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Kevin Campbell joined Shelby 
County State Bank in Harlan in 2005 
as operations officer. Prior to that, 
he worked as senior financial analyst 
at Lockheed Martin in Colorado 
Springs and Omaha for seven years. 
 A graduate of the University 
of Colorado at Colorado Springs, 
Campbell was promoted to 
president, CEO and chairman of 
Shelby County State Bank in 2009.
 Campbell has served on the 
boards of several organizations, 
including the Shelby County 
Chamber of Commerce & Industry, 
the Shelby County Health 
Foundation, the Harlan Industrial 
Foundation and the Harlan, Iowa 
Teammates mentoring program. 
 Campbell has been married to 
his wife, Kathy, for 24 years and has 
three children — Austin (25), Shena 
(23) and Kevin Jr. (19).
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FIGHTING TO BALANCE 
THE SCALES OF TAX INEQUITY

 Surely we have made the case that at least some 
of the large credit unions should pay tax like banks. 
After all, look at the latest statistics. In 2019, Iowa’s 
largest credit union, GreenState Credit Union: 
•  Is the largest financial institution in the state and 

pays no income tax at the state or federal level.
•  Had a net income over $86 million. 
•  Has $5.8 billion in assets. 
•  Had 22% commercial loan growth and 20% 

of their total loan portfolio is comprised of 
commercial loans.

•  Pays their CEO over $1.2 million.
•  Has grown exponentially in the past 10 years with 

542% asset growth from 2009 to 2019.

Nationally, credit unions :
•  Have acquired 21 U.S. banks since 2018 

compared with 12 purchases over the five years 
prior (2012-2017). The announced acquisitions 
include: First American Bank by GreenState 
Credit Union and First Savanna Savings Bank in 
Illinois by Collins Community Credit Union. 

•  Enjoy a tax exemption that is estimated to 

cost the nation $21.9 billion between 2020 and 
2029, according to the White House Office of 
Management and Budget.

•  "Are not more likely than banks to serve lower-
income households, and evidence indicates 
that credit union members may be more well 
off than bank customers", according to the Tax 
Foundation's Fiscal Fact No. 670, published, 
October 2019.

Beyond the statistics, lawmakers at both the state and 
federal levels struggle to balance their budget and 
fund priorities but still can’t see their way to a new 
tax on an industry that has drastically changed and 
is no longer mission-driven. And it’s not just in Iowa. 
The industry can’t seem to get traction on this issue in 
other states or in Congress. 

WHY HASN’T THE ISSUE GOTTEN TRACTION?

For many Iowa Republican lawmakers, increasing a 
tax is the opposite of the priorities they ran and won 
election on, and most of the tax bills being debated 
under a Republican controlled Legislature deal with 

BY SHARON PRESNALL & JENICA LENSMEYER

T
he effort continues at the state and federal levels in the fight for tax equity amongst financial 
institutions. Iowa banks continue to advocate for equity in the marketplace, while credit unions 
fight to maintain their tax exemption and competitive advantage over banks. So why do some 
issues, like credit union tax equity, seem so simple and clear cut for bankers but so difficult for 

the Iowa Legislature to tackle?

JENICA 
LENSMEYER 
Advocacy and PAC 

Coordinator

Iowa Bankers 
Association
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tax cuts, not increases. In Iowa, individual, corporate 
and property taxes are high compared to the rest of 
the nation, so a tax increase of any kind is an uphill 
battle in the state. 
 On the other side of the aisle, while Democratic 
legislators couldn’t agree more that resources are 
needed for various priorities, they still view credit 
unions as the financial institutions that provide 
products and services to the underserved and are not 
interested in taxing credit unions. 
 So where does the industry go from here? 
 Both Kansas and Wisconsin legislatures are 
looking at tax cuts for banks; as is Congress to a 
lesser degree. Most of the bills in this realm allow 
banks to deduct interest earned on certain loans like 
agriculture and residential real estate, and for Kansas 
— they also include commercial loans in the proposal. 
 While there is much uncertainty around this issue, 
and the possible solutions are ever-changing, one 
thing we’ve heard from legislators loud and clear is 
the importance of advocate involvement. The credit 
unions have a very strong grassroots network and 
legislators need to hear from bankers. 
 Bankers may feel that they’ve contacted 
legislators for years on this issue with no win or result. 
These interactions are important, and it’s crucial to 

our success on this issue. The most effective way 
to influence legislators is to share how this issue 
impacts your bank, the customers you serve and the 
constituents in your legislator’s district. Every bank has 
been impacted by this issue in some way. Are you a 
rural bank that has lost deposits to a large metropolitan 
credit union that sent mailers to your entire community? 
Are you a mortgage lender who had a great relationship 
with a customer but couldn’t compete with the rate 
the credit union was offering? Share your story with 
legislators. Bankers can’t possibly do this enough. 
The IBA provides many opportunities for your active 
involvement. How can you get involved?
•  Share your bank story with legislators.
•  Attend Bankers Day on the Hill, town halls or the 

Capitol Hill Visit in Washington, D.C.
•  Plan a bank visit to the state Capitol.
•  Host a town hall for your legislators.
•  Learn about being a bank advocate through the 

IBA's Leaders in Advocacy program.

Relationships with legislators at the state and federal 
levels are key to success on this issue. Continue 
educating legislators on the importance of equity in the 
marketplace and how this inequity impacts your bank 
and the communities you serve. 
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AFTER STRONG 2019, IBMC 
LOOKS AHEAD TO 2020

B
efore looking ahead to 2020, it’s important 
to look back at 2019, which was another 
strong year for Iowa Bankers Mortgage 
Corporation. 

 With a high level of refinance activity, IBMC 
recorded its third highest volume year in history in 
2019. The total volume for the year was $1.75 billion 
with IBMC generating 7,000 new loans from 179 bank 
locations. The Federal Home Loan Bank mortgage 
program added another 2,350 loans in servicing from 
68 participating financial institutions. IBMC also:
•  Finished the year servicing over 58,000 loans 

totaling $7.5 billion — another all-time high.
• Set up 17 additional Alliance banks. A total of 45 

banks now utilize the program.
• Earned both the Iowa Finance Authority’s and 

USDA Rural Development’s Top Lender awards.
• Set up e-consent and e-delivery for disclosures 

and appraisals.
• Conducted numerous training sessions and made 

more than 650 bank visits.
• Set up the Optimal Blue pricing engine for banks 

selecting that option 
• Expanded VA/RD in the CORE and Alliance 

channels.

IBMC also expanded its services by offering the 
Alliance and Heritage channels in Nebraska and 
South Dakota in late 2019. This expansion allows any 
Nebraska or South Dakota bank to offer mortgage 
lending in the same manner that IBMC currently 
offers this service in Iowa and Minnesota, with the 
exception of jumbo loans, which are only available 
through Alliance in Iowa and Minnesota.

