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2012: Maintain 
Advocacy, Nurture 
Customer Relationships
Jim Tubbs, CBW Chairman and President, State Bank of 
Cross Plains

In this issue, your CBW board members offer their insight on 
what 2012 will bring for community banking in Wisconsin. 

No one is predicting either a quick climb 
out of recession for the U.S. economy or a 
steep drop into another Great Depression. 
Most are cautiously optimistic about 
the year ahead but foresee continued 
challenges in the areas of net interest 
rate margins, commercial lending, and 
increased regulations.

Several board members point to the 
greater public understanding of the differences between Wall 
Street banks and Main Street banks as one reason for guarded 
optimism about community banking this year. A few note 
CBW’s Bank Local marketing campaign as a useful tool in 
further building consumer knowledge about the key role that 
independent banks play in their local and regional economies. 

Our individual banks have little influence on what hap-
pens with the European economy or the Fed’s interest rate 
decisions. Even banded together through CBW and ICBA, we 
have little impact on corporate outsourcing to China or U.S. 
immigration policies that may impact the state’s employment 
picture. But working through our associations, we can succeed 
in advocating for laws and other policy decisions that directly 
impact community banking. We can succeed in getting laws 
passed and regulations created that acknowledge the funda-
mental differences in the operations of Wall Street banks and 
Main Street banks.

As we support the work of our associations, we can help 
create a two-tiered U.S. banking system that strengthens our 
mission to support our customers’ financial goals and grow 
our local economies. As we work with our associations, we can 
benefit from balanced laws and regulations that fairly protect 
the interests of all banks and their customers. As we work with 
our customers, we can slowly improve our local economies.

Wisconsin community bankers are fortunate to have a 
highly committed and intelligent board of directors working 
on their behalf. I encourage you to join their efforts through 
your advocacy, through volunteering for CBW committees, and 
through using our Bank Local and other marketing materials.

I also hope to catch up with many of you at the ICBA National 
Convention & TechWorld in Nashville during March.
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CBW Board Members Respond: What Will 2012 Bring?
Each year the Community Bankers 

of Wisconsin polls its board members 
on what they believe lies ahead in the 
year to come. This year, board members 
were asked: “What is the outlook for 
community banking in 2012?” Their 
insights follow.

Chairman: Jim Tubbs, State 
Bank of Cross Plains

I believe the outlook 
for community bank-
ing in 2012 will come 
with mixed emotions. 
On the positive side, the 
momentum of the dif-
ferences between Main 

Street and Wall Street has gained some 
tremendous traction. In addition, CBW’s 
initiative to spark marketing efforts with 
the theme “Go Local” will also reap some 
reward. With the economy at a stagnant 
pace, community banks will be able to 
capitalize and grow because of the dif-
ferences they bring compared to the 
large impersonal Wall Street banks. On 
the contrary, the banking industry will 
still maintain its direct reflection of the 
economy and our customers. Without 
booming commercial business or the 
rebound in the residential construction 
business, our communities that we rep-
resent will probably stay in a status quo 
capacity for some time. As always, the 
other large variable that could have a 
negative impact is the increased pressure 
from regulatory burdens. It is important 
that CBW/ICBA maintain a strong voice 
in order to mitigate this concern.

Chairman Elect: Paul 
Hoffmann, Monona State 
Bank 

Banking in 2012 is 
going to be less stress-
ful than it has been for 
the past few years, but 
it still is not going to 
feel like we can relax 
just yet. I am worried 

about the competition for loan growth 
as the opportunity for new loans is still 
not matching up with the excess cash 
that almost all banks have. It is going 
to be hard to maintain a decent inter-
est rate margin when so many clients 

are refinancing their commercial loans 
at lower interest rates and yet we can’t 
lower our deposit rates much more. 
There will be increased opportunities 
to pick up loan relationships from some 
of the largest banks, but the pressure to 
offer lower rates with easier underwrit-
ing standards is going to be too tempt-
ing for community banks desperate to 
start lending again. I believe that bank 
bashing will continue as the presiden-
tial election cycle wears on— unfor-
tunately not enough of the criticism 
will be focused on the largest financial 
institutions but will be on “banks” in 
general. We will continue to have an 
opportunity to create differentiation 
in the market through awareness cam-
paigns on what it means to be a com-
munity bank, but I think the opportu-
nity to get out that message will close 
some as 2013 gets under way.

Vice Chairman: Stan Leedle, 
Choice Bank, Oshkosh

Community banking 
will continue to be a 
source for business 
from both commercial 
and retail customers 
as the larger banks exit 
certain locations and 

understand that they cannot provide the 
same decision making, which customers 
like on the local level. Banking results in 
2012 should continue to show improve-
ment in both growth (albeit slower than 
a few years ago) and bank earnings. As 
the economy continues to show slight 
improvement, this will help with the 
bottom line of banks, as well as our cus-
tomers. As the customers improve, we as 
banks will see less concern for problem 
loans and a reduction in loan losses, thus 
greater profitability.

Past Chairman: Steve Bell, 
Community State Bank, 
Union Grove

As a community banker, 
I am optimistic about 
2012 and beyond. Com-
munity banks will sur-
vive and continue to be 
vital to our communi-
ties. Everyday commu-

nity banks need to tell their story about 
who we are and what we do. We cannot 
assume our customers and communi-
ties understand who we are and what 
we do. There will be many challenges in 
2012, but in every challenge there is an 
opportunity. Community bankers are 
adaptable and will overcome the chal-
lenges of today and tomorrow.

Secretary/Treasurer: Mary 
Jo Ceniti, Farmers Savings 
Bank, Mineral Point

Community banking 
will continue to set itself 
apart from the large 
banks and Wall Street 
banks in 2012. Consum-
ers are starting to see the 
differences. Community 

banks invest in their communities and 
care about their customers. With this 
realization will come more lending and 
deposit activity. But, there are some con-
cerns. Margins will continue to decline 
as rates are held down by the Federal 
Reserve. The Dodd-Frank Act will con-
tinue to add more compliance expense 
and anxiety. Will community banks 
continue to cope with these changes 
and keep knowledgeable staff? Or, will 
they need to consider merging, acquir-
ing, or continuing to stand alone and 
work through all of the changes? The 
smaller you are, the more difficult it is to 
absorb all of the costs. Also, technology 
will continue to grow in our industry as 
our customers insist that we offer all of 
the bells and whistles for their conve-
nience. But all in all, community banks 
will survive and continue to help bring 
the country out of this current recession. 
We are survivors!

ICBA Director: Rick Busch, 
Royal Bank, Gays Mills

“Community Bank-
i n g — C o m m u n i t y 
Banker—The Good 
Guys.” It is still all so 
true. With this at the 
front of peoples’ minds, 
community bankers 

must make sure to provide services that 
continued on page 6
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CBW Launches Legal and Compliance Services 
Consortium
CBW m e m b e r  b a n k s 

face increasingly 
complex and burdensome regulatory 
and legal issues. In an effort to respond 
to increasing compliance challenges, 
Community Bankers of Wisconsin is 
offering a new, cost-effective solution to 
its members— the Legal and Compliance 
Services Consortium. The consortium 
offers easy access to compliance and 
legal services for a flat annual fee.

Godfrey & Kahn, counsel to CBW, 
will render written or oral legal advice 
that can be maintained in bank records 
and provided to regulators. Consortium 
members will be clients of Godfrey & 
Kahn, and their attorneys will provide 
written attorney-client protected legal 
advice in answer to specific questions 
from your bank. 

