
Pandemic Makes Budget Planning Tougher for Bankers

(continued on p. 23)

By Paul Gores

As Wisconsin bankers 
prepare their 2021 
budgets amid a pandemic,  
the biggest question 
marks – aside from  
the persistence of the 
novel coronavirus  
itself – are how they’ll 
handle shrinking net 
interest margins and  
how much to add to  
loan-loss reserves.

And if they had their 
wish, many bankers 
would gladly welcome a 

sustained hot mortgage 
market and another dose 

excess liquidity banks 
are sitting on,” said  
Paul Kohler, president 
and chief executive 
officer of Eau Claire’s 
Charter Bank.

With overnight  
funds paying only five 
basis points, margins 
are compressed and 
will hurt earnings, said 
Kohler, who is chair  
of the Wisconsin  
Bankers Association.

The latest quarterly 
report from the Federal 
Deposit Insurance Corp. 
shows the overall net 
interest margin for  
banks headquartered in 
Wisconsin was 3.31% 
in the first half of 2020, 
down from 3.49% at the 
same time in 2019. Na-
tionally, the first half net 
interest margin for banks 
was 2.97%, tumbling 
from 3.40% during the 
same span in 2019.

of economic stimulus 
to help them and their 

customers through the 
new year.

With the coronavirus 
and its effects on business  
and consumers still 
hampering the state’s 
economy, bankers are 
adjusting budgeting and 
strategic planning this fall.

The weak interest 
rate environment is a  
top concern.

“The interest margin 
has been shrinking  
because of the low  
interest rates and the 

(continued on p. 22)

When the coronavirus 
pandemic took center stage  
this spring, many banks 
looked at their loan port-
folios and wondered what 
impact such an unprec-
edented and unpredictable 
event was likely to have.

Among banks poring 
over its loans was 

Johnson Bank. 
Leaders at the 

they might have to add 
to loan-loss provisions 
to absorb credits that 
could go sour as busi-
nesses shut down and 
people lost their jobs.

“By mid-April we 
had done a really deep, 
deep dive on our bor-
rowers,” said Jim Popp, 
chief executive officer 
of Johnson Financial 

Group. “I think we 
looked at every  
borrower with more 

Racine-based 
bank tried to 

gauge how much 

was a huge amount of 
uncertainty about the 
business impact and  

the high side compared 
with some banks. 

than $1 million in  
exposure with us. We 
looked at all the metrics, 
we looked at all the 
industries, we spent a  
lot of time with our cus-
tomers asking a bunch 
of predetermined ques-
tions on a number of 
different fronts, to really 
evaluate our provision.”

What the bank found 

possible effect on loans 
from the virus’ powerful 
gut punch to the economy.  
The near-term future 
seemed ominous.

By summer, however, 
the quality of Johnson 
Bank’s loan portfolio 
hadn’t seen enough  
trouble to warrant an addi- 
tion to reserves, which 
Popp said already were on  

Pandemic 
uncertainty 
leaves Wisconsin 
bankers ready 
to reserve
By Paul Gores

Reserves Grow in Pandemic-Driven Downturn 
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By Paul Kohler

Nov. 3 is right around the cor- 
ner, and it will be an Election 
Day unlike any we’ve seen in 
our lifetimes. The combination 
of firmly entrenched political 
divides, a Presidential election, 
and COVID-19’s logistical 
challenges all mean it’s more 
important than ever for voters 
to be educated and active. 

The single biggest factor in  
whether pro-banking laws will  
be enacted is whether candidates  
who support banks end up in 
office. Our association’s stellar 
Advocacy Team does excellent 
work on our behalf at both the  
state and federal level, but WBA  
can’t vote for you. We can level  
the playing field by helping 
elect pro-banking candidates. 

According to Pew Research 
Center, the 2018 midterms had 
record voter turnout, but still 
only 56% of eligible voters cast 
a ballot. A 2018 Pew survey 

found that lack of convenience 
is a big factor, especially among 
younger voters. As bank and 
community leaders, we must 
set a standard for political 
involvement by modeling for 
our staff and communities the 
importance of being a part of  
local, state, and federal elections.

How can we encourage our 
fellow bankers and our staff to 
vote? I have a few ideas...

Look up your ballot and 
research the candidates. Visit 
MyVote.wi.gov and enter your  
address to see what’s on your  
ballot. If you have any questions  
about a candidate’s positions 

related to banking, contact 
WBA’s advocacy team at  
608-441-1200 for more insight. 

Encourage early and mail-in 
voting. Wisconsin law allows 
every eligible voter to request 
an absentee ballot (no excuse 
necessary). If you or anyone 
on your staff says they’re not 
voting because they aren’t com- 
fortable going to the polls in 
person, point them to MyVote. 
wi.gov to request an absentee 
ballot. WBA has a guide on how  
to vote absentee available at www. 
wisbank.com/articles/2020/07/ 
safe-quick-convenient-it-s- 
absentee-voting-s-time-to-shine. 

What Are You Doing on November 3?

Message from
the Chair

Paul   
Kohler

©2020 EBN

Forward Together
Through the unknowns, make one thing for certain...your key talent. 
Investing in a strong executive team will allow the Bank to grow and strive in a forward 
direction together. Executive Benefits Network can help you financially motivate, retain 
and recruit your current key talent, as well as your future high-impact team members 
with a plan that is cost effective and simple to execute. Establishing a plan for your key 
talent can help the Bank in its ongoing succession planning.

Earnings from Bank Owned Life Insurance (BOLI) are income tax-free and can be used 
to offset employee benefit plan expenses and nonqualified plans for your key talent. BOLI 
is immediately accretive to earnings and improves non-interest income and shareholder 
value. Let us move forward together to make a plan that works for your Bank.

After all, our best talent is helping you keep yours.

BOLI & Deferred Compensation Experts | 800.780.4EBN | www.ebn-design.com
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Consider adding paid 
time off on Election Day to 
your vacation policy. For 
resources and ideas of how to 
structure a staff “voting day,” 
including offering 1-4 hours 
of PTO and/or making Nov. 3 
a day without meetings, visit 
MakeTimeToVote.org.

No matter what you do  
to encourage your peers to 
vote, don’t forget to make  
time to get to the polls 
yourself. Wisconsin could  
be the swing state that decides 
the Presidential election this 
year, which is why none of 
us can escape the barrage of 
political ads (over 4,800 of 
them aired on TV just between 
May and early July). It’s also 
why as many Wisconsinites as 
possible need to cast our votes. 
It’s our responsibility. 

Kohler is president of Charter 
Bank, Eau Claire and the  
2020-2021 WBA Chair.

https://www.wisbank.com/articles/2020/07/safe-quick-convenient-it-s-absentee-voting-s-time-to-shine/
https://www.wisbank.com/articles/2020/07/safe-quick-convenient-it-s-absentee-voting-s-time-to-shine/
https://www.wisbank.com/articles/2020/07/safe-quick-convenient-it-s-absentee-voting-s-time-to-shine/
https://www.wisbank.com/articles/2020/07/safe-quick-convenient-it-s-absentee-voting-s-time-to-shine/
https://spectrumnews1.com/wi/madison/news/2020/07/22/wisconsin-sees-large-volume-of-political-advertising-ahead-of-presidential-election
https://spectrumnews1.com/wi/madison/news/2020/07/22/wisconsin-sees-large-volume-of-political-advertising-ahead-of-presidential-election
http://MakeTimeToVote.org
http://MyVote.wi.gov


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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By Mike Semmann 

This election season is going 
to be different than any past 
election on several fronts.  
So, here are five key things to 
keep in mind this fall. 

1. Vote like your future
depends on this election.

Wisconsin has already 
mailed all registered voters an 
application to vote absentee. 
If you’ve thrown that piece 
of mail away and you are 
not going to vote in-person, 
request an absentee ballot 
by visiting www.vote.wi.gov. 
To insure that your vote 
is counted, please request 
your ballot as far in advance 
of the election as possible. 
Seriously, do NOT wait. The 
deadline to request a ballot by 
mail is (received by) Thursday, 
Oct. 29, 2020. Pretend the 
deadline is Oct. 9.

2. Here are five reliable web-
sites for political information.

It can be a little over- 
whelming trying to process the 

prevention, data privacy/cyber 
security, and credit unions.

5. If you have funds left in
your Alliance of Bankers for
Wisconsin (ABW) conduit,
please authorize release of
the funds ASAP.

The funds are most bene- 
ficial to the candidates if they 
are used prior to the election 
as many of the campaign 
decisions have already been 
made, but still need funding. 
ABW accounts don’t earn 
interest and the industry, your 
bank, and you will all be 
helped by using the funds in 
the first part of October. WBA 
recommends that the funds get 
used on Wisconsin candidates 
due to compliance laws.

Thank you for your 
support of WBA Advocacy 
and a special shout out to the 
WBA Advocacy Officers. We 
appreciate everything you are 
doing to represent your bank 
and the banking industry!

Semmann is WBA executive vice 
president – chief operations officer.

7th Congressional District 
(northern Wisconsin): Brand 
new Congressman Tom Tiffany  
(R) won a special election in the
initial phases of COVID and is
expected to win the election.

5th Congressional District  
(northwest and west of 
Milwaukee): Rep. Jim 
Sensenbrenner (R) is retiring 
and state Senator Majority 
Leader Scott Fitzgerald (R)  
is expected to fill this seat.

4. The Wisconsin Legislature
is still important to all banks.

The Wisconsin legislature 
battleground races are pre-
dominantly in four areas of the 
state: Northwestern Milwaukee 
suburbs, Green Bay, western 
Eau Claire to St. Croix County, 
and the western Milwaukee 
Suburbs. There are four key 
races in the state Senate and 
approximately 12 in the state 
Assembly. They will debate 
and, more importantly, vote 
on key banker issues in 2021, 
including COVID liability 
relief, elder financial fraud 

details of this election, much 
less know if the information is 
factual. Here are the top five 
resources for 2020 elections 
coverage in Wisconsin leading 
up to November:

» Real Clear Politics: https://
www.realclearpolitics.com/

» Ballotopedia: https://
ballotpedia.org/Main_Page

» Milwaukee Journal Sentinel: 
https://www.jsonline.com/news/
politics/

» Wispolitics.com: https://www. 
wispolitics.com/

» The Wheeler Report: https://
www.wispolitics.com/

3. The Wisconsin Delegation
will have new faces working
on banking issues in the
next Congress.

2020 Elections: Five Critical Items for Wisconsin Bankers

Advocacy
Update

Mike
Semmann

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

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

BEACON Business Group 
Milwaukee, Wis.
www.beaconbiz.net
Contact: Steve Boylan
414-988-6022

BEACON Business Group, 
focuses exclusively on helping 
owners of privately held 
and family-owned Midwest 
businesses sell for the greatest 
financial benefit. Their brokers 
and marketing team have many 
years of experience guiding 
clients through the process: 
getting their businesses primed 
for sale, creating targeted 
and sophisticated marketing 

programs to find the right 
buyers at the right time, and 
working hand-in-hand with 
clients’ trusted advisors 
through negotiations and due 
diligence toward a successful 
close.  Their Closing rate 
is 95% versus the industry 
average of 30% to 35%. 
They are committed, above 
all else, to serving their 
clients with honesty, integrity, 
and respect.

Hansen Auction Group, LLC 
Prairie Farm, Wis.
www.hansenauctiongroup.com 
Contact: Bryce Hansen

bryce@hansenauctiongroup.com 
715-418-1030

Hansen Auction Group, LLC, 
is a marketing company 
specializing in the sale of assets  
by auction. They are a full-
service company with several 
certified personal property 
appraisers that also calculate 
assets for clients. With 
several offices across the 
state of Wisconsin and one 
in Minnesota they have every 
region covered! Additionally, 
their company assists in the 
recovery of assets, from one 
piece to a complete business. 
Hansen Auction Group is 
licensed in several other 
states and can service the 
needs of lenders wherever their 
assets are located.

