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THANK YOU!
By PJ Wharton, President and CEO Yampa Valley Bank., Steamboat Springs, Co, IBC President

Fellow Community Bankers,
Thank you for the honor and opportunity to represent you this past year as IBC’s President. While I
doubt any of us would like to repeat the events of the
past nine months, I can honestly say that I have never
been PROUDER to be a Community Banker.

Proud supporter of community banking
and the Independent Bankers of Colorado
since 1980
Bank Stock Loans | Loan Participations | Cash Management | ATM/Debit

B ANKERS ’ B ANK OF THE W EST
BBWEST.COM ▪ 800-873-4722
offices in Denver and Lincoln
Member FDIC ▪ Equal Housing Lender
♥

WE CHAMPION COMMUNIT Y BANKING

Never forget what we experienced in March and
April, those worried and even frantic calls from businesses, TERRIFIED that the Cares Act Funds would
be gone before their application was submitted or
approved. But you worked through the weekend,
through the night and did whatever was necessary to
ensure these funds made it to Main Street. And we
did it!!! Next up forgiveness……yes, I know how frustrated we are with our senators and congressman in
D.C. But this is exactly why the IBC exists. Our Executive Director Mike VanNorstrand has worked
tirelessly representing each one of us with our D.C.
representation, as has the ICBA.
So what have we learned from COVID and the gridlock in Washington? Our efforts matter. Please be
part of the solution. Please participate when the
ICBA asks you to reach out to your senators and congressman. Please consider joining us at the ICBA
Washington DC summit this May. It matters. Our
representatives are starting to get it. They know we
are the ones that are backstopping our communities
and small businesses. They are listening to us.
The IBC is committed to remain independent. I and
the Board firmly believe that the IBC is the exclusive
voice of independent community banking in Colorado.

Oct/Nov 2020

I am thrilled to be replaced by our incoming IBC
President Mr. Quentin Leighty. Quentin is exactly
what we need at the IBC today. He represents a family bank that began over 100 years ago. His dad, Dale
is a past IBC President and Quentin was destined for
leadership…..But what sets Quentin apart is his passion for his customers and for his community. He is
bright, hardworking, and most important, Quentin
gets things done. We are truly fortunate to have one
of the best and the brightest as our IBC President for
the next year. Congratulations Quentin.
The IBC is committed to the tough but necessary
fights in the trenches both in Colorado and Washington DC. The ONE silver lining that I have taken from
the COVID crisis is this. Our communities FINALLY
have seen AND experienced WHY community banks
matter. You had their backs and they are moving
BACK their relationships to our banks. I am bullish
on our future. I am committed to fighting with you,
and for you. We are led by an Executive Director who
is at his best when we need him the most. We have an
IBC team who is primed and ready to try new things
and expand our horizons. We are excited about our
future and I hope you will join us and bring other
bankers to the IBC to strengthen our team. I believe
in you…thank you for believing in me.

PJ Wharton
President and CEO
Yampa Valley Bank
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FROM THE TOP

FLOURISH

By Rebeca Romero Rainey, President & CEO, ICBA

By Noah Wilcox, Chairman, ICBA and President, CEO, and Chairman Grand Rapids State Bank,
Grand Rapids, Minn.

A

nation in crisis requires an emergency response, and community bankers have
answered the call.

This year, as turmoil arose from the
COVID-19 pandemic, community bankers stepped in to respond to the needs of
our communities. As this health crisis
continues to wreak havoc on our economy, we fight on. We remain in the trenches for our customers, granting
accommodation requests and
helping them navigate changes
to their business models.
My Top Three
Here are my top three tips
for bankers in preparing for
this year’s exams:
1. Develop and follow a documented methodology for
accommodations.
2. For consumer loan accommodations, be aware of
consumer protection and
fair lending laws.
3. Remember you’re writing
for the regulator. Keep it succinct and straightforward.

In fact, as the pandemic persists, we have extended our
efforts to both business and
consumer clients. We have
identified ways to help, not for
our banks’ gain, but because
it’s in our DNA as community
bankers to do what’s morally
right. For this, we should be
heralded, not penalized, but
that’s precisely where the friction lies: How examiners interpret our actions may not align
with the vision behind them.

Since August, I’ve participated
in weekly calls with my regulator, and new issues arise in each one. For
example, when we discussed Paycheck
Protection Program loans, I argued that
because they are backed by the government, they technically shouldn’t be treated as risky assets on our books, but I’m
not certain our examiners will see it that
way. The message from Washington—get
the funds immediately into the hands of
the businesses that need them—may get
lost in translation when the field exam
staff dive deeper into details.
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Then, as we respond to consumer accommodation requests, we’re hearing
cautionary counsel regarding consumer
protection and fair lending laws. Regulators want to see that we have a methodical
process in place to evaluate every request
and that we assess each one through a
consistent lens. While fairness and consistency are the primary goals, we’re also
relationship bankers who work to do
what’s right by our customers. But given
the regulator’s signals, it seems that doing what’s right needs to be documented.
So, as we explore the topics of regulation
and compliance in this month’s issue,
let’s consider the need to document as a
constant theme. For example, how you
approach accommodations, how you assess the accommodation request and how
you evaluate the risk will be scrutinized.
In short, we must have a standardized
process that demonstrates that our decisions relative to these accommodations
are safe, sound, prudent and appropriate.
Our actions speak for themselves, but
documentation can back that up. Our
hearts are in the right place, and community bankers have answered the call of
duty to do what’s right by our customers.
For this exam cycle, let’s just make sure
we’re covering our bases.n

When we flip our wall calendars to October, we’re regaled by images of pumpkins,
ghosts and black cats. Halloween—the ultimate holiday of imagination—draws out
the creative side in all of us.

“Just as we
responded
to the PPP
loan curveball, so,
too, have
we been
there to
address
the additional hurdles our
customers
face.”

Superpowers aside, the future remains
uncertain. With so many unknowns
in the wake of the pandemic, forecasting what will happen tomorrow or next
week—let alone next month or in a year’s
time—feels nearly impossible.
Yet, that’s precisely what we’re doing for
our customers. Just as we responded to
the Paycheck Protection Program (PPP)
loan curveball, so, too, have we been there
to address the additional hurdles our customers face, from loan accommodations
to financial literacy knowledge and beyond. It is a disorienting time to say the
least, but community bankers are excelling for our customers because we continuously ask: How can we use the current
circumstances to become more resilient
and strengthen our business model?
Community bankers do not stand idly
by and contemplate what’s next. Rather,
we act in support of immediate needs.
Through thoughtful innovation, we persevere in addressing our customers’ top
issues. Yet, as we innovate, we are also
required to evaluate how new processes,

Connect with Noah @nwwilcox
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But this year, as we suit up for Oct. 31,
we do so under the blanket of COVID-19.
The weight of that experience shifts the
dynamic. In fact, given what we’ve dealt
with this year, we all should be donning
our favorite superhero uniforms. The
lengths to which community bankers
have gone in support of their customers is
nothing short of heroic.

Oct/Nov 2020

procedures and solutions fit into the regulatory framework. In an environment
where compliance accounts for upwards
of $4.9 billion
of community
What you need to
bank expenses,
know
what more can
Virtual education
we expect as a
is a turnkey way to
result of new support your staff’s
programs like ongoing professional
PPP?
development. Virtual
Community Banker
University courses
provide education
These concerns
have been bub- and training around
timely topics,
bling up of late,
including emerging
because
the
regulatory issues.
regulatory environment will
dictate or limit what our future models
may look like. So, as you dive into this
month’s issue, I urge you to do so with an
eye toward areas of opportunity. Where
can we, as an assembly of community
bankers at ICBA, address the places where
regulation and compliance may hinder
our natural business growth? What actions do we need to take to ensure we have
room to evolve to meet future customer
needs?
While we can’t predict the future, we can
speak to one truth with absolute certainty: Community banking will not just survive but will thrive and flourish in the
years to come. Because, despite the odds,
in superhero sagas, the good guy always
wins. n
Connect with Rebeca @romerorainey
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IBC EDUCATION AND TRAINING PROGRAM
Including Regulations,
Lawsuits & Guidance

IBC’s 2020 Webinar Schedule
IBC has been a leader in webinar training for more than a decade and is committed to superior customer
service. Webinars are designed for most positions in your bank from the frontline to the board room.
Speakers are industry experts with long-term, hands-on experience. Benefits of participating in an IBC
webinar include:
• Easy to use, time effective, cost effective, convenient, and interactive
• Current and hot topics delivered by experienced speakers
• Take-away-toolkit (consists of an employee training log and a quiz to measure staff learning)
AUDIT & ACCOUNTING
1/16/2020 Accounting Nightmares:
TDRs, Foreclosed Assets,
Investments & More
1/29/2020 Call Report Update 2020
3/4/2020

Call Report Preparation:
Avoiding Common Errors

6/4/2020

TDRs: Defining, Examples,
Financial Reporting & Best
Practices

7/23/2020 Call Report Basic Lending
Schedules: Coding,
Classifications & Loan Loss
Allowance
9/15/2020 Call Report Regulatory
Capital: Standards, Ratios,
Risk Weighting

8/19/2020 Collections & Right of Set Off
in Commercial Lending

COMPLIANCE

11/17/2020 Risk Officer Series: Risk
Management Officer:
Expectations &
Responsibilities

