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FLOURISH
BY REBECA ROMERO, ICBA

“From your focus on people to the good that you do, you make a
lasting impact, and that’s what makes you uniquely who you are.”

W

hen I consider what I love I get a clear visual:
overlapping concentric circles with one common
center. Each circle represents an element
of your impact on communities, including
people, culture, economic growth, personal and professional
development, and more. But in the center of everything lies the
human connection. Relationships — with your teams, customers
and communities — sit at the very heart of all you do. This deep
focus on the people behind the transaction is the secret sauce of
community banking.
Whether it’s a young couple closing on their first home, a
ribbon-cutting ceremony at a construction project or a new line
of inventory at a local business, community bankers have the
fortune to stand witness to their impact. You are in this for the
long haul, but your communities flourish precisely because of
the small successes you make happen on a daily basis.
For example, when the Paycheck Protection Program launched
amid a cloud of uncertainty, community banks didn’t hesitate to
take action.
Even when the rules were changing on the fly, you continued
pushing loans forward, because your communities needed you.
That’s what makes community banking what it is: doing the right
thing for community, despite challenges and difficulties.
Community banking truly is about investment in communities,
far beyond solely addressing customer financial needs. When
I think back to my own community banking experiences,
whether it was helping a small business make the transition to
its next generation of leadership, participating in community
development initiatives or supporting scholarship programs, our
bank was devoted to the people who made our community what
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it is. I know I speak for all of us when I say community banking
extends past dollars and cents.
The beauty of all of this is that it is core to ICBA as well. For 90
years, this human connection has been at the heart of all we
do. It comes from mirroring the community bank culture and
environment, and I hope you’ll join us for ICBA Connect next
month to witness it firsthand.
For now, with the backdrop of Valentine’s Day, it’s the perfect
time to reflect on what you love about community banking and
share it with your colleagues and communities. ICBA will be
supporting you with its “I Love My Community Bank” campaign,
emphasizing all that distinguishes you. From your focus on
people to the good that you do, you make a lasting impact, and
that’s what makes you uniquely who you are.
What you need to know
Share the love for community banking and join us for ICBA
Connect (icba.org/connect). Bring your team and let’s continue
making our secret sauce together. 
Connect with
Rebeca @romerorainey

www.cbak.com

ICBA Insurance Program
COMMUNITY BANKS

Since 1983, Travelers has held the endorsement
of the Independent Community Bankers of
America as the preferred service provider
for property casualty and various other types
of insurance.
Key ICBA member benefits
Through the Travelers ICBA Insurance Program, you get access
to all of the advantages of a Travelers policyholder, along with
these benefits:
•

•

Opportunity to earn a “safety group” dividend – an incentive
that has paid out more than $65 million to eligible member
banks since the program began over 35 years ago
Peace of mind knowing that the program is endorsed by the
ICBA and that one-third of ICBA members already participate

Policyholders’ dividend
Member banks purchasing qualifying property/casualty*
and workers compensation coverage may be eligible for
a “safety group” dividend payout. The potential dividend
may be distributed if group loss experience is favorable
and other criteria are met.**

Average dividend payout over the
last TEN years has been 8.20%.

Travelers knows community banks.
To learn more, talk with your independent insurance
agent or broker, or visit travelers.com/ICBA.

Why Travelers
•

•

•

We’ve provided effective insurance solutions for more
than 160 years and address the needs of a wide range
of industries
A.M. Best gives Travelers an A++, its highest rating, for
financial strength and claims paying ability. When the
unexpected happens, we’ll be here to help.***
Our dedicated underwriters and claim professionals
offer extensive industry and product knowledge

* All property/casualty coverages may not be available in certain areas.
Countrywide, umbrella, mail and equipment breakdown coverages
are not eligible for dividend payout.
** Dividends are not guaranteed and are subject to the approval of Travelers’
board of directors.
*** A.M. Best rating applies to certain insurance subsidiaries of The Travelers
Companies, Inc. that are members of the Travelers Insurance Companies pool.
Other subsidiaries are included in another rating pool or are separately rated.
For a listing of companies rated by A.M. Best and other rating services visit
www.travelers.com. Ratings listed herein are as of October 31, 2018, are used
with permission, and are subject to changes by the rating services. For the
latest rating, visit www.ambest.com.

travelers.com/ICBA
Travelers Casualty and Surety Company of America and its property casualty affiliates. One Tower Square, Hartford, CT 06183
This material does not amend, or otherwise affect, the provisions or coverages of any insurance policy or bond issued by Travelers. It is not a representation that coverage does or
does not exist for any particular claim or loss under any such policy or bond. Coverage depends on the facts and circumstances involved in the claim or loss, all applicable policy or
bond provisions, and any applicable law. Availability of coverage referenced in this document can depend on underwriting qualifications and state regulations.
© 2019 The Travelers Indemnity Company. All rights reserved. Travelers and the Travelers Umbrella logo are registered trademarks of The Travelers Indemnity Company in the
U.S. and other countries. 59281 Rev. 12-19

Welcome to CBA of Kansas VendorConnect!
Community Bankers Association of Kansas presents
VendorConnect: a simple, proven platform to coordinate
one-on-one appointments between 'buyers' and 'sellers.'
There are two stages leading up to the appointments -requiring minimal time on your part -- to keep
things organized and maximize relevant connections.

We're excited to bring bankers and vendors together to
discuss products and services that can help improve bank
internal processes, save time and money, and/or improve
the banking customers' experience.
Register today at: www.cbak.com/vendorconnect

Registration | February 22 - March 26
Select your bank and complete your profile -- we'll send you a $5 Starbucks gift card for signing up!
Mark your availability for appointments on April 15, 16, 19 & 20 from 9:00 am - 1:00 pm CST.
Time required: ~ 5 minutes

Appointment Setting | March 29 - April 9
Request and accept appointments with vendors of interest to you.
The one-click system test ensures you can join your scheduled appointments without any hiccups.
Time required: ~ 10-20 minutes

Appointments Held | April 15, 16, 19 & 20 | 9am - 1pm CST
Appointments are 20 minutes each. Just click the button on your schedule to join each video conference.
For every appointment you complete you’ll be registered to win one of three $100 Amazon gift cards.

www.cbak.com/vendorconnect
Questions? Contact rbrock@thewymancompany.com
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BOLI, COVID-19, ELECTIONS,
AND A NEW YEAR!
e d Par t

