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HOUSING MARKET:
OPPORTUNITY
AMID CHALLENGES

M

ortgage lenders seemingly face new challenges each year. Shifts in the economy and
changes in policy can create new obstacles that can put limitations on the profitability of
a bank's mortgage business. Adapting to the needs of a new generation of homebuyers,
such as millennials, can also make things more difficult.

Despite the many hurdles that mortgage lenders face
throughout the U.S., one positive for the industry is
that first-time homebuyers, particularly millennials,
are creating demand in the housing market. In
a recent interview with Mortgage Media, Mike
Fratantoni, chief economist for the Mortgage Bankers
Association, said this wave of new homebuyers will
be “a phenomenal source of growth.”
Iowa lenders also remain positive that they can
help homebuyers achieve their goals. The Iowa
Bankers Association spoke to Hills Bank and Trust
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Company’s Matt Olson and Dubuque Bank and
Trust’s Dee Crist about what they have seen and
expect to experience in 2019.
TRENDS

Competition is increasing as new players enter the
mortgage market, offering quicker turnarounds on
loans. Loan Depot recently announced that it will be
able to close a loan in eight days. Olson said such
news makes borrowers expect the bank to match
that pace.

“Whether that can happen or not is questionable,”
Olson said, “but with that kind of advertising in the
media, consumers will continue to expect a quicker
and easier loan process.”
Olson said borrowers now expect “a simpleto-use online portal where they can apply, upload
documents, check on the status of their loan, and
e-sign initial disclosures.”
In Dubuque, Crist says she is seeing more
millennials entering the housing market as firsttime homebuyers. While that may sound positive as
some reports have indicated millennials are waiting
longer to buy a home, it has created its own unique
challenges.
“Our current market in Dubuque County has
a shortage of homes in the price range that firsttime homebuyers can qualify for, making it a highly
competitive market,” Crist said.
Crist continued that she expects to see escalation
clauses built into initial offers as first-time homebuyers

compete against multiple offers.
CHALLENGES

Lack of inventory is one of the biggest issues facing
homebuyers. Both Crist and Olson pointed to inventory
as the biggest challenge their borrowers deal with as
they attempt to purchase a new home, particularly for
first-time homebuyers.
“Inventory is the biggest hurdle for first-time
homebuyers to overcome,” Crist said. “There is a
large gap in inventory up to the $200,000 range in home
prices.”
A lack of affordable housing options is something
Olson has seen as well. This has caused some
prospective homeowners to seek out alternative
options, such as cooperative housing — where
residents gain exclusive use of a housing unit by
buying into a co-op and essentially becoming a
shareholder of that unit. Olson has also seen people
invest in “tiny homes.”
CONTINUED ON PAGE 8
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Olson said the low inventory has created
tense situations as homebuyers try to negotiate a
purchase price.
“Low inventory has caused bidding wars and
full-price offers without seller concessions,” Olson
said. “Many buyers are put into situations where
they feel like they have to make an offer the same
day it comes on the market to have a chance at
getting their offer accepted. This is especially true
for houses in the first-time homebuyer price point,
which is also the group that may not have the
capacity to make a full-price offer.”

“Inventory is the biggest hurdle
for first-time homebuyers to
overcome. There is a large gap
in inventory up to the $200,000
range in home prices.”
— Dee Crist, Dubuque Bank & Trust

Crist agreed that homebuyers are forced to act
more quickly than they may be comfortable with.
“Homes are on the market for just a few days and
have multiple offers,” Crist said. “Buyer interest still
remains strong but buyers have to be quick to move
on a property, knowing that the property will move
fast.”

on some of the historical data so they can put things
into context.”
Crist said fluctuations in interest rates are not
nearly as concerning as the lack of inventory. She
also thinks that the 5% projection may be further away
than analysts have predicted.
“Borrowers have urgency to get locked into lower
rates before an increase comes but, again, borrowers
are having a hard time getting into the home that
works for them due to low inventory,” Crist said. “And
with the inverted yield curve and market hesitation,
rates may stay under the 5% range until early 2020.”
With interest rates still at low levels, Olson
and Crist have not seen an increase in alternative
mortgage products, such as adjustable rate
mortgages.
“With long-term rates being so low, borrowers
really don’t want to assume the risk of an ARM,”
Crist said. “The majority of our buyers want to make
Dubuque and surrounding areas a forever home
rather than a short-term home.”
Olson said rates on adjustable rate mortgages
have actually been higher than on 15- and 30-year
fixed rates. He said some borrowers are concerned
about potential increases in interest rates. To address
those concerns, he said Hills Bank offers them the
opportunity to lock in an interest rate for an extended
period of time — up to 270 days from closing. This
product comes with a higher fixed rate and nonrefundable fee that is paid up front.
REDESIGNED URLA

INTEREST RATES

According to Bankrate.com, national mortgage rates
have held steady near a 15-month low, checking in
at 4.28% in early April. While rates appear to have
stabilized in the short term, many industry analysts
projected early this year that they would reach 5%
by the end of 2019. Olson said it’s important to make
borrowers aware that even if interest rates start to
rise again, they are still at historically low levels,
making now a good time to buy.
“We haven’t seen a slow down due to rates,
especially with the recent dip in rates,” Olson said. “A
30-year fixed mortgage even at 5% is still historically
low, so it’s important that lenders educate borrowers

8 | Iowa Bankers Exchange Spring 2019

Lenders can start using the redesigned Uniform
Residential Loan Application (Form 1003) on loan
applications beginning on July 1, 2019, and must use
it for all new loan applications beginning on Feb. 1,
2020, for loans sold to Fannie Mae and Freddie Mac.
The application includes new fields to address federal
regulations and has omitted fields that are no longer
necessary. The redesigned URLA is expected to be a
big change for lenders as the application is twice as
long as the previous edition.
“I have read that the new 1003 will be the most
significant change this industry has seen since
TRID,” Olson said. “We all remember the amount of
resources required to implement TRID, so just the

thought of something being compared to that is a bit
scary.”
Despite Olson’s acknowledgment that the
changes to the URLA could be daunting, neither he
nor Crist are too concerned with implementing the
new form.
“In the mortgage industry, changes come along
frequently so our bank is built around adapting to those
changes and operating as a compliant bank,” Crist said.
Olson agreed, saying “Our LOS (loan origination
system) [vendor] has been proactive with providing
training materials to us and plans to have the new
format available for use as early as July,” Olson said.
“We plan to start using it in Q4, a few months before
the hard deadline.”
ADVICE FOR LENDERS

