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Trusted advice in uncertain times.
As the economy recovers from the COVID-19 pandemic, BKD continues 
to stand firm in our commitment to helping you mitigate the financial 
effects. When you’re looking to navigate complex relief legislation or 
develop advantageous tax strategies, our trusted advisors are here to 
help you reach your goals.

 Everyone needs a trusted advisor.
Who’s yours?
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As we continue to 
navigate these 
challenging times 
and the unchartered 
territory of our day, 

there is a bright light that shines within 
our communities. That light is fueled 
by the passion, purpose and people 
who comprise the membership of the 
Kansas Bankers Association. It is the 
bankers in Kansas who hold the rudder 
steady on our respective ships called 
Community as we take on the waves of 
adversity, change and challenge. And 
you have my commitment as your KBA 
Chairman that your organization — the 
Kansas Bankers Association — will 
advocate for you, ensuring that your 
image will continue to be promoted.

Over the years, we have witnessed 
times when an event or narrative taint 
the community bank image. Yet we 
always find, when push comes to shove, 
banks step up to bolster those they 
serve. It is in this light and the shadow 
of a pandemic that we see opportunity. 
Opportunity to remind those we serve 
of our value to them through word 
and deed. The charge to promote our 
industry through image enhancement 
comes as no surprise, and it is directly 
tied to our current strategic plan.

The kickoff to our image campaign is 
led by our new brand that reflects the 
colors of truth and quality, coupled 
with an image of the beauty of a 
Kansas sunrise/sunset. The rays of sun 

portrayed by the lines that are central 
to the brand image remind us of the 
fact that Kansas banks reach out to all 
regions, levels of economic status, and 
social groups within our state. Simply 
— everyone matters within the scope of 
our industry.

Additional tools are being developed 
and deployed on your behalf in the form 
of short videos. As part of our charge to 
promote bankers, these resources will be 
made available to association members 
without charge, which is just another 
way that the KBA serves you.

My challenge to you within the scope of 
image building is as follows:

1.  Be willing to lead — within your 
community, our association and when 
you have related opportunities. As we 
each lead out, we naturally build favor 
and a positive image.

2.  Be vocal within your circles of 
influence — If we are not willing 

to tell our story and promote our 
industry, no one else will.

3.  Be ready to advocate at the local, 
state and federal levels — Advocacy 
comes in several forms, ranging from 
sending an email when you receive 
a call to action through the KBA 
VoterVoice system to face-to-face 
discussion with our elected officials.

4.  Be willing to recruit — recruit 
advocates for our industry and 
actively seek to encourage our youth 
to pursue a career in banking.

In summary, the only sure mistake each 
of us can make in the realm of image 
building is inaction. A lack of action on 
behalf of our industry will ensure that 
the portrait of bankers presented within 
our society is not truly reflective of all 
the excellent things each of you does. 
Image is about you, and it requires your 
involvement at all levels to ensure that it 
is accurate.   

Chairman’s Message

Vision of Image Building
By KBA Chairman Jonathon Johnson, Home Savings Bank, Chanute
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Offering a prayer
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A successful rebrand often 
follows the story arch of 
every teenage-coming-
of-age movie. The story 
goes something like 

this: nerdy guy or girl has aspirations 
of getting noticed by the popular kids 
in school, but their appearance and 
demeanor stand in the way. Inevitably, a 
wise mentor or an unexpected life event 
comes about to inject confidence into 
the protagonist, resulting in a makeover 
in which the nerdy glasses are replaced 
with a new wardrobe, a new hairstyle 
and a more confident voice. The subject 
of our story gets what they ultimately want, 
and along the way, the moral of the story is 
revealed. We find out that our hero had it 
in them all along. Their new look is nothing 
more than an external refresh of inner truth.

For the past nine months, Bajillion 
Agency has been privileged to help the 
Kansas Bankers Association with their 
rebrand. The result of the branding 
process is a more complete telling of the 
KBA story. Early in our meetings with 
KBA, the need for a rebrand became 
apparent. As we learned about the 
organization, the service it provides to 
the industry, and its illustrious 133-year 
history, we knew we had the making of a 
good brand story.

A Brand Is More Than a Logo
A great way to think about a brand is 
to compare it to a good friend you run 
into at an event. The most instantly 
recognizable asset of your friend is their 
face (it’s their logo). But if your friend 

has their back to you in a crowded room, 
you would still recognize them. Their 
mannerisms, clothing style, and tone 
of their voice are all as recognizable to 
you as their face. Similarly, a brand is 
everything that makes up its corporate 
identity. It is the values that your 
organization espouses, the colors 
associated with it, the language you use 
in emails, and the way your employees 
interact with customers. Our approach 
to a brand begins by uncovering what we 
refer to as Simple Truth. The core of every 
brand should establish two things about 
the organization; what is unique and 
what is authentic. These two elements are 
foundational to everything that follows.

“The rebranding of KBA not 
only reflects the organization’s 
innovation and leadership in the 
banking industry, but also the 
influence Kansas banks have had on 
the local communities they serve.” 

— Christopher J. Kuckelman, J.D., V.P. 

Compliance Officer and Legal Counsel, Exchange 

Bank & Trust, Lansing

Putting the Brand to Words
For the Kansas Bankers Association, 
several unique characteristics stood out 
as pillars of their new brand. First, the 
rich history of the organization, with 
more than a century of commitment 
to advancing the banking industry in 
Kansas. Second, the way the organization 
responds directly to input from its 
membership and the level at which 
membership is involved in the decisions 

of the organization. The simple truth 
behind the KBA is that they are banker 
driven. In getting to know the team at 
KBA, their passion for the people they 
serve is the most authentic thing about 
who they are. This simple truth was the 
basis of KBA’s brand values.

KBA’s Brand Values
Service — Serving those who have put 
their trust in us is our greatest honor.

Loyalty — Our allegiance belongs solely 
to the membership we serve.

Reliability — When called upon, we 
believe that it is more important to do 
what we say than to say what we will do.

Resourcefulness — There is always 
a better way when you combine 
imagination and hard work. 

Adaptability — The needs of our 
member banks change, so do we.

The exercise to uncover meaningful 
uniqueness for the association led us to 
uncover some missing elements in the 
communications coming from KBA. 
What KBA does for the banks it serves 
is very obvious; the missing elements 
in their communication strategies were 
explaining to their audience how they 
do it and — most importantly — why 
they do it.

133 Years of Service. 
One Logo.
By Bajillion Agency
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“The rebranding of KBA not only 
reflects the organization’s innovation and 
leadership in the banking industry, but 
also the influence Kansas banks have had 
on the local communities they serve.”
 — Christopher J. Kuckelman, J.D., V.P. Compliance Officer and Legal Counsel,  

Exchange Bank & Trust, Lansing

This is not an uncommon occurrence 
among clients we work with. Telling your 
audience what you do is simple and the 
most direct way to make a sale or attract 
a new account. But modern consumers 
crave a deeper connection with the 
brands which they choose to associate 
with. Because of this shift in the mindset 
of the audiences you speak to, how and 
why have become just as important in 
your brand story. One of the greatest 
effects of making your how and why 
known is the sense of loyalty it creates 
among your audience. This doesn’t just 
include potential customers; employees 
report a deeper sense of loyalty toward 
the organization they work for when they 
are able to articulate the how and why 
behind their work. 

The brand values listed were just the 
beginning of KBA’s transition from 
pensive teenager to cool kid. It’s 
important to note that none of the values 
listed were new or surprising to anyone 
in the organization. They were just being 
articulated with more intentionality. 
From the values exercise, we turned 
our attention to the audience that KBA 
needed to reach — the banks of Kansas. 
The purpose behind the rebrand was to 
help better serve Kansas banks, so we 
established a positioning for the KBA, 
or reason to believe, that let Kansas 
banks know why KBA existed and how 
it achieved its mission. Here is how we 
position KBA:

KBA’s Reason to Believe:
Connecting Connectors
The banks in Kansas connect the fabric 
of our communities. At the heart of 
success stories is a bank that was willing 
to help. The banks of Kansas connect 
the dreamers and doers of the state with 
the resources they need to make things 
happen. The KBA connects their member 
banks with the resources and network 
they need to remain an essential part of 
the lives of the communities they serve. 

With a firm understanding of who KBA 
is and how they improve the lives of those 
they serve, the Bajillion design team went 
to work to establish a visual look that put 
the brand’s values on full display. 

