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5.7 million unemployed 
Americans who were 
actively looking for work.

Banks whose strategic 
plan includes organic 

growth (rather than 
purely M&A-based 
growth) must prepare 
now for how they  
will recruit and retain 
talent to fuel that  
growth. One effective 
strategy: plan (and hire 
or train) the workforce  
of tomorrow.

major U.S. companies 
including Amazon, 
Nationwide, and 
JPMorgan Chase are 
taking Peter Drucker’s 

advice and predicting 
the future by creating 
it. Specifically, they are 
investing today in the 
workforce of tomorrow.

With the U.S. 
experiencing a record-
breaking period of 
economic expansion 
and low unemployment, 

many companies face  
the challenge of growing 
without an ample 
supply of qualified 
job candidates to 
support that growth. In 
December 2019, data 
from the Bureau of 
Labor Statistics shows 
employers sought to  
fill 6.4 million openings 
from a pool of  

Fact: The virus is 
spread primarily person-
to-person, through  
contact with respiratory 
droplets produced by a 
sick person who coughs 
or sneezes. 

Myth: This will all die 
down when the weather 
warms up.

Fact: There is 
currently no evidence to  
suggest warm or humid  
weather will slow the  
spread of the corona- 
virus. As spring comes to 
Wisconsin, urge your your 
coworkers and neighbors 
to continue preventative 
measures, especially 
frequent handwashing.

Here are a few 
myths and facts from 
the World Health 
Organization (WHO) 
and Johns Hopkins:

Myth: You can catch 
the virus if you buy or 
use products recently 
shipped from China. (continued on p. 13)

(continued on p. 18)

By Amber Seitz

“The best way to predict 
the future is to create it.” 

— Peter Drucker

In the midst of an intensely  
competitive labor market, 

Travel bans, school clo- 
sures, and hand sanitizer 
shortages... The virus 
SARS-CoV-2 and the  
disease it causes, corona- 
virus disease 2019 (often  
abbreviated as “COVID- 
19”), has sparked a global 
panic with economic  
and social effects that 
cannot be fully measured 
yet. As countries close 
their borders and 
businesses close their 
doors, what can you do  
to protect yourself and 
help your neighbors?

One of the most 
powerful ways you can  
help, as a leader at your  
bank and in your commu- 
nity, is to be a positive 

force for keeping calm. 
Following are a few steps  
you can take to de-escalate  
panic while not dismissing 
the valid dangers of the 
current outbreak.

Spread facts, not 
germs and rumors. In 
the age of social media, 

misinformation is often 
more common than 
facts. As a leader, it is 
your responsibility to 
verify any information 
you disseminate about 
the coronavirus, even if 
it’s in a conversation in 
the hallway. 

Keep Calm
and Bank On:

A Guide for 
Community Bank 

Leaders Amid 
the Coronavirus 

Pandemic

Who’s Working in 10 Years?
Demographics and skills forging the workforce of the future

https://www.who.int/emergencies/diseases/novel-coronavirus-2019
https://www.who.int/emergencies/diseases/novel-coronavirus-2019
https://www.hopkinsmedicine.org/health/conditions-and-diseases/coronavirus/2019-novel-coronavirus-myth-versus-fact


By Mark Meloy

Community bankers pride  
ourselves on our connection 
to the communities we serve. 
Though we engage in a variety 
of service and engagement ef-
forts throughout the year, April 
is a special month for com-
munity commitment. It is both 
Community Banking Month 
and Financial Literacy Month, 
in Wisconsin and nationwide 
(we have the Governor’s  
Proclamations to prove it),  
and there are many ways your 
bank can get involved.  

 April 24 is Teach Children 
to Save Day, a campaign which 
encourages bankers to visit 
local elementary classrooms 
to teach kids about saving and 
spending wisely. This year,  
the Wisconsin Bankers  
Foundation is encouraging 
banks to work directly with 

schools on how they can  
participate. You can help  
support this program—along 
with many other financial 
education projects—with  
a tax-deductible donation  
to the Foundation. Visit  
www.wisbankfoundation.org  
or contact Foundation  
Executive Director Mike  
Semmann (msemmann 
@wisbank.com, 608-441-1206) 
for more information. 

In conjunction with  
Community Banking Month, 
the WBA is once again  

encouraging member banks  
to participate in Power of 
Community Week, April 20-25, 
by engaging in one or more 
community service activities. 
The goal of the campaign  
is to highlight how much 
Wisconsin's banking industry 
supports the communities in 
our state. During the 2019 
Power of Community Week, 
over 2,400 bankers spent  
more than 2,700 hours  
volunteering all across the 
state. Visit www.wisbank.com/ 
BanksPowerWI for more  
information, ideas for  
activities, and to report your 
planned activities. 

Most community banks 
don’t contribute millions (or 
billions) of dollars to massive 
economic and social impact 
missions—the kind you see 
in news headlines from global 

corporations. Instead, we do 
something I prefer: we work 
to directly improve the lives 
of our customers and fellow 
community members, day after 
day. That persistent, personal 
service is one of our biggest 
advantages over online and 
other non-bank competitors. 
We know our customers and 
impact their lives, not just  
their wallets.

Meloy is CEO of First Business 
Bank, Madison and the 2019-
2020 WBA Chair.

Message from the Chair

Now Is the Time for Community Engagement

Message from
the Chair

Mark   
Meloy

» Learn more about WBA’s
April community involve- 
ment initiative on pg. 17.
Thank you for your interest
and participation!

First Business Capital Corp.

FUELING EXPANSION,  
ACQUISITION, AND  
TURNAROUND SOLUTIONS
We help highly leveraged companies overcome financial obstacles through 
innovative asset-based lending solutions. Helping small- and mid-market 
companies in transition with a focus on credit requirements up to $12,000,000. 

Visit us at firstbusiness.com

Member FDIC

CALL US TODAY TO LEARN MORE
Mike Colloton – Milwaukee – 262-792-7180 
Michael Doyle – San Antonio – 210-538-3135
Oz K. Lindley – Atlanta – 770-712-5575

Pete Lowney – Madison – 608-232-5987
President, First Business Capital Corp.

Chris McKernan – Seattle – 206-499-0520
Christopher Saldana – Los Angeles – 213-426-2160
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 CAN WE
       HELP OUR CLIENTS EXPAND 
       WITHOUT ESCALATING THEIR DEBT?

In Wisconsin®, we can. The Wisconsin Economic Development Corporation and 
our network of local and regional business development organizations are here 
to help you help your clients expand their operations. We’ll work with you to 
identify and implement financial assistance programs and provide technical 
assistance to meet your clients’ goals. Learn more at WEDC.com/psp.
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By Jon Turke 

The 2020 campaign is 
officially upon us – though for 
many candidates the campaign 
started on Nov. 7, 2018. The 
presidential campaign is a 
toss-up whoever may be the 
Democratic candidate, and 
control of the U.S. Senate 
hangs in the balance over races 
in three states. Wisconsin is at 
the center of the presidential 
campaign universe, so you 
may just want to throw your 
TV out the window (if Mike 
Bloomberg’s short-lived but 
expensive campaign didn’t 
make you do that already). 

If you have not voted 
already, the only statewide 
race outside of president in 
Wisconsin this year is the  
State Supreme Court race 
between incumbent justice 
Daniel Kelly and Dane County 
judge Jill Karofsky on April 7.  
In November, you’ll have 
the opportunity to vote for 

to donate corporate dollars to 
WBA to support third-party 
advocacy groups.

Can your fellow Wisconsin 
bankers count on you, your  
directors, and your employees  
to pitch in your fair share  
in 2020?  

Whether $10, $100, $1,000 
or $10,000, contributions to 
WBA’s political action funds 
are investments in the future 
health and profitability of our 
industry and your bank.  

If you have any questions, 
please do not hesitate to 
contact me at 608-441-1215  
or jturke@wisbank.com.

Thank you for your con- 
tinued support of the WBA. 

P.S. If you’re reading this 
before the Spring Election on 
April 7, head to MyVote.wi.gov 
to get your polling location and 
a sample ballot!

Turke is WBA director – govern- 
ment relations.

to have their backs. Elected 
officials in both parties are, 
at best, confused at how 
the industry operates, and 
at worst, outright hostile to 
how you help those in your 
community buy a first house or 
start a business. With struggles 
in the agricultural sector, we 
can let them know how banks 
can help those in our farming 
community weather the storm. 

WBA offers three avenues 
for defending Wisconsin’s 
banking industry. 

1: Wisbankpac is WBA’s 
registered political action 
committee, and it supports 
candidates from both parties. 

2: The Alliance of 
Bankers Political Conduit is 
like a personal political bank 
account from which a banker 
may direct contributions to the 
pro-banking candidates of that 
banker’s choice. 

3: The WBA Issue 
Advocacy Fund allows you 

Members of Congress and 
your representatives to the 
State Legislature. 

By now you should have 
received your 2020 Advocacy 
Toolkit including informational 
brochures and an instructional 
packet to assist you with your 
advocacy efforts. Advocacy 
means not only contributing 
money to campaigns, but also 
bringing your legislators in to 
tour your bank and traveling 
to Madison and Washington, 
D.C., to spread our message.

While there is great
opportunity, policymakers in 
Madison and Washington, D.C. 
need to know we continue 

Campaign Season is in Full Swing
Step up, speak up, and support our industry

Advocacy
Update

Jon Turke

» Visit www.wisbank.com/coronavirus for the most
up-to-date information and resources.

Your association has been hard 
at work compiling information 
and creating resources to assist 
our member banks during this 
time of crisis. 

One of those resources 
is a consumer-facing page  
on our website featuring a  
map to help bank customers 
find information about bank 
lobby and drive-through 
availability. Updated daily,  
the webpage shows two maps: 
one with open lobby locations 
and one with open drive-
through locations.  

Both maps are interactive and 
allow consumers to know at 
a glance what in-person bank 
services are available in their 
area. If your bank has made 
changes to your lobby and/or 
drive-through availability,  
or if you have questions  
about this resource, please 
contact WBA’s Eric Skrum  
at eskrum@wisbank.com. 

WBA’s legal team has 
created an FAQ document 
with up-to-date information 
regarding regulatory concerns, 
such as new deadlines for tax 
filing and changes in exam 
procedures. Please contact 
wbalegal@wisbank.com if you 
have any questions. 

The association has also 
hosted a series of free webinars 

with information designed 
to help banks weather the 
coronavirus storm. These 
complimentary webinars, 
featuring expert speakers from 
a variety of disciplines, have 
covered topics ranging from 
human resources concerns 
and best practices to lending 
tools, employment issues, and 
investment concerns. 

You can find these and 
all other WBA coronavirus 
resources at www.wisbank.com/
coronavirus.

Resources | Information

WBA Responds to COVID-19

Wisconsin Bankers AssociationADVOCACYTOOLKITWatch for your Advocacy Toolkit in the mail!
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Commercial & ag participation loans
Bank stock & ownership loans

Bank building financing
Business & personal loans for bankers

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.

Why choose Bell as your bank’s lending partner?

Call me at 701.433.7430

Callie Schlieman

Together, let ’s  
make it happen.

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

Member FDIC 24
87

5

We do not reparticipate any loans.

