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War for Talent

HOW TO WIN THE
WAR FOR TALENT
Iowa banks share how they try to stand out from competition
BY JOSEPH BIRKESTRAND

W

ar may sound a little aggressive, but when competing for talent, that’s what it feels like for
many companies, including banks. When competition for talent is so stiff that it is compared to
combat, finding and retaining the best possible employees may seem like a daunting task, but
it is key to any business’ success.

JOSEPH
BIRKESTRAND
Editor
Iowa Bankers
Association

While banks have to compete with other financial
institutions for typical banking positions, such as lenders,
they also have to compete with other industries to find
talent in areas such as marketing, human resources and
technology. And with a U.S. unemployment rate of 3.6%
and an Iowa unemployment rate of 2.5%, competing for
top talent becomes even more complicated. So how
can banks win the war for talent?
"What it boils down to is reputation," said Gary De
Jager, chief human resources officer at Peoples Bank
in Rock Valley, which has been named one of the Des
Moines Register's Top Iowa Workplaces six out of the
last eight years. "Where values matter is our vision
statement. And I do believe that has trickled out into
our communities throughout the years we've been in
business, and potential employees have noticed and
they want to be a part of Peoples Bank."
For TS Banking Group, based in Treynor, it also
requires engaging its employees to work toward
fulfilling the company's mission. This year, the bank
rolled out a brand book, which is an internal booklet
meant to help motivate employees.
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"It's a booklet to reiterate our why — why are we
coming to work every day; why are we spending our
time here. There's a billion companies; why are we
choosing this one," said Erin Johnson, recruitment and
selection manager at TS Banking Group. "It really talks
about our mission and our core values, and it's a nice
reminder of what we are doing and the impact we can
have."
Malvern Bank in Malvern places an emphasis on
employees enjoying what they do.
"Ultimately, as a leader, [bank president] Jay
Burdic wants Malvern bank to be fun," said Tina
Bakehouse, chief creative officer at Malvern Bank.
"He knows that banking can be rigorous and numbers,
but he sees the value of people having fun at work."
MAKING YOUR BANK STAND OUT
Recruiting top talent in a competitive environment is
the first step to winning the war for talent. To do so,
banks have to find a way to make their banks stand
apart from the competition. Peoples Bank, Malvern
Bank and TS Bank all said they rely on employee

referrals and word-of-mouth when it comes to recruiting
talent.
"We do a lot of online advertising, online job boards,
etc, but our best referrals come from our own employees,"
Johnson said.
De Jager said Peoples Bank focuses on "finding those
people who love their communities, who have a passion
for what they do, are family-oriented and are there to serve
and help others."
Bakehouse cited the many perks Malvern Bank
provides its employees as a selling point. Those perks
include a free massage at a local massage therapist every
other month, free membership to a local gym and identity
theft protection, as well as a fully stocked kitchen with
drinks and snacks.
"The physical and spiritual side of taking care of
ourselves is important to the bank," Bakehouse said.
While recruiting top talent is important, retaining
employees who have built experience within the
organization and community may be even more important.
One way banks can achieve this is by giving employees
a tangible map of where their careers can go. TS Bank
provides that map through career pathing.
"We realize people want to know where their path is,"
Johnson said. "We've done career pathing, so they can
have conversations and a clearer picture of what that may
look like. We have a guide that walks [employees] through
where they want to be, what are they doing to get there,
and what we can do to help."
TS Bank's career pathing initiative is unique in that
it requires employees to skip a level and meet with their
managers' manager to get a better picture how they can
achieve their goals. Some of those plans are shorter term
— acquiring a specific certification or to be a manager at
the next promotion — while others are longer term, such
as a level in the bank an employee wants to reach 10 years
from now.
"We're hopeful that personal touch and their personal
fulfillment makes them happier at work because they're
doing what they want to be doing," Johnson said.
WORKING WITH MILLENNIALS
With any discussion regarding the war for talent, the topic
of millennials is bound to come up. Gallup estimates that
millennials will make up 50% of the workplace by 2020 and
75% by 2030. They have also been classified as the jobhopping generation, although nearly 60% of the millennials
who responded to Prudential's Pulse of the American

Worker Survey said they had been with their current
employer for three or more years.
The employment needs of millennials tend to be
different than previous generations, putting a larger
emphasis on having a sense of purpose, belonging
and flexible work schedules. While their needs may be
different, Human Resources Specialist Amanda Wiggins
said Peoples Bank doesn't have a specific strategy for
recruiting and retaining millennials.
"We use our recruiting strategies to recruit great
people," Wiggins said. "It doesn't matter what age bucket
you fall in, we look for people who are going to fit into our
culture, that want to be a part of what we have here at
Peoples Bank and are wanting to grow with us."

“We use our recruiting strategies to
recruit great people. It doesn’t matter
what age bucket you fall in, we look
for people who are going to fit into
our culture, that want to be a part of
what we have here at Peoples Bank
and are wanting to grow.”
— Amanda Wiggins, Peoples Bank
Likewise TS Bank doesn't put an emphasis on one
age group or another, but they do conduct management
training on how to work with people of different
generations.
"What works for Person A may not work for Person B,
so we look at how we can marry those two and make them
work in harmony," Johnson said. "I think truly working on
an individualized basis — as labor intensive as that may
seem — is something we want to do for our employees,
and we realize they need that."
HOW IOWA BANKS ADDRESS
STAFFING CHALLENGES
All banks face different challenges when it comes to
staffing, including Malvern Bank, TS Bank and Peoples
Bank. All three indicated that the challenges they face are
not impossible to overcome.
Malvern Bank is a small bank located in a small city
with a population of slightly more than 1,100 people and a
staff of just more than 20. While the bank doesn't have all
of the same departments of a larger bank, Bakehouse says
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the bank tries to compensate by creating opportunities for
employees to use skills they don't get to utilize in their daily
responsibilities.
"[We] look at the whole person," Bakehouse said.
"What [the bank] understands is there are different folks
who want to get out and go beyond standing behind the
teller line and communicating with customers. Malvern
Bank has the awareness to look at how we can help
capitalize on the skillsets of the individuals on our team."

TS Bank is across the river from Omaha and has to
compete for talent with larger metropolitan banks. Peoples
Bank has a branch in Sioux City, but is largely located in
small rural towns like Rock Valley, Lester and Hawarden.
"Being in a rural setting is huge in itself," De Jager
said. "Selling some of these young people on the values
that a small rural community can bring [is important] and
then just introducing them to banking and what banking
has to offer."

"We don't do that for publicity; it doesn't make the
paper; we don't take pictures for that reason," De Jager
said. "We do it … because it's the right thing to do and
that's what we're here to do — help each other, and it
speaks volumes as to our vision and our culture."
Johnson said TS Bank, which gives 10% of its pre-tax
dollars back to the communities it serves, places a strong
priority on community service. That effort does not go
unnoticed in the communities the bank serves.
"It's not only the checks that we're writing," Johnson
said. "It's giving back and being able to be a part of that,
and our employees become invested in that."
She said employees often express their appreciation
for being able to give back to causes and organizations for
which they are passionate.
"I sit in a lot of interviews with different managers,
with different business units," Johnson said. "Quite often,
the candidate asks, 'Why do you like working here?' More
times that I can count, people respond with the ability to
give back."
Bakehouse said Malvern Bank's philanthropic efforts
show it cares about the community as a whole. The bank
often supports community events, such as the city's
sesquicentennial, which it celebrated last year, and a
summer concert series, as well as youth programs, such
as the arts, sports and 4-H. Additionally, Bakehouse said
the bank has a goal of being the "official bank of dirt track
racing" and has a history of supporting various race cars
and races.

COMMUNITY INVOLVEMENT/OUTREACH
It takes time and effort to build the kind of reputation that
can help banks succeed in hiring and retaining the best
people. One way banks can both build their reputations and
give employees a benefit that goes beyond a paycheck is
through its community involvement and outreach.
"It's part of who we are that we say we want to be
part of the community," said De Jager. "Part of our mission
and core values is giving back to the community, so we
have open conversations [about community involvement]
during the interview process with potential applicants
and the importance of giving back of our time, talent and
resources."
One initiative Peoples Bank has implemented is a payit-forward program in which employees can make a gift
to an individual, family or organization that is close to their
hearts. Co-workers are also encouraged to tag-team on
each other's efforts to make a bigger impact.

