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Culture by Design, Boost Your Bottom Line

» Werner addresses 130
bankers from 105 WBA
member banks during
his installation as WBA
Chair on June 6 in
Madison. See pgs. 10-11
for additional coverage
of the expanded
leadership celebration. 

Leverage  
culture as a 
competitive 
advantage

By Amber Seitz

According to data recently 
compiled by Houston-
based consulting firm PDR 
Corp, a strong positive 
culture can enhance 
employee engagement by 
30 percent, resulting

in up to a 19 percent 
increase in operating 
income and a 28 percent 
increase in earnings 
growth.* In order to see 
these results, however, 
the company’s leaders 
must be intentional 
about fostering a 
culture that fits their 
organizational goals  
and strategy. As margins 
shrink, customers  
grow more demanding, 
and competition creeps 
in from outside the 
industry, leveraging  
your bank’s cultural 
potential could be 
the best tool you 
have to increase your 
competitive advantage.

Driven in large  
part by Silicon Valley’s 
tech start-ups, the 
predominant perception 
of “company culture” 
today consists of 
foosball tables, smoothie 
bars, and endless after-
hours entertainment—
but those are superficial 
perks, not culture. 
“Company culture is  
the intangible, but very 
real, feeling or vibe 
of an organization,” 
explained Carver 
Smith, partner, Baker 
Tilly Search & Staffing. 
“It’s what employees 
experience, which may 

New WBA chair
to focus on

deepening custo-
mer, technology 

partner, and 
community 

connections

On June 6, 2018, David 
P. Werner, president
and CEO of Park
Bank, Milwaukee, was
installed as Chair of
the Wisconsin Bankers
Association for 2018-
2019. During his term,
Werner will lead the
association and the
industry in its efforts to
continue the ongoing
mission of service to the
community and bolster
banking’s reputation by
deepening connections
with stakeholders.

Werner has been in 
banking since 1981,  
his first summer in 
college. He started 
working at West Allis 
State Bank filing checks 
in the bookkeeping 
department and returned 
each subsequent summer 
to work in a different 

ring to his summer filing 
checks in the basement. 
“It’s a career that I really  
feel called to,” he contin- 
ued. “I love the ability to 
sit down with a customer 
and see what they do 
and how they do it, then 
come up with ideas to 
help them realize the 
success they envision for 
their company.” 

New this year, 
the WBA Installation 
Ceremony (normally 
held at the WBA offices  
with only staff and 
Board Members in  
attendance) was 
expanded to include all  
WBA committee and  
section board members,  
as well as a leadership 
development component.  
Speaking to this large 

department or role—
accounting, teller,  
and personal banker. 
After graduating, the 
bank offered him a job 
as a personal banker. 
“Within two weeks of 
that, the bank was sold,” 
Werner chuckled. “So 

I got to experience a 
merger very early on in 
my career.”

Over the next 
quarter-century, Werner 
shifted focus and 
institutions, moving to 
First Interstate Bank’s 
commercial department, 

and eventually becoming 
a commercial banker and  
then market manager at 
Park Bank. He accepted 
the role of president in 
2010. “It’s been a great 
experience, learning 
banking from literally the  
ground up,” he said, refer- 

Concentrate on 
ConnectionsBy 

Amber Seitz



Below are excerpts from WBA 
Chair David Werner’s remarks 
during the Board Installation 
Ceremony held at the Madison 
Marriott West on June 6, during 
which Werner highlighted his 
goals for the industry and  
the association. 

I’d like to take this time to 
thank our current and outgoing 
Board of Directors as well as 
all the bankers in our state for 
the opportunity to continue to 
lead our association during the 
upcoming year. This is truly an  
honor and I will do my very best  
along with the rest of the officers  
and the Board of Directors 
to further this association’s 
excellent record of outstanding 
service to its members.

Last February, the WBA 
Bank Executives Conference 
theme was disruption. We 
know disruption is occurring 
and all agree that change is 

inevitable. We left that event 
knowing that with disruption 
and change comes opportunity. 
As a banker, how you perceive 
that opportunity and act upon  
it defines you as well as your  
bank. But that’s the introspection  
we are applying to ourselves. 
What about our customers?

Just like everyone else, our 
customers are facing the same 
waves of disruption. They are 
trying to identify and act on 
their opportunities as well. And 
in too many instances, they 
don’t realize we can help them 
act on those opportunities.

It seems in many cases 
that the public sees banks in 
such a narrow scope that they 
don’t realize everything we 
do and offer or they simply 
have a negative view of our 
industry. As an industry, as an 
association, and as individual 
bankers, we need to do a better 
job of painting the whole 
picture for elected leaders, 
customers and maybe even 
ourselves. We provide a wide 
array of banking and advisory 
services that we simply don’t 
do a good job of describing  
or talking about. 

We have the data that 
can help our customers and 
we have the expertise to 
guide our customers. In this 
age of “Amazon,” customer 
expectations are higher than 
ever. The real value provided 
by bankers is the personal 
touch we provide through 
advice and developing the 
relationship. That’s how  
people and businesses succeed 
in Wisconsin. 

I truly believe this is a 
great time to be a banker. 
Again, thank you for the honor 
of being selected to lead the 
WBA Board of Directors. 
With your help and support, 
I look forward to tackling 
the many challenges in front 
of us, but more importantly, 
taking advantage of the many 
opportunities that lie ahead.

Werner is president and CEO  
of Park Bank, Milwaukee and 
the 2018-2019 WBA Chair.

Message From the Chair

Message from
the Chair

David P.  
Werner

Read about the 2018-2019 

Board of Directors, WBA’s 

objectives and the board 

installation ceremony on 

pgs. 10-11 of this issue.

The grass is truly  
greener on our side.

Baker Tilly refers to Baker Tilly Virchow Krause, LLP, an independently owned and managed member of Baker Tilly International. © 2018 Baker Tilly Virchow Krause, LLP 

Our highly experienced team 
of dedicated banking professionals provide 

accounting, tax and advisory services to help 
you see the green on the other side.

Connect with us: bakertilly.com/banking
Mary Clare Miske
Partner, Tax 
414 777 5320
mary.miske@bakertilly.com 
Kevin Schalk
Partner, Audit
414 777 5428 
kevin.schalk@bakertilly.com

Sherrie Krowczyk-Mendoza
Partner, Risk Services
414 778 7494
sherrie.krowczyk-mendoza@bakertilly.com

Chris Tait 
Principal, Technology
414 777 5515
christopher.tait@bakertilly.com
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Tom Ishaug
701.866.4676

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

Tracy Peterson
612.270.3314

Based in Phoenix, Ariz., 
serving Arizona

Gene Uher
605.201.1864

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

Nebraska, Minnesota and Iowa

Mary Voss
515.577.0070

Based in Des Moines, Iowa, 
serving Iowa and Nebraska

Call me at 701.433.7430

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

Together, let’s make it happen.
Callie Schlieman

Why choose Bell as your bank’s lending partner?

Bank stock & ownership loans

Bank building financing

Business & personal loans for bankers

Commercial & ag participation loans

We’re providing loans to banks across the country for capitalization, acquisitions, 
refinancing and restructuring. We’ll tailor terms and conditions to your bank and its owners.

Denise Bunbury
608.234.1438

Based in Madison, Wis., 
serving Wisconsin  

and Illinois

17227 AD Wisconsin Bankers Association 2018_V3.indd   1 12/27/17   1:40 PM
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WBA staff raise 
$9,000 for advocacy, 
then hit the theater!
By Jon Turke 

As it is for many of you, this  
is the time of year the WBA 
staff comes together to raise 
funds for the Alliance of 
Bankers for Wisconsin Conduit 
and Wisbankpac. Each year  
we have a theme and plan 
events to say “thank you”  
to everyone who donates.  
This year, we shut down  
the office and went to see  
Solo: A Star Wars Story in  
the theater!

During this couple of 
weeks, WBA employees 
contributed over $9,000 to 
the advocacy funds! Not only 
are we working every day 
to advance the cause of the 
industry, but joining you in 
ensuring we have supportive 
representatives in office.

Employees donate funds 
throughout the year as well by 
purchasing “jeans day” stickers 
that allow them to wear jeans 
on any given day.

candidates from both parties. 
The Alliance of Bankers 
Political Conduit is like a 
personal political bank account 
from which a banker may 
direct contributions to the pro-
banking candidates of that 
banker’s choice. The WBA 
Issue Advocacy Fund allows 
you to donate corporate dollars 
to WBA to support third party 
advocacy groups.

Through the first half of 
2018, already 20 member 
institutions have qualified 
for the Gold Triangle Club. 
Gold Triangle Club banks 
are at the forefront of the 
banking industry’s political 
action effort. To qualify for 
membership in the Club, bank 
employees and directors must 
contribute a minimum amount 
to WBA’s political action funds 
apportioned by bank asset size. 

Have questions on how you 
can increase fundraising within 
your bank? Let us know! Email 
me at jturke@wisbank.com or 
call 608/441-1215.

Turke is WBA director – govern-
ment relations.

Earlier this year, 
you received the 2018 WBA 
Advocacy Toolkit. That 
included ways to support  
our mission through the 
political, legislative, and 
regulatory avenues.

WBA offers several 
avenues for defending 
Wisconsin’s banking industry. 
Wisbankpac is WBA’s 
registered political action 
committee, and it supports 

Wisconsin Banking Industry Not Flying “Solo”

Advocacy
Update

Jon Turke

Bank Assets Total Banker
Contributions

$0-25 M ......................... $500
$25-100 M .................. $1,000
$100-250 M ................ $1,500
$250-500 M ................ $2,000
$500-750 M ................ $2,500
$750M-$1 Billion ........ $3,500
$1 Billion+ .................. $4,500

» 2018 Gold
Triangle Banks*

» American National Bank –
Fox Cities, Appleton

» Associated Bank, Green Bay
» Bank of Galesville
» Bankers’ Bank, Madison
» Citizens Bank, Mukwonago
» Citizens State Bank of Loyal
» East Wisconsin Savings

Bank, Kaukauna
» The Equitable Bank,

Wauwatosa
» First Citizens State Bank,

Whitewater
» Forward Bank, Marshfield
» Fox River State Bank,

Burlington
» Investors Community Bank,

Manitowoc
» Northwestern Bank,

Chippewa Falls
» Partners Bank of Wisconsin,

Marshfield
» The Peoples Community

Bank, Mazomanie
» Premier Community Bank,

Marion
» Security Financial Bank,

Durand
» Security State Bank,

Independence
» Spring Bank, Brookfield
» Union Bank & Trust

Company, Evansville

* As of June 4, 2018.

For more information, please 
contact WBA at sales@wisbank. 
com or visit www.wisbank.com.

The WBA Board of Directors 
has approved the following 
service providers as new 
WBA Associate Members.

AFLAC
www.aflac.com
Madison, Wis.
Contact: Chris Zellner
Tel: 608/576-7341
chris_zellner@us.aflac.com

Over 50 million people world-
wide have chosen AFLAC 
because of our commitment to 
providing customers with the 
confidence that comes from 
knowing they have assistance 
in being prepared for whatever 
life may bring. AFLAC is a 
benefit solution provider that 
supplies businesses of all sizes 
with the kind of benefits that 

attract and retain workers, at 
no direct cost to the business. 
AFLAC also provides many 
value-added services such 
as benefit statements, fraud 
protection from EZ Shield, 
Tele-Medservices from 
MeMD, with no additional 
membership cost to you.

Alliance Partners, LLC 
(a/k/a BancAlliance) 
www.bancalliance.com 
Chevy Chase, Md. 
Contact: John Pulliam 
Tel: 301/232-5421 
jpulliam@alliance 
partners.com

The BancAlliance network 
is a shared loan platform that 
identifies, evaluates, and refers 
loans and loan programs to its 
exclusive group of community 
bank members. Its mission is  
to enable its members to diver- 
sify into C&I and consumer 
loans and offer small business 
loans in a manner consistent 
with regulatory standards 
Through BancAlliance, 
community banks are 
supported in deploying excess 
liquidity, managing interest-
rate risk, and expanding  
in-market in consumer and 
small business lending. 

Capco
www.capco.com 
Waukesha, Wis.

