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our members.
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GREG GANNON
East Region Chair
Iowa Bankers Association
Greg Gannon has been with DeWitt
Bank & Trust Co. for 23 years,
serving as president and CEO of
the bank since 2001. Gannon also
operates a 250-acre farm, growing
corn, soybeans, hay and beef cattle.
Gannon holds degrees from Iowa
State University and the University
of Missouri, along with a certificate
of public accounting.
Gannon serves on the boards of
multiple organizations, including the
Downtown DeWitt Improvement
District; Community Care, Inc.,
a nonprofit human services
corporation; the DeWitt Chamber
& Development Company; and as a
4-H Club leader.
Gannon is married to Cathy and
they have two children: Colleen,
who works at Lockheed Martin in
Denver, Colorado, and Brad, who is a
sophomore at Iowa State University.

4 | Iowa Bankers Exchange Winter 2018

Chair:
Peg Scott
Union State Bank
Greenfield

OUR REGIONAL CHAIRS
Northwest Region:
Benjamin Dvergsten
Security Trust & Savings Bank
Storm Lake
Northeast Region:
Erik Skovgard
Lincoln Savings Bank
Reinbeck
Central Region:
Tony Kaska
Midwest Heritage Bank
West Des Moines
East Region:
Greg Gannon
DeWitt Bank & Trust Co.
DeWitt
Southwest Region:
Kim Greenland
City State Bank
Mount Ayr

Chair-Elect:
Brad Lane
Security Savings Bank
Gowrie
President/CEO & Secretary:
John Sorensen
Iowa Bankers Association
Johnston
Treasurer:
Matt Lujano
Westside State Bank
Westside
Past-Chair:
Kurt Herbrechtsmeyer
First Security Bank & Trust Co.
Charles City

Southeast Region:
Aaron Kness
Iowa State Bank & Trust
Fairfield
BOARD MEMBERS AT-LARGE
Kyle Cook
Montezuma State Bank
Montezuma
Brett Smith
Wells Fargo Bank
Des Moines
Mike Wilson
Bankers Trust Company
Des Moines

SUBSCRIBE to the Iowa Bankers Exchange TODAY!
For more details, visit our website at iowabankers.com.

/iowabankers

@iowabankers

VALUABLE INSIGHT
SOUND ADVICE
Fredrikson’s Marc Ward was recognized as
Best Lawyers® 2019 Financial Services Regulation
Law “Lawyer of the Year” in Des Moines.
For more information contact:
Marc Ward
515.242.8901
mward@fredlaw.com

fredlaw.com/bankfinance

© 2018 Fredrikson & Byron P.A. All Rights Reserved.

www.iowabankers.com Iowa Bankers Exchange | 5

Election Analysis

REGULATION
& TAX EQUITY
Election Results Guide IBA's Areas
of Focus at State and Federal Level

BY JENICA LENSMEYER, ADVOCACY AND PAC COORDINATOR, IOWA BANKERS ASSOCIATION

JENICA
LENSMEYER
Advocacy and
PAC Coordinator
Iowa Bankers
Association

W

ith the midterm elections behind
us, the Iowa Bankers Association
is looking toward the future
legislative environment.
At the federal level, the Republicans were
able to pick up seats in the Senate – now holding
a 53-47 advantage – while the Democrats took
control of the House. Iowa’s congressional races
contributed to the Democratic flip of the U.S. House
of Representatives with state Rep. Abby Finkenauer
(D) defeating Congressman Rod Blum (R-IA 1) and
Cindy Axne (D) defeating Congressman David Young
(R-IA 3). Incumbent Congressmen Dave Loebsack
and Steve King were victorious in their races.
In Iowa, Republicans still have control of the
governor’s office, Senate and House. Notably, Kim
Reynolds (R) is now Iowa’s first woman to be elected
governor. Reynolds defeated Fred Hubbell (D) by
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approximately 38,000 votes. Republicans picked
up four seats in the Senate (32-18) and while the
Democrats were able to flip seven seats, it wasn’t
enough for the majority in the House (54-46).
So what do these results mean for the banking
industry? The IBA's primary focus at the federal
level will be on regulation while tax equity will be
the focus at the state level. The U.S. Senate will
remain under the same leadership with Sens. Mitch
McConnell (R) and Chuck Schumer (D) leading the
caucuses. Both Iowa Senators have been selected
for key roles. Sen. Chuck Grassley (R) will now serve
as Senate president pro tempore. This makes him
third person in line to the presidency. With Sen.
Orrin Hatch’s (R) retirement as chair of the Senate
Committee on Finance, Grassley will move from
judiciary chair to the finance chair. Grassley last
chaired the Senate Committee on Finance in the

IO WA'S C ONGR E S SION A L DE L EG AT ION

House District 1

Abby Finkenauer
Democrat

House District 2

House District 3

House District 4

U.S. Senate

U.S. Senate

Democrat

Democrat

Republican

Republican

Republican

Dave Loebsack

Cindy Axne

early 2000s, and under Senate GOP rules is eligible
to chair for two years. Sen. Joni Ernst (R) has been
elected as vice chairwoman of the Senate Republican
Conference.
With the flip of the U.S. House, there will be
entirely different policies and agendas. Rep. Maxine
Waters (D), who will now chair the Committee
on Financial Services, will treat banking issues
much differently than Rep. Jeb Hensarling (R).
The composition of the House Financial Services
Committee will change with approximately one-third
of its members new to the committee. The banking
industry can likely be most impactful in this new
environment working through the regulatory process
on relief measures that have already been enacted by
Congress. The American Bankers Association (ABA)
is considering the development of a regulatory relief
bill that they believe could advance in this Congress.
The focus at the state level for bankers will be
on tax equity. With the continued trifecta, legislators
will likely tackle tax reform 2.0. The IBA will continue
to work toward equal taxation amongst financial
institutions.
Iowa Senate leadership will stay the same with
Sen. Jack Whitver (R) as majority leader and Sen.
Charles Schneider (R) as senate president. Sen.
Randy Feenstra (R) and Sen. Jake Chapman (R) will
remain chairs of the Ways and Means and Commerce
committees, respectively. Likewise, there will be no
change in House leadership, with Speaker Linda
Upmeyer (R) and Majority Leader Chris Hagenow (R)
holding the reins. However, the House committee

Steve King

Charles Grassley

Joni Ernst

leadership, which is important to banking, will look
much different. Last session, Rep. Peter Cownie (R),
who was chair of the Commerce Committee at the
time, took on the role of House Ways and Means chair
following Rep. Guy Vander Linden’s (R) retirement
announcement. Cownie was not re-elected, therefore
House leadership has announced that the chair of
Ways and Means will be Rep. Lee Hein (R) and the
chair of Commerce will be Rep. Gary Carlson (R). Rep.
Todd Prichard (D) was selected as the new house
minority leader.
Bankers Unite in Legislative Decisions (BUILD),
the Iowa Bankers Association’s political action
committee had a record fundraising year, with bankers
personally investing more than $215,000. These dollars
were distributed to incumbents and candidates who
support Iowa’s banking industry. Overall, 90 percent of
BUILD-supported candidates won their elections.
This past legislative session, banks also invested
corporate money into Iowa Leaders in Education and
Advocacy (I-LEAD), the banking industry’s Super PAC. This
money was used to run an extensive campaign to educate
the public about the “credit union free ride.” These
investments significantly contribute to our industry.
Looking ahead to 2019, it will be important for
bankers to once again play an active role in the fight
for tax equity and tailored regulation. Relationships
with legislators are invaluable to our success as an
industry. Be active, contact your legislators, invite
legislators into your bank, visit the Capitol and,
most importantly, share your bank's story. The best
advocate for the banking industry is you.
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IBA Legislative Committee members, from left, John Ruan IV (Bankers Trust, Des Moines), Jim Plagge (Bank Iowa, Clive) and Mary
Kay Bates (Bank Midwest, Spirit Lake).

VOLUNTEERING WITH THE
IBA ENHANCES CAREERS

M

embership in the Iowa Bankers Association (IBA) comes with many opportunities to get
involved in the banking industry. With opportunities to advocate with legislative and regulatory
leaders, network with peers, or to take an active role in IBA events and opportunities, there
are many reasons to get involved.

