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Howard & Howard—Embracing
Change for More 'Than 150 Years

From storefront community banking to interstate banking...
From walk-up tellers to virtual banking...

OUR BANKING LEADERS
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Through the savings and loan crisis, through the mortgage crisis, and beyond the COVID-12 pandemic...

We have continued to evolve with our community bank clients since 1869, and we're here to stay.

We're commited to the future of banking—and helping you achieve vour goals.

Joe Silvia
jsilvia@howardandhoward.com
312.456.365%
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TIRED OF BORROWING MONEY
BEING MORE COMPLICATED AND DIFFICULT
THAN IT NEEDS TO BE?

Bank Stock and Bank Holding
Company Stock Loans

Bank mergers, acquisition
loans and refinances up to $50

Done the Simple Way | .ilion
Calling us is CVB preparing the loan CVB wires
the first step. documents generally the funds.
within 5to 10 days.

You email us the Meeting the customer. Wow that was
appropriate docu- We will come to you to easy.
ments of information. sign loan documents.

» Call Rick Gerber or Ryan Gerber at
: 1-866-282-3501 or email

_) ED!C rickg@chippewavalleybank.com EQUAL ROUSING
) ryang @chippewavalleybank.com
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HEADQUARTERS

901 Community Drive, Springfield, IL 62703-5184
Ph: 217/529-2265 e TF: 800/736-2224

Fax for CBAI (except for Departments below):
217/529-9484 e Fax for Departments of
Communications, Education, and Special Events:
217/585-8738  Fax for CBSC: 217/585-8735
www.cbai.com e Hours of Operation: 8 a.m.—5 p.m.

Fax copies of articles will not be accepted for publication
in Banknotes; a hard-copy must be sent, preferably
accompanied by the article on C.D. (most word
processing programs can be converted or InDesign); or
they may be emailed to the editor

< chaicom@chai.com >. Banknotes articles may be
reprinted in their entirety without prior permission, unless
indicated individual articles list copyright. Please use the
author's name/company/title, along with the following
credit line and Banknotes issue number: “Reprinted
from Banknotes, a publication of Community Bankers
Association of lllinois.”

If you are interested in a subscription to or
advertising in Banknotes, contact the CBAI Department
of Communications.

With the exception of official announcements, the
Community Bankers Association of lllinois and its staff
disclaim responsibility for opinions expressed and
statements made in articles published in Banknotes.

This publication of the Community Bankers Association
of lllinois is intended and designed to provide accurate
and authoritative information regarding the subject
matter covered. These services are provided with the
understanding that the Community Bankers Association
of lllinais is not engaged in rendering specific legal,
accounting, or other professional services. If specific legal
advice or other expert assistance Is required, the services
of a competent, professional person should be sought.
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The Bank on Wipfli blog and podcast
provides financial institutions with the
latest news, insights, ideas and tips.

Tune in to meet Robert Zondag,
our podcast host.

Subscribe for free.

wipfli.com/bankonwipfli-cbai JR248¢ NI
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Consumers want a better loan.

Make sure they
get it from you.

Get a 5290 increase in total loan
balances with a loan they actually
love. All without changing your
credit criteria or marketing.

The Kasasa Loan® with
Take-Backs™ gives borrowers
more flexibility and control
over their debt with the ability
to pay ahead and take back
the extra payments if the
unforeseen happens.

"""""""""

Learn more or request a demo at
Kasasa.com/loans.
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Group Meeting Tour Set to Go!

CBAI leaders and executive staff are visiting 11 locations on
the 35" Anniversary Group Meeting Tour this spring. Bankers from
nearly 200 banks participate in these enjoyable and informative
events each year. Consisting of an informative, hot topic presen-
tation, as well as association reports, Group Meetings provide an
excellent opportunity to get the latest information on key banking
issues and catch up with friends and peers. See the schedule of
Group Meetings that follows and make plans now to attend!

Group Meetings consist of an optional afternoon golf tourna-
ment at a local course and dinner meeting. Enjoy an afternoon
at the links while taking advantage of networking opportunities
with your peers. The Group 1 & 2 Meeting will follow a differ-
ent format. Date and information will be released soon.

Hot Topic Presentalion

Where's Your Caddy?

The FHLB is Here to Help Your Bank Play Its Best

Go “fore” more! Like a great caddy, the Federal Home Loan
Bank Chicago (FHLBC) serves as a trusted advisor helping

our member banks choose the best tools and clubs to navigate
today’s challenging business landscape. A representative from the
FHLBC will provide an update on which direction the wind is
blowing in the economy, when to lay up, when to let the big dog
eat, as well as the latest tips, tricks and (figurative) sand traps to
avoid in order to help your bank score its best round ever.

Skins and Mulligans

The CBAI Career Development Division (CDD) will conduct the
“skins” game and sell mulligans at each of the golf tournaments with
the proceeds benefiting Community BancPac. You can join the
fun by contributing so your foursome can participate in the skins
game and perhaps win the pot at the end of the tournament. You
may also purchase one or two mulligans, just in case you need that
extra shot to improve your team’s score. Remember, this is all in fun

and to raise money for a great cause, your Community BancPac.

Association Reporlts

The opening portion of each Group Meeting focuses on criti-

cal legislative and association issues. CBAI President Kraig
Lounsberry provides updates on Association projects and commu-
nity banking in general, and Senior Vice President of Govern-
mental Relations Jerry Peck offers an up-to-the-minute report
of banking-related legislative activities. As always, you can expect a
candid assessment of current political campaigns and a perspective
on those campaigns from the community bank point of view.

Banknotes

Date Group(s) Location

April 25, 2022 10 Annbriar Golf Course, Waterloo
May 9, 2022 7 Crestwicke Country Club, Bloomington
May 10, 2022 4 Pontiac Elks Country Club

May 16, 2022 3* Lake Carroll Golf Course, Lanark
May 17, 2022 5* Weaver Ridge Golf Club, Peoria
May 23, 2022 9* Jacksonville Country Club

May 24, 2022 11* Effingham Country Club

May 25, 2022 12 Kokopelli Golf Club, Marion
June 6, 2022 8 Mattoon Country Club

June 9, 2022 1"&2 Guaranteed Rate Field, Chicago
June 13, 2022 6 Macomb Country Club

*Odd-numbered CBAI Groups will hold an election for Group Directors, term of office is two
years. The procedure for nominating Group Directors will be sent to all banks in each CBAI
Group with the first mailing. Banks with multiple attendees must designate one person to vote.

Door Prizes

CBAI will also hold drawings throughout the evening. At the
beginning of each Group Meeting, one banker’s name will be
drawn from the list of registered bankers to receive a crisp
$100 bill. At the conclusion of each meeting, CBAI will draw
nine more names. The first five selected will each receive $50;
the sixth and seventh individuals will receive $100; the eighth
person selected will receive $250 cash. The final individual
chosen will win $500! You must be present to win all prizes.

Golf Prizes

One-hundred-dollar gift certificates from the pro shop will be
awarded at the host course to first-place team members, as well
as $50 gift certificates for the longest drive and longest putt at
each Group Meeting. If more than 10 teams participate in a
tournament, additional $50 gift certificates will be awarded to
second-place team members and one for closest-to-the-pin.

Group Meeting Schedule

If the meeting in your designated group does not work with
your schedule, feel free to attend any of the other 10 meetings.
Check out the schedule above and find the date, location and
topic that best fit your schedule! m
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DID
YOU
KNOW?

New customers
self-select the most
appropriate products
only 30% of the time
because they lack a
deep understanding
of the products and
services being offered.
Using guided product
self-selection, new
customers choose
the correct products
98% of the time.

Source: IQ A
by lgnite Sales

Provide Personalized Product Recommendations
During Online Account Openings

Stephenie Williams, Vice President, Financial Institution Marketing Product and Strategy, Harland Clarke, A Vericast Business

The bar for digital personalization But don'’t be fooled into thinking unique conditions have increased consumers’
has never been higher. Increased tolerance for service that is less than personal. The fact is, consumer expectation

. ) for highly personalized online service has increased, as awareness and perception of
use of digital banking, coupled [y personatized onine servi et waren nie pereeption

with the reality that people just
don’t visit branches the way Consumers expect their institutions to replace vanishing in-branch interactions with

emerging technology is at an all-time high.

. digital interactions that feel just as relevant, genuine and personal — or they will
they used to, has made it more ) : ) o s
. . . look elsewhere. Healthy, long-term banking relationships begin with the ability for
challenging than ever for financial financial institutions to provide a personalized online account opening experience —
institutions to deliver personalized one that offers insight and recommendations for products and services that fit the

customer interactions. unique financial needs of customers and members.

Take Charidy and Thomas, for instance. Newlyweds with a great life plan, these
new customers are opening their first bank account together using a method that
is now the new normal — online. Left unassisted to self-select products and
services, Charidy and Thomas are unlikely to take full advantage of the benefits
available to them and are left unaware of missed opportunities. It's a disadvantage

shared by many others.

10 www.chbai.com + Banknotes
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Superior Account Openings Start

Relationships Off On the Right Foot
Technology has redefined how we
connect with consumers. Financial in-
stitutions are now capable of delivering
a wide array of online personal banking
experiences. Chief among them is the
ability to engage new customers and
members in relevant Q&A dialogue and
make real-time recommendations on
products and services based on those
important digital conversations.

By simply asking a few basic questions
about financial goals during an online
account opening experience, institutions
are able to obtain all the information
needed to make effective, personalized
product recommendations that best serve
the needs of customers and members.

Using intuitive digital dialogues, it
takes just a few minutes to not only
learn Charidy and Thomas’s current
needs, but also about their future
personal and financial goals. This
initial digital conversation provides the
information needed to recommend the
best products based on their current
financial situation. It also offers insight
and timing for future engagement
opportunities designed to support every
stage of their financial journey.

Turn Passive Users Into Active Engagers

Even as you build out digital products
and services, you want consumers to
be active engagers of your online tools.
Accenture’s Technology Vision 2020
Report reveals a key tech trend is to
help people choose their own adven-
ture. This is accomplished by redesign-
ing digital experiences with new models
that turn passive audiences into active
participants by “transforming one-way
experiences into true collaborations.”

Charidy and Thomas have a 401 (k)
retirement account, but that’s all. Their
initial digital conversation informs us
they are interested in other wealth
management options to secure their
future. They would like information on
where to start.

Bankmnotes

FACT

About 84% of banks have not mapped their customer’s financial journey:.

Source: Lay; Robert James, “How to Create a Digital Brand Strategy for Optimal' Growth, " Digital

Growth Institute, 2019
¥

One of the best ways for financial insti-
tutions to increase engagement is with
tools that enable people to discover ways
to grow their financial wellness. From a
how-to video on improving a credit score,
to an online class on how to save for a
home or launch a small business, the
tools you provide customers and mem-
bers will motivate them to seek more of

your services within those sectors.

It also inspires them to reach out about
other options, especially once they
know you have more useful services.
These initial conversations have the
ability to create revenue, because
you're showing them answers to
questions about things they want to
accomplish. Even if they're not ready
to commit today, knowing their future
needs will let you start that conversa-
tion at just the right time.