Lenderful Solutions
Petoskey, Mich.
www.lenderfulsolutions.com 
Contact: Michael Goyne 
mgoyne@lenderful.com
616-818-6164

Lenderful Solutions is an  
innovative technology company  
that provides software as a 
service solution to the financial 
services industry. They partner 
with lenders and real estate  
professionals to create next-
generation digital capabilities. 
Much more than on-line applica- 
cations, their process allows 
customers to learn, shop, select,  
and apply on their own schedule. 

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

Three Companies Approved as Service Providers for WBA Members

4 OCTOBER 2020

http://www.vote.wi.gov/
https://www.realclearpolitics.com/
https://www.realclearpolitics.com/
https://ballotpedia.org/Main_Page
https://ballotpedia.org/Main_Page
https://www.jsonline.com/news/politics/
https://www.jsonline.com/news/politics/
https://www.wispolitics.com/
https://www.wispolitics.com/
https://www.wispolitics.com/
https://www.wispolitics.com/
mailto:sales@wisbank.com
mailto:sales@wisbank.com
https://www.wisbank.com/resources/associate-members/
http://www.beaconbiz.net
http://www.hansenauctiongroup.com
mailto:bryce@hansenauctiongroup.com
http://www.lenderfulsolutions.com
mailto:mgoyne@lenderful.com
mailto:msemmann@wisbank.com


ALREADY 
SOLVING 
YOUR NEXT
CHALLENGE.

Budgeting

Profit Projections

ALCO

Capital Planning

Decay/Beta Analysis

Regulatory

Investment Portfolio

Investment Duration

Investment Mix

Interest Rate Risk

Loan Pricing

Floors

From regulatory requirements to working toward enhancing 

your financial institution’s performance, the challenges are 

growing even more demanding by the day. Fortunately, we 

understand what you’re up against. We can help you navigate 

the many complexities of your operation with confidence, as 

well as provide you with solutions that are backed by our own 

experience and resources. We know how to get you there, 

because we’ve already been there.

Learn more at www.bokfinancial.com/institutions.

Bank dealer services offered through Institutional Investments, Bank of Oklahoma, which operates as a 
separately identifiable trading department of BOKF, NA. Services may be offered under our trade name, 
BOK Financial Institutions Group. BOKF, NA is the bank subsidiary of BOK Financial Corporation. Some 
services may be offered through BOK Financial Securities, Inc., member FINRA/SIPC, and an affiliate of 
BOKF, NA. Investment products are: NOT FDIC INSURED | NO BANK GUARANTEE | MAY LOSE VALUE
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reinhartlaw.com/banking
MILWAUKEE · MADISON · WAUKESHA · WAUSAU · CHICAGO · ROCKFORD · MINNEAPOLIS · DENVER · PHOENIX

In these diffi  cult times, community banks throughout 
the Upper Midwest and beyond rely on Reinhart for its 
comprehensive range of industry-tailored legal services.

We have helped clients across the region adapt to 
the new banking realities, including government loan 
programs, protocols for practical masking/distancing 
policies, and litigation assessment and mitigation.

Midwestern community banks also turn to Reinhart for 
their operational and strategic needs, including mergers 
and acquisitions, branch purchases, capital off erings, 
shareholder management issues, corporate governance, 
regulatory compliance concerns and examinations.

How can we help you?

Melissa Y. Lanska
414.298.8706
mlanska@reinhartlaw.com

John Reichert
414.298.8445
jreichert@reinhartlaw.com

 Legal Counsel
You Can Bank On.
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Q
A

Mortgage Valid Beyond 30 Years? Only IF You Take These Steps

Compliance
Q&A

Scott 
Birrenkott

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

Is a Mortgage Valid Past 
30 Years in Wisconsin? 

Answer: It depends. A bank must  
take action for a mortgage to 
remain in effect beyond 30 years. 

A mortgage is effective 
in Wisconsin for 30 years, 
but can remain valid longer 
if additional steps are taken. 
Action with respect to the 
record is required for matters 
such as priority and statute 
of limitations, and, generally, 
so that the bank’s mortgage 
interest remains in effect.

The type of action 
required could include re-
recording the mortgage, or 
another document, intended 
to provide notification of 
bank’s continuing interest 
in the property. Such action 
must be taken prior to the 
initial 30-year period expiring 
from the date the mortgage 

effected borrowers. If such 
arrangements will extend the 
loan term beyond 30 years, 
banks consider the above 
implications. For example, it 
may be prudent to implement 
tracking or monitoring of the  
loan term in the event that some  
action is required with respect 
to the mortgage in order to 
ensure it remains valid.

For reference, banks should 
consider Wis. Stat. Sections 
893.33, 706.09(1)(k), and 
706.09(2).

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.

was recorded. A bank should 
also consider whether the 
existing mortgage, and any 
obligations (such as a note), 
include language, such as an 
acknowledgement, that the 
bank has authority to take 
such action. Bank should also 
consult the title company 
to confirm the mortgage is 
insured for the full term that 
will extend beyond 30 years.

In short, a lender can lose 
its interest in the mortgage if 
no action is taken with respect 
to the record within 30 years. 
Specifically, Wisconsin law 

provides that if any interest is 
not of record within 30 years, 
the purchaser may take the 
interest free of that adverse 
claim. Additionally, a lender’s 
priority in their mortgage will 
come ahead of a mortgage that 
is not of record for more than 
30 years (if that interest has 
not been “continued” through 
action as discussed above).

If a loan term is expected to 
continue past 30 years, banks 
should consider what steps 
may be necessary in order to 
ensure any related mortgage 
remains of record. Given 
the current pandemic, some 
institutions may have entered 
into deferral agreements with 

DOJ Announces Milestone 50 Cases of PPP Fraud
DOJ announces criminal charges on PPP fraud cases
On Sept. 9. the U.S. Depart- 
ment of Justice (DOJ) 
announced it has criminally 
charged more than 50 people 
who allegedly committed  
fraud to obtain money from  
the Paycheck Protection 
Program (PPP). 

“The PPP represented 
critical help at a critical time,” 
said Acting Assistant Attorney 
General Brian Rabbitt at the 
PPP Criminal Fraud 
Enforcement Action Press 
Conference. “Unfortunately, 
almost every crisis brings out 
not only those who seek to help 
others, but also those who try 
to exploit the situation for their 
own unlawful purposes and 
financial gain.”

The cases charged involve 
attempts to steal over $175 
million from PPP with 
actual losses to the federal 
government of over $70 

immediately. The first cases of 
PPP fraud were brought within 
months of the program being 
announced, while loans were 
still being made. 

“We did this not only to 
protect the integrity of the 
PPP and the taxpayer funds 
it was disbursing, but also to 
send a message of deterrence 
to would-be fraudsters – while 
loans were still being made 
– that the Department was
standing watch and would
move aggressively to prosecute
those who defrauded this
critical program,” said Rabbitt.

Given the overall scope 
of PPP—5.2 million loans 
approved for a total of 
over $525 billion—the 
cases brought by the DOJ 
account for just 0.03% of 
funds disbursed. But for the 
individuals and businesses 
affected, every dollar counts.

million. The cases are diverse 
in both size and scope, ranging 
from fraudulent loan requests 
for $30,000 to over $24 million 
and span 19 federal judicial 
districts across the country. 

Rabbitt said banks and other  
lenders assisted the DOJ in  
identifying potentially fraudu- 
lent loans. “Many financial 
institutions have been strong 
partners in assisting us in 
detecting and investigating 
potentially fraudulent activity in  
connection with the PPP and 
other government aid programs 

and safeguarding taxpayer dol- 
lars by spotting fraud and freezing  
funds or accounts,” he explained.

Rabbitt’s remarks at the 
press conference place the 
DOJ’s PPP fraud cases into two 
broad categories: 

1) Cases where individuals
– or small groups – who
lied about having legitimate
businesses, or who claimed
they needed PPP money
for things like paying their
workers, but instead used it to
buy splashy luxury items for
themselves; and

2) Coordinated criminal
rings that have engaged in 
systematic, organized conduct 
to loot the PPP.

Rabbitt commended the 
DOJ Criminal Division’s Fraud 
Section for moving quickly to 
combat fraud connected to PPP, 
setting up a dedicated team 
and beginning investigations 
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By Amber Seitz

With legislation to provide 
simple, automatic forgiveness 
for PPP loans stalled in Congress,  
businesses and lenders face 
a long slough through the 
SBA’s forgiveness process. 
In response, some lenders are 
offloading their PPP portfolios 
to nonbank servicers in hopes 
of avoiding forgiveness hassles 
and boosting liquidity. 

For example, New York-
based Loan Source has 
purchased nearly $3 billion 
in PPP loans, according to its 
website. The nonbank works 

whether to sell all or part 
of their PPP portfolio to a 
nonbank servicer, including 
the institution’s liquidity 
needs, capacity, expertise, and 
reputational risk.

Liquidity – Depending 
on the bank’s portfolio mix, 
PPP loans could be straining 
liquidity. SBA has changed 
both the timeline and the 
requirements for forgiveness 
since the program was 
launched, which also impacts 
net interest margin. Lenders 
didn’t anticipate needing to Banks have many factors 

to consider when deciding 

with ACAP SME, LLC—an 
SBA-approved partner—to 
service the loans. It has 
acquired portfolios from  
14 lenders, with more in  
the pipeline.

So far, however, selling 
seems to be more popular 
for coastal banks than in 
the Midwest. On Aug. 6, 
WBA included a poll in the 
Wisconsin Banker Daily 
morning email: 

Does your bank plan to 
sell its PPP loan originations? 

A resounding 100% of 
respondents replied “No.”

PPP Loans for Sale (Maybe)

(continued on p. 9)

WBA Supports Extension of Exception from Regulation O for  
PPP Loans; Recommends More Flexibility in CFPB QM Rule
Summary of recent 
comment letters below
On Aug. 31, WBA filed 
a comment letter stating 
support for FRB’s latest 
interim final rule which extends 
an exception for PPP loans 
from the requirements of 
the Federal Reserve Act 
and the corresponding 
provisions of Regulation O. 
WBA first filed support of 
an initial exception back in 
April when FRB moved to 
except PPP loans made on 
or before June 30, 2020, the 
initial sunset date of the loan 
program under the CARES 
Act. As the Prioritized 
Paycheck Protection Program 
Act extended SBA’s loan 
program to Aug. 8, 2020, FRB 
extended its initial Regulation 
O exception for PPP loans to 
the loan program’s new sunset 
date of Aug. 8, 2020.

WBA stated support for  
FRB’s actions as it would 
provide clarity that PPP loans 
made by a bank to insider-
owned businesses between  
July 1, 2020 and Aug. 8, 2020,  
are also excepted from the 
requirements mentioned 

than two percentage points 
as of the date the interest rate 
is set. The proposal would 
provide higher thresholds 
for loans with smaller loan 
amounts and for subordinate-
lien transactions. The 
proposed rule would retain the 
existing product-feature and 
underwriting requirements 
and limits on points and fees. 
Furthermore, the rule would  
no longer require creditors 
to use appendix Q, although 
creditors must still consider 
and verify a consumer’s 
income, assets, and debts.

WBA recommended a 
hybrid approach to the  
General QM definition that 
would utilize both a DTI  
limit and allow higher DTI 
ratios for loans below a  
pricing threshold. WBA  
also suggested, among other 
things, that appendix Q be 
replaced with reasonable 
alternatives and safe harbor 
treatment be expanded.

