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Connect with Rebeca @romerorainey.

As the popular saying goes, “Creativity is intelligence 
having fun,” – and the same can be said for innovation. 
As community banks seek to evolve, we bring together 
the best elements of wise business strategy and out-

of-the-box thinking to invent new solutions for a better customer 
experience. That process, as intense as it can be, is both fun and 
satisfying because, at its end, we see a product that makes a true 
difference in the lives of our customers.

That’s why ICBA has focused so intently on innovation strategy 
over the past few years. From building an internal innovation 
team to launching programs like the ThinkTECH Accelerator, 
we have dedicated resources in support of community bank 
innovation. Our goal is to help you move more quickly toward 
practical solutions that serve your customers’ needs.

For example, the accelerator has been structured to take concepts 
and transform them into fully viable solutions that participants 
can deliver directly to community banks. We connect 
community bankers, fintech and regulators as part of this product 
development. We have these active conversations during product 
evolution to ensure we answer the hard questions that will take 
the solution to a marketable level.

We also have to consider the fact that innovation is not one size 
fits all. Community banks are independent institutions fueled by 
the needs of their individual communities, so what constitutes 
innovation will look and feel different for every bank. That’s why 
ICBA’s programs offer a wide array of solutions. We’re committed 

to meeting each bank and its customers where they are to 
support their banking journeys.

So, as you read this month’s issue, which focuses on digital 
banking, I encourage you to seek out those stories that spark 
new ideas and introduce a little fun into the process, too. We 
recognize that maintaining your ongoing focus on innovation 
takes a tremendous investment of time and resources, so we 
hope these articles support you in taking that creative leap.

As we approach Thanksgiving and take a moment to reflect on 
the year, I would be remiss if I didn’t offer a huge thank you to 
all of you. Thank you for committing to doing more to support 
your customers and employees. Thank you for being unwavering 
supporters of the communities you serve. And thank you for your 
commitment to ICBA. We are so grateful for all of you. Happy 
Thanksgiving! 

“Community banks are independent institutions fueled by the needs 
of our individual communities, so what constitutes innovation will look 

and feel different for every bank.”

FLOURISH
BY REBECA ROMERO, ICBA
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During the Holiday Season more than ever, our thoughts turn 
gratefully to those who have made our progress possible.

 And in this spirit we say, simply but sincerely
Thank you and Best Wishes for the  

Holiday Season and a Happy New Year

Shawn, Nikki & Yvonna

Happy Holidays!
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2021 CBA Membership 
Appreciation Tailgate

On Saturday, Oct. 2, CBA members, friends and family enjoyed the CBA annual tailgate event in Manhattan. It was an 
exciting fall day with plenty of food, conversation and camaraderie. On behalf of the team and leadership of CBA, we 
extend our thank you to all who participated and attended – and we truly look forward to hosting events throughout the 
year to celebrate our shared commitment to Kansas community banking.

A big “Thank You” to this year’s sponsors: Bankers’ Bank of Kansas, Bank Compensation Consulting, First National Bank of 
Hutchinson, Security 1st Title, Shazam, Inc. and Varney & Associates, CPAs, LLC. 

cbak.com6 In Touch
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Successor Beneficiary 
Options Post-SECURE Act
BY LISA HABERMAN, MBA, MAM

The idea of a “beneficiary” initially calls to mind the 
death of a loved one. For many, it also triggers emotions 
focused on carrying out the legacy of someone held in 
high regard. There was a time when the ability to carry 

out that legacy could be fulfilled over any beneficiary’s lifetime. 
But times have changed. Carrying out a loved one’s legacy now 
comes with a deadline for most nonspouse beneficiaries. 

In 2020, the Setting Every Community Up for Retirement 
Enhancement (SECURE) Act changed many aspects that qualified 
retirement plan and IRA beneficiaries need to consider, making 
the administration of beneficiary distributions more complex. 
While the industry awaits regulatory guidance implementing 
the statutory changes, one aspect that is straightforward is the 
distribution options for a successor beneficiary. A successor 
beneficiary is a beneficiary named by the original beneficiary after 
the account owner’s death. A successor beneficiary is meant to 
receive the assets if the original beneficiary dies before receiving 
all of his or her share of the assets. An original beneficiary naming 

a successor beneficiary allows for the seamless transition of assets 
after the original beneficiary’s death.

Before SECURE
While it’s important to understand how the new beneficiary 
options apply to successor beneficiaries, it’s equally important to 
know the options in effect before the SECURE Act applied. It’s 
not unusual to run into current situations where both the account 
owner and the original beneficiary died before Jan. 1, 2020, or 
the account owner died before Jan. 1, 2020, and the original 
beneficiary died after Jan. 1, 2020. In such cases grandfathering or 
transition rules apply.

If the account owner and original beneficiary died before Jan. 1, 
2020, the successor beneficiary must withdraw the assets at least 
as quickly as the original beneficiary. The original beneficiary 
may have been receiving withdrawals under the 5-year rule or life 
expectancy payments based on the original beneficiary’s options. 
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Lisa Haberman is a Consultant with the 
ERISA Compliance Department at Ascensus. 
Ms. Haberman interacts daily with internal 
partners to answer client questions through 
Ascensus’ 800 Consulting Service. She also 
participates in technical reviews, assists in 
updating forms and documents, and prepares 
articles for industry publication. For more 
information about Ascensus, visit them online 
at ascensus.com.

The successor beneficiary may either continue the schedule of 
payments under either of these options or accelerate payments.