LOOKING AHEAD

Consumers will continue to look for ways to simplify 
the homebuying process and new technologies will 
likely deliver those options. If you haven’t already, it’s 
time to take advantage of any options that can reduce 
paperwork and streamline your mortgage business.
 IBMC will be working to provide the tools lenders 
need to keep up with technology. One mobile tool 

IBMC will unveil in 2020 is SimpleNexus — a mobile 
app that allows banks the opportunity to have an 
online mortgage application presence. The app will 
be branded to each individual bank and offer a link 
allowing borrowers to complete the application at 
home or away from their computers. The bank is a 
sub-licensee of IBMC’s relationship with SimpleNexus 
and gives the bank autonomy to use the application in 
whatever way they see fit, whether it be for mortgage 
(primary function), consumer, etc. It also provides the 
ability to upload documents via imaging and provide 
real-time updates on the loan process.
 Also coming in 2019 is the new Uniform 
Residential Loan Application, which will be available 
to use on Sept. 1, 2020, but will be required on 
Nov. 1, 2020. 
Specifications 
for automated 
underwriting 
systems will 
also need to 
be updated to 
the new URLA 
by Nov. 1. The 
new application was redesigned to improve the 
borrower experience, enable lenders to more easily 
and accurately capture relevant loan application 
information, and support the industry's move to 
digitize the loan origination process. IBMC will 
continue to work to meet the deadline for the 
revised URLA.
 There will be plenty of opportunities for lenders 
in 2020. Most experts expect interest rates to stay 
below 4% throughout the year, and the Federal 
Reserve has not ruled out one or two more rate 
cuts in the near future. Additionally, home prices 
could increase by 5.6% by September as demand 
is expected to rise amid low inventory. That makes 
refinancing an attractive option for those wanting to 
stay in their current homes. Additionally, the drop in 
rates may enable homebuyers to afford more home 
than previous rates allowed, making 2020 a favorable 
purchase market as well.



 iowabankers.com  Iowa Bankers Exchange  |  9

IB
IS

 U
p

d
at

e

WATER DAMAGE: A QUIET, 
SLOW AND EXPENSIVE CLAIM

W
hen we are asked about the most 
concerning type of property loss 
seen in banks, it is not vandalism, 
wind or even fire; it is the quiet 

drip of a cracked pipe or the sudden surge of water 
flooding a basement from the sump or the sewer.
 Water is quiet, slow, steady and can occur for a 
long period of time before you even know it’s happening. 
It is also expensive to repair. Carpets, walls, ceilings, 
electrical and often the contents of the room will need to 
be replaced after a water loss.

BUNDLE UP YOUR BUILDINGS; 
IT’S COLD OUTSIDE!

When people hear about upcoming extreme low 
temperatures, they know to bundle up. Buildings, 
however, often aren’t as prepared. Frozen pipes and 
water damage from cold snaps result in extensive 
damage and sometimes will require that the location 
be closed or operations moved until it is repaired.
 To help avoid these issues, here are some actions 
to take to prevent cold weather water damage:
1.  Make sure heat is provided (at least 45 degrees 

Farenheit) in unoccupied areas where water 
lines are exposed. Many times, this procedure 
is overlooked on foreclosed properties, and 
significant damage occurs.

2.  Icicles are a warning sign for ice dams. If large 
icicles are present on a building, it should be 
evaluated by a weatherization contractor to 
diagnose and mitigate the issue.

3.  During building remodels, old pipes should be 
updated with newer, insulated pipes.

4.  Outside vents (exhaust and heat) need to be 
clear of snow and ice.

5.  Any areas exposed to cold within the building 
should be treated with supplemental heating 
systems and/or antifreeze solution. These types 
of solutions should be tested in the fall.

6.  Inspect roofs at the beginning of each of the four 
seasons for clogged drains and standing water. If 
your building has a rain water collection system, 
it should also be inspected annually. Inspect 
roofs and drains after high wind or construction 
activity to look for debris or construction material 
that might have clogged the drainage system.

7.  Inspect water generating equipment (water 
heaters, HVAC units, dishwashers, etc.) regularly 
and thoroughly look for potential water leaks 
such as rusting pipes, clogged drainage or 
broken seals. If any have had a repair, recheck 
the contractors work a few days afterwards to 
confirm that there is no leakage occurring.

8.  All storage of paper files, or similar documents/
items, in basements should be stored on raised 
shelving units or pallets.

9.  Any sump pump should be tested annually for 
proper operational conditions by a professional.

WI-FI ENABLED WATER LEAK
AND FREEZE DETECTORS

Technology can discover water issues quickly! 
Enhance your existing security systems to also include 
monitoring for water and freeze damage. Most security 
companies now offer components that can be used 
in your existing system to monitor for water leaks and 
sewer backups. If a weather-related event such as this 
occurs, you will be notified in a similar manner as a fire 
alert. Most common areas to place them are:
1.  Under areas where pipes are present (coffee 

machines, dishwashers and sinks)
2.  Basements or low/floor areas (close to exposed 

pipes, sump or drains)
3.  Restrooms and shared kitchens

Improved technology and adhering to prevention and 
maintenance programs will go a long way to keeping 
your bank safe and dry.

BY CRAIG M. COLLINS, PRESIDENT, FINANCIAL SERVICES, ONEBEACON FINANCIAL SERVICES

Article 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.
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FINDING ANSWERS TO TODAY'S 
AGRICULTURAL QUESTIONS

W
hat a difficult year it has been. Yet, 
as we know, the people of Iowa and 
farmers never give up … never. We 
always seek improvement. 

 There are years that ask questions and other years 
that provide answers. This year truly has been a year of 
more questions than answers. There are far too many 
to list, but here are a few that are top of mind: 
•  Will the Army Corp of Engineers do the right thing 

and return the integrity to flood control? 
•  Will China agree to play fair and return as a loyal 

and reliable trading partner?
•  Will African Swine Fever forever change global 

supply and demand patterns? 
•  Will the EPA recognize congressional intent 

concerning the Renewable Fuel Standard?
•  Will the growing disconnect between consumers 

and agriculture widen? 
•  Will our government properly govern rather than 

polarize and paralyze proper resolution? 
•  Will we be able to rely on the best and most 

accurate USDA Crop Reports to make decisions? 
•  Will imitation meat win consumers favor? 
•  Will our normal weather patterns return or will 

erratic 1-in-500-year events continue to reoccur? 

While these questions and many others facing 
agriculture may seem overwhelming at times, we 
need to be encouraged and pause from our daily lives, 
take a moment to recognize we live and farm in the 
best country on earth, in the best state in the nation, 
in a profession that can be described as the most 
meaningful and essential profession that exists — 
agriculture. Agriculture is essential and inseparable to 
all human life. And, we love what we do. You should be 
proud! Proud of who you are and all you do! 
 The true greatness of Iowa agriculture stems from 
our people and collaboration. People, from all walks of 
life, join us in supporting Iowa’s rural communities. 
 We also draw on the strength and spirit of the 
Iowa farmer. And that spirit again shined through this 

year as we persisted through a challenging planting 
season as well as a challenging harvest, all the while 
courageously facing volatile markets. 
 As we attempt to realign trading relationships and 
adjust to irregular weather patterns, and as we work 
to find answers to these questions, we must remain 
confident. Our confidence resides in our ability to 
engage and involve people to make progress and take 
pride in what we do — and to find a way to adapt, 
overcome and succeed! 
 That’s what our ancestors did when they settled 
in Iowa, overcoming difficult growing conditions and 
working through economic downturns. They knew as 
we know today, that working together makes us so 
much stronger than working alone. 
 Farming isn’t just a job, and agriculture isn’t just a 
career path. It’s our family’s lifestyle, our reputation and 
a source of great pride. 
 Why? Because we devote ourselves, our lives 
and our energy to positive solutions that benefit 
people, animals and the planet. We are focused on the 
sustainability of our communities and creating a bright 
future for the next generation. 
 As for the next generation, it’s important to 
continue to create more opportunities for young and 
beginning farmers in Iowa. In the past legislative 
session, a bill was passed to improve the state’s 
Beginning Farmer Tax Credit program. Another 
measure will protect and enhance capital gains 
deductions on the sale of farmland in the state. 
Without this change, the deduction could have 
been restricted beginning in 2023 and beyond and 
would have created a significant disincentive to sell 
farmland — denying access to the next generation 
of farmers.
 Lawmakers also passed a measure to limit private 
entities from using the State Revolving Loan fund to 
finance land acquisition. This measure will create 
a more level playing field and ensure that a private 
organization is not able to use taxpayer dollars to outbid 
farmers when buying land.