Contact: William Gienke 
Tel: 262/200-1170
william.gienke@capco.com

Capco is a global management 
consultancy with a focus in 
financial services, including 
banking and payments, 
capital markets, and wealth 
and asset management. Their 
collaborative and efficient 
approach helps control clients’ 
costs and manage risk and regu- 
latory change while increasing 
revenues. With expert 
consulting, managed services, 
and technology accelerators, 
Capco offers a full scope of 
risk and compliance solutions.

WBA Associate membership 
should not be construed as an 
endorsement of the company’s 
products or services by the WBA.

New Insurance, Lending, and Consulting Services for WBA Members
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B O A R D M A N C L A R K . C O M   

› COMPLIANCE

› REGULATORY

› LENDING

› SECURITIES

› MERGERS, ACQUISITIONS, &

OTHER CORPORATE RESTRUCTURING

› VENDOR MANAGEMENT

› EMPLOYMENT

› EMPLOYEE BENEFITS

Wisconsin Lawyers 
for Wisconsin Banks.
P R E E M I N E N T  B A N K I N G  L E GA L  R E P R E S E N TAT I O N

For over 40 years, we have worked side-by-side with community 

banks throughout Wisconsin to navigate the complex legal issues 

affecting all aspects of their business. From compliance to lending, 

from mergers and acquisitions to employment, our attorneys 

provide an unrivaled breadth of services to meet our clients’ needs. 

Together, we can chart the best path forward.

T H E  B OA R D M A N  B A N K I N G  G R O U P
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Q
A

Are non-profit corporations 
covered by the customer 
due diligence requirements 
for certification of beneficial 
ownership?

Answer: Yes. All corporations 
that file articles of incorpora-
tion with the State of Wisconsin  
are covered by the Customer 
Due Diligence (CDD) Rule 
regardless of non-profit status.

The CDD Rule requires 
covered financial institutions to 
develop written procedures to 
identify and verify beneficial 
owners of legal entity 
customers upon opening of a 
new account. A legal entity 
customer is described, in part, 
as a Corporation, limited 

Uniform Unincorporated 
Nonprofit Association Act can 
be found under chapter 184 of 
the Wisconsin Statutes.

In these instances, non-profits 
are exempt from the CDD rule.  
This exemption occurs as a result  
of their decision to organize as 
an unincorporated association 
rather than their tax status.

Birrenkott is WBA assistant director 
– legal. For legal questions, please
email wbalegal@wisbank.com.

Note: The above information is not 
intended to provide legal advice; 
rather, it is intended to provide 
general information about banking 
issues. Consult your institution’s 
attorney for specific legal advice 
or assistance.

status, does not directly 
affect a customer’s legal 
entity status. Meaning, a 
non-profit organization such 
as a church could decide to 
incorporate, file articles of 
organization, or otherwise 
file with the State and be 
covered by the CDD Rule. 
Sometimes, however, a non-
profit organization will opt for 
an unincorporated association 
status. Unincorporated 
associations are not legal entity 
customers and are not covered 
by the CDD rule. Wisconsin’s 

liability company, or other 
entity that is created by the 
filing of a public document 
with a Secretary of State. Thus, 
a non-profit corporation would 
be a legal entity customer for 
purposes of the CDD rule.

The key determination 
is whether the customer is a 
“legal entity customer.” Tax 
status, such as non-profit 

cautioned that CFPB needs to 
ensure it carefully considers 
the recommendations made by 
banker panelists. The banking 

NPCs Covered by CDD Requirements for Certification of Beneficial Ownership
Recent member inquiries addressed

Compliance
Q&A

Scott 
Birrenkott

Visit www.wisbank.com to learn  
more about this topic and other 
compliance-related issues.

Summary of recent    
comment letter below

WBA recently submitted 
comments on CFPB’s rule-
making process. In particular, 
WBA expressed its support of 
CFPB continuing to convene 
the Small Business Regulatory 
Enforcement Fairness Act 
(SBREFA) panels to obtain 
insights from experienced 
bankers concerning the 
impact of particular proposed 
regulations. However, WBA 

WBA Supports CFPB SBREFA Panels, 
Urges Consideration of Banker Recommendations

industry was fortunate to have 
two experienced Wisconsin 
bankers, nominated by WBA, 
who were selected to serve on 
the Mortgage Servicing and 
HMDA SBREFA panels.

In addition, WBA urged 
CFPB to provide increase 
comment periods to give 
the commenting public as 
much time as possible to 
analyze proposed rules and 
craft thorough and thoughtful 
comments. In recent years, 
some of the comment periods 

have been as little as 30 
days. Unless an underlying 
statute prescribes such a 
short period of time, WBA 
supports a lengthier period 
particularly for complex 
proposed rules. Finally, WBA 
also recommended increasing 
implementation periods, once a 
rule has been finalized.  

For copies of this or other WBA 
comment letters, please contact 
the WBA Legal Department 
at 608/441-1200 or visit www. 
wisbank.com/CommentLetters.

The WBA Legal Department 
advocates for the industry by 
writing comment letters to 
federal and state regulators 
on proposals affecting the 
industry and by filing friend-
of-the-court briefs at the 
request of WBA members 
and per approval by the WBA 
Board of Directors.

WBA Program Provides Free Assistance
Legal Hotline:

The WBA Legal Department 
does more than address legal 
concerns for the association; 
it provides tangible assistance 
to member banks via its 
free Legal Call program. 
The association’s team of 
attorneys work to relieve 
some of the industry’s 
compliance pressure as a 

timely resource for a wide 
variety of legal inquiries. 

WBA member bankers 
turn to this free resource by 
submitting their inquiry via 
email (wbalegal@wisbank. 
com) or by calling the hotline 
at 608/441-1200, and 
typically receive a response 
to their inquiry the same day 

or within one business day for 
more complex questions.  
That quick turn-around  
time helps banks to stay on 
top of the various technical 
and compliance-related 
challenges they face on a  
day-to-day basis. 

Most legal inquiries 
addressed by the WBA’s 

attorneys are technical and 
compliance-related, and 
it has been that way since 
the program began over 25 
years ago. However, member 
questions have become more 
and more complex due to the 
explosion of regulation over 
the past several years. 
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» Introduction to Commercial Lending School
Sept. 5-7 | St. Norbert College, De Pere

» Supervisor Boot Camp
Oct. 2-3 | Wintergreen Resort, Wisconsin Dells

» Personal Banker School
Oct. 16-17 | Wintergreen Resort, Wisconsin Dells

» Deposit Compliance School and Alumni Update Seminar
Nov. 5-6 | Wintergreen Resort, Wisconsin Dells (School)
Nov. 7 | Wintergreen Resort, Wisconsin Dells (Seminar)

To learn more about these schools and other education
programming, please visit www.wisbank.com/education.

»Visit www.wisbank.com/education
for more about these schools and other education programs.

It’s Back to School Time!
Upcoming education 

opportunities for 
Wisconsin bankers

Summer is in full swing, which means Fall will be here before 

you know it… and that means it’s back to school time!  

WBA has five popular schools coming up soon, so mark your 

calendar and reserve your spot today.
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Bank on Reinhart
Our Financial Institutions Practice Group offers 
bankers counsel you can count on.

This comes from years of experience in all aspects 
of the sector, including working as bankers ourselves 
before practicing law. That is why financial institutions 
throughout Wisconsin turn to us to navigate and manage 
sophisticated issues and complex transactions. 

Reinhart delivers Wisconsin’s most comprehensive range 
of banking and financial industry legal services.

reinhartlaw.com

Robert Henkle, Jr.: 414.298.8140 
John Reichert: 414.298.8445
James Sheriff: 414.298.8413
Melissa York: 414.298.8706

The winning photographs  
for the WBA 2019 Scenes  
of Wisconsin calendar 
have been selected! These 
spectacular pieces of art will be 
featured on each month of the 
calendar. Each photo submitted 
for the contest was captured 
by a Wisconsin banker, 
their family member, bank 
director, or bank customer. The 
calendars are a high-quality, 
cost-effective marketing tool 
sold exclusively to banks 
across Wisconsin. For only 
$1.29 each, purchasing banks 
imprint each calendar with 
their own logo and distribute 
them to customers and 
community members  
to be enjoyed throughout the 
entire year.

A panel of judges 
reviewed nearly 200 submitted 

» July: Jeff McDonald,
PremierBank, Whitewater
(bank employee)

» August: Steve Braun-
schweig, Community First
Bank, Baraboo

» September: Ann Peters
Boothe, Royal Bank,
Endeavor (bank employee)

» October: Lester Crisman,
Town Bank, Walworth

» November: Matt Ida,
Madison

» December:  Brittany Hall,
Community First Bank,
Richland Center
(bank employee)

You can see a preview of 
the 2019 calendar and place 
your order at www.wisbank. 
com/calendars. Orders must  
be received by August 15,  
so order today!

» April: Eileen Hass, Lincoln
Community Bank, Merrill
(bank employee)

» May: Joan Langenhol,
Securant Bank & Trust,
Milwaukee

» June: Jason Thompson,
American Bank & Trust,
Cuba City

photographs. The winning 
photographers for the 2019 
calendar are:
» January: Dee Dee Werner,

Citizens Bank, Waukesha
» February: Chuck De La Rosa,

Oak Creek
» March: Brian C. Hayes,

JPMorgan Chase Bank, Oshkosh

Twelfth Annual Photo Contest Winners Announced!
Sneak peek of the 2019 Scenes of Wisconsin calendar now available

6
See a preview 
of the 2019 

calendar and 
place your 

order at 
wisbank.com/

calendars.
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» Trusted Advisors
During his term as WBA

Chair, Werner will urge the 
industry to focus on deepening 
relationships with customers 
by returning the emphasis 
from product specs to advice. 
That advisory role has always 
been part of the business of 
banking, but it’s even more 
critical today because of the 
commoditization of banking. 
“If all we do is focus on rates, 
terms, and fees, we’ve turned 
what we do into a commodity,” 
Werner explained in an interview  
with WBA. “We need to con- 
tinue to deliver on the special 
value we offer as bankers. 
Otherwise, everyone could just 
do it online. There’s something 
to be said for that personal 
interaction and extra effort 
to help someone with their 
financial needs and services.”

Banks need to shift their 
focus from what they do to 
how they do it. As Werner 
puts it: “All money is green.” 
Consumers can and will choose 
to do their banking with non-
industry competitors if banks 
cannot demonstrate the added 
value they offer. “We need to 
focus on the advisory role,” 
said Werner. “What we bring 

that you can’t get through 
online lenders is a belief in 
that business owner, being a 
champion for our customers.” 
Even as the delivery channels 
for banking transform (including  
online and mobile banking), 
fulfilling the role of trusted 
advisor is what sets bankers 
apart from the competition. 
“That’s why we’ll never be 
replaced,” Werner said.

» Better Together

In addition to deepening
connection to customers, 
Werner says the industry 
must focus on fostering 
connections with fintech 
companies. “Focusing on 
personal interaction rather than 
commoditization doesn’t give 
us a pass on delivering high-
quality products and services 
with a depth of knowledge of 
the customer relationship,” he 
said. “That’s what customers 
expect now due to Amazon.” 
Fintech companies have 
developed products, services, 
and platforms that can help 
banks meet those high 
expectations. The good news 
is, banks have something that 
fintech companies want and 
need, badly: data. “We banks 
have been collecting data on 
our customers longer than 
any fintech business,” Werner 
explained. “We need to get 
better at using that data to 
enhance those relationships 
and serve our customers in the 
way they want to be served.” 

By leveraging their data 
and understanding of their 
customers, banks can position 
themselves as valuable partners 

to offer products from top 
fintech companies. “We have 
the data and the knowledge, 
so there will be advantages 
and opportunities for banks to 
partner with the best fintechs 
in order to assist our customers 
in the banking relationship,” 
he said. “We need to be more 
open to looking at and trying 
those products that could be 
helpful to our customers.” 
Person-to-person payment 
app Venmo, for example, is a 
non-bank product that requires 
a bank account and could be 
recommended to customers as 
a solution alongside personal 
checks. “It’s an evolving space,”  
Werner said. “We can’t afford 
to put our heads in the sand.”