After SECURE
If the account owner died before Jan. 1, 2020, and the original 
beneficiary died on or after Jan. 1, 2020, the successor beneficiary 
must withdraw all assets according to the 10-year rule based 
on the original beneficiary’s death, regardless of whether the 
original beneficiary was taking single life expectancy payments or 
payments under the 5-year rule. This means that all assets must be 
distributed by Dec. 31 of the 10th calendar year after the original 
beneficiary’s death. 

If both the account owner and original beneficiary died on or after 
Jan. 1, 2020, the successor beneficiary must withdraw all assets 
according to the 10-year rule. But the length of the 10-year period 
will depend on what type of beneficiary the original beneficiary 
was. If the original beneficiary was considered an “eligible 
designated beneficiary,” the successor beneficiary’s 10-year 
timeframe is based on the date of the original beneficiary’s death. 
In other words, the successor beneficiary of an eligible designated 
beneficiary must distribute his entire interest by Dec. 31 of the 
10th calendar year after the original beneficiary’s death. 

Example 
An account owner, Sue, died in July 2020. The original 
beneficiary was Sue’s brother, John, who was five years 
younger. John, considered an eligible designated beneficiary, 
died less than a year later in March 2021. John had named his 
daughter, Beth, as the successor beneficiary. Beth is required to 
distribute the assets according to the 10-year rule based on the 
date of John’s death (not Sue’s). This means that Beth has until 
Dec. 31, 2031 (not Dec. 31, 2030), to deplete the assets. 

In contrast, if the original beneficiary was not considered an 
eligible designated beneficiary, the successor beneficiary’s 10-year 
timeframe is based on the account owner’s date of death. Thus, 
the successor beneficiary of a non-eligible designated beneficiary 
must withdraw his entire interest by Dec. 31 of the 10th calendar 
year following the account owner’s death. Consequently, these 
successor beneficiaries generally have less time to distribute what’s 
left of their interest in an account. 

Eligible Designated Beneficiary
The surviving spouse of the deceased account (IRA or retirement 
plan) owner is considered an “eligible designated beneficiary,” as 
are minor children of the account owner, disabled or chronically ill 
individuals, and individuals not more than 10 years younger than 
the deceased account owner. The distinction between the original 
beneficiary being considered an eligible designated beneficiary 
and not an eligible designated beneficiary is important, because — 
as noted above — it affects the successor beneficiary’s timeframe 
for distributing the assets. 
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Two years ago, I approached Chris 
Kelley (Barret’s Executive Director) 
with an idea for a book I wanted 
to write. My idea was a book 

on strategy for community banks based 
on Sun Tzu’s The Art of War. Graciously, 
he didn’t laugh me out of the office. As 
most crazy ideas do, it was shelved, but 
morphed into a podcast series we ran on 
Main Street Banking occasionally, and, 
honestly, it received numbers comparable 
to some of our other content.

Initially, it started with these deeply rooted 
analogies in superhero and Star Wars 
lore, comparing bankers to Batman and 
Luke Skywalker coming in to save the day. 
However, I realized I missed the point of 
a superhero and what I missed is not best 
illustrated by Batman, the Jedi, or Xavier’s 

Gifted Youngsters. It is illustrated by a Guy 
Clark song called “The Cape.” Yes, it has 
a superhero theme, but it is not the tale of 
Jedis with lightsabers or aliens that look 
like us defending our way of life. It is the 
tale of a regular little boy obsessed with 
jumping off his garage, and throughout his 
life, he is singularly focused on whatever 
goal he has in front of him. He ignores 
what would be considered common sense. 
He ignores the jeers of those around him. 
He just trusts his cape (which is really a 
towel his mother ties around his neck). The 
best lines in the song are “He did not know 
he could not fly. So he did.” And “spread 
your arms, hold your breath, and always 
trust your cape.”

And that is what a superhero community 
banker is. At the moment, they may not 

know the answer, but they “trust their 
cape.” They believe they can fly. In a 
sense, all of the content around The Art of 
War is really the next step after the banker 
ties the towel around their neck and climbs 
up on the garage. The strategy part is 
figuring out how to fly. Once you’ve made 
the decision to be different, climb up on 
the garage. They are singularly focused on 
their bank, their team, and  
their community.

It’s easy to do what other bankers in your 
community do. You may even win a few 
loan deals away from your competition 
if you bid the rate down low enough. 
However, we’ve been taught (or we have 
taught ourselves) that we can’t fly, that 
we can’t make a difference, that we can’t 
change the world one community at a 

Community Bankers Association of Kansas is there for you and your 
local community. Getting involved with their advocacy initiatives and 

their educational programming has the double benefit of growing your 
skillset and building a community of support for you.

What is a 
Superhero 
Community 
Banker?
BY BYRON EARNHEART, BARRET SCHOOL  
OF BANKING

    
   

En
do

rsed Partner
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Byron Earnheart is 
the Programming 
Director for the Barret 
School of Banking 
in Memphis, TN and 
the host of the “Main 
Street Banking” 
podcast…the #1 rated 
community banking 
podcast on Apple. He 

has over 20 years experience in the financial 
services industry; 11 of which have been in 
banking in various roles from teller work to 
branch management. He spends his time 
playing guitar and singing in Delta Heart 
(the “house band of the Mississippi Delta”), 
song writing, cooking, reading, and enduring 
the University of Tennessee Volunteers 
athletic seasons. He is married to his wife 
Kelly of 13 years and has two children, John 
Aubrey (11) and Mary Laura (8).  

