


Roxanne Emmerich 
Editor

On May 25th, 1961, President John F. Kennedy proclaimed that we— 
the people of the United States of America, were going to send a man to  
the moon by the end of that decade.

It was, in a single statement, the foundation of the ultimate strategic plan.

He gave us the goal, but no one had a clue about the strategies to get there. 
Right now, as you’re preparing for strategic planning for 2017, I want you to 
think about your bank and your current plan.

The plans I see (and I’ve seen thousands) fall into three categories…

#1 – The Dust Collectors. Yes some banks trot out the binder, head off-site, brush the dust off the top  
and call it good for another year. No need for a new plan, last year’s didn’t get implemented. Everybody was  
too busy being busy…

#2 – The Ho-Hum. These are plans created by good banks that actually accomplish much of what they set 
out to accomplish…but they aren’t really stretching. They aren’t, as President Kennedy challenged us to do, 
shooting for the moon. Maybe just the next hill over there.

#3 – The “WOW, I Can’t Believe We Did That!” Plans. I get the privilege to work with these banks every day. 
In this issue, you’ll hear from one of them—Michael Scheopner, CEO of Landmark National Bank in Kansas. 
As you’ll hear in his words, they used to be a good bank, with a good-enough plan every year. One that they did 
a good job of executing on. But now…they’re at the “I can’t believe we did that…how much more can we do 
next year?” level. 

It’s fun to watch, and you’ll want to read Michael’s article right away.

One final note…in a little more than a month, I’ll be hosting the most innovative banks in America at the  
first-ever Community Banking Super Conference™ and the 2016 Extraordinary Banking™ Awards.  
We have a RECORD NUMBER OF BANKS receiving awards this year, and, while I’m not involved in the 
judging, I can tell you the applications are strong.

Good luck to all who are competing. See you in Chicago!
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C O V E R

Your people punch in at 8am. 
They work hard. They answer 
phones. They respond to 

customers by name. They show they 
care. They punch out. 

Then they do it again the next day.

The problem is this: You have no idea who 
they’re talking to, whether they are getting 
extreme premium pricing without taking 
more risks, or what they’re doing that ties 
to the strategic plan.

And they have no idea that your Top 100 
customers at most community banks 
account for OVER 100 percent of the 
profits of each bank because the 20,000–
50,000 others actually ROB you of profits. 

Nor do they know how that information 
would shape their daily behaviors and 
goals if they DID know it. 

Despite all this, they will all tell you what 

rock stars they are. (For proof, see article 
on page 10 that shows 97 percent believing 
they perform in the top 10 percent.) 

But if EVERYBODY on your team is 
such a rock star, why isn’t ROA over 2.25, 
efficiency ratio below 50, organic growth 
over 18 percent, and NIM over 5?

Because they’re simply doing the wrong 
things—majoring in the minors. Even if 
they’re doing most of those things well, it 
doesn’t matter. 

Are they evil? Conspiring against you?

Not likely. 

They simply have absolutely no idea  
what to do differently. Nor do they 
understand what really creates profit 
sustainably for a bank. 

Don’t believe me? Ask five employees how 
they’re doing. Besides saying “fine,” you’ll 
likely hear two responses: “Busy!” and 
“Crazy Busy!”

That would be great if “crazy busy” 
was the top strategy endorsed by your 
stockholders to grow profits. 

So, how do you keep this train—currently 
on the wrong tracks—from crashing 
under the pressure of fintech, credit 

The meek M AY inherit the earth…but most of us need to hustle 
to get more quality customers and better profits.

 — continued on page 24
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Claim Your STRATEGIC PLANNING ACCOUNTABILITY TOOLKIT:
It includes a STRATEGIC PLANNING BLUEPRINT (Audio Program)—Have your entire executive 

team download and listen to this before you schedule strategic planning for this year.

Visit: StrategicPlanningForBanks.com/blueprint

One of two things is true regarding 
most banks...You either know 
strategic planning is important but 
you are frustrated that it doesn’t get 
implemented as well as it could OR 
you don’t even see the point of doing 
it...except to appease regulators and 
the board. 

The problem with strategic planning 
is that bankers are ‘hunting game 
with no bullets in their rifles!’ 

There are 3 profit-crushing 
problems with the traditional way 
of strategic planning...

1 The strategies aren’t really 
strategies at all—just goals...
therefore the chance of them 
working is a long shot.

2 The plan has no visibility systems 
and zero accountability measures 
in place and therefore fail to 
align everyone and everything 
in the bank with the right daily, 
weekly, monthly and quarterly 
accountabilities.

3 It lacks “intentional 
congruence”—the key initiatives 
don’t tie to the BHAG, the 
quarterly key results don’t tie to 

the 3-year key results, and none 
of it ties to getting the top 100 
most profitable customers from 
the target markets matching the 
psychographics and firmographics 
of your next most-profitable 
customers—the secret formula to 
growing profits.                 