It may be hard to recall, but in 2020 the 10 Year Constant
Maturity Treasury Rate (daily) started the year at 1.88%. With
the growing impact of Covid-19, rates plummeted to 0.54% by
March 9. After significant volatility through August when the rate
hit a new low of 0.52%, rates began to slowly rise through the
rest of 2020, with the current 10 Year Treasury spot yield cresting
over 1.00% at the time of this writing (1/7/2021). After spiking
back in March, corporate spreads over Treasurys generally
trended back down over the course of the year. With PPP and
uncertainty in the air, many bank’s found their balance sheets
growing and liquidity rising throughout 2020.
In this environment, Bank Owned Life Insurance (BOLI) has
continued to be a valuable, rock-steady asset for banks. Many
banks with BOLI portfolios added to their holdings in 2020.
Some opted to wait and see what 2020 brought, and are now
looking to add in 2021. The prospects of higher tax rates make
BOLI look that much better as the leverage of tax-deferred/
tax-free earnings increases with rising tax rates. For example,
a net BOLI yield of 2.50% with a C-corp tax rate of 21% plus
state tax rate of 5% means you have a tax equivalent yield
(TEY) of 3.38%. Proposals to increase the corporate rate to
28% would mean a TEY of 3.73% on that same BOLI asset.
Sub-S shareholders could potentially see an increase in their top
marginal rate plus the implementation of Social Security taxes
on income over $400,000, increasing the tax leverage impact of
BOLI for them as well.
Here is a question that I’ve gotten many times over the 20+ years
that I’ve been involved in this market: “If rates are going to go
<up/down>, is now a good time to buy BOLI?” My response
has always been the same: 1) If you really did have the ability to
KNOW that rates are going <up/down>, you would own a large
island somewhere without a care in the world, and you wouldn’t

r

2

020 has mercifully ended, and I believe that everyone is
anxious for some return to normalcy in 2021 as we hope
to put Covid-19 in the rearview mirror some time soon.
2020 elections are complete, and as the dust settles
on an overall crazy year, community bankers continue to do
what they do – work hard to support their communities. With
Covid-19 still in play, different parts of the country face a wide
variety of landscapes with some states/regions being far more
restrictive than others. Some bank lobbies are open, some are
closed (again), and it is yet to be seen how the electoral change
in the political landscape will affect things going forward. In
addition to potentially new approaches to Covid-19, it is likely
that tax policy, monetary policy, and fiscal policy will also be
impacted in 2021.

ne
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BY RICHARD BRATTEN, FSA, CFA, REGIONAL MANAGING DIRECTOR, BANK
COMPENSATION CONSULTING, AN ENDORSED CBA PROVIDER

be standing here talking to me, LOL! 2) BOLI is not a markettiming decision, it is a structural decision. Let’s unpack what I
mean by that.
Insurance companies are in a similar business to banks – the
spread management business. They take in money, invest it, and
payout returns to their premium-paying “depositors.” The biggest
difference they have from banks is that they also charge some
mortality costs in order to pay off death claims. Other than that,
they are more similar to banks than you might think. Take in
money, invest it, and credit interest.
What is this structural decision I mentioned? 1) Insurance
companies have far more leeway in where they can invest their
money. Banks are highly restricted in where they can invest their
money. This structural difference means insurers have access to
more asset classes and higher returns. 2) Life insurers have very
long investment horizons. Death claims are not expected to be
paid, on average, for a very long time. Banks do not have the
luxury of investing with a 30-year investment horizon.
3) While an insurer can actively manage a portfolio in a changing
rate environment, the bank only sees a credited rate applied to
their policy so there are no mark-to-market fluctuations on their
BOLI policies. 4) The structural difference in taxation cannot
be overstated. Because BOLI is life insurance, it qualifies for
beneficial tax treatment – annual earnings are tax-deferred, and
when held until the life insurance benefit is paid out, all of those
accumulated earnings PLUS an additional death benefit are both
completely tax free.
Over the expected life of a BOLI policy interest rates will go
up and interest rates will go down. These structural advantages
(and there are more than the four I listed) are why banks utilize
BOLI to offset ever-increasing increasing, benefit expenses such
as health insurance or 401(k) expenses. It is a rock-steady asset
that also provides very valuable life insurance coverage for
bank officers. The bottom line is that however the interest rate
environment changes in the future, the structural advantages of
the BOLI asset remain, and that’s something that a majority of
banks count on more than ever in uncertain times. 
Rich has worked in the Executive Benefits and
Bank-Owned Life Insurance markets for over
two decades and is an Endorsed Provider for
the CBA. You can call Rich any time at 307763-0070 or email him at rich.bratten@bcc-usa.
com to discuss a new plan or to get advice on
your existing situation!
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Do’s Don’ts and Maybes:
A set of simple rules to streamline
portfolio management in 2021
e d Par t

Banks are still sitting on a lot of cash. The bond market is giving
mixed signals, with short rates being anchored at near-zero
levels while the Treasury yield curve is its steepest in three years.
Bond portfolios still have substantial unharvested gains, and net
interest margins are at record lows. PPP 2.0 has been launched,
as a new wave of fiscal stimulus is about to be unleashed on
consumers and governments.
Given this bewildering set of variables, perhaps we can create
a (relatively) simple set of ground rules that portfolio managers
can refer to while trying to make sense of it all. I would like
to emphasize that “maybe” is the unspoken theme to these
guidelines, as every community bank has its own risk/size/
earnings/ownership profiles. But here goes:
Do: Stay invested. Cash yields zero, and will remain there
for the remainder of the year, at least. A simple bond that
yields even 60 basis points (0.60%) will probably produce a
spread to your cost of funds, and will provide collateral for
pledging purposes. An example of a bond that yields 0.60% is
a callable agency with a five-year maturity, and one year of call
protection (“5/1 callable”).
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f my recent aggregate conversations with investment
managers are an indication, there is still a lot of seat-of-thepants decision-making going on out there when it comes to
portfolio strategies. And I hasten to add this is not a criticism;
it’s merely an observation. Why should we expect anything else?

ne
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BY JIM REBER, ICBA SECURITIES

Don’t: Keep buying the same old bonds just because. In just the
last three years, community bank portfolios have changed tenor
significantly. You know that banks own fewer tax-free securities
since tax rates were cut in 2017, but did you know that both
general market munis, and taxable munis, have picked up the
slack? The other big “new” bond sector is multifamily mortgagebacked securities (MBS), which follows…
Do: Take action to normalize your bond portfolio’s cash flow.
As low as returns (and spreads) are, the cost of eliminating
optionality is an all-time low. Case in point: a five-year noncallable agency (aka “bullet”) yields about 0.57%, which
means an investor surrenders three measly basis points to
remove all cash flow uncertainty. In a different sector, MBS, a
similar set of dynamics is at play. You’ve read in this column
recently that “prepayment friction” pools which consist of
low balance loans can slow down refinance activity. The
same outcomes can be achieved with “yield maintenance”
provisions on multifamily MBS.
Don’t: Worry (too much) about rates rising to the point that
your collection of bonds is underwater from a market price
standpoint. If your community bank is typical, it will benefit
from a general rise in rates. For one thing, since banks own a
whole lot of bonds at prices above par, interest rate increases
will cause the current bonds’ yields to improve. For another, the
rest of your bank’s earning assets will pretty quickly show some
improvement, whether the loan portfolio consists of floaters or
www.cbak.com

shorter-duration fixed-rate credits. Community banks’
asset/liability positions are built for rising rates.
Do: Stay on top of your portfolio’s effective duration
to put your mind at ease about all of the above. We
have seen this important barometer of price risk really
whipsaw over the last year. At last look, most portfolios
had returned to their pre-pandemic durations of around
3.0 years, but that’s taken a lot of buying of a lot of
longer-maturity bonds to get there. In mid-2020, they
had shrunk, on average, to about 2.5 years. That’s a
20% increase in two quarters.
Maybe: Invest in some bond education for your staff
and you. As the economy (and travel) begins to open
back up, there will be a whole range of investment
school options available, some virtual, some live, some
hybrid. There is also plenty of archival information
that’s been accumulated over the last year as trade
associations, brokers-dealers, and consultants have
figured out digital delivery channels. So ask around your
providers for offerings that may suit your needs.

