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From Family Farm to “Factory” Farm
Embracing
differences in
ag clients helps
bankers deliver
customized
service

By Amber Seitz
Total U.S. farm debt
is on track to rise to
$427 billion this year,
up from an inflationadjusted $317 billion
a decade earlier and
approaching levels
seen in the 1980s farm
crisis, according to

the U.S. Department of
Agriculture. Wisconsin’s
ag bankers need to
both manage the bank’s
exposure to risk and help
their ag clients through
this down cycle. “We
want to prepare the
farmer to survive the
(continued on p. 22)

Little Things, Big Difference

Build strong
customer
relationships
for a
competitive
advantage

make a big difference,
whether it’s remembering
the names of a client’s
children/spouse or
opening doors to other
opportunities through
referrals. “They’re little
things, but they go a long
way,” said John Hecht,
principal at J. Hecht
Consulting LLC. “They
don’t cost a lot of money,
just time and energy.”

By Amber Seitz
Commercial lending
is more competitive
than ever, with
banks, credit unions,
and online/fintech
lenders all swimming
in the same pool of
opportunities. Building
and maintaining
strong relationships

with business customers
is a key differentiator that
banks can leverage for a

competitive advantage.
“To build a relationship,
you can’t be the guy who

Building Blocks
The most effective
tactics for establishing
deep client relationships
will vary slightly from
just walks up and talks to
business to business and
the client about their next
loan,” said Tim Kotnour, industry to industry, but
most commercial bankers
president and CEO of
will find that building trust,
State Bank Financial,
proactively preparing, and
La Crosse and a member
expanding the relationship
of the 2019-2020 WBA
are foundational building
Board of Directors. “It’s
blocks. “The most
about getting to know the
customer through questions important thing in every
and being curious, and not stage is to build trust,”
said Mark Erickson,
just about the business,
regional president of
either. Get to know the
MidWestOne Bank,
person on the other side
Osceola and a member
of the table, personally as
of the 2019-2020 WBA
well as professionally.”
When it comes to relation- Board of Directors.
ship-building, little things
(continued on p. 24)
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Speaking Up for Our Industry
By Mark Meloy
Your WBA advocacy team has
been busy this summer! I
would like to make the membership aware of several key
examples of how the association has been working on our
behalf. First, the newest
Wisconsin State Budget,
recently signed by Gov. Tony
Evers, is mostly neutral when
it comes to issues impacting
Wisconsin’s banks. It contains
no major legislative victories,
but also no major losses. While
not exciting news, it powerfully
demonstrates the importance
of advocacy for our industry in
the coming years. The WBA
advocacy team worked hard
and long hours on defense to
achieve that “neutral” result by
preventing many negative items
from being added to the budget.
Shortly after the budget
was signed, the WBA advocacy
team met with new Wisconsin
Attorney General Josh Kaul,
joined by representatives

Message from
the Chair
Mark
Meloy

from Associated Bank (see
photo on p. 5). The small
group discussed the state of
Wisconsin banks and potential
elder fraud legislation. Kaul
made an impromptu addition
to the agenda by taking an
extra half-hour to ask multiple
questions about hemp and
issues related to recreational
marijuana as a result of recent
changes in Illinois.
Additionally, with rumors
circulating (at the time of
this writing) of yet another
credit union acquisition of a
Wisconsin bank, the WBA
reached out to the entire
Wisconsin Congressional
Delegation to point out the

obvious: taxpayers should be
livid every time a credit union
leverages their tax exemption
to purchase a tax-paying bank.
WBA’s letter called on our
federal representatives to take
action on this unbalanced
arrangement by leveling the
financial services sector’s tax
and regulatory responsibilities.
Read the full letter on WBA’s
website, www.wisbank.com.
As important as the association’s advocacy actions are,
as an industry, we also need to
speak up for ourselves. Many
WBA members did just that by
answering WBA’s grassroots
advocacy call related to delaying
the implementation of CECL.
In early July, over 220 members
answered the call and sent letters
to their member of Congress
asking them to support legislation (S. 1564/H.R. 3182)
delaying the implementation
of FASB’s CECL standard
until regulators fully study and
understand the effect this new

standard will have on financial
institutions, their customers, and
their communities.
Over 100 banks have also
demonstrated their commitment
to speaking up for our industry
by designating an Advocacy
Officer at their institution.
Created last year at the direction
of the WBA Board, the Advocacy Officer role is the point
person who leads their bank’s
advocacy efforts, encouraging
their coworkers to participate,
coordinating “Take Your
Legislator to Work” events, and
providing the WBA advocacy
team with input on key legislative and regulatory issues.
It will take all of us to
achieve positive results, but I
am confident that Wisconsin’s
bankers and our association are
well-equipped to defend and
promote our industry through
our advocacy efforts.
Meloy is CEO of First Business
Bank, Madison and the 20192020 WBA Chair.
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© 2019 Wipfli LLP

Are Your Mortgage
Documents Compliant?
Correct inaccuracies related to consumer
federal regulations prior to closing.

Mortgage Compliance Pre-Closing Review
Wipfli helps you correct errors before you get
to the closing table.
Learn more at wipfli.com/pre-closing-wba

wipfli.com/fi
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Together, let ’s
make it happen.

Callie Schlieman
Call me at 701.433.7430

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

Why choose Bell as your bank’s lending partner?
We’re providing loans to banks across the country for capitalization, acquisitions, refinancing
and restructuring. We’ll tailor terms and conditions to your bank and its owners.

Denise Bunbury
608.234.1438

Perry Rassler
763.242.7518

Tom Ishaug

701.866.4676

Based in Madison, Wis., Based in Minneapolis, Based in Fargo, N.D.,
serving Wisconsin
Minn. serving Minnesota serving North Dakota
and Illinois
and Western Wisconsin
and Minnesota

Business & personal loans for bankers
Commercial & ag participation loans

320.759.8401

Jeff Restad

515.577.0070

Mary Voss

Todd Holzwarth

Based in Alexandria,
Minn., serving
Minnesota

Based in Des Moines,
Iowa, serving Iowa
and Nebraska

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

605.321.9197

Member FDIC

22771

Bank stock & ownership loans
Bank building financing
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New State Supreme Court Term Begins
Conservatives now
control the court by
a 5-2 margin

Advocacy
Update

By Jon Turke

Jon Turke

At the beginning of August,
the new Wisconsin State
Supreme Court was seated
for the next one-year term.
2019-2020 iteration marks a
shift right after newly elected
justice Brian Hagedorn was
seated to replace longtime
justice Shirley Abrahamson.
Conservatives control the
court by a 5-2 margin once
again after the 2018-19 session
where they controlled it 4-3
when Rebecca Dallet replaced
Michael Gableman after
his retirement.
Hagedorn received his law
degree from Northwestern
University’s Pritzker School of
Law in 2006. After graduation
he was employed by Foley and
Lardner until 2009 when he
was appointed as a law clerk to
Justice Gableman. He served
briefly as an assistant attorney
general in the Wisconsin
Department of Justice before
Governor-elect Scott Walker
named him his chief legal

View Court Cases:
• www.wicourts.gov

Stream Oral Arguments:
• www.wiseye.org

counsel. Hagedorn held this
position until 2015 when
Walker appointed him to the
Wisconsin Court of Appeals.
The 2019 campaign
between Hagedorn and fellow
appeals court judge Lisa
Neubauer was contentious
where social issues dominated
the dialogue. Neubauer held
a large cash-advantage over
Hagedorn throughout the
campaign and outspent him
2-1. Not much public polling
was available throughout the
race but private polling showed
Hagedorn down significantly
until the last few weeks of the
campaign. Hagedorn ultimately

New Consulting Services
Available for WBA Members
The WBA Board of Directors
has approved the following
service provider as a new
WBA Associate Member.

Wisconsin Attorney General
Josh Kaul Meets with WBA

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

Remedy Consulting
http://remedyconsult.net
New Berlin, Wis.
Contact: Charlie Kelly
Tel: 312-270-3490
ckelly@remedyconsult.net

acquisitions, and strategic
planning. We pride ourselves
in helping clients decide on
technology options that fit
their needs and helping them
get a market-based price for
those solutions.

Remedy advises banks and
credit unions in vendor
contract negotiations, core
systems selections, technology
assessments, mergers and

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

In anticipation for the fall legislative session, the WBA advocacy team
and Associated Bank representatives recently met with new Wisconsin
Attorney General Josh Kaul. The discussion included the current state
of Wisconsin’s banking industry as well as elder fraud legislation.
Interestingly, Kaul took an extra half-hour to ask multiple questions
about hemp and issues around recreational marijuana. His interest
may be fueled due to needed changes to Wisconsin law or to the
recent changes in Illinois.
Pictured above (left to right): Cory Hoze, Associated Bank; Kaul;
Mike Semmann, WBA; and Jon Turke, WBA.

prevailed by over 6,000 votes
and Neubauer did not request
a recount.
The first round of oral
arguments for this term will
occur during the first week of
September. Cases have been
announced for September and
October which can be found
at www.wicourts.gov. Oral
arguments occur multiple
times a month from September
through May of each term.
One case related to legislative
vs. administration powers
stemming from the 2018
Extraordinary Session is set to
be heard in October in SEIU
v. Vos. The plaintiffs (several
public sector unions) allege
that the extraordinary session
laws are an unconstitutional
violation of the separation of
powers doctrine.
According to the unions,
Article V of the Wisconsin
Constitution gives the
governor the exclusive power
to execute laws. Article V also
guarantees that one branch

may not interfere with another
branch’s powers. The plaintiffs
allege that extraordinary
session provisions, including
increased legislative oversight
of rulemaking, attorney
general lawsuits, and agency
appropriations, interfere with
the governor’s and attorney
general’s constitutional powers.
Furthermore, they argue
committee oversight without
opportunity for a governor
veto violates constitutional
separation of powers.
The defendant legislature
argues that the Wisconsin
Constitution explicitly allows
the legislature to prescribe
the powers of the attorney
general. Furthermore,
Wisconsin case law has
interpreted the Constitution
as a fluid rather than rigid
political design of separate
branches of government.
All oral arguments can be
streamed at www.wiseye.org.
Turke is WBA director
–government relations.
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Negotiating Checks Using Transfer by Affidavit
Interpretation of authority is key
Can a check be negotiated
using a transfer by affidavit?