JOSEPH
BIRKESTRAND
Editor, Iowa
Bankers Exchange
Iowa Bankers
Association

“There are a couple of different values to getting
involved with the IBA,” said IBA Chair Peg Scott
(Union State Bank, Greenfield). “First, it’s adding
your voice to advocacy, because it’s not just a small
number of banks that stand to benefit – it’s all banks.
The sheer number of voices and people talking to
regulators and legislators is very important.
“Second, being involved and networking and
understanding that everyone else is in the same
boat, or a similar boat that you’re in, is really helpful
just to run your own business. The networking
opportunities are really beneficial.”
BECOME A BOARD MEMBER

The IBA Board of Directors provides strategic
direction for the IBA and ensures that activities
contribute to the mission of the organization. It is
made up of bank executives who are in a position to
make decisions on their bank’s behalf.
“Serving on the IBA Board and the executive
committee has truly been one of the most
rewarding professional experiences in my career,”
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said Brad Lane, (Security Savings Bank, Gowrie),
the 2018-19 chair-elect. “The value of learning and
working with the very best in the industry from the
IBA staff and fellow colleagues is priceless to both
myself and our bank.”
There are also boards for Iowa Bankers
Mortgage Corporation (IBMC), Iowa Bankers
Insurance and Services, Inc. (IBIS), and the Iowa
Bankers Benefit Plan (IBBP). Members of these
boards provide guidance for the direction and
growth of each organization.
Peoples Bank in Rock Valley has partnered
with IBMC since expanding its mortgage business
in 1999. Twelve years ago, IBMC President Dan
Vessely approached Al Vermeer, CEO of Peoples
Bank, about joining the board of directors. Vermeer
is now chair of the board.
“I saw it as an opportunity to expand my
knowledge of the mortgage business while at the
same time using my skills and developing new
relationships,” Vermeer said. “Serving on the board
has not only allowed me to increase my knowledge

of the mortgage industry, it has also given me the
platform to develop my leadership skills and grow
new relationships with the IBMC/IBA staff and fellow
board members. You cannot put a value on those.”
Steve Spotts, (Iowa State Bank, Sac City), chairs
the IBIS Board of Directors. His bank has an insurance
agency that has worked with IBIS for nearly 30 years.
He was approached by former IBIS President Merritt
Krause about joining the board in 2013. It was a
request he easily accepted.
“I have gained a lot of insight into the insurance
industry, specifically, the challenges we face in health
care and how important it is to the IBIS staff that they
continue to be able to offer the best products for the
banks and their clients,” Spotts said.
JOIN A COMMITTEE

The IBA has several committees geared toward
various departments of a bank. Each one is designed
to get members more involved with IBA activities,
whether it’s through advocacy or education.
The Legislative Committee formulates and guides
the IBA’s legislative agenda through the political
process. Pat Gebel (State Bank, Charles City), says
his experience on the committee has been “a true
personal development journey” that he would
recommend to anyone.
“The Legislative Committee has provided me with
a foundation of the issues in our government that
impact our industry and has given me the confidence
to advocate nationally, at our state level, as well as in
the communities our bank serve,” Gebel said.

IBA Management Committee members, from left, Kevin Black (Heartland Bank,
Gowrie), left, and Robert Kistner (West Bank, West Des Moines).

Al Vermeer (Peoples Bank, Rock Valley), left, chair of the IBMC Board of Directors,
and IBMC President Dan Vessely take part in a board meeting in October.

The Agriculture Committee maintains a positive
relationship among Iowa’s agricultural lenders,
agribusiness, farmers and policymakers. The
committee is also heavily involved with organizing
the IBA’s Ag Bankers Conference. Michelle Klocke
(Peoples Bank, Hawarden) has been a member of the
committee for the last three years and is the current
committee chair. Along with networking, she says the
involvement in the ag conference has been a great
benefit to her career.
“I have taken pride in the quality speakers and
excellent learning opportunity [the ag conference]
provides for bankers across the state to come
together and hear about relevant topics affecting our
industry,” Klocke said. “I am very appreciative to the
IBA for giving me this opportunity for personal and
professional growth in my field.”
The Compliance Committee plans the IBA’s annual
compliance conference, provides comments and
feedback on state and federal regulatory initiatives,
recommends programs and products that enable
banks to better manage their compliance needs, and
more.
“The Compliance Committee has afforded me the
opportunity to learn about new and existing regulations
in a way that is not otherwise mirrored,” said Kristin
Davison (Clear Lake Bank & Trust Company, Clear
CONTINUED ON PAGE 10

www.iowabankers.com Iowa Bankers Exchange | 9

IBA Compliance Committee members, from left, Bobbi Gladson (Peoples Bank, Indianola), Brandy Achenbach (TS Bank, Treynor),
Sherri Sansgaard (Rolling Hills Bank & Trust, Atlantic) and Committee Chair Jamie Frett (Fidelity Bank & Trust, Maquoketa).

Lake). “It provides an avenue of communication with
others similarly situated so that we can maintain an
open dialogue regarding the implementation and
impact of new laws, rules and regulations.”
The Management Committee develops programs
and products that enable senior-level bankers to
enhance professional management skills. “It’s an
opportunity to get involved in and give back to your
industry,” said Management Committee member
Curtis Johnson (Cherokee State Bank, Cherokee). “It’s
also an opportunity to take on a leadership role in your
industry and to network with industry peers.”
The Marketing Committee helps guide the
development of the IBA’s public affairs strategies
to promote a positive image of the banking industry

Members of the IBA's Country Banker Peer Group, from left, From left: Eric Olson
(Peoples Savings Bank, Wellsburg), Dan Quinlin (Iowa Falls State Bank, Iowa
Falls), Andy Jones (Atkins Savings Bank & Trust, Atkins) and Kent Nelson (Fidelity
Bank & Trust, Oelwein).
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across Iowa, and assists with community and media
outreach efforts in their local communities to support
those strategies. Elaina Kempin (Fairfax State Savings
Bank, Fairfax) has been a member of the committee
since 2017 and highly recommends that other bank
marketers get involved.
“For small marketing teams, or especially as a
mighty team of one, you’ll gain fresh insight and ideas
to use within your own location,” Kempin said.
The Human Resources (HR) Advisory Council
provides input and recommendations related to the
human resources products and services offered by
the IBA and the employee benefits offered by Iowa
Bankers Insurance and Services.
“The HR Advisory Council has provided me the
opportunity to get to know my banking HR peers in a
way that I wouldn’t have otherwise connected with,”
said Jennifer Hanson (Ames National Corporation,
Ames). “The HR Advisory Council gives a voice to HR
programming that the IBA provides and an opportunity
to get to know IBA HR employees and what they can
provide to our banks.”
The Payments & Cybersecurity Advisory Council
monitors developments in payments systems and
cybersecurity. It also recommends industry education
and policy positions and offers strategic direction for
helping the industry move toward faster, more secure
payments in a ubiquitous environment.

PEER GROUPS

The IBA also provides opportunities for banking
professionals in all areas of banking to share ideas
and network with others in similar roles through
peer groups. Peer groups establish a network where
members can ask questions, share ideas and gather
best practices.
The IBA offers both traditional peer groups
that meet three to four times per year and online
peer groups that allow members to connect with
peers without having to spend time out of the bank.
Traditional peer groups include groups geared toward
CEOs and senior executives, technology experts, HR
professionals, marketers, compliance bankers and
internal auditors. Online peer groups are available for
senior lenders, chief financial officers, retail managers
and bank trainers.
“While no two banks are similar, the peer groups
ensure that nobody goes at it alone, and provide
support and the opportunity to share ideas, thoughts
and concerns with others,” said Kristin Davison
(Clear Lake Bank & Trust Company, Clear Lake). “Not
only does it give members the ability to ask others
questions, having others make similar inquiries

Members of an IBA CEO peer group, from left, Cameron Miles (Keystone Savings
Bank, Keystone), Dave Arendt (Peoples Savings Bank, Montezuma), and Kent
Rutherford (West Iowa Bank, West Bend).

brings analysis that [they] otherwise may not have
thought of.”
SCHOOL ADVISORY BOARDS

The IBA also offers bankers a chance to get involved
with organizing education opportunities for bankers
throughout the state. The IBA offers several schools
designed to enhance the skills of bankers in a variety
of roles. They provide formal education in areas of
commercial lending, compliance, consumer credit
and more.