Despite working in a challenging market, both Crist
and Olson said their banks are positioned well to help
their borrowers. They said it’s important for lenders to

continue to do everything they can to help customers
find the best options for their specific situations.
Crist mentioned that it’s important to make
borrowers aware of all mortgage options so they can
make the best decision for their situations. She also
suggested paring products with grants and first-time
home buying benefits, along with helping buyers
get preapproved, so lenders can make strong offers
immediately.
Olson agreed that it's important to educate
borrowers about all the options available to them, so
they can feel comfortable taking on a mortgage loan.
“Lenders can help their buyers by staying
knowledgeable on the different grants and loan
options available — both locally and at the state
level — and then educate people in the community,
including Realtors and potential buyers,” Olson said.
“It’s important for people to know all of their options
and that you don’t have to have perfect credit or 20%
down to buy a home these days.”
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IBA Update
JENICA
LENSMEYER
Advocacy and
PAC Coordinator
Iowa Bankers
Association

A group of Iowa bankers, including, from left, Stacey Bentley (Community Bank & Trust, Waterloo), Steve Goodenow (Bank
Midwest, Spirit Lake), Ron Hansen (Iowa Division of Banking), John Sorensen (IBA), Mary Kay Bates (Bank Midwest, Spirit
Lake), Chad Ellsworth (Iowa Bankers Insurance and Services, Inc.) and Chuck Vaughn (Federal Home Loan Bank of Des
Moines) speak with Sen. Chuck Grassley, who is serving as the chair of the Senate Finance Committee during a meeting as part
of the American Bankers Association Washington Summit in April.

WASHINGTON SUMMIT: IOWA
BANKERS FIND SUPPORT IN D.C.
BY JENICA LENSMEYER

H

ow will the 116th Congress impact the banking industry? It’s hard to predict, especially with a split
Congress. Despite such uncertainty, the IBA is hopeful for impactful legislation that will help the
banking industry better serve consumers. In April, a group of Iowa bankers joined bankers across
the nation in Washington, D.C., for the American Bankers Association Washington Summit to get a
better idea of what to expect from this Congress.
Sen. Mike Crapo (R-ID), chair of the Senate
Banking Committee, and Rep. Maxine Waters (D-CA),
chair of the House Financial Services Committee,
spoke at the summit and it was very clear that they
both have a laundry list of priorities that will directly
impact the banking industry. Of course, what will
actually be signed into law will have to be compromise
legislation that both Republicans and Democrats
can agree on. Some key priorities for both Crapo and
Waters included data security and GSE reform.
There has been movement on bipartisan banking
legislation already this Congress. In the days prior
to the summit, the SAFE Banking Act of 2019 (H.R.
1595) passed out of the House Financial Services
Committee with bipartisan support. If passed, the bill
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would resolve the divide between state and federal
law as it relates to providing banking services to
marijuana-related businesses. This bill is particularly
important to the 33 states where the medicinal and/
or recreational use of marijuana is legal. The ABA is
hopeful that the Senate’s version of the bill (S. 1200)
will move through committee with bipartisan support
as well.
This Congress, Iowa has true representation
on the committees that directly impact the banking
industry. Sen. Chuck Grassley chairs the Senate
Finance Committee and Rep. Cindy Axne is serving on
the Financial Services Committee in the House. While
there is a significant difference in tenure between
the senator, who was first elected in the 80s, and the

QAWITH CINDY AXNE
&

newly elected congresswoman, both appointments
have the potential for productive change that will
benefit the banking industry. Both Grassley and
Axne have new staff members with whom Iowa
bankers continue to build relationships.
There have been numerous meetings with
Grassley’s staff discussing avenues to eliminate
the federal instrumentality status for federally
chartered credit unions. This is particularly
important as one of the credit unions' strongest
arguments when being faced with a state tax is
the ability to switch to a federal charter. Federally
chartered credit unions are considered a federal
instrumentality and therefore cannot be taxed
at the state level. The elimination of the federal
instrumentality status would be a step in the right
direction for tax equity at the federal level.
Axne and her staff have assured Iowa
bankers that she is supportive of community banks
and understands the importance of the banking
industry in business growth and economic
development. The IBA board had the opportunity
to visit with Axne at its April board meeting and
is looking forward to working with her on issues
important to the industry.
The Farm Credit System was a key topic
of discussion in the meetings with Iowa’s
delegation. Iowa bankers have seen the direct
consumer impact of FCS CashPLUS program
and the lack of disclosures related to deposit
insurance. Bankers also urged the delegation to
support H.R. 1872, the ECORA Act, which would
end taxation on interest earned from agriculture
real estate loans. This would help banks to
provide less expensive credit to farm borrowers
and levels the playing field for community banks
and the FCS.
Bankers across the state, including the IBA's
Leaders in Advocacy class, will fly to Washington,
D.C., in June to meet with Iowa’s delegation once
again during the IBA Capitol Hill Visit. The days in
D.C. will allow bankers to engage with regulators
and legislators while continuing to build strong
relationships with those policymakers and staff
who directly impact the banking industry.

R

ep. Cindy Axne is the first
representative from Iowa to be
appointed to the House Committee on
Financial Services since Jim Leach chaired
the committee from 1995-2001. In April, she
shared with the IBA her views on some of the
major issues impacting Iowa banks.

Q
A

Do you support tailoring of federal regulations to fit a bank’s
size and business model?
I do support tailoring for smaller banks, especially community
banks. However, I’m concerned that the Federal Reserve
Board’s recent proposal went far beyond that, reducing liquidity and
capital requirements at banks with more than $250 billion in assets.

Q
A

Do you support tax equity amongst financial institutions? Credit
unions, banks and the Farm Credit System?
I think it’s important to recognize that there are different
obligations for these different financial institutions. Farm Credit,
for example, has lending obligations that banks and credit unions do
not have. That said, I do think it’s worth taking a look at the balance
between those obligations and the tax advantages.

Q

Iowa is unique in the sense that it has nearly 300 community
banks. How do you see community banks fitting into the mold
of the nation’s financial sector? Or, in your opinion, what role do
community banks play in the nation’s financial industry?
Community banks are crucial for our financial industry, since
they’re the financial institutions which are most focused on
lending to families and small businesses. As a small business owner, I
appreciate the service I receive from the community bank where we
have both personal and business accounts.