“Our new brand is not an outcome; it is 
a happening. We look forward to seeing 
the positive impact this will have for our 
Kansas banks and the communities in 
which they serve.”

— Mary Taylor, Senior Vice President, 

Communications and Marketing, Kansas 

Bankers Association

The Look
To create the visual representation of 
Kansas Bankers Association, we began 
with the most striking and unique feature 
of the association: its history. With 133 
years of operation, the Kansas Bankers 
Association’s service has spanned the 
19th, 20th and 21st centuries. We wanted 
to honor that rich tradition by creating 
a brand that showed the heraldry of 
more than a century of service but drew 
inspiration from Kansas, the state that 
made it possible.

Our design story begins with a modern 
take on the coat of arms. Coats of arms 

were among the original forms of design 
— they were the first brands. The crest 
that serves as the foundation of the new 
mark is built using the familiar shape of 
Kansas combined with the inspiration 
brought about by the famed Kansas 
sunsets. The elements denote, in a simple 
fashion, the organization’s location and 
its mission. In the same manner that the 
light reaches all corners of Kansas, so 
does the Kansas Bankers Association.

The color palette for the brand is 
anchored in rich blues. In color 
psychology, blues elicit feelings of trust 
and dependability. The palette is accented 
with a gold-tone that denotes the nobility 
and professionalism of the organization. 
In total execution, the mark feels like 
it has been a part of the organization 
from the beginning, yet it is steeped in 
the modern story of the Kansas Bankers 
Association. The new Kansas Bankers 
Association brand portrays the authority 
and approachability of the organization with 
elegance. It is a mark 133 years in the making 
and is ready for the next century. 
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Amid COVID concerns, 
this year’s CEO and Senior 
Management Forum/Annual 
Meeting was canceled, and 
instead, an abbreviated virtual 
version was held August 26 with 
over 100 in attendance.
KBA President and CEO Doug Wareham welcomed the 
attendees and thanked this year’s dedicated sponsors. 
Wareham also provided an overview of KBA’s new brand 
before introducing Chairman Kurt Knutson from Freedom 
Bank in Overland Park. Knutson shared insight into the 
brand and proudly introduced KBA’s public perception 
video. He then shared his chairman’s address before 
introducing United States Senator Jerry Moran. Moran 
thanked Kansas bankers for their tireless work in their 

communities, especially during the Paycheck Protection 
Program legislation. 

Kansas’ very own Michelle “Miki” Bowman, Federal 
Reserve Board of Governors, zoomed in from Washington 
D.C. to provide a report from the Federal Reserve. 
Bowman gave an overview of the pandemic’s effects on 
the overall economy and banking and the Fed’s role in 
the government’s response. Her message was extremely 
insightful yet optimistic.

After a break for lunch, Chairman Knutson welcomed 
ABA Chairman Elect Jim Edwards from United Bank in 
Griffin, Georgia. Jim gave an update on how the ABA 
is working to develop tools and promote policies that 
will help banks succeed. Like ABA, Jim is particularly 
passionate about banking as a career and is always seeking 
new ways to develop leadership opportunities for the next 
generation of bankers.

Jerry Moran                              Miki Bowman                         Jim Edwards

KBA Annual Meeting and Mini Forum  
Held Virtually
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The 2020-2021 KBA Leadership Team (left to right): Doug Wareham, KBA President and CEO; Kurt Knutson, Past 
Chairman (Freedom Bank, Overland Park); Shan Hanes, Vice Chair (Heartland Tri-State Bank, Elkhart); Jonathon 

Johnson, Chairman (Home Savings Bank, Chanute); and Mike Ewy, Chairman Elect (Community State Bank, Coffeyville).

Following Edwards, the annual business meeting was held, 
which included the election of officers. Your 2020-2021 elected 
officers are: Chairman Jonathon Johnson, Home Savings Bank, 
Chanute; Chairman Elect Mike Ewy, Community State Bank, 
Coffeyville; Vice Chairman Shan Hanes, Heartland Tri-State 
Bank, Elkhart; and Past Chairman Kurt Knutson, Freedom 
Bank, Overland Park.

Closing out this year’s event was newly elected Chairman 
Johnson, thanking all who have served before him and 

those who currently do. He noted KBA’s leadership team is 
continuing to move action items forward, including image 
enhancement. He reviewed the key tenets of KBA’s new logo 
and how they represent who we are, where we have been and 
where we are headed.

Thank you to all our bankers, associate members and sponsors 
who attended. We want to remind you to mark your calendar 
for Aug. 5-7 for next year’s CEO Forum. We will see you at the 
Broadmoor!  

KBA Annual Meeting and Mini Forum  
Held Virtually

Thank you to all our bankers, associate members and 

sponsors who attended. We want to remind you to mark your 

calendar for Aug. 5-7 for next year’s CEO Forum. We will 
see you at the Broadmoor! 
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Meet the New KBA Board Members

Gil Trout, Chairman’s Appointment

Gil has been at Emprise Bank since June 2018. Before that, he was Regional CEO at UMB 
Bank in Kansas City. Trout earned a Bachelor of Business Administration Degree from 
Southwest Baptist University in Bolivar and an MBA from Avila University in Kansas 
City. He is actively involved in several community organizations, including the Boys and 
Girls Club, Wichita Art Museum and Exploration Place. Gil and his wife, Julie, reside in 
Wichita and have one child, Nate. In his spare time, he enjoys art as a hobby and tennis.

Brad Yaeger, Regional Representative 

Brad has served as President and CEO at Legacy Bank since 2019, having been at the 
bank since 1988. He graduated from St. Mary of the Plains in Dodge City with a Bachelor 
of Business Administration and Finance Degree. He is a graduate of The Graduate 
School of Banking at Colorado and has served on KBA’s Education/HR and State Affairs 
Committees. Brad and his wife, Janice, live in Wichita and have three children, Beth, 
Justin and Matt. In his free time, he enjoys golfing and boating.

Shan Hanes, Vice Chairman

Shan has been President and CEO of Heartland Tri-State Bank, formerly known as 
First National Bank, since 2012. He earned an Ag Business/Economics degree from 
Northwestern Oklahoma State University. Shan completed the KBA/NBA Ag Lending, 
Advanced Ag Lending and Bank Compliance Schools. He served on KBA’s State and 
Federal Affairs Committees and KBA’s Kansas Ag Bankers Division, including President 
of that division in 2013. He served as American Bankers Association’s Ag Banker 
Committee Chairman from 2015-2019 and currently serves on ABA’s Board. Hanes 
also serves on the Consumer Financial Protection Bureau’s Community Bank Advisory 
Council. Outside of banking, he is a USA swim referee and enjoys woodworking and 
helping with his daughters’ mowing business. He and his wife Michelle reside in Elkhart 
and have three daughters, Shayden, Shaybree and Shaylynn.
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Derek Bailey, Young Bank Officers of Kansas (YBOK)  
Division President

Derek has worked at Great Western Bank since December 2018. He was previously the 
Vice President at Great American Bank in Lawrence. Bailey earned a bachelor’s degree in 
Business Finance from the University of Kansas and is a graduate of the Graduate School 
of Banking at Colorado. He is active in his community and serves on the USD 497 Finance 
Council and is Chairman of the Bill Self Boy Scout Golf Annual Fundraiser. He is married 
to Jackie, and they have two children, Oliver and Britton.

John Hill, At-Large Representative

John is President and CEO at The City State Bank in Fort Scott, where he has been since 
1990. He earned a bachelor’s degree in Business and Accounting from Kansas State 
University. John and his wife, Carole, live in Fort Scott and have one child, Meredith.

Tim Smith, Kansas Ag Bankers (KAB) Division President

Tim has worked at First State Bank since August 2016. Prior to that, he was employed as 
Market President/Chief Retail Officer at Astra Bank from 2005-2016. He graduated from 
Fort Hays State University with a Bachelor of General Ag and is a graduate of the Graduate 
School of Banking at Colorado. Tim also completed the KBA/NBA Advanced Banking 
and Compliance Schools. He has two children, Bennett and Kennedy. In his spare time, he 
enjoys building houses, golfing and coaching youth sports.

