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the bottom line

“We might be 
relatively small in 

number (10), but we 
are resourceful, 

committed — and 
big in our impact.”

ICBM is almost 59 years old but, 
in some ways, it’s like we are just 
getting started. We are the best of 

what we’ve always been yet striving 
each day to be so much more.  What’s 
the bottom line? We are a stronger, 
healthier association today and I’m 
delighted to share some highlights 
with you.  
 
Staff
 The group of people serving you 
is truly exceptional!  We might be 
relatively small in number (10), but 
we are resourceful, committed — and 
big in our impact. Thank you, staff !

Membership
 We recently finished dues billing. 
After adjusting for M&A, we saw a 
99 percent renewal rate and continue 
to include 70 percent of Minnesota’s 
community banks in our member-
ship. We want to grow that number, 
for sure, but we are undoubtedly a 
leading community bank trade associ-
ation in the nation.
 
Financial Health
 ICBM has a balanced budget 
and approximately 18 months of 
liquid, operating reserves. About 30 
percent of our total revenue is mem-
ber dues — the balance is non-dues 
revenue. Both are healthy financial 
metrics for a trade association.
 
Political Action Committee (PAC)  
 Our PAC auction at the con-
vention raised nearly $23,000! A 
big thanks to everyone who donated 
cash and gifts, and bought items. Our 
PAC is well-positioned to continue 
forming strong connections on both 

sides of the aisle during the 2020 
election cycle. Also, watch for more 
information about our PAC Direc-
tors Club, which is an easy way for 
directors to support the only commu-
nity bank-focused PAC in Minnesota.
 
Professional Connections
 Providing meaningful connec-
tions and professional development 
for our members is at the center of 
what we do. The most recent example 
is our annual convention in Bemidji 
where we had nearly 300 attendees 
connect with colleagues and other 
industry professionals to sharpen 
their skills and expand their knowl-
edge while also having some fun. Find 
an opportunity that works for you to 
participate in our events and edu-
cation. I promise you’ll derive more 
value from your membership.
 
Facilities
 During the last 10 months, many 
of you have had a chance to visit our 
new office. It was designed and built 
out with you at the top of our priority 
list. Now, our members have a bright 
and comfortable experience when 
onsite, but we also added the technol-
ogy to effectively connect members 
remotely when that’s the best option.
 
Technology
 We are in the process of con-
verting to a new association manage-
ment system. While this system will 
provide improvements internally, 
members will see improved registra-
tion, more personalization of mem-
ber profiles and content and a chance 
to build online professional commu-
nities.
 

Jim Amundson
ICBM President/CEO

We’re committed to making
a difference for you
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chairman’s corner
We have opportunities 

ahead of us

“Strategic investments 
and thoughtful 

planning under the 
leadership of a former 

community banker, 
Jim Amundson, have 

resulted in a great 
team of passionate 

and dynamic 
individuals to run our 

organization.” 

I  t was an honor to receive the 
chair’s gavel from 2018–2019 chair 
Lon Rylander at Convention on 

Aug. 1–3 in Bemidji. I feel privi-
leged to have worked with Lon and 
past leaders like Rick Gobell, James 
Kramer, Dennis Martinson, Steve 
Olson, Nancy Skophammer, Harry 
Wahlquist, Scott Wakefield and 
Noah Wilcox — who now is slated 
to represent Minnesota community 
banking as the incoming chairman 
of the ICBA. 
 I also feel fortunate that others 
helped guide me to a career as a 
community banker. I did not start 
in banking. Graduating from the 
University of St. Thomas in St. 
Paul, I started my career with Nestle 
Foods in its sales and management 
training program in Fargo, N.D., 
and climbed the ladder to become a 
regional sales manager for a five-state 
area prior to joining the Borden 
Food Company.
 Banking entered my radar when 
my father-in-law, Richard Sankov-
itz, began his succession planning 
by asking me to consider a career in 
banking. The decision to move back 
to Minnesota, to my wonderful wife 
Ann’s hometown of Waseca, came 
with the birth of our first son, Mi-
chael. By that time, Ann and I lived 
in Buffalo, N.Y., and had moved 
across the Midwest with stops in 
Cincinnati, Columbus  Indianapolis, 
Cleveland and Boston. We brought 
Michael home to an empty house 
with family far away, only able to 
greet their first grandchild through 
phone calls and camcorder videos. 
The plea to move to Waseca struck a 
nerve; that was 24 years ago.
 Since coming to help lead a 

community bank, I have focused on 
training opportunities — a grad-
uate school of banking, industry 
training with our association, and 
postgraduate school at St. Thom-
as — to compensate for my lack of 
banking knowledge. I’ve gained the 
most from wonderful mentors like 
my father-in-law, Richard, our past 
president, Mike Halvorson, and my 
brother-in-law, Tom Sankovitz, who 
came into the bank a few years be-
fore me as the chief financial officer. 
They gave me the freedom, flexibility 
and support that helped me learn 
and grow as the president/CEO of 
the First National Bank of Waseca, 
and as a leader on the executive com-
mittee of ICBM. 
 Now, as ICBM chair, I am 
excited about the opportunities 
ahead of us. Strategic investments 
and thoughtful planning under 
the leadership of a former commu-
nity banker, Jim Amundson, have 
resulted in a great team of passionate 
and dynamic individuals to run our 
organization. We have moved into 
a new office complex to make your 
association more visible and usable; 
we have rebranded our insurance 
company to better align with our 
goals, and we have built stronger 
relationships with our legislators and 
business partners. I see opportuni-
ties to attract new, young leadership 
at our banks and instill in them the 
passion and training to make them 
lifelong community bankers, and to 
make our voices heard at the capital.
 As our industry shrinks through 
mergers and acquisitions, our 
representation with our legislators 
has never been more important. In 
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Bernie Gaytko
ICBM Chair 

President/CEO, First National Bank of Waseca
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Connect with Jim 
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from ICBA
Abest-selling book from the 

1990s, “Why Things Are,” took 
a humorous look at curiosities 

originating from everyday existence, 
with the modest goal of answering 
“every essential question in life.” 
This column has a more ambitious 
purpose: To clarify a few of the phe-
nomena surrounding your investment 
in bonds. So, put on your seat belts as 
we head out for a ride on the fixed-in-
come highway.
 Why do continuously callable 
bonds have a higher yield than bonds 
with only one call date? An investor 
in a callable bond does two things si-
multaneously when he or she makes the 
purchase. First, the buying of the bond 
from the issuer. The second, the selling 
of the right to prepay the debt early 
to the issuer. For bonds with multiple 
call dates, the issuer pays something for 
each right. In aggregate, the value of all 
the call options as of the issue date is 
reflected in the higher yield compared 
to a non-callable bond, or one with one 
only call date.
  Why do mortgage-backed secu-
rities priced at 100.00 have different 
yields than the stated coupon? For this 
answer, we must do a two-step move. 
First, let’s review what bond-equiva-
lent yield (BEY) means. The yield on 
a bond has a standard calculation that 
assumes semi-annual interest payments 
in arrears (meaning at the end of the 
period), and principal at maturity date. 
For example, if you buy a new two-year 
agency bond, your first interest date will 
be exactly six months from the original 
settlement date.
  Mortgage-backed securities (MBS) 
differ in two ways. First, some interest 
payments are received monthly, which 
is good from a BEY standpoint. How-