Questions that may touch on com-
pliance or legal issues arise daily at 
branch locations, and employees often 
do not know where to turn for quick, 
accurate, cost-efficient answers. Com-
munity banks that market their “high 
touch” local customer service need to 
enable their employees to find the right 
answers quickly and make appropri-
ate decisions when compliance or legal 
questions arise. 

Our new consortium assures par-
ticipating CBW members that employ-
ees are able to get prompt and correct 
answers from attorneys who are expe-
rienced both in Wisconsin and federal 
banking law and regulations. Four of 
Godfrey & Kahn’s eight banking attor-
neys recently were recognized as “Best 
Lawyers” or “Rising Stars” in banking 
law.

Godfrey & Kahn will quickly respond 
to myriad questions, for example:

How to respond when multiple 
deposit account holders give conflict-
ing instructions?

What to do if the bank suspects that 
a guardian is abusing a minor’s account?

How should we comply with a gar-
nishment order that involves a bank 
customer who receives direct deposit 
of government benefits?

What to do when people are fighting 

over the amount in an account that the 
bank set up for a community fundraiser? 

What are the bank’s IRS 1099 report-
ing obligations when we write off a loan 
with multiple borrowers?

We’ve received a letter that claims to 
be a “qualified written request” under 
RESPA. What must we do?

May we consider a non-borrower 
spouse’s financial condition under Reg. 
B and Wisconsin law, when consider-
ing a loan application from the other 
spouse?

The questions are endless; the answers 
will be specific, protected legal advice. 

Godfrey & Kahn experts 
will answer most of your 
employees’ questions that 
require less than an hour 
for research and a response. 
Questions involving nego-
tiations on contracts or 
with regulators, concerning 
board governance, or relat-
ing to litigation or other issues that bank 
leadership would normally want to be 
involved may be addressed outside of 
the consortium program.

As an additional value, consortium 
members will receive a list of frequently 
asked questions with answers to recur-
ring compliance questions received from 
members, as well as sample bank policies 
in response to new laws and regulations.

If you have questions 
about this new consor-
tium, please contact 
me at 608-833-2381 or 
Daryll@communitybank-
ers.org. Or, contact: Rick 
McGuigan at 608-833-
2382, Rick@community-
bankers.org; Jim Sheriff 

at 414-287-9390, jsheriff@gklaw.com; 
or John Reichert at 414-287-9674, 
jreichert@gklaw.com.

Customers Enjoy Expanded 
Surcharge-Free Network 
AND Easy Ways to Locate 

Participating ATMs
CBW’s ATM Access network has part-
nered with the In Balance® Alliance 
offered by the Independent Community 
Bankers of Minnesota, to expand sur-
charge-free access. Cardholders traveling 
across the Wisconsin-Minnesota border 
can now freely withdraw money at over 
800 ATMs.
Cardholders driving anywhere in the two 
states can find the closest surcharge-free 
ATMs by connecting to the Internet via 
their Blackberry® or other mobile de-
vice. Cardholders can also visit the CBW 
website (www.communitybankers.org) to 
search for participating ATMs by city or 
participating community bank.
To learn more, call CBW at 608-833-4229.

Daryll Lund, CAE,
CBW President

and CEO

Godfrey & Kahn to provide 

specific, protected 

legal advice



6       Wisconsin Community Banking News      January/February 2012

set us apart. We must be diligent and 
work with CBW and the ICBA to limit 
government’s increasing involvement. 

ICBA Director: H. B. 
“Butch” Pomeroy, 
International Bank of 
Amherst

I am optimistic and fore-
cast fewer loan work-
outs, completing sales 
of remaining OREO 
properties, and finally 
having the time to call 
on potential customers. 

Tom Armstrong, The First 
National Bank of Park Falls

I hope that with the 
excessive regulation 
changes, there will be 
some relief in the com-
munity banking envi-
ronment soon. Instead 
of feeling like your 

job is to satisfy regulators, it would be 
nice to feel like you are helping your 
bank customers make it through these 
tough times. Currently, you don’t spend 
as much time trying to find any new 
business because you are trying to sat-
isfy a new regulatory requirement. Our 
local economy continues to struggle 
but there are some areas that have seen 
some improvement. The prospects of 
any growth in our local area are small. 
Thus, we need to consider today’s eco-
nomic environment as normal and work 
with what we have.

Sigurd Bringe, Bank of 
Deerfield

As community bank-
ers, we’re only as good 
as our customers.  They 
are like members of 
our extended commu-
nity banking family. In 
many respects, custom-

ers have never needed us more, at least 
in the time I’ve been in banking. This 
year presents a continuing opportunity 
to strengthen customer relationships. 
Internally, we are working on compli-
ance and regulatory issues in an attempt 
to stay abreast of all the recent changes 
and meet examiner expectations. Of sig-

nificant concern this year as we look at 
asset allocation, is how to generate addi-
tional revenue to cover the increased 
regulatory costs.

John Dorshorst, Gratiot 
State Bank

In 2012 in a land far, far 
away, politicians came 
together and agreed 
that community banks 
were over-regulated. 
They passed a new law 
instructing banking 

regulators to eliminate 90 percent of 
all bank rules and regulations. Bank 
examiners were instructed to be under-
standing and adopt a positive attitude 
toward commercial real estate loans. The 
FDIC began assessing higher premiums 
against the riskier banks and rebating 
premiums to the safe and secure com-
munity banks. A movie was made. They 
called it A Wonderful Life. Then I awoke 
from my long winter nap only to find 
2012 will bring more rules, more regu-
lations, and more expenses to comply 
with all of the new rules and regulations. 
Wisconsin will see more political pos-
turing between the Democrats and the 
Republicans, between the unions and 
management.  Washington will give us 
more gridlock. This may be a positive. 
If they cannot agree on any legislation 
then they may do no harm either. This 
reminds me of the last years of the Clin-
ton administration.

Dennis Doyle, Great 
Midwest Bank, Brookfield

This is starting to sound 
like a broken record, 
but I think 2012 will be 
another trying year for 
community banks. The 
combination of regu-
latory burdens, mar-

gin compression, and a stagnant real 
estate market will challenge commu-
nity banks. The future looks brighter 
beyond 2012 because community banks 
have increased efficiency and improved 
underwriting processes.

Paul Kohler, Charter Bank, 
Eau Claire
The year 2012 should provide another 
year of improvement. While the national 
media has “villainized” the big banks, 

most people realize that community 
banks were not part of 
the financial meltdown. 
The public trusts their 
hometown community 
banks and turns to them 
for their financial needs. 
Most community banks 

have worked out the majority of their 
loan problems and have the liquidity to 
lend in an environment fraught with 
regulation. Community banks have posi-
tioned themselves well to compete going 
forward. Their loyal customer base and 
the perception that they are there to pro-
vide financial support to Main Street and 
not Wall Street will fuel their growth.

James McPhaul, Bank of 
Kenosha

“Reserved optimism” 
summarizes the outlook 
for Wisconsin commu-
nity banking in 2012. 
Community banking 
has begun to turn the 
corner, but not without 

a few bumps along the way. Increased 
consumer compliance restrictions, 
stronger capital requirements, and 
increased competition will continue to 
keep community banks in their place 
for 2012. Limited growth will continue, 
however the Fed is not projected to raise 
key interest rates throughout the year, 
and that will be especially attractive 
and will provide strong opportunity 
for healthy community banks to grow 
comfortably. The Wisconsin consumer 
is becoming more educated as a result of 
their association with community banks, 
and 2012 will provide strong incentive 
for customers to remain involved and 
appreciate that value. In summary, I 
think that community banks have a 
positive outlook for 2012. 