Introducing a Simple  
Yet Profound  

Strategic Plan Toolkit, 

for High-Performing Banks 
ONLY... Designed for Extreme 

Accelerated Profit Growth!

The STRATEGIC PLANNING 
ACCOUNTABILITY TOOLKIT: 

 » Delivers a step-by-step plan 
to create powerful strategies 
that work and set clear 
accountabilities that force 
implementation of your plan. 

 » Guides you to build a simple, 
useful and effective plan that 
produces peak performance 
among all team-members—
proven to double and triple 
profits—which is the real point of 
strategic planning. 

 » Pulls big, lofty goals off of  
the paper they’re written  
on and into an iron-clad  
system—easy-to-track visible 
daily, weekly, monthly, and 
quarterly actions by every person 
in every department.

 “For the first time we 
actually got every one of 
our planned goals done!”
“Historically, the leadership team 
would spend two months struggling 
to create a 50+ page annual 
strategic plan. It didn’t get done—
the next year we’d spend the two 
months again but essentially put the 
same plan into the same binder with 
a new cover page.

Today we use your one-page 
strategic plan system, get it done in 
two days and we actually get 100% 
of everything implemented. 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

“We’ve Uncovered the MISSING LINK” 
FINALLY...A Proven System that Fixes What
Keeps Most Banks’ Strategic Plans from 
Materializing into Achieved Goals and Increased Profits!

Research Discovery: A new study reveals that the top 100 customers  
of the average community bank account for 120% of the profits. 
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Roxanne: Tell us a little about Landmark 
National Bank.

Michael: Sure. Landmark is a bank based 
in Manhattan, Kansas. It's a publicly held 
company, so we’re owned by people in 
communities all across the state, and our 
executives and directors have a significant 
ownership interest as well. We’ve got 29 
locations in 23 cities all across Kansas with 
about $900 million in assets.

We're a very diversified banking 
organization with no specialized niche. 
We have customers in agribusiness, 
manufacturing, commercial, and retail. 
We've got a very strong mortgage banking 
operation and a strong digital banking 
platform for our retail customers. 

Roxanne: So what was life at Landmark 
National Bank like before?

Michael: We were like most other banks. 
We touted good customer service. But 
while our performance was solid each year, 
our overall growth wasn't at the level we 
wanted. Year after year we'd see an attrition 
or a loss in net retail deposit accounts. 

We'd meet some goals, but they weren't 
terribly lofty. We were accomplishing a 
lot of the things that we wanted to but we 
weren't really...extraordinary. 

Roxanne: I remember Pat back in the 
beginning saying he came in the first hour 
of our session and said, "These people are 
crazy! Let's get on a plane and go home!"

‘HE’S GOT TO BE KIDDING,”  
I THOUGHT…

Michael: That’s right! He came back from 
your seminar with that look on his face. 
He sat down at my desk to tell me about 
it, and I was shaking my head side to side, 
thinking, "He's got to be kidding me."

Roxanne: Ha!

Michael: Yes! Because we were already 
enjoying levels of success. We'd started 

our own initiatives to improve culture 
and service levels. We were seeing some 
progress…but it wasn't exponential progress. 
It was very methodical. So as he explained 
what he experienced at the session and what 
he thought it could mean to us...and you 
know the respect I have for Pat…

Roxanne: I certainly do.

Michael: So when he said, "I'm going to ask 
you to go to their next session before we 
commit," I said, "Well, okay." It wasn't so 
much an invitation as it was an order.

Roxanne: That happens a lot in our program.

IT TOOK ME WAY OUT OF MY 
COMFORT ZONE

Michael: And when I attended, I had the 
initial shock as the session started, because 
it took me outside my comfort zone. 

Roxanne Emmerich talks with Landmark National Bank CEO 
Michael Scheopner about the transformation his bank achieved.

 — continued on page 22

By Roxanne 
Emmerich

F E AT U R E



A Who’s Who of the best, most innovative Community Bankers 
from across the country will converge at the Extraordinary Banking™ Awards Ceremony 

in Chicago, Illinois on September 21st for the biggest celebration of community banking this year. 

You’ve heard of the Grammys, The Emmys and the Tonys… now community banks have the Bankys. 
THE most prestigious award in community banking… The one that will give you extreme di�erentiation to 
get premium pricing and A+ customers… One that customers will use recognize in their buying decisions.

“Everywhere we go, everyone asked us, ‘How’d you win that award?’ The first year we won it, we
grew more than we had in the previous 8 years combined.” —P. Steele | CEO, First Volunteer Bank

Two cars have already been given away to winning banks. Two schools have been built in Africa. And THIS year, the 
awards are even bigger! There are lots of forces aligned against community banking… THIS is the place we come 
together to defend the future of community banking in a world where big banks, brokerages and credit unions all 
have unjust political advantages WE don’t have. With all that’s stacked against us, there are community banks winning, 
and winning big… despite the forces massed against us. But community banking doesn’t survive if just a few excel. 
YOU, and your bank, must be winning big too. In the immortal words of Benjamin Franklin, “Gentlemen, we shall hang 
together today, or surely we will hang together tomorrow.”

