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This iconic former 
CEO has a warning 
for your bank…
The father of performance-culture 
transformation, Howard Putnam 
revolutionized Southwest Airlines,  
now he has a profound and urgent  
message for community banks.
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P.S. When you come to the Super Conference, you’ll have the chance to meet Howard Putnam, and 
hear how he took Southwest from “laughing stock” to “laughing all the way to the bank”… this is highly 
relevant to banking right now. Register online at BestBanksinAmerica.com or call (952) 767-6700.

As you enter strategic planning season, there are 

three questions I’d like you to ask yourself, your 

executives, and your board:

1.   Have you identified the key sources of 

volatility, uncertainty, and disruption in 

your market?

2.   Do you know which customers deliver 

the lion’s share of your profits? For most 

community banks, 100 customers account 

for 50-percent to 140-percent of profits.

3.   Will the strategies you’ve chosen place you 

among the top 10 percent of banks by 2022, 

as the race to 2,000 banks accelerates?

This may be the most important strategic planning 

session you’ve held in a decade. In this issue, I share 

the 5 secrets to building a strategic plan and creating 

accountability for delivering on the plan.

And, we’ve got a special guest contributor—

Howard Putnam, former CEO of Southwest Airlines 

and the mastermind behind the “performance-

culture” that’s made Southwest a perennial winner 

in an industry that’s undergone continual upheaval 

(much like banking is experiencing).

He’s got specific advice for you, and your bank.

With the continual march of consolidation we’ve 

got two feature articles on acquisitions. The first is 

a must read before you even get close to pulling the 

trigger. (If you’re already there, you need this even 

more urgently.) 

The second gives you a blueprint for approaching 

executive compensation at the time of the deal.

Finally, the Best Banks in America™ Super 

Conference and Extraordinary Banking™ Awards are 

a month away—September 11-13 in Minneapolis. 

By the time you read this we may be “sold out”...

if you’ve not booked your trip, don’t delay, call 

(952) 767-6700 right now and secure your place. 

You’ll want to bring CEO, senior execs and key board 

members. We’ve got a stellar line up of CEOs from 

the top-performing banks—small banks, $1 Billion+ 

banks, rural markets, urban markets, de novos, 

they’ll all be there—all coming to share their most 

successful strategies with you. 

If you’ve hesitated, weary of another “pitch 

fest,” get booked…this conference is a “pitch-free 

zone.” The speakers are bankers, not bank vendors, 

and like you, they are a generous and humble group 

that wants to see the industry thrive. Get there!

Stay Extraordinary,

Roxanne Emmerich, Founder & Editor
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OF 94% OF BANK 
UNDER-PERFORMANCE
How these 5 strategic planning mistakes are  
robbing you of profits year, after year, after year

The point of strategic planning is to systematically  

drive profit. However, most banks have a disjointed list  

of “to dos,” most of which don’t have intentional congruence 

and don’t align with the highest profitability strategies. They  

also often have very weak implementation processes, so the 

vision they represent isn’t realized. 

What good is it to spend countless hours of your executives’ 

(expensive) time creating a strategic plan if it doesn’t lead to a 

massive transformation and a sustainable performance shift?

The two proven ways to transform the performance of a  

bank are to transform the culture and transform the strategy.  

In fact, research proves this to be true in other industries as  

well. But a strategic plan that is not optimized will not create  

the necessary impact. 

Here are the 5 biggest mistakes that 

even smart bankers make with their 

strategic planning.

1  Alignment with the  
Wrong Target

A typical billion-dollar bank tends to 

derive approximately 50 to 140 percent 

of its profits from its top 100 customers.  

That bears repeating—only 100 customers, 

out of all the thousands the bank has, 

essentially account for all the profit. I’m 

always amazed at how few banks are 

focused on getting more customers like 

their most profitable 100. (If you’d like to 

find out how the Top 1% banks are doing 

it in 2017, round up your team and watch 

my latest video series on getting extreme 

profit from the best quality customers: 

ifeb.co/getprofitablecustomers) 

 

 

Given this fact, why are most plans 

designed to get more customers? As the 

old joke goes, “you can’t make it up in 

volume.” Your plan shouldn’t be designed 

just to get more customers, but to identify 

and bring in 100 more just like the current 

top 100. Beyond that, the plan should 

specify how you will ready your bank to be 

so good that you get all of these prospects 

within a year, bring all their business 

in at premium pricing, and get them to 

refer all their friends—thereby doubling 

profits with no other investments in 

infrastructure or people. 

Many of the brightest 

futurists predict that the 

banking industry is ripe 

for massive disruption. 

Unless you massively 

disrupt yourself, your 

bank has a strong 

likelihood to be carnage 

of that disruption.

THE “HIDDEN” CAUSE
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Dear Friend in Banking,

We believe that dreams come true on Main Street and that the 

community bank is at the center of our nation’s financial health. 

With that in mind, The Institute for Extraordinary Banking™ is 

honored to announce a new online television show dedicated 

exclusively to you, the top bankers in our country, and to our 

dynamic industry.

We will feature iconic banking leaders along with top experts 

in our field and will openly share their messages and strategies 

for success. We invite you to join us on this extraordinary 

journey as we continue to serve the heartbeat of America.

Be sure to visit www.ExtraordinaryBanker.tv/tv-vip to register 

and never miss a single episode.

Yours in success,

 

 

Roxanne Emmerich 

Chairman, Institute for Extraordinary Banking™

P.S. Want to be featured on the show? (CEO’s Only) 

Visit www.ExtraordinaryBanker.tv/tv-vip for more details  

or call 952-767-0590.

      Special     Invitation

Dear Friend in Banking,

We believe that dreams come true on Main Street and that the community bank 
is at the center of our nation’s financial health. With that in mind, The Institute for 
Extraordinary Banking™ is honored to announce a new online television show dedicated 
exclusively to you, the top bankers in our country, and to our dynamic industry.

We will feature iconic banking leaders along with top experts in our field and will 
openly share their messages and strategies for success. We invite you to join us on  
this extraordinary journey as we continue to serve the heartbeat of America.

Be sure to visit www.ExtraordinaryBanker.TV to register and never miss a single episode.

Yours in success,

Roxanne Emmerich 
Chairman, Institute for Extraordinary Banking™

P.S. Want to be featured on the show? (CEO’s Only)
Visit www.ExtraordinaryBanker.TV for more details or call 952-767-0590.

William B. Greene, Jr.
Chairman 

BancTenn Corp
Topic: How to Deal with Regulators

John J. Gorman
Leading M&A Attorney

Luse Gorman, PC
Topic: The 6 Critical Steps to Prepare Your 

Bank to be a Buyer or Seller in M&A

Keith Knudsen
President 

Security Bank
Topic: How to Triple Cross-Sales  

and Keep them There

Special Invitation

Starting in March—Sign Up Today (FREE)
www.ExtraordinaryBanker.TV

F E A T U R E D  G U E S T S

William B. Greene, Jr.
Chairman, BancTenn Corp
Topic: How to Deal  
with Regulators

Dear Friend in Banking,

We believe that dreams come true on Main Street and that the community bank 
is at the center of our nation’s financial health. With that in mind, The Institute for 
Extraordinary Banking™ is honored to announce a new online television show dedicated 
exclusively to you, the top bankers in our country, and to our dynamic industry.

We will feature iconic banking leaders along with top experts in our field and will 
openly share their messages and strategies for success. We invite you to join us on  
this extraordinary journey as we continue to serve the heartbeat of America.

Be sure to visit www.ExtraordinaryBanker.TV to register and never miss a single episode.

Yours in success,

Roxanne Emmerich 
Chairman, Institute for Extraordinary Banking™

P.S. Want to be featured on the show? (CEO’s Only)
Visit www.ExtraordinaryBanker.TV for more details or call 952-767-0590.

William B. Greene, Jr.
Chairman 

BancTenn Corp
Topic: How to Deal with Regulators

John J. Gorman
Leading M&A Attorney

Luse Gorman, PC
Topic: The 6 Critical Steps to Prepare Your 

Bank to be a Buyer or Seller in M&A

Keith Knudsen
President 

Security Bank
Topic: How to Triple Cross-Sales  

and Keep them There

Special Invitation

Starting in March—Sign Up Today (FREE)
www.ExtraordinaryBanker.TV

F E A T U R E D  G U E S T S

John J. Gorman
Leading M&A Attorney
Luse Gorman, PC
Topic: The 6 Critical Steps  
to Prepare Your Bank to  
be a Buyer or Seller in M&A

Dear Friend in Banking,

We believe that dreams come true on Main Street and that the community bank 
is at the center of our nation’s financial health. With that in mind, The Institute for 
Extraordinary Banking™ is honored to announce a new online television show dedicated 
exclusively to you, the top bankers in our country, and to our dynamic industry.

We will feature iconic banking leaders along with top experts in our field and will 
openly share their messages and strategies for success. We invite you to join us on  
this extraordinary journey as we continue to serve the heartbeat of America.

Be sure to visit www.ExtraordinaryBanker.TV to register and never miss a single episode.

Yours in success,

Roxanne Emmerich 
Chairman, Institute for Extraordinary Banking™

P.S. Want to be featured on the show? (CEO’s Only)
Visit www.ExtraordinaryBanker.TV for more details or call 952-767-0590.

William B. Greene, Jr.
Chairman 

BancTenn Corp
Topic: How to Deal with Regulators

John J. Gorman
Leading M&A Attorney

Luse Gorman, PC
Topic: The 6 Critical Steps to Prepare Your 

Bank to be a Buyer or Seller in M&A

Keith Knudsen
President 

Security Bank
Topic: How to Triple Cross-Sales  

and Keep them There

Special Invitation

Starting in March—Sign Up Today (FREE)
www.ExtraordinaryBanker.TV

F E A T U R E D  G U E S T S

Keith Knudsen
President, Security Bank
Topic: How to Triple Cross-Sales 
and Keep Them There

Featured Guests



6  |  Extraordinary Banker  |  ExtraordinaryBanker.com

Introducing...

Finally...a TV show just for  

ambitious community bank executives and directors 

to explore what the Best Banks in AmericaTM are doing now…

The Institute for Extraordinary Banking™ is the home of the Banky™ award and publisher of Extraordinary Banker® magazine

 continued on page 20

ROXANNE EMMERICH:  
Chris, tell us about your bank  

and what makes it special.

CHRIS FLOYD: We’re located in 

southwest Kansas in pretty rural 

communities. The bank is family-

owned and has always been based 

in agriculture. One of our specialties 

has been taking care of people and 

fully understanding their businesses 

so we can be at their sides through 

thick and thin—a partner who 

helps them achieve their dreams. 