Q
A

Answer: It depends.
Whether a check can be
negotiated using a transfer by
affidavit depends on a bank’s
interpretation of the authority
granted by the transfer by
affidavit. Ultimately, it will
be up to a bank’s check
negotiation policy to decide.
Generally speaking, WBA
recommends caution before
accepting a transfer by affidavit
as sufficient authority to
negotiate a check, because
the bank is not the “holder”
of the property being
transferred, so under the statute
authorizing the Transfer by
Affidavit procedure the bank
is not able to rely on the
affidavit to make the transfer.
In addition, the maker of
the check is not able to
inspect the transfer by
affidavit for endorsement
verification purposes.

Compliance
Q&A
Scott
Birrenkott

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

This question typically
arises involving checks made
payable to a decedent’s estate.
To negotiate a check payable
to the decedent’s estate, the
person presenting the check
must be authorized to act
on behalf of the decedent’s
estate. Without authority to
act on behalf of the estate, the
person cannot provide a proper
endorsement on the check.
So the question becomes
whether the transfer by affidavit bestows that authority.

» WBA recommends reviewing
bank check negotiation policies
when determining whether to
accept a transfer affidavit as
authority to negotiate a check.

Regardless, a bank might make
a business decision to negotiate
the check, but the bank would
be taking on the risk that an
improper endorsement claim
could be made by the maker
of the check.
WBA recommends reviewing bank check negotiation
policies when determining
whether to accept a transfer
by affidavit as authority to
negotiate a check.
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

Legal Hotline:
The WBA Legal Department does more than
address legal concerns for
the association; it provides
tangible assistance to
member banks via its
free legal call program.
The association’s team of
attorneys work to relieve
some of the industry’s
compliance pressure as a
timely resource for a wide
variety of legal inquiries.
Submit your legal
inquiry via email (wbalegal
@wisbank.com) or by
calling the legal hotline
at 608-441-1200.

issues. Consult your institution’s
attorney for specific legal advice
or assistance.

WBA Provides Industry Input on HMDA
Data Reporting Thresholds, CFPB Overdraft Rule
Summary of recent
comment letter below
CFPB recently proposed
amendments to HMDA’s
Regulation C to increase the
threshold for reporting data
about closed-end mortgage
loans to either 50 or 100
transactions, to extend the
temporary threshold for
reporting data on open-end
lines of credit, and decrease
from 500 to 200 the openend credit threshold on the
expiration of the proposed
extension. WBA submitted
comments supporting
regulatory relief by urging
CFPB to increase the closedend credit to 500 or, if
unwilling to do so, increase

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 friendof-the-court briefs at the
request of WBA members
and per approval by the WBA
Board of Directors.

Comment Letters:
• www.wisbank.com/
CommentLetters

the threshold to at least 100.
In addition, WBA urged CFPB
to remove any requirement to
report open-end transactions
under HMDA or, if unwilling
to do so, then at minimum,
immediately relieve burden

from community banks by
extending permanently the
current threshold of 500
open-end lines of credit rather
than the proposed threshold
of 200.
Additionally, WBA urged
CFPB to forego adding more
requirements to the agency’s
overdraft rule. The rule

currently prohibits institutions
from imposing a fee on a
consumer’s account for paying
an ATM or one-time debit
card overdraft transaction,
unless the consumer opts in
to such fees. WBA expressed
concern that implementing
additional requirements would
either cause: a reduction in the
number of institutions offering
overdraft programs, thereby
reducing consumer choices and
access to credit; or increase
costs to institutions, which
will then be passed along
to consumers.
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.
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Tornadoes, Cyberattacks, and Spies

Upcoming WBA Conference will cover lots of ground for bank security!
The 2019 WBA Secur-I.T.
Conference, held Sept. 1718 in Wisconsin Dells, will
bring together technology,
operations, and security
banking professionals from all
around the state of Wisconsin
for education and networking.
Attendees will benefit
from over seven hours of
presentations from nationally
recognized speakers and
local professionals, network
with more than 125 banking
peers, and meet several
exhibitors who offer products
and services to improve their
banks’ technology, security,
and customer experience.
The conference will begin
with Blurred Lines between
Physical and Cyber Security,
presented by Ben Hayden of
SHAZAM. This session will

4Visit www.wisbank.com/secur-it for the full agenda or to register.

focus on how the separate
threats to both physical
security and cybersecurity are
often one and the same. You’ll
walk away with knowledge
on how hackers can use the
vulnerabilities in your physical
facilities to gain access and
how criminals can use online
resources to exploit your
employees and plan their crime.
After a quick break,
Rayleen Pirnie, RP Payments
Risk Consulting Services, will
present Crisis Communication
Plans, a session covering
tornadoes, cyber-attacks, email

SARAH DOLAN
773.354.4837

mishaps, vendor breaches,
and everything in between.
Adequately addressing
crisis incidents, while still
alleviating customer concerns,
requires timely and effective
communication with internal
and external stakeholders.
The afternoon will continue
and conclude with several
workshop sessions after
Pirnie’s presentation.
Day two of the conference
will begin after breakfast
with a Government Relations
Update and a Data Breach
Panel Discussion. Then

SCOTT KRIEGER
715.590.2564

attendees will learn about
Emerging Trends in Banking
Technology: Decision Time
for Community Banks. This
session will focus on the
customer demand for enhanced
retail delivery channels and
how community banks can
compete with big banks, credit
unions, and non-banks to offer
attractive, ground-breaking
tools to help retail customers
improve their financial health.
Jack Vonder Heide, Technology Briefing Centers, Inc.,
will provide an overview of
the technology landscape we
can expect to see in the next
two years and the critical
steps banks must take to
develop solid, forward-looking
strategies to retain and attract
retail customers.
(continued on p. 17)

KEVIN VOLKER
608.213.4987

At Quad City Bank & Trust, Relationship Isn’t Just a Buzz Word.
Creating meaningful relationships is our culture. From executive management to front-line employees,
we live it and believe it every day. As your correspondent partner, and a community bank ourselves, we
understand the value community banks bring to the clients we serve.

www.qcbt.com/correspondent-banking
4500 Brady Street, Davenport, Iowa
Member FDIC
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Compensation Data for Wisconsin’s Bankers

Simple, meaningful, practical compensation data about Wisconsin’s banking industry
Actionable compensation
and benefits data about the
Wisconsin banking industry is
an essential resource for bank
human resources professionals.
It’s becoming harder to attract
and keep the talent your
institution needs. This report
gives you another tool to
achieve that goal!
The 2019 Wisconsin
Banking Industry
Compensation & Benefits
Report is the largest
Wisconsin-specific report
for banks containing salary
and benefit information for
117 different jobs based on
data from 113 participating
financial institutions.

» 2019 Pricing
Survey Participants: $195 + sales tax
Survey Non-Participants: $450 + sales tax
Non-Banks: $800 + sales tax

2019 Wisconsin
Banking Industry
Compensation &
Benefits Report

Each year, this survey
provides easy-to-understand
data that you can use to make
informed decisions about
compensation and benefits
at your bank. The survey
results contain detailed wage
and salary information for
both exempt and non-exempt
employees available in a
wide range of bank employee
positions, as well as higherlevel wage and salary data for
use by your internal HR staff
in developing a compensation
matrix, enabling you to
understand exact expenditures
and what changes might be
needed to be more competitive.
All this data is organized
in the MRA Dynamic Online
Reporting Tool, providing you
with the exact information you
need, when you need it.

Contact WBA‘s Patty
Rogers at 608-441-1209
or progers@wisbank.com.

» To learn more or to order visit www.wisbank.com/WIcompensation.

Please visit www.wisbank.
com/WIcompensation to learn
more and to order your report.
You’ll receive a PDF of all the
report data as well as login

}

SNEAK PEEK!

» Questions?

credentials for the online
reporting tool. Questions?
Contact WBA’s Patty Rogers
at 608-441-1209 or progers@
wisbank.com.

Want More
HR Information?
Check out WBA’s HR Toolkit, a
free PDF download featuring
over a dozen pages of informational articles about a range of
topics of interest to bank human
resources professionals, including
benefits, diversity and inclusion,
and internships. Download your
copy today at www.wisbank.com/
resources/hr-toolkit.
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WE DO WEB STUFF

Acquire customers, build awareness,
grow share-of-wallet...
your marketing & business development “to-do” list is long.
We can help shoulder the load.