2021 ICBA Bond Academy Announced
ICBA Securities and its exclusively endorsed broker
Vining Sparks will present the ICBA Bond Academy
this spring. This virtual program, scheduled for
April 19-22, is designed for the entry-level portfolio
manager. Attendees will learn the fundamentals of
fixed-income products and strategies. Up to eight
hours of CPE credit are offered. For more information
visit www.icbasecurities.com.

Jim Reber (jreber@icbasecurities.com) is president and
CEO of ICBA Securities, ICBA’s institutional, fixedincome broker-dealer for community banks.

And by all means, do continue your due diligence and
documentation of your actions. Investment portfolios
have grown remarkably in the last year. They are
likely to be a substantial driver of bank profits for the
foreseeable future. 

Together, let 's
make it happen.
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Managing Compliance
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BY WILLIAM J. SHOWALTER, CRCM, CRP
SENIOR CONSULTANT; YOUNG & ASSOCIATES, INC.; KENT, OHIO

e have been told
repeatedly over the years
that we need to manage
compliance, just like all
aspects of our business. This maxim is
particularly true in today’s escalating
compliance environment. There are
so many new and changed rules that
have been added to the mix over the
past few years that we could easily be
overwhelmed if we did not proactively
manage the compliance process.

According to the CFPB, a CMS is how a
supervised entity:

Over the years, supervisory agencies have
shared general outlines of compliance
management systems with the financial
institutions they regulate. They have been
quick to point out that there is no one
“right” way to manage compliance but
that there are certain basic needs that any
such program must meet.

• Reviews operations to ensure
responsibilities are carried out, and legal
requirements are met

Compliance Management
Systems

No agency requires financial institutions
to structure their CMS in any particular
manner. They recognize the differences
inherent in an industry comprised of
banking organizations of different sizes,
differing compliance profiles, and a wide
range of consumer financial products
and services. In addition, some financial
firms outsource functions with consumer
compliance-related responsibilities to
service providers, requiring adaptations in
their CMS structure.

The Consumer Financial Protection
Bureau (CFPB) and other agencies
view compliance management as vital
to preventing violations of federal
consumer financial laws and the
resulting harm to consumers. In its
Supervisory Highlights publication, the
CFPB spelled out its expectations for
an effective compliance management
system (CMS) – which mirrors those
from other supervisory agencies.
The CFPB states that it expects every
entity it supervises (large financial
institutions and nonbank financial firms)
to have an effective CMS adapted to
its business strategy and operations.

10 In Touch

• Establishes its compliance
responsibilities
• Communicates those responsibilities to
employees
• Ensures that responsibilities for meeting
legal requirements and internal policies
are incorporated into business processes

• Takes corrective action and
• Updates tools, systems, and materials as
necessary

However compliance is managed,
all the federal supervisory agencies
expect entities to structure their CMS
in a manner sufficient to comply with
federal consumer financial laws and
appropriately address associated risks of
harm to consumers.

CFPB Findings

The CFPB has found that the majority
of banks it has examined have generally
had adequate CMS structures. However,
several institutions have lacked one or
more of an effective CMS component,
which creates an increased risk of
noncompliance with federal consumer
financial laws.
The most common weakness identified
during CFPB reviews of banks’ CMS
is a deficient system of periodic
monitoring and independent compliance
audits. The CFPB has noted that an
effective CMS implements an effective
internal compliance review program
as an integral part of an overall risk
management strategy. Such a program
has two components — both periodic
monitoring reviews and an independent
compliance audit. These two types of
controls are not interchangeable. They
must be complementary.
The periodic monitoring reviews are
more frequent and less intensive than
the audits, focusing on areas that carry
the most risk – where mistakes should
not be allowed to go uncorrected too
long. Monitoring is an ongoing process
conducted by either the individual
business lines or the compliance officer/
department on a relatively frequent
basis, allowing the bank to self-check
its processes and ensure day-to-day
compliance with federal consumer
financial laws.
The independent compliance audit is
a review of all operations impacted by
www.cbak.com

No agency
requires financial
institutions to
structure their
CMS in any
particular manner

consumer laws. An audit is performed on
a less frequent basis, usually annually, to
ensure that compliance is ongoing, that
the CMS as a whole is operating properly,
and that the board is aware of consumer
compliance issues noted as part of these
independent reviews. Audits are best
performed by an independent party –
usually either an internal auditor or an
outside consultant.
The CFPB notes that an entity lacking
periodic monitoring increases its risk
that violations and weaknesses will go
undetected for long periods, potentially
leading to multiple regulatory violations
and increased consumer harm.
Additionally, these entities increase the
risk that:
• Insufficiencies in the periodic
monitoring process may not be
identified
• The board is not made aware of
regulatory violations or program
weaknesses or
• Practices or conduct by employees
within the business lines or compliance
department that are unfair, deceptive,
abusive, discriminatory, or otherwise
unlawful could go undetected

CMS Elements

Although the CFPB states that it does
not require any specific CMS structure,
it notes that supervisory experience has
found that an effective CMS commonly
has four interdependent control
components, elements that have been

advocated by all regulatory agencies over
the years:
• Board of directors and management
oversight. An effective board of
directors communicates clear
expectations and adopts clear policy
statements about consumer compliance
for both the bank itself and its service
providers. The board should establish
a compliance function, allocating
sufficient resources and qualified staffing
to that function, commensurate with the
entity’s size, organizational complexity,
and risk profile. The board should ensure
that the compliance function has the
authority and accountability necessary to
implement the compliance management
program, with clear and visible support
from senior management. Management
should ensure a strong compliance
function and provide recurring reports of
compliance risks, issues, and resolutions
to the board or the board’s committee.
• Compliance program. The CFPB and
other federal financial institutions
supervisors expect supervised
entities to establish a formal, written
compliance program, generally
administered by a chief compliance
officer. A compliance program includes
the following elements: policies and
procedures, training, monitoring, and
corrective action.
The agencies assert that a wellplanned, implemented, and maintained
compliance program would prevent or
reduce regulatory violations, protect
consumers from noncompliance and
associated harms, decrease the costs
and risks of litigation affecting revenues
and operational focus, and help align
business strategies with outcomes.
• Consumer complaint management
program. Financial service providers are
expected to be responsive to complaints
and inquiries received from consumers.
In addition, financial institutions should
monitor and analyze complaints to
understand and correct weaknesses
in their programs that could lead to
consumer risks and violations of law.
Key elements of a consumer complaint
management program include: the
establishment of channels through which
to receive consumer complaints and
inquiries (e.g., telephone numbers or
email addresses dedicated to receiving
consumer complaints or inquiries);
proper and timely resolution of all
complaints; recordation, categorization,

and analysis of complaints and inquiries;
and reviews for possible violations of
federal consumer financial laws.
The agencies expect financial firms to
organize, retain, and analyze complaint
data to identify trends, isolate areas of
risk, and identify program weaknesses in
their lines of business and overall CMS.
•Independent compliance audit. A
compliance audit program provides
a board of directors or its designated
committees with a determination of
whether policies and standards are
being implemented to provide for the
level of compliance and consumer
protection established by the board.
As noted above, these audits should be
conducted by a party independent of
both the compliance program and the
business functions. The audit results
should be reported directly to the board
or a board committee.
 he agencies expect that the audit
T
schedule and scope will be appropriate
for the entity’s size, its consumer
financial product offerings, and
structure for offering these products.
The compliance audit program should
address compliance with all applicable
federal consumer financial laws and
identify any significant gaps in policies
and standards.
When all of these four control
components are strong and wellcoordinated, the CFPB states that a
supervised entity should be successful at
managing its compliance responsibilities
and risks. 