DON’T MISS OUT! REGISTER FOR THE 2016 COMMUNITY BANKING SUPER 
CONFERENCE™ & EXTRAORDINARY BANKING™ AWARDS CEREMONY TODAY!

Go to BankyAwards.com/SuperConf2016 or call: (952) 737-6700

www.BankyAwards.com
Founding Sponsor

www.EmmerichFinancial.com

�e 2016 Extraordinary Banking™ Awards are presented by
�e Institute for Extraordinary Banking™. 

�e Emmerich Group® is proud to be the founding and premier 
sponsor of �e Extraordinary Banking™ Awards.

Thousands have applied… 3 Expert Independent judges have deliberated… Dozens will be Awarded…
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 — continued on next page

C H AT  W I T H  T H E  E X P E R T S ™

I do believe following the GAAP (Generally Accepted Accounting 
Principles) is important so that when the time comes, you are prepared 
to submit financial statements for investors, mergers or the IRS. 

However, using the GAAP as your primary accounting method is the wrong 
way to grow a hugely profitable business.

I’m not saying this revelation is as significant as Galileo’s argument that the 
sun is the center of our solar system. But it is similar in that he encountered 
opposition from people who firmly believed that everything in the sky revolves 
around the earth.

Replacing the GAAP to track spending, enhance cash-flow management and 
assess the health of your company makes you a Galileo since you’re going 
against what “everyone knows.” Just because something appears to be true and 
“everyone” goes along with it, doesn’t mean it makes sense— and it doesn’t 
make it true.

Take a look at your latest income statement. At the top you have revenue, 
then costs of good sold, then other expenses such as sales support, general 
expenses and administrative costs. If you are like most entrepreneurs, you take 
your salary from the net income. And if you still have a few pennies left over 
afterward (which rarely happens), that is your profit—way down there at the 
bottom of the page.

I know I will be lambasted for this, but it 
needs to be said: The GA AP is wrong.

By Mike Michalowicz
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Yet if you consult any financial expert, 
you’ll hear that the secret to financial 
success is to pay yourself first. This is 
sound advice because most of us expand 
our expenditures to fit our disposable 
income. We spend more when business is 
good. No matter how much we earn, we 
seem to find a good reason to spend every 
single dime.

The GAAP actually directs us to spend 
first, then pay ourselves, and call the 
leftovers profit. How are you going 
to grow a successful business and 
accumulate wealth using that method? 
Generate more revenue, you say? Well, 
sure. Except that you’re going to spend 
it. So you’re right back where you 
started—working with the leftovers, if 
you have any.

I propose a new type of accounting: 
Profit First Accounting (PFA). The 
difference between GAAP and PFA  
is simple: Deduct profit first, from the 
top down. On a PFA income statement, 
the first line item is revenue, followed 
by a profit deduction, then your  
salary, followed by cost of goods and  
all other expenses.

Now, before you say, “But the end 
number is still the same,” hear me out. 
When you change to using the PFA 
model, and your new profit-and-loss 
statement shows that you are losing 
money, you will focus on how to get 
back to black. But this time, the bottom 
line isn’t your salary or your company’s 
profit—it’s the expenses.

There are many benefits to PFA, such as 
the ability to track growth in a consistent, 

proven pattern, which will appeal to 
investors and potential buyers should 
you decide to sell. But the best part is you 
will be in control of your costs from the 
get-go. Since your revenue will first go 
toward profit and then your salary, there 
will be less to spend on expenses. Many 
small-business owners determine how 
much they can spend based on the cash 
they have in the bank. The PFA method 
automatically forces frugality, since your 
profit is deducted every time cash comes 
in the doors.

So how do you know how much profit to 
deduct? Review the income statements 
of financially healthy public companies 

in your industry to find out how much 
they throw to the bottom line. Is it 5%, 
10% or even 15%? Whatever it is, set that 
percentage as your “profit first.” Then 
every time you make a deposit, take that 
percentage and put it into your interest-
bearing PFA account.

I’ve been following this PFA method in 
my own business for years, and I have 
helped my clients implement this method 
in their businesses. The results have 
consistently been more profit and tighter 
control over expenses. The PFA is a simple 
adjustment that forces you to follow what 
you suspected all along: Pay yourself first. 
Galileo would be so proud.

 — continued from previous page

C H AT  W I T H  T H E  E X P E R T S ™

Shockingly Simple System for Guaranteeing Bigger Profits
Finally! The answer to “Where’d all the profit go?” Simply put, the Profit First system flips the 
accounting formula. To date, entrepreneurs, CEOS, freelancers, everyone in nearly every type of business 
has been using the "sell, pay expenses, and see what’s left over" method of profit creation. This ingrained 
belief has us sell first, then pay expenses, and let the profit take care of itself. Which it rarely does, because 
the profit is what’s left over. An afterthought. Profit surely isn’t baked into the daily operations. For many 
entrepreneurs profit is only considered after the fact. Sometimes monthly. Sometimes quarterly. And way 
too often, annually, when their accountant is preparing the tax returns.