Susie Roberts, Trust Division President

Susie has been with Bank of Labor since 1995. She obtained a Business Administration 
associate degree from Johnson County Community College. Susie completed both KBA/
NBA School of Trust and Financial Services and Advanced Trust School and is a graduate 
of the Cannon Advanced Trust School. She has served on the KBA Trust Board since 
2015. Susie enjoys all lake activities, vacationing on the beach and being with family and 
friends. She is married to Darrell, and they have two children, Bryan and Noah. 
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and find it challenging to pay their 
expenses; how can they possibly set aside 
money for a rainy day when it’s already 
pouring? But there’s reason to view this 
as the ultimate teachable moment, and an 
ideal time to convert lessons into action.

In a July survey of hourly workers (by 
DailyPay and Funding Our Future), 51% 
said that, coming out of the pandemic, 
they are more likely to save for the 
future, as opposed to 15% who said they 
were less likely to do so.

Meanwhile, 65% said they don’t have 
any type of savings account, and 62% 
said they would save more if there was 
an easier way to set aside a portion of 
their paycheck.

These data point to a clear demand for 
information and tools to facilitate savings, 
and banks are a reliable source for both.

To help banks meet that demand 
— and prevent financial regrets in 
the first place by teaching financial 
fundamentals to today’s youth and 
young adults — the ABA Foundation 
has adapted its financial capability 
programming for today’s virtual 
world. Teach Children to Save lessons 
went virtual in April, and Get Smart 
About Credit, our fall program, has 
also been adjusted to include new 
resources and notes for delivering 
effective virtual presentations, as well 
as new modules around saving for  
the unexpected. 

The pandemic has forced 
many lessons on us, not 
the least of which is the 
importance of being 
prepared. I don’t

mean being-well-stocked-on-toilet-paper 
prepared. I mean having the ability and 
resources to survive an uncertain and 
even perilous period. For businesses, that 
requires having a well-crafted and tested 
business continuity plan. For households, 
the most important preparedness tool 
may be a well-funded savings account.

Those who may not have fully appreciated 
this before COVID-19 certainly 
understand it now. In fact, a Bank 
Rate survey this summer found that 
Americans’ top financial regret is not 
having enough emergency savings to 
withstand the crisis, followed closely by 
not having enough retirement savings.

This presents an important opportunity 
for banks, which can — and should — help 
support both established and fledgling 
savers as they pursue their savings goals. 
Nothing is more fundamental to financial 
wellness than savings.

Given the massive economic isolation 
caused by the pandemic, this may seem 
an odd time to exhort others to save. 
Many are suffering from a loss of income 

Personal Finance for the Pandemic Era: 
Why Bankers Should Deliver Fin Ed Lessons Today

WASHINGTON UPDATE

By Rob Nichols, President and CEO, American Bankers Association
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Education , including financial 

education , can help reduce these 

disparities and give all Americans an 

equal opportunity to prosper.

We all know that strong personal 
finance skills are essential to 
success in life. In fact, a majority 
of respondents in the latest Charles 
Schwab Financial Literacy Survey said 
that money management was the most 
important skill for children to learn, 
outranking the dangers of drugs and 
alcohol, healthy eating and exercise 
habits and safe driving practices. 
And nine in 10 agreed that a lack of 
financial education contributes to 
some of the biggest social issues our 
country faces, including poverty, 
unemployment and wealth inequity.

Which brings us to another lesson 
learned from the pandemic: 
Significant disparities in health, 
education and job opportunities 
persist. Those disparities have exposed 
some populations to greater risk — of 
catching COVID-19 or losing a job — 
and they’ve left some children more 

vulnerable than others to the negative 
effects of school closures.

Education, including financial 
education, can help reduce these 
disparities and give all Americans an 
equal opportunity to prosper. Few are 
more qualified to deliver lessons in 
personal finance than bankers, so I 
strongly encourage you to register as 
a volunteer for a financial education 
program today. The ABA Foundation

makes it easy — and free. Visit  
aba.com/FinEd to learn more and sign 
up. This is one of the most important 
ways bankers can make a long-term 
difference in the lives of others.

The more individuals we reach with 
this valuable information, the better 
off our communities will be. And 
there’s no doubt it is better to learn 
personal finance lessons in a Zoom 
class than in a crisis. 
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When Becky and 
her husband, 
Joe, relocated to 
Topeka, Kansas, 
in February 

1977, they were starting their married 
life together (at the age of 21) in a new 
city with no friends or family. Topeka 
was a big and daunting city to a couple 
of small-town farm kids, but that move 
started them off in what would be a 
journey of discovery, ups and downs, 
perseverance and optimism.

Becky’s story began on a farm in 
Southwest Nebraska with her parents 
and five siblings. Her dad was a farmer 
and her mom was a homemaker. After 
receiving the first six years of her 
education in a one-room schoolhouse in 
rural Nebraska, Becky attended junior 
high and high school in Culbertson, 
Nebraska, where she joined a class of 18 
boys and girls. After graduating in 1974, 
Becky studied business education at the 
University of Nebraska and Kearney State 
College before getting married to her 
high school sweetheart, Joe. “I remember 
my Mother always warning me about 
dating a “Kansas boy,” but in the end, it 
turned out OK,” Becky said with a grin.

“All of the Bauer siblings observed and 
learned from two hard-working, selfless 
and loving parents who challenged us 
to do our very best in whatever we were 
involved in. My dad was adamant that 
we all have the opportunity to go to 
college. I can still hear his words, ‘Kids, 
get an education as it is the one thing 

that no one can ever take away from 
you,’” shared Becky. Newly married, 
but driven to succeed, Becky continued 
her college education by attending 
night school at Washburn University, 
eventually earning a degree in finance.

Becky started her banking career in 
1976 when she joined what was then 
First Federal Lincoln. She and two 
others opened a new branch in McCook, 
Nebraska, close to where she grew up. 
After marrying Joe and relocating to 
Topeka in 1977, Becky went to work 
for Capitol Federal Savings and Loan 
and then Merchants National Bank, 
before landing a job at the Kansas 
Bankers Association in October 1980. 
“I will be eternally grateful to Harold 
Stones for taking a chance on a shy, 

somewhat naïve, 24-year-old farm girl 
from Nebraska. Without his patience, 
mentorship and leadership, I would not 
be here today.” Following Harold came 
KBA Presidents Jim Maag and Chuck 
Stones, from whom she learned a lot. 
“I am grateful for their friendship and 
counsel even today,” said Becky.

If Becky has one regret about her 
impending retirement, it is the limited 
amount of time she’s had to work with 
KBA’s current president and CEO, Doug 
Wareham. For those of you acquainted 
with Doug, you know that his leadership, 
enthusiasm and quest for excellence are 
contagious. “Doug has challenged me 
every day (in a positive way), and I hope 
I’ve challenged him right back,” quipped 
Becky. “He and the entire KBA staff are 

40 Years of Service to Kansas Bankers
Honoring Becky S. Tongish, EVP and Chief Strategy Officer

Becky and Joe
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like family to me — we look out for one 
another in good times and not-so-good 
times. It’s pretty hard to imagine my life 
without them.”

When you have a husband and life 
partner with an entrepreneurial spirit 
and business acumen, life is never boring. 
The Tongish family maneuvered through 
many life changes, including the birth of 
two daughters: Morgan and her husband, 
Patrick Zeller, live in Portland, Oregon. 
Lauren and her husband, Riley Rath, 
reside in San Diego. While their many 
businesses led Joe to various cities around 
the country, they managed to keep their 
family grounded in Topeka. 

Joe has technically been retired for close 
to 10 years, but he still has some business 

interests that keep him occupied. 
Upon Becky’s retirement, they plan 
to do some traveling — and they are 
anxiously awaiting the arrival of their 
first grandchild in March. “I have been 
waiting all my life to play the role of 
Grandma, aka BeBe.”

Upon reflection, going to work at the 
KBA was a defining moment for Becky, 
as it changed the trajectory of her life, 
both professionally and personally. If 
you define success as “leaving something 
better than how you found it,” Becky 
can claim her success. In 1980, Kansas 
had over 600 banks, with very few 
educational opportunities. Today, with 
240 banks and previously under Becky’s 
leadership, KBA trains close to 5,000 
registrants every year. KBA’s Education 

Department will be in good hands 
with Brenda Unruh assuming the lead, 
supported by Becky Milne, Nicole Ortiz 
and LeAnn Mott.

“I am so grateful to have had the 
opportunity to build a career that has 
been challenging, multifaceted and 
rewarding to the mind and soul. As I 
near retirement, I leave with no regrets 
and a heart full of love and gratitude for 
those I have touched along the way.”