BY CRAIG HILL

CRAIG HILL 
President

Iowa Farm Bureau
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 The Iowa Legislature and the governor’s office are 
productive and work together across the aisle to get 
things done. Gov. Kim Reynolds recognizes that agriculture 
leads a growing and prosperous Iowa. In announcing 
the Empower Rural Iowa Initiative, Gov. Reynolds said, 
“I believe the heart, soul and spirit of Iowa will always 
remain in our small towns and rural communities.” 
 The Empower Rural Iowa Initiative focuses on 
key issues for rural communities, such as expanding 
broadband so rural Iowa joins the 24/7 global 
marketplace, and investing in rural communities through 
infrastructure, education and housing. 
 However, looking forward to this legislative session, 
there is room for more progress. We need to address the 
important funding for mental health services and continue 
our focus on conservation and water quality. 
 When a farmer sees a problem, they roll up their 
sleeves, do the hard work and find a solution. Ironically, 
there is always a question of whether our hands will be 
tied by those opposed to modern agriculture and want 
to turn back the clock on technology, halting progress. 
These people have an agenda and seek to place a 
villain’s mask on farmers and our current methods of 
production when nothing could be further from the truth. 
We are not farming like our parents or grandparents did! 
 Today’s farmer produces more from one acre than 
was produced from seven before, with yields in crops, 
livestock, vegetables, fiber and fuel all with astounding 
new efficiencies and shrinking environmental footprint. 
From 1950, there has been a 270% improvement in overall 
productivity and more to come if we are allowed to seek 
continued improvement. 
 From the same timeframe in 1950, corn farmers grow 
333% more corn on a mere 11% more acres. And in my 
lifetime, corn uses 50% less land, 40% less energy, 35% 
less GHG and with 60% less erosion. No other economic 
activity has more positively addressed humanity’s 
needs than modern agriculture while reducing the 
environmental impact. 
 American consumers might also consider how their 
pocketbook has benefited, spending less than 5% of their 
disposable income on food. That’s less than consumers in 
any other country in the world, with more choices, greater 
convenience and the highest food safety standards, too. 
 Animals are also healthier today. In the 1970s, sows 
produced fewer than 10 pigs per year, now it’s nearly 30, 
in a comfortable climate-controlled environment. 

 Have you found it interesting that cows have gained 
new celebrity status? It would be great, if only for the right 
reason. The conversation from critics speak to Mother 
Nature’s natural process of the conversion of grasses 
eaten by ruminants and what is defined as a carbon cycle 
that releases methane … or enteric emissions, otherwise 
known as bovine flatulence. And how, if they continue to 
belch, the oceans will rise and the icebergs will melt.
 If methane emissions are a worry, consider this: in 
1950 the U.S. dairy herd was 25 million cows. Today, it is 9 
million cows, and milk production is up 60%. The carbon 
footprint from milk has been reduced by two-thirds. 
This is astounding and a remarkable accomplishment! 
If concerns toward methane emissions were sincere, 
modern agriculture would and should be congratulated 
and viewed as a solution, not a problem. 
 The marketers of fake meat often say their product 
is essential for the planet. Yet they are using outdated 
science to support their argument. Fake meat, or even 
switching to a vegan, all-plant diet won’t have much 
impact on climate change and global temperatures. 
Research shows that removing all livestock and poultry 
from the U.S. food system would only reduce global 
greenhouse gas emissions by less than a one-half of 
one percent. 
 I recently returned from Japan, where I learned that 
life expectancy is the highest in the world. The Japanese 
believe meat protein contributes to their longevity and 
health as they age. They are experiencing an increased 
demand for meat. 
 In Africa, world hunger fighters, like the Gates 
Foundation, know nutrient dense meat protein is exactly 
what the malnourished around the world need most. How 
unfortunate that some would cast dispersions on such a 
crucial basic staple of human health. 
 Smart farming and precision agriculture is getting 
better by the minute: smart seeds, smart equipment, 
smart practices, smart farmers. What inclusion to liquid 
fuel has done more for air quality and lower carbon 
emissions out of the tailpipe? Biofuels! If your goal 
is to place the cleanest burning, benign substance 
environmentally in your tank, the best option is bio-diesel 
and ethanol.
 The solutions, the answers to many of the questions of 
the day are found in today’s modern agriculture. In today’s 
agriculture, we have the people, we’ve shown continued 
progress, and we’ve got pride in what’s in store. 
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IBA MANAGEMENT CONFERENCE & LEGISLATIVE RECEPTION

From left: House Majority Leader Matt Windschitl (R-Missouri Valley), Speaker of the House Pat Grassley (R-New Hartford), Senate President Charles Schneider 
(R-West Des Moines) and Senate Majority Leader Jack Whitver (R-Ankeny) participated in a legislative panel during the IBA Management Conference.

IBA Chair Brad Lane (Security 
Savings Bank, Gowrie) addresses IBA 
Management Conference attendees.

From left: IBA Lobbyist Mike Rozenboom visits with IBA Northwest Region 
Chair Mary Kay Bates (Bank Midwest, Spirit Lake), Sens. Waylon Brown 
(R-Osage) and Jim Carlin (R-Sioux City). 

Sen. Mariannette Miller-Meeks (R-Ottumwa), 
right, visits with Michele Werner (State 
Bank of Toledo).

From left: Rep. Mike Sexton (R-Rockwell City), IBA Management Committee Chair Kevin Black (Heartland 
Bank, Gowrie), John Rosenboom (Heartland Bank, Somers), Sen. Tim Kraayenbrink (R-Fort Dodge) and 
IBA Chair Brad Lane (Security Savings Bank, Gowrie).

Don Musso of FinPro, Inc. gives an update on the economy 
to IBA Management Conference attendees. 
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The IBA's Leaders in Advocacy class, from left, Ryan Collins (Lincoln Savings Bank, Waterloo), Jessi Christensen (Union 
State Bank, Greenfield), Stephanie Valentine (Union State Bank, Greenfield), Kyle McCormick (Bank Iowa, West Des 
Moines), Michele Werner (State Bank of Toledo), Ron Haines (MidWestOne Bank, Fairfield), Jason Cassady (West Liberty 
State Bank, West Liberty), Ben Wellington (Bank Midwest, Wall Lake), Gabe Olson (West Bank, West Des Moines), and 
Aimee Kern (Clear Lake Bank & Trust, Clear Lake).

Rep. Bob Kressig (D-Cedar Falls), right, 
speaks with Chuck Yagla (Kirk Gross 
Company, Waterloo) during the IBA's 
Legislative Reception.

From left: Lincoln Savings Bank's Denny Presnall, Dana Uhlenhopp, Mike Olson, Jeff Dralle, Scott Bush 
and Tessa Dinsdale attend the IBA's Legislative Reception.

Craig Hill, president of the Iowa Farm Bureau, provides 
an update on Iowa agriculture for IBA Management 
Conference attendees.