Charidy and Thomas have a detailed
financial plan that affects all aspects
of their lifelong journey together. They
live in the present and look toward the
future. The predictive capabilities you
need to help them reach their goals
and diagnose problems and challenges
along their consumer journey comes
from continued on and offline engage-
ment. In doing so, you win Charidy and
Thomas’s trust, loyalty and respect.

Mapping the Digital Consumer Journey
Consumers are passionate about main-
taining financial wellness as their lives

change and evolve. Financial institu-
tions that fail to provide the digital tools
and platforms to automate, simplify and
satisfy growing demand for 24/7, year-
round personalized service risk losing
the loyalty and trust of customers and
members to institutions that do.

The Digital Consumer

Journey Begins With A Single Step

Getting and keeping the attention of
your customers and members comes
down to reinventing the online account
opening experience. Ideally, it's the
start of a circular journey that lets

you reach them at key moments with
recommendations and advice that boost
their confidence and help make their
decision-making easier.

Financial institutions that use online
technology to engage families, support
their values and priorities, assist them
in building and preserving wealth
responsibly and help them meet their
goals at every life stage, create strong
professional and personal relationships
that last a lifetime. m

Stephenie Williams is the vice president of
financial institution marketing product and
strategy for Harland Clarke, A Vericast Busi-
ness. She has more than 20 years of expe-
rience in direct marketing, strategic planning,
product management and promotions in the
financial services, retail and automotive in-
dustries. Harland Clarke is a CBSC Preferred
Service Provider.

+ March 2022
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INTERNAL CONTROLS

Rafael DeLeon, SVP Industry Engagement, Ncontracts

It’s not every day a bank board is held responsible
for basic board governance, but that’s exactly what’s
happened in a recent consent order.

A Texas bank recently entered into a consent order related to
weaknesses in board and management oversight, among other
issues. Loans to insiders and role-based IT security controls
were among the issues the FDIC and Texas Department of
Banking cited. Consent orders like these are a good reminder
of how important it is for a bank to choose inquisitive, proac-
tive board members that understand their responsibilities —
and take them seriously.

Bank directors have two primary responsibilities:

The duty of loyalty requires directors and officers to adminis-
ter the affairs of the bank with candor, personal honesty and
integrity. They are prohibited from advancing their own per-

sonal or business interests, or those of others, at the expense

of the bank.

The duty of care requires directors and officers to act as
prudent and diligent businesspeople in conducting the affairs

of the bank.

Strengthen the Board. Ideally, the bank should have a

diverse mix of directors that promote director independence.

Banknotes
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Why is this important? Board members need to be able to
provide a credible challenge to bank management’s actions
and decisions. External directors are those that are not tied to
the bank or its management. Many bank failures are attribut-
ed to weak or passive board oversight and governance.

Conlflicts of interest. Board members have an obligation to
act in the best interest of the financial institutions they serve.
That doesn'’t always happen though.

In this case, the consent order requires the board to develop
and commit to a code of ethics. Board members should be
required to disclose conflicts of interest, including transac-
tions with insiders and family members. These transactions
should be pre-approved by the board and conducted at an
arms-length. If a board member has a conflict of interest, they
should abstain from voting.

The bank is also required to bring on a majority of external direc-
tors. An external director isn't an officer of the bank, shouldn’t
own more than five percent of the bank, and/or shouldn't owe
the bank more than five percent of its Tier 1 capital or allowance
for loan and lease losses. An external director also shouldn’t be
married, related to, or connected to these insiders.

The board should proactively govern bank activities.
From approving bank policies and objectives to overseeing exec-
utive and senior management, board members should approve a
process to monitor all of a bank’s activities and compliance.

This is accomplished with monthly meetings to monitor the over-
all condition of a bank; its risk profile and compliance. It should
review and approve documents and internal controls such as:

e Transactions with affiliates

e Audit reports

¢ Reports of income and expenses

e  Waived and refunded account fees

® Overdraft reports

® [nvestment activities

e Operating policies and procedures

® (Committee actions

e Bank Secrecy Act/Anti-Money Laundering reports

¢ Information technology/cybersecurity reports

e Exceptions to law and internal policies
Review internal controls. A good board should review risk
assessments and internal controls with an eye for areas of in-
creased risk. In the case of this bank, it means taking a closer

look at the bank’s cybersecurity program (and actually putting
a program in place).

Banknotes

“From approving bank policies and
objectives to overseeing executive and
senior management, board members
should approve a process to monitor
all a bank’s activities and compliance.”

The consent order says the board needs to develop and
implement procedures that prevent insiders from circum-
venting internal routines and controls. It also needs to revoke
non-employee access to bank systems and develop a cyberse-
curity program and IT audit program.

Training. The consent order requires board training. This
training must be ongoing, updated and held at least annually.

THREE LESSONS FOR BANK BOARD MEMBERS

While we don’t know the details of what happened at the
bank, there are still plenty of takeaways for bank directors.

1. Know what's going on. A board member isn't typically
expected to understand the minutia of a bank’s I'T program, but
they should be sure there is a cybersecurity program in place
and know enough to ask if an IT audit has demonstrated any
significant weaknesses in the program. This holds true for all
areas of risk management. A board member doesn't need to be
an expert, but they need to know to ask the right questions.

2. Take ethics seriously. Key components of a good ethics
policy address conflicts of interest, insider activities,
accountability and consequences. Board members must
behave ethically and hold their fellow board members
to the same high standards. There should be systems in
place that make it extremely difficult for one bad actor to
take advantage of the institution.

3. Provide a credible challenge. Ask questions and stay
informed. Board members should expect management to
provide them with all the reports and documentation they
need to understand the risks, challenges and opportuni-
ties an institution is facing. Know what reports to expect
and take the time to review the key points. If something
doesn’t make sense, ask questions and push back.

Remember, examiners will be looking at your board to
determine how they're handling matters of strategy, per-
formance and risk oversight. m

Ratael Del.eon is senior vice president of industry engagement at

Ncontracts. He can be reached at rafael.deleon@ncontracts.com.

Ncontracts is a CBSC Preferred Service Provider.

DID
YOU
KNOW?
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In 1970, following his tour of duty in Vietnam, Kuebel took
his first career job as a mail teller at the Federal Reserve
Bank of St. Louis. He worked for the Fed through college,
and upon graduating in 1974, Kuebel accepted a position in
the Fed’s Bank Supervision and Regulation Division. Shortly
after passage of the Monetary Control Act, which opened up
Fed services to all financial institutions, a new department
was established. The Fed now needed calling officers to visit
all banks, savings and loans and credit unions. Kuebel ap-
plied and was chosen as one of the first account executives
of The Federal Reserve System. Thus began a 40-year career
as a correspondent banker calling on community banks in Il-
linois. According to Kuebel, one thing hasn’t changed during
his 40 years in that role. “Correspondent banking is still a
relationship business, but that relationship is only as strong
as the trust the community banker has in their correspon-
dent banker,” Kuebel said.

Kuebel speaks fondly of the 40 years establishing correspon-
dent relationships that have now turned into friendships. “I
never got up in the morning feeling that I had to go to work.
I never really considered calling on community bankers as
work. It was more of a job that fit perfectly into my type of
lifestyle,” he admitted.

AFTER MORE THAN 50 YEARS IN
COMMUNITY BANKING INDUSTRY

Jack Kuebel retired as CBAI’s vice president of member services,
downstate lllinois, on January 31, 2022. After retiring from Quad City
Bank & Trust in 2020, CBAI was fortunate enough to convince Kuebel
to join our team. His time as a CBAI calling officer capped off an
accomplished career in the community banking profession that has

spanned more than five decades.

Kuebel has had many highlights during his 50-year career
in community banking. Although many of these high points
fall into the category of what he warmly refers to as “what
happens on the road, stays on the road,” he proudly admits
that one stands out above all others. A year and a half prior
to the end of his 40-year run as a correspondent banker,
Kuebel had the opportunity to travel all over Central and
Southern Illinois introducing community bankers to their
next correspondent banker — his daughter, Mo Kelley.

As a father, it was no less than a dream come true. He is
extremely grateful to Quad City Bank & Trust for giving him
that opportunity. He also shared his appreciation to CBAI
for all of its guidance and support during his entire corre-
spondent career.

Over the years, Kuebel visited and fostered relationships
with countless community bankers. “To all the bankers who
have opened up their doors and allowed me to come in for a
visit, thanks for the memories,” he stated simply.

CBAI congratulates Kuebel on his well-deserved retirement as
a loyal, respected and dependable constant in the community
banking profession for more than 50 years. He will be greatly

missed by many as both a colleague and a friend. m
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BancMac provides correspondent
lending and is your Community Bank
Mortgage Partner to help your financial
institution originate fixed-rate
secondary market loans including:

PROGRAMS

*» Conventional Loans
USDA Rural Development Loans
Rural Living (Hobby Farm) Loans
VA Loans
Jumbo Loans
FHA Loans

OUR CORRESPONDENTS RECEIVE:
* Superior Service & Competitive Pricing
e * No Minimum Volumes
= Significant, Non-Interest Fee Income

’ * Non-Compete Protections & More

mortgages@bancmac.com

888.821.7729 bancmac.com @ &

Time To Refresh Your Lobby?

When you remove the barrier of a traditional

teller line amazing things happen:

* Fosters deeper customer relationships

®* Transforms your staff's experience

* Customized for your brand & finishes

PG Design + Build completed two years
of intensive research to refine every detail of PG's
Teller Pods and Islands. From the size and shape

of the counter to the positioning of the swivel
monitors and cash recyclers, PG's deep knowledge
of bank operations makes a big difference.

Free Consultation .
To learn how teller pods transform ‘ ‘I
your customers’ and staff’s experience, :"
contact Steve Howlett at (815) 654-9700 W g
or email Steve@pgarch.com. Steve
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Memoriam

Donald A. Offermann, 84, of Red Bud, IL, passed peacefully on December 26,
2021, surrounded by his wife and children. He was born on April 30, 1937, the son
of Viola (Binder) and the Reverend Theodore Offermann. His early years provided

many adventures of parish moves and farm life along with his five siblings: Joan
(Schnelle), Gerald, Judith, Virtus and Nathan. After graduating from Lockwood
High School in Missouri, Offerman was eager to get to the “big city.” With nothing
but a suitcase and a pillow, he headed up to Concordia Teacher’s College (now
Concordia University) in River Forest, Illinois, at the young age of 17.

While attending college, Offerman met his wife, Verna, daughter of Ruth (Meyer)
and Professor Richard Lange. They married on June 18, 1960, and were blessed
with four children: Daniel, Nancy, David and Monika. After earning his Bachelor
of Science degree in English from Concordia in 1958, Offerman answered the call
to teach English at Luther North High School in Chicago. In 1964, he embarked
on his long career at Oak Park and River Forest High School (OPRF). He began
by teaching English and coaching soccer and track. He moved on to become
assistant chair and chair of the English Department, assistant principal, assistant
superintendent, associate superintendent, and finally superintendent/principal,
retiring in 1999. While at OPRF, he also served as an adjunct professor at DePaul
University and Loyola University, Chicago. During his long career, he shared his
passion for learning and leading, always maintaining his core values of putting
students and their best interests first. He truly exemplified the school’'s motto of
“Those Things That Are Best.”