1/8/2020

12/1/2020

1/23/2020

Top 10 Issues for the 2019
HMDA Report: Due March
1, 2020

4/15/2020

FCRA Compliance: From
Delinquent Loans to New
Hires

5/13/2020

5/20/2020

COLLECTIONS
3/25/2020 Collecting SBA Loans:
Critical Steps in Protecting the
SBA Guaranty
4/29/2020 Collecting SBA Loans:
Critical Steps in Protecting the
SBA Guaranty
5/19/2020 Credit Reporting &
Delinquent Accounts:
Disputes, Revisions &
Guidance
6/25/2020 20 Common Mistakes in
Consumer Collections
8/4/2020
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Maximizing Recoveries on
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Leveraging BSA Controls
for More Effective OFAC
Compliance

Avoiding BSA Compliance
Violations

Countdown to Reg CC Rule
Changes Effective July 1,
2020

7/8/2020

Annual Training for the
Branch: BSA, Identity Theft
& Regs CC, D, E & DD

12/3/2020

4/8/2020

9/16/2020

Understanding Marijuana
Business Compliance for the
Board
Board Secretary Training:
Documenting Board
Training, Minutes,
Corrections & More
Building the Best Possible
Board Meeting: From
Agenda to Action

LENDING

2/7/2020

Incorporating Diversity &
Inclusion into Your HR
Policies
Effective Time Mastery:
Working Smarter, Not
Harder - Recorded Only

2/19/2020

Harassment Claims in a
#MeToo World

7/7/2020

HR Compliance: Lessons
Learned from Massive HR
Failures

8/18/2020

Effective & Compliant PreEmployment Background
Checks

11/3/2020

Recruiting & Retaining
Millennials, Gen Z &
Nexters

2020 IRA & HSA Update,
Including IRA Provisions
Under the Secure Act

6/9/2020

Debit & Prepaid Card
Compliance: Disclosures,
Fee Changes & More

FRONTLINE &
NEW ACCOUNTS

4/16/2020

6/18/2020

Fair Lending Comparative
File Review That Meets
Regulator Expectations

1/14/2020

8/6/2020

10/8/2020

Beneficial Ownership Rules
for Business Accounts &
Loans
Risk Officer Series: A Year
in the Life of a Compliance
Officer: Tips, Tools &
Annual Requirements

10/27/2020 Risk Officer Series:
Advanced BSA Officer
Training: Risk, Compliance
& Real-Life Scenarios

1/28/2020

2/13/2020

3/23/2020

4/7/2020

10/14/2020 Cyber Series: GLBA Security
Expectations, Internal
Controls & the Human Factor

1/15/2020

1/22/2020

7/28/2020

Cyber Series: Cybersecurity
Assessment Tool 2.0 &
GLBA Privacy

HUMAN RESOURCES

10/15/2020 Regulatory Requirements for
the Board: A Comprehensive
Checklist

Deposit Account Series:
Compliance at Account
Opening

9/9/2020

Cyber Series: Layered
Cybersecurity: Finding the
Best Strategy for Your Bank

10/28/2020 Cyber Series: Building &
Sustaining a Cyber
Intelligence Unit (CIU)

DIRECTORS
3/9/2020

Using Notary & Corporate
Seals Accurately

Updating Your CDD
Program: Beneficial
Ownership, Triggering
Events & New SSN
Verification

11/4/2020 Call Reports for New
Preparers & Reviewers
11/5/2020 Dissecting Loan Loss
Reserves, Including CECL
Expectations

BSA High-Risk Customers:
Identifying, Enhanced Due
Diligence & Monitoring

4/23/2020

8/13/2020

1/7/2020

2/11/2020 Commercial Lending Series:
Commercial Loan
Documentation
2/20/2020 Qualifying Borrowers Using
Personal Tax Returns Part 1:
Form 1040 & Schedules B &
C
2/25/2020 HELOC Compliance:
Disclosures, Documentation,
Advertising, Amending &
More
3/3/2020

IRA

Appraisal Compliance
Checklist, Including New
Threshold Limits

Writing Compelling Credit
Memos & Loan Narratives
with Confidence

5/6/2020

New Uniform Residential
Loan Application Deadline
November 1, 2020: Updating
Policies & Testing Readiness

5/7/2020

E-SIGN for Lenders:
Technicalities, Consumer
Expectations & Risk

5/14/2020 Commercial Lending Series:
Analyzing Commercial Tax
Returns: Forms 1065, 1120,
1120S & K-1s
5/18/2020 Demystifying TRID for
Construction Loans Using the
New CFPB Guides
5/21/2020 Documenting & Perfecting
Farm & Livestock Loans
6/2/2020

Consumer Loan Underwriting
Fundamentals: Interviews,
Credit Reports, Compliance &
Debt Ratios

6/3/2020

UCC Article 9: Perfection
Pitfalls & Proper Enforcement

6/10/2020 Completing the TRID Loan
Estimate Line-by-Line
6/24/2020 Managing In-House Real
Estate Evaluations
7/9/2020 Top 10 Consumer Loan
Documentation Mistakes
7/13/2020 Completing the TRID Closing
Disclosure Line-by-Line
Monday

Establishing & Amending
Traditional & Roth IRAs

Commercial Lending Series:
Managing a Commercial
Construction Loan: Start to
Finish
3/10/2020 Common HMDA Violations
& Challenges

Fundamentals of IRA
Beneficiary Designations &
Distributions

3/17/2020 Qualifying Borrowers Using
Personal Tax Returns Part 2:
Schedules D, E & F

7/29/2020 Lending to Self-Employed
Borrowers

Advanced IRA Beneficiary
Issues: Death Distribution
Calculations, Trusts,
Successors & More

3/19/2020 Consumer Loan Flood
Insurance Forms Line-by-Line

Deposit Account Series:
UCC 3 & 4 Check Issues:
Stop Payments, Postdated,
Stale-Dated & Endorsements

8/25/2020

Deposit Account Series:
Banking Cannabis
Businesses: Hemp, CBD,
THC & More

11/10/2020 Year-End Actions for IRA
Administrators:
Notifications, Reporting &
Monitoring

Deposit Account Series:
Advanced New Account
Issues: POAs, Trusts, Estates
& More

INFORMATION
TECHNOLOGY
1/21/2020

Lending to Hemp Businesses,
Including Recent USDA
Interim Hemp Production
Guidance

5/5/2020

Data-Driven Loan Pricing

3/5/2020

3/24/2020 Commercial Lending Series:
Commercial Flood Insurance
Rules & Best Practices
4/1/2020

Commercial Lending Series:
Commercial Loan Workouts,
Restructuring & Loss
Mitigation

4/28/2020 Commercial Lending Series:
Commercial Loans Secured
by Real Estate

7/15/2020 HMDA: Still a Four-Letter
Word?

9/2/2020

SAFE Act Compliance for
Mortgage Loan Originators
(MLOs)

9/22/2020 UCC-1 & UCC-3 Financing
Statements Line-by-Line:
Filing, Amending &
Renewing
9/24/2020 Avoiding Costly Mistakes in
Calculating Debt Service
Coverage
10/20/2020 Regulator Update for the
Credit Analyst

Deposit Account Series: 10
Overdraft Hotspots,

Oct/Nov 2020
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10/21/2020 Banking & Lending to
Cannabis Businesses:
Clarifying the Confusion &
Avoiding Pitfalls
12/2/2020 Annual Loan Review:
Consumer, Commercial &
Residential
12/15/2020 Avoiding Loan Denial
Mistakes

2/27/2020 Managing Force-Placed
Mortgage & Auto Insurance
3/11/2020 Impact of Reg CC Rule
Changes on ACH & RDC:
Effective July 1, 2020
3/18/2020 2020 ACH Rules Update,
Including Emerging & RealTime Payments

MARKETING

3/31/2020 New Technology: Cash
Recyclers, Pod Banking &
Interactive ATMs

4/14/2020 Advertising Compliance Part
1: Print, Radio & TV

4/2/2020

4/30/2020 Advertising Compliance Part
2: Website, Online & Social
Media

5/12/2020 Visa Claims Resolution for
Chargebacks

5/27/2020 Growth & Transformation
Series: Driving Engagement
with Facebook, Twitter &
Instagram
6/16/2020 Growth & Transformation
Series: Banking Millennials:
The Next Generation of
Revenue
7/1/2020

Growth & Transformation
Series: Digital Marketing
Strategies: What’s Working in
2020?

Mastercard Dispute
Resolution for Chargebacks

6/17/2020 Handling ACH Exceptions &
Returns
6/23/2020 Comparing Regulation E with
Visa & Mastercard Rules

2/5/2020

Using the UBPR to Improve
Bank Performance

2/10/2020 Diversity Self-Assessment:
Regulatory Guidance & Best
Practices

6/11/2020 Three Key Risk Assessments
in Enterprise Risk
Management

1/30/2020 Advanced Issues in Dormant
Accounts, Unclaimed
Property & Escheatment

9/29/2020 FFIEC Requirements for a
Remote Deposit Capture Risk
Assessment

2/4/2020

ACH Tax Refunds:
Exceptions, Posting &
Liabilities

9/30/2020 Mastering Escrow: Analysis,
Rules, Forms & Compliance

2/6/2020

Action Plan for Reg CC Rule
Changes Effective July 1,
2020

10/7/2020 Compliance with E-SIGN, EStatements & E-Disclosures
10/22/2020 Legally Handling ATM &
Debit Card Claims Under
Regulation E
11/12/2020 IRS Reporting Essentials:
Form 1099 & Beyond
11/18/2020 10 Lessons Learned When a
Borrower Dies

Contact: Chuck Allor | charles.allor@deluxe.com | 719.599.4466
Massive buying power and inventory expertise to help you consolidate, simplify, and save. By consolidating buying power you receive the best prices on the
items you need. Use a single source to management inventory, a customized
automated online ordering system and more!