CREATING WORK-LIFE BALANCE
Work-life balance is something that employees across the
country seek and may be a key to retaining top talent. In
Prudential's survey, 41% of respondents said that seeking
a better work-life balance is a primary motivation for
switching employers. Further, one in four workers said they
would take a pay cut if it meant achieving a better work/
life balance. TS Bank, Malvern Bank and Peoples Bank all
indicated they strive to provide flexible work options when
possible to help their employees find that balance.
"We know that personal life and professional life are
not completely separate anymore, and we want to embrace
that," Johnson said. "It requires working with our employees
on an individual basis on what works best for them and how
they can work without causing outside stress on their lives."
Bakehouse said she learned firsthand Malvern Bank's
commitment to flexibility as the bank created a position
for her. After leaving a position at a nonprofit organization,

“[The bank] has very much embraced
my quirky, creative personality. They
are open to new ideas, and I think
being open is how organizations can
thrive and grow.”
— Tina Bakehouse, Malvern Bank
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Bakehouse scheduled a meeting with the bank to discuss opportunities
to do communication coaching or workshops for bank employees.
During the meeting, bank president Jay Burdic saw a need at the
bank he believed Bakehouse could fulfill. As the bank's chief creative
officer, Bakehouse collaborates with county leaders on economic
development, uses her educational background to educate the
community on various topics, including financial literacy, and works on
articles and advertisements for the bank.
"My background is education and theatre, and I never in a million
years saw myself in the world of banking, but I have these three
buckets that are really fun for me," Bakehouse said.
Wiggins said creating a positive work-life balance goes beyond
simply understanding that employees have lives outside of work. At
each of Peoples Bank's nine locations, it takes caring about people's
personal lives and treating each other like family.
"We like to place a big emphasis on being a family-oriented
organization," Wiggins said. "Each location takes on its own personality,
and you become a family with those people. To become a part of that
family and then also part of a bigger team really makes for an enjoyable
work environment."
IT COMES DOWN TO CULTURE
Ultimately, winning the war for talent comes down to a company's
culture. Creating an environment in which people want to come to
work every day and enjoy what they do are critical components to any
company's recruitment and retention strategies.
Wiggins said Peoples Bank's culture is one that promotes personal
and professional growth and cares not only about its customers but its
staff as well.
"We want to serve our customers first and foremost — exceed
their expectations," Wiggins said. "Banks generally all provide the same
products and services, so it really comes down to how we treat people
and how they feel they have been treated. That goes the same for our
employees, too … we really try to stress the importance of [being] one
team."
Johnson also said that TS Bank's first priority is serving its clients.
To do that, she said it's the bank's job to put its staff in position to
provide clients with excellent service.
"We obviously can't do any of this without our wonderful clients
and communities," Johnson said. "In order for us to actually provide
those services, we have to take care of our employees as well."
Bakehouse, who is a newer employee at Malvern Bank, having
started last January, said she appreciates the bank's encouragement
for employees to be themselves and share new ideas for how the bank
can succeed.
"[The bank] has very much embraced my quirky, creative
personality," Bakehouse said. "They are open to new ideas, and I think
being open is how organizations can thrive and grow."

WHAT AMERICAN
WORKERS THINK
Prudential's Pulse of the American Worker Survey,
conducted by Morning Consult, gives a glimpse at
the attitudes of today's workers and the future of
work. Following are some key statistics from the
survey's findings.
Workers Do NOT Want to Job-Hop
45% of American workers see
themselves working at their current
employer in the next five years.
What Workers DO Want
Other than compensation, the top three factors
that entice American workers to stay with their
current employer are:
1. Flexible work schedule
(48%).
2. Opportunities to move
into different roles in the
organization (35%).
3. Supportive manager (25%).
Why Do Workers Leave
Roughly 41% of workers said
a better work/life balance was
one of the primary motivators for
leaving their last job.
Workers Want Training
69% of American workers
believe they have the skills to
compete today, but only 46%
believe they already have the
skills to compete 10 years from
now.
Workers Optimistic About Future
80% of workers believe there will
still be a need for their jobs and
skill sets in the next 10 years. 76%
said they have the skills needed to
compete for jobs in the future. The
same number said they plan to
learn new skills to advance their careers.
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IBA Update

Jason Cassady
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Ryan Collins

Ron Haines

Aimee Kern

West Liberty State
Bank, West Liberty
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Lincoln Savings
Bank, Waterloo

MidWestOne Bank,
Fairfield

Clear Lake Bank &
Trust, Clear Lake

Kyle McCormick

Gabe Olson

Stephanie Valentine

Ben Wellington

Michele Werner

Bank Iowa,
West Des Moines

West Bank,
West Des Moines

Union State Bank,
Greenfield

Bank Midwest,
Wall Lake

State Bank of Toledo,
Toledo

IBA SELECTS 10 BANKERS
FOR LEADERS IN ADVOCACY

T

he IBA recently selected 10 bankers to
participate in the Leaders in Advocacy
program. This will be the second class
to go through the program, which was
created in 2018.
Leaders in Advocacy was created to
establish an advocacy base of young leaders
who are educated on banking industry issues
and understand how to effectively communicate
with legislators and regulators. Participants in
the program will meet from January through
October, followed by continuous involvement in IBA
advocacy efforts throughout their banking careers.
Aside from participation in meetings and visits with
state legislators — as well as Iowa's congressional
delegation — leaders will work to establish a bank
advocacy plan to implement at their banks.
The class will gather for the first time in January
and will have the opportunity to attend the governor’s
Condition of the State Address, followed by a
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discussion on the legislative environment, advocacy
efforts, and federal and state legislative issues.
In February, the class will attend the IBA
Management Conference and engage with
legislators at the Legislative Reception. Participants
will also join bankers around the state at the Capitol
in April for Bankers Day on the Hill.
In June, the class will join the IBA on its
annual Capitol Hill Visit in Washington, D.C. While
in Washington, they will meet with regulators and
Iowa’s congressional delegation and staff.
In September, the class will be invited to attend
the IBA Annual Convention for educational sessions
on the banking industry and further networking
opportunities.
Leaders in Advocacy plays a significant role in
the development of strong advocates for the banking
industry, but also gives bankers the opportunity to
learn the ins and outs of advocacy while networking
with bank leaders around the state.

OPPORTUNITY

AWAITS AT GSB

The Wisconsin Bankers Association is pleased to offer scholarship
opportunities to its member bankers through the Herbert V. Prochnow
Educational Foundation, a supporting organization to the Graduate
School of Banking at the University of Wisconsin – Madison.
Scholarships are distributed through the IBA for the Graduate
School of Banking and the GSB Human Resource
Management School.
Sponsored by:

NEARLY

$300,000

IN SCHOLARSHIPS
AVAILABLE ANNUALLY

Educating Professionals, Creating Leaders

GSB.org

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

WF394911 Capital Markets Group 2019 Iowa Bankers Assoc ad 8.4375x5.25.indd 1

5/3/2019 8:50:18 AM
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IBMC Update

IBMC President Dan Vessely has been with the company since shortly after its inception, 40 years ago.

40 YEARS: VESSELY LOOKS
BACK AT IBMC'S HISTORY

S

eptember marked the 40th anniversary
for Iowa Bankers Mortgage Corporation.
What began with a staff of 14 has
expanded to more than 90 as IBMC
is now utilized by 241 financial institutions and
services approximately $7 billion in mortgage loans.
IBMC has weathered rising and falling interest
rates and changing regulations to create products
and services that contribute to the success of
Iowa financial institutions as they help customers
achieve the dream of homeownership.
IBMC President Dan Vessely, who celebrated
his 40th anniversary with the company in
November, sat down to share his thoughts on the
company's latest milestone.

thought we would service nearly 60,000 loans in
10 states. Starting as a concept and then over the
years growing into a reality is very rewarding.