People Call It a Miracle

RE: And you’ve done such a great 

job. I mean, when people look at 

your numbers and how you’ve done 

it, I’m sure they’re going to say it’s 

a miracle. Tell me what life was like 

before we started working together, 

in terms of your size and numbers.

CF: I’ll start back around 2008 when 

we bought our branches in Garden City. 

During the credit crisis, we dipped a 

little low and then started growing again 

through that period. We were worth a 

little over $200 million at that point, 

with loan totals around $120 million. 

I’ve always been concerned about 

growth, knowing that just treading 

water was not an option. We had to 

keep growing to help our customers. As 

they grew, we needed to grow as well. 

During those years, we never really 

arrived, because our margins were 

good but never awesome. There’s 

always a high and low in a deposit 

bank. And it’s just like, “well shoot, 

we should be doing better.”

As we looked more closely at it, 

we realized that our culture was 

getting in the way of our success. 

You might sum up the mindset as: 

“I’ll do what I have to do to get 

the deal.” There really wasn’t a 

shared sense of the bigger picture.

That’s the way it was before we started 

with The Emmerich Group. I think 

the biggest thing that changed was 

learning the sales system. Before, our 

system was a lot more random. We 

were growing, but it was always a 

fight. Once we started with you and 

put the systems in place, it created 

so many more opportunities just by 

following the systems and learning 

how to ask questions. Before, it was 

more personality driven. If you had 

the personality, you were able to 

schmooze the customer. Almost the 

car salesman, one-liner type of deal. 

RE: Just turn on the good looks 

and dazzling charm, right?

CF: Yeah, there you go. But now we’re 

much less reliant on personalities. I can 

rely on a system. We can rely on getting 

the right types of salespeople with the 

ZERORISK Hiring System® you gave us, 

and the warming system just made it so 

much easier. We went from having two 

or three guys with a shtick to getting 

real relationships with customers. 

“Our ALCO Guy is Amazed”

Pricing is another important part. Our 

ALCO [asset liability committee] guy has 

been amazed because, as rates have gone 

down over the last seven or eight years, 

bank portfolio loan yields have dropped, 

in part because the loans you originate 

Discover How First National Bank of Syracuse, Kansas 
Grew Net Income by 50% in Two Years

#2 on SNL 2016  
Top-Performing Banks 
under $1 Billion

CASE STUDYBEST BANKS 
IN AMERICATM
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Introducing...

Directors and Executives… 
Get your EXCLUSIVE VIP access  

to Season 1 today at  

ExtraordinaryBanker.tv/tv-vip

Finally...a TV show just for  

ambitious community bank executives and directors 

to explore what the Best Banks in AmericaTM are doing now…

The Institute for Extraordinary Banking™ is the home of the Banky™ award and publisher of Extraordinary Banker® magazine

Go watch these Season 1 episodes — live now at 
ExtraordinaryBanker.tv/tv-vip

EPISODE  6   |   How to grow a bank from $160M to  
 $450M with the use of technology  
Gordon Majors, CEO & President, The Hardin County Bank

EPISODE  7   |   How you can grow your margins and  
loans simultaneously  
Chris Floyd, CEO & President, First National Bank of Syracuse,  

#2 on SNL 2016 Top-performing Banks under $1 Billion

EPISODE  8   |   How to lead your bank in an unpredictable market 
Sid Jones, President & CEO, Home State Bank 

2016 Extraordinary Bank of the Year

EPISODE  9   |   Ethical Cross-Sales: How a customer-centered 
culture allows this bank to hit cross-sales 
numbers most only dream of 
Keith Knudsen, President, Security Bank

NEW
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Roxanne Emmerich  
is the founder of 
The Institute for 
Extraordinary Banking,TM 
editor of Extraordinary 
Banker® magazine, host 
of Extraordinary BankerTM 
TV and CEO of The 
Emmerich Group. She’s 
dedicated her career to 
helping great community 
banks become “The Best 
Banks in AmericaTM”

Acquisitions can be your best 

strategic decision, but can also  

put you in a tailspin that may take  

years to reverse. Typical acquisition 

mistakes include overpaying, overstating 

synergies, and not understanding and 

managing organizational risk. But it is 

often the overlooked areas where the 

greatest opportunities—and dangers—

present themselves.

Unheeded Acquisition ROI Killers

1   Accepting Customer Carnage

Conventional wisdom, shared at acquisition 

conferences as just “the way things are,” 

is that you will lose 30 percent of your 

acquired customers. Sadly, the way that 

most banks do acquisitions, this is true, 

but it doesn’t have to be this way.

The accepted practice is to invest your 

time, money, and focus on legal and IT 

systems. These are in fact very necessary, 

but you can’t stop there and expect to 

keep customers. The “one letter” talking 

about how proud you are to welcome 

them, when it will happen, and the great 

services you’ll offer isn’t enough. You 

need a plan of execution where they feel 

like you are “kissing them on the lips 

until they chap.”

Customers must be absolutely clear 

about your Unique Selling Propositions 

(USPs)—what differentiates you—and 

they must be presented in a believable 

way. If your USPs don’t get them 

5 TICKING TIME BOMBS 
HIDING IN EVERY ACQUISITION,
AND THE 3 SECRET STRATEGIES THAT DISARM THEM
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08.04.2017  
How to grow a bank from $160M to  
$450M with the use of technology
Gordon Majors, CEO & President   
The Hardin County Bank

08.18.2017  
How you can grow your margins  
and loans simultaneously 
Chris Floyd, CEO & President 
First National Bank of Syracuse
#2 on SNL 2016 Top-performing  
Banks under $1 Billion

09.01.2017 
How to lead your bank in an  
unpredictable market
Sid Jones, President & CEO
Home State Bank
2016 Extraordinary Bank of the Year

09.15.2017  
Ethical Cross-Sales: How a customer-
centered culture allows this bank to hit 
cross-sales numbers most only dream of
Keith Knudsen, President 
Security Bank

09.29.2017   
How to identify your 100 most  
profitable customers, and clone them
Gene Palm, President & COO
Profit Resources 

Don’t Miss an Episode  –  Mark Your Calendar Now!

As a subscriber to Extraordinary Banker Magazine…  
Pick up your exclusive VIP access link to Season One at

ExtraordinaryBanker.tv/tv-vip



Roxanne Emmerich:   I have the honor 

today of introducing a good friend of 

mine: Howard Putnam, former CEO of 

Southwest Airlines. I don’t think anyone 

has done culture and strategy as well as 

Southwest Airlines. Howard came into 

Southwest when they were struggling 

and led a complete, epic transformation 

that continues today. 

Howard, tell us about when you 

started at Southwest Airlines. You 

came into a situation that was nothing 

short of “you have got to be kidding 

me” and created something amazing. 

What do you think is most important in 

transforming results in an organization 

and keeping them sustainable? 

Howard Putnam:   There are three 

things, Roxanne. First is vision or 

strategy. Have a flight plan. Second, 

figure out what business you’re really  

in. We figured out we weren’t an airline, 

we were in mass transportation. Third  

is culture. How do you support the  

brand that you’re developing, be it a 

bank or an airline or whatever else,  

and set yourself apart so you have  

some kind of difference? 

We decided low cost was essential to 

establishing our difference. We knew we 

had to have very high productivity for 

low fares. If we could put that together, 

we could make a profit, but it would 

depend on the people. 

Herb Kelleher, the co-founder and 

chairman, had a great line when we 

went to see the folks on Wall Street. One 

analyst asked, “Mr. Kelleher, how are 

you going to provide a return for your 

shareholders?” Herb looked her right in 

the eye and said, “Well first, we start 

with our employees and their families. If 

we take care of them, they’ll take care of 

the customers. If the customer is happy, 

the shareholder will be taken care of. So 

it’s employees first, customer second, 

shareholders third.” 

Roxanne Emmerich:   That wasn’t a 

popular belief back then! But the proof 

is in the incredible success you achieved. 

I think the most beautiful thing I ever 

heard was that even in the quarter after 

9/11, when almost every other airline just 

about went broke, Southwest Airlines 

didn’t even have a down quarter. That’s 

unheard of. 

Now it’s a challenging time for the 

banking industry. Some of the banks 

at the conference will be in the top 100 

performers, and others will desperately 

want to get there. But it was just a short 

time ago that we had 18,000 banks, and 

now we’re under 6,000. If the trend 

continues, by 2022 we’ll be down to only 

2,000 banks. Those who just did their 
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INTERVIEW WITH  
FORMER SOUTHWEST CEO 
HOWARD PUTNAM
by Roxanne Emmerich, CEO of The Emmerich Group



planning this year and made a tweak here 

and there probably will not be in business 

in 2022. Some of them aren’t even aware 

that this is their destiny. 

What shifts would you recommend as 

they’re figuring out strategies to put in 

place to survive in an industry that is 

clearly ripe for disruption? 

Howard Putnam:   A lot of people think 

the answer is in grand strategies, and 

that’s certainly part of it. But it all starts 

with your ability to really touch people’s 

lives. In a long career, there are just 

three bankers I remember by name. The 

first was in Bedford, Iowa where I grew 

up—Carl Cummings, who was always out 

in the middle of the bank talking to the 

customers. When I was just a little kid, 

he put his arm around me and said, “you 

need to start a savings account.” I said, “I 

don’t have money.” He gave me $2 and 

said, “this will be your seed money. Now 

you build on that, young man.” I never 

forgot it. We stayed in touch until he 

passed away at 90.

Roxanne Emmerich:   That’s incredible. 

Howard Putnam:   The second was the 

president of the Mercantile Bank in Dallas, 

George Clarke. They were the bank for 

Southwest Airlines. The first time I went 

in, I said, “I’m here to see Mr. Clarke,” 

and they said, “well, that’s him sitting out 

there in the middle at the desk.” This was 

a big, big bank, and George had a desk 

right out in the middle. 

The third was a young man named Dave 

Funk, my community banker in Reno. He 

would call me at home and say, “Howard, 

I just took a look at your account and you 

might want to do this or do that. Tweak 

something.” Nobody had ever taken the 

time to do that. 

People make the difference. An airplane 

is a tube with seats in it. They all look 

alike. They’re all boring. What makes the 

difference? We gave our employees the 

freedom to innovate and to make mistakes. 

Not on safety, but everything else. 

Once in a while they’d make a mistake. 

You had to bite your finger and say, 

“okay, that’s fine. Let’s move on.”