WEBSITE
DEVELOPMENT

SOCIAL MEDIA
MANAGEMENT

FULL-FUNNEL
CAMPAIGNS

SEARCH ENGINE
MARKETING

Banking-speciﬁc platform

Build your community

Target, attract, convert

Users search, you show up

DISPLAY
ADVERTISING

LEAD GENERATION
TOOLS

REPUTATION
MANAGEMENT

DIGITAL
CONTENT

Keep your brand top-of-mind

Capture new business

Protect your brand

Be useful and relevant

Don’t wait another day to get started. Your competitors aren’t.
Forbin.com/WBA

(877) 595-4944

ﬁnancial@forbin.com
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Wisconsin Bankers Foundation
Awards Scholarships to Six High School Students
Six high school seniors with a
connection to the banking
industry will find continuing
their education a bit easier
thanks to the support of Wisconsin’s banks. The Wisconsin
Bankers Foundation has
awarded its first annual scholarships to these deserving applicants who will be attending
a Wisconsin state accredited
college, university, or state

operated technical school
this fall. The scholarships are
awarded only to an employee,
or the child of an employee,
at an in-state location of a
WBA member institution.

Six scholarships of
$1,000 each were awarded
to applicants in the following
categories: academic
achievement; financial need;
a student who has a career
goal in the financial services
industry; a student who
will attend a technical
college to obtain an associate
degree; and the Selection
Committee Award.

Congratulations to This Year’s
Scholarship Recipients!
Hannah Baumgart is an
employee at Farmers State
Bank of Waupaca and
will attend UW-Stout.
Pictured (left to right):
Farmers State Bank of
Waupaca President Laine
Lazers; WBF Executive
Director Michael
Semmann; Baumgart; and
Farmers State Bank of
Waupaca Vice President –
Cashier/HR/Technology
Jay Krcmar.

Madison Marshall is an employee at BMO Harris Bank in Sauk City and will attend
UW-Madison. Pictured (left to right): Semmann, Marshall, and bank employees
Emily Gudeyon, Ben Schreiber, and Katie Olsen.
Melissa White’s mother
(Linda White) is an
employee at Security
Financial Bank, Bloomer
(Eau Claire branch). She
will attend UW-Eau Claire.
Pictured (left to right):
Cathy Couey, Security
Financial Bank chief retail
officer and WBF Board
Member; Linda; Melissa;
Paul Rudersdorf, Security
Financial Bank president
and CEO; and Semmann.

Additionally, each student
was required to include in
their application a creative
description of the role financial
literacy has played in their life,
listing any resources they’ve
used. Many students chose to
submit essays, but the selection
committee also reviewed
PowerPoint/Keynote presentations, videos, infographics,
and a poem or two!

Good luck in your future endeavors!
Coy Bowe’s
mother (Carrie
Bowe) is an
employee of
Citizens State
Bank of Cadott.
He will attend
Chippewa
Valley Technical
College. Pictured
(left to right):
Carrie and Coy.

Abigail O’Brien’s mother (Tami O’Brien) is an employee at Denmark State
Bank. She will attend UW-Milwaukee. Pictured (left to right): Semmann,
Denmark State Bank President and CEO Scot Thompson, O’Brien, and
Denmark State Bank Senior Vice President and COO Steve Arps.
Shianne Grosbeier’s
mother (Patricia
Grosbeier) is an
employee of the
Bank of Luxemburg
in Sturgeon Bay.
She will attend
Lakeshore Technical
College. Pictured
(left to right):
Semmann, Shianne,
and Patricia.
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Management Conference Session Preview:
That Was Fun? What Happened in 2019, and What Do We Expect Now?
September is just around
the corner but there is still
time to register for the WBA
Management Conference,
taking place Sept. 10-11
in Wisconsin Dells. The
conference is an ideal space for
community banking leaders to
come together for networking
and education about the everchanging banking industry.
The conference is
constantly evolving, as the
banking industry itself is
evolving. New this year, the
conference agenda has been
expanded to include breakout
sessions for CEOs, CFOs,
CCOs, and other members of
the bank’s management team.
One of these new breakout
sessions is
That Was Fun?
What Happened
in 2019, and
What Do We
Kuehl
Expect Now?
from Dr. Chris Kuehl,
managing director at Armada
Corporate Intelligence.
“It’s kind of a check-in on
what has already happened in
the economy and look ahead to
2020,” explained Kuehl. The
session will cover a variety

WISCONSIN BANKERS ASSOCIATION

MANAGEMENT
C ONFERENCE

Sept. 10-11 | Glacier Canyon Conference
Center, Wisconsin Dells
Register at... www.wisbank.com/management

of economic areas impacting
Wisconsin and the U.S. such
as interest rates, the status of
the housing market, trade wars,
and chronic problems like the
labor shortage.
“We’re more than halfway
through 2019, so we have a
pretty good idea of what has
happened, and we can start to
preview 2020,” said Kuehl.
But even so, there are still
areas that may be changing
even between the time of the
publication of this article
and the conference. “Trade
has been in a state of flux all
year. We appear to be heading

into a trade showdown, then
we don’t,” continued Kuehl.
“These trade issues don’t really
get resolved, just delayed.”
Another area of change is
with interest rates, but that’s a
bit more predictable, according
to Kuehl. “The Fed has gone
from pro-rate increases, to
neutral on rates, to lowering
rates. But for the banking
community, 2.5 to 2.25 isn’t a
big change, so if they do start
cutting rates – who cares?”
As for the impact of politics
on the economy... “Let’s see,
there are about a thousand
Democratic Presidential

Candidates right now, by the
time we get to the conference
in September we’ll probably
be at a more manageable
number like two hundred,”
Kuehl joked, “and then we
can talk about what that means
for the economy.”
One fascinating aspect of
predicting what 2020 will hold
is that the Dairy State serves
as an excellent bellwether for
the rest of the U.S. “Wisconsin
sits as the exemplar of the
country as a whole,” explained
Kuehl. “It has a business
balance similar to the country
as a whole. It is a leading
indicator to the country as a
whole. It has many of the same
urban-rural differences as
the country as a whole. When
you have a handle on what
is happening in Wisconsin,
you have a handle on what
is happening in the country
as a whole.”
To hear more from
Dr. Kuehl and the many
other great experts leading
breakout sessions, make
sure to register for the WBA
Management Conference.
Visit www.wisbank.com/
management today!

Bank Consolidation – Digging a Bit Deeper
A bank strategy briefing from Godfrey & Kahn
By Peter Wilder
Consolidation in the industry
is one of the most frequently
discussed topics among
banking circles. However,
other than the fact that the
number of charters continues
to decline, it is sometimes
difficult to pinpoint meaningful
trends in the data cited in
articles and at seminars. This
is due to the fact that most
data reflects national rather
than local data, and the data
often focuses on the number of
charters rather than the relative

Godfrey &
Kahn, S.C.
Peter Wilder

pace of consolidation.
We looked into the
relative pace of consolidation,
historically, at the national and
state levels for FDIC-insured
institutions based on compound
annual growth rates (CAGR)—
which, since we have a

shrinking number of charters,
can more aptly be thought
of as a compound annual
consolidation rate—over the
past 25 years, 10 years, and 5
years ending Dec. 31, 2018.
Graphs reflecting the data
appear at the end of this edition
of Bank Strategy Briefing,
and we have highlighted the
national average as well as
rates for the six Midwestern
“focus states” that we regularly
follow (Wisconsin, Missouri,
Minnesota, Michigan, Iowa,
and Illinois). Here are some
interesting trends:

1. More Banks ≠ More
Consolidation. Over the last
25 years, our focus states
have accounted for roughly
27-29% of all banks in the
United States, and many
industry spectators consider the
Midwest in general to be “over
banked.” You would think this
would drive an above-average
rate of consolidation when
compared to national averages,
but, in fact, the opposite is
true. The rate of consolidation
for these six states as a group
(continued on p. 18)
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Everything you care about is in this house.
Things your family just can’ t afford to lose.
We can help you protect it
with a Home and Highway®
policy from West Bend.
You’ll benefit from the convenience of one policy,
one bill, one deductible, and one agency. And
because you’re a member of the Wisconsin Bankers
Association, you could also receive a discount on
your annual premium.

To find out what else the Home and Highway
has to offer, contact an Official Supplier of
the Silver Lining.
Visit thesilverlining.com for the name of
the agency nearest you.

Celebrating 125 years of providing the
Silver Lining to our valued customers.
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Bulletin Board

News about people working in Wisconsin’s financial institutions
Promotions and New Hires
Brookfield
North Shore Bank announced
that Kate Johnson (pictured)
is the company’s new vice
president of marketing.
Eau Claire
U.S. Bank has named
Nate Kuehl the Eau Claire
market president and Jackie
Rasmussen vice president and
private banker in Eau Claire.
Fond du Lac
Bethany Rusch (pictured) has
been elected to the Fox Valley
Savings Bank Board of Directors.
Rusch is associate dean of
administration and finance
and Fond du Lac campus
administrator for the University
of Wisconsin - Oshkosh.
Fort Atkinson
PremierBank is proud to
announce that Russell L.

Johnson

Loughrin

Rusch

Turk

Deihs

Myster

Scott

Turk (pictured) has been
appointed as president/
CEO/chief lending officer of
PremierBank.
Hortonville
Wolf River Community
Bank has hired Jeff Myster
(pictured) as vice president of
retail banking and Miranda
Schultz (pictured) as chief
financial officer.

Aamodt

M. Schultz

Borash

Ladysmith
The board of directors for
Ladysmith Federal Savings and
Loan Association has chosen
Bill Dyson (pictured, p. 15) as
the bank’s new president/CEO.
Madison
Capitol Bank is pleased to
announce the hiring of Elizabeth Loughrin (pictured) as
private banking administrator.