The old, been-around-forever, profitless formula is:
Sales – Expenses = Profit

The new, Profit First Formula is:
Sales – Profit = Expenses

Invite your top business accounts to this exclusive presentation by Mike Michalowicz, author of Surge, 
Profit First, The Pumpkin Plan, and what BusinessWeek deemed the entrepreneurs’ cult classic, The Toilet 
Paper Entrepreneur. Mike is a former small business columnist for The Wall Street Journal, and regularly 
travels the globe as entrepreneurial advocate.

Date: September 27, 2016
Time: Noon Central

To register: This call is exclusively for clients of The Emmerich Group’s member banks. To learn how to 
become one, call 952-737-6730.

“Chat With The Experts® Helps us Connect with Prospects and Close Deals!”
“I am absolutely blown away by what The Emmerich Group is doing for our bank. Not only are they 

providing us with the skills to increase our key metrics, they facilitate a powerful prospecting experience 
with their Chat With The Experts™ program that our clients love. This process is working successfully 
to connect us with key members of local businesses and is helping us close deals."  
           –B. Coyle | SVP/CLO, Iowa Nebraska State Bank
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Yep…you read that right. 

Most people are worse than 
unaccountable—they don’t even know 
what they are accountable to do! 

One thing they know for sure:  
they’re “busy…” 

Here’s a fun fact. Banks with assets at or 
below $3 million per employee tend to 
be chock full of people saying they are 
overwhelmed. Alternatively, when people 
in banks over $7 million of assets per 
employee are asked, they NEVER say that.

Busy is a four-letter word! Busy means 
“not productive.”

The way out of this mess is not easy. Either 
you slide along with no accountability  
and mediocre performance—good luck 
with that during the next recession— 
OR you address accountability and risk  
a mass exodus. 

Neither option is appealing. So you 
continue a predictable path toward a slow 
and painful death. 

There is a way out. You can have 
accountability AND keep everyone who is 
worth keeping, with accountability to the 
critical drivers and KPIs that really matter 
to meet and exceed your strategic plan. 

Here are 5 proven ways to transform  
your culture into a kick-butt 
accountability culture:

1. Stop the Displaced Loyalty
Former GE CEO Jack Welch said he 
removed the bottom 10 percent of his 
workforce every year. He wasn’t alone. 
Dick Grote, author of Forced Ranking, 
says that 60 percent of Fortune 500 
companies have some kind of stack 
ranking to purge underperformers. 

At first I thought this was the cruelest 
workplace philosophy I’d ever heard. 
How can you take loyal people and 
systematically throw them out?

But after years of working with banks  
to create performance culture 
transformations, I have a new philosophy: 
Good people deserve to work with  
good people—people who follow 
instructions, meet deadlines and 

outcomes, and are respectful and kind.  

In fact, they’re screaming for it. A recent 
SAP/Oxford Economics study found 
that as many as 1 in 5 high performers 
are likely to leave their jobs in the next six 
months—and the failure of leadership to 
better manage low performers is one of the 
main things pushing them out the door. 

Let’s face it—low performers are the 
reason other people in your organization 
aren’t getting bigger bonuses and raises 
and are at risk of being cut when a 
recession hits. It’s cruel to your loyal, 
smart, hardworking employees to NOT 
deal with low performers.

2. Start Slow
That’s right. You need to start slow to 
grow accountability fast.

You don’t have a sales training issue—
you have a confidence issue. Your 
people aren’t averaging at least 7 cross 
sales because they never made it from 
2.2 to 2.3 and had the accountability, 
celebration, and follow-up of the system 
that made that shift a big deal. 

And then the same to 2.4…

By moving one needle slowly but 
sustainably with repeatable education, 

When Businessweek asked 6,000 employees of small companies  
if they perform in the top 10 percent, 97 percent said YES. 

 — continued on next page

By Roxanne 
Emmerich



accountability, coaching, and practice, 
you’re building confidence. Once you’ve 
moved one needle up, you can raise the 
next one, and the next. Soon, everyone in 
the bank is moving up, each person paying 
for themselves with no “free riders.”

3. Expeditiously Deal With 
Negative People
Nearly every manager I talk to suggests 
that the chance of rehabbing employees 
with bad attitudes is close to zero—few 
make the journey. 

In fact, a bank that recently received the 
highest culture scores in the country for 
community banks doesn’t even try to 
rehab people any more—it’s one strike 
and you’re out. 

Those who remain are thrilled—they 
don’t have to work around people who 
don’t live the values of the company. How 
nice would it be to not work with people 
with a “drama addiction?”

4. Create Visibility and  
Celebrate Upward Movement  
of Critical Drivers
People want to see that they are moving 
the ball down the court to the cheers of 
fans. Create a multitude of visibility and 
celebration systems to make sure that 
people feel celebrated for their progress. 
The more fun the better. 