ever, MBS also have this nice little con-
vention known as “delay days” before 
any principal or interest are paid. That’s 
bad for BEY purposes. Most mortgage 
securities have delay days ranging from 
45 to 85 days. Factoring in the delay 
of both principal and interest over a 
period of time probably means the 
bond-equivalent yield for a mortgage 
will be less than the coupon, at par.   
 Why do tax-free bonds have low-
er price volatility than taxable bonds?
Another popular question. The 
best way to illustrate this is to take 
a hypothetical taxable bond, like a 
10-year Treasury note, and compare 
it to a 10-year tax-free bond. At the 
end of August, the 10-year Treasury 
yields (conveniently) 1.50 percent, and 
10-year high-quality munis yield about 
1.65 percent (for a tax-equivalent yield 
of 2.05 percent).
  If rates rise 100 basis points (1.0 
percent), the Treasury will then yield 
2.50 percent and its price will decline 
8.7 percent. The muni will only have to 
drop by 6.9 percent for its tax-equiv-
alent yield to get to the 3.05 percent 
that the market will likely require. It’s 
worth noting that the two bonds’ vol-
atilities have become more alike since 
tax reform at the end of 2017. Stated 
another way, muni price volatilities have 
increased as tax rates have fallen.
  Why is the duration of a bond 
shorter than its average life? The most 
commonly used measurement for price 
volatility of a fixed-rate security is dura-
tion. It is the weighted average period 
of time to receive all the principal and 
interest on a bond. Average life, on the 
other hand, is a tool used in many cases 
to forecast cash flows on mortgage 
securities and is the weighted-average 

Jim Reber
President & CEO

ICBA Securities

The reasons behind bonds — and 
other investment mysteries

(CONTINUED ON PAGE12)
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Minnesota 
Grown 

Entrepreneur Dana Anderson (left) walks John Carlander, State Bank of 
Faribault, through the indoor growing operation of Living Greens Farm, which 
operates in a building the bank had repossessed and sold to Anderson at a loss.



(CONTINUED ON NEXT PAGE)

a single customer — and buy into 
his vision? 
 The person holding the key, the 
bank president, happened to have 
all the right sympathies and sensi-
bilities. John Carlander is the third 
generation to run the community 
bank, now a century old with assets 
exceeding $200 million.  
 Growing up in Faribault, Car-
lander had imagined being a com-
munity banker as a 5-year-old when 
he tagged along with his dad on 
Saturdays to role play at the bank, 
where he had his own little desk.
 He could see what an anchor 
the bank was, perched on the down-
town’s main street with its familiar 
green signage and American flag. 
Locals popped in for many reasons: 
For cash, for conversation, for color-
ing contests.
 Early on Carlander came to 

The hard part was done. At least it 
seemed that way.
Dana Anderson had put in the 

brain-busting, soul-searching work 
of innovation, creating a technology 
that could rewrite the rules of agri-
culture through aeroponics, growing 
plants in the air with nutrient-rich 
mist and no soil. 
 Like so many new ideas, it was 
first tested in the pegboard laborato-
ry of a garage. Anderson, a 40-some-
thing Minnesota native, believed 
indoor vertical farming could be 
revolutionary in a state where crops 
grow only a few months a year — 
not to mention the sustainability 
implications for a planet where 
almost every single piece of farmable 
land is already being cultivated.
 After several years of research 
and mechanical trial-and-error, 
Anderson had invented an approach 
he wanted to patent. It could give 
Midwesterners access to fresh greens 
year round — lettuce and herbs 
grown without pesticides, herbicides 
or GMOs. 

“At first we were 
trying to get the 

plants to do what 
we told them to 

do,” Anderson said. 
“And then we had to 
migrate. The plants 
had to tell us what 

they wanted.” 

 It was 2012, and Anderson felt 
ready to graduate from the garage. 
But that presented a new challenge: 
Taking his big idea and finding a 
space to scale and sell it. The Prior 
Lake inventor found himself at a 
crucial juncture.
 That’s when the State Bank 
of Faribault entered the picture. 
They had an intriguing prospect: A 
45,000-square-foot industrial plant 
on the north side of town, near 
Interstate 35. It had been used by 
Cako, a company that made plastic 
cake covers and had since closed its 
doors, and had gone into foreclo-
sure. The State Bank of Faribault 
had repossessed the plant.
 Could this be the place? Could 
Anderson possibly swing it, having 
already invested more than he ex-
pected to get to that point? Would 
the bank see beyond his present 
reality — two entrepreneurs and not 

Faribault community bank sows 
the seeds of agricultural innovation                                  
By Christina Capecchi
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Living Greens Farm touts its produce as air-grown, clean and sustainable. 
High-energy LED purple grow lights are used throughout the facility. 

The company also utilizes a vertical farming system.



understand how a community bank 
could serve a town — and not just 
any town, his town. He heard his 
grandpa’s mantra, “It’s better to give 
than to receive.” That belief was wo-
ven into the bank’s mission, inspir-
ing staff members to get involved 
in hundreds of community service 
projects over the years.
 Today, in addition to running 
the State Bank of Faribault, Car-
lander works as a grain farmer. And 
in 2012 he was also serving on an 
economic development advisory 
committee for the city, which bent 
his ear to Anderson’s cause.
 He may have been at an early 
stage of his dream, which he would 
call Living Greens Farm, but the 
material Anderson shared with the 
bank was impressive: A detailed 
business plan and thoughtful projec-
tions. 
 “What we liked about it was 
somebody coming from outside our 
community and wanting to relocate 
here and create jobs,” Carlander 

feature (CONTINUED)
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Technology defeats winter, where produce grows year-round. Plants are rooted 
in the air 99.9 percent of the time and are spritzed with a nutrient rich mist.

said. “We wanted to help make that 
dream come true.” 
 But to do that, it became clear, 
Carlander would have to put his 
money where his mouth is, taking a 
substantial loss on the property. 
 Advice from his grandpa came 
to mind. “I can remember my grand-
father telling me: ‘John, your first 
loss is your least loss.’ Any time you 
have commercial real estate, the 
holding costs are very expensive 
— especially the real-estate taxes, 
the insurance. It’s a toxic asset not 
earning you anything. You have to 
take all that into consideration.” 
 Ultimately, the bank sold the 
property to Anderson at a $100,000 
loss, according to Carlander. They 
gave him a business loan at a good 
rate and allowed him to use the 
5,000 square feet he needed and 
lease the remaining 40,000 square 
feet.  
 Anderson was filled with 
gratitude. “It seemed like they were 
doing it with the consciousness of 