Offerman was not one to stay idle. Thirteen days after retiring from public
education in 1999, he started a 21-year career at Forest Park National Bank
and Trust Company. As senior vice president of business development, he
continued to serve the communities he loved. He was instrumental in the
Madison Street Forest Park redevelopment, helping to transform it into the
thriving retail, dining and entertainment destination that it is today. Offerman was
always willing to volunteer for bank and community development activities.

After family, faith and community, Offerman’s passion was running. His discipline
and dedication in the classroom seamlessly translated to the track at OPRF, where
he enthusiastically coached several state champions and shared his drive to excel.
He ran in many local road races and was a leader in his age group. In 1968, he
was a founding member of the Oak and William Running Club, later known as
the “OWIES.” To this day, the group regularly gathers for early morning runs.

Offerman is survived by his loving wife of 61 years, Verna, children Daniel
(Cynthia), Nancy (Doug Shea), David (Gina), and Monika (Terrence Nash), and
grandchildren Graham, Lindsey, Colette, Kendra, Matthew, Aaron, Paul, Griffin,

Drew and Jackson. m
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Why Community Banks
Need a Cybersecurity Plan

Krystal Rennie, Communications Manager, Adlumin

In a world full of adversity, there is much to be said about the world. Ultimately, the more you

knowledge and strength it takes to overcome setbacks on an know, the better prepared you will be.

individual and organizational level. The cybersecurity landscape Pillars of Cyber Resilience

is constantly changing, and banks must adapt to stay ahead of Your bank’s cyber resiliency pos-
ture cannot be assessed until all

the dangers that exist in the cyber world. For example, in the the pillars that make up a proper

community banking world, only one of your employees in IT strategy are considered. Below are

might be responsible for protecting your company from cyber the top five pillars of an ideal cyber
resilience framework according to

intruders. Unfortunately, their job could include things such as g . . i
ecurity Intelligence:

desktop support, and they might not be able to adequately stretch

1. Identify: Organizations should
have a strong understanding of all

This article will explore the importance of cyber resilience, its five the resources that support their

themselves to protect your community bank from cyber threats.

pillars, and the power of embracing your cybersecurity journey. critical functions from a business
and cybersecurity standpoint.

2. Protect: Organizations should

Understanding Cyber Resilience strategies with security solutions that

The National Institute of Standards uphold their posture. safeguard all critical infrastruc-
and Technology (NIST) defines cyber ture services and information.
resiliency as “the ability to anticipate, While cybersecurity focuses on This can be done by implement-
withstand, recover from and adapt to protecting information, technical ing cybersecurity policies and
adverse conditions, stresses, attacks devices and systems, cyber resilience solutions to add a robust layer
or compromises on systems that use focuses on keeping business and re- of protection.

or are enabled by cyber resources.” sources intact amid industry failures 3. Detect: O o hould
Today, organizations are learning to and threats. Your organization should » Detect: Urganizations shou

. constantly monitor their
complement their cyber resilience educate its employees about the

malicious actors existing in the cyber enterprise network traffic for

www.cbai.com + Banknotes
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malicious activity to detect any
signs of data breaches or other
significant threats. Investing in a
cybersecurity solution will create
a more effortless process for
scanning your network.

4. Respond: Organizations should
be responding to any significant
threats or unsuspected activity in
real time.

5. Recover: Organizations should
implement disaster recovery
and business continuity plans in
case of a data breach or cyberse-
curity incident.

Taking Control of

Your Cybersecurity Experience
As the cyber and Internet of Things
world around us continues to evolve,
so do the patterns of cyberattacks.
For the experience to be practical,
you must consider the social and
capital investment involved with
developing a cybersecurity strategy.
According to the Ponemon Institute:

“Organizations are making invest-
ments in technology that do not
strengthen their cybersecurity
budget based on the wrong met-
rics. Fifty percent of respondents
say their organizations are wasting
limited budgets on investments
that don'’t improve their cyber-
security posture. The primary
reasons for the failure are system
complexity, personnel and vendor
support issues.”

The truth is, both companies and
employees have a responsibility to
protect their networks, servers and
personal and professional informa-
tion. Consequently, it is a common
theme that the burden of ensuring
security is placed on employees’
skillsets. However, this is not the

Banknotes

best approach unless your orga-

nization provides the proper tools,
training and policies needed to
uphold the company’s cybersecurity
posture. The key to building a better
cybersecurity toolbox is rooted in
the relationship between a cyberse-
curity solution and its users.

Embracing the Journey

Having a strategy and system

in place that continues to run
smoothly despite adversities
directly reflects cyber resilience.
Your community bank should be
able to identify, protect, detect and
react when facing cyberattacks. As
stated in Security Magazine, “IT
should enable businesses to make
informed decisions on how to
manage cyber risk while continuing
their growth plan. Most directors
or CEOs today realize the conse-
quences on the bottom line apart
from the damage to reputation

caused by a breach or an attack.”
Investing your time, resources and
capital into cybersecurity solutions
is an essential measure of success
— it will ensure network security
and protection.

Proper growth always begins in-
ternally. Banks that normalize and
implement security best practices
can achieve cyber resilience. If your
organization can adapt its traditional
approaches to include cybersecurity,
it will be better equipped to recover
from complications down the road.
In the end, a quick bounce back is
better than a long-term setback. So,
what better time than now to act? m

Krystal Rennie is the communications
manager at Adlumin. She can be reached
via email at krystal.rennie@adlumin.com.
Adlumin is an ICBA and CBSC Preferred
Service Provider.

+ March 2022

FACT

92% of consumers
have concerns about
the security of their
personal confidential

data online
Source: Computer
Services, Inc. Harris Poll



. -~

’_ \‘ £ Community Bankers Association of Illinois

® .=

Celebrate
N lllinois

C : ommunity Banking Week in Illinois is coming up April 3-9, 2022, and April is National
Community Banking Month. This is a perfect opportunity to spotlight the importance
of community banks. Help us celebrate the invaluable contributions community banks

make to their local economies. Community bankers regularly assist customers who are facing

unforeseen economic hardships. Whether it’s a pandemic, layoff, strike or other unexpected
personal economic emergency, community bankers will always work with their customers, be it
individuals, small businesses, farmers or local governments, to find ways to weather the storm
together. The theme of this year's Community Banking Week in Illinois is “Lending a Help-

ing Hand.” Community banks are committed to their communities and play a vital role in the

success of individuals and businesses alike. They are always looking for new ways to help lend a

hand in their communities to make a positive impact.

Even with the uncertain environment, there are still many ways to celebrate. Below are some ideas
your bank may be able to use to successfully promote Community Banking Week in Illinois. The
Community Bankers Association of Illinois wishes to thank you in advance for any visibility your
bank can afford this important event.

Every Friday in April, allow your staff to wear jeans (or dress down) for a small fee (i.e., $5 per
person, per Friday). Then, give funds to local charity(ies) and/or make a tax-deductible donation to

the CBAI Foundation for Community Banking, which endows all of CBAT's annual scholarships.

Hold contests on Facebook and offer prizes to the winners.
Facebook Contest Ideas:

e  What is your favorite thing about our community?

e How many pennies are in the piggy bank pictured?

e April is National Humor Month. Ask customers to email a bank employee their favorite joke
and post the winners on social media.

l 20 www.cbai.com + Banknotes
L ]




Community Bankers Association of Illinois

Provide the winners of your Facebook contest a gift card to a
local restaurant or shop. This is a great way to support local
establishments and your business customers.

Order curbside service from a local restaurant and treat your
community’s hospital staff or emergency responders to a free
lunch. This not only thanks a very deserving group of individuals
but helps your small business customers.

Highlight a different business customer on Facebook every day.

Volunteer to teach financial literacy at your local school or
record a financial literacy session and post it to your website
and/or Facebook page. Or, record bank employees reading
different children’s books out loud and share those on your
website or social media.

Add a coloring page to your website that kids can print and
color at home. Or, hold a contest where kids are asked to draw
a picture of your bank or create a banking-related poster. Have
them send in pictures of their completed project and share
the winners (or all submissions) on your Facebook page and/or
website. Award a savings bond a day.

Community Banking Week is a perfect time to send out a news
release on how your bank is helping your community and cus-
tomers. Let’s blanket the media with encouraging news stories
with a positive focus on community banks!

Using the same artwork for all of your printed material, you
may wish to create statement inserts for your customers. Ad-
ditionally, you should make mention of Community Banking
Week in your bank newsletter(s).

Your bank may wish to take advantage of Community
Banking Week as an opportunity to again emphasize
safety-and-soundness or to elaborate on a special feature
of your bank. Community Banking Week is the perfect
time to remind customers of why community banks are
important to the survival of the local economy.

Make something special of this time. Send a “Dear Customer”
letter/email explaining the importance of community banking.
Use your bank newsletter and statement stuffers, as well as

mass media, to promote your activities or giveaways.
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This is a great time to promote your online and mobile banking
services. Encourage your customers to take advantage of these
options or to sign up now if they haven't already.

Now is an excellent time for your members to piggyback on the
momentum of Community Banking Week with the introduction
of a new product or service. You may wish to offer a special
package for new accounts; you may want to tie in with special
services for small businesses; you may even want to offer a spe-
cial rate for loans or savings instruments during this period only.

Get your officer-call program in high gear with targeted
accounts. The point is, while community banks are in the
spotlight, you have an excellent opportunity to also develop
business relationships.

e Keep America Beautiful Month & Lawn and Garden
Month (Arbor Day in Illinois is always the last Friday in
April; Earth Day is always April 22 — give away flower or
vegetable seed packets at your drive-up; have a drawing
for landscaping services; tie in a “Go Paperless” theme
whereby the bank donates to the Arbor Day Foundation for
all accounts to switch to paperless.)

e Poetry Month (Hold a poetry contest.)

e National Food Month (Feature local restaurants; give away
gift cards to local restaurants or grocery stores.)

e Books to Brighten Young Minds Month &
School Library Month (Donate books or funds

to your local school or community libraries.)

e Community Spirit Month

For your FREE marketing kit, including lobby posters, radio
scripts and PSAs, color and black-and-white ads, letter to

‘\

book posts! We want to share what your bank is doing with CBAI

the editor and more, contact Kim Cordier at
kimc@cbai.com.

Share with us how your bank is celebrating!
Email us with your plans! Tag us in your Face-

members statewide on our social media and in our Banknotes
magazine. Contact Valerie Johnston at valeriej@cbai.com. m

¢
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Consumer Loyalty —
Is It Something You Can Count On?

Keith Brannan, Chief Marketing Officer, Kasasa

This loyalty is a byproduct of positive experiences that drive repeat purchases, utilization
of purchases, ongoing engagement and proactive support. And here’s the thing — every-

body thinks their consumers are loyal and will definitely not be going anywhere else. And
for many, that may be true. But we found some numbers that may surprise you.

It would certainly stand to reason that the consumers at community financial insti-
tutions became a LOT more loyal after the financial services industry meltdown. But
between 2008 and 2018, $2.4 trillion in deposits moved from community and regional
banks to the three largest megabanks." And more recently, deposit growth at the top 25
banks from the end of 2019 to March of 2020 topped $500 billion. That’s half a trillion
in three months. And what's even more concerning is the reason for that last stat was
described as a “flight to quality.”