Together, let ’s 
make it happen.

Leverage our large lending capacity, up to $20 million on 
correspondent loans. Our lending limits are high enough to 
accommodate what you need, when you need it.

We do not reparticipate any loans.

Member FDIC 31
51

8
 Commercial & ag participation loans
 Bank stock & ownership loans
 Bank building financing
 Business & personal loans for bankers

Why choose Bell as your bank’s lending partner?

Call me at 402.301.3707

Mike Pate
Based in Omaha, Neb. covering Nebraska, Kansas and Missouri

time. “The fintechs are going to take over.” 
“The big banks have too much money.” 
“Regulations are killing the industry.”

Kansas bankers: the 
Superhero Community 
Banker does not buy into 
these excuses!

They embrace the challenge because of 
the love they have for their communities. 
However, being a superhero is a lonely 
gig at times. Superman had his Fortress of 
Solitude, the boy in Guy Clark’s song was 
all alone in thinking he could succeed. 
Being a force for good in the world can 
be isolating. The great thing about a 
superhero community banker is you are 
NOT alone in your fight! Community 
Bankers Association of Kansas is there for 
you and your local community. Getting 
involved with their advocacy initiatives 
and their educational programming has 
the double benefit of growing your skillset 
and building a community of support for 
you. Even at Barret, our podcast (Main 
Street Banking) is built to support you, our 
blog, our social media posts, even our 
programming is designed to educate and 
support you.

I’ve put together a playlist of Superhero 
Community Banking content from the 
Main Street Banking podcast. It’s on 
the Barret website at barretbanking.org/
superhero-community-banker.

Grab your cape. Climb up on the garage. 
And let’s change the world! 

Grab your cape. Climb 
up on the garage. And 
let’s change the world!
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Staffing concerns and getting the necessary data are 
financial institutions’ biggest challenges when it comes 
to performing loan reviews, according to a new survey 
by Abrigo.

Among 115 people from banks, credit unions, and other 
organizations surveyed about the loan review function, 37% 
named getting the necessary data as the top challenge. Almost 
one in every four respondents identified inappropriate staffing as 
their financial institution’s biggest loan review obstacle.

A poorly defined scope of review (12%), lack of independence 
(6%), and lack of commitment from senior management (3%) 
were less prominent challenges in the loan review process for 
respondents in Abrigo’s survey. 

Effective loan review begins with good data
Effective loan review has always been critical for managing a 
financial institution’s credit risk as part of ensuring its safety and 
soundness. Uncertainty related to the coronavirus pandemic 
highlighted the importance of identifying loans with actual or 
potential credit weaknesses as early as possible. 

In addition, updated guidance on loan and credit risk review in 
2020 emphasized the importance of independent loan review 
or credit review systems that are tailored to institutions’ specific 
risks and circumstances.

However, loan reviews can only be as accurate as the 
information used for the review. And as the survey showed, 
getting the necessary data can be difficult for many financial 
institutions. Loan reviewers require accurate information at 
the loan level, which, at many institutions, might be located in 
multiple systems: 

• the core

• a third-party origination system

• Excel spreadsheets

• even paper files for some documents related to collateral. 

More lenders automating loan review 
function
Getting consistent and accurate data can be complicated and 
laborious when stovepipe systems and manual processes 

Loan Review Challenges:  
Survey Finds Data, Staffing 
Among Top Obstacles  
BY MARY ELLEN BIERY, ABRIGO

   
   

A
ss

oc
iate Mem

ber

How is the loan reviews function organized 
at your financial institution?

How does your financial institution 
determine which credits will be examined? 

(Select all that apply.)
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Mary Ellen Biery is Senior Strategist & Content 
Manager at Abrigo, where she works with 
advisors and other experts to develop 
whitepapers, original research, and other 
resources that help financial institutions drive 
growth and manage risk. 

are involved, especially when inappropriate staffing is also a 
concern. Some loan review workflow automation software, on 
the other hand, can pull a sample of loans and the required 
data, then automatically respread the loans’ financials without 
additional data entry or searching other systems. 

Automating the loan review process and other data-intensive 
functions have become higher priorities for many financial 
institutions and organizations over the past few years. A recent 
example is the U.S. Small Business Administration, which is 
automating low-end functions of loan reviews for 7(a) loans to 
cut loan reviewers’ evaluation time by as much as a third so they 
can focus on high-value work.

Abrigo’s survey found that more than half of respondents either 
have automated or plan to automate loan review processes. 
Respondents with fully or partially automated loan review 
processes represented 35% of those surveyed, and another 19% 
reported they have plans to automate loan review processes. 
Thirty-seven percent said their financial institutions have manual 
loan review processes and have no plans to automate.

How lenders select loans or relationships 
for review
Financial institutions vary in their methods for selecting samples 
of loans or credits to review, and sometimes the sampling 
criteria can differ by portfolio. Therefore, participants in Abrigo’s 
survey were able to choose multiple answers when asked how 
they determine which loans or relationships to review. Most 
respondents (85%) said they base the review sample on a 
certain size threshold. The next most common methods were 
choosing a statistical or random sample (37% of respondents) 
and basing the sample set on an asset-quality indicator (37% 
of respondents). Respondents said they also selected loans or 
relationships for review:

• By examining new rather than existing borrowers (30% of 
respondents)

• Based on the industry of the loan (26%)

• Based on the collateral type (23%)

• Based on the geographic location or market (14%)

When it comes to organizing the loan review function, Abrigo’s 
survey found that a majority of financial institutions performed 
at least some of the loan review process in-house. Only 8% of 
respondents outsource all loan review work, and 26% primarily 
outsource the function, while 31% perform loan review in-
house, and another 33% primarily conduct loan review using 
in-house resources.