economic development,” he said. 
“But this bank was willing to stick 
its neck out to support new ventures 
and help the community grow. And 
for what? An idea.” 
  Anderson recognized what a 
rare opportunity he had been given. 
“A large national bank would never 
do that. It’s only something a small 
community bank would do. That’s 
the advantage of a community bank: 
That relationship. Banking is so 
impersonal these days. This wasn’t. 
This was community-centric.” 
 Living Greens Farm officially 
launched the day Anderson pur-
chased the property. The bank’s 
generous arrangement gave life to 
the start-up, Anderson said. “We 
were able to be cash-flow positive at 
a vital time.” 
 Beyond the financial support 
was the moral support, which An-
derson described as “good will and 
collaboration” — a shot in the arm. 
 Carlander and his staff went far 
beyond the standard loan support, 
helping him build his network. A 
member of the bank’s board went on 
to join the Living Greens board and 
proved instrumental to its growth. 
 “It was important for us to be 
proactive in reaching out and wel-
coming him into the community,” 
Carlander said.
 Their support of Anderson paid 
off. At its new home, Living Greens 
Farm flourished. Anderson said 
he “can’t even imagine” achieving 
its early success without the plant, 
where he and his engineer were able 
to build full-scale prototypes and 
win over major investors. 
 “If people would have had to 
come to my garage to consider in-
vesting in this, it probably wouldn’t 
have gone anywhere. It allowed us to 

(CONTINUED ON PAGE 12)
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to me that taking a loss is seen by the 
seller as admission of a bad purchase. 
The overwhelming majority of losses 
realized, though, are market driven. I 
think we agree that bankers aren’t mar-
ket-timers. So, by being more inclined 
to take gains, portfolio managers can 
neatly stack their aggregate sales in the 
“win” column.
  There are just two problems with 
the inclination to sell at gains rather 
than losses: Selling the winners means 
your portfolio yield is probably going 
down, and you’ve triggered immediate 
tax liability. I would suggest, especially 
in a robust earning year like 2019, that 
a bank work with its tax accountant 
and brokers to devise an income-defer-
ral strategy. Higher yields mean more 
future income. And that falls into the 
“long-term vision” compartment. n
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addition to drawing on the experi-
ences of our past chairs, my goals 
are to increase attendance at ICBA’s 
Capital Summit in Washington, 
D.C., and our annual visit to St. Paul 
over the next few years. I would like 
to personally challenge all of you 
to seriously consider attending or 
sending someone from your bank to 
one or both events.
 I look forward to getting to 
know each of you better over the 
next year and encourage you to 
please reach out to me anytime to 
offer your feedback on how we can 
improve our association and contin-
ue our positive momentum. n

Chairman’s Corner
(CONTINUED FROM PAGE 6)

From ICBA
(CONTINUED FROM PAGE 7)

time to receive principal only. Since 
most MBS are backloaded with 
principal on their paydown schedules, 
average lives are almost always longer 
than duration for a given bond. 
  Duration is useful for estimating 
how much a bond’s value will change 
given a change to market rates. A 
duration of 3.0 means that the price 
will decline about 3 percent, given a 1 
percent increase in the market yield. 
Concepts like effective duration and 
convexity also factor into this dis-
cussion, but that’s another story for 
another day.
 Why are bankers more inclined 
to sell at gains than losses? I’m no 
shrink, but there is an element to 
behavior that psychologists refer to 
as “compartmentalization.” It seems 

feature (CONTINUED)

put on a show at a time when new 
start-ups are so tender. They’re del-
icate beings. They can’t get injured. 
They need a little more protection. 
It gave us the opportunity to have a 
real presence and bolster ourselves 
as a real player.”
 The pay-off is wide-reaching. 
Living Greens now employs 30 peo-
ple, attracting a handful of industry 
experts while hiring most of its team 
from the community. 
 Its impact is hard to overstate, 
said Brad Schmitz, vice president 
of the State Bank of Faribault. “It’s 
huge for the Faribault community 
to have a business like Living Greens 
and to provide jobs and incomes 
and to support other businesses 
here.” 
 For his part, Anderson is quick 

to praise his employees. “We have an 
unbelievable team,” he said. “One of 
the best.” 
 Living Greens Farm claims 20 
patents, and it has grown to occupy 
the entire 45,000 square-foot plant.  
 Anderson moved to Faribault.
Living Greens put the small town 
on the map. It is the only indoor 
farm in the Midwest — and one of 
the biggest in the world. 
 Its fresh salads are carried in 300 
retailers, including HyVee, Walmart 
and Cub Foods. Anderson said 
that number could double, possibly 
triple, in the next two years. 
 “We’re not worldwide yet, but 
we’re on the cusp of breaking out 
to begin our expansions. It feels like 
we’re getting very close. We want to 
make a real difference.” n

Find Living Greens Farm’s fresh 
salad mixes at Cub Foods, Hy-Vee 

and Walmart stores.
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Visit ICBM’s website for more details on
upcoming events. 
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 “It’s one thing 
writing a letter and 

filling out a form 
letter. It’s another 

thing going in person 
and shaking their 

hand, letting them 
know who you are.”

– Bernie Gaytko

banking. I consider it my honor and 
privilege to help lead ICBM as its 
chairman.” 
 Minnesota community bank-
ers also elected their 2019-2020 
executive committee members. In 
addition to Chair Gaytko, they are: 
Treasurer Mark Toombs, The First 
State Bank of Rosemount; Vice 
Chair Anita Drentlaw, New Market 
Bank, Elko New Market; Chair Elect 
Al Berube, Farmers and Merchants 
State Bank of New York Mills; Past 
Chair Lon Rylander, First State 
Bank of Ashby, and ICBM Presi-
dent/CEO Jim Amundson.
 Gaytko has helped lead the 
$135 million First National Bank 
since 2001. He was convinced by 
his father-in-law to join the bank in 
1995. He joined as vice president of 

B ernie Gaytko president and 
CEO of First National Bank of 
Waseca, was elected chair of the 

Independent Community Bankers 
of Minnesota on August 3rd at our 
annual convention in Bemidji. 
 “Having spent the past nine 
years as an ICBM Board member, 
I am blessed to have had the priv-
ilege of working with leaders like 
Doug Jilek, Nancy Skophammer, 
James Kramer, Dennis Martinson, 
Alvin Kooiman, Noah Wilcox, Rick 
Goebell, Harry Wahlquist, Scott 
Wakefield, Lon Rylander,” Gaytko 
said. “I have learned a lot from these 
great community bank leaders about 
leading with compassion and humor, 
the importance of advocacy for 
our industry, and unwavering love 
for, and dedication to, community 

ICBM convention

ICBM’s 2019-2020 executive committee, from left, are: Chairman Bernie 
Gaytko, First National Bank of Waseca; Past Chair Lon Rylander, First State 

Bank of Ashby; Treasurer Mark Toombs, The First State Bank of Rosemount; 
Vice Chair Anita Drentlaw, New Market Bank, Elko New Market; Chair Elect 
Al Berube, Farmers and Merchants State Bank of New York Mills; and ICBM 