Roxanne Emmerich:   When you’re  

at the Best Banks in America Conference 

as one of our headliners, I’m going to 

have you spend time with some of our 

CEOs. To get them thinking ahead,  

what’s one thing that you would share 

with them about how to get started on 

their own transformations? 

Howard Putnam:   My best advice is  

to get out of your office. I would put  

my paperwork in the office each morning 

and head over to start talking to people. If 

you don’t like people, you’re in the wrong 

business. Banks are human organisms  

just like anything else. You have to stay  

in touch with that. 

Roxanne Emmerich:   Howard, thank you 

for spending some time with us today, 

and I look forward to having people in 

our industry meet you at The Best Banks 

in America Super Conference, not only to 

learn more about how you accomplished 

what you did, but also to run some of their 

ideas by you. 

Howard Putnam:   Thank you, Roxanne. 

I’m looking forward to it.

INTERVIEW WITH  
FORMER SOUTHWEST CEO 
HOWARD PUTNAM
by Roxanne Emmerich, CEO of The Emmerich Group

Do not miss Howard Putnam  
at The Best Banks in America™  
Super Conference. 

CEOs who attend have an 
exclusive opportunity to 
participate in a roundtable  
with Howard and get his  
direct input on your strategy. 
Super Conference is almost  
sold out… call now  
(952) 737-6700 or go now to 
BestBanksinAmerica.com
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I believe we choose our relationships based on trust. 

If your team already knows how to not only get large checking accounts 

but also land the entire relationship, read on to find out how others from 

your team can replicate that winning approach.  

If, on the other hand, your team is scattered and reactionary in how 

it helps your clients avoid having their deposits divided up among many 

financial institutions, you’ll want to know that there is a system to 

consistently get those large new deposit accounts and to bring on board  

their entire relationships. 

Roxanne Emmerich will be 
a headliner at the 2017 Best 
Banks in America™ Super 
Conference. Join her for  
an in-depth session on 
magnetically attracting 
low-cost sticky deposits 
with ethical cross-sales. 
Banks using these strategies 
consistently report doubling 
cross-sales in just four to five 
months with a 20 to 30 basis 
point drop in cost of funds.

HOW TO GET  
LARGE, 

LOW-COST 
DEPOSITS  

AND OWN THE ENTIRE RELATIONSHIP

 continued on page 25

TRUSTED ADVISOR MASTERY
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Rates are going up and deposits are running to higher yields…
How will you keep your best customers without matching crazy rates?

NEW course reveals the blueprint banks are using to capture the  
best deposit customers from their competitors (and hang onto  
their most valuable customers) without having to pay a premium.

“Through the first quarter our core deposits are up by  
$7 million  (58% of our annual goal…in the first quarter!)”

“We set our goal to grow our core deposits by $1 million dollars a month,  

$12 million for the year, and through the first quarter of 2015 we are up  

$7 million. We believe what we are doing with The Emmerich Group is  

making a difference!”

~  S. Jones, President, Home State Bank 
2016 Extraordinary Bank of the Year Winner

Who else wants even  
more low-cost deposits?

Don’t miss this 
4-PART VIDEO MASTERCLASS

Community bank executives and board members  

can access the course free for a limited time. Go to 

BankCoreDeposits.com/HighYieldDeposits now to  

get instant access. Get access now at: 

BankCoreDeposits.com/HighYieldDeposits 

or Call: 952.737.6730

HOW TO GET 
LARGE,

LOW-COST
DEPOSITS

AND OWN THE ENTIRE RELATIONSHIP

TRUSTED ADVISOR MASTERY

When our clients were asked how 
likely they are to refer us, they gave 
us a 9.7 out of 10 in 2016 and 2017.
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Roxanne Emmerich:   Today I’m talking 

with Patti Husic, President and CEO of 

Centric Bank in Harrisburg, Pennsylvania. 

Husic created a $480 million bank with 

an organic growth rate is nothing short 

of fantastic, and recently spoke to the 

American Bankers Association about how 

to optimize work from Millennials—a hot 

topic in banking right now. 

Patti, you’ve embraced the Millennial 

world at a time when a lot of bank  

CEOs have said “never again will I hire  

a Millennial.” What have you figured  

out about getting the Millennial 

generation functioning at a high  

level within banking organizations?

Patti Husic:   It hasn’t always been easy, 

but out of 100 employees in our bank, 

about 15% are in the Millennial group. 

These are potentially the future leaders of 

our organization, so we didn’t feel we had 

the option of just turning our backs on the 

entire generation. Committing to them is 

part of showing our community that we 

are committed to the future. 

But our commitment wasn’t always 

reciprocated at first. There was constant 

turnover among our Millennial staff, and 

we wanted to know why.

Roxanne Emmerich:   I just saw the 

research that shows that the average 

Millennial stays in a job for two years. 

It’s difficult to have that kind of turnover 

when you’re investing so heavily in them 

to teach them all of the sophistication that 

they need to be effective in a bank. What 

have you done to help retain them and 

keep them engaged and wanting to stay 

after you’ve invested in them?

Patti Husic:   There are a couple of very 

specific things we’ve done. Number one 

is something I’ve heard over and over, 

both in studies and from the people 

themselves: Millennials want to be part of 

a team that makes a difference. We needed 

to dig down to find out what that means 

to them—making a difference—and how 

the organization could be a part of making 

it happen.

It wasn’t hard to find out. We often hear 

these questions in their interviews: “What 

exactly are you involved in as a bank?” 

“What do you do together as a team to 

make a difference in your community?”

 As I shared some of the 

things that we do, some of 

the feedback was, “Why 

don’t you tell more of these 

stories, because you do 

a lot of great things? Not 

only your people’s time, but 

the resources that the bank 

commits as well.” 

It’s true—we were doing a lot of 

the right things, but we weren’t 

necessarily making them known in 

the wider community.

So one step was to make community 

service a visible part of our self-identity, 

of who we are as a bank and as a team. 

We always tout in our marketing that 

INTERVIEW WITH
PATTI HUSIC 
OF CENTRIC BANK
Roxanne Emmerich, CEO of The Emmerich Group

continued on page 30



INTERVIEW WITH
PATTI HUSIC
OF CENTRIC BANK
Roxanne Emmerich, CEO of The Emmerich Group

Are you losing profit because 
your people are just “order takers?

You’ll discover a simple blueprint that even your most sales-resistant employees will 

embrace…plus the process for rolling it out that guarantees they’ll build the confidence 

required to succeed. You will:

“For Years We 
Couldn’t Build  
the Sales Culture 
We Wanted, Now 
We Average 6.5  
Cross-Sales on  
New Accounts.”

K. Knudsen,
President
Security Bank

  Uncover the secret to getting 10 times 

the return from every marketing 

dollar with a simple, easy-to-execute, 

and low-cost system that is PROVEN 

to capture high-profit accounts.

   Discover the blueprint to command 

premium pricing on loans and 

deposits, while only working with A+ 

quality clients.

   Ignite your people to transform into a 

“bring-it-on” culture where massive 

results rule!

   Increase your customer “stickiness” 

so they won’t flee for a half-point 

better rate, by easily and ethically 

doubling your cross-sales in 90 days.

   Leave with the 1-question script 

our member banks use to break the 

prospect’s preoccupation with rate, 

and “flip” them into customers, 

happy to pay a premium.

Nov. 8-9, 2017 in Atlanta, GA

Early Bird Pricing Available Now: 

Save $1,500

Call: (952) 737-6730 or register online: 
EmmerichFinancial.com/Bootcamp

142 Bank CEOs say 
this is the best conference 

they’ve ever attended.

When our clients were asked how 
likely they are to refer us, they gave 
us a 9.7 out of 10 in 2016 and 2017.

Who should attend: CEOs, presidents, vice-presidents, board members, and 
top-producing movers and shakers (send a big enough team so you can come 
back and create major sales improvements before the end of 2017).

If your people aren’t averaging 5 cross-sales on new accounts…
If you don’t have an iron-clad plan to “clone” your 100 most profitable customers…

If your #1 differentiator is “we have great customer service”…

You need to get to Atlanta for the last Sales and 
Marketing Bootcamp of the year!
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extremely excited, it’s unlikely that 

they’ll stay with you. 

Forget telling customers about great 

customer service, good people, and 

responsiveness. Those are platitudes, 

NOT the differentiation that attracts and 

keeps the low-risk, high-profit clientele 

you want.

2  Executive Dysfunction

Many executive teams play nice, but 

it only takes one bad apple to create 

chaos. One passive-aggressive type who 

has “meetings outside of meetings” or 

slyly messes with others’ minds can lead 

to your best employees running for the 

exits—and taking customers with them.

The CEO who plans to “stay on for 

a year or two” is often the core of the 

problem. Snide “I can’t believe they 

expect us to do it this way” remarks to 

“his” team keep people confused about 

allegiances. Since they already have a 

long relationship with the existing CEO, 

the damage to the ability of those team 

members to fully engage is profound.

Others who are well meaning and 

appear in initial interviews to be good 

fits for the executive team may not pan 

out. You then must either keep them and 

create an environment of complacency, 

or terminate them and be perceived as 

the “heartless wolves disguised as nice 

executives,” damaging trust.  

3  Fractured Team Dynamics

Nearly all acquisitions include at least 

some level of “us vs. them” cultural 

conflicts that last two mentally and 

financially excruciating years. 

Recently, one CEO (secretly) shared that 

the two years following an acquisition was 

the worst nightmare of his career. 

A perfectly healthy culture can be turned 

on its ear within days.

“They would never listen to us.” 

“Those people in the ivory towers are the 

evil empire.” “That location gets all the 

attention and we get the shaft.” These 

are the sorts of remarks that destroy the 

possibility of productive collaboration. 

Accountability to metrics and extreme 

productivity don’t stand a chance. 

Excuses, blame, and whining become 

accepted as the culture norm—even 

among the original team that previously 

had a great culture. 

Recently, one CEO 

(secretly) shared that the 

two years following an 

acquisition was the worst 

nightmare of his career. 

What comes quickly can take years to 

eliminate, and all the while, your best 

people leave, accountability is diminished, 

and “learned helplessness” becomes the 

norm. The ability of the executive team 

to lead is squelched. Everyone starts 

doing the “slow walk”—pretending to 

do what is needed for an initiative but 

really thinking that “this too shall pass,” 

because executive willpower can’t handle 

the mind games and lack of engagement.

4   No Best-Prospects-In-Market 

“Massive Attraction” Plan

You have a short window during which 

everyone in the community notices that 

a new bank has come to town. You don’t 

want to merely avoid current customers 

leaving and negative PR. You want to 

create a feeding frenzy of top customers 

evangelizing about why this is the best 

thing to happen to your market in years. 