5. Expect Managers to Manage
Everybody loves the sexy stuff of 
leadership—vision, values, rah rah. 

But managing also means making sure 
everyone hits their numbers, deadlines 
and service standards. Do everything to 
make sure people win, and if they can’t  
or won’t, deal with it immediately. 

So get your head all the way in the game. 
Without an accountability culture, great 
strategies, marketing, and sales processes 
are bound to fail. 

 — continued from previous page

Knowing where and how to start improving 
your culture in a way that drives bottom-line 
profit can be confusing. A simple first step 
is to do a "pulse" survey of your culture. It's 
fast, easy, completely confidential, and for a 
limited time for qualifying banks, it's free.  
To find out if you qualify, call 952-737-6730 
or go to EmmerichFinancial.com/Pulse

I hope you’ve still got some fight left, ‘cause the battle just got harder. It’s one thing to compete with other banks—foolishly willing to lowball rates in a desperate race to the bottom  
(and the graveyard). At least you’re playing on the same field and with the same set of rules. But things just got A LOT WORSE…

We’re seeing the brokerage houses target your bread-and-butter—large commercial customers—and they’re stealing them while you watch,  helpless to do a thing about it. 

THEY get to play by different rules…THEY can cut deals you can’t…THEY’RE targeting your very best and most profitable commercial accounts with crazy pricing, that you simply can’t match.

Yes, they may exit the market in a few years, the question is, will you already be gutted…and can you survive until the scourge passes…?  What will you need to do differently to guarantee your 
customers don’t give this new threat a serious look…?

No one else has cracked the code of premium pricing, but WE HAVE. We’ve built an integrated blueprint that’s proven in over 
300 banks to consistently get 50 to 70 basis points more on every deal, with A+ quality credits. You may choose to ignore, but 
you cannot dispute FACT. In bank, after bank, after bank our clients apply this blueprint and see Net Interest Margin growth of 
40, 50 even as high as 70 basis points in as little as one year.

Most Community Bankers Have Accepted Net Interest Margin Compression…
Believing There’s No Answer…And They’re Right

One furious banker just admitted to me…

There’s finally ONE breakthrough SYSTEM that’s proven to boost Net Interest Margin 
by 40 to 70 basis points in 12 months without taking on additional risk!

Download the NET INTEREST MARGIN PREMIUM PRICING CHECKLIST to:

 ✓ Close more A+ quality loans 
at premium prices while most 
community banks are locked 
into the deadly game of interest 
rate-matching – strangling their 
profitability from the inside out 

 ✓ Utilize a One-Step Silver 
Bullet used by top banks 
to snap “rate-shoppers” out 
of their preoccupation with 
low rates

The NET INTEREST MARGIN PREMIUM PRICING CHECKLIST is the high-level 
checklist we use with our client banks to add 40, 60, even 100 basis points 
in as little as one year. 

“We’re on pace for another record profit year. Our Net 
Interest Margin is 5.1 and our ROA is 2.1. Super numbers! 
And we liquidated all of our REO properties this year!” 

–Alan Hoskins | EVP 
Legence Bank

Schedule Your BLUEPRINT SESSION Today: 
call 952-737-6730 

Download it Today at:  
NetInterestMarginSolution.com/checklist
If you just can’t wait and NEED help fixing your net interest margin crisis NOW, 
schedule a complimentary Net Interest Margin BLUEPRINT SESSION with a 
Certified Emmerich Group Coach today. We’ll help you solve this problem at zero 
cost. No cost, no catch!  ✓ Attack the Root-Cause of Net 

Interest Margin compression and 
discover why ALL previous approaches 
you’ve tried have failed

 ✓ Escape the “Rate-Matching 
Death-Spiral” that’s forcing 
many community banks out  
of business
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You don’t have to keep matching 
rates. Heck, you CAN’T keep 
matching rates.

No Serious Banker Would  
Voluntarily Continue…

You know where this ends when you get 
truthful with yourself, don’t you?

So, the question isn’t whether you have 
to raise your NIM. The question is how 
and how fast.

Imagine that a year from now you have 
50, 60, 70 basis points more in NIM while 
you get better and better credits instead of 
believing the lie that you can only be paid 
more for taking more risk.

HERE’S A 7-STEP PROCESS  
TO RAPIDLY AND SUSTAINABLY 
INCREASE NIM

1. Start with declaring it IS going 
to happen
You know there is a mantra from the 
ranks: “We have to match rates or we 
won’t get the business.” With that belief 

system, it doesn’t matter what you do to  
fix it—it won’t work. 

As long as that mantra lives on, you’re 
toast...in fact, a different name on the door 
within a few years is inevitable.

2. Get the exec team agreeing  
to move beyond lip service
Sure, every year it’s in the  
strategic plan: “Strategy Number 17:  
Get Premium Pricing.” 

Sounds brilliant every time. 