That doesn't feel like an overwhelming number of loyal consumers. But let’s take a look
at where loyalty comes from. There are four kinds of consumers:

* Happy customer

e Loyal based on price or freebies

¢ Loyal based on convenience

e Truly loyal customer
Out of the four, only one is an actual loyal consumer. The others are easily swayed with
better offers, more convenience or just the promise of greener pastures. So, the first

three are all shoppers and need to be continually sold. If you're not talking to them,
someone else will be.

DIGITAL EXPERIENCES MOVE CONSUMERS

For years, banks have talked about service as a major selling point, but if you want to
really compete, you need to add an “s” to the end of that word. It’s all about services for
today’s consumers.

Banknotes
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Let's start with digital. The new challenges for community banks
cannot be addressed by conducting “business as usual,” espe-
cially when it comes to digital quality. According to a Harris Poll
from Sept. 2021:!

® 53% of consumers who move to a regional or national bank
do so because they have a better digital banking experience.

®  47% of consumers who use regional or national banks do so
because they have better digital banking.

®  44% of banking consumers prefer community banks, but
their digital banking doesn’t meet their needs.

® 50% of consumers believe digital-only banks have better
digital banking.

This introduces a new challenge that can really create frustration
for community financial institutions. Whereas some people think
digital banking is all about mobile banking and what you can do
in it, it goes way beyond that. It's about how you engage them,
how you communicate with them, how you market to them and
how you serve them.

The attributes Americans identify as an acceptable digital experi-
ence include:

e Convenience — “I can do anything digitally that I can do
in a branch”
e Simple — “Easy access: all the latest bells and whistles”

e Unique — “Content and offers designed for my specific needs”

The expectation is a very high-level digital experience. Oddly
enough, unique isn't as big a driver as you might think. The fact
is, they still want to do business with community financial insti-
tutions that they trust and feel secure with — but they demand
simple and convenient.

THEY'RE ALREADY SHOPPING —

ARE YOU SELLING?

No institution wants to think their consumers are shopping
other financial institutions. But let’s be real — today’s con-
sumers have relationships with a number of financial
entities at the same time. And, if those entities are smart,
they're constantly selling them more products and services.
Based on what we know about loyalty, institutions are gambling
if they don't recognize that every financial provider that does
any business with your consumer is a threat to the primary
financial institution relationship.

Overall in the industry post-COVID, 22% said they are very like-
ly to switch their primary financial institutions in the next year
or two.? And 24% of consumers said they have opened a bank
account in the last 12 months.? Those are significant numbers.

But what is it that causes these defections? Well, according
to a Bain Retail Banking NPS Survey, the percentage of the
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respondents cited these reasons for defecting to a competitor
of their primary bank:*

® 53% More affordable product
® 36% Better digital tools
®  36% Simpler purchase process

®  36% More convenient

IF YOU’RE NOT TALKING, SOMEONE ELSE IS
The past two years have seen a major slash in marketing budgets,
especially for community financial institutions. And nobody
could blame them; that's mostly seen as discretionary income
that can be cut when needed. But with so many going quiet,
there was a lot less noise in the marketing space — and a
lot more opportunity to be heard.

During the pandemic, there was a 51% overall increase in digital
account applications, and a 37% increase in online applications
from digital marketing channels. In other words, those that con-
tinued marketing and had a voice during that time saw results
from a very captive and receptive audience.

Shopping is high right now. Not being in constant communica-
tion with your existing customers is risky. When asked how they
found out about a product they purchased from their primary
bank’s competitor, nearly 30% of respondents said it was a direct
offer from a competing bank. And when asked if they would've
purchased that same product from their primary bank if an
equivalent offer had been made, 80% said YES.*

The key is to stay engaged with your existing consumers while
courting new ones. Remember, those shoppers also include your
competitors’ existing consumers. There’s an opportunity to gain
new consumers, as well. What you can't do is sit back and just
expect a high level of loyalty, because it simply doesn’t exist in
today’s consumers.

Remember, when you cut marketing to balance expenses, what
you're really trying to do is reduce risk by cutting expenses. But
when you do that, you're also introducing a new risk. The risk of
not engaging your consumers while others are.

The competition is H-O-T right now — for ALL your
consumers. If you haven't ramped your marketing back up,
you need to. m

Keith Brannan is the chief marketing officer at Kasasa. He can be

reached via email at keith. brannan@kasasa.com.
Sources:

1. Harris Poll Finalytics Al Sept 2021
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» CONTINUE INTO 2022

Patti Tobin, Producer, Financial Practices Division, Community Banclnsurance Services, A Gallagher Company, Springfield, IL

s goes the economy, so

goes the insurance industry.

Challenges abound for us

all. Just when we hit the
restart button on the pandemic, the
omicron variant hit with a vengeance.
Record low unemployment has been
reported, but employers can'’t attract
enough prospective workers to fill
an abundance of vacancies. Cargo
awaiting shipment increases the woe
upon the supply chain. The Fed is
showing signs of a change in the
prime interest rate, presumably in an
attempt to curb the continued surge of
double-digit inflation that we haven’t
seen in decades. If that wasn't enough,
international attention rests upon
Russia’s Putin knocking at the border
of Ukraine.

The big picture in the insurance
market report remains a confluence
of factors challenging the industry,
including social inflation, the trend

of rising insurance costs as a result of
increased litigation, plaintiff-friendly
judgments and high jury awards,
increased storm activity and pandemic
losses. Additionally, carriers’ ability to
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offset these results through investment
income remains a challenge.

We are now seeing rate increases
moderating for some lines. Community
banks remain a competitive niche. After
three years of substantial rate increases
in other lines, we're reaching a point of
rate adequacy in the market, which is
leading to more moderate rate increases.
The market is trending slightly flatter,
though not in every service line. Cyber,
for example, has kept up sizable year-
over-year rate increases, with median
increases of 39%, while workers’
compensation rates showed the smallest
increases, with median change at a mere
2.5% due to a drop in claim frequency
during the pandemic.

Three years of carriers raising rates,
restricting limits and increasing
deductibles have generally made

the market more attractive to new
business. Carriers’ combined ratios
have improved for most of 2021 leading
into 2022.

A trend we are watching is rate
adequacy leading to increased carrier
competition. There are a number

of new entrants to the market and
increasing competition as underwriters
look to write new business. We see a
mix of insurers, some that want the
larger financial institution account,
while others are content to compete
in the small to mid-range. We expect
this to level off rates further into
2022. Exceptions include challenged
placements, those with poor financial
performance, lack of multifactor
authentication, nonperforming loans,
change in focus, and accounts who've
experienced losses.

Pandemic concerns about how
COVID-19 will impact the industry
both from a loss and exposure
standpoint are starting to ebb, but
some uncertainty remains. For instance,
experts warn of more workplace class-
action litigation this year, particularly
for wage and hour issues.

Commercial auto rates are not being
driven by annual mileage, rather by
costs to repair or replace, which are
not going down. General liability slip,
trip and fall claims now have a high
propensity for settlement offers, even

Continued on next page... -
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if fraud is suspected, to avoid court
costs and other expenses. Publicly-
traded businesses seeking directors

and officers liability insurance (D&O)
will also experience a “sticker shock”
premium. Lastly, umbrella/excess
liability insurance may not be offered at
the same limit as expiring. This, too, is
industry-dependent.

In the property lines, there are still
challenging renewals out there,
especially challenging occupancies such
as vacant property, lack of third-party
engineering reports, and catastrophe-
exposed businesses. In the Midwest,
there’s a higher trend by underwriters to
insist upon wind/hail deductibles.

Every insured needs to avoid huge
discrepancies between current insured
values and the actual replacement cost

at the time of the loss! Inform your
insurance partner of updates to your
premises, particularly improvements and
betterments, including the roof, heating,
ventilation, air conditioning and plumbing.

Professional lines demand expertise in
the placement of FI Bond; Executive

CYBER
INSURAMNCE

www.cbai.com +

“Every insured needs to avoid huge
discrepancies between current insured
values and the actual replacement cost at

Risk D&O/E&O; Fiduciary Liability;
Employment Practices; and Cyber/Related
Liability. Overall, deductible/retentions
went up to keep price increases in line
with expiring. Three-year commitments
are only selectively available for the most
qualified of insureds, notwithstanding
many cyber programs. The frequency

of securities class actions continues to
pressure the D&O market. The shift from
state court to federal court for merger
objection cases has also contributed to
changes in terms and conditions.

With the rise in ransomware attacks
across the U.S. and increases in
carriers reporting losses, the cyber
insurance market hit an inflection point
in 2020. Insurers became pressured
due to increasing frequency and
severity of cyber claims and a more

the time of the loss!”

stringent regulatory environment at the
state, federal and international levels.

Nearly ALL carriers now require
attestation of at least some preventive
controls, which likely include
multifactor authentication, remote
desktop protocol, data backup practices,
segregation of networks, encryption,
patch management, privileged account
management, employee training and a
host of others.

Most cyber insurance buyers are
feeling the impact through time-
consuming and complex renewals,
with many obtaining less coverage at

a higher cost. This will likely force
some insureds to offset these costs by
assuming greater self-insured retention
and taking an even greater role in
actively managing cyber risk.

In summary, while market conditions
have begun to stabilize, make no
mistake: this remains a challenging
marketplace overall. We expect to
see rates continue to moderate in
some lines throughout 2022, with the
exception of cyber insurance, which
remains the most troubling line we

have seen in recent memory. B

Patti Tobin, CIC, insurance advisor, area
financial institutions director, Community
Banclnsurance Services, a division of
Arthur J. Gallagher & Co., the exclusively-
endorsed insurance representative of CBAI/
CBSC, can be reached at 217/414-4485
or patti_tobin@ajg.com.

This article is provided for informational
purposes only and s not necessarily the
views of Arthur J. Gallagher & Co.
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ICBA ThinkTECH Accelerator Selection Committee:
“We Need to Keep Innovating.”

Charles E. Potts, Executive Vice President and Chief Innovation Officer, ICBA

t's hard to believe that we recently kicked off our fourth
ThinkTECH Accelerator and even more astonishing that

the caliber of companies applying to help community banks’

greatest pain points continues to improve. But as I've been
known to say, if you want to remain relevant, you must continue
to push the limits and challenge the status quo.

Community banks understand this intrinsically, and their
enthusiasm and passion to continue to break through traditional
barriers helps advance Independent Community Bankers of
America’s (ICBA) innovation objectives. In turn, this attracts
like-minded fintechs eager to learn and refine their offerings to
suit the needs of community banks and their customers. This
year’s cohort will have complimentary access to ICBA Commu-
nity Banker University’s Principles of Banking curriculum. But
even before final selections were made, there was a noticeable
uptick in general understanding of community banking and the

challenges and opportunities therein from our pool of candidates.

“The companies’ community banking knowledge and prepared-
ness coming into the interviews this year was much higher
than ever before,” agreed John Buhrmaster, president and CEO
of $597-million-asset 1** National Bank of Scotia, NY, and an
Accelerator Selection Committee member since its inception.

“That tells me that the smart people out there know about the
ICBA ThinkTECH Accelerator and see the advantage of work-

ing with community banks.”

THINKTECH ACCELERATOR 2022 COHORT

1.