Oregon
Oregon Community Bank
is excited to announce the
promotion of Liz Deihs
(pictured) to vice president of
treasury management.
Oshkosh
Keith Scott (pictured) has
joined Associated Bank as
senior vice president and
senior relationship manager,
commercial banking.
Superior
National Bank of Commerce
(NBC) is proud to announce
the addition of three new
members to its Board of
Directors: Jon Aamodt
(pictured), Greg Borash
(pictured), and David Manion
(pictured).
(continued on p. 15)

Farmers & Merchants Union Bank
Opens New Bank Location in Juneau
A Ribbon Cutting and Grand Opening celebration was held on Friday, June 14 in
Juneau to celebrate the completion of the new Farmers & Merchants Union Bank
(FMUB) building. The 3,700-square-foot banking facility is located at 198 S. Western
Ave. at the intersection of US Highway 26 and Western Avenue in Juneau. “We have
been committed to the Juneau community since we opened our first banking location
on Jewel Street on Feb. 24, 2003,” said president/CEO Randy Bobholz. “We have had
plans to build a new bank building in Juneau for quite some time, and our planning and
patience has paid off. We are very pleased with our new facility and its location, and
we look forward to continuing our already-great relationship with the city of Juneau
and surrounding community.” Pictured left to right: FMUB Directors Curt Hanson and
Doug Lambert; retired Juneau Branch Manager Stan Smith; Bobholz; part-time Auditor
Bev Weinheimer; FMUB Directors Nick Sharrow and June Waterworth. FMUB Board
members Doug Caldwell and Jerry Gaska were not able to attend and are not pictured.

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.
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Bulletin Board

News about people working in Wisconsin’s financial institutions
Promotions and New Hires
(continued from p. 14)
Waukesha
First Federal Bank of
Wisconsin is thrilled to
announce that it has expanded
its executive team! In doing
such, they have named
Michelle Haslam (pictured)
senior vice president of
operations and Brian
McManus (pictured) senior
vice president of lending. First
Federal Bank of Wisconsin
is proud to announce that
Christine Specht (pictured),
CEO of Cousins Subs, and
José Olivieri (pictured),
managing partner of the
Milwaukee office of Michael
Best & Friedrich LLP, have
joined the First Federal
Bank of Wisconsin Board
of Directors.

Association News

Manion

Haslam

McManus

Specht

Olivieri

Ford

Savatski

T. Schultz

Gunderson

Schmid

(pictured) to vice president –
senior portfolio manager,
and Theresa Schultz
(pictured) to assistant
vice president – senior
retirement officer.

Waukesha State Bank has
hired Carol Ford (pictured)
as mortgage consultant and
promoted Kelly Savatski

Waunakee
Waunakee Community Bank
welcomes Andrew Gunderson
(pictured) to the bank as
senior vice president of
business banking.

Madison
FIPCO is pleased to announce
that Jeff Schmid (pictured)
has joined the FIPCO team
as director of compliance and
management services. Schmid
has spent his career working
in the banking industry,
most recently as senior vice
president with Fox River State
Bank, Burlington and has
been actively involved with
FIPCO and the WBA by
serving on several boards and
committees. Read more about
FIPCO’s new compliance and
management services on p. 17
of this issue.

The board of directors for Ladysmith Federal Savings and Loan Association
congratulates Scott Von Haden (pictured, far left) who retired on June 7 as
president/CEO of Ladysmith Federal. He was hired in October 2002 as an
accountant and compliance officer. In September 2003 he was promoted
to vice president. In January 2010 he was promoted to president/CEO.
The bank’s new president/CEO, Bill Dyson, is pictured on the right.

First Bank Financial Centre Supports
MDA Summer Camp for Kids

Bank of Mauston Delivers Blankets
to Mile Bluff Medical Center

First Bank Financial Centre
(FBFC) is a proud supporter
of Wisconsin’s Muscular
Dystrophy Association
(MDA) summer camp for
kids. Contributing more
than $1,300 for supplies like
volunteer and camper back
packs, a photo booth for
the end of camp dance, and
a caricature artist for their
carnival night, FBFC provides
some much-needed support
for the attendees. In addition
to these items, FBFC also featured MDA Camp Director Mallory
Williams and former camper Jacob on their radio show and podcast,
That’s So Money. The April episode featured Mallory and Jacob
talking about summer camp and why it’s so important for the kids.
MDA summer camp takes place in Camp Lake, Wis. each June, and
is open to kids ages 8-17 with neuromuscular disease. Proclaimed
by some as “the best week of the year,” campers enjoy swimming,
fishing, arts and crafts, derby car races, boat rides, a carnival, Harley
side-car rides, a dance, and so much more! Counselors and activity
directors are all volunteers, so funds can go directly to camp.
Pictured: (from left to right) Becky Miller, FBFC; Jacob; Williams.

Bank of Mauston
employees delivered
60 blankets to Mile
Bluff Medical Center
in Mauston on June
19. This was all
made possible by
BOM staff, including
Cathy Kennon,
Chrissy Krotzman,
and Lori Winkelman,
who initiated and
coordinated the bulk
of the project. Between
monetary donations
and the hard work
of several of our best
“blanket builders,” 60
blankets were donated
to patients undergoing
chemotherapy or other
infusion treatments at MBMC. Thank you to all BOM employees who
donated money, materials, time, and talent to it all possible. The blankets
were donated in memory of Deema McCormick, Kim Walsh’s mother,
who lost her courageous battle to cancer in 2014.
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Your

EDUCATION Calendar
Conferences I Summits

Schools I Boot Camps

AUGUST
• Chairman’s Member Appreciation Golf Outing
15		
Wisconsin Dells

Seminars I Workshops

WBA Webinars

Other Events

OCTOBER (continued)
15		
17		
23		

• IRA Essentials Workshops
Eau Claire; $245/attendee
Madison; $245/attendee
Neenah; $245/attendee

16		
18		
24		

• Advanced IRA Workshops
Eau Claire; $245/attendee
Madison; $245/attendee
Neenah; $245/attendee

22		

• Enterprise Risk Management Peer Group
Eau Claire; $39/attendee

2223

• FIPCO Compliance & Software Forum
(Loan + Mortgage)
Wisconsin Dells

19		
20		
21		

• Compliance Forum: Session 2
Stevens Point (pricing options vary)
Wisconsin Dells (pricing options vary)
Pewaukee (pricing options vary)

• Supervisor Boot Camp
24-25		 Wisconsin Dells; $535/attendee*

29		
30		
31		

• BSA/AML Workshops
Eau Claire; $245/attendee
Neenah; $245/attendee
Madison; $245/attendee

9/30 • Deposit Compliance School
-10/1		 Wisconsin Dells; $535/attendee*

30		

• Procedures Upon a Depositors Death Webinar
$325 + sales tax/connection

OCTOBER

NOVEMBER

• Personal Banker School
8-9		 Wisconsin Dells; $450/attendee*

• Auditing Real Estate Loans Boot Camp
5-7		 Wisconsin Dells; $795/attendee*

SEPTEMBER
• Management Conference; Wisconsin Dells
– now with CFO and CCO tracks!
10-11 $250/attendee for first two attendees;
$195/additional attendee

16

• Stay Ahead of Hackers:
Hands-On Cybersecurity Training
Wisconsin Dells
$75 for Secur-I.T. Conference registrants;
$150 for single session registrants

• Secur-I.T. Conference, Wisconsin Dells
17-18 $350/first attendee; $300/additional attendee
• Introduction to Commerical Lending School
18-20		 De Pere; $795/attendee*

7-8
9-10

• Principles of Banking Course
Platteville; $550/attendee
Wausau; $550/attendee

10

• Advanced Financial Statement
& Cash Flow Analysis Workshop
Wisconsin Dells; $245/attendee

• Strictly Business:
10,17 The Dale Carnegie Immersion Seminar
24
Madison; $1,895/attendee
15

• Bank Directors Summit; Madison
$225/first attendee; $175/additional attendees

• Community Bankers for Compliance
(CBC) – Session 4
15		
Stevens Point (pricing options vary)
16		 Madison (pricing options vary)

*Lodging is available for an additional fee.

4-5
6-7

• Principles of Banking Course
Green Bay; $550/attendee
Madison; $550/attendee

7		

• BOLT Winter Leadership Summit
Stevens Point; $100/attendee*

• ABA National Agriculture Bankers Conference
10-13 Dallas, Texas
• LEAD360 Conference: Marketing, Retail Banking,
Sales and Financial Literacy; Wisconsin Dells
20-21		 $350/attendee; $300 additional attendee*
» Visit www.wisbank.com/education
for more information and online registration.
» Or email WBA Education at wbaeducation@
wisbank.com or call 608-441-1252.
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Introducing ShareFI

Your risk and operations management solution
FIPCO is pleased to announce
the launch of a brand-new
service for Wisconsin banks:
ShareFI. This consulting
and shared services solution
offers compliance and risk
management, operational
and financial management,
and/or shared professionals
services backed by the
FIPCO promise: Consistent.
Compliant. Confident.
ShareFI’s variety of services
are designed to meet the needs
of small- to mid-size financial
institutions—including many
WBA member banks. Banks
who choose FIPCO’s ShareFI
as their risk and operations
management solution will
receive consulting, guidance,
and shared services from
industry experts. Leading the
team is Jeff Schmid, who
joined FIPCO on July 15
after over three decades of

™

Contact Jeff Schmid at jschmid@
fipco.com or 608-441-1220 to learn
more about ShareFI.

experience in bank compliance
and operations, including the
examination procedures of
FDIC, FRB, and OCC as well
as governmental advocacy.
“Many of the other thirdparty firms who offer these
types of services take a
one-size-fits-all approach,
rather than provide services
tailored to the bank’s size and
complexity,” Schmid explained.
ShareFI is designed to allow
banks to right-size their experience, utilizing shared services
(such as credit analyst roles)
and one-off contracts, which
are ideal to fill the gap between
an unexpected departure and

a new hire. It also levels the
talent playing field for banks
who are not large or complex
enough to need full-time
compliance staff, enabling
them to access the talent and
expertise of tenured, certified
compliance personnel.
ShareFI’s team of
experts will offer services
and consulting in two main
areas: compliance and
management. The compliance
side includes services such
as risk management, loan
review, and BSA review and
support. On the management
side, banks will have access
to assistance with strategic
planning, planning and
implementing continuous
improvement initiatives (such
as transitioning to digital file
storage), and core review. “We
want to help banks find what’s
right for them,” Schmid said

of the core review services.
“When those contracts come
up, having an expert on your
side is invaluable.”
ShareFI also features
FIPCO’s industry-famous
customer service and
dedication to client success.
Unlike some third-party firms
who will engage, review, report
and then leave, ShareFI’s
experts will continue to engage
with the bank’s management
team and continuously report.
“Examiners are looking for
that ongoing reporting,”
Schmid explained. “We’ll also
help banks set up compliance
policies if needed. It’s about
providing long-term support.”
Please contact Jeff at
jschmid@fipco.com or
608-441-1220 to schedule
a demo or discuss what
FIPCO’s ShareFI can do for
your institution.