4/21/2020 New FFIEC Procedures for
Business Continuity
Management & Resilience

8/5/2020

9/10/2020 10 Lessons Learned When a
Depositor Dies

Contact: Scott Wintenburg | swintenburg@bbwest.com | 303.291.3700 or
800.601.8630
Merchant services from Bankers’ Bank of the West help you grow customer relationships with mobile payments technology, competitive unbundled pricing,
efficient approvals and startups, responsive support, and training.

SENIOR MANAGEMENT

5/28/2020 Branch Manager Guide to
Success

Advanced CTR Training:
Beyond the “Textbook”

IBC Preferred Providers are selected by bankers just like you, so give them special consideration when considering their proposals for your bank! To learn more about IBC’s Preferred Providers contact the IBC at 303.832.2000.
Please note: IBC endorses the listed companies but not all products offered by the company.

11/24/2020 Robbery: Critical Steps
Before, During & After

7/30/2020 Handling Consumer
Complaints & Disputes

OPERATIONS

2/24/2020 Deposit Account Series:
Deposit Operations Update
2020

9/17/2020 Risk Officer Series: The 15
Worst Security Mistakes

4/22/2020 10 Strategies for Remaining
Independent in a
Consolidating Environment

8/27/2020 Liability with ACH Death
Notification Entries (DNEs) &
Reclamations

2/21/2020 Nonresident Aliens: New
2020 Tax Reporting Rules,
CIP, CDD & More

6/30/2020 Fraud by Channel Type:
Check, Debit, Credit, ACH &
Wire

7/22/2020 Responding to Garnishment &
Levy Demands

8/12/2020 Growth & Transformation
Series: Leveraging LinkedIn
for Lenders

2/12/2020 Electronic & Imaged
Documents: What to Keep,
What to Destroy, What Holds
Up in Court

IBC PREFERRED PROVIDERS

SECURITY & FRAUD

Contact: Lauren Gonnella Copeland | lauren.gonella@fisglobal.com| 513.900.4661

Turn your card program into a growth opportunity. With 40 years in payments
and card processing, we can quickly relieve you of the regulation and compliance burden. In the end, working with FIS is a low risk, high return proposition
because of our payments expertise and proven results. FIS drives the IBC’s 24
location ATM surcharge-free network.
Contact: Steve Thomas | sthomas@ibtapps.com | 512.616.1100 ext. 110
IBT’s Core Processing platform enables you to meet the specific challenges of
the marketplace efficiently and effectively. IBT’s Core Processing with i2Suite is
the right way to do business for you and your customers, reducing costs, improving efficiencies and enhancing compliance.
Contact: www.icba.org/servicesnetwork/ | 866.843.4222
The IBC supports and recommends the following products and services supplied by our national association, the ICBA: ICBA Bankcard and TCM Bank,
N.A.; ICBA Compliance & Risk Management; ICBA Mortgage; ICBA Reinsurance; and ICBA Securities.
Contact: Nick Podhradsky | nick.podhradsky@sbscyber.com | 605.770.3926
SBS is your cybersecurity partner. Our offerings include: TRACTM – Cybersecurity risk management software; Cyber-RISKTM – Automated FFIEC cybersecurity
risk assessment software; IT and Network Security Audits; Consulting Services;
Full Service Vendor Management; Role-Based Certifications; Vulnerability Assessments; Penetration Testing and More!
Contact: Stacy Sheehy | stacy.sheehy@spglobal.com
S&P Global combines exclusive analysis and in-depth data in real time for the
banking, financial services and insurance industries. From bank branch data
and government assistance programs to executive compensation and league
tables, S&P is the final word in business intelligence on financial institutions.
Contact: Brandon Tate | btate2@travelers.com | 720.200.8465
Offering a wide range of customized insurance protection, Travelers SelectOne+® for financial institutions is designed to respond to the most recent
trends in banking.

8/26/2020 Cutting-Edge Consumer
Payments: Beyond PayPal &
Venmo
10/6/2020 Managing Vendors: Due
Diligence, Contracts, Tips &
Tools

If you missed a live webinar
you can purchase the recorded
webinar + free digital download
up to six months after the date
of the webinar.
We’re always looking for ways
to enhance our training
programs. If you have an idea
for topic let us know. You’re
our best resource!

12/8/2020 Recent Reg CC Changes:
Lessons Learned & Future
Outlook
12/9/2020 Legal Issues Surrounding
Subpoenas & Summonses
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IBC ASSOCIATE MEMBERS
LEAVING THE NEST
SEVEN WAYS TO SECURE A MATURING WORKFORCE

SUPPORT THE IBC’S ASSOCIATE MEMBERS!
Accounting / Compliance
Anderson & Whitney
Bank Accounting and Consulting, LLC
BKD, LLP
Crowe LLP
Eide Bailly, LLP
Fortner, Bayens Levkulich & Garrison, PC
Moss Adams, LLP
Plante Moran
Shield Compliance

970-352-7990
303-916-2566
303-861-4545
303-831-5023
303-770-5700
303-296-6033
503-471-1277
303-740-9400
425-276-8238

Advertising / Equipment / Printing / Supplies
*Deluxe Strategic Sourcing
800-992-0304
Spry
303-323-4341
Valuetec Financial Equipment, LLC
720-235-5405
Architects

MG Architects

713-552-0707

Career Advancement
Graduate School of Banking at Colorado

800-272-5138

Computer Products / Consulting
AccuSystems
Computer Services, Inc.
Convergint Technologies
Cook Security Group
Federal Protection, Inc.
*SBS CyberSecurity

719-583-8004
970-212-7104
303-932-0757
503-260-8562
800-299-5400
785-594-0503

Consulting / Marketing / Strategic Planning
Bell Bank
701-371-3355
Expert Business Development
610-771-2121
GLC Advisors
303-479-3840
The James Paul Group
877-584-6468
Kasasa
877-342-2557
*S&P Global
434-951-6948
Correspondent Banking Service
*Bankers’ Bank of the West
Bell Bank
CenterState Bank
INTRUST Bank
PCBB
TIB – The Independent BankersBank

303-291-3700
701-371-3355
303-773-0441
800-732-5120
888-399-1930
972-650-6000

Data Processing / EFT / ATM / Card Processing / Merchant
Services
*Bankers’ Bank of the West
303-291-3700
BluePoint ATM Solutions LLC
540-335-2848
*FIS
513-900-4661
*IBT
512-606-1100
*ICBA Bancard / TCM Bank
800-242-4770
Jack Henry & Associates
417-235-6652
SHAZAM
515-288-2828

Insurance / Benefit Services
Bank Compensation Consulting
First Insurance Services, Inc.
Golden Eagle Insurance
Haas & Wilkerson Insurance
*ICBA Reinsurance
NFP Executive Benefits Company
*Travelers

303-482-1844
719-456-2303
800-461-9224
913-676-9259
888-790-6615
469-252-1037
720-200-8416

Investments / Funding and Lending Partners
1st Mortgage Solutions
303-854-3085
The Baker Group
405-415-7200
The Citizens Bank
505-599-0145
Colorado Housing and Finance Authority
303-297-7329
Colorado Lending Source
303-657-0010
Community Bank Mortgage (CBM)
319-753-2265
Crescent Mortgage
970-278-9328
D.A. Davidson
303-764-6000
FHLBank Topeka – Denver Office
303-893-3452
Gill Capital Partners
303-296-6260
Greenline Ventures LLC
303-586-8000
*ICBA Mortgage
800-253-5356
*ICBA Securities
800-422-6442
Northland Securities, Inc.
303-801-3380
Preferred Lending Partners
303-861-4100
Promontory Interfinancial Network
303-706-9265
Law Firms
Arnold & Porter Kaye Scholer LLP
Godfrey Law Group LLC
Lewis Roca Rothgerber Christie, LLP
Markus Williams Young Zimmerman
Moye White, LLP
Seter & Vander Wall P.C.
Shapiro Bieging Barber Otteson, LLP
(IBC Counsel)
Spencer Fane, LLP
Spierer Woodard Corbalis Goldberg
Stinson Leonard Street, LLP
Loan Review Services
Eide Bailly, LLP
Fortner, Bayens Levkulich & Garrison, PC

303-863-1000
303-802-6336
303-623-9000
303-830-0800
303-292-2900
303-770-2700
720-488-0220
303-839-3838
303-792-3456
303-376-8400
303-770-5700
303-296-6033

IBC Lobbying and Public Relations
The Capstone Group (IBC Lobbyists)
303-860-0555
*IBC Preferred Providers

By Chris Tuzeneu, VP-Information Security, CivITas, a Bankers’ Bank of the West Bancorp, company, IBC Member

D

epending on your bank’s security and risk posture, you may have some or most of your employees
working remotely, or at least remote-capable. Maybe you have considered, as many companies have,
making this option available to your staff for the foreseeable future. Here is a quick checklist to make

sure your staff and data are safe however they stay
connected.
1. Enable Multifactor Authentication (MFA) on
your VPN connection. Whatever your implementation, there is most likely a way to turn on MFA so it
takes more than a username and a password to gain
access to your internal network. Easily guessed passwords aside, all it takes is one successful phishing
email to gain an employee’s password – and if someone knows your email address, chances are they
know your username!
2. Enable Multifactor Authentication for as
many online accounts as possible. With cloud applications being provided by many of your vendors
and even your core, a VPN may not even be required
to access sensitive data. Identify your critical applications and make sure they support MFA. With password reuse being a continual problem, it is best to
have as many layers of protection working for you as
possible.
3. Get your employees to use a company-controlled password manager. With bad passwords
and password reuse being such an issue, having a
subscription to an enterprise version of a password
manager could pay dividends in preventing future
breaches. It also makes life easier when there is turnover, allowing you to easily disable employee access.
4. If bandwidth supports, use a full-tunnel VPN
instead of a split-tunnel. Basically, this secures all
internet activity on a laptop, not just the connection
back to the bank. This is especially good to have in
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place if employees travel regularly and use public
Wi-Fi. Just make sure you have a good connection at
your main location, because even a request to “google.com” will be routed through the bank.
5. Never stop security education and training.
Do phishing and social engineering tests regularly.
Secure email gateways are great, but they are not infallible. A strong security culture is one of the best
protections!
6. Use cloud-managed AV and endpoint protection software. Make sure your security software
does not need to be inside the bank network to continue to update and function. Visibility is key!
7. Make sure encryption is turned on. Some systems have encryption enabled out of the box, but
with others, you need to turn it on. Check with IT and
make sure security features like BitLocker and TPM
are available and active for any system that might
leave the walls of your bank.
Mobile access to corporate resources is becoming
more and more common and looking at these items
will help you manage risk as employees “leave the
nest” – helping them be both productive and secure.

n
Chris is the Vice President of Information Security for
CivITas Bank Solutions, which exists to help community
banks with IT and Information Security needs. You can
email chris@acivitas.com for more information.
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evidence to support taking that position. Each bank
will need to review its particular facts and circumstances.