2
3
4
5
6.
7
8
9

Accrue — loan origination/business account opening

Chimney — (formerly Signal Intent) next generation financial calculators
DocFox — business account opening/Bank Secrecy Act compliance
KlariVis — data and business intelligence

LemonadeLXP — learning experience/digital adoption

Quilo — installment lending

Senso — lead generation for mortgages

Sequretek — cybersecurity

Unifimoney — investing and money management

10. Vero Technologies — floor plan lending

11.

WealthStack — SMB-focused financial wellness platform

www.cbai.com +

The committee received upward of 200 applications from around
the globe, spanning all aspects of community banking. “Thank-
fully, we planned accordingly with our largest and most diverse
Selection Committee roster, which allowed for an expanded view
of problems to solve,” said four-time committee member Kathy
Strasser, executive vice president, chief operating officer, and
chief information officer at $1.7-billion-asset IncredibleBank, in
Wausau, WI. “We had people who knew what questions to ask to
explore these companies’ pricing models, implementation plans,
partnership approaches and beyond. Banks can have a lot of
faith in the selection process.”

This deep expertise gave way to a tightly focused group of
topics to address, zeroing in on the areas of lending, back-
office automation, data and business intelligence, financial
wellness and cybersecurity. Even with this targeted approach to
selection, this year’s application pool was so competitive that it
led to 11 companies being chosen to participate instead of the
standard 10 [see sidebar].

And it wasn't just quantity, the quality of the applicants was con-
sistently strong. These companies came to their interviews ready
to roll into the Accelerator boot camp.

“We saw more mature companies and more seasoned founders,”
summed up Buhrmaster. “This is the most developed cohort
we've had, and they were the best prepared for their audience
that I have ever seen.”

Though they have a firm foundation, over the course of the
program, these companies will continue to evolve their offerings
based on feedback from community bankers. We hope you'll
consider bringing your team to find out more about what they
have to offer, and provide guidance to help further refine these
offerings so by the time they're ready to unveil their offerings
during ICBA's ThinkTECH Showcase, they'll be suitably ready
to hit the ground running.

“We are the lifeblood and backbone of communities, and as
such, we need to keep innovating,” said Strasser. “Given the
pace of change, it's exciting to have these fintechs that are
going to help us. Community bankers should be encouraged
about this opportunity.” m

Charles E. Potts is ICBA executive vice president and chief innovation
officer. He can be reached by email at charles.potts@icba.org.
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THE FED’S
BALANCING ACT
FOR 2022

Jeff Caughron, Chairman of the Board, The Baker Group,
Oklahoma City, OK

On the first trading day of 2022, the U.S. 10-year Treasury
Note yield jumped above 1.60%, then traded up another
10 basis points (bps) in the two subsequent sessions. That
was a 35 bps increase in two weeks and aligned with

a similar move higher for market measures of inflation
expectations. The bond market hadn’t seen a worse start
to a year since 2009. It seems the market is entering the
new year with the same concerns and uncertainty that
plagued it for most of 2021, but with greater urgency.
We’ve seen this movie before, though, and it’s clear that
policymakers and investors alike need to carefully assess
the strength and staying power of an inflation environment
that’s unusual, but not-so-transitory.

Typically, an inflationary impulse arises late in an economy cy-
cle and is driven by an overheating economy where everything
is maxed out, hitting on all cylinders, and strong demand is
pulling up the general price level. That is not really what's
happening now. Instead, we're dealing with “supply shock”
inflation where COVID-induced shutdowns produce bottle-
necks and sclerotic trade flows. Dock workers, truck drivers,
processing personnel and other key points in the supply chain
are working with reduced staffing and capacity, causing ripple
effects throughout the system. So, are rate hikes and tighter
monetary policy the right medicine for “supply shock” infla-
tion as is normally the case with “demand pull” inflation? Or
might a higher cost of borrowing just exacerbate the supply
chain disruptions?

Former Treasury Secretary Lawrence Summers recently
warned of a trying period for the U.S. economy in coming
years with a risk of recession followed by “stagnation.” He
fears that “we are already reaching a point where it will be
challenging to reduce inflation without giving rise to re-
cession.” Fed decision-makers are all too aware that if they
move too aggressively and inflation really is just a matter

of temporary supply chain problems, they run the risk of
creating recession to little purpose. The Fed needs to go slow
if the inflation trend is truly benign, but if it has deeper, more
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fundamental roots, too gradual a policy would allow inflation-
ary psychology to become embedded in the economy, risking a
wage-price spiral, pushing households and firms to get ahead
of assumed cost increases and resort to stockpiling. That'’s
Summers’ worst-case scenario: a return to 1979.

There can be no question that the Fed is right to accelerate

the “tapering” and stop pumping liquidity into an over-liquefied
banking system. In their zest to prop up the economy way back
when COVID was new, they characteristically overdid the job,
creating way too much cheap money, distorting financial mar-
kets, and fueling asset price bubbles in speculative assets that

pose serious risks going forward. The quantitative ease needs
to stop. That's the easy part of the Fed’s task. The hard part is
subsequently determining when and how fast to raise rates.

The flattening yield curve is a reflection of the dangerous
waters the Fed must navigate. Short-term yields have risen
commensurate with the expectation of multiple rate hikes. All
members of the Federal Open Market Committee (FOMC)
now see at least one, and some see as many as four hikes in
2022. Longer-term yields, though, have behaved differently.
Despite the new year’s jump, the 10-year yield remains below
its March 2021 high of 1.75%. That may change, of course,
but the fact that yields in the long end have moved so slowly
up to this point has allowed the yield curve to flatten and
belies genuine concern about growth going forward. The Fed
is indeed walking a tightrope. Let’s hope they're able to keep
their balance. m

Jeffrey F. Caughron is chairman of the board with The Baker
Group. Caughron has worked in financial markets and the
securities industry since 1985, always with an emphasis on
banking, investments and interest rate risk management.
Contact: 800/937-2257, jcaughron@gobaker.com.

+ March 2022
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Marriott St. Louis Grand, St. Louis, MO

you know — and community bankers are part
of those famous friends.

Community bankers are synonymous with
supporting and helping their communities.
They're first in line to support the local sports
teams with sponsorships, to donate classroom
supplies, or maybe just to offer a thank you cup
of coffee and donuts to our amazing teachers.
Community bankers may provide the local
sheriff or coach with a home loan, help the
local minister organize a charity drive, support
the local mechanic opening an exciting new
business or assist new parents starting a college
fund. Community bankers want to see all their

Holly Hoffman

“Famous Friends” in the spotlight of success.

Community Bankers — We’ve Whatever county we are from, we all know our

)

Got Some Famous Friends! crowd is second to none. Our “Famous Friends’

There’s a popular country song by are the ones that make our community special.
the same name that reminds us They might not be famous everywhere they
that our communities are second g0, but when we're home — We've Got Some
to none. When we are “home,” we Famous Friends! You don’t want to miss CBAI's
have folks others may never have 48" Annual Convention & Expo as we roll out
heard of — but they are famous in the red carpet for our community bankers, Sep-

our county. tember 29—-October 1, 2022, in St. Louis!

OPENING BREAKFAST SPEAKER
Holly Hoffman was the last remaining member
of the Espada Tribe and the last woman

This is the epitome of community
bankers and community banking.
It's all about home and the people

standing on Season 21 of CBS' hit reality show
“Survivor Nicaragua.” Through that experience,

and others throughout her life, Hoffman was

inspired to share her message of survival.

A professional motivational speaker and the
author of Your Winner Within and Write Your-
self a Note, Hoffman acknowledges that life is
made up of challenges, and we are oftentimes
faced with situations that seem insurmountable.
But within each of us is an ability to focus our
thoughts, emotions and energy to succeed — if
only we have the knowledge, tools and disci-
pline to do so.

A native of South Dakota, Hoffman’s writing
and speaking not only offer encouragement and
optimism but a roadmap for self-discovery and
spiritual enlightenment. Readers and audience
members alike walk away inspired to light the
fire of successful living within themselves.

Today, Hoffman is a recipient of the Certified
Speaking Professional designation, and travels
across the country and internationally speaks

to a wide variety of corporations, associations,
universities, schools and women’s organizations.
Hoffman inspires her audiences to take oppor-
tunities and focus on faith, attitude, determina-
tion, confidence, desire and perseverance.
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SATURDAY NIGHT ENTERTAINMENT
Liquid Blue® is a multi-award-winning in-
ternational party band based in San Diego,
CA. “Music to Move You™ is the band’s
official slogan, and the audience is sure to
be pumped up and excited from the first

WEBINAR

Low Code 101:

Enabling

number until the finale. Honored as “Amer-
ica’s Best Dance Band” by the National
Music Awards, Liquid Blue was also named
“Entertainment Act of the Year” at the 2012
Biz Bash Reader’s Choice Awards as well

as “Entertainer of the Year” at the 2011

Process
Automation

Tuesday, March 22, 2022
10:00 - 11:00 am Central
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Event Solutions Spotlight Awards. Locally,
they've been recognized “Best Cover Band”
at the San Diego Music Awards. The band
covers more than 600 songs, including a
multitude of musical styles. This is not your
typical cover band but an internationally
acclaimed, cutting-edge ensemble that

will intrigue your guests and leave them
wanting more. Liquid Blue has proven both
on stage and in the studio to be one of the

world’s premier dance bands!

Make plans now to attend CBAI's 48t
Annual Convention & Expo on September
29—October 1, 2022, in St. Louis! This
convention promises top-notch speakers,
pertinent and timely education, camarade-

rie and exciting social events! B

More information will be available soon
at www.cbai.com.

REGISTER: webinar.techadv.com/bank
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CDD SPOTLIGHT

» QUESTIONNAIRE

Olivia Bradley
Commercial Lender/VP.
Legence Bank, Eldorado,
and CDD Group Director

What do you find the most challenging about your job?

Within the financial industry, COVID-19 has been the greatest challenge for the past two
years for many reasons. We have seen businesses struggle in so many ways, and our team
has had to work differently to actively assist our small businesses to help them overcome
these obstacles. We have an amazing team that worked collectively to help our small
business owners navigate through the challenging times and utilize the Small Business
Administration Paycheck Protection Program (SBA PPP) loan program to their advantage.
Without the SBA PPP funding, many of these small businesses would have closed their
doors, but with the help of our team, they are thriving and learning new ways to do business
and continue to be an integral part of our local communities. The pandemic has challenged
our team to continue providing the financial services our customers need, while at the same
time, thinking outside of the box to provide new opportunities to help our small businesses
and local communities continue to flourish.

What do you find the most rewarding about your job?

The most rewarding part of my job is when I am helping our customers. I enjoy making a
difference, whether big or small, but truly having a positive impact on their lives by helping
them achieve their financial goals or helping them discover new opportunities to help them
be more successful personally and professionally. I always remind them that life happens and
when something might bring them down, I am always here to help them get back up again!

What quote most inspires you and why?

There are so many; it is hard to pick just one. The one quote that stands out more than
others is by the very wise Abraham Lincoln. “In the end, it's not the years in your life that
count, it’s the life in your years.” We all want to live a very long fruitful life, yet what we

do with those years is truly what matters. I am reminded by this quote to make the most
of it. Live your life to the fullest and take chances, whatever it may be. A few years ago, [
changed how I celebrated with my family. Instead of buying lots of “stuff” for birthdays and
Christmas, we decided an “experience” and memories were more important. We started
going on more family vacations and exploring the world together. They will move on and
start their own family soon, so there is never a better time to start! [ would rather make
memories than focus on things that will not matter tomorrow. Engaging in experiences will
allow for many memories to enjoy for a lifetime! There is so much to learn and experience
in this amazing world in which we live. I encourage everyone to live and spend time with
those you love while you can enjoy it!