Secur-I.T. Conference
(continued from p. 7)
Former CIA Chief of Counterintelligence Jim Olson will
close the conference with his thrilling and informative session To
Catch a Spy: The Art of Counterintelligence. Olson will describe
his undercover career in the CIA, his past training, and the current
role of the CIA in the Global War on Terrorism, as well as other
issues affecting the safety and security of American citizens.
Register today at www.wisbank.com/secur-it. Discounts are
available for multiple attendees from the same bank, so send your
whole team!

Optional Training Session:

Stay Ahead of Hackers:
Hands-On Cybersecurity Training
Register soon! This session is almost full!
On September 16, WBA is offering a hands-on cybersecurity
training, presented by Mark Eich and Kevin Kiggins of
CliftonLarsonAllen. This optional session will include the
latest information on attack trends, recent crimes, compliance
requirements, and methods to mitigate those risks. Each attendee
will be supplied with a Microsoft Windows computer loaded
with a variety of common, easy-to-use auditing and security
assessment tools. The cost for this optional session is $75 for
Secur-I.T. attendees (non-attendee registration fee is $150).
Register today at www.wisbank.com/events/stay-ahead-ofhackers-hands-on-cybersecurity-training.

Introducing Jeff Schmid & ShareFI
FIPCO is pleased to announce the launch of a brand-new
service for Wisconsin banks: ShareFI.

This consulting and shared services solution offers:
• compliance and risk management
• operational and financial management
• and/or shared professionals services designed to meet the needs of
small- to mid-size financial institutions

Contact FIPCO’s Jeff Schmid to get started.
jschmid@fipco.com
608-441-1220
www.FIPCO.com
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Bank Consolidation
(continued from p. 12)
has actually been slower than
the national average. This is
likely due to several complex
factors, which we believe may
include the relatively low bank
failure rate in the Midwest and
an especially strong culture
of independent community
banking, among others. (See
bar chart below, on left.)
2. Something is Happening in Wisconsin. Our home

AUGUST 2019

state of Wisconsin has
experienced a relatively
average rate of consolidation
over 25- and 10-year time
horizons. However, over the
last 5 years, Wisconsin has seen
a pronounced spike in consolidation rate that is anomalous.
Based on the high volume
of M&A activity to date in
2019, that trend is continuing
in earnest. While we cannot
point to any specific reason
underlying this substantial

acceleration of consolidation
in Wisconsin, we think it may
be explained by a combination
of (i) the emergence of multiple
serial acquirers, (ii) an increased
interest in Wisconsin by
out-of-state acquirers, and (iii)
a heightened focus by M&A
advisors in the state in recent
years. (See line chart below,
on right.)
3. Michigan and Iowa are
Bookends. As illustrated by
the graph (below), Michigan

and Iowa reflect opposite ends
of the consolidation spectrum.
These “goalposts”—likely the
result of differing economic,
legislative and cultural
histories—show how variable
consolidation trends can be
even among states in similar
geographic regions.
Wilder is an attorney at
Godfrey & Kahn, s.c., a WBA
Bronze Associate Member.
Visit www.gklaw.com for more
banking insights.
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Seller’s Market?

A guide to finding liquidity among your holdings
By Jim Reber
Quick: What’re the most
saleable assets on your
community bank’s balance
sheet? If you get this wrong,
you need to be running a
“not-for-profit depository
financial institution.”
Bonds, of course. Most
people I talk to consider the
liquidity feature a close second
(to safety) in importance when
contemplating a purchase. That
feature has come into play for
thousands of community banks
in the last several years, as loan
demand has outstripped deposit
growth. Between December
2013 and December 2018,
investments as a percent of
assets dropped from 23% to
18% for the community bank
industry as a whole. While
most of the decline was simply
maturing bond proceeds being
reallocated into loans, some
portion was outright securities
sales to fund new credits.
Assist: Federal Reserve

You may also have noticed
that your bonds’ prices have
risen in 2019. Since rates
peaked last November, there
has been a strong market
rally across the entire yield
curve, particularly beyond two
years. For example, if you had
purchased the new five-year
Treasury note last November,
you would now have a nearly
five-point gain in that bond.
Yields in that sector are down
around 125 basis points in
about seven months.

Interactive
Portfolio
Site
As 2019 progresses, it’s
clear that industry earnings
will be quite good, so it is
entirely possible that a bank
may choose to realize some
losses on sales of bonds
now, and push that
income (and tax liability)
into future years.

That has essentially
wiped out unrealized losses
in community banks’ bond
portfolios. As of the end of
June, the average portfolio
was worth slightly more than
the collective book prices of
the bonds. What that means in
practice is that you probably
own some bonds at higher
prices than they’re currently
worth, and others at lower
prices. And this is exactly what
you should hope for.
If a community bank owns
some winners and some losers,
and it decides it needs to sell,
it can manage the impact on
current year earnings very
easily. As 2019 progresses, it’s
clear that industry earnings
will be quite good, so it is
entirely possible that a bank
may choose to realize some
losses on sales of bonds now,
and push that income (and tax
liability) into future years.

Did You Know?
Wisconsin Banker occasionally prints informative articles
submitted by Gold, Silver, and Bronze WBA Associate
Members. Interested in sharing your expertise? Please contact
WBA’s Nick Loppnow at 608-441-1208 or nloppnow@
wisbank.com or email sales@wisbank.com for more
information about purchasing Sponsored Content space in
WBA’s electronic publications.

ICBA Securities’ clearing broker Vining Sparks
has an interactive website with portfolio
management tools. Included is a private portal
which can help identify securities that may be
attractive sale candidates. For access to the
website, contact your Vining Sparks sales rep
or visit viningsparks.com.

Priced to Sell

Assuming for the moment
that a community bank is
ambivalent about booking
any gains or losses, and is
instead more focused on the
creation of a liquidity pad,
there is a basic rule of portfolio
management that needs to be
applied to achieve maximum
benefit. This is the concept
of the “take-out yield.” Takeout yield has several other
nicknames like “market yield”
or “give-up yield,” and what
it quantifies is the yield that a
purchaser of your bond would
get, if you were to sell that
bond today.
The lower the take-out
yield, the more efficiently
you have sold your bond.
Economically, the seller will
have to re-employ the proceeds
at a return higher than the
take-out yield for the sale/
reinvestment to make sense.
So a wise portfolio manager
will resist the temptation
to cash in gains, unless the
sale item results in a low
take-out yield. Your broker
should readily identify the
take-out yield on any security
that you’re thinking about
selling at the same time you
receive a bid.
Keep These in Mind

There are a couple of other
variables that could impact if,
or what, your community bank
might sell. One is that you
likely can’t sell a bond that was
designated Held to Maturity
on purchase date. That alone
is a good reason to classify

100 percent of your bonds as
Available for Sale.
Another widely underreported fact of the bond
market is that liquidity will
dry up as we approach a
quarter- or year-end. How
much this affects prices is
difficult to quantify, but I
would recommend not bidding
anything within two weeks of
the end of a reporting period.
Also, you likely have other
liquid assets on your balance
sheet, besides your investments.
There is a robust secondary
market for most performing
loans, beyond conforming
residential mortgages.
Government-guaranteed
sectors such as SBA 7(a) and
USDA loans can be efficiently
sold. And even non-guaranteed
loans can fetch attractive
prices, especially in the current
yield environment.
A final thought: usually,
yield spreads widen as interest
rates fall. They have not yet
widened out noticeably from
the peak in rates late last year,
at least on many sectors that
are popular with community
banks. This includes callable
agencies, munis and straight
pass-through mortgage-backed
securities. All of which makes
the mid-2019 bond market
an attractive time to consider
targeted sales.
Bid thee well!
Reber is president and CEO of
ICBA Securities and can be
reached at 800-422-6442 or
jreber@icbasecurities.com.
ICBA Services Network is a
WBA Gold Associate Member.
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ABA
BANK ERS C ONF E RENCE

November 10-13, 2019

Hyatt Regency Dallas
Dallas, Texas

Power of Partnership
As an ag banker, serving your customer means more than providing
a lending channel. It’s about being in touch with the intricacies of the
farm as a business to help guide your customers to growth. Join us
in Dallas to learn the power of partnership, network with colleagues
and experts, and gain unique perspectives.