William J. Showalter,
CRCM, CRP is a
Senior Consultant with
Young & Associates,
Inc. (www.younginc.
com), with over 35
years’ experience in
compliance consulting,
advising, and assisting
financial institutions
on consumer compliance and compliance
management issues. He has authored
or co-authored numerous compliance
publications and articles and developed and
conducted compliance training programs for
individual banks and their trade associations.
Bill can be reached at (330) 678-0524 or
wshowalter@younginc.com.
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Liquidity Strategies for Illiquid
Community Bank Stocks
BY GREYSON E. TUCK, GERRISH SMITH TUCK

T

he fundamental duty of
community bank directors and
executive officers is to enhance
shareholder value. One of the
key tenets of enhancing shareholder
value is providing actual common stock
liquidity. In this regard, liquidity is defined
as a shareholder’s ability to convert their
shares to cash at a fair price in a timely
manner. Unfortunately, many community
bank stocks do not enjoy market liquidity.
A community bank shareholder’s inability
to convert their shares to cash at a fair
price in a timely manner represents one
of the biggest threats to the ability to
maintain long-term community bank and
holding company independence. If your
community bank has adopted a strategy
of long-term independence and your
stock does not enjoy market liquidity, the
following should be considered to provide
for liquidity in the common stock.
1. Walk-In Stock Repurchase Program –
A Walk-In Stock Repurchase Program
offers share liquidity by authorizing
a representative of the holding
company, typically the president or
chief executive officer, to repurchase
on behalf of the holding company
shares of holding company common
stock within certain board-established

12 In Touch

parameters. To implement a Walk-In
Stock Repurchase Program, the board
passes a resolution that (i) allocates a
specific amount of corporate cash to
the program; (ii) establishes the pershare price at which the authorized
representative may repurchase shares;
and (iii) establishes any other terms or
conditions appropriate for the program,
such as a maximum number of shares
to be repurchased from a selling
shareholder. Following approval of
the board resolution, the authorized
company representative is free to
act upon any shareholder request for
liquidity that fits within the established
program terms. This provides the
shareholders a ready, willing, and able
purchaser that can quickly react to
shareholder liquidity needs.
2. Voluntary Stock Repurchase Program –
A Voluntary Stock Repurchase Program
is a formal program memorialized
in a written document distributed to
the shareholders that describe the
terms and conditions of an offered
share repurchase as approved by the
board. In this type of program, the
board allocates a specific amount
of corporate cash to the purchase of
holding company common stock at a

specified price per share. Similar to a
Walk-In Stock Repurchase Program, the
board is free to incorporate any other
program terms determined appropriate,
such as minimum share repurchase
requirements or a requirement that
a shareholder owning less than a
specified number of shares sell all
of their shares to participate in the
program. Once the voluntary stock
repurchase program document is
drafted and approved by the board,
the documentation is distributed to
shareholders for their consideration.
Any shareholders wishing to sell
shares back to the holding company
may respond according to the terms
of the program.
A
 Walk-In Repurchase Program is
a reactive solution to shareholder
liquidity, whereas a Voluntary Stock
Repurchase Program is a proactive
solution to shareholder liquidity.
The general concepts relative to the
programs are the same. The primary
difference is in a Voluntary Stock
Repurchase Program; the shareholders
are provided specific program
documentation that actively solicits
the repurchase of shares, should the
shareholder wish to sell.
www.cbak.com

 bank holding company’s repurchase
A
of its own stock provides a number
of corporate benefits. The selling
shareholder receives cash for the
purchase of their shares at a fair price in
a timely manner. The corporation and
the remaining shareholders realize a
number of benefits from the repurchase
of shares, such as:
• An increase in share ownership
percentage for the remaining
shareholders without individually
coming out of pocket with cash
• Increase in return on equity
• Increase in earnings per share
• Increase in dividends or distributions
per share, assuming the aggregate
payment remains the same
There are several issues bank holding
companies are considering, a Walk-In or
Voluntary Stock Repurchase Program,
that they must think through. Of primary
importance is how the program will
be funded. One option is to allocate
the organization’s “excess capital” to
the program through payment of a
special dividend from the bank to the
holding company to provide the holding
company cash to repurchase the shares.
Another option is the use of bank holding
company debt, either by drawing down
on a line of credit, taking out a term loan,
or issuing subordinated debentures.
Another consideration is the price per
share to be paid for the stock that is
repurchased. The repurchase price is
set by the board of directors and should
balance the competing interests of the
selling and remaining shareholders.
In other words, the repurchase price
should fairly compensate the selling
shareholders for the value of the
stock while also serving the interest
of the remaining shareholders by not
overpaying to complete the repurchase.
To achieve this balance, the board
of directors should always conduct
a financial analysis of the potential
stock repurchase before finalizing the
program’s terms.
Additionally, bank holding companies
should keep regulatory considerations in
mind when assessing a potential share
repurchase program. The applicable
regulations generally provide that a
bank holding company may not engage
in a repurchase of more than 10% of
its equity within any 12-month period

without first receiving regulatory
approval. However, there are specific
exceptions to the prior approval
requirement. These generally provide
prior-approval is not required when
the holding company and lead bank
are in good regulatory standing and
will remain well capitalized and well
managed after the share repurchase.
Notwithstanding these specific
regulations and exceptions, the Federal
Reserve has issued guidance that
indicates bank holding companies that
are going to engage in a material share
repurchase should at least consult with
the Federal Reserve prior to completing
the purchase. Our recommendation is
to provide advance notice of a material
share repurchase to the Federal Reserve
prior to its commencement, even if formal
approval is not otherwise required.
3. E mployee Stock Ownership Plan (or
KSOP) – A third liquidity alternative
is the development and utilization of
an Employee Stock Ownership Plan
(“ESOP”). This may also include an
ESOP with a 401(k) feature, commonly
referred to as a KSOP.
 n ESOP is a trust established for the
A
benefit of the bank employees, which
is to purchase holding company stock
for the benefit of the employees.
The ESOP receives cash to purchase
shares for the benefit of the employees
through the receipt of tax-deductible
contributions from the bank. However,
employer contributions are not the only
source of cash for an ESOP. It is possible
to leverage the ESOP, which allows
the ESOP to borrow from a third-party
lender (not the underlying bank) and use
the proceeds from the debt to purchase
shares. This provides an additional cash
source for the ESOP, which may be used
to repurchase shares from a shareholder
looking for liquidity.
 KSOP is similar to an ESOP, except a
A
KSOP has an additional source of cash.
In a KSOP, employees are provided the
opportunity to direct a portion of their
401(k) funds (typically not more than
50%) to the KSOP for the repurchase
of shares. This can be either existing
401(k) balances, future 401(k) deferrals,
or both. Essentially, a KSOP adds
holding company common stock to
the menu of available investment
alternatives for the bank employees.
As a qualified retirement plan, there
are a number of rules and regulations
applicable to an ESOP or KSOP. Two
of these are of primary importance.