» Reputational Revival

Finally, during his term
Werner will emphasize the 
important of improving the 
banking industry’s reputation 
through educating and 
connecting with stakeholders, 
including media, legislators, 
and potential customers. 
“Among young businesspeople, 
we’re still relatively unknown 
in terms of our ability and 
willingness to help,” Werner 
said as an example. “The 
perception is still that bank 
loans are hard to come by.” 
He relayed a story during his 
comments at the Installation 
Ceremony of a conversation 
he had with a young business 
owner at a recent reception. 
One of the attendees was 
sharing to a larger group his 
frustration at being unable to 
get the capital he needed to 
grow his business to the next 
level. He commented that he 
didn’t believe a bank would 
lend money to his business for 
a variety of assumed reasons. 
“After listening to his story 
and visiting his company, we 
extended a $500,000 business 
line to him,” Werner told the 
audience. 

Part of the problem is that 
the bank’s role in developing 
companies and communities 

isn’t often obvious to 
onlookers. “There are many 
businesses that would not 
have launched without a 
banker believing in them and 
helping them do it, and some 
of them now have over 1,000 
employees,” Werner explained. 
“We do it behind the scenes. 
We’re not recognized for 
it, but we take joy in seeing 
that success.” Telling those 
stories will not only deepen 
connections with potential 
customers and the community, 
it will also help promote 
banking as a career. “I think 
once we get people into the 
bank and they see how we help 
their community they will see 
it as a great career for them,” 
Werner said, citing BOLT as a 
resource for those efforts. 

Werner concluded his 
speech at the Installation 
Ceremony by thanking his 
fellow board members for 
the opportunity to serve and 
by encouraging the bankers 
in attendance to look for 
opportunities in the challenges 
they will face in the coming 
year. “I truly believe this is  
a great time to be a banker,”  
he said. 

Seitz is WBA operations 
manager and senior writer.

Chair Werner
(continued from p. 1)

group of industry leaders,  
WBA staff, and his fellow 
board members, Werner 
outlined his goal for the 
industry and the association 
over the next 12 months: 
elevating the industry’s 
reputation by creating and 
deepening connections  
to consumers, fintech,  
and communities.

 “As an industry, as an 
association, and as individual 
bankers, we need to do a better 
job of painting the whole 
picture for elected leaders, 
customers, and maybe even 
ourselves,” Werner said. “We  
provide a wide array of banking 
and advisory services that we 
simply don’t do a good job of 
describing or talking about.”

Werner’s industry and 
association goal over 
the next 12 months is 
to elevate the industry’s 
reputation by creating and 
deepening connections 
to consumers, fintech, 
and communities.

6

Get to Know the New Chair:
» Werner was born and raised in

the Milwaukee area, which is
still home to Dave and his family.

» He serves on several community
organization boards, includ-
ing the Children’s Hospital of
Wisconsin Foundation; the
Greater Milwaukee Committee
(as co-chair of GMC Scale Up
MKE Initiative); Junior Achieve-
ment of Wisconsin; and the
Mount Mary University Board
of Trustees.

» Werner is a guest speaker for
Marquette University’s M.B.A.
and banking programs on
the topics of entrepreneurism,
business management, and
banking operations.

5
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2017-2018 and 2018-2019 WBA Board of Directors

New WBA Board Chair Dave Werner addressed the bankers 
and WBA staff who gathered for the installation ceremony 
at the Madison Marriott West. During the ceremony, the 
new officers for 2018-2019 were installed and new directors 
welcomed. Werner, president and CEO of Park Bank, 
Milwaukee, told the gathered bankers and WBA staff that 
the association’s focus during his term will be on restoring 
the banking industry’s reputation through better connections 
with customers and the community. “As an industry, as an 
association, and as individual bankers we need to do a better 
job of painting the whole picture for elected leaders, customers 
and maybe even ourselves. We provide a wide array of banking 
and advisory services that we simply don’t do a good job of 
describing or talking about,” he said. You can read more about 
Werner’s priorities for WBA on pgs. 1 and 9 of this issue.
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Bank, Marshfield; Bill McDonald, CEO, Greenwoods State Bank, Lake Mills (outgoing); Mary Bomkamp, president/CEO, Highland State Bank (outgoing). Back 
row (left to right): Tom Van Pelt, president/CEO, Citizens State Bank, Hudson; Ken Thompson, president and CEO, Capitol Bank, Madison; Daniel Peterson, 
president/CEO, The Stephenson National Bank & Trust, Marinette; Scott Kopp, president/CEO, Bank of Galesville; Christopher Del Moral-Niles, executive 
vice president/CFO, Associated Bank, Green Bay; Gerald Jacobson, president, Northwestern Bank, Chippewa Falls; Mark Mohr, president/CEO, First Bank 
Financial Centre, Oconomowoc; and Scot Thompson, president/CEO, Denmark State Bank. Not pictured: Dennis Doyle, president/CEO, Great Midwest Bank, 
S.S. B., Brookfield (outgoing); Stan Leedle, executive vice president, Choice Bank, Oshkosh (outgoing); and Thomas A. Reil, president, Waldo State Bank.

See pgs. 1 and 9 for more about WBA Chair Dave Werner.

The 2018-2019 WBA Board 
of Directors with the outgoing 
directors from the 2017-2018 
board with WBA President 
and CEO Rose Oswald Poels. 
Pictured above: Front row: (left 
to right) Officers Paul Kohler, 
president and CEO, Charter 
Bank, Eau Claire; Mark Meloy, 
president/CEO, First Business 
Bank, Madison; David Werner, 
president & CEO, Park Bank, 
Milwaukee; and Cynthia 
Erdman, president, Partnership 
Bank, Tomah. Second row  
(left to right): Sang Kim, 
regional president – WI, BMO 
Harris Bank, Milwaukee; 
Donna Hoppenjan, president 
and CEO, Mound City Bank, 
Platteville; Oswald Poels; 
Marty Reinhart, CEO, Partners 

In addition to Werner (second from the right), WBA officers for 2018-2019  
are Chair-Elect Mark Meloy (far right), CEO of First Business Bank, Madison; 
Vice Chair Paul Kohler (far left), president and CEO of Charter Bank, 
Eau Claire; and Past Chair Cynthia Erdman (second from left), president of 
Partnership Bank, Tomah.

New board members beginning their three-year terms are pictured left  
(left to right) with Werner (far left): Gerald H. Jacobson, president, 
Northwestern Bank, Chippewa Falls; Donna Hoppenjan, president & 
CEO of Mound City Bank, Platteville; Daniel J. Peterson, president/
CEO, The Stephenson National Bank & Trust, Marinette. 

Not pictured: Thomas A. Reil, president, Waldo State Bank, 
who was unable to attend.



Committee, Board Members Attend WBA Leadership Engaged!

After the installation ceremony, each 
association committee held its first meeting 
of the fiscal year and listened to a session 
about effective leadership strategies from 
speaker Kit Welchlin. WBA’s committees 
serve a vital role in guiding the association’s 
service to its members. These important 
committees and boards will be led by the 
following new chairs for 2018-2019: 

» Don Adams, BMO Harris Bank, N.A.,
Green Bay, Ag Bankers Section Board

» Troy Bartoshevich, Park Bank,
Milwaukee; Retail Banking Committee

» Molly Bauer, Bank of Wisconsin Dells,
Human Resources Committee

» Dave Bonczyk¸ Community Bank
of Cameron, Technology/Operations
Committee

» Nathan Dosch, Associated Trust
Company, N.A., Green Bay,
Trust Banking Section Board

» Erin Hanson, Citizens State Bank,
La Crosse, FIPCO Software Users’ 
Committee

» Kevin Piette, State Bank of Cross Plains,
BOLT Section Board

» Patty Roloff, East Wisconsin Savings
Bank, Kaukauna, Mortgage Lending
Committee

» Jeffery Schmid, Fox River State
Bank, Burlington, Government Relations
Committee

» Ken Schweiger, Community First Bank,
Boscobel, Financial Crimes Committee

» Kristen Talbott, Tri City National Bank,
Oak Creek, Marketing Committee

> Visit www.wisbank.com for more information about
WBA Commitees and Section Boards, and to learn how you
can join and impact Wisconsin’s banking industry!
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Over 130 bankers from 105 member banks gathered in Madison for the new WBA Leadership Engaged! event and Board installation 
ceremony on June 6, 2018. The group consisted of incoming and outgoing committee and section board members, as well as incoming and 
outgoing WBA Directors. For the first time, all of the bankers involved in leading the association gathered in one place with one purpose.

During the ceremony, Oswald Poels highlighted the past year’s successes, including advocacy 
victories, Power of Community Week, and the Facebook livestream events following the Equifax 
data breach. She then welcomed the new board members and thanked those rotating off this year 
for their service to the association and the industry.

https://www.wisbank.com/about


Visit www.wisbank.com/education to find out more about these 
programs, register or browse a full list of WBA Education events. 

Please direct questions to the WBA Education Department at 
608/441-1252 or wbaeducation@wisbank.com.

> Register online for WBA events at www.wisbank.com/education.
> Register online for FIPCO events at www.fipco.com/events.

Calendar of Events
July 2018 – November 2018

Wisconsin Bankers Association

WBA Featured Events
Upcoming Seminar, School, and Boot Camp

Community Bankers for Compliance – Session III
July 24  |  Stevens Point     July 25  |  Madison
While banks have generally not been the source of breaches, 
we as an industry must deal with the fallout that is the result. 
This quarter’s CBC session will discuss our response to these 
breaches in three areas – our own privacy rules and require-
ments (Regulation P), our responsibility to assist the credit 
bureaus and their records under the Fair Credit Reporting Act, 
and our direct corporate responsibilities under the FCRA as set 
forth in Regulation V.  Visit www.wisbank.com to register for 
the date and location of your choice.

Agricultural Lending School
Aug. 1-3  |  Wausau/Rothschild
The WBA Agricultural Lending School is an intermediate-
level school, incorporating case studies, in-class work, class 
discussions and a farm visit. This school was designed for ag 
lenders with a few years of experience, or for well-practiced 
lenders who would like a refresher. The robust curriculum 
will cover topics including the “lender’s lens” on agriculture 
today, the cyclical nature of agriculture, analyzing agricultural 
financial statements, farm business financial models, com-
modity marketing, credit enhancements, an introduction to 
problem loans and looking for red flags, and the borrower/
lender relationship. Students will culminate their education with 
a comprehensive case study intended to draw all the elements 
of the curriculum together in a practical exercise. Bankers who 
would like an additional refresher on ag financial statements 
prior to the school should consider attending the new, optional 
pre-school workshop on July 31. Read more details about the 
school on page 21 of this issue, and visit www.wisbank.com/
events/agricultural-lending-school today to register!

Auditing Real Estate Loans Boot Camp
Aug. 1-3  |  Wisconsin Dells
With all the changes to real estate lending compliance, your 
internal auditors need to be at the top of their game. This new 
boot camp from WBA covers everything your internal audit 
team needs in order to successfully fulfill their role. Compli-
ance officers, loan officers, document preparation staff, loan 
operations staff, audit personnel and bank legal counsel, 
internal auditors, and mortgage lenders will all benefit from 
attending. The extensive curriculum will cover topics including 
how to prepare for the audit and the regulatory and examina-
tion environment, as well as deep dives into Regulation B 
and Fair Lending compliance, TRID, and QM/ATR. Visit 
www. wisbank.com/events/auditing-real-estate-loans-boot-
camp for more information and to register online. 

Conferences

Golf Outing

FIPCO Events

Group Meeting

Management Conf. & Expo  
Sept. 12-13 | Madison
(See article on p. 18.)

Diversity Conference 
Sept. 20 | Pewaukee

Secur-I.T. Conference:  
Exploring Bank Operations,    
Security, and Technology
Sept. 25-25 | Wisconsin Dells

LEAD360 Conference  
Nov. 13-14 | Stevens Point

WBA Chairman’s Member 
Appreciation Golf Outing  
Aug. 16 | Wisconsin Dells

Threat Intelligence Briefing 
Aug. 16 | Barron

(Visit www.fipco.com/events.)

WBA CEOnly|CFOnly  
Networks Group Meeting
Oct. 19 | Madison

3 Sessions | 3 Locations
(Session 1 completed in June)
Session 2  
Oct. 30 | Stevens Point
Oct. 31 | Wisconsin Dells
Nov. 1 | Pewaukee

Session 3 ( Feb. 2019)

Compliance Forums

Seminar

Best-Ever Compliance    
Checklists for Consumer Loans  
Webinar | July 9

Handling Loan Applications  
– What Can Go Wrong?
Webinar | July 10

Flood Insurance Compliance  
Issues Webinar | July 11 

Maintaining Required FDIC        
Records: Compliances, Issues  
& Retention Webinar | July 12 

(Register online for webinars at   
www.wisbank.com/education.)