Rep. Joe Mitchell (R-Mount Pleasant), left, visits with Bob 
Meyer (Wayland State Bank, Wayland).

Rep. Mary Lynn Wolfe (D-Clinton) visits with IBA East 
Region Chair Greg Gannon (DeWitt Bank & Trust, DeWitt) 
and George Schneidermann (Frontier Bank, Rock Rapids). 

Tim German (Frontier Savings Bank, 
Council Bluffs), left, speaks with Sen. 
Tom Shipley (R-Nodaway).

IBA Past Chair Peg Scott (Union State 
Bank, Greenfield) visits with Sen. Jason 
Schultz (R-Schleswig).
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 That doesn’t mean there aren’t challenges that 
banks will have to overcome, however. The IBA 
sat down with Jeff Plagge, new Superintendent of 
the Iowa Division of Banking, to get his thoughts on 
everything from agriculture to bank technology to 
consolidation as the new year moves along. 

Q What can banks do to address the 

concerns of farmers who may be 

struggling right now?

A The nice thing about Iowa agriculture and 
Iowa banking is the expertise in Iowa banks 

on agriculture itself. Agriculture is very much private 
banking — relationship banking — and so the working 
relationship between a farmer and lender is really a 
strong one and engaged one. The good part about it is 
they can have those conversations — what should we 
be doing, how’s your operation doing, what adjustments 
could you make, and so forth. 
 I was a senior lender in the '80s, and I remember 
all of those conversations and the difficult times of 
the '80s, and this is certainly not, in my view, anything 
close to the '80s. But the conversations that are 
happening this round are much better than the '80s. 
People are more willing to talk about issues, be 

straightforward, be transparent — both banks and 
farmers — and make adjustments faster than we saw 
in the '80s.
 Certainly nobody’s getting wealthy in agriculture 
right now, but the reports I get from bankers around 
the state is they’re not seeing big blowups either, even 
though there’s news stories about bankruptcies and 
so forth. As a percentage they’ve jumped pretty high, 
but they’ve started really, really low, so the numbers 
aren’t huge at this time. As regulators, we’re watching 
it closely, and keeping close touch with our examiners, 
but we’re trying to keep a context to it and recognizing 
what it truly is and not what people maybe think it’s 
heading toward.
 The trade agreements are big deals. We’ll see the 
outcome. The one thing we know is that the support 
payments probably aren’t long term, so that has to be 
replaced in some fashion, so these trade agreements 
are No. 1 really important and No. 2 really timely.
 The one thing about farmers: they’re a huge part 
of our economy, and when times are good, they can 
really rev up an economy. When times get tough, 
they’re also pretty good at dialing it back as they 
should. Those are just the economic swings that you 
have to be accustomed to in agriculture. Again, I’ve 

B
ased on the fourth quarter banking results released by the Federal Deposit Insurance Corp. at the 
end of February, Iowa’s banking industry is performing well. With active loans up 3.7% from the 
previous year and total deposits up nearly 6%, Iowa banks are positioned for another strong year in 
2020. 
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made several calls around the state just to get a sense 
of early reports, and I was more pleased than I expected 
to be, so that was good to see. I think it’s important that 
all of us in agriculture and ag banking keep context of 
the conversation. If you just focus on the negative stuff, 
everything looks negative, and that isn’t the case.

Q You’ve been an industry leader on 

technology and payments matters. What 

should Iowa banks be doing to meet customer 

expectations in this space? 

A This was an area back when I was chairman 
of the American Bankers Association (2013-14) 

where you could just see the train coming down the 
track on payments. Historically, what you thought 
about in payments was checks and ATMs and ACH 
and wires, and every one of those had its path and 
its time continuum. As PayPal and Venmo and — on 
the banking side of that, Zelle — came into play, you 
could really see that direction turning, the customer 
expectations turning of what payments meant. It’s one 
space where you just have to recognize your customers 
— when they decide that instant is what they want, 

you aren’t going to have a lot of time to get there. You 
have to try to stay ahead of your customers and move 
with your customers. Once customers get real-time 
payments on the consumer side, they’re going to expect 
the same thing on the other side of the world and expect 
the same thing whether they’re paying somebody or 
receiving money. 
 The Fed has announced FedNow and TCH (The 
Clearing House) are up and running. I’ve been involved 
in both of those. I’ve been engaged with the Fed a long 
time … competition’s good. Whether a bank waits 
for the Fed solution, or whether they go with the TCH 
solution and maybe look at an adjustment later on, my 
encouragement is to be engaged in the conversation. 
Start learning about the conversation now. Don’t wait 
down the road thinking your core provider is going to 
give this to you. You just have to start understanding 
what the impact is. 
 Think about if you own 50 apartment buildings, and 
all of a sudden there’s a payment network out there tied 
to your accounting system that allows you to — first of 
the month — send a text message to your tenants with a 
payment due on it, they hit a button — through hopefully 
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Zelle — and send you the payment and that payment 
comes into your accounting system, and you’ve never 
sent out a piece of paper. You’ve never sent out a bill; it 
just all happened. Once you have that kind of technology 
available and customers see that option, they’re going to 
be asking where you’re at. 
 The speed of it will happen faster. I hear a lot of 
bankers say, "I don’t have people asking for it today," 
and that’s probably factual, but when they ask for it, 
they’re going to want it. And if you’re not anywhere 
down the continuum, it’s going to be hard to catch up.
 What I’ve always said to people is be careful that 
you don’t become a silo for people’s money where 
you’ve got the deposits, but everyone else is doing the 

transactions. The ultimate question in that customer’s 
mind is who’s their bank? Is it where the money is or 
who they’re doing all this stuff through. You want to 
make sure that when that question pops in their mind 
that your bank is their bank.

Q What else should banks be addressing 

from a technological perspective to 

enhance the service they provide consumers?

A When you think about technology offerings or 
product and service offerings, you have to think 

about it in more macro-based than micro. Whether 
you’re working with your core system or other third-
party vendors, or if you have internal expertise, it’s like 
payments, you have to be on it, you have to be thinking 
about it, you have to be moving forward. You don’t have 
to be bleeding edge, but you better be watching where 
the trend lines are going. Every bank in the state, if they 
look at their transactions, will say [mobile] is where 
things are happening now. People want ease, so if 
you’re not working that side of the equation, it’s going to 
be a difficult path.
 One thing that has concerned me the last 20 years 

— and some of it has been consumer regulation and 
mortgage regulation — is if you’re doing five mortgages 
a month in your bank, it’s hard to keep up with the all the 
regulation and rules behind it. In Iowa, we’re extremely 
fortunate to have Iowa Bankers Mortgage Corporation 
where community banks that don’t do a lot of mortgages 
have an outlet to be able to do that in that fashion. 
Virtually no other states, other than maybe one or two, 
have that service. Because of that, we’ve somewhat 
concentrated banks faster. I’m not going to do mortgages 
anymore; I’m not going to do car loans anymore because 
there are a hundred different parties out there doing it. 
Those are personal decisions each bank has to make, 
but pretty soon their ag concentrations go up, and they’re 
just getting more and more lasered into one or two big 
product lines. We have a long history of banks that have 
done that really well, but you have to do it really well if 
you have that kind of concentration.

Q A Conference of State Banking 

Supervisors’ survey found that cost of 

funds and cybersecurity are the two biggest 

concerns for community banks. What should 

banks do to address these challenges?