After retirement on Dec. 31, 2020, Becky 
will remain at the KBA on a part-time 
basis in her new role as EVP and chief 
strategy officer. KBA will host a retirement 
reception for Becky on Monday, December 
21, from 2-4 p.m. at the KBA office in 
Topeka. We hope you will join us.  

Lauren, Morgan and Becky
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2020 FALL IRA WORKSHOPS 

 

November 17 – Basic 
November 18 – Advanced 
November 19 – Advanced 

individual retirement account 
noun  
1.  
a savings plan that offers tax advantages to an individual depositor to set 
aside money for retirement.  

           Educational Resources          785-232-3444          ksbankers.com 

                         VIRTUAL 
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Mobile Devices at Work —  
How to Allow Them While Protecting Your Bank

We all love our 
mobile devices. If 
you look around 
in any restaurant, 
walking down 

the street, even while driving (not a 
safe idea), you will see people glued to 
their mobile phones. In the past few 
years, the line has blurred between 
our personal mobile devices and 
business devices. Especially now, as a 
large part of the workforce is working 
from home due to the COVID-19 
pandemic, personal mobile device 
use is the norm for millions of people. 
We must be prepared that many 
employees may want to continue using 
their personal mobile devices as they 
transition back to the workplace.

The mobile technology environment 
makes work more accessible and 

functional than ever before. Our 
mobile devices — including laptops, 
tablets and smartphones — are highly 
transportable, making ubiquitous 
access to work data a simple task. Not 
only that, but most of our devices have 
our preferences saved, making them 
more comfortable to use. According to 
a recent survey by Dell, 61% of Gen-Y 
and 50% of 30+ workers believe that 
their personal technology tools are more 
effective and productive than those used 
in their work life.

We call this phenomenon BYOD — 
Bring Your Own Device. BYOD has both 
positive and negative aspects. Efficiency 
and productivity are increased due 
to employee comfort and proficiency 
with their own devices; however, the 
introduction of mobile devices to your 
secure bank network can put your 

bank in a vulnerable security position. 
When you consider the number of 
employee-owned smartphones in use 
and add in the growing number of 
mobile laptops now utilized by banks, 
you begin to grasp the sheer amount 
of sensitive data walking around in 
the world every day. Dangers posed 
by malicious applications, viruses and 
hacking suddenly become a much 
more viable threat. So, for your bank, 
the question becomes, “How do we 
incorporate mobile device use in our 
bank environment and still protect our 
bank and customer information?”

Risk Management
Risk management is a well-known 
concept for banks. As a bank, you are 
always weighing the risk of any program, 
asset, or action against the benefit. 
Managing the risk of mobile devices 

By Missy Oliver, CoNetrix

continued on page 20
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and BYOD is no different. Determining 
the risks and developing your controls 
relating to mobile devices will produce 
the most successful marriage of 
convenience and security.

Policies
Written policies can provide specific 
mobile device and BYOD requirements 
and reinforce security expectations to 
your employees. Best practices, employee 
restrictions and even legal issues should 
all be included in your policy. The 
following are best practices that should 
be incorporated in your Mobile Device/
BYOD policy:

• Strong and unique passwords

• Locking devices with biometric controls

• Data encryption

•  Bluetooth and wi-fi features disabled 
except when in use

• Bluetooth set to non-discoverable

• Security software installation

• Data wiping

• Reporting lost or stolen devices

• Multifactor authentication

•  Operating and security  
software updating

• Termination provisions

EMM and MDM
Enterprise Mobility Management (EMM) 
and Mobile Device Management (MDM) 
solutions can assist and enforce security 
policies, such as identity management 
and authentication procedures.

Secure Network
Utilizing a secure gateway, such as a 
VPN, when accessing sensitive bank 
information from unsecured locations 

outside of the bank firewall, provides 
another crucial layer of security. The 
encrypted connection helps ensure that 
sensitive data is safely transmitted. You 
can even limit what bank information 
is accessible from a home network to 
protect bank and customer information.

Training
Employee training allows you to 
communicate your expectations for what 
your employees should and should not 
do with their devices.  Require periodic 
training on the bank’s mobile device/
BYOD policy to provide your employees 
with up-to-date information and relay 
the bank’s emphasis on the security 
need for the devices. The frequency of 
training also reminds the employees of 
any aspects of security they may have 
forgotten and reinforces the overall 
importance of security. Training can 
incorporate policies, as well as best 
practices such as:

•  Using caution when opening email and 
text message attachments

•  Avoiding joining unknown wi-fi 
networks, especially public networks

•  Maintaining social awareness when 
utilizing mobile devices in public places

Mobile device/BYOD use is a common 
corporate practice in our world, and 
the banking industry is no different. 
Good planning allows banks to enjoy 
increased employee productivity and 
manage risk. Considering those risks 
and creating multilayer controls can 
empower your bank and its employees 
to incorporate mobile device/BYOD 
use, protect your bank and customer 
data, and still be confident in your 
security posture. 

Missy Oliver works at CoNetrix as a compliance 
and security consultant with seven years 
of technical and security experience in the 
educational and financial sectors. She has a 
B.A. in Advertising/Public Relations from Texas 
Tech University. She assists with the creation, 
customization, and maintenance of information 
security programs, facility in security programs, 
facilitation in the security committee meetings, and 
Cybersecurity Assessment Tool board training.

continued from page 19
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Tax Planning in an Election Year
By Kara Cramer, BKD

In an election year, taxes always seem to come to the 
forefront of each candidate’s campaign — and this year 
appears to be no exception. This article will examine 
each candidate’s tax plan and offer some potential tax 
planning strategies a bank may consider implementing 

should former Vice President Joe Biden win the presidency 
and the Democrats win the majority in the Senate. In 2017, 
we saw the first overhaul of the tax code in more than three 
decades, which came in the form of the Tax Cuts and Jobs Act 
(TCJA). The TCJA implemented a permanent reduction of 

corporate tax rates from graduated brackets with a maximum 
of 35% to a flat rate of 21%. The law retained the old individual 
bracket structure of seven brackets; however, in most cases, it 
offered a reduction in tax rates. The highest individual tax rate 
was decreased from 39.6% to 37%. Alongside the reduced tax 
rate, bank shareholders generally benefited from the qualified 
business income deduction of 20%. Unlike the corporate tax 
rates, these individual changes are temporary and scheduled to 
sunset in 2025. Below is a summary of the current tax law and 
each candidate’s proposed tax plan:

Current Law (TCJA) Donald Trump Joe Biden
Corporate Tax 21% No change 28%, with a 15% minimum book tax 

on companies that reported

Individual Tax Seven brackets: 10%, 12%, 22%, 
24%, 32%, 35%, and 37%, appli-
cable until Jan. 1, 2026

Considering 10% middle-
class tax cut. Plans to extend 
current tax rates beyond 2025

Increase top tax rate to 39.6% for 
taxpayers making more than  
$400,000

Capital Gains Tax Top rate is 20% Cut capital gains tax rate to 
15%

Tax at top ordinary rate (39.6%) for 
taxpayers with more than $1 million 
in income

Depreciation
Deduction

Eligible property can be fully ex-
pensed in the first year placed in 
service. Sunset beginning 2023

Plan to eliminate sunset Would reverse TCJA provisions

Qualified Business
Income Deduction

Taxpayers generally allowed to 
deduct 20% of qualified busi-
ness income (QBI) from S corpo-
rations. Set to sunset in 2025

Currently no planned change 
to current law

Would reverse TCJA provisions

Itemized Deductions State and local taxes (SALT) 
capped at $10,000. Eligible 
deductions allowed against 
income. Set to sunset in 2025

Would extend current tax law 
beyond 2025

Cap itemized deduction at the 28% 
tax rate. Begin to phase out deduc-
tions for income above $400,000 and 
end the SALT cap

Payroll Taxes Payroll taxes are applied on 
workers’ wages up to $137,700 
for 2020. FICA taxes of 12.4% 
are split between the employee 
and employer

Would eliminate payroll taxes 
if re-elected

Subject wages above $400,000 to 
12.4% Social Security payroll tax

Estate & Gift Taxes Exemption amount is $11.58M 
in 2020. Assets passed through 
upon death receive a step-up 
in basis to fair market value. 
Expected to revert back to $5M 
exemption in 2025

Would extend current tax law 
beyond 2025

Would eliminate step-up in basis 
rules
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How would these changes affect your bank and its 
shareholders? If there’s an increase to tax rates, there’s 
potential to implement strategies that could result in 
permanent tax savings. This can be achieved by deferring 
deductions into tax years with higher tax rates or 
accelerating income into tax years with lower tax rates. 
Some ways to accomplish this would include changing your 
accounting methods, electing out of bonus depreciation, 
eliminating prepaid expenses, deferring expenses, and 
waiting to implement a cost segregation study until an 
increase in tax rates occurs. Here’s an example to illustrate 
these potential permanent tax savings. Currently, you 
own an S Corp bank that acquired bank equipment worth 
$100,000 in 2020. Your shareholders are all eligible to 
take the QBI deduction of 20%, as described above. This 
deduction makes your effective tax rate 29.6% in 2020. 
Should the tax rates increase and the QBI deduction be 
repealed under Biden’s plan, your effective tax rate would 
be 39.6%. You could elect to take bonus depreciation to take 

the full $100,000 in 2020 or elect out of bonus depreciation 
and only deduct $20,000 in 2020. Should tax rates increase 
in 2021, you would save 10% or $8,000 in permanent tax 
savings and increase bank capital by electing out of bonus 
depreciation in 2020.