First, an ESOP or KSOP is prohibited
from purchasing shares at a price
that exceeds the shares’ fair market
value. It is determined by an annual,
independent appraisal (unless the stock
is traded on an active market). For this
reason, an ESOP or KSOP must have
an annual valuation of the holding
company common stock, and the price
to be paid for the purchase of shares
cannot exceed the determined amount.
The purchase may be less than the
appraised value. Second, an ESOP or
KSOP must be “primarily invested” in
employer stock. Although there are no
specific regulations, this is generally
thought to require at least a majority of
the employer contributions to be used
to purchase employer stock, which can
come from either selling shareholders
or the holding company through the
issuance of additional shares.
Most community bank holding companies
do not have market liquidity. For these
holding companies, they must take a
proactive approach to offer share liquidity.
A Walk-In or Voluntary Stock Repurchase
Program, or the establishment of an
ESOP or KSOP, provides the shareholders
the opportunity to enjoy true liquidity
in the investment. This is an important
component to enhancing shareholder
value and is vital to achieving a long-term
independence strategy. 

Greyson E. Tuck is a
member of the board
of directors of Gerrish
Smith Tuck, PC, and
Gerrish Smith Tuck,
Consultants, both of
Memphis, Tennessee.
Mr. Tuck’s legal and
consulting practice
places special emphasis
on community
bank holding company formation and
use, community bank mergers and
acquisitions, regulatory matters, corporate
reorganizations, corporate taxation, general
corporate law, and community bank
strategic planning. Mr. Tuck is a current
faculty member at a number of banking
schools across the country and is a dynamic
speaker that is a frequent presenter at state
and national bank association conferences.
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ANNIVERSARIES
Congratulations to the banks celebrating March and April
anniversaries as chartered institutions!

March

April

147 years

138 years

139 years

137 years

129 years

127 years

115 years

123 years

114 years

118 years

108 years

116 years

First National Bank
Sedan
Farmers & Drovers Bank
Council Grove
State Bank of Downs
Downs
First National Bank
Syracuse
Farmers State Bank
Oakley
Kaw Valley State Bank &
Trust Co.
Wamego

108 years

Swedish-American
State Bank
Courtland

23 years

The Farmers & Merchants
Bank of Colby
Colby

120 years

ESB Financial
Emporia
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FNB Washington
Washington
Central National Bank
Junction City
TriCentury Bank
De Soto
Farmers State Bank
Westmoreland
Farmers State Bank
Wathena
Solomon State Bank
Solomon

115 years

Fowler State Bank
Fowler

112 years

Southwind Bank
Natoma

100 years

First National Bank
Frankfort

41 years

The Bank of Protection
Protection

www.cbak.com

Ease into modern payments with
the comfort of ICBA Bancard.
High quality, innovative
payment products,
including mobile card apps.
Backup support for your
community bank in negotiating
with payments providers.
Letting your customers
sit back and use payment
solutions from anywhere.

A strong foundation in thought
leadership in payments and
ongoing personalized support.

Ease into innovative payment products at icba.org/bancard
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How Are Banking Strategies
Evolving in 2021?

What Did Bankers Have to Say?

It’s hardly surprising that, when asked
about the future of the industry in CSI’s
2021 Banking Priorities Executive Report,
digital transformation thematically unified
every priority. While taking stock of their
2020 performance and assessing the
year ahead, banking executives almost
unanimously agreed: Digital use will likely
not return to pre-COVID levels.
Bankers began the survey by reflecting
upon the past year with this question:
please rate your bank’s response to the
COVID-19 pandemic in the following
areas on a scale of 1 to 5, with 5 being
the highest.
• In CSI’s survey, 97% of bankers
acknowledged an irrevocable
change in consumer behavior
when asked whether they expected
digital channel use to increase at
their institution even after the virus
stabilizes.
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o understand how bankers will
prioritize their digital strategies
in light of the tumultuous year
that was 2020, CSI — a leading
provider of fintech and regtech solutions
— polled banking executives from around
the country, representing 272 financial
institutions from across the asset-size
spectrum. The data from this survey was
then collected and used to create an
executive report to help bankers gain
insight into the industry’s hottest topics
and strategies.

te

be

A ssocia

BY SHANE FERRELL, CSI

 ankers gave themselves good
•B
scores in two areas related to their
pandemic response: maintaining inbranch safety (4.3/5) and Paycheck
Protection Program (PPP) Loan
Disbursement (4.3/5).
•H
 owever, bankers identified key
areas for improvement as well,
including transitioning to digital
channels (3.8/5) and managing a
remote workforce (3.7/5).
The takeaways? To facilitate seamless
transitions to digital, institutions must
obtain a better understanding of digital
channels and how customers want to
use them. And as bankers navigate the
challenges of the pandemic and manage
remote workforces, cybersecurity debriefs
should be conducted to identify all the
challenge areas. Reviewing internal
controls to ensure all networks, devices,
accounts, and systems are adequately
patched will also enhance cybersecurity
for remote workforces.

Addressing the Top Challenges
for 2021

The CSI survey also explored the
challenges facing bankers this year,
asking respondents to identify which
one issue will most affect the financial
industry in 2021.
• Over one-third of bankers (34%)
identified cybersecurity as the
top industry issue in 2021. As

institutions face this evolving threat,
cybersecurity frameworks, such as
the CSI Controls, help identify
strengths and weaknesses to ensure
budget dollars are effectively
allocated. Beyond basic cyber
hygiene, a robust framework should
include due diligence on third-party
service providers’ cybersecurity
controls and appropriate safety
mechanisms like biometrics to
protect customers.
• As more consumers use digital
channels, nearly 20% of
bankers rank meeting customer
expectations as the top issue
this year. Customers increasingly
demand seamless experiences, but
prioritizing new technologies and
striving to balance digital with the
human element creates a dilemma
for institutions. While embracing
the appropriate technologies
is essential, effective digital
transformation requires a strategic
view of immediate customer
demand. The right data leveraged
from a robust CRM tool can better
inform you of products and services
matched to consumer needs.
• With regulatory agencies struggling
to keep pace with changing
technologies, 17% of bankers
name regulatory change as the
top issue. Data privacy and BSA/
AML modernization are among the
highest priorities in the realm of
www.cbak.com

regulatory compliance. Institutions
must continue to foster a culture
of compliance and a robust
change management framework
to keep their finger on the pulse of
regulatory change.