HOW TO GET INVOLVED

To express interest in joining a board or committee, contact the staff liaisons listed below at 800-532-1423.
Staff Liaisons
•
IBA Board of Directors: IBA President & CEO John Sorensen
•
IBIS Board of Directors: IBIS President Chad Ellsworth
•
IBBP Board of Trustees: IBIS President Chad Ellsworth
•
IBMC Board of Directors: IBMC President Dan Vessely
•
Legislative Committee: IBA Senior Vice President of Government Relations & Compliance Sharon Presnall
•
Agriculture Committee: IBA Legal Counsel Bob Hartwig
•
Compliance Committee: IBA Vice President of Regulatory Compliance Julie Gliha
•
Management Committee: IBA Senior Vice President of Government Relations & Compliance Sharon Presnall
•
Marketing Committee: IBA Marketing Coordinator Lindsay Fiegle
•
HR Advisory Council: IBA Vice President of Human Resources Katie Fischer
•
Payments & Cybersecurity Advisory Council: IBA President & CEO John Sorensen
•
School Advisory Boards: IBA Education Coordinator Jill Manternach
To learn more about IBA peer groups or to join one, visit www.iowabankers.com and click on "Peer Group Coordination" under the "Education/
Training tab. Contact Jill Manternach 800-532-1423 with questions.
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Advocacy Training

Jim Baker

Kyle Baker

Eric Benne

Mike Cook

Luke Deardorff

Tessa Dinsdale

Leighton State Bank,
Monroe

Community Bank &
Trust, Waterloo

Two Rivers Bank &
Trust, Burlington

BankIowa,
Independence

First National Bank,
Ames

Lincoln Savings
Bank, Ankeny

Brian Eisbach

Eric Hockenberry

Mel Koop

Sarah Murray

Emily Stork

Zach Stubbs

Union State Bank,
Greenfield

South Story Bank
& Trust, Huxley

MidWestOne Bank,
Parkersburg

First Security Bank
& Trust, Charles City

Bankers Trust,
Des Moines

West Bank,
West Des Moines

12 BANKERS SELECTED
FOR LEADERS IN ADVOCACY
BY JENICA LENSMEYER, ADVOCACY AND PAC COORDINATOR, IOWA BANKERS ASSOCIATION

JENICA
LENSMEYER
Advocacy and
PAC Coordinator
Iowa Bankers
Association

T

he Iowa Bankers Association (IBA)
recently selected 12 bankers to
participate in the newly created Leaders
in Advocacy program.
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 to
the Capitol, leaders will work to establish a bank
advocacy plan to implement at their bank.
The class will gather for the first time on Jan.
15, 2019. Bankers will have the opportunity to attend
the governor’s Condition of the State Address at the
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Capitol followed by a discussion on the legislative
environment, advocacy efforts, and federal and
state legislative issues.
In February, the Leaders in Advocacy group
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 March for
Bankers Day on the Hill.
In June, bankers will fly-in to Washington,
D.C. to attend the IBA Capitol Hill Visit. While in
Washington, they will meet with regulators and
Iowa’s congressional delegation and staff.
This program will not only play a significant
role in the development of strong advocates for
the banking industry, but also will give bankers the
opportunity to learn the ins and outs of advocacy
while networking with bank leaders around the state.

Community bank,
global horizons.

Always your partner, never your competitor.™

Extend the reach of your community bank
with Bankers’ Bank international money
services. This affordable service has no
monthly fees and lets you choose from
multiple payment options including US
dollar wires, foreign currency wires, foreign
banknotes, and international checks.
Bankers’ Bank simplifies the process of
sending money internationally and our
experienced staff supports you through the
entire process. Provide the international
services your customers want with the
comprehensive international payment system
created especially for community banks.
Lindsey Stephenson 515.238.2100
Correspondent Banker - Western Iowa

800.388.5550

Shane Greenleaf 515.205.6919
Commercial Banker - Iowa

Jeanne Speas 515.238.5975

Correspondent Banker - Eastern Iowa

Member FDIC • Equal Housing Lender

BankersBank.com

I Hired BankOnIT Twice.
Having previously hired BankOnIT at another institution, Gus Barker at First Community Bank in Newell, Iowa,
knew that he wanted the same capabilities he previously had.
“BankOnIT’s security is unparalleled, and their staff’s excellent customer service and responsiveness is
outstanding,” Barker said. “BankOnIT provides policies and reporting that are specific to bankers’ needs; they
understand the business of banking. I rest comfortably knowing BankOnIT is helping protect the bank from
cyber threats and is helping us have the documentation regulators expect.”
Gus Barker
President & CEO
First Community Bank
Newell, IA

Ask BankOnIT SVP Roger Claypool how more Iowa banks are getting the results they want by hiring
BankOnIT at 712-212-3994, or rclaypool@bankonitusa.com.

800-498-8877

Entirely supported and hosted in the USA.
www.bankonitusa.com

solutions@bankonitusa.com
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IBIS Update

IT'S TIME
TO ASSESS
YOUR ATM'S
SAFETY
BY CRAIG M. COLLINS, PRESIDENT OF FINANCIAL SERVICES, ONEBEACON FINANCIAL SERVICES

A

TM security has been in the news
recently, so now is a good time to
take stock of the security measures
you have in place to protect the
machine against fraud and theft, as well as protect
customers who are using it.

•

ALL ATM LOCATIONS

Whether your ATM is located inside or outside your
bank, consider these safety measures for added
protection.
•
Maintenance: If maintenance on the machine
is required, be sure branch employees are
made aware of it ahead of time. A branch
employee should call a specific individual at
the bank or the manufacturer to confirm the
legitimacy of any service visit, since fraudsters
have been posing as “authorized ATM
representatives.” Additionally, ensure the key
to access the machine is specific to that ATM,
and is not a “universal key” for a generic lock.
• Alarmed top hats: Consider installing metal
top hats with contact alarms. Alarms should
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•

•

be designed to activate at the earliest
possible sign of tampering, and should be
incorporated into the bank’s main alarm
system.
Cameras: Clean and inspect cameras inside
the machine to confirm that they are properly
able to scan and record the area right outside
of the ATM. Also, confirm that other external
cameras are positioned so that they are in
sight of the ATM.
Card reader detection: Consider installing a
detection system that sends an alert or shuts
down the ATM when anything is attached to
the card reader or key pad. Also, the card
reader should be physically inspected for
skimmers each time the ATM is reloaded.
Networks: If software patches are available
for your ATM’s system, make sure they are
downloaded regularly and kept up-to-date.

In addition to the precautions above, the following
safety measures can be taken for machines in
specific locations.

DRIVE-UP ATMs

•
•

•

Guideposts should be brightly colored, freshly
painted and well-maintained.
Beware the “ram raid.” Anchor the machine
to the structure and the ground. The machine
should be alarmed and equipped with a GPS
tracker.
In winter weather locations, make sure the
area leading into and out of the ATM is cleared
of snow and ice, and is well salted or sanded
to prevent vehicles from sliding when entering
or exiting the area.

WALK-UP/CONTROLLED ACCESS ATMs

Make sure the ATM is in an open area that is
well-lit with no landscaping, signage or dividers
obstructing the view to the machine.
•
Walkways should be well-maintained and the
surface area should be in good condition.
•
In areas that experience winter weather,

•

ensure snow and ice are removed completely
and the area is well salted and sanded to help
prevent slips and falls.
Test and maintain the controlled access
system, including inspections to look for
skimmers on the access point hardware.

Wherever your ATM is located, examining the
machine and surrounding area should be part
of your daily routine. Address any concerns
or maintenance issues quickly to protect your
business and your customers.
Craig M. Collins is president at OneBeacon
Financial Services. He has more than 30 years of
experience in the financial institutions industry.
Collins can be reached at ccollins@onebeacon.com.
To learn more about OneBeacon Financial
Services, visit www.onebeaconfs.com.

99% Self-Service

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

Call 877.827.5445 to learn more
about solutions to improve efficiencies.
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IBMC Update

MBA MEMBERS URGE CFPB
TO CHANGE LOAN ORIGINATOR
COMPENSATION RULE
BY MIKE SOROHAN, MBA NEWSLINK, MORTGAGE BANKERS ASSOCIATION

N

early 250 senior executives of
Mortgage Bankers Association member
companies signed a letter urging the
Consumer Financial Protection Bureau
(CFPB) to make changes to its Loan Originator (LO)
Compensation rule, saying such changes would
help consumers and reduce regulatory burdens.
The letter to Acting Bureau Director Mick
Mulvaney said changes to the LO comp rule should
be the bureau's "top priority."
"The LO Comp rule causes serious problems
for industry and consumers due to its inflexible
prohibitions on adjusting compensation and
its amorphous definition for what constitutes
a proxy for a loan's term or conditions," the
MBA-sponsored letter said. "The rule harms the
efficiency of the mortgage loan market by limiting
lenders' ability to compete and consumers' ability
to shop."
The letter comes following a series of requests
for information (RFIs) on a number of topics that
Mulvaney pledged to review. The LO Comp rule
review was one of a dozen RFIs the bureau sent out
over the past year.
MBA President and CEO Robert Broeksmit,
CMB, told attendees of the MBA Annual Convention
& Expo last week that LO comp rules should
"provide the appropriate guidance" to help lenders
comply with the law. "We need the bureau to
provide common-sense exemptions and better
guidance, so we can provide consumers with the
best rates and customer service," he said.
The leader letter is the latest MBA
correspondence with the bureau on the LO comp
issue. Earlier, MBA organized a letter with nearly a
dozen industry groups urging the bureau to modify
LO comp rules.
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The leader letter recommends three key
changes:
•
Permit voluntary reductions by loan officers
to their compensation in response to
competition. The letter noted this change
would "significantly enhance" competition in
the marketplace, benefiting lenders who can
compete for more loans and consumers who
receive a lower cost loan offer. "Currently
a lender will be forced to decide against
making a loan if doing so is unprofitable due
to the requirement to pay the loan originator
full compensation for a discounted loan," the
letter said. "For the consumer, the result is a
more expensive loan or the inconvenience and
expense of switching lenders in the midst of
the process."