Denise Bunbury
608.234.1438

Based in Madison, Wis., 
serving Wisconsin  

and Illinois

Craig McCandless
406.850.3790

Based in Billings, Mont., 
serving Montana, 

Wyoming and Idaho

Todd Holzwarth
605.321.9197

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

and Southwest Minnesota

Mary Voss
515.577.0070

Based in Des Moines, 
Iowa, serving Iowa  

and Illinois

Perry Rassler
763.242.7518

Based in Minneapolis, 
Minn., serving Minnesota

Tracy Peterson
480.259.8280

Based in Phoenix, Ariz.,  
serving Arizona and 

Colorado

Mike Pate
402.301.3707

Based in Omaha, Neb.,  
serving Nebraska
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Q
A

Business Continuity Management Resources
FFIEC maintains up-to-date BCM resources for community financial institutions

Compliance
Q&A

Scott 
Birrenkott

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

Are Resources Available to 
help Financial Institutions 
with Business Continuity 
Management? 

Answer: Yes. The Federal 
Financial Institutions 
Examination Council agencies 
maintain various up-to-date 
business continuity 
management resources.

Business continuity man- 
agement (BCM) is the process 
by which a financial institution 
implements resilience, contin- 
uity, and response capabilities 
to safeguard employees, 
customers, and products, and 
services from cyber events, 
natural disasters, and man-
made events. A financial 
institution should consider 
whether it has allocated 
sufficient resources to 
developing its BCM policy, 
reviewing BCM on an annual 

Some additional BCM 
resources to consider:

» The FFIEC Business
Continuity Planning 
Handbook: https://ithandbook. 
ffiec.gov/it-booklets/business-
continuity-management.aspx

» Interagency Statement on
Pandemic Planning: www.fdic. 
gov/news/news/financial/2020/
fil20014.html

» FDIC Risk Management
Supervision: www.fdic.gov/
regulations/resources/director/
risk/it-bcm.html

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.

basis, and ensuring that BCM is  
kept up to date and all employ- 
ees are trained and aware of 
their role in its implementation. 

Pandemic preparedness 
is also an important part of 
business continuity planning. 
Financial institutions should 
consider whether their 
BCM addresses the threat 
of a pandemic outbreak and 
its potential impact on the 
delivery of critical financial 
services. Specifically, a 
financial institution should 
have a business continuity plan 
that addresses pandemics and 

provides for a preventative 
program that includes:

» A documented strategy
scaled to the stages of a 
pandemic outbreak, 

» A comprehensive frame- 
work to ensure the continuance 
of critical operations, 

» A testing program, and
» An oversight program to

ensure that the plan is reviewed 
and updated. 

The pandemic segment 
of BCM must be sufficiently 
flexible to address a wide 
range of possible effects that 
could result from a pandemic 
and also be reflective of the 
institution’s size, complexity, 
and business activities.

Presented below are various 
Federal rulemaking activities 
that WBA has, or is planning 
on commenting on. If you have 
any questions or input on the 
topics below, please contact 
WBA’s Scott Birrenkott at  
sbirrenkott@wisbank.com.  
While WBA will be com- 
menting on the topics below, 
we highly encourage each bank 
to submit its own comments to 
go on record about the impact 
each rule will have upon the 
institution and its customers.

» CAMELS Rating System
On Feb. 28, 2020 WBA
commented on the Federal
Deposit Insurance Corporation
(FDIC) and Board of
Governors of the Federal
Reserve System’s (agencies)
request for information on the
Uniform Financial Institutions
Rating System commonly
referred to as CAMELS
ratings. The agencies requested

comments regarding the 
consistency of assigned 
CAMELS ratings, as well 
as feedback on the current 
use of those ratings in bank 
application and enforcement 
action processes. WBA wrote 
in support of the agencies’ 
efforts to review the CAMELS 
rating system and encouraged 
formal rulemaking to open the 
opportunity to comment on 
potential new frameworks.

its regulations relating to 
brokered deposits restrictions 
that apply to less than well 
capitalized institutions. 
Section 29 of the Federal 
Deposit Insurance Act 
restricts the acceptance of 
deposits from a “deposit 
broker” when an institution 
is less than well capitalized. 
The term “deposit broker” is 
not well defined, requiring 
reliance upon a multitude 
of FDIC staff guidance and 
advisory opinions. FDIC has 
issued a notice proposing 
to formalize that guidance. 
WBA is concerned that while 
this would provide clarity, it 
would formalize a definition 
of “deposit broker.” Comments 
are due April 10, 2020.

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.

Summary of Recent and Upcoming Comment Letters
» Community

Reinvestment Act
On Dec. 12, 2019 the 

OCC, Treasury, and FDIC 
(agencies) issued joint notice 
of proposed rulemaking (rule) 
to modernize Community 
Reinvestment Act (CRA) 
regulations. The agencies 
have proposed to create new 
criteria for which activities 
qualify for CRA credit, update 
where activities count for CRA 
credit, create a new method for 
measuring CRA performance, 
and revise CRA-related data 
collection, recordkeeping, and 
reporting requirements. WBA 
is concerned that the proposal 
will incur significant costs 
and burdens to meet the new 
standards. Comments are due 
April 8, 2020.

» Brokered Deposits
On Feb. 10, 2020 the FDIC

issued a notice of proposed 
rulemaking on revisions to  

Comment Letters:
• www.wisbank.com/
CommentLetters
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WBA is 
pleased to 
announce that 
our new vice 
president – 
legal is some-
one many of  

you are already familiar with,  
Heather MacKinnon. 
Heather was most recently 
the Wisconsin Department 
of Financial Institutions’ 
Administrator for the Division 
of Banking. Prior to that role,  
she held the position of Chief  
Legal Counsel for DFI. 
Heather’s knowledge of the  
banking industry and exper- 
ience earned with the WBA 
and our state regulatory agency 
makes her a valuable resource 
for members like yourself.

Below is an edited Q&A 
with Heather conducted 
shortly after her first day 
back at the association 
(March 3). Read the full Q&A 
online at www.wisbank.com/
MacKinnonInterview.

Pictured, above (left to right), front row: Oswald Poels, Marcotte, and 
MacKinnon. Back row: Birrenkott, Lund, and Semmann.

examiners, and two support 
staff personnel.

During my tenure, we 
examined 145 commercial 
banks, four trust companies, 12 
savings banks, and two savings 
associations. We also reviewed 
applications for mergers and 
acquisitions, branches, and 
loan production offices.

In this role, I continued 
to assist with the drafting  
and review of legislation  
and assisted the Assistant 
Deputy Administrator with 
advancing legislation. 

On the national level, DFI 
is a member of the Conference 
of State Bank Supervisors 
(CSBS). Personally, I was 
a member of the CSBS’ 
SRR Lawyer Committee 
which provided answers to 
CSBS’s policy committee 
regarding various areas of law, 
including matters related to 
CSBS’ NMLS licensing and 
registration system. 

» DFI hired you as their
Chief Legal Counsel. Can you 
explain what that entailed?

As Chief Legal Counsel 
I was the lead attorney for 
the Department and provided 
advice and guidance on all 
legal matters pertaining to DFI. 
That meant I acted as a subject 
matter expert to the Secretary’s 
Office and Department 
Administrators in all areas of 
law related to DFI, including 
banking law, securities law, 
credit union law, Wisconsin 
Consumer Act, mortgage 
banking and licensed financial 
services, business filings, 
Uniform Commercial Code 
filings, trademarks, and notarial 
acts, just to name a few.

I also helped to draft  
DFI-related legislation for all 
areas of the Department and 
assisted the Assistant Deputy 
Secretary with advancing 
legislation. Examples include 
2017 WI Act 340 which 
made several changes to 

the continued 
delay of CECL’s 
effective date.

WBA also  
presented concerns over 
potentially vindictive 
examinations, where banks 
have been targeted with a 

Marcotte 
encouraged 
Wisconsin 
banks to submit 
comments on 
both proposals 
and remain 
communicative 
with FDIC 
throughout 
the process. 
The group 
also discussed 
the impact of 
mergers and 
acquisitions and 

As a 
reminder, 
bankers who 
have concerns or 
questions about 
the FDIC or a 
recent exam are 
encouraged to 
speak with the 
Ombudsman’s 
office. Marcotte 
can be reached  
at 312-382-6908 
or dmarcotte@ 
fdic.gov.

Contact 
WBA’s Scott 
Birrenkott at 
sbirrenkott@
wisbank.com 

with questions or concerns 
related to the updated CRA 
proposal and/or FDIC’s 
brokered deposit rules.

“gotcha” mentality. The 
group discussed the continued 
inflation of Wisconsin flood 
violations as an example. 

laws applicable to financial 
institutions. 2017 WI Act 161 
regarding guaranteed asset 
protection products (including 
GAP Plus) sold in connection 
with credit sales, loans and 
consumer lease. 2017 WI 
Act 162 which broadened 
the ability of foreign trust 
companies to act as personal 
representatives or trustees  
in Wisconsin.

There was a federal 
component to my responsi- 
bilities as I also monitored 
federal regulations and court 
cases to determine its impact.

» You were subsequently
promoted to Administrator 
for the Division of Banking. 
What was your experience  
in that role? 

As Banking Administrator, 
I led and managed DFI’s 
Division of Banking and  
Licensed Financial Services 
Bureau, including five super- 
visors, 24 bank examiners, 
14 licensed financial services 

DFI’s MacKinnon Returns to WBA

WBA recently met with 
FDIC’s Regional Ombudsman, 
Daniel Marcotte, to discuss 
issues relevant to WBA 
members. Present at the 
meeting was WBA’s Rose 
Oswald Poels, Daryll 
Lund, Mike Semmann, 
Heather MacKinnon, and 
Scott Birrenkott. The group 
discussed topics including 
compliance issues and FDIC 
internal policy. Marcotte 
opened the conversation with 
his goals for non-retaliatory 
policies. He encouraged open 
communication between 
FDIC, Wisconsin banks, and 
examiners when issues arise. 

WBA presented concerns 
regarding recently proposed 
revisions to the Community 
Reinvestment Act and FDIC’s 
brokered deposits restrictions. 

WBA Meets with FDIC’s Regional Ombudsman 
Discussion includes CRA, Brokered Deposits, and “Gotcha” Exams

MacKinnon
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It’s peak politics, and that means someone’s looking for 
more than your vote. 

Cybercriminals are looking to capture your customers’ 
financial data through phishing and smishing...and come 
election time, they think you’re an easy catch. 

At Locknet Managed IT, we think otherwise. Politics aside, 
hackers and tricksters are trying to lure you and your 
customers’ in, hook, line and sinker. That’s why we’re angling 
to help you out with the security training you and your team 
need to protect yourselves.

Think of us as your personal phishing guide.

With Locknet on your side, phishers and smishers go home 
empty handed. And that’s something we can all vote for. 

Shaking hands, 
kissing babies, 
phishing and 
smishing

locknetmanagedit.com  •  844-365-4968
La Crosse  •  Eau Claire  •  Wausau  •  Minneapolis  •  Rochester  •  Waterloo/Cedar Falls

Ben "Phishing Guide" Potaracke
Locknet IT Director
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Community banks throughout the Upper 
Midwest turn to Reinhart for its comprehensive 
range of industry-tailored legal services
We help clients across Illinois, Iowa,  Michigan, Minnesota, Missouri, North Dakota, and Wisconsin with all of 
their operational and strategic needs, including mergers and acquisitions, branch purchases, capital o ff erings, 
shareholder management issues, corporate governance, regulatory compliance concerns and examinations.