Evolving Strategies for
Growth in 2021

Consumers — many of whom were
reluctant to try digital channels —
now demand digital offerings that are
seamless, secure, and convenient.
Financial institutions need to leverage
new and existing technology to meet
these expectations if they want to retain
customers and attract new ones.
To grow market share, bankers will
continue reframing their strategies
to examine new customer segments,
geographic markets, and product
types. But without employing customer
data to inform digital transformation
strategies, an institution’s customer
acquisition and retention could suffer.
The established data must drive these
strategies as they continue to evolve.
According to CSI’s report, bankers
prioritized the following technologies
to meet the challenges above:

• Digital Account Opening topped
the list of technological advances
for nearly 59% of executive
respondents. Naturally, the
pandemic drove many customers
to fulfill financial needs digitally.
Even when the need for digital
channels has stabilized, customers’
desire to seamlessly open an
account will remain.
• Mobile Banking Apps followed
closely behind digital account
openings, with 44% of executives
planning to prioritize this
technology. When utilizing digital
banking apps, institutions should
incorporate an integrated design
across all channels to deliver
consistent functionality. Some
customers are new to digital, so
creating user-friendly processes for
those late adopters is essential.
• Digital Lending has exploded
during the pandemic, with 43% of
executives reporting this feature as
one of the highest technological
priorities. As the economic
slowdown met high borrower
expectations, digital lending became

an essential component of a digital
banking strategy.
• Customer Relationship
Management (CRM) tied with digital
lending among bankers’ priorities
for 2021. Better utilization of CRM
to capture existing customer data
empowers banks to meet the needs
of customers through existing
channels, such as digital account
opening and mobile banking apps.

Get Your Copy of the
Full Executive Report

Get a comprehensive breakdown of the
survey data — including insight on digital
transformation, cybersecurity, compliance,
and more — by downloading the 2021
Banking Priorities Executive Report at
csiweb.com/2021-banking-prioritiesexecutive-report/. 
Shane Ferrell is Vice
President of Product
Strategy at CSI.
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D

espite political partisanship that
has marked much of the 116th
Congress in 2019 and 2020,
there have been some notable
exceptions with bipartisan outcomes. The
Setting Every Community Up for Retirement
Enhancement (SECURE) Act of 2019 proved
that cooperation is a possibility. That
legislation, enacted in December 2019, made
significant enhancements to tax-advantaged
savings arrangements.
Enactment of the Coronavirus Aid, Relief, and
Economic Security (CARES) Act in March
2020 was a unified response to the pandemic
that has disrupted many Americans’ lives
in both economic and health terms. And,
in December 2020, Congress was able to
put aside differences in crafting legislation
combining additional pandemic relief
with needed last-minute federal agency
appropriations.

Could See More Retirement
and Health Legislation
BY MIKE RAHN, CISP

What 2021 will bring is yet to be determined.
The Democratic majority in the House
of Representatives narrowed in the 2020
general election, and control of the U.S.
Senate shifted to Democratic control by
the narrowest of margins. A Democrat
also now resides in the White House. His
legislative agenda has yet to be revealed in
detail, but — based on campaign messaging
— may include the broadly-defined goal
of “equalizing benefits across the income
scale.” This ambition aside, it can be
difficult for any president to accomplish
legislative objectives with such a narrowly
divided Congress.
Unless that is, these objectives align with
those of a majority of lawmakers. Fortunately,
tax-advantaged savings legislation has a
history of being able to gather bipartisan
support. It has win-win dimensions that
tend to unify, rather than divide. For this
reason, there is optimism that one or more
savings-focused bills could be enacted in
2021. Several introduced during the past
two years will likely be re-introduced in the
117th Congress.

Securing a Strong
Retirement Act

This legislation — called SECURE 2.0
by some, in reference to 2019’s SECURE
legislation — is a further example of
bipartisanship. It is jointly sponsored
by House Ways and Means Committee
Chairman, Representative (Rep.) Richard
Neal (D-MA) — and GOP Ranking Member
Kevin Brady (R-TX). Due to the prominence
of these sponsors, the legislation is
considered to have favorable prospects. It
includes the following provisions.
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• Require employers — with exceptions
for certain new and small businesses
— to establish an automatic enrollment
deferral-type retirement plan, such
as a savings incentive match plan for
employees of small employers (SIMPLE)
IRA plan.
• Provide an enhanced small employer
plan startup tax credit for such new
plans.
• Enhance the “saver’s credit” for IRA
contributions and for deferral-type
employer plan contributions, such as
those made to a SIMPLE IRA plan.
• Exempt up to $100,000 of accumulated
IRA and employer-sponsored retirement
plan assets from required minimum
distribution (RMD) calculations.
• Increase the RMD onset age from 72
to 75.
• Reduce penalties for RMD failures.
• Provide a second (age 60), higher IRA
catch-up contribution limit.
• Index IRA catch-up contributions for
inflation.
• Increase the limit for IRA and retirement
plan assets that are exempt from RMD
calculations under qualifying longevity
annuity contract (QLAC) rules.
• Reduce certain IRA error penalties and
permit more self-correction
.
• Permit matching contributions, e.g., to
SIMPLE IRAs — based on student loan
payments.

Automatic IRA Act

It is widely accepted that up to 40% of
American workers do not have access to a
workplace retirement plan. A concept that
dates back more than a decade proposes
universal, automatic saving to an IRA
through a worker’s place of employment, if
no other retirement plan is available. This is
the concept embodied in the Automatic IRA
Act, legislation that has been introduced in
several previous sessions of Congress.
In the absence of action at the federal
level, many states have acted on their own
to establish automatic IRA-based saving
programs, which — while beneficial
for those who are covered — has left
geographic gaps, and a patchwork
with differing program rules. A uniform

national automatic IRA program could
close these gaps and address differences.
• Employers in business less than two
years or employing fewer than 10
employees would be exempt.
• Employees would be automatically
enrolled and contributions withheld
from pay, but they would be able to
opt-out.
• Accounts would be Roth IRAs unless a
Traditional IRA was elected.

• Expand the treatments for which
a plan’s high deductible need not
be met before benefits commence,
such as chronic care services
and more medications, including
nonprescription drugs.
• Permit care at on-site employer or
retail clinics without forfeiting HSA
contribution eligibility.
• Treat costs of participating in a fixed-fee
primary care arrangement as HSAeligible expenses.

• Contributions would likely begin at
3% of pay, but with latitude to range
between 2% and 6%.

• Allow coverage of offspring under a
parent’s HSA-compatible health plan
to age 26; would mirror the Affordable
Care Act (ACA).

• Investments would include balanced,
principal preservation, and target-date
funds, as well as guaranteed insurance
contracts.

• Define ACA bronze-level and certain
catastrophic health insurance plans as
HSA-compatible.

Past sponsors of automatic IRA legislation
have included Rep. Richard Neal (D-MA)
and U.S. Senator Sheldon Whitehouse
(D-RI).