Marty Reinhart, Heritage 
Bank, Marshfield

Community bankers 
continue to face many 
challenges. The hous-
ing industry remains 
weak and employment 
gains are subdued. Loan 
demand has been slow, 

based in part on consumer and busi-

continued from page 4

continued on page 8
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freedom of choice

Choose an EFT Network Invested in You
While some would like community financial institutions to have fewer choices and less control, 

SHAZAM believes that community financial institutions must remain in control of their own futures. 

SHAZAM is owned and operated by community financial institutions. We understand who you are and  
what you believe in. We’re here for you, providing the cost-effective technology that makes you more effective. 

You do have a choice in EFT networks. Choose the only EFT network invested in your success.

www.shazam.net (800) 537-5427
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ness uncertainty about the future. The 
political environment remains charged 
and our government economic situa-
tions create a drag on the economy. A 
low interest rate environment impacts 
our investment returns and profitability. 
And new regulatory concerns impact 
us all. Despite all that, I am cautiously 
optimistic. Bank balance sheets are 
improving, and while the economy has 
grown at a slower pace than we would 
like, it’s headed in the right direction. 
Through efforts to promote community 
banks— not only through marketing 
and publicity— but through our daily 
actions, there has been a shift by the 
public away from the larger banks. We 
need to leverage our advantages and 
look for opportunities as the economy 
improves. Just as 2011 showed improve-
ment over 2010, I see this trend continu-
ing in 2012.

Jerry O’Connor, The 
National Bank of Waupun
The American economy is built on con-
sumer confidence, which will likely 
remain flat due to many factors includ-
ing the uncertainties of the European 

economy, the Arab world, and the 2012 
U.S. elections. In addi-
tion to the presidential 
race, control of the two 
chambers looms large 
for such issues as health-
care, government debt, 
and taxes. The “Too Big 

to Manage Banks” are absorbing much 
negative press. To a smaller extent, all 
banks are colored by their dirty water.  
But community banks that are telling 
their story are benefitting from this 
issue. Net interest margins will continue 
to be squeezed. The big banks are mak-
ing a pitch for high quality small busi-
ness loans by offering what up to now 
have been below market rates. Com-
munity banks will need to lower their 
rates and extend maturities in order to 
grow their loan portfolio. While bankers 
are making dramatically fewer construc-
tion or expansion loans than they were 
from 2002–2008, they are shedding bad 
loans that depressed earnings from 
2008–2011. Wisconsin community 
banks generally reflected improved 
earnings in 2011 and we will continue 
to be profitable.  

Fred Siemers, River Cities 
Bank, Wisconsin Rapids

There will continue to 
be great opportuni-
ties in 2012 for com-
munity banks to dis-
tinguish their unique 
position in the financial 
services marketplace. 

There appears to be a growing move-
ment among consumers to buy locally. 
This is a great opportunity for commu-
nity bankers to remind people that our 
banks are community-based businesses. 
We gather deposits and reinvest in the 
form of loans, which in turn creates local 
jobs. Our business model depends on 
healthy local communities. Because of 
this, we are naturally aligned to support 
the development of local businesses and 
our community. Our deep-rooted con-
nection to our local communities defines 
us as clearly different from larger finan-
cial services providers.

John Slatky, Bank of 
Luxemburg

I do not see 2012 being 
much different from 
2010 or 2011. If you 
are a solid bank with 
good profitability and 
capital, there will be 
some opportunities out 

there. The economic conditions will not 
improve dramatically, and the exam-
iners will continue to monitor banks 
aggressively.  

Steve Zeman, Union State 
Bank, West Salem

We will have slow, if 
any, loan growth. We 
will have some deposit 
growth, and asset quality 
will continue to improve. 
Bank staff will continue 
to shrink as employees 

retire and we spread their jobs around to 
other staff members. We will continue to 
be bombarded with new, confusing, and 
ever-changing rules that we must comply 
with, and that will continue to hurt earn-
ings and productivity. On the other hand, 
I am encouraged by the strides we have 
made through the efforts of the CBW 
and the ICBA with recent rule changes. 
Hopefully, this will continue.

WISCONSIN HOUSING AND ECONOMIC DEVELOPMENT AUTHORITY

201 West Washington Ave  �  Madison, WI 53703 

800.334.6873  �  www.wheda.com

The WHEDA® Easy Close Advantage is designed specifi cally for WHEDA Advantage 
borrowers. This low-cost, fi xed-rate, 10-year loan helps borrowers get immediate 
access to mortgage loan funds at the time of closing which can be used for down 

payment and closing costs.

Discover the WHEDA Advantage and get your borrower into a home mortgage they can 
afford long-term. Income and purchase price limits apply. Interest rates are subject to 
change daily. To learn more, go to www.wheda.com/MortgageLenders/.

What is our 
WHEDA® Advantage?

Down payment 
assistance got 
us into our fi rst
home sooner.



January/February 2012       Wisconsin Community Banking News       9

BOLD
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CHANGES 

ALL.

Managing security systems at the new World Trade Center 
is more than a challenge. It’s an honor. 

Diebold’s security integration connects an array of systems, giving operators
 unifi ed control and citizens peace of mind. It’s another example of Diebold 

doing more to build relationships. Relationships that have inspired us to become 
leaders and innovators in the banking industry for more than 150 years.

For the entire story, visit Diebold.com/boldsecurity.
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Wisconsin Law Adds Restrictions to ‘Automatically 
Renewable’ Business Contracts
Josh Torres, Financial Institutions 
Practice Group, Godfrey & Kahn, S.C. 

It certainly is not news to report 
that the financial services industry 

continues to witness 
a plethora of new 
banking laws and 
regulations that will 
impact its members 
in 2012 and beyond 
and keep compliance 
d e p a r t m e n t s 
exceptionally busy. However, with all 
the recent focus on the Dodd-Frank 
Act and the CFPB, one Wisconsin law, 
which became effective last year, seems 
to have been generally overlooked by 
many community banks and other 
small businesses. This new Wisconsin 
law (Wis. Stat. §134.49) governs the 
enforceability of automatic renewal 
p r ov i s i o n s  i n 
business contracts 
and includes some 
unique features 
not found in other 
states’ laws. Indeed, 
it appears the scope 
of Wisconsin’s law 
on automatic renewal provisions is 
unmatched by any other states’ laws. 
Wisconsin’s law is intended to protect 
small businesses from unwanted 
automatic renewals of certain business 
services and equipment contracts. 

Wisconsin’s law on automatic renewal 
provisions requires business service pro-
viders and business equipment lessors 
(“sellers”) to provide certain disclosures 
and notices to service recipients and 
equipment lessees (“customers”) at 
specified times in order to preserve the 
enforceability of an automatic renewal 
provision in the contract or lease. Unless 
an exception is available, a seller’s fail-
ure to comply with the new disclosure 
requirements will render an automatic 
renewal provision in the contract unen-
forceable, resulting in the termination 
of the contract at the end of the current 
term. Moreover, a seller that attempts to 
enforce an automatic renewal provision 

in a contract despite failing to provide 
the necessary disclosures and notices 
may be held liable for damages in an 
action between the customer and the 
seller.
Common Auto-Renewal Contracts

It is common for banks and other 
financial services companies to enter 
into contracts with auto-renewal fea-
tures that will be covered by this law, 
such as certain contracts for correspon-
dent banking services, treasury man-
agement services, and particularly for 
facility maintenance, including time 
and temperature sign contracts, con-
tracts with equipment vendors, and safe 
deposit and ATM maintenance compa-
nies, to name a few.