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

above. Without an extension 
of the exception, WBA stated 
concern that some auditors and 
examiners would treat such 
loans differently than PPP loans 
made on or before June 30, 2020. 

 The removal of Regulation 
O obstacles through the 
exception has helped allow 
Wisconsin’s banks to more 
efficiently address the needs 
of their insider-owned small 
businesses. The exception has 
also helped ensure eligible 
businesses have timely access 
to liquidity to help overcome 
economic hurdles resulting 
from the effects of COVID-19 
and the mitigating efforts in 
effect throughout Wisconsin.

In a separate comment letter  
filed Sept. 8, WBA expressed 
overall support for CFPB’s 
proposal to amend the General  
QM definition, but recommended  
certain changes to provide 
more flexibility to the industry. 
CFPB’s proposed changes to  
the ability to repay rule would 
significantly impact mortgage 
lending. In part, the rule would  
amend the General QM defini-
tion. Currently, for General 
QM loans, the DTI ratio must 
not exceed 43%. CFPB has 
proposed to replace this limit 
with a price-based threshold. 

Under the proposal, a 
loan would meet the General 
QM loan definition only if 
the APR exceeds APOR for a 
comparable transaction by less 

Comment Letters:
• www.wisbank.com/
CommentLetters

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

8 OCTOBER 2020

https://acapgp.com/sell-ppp-loans/
https://www.wisbank.com/Search?type-filter=all&q=Comment+Letters&page=1
https://www.wisbank.com/Search?type-filter=all&q=Comment+Letters&page=1
https://www.wisbank.com/Search?type-filter=all&q=Comment+Letters&page=1


Creating meaningful relationships is our culture. From executive management to front-line employees, 
we live it and believe it every day. As your correspondent partner, and a community bank ourselves, we 

understand the value community banks bring to the clients we serve.

At Quad City Bank & Trust, Relationship Isn’t Just a Buzz Word.

SARAH DOLAN  
773.354.4837

KEVIN VOLKER   
608.213.4987

SCOTT KRIEGER  
715.590.2564

Member FDIC

www.qcbt.com/correspondent-banking
4500 Brady Street, Davenport, Iowa

SBA issued new guidance on 
the program by the hour, it 
seemed, and keeping up with 
all of the requirements for 
forgiveness, not to mention 
the potential for fraud, may 
strain a bank’s compliance 
management capabilities. 

Reputation – Finally, 
banks must consider the 
reputational impact of selling 
(or not selling) their PPP loan 
portfolio. Many community 
banks participated in the 
program as a way to help their 
customers and communities 
during a time of crisis. As the 
state and national economy 
slowly recover, some lenders 
may choose to return to more 
tried-and-true methods of 
assistance rather than navigate 
the changing complexities 
of PPP. However, some 
institutions may see selling as 
a kind of abandonment of their 

clients. If those clients feel the 
same, the reputational risk may 
be too great to overcome. 

If a lender is leaning 
towards selling, one final 
consideration is volume. Like 
student loans or credit cards, 
PPP servicing is a volume-
driven business. Investors and 
servicers who are in the market 
to purchase PPP loans may 
have minimums for deals. 

Ultimately, the decision of 
whether or not to sell PPP 
loans comes down to risk, not 
profit. Most likely, banks will 
not make money on the sale  
of their loans, so they must 
weigh the compliance risk 
of potential fraud or costly 
servicing errors with the 
reputational risk of selling.

Seitz is WBA operations   
manager and senior writer.

» Need to Expand Your 
Institution’s Bandwidth?
FIPCO can help in two 
ways! 1) If you need fast, 
accurate assistance with 
loan closures, FIPCO’s 
Loan Processing Central 
provides dependable, 
accurate document 
assistance to meet your 
customers’ needs. Visit 
www.fipco.com/solutions/
loan-processing-central to 
learn more. 2) If you’re 
looking for expert help in 
risk management, loan 
review, or strategic 
planning, FIPCO’s ShareFI 
is your team of trusted 
partners. Visit www. 
fipco.com/solutions/
compliance-management-
services to learn more.

PPP Loans for Sale 
(continued from p. 8)

hold PPP loans for as long  
as they may need to now.  
Some banks may be looking 
for the ability to get back to 
“business as usual” and relend 
funds currently tied up in  
PPP loans. 

Capacity – Banks also 
need to examine their internal 
capacity to service PPP loans 
moving forward and identify 
gaps, both in bandwidth 
(with staff already working 
overtime in many cases) and 
in expertise. Banks that are 
less familiar with SBA lending 
may find selling the loans 
to a service provides their 
borrowers with a higher level 
of service in this situation. 

Compliance – As always, 
banks must evaluate the 
compliance risk of keeping 
PPP loans in their portfolio. 
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Source: U.S. Bureau of Labor Statistics

(continued on p. 11)

By Amber Seitz

You may have heard the 
statistic that 10,000 Baby 
Boomers retire every day. 
Today’s businesses, including 
banks, face many challenges as 
their most tenured employees 
exit the workforce in droves. 
One tool in HR leaders’ belts 
is phased retirement, whether 
formal or informal. 

People are working longer. 
The U.S. Bureau of Labor 
Statistics projects by 2024 
the workforce will include 
about 41 million people age 
55+, with roughly 13 million 
of those expected to be over  
the age of 65. Additionally, 
BLS expects the two fastest-
growing age groups in the 
labor force to be people aged 
65-74 and those age 75+.
(See chart, above.)

Some of this workforce 
longevity is driven by 
economic need—Americans 

full-time to retired is through 
a phased retirement program. 
These programs/policies create 
a framework for employees to 
gradually exit their role within 
the organization, often through 
reducing hours, training a 
replacement, and/or shifting 
to less-demanding work. 

They may also take the form 
of shifting from full-time to 
seasonal work or ad hoc  
in-house consulting. 

In banking, perhaps the 
most visible form of phased 
retirement is executives who 
exit day-to-day leadership  
but remain on the institution’s 
Board of Directors. But,  
bankers at many levels could 
benefit from phased retirement. 
A commercial lender, for 
example, could take 6-12 
months to hand off clients to 
his or her successor, or  
a compliance officer could 
train a replacement for  
12-18 months to provide
guidance during all annual
and quarterly duties.

This type of structured, 
gradual transition from  
full-time work to retirement 
provides many benefits  
for both the employee and  

are notoriously bad at saving 
for retirement—but also by the 
fact that we’re living longer, 
staying healthier, and many 
people simply enjoy their work. 

At some point, however, 
most of us decide it’s time to 
hang it up. One strategy for 
smoothing the transition from 

Phased Retirement Smooths Banker Transition

Strategy.

Simplified.
With strategic planning services 
from Wipfli, your financial 
institution can increase profits 
and stay competitive in a 
changing industry.

Get started at wipfli.com/fi-sp 
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hurdles. Despite compliance 
challenges, formal phased 
retirement programs can 
be very diverse in structure 
and implementation. A 
few examples from a 2017 
Government Accountability 
Office report are above.

Whether the program 
is formal or informal, the 
objective is to provide 
flexibility for employees  
on the cusp of retirement.  
This allows the bank to  
retain seasoned employees 

strongly tied to our work, 
and “losing” that can  be 
destabilizing and difficult. For 
businesses, keeping seasoned 
staff on board in some capacity 
helps transfer institutional 
knowledge to  the next 
generation of workers. It also 
allows space to promote 
younger star performers sooner 
and provide mentorship to help 
retain top talent. 

However, despite the 
many benefits for both the 
organization and its employees, 

challenges to consider before 
implementing a phased 
retirement program. One is 
how the bank’s pension or 
401k is structured. If benefits 
are dependent upon hours 
worked, a phased retirement 
plan may essentially require 
participating employees to 
quit, begin receiving benefits, 
and then be re-hired as an 
independent contractor or  
part-time employees. 

Another challenge is 
Social Security. Since 

retirement-services/phased-
retirement/

Whitepaper from AARP – 
https://assets.aarp.org/ 
www.aarp.org_/articles/ 
money/employers/phased_ 
retirement.pdf

Phased Retirement Gets 
a Second Look from SHRM – 
https://www.shrm.org/
resourcesandtools/hr-topics/
benefits/pages/phased-
retirement-challenges.aspx

Seitz is WBA operations   
manager and senior writer.

benefits are calculated based 
on income, a long (multi-
year) phased retirement 
that reduces the employee’s 
wages significantly could be 
extremely detrimental to the 
Social Security benefits the 
employee receives when they 
reach full retirement. 

Formal phased retirement 
programs must be structured 
in a way to overcome 
these and other regulatory 

and effectively transfer their 
wealth of knowledge to  
other staff while promoting  
an emotionally healthy  
exit from the workforce for 
older workers. 

Additional Resources: 
» Program guidelines from

The U.S. Office of Personnel 
Management (basically HR 
for the federal government) 
– https://www.opm.gov/

many companies do not have 
a formal phased retirement 
program in place. A 2018 
survey by Willis Towers 
Watson found that, despite 
83% of respondents ranking 
“transfer of knowledge  
within the organization” 
as a top concern related to 
employee retirements, just 
10% offered a formal phased 
retirement program. 

There are significant 

Phased Retirement 
(continued from p. 10)

the organization. For older 
workers, retaining health 
insurance for an additional six 
or 12 months reduces the stress 
of leaving the workforce. In 
addition, a phased retirement 
can help alleviate some of 
the negative psychological 
dynamics of retirement. 
Especially for high achievers, 
our self-identity is often 

» Example Retirement Program Structures  |  2017 Government Accountability Office Report «

• Employees who are at least 55 years
old with 10 or more years of service to
the company may voluntarily cut their
hours by 20% with a corresponding
20% cut in pay while retaining health
insurance and pension/retirement
accrual benefits.

• Employees aged 60 and
older with five years of
service may voluntarily
reduce their hours by
20%-50% without loss of
health insurance benefits.

• Employees aged 55 and
older with seven years of
service may negotiate a
“glide path” to retirement,
gradually scaling from
full-time to full retirement
while retaining benefits.

• Employees may switch to
less stressful or complex
duties or phase to part-time
work while retaining health
insurance if they continue
working at least 25 hours
per week.

As an Associate Member of 
the WBA, you are a top-tier 
resource for Wisconsin banks. 
Your organization offers 
products and services that are 
vital to the success of financial 
institutions in this state, and—
perhaps more importantly—
your staff have the experience 
and expertise to help guide  
the industry. 

Did you know all WBA 
Associate Members are eligible 

to submit informational articles 
for publication online and/or in 
the Wisconsin Banker? 

The Wisconsin Banker  
features industry news and 
information about Wisconsin’s 
financial institutions. The 
publication is mailed to 2,500 
locations, including all WBA 
member banks and branch 
offices, with an estimated 
readership of more than  
10,000 bankers. WBA’s new 

content-driven website sees 
over 500 visitor sessions daily, 
and is still growing! 

As experts in the financial 
services industry, WBA’s 
Associate Members are 
welcome to send articles  
for possible publication (space 
permitting). Articles should  
be informative (not 
promotional) and timely.  
Due to the space constraints  
of print, pieces between 

450-550 words have the best
opportunity for publication in
the Wisconsin Banker.

Contact WBA’s Eric Skrum 
at eskrum@wisbank.com or  
608/441-1216, with questions 
and to submit your articles.

The association reserves the 
right to reject any content 
deemed unsuitable for publi- 
cation for any reason, in  
accordance with the policies 
and standards of the WBA. 

WBA Associate Members

Exceptional Resources for Wisconsin Banks
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Marcia “Marci” Malzahn
president and founder, Malzahn Strategic 
and Crowning Achievements International

By Amber Seitz

“The new normal is here to 
stay. Technology is the new 
normal in banking!”