A

Q
A

As a member of the House Committee on Financial Services,
where do you plan to focus your efforts? Are there certain
areas that are top priorities for you?
I’m focused on helping entrepreneurs and small businesses
get access to the capital they need to grow, as well as making
sure that we address the persistent need for more affordable housing.
Additionally, I hope to promote programs that help all Americans build
financial security and have the opportunity to save and invest.

Q
A

As a member of the House Committee on Agriculture, what are
your thoughts on the state of Iowa’s ag economy?
I’ve heard and seen some concerning signs for our farmers and
agriculture producers. We need to find ways to increase stability
and market access quickly. I am concerned for our family farmers who
have seen the prices of commodities falling, trade wars and now flooding
in Iowa. I am working in Congress to provide relief and assistance to
make sure our farmers can thrive and continue their farming legacies.
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SHARON
PRESNALL
SVP, Government
Relations and
Compliance
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Iowa House Leaders Speaker Linda Upmeyer (far right) and Majority Leader Chris Hagenow (left of Upmeyer) speak to bankers
from Northwest Financial Corp., during the 2019 legislative session.

A LOOK BACK AT THE 2019
IOWA LEGISLATIVE SESSION
BY SHARON PRESNALL

T

his year’s 104-day session ended six days earlier than the scheduled adjournment. After several
weeks of long debates, Republicans used their 32-18 majority in the Iowa Senate and 53-47 edge in
the Iowa House to push through key conservative policy issues as well as a balanced $7.644 billion
budget for fiscal year 2020.

Some of the hard fought policy issues that
happened in the final days included:
•
Limiting Medicaid-funding for sex
reassignment surgeries.
•
Preventing abortion providers from receiving
government sex education grants.
•
Revamping Iowa’s judicial nominating process.
•
Providing property tax transparency.
Other issues Republicans counted as victories include:
•
Increased funding for rural housing and
broadband.
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•
•

Legalization of industrial hemp.
Launching a statewide children’s mental health
system.

House Speaker Linda Upmeyer (R-Clear Lake)
said in her closing remarks that the majority
party addressed the issues important to Iowans,
including:
•
Passing a responsible budget.
•
Making rural Iowa a priority
•
Improving health care.
•
Slowing the growth of property taxes.

She also issued a challenge to her fellow
colleagues before adjourning, saying,“I challenge
each of us to listen to our constituents, and I look
forward to coming back next year refreshed and
ready to continue moving Iowa forward.”
Gov. Kim Reynolds received some of her
requests from lawmakers — money for rural
broadband expansion and housing as well as the
framework for a children’s mental health care
system; but the Legislature chose not to allow
Iowa women to buy birth control at the pharmacy
counter, and they also tabled the governor’s plan to
amend Iowa’s constitution to automatically restore
felon voting rights.

“I challenge each of us to listen
to our constituents, and I look
forward to coming back next
year refreshed and ready to
continue moving Iowa forward.”
— Linda Upmeyer, Speaker of the Iowa House

On the Senate side, where Republicans hold
a much larger majority, Majority Leader Jack
Whitver of Ankeny said in his closing remarks
that the Senate GOP agenda for 2020 will likely
include welfare reform and a new way to cover
the costs of mental health care for Iowa adults
and children.

The new proposal focused on adopting for Iowa
the same field of membership rules allowed for
federally chartered credit unions.
This would allow state-charted credit unions to
retain all current offices and customers of record
but would limit future growth to those areas that fall
within the federal field of membership boundaries.
The majority of Iowa credit unions' current
field of membership would fall within the federal
geographic boundaries and would have been
unaffected by the legislation.
For those credit unions that are large enough
to have a presence in the state beyond the federal
field of membership boundaries, it would have
provided a choice to limit growth outside that area
with no change in tax status or pay the 5% state
franchise tax and continue growing beyond the
federal field of membership limits.
While this proposal followed the direction the
IBA was given by House leaders, it was introduced
to members late in the session and failed to get the
required votes needed to pass prior to adjournment.
The IBA will follow up with House and Senate
leaders to determine what solutions might be
acceptable on this important issue going forward
and will continue to educate members during the
interim.
WHAT THE IBA WILL BE WORKING
ON DURING THE INTERIM

•

•
WHAT DIDN'T HAPPEN

Competing with large tax advantaged credit unions
continues to vex the banking industry. The IBA
started the session proposing the same solution
that passed the Iowa Senate last year. It focused on
taxing the state’s three largest credit unions at the
same rate as banks.
When it became clear that House leaders
would not move that proposal, the industry changed
direction and focused on Iowa’s broad field of
membership rules.

•

•

Meeting with House leaders to find an
acceptable solution to tax equity and
educating members accordingly.
Meeting with the Iowa Department of
Economic Development and IFA Director Debi
Durham to resolve issues relating to evidence
of title and title insurance.
Meeting with legislators and the Institute for
Cooperatives to determine reasonable rules
regarding warehouse drying and storage liens.
Meeting with legislators and agriculture
groups regarding a centralized system of
notification for agricultural buyers.
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IBIS Update

DETERMINE WHERE TO GET
CARE WITH BeWell 24/7 LINE

A

familiar situation for parents may
involve their child waking up at 2 a.m.
with an earache and a fever above
100 degrees. It's a scenario in which
it's easy to panic. That can lead to a rushed trip to
the emergency room that may not be necessary.
Having immediate access to a health
professional can help determine the best course of
action. That's where BeWell 24/7 comes in.
BeWell 24/7 is a free phone service from
Wellmark Blue Cross Blue Shield that members of
the Iowa Bankers Benefit Plan can use to speak to
a health care professional who will help determine
the right place to go. By calling 844-84-BEWELL,
IBBP members can:
•
Discuss symptoms.
•
Locate in-network providers.
•
Avoid unnecessary and expensive trips to the
emergency room.
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A refrigerator magnet will be included in a mailer that will be
sent out in June, promoting the BeWell 24/7 service.