CAN BANKS CASH IN ON THE EMPLOYEE RETENTION
CREDIT?
By Eide Bailly, IBC Associate Member

W

hen the CARES Act was signed into law in March of 2020, it provided incentives to businesses to
keep people employed during the COVID-19 pandemic. While the Paycheck Protection Program
(PPP) loans garnered most of the headlines, the Employee Retention Credit (ERC) was introduced
as an alternative to employers who didn’t meet the criteria for a PPP loan.

The Employee Retention Credit (ERC) currently provides a 50% credit on qualified wages of an eligible
employer. For eligible employers with 100 or fewer
employees, all wages paid during the eligibility period qualify for the ERC. For larger employers, only
wages paid to employees not providing services qualify. Qualified wages are currently capped at $10,000
per employee, resulting in a maximum ERC of $5,000
for each eligible employee.
Can banks take advantage of the Employee Retention Credit?
Guidance has evolved since the ERC was first released, offering an opportunity for some banks to
qualify.
Is the bank an eligible employer?
Generally, banks are deemed to be operating an “essential business” during the pandemic, which makes
qualifying for the credit more challenging than for
businesses in other industries, such as retail stores.
To qualify for the ERC, a bank must demonstrate it is
an eligible employer.
There are two scenarios under which a bank can
qualify to be an eligible employer.
1. The first is a gross receipts test, in which a
bank would need to have a 50% reduction in
gross receipts compared to the same calendar quarter last year to qualify. This test will
be extremely difficult for most banks to meet.
2. The second scenario involves a bank having
its operations fully or partially suspended by
14



an appropriate government authority limiting commerce, travel or group meetings
due to COVID-19 in a manner that affects the
bank’s operations.
How does the ERC define full or partial suspension of operations?
Under 15 U.S.C. § 636(a)(36)(P), the fee is based on the
balance of the PPP loan outstanding at the time of
full disbursement. The The limited guidance available on the definition of a full or partial suspension
is driven by Frequently Asked Questions (FAQs) released by the IRS. Specifically, FAQs #30 and #34 provide some guidance for banks if a similar fact pattern
can be applied. However, this guidance is subject to
change and, according to the IRS, cannot be relied
upon by taxpayers as legal authority.
During the pandemic, many banks closed their lobbies and/or changed their available hours. Under
FAQ #30, if the closure of the lobby or reduced hours
were required by a government order and more than
a nominal portion of the business operations were
suspended, an essential business could qualify for
the ERC.

In addition, FAQ #34 lays out six fact patterns for
businesses with a partial suspension of operations
that qualify for the ERC. Most notable is example 4, a
hospital not being able to provide elective procedures
but still providing other essential services. Hospitals,
like banks, are considered essential businesses. The
question revolves around whether the lobby closure
or reduced hours were voluntary actions or directed
by a government order. Like FAQ #30, if the lobby
closure or reduced hours were directed by a government order, a bank could make the argument it was
partially suspended.
How does my bank claim the ERC?
The ERC is claimed on Form 941. Second quarter Form 941 filings were due on July 31 but can be
amended to claim the credit. Other options exist to
conserve cash now if an employer qualifies for the
credit. The credit can be claimed on wages paid after
March 12, 2020, through the end of the calendar year
or the time frame operations were partially suspended during that period based on eligibility.
How do I know if my bank qualifies for the ERC?
There may be a position for banks to claim the ERC
given the ambiguity of the ERC provisions. The IRS
FAQs represent an informal interpretation by the
IRS. The key factor under FAQs #30 and #34 is whether the lobby closure and/or reduction in hours was
driven by a government order. Ideally, either further
guidance from the IRS providing clarity or new legislation expanding the credit will reduce some of the
hurdles banks face to qualify as an employer eligible
to claim the ERC.
LEARN MORE
Please contact your us if you have any questions or
would like more information.
CONTACT
Eric Budreau, CPA
Tax Partner
Eide Bailly LLP
303.586.8550
ebudreau@eidebailly.com

A bank’s lobby is often home to many high-value
services, including wealth management and financial planning, loans, lock boxes and wire transfers.
As many of these services can be performed over the
phone and internet, there is not a clear answer as to
whether the closure of the lobby results in more than
a nominal portion of a banking business being suspended. However, many banks may have numerical
Oct/Nov 2020

Oct/Nov 2020
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IBC welcomes new Associate Member
Plante Moran

KICKOFF!

A FOOTBALL FAN’S GUIDE TO PORTFOLIO MANAGEMENT

A

s the calendar turns to the fall, millions of Americans gear up for their favorite sport of football. Of
course, with this being a year unlike any other, we’re still trying to figure out what it will look like.
Nonetheless, what better way to usher in the new football season than to relate common gridiron

phraseology to its investment portfolio equivalent?
Some of this may sound like a stretch for the sticks,
but perhaps you can find a loose ball in the pileup.
If so, hopefully you can convert the takeaway into a
visit to the sweet land of six.
Weight room

16
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folio is longer than desired, in which case the DIY is
called. This entails the execution of a pay-fixed interest rate swap to turn the asset into a receive-floating
adjustable rate bond.
Lockdown corner

Many footballers prepare themselves for the season with frequent trips to the gym. There, they can
make good use of barbells. Community bankers often utilize “barbells” to hedge their bets
against rate movements.
This strategy simply
entails buying roughly
equal amounts of very
short-duration
bonds
and long-duration bonds.
The definitions of “short”
and “long” will vary from
buyer to buyer, but in the
end, the investor is going
to be pleased with at least Photo by Dave Adamson on Unsplash
half of the holdings, regardless of whether rates rise
or fall.

The best way to explain this is to lift the definition
from Wikipedia: “These elite defenders cover an offensive receiver so effectively on either side of the
field that the quarterback does not target
the receiver being covered.” To the community banker, this means
owning assets that cannot be called away or
converted to cash when
interest rates are not favorable (e.g., now). The
way to lockdown your
assets is to buy “bullets,” which have no
call features, or securities such as multifamily mortgage-backed securities (MBS) that have prepayment penalties or yield-maintenance provisions.

Run-pass option

Man in motion

This recent innovation of play-calling gives the quarterback the ability to decide on the fly whether to run
the ball or throw downfield. In a similar sense, investors can do the same with a do-it-yourself floater.
Most municipal bonds in community bank portfolios have longer-than-average durations. Often, that is
precisely the intention of the portfolio manager, as it
may sync with the bank’s interest rate risk posture.
However, sometimes the manager decides the port-

This entails sending one or more offensive players
running parallel to the line of scrimmage prior to the
snap to better position them for the play. In investment management, its equivalent is the purchasing
of newly issued bonds that have extended original
settlement dates, which further coincide with upcoming maturities of bonds currently in the portfolio. This play has been especially beneficial in recent
months, as the amount of maturities and calls have

Oct/Nov 2020
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outpaced new issuances, creating something of a
scrum among investors.
Nickel back
Sometimes a team will insert a fifth defensive back
into the lineup on obvious passing downs in order to
give it a better chance of covering the potential pass
receivers. This “nickel package” appears in balance
sheet management in the form of match-funding assets and liabilities. If a community bank strategically adds assets through an acquisition or an outright
leverage, thought must be given to balancing the altered interest rate risk. Tools such as Vining Sparks’
Performance Architect can quantify the new dynamics of the balance sheet, including the impact on capital, margins and earnings.

bankers who operate in a last-second mode. Late December is rarely a good time to be selling securities;
it can, however, be a buyers’ market. Make decisions
early—10 minutes to go in the game is still relatively
early. Late fourth-quarter comebacks are hard to pull
off.

ICBA Securities and its exclusive broker-dealer Vining
Sparks are hosting two webinars in October and November to conclude its 2020 Community Banking Matters
series. One free hour of CPE for each event is offered. To
register visit viningsparks.com or contact your Vining
Sparks sales rep.
By Jim Reber, President/
CEO, ICBA Securities,
IBC Preferred Provider

Products.
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Each year, we look forward to connecting with you, sharing our
vision for the future, celebrating our accomplishments, and providing you an outlet to network. Based on current state and local
guidelines, continuing COVID-19 uncertainty, and your health and
safety, for the first time in 47 years, the IBC officers and board of
directors made the decision to pivot to a live, virtual, abbreviated
meeting schedule.
The Independent Bankers of Colorado held
its 47th Annual Meeting & Industry Update
on September 25, 2020. More than 105 bankers and industry representatives registered for the hybrid event. Attendees were treated to a presentation from Esther
George, president and CEO of the Federal Reserve Bank of Kansas City; an ICBA update presented by Noah Wilcox, ICBA chairman and president, CEO, and chairman,
Grand Rapids State Bank; and IBC’s annual meeting, officer and director election results, and more!
During the annual meeting Megan Harmon, IBC chair
and president Eastern Colorado Bank Colorado Springs and
COO, was recognized for her service and dedication. Megan
served on the board from 2007-2016 and as an officer from 2017-2020. Thank you,
Megan!

