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By Amber Seitz

Fierce competition for 
top talent means banks 
need to reimagine 
their strategy for 
recruiting, developing, 
and retaining high-
performers. “We as 
employers need to 
be more broad in our 
thinking and think 

differently about our 
recruitment efforts and 
how we’re utilizing 
and retaining our 
workforce,” said Robin 
Hegg, senior vice 
president, chief HR 
officer at River Valley 
Bank, Wausau, and a 
member of the 2018-
2019 WBA Human 

definition of “diversity” 
sometimes causes 
confusion; it’s more than 
the demographics boxes 
you check when taking 
surveys. “Diversity is all 
the ways people differ, 
and characteristics that 
make an individual 
different from others,” 

Leverage what you 
know about your 
customers
By Amber Seitz

“Data is the core asset now.” 
– Microsoft CEO

Satya Nadella, in a March 2016 
New York Times interview.

generation in history,” 
said Joe Bashta, CEO 
of Axicor, a company 
specializing in artificial 
intelligence solutions for 
several business sectors, 
including banking. 
This shift in consumer 
behavior demands every 
industry must become 
more responsive, meeting 
their customers’ needs 
where and when the 
customer chooses. Banks 
have already seen some 
of the impact from this 
change in the emergence 
of fintech. “It’s simple,” 
Bashta said. “Be 
disrupted or be disruptive. 
You only need to look at 
the onslaught of fintech 
innovations to see that 
disruption to traditional 
banking is coming, if  
not already here.”

Over 70 percent of 
consumers use digital 
banking channels, 
according to a recent 
Deloitte global consumer 
survey, and nearly 60 
percent of respondents 
said they use mobile 
banking apps. “The 
current generation of 
young people, and every  
subsequent generation 
from now, will embrace 
online and mobile banking,  
more-so than any other 

Small 
Banks,

Resources Committee. 
“What worked two  
or five years ago isn’t 
good enough anymore.” 
One important, but  
often misunderstood, 
aspect of an effective 
talent management 
strategy is how to 
incorporate diversity  
and inclusion (D&I). 

Defining “Diversity”

“Diversity is getting 
invited to the party. 
Inclusion is getting 
asked to dance.”

Most people today 
agree that diversity in 
the workplace should 
be a priority, including 
in the financial services 
industry. But the 

MAXIMIZE YOUR PEOPLE POWER

Add diversity and inclusion to your bank’s talent management strategy

https://www.nytimes.com/2016/03/08/technology/microsoft-opens-its-corporate-data-software-to-linux.html


By David P. Werner

I want to thank everyone  
who is attending the WBA’s 
annual Bank Executives 
Conference! This is our 
association’s premier 
event, featuring invaluable 
networking opportunities  
and hours of education  
and development from 
nationally recognized speakers 
and thought leaders, so I  
hope you will be joining 

me in Milwaukee on Feb. 4-6. 
If you think Bank Execs 

is only for CEOs, please 
reconsider. This year’s 

redesigned event features 
networking sessions on 
Monday afternoon for bank 
CCOs, CEOs, CIO/CTOs, 

COO, CROs, and CFOs, so 
many banks are bringing their 
entire leadership team and  
their future leaders! Attending 
the conference is an invaluable 
experience for any of your  
top-performing or up-and-
coming leaders and, as such, 
serves as a tremendous 
retention and development tool. 
One of the best ways we can 
grow and develop as bankers 
is to get out of the vacuum of 
our own institutions and see 
what others are doing. And if 
you find a good idea, well… 
imitation is the sincerest form 
of flattery!

In addition to the many 
networking opportunities, 
this year’s Bank Executives 
Conference features speakers 
and sessions that will provide 
bank leadership with the 
strategies and tools we  
need in order to lead the 
evolution of our industry. A 
combination of timeless and 
cutting-edge content will 
give us each a well-rounded 
view of the challenges and 
opportunities facing our 
industry and our individual 
institutions. I look forward to 
discussing presentations on 
data analytics and how to use 
it to create value, attracting 
business, maximizing 
opportunities, and building 
your bank’s brand.

Another highlight is  
the dinner and reception  
on Tuesday evening, where 
we’ll celebrate with the 
Banker of the Year and enjoy 
the always-popular Euchre 
Tournament. With all of  
that and more awaiting 
attendees, this year’s 
conference promises to  
deliver spectacular value  
once again.

See you in Milwaukee! 

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

Message from the Chair

WBA Bank Executives Conference 
Valuable for All Bank Leaders, Not Just CEOs

Message from
the Chair

David P.   
Werner

WBA Bank Executives 
Conference

February 4-6    Milwaukee

The Pfister Hotel

Register at www.wisbank.com/BEC.
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Commercial & ag participation loans
Bank stock & ownership loans

Bank building financing
Business & personal loans for bankers

Leverage our large lending capacity, up to $20 million on correspondent loans. Our 
lending limits are high enough to accommodate what you need, when you need it.

Why choose Bell as your bank’s lending partner?

Call me at 608.234.1438

Denise Bunbury

Together, let ’s  
make it happen.

Based in Madison, Wis., serving Wisconsin and Illinois

Member FDIC 20
21

6

Mary Voss
515.577.0070

Based in Des Moines, 
Iowa, serving Iowa  

and Nebraska

Gene Uher
605.201.1864

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

Minnesota and Iowa

Callie Schlieman
701.433.7430

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

Regulation O lending

Perry Rassler
763.242.7518

Based in Minneapolis, 
Minn. serving Minnesota 
and Western Wisconsin

Jeff Restad
320.759.8401

Based in Alexandria, 
Minn., serving  

Minnesota

Tom Ishaug
701.866.4676

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

and Minnesota
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expressed concern the 
proposed rule would put many 
Wisconsin small businesses 
and family farms who contract 
with larger businesses at  
risk of being deemed an 
affiliated company, hindering 
lending to those small 
businesses engaged  
in agriculture.

Summary of recent    
comment letters below

On Sept. 28, 2018 the Small 
Business Administration 
proposed a rule to amend 
regulations governing its 
business loan programs. A 
component of the proposal 
would amend the affiliation 
principles applicable to 
applicants for certain assistance 
programs. Specifically,  
the rule would expand the 
principle of affiliation to 
include common investments 
and economic dependence 
through contractual or  
other relationships. WBA 

WBA Requests Parity in NCUA Appraisal Rule, 
Expresses Concerns for SBA Proposed Rule on Affiliation Standards

On Oct. 3 the National 
Credit Union Administration 
(NCUA) proposed a rule 
amending its real estate 
appraisal rules for certain 
transactions. In part, the 
proposed rule would increase 

the threshold below which 
appraisals would not be 
required for non-residential 
real estate transactions from 
$250,000 to $1,000,000. 
WBA submitted comments 
urging NCUA to consider its 
proposed rule in the context of 
the broader financial services 
industry and adopt standards 
that are consistent with the rest 
of the financially regulated 
institutions as a member of  
the FFIEC.

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.

By Jon Turke 

Over the course of the last 
few months, your fellow 
members who serve on the 
WBA Government Relations 
Committee (GRC) met in 
Madison to develop our 
legislative agenda for the  
2019-2020 Legislative Session.  
We thank everyone who contri- 
buted ideas for the committee 
to consider. The list was 
approved by the WBA Board 
of Directors in December.

Every two years, the 
committee analyzes a whole 
host of issues and policy 
changes that arose over the 
previous legislative session 
that may need to be changed or 
improved in the future. Taking 
in opinions from members 
both on and off the committee, 
the GRC takes a vote to 
recommend the whole agenda 

and WBA Board affirmed our 
intent to pursue that goal via a 
tax exemption on commercial 
and agricultural loans under 
$10 million. This is the first 
session where we will be 
pitching it to be included in the 
governor’s budget. We have 
had good initial talks with 
Governor Tony Evers’ team. 

Obviously, any potential 
changes to law at the state 
and federal level that could be 
made are determined by the 
makeup of the state legislature 
and Congress. The 2018 
election ushered in an era of 
divided government at both the 
state and federal level. WBA 
will continue to work with both 
parties to get as much of our 
agenda passed as possible.

Further changes to Dodd-
Frank in Washington will likely 
be non-existent for at least the 
next two years. Democrats 
controlling the House of 
Representatives makes any 
meaningful reform almost 
impossible. Add in the fact that 
the race for the Democratic 
nomination for president in 

2020 will begin this year, 
and the realistic timetable for 
legislation to pass is by the end 
of this summer. 

For the first time since 2008,  
your 2020 ballot will have no 
Wisconsin-held statewide races 
for you to vote in. This gives 
you the opportunity to help 
our allies on both sides of the 
aisle in the state legislature 
and Congress who need your 
support at the ballot box and 
with your political advocacy 
contributions to win or retain 
their offices and support  
WBA-backed legislation. 
Please continue to donate 
to the PAC and conduit and 
release your conduit funds as 
soon as requested.

If you have any questions 
on the WBA legislative 
agenda or how you can 
support candidates through 
our political advocacy funds, 
please contact WBA Director 
– Government Relations Jon 
Turke at 608-441-1215 or 
jturke@wisbank.com.

Turke is WBA director 
– government relations.

and then ranks the issues based 
on priority: “high,” “medium,” 
or “low.”

 Some of the new ideas 
recommended include: 

» Trust Code Update
» Shortening the period of

cashier check indemnification
» Allow non-filing for

escheatment when there are no 
dormant accounts to report

» Ways to encourage
FinTech and improve data and 
cyber security

Our top priority continues 
to be tax parity. The GRC 

WBA Government Relations Committee Sets Agenda 
Tax parity continues to be a top priority on the list

Advocacy
Update

Jon Turke

» The 2018 election ushered in an era of divided
government at both the state and federal level.
WBA will continue to work with both parties to get
as much of our agenda passed as possible.
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In Wisconsin®, we can. When Brakebush wanted to expand their Marquette 
County-based poultry products company, they turned to Baker Tilly, who then 
turned to us. We worked together to identify refundable tax credits that 
enabled Brakebush to pursue an initial $51 million expansion and bring 100 
new jobs to the state. Just think what we could make happen with you and 
your clients. See the whole story at WEDC.org/success-stories-brakebush.

 CAN WE
 PARTNER WITH THE STATE TO  
 BETTER PARTNER WITH CLIENTS?
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Q
A
Are Wisconsin Banks 
Permitted to Pull Credit on 
a Non-Signing Spouse of a 
Loan Application?

Answer: Yes. When dealing 
with married Wisconsin 
residents, a bank is permitted 
to pull credit on a non-signing 
spouse, and may even be 
required to do so.

Wisconsin Section 766.56(1)  
requires creditors to consider 
all marital property available to 
satisfy the debt when evaluating  
a married Wisconsin resident’s 
application for family purpose 
credit. Where there is an obliga- 
tion in the interest of the marriage  
or family, being a “family 
purpose” obligation, the creditor  
must consider all marital property  
available to satisfy the obligation  
in the same manner that it 
considers the availability of 
property of an unmarried 

in such a state as a basis 
for repayment of the credit 
requested. Because Wisconsin 
is a community property state, 
banks are permitted to pull 
credit on a non-signing spouse. 
Because the Wisconsin Marital 
Property Act requires creditors 
to consider all marital property 
available to satisfy the debt, a 
bank may be required to do so. 

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.

applicant. While the law does not  
define “family purpose,” the  
presumption is that an obligation  
incurred by a spouse during 
marriage is family purpose. 
Additionally, income would 
be presumed to be marital 
property unless there is a 
marital property agreement 
indicating otherwise.

Regulation B Section 
1002.5(c)(2) allows the 
bank to request information 
about the applicant’s spouse 
if the applicant resides in a 
community property state or 
is relying on property located 

Pulling Credit on a Non-Signing Spouse
Wisconsin banks are permitted, and may be required, to pull credit

Compliance
Q&A

Scott 
Birrenkott

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

Legal Hotline:
The WBA Legal Depart-
ment 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 
submit their legal inquiry 
via email (wbalegal@ 
wisbank.com) or call the 
legal hotline at 608-441-
1200, and typically receive 
a timely response to 
technical and compliance-
related questions.

How can we invest in BOLI with our 
liquidity being so tight?

Executive Benefits Network has a 
simple solution many bank peers 
are utilizing to answer this issue. 

Ask an EBN Advisor to share 
his useful strategy.