– Marcia “Marci” Malzahn
Malzahn Strategic and
Crowning Achievements
International

Banks that had been consis-
tently working to improve and 
update their online systems and 
platforms were more prepared 
for the sudden onslaught of 
customers, both business 
clients and consumers, who 
needed to utilize those tools in 
order to conduct their banking 
business during the height of 
the COVID-19 pandemic. 

There are a variety of meth- 
odologies to use for innovation, 
but Malzahn boils it down to 
three main action steps: 

1. Adopt an open mindset
– “If you’re not open to new
ideas and ways of doing
things, you won’t be able to
move forward and will remain
stagnant,” Malzahn explained.
“Be open to new ideas
from everyone, employees,
customers, the community,
regulators, and competitors
such as fintechs.”

2. Form an Innovation
Strategic Committee – 
Malzahn recommends esta- 
blishing a formal Innovation 
Strategic Committee charged 
with sorting through all new 
ideas and systematically 
determining which are a 
good fit for your institution. 
The Committee may also be 
responsible for creating the 
action plan for implementing 
new ideas. 

3. Assess each initiative’s
risk before committing – For 
each new potential project, 
banks should conduct a thor- 
ough risk assessment, including  
implementation timeline 
and costs, vendors to partner 
with, and the new risks and 
opportunities the idea brings. 

Of the three, Malzahn  
says #1 is the most important 
for banks to be successful  
at innovation. 

With that three-step 
framework in mind, banks 
can begin looking for areas 
of the institution ripe for 
innovation. Malzahn suggests 
two possibilities: Enterprise 
Risk Management (ERM) and 
Treasury Management. 

The pandemic triggered all 
risk categories into high alert, 
especially credit, technology 
(with increased cyber risk), 
operations, compliance, 
liquidity, interest rate risk, and 
human resource risk, according 
to Malzahn. “Now is the 
time to complete your ERM 
program and automate all the 
processes you can to ensure 
you stay on top of managing 
all the risk categories at the 
same time,” she said. 

Banks should integrate 
ERM into their strategic plan, 
and Malzahn suggests doing so 

by including the responses to 
two questions in the plan: 

1. What are the new risks
coming to our organization 
because of our new strategic 
objectives? - This question 
should be asked when the bank 
defines its top strategic goals 
during the planning phase. 

2. What are our strategies
to mitigate the top risks that 
can impact our bank? - This 
question should be asked 
after the bank conducts an 
ERM Risk Assessment and 
prioritizes its top risks. 

When integrating ERM into 
the strategic plan, Malzahn 
advises bankers keep a broad 
view of their risks, since all 
risks are connected. “Your 
reputation, capital, and earnings  
risk, in the end, are affected by 
all the other risks,” she said. 

Treasury Management is 
another key area of opportunity 
for innovation, according 
to Malzahn. “Treasury 
Management is one of the 
most important tools you 
can use to respond to the 
increased pressure to grow 
non-interest fee income and 
to increase core deposits,” she 
explained. Another reason to 
invest in innovative treasury 
management solutions is 
to deepen (or build) client 

relationships with the next 
generation of business leaders. 
“The new generation may be 
more open to utilizing the 
technology banking products 
you offer,” Malzahn said.  
In addition, banks should  
be prepared to offer at least  
one digital payment solution 
via treasury management to 
their clients as that sector 
continues to grow. 

Malzahn offered one major 
caveat to innovation. Before 
launching any new change 
initiative, bank leadership 
should pause to assess their 
staff’s current ability to 
navigate the challenges of 
the endeavor. Community 
banks across the country just 
underwent a period of massive 
change and innovation in order 
to process Paycheck Protection 
Program (PPP) loans for their 
customers, stepping up to 
innovate in operations and 
systems to accommodate 
continual changes. 

Many bankers worked 
nights and weekends to ensure 
their clients would have 
access to PPP funds while 
simultaneously adjusting to the 
pandemic’s disruptions to their 
personal lives. “I encourage 
bank leaders to keep an eye 
on their employees to ensure 
there is balance between 
serving the bank clients with 
excellence and taking care of 
your most precious assets, your 
employees,” Malzahn said. 

Seitz is WBA operations   
manager and senior writer.

Strategic management insight:

How and Where Banks Should Innovate, Post-Pandemic

“Now is the time to complete  
your ERM program and  
automate all processes you 
can to ensure you stay on 
top of managing all the risk 
categories at the same time.”

Malzahn was a featured speaker at WBA’s recent virtual 
Secur-I.T. Conference on Sept. 22-23. Her two presentations 
at the conference were: “Creating the Right Enterprise Risk 
Management (ERM) Program for YOUR Community Bank,” 
and “Leading Through Crisis: Resilient. Thankful. Happy. An 
Inspirational Journey.”

Learn more about Malzahn Strategic’s management 
consulting services at https://malzahnstrategic.com. To view 
Secur-I.T. Conference presentations online contact WBA’s 
Nick Loppnow at 608-441-1208, nloppnow@wisbank.com.

“Keep an eye on your 
employees to ensure there 
is a balance between serving 
the bank clients with 
excellence and taking care 
of your most precious assets, 
your employees.”
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TIRED OF BORROWING MONEY 
BEING MORE COMPLICATED AND DIFFICULT 

THAN IT NEEDS TO BE?

Bank Stock and Bank Holding 
Company Stock Loans 

Done the Simple Way

Bank mergers, acquistion loans 
and refinances up to $50 million

» Call Rick Gerber at 1-866-282-3501 or email
rickg@chippewavalleybank.com

1.
Calling us is 
the first step.

2.
You email us the 

appropriate docu-
ments of information.

3.
CVB preparing the loan 

documents generally 
within 5 to 10 days.

4.
Meeting the customer. 
We will come to you to 
sign loan documents.

5.
CVB wires
the funds.

6.
Wow that was 

easy.
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Weyer

Gregerson

Kirst

Dever

Horn

Ayers

Lauersdorf

Mickelson

Manistique, Mich.
mBank is pleased to announce 
the promotions of Katelyn 
Gage (pictured) and  
Melissa Hopkins (pictured)  
to branch manager roles,  
and Bethany Cody  
(pictured) to vice president 
marketing manager.

Manitowoc
Bank First is pleased to 
announce the following 
promotions: Derek Klahn 
has been promoted to vice 
president – business banking, 
and Eli Steimle has been 
promoted to business banking 
officer. Additionally, Wendy 
Conto recently joined the  
bank as vice president of  
retail banking.

New Glarus
The Bank of New Glarus  
and Sugar River Bank 
Branches is pleased to 
announce the recent hiring  
of Brianna Wethal (pictured) 
as a commercial lender.

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

Promotions and New Hires
Fort Atkinson
Badger Bank is pleased to 
announce the promotion 
of Dee Horn (pictured) as 
branch manager of the bank’s 
Jefferson location. Mitch 
Weyer (pictured), branch 
manager and loan officer of the 
Johnson Creek location, will 
be transitioning to oversee all 
loans for both Jefferson and 
Johnson Creek, with a specific 
focus commercial loans. 
Additionally, Belinda Vargas 
has joined Badger Bank as 
branch manager for the bank’s 
Johnson Creek location.

Horicon
Horicon Bank announces the 
appointment of Frederick C. 
Schwertfeger (pictured) as a 
new board member.

Ixonia
Ixonia Bank is proud to 
announce the promotion of 
Karla Lauersdorf (pictured), 
to vice president – branch 
banking. With Lauersdorf 
transitioning into her new 

role, Steven Kirst (pictured), 
assistant vice president and 
branch manager will move 
to the bank’s Downtown 
Milwaukee office and assume 
an expanded role as a small 
business lender.

Madison
Capitol Bank, is pleased to 
announce the promotions 
of Anne Conlin (pictured) 
to assistant vice president 
relationship banking, Mandy 
Ayers (pictured) to director 
of human resources/officer, 
Natalie Gregerson (pictured) 
to director of marketing/

officer, and Sheri Zahler and 
Sara Schultz to senior loan 
representatives. Additionally, 
Capitol Bank is pleased to 
announce the hiring of Derek 
Mickelson (pictured) as 
software integration specialist.

First Business Growth 
Funding, accounts receivable 
financing arm of First 
Business Financial Services, 
announced that Aaron Dever 
(pictured) has been hired 
as vice president – business 
development officer and Lana 
Fidelscaia (pictured) has 
been hired as vice president – 
business development officer.

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.

Schwertfeger

For 20 years, Oak Bank has served the Fitchburg community. Not only as a financial 
institution but also as a neighbor and partner. To mark the milestone, Oak Bank 
celebrated by handing out face masks and giving away gift cards to local businesses 
as a token of their appreciation. “It wasn’t the celebration we had planned, but seeing 
the clients lined up in the drive up before we opened and the steady stream of cars all 
day long, was a fun way to mark the occasion,” said Bob Gorsuch, Oak Bank founder 
and CEO. “Clients seemed to really enjoy the in-person, but socially distant greeting 
when they came by the drive-up lanes,” said Jim McNulty, senior vice president, 
business banking. “We personally thanked everyone, masked-up, of course.”

Oak Bank Celebrates 20th Anniversary

Conlin
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Cody

Danielson Rader

Fidelscaia Hopkins Wethal

NeratGober

Joshua Nerat (pictured), trust 
officer at The Stephenson 
National Bank & Trust, 
recently received his Certified 
Trust and Fiduciary Advisor 
(CTFA) certification. He 
also graduated from Cannon 
Financial Institute’s Personal 
Trust School.

Marion
Premier Community Bank 
recently celebrated a milestone 
of reaching $300,000,000 in 
assets. This accomplishment is 
only achieved because of the 

support provided by the people, 
businesses, and organizations 
they serve. To help celebrate, 
Premier sponsored an internal 
"Pay It Forward" campaign 
that each employee was given 
the opportunity to give back 
$100 to a charitable non-
profit donation of their choice. 
“Financial milestones are  
nice to celebrate and in staying 
true to our values, it is even 
nicer to celebrate by doing 
something for others,” said 
Premier Community Bank 

Promotions and New Hires 
(continued from p. 14)

Waukesha
Waukesha State Bank has 
promoted Mike Danielson 
(pictured) to assistant vice 
president – commercial 
banking officer.

Wausau
Peoples State Bank is pleased 
to announce the promotion 
of Amber Gober (pictured) 
to business development 
specialist and mortgage loan 
originator. Peoples State Bank 
also announces the addition of 
Chelsea Rader (pictured) as a 
personal banker.

Announcements 
Marinette
The Stephenson National Bank 
& Trust recently awarded 
scholarships totaling over 
$13,000 to recent local high 
school graduates. These 
scholarships recognize the 
achievements of outstanding 
area students.

President Tom Pamperin. 
“I’m excited we can pay it 
forward to the people and 
organizations that do so much 
in our communities yet ask 
nothing in return.”

Wauwatosa
WaterStone Bank announced 
that it will open a new branch 
location in Milwaukee at  
6801 W. Oklahoma Ave.  
The addition marks the  
14th branch location for the 
bank. The branch will take 
over an existing building and 
is slated to open this fall. 
“WaterStone Bank has been  
an active lender, and has 
provided community support 
in the City of Milwaukee 
for many years,” said Doug 
Gordon, president/CEO of 
WaterStone Bank. “We are 
excited to establish our first 
branch in the city where we 
can provide total banking 
solutions to its citizens  
and businesses.”

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

Gage

An official groundbreaking ceremony was held on Thursday, 
Aug. 27 for the new Bluff View Bank branch located at 1749 
Spakenburg Road in Holmen. The new facility will replace 
their current location at 2200 Staphorst Lane and provide 
upgraded technology offerings as well as a more dynamic 
space to better serve their customers. “This is a very exciting 
time for us,” said Scott Kopp, president and CEO. “We are 
looking forward to continuing to grow our business, and to 
keeping the outstanding relationships we have developed in 
this community. This new space gives us the opportunity to 
provide our customers the personal service they have come 
to expect, as well as the technology that allows them to bank 
whenever and however they like.”