Guidance.
Education.

engagements
in 2019

30
years of

WOW! What a strange crazy year it has been!

Webinar series continues

The third quarter of the calendar year for broker-dealers is often a period of low volume. Some of
it has to do with portfolio managers not taking time
to identify beneficial portfolio opportunities until
the figurative two-minute warning. This year especially there are plenty of good reasons to be distracted. The bad news is that there are a lot of community

+

IBC 47TH ANNUAL MEETING AND INDUSTRY UPDATE

Go team! n

Fourth-quarter rally

42
speaking

CALLING ALL SUPERHEROES - THAT MEANS YOU!

PJ Wharton, IBC president and president and CEO, Yampa Valley Bank, succeeds
Megan as IBC chair. PJ shared IBC’s successes and triumphs for 2020-hiring Mike
Van Norstrand as IBC’s executive director, welcoming eight new associate members, making it through the first part of PPP, and championing IBC’s mission – One
Mission. Community Banks. PJ passed the gavel to Quentin Leighty, IBC president-elect and president First National Bank Monument and First National Bank
Flying Horse and CFO. Quentin succeeds PJ as president.
Quentin shared his vision, agenda, and strategies for the
upcoming year. We appreciate his determination and enthusiasm. IBC members elected Kyle Heckman, president, CEO, and chairman Flatirons Bank, to serve as incoming president-elect. We look forward to having Kyle join
the officer team.

Balance sheet management can
be complicated. Finding a team
that can help your community
bank learn and grow every step
of the way doesn’t need to be.

Mike Van Norstrand, Executive Director, IBC, recognized Shawn Osthoff, President, Bank of Colorado for his dedicated service and
leadership while serving on the IBC Board of Directors. Shawn served on the board and as a member
of the IBC Government Relations Committee since
2010. Members of District B voted Mark Brase,
president, Points West Community Bank to fill the
vacancy left by Shawn. Welcome Mark! In addition,
Mike presented the results of the IBC’s District Director Elections. The following board members were successfully re-elected to serve an additional three-year term: District C, Tony Perry, President, Park State Bank &

Learn more from the
professionals community
banks trust.
Visit us at icbasecurities.com or
contact us at 800-422-6442.
Institutional investors only. Members FINRA/SIPC.
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Trust; and District D directors, Mike Hurst, president, Del Norte Bank and
Jay Rickstrew, regional president, Alpine Bank. With the election of Kyle
Heckman as our new president-elect, this leaves a vacancy in District A to
be filled.

2020 IBC LEGISLATIVE AWARDS

Congratulations to our new slate of officers and directors!
LEGISLATIVE EXCELLENCE
The IBC’s Legislative Excellence Award honors lawmakers who understand the paramount issues facing community banks and the customers we serve. These recipients
have the knowledge, experience and devotion needed to craft sound policy to support
community banks, while balancing a broad spectrum of sound public policy.

This year IBC welcomed the following new associate members:
•
•
•
•
•
•
•
•

Arnold Porter
BluePoint ATM Solutions
Community Bank Mortgage
First Insurance Services
GODFREY LAW GROUP
Greenline Ventures LLC
Plante Moran
Spierer Woodard Corbalis Goldberg

This year, Representative Tracy Kraft-Tharp and Senator Angela Williams were
recipients of the Legislative Excellence Award. Bank of Colorado hosted IBC’s presentation of the award to Representative Kraft-Tharp at the bank’s Thornton location in Thornton. A private
ceremony will be held for Senator Angela Williams.

Our heart is full!

CHAMPION OF MAIN STREET
Our Champion of Main Street Colorado Award acknowledges lawmakers who work in
the best interest of local communities. They keep “Main Street” a priority above the
roar of competing interests at the statehouse.

Thank you to the following members
for their outpouring of support!
Bankers’ Bank of the West
ICBA and ICBA Network Services
SHAZAM
Bank Compensation Consulting
Bell Bank
Travelers
Eide Bailly
BKD
Fortner Bayens Levkulich & Garrison
FHLBank Topeka
Crowe
Lewis Roca Rothgerber Christie

Shapiro Bieging Barber Otteson
Moss Adams
Gill Capital Partners
Preferred Lending Partners
Golden Eagle Insurance
BluePoint ATM Solutions
CSI
Spry
PCBB
March Networks
Colorado Housing and Finance Authority
Stinson

Together the IBC is strong and united –
One Mission. Community Banks.



SPIRIT OF INDEPENDENCE
The IBC’s Spirit of Independence Award acknowledges legislators who stand firmly
in the face of political infighting and competing interests to represent their constituents at the Capitol. These award recipients work to ensure balanced public policy is
crafted to benefit both constituents and Colorado.
This year IBC honored Senator Paul Lundeen and Representative Marc Snyder.
The First National Bank Las Animas and Monument hosted IBC’s award presentation
to Senator Lundeen while Park State Bank & Trust hosted IBC’s award presentation to
Representative Snyder.

FRESHMAN OF THE YEAR
The IBC’s Freshman of Year Award acknowledges new members of the General Assembly who work in the best interest of local communities over partisan politics. This
year Representative Perry Will was honored with this award. His award presentation was hosted by Alpine Bank.

“Never let a good crisis go to waste,” Noah
Wilcox, ICBA Chairman and President, CEO, and
Chairman of Grand Rapids State Bank
20

This year's recipient, Representative Shannon Bird, successfully protected community banks during the 2020 Session by listening to IBC concerns on key issues
and stepping in when needed. Representative Bird was presented her award at North
Valley Bank in Thornton.
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DIGGING DEEPER WITH YOUR BORROWERS

By Matt Helsing, Senior Vice President,PCBB, IBC Associate Member

A

s of August 8th, the SBA reported that over 5.2 million loans have been made through the Paycheck
Protection Program (PPP). While bankers have worked hard to meet their customers’ needs with
these loans, more hard work is still ahead of them.

Somewhat lost in the chaos of the current pandemic is the fact that many lenders are also looking at
renewals, extensions, and new loan requests from
their borrowers.

4. Operating expenses. What effect has the pandemic had on your properties’ operating expenses (i.e., increased costs for cleaning and maintaining common areas)?

The challenge during this period of uncertainty is
to make sure that regardless of the loan type, bankers are diligent and direct with customers. To that
end, consider doing a “deeper dive” by asking more
detailed questions. Below are some of the questions
and follow-up discussions that various lenders are
having with their customers (so that the risk is properly identified and mitigated). Keep in mind that
these are generic and may not apply for all loan types
and this list is definitely not exhaustive.

5. Income statements. Provide a year-end (YE) 2020
projected income statement considering projected decreased rental income and decreased net
operating income. This is important since payment deferrals will be rolling off over the next
few months. Provide a YE 2021 projected income
statement too.

1. Lay of the land. What is the stay-at-home status
in the state and municipality in which the subject
property is located? Which tenants in the property have been deemed essential? Have any of the
tenants received a PPP loan? Have any tenants
closed, temporarily or permanently?
2. Collections status. What is the current status
of your lease/rent collections for the last few
months? Are any tenants past due for base rent
or common area maintenance (CAM) payments?
3. Tenants’ status. Have any tenants requested (or
were they offered) rent deferrals, forgiveness, or
lease re-negotiations? If so, what were the terms,
(i.e., 3 to 6 month payment deferral, interest-only
deferral, etc.)?
22



6. Guarantors. All guarantors should provide a current personal financial statement, along with
verification of current liquidity. They should also
provide a detailed Real Estate Schedule showing
all properties, any debt, and loan maturity dates,
as well as an explanation as to how the pandemic
has affected those properties now, and on an ongoing basis. A decline in other properties owned
will have a diminishing effect on the guarantor’s
liquidity and overall cash flow.
We are all still adjusting to this crisis. But, we can ensure we have a better understanding of our customers’ needs with a thorough discussion with them.
These questions should pave the way for you. n
For more information or to continue the discussion, contact Matt Helsing.mhelsing@pcbb.com.
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Make
the
mark.

Plante Moran has extensive
experience and technical expertise
in the financial institutions industry.
Our professionals are prepared to
help you address any challenge and
leverage every opportunity.
Karla Whittenburg, Partner

karla.whittenburg@plantemoran.com

plantemoran.com
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Ryan Abdoo, Partner

ryan.abdoo@plantemoran.com
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HOW'S YOUR CAREER GOING?

ARE YOU PERSONALLY GROWING OR DECLINING
By Connie West, Regional Vice President, The James Paul Group, IBC Associate Member

Y

our bank has a plan for 2020. It also has a plan for 2025 and 2030. You may or may not be close to
achieving those plan goals during this crazy year, but at least the plan is there; and hopefully it is guiding everything from major decisions to everyday activities for banking leadership and staff.