WHAT THOUGHTS COME TO YOUR MIND

WHAT ARE THE BIGGEST CHALLENGES

WHEN YOU THINK ABOUT WHERE IBMC

IBMC HAS OVERCOME SINCE IT WAS FIRST

STARTED AND WHERE IT IS TODAY?

ESTABLISHED IN 1979?

I am amazed at the growth and depth of IBMC to
be where it is today. I would not have originally

Interest rate volatility created a huge challenge
for us to grow our servicing portfolio to a level
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WHAT'S YOUR FAVORITE MEMORY AT IBMC?

I would have to say it was when the 10-year
treasury went from 13% down to 7.5% between
late 1984 and early 1986 (ridiculous when you
consider today’s treasury rate is well below 2%). It
was during this dramatic drop in rates that banks
began using IBMC, and the vision of what IBMC
could do for banks became a reality. This was
really the beginning of the growth of IBMC and the
foundation that we would eventually build on to
survive this long.

that would sustain continued success and
fiscal responsibility. We had to do this against
competition from other aggregators that could
price in the value of cross-selling the homeowners
for other services. It took a while for many banks
to realize the value of having a partner and not a
competitor service their loans.
WHY ARE THE SERVICES IBMC PROVIDES

WHAT IS YOUR PROUDEST ACHIEVEMENT
AS IBMC PRESIDENT?

My proudest achievement as president would be the
growth we achieved under my leadership, the cultural
foundation for integrity and service that we have
established, and posturing IBMC to a strength position
through some challenging financial turmoil in the
industry. The loyalty shown to me by my team and my
boards through the years is very rewarding to me.

IMPORTANT TO THE MORTGAGE INDUSTRY
AS A WHOLE AS WELL AS TO HOMEBUYERS?

WHERE DO YOU SEE IBMC HEADED IN THE

IBMC’s model and culture are so unique that it
works well. Being able to provide that conduit for a
community bank’s access to the secondary market
is a huge advantage for them — as most banks
are not capable of or choose not to provide it on
their own. The fact that we service the loans for
life while nurturing that relationship between the
customer and the bank, while not competing for
banking services, makes IBMC their best choice for
long-term partnership in real estate lending.

NEXT 40 YEARS?

Looking to the future, IBMC will have to be ready
for the advancement of technology in the mortgage
space and be able to offer similar opportunities
for our partners. We need to be flexible enough to
continue compliance with changing regulations. And,
most importantly, we need to always emphasize the
importance of this being a relationship business and
not a commodity business in order to maintain that
culture of integrity and service that sets us apart.

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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IBIS Update

E-NEWSLETTER TO PROVIDE
PREVENTIVE HEALTH CARE TIPS

H

ealth care costs in the U.S. grow every year. In fact, total cost of health coverage at the end of 2017
was $3.5 trillion — an average of $10,739 per person. The U.S. Department of Health and Human
Services estimates the total cost of health care could reach $6 trillion by 2027. One way to cut health
care costs is to know how to prevent seemingly minor ailments from becoming a bigger problem.

Prevention is important to maintaining good
health. With that in mind, Iowa Bankers Insurance
and Services, Inc. will launch an educational
e-newsletter this quarter to educate members of
the Iowa Bankers Benefit Plan about preventive
measures to help them live long and healthy lives.
The newsletter will cover common ailments affecting
IBBP members, such as osteoarthritis, and provide
tips on how to prevent and treat such conditions.
"Unless we all start to work together to be
more informed and more engaged consumers of
health care, that trend will never change," said
IBIS President Chad Ellsworth. "This program is
meant to start the discussion and awareness on
costs that impact all of us."
The newsletter, titled Here's to Your Health,
will look at driving cost factors and provide
informational materials to break down the
diagnoses so that all IBBP members can become
better consumers of health care.
As administrators of the IBBP, IBIS is
committed to arming IBBP members with the tools
they need to handle growing health care costs.
As health care spending is projected to outpace
the growth of the U.S. Gross Domestic Product
through 2027, finding ways to cut individual costs
will be beneficial for all members of the plan. The
Here's to Your Health newsletter is an educational
resource that complements Doctor on Demand,
which launched in 2018. Through Doctor on
Demand, IBBP members were given access to
health professionals from the comfort of their
home. This feature was part of IBIS's Where to
Get Care campaign, and members can use the
service to better determine whether a particular
issue can wait for a visit with a primary care
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physician or if it requires an immediate trip to the
emergency room. ER visits are a major driver of
U.S. health care costs, and avoiding unnecessary
trips to the ER is crucial to trimming overall health
care expenses.
IBIS's health care trend rate for 2019, which
combines utilization with inflation, has risen to
8.68% from 7.35% in 2018. For that number to
decrease, IBBP members must not only know
where to get care, but also how to take better care
of themselves so they can avoid major health care
needs in the first place.

DICKINSONLAW
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IBA Chairman Brad Lane (Security Savings Bank, Gowrie) addresses the audience at the IBA Annual Convention in September.

MEET THE CHAIRMAN: SECURITY
SAVINGS BANK'S BRAD LANE
BY JOSEPH BIRKESTRAND

B

anking wasn’t always the destination Brad Lane thought his career would go. After graduating from
the University of Iowa, he learned his passion lined up with banking when he started his first job at
Iowa State Bank & Trust in Iowa City. His title was office assistant, but he says the role was that of a
personal banker — opening new accounts and certificates of deposit and handling loan applications.

JOSEPH
BIRKESTRAND
Editor
Iowa Bankers
Association

“Banking had been a part of my life, but I had
never really worked in it before I started there,” Lane
said before quickly pointing out what led him to realize
banking was his correct career path. “For me it was
just the ability to understand how banking worked
and getting my feet wet and then getting to work with
people. That was what was most rewarding was
getting to help people out.”
Since then, he has gained a strong understanding
of the importance of community banks and the value
they bring to the communities they serve.
“If you don’t have a strong community bank that’s
involved in your community, it’s really hard for those
communities to survive,” Lane said. “Without them, I
think rural Iowa, rural America would dry up a little bit.
... We’re very fortunate to have the opportunity to work
with these small towns. They need us and we need
them as well.”
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While Lane didn't set out to become a banker,
it does run in his blood as both his father and
grandfather worked at Security Savings Bank when
he was growing up.
"Growing up in a banking family taught me the
importance of being involved in our communities,
forming relationships along with giving back,"
Lane said. "It really shaped who I am today —
understanding the importance of respect, hard work
and always doing things with the utmost integrity."
FROM OFFICE ASSISTANT TO PRESIDENT

Lane spent about two-and-a-half years at Iowa State
Bank & Trust. Prior to leaving Iowa City, he had the
opportunity to run the bank’s kids’ club. That involved
interviewing kids to be on the school bank’s board
of directors and to work as tellers, and also to guide
them as they ran the bank for their classmates. He

IBA Executive
Committee
said that experience was a big factor in leading
him where he is today.
“It was the combination of getting to work
with kids, working with the public and getting to
understand banking a little bit more,” Lane said. “It
just felt right.”
Lane left Iowa State Bank & Trust to take a job
at Security Savings Bank in Gowrie, where his wife,
Jennifer, grew up. Gowrie is also about a nineminute drive from his hometown of Farnhamville.
“We were newly married and didn’t have kids
at that point in time, but we really thought it was
a good move for both of us to come back to our
hometown area,” Lane said. “We really felt strongly
that we wanted our kids to grow up in a small
school and have the opportunities that we had.”
Lane said he has “spent a good chunk”
of his career on the lending side of banking,
handling agricultural loans, commercial loans
and residential real estate loans. About 15
years ago, he became the senior loan officer at
Security Savings Bank and managed a team of
lenders while also maintaining a fairly sizable loan
portfolio.
Almost five years ago, he took over as the
bank's president and CEO — a position that allows
him to fill multiple roles at the bank.
One of the things about being a smaller bank is
you do have your hands in a little bit of everything,”
Lane said. “I’ve never had that time in my career
where I was only working in one area. I’ve
always had to do a little bit of everything. It allows
you to become well-rounded by getting those
opportunities.”
Since becoming president, banking has
become more of a family affair as both his mother
and brother have taken on roles at the bank.
"Not many people can say they have had the
opportunity to work so closely with their family
over the years," Lane said. "Banking is a true
passion for us, and we feel extremely fortunate
that we have been able to be so involved in our
communities."
GETTING INVOLVED WITH THE IBA