“We need the bureau to provide
common-sense exemptions and
better guidance, so we can provide
consumers with the best rates and
customer service.”
— Robert Broeksmit,
President of the Mortgage Bankers Association

•

Allow reductions to compensation when
the originator makes an error. "Greater loan
originator accountability will reduce errors
and encourage compliance with regulatory
requirements and company policy, leading to a
safer, more transparent market for consumers,"
the letter said. "The present rule prevents
creditors from holding their employees

•

financially accountable for mistakes or
deviations from company policy on a particular
loan. This is contrary to the central statutory
premise underlying the LO Comp rule--that
compensation is the most effective way to
incent loan originator behavior.
Allow variable compensation for loans
made under Housing Finance Agency (HFA)
programs. "HFA programs are particularly
important for underserved borrowers such as
first-time homebuyers and low- to moderateincome families who often encounter difficulty
accessing credit elsewhere," the letter said.
"However, the robust underwriting, tax lawrelated paperwork, yield restrictions and
other program requirements make HFA loans
more expensive to produce. Covering these
expenses is particularly difficult given many
HFA programs include limits on interest rates
and fees."

In addition to these changes, the signees also
recommended the bureau simplify the LO Comp
rule, noting it broadly prohibits compensation based
on loan terms or proxies for terms while providing
a short list of permissible compensation factors.
"The bureau should explore ways to clarify the
regulation, including by specifying a clear ‘brightline' list of impermissible compensation factors
rather than the current vague and complicated
‘proxy for a term' analysis," the letter said. "The
ambiguous current framework encourages widely
varying interpretations of the rule. This has the
perverse effect of disadvantaging those companies
that hew closest to the bureau's rule. Industry and
consumers would be better served with clear, easyto-follow bright-line rules."
– Article reprinted with permission from MBA
NewsLink, Mortgage Bankers Association.

Your SINGLE SOURCE for Community Bank building projects

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

www.Single-Source.Net
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From left: Dennis
Busta (MBT
Bank, Forest City)
and Mike Olson
(Lincoln Savings
Bank, Grinnell)
browse through
the items up for
bid at the IBA's
silent auction.
Proceeds from the
auction benefit
the IBA’s Real
Iowa Bankers
campaign on
Iowa Public
Television.

2018 IBA
CONVENTION

IBA President and CEO John Sorensen welcomes attendees to the 2018 IBA Convention.

50-year bankers, from left: L. Richard Anderson (Cherokee State Bank, Cherokee),
Susan Burger (Fidelity Bank & Trust, Worthington), Bryce W. Gause (First State
Bank, Lynnville) and Lois A. Rindels (GNB Bank, Grundy Center).

Joseph Otting, U.S. Comptroller of the Currency,
speaks to attendees at the IBA Convention.

Steve Elmore, chief economist at DuPont
Pioneer, gives the keynote presentation
at the Ag Breakfast & Economic
Overview at the IBA Convention.

A media panel discussed the election during th
Pictured, from left, Moderator Jimmy Centers
Register, Brianne Pfannenstiel (Des Moines R

Ken Burgess, chair of the American
Bankers Association, addresses
attendees during the opening session
of the IBA Convention.

From left: IBA
Chair Peg Scott
(Union State Bank,
Greenfield) and IBA
Past-Chair Kurt
Herbrechtsmeyer
(First Security
Bank & Trust,
Charles City) chat
during the Sunday
reception.

Attendees of the Past-Chairman's Luncheon, front row, from left: Jeff Plagge, Al Tubbs, Jim M
Herbrechtsmeyer and Clair Lensing. Back row: John Sorensen, Dave Nelson, Dwight Conover,
Brad Davis, Charlie Funk, Tom Pohlman, Roger Claypool, Tom Gronstal, Ron Hansen, Jim Schip
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he convention's Legislative Symposium.
s, Kathie Obradovich (Des Moines
Register) and Dave Price (WHO-TV).

Matthys, Roger Rinderknecht, Bill
r, Susan Whitson, Steve Goodenow,
pper and Kurt Herbrechtsmeyer.

Leslie Miller (State Savings Bank, Knoxville), center, receives the Leach Leadership
Award from former Congressman Jim Leach, left, and 2017-18 Past-Chair Dave
Nelson (West Bank, West Des Moines).

The IBA Executive Committee, from left, Treasurer Matt Lujano (Westside State Bank,
Westside), Past-Chair Kurt Herbrechtsmeyer (First Security Bank & Trust, Charles City), Chair
Peg Scott (Union State Bank, Greenfield), Chair-Elect Brad Lane (Security Savings Bank,
Gowrie) and Secretary John Sorensen (Iowa Bankers Association, Johnston).

Wes Ehrecke, (Iowa Gaming Association, West Des Moines), right, who
serves as the convention's exhibit hall announcer awards $100 to Craig
Braget (MBT Bank, Forest City), whose name was drawn during a break.

Lisa McQuillen (F&M Bank, Manchester)
was the first to cross the finish line during
the Iowa Bankers Benefit Plan 5K Fun
Run/Walk.

Dave Nelson (West Bank, West Des Moines), right, plays
Jenga at the Iowa Bankers Association booth as Tom
Pohlman (Ames National Corporation) looks on.
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IBA TECHNOLOGY CONFERENCE

More than 100 Iowa bank technology experts and more than 50 exhibitors attended the IBA's annual Technology Conference.

Jeremy Miller (Iowa State Bank, Parkersburg) speaks with
exhibitors during a conference break.

Jerimi Kopsa takes the putting challenge
at the Vantage Point Solutions booth.

From left: Caleb Schultz (F&M Bank, Cedar Rapids)
and Chris Crozier (Two Rivers Financial Group, Inc,
Burlington), chat during a conference break.

Katherine Fish (PCSB Bank, Clarinda) takes
notes while meeting with exhibitors during
a conference break.

During a break, Craig Strother (Mount Vernon Bank & Trust
Company, Mount Vernon), right, speaks with Data Business
Equipment's Mike Sample in the exhibitors' hall.

From left: Brent Gaulke (Marion County State Bank, Pella)
and Andrew Wood (Decorah Bank & Trust, Decorah) visit
in the exhibitors' hall during a break.

Chad Knutson
of SBS
Cybersecurity
speaks to
conference
attendees
about
cryptocurrency,
cybercrime and
the dark web.

Vicky McKim
of Aureon
speaks to
conference
attendees
about
developing and
conducting
a table-top
exercise.
Mike Hayward (Ohnward Bancshares, Inc, Maquoketa)
speaks with Rachael Schwartz (Computer Services,
Inc.) in the exhibitors' hall.
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IBA COMPLIANCE CONFERENCE

More than 200 compliance bankers attended the Iowa Bankers Association's (IBA's) annual Compliance Conference in November.

IBA Compliance Committee member Janet Alingh
(Cherokee State Bank, Cherokee) speaks with a
colleague at the IBA Compliance Conference.
A panel of regulators, including, from left, Alesa Hinz (Federal Reserve), Missie Murphy (Federal Deposit
Insurance Corporation), Christine Peckumn (Office of the Comptroller of the Currency) and moderator Angel
Wallis (Walcott Trust and Savings Bank, Walcott) offer tips on achieving a successful compliance exam.

From left: Kathy Balvanz and Donna Lawler (Hardin
County Savings Bank, Eldora) chat prior to the opening
session of the IBA Compliance Conference.
IBA
Compliance
Committee
Chair Jamie
Frett (Fidelity
Bank & Trust,
Maquoketa)
addresses
attendees at
the IBA
Compliance
Conference.

Kara Sejnoha (Bankers Trust, Des Moines)
listens to a speaker during the conference.

From left: Alma Johnson and Amy Warren (Farmers Savings
Bank, Wever) listen to a speaker during the conference.
Alison Ehlers
(Westside
State Bank,
Westside)
plays Jenga
at the IBA
Booth during
a conference
break.

Randy Dean, "the email sanity
expert," gives attendees tips for
better organizing email.
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PEG SCOTT:
FROM TELLER
TO CEO TO
IBA CHAIR
Peg Scott, chair of the IBA Board of Directors, leads a toast during the IBA BUILD reception in September.

BY JOSEPH BIRKESTRAND, EDITOR, IOWA BANKERS EXCHANGE

P

eg Scott’s banking profession began at the ground level as a teller at Union State Bank in
Greenfield. Her commitment to her community and to the banking industry led her to advance
her career, seek a college degree as a nontraditional student and, eventually, recruit a group of
investors to purchase the bank in an effort to keep it locally owned and operated. Today, she is the
chief executive officer and chief financial officer at Union State Bank, along with serving as the 2018-19 chair
of the Iowa Bankers Association (IBA) Board of Directors.