How about you? Do you have a plan? Do you know
where you want to be personally in 1, 5 and 10 years?
Do you know what you want? What you REALLY
want? In your career, in your finances, in your relationships, in your life?
When most people are asked what they want, either
they can only tell you what they DON’T want; or they
can tell you what they want in broad generalities
with no details. And if you ask them again tomorrow,
they will most likely tell you something different.
They are not set on their goals, their life purpose or
much of anything about their future. Now granted,
this is an extraordinary year and things are probably
not going as planned for many people. But with all
of the down time not spent doing events and activities, you would think people would be working to
improve themselves. Not so, just check out the latest silliness on YouTube, Instagram or TikTok to see
what people are really doing. You’ve heard it before;
most spend more time planning their vacation than
they do planning their life.
Don’t let that be you. Take the quiet time to figure out
what you really want. Plan where you would like to
be in the next 1, 5 and 10 years. Most people overestimate what they can achieve in a year but underestimate what they can do in 3 to 5 years (meaning many
achieve in 3 years what they thought they would
take 5 to do). Make plans for the major areas of your
life – your career, your relationships, and your personal growth. Then break it down. What excites you
enough to be a focus in your life for the next 30 days?
Set the intention to achieve that goal. Use it as a step24



SMALL DAILY, SEEMINGLY
INSIGNIFICANT CONTRIBUTIONS, WHEN DONE CONSISTENTLY OVER TIME, LEAD TO
STUNNING RESULTS.
-Robin Sharma
ping-stone to the next portion of your one year goal.
Just the act of spending 30 focused minutes every
day doing something that will move you toward your
goal, will accumulate into amazing results.
For many of us, the ability to make AND achieve financial and relationship goals is based on our ability to improve and grow ourselves from the inside.
Personal growth is not just for the young new hires
or the extremely ambitious. These days, having and
executing a plan for self-development is key to maintaining and growing within your current career and
your life.
My coaching clients and I use a variety of tools to
make and achieve goals. These include AIM Manifesting, Battle Boards, and the 20/20/20 formula.
Contact me for insights into these tools. The James
Paul Group also conducts strategic planning sessions
to help your bank set goals for 2021 and beyond. n
For more information on developing yourself or your staff,
contact Connie West at The James Paul Group, cwest@
jamespaulgroup.com, or toll free at 877-584-6468.
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DEVELOP A SECURE AND COMPLIANT DIGITAL BANKING STRATEGY FOR YOUR INSTITUTION

O

ver the last several years, our world has been
leaning further into the digital realm, largely
thanks to a younger, more tech-dependent
generation. To stay competitive, community banks
must digitize and develop strategies for digital-first
customers. Though many institutions re-directed
customers to online, mobile and call center channels
in response to COVID-19, that tactical pivot—though
important—is not a digital banking strategy. Smaller
institutions have various reasons for not fully digitizing, including fear of compliance or operational risk repercussions. Not long ago, those excuses
seemed valid. Today, however, they embody community banks’ greatest risk.

enjoying the convenience and speed they afford.

Customers Embrace Digital Banking

2. CX focus: Digital strategies must work to continuously improve the bank customer experience
(CX). A bank’s competitive advantage lies in a
frictionless, personalized and secure experience
no matter the transaction processed. This requires rethinking all internal processes with the

Online and mobile banking use has grown over the
last few years, and the pandemic is accelerating its
adoption even more. Consumers and businesses previously hesitant to rely on digital channels are now
Oct/Nov 2020

With consumers fully on board and larger banks already operating in a digital-first mode, community
banks have no choice but to adapt or risk being left
behind. Here are the three big-picture essentials for
a true digital banking strategy:
1. Top-down digital mindset: Digital transformation starts with the institution’s leadership
embracing the idea of enterprise-wide digitization and investing in the human and technical
resources needed to serve customers through
digital means.

25

customer perspective as the focal point.

must still comply with all applicable laws and
regulations. This includes paying particular
attention to uniquely digital processes that
are covered under specific rules, such as electronically signing documents per the E-Sign
Act. However, institutions can mitigate overall risk by investing in technology designed
to help banks comply with the regulatory
framework and strengthen cybersecurity.

3. Self-service and consultation: The final piece of
the puzzle is transitioning digital channels from
self-service only transactions to more offerings
featuring a consultative layer. Community banks
need a digital strategy that provides contextualized consultation around savings, investment
and insurance products and services.
Risk Management in Digital Banking

•

Even though customers demand digital transformation, making it a reality comes with inherent challenges and risks. The most pressing digital banking
risk management issues break down into two categories and should be addressed so that your institution can move forward.
Organizational Challenges:
•

Outdated corporate culture: Entrenched
processes and perspectives can hold back
your digital transformation. Promoting a
more forward-thinking culture must be a
top-down change.

•

Unwillingness to change: KPMG notes
that, “Current executives and professionals
will either become fast believers or they will
hold back your progress.” The imperative is
to identify the former category and empower
them to lead your digital transformation.

•

Lack of innovative thought leadership: It
will take real out-of-the-box thinking to
digitally compete with the big banks. If that
kind of modern thinking doesn’t already
exist within your institution, invite it in.

•

Misguided beliefs: Squash any notions that
a mobile banking app is the only component
of a digital strategy, or that digital first means
that personalization is no longer needed.
Back-end operations and internal processes
must fully support a digital environment that
effectively identifies and fulfills individual
customer needs based on their actions and
behaviors.

•

Third-party risk management: Out of
necessity, many banks are outsourcing all
or part of their digital strategy to third-party
vendors. Since institutions are still ultimately
responsible for all functions, a robust vendor
management program is key to ensuring that
no unqualified third-party provider is hired.
A provider must understand the applicable
regulatory requirements, be able to adhere to
them and guarantee compliance.
Fraud and identity theft: Community
banks can meet challenges of fraud and
identify theft by reviewing and strengthening their Bank Secrecy Act/anti-money
laundering (BSA/AML), Know Your Customer (KYC), customer due diligence and other
relevant compliance programs. Fortunately, digitizing internal processes yields more
data and the ability to use AI to help monitor
customer behaviors and more quickly flag
potential fraud.

90 YEARS:
ONE MISSION.
COMMUNITY BANKS.®
ICBA is the only organization that exclusively represents
the interests of community banks through effective
advocacy, best-in-class education, and constant
innovation.

Shape the destiny of community banking.
Join ICBA today.

There is no doubt that digitization can increase certain risks for the community banks that do transform, and the answer to this dilemma is enhanced
digital banking risk management. n

By Steve Kent, Senior Director of Digital Strategy, CSI,
IBC Associate Member

Regulatory Risks:
•
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LENDER LIABILITY LITIGATION: WHAT
YOU NEED TO KNOW

By Scott C. Sandberg, Partner, Spencer Fane, IBC Associate Member

O

ne of the worst effects of an economic downturn is an uptick in lender liability litigation (LLL, which
can consume significant time and resources, even when the lender prevails. While it may not be possible to completely avoid LLL, lenders can take measures to minimize the number of claims and the
expense associated with LLL.
What Does LLL Look Like?
LLL is any legal proceeding in which one of the
parties claims the lender acted improperly or that
the lender is not entitled to enforce its rights. Such
claims can be asserted in lawsuits in state court, federal court, or bankruptcy court, and such claims are
often asserted as a counterclaim or defense in response to the lender’s collection lawsuit. Borrowers
are most often the parties asserting LLL claims, but
other parties including guarantors and junior lien
holders also assert LLL claims. LLL claims proceed
through discovery (including depositions, written
questions, and document requests), pretrial motions, and trial unless the case is settled. Settlement
can occur at any time and the majority of LLL claims
are resolved through settlement.

altogether. That often starts with identifying loans
likely to lead to LLL. Loans identified as “problem”
loans or that consume significant credit committee
time, especially as they approach maturity, are likely
to lead to LLL, as are loans with uncured monetary or
nonmonetary defaults, loans to borrowers with numerous other creditors, and loans in which important communications are undocumented.

While LLL claims can take many forms, they usually involve claims that the lender assumed a duty to
the borrower beyond simply lending money, acted
improperly in administering or collecting the loan,
or lacks the contractual right to enforce loan obligations. Such claims include breach of the covenant of
good faith, fraud, and breach of fiduciary duty.

Loan workout negotiations can be sensitive and
problematic and, while intended to avoid LLL, often
result in LLL. All workout negotiations should be
documented in writing and should begin with the
borrower’s acknowledgement that the negotiations
are for settlement purposes and that no loan modifications are binding until a loan officer signs a written
agreement. If possible, someone other than the loan
officer previously managing the loan should conduct workout negotiations. Lenders should strongly
consider requiring the borrower to sign a release of
LLL claims and an admission of default. Any loan
file documentation problems should be resolved as
part of the workout agreement.

Lenders have numerous defenses to these claims,
starting with loan agreement terms barring LLL
claims. For loans over $25,000, Colorado’s Credit
Agreement Statute of Frauds bars claims or defenses based on any unwritten or unsigned credit terms,
and Colorado’s “economic loss rule” bars most claims
arising from loan agreements other than breach of
the agreement itself.
Avoiding LLL
Even the best LLL defense costs lenders time and
money and, if possible, it is preferable to avoid LLL
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tive is dispensing with the claim as quickly and cost
effectively as possible. To minimize LLL’s time and
expense, lenders should involve counsel early upon
identifying problem loans likely to result in LLL — a
lot of LLL time and money is spent dealing with lender decisions made before calling an attorney.
Much of LLL concerns documents, including the
loan file and emails and other communications. All
documents relating to loans likely to result in LLL
should be well organized, easily accessible, and well
preserved. Immediately upon becoming aware of potential LLL, lenders should impose a “litigation hold”
preventing loss, destruction, or alteration of documents. Lender representatives who dealt with the
borrower asserting LLL claims should be identified
and questioned and should be asked to refrain from
discussing the matter outside the presence of legal
counsel.

the spike is coming. But LLL can and should be largely avoided and minimized with good lender practices
and involving counsel. n
Scott Sandberg is a partner at Spencer Fane LLP in the
firm’s Denver office. He is a commercial litigator who
represents clients in trials, arbitrations, appeals, and
emergency injunction proceedings. For financial services
clients, Scott represents lenders and servicers in a broad
array of matters including ag finance, loan recovery, lien
priority, and lender liability.