Our Financial Institutions Practice Group delivers legal counsel you can bank on.

reinhartlaw.com/banking
John Reichert · 414.298.8445 Melissa Y. Lanska · 414.298.8706
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Q
A

LendingClub’s Purchase of Radius Bank: Beginning of a Trend?
Bank-fintech partnerships enter uncharted territory
By Amber Seitz

On Feb. 18, fintech Lending- 
Club announced it had  
signed a definitive agreement 
to acquire Boston-based 
Radius Bancorp and its wholly  
owned subsidiary Radius  
Bank. If approved, Lending- 
Club will become the first 
company in the online lending 
sector’s history to purchase a 
traditional bank. The seminal 
deal has the potential to  
be a harbinger for the U.S. 
banking system, signaling  
the beginning of a new trend; 
LendingClub and Radius may 
be forging the path to insured 
deposits that fintechs have 
historically sought via national 
charter applications.

Opposites Attract 
Customer service cultures 

and complimentary products 
brought LendingClub and 
Radius together

LendingClub President 
Steve Allocca told American 
Banker the company spent the 
past year “scouring the earth” 
for a merger or acquisition 
partner in addition to applying 
for a national bank charter 
with the OCC. So, what made 
Radius an attractive target? 

In several press interviews, 
Allocca mentioned seeking 
“stability.” Launched in 2007, 
LendingClub offers peer-
to-peer lending, allowing 
borrowers to create unsecured 
personal loans between $1,000 
and $40,000 with a standard 
period of three years. Investors 
search or browse loan listings 
on the LendingClub website 
and select the loans they 
want to invest in based on 
information supplied about the 
borrower, amount of the loan, 
and loan purpose (investors 
make money from interest). 
LendingClub’s income is 
derived from origination 
fees (for borrowers) and 
service fees (for investors). 

regulators. Purchasing a bank 
would be an expedient scaling 
strategy for the startup. 

Target banks, like Radius, 
will have wide online 
footprints with little (or no) 
physical locations, and will 
also have robust technology 
platforms ready to integrate 
with the purchasing fintech’s 
systems. Radius’s platform 
offered not only online  
check deposit, bill pay,  
and card management, but also 
a personal financial 
management dashboard and 
open APIs to offer BaaS  
(banking-as-a-service) 
functionality. More importantly,  
those banks will need to be 
interested in selling, rather than 
growing through acquisitions 
of their own. 

Though it has the potential 
to show fintechs a path to 
“bank hood” via acquisition, 
the LendingClub-Radius 
merger is—most likely— 
not the first pebble in a 
landslide of fintech-bank deals. 
Instead, it is a powerful 
reminder to banks that 
seamless technology and 
customer experience are 
critical for success in today’s 
financial services marketplace, 
and that partnering with  
fintech companies can be the 
best way for an institution to 
obtain them.

Seitz is WBA operations manager 
and senior writer.

Further reading: 
» www.americanbanker.

com/news/lendingclub-radius-
deal-faces-high-regulatory-
hurdles

» www.bloomberg.com/
news/articles/2020-02-18/
lendingclub-plans-to-become-
a-bank-with-185-million-
radius-buy

» https://markets.
businessinsider.com/news/
stocks/lendingclub-announces-
acquisition-of-radius-
bank-1028915814

LendingClub is the number 
one provider of personal loans 
in the country, facilitating  
more than $12.3 billion in 
loans in 2019.

Buying Radius gives 
LendingClub a stable source 
of funding (insured deposits) 
for future loan growth, as well 
as expanding its product and 
service offerings. In 2014, 

LendingClub began partnering 
with banks to offer direct-to-
consumer loans, including auto 
loans and mortgages. With 
direct access to funding, 
LendingClub will no longer 
need to share revenue with a 
partner bank. Radius was also 
an attractive target because the 
bank has a national online 
presence but no overhead from 
a physical branch network (one 
of only 13 such banks in the 
country, according to Sanborn). 

From the bank’s 
perspective, LendingClub’s 
acquisition offer presented 
an opportunity to provide 
the bank’s deposit customers 
with consumer loan products. 
Radius CEO Mike Butler 
told American Banker the 
two companies were a good 
fit because they had zero 
overlap—LendingClub didn’t 
offer savings or checking 
accounts and Radius didn’t 
offer consumer loans. 
Both companies’ leaders cited 
customer service and 
experience as a motivating 
factor, as well. According to 
LendingClub’s press release, 
“combining Radius and 
LendingClub will create a 
digitally native marketplace 
bank at scale with the power to 
deliver an integrated 

customer experience, enabling 
consumers to both pay less 
when borrowing and earn more 
when saving.”

Leading Indicators 
It’s a new M&A market- 

place... Are banks the buyers 
or the product?

Could more fintech 
purchases of banks be on  
the horizon? It’s possible, 
though the fields of potential 
buyers and sellers are both 
small. Likely acquirers include 
fintech companies that have 
applied for bank charters, such 
as Square and Robinhood.  

The “Big 5” tech companies 
(Amazon, Apple, Facebook, 
Google, Microsoft) are 
more likely to continue 
partnering with the largest 
financial institutions, (e.g. 
Apple’s partnership with 
Goldman Sachs to provide the 
AppleCard) simply due to the 
challenge of scaling a smaller 
institution to meet their needs. 

Another potential fintech 
buyer is Varo Money, which 
offers fee-free online savings 
and checking accounts and 
peer-to-peer payments. In  
early February, the FDIC 
approved Varo’s application 
for deposit insurance, and 
Varo had previously received 
conditional approval from 
the OCC for a national bank 
charter, but then withdrew  
its application. Once the 
Federal Reserve and OCC 
sign off on Varo’s application, 
it will be the first fintech 
provider among several similar 
applicants to get the go-
ahead from federal banking 

Could more fintech
purchases of banks 

be on the horizon?

It’s possible, though 
the fields of 

potential buyers  
and sellers are both small.
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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.

D.A. Davidson & Companies
www.dadavidson.com
Powell, Ohio
Contact: Tom Dooley
Tel: 614-710-7061
tdooley@dadco.com

D.A. Davidson is an 80-year-
old employee-owned financial

services firm with over 1,300 
employees and offices in over 
90 locations. D.A. Davidson 
currently provides world 
class services to the banking 
industry, primarily through our 
wealth management, equity 
capital markets, fixed income 
capital markets, and investment 

banking groups. The firm 
currently makes markets in 
Wisconsin publicly traded banks.

Lins Business Consulting LLC 
www.linsbusinessconsulting.com 
Prairie du Sac, Wis.
Contact: Debra Lins
Tel: 608-963-2673
deb@linsbusiness consulting.com

I understand that CEOs have 
great responsibilities and 
can help successful leaders 

advance and sustain expected 
results. My diversified banking 
background allows a bank CEO 
to enhance their management 
needs with a consultant that 
has the same perspective as 
themselves. If a CEO is open 
to a credible, experienced and 
pragmatic advisor, and they are 
comfortable with an outsider’s 
perspective, I can help them 
seize the day and fast track key 
projects and objectives.

Olsen Palmer LLC
www.olsenpalmer.com 
Contact: Renee Tran 
Washington, D.C. 
Tel: 202-808-3374
rtran@olsenpalmer.com

Olsen Palmer LLC is a nation- 
ally recognized independent 
investment banking firm that 
exclusively advises financial 
institutions across the spectrum 
of mergers and acquisitions 
(M&A). By design, they 
combine the M&A expertise of  
a traditional investment banking  
firm with the agility, creativity,  
responsiveness, and independ- 
ence of a boutique firm. Special- 
izing in sell-side M&A advisory,  
buy-side M&A advisory, 
valuations, fairness opinions, 
branch acquisitions and divesti- 
tures, and board-level assess- 
ments of strategic options.

SB Value Partners, L.P.
www.sbvalue.com
Contact: William Barnes 
San Antonio, Tx.
Tel: 210-483-5074
William.barnes@sbvalue.com 

SB Value Partners, L.P. (SBV) 
is an independent Registered 
Investment Advisor (RIA) 
founded in 1999. SBV’s mission 
is to help community banks 
increase ROA and ROE by  
providing disruptive, 
transformative tools to our 

New WBA Associate Members

Wealth Management, Consulting, and Investment Banking 
Services Available for WBA Members
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a tremendous impact. Your 
team will follow what you do, 
not what you say. So, if you 
tell everyone to go home if 
they’re sick but you’re in your 
office coughing and sneezing, 
no one is going to go home. 
If possible, take the next step 
and offer remote work options 
so employees don’t need to 
use PTO or leave time to avoid 
infecting others. 

Communicate the plan. 
Anxiety and panic thrive on 
uncertainty. Your bank has 
a business continuity plan 
that most likely includes 
information on how to 
respond during an epidemic. 
Even if that plan hasn’t been 
updated since H1N1 (or even 
the Spanish Flu), the same 
basic principles apply. The 
most important point for 

leaders is to be transparent in 
communicating with staff and 
customers about the bank’s 
response plan. Reiterate clearly 
and often what pre-determined 
responses are included in 
the plan (such as closures or 
mandatory remote work) and 
what the triggers for those 
responses are. 

By promoting—and 
practicing—common-sense 
preventative measures,  
fact-checking information 
before sharing it, and being 
transparent about business 
continuity plans, bank leaders 
can help stop the spread of 
panic and uncertainty related  
to COVID-19 and be what 
banks have always been known 
for in their communities: 
strong, steady, and reliable 
service providers.

Additional Resources:
• Coronavirus Resource Page

www.wisbank.com/coronavirus

• Government Agencies:
» Centers for Disease

Control and Prevention: www.

» CDC Communication
resources: https://www.cdc. 
gov/coronavirus/2019-ncov/
communication/index.html

» World Health Organiza- 
tion (WHO): https://www.who. 
int/emergencies/diseases/
novel-coronavirus-2019

» Occupational Safety
and Health Administration 
(OSHA): https://www.osha.gov/
SLTC/covid-19/

Coronavirus 
(continued from p. 1)

Myth: Healthy people should  
buy and wear protective masks 
at all time to prevent infection.

Fact: Healthy individuals 
should only wear protective 
masks when caring for a person 
who is infected (or suspected 
to be infected). Further, masks 
are only effective when used 
in combination with frequent 
handwashing. With supply 
chains disrupted, it is important 
to reserve supply of protective 
masks for the healthcare 
workers and sick individuals 
who need them most.

Encourage precautionary 
habits. Be a good example  
for your coworkers, your 
friends, and your family. The 
Centers for Disease Control 
and Prevention (CDC) 
recommends washing  
your hands often with soap  
and water (for at least 20 
seconds), using hand sanitizer 
with at least 60% alcohol,  
and avoiding close contact  
with sick individuals (which 
means staying home from  
work if you are ill). 

For managers in particular, 
practicing what you preach 
when it comes to staying 
home from work if you are 
feeling under the weather has 

Keep Calm
and Bank On:

A Guide for 
Community Bank 

Leaders Amid 
the Coronavirus 

Pandemic

Associate Members 
(continued from p. 12)

partners. SBV provides: 
Proprietary bond transparency 
programs, Non-correlated 
Bank Investment Strategies, 
Trust Acquisition, and  
Private labeling.

Stifel
www.stifel.com
Contact: Michael Larkin 
New York, N.Y.
Tel: 631-656-4426 
mlarkin@stifel.com 

Stifel is working with banks 
in Wisconsin and across  

the United States to provide 
industry-focused investment 
and balance sheet services.  
In addition to offering  
access to fixed income markets, 
Stifel’s suite of services 
includes portfolio analysis 
and reporting, asset liability 
management, bond accounting, 
and product-specific strategy.