Lane’s involvement with the IBA came early
in his career as he took advantage of different
educational opportunities. Consumer Credit School

was his first introduction to the IBA. After that, he
also attended Compliance School, the Iowa School
of Banking and the Ag Credit School.
“As a young banker, I needed a little bit of
training,” Lane said. “That was probably my first
taste of the IBA — attending different seminars,
workshops, those kinds of things.”
About seven years ago, he became a group
secretary, which also gave him a seat on the IBA’s
Legislative Committee. He then joined the IBA
board of directors. He also served as treasurer for
two years on the board’s executive committee.
“It’s taught me so much,” Lane said. “You
get to work so close with other bankers who
are peers, and you’re also working with a lot of
people who understand what’s going on within
the industry. … I’m able to take those ideas back
and improve how we’re doing things in our bank
as well.”
Lane’s favorite experience with the IBA was
the first time he accompanied the association on
an advocacy trip to Washington, D.C. He said that
trip “turned the corner” for him regarding how
banking and advocacy work.
“It was a really eye-opening experience, not
only from the advocacy side but just how great our
nation is and what it represents,” Lane said.
THE YEAR AHEAD

As chairman of the IBA board, Lane is excited to
continue to work on several issues important to
Iowa banks. His top issue, however, is tax equity
for credit unions.
“That’s the biggest threat to the industry right
now,” Lane said. “You have to start at the state
level, and once you get a fair amount of states that
are taxing credit unions, then I think it hopefully
translates to changes at the federal level.”
Regulatory reform is another issue that is
top of mind for Lane. While he is encouraged by
the steps the federal government has taken, he
said more can be accomplished to reduce banks’
regulatory burden.
“We’re getting there, but it feels like we
spend an awful lot of time doing paperwork, and
that’s time that could be spent working one-onone with our clients and helping our communities
out,” Lane said.
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IBA ANNUAL CONVENTION

"Life is better at the lake" was the theme of this year's chairman's reception. Pictured with
Union State Bank CEO/CFO (third from left) are Josh Christensen, Jessi Christensen (Union
State Bank, Greenfield), Scott's husband, Jim Scott, Matt Mensing (Union State Bank,
Greenfield) and Brian Eisbach (Union State Bank, Greenfield).

In a session presented by Federal Home Loan Bank of Des Moines, political pund
roundtable discussion moderated by Jimmy Centers of Cornerstone Public Affair
Sarah Murray (First Security Bank & Trust, Charles
City) accepts $100 from Wes Ehrecke (Iowa Gaming
Association) after winning a drawing in the exhibit hall.

During the Sunday night reception, held
at the Iowa Hall of Pride, attendees were
encouraged to show their school spirit by
wearing their school colors. Pictured in
their high school letter jackets are Dave
Nelson (West Bank, West Des Moines) and
Bob Howard (CBI Bank & Trust, Muscatine).

Jeremy Bunkers (American Bank,
Le Mars) looks for items to bid on at
the IPTV silent auction.

From left: Erin Jehle (MidWestOne Bank, Iowa
City) and Connie Miller (The Shelby County
State Bank, Harlan) roast marshmallows at the
s'mores station during the chairman's reception.
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Artist Joe Everson displays the painting he completed while singing the "Star
Spangled Banner" prior to the start of the convention's opening session. The
painting was included in the IPTV silent auction.

IBA ANNUAL CONVENTION

Newly inducted 50-Year Bankers, front row, from left, Harold E. Thompson (Reliance State
Bank, Story City), Sandra Williams (Libertyville Savings Bank, Fairfield); Joe Van Tol (Peoples
Bank, Rock Valley); Dee Onken (First Citizens Bank, Osage); and Douglas McDermott (Home
State Bank, Jefferson). Back row: Rose Majeres (American Bank, Remsen); Alan J. Johnson
(Central State Bank, Elkader); Robert Grathwohl (VisionBank, Ames); Jill Becker (MidWestOne
Bank, Dubuque); and James R. Brown (Hardin County Savings Bank, Eldora). Not pictured:
Connie Crouch (U.S. Bank, Bettendorf) and Nancy Riddle (Farmers Savings Bank, Wever).

dits Mike Murphy, left, and Donna Brazile, right, participated in a political
rs, center.
From left: Past IBA CEO Neil Milner, 1995-96 Chairman
Al Tubbs and 2002-03 Chairman Dwight Conover visit
during the past chairman's luncheon the Sunday
before Convention.

Jeff Plagge, left, current superintendent of the Iowa Division of Banking,
speaks with past superintendent Ron Hansen, who stepped down from the
position in September.

Scott Thomson (CUSB Bank, Cresco)
takes part in the IBBP 5K Run & Walk.

Iowa legislators, from left, Sen. Dan Dawson (R-Council Bluffs), Rep. Gary Carlson (R-Muscatine),
Rep. Lee Hein (R-Monticello), Sen. Michael Breitbach (R-Strawberry Point) and Sen. Jake Chapman
(R-Adel) participate in a panel discussion on legislative policy. The panel covered key topics,
including tax equity, agriculture, economic development and the state budget.
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FINANCIAL TOWN HALLS

From left: Rep. Norlin Mommsen (R-DeWitt), Chuck Yagla (Kirk Gross Co., Waterloo), Dave Kramer
(SHAZAM, Johnston), Sen. Chris Cournoyer (R-LeClaire) and IBA East Region Chair Greg Gannon
(DeWitt Bank & Trust, DeWitt) visit during a Financial Town Hall in Davenport.

Rep. Gary Carlson (R-Muscatine) speaks with Jeff Rose
(American Bank & Trust, Davenport) during a Financial
Town Hall in Davenport.

Dave Nelson (West Bank, West Des Moines),
speaks with Rep. Karin Derry (D-Johnston) during a
Financial Town Hall at West Bank.

From left: Rep. Terry Baxter (R-Garner), Tim Esbeck (MBT Bank, Forest City), Chad
Lunning (Reliance State Bank, Garner), Bill Paulus (Reliance State Bank, Story
City) and Rep. Sharon Steckman (R-Mason City) discuss legislative issues at a
Financial Town Hall held at Clear Lake Bank & Trust.
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Sen. Julian Garrett (R-Indianola) speaks to a group of bankers
during a Financial Town Hall at TruBank in Indianola.

Tim German (Frontier Savings Bank, Council Bluffs)
speaks with Rep. Charlie McConkey (D-Council
Bluffs) at a Financial Town Hall in Council Bluffs.

From left: Rep. Ann Meyer (R-Fort Dodge) speaks with David Hagen (First National
Bank, Ames), Mindy Swieter (Security Savings Bank, Gowrie) and IBA Chairman
Brad Lane (Security Savings Bank, Gowrie) during a Financial Town Hall in Ames.

FINANCIAL TOWN HALLS

Sen. Craig Johnson (R-Independence), right, speaks with
Stacey Bentley (Community Bank & Trust, Waterloo) during
a Financial Town Hall in Waterloo.

Mick Guttau (TS Banking Group, Treynor), left, speaks with Rep. Jon Jacobsen (R-Council Bluffs) during
a Financial Town Hall in Council Bluffs.

Rep. Holly Brink (R-Oskaloosa) speaks with Melissa Ballard (First Iowa State
Bank, Albia) during a Financial Town Hall in Fairfield.

Sen. Mark Segebart (R-Vail), left, speaks with Scott Monical
(Iowa Savings Bank, Carroll) during the IBA's Financial
Town Hall at the Security National Bank in Sioux City.

Sen. Jason Schultz (R-Schleswig), left, speaks with Treva Block (Community
Bank, Dunlap), center, and Keva Soma (Community Bank, Dunlap) during a
Financial Town Hall in Dunlap.

www.iowabankers.com Iowa Bankers Exchange | 21

Guest
Column
Association
Updates
BETH
TOWNSEND
Director
Iowa Workforce
Development

MEETING EMPLOYERS' NEEDS
TODAY AND IN THE FUTURE
BY BETH TOWNSEND

A

future ready Iowa prepares individuals for dynamic careers and lifelong learning, meets
employer needs, grows family income, and strengthens communities. It will help more
Iowans attain the “new minimum” of high-quality education and training beyond high
school by aligning education, workforce and economic development resources.