While LLL has yet to spike significantly in response
to the COVID-19 crisis, past experience dictates that

To avoid LLL, these loans should be identified and
scrutinized. Verbal communications should be documented, missing signatures or incorrect collateral
descriptions should be resolved, and workout terms
(such as loan modifications, forbearance agreements, or deeds in lieu of foreclosure) should be considered.

Minimizing the Damage
Despite best efforts to avoid it, at one time or another, most lenders will find themselves embroiled in
LLL. When that happens, the lender’s primary objecOct/Nov 2020
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AICPA ISSUES LENDER PAYCHECK PROTECTION
PROGRAM (PPP) FORGIVENESS ACCOUNTING
GUIDANCE

By Eide Bailly, IBC Associate Member

G

uidance related to the Paycheck Protection Program (PPP) has been issued for lenders regarding loan
repayment or forgiveness.
Due to diversity in accounting guidance being issued in the financial institution industry, the AICPA

Your building, your vault, your money
and your people: Protect them all.
At the heart of every community is its bank. And at the heart of every bank
are its people. That’s where our coverage starts, but it extends so much
further. In one comprehensive package, we provide community banks with
everything from traditional property and casualty to management liability
insurance. The right policy is still only one part of your insurance carrier’s
value. Travelers partners with you to help educate your bank on emerging
and potential risks, and provides tools and solutions to better prepare your
bank for the future. Contact your independent agent today.

addressed the matter in the form of Technical Questions and Answers (TQA) 2130.45.
PPP-Related Questions from Lenders Answered
Questions arose from lenders regarding the proper accounting for PPP loans eligible for forgiveness
during the settlement process. This would include
the time period subsequent to the lender’s determination that the borrower is eligible for forgiveness
and through repayment from SBA.
The TQA clarifies the AICPA’s position that a PPP
loan should continue to be accounted for as an interest-bearing loan, including the amortization of loan
origination fees, through the receipt of payment
from the borrower or the SBA. Payments received
from the borrower or the SBA prior to maturity of the
loan, other than required payments of principal and
interest, are considered prepayments of the loan.
If a borrower provides the appropriate documentation that it has met the requirements to have the
PPP loan forgiven, the SBA would be considered a
counterparty to the loan agreement and will repay
the principal and accrued interest on the loan. As a
result, the AICPA concluded that payments received
from the SBA should be treated in the same manner
as payments received from the borrower.

travelers.com
© 2017 The Travelers Indemnity Company. All rights reserved. Travelers and the Travelers Umbrella logo are registered trademarks of
The Travelers Indemnity Company in the U.S and other countries. CP-9229 New 10-17

and unamortized loan origination fees should be
accounted for in accordance with FASB Accounting
Standards Codification 310-20, Receivables – Nonrefundable Fees and Other Costs.
Make Sure Your Questions Are Answered
There’s much to consider when it comes to PPP loan
compliance for lenders. Please contact your us if you
have any questions or would like more information.
n

CONTACT
Eric Budreau, CPA
Tax Partner
Eide Bailly LLP
303.586.8550
ebudreau@eidebailly.com

When payments are received, whether from the SBA
or the borrower, prior to loan maturity, the amounts
received should be accounted for as prepayments
Oct/Nov 2020
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More than eight in 10 (83%) reported their bank had
attracted new customers by utilizing and approving
PPP loans, but nearly three-quarters said their bank
was not participating or planning to participate in
the Main Street Lending Program.

By Promontory Interfinancial Network IBC Associate Member

A

s all are well aware, the U.S. economy shrank 9.5 percent from April through June, the largest quarterly decline since the government began publishing data 70 years ago.1 The results of the most recent
Bank

Executive Business Outlook Survey strongly reflect
this sobering state of affairs.
Banker opinions of the state of the U.S. economy became increasingly more negative this quarter. Seventy-six percent of respondents reported overall economic conditions for their bank had worsened from
12 months prior—a marked change of +58 percentage points from Q2 2019. Only nine percent noted
economic conditions had improved compared to 12
months prior.
Looking to the future, 62% of respondents expected
overall economic conditions to worsen over the next
12 months, with more than half (55%) predicting
moderately worse conditions and another seven percent expecting significantly worse conditions. Overall, that is a 34-point increase in respondents who
expected conditions to worsen from the same time
in 2019.
Though this survey was completed prior to the release of GDP data for the second quarter of 2020,
the majority of our bank respondents seem to have
known that an extreme contraction of the U.S. economy was in the offing. When asked what shape they
expected the economic recovery to take, fewer than
one in 10 anticipated a V-shaped economic recovery (the best case scenario outside of no recession at
all). More than half of respondents (56%) predicted a
U-shaped recovery from the economic impacts of the
COVID-19 pandemic, while 31% expected a W-shaped
32



recovery.
For the banking sector itself, the news was somewhat
more positive. Promontory Interfinancial Network’s
proprietary Bank Experience IndexSM (a composite
of access to capital, loan demand, funding costs, and
deposit competition compared to 12 months prior),
measured 56.1, an increase of 3.1 points from the
previous quarter. On the metrics that make up Promontory Interfinancial Network’s proprietary Bank
Confidence IndexSM (a composite of access to capital, loan demand, funding costs, and deposit competition for the 12 months ahead), this survey found
a level of 52.8, an increase of 3.6 points from the previous quarter.
In this quarter’s survey, we asked bankers another
round of questions about the coronavirus outbreak’s
impact on their operations.
Nearly half of respondents (48%) indicated that their
bank was leaning more heavily on reopening branches to the public with limits on in-person activities,
while 38% said they were leaning more on reopening
branches without limits.

Deposit Competition. A majority (52%) indicated that deposit competition had decreased over the prior 12 months, an increase of 28 points from the previous quarter.

Loan Demand. Compared to 12 months
prior, a majority of respondents saw
their bank’s loan demand decrease (51%).

•

Access to Capital. A large majority (77%) of
respondents reported that their bank’s access
to capital had remained steady compared to
12 months prior. n

[1] Rachel Seigel & Andrew Van Dam, “U.S. economy contracted at fastest
quarterly rate on record from April to June as coronavirus walloped workers,

To download the entire report, visit https://www.
promnetwork.com/research-insights/bank-survey-reports/business-outlook-survey-2020-q2.

Together, let ’s
make it happen.

Tracy Peterson
Call me at 480.259.8280

Based in Phoenix, Ariz., serving Arizona and Colorado

Why choose Bell as your bank’s lending partner?
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.
Commercial & ag participation loans

Four in 10 stated they were expanding digital banking services through a bank website, mobile app, or
both. An overwhelming majority (88%) noted that a
safe and effective COVID-19 vaccine is not a precondition for their bank to return to precrisis-level operations.
Oct/Nov 2020
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businesses,” Washington Post, July 30, 2020.

Other Highlights
•

Funding Costs. Nine in 10 respondents
said their bank’s funding costs had decreased compared to 12 months prior,
with 46% seeing a significant decrease.

Bank stock & ownership loans

Bank building financing

Business & personal loans for bankers

We do not reparticipate any loans.

Member FDIC
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2020, Q2 EXECUTIVE BUSINESS OUTLOOK SURVEY

With the U.S. economy officially in a recession, 28%
of bank respondents indicated their bank is considering delaying the development/rollout of new
products and services, and 27% said their bank is
considering shrinking the size of its workforce. Only
11% of respondents forecasted the business impact
of COVID-19 to end in 2020, while more than a third
(35%) projected the business impact to last until
sometime after 2021.

•
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CAN A LENDER ‘GET LEAN’ IN PORTFOLIO
RISK MANAGEMENT?
By Jim Perry, Vice President, Regional Business Development, Golden Eagle Insurance, IBC Associate Member

T

here has been plenty of discussion over the last many months about how the community banking
world might look when we come out of this pandemic. Speculation and opinions are all over the board.
The economic fallout is of great concern, and community lenders find themselves juggling priorities
and recalibrating for the future. On the consumer-facing front, digital banking and technology are hot top-

ics, ‘strategic innovation’ is a focus, and customer relief and mediation tactics are a balancing act. Inside
the lending operations, there are concerns about PPP
loan forgiveness, increased delinquency and default
impacting collections staff, and continued remote
workplace struggles with administrative workload
balance adjustments across operational teams.
Whew. Community lenders have plenty on their
plates – with many taking a ‘keep our head above
water’ mentality while navigating these difficult
times. Many ‘new projects’ have been put on hold.
This mindset might seem fine for now, but could this
approach lead to some missed opportunities for positive change along the way? Some big changes in the
middle of a crisis may be worth considering.
The issues that community banks will face going forward are quite complex -- too numerous to address
in one sitting. As the COVID-19 pandemic drags out
from a recession into recovery, there is one very specific aspect worth discussing: uninsured loss mitigation within portfolio risk management. This is certainly an area of focused concern for a community
lender during these challenging times. But could a
bank look at it more closely with a ‘get lean’ approach
to the review?
Many community lenders remain committed to some
old-school processes within their loan operations. In
some cases, inefficiencies and frustrations can be
common issues that are connected to these burdensome administrative strategies. Many fingerprints
can be found within these cumbersome procedures,
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as employees can be quite involved. The structure of
these processes within loan operations is anything
but ‘lean’. Collateral insurance tracking, along with
the action of force-placing insurance, is one of these
administrative burdens. Whether a lender tracks
in-house or outsources to a paid 3rd party, this work
can be frustrating and tiresome. The main objectives
are for the lender to be protected against uninsured
loss and to meet regulatory demands. If these objectives can be met without any tracking at all, and good
employees can be utilized in much more productive
roles elsewhere – why wouldn’t a lender consider
this alternative?