But lip service won’t cut it. Putting 
in real, proven strategies, education, 
accountability and differentiation is 
imperative, or it will be in the plan 
again next year with another great story 
of why it didn’t happen. Boards are 
growing impatient with the stories.

3. Create massive differentiation
Level 1 Unique Selling Propositions 
(USPs)—distinctions of differentiation—
such as, “We have good people,” “We 
answer our phones,” and “We know 
customers’ names” are required. But who’s 

kidding whom…they aren’t going to get 
you paid more.

It’s not until the Level 3 and Level 4 USPs 
that the magic happens. Until you bring  
so much extreme value to the table that 
your customers stop asking you about 
the price, you don’t stand a chance to 
not be brought back down the rabbit 
hole of rate matching.

4. Deliver on your USPs
The worst thing you can do is make a 
marketing promise you can’t keep. That’s 
worse than not making the promise at all. 
That means your strategies and ability to 
execute on those strategies must be stellar.

5. Get in the DRIVER’S seat
If your people are yakking about your 
USPs, or handing out brochures, they 
lose their dignity.

 — continued on page 26

Say goodbye forever to being the 
poor kid with your nose glued to 
the candy store window watching 
the rich kids get their fill .

G R O W T H  S T R AT E G Y

By Roxanne Emmerich

For our latest white paper on  
How to Create and Use Level 4 USPs,  
go to NetInterestMarginSolution.com/Level4USP



Did you know, according to Viacom that…

� 73% of Millennials believe they don’t need a bank and expect a tech startup to handle their money in the near 
 future and would be more excited about a new offering in financial services from Google, Amazon, Apple, Paypal or
 Square than from their own bank?

� 53% don’t think their bank offers anything different than other banks? (which means you’re reduced to being 
 a mere ‘Commodity Peddler’; unless you figure a way out)

� 71% would rather go to the dentist than listen to what banks are saying… really… when did that happen?!?

In this eye-opening webinar, you’ll be armed with powerful tools you can start using right now to…

� Close more A+ credit loans at premium prices while most community banks are locked into the deadly 
 game of interest rate-matching – strangling their profitability from the inside out 

� Grow Net Interest Margin by 40 to 70 basis points in less than 12 months while most community 
 banks’ margins are falling faster than a brick in the ocean

� Snap “rate-shoppers” out of their preoccupation with low rates with one simple statement

� Transcend the WAR waged against Community Banks by adding outrageous customer value for minimal 
 added cost and flooding their bank with happy new customers and referral business

REGISTER FOR THIS BREAKTHROUGH, 1-HOUR WEBINAR TODAY:

Visit: EmmerichFinancial.com/nimwebinar or Call: (952) 737-6730

How the Best Independent Bank CEOs in America are
STEALING Customers from Big Banks
Feel Like You’ll Hit the Ceiling if
Just One More Desperate Competitor
Steals Yet Another Client from You
by Offering Low-Ball Rates

You know you’re building a ‘House of Cards’ with cheap loans.
You know it’s just a matter of time before the reaper comes
to collect for your many low-ball rate-matching ‘sins.’
You know that if you don’t do SOMETHING…it’s just a
matter of time before it all comes tumbling down.

So ‘Take Up Arms’ & Fight Back
by Joining Us for the Webinar Called:

“5 SILVER BULLETS TO CONQUERING NET INTEREST MARGIN COMPRESSION”

?
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You hear it all the time. Top-performing banks attending a 
conference and saying, “Yeah, that was good. I learned a few 
things.” Or, “We’re doing all those things!—Nothing new here.”

Let’s face it…one transformative idea can double your profits 
within two years. 

You need THOSE kind of ideas—ones that are really working 
in this crazy mobile-app, guerrilla competitive environment. 

You need step-by-step iron-clad systems that are proven to 
create results fast and sustainably…

Most conferences have decreased their speaking budgets 
to save costs…but you don’t need to hear a bunch of sales 
pitches from vendors disguised as learning sessions so that a 
conference can save money on speakers and content…

You DESERVE the best…heck, you DEMAND 
the best…

—you need proven templates, systems, and blueprints 
that create instant profit, Profit-Rich Sales™ growth, 
and an easier way to get massive results FAST—the ones 
you’ve been after for years…

Imagine…
If your executive team could hear the 
secrets of how CEOS from the very best 
banks in the country…

• Hire the best—and create a system to get five 
times more results from their best.

• Regularly get 50-150 basis points more than all 
the competitors bidding on the same deal.

• Double your bottom line by doubling your cross-
sales on your Top 100 customers while creating a 
process that keeps them close to you even though 
your competitors chase them daily.

• Attract the next top 100 clients just like the ones 
who now account for 100-140 percent of your 
profits—doubling your profit by just bringing on 
100 clients ONLY.

• Move the cross-sales needle from two to eight in 
less than one year AND keep it there or higher!

Well, you don’t have to imagine any more.