The goal of Future Ready Iowa is for 70% of
Iowa's workforce to have education or training
beyond high school by 2025. By then, it is
estimated that 68% of the jobs in Iowa will require
that level of training or education.
The Future Ready Iowa Act was passed
unanimously in 2018, and in 2019 the legislature
funded it at $20 million.
We have seen an overwhelming response
to the Last Dollar Scholarship. The scholarship
bridges the financial gap between nonrepayable
financial aid and the cost of tuition and fees —
up to an associate degree — in a high demand
field. Oftentimes wages in those fields start at
more than $14 per hour and have sustainable
openings and growth in the job market.
The Future Ready Iowa Grant provides a
yearly $3,500 stipend to adults who have half
of the credits toward a degree and return
to college to complete a bachelor’s degree.
The high demand jobs for this grant include
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accounting, financial analysts, credit analysts,
financial examiners and specialists, as well
as personal financial advisers and financial
services sales agents. The Future Ready Iowa
Employer Innovation Grant provides matching
funds to creative public-private partnerships that
address barriers to education beyond tuition,
including child care, transportation, books or
equipment.
Additionally, Future Ready Iowa looks to
increase the number of high-quality, work-based
learning opportunities in high-demand careers. To
ensure equity in access to work-based learning in
both rural and urban areas, pre-apprenticeships,
and apprenticeship and internship programs will
be expanded and improved through the recently
launched virtual work-based learning clearing
house (https://clearinghouse.futurereadyiowa.gov).
It looks to leverage currently existing programs,
such as Gov. Kim Reynolds' STEM Advisory
Council’s STEM BEST (Businesses Engaging

Students and Teachers) programs and Iowa Jobs
for America’s Graduates.
From the work done by leaders from business,
education, nonprofits, communities, and the Iowa
Legislature and government agencies that spent
a year developing recommendations to create
Future Ready Iowa, we know that innovation and
collaboration between these stakeholders is key to
meeting our current and future workforce needs.
Across Iowa, these stakeholders are working
together now to create programs that address
barriers to education in their own communities. On
Oct. 7, the Iowa Bankers Association hosted a Future
Ready Iowa Summit that provided information to
attendees about the Future Ready Iowa initiative and
how employers could leverage it to grow their skilled
workforce. Employers heard from other employers
in the area about innovative ways they are reaching
out to underutilized communities as well to grow
their skilled workforce.

Like information technology, health care and
education, the financial services industry faces
a lack of skilled workers. Iowa needs everyone
invested to make sure hard-working Iowans have
the information, training and support needed to
connect to good-paying jobs and great careers
that will improve their lives. Regardless of the
role you play, there is a place for you to engage
in Future Ready Iowa, and we need you to help
ensure every Iowan has equal opportunity to
participate in our growing economy. There are
many Future Ready Iowa Summits scheduled
around the state and you can register to attend at
www.futurereadyiowa.gov.
Gov. Reynolds said it best in her Condition of the
State speech this year. “At its core, Future Ready
Iowa recognizes that there is dignity in meaningful
work, that Iowans yearn for the opportunity to
better themselves, and that those opportunities
exist right here in Iowa.”
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Compliance Corner

EXAMS, THEY ARE A-CHANGING
BUT IS IT FAST ENOUGH?
BY JULIE GLIHA

T
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here is no debate that preparing for
an upcoming regulatory exam is timeconsuming and stressful. Many bankers
may question whether the pain is worth the
feedback provided by the bank’s prudential regulator.
Others may inquire if all exams are created equal.
One of the best ways to provide feedback is
to complete the anonymous Regulatory Feedback
Initiative survey after each exam cycle. This survey
includes detailed questions to help the banking industry
“manage” their exam function and influence processes
and interpretations that may truly be outside the scope
of regulatory requirements. Several banks have done
just that and below are the results of their efforts.
SAFETY AND SOUNDNESS EXAMS

Between January 2018 and June 2019, only 23 Iowa
banks participated in this survey (22 commercial, 1
thrift). Those banks that did respond represent banks
with assets less than $50 million up to almost $5 billion,
with the majority having assets below $500 million.
The primary regulator conducting the examinations
included the Iowa Division of Banking (26%), the
Office of the Comptroller of the Currency (9%) and the
Federal Deposit Insurance Corp. (65%). When asked
if the respondents agree with their CAMELS rating,
85% indicated yes. In fact, 21% stated their CAMELS
rating improved. However, 14% stated their CAMELS
rating declined. The respondents indicated that the
information technology environment drove the length of
the exam, as did the experience level of the examiners.
There were several points of frustration throughout
the exam process. More than 43% indicated the
examiners asked questions for which answers may
have been obvious if the exam team had reviewed
the documents provided ahead of time, especially
in the area of internal controls and credit. Many
attribute this to the experience of the examiner-incharge. Bankers indicated more than 50% of the
EICs had less than five years’ experience supervising
examinations. In actuality, this number may be much
higher as another 39% indicated they did not know the
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years of experience of the EIC. The good news is the
respondents indicated they were satisfied with the
exam and that the examiners were primarily correct
in their application of “best practices” versus written
guidelines, regulations and rules. The not so good
news is that 22% indicated the examination staff was
not knowledgeable about their institution — frequently
applying large bank standards to very small institutions.
Some indicated the exam staff were from larger cities
or were unfamiliar with and did not ask about the local
economy. Others indicated the examiners were new
hires and had no history with the financial institution.
Overall, few banks indicated final exam
findings that were a surprise. Those that did felt the
conversations with the examiners were fair, patient
and workable. It appears, though, there is still a fear
of retaliation if report findings are appealed, however,
those numbers are declining. Seventeen percent
stated they would have appealed a report finding if they
didn’t fear retaliation during their next exam. One bank
expressed concern regarding capital requirements
indicating they are a well-capitalized bank according
to the FDIC’s own description. However, the bank’s
capital was less than the peer group and therefore the
FDIC downgraded the bank — not based on their own
guidelines but due to a peer group comparison. Liquidity
appears to be an area of special attention with more
than 28% indicating they received criticism in this area
— specifically in the areas of cash levels, contingency
funding plans and stress testing. Fifty-seven percent
also experienced criticism regarding information
and technology, especially in the areas of vendor
management and business continuity planning.
So what is of concern for the future? Respondents
indicated the following:
•
Cybersecurity
•
Interest rate sensitivity
•
Capital
•
Liquidity
•
CECL
•
Lack of experienced/educated examiners —
especially in the area of accounting/finance

COMPLIANCE/CRA EXAMS

IOWA BANKERS PARTNERSHIP

With the myriad of consumer compliance regulations,
preparing for and working through a compliance exam
is no picnic. Eighteen banks provided feedback on what
went well during their compliance and/or CRA exams
and what needs improvement. Banks responding have
assets from $50 million to just under $1 billion and all are
regulated by the FDIC.
At the conclusion of the exam, 88% indicated
their compliance rating remained the same with 12%
indicating it improved. All respondents noted the EIC
worked well with staff ahead of and during the exam
and there were no real surprises. More than 38% of the
respondents said examiners asked questions for which
the answers may have been obvious given a review of
the documents that were provided ahead of time. This
seemed to encompass many topics, including debit
card disputes, error resolution, garnishment processes,
account fees and changes, and virtually all areas that
would be discussed on day one of the exam. Clearly, this
is an area of frustration regardless of exam type.
Unlike the safety and soundness exams, all
respondents indicated the examination staff was
knowledgeable about the institution prior to the exam,
as well as the regulatory requirements. They also
felt the examiners did a good job of engaging senior
management with frequent conversations throughout the
exam process. Of those that disagreed with a regulatory
finding, 11% would have appealed the report finding but
were concerned about possible retaliation. Exam findings
appear to be limited overall with only 16% receiving
criticism under Reg. Z in general and TRID in particular.
No issues were identified regarding unfair or
deceptive acts or practices. One bank indicated
favorable acceptance of third-party audits, however,
there was a particular focus on “auditing the
auditor,” meaning the regulator expected the bank to
independently verify the scope and findings of audits
conducted by third-party vendors.
When asked what issues the banking industry will
face in the next 12-18 months, the respondents indicated:
•
Continued regulatory changes and related burdens
•
Increasing competition from non-bank lenders who
are not regulated as aggressively
•
Home Mortgage Disclosure Act
•
Fair lending
•
Unfair, deceptive, or abusive acts or practices
•
Beneficial ownership burden