A The other one you’re seeing more of is liquidity. 
The good news is a lot of banks have a very 

strong loan-to-deposit ratio, which means they are very 
active in their community, very active in helping the local 
economies move along. The other side of that is you have 
to fund it. There’s more use of alternative funds, brokered 
funds, Federal Home Loan Bank, so forth, and that’s good. 
Those are all tools to use. You just have to find a balance 
that makes that work. Cost of funds is a challenging topic. 
It’s different than it used to be where your competitors 
were all local for your deposits. Now it’s a wide open 
field, and you get players in that field that aren’t local but 
are advertising high rates because of some model that 
they’re working on the other side. People just have to be 
really dialed in to their asset liability management and 
their cost of funds and their spreads and so forth because 
they’re getting pressure on the other side of that as well.
 Cyber is something I’ve been engaged in for a long 
time. It’s not something you can take lightly. It’s not 
something that you can try to save every dollar you can 
of not spending in that category. The cost of having an 
event is extremely high — both in real costs as well as 
public relations and reputation risks. We encourage 
banks to really do what they can to step it up and find the 

“ I’ve always said ... be careful 
that you don’t become a silo for 
people’s money where you’ve 
got the deposits, but everyone 
else is doing the transactions.”

— Jeff Plagge, IDOB Superintendent
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right partner. Some banks are very small and can’t hire 
people to do it but there are a lot of partners out there 
that can help you do it. It’s an area where you just have to 
constantly look at the partners because it’s changing so 
rapidly. Every few years you ought to go out and look at 
your program, look at your partners to see what they’re 
doing, see what the rest of the world’s doing. Many times, 
my personal experience has been, it doesn’t necessarily 
cost you more to go to a new partner that is offering 
more things. It’s just they’re further down the path of 
sophistication and how to combat it. 

Q Community bank consolidation has 

accelerated in recent years. Can you give 

your thoughts on how this is affecting Iowans?

A That question does come up and we’re watching 
the numbers. Iowa is still No. 2 in the country on 

bank charters — I think it’s No. 18 or 19 on bank assets 
— but on bank charters we’re still a very vibrant state. 
When banks merge, a lot of times there’s still a branch 
in that town. Some of the mergers have been multiple 
bank holding companies coming together so they’re 
operational decisions as opposed to banks selling. 

 A lot of counties in rural America are becoming 
pretty low-served and in some cases no-served. A 
town, if they lose their bank, their hurdle just went up 
extremely high for all of the things that a bank does in a 
community — whether it’s consumer or ag or business. 
The key is to make sure banking services are available. 
Some of it will be through branches, some of it will be 
through local bank charters. 
 Fortunately in Iowa, we’ve bucked some of that 
rural trend. Whether it’s agriculture, Main Street 
business or banking, the demographics aren’t different 
so banks aren’t going to be exempt from those activities. 
I just want to make sure as a regulator that we’re not 
putting in tipping points to accelerate it, that we’re doing 
things to help banks stay in business.

Q What other challenges do Iowa banks face 

in the coming year?

A The biggest one is probably competition. It’s 
coming from every direction. When I got into 

banking and when a lot of my peers got into banking, 
you could name your three competitors, and they were 
pretty much your competitors in every product and 
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service line. Now every product has 100 competitors, 
and three of them are in your community and 97 
aren’t. You get low-cost providers, you get people 
using specific products for loss leaders to get to other 
products. That is a challenge. 
 Auto lending is a prime example where there are 
so many indirect auto lenders out there now competing 
amongst themselves for the business with dealers, let 
alone the local competitors. Sometimes the price point 
gets to the point where it makes no economic sense to 
continue that service. Looking at product lines, looking 
at cost structures, income structures behind those 
product lines, it’s going to get more scientific, it’s going 
to get tougher in some of those product lines.
 At a time when Iowa’s unemployment is about 2.5%, 
technology is arriving at the perfect time. It’s going to be 
harder and harder to do the people side of this business. 
Every bank should be getting more efficient through 
technology, just simply because customers are doing 
70% of their banking on their phones now. You don’t 
have to touch it, you just provide the service. You do the 
backroom side of it. Technology is really going to help 
banks move through this.
 A.I. would fit into the same curve. There are things 
that are out there that we’re spending a whole lot of 
people time on. If you can automate it and make it more 
scientific in how you’re doing it because of A.I. and data 
analytics, you can direct those people to more of the 
customer facing, community facing stuff that usually 
builds a better reputation brand.

Q What advantages do you think Iowa banks 

have that can help them overcome those 

challenges?

A Every bank will say it. It’s still a relationship 
business. There’s parts of the relationship that 

start feeling more transactional. Auto lending is one 
example. To get to the customer, you have to get to 
them ahead of the purchase. Otherwise, they’re sitting 
in the dealer, ready to finance it on the spot. You really 
have to continually work to reach out and remind your 
customers that you can do all of these things for them. 
It’s not important to them until they’re ready to do one of 
those things. If they don’t know you do it, they’re going 
to take option B. Every survey will show that technology 
is becoming more and more important, but every survey 
also shows that people still like to bank where they can 
see their branch, just in case they need to go in and 

talk to somebody. We still have that kind of banking 
relationship in Iowa.
 Community bankers have a long history of 
becoming community leaders, providing those 
community items as well. You just have to work to 
capitalize on it. You can never take it for granted 
because there’s always somebody knocking at the door 
waiting to get in. That is the model that everybody tries 
to say is their model. You just have to make sure you’re 
walking the talk on the model.

Q What are your priorities as superintendent 

in 2020? What are you looking forward to 

most in your new position?

A Helping to tell the banking story — whether that’s 
the story of products and services or those kinds 

of things offered or consumer protection. We just have 
to remember to tell that story and not necessarily get 
focused on those that might be struggling with an issue 
or two. We’ll work with 
them to work through 
it, but it’s important to 
remind people that the 
vast majority of banks 
are doing terrific.
 There’s definitely 
an intersection of 
banking and fintech. 
We have three bureaus 
in here: the banking 
bureau, which is the big one; the finance bureau, which 
is the nonbanking side — the money services business, 
mortgage brokerage, cash checking; and then we’ve got 
the professional licensing. The money services business 
to me is the one that is starting to intersect fast. Some of 
those, if you look at their websites, they’ll talk about all the 
banking services they’re offering, but they’re not a bank. 
Are they a fintech? Are they a money transmitter or what 
status is there, and how do we regulate them and how do 
banks engage with them? The biggest thing in that space 
that I want to remind banks is that vendor management 
has never been more important. There’s a lot of cool 
stuff out there, but you have to make sure that the cool 
stuff vendor is actually tuned into the world that they’re 
about to sign into. And make sure that if you’re going to 
do business with them or partner with them, they’re going 
to hold up their end. At the end of the day, you as a bank 
have the reputation risk if they don’t hold up their end. 

“ Community bankers 
have a long history of 
becoming community 
leaders.”

— Jeff Plagge, IDOB 
Superintendent
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KEEP A FINGER ON THE
PULSE OF KEY ISSUES IN 2020
BY JILLIAN SWAIN

W
hen looking back at 2019, 
managing new and changing 
regulations wasn’t as big of a 
hurdle as it has been. Even though 

the year was still busy for many compliance officers, 
only a few amendments went into effect, such as the 
private flood insurance rules and the increase to the 
residential appraisal threshold. 
 While it seems that the pace of regulatory 
change has slowed, there are major changes in 
the works. Banks will want to monitor the following 
issues and any other changes to have an effective 
compliance management system in 2020.