JOSEPH
BIRKESTRAND
Editor, Iowa
Bankers Exchange
Iowa Bankers
Association

“Banking has always been my ideal job,” Scott
said. “I started shortly after high school, but when
I was in high school, I just loved accounting. It was
my passion, so when I was able to get a job at the
bank, it was like my dream came true.”

advance any further in her career.
“I talked to my boss to ask him if he ever
considered filling that position from within,” Scott
said. “He was a great guy, but it just never occurred
to him. That’s when I decided to go back to school to
get my degree.”

EARLY CAREER

Scott transitioned quickly from teller to assistant
cashier, but it was quite a few years later before she
advanced further in the bank.
“It was years in the same position because, in
a small bank, there’s no movement, basically,” Scott
said. “We had to wait for quite a long time.”
When a loan officer at the bank retired and
the position was filled externally, Scott realized
she needed to take the initiative if she wanted to
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BACK TO SCHOOL

During the meeting with her boss, Scott discussed
the lack of middle management at the bank. As
she enrolled at Simpson College in 1999, her goal
became to move into an operations officer position
to help provide the structure the bank was missing.
At the time Scott enrolled at Simpson, she had
two daughters going through college at the same
time. Her oldest daughter was in her final year and

living at home part time while her youngest daughter
was still living at home full time while working on her
degree. Scott says she would study with her at night
to help her stay focused.
“I would study with her until 9 o’clock at night, and
then I would study more after that,” Scott said. “It did
help me. I knew what she needed to do because I was
going through it as well.”
Scott’s experience was a little different, however,
as she continued to work full time while traveling
to Des Moines for classes two to four evenings per
week and again on Saturdays. She also took one
class in Indianola and one class online. She says time
management was the biggest challenge she faced as
a nontraditional student.
“You just have to put your head down and plow
through it and be very diligent in your studying,” Scott
said. “Having never been exposed to any kind of
college, it was pretty exciting and frightening at first,
but I really got hooked and I really enjoyed it.”
BUYING THE BANK

After completing her degree, Scott did move into an
operations officer role and eventually vice president
of operations. In 2007, the owners of the bank decided
to sell. Scott realized early on that allowing it to be
absorbed by a larger, out-of-state bank might not be
best for her community or the bank employees.
“I was in charge of pulling information together
for the bidders,” Scott said. “Frankly, a couple of them
said, ‘Well, we’re going to have to get rid of some of
the employees.’”
That’s when Scott and her husband, Jim, decided
to start recruiting some local investors to pursue
purchasing the bank so it could remain locally owned
and operated.
“We wanted continuity – the same bank with the
same employees, just different owners,” Scott said.
“We felt that was important, so that’s really what
made us make the decision to try to buy the bank.”
Scott credits her attorney for providing great
advice in how much money they would need to raise
to be able to put forth a winning bid.
“We had a really good attorney,” Scott said. “He
would tell us how much we needed, and then every
time we came back, he’d say, ‘Well, maybe you ought
to get another million.’”
Through that advice, Scott’s group of investors

was able to raise enough money to win the bid,
keeping Union State Bank a locally-owned community
bank – something Scott says was very important to her.
“We are a small community, and so if there were
no small banks in these communities, there would be
a lot of customers that I feel would fall through the
cracks,” Scott said. “I don’t feel like a large institution
could afford to put the manpower into it to work
directly with the customers like a small community
bank can. We know these people; we see them on the
ballfields with our kids and grandkids; we go to church
together; we see them at the grocery store. Of course
we’re going to work harder for them than someone
who’s out of state.”
GETTING INVOLVED

At the IBA Convention in October, Scott began her
term as chair of the IBA Board of Directors. Her
involvement with the IBA began in 2013 when she was
asked to serve as secretary for the Southwest Region.
Although such a position was a little outside her
comfort zone, she agreed to serve as secretary, then
moved up to region chair the following year.
“I’m not necessarily an outgoing person,” Scott
said. “I didn’t really want to (be secretary) but I felt like
I needed to take my turn. The bank’s been a member
of the IBA for as long as I can remember, so I felt like it
was the least I could do.”
Although she was reluctant to get involved at first,
she is happy she did and advocates for bankers at
all levels to get involved. And she says she likes best
being able to meet with legislators and regulators
when advocating for Iowa banks.
“When I get to meet with legislators, and you get
to see that they understand what we’re asking for
and they commit to fight for us, that’s very gratifying,”
Scott said. “Also, speaking with regulators – I’ve not
had really satisfying moments with them, but I have
been very proud to have been able to enlighten them.
… I’m talking about small banking, and when they
get a little insight into that, it makes them much more
aware of what’s happening on our side.”
During her term as chair, Scott says she looks
forward most to making more progress on creating tax
equity for financial institutions.
“We’re much closer to tax equity than we have
ever been,” Scott said. “I’m very hopeful we can
continue to make substantial progress this year.”
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Guest Column

SHATTERED

MYTHS

OF BANKING

ACHIM GRIESEL
President
Haberfeld &
Associates

BY ACHIM GRIESEL, PRESIDENT, HABERFELD & ASSOCIATES

B

anking has more customer data than about
any other industry. We know financial and
personal information and how customers
spend money. With data, we can
understand behavior patterns for millions of people.
As bankers, we go to conferences and look for
the next silver bullet, but ignore what happens in our
own customer base. We love buzz words, and talk
about Big Data, machine learning, and AI, but base
our conclusions on personal opinions or small surveys
while we have access to data, actual transactions,
and behavior patterns for millions.
To disregard this verifiable data in favor of notions
we think we understand eventually allows myths, like
the five below, a place in decision-making. That can
be detrimental to a community financial institution.
How do you spot these myths and what should you
do? Read on.

MYTH 1: FOR MILLENNIALS AND GEN Z,

than older customers, but had a clear preference
for visiting branches for some transactions – just as
much as the older segment. That seems to explain
in part a recent analysis showing that in the last five
years, Google searches for physical bank locations
doubled. To all generations, it seems, the branch is
still essential.
To attract younger customers, you need a
balanced acquisition strategy and good solutions
in-branch and online. It’s true for delivery as well as
marketing channels.
Data from more than 2,500 branches of
community-based financial institutions shows a
multi-channel approach could attract about 10
percent more of the younger market segment than
represented in a footprint.
Our belief is you can attract younger segments,
and win their loyalty, with an omni-channel approach,
a core relationship and low-cost deposit acquisition
strategy and a simple desire to grow.

DIGITAL IS THE ONLY THING THAT MATTERS

A Celent study, recently posted to The Financial
Brand, showed that Millennials and Generation Z
adopted online and mobile banking at a higher rate
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MYTH 2: THE BRANCH IS DEAD

The branch isn’t dead nor have digital channels
failed to meet customer’s expectations; customers

simply want choices. According to the Celent study,
customers prefer the branch for more complex
relationship-based activities, but handle simple, more
transaction based activities online. Overall, fewer than
10 percent of customers prefer only digital.
This is right in line with what we’ve discovered
at Haberfeld. For 73 percent of customers, the first
product is the checking account. Over the last few
years we have tracked online and in-branch opening
stats at more than 300 community FI branches. In
this sample of more than 500,000 core relationships,
at institutions allowing account openings online, 95
percent of new relationships were started in branch.
Channels as well as choices are important!

“As an industry, we need more to
earn trust and build relationships.
The branch is one channel, but we
need to serve customers well in
all channels.”
— Achim Griesel,
President, Haberfeld & Associates

MYTH 3: TO GAIN CORE DEPOSITS,
YOU NEED TO OFFER A HIGHER RATE

Higher rates get more deposits, but is that the best
way to grow? Attracting rate-sensitive customers is
a risky approach in today’s rising-rate environment.
Data from community based financial institutions
representing more than 2,500 branches in the U.S.
shows you can grow core deposits even without a
rate. Few of these 2,500 branches offered an above
market rate, yet grew core deposits at twice the
industry pace.
The key to sustainable core deposit growth, for
core relationships as well as time deposit money, is a
balanced strategy that includes a good sales process.
MYTH 4: INCREASING FEES DOES
INCREASE FEE INCOME

There are several ways to increase your non-interest
income, but raising or implementing fees is the

least sustainable. It leads to higher attrition, fewer
customers and less fee income.
Value-added accounts that offer services for a
fee may be a good solution for the 10-20 percent of
customers willing to pay. If you push customers into
this type of product, attrition increases and long-term
fee revenue suffers. Attrition with these products can
be as much as three times the average. You can offer
services with associated fees, but it provides limited
growth. For sustained growth, a better option is to
expand your customer base.
MYTH 5: WE CAN FOCUS ON
THE BUSINESS SEGMENT ONLY