While there’s no way to predict the election’s outcome, 
it would appear some substantial changes to the tax law 
could be on the horizon. We encourage taxpayers to begin 
discussions with their tax advisors to take advantage of any 
potential changes. 

This article is for general information purposes only and is not to be 
considered as legal advice.

This information was written by qualif ied, experienced BKD 
professionals, but applying this information to your particular 
situation requires careful consideration of your specif ic facts and 
circumstances. Consult your BKD advisor or legal counsel before 
acting on any matter covered in this update.

All data current as of Aug. 13, 2020.

While there’s no way to predict the election’s outcome, it would 
appear some substantial changes to the tax law could be on 
the horizon. We encourage taxpayers to begin discussions with 
their tax advisors to take advantage of any potential changes.
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A commercial borrower’s 
bankruptcy is typically 
viewed as something bad. 
There can be delayed 
payments, the risk of 
loan cram down and 
even possibly claw-back 
actions. Dealing with the 
bankruptcy proceeding 
can be an administrative 
headache, taking your 
time and attention away 
from other day-to-day 
work. In a perfect world, 
lenders wouldn’t have to 
deal with these problems. 
But despite our best 
efforts, bad loans still 
occur, and inevitably, 
banks must deal with 
commercial borrower 
bankruptcies.

Unfortunately, the COVID-19 crisis is causing 
many lenders — particularly community 
banks — to be hit with an increasing number 
of small business bankruptcy filings. Based 
upon recent statistics from the American 
Bankruptcy Institute, small business 
bankruptcy filings nationwide have been 
steadily increasing since spring, with August 
filings being more than double what April 

filings were.  And these figures are only 
expected to get worse in the coming months.

Early this year, the Small Business 
Reorganization Act (SBRA) added a 
new Subchapter V to Chapter 11 of the 
Bankruptcy Code. This amendment makes 
it easier and cheaper for small businesses to 
seek Chapter 11 bankruptcy protection. The 
original debt eligibility limit was $2.7 million. 
The Coronavirus Aid, Relief, and Economic 
Security (CARES) Act increased that limit 
to $7.5 million, but that higher figure is 
only effective for one year. As that deadline 
draws closer, many eligible small businesses 
are anticipated to file for Subchapter V 
bankruptcy protection. This same pattern 
occurred in 2005 when debtor-friendly 
bankruptcy provisions were replaced with 
creditor-friendly provisions.

Many would view this coming surge of small 
business bankruptcy filings as a negative. So 
what can lenders do to make these lemons 
into lemonade? First, recognize the natural 
tendency lenders frequently have to fight and 
oppose borrowers’ bankruptcies at each step 
of the way. Often, this is done in a reactionary 
state with the lender being upset about how 
the bankruptcy filing has disrupted the loan. 
This legal contention frequently is counter-
productive, causing delays in the bankruptcy 
proceeding and significantly increasing 
legal costs associated with it. A better way 
is to approach the commercial borrower’s 
bankruptcy filing through the perspective of 
a political compromise, i.e., you concede some 

By Michael Fieldings, Husch Blackwell LLP

Lemons to Lemonade:  
Taking Advantage of Your  
Commercial Borrower’s Bankruptcy 

2424
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key items that are somewhat distasteful 
to you but which are hugely important 
to your opponent and in return, you 
get many concessions that are critically 
beneficial to you.

SBRA requires the borrower/debtor to 
devote their disposable income to the 
payment of general unsecured creditors 
for 3-5 years. Debtors who do this will get 
their bankruptcy discharge and retain 
their property. Disposable income is 
defined to be the funds that are left after 
a debtor makes the payments that are 
necessary to continue the business. If 
your commercial borrower has incurred 
too much unsecured debt, an SBRA filing 
can be beneficial because the borrower 
may continue making its required 
secured debt payments while alleviating 
itself of the burden of the massive 
unsecured debts.

How should lenders respond when 
their borrowers begin to signal that 
a bankruptcy filing will soon be 
happening? To start, keep in mind that 
the goal is minimizing the time and 
expense of bankruptcy while obtaining a 
beneficial result for the lender. Typically, 
the best way to do this is to negotiate key 
bankruptcy provisions with the borrower 
before filing for bankruptcy. This is best 
accomplished if there is a period of short, 
focused effort where key elements of 
the bankruptcy are negotiated without 
the distraction of other parties. Those 

negotiations should address how the 
borrower will finance operations while 
in bankruptcy, the post-petition priming 
liens that will be granted to the lender, 
use of cash collateral while in bankruptcy, 
and remedies in the event of a default. 
The negotiations should also address how 
the lender’s lien will be treated under 
the Chapter 11 plan. In formulating the 
plan, both the lender and borrower must 
consider how other major creditors may 
react to the proposed provisions.

In a best-case scenario, these negotiations 
will be done in such a way that the 
ultimate bankruptcy filing is both 
perfectly planned and perfectly executed, 
which results in quick plan confirmation 
by the court. This requires both time and 
methodical planning prior to the filing. 
It also requires that the lender be willing 
to compromise on some points so that 
there is no lender/debtor fight while in 
bankruptcy. Practically speaking, if the 
borrower/debtor files bankruptcy and 
immediately submits a plan supported by 
the secured lender, then there is a much 
higher degree of probability that the 
court will ultimately approve it. Judges 
are human too, and they like it when 
they see the parties working toward a 
successful resolution that is permitted by 
the Bankruptcy Code.

Some lenders — particularly community 
banks — may view the suggestions here 
as unconventional. But there is precedent 

for this, and it comes from several 
successful mega-bankruptcy proceedings 
that have involved hundreds of millions 
and even billions of dollars in debt. Those 
same legal principles can be applied to 
small business commercial bankruptcy 
filings as well.

Admittedly, this strategy will not 
work in all instances. The borrower 
may be uncooperative or simply not 
have good legal counsel. The borrower 
may also want to use Chapter 11 to 
cram down the lender’s loan or use 
the Bankruptcy Code avoidance 
action powers against the lender. 
If a borrower signals that it will be 
taking this position, the lender should 
prepare for a contested bankruptcy 
proceeding and let the borrower 
know that the lender will vigorously 
enforce its legal rights and remedies, 
including pursuing each guarantor for 
all monies owed. But these adversarial 
situations can be more the exception 
than the norm — particularly if the 
lender has maintained a good banking 
relationship with the borrower.  

Michael D. Fielding is a partner in the 
Kansas City of f ice of Husch Blackwell LLP 
and represents clients dealing with troubled 
loans in and out of bankruptcy. He is board 
certif ied in business bankruptcy by the 
American Board of Certif ication.

  

A better way is to approach the commercial borrower’s 
bankruptcy fil ing through the perspective of a political 
compromise, i.e., you concede some key items that are 
somewhat distasteful to you but which are hugely important 
to your opponent and in return, you get many concessions 
that are critically beneficial to you.
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MOKAN 2020

The 41st Annual MOKAN 
Trust & Financial 
Services Conference was 
held virtually on August 
17, 18 and 19th. Over 

200 attendees and 44 valued sponsors 
joined in. Thank you to the attendees, 
sponsors and speakers for making this 
event so successful given the uncertain 
times we live in!