HSA Enhancements

Affordable health insurance for Americans
continues to be an extremely challenging
goal. One increasingly common option —
an alternative to the comprehensive “major
medical” health insurance model — is a
high deductible health insurance plan linked
to a saving and spending account known as
a health savings account, or HSA.
This approach is intended to offer a path
to lower health insurance premiums
and allow individuals to save in a taxadvantaged manner for expenses below
their health plan deductible and copay
amounts they owe. What initially began as
a temporary test program under medical
savings account (MSA) nomenclature later
evolved into the HSA we know today.
With many U.S. employers offering
employees an HSA-based program as one
— or perhaps the only — health insurance
option, much focus has been on how
the HSA might be tweaked to improve
its usefulness. Following are some of the
proposed HSA modifications, a composite
of provisions from several bills introduced
in the 116th Congress. Some, or all, could
be proposed again in the 117th Congress
that has just been sworn in.

• Treat a defined portion of HSA
accumulations spent for “fitness and
health” as HSA-eligible expenses.
• Allow a fixed amount from health
flexible spending arrangements (health
FSAs) and health reimbursement
arrangements (HRAs) remaining at
year’s end to be rolled over to an HSA.
• Allow Medicare-eligible individuals
enrolled only in Part A (Medicareprovided hospital care) to remain HSA
contribution-eligible.

Other Legislative
Ambitions

Beyond the possibilities noted above,
other initiatives that may be in play
in the 117th Congress could include
getting closer to universal availability of
401(k)-type workplace retirement plans
and addressing the solvency of underfunded defined benefit pension plans.
These could be more contentious,
carrying as they might the stigmas of
“mandate,” and “bailout,” both of which
draw resistance from a substantial
number of lawmakers. 

Visit ascensus.com for
more industry news.

• Increase maximum annual HSA
contributions; some have proposed
doubling the limits.
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Products and Services Reference List
Each asterisk (*) represents an agreement for a specific
endorsed product with that company. Not all products
that these companies offer are endorsed by CBA. To
see a detailed list and explanation of endorsements,
visit CBA online at www.cbak.com.

ACCOUNTING/TAX RETURNS
Allen, Gibbs & Houlik, L.C.
Wichita, KS.....................316-267-7231
The Fullinwider Firm, LLC
Liberty, MO...................800-461-4702
Varney & Associates, CPAs, LLC
Manhattan......................785-537-2202

ACH
*SHAZAM
Platt City, MO................816-431-0220

ADVERTISING SPECIALTIES
*Works24
Edmond, OK.................800-460-4653

ALARMS & SECURITY PRODUCTS
Oppliger Banking Systems, Inc.
Lenexa, KS.....................800-487-7875

ATM/DEBIT CARD SERVICES
*ICBA Bancard/TCM Bank
Arlington, VA.................800-242-4770
*SHAZAM
Platt City, MO................816-431-0220

ATM EQUIPMENT (NEW/USED)
Oppliger Banking Systems, Inc.
Lenexa, KS.....................800-487-7875

AUCTION
Purple Wave
Manhattan, KS................785-537-7653

BACK ROOM SERVICE
Computer Services, Inc. (CSI)
Lenexa, KS.....................913-634-4570
Data Center Inc. (DCI)
Hutchinson, KS............620-694-6800

BALANCE SHEET CONSULTING
*Financial Management Services Inc. (FMSI)
Overland Park, KS.........913-955-3355

BANK OPERATIONS
The Baker Group
Oklahoma City, OK......800-937-2257
*Financial Management Services Inc. (FMSI)
Overland Park, KS.........913-955-3355

BANKRUPTCY
Hinkle Law Firm
Wichita, KS...................316-267-2000
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Keep in mind that the services provided by each company
on this list may only be a sampling of the many services
they offer. By their CBA Associate Membership, these
companies have shown their commitment to serving
community banks. Please look to these companies
first, whenever possible, to meet your banking needs.

BANK STOCK LOANS & LOAN
OVERLINES
Commerce Bank
Kansas City, MO...........800-821-2182
*S&P Global
Charlottesville, VA........434-951-4419
West Gate Bank Mortgage
Lincoln, NE...................402-434-4080

BOND ACCOUNTING
First Bankers Banc Securities
Overland Park..............913-469-5400
Hilltop Securities
Dallas, TX.....................214-953-4040
*ICBA Securities Corporation
Memphis, TN..............800-422-6442

CLOUD COMPUTING
BankOnIT
Oklahoma City, OK.....866-867-4579

COMPLIANCE ASSISTANCE/REVIEWS
Allen, Gibbs & Houlik, L.C.
Wichita, KS....................316-267-7231
*MPA Systems
Sanger, TX.....................888-233-1584
Purple Wave
Manhattan, KS..............785-313-2094
RESULTS Technology
Lenexa, KS.....................877-435-8877
Varney & Associates, CPAs, LLC
Manhattan, KS...............785-537-2202
Young & Associates, Inc.
Kent, OH......................800-525-9775

CONSULTING
Abrigo
Raleigh, NC...................919-851-7474
Bank Consulting Partners
Cheney, KS....................785-224-7388
*Bank Financial Services Group (BFS)
Sheridan, WY...............303-482-1844
Kansas Bankers Technologies
Salina, KS......................888-752-8435
Young & Associates, Inc.
Kent, OH......................800-525-9775

CORRESPONDENT SERVICES
Commerce Bank
Kansas City, MO...........800-821-2182
First Nat’l Bank of Hutchinson
Hutchinson, KS............800-293-0683
West Gate Bank Mortgage
Lincoln, NE..................402-434-4080

CREDIT AND PORTFOLIO RISK
MANAGEMENT
Abrigo
Raleigh, NC......................919-851-7474

CREDIT CARD PROGRAM
*ICBA Bancard/TCM Bank
Arlington, VA..................800-242-4770

CYBERSECURITY
BankOnIT
Oklahoma City, OK.......866-867-4579

DATA BACKUPS
BankOnIT
Oklahoma City, OK........866-867-4579

DATA PROCESSING
Computer Services, Inc. (CSI)
Lenexa, KS.......................913-634-4570
Data Center Inc. (DCI)
Hutchinson, KS...............620-694-6800
Modern Banking Systems
Ralston, NE......................402-592-5500

DEBT COLLECTION
Hinkle Law Firm
Wichita, KS......................316-267-2000

DIRECTORS AND OFFICERS INS.
*Travelers
Overland Park, KS..........800-255-5072
*UNICO Group, Inc.
Kansas City, KS...............800-755-0048

DIRECTORS EXAMS
Allen, Gibbs & Houlik, LC
Wichita, KS.......................316-267-7231
The Fullinwider Firm, LLC
Liberty, MO.....................800-461-4702
Varney & Associates, CPAs, LLC
Manhattan, KS.................785-537-2202

DISASTER RECOVERY PLANNING
*MPA Systems
Sanger, TX........................888-233-1584

ELECTRONIC SERVICES
*Fitech Payments
Fort Worth, TX.................682-201-5551

EMERGENCY FACILITIES/MODULAR
BANK BUILDINGS
*MPA Systems
Sanger, TX........................888-233-1584
www.cbak.com