Bluff View Bank Breaks Ground in Holmen

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

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

Staff Change? 
Address Change? 
Please Let WBA Know
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OCTOBER 2020
• Margin Management Workshop

6-7  Virtual; $295/attendee

• BSA/AML Compliance Workshops*
6 Eau Claire; $245/attendee**
8 Madison and Virtual; $245/attendee**

**certificate of attendance provided

• Personal Banker School*
13-14  Madison; $450/attendee

• Bank Directors Summit
15  Virtual; $150/attendee; certificate of attendance

• Advanced Financial Statement
& Cash Flow Analysis Workshop

15 Virtual; $245/attendee

• Advanced Tax Return Analysis Workshop
16 Virtual; $245/attendee

• Community Bankers for Compliance
(CBC) – Session IV

20-21  Virtual; Membership (pricing options vary)

• Supervisor Boot Camp*
21-22  Madison; 535/attendee

• Compliance Forum: Session 2
27-28  Virtual (pricing options vary)

• IRA Essentials Workshop
29 Virtual; $225/attendee

• Advanced IRA Workshop
30 Virtual; $225/attendee

NOVEMBER 2020
• Deposit Compliance School*

2-3 Madison; $535/attendee

• LEAD360 Conference
3-4 Virtual; $595/bank; unlimited attendees

• Consumer Lending Boot Camp*
5-6 Madison; $495/attendee

• Human Resources Conference*
12	 Wisconsin	Dells	and	Virtual;	$225/first	in-person

attendee; $125/each additional in-person attendee;
$450/bank for virtual connection

• BOLT Winter Leadership Summit*
16-17  Stevens Point and Virtual; $150/person

• FIPCO Software & Compliance Forum:
Loans + Mortgage

16-19  Virtual half-days; $459/bank; unlimited attendees

DECEMBER 2020
• Enterprise Risk Management Peer Group*

10 Madison; $39/attendee

JANUARY 2021
• Midwest Virtual Economic Forecast Forum

7 Virtual

• Community Bankers for Compliance
(CBC) – Session I

26-27  Virtual; Membership (pricing options vary)

FEBRUARY 2021
• Bank Executives Conference*

1-3  Wisconsin Dells

• Compliance Forum: Session 3*
23 Wausau; Membership (pricing options vary)
24 Wisconsin Dells; Membership (pricing options vary)
25 Milwaukee; Membership (pricing options vary)

APRIL 2021
• Agricultural Bankers Conference*

7-8  Wisconsin Dells; $300/ag section member;
$350/non-section member

*IMPORTANT INFORMATION
Attendance at in-person events will be limited to allow for 
physical distancing and a more spacious room set-up. 
Please visit https://www.wisbank.com/education/ 
engagement-center-guidelines/ for more information.

NOVEMBER 2020 (continued)

» 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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800-722-3498kshaurette@fipco.com www.FIPCO.com

AUTONOMOUS ENDPOINT 
PROTECTION

Looking to boost endpoint security beyond 
traditional AV? Contact FIPCO today to  

learn more. 

The Fannie Mae Home 
Purchase Sentiment Index 
(HPSI) increased to 77.5 in 
August, driven by record-low 
interest rates for mortgage 
loans. The index also found 
the share of consumers who 
say now is a good time to buy 
a home increased from 53% 
to 59%. Is your mortgage loan 
department ready? 

Loan Processing Central 

If you could use some 
backup after all the operational 
disruptions caused by the 
coronavirus pandemic, 
FIPCO’s Loan Processing 
Central (LPC) solution is here 
to help! Our LPC services 
will assist you in meeting 
your customers’ needs while 
maintaining your profitability, 
no matter what your unique 
challenges are. FIPCO’s  
pledge is that you will  

have your completed and 
correct loan documentation 
package in hand promptly, 
no later than 72 hours after 
we receive the completed 
application. Learn more at 
www.fipco.com/solutions/
loan-processing-central. 

ABS CompliancePro 

Another FIPCO tool to help 
you optimize your institution’s 
operations under an influx of 
new lending activity is ABS 
CompliancePro. Offered 

through a partnership with 
American Bank Systems 
(ABS), CompliancePro is a 
comprehensive browser-based 
compliance risk management 
system which integrates risk 
assessment and compliance 
monitoring procedures. It is 
designed to meet regulatory 
mandates to identify, measure,  
monitor, and control compliance  
risk. Features include a risk  
assessment module that 
calculates residual risk through 
documented analysis and 
assessment of inherent risks 
and associated internal controls 
for each product/service within  
each line of business, action 
plans to reduce risk, four 
compliance libraries, and a  
database of over 14,000 moni- 
toring procedures mirroring 
regulatory examination 
procedures to assess compliance  
with federal consumer 

regulations, agency guidance, 
and industry best practices.  

Face Masks/Health Products 

And even though 
consumers are more and  
more comfortable with  
digital bank products, most 
consumers worldwide prefer a 
face-to-face experience 
for complex, advice-driven 
products like mortgages. If 
your institution needs to stock 
a supply of face masks and 
other public health products, 
FIPCO offers competitive 
pricing! We have reusable 
KN95 masks and disposable 
masks available in bulk.  
Visit www.fipco.com/news/
masks to learn more. 

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

Is Your Institution Ready for a Post-COVID World?

™

» Learn more online at:
www.fipco.com/solutions/
loan-processing-central;
www.fipco.com/news/masks;
www.fipco.com.

» Email fipcosales@fipco.com
or call 800-722-3498.
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By Social Assurance

Ben Pankonin, co-founder and 
CEO of Social Assurance, is 
on a mission to help banking 
leaders understand the 
foundations of relationships 
and trust. This year has thrown 
everyone for a loop and 
demonstrates the importance 
of building trust with your 
customers and community.

In his upcoming November 
LEAD360 Conference virtual 
session, Ben will highlight how 
to capture and share the stories 
of the heroes in your bank. 
In anticipation of his session, 
here are some insights on how 
banks have been sparking 
real change and making a 
difference in 2020.

Give Back at a Distance 

While volunteering 
opportunities don’t look the 
same, this doesn’t mean that 
support for nonprofits has 
stopped. Service opportunities 
are available by embracing 
new forms of volunteerism. 
Virtualize your events with 
online awareness, drive-ups  
or social media contests.  

Those who  
aren’t able to  
break quarantine 
will appreciate 
the opportunity 
to be involved. 
To see how this looks in 
practice, here are some ideas:

» Host a food bank “drive-
up” encouraging customers to 
drop off cans and items at their 
local branch.

» Launch a charity
comment campaign on social 
media donating to a local 
charity for every like.

Look Internally 
You already know that your 

employees are rock stars in the 

community – highlight and 
support their 
on-going efforts! 
Learn more about 
the causes and 
initiatives that your 
team is passionate 

about as they can provide key 
insight to critical community 
needs and identify how your 
institution can help.

Support Local Efforts 

Locally owned 
businesses play a vital 
role in making the 
fabric of communities 
unique. They not only 
provide the bedrock of 
financial support, 

but they also are commonly run 
by people you know. The local 
restaurant owner provides local 
jobs while also helping out as 
a little league coach. Many 
of these businesses have been 
hit hard this year, so causes to 
provide assistance are needed 
now more than ever.

Ready to Learn More? 

Despite the uncertainty of 
this year, one thing remains 
clear: financial institutions  
lead the charge in helping  
their communities. We look 
forward to sharing how you 
can create messaging that 
shares your impact to partners 
in your community.

Social Assurance was founded in 
2011 by Ben Pankonin and Matt 
Secoske who initially set out to 
solve one problem for financial 
brands—develop a solution to 
securely and compliantly manage 
and monitor their social media 
presence. Since then, Social Assur-
ance’s software suite has grown to 
provide multiple tools and services 
to exclusively support banks and 
credit unions in managing their 
online marketing efforts, content, 
community relations, employee  
engagement, and social selling.

With 1,700+ community  
financial organizations taking 
advantage of Social Assurance  
offerings, they believe in support-
ing them with tools and resources, 
so they can be social with purpose 
in their communities.

Lead the Charge:

Activating Your Community

Pro Tip: While volunteerism and 
donations are great internal efforts for 
a financial organization, take it a step 
further by encouraging community  
participation. Share a post about 
nonprofits 
in need or 
upcoming 
events to help 
raise public 
awareness and 
involvement.

Pro Tip: Highlight employee efforts 
and the time they invest in local 
organizations on your social channels. 
They deserve to be recognized and  

could also provide 
a spark in your 
community.

VIRTUAL  |  Nov 3-4

WISCONSIN BANKERS ASSOCIATION 

Pro Tip: Highlight employ-
ee efforts and the time 
they invest in local 
organizations on your 
social channels. They 
deserve to be recognized 
and could also provide a 
spark in your community.

» Visit https://social
assurance.com/ to
learn more about
Social Assurance
media solutions.

» Visit www.wisbank.com/
LEAD360 to register or to
learn more about the virtual
LEAD360 Conference.
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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. 

By Jeff McCarthy

There’s no doubt about it, 
2020 has been a year like 
no other. Many of us have 
friends, neighbors, and family 
members who lost their jobs, 
lost their small businesses, or 
lost their homes. Between a 
pandemic that none of us saw 
coming and the increasingly 
divisive politics of our nation, 
many people feel anxiety and 
desperation about their place  
in this world.

As I sat down with my 
family at the dinner table  
over the past few months,  
I explained to my children  
how fortunate we are. I 
explained that I work for an 
essential business. Many of the 
parents of their friends do not, 
and so while we are enjoying 
our dinner, their families may 
be wondering how many more 
dinners they can afford.

So while many feel 
extremely challenged during 
these difficult times, I feel 
something different: gratitude.

I think back to April when 
our bank executed our “Fuel 
Our Front Line” initiative. In 
just three days, we ordered 
lunches from 18 restaurants 
that are bank customers and 
had the food delivered to 
1,400 health care workers 
at 14 different hospitals and 
health care facilities. Each 
order included a $250 tip for 
restaurant staff.

When the lunches were 
delivered, it was incredible. 
The health care workers  
were so appreciative. The 
restaurants got rounds of 
applause and hand-made signs 
that thanked them. 

In August, we were to 
begin a significant partnership 
with the Wisconsin State Fair.  
When the Fair was cancelled, 
their team quickly pivoted 
to launch their “State Fair 
Necessities” program, and  
we were happy to support 
them. Over four weekends,  
we sponsored their “Fair  
Food Drive Thru,” where 
residents were able to drive 
through the Park and purchase 
their favorite Fair foods.  
Sure, it wasn’t quite as  
good as the Fair itself,  
but it brought a little bit of  
joy and normalcy to those  
who participated.

Just this past week I 
spoke with one of our branch 
managers about some of her 
newest customers. They came 
to us, she said, frustrated and 
scared that they were going to 
lose their respective businesses. 

We stepped in, helped them 
with PPP, and earned new 
relationships for life.

“They tell me how thankful 
they are for our help,” the 
branch manager explained. 
“They were on the brink  
of losing their dreams, and  
now they’re on the road  
to recovery.”

We’ve also continued to 
support countless non-profit 
organizations who have been  
unable to have their traditional  
fundraisers. These organiza- 
tions are critical to the overall 
health and wellbeing of our 
communities, and it’s our honor  
to continue to provide financial 
assistance where we can.