At the conclusion of both surveys, the respondents
have the opportunity to opine on which issues the IBA
should focus to reduce regulatory burden or to increase
the success of their next examination. Overwhelmingly,
the bankers continue to focus on regulatory relief.
Suggestions included changing regulatory thresholds
— primarily scaling regulations to the complexity of the
organization (not just asset size) — or even modifying
the mountain of information requested prior to exams.
This includes attempts to tailor the request list to the
strength of the bank’s program and focus efforts on large
regulatory changes to limit consumer harm. Regulators
indicated that exams are more risk-focused, however,
that seems to occur only after banks have spent weeks
accumulating the extensive request list items. Several
called for changes to the HMDA that would exempt
banks from reporting if they originate less than 500 openand closed-end loans annually. Others indicated the need
to reform the Bank Secrecy Act, especially in relation to
Beneficial Ownership requirements and expectations for
monitoring of high-risk accounts.
There continues to be frustration with the “guilty until
proven innocent” viewpoint of fair lending. One banker
commented, “If community banks abuse their customers,
word gets out around the community and the bank will
cease to exist. There is no need for the overreaction to
fair lending risk at the community bank level.”
Lastly, bankers indicated the desire to extend the
exam cycles, especially for state-chartered banks that
are regulated both by the Iowa Division of Banking and a
prudential federal regulator, so banks are only examined
every two to three years with a rotating schedule (e.g.
IDOB in 2019, FDIC in 2022, IDOB in 2025, etc.) unless
significant issues are identified.
This feedback is invaluable in improving the
exam process, strengthening Iowa banks and
protecting consumers from harm. There is strength
in numbers. By taking the anonymous survey, banks
provide feedback that is shared with regulators
for the purpose of encouraging interaction with
management, maintaining a risk-based approach
and, when needed, holding regulators accountable.
If you have not completed your survey for 2018 or
2019, please consider participating. Your bank will
never be identified, but your voice will be heard.
Learn more about the Regulatory Feedback Initiative
at www.allbankers.org/initiative.html.
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Marketing $ense

NOW INTRODUCING:
THE NEW AND IMPROVED
IBA BANK PERKS
BY JOSEPH BIRKESTRAND
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or banks to remain competitive, they
need access to high-quality products.
That’s why the IBA offers IBA Bank
Perks. The IBA recently partnered
with a new vendor, Econocheck Corporation,
for our IBA Bank Perks program. Through this
partnership, we will continue to provide banks
access to products and services that can improve
their bottom line and help to increase customer
engagement.
IBA Bank Perks is an affordable and
customizable checking account program that
helps banks generate non-interest income while
also providing their customers
more value with access to a
variety of benefits and services.
With Econocheck powering IBA
FOR MORE
Bank Perks, the program will now
INFORMATION
www.econocheck.com
provide a wide range of superior,
tailored products and services. Some of the new
features include: financial wellness features such
as credit file monitoring, credit reports and scores,
health discounts, retail cash back rewards, cell
phone protection, and much more.
Partnering with Econocheck allows each
bank to tailor their individual program to suit the
needs and preferences of each bank’s specific
set of customers. Exact account fees will vary
depending on the perks and services each bank
elects to include in its program, but pricing will
be competitive. Because of the partnership with
Econocheck, the IBA has secured special pricing
specifically for IBA members.
FEATURES

There are a variety of features that are now
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included with IBA Bank Perks. Take a closer look
at the features.
• Security and protection: IBA Bank
Perks includes a number of security and
protection features. Each bank's customers
can now have access to identity monitoring
and credit file monitoring to help protect
against identity theft as well as fraud
resolution services in the event they
become, or suspect they are, a victim of
identity theft. IBA Bank Perks also includes
identity theft expense reimbursement
coverage for expenses that may be
incurred in order to restore one’s identity;
cell phone protection to cover replacement
costs if a customer’s cell phone is stolen
or damaged; and roadside assistance for
travel emergencies.
• Insurance: With IBA Bank Perks, member
banks can provide customers with accidental
death and dismemberment insurance
included with their checking account. Bank
members may choose from different amounts
of coverage to include with their accounts,
including a family plan with coverage for
dependent children.
• Network of savings: Through the IBA's
partnership with Econocheck, IBA Bank

•

•

Perks gives members access to saving
opportunities both nationally and locally.
Customers can take advantage of discounts
on everything from dining to entertainment to
prescription medicines. IBA Bank Perks now
includes cash back rewards programs for
customers as well.
Strategic analysis: Before a bank adds
IBA Bank Perks, Econocheck will conduct
an initial detailed analysis to help the bank
determine the best pricing variables and
engagement solutions to pursue, relative to
a retail “engagement” strategy. The focus of
this analysis is to minimize any disruption to
existing customers while maximizing customer
engagement and bank revenue.
Transition, implementation and general
support: When it comes to transitioning and
implementing the new and improved IBA Bank
Perks program, Econocheck and the IBA

are available to assist banks with customer
notification, IBA Bank Perks promotion and
staff training. Customer communication,
training and marketing materials will be
made available to all IBA member banks
migrating to the new program. Econocheck
also provides a call center fully staffed with
knowledgeable and courteous customer
service representatives that are available
to customers for any questions or concerns
about the program.
With so many features to choose from, IBA Bank
Perks is a simple and affordable way to enhance
your customers’ banking experience.
MORE INFORMATION

To enroll in or learn more about the IBA Banks Perks
program, contact Bill Lowe at bill@econocheck.com
or Lindsay Fiegle at lfiegle@iowabankers.com.

We thank our Military
Veterans for their
sacrifice and service.

Our best have your back.
When you need IT superheroes for important jobs like system upgrades, hardware and software rollouts and end-user setups, you want someone who shows up for the fight.
Someone who’s fearless in the face of a challenge. Someone who delivers.
Truth is, we all need a hero. And at Locknet Managed IT, we hire heroes with all sorts of experience in the field (and sometimes the battlefield). They’re ready, boots on the ground,
to put their dedication and problem-solving skills to work for you, managing complex IT issues as an extension of your hardworking internal IT department. So, if you’re holding out
for an IT hero, give us a call.
To all of our military heroes, thank you for your sacrifice and service, both home and away. And to all of our fearless IT warriors, thanks for fighting the good fight for our clients.

locknetmanagedit.com | 844-365-4968

Waterloo/Cedar Falls | Minneapolis | Rochester
La Crosse | Eau Claire | Wausau
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Essential intelligence, plus
the advantage of RateWatch.
That’s the power of S&P Global
Market Intelligence.
RateWatch has joined forces with S&P Global Market Intelligence to provide a single
source for interest rate data and analytics. We are committed to offering holistic
solutions to community banks across the U.S. Discover how the combination of two
market-leading data sets can be a powerful tool to help you grow your business.
Learn more at
spglobal.com/RateWatch

Copyright © 2019 S&P Global Market Intelligence Inc. All rights reserved.