The number of banks who have pulled 

this off is very small. However, this is 

where all the money is made.

Remember that in most community 

banks the top 100 customers account 

for 50 to 140 percent of profits. If you 

attract prospects who can bring that same 

bottom-line impact, the results are huge: 

You are assured a massive ROI from  

your acquisition.

Typically, attempts to get those 

customers involve buying a list of 

“demographics” and mailing them a 

few times. You need a plan that will get 

them coming to you quickly, and not with 

rate-matching requests, but because they 

believe you are worth much more.

5   No Immediate Performance 

Transformation System

The best acquisitions are those 

where average performers are radically 

improving in performance within six 

weeks and feeling like rock stars. That 

doesn’t just happen by itself; in fact, the 

opposite does. If you miss your chance to 

inspire extreme improvement and see it 

within weeks, it’s going to be a long haul 

until you see it later.

Most banks don’t know 

how to execute on 

transformation within 

this critical timeframe. 

Others are so caught up 

in the “conversion” that 

they don’t understand 

that missing out on this 

opportunity is exactly 

why over 80 percent of 

acquisitions fail to reach 

their projections. 

If you’ve experienced any of these, you 

are not alone. Almost every bank has, in 

fact, experienced each of these five—even 

after several acquisitions. I recently talked 

to the CEO of a $5 billion bank who said 

only about a third of his 100+ acquisitions 

went well. How costly was it for him to 

not get the help he needed sooner? 

Here are 3 things you can do in the next 

few weeks to help ensure that your next 

ACQUISITION STRATEGIES 
continued from page 8
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acquisition is a financial home run that 

preserves the culture you worked so hard 

to create.

1      Create Your Performance 
Franchise System First

In every highly successful organization, 

everyone understands each function. How 

they balance the books. How they get a 

lead. How they convert a lead. 

You need to make sure that you have 

every major system—especially those tied 

to profitable revenue creation—defined 

with results that are consistent and 

trending upward. Growth should not be 

accomplished by acquisition—it should be 

strategically enhanced. If you can’t grow 

more profitable organically, an acquisition 

only compounds existing problems.

Forget job descriptions and “sales 

training.” If you don’t have an integrated 

marketing and sales system designed  

to close at least 90 percent of those in 

your pipeline, and a system to attract  

and close the best prospects in your 

market at premium pricing, you’re not 

ready for an acquisition. 

If you’re not ready, hold off for 

six months and first get your team 

performing in an exemplary fashion. Then 

build the franchise systems so that your 

optimized system can never be lost.

2       Create a Kick-Off of  
Epic Proportions

Remember the famous Jerry Maguire 

movie line: “You had me at hello?” THAT 

is how your new teammates must feel 

within a week of the acquisition. If  

they’re not going home to embroider  

your vision on their pillow covers, you 

don’t stand a chance of a good ROI from 

your expensive investment.

They must be passionate about what 

you are doing and see the passion in 

the eyes of the team that has been with 

you for a while. They must be saying, 

“I’ll have what they’re having,” before 

they leave the door of that all-employee 

“welcome to the family” kickoff.

Don’t share a lengthy story involving 

your history, asset size, and platitudes. 

That will turn them off. They need to see 

the fire in your belly about what you do 

for customers.

3       Create a Contagious 
Entrepreneurial Culture 
First—and a Process to 

Keep it That Way

Hope is not a strategy. The start  

you need is a series of systems that  

moves your culture score up every year 

while you ask for more accountability  

and all employees know exactly how  

they tie to profit.

But even that is not enough. You 

need an iron-clad system to help your 

new team members “catch the bug” of 

infectious enthusiasm. You don’t just 

want to have happy people—the system 

must include alignment with profitability 

metrics and integrated learning systems 

to make sure they get the “on demand” 

learning necessary to win at their jobs.

There is a way to ensure that your 

acquisition is extremely profitable, so 

you can, if you want, move quickly to the 

next. Apply these three strategies to make 

sure that you can sleep at night and not 

have your legacy destroyed by one well-

meaning but poorly executed move. 

 

We’ve put together a 
complete video series 
to help you get your 

executive team and your board 
aligned BEFORE your next 
acquisition. Watch it at least 5 
months before your acquisition to 
allow enough time to implement 
the strategies you’ll discover:  
ifeb.co/7acquisitionsteps

The 7-Step 
Acquisition  
ROI Checklist™:

Don’t even think about  
an acquisition until you’ve 
put each of these 7 systems 
in place...

Three studies in the Strategic 

Management Journal show that 

acquisitions fail to increase 
value an astonishing 70 to 
80 percent of the time. No 

one is immune. But you can increase 

your odds of landing in the success 

column if you keep in mind a few 

basic principles that you’ll discover in 

this free video course. 

Here’s what we cover:

  The critical thing you must  

do before the acquisition…

  How to ensure that you  

engage their execs and  

leaders from day one…

  The secret to avoid losing  

30% of their customers,  

which too many acquirers 

simply accept as “part of  

the process”… 

  How to get their team to 

perform to your standards  

(and love it)…

  The best strategy for  

keeping EVERYONE  

accountable to results…

Enroll, free, now at:
ifeb.co/7acquisitionsteps
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I N T R O D U C I N G 
THE BEST BANKS IN AMERICA™  

SUPER CONFERENCE
“ I’ve attended 24 years of    

high-performance networks 

and affiliations. They all 

have magic formulas and 

calculations to tell me how 

much more money I can bring 

to margins and profit. The 

missing ingredient was “how.” 

We finally found an integrated 

system of both numbers and 

understanding with Roxanne 

Emmerich’s system. We 

have a real program that has 

translated to high energy and 

commitment for every single 

employee. It works!” 

    R.L. HARMON JR.  
Chairman and CEO,  
Bank of Tennessee

The only conference where CEOs of the nation’s elite community banks share 

what’s working right now to beat net interest margin compression, 

get high-quality loans at premium pricing, double cross-sales, and make 

your next acquisition immediately profitable.

Every other conference gives you theory and sales pitches. 
Here you get the missing ingredient…   

“How do you achieve ‘high performance’?”

Projections show that there will only be 2,000 banks left in 2020…

This program is for those survivors committed to remaining top of peers!

We’ve gathered a group of ambitious, elite CEOs from top 5% 
performing banks. Many presenters and panelists are 
on the 2016 SNL Top 100 list. They’ve agreed to share their 

secrets of their success…  

These are banks that have shed the shackles of rate matching and figured out how 

to get the best-quality, highest-profit clients in their markets, all at premium pricing.

WHO SHOULD ATTEND?

CEOs and Presidents, 
Senior Execs – Especially 
your heads of retail and 

commercial,  
Board Members

Howard Putnam  
Former CEO of 
Southwest Airlines

Howard led Southwest through airline 

deregulation and the development of the 

“vision” that guided Southwest to revered  

     heights over the past twenty years. 

Southwest tripled in size and tripled in 

profitability during his tenure, and today 

is still a corporate model for organizations 

that put their people first in their culture. 

Neil Pasricha  
Author of 5 New York Times  
and #1 International bestsellers

Through researching top leaders at 

Harvard, developing leaders inside 

Fortune 100 companies, and working 

with Fortune 500 clients, Pasricha 

developed unique frameworks to create 

happiness in individuals and drive 

engagement and high-performance 

results inside organizations.

With Special Guests: 
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REGISTER NOW! 
ONLY 17 SEATS LEFT
 

September 11-13, in  

beautiful Minneapolis, Minnesota

Register today at  

BestBanksinAmerica.com  
or call 952-737-6700.

#2 SNL  
Top 100 Bank

Doubles 
Growth in  
One Year

I M A G I N E …
Masterminding in a room with 
elite CEOs and execs like Chris, getting 

the exact strategies he uses to dominate his market…

Where else can you go to get this concentrated, focused, “peek 

behind the curtain” look at how to win at the new game of banking?

Where else can you get beyond the theory and get proven tools, 

templates, and the exact blueprints to…

•   Conquer net interest margin compression without 

resorting to high-risk loans.

•   Drive double-digit loan growth with every deal at  

premium pricing, exclusively with A+ quality credits.

•   Double, even triple your cross-sales in a matter  

of months, while improving customer outcomes and  

operating with even more integrity and fiduciary care  

towards every customer.

•   Transform every member of your team, from the teller  

to the janitor to the C-suite into a salesperson for the bank… 

without sales training, and in a way that never feels like sales.

•   Create a results-oriented culture, where every person in  

the bank FINALLY understands how they contribute to profit, 

and are accountable for delivering. 

•   You’ll even discover how to flip “accountability” from 

something scary into the one thing that creates excitement  

and happiness for your team.

This is THE “Super Conference” for Bankers  
Who Want to Move Beyond Being “Transactional”  
to Becoming “Transformational”…

“ Roxanne showed us how to double our growth. 

We hit our loan growth goal for the year by the 

end of June…in our first year with Roxanne 

Emmerich’s help! We’ve had employees in 

banking for 20 to 30 years who say they wish 

they’d started this program 20 years ago.”

CHRIS FLOYD 
CEO & President, First National Bank of Syracuse 
#2 on 2016 SNL Top 100 under $1 Billion, 3-Time 
Banky™ Award Winner
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today are at a lower price than the ones 

you have on the books. It’s a gradual pull. 

But this quarter, most of our origination 

rates are actually higher than our loans 

on the books. We’re not just averaging 

our margin, we’re about 60 basis points 

above average. We’re not just averaging 

our ROA, we are 20, 30 basis points above.

Our Lenders Take Pride  
in Saying “I Got This Deal 
and I’m Charging More 
Than The Competitor.”

It’s just made a total difference for the 

loan officers. They take pride in saying  

“I got this deal and I’m charging more 

than the competitor.” It used to be the 

other way around: “I matched him, I 

got the deal, 10 basis points under and 

got the deal.” Now it’s “I got the deal 

charging 30 to 40 more because I have 

value. I’m doing something good for 

the customer—I’m worth something. 

I’m not just a used car salesman.”

RE: I know, you do kind of lose some 

self-respect when you’re being kicked 

in the teeth all the time on price, 

don’t you? Those days are gone for 

you. Now you’re 89th percentile in 

net interest margin. A lot of banks in 

this world would want that. Especially, 

as an ag bank—that’s just crazy.

A Very Rare Thing to Achieve…

CF: My bank CEO network always runs a 

profit improvement survey. Last spring he 

asked me, “what are you doing with your 

loan pricing?” He looked at yield on loans, 

especially commercial loans, and then said, 

“well, you know, there are other things 

that impact that.” Loan size is a big one—

typically the bigger the loan, the cheaper 

the rate. But we’re in the 80-something 

percentile on our loan rate and also 

80-something on average loan size.  