President/CEO Jim Amundson.
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ICBM Chair promotes year-round advocacy

ways increases the likelihood young 
employees will stick around. “If you 
have them attending networking 
events, additional training, the Lead 
conference that we’re doing — those 
are the stickiness factors that are 
important for them when they come 
back to the bank,” he said. n

marketing after beginning his career 
as a sales manager with Nestle.
 While he praised recent im-
provements made by ICBM, Gaytko 
emphasized the opportunities that 
remain, particularly for in-person 
advocacy and membership growth.
 “I’ve been involved with the 
D.C. summit for about five trips to 
Washington, and the one thing that 
I found on my visits out there is how 
important it is to be in front of your 
legislators,” Gaytko said. “It’s one 
thing writing a letter and filling out 
a form letter. It’s another thing going 
in person and shaking their hand, 
letting them know who you are.”
 That impact is equally visible 
on the state and local level, Gaytko 
added, and he wants to grow the 
number of people who participate in 
ICBM’s Washington and state advo-
cacy trips. Advocacy, however, can’t 
be done once annually, he warned. 
It’s about year-round interactions 
with legislators. “I think when the 
next crisis hits banking, it’s going to 
be that much more important that 
we’re entrenched in our advocacy 
efforts before that happens,” he said.
 Involving younger bankers in 
advocacy and other industry efforts 
from the beginning are vital to rais-
ing the next generation of leaders, 
Gaytko said. “You have to spark that 
passion for community banking like 
my father-in-law did in me 24 years 
ago,” he said. “I want to try to engage 
them. I look around at the young tal-
ent that we have and I keep pushing 
all of my managers to get them to a 
networking event, have them meet 
people that are doing the same thing 
in other banks.”
 Building comradery with peers 

will encourage young bankers to get 
involved and stay involved in bank-
ing, Gaytko said. “That’s where you 
get the stickiness.”
 Much like having multiple prod-
ucts with a bank decreases the like-
lihood a customer will leave, being 
involved in the industry in different 

Someone to maintain control in the crazy world of IT 
security. Someone who isn’t afraid to take on hackers. 
Someone to guard the door to your bank’s data.

When you run a community bank, a bouncer can be 
your new best friend.

At Locknet, we’re the bouncers of the modern business 
world. And we’ve got your back.

Locknet Managed IT. A SOC2 audited and FFIEC 
examined technology service provider.

Your Network. Safe.

Your bank needs
a bouncer.

locknetmanagedit.com  •  844-365-4968
Minneapolis  •  Rochester  •  La Crosse  •  Eau Claire  •  Wausau  •  Waterloo/Cedar Falls

Aaron "Bouncer" Foglia 
Locknet Security Engineer
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We’re Taking the 
Annual Convention Up North

Inspiring Speakers. Great Golf. Valuable Connections.

ENGAGEMENT & LEARNING
Hear how perseverance paid off for Keynote Speaker John 
Shuster, Captain of the 2018 Gold Medal Curling Team, as 
he shares his journey from rejection to redemption.
     
GREAT GOLF
Hit the links at Tianna Country Club with fellow 
independent community bankers and bond over  
birdies and bogeys! 

MEANINGFUL CONNECTIONS
Surrounded by the singular beauty of northern Minnesota, 
this event offers the ideal mix of business and bonding. 
The idyllic location sets an open and relaxed tone that 
permeates all three days and fosters lasting connections. 

Visit icbm.org and Register Today! 

All are welcome - bring staff and family! 

Experience the best of ICBM in three event-filled 
days. With thought-provoking speakers, great golf, 
unmatched networking and memorable experiences 
- this is the one event you don’t want to miss.  

See you at the lake!
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Save the Date!
2020 ICBM Convention
Plan to join your fellow Minnesota community bankers 
at the 2020 ICBM Convention at Grand View Lodge, 
Nisswa, August 6-8. 



 “This is an incredible 
honor and exciting opportu-
nity for me to lead the finest 
correspondent banking team 
in the nation,” Larsen said. 
“Right from its inception as 
America’s first bankers’ bank, 
UBB has led the way with so 
many product, service and 
technology innovations. Not 
only do I intend to continue 
that tradition,” Larsen said, 
“my goal is to take UBB even 
further and become the nation’s premier bankers’ bank.”
 Larsen is already a familiar name and face to many in 
the banking community. He held several positions at UBB 
from 2000 to 2016, including roles overseeing compliance 
services, trust services, HR consulting services and the 
stock valuation services of BankValue Advisory Services. 
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UBB names new president

Dwight R. Larsen, with more than 30-plus years of ex-
perience in bank management, regulatory affairs and 
education, became the new president/CEO of United 

Bankers’ Bank, Bloomington.
 “Dwight is an outstanding fit for UBB’s culture of 
product excellence and customer service — not only for 
the UBB we see today but also for where we believe the 
bank must go to meet the challenges of tomorrow,” said 
Bryan Grove, chair of the UBB board and president of 
American State Bank in Grygla, Minn.
 Larsen, 56, is the third president to take the helm 
at UBB since it was founded in 1975 as the nation’s first 
bankers’ bank providing correspondent services exclu-
sively to independent community banks. The appoint-
ment culminates an extensive national search to replace 
William Rosacker, who retired in April after leading UBB 
for 34 years.

news & notes

Dwight R. Larsen
President/CEO

United Bankers’ Bank
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CBFS has changed its name 
to ICBM Insurance.

•  Financial Institution Bond

• Excess Deposit Insurance

•  Directors and Officers Liability

•  Civil Money Penalties Protection

•  Property, Casualty, and Workers’ Compensation

•  Forced Placed Property and Flood Programs

•  $9.00 Life of loan flood determinations

•  Mortgage settlement services program

•  Cyber insurance program that includes  
cost of card reissue

Let us find the right coverage for your community bank.

Kevin Christians Kevin Burr RJ Wright
Executive Vice President Senior Vice President Senior Account Manager

612-720-3199 320-248-5039 651-789-3986
kchristians@icbm.org kburr@icbm.org rwright@icbm.org

For additional information visit www.CBFS.biz or contact:

(CONTINUED ON NEXT PAGE)

Under Larsen’s direction, BankValue expanded its bank 
stock valuations, market analysis, and merger and acqui-
sition consulting service to customers throughout UBB’s 
15-state market area.  Dwight was also the chair of UBB’s 
Asset Liability Management and Enterprise Risk Manage-
ment committees.
 From 1986 to 2000, and again for the past two years, 
Larsen has served as a national bank examiner with the 
Office of the Comptroller of the Currency (OCC). There he 
built extensive knowledge in risk management and effec-
tive corporate governance working with banks of every 
size and with every level of management and operations.
 Larsen dedicated his first 30 days on the job, which 
officially started on Monday, Aug. 26, to “listening, listen-
ing and listening again,” he said, “including a series of 
meetings with staff and executive leadership at UBB, our 
Board of Directors, our customers and community bank 
leadership.” n