Strategic Resource Management 
www.srmcorp.com
Contact: Uma Zielinski 
Pickerington, Ohio 
Tel: 740-400-9141 
uzielinski@srmcorp.com 

Strategic Resource Manage-
ment (SRM) has assisted over 
1,000 financial institutions 
realize $2.4 billion in value  
by advising in critical areas  
such as payments, digital 
transformation, core 
processing, artificial 
intelligence, and operational 
efficiency. Our decades of 
experience have lowered costs, 
enhanced revenues, increased 
productivity, expanded 
customer satisfaction, and 
provided a competitive 
edge for our clients. Our 
services include strategy 

development, gap analysis, 
process improvement, RFP 
management, vendor scoring, 
industry benchmarking, and 
contract negotiations. Our 
team includes industry-leading 
subject matter experts that 
speak at dozens of conferences 
throughout the year and are 
regularly quoted in industry 
media outlets.

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

Get updates   
online at www.  
wisbank.com/
coronavirus.
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Schneider
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Gadbois

McClelland
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Salmen

DeMaster

Burns

St. Martin

Stevens Point
The Pineries Bank is pleased 
to announce that Rachael A. 
Gadbois (pictured) and 
Justin P. Adamski (pictured) 
have been named co-presidents 
and CEOs. They both were 
also appointed to the Board of 
Directors effective Jan. 30,  
2020. Paul C. Adamski, 
Founder, will continue as 
Chairman of the Board.

Waukesha
Waukesha State Bank is proud 
to announce the promotion 
of Joel Potter (pictured) to 
assistant vice president –  
bank manager.

Wausau
PSB Holdings, Inc., the 
holding company for Peoples 
State Bank, Wausau, Wis., 
announced the appointment 
of Patricia Hanz (pictured) 
to the holding company and 
bank Board of Directors. 
Peoples State Bank has also 
announced the promotions 
of Jessica Perry (pictured) 
to operations officer; Cindy 
Wright (pictured) to vice 
president, retail team leader; 
Jared Morris (pictured) 
to vice president, credit 
administration; Bob Chasteen 
(pictured) to commercial 
banking officer; Jose Pimienta 
Jr. (pictured) to commercial 
banking officer; Heather 
Martell (pictured) to treasury 
management officer; and 
Janel Thoune (pictured) 
director of marketing.

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

Promotions and New Hires
Augusta
Unity Bank is pleased to 
announce the hiring of Amy 
McClelland (pictured) as 
their chief financial officer and 
Patrick Schneider (pictured) 
as internal audit manager.

Berlin
Fortifi Bank announced that 
market presidents have been 
appointed to lead four of 
its Wisconsin regions. Tim 
DeMaster (pictured), senior 
vice president of lending, 
was designated to oversee the 
Berlin market; Dave Mills 
(pictured) was appointed 
market president for the 
Waunakee area; Ben Gibson 
(pictured), vice president of 
business banking, will serve as 
market president for the bank’s 
northeast Wisconsin region; 
and Mike Vaughan (pictured), 
vice president of business 
banking, will lead the Omro 
and Winneconne markets.

Chetek
Sterling Bank has announced 
the promotion of David Lentz 
to president and the addition 
of Cathy Couey as its chief 
operations officer. Lentz 
replaces outgoing president, 
Dick Boening, as the bank’s 
day-to-day operational leader. 
Boening will continue as the 
organization’s CEO.

Fitchburg
Oak Bank expands its business 
banking team with the addition 
of Ty Beck (pictured) as vice 
president of business banking.

Kaukauna
East Wisconsin Savings Bank 
has hired Kailee Vander Loop 
as human resources director 
and has elected Ken Demerath 
and Lori Hoersch to the Board 
of Directors.

Little Chute
BLC Community Bank 
is proud to announce the 
promotion of Vicki Running 
to vice president and chief 
operating officer; Linda Blom 
to vice president and chief risk 
officer; Lukas Van Lankvelt 
to vice president and chief 
credit officer; Mel Hietpas 
to assistant vice president 
and private banking officer; 
and Holly DeMain as 
branch manager.

Loyal
Citizens State Bank of Loyal 
announces the appointment 
of two new members to its 

Board of Directors: Cindy 
Burns (pictured) and Thomas 
Silbernagel (pictured).

Madison
Capitol Bank is pleased to 
announce the hiring of 
Patrick Rees (pictured) 
as assistant vice president 
commercial lending.

Marinette
Greg Salmen (pictured) 
has been elected as the newest 
member of The Stephenson 
National Bank & Trust 
(SNBT) board of directors. 
Lorissa Klema (pictured) 
has been promoted to 
branch manager at SNBT’s 
Menominee Office location. 
Diane St. Martin (pictured) 
has transferred from the 
SNBT Menominee Office 
to the SNBT Oconto Office 
and serves as the new 
branch manager.

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
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Sheboygan
Denmark State Bank is 
pleased to announce that 
it is expanding into Sheboygan, 
Wis. The new office opened 
Feb. 17 and is located at 
2040 Kohler Memorial Drive.

Wausau
Peoples State Bank employees 
set a new volunteer record 
in 2019, spending 8,677 
hours in volunteer activities 
in their communities. This 
is an all-time high for the 
bank’s 170 employees. It’s 
nearly 50 hours of volunteer 
work per employee, with 
every employee participating 
in one or more volunteer 
activities during and outside 
the workday.

Three members of the  
Peoples State Bank’s human 
resources team have earned  
the SHRM-CP certification 
through the Society of Human 
Resources Management. 
Dawn Borchardt (pictured), 
Jen Cassell (pictured), 
and Scott Staszak (pictured) 
all earned the certification 
in Jan. 2020, after months 
of classwork and study.

universal banker, who is 
retiring in April 2020. Setz 
has been with Farmers & 
Merchants State Bank, 
Waterloo for the last 15 years 
of her 30-year banking career.

Announcements
Appleton
First Business Bank is 
pleased to celebrate its 30th 
anniversary on April 1, 2020. 
In spite of its April Fool’s 
Day launch, First Business 
Bank’s success includes a 
growth story that encompasses 
four banking locations and 

a publicly traded parent 
company that employs more 
than 300 people — 11 in 
Appleton, Wis. — with more 
than $2 billion in assets.

Madison
First Business Trust & Invest-
ments, the Private Wealth 
division of First Business 
Bank, is pleased to announce 
that Marcy Gudgel (pictured), 
director of trust operations, 
earned the prestigious Certified 
Trust Operations Professional™ 
designation from the Cannon 
Financial Institute.

Bulletin Board
(continued from p. 14)

In Memoriam
Tomah
The Tomah community has 
lost one of its most dedicated 
community leaders. Donald 
D. Kortbein, age 84, passed 
away Feb. 12 at the Serenity 
House in Tomah. Kortbein 
was a lifelong resident of the 
Tomah area. He was born on 
his family’s farm on March 27, 
1935 to William and Elvira 
Kortbein and graduated 
from Tomah High School in 
1952 when he began working 
as a teller at Farmers & 
Merchants Bank.

After 48 years, Kortbein  
retired from F&M Bank 
in 2000 as president/CEO. 
Anyone who knew Kortbein, 
knew he was very community 
minded, serving on many  
local and state banking 
organizations and committees 
over the years including the 
Monroe County Ag Society 
Board for nearly 60 years.

Retirement
Waterloo
Congratulations are in order 
for Cheryl Setz (pictured), 

Hanz

Pimienta

Borchardt

First Bank Financial Centre (FBFC) presented their 
“President’s Awards” at their Annual Leadership meeting. 
The President’s Awards, presented by FBFC President 
and CEO Mark W. Mohr, highlight the outstanding 
accomplishments and exemplary work of FBFC employees. 
This year, five were employees recognized. Sharon Manke, 
FBFC security officer, was the recipient of the “Leader in 
Community Service” award; Darin Zachow, FBFC assistant 
property manager, was presented with the “Leader in 
Customer Service” award; Kathy Ganswindt, FBFC PMO 
manager, was awarded the “Excellence in Mentorship” 
award; Sarah Andritsch, director of SBA SOP commercial 
lending, was this year’s Rising Star; and Dave Brogan, 
FBFC mortgage producing sales manager, was this year’s 
winner of the “Financial Achievement Award.” Pictured: 
(from left to right) Brogan, Ganswindt, Andritsch, Mohr, 
Manke, and Zachow.

First Bank Financial Centre President’s Awards
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Conferences I Summits Schools I Boot Camps Seminars I Workshops WBA Webinars Other Events

APRIL 2020*
*Based upon CDC guidance, all April 2020 programs will be 
rescheduled or delivered online. Visit www.wisbank.com/
education for up-to-date program information.

• Human Resources Conference
$225/attendee

• Health Savings Account (HSA) Workshop
  $245/attendee

• Branch Manager Boot Camp, Sessions 1 & 2
14-15  (Online training)

• Agricultural Bankers Conference
$300/Ag Section member; $350/attendee

• Power of Community Week
20-24  www.wisbank.com/BanksPowerWI

• Women in Banking Conference
$245/each	first	two	bank	attendees;
$195/each additional attendee

• Trust Conference
$220/Trust Section member; $245/attendee

• National Teach Children to Save Day
24  (Ongoing)

• Community Bankers for Compliance
(CBC) – Session II

 (pricing options vary)

• Cash Management Workshop
$245/attendee

• Enterprise Risk Management Workshop
 $245/attendee

• Principles of Banking Course
$550/attendee

MAY 2020
• American Mortgage Conference, Charleston, S.C.

4-6	 		$875/bank	attendee

• Consumer Lending Boot Camp
4-5  Madison; $495/attendee

• Compliance Management School
5-7  Madison; $795/attendee

• FIPCO Software & Compliance Forum: Deposit
7 Madison; $189/attendee

• School of Bank Management
11-15  Madison; $1,395/attendee

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

12 Eau Claire (pricing shown above)
13 Stevens Point (pricing shown above)
9/24  Madison (pricing shown above)

• Enterprise Risk Management Peer Group
19	 Marshfield;	$39/attendee

• Branch Manager Boot Camp, Sessions 3 & 4
19-20  Madison (pricing options vary)

• BSA/AML Compliance Conference
20-21   Wisconsin Dells; $449/attendee

JUNE 2020
• Margin Management Workshop

8 Madison; $450/attendee

• Internal Audit Workshop
8 Madison; $245/attendee

• BOLT Summer Leadership Summit
11-12   Wisconsin Dells; $150/attendee

• Bank Trainers Conference & Expo, Dallas, TX
4-6	 		$1,395/first	attendee;	$1,195/additional	attendee

• Compliance Forum: Session 1
8 Locations TBD (pricing options vary)

JULY 2020
• Strategic Marketing Workshop

21-22   Madison; $450/attendee

• Community Bankers for Compliance
(CBC) – Session III

28 Stevens Point (pricing options vary)
29 Madison (pricing options vary)

• Credit Analysis Boot Camp
28-29  Green Bay; $495/attendee

MAY 2020  (continued)

EDUCATION Calendar
Your

» 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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» Wisconsin’s banks are always involved in community service projects, but during April 2020 in particular they’re stepping up to
give back to their customers and community in the midst of the coronavirus pandemic. School, church, and business closures have
impacted communities large and small across the state and the nation. Wisconsin’s bankers are prepared to offer a helping hand in
special ways during the crisis. WBA promotes several different ways member banks and organizations can get involved.

Power of Community Week 
| April 20-25

During the week of 
April 20-25, 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. This week-long 
campaign will bring together 
the efforts of the Wisconsin 
banking industry to show  
our collective impact and 
involvement in the state. 
Social isolation requirements 
mean that banker will donate 
their time and resources in a 
different way this April.  
See below for ideas:

» Write “thinking of you”
cards for residents of a local 
senior center to cheer them up 
during the visitation ban.