HMDA THRESHOLD ADJUSTMENTS

In May 2019, the Consumer Financial Protection 
Bureau released a Home Mortgage Disclosure Act 
proposal asking for comments on the thresholds 
that determine whether a bank must collect and 
report data on closed-end mortgages and open-
end lines of credit that are secured by a dwelling. 
They proposed increasing the closed-end mortgage 
origination threshold from the current 25 in each of 
the two prior years to either 50 or 100. For open-end 
lines of credit, although the reporting threshold in 
the rule is set at 100, there is a temporary reporting 

threshold that requires banks to report only if they 
originated at least 500 open-end lines of credit in the 
prior two years. However, that threshold expires on 
Jan. 1, 2022. The CFPB proposed instead of reverting 
back in 2022 to a threshold of 100 originations in the 
prior two years, that it permanently adjusts to 200. 
 Per the Fall 2019 Rulemaking Agenda for the 
CFPB, a final rule covering both these reporting 
thresholds is expected in March 2020. If the 
thresholds are increased as proposed, several 
community banks in Iowa will no longer be HMDA 
reporters. While this will be welcome news, the 
final rule will require careful review and subsequent 
updates to policies and procedures. 
 The CFPB released an advanced notice of 
proposed rule-making in May 2019 to seek comment 
on the additional data points the CFPB added at 
their discretion to HMDA and requested information 
on which data points need additional clarification. 
The CFPB expects to release a proposed rule based 
upon comments received in summer 2020. Banks 
are encouraged to review and comment on this 
proposal.

BANKING HEMP-RELATED BUSINESSES

On Dec. 3, 2019, the federal prudential regulators, 
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in conjunction with the Financial Crimes 
Enforcement Network, released guidance on 
requirements for providing financial services to 
hemp-related businesses. The guidance was meant 
to clarify the legal status of hemp growth and 
production at a federal level and the requirements 
under the Bank Secrecy Act. Hemp is defined in 
the 2018 Farm Bill as “the plant Cannabis sativa 
L. and any part of that plant, including the seeds 
thereof and all derivatives, extracts, cannabinoids, 
isomers, acids, salts and salts of isomers, whether 
growing or not, with a delta-9 tetrahydrocannabinol 
concentration of not more than 0.3 percent on a dry 
weight basis.” The 2018 Farm Bill officially removed 
hemp and its derivatives as a schedule 1 drug 
under the Controlled Substance Act making it legal 
at the federal level.
 An important point contained in the guidance is 
that states or tribal governments may still prohibit 
the production of hemp, even though it is legal 
under federal law. During the 2019 session, the Iowa 
Legislature approved a measure to develop a state 
plan in compliance with the 2018 Farm Bill and U.S. 
Department of Agriculture requirements. However, 
under Iowa law, hemp products and derivatives 
(including CBD products) may only be sold at the five 
approved dispensaries in Iowa. Banks wishing to offer 
banking products to hemp-related businesses should 
stay up-to-date as the laws and guidance continue to 
evolve in this area. 

OTHER RULES EXPECTED IN 2020

•  Regulation E Remittance Transfers: The CFPB 
released a proposal to increase the threshold 
to 500 for institutions subject to the remittance 
transfers rules and provide options for institutions 
needing to use estimates on the remittance 
transfer disclosures related to exchange rates 
and third-party fees. The proposed changes 
would reduce the number of banks subject to 
these requirements and would allow permanent 

options for using estimates when certain 
qualifications are met. These changes, if 
finalized, will be very beneficial to Iowa banks 
currently subject to the remittance transfer 
disclosures. 

•  Regulation Z Temporary GSE Qualified 
Mortgage: Under the Ability to Repay and 
Qualified Mortgage rules, there is currently a 
temporary GSE QM loan option that expires on 
Jan. 10, 2021. The CFPB plans to let the GSE 
QM expire but sought comments through an 
advance notice of proposed rule-making in 
2019 on possible alternatives for banks using 
this type of QM. A proposed or final rule should 
be released by the end of 2020 to address this. 
Banks relying on the GSE QM option should 
monitor the proposed rule carefully and provide 
comments as appropriate. 

•  Small Business Data Collection: The CFPB is 
mandated by the Dodd-Frank Act to put rules 
into place that would require specific data 
to be collected, maintained and reported on 
small business loans and loans to minority- or 
women-owned businesses. A proposal is 
expected in 2020.

•  Community Reinvestment Act: The regulatory 
agencies released a proposal in December 
2019 to modernize the CRA to reflect changes in 
technology, align CRA resources with community 
needs and increase transparency for what 
qualifies for CRA credit. A final rule to revise 
the CRA rules to achieve these goals is also 
projected for 2020.

Banks should keep their finger on the pulse of these 
upcoming regulatory changes as 2020 appears to 
be another active year. Thankfully, it appears some 
of these possible changes will be beneficial to 
community banks. The IBA will continue to provide 
resources and updates as regulations and guidance 
are released.

NEED COMPLIANCE HELP? GIVES US A CALL

The 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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S
ocial media can be a powerful tool 
for sharing messages and creating 
discussion on difficult or controversial 
topics. The IBA often uses its Facebook 

and Twitter accounts to share messages on major 
issues confronting the state’s banking industry. 
This includes the issue of tax equity for financial 
institutions. 
 While Iowa’s largest tax-exempt credit unions 
continue to abuse their exemption in order to 
increase profits, the IBA will keep up the fight to 
educate Iowans about the need for tax equity. 
While this issue seems pretty straightforward to 
bankers, credit union advocates are more than 
willing to argue for maintaining the exemption, and 
often try to hijack the conversation on IBA posts 
that tackle the subject. 
 The IBA will respond to some of the credit 
union arguments, but we can’t do it alone. IBA 
members — particularly bankers who have seen 
first-hand the negative impact of the credit union 
tax exemption — are needed to engage on social 
media to help shut down the misleading and 
inaccurate arguments provided by the credit union 
advocates. 
 The IBA encourages all members to engage 
on these posts. New posts on topics that require 
more engagement will be announced in Exchange 
E-News, the IBA’s weekly e-newsletter. Likes are 
good, comments are better, shares are best. If 
nothing else, please share posts to your personal 
page or retweet posts on Twitter, so the IBA’s 
message reaches a larger audience.

SOCIAL MEDIA ETIQUETTE 

Engaging in a topic that has a strong opposing 
viewpoint can be an intimidating prospect. 
Following are some guidelines to follow:
• Educate yourself on your company’s social 

media policy. Your company likely has its 
own social media policy, and that should be 

followed first. Know what types of social media 
activity your company deems appropriate to 
ensure you are representing your company 
and yourself in an appropriate manner.

• Be respectful. It’s easy to get in a shouting 
match with someone who has a different 
viewpoint. It’s crucial that your argument 
is stated succinctly and free of attacks on 
another person. It’s OK to disagree, but do so 
without name calling or bullying the person to 
whom you’re responding.

• Stick to the facts. Share your personal 
experiences and, when possible, cite sources 
for factual data. 

• Stress the positive. Be sure to highlight the 
positive side of banking and why the issue 
you’re debating should be important to those 
outside the industry, your community and 
customers.

• Stay on topic. If the person you’re debating 
deflects by making statements unrelated to 
the original argument, ignore those and stick 
to the topic at hand. 

• Agree to disagree. In a debate, especially over 
controversial topics, neither side is likely to 
back down from their positions. If you feel like 
you’ve stated your position accurately, rather 
than continuing the argument, it’s OK to say, 
“Guess we’ll just have to agree to disagree.”