Congressman Dean 
Phillips visits Star Bank

Congressman Dean Phillips visited the Eden Prairie 
location of Star Bank on July 2. The meeting was 
more than just a friendly call on a local business in 

his district. According to Star Bank President/CEO Harry 
Wahlquist, Congressman Phillips’ goal was to learn about 
community banking as a member of the House Financial 
Services Committee. He also wanted to learn more about 
the issues that affect Star Bank and its customers in Min-
nesota’s 3rd Congressional District.
 Wahlquist planted the seed for a visit during ICBM’s 
trip to Washington, D.C., for ICBA’s Capital Summit held 
April 28 through May 1.“The highlight of the trip was what 
ended up a private sit-down with Congressman Phillips,” 
Wahlquist said. “Scott Beuning (Tradition Capital Bank, 
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ministration. Earlier this year, the two groups signed 
a memorandum of understanding that would “help 
credit unions better understand and make use of 
SBA-backed loans and resources.” 
 Myhre raised his concerns with ICBM President/ 
CEO Jim Amundson, who passed them along to 
national leadership at the Independent Community 
Bankers of America.
 The move prompted action from ICBA, with the 
organization sending a letter to the SBA urging it to 
terminate this type of collaboration with the NCUA. 
Addressing Acting Administrator Chris Pilkerton, 
ICBA wrote that credit union participation in SBA 
programs violates the spirit of the Small Business 
Act, which encourages private enterprise and free 
competition. 
 Notably, Congress “did not want non-profit com-
panies to ‘double-dip’ federal subsidies: once, 
by receiving a tax exemption subsidy, then once 
again, by receiving a 7(a) loan subsidy,” ICBA wrote. 
“As you are likely aware, credit unions receive a feder-
al subsidy through their tax exemption. When credit 
unions compete with private enterprises, such as 
community banks, the subsidy bestows a competitive 
advantage over private enterprises, which is at odds 
with the contention that Congress does not want 
government subsidies to displace private, conven-
tional lenders.” n

ICBM Board appoints Think Mutual’s 
Paul Mackin as Director-at-Large

On June 1, Paul Mackin 
began a three-year term 
as a director-at-large on 

ICBM’s board of directors. 
Mackin is president/CEO of 
Think Mutual Bank, a posi-
tion he has held since 2008; 
he brings 35 years of experi-
ence to ICBM’s board.
 “As the leader of a $1.6 
billion community banking 
organization, Paul brings 
great insight on ways ICBM 
can serve larger community banks in the state,” said 
ICBM President/CEO Jim Amundson. “Paul had been 
back less than a month at our June board meeting 

based in Wayzata) and I were scheduled to meet with 
Phillips at his office. We arrived a little earlier than our 
fellow Minnesota community bankers and just happened 
to meet Congressman Phillips outside his building. He 
ushered us through security and before we knew it just 
the three of us were visiting in his office.”
 During their meeting, Congressman Phillips ex-
pressed his desire to learn more about banking issues. 
“I suggested we do a lunch-and-learn at Star Bank when 
he was home in our district,” Wahlquist said. “Then, he 
contacted us about eight weeks ago to pick a date.”
 During the meeting, Wahlquist and ICBM President/
CEO Jim Amundson walked Phillips through the history 
and Congressional intent for credit unions and Farm 
Credit. They also introduced the Congressman to ICBA’s 
legislative agenda, Community Focus 2020. “We had a 
wonderful exchange of information,” Wahlquist said. “It 
was scheduled to go an hour, but it ended up stretching 
to 90 minutes. He even indicated he’d love to do it again.”
 Star Bank’s meeting with Phillips shows that an 
advocacy relationship is just like any other, said Amund-
son. “We can build these relationships, and they do affect 
lawmakers’ opinions, especially with the steep learning 
curve that confronts them when they enter the office,” he 
said. “We can only capitalize on opportunities like Star 
Bank did if we show up.” n

ICBM member raises issue, 
prompts ICBA letter

Erik Myhre, CEO of Community First Bank, noticed an 
unusual collaboration between the National Credit 
Union Administration and the Small Business Ad-

news & notes (CONTINUED)

Paul Mackin
President/CEO

Think Mutual Bank
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Call Andy, Chris or Scott today! 

651-631-4900 •  866-9SPEDCO • SPEDCO.com

If you’re growing your business (or you’re a banker 
helping a small business expand), 

It’s time to think about an  
SBA 504 loan from SPEDCO.

SBA 504 is long-term, fixed rate financing for land, 
buildings, or equipment.

Borrowers preserve cash by funding only 10% of 
the project cost and 10, 20 & 25 year fixed rates 
keep monthly payments constant.

SPEDCO partners with banks to provide SBA 504 
financing to small businesses in Minnesota and 
western Wisconsin.

news & notes (CONTINUED)

and he is already making positive 
contributions. We’re all thankful 
he is willing to help lead ICBM as a 
board member once again.”
 Mackin, who has served as 
a director-at-large before, is one 
of two at-large directors. ICBM’s 
bylaws allow for up to three 
directors of this type. Jenn Spartz 
of Woodland Bank, Grand Rapids, 
served as a director-at-large until 
this year; she was elected in Janu-
ary to represent ICBM District 9.
 Earlier this year, four other 
Minnesota community bankers be-
gan their terms on ICBM’s board.
 Bill LaVigne, chief operating 
officer at The Bank of Elk River, 
was elected to represent District 5. 
He took the seat vacated by Anita 
Drentlaw, president/CFO of New 
Market Bank, Elko New Market, 
when she was elected to the exec-
utive committee at Convention in 
August 2018.
 Tiffany Baer Paine, president/
CEO of Security Bank USA, Bemi-
dji, was elected in District 10. Baer 
Paine previously served a 3-year 
term on the ICBM board as an at-
large director.
 Peter Nelson, president of 
Glenwood State Bank, and Erik 
Myhre, CEO of Community First 
Bank, were re-elected to rep-
resent District 7 and District 8, 
respectively.
 “Serving on the ICBM board
 is a valuable and important way 
that community bankers further 
the mission of this association 
and promote the future success 
of our industry,” Amundson said. 
“Thank you to all our board 
members for your service to our 
industry.” n

(CONTINUED ON NEXT PAGE)
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news & notes (CONTINUED)

DIF refunds triggered
for community banks

The FDIC Deposit Insurance Fund reserve ratio sur-
passed 1.38 percent, triggering approximately $764 
million in ICBA-advocated assessment credits for 

community banks with less than $10 billion in assets. The 
FDIC will start applying the credits this month to offset 
the 2019 second-quarter bank assessments.

          A provision of the Dodd-Frank Act of 2010 
requires larger banks to offset the cost of 

increasing the DIF reserve ratio from 1.15 
percent to 1.35 percent on banks under $10 

billion. These assessment credits will be 
automatically applied each quarter 

that the reserve ratio is at least 1.35 
percent.