National health care data shows that the
average cost of health care per person in the
U.S. is $10,739, but it doesn't have to be that
expensive. Knowing where to go for health care
in each situation can save IBBP members from
overspending on health care.
To help educate IBBP members, Iowa Bankers
Insurance and Services, Inc., is sending a mailer

(pictured at right) to promote the BeWell 24/7
service that members can access to help determine
where to get the care they need for each situation.
The mailer comes with a refrigerator magnet that
members can use as a reminder of the number to
call when they're unsure where to go for health
care needs.
The mailer also provides an explanation for
where to get care in general situations, including:
•
Personal doctor for managing your health.
•
Doctor on demand or a walk-in clinic for minor
illnesses and injuries.
•
The ER for life-threatening emergencies.
BeWell 24/7 can help determine if something is a
life-threatening emergency or a non-emergency
that can be treated at a much lower cost.

Want the
right care?
BeWell 24/7

844-84-BeWell

8800 N.W. 62nd Avenue
Johnston, IA 50131
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cards.
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The consumer credit card program at Bankers’ Bank is
tailored to make community banks shine. This referral card
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• up to 3% cash-back rewards when customers shop at
participating community-based businesses
• up to 3X rewards for travel, merchandise and gift
card rewards when customers shop at participating
community-based businesses
• a no-frills card with an especially low rate
While your customers appreciate your community support,
you’ll appreciate the turn-key program offering reliable fee
income. Contact us to get started.
Lindsey Stephenson 515.238.2100
Correspondent Banker - Western Iowa

800.388.5550
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Member FDIC • Equal Housing Lender
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BANKERS DAY ON THE HILL

Nearly 200 bankers attended the Iowa Bankers Association's second annual Bankers Day on the Hill — an event that provides bankers the opportunity to meet with
their state legislators to discuss issues important to their banks.

Mary Schultz, left, and Courtney Marks (Peoples Bank,
Clive) display signs that promote the values that Iowa
banks provide to the state.

From left: IBA Chair Peg Scott (Union State Bank,
Greenfield), Superintendent Ron Hansen (Iowa
Division of Banking) and IBA President and CEO
John Sorensen display the governor's proclamation,
declaring March 19 as Iowa Bankers Day.
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Stacy Snyder (Midwest Independent Bank, Van Meter)
speaks with Rep. Stan Gustafson (R-Cumming).

Rep. Heather Matson (D-Ankeny) speaks with
Tom Pohlman (First National Bank, Ames) and Tom
Friedman (First National Bank, Ankeny).

The IBA's Leaders in Advocacy group, front row, from left: Kyle Baker (Community Bank & Trust, Waterloo),
Emily Stork (Bankers Trust, Des Moines) and Melissa Koop (MidWestOne Bank, Parkersburg). Second row:
Brian Eisbach (Union State Bank, Greenfield), Jim Baker (Leighton State Bank, Monroe), Tessa Dinsdale (Lincoln
Savings Bank, Ankeny), Sarah Murray (First Security Bank & Trust Co., Charles City) and Luke Deardorff (First
National Bank, Ames). Back row: Mike Cook (BankIowa, Independence), Eric Hockenberry (South Story Bank &
Trust, Huxley), Zach Stubbs (West Bank, West Des Moines) and Eric Benne (Two Rivers Bank & Trust, Burlington).

Rep. Brian Best (R-Glidden) speaks with IBA Treasurer
Matt Lujano (Westside State Bank, Westside).

Greg Gannon (De Witt Bank & Trust,
DeWitt), left, speaks with Rep. Norlin
Mommsen (R-DeWitt).
Sen. Rob Hogg (D-Cedar Rapids), speaks to a group of bankers from
Community Bank & Trust, including, from left, Allie Jackson, Melanie
Pierce and Shelley Sweet.

Alie Muller-Heit and Joel Cornilsen
(Leighton State Bank, Pella) await
their opportunity to speak with
legislators.

From left: Brian Vahle (First National Bank, Johnston), Tim Heldt
(Charter Bank, Johnston), Rep. Karin Derry (D-Johnston) and Donna
Larson (MetaBank, Urbandale).

Rep. Joe Mitchell (R-Wayland), right, speaks with
Chad Hudson (Wayland State Bank, Mount Pleasant).

Rep. Dean Fisher (R-Montour) speaks with Michele
Werner (The State Bank of Toledo), left, and Diane
Wagner (Lincoln Savings Bank, Reinbeck).
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IBA MARKETING CONFERENCE

IBA Marketing Conference attendees take part in an icebreaker activity to kick off the 2019 conference. More than 100 bank
marketers attended this year's conference. Learn more about the conference on Page 24.

From left: JJ Garcia (South Ottumwa Savings Bank, Ottumwa)
and Chad Kreel (Community Savings Bank, Robins) visit with
Kirby Davidson of the Graduate School of Banking at the
University of Wisconsin-Madison.

A group of bank marketers toast during the Mimosas and
Marketing roundtable discussion session.

From left: Ashley Jared of the Iowa Finance Authority visits
with Carrie Donaire (Citizens First Bank, Clinton).
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Joe Salesky (CRMNext) speaks to Marketing
Conference attendees about providing a
frictionless banking experience.

Randy Dean closed out the Marketing Conference
by providing attendees with tips on how to stay
productive in a hyper-interrupted world.

Brandon Ellis (Community Bank & Trust,
Muscatine) visits with exhibitors.

From left: Brooke Bettis (Peoples State Bank, Albia)
and Tina Bakehouse (Malvern Bank, Malvern) visit
with exhibitors.

IBA Marketing Committee Chair Amy
Hospodarsky (MidWestOne Bank, Iowa
City) was recognized for her service.

From left: Robert Cronin (Harland Clarke) visits with
Tarrel Habben (Northwest Bank, Spencer).

IBA HUMAN RESOURCES CONFERENCE

Terry Whitson (TW Training, Cedar Rapids) talks to the more than 80 attendees at the IBA's HR Conference about how to have
conversations about accountability with employees.

Shannon Herring (Earlham Savings Bank, West Des
Moines), left, and Bonnie Huygens (American State Bank,
Sioux Center) participate in a roundtable discussion.

Jennifer Hanson (Ames National Corporation,
Ames) speaks with exhibitors during a
break between sessions.

Molly Woerdehoff (United Bank of Iowa, Ida Grove), center, speaks with
Val Georg (United Bank of Iowa, Ida Grove) and Nikki Davis (Iowa
Bankers Insurance and Services, Inc.) during a break between sessions.

Alan Feirer (Group Dynamic, Winterset) gives attendees
tips on how to spend less time on strategic analysis, goal
setting and action planning.

