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UBB Welcomes New
Ohio and Michigan
Customers
The merger of United Bankers’ Bank and Great Lakes
Bankers Bank was officially completed on July 22, 2016,
providing Ohio and Michigan customers with continued
support from a team of people they already know and that
are dedicated to their success.

In an effort to personally answer any questions regarding
the merger and to meet as many customers as possible,
UBB held five regional welcome meetings throughout the
state of Ohio, from August 22nd thru the 26th, in the cities
of Columbus, Dayton, Findlay, Akron and Athens. These
meetings provided UBB with a prime opportunity to
introduce its executive and senior management team
of Bill Rosacker, President & CEO, Anne Hofstede,
Chief Operations Officer; Mary Williams, Senior Vice
President, Operations Manager; Kevin Bostrom, Chief
Credit Officer; Ben Eskierka, Chief Investment Officer;
and John Peterson, Chief Marketing Officer, in addition
to members of its Ohio calling team Bob McGovern, Vice
President, Correspondent Banking Officer; Chris Knight,
Vice President, Correspondent Banking Officer; Elizabeth
Woodruff, Vice President, Operations; and Scott Burke,
Vice President, Lending to its Ohio customers.
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A Note from the President

At United Bankers’ Bank, we’ve always viewed
correspondent banking as a face-to-face
business, one that is built on an unwavering
commitment to the success of our shareholders
and customers. While the latest in technology
and online communication are essential to
community banking success today, we feel
nothing will ever replace solid relationships built
on face-to-face discussion and a firm handshake.
This is the reason why our regional Correspondent Banking Officers
make over 2,000 personal visits to community banks throughout our
14 state territories every year, why we sponsored and attended over 66
state banking association and industry meetings, conferences and annual
conventions in 2016 and why we personally hosted 9 regional meetings,
2 shareholder and standard bearer events and our annual asset liability
management conference. We value each and every one of these
opportunities to connect with community bankers because they provide
our team the privilege to learn first-hand the challenges they are facing,
as well as what is important to them and ultimately identify ways we
can provide assistance. We applied this same hands on approach in
August when we hosted 5 regional welcome meetings throughout the
state of Ohio, and invited our new customers from the Buckeye State to
attend and learn more about who UBB is. These meetings are the topic
of this issue’s cover story.
Also included in this edition of the Independent, Matt Becker, Senior
Vice President, Consulting Services Manager provides an overview of
bank valuation trends that have occurred since the financial crisis in
2008 and what current patterns he’s seeing as it relates to current bank
prices and the level of acquisitions.
Take a minute to get to know Chris Knight, Vice President,
Correspondent Banking Officer in our Employee Spotlight, and meet
the “Bankerpreneurs” of Lewis & Clark Bank in Oregon City, OR, and
learn how they are “Keeping the Community in Community Banking.”
Lastly, with the holiday season right around the corner, UBB Card
Services provides some compelling reasons why community banks
should be offering prepaid and gift cards to their customers during this
profitable time of year and reminds you that there is still time to get a
program implemented at your bank before the holidays.
All of us here are UBB are appreciative of the support and trust you have
invested in us. We have a lot to be thankful for this holiday season and
know that it wouldn’t be possible without our great customers and
shareholders. Thank you for your business and as always, UBB is First
for Your Success.
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In addition to the UBB introductions, a
brief overview of products and services
was provided along with a highlight of the
new opportunities now available to Ohio
banks as a result of the merger, such
as Investment sales, USource, UBB’s
Human Resources Consultation
service, and its bank valuation
division, BankValue. The welcome
meetings provided attendees with
an overview of the merger
transition process while
addressing customer questions and
concerns. A catered lunch wrapped up the sessions
providing an opportunity for attendees to interact with
UBB staff and network with fellow bankers. “The Ohio
meetings and upcoming Michigan meetings in
November, not only provide us a great opportunity to
meet shareholders and customers face to face, but also
to listen to what is important to them and how we can
best serve them.” commented Bill Rosacker.

The meetings were well attended
with 125 bankers, representing
66 Ohio banks. “We were really
encouraged by the large turnout for
the Ohio meetings. These events
provided us with a great opportunity
to network with our new customers
and get a true understanding of their
needs, as well as what is important to
them and how United Bankers’ Bank
can support them to be successful,“ said
John Peterson, “We are looking forward
to the same networking opportunities and
interactions at the Michigan meetings in
November.”
To date, the process of transitioning GLBB customers
over to UBB has gone very smoothly and efficiently.
For a list of frequently asked questions regarding the
merger and to download the merger welcome kit,
please visit ubb.com/glbb.