           “At the time of the 
original debate, the Deposit 

Insurance Fund was in 
negative territory amid 
the fallout of the Wall 
Street financial crisis,” 
ICBA President and CEO 
Rebeca Romero Rainey 
said. “Looking at the 
big picture, ICBA fought 
hard to ensure that 
most community banks 
wouldn’t be stuck foot-
ing the cost of a crisis 
they didn’t cause.”  n

Minnesota banks pull in
$463 million in second quarter

The 287 FDIC-insured banks in Minnesota had net in-
come of $463 million in the second quarter, up from 
$220 million in the first quarter but down from $480 

million a year ago.
 They had a return on assets of 1.25 percent, up 
from the first quarter’s 1.21 percent but down from 
2018’s 1.31 percent. “The state also lost one 
bank over those three months. One year ago, 
there were 300 FDIC-insured institutions in 
Minnesota.”
 Nationwide, the 4,873 FDIC-in-
sured community banks reported 
net income of $6.9 billion in 
second-quarter 2019, up $522.7 
million or 8.1 percent from a 
year earlier. That’s better 
than the 4.1 percent 
growth in net income 
industry-wide.
 The FDIC’s Prob-
lem Bank List declined 
from 59 to 56 banks, the 
lowest number since 
the first quarter of 2007. 
Merger transactions 
absorbed 60 institutions, 
five new banks opened, 
and one institution 
failed. n

The Bottom Line
(CONTINUED FROM PAGE 5)

Impact 
 If you are reading this, you are holding a copy of 
IMPACT Magazine — an asset designed specifically to 
provide member value. Not only are we sharing important 
industry information, but we are also highlighting the great 
work of our members and getting our professionally writ-
ten pieces published more broadly. What a great way for us 
to tell the community banking story outside our industry!

Member Services
 We are growing and improving the experience for 
associate members and endorsed providers. We’re more fo-

cused than ever on productive relationships with reputable 
companies who provide valuable products and services and 
unique benefits to our members. We believe we can help 
you cover the cost of your membership dues, so put us to 
the test.

Thank You
 Thank you for being part of ICBM!  Our work is on 
your behalf and we’re committed to making a difference. I 
hope you are seeing the best of what we’ve always been but 
also some positive changes. If we can ever be of assistance, 
don’t hesitate to call me at 651-789-3985.  n
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Member honored 

Community First Bank, Menah-
ga, was honored for its 120-year 
anniversary at the Independent 

Community Bankers of Minneso-
ta’s Convention on Aug. 2. 
 To commemorate the bank’s 
commitment to providing commu-
nity banking services, Community 
First received a flag and display 
case from Jim Amundson, ICBM 
President/CEO.
 The American flag has long 
been a symbol of freedom, pros-
perity and independence, and it 
serves as a reminder of achieving 
and protecting those values. In that 
spirit, ICBM recognizes member 
banks that represent those same 
values and have succeeded in doing so for a century or more.
 Since the presentation program began in 2004, ICBM has marked member banks’ milestone anniversaries 
by honoring them with flags and display cases built by veterans at the Minnesota Veterans Home in Hastings.

BANKERS 
EQUIPMENT 
SERVICE

80+ Years Providing Financial Solutions
Twin Cities | Bemidji | Bismarck | Duluth | Fargo/Moorhead | Mankato | Marshall | Rochester | Minot

bankersequipment.com | 888.890.661

Branch Transformation You Can Count On!

• Knowledgeable Sales, Installation, Training and Support
• Partnered w/ Industry Leading Manufacturers
• 19 Factory Trained Technicians w/ Over 300 Yrs. Combined Experience

Multifunction ATM’s Interactive Teller Machines Self Service Coin MachinesCurrency Recyclers Coin & Currency Solutions

Scalable Line of Premium Products & Services

“I chose to engage BES 
because of trust; I knew 
that they would help us 
find the best solution for 

our particular needs.”
The First State Bank  

of Rosemount 
Mark Toombs, 

President

Accepting an American flag from ICBM, from left: Justin Day, Roger Day, 
Nancy Day and James Day — the second and third-generation owners 

of Community First Bank, Menahga.



Community banks attracted 
to new endorsed payroll service 

By Greg McCurry
ICBM

services
S  ince ICBM announced its endorsement 

of Press Gold Group’s payroll services 
in August, three community banks have 

signed on, four are receiving demonstrations, 
and 11 are reviewing the offering. Why has it 
had so much interest in its first 30 days? It’s 
because it is transparent about its cost. It also 
often provides upgraded functionality and 
saves our members money.
 As we help our members assess what they 
are getting from their payroll providers, we’re 
finding that our members benefit in various 

ways from working with Press Gold Group, which is a locally owned, 
Minnesota-based company. One bank that recently signed up was 
able to move to twice-a-month payroll without doubling their cost. 
These are the kinds of win-win scenarios — for employers and em-
ployees — that this endorsed service can provide. 
 “The ICBM Services board seeks to answer one very important 
question when we’re considering a new endorsed product or service: 
Does the provider offer enough value at the right price point for our 
banks to seriously consider using them?” asked Bill LaVigne, CCO 
at The Bank of Elk River, and Chair of ICBM Services during the 
vetting process. “In the case of Press Gold, the answer was ‘yes;’ that’s 
why they received our endorsement.”
 ICBM Services board members all indicated their respective 
community banks could save on payroll expenses if they took advan-
tage of the ICBM Services negotiated pricing. n
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Kevin Christians
Executive Vice 
President
ICBM Insurance
 
612-720-3199
kchristians
@icbm.org

Kevin Burr
Senior Vice 
President
ICBM Insurance
 
320-248-5039
kburr@icbm.org
 

MEET YOUR ICBM 
AMBASSADORS

Kevin Christians
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President
ICBM Insurance
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kchristians
@icbm.org

Kevin Burr
Senior Vice 
President
ICBM Insurance
 
320-248-5039
kburr@icbm.org
 

MEET YOUR ICBM 
AMBASSADORS

MEET YOUR ICBM
AMBASSADORS

Kevin Christians 
Executive Vice President 

ICBM Insurance
612-720-3199 
kchristians@icbm.org 

Kevin Burr 
Senior Vice President 

ICBM Insurance
320-248-5039 
kburr@icbm.org

Greg McCurry
SVP
Chief Development Officer
651-789-3980
gmccurry@icbm.org

ICBM’s Greg McCurry (left) and Press Gold Group Owner Carl 
Pressman (right) welcome Mark Toombs, president of The 

First State Bank of Rosemount, as one of the first customers of 
ICBM’s endorsed payroll service. 



Abdo, Eick and Meyers 
tel: 952-835-9090
5201 Eden Ave, Ste 250  |  Edina, MN 55346
contact: Karen Post
email: karen.post@aemcpas.com
website: www.aemcpas.com

 Fraud prevention hotline

Armbruster Executive & Employee Benefits 
tel: 651-209-2665  |  fax: 651-209-2669
7835 3rd St N, Ste 107  |  Oakdale, MN 55128
contact: Steve Dabelow
email: sdabelow@aeebinc.com
website: www.aeebinc.com

 Business benefits design and resources company; 
 life, dental, and disability insurance

Bankers Equipment Service, Inc 
tel: 952-890-6661  |  fax: 952-890-7310
11561 12th Ave S  |  Burnsville, MN 55337
contact: Kevin Hubbard
email: khubbard@bankersequipment.com
website: www.bankersequipment.com

 Banking equipment, service, supplies

Cetera Financial Institutions 
tel: 320-656-4005  |  fax: 877-656-8802
400 First Street South, Ste 300  |  St. Cloud, MN 56301
contact: Sean Casey
email: sean.casey@ceterafi.com
website: www.ceterafinancialinstitutions.com

 Investment and insurance solutions
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endorsed services

The ICBM Employee Benefits Services Partner 

Matrix  
HSRA™  Analyze quickly 

 

Make decisions easily  
 

Save $$$ - as much as 20%-30% 
 

Obtain peace of mind  
 

~Put us to work for your benefit~ 

Smart Decisions  

Steve Dabelow | sdabelow@aeebinc.com | 651-209-2665 

Benefit from our Innovation 
The Matrix:  A proprietary analytics tool to help clients  
compare & evaluate plans across carriers to help determine 
which options best meet their unique needs, specific to their 
group.   
 