Kicking off the program on Monday was 
Robert Hodges and Haley Van Loon with 
Brown Winick Law Firm, covering the 
topic of “Functional Fiduciary Liability 
Reduction.” They discussed the best 
practices for managing fiduciary risk 
prior to and during litigation. Next, 
Michael Daly, with Pohl Consulting, 
talked about “The Zig Zag of Cannabis, 
Trust and Investment.” He provided 
both legal context and trends and the 
practicalities of how to plan for and 
protect investment and reputation. 
The last session of the morning was 
on the topic of “Ethical Hazards for 
Trust Officers and Fiduciary Services 
Companies,” presented by Robert 

Kirkland and Alice Haseltine with 
Kirkland Woods & Martinsen, LLP. They 
presented real-life scenarios on how to 
handle conflicts of interest, multiple 
generation representations and much 
more. The afternoon sessions included a 
Stretch IRA session given by Chris Hoyt, 
Professor of Law for the University of 
Missouri, School of Law, and Charitable 
Gift Planning, presented by Ruth 
Brackney and Joe Growney with Lathrop 
GPM LLP. Day one ended with a virtual 
tradeshow with our valued sponsors.

Tuesday morning began with two 
general sessions. The first was by Chris 
Kuehl, Armada Corporate Intelligence, 
entitled “2020 — The Year of Living 
Dangerously (Economically Speaking).” 
He covered an array of potential 
problems on the horizon. Following 
this, Samuel Donaldson, Georgia State 
University College of Law, shared his 
topic of “Federal Tax Update.” Donaldson 
recapped the important cases, rulings, 
regulations, and legislation from the past 
12 months related to federal income. 
Immediately after lunch, the audience 

heard from Lauren Wolven, Levenfeld 
Pearlstein, LLC, “Greasing a Trust’s 
Squeaky Wheel” and Michael Barnes, 
Director of the Sports Arts Entertainment 
with ANDERS, “Planning for Unique 
Assets.” Day two ended with a virtual 
tradeshow with our valued sponsors. 

Wednesday morning, Michael Kitces, 
with Buckingham Wealth Partners, 
discussed “Trusts as Beneficiaries.” He 
explored the unique retirements for 
IRAs to preserve and maximize their 
tax deferral after death when a trust is 
the beneficiary, with details about the 
rules for trusts to qualify for the IRA’s 
post-death tax deferral “stretch.” His 
second session for the morning was 
on “Expanding the Framework of Safe 
Withdrawal Rates” and how to determine 
a safe amount of retirement spending. 
This concluded the 41st MOKAN Trust 
and Financial Services Conference.

Please mark your calendars for MOKAN 
2021 to be held May 12, 13, and 14 at the 
Sheraton Kansas City Hotel at Crown 
Center, Kansas City, Missouri!  

Michael Kitces Samuel Donaldson Chris Kuehl Chris Hoyt
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In Times of Economic Uncertainty,  
Developing Strategies for Dealing With 
Nonperforming Loans Is Critical for Banks
By Sherry Dreisewerd and Scot Seabaugh, Spencer Fane LLP

Stay-at-home orders and social 
distancing measures aimed 
at slowing the spread of 
COVID-19 have caused severe 
economic hardships for many 

businesses, threatening their ability to 
meet loan obligations.

In the early stages of the pandemic, 
the four federal agencies supervising 
banks and credit unions (Federal 
Reserve, FDIC, OCC and NCUA) 
with the state regulators issued an 
interagency statement to address 
anticipated disruption. The interagency 
statement encouraged banks to work 
with borrowers to provide loan payment 
deferrals and other flexibility, describing 
the situation where a short-term loan 
modification granted to a borrower 
that was current in response to COVID 
related financial problems a borrower 
faces would not be considered a troubled 
debt restructuring.

Unfortunately, some borrowers who 
thought they needed three months for 
their deferment have come back for 
another. Some areas of the country 
and many industries are not doing as 
well as hoped, and while we wait for 
more sectors of the economy to reopen, 
examiners will come calling.

Banks and credit unions should prepare 
by referring to the agencies’ examiner 
guidance issued in June that listed 
10 different areas of interest. That 

examiner’s guidance makes it clear 
that the examiners are expected to 
continue to assess credits in line with 
the interagency credit classification 
standards, keeping in mind constraints 
posed by the pandemic. With this in 
mind, below are some tips for dealing 
with nonperforming loans in light of the 
current economic uncertainty.

•  Banks should be contacting borrowers, 
talking about what financial recovery 
looks like for them. Use this time as an 
opportunity to find out what unique 
challenges a business is facing, how 
they are revising economic forecasts, 
and what steps they are taking to pivot 
in response to the pandemic.

•  Consider whether the challenges a 
borrower is facing are unique to that 
business or are consistent with the 
difficulties that other members of the 
relevant industry are experiencing.

•  Make sure that borrowers know that if 
they’re going to have trouble making 
loan payments, or are likely to be out 
of compliance with financial covenants 
in their loan documents, it is best to 
let the bank know as soon as possible, 
preferably ahead of time.

•  Encourage borrowers to be realistic 
about the financial difficulties they 
expect to face in the coming weeks 
and months. The bank may work 
with a borrower to modify the terms 

of its loan to prevent it from going 
into default.

•  If the borrower waits until the loan is 
in default, the bank’s options may be 
limited due to regulatory constraints.

•  Most importantly, be proactive and 
check in with borrowers frequently, 
including visiting their place 
of business (as local COVID-19 
restrictions allow); borrowers should 
not be allowed to ignore the situation 
or fail to respond to emails or phone 
calls from the bank. Failure to provide 
requested financial information in 
response to changed circumstances is 
often the primary reason banks initiate 
enforcement action on troubled loans.

•  Re-familiarize yourself with loan 
documents. The loan documents, 
which typically include a loan 
agreement and one or more promissory 
notes, may also include a security 
agreement, one or more real estate 
mortgages (called a deed of trust in 
Missouri), deposit account control 
agreements, and other documents 
whereby the borrower has granted 
the bank a lien on specific assets as 
collateral for the loan. Make sure you 
understand the loan terms, including 
the maturity date, whether the 
borrower has additional borrowing 
capacity on lines of credit, whether 
the borrower has options in terms of 
interest rate, and what circumstances 
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may trigger an event of default on 
the loan. Also, review what assets are 
pledged as collateral, including real 
estate and other fixed assets, accounts 
receivable, deposit accounts at other 
banks or all of the above.

•  Run updated UCC searches to confirm 
that financing statements have been 
properly filed to the extent necessary 
to perfect the bank’s security interest 
in the collateral. If applicable, it is 
advisable to run updated title searches 
on all real estate collateral to check for 
mechanic’s liens, tax liens, or other 
liens that could take priority over the 
bank’s lien.

•  Review loan guarantees and 
understand how they tie into the 
overall loan structure. Owners of the 
business or affiliated companies may 
have given guarantees. Determine 
whether the guaranty is limited to 

a certain dollar amount, or whether 
liability under the guaranty may be 
triggered by certain events.

•  Review the conditions under which 
a borrower may obtain additional 
funds on existing lines of credit. 
Often, a condition to funding is that 
no material adverse change shall have 
occurred in the borrower’s business or 
is reasonably likely to occur.

•  Review the circumstances that may 
trigger a default in addition to failure 
to make a loan payment when due. 
Also, look at what cure rights are 
afforded in the loan documents and the 
availability of grace periods for certain 
types of defaults.

•  Review the bank’s remedies in the 
event of a default. For example, does 
the bank have the right to appoint 
a receiver to take control of the 
borrower’s business or assets?

•  Understanding the bank’s collateral 
position and its available remedies in 
case of a default is crucial to developing 
an effective loan workout strategy if the 
loan does go into default.

Undoubtedly, banks will be more 
willing to work with borrowers who are 
proactive, thoughtful and make prudent 
decisions. Borrowers who are seen as 
sloppy or reactive rather than proactive 
are likely to be more challenging to work 
with during this extended period of 
economic uncertainty.  

Sherry Dreisewerd and Scot Seabaugh are 
partners at Spencer Fane LLP in the f irm’s 
St. Louis of f ice. Sherry helps lenders close 
complex f inancial transactions, working 
with national, regional and community 
banks to originate real estate, commercial 
and industrial and asset-based loans. Scot 
has over 30 years of experience in advising 
banks, lenders, and borrowers regarding 
commercial loans and navigating complex 
regulatory issues his bank and lender 
clients face in today ’s economy.