The UBB Michigan and Ohio Calling Team

Bob McGovern
bob.mcgovern@ubb.com

2 | I n d e p e n d e n t | www.ubb.com

Chris Knight
chris.knight@ubb.com

Scott Burke
scott.burke@ubb.com

Elizabeth Woodruff
elizabeth.woodruff@ubb.com

Pat Burnette
pat.burnette@ubb.com

BankValue
Valuation Trends – A Mixed Picture
In the BankValue division of United Bankers’ Bank, our
job requires us to track community bank valuations
across the region. One of the pieces of a robust bank
valuation is the “Market Approach”, which relies on
Price/Earnings, Price/Equity, and other valuation
multiples derived from whole bank transactions.
Those multiples are always changing and can move
significantly in response to shocks that impact the
industry.
If we look at the trend in the average Price to Tangible
Book Value resulting
from mergers and
acquisitions across
the country and in
the UBB Region1, we
see that the trend
over the last several
years has generally
been gradual
improvement from
the low point
reached in the years
immediately
following the 2008
financial crisis.
Valuation levels in the UBB Region have generally
tracked the broader national averages closely, with
some years seeing higher averages in the UBB Region,
and some years slightly lower averages. The most
noteworthy information contained in the graph, is that
valuation levels remain far below the high point reached
in 2007. When healthy, profitable community banks
routinely commanded prices that equated to 2 times
tangible book value or higher. Three times tangible book
value was not unheard of for particularly attractive banks
in metropolitan areas. Now, eight years down the road
from the financial crisis, average price to tangible book
value multiples seem to have stagnated in the 1.30 –
1.45 range.

One thing to keep in mind when looking at average
pricing multiples is that they often don’t tell the whole
story. While the publicly available numbers are certainly
meaningful in that they do reflect prices paid in actual
transactions, the details of those transactions can
contain provisions that, when considered and adjusted
for, might make the actual price paid in the transaction
higher or lower than the stated price. Also, in some
states, a large percentage of the transaction prices are
never released to the public. For example, since the
middle of 2015, there have been 12 transactions
reported in
Minnesota, and in
only one of those
was the price
released. The other
thing to keep in
mind is that the
averages hide a
relatively wide range
of multiples.
Excluding
transactions with
Price to Tangible
Book Value
multiples less than
1.00, since mid-2015 in the UBB Region, the Price to
Tangible Book Values ranged from 1.00x – 2.29x.
While average values appear to be stagnating, there are
transactions occurring at relatively high multiples, and
we would expect this to continue as long as there are
aggressive buyers willing to pay premiums for
institutions that have the characteristics they desire
(asset quality, growth, profitability, stable and cheap
deposits, key people).

1

IA, ID, IL, MN, MI, MT, NE, ND, OH, OR, SD, WA, WY

For more information on BankValue Advisory Services,
contact Matt Becker, Senior Vice President, Consulting Services
Manager, at 952-886-9526 or matt.becker@ubb.com.
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United Bankers' Bank
Call Report (unaudited)
9/30/2016
Balance Sheet (000’s)

Chris Knight
Correspondent Banking Officer, Vice President

Assets:

248-533-8071 Chris.Knight@ubb.com

Cash and Due from Banks $ 102,849
Investments

$ 199,205

Family Members: Wife of 33 years, Ann and 27 year old son Kyle.

Fed Funds Sold & Securities
Purchased Under Agreement
to Resell
$ 78,967

Pets: We babysit our son’s dog Ziggy who is a 2 year old boxer. Somehow we
ended up with his 6 year old cat Buddy, who he brought home from college.

Loans

Played most on iPod: I like most kinds of music but I listen to country more than
anything else, Zac Brown Band or Eric Church.

Outstanding

$ 521,727

Loss Reserve

$

(7,357)

Other Assets

$ 28,059

TOTAL ASSETS

$ 923,450

Liabilities and Capital:

Interests: Golf, swimming, landscaping.
If I could live anywhere in the world, I would live: Someplace warm with plenty
of golf opportunities, probably Arizona.
If I could have one super power (besides flying) it would be: At first, I thought
about mind reading, but I’m not sure I would always want to know what everyone
was thinking. So, I’ll go with being a genie and being able to grant wishes. I could
change a lot of things in this world.

Deposits

$ 739,583

Fed Funds Purchased

$ 55,608

Other Liabilities

$ 36,482

Equity Capital

$ 91,777

If I was not working in banking I would be: An architect or landscape designer.

TOTAL LIABILITIES
& CAPITAL

$ 923,450

I started working at UBB in: I just started at UBB in July of this year through the
merger with GLBB. I started working at GLBB in 2009.

INCOME STATEMENT (YTD)
Interest Income

$ 17,626

Interest Expense

$

Net Interest Income

2,212

Many people don’t know that I: Grew up in a large family with 8 siblings, like the
Brady Bunch. After all, Christopher Knight did play Peter Brady on TV.