HSRA™:  A unique approach which allows most groups of 
12+ employees on plan to save $1,000 to $1,500 per year per 
employee on the medical plan.  We are able to accomplish 
this without changing the benefits to the employee, and 
sometimes without changing carriers.    

(CONTINUED ON NEXT PAGE)



CLA
220 South Sixth St, Ste 300  |  Minneapolis, MN 55402
contact: Joshua Juergensen
email: joshua.juergensen@CLAconnect. com
website: icbm.org/CECL/

 CECL Calculator and Implementation Consulting

Computer Services, Inc (CSI) 
tel: 800-545-4274
2901 Technology Dr  |  Paducah, KY 42001
contact: Bill Evers
email: bevers@csiweb.com
website: www.csiweb.com

 Board and employee portals

Frederick Martin Advisors 
tel: 952-303-5566
574 Prairie Center Dr, Ste 135-103  |  Minneapolis, MN 55344
contact: Dean Schumann
email: dean.schumann@fredmaradvisors.com
website: www.fredmaradvisors.com

 IT consulting services

Fringe Benefits Design of MN, Inc 
tel: 952-896-2020  |  fax: 952-896-2022
7760 France Ave S, Ste 950  |  Bloomington, MN 55435
contact: Todd Mathison
email: todd.mathison@fbdmn.com
website: www.fbdmn.com

 Multi-employer 401(k) plan

Harland Clarke 
tel: 612-801-4513
16669 Javelin  |  Lakeville, MN 55044
contact: Michelle Giesen
email: michelle.giesen@harlandclarke.com
website: www.harlandclarke.com

 Check printing services, direct marketing, and forms

ICBA Bancard/TCM Bank 
tel: 800-242-4770
1615 L St NW, Ste 900  |  Washington, DC 20036
contact: Client Relations
email: bancard@icba.org
website: www.icbabancard.org

 Total card management

ICBA Mortgage 
tel: 800-253-5356
1615 L St NW, Ste 900  |  Washington, DC 20036
contact: Ron Haynie
email: mortgage@icba.org
website: www.icbamortgage.com

 Access to secondary markets, long term financing 
 options

ICBA Securities 
tel: 800-422-6442  |  fax: 901-762-5333
775 Ridge Lake Blvd, Ste 175  |  Memphis, TN 38120
contact: Jim Reber
email: jreber@icbasecurities.com
website: www.icbasecurities.com

 Investment products, services, and education 
 programs

Presidio (formerly Emergent Networks) 
tel: 612-213-2600
3600 Minnesota Dr, Ste 150  |  Edina, MN 55435
contact: Mike Chapman
email: mikec@emergentnetworks.com
website: www.emergentnetworks.com

 Encrypted e-mail solutions

Press Gold Group 
tel: 952-746-2475
4510 W 77th St., Ste. 101  |  Edina, MN 55435
contact: Carl Pressman
email: carlp@pressgoldgroup.com
website:  http://pggpayroll.com/

 Payroll

SHAZAM 
tel: 866-468-1497  |  fax: 515-248-5828
6700 Pioneer Parkway  |  Johnston, IA 50131
contact: John Peck
email: jpeckb@shazam.net
website: www.shazam.net

 Electronic fund transfer product and services
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SPEDCO 
tel: 651-631-4900  |  fax: 651-631-9498
3900 Northwoods Dr, Ste 225  |  Arden Hills, MN 55112
contact: Jonathan Sage-Martinson
email: jonathan.sagemartinson@spedco.com
website: www.spedco.com

 SBA support

The Sisk Company, Inc 
tel: 817-735-4884
4055 International Plaza, Ste 440  |  Fort Worth, TX 76109
contact: Jeff Sisk
email: js@siskcompany.com
website: www.siskcompany.com

 Club account services

Total Networx
tel: 952-400-6500  |  fax: 952-400-6501
417 W Travelers Trail  |  Burnsville MN 55337
contact: Todd Messner
email: tmessner@totalnetworx.com
website: www.totalnetworx.com

 DRWorx disaster recovery solution

Travelers Insurance Co 
tel: 651-310-5946  |  fax : 877-284-9763
385 Washington St, Mailcode SB04B  |  St. Paul, MN  55102
contact: Erik Buoen
email: ebuoen@travelers.com
website: www.travelers.com

 Bond, D&O, property/casualty insurance

If you’re considering a provider for a new product or service, look for our logo. 
ICBM Endorsed Services are vetted by fellow community bankers.



Central Minnesota Development Company

CMDC has been assisting businesses 
with their business financing needs since 
1978. As an SBA Premier Certified 
Lender (PCLP) — a designation held by 

less than 10 percent of CMDC certified development com-
panies (CDCs) in the United States — is authorized to pro-
vide SBA 504 loans and other SBA and business financing 
programs throughout Minnesota. CMDC can provide in-
house loan approvals to meet your most pressing deadlines; 
it can deliver fast, free pre-qualifications within 24 hours, 
and it can work with business owners, lenders, and real estate 
brokers to coordinate your project from start to finish. 
  
Michael Mulrooney
763-784-3337 
mike@cmdcbusinessloans.com
www.cmdcbusinessloans.com
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new associate members
The Excelsior Group

The Excelsior Group (TEG) is a full-service real estate firm 
offering boutique-level services to the Twin Cities area 
in the fields of management, real estate investments and 
advisory services, homebuilder lending, and development. 
Established in 2005, TEG has experience owning and 
managing many types of real estate, including multifam-
ily, industrial, office, retail, hospitality, and land. Current 
management contracts consist of more than 1.9MM SF 
of commercial real estate, nearly 5,000 apartment units, 
including 700 under development, 650 acres of raw land 
and 200 single-family home lots. 
  
Jeff Williamson
952-525-3242
Jeffrey.Williamson@ExCapLLC.com
www.excelsiorllc.com

ICBM has created a free public service flyer you can download, print and display at your institution. 
Download the flyer at bit.ly/FarmHelp. It encourages people in distress to seek assistance and includes 
MDA’s mental health hotline number, which is free, confidential and answered 24 hours a day.



Visit ICBM’s website at www.icbm.org to view the 
complete Associate Member listings.
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Associate Member Meetup 

Each month ICBM gathers
associate members for 

networking and 
information sharing.