BOLI & Deferred Compensation Experts | 800.780.4EBN
 www.ebn-design.com

©2018 EBN

Is a Tighter Liquidity Market Keeping You 
from Making Good Strategic Moves?

We want to improve the Bank’s investment 
returns, but how can we do it?
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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.

New Bronze 
Associate Member:

John M. Floyd & Associates 
www.jmfa.com
Baytown, Texas
Contact: Susan Prell
Tel: 952-250-6172
Susan.Prell@jmfa.com 

For more than 38 years, 
JMFA has provided 
consulting services and 
programs to community 
banks, helping them 
improve their performance 
and profitability. JMFA 
OVERDRAFT PRIVILEGE® 
is a consumer-friendly service 
which builds sustainable 
revenue with a 100 percent 
compliance guarantee. JMFA 
CONTRACT OPTIMIZER 
offers banks the opportunity 
to get more out of their 
vendor contract negotiations 
and lower expenses. JMFA 
RECRUITMENT SERVICES 
finds the very best talent when 
you are looking to fill key 
positions for carrying out your 
vision. With a comprehensive 
consulting approach and 
programs that make a positive 
impact on your bottom line, 
JMFA has the right solutions to 
help community banks not only 
meet, but exceed their goals.

New Associate Members:

Cornerstone Advisors, Inc. 
www.crnrstone.com 
Scottsdale, Ariz.
Contact: Jennifer Wagner 
Tel: 480-425-5204
jwagner@crnrstone.com

Banks don’t negotiate contracts 
every day, but vendors do. And 
luckily, so does Cornerstone 
Advisors. Let Cornerstone’s 
multi-disciplinary team of 
negotiators put their deep 
market knowledge, proven 
methodologies, and proprietary 
Contract Vault ™ data to work 

for you. With Cornerstone 
as your partner, you’ll get an 
entirely objective assessment 
of your vendor contracts 
and the most competitive 
pricing and terms available 
in the market – all delivered 
by the best negotiating team 
in the industry. Working 
with Cornerstone Advisors 
you’ll gain the best pricing, 
service levels, and terms on 
your vendor contracts—plus 
more time to focus on future 
performance and growth.

Donnelly Penman & Partners 
www.donnellypenman.com 
Grosse Pointe, Mich. 
Contact: Andrew C. Christians 
Tel: 313-446-9900 
achristians@donnelly 
penman.com

Donnelly Penman & Partners 
provides comprehensive 
corporate finance advisory 
services to both public and 
private companies, including 
merger and acquisition 
advisory, capital raising, and 
general financial advisory 
services such as fairness 
opinions and valuations. 
They are committed to 
precise execution, long-term 
relationships, and providing 
innovative solutions for their 
clients, which has led their 
team to successfully complete 
more than 315 transactions 
since inception. They are a 
FINRA licensed broker dealer 
and a member SIPC firm.

Heber Fuger Wendin, 
Investment Advisors
www.heberinvestments.com 
Bloomfield Hills, Mich. 
Contact: David Barnes
Tel: 248-258-6866 
dbarnes@hfw1.com

Optimize the return of your 
bank’s investment portfolio—
while still managing risk 

and staying compliant—
with one of the oldest, most 
well-established investment 
advisory firms in America. 
Heber is an independent, fee-
only firm (not commissions) 
and a fiduciary who acts in the 
best interests of their clients. 
Established in 1934, Heber 
also provides community 
banks with bond portfolio 
accounting, mortgage 
servicing rights valuations and 
independent validations of 
ALM/IRR models.

Midwest Title Group LLC 
www.midwesttitlegroup.com 
Medford, Wis.
Contact: Mike Brandner 
Tel: 715-748-4790
mike.brandner@ 
midesttitlegroup.com

Midwest Title Group is a full 
service title company, offering 
title insurance and real estate 
closings. They have 23 offices 
throughout the state. All of 
their offices are individually 
and locally managed and 
staffed with knowledgeable, 
experienced people. They 
pride themselves on catering 
to the needs of customers in 
each unique market, from rural 
communities to large cities. 
When you choose Midwest 
Title Group, you get a team 
of people specialized in all 
aspects of the title industry, 
focused on the most important 
goal: customer satisfaction!

The QTI Group 
www.qtigroup.com
Madison, Wis.
Contact: Jill Dohnal
Tel: 608-257-1057
jill.dohnal@qtigroup.com

The QTI Group is a privately 
owned human resources 
(HR) organization providing 
staffing solutions, professional 
and executive recruiting, HR 
consulting and compensation 
design, employee engagement 
services, and HR partnerships 
to business and organizations. 

Their key service areas help 
business compete, gain 
ground, lead, and succeed. 
The QTI Group has been an 
active member of the business 
community since 1957 and has 
a history of growth, innovation, 
and community engagement.

Sales Math Consulting LLC 
www.sales-math.com
Durand, Wis.
Contact: Matt Middendorp 
Tel: 715-897-0879
matt@sales-math.com

Sales Math is a unique sales 
coaching practice driven to help  
banks and bankers across the 
country learn a better system 
to grow and earn results. Their 
core philosophies of “Learn 
Together, Do Together, Grow 
Together” are brought to life 
through in-person coaching, 
online as part of the Cool 
Bankers Academy, speaking 
engagements, and by their 
leadership of the Cool Bankers 
Club LinkedIn group. Sales 
Math’s clients are making their 
goals faster and easier based on 
the confidence and skill gained 
from learning a sales playbook 
designed to ensure they aren’t 
“just another banker” in the 
communities they serve.

Windsor Mortgage Solutions 
www.mortgageties.com
Sioux Falls, S.D.
Contact: Brittany Dieters 
Tel: 605-275-1927 
bmdieters@mortgageties.com

Windsor Mortgage Solutions 
is a service provider under 
Plains Commerce Bank. 
They specialize in providing 
community banks a full-service 
mortgage department that 
operates behind the scenes 
of your institution. Their 
goal is to make their partners 
profitable with a process that 
ensures referral-based results.

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

WBA Welcomes Eight New Associate Members
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Above, pictured (left to right): WBA Board Chair David Werner, president 
and CEO of Park Bank, Milwaukee; Evers; Lubar; and Senator Howard 
Marklein, R-Spring Green. 

2019: Disruption, Collaboration Two Themes for Wisconsin
At the Madison event, held 
January 9 at the Alliant 
Energy Center, Wisconsin 
Governor Tony Evers 
addressed “connecting the 
dots” and finding common 
ground in his first significant 
interaction with business 
leaders; it was his third day 
on the job. 

After an introduction from 
WBA President and CEO Rose  
Oswald Poels, host Jeff 
Mayers invited Shel Lubar, 
founder and chairman of 
Lubar & Co., to the stage to 
welcome Gov. Evers, who 
took the microphone to a 
standing ovation from the over  
400 attendees. Evers began by  
saying that this gathering 
of business leaders was an 
important one for him to 
attend. He then emphasized 
the need to “connect the dots” 
between his top priorities of 
education, health care, and 
transportation/infrastructure 
(including internet access). 
He explained that increasing 
public education funding  
may lead to better schools  
for students and therefore  
set the state’s future works 
up for better careers in the 
business world. 

To accomplish these ambi- 
tious goals, Evers acknowl- 
edged the need for collabor-
ation and compromise on both 
sides of the aisle. “There will 
be political battles, but at the 
end of the day Democrats 
and Republicans need to find 

negative disruption: Brexit, 
the U.S. government 
shutdown (ongoing at the 
time of this writing), and the 
trade war between China and 
the U.S. 

With important deadlines 
for both Brexit and the tariffs 
between China and the U.S. 
occurring in March, Rossell 

predicted a rocky first quarter 
of 2019 followed by a 
smoother road as markets 
stabilize. “Turn your 
cellphone off until the end of 
March,” Rossell advised, half-
joking. “After that, it will be 
much more pleasant, normal, 
and an economy supported by 
a strong business community 

and the United 
States’ funda-
mental economic 
strength.” Due 
to those factors, 
Rossell is 
confident the 
U.S. economy 
will avoid a 
recession, despite 
the current 
strangeness of 
the yield curve.

common ground on these 
important issues,” he said. The 
governor also expressed his 
support for the business sector: 
“As governor, I want you all 
to be successful, because if 
you’re successful the people of 
the state of Wisconsin will be 
successful.” 

After Evers concluded his 
remarks, Mayers introduced 
Marci Rossell, former chief 
economist for CNBC and co-
host of Squawk Box. During 
her lively presentation, Rossell 
said the key word for the first 
quarter of 2019 is “disruption.” 
While natural, organic forces 
such as creative destruction 
are positive disruption, Rossell 
focused her remarks on three 
primary sources of potentially 

M
A
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Far left: WBA President and CEO Rose 
Oswald Poels welcomed attendees 
at both luncheons in Eau Claire and 
Madison and presented an economic 
forecast from the banking industry’s 
perspective. Near left: Marci Rossell 
said the Fed’s quantitative easing and 
artificially holding down long-term rates 
has changed the predictive authority of 
the yield curve, so an inversion is no 
longer as accurate a predictor of a 
recession as it was in the 1980s.

2019 Wisconsin Economic ForEcast LunchEon
January 9  •  Alliant Energy Center  •  Madison

Presented by: Wisconsin Bankers Association  •  Construction Business Group  •  Wisconsin Building 
Trades Council  •  Wisconsin REALTORS Association  •  Wisconsin Transportation Builders Association.

Sponsored by: Associated Bank  •  BOK Financial Institutional Advisors  •  Banconomics
Bankers’ Bank  •  Boardman & Clark LLP  •  WIBA 1310 AM  •  WisBusiness.com.

sEE ForEcasts and PrEsEntations at WWW.Wisbank.com/2019WisEcon.

8 FEBRUARY 2019

http://www.wisbank.com/2019WisEcon
http://www.wisbank.com/2019WisEcon
http://www.wisbank.com/2019WisEcon
http://www.wisbank.com/2019WisEcon


Above: Eau Claire City Manager Dale Peters (left) and entrepreneur 
Zach Halmstead (right) shared Eau Claire’s economic development 
strategy and how it impacts businesses.

Bankers, business leaders, media gather at two locations 
for annual forecast luncheon executive briefings

He explained how each new 
employee at JAMF is brought 
in for one week of training to 
the city. Almost universally, 
on the second day the new 
employee asks “Why do you  
guys live here?” but by day  
five, they’ve interacted enough  
in the community to “get it” 
and can’t wait to come back. 

Halmstead said 
the community 
needs to focus 
on helping 
people “get it” 
by the second 
day, not the 
fifth.

The other 
key economic 
development 
strategy Peters 

and Halmstead highlighted 
is building private-public 
partnerships. In this case, 
these partnerships entail the 
city, local businesses, and 
the university. One example 
is the Pablo Center at the 
Confluence. The $60 million 
downtown arts center that 
opened in September was 
made possible through a 
combination of funds from 
the city, county, and state 
governments along with 
private investment, donations, 
and tax credits. Halmstead 
is also a partner in Pablo 
Properties, which renovated a 
former downtown hotel and is 
a large enough benefactor in 
the arts center to have earned 
naming rights.

At the Eau Claire event, held 
January 11 at the Florian 
Gardens, Ron Feldman, first 
vice president and COO of 
the Federal Reserve Bank 
of Minneapolis, addressed 
the difficulty of accurately 
forecasting the economy. 
“Forecasting is really hard and 
it’s almost always wrong,” he 
said, declaring that predicting 
an economic downturn or 
recession is “impossible”:  
“If someone tells you a 
recession is coming, they have 
no idea what they’re talking 
about,” he said.

Instead, Feldman’s remarks 
explored a wide variety of 
factors influencing the current 
economy. He specifically 
addressed the role of the Fed 
and its goals, as well as the 
key economic indicators the 
Fed monitors closely. He also 
told the gathered bankers and 
business leaders that the Fed’s 
board members continue to 
indicate they favor two rate 
hikes in 2019, instead of the 
three originally planned. 

After Feldman’s presen- 
tation, Paul Kohler, WBA 
Board Vice Chair and President 
and CEO of Charter Bank, Eau 
Claire welcomed Eau Claire 
City Manager Dale Peters 
to the stage along with co-
presenter Zach Halmstead, 
co-founder of JAMF Software, 
which is headquartered in 
Eau Claire. The duo walked 
attendees through the city’s 

approach to economic develop- 
ment and its impact on busi- 
ness. Peters said that the city’s  
focus for economic develop- 
ment in the area is to invest 
and develop the quality of life. 
If people want to live in the 
area, they want to do business 
in the area, he explained. 