He said that’s almost impossible— 

a very rare thing to achieve. We’re not 

just segmenting a piece of paper where it’s 

easier to get the rate. We’re also getting 

good-sized loans. A lot of times there’s 

almost no negotiating the rate. We just 

say, hey, this is the rate, so it’s like we 

skip the competition stage—sometimes 

there’s not a whole lot of competition. And 

I think we’re doing a better job of showing 

and providing that value as a result.

RE: Good job. I remember calling you 

last year, and you were closing your top 

100 group. Your focus was something 

so obvious but so often missed in 

banking today: if 100 of your most 

profitable customers in your bank 

usually account for between 100% 

to 120% of the profitability of the 

bank, why not find another 100 just 

like them? You guys are killing it, and 

that approach is a big reason why.

CF: And that’s one thing that’s really 

exciting—especially your “Top 100” 

system. We’re still trying to get it better. 

We’ve had a lot of success, but we’re 

not doing 100% right yet. Once we can 

do a little bit better job of that, get a 

little bit better at focusing, you think, 

“wow, what can happen?” Where are we 

going to end up? That’s pretty exciting.

Before our board changed, the idea of 

working with The Emmerich Group had 

been a really hard sell because they’d 

say, “Oh, it costs what?” A lot of people 

thought I was kind of crazy for even 

suggesting the program. Not anymore.

I remember listening to you talk. I 

was in the Graduate School of Banking 

in Wisconsin, so it was ‘96 or ‘97. I 

thought, “wow, this is really different.” 

Trying to recognize that I don’t know 

it all, and I’m not going to try to think 

I know it all. Sometimes we need some 

help—like working with you to help 

give us a structure and accountability. 

It’s been gangbusters since then.

It helped with the culture, too. We rotate 

through the TGIMU™ videos every week. 

It helps us get standards that you wouldn’t 

naturally find by yourself very easily.

RE: So, what are the biggest changes 

that helped you hit your goals?

CF: When there was a temptation to let it 

slide, to say “this too shall pass” about 

the changes we were making, we didn’t 

let it pass. We stuck to it. From culture 

to the standards of turning funnels in, 

we stuck to it. And just getting that 

consistency developed to say “this is how 

we’re doing it, guys, it’s non-negotiable. 

Make your calls, send your letters, follow 

the system.” Our commercial sales 

group is no longer afraid to ask each 

other questions like “how’d you get this 

deal?” Everyone is aimed in the same 

direction like never before. It’s just 

amazing once you get over that hump. 

I would say just go bite the bullet and 

do it. You’ll be so glad that you did.

One other thing that’s really helped a 

lot of our staff are your live seminars. 

It takes another layer out just seeing 

you in person. They get a kick out of 

the idea that, boy, they think enough 

of me that they sent me on a plane 

to this! People appreciate knowing 

we’ve invested in them that way.

RE: You know what’s interesting? Every 

one of our banks with really crazy great 

numbers has that same philosophy. They 

just send everybody—because when 

you all are going the same direction, 

everything just seems to take off.

CF: It is a commitment, especially that 

first year or so when we were really rolling 

a lot of people through there. But it’s 

been valuable to reinforce the idea that, 

“okay, Chris is not so crazy!” It’s okay to 

have fun. It also helps take out barriers 

between people, from senior management 

all the way down to your tellers. 

RE: Well the investment was clearly worth 

it for you. As I look at your net income, 

you went up almost 50% in two years.

CF: Exactly. If I had done a budget 

three years ago when we went to 

the Think Tank, our loan totals are 

probably past where we figured 

they’d be. It’s been just amazing.

FIRST NATIONAL BANK OF SYRACUSE 
continued from page 6



WE BELIEVE 
IN COMMUNITY BANKING

I founded the Institute for Extraordinary Banking™ because people deserve great  

banks. And you deserve to lead great banks.

I hope you’ll join our cause like hundreds of bankers did last year, block your calendar 

now, to attend the national celebration of community banking in Minneapolis, September 

11–13, 2017 at the Best Banks in America™ Super Conference. 

Go to BestBanksinAmerica.com to register today.

We believe in a firm handshake, a look in the eye and that  

your banker can be your best friend. 

We believe in farmers, working moms, and bake sales  

on the weekends. 

We believe that banking never means boring and selling  
always means serving. 

We believe in the potential of people and the joy that  
comes from a job well done. 

We believe there’s nothing more noble than helping  
people feel safe and secure. 

We believe dreams come true on Main Street. 

We believe that true wealth is the love  
of family, the civility of home, and a  

vacation with your kids. 

We believe better banks deserve  
to be paid more.

We believe community banks 
drive the heartbeat of America!
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Long nights, late nights, emails on 

the weekends.

I’ve partnered with banks for years on 

leadership development initiatives and 

there’s one thing I know for sure. Nobody 

works harder than you. 

But my question today is: Can you 

work smarter? 

See, the funny thing is, when I ask most 

bankers how they ensure they’re showing 

up well every single day I generally get 

blank stares or a few little habits. “I try to 

sleep more,” “Never skip breakfast,” that 

kind of thing. 

But I know from sifting through over 

300 positive psychology studies over ten 

years that if we can give ourselves 20 

minutes to prime our positive mindset 

each morning, then according to research 

from University of California, we show up 

with 31% higher productivity, 37% higher 

sales, and 3x the creativity of our peers.

After all, to paraphrase Dean Wormer 

from Animal House, frazzled, stressed, 

and miserable is no way to go through life. 

Can you take 20 minutes each morning 

to do one of these five things?

1. Three Walks
Pennsylvania State researchers reported

in the Journal of Sport & Exercise Psychology 

that the more physically active people 

are, the greater their general feelings of 

excitement and enthusiasm. Researcher 

Amanda Hyde reports, “We found that 

people who are more physically active have 

more pleasant-activated feelings than 

people who are less active, and we also 

found that people have more pleasant-

activated feelings on days when they  

are more physically active than usual.”  

It doesn’t take much: 

A brisk walk 3X a week 

improves happiness. 

The American Psychosomatic Society 

published a study showing how Michael 

Babyak and a team of doctors found  

that three brisk walks or jogs even  

improve recovery from clinical depression. 

Yes, clinical depression. Results were 

stronger than those from studies using 

medication or studies using exercise and 

medication combined.

2. The 20-Minute Replay
Writing for twenty minutes about a

positive experience dramatically improves 

happiness. Why? Because you actually 

relive the experience as you’re writing it 

and then relive it every time you read it. 

Your brain sends you back. In a University 

of Texas study called “How Do I Love 

             TO BE A    
HAPPY BANKER

by Neil Pasricha

New York Times Bestselling author 
of The Happiness Equation shares 
how 20 minutes a day can increase 
banker productivity 31%, sales 37%, 
and triple creativity

5 WAYS
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*Qualification Criteria: To qualify for this valuable FREE copy of “The Net Interest Margin Solution,” you must be a senior vice president or higher in a 
community bank with assets of $150 million or more. If you meet these criteria, don’t wait. Discover how to finally get the pricing your deserve today!

Qualifying Bank Executives*, 
Request Your Free Copy of 

“THE NET INTEREST 
MARGIN SOLUTION”

Call: 952-737-6730 or visit:  
NetInterestMarginSolution.com/EB

FINALLY… 
THE ANSWER TO 
SOLVE YOUR NET 
INTEREST MARGIN 
COMPRESSION
If your lenders are lined up outside your 
door saying “we can do this deal if we 
match the rate,” you need this book!

“ We Hit Our 3-Year Net Income Goal in the First Year 
Working with The Emmerich Group!”

“ Our net interest margin is now over 5.0, an increase of 
over 40 basis points in the past year. Our three-year goal 
for net income was realized in the first year working with 
The Emmerich Group. We need to set our goals higher!”

           ~  C. Floyd 
CEO | FNB Syracuse 
Ranked #2 bank under $1 billion by SNL 
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Thee? Let Me Count the Words,” researchers 

Richard Slatcher and James Pennebaker 

had one member of a couple write about 

their relationship for twenty minutes three 

times a day. Compared to the test group, 

the couple was more likely to engage 

in intimate dialogue afterward, and the 

relationship was more likely to last.

3.  Random Acts of Kindness

Carrying out five 

random acts of 

kindness a week 

dramatically 

improves your 

happiness. 

We don’t naturally think about paying 

for someone’s coffee, mowing our 

neighbor’s lawn, or writing a thank-

you note to our apartment building 

security guard at Christmas. But Sonja 

Lyubomirsky, author of The How of 

Happiness, did a study asking Stanford 

students to perform five random acts of 

kindness over a week. Not surprisingly, 

they reported much higher happiness 

levels than the test group. Why? They felt 

good about themselves! People appreciated 

them. In his book Flourish, Professor 

Martin Seligman says that “we scientists 

have found that doing a kindness produces 

the single most reliable momentary 

increase in well-being of any exercise we 

have tested.”

4.  Meditation
A research team from Massachusetts 

General Hospital looked at brain scans of 

people before and after they participated 

in a course on mindfulness meditation and 

published the results in Psychiatry Research. 

What happened? After the course, parts 

of the brain associated with compassion 

and self-awareness grew while parts 

associated with stress shrank. Studies 

report that meditation can “permanently 

rewire” your brain to raise levels of 

happiness. The hard part is getting 

started. As my wife says, “There’s an app 

for that.” Just download Headspace, Calm.

com, or 10% Happier and put it on the 

front page of your cell phone apps.

5.  Five Gratitudes
If you can be happy with simple things, 

then it will be simple to be happy. 

Find a book or a 

journal, or start a 

website, and write 

down three to 

five things you’re 

grateful for from  

the past week. 

I wrote five a week on 

1000awesomethings.com. Some  

people write in a notebook by their 

bedside. Back in 2003, researchers  

Robert Emmons and Michael McCullough 

asked groups of students to write down 

five gratitudes, five hassles, or five events 

that happened over the past week for ten 

straight weeks. Guess what happened?  

The students who wrote five gratitudes 

were happier and physically healthier. 

Charles Dickens puts this well: 

“Reflect upon your 

present blessings, of 

which every man has 

many, not your past 

misfortunes, of which  

all men have some.”

Happiness isn’t a destination we 

arrive at after everything else in life 

is awesome—it’s what we do to make 

everything else in life awesome. And  

once we make that internal shift, you  

can put the day-to-day frustrations  

into perspective. 

Which one will you do tomorrow?