Kelli Lieurance (BairdHolm,
Omaha), delivers a presentation
about addressing issues like
alcoholism, substance abuse and
mental health in the workplace.

Krista Weber (Hardin County Savings Bank, Eldora) visits
with exhibitor Alan Kinsey (Inquirehire, Davenport) during
a break between sessions.
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Q&A:
JelenaUpdates
McWilliams
Association

J

CHATTING
WITH THE
CHAIRMAN

elena McWilliams grew up in Yugoslavia before immigrating to America at age 18 with $500 to her name. After
arriving in the U.S., she opened a bank account and a secured credit card and began working to achieve
her dreams. She put herself through law school, worked for the Federal Reserve, Senate Small Business
Committee and Senate Banking Committee before becoming the chief legal officer at Fifth Third Bank. In 2018,
she was appointed FDIC Chairman.
McWilliams was a guest speaker at this year’s Day with the Superintendent, and the IBA had a chance to get her
perspectives on some of the biggest issues facing Iowa banks.

Q
A

What important life lessons did you learn from the
adversity you overcame? And how can you use
your story to influence the industry you regulate?
The reason I started highlighting my personal
experiences is that I’ve been underbanked and
I’ve been unbanked. I had to learn how to become a part
of the system. That experience shaped how I look at our
regulations and to how banks can serve that population.
There’s an opportunity there for both banks and the
customers. For the banks, if they’re going to expand their
customer base, they can either acquire customers from
another bank which is more costly — quite costly for
some of these smaller banks — or they can basically
go ahead and figure out how to reach unbanked and
underbanked [customers].
When I think about what would a new immigrant
to this country use, in terms of financial products and
credit cards, etc., I can’t help but think about my personal
experience and how much that secured credit card
meant to me and how it didn’t make sense that a bank
would hold my money. I would borrow against my money;
pay back the interest on my money; and not have access
to my money — or limited access to my money, and yet
that made sense because it built my credit history. If you
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think logically through that, it doesn’t make sense, but in
the end it does make sense because it brings you into
the fold of the banking system and financial system, and
you start building your credit and you get to be better off
financially and utilize credit smartly.
I use all of that experience to think through how
do consumers think about these products and how do
banks think about these products. Is there more harm for
consumers if they go through the banking channels to
get these products or if they go through the nonbanking
channels to get these products?
When you go through a pure survival chapter of your
life — and you barely survive, but you do — it makes you
stronger. You tend to have a big picture as you look at
everything, and I try to bring that approach to regulation
as well.

Q
A

What can be done to help improve financial
literacy in the U.S.?
A few years ago I looked at this issue — maybe six
or seven years ago — and, at that time there were
56 federal financial literacy programs in the United States.
... You have to think about 56 federal financial literacy
programs and, yet, we have folks who cannot read a

financial statement. There’s an important component that
perhaps we should start in schools earlier on.
I think we need to take a look at what’s working,
what’s not. I can only focus on the FDIC program (Money
Smart), and that one is getting really good feedback.
We look at the number of downloads; we look at the
comments and the feedback. We change our brochures
and training materials based on the feedback we get. It’s
probably one of the better programs, but I am biased.

Q

At a time of funding challenges for community
banks, can the FDIC address concerns with the
definition of brokered deposits and the application of the
national rate cap?
We’re taking a look at that because the brokered
deposit regulations have not been revisited in a
long time, and the world of banking and digital banking
channels have changed. So we need to adjust our system
and push it in the direction of being responsive to this
new framework and what a brokered deposit really is in
today’s environment.
In respect to the national rate cap, we are taking a look
at that and we are hoping to come up with a better solution
than the 75 basis points, which I know is problematic for
a lot of banks. There’s some geographic adjustment we
allow, but it’s not enough, and that’s something that we
need to take a look at and address more holistically.

A

Q
A

What are your thoughts on Community
Reinvestment Act reform?
We’re actively meeting with the Fed (Federal
Reserve) and the OCC (Office of the Comptroller of
the Currency) on this and trying to get proposed rules soon.
... The CRA definitely needs to be revised. It needs to be
modernized; it has not been meaningfully revised since '95.
The world of banking has just changed tremendously
since then, and with the digital banking channels you
have an assessment area that is not necessarily your
geographic area. We were so tied to the branches being
the benchmarks for the assessment area. That is no longer
viable — it’s a tool, but it’s not a correct tool to assess
where you should be serving your communities. We
need to take a look at what is an assessment area, given
the digital banking channels. We need to provide more
certainty that something qualifies and will qualify.
And these are three-year cycles, so you don’t get
examined for three years for the next CRA cycle. You
shouldn’t worry about making an investment in year one
that by the time you come to year three and you’re just
about to enter the examination on CRA that maybe it doesn’t

qualify for X reasons — any reason. We need to provide
more certainty on what qualifies, what doesn’t qualify.
We just need to take a better look as to what banks
look like now and go back to the original intent of the
CRA, which is to serve the communities where banks take
deposits and do the business of banking. ... We don’t want
to revise a regulatory framework on CRA for now. We
want to revise it for the next 10 years. That takes a little
bit more thinking through the issues and how banks are
going to evolve over the next 10 years.

Q
A

What are the biggest challenges facing
community banks and how do you hope to
address them?
The economies of scale are just too small to be
able to invest in technology the way that larger
counterparts do but, yet, they are expected to because
the customer expects to have an online presence and be
able to do a deposit from anywhere. I’m concerned about
their ability to implement anti-money laundering and Bank
Secrecy compliance frameworks; I’m concerned about their
ability to have good cybersecurity protections in place.
I am concerned with the changing of the
demographics in the United States. What does that mean
for some of these rural communities? If you have so
many people leaving, and if a bank leaves, what does that
mean? Quite often, frankly, that doesn’t bode well for the
community. The question is what can be done to preserve
these banks, especially in rural counties. Can we adjust
our regulatory framework to make these banks thrive
while still being safe and sound, and that’s a fine balance.