One unique approach in 
Eau Claire’s strategy is to be 
a dog-friendly city, Peters 
said. This strategy works 
because people walk their 
dogs every day, and while 
doing so, they meet people and 
visit businesses, bringing the 
community to the forefront; 
dog-walking connects people 
to their community on a daily 
basis. Halmstead emphasized 
that connection in his remarks. 
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Over 550 bankers, 
business leaders and 
lawmakers gathered 
for the 14th annual 
Wisconsin Economic 
Forecast Luncheon 
on January 9 at 
the Alliant Energy 
Center in Madison 
(left, p. 8) and on 
January 11 at the 
Florian Gardens in 
Eau Claire (right).

Far left: Paul Kohler, WBA Board 
Vice Chair and president and 
CEO of Charter Bank, Eau Claire, 
emceed the Eau Claire event. 
Near left: Ron Feldman, first vice 
president and COO of the Federal 
Reserve Bank of Minneapolis, 
explained the impossibility of 
predicting a recession.

2019 Wisconsin Economic ForEcast LunchEon
January 11  •  The Florian Gardens Conference Center  •  Eau Claire

Presented by: Wisconsin Bankers Association  •  Wisconsin REALTORS Association.

Sponsored by: BOK Financial Institutional Advisors  •  Banconomics
Bankers’ Bank  •  Boardman & Clark LLP  •  Wipfli LLP.
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Remember April 16-20, 
2018, when an estimated 
1,373 bankers invested over 
1,000 volunteer hours in a 
unified industry campaign to 
demonstrate their commitment 
to the people and communities 
they serve? 

We do, and it’s happening 
again!

During the week of  
April 22-26, 2019, the 
Wisconsin Bankers Association 

Power of Community 
campaign will bring together 
our member banks and 
associate member companies 
to celebrate your commitment 
to the communities you  
serve. We know your organi- 
zation is involved in 
community service projects 
year-round; this week-long  
campaign will bring together 
the efforts of the Wisconsin 
banking industry to show 

our collective impact and 
involvement in the state  
to everyone.

We invite all members  
to participate in this effort 
to highlight how much 
Wisconsin’s banking industry 
supports the communities  
in our state.

Create team spirit by 
ordering Power of Community 
t-shirts for your company!
The shirts feature the

campaign logo and hashtag 
(#BanksPowerWI). You also 
have the option of adding your 
organization’s logo to the back 
for additional branding. 

Hurry! T-shirt orders are 
due by March 1. Visit www. 
wisbank.com/BanksPowerWI 
to order your team’s t-shirts, 
learn more about Power of 
Community week, and sign 
up as your organization’s 
contact point!

Get Ready: Power of Community Week is April 22-26

One easy way to promote 
financial literacy to young 
children is by participating 
in the annual National Teach 
Children to Save Day event. 
This year’s Teach Children 
to Save Day is on April 12. 
To help you and your staff 
conduct successful classroom 
presentations, the Wisconsin 
Bankers Foundation is offering 
a free WBF Reading Raises 
Interest Kit to each and every 
member bank branch.

This year’s kit features the 

The kit also features a separate 
activity and 
coloring 
book to leave 
behind in the 
classroom. 

Students can share, each 
coloring different pages, or 
your bank can sponsor 
the purchase of additional 
copies for the classroom.

This year’s kit also 
includes: 

» Tips on how to read
Sammy’s Big Dream to a group

» Discussion questions to
send home

» A sample letter to the
school

» A sample news release
» Other recommended

books
» And more!

 Kits must be ordered by 
Feb. 15, 2019 and will be 
mailed to branches on March 18.

Visit www.wisbank.com/
ReadingRaisesInterestKits 
today to order your free kit!

book Sammy’s Big Dream 
by Sam Renick. In 
the story, Sammy 
Rabbit has a big 
dream: to ride the 
world’s first outer 
space roller coaster! Read  
along as he works to earn and 
save enough money to do it. 

This year’s kit includes a 
lesson plan lesson appropriate 
for students in Grades 2-5 
(age 7+) and focuses on the 
concepts of earning and saving 
money in order to reach a goal. 

NEW DEADLINE!

Order Your Reading Raises Interest Kit by Feb. 15!
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GET INVOLVED.
DATES:

APRIL 22-26, 2019 
What is the WBA  

Power of Community Week?
The WBA Power of Community campaign will bring together our  

member bankers to celebrate your commitment to the communities 
you serve. During the week, we encourage all bankers to engage  

in one or more community service activities.

Commit to participating online at 
www.wisbank.com/BanksPowerWI

Questions: Contact WBA’s Lori Kalscheuer at 
lkalscheuer@wisbank.com or at 608-441-1250.

https://www.wisbank.com/articles/2019/01/reading-raises-interest-kits-now-available-request-your-free-outreach-tool-today/
https://www.wisbank.com/articles/2019/01/reading-raises-interest-kits-now-available-request-your-free-outreach-tool-today/
https://www.wisbank.com/community/power-of-community-week/
https://twitter.com/hashtag/BanksPowerWI?src=hash&lang=en
http://www.wisbank.com/BanksPowerWI


On Nov. 29, 2018, seven 
undergraduate economics 
students from the University 
of Wisconsin – Madison 
gathered in the Board Room 
at the Federal Reserve Board 
of Governors offices in 
Washington, D.C. to discuss 
current economic trends and 
decide monetary policy. Could 
these young people be your 
future star bankers? 

The team was competing 
as finalists in the 15th annual 
national College Fed Challenge 
as a representative of the 
Chicago Federal Reserve 
District. The College Fed 
Challenge is an academic 
competition for undergraduate 
college students inspired by 
the working of the Federal 
Open Market Committee. 
The competition is intended 
to encourage students to 
learn more about the U.S. 
macro economy, the Federal 
Reserve System, and the 
implementation of monetary 
policy. The Challenge also 
aims to promote interest in 
economics and finance as 
subjects for advanced study 
and as the basis for a career. 
(There is also a version of  
the competition for high  
school students.)

Drawing more students 
into banking as a career 
is an important goal for 
the industry. WBA has 
conducted several campus 
visits encouraging students 
to consider internships and 
careers in the Wisconsin 
banking industry, with recent 
stops at UW-La Crosse and 
UW-Stevens Point. The 
Fed Challenge competition 
is another avenue for 
demonstrating how exciting a 
career in finance and banking 
can be. “The College Fed 
Challenge, now in its 15th year, 
provides a forum for students 
to take their studies from the 
theoretical to the practical as 

The UW-Madison team with FRB Chairman Jerome H. Powell (center).

they weigh a real-life set of 
facts and circumstances and 
make a judgment about the 
optimal path for monetary 
policy,” said Federal Reserve 
Board Chairman Jerome H. 
Powell in a press release. “It is 
my hope that the experience of 
preparing for the competition 
might inspire these young 
adults to explore careers in 
economics or finance.”

During the competition, 
each team of students is 
responsible for creating 
and delivering a 20-minute 
presentation in front of a 
panel of judges consisting of 
academics and professional 
economists, concluding with 
a monetary policy plan for 
the Federal Reserve Bank to 
implement. Following the 
presentation, the students 
participate in a 15-minute 
question and answer session 
with the judges during which 
the students defend their policy 
decisions. The UW-Madison 
students competed against—
and bested—nearby colleges 
and universities in three rounds 
of local competition and two 
rounds of regional competition 

before advancing to the 
nation’s capital as finalists, an 
unprecedented victory.

The judges at this year’s 
national competition were: 
Ellen Meade, special adviser 
to the Board and Division 
of Monetary Affairs; Anna 
Paulson, senior vice president, 
financial markets finance at 
the Federal Reserve Bank 
of Chicago; and Giorgio 
Topa, vice president, 
research economist at the 
Federal Reserve Bank of 
New York. These three 
judges evaluated each team 
on economic analysis, 
responses to judges’ questions, 
teamwork, and presentation. 

The UW-Madison team 
earned Honorable Mentions 
along with teams from Princeton 
University and Virginia 
Commonwealth University, 
ceding higher honors only to the  
Yale University (champions) 
and Rutgers University 
(runners-up) teams. 

Congratulations to the UW- 
Madison student team members:  
Thomas Costello, Kara James,  
Tony Mattioli, Alex Orlov, 
Jake Steinberger, Zach 
Swaziek, and Patrick Sweeney.  
The team was supported by 
other university researchers 
and guided by faculty advisor 
Menzie Chinn, professor of 
public affairs and economics.

Wisconsin’s Future Bankers?
UW-Madison team earns Honorable Mention in National Fed Challenge
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Staff Change? Address Change? 
Please 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 –  
Information Technology Randy Molepske, at requests@ 
wisbank.com or 608-441-1212.

mailto:requests@ wisbank.com
mailto:requests@ wisbank.com


By Sara McNamara 
and James Sheriff

According to experts, spending 
on legal cannabis worldwide is 
expected to reach $57 billion 
by 2027. A major concern 
for legal cannabis businesses 
is their access to banking 
services. Financial institutions 
have understandably been 
hesitant to get involved in 
providing services to the 
cannabis industry for fear 
of punishment from federal 
authorities. Due to conflicting 
laws and confusing guidance, 
the cannabis industry is a 
difficult landscape to navigate. 
Below are questions and 
answers that may help your 
bank avoid the risks associated 
with the cannabis industry.

What is the current state of 
the law regarding cannabis?

Despite the media attention 
surrounding legalization of 
marijuana in several states, 
cannabis is still illegal 
under federal law. Under the 
Controlled Substances Act 
(21 U.S.C. § 811), cannabis 
is currently classified as 
a Schedule I drug, which 
means it is considered highly 
addictive and has no medicinal 
value. Despite federal law, 
the District of Columbia 
and 10 states have adopted 
laws legalizing marijuana for 
recreational use, and  
23 additional states have 
adopted laws allowing 
marijuana in limited 
circumstances, including 
medical use. Most recently, 
Michigan legalized the 
recreational use, growing,  
and distribution of cannabis. 

What is the interplay between 
state and federal law?

Due to the rule of federal 
preemption, the federal law 
banning cannabis preempts  
all state laws. This has been  
a major issue, particularly  
in the states that have legalized 
recreational cannabis use.  
On Aug. 29, 2013, the United 
States Department of Justice 
issued the Cole Memo, which 
made it clear that prosecuting 
state legal medical marijuana 
cases was not a priority. 
However, in January of 2018, 
Attorney General Jeff Sessions 
rescinded that guidance and 
directed all U.S. Attorneys  
to enforce federal laws  
and follow standard principles 
in prosecuting cannabis-related 
offenses. Several other  
federal agencies have also 
attempted to address the 
conflict between state and 
federal law. However, as it 
stands now, the federal law 
prohibiting the production,  
sale and use of cannabis  
reigns supreme, and no  
state law can protect against 
federal enforcement.

How are cannabis laws 
affecting financial institutions?

Federal laws and 
regulations prevent financial 
institutions from providing 
banking services to businesses 
engaged in illegal activity. 
For example, the Bank 
Secrecy Act requires financial 
institutions to help detect 
and prevent fraud and money 
laundering. This includes filing 
certain reports and reporting 
suspicious activity. In 2014, 
the Treasury Department 

and the Justice Department 
issued guidance indicating that 
financial institutions would 
not be punished for providing 
services to cannabis businesses 
operating legally under 
state law. The policy simply 
required that banks diligently 
monitor their cannabis-
industry customers. However, 
the guidance did not grant 
immunity from prosecution  
or civil penalties. Bankers  
were quick to criticize the 
guidance, stating that it 
was not enough to protect a 
financial institution wishing to 
provide services to cannabis-
related businesses. Although 
the guidance still stands, most 
financial institutions remain 
hesitant to provide services  
to cannabis businesses.

How can a financial 
institution protect itself?