5 WAYS TO BE A HAPPY BANKER 
continued from page 22

See Neil Pasricha 
speak at The 
Best Banks in 
America™ Super 
Conference. 

If you’ve not yet registered, time 
is running out. In fact, you “may” 
already be locked out. 

Call today:  
(952) 737-6730 and reserve a 
seat for you, and your executives, 
and board members. At the time 
of this writing, there are just 17 
seats left. Get yours right now. 
BestBanksInAmerica.com



If your concern is that lobby traffic is 

less than half of what it used to be, and 

you’re wondering how you’re going to 

hang on to your current customers and 

replace lost business with low-cost sticky 

deposits, read on to learn some proven 

strategies that work for other banks and 

can be applied in just weeks.  

4 Stubborn Hurdles 
that Keep You  
from Getting  
Sticky Deposits

 There are many typical challenges to 

getting sticky deposits without having to 

match rates.  

First, most banks don’t have the right 

systems in place to accomplish this goal. 

They have many well-intentioned people 

doing their best, but their service skills 

are not enough to help customers meet all 

their business needs.   

Second, some banks already average 

6 to 7 cross-sales because they are 

masterful in the value they add to deepen 

customer relationships as trusted advisors. 

The problem is that with lobby traffic 

being a fraction of what it was, they don’t 

get enough opportunities to create those 

consistent results.  

Then, if your team can’t average 6 to 

7 cross-sales on new accounts that walk 

in, how can you get your people ready to 

do the “outbound” work necessary to get 

and keep good customers now that lobby 

traffic is a fraction of what it was? 

 Finally, many customers believe 

that they should diversify their  

deposit  accounts to multiple  

banks, and most bankers don’t  

know how to counter that  

argument with logic that  

convinces customers that  

they will be better served by staying in one  

place. As a result, the bank gets only a 

piece of the business. (I just released a 

brand-new video series that shows you 

exactly how to counter this dangerous 

belief. You and everyone on your exec 

team should go watch it right now: ifeb.

co/keepdeposits)

 You are not alone – it seems that 

EVERY bank is facing at least one of these 

four challenges.  

5 “Secret Moves” 
that Predictably  
Pull in Low  
Cost Deposits

Here are five steps that will help you 

improve your ability to attract good, sticky 

deposits within a few short weeks.  

STEP 1 
Ignore bank sales training programs that 
address sales training in a vacuum, as if 
teaching sales will fix the problem. 

You have to address the REAL issue, 

which is not about sales training but 

rather about confidence. To begin building 

that confidence, you must ensure first 

that your team members have fire in their 

bellies and an impenetrable belief that the 

targeted perfect prospect is best served 

by coming to you, and will be hurt if they 

do not. Your team must know why and 

exactly how to add massive value and 

communicate it so the buyer makes  

the right choice.  

STEP 2 
Know which Unique Selling Propositions 
(USPs) best align to a deposit prospect’s 
needs based on what you know about their 
psychographics and firmographics. 

Clearly communicate your 

differentiating value and the peace of 

mind and financial benefits that the 

client can hope to gain from it. As a 

result, the potential client will know 

that even though it is painful to switch 

relationships, it is the right choice to do 

so here, and to do it immediately.

TRUSTED ADVISOR MASTERY 
continued from page 12
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Consolidation within the 

community banking sector 

continues as institutions seek to 

build scale in light of competitive and 

compliance challenges. The number of 

bank M&A transactions is on par with pre-

Great Recession levels, and is even higher 

in terms of the percentage of the banking 

industry involved. 

Although aggregate deal value is lower, 

as more M&A involves smaller sellers and 

buyers (<$10 billion in assets), pricing 

multiples have strengthened as buyer 

currencies have improved significantly 

since the Presidential election. 

Careful pre-planning is 

essential for executives 

of target companies to 

receive their promised 

compensation in a timely 

and tax-efficient manner 

in connection with an 

M&A transaction. 

Most executives have a substantial 

proportion of their personal net worth 

associated with stock accumulated  

and owned, outstanding and 

unvested equity awards, 

employment and/or  

change in control 

agreements and  

non-qualified 

deferred 

compensation  

arrangements, 

such as 

supplemental  

executive 

 

compensation plans (SERPs). Sections 

280G and 409A of the Internal Revenue 

Code (IRC) can have an unexpected  

and significant adverse impact on  

an executive’s ability to realize in full  

the benefits that have been promised,  

and can result in either fewer dollars 

being realized, or greater expense being 

incurred by the acquirer, which could 

impact marketability or the price being 

paid to stockholders.  

Section 280G applies to benefits and 

payments that are contingent upon or 

related to a change in control (“parachute 

payments”) and that are paid to certain 

officers and other highly compensated 

individuals (and can apply to directors).  

 

DELIVERING  
ON EXECUTIVE 
COMPENSATION
PROMISES
IN AN M&A 
TRANSACTION

John J. Gorman 
is a partner at the 
Washington, D.C., 
law firm of Luse 
Gorman, PC, and 

a faculty member of the National 
Association of Corporate Directors.  
He served as a commissioner on 
the 2016 NACD Blue Ribbon 
Commission on Building the 
Strategic-Asset Board.  

For 2016, Luse Gorman was ranked 
the No.1 law firm in the nation in 
terms of the number of bank merger 
and acquisition transactions in which 
it served as counsel.  It was the 6th 
consecutive year that Luse Gorman 
has been ranked in the Top 5  
for all law firms, and the 2nd 
consecutive year that Luse Gorman 
has been ranked No. 1.

 continued on page 32
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2017
COMMUNITY
BANKING
EVENTS
Best Banks in America™ 
Super Conference 
September 11-13, 2017 | Minneapolis, MN
ONLY 17 SEATS LEFT, REGISTER NOW!
The most exclusive gathering of high-performing 
bankers in the country—this year’s Super 
Conference is your one opportunity to network 
with the top 1% highestperforming community 
banks. Discover the profit-rich secrets of the very 
best banks in America. You’ll get specific strategies 
to develop a full pipeline of high-potential leads 
with almost no marketing budget and shift your 
people from order takers to business developers 
on Days 1 and 2. Day 3, the Fast-Track Exec Day, 
you’ll discover the key actions execs must focus on 
to achieve elite performance.
BestBanksInAmerica.com 

Extraordinary Banking™ Awards 
September 12, 2017 | Minneapolis, MN
ONLY 17 SEATS LEFT, REGISTER NOW!
After the close of Best Banks in America Banking 
Super Conference™, join the top-performing banks 
in the country as we partner with the Institute 
for Extraordinary Banking™ to present this year’s 
awards. Attendees glean valuable insights into  
how these top-performing banks got to where 
they are. A MUST ATTEND for any bank wildly 
committed to extraordinary results.
BankyAwards.com/Nominate

Fast-Track Strategic Planning 
Think Tank™ 
September 14-15, 2017 | Minneapolis, MN
Client bank executive teams walk out of this 
session with a one-page strategic plan and  
a system of execution that will make the 
impossible, possible. 
Call 952-737-6730 for information and registration.

The M&A Seminar for Community Banks
October 2-3, 2017 | Minneapolis, MN
BUY, SELL or HOLD: Strategies for Success 
brings together leading experts on community 
bank merger and acquisition transactions. In 
addition, you’ll hear from experts in leadership, 
management and board governance. Plus, 
breakouts addressing Fed applications, estate 
planning, taxation and ERM.
Learn more and register online at www.theBHCA.org

Hoopla Team® Training 
October 11, 2017   |   Minneapolis, MN
Walk away with your year of rollouts planned, 
fine-tuned, and optimized for kick-butt results. 
Discover the secret breakthroughs of other 
Hoopla Teams® and how they make them happen. 
Call 952-737-6730 for information and registration.

Lead the Transformation® 
October 12 – 13, 2017 |Minneapolis, MN
Discover how to lead the transformation and 
shift the culture within your organization through 
performance management and accountability 
systems. Become skilled at creating significant 
emotional events, developing codes of honor and 
enrolling your employees to become unstoppable. 
Call 952-737-6730 for information and registration.

Lead the Transformation® 
Advanced Workshop 
October 24, 2017 | Minneapolis, MN
Stop the struggle! Come to this advanced hands 
on, roll up your sleeves workshop with your most 
pressing accountability challenges. Whether it’s 
critical drivers, JPPPs, TOPs and SMARTs, or other 
accountability opportunities, roll up your sleeves and 
we’ll get it done with you.  
Call 952-737-6730 for information and registration.

Profit-Rich Sales® Seminar 
October 25, 2017| Minneapolis, MN
Stop giving away margin and fees to get the  
sale. Go after and win the big elephants—at 
premium pricing! This program will give you 
the tools and templates to turn even the most 
analytical lender into a top-performing business 
attractor. Designed for commercial and wealth 
management professionals.  
Call 952-737-6730 for information and registration.

Profit-Growth Banking® Summit 
November 8 – 9, 2017 |Atlanta, GA
Discover the profit-rich secrets of how to 
transform your workplace into a Thank God It’s 
Monday!® environment, develop a full pipeline of 
high-potential leads with almost no marketing 
budget and shift your people from order takers to 
business developers.  
Call 952-737-6730 for information and registration.
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Every other strategy is noise. Most 

banks have “busy work” in their strategic 

plan and miss the point that it is about 

extreme focus on the few right things.

The best way to help the poor is to 

not become one of them. Repairing your 

bank to be the clear premier bank for 

the affluent and to be worthy of extreme 

premium pricing is a key principle that has 

to be front and center in your strategies.

2  No Actual Strategies

This is not an attempt to be funny. It 

seems obvious that a strategic plan should 

have strategies in it, but after reviewing 

thousands of them over the course of a 

quarter of a century, I’ve found that less 

than 5 percent of banks have even one 

strategy in their strategic plan.

Of course, most bank executives reading 

this will think they are the exceptions. Try 

this test: pull out one of your plans from 

the last decade and see of it contains any 

of these “non-strategy strategies”:

  •  Hire more commercial lenders.

  •  Create a sales culture

  •  Open a new branch

  •   Create a more efficient loan-
processing system

  •  Update our mobile app

  •  Increase our social media reach

These are, in fact, some nice “to 

do” items. They are not, however, the 

innovative strategies that will ensure that 

you are one of 2,000 banks that experts 

predict will still be in business in 2022. 

Many of the brightest futurists predict 

that the banking industry is ripe for 

massive disruption. Unless you massively 

  

 

 

 

 

 

 

disrupt yourself, your bank has a strong 

likelihood to be part of the carnage. 