From the perspective of a seller of 
equipment or services, your bank must 
be aware of the requirements of this 
law in order to comply with its require-

ments and ensure 
that your covered 
contracts auto-
matically renew 
as intended. From 
a customer per-
spect ive,  your 
bank might want 

to use this law as a means to terminate 
a covered contract that has been auto-
matically renewed against your wishes, 
and in some cases entitle you to receive 
damages. We believe it is likely that 
many out-of-state sellers of business 
equipment and services will be unaware 
of this new law when contracting with 
businesses located in Wisconsin.

To comply with this new law a seller 
must disclose to the customer certain 
information pertaining to the renewal 
of the covered contract at the time 
the parties enter into or modify the 
contract. This initial disclosure must 
include a statement that the contract 
will automatically renew unless the cus-
tomer declines renewal and the date of 
the deadline for the customer to decline 
renewal, among other things. The initial 
disclosure must either be included in the 
contract or presented to the customer 
on a separate form. If the disclosure is 

included in the contract the customer 
must sign the page on which the dis-
closure appears. Alternately, if the dis-
closure is included on a separate form, 
the seller must retain a copy of the form 
that has been signed by the customer. 
The requirement to provide the initial 
disclosure is now effective for any new 
or modified business equipment leases 
or services contracts with customers 
who “conduct business in [Wisconsin.]”
Short Window to Provide 
Renewal Notice

To remain in compliance with this 
new law a seller must provide the cus-
tomer with a reminder notice prior to 
the renewal of the contract. A reminder 
notice must be provided to the customer 
at least 15 but no more than 60 days 
prior to the deadline for the customer 
to decline renewal of the contract. The 
requirement to provide a reminder 
notice to customers regarding automatic 
renewals applies to all covered contracts 
regardless of when the contract was 
executed.

The law also provides that no contract 
covered by the law may require that the 
customer permit the seller to match an 
offer the customer receives from another 
service provider for services to be pro-
vided after the end of the stated term 
of the contract. A provision in a cov-
ered contract purporting to require a 
customer to do this will be void and 
unenforceable.

Determining whether your insti-
tution has any contracts which must 
comply with the new law requires a 
solid understanding of the law and its 
intricacies. For example, many types of 
contracts— including those for the lease 
or purchase of real property, the lease of 
equipment or purchase of services for 
personal, family, or household purposes, 
and telephone services— are specifically 
exempted from this law.

  Should you have any questions relat-
ing to this law, please do not hesitate to 
call us.
Josh Torres may be reached at 414-287-
9579 or at jtorres@gklaw.com.

It is likely that out-of-state sellers 

of business equipment … will be 

unaware of this new [Wisconsin] law.
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The Art of the Deal: Current Access to Capital and 
Economic Predictions
Mary Lou Santovec

You’re an entrepreneur with an 
idea that could potentially rival 

Facebook or a dairy farmer looking to 
expand his herd. These days, where do 
you go for capital to start or grow your 
business?

A panel of lenders addressed this 
question at the Economic Develop-
ment in Rural Wisconsin conference 
sponsored by the Federal Reserve 
Bank of Chicago and held in Wausau. 
Panel members included Charles Luse, 
assistant vice president, Community 
Bank Group at the Chicago Fed; Rick 
McGuigan, executive vice president, 
Community Bankers of Wisconsin; 
Rich Diemer, vice president and eco-
nomic development loan officer, Wis-
consin Business Development Finance 
Corporation; Tom Wilson, vice presi-
dent of commercial credit, GreenStone 
Farm Credit Services; and Mary Patoka, 
president/CEO of CAP Services Inc., a 
Stevens Point-based CDFI.

“I know there’s a lot of concern about 
how the regulatory burden could impede 
our banks’ lending,” Luse said. “We do 
our best to ‘right-size’ our supervision. 
It’s more of an art than hard and fast 
rules.”

About one third of the banks in the 
Chicago Fed’s district are having dif-
ficulties with their balance sheets. By 
regulation, they’re focused on keeping 
current customers and cleaning up prob-
lems, not on expanding their lending. 
“We don’t hold a high standard of new 
lending to a bank struggling internally 
to survive,” Luse said. 

In the district, the number of prob-
lem banks is starting to plateau, with 
74 failures as of October, 2011, half the 
number that failed during the same time 
a year earlier. Rumors about condensing 
the number of banks so that fewer need 
supervision were quickly dismissed. 
“None of that is being discussed at the 
Chicago Fed or among others in the reg-
ulatory world,” Luse said. “Community 
banks are the engine for small business 
lending” and need to be able to serve 

their communities as “strength engines.”
From Luse’s perspective, the future 

outlook is cautiously optimistic, and sur-
veillance models all point to “continued 
improvement in the district.” 
Numbers Don’t Tell Entire Story

Lending is down 10 percent among 
community banks compared to 25 per-
cent for large banks around the state. 
“The numbers don’t tell the entire story 
about lending around Wisconsin,” said 
McGuigan, who noted that community 
banks have increased their farm lend-
ing since 2008, but demand continues 
to be down.

“Community banks have money to 
lend,” he said.

Today community banks face mul-
tiple challenges—regulators’ emphasis 
on limited concentrations of loans, com-
pliance issues, and an unequal playing 
field. Add to that the recognition that 
all of us are in a global economy. “What 
we do in Denmark, Wisconsin, could 
directly impact a business or person in 
Paris, France,” McGuigan said. 

But community banks’ biggest impact 
is at home. McGuigan noted, “Commu-
nity banks will continue to be a rather 
important force in small business and 
ag lending in Wisconsin.” 
Land, Commodity Prices Up

Wilson, who is part of the $5 billion 
Farm Credit system, observed, “it’s the 
best of times and the worst of times for 
farmers” with both farm prices and com-
modities at high levels. 

Low prices for milk in 2009 were 
unusual for the five-year span, which 
otherwise saw record prices. Beef is at 
an all-time high; wheat and corn prices 
are good. Market opportunities are 
excellent. 

With land values in Northeast Wis-
consin running $6,000 to $7,000 an 
acre, rising land prices are driving down 
debit-to-equity levels, a positive devel-
opment unless it produces a bubble. 
Machinery, land, and crops are all high 
in value. But with milk prices spiking 
and then dropping faster than a Disney 
roller coaster, “price volatility creates 
problems in the economy,” Wilson said. 

Lending standards have eased a bit, 
Wilson said, although “we’re asking 
our customers to carry a lot of working 
capital.” Demand for credit is seen as 
“modest at best.” Competition between 
lenders is intense and provides a real 
opportunity for businesses with a good 
business plan. 

The eight offices of the Wisconsin 
Business Development Finance Corpo-
ration (WBDFC) originate and service 
SBA 504 loans, offering financing for 
fixed assets at long-term, fixed inter-
est rates. WBDFC also provides loan-
packaging services to Wisconsin lend-
ers— some $2 billion over the past 30 
years that funded 2,043 loans, 28.1 per-
cent of which were in rural areas. 
Demand for Manufacturing Loans 
Rising

Over the past two years, WBDFC has 
seen more purchases than new construc-
tion of facilities. “We saw a lot of doc-
tors and accountants purchasing existing 
services and facilities,” Diemer said. Ag 
has stayed flat while demand for loans 
in manufacturing, accommodations 
(hotels), and food has increased. 