aba.com/AgConference3
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Storytelling and Showcasing

How community banks “Make Lives Better”
By Jeff McCarthy
I have been fortunate in 2019
to speak with community
bankers from a variety of
backgrounds and markets.
In February I flew to Seattle
to speak at a conference for
the Washington Bankers
Association, and just a few
weeks ago I joined colleagues
from across Wisconsin at the
WBA’s Leadership Engaged!
event in Madison.
In both cases, I was
impressed by the passion
community bankers have
for their profession. I worked
for nearly 20 years for a
variety of advertising agencies,
and while my job and my
companies were “cool,” I
don’t think I was ever truly
proud of what we did. Yet I
walked away from these two
experiences holding my head
high, proud of what we as a
collective industry are doing
to improve the quality of life
of those around us.
At the same time, we
recognize how rare we are
becoming. FDIC data shows
that there were 285 financial
institutions in Wisconsin
in 2013. By 2018, that number
had shrunk by 49 to a total
of 236 institutions. Compliance
and technology costs continue
to rise and, unfortunately,
force many community
banks to sell or merge to
stay viable.
Yet despite this trend,
community bankers continue to
positively impact those around
them. In fact, for more than
1 in 5 of the nation’s 3,100
counties, community banks
are the only physical locations
that serve those residents.
According to the ICBA,
community banks provide
more than 60 percent of the
nation’s small business loans,
while the largest 20 banks in
this country devote only 18
percent of their commercial

Jeff McCarthy (second
from left) and his
daughter, Calleigh
(far left), support
Mel’s Charities at a
Lakeshore Chinooks
game in Mequon.
Mel’s Charities’
mission is to have
Great Times for
Great Causes in
Ozaukee County.
Mel’s specializes in
funding special needs
organizations, high
school scholarships in
memory of individuals
who have passed,
and human service
organizations.

Strategic Connections
loans to small businesses.
Community banks make
80 percent of the agricultural
loans in the U.S., and our
combined 52,000 locations
around the country employ
more than 760,000 Americans.
Simply put, we have much
to be proud of!
At First Bank Financial
Centre, our employees spent
over 12,500 hours volunteering
with 257 different local
organizations in 2018. That’s
more than 40 hours per year
per employee!
As marketers, it’s important that we shift our focus
from pure product promotion
to storytelling. And the good
news is that we have more
channels than ever before
to communicate the difference
we make in our communities.
Most of us can’t afford to
put our names on a stadium
or arena, or hire a high-profile
athlete to be our spokesperson.
But social media and digital
marketing have leveled the
playing field, and we can
compete there in the same
way as the national banks.
We can share images, videos,
and stories that showcase the
impact our colleagues have
each and every day. Impact
that the national banks can’t—
and won’t—have on Main
Street U.S.A.
Our bank’s mission
statement is three simple
words: Make Lives Better.
My colleagues live the mission
every day, and it’s the job of
my team to showcase all they
do. Because it’s that impact,
every day, that differentiates
us from the competition.
To learn more about how
you can tell your bank’s
stories, I encourage you to
attend the WBA’s LEAD360
Conference in Wisconsin Dells

on November 20-21. We have
several impactful sessions
planned to help you succeed
by showcasing all you do to
make lives better.

McCarthy is vice president –
marketing director at First Bank
Financial Centre, Oconomowoc
and Chair of the 2019-2020
WBA Marketing Committee.

Our Business
Philosophy
At Northland, our mission is providing direction
and producing results toward our clients’ goals.
We are trusted professionals in the business of
investing Financial Institution portfolios.
We put the client and their goals first. Our dedication
to and focus on developing the advisor-client relationship --- on a personal and professional level --- helps to
build a solid foundation of trust, which yields results.

THANK YOU for your consideration!
We look forward to visiting with you August 15 at the
Chairman’s Golf Outing and September 10-11 at the 2019
Management Conference in Wisconsin Dells!
More information at
NorthlandSecurities.com

Partnering with community banks for over 17 years

Call us at 866-333-0141
2675 N. Mayfair Road, Suite 550, Milwaukee, WI 53226
Corporate Office: 150 S. 5th Street, Suite 3300, Minneapolis, MN 55402
Member FINRA / SIPC | Registered SEC / MSRB

RC 19-284 0619
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Family/Factory Farms
(continued from p. 1)
downturns and prosper in up
cycles,” said Paul Curran,
vice president of commercial/
ag lending at Ergo Bank, Fox
Lake and a member of the
2019-2020 WBA Agricultural
Bankers Section Board. Part of
that balancing act is finding the
sweet spot between efficiency
and customized service.
“Efficiency within the bank
depends on some amount of
common practice and process,”
said Dr. Kevin Bernhardt,
professor of agribusiness
at UW-Platteville and farm
management specialist for the

Tips and
Tools

AUGUST 2019

level of risk exposure for the
bank. “Smaller operations
might have smaller credit
needs, but require you to be
a counselor first and banker
second,” explained Jeff
Gruetzmacher, senior vice
president at Royal Bank, Elroy
and Chair of the 2019-2020
WBA Agricultural Bankers
Section Board. “Larger
operations might need more of
a banker first, but require you
to be part of their ‘team’ along
with other professionals. You
just don’t know, so you have
to tailor everything to their
personality, business acumen,
and background.”

size-fits-all approach.” Some
owners/managers may pursue
maximum production output
and aggressive growth while
others choose to optimize
resources and remain a similar
size for a longer period of time,
and some others choose to
farm as a lifestyle or part-time
business while maintaining
off-farm employment for the
majority of their careers.
An ag operation’s business
model is often—but not
always—related to its size.
“Small farms tend to be more
diversified compared to large
farms,” said Bernhardt. “That’s
a different management

greater impact than on a small
farm with a smaller loan,” said
Bernhardt. “Staying small and
commodity-only could spell an
erosion of profitability that the
farmer can’t do much about.” It
also impacts how the operation
should be managed from a
human resources and business
perspective. “Small typically
means sole-proprietor, where
the farm manager has to be the
jack-of-all-trades,” said Keller.
“In a larger operation, where you
have multiple people involved,
a lot of the time you see
specialization of those management roles.” Bankers should be
prepared to assist their clients

“Farming is a business, and

“Thoroughly completed
documentation is a good way to start

farmers are businessmen and

out on a good footing. The banker

businesswomen. You will have

Advice from the

has to be able to defend every

customers managing multi-

experts interviewed

number on the balance sheet.”

million dollar operations, so

for this article:

– Dr. Kevin Bernhardt
professor of agribusiness
UW-Platteville

Center for Dairy Profitability
at UW Extension. “Treating
every customer differently
could result in a loss of
efficiency for the bank.”
However, tailored service is
the primary way ag lenders
can differentiate themselves
from the competition and
provide their clients with the
best possible advice. One
solution is for ag bankers to
specialize in working with
particular business models,
such as commodified vs.
diversified farms.
These specializations are
fluid but important for ag
bankers to identify for each
client, as they impact the types
of financial products the
client will need, the areas of
greatest challenge, and the

» Size Isn’t Everything
In the media, ag operations
are most often classified by
size (i.e. the “family farm”
or the “factory farm”).
However, most experienced
ag lenders know that size isn’t
everything, and often it’s not
the most important thing. A
better strategy is to focus on
business management issues
and the business model of
the operation. “In serving
any farm, it’s important to
understand the owners’ goals
and vision for the farm,”
said Amber Keller, senior
vice president, director of
ag banking at Town Bank,
Hartland and a member
of the 2019-2020 WBA
Agricultural Bankers Section
Board. “There is not a one-

treating the farmer as anything less than a
business owner is a mistake.”
– Paul Curran
vice president of commercial/ag lending
Ergo Bank, Fox Lake

challenge compared to a
large farm that’s probably a
commodity farm with just
one major commodity.”
Diversification (such as organic
and/or pasture-raised products,
agri-tourism, etc.) can be very
advantageous for smaller
operations, but it means the
management challenge is likely
more focused on brand marketing and servicing end-use
customers and less on costcontainment and commodity
marketing, as it would be with
a commodity operation.
However, size is still an
important factor for bankers
to consider as they customize
their approach, as it impacts
both the type and scale of
risk. “A mistake with a larger
farm with a larger loan has a

with that transition from barn to
office as the enterprise grows.

» Common Ground
No matter what type of ag
operation a banker specializes
in, there are commonalities
nearly all of them share.
“Farming is farming, and the
language is mostly the same,”
said Curran. For example, most
operations are family-owned.
“There are more similarities
than there are differences,” said
Gruetzmacher. “It’s very rare,
in the Midwest especially, to
do business with a farming
or ag operation that isn’t
family-based. Even for the
large ones, it’s just more family
members involved or more
family capital.”
(continued on p. 23)
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Family/Factory Farms
(continued from p. 22)
In addition, all operations
are impacted by factors outside
the owner/operator’s control,
Gruetzmacher explained.
“Everyone is affected by prices,”
he said. “They all have the
same opportunities and have
the same ability to let those
opportunities walk past them. It
happens all the time.” Other
uncontrollable factors include
the weather and politics (such
as the current trade disputes).
Ag bankers should also
identify the key risk areas for
each of their clients, which
tend to fall into four categories,

Tips and
Tools

regardless of size or complexity.
“Learn as quickly as you can by
spending time at the farm and
sifting through their financial
records to determine what their
critical control points are,
regardless of the size or type of
farm,” Bernhardt advised. “In
other words, what are the things
that are really going to hurt that
farm if they go wrong?” Typically, those critical control points
are in one of four areas: marketing, production efficiency, labor
efficiency, or cost of production.
Finally, all banker-ag client
relationships will benefit from
a consultative approach. “It’s
such a relationship-based

situation,” said Gruetzmacher.
“It’s not always all about the
loan or the banking services.
It all starts with understanding
who they are as people and
their history.” Ag bankers
can set themselves apart by
helping their clients with the
more technical aspects of their
balance sheet and cash flow,
for example, or by providing
projections showing the pricing
impact of different crops.
“Go through projections every
year and help them learn
how the farm will perform
with current prices,” Curran
advised. “Don’t just give them
a loan. Give them advice.”