I don’t write this to brag 
about our own organization, 
as I know many of you have 
done similar things over  
the past several months. 
Instead, I simply ask you  
all to reflect on the positive 
impact community banks  
like ours have had in 
Wisconsin. For during these 
challenging times, we’ve  
taken the opportunity to be  
a glimmer of light and a 
beacon of hope for those  
who may be struggling.

And for that, I am 
incredibly grateful.

McCarthy is vice president, 
marketing director at Bank Five 
Nine, Oconomowoc and current 
past chair of the 2020-2021 WBA 
Marketing Committee.

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

From Challenges Come Opportunities
Be a glimmer of light and a beacon of hope for those who are struggling

Strategic 
Connections

Jeff McCarthy

» So while many feel
extremely challenged
during these difficult
times, I feel something
different: gratitude.

FIPCO Welcomes Jeremy Tyler
FIPCO is pleased to announce the 
addition of Jeremy Tyler to our team! 

In his new role as Regional Vice 
President – Business Development for 
Wisconsin, Illinois, and Michigan, 
Jeremy will put to work his 15 years 
of experience as a sales professional 
in banking and technology. 

Going back to 2010, his agency,  Tyler

J Daniel Agency, has designed  
several customer engagement software platforms for 
marketing agencies. Most recently, the agency released 
FinancialRefer to help financial institutions improve their 
internal referral and lead generation management programs. 
Jeremy also created BankBright, another solution FIPCO 
refers to clients.  

Jeremy is a Wisconsin native and a University of 
Wisconsin-Platteville graduate. He currently resides in 
Oregon, Wis. with his wife and three children.  

Jeremy can be reached at 800-722-3498, ext. 254 or by 
email at jtyler@fipco.com. 
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While many bank core  
providers do currently offer 
faster payments access, some 
do not. “Partnering with the 
right organization will be 
critical,” said Koehn. He  
recommended making avail- 
ability of faster payments 
part of the core renewal 
negotiation, if the bank 
doesn’t already have access. 

Partnering with a 
correspondent bank can 
also facilitate a smooth 
rollout of faster payments. 
“By partnering with a 
correspondent bank, 
community banks are able to 
offer services they otherwise 
wouldn’t be able to offer,” 
said Koehn. Especially for 
smaller institutions that may 
not maintain a high volume 
of transactions, a partnership 
can lower the barriers to  
entry. Leveraging the 
expertise of a correspondent 
bank as the Funding Agent,  
a community bank can  
focus on its core strengths  
of customer service and  
community engagement, 
rather than managing 
liquidity risk.

Seitz is WBA operations   
manager and senior writer.

Bankers’ Bank is a WBA 
Gold Associate Member

next evolution of payments,” 
said Koehn. “In order for 
community banks to serve 
their diverse customer-
base, they need to put faster 
payments on their strategic 
plan so they can compete and 
retain current customers and 
attract new ones.”

Why are so many 
customers demanding 
faster payments?

Faster payments 
solutions benefit consumers, 
businesses, and banks in  
different ways. For consumers,  
the most common use  
case for faster payments is 
person-to-person (P2P)  
payments. “It’s an additional 
payment option which  
allows customers to decide 
when they want to pay, and 
receive better notifications  
of when something was  
paid or money was sent, 
within seconds, not days,” 
said Koehn. 

Consumers and 
businesses also find value 
in Request For Payment 
applications, which allow for 
instant invoice generation 
and payment with the click 
of a link, rather than mailing 
or emailing invoices and 
waiting for checks to clear. 

In the covidian economy, 
liquidity is a serious 
challenge for many small 
businesses and solopreneurs. 
Especially for workers in the 
burgeoning “gig economy,” 
faster payments solutions 
alleviate some of that stress 
by providing instantaneous 
payments for work. Faster 

payments can also save on 
transaction costs. RTP is 
structured with a flat fee, not 
a percentage cut, which can 
make it far more affordable 
than credit card payments, 
for example. 

For banks, faster 
payments solutions are more 
than just another product. 
“It eliminates the risk for 
the bank from the traditional 
delays in settlement,” said 
Koehn. Because it eliminates 
settlement delays, liquidity 
management is critical in the 
24/7/365 faster payments 
world. “Bankers’ Bank isn’t 
processing transactions,” 
Koehn explained. “We are 
helping community banks 
manage their liquidity 
and their settlement. By 
partnering with us, they don’t 
have to worry about the bank 
closing at 3 p.m. and having 
enough money in the account 
to fund transactions.” 

So, how can community 
banks implement 
faster payments?

Currently, a community 
bank’s ability to roll out 
faster payments solutions to 
its customers is dependent 
upon whether or not the 
bank’s core system has an 
affordable option available. 

By Amber Seitz

Faster payments adoption  
is speeding up. In fewer than 
three years, The Clearing 
House grew access to its 
RTP® Network to over  
50% of demand deposit 
accounts in the U.S., and  
it could reach over 70% 
by the end of next year, 
according to Todd Koehn, 
vice president of faster 
payment solutions at 
Bankers’ Bank, Madison. 
That’s a massive adoption 
rate compared to other 
fintech solutions such as 
remote check deposit (which 
took roughly a decade 
to catch on) and mobile 
payments/wallets (less than  
a quarter of Americans  
report using one, though  
the Google Wallet was 
released in 2011).

And faster payments 
show no sign of slowing 
down. The Federal  
Reserve’s FedNow is 
on track to provide a 
government rail by 2024. 
“Some community banks 
may not want to partner  
with a private organization 
to offer faster payments,  
so the Fed is responding,” 
Koehn explained.

Whichever system banks 
choose, offering faster 
payments solutions to their 
customers and business 
clients may soon be table 
stakes in the ever-more 
competitive financial services 
market. “We believe it’s the 

In order for community 
banks to serve their 
diverse customer-base, 
they need to put faster 
payments on their 
strategic plan so they 
can compete and retain 
current customers and 
attract new ones. 
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Your Customers
Demand It:
Get on the Bandwagon: 
No Slowing Faster 
Payments
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(continued on p. 24)

1. Define the strategy:
Pursuing every faster

payments product on the 
market isn’t feasible, so 
defining a strategic direction 

is essential to getting it right. 
“There’s so much out there, 
you have to figure out what 
your customers’ priorities 
are so you’re spending time 
and money on the right 
solutions,” said Giorgio. 
If your bank is just getting 
started in faster payments and 
you’re looking for the most 
critical first step, Giorgio 
recommends establishing 
the ability to accept faster 
payments. “Even if you’re 
not ready to start originating 
faster payments, you should 
determine what you need 
to do to be able to receive 

over 20 different application 
vendors in the market. 

One of those vendors, 
PayPal, reported a 29% jump  
in year-over-year volume 
in Q2 2020 and added 21.3 
million net new active 
accounts (the strongest quar- 
ter for that measure in PayPal’s  
history). Of course, some of 
this growth can be attributed 
to COVID-19. “P2P is 
growing exponentially, even 
more so since the pandemic 
began,” Giorgio explained. 

In addition to P2P, 
banks should also consider 
applicable use cases in 
B2B, including a simplified 
vendor/supplier payment 
system, which currently 
involves purchase orders, 
invoices, checks, ACH,  
and other individual  
payment transactions. 

As faster payments tech- 
nology develops, community 
banks have two primary roles 
to play, according to Giorgio.  
First, and most important,  
is staying informed and 
delivering value from new 
developments to customers. 
Second is participating in 
industry groups—such as 
the U.S. Faster Payments 
Council and the Federal 
Reserve’s Payments Improve- 
ment Community—to provide  
perspective and representation  
on issues affecting the 
industry and community 
banks, specifically. 

» Implementing Faster
Payments: Why, and How?

Customer retention and 
enhanced customer exper- 

ience are the two primary 
benefits for banks that 
implement faster payments 
solutions, according to 
Giorgio. “Having that avail- 
able when it’s needed is a 
huge advantage,” she said. 
For example, to a small 
business that needs to deliver 
payroll but is experiencing 
cash-flow issues due to 
COVID-19, the ability to 
send funds instantly rather 
than days in advance is a 
liquidity life-saver.

Despite growing compe- 
tition from non-traditional 
lenders, consumers still look 
to their trusted financial 
services provider for payments  
services. “If the bank offers a 
digital wallet or P2P solution, 
their customers will use the 
bank’s product rather than a 
fintech’s. “That’s the  
power of a pre-existing 
relationship,” Giorgio said.  
Those comments are supported  
by research from Ernst & 
Young which noted roughly 
60% of consumers would 
turn to their existing bank 
first when considering a new 
financial services product. 

When it comes to 
implementing faster 
payments products and 
services, community banks 
must clear three hurdles: 

By Amber Seitz

Consumer adoption of digital  
payment methods has grown  
steadily for decades, and  
social distancing requirements  
amid the COVID-19 pandemic  
kicked that transformation 
into high gear. Community 
banks can position themselves  
for success by keeping 
abreast of developments 
in faster payments and 
strategically implementing 
solutions to continue 
delivering the exceptional 
customer experience for 
which they are known.

Annual digital payments 
transactions are projected to 
top $1.5 trillion from nearly 
280 million users by 2024. 
With the increase in volume 
and users has come elevated 
consumer expectations. 
“Consumers are operating 
in a faster payments world,” 
said Tina Giorgio, AAP, 
president and CEO of 
ICBA Bancard. Today’s 
consumers experience instant 
gratification in so many of 
their consumer-business 
interactions, it has become a 
standard which applies even 
to industries like finance. 
Consumers and business 
clients alike now expect to 
be able to pay friends or 
suppliers, settle bills, and 
transfer money whenever and 
wherever they choose. 

Since its inception, 
the applications for faster/
real-time payments have 
continued to expand.  
“The use cases around faster 
payments are changing 
faster than the technology,” 
said Giorgio. A 2015 
Deloitte study outlined five 
main categories: business 
to business, business to 
consumer, consumer to 
business, domestic peer to 
peer (P2P), and cross-border 
peer to peer. Of these five, 
the fastest growing (in the 
U.S.) is domestic P2P, with

According to research 
from Ernst & Young: If 
the bank offers a digital 
wallet or P2P solution, 
their customers will use 
the bank’s product 
rather than a fintech’s. 
That’s the power of a 
pre-existing relationship.
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Your Customers
Demand It:
How to Implement 
Faster Payments
Solutions
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Now, however, as banks 
head toward the fourth 
quarter with the novel 
coronavirus still spreading 
and many businesses far 
from their pre-pandemic 
operating levels, Wisconsin 
lenders are likely to start 
beefing up reserves for 
loan defaults.

There are too many 
unknowns at this point to 
say how long the downturn 
will drag on, but bankers 
expect to be adding to 
loan-loss provisions. If 
there’s good news, it’s 
that banks entered this 
recession better prepared 
than last time.
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faring best “are going to be 
the ones where you walk from 
your car straight in and you 
walk out.”

“Hospitality and anything 
airline related or travel related 
obviously is a challenge. Oil 
and gas related. And anything 
that is downstream from oil 
and gas related,” said Johnson 
Financial’s Popp.

There are too many unknowns  

this year, $245.1 million had 
been added to provisions for 
credit losses, up from $82.6 
million in the first half of 2019.

Roughly a third of the total 
amount added to loan-loss 
reserves among state-based 
banks this year is from Associ-
ated Bank, which is allocating 
more under the new Current  
Expected Credit Losses (CECL)  
accounting methodology being 
used by big banks. FDIC data 
indicates almost $164 million  
was added to reserves in the 
second quarter alone, with 
$52.5 million of that coming 
from Associated, which is  
by far the largest bank  
headquartered in Wisconsin.