Abrigo’s survey was conducted from Sept. 2-24. Among the 115 
respondents, 77% were from banks, 21% from credit unions, and 
3% from other organizations. The asset-size breakdown among 
participants was:

• Below $500 million: 28%

• $500 million to $3 billion: 51%

• $3 billion to $10 billion: 14%

• More than $10 billion: 7% 

Among 115 people from banks, 
credit unions, and other 

organizations surveyed about the 
loan review function, 37% named 
getting the necessary data as the 

top challenge. 

What is your financial institution’s biggest 
challenge when it comes to loan review?

How does your institution approach  
loan review right now from a  

technology standpoint?



“As a CBC Member, I use the 
800-number Compliance 
Hotline and the team is 
professional while providing 
quick answers. This is a very 
practical and useful feature 
of the CBC program.”

Margaret Nightengale, Senior Vice President, 
Grant County Bank, Ulysses, Kan.

“Most of us expect regulation 
measures to be tighter in the 
future, and we have to be 
ready. Using the CBC program 
helps our bank handle and 
control our compliance 
processes efficiently and 
more cost effectively.” 

Tim Matlack, President, FNB Washington, 
Washington, Kan.

For additional information,
please contact: 

Yvonna Hansen
Vice President of Member Services  

Phone: (785) 271-1404
E-mail: yvonna@cbak.com

cbak.com

Sponsored by

THE 2022 COMMUNITY BANKERS 
FOR COMPLIANCE PROGRAM

Already a CBA of Kansas member? You’ll save nearly 60% 

off the cost of your enrollment in Community Bankers for 

Compliance! Instead of paying the full price of $3,974.25, 

you’ll receive a subsidy set aside only for CBA of Kansas 

members. This means you’ll pay only $998.00 for one 

designated banker and a second registrant.

There’s Never Been a Better Time 
to Solve Compliance Challenges. 

Your Solution for Compliance 
Challenges is Here. 

Are you a Member of ICBA, and hold the Community Banker University 
Compliance Certification?  Receive CPE credits for your participation in live events. 

SAVE 
60%

2 Live Seminars

The live seminar topics are selected based 

on the most recent industry and regulatory 

developments, which may have an impact on 

community banks. Each person attending the 

program will receive a detailed manual, written 

in full narrative, that they can take back to the 

bank as a reference and training tool. 

Quarterly Regulatory Update Webinars

Each webinar will discuss current news and 

regulatory changes that may have an impact 

on community banks. 

Monthly Newsletter

The Compliance Update newsletter is sent to 

program members each month. It provides 

an update of compliance issues in easy to 

understand articles. Each issue includes a 

compliance calendar looking out several 

months at what is looming ahead that 

community banks need to be preparing for. 

Compliance Hotline

Members of the program may call the Young & 

Associates’ toll-free number or visit their Web 

site with compliance questions that arise on 

a daily basis. Young & Associates has many 

qualified compliance professionals available to 

answer your questions. This service ensures that 

your bank is just a phone call or email away from 

the information you need in order to answer your 

compliance questions.

CBC Members-Only Web Page

This web page is reserved for banks that are 

registered members of the CBC Program. In 

it, you will find timely information and tools 

provided by Young & Associates, Inc., that can 

be used to enhance the regulatory compliance 

function at your bank. 

CBC Program Membership 
includes the following: 

CBA of Kansas members receive 
60% off the enrollment fee! 

CBA Member Rate: 
$3,974.25 Annual Program Fee 

($2,976.25) Less CBA Member Subsidy

$998.00 Total CBC Program Fee

Presented by

Webinars-Regulatory
Update:

March 4, 2022
June 3, 2022

September 9, 2022
December 2, 2022

Live Regulatory
Seminars:

April 12, 2022
Salina, KS

October 18, 2022
Salina, KS
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BY SEAN MARTIN, CSI

To understand how U.S. consumers view cybersecurity 
risks, CSI – a leading provider of fintech, regtech and 
cybersecurity solutions – worked with The Harris Poll to 
survey more than 2,000 U.S. adults aged 18 and above.

Respondents were asked to identify their primary financial 
institution, providing a look into the perceptions of big bank 
customers (e.g., Chase, Wells Fargo, etc.), community bank 
customers, credit union members and those without a primary 
institution. The data from this online survey was then analyzed 
and used to create an executive report to help financial 
institutions understand consumers’ cybersecurity perceptions 
and expectations.

This executive report provides key insight into this year’s survey 
results and offers a comparison to data from a similar survey 
conducted on behalf of CSI by The Harris Poll in 2019, exploring 
how cybersecurity concerns have shifted among Americans.

How is Consumer Perception of 
Cybersecurity Issues Changing?
Although a substantial number of consumers (85%) reported 
cybersecurity concerns pertaining to their personal confidential 
data, 15% are not particularly worried – a surprising number 
considering the surge in pandemic-related cyberattacks.

By comparison, in 2019, 92% of consumers reported 
cybersecurity concerns pertaining to their personal confidential 
data, so this year’s decrease could signal that Americans are 
becoming desensitized to cybersecurity risks. It’s likely that the 
size, scope and frequency of cybersecurity events have made 
breaches appear somewhat abstract and distant to the average 
consumer. And the constant barrage of media coverage on this 

topic could be contributing to greater risk tolerance among 
consumers – potentially leading to adverse effects for banks and 
making effective cybersecurity education even more important.