The key in these types of social interaction is 
to ensure that the banking side of the argument 
is shared as strongly if not stronger than the 
opposing side. 

Note: The IBA carefully monitors all comments 
on social media posts. While we will not censor 
comments, we will remove anything that contains 
profanity or may be harmful or abusive. If you 
notice a comment that could be deemed offensive, 
please report it to editor@iowabankers.com. 
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B
oth big and small companies are 
reaping the benefits from internship 
programs. Iowa banks could benefit 
from an internship program if the 

company makes it a priority, creates a structured 
program and provides students with the skills they 
need to be successful. The more resources a bank 
is willing to put toward the internship program, the 
better your program will be.
 So, you may be asking, how can an internship 
program be beneficial to your company? Here are a 
few of the many benefits:

1)  INTERNS CAN GIVE A FRESH 

PERSPECTIVE TO YOUR COMPANY

Since most interns are young, they can also 
provide valuable insight to the way the company 
is being perceived by younger generations. 
Encourage your interns to speak up during 
meetings. Allow them to brainstorm ideas. You may 
be surprised at some of the suggestions they have 
to bring in new ways of doing things.

2)  A SUCCESSFUL INTERNSHIP PROGRAM 

CAN LEAD TO YOUR NEXT NEW HIRE

Your intern will likely work for you for two to 
three months, and they will have been exposed 
to many different areas within the company. 
Before they exit/leave, ask the intern what areas 
they enjoyed the most, and where they can see 
themselves in the future. No job openings yet? 
No need to fret — hiring needs change quickly, 
and the intern may look to apply for other future 
openings.

3) RETENTION

According to the National Association of College 
and Employers, full-time employees who are 
hired following their internships are up to 20% 
more likely to stick with their hiring organization 
when compared to non-intern hires.

4)  ESTABLISH RELATIONSHIPS WITH 

COLLEGES AND UNIVERSITIES

Recruiting interns from various colleges and 
universities in your area allows you to build strong 
networks and partnerships with the colleges and 
universities. This in turn can create powerful 
connections with both students and faculty.

IOWA BANKERS INTERNSHIP PROGRAM

All IBA-member banks are eligible to participate in 
the Iowa Bankers Internship Program. The objective 
of the program is to provide student interns with 
a wide range of learning opportunities and work-
related banking experiences during their period of 
employment with an Iowa bank. The end results 
should be directed at the student returning back to 
campus with a positive impression of their banking 
internship experience and the strong desire to 
pursue a career in banking upon graduation.
 The internship experience 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 operations 
and regulations, loan spreadsheet analysis, loan 
documentation, financial trends 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 for the bank. Available learning opportunities 
will vary depending on the bank.
 The IBA Internship Program will include three 
events in the Des Moines area in June, July and 
August. These events will consist of networking for 
power, business etiquette training, banker panels, 
mock interviews/resume critiquing and more.

MORE INFORMATION

For more information about the Iowa Bankers 
Internship Program, please contact Teresa Osborn 
at tosborn@iowabankers.com.

REAP THE BENEFITS OF
AN INTERNSHIP PROGRAM
BY TERESA OSBORN

TERESA 
OSBORN, PHR
HR Generalist
 
Iowa Bankers 
Association
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C
onference season is coming up, and the 
Iowa Bankers Association has scheduled 
several conferences to help bankers 
improve their skills in human resources, 

agricultural lending and marketing.

HUMAN RESOURCES CONFERENCE
The IBA's 2019 Human Resources Conference is April 
7–8 at the Sheraton Hotel in West Des Moines. The 
conference addresses human resource issues that are 
unique to the banking industry. Sessions will cover the 
following topics: 
• Leading when things aren't perfect at your 

organization
• Employment law hot topics
• Next-gen HR with artificial intelligence and 

automation
• How to address implicit bias in the workplace
• Developing millennials into the next community 

bank leaders
• Benefit trends and compensation benchmarking
• Falling forward to success

The cost of registration is $325 for IBA members and 
$650 for nonmembers if registered before March 25. 
After that date, the price goes up to $345 for members 

and $670 for nonmembers. Learn more at https://
ibahumanresources.com.

MARKETING CONFERENCE
The IBA's 2019 Marketing Conference will be April 
22–24 at the West Des Moines Marriott in West Des 
Moines. The conference covers the most timely 
issues in bank marketing and emphasizes practical 
applications that can be implemented immediately. Plus, 
it provides a forum for networking, revitalizing energy 
and creativity. Sessions will cover the following topics: 
• Digital transformations
• Strategies to promote your bank online
• Social media
• Turning data into dollars
• Strategies for persuasive writing
• Sincerity in service

The conference will also include a panel of consumers 
sharing what they look for in banking, products and 
fintech.
 The cost of registration is $325 for IBA members 
and $650 for nonmembers if registered before April 13. 
After that date, the price goes up to $345 for members 
and $670 for nonmembers. Learn more at https://
ibamarketing.com.

IBA TO HOST HR, MARKETING 
CONFERENCES IN APRIL

F
undamentals of Commercial Lending, a 
seminar hosted by the IBA, will introduce 
credit analysts and commercial bankers to 
the key concepts, terminology and processes 

involved in credit and lending. 
 This one-day course will start with the business 
of banking and cover why businesses borrow money, 
underwriting, loan structuring and the credit approval 
process. Students will gain a better understanding 
of the whole commercial lending process from 
start to finish, including the importance of customer 
relationships and the critical partnership between the 
credit and lending department. 
 The seminar is ideal for new credit analysts, 

lenders, loan processors and underwriters as 
well as any bank employees who need a working 
knowledge of the commercial lending process. The 
seminar will be April 7 at the Courtyard by Marriott in 
Ankeny. Registration is $220 for members and $440 for 
nonmembers if registered before March 24. After that 
date, the cost increases to $240 for members and $460 
for nonmembers

MORE INFORMATION
Learn more or register by visiting the IBA Event 
Calendar at iowabankers.com. Contact Jill Manternach 
at jmanternach@iowabankers.com or 
800-532-1423 with specific questions.

NEW COMMERCIAL LENDING 
SEMINAR SET FOR APRIL
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CALENDAR
IBA Consumer Credit School
  March 2-6, Courtyard by Marriott, Ankeny

Two-Day BSA/AML Compliance School
  March 11-12, The Meadows  Events & 
  Conference Center, Altoona

GSB Technology Management School
 March 22-27, Madison, Wisconsin

Agricultural Conference
  March 23-24, Iowa State Center, Scheman 
  building, Ames

Continuing Education With Dr. Mark Power
 March 24, Marriott Hotel, Coralville
 April 6, Courtyard by Marriott, Ankeny

Advanced IRA Seminar
  March 24, King's Pointe, Storm Lake
 March 25, Courtyard by Marriott, Ankeny
 March 26, Marriott, Cedar Rapids

GSB Human Resources Management School
  March 29-April 3, Madison, Wisconsin

IBA Human Resources Conference
  April 7-8, Sheraton, West Des Moines

Fundamentals of Commercial Lending
  April 7, Courtyard by Marriott, Ankeny

Deposit/Operations Compliance School
  April 15-16, Marriott, West Des Moines

Marketing Conference
 April 22-24, Marriott Hotel, West Des Moines

Lending Compliance School
  April 27-30, Marriott Hotel, West Des Moines

ACH Seminar
 May 5, Marriott Hotel, Cedar Rapids
 May 6, Courtyard by Marriott, Ankeny