Community Bankers for    
Compliance – Session III
July 24 | Stevens Point
July 25 | Madison
(See WBA Featured Events.)

Please direct any questions about upcoming 
WBA education programs to WBA’s Miranda Helt 

at 608/441-1270 or mhelt@wisbank.com. 

Schools

Agricultural Lending School   
Aug. 1-3 | Wausau/Rothschild 
(See article on p. 21 and 
 WBA Featured Events.)

Auditing Real Estate 
Loans Boot Camp   
Aug. 1-3 | Wisconsin Dells
(See WBA Featured Events.)   

Introduction to Commercial 
Lending School  
Sept. 5-7 | De Pere

Supervisor Boot Camp   
Oct. 2-3 | Wisconsin Dells

Personal Banker School  
Oct. 16-17 | Wisconsin Dells

WBA’s social media efforts focus on communication, advocacy:
> Like Us > Follow Us > Join Us > Watch Us

Wisconsin Bankers 
Association – 

www.facebook. 
com/wisbank

@wisbank – 
www.twitter.
com/wisbank

Wisconsin Bankers 
www.linkedin.com/
company/wisconsin-
bankers-association

Wisconsin Bankers 
www.youtube. 
com/Wisconsin 

Bankers

Webinars (online training)

12 JULY 2018
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To find out what else the Home and Highway 
has to offer, contact an Official Supplier of 
the Silver Lining. 

Visit thesilverlining.com for the name of 
the agency nearest you.

We can help you protect it 
with a Home and Highway®  
policy from West Bend.

Not only will you have protection for your home, 
autos, and more, West Bend will give you a portion 
of your annual premium back in cash if you don’t 

have a claim all year. And because you’re a member 
of the Wisconsin Bankers Association, you could 
also receive a discount on your annual premium.

You have years of memories in this house. 
The most valuable things your family will ever own.

JULY 2018 13



(continued on p. 15)

Ducke

Aune

SiewertSinkule

Horman Roden

Rajek

Albrecht

Alwood

Berg

Peoples State Bank as 
assistant vice president – 
commercial banking at the 
bank’s Stevens Point office.

Superior
National Bank of Commerce 
has promoted several 
employees: Eric Albrecht 
(pictured) to senior vice 
president – chief operating 
officer; Linda Aune 
(pictured) to assistant vice 
presient – commercial loan 
operations director; Daniel 
Berg (pictured) to vice 
president – signature banker; 
Hannah Horman (pictured) 
to assistant vice president – 
marketing manager and an 
NBC officer; Brad Roden 
(pictured) to senior vice 
president – chief banking 
officer; Matt Rouse (pictured) 
assistant vice president – 
eServices sales specialist and 

Bulletin Board
News about people working in Wisconsin’s financial institutions

Promotions and New Hires
Appleton
Erik Rajek (pictured) has 
joined First Business Bank, 
Madison, as SBA business 
development officer. 

Madison
Scott Ducke (pictured) has 
joined State Bank of Cross 
Plains as chief lending officer.

Marion
Premier Community Bank 
has promoted five employees: 
Gail Bartz to senior vice 
president – finance; Jill 
Breitrick to senior vice 
president – operations, 
security officer; Lucas 
McMahon to assistant vice 
president – agriculture/
commercial loan officer; 
Doug Omernik to 
compliance, BSA and CRA 
officer; and Kay Tellock to 
human resources specialist, 
administrative assistant. 

Milwaukee
PNC Bank, N.A. has 
appointed Emily Alwood 
(pictured) to the role of 
relationship manager for 
public finance in Wisconsin. 

Monroe
The Bank of New Glarus and 
Sugar River Bank branches 
has hired Jean Sinkule 
(pictured) as the branch 
manager of their Monroe 
location.

Oregon
Oregon Community Bank has 
promoted Stephanie Johnson 
to assistant vice president – 
retail banking and consumer 
lending manager. The bank 
also has hired Lucas Miller 
as assistant vice president 
– treasury management and
private banking.

Stevens Point
Adam Siewert (pictured) 
has joined Wausau-based 

Have good news? To submit a notice, please email 

bulletinboard@wisbank.com. Or mail entries to WBA Bulletin 

Board, 4721 South Biltmore Lane, Madison, WI 53718. Send 

photos as JPEG files. Questions? Contact WBA’s Amber Seitz 
at 608/441-1237 or aseitz@wisbank.com.

Partnership Bank Receives Highest Award for Business Ethics

Partnership Bank, Tomah has been awarded the Torch Award for Ethics from the Wisconsin Better Business Bureau. This statewide award celebrates 
trusted businesses who incorporate excellence and ethics into every aspect of their businesses. Over 30 Partnership Bank Associates attended the BBB 
Torch Awards Luncheon at the Italian Community Center in Milwaukee. David Braaten, CEO, received the award on behalf of the bank.

14 JULY 2018
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Bulletin Board
News about people working in Wisconsin’s financial institutions

Winegarden

DeMasterTroyer

Kurth Koenig

MallowDavison

SmithRouse

battle with pancreatic cancer. 
Gary served his community 
for many years as president 
of Oostburg State Bank 
and was a past chairman of 
the Community Bankers of 
Wisconsin. Condolences to his 
family and friends.

Retirement
Ixonia
Lender Mark Mallow 
(pictured) retired from Ixonia 
Bank on June 8 after over  
38 years of service to the  
bank and the community. 

Associate Members
Marquette, Mich.
Lasco promoted Robert Baer 
from interim president to presi- 
dent effective on June 1, 2018.

WBA Staff Announcement
Madison
Danielle Plicka  has joined 
WBA’s team as the registrar/
office assistant. Danielle 
graduated from UW-Madison 
in May with a degree in 
English Literature and French. 
Her first official day was  
May 21. Welcome, Danielle!

manager; Susan Fischer – 
mortgage loan officer; Tammy 
Caravello – commercial 
portfolio manager; Mike Waters  
– market president/senior vice
president, Appleton.

Congratulations
Madison
Settlers bank has been 
recognized and been chosen 
for a Dane County Small 
Business Award for 2018. 
In their 36th year, the Dane 
County Small Business Awards 
recognizes small businesses 
who make a difference to the 
economy in their community. 
Congratulations!

Waterloo
Farmers & Merchants State 
Bank in Waterloo and 
Marshall congratulates 
Personal Banking Officer 
Pam Davison (pictured) on 
her 40th anniversary with 
the bank. Davidson celebrated 
on May 22 with a luncheon 
with her F&M family of 
co-workers and cake with 
the customers.

In Memoriam
Oostburg
Gary L. DeMaster (pictured), 
72, passed away on June 4, 
surrounded by his wife and 
children, after a 15-month 

Promotions and New Hires 
(continued from p. 14)

an NBC officer; and Tim 
Smith (pictured) to assistant 
vice president – commercial 
banker and an NBC officer.

Waukesha
Waukesha State Bank has hired 
Mike Kurth (pictured) as 
mortgage consultant. 

Waunakee
Casey Koenig (pictured) 
has relocated to Waunakee 
Community Bank, a branch 
of Oregon Community Bank, 
as assistant vice president, 
treasury management and 
private banking.

Wausau
Peoples State Bank has named 
Chuck Winegarden (pictured) 
chief credit officer. 

Bryan Troyer (pictured) has 
joined River Valley Insurance, 
a subsidiary of River Valley 
Bank, as president of the agency. 

Windsor
Settlers bank has added four 
new staff members: Susan 
Braun – commercial portfolio 

FBFC Donates to All My Friends Playground PNC Recognizes Students for Financial Savvy

First Bank Financial Centre, Oconomowoc, recently donated $5,000 to All 
My Friends Playground. This volunteer-based charity is looking to build an 
all-inclusive playground for children of all abilities to come and play together 
in a local park. Pictured (above): Jenny DeCeuster, FBFC Grafton branch 
manager; Dianne Dyer, All My Friends Playground; Donna Howarth, All My 
Friends Playground; Keisha Johnson, FBFC customer service representative; 
and Alisyn Gierach, FBFC customer service manager.

PNC Bank and the SIFMA Foundation honored students and their teachers 
from two Wisconsin schools (Bay View Middle School, Green Bay and 
Wauwatosa West High School) for their efforts in competing in the 2017 
PNC Christmas Price Index® (CPI) SIFMA Foundation Stock Market Game 
Challenge, an initiative offered through EconomicsWisconsin. The students 
from Bay View are pictured above. 
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Helping Your Employees See More Clearly
EBC partnership provides vision insurance for bank staff
WBA EBC’s primary focus 
is helping banks protect their 
greatest assets: their people. 
The many insurance products 
offered through the WBA 
Insurance Trust are an effective 
means of demonstrating a 
bank’s commitment to its 
employees. EBC now works 
with many different carriers to 
provide a wide array of options 
to meet the varied insurance 
needs of Wisconsin’s banks 
and their employees. For vision 
care benefits, EBC collaborates 
with both National Vision 
Administrators and Superior 
Vision. We will focus this 
article on the unique offerings 
provided by Superior Vision.

Through a partnership 
with Superior Vision, EBC’s 
customers have access to 
affordable vision insurance, 
with either voluntary or bank-

plans allow you to see one eye  
care provider for your eye exam  
and another for your glasses or  
contact lenses. In fact, the 2016  
Vision Council found that while  
68 percent of consumers prefer 
to see an independent provider 
for their eye exam (with only 
32 percent preferring retail 
providers), 52 percent prefer 
to purchase their eyewear or 
contacts from a retail provider 
(versus 48 percent from an 
independent provider). 

The value is easy to see.  
If you are interested in offering 
a Superior Vision plan to your 
employees, please reach out  
to EBC’s Brian Siegenthaler 
at bsiegenthaler@wisbank.com  
or 608/441-1211 or visit  
www.wisbankins.com for  
more information about  
this and other EBC products 
and services. 

these types of plans offer high 
value and flexibility to bank 
employees. Through EBC and 
Superior Vision, bankers have 
access to the broadest provider 
network in the industry—from 
the local eye doctor down 
the road, to online eyewear 
providers, to 46 of the top 50 
retail optical chains, including 
Walmart Vision Center, Costco 
Optical, and LensCrafters. 
Additionally, all coverage 
plans include an eye exam, 
eyeglasses or contact lenses, 
and discounts, while still 
remaining very affordable. 
Plus, the rates are guaranteed 
for four years!

Superior Vision plans also 
feature flexibility. The growing 
network of over 60,000 providers  
means the doctors your staff 
want to see are likely already 
part of the network. Plus, the 

sponsored coverage. Superior 
Vision’s mission is to help 
members enjoy the wonder of 
sight through healthy eyes and 
vision. They pride themselves 
on delivering broad and 
affordable access to vision 
care, unwavering Superior 
service, and resources to help 
clients and members make 
informed vision care choices 
that offer the greatest value.

Through EBC, Wisconsin 
bankers have access to 
Superior Vision’s group and 
individual plans. Both of 

mailto:bsiegenthaler@wisbank.com
http://www.wisbankins.com
http://www.wisbankins.com


JULY 2018 17

I didn’t know...

offered IT Audit  & Security Services
FIPCO

Our proactive approach to risk management 
offers your financial institution professional 
advice in the areas of:
• Cybersecurity Framework awareness training

and consulting

• Information/Cyber Security Program and
supporting policy development

• IT Risk Assessments

• Information Security Program, Policy and
Procedure Auditing

• And much more!

Contact FIPCO’s  
Ken Shaurette to get started. 

kshaurette@fipco.com 
800.722.3498 x 251
www.FIPCO.com

What Happens If Your Website Is Spoofed?
Steps to quickly address the reputational risks of this internet hoax
Recently a bank in Wisconsin 
experienced the event know as 
website spoofing that resulted 
in customers receiving emails 
that appeared to come from the 
bank, but were part of apparent 
malicious activity related to  
the copy of the website.