Q
A

What are your thoughts on the rapid expansion of
large credit unions and the threat they pose to the
banking industry?
We look at the market share in different markets
where the credit unions are expanding. What does
that mean for banks, what does it mean for the competition
and for banks’ ability to compete, but ... it’s for Congress to
decide the role of credit unions as we know them today.
My job is to take a look at the banks and make sure our
regulatory framework is the best possible for them so
they can survive and thrive and compete effectively. But
they’re encountering competition from credit unions,
fintechs, large banks, nonbanks that are not fintechs. It’s a
phenomenal amount of competition. I think about that, and
if I were a banker that has a compliance staff of nine or
11, you have to think about how do I do all of this and still
compete. We as regulators have to think through that as
well and see what can be done to help them.
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Compliance Corner
JILLIAN SWAIN,
CRCM
Compliance
Analyst
Iowa Bankers
Association

HOW TO HANDLE TSUNAMI
OF FLOOD RULE CHANGES
BY JILLIAN SWAIN, CRCM

C

omplying with the flood insurance
regulatory requirements can be a
challenge for banks. Pulling flood
determinations in a reasonable time
period prior to loan consummation, calculating
the insurable value of a structure to determine
the minimum amount of flood insurance coverage
required, and managing flood map changes that
result in properties being in a special flood hazard
area are just a few common issues. To handle
these challenges, banks must have established
procedures and practices in place.
The newest tsunami requiring updated flood
procedures and practices becomes effective
July 1, 2019. The federal financial regulatory
agencies (FDIC, Federal Reserve, OCC, FCA and
NCUA) issued a joint final rule1 in late January to
implement provisions of the Biggert-Waters Flood
Insurance Reform Act of 2012 (BWA) requiring
banks to accept private flood insurance policies.
In general, the final rule requires banks
to accept private flood insurance, as defined
in the BWA. The rule includes a “compliance
aid” provision to assist banks in determining if a
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private policy meets the definition of private flood
insurance. If the statement, “This policy meets
the definition of private flood insurance contained
in 42 U.S.C. 4012a(b)(7) and the corresponding
regulation,” is included within the policy or as an
endorsement to the policy, an institution can simply
rely on the “compliance aid” statement as evidence
the policy meets the requirements of private flood
insurance, without independently assessing the
policy.
However, the final rule cannot require
insurance companies to include such a statement
in a private policy because the federal financial
regulatory agencies have no authority to impose
such a requirement. If the bank receives a private
flood insurance policy that does not include the
“compliance aid,” the bank cannot just refuse the
policy. Instead, the bank must make a determination
as to whether or not the policy meets the statutory
definition of private flood insurance.
Private flood insurance is defined in the final
rule if it meets the following three criteria:
1. Issued by an approved insurance company2
2. Provides flood insurance coverage that is at

3.

least as broad as the coverage provided under
a standard flood insurance policy (SFIP) issued
under the National Flood Insurance Program
(NFIP) for the same type of property.
Includes five additional provisions: Contains
a 45-day cancellation or non-renewal notice;
statement of availability of NFIP coverage;
mortgage interest clause; provisions requiring
the insurer to file suit within one year of denial
of claim; and contain cancellation provisions as
restrictive as SFIP policy.

This may not seem too daunting when first reading
the list. However, there are many details to consider
for the policy evaluation if it doesn’t contain the
“compliance aid.” The definition of at least as
broad as the coverage provided under a standard
flood insurance policy (SFIP) includes five more
components. Currently, when a bank receives proof
of insurance, they only receive the Declarations
(Dec) page. The Dec page contains the bulk of the
information needed to make a determination of
adequate coverage. However, it is unlikely the bank
will be able to make a determination that the private
policy meets the criteria of private flood insurance in
the rule based upon the Dec page alone. Therefore,
the bank will be required to request the full insurance
policy or request the information from the insurer. If
the bank determines the policy meets the definition of
private flood insurance, then the bank must accept it
as long as it includes adequate coverage. This is the
“mandatory acceptance” provision in the rule.
The final rule also includes two more
components. It provides discretion for banks to
accept private policies that do not meet the definition
of private flood insurance as defined by the rule, as
long as it contains sufficient protection from flood
risk. The rule provides qualifications here as well.
The final rule additionally permits the bank to accept
a plan issued by a mutual aid society. Both of these
components are discretionary options for banks and
not required, but these provisions must meet certain
conditions for the bank to accept.
This article gives a brief overview of the rule, but
an in-depth review will be required by each bank to
understand the multiple requirements. The rule will
require updated policies and procedures to address
how the bank will meet the new compliance obligations

to ensure that private flood insurance policies provided
by borrowers meet the requirements of the rule. The
IBA suggests the following decision points:
•
Steps required to determine if a private flood
insurance policy meets the definition in the rule
if the insurer does not include the “compliance
aid” statement.
•
Designation of person responsible for making
that determination and additional training
requirements.
•
Documentation process to show auditors and
examiners the bank met all components of the
rule. May include developing a checklist to
review each policy or identifying a qualified thirdparty to assist.
•
Decide if the bank will exercise its discretionary
ability to accept private flood insurance policies
that do not meet the statutory definition. If so,
develop procedures to ensure all criteria is met. If
the bank will not accept policies that do not meet
the definition of private flood insurance, determine
how the bank will address situations when
borrowers bring in a policy that is not accepted.
•
Determine if the bank will accept mutual aid
society plans. Note: These require approval by
the bank’s federal regulator. Consider developing
procedures for certifying that this criteria has
been met.
•
Provide staff training regarding the new private
flood insurance provisions and bank procedures.
Remember, the rule goes into effect July 1, 2019.
Time is of the essence. For banks looking for more
information on this topic, an on-demand webinar
is available for purchase from the IBA compliance
department: www.iowabankers.com/aspx/iba/news.
aspx?snid=0&aid=5640.
Footnotes:
1
www.fdic.gov/news/board/2019/2019-01-25notational-fr.pdf
2
Insurance company that is licensed, admitted or
otherwise approved to engage in the business of
insurance by the insurance regulator of the State
in which the property to be insured is located; or is
recognized, or not disapproved, as a surplus lines
insurer by the insurance State regulator in which the
property to be insured is located.
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Marketing $ense
AMY
HOSPODARSKY
Community
Relations Manager
MidWestOne Bank

A consumer opinions panel included, from left, Brian Hughes of LMC Insurance in West Des Moines, Jean Feldmann, a small
business owner and consumer from Jefferson, Leah Ackerman, a home-based business owner from West Des Moines, and
Lindsay Boccardo, a millennial expert, who moderated the panel discussion.