Cybersecurity Seminar
 May 6, Marriott Hotel, Cedar Rapids
 May 7, Sheraton, West Des Moines

IBA Regional Meetings
 Southeast: May 11, Burlington Golf Club

  East: May 12, Brown Deer Country Club, 
  Coralville
 Northeast: May 13, Beaver Hills Country 
  Club, Cedar Falls
  Northwest: May 18, Spencer Golf &
  Country Club, Spencer
  Southwest: May 19, Panorama National 
  Golf Course, Panora
 Central: May 20, Legacy Golf Club, 
  Norwalk

Call Report Seminar
 May 19, Marriott Hotel, Cedar Rapids
 May 20, Courtyard by Marriott, Ankeny

IBA/ISU Ag Credit School
 June 1-5, Iowa State Center, Scheman 
  Building, Ames

Information Security Officer Seminar
 June 2, Iowa Bankers Association, 
  Johnston

Iowa School of Banking
 June 7-12, Marriott, Cedar Rapids

R
etirement planning and life cycle risk 
management are the topics of the 2002 
Insurance Continuing Education course. 
Presented by Dr. Mark Power, the seminar 

offers up to 12 hours of continuing education credits. 
 The first part of the course will provide a better 
understanding of retirement planning, products and 
regulations by exploring the various tools available, 
government involvement and health care options. It 
will also focus on insurance company organization 
form, value and product offerings. Personal lines, life, 
health, property and liability carriers and coverages 
will be used as examples. It will also delineate 
the rationale behind the seek versus sold market 
environment.
 The second part of the course will cover ethics 
and look at a range of insurance market issues that are
driven by social inflation. Differences in social and 

economic inflation will be discussed and general 
conditions that drive changes in inflationary trends will 
be presented. It will also look at different risk behaviors, 
such as pricing uncertainty, increased friction and 
subsidization, that create insurance market problems.
 There is also a self-study section that covers topics 
that complement the classroom topics.
 The course will be offered three times throughout 
the year, including March 23 in Coralville, April 6 in 
Ankeny and Aug. 24 in Storm Lake. The cost to attend is 
$195 for the full 12-hour seminar or $150 for the six hours 
of classroom work.

MORE INFORMATION

Learn more or register by visiting the IBA Event 
Calendar at iowabankers.com. Contact Jill Manternach 
at jmanternach@iowabankers.com or 
800-532-1423 with specific questions.

CONTINUING EDUCATION: 
3 INSURANCE SEMINARS SET
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For more information on Iowa 

Bankers Association events 

or to register online, visit the 

IBA’s Event Calendar at 

iowabankers.com.

FEATURED 
ONLINE EVENTS
WEBINAR: WHAT TO DO WHEN A CUSTOMER DIES
When a financial institution learns a deposit or loan customer has 
died, confusion and dread seem to be the normal reaction. 
 An upcoming webinar, presented by Terri D. Thomas, J.D., 
of the Kansas Bankers Association, will walk attendees through 
the best practices when dealing with a customer's death — both 
on deposits and loans — as well as unique issues that can arise 
when doing business with the decedent's estate. 
 The webinar will be at 1:30 p.m. March 27, and is ideal for new 
account representatives, personal bankers, customer service 
representatives, lenders and loan operations personnel. It will 
provide answers to the following questions:
•  What documents are required upon the death of an 

individual?
•  What actions should a financial institution take on deposit 

accounts owned by the decedent?
•  How should a financial institution deal with the decedent's 

estate?
•  What should a financial institution do if there isn't an estate?
•  How should a financial institution handle "death" as a default 

on a loan?
•  How will the new mortgage servicing rules impact mortgage 

loans where the borrower has died?
•  What does every lender need to know about doing business 

with the borrower's estate?
•  What steps can a financial institution take to protect its 

collateral after the borrower has died?
•  How should a financial institution handle issues of 

guarantors, setoff and insurance once the borrower has 
died?

•  How does the death of a key person affect the borrowings of 
corporations, partnerships, limited liability companies, trusts 
and other legal entities?

MORE INFORMATION
Visit https://bankwebinars.com/3529/what-to-do-when-a-
customer-dies to learn more or register for the webinar. Call 
800-532-1423 with specific questions.
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SIGN UP FOR MORE IBA PUBLICATIONS!
Learn more about the latest industry trends, marketing 
topics, education events, and regulatory and compliance 
news by subscribing to the following IBA publications:

•  Exchange E-News — Delivered weekly every 
Thursday evening, E-News includes a quick and 
easy-to-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 — Delivered monthly, this publication 
provides a timely and comprehensive review of 
state and federal regulations impacting banks. 
To subscribe, contact Ronette Schlatter at 
rschlatter@iowabankers.com.

•  Regulatory Bulletin — Delivered monthly, this 
bulletin provides a synopsis of federal regulatory 
proposals and final rules. To subscribe, email 
editor@iowabankers.com.

•  Communications Toolkit — Delivered quarterly, the 
toolkit offers timely messages and financial tips banks 
can customize and share through newsletters, press 
releases and social media channels. To subscribe, 
log into iowabankers.com, and select "Member 
Publications."

•  Education Bulletin — Delivered monthly, this 
bulletin offers a brief summary of upcoming IBA 
educational opportunities. To subscribe, log into 
iowabankers.com, and select "Member Publications."

Call me at 515.577.0070

Mary Voss
Based in Des Moines, Iowa, serving Iowa and Illinois

Together, let ’s 
make it happen.

Why choose Bell as your bank’s lending partner?

 Commercial & ag participation loans
 Bank stock & ownership loans
 Bank building financing
 Business & personal loans for bankers

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.

We do not reparticipate any loans.

Member FDIC 24
86

7

Callie Schlieman
701.433.7430

Based in Fargo, N.D., 
specializing in  
bank stock and 

Regulation O lending

Craig McCandless
406.850.3790

Based in Billings, Mont., 
serving Montana, 

Wyoming and Idaho

Todd Holzwarth
605.321.9197

Based in Sioux Falls, S.D.,  
serving South Dakota,  

North Dakota, Northwest 
Iowa and Southwest 

Minnesota

Denise Bunbury
608.234.1438

Based in Madison, Wis., 
serving Wisconsin  

and Illinois

Perry Rassler
763.242.7518

Based in Minneapolis, 
Minn., serving Minnesota

Tracy Peterson
480.259.8280

Based in Phoenix, Ariz.,  
serving Arizona and 

Colorado

Mike Pate
402.301.3707

Based in Omaha, Neb.,  
serving Nebraska
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Your success shouldn’t have limits. Join 
forces with Iowa Bankers Insurance and 
Services, Inc. (IBIS), and discover your full 
potential. With IBIS Agency Services, there 
are no minimum production requirements; 
just the potential for higher profits from 
your insurance sales. We can even provide 
the backroom support you need, so you 
have nothing to hold you back.

KNOW 
NO 
LIMITS

Don Easter
deaster@bankers-ins.com

Paul Davis
pdavis@bankers-ins.com

Karey Meek-Anderson
kanderson@bankers-ins.com

LIFE  |   HEALTH  |   ANNUITIES  |   LONG-TERM CARE  |   MEDICARE SUPPLEMENTS  |   DISABILITY

 
Call or email us today for more information.   

800-532-1423

INSURANCE  AND SERVICES, INC.

GIVE YOUR 
SALES A BOOST 