Website spoofing is the act 
of creating a website as a hoax 
or simply mimicking your 
website in order to send out 
malicious (phishing) emails. 
In either case the spoofing 
website potentially could 
contain copyrighted material. 
The intent could be to mislead 
readers attempting to perform 
malicious activity such as theft  
of customer credentials, or  
simply an abuse to the reputation  
of the impacted institution. 
Normally, the spoofed website 
will adopt a very close design 
from the target website and 
may simply have a similar 
URL, often using the spoofed 
website’s URL with a letter  
or two changed. 

A more sophisticated  
attack involves the attacker 
creating a “shadow copy” 
of the “www” by having the 
victim’s traffic go through the 
attacker’s machine, enabling 
the attacker to obtain the 
victim’s sensitive information.

If you believe the domain 
using your services is engaged 
in spam, abuse, or any illegal 
or unlawful activity you will 
want to take action quickly. 

The Digital Millennium 
Copyright Act (DMCA) (www.
copyright.gov/legislation/
dmca.pdf) criminalizes the 
act of circumventing access 

might be using your personal 
and contact information 
without your consent.

Another source of 
assistance and place that the 
issue should be reported to 
is the Wisconsin Statewide 
Intelligence Center (WSIC) 
at www.wifusion.org, 
cybercrimes@doj.state.wi.us or 
call them at 888-DCI-WSIC 
(324-9742).

There are also very good 
resources available from 
the Anti-Phishing Working 
Group’s sponsoring members 
that can be found at https://
apwg.org/sponsor-solutions.

For more information about 
FIPCO forms, software, or 
other products, visit www.fipco. 
com, call 800/722-3498 or 
email fipcosales@fipco.com.

(phishing) or problems 
(reputation issues), and 
the site will hopefully be 
taken down promptly.

WhoisProtectService.net 
is an example of a service that 
can assist with the takedown 
process. They are a provider 
of domain names, registration 
privacy, and proxy services. 
The company has been 
involved in the domain name 
registration business for many 
years. WhoisProtectService.
net registration privacy service 
conceals your domain’s public 
WHOIS record, containing 
your actual contact and 
personal information, from 
common harassments such as 
spammers, scammers, stalkers, 
telemarketers, identity thieves, 
and any other third parties who 

control, whether there is actual 
infringement of copyright itself 
or not. A DMCA takedown 
notice is sent by a copyright 
holder to a web host or hosting 
registrar, requesting removal 
of infringing content or take 
down/blocking of the offending 
URL. DMCA identifies that a 
hosting company must remove 
content from a user’s website 
that may appear to constitute 
copyright infringement after 
the host receives proper notice 
or the host loses safe harbor 
and can be sued. Material does 
not need to be registered with 
the U.S. Copyright Office 
in order for you to request a 
takedown. It is possible to take 
action on what the law already 
supports. Consider involving 
legal counsel when taking 
these types of actions. 

There are a few straight-
forward steps required to 
request a takedown and stop 
the offending actions.

1. Take screenshots of
the infringing site, and
document the URL.

2. Locate the website’s host.
3. Determine the Copyright

Agent.
4. Draft the takedown notice.
5. Reach out to the registrar

and/or to the hosting
company, inform them of
your copyrighted material
on the spoofed site, any
other malicious activity

Visit www.fipco.com, call  800.722.3498 
or email fipcosales@fipco.com.

Staff Change? Address Change? Let WBA Know
Getting information to the right person quickly is critical in 
these challenging times. Has there been a personnel change at 
your bank, or are WBA’s mailings targeted to the wrong staff?

Send your address corrections and/or additions to our 
database administrator, WBA’s Assistant Director – IT Randy 
Molepske, at 608/441-1212 or requests@wisbank.com.

mailto:requests@wisbank.com
http://www.fipco.com
mailto:fipcosales@fipco.com
mailto:cybercrimes@doj.state.wi.us
https://apwg.org/sponsor-solutions
http://www.fipco.com
mailto:fipcosales@fipco.com


Bank Stock Loans and Bank Holding Company 
Stock Loans Done the Simple Way
BANK MERGERS AND ACQUISITION LOANS 
AND REFINANCES UP TO $25 MILLION

· Approval generally within 48 hours.
· In many cases loans can be started and completed in

less than two weeks.
· If the Federal Reserve approves it we likely can get the

deal done for you.
· Standard Commercial Loan Documents in most cases.
· Limited or no special/extra covenants.
· No Correspondent Bank Account relationship required.
· No origination costs in many cases.
· Low interest rates.
· Principal payments in most cases determined with

borrower input on a year by year basis.
· In many circumstances we will accept capital growth

instead of principal reduction.
· We will come to you. Most loans initiated and closed at

borrower’s home or office.

You will deal directly with a lender who is a CPA and/or an attorney who 
understands the banking industry. Although we can not give direct advice, 
we have 30 years of experience in this type of lending and can make  
your job far less stressful and time consuming. We will understand your 
transaction. You don’t need to educate the lender.

Our belief is to make the loan and then stay out of the banker’s way and let 
you do your job.

Call Rick Gerber at 715-868-3502 or 
email rickg@chippewavalleybank.com.

Member of FDIC Equal Housing Lender

n

n

» WBA Management Conference
& Expo l Sept. 12-13 l Madison 
Marriott West l Madison l
www.wisbank.com/management.

» WBA Lifetime Service Awards (30-
Year and 40-Year Recipients) 
Nomination deadline: August 17 
www.wisbank.com/ServiceAwards. 

Held September 12-13 at 
the Madison Marriott West, 
the 2018 WBA Management 
Conference & Expo is the ideal 
event for casual networking 
and professional development, 
all in an atmosphere that 
celebrates community banking.

One highlight of the 
conference each year is the 
evening banquet and awards 
dinner, during which the 
Lifetime Service Awards 
are presented. The deadline 
to nominate recipients for 

these awards is August 17. 
Visit www.wisbank.com/
ServiceAwards to nominate 
deserving individuals from 

your bank! If recipients are 
unable to attend the banquet 
dinner, WBA staff will make 
arrangements to mail or deliver 
their awards. 

The first speaker announced 
for this year’s conference is 
John Waupsh, Kasasa’s chief 
innovation officer and author 
of the book Bankruption: 
How Community Banking
Can Survive Fintech. Waupsh 
leads the team that architects 
the company’s ever-evolving 
product offerings. During his 
session, attendees will discover 
quick, practical, and long-term 
strategic moves that will set 
their banks up for decades 
of success to come. Waupsh 
will also share his perspective 
on the aspects of banking 
that have changed, and how 
progressive community banks 
are successfully adapting  

Bank Leaders Gather for Celebration, Education
Join other community bankers for two days of networking and education

WBA Management 
Conference Outing 
Information
Sept. 12, 2018 | Outing 
begins at 9 a.m. | Register 
at: www.wisbank.com/
management.

Golf
Enjoy the beautiful University 
Ridge Golf Course while 
networking with fellow 
attendees! The registration* 
of $100 per golfer includes 
golf (scramble format), half 
cart and boxed lunches. 
Afterwards, participants will 
gather in the clubhouse for 
the awards and reception. 
Good luck on the links!

*Golf registration will be
closed after Aug. 27, 2018.
Registration will be accepted
from bankers, directors, and
spouses who are registered
for the entire conference.
Conference sponsors may
be offered golf registration
depending on availability.

4www.wisbank.com/Management
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Management Conf.
(continued from p. 18)

to the profound changes to  
the community banking model 
that are forcing retail bank 
executives to re-examine 
their approach to consumer 
engagement. 

Of course, the conference 
will also feature plenty of  
time for attendees to devote 
to peer networking, providing 
space to discuss the issues, 
trends and hot topics that are 
important to them with other 
banking leaders. 

Learn more about the 
Management Conference 
and other upcoming events 
online at www.wisbank.com/
management.

Sageworks

Mary Ellen Biery

How Are Your Peers Preparing for CECL?
By Mary Ellen Biery

As financial institutions lay the 
groundwork for transitioning  
to the current expected  
credit loss model, or CECL, 
many are curious about  
how peers are preparing for 
CECL and where they are in 
tackling what’s considered the 
biggest accounting change in 
banking history.

After all, the FASB’s 
guidance on CECL is not 
prescriptive, and institutions 
have varying effective dates,  
so it can be helpful to 
understand the experience  
of other institutions in  
deciding whether to build their 
own models for estimating 
losses or select third-party 
vendors to help with modeling 
and implementation.

An informal review of 
CECL readiness at 140 larger 
community banks finds that 
more than half (57 percent) 
haven’t yet decided whether 
to buy or build CECL models. 
Approximately 60 of the banks 
have either decided to use 
internal resources to prepare 
for CECL or have selected 
a third party. The informal 

review was based on research 
among Sageworks contacts and 
market knowledge.

Tim McPeak, executive 
risk management consultant  
at Sageworks, said the banks  
in Sageworks’ review had 
assets between $5 billion and 
$30 billion. 

“Approximately 60 of the 
banks we reviewed, or about 43 
percent, have chosen a vendor 
or a plan for implementing 
CECL,” McPeak said. “Of 
those 60, 13 plan to develop a 
credit loss model internally and 
the remaining 47 are working 
with third parties.” 

Of the 80 banks that have 
not yet made a decision on 
how to implement CECL, 
about 25 to 35 are actively 
evaluating options that include 
Sageworks, McPeak said. 

“This is an interesting 
part of the market, because 
it includes larger community 
banks, including many that 
are subject to DFAST,” or 
Dodd-Frank Act Stress Testing, 
McPeak said. “And I think 
many of the banks we reviewed 
are SEC filers, so these banks 
have the closest deadline.” 

Banks that file with the 
Securities and Exchange 

Commission must comply 
with CECL in 2020; all other 
financial institutions have until 
the following year. McPeak 
noted that financial institutions 
that are subject to stress 
testing under Dodd-Frank may 
already have a “deep bench” 

of personnel and resources for 
fairly sophisticated analysis 
in the credit risk area, so 
they have a higher propensity 
to utilize internal resources 
for CECL. “A lot of what 
DFAST asks is sophisticated 
and forward-looking credit 
models,” he said. “There is 
some CECL overlap, at least 
conceptually.” 

For that reason, McPeak 
suspects a fair number of 
the banks that haven’t yet 
identified their implementation 
plans may end up using 
internal resources. In any case, 
he cautioned against assuming 
that banks aren’t doing 
anything to prepare for CECL 
if they haven’t yet made the 
build or buy decision.

“I’d be very surprised if 
the other banks that haven’t 
yet made a decision aren’t 
in the process of making 
one,” McPeak said. “Maybe 
they’re finishing an RFP or 
waiting on results. They may 
be doing some robust internal 
preparations, even if they 
haven’t settled on a plan. My 
advice to those that don’t yet 
have a plan is to work your 
process for making a decision. 
If you don’t have a process in 

place to figure out how you’re 
going to do this, you may need 
to reach out for help.”

In addition to FASB-
imposed deadlines for financial 
institutions to adopt CECL, 
there are SEC requirements 
for disclosing in SEC filings 
the expected material effects 
of accounting changes, both 
financial impacts and impacts 
of other significant matters, 
such as planned changes in 
business practices or technical 
violations of debt covenant 
agreements resulting from 
CECL adoption.

McPeak noted that some 
SEC-registered institutions 
have already begun disclosing 
information about CECL’s 
impact. He expects the next 
round of 10-K filings with the 
SEC is likely to shed more 
light on whether institutions 
are using internal resources 
or a vendor to implement 
CECL, and the filings at that 
time may have more specifics 
on methodologies under 
consideration. “I’ve talked 
with some bankers about 
whether disclosing a range 
of adjustment resulting from 
CECL would be appropriate, 
but you’d need to have some 
parallel CECL calculations 
run through most of 2018 to 
be able to have a range for 
the 2018 10-K filing in March 
2019,” he said. 

“It’s not just the transition 
deadline that the clock is 
ticking on,” McPeak said.

Biery is a research specialist at 
Sageworks, a financial informa-
tion company that provides  
lending, credit risk, and portfolio 
risk solutions to over 1,300 
financial institutions across 
the country. She is a veteran 
financial reporter whose work 
has appeared in the Wall Street 
Journal and on Dow Jones 
Newswires, CNBC.com, Forbes. 
com, MarketWatch.com, Nasdaq. 
com and numerous banking  
trade publications. Sageworks  
is a WBA Associate Member. 
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By Achim Griesel

Every week financial service 
publications print new articles 
or commission studies 
connecting Amazon, Uber, 
or other companies that have 
forced dramatic changes in 
other industries, to banking. 
Here’s a sampling:

» American Banker, in its
article from March 5,* sees it 
as a positive for community-
based financial institutions  
that Amazon may look to  
team up with one of the  
mega banks.