How did you get involved with CBAI?

Legence Bank is very active in CBAI, and our team knows the great benefits we gain

from participating in this professional organization. I am especially active in the Career
Development Division (CDD), and it has been an excellent way for me to network with my
peers while learning new ways to help our customers. It is always good to have colleagues
to call upon and seek guidance to provide a better opportunity for our customers. It is
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invaluable and serves as a great resource for me and my team.
I have made many great friends throughout my time in CBAIL

What is something most people don’t know about you?
Alot of people don't know I am a huge, crazy, Star Wars fan. I
have been obsessed with it since I was a little kid. I am going
to Galaxy's Edge in a few days. This trip is a Christmas gift
from my husband and an experience I am looking forward to.
[ feel like a kid waiting for Christmas morning. Nerdy, I know.
My home office is decorated with anything and everything
you can think of with the Star Wars brand. If you haven't

ever watched, I urge you to do so and hopefully, you will
appreciate it as much as I do.

What are the biggest challenges your community bank faces
today, and what are you doing to combat these challenges?
Fraud is one of the biggest problems we face in banking
right now. We have always dealt with it, but not to the
extent we do now. We have seen an increase during
COVID-19, and the fraudsters seem to be getting more
creative with finding ways to get your information.
Consumers are more vulnerable than ever, and I stress to
customers to make sure they are utilizing safeguards to
protect themselves. If something seems too good to be
true, it probably is, and you should always trust your gut
feeling. If your conscience is doubting it, ask questions
and dive in further to make sure it's legitimate.

What is your favorite initiative that your bank has
implemented to support your community?

I am proud of so many, but there are two initiatives I am
most proud of at Legence Bank. One is our Legence Loves
Local campaign. We are very active in the communities
we serve, and we are huge advocates for shopping local,
supporting small businesses and helping support our local
economies. We have a Feature Friday series where we do
free videos to help market area businesses, let them share
their story, promote their products and services, and post
to our Facebook page to help spread the word to others.

Another initiative I am most proud of is our ongoing
development and support for our in-house Go!Learn
Financial Literacy Program. I helped create this program
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and continue to work with our team members on a new
curriculum to serve as many individuals in our local
communities as possible. I am truly proud of the impact
it has on our local schools. We have visited so many
classrooms, taught so many students, helped adults,
nonprofits and more. We teach them how to save, the
importance of building credit, balancing your checkbook,
applying for a loan, and various other aspects of banking.
We have two books for the younger children and work
with our local libraries to continue education annually.
Nothing is more rewarding than reaching out to these
students, showing them that bankers are just like you
and here to help!

“We all want to live a very long
Sruitful life, yet what we do with
those years is truly what matters. ...
Live your life to the fullest and take

chances, whatever it may be.”

If you weren’t in banking, what would you be doing, and why?
If T wasn't a banker, I would like to do something affiliated
with the ag industry. Farming is such an important part of
being an American. It is part of our daily lives. I grew up
on a farm, but I didn't realize the importance of it then, as
I do now. I feel like farming is in my blood, as it was in my
family for so many generations. My role at the bank allows
me to deal with so many farmers, and so many of them
have become family and great friends to me. I appreciate
their 24/7 commitment and their hard work and
dedication to their jobs. They provide for their families,
but also have a huge obligation to help feed the world.
Nothing is more satisfying to me than sitting down with
them to review their financials and discuss opportunities
for their future. I am blessed to be their trusted advisor
and help them achieve success. m
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Commercial Lending Institute Meets for 2022 Session

The highly successful, three-day Commercial Lending Institute met January 25-27, at the CBAI
Headquarters in Springfield. Jeffery Johnson, president and founder of Bankers Insight Group
of Atlanta, GA, led the instruction. Jennifer Beals and Wes Johnson from BKD, LLr, also spoke
at the institute. This institute graduated 16 students pictured and listed below.

Commercial Lending Institute

Garrett Brachbill, Scott State Bank, Bethany
*Olivia Bradley, Legence Bank, Eldorado
Jacob Cook, First State Bank, Sycamore
Donna Crooks, Legence Bank, Eldorado
Alondra Flores, State Bank of Toulon

Harold Gates, Legence Bank, Eldorado
Cody Guisti, Eureka Savings Bank, LaSalle

Colin Jennings, Foresight Financial Group, Inc., Winnebago

Eric Pompeo, Tompkins State Bank, Abingdon

Bridget Potter, Legence Bank, Eldorado Mackenzie Schleich, Midwest Bank, Monmouth
Ronald Redpath, BankORION *Joseph Springer, Buena Vista National Bank, Chester
Spencer Roosevelt, Goodfield State Bank Dustin Wilson, Legence Bank, Eldorado m

Stefanie Runyen, DeWitt Savings Bank, Clinton *CDD Member

The 2022 CBAI Compensation Survey is Now Online!
Resulis Are FREE for Members That Participate

Is your bank competing effectively with your peers to recruit and retain the top talent in today’s job market? Acquire dependable data
to formulate a strategic compensation and benefits plan that is equitable and competitive.

Complete the 2022 CBAI Compensation Survey now and receive the results at no cost. National compensation experts
BalancedComp have partnered with CBALI to:

1. ease the process of participating — possible to complete in under 30 minutes;
2. increase the survey’s relevance to today’s banking environment; and
3. enhance the resulting data’s usability.

Survey results remain confidential and free to CBAI member participants, thanks to sponsor IZALE Financial Group.
Go to www.cbai.com to link to the survey. The deadline to participate is Friday, April 15, 2022. m

www.cbai.com +
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SBA 504 LOANS A S— .
If you're considering buying, building or refinancing fixed assets, thera's GROWTH CORP

simply no better program on the market than the SBA 504 Loan Program.
In fact, the financing terms offered through this program are so good,
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IS YOUR CORRESPONDENT BANK THIS GOOD?

Quad City Bank & Trust is committed to building longterm
relationships by providing the right tools and personalized service.

THE RIGHT TOOLS. THE RIGHT SERVICE. OUR FULL-SERVICE
CorrAccess is a convenient and secure, web-based cash SUITE OF SERVICES
management tool that allows us to serve as the bridge ALSO INCLUDE:

between your financial institution and the Federal Reserve, - Weaith Management
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Services
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Business and Industry (B&l) guaranteed loans.
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How to Figure Out if Your Core Software
Has Been Sunset (Without You Knowing It)

Charlie Kelly, Partner, Remedy Consulting

One of our senior directors got a call a few weeks
ago from the CEO of a bank core provider. The CEO
complained that one of our consultants mentioned
to a client that his core system was no longer being
supported. The CEO passionately argued that our

consultant used the term “sunset” with the client as it

related to his core system.

Now, I can see why a software executive would be upset
if a consultant was telling clients that his core was no
longer viable, but software can stay in the market a long
time in “maintenance” mode. So, perhaps we should
spend a few minutes on how software decisions are
made at the core banking system providers.

Let me explain.

Over my career, | spent several years managing software
development teams through the Project Management
Office (or PMO), including quite a bit of time at a large
core provider. One important thing I learned is not all
software gets the same amount of attention from the
development team and senior management.

Think of it this way. Each year, software companies
have only so many resources to allocate to software
development. Software development is an expense
for a core banking systems provider. Based on the
sales from the previous year, how much profit the
management team wants to take, and how much they
want to spend on developers, they budget how much
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ends up in that specific software development bucket.
If you are a CEO or CFO managing the budget at your
community financial institution, you fully understand
a resource allocation issue at hand. You have choices
to make.

So, let’s use an example of how budget allocation
works at a software provider. Let’s say that a software
provider has two main products in their software
budget, and each of those products has three projects
where they can allocate their software developers:

Example:

Product A
Maintenance on Product A
Product A — new functionality (roadmap item) 1
Product A — new functionality (roadmap item) 2

Product B
Maintenance on Product B
Product B — new functionality (roadmap item) 1
Product B — new functionality (roadmap item) 2

First, it is important to understand that maintenance
is required. You have no option but to make sure
that things like bug fixes, software outages, regulatory
updates and third-party interface updates are
covered. The software needs to work as the financial
institutions are paying monthly fees. So, after you
make sure you have enough developers to cover
maintenance, the remainder of the budget can be
allocated to new functionality.

+ March 2022

Continued on next page...
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One important
thing | learned i
not all software
gets the same
amount of
attention from

The above example is extremely simplified because I have
never seen a software product team with under 10-12

items on their development road map. But for simplicity’s
sake, let’s say that 70% of the development budget of this
theoretical provider goes to maintenance. That leaves the
product managers of Product 1 and Product 2 to fight over
the remaining 30% of development time across the four new
functionality roadmap items. Now, change the four roadmap
items to 24 roadmap functions that clients are clamoring
for, and you see the dilemma that all software providers face.
Which of those 24 projects will be funded this year, and
which will have to wait another year?

So, why do you, as a customer, care about this? Why do you
need to know about development roadmaps and software
developer allocation when deciding whether to keep or
change your current provider?

Here is why:

Old software, once developed, is something of a cash cow.

Customers pay for it either on a monthly or annual basis. If

the software provider can convince their current customers

to remain on the product, and cover very basic maintenance,
everything else is profit — all the revenue, very low expense.
It is only after enough customers have left that software

°  platform and the revenues do not cover maintenance that

the software provider needs to either sunset the product or

migrate customers to a newer version.

the development

team and senior

management.
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Oddly, it is in the software provider’s best interest to
keep some products in “maintenance-only” mode. Older
products are often their most profitable. You, as the customer
of a product that has gone into maintenance mode, have
probably seen some of the signs of one of these cash cows:

¢ Roadmap items never get finished.

® You are paying for the provider to develop new
functionality, which then the provider can offer their
other customers.

® Quotes for customization or professional services seem
exorbitant. (They may not have the development team
available to customize.)

® The only items in their development release notes appear
to be maintenance or bug fixes.

Generally, a bank will start a request for proposal (RFP) when
they suspect that their product is just not keeping up with the
times, but often they do not recognize these signs of an under-
maintained product until we discuss changing out the software.

Think about it, the software provider would be insane to tell
their customers that the product they currently pay for is no

longer at the top of their development priority list. They hope
customers renew their contracts and that new functionality is
less important to the current customers than the base model
you have had for many years. Maybe what the customer pays
for the software currently is cheaper than replacing it with
another product.

So, let’s go back to the CEO at the top of this article. If you
were the CEO of a small core provider where profit margins
are already tight and then you lose some customers, you
now hit the tipping point where you need to start laying

off developers. Or, at a minimum, struggle to maintain the
software without having the resources, or the interest, to
update new functionality.

If this was a larger core, the CEO could migrate his
customers to a new product and officially sunset the older
product. But smaller cores cannot do that, as they never had
the resources to build a newer product. The CEO is in a bad
place, and although he didn’t declare a sunset of his product,
he also has not built new functionality into the product. From
our perspective, it would be hard to recommend that CEO’s
core to one of our clients who are in RFP mode.