“Always be a learner. No matter how

“Agricultural lending is
both an art and a science,”
said Keller. “Demonstrating
both competence and care
goes a long way in developing
rapport, trust, and a longterm relationship with our
farm clients.” Demonstrating
that competence and care is
a differentiator, especially
during difficult times, Keller
explained. “Doing it every
day is great practice for when
they become critical during
difficult economic times,” she
said. “Practice makes perfect.”
Seitz is WBA operations manager
and senior writer.

“Be patient, be willing to learn,

long you’ve been in the industry,

and be willing to think through

you always need to learn and keep

alternatives in any given

Advice from the

up with your customers and be

situation. That will serve you

experts interviewed

open-minded. Things change fast,

well now and in the future.”

for this article:

so you have to be adaptable. You

– Amber Keller
senior vice president,
director of ag banking
Town Bank, Hartland

can’t be viewed as the third wheel.”
– Jeff Gruetzmacher
senior vice president
Royal Bank, Elroy

Small family farms accounted for 90% of all
U.S. farms and 24% of production in 2015

Most large farms are family operations
Organization of farms with at least $1 million in sales, 2015

» www.ers.usda.gov/amber-waves/2017/march/large-family-farmscontinue-to-dominate-us-agricultural-production
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Little Things, Big Difference
(continued from p. 1)
“Banks were originally
created to build trust in the
economic use of money, and
as much as our industry has
changed, that piece hasn’t.”
One trust-building tactic
Erickson recommends is
making—and keeping—
small commitments, such as
forwarding a contact, sharing
an article, or recommending
a book. “That builds trust that
you’ll do what you say you’re
going to do,” he said. Another
way to build trust is to meet
regularly, especially in person.
“You can provide good service
online or over the phone, but
there’s still something to be
said for face-to-face interaction
and working with someone
over time to build up trust,”
said Doug Nelson, regional
president, national head of
agricultural banking at BMO
Harris Bank, N.A., adding a
caveat that bankers have to be
able to effectively address a
customer’s needs, preferences,
and goals as they change over
time. Some clients may prefer
a monthly face-to-face, while
others just want an email—or
even a text—once per quarter.

Don’t miss
the WBA
Introduction
to Commercial
Lending School,
Sept. 18-20

Another relationship
building block is taking
the initiative to proactively
research both the client and
his/her business. “To develop a
relationship with a client, being
prepared and doing homework
up front is very helpful,”
said Hecht. “Ask relevant
questions and actively listen
to the responses.” Kotnour
also recommended asking
questions, adding that doing
research before the meeting
is a key step. “You can find
out a lot about a person before
you ever meet them with
social media and the internet,”
he said. “Don’t meet with
someone before you’ve looked
up their LinkedIn profile or
googled them. Don’t make
the customer do the heavy
lifting. Preparedness
on a call is a big
differentiator.”

Build strong
customer relationships
for a competive
advantage

Held Sept. 18-20 in De Pere, this three-day school curriculum is
designed to provide bankers with a basic understanding of the
principles and concepts of commercial lending. The curriculum
covers topics such as loan structuring, analyzing business financial
statements, cash flow, ratio calculation and trend analysis, and
commercial lending laws. If you’re interested in expanding your
banking career into commercial lending, reserve your spot at this
school today! Visit www.wisbank.com/events/introduction-tocommercial-lending-school to learn more and register.

Bankers should also
be prepared with in-depth
understanding of the client
or prospect’s business
and industry. “From the
prospecting level, bankers
need to be able to connect to
their potential customers and
understand their industry and
how their business fits within
the industry,” said Nelson.
“Help them grow over time.”
When the bank does that, they
demonstrate their willingness
to become a partner with
the client’s success. The longterm version of this building
block is to help the customer
foresee future needs. “Sit
down with your customers
and talk about what the future
of their business looks like
so you can get a jump on
their needs for the coming
year, as opposed to having
one of your competitors
come in and say ‘hey, we
can finance that for you,’”
Erickson advised.
Finally, to deepen client
relationships, bankers must
be willing and able to expand
their expertise and client
conversations beyond the
loan. “We need to be prepared
as the customer goes through
various stages to provide
more than just traditional
banking services,” Nelson
explained. “Bring them ideas
for how they can expand, or
introductions to help with
M&A or generational transfer.
If we don’t, that leaves the
door open for someone else.”

n
“Banks were originally
created to build trust
in the economic use of
money, and as much as
our industry has changed,
that piece hasn’t.”

n
A smooth transition to wealth
management or estate planning
services is also a differentiator
for traditional banks over
most online challengers, who
offer only a narrow subset of
financial services. Expanding
beyond the loan requires the
banker to understand more
than just the lending side of
the business. “We’re a financial
services industry, not just
lenders,” said Kotnour. “We
aren’t just selling loans, so you
have to know what the industry
provides and ask questions
so you can match up needs to
products and services.”
Another way to expand
the client relationship is to
create multiple points of
contact between the bank
and the business. “It’s really
important to bring forward
other team members who
have segment expertise,
benchmarking information,
or best practices that will
help the customer improve
their operations based on
what they’ve seen elsewhere,”
Nelson explained. “Beyond
(continued on p. 25)
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Council for Sound Tax Policy Launches
#NoMoreFreeRides Digital Ad Campaign in Illinois
By Mike Semmann
The Council for Sound Tax
Policy (CSTP) has launched a
#NoMoreFreeRides digital
advertising campaign advocating to end the antiquated
income tax exemption for big
credit unions in Illinois.
The campaign coincides
with a recent Illinois legislative
change that culminates with a
November 2020 vote to see if
the Illinois Constitution should
be amended to change the flat
tax to a graduated income tax
rate. With the state of Illinois
facing a budget shortfall, the
Council is concerned taxes
could be raised on working
families while big credit unions
continue to operate without
paying any income taxes.
“Regardless of where you
stand on the graduated income
tax proposal, the time is past
due for credit unions to pay

Association
Update
Michael J.
Semmann

their fair share of taxes in
Illinois,” said Peter Prickett,
CSTP chairman. “A major step
in the right direction would be
to tax the largest credit unions
that tower over the majority of
community banks in Illinois.
Working families in Illinois
would benefit by ending the
tax-free ride of Illinois’ largest
credit unions.”
Credit unions have evolved
from their original mission and
today compete directly with
tax-paying community banks
by offering the exact same
financial products and services.

» Learn more about CSTP at
www.soundtaxpolicy.org.

While credit unions originally
were created to serve people
with common bonds and modest
means, the industry has capitalized on its tax exemption to
evolve into a $1.4 trillion industry nationally with a $46.4
billion footprint in Illinois.
Most consumers do not
know the difference between
a credit union and a bank,
yet it is likely they would
be less than thrilled to know
they are paying more in taxes
than an entire multibilliondollar industry. While Illinois
credit unions pay $0 in state

or federal income taxes, the
average family of four in
Illinois pays almost $9,000 in
federal income taxes and more
than $3,000 in state income
taxes each and every year.
Adding insult to injury,
a Wisconsin credit union
recently announced that it
will purchase an Illinois
bank. This will result in the
elimination of a taxpaying
business, further evidence of
the credit union industry’s
abuse of its nonprofit status.
“It’s time to end the
unfair free ride for big credit
unions,” Prickett said. “Illinois
taxpayers have subsidized the
nation’s largest credit unions
long enough. Let’s level the
playing field by ending the
unfair tax exemption for
Illinois’ big credit unions.”
Semmann is WBA executive vice
president – chief operations officer.

Little Things, Big Difference
(continued from p. 24)
the banker, it is important
for the customer to know
that they have the backing of
an organization that has the
depth and breadth to meet
their needs as they evolve.”
At the business, it’s important
for the banker to know more
than just the owner. Not only
does it remove some of the
pressure from the busy owner,
but it creates relationships with
other influential members of
the team. “Buying and moving
decisions are not usually the
owner’s decision,” Erickson
explained. “It’s someone else
who is experiencing pain
somewhere in the business.”

“Building Fences”
Maintaining strong
client relationships is a
related skillset to building
new ones with prospects,
with a few key differences.