Refinancing of existing debt to 
improve cash flow was a top priority for 
many borrowers. Few start-ups or inno-
vative businesses were funded. Lend-
ers are acting as gatekeepers, sending 
stronger projects to WBDFC. Since the 
expiration of the stimulus package in 
2010, Diemer has seen a steady number 
of requests but for lower volumes com-
ing through. 

CAP (Community Assets for Peo-
ple) Services also helps fill the void for 
capital. “When small businesses need 
resources, they need to look at all the 
possible tools available to them,” said 
Pakota, whose agency has helped with 
expansion and start-up funds for various 
Central Wisconsin businesses.

Small businesses, the economic driver 
that creates jobs, need money to grow. 
For financial institutions of all types, 
removing obstacles to credit and capital 
is seen as a key step in the recovery.
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CBW’s Telephone/Webcast training sessions bring the latest regulatory 
information right to the desks of your bank employees:

Most conferences run from 2:00 p.m. to 3:30 p.m. However, the Director Series webinar on March 20 begins at 10:00 
a.m. For questions on any of these conferences or about the Webcast itself, please call Sandy Gruber at (608) 833-4229 
or e-mail sandy@communitybankers.org. Visit CBW’s Web site, select the desired workshop, and follow the link to 
register online.

Wednesday, Feb. 22: Business 
Account Takeover Alert: What 
You Need to Know Now!

Thursday, Feb. 23: GFE and 
HUD1: Issues and Updates

Tuesday, Feb. 28: IT Security 2012: 
Regulator Hot Buttons

Wednesday, Feb. 29: Understand-
ing Borrowers’ Tax Returns, Part 
2: Income from Rentals, Royal-
ties, Partnerships, S Corps

Tuesday, March 6: Overdraft 
Protection Update: Regulations, 
Lawsuits, and Guidance

Wednesday, March 7: Commercial 
Lending Series: Lending to the 
Small Business/Guarantor in 
Today’s Economy

Thursday, March 8: Accounting/
Auditing Series: Troubled Debt 
Restructuring Issues— The 
Accountant’s Perspective

Tuesday, March 13: Flood Compli-

ance 2012: Review and Update
Thursday, March 15: Writing 

Effective HR and E-Policies to 
Manage Behavior, Maximize 
Compliance, and Mitigate Risks

Tuesday, March 20: Director 
Series: Managing Liquidity 
Risk— The Board’s Role

Thursday, March 22: You Received 
a BSA Exam Request Memo—
What Are the Proper Steps?

Tuesday, March 27: Real Estate 
Loan Workouts, Foreclosures, 
Short Sales, and Deficiency 
Judgments

Thursday, March 29: Identifying 
and Preventing Elder Financial 
Abuse

2012 Security Officer Workshop
This year’s Security Officer Work-

shop will be offered in three locations:
Tuesday, March 20, Wisconsin 

Dells

Wednesday, March 21, Green Bay
Thursday, March 22, Eau Claire
The workshop will provide guid-

ance in the new structure and func-
tion of the security department as 
mandated by the Bank Protection Act 
of 1968 and the most recent regula-
tions and regulatory guidance. The 
workshop will feature security experts 
and law enforcement personnel and 
include a discussion of recent crimes 
and recommendations for procedures 
to detect, prevent, investigate, and 
report suspected and actual crimes. 

Secure Banking Solutions will 
provide guidance in establishing 
“commercially reasonable security 
procedures” for managing the 
commercial account risk. It will 
also detail risks and controls for 
electronic crimes. For more visit the 
online education calendar at www.
communitybankers.org.

Noteworthy Community Bank Anniversaries
Congratulations to the following Wisconsin community 

banks, which celebrate key charter anniversaries in the first 
quarter of 2012:

125 Years
Bank of Deerfield on January 1

East Wisconsin Savings Bank, S.A., Kaukauna,  
on January 1

First National Bank-Fox Valley, Neenah, on January 1

120 Years
Cambridge State Bank on January 1

Pyramax Bank, Greenfield, on January 1

115 Years
F&M State Bank, Waterloo, on January 1

Union Bank & Trust, Evansville, on January 1
Independence State Bank on January 1

Lincoln Community Bank, Merrill, on January 1

110 Years
State Bank of Reeseville on January 1

Marathon Savings Bank, Wausau, on January 1
Hustisford State Bank on January 6
Gratiot State Bank on February 15

105 Years
Black River Country Bank, Black River Falls, on January 1

First National Bank of Hartford on January 1
Hometown Bank, Fond du Lac on January 1

Mitchell Bank, Milwaukee, on January 1
100 Years

Citizens First Bank, Viroqua, on January 1
Peoples State Bank, Bloomer, on January 2

90 Years
First Federal Bank, Waukesha, on January 1

Mayville Savings Bank on January 1
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LOOKING FOR A SAFE 
BEACH TO LAND ON?
EBN has a ‘sunny place’ for your Tier I Capital
Need a boost to your bottom line? Is your bank flush with Tier I Capital and in need of 
solid returns? EBN has the time-tested BOLI solution with the safe, high, tax-free yields 
you’ve been looking for.

EBN’s BOLI solutions include the highest financial strength companies and whole life 
products with guaranteed increasing cash values and stable long-term performance. 
Plus, nobody provides better service and answers to your BOLI questions than EBN’s 
team of experienced, local professionals.

EBN specializes in the design and administration of Bank-Owned Life Insurance programs. Find out 

why over 200 regional banks have chosen EBN to provide their proven, results-oriented BOLI solution.

626 E. Wisconsin Avenue • Suite 1000 • Milwaukee, WI 53202

800.780.4EBN • ebn-design.com
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From the Top

Clear Dividing Lines 
Camden Fine, President and CEO of 
ICBA

Well, at least we know where 
they stand. Their views are 

on the record. The association that 
claims to represent 
banks of all sizes 
doesn’t support tiered 
financial regulation. (I 
doubt the other half-
dozen financial trade 
groups that represent 
Wall Street interests 
support proportional regulation either.)

Instead, citing practicality and “free-
market fairness,” this other association 
feels it’s necessary to subject community 
banks to the ill-fitting, one-size-fits-all 
regulatory straightjacket we’ve had to 
wear for decades. (Of course, we all 
know that when it comes to the too-
big-to-fail firms there is nothing “free-
market” or “fair” about them.)

To wit, in an American Banker op-ed 
in October titled “A Modern, Developed 
Economy Needs Banks of All Sizes,” the 
CEO of this one-size-fits-all association 

opposed exemptions designed to shield 
community banks from regulations spe-
cifically aimed at big bank and nonbank 
financial firms. “Washington policymak-
ers must acknowledge the reality and 
genius of this well integrated economic 
ecosystem and renounce [emphasis 
added] the two-sizes-fits-all approach 
to bank regulation,” he wrote. 

The op-ed singled out the Wall Street 
Reform Act’s $10 billion-asset thresh-
old exempting community banks from 
several of the law’s provisions, including 
Consumer Financial Protection Bureau 
examination and enforcement, as an 
“artificial boundary.” ICBA had advo-
cated for a $50 billion-dollar threshold 
and in some cases no threshold at all.

So this other association believes 
tiered regulation attempting to help 
community banks from dispropor-
tionate regulation is arbitrary and too 
“inflexible” to work in the diverse world 
of financial services. And, perhaps 
most importantly, it’s not fair— to the 
big banks. (Well, cry me a river. It’s not 
like megabanks haven’t enjoyed propri-
etary advantages over community banks 

for decades. Even some regulators have 
acknowledged that!)