EMPLOYEE AND EXEC. BENEFITS
Bank Consulting Partners
Cheney, KS.........................785-224-7388
*Bank Financial Services Group (BFS)
Sheridan, WY.....................303-482-1844
Woner, Reeder & Girard, P.A.
Topeka, KS..........................785-235-5330

San Francisco, CA...............855-997-3100
West Gate Bank Mortgage
Lincoln, NE........................402-434-4080
*ICBA Securities Corporation
Memphis, TN.....................800-422-6442

IT SECURITY

RETIREMENT PLANNING
Central States Capital Markets
Kansas City, MO...................800-851-6459
First Bankers Banc Securities
Overland Park, KS.................913-469-5400

SECONDARY MORTGAGE MARKET
LENDING

Security 1st Title
Wichita, KS..........................316-267-8371

RESULTS Technology
Lenexa, KS..........................877-435-8877
Young & Associates, Inc.
Kent, OH............................800-525-9775

FINANCIAL INST. BOND

LEGAL SERVICES

SECURITY MONITORING
Federal Protection
Springfield, MO....................800-299-5400

SUPPLEMENTAL HEALTH INSURANCE

HUMAN RESOURCES

Hinkle Law Firm
Wichita, KS.........................316-267-2000
Spencer Fane LLP
Overland Park, KS.............800-526-6529
Woner, Reeder & Girard, P.A.
Topeka, KS..........................785-235-5333

*UNICO Group, Inc.
Kansas City, KS..................800-755-0048

LENDING

TECHNOLOGY SERVICES

Bankers Healthcare Group
Syracuse, NY......................866-588-7910
Upgrade, Inc.
San Francisco, CA..............855-997-3100

*S&P Global
Charlottesville, VA.................434-951-4419
Upgrade Inc.
San Francisco, CA.................855-997-3100

LOAN COLLECTIONS AND WORKOUTS

TELECOMMUNICATIONS CONSULTING

ESCROWS

* Travelers
Overland Park, KS.............800-255-5072
*UNICO Group, Inc.
Kansas City, KS..................800-755-0048

IMAGING
Computer Services, Inc. (CSI)
Lenexa.................................913-634-4570
Data Center Inc. (DCI)
Hutchinson, KS..................620-694-6800

INFORMATION TECHNOLOGY
Kansas Bankers Technologies
Salina, KS............................888-752-8435
RESULTS Technology
Lenexa, KS..........................877-435-8877
Varney & Associates, CPAs, LLC
Manhattan, KS.....................785-537-2202

INSURANCE — BANK
Bank Compensation Consulting
Plano, TX.............................972-781-2020
*Bank Financial Services Group (BFS)
Sheridan, WY......................303-482-1844
*Travelers
Overland Park, KS..............800-255-5072
*UNICO Group, Inc.
Kansas City, KS..................800-755-0048

INSURANCE PRODUCTS
Producers XL
Salina, KS............................800-541-6705

INTEREST RATE RISK SERVICE
*ICBA Securities Corporation
Memphis, TN.....................800-422-6442

INTERNET BANKING
*ICBA Bancard/TCM Bank
Arlington, VA......................800-242-4770

INTERNET WORLD WIDE WEB
Oppliger Banking Systems, Inc.
Lenexa, KS..........................800-487-7875

INVESTMENTS
Central States Capital Markets
Kansas City, MO................800-851-6459
Commerce Bank
Kansas City, MO.................800-821-2182
First Bankers Banc Securities
Overland Park, KS .............913-469-5400
Upgrade Inc.

Woner, Reeder & Girard, P.A.
Topeka, KS..........................785-235-5330

LONG RANGE PLANNING
The Capital Corporation LLC
Overland Park, KS..............913-498-8188
Varney & Associates, CPAs, LLC
Manhattan, KS.....................785-537-2202

MARKETING
Harland Clarke
Newton, KS........................800-322-0818
*Works24
Edmond, OK......................800-460-4653

MERCHANT PROCESSING
*SHAZAM
Platt City, MO.....................816-431-0220

MERCHANT SERVICES
*Fitech Payments
Fort Worth, TX.....................682-201-5551

MERGERS/ACQUISITIONS

FHLBank Topeka
Topeka, KS............................800-933-2988

*UNICO Group, Inc.
Kansas City, KS.....................800-755-0048

Verge Network Solutions, Inc.
Oklahoma City, OK..............405-782-8420

TELECOMMUNICATIONS SERVICES
Verge Network Solutions, Inc.
Oklahoma City, OK..............405-782-8420

TELECOMMUNICATIONS SYSTEMS
Verge Network Solutions, Inc.
Oklahoma City, OK..............405-782-8420

TITLE INSURANCE ABSTRACTING
Security 1st Title
Wichita, KS.............................316-267-8371

WEBSITE DEVELOPMENT
*S&P Global
Charlottesville, VA.................434-951-4419

WHOLESALE LENDING
FHLBank Topeka
Topeka, KS............................800-933-2988

The Capital Corporation LLC
Overland Park, KS..............913-498-8188

NETWORK SECURITY
Kansas Bankers Technologies
Salina, KS............................888-752-8435

PAYMENTS

*Fitech Payments
Fort Worth, TX........................682-201-5551

PORTFOLIO MANAGEMENT
Central States Capital Markets
Kansas City, MO...................800-851-6459

PROMOTIONAL PRODUCTS
Harland Clarke
Newton, KS............................800-322-0818
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www.cbak.com

FMSI is a small business founded and located in Kansas, specializing
in assisting community banks to succeed, a mission consistent with
core CBA values. We have partnered with community banks for
nearly 25-years providing core advisory services including asset/
liability, investment, and liquidity management.

FMSI advisors actively assess market conditions and bank
balance sheets of different size, mix, and capital levels. Market
conditions are constantly changing presenting opportunities
and challenges for CBA member banks. Interest rates are
increasing for the first time in nearly a decade and now is
a perfect time to partner with a trusted, industry leader.
Establishing an FMSI relationship provides confidence
your bank is optimizing the balance sheet, deploying
necessary strategies, maximizing profitability, and
managing balance sheet risks.
FMSI is a Kansas CBA Endorsed Provider

913.955.3355
www.fmsiconsulting.com

FMSI
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INSURANCE FOR BANKS
Property
& Casualty

Cyber
Risk

Financial
Institution
Bonds

Directors
& Officers

COV E R I N G A LL O F N E B R A S K A , K A N SA S A N D M I SSOU R I

Property & Casualty


General Liability



Commercial Property

Cyber Risk


Updated Benefits and
Enhancements
Dependent Business Interruption
Cyber Extortion



Umbrella Liability





Workers’ Compensation



Diana Poquette

Account Executive
402.499.1011
dpoquette@unicogroup.com

Financial Institution Bonds


Social Engineering



Extended Coverage Enhancements



No Annual Forms

Directors & Officers


Broad Form With Regulatory
Coverage



3 Year Policy Savings



Employment Practices Liability



Bankers Professional Liability