Key Takeaways from the Consumer 
Cybersecurity Poll
To gauge shifting perceptions, consumers were asked their 
thoughts regarding password habits, payments security, data 
breaches and more. Here are a few takeaways for banks:

• Top Cybersecurity Concerns: Identity theft and stolen 
credit or debit card information tied as the top cybersecurity 
concerns among consumers, at 60%. This is down 
significantly from 2019, when identity theft topped the 
list of concerns at 73%, followed closely by stolen card 
information (72%). These changing perceptions among 
Americans indicate that institutions should prioritize 
educating customers on these evolving risks.

• Risks of a Data Breach: Nearly half of respondents (48%) 
would leave their institution if it suffered a data breach, and 
51% of community bank customers agreed that a breach 
would cause them to leave. To mitigate the risk of customer 
attrition, institutions should have an incident response plan 
in place to direct their actions in the event of a breach. 

• Strong Authentication: 30% of Americans agree it is okay 
to use the same password for an online bank account that 
they use for other online accounts, representing an increase 
of six percentage points from 2019 (24%). To mitigate risks 
associated with lax security habits, banks should provide 
and promote multi-factor authentication and reinforce the 
importance of strong passwords.

What are Consumers’ Top 
Cybersecurity Concerns?
Find Out How Your Bank Can Address Key Issues and 
Build Trust Among Your Customers 
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Sean Martin serves as a product manager 
for CSI Managed Services and has extensive 
knowledge on implementing effective systems 
security and network management practices. 
He speaks and writes frequently on security-
related topics affecting the financial services 
industry and holds Cisco CCNA and CCIE 
written certifications.

• What to do Post-Breach: Most Americans (69%) believe 
they know what to do if their personal confidential data 
is compromised. While this result is encouraging, a 
clear opportunity exists for banks to continue educating 
customers on the necessary steps to take after their 
information is potentially compromised. A community 
financial institution that prioritizes cybersecurity education 
for its customers could become the go-to institution for 
advice, which could help expand market reach.

• Perceptions of Secure Payments: Half of Americans (50%) 
believe a person’s payment information (i.e., account 
number) is more likely to be compromised when using a 
physical card versus a digital payment such as a contactless 
card or digital wallet. Banks should embrace the latest 
payments technology and provide customers with resources 
on best practices for using secure digital payments.

• Importance of Building Trust: More than three in four 
consumers (76%) agree their financial institution can protect 
their personal and payment information from hackers. In 
fact, 78% of community bank customers agree with this, 
indicating that institutions should continue building trust 
among consumers by explaining how to safeguard data and 
hosting cybersecurity awareness training.

Prioritizing Cybersecurity Awareness  
and Education
As Americans become increasingly desensitized to the risk of 
security breaches, it is critical for your bank to break through 
the noise and educate your customers on cybersecurity best 
practices. Providing valuable education and promoting good 
cyber hygiene will mitigate cybersecurity risk for both your 
institution and customers while increasing the potential for new 
business through knowledge sharing.

To really capitalize on this opportunity, your bank should be 
intentional and strategic in its planning:
 

• Determine the Needs of Your Customers: Avoid a one-
size-fits-all approach; different customers have varying 
needs and concerns.

• Tailor Your Approach: Create campaigns to reach different 
groups, tailoring based on age, work schedules, etc.

• Get Creative: Think creatively about how best to 
communicate with your customers and deliver a 
compelling message.

• Go Digital: Leverage digital channels to reach a broader 
audience – don’t limit the size and scope of events to 
physical locations.

• Deliver Actionable Tips: Inspire confidence in your bank 
and motivate customers through actionable tips, such as best 
practices for creating strong passwords, etc.

Gain Additional Insight from CSI’s Consumer Cybersecurity Poll
To strengthen defenses against evolving cyber threats, institutions 
should embrace a layered approach to cybersecurity, a key 
component of which includes providing customers with 
continued education. 

Use the QR Code to download the full executive report 
for a deep dive into consumers’ perceptions surrounding 
cybersecurity. 

https://www.csiweb.com/cybersecurity-poll-2021/?utm_
source=association&utm_medium=article&utm_
campaign=wp_ms_cybersecuritypoll21

As Americans become increasingly desensitized to the 
risk of security breaches, it is critical for your bank to 
break through the noise and educate your customers 
on cybersecurity best practices. Providing valuable 

education and promoting good cyber hygiene will mitigate 
cybersecurity risk for both your institution and customers 
while increasing the potential for new business through 

knowledge sharing.
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Many community banks “graduate” to a different level 
of scrutiny under the Community Reinvestment 
Act (CRA), either through organic growth or by 
acquiring other financial institutions.

Most community banks are considered “small banks” under the 
CRA rules of the federal supervisory agencies because of their 
size. A “small bank” in 2021 is one that, as of Dec. 31 of the 
previous two calendar years (2019 and 2020), had total assets of 
less than $1.322 billion. An “intermediate small bank” is one with 
assets of at least $330 million but less than $1.322 billion.

At some point, many of these banks grow to the point that they 
move up through the ranks to become “intermediate small 

banks” or “large banks” when they pass these dollar thresholds 
for two years in a row. The dollar thresholds are updated 
annually to adjust for changes in the Consumer Price Index.