3  
Lack of Simplicity and

 Intentional Congruence

“Any intelligent fool can make things 

bigger and more complex. It takes a touch 

of genius—and a lot of courage—to move  

in the opposite direction.”

                         ~ Albert Einstein

Most plans that have the typical SWOT 

analysis, vision, mission, values and a list 

of “strategies,” all of which sound good. 

However, the point of a strategic plan is to 

make sure that every component of that 

plan is aligned to every other part.

Sound easy? It is probably one of the 

hardest activities your executive team will 

ever do. But it is also potentially one of 

the highest ROI activities.

Every year, I take a group of bank 

executive teams from different high-

performing banks through a process 

where every element of their “completed” 

strategic plans goes on trial for its life. By 

the end, every element of almost every 

plan is massively “tweaked.” 

Essentially, they walk 

out after two days with 

a completely different 

plan, after realizing 

that their initial plan 

lacked alignment, 

strategic focus, and the 

necessary innovation.  

The game is to make sure that every 

initiative, every leading indicator, every KPI 

are the MOST important and are all aligned 

with each other.

The ability to simplify requires 

rejecting the unnecessary so that the 

necessary can triumph. 

“Building a visionary company requires one 

percent vision and 99 percent alignment.”

     ~  Jim Collins and Jerry Porras,  
Built to Last

4  
Ineffective Strategic  
Planning

One of the biggest mistakes bankers 

make is to be still doing “old school” 

strategic planning—creating a plan for a 

year, or even worse, two.

Have you ever seen a high-performing 

bank that does its strategic planning every 

two years? Likely not, since they don’t 

exist. The entire notion is ridiculous, 

yet many continue to use this archaic 

thinking, hoping for better results. 

If banks would invest as much time in 

their strategy cascade as they do in their 

budgeting process, most would perform 

much better. In fact, some banks act as if 

their budgeting actually creates results. 

But it is strategy that drives results 

transformations—not budgeting.

A bank CEO recently 

shared with me that 

every year for the last 10, 

one of the “strategies” 

in their strategic plan 

was to “create a sales 

culture.” Clearly, that 

didn’t work—in fact it 

couldn’t work. 

Creating a one-year strategic plan isn’t 

enough, however. An extreme process of 

quarterly planning and alignment is where 

STRATEGIC PLANNING 
continued from page 4

   

Any intelligent fool can make things bigger and more 
complex. It takes a touch of genius—and a lot of courage—
to move in the opposite direction.        

~ Albert Einstein



   

An organization’s ability to learn, and translate that 
learning into action rapidly, is the ultimate competitive 
advantage.                                         

~ Jack Welch

 the magic happens. Those quarterly plans 

must align with the yearly plan, but they 

are imperative if you really want to be a 

top 10-percent performing bank. 

High-performing organizations 

understand the need to prioritize 

strategies and create “sprint systems” 

that have the ability to transform a system 

within their bank in a way that quickly 

and sustainably moves needles. 

With the wrong processes, these 

well-intentioned concepts remain 

unimplemented and team members start 

to “slow walk” any attempts at change 

because they don’t believe that the 

leadership is serious.

5  Lack of People and 
Systems Implementation

“We tend to think that, in a traditional 

organization, people are producing results 

because management wants results, but 

the essence of a high-quality organization 

is people producing results because they 

want the results. It’s puzzling we find that 

hard to understand, that if people are really 

enjoying, they’ll innovate, they’ll take 

risks, they’ll have trust with one another 

because they are really committed to what 

they’re doing and it’s fun.” 

           ~ Peter Senge

And now comes the sweat. Without 

extreme implementation, strategic 

planning is futile. 

Growing up on a dairy farm, work days 

were long and hard. When it was time to 

make hay, the cows still had to be milked, 

so long hours between and after milking 

were spent raking, bailing, and putting 

hay in the barn. The rules were clear—

when the sun shined, we made hay. There 

was no pleading, negotiating, or ignoring 

the dictate from my dad—it was time 

for unrelenting work and enjoying the 

great pride and satisfaction of having 

the hay in the barn before falling into an 

exhausted sleep. 

Organizations need to be clear 

that while the other work is being 

done—the work that keeps the needles 

moving (daily milking of the cows)—

infrastructure must also be laid to create 

the next performance breakthrough 

(harvesting hay to feed the cows). 

There can be no pleading, negotiating 

or ignoring the dictate—it is time for 

massive implementation. 

Most strategic planning leaves the 

team with a long list of implementations 

and much hope that is soon crushed 

by the reality of execution mishaps.  A 

good plan without a solid process for 

implementation can actually demoralize 

the team.
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There is a whole new game 
of strategic planning that 
the best performing banks 

are mastering to pull ahead of 
their peers. Without learning that 
new game, every other attempt at 
execution will fail to yield better 
performance. If you’re about to get 
started with your plan for next year, 
let me help you: Invest one hour in 
watching our 

“How the Best Banks in America 
Master Strategy” executive video 
series: ifeb.co/best-banks-strategy

How to 
Develop Your 

Strategic Plan AND 
Build an Iron-Clad System of 
Accountability to Accomplish 
Your Plan this Year—  

       Guaranteed
•   Three ways that regulators will 

dissect your plan, and how to know 

now if your plan will measure up.

•   Why almost every bank misses  

the mark with its mission and 

vision statements.

•   How to “diagnose” your current 

plan and what to do to fix it to 

ensure completion of all plan 

elements next year.

•   What to do when your progress 

stalls. (Note: This little secret could 

be what saves you next year.)

•   A “blueprint” for an effective 

strategic plan.

For the first time we 
actually got every one of  
our planned goals done!”

“Historically, the leadership team would 

spend months—plus two days together 

in person—struggling over a 50+ page 

annual strategic plan. Once we finalized it, 

the board would approve it and everyone 

would put the doggone thing in a folder 

until the next strategic planning time the 

following summer. 

Today, it’s a one-pager. 
And we’re now a working, functioning 

leadership team that is very engaged in 

the strategic direction we are following. 

We know what to focus on.

~ B. Koopman, SVP, MetaBank
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the people in our organization are the 

difference makers, and we give them 

opportunities to get out and support the 

community as part of that team. Each 

person gets a couple of hours every week 

during the workday to do service in ways 

that are most meaningful to them.

Health is important to this generation, 

so we’ve kicked off a wellness plan.  

But affordability is also important, so  

part of our health plan is a low-cost  

gym membership.

Another piece was communication. 

Initially I had an issue with people having 

their cell phones out and texting during 

the workday. That was a no-no in the 

organization. But I’ve heard over the past 

two years that if you tell Millennials that 

the only time they can touch their cell 

phones is if they’re going to the restroom 

or taking a lunch break, either you’re not 

going to get them in the first place, or 

that’s where they’re going to spend their 

whole day. The important part is to trust 

that if they like what they do, they’re 

going to get the work done no matter 

what. So that policy has gone away. 

The people in our 

organization are the 

difference makers, 

and we give them 

opportunities to get 

out and support the 

community as part  

of that team.

They can text during the day. That was 

being open to something that was very 

important to their generation, that kind 

of instantaneous interaction, posting on 

Facebook or Twitter, or even connecting 

with somebody that they needed to hear 

information from. Those are some of the 

key things we’ve done. 

Roxanne Emmerich:   So many great 

ideas here, and more to come I’m sure. 

Thank you for talking with me today.

Patti Husic:   It’s been my pleasure.

INTERVIEW: PATTI HUSIC OF CENTRIC BANK 
continued from page 14

BUY, SELL or HOLD:  
Strategies for Success
The M&A Seminar  
for Community Banks 

Minneapolis
October 2-3, 2017
Hyatt Regency

Learn more and
REGISTER ONLINE

BUY, SELL or HOLD: Strategies for Success brings 
together leading experts on community bank merger 
and acquisition transactions. In addition, you’ll 
hear from experts in leadership, management and 
board governance. Plus, breakouts addressing Fed 
applications, estate planning, taxation and ERM. 

Don’t miss Roxanne Emmerich, who shares the secrets 
to boosting return on investment. In the context 
of M&A, Emmerich looks at myriad post-merger 
integration issues. 

Also, UMB economist KC Mathews, sought-after 
commentator on all matters economic, puts key 
indicators into perspective. BUY, SELL or HOLD: 
Strategies for Success is the M&A Seminar that everyone 
will be talking about; be a part of it and register today!www.theBHCA.org
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Are you tired of your 
mystery shopping company 

giving you reports,  
but no results?

Discover the 13 best practices of bank mystery shopping that drive  

bottom-line results:  Download the Bank Mystery Shopping Checklist  

at EmmerichFinancial.com/bankshop

“For a team that didn’t ever think about sales before  
a year and a half ago, that’s wonderful. We’ve hit a 6.7 
average for cross-sales for our whole team and have  
had individuals as high as 12!” 
 ~  S. Jones, President & CEO, Home State Bank

20162014

6.5

2.9

K. Knudsen 
President
Security Bank

20162010

5.16

1.1

M. Schoepner 
CEO
Landmark National 
Bank

20162007

8.0

2.5

C. Hoffman 
President and CEO
Richwood Bank

Increase in cross-sales Increase in cross-salesIncrease in cross-sales

When our clients were asked how 
likely they are to refer us, they gave 
us a 9.7 out of 10 in 2016 and 2017.
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If the present value of parachute 

payments equals or exceeds an amount 

that is three times the executive’s  

average taxable compensation (Form  

W-2, Box 1 income) for the five  

completed calendar years preceding  

the change in control (the executive’s 

“Base Amount”), a 20% excise tax is 

imposed on the value that exceeds the 

Base Amount (the “excess parachute 

payments”) and the paying corporation 

loses its tax deduction for such amount. 

The 280G excise tax is in addition to 

ordinary federal and state income and 

related taxes (which can result in a 

maximum marginal tax rate of 70%  

or more). 

A benefit is contingent on or related  

to a change in control if it would not  

have been paid but for the change in 

control, or if it is enhanced, becomes 

vested or it receipt is accelerated as a 

result of the change in control. 

Accordingly, the following benefits  

have a parachute value under 280G: 

    Severance payments and other 

benefits (e.g., continued insurance 

coverage) under employment/ 

change in control agreements. 

   Accelerated vesting of equity awards.

    The accelerated vesting of any 

portion of the benefits payable  

under non-qualified deferred 

compensation plans (such as  

a SERP). 

    A benefit enhancement under  

any compensation plan or 

arrangement. Benefits that  

are vested without regard to a 

change in control, even if paid i 

n connection with a change in 

control, are generally not subject  

to 280G. Payments under tax-

qualified benefit plans are also  

not subject to Section 280G. 