Unfortunately, this other association 
offers no alternative solution to the stag-
gering regulatory burdens facing com-
munity banks. 

But ICBA looks at these issues solely 
from the vantage point of community 
banks, our members. The one-size-fits-
all regulatory framework feels mighty 
arbitrary to community banks that 
never engaged in the abuses and reck-
less behavior that brought on the current 
heap of mishmash regulations. And that 
one-size-fits-all approach feels mighty 
inflexible and unfair when regulators 
can’t or won’t consider that community 
banks don’t have virtually unlimited 
compliance staff and resources. 

For decades ICBA’s lone voice in 
Washington argued that many regula-
tions can’t be effectively or fairly applied 
to all banks without considering their 
size, complexity, activities, or business 
models. Now that Congress and regula-
tors finally see the light, the groups with 
megabank or nonbank financial firm 
members are mobilizing to “unlevel” a 
playing field that community bankers 
are desperately trying to level out. 

Community bankers should ask 
themselves this— where were these 
banking groups on other issues so criti-
cal to community banks? Where were 
they on imposing asset-based deposit-
insurance assessments? On preventing a 
single federal bank regulator? On keep-
ing banking and commerce separate? On 
reining in too-big-to-fail? 

On all these bright-line issues, ICBA 
sounded the alarms and spent all the 
resources and political capital it had to 
achieve improbable but crucial victories 
for community banks and Main Street 
America. When it mattered most, the 
big-bank associations remained silent, 
took half-hearted action, or only mum-
bled support for vital community bank 
issues. Their decision to dismiss propor-
tional regulation is no different.

At least this time their opposition is 
out in the open and we know for sure 
where their hearts, minds, and real inter-
ests lay.
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Anatomy of a Bank Failure
Mary Lou Santovec

Every banker of a performing 
or troubled bank must change 

their way of thinking about banking,” 
said Jacqui Engebos, director of case 
design and plan compliance, Executive 
Benefits Network in Milwaukee. “Past 
performance is not a predictor of future 
success.”

Engebos, who was director, Finan-
cial Management Services, at the dbrok 
Group in Brookfield when she made 
that remark, outlined the anatomy of a 
bank failure during her presentation at 
the CBW Management Conference and 
Expo held in Lake Geneva in September. 
Dbrok provides financial and treasury 
management support to community 
banks.

Engebos was recruited for a six-
month assignment as a non-employee 
CFO at Milwaukee’s Legacy Bank, which 
was under a consent order. Legacy was 
ultimately purchased by Chicago’s 
Seaway Bank and Trust Company in 
March, 2011. She was responsible for 

administering accounting, finance, and 
treasury management activities for the 
$200 million bank, as well as providing 
transitional support for the FDIC during 
its receivership of Legacy. 

At the time of Engebos’ presentation, 
there were 176 banks under consent 
order in Wisconsin and Illinois; 36 ulti-
mately failed. (Wisconsin had 54 banks 
under consent order. Twenty-three had 
non-performing loans in excess of 5 
percent, and six failed.) The time from 
consent order to closure ranged from 
14 days to two years but generally took 
seven to nine months. “The timeline to 
failure is grossly underestimated.” 
Consent Order: Not a Death 
Sentence

While a consent order does not mean 
an automatic death sentence, it’s very 
serious and must be resolved. “There 
are a few banks who successfully tran-
sitioned out of the consent order, but 
they were the exception, not the rule.” 

There are two phases to the process. 
The first phase is regulatory and starts 
when the bank receives the consent 
order from its primary regulator. Phase 
two is the legally mandated phase.

Cooperating with a consent order 
begins by fully charging off non-per-
forming loans. The board must inform 
shareholders and employees that the 
bank’s stock is worthless. Obtaining 
and retaining good staff becomes very 
difficult. 

For career CEOs at a troubled 
bank, everything they’ve worked for 
as a banker is at risk— including their 
future employability. Meanwhile, there 
are required filings, staff to manage, 
and a bank to run. Should the bank fail, 
everything will be scrutinized with the 
benefit of hindsight, with an eye toward 
litigation.

Bank management is expected to 
work 24/7 until problems are resolved 
or the bank is taken over or closed. All 
of the time is absorbed in complying 
with the demands of the consent order. 
“You are expected to do everything in 
your power to make the bank succeed.”

Driving this process is the Tier 1 
leverage ratio. “If you fall under 2 per-
cent Tier 1 leverage, you have 90 days 

to raise capital or you’ll be shut down. 
No exceptions, no variances.” Mini-call 
reports will show the FDIC what’s going 
on. 

When a bank receives a prompt cor-
rective action letter, its offices suddenly 
fill with visitors; representatives from 
the Wisconsin Department of Finan-
cial Institutions, the FDIC, and other 
regulatory agencies are on-site. Regu-
latory oversight swings from advisory 
to enforcement mode. Meanwhile, the 
bank must put forward a positive atti-
tude and exude confidence to its external 
constituents.
‘Don’t Bump the Refs’

Troubled banks must cooperate 
with the regulators. They must develop 
appropriate and respectful regulatory 
relations and never adopt an offensive 
or aggressive approach. “Don’t bump 
the refs.” 

Internally, emotions run from fear to 
denial. Fear fuels more denial and denial 
results in lost time. 

The board and staff must be found 
competent or they must bring in a team 
of carefully selected external resources. 
The resources are “often expensive and 
hard to find, but the down side is a bank 
failure.” Strong partners will want to be 
aligned only with a salvageable bank. 

When she was brought in, Engebos 
engaged the services of a public relations 
firm to help frontline Legacy employ-
ees know what to say to the customers 
and how to say it. “You can’t risk a run 
on the bank based on a rumor coming 
from inside the bank.” But time is of the 
essence. “If you wait, they [consultants] 
become more expensive or unwilling to 
work with you.”

The speed of the deterioration is 
almost always driven by the accounting 
entries in four areas: charge-offs; OREO 
write-downs and the cost to carry; write-
downs in the bank’s investment portfo-
lio; and deferred tax assets. 

Adjustments in any of these areas 
reduce capital. While additional capital 
will solve most of your issues, it’s difficult 
to find. A troubled bank is unable to 
draw on a fully funded FedFunds line. 
Brokered CDs are no longer a source of 
funds. The bank will need cash to cover 

“
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scheduled CDs that mature. It will have to explore every pos-
sible avenue to obtain capital— including selling itself. 

For top-level employees, the fatigue factor is overwhelm-
ing. Multiple enforcement actions are in effect concurrently 
with different deliverables and timetables. There are the daily 
updates to the examiner in charge; weekly liquidity reports 
and capital committee meetings; bi-weekly board and audit 
committee meetings. You’re in constant exam mode. Staff must 
draft written detailed workout plans for each relationship on 
the bank’s problem loan list. 

In the battle of liquidity versus capital, liquidity trumps 
capital. “You’ll be shut down if you’re illiquid because of the 
potential run on the bank.” The only real liquidity is the on-
balance sheet liquidity. 

If a bank is seized there are two possible outcomes: bank 
failure or purchase and assumption. If there are no bidders, 
the bank fails. 

It’s hard to imagine, but any bank is just a few bad loans 
away from being a troubled bank. So stick to the fundamentals 
and execute a solid strategy. Be proactive and develop plans for 
your troubled loans. “If you can’t explain some of your business 
decisions to your teens, you shouldn’t be doing them.”

Community involvement

Bank Supports Historical Society
OCONOMOWOC— A long time supporter of the Oconomo-
woc Area Historical Society and Museum, First Bank Financial 
Centre donated $1,000 in January. 