There are quite a few mid- to large-size banks
focusing only on business customers. The reason:
a business relationship is four times more profitable
than a consumer. But, when we analyzed about
500,000 business relationships, we found some
interesting correlations:
•
For 55 percent of businesses, the checking
account is the product initiating the relationship.
•
For 31 percent of business customers, the
consumer account was the first relationship with
the FI.
That means one third of all business accounts
come from a consumer relationship. So, if a
community FI only chases business customers, it’s
limiting profitability. This may work for large FIs,
with thousands of customers per branch, but not
community FIs with branch capacity to spare.
Today, customer experience and convenience is
defined differently. As an industry, we need more to
earn trust and build relationships. The branch is one
channel, but we need to serve customers well in all
channels. An omni-channel approach in delivery, as
well as our marketing, is key to our long-term growth
and success.
Achim Griesel is president at Haberfeld, a
data-driven consulting firm specializing in core
relationships, customer, and profitability growth for
community-based financial institutions. Mr. Griesel
can be reached at agriesel@haberfeld.com or
402-323-3793.
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Compliance Corner

PROTECTING
OUR ELDERS
JILLIAN SWAIN,
CRCM
Compliance
Analyst
Iowa Bankers
Association

BY JILLIAN SWAIN, COMPLIANCE ANALYST, IOWA BANKERS ASSOCIATION

F

inancial abuse, put simply, is controlling
a person’s ability to acquire, use or
maintain financial resources. Financial
abuse can be seen in several forms in
a bank: forged checks, unauthorized debit card
transactions, scams that deceive the account
owner into sending their own money on a false
pretense, etc. These fraudulent activities could
be perpetrated by family members, friends, or
strangers and can happen to anyone. However,
elder financial exploitation is a growing concern
for many banks, often seen in day-to-day business
interactions with elderly customers. A June 2018
white paper released by the Securities Exchange
Commission (SEC) on elder abuse1 cited the cost
to victims is reaching nearly $2.9 billion per year.
To combat elder financial exploitation,
banks must understand their responsibilities
and options for reporting suspected abuse. In
2011, FinCEN released guidance on suspicious
activity reporting of elder financial exploitation.2
The guidance provides that a bank should file a
suspicious activity report (SAR) for elder financial
exploitation using the same triggers as required

26 | Iowa Bankers Exchange Winter 2018

in 31 CFR Chapter X (Bank Secrecy Act). If the
bank knows, suspects, or has reason to suspect
that a transaction has no business or apparent
lawful purpose after reviewing and investigating
the circumstances and facts, then a bank must
file a SAR when the transactions meet the dollar
thresholds. The guidance also explains the victim
should not be reported as the subject of the SAR
and that the term “elder financial exploitation”
should be included in the narrative.
In these situations, the filing of a SAR
is technically the bank’s only regulatory
requirement. Nonetheless, under Iowa Code
235B.3(4), bank employees may voluntarily report
suspected financial abuse:
235B.3(4.) An employee of a financial institution
may report suspected financial exploitation of a
dependent adult to the department.
While not mandatory reporters, Iowa banks
can choose to report suspected elder financial
exploitation. If a bank chooses to voluntarily
report, the Iowa Department of Elder Affairs
www.iowaaging.gov, the Iowa Department of

Human Services https://dhs.iowa.gov/dependent_
adult_abuse, or Adult Protective Services are all
acceptable agencies (departments) to report the
suspected elder financial abuse.
The FinCEN SAR guidance and the Iowa Code
provision are not new and have been what Iowa
banks have relied upon when investigating and
reporting elder financial exploitation situations in
the past. Recently, the passage of the Economic
Growth, Regulatory Relief, and Consumer
Protection Act,3 often referred to as S. 2155, added
federal protections for banks compelled to report
suspected elder financial exploitation. Essentially,
section 303 of S. 2155 clarifies that under federal
law, employees of a bank and the bank itself will
be protected from liability for reporting suspected
elder abuse to a covered agency as long as certain
requirements are met.
The law specifies that disclosure of suspected
elder financial exploitation may be made to a
“covered agency.” A covered agency includes
state financial agencies, federal agencies that
are members of the Federal Financial Institutions
Examination Council (FFIEC), law enforcement,
and state or local agencies responsible for
administering adult protective services; which
includes the Iowa agencies detailed earlier in this
article.
To invoke the protections from liability, the
individual making the report must be an employee
who serves as a supervisor or in a compliance or
legal function, including as a Bank Secrecy Act
officer, for the bank. They must have made the
disclosure in good faith and with reasonable care.
In addition, the employee must have received
training on elder financial exploitation prior to
making the report. A bank employee or a third party
selected by the bank may conduct the training. The
training must include:

•

•
•

Information on how to identify and report
suspected exploitation of a senior citizen
internally and, as appropriate, to government
officials or law enforcement authorities, and
common signs that indicate the elder financial
abuse;
Discussion on the need to protect the privacy
and integrity of each customer of the bank; and
Be appropriate to the job responsibilities of the
individual(s) attending the training.

Section 303 of S. 2155 was effective immediately
upon being signed into law on May 24, 2018. With
the enactment of this section, if the requirements
are met, a bank can rely upon the federal protection
in addition to the state protection already in
place in Iowa Code 235B.3(4). This should provide
confidence for banks who were previously hesitant
to report suspected elder financial exploitation
because of concerns of potential liability.
Banks play an important role in identifying and
curbing elder financial exploitation due to the close
nature of customer relationships. To protect our
elders, a bank should train its staff to stay alert to
warning signs of possible financial exploitation,
follow FinCEN’s guidance on when to report a SAR,
and have procedures in place that address not
only SAR reporting, but also the “when, how, and
to whom” reporting will be made to other qualified
agencies as applicable.
Footnotes:
1
https://www.sec.gov/files/elder-financialexploitation.pdf
2
https://www.fincen.gov/resources/advisories/
fincen-advisory-fin-2011-a003
3
https://www.congress.gov/bill/115th-congress/
senate-bill/2155

NEED COMPLIANCE HELP? GIVES US A CALL

The Iowa Bankers Association (IBA) compliance department offers a variety of products and services to assist members in compliance
efforts. In an ever-changing regulatory environment, IBA's compliance professionals strive to provide support and advocacy. One way
members can receive guidance on compliance issues is through the IBA Compliance Hotline. For answers to any compliance-related
questions, feel free to call 844-REGS411 or 844-734-7411.
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Marketing $ense
MARCUS
SHERIDAN
Author, Keynote
Speaker & Partner
iMPACT

THE 10
COMMANDMENTS
OF GETTING CONTENT
MARKETING BUY-IN EVERY TIME
BY MARCUS SHERIDAN, AUTHOR, KEYNOTE SPEAKER & PARTNER, iMPACT

I

’ll admit it—I’m on a content marketing buy-in kick.
But you can’t blame me, really. The No. 1 email I
get comes from wildly frustrated, and often depressed
(no, not kidding), marketers who are trying to get
management and employees to buy-in to this thing we all
call content marketing.
Furthermore, I have reached the conclusion that
NOTHING GREAT HAPPENS IN THIS SPACE WITHOUT
BUY-IN. (Yes, I was yelling there, just in case you couldn’t
hear what I was saying.) And if I may brag for just a
minute; in the last three years I’ve experienced a LOT
of success getting buy-in with organizations of all sizes,
from the CEO to the summer intern, to embrace content
marketing and establish a culture therein.
So, I want to sum up all I’ve learned and give a simple
list I’ve heretofore dubbed “The 10 Commandments of
Getting Content Marketing Buy In.” Here it goes:

THE 10 COMMANDMENTS OF GETTING
CONTENT MARKETING BUY-IN

1.

Thou shalt not use the phrase “content marketing”
(when discussing this with your team and
management): Instead, start using words like
listening, communicating, teaching and helping. If
you do this, your staff and team might start to care
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2.

3.

4.

and actually see the “big picture” as to what this is
really all about. You may think this is silly semantics,
but think again.
Thou shalt never say the word “blog” or “blogging”
again: No one on earth has ever developed a
relationship with the word blog. Again – listen,
teach, communicate, help. Besides, at this point in
time, a blog (in terms of a definition) is just a way
of formatting educational articles on a website. (At
least, that *should* be the case.)
Thou shalt eliminate as many marketing acronyms
from your language as possible: For example, don’t
teach your staff to be better at “SEO”– it’s about
producing content so that people will find you when
they search online. Explain things without jargon
in a way that anyone and everyone can nod in
affirmation is key here and the quality of the best
teachers in any space.
Thou shalt hire a content marketing manager: This
needn’t be difficult folks, as the world is full of recent
journalist graduates thirsting to use their skills.
Assuming they have the ability to write, edit, interview,
and do video – they just may be an exceptional
candidate for your content marketing manager and
the leader of this campaign going forward.

5.

6.

7.

8.