CUSTOMER EXPERIENCE KEY
TOPIC AT IBA CONFERENCE
BY AMY HOSPODARSKY, IBA MARKETING COMMITTEE CHAIR

E

ach year, IBA staff work with the
IBA Marketing Committee to create
a conference that empowers bank
marketers to go back to their banks and
implement new strategies that move the needle.
This year’s conference mixed it up a bit and didn’t
disappoint.
WHAT CUSTOMERS WANT

Our first day focused on the importance of the
customer experience and understanding what
current consumers want from their banking
institution. Speaker Lindsay Boccardo gave
refreshing insight into what millennials are looking
for in a banking relationship. She informed attendees
that millennials value community commitment,
accessibility and a bank that is innovative.
We also welcomed a panel of consumers to tell
us what led them to make their banking decisions.
These customers ranged from business owners to
retail bankers, and their honest and fresh candor
resonated with our group. Themes relating to
ease of use, personalized service and community
reinvestment were echoed by all.
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THINKING BIG

One thing the conference aims to do each year is
to get us out of our own bubbles. This year, Sean
Payant of Haberfield Associates and Joe Sullivan
of Market Insights, encouraged us to think bigger.
Payant talked about strategies to increase account
openings to improve profitability. Sullivan used
examples to show how banks can use unexpected
tactics to attract new customers and gain traction
with the upcoming generations.
PEER-TO-PEER SHARING

Each year, the conference reserves space for a
roundtable discussion. This structured time of
sharing is a favorite of a lot of attendees. We all leave
with a tool, an idea or a new concept to take back to
our banks. This session is fun and informative, but I
think the most learning happens informally. Getting
over 100 bank marketers together is sure to yield
brainstorming, laughter and whole lot of idea sharing.
The 2019 IBA Marketing Conference was a huge
success, and my hope is that every attendee left with
a nugget of knowledge or a tactic that they were
able to implement right away. I look forward to 2020!

Helping with challenges
you didn’t even
know you had.
When you’re busy conducting business, it’s easy to get hung up on hidden obstacles that
delay your growth. That’s why we offer investment solutions to help keep you successful,
by helping you achieve your unique goals with proven products and services. We’re
committed to handling every challenge that faces your business, and we’ll keep
innovating so you can keep focusing on running a successful business.

816.760.3636
commercebank.com
© 2019 Commerce Bancshares, Inc.
Investments in Securities are NOT FDIC Insured; NOT Bank-Guaranteed and May Lose Value. The information contained herein is from sources deemed reliable,
but cannot be guaranteed. Prices and/or yields are subject to change and investments are subject to availability. The Capital Markets Group (CMG) of Commerce
Bank does not act as a “municipal advisor” within the meaning of Section 15B of the Securities Exchange Act, and does not act in a fiduciary capacity
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Loan Participations Structured for the Community Bank Market

Want to rev up your
loan portfolio?

Rev up your loan portfolio with Dougherty Funding. As a
commercial finance company we service rather than
compete with community banks. Our loan participations
are structured for the community bank market and our
current portfolio has been participated to hundreds of
community banks nationwide.

Active relationships
with community
banks nationwide.
Over

490 financings
since 1996.

$4.6+ billion

in loans originated
since 1996.
Loan servicing
portfolio averaging

$1.5 billion

Corporate Headquarters: Minneapolis, MN • Ph: 612.317.2000 | 800.227.0786
www.doughertymarkets.com • Refer to website for listing of all locations.
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HR Insights
KATIE FISCHER,
SHRM-SCP
Vice President of
Human Resources
Iowa Bankers
Association

PROPOSED RULE: MINIMUM SALARY
WOULD INCREASE TO $679 PER WEEK
BY KATIE FISCHER, SPHR, SHRM-SCP

T

the time has arrived. The U.S. Department
of Labor recently issued its proposed
regulations for the year. As expected, the
Fair Labor Standards Act was an area of
focus. There were two areas the department focused
on: overtime exemptions and rate of pay. Following is
an overview of the proposed changes.
On March 7, the Wage and Hour Division
announced a notice of proposed rulemaking regarding
exemptions from the overtime requirements of the
FLSA. Typically, to be exempt from the overtime
requirements of the FLSA, there are two different tests
that must be met. These are the “salary” test and the
“duties” test. The current proposal did not include
changes to the “duties” test.
SALARY TEST

The proposed rule would increase the minimum
salary under the “salary” test from the current $455
per week ($23,660 annually) to $679 per week ($35,308
annually). The proposed rule would also update the
annual total compensation requirement for the highly
compensated employee from $100,000 to $147,414 —
of which $679 must be paid on a salary or fee basis.
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The proposal does allow employers to use
nondiscretionary bonuses and incentive payments
(including commissions) that are paid annually or
more frequently to satisfy up to 10% of the standard
salary level.
They proposed that the salary and compensation
minimum would be reviewed every four years, with a
requirement for notice and comment rulemaking. So,
we can expect to be reviewing this more often than in
the past.
DUTIES TEST

As mentioned previously, this current proposal does
not propose any change to the “duties” test. But, on
March 22, the DOL issued a notice of proposed rule
and request for comments to update and revise the
regulations issued under the Fair Labor Standards
Act implementing the exemption from minimum
wage and overtime pay requirements for executive,
administrative, professional, outside sales, and
computer employees. Written comments were being
accepted through May 21. Iowa Bankers worked with
member banks to submit comments as this test is
unclear and hard to interpret.

TIMING

The current proposal of changes to the salary test
will most likely go into effect early 2020. Banks are
encouraged to review the impact this will have on staff
and determine next steps. It is recommended to wait to
make any changes until the effective date. As we saw in
2016 with the last proposal, this could change at the last
minute.
RATE OF PAY

On March 28, a notice of proposed rulemaking was
announced to clarify and amend the rules regarding the
regular rate provisions under the FLSA that have not been
revised in more than 50 years.
The regular rate is what is used to calculate
overtime for non-exempt employees. The regular rate
of pay is not just the hourly rate of pay. Regular rate
should also include pay for things like commissions,
incentives and non-discretionary bonuses. A nonexempt employee’s regular rate of pay includes all
money paid to the employee minus eight exclusions
listed in the FLSA. To calculate the regular rate, divide

the employee’s total weekly pay (not including the eight
exclusions) by the number of hours worked by that
employee in the workweek. The regular rate is then
used to compute overtime premium pay, or “time and
one-half.”
The proposed changes would allow employers to
exclude the following forms of pay from the calculation
of an employee’s regular rate: the cost of providing
wellness programs, onsite specialist treatment, gym
access and fitness classes, and employee discounts
on retail goods and services; payments for unused paid
leave, including paid sick leave; reimbursed expenses,
even if not incurred solely for the employer’s benefit;
reimbursed travel expenses that do not exceed the
maximum travel reimbursement permitted under Federal
travel regulations; discretionary bonuses; benefit plans,
including accident, unemployment and legal services;
tuition programs, such as reimbursement programs or
repayment of educational debt; and pay for time that
would not otherwise qualify as hours worked, including
bona fide meal periods.
The comment period closed on May 28.