The Oconomowoc Area Historical Society and Museum 
was founded in 1926 with one archeological collection. It has 
since expanded to showcase about 20,000 individual artifacts 
and archives. The museum is a unique repository resource for 
Oconomowoc area stories, all meticulously documented and 
catalogued to teach, inspire, fascinate, and surprise.

First Bank Financial Centre is pleased to contribute to this 
much needed facility in the Oconomowoc community.

Customer Appreciation Day Benefits 
Pantry
BERLIN— First National Bank located at the corner of High-
ways 23/49 held a Customer Appreciation Day in December, 
which benefited the local communities. For each customer 
attending the event, the bank purchased food to donate to 
the local food pantry. The food pantry received almost 100 
pounds of food from the event. 

Bank Donates to Urgent Needs 
OCONOMOWOC— During the 2011 Holiday season, First 
Bank Financial Centre (FBFC) donated $1,500 to purchase 
more than 65 holiday meals, through the Wisconsin SHARE 
program, for those in need in the Oconomowoc area. 

In November, FBFC teamed up with Ebert’s Greenhouse, 
and both parties donated $1 to the Oconomowoc Urgent Needs 
Community Fund (OUNCF) for every pumpkin purchased 
at the greenhouse to use toward Thanksgiving meals. A total 
of $1,000 was raised. Ebert and bank employees alike helped 
assemble and distribute the meals.
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Changing SCene

Bank Recognized as FSA 
Preferred Lender
MADISON— USDA Farm Service 
Agency’s (FSA) Farm Loan Program 
has named Farmers & Merchants Union 
Bank of Columbus a Preferred Lender. 
Lenders with preferred status have 
broad authority in making and servic-
ing FSA guaranteed loans and can utilize 
their own underwriting and servicing 
policies. 

Talmer Acquisition
TROY, Mich.— Talmer Bancorp Inc., 
the parent company of Talmer Bank 
and Trust, added another Wisconsin 
community bank to its portfolio when 
it merged with the Glenwood City-based 
Lake Shore Wisconsin Corp., the parent 
company of Hiawatha National Bank in 

Hager City. 

An Award Winning Design
WALES— Engineered Construction of 
Verona has earned a first-place Gold 
Award from Associated Builders and 
Contractors of Wisconsin’s Projects of 
Distinction competition for its new 
Town Bank Wales building.

The 7,500-square foot, two-story 
bank building includes two drive-
through lanes. Bank operations are 
located on the first floor; the second 
floor is available for lease. 

Locknet Launches 
Employee Volunteering 
Program
LA CROSSE— Locknet® IT Solutions 
has initiated the Employee Volunteer 

Program to encourage staff to volunteer 
in the community. Each employee is 
granted 16 hours of Volunteer Paid Time 
Off (VPTO) annually that they can use 
to volunteer. VPTO is in addition to an 
employee’s regular paid time off and is 
only available for volunteering.

Eide Bailly, Wipfli to 
Merge
MILWAUKEE— Eide Bailly LLP and 
Wipfli LLP, recently announced plans to 
merge their professional practices. Pend-
ing regulatory approval, the two firms 
will officially combine on June 1, 2012. 

The combined firm will be named 
EB Wipfli LLP and will rank among 
the nation’s top 15 accounting firms, 
with annual revenue of more than $314 
million.

PeoPle

Whitehead to Lead Bank 
of New Glarus
NEW GLARUS— The Bank of New 
Glarus and Sugar River Banks have 
named Phillip White-
head as president and 
CEO. Whitehead, who 
previously served as 
senior vice president 
and commercial bank-
ing manager at John-
son Bank in Janesville, 
succeeds Warren Laube. Whitehead has 
a degree in business administration and 
marketing from the University of Wis-
consin-Whitewater and is a certified 
public accountant and a certified finan-
cial planner.

Choice Promotes Leitch, 
Bobusch
OSHKOSH— Choice Bank has pro-
moted Christopher Leitch to vice pres-
ident-residential lending. Starting his 
employment with the opening of Choice 
Bank in July 2006, Leitch previously held 
the position of assistant vice president 
and residential loan manager. In addi-
tion to originating home mortgages for 
the bank, Leitch also has roles in second-
ary market credit underwriting, compli-
ance, auditing, and basic management of 

the department’s loan portfolio. He also 
serves as the bank’s CRA officer.

Choice Bank in turn promoted 
Michael Bobusch to assistant vice pres-
ident-residential lending. Joining Choice 
Bank in 2007, Bobusch previously held 
the position of residential loan officer. 

Johnson Featured in 
‘Independent Banker’
RIVER FALLS— Jeff Johnson, presi-
dent and CEO of First National Bank 
of River Falls since 2009, was recently 
featured as the Indie Banker in ICBA’s 
magazine, Independent Banker. The 
article describes the steps Johnson took 
to increase net income by almost one 
third (31.7 percent) in two years and to 
increase ROA from 0.63 to 1.10. ROE is 
over 10 percent, and less than 1.0 per-
cent of the bank’s loans are past due. 

Bank Announces Plans 
for CEO Transition
MANITOWOC— Investors Commu-
nity Bank has announced that effective 
November 2013, Bill Censky, chairman 
and CEO, will transition out of a day-
to-day role in the company. The two 
year transition will ensure that there is a 
smooth and orderly transfer of Censky’s 
daily responsibilities. After November 
2013, Censky will continue to serve as 

chairman and strategic advisor on key 
bank initiatives.

COO Tim Schneider will immedi-
ately join Censky as a co-member of a 
newly created “Office of the CEO” and 
assume the title of Co-CEO. He will 
work side-by-side with Censky on all 
financial, human resource, client, and 
risk management oversight responsi-
bilities to ensure this smooth transition.

First Business Hires Rick 
Krauthoefer
MILWAUKEE— First 
Business Bank-Mil-
waukee has hired 
Rick Krauthoefer as 
vice president-com-
mercial lending. Prior 
to joining First Busi-
ness, Krauthoefer was 
vice president at TCF Bank, American 
National Bank/Bank One, and M&I 
Bank.

Shazam Launches 
Adaptive Payments 
Program
DES MOINES, Iowa—The SHAZAM 
network has launched the Adaptive Pay-
ments Pentagon mobile point-of-sale 
(POS) payments application. It allows 
merchants to accept PIN debit, signa-

Rick Krauthoefer

Phillip Whitehead
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ture debit, and credit transactions using iPhone and Android 
mobile phone and tablet devices. Find more information at 
www.adaptivepayments.com/PentagonRegistration.php.

CBFS Announces New Agent, 
Promotion
EAGAN, Minn.—Last December the Independent Com-
munity Bankers of Minnesota (ICBM) opted to take on and 
expand Community Bankers Financial Services (CBFS), an 
independent insurance agency specializing in insurance 
products for community banks. ICBM was fortunate to 
retain both Kevin Christians and Phil Hoover as agency 
representatives.

On January 1, 2012, Michael Marx was hired as an agency 
representative primarily covering CBFS’s 
Wisconsin clients. He has more than 26 years 
of experience in the financial services indus-
try and resides in Appleton. He most recently 
served as a regional vice president for the 
Independent Community Bankers of Amer-
ica (ICBA) with responsibilities for the sale 
of ICBA products and services in Wisconsin, 
Michigan, Indiana, and Kentucky.

Phil Hoover retired at the end of 2011 after serving the 
bank insurance industry for nearly 40 years. He will continue 
to maintain a small portfolio of his current clients and work 
in a part-time advisory capacity for CBFS throughout 2012. 