» Donate money for NOW
Meals (Nutrition on Weekend) 
– Check with your local school
district(s) to see how they’re
assisting students during
school closures.

Teach Children to Save Day
| April 24   Ongoing

Teach Children to Save Day 
is another great way for your 
bank staff to participate in the 
WBA Power of Community 
Week. Traditionally, Teach 
Children to Save Day involves 
bankers making presentations 
to students in grades K-12 
about budgeting, saving, 
recognizing needs versus 
wants, and other foundational 
financial concepts. With school 
closures in effect throughout 
the state, the Wisconsin 
Bankers Foundation (WBF) 
encourages all WBA member 
banks to contact their local 
schools to see how they would 
prefer to hold the event this 
year. Some schools may invite 
bankers in later in the year or 
for summer school classes, or 
banks can choose to donate the 
reading and activity books  
to the school as an additional 
resource (the WBF is distri- 
buting over 5,000 free books 
to member banks as part of the 
Reading Raises Interest kits). 

Instead of visiting classrooms,  
banks could also distribute 
kid-friendly savings brochures 
via the drive-through or offer 
online “virtual” bank tours.

Remember to amplify 
your efforts by reporting your 
participation to the WBF using 
the presentation summary form 
(or sample Excel spreadsheet) 
found at www.wisbank.com/
FinancialLitForms.

For more information about  
Teach Children to Save Day 
and the Wisconsin Bankers 
Foundation’s financial education  
outreach programs/resources, 
visit www.wisbank.com/
community/financial-education.

» Support local restaurants
– Buy gift cards for staff
incentives or order take-out for
an all-staff lunch.

» Organize a “buy local,
shop online” campaign in your 
community (social media is a 
great tool for this!).

» Have a company blood
donation drive or incentivize 
staff to donate blood (offer 
local restaurant and business 
gift cards for double the impact!).

Visit www.wisbank.com/ 
BanksPowerWI for an inter- 
active map of the state showing 
what Wisconsin banks are 
doing to celebrate Power of 
Community week! Don’t see 
your institution on the map? 
Fill out the form on the same 
webpage and let us know what 
you’ll be doing!

Redefine Community Engagement: They Need You More Than Ever

> Miss out on ordering this year?
Sign up to be notified when next 
year’s kits become available at 
www.wisbank.com/
ReadingRaisesInterestKits.

The banking industry, and 
your association, are seen 
as experts in the field. When 
the Wisconsin Department of 
Public Instruction initiated 
its process for reviewing and 
revising academic standards for 
personal financial literacy back 
in May 2019, WBA was asked 
to contribute that expertise to 
the time-intensive process of 
drafting new standards.

WBA Operations Manager 
and Senior Writer Amber Seitz,  
who also serves as the financial  
literacy coordinator for the Wis- 
consin Bankers Foundation,  

money management, saving 
and investing, credit and debt,  
and risk management and 
insurance), and begin working 
on an initial draft. The leader- 
ship team for the writing group 
included DPI staff and co-lead 
writers Joel Chrisler, Sauk 
Prairie High School, David 
Mancl, DFI director of the 
Office of Financial Literacy, 
and Beth Ratway, American 
Institutes for Research. 

 On Jan. 28, 2020 a draft  
of the standards was released  
for public review and provided 
to the education committees 

of the Wisconsin Legislature, 
followed by two public 
hearings. On March 4, the full 
writing team reconvened to 
review every public comment  
received and incorporate the 
necessary changes to the 
standards document. 

 On March 17, members of  
the writing team presented the  
standards draft to the State Super- 
intendent’s Standards Review 
Council. With the council’s 
support, Superintendent Caro- 
lyn Stanford Taylor is expected  
to formally adopt the standards 
in late spring/early summer.

was invited to participate to 
provide non-educator expert 
input on these standards, which 
will guide school districts 
across the state on creating 
curriculum related to personal 
finance and financial literacy 
for students in grades K-12. 

 On May 8, 2019, the 
30-member writing team of
diverse educators and stake- 
holders assembled in Madison
to discuss the writing process,
identify major themes within
each of the six financial literacy
strands (financial mindset,
education and employment,

Academic Standards Updated

WBA Helps Build Personal Financial Literacy Curriculum Guide

#BanksPowerWI
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Future Workforce 
(continued from p. 1)

For example, in mid-2019,  
Amazon pledged to dedicate 
$700 million to improve 
the skills of 100,000 U.S. 
employees. In January 2020, 
Nationwide announced plans  
to spend $160 million over  
five years to improve 
employees’ digital literacy. 
And in February, JPMorgan 
Chase announced its 
investment of $75 million  
in a global initiative to better 
prepare young people for  
the jobs of today and tomorrow 
and advancing smarter  
policy solutions.

What does tomorrow’s 
workforce look like? 

The three aspects of the 
workforce that will see the 
greatest amount of change 
between 2020 and 2030 are 
demographics, essential  
skills, and “gig” work. Bank 
leaders must adapt their  
talent management strategies 
today to ensure they have  
top talent tomorrow. 

The U.S. Census Bureau 
projects that by 2034, the  
U.S. population will cross  

the tipping point at which  
there are more people over  
age 65 than under age 18. 
At the same time, while 
Americans aged 65 and older 
are living longer, 30-year-olds 
are nearly 25% more likely  

to die today than in 2012— 
the result of dramatic increases 
in fatalities from drugs, 
alcohol, and suicide. This  
has many implications for 
banks on the customer side 
(affecting everything from 
mortgage demand to the 
viability of municipal bonds  
as governments struggle to 
fund pension plans), but also 
means that banks will need  
to “do more with less” when  
it comes to staff. 

In addition to being 
smaller, tomorrow’s workforce 
will look different than it 
does today. Another milestone 
the U.S. is projected to cross 
between 2030 and 2040 
is international migration 
outpacing natural increase 

as the primary driver of 
population growth (see 
State-by-State Fertility chart 
above). The Census Bureau 
projects that by 2045 under 
50% of the population will 
be “white,” making the 

country a “minority-majority” 
population. While there will 
be some local variance, most 
banks should expect their 
workforce to resemble the 
customers and communities 
they serve—and put programs 
in place now to help ensure 
recruiting and retaining that 
diversity is effective.

Can old dogs learn new tricks? 
According to a 2018 

McKinsey report, only 20% of 
today’s workforce has the  
skills required for the majority 
of jobs that will be available 
in the next 5 to 10 years—and 
the demand for technological 
skills will rise by 55% by 
2030. Does that mean banks 
should fire tenured cashiers 
and bookkeepers in order to 
hire coders and AI engineers? 
Of course not. In order for 
businesses to succeed in 2030,  
their employees will need a  
mix of hard and soft skills 

(analytics, data science, 
machine learning, but also 
communication, writing, 
presenting skills, and 
emotional intelligence). They’ll 
also require managers to  
lead those diverse teams (the 
same McKinsey study revealed 
that the demand for leadership 
and management skills will 
rise by 24%). 

In banking and financial 
services, technological 

advances and consumer 
preferences will drive a 
reduction in the number of jobs 
that consist mainly of basic 
data input and processing  
(ex: tellers, accountants, credit 
analysts) but an increase in 
the number of roles directly 
tied to customer engagement 
or technical expertise (ex: 
CSRs, programmers, financial 
managers). (See McKinsey 
chart above.)

When combined with the  
demographic shifts that will 
impact the workforce of 2030, 
this data is a strong signal 
to bank leaders to increase 
development budgets sub- 
stantially. Reskilling current 
employees may be a more 
effective strategy than trying 
to compete in an intense labor 
market for top talent. Plus, 
training current employees  
on new skills (whether those 
skills are technical, “soft” or 

Knowledge is Power
Stay ahead of the competition with access to the Wisconsin 
Banking Industry Compensation & Benefits Survey, the 
largest Wisconsin-specific survey for banks. The survey report 
contains salary and benefit information for 117 different jobs 
based on 113 participating financial institutions, representing 
over 6,600 employees! The compensation survey is open for 
participation from March 16 – April 17, 2020. Participate 
today and save nearly 60% on your purchase of the report! 
Visit www.wisbank.com/WICompensation today.
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Future Workforce 
(continued from p. 18)

both) has the positive side 
effect of increasing loyalty and 
reducing turnover.

Who are “gig” workers? 
Finally, the workforce of 

2030 will rely more heavily on 
freelance workers and 
independent contractors in 
what is sometimes called the 
“gig” or “sharing” economy. 
According to the 2019 Upwork 
and Freelancer’s Union survey, 

53% of Gen Z workers (ages 
18-22) freelanced in the past
year—compared with 29% of
baby boomer workers (ages
55+), 31% of Gen X workers
(ages 39-54), and 40% of mil- 
lennial workers (ages 23-38).
As the young Gen Z workforce
grows, so too will the percentage
of the overall workforce who
choose to make their income
via contract work; today,
nearly 60% of freelancers do
so by choice, citing flexibility
as a primary motivator.

Banks will be among 
the many companies who 
benefit from the gig economy 
structure. Though companies 
like Uber made the gig 
economy famous, Upwork’s 
survey found skilled services 
are the most common type 
of freelance work, with 45% 
of freelancers providing 
skills such as programming, 
marketing, IT, and business 
consulting. That means 
in 2030, many banks may 
outsource those functions  

to contracted gig workers 
rather than staffing marketing 
and IT departments in-house. 
And on the consumer side, 
banks that develop effective 
parameters for providing  
credit to gig workers (who  
may have highly volatile 
incomes) could become  
market leaders in this emerging 
lending space.

Seitz is WBA operations manager 
and senior writer.

BOLI & Deferred Compensation Experts | 800.780.4EBN | www.ebn-design.com
©2020 EBN

Looking for creative strategies 
to reduce your Bank’s 

effective tax rate?

Strategies a Bank may consider to lower tax rate:

Municipal Bonds

Investing in Tax-Deferred Bank Owned Life      
Insurance (BOLI) - Nontaxable Other Income

Let us help you understand BOLI as a strategy to improve 
the Bank’s net income. EBN specializes in the design,

administration and informal financing of  deferred 
compensation plans and procurement of  BOLI.

BOLI is immediately accretive to earnings and improves non-     
interest income and shareholder value.  Earnings from BOLI are 
income-tax free and backed by highly rated insurance companies.
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1. Research demographic projections for your
market area and develop or adjust a recruitment
and retention strategy to ensure your staff will
reflect your customers. This could mean a wide
variety of things, from creating or improving your
diversity and inclusion (D&I) initiative to investing
in local high school or college career fairs.

» Tomorrow’s Workforce Today

Bank leadership today should consider these three key tactics to employ in their strategy for 2030’s workforce needs:

2. Identify future essential
skills and assess your current
staff to identify gaps. Build
individualized development
plans to reskill or train as
necessary in order to close
any discovered skills gaps.

3: Review your current 
employee policies with an 
eye for areas that could 
provide more flexibility 
in the future. Develop or 
update policies related to 
hiring contract workers.

https://www.brandman.edu/news-and-events/blog/professional-development-benefits
https://www.brandman.edu/news-and-events/blog/professional-development-benefits
https://www.upwork.com/i/freelancing-in-america/2019/
https://www.upwork.com/i/freelancing-in-america/2019/
mailto:aseitz@wisbank.com


get credit, the financial crisis 
made many consumers  
debt-averse, particularly those 
who were younger during  
the recession. 

So how are we millennials 
buying things? We’re definitely 
not carrying cash2—one in  
four millennials has less  
than $5 cash on them at any 
given time. 