A proactive approach is
still essential, but depends
more on responsiveness
and adding value than on
research and asking questions.
Erickson says they call taking
a proactive approach to
relationship management with
existing customers “building
fences” around those clients.
The most effective way to
compete is with responsiveness
and flexibility, according to
Hecht. “It comes into play
with having a common-sense
approach to a credit request,”
he explained. “Every bank
needs to take a hard look at
their loan policy and consider
delegating authority to
empower decisions faster than
they’ve done in the past.”
In addition to
responsiveness and flexibility,
bankers should always strive
to add value to their ongoing

client relationships. “Banks
never want to compete on
price alone,” said Nelson. “The
key is adding value beyond
price.” One way to do so, he
explained, is by understanding
the specific market your
customer is in and how market
forces will impact their
business. Done correctly, this
allows the bank to proactively
engage with customers as
they pursue opportunities and
address challenges. Another
way to add value is by making
doing business with the bank
as simple as possible for
the client. That could mean
authorizing the client’s tax
accountant to send documents
directly to the bank or having
a secure digital portal for
transferring files. “Anything
you can do to make it easy
and simple to do business helps
maintain the relationship,”

said Hecht, adding that having
good technology is “table
stakes” today.
Perhaps the most effective
way for bankers to add value
is by sharing their expertise
with customers. Bankers
who approach their client
relationship with a coaching
mindset often add value
by offering expertise and
advice. “As bankers, we
accumulate a tremendous
amount of knowledge from
different industries, niches,
and management styles,” said
Kotnour. “Without violating
confidential information,
a good banker shares that
information. It’s gold.”
Seitz is WBA operations manager
and senior writer.
J. Hecht Consulting LLC is a
WBA Associate Member.
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Spotlight on Community Advocates
Wisconsin’s bankers are the definition of “community advocates” in all that you do every day to improve
your local economy through your bank’s products and services, as well as through your generous
philanthropy of time and money. This column shares and celebrates the diverse backgrounds, experiences,
perspectives, and innovation of some of the extraordinary bankers in this state.
Rose Oswald Poels

Q&A

The following is a brief interview between WBA President
and CEO Rose Oswald Poels and Highland State Bank
President Mary Bomkamp.

Rose: How did you first get into
the banking industry?
Mary: My banking career began in
1983 with Strong’s Bank in Dodgeville,
Wis. I found that my role as a loan
processor was something I could
grow into and fortunately I was given
the opportunity to learn everything I
could about lending and the banking
Mary Bomkamp
industry. After two years I was offered
a loan processing position in my hometown. I am still here
34 years later!
What is your favorite aspect of your role at your bank?
I enjoy the friendships with customers that develop working
in a community bank. In many cases, I have customers from
two or three generations of a family and have been with them
through home purchases, autos, and now autos for their
children.
What do you wish the general public understood about
the banking industry?
I wish the general public truly understood how community
banks reinvest our depositors’ money into loans that go back
into the community helping to fund a new business, the
expansion of a family farm, or construction of a new home.
Sometimes I think people only look at pricing and don’t see
the whole picture.

Where do you believe the industry’s greatest challenges
are in the next three to five years?
Through the years banking has successfully weathered many
challenges. Currently, keeping up with technology and the
associated costs is very challenging. In order to maintain a
secure internal network, we outsource with various third-party
servicers for products and support and this all comes at a
cost. In some cases, the cost of implementing a new product
or service is cost prohibitive. I also hope that the pace of
mergers within the industry slows. I think it is starting to make
customers question why they are so prevalent.
What are some of the most rewarding aspects of your
work as a banker?
I have been the bank’s president since 2008, and I am also
a lender—there are many rewarding aspects of my job, so
it is hard to pick just one! A few examples: working with a
borrower from application to closing on a home purchase and
seeing their nervous excitement when we finally get there; the
borrower who recently sold her home after many years and
came in to thank me for taking a chance on her so long ago;
and knowing that sometimes a customer who has little need to
borrow any longer just stops in to chat and catch up!
Oswald Poels is WBA president and CEO | ropoels@wisbank.com
| 608-441-1200 | Twitter: @RoseOswaldPoels

Do you know a banker who should be recognized as a Community Advocate for the
work that they do? Nominate them today by emailing Rose at ropoels@wisbank.com!

A Note from Rose:

Please Excuse Our Dust… WBA Offices Under Construction
As part of WBA’s ongoing efforts to serve our member banks, the association is committed
to staying up-to-date on industry and business trends. I am pleased to announce that the
WBA offices will soon undergo an extensive remodel to help us continue that mission of
service. The updated building will offer additional technology-enabled meeting rooms and
training spaces, as well as areas for member bankers to interact with staff and a special
Honor Wall recognizing the past achievements and dedication of Wisconsin bankers.
If you plan to visit the WBA offices in the coming months for training or a committee
meeting, please watch your step as we move forward with this exciting update!
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Bankers Marketplace
H E L P WA N T E D
VP Commercial Lending
Looking for someone passionate about
building relationships and working with
businesses to achieve goals/dreams. Citizens
State Bank, established in 1902, is an
independent community bank located in
Cadott, Wis. This position will be based out
of our Cadott office and provide commercial
loan services to customers in the Cadott,
Chippewa, Eau Claire, and surrounding
areas. Primary activities are to seek out new
commercial opportunities, build positive
and lasting customer relationships and earn
an acceptable rate of return from financial
product sales and services. Previous
experience required. Send resume to Nicole
at nkaup@csbankcadott.com to apply.
Assistant Vice President
– Retail Banking Branch Manager
Waunakee Community Bank is seeking to
fill the position of Assistant Vice President –
Retail Banking Branch Manager of Waunakee
Community Bank. The WCB Branch
Manager would be responsible for: Providing
exceptional client service to all new and
existing clients of WCB. Managing retail
day to day operations of WCB. Participate in
community business development activities.
Participation in the strategic development of
marketing campaigns. Cross departmental
collaboration on client growth and retention
initiatives. Additional opportunities include:
Professional development in the finance
industry thru training and other educational
programs. Potential for career advancement
within the organization. Candidate
preferred qualifications include: a bachelor

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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Association Officers:
Mark Meloy (Chair), CEO, First Business Bank, Madison
Paul Kohler (Chair-Elect), President/CEO, Charter Bank, Eau Claire
Ken Thompson, (Vice Chair), President/CEO, Capitol Bank, Madison
David Werner (Past Chair), President/CEO, Park Bank, Milwaukee
Rose Oswald Poels, President/CEO, Wisconsin Bankers Association, Madison
Association Board of Directors:

degree in a business-related field, bank
sales and management experience, strong
organizational skills and attention to detail,
and the ability to exercise independent
judgment. Submit resume to Steven
Erickson, Market President, serickson@
waunakeecommunitybank.com. Waunakee
Community Bank has been voted Madison
Magazine’s “Best Places to Work” two years
in a row, and is part of Oregon Community
Bank, a 5 Star Rated financial institution that
embraces a modern and progressive forward
leaning approach to relationship banking.
Vice President Commercial Lender
First National Bank of River Falls, a growing,
leading community bank on the Twin
Cities border, is seeking an experienced
Vice President Commercial Lender to
join our team in our River Falls Office!
The successful candidate will develop
new business, underwrite and structure
loans, and service an existing portfolio
while representing the bank through active
participation in community affairs throughout
the St. Croix Valley and marketing our entire
product and service portfolio. Commercial
Lending experience is required, and Small
Business Administration (SBA) experience
is preferred. Candidate must have excellent
communication, customer service, and
financial management skills and the ability

Alvaro Araque
Executive Director – Market Director Banking
JPMorgan Chase Bank, New Berlin
James R. Chatterton, President
National Exchange Bank & Trust, Fond du Lac
Christopher Del Moral-Niles, EVP/CFO
Associated Banc-Corp, Green Bay
Mark Erickson, Regional President
MidWestOne Bank, Osceola
Donna J. Hoppenjan, President/CEO
Mound City Bank, Platteville
Gerald H. Jacobson, President
Northwestern Bank, Chippewa Falls

Timothy J. Kotnour, President/CEO
State Bank Financial, La Crosse
Daniel J. Peterson, President/CEO
The Stephenson National Bank & Trust
Marinette
Thomas A. Reil, President
Waldo State Bank
Scot Thompson, President/CEO
Denmark State Bank
Tom Van Pelt, President/CEO
Citizens State Bank, Hudson
Mark Wierman, President
Ixonia Bank

Wisconsin Banker is published by Wisconsin Bankers Association, 4721 South Biltmore Lane,
Madison, WI 53718; Telephone: 608-441-1200; Fax: 608-661-9381; www.wisbank.com.
Eric Skrum, Editor
608-441-1216
eskrum@wisbank.com

Advertising:
sales@wisbank.com

To report a change of address, email us at requests@wisbank.com.
The publication of advertisements does not necessarily represent endorsement of those products
or services by the Wisconsin Bankers Association. The editor reserves the right to reject any
advertising or editorial copy deemed unsuitable for publication for any reason. Copy deadline is
eight business days before publication date.
Disclaimer: With the exception of official announcements, the Wisconsin Bankers Association
disclaims all responsibility for opinions expressed and statements made in printed articles and
advertisements in the Wisconsin Banker. This publication is designed to provide accurate and
authoritative information in regard to the subject matter covered. It is distributed with the understanding that the publisher is not engaged in rendering legal, accounting or other professional
services. If legal or accounting advice or expert assistance is required, the services of a qualified
professional should be sought.

to work independently while prioritizing and
meeting Bank and customer deadlines. We’re
both growing – First National Bank of River

Falls and the St. Croix Valley. Join the growth!
Please email resume and cover letter to fnbhr@fnbrf.com. Equal Opportunity Employer.
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Always your partner, never your competitor.™

Is your ALM system
key to your
decision-making?
Shouldn’t it be?

With ALM Driver™ from Bankers’ Bank, you have a resource that goes beyond
compliance reports. Scalable to your needs, it supplies key insight on lending, in
addition to investments and funding sources. The simulation tool provides analytics
around strategy decisions within seconds rather than hours, and creating custom
peer groups makes comparisons more applicable.
You will appreciate the way this easy-to-use tool combines your data with leading
ALM theory. Your board and examiners will applaud the clearly presented forecasting
and valuation reporting. Contact Bankers’ Bank to learn how ALM Driver™ can
enhance your bank’s value and profits.

Your Correspondent Bankers

Your Commercial Bankers
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