How to “graduate”
A “small bank” can become an “intermediate small bank” by 
growing beyond the $330 million threshold – through natural 
growth in loans and deposits or by acquisition of either whole 
institutions or portfolios of their assets or liabilities.

Similarly, an “intermediate small bank” can become a “large 
bank” by growing over the $1.322 billion threshold through 
organic increase in assets or by acquisition of additional 
institutions or assets.

BY WILLIAM J. SHOWALTER, CRCM, CRPSENIOR CONSULTANT; YOUNG & ASSOCIATES, INC.

Growing Up to Become a Larger Bank
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Different evaluations
The CRA performance of a “small bank” is evaluated under a 
streamlined process that focuses largely on its loan-to-deposit 
(LTD) ratio and its lending distribution. If the bank meets the 
following criteria, it can expect at least a “satisfactory” CRA rating:

• Its LTD measure is “reasonable”

• A majority of its loans are in its assessment area(s)

• Its loans are distributed to individuals and businesses of 
different income levels

• The geographic distribution of its loans is reasonable

• There are no fair lending concerns

An “intermediate small bank” is evaluated under the above 
process, plus the following additional criteria (a modified 
“lending test”):

• Number and amount of community development loans

• Number and amount of qualified investments

• Extent to which the bank provides community development 
services, and 

• Responsiveness through such activities to community 
development lending, investment, and services needs

On the other hand, a “large bank” faces a much more 
complicated evaluation. The CRA examination and rating 
systems for these institutions is a three-pronged process 
comprised of:

• Lending test (responsiveness to credit needs; geographic 
and demographic distribution of loans; record of serving 
the credit needs of economically disadvantaged, areas, 
businesses, and individuals; use of innovative or flexible 
lending practices; level of community development loans)

• Investment test (level of qualified investments, particularly 
those not routinely provided by private investors; use of 
innovative or complex qualified investments; responsiveness 
to area credit and community development needs)

• Service test (accessibility of service-delivery systems to 
areas and individuals of different income levels; record 
of improving accessibility through branch openings 
and closings; extent to which services are tailored to 
convenience and needs of its area; record of providing 
community development services)

Nine steps to success
When you see that you are approaching graduation to 
“intermediate small bank” or especially to “large bank” status, 
you need to begin planning for a smooth transition. You should 
consider taking the following nine steps:

1. Set up a transition team. You can use an existing CRA 
committee, perhaps adding new or more senior members (if 
needed). Senior managers, including the CEO and compliance 
officer, should be involved in this process – including 
representatives of all functional areas within the bank. 

2. Prepare for data collection and analysis requirements. As a 
“large bank,” the bank will be required to collect and submit 
data on its small business and small farm lending to your 
supervisor each year. Reports are generated from these data, 
reports that play an important part in your CRA evaluation. 
If you are subject to the Home Mortgage Disclosure Act 
(HMDA), then your home lending data is also considered. 
The bank may also choose to have its consumer lending 
considered if that lending makes up a significant portion of 
your lending. 

 You will need to evaluate your current management 
information systems (MIS) to ensure that they will provide 
the required data – for small business and small farm 
lending, as well as expanded HMDA information. Do you 
already have reporting processes in place for community 
development loans and investments? Can your MIS be 
organized to reveal geographic and borrower characteristics, 
by assessment area, for bank and examiner analysis of the 
data? Should you collect data for consumer loans in one or 
more of the five optional categories?

3. Perform a baseline assessment. To gauge where your bank 
stands now, you should consider performing a thorough 
review of how the bank meets, as applicable, the modified 
“lending test” for an “intermediate small bank” or each of 
the three “large bank” CRA performance tests. Objectively 
assign ratings just like the examiners will, using the rating 
system in the CRA rules. You should assess areas for which 
you already have data and then create additional systems 
using new data sources and analysis tools.

 Is your assessment area still reasonable? Would you earn 
at least a “satisfactory” rating from CRA examiners? What 
performance areas need attention?  What changes do you 
need to make?

4. Define your CRA mission, goals, and strategies. Performing 
some CRA strategic planning, as in other areas, can guide 

Continued on page 20

A “small bank” can become an “intermediate small bank” by 
growing beyond the $330 million threshold – through natural 

growth in loans and deposits or by acquisition of either 
whole institutions or portfolios of their assets or liabilities.
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William J. Showalter, CRCM, CRP, is a Senior 
Consultant with Young & Associates, Inc. 
(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.

your performance and help you maximize the involvement 
and contribution of all areas within the bank. The senior 
transition team should think through at least the three core 
CRA goals that most banks really care about – promoting 
community well-being, since your bank is a community 
leader and this helps maintain an economically healthy 
market; doing business profitably, including serving low- and 
moderate-income (LMI) customers and areas as desirable 
business; and regulatory risk management, that is, avoiding 
regulatory problems.

 Do you have a corporate-wide mission statement that 
is a dynamic statement of the purpose of your CRA and 
community investment program? Have you set specific, 
measurable goals that reflect your business purposes and 
the applicable larger bank performance tests? Have you 
established accountabilities and strategies to achieve these 
goals? Do you have a larger bank CRA implementation 
schedule set up so you can fully meet your new requirements 
and performance standards?

5. Ensure full fair lending compliance. Fair lending issues pose 
a significant CRA risk for many banks. All your other work 
to enhance your CRA program can be brought down by fair 
lending problems, even subtle and unintentional forms of 
discrimination. You cannot earn a “satisfactory” CRA rating 
if examiners find any evidence of lending discrimination.