My favorite part of working in banking is: Being a CBO for 30 years I’ve traveled
to a lot of small towns, I’ve seen a lot of this beautiful countryside and made a lot
of great friends that I wouldn’t have otherwise had the opportunity to do.
The best advice I ever got was: It’s never the wrong time to do the right thing.

$ 15,414

Loss Provision

$

Net Interest Income

$ 15,414

–

(After Provision)
Other Income

$ 11,548

Total Income

$ 26,962

Operating Expenses

$ 21,541

Securities Gains (Losses)

$

–

Net Income Before Taxes

$

5,421

Tax

$

1,997

NET INCOME

$

3,424
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Ann & Chris at a Jimmy Buffet
concert.

Ann, Chris & Kyle during their summer
family vacation.

Webinar
Thursday, December 1st at 10:00 CST –
Engaging a Multi-Generational Workforce
including Millennials
Do any of your managers have the following view of
Millennials?
• They have a false sense of entitlement and overinflated
sense of their skills and abilities.
• They have unrealistically high expectations for career
advancement.
• They have no organizational loyalty.
• They are lazy; lacking morals, ethics, and emotional
intelligence.
• They have a general aversion towards hard work or paying
their dues.
These negative stereotypes may be impeding your bank from
attracting and retaining Millennials. The reality is that your bank
needs Millennials and many of these negative stereotypes
about them are simply myths.

Managers complain about the challenges of managing
Millennials, yet research shows that Millennials differ little from
previous generations at the same age. Older generations have
always lamented the differences in the youngest generation.
As an example, most Millennials grew up within an education
system that encouraged critical thinking and with parents that
encouraged them to ask questions. As a result, they need their
tasks to appeal to their logic or they will not fully engage with
their work. “Because I said so”, is probably not the best line to
use with Millennials. They want to know how their job
contributes to the bottom line and to the big picture.
Millennials are driven by the same factors as other generations;
the key is to leverage these similarities to develop an
engagement plan which will motivate a multi-generational
workforce, including the Millennials.
Ask your managers to join you for our USource webinar
developed to assist your managers to effectively lead a multigenerational workforce, including the Millennials, on Thursday,
December 1st at 10:00 CST.

Webinars!
USource Webinars - begin at 10:00 a.m., CST and typically last
about 45 minutes. USource webinars are FREE for USource
members and only $85 for non-members. To register, visit
www.ubb.com and click on the News & Events button.

2016 USource Compensation and Benefits Survey
The 2016 USource Compensation and Benefits Survey can
assist you as you make some of those difficult end-of-the-year
decisions regarding compensation, bonuses and benefit
renewals. It can also be helpful in deciding whether to increase
the pay for a currently exempt employee to meet the new
salary threshold in order to retain the employee’s exempt
status beyond December 1st by comparing to what other
banks are paying individuals in similar positions.
Compensation is broken down by metro/non-metro areas,
bank asset size, and overall.
Go to UBB.com/News to download an order form.

If you have questions or would like more information about the
USource Human Resource Management program, please
email us at usource@ubb.com or call us at 866-394-1984.
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Keeping the Community in Community Banking
Lewis & Clark Bank • Oregon City, OR
Take a short 15-mile drive south of Portland
and you’ll find the vibrant and historic city of
Oregon City. Known as the official End of the
Oregon Trail and the home of the Willamette
Falls, this city of 35,000 is also the
headquarters of the Bankerpreneurs®
of Lewis & Clark Bank.
Bankerpreneur®, is the title coined by the
Lewis & Clark Bank staff to demonstrate its
commitment to small business customers
from an entrepreneurial perspective. By
taking this approach, they’ve been able to
develop a culture within their bank that
encourages employees to take ownership
in their job and strive for one specific goal,
helping meet the needs of their clients.

Lewis & Clark Bank Team

Founded in 2006 with a focus on
commercial banking, Lewis & Clark has
been serving the banking needs of business
customers from all types of industries,
ranging from marketing and technology to
metal & salvage. Though the industries of the
bank’s customers vary, one thing they have
in common is they have an entrepreneurial
mindset and were looking for a banking
partner to help them achieve their goals.
To learn more about how Lewis & Clark Bank
is keeping the community in community
banking, we visited with Jennifer Nino,
Chief Financial Officer and Trey Maust,
Co-President/CEO and compiled the
following Q&A.
What is your community most known for?
Oregon City is the End of the Oregon Trail and
the first capital of the Oregon Territory, rivaling
Portland in size and prominence during that
time.
How is your bank involved
in the community?
The bank and its employees focus on causes
close to their hearts and contribute through
donations, sponsorships and volunteer hours.
One program we have implemented at the
bank is a “jeans day”, where on the last Friday
of each month, the staff collects $5 from each
employee along with a matching donation
from the bank that is then donated to a local
nonprofit that distributes food to homeless
high school students.
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New Lewis & Clark Headquarters