» A Bain study** from 
March 6 states that in five 
years Amazon could amass 70 
million checking customers 
in the U.S. The same study 
puts this in context noting this 
is about the same number of 
customers that Wells Fargo 
currently has.

» A variety of other
publications talk about what 
Amazon would do if they 
entered the banking space and 
other research and publications 
add the name Amazon when 
it comes to some of their 
research on customer wants 
and desires.

Commissioned studies 
may be biased based on who 
commissioned them, but both 
these studies and articles 
written about the topic ignore 
a few facts. The Bain study 
above states Amazon could 
have up to 70 million checking 
accounts if they truly were 
entering the space. It also 
states by teaming up with one 
mega bank, likely Chase, the 
other large banks will be the 
ones that will feel the impact 
the most. 

On the positive side, 
the impact on community-
based financial institutions 
may be less, but on the 
negative side there would be 
little community financial 
institutions can do, outside of 
growing their own franchises. 
If and how Amazon would 

enter the checking account 
space is unknown, but related 
to community banking, there 
are a few things to consider 
when making the connection 
with Amazon or Uber.

When Amazon or Uber 
revolutionized their respective 
industries, they changed the 
delivery channel, not the  
core of the product. Uber still 
takes you from place A to  
place B, and the majority  
of products Amazon sells  
are not newly invented. 
Amazon and Uber both found 
a better way to deliver to their 
audience through superior 
technology. If Amazon would 
follow the same model, 
executing basic banking needs 
through Alexa sounds like an 
intriguing approach.

When it comes to the  
actual core product, one of 
the recent articles discusses 
whether customers would 
be more interested in free 
checking account or a fee-
based value-added checking 
product, if Amazon was to 
offer it. The article concludes 
that a slightly larger portion  
of consumers would prefer 
a fee-based product with 
additional value-add-ons over 
a free product.

First, if Amazon was 
entering the checking account 
space, they would not do so 
with a product that traditional 
financial institutions have 
offered for many years. It 
would make more sense to 
add value out of their current 
offerings. Offers like Amazon 
Merchant Rewards or Amazon 
Prime Checking come to  
mind immediately. 

Secondly, this research 
approach has a disconnect 
as it ties the world’s largest 
online retailer to the evaluation 
of product offerings at 
community-based financial 
institutions. The conclusions 
drawn by asking an audience 
the question of what they 
would do if Amazon was 
offering certain products  
are not the same conclusions 
one would draw when taking 
the name Amazon out of  
the equation. 

Lastly, survey results 
can be questionable. The 
way questions are worded 
or the above-mentioned 
inclusion of buzz names like 
Amazon will dramatically 
impact the outcome of a 
survey. While surveys may 
provide some general insights, 
actual data and consumer 
behaviors will always trump 
survey results.

For example, fee-based 
accounts—with or without 
value-add-ons—will always 
have higher attrition. This 
is especially true when a 
financial institution pushes 
consumers to certain account 
types. Data from millions of 
actual accounts at over 150 
community-based financial 
institutions shows the addition 
of value added and fee-based 
products increases fee income 
in the short-term, but it is 
not the recipe for long-term 
growth. It is impossible to have 
a long-term, strategic impact if 
growth is limited but attrition 
is higher. 

All of that said, product 
should not be an either/or 
decision. If a third of your  
new customers or members 
want a free product, and 
another 25 percent prefer  
an interest rate, rewards-
driven, or value-added 
product, it doesn’t make  
sense to limit your financial 
institution’s opportunities  
by offering only one of  
these three products. To 
achieve strategic growth  
your organization must 
develop a customer-centric 
sales and service culture.  
If your product does not 
appeal to two thirds of the 
consumers in your markets, 
that’s not possible. Checking 
accounts that position  
your financial institution  
for organic growth have to 
appeal to a large segment of 
potential consumers. 

Again, looking at actual 
consumer behavior, it shows 
implementation of a checking 
product, no matter if free, 
value-added, or rewards-
based, does not drive growth. 
Strategic long-term growth 
requires good product mix 
paired with extraordinary 
execution from your team as 
well as the ability of marketing 
to capitalize on brand and 
product advantages by driving 
traffic to your online and 
branch channels.

Griesel is president of Haberfeld 
Holdings, a data-driven  
consulting firm specializing in 
core relationships, customer, 
and profitability growth for 
community-based financial in-
stitutions and a WBA Associate 
Member. He can be reached at 
agriesel@haberfeld.com  
or 402/323-3793.

* www.americanbanker.com/
news/five-takeaways-from-
amazons-flirtation-with-
checking

** www.cnbc.com/2018/03/06/
amazon-could-become-the-
third-biggest-us-bank-if-it-
wants-to-bain-study.html

Even With Amazon, a Single Product Is Not the Holy Grail!

Haberfeld 
Holdings

Achim Griesel

“The conclusions drawn 
by asking an audience the 

question of what they would 
do if Amazon was offering 
certain products are not 

the same conclusions one 
would draw when taking 
the name Amazon out of 

the equation.”

20 JULY 2018

https://www.americanbanker.com/news/five-takeaways-from-amazons-flirtation-with-checking
https://www.cnbc.com/2018/03/06/amazon-could-become-the-third-biggest-us-bank-if-it-wants-to-bain-study.html
mailto:agriesel@haberfeld.com
http://www.americanbanker.com/news/five-takeaways-from-amazons-flirtation-with-checking
http://www.americanbanker.com/news/five-takeaways-from-amazons-flirtation-with-checking
http://www.americanbanker.com/news/five-takeaways-from-amazons-flirtation-with-checking
http://www.americanbanker.com/news/five-takeaways-from-amazons-flirtation-with-checking
http://www.cnbc.com/2018/03/06/amazon-could-become-the-third-biggest-us-bank-if-it-wants-to-bain-study.html
http://www.cnbc.com/2018/03/06/amazon-could-become-the-third-biggest-us-bank-if-it-wants-to-bain-study.html
http://www.cnbc.com/2018/03/06/amazon-could-become-the-third-biggest-us-bank-if-it-wants-to-bain-study.html
http://www.cnbc.com/2018/03/06/amazon-could-become-the-third-biggest-us-bank-if-it-wants-to-bain-study.html
http://www.haberfeld.com


Todd Nagel, president and 
CEO of River Valley Bank, 
Wausau, was invited by the 
FDIC to represent banks 
in Emerging Technology 
at the recent FDIC Forum: 
Technology in Banking. The 
panel, Emerging Technology  
in Banking: New and 
Innovative Delivery Channels, 
Enhanced Customer Exper-
iences, and Economic 
Inclusion, included several 
bankers from across the  
U.S. Participants shared  
how their institutions utilize 
fintech to meet customer  
needs while also enhancing 
financial inclusion.

Other panels during the 
forum included Emerging 
Technologies in Banking: 
Transforming Banking 
Operations and Data Access: 
Balancing Rights and Security. 
Additionally, during the 

luncheon attendees heard 
from speaker R. Jesse  
McWaters, project lead 
- disruptive innovation in
financial services, World
Economic Forum. McWaters
leads the World Economic

Forum’s work on innovation  
in financial services — an  
initiative that seeks to under- 
stand how new technologies 
and innovative new entrants are 
transforming the competitive 
dynamics of the industry. His 

team’s efforts are currently 
focused on understanding the 
transformative implications 
of digital identity and 
distributed ledger (blockchain) 
technologies on the future of 
financial infrastructure through 
examination of a wide variety 
of practical use-cases.

An on-demand video of 
the event is available at: www. 
fdic.gov/news/conferences/
techforum/index.html. 

Wisconsin Banker Represents Community Banks 
on Emerging Technology in Banking Panel

The recent WBA Agricultural 
Bankers Section survey showed 
that despite some rockiness 
in the sector, ag bankers are 
still hard at work. In fact, 90 
percent of survey respondents 
said they’re actively pursuing 
new ag business. Are your ag 
bankers ready to lead the pack? 
Give them a leg up on the 
competition by sending them to 
WBA’s upcoming Agricultural 
Lending School!

The school, held August 
1-3 in Wausau, was developed
as an intermediate-level school,
incorporating case studies,
in-class work, class discussions
and a farm visit. This school
was designed for ag lenders –
with a few years of experience,
or for well-practiced lenders
who would like a refresher.
Credit analysts, processors,

and other ag lending staff will 
also benefit. 

Those ag bankers with less 
than two years of experience 
should consider registering to 
attend the new optional pre-
school workshop on July 31, 
2018. This optional workshop 
is geared towards those ag 
lenders and credit analysts who 
would like to strengthen their 

foundational knowledge  
of ag financial statements,  
the 6 C’s of Credit and look 
at some initial ratios. It’s 
the perfect way to refresh or 
reinforce your ag financial 
statement knowledge.

The full three-day school 
expects attendees to have an 
intermediate level knowledge 
of these topics. The robust 

curriculum will cover topics 
including the “lender’s lens” 
on agriculture today, the 
cyclical nature of agriculture, 
analyzing agricultural 
financial statements, farm 
business financial models, 
commodity marketing, credit 
enhancements, an introduction 
to problem loans and looking 
for red flags, and the borrower/
lender relationship. Students 
will culminate their education 
with a comprehensive case 
study intended to draw all the 
elements of the curriculum 
together in a practical exercise.

Don’t miss out on this 
opportunity to get your ag 
lenders ahead of the game. 
Visit www.wisbank.com/events/
agricultural-lending-school 
today for more information and 
to register online. 

Are Your Ag Bankers Equipped to Compete?
WBA Agricultural Lending School is right around the corner!

Pictured above (left to right): Mark Pearce, FDIC; Steve Antonakes, Eastern 
Bank, Boston; Nagel; Jonathan Prendergast, TD Bank, Philadelphia; Ravi 
Loganathan, Early Warning; and Patrick Smith, KeyBank, Cleveland.

6
See an on-demand video 
of the event at: www.fdic. 
gov/news/conferences/
techforum/index.html. 

5
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AGRICULTURAL LENDING

August 1-3  l  Wausau/Rothschild

www.wisbank.com/events/agricultural-lending-school

SCHOOL

Wisconsin Bankers Association
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» Benefits of
Intentional Culture

One of the most important 
benefits of being intentional 
about your bank’s culture 
is also a prerequisite for the 
success of that culture. When 
assessing their company 
culture, the most valuable 
question for management to 
ask isn’t “do we have a great 
culture?” but rather “does  
our culture fit our strategy?”. 
They must be aligned in order 
for either one to be successful. 
“Culture eats strategy for  
lunch,” said Mark Mohr, 
president/CEO, First 
Bank Financial Centre, 
Oconomowoc. “We can’t 
successfully execute our 
strategy without a positive 
culture.” Doug Gordon, 

impact on profitability. That 
comes, at least in part, from 
employees feeling empowered 
to push one another to perform  
better. “In really strong 
cultures, psychological safety 
allows employees to hold one  
another accountable to meet  
the standards of the organiza- 
tion,” said Jones. “That’s when 
companies really thrive.” 
Gordon says he considers the 
bank’s 50 percent efficiency 
ratio—which measures better 
than their peers—a sign that 
they’re heading in the right 
direction. “Profitability and 
the success of the bank are an 
indicator that our culture is 
working,” he explained, noting 
that WaterStone’s leadership 
make sure employees 
understand they are the  

president and CEO, WaterStone  
Bank, Wauwatosa, agreed. 
“You might be a great CEO 
in strategy, but you can’t 
create the culture necessary to 
execute those strategies from 
behind a desk,” he said. Both 
FBFC and WaterStone Bank 
have been awarded a “Top 
Workplace” by the Milwaukee 
Journal Sentinel for nine 
consecutive years, a feat only 
18 companies have achieved. 
The Journal Sentinel compiles 
the list based on employee 
surveys, so this terrific 
achievement demonstrates the 
positive impact of culture at 
each institution. 