» Everyone’s Best
Friend: Debit

Millennials prefer the  
other plastic: debit cards3. 
Debit is hugely popular  
across all consumers; in 2018 
debit card penetration was  
78% in the U.S. In the 
millennial group, debit cards 
are the most common payment 
form, but millennials tend  
to lack brand loyalty.  
Visa found that millennials  
are five times more likely  
to close their primary 
banking accounts than other 
generational groups. This 
means that millennials  
are much more likely to  
move on to a different bank  
if they are not happy  
with the terms of their 
checking accounts.

We’re a group accustomed 
to having the world at our 
fingertips, more likely to use 
mobile banking and be early 
adopters of new technology. 
Which means we’re also more 
open to using nonbank fintech 
products and services, which is 
displayed through how we use 
our debit cards.

» Let Me Count the Ways     
Sixty-one percent of

consumers4 with a digital 
wallet have a debit card linked 
to it, and that number skews 
higher for younger consumers. 
Digital wallets, admittedly, are 
not being adopted as quickly as 
they were once thought to, but 
60% of consumers used some 
sort of mobile payment in 
2019. Additionally, companies 
with online or app-based 
services (Uber, Postmates, 
Airbnb) that have built-in 
payments saw 28.5% growth 
from 2018 to 2019.

But digital wallets 
technically fall into the “card 
present” category of debit 
transactions, and nearly a 
quarter of all debit transactions 
were “card-not-present” in 
2018. This encompasses a 
variety of different types of 
payments, including online 
shopping and person-to-person 
money transfers.

Millennials do about  
60% of their shopping online 
and more than half of those 
online purchases are made 
using a mobile phone5. 
Personally, I purchase more 
things online through my 
phone than any other way. In 
fact, I’m not sure I would like 
to admit to how often I lull 
myself to sleep at night by 
scrolling through the Amazon 
app on my phone.

The millennial aversion 
to debt expands beyond the 
traditional financial services—

we don’t want to be in debt to 
our friends either. Person-to-
person money transfer apps 
have taken off in the past few 
years, (the most well-known 
being Venmo and Zelle),  
but there are literally dozens 
on the market. Consumers 
transferred over $205 billion 
using person-to-person transfer 
apps in 20196, simplifying 
bill-splitting at restaurants 
everywhere. You truly haven’t 
lived until you’ve passive 
aggressively sent a friend $5 in 
Venmo after they insisted that 
you didn’t need to pay them 
back for coffee.

» Things That Aren’t Debit
If you follow any

former RuPaul’s Drag  
Race contestants on social 
media you’ve probably seen 
a #sponsoredpost or two  
about Klarna (shoutout to  
the four people reading this 
who know what I’m talking 
about). Klarna, Afterpay, 
Affirm, and others are buy  
now, pay later (BNPL) 
ecosystems that consumers 
(particularly younger 
consumers) are increasingly 
using7. Millennials like  
the concept of being  
able to buy something and  
pay it off over time, which  
may cause you to scratch  
your head and ask “OK, but 
that sounds a lot like credit 
cards?” And you’re right,  
but as we discussed earlier, 
credit cards have too much 
baggage that keep younger 
consumers away. 

The appeal of the BNPL 
method is there is more 
transparency; these solutions 
are very structured, telling 
consumers exactly how much 
they will end up paying and 
when. Now, this isn’t a new 
concept by a long shot. These 
are really old-fashioned retail  
methods that have been modern- 
ized into sleek, user-friendly 
apps or integrated into an on- 
line retailer’s checkout process.
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Kids These Days 
and Their Payment 

Methods
Seriously, how are 

millennials 
buying things?

By Ally Bates

Are credit cards still valuable 
in the digital world? Great 
question! The answer is 
complicated and requires 
some hard truths from Ally, 
everyone’s favorite millennial 
and voice of a generation.

If it wasn’t clear: that is 
a joke; not all people born 
between the years 1980 and 
1995 are a hive mind (most 
25-year-olds have very
different preferences and 
problems than most 40-year-
olds). We don’t all think
and act the same, but shared 
experiences in relation to the 
economy and technology
do mean that there are
trends in this age group that 
indicate that credit cards are 
becoming passé.

Research from the Federal 
Reserve1 has shown that 
millennials hold less debt than 
previous generations, and the  
distribution of that debt is 
different. Millennials hold  
more student debt but less 
mortgage and credit card  
debt than members of  
Gen X did at a similar age. 
The Federal Reserve study 
discusses a familiar-sounding 
two-pronged reason for this: 
supply and demand.

On the supply side, 
millennials were in their teens 
and twenties in the aftermath 
of the Great Recession when 
lending standards were quite 
tight (and remain tight in 
certain market segments) and 
lacked the necessary credit 
history due to age to qualify  
for credit cards or other 
borrowing. On the demand 
side, even if they could  

https://www.federalreserve.gov/econres/feds/files/2018080pap.pdf
https://www.federalreserve.gov/econres/feds/files/2018080pap.pdf
https://www.nerdwallet.com/blog/credit-cards/millennials-cash-credit-mobile-banking/
https://www.nerdwallet.com/blog/credit-cards/millennials-cash-credit-mobile-banking/
https://www.usnews.com/news/national-news/articles/2018-04-26/millennials-spend-more-on-debit-purchases-than-credit
https://www.paymentsjournal.com/are-consumers-more-likely-to-load-a-debit-or-a-credit-card-in-a-payment-app/
https://www.digitalcommerce360.com/2019/03/26/millennials-online-shopping/
https://www.digitalcommerce360.com/2019/03/26/millennials-online-shopping/
https://www.paymentsjournal.com/person-to-person-payment-apps-are-eroding-cash-use/
https://www.pymnts.com/news/payment-methods/2020/in-search-of-consumer-spendings-new-normal/
https://www.pymnts.com/news/payment-methods/2020/in-search-of-consumer-spendings-new-normal/
https://www.paymentsjournal.com/are-consumers-more-likely-to-load-a-debit-or-a-credit-card-in-a-payment-app/


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. 

IT AUDIT & SECURITY SERVICES

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

• IT Auditing
• Cyber Security Consulting
• Vulnerability & Penetration Testing
• Board Cyber Security Awareness
• GLBA Compliance & IT Risk

Assessment

• Managed Social Engineering with 
Integrated Learning Management
System

• Facilitated DRP/BCP Tabletop and
IRP Testing

• Threat Intelligence Briefings

Contact FIPCO’s Ken Shaurette to get started. 

By Natalie Adams

As community bankers, we’re 
naturally very humble. It can 
be uncomfortable to tout the 
good work we’re doing without 
feeling like we’re bragging 
or feeling like we think our 
programs are better than other 
organizations who are also 
doing good things.

However, community 
banks have an almost 
exclusive opportunity to 
help our communities thrive. 
It’s commendable that 
organizations typically think 
about their community bank 
first if they’re in need of 
sponsorships or volunteers. If 
the opportunity arises to share 
about the good work we’re 
doing, we absolutely should! 

If you’re being true to your 
brand, serving as an influencer 
in your community, or have  
amazing programs to share 
about, it’s easy to find some- 
thing to nominate your bank 
and/or colleagues for. There 
are numerous organizations 
that request many different 
types of nominations, including 
locally, state-wide, and 
nationally. For example, the 
Wisconsin Bankers Association 
opens nominations for Banker 
of the Year every year in 
September and the Independent 
Community Bankers of America  
opens nominations throughout 
the year for awards like the 
Community Bank Service Awards  
and 40 Under 40: Emerging 
Community Bank Leaders.

Once you find something to  
nominate your bank or colleague  
for, use the quick tips below 
to help guide you in writing a 
compelling nomination:

» Follow the rules.
Read the instructions carefully 
and submit all required 
information.

» Provide evidence. Share
specific examples, including 
the impact made and any data, 
such as the number of people 
involved, dollars spent, or 
hours contributed. Be sure to 
fact-check any data used prior 
to submitting and cite your 
sources, if possible.

» Get perspective. Talk
to others who worked on the 
project or with the individual 
to get their perspective, and 
consider using testimonials to 
provide further support of the 
nomination.

» Use Powerful Language.
Do more than just saying 
they’re “great” or “nice”; 
instead, use power verbs and 
adjectives (a quick Google 
search of “power verbs and 
adjectives” will help with 
this) to help bolster your main 
points. Even if the person was 
“just doing their job,” tell the 

committee what made this 
example so special.

» Keep it simple. Longer
doesn’t necessarily mean 
better. Make it easy for 
a selection committee to 
understand the key points 
while making sure there’s 
enough information to make  
an informed decision. One 
method is to write out all 
the things to include in a 
nomination, categorize each 
idea and then scale it back to 
3-4 main points that you can
really drive home.

» Write a story. Bullet points
can be useful if they contribute 
to the overall story, but take 
the nomination committee on a 
journey instead of providing a 
bullet list of items or a resume 
of achievements.

» Spell check! Before
submitting the nomination, 
review it for grammar and 
spelling and have someone 
else proofread it to get 
additional feedback. Take  
pride in your nomination  
by sending in a polished  
final product.

Remember, we all do 
amazing things, so let’s share 
about the ways community 
banks and bankers are making 
a difference!

Adams is assistant vice presi- 
dent of brand development  
at Royal Bank, Elroy and a 
member of the 2019-2020 WBA 
Marketing Committee.

This column is published
bi-monthly in Wisconsin Banker
and is written by members of the
WBA Marketing Committee.

Strategic Connections
Bragging Right: Seven Tips for Writing a Compelling Award Nomination

Strategic 
Connections

Natalie Adams
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Bait Money Dye Packs Guards

“Why rob a bank?” That’s the 
question posed by FBI Agent 
Beth Boxwell at a recent 
Financial Crimes Investigators 
of Madison (FCI) meeting. The 
answer? It’s easier for many 
criminals because banks are a 
known entity versus robbing a 
gas station or other business. 
They understand there likely 
will be a higher amount of cash 
and that staff are trained to get 
criminals out of the bank as 
soon as possible.

On the other hand, bank 
robbers are more likely to be 
captured. At nearly 60%,  
bank robberies have one of  
the highest clearance rates  
of all crimes.

Bank robbers are usually 
serial or repeat offenders and 
tend to be associated with 
other violent criminal activity, 
according to the FBI. 

The FBI categorizes bank   
robberies into four categories:

» Note Job – Any robbery
which involves the criminal 
passing a note to the teller.  
If you can do it safely, the  
FBI recommends keeping  
the note as it can help with 
their investigation.

» Takeover-style – Techni- 
cally, every bank robbery that 
takes place within the bank 
falls into this category because 
the criminal is literally taking 
over the branch.

» Bombs or bomb threat
– This is the rarest of bank
robberies as most criminals
aren’t using explosives or the
threat of explosives during
the event.

» Drive-through – This
is a growing category within 
bank robberies as more 
criminals are literally using  
the bank’s drive-through to 
make their demands.

It is critical that all 
bank employees are trained 

in case their bank is targeted 
by criminals. The FBI  
offered the following tips 
below for bankers. While  
many bank security officers 
already take these steps (and 
more), the tips are a good 
reminder and give insight 
on the perspective of law 
enforcement on some of the 
steps you can take to make 
your bank safe.

Bank Robbery Prevention Tips

» Follow your company’s
opening and closing procedures.

» Be observant before
opening and after closing bank. 

» Do not allow any
unauthorized person(s) in the 
bank when closed.

» Be observant of all
suspicious person(s) loitering 
within or near bank.