Until the federal laws 
change, the only guaranteed 
protection is to completely 
avoid involvement with 
cannabis-related businesses. 
This can be achieved through 
robust due diligence practices, 
including the continued monitor- 
ing of customers for suspicious 
activity, particularly in or  
near jurisdictions where 
marijuana recently became 
legal, such as Michigan.  
When suspicious activity 
is flagged, the financial 
institution should promptly file 
a Suspicious Activity Report 
(SAR). There are three types 
of SARS that may be filed 
for cannabis-related activity: 
(1) Marijuana Limited,
(2) Marijuana Priority, and
(3) Marijuana Termination.

A Marijuana Limited 
SAR should be used if a 
financial institution believes 
the customer’s activities do 
not implicate one of the Cole 
Memo priorities or violate 
state law. A Marijuana Priority 
filing should be used if the 
financial institution believes 
that the customer’s activities 
do implicate the Cole Memo 
priorities or violate state 
law. Finally, a Marijuana 
Termination filing should be 
used if the financial institution 
terminates the customer 
relationship in order to comply 
with its anti-money laundering 
program. Ultimately, these 
SAR filings demonstrate to 
regulators the bank’s diligence 
and willingness to comply with 
federal laws. 

What else do I need to know?

The information above 
only scratches the surface of 
a myriad of issues resulting 
from the boom of the cannabis 
industry. To learn more 
about these issues, including 
potential employment 
issues, ways to determine 
the appropriate SAR filing, 
and ways to protect against 
inadvertently lending to 
cannabis businesses, please 
visit www.reinhartlaw.com. 
For additional questions, 
contact Sara McNamara at 
smcnamara@reinhartlaw.com. 

McNamara and Sheriff are 
attorneys at Reinhart 
Boerner Van Deuren s.c., a 
WBA Associate Member.

Banking on the Cannabis Industry: What Bankers Need to Know

Despite media attention 

surrounding legalization of 

marijuana in several states, 

cannabis is still illegal  

under federal law.

» www.reinhartlaw.com

Sara McNamara James Sheriff
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Each year, nearly 140 ag 
bankers from all across 
Wisconsin attend the WBA 
Agricultural Bankers 
Conference to interact with 
peers and to learn the latest 
about ag policy, market trends, 
and industry updates from 
nationally recognized speakers. 
This year’s conference will  
be held April 10-11 in 
Wisconsin Dells and 
features over seven hours 
of presentations and ample 
networking opportunities as 
well as several exhibitors who 
offer products and services 
geared for ag banking. 

After the WBA Agricultural 
Bankers Section Annual 
Meeting, keynote speaker  
Eric Snodgrass will kick  
off the conference with a 
session about managing 
weather risk. He’ll offer 
strategies to “predict chaos” 

and consume weather 
information to make timely and 
informed decisions, closing 
with a discussion about the 
progress of the 2019 South 
American safrinha crop. 

Another highly anticipated 
general session is the economic 
update and forecast from  
Matt Roberts, Ph.D. In 
simple-yet-entertaining terms, 

Roberts will explain how  
the economy is actually doing, 
down to the sector and/or 
regional level if needed, and 
what it means for your clients. 
Later in the day, attendees 
will hear a session about 
forecasting from Tim Ohlde. 
This presentation will offer  
an overview of five critical 
ratios at the heart of ag loan 

analysis along with tried-and-
true tips for creating and 
implementing a balanced risk 
rating system. 

The second day of the 
conference will open with 
a Washington Update from 
Edwin Elfmann, followed  by 
a riveting look at trends 
in milk pricing from the 
University of Wisconsin-
Madison’s Mark Stephenson, 
Ph.D. To close the conference 
on a high note, motivational 
speaker Lance Fox will share 
his story from Mount Everest 
in hopes of inspiring attendees 
to pursue their dreams, no 
matter what challenges  
they face.

Don’t miss this great event!  
Visit www.wisbank.com/Ag  
today for a full listing of 
conference sessions and to 
register online. 

Weathering the Storm
Join your fellow ag bankers for networking, development

6
Register 
online 

at www.
wisbank.
com/Ag.

5

WBD 2019 Seminar Series

Coming to: Sheboygan, Oshkosh, Green Bay, 
Brookfield, Madison, Franklin, Wausau, Eau Claire, 
Wisconsin Dells, La Crosse, Janesville and Hudson!

and Happy Hour!
Join us for our annual updates on what is going on with the SBA

and 504 program, plus some new content to help you 
see more opportunities in the market!

NEW: Insights from the WBD Commercial Portfolio, New Video Resources, 
Case Studies to Highlight Uses, It’s FREE and an onsite Happy Hour after each one!

Visit the breaking news section of our homepage at 
WBD.org for more information and registration links

Starting on February 12th
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(continued on p. 15)

Associated Bank 
branches across 
Wisconsin, Minnesota, 
and Illinois donated to 
their local American 
Legion Post to show 
support for veterans. 
Associated Bank 
branches displayed 
photos and military 
mementos in their 
lobbies to honor our 

Port Washington State 
Bank (PWSB) is pleased to 
announce plans to open 
a Mequon location in the 
first quarter of 2019. PWSB 
Chairman/President and 
CEO Steven R. Schowalter 
indicated that the bank 
intends to occupy the former 
Associated Bank location at 
10509 N. Port Washington 

country’s veterans and active-duty military personnel around Veteran’s Day.  
Items were borrowed from the American Legion Post as well as com- 
munity members who contributed to the displays. The five branches with 
the top displays received $1,000 each to donate to their local American 
Legion Post. Pictured: Veteran’s display at the Green Bay Fisk location.

Road in Mequon. “We are excited to broaden our reach with this 
expansion. Our recently added Thiensville office has been a wonderful 
extension of our Ozaukee County footprint, generating relationships with 
both Mequon and Thiensville residents. We view this new location as 
another way to service our existing customers and welcome others to  
the PWSB brand,” commented Schowalter.

Emery-Morris

Hartgerink

JirscheleSmith

Nelson Rosenau

Martin

McCrory-Lisowe

Robbins

Petitte

Wendy Sowinski (pictured) 
to senior vice president of 
commercial banking.

Madison
First Business Financial 
Services, Inc. is pleased to 
announce the promotion of 
Peggy Stebbins (pictured) to 
the position of chief accounting 
officer and controller.  

Markesan
Markesan State Bank is 
pleased to announce the 
addition of Mark Heuer 
(pictured) as the bank’s senior 
commercial lender.

New Glarus
The Bank of New Glarus and 
Sugar River Bank Branches is 
excited to announce that Jessi 
Peters (pictured) has been 
recently promoted to assistant 
vice president, electronic 
banking manager.

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

Promotions and New Hires
Beaver Dam
American Bank is proud 
to announce the promotion 
of Ryan Martin (pictured) 
to assistant vice president, 
Amanda Emery-Morris 
(pictured) to assistant vice 
president, Brendalynn Ricco-
Wagner to branch manager 
at the bank’s office inside the 
Beaver Dam Walmart, and 
Caitlyn Fick was named to 
head teller at the same office. 
The bank has also promoted 
Rebecca Robbins (pictured) 
to the newly created electronic 
services manager position.

Fitchburg
Oak Bank is pleased to 
announce the promotion of 
Laura Smith (pictured) to 
compliance officer.

Green Bay
Jacob Jirschele (pictured)  
has joined Associated Bank 

as senior vice president,  
private banking relationship 
manager, private client and 
institutional services.

Horicon
Horicon Bank is pleased to 
announce the hiring of Angela 
McCrory-Lisowe (pictured) 
as a mortgage loan officer 
for its Fond du Lac market. 
The bank has also announced 
the promotions of Doreen 
Hartgerink (pictured) and 

Rosemary Petitte (pictured)  
to its senior management team.

Ixonia
Ixonia Bank is happy to share 
that Anita Nelson (pictured) 
has recently joined the bank 
as its new assistant vice 
president – residential lending. 
Ixonia Bank is also proud to 
announce the promotions of 
Carrie Rosenau (pictured) to 
senior vice president of human 
resources and training, and 

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.

Veteran’s Day Event Raises $5,000 PWSB Opens Branch in Mequon
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President and Chief Executive Officer, Edward H. Schaefer, of the 
Waukesha-based First Federal Bank of Wisconsin rang the closing 
bell at the Nasdaq Stock MarketSite in New York’s Times Square on 
Wednesday, Dec. 12, 2018. With the Nasdaq Market Bell Ceremony, 
First Federal Bank celebrated their first anniversary of being a Nasdaq-
listed company and trading on the exchange under the symbol FFBW.

“It is an honor for me to represent our team, our Board of Directors, 
our shareholders, family and friends by ringing the closing bell. As  
a community bank, we support the growth of small businesses and  
help our residential and consumer customers realize their dreams,” 
stated Schaefer.

First National Bank of River Falls took over halftime of the UW-River Falls 
Athletics women’s basketball game on November 28, as they delivered 
a big announcement to a lucky fan in attendance. Josie Skibbie thought 
she was coming to the game for a night out with her friends before 
finals week, but instead, she was surprised with up to $6,000 from 
First National Bank, enough for a semester’s worth of tuition at 
UW-River Falls. A freshman from Thorp, Wisconsin, double majoring 
in animal science with an equine management emphasis and 
agriculture business, Josie said this free semester of tuition will allow her 
to pursue her dream of studying abroad in either the Scotland or 
Holland programs.

Stebbins

Digman

MacWilliamsPeters

Schoepke

Sowinski Heuer

Lau

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

Retirement
Beaver Dam
After 47 years with American 
Bank, its longest tenure 
employee, Senior Vice 
President/Loan Officer 
Constance (Connie) 
Schoepke (pictured), retired  
on Friday, Dec. 14. When 
asked about her career and 
years with the bank, Connie 
had this to say, “As I reflect  
on that number – 47 years –  
I think, ‘How can that  
be possible!?’”

they have teamed up with the 
Wisconsin Small Business 
Development Center (SBDC) 
to help business owners and 
entrepreneurs in Southeast 
Wisconsin. SBDC is a national 
organization promoted 
through the U.S. Small 
Business Administration. They 
provide tools and resources 
to entrepreneurs and small 
business owners in order to 
help or improve their business. 
SBDC will be located at 

Community State Bank’s 
Union Grove Office (1500 
Main Street).

Promotions and New Hires 
(continued from p. 14)

Oregon
Oregon Community Bank 
is pleased to announce 
the addition of Karleigh 
MacWilliams (pictured) 
as treasury management 
specialist.

Platteville
Mound City Bank is pleased 
to announce the promotion of 
John Digman (pictured) to 
senior vice president – chief 
financial officer.

Wausau
Peoples State Bank announce 
the promotion of Craig Lau 
(pictured) to northern market 
president.

Announcement
Union Grove
Community State Bank is 
pleased to announce that 

UW-River Falls Student Wins a  
Semester’s Tuition from the  
First National Bank of River Falls

First Federal Bank Executive Team 
Rings Stock Market’s Closing Bell

Did You Know? The Bulletin Board is featured each 

month in the Wisconsin Banker, and it’s now online too!  
Visit www.wisbank.com/BulletinBoard to see the latest pro-
motion and new hire announcements, retirement celebrations, 
and community activities your fellow bankers have sent in to 
WBA for publication. Do you have good news to share?  
Submit your press release or notice to bulletinboard@ 
wisbank.com. We’d love to hear from you!
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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.

Calendar of Events
February – October

Wisconsin Bankers Association

WBA Featured Events
Workshops and Women in Banking Conference

Call Report Update & Review Workshop
March 1  |  Livestream
March 5  |  Wisconsin Dells
The Call Report Preparation seminar will help preparers and 
reviewers understand the preparation process and eliminate 
errors. The seminar will begin with an overview of proposed 
and approved revisions and other recent changes, followed 
by a review of several new accounting standard updates. The 
curriculum will also cover the classification priority for coding 
for loans on RC-C. The seminar will end with a discussion 
of commonly cited errors made in call report preparation. In 
addition, workshop participants will receive a manual with 
over 300 pages of materials covered during the seminar and 
additional information on other call report schedules. Visit 
www.wisbank.com/events to learn more and to register online. 