Related to achieving strategic  
goals, another benefit of a 
healthy, well-aligned company 
culture is a measurable positive 

Culture by Design
(continued from p. 1)

or may not be in line with  
a company’s stated values.” 
That disconnect between  
what the company says it 
values and what employees 
experience occurs most  
often when leadership ignores 
their organization’s culture. 
“Culture either happens 
by design or by default,” 
explained Steve Jones,  
leadership coach and 
consultant and a keynote 
speaker at the recent WBA 
BOLT Leadership Summit. 
“You’re either intentional—
talking about it and growing 
and improving it—or it just 
happens.” Odds are, a ‘culture 
by default’ is not optimized for 
your institution’s goals. 

Building 
Blocks of 

Culture
The experts interviewed for 
this article shared their thoughts 
on the key features of successful 
cultures. A few of the most 
common are: 

• Clarity of Purpose –
“This past year we 
updated our mission 
statement to ‘make lives 
better’ and that helps 
everyone understand 
our purpose.” (Mohr)

• Growth – “Personal
growth is important,
and we’re very proud 
of the opportunities 
we present for people 
to advance within our 
organization. Employees 
value an organization 
that devotes resources 
to them.” (Mohr)

• Language – “Having
a common language
everyone understands
is also important. If
you go into a meeting
and everyone’s using
acronyms and jargon
you don’t understand,
you just become a
wallflower.” (Jones)

• Psychological Safety –
“People have to feel 
valued and safe to take 
risks knowing that 
failure won’t define 
them.” (Jones)

• Teamwork – “Our tagline is
‘one team, one vision.’ We 
foster a culture of celebrating 
each other’s successes rather 
than being jealous.” (Gordon)

• Ubiquity – “Those that do
it successfully discuss it,
recognize it, and celebrate
it in everything that they
do.” (Smith)

• Values – “Culture   
spreads when people 
are accountable to 
the values of the 
organization.” (Jones)
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Culture by Design
(continued from p. 22)

bank’s priority. “We stress 
that employees come first, 
customers come second, and 
shareholders third,” Gordon  
continued. “If we have 
competent, invested 
employees, they’ll provide 
excellent customer service, 
which then leads to profits  
for shareholders.”

Finally, culture can be 
a powerful tool in your HR 
department’s arsenal with 
respect to recruitment and 
retention of top-performers. 
“Culture is everything 
when it comes to attracting 
and retaining quality 
professionals,” said Jones. 
The primary reason is because 
employees who enjoy their 
work are more likely to 
actively promote opportunities 
to their networks. “A great 
culture creates employee 
advocacy,” said Mohr. “Much 
of our recruiting is referrals 
from existing employees, 
and to me that’s a high 
compliment.” The key is 
for bank management to be 
strategic about forming their 
culture based on the kind of 
employee the bank needs in 
order to meet its goals. “Banks 
need to play to their strengths 
and determine what type of 
personality they really need,” 
Smith advised. “They should 
ask themselves, ‘do we have 
the culture that would appeal to 
our target employee?’.” When 
a company achieves alignment 
between culture and the type 
of professionals it needs to 
recruit, that’s where turnover 
drops and engagement rises, 
and profits along with it. 

When leveraging culture 
as a recruitment tool, it’s 
important for management to 
follow through—that is, hire 
for culture as much as use it 
to attract quality candidates. 
“People want to work with 
people they get along with, so 
you should hire people who 
fit your culture,” said Gordon. 

“When we’re recruiting, 
we’re looking for the most 
qualified candidate who fits, 
not necessarily just the most 
qualified.”

» Designing Your Culture
(Action Steps)

Intentionally designing 
your bank’s culture is a simple 
undertaking, but it is far from 
easy. “You have to put the 
experience before the brand,” 
said Smith. “You can’t just 
say ‘we’re X’ and have it be 
true. People have to experience 
it.” To achieve that, Jones 
recommends creating a culture 
plan, just like you would a 
strategic plan, and following it 
just as diligently. “If you focus 
on the culture, the profits will 
follow after,” he said. While 
each institution’s plan will 
differ, there are three basic 
actions for executing it:

1: Lead from the top
“Listen, observe, and 

above all, lead by example,” 
Smith advised. “Leaders drive 
the culture,” Jones agreed. 
“Culture starts with the 
leaders’ vision and everyone 
understanding that the 
leaders care about the people 
within the culture. After that, 
everyone down to the bottom 
has to understand that they 
own it every day.” In order for 
any culture shift to happen, the 

people at the top must make 
it a daily priority. “I look at 
creating a culture where our 
people feel valued and can 
succeed as one of my most 
important jobs,” said Mohr.

2: Communicate often
One of the most effective 

ways to identify and build 
an organizational culture is 
to open up communication 
channels. Both Gordon and 
Mohr say they meet with 
employees on a regular basis to 
solicit feedback and facilitate 
discussion specifically about 
the bank’s culture. “I visit 
all of our branches at least 
once a month to hear what 
everyone has to say, because 
my vision might be different 
from what they see,” said 
Gordon. Sometimes, a different 
vision can be a good thing. “So 
many good ideas have come 
from employee suggestions,” 
Mohr said. “They’re really 
participating in improvements 
we’re making.”

3: Adapt as needed 
“Culture is not static in any  

way, shape, or form,” said 
Gordon. Whether it’s reacting 
to exit interviews or making 
changes based on employee 
surveys, the bank’s culture 
must be mutable. As part of  
that, management must be 
willing to make cultural 

adjustments as the workforce 
becomes more diverse. 
“Embrace all aspects of 
diversity and realize culture is 
not a one-size-fits-all solution,” 
Smith advised. “Understand 
the differences in people as 
individuals, not as buckets to be  
‘dealt with’ as is often the case 
with generational differences.”

To make culture changes 
as smooth as possible, as the 
culture at the institution shifts, 
bank leadership must ensure 
that no employee feels left 
behind. “You might ostracize 
some staff unless you help them  
see the benefits of the changed 
culture,” Smith cautioned. “Make  
them a part of the change man- 
agement exercise, not a victim  
of it.” He advises weighing the  
risk of losing those employees  
against the value the new  
culture will create. “Culture  
comes down to an organiza- 
tion’s shared vision and value  
systems, language, and beliefs,”  
said Jones. “It’s ultimately 
about getting everyone to move 
in the same direction.”  

Seitz is WBA operations 
manager and senior writer.

Baker Tilly is a WBA Silver 
Associate Member.

*www.pdrcorp.com/insights-
2/2016/6/27/why-companies-
should-look-at-cultures-impact-
on-profit

http://www.pdrcorp.com/insights-2/2016/6/27/why-companies-should-look-at-cultures-impact-on-profit
http://www.pdrcorp.com/insights-2/2016/6/27/why-companies-should-look-at-cultures-impact-on-profit
http://www.pdrcorp.com/insights-2/2016/6/27/why-companies-should-look-at-cultures-impact-on-profit
http://www.pdrcorp.com/insights-2/2016/6/27/why-companies-should-look-at-cultures-impact-on-profit
http://www.bakertilly.com
mailto:aseitz@wisbank.com


By Lester Murray

Whether we like it or not, there 
are some immutable truths in 
this fickle world of ours that 
simply can’t be denied—like 
water running downhill, or the 
way it always rains the day 
after you wash the car. When it 
comes to the bank’s investment 
portfolio, the immutable truth 
we’re all living with these 
days is the inverse relationship 
between interest rates and bond 
prices. When interest rates rise, 
bond prices fall. Water runs 
downhill. Nobody likes it, but 
some are better prepared for it 
than others. 

With the Fed having 
already instituted a handful  
of rate hikes and the prospect 
for a few more almost a 
certainty, portfolio managers 
are seeing the value of their 
holdings decline as, for 
some, the level of market 
value depreciation becomes 
uncomfortably high. For some, 

perhaps, but not necessarily for 
all. No one enjoys watching 
the value of their assets 
decline, but market risk is, and 
always has been, an element 
of portfolio management. Not 
even the most prudent and 
savvy of portfolio managers 
are immune from market risk, 
and if your bank has a bond 
portfolio, it has exposure to 
market risk.

Why is it, then, that 
declines in valuations are 
so often accompanied by 
consternation and hand-
wringing? Banks buy securities 
in order to have earning 
assets, and whether securities 

have an unrealized gain or 
an unrealized loss, they are 
still assets and they are still 
earning. Problems seem 
to arise for those portfolio 
managers who discover that 
somewhere along the way, 
they became speculators and 
are dismayed when they learn, 
often the hard way, that they 
somehow missed the top. Or, 
maybe they missed the bottom, 
or whatever it is they “knew” 
was going to happen. Perhaps 
blinded by shiny yields, their 
security selection process 
failed to identify undesirable 
characteristics, like cash-flow 
volatility, that can accelerate 

price depreciation in the face 
of rising rates. 

How Much Risk is Too Much?
Other portfolio managers, 

and boards of directors for that 
matter, seem a lot less stressed-
out by rising rates and falling 
values. Does that mean they’re 
happy about their bonds being 
underwater? Probably not, 
but they also know it’s not the 
end of the world. They know 
that because, as part of their 
portfolio management process, 
they gave some thought to their 
portfolios’ role and along with 
that, their own appetite for risk. 
Are they all loaned-up and 
just need a liquidity buffer or a 
temporary parking place until 
loans are funded? Or, is loan 
demand weak and investments 
are required to be primary 
income generators? Does the 
bank have large volumes of 
public deposits that require 

Can Your Portfolio Play Defense, Too?

» www.GoBaker.com 
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When interest rates 
rise, bond prices   

fall. Water runs downhill. 
Nobody likes it, but some 
are better prepared for it 
than others.

that prevents a lot of hand-
wringing. 

The Cash Flow Defense

Once it is determined 
how much market risk can 
be comfortably tolerated, the 
security selection process 
actually becomes simpler. 
Potential alternatives can now 
be evaluated in the context of 
predetermined depreciation 
parameters. You’ve identified 
your pain threshold and can 
now apply your analytical 

techniques to measure what 
kind of exposure your various 
alternatives might bring with 
them. Those alternatives, 
whether they apply to broad 
strategic options or individual 
security selections, can now 
be judged on the basis of their 
contribution to, or mitigation 
of, depreciation risk.

For those who have taken 
the steps that allow them to be 
comfortable in their own risk, 
downturns in the market do 
not induce panic. Rather than 
lament the price depreciation 
wrought by higher market 
rates, portfolio managers 
know their efforts to create 
and maintain a steady stream 
of stable cash flow will now 
be rewarded. This cash flow 
line-of-defense is beneficial in 
two ways. Its source represents 
a diminution, in the case of 

amortizing securities, of assets 
with below-market values. 
These funds now become the 
transactional ammunition 
with which to replace lower-
yielding “underwater” assets 
with higher-yielding, current-
market bonds. Depreciation is 
reduced and yield is increased. 
These are both good things, 
but they won’t happen unless 
care is taken to identify and 
acquire, along the way, the 
kinds of securities that will 
provide this valuable, defensive 
cash flow just when it is most 
needed. Remember what your 
father told you: defense wins 
championships. 

Murray is an associate partner 
with The Baker Group’s Finan-
cial Strategies Group, a WBA 
Bronze Associate Member. He 
can be reached at 800/937-2257 
or lester@GoBaker.com.

Portfolio Defense
(continued from p. 24)

certain types of securities for 
collateral? How well is the 
bank capitalized and what 
other interest rate risk exposure 
is present? Is asset quality  
an issue? 

The result of such 
introspection will hopefully 
help answer a key question: 
How much risk is the right 
risk for my bank? The answer 
is not the same for everyone. 
With the analytical tools 
available these days, portfolio 
managers can estimate with 
surprising accuracy the price 
volatility of individual items 
or an entire portfolio. Having 
that ability doesn’t prevent 
price depreciation, but it 
does prevent it from being 
an unpleasant surprise, and 

By Daryll J. Lund

On May 18, WBA and EBC 
were excited to announce a 
new partnership with Aflac, 
the number one provider 
of worksite benefits. This 
partnership provides WBA 
members with a special  
5-12 percent discount off
of Aflac’s usual rates!

The Deal:
EBC continually strives  

to provide WBA members  
with uniquely developed 
products and services, and  
this new offering through  
Aflac is no exception. Through 
EBC, WBA member banks will 
receive significant cost-savings 
on Aflac’s most popular 
plans—special 5-12 percent 
discounts off of the normal 
premiums. This valuable offer 
is available both to new Aflac 
customers and to the over 80 
WBA member banks currently  
using Aflac as a part of their 
benefits package. 