Also effective January 1, Kevin Christians has been named 
executive vice president and agency manager. Along with these 
new responsibilities, he will maintain a portfolio of Minnesota 
clients, as well as some of his existing Wisconsin customers.

Braun Elected Chairman of Hartford 
Savings Bank
HARTFORD— The Hartford Savings Bank has announced 
the election of Kenneth R. Braun to chairman of the board of 
directors. He started at the Hartford Savings and Loan Associa-
tion in 1973 and was elected to the board in 1983. Braun was 
named president and CEO in 1998. He received his bachelor 
of business administration degree from the University of 
Wisconsin-Oshkosh and holds a license as a Wisconsin real 
estate broker.

Sawvel New ‘Rising Star’
WASHINGTON, D.C.—ICBA recently recognized six 2012 
“ICBA Rising Stars” who are among the best and brightest in 
the community banking industry. The six were nominated 
by their peers on the basis of their commitment to quality, 
ingenuity, and integrity in business practices and service to 
their local communities. Among the 2012 ICBA Rising Stars is 
Tammy Sawvel, chief compliance officer, First Bank Financial 
Centre, Oconomowoc. When she became the chief compli-
ance officer, she made a commitment to personally train bank 
employees on compliance and procedures, spend meetings 
helping department managers prepare for audits and exams, 
and generally keep her door open so that she could be the 
go-to person for regulatory information.

DireCtory of Community Banking ServiCe ProviDerS

Superior Safe & Security LLC
Electronic & Physical Security Products

Access Control Modular Vaults
Alarm Monitoring Night Depositories
Alarms Point to Point Systems
Audio Systems Safes
Close Circuit T.V. Safe Deposit Boxes
Drive Up Systems Security Systems
Fire Safes Teller Counters
Media Safes Vault Doors
Metal Undercounter Cabinets Walk Up Windows

Sales, Installation & Service
800-626-0888

Community bankers, you have a choice.
You can spend your valuable time finding

one prime candidate to fill your mid- to upper-level 
position, or you can call me. I will present you with the 

right person for the job in less time
with less hassle.

office location:
155 e. Capitol Dr., Ste. 5

hartland, Wi 53029
Phone: (262) 369-8109

fax: (262) 369-8028
email: del9730@aol.comDel Garcia

CBW President and CEO Daryll 
Lund, left, presents a 30-year 
Lifetime Service Award to LeRoy 
Sigler, CEO of Nekoosa Port 
Edwards State Bank, headquar-
tered in Nekoosa.

The Bank of New Glarus, Green County, Wisconsin’s dominant community 
bank, has an immediate opening for a Relationship Manager / 
Lender.  This position is responsible for activities that extend commercial, 
mortgage and consumer credit to current and potential Bank customers.   
The Relationship Manager / Lender will manage a significant portfolio 
of clients and will be responsible for overseeing those relationships and 
expanding the portfolio with new clients for the Bank.
We require a bachelor’s degree in business, finance, related field or 
equivalent experience and prior experience in commercial, consumer and 
mortgage lending.
We offer a competitive compensation and benefit package.  Interested 
candidates should send their resume and cover letter, including 
compensation requirements, to:

Mila Stahl, PHR
Vice President of Human Resources
The Bank of New Glarus
501 First Street
New Glarus, WI 53574

All employment offers are contingent upon a successful background 
screening process.
Equal Opportunity Employer

Michael Marx
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Make Plans Now to Attend
March 11-15, 2012 Nashville, TN

Do your 2012 goals include advancing your career or making your community bank more 
profitable and competitive? If so, make your plans to attend the ICBA National Convention & 
Techworld in Nashville. Hear from Ben Bernanke, John Walsh, Martin Gruenberg and Cam Fine 
who will address the nation’s largest gathering of community banks regarding their visions for 
the future of our country and the banking industry. Plus, you will learn how current and evolv-
ing trends are having a dramatic, long-lasting impact on community banks.

Education…learn vital information while earning CPE credits
Compliance, regulations, audits, marketing, technology/social media, customer service;  ICBA 
will offer more than 60 educational opportunities at the Nashville convention:

    Compliance With the New Consumer Mortgage Laws: A Brave New World*
    Improving the Quality of Loan Analysis, Approval Process & Credit Review*
 Developing & Marketing Deposits Products Aimed at the Younger Generation*
 The Best Business Mistakes*
 Strategies to Increase Fee Income in the Current Environment*
 In Search of Profits: Tips for CEOs and CFOs*

Networking
The evening events are planned for you to enjoy time with your peers in a relaxed setting. 
We will kick off with the exhibit hall reception followed by the ICBA “Snapshots of Nashville” 
Theme Party. Enjoy the ICBPAC 23rd Annual Denim & Diamonds Silent Auction with hundreds 
of items up for silent and live auction and we’ll close on Wednesday evening with the final 
banquet and show featuring the World Classic Rockers.

Who should attend the 2012 ICBA Convention?
Community bankers, community bank directors, community bank owners, and senior management.

Why should you attend the 2012 ICBA Convention?
 Your presence is essential so that key policymakers and regulators see you face to
                 face when they provide the latest updates on financial regulation.
 Network with thousands of other bankers just like you and discuss best practices.
 ICBA’s convention remains the best educational opportunity for community bankers 
                 and directors nation-wide.
 Gain the continuing education credits you need to grow as a banking professional.
 Techworld will feature more community bank product and service providers than
                 ever before.

2012 General 
Session Speakers

Federal Reserve Chairman
          Ben Bernanke 

Acting Chairman FDIC
          Martin Gruenberg

Acting Comptroller of the Currency
          John Walsh

ICBA Chairman
          Salvatore Marranca

ICBA President and CEO
          Cam Fine

Brand  Visionary and Communications  
Strategist for Harley Davidson
          Ken Schmidt

Political Columnist
          George Will

Register Today:
At www.icba.org/convention

For questions call the Convention Department 1-800-422-7285



Financial Institution
Products & Services

Offered by Your Association
◆  Financial Institution Bond

◆ Directors and Officers Liability

◆ Property, Casualty, and Workers’ Compensation

◆ Forced Placed Property Mortgage Protection

◆ $9.00 Life of loan flood determinations

Community Bankers Financial Services offers a wide variety of products and 
services for the benefit of you, our members. For additional information on 

any of our financial institution programs call CBFS at 888-403-2600.Mike Marx

455 S. Junction rd., Ste. 101
madison, Wi 53719

www.communitybankers.org

Compliance Program Highly Rated by Wisconsin Community Bankers
For the ninth straight year CBW is sponsoring the Community Bankers for Compliance Program 

(CBC) in 2012 with Young & Associates, a nationally recognized compliance consulting firm that 
specializes in community banking . The CBC program is CBW’s most highly rated educational program .

The CBC program includes quarterly full-day seminars based on the most recent industry and regulatory developments, access to the Young & Associates 
toll-free compliance hotline, and a CBC Members Only website hosted by Young & Associates that provides timely compliance information and tools.

The quarterly compliance seminars offer peer networking and include a regulatory update and a comprehensive discussion of one or more compliance 
regulations. Attendees receive a compliance manual each quarter that is generally in excess of 200 pages that can and is used as a reference to the changing 
regulations and as a training manual for other employees. 

If you have questions, contact:
Sandy Gruber at 608-833-2384, sandy@communitybankers.org

or Rick McGuigan at 608-833-2382, rick@communitybankers.org

Kevin Christians