Stop relying on legacy technology. Take control of your digital bank. 

Core-agnostic 
integration

Cloud-based Reimagined 
retail & commercial 

experience

Dedicated support & 
customer success 

teams

Flexible contracts 
and transparent 

pricing

Ready to innovate? Visit apiture.com/xpress to get started.
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Pictures to be submitted for the 2022 calendar need to be 

taken June 1, 2020-May 31, 2021. E-mail high-resolution 

digital files (300 dpi at 4” x 6” in TIFF or JPEG format) to 

Julie Taylor at jtaylor@ksbankers.com.

To order official KBA ‘Scenes of Kansas’ calendars, 

contact Julie Taylor at jtaylor@ksbankers.com.

This picture was taken in Glendale, Kansas by Patrick 

Buchanan. Patrick is an employee of the Salina branch of 

the American State Bank & Trust Company.  

How Do You Picture Kansas?  
We want your snapshots of Kansas events, 
landscapes, weather, wildlife and more. 

30



Pub. 9 2020 Issue 5

31

Tony Konrade Is the New President and 
CEO at Heritage Bank in Topeka

“We’re excited to have Tony leading 
Heritage Bank. Not only does he bring 
an accomplished history of community 
banking experience, he also brings 
years of regulatory experience as a 
bank examiner with the Office of the 
State Bank Commissioner,” says Dr. 
JuliAnn Mazachek, Heritage Bank Board 
Chairperson. “Tony’s broad experience 

and expertise will lead Heritage Bank to new strength and heights 
in the future.”

In addition to his work with the State Bank Commissioner, 
Konrade has had a long tenure as a community banker.  “I’ve had 
a front row seat in seeing many people’s dreams come true,” says 
Konrade. “Sometimes it’s helping them get their first (or second) 
home, a car or to establish a new business. It’s very rewarding to be 
part of that and part of Topeka’s growth.”

Konrade is a lifelong Topekan and graduate of Washburn 
University with a B.A. in Business and Finance. He is also a 
graduate of the Graduate School of Banking at Colorado. 

Gragg Elected as the New CEO at 
Bennington State Bank

According to Bennington State Bank, 
its board of directors has unanimously 
elected Darren Gragg to succeed Burke 
Matthews as president and CEO of BSB, 
effective Jan. 31, 2021. Matthews will 
continue to serve as president and CEO for 
the remainder of 2020 to ensure a seamless 
transition, and carry on as president 
emeritus for the next several years.

“I have had the pleasure of working with Darren (Gragg) over 
the past 18 years and very closely over the past six years,” said 
Matthews. “I am highly confident he brings the skills and 
experience to deliver the leadership that is needed today, while 
building and preparing for tomorrow. My confidence comes from 
spending nearly two decades with Darren in multiple areas of 
the bank and his loyal commitment to BSB and our customers is 
exactly what we need in the person for this role.”

Barry Purdy Joins Bank Leadership Team

Andover State Bank announced a new 
addition to the senior leadership team. 
Barry Purdy has joined the company as 
executive vice president and will play 
a key role in developing strategies for 
continued business growth.

With 25 years of lending experience, 
Purdy will also serve as chief credit 

officer. His responsibilities include managing loan performance 
and maintaining a high-quality, low-risk portfolio.

“It was important that we find a seasoned banker with a proven 
track record,” said Allison Grace, president and majority 
shareholder. “Barry’s leadership experience and loan expertise 
bring significant value to Andover State Bank, not only for our 
credit culture, but also for our customers.”

Purdy comes from KANZA Bank, where he served as executive 
vice president and chief credit officer for more than a decade.

“I am pleased to be joining an entrepreneurial-minded community 
bank,” Purdy said. “And I’m excited for the opportunity to help 
Andover State Bank grow into the expanding market of customers 
looking for a highly personalized banking experience.”

Aaron Zadina Promoted

Centera Bank of Sublette, Kansas, announced the promotion 
of Aaron Zadina to vice president and branch manager of their 
location in Greensburg, Kansas. Aaron has been with Centera 
Bank for 10 years and is a current KBA Bank Leaders of Kansas 
participant. The promotion comes with the retirement of Steve 
Kirk from the bank. Steve served the community with the bank 
for over 20 years.

First Bank Promotes Kaleb Horne

First Bank has promoted Kaleb Horne 
to Market President at the Lyons 
location. Horne joined the bank almost 
three years ago. He assumes the position 
previously held by Randy Cobb, will 
continue to serve First Bank as senior 
vice president.

     

Tony Konrade

BRIEFLY IN KANSAS BANKING

continued on page 32
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Gary Beymer and Mike Dykstra Set to 
Retire at Year’s End

After 44 years 
with The Kearny 
County Bank, 
40 as President, 
Gary Beymer 
will retire Dec. 
31, 2020. Mike 
Dykstra has 
been in banking 
for over 40 years 

and with KCB since 1987, serving as senior vice president, and 
will retire at year’s end as well. Gary was hired at The Kearny 
County Bank in Lakin in 1976 and assumed the role of president 
after the unexpected passing of Dick Lucas during a board 
meeting in 1979. KCB’s leadership team also consists of Bob 
Beymer, chairman and CFO. Gary, Bob and Mike have worked 
side by side for the better part of 35 years, with Bob joining KCB 
in 1980. Together they have grown the bank from less than a 
$50MM bank back in the late 70’s to $233MM today. The Kearny 
County Bank under their management has consistently been 
one of the top performing banks in their peer group, as well as 
among all banks in Kansas.  These three men have been active 
members of the Lakin community, serving on countless boards 
and committees, including all three serving as USD #215 Board 
of Education members over the years. During their time on 
the school board, Gary and Bob both served as president for 
multiple years.  Although Gary and Mike will be greatly missed 
in the day to day operations of the bank, they will remain on as 
members of the board of directors and will continue to be an 
integral part of Kearny County Bank’s success moving forward.

Scott Griffith Set to Retire

Community Bank President Scott Griffith 
will retire from INTRUST Bank in Topeka 
on November 2. A native of Topeka, 
Scott received his bachelor’s degree in 
accounting from Kansas State University 
and currently serves as community bank 
president in Topeka. He has more than 40 
years of commercial banking and lending 
experience. Prior to joining INTRUST, 

he served as executive vice president and senior lending officer for 
Capital City Bank of Topeka and as senior vice president for Bank 
of America in San Antonio, Texas. Scott is a current board member 
of Greater Topeka Chamber of Commerce and a previous board 
member of Go Topeka, United Way of Greater Topeka, the Topeka 

Performing Arts Center and the Topeka Country Club. In addition, 
Scott is a member of the Downtown Rotary Club of Topeka and is 
a graduate of the Leadership Topeka class of 2003. Replacing him 
is Beth Easter, who joined INTRUST in 2005. “Following Scott 
Griffith in his leadership, integrity and sincerity will be a great task, 
but one that I am eager to tackle.  The depth of his relationships 
and the strength of his character have provided a great foundation 
for me to begin my new role in Topeka. Continuing Scott’s legacy 
of investing in this community provides me the direction I need 
to engage with businesspeople and add to the momentum,” states 
Beth. Congratulations, Scott!

Michael Fahrbach Celebrates 50 Years  
in Banking

Michael Fahrbach began his 
banking career 50 years ago 
on June 1 of 1970 at Haven 
State Bank in Haven, Kansas,  
where his father was president 
and owner. He was hired as a 
cashier and eventually moved 
his way up to chairman/CEO. 
In 2010, Michael became senior 
vice president at First National 
Bank in Hutchinson, where he 
remains today. He credits his 
father’s work ethic to shaping 
the choices he makes in his own 
career. He is married to Cheri 
and together they have four 
children; Tom, Bill, Joe, Julie 

and six grandchildren.

Wareham Guest Speaker in Montgomery 
County

KBA President and 
CEO Doug Wareham 
was the guest speaker 
at the Montgomery 
County Action Council 
meeting.  Kansas 
bankers in attendance 
at the meeting included.  

L to R: Chuck Goad, Commercial Bank; KBA Chairman Elect 
Mike Ewy, Community State Bank; Jeff Stewart, Community 
State Bank; Doug Wareham; Rep. Jim Kelly, Community National 
Bank & Trust; Julie Voelker, Community National Bank & Trust; 
Michelle Ellison, Community National Bank & Trust; Lori Kelley, 
Equity Bank, Tyson Oakes, FirstOak Bank and Mike O’Malley, 
Community National Bank & Trust.  