The Details:
Benefit eligible employees 

will receive a special rate 
on disability and/or accident 
policies that is 5-12 percent 
less than the normal bank 
rate for disability and 10 
percent less on accident 
policies. Value-added services 
such as Fraud Protection 
and Telemedicine can be 
provided to each benefit 
eligible employee, regardless 
if they participate in Aflac. 
Existing disability and accident 
policies can be converted to 
the current product line with 
the discounted rate. Based 
upon the needs of your bank 
and its employees, other Aflac 

products are also available.
There are many options 

to look at when it comes to 
protecting the things that are 
most valuable to you and 
your employees, and WBA 
EBC is looking forward to 
discussing them with you. For 
more information, please visit 
EBC’s brand-new website 
at www.wisbankins.com for 
more information about this 
and other EBC products and 
services. The new site better 
reflects EBC’s proactive, 
forward-looking strategy 
and is much more 
user-friendly. Its clean
look is easy for bankers
to navigate, and will 
provide easy access to the 

information EBC’s current  
and potential customers  
need the most, including 
commonly used forms and 
product information details.  
In addition, the new website 
will feature timely updates  
to national and local news  
that impacts the insurance 
industry and details regarding 
upcoming events that EBC 
staff will be attending—
that way you can ask your 
questions in person!

If you have any questions, 
please contact EBC’s Brian 
Siegenthaler at 608/441-1211 
or bsiegenthaler@wisbank.com.

Lund is WBA executive vice  
president – chief of staff and 
president of EBC and MBIS.

Announcing EBC’s Newest Partner: Aflac
New partnership provides special discounts, added value

Association
Update

Daryll J.   
Lund

> For more details, contact Brian Siegenthaler at 608/441-1211
or bsiegenthaler@wisbank.com or visit www.wisbankins.com.
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Rose Oswald Poels is WBA president and CEO 
ropoels@wisbank.com  |  608/441-1200 

Twitter: @RoseOswaldPoels

There’s certainly no shortage of information channels in this day and age. You 
can find out news from around the globe in newspapers, online and even on your 
smartphone. If you don’t have time to sift through hundreds of articles and news bytes, 
here’s what you need to know about what’s going on in the banking industry this month:

WBA Perspective Industry briefings for Wisconsin bankers

Member Services
DHS Data Match Update

WBA continues to monitor the implementation of the Wisconsin 
Department of Health Services (DHS) updated Medicaid Asset 
Verification Data Matching program (AVS). In July 2017, DHS 
informed WBA that AVS was being temporarily suspended due 
to the expiration of the contract between DHS and its data match 
vendor Health Management Systems Inc. DHS has selected a 
new vendor, Accuity Asset Verification Services, and sent out a 
letter with more information Monday, April 9, 2018. Accuity Asset 
Verification Services sent emails to Wisconsin financial institutions 
on Friday, April 27. These emails are valid, and part of the AVS 
implementation process. WBA has since spoken with DHS and 
learned that these emails went to previous contacts Accuity Asset 
Verification Services had with each individual financial institution. 
As a result, the email may have been missed. Visit www.wisbank. 
com/articles/2018/06/dhs-data-match-update for more information 
and how to contact Accuity.

Lifetime Service Awards
Nominate Your Bank’s Leaders

Each year, WBA 
presents the Lifetime 
Service Awards to

bankers who have served in the industry for 30 and 40 
years. This year’s presentation will be September 12 at the  
Marriott West in Madison as part of the dinner banquet at the  
WBA Management Conference & Expo. If recipients are unable  
to attend the banquet dinner, WBA staff will make arrangements  
to mail or deliver their awards. If your bank has individuals  
who should be recognized, please nominate them by completing 
the form on the WBA website at www.wisbank.com/lifetime- 
service-awards, or contact WBA’s Debbie Nabholz at  
608/441-1200 or dnabholz@wisbank.com. Nominations are due 
by Aug. 17, 2018. 

Regulatory Relief
S. 2155 is Now Law!
What Does It Mean for Your Bank?

WBA worked with attorneys from Boardman and Clark LLP  
and Godfrey & Kahn, s.c. on a free WBA member call where we 
dove into the details of what is in the new law and how you can 
start applying this at your bank. There was a special focus  
on how it specifically applies to Wisconsin banks. During this 
complimentary all-member call, we discussed how your bank can 
best leverage the opportunities provided by S. 2155, the Economic 
Growth, Regulatory Relief and Consumer Protection Act. Visit   
www.wisbank.com/RegReliefCall to access a recording and  
materials from the all-member call.

For more industry updates like these, sign up to receive the WBA Executive Letter ePublication 
by visiting your profile on www.wisbank.com (located in the upper-right corner of the screen).

REGULATORS
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Banking Industry
Wisconsin Bank Performance 
Strong in First Quarter

Wisconsin bank performance 
continues to be strong across the 
board according to the latest FDIC 
quarterly numbers was the press

statement made
by the WBA.

Lending
increased 

in almost
every single category in a 
year-to-year analysis with 
commercial lending

showing the biggest growth (7.8%). Overall lending grew 4.9% 
during the same timeframe. Non-current loans continued to 
decrease, dropping to $680 million, down 16%. Total deposits 
grew 1.5% to over $87 million. The current economic expansion is 
now the second longest on record. Bankers in the state continue 
to monitor the economic cycle for any indications of changes in 
this expansion and are ready to act accordingly.
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Your Bank Deserves Recognition 
for Your Commitment to 
Your Community!
Do your staff conduct financial literacy and education events in 
your community? Visits to schools, speaking at home-buying 
seminars, and conducting bank tours all are important pieces of 
the financial literacy puzzle! Ensure your bank and your staff 
receive recognition for your hard work. Submit your presenta-
tion information to the Wisconsin Bankers Foundation and apply 
for an Excellence in Financial Education Award! You can send 
summaries of the presentations you conducted using either an 
Excel template or the fillable Presentation Summary form. 
Apply for a Bank Award and Innovation Award using the Bank 
Award application form. Download all of these resources from 
www. wisbank.com/FinancialLitForms. All awards will be 
distributed at the upcoming WBA LEAD360 Conference, 
November 13-14 in Stevens Point. If you have any questions 
about the Foundation or the awards, please contact Amber Seitz 
at aseitz@wisbank.com or 608/441-1237.

Bankers Marketplace

Capitol Bank has   
three opportunities available:

Marketing and Customer 
Relationship Associate

At Capitol Bank, people come first. Each 
customer and employee is important 
and deserves respect, courtesy and 
professional service. We’re committed 
to building relationships that make 
a difference. We want each of our 
employees to know that their needs 
matter to the Capitol Bank team. We 
are recruiting for a full-time Marketing 
& Customer Relationship Associate at 
our West Madison location. In this role, 
you will: provide marketing strategies, 
maintain annual budget, develop 
relations internally and externally, create 
a positive involvement working with 
committees, develop targeted customer 
advertising plans, monitor, and maintain 
social media, websites, and customer 
relations software. Provide analytical 
thinking and problem solving. The ideal 
candidate will have a bachelor’s degree 
in marketing or related field. Five years 
of progressive marketing strategies and 
implementation required. Knowledge of 
marketing software, analytical reporting, 
banking practices, writing and editing 
skills required. 

Mortgage Loan Originator
At Capitol Bank, people come first. Each 
customer and employee is important 
and deserves respect, courtesy and 
professional service. We’re committed 
to building relationships that make 
a difference. We want each of our 
employees to know that their needs 
matter to the Capitol Bank team. We 
are recruiting for a full-time Mortgage 
Loan Originator at our West Madison 
location. In this role, you will: originating 
and qualifying loan applicants by 
interviewing, informing and counseling 

existing and prospective mortgage 
clients. Proactively develops business 
relationships, making calls to real estate 
brokers, builders, CPA’s, attorneys, 
and individual clients. Understanding 
the Bank’s lending policies and the 
secondary market underwriting 
guidelines. Realtor experience will be 
considered. The ideal candidate will 
have previous banking or mortgage loan 
experience. Successful implementation 
of business strategies. Knowledgeable 
of loan processing and underwriting 
procedures. The ability to attend 
networking events. Travel required 
(mainly in the Madison area). 

Senior Operations Officer
At Capitol Bank, people come first. Each 
customer and employee is important 
and deserves respect, courtesy and 
professional service. We’re committed 
to building relationships that make 
a difference. We want each of our 
employees to know that their needs 
matter to the Capitol Bank team. We are 
recruiting for a senior level operations 
position at our West Madison location. 
In this role, you will: oversee deposits, 
IT, security, and teller operations. This 
position will be primarily responsible 
for ensuring that the Bank’s systems and 
operational infrastructure can support 
execution of current programs, as well 
as, position the Bank to be a leader 
among competitors. This position will 
provide leadership, management, and 
vision necessary to secure that the Bank’s 
operational controls, administrative/

reporting procedures and resources are in 
place to effectively grow the organization 
and to ensure financial strength and 
operating efficiency. The ideal candidate 
will have a minimum of 8 years of 
management-level experience in 
banking. A bachelor’s degree in a related 
field required. Successful implementation 
of business strategies. 

Capitol Bank is an equal opportunity 
employer and offers a complete benefits 
package. Please submit a cover letter 
and resume with salary requirements to: 
Capitol Bank 710 N. High Point Road, 
Madison, WI 53717 or email Mandy 
Ayers, Human Resources at: Mandy. 
Ayers@CapitolBank.com.

Compliance Officer
$200M community bank located in 
Southern Wisconsin, is seeking an 
experienced Compliance Officer. The 
position requires a bachelor’s degree 
in business related field or 2 years 
related experience. Responsibilities 

include developing, implementing, and 
administering all aspects of the bank’s 
compliance management system. This 
includes complying with the rules 
associated with mortgage lending, fair 
lending, HMDA reporting, consumer 
lending, deposits, and marketing. This 
position plans, organizes, and controls 
the bank’s day to day administrative, 
lending and operational compliance 
activities, participates in various 
committees, audits and examinations, 
performs or delegates duties as the Bank 
Secrecy Act/OFAC Compliance Officer 
and Community Reinvestment Act 
Officer. The Bank Compliance Officer 
conducts staff training, advises the Board 
of Directors, Senior Management and 
bank personnel of emerging compliance 
issues and consults and guides the 
bank in the establishment of controls to 
mitigate risk. For consideration, please 
forward a resume with cover letter and 
salary requirements to WBA via email at 
bankersmarketplace@wisbank.com or 
via fax at 608/661-9381.

H E L P  WA N T E D Want to See More Ads?
Visit www.wisbank.com to view a 
full listing of job postings or for more 
information on placing or responding 
to an ad.

Want to See More Ads?
Visit www.wisbank.com/classifieds  
to view a full listing of job postings or 
for more information on placing or 
responding to an ad.

Post Open Internship Positions for Free 
As part of an ongoing effort to promote the banking industry and 
encourage new entrants into the financial services workforce, 
WBA has expanded the Bankers Marketplace service to include 
banking internship positions. Any WBA member bank may now 
post open internship positions in the Bankers Marketplace, free  
of charge. If you have any questions, email bankersmarketplace 
@wisbank.com or visit www.wisbank.com/classifieds. 

New!
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Your Correspondent Bankers Your Commercial Bankers

Matt Kajewski Troy Ruegsegger Pete Aarsvold Kevin Means
715.271.0937 608.260.5384 608.829.5797 608.829.5523

Northern WI Southern WI Western WI Eastern WIGOLD ASSOCIATE MEMBER

www.BankersBankUSA.com Madison, WI  •  Chicago, IL  •  Des Moines, IA  •  Indianapolis, IN

Member FDIC  •  Equal Housing Lender

We work the mortgage,
you get the credit.

Go ahead, take the credit for exceptional mortgage services. Our $475 Gold Level service 
gives you excellent backroom support including disclosures, processing, underwriting, 
and closing docs, with no minimum loan amount or number of loans required.

We promise never to cross-sell to your customers. Bankers’ Bank provides professional 
servicing right from our Madison headquarters, and your customers can make their 
mortgage payments directly to your bank. Talk to Bankers’ Bank to get loan processing 
and servicing that earns you customers.

Always your partner, never your competitor.™
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