Security Officer Workshops
March 19  |  Green Bay  
March 20  |  Eau Claire
March 21 |  Wisconsin Dells
Bank security officers are responsible for supervising the 
security program which must address five broad areas: 
physical security, personnel security, information security, 
crime prevention and detection, and investigations. This is 
changing! Banking has evolved into using more technology for 
customer interaction which is changing the interpretation of 
the security officer role as well as their focus on bank security. 
New questions are constantly cropping up: How are new 
machines affecting your branch layout and the overall safety 
of your people? How are personal devices affecting your front 
line staff’s interactions with customers? Although security is 
the main focus, what other duties should a security officer be 
familiar with? Join us for this full-day session that delves into 
the security officer role in modern banking. Visit www.wisbank. 
com/events to learn more and to register online.

Women in Banking Conference
April 23  |  Wisconsin Dells  
WBA encourages bank management to consider sending top 
performing women to this conference as an investment in their 
futures with your bank. Attendees will benefit from over four 
hours of presentations, network with more than 140 women 
banking peers, and participate in speed networking to share 
ideas. New this year, attendees are invited to a special  
pre-conference reception, sponsored by Bell Bank, for even 
more networking and fun! Join us for “Belles in the Dells”  
as we hop aboard a trolley bus, take a short narrated tour  
of the Dells, and head to a local restaurant for a reception. Visit 
www.wisbank.com/women to learn more and to register online.

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

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

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

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

Conferences

Group Meetings

Power of Community

Summits

Agricultural Bankers Conference 
April 10-11 | Wisconsin Dells 
(See article on pg. 13.)

Women in Banking Conference  
April 23 | Wisconsin Dells
(See WBA Featured Events.)

Trust Conference  
May 3 | Wisconsin Dells

Human Resources Conference 
May 9 | Wisconsin Dells

WBA CEOnly | CFOnly     
Networks Group Meetings  
March 8 | Wisconsin Dells
June 7 | Wausau
Oct. 11 | Madison

WBA Power of Community    
Week | Wisconsin (statewide) 
April 22-26 | 2019
(See article and ad on pg. 10.)

(Visit www.wisbank.com/
BanksPowerWI online or 
Twitter – #BanksPowerWI.)

WBA/ABA Washington Summit    
April 1-3 | Washington, D.C.

WBA/ICBA Capital Summit  
Apr. 28-May 1 | Washington, D.C.

Seminars/Workshops

(www.wisbank.com/education.)

Ag Problem Loans Workshop  
Feb. 27 | Wisconsin Dells

Call Report Workshop  
March 5 | Wisconsin Dells
(See WBA Featured Events.)

Advanced IRA Workshops  
March 13 | Rothschild/Wausau
March 14 | Madison

Security Officer Workshops  
March 19 | Green Bay
March 20 | Eau Claire
March 21 | Wisconsin Dells
(See WBA Featured Events.)

Cash Management Workshop  
March 25 | Wisconsin Dells

Schools/Boot Camps

Commercial Lending School  
Feb. 18-22 | Wisconsin Dells

Residential Mrtg. Lndg. School 
Feb. 18-22 | Wisconsin Dells

Loan Compliance School 
March 11-15 | Wisconsin Dells

Real Estate Compliance School 
March 13-15 | Wisconsin Dells

Branch Manager   
Boot Camps in Madison  
Attend only one or more days.
Day 1: Mar. 11 | Day 3: April 10
Day 2: Mar. 12 | Day 4: April 11

Credit Analysis Boot Camp  
March 14-15 | Madison
March 28-29 | Green Bay

Webinars (online training)

FIPCO Events

(Visit www.fipco.com/events.)
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Note: Schools focus on a particular area of banking (such as commercial lending or loan 
compliance), over the course of two to six days. In addition to classroom instruction from 
industry experts, attendees take time to work with other bankers on case studies and interactive 
learning assignments. Schools also measure learning outcomes through a final exam or case 
study presentation, and attendees earn a diploma after successfully completing the school. 
Boot camps focus on specific skillsets for bankers (such as credit analysis or business 
development) and attendees earn a certificate of attendance following the program.

FOUNDATION
Wisconsin Bankers

Five awards of $1,000 each 
will be given to qualified 2018-2019 high school seniors

Visit wisbankfoundation.org/scholarships to download 
all application materials or contact Amber Seitz at  
608-441-1237 or aseitz@wisbank.com.

Heading Back to School in 2019?
Check out these career development opportunities from WBA!

Is professional development part of your plan for 2019? WBA can help you grow in your current 
role or, perhaps, prepare for a future role within your bank. Over 330 bankers took part in WBA 
schools during the 2018 calendar year, attending one or more of our 13 schools and boot camps. 
Join them this year and grow your career! Here’s what’s on the agenda for 2019:

» Commercial Lending School
February 18-22 | Wisconsin Dells

» Residential Mortgage Lending School
February 18-22 | Wisconsin Dells

» Loan Compliance School
March 11-15 | Wisconsin Dells

» Real Estate Compliance School
March 13-15 | Wisconsin Dells

New program!
» Credit Analysis Boot Camp

March 14-15 | Madison OR
March 28-29 | Green Bay

New program!
» Business Banking Boot Camp

April 30-May 1 | De Pere OR
May 2-3 | Madison

» School of Banking Management
May 5-10 | Madison

» Lending Boot Camp
May 14-16 | Wisconsin Dells

» Compliance Management School
May 14-16 | Wisconsin Dells

» Agricultural Lending School
July 31-August 2 | Wausau/Rothschild

» Introduction to Commercial Lending*
September 18-20 | De Pere

» Supervisor Boot Camp*
September 24-25 | Wisconsin Dells

» Deposit Compliance School*
September 30-October 1 | Wisconsin Dells

» Personal Banker School*
October 8-9 | Wisconsin Dells

» Auditing Real Estate Loans Boot Camp*
November 5-7 | Wisconsin Dells

Visit www.wisbank.com/events to read 
descriptions of these schools, register 
online, and view all of WBA’s upcoming 
professional development opportunities. 

*Registration for schools and boot camps
in the fall of 2019 will be opened for
registration approximately four months
prior to the start date.
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What should you get from an auditor?
» Resources to address issues, not just a list of deficiencies.
» The ability to work on your schedule, not theirs.

FIPCO can assist you in a complete and detailed list of
what will make for a high quality audit.

Your Team Can Become Security Ninjas.

FIPCO has partnered with NINJIO to offer informative online security 
awareness training videos produced every 30 days, based on current 
and real security threats. 

Contact FIPCO’s Ken Shaurette to start training. 

kshaurette@fipco.com    l    800-722-3498 x 251    l    www.FIPCO.com

95%
of breaches are due to 

HUMAN ERROR

When It Comes to Improving Information Security, Selection Counts
Choose the best IT Information Security and Audit Partner
Why you do what you do 
matters. As your institution’s 
compliance or audit leader,  
you do what you do in order 
to help the rest of your 
organization better serve  
your customers. At FIPCO, 
that’s why we do what we  
do, too. Our goal is to help  
you focus on your customers 
by making auditing infor- 
mation security and risk 
management tasks meet 
reasonable requirements and 
be less time-consuming. 

One of the challenges 
today’s institutions face is 

» Communication Skills –
Audits can be challenging for 
the organization as well as  
the auditor, often resulting in 
defensive staff and territorial 
issues. Look for someone who  
offers a level of common sense  
and can be flexible and respon- 
sive to your needs. Although 
an auditor may possess a 
high level of information 
security expertise, they should 
convey this knowledge to your 
organization at an appropriate 
level that is not overwhelming. 
Consider whether they provide 
a consultative approach and 
offer resources to help or  
are just looking for a list  
of deficiencies.

» Ask to See Their Work –
If you want to see what type of 
audit report you are going to  
get, ask to see a template of the 
structure and sample content. 
Be sure it reads in a manner 
that you feel fits your require- 
ments and the audience you 
intend to include in its review 
(i.e. Board of Directors, non-
technical or technical staff).

One last recommendation: 
Consider how interruptive each 
audit is to your day-to-day 
activities. Can the audit firm 
work within your schedule or 
do they need your dedicated 
time? Can they work with you 
in a manner that allows you to 
respond to questions and gather 
evidence on a schedule that fits 
your time, not theirs, or do they 
take you away from your daily 
duties for an extended period 
of time every audit. You will 
need to spend time working on 
each review, but do it on your 
time, not the auditors.

For more information, 
please contact FIPCO 
Director – IT Services, Ken 
Shaurette at 800-722-3498 or 
kshaurette@fipco.com.

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

Choosing the right auditing 
firm is an important aspect of 
making future exams easier 
and meeting more than just 
your regulatory requirements. 
Ensuring that your controls 
are based on industry-accepted 
practices and that they meet 
management expectations 
will give you confidence 
that your information/cyber 
security program is continuing 
to mature. When it comes 
to choosing your auditor, it 
should be done with care and 
confidence; select a strong 
partner to support your 
organization. When selecting 
an audit partner, consider 
the following accepted best 
practices:

» Skill level – An auditor’s
skill level should go beyond 
a predefined audit checklist. 
Along with industry accepted 
certifications, they should 
illustrate past experience with 
information technology and 
information security. What’s 
more, they should demonstrate 
their understanding of the 
process, methodology, and 
results of any testing that they 
perform. In short, check their 
track record, references, and 
client testimonials. 

» Reporting – Rather than
“exception-based” reports 
that fail to illustrate what 
was reviewed, examiners are 
looking for documentation 
that illustrates the scope of 
what was tested. Will your 
auditor freely provide the work 
program that documents the 
areas tested, or specifically 
list each item audited whether 
there was a finding or not, and 
whether they match to your 
scope of work?  

» Timelines – Be sure
to include a deadline for 
receipt of your final report 
that includes a reasonable 
turnaround time. Once 
completed, any exceptions 
should be agreed upon by both 
you and the audit firm.

Visit www.fipco.com, call 800-722-3498 

or email fipcosales@fipco.com.

how to implement reasonable 
security without breaking 
the bank. Audits can provide 
your institution with valuable 
insights into upcoming 
information/cyber security 
trends and accepted control 
practices. It is not always just 
what an examiner wants to see, 
but what reasonably mitigates 
risk for the cost to implement. 
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By Samantha Vance

A recent survey revealed that  
57 percent of banks say internal  
silos are their biggest obstacles  
to big data success. Sharing 
customer data across depart- 
ments and even across marketing  
channels can be challenging, 
but the benefits are worth it. 

Your bank may not be 
leveraging retail customer data 
to its full potential, but the good  
news is that it is a big oppor- 
tunity… and it can be easy 
to implement. Customer 
segmentation analysis transforms  
a basic customer and address 
list into an insightful and 
powerful targeting tool. 

Data has the power to drive 
customer acquisition, improve 
customer relationships, unlock 
new opportunities, and increase 
profitability. Analytics provides 
the knowledge to empower 
your institution to drive retail 
customer growth. 

How can data drive your 
growth strategies? The best way  
to unveil your most profitable 
targets is by gaining a detailed 
understanding of your existing 
retail customers. Think about 
your branches. How is each 
one unique? How are the 
customers you serve at each 
branch different? How do the  
market areas for each branch  

vary? How can you understand  
those differences to drive growth  
at each branch strategically? 

Every location has  
has unique differences.

Understanding your various  
customers and the trade area  
differences that exist allows you  
to market to those differences 
to accelerate growth. Identify- 
ing key characteristics of your 
customers at each branch 
improves your ability to invest 
and trim marketing dollars in 
order to improve advertising 
efficiency and drive ROI. 

If customer data is so 
powerful, why don’t most 
community banks leverage  
it? Here are a few common 
myths we often hear from 
community banks. 

MYTH: “As a community 
bank executive, I know my 
customers like the back of my 
hand. I don’t need analytics.” 

Recently, I asked two 
community bank executives 

from the same institution who 
their customer was. They 
both gave me completely 
different answers based on 
their day to day interactions 
with customers. Analyzing 
their data showed that their 
customer base is made up of 
different types of consumers 
with varying demographics, 
spending behaviors, and 
financial propensities. And 
those customers’ types look 
different across their branches. 
Analytics helps you move from 
thinking you know who your 
customer is to knowing who 
your customer is.

MYTH: “Customer 
analytics costs too much for a 
financial institution my size.” 

Instead of investing 
substantial time, money, and 
resources into a customer 
analytics platform, a financial 
institution might partner with 
a service provider, like Main 
Street, that provides affordable 
customer analytics and 
segmentation solutions. 

A targeted approach 
gets results.