VALUABLE INSIGHT
SOUND ADVICE
• Ranked Number 1 Legal Advisor by S&P Global for Bank
Mergers and Acquisitions based on the number of deals
in Minnesota and Iowa from 2017 through mid-2019
• Closed 21 Deals in the Upper Midwest during the same
time period
For more information, contact:
Marc Ward • 515.242.8901 • mward@fredlaw.com

fredlaw.com/bankfinance
IBAC080819
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HR Insights

FINDING THE RIGHT TALENT
REQUIRES THE RIGHT RESOURCES
BY KATIE FISCHER

W

hen talent is hard to find, we have
to start looking outside the box.
There is no magical job posting
website that will find you the best
talent in this low unemployment market, but there are
plenty of resources that can make it a little easier.
Following are a few programs and resources that are
doing great things around the State of Iowa.
Future Ready Iowa, a program initiated by Gov.
Kim Reynolds, was built to connect Iowans to the
training and education required for good paying jobs
and careers to improve people’s lives. Within this
initiative there are many great programs.
Iowa Clearing House for Work-Based Learning is
a virtual space that connects students and employers
through shared projects that give students real-world
work experience. The goal of this program is to help
employers grow and develop potential employees,
build brand awareness with the next generation, and
build relationships with schools and communities.
Registered Apprenticeship Program: Iowa has
more than 800 active Registered Apprenticeship
Programs and more than 8,700 active registered
apprentices. Ninety-one percent of apprentices that
complete an apprenticeship are still employed nine
months later. These programs provide customized
training that meet industry standards and are tailored
to specific needs of businesses, resulting in highly
skilled employees. There are grants available to
employers to support this program, and there are over
1,000 occupations with registered apprenticeships. It
is no longer a model for only the construction industry.
Home Base Iowa Partnership: Home Base
Iowa is Iowa's premier veteran program focused on
connecting Iowa businesses and communities to
skilled veterans and transitioning service members.
There is no cost to become a Home Base Iowa partner.
Home Base Iowa businesses and communities can:
•
Access veteran profiles and resumes through
the Home Base Iowa website using the "Find a
Veteran" feature.
•
Provide potential job seekers with veteranspecific information and opportunities.

Vocational Rehab: Iowa Vocational Rehabilitation
Services offers many innovative ways to introduce
banks to potential workers. Training programs can
be designed to meet specific business needs as
well as be customized according to the skill level of
the trainee. The Iowa VR Business Specialists will
review your needs, offer qualified candidates, and
develop a training plan with you before the new
trainee/employee begins employment. The specialist
will assist with any questions and provide technical
assistance during training.
Department for the Blind: The Department
for the Blind believes that with the right skills and
opportunities, a person who is blind or has low vision
can be a competitive and valuable employee. The
department has helped businesses throughout Iowa
hire and retain blind and low-vision staff.
The department will support employers with
on-site training, follow-up, accommodations and
technology. They start by discussing how to fulfill your
needs while offering fellow Iowans an opportunity
to share their skills and talents with others. With a
78% placement rate, Iowa ranks fourth in the nation
in the percentage of blind and low-vision people
successfully placed, employed and remaining in jobs.
Employers need to train and develop the staff they
are looking for, and Iowa banks need to start building
the pipeline of talent for the industry. Future Ready
Iowa's list of top occupations by annual projected
openings included loan officers with 260 openings.
Programs like the Iowa Clearing house could get high
school students introduced to the banking industry.
Once those students are pursuing their degree,
they need to continue to develop their familiarity
with banking through an internship/apprenticeship
program. By the time they graduate, they could have
years of experience already under their belts.

KATIE FISCHER,
SHRM-SCP
Vice President of
Human Resources
Iowa Bankers
Association

MORE INFORMATION

If you are interested in building an internship program
or partnering with the IBA on any of the initiatives
mentioned above, please contact Katie Fischer at
kfischer@iowabankers.com.
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Intro to Commercial Lending School graduates included Kristen Hurt (USDA Rural Development, Albia); Brian Kollasch
(Farmers State Bank, Algona); Jarrod Weichert (Farmers State Bank, Algona); Tascha Wykoff (Farmers State Bank, Algona):
Trevor Hulett (F&M Bank, Anamosa); Joshua Lemon (Bankers Trust, Cedar Rapids); Blayke Livingston Bankers Trust, Cedar
Rapids); Logan Dempsey (Cedar Rapids Bank & Trust, Cedar Rapids); Spencer Goettsch (F&M Bank, Cedar Rapids); Ian Karr
(F&M Bank, Cedar Rapids); Jacob Williams (F&M Bank, Cedar Rapids); Michael Jansa (Central State Bank, Coralville); Cindy
Hoyme (Kerndt Brothers Bank, Decorah); Eric Watson (Two Rivers Bank & Trust, Des Moines); Jonathan Yesulis (Two Rivers
Bank & Trust, Des Moines); Jake Wilding (Fairfax State Savings Bank, Fairfax); Eric Reicherts (First Bank Hampton, Hampton);
Stacy Cirks (USDA Rural Development, Humboldt); Thomas Dougherty (City State Bank, Indianola); Trevor Yanda (Peoples
Bank, Indianola); Kolby Hilgenberg (TruBank, Indianola); Nicholas Nolte (USDA Rural Development, Indianola); Alicia Houdek
(Kerndt Brothers Bank, Lansing); Jack Titus (F&M Bank, Lino Lakes, Minnesota); Brett Manternach (Ohnward Bank & Trust,
Marion); Rachael Swanson (First Citizens Bank, Mason City); Adam Miller (First National Bank, Muscatine); Daniel Obley (City
State Bank, Norwalk); Mark Cates (Guthrie County State Bank, Panora); Brian Malm (Iowa State Bank, Ruthven); Austin Homan
(Security National Bank, Sioux City); Clayton Harreld (Central State Bank, State Center); Thomas Amlie (Farmers State Bank,
Waterloo); Patricia Laubenthal (Farmers State Bank, West Bend); and Scott Blomme (County Bank, Williamsburg).

35 GRADUATE FROM INTRO TO
COMMERCIAL LENDING SCHOOL

T

hirty-five graduates completed the 2019
IBA Introduction to Commercial Lending
School in October. The school is an
intense three-day program, sponsored by
the IBA, that is designed to provide bankers with a
basic understanding of the principles and concepts
of commercial lending.
The Introduction to Commercial Lending School
is geared toward bankers new to commercial
lending, as well as branch managers, retail
lenders, credit analysts, support staff, and cash
management or international employees who want
to learn more about commercial lending.
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In addition to a pre-test and post-test, each
student’s performance was evaluated through preschool assignments and case study group work.
Participants were expected to attend all classes
and correctly answer 75% of the questions in the
final exam in order to successfully complete the
program.
MORE INFORMATION

For more information, please contact IBA’s Jill
Manternach at jmanternach@iowabankers.com or
800-532-1423.

Commercial Lending School graduates included Stephanie Berns (Northeast Security Bank, Independence); Nolan Boyd
(First Security Bank & Trust Co, Charles City); Tom Brandt (Central State Bank, Coralville); Jackson Clouse (Iowa State Bank,
Des Moines); Marci Dahl (Kerndt Brothers Bank, Lansing); Cody Davis (Cedar Rapids Bank & Trust, Cedar Rapids); Dan Denk
(Waukon State Bank, Waukon); Tessa Dinsdale (Lincoln Savings Bank, Ankeny); Melissa Fagen (Hills Bank, Lisbon); Stephanie
Gobeli (Ohnward Bank & Trust, Marion); Taylor Gray (Houghton State Bank, Red Oak); Katie Guse (First Citizens Bank, Mason
City); Jacob Hackman (First Citizens Bank, Mason City); Thomas Halligan (Heartland Bank, Gowrie); Adam Holland (Northwest
Bank & Trust Company, Davenport); Mark Jensen (CUSB Bank, Ridgeway); Taylor Klingenberg (Frontier Bank, George);
Jennifer Lessin (First Security Bank & Trust Co, Charles City); Nathan Meineke (CBI Bank & Trust, Muscatine): Bryan Moore
(Availa Bank, Carroll); Melissa Moretz (First Citizens Bank, Mason City); Braden Moser (Heartland Bank, Somers); Brian O'Hair
(Community Bank & Trust, Waterloo); Rachel Rollene (Iowa Falls State Bank, Iowa Falls); Hunter Rowe (American Bank, Le
Mars); Cody Selig (Central Bank, Sioux City); Barbara Smidt (Two Rivers Bank & Trust, Keokuk); Brady Smith (American State
Bank, Osceola); Daniel Steiner (BANK, Burlington); Justin Sweeney (Waukon State Bank, Waukon); Troy Ticknor (Home State
Bank Jefferson); Eric Tyner (Two Rivers Bank & Trust, Burlington); Jeffrey Vaassen Dubuque Bank and Trust, Dubuque); Keith
Vasey (INTRUST Bank, Prairie Village, Kansas); Abby Winter (Quad City Bank & Trust, Davenport); and Dale Wirtjes (Cedar
Rapids Bank & Trust, Cedar Rapids).