» Report a suspicious
person or activity to supervisor.

» Do not share bank infor- 
mation, policies, or security 
features with anyone.

During a Bank Robbery
» Follow the bank’s

procedures in complying with 
the robber’s demands.  

» Be observant and note
the robber’s physical 
description, facial features, 
clothing, and distinguishing 
features. Note what the  
robber touched while in  
the bank. In short, try to be  
a good witness.

» Don’t try to be a hero.

After the Bank Robbery

» Witnesses should try to
observe the robber’s escape 
method (i.e. on foot or by 

vehicle) and the direction 
traveled. If byvehicle, note  
the description of the vehicle.

» Bank employees should
call the police to confirm 
the alarm and secure the  
robbery scene.

» Immediately lock all
doors and try to keep any 

witnesses in the 
bank until law 
enforcement arrives.

» Witnesses
should not discuss 
their observances 
with others and 
should not view 
surveillance tapes  
or photos.

» A list of all
customers present during the 
robbery should be provided  
to law enforcement.

» Minimize contact with
the media and refer any media 
inquires to the FBI media repre- 
sentative in the local FBI field 
office or police department.

» If a bomb was used during
the robbery, do not use any 
electronic devices (such as 
alarms, cell phones, hard line 
phones, and two-way radios), 
as these may trigger the bomb. 
Evacuate everyone from the 
immediate vicinity of the bomb 
and call law enforcement from 
a safe location.

Most importantly, the 
safety of bank employees and 
customers is the number one 
concern for both the bank and 
law enforcement. All training 
should be designed and imple- 
mented with that goal in mind.

FBI Wisconsin: Robbery Preparedness Tips

2018 Robbery Statistics:

Minnesota  ............. 37 robberies

Wisconsin  ............. 79 robberies

Illinois  .................. 108 robberies

United States  ... 3,033 robberies

Security System 
Statistics

» About FCI… Financial Crimes Investigators of Greater Madison, Wis. is a group consisting of law enforcement, financial services providers,
security professionals, and other interested parties. The group meets once per month in person to share information and hear from expert
speakers, and also share alerts and other timely information via a private email listserv.
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Interested in the new space? Stay tuned! WBA will 
be hosting an open house for all members once the 
renovation project is fully complete (early summer 2020). 

In the meantime, visit www.wisbank.com/wba-office-
remodel for before and after photos of the demolition  
and construction.

WBA has invested in trans-
forming its current building 
into a modern Engagement 
Center, with the first group  
of bankers arriving on Feb. 17.  
As part of this ongoing 
remodel project, WBA donated 
a large number of office supplies,  
office furniture, and  
other items to charitable 
organizations (some being 
donated via member banks, 
others by WBA staff). The 
furniture that didn’t find a  
new home was removed by  
an organization that divert 99% 
of what they remove away 
from landfills. In addition, 
all of the cabinets and trim 
removed from the building 
are being re-used.

One organization that 
received furniture and  
supplies is the Colonial 
Club, a senior activity center 
in Sun Prairie dedicated to 
enhancing the well-being and 
independence of older adults. 

In late January, WBA received 
a thank-you note from the  
club and photos of some of  
the donated items in use.  
The bulletin board is used to 
post all up-coming activities 
and the bookshelf, binders,  
and document trays are already 
nearly full! 

The remodel project 
reached a pivotal milestone  
on Monday, Feb. 17: the  
first WBA member guests 
arrived! A group of 35 bankers 
crossed the threshold of  
the new Engagement Center 
for the week-long Residential 
Mortgage Lending School, 
the first of dozens of events 
for WBA members already 
scheduled in the new space. 

On Wednesday, Feb. 12, 
WBA staff gathered in the 
Engagement Center’s largest 
training room for the first 
All Staff meeting in a 

completely 
remodeled 
space. WBA  
President 
and CEO 
Rose Oswald 
Poels updated 
staff on the 
construction 
progress and 
re-emphasized 
the importance 
of the project.  
“This renova- 
tion is about 
looking 
forward, 

for WBA and Wisconsin’s 
banking industry,” she said. 
The goal of the new space 
is to create a tangible 
experience of the connection 
between members and their 
banking association.

The Engagement Center 
features several new spaces, 
including the Wisconsin Room 
and a lounge for breaks and 
networking, along with an 
update café where attendees 
enjoy catered meals.

» A glimpse of the office renovation
so far: Near left: the Wisconsin
Training Room; below, right: the
Training Lounge and New Café;
below, left: a donated bulletin
board and a bookshelf with
document trays and binders.

» Visit www.wisbank.com/wba-
office-remodel for before and
after photos of the demolition
and construction.

WBA Gives Back While Looking Forward
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STREAMLINE
workflow to allow HR to focus on more strategic initiatives. 

You asked...and we listened!

BIG ANNOUNCEMENT COMING SOON...

Wisconsin Bankers Association
EMPLOYEE BENEFITS CORPORATION, INC

Brian Siegenthaler    l    bsiegenthaler@wisbank.com  l  608-441-1211  l  www.wisbankins.com

DFI’s MacKinnon 
(continued from p. 8)

» What was your biggest
takeaway from DFI that 
you want to share with  
WBA members?

Just as the WBA member- 
ship has dedicated bankers 
within the industry, DFI has 
many examiners, supervisors, 
and agency staff just as dedi- 
cated to the financial industry 
– only from a different vantage
point. There are numerous
folks within the Department
and Division of Banking who
have spent their lifetimes
dedicated to the financial
industry to help ensure
financial institutions run in a
safe and sound manner and that
licensees meet all Wisconsin
statute requirements. On the
other end of tenure, DFI has
great new examiners (both
brand new and within 5-8 years
of their examiner jobs) who do
a great job and have learned

well from examiners with 
decades of experience.

DFI Banking Division staff 
have a strong desire to help 
protect consumers – whether it  
be from bait and switch loan  
or mortgage practices, deceptive  
marketing tactics, or premature 
repossession under the Wiscon- 
sin Consumer Act. Other DFI 
divisions of the department 
share similar concerns in their 
respective areas.

Also, examiners are 
more than willing to discuss 
examination findings and 
explain their rationale. 
They don’t have a “gotcha” 
motivation. Their sole focus 

is to identify areas of risk or 
concern to help the financial 
institution steer away from 
risk pitfalls. The examination 
team is merely an independent 
third party meant to review the 
actions and decisions to help 
determine whether a corrective 
course need be taken. The 
examination teams understand 
the close relationships bankers 
have with their customer banks,  
particularly on the lending side,  
and know that at times a banker  
may be too close to a relation- 
ship to spot risk through those 
neutral eyes, or may be too 
close to see a worrisome trend.

DFI Division of Banking 
shares concerns over industry 
consolidation and very 
much values the role of the 
state charter. The Division 
is engaged to find licensing 
efficiencies and to remain 
principle licensing authority 
for non-traditional deposit and 
loan product/service providers.

» What’s most exciting to
you about returning to WBA?

First, I wish to state I 
was greatly honored to have 
had the opportunity to work 
with the folks at DFI and 
for Wisconsin’s consumer. 
I’m proud of the work we 
accomplished during my time 
with DFI. My experiences at 
DFI have greatly enhanced my 
existing industry knowledge 
base, my perspective, and 
professional experiences. 

That said, I am very excited 
about returning to the WBA  
and continuing efforts to  
advocate on behalf of Wiscon- 
sin’s banks. While at DFI, part  
of my job was to help identify  
areas of concern and improve- 
ment for those DFI regulated. 
How to solve the identified 
concerns was the role for other 
professionals and experts. I 
prefer to be on the side where 
we find the solutions and I very 

I’m looking forward to     
rejoining WBA’s teaching 
faculty, helping answer 

questions through the Legal 
Call program, and advancing 

our advocacy efforts.
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By Mike Semmann

WBA sends out an average 
of 22 emails to over 10,000 
bankers every week. These 
communications range  
from electronic versions of 
hardcopy publications (like the 
monthly Wisconsin Banker) to 
industry updates for specific 
niches (such as agricultural 
banking) to information 
about upcoming professional 
development opportunities. 

Did you know, you can 
customize which publications 
you receive from WBA? Visit 
www.wisbank.com/publications 
to update your preferences 
today! Use the guide below 
to help you decide which 
publications are right for you:

Advocacy Report
Advocacy officers (exclusive)

Sent each Friday (with the 
occasional mid-week special 
edition), the WBA Advocacy 
Report provides political and 
advocacy updates bankers 
should know about with a 
pinch of salt on the side (aka, 
commentary from the editors). 
In addition, each weekly email 
includes a link to the updated 
Advocacy Spreadsheet (for 

the true advocacy nerds) 
containing a breakdown of 
all the issues and legislation 
WBA’s advocacy crew is 
tracking at the moment. Read 
to the bottom of the email for 
the Distraction of the Week.

Banconomics  
Quarterly Update
CEOs, directors, general public

The Banconomics 
Quarterly Update provides 
community bankers with 
essential economic data and 
research to support public  
and private decision-making. 
These updates fill the need  
for Wisconsin banking 
indicators presented in an  
easy-to-access yet compre- 
hensive format for community 
bankers, public officials, 
reporters, and industry leaders. 
The financial data and research 
found in these updates and  
on the Banconomics website  
is fueled by the quarterly 
release of FDIC banking reports  
including metrics on profit- 
ability, assets quality, and 
liquidity. The Banconomics 
Report is a WBA service 
provided through the Wisconsin  
Bankers Foundation.

Compliance Journal
Compliance officers

The monthly Compliance 
Journal provides bankers  
with updates and in-depth 
analysis on all things 
compliance. In addition, 

each issue contains three 
main sections: 1) the Special 
Focus, a deep-dive into a 
timely compliance topic; 
2) Regulatory Spotlight, a
compilation of relevant notices
published in the Federal Regis- 
ter; and 3) Compliance Notes,
brief updates from regulatory
agencies and/or WBA on
specific regulations or statutes.

Executive Letter
C-Suite

The Executive Letter is a
weekly epublication which 
serves as WBA’s voice to bank 
presidents, board members, 
and front-line employees  
alike. Sent from WBA 
President and CEO Rose 
Oswald Poels, the letter covers 
the major issues of the day 
facing banks. For a look at 
banks around Wisconsin and 
what WBA is doing on their 
behalf, there’s no better source 
of firsthand information.

The Pundit
Any banker that is interested 
in politics and advocacy

Sent on an as-needed basis,  
The Pundit is WBA’s insider  
glance at Wisconsin govern- 
ment. The Pundit is every 
banker’s window into what 
WBA’s advocacy team is 
currently working on and 
anything else of interest taking 
place under Wisconsin’s Capitol  
dome. Whether it’s providing 
state budget updates from the 
trenches or alerting members to 
important pieces of legislation 
concerning the banking 
industry, The Pundit stays on 
top of the latest banking issues 
and debates at the state capitol.

Financial Literacy Review
(Consumer Columns)
Marketing, personal bankers, 
branch managers

Sent monthly by the  
Wisconsin Bankers Foundation,  

the Financial Literacy Review  
provides news and event 
updates for bankers interested in  
promoting financial education 
in their communities. In 
addition, each issue contains 
a link to the latest WBA 
Consumer Column, a brief, 
education, consumer-focused 
article that WBA members are 
invited to use as a community 
column in the local paper, a 
blog on the bank’s website, 
part of a rotary speech, or any 
other way you see fit, with or 
without edits to the text. The 
purpose is to give member 
banks an easy-to-use tool 
for promoting the banking 
industry and financial health to 
Wisconsin’s communities.