Understanding your 
customers’ DNA can serve as 
a blueprint for locating the best 
potential customers for each 
branch and how best to reach 

them based on their media 
preferences and likelihood to 
utilize your products. Before 
receiving their customer 
analysis, one of our clients 
thought  the best way to reach 
the local Hispanic community  
was through commercials on 
a select local TV station. But, 
analysis showed the local 
Hispanic residents preferred 
newer television shows and 
weather programming early in 
the morning. This knowledge 
armed the institution with the 
intelligence needed to execute 
relevant marketing strategies 
to the right audience at the 
right time. As a result of this 
targeted approach driven by 
the analytics, they experienced 
a 50 percent increase in new 
Hispanic customers.

Budgets are not endless.  
At the end of the day, acquiring 
new customers can be costly. 
Using customer data-driven 
profiles and actionable 
strategies will improve 
your marketing efficiencies 
across your media channels 
and improve response rates, 
resulting in better ROI.

Vance is vice president of  
marketing at Main Street, Inc., a 
WBA Associate Member. She can 
be reached at 205-323-0270 or 
svance@mainstreetinc.com.

Leveraging Customer Data for Growth

Main Street, 
Inc.

Samantha Vance

WBA’s committees and ad-
visory boards help shape the 
industry by supplying fresh 
ideas, expert insight and valu-
able networking connections 

to key decisions the associa-
tion is involved with. 

If you have a desire to 
influence your industry’s 
future, consider lending your 

experience on one of the 
committees listed below, 
and find out for yourself 
how much you can impact 
Wisconsin’s financial  

services industry. 
To volunteer, please fill 

out the committee nomination 
form found at www.wisbank. 
com/community/get-involved.

Be the Change You Want to See

WBA needs your expertise to help shape the industry’s future

WBA COMMITTEES

&COMMITTEES,
SECTION BOARDS

> WBA Agricultural Bankers Section Board

> WBA BOLT Section Board

> WBA Financial Crimes Committee

> WBF (Wisconsin Bankers Foundation)
Financial Literacy Advisory Board

> FIPCO® Software Users’ Committee

> WBA Government Relations Committee

> WBA Human Resources Committee

> WBA Marketing Committee

> WBA Mortgage Lending Committee

> WBA Retail Banking Committee

> WBA Technology and Operations Committee

> WBA Trust Banking Section Board

•
Please visit www.wisbank.com/  
community/get-involved to 
download the nomination form.

•
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(continued on p. 21)

MAXIMIZE YOUR PEOPLE POWER

Add diversity and inclusion to your bank’s talent management strategy

current physical footprint?” 
For example, diversity of 
geography is becoming more 
common as the number of 
bankers who telecommute rises;  
River Valley Bank’s SBA team 
is located in North Carolina, 
Texas, and California. 

But diversity alone 
isn’t enough to make a 
long-term impact on your 
institution through your 
talent management strategy. 
The organizations who best 
leverage the diversity of 
thought, background, and 
experience in their staff also 
focus on inclusion. “Inclusion 
is the really important part,” 
Pook explained. “You can 
have diverse people but if 
they’re not coming in to a work 
environment that’s inclusive 
you’re not able to retain or 
engage them.” In other words, 
banks can build diversity 
through their hiring practices, 
but without inclusion they 
won’t see the benefits of  
that diversity. 

One final piece of the 
“diversity” definition: it 
impacts everyone, and it isn’t 
easy to achieve. “Acknowledge 
that we all have stereotypes 
and biases,” advised Molly 
Bauer, VP/HRO at Bank of 
Wisconsin Dells and a member 
of the 2018-2019 WBA Human 
Resources Committee. “You 
have to work to eliminate 
your biases, whether that’s 
assuming someone over a 
certain age hates technology 

or haloing people who look 
like you.” Humans are hard-
wired to prefer the familiar, 
and while that preference for 
the status-quo kept the species 
alive thousands of years ago, 
today it inhibits our ability 
to collaborate and innovate 
with unfamiliar people and 
situations. Getting over 
that natural hurdle requires 
dedicated time and effort, but 
the ROI is significant.

Benefits of Inclusion

Why Diversity Matters,  
a 2015 study from McKinsey, 
found that “companies in the 
top quartile for racial and 
ethnic diversity are 35 percent 
more likely to have financial 
returns above their respective 
national industry medians.” 
The same study also found  
that gender diverse companies 
can outperform industry 
medians by 15 percent. “You 
simply cannot dismiss or  
argue with those results!” 
said Julia Johnson, senior 
manager of talent management 
consulting at Wipfli, LLP. As 
more organizations formalize 
and implement diversity 
programs, better data about its 
impact has become available. 
“Diversity and inclusion  
started out being the morally 
right thing to do,” Pook 
explained. “But, there’s now 
enough measuring and testing 
to demonstrate that not only 
is it the right thing to do, 
businesses succeed because 

of it. The numbers say that 
inclusive workplaces increase 
the bottom line.”

Talent management 
strategies that focus on 
diversity and inclusion have 
benefits beyond profits, too. 
One of the most impactful 
is fostering innovation. “By 
bringing together people from 
diverse backgrounds, you are 
able to draw on the collective 
experience of these individuals 
to bring a different, broader 
perspective to doing business 
or resolving business issues 
and challenges,” explained 
Johnson. “Creativity and 
innovation are just two 
outcomes that result from 
a diverse team.” Banks can 
use this phenomenon to their 
advantage. For example, if 
the bank’s strategic plan calls 
for expanding its social media 
presence in order to attract new 
customers, hiring or training 
an individual with social media 
skills (no matter their age) may 
have the most impact. “Getting 
people to think outside of their 
box and work with people who 
are different from them allows 
creativity, innovation, and 
collaboration,” said Bauer. “As 
a stereotypically conservative 
industry, using differences to 
problem-solve and push into 
‘new’ areas like social media 
and electronic banking can 
really help vet concerns on 
both sides.”

Diversity and Inclusion
(continued from p. 1)

said Lisa Pook, director – 
organization development 
at MRA, The Management 
Association. “It’s easy to think 
about diversity in terms of 
race and gender—and those 
are certainly important—but 
it is also important to think 
about diversity in terms of 
the ‘invisible’ aspects, such 
as experience, thoughts, 
perspectives, and ideas.” 

n

There’s now enough measuring 

and testing to demonstrate 

that diversity and inclusion are 

not only the right thing to do, 

but that businesses succeed 

because of it. The numbers 

say that inclusive workplaces 

increase the bottom line.”

n

Using this more expansive 
definition, every community, 
company, and department can 
(and should) be diverse—with 
some imaginative solutions. 
“Diversity requires you to 
be creative and think outside 
the box when it comes to 
your organization’s culture,” 
said Hegg. “How are we 
diversifying our workforce in 
skillset and experience and 
differentiating ourselves in our 
market by looking beyond our 

https://www.mckinsey.com/business-functions/organization/our-insights/why-diversity-matters
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Diversity and Inclusion
(continued from p. 20)

D&I Best Practices

Creating an inclusive 
workplace culture can be 
“very simple and very 
complex,” said Pook. A 
simple example is reviewing 
the company’s marketing 
materials and making a 
concerted effort to rework 
all visuals to demonstrate 
diversity in age, race, attire, 
etc. A more complex example 
is reframing the company’s 
values to reward employees for 
contributing new ideas, even 
if they fail. “Saying ‘that’s a 
great idea’ doesn’t do anything 
if you don’t act on it,” Pook 
explained. “It’s being open to 
new ideas and acting on them.” 
Employees and customers alike 
notice the differences in what 
the organization says it values 
and what it shows it values. 

Below are four best 
practices to help you get started 
on incorporating diversity 
and inclusion into your talent 
management strategy:

1. Start at the top.
“You need to start with top

leadership,” Pook recommended.  
“HR plays a part in leading 
the initiative, but it has to be 
owned by senior leadership.” 
Senior leadership—including 
the board of directors—should 
craft and practice a philosophy 
around diversity and inclusion 
and what that means at their 
institution. “Boards should be  
actively seeking diverse mem- 
bers,” said Johnson. “A 
balanced board representative 
of populations served speaks 
volumes.” The key is active 
support, according to Hegg. 
“You need to have support 
from the top, and it needs to  
be action, not lip service,”  
she explained.

2. Align with your
strategic plan.
Look to the bank’s strategic

plan in order to define the 

dollar to achieve the greatest 
impact.” The Center for Creative  
Leadership (www.ccl.org) 
recommends the 70-20-10 
rule for development—70 
percent through experience, 
20 percent through coaching, 
and 10 percent through formal 
classroom training, so banks 
should incorporate all three 
into their program. That could 
mean establishing mentoring 
programs for underrepresented 
groups, forming special 
project groups to bring diverse 
employees together, and/or 
something as simple as holding 
a special non-Christmas 
holiday event with traditional 
ethnic food.

Seitz is WBA operations manager 
and senior writer. 

Wipfli, LLP is a WBA Silver 
Associate Member.

MRA, The Management Associa- 
tion is a WBA Associate Member.

1PwC 2017 Global Diversity and  
Inclusion Survey. www.pwc.com/
gx/en/services/people-organ-
isation/global-diversity-and-
inclusion-survey/north-american-
report.pdf | www.pwc.com/gx/en/
services/people-organisation/glob-
al-diversity-and-inclusion-survey/
financial-services-report.pdf

skills you need to attract 
and cultivate within your 
staff. “Look for people who 
are savvy in areas pertinent 
to your strategic vision for 
the organization,” Hegg 
recommended. According  
to Pook, one effective way 
to find these focus areas is to 
compare the organization’s 
current state with their ideal 
state (described in the strategic 
plan), and zero in on the gaps. 
Identifying these skill and 
experience gaps helps focus 
not only your recruitment 
strategy, but also talent 
retention and development.  
“I think about talent 
development holistically,” 
Hegg explained. “We need to 
bring people in and understand 
their career path. How do  
they want to grow, where are 
their gaps, and how do we 
bridge those gaps?” 

3. Formalize your
D&I philosphy.
A formalized D&I

policy and strategy provides 
important clarity and guidance 
throughout the organization. 
“A strategic and well-planned 
approach to diversity facilitates 
satisfaction and, therefore, 

retention,” Bauer explained. 
“People are more engaged 
and productive when they 
feel included and respected. 
It all ties back to inclusion!” 
In addition, banks should 
consider updating or amending 
other current policies, resulting 
in a complete collection of 
policies and procedures that 
work together to promote 
diversity and inclusion. “You 
need to have appropriate 
policies and practices in place 
to foster a diverse workforce,” 
Hegg advised, strongly 
recommending banks include 
remote and flexible workforce 
policies in that collection. “You 
need that in place to support 
the level of diversity you’re 
bringing in,” she said. “You 
need an avenue for people 
to bring ideas forward and 
implement them.”

4. Provide training
and development.
Effective D&I strategies

include funding and time 
allocation for training and 
developing staff. “Build 
training and curriculum around 
those areas that are lacking,” 
Johnson advised. “Target the 
spend of the development 

n

n

Defining “Diversity”

“Diversity is getting invited 

to the party. Inclusion is 

getting asked to dance.”

http://www.ccl.org
https://www.wipfli.com/compliance
https://www.mranet.org/
https://www.pwc.com/gx/en/services/people-organisation/global-diversity-and-inclusion-survey/financial-services-report.pdf


By Lisa Woletz

In a world of financial options 
for consumers and commercial 
business, the community 
bank has never had a more 
impactful opportunity. Making 
a profound difference in the 
towns that our community 
banks call home is “food for 
the soul” of the communities 
we represent. While rates 
will always be a factor in 
lending, it is the ongoing spirit 
of the community bank that 
nurtures and establishes the 
relationships that lead to long-
standing, repeat business. It’s 
about giving back to those 
around us as much as it is 
about operating the day-to-
day business of banking. And, 
community banking is about 
doing what is right for the 
greater good, not simply the 
almighty dollar.

As a marketing pro- 
fessional in this competitive 

environment, I believe it is 
imperative to tell our stories, 
loud and proud. While 
community banks may not 
be “hanging their flags” 
on billion dollar stadiums 
and concert venues, we are 
making a difference where it 
is needed the most: at home. 
From sponsoring a local golf 
outing to cash donations, every 
dollar that we spend impacts 
the lives of those that we call 
our neighbors. Every volunteer 
hour we offer does the same, 
and many times, our acts of 
doing good for others leads 
to opportunities that would 

have not presented themselves 
otherwise.