Doug Wareham presents 
Michael with his 50-year  

club plaque.

continued from page 31
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Dennis F. Hadley
Aug. 8, 1957-Aug. 30, 2020

Dennis F. Hadley, 63, of Topeka, KS, 
passed away Sunday, Aug. 30, 2020 at 
Saint Luke’s Hospital in Kansas City, 
Missouri. He was born Aug. 8, 1957 in 
Wichita, Kansas, the son of Enos and 
Beverly (Sullivan) Hadley.

Dennis attended Topeka High School 
and graduated from Salina South High 
School. He graduated from Hutchison 

Junior College with an associates degree and also from 
Colorado School of Banking.

Most recently, he was senior vice president at Bank of the 
Flint Hills for eight years. Dennis was senior vice president 
at Denison State Bank in Holton for 18 years and was a loan 
officer Highland Park Bank for 10 years. 

He was a member of Hoyt United Methodist Church and 
former member of the board of directors at the Colorado 
School of Banking. Dennis was active in the communities he 
worked, including Economic Development Boards, Chambers 
of Commerce, etc.

Dennis married Teresa Sims on Oct. 3, 1981 in Hoyt; they 
celebrated over 38 years of marriage. She survives along with 
their daughter, Ashely Clark of Topeka, and two grandchildren, 
Audrey and Hudson Clark.

KBA Staff Team Receive Promotions

Terri D. Thomas, J.D., was recently 
promoted to executive vice president 
of the KBA.  She serves as the director 
of the KBA Legal Department and 
manager of its subsidiary, Kansas 
Bankers Consulting Services, LLC.  
She joined the KBA in 2006 and 
has over 40 years of experience 
working in and with the banking 

industry. Receiving her Bachelor of Arts degree from Kansas 
State University in 1985, Terri continued her education at 
Washburn University School of Law and obtained her Juris 
Doctor in 1988.  She has served as an adjunct instructor at 
Washburn University School of Law in Topeka, Kansas, and at 
the University of Kansas School of Law in Lawrence, Kansas, 
and is a frequent seminar presenter for the KBA and other 
banking associations.

Cari Charter was recently promoted 
to assistant vice president — agency 
operations.  She joined KBA in 
2010, after working with the KBA 
Employee Benefit Plan administrator 
for 16 years.  As a licensed insurance 
agent and notary, Cari provides 
administrative support for various 
collateral protection products, our 

spring KBA Golf Classic and our fall continuing education 
courses.  She also administers the COBRA portion of the 
KBA Group Health Plan and assists with the Employee 
Benefit Plan as needed. 

Nicole Ortiz was recently promoted 
to assistant vice president — 
Education and Conferences, division 
coordinator.  She joined KBA in 
2014 after working in the retail 
industry for 13 years. Nicole is the 
staff liaison for the YBOK Division 
that holds one conference annually 
and also performs a number of 

duties in the education and conferences department, 
such as KBA website maintenance,  processing event 
registrations, assisting in the planning of all conferences, 
seminars, webinars and workshops held by the Education 
Department, collecting and compiling data for the Service 
Charge Survey that is published every two years, the 
Compensations and Benefit Survey and the Technology 

Survey, maintaining the board portal for all education 
committees, plus many other duties.  

LeAnn Mott was recently promoted to 
assistant vice president — Education and 
Conferences, division coordinator. She 
joined KBA in 2015 after working in the 
investments sector for 10 years. Prior to 
that, she worked in community banks for 
five years. LeAnn is the staff liaison to both 
the KBA Trust Division and the Kansas Ag 
Bankers Division, as well as the MOKAN 

Trust & Financial Services Conference. She coordinates all three of 
these annual conferences. 

REMEMBERING

continued on page 34
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Former Bank Commissioner and KBA Past President 
Deryl K. Schuster 
Aug. 24, 1935-Sept. 24, 2020

Deryl K. Schuster age 85, passed 
away Sept. 24, 2020. Former Kansas 
bank commissioner, former regional 
director, United States Small Business 
Administration, and former president of the 
Kansas Bankers Association, Deryl dedicated 
his life’s work to small business owners, 
entrepreneurs, and the men and women 
who are the heart of America. He served as 

president of the National Association of Government Guaranteed 
Lenders and volunteered countless hours to the creation of 
economic opportunity for small business owners nationwide. 

His compassion for the less fortunate in life compelled his 
humanitarian efforts as a board member of United Cerebral Palsy 
of Kansas for 50 years, as a member of board of the Cerebral Palsy 
Research Foundation, and the support of many other charitable 
organizations committed to improving and enhancing the quality 
of life for those with “challenges I will never know.”  

THE POWER OF PARTNERSHIP
WORKING TOGETHER FOR YOUR HOMEBUYING CUSTOMERS

For nearly 19 years, Mortgage Investment Services Corporation (MISC) has been 
a strong partner with Kansas community banks.  MISC’s only purpose is to assist 
community banks to make home loans for their customers.  We combine our  
high-tech features with your face-to-face customer service.  Your bank and your 
customers benefit from this working partnership. 
• No cost to sign up. No risk to give us a try.
• No software or hardware investment by your bank
• Free training and ongoing support for your loan officers
• Wide range of fixed rate loan products
• Free marketing support to attract new families to become bank customers

• MISC serves 240 Community Banks in OK, KS, MO & CO
• Fannie Mae Approved Seller/Servicer.

Call Andrew Holtgraves today to unlock the 
Power of Partnership!

Andrew: (913) 390-1010 ext. 1019
Andrew@MISCHomeLoans.com

Dennis M. Wilson
Aug. 10, 1950-Sept. 11, 2020

Dennis M. Wilson, 70, Overland Park, 
Kansas, passed away Friday, Sept. 11, 
2020 at the University of Kansas Med. 
Ctr., Kansas City, Kansas. 

Dennis was born Aug. 10, 1950 in 
Kansas City, Missouri, to Ralph 
and Douglas Ann Wilson. He was a 
veteran of the U.S. Air Force.

Dennis had a career in the automotive retail business for 
many years. He was a politician, elected as a Kansas State 
senator and representative. He was elected Johnson County 
Treasurer and on the Water One Board. Dennis also served 
on the board for Freedom Bank.

Survivors include his wife of 46 years, Vickie Wilson; 
daughter, Christa (Nate) Coble, Overland Park, Kansas; 
brother, Larry (Nancy) Wilson, Kansas City, Missouri, and 
grandson, Roman Coble. 

continued from page 33



Manage vendors,
not spreadsheets.

Visualize your risk exposure

Assign responsibility and various 
levels of access to users

Store unlimited vendor records and 
related files

Access vendor contact information 
on-the-go with the Tandem mobile app

Add as many user and admin 
accounts as needed

Identify missing or incomplete vendor 
data with reports

Set up email reminders for contract 
and document dates

Create and monitor the status of tasks 
assigned to users

Tandem is a subsidiary of CoNetrix, a family of technology companies

Manage your third-party risk 
with Tandem
Instead of working in complicated spreadsheets and 
documents across a variety of network folders, Tandem 
Vendor Management provides a simplified and streamlined 
interface for organizing your vendor management program.

With software designed for banking compliance, you can:

Manage and store information pertaining to vendors, 
including documents and responsibility. 

Automate the collection of due diligence 
documentation.

Track events through the calendar view.

Conduct and report on vendor reviews.

Available BCP integration and consulting services makes 
third-party management even less of a burden.

Watch a demo at tandem.app/no-spreadsheets
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Core technology you can depend on...
a relationship you can trust.

Principles for a Better Core Experience:

• Fair contracts, transparent and 100% coterminous, every time

• No hidden costs, fees, conditions

• User-driven core enhancements

• Personal contact at all levels—executives, engineers, analysts

• Reliable, secure systems with true, top-level PCI certification

• Open, frequent communication and non-sales quarterly visits

• Full, open access to all data and APIs

• One core, one release for all clients

• Live support 24/7 with guaranteed quick response

• 95% client satisfaction, 99% client renewal

Your core provider relationship should perform as well as the technologies they provide.

We’re privately owned by a group of bank clients, with bankers as board members, user group leaders and employees.
So you can trust that we really do have your interests at heart.

IDC FinTech Top 100  •  3-Time BankNews Innovative Solutions Award Winner

•   info@datacenterinc.com   •
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