In its quarterly report, the 
FDIC noted that a combina-
tion of weak economic activity 
and recent implementation by 
many banks of the CECL  
accounting method caused 

a big jump in provisions for 
loan-loss reserves in the  
second quarter in the U.S.  
Provisions for credit losses in 
the quarter nationwide  
increased to $61.9 billion from 
$12.8 billion in the second 
quarter of 2019.  Almost two 
out of every three banks in 
the country reported yearly 
increases in provision for credit 
losses, the FDIC reported.

“Most bankers are looking 
at higher provision levels this 
year and next year,” said Ken 
Thompson, WBA chair-elect 
and president and CEO of Cap-
itol Bank in Madison. “We are 
seeing past due levels increase 
within the industry. We haven’t 
seen much of a change at our 
bank yet – but it’s a big ‘yet.’ 
I would say we do anticipate 
more loan losses for sure.”

While Wisconsin banks 
generally entered the  
downturn well capitalized, they 
had varying degrees of funds in 
loan-loss reserves, depending 

Moral-Niles said. “It helped 
our customers and therefore 
indirectly helped the banking 
industry, their lenders.”

Some industries – and 
loan customers – have taken a 
beating in the pandemic-driven 
downturn. Their misfortunes 
could have a ripple effect on 
suppliers and others related  
to those businesses. Companies 
in the travel, hospitality,  
restaurant and entertainment 
sectors are feeling the pain 
more than many others.

“It’s areas where you’ve  
got large groups of people 
gathering, especially indoor 
gathering,” said Patrick E. 
Ahern, executive vice  
president and chief credit  
officer for Associated Banc-
Corp. “Hotels are going to be 
an area that’s going to take a 
while. Other areas you think 
about would be the traditional 
large enclosed shopping mall.”

Ahern said retail is start-
ing to recover, but the retailers 

at this point to say how long 
the downturn will drag on,  
but bankers expect to be adding  
to loan-loss provisions. If 
there’s good news, it’s that 
banks entered this recession 
better prepared than last time, 
Popp said.

“I think we all went into 
this in pretty good shape,” Popp  
said. “This isn’t a banking  
crisis. The last crisis was a 
banking crisis, and was a 
finance crisis. This one is a  
different crisis, and I think 
actually the banks are going 
to hold up – knock on wood – 
reasonably well through this 
because we’ve done the right 
things over the last 10 years to  
put ourselves in the spot to be  
there when we need to be dur-
ing the next crisis. And this is it.”

Gores is a journalist who 
covered business news for the 
Milwaukee Journal Sentinel  
for 20 years. Have a story idea? 
Contact him at paul.gores57@ 
gmail.com.

on how they had been feeling 
about their portfolios and the 
economic outlook.

“Those who were at the 
lower end probably started 
providing, started adding to 
provision, a little sooner,”  
Popp said.

Christopher J. Del Moral-
Niles, executive vice president 
and chief financial officer for 
Green Bay-based Associated 
Banc-Corp, also said the  
enormous federal stimulus 
put into the U.S. economy has 
helped bank customers stay 
current on their loan payments.

“As bankers we believe 
the stimulus – whether it was 
to the businesses through PPP 
or to consumers in the form 
of direct payments of $1,200 
or to those that perhaps were 
furloughed during this process 
and got the extra $600 – all 
of that clearly helped,” Del 

Bank Reserves 
(continued from p. 1)

The wave of federal 
stimulus to keep the economy 
going – the Paycheck Protec-
tion Program, extra money 
for the unemployed and other 
measures – along with mort-
gage fees from a hot housing 
market, helped supply income.

Now, however, as banks 
head toward the fourth quarter 
with the novel coronavirus still 
spreading and many businesses 
far from their pre-pandemic 
operating levels, Wisconsin 
lenders are likely to start 
beefing up reserves for loan 
defaults, Popp and other  
bankers said. 

“There was a huge amount 
of stimulus that was pumped 

into the economy, and that seems  
to have kept this not as bad as 
we all kind of feared,” Popp 
said. “Do I think it’s going to 
get worse? Yeah, probably.”

Figures from the Federal 
Deposit Insurance Corp. show 
banks based in Wisconsin  
already have been adding  
bigger amounts to loan-loss 
provisions. In the first half of 

mailto:paul.gores57@gmail.com


Former Business 
Reporter Writing 
for WBA

Bankers say a variety of 
wild cards, ranging from 
the production of a safe 
vaccine to the outcome 
of the presidential 
election, could affect the 
2021 economy.

Budget Planning 
(continued from p. 1)

Bankers are being told 
interest rates are likely to stay 
low for a few years, said Paul 
Northway, president and CEO 
of American National Bank 
Fox Cities in Appleton. 

“Typically when we start 
hearing things like that we 
start worrying about margin 
compression,“ said Northway, 
a member of the WBA board. 
“And so banks are going to 
certainly budget based on a 
near-zero interest rate environ-
ment and lower margins.”

As the pandemic lingers, 
more loans are expected to 
become delinquent, meaning 
banks will have to add to  
loan-loss reserves. 

Noncurrent loans and leases 
at Wisconsin-based banks to-
taled $754.9 million in the first 
half of 2020, up about 13% 
from $668.2 million in the first 
six months of 2019, according 
to the FDIC.

“The other thing that is a 
big concern is what will loan 
losses look like in the future,” 
said Kohler.

FDIC data shows banks are  
starting to boost reserves, but 
some bankers say their port-
folios have been holding up 
reasonably well, thanks in no 
small measure to economic 
stimulus like the Paycheck Pro- 
tection Program and the fact that  
the mortgage business has been 
robust in many communities.

While interest income at 
Wisconsin banks was down 
about 6% through June  
compared with the first half  
of 2019, non-interest income 
was up 34%.

“I think our biggest un-
known relative to the budget 
next year is going to be will 
we have fee income to offset 
lower margins – and a lot of it 
is going to have to do with the 
mortgage market – and will 
the pandemic and the economy 
have a significant impact on  
asset quality,” Northway said.

Brennen Clark, senior 

as far as income from the agri-
cultural end. This year there’s a 
lot of lower prices as far as 
commodities, grain.”

Christopher Del Moral-
Niles, executive vice president 
and chief financial officer of 
Associated Banc-Corp, said of 
the potential for more stimulus: 
“We’ll take whatever they put 
on the table. It makes our cus-
tomers likely better positioned 
to withstand the current storm, 
which will make it easier for us 
to work with them to find the 
right answers for them.”

Gores is a journalist who 
covered business news for the 
Milwaukee Journal Sentinel  
for 20 years. Have a story idea? 
Contact him at paul.gores57 
@gmail.com.

vice president of bank opera-
tions for Peoples State Bank  
in Prairie du Chien, said  
nothing is finalized yet for the 
2021 budget.

“We’re in concurrence that 
the biggest factors for ‘20 and 
‘21 will be net interest margin 
and continued rate pressure, 
and probably the provision for  
loan loss expense, which is 
largely still uncertain at this 
point as to what impact that will  
have on our bank,” Clark said.

Ken Thompson, WBA 
chair-elect and the president 
and CEO of Capitol Bank in 
Madison, said the uncertainty 
around the pandemic has  
delayed the bank’s strategic 
planning and budgeting process 
by a month in order to simply 
give bank executives more time 
to collect information.

“If they roll out a vaccine  
in November, that might set 
our economy on a different 
path,” Thompson said. “You 
just don’t know. So everything 
is being pushed back at least 
30 days. We want to gather  
as much information as  
possible this year – even more 
so than most – so we’re  
making good decisions.” 

Another budget consider-
ation in 2021 for some banks 
could be spending for technol-
ogy. At a time when people  
are being told to stay home as  
much as possible to avoid  
coming in contact with the 
coronavirus, it’s important for 
banks to offer mobile  
technology. While most have 
added consumer technology  
to their offerings by now, those  

that haven’t – or provide less 
than customers want – might 
have to budget for it in 2021.

“Do your clients have the 
ability to do things mobile? If 
not, you may have some costs 
related to that,” said Northway. 
“All of those things add up.”

Bankers say a variety of 
wild cards, ranging from the 
production of a safe vaccine to 
the outcome of the presidential 
election, could affect the 2021 
economy.

The latest report from the  
Federal Reserve Bank of 
Philadelphia’s survey of 35 
economic forecasters, issued in 
mid-August, shows the group 
predicted the economy will 
expand at an annual rate of 
19.1% in the current quarter, 
which was more optimistic 
than the 10.6% pace predicted  
for the third quarter in their 
previous survey. On an annual-
average over annual-average 
basis, the Philly Fed’s fore-
casters expect real GDP to 
decrease 5.2% this year but 
recover and grow at an annual 
rate of between 2.2% and 3.5% 
over each of the following 
three years.

Some bankers said the federal  
government’s economic stimu-
lus has worked, and they would 
be happy to see another round to  
boost businesses and consumers.

“We do a lot of agricultural 
loans and there’s been quite 
a bit of stimulus pumped into 
the ag end, whether it’s dairy 
or cattle or crops,” said Mark 
Forsythe, president of Peoples 
State Bank in Prairie du Chien. 
“That’s probably helped a lot 

You’ll be seeing 
a familiar name 
in WBA publica-
tions! WBA  
is excited to 

Gores announce that 
Paul Gores will be writing 
for us this fall. Paul covered 
Wisconsin’s banking industry 
for 20 years at the Milwaukee 
Journal Sentinel before  
retiring from the newspaper 
and JSOnline.com in January 
of this year. 

He has a journalism degree 
from the University of Wiscon-
sin-Madison, and he attended 
the university’s Graduate 
School of Banking in 2000. 
         You can reach Gores at 
paul.gores57@gmail.com.
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more banks have a wider 
array of technology partners 
to choose from as more 
legacy core systems shift 
toward interoperability as 
the default. “Many of the 
cores are now starting to 
open up their systems and 
allow integration through 
application interfaces [APIs], 
which allows banks to select 
any provider of a solution 
and integrate it into the core,” 
said Giorgio. This gives 
banks greater ability to find a 

partner that meets both quality 
and pricing requirements. 

With the faster payments 
landscape continuing to 
evolve, now is the time for 
community banks to leverage 
their relationships with 
technology partners and their 
own deep understanding of 
their customers to bring  
the high-tech, high-touch 

banking experience that will 
continue to differentiate 
them in the years ahead and 
deliver the services that their 
customers rely on. 

Seitz is WBA operations   
manager and senior writer.

ICBA is a WBA Gold 
Associate Member.

2. Integration tools:
Banks rely on a core

service provider, along with 
a collection of platforms and 
tools to deliver services and 
information to customers, 
so it’s critical to ensure 
any new faster payments 
technology integrates with 
essential legacy systems. 
“Interoperability is a 
challenge,” said Giorgio. 

3. Affordable Access:
Finding a solution

that is both functional and 
affordable for the institution 
and its customers can also 
be challenging. Fortunately, 

Now is the time for community 
banks to leverage their 
relationships with technology 
partners and their own 
deep understanding of their 
customers to bring the high-
tech, high-touch experience.

Implementing Faster 
Payments Solutions 
(continued from p. 21)

those transactions. Not 
having the ability to receive 
payments puts your customer 
relationships at risk.”

Certain financial preferences 
correlate to racial demo- 
graphics in college students,  
a recent survey shows. The  
Wisconsin Bankers Founda- 
tion, formed by WBA in  
2013, has research as part of 
its core mission to empower 
consumers in financial 
services. The Foundation  
partnered with the University 
of Wisconsin-Whitewater  
to conduct a survey designed  
to provide insights into  
the banking habits of  
college students. 

Dr. Russell Kashian of 
UW-Whitewater’s Fiscal & 
Economic Research Center, 
assisted by student researchers 
Neil McCants Jr. and Miguel 
Miranda, crafted a survey to 
assess the correlation between 
consumers’ demographic 
categories and their use of 
financial services, including 
reasons for choosing one 
financial institution over 

another, financial institution 
type (community, regional, 
national, or credit union), 
and use of P2P payment apps 
(Venmo, etc.). 