Community banks 
have significantly smaller 
budgets than their corporate 
neighbors. But, the beauty in 
our atmosphere is being able 
to do the “right thing,” at the 
right time. Doing the “right 
thing” is sometimes a tough 
decision, but it is always the 
right decision to offer support 
where it is needed most. In 
business, this might cost us a 
little more in both time and 
dollars but the extra effort pays 
dividends many times over 
as we positively impact our 

communities, customers, and 
employees. As Krish Dhanam 
has said, “the message is clear: 
Plan with attitude, prepare with  
aptitude, participate with 
servitude, receive with 
gratitude and this should be 
enough to separate you from 
the multitudes.” Think about 
that... fundamentally most 
banks do the same thing. 
But it is the gift of being a 
community bank that sets us 
apart from everyone else. “We 
make a living by what we get, 
but we make a life by what 
we give,” Winston Churchill 
said. How many times in our 
business lives have we really 
stopped to think about that? 
The work of the community 
bank has the ability to fuel 
the spark that moves mankind 
forward. Our words reveal our 
thoughts but it’s our actions 
that reflect our character.

POSITIVELY, Community Banking

Strategic 
Connections

Lisa Woletz

“Making a profound 
difference in the towns that 
our community banks call 
home is “food for the soul” 

of the communities 
we represent.”

MIDWEST BANKERS INSURANCE SERVICES (MBIS)

Health  -  Life  -  Disability  -  Dental  -  Vision
and more!

WBA EMPLOYEE BENEFITS CORPORATION (EBC) 

Professional Lines  -  Property & Casualty 
Lending Related Lines

WBA INSURANCE SERVICES
WBA Employee Bene�ts Corporation
Midwest Bankers Insurance Services

Together we protect what matters most to YOU.

JEFFREY R. OTTESON
Vice President of Sales  l  jeffo@mbisllc.com  l  608.217.5219

BRIAN SIEGENTHALER
Director - Sales  l  bsiegenthaler@wisbank.com  l  608.441.1211
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By Cesar Guillermo Baena

The fact that the internet is 
changing the way we live 
is obvious, especially in the 
way we bank. Trends show 
that banking websites are 
more sought out than physical 
branches. Therefore, online 
banking services are growing 
faster than ever. This emerging 
scenario has led to a dramatic 
increase in the number of 
demand letters and lawsuits 
related to ADA’s accessibility 
discrimination issues that 
banks are receiving.

Current conditions make it 
apparent that there is a lack of 
clear guidelines and standards 
to follow for making your 
bank’s website universally 
accessible. If we dwell on 
these issues, we lose focus on 
what really is the center of this 
discussion. I am talking about 
real-life users; I am talking 
about people with disabilities.

Most banks and businesses 
are getting lost in the volume 
of information coming from 
different directions. Lawyers 
talk about clarification, rules, 
and regulations. Congress 
is sending letters to the 
Department of Justice (DOJ) 
asking for clearer rules. 

You constantly hear about 
508 Compliance, ADA, 
Rehabilitation Act, Regulatory 
Compliance, etc. IT experts 
talk about software and 
artificial intelligence that can 
simulate visual impairment 
conditions. A plethora of 
headlines on the news and 
blogs talk about banks being 
sued in federal courts. Even 
here in Wisconsin, since the 
beginning of this year, some 
community banks have been 
receiving demand letters 
coming from California.

At the end of the day, this is 
not about Congress or lawyers 
or any software. As I said, we 
are talking about something 
very simple. This is about 
making your bank’s website, 
online banking functions, and 
financial services accessible 
to all, including people with 
disabilities. When you truly 
understand what this is about, 

it is easy to see that to achieve 
this goal, you don’t need to 
wait until the Department 
of Justice writes the proper 
clarification, or that a legislator 
decided that this is going to be 
WCAG 2.0 AA or some other 
kind of standard. You don’t 
need advanced software or AI 
simulations. You only need 
a real user, someone with a 
disability and experience using 
adaptive technology, navigating 
through your website. You need 
to involve a real-world user 
with a disability in the testing 
and auditing process.

In effect, if you receive a 
demand letter, or you find your 
bank being sued in a federal 
court, it’s going to be because 
a person with a disability 
couldn’t access some of the 
services or information on your 
bank’s website. It won’t be 
because a software package, 
Congress or any other regulator 
said that your website is not 
accessible. It will be because a 
real user with a disability took 
action against you. 

In September 2018, the 
DOJ responded to members of 
Congress about the explosion 
in website accessibility 
lawsuits with this statement: 
“Noncompliance with a 
voluntary technical standard 
for website accessibility 
does not necessarily indicate 
noncompliance with the ADA.” 
According to an analysis 
by the international legal 
firm Seyfarth Shaw, “it is a 
recognition that a website may 
be accessible and usable by 
the blind without being fully 
compliant with the privately 

developed Web Content 
Accessibility Guidelines 
(WCAG) 2.0 or 2.1.” Seyfarth 
Shaw also stated that for most 
of the courts “the operative 
legal question in a website 
accessibility lawsuit is not 
whether the website conforms 
with WCAG, but whether 
persons with disabilities are 
able to access to a public 
accommodation’s goods, 
services, and benefits through 
the website.” Additionally, the 
DOJ has consistently taken 
the position that the absence 
of a specific regulation 
does not serve as a basis 
for noncompliance with a 
statute’s requirements. These 
statements reinforce the need 
to include real users with 
disabilities in your website 
compliance process. 

Your bank should be  
proactive! Take your organiza- 
tion down a simple and easy  
path, avoiding a messy 
situation. Stop moving in the 
wrong direction by looking for  
solutions in the wrong places. 
Refocus your attention on what  
is important. Online banking 
services need to be accessible 
to people with disabilities. 

The only way to 
successfully do this is to 
involve people with disabilities 
in the testing, design, and 
creation process. The reality 
is that banks need to take 
accessibility very seriously 
for many reasons: due to your 
bank’s reputation, because 
it is a socially responsible 
institution, for risk mitigation, 
or simply because it is the 
right thing to do!

Guillermo is a current business 
development professional  
with Beyond Vision. He has a 
background in BSA/AML and 
regulatory compliance and a 
degree in economics. For any 
question or concern regarding 
this article please email  
gbaena@beyondvision.com.

Making Your Banking Website Universally Accessible
Why is it so important and where should I focus my attention during this process?

Beyond 
Vision

Cesar Guillermo 
Baena

“Banks should be proactive!  
Refocus your attention 
on what is important. 

Online banking services 
need to be accessible to 
people with disabilities.”
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Social media has forced 
the redefinition of marketing, 
making the ability to share  
our stories and the good  
news that community banking 
offers easier than ever before. 
No longer do we need to wait 
for the weekly newspaper to 
land on doorsteps, but rather 
we send instant messages via  
our websites, Facebook, 
Twitter, or a myriad of other 
social outlets available right at 
our fingertips. There is a time 
to let things happen and a 
time to make things happen. 

The time to make a difference 
for community banks offers 
greater opportunity than ever 
before and technology has 
willingly offered the gift of 
spreading our good news!

Here’s to making 2019 
the most visible year of the 
community bank and showing 
the world that we are all 
making impactful, positive 
decisions to be remembered  
for a very long time.

Woletz is vice president market-
ing at First National Community 
Bank – New Richmond and a 
member of the 2018-2019 WBA 
Marketing Committee.

mailto:gbaena@beyondvision.com
https://www.fn-cb.com
http://www.beyondvision.com
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This wave of change has made 
data the most valuable asset 
banks have as well as their best 
customer service tool. While 
the banking industry—and the 
business world in general—is 
still working to define who 
owns consumer data and what 
uses are acceptable, it is widely 
accepted that banks can (and 
should) internally utilize the 
data their customers give them 

in an effort to provide better 
service. “The customer has 
to be completely at the center 
of everything you do,” said 
Jeff Lee, chief marketing 
officer at Seacoast Bank in 
Stuart, Fla. “They expect you 
to come to them, so you need 
to anticipate their needs in 
order to serve them.” Over the 
past several years, Seacoast 
has undertaken a digital 
transformation initiative in 
order to better leverage their 
customer data in response to 
changing consumer behavior. 
“The industry is changing very 
quickly,” said Lee. “Declining 
foot traffic means we need to 
do something with data.”

The good news is, even 
small institutions possess a 
massive amount of valuable 
information about their 
customers, making data an 
equalizer. However, accessing, 
analyzing, and acting on that 
knowledge is no simple task. 
“Banks want a magic pill, but 
the reality of it is that it’s hard 
work,” said Sean Payant, chief 
consulting officer at Haberfeld. 
In order to implement data 
analytics successfully, banks 
must first view data as a 

service tool rather than simply 
a function of IT.

» Data as a Service Tool
Many banks don’t think

of their digital and mobile 
banking platforms as channels 
to build customer relationships 
through personal touch, but 
implementing a data analytics 
and usage strategy allows those 
platforms to provided bank 
customers with personalized, 
timely service. “Data analytics 
provides banks with the ability 
to ‘connect’ directly with their 
customers,” Bashta explained. 
That engagement—and the 
customer loyalty it generates—
is where using data analytics 
creates the most value. “When 
done properly, you can use data 
to have a much better context 
and deeper understanding of 
the customer,” said Lee. “If 
you get advanced with it, you 
can understand that customer’s 
value and potential.” 

In order to use data to 
analyze consumer behavior  
and predict customer needs, 
bank leaders must learn to  
use experience and data 
as equally valid sources of 
information. “It’s human 
nature to rely on life and 
industry experience to 
interpret information and make 
decisions accordingly,” Bashta 
explained. “However, whilst 
making decisions based on 
decades of industry experience 
is valuable and shouldn’t be 
dismissed, it should also be 
balanced with evidence-based 

data. Let the data confirm, or 
correct, your experience.”

With a data-provided deeper  
understanding of customers 
comes a benefit Payant calls 
“increased relational intensity.” 
By using data to provide more 
personalized products and 
services, banks can ultimately 
give their customers a faster, 
more streamlined banking 
experience that delivers the 
right products at the right 
times. For example, Payant 
recommends banks utilize 
their data to create cross-
selling opportunities. “Cross-
selling is about cross-serving 
customers,” he explained. 
The key with this strategy is 
effectively communicating to 
customers how those products 
and services will make their 
lives better. “When you focus 
on making people’s lives better, 
you get a longer relationship,” 
Payant said.

Using data to provide 
personalized customer 
service—as they have always 
done—community banks can 
compete effectively in their 
market against much larger 
institutions and increase 
wallet share. It is a matter 
of confidently telling your 
customers that your bank is 
just as capable of delivering 
quality products and services 
in modern ways as the 
competition up the street. “As 
smaller institutions we have to 
put a stake in the ground and 
say we’re good enough to get 
the entire relationship, not just 

the loan,” Lee said. “It’s a giant 
game of tug of war.”

» Four Steps to Get Started

1. Create a culture of data.
Bashta says in order

for organizations to gain a 
competitive advantage using 
data, they must instill a culture  
of data, which requires support  
from the top. “When the most  
senior members of an organiza- 
tion view data as one of their  
most valuable assets, then that  
mindset will permeate through- 
out their organization and 
will create a culture whereby 
decisions around systems, 
processes, and technology will 
be made through that lens,”  
he explained. 

2. Find your focus.
“Choose the mission

very carefully,” Lee advised. 
“Pick one thing and get really 
good at it, instead of a 10-
year plan where you try to 
do everything.” Payant also 
cautions banks against trying 
to do too much at one time. 
“Don’t try to look at every 
product and service,” he said. 
“Prioritize and rank which 
ones are the most important 
to your current goals, whether 
that’s fee income, core 
deposits, et cetera, and pick 
one thing to work on. If you 
pick ten you won’t do any 
of them.” It may be helpful 
for bank leadership to craft a 

Leverage 
what you 
know 
about your 
customers

Small 
Banks,

Four Steps to Getting Started:

1. Create a culture of data.

2. Find your focus.

3. Acquire the skills you need.

4. Integrate and correlate
your data.

https://thefinancialbrand.com/68502/seacoast-bank-digital-transformation-strategy/
https://thefinancialbrand.com/68502/seacoast-bank-digital-transformation-strategy/


“As smaller institutions 
we have to put a stake 
in the ground and say 

we’re good enough to get 
the entire relationship, not 
just the loan. It’s a giant 

game of tug of war.”