Where? 
ICBM’s New Headquarters at 

7900 International Drive, Suite 685
Bloomington, MN 55425

When?
The next one is on October 15 | 4PM - 6PM.

How do I register?
Visit icbm.org/education-events/meetups/

If you are not an ICBM member and would like to 
attend, contact Greg McCurry at 

GMcCurry@icbm.org or at 651-789-3980. 

Call me at 320.759.8401

Based in Alexandria, Minn., serving Minnesota

Jeff Restad
Together, let ’s make it happen.

Member FDIC 21
10

0

We do not reparticipate any loans.

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

Why choose Bell as your bank’s lending partner?

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

21100 AD Independent Community Bankers of Minnesota 2019 Update_Jeff_V1.indd   1 2/14/19   2:42 PM

Think GREAT

Think GREAT is a Certified Veteran Owned Business and 
corporate consulting company focused on transforming 
the teams and empowering the leaders within community 
banks. Dedicated to increasing workplace engagement at 
the highest levels, which positively impacts the customer 
experience, we specialize in providing a shared language 
of success and the resources necessary to strengthen the 3 
Pillars of Business Greatness — leadership development, 
strategic planning, and sales performance. 
  
Erik Therwanger 
818-584-5335
Erik@thinkgreat90.com
www.thinkgreat90.com
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QwickRate® provides the premier 
non-brokered CD Marketplace for funding 

and investing with fast connections to 
more than 3,000 institutions so banks can 

proactively manage liquidity needs. 
QwickRate also offers QwickAnalytics®—

powerful, time-saving bank research, 
performance analysis and regulatory tools, 

available online in just a few clicks. 
Never before has this type of data and 

analysis been so affordable for community 
banks. Includes CECLSolver™, Credit 

Stress Test, PeerWatch Trends and 
competitive research on any bank. 

A Preferred Services Product of the ICBA. 

data
Charts courtesy of QwickAnalytics

Top 25 QCBI Banks ROAA (S-Corps)
Rank Bank Name Total Assets* ROAA

1 State Bank of Wheaton $79,462 2.95%
2 Welcome State Bank, Welcome $30,215 2.90%
3 Vermillion State Bank, Vermillion $561,303 2.69%
4 State Bank of Danvers, Benson $46,622 2.62%
5 Lake Central Bank, Annandale $155,064 2.61%
6 Prinsbank, Prinsburg $134,002 2.57%
7 Midwest Bank, Detroit Lakes $506,389 2.41%
8 Grand Timber Bank, McGregor $43,621 2.39%
9 Saint Clair State Bank (incorporated), Saint Clair $93,245 2.38%

10 North American Banking Co, Roseville $537,544 2.35%
11 Security State Bank of Marine, Marine on Saint Croix $141,130 2.33%
12 State Bank of New Richland $114,007 2.32%
13 Farmers And Merchants State Bank of Blooming Prairie $84,821 2.30%
14 Security State Bank of Oklee $31,468 2.27%
15 Prairie Sun Bank, Milan $48,988 2.26%
16 Peoples State Bank of Wells $53,444 2.24%
17 Farmers And Merchants State Bank of Pierz $216,615 2.13%
18 Ultima Bank MN, Winger $186,673 2.11%
19 First Farmers & Merchants National Bank, Luverne $177,163 2.11%
20 Premier Bank MN, Farmington $253,155 2.09%
21 Elysian Bank, Elysian $47,814 2.09%
22 Adrian State Bank, Adrian $49,863 2.05%
23 Security Bank USA, Bemidji $151,061 2.04%
24 Visionbank, Saint Louis Park $87,142 2.03%
25 Farmers State Bank of Hartland $159,581 2.01%

Most recent quarter (MRQ) ROAA (stated) for S-Corp status institutions only

Top 25 QCBI Banks ROAA (C-Corps)
Rank Bank Name Total Assets* ROAA

1 Stearns Bank, Saint Cloud $2,252,763 2.37%
2 Premier Bank, Maplewood $835,632 1.98%
3 Park State Bank, Duluth $138,898 1.97%
4 Frost State Bank, Frost $53,194 1.87%
5 American Bank of the North, Nashwauk $512,237 1.71%
6 Home FSB, Rochester $721,666 1.68%
7 Bridgewater Bank, Saint Louis Park $2,118,160 1.57%
8 Hometown Bank, Redwood Falls $334,271 1.53%
9 United MN Bank, New London $30,930 1.53%

10 Sentry Bank, Saint Joseph $220,968 1.52%
11 Sherburne State Bank, Becker $121,164 1.50%
12 Union B&TC, Minneapolis $159,167 1.43%
13 Community Resource Bank, Northfield $314,825 1.42%
14 Merchants Bank, Winona $1,795,053 1.40%
15 First State Bank of Bigfork $78,888 1.37%
16 First State Bank of WY, Wyoming $180,884 1.33%
17 Currie State Bank, Currie $83,532 1.30%
18 Lake Community Bank, Long Lake $116,792 1.30%
19 Stearns Bank of Upsala $78,342 1.28%
20 Lakeview Bank, Lakeville $102,998 1.28%
21 Pine Country Bank, Little Falls $173,962 1.27%
22 Progrowth Bank, Nicollet $120,848 1.26%
23 MN B&T, Edina $631,339 1.25%
24 American Heritage National Bank, Long Prairie $351,435 1.20%
25 Woodlands National Bank, Hinckley $210,400 1.20%

Most recent quarter (MRQ) ROAA (stated) for C-Corp status institutions only

*dollars in thousands



REACH NEW HEIGHTS.
Payment solutions you can rely on from people you can trust.

Through the delivery of flexible, innovative payments and digital 
commerce solutions, ICBA Bancard is helping community banks 
challenge the payments status quo to meet their customers’ 
evolving needs and expectations. 

Reach new heights with ICBA Bancard.

www.icbabancard.org  |  bancard@icba.org  |  800-242-4770
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CLAconnect.com

Investment advisory services are offered through CliftonLarsonAllen Wealth Advisors, LLC,  
an SEC-registered investment advisor.  25-0409 |  ©2018 CliftonLarsonAllen LLP

Create Opportunities
We promise to know you and help you.

WEALTH ADVISORY  |  OUTSOURCING  |  AUDIT, TAX, AND CONSULTING

Implementing CECL 
Just Got Easier
Are you confused about the new 
allowance standard? Concerned you 
will not have enough data to be ready 
for implementation? CLA can meet 
you wherever you’re at in the current 
expected credit loss (CECL) journey.

Talk with someone  
who knows CECL

CLA professionals will help you:

• Better understand the new  
Allowance for Loan and Lease Losses 
(ALLL) accounting standard 

• Create a plan for implementing  
the new standard

• Evaluate CECL models, including data 
requirement identification and retention

Take the complexity  
out of calculating  
your losses

With CLA, you’ll have access to 
the Bank Trends CECL allowance 
calculator. This calculator collects 
quarterly charge-off and loan data 
from your regulatory reports, allowing 
you to apply specific quantitative 
and qualitative adjustments to your 
institution’s data. 

Ready to get started?  
Email CECL@CLAconnect.com  
or visit our website.