 

This IS the hottest 
ticket in community 
banking in 2016…

You’ll hear from panels of bankers telling 
all and competing for the “Best Bank in 
America” designation who have:

 » Increased NIM by 40 plus basis points or more 
in a year.

 » Doubled and tripled their customer service 
scores in less than six weeks.

 » Knocked their efficiency ratio down by 20 
points in a year or two without any cost cuts.

 » Taking their culture from train wreck to 
transformed in just a year or two…

Simple, the most respected bankers in America will all be in one 
room—telling their secrets. Where else can you get THAT?

The competition 
that community 
banks—YOU—
face today is 
the real-world 
equivalent of 
this scenario; 
which is why other banks around the country, just like yours, 
are closing down…selling out…merging with larger banks…
falling from glory to merciless competitors with deep pockets 
and biased regulators.

If you’ve been:

 8 Suffering net interest margin compression
 8 Seeing less traffic in your bank
 8 Experiencing flat sales, profit or loan growth 
 8 Falling into the “rate-matching death spiral” 
 8 Cross-selling a mere two to three products on new accounts 
 8 Searching for a way to reach your bank’s growth and 

sales goals faster than Nolan Ryan’s famous fast ball, 
then you need to…

          I got more good ideas about 
what I wanted to implement in 
my bank in a few hours than I 
had received in YEARS!”

After just 
opening up 

registration, 
there are only 43 seats left!

Register for  
THE COMMUNITY BANKING SUPER 

CONFERENCE™ TODAY  
EmmerichFinancial.com/sc2016 

“FINALLY, get even...discover the formula to steal the best, most profitable customers from the big, clunky banks...

2016 COMMUNITY BANKING SUPER CONFERENCE™

JOIN US FOR AN EXCLUSIVE 3-DAY “SUPER” CONFERENCE WHERE YOU’LL GET A PUSH-BUTTON SYSTEM TO END 
YOUR DAYS OF BEING A VICTIM OF THE LOW-BALL PRICING OF BIG BANKS, AND START STEALING THEIR BEST 
CUSTOMERS RIGHT FROM UNDER THEIR NOSES WHILE GETTING 150 BASIS POINTS MORE ON EVERY DEAL…

Introducing the First Ever



“What a country!”…Finally, to cap off the Super Conference, you’ll witness the best banks in 
America compete for the title of 2016 Extraordinary Bank of the Year, plus, you’ll be entertained by 
emcee and world-famous comedian Yakov Smirnoff, whom President Ronald Reagan called 
“a national treasure.” Yakov Smirnoff has performed with Robin Williams, Jack Nicholson, Meryl 
Streep, Richard Pryor, and Tom Hanks, and has appeared on HBO, Showtime, and on The Tonight 
Show. You will not want to miss this one-of-a-kind banking extravaganza!

John Sileo—America’s leading expert 
on cyber security—will share the shocking 
truth about your cyber vulnerability and 
liability. He’ll arm you with a toolkit to take 
back to your bank so you can ask the right 

questions to protect your bank and your customers from the 
looming cyber-threat. 

Coach Ron R. Wolforth 
Considered the world’s leading baseball 
expert on pitching, having trained many 
Major League Baseball super-stars—Coach 
Wolforth will give you the blueprint for 

building your high-performance all-star team, and for 
coaching them to peak performance.

Roxanne Emmerich—Let’s face it. 
NOBODY has helped more banks double and 
triple their bottom line in less than three years 
than Roxanne Emmerich. NADA. She’s  
the real deal…

Yes, there are those who have theories…and those who have 
done it once. But she’s the ONLY person in America who hits it 
out of the park over…and over…and over again, consistently, 
with 300+ banks and for 26 years running.

Banks are accepted into her program by invitation only…and it’s 
getting harder and harder to get in—the competition is fierce. 

New York Times Bestselling Author, Speaker Hall of Fame 
Inductee, Philanthropist of the Year designee—she’s a woman 
on a mission to transform community banking.  

Her Super Power…

High-Performance Hardball:

 » Double and triple cross-sales within 12 months—every time!

 » Create an accountability culture where everyone hits 
it out of the park on their metrics…No REALLY. Many 
of her banks have received “Best Places to Work” 
designations WHILE holding people accountable and 
hitting every outcome on their strategic plan!!!

 » Doubling profit in a few years…by getting premium 
pricing on A+ quality credits.

Bank CEOs, after her Kick-Butt Kick-Off® say the same thing 
over and over again…“It’s a miracle.”

She’s the author of Profit-Growth Banking, Thank God It’s 
Monday!®, Profit-Rich Sales, and The Net Interest Margin 
Solution, and Editor-in-Chief of Extraordinary Banker magazine. 

Yes, she’s a New York Times Bestselling author but she’s not a 
writer. Yes, she’s in the National Speaker’s Association Speaker 
Hall of Fame…but she’s not a speaker.

One client called her a “One Women Economic Recovery 
Machine”—She transforms community banks into predictable 
profit machines!