Thou shalt have a content marketing workshop
with your entire team: This is simply too important
to skip or overlook, especially when trying to help
those persons in a sales department buy-in. This
meeting should answer three essential questions
regarding content marketing: What it is, How to do it,
and Why it’s so very important to be a part of it.
Thou shalt help the sales department understand
how great content, when used properly, is the best
sales tool in the world: Not only that, but it will make
their jobs much easier while giving them more time
to spend on qualified leads and better quality of life.
Who wouldn’t want those benefits?
Thou shalt embrace “insourcing:” Utilize your
existing employees for content production, and you’ll
likely get better content and results. Furthermore, if
they’re helping to produce the content, they’re going
to take more pride and ownership in said content.
This is critical.
Thou shalt identify the best means through
which each employee can help: Remember, not

everyone communicates the same way. Are they
a writer, actor, talker, or questioner as taught in
this article?
9. Thou shalt make employee participation required
and part of their job description: Successful content
marketing isn’t utopia, people. It’s like anything else
in the workplace – a duty that is critical to success.
10. Thou shalt keep your employees informed of
successes, victories, and other news: Whether it’s
ongoing trainings, updates, email newsletters, etc.
– the content marketing manager needs to keep the
rest of the team up to date on the score of the game.
So there you have it folks – 10 tips that will clearly make a
BIG difference when trying to get content marketing buyin from your company’s management and employees. Tell
me, what else would you add to the list?
Article reprinted with permission from Marcus
Sheridan of iMPACT, formerly The Sales Lion –
www.impactbnd.com.

2018-19 IBA Marketing Committee

The 2018-19 Marketing Committee includes, from left, Lisa Dwight (Bankers Trust, Des Moines), Alison Muller-Heit (Leighton State
Bank, Pella), Chad Kreel (Community Savings Bank, Edgewood), Stephanie Bauer (Commercial Savings Bank, Carroll), Rebecca
Prescott (Peoples Savings Bank, Indianola), Committee Chair Amy Hospodarsky (MidWestOne Bank, Iowa City), Dustin Harvey (Iowa
Trust and Savings Bank, Centerville) and Elaina Kempin (Fairfax State Savings Bank, Fairfax). Not pictured: Hannah West (Iowa State
Savings Bank, Creston), Alicea Porter (Farmers Trust and Savings Bank (Buffalo Center) and Kyle Wilson (First National Bank, Creston).
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HR Insights

HR BEST PRACTICES:
WHAT TO REVIEW IN 2019
BY KATIE FISCHER, VP OF HUMAN RESOURCES, IOWA BANKERS ASSOCIATION

A

s you look ahead to 2019, here are some
human resources (HR) best practices
that may be worth reviewing in the new
year.

EMPLOYEE HANDBOOK

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

When was the last time your handbook was
updated? Are you reviewing it at least once a year to
ensure it is up-to-date legally as well as consistent
with your internal practices? Employers can get into
trouble in court if they have a policy that they are
not following. It is worth taking the time annually
to review your handbook. Once it is updated, I
recommend sending it to employees and having them
sign a statement, stating that they reviewed and
understand the policies in the handbook. The Iowa
Bankers HR team has a sample handbook banks can
purchase. The HR team can also review handbooks
to ensure they are up-to-date.
PERFORMANCE REVIEWS

There are many differing opinions out there on
whether to conduct performance reviews. If you
choose not to conduct a formal process, you should
ensure your managers are still having conversations
throughout the year and documenting these
conversations. A culture with no formal review
process is only successful if employees are receiving
constant feedback and communication. That way,
you are still having the conversation even though you
are not formalizing it on a form. I am still a believer
in the process. I like the formal paperwork and
structure. Should I ever need to prove in court that
an employee knew they were not performing and that
they understood their expectations, having the formal
documentation with the employee signature is an
invaluable resource.
PERSONNEL FILE

Are you collecting the documentation you are
required to collect? When it comes to an I-9
for example, there are specific guidelines on
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how to complete. Should you ever get audited,
you will want to ensure you have all required
documentation.
Are your files setup correct? Depending on
who has access to your files, there are many
requirements and guidelines on how personnel
files should be managed. For example any medical
information should be filed separately from the
personnel file. I-9’s must be in their own file – again
separate from the employee file. Are you maintaining
files for the length required?
Take the time to make sure you have the correct
process in place. It isn’t something we think about
but should it ever come into question there are large
fines being issued when it is not correct.
JOB DESCRIPTIONS

Have you ever had an employee turn in a doctor's
note, stating that they are unable to work for the
next month? You as the employer are left wondering,
"What can I do? They can’t work at all?" This is just
one scenario where a job description comes into
play. If you have an employee who has a medical
condition, having a job description (the employee has
reviewed and signed off on) is a great resource to
show that doctor what the essential functions of their
job are. This gives the employer a say when looking
at potential accommodations. Of course, should the
Department of Labor ever conduct an audit, they are
going to want to review the job descriptions. It is a
tool as an employer that will come in handy in many
situations as well as a great tool for employees to
understand their job expectations.
MORE INFORMATION

The Iowa Bankers HR team understands that you
don’t always have the time or resources to review
all of these items. We are available to conduct
audits, provide resources and even come to the
bank to assist with writing job descriptions. For
more information or questions please contact
kfischer@iowabankers.com or 515-286-4252.

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

Cameron Miles

844.365.4968 | eojohnson.com

President /CEO
Keystone Savings Bank

“ Locknet® understands our IT needs, and we have a great relationship with them. What I

appreciate most is the quick response we get no matter what the question is. Be it calls
to the Support Center or materials pertinent to FDIC exams — they provide everything
we need. Having Locknet® as my IT partner gives me peace of mind. I don’t have to stay
awake at night because I know they are.

”

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

— Cameron Miles, President/CEO – Keystone Savings Bank Keystone Savings Bank opened in
1935. Today the bank has four locations (Keystone, Marengo, Center Point, and Pleasant Hill, IA),
approximately 25 employees, and $90M in assets.

Educating Professionals, Creating Leaders

Congratulations 2018 Graduates from Iowa
We congratulate you on completing the rigorous 25-month program and joining the more than 23,000 alumni
who have gone on to leadership positions in their organizations, associations and the financial services industry.
Best wishes for continued success!

Dale Behrends
Guthrie County State Bank
Guthrie Center

Joshua Gran
Community Bank
Dunlap

Sherri Kavalier
BankIowa
Independence

Scott Mueller
Farmers State Bank
Waterloo

McKenzie Bieker
Farmers Trust & Savings Bank
Harlan

Tyler Heeren
First Bank Hampton
Hampton

Micah Lang
American Bank, N.A.
Le Mars

Joshua Rydberg
Sanborn Savings Bank
Sanborn

Brock Biggerstaff
Bankers Trust Company
Des Moines

Caleb Hopkins
Westside State Bank
Halbur

Jaclyn Mahler
Availa Bank
Carroll

Jake Schaben
United Bank of Iowa
Dunlap

Ryan Bomer
Iowa State Bank
Des Moines

Jason Hosch
Farmers State Bank
Waterloo

Colleen Moritz
First Bank Hampton
Hampton

Annie Schrum
United Bank of Iowa
Denison

Stephen Clements
Citizens First Bank
Clinton

Bradley Jungers
Northwest Bank
Arnolds Park

Sponsored by:

5315 Wall Street #280, Madison, WI 53718

|

Ph. 800-755-6440

|

Please visit gsb.org
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Intro to Commercial Lending School graduates included Tessa Dinsdale (Lincoln Savings Bank, Ankeny), Tucker Henderson
(Success Bank, Bloomfield), Daniel Steiner (BANK, Burlington), Eric Tyner (Two Rivers Bank & Trust, Burlington), Bryan Moore
(Availa Bank, Carroll), Jackson Plagge (Cedar Rapids Bank and Trust Company, Cedar Rapids), Jennifer Welton (Great Western
Bank, Cedar Rapids), Jennifer Lessin (First Security Bank & Trust Company, Charles City), Rachel Hewit (Clear Lake Bank &
Trust Company, Clear Lake), Bradie Kuehne (Lincoln Savings Bank, Clive), Deric Poldberg (American National Bank, Council
Bluffs), Bradley Hintz (First American State Bank, Davenport), Adam Holland (Northwest Bank & Trust Company, Davenport),
John Schroeher (Decorah Bank & Trust Company, Decorah), Grant Menke (USDA Rural Development, Des Moines), Nicole
Bauer (Dubuque Bank & Trust Company, Dubuque), Michael Clasen (Dubuque Bank & Trust Company, Dubuque), Jeffrey
Vaassen (Dubuque Bank & Trust Company, Dubuque), Kristia Pollock (NorthStar Bank, Estherville), Mindy Leggins (Peoples
Bank, Indianola), Clark Ridlen (Peoples Bank, Indianola), Tyler Link (MidWestOne Bank, Iowa City), Daniel Short (MidWestOne
Bank, Iowa City), Tabatha Shahan (Home State Bank, Jefferson), Troy Ticknor (Home State Bank, Jefferson), Marci Dahl
(Kerndt Brothers Savings Bank, Lansing), Samantha Griffitts (Farmers and Merchants Savings Bank, Lone Tree), Kate McGann
(Malvern Bank, Malvern), Ben Tams (Malvern Bank, Malvern), Katie Guse (First Citizens Bank, Mason City), Jacob Hackman
(First Citizens Bank, Mason City), Melissa Moretz (First Citizens Bank, Mason City), Laura Frana (Community Bank of Oelwein,
Oelwein), Angela Carlson (Kerndt Brothers Savings Bank, Waukon) and Derek Major (Central Bank, West Des Moines).