 Have all staff been trained how to avoid subtle disparate 
treatment by helping some customers more than others? 
Are there potential disparate impact issues in your loan 
programs – from marketing to underwriting to collections? 
Does the bank conduct a regular fair lending self-assessment 
to ensure that similar applicants receive similar treatment 
and outcomes? Is a formal second review process in place to 
ensure that lending decisions are consistent without regard 
to any “prohibited basis”? Do your marketing and delivery 
systems effectively reach a diverse market?

 
6. Establish supporting strategies to meet CRA goals. Detailed 

strategies should be developed for making progress in all 
organizational units within the bank and throughout your 
CRA assessment area.

 
 Have any identified gaps in lending been evaluated to 

determine whether products and underwriting standards are 
effectively matched to your target market? Is bank marketing 
directed to all customer segments within your assessment 
area? Have any identified gaps in service delivery systems 
been evaluated for any new approaches needed in 
delivering credit and other services? Are your investment 
options actively evaluated to ensure that investment test 
standards are met or exceeded?

 
7. Train staff in the new CRA program. All personnel should 

be trained, at a level appropriate for their role at the bank, 
in the larger bank requirements of the CRA rules and the 
specifics of the bank’s program to meet or exceed those 
expectations. Management and the directors need to be 
briefed on the larger bank requirements. All staff needs 
training in the bank’s CRA program and their roles and 
accountabilities. Lending staff needs guidance on extending 
credit successfully and safely, and soundly in nontraditional 
areas – such as affordable mortgages, government-backed 
loans, and other community development credits.

8. Communicate with the local community. Under a formal 
CRA strategic plan, such communication is required. 
However, it is still essential for the bank to gain input from 
local businesses, government, and community leaders and 
share your plans with them.

 There are two very good reasons for maintaining active 
communication with your community. An ongoing dialogue 
allows the bank to become aware of local needs and how 
to meet those needs profitably. A negative reason is that 
the CRA rules provide many opportunities for community 
members to comment on your performance – including 
during a CRA examination or when a corporate application 
is being considered by supervisors.

9. Meet the new technical requirements. Besides maintaining 
a CRA public file, posting lobby notices, and the other 
technical requirements that all financial institutions must 
meet, there are some additional obligations for “large 
banks.” These include small business and small farm loan 
data collection rules and somewhat expanded public file 
disclosure requirements.

Your bank will be well served as you approach “intermediate 
small bank” or “large bank” CRA status by early and thorough 
consideration of the issues raised in this article. And be sure to 
take an objective look at where you are and where you should be. 
Glossing over shortcomings or minimizing enhanced expectations 
and requirements will not serve the bank’s interests. 

Continued from page 19

There are two very good 
reasons for maintaining active 

communication with your 
community. An ongoing dialogue 

allows the bank to become 
aware of local needs and how to 

meet those needs profitably.
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The pandemic has brought a lot of change to financial 
institutions, including how to engage with your 
borrowers, serve their needs, and drive additional 
revenue into your bank. For many, this includes looking 

at partnering with alternative lenders.

With the right lending partner, community banks can strengthen 
and diversify their loan portfolio through new income 
opportunities. A strategic partnership can provide you with 
access to quality loans that align with your business goals 
and enable you to work toward your growth plans – without 
additional time or cost. 

These five questions can help you quickly uncover a potential 
partner’s credibility and commitment so you can focus on 
increasing your revenue while mitigating your risk:

1. What is your track record of success?
 Gauge how the lender has endured market changes. 

The economy is still recovering, and this won’t be the 
last downturn – seek to understand how they navigate 
uncertainty. You want a resilient partner that can originate 
quality loans for your portfolio at any time, has a track 
record of success, and can adjust its business model to meet 
your needs.

 
2. How do you make lending decisions?
 Quantitative analytics and historical borrower data are key, 

as they uncover variables that predict risk. Utilizing data 
is commonplace today, but a partner that dives deep into 
the analytics can make better predictions when originating 
loans, resulting in a stronger return on the portfolio you 
purchase.

 
3. How do you attract borrowers?
 You want access to expertise and experience. The best 

way to attract the highest quality borrowers is through 

Tom Badolato, BHG, can be reached at  
315-509-2717, at  
TomBadolato@em.bhgbanks.com, or 
bhgloanhub.com/Tom.

    
   

En
do

rsed Partner

selective targeting and investing in marketing. Partners that 
execute innovative, highly targeted campaigns across every 
marketing channel and are precise to whom they lend, offer 
a unique advantage in the marketplace, which ultimately 
creates a better loan offering for your bank.

 
4. How does your underwriting process create efficiencies 

for our bank?
 Evaluating credit files is time-consuming. Your partner 

should offer a simplified underwriting process with 
consistent loan packages, so you can quickly and easily 
analyze files to make informed purchasing decisions.

 
5. What is your commitment to service?
 Borrowers seek out their local community bank because 

of the personalized level of service provided. Your partner 
should also place a high value on service to ensure a 
positive borrower experience every step of the way.

The pandemic has been challenging for community banks across 
the country, but it has also posed a new opportunity for banks 
to partner with alternative lenders to drive fee income and new 
revenue streams into your business. Adding high-performing 
assets and maximizing yields can help boost your profitability for 
those willing to seek out new partners this year. 