Moreover, compensation paid for actual 

services rendered following a change 

in control are not parachute payments 

subject to Section 280G. The value 

attributed to an agreement to refrain from 

providing services following a change 

in control, such as an agreement not to 

compete, can also be exempt from 280G.  

Finally, changes to plans and other 

compensation arrangements implemented 

within one year of the consummation of 

a change in control are presumed to be 

contingent on and related to the change  

in control.

 

Although it was once common practice 

for companies to agree to indemnify 

(“gross up”) executives for golden 

parachute excise taxes, governance best 

practices have evolved and now golden 

parachute gross up agreements are rarely 

in place. Rather, executives are more likely 

to be subject to a 280G cut back 

 

provision in one or more of their executive 

compensation arrangements, which will 

stipulate that payments will be reduced 

to an amount just below the amount that 

triggers an excise tax under Section 280G.

Consequently, it is important for 

executives to have a thorough analysis 

conducted as to the impact of Section 

280G on executive compensation 

arrangements. A review of executive 

compensation arrangement in the context 

of a potential change in control is also 

important because many institutions have 

adopted their various forms of  

 

 

 

 

 

 

 

 

compensation agreements, programs,  

and plans on a piecemeal basis, over a 

long period of time and, using different 

advisors and drafters. This can result in a 

hodgepodge of documents that deal with 

the same general concepts and issues 

but which contain defined terms that are 

slightly (or materially) different, including  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

DELIVERING ON EXECUTIVE COMPENSATION 
continued from page 26

There are strategies that can be implemented to maximize 

the payments that can be made without triggering the 

golden parachute excise tax and a 280G cut back, and these 

are best devised before the merger process is initiated. 



Finally, a way to beat Net Interest Margin Compression…

Think Fighting Against 
Net Interest Margin Compression 

is a Lost Cause?

Claim this must-read book to discover:

✔ How to finally escape the rate-matching death spiral

✔ Why ALL previous approaches have failed

✔ The “BIG LIE” about low rates

✔  How to attack the root cause of Net Interest Margin compression

✔ Finally, get premium pricing on every product your offer

✔ 5 biggest marketing mistakes made by almost every bank that 
sabotage Net Interest Margin growth

✔ 7 deadly sales mistakes that crush your margin

✔ A one-step silver bullet used by top banks to snap “rate-shoppers”
out of their preoccupation with low rates

Qualifying Bank Executives, Request Your Free Copy of “THE NET INTEREST MARGIN SOLUTION”
CALL: 952-737-6730 or VISIT: NetInterestMarginSolution.com/EB

*Qualification Criteria: To qualify for this valuable FREE copy of “Net Interest Margin Solution,” you must be a senior vice president or higher in a community bank with assets 
of $150 million or more. If you meet these criteria, don’t wait…Get your copy today.

“We increased our ROA and boosted Net Interest Margin by over  
100 basis points each, in less than 18 months. The culture change 
has transformed our bank. Our CFO now thinks the sky is the limit.” 

– K. Beckemeyer | President and CEO, Legence Bank

If you’re like most banks, you’ve tried every consultant, strategy 
and trick under the sun to fight the downward spiral of Net 
Interest Margin compression and matching low-ball rates from 
desperate competitors. But nothing’s worked….until now! 

Finally, Great News…We’ve cracked the code and have helped 
dozens and dozens of banks around the country consistently and 
predictably get premium pricing without taking on additional risk!

Frankly, for years, you’ve been right…But…We Cracked the Code!

A No-Fail System  
for Hiring Only  
“Star Players” 
...for Every Position in Your Bank

The truth is personality testing has 
an extrememly low correlation to job 
performance. A better predictor of 
performance is emotional intelligence 
(sometimes called critical thinking). 
“But, how do you measure emotional 
intelligence,” you ask?

Research proves that 
over 70% of the abilities 
deemed essential for 
effective performance 
are emotional 
competencies– 
NOT personality.

ZERORISK can determine work preferences 
including:
•   Does he have the ability to follow rules and 

procedures, or will he rebel against them?
•   Can she handle rejection or criticism?
•   What’s his work ethic?
•   Do I have to micromanage her?
•   Does he have the people skills necessary 

to build strong customer relationships?
•   Can she function in a team environment?

•   Does he have the ability to close sales?

“Since using ZERORISK Hiring 
System our turnover rate has 
dropped from 40% to below  
2% in the past 19 month.”

-  S. Pajak, Vice President,  
St. Charles Bank & Trust

Take a FREE trial by visiting: 
EmmerichFinancial.com/ZERORISKHR 

or call 952.737.6730

Qualification Criteria: To quality for this valuable FREE 
Trial of ZERORISK, you must be a senior vice president 
or higher in a community bank with assets of $150 
million or more. If you meet these criteria, don’t wait, 
start your test-drive today!

70%

definitions of concepts like “change in 

control,” “cause,” or “termination for 

good reason.”

A merger transaction 

can be a vehicle for 

enhancing an institution’s 

ability to better serve 

its communities while 

delivering value to 

shareholders. 

For example, if income can be 

accelerated into the calendar year 

preceding a change in control, the Safe 

Harbor limit can be increased. However, 

Section 409A, which applies to all 

non-qualified deferred compensation 

arrangements (which for purposes of 

409A may include employment and 

change in control agreements), severely 

limits the ability of executives to alter  

the elections previously made as to 

the timing and form of payment under 

deferred compensation arrangements. 

Moreover, under Section 409A, 

payments to specified employees of a 

public company cannot be made until 

six months following a “separation of 

service.” If employment is to continue but 

payments are expected under employment 

agreements or deferred compensation 

plans, this can be very complicated. 

There are also means, compliant with 

409A, pursuant to which plans may be 

terminated and paid out regardless of 

prior elections as to the form and timing 

of payments, but careful planning and 

drafting is required. A violation of 409A 

can result in the premature realization 

of taxable income and the imposition 

of an additional 20% penalty tax on the 

disqualifying deferred compensation 

payable to the executive! 

A merger transaction can be a vehicle 

for enhancing an institution’s ability 

to better serve its communities while 

delivering value to shareholders. Given 

consolidation trends in the industry, it 

is likely that many managements and 

boards will consider whether a merger 

transaction is a viable alternative for their 

institution. Now is the time to ensure that 

the executive compensation plans that 

have been put in place operate as intended 

in a merger.
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Introducing...

Finally...a TV show just for  

ambitious community bank executives and directors 

to explore what the Best Banks in AmericaTM are doing now…

The Institute for Extraordinary Banking™ is the home of the Banky™ award and publisher of Extraordinary Banker® magazine

STEP 3  
Orient your sales system to encourage 
customers to explain what benefits your 
USPs would provide for them.

 When this happens, the customers are 

telling YOU why they can’t live without 

you. And nobody ever argues with their 

own logic. 

STEP 4  
Ask the deeper “needs questions” that  
get to your potential customers’ emotions, 
as well as powerful questions about what 
matters in the relationship.

 When a customer says things like  

“I can’t believe I just told you that” then 

you know that you’ve earned the “trusted 

advisor” spot in their brain and heart.

(To really understand how to ask these 

kinds of questions, watch my video series 

on ethical cross-sales mastery with your 

execs, especially your Head of Retail:  

ifeb.co/grow-cross-sales).

STEP 5  
Once you can see that they’ve already 
decided they can’t live without you, offer  
a holistic set of recommendations all at 
once, explaining how each fits into what 
they told you mattered most during your 
needs assessment. 

It’s simple. First, build confidence that 

you are the best answer. Second, match 

your USPs to the specific prospect so that 

they feel that you get them. Third, get the 

client telling you the cost of not doing 

business with you. 

Fourth, get beyond the logical brain to 

the emotional brain so that you have a 

powerful, authentic relationship. Finally, 

explain how your recommendations solve 

the issues they identified.  

 

   This professional sales approach sounds 

like wisdom, not sales. The prospect will 

applaud your character, trustworthiness, 

and brilliance, instead of backing away 

from a slick sales pitch. You can become 

the revered choice in your market for  

elite customers for whom pricing is a 

small concern relative to the massive 

value you are bringing. 

TRUSTED ADVISOR MASTERY 
continued from page 25

Get the client 

telling you  

the cost of  

not doing 

business  

with you. 



Introducing...

Directors and Executives… 
Get your EXCLUSIVE VIP access 

to Season 1 today at  

ExtraordinaryBanker.tv/tv-vip

Finally...a TV show just for  

ambitious community bank executives and directors 

to explore what the Best Banks in AmericaTM are doing now…

The Institute for Extraordinary Banking™ is the home of the Banky™ award and publisher of Extraordinary Banker® magazine

Go watch these Season 1 episodes — live now at

ExtraordinaryBanker.tv/tv-vip

EPISODE  6   |   New Thinking: Advancing Your Bank by 
Adopting New Technologies 
Bill Rosacker, President & CEO, United Bankers Bank

EPISODE  7   |   Team from Heaven: How to Build an 
Extraordinary Culture 
Michael E. Scheopner, CEO & President,  Landmark National Bank

EPISODE  8   |   NIM Secrets: No-Fail Strategies to Address 
Net Interest Margin Compression 
David Gohn, Chairman & CEO, West Plains Bank and Trust

EPISODE  9   |   Fast-Growth Strategies: How to Develop a 
Results-Rule Culture for Exponential Growth 
Betsy Flynn, CEO & President, Community Financial Services Bank
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I N T R O D U C I N G 
THE BEST BANKS IN AMERICA™  

SUPER CONFERENCE
The only conference where CEOs of the nation’s elite community banks share 

what’s working right now to beat net interest margin compression, 

get high-quality loans at premium pricing, double cross-sales, and make 

your next acquisition immediately profitable.

We’ve gathered a group of ambitious, elite CEOs from top 5% 
performing banks. Many presenters and panelists are 
on the 2016 SNL Top 100 list. They’ve agreed to share their 

secrets of their success…  

“ I’ve attended 24 years of    

high-performance networks and 

affiliations. They all have magic 

formulas and calculations to tell 

me how much more money I can 

bring to margins and profit. The 

missing ingredient was “how.” We 

finally found an integrated system 

of both numbers and understanding 

with Roxanne Emmerich’s system. 

We have a real program that has 

translated to high energy and 

commitment for every single 

employee. It works!” 

    R.L. HARMON JR.  
Chairman and CEO,  
Bank of Tennessee

REGISTER NOW! 
ONLY 17 SEATS LEFT
 

September 11-13, in  

beautiful Minneapolis, Minnesota

Register today at  

BestBanksinAmerica.com  
or call 952-737-6700.