So, how can you use what we discussed? If you are
responsible for making vendor decisions at your bank, keep
an eye on the indicators above. If you realize that some of
your software providers are not delivering on their roadmap
items, decide if that is important to you. If the product is
not customer-facing, the price is low, and your team does
not require cutting-edge functionality, that might be okay.
Consider finding a consultant that knows market pricing
during your next renewal and see if you can get a better deal.

However, if a laggard product is client-facing or drives revenue
for the bank, it may be time to look at other vendors to see
what else is out there. If you are already in the process of an
RFP, have a product you like, but haven't spent a lot of time
on the product roadmap, consider talking to the vendor’s client
references before buying and ask about that product’s history
in developing new functionality. How many items have been
delivered from the roadmap in the past 18 months or so? m

Charlie Kelly is a partner at Remedy Consulting and host of BankTalk
Podcast. Remedy Consulting helps financial institutions (Fl) thrive
through specialized consulting services in system selections, core
contract negotiations, outsourcing/in-house advisory, bank mergers
and acquisitions, and Fl strategic planning. As a trusted advisor to
banks and credit unions, Remedy Consulting has executed more than
700 system selection and vendor negotiations since 2016. Clients
recelve cost reductions on their vendor contracts and increased
efficiency with Remedy's Price Repository. To learn more about
Remedy Consulting, visit www.remedyconsult.net.

Banknotes



= Investment Portfolio Services
=} Balance Sheet Management
=3 Education

=) Public Finance

= Strategic Planning

= Funding

=} Bond Accounting/Analytics

The Baker Approach

To be successful in today's financial climate, you

must have not only the proper partner, but also
the proper approach to achieve high performance.

The Baker Group is this partner, and our approach is
to offer sound strategies and accurate information
to guide your institution to the next level. This is
the reason we've been the industry’s recognized
leader in innovation for more than forty years.

To experience The Baker Approach in meeting
your financial objectives, call your Baker
representative or Ryan Havhurst at 800.937.2257.

GTahekerG roup

Member: FINRA and SIPC

www.GoBaker.com | B00.937.2257

Oklahoma City, OK | Austin, TX | Dallas, TX

Indianapolis, IN | Long Island, NY | Salt Lake City, UT | Springfield, IL

The Baker Group LP is the socle authorized distributor for the products and
sarvices developed and providad by The Baker Group Software Solutions, Inc.



CDAI'C .r"'-""‘“\'\,,»r"‘u/" IRIITY D ARMNILS
i » | | 1 EE \
Y™ | _.-:"I.l_\ .k,..-—" '-5-...--“'\-\_.1'" ! 'I-’\.I: U L —."-‘\'}-'If_l." \- \“'

MARKETING CONFERENCE

s B Rt e

'“_""-_u,\.\ bt s N i Yo |

April 26, 2022
Erin’s Pavilion, Springfield

For _mo&‘éformation. r;cr.‘léz.i;t 'Jﬁr.ir;i'fﬁr Nika at jennifern@cbai.com.
CBAI SECURED SOLUTIONS FOR COMMUNITY BANKS

CBAI has partnered with AudioEye, the industry-leading digital accessibility provider.

Ieliverngaceessiolaandreomplranewebsites _ﬂ
quickly, cesly, cue erieteelly. |

CBAl ‘Wtﬁ‘ E i
T ——
member B anks -l :

g Associate Memaests

COAIHOSIES

+ 15t manth FREE \Web Sites onty
Al-Powered Tests & Fixes

th FREE ¢ S AudioEye Trusted Certification
' Accessibility Tools and Helpdesk
Customer Customized Dashboard

Legal Support and Warranty

Ary Bank Arywhets

o +1st mon
INFDRM;‘;TIDN ON CBAl’s COMPLI “PLAN FOR ADA
CONTACT JENNDINBISBIESYPIOE-OPERATIONS
JENNYD @ CEARCRIVIG




Community Bankers Association of [llinois

¢¢

lllinois Supreme Court
Ruling Favors Mortgagees and
Purchasers of Foreclosed Property

Jerry Cavanaugh, CBAI General Counsel, Springfield, IL

oid ab initio.” Now that I have

the “Legal Latin” out of the way

in the first three words of this
column, I'll explain the relevance of the
phrase to the foreclosure case discussed
below. Void ab initio means that there
was a jurisdictional defect at the very
beginning of a case, such that the case
should never have been allowed to come
before a court. Everything in the process
that follows (e.g., judgments, court orders,
sales of property, etc.) are void and not
only must the property be returned to its
pre-litigation owner (“Mortgagor”), but
Mortgagor is also entitled to income, rents
and any other revenue of which (s)he or
it (in the case of a non-individual) was
deprived during the years that ownership
of the property was withheld from
Mortgagor following a void judgment.

It is very rare that an Illinois mortgage
foreclosure case reaches the level of the
Illinois Supreme Court. However, in its
opinion issued January 21, 2022, in the
case of PNC Bank, N.A. v. Kusmierz,
the Supreme Court upheld lower court
judgments in favor of a mortgagee

bank and the third-party purchaser

of foreclosed-upon property, thereby
extinguishing Mortgagor’s challenge that
the foreclosure should have been deemed
void ab initio. The specific details of each
case determine the outcome, and so:

The description of the outcomes of any
case(s) referenced in this column are
for informational purposes only, and
do not represent any legal advice or
recommendation as to any course of
action that a bank should, or should
not, take in a specific situation. Any
actual dispute between a bank and

Banknotes

a customer regarding any banking
relationship calls for the consultation
with, and reliance on, actual legal
advice from the bank's own attorney.

In this case, Mortgagor’s void ab initio claim
was based on a Section of Illinois’ Code of
Civil Procedure (“the Code”) that requires
service of summons upon a resident of Cook
County to be accomplished by either: (1)
the Sheriff’s Department; or (2) a process
server who/that has been authorized by
court order to accomplish service. In this
case, service of the summons was performed
by a private process serving agency that

had not been appointed by court order

until three days after service was actually
made, and so Mortgagor asserted that the
service of summons for him to appear in

the foreclosure case was legally defective
and everything that followed, including the
default judgment against him, the judicial
foreclosure sale (at which Mortgagee

Bank submitted the winning bid) and

the subsequent sale of the property by
Mortgagee Bank to the current owner,
should have been void. There was no dispute
that the challenged service of process had
occurred in April of 2011. Mortgagor filed
his suit to undo everything related to the
foreclosure in September of 2018.

NOTE: CBAI members that do not do
business in Cook County or make loans
secured by a mortgage on property in Cook
County should not assume that the Code’s
specifications regarding who is entitled

to serve a summons in Cook County do
not apply to you; it is the residence of

the person upon which the summons is
being served that is determinative. A Cook
County resident could own a hotel, a
restaurant or even a farm in Peoria County,

for example, and service of a foreclosure
summons upon that owner would have

to be accomplished by the Cook County
Sheriff or a court-authorized process server.

Anyway, let’s get back to the Supreme
Court’s decision. The Code has an
exception to voidness resulting from
defective service of process that protects
innocent, “bona fide third-party purchasers.”
That exception states that if a purchaser of
foreclosed-upon property (other than the
mortgagee that purchases the property at
the foreclosure sale) acquires title to the
property, the acquisition and subsequent
ownership is not subject to a voidness
assertion unless the defective service was
apparent on the face of the summons and
thus would have been clearly recognizable.
In this case, the Supreme Court
determined that the court appointment
three days after service had already been
made was not evident from the face of the
summons; furthermore, Mortgagee Bank
filed its foreclosure suit in 2011 in DuPage
County and the Mortgagor was served at
his residence in Palatine, IL. Although
Palatine is, in fact, located in Cook
County, the summons made reference to

a zip code address but did not effectively
communicate that the address was in Cook
County. Without knowledge of whether
Palatine was in Cook County or a county
adjoining Cook County, compliance with
the Code’s Cook County service limitations
was not clearly required or indicated on the
face of the summons.

While the Code’s bona fide purchaser rule
protected primarily the current owner

in this case (i.e., the purchaser of the
property from Mortgagee Bank), the
Supreme Court’s examination of a second

Continued on next page... +
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CBAI LEGAL LINK

legal argument against Mortgagor’s suit
to reverse the foreclosure and everything
thereafter inured to the benefit of both
the bona fide third-party purchaser and
Mortgagee Bank. That second rationale for
ruling against Mortgagor was the doctrine
of “laches.” Laches is effectively the same
concept as a statute of limitations, but it
is a common law concept which courts
will employ in the interests of equity and
fairness. It is premised on the reluctance
of the judicial system to reward parties
who have been unreasonably tardy in
asserting their rights, particularly if their
unreasonable delay has compromised or
harmed the positions of other parties.

While a statute of limitations has a fixed
deadline before which a suit must be
filed, laches is more subjective. If the
court finds that the suit was brought with
unreasonable delay (and the filing party

cannot excuse or justify the length of the
delay) and where that unreasonable delay
has caused one or more other party(ies)

to incur expenses or otherwise be in a
worsened position attributable to the filing
party’s unreasonable delay, laches will
prevent filing parties from achieving the
objectives of their lawsuits.

In this case, noting that Mortgagor had
received service of process in April of
2011, that the judicial foreclosure sale was
held in June of 2012, and yet Mortgagor
waited until September of 2018 to file

his suit to overturn the foreclosure, the
Court found that the first part of the laches
test (unreasonable delay) had been met.
Furthermore, the facts that the current
owner bought the property from Mortgagee
Bank, spent thousands of dollars in
improvements and paid property taxes and
insurance premiums during Mortgagor’s

unreasonable seven years of delay prior

to asserting his alleged rights was clear
evidence that, as to that purchaser, there
was a prejudicing, compromising or
worsening of condition due to Mortgagor’s
tardiness. But the Supreme Court went
further and extended the benefit of the
laches rationale to Mortgagee Bank,
because Mortgagee Bank's legal and
financial positions were worsened by the
delay in the sense that Mortgagee Bank
might have pursued alternative legal and/or
collection paths had Mortgagor filed his suit
in a timelier manner. m

Legal Link is a free CBAl member benefit,

For answers to your general, banking-related
legal questions, contact CBAI general counsel
Jerry Cavanaugh at 800/736-2224, 217/5629-
2265, or jerryc@cbai.com or CBAI paralegal
Levette Shade at levettes@cbai.com.

More optlons'for your CUstdnﬁérs
Without more risk.

3525 N Route 47 @ 2815 Old Jacksomvilla Rd, Suite 102
Morris, IL 60450 Springfield, IL 62704
Michael Carey Ryan Buckles

= mearey@armibend.com rbuckles@armiend.com

o
(., 8152780533 W, 217-301-6335

KRM is an oqual epportunily provider

We're just a call away. Get in touch with our
teams in Morris or Springfield to get started.

Why Partner With Us?