Uncovering Fee-Income and 
Yield Opportunities in a 
Challenging Market
BY TOM BADOLATO, BHG
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 CBA’S 44TH ANNUAL CONVENTION 
AND TRADE SHOW

Save the Date

Hyatt Regency in Wichita Kansas
 JULY 13 - 15, 2022

To make your hotel reservations call (800)233-1234 and remember to mention 
you are with the CBA room block. The room block consists of single/double 

hotel guest rooms starting at $151/night. The CBA room block ends June 28, 2022.
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Phillipsburg
First National Bank & Trust

Conway Springs
Conway Bank

Overbrook
Kansas State Bank

Phillipsburg
Farmers State Bank

Johnson
Johnson State Bank

Tonganoxie
First State Bank & Trust

Scott City
Security State Bank

ANNIVERSARIES

FMSIFMSIwww.fmsiconsulting.comwww.fmsiconsulting.com

913.955.3355913.955.3355

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
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U P C O M I N G  W E B I N A R S

financialedinc.com/a/cbak

December 1
December 2
December 6
December 7
December 9

December 14
December 15
December 16

January 4
January 5
January 6

January 10
January 11

 
January 12

 
January 13
January 18
January 19
January 19
January 20
January 25
January 26
January 27

Your Depositor Has Died: Actions to Take, Mistakes to Avoid
The Legal Side of Remote Deposit Capture: Risks & Liability
Finding Lost Borrowers: The New World of Skip Tracing
Security Officer Reports to the Board: Timing, Contents & Requirements
Visa Debit Card Chargebacks
Commercial Loan Annual Credit Review
Are You Prepared for CECL?
Opening Multi-Tiered Business Accounts
Head Teller Development: Improving Teller Performance
ACH Series: Quick Start Guide to ACH for the Frontline
A Year in the Life of a Compliance Officer
Call Report Series: Call Report Update 2022
A Cookie Diet: Privacy, Restricted Data Access & Building Online Visibility Beyond
2022
Deposit Ops Series: Interest Reporting for Nonresident Aliens: Foreign & US
Taxpayer ID Numbers
New Employee Required Training
2022 IRA & HSA Update: Staying Compliant
Provisional Credit Under Reg E: Rules, Best Practices & FAQs
Dealing with ACH Tax Refunds: Exceptions, Posting & Liabilities
Understanding the Current M&A Market for Community Banks
Lending Regulatory Roundup: Avoiding Violations & Preparing for Changes
2021 HMDA Submission Due March 1, 2022: Updates & Challenges
Loan Documentation for All Legal Entities
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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 cbak.com.

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.

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, KS.................785-537-2202

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

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

ALARMS & SECURITY PRODUCTS
Federal Protection
Springfield, MO.............800-299-5400
Oppliger Banking Systems, Inc.
Lenexa, KS......................800-487-7875

ASSET LIABILITY MANAGEMENT
QwickRate
Marietta, GA..................800-285-8626

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

ATM EQUIPMENT (NEW/USED)
Federal Protection
Springfield, MO.............800-299-5400
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
QwickRate
Marietta, GA................800-285-8626

BANKRUPTCY
Hinkle Law Firm
Wichita, KS...................316-267-2000

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, KS........913-469-5400
*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 Compensation Consulting (BCC)
Plano, TX....................303-482-1844
Young & Associates, Inc.
Kent, OH......................800-525-9775

CORRESPONDENT SERVICES
Commerce Bank
Kansas City, MO...........800-821-2182
First National 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
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EMERGENCY FACILITIES/MODULAR 
BANK BUILDINGS
*MPA Systems
Sanger, TX........................888-233-1584

EMPLOYEE AND EXEC. BENEFITS
*Bank Compensation Consulting (BCC)
Plano, TX....................303-482-1844 
Woner, Reeder & Girard, P.A.
Topeka, KS..........................785-235-5330

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

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

HUMAN RESOURCES
*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
CalTech
Olathe, KS...........................877-223-6401
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 (BCC)
Plano, TX.............................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
*ICBA Securities Corporation
Memphis, TN.....................800-422-6442
Upgrade Inc.
San Francisco, CA...............855-997-3100
West Gate Bank Mortgage
Lincoln, NE........................402-434-4080

IT SECURITY
CalTech
Olathe, KS...........................877-223-6401
Kansas Bankers Technologies
Salina, KS............................888-752-8435
RESULTS Technology
Lenexa, KS..........................877-435-8877
Young & Associates, Inc.
Kent, OH............................800-525-9775

LEGAL SERVICES
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

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

LOAN COLLECTIONS AND WORKOUTS
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
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 

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

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

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

TECHNOLOGY SERVICES
CalTech
Olathe, KS..............................877-223-6401
Kansas Bankers Technologies
Salina, KS...............................888-752-8435
QwickRate
Marietta, GA.........................800-285-8626
*S&P Global
Charlottesville, VA.................434-951-4419
Upgrade Inc.
San Francisco, CA.................855-997-3100

TELECOMMUNICATIONS 
CONSULTING
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
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Account Executive
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Directors 
& Officers

INSURANCE FOR BANKS

Financial Institution Bonds
 � Social Engineering

 � Extended Coverage Enhancements

 � No Annual Forms

Cyber Risk
 � Updated Benefits and 

Enhancements

 � Dependent Business Interruption

 � Cyber Extortion

Directors & Officers
 � Broad Form With Regulatory 

Coverage

 � 3 Year Policy Savings

 � Employment Practices Liability

 � Bankers Professional Liability

Property & Casualty
 � General Liability

 � Commercial Property

 � Umbrella Liability

 � Workers’ Compensation
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