The survey collected 
responses from college students  
of diverse backgrounds 
and experiences. Kashian 
then compared the survey 
responses by demographic to 
a set of expected responses 
(equal variation across all 
demographics). Banks can 
glean several actionable 
insights based on the results. 

The study concluded race  
is a factor in the consumers’ 
choice of type of institution 
and in P2P app preference. 
“Our results found, interestingly,  
that the white students were 
statistically more likely to use 
a community bank, and Black 
students were more likely to 
use national banks, and Latinx 
students were more likely to 
use regional banks,” Kashian 

said. A possible explanation, 
he said, is that national banks 
are more likely to be in urban 
areas, whereas community 
banks tend to focus on a 
smaller, usually more suburban 
or rural, geographic footprint.

When it came to P2P  
applications, Black respon- 
dents were more likely to 
report using Cash App, Zelle, 
and Apple Pay, whereas  
white respondents were more 
likely to report using Venmo. 
Latinx respondents were 
more likely to report using 
no payment service. These 
results suggest a “first-mover 
advantage,” Kashian explained. 
“If you can get 17-year-olds 
to use your app, they’ll talk 
to their friends. There’s an 
affinity effect.” His theory is 
that whichever bank or fintech 
is first to penetrate a particular 
community will quickly 
become the app of choice. 

Finally, the survey asked 

the students why they chose 
to do business with their bank. 
“For most of the students 
it was driven by family 
members,” Kashian explained. 
“The more likely bank to go to 
was the one their parents went 
to, across the board.” Even 
more interesting, the survey 
allowed respondents to enter 
in words or phrases as their 
answer, and a common theme 
that emerged was the strong 
role of mothers in bringing 
their kids to the bank to open 
an account. “The moms are 
the ones driving the engine,” 
said Kashian. In other words, 
if banks can get teenagers’ 
mothers to open accounts for 
them, those children are likely 
to remain with the bank when 
they become adults. 

View the full survey results  
here: https://wisbankfoundation. 
files.wordpress.com/2020/09/
wbf_uw-ww-research_ 
consumer-preferences.pdf.

WBF, UW-Whitewater Study: Banking Habits of College Students
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WBA  
Member 

Banks only!

ENHANCED BENEFITS:

Brian Siegenthaler    l    Director - Sales    l    bsiegenthaler@wisbank.com    l    608.441.1211

140
# of banks

Pooled rating with over 10,000 members

Rating impact of pooling  

typically 20% OFF
               current pricing 

$10,000 Monthly Benefit Max
on Long Term Disability 

Life Insurance Guarantee 
Issue Levels to $500,000

90
# of banks

ENHANCED BENEFITS:

Pooled rating with 
over 7,000 members

you pay 50% off 
standard pricing!

Impact of pooling...

WBA Annual $2000 Max 
Better than 89% of other plans

WBA Ortho $2000 Max 
Better than 90% of other plans

Great News!!  Once again, all WBA - EBC Life, Disability, Dental 
and Vision programs will continue with the same rates for 2021!

(continued on p. 27)

By Daryll J. Lund

In October 2018, the Wisconsin  
Bankers Association announced  
it would become the first 
business group in Wisconsin to 
launch a statewide Association 
Health Plan (AHP). The plan, 
launched on Jan. 1, 2019, was  
created in response to a rule  
change from the U.S. Depart- 
ment of Labor aimed at 
providing the same flexibility 
to small businesses that large 
organizations enjoy when it 
comes to negotiating pricing 
and coverage options for  
health care. 

In two short years, WBA’s 
plan—offered exclusively to 
WBA member banks through  
WBA Employee Benefits  
Corporation (EBC), a subsidiary  
of the WBA, and administered 
by UnitedHealthcare—has 
saved WBA member banks 

over $1.2 million! We’ve  
added 1,200 members and 
are one of the UHC’s fastest-
growing AHP in the country. 
This success comes from 
combining the collective 
resources of WBA’s 200+ 
member banks to create a 
strength-in-numbers approach 
to pricing and coverage. 

Joining the WBA AHP has 
several benefits, including: 

Local association team: 
We provide a consultative 
approach to help you create 
a desirable benefit portfolio 

for your association groups. 
Our strong customer support 
teams helps ease the process of 
addressing health care needs.

Opportunity for cost 
savings: As a small group of  
1–50 employees, you can access  
plans that give you strength 
in numbers. For rating 
purposes you’re seen as a large 
employer, and not subject 
to Adjusted Community 
Rating. For Groups with 51 
or more eligible employees, 
UnitedHealthcare is offering a 
Premium Discount and  

a Renewal Rate Cap of 9% 
for the first renewal.

Association Update

Two Years Have Gone By Fast!

Association
Update

Daryll J.   
Lund

Online Platform 
Launched Oct. 1!
WBA EBC is thrilled with the 
successful launch of a new 
online system for streamlined 
insurance and human resources 
tasks. The online portal, 
accessible through a partnership 
with the Iowa Bankers Insurance 
Services, provides member 
banks with enhanced service, 
better transparency on costs 
and expenses, member driven 
control of enrollment/changes, 
and the ability to better control 
administrative costs in the future. 

Haven’t seen it yet? Contact 
EBC’s Racheale Ward at rward@ 
wisbank.com, 608-441-1260  for 
more information.

> Please contact WBA EBC Vice
President Brian Siegenthaler at
608/441-1211 or bsiegenthaler@
wisbank.com for more details.
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Rose Oswald Poels

Donna Hoppenjan

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 Mound City Bank, Platteville President and 

CEO Donna Hoppenjan. Read past interviews at www.wisbank.com.

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

Donna: As a child, my father 
took me to Mound City Bank to 
open a savings account and save 
for my future. I loved math and 
accounting. The tellers were so 
friendly and genuine to me. As I 
was graduating from high school, 
the bank was hiring and I landed
a teller position in their brand new 

bank building in 1977. It was a short commute from my 
hometown of Cuba City. I learned quickly that Mound City 
Bank cared about its bank family, its customers and the 
importance of making a difference in the communities in 
which we served. My motto as a teller was to make my 
customer’s day with a caring smile and warm welcome. 
Even today I embrace that motto forward with my people 
by explaining that we may be the only one that our 
customer sees for the day – especially now during 
COVID 19 – so make it their BEST DAY! 

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

My favorite aspect of my role as President and CEO 
is the example that I have set of how a hard working 
dedicated employee can excel into a management 
position by educating themselves and staying confident in 
their abilities to learn new things outside of their comfort 
zone. You just have to hire the right people and then 
you empower them to make daily decisions keeping the 
customer in mind at all times.

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

I wish the public understood that banking at a local 
community bank in a leadership role is not a “nine to 
five job”. Community bankers put in a lot of hours on the 
job and volunteering in their communities so that our 
customers are promptly taken care of. For example during 
the COVID 19 bank lobby closures, our mortgage lenders 
were working nights and weekends to keep up with the 

refinancing demand. Technology played a big part and our 
lenders and loan processors were able to work from home 
to make the dreams of home ownership and refinancing 
a reality in a difficult time for the rest of our economy. We 
didn’t skip a beat and our customers so appreciated our 
ability to deliver quickly.

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

I feel that banking may be on the verge of changing 
forever. We have to learn to live life alongside of COVID 19  
for the near term. For Mound City Bank, that means 
utilizing our resources in a different manner as lobby 
traffic slows and drive-up traffic increases. Phone calls 
on servicing mobile/online banking are on the rise. We 
need to recreate ourselves in a loan world that can now 
work from home, if needed, servicing our customers. 
Technology has helped us to be able to allow employees 
to work from home successfully. I am concerned for our 
hospitality industry and ag economy in the future with 
many unknowns.

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

As President and CEO at Mound City Bank, I remember  
a time when the bank was closed because Platteville  
had suffered from a tornado in the city and was without 
power. Our bankers reached out and helped area families 
who had suffered damage as the community came 
together. I am very proud of the students who we have 
hired for their first jobs, mentored, and watched them 
grow into educated bankers in leadership positions.  
I also cherish the sparkle in the new homeowner’s 
eye when we are able to make their financial dream of 
homeownership a reality.

Oswald Poels is WBA president/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! 
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Post Open Intern Positions for Free
WBA member banks can post open internship positions in the 

Bankers Marketplace, free of charge. If you have questions, 
email bankersmarketplace@wisbank.com or 

visit www.wisbank.com/classifieds.
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Wisconsin Banker is published by Wisconsin Bankers Association, 4721 South Biltmore Lane, 
Madison, WI 53718; Telephone: 608-441-1200; Fax: 608-661-9381; www.wisbank.com.
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Bankers Marketplace

Mortgage Lender | Deposit Compli-
ance Assistant | Full Time Teller 

We want you to join our team! We 
are now hiring for multiple positions 
including: A relationship focused 
MORTGAGE LENDER for our 
Janesville location, a detail-orientated 
DEPOSIT COMPLIANCE ASSISTANT 
based at our main location in Fort 
Atkinson, and a FULL TIME TELLER for 
our Jefferson branch who will provide 
exceptional service to our amazing 
customers! If you want to be a part of 
the #PremierLife submit an application 
via the link below today! https://
recruiting.paylocity.com/recruiting/
jobs/All/572d5a3a-9b35-4613-bbac-
e067b0773e47/PremierBank 

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 five 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 resumé and cover letter to 
jbrock@csbloyal.com 

Agricultural/Business Banking Officer 
First State Bank is seeking an 
individual in the Wood, Marathon, 
Portage County area to serve as 
an Agricultural/Business Banking 
Officer. This person should have a 
broad understanding of agricultural 
and related agricultural commercial 
business operations. The ideal 
candidate will have an established 
loan portfolio, as well as effective 
interpersonal skills to develop, 
maintain, and grow excellent 
external and internal relationships. 
Responsibilities include managing an 
established loan portfolio, promoting 
new business development, and 
performing financial analysis. In 
addition, the candidate should be 
actively involved in community 

activities that promote First State 
Bank, agriculture, and/or assist with 
business development. It is anticipated 
the candidate will have a minimum 
of 10 years progressive agricultural 
experience. Previous agricultural 
lending background is essential. First 
State Bank is an Affirmative Action/
Vets/Disability/Equal Opportunity 
Employer. Visit https://bankfirststate. 
com/careers.html to apply.  

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 will 
be 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. 

H E L P  WA N T E D

proprietary network that 
reaches 98% of the United 
States’ population – more  
than 907,000 physicians and 
health care professionalsat over 
5,500 hospitals.

Convenient resources for 
members: Mobile, online, or 
person-to-person resources 
that help members make well 
informed choices about their 
health care costs and needs.

For more information or  
if you have any questions  
about WBA EBC’s insurance 
options, please contact 
WBA EBC Vice President 
Brian Siegenthaler at 
bsiegenthaler@wisbank.com  
or 608-441-1211.

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

Association Update 
(continued from p. 25)

More plan options: 
UnitedHealthcare offers plan 
flexibility with dozens of 
plan designs to choose from – 
allowing flexibility in  
options to balance costs. 
Consumer-driven plan 
flexibility includes high 
deductible options, health  
reimbursement accounts 
(HRAs) and health savings 
accounts (HSAs). The AHP 
features a customized  
45-plan package for the
WBA Association Health
Plan Employers.

Easy to switch: Our array 
of plans, doctors, and services 
are likely similar to what 
members have today making 
for a smoother transition.

Strong national network: 
The nation’s single largest 
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Want to See More Ads?
Visit www.wisbank.com to view a 
full listing of job postings or for more 
information on placing or responding 
to an ad.
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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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