Ag Rescurce Management offers an innovative solution to lenders by mitigating your risks with watch
list-and non-perdorming loans. We can help you 1ake these assets off of your balance sheet and
increase your lending ability. We achieve this with-a blend of proprietary technology and data validation
in valuing a growing crop, monitoring that crop, and keeping track of collaleral as it approaches
maturity. Loans are processed swiftly and we communicate with you throughout the process

Crop Finance | Crop Insurance | Real Estate | Equipment Leasing

AG RESOURCE MANAGEMENT »
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CEO Forum Group VIl — CBAI West Conference Room, Springfield
Call Reporting Basics €

IRA and HSA: 2022’s Hottest Issues and Answers €

Writing Effective Credit Memos and Loan Narratives €

Board-Level Policies: What is Required and Why €

Maintaining Superior Team Performance — Live E-Classroom Seminar
GEO Forum Group VIl — DoubleTree by Hilton, Lisle
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Member News

Mary Sulser, CEO of Buena Vista
National Bank, will be retiring on
April 1, 2022, on the 28" anniversa-
ry of her hire date at the bank. She
will remain on the bank and holding
company boards. Sulser has worked
in the community banking industry

Sulser

for 39 years. She was hired at Buena
Vista as an assistant vice president/
loan officer. After serving in various officer capacities, she was
promoted to president/CEO on April 1, 2014.

During her banking career, Sulser promoted and represented
community banking on many levels. Locally, she served as
president of the Randolph County Bankers Association, taught
banking classes to area bank employees, and attended functions
related to the progress and growth of the region. On a state level,
Sulser became active with the Community Bankers Association
of lllinois. In her early years, she was part of CBAI's Career
Development Division and was named Educator of the Year. She
transitioned to the Association’s regional leadership and boards
and became CBAI's Chairperson in 2011/2012. In 2012, she
was named one of Northwestern Financial Review’s Outstanding
Women in Banking. In 2019, Sulser was named CBAI's Out-
standing Member. On a national level, Sulser served on various
committees and participated in annual lobbying events for Inde-
pendent Community Bankers of America in Washington, D.C.

The Federal Home Loan Bank of Chicago (FHLB) welcomed
newly-elected chairpersons of the board for 2022-2023. James
T. Ashworth, CNB Bank & Trust, N.A., Carlinville, has
been elected chairperson of the board. Joseph Fazio 111, Com-
merce Bank, West Bend, W1, will serve as vice-chairperson and
Michelle L. Gross, State Bank of Bement, will serve as vice
chairperson — elect. Ashworth has been a member of the FHL-
Bank Chicago Board of Directors since 2013. Fazio has been a
director since 2017, and Gross has been a director since 2015.

James T. Ashworth is vice chairperson of CNB Bank & Trust,
N.A. Ashworth joined the bank in 1978 and has served in many
capacities, including vice chairman since 1989 and presi-

dent and CEO from 1989 to 1997. He has also served as vice
chairman and president and CEO of its holding company, CNB
Bank Shares, Inc., since 1989. Ashworth served as chairman of
the Community Bankers Association of Illinois (CBAI) and as
an elected director of the Independent Community Bankers of
America (ICBA), as well as on CBATI’s Legislative Committee
and ICBA’s Regulation Review Committee.

Michelle L. Gross has served as executive vice president/chief
operating officer, information systems officer, and director of the
State Bank of Bement since 2012, in addition to being commu-
nity bank president of the State Bank of Bement-Monticello

+

facility. She has worked at the State Bank of Bement since 1996
in roles with increasing responsibilities, including as vice presi-
dent and information systems officer from 2008 to 2012. Gross
currently serves as a director at the State Bank of Cerro Gordo
and Bement Bancshares, Inc. She is a former director at The
First National Bank of Ivesdale.

Itasca Bank & Trust Co. recently added three new officers.
Thomas R. Hogan, CTFA, has been appointed vice presi-

dent and trust officer, where he will serve as the main point of
customer contact in the bank’s Trust Department. Bill Dierking
and Sam Vardalos have both been appointed to the position of
vice president and commercial loan officer.

Northwest Bank, Rockford, recently announced the upcoming
retirement of President and CEO Tom Walsh, effective June

30, 2022. Walsh was appointed president and CEO of the bank
in August 2010. He has spent more than 40 years in the banking
industry, with the last 23 years in senior management roles in the
Rockford market. Since joining Northwest Bank, Walsh has over-
seen the senior leadership group and has been largely responsible
for the strategic vision and performance of the bank.

Kevin Botma recently retired from Providence Bank &
Trust, South Holland. Botma was one of the bank’s founding
members in 2004. He will remain on the board of directors for
both the bank and holding company.

First National Bank and Trust Company, Clinton, is cel-
ebrating its 150" anniversary this year. First National Bank and
Trust Company was granted its original charter on January 20,
1872, under the name of the DeWitt County National Bank, and
was the first nationally chartered bank in DeWitt County. They
continue to operate under that original charter today. Today, First
National Bank and Trust Company serves two states, Illinois and
Wisconsin, has five locations, employs close to 50 local people
and has $400 million in assets. As part of the 150" anniversary
celebration, the bank has some exciting initiatives planned along
with a client appreciation event later this summer.

Claude E. Hudson and Rockney L. (“Rocky”) Weber
recently announced their retirements from the Washington
Savings Bank Board of Directors. Weber joined the board of
directors in 1979 and served as chairman from March 2006 until
April 2021. Hudson joined the board of directors in July of 1997.
In addition to his time on the board, he served as president and
CEO of the bank from 2001 through December of 2013. Lisa
Wortman was elected to the board of directors in January of
2022. Wortman, together with her husband, John, are involved
in real estate development as well as in the convenience and
liquor store industry. They own 20 stores in Central Illinois and
Missouri under the Jack Flash trademark.

Bank of Springfield (BOS) has announced a number of
promotions throughout their branch locations. Bob Cock-

Banknotes



Community Bankers Association of Illinois

rell was named senior vice president, chief risk
officer. Gregory Marantz was named senior vice
president, credit and risk management, and Jennifer
Marantz was named senior vice president, director of
corporate communications.

Shane Fee was named the regional president over
Quincy, Clayton, O'Fallon and Kansas City. Kris
Weidenbenner was named market president and
serves Clayton and O’Fallon.

Additional promotions in the Springfield office include
Monica Dyson, named vice president, chief market-
ing officer; Diana List, named vice president, teller
operations; and Nat Seiz, named vice president, credit.
Austin Fee, located in Kansas City, was promoted to
vice president, commercial lending.

Brian Anderson and Jarrod Rickord, both located
in Springfield, were promoted to assistant vice presi-
dents. Anderson was named AVP/branch manager, and
Rickord was named AVP, credit. Diane Blickhan was
named assistant vice president, commercial lending, in
the Quincy location.

Additional promotions in Springfield include Evan
Chastain, assistant loan officer; Xavier Collier,
financial accounting officer; Katie Connor, human
resources officer; Laura Coomer, compliance officer;
Schyler Hollis, commercial lending officer; Shauna
Johnson, deposit operations officer; Josh Purdy, trust
operations officer; Samantha Sarff, retail operations
support officer; Amanda Traeger, compliance spe-
cialist officer; Richard Weerts, compliance specialist
officer; and Jennifer White, collections officer. Rich-
ard Dunker was named business development officer
in the Quincy location, and Shelby Stiltz was named
loan administration officer in Jacksonville.

Don Cler recently retired as president of Villa Grove
State Bank, after more than 35 years in banking and 20
years in that role. Cler will still be representing the bank
remotely as senior loan consultant, managing and building
a portion of the bank’s loan portfolio. He will also remain
on the board of directors.

Connie Unruh, financial literacy coordinator at First
National Bank and Trust Company, Clinton, re-
cently received the Accredited Financial Counselor (AFC)
designation, which provides financial advisors with prac-
tical training in all aspects of personal finance and must
meet educational, experience and ethical requirements.
Along with her academic coursework, Unruh completed
1,000 experience hours, which consisted of client coach-
ing and financial literacy classes. m
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Foundation Report

First National Bank in Tremont held a dress down day in De-
cember in honor of the Foundation’s 25" anniversary.

Edward and Elena Pugh, Young & Associates, Inc., Kent, OH,
made a contribution to the Foundation in honor of its 25" anniversary.

Board and committee members of the CBAI corporate family
donating travel expenses to the Foundation are Shawn Davis,
CNB Bank & Trust, N.A., Carlinville; Carol Jo Fritts, First
Neighbor Bank, N.A., Toledo; Dan Graham, Flora Bank
and Trust; Rick Hiatt, Illinois Society of Professional
Farm Managers and Rural Appraisers, Pontiac; Ken Scott,
Preferred Bank, Casey; Alan Stremlau, Illini State Bank,
Tonica; Amy Thiede, Prairie Community Bank, Marengo;
Jim Weast, Warren-Boynton State Bank, New Berlin; Julie
Welborn, Fisher National Bank; and William Wubben, Apple
River State Bank, Scales Mound.

The Foundation received $144 from CBSC and CBAI board
members as a result of the “dress-down” board meeting in December. B

Staff News

Kim Cordier is now an administrative assistant in the Communi-
cations Department. Cordier replaces Bobbi Watson, who retired
January 31, 2022. Cordier had previously served as an administrative
assistant in the Education & Special Events Department since 2018. ®

Welcome New

Associate Member

SimpleNexus

2600 Aston Boulevard, Suite #500

Lehi, UT 84043

Sarah Jensen, Marketing & Event Coordinator
855/684-2774

www.simplenexus.com
sjensen@simplenexus.com
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Microsoft 365 and Hosted Exchange Email PLUS
from CBAI

y Flexible
Easy
Worry-free

i1l powered by
| INTERMEDIA

g MICROSOFT 365 -

EXCHANGE EMAIL
PLUS
Office fools with business grade email and The Best Choice for Business-grade Communications
Microsoft Teams—simplifying collaboration, and Collaboration. Exchange email, Email Archiving and
and enabling users to stay connected. Encryption, ShareSync, Office 365 Business Apps, plus 30
Sold as a full suite of services: Business Plans integrated services: Mobile Device management, Skype for
and Enterprise Plans. Business, Online Meeting, Connect|D and much more.

All email packages include: 99.999% uptime SLA, unlimited email storage,
always up-to-date versions of applications, variety of business- and enterprise-grade plans
with the ability to mix and match, integrated services, including licenses and maintenance,

locked-in pricing and much more.
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CBAI Members pay no setup or transfer fees
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Empowering your institution,

not controlling your portfolio.

“Jur business customers are looking for ways to pay, get paid,
optimize and grow. Fitech by Deluxe specializes in leading them
straight to you. From startups to well-established businesses, our
strategies, our products and our solutions are designed to maximize
profitability for your customers, while boosting your bank’s bottom line.

* MOBILE PAYMENT SOLUTIONS,
SMART AND VIRTUAL TERMINALS

* POS, ECOMMERCE AND SOFTWARE

INTEGRATION

* INTEGRATED RECEIVABLES

AND PAYABLES

+ BUSINESS INCORPORATION

SERVICES

Fitech wants to empower your institution, not control your portfolio.
We can help you gain a competitive edge in the digital marketplace and
protect your relationship with your small business owners. This is big

news for banks.

»» Contact us today to learn more.

Rian Clinton
Director of Sales

rclinton@fitech.com

254.485.0552

Copyright © 2022 Fitech Paymenis, LLC. All righls reserved

Fitech Payrments, LLC is a registered 150 of Fifth Third Bank, Mational Association

* HR AND PAYROLL SOLUTIONS

* FLEXIBLE, SCALABLE PROGRAMS
BUILT FOR YOUR BANK

* UNMATCHED SERVICE AND
SUPPORT

« AND SO MUCH MORE!

FITECH

by deluxe
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