Fixed Income Investments
Serving Iowa Bankers and Iowa Communities
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Featured Article
Educational Experiences

COMPLIANCE SCHOOL
ALUMNI UPDATE IS JUNE 27

T
FOR MORE
INFORMATION
www.iowa
bankers.com

he IBA will host a Compliance School Alumni
Update on June 27 at the Marriott Hotel in
West Des Moines. It is open to graduates of
the IBA Compliance School — either lending
module, deposit module or both — who are interested
in maintaining their professional investment.
The Alumni Update is a one-day school that will
cover key compliance topics as well as an introduction
to recent legislation. It includes updated modules from
the weeklong IBA Compliance School. Topics for the
2019 Alumni Update will include:
•
Iowa law update.
•
TRID redisclosure issues.
•
Marijuana and banking.

•
•
•
•

Exam findings and hot topics with the FDIC.
Review hot topics and IBA tools/resources.
Marketing compliance topics (digital, social media,
targeted marketing).
Regulatory status update.

Registration is $395 for members and $790 for
nonmembers, which includes instruction, materials,
breakfast and lunch. Registration is due June 13.
MORE INFORMATION

Learn more by visiting the IBA Event Calendar at
www.iowabankers.com or call 800-532-1423 with
specific questions.

FORUM DESIGNED FOR NEXT
GENERATION OF BANKERS

T

he IBA's Next Generation Bankers Forum
is designed to help attendees develop skills
that will help them grow their careers and
leadership skills.
The forum will be held at 9 a.m. Aug. 1 at the
Sheraton Hotel in West Des Moines. Attendees will
have the opportunity to:
•
Collaborate and network with peers.
•
Share ideas and industry best practices.
•
Gain tools for leadership skills for their banking
careers.
•
Leave with strategies and tools to thrive in an everchanging environment.
SESSIONS

•

Top 10 Tips for Greater Success, Joe Micallef of
Grow UP Sales.

•
•
•
•

Clarifying Your Why, Sarah Noll Wilson, executive
coach, researcher and soon-to-be author.
Think Quick! Etiquette Dos and Don'ts, Jodie
Beach, The Etiquette Advantage.
Networking roundtable.
Amazon Prime Effect, Dave DeFazio,
StrategyCorps.

Registration is $150 for members and $300 for
nonmembers. Registration includes continental
breakfast, lunch and handout materials.
MORE INFORMATION

Learn more or register by visiting the IBA Event
Calendar at www.iowabankers.com or contact
Maggie Feldmann at mfeldmann@iowabankers.com or
800-532-1423 with specific questions.

WOMEN IN BANKING FORUM COMING IN JULY

The IBA is working on the agenda for the second installment the IBA's Women in Banking Forum. Nearly 300 bankers attended
the event in 2018. The 2019 forum is scheduled for July 16 at The Meadows Hotel in Altoona. Learn more by visiting the IBA Event
Calendar at www.iowabankers.com or call 800-532-1423 with specific questions.
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At Quad City Bank & Trust

RELATIONSHIP
Isn’t Just a Buzz Word.

Amy Braack
563.468.6236

Damian Papish
563.650.5485

Clay Boatman
515.778.2137

Jay Johnson
563.468.6271

Creating meaningful relationships is our culture. From executive management to front-line
employees, we live it and believe it every day. As your correspondent partner, and a community
bank ourselves, we understand the value community banks bring to the clients we serve.

www.qcbt.com/correspondent-banking
4500 Brady Street, Davenport, Iowa

Member FDIC

Your SINGLE SOURCE for Community Bank building projects
Call Jim or Steph
today for a FREE
Consultation
on your project!
319-232-6554

www.Single-Source.Net

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.
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Educational Experiences

FEATURED
ONLINE EVENTS
IBA COMPLIANCE WEBINAR: ELDER FINANCIAL
EXPLOITATION — PROTECTING YOUR CUSTOMER,
PROTECTING YOUR BANK
Elder financial exploitation is on the rise. While the Bank Secrecy
Act requires the reporting of suspicious activity related to
financial elder exploitation, banks also feel a moral obligation
to protect seniors. While state law and the BSA regulations
allow banks to report suspected elder abuse to state and local
protective service agencies, many are hesitant to do so due to
perceived legal risk.
With the passage of Section 303 of the Economic Growth,
Regulatory Reform and Consumer Protection Act last year, banks
can both protect their senior customers and receive federal
protection from prosecution — but only if proper training has
been received. An IBA Compliance webinar will help banks meet
those training component requirements. It will address:
•
What is financial elder exploitation?
•
The impact of financial elder exploitation.
•
A financial institution’s responsibilities related to financial
exploitation.
•
Common scams and schemes targeting the finances of the
elderly.
•
Warning signs of elder financial exploitation.
•
Internal procedures for recognizing and reporting suspected
financial elder abuse.
•
SAR filing requirements.
•
Making reports to adult protective services.
MORE INFORMATION

For more information on Iowa
Bankers Association events
or to register online, visit the
IBA’s Event Calendar at
www.iowabankers.com.

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 IBA
publications:
•

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.

Learn more or register for the webinar by visiting the IBA Event
Calendar at www.iowabankers.com. Call 800-532-1423 with
specific questions.
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CLIMB
TO NEW
HEIGHTS

Reach the top with Iowa Bankers Insurance and Services, Inc. (IBIS). We specialize in
professional insurance services for financial institutions. By maintaining up-to-the-minute
knowledge of the market, your industry and your organization, we not only help protect your
assets, but also mitigate risk in the first place.

REACH NEW HEIGHTS.
Call or email us today
for more information.

(800) 532-1423
Graham Dahler
gdahler@bankers-ins.com

Skip Tyler
styler@bankers-ins.com
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