36 STUDENTS COMPLETE
COMMERCIAL LENDING SCHOOL

T

hirty-six graduates completed the
2019 IBA Commercial Lending School
in October. The school prepares
commercial lenders who have not been
exposed to formal commercial lending education,
or lenders who want to broaden their commercial
lending knowledge to serve efficiently and
profitably as commercial loan officers.
The school assumes a working knowledge of
commercial lending, and participants were limited
to officers or employees of a bank, a bank holding
company or a depository institution insured
by the Federal Deposit Insurance Corporation
(FDIC); and staff members of the Iowa Division of
Banking, Consumer Financial Protection Bureau,

Federal Deposit Insurance Corporation, Federal
Reserve Bank, Office of the Comptroller of the
Currency, or of the Iowa Bankers Association or
its subsidiaries. Applicants were also required
to have a recommendation from their financial
institution’s CEO.
The curriculum for the school involves a week
of intense classroom work as well as group case
study participation and problem loan work. The week
ended with a final examination for the students.
MORE INFORMATION

For more information, please contact IBA’s Jill
Manternach at jmanternach@iowabankers.com or
800-532-1423.
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IRA ADMINISTRATION: THREE
COURSES SET IN NOVEMBER

I

RA’s are one of the most sophisticated deposit
products financial institutions offer. Navigating
the requirements of federal law while answering
customer questions requires well-trained employees
with good resources at their fingertips.
The IBA will host three IRA administration seminars
Nov. 19-21 in Storm Lake, Ankeny and Cedar Rapids.
Presented by Laura Wilson of Pegasus Educational
Services, the IRA administration course will cover:
•
Traditional IRAs
•
Roth IRAs
•
Eligibility requirements
•
Contribution limits and deductibility
•
Participant distributions – voluntary and mandatory
•
Beneficiary distributions – voluntary and mandatory

•
•
•

Penalties and penalty waivers
Information reporting from the 5498 to the 1099R
Changes affecting IRA administration in the
upcoming year

If registered before Nov. 16, the cost to attend is $220
for members and $440 for nonmembers. After that
date, the cost rises to $240 for members and $460 for
nonmembers.
MORE INFORMATION

Learn more or register by visiting the IBA Event
Calendar at www.iowabankers.com. Contact Patricia
Fortune at pfortune@iowabankers.com or 800-532-1423
with specific questions.

CONGRATULATIONS 2019 GRADUATES FROM IOWA
We congratulate you on completing the rigorous 25-month program and joining the more than 20,000 alumni who have gone on to leadership
positions in their organizations, associations and the financial services industry. Best wishes for continued success!

Educating
Professionals,
Creating
Leaders

Chris Collinsworth
FDIC
West Des Moines

Rusty Hunter
First Heritage Bank
Shenandoah

Eric Miller
First Security Bank & Trust
Charles City

Patrick Slater
Fairfax State
Savings Bank
Fairfax

Dawn Danielson
Dubuque

Brad Joens
Hills Bank and Trust Company
Cedar Rapids

Kristine Norem
Fairfax State Savings Bank
Fairfax

Holly Storms
Laurens State Bank
Laurens

Clayton Davis
BANK
Morning Sun

Jan Kahler
Maquoketa State Bank
Maquoketa

Amy Oliver
TruBank
Indianola

Molly Valaskey
Premier Bank
Dubuque

Jeff Harder
VisionBank of Iowa
Grimes

Kyle Kumpf
Heartland Financial USA, Inc.
Dubuque

Valerie Pell
First Central State Bank
DeWitt

Scott Wiley
First Central State Bank
Eldridge

Terry Harder
Fidelity Bank & Trust
Holy Cross

Kurt Matthewson
VisionBank
Ames

Bryan Rowland
State Savings Bank
West Des Moines

Sponsored by:

5315 WALL STREET #280, MADISON, WI 53718 • PH. 800-755-6440 • GSB.ORG

32 | Iowa Bankers Exchange Fall 2019

Diane Wolfe
First Security Bank and Trust Co.
Charles City

GROW YOUR

CAREER
KNOWLEDGE
SHARE YOUR

Join an IBA Peer Group Today
In an Iowa Bankers Association peer group, you
can ask questions and share ideas to gather
best practices that will not only help your bank,
but can also help you advance in your career.
From CEOs and senior executives to technology,
HR, compliance and marketing, the IBA has a
peer group designed to fit your needs.
Contact Jill Manternach at 515-286-4375 or
jmanternach@iowabankers.com to learn more.

Data Reports | Networking
| Professional Expertise
| Support
www.iowabankers.com
Iowa Bankers
Exchange | 33

Educational Experiences

FEATURED
ONLINE EVENTS
PROBLEM LOAN WORKOUT IN TODAY'S MARKET
What should the bank do and not do when a good loan turns into
a bad loan and the payments are severely delinquent? An online
seminar being held at 10 a.m. Dec. 17 will answer that question.
The webinar, presented by David Osburn of Osburn &
Associates, LLC, will teach attendees how to better manage
problem loans and protect the rights of the bank in today’s market.
It will address the legal rights of the bank and the practical steps
that the bank should take in order to protect itself. Specifically,
the seminar will cover the collection process, restructuring
the loan, and/or proceeding against the borrower through
repossession, foreclosure, filing a lawsuit to obtain a judgment,
forcing the borrower into bankruptcy or simply walking away. This
section will also include the outside influence from the banking
regulators.
The program will begin with a review of the basics of how a
commercial loan request should be processed in today’s market.
This will include a brief review of correct business structure, the
six elements of proper loan structure, and the four aspects of
adequate loan support. The seminar concepts will be summarized
through case studies.
PROGRAM TOPICS

•
•
•
•

•
•

Review the management of problem loans.
Process a commercial loan in today’s market-correct
business structure, loan structure, and loan support.
Face the reality that some loans go bad.
Determine the bank’s strategy in protecting itself-collections,
restructuring the loan, repossession, foreclosure, filing a
law suit to obtain a judgment, forcing the borrower into
bankruptcy or walking away.
Assess outside influence by the banking regulators.
Apply the concepts through case studies.

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 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 www.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
www.iowabankers.com, and select "Member
Publications."

MORE INFORMATION

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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INSURANCE AND SERVICES, INC.

KNOW
NO
LIMITS
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.

Paul Davis
pdavis@bankers-ins.com

GIVE YOUR
SALES A BOOST

Karey Meek-Anderson
kanderson@bankers-ins.com

Call or email us today for more information.

800-532-1423
Don Easter
deaster@bankers-ins.com

LIFE

|

HEALTH

|

ANNUITIES

|

LONG-TERM CARE

|

M EDICARE S U P P L EM ENTS

|

D I SA B I L I T Y

Together, let ’s
make it happen.

Mary Voss
Call me at 515.577.0070

Based in Des Moines, Iowa, serving Iowa and Nebraska

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

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

Member FDIC

Denise Bunbury

Perry Rassler

Tom Ishaug

Jeff Restad

Callie Schlieman
701.433.7430

Todd Holzwarth
605.321.9197

402.301.3707

Mike Pate

Craig McCandless

Based in Madison,
Wis., serving
Wisconsin
and Illinois

Based in Minneapolis,
Minn. serving
Minnesota and
Western Wisconsin

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

Based in Alexandria,
Minn., serving
Minnesota

Based in Fargo, N.D.,
specializing in
bank stock and
Regulation O lending

Based in Sioux Falls,
S.D., serving South
Dakota and
Northeast Iowa

Based in Omaha,
Neb., serving
Nebraska

Based in Billings,
Mont., serving
Montana, Wyoming
and Idaho

608.234.1438

763.242.7518

701.866.4676

320.759.8401

406.850.3790

21104

We do not reparticipate any loans.