Bank Name:
Lewis &
Clark Bank
Bank Charter Location:
Oregon City, OR
Bank Representative:
Trey Maust, Co-President/CEO
Asset Size: $170MM
Number of Locations: 2 Offices and 2 Loan Production Offices
Number of Employees: 27
Year Bank was Incorporated: 2006
City Population: 35,000

Do you have any goals or programs in place to encourage bank
employees to be active in the community?
All employees are encouraged to be active in the community.
In addition, Lewis & Clark Bank provides one paid day each year to
each of its employees to volunteer at an organization of their choice.
What makes community involvement important to you and your
bank?
Lewis & Clark Bank believes community is truly realized through the
passions and commitments of its employees and in their close
proximity to the specific need. Employees' interactions, involvement,
commitments and charitable contributions cause close association,
or community. Our community partnerships are driven in large part
by the passions found in the service of our employees.
What do you like best about your community?
Oregon City and the larger Portland metropolitan area is a beautiful
place to live, surrounded by many lakes, rivers, and mountains.
What do you like best about being a community banker
at Lewis & Clark Bank?
Lewis & Clark Bank has a culture that supports teamwork,
collaboration, and growth. Everyone works together to bring a “wow”
experience to our clients by continually looking for opportunities to go
above and beyond what is expected.

Take Advantage of Seasonal Opportunities
with Gift Cards from UBB
The holiday and travel season is the peak time for pre-paid gift card purchases and transaction activity.
Your customers see value in prepaid cards and will not only buy them, but will need them during the holiday season.
Put your bank in a position to take advantage of this profitable seasonal opportunity!

Gift cards are popular with givers and receivers
• A 2014 survey by Mercator Advisory Group found that
56 percent of U.S. adults had bought some kind of
prepaid card in the previous year, up from 53 percent
in 2013 and 47 percent in 2012.1
• The number of payments made with prepaid cards
rose 18.5 percent per year between 2006 and 2012 -the fastest growth rate of all types of payments in that
timeframe.2
• Gift cards are among the top gift choices for both
givers and receivers. When asked in April 2015, nearly
half of all consumers said they had used a gift card in
the previous year.3
• The increase in gift card acceptance is driven primarily
by adoption among consumers with bank accounts,
many of whom purchased their prepaid cards at a
bank or credit union.
Why consumers purchase gift or pre-paid cards
• Gift cards were the most requested holiday gift item in
2015 for the ninth year in a row, according to the
National Retail Federation's Holiday Consumer
Spending Survey. Approximately 58.8 percent of
consumers said they would like to receive a gift card
during the holiday season.4

• Other reasons cited for prepaid card use—
controlling spending, avoiding credit card debt,
controlling overdraft and check cashing fees, and
allowing the cardholder to make online
purchases.5
Why your community bank should consider
offering a gift card program
• Many bank customers see pre-paid products as
financial tools that complement their traditional
bank accounts
• These cards help customers manage budgets
and safeguard accounts from data breaches and
online fraud
•Your bank can build relationships with millennials
by providing them with the services they want
and need
• Generate noninterest fee income for your bank
• Another tool in your customers’ hands with your
bank brand on it
It’s easy to get started. Contact UBB Card Services
today to ensure your program is up and running by
the holidays.

1. Mercator Advisory Group; 2. Federal Reserve Payments Study 2013; 3. Black Hawk Network; 4. National Retail Federation;
5. Pew Charitable Trust 2015

Betsy Troyer, VP Bank Cards & Payments Management • betsy.troyer@ubb.com • 952-885-9457 • 800-752-8140
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Independent
United Bankers’ Bank
Suite 1500
1650 West 82nd Street
Bloomington, MN 55431-1467
If you have questions about our
products and services, please
call us at 1-800-752-8140.
www.ubb.com • Member FDIC

Affordable HR Solutions Designed Exclusively
for Community Banks
Services Available to USource Members:
•
•
•
•

Toll-Free HR Hotline
Employee Handbook Development
Access to Educational Webinars and Forums
Management Coaching and
Affirmative Action Plan Development*
*Additional cost, not included in USource Membership

All of these services and more for one
affordable monthly fee
Become a USource
Member Today!

Mary Deziel
mary.deziel@ubb.com
Karen Von Guten
karen.vonguten@ubb.com

Contact the USource HR experts today!
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866-394-1984 • usource@ubb.com

Member FDIC