35 GRADUATE FROM INTRO TO
COMMERCIAL LENDING SCHOOL

T

hirty-five graduates completed the
2018 Iowa Bankers Association (IBA)
Introduction to Commercial Lending
School in October. The school is an
intense three-day program sponsored by the Iowa
Bankers Association (IBA) and 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
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want to learn more about commercial lending.
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 percent 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 Stephen Francis (Great Western Bank, Burlington), Andy Roach (Kerndt
Brothers Savings Bank, Cedar Rapids), Sydney Franzen (First Security Bank & Trust Company, Charles City), Evan Trenkamp
(Citizens First Bank, Clinton), Rick Andriano (Lincoln Savings Bank, Clive), Heather Schrader (Lincoln Savings Bank, Clive), Kade
Knapp (MidWestOne Bank, Conrad), Brendon Kacher (Cresco Bank & Trust Company, Cresco), Jon Davidshofer (American
Bank and Trust Company, Davenport), Matt Maiers (Northwest Bank & Trust Company, Davenport), Jeff Freier (United Bank
of Iowa, Denison), Rachael Christensen (USDA Rural Development, Des Moines), John Ferrell (USDA Rural Development, Des
Moines), Josh McQuillen (Fidelity Bank & Trust, Dubuque), Jared Hauser (Earlham Savings Bank, Earlham), Jaylin DeJong
(Grinnell State Bank, Grinnell), Christian Swartzentruber (Hills Bank and Trust Company, Hills), Blane Reutter (Peoples Bank,
Indianola), Greg Vrchoticky (Farmers and Merchants Savings Bank, Iowa City), Adam Nederhoff (Green Belt Bank & Trust,
Iowa Falls), Bradley Skinness (MBT Bank, Lake Mills), Desirae Willms (USDA Rural Development, Le Mars), Dalton Hamm (First
Citizens Bank, Mason City), Sara Kriener (First Citizens Bank, Mason City), Tiffany Nonnweiler (First Citizens Bank, Mason City),
Jacob Schnedler (Mediapolis Savings Bank, Mediapolis), Alicia Yocum (Two Rivers Bank & Trust, Mount Pleasant), Kim Berns
(Bank Iowa, New Hampton), Troy Garton (FNNB Bank, Newton), Warren Bynoe (Great Western Bank, North Liberty), Ryan Vos
(Marion County State Bank, Pella), Chad Schuiteman (Northwest Bank, Sioux Center), Luke Roder (Security National Bank,
Sioux City), Justin Kockx (MetaBank, Sioux Falls, South Dakota), Trevor Snyders (MetaBank, Sioux Falls, South Dakota), Jeffrey
Khamphasouk (MetaBank, Urbandale), Derek Kramer (BANK, West Des Moines), Donna Larson (MetaBank, West Des Moines),
Matthew Formanek (Two Rivers Bank & Trust, West Des Moines), Chrisopher Coy (Union State Bank, West Des Moines), and
Tyler Hemry (Kerndt Brothers Savings Bank, West Union).

41 STUDENTS COMPLETE
COMMERCIAL LENDING SCHOOL

F

orty-one graduates completed the
2018 Iowa Bankers Association (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); 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 chief executive officer.
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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Educational Experiences

BECOME A BETTER BANKER
BY ENROLLING IN IBA SCHOOLS

E

ach year the Iowa Bankers Association
(IBA) sponsors several schools plus
a leadership program to enhance the
professional growth and development
of Iowa bankers. The schools are designed to
promote the enhancement of skills and knowledge
by focusing on the issues, regulations and
requirements in different areas of banking.
Students receive a challenging educational
experience from a faculty of noted bankers,
consultants and academics. The knowledgeable
instructors serve as role models and guides in
tackling the many challenges and opportunities
facing today’s bankers. Following are a list of the
schools the IBA will be offering in the first half of
2019.

2019 BANK LEADERSHIP INSTITUTE

February – June, 2019
The Bank Leadership Institute is a five-month
program designed to enhance the leadership,
communication and performance skills of
upwardly mobile mid- to upper-level bankers. The
program establishes a network of future bank
leaders who understand and can respond to
local and national issues impacting the banking
industry.
Tuition is $360 per session, or $1,800 for the
five-month program. Fee includes registration and
materials. Lodging is not included in the school
tuition.

education to serve effectively and profitably as
consumer credit officers.
Tuition is $1,650 for members ($1,450 without
housing) and $3,300 for nonmembers ($2,900
without housing).
2019 COMPLIANCE SCHOOLS

Deposit/Operations: April 16-17, West Des Moines
Lending: April 29 – May 2, West Des Moines
The IBA Deposit/Operations and Lending Compliance
Schools help financial institutions meet the
compliance challenge by providing intensive training
on the various regulatory requirements.
2019 AGRICULTURAL CREDIT SCHOOL

June 3-7, Ames
The Agricultural Credit School is held each June
in cooperation with the Department of Economics
in the College of Agriculture and Life Sciences at
Iowa State University. The purpose of the school is
to strengthen the professional skills of agricultural
lenders and other credit managers.
Tuition is $950 for each year.
2019 IOWA SCHOOL OF BANKING

June 9-14, Cedar Rapids
The Iowa School of Banking is a two-year program
designed to increase the banking and expertise for
first-level and mid-level managers.
Tuition is $1,750 for members ($1,450 without
housing) and $3,500 for nonmembers ($2,900
without housing).

2019 IBA CONSUMER CREDIT SCHOOL

March 4-8, Ankeny
The purpose of the IBA Consumer Credit School is
to prepare consumer credit personnel who want to
broaden their consumer credit knowledge or who
have not been exposed to formal consumer credit
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LEARN MORE
Contact Jill Manternach at 800-532-1423 or
jmanternach@iowabankers.com or visit
www.iowabankers.com and click on "Schools"
under the "Education/Training tab to learn more.

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

FEATURED
ONLINE EVENTS
ONLINE TRAINING FOR BANK FRONTLINES
Three upcoming webinars will focus on banks' frontline activities,
including how to get to know account holders, account ownership
and documentation, and robbery. The webinars are designed to
enhance the skills of frontline staff so they are better prepared to
handle the various duties that come with their positions.
NEW ACCOUNT INTERVIEW BUSINESS ACCOUNTS WEBINAR

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

•

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.

1:30 to 3:30 p.m. on Dec. 11, 2018
Getting to know your account holder is not as easy as it used to be.
Learn how to direct the conversation to get the compliance results
you want. Attendees will learn: what types of business accounts are
available; how to ask nature, source and purpose questions; and
much more. Attendees will also receive a business account script,
compliance worksheet and a business account handbook.
20 LEGAL ACCOUNT OWNERSHIPS, TITLES, SAMPLES
SIGNATURE CARDS AND LEGAL DOCUMENTATION WEBINAR

1:30 to 3:30 p.m. on Dec. 13, 2018
A financial institution's signature card, documentation and authority
procedures can create big liability when frontline staff do not
understand the type of ownership and the checks that go with
those accounts. This program is an A-Z on account ownership and
documentation. It will cover single-party accounts as well as more
complex types of business accounts.
PREPARATION, RISK, & CRITICAL ROBBERY WEBINAR

1:30 to 3:30 p.m. on Dec. 17, 2018
While staff is trained on what to do in the event of a robbery, they
also need to know how to prepare in advance. Criminals select
financial institutions as a target for a variety of reasons. While most
people feel that location is the issue, that is seldom the case. In this
eye-opening program, attendees will learn what makes an institution
a target, the warning signs an institution is being cased for robbery,
and what staff need to do immediately after a robbery event. Many
institutions still follow outdated procedures, opening themselves
up for lawsuits from staff and the public. This program will discuss
advance preparation, the actual robbery event, and what the
financial institution needs to support staff after the robbery.
MORE INFORMATION

Registration can be completed online at www.iowabankers.com.
Contact the Iowa Bankers Association at 800-532-1423 with questions.
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Together,
let’s make it happen.

Mary Voss
Call me at 515.577.0070

Based in Des Moines, Iowa, serving Iowa and Nebraska

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

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

Member FDIC

Denise Bunbury
608.234.1438

Tracy Peterson
480.259.8280

Tom Ishaug
701.866.4676

Based in Madison, Wis.,
serving Wisconsin
and Illinois

Based in Phoenix, Ariz.,
serving Arizona

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

Callie Schlieman
701.433.7430

Gene Uher
605.201.1864

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

17728

Business & personal loans for bankers