through the economic downturn. Does the threat of
unbelievably expensive force-placed insurance help that
situation? It is not certain if the prevalence of forceplaced insurance policies will increase in the coming months, but there is no doubt that an increase
in force-placed premium during these delicate times
will lead to an increase in loan delinquency and default. Lenders can avoid this pitfall – and give their
struggling customers a better chance of survival – by
eliminating force-placed insurance altogether.
Taking a 360-degree blanket approach to protect
against uninsured loss is one creative way to eliminate the burdensome administrative issues and
customer loyalty problems noted above. Innovative
blanket portfolio protections can be tailored to fit the
risk management goals of any community lender.
This type of adjustment can become a ‘get lean’ gamechanger for a bank. FTE employees can be utilized
in more productive roles within loan operations – especially with the many other changes that are coming down the road for community lenders. This approach will reduce the volume of future charge-offs
within the collections department, as eliminating
force-placed insurance will provide your good customers a better chance at surviving this downturn.
Blanket programs are designed in collaboration with
the lender, with protections for residential mort-

The community banking model is the definition of
relationship banking at its finest. From supporting
the communities in which they serve to the valued
relationships with customers – community lending
has a vital role in keeping their local economies dynamic and growing by lending to good folks within
their region. “One element that has kept the traditional model alive for so long is that community
banks know their customers – and likewise, their
customers know them – which I believe fosters
greater customer loyalty,” once said by Ben Bernanke. Why would a bank want to keep a cumbersome
administrative process – cumbersome for both their
customers and employees – in place if more efficient
and robust solutions exist? Change can be tough to
embrace, but we are dealing in a unique and difficult
period that requires some outside of the box thinking. Borrowers will also be facing some challenging
times ahead in this recovery as they work hard to get
Oct/Nov 2020

gage lending, commercial real estate and equipment
lending, agricultural lending, and consumer lending. Blanket protection can provide 24/7 coverage
against uninsured loss along with full compliance
with examiners. This type of portfolio protection
strategy is not necessarily a ‘new’ offering, but one
that sure seems to fit with the issues surrounding the
community banking industry today.
Many community lenders that have made the switch
to blanket programs share that they ‘will never go
back to tracking insurance’. They recognize that the
elimination of collateral insurance tracking allows
for a greater focus on actual improvements within
loan operations and overall lending growth strategies. Some lending veterans have the misconception that ‘blanket insurance is expensive’ – but that
does not have to be the case. It is crucial to work with
‘blanket experts’ when reviewing the options. When
all factors are considered, there is no doubt a switch
to blanket portfolio protections can fit a ‘get lean’
mindset at a community bank – especially during
these remarkably challenging times ahead. n

HAPPY ANNIVERSARY!
The Gunnison Bank and
Trust Company celebrated
80 years as a Federal Reserve
member this summer!
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EXPENSE MANAGEMENT FROM
DELUXE STRATEGIC SOURCING

THE RISE OF REGTECH

By Charles Potts, Senior Vice President and Chief Innovation Officer, ICBA

Consolidate, simplify and save. Leverage massive buying power to
increase your efficiency and reduce expenses. From end-to-end, we
handle supply fulfillment and distribution on your behalf, saving you
time, money and hassle so you can focus on more value-added tasks.

A

growing number of community banks are exploring regtech solutions to address their regulatory
and compliance challenges. But what is regtech, and why is it important?

Upfront Assessment
Get an in-depth analysis of your current
procedures, pricing and processes, along
with tailored strategies you can use to
improve.

Ordering Automation
Control and track what users order
from a custom ecommerce website,
restrict item availability by user login
and more.

Consolidated Buying Power
Get the products, items and supplies
you need at the best price – our expert
procurement professionals source across
the globe and handle all the logistics on
your behalf.

Metrics Tracking
Drive program results with standard
and customized reports to identify
usage, shipment, and cost-saving
opportunities.

Take advantage of this proven cost-management strategy and drive your
efficiency ratio down. fi.deluxe.com/digital-engagement/strategic-sourcing

Regtech, short for regulatory technology, uses information technology to enhance regulatory processes by improving the efficiency and effectiveness
of monitoring, reporting, compliance and other requirements. Once the domain expertise of fintechs,
regtech is making headway into legacy companies
thanks to today’s enhanced computing capabilities
and capacities.
Regtech helps community banks attain faster and
more robust data analytics, instant access to performance information and real-time results, making it
a valuable strategic tool as they reassess and reprioritize in light of COVID-19. And by incorporating data
analytics (see page 21), artificial intelligence (AI) and
machine learning into the mix, community banks
can identify customer trends and use predictive analytics to determine which customers might be the
most receptive to new products and services, saving
time and potentially increasing revenue.
To further promote innovation, regulatory bodies
are creating fintech “sandboxes,” or data sources
and repositories for experimentation. Sandboxes
enable community bankers to become familiar with
new products and test proof-of-concepts with limited risk and little investment.
Regtech holds inherent possibilities and opportunities for community banks to streamline processes and increase revenue. As you begin the process
of assessing where your community bank is today
and planning for the future, here are three things to
keep in mind:
1. Identify where silos around legacy regulations,
compliance and risk management exist in your
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bank and consider how you can consolidate these
functions around unifying technology.
2. Tie all potential changes to a forward-looking
business strategy, and ensure your strategy dovetails with your bank’s risk management and compliance practices. For example, if you’re launching a new lending program, consider exploring a
know-your-customer (KYC) platform.
3. Consider how these capabilities will help your
community bank scale more efficiently.
The Paycheck Protection Program (PPP) created opportunities for many community banks to institute
enhanced KYC solutions, along with compliance
and underwriting capabilities. In bridging the technology chasm to implement PPP, community banks
embraced capabilities that may have broader applications across the institution.
As you forge the path ahead, reach out to your ICBA
member relations officer and regulator with your
concerns and challenges around consolidating
compliance technologies to make guidance and regulatory oversight more effective.
Now is also an excellent time to reach out to ICBA’s
ThinkTECH Accelerator alumni, as well as our Preferred Service Providers (PSPs), many of which have
expertise in regtech and other fintech applications
and would welcome the opportunity to partner with
your community bank. n
Charles Potts (charles.potts@icba.org) is ICBA senior
vice president and chief innovation officer.
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IBC ATM NETWORK

IBC’s 24-ATM SURCHARGE FREE NETWORK!
The Independent Bankers of Colorado’s alliance of community banks offers your customers access to 24 surcharge-free
ATMs throughout Colorado.
As a member of the Independent Bankers of Colorado, you waive surcharges to the customers of banks belonging to our
network, while retaining the option to charge non-member customers who use your ATMs.

SEE YOUR CARD PROGRAM IN A NEW LIGHT
WITH PAYMENTS ONE CREDIT FROM FIS™

Our alliance means that community bank customers will remain with their community-based banks, yet be able to access
a broad choice of surcharge-free ATM locations.

LOCATIONS

Making the complex simple – now there’s real innovation. With the single,
streamlined Payments One Credit platform working for your card programs,
you’ll cut through the hassles and complications of multiple payment systems,
giving you the focus of:

Canon City
Colorado Springs
Colorado Springs
Falcon
Fort Morgan
Fowler
Greeley
Greenwood Village
Hugo
La Junta
La Junta
La Junta
Lamar
Leadville
Limon
Naturita
Ouray
Pueblo
Pueblo
Pueblo West
Ridgway
Rocky Ford
Silverton
Wiley

• Single-user interface and 500+ APIs help you quickly pivot to keep
•
•
•
•

pace with innovation.
A PROVEN super-system for global payments that supports your
strategic growth.
Our single version of code and a unified platform connects you to all
major schemes.
User-friendly interface provides an overarching view, connecting you
to the intricacies of your card programs.
Unique value-added services enrich card functionality to grow
customer loyalty while minimizing chargebacks and fraud costs.

TURN THE PAGE ON CARD PROGRAM
MANAGEMENT
For more information on how we can help your institution advance its
card programs, keep reading.

Legacy Bank
Legacy Bank
First State Bank
The State Bank
FMS Bank
Fowler State Bank
FMS Bank
First American Sate Bank
First National Bank Hugo
The State Bank
The State Bank
The State Bank
Legacy Bank
First National Bank of Hugo
First National Bank of Hugo
Citizens State Bank Ouray
Citizens State Bank Ouray
Legacy Bank
Legacy Bank
Legacy Bank
Citizens State Bank Ouray
The State Bank
Citizens State Bank Ouray
Legacy Bank

1010 Royal Gorge Boulevard
1580 East Cheyenne Mountain Boulevard
1776 South Nevada Avenue
7495 McLaughlin Road
520 Sherman Street
201 Main Street
2425 35th Avenue
8390 East Crescent Parkway
321 4th Street
10 Colorado Avenue
1100 Carson Avenue
124 Colorado Avenue
210 East Olive Street
409 Harrison Avenue
981 2nd Street
Highway 141 and 87
600 Main Street
101 North Main Street
730 Desert Flower Boulevard
7 East Spaulding
145 West Sherman
301 North Main Street
1202 Greene Street
220 Main Street

For information about how your bank can join our network, please call
Lauren Gonnella Copeland at 513-900-4661 or lauren.gonnella@vantiv.com!

© 2020 FIS FIS and the FIS logo are trademarks or registered trademarks of FIS or its subsidiaries in the
U.S. and/or other countries. Other parties’ marks are the property of their respective owners. 1041606
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