Tax Cut Proposals

By Mike Semmann

The 2019-2020 Legislative 
Session started with 
“agreement-in-theory” on one 
major policy item, however, 
the details are getting in the 
way of policy victory. In the 
middle of January, Assembly 
Republicans unveiled a 
different way to “pay for” 
Democratic Gov. Tony Evers 
proposed income tax cut while 
also moving quickly to approve 
a state-level health insurance 
guarantee for people with pre-
existing conditions.

The major point of 
disagreement is how to “pay 
for” the new tax proposal. 
Legislative Republicans would 
use the state’s $500+ million 
surplus to fund the cut in 
year one and reduce overall 
expenses in later years. Gov. 
Evers’ proposes decreasing the 
manufacturing and agricultural 
tax credit to provide added 
revenue to offset the tax cuts. 
The tax issue is an early test 
for how the governor and 

Republicans who control the 
legislature will work together 
as they vie for the public’s 
attention and adoration.

The legislature’s tax 
reduction proposal is targeted 
to taxpayers with incomes 
below the expanded income 
phaseout levels of $155,413 
for married joint filers and 
$127,408 for single and head-
of-household filers. A small 
number of filers with higher 
incomes would also experience 
tax decreases.

The proposal would increase  
the maximum deduction by 
20.3 percent for each filer type, 
increase the income levels 
for beginning the deduction 
phaseout by 17.6 percent, and 

modify each of the phaseout 
percentages so that they are 
closer together.

The proposal would 
reduce individual income tax 
collections by an estimated 
$490.2 million in 2021, which 
is the second year of the 
biennial budget.

Legislative leadership 
would like to move this 
forward quickly, perhaps even 
prior to the budget, while  
Gov. Evers is likely to include 
an item like this in his  
2019-2021 Budget.

WBA sent a Consumer 
Column to all members of  
the legislature that each 
office can use to explain 
to constituents how to best 
use unlikely windfalls to a 
consumers’ advantage. To see 
a copy of the WBA statement 
and consumer column, visit 
www.wisbank.com/press-
releases/2019/01/statement-
by-the-wisconsin-bankers-
association-on-the-middle-
class-tax-cut-proposal. 

Semmann is WBA executive vice  
president – chief operations officer.

$340 million in tax relief.

Targeted tax cut for individuals making less than 
$100,000 and families making $150,000 or less.

Paid for by increasing taxes on farmers and 
manufacturers (virtually eliminating the 
Manufacturing and Agriculture Tax Credit).

Paid for using GOP budget surplus of $588.5M 
for the first year and reduces the baseline in 
subsequent years.

Governor Evers’ Assembly GOP 
Campaign Proposal. Tax Cut Proposal.

Gov. Evers and Legislature Agree on Tax Cut But Not the Details

Association
Update

Michael J.    
Semmann
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formal strategy to guide their 
digital transformation efforts. 
“Creating an overarching 
data strategy will lay a solid 
foundation for short-, medium-, 
and long-term decision-making 
on every aspect of a bank’s 
operation, not just technology,” 
Bashta explained. 

3. Acquire the skills you need.
Very few bankers enter

the industry with a data 
analytics background, so most 
institutions will need to either 
outsource, hire, or retrain in 
order to gain the expertise 
needed to execute their data 
strategy. “If you really want to 
be good at this, find someone 
who’s really good at data 
analytics and hire them,” said 
Payant. “Then, train your 

people on how to recognize 
opportunities and convey them 
in a compelling way.”

4. Integrate and correlate
your data

Once the strategy is in 
place, the first step is to assess 
what data the bank already has. 
“Most small and midsize banks 
have all their data in one core 
provider and it’s accessible to 
the folks in the bank,” said Lee. 
“Start by trying to get a good 

understanding of what data 
you already have. Call your 
core provider and go through 
it line by line to make sure you 
understand it.” At Seacoast, 
Lee says their approach was 
to first identify what data they 
had and define it, then ideate 
how to create better value 
for their customers with it. 
Payant provided an example of 
how this could work. A bank 
could segment their checking 
portfolio by average balances, 
then identify the top ten active 
customers who are single-
product households with high 
balances. “Reach out with a 
phone call, not to sell, but to 
thank them for their business 
and let them know you’d like 
to earn more of it,” he advised. 
“You’ll find many times no one 
from a financial institution has 
ever reached out to them.”

Looking forward, data 
analytics will only become 
more critical to business 
operations as the technology 
improves and becomes more 
accessible. “This technology 
is becoming more pervasive, 
more readily available,  
and more affordable for  
banks and even small 
businesses,” said Bashta. 
“Organizations who view 
data as a core asset and who 
embrace the emergence 
of advanced analytics 
technologies will be well-
positioned to easily and 
effectively mine their own data 
for intelligence, predictions, 
and actionable insights.”

Seitz is WBA operations manager 
and senior writer. 

Haberfeld is a WBA Associate 
Member.

http://www.wisbank.com/press-releases/2019/01/statement-by-the-wisconsin-bankers-association-on-the-middle-class-tax-cut-proposal
http://www.wisbank.com/press-releases/2019/01/statement-by-the-wisconsin-bankers-association-on-the-middle-class-tax-cut-proposal
http://www.wisbank.com/press-releases/2019/01/statement-by-the-wisconsin-bankers-association-on-the-middle-class-tax-cut-proposal
http://www.wisbank.com/press-releases/2019/01/statement-by-the-wisconsin-bankers-association-on-the-middle-class-tax-cut-proposal
http://www.wisbank.com/press-releases/2019/01/statement-by-the-wisconsin-bankers-association-on-the-middle-class-tax-cut-proposal
mailto:aseitz@wisbank.com
https://www.haberfeld.com/
mailto:msemmann@wisbank.com


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 News
Congratulations, Gary Schaefer

Gary Schaefer, corporate executive of Associated Bank and 
Madison senior market president, retired from his position on 
Dec. 31, 2018. Schaefer joined Associated in 1995. His successful 
career spans 45 years within the financial services industry and 
includes serving as WBA Board of Directors Chairman. Since 
joining Associated Bank, Schaefer has been instrumental in 
growing the company and brand in the Greater Madison area. He 
has been active in a variety of high profile civic and charitable 
organizations, most recently board positions with the Oscar 
Rennebohm Foundation, Madison Symphony Orchestra, Greater 
Madison Chamber of Commerce, and United Way of Dane County 
Foundation. Pictured (left to right): Rose Oswald Poels, current 
WBA president and CEO; Gary Schaefer, Associated Bank, 
Madison; and Harry Argue, former WBA CEO and president,  
1990-2004.

Gov.-Elect Tony Evers named Kathy Blumenfeld (above, center) 
as his Department of Financial Institutions (DFI) Secretary. Prior 
to replacing Jay Risch (above, right) as DFI Secretary, Blumen-
feld worked at CUNA Mutual for 26 years before spending time 
as a vice president at TASC. She is also a former board chair and 
member of Summit Credit Union. While working at CUNA Mutual, 
she steered lending insurance products and services, strategy 
development, and product management for multi-line insurance 
portfolio. In addition to her credit union background, Blumenfeld 
has served as a certified public accountant at two large firms, 
and has worked for Wisconsin State and Federal Government. 
Blumenfeld and Risch were joined by another former DFI 
Secretary, Lorrie Keating Heinemann (above, left) at the recent 
Wisconsin Economic Forecast Luncheon in Madison. 

Regulatory News
What’s in a Name? CFPB vs. BCFP

CFPB Director Kathy Kraninger announced that 
she has halted plans to rebrand the bureau as the 
“Bureau of Consumer Financial Protection.” Earlier 
this year, then-Acting Director Mick Mulvaney 

announced plans to rebrand the CFPB to its name as identified 
in the text of the Dodd-Frank Act and to use the acronym “BCFP.” 
But while the bureau began using the new name on certain docu-
ments, its website and other collateral were never updated. In an 
email to CFPB employees, Kraninger said that statutorily required 
reports and legal filings would continue to use the Bureau of 
Consumer Financial Protection name but that the CFPB branding 
would be used for all other materials.

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).
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Member News
Welcome, State Savings Bank!

WBA would like to extend a warm welcome to our 
latest member, State Savings Bank. Located in 

Manistique, Mich., the bank has been 
serving its communities since 1917. 
For more information on our newest 

member, visit their website at www.statesavingsbank.com. 

Regulatory News
Former CUNA Executive Named DFI Secretary

mailto:ropoels%40wisbank.com?subject=
https://twitter.com/RoseOswaldPoels
http://www.wisbank.com
http://www.statesavingsbank.com
https://www.consumerfinance.gov/
https://www.wdfi.org/
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to receive savings at checkout.

Talent Gathers Here

Looking for your next  
recruitment solution?
BankTalentHQ, the leading niche job board 
for locating top banking professionals,  
provides your organization with an easy 
solution to fill your hiring needs. 

$598*
Cost: $799 

(SAVINGS: $201)

Buy two 30-day job postings, 
get a third FREE!

 Special Ends Sept. 30, 2018!

Special Package Offer:

Take Advantage of Our 
Special Package Offer Online:

BankTalentHQ.com/specialoffer

Bankers Marketplace

Insurance Assistant (Part-time) 
Great Part-time Opportunity! Midwest 
Bankers Insurance Services (MBIS) is a 
leading insurance agency for community 
banks throughout Wisconsin and 
surrounding states. MBIS is a subsidiary 
of the Wisconsin Bankers Association and 
has an immediate opening for a part-time 
Insurance Assistant to assist producers 
with annual, new business, and renewal 
insurance submissions for banks. This 
position will prepare client spreadsheet 
analysis for producers; analyze carrier 
proposals for accuracy; complete 
renewal and new business paperwork; 
and assist producers in renewal reviews. 
Previous insurance experience a plus but 
are willing to train. This person must have 
strong computer skills (Excel & Microsoft 
Office), have excellent communication 
skills, have ability to multi-task, and be 
a self-starter. Hours range from 15-20 
hours/week – willing to be flexible on 
hours/day. Wisconsin P&C license a plus. 
Position located in Madison at 4721 S. 
Biltmore Lane. Interested candidates 
should email resume and salary history to 
applications@wisbank.com. No phone 
calls please. EOE

Chief Credit Officer 
Greenwoods State Bank, an expanding 
and locally owned community bank, is 
seeking a qualified Chief Credit Officer 
to be located within our new Waukesha 
branch location. This individual will 

be responsible for the overall manage-
ment of the bank’s Credit Administration 
Department, including the underwriting 
and loan review analysis process, and 
all functions providing lending support, 
direction, credit information, and loan 
policies, procedures, and processes  
to ensure the overall quality of the  
bank’s lending portfolio. Assists the  
Bank in meeting its overall business plan 
goals and maximizing loan profitability 
within capital risk limitations of the  
Bank. Develops, implements, and  
monitors loan policies, procedures and 
practices that strategically support the 
Bank’s risk objectives. Member of the 
Bank’s Executive Management Team. 
Requirements: Bachelor’s degree and 
a minimum of fifteen (15) years related 
experience or equivalent. Proficient  
use of Microsoft Office and strong rea-
soning skills. Exceptional organiza- 
tion and time management skills with  
the ability to provide leadership. Can-
didate must also possess a mastered 
knowledge of commercial, real estate, 
and consumer lending. Interested  
candidates for this position may forward 
their resume to Robert Cera, President  
at rcera@greenwoods.bank. 

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.
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The consumer credit card program at Bankers’ Bank is tailored to 
make community banks shine. This referral card program lets you 
offer four great consumer card options:
• up to 3% cash-back rewards when customers shop at participating 

community-based businesses
• up to 3X rewards for travel, merchandise and gift card rewards when 

customers shop at participating community-based businesses
• a no-frills card with an especially low rate
• an option for those needing to build, or rebuild, their credit
While your customers appreciate your community support,  
you’ll appreciate the turn-key program offering reliable fee income.  
Contact us to get started.

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

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

Always your partner, never your competitor.™

Asset Liability Mgmt.  •  Bank Cards  •  Cash Letter  •  Commercial  •  International  •  Investments  •  Leasing  •  Mortgages  •  Wealth Mgmt.

Give back to your 
community  
with community 
rewards cards.
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