Hemp-as-it-Happens
Ag lenders, compliance staff 

This one is about as niche 
as it gets! The Hemp-as-it- 
Happens epublication is sent on  
an as-needed basis to bankers 
interested in the goings on of 
the “growing” hemp industry 
(get it?!). Editions vary in 
length but are guaranteed to 
provide you with the policy, 
regulatory, and economic 
updates you need to serve your  
hemp customers while guarding  
your institution against risk. 

And the new kid on the block…
Wisconsin Banker Daily  
Every Wisconsin banker

This daily epublication, 
launched on April 1, is the 
oldie-but-goodie Daily Banker 
News Clips with even more 
relevant content, landing in 
your inbox every morning. It 
features the familiar collection 
of headlines related to the 
banking industry, economy, 
and politics, with additional 
informational articles and 
association updates and events. 

Semmann is WBA executive vice 
president – chief operations officer.

Association Update

It’s Your Inbox, You’re in Charge!
Update your communication preferences with WBA today!

Association
Update

Michael J.   
Semmann

DFI’s MacKinnon 
(continued from p. 24)

strongly believe that’s the role 
of WBA. We help members to 
find solutions. Personally, I’m 
looking forward to rejoining 
WBA’s teaching faculty, helping  
answer questions through the  
Legal Call program, and advanc- 
ing our advocacy efforts.

I’m also excited with the 
changes to the WBA offices, 
especially the new Engagement 
Center! The opportunities to  
serve and interact with our 
membership because of the new  
facilities is one of the things 
I’m most looking forward to.

» Customize which publications 
you receive from WBA. Visit 
www.wisbank.com/profile to 
update your preferences today!
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Rose Oswald Poels

Diane St. Martin

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.

Community Advocate of the Month

Q&A The following is a brief interview between WBA President and CEO Rose 
Oswald Poels and The Stephenson National Bank & Trust Oconto Falls 

Manager Diane St. Martin. Read past interviews at www.wisbank.com.

Rose: How did you first get into 
the banking industry?

Diane: I was 19 years old and  
working in a bakery when I saw 
a job posting in the newspaper.  
A local bank was looking for  
a teller. I applied, interviewed,  
and got the job!

 

What is your favorite aspect of your role at your bank?

I recently helped a customer who was managing the estate  
of his father who had recently passed. I had been working  
with this family for years, so they trusted me and felt 
comfortable working with me. One of my favorite aspects 
of this job is that I am in a position to offer solutions to my 
customers that will make their lives easier. It’s a great feeling 
to be able to help someone during a difficult time. 

What do you wish the general public understood about 
the banking industry?

Banks offer more than accounts and loans. Banks employ 
educated and experienced people who are great resources 
to our community. Whether a person is concerned about  
the risks of making an online purchase, wants to create a 
personal budget, or is interested in improving their credit,  
there are bankers that are happy to help by answering 
questions and offering advice.  

Where do you believe the industry’s greatest challenges 
are in the next three to five years?

One challenge that I already see being faced is the fast-paced 
growth of technology. We know that many of our customers 
love online services, eTellers, and electronic payment 
methods, but many of our customers still prefer face-to-face 
service and the exchange of cash for goods and services.  
In order to be responsive to the way our customers choose to 
do their banking, banks have to offer a variety of options.

Please describe your current role at your bank and share 
with us one of your more rewarding experiences.

As Office Manager of one of six locations at my bank, I 
oversee an amazing team of bankers. Each of us is involved 
in the community in some way outside of work and also 
participates in bank-sponsored events. I am the Financial 
Literacy Coordinator for our bank, so I plan presentations 
in our community that are focused on financial education. 
Many of our bankers participate by giving presentations. 
My experience as a presenter has ranged from 4-year-olds 
drawing a picture of a spaceship as something that they are 
saving their money for to talking to jail inmates about creating 
a budget, getting out of debt, and saving for their future. I have 
been doing this for so long that I once opened a checking 
account for a young man who remembered me coming into 
his elementary school classroom to teach them about saving 
by playing Banker BINGO!  

Note: St. Martin also serves on the Wisconsin Bankers 
Foundation Financial Literacy Advisory Board.

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! 

You are Leaders in 
Your Communities;
We're Here to Help

Rose Oswald Poels
WBA President and CEO

Banks are experienced at leading through challenging times, and we certainly are living through 
unprecedented times right now. We know the virus will spread before it levels off and decreases, 
and all the evolving changes, cancellations, and closures are only adding to everyone’s anxiety. 
As your association, we want to help our members be a trusted resource of reliable, up-to-date 
information. Please make it part of your daily routine to check our COVID-19 landing page at 
https://www.wisbank.com/coronavirus.

All of you as bankers are leaders in your communities and you will be looked to now more  
than ever as people and businesses start to feel the economic impact of all these closures. 
Please let us know how we can be of help serving you.
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Millennials 
(continued from p. 20)

» Alright, Kid,
So What Should We
Do With This Info?

Why, thank you for asking! 
This is a great time to ask some 
important questions about the 
way your bank is stepping into 
the digital age. Millennials are 
very digital, but the emerging 
Gen Z (typically considered 
those born 1996 and later) have 
an even higher proclivity to 
digital payment systems and 
even lower credit card usage. 

Do the products at your bank  
align with how your customer 
base prefers to move their 
money around? Is there a way 
to fight the fear of credit cards?

Every bank’s customer-base 
is unique, so the answers to 
those questions may vary.  
If you’re not sure where to  
start looking for answers, 
consider asking some 

millennials directly. Chances 
are, you have at least a few 
working for you today.

Bates is WBA administrative/
communications assistant – legal.

¹https://www.federalreserve.gov/
econres/feds/files/2018080pap.pdf 
2https://www.nerdwallet.com/
blog/credit-cards/millennials-
cash-credit-mobile-banking/
3https://www.usnews.com/news/ 
national-news/articles/2018-04-26/ 
millennials-spend-more-on-debit-
purchases-than-credit
4https://www.paymentsjournal. 
com/are-consumers-more-likely-
to-load-a-debit-or-a-credit-card-
in-a-payment-app/
5https://www.digitalcommerce 
360.com/2019/03/26/millennials-
online-shopping/
6https://www.paymentsjournal. 
com/person-to-person-payment-
apps-are-eroding-cash-use/
7https://www.pymnts.com/news/
payment-methods/2020/in-
search-of-consumer-spendings-
new-normal/

Bankers Marketplace

Vice President Commercial Lender 
First National Bank of River Falls, a 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! This rare 
opportunity exists due to the retirement 
of a long-time employee. The successful 
candidate will develop new business, 
underwrite and structure loans, and acquire 
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 
to work independently while prioritizing 
and meeting bank and customer deadlines. 
At First National, we’re family, and we look 
forward to welcoming you home! Please 
apply online at http://fnbrf.com/ 
our-community/careers or email resume  
and cover letter to fnb-hr@fnbrf.com.  
First National Bank of River Falls is an  
Equal Opportunity Employer.

Agricultural Loan Officer 
Citizens State Bank of Loyal is looking for an 
experienced Agricultural Loan Officer for 
our Neillsville, Wis. office. This individual 
will be responsible to manage and grow an 
existing loan portfolio. Ability to analyze 

loan applications, audit loan files and 
counsel customers is essential. This position 
requires a minimum of 5 years of experience 
in agricultural lending and strong business 
development skills. Bachelor’s degree 
in business administration, agriculture, 
finance, or related field. We offer a positive 
work environment, competitive benefits, 
and compensation with the opportunity for 
incentives. Citizens State Bank of Loyal is an 
Equal Opportunity Employer. Email resume’ 
and cover letter to jbrock@csbloyal.com.

Commercial Lender 
Community Bank of Portage, a branch of 
Bank of Wisconsin Dells, is looking for an 
experienced Commercial Lender to join 
our team. This position involves developing 
new business, including outbound calling 
efforts, and servicing an existing portfolio. 
BWD also expects active involvement 
in the communities we serve. Successful 
candidates will have experience in sales, 
credit, and commercial lending, and 
possess excellent communication and 
customer service skills. Candidates must 
also be knowledgeable in underwriting and 
structuring of loans. Previous commercial 
lending is required. Benefits include 
health and dental insurance, paid time 
off, and generous 401k match. Salary is 
commensurate with experience. Position is 
eligible for bonus. Please include 
expectations with online application. Bank 
of Wisconsin Dells is proud to celebrate 110 
years as a locally owned community bank 
with strong ties to the communities we serve. 
Bank of Wisconsin Dells is an Equal 

Opportunity Employer. If you feel your 
background and experience are matches 
for this position, apply online through our 
website, www.dellsbank.com.

Agribusiness Banker
Denmark State Bank is looking for an 
Agribusiness Banker to service an existing 
agricultural loan portfolio and to develop 
new agribusiness banking relationships. This 
individual will perform all duties associated 
with the ag banker position in originating, 
underwriting, and closing secured and 
unsecured agribusiness/agricultural loans 
in accordance with established lending 
objectives, policies, and procedures. 
Establishes, maintains, and maximizes 
relationships with existing and potential 
customers. Profitably grows loans, deposits, 
and fees. Ensures credit quality guidelines 
are met/monitored. For this position, a 
minimum of five years of experience in 
Ag Banking and/or previous agricultural 
related experience is desired. Formal 
credit training preferred. Bachelor’s degree 
in business administration, agriculture, 
finance, or related field. Please apply 
online at http://denmarkstate.com/career-
opportunities. Denmark State Bank is an 
Equal Opportunity Employer

River Bank has two open positions: 
River Bank currently serves 14 locations in 
the La Crosse and surrounding area. River 
Bank is an Equal Opportunity Employer. 
Application materials for both openings can 
be found at www.riverbank.biz and sent to 
application@riverbank.biz.

River Bank
IT Department Head

We are currently seeking an experienced 
IT Department Head to join our team. This 
position is accountable for leading the IT 
Team in the analysis, design, development, 
integration, implementation, and support 
of applications to ensure and maintain 
secure and efficient operations. This 
position is responsible for developing strong 
communication channels and efficiencies 
with management and employees 
throughout all locations in the organization. 
The IT Department Head oversees 
technology maintenance, enhancement  
and project implementations, ensuring 
on-time and on-budget completion of 
project goals and River Bank standards. 
Requirements: Successful candidates 
will have experience in IT, banking, 
management and possess excellent 
communication and customer service 
skills. Benefits include health and dental 
insurance, paid time off, and 401k match.

River Bank
Mortgage Loan Officer

River Bank is currently seeking an 
experienced Mortgage Loan Officer to  
join their team. This position involves 
developing new business, servicing 
an existing portfolio and community 
involvement. Requirements: Successful 
candidates will have previous experience in 
banking and/or mortgage lending, as well 
as excellent communication and customer 
service skills. Benefits include health  
and dental insurance, paid time off, and 
401k match.
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Payments and Cash Management in the banking world is quickly 
evolving, Bankers’ Bank helps you stay on top of technology changes
and remain competitive. Let us help you save time, create efficiencies,
manage risks and offer payment options your customers demand.

Payment solutions to help 
you now and into the future

Solutions offered:
• Cash Management Services
• File Information Report Exchange (FIRE)
• International Money Services
• Cash Letter Clearing
• Faster Payments

Matt Kajewski
715.271.0937
Northern WI

Troy Ruegsegger
608.260.5384
Southern WI

Your Correspondent Bankers

BankersBank.com

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

Madison, WI • Chicago, IL •  Des Moines, IA •  Indianapolis, IN
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