At the 2016 Super Conference, you’ll get our complete, 
breakthrough “Franchise System of Banking” that takes you 
from being an average community bank to being an ALL-STAR, 
‘5 Tool’ bank starting in warp-speed! I’m talking big increases 
boosting in the first 30 to 45 days and complete, measurable 
growth in just 12 months.

To become the best, you’ve got to be trained by the best. That’s 
why Roxanne Emmerich—#1 coach to community bankers for 
peak performance—will deliver most presentations. But she’ll 
be joined by an all-star line-up including:

Your 3-DAY, Exclusive Success Blueprint!
P R E S E N T E R S

          Our ROA is 2.23, our ROE is 
17.5, and our net interest margin 
is 5.28. We increased net interest 
margin over 100 basis points while 
we were up against Farm Credit 
undercutting us every day. We can’t 
say enough about The Emmerich 
Group and the difference it has 
made for us.”
  —K. Beckemeyer 
      President and CEO 
      Legence Bank

SECURE YOUR SEAT AT THE 

2016 Community Banking Super Conference™ 
September 19–21, Chicago, IL

Register During “Early Bird Enrollment” and Save!

Visit us for complete details and to register now:    
EmmerichFinancial.com/sc2016 
Call between 8AM and 5PM Central: 952-737-6730
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As their banker, you may be able  
to help clients who come to you   
  with problems like these and 

save the relationship. The best advice you 
can give them may not be what they want 
to hear, but it will stop them from getting 
into deeper trouble with the IRS, and it 
should help save their business.

First, they need to prepare all delinquent 
941 payroll tax returns and file them with 
the IRS even if they can’t pay a penny 
toward the delinquent liability. Second, 
emphasize that they must pay their current 
payroll taxes from here on out. Third, they 
must stay current with all future payroll 
federal tax deposits and filings. If they 
can do these three things, they will have a 
substantially reduced likelihood of the IRS 
shutting down their business.

If your client can’t follow these steps, 

then their business and their personal 
assets are in serious jeopardy. The IRS is 
somewhat reasonable to business owners 
who fall behind on their payroll tax 
liabilities if they at least have filed all of 
their required returns and are up-to-date 
on the most current quarter’s federal tax 
deposits. However, there is no guarantee 
that their business is completely safe 
when they owe payroll taxes. 

When it comes to owing them payroll 
taxes, the IRS is a very special creditor. 
They can pierce the “corporate veil” 
without going to court, simply by 
assessing the individual shareholders (or 
members of an LLC) what’s known as the 
Trust Fund Recovery Penalty (TFRP). 
The TFRP represents the amount of 
federal taxes (Federal Withheld Tax and 
the employees’ portion of FICA and social 
security taxes) that are supposed to be 

withheld from employees’ paychecks and 
paid over to the IRS. Generally, the IRS 
will also file a Notice of Federal Tax Lien 
(NFTL) with the Secretary of State and 
the County Recorder’s Office where the 
business is located.  This can be the kiss of 
death to the business if immediate action 
is neglected. Additionally, failure to file, 
failure to make timely federal tax deposits, 
and failure to pay penalties can add 33 
percent to the principal tax owed within a 
relatively short period of time.

Changes to the tax laws in 2012 and again 
in 2014 provide more relief than ever 
before to troubled taxpayers, especially 
when it comes to the IRS filing an NFTL. 
Today there are four ways to cure or 
remedy the filing of an NFTL: 1) Lien 
Subordination; 2) Lien Discharge;  
3) Lien Release; and 4) Lien Withdrawal.

Lately I’ve heard various versions of three statements. You’ve probably heard them too:

“My business is having trouble keeping up with our payroll tax burden because one of our 
largest customers is not paying us on time, or not paying us at all.”  

“A major customer is filing for protection from creditors under the U.S. bankruptcy laws.”  

“We just uncovered embezzlement by our former bookkeeper/controller and the IRS filed  
a Notice of Federal Tax Lien and/or is levying our bank account.”

 — continued on page 23

HOW TO HELP YOUR CLIENT   
   (and Salvage the Relationship)    
When the IRS Files a 
  NOTICE OF FEDERAL  
 TAX LIEN By Michael A. Rozbruch, CPA, CTRS

C U S T O M E R  S E R V I C E



New York Times 
and Wall Street 
Journal best-
selling book –

Monday!
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Overview 
The banking industry in America is huge! 
There are 6,191 banks with a total of over 
$16 trillion in assets, and these banks 
generated over $230 billion in pre-tax 
profits in 2015.  
(Source: F.D.I.C. Data as of December 31, 2015)

This sounds impressive, but it’s even more 
impressive to know what is going on 
within the top 10% most profitable banks 
in the country. The top 10% or 619 most 
profitable banks are generating 35% of the 
banking industry’s profits!

An Amazing ROA 
There’s clearly something that the 10% 
most profitable banks are doing that the 
other banks are not doing. For starters, 
let’s take a look at their pre-tax Return on 
Assets (ROA). With an amazing ROA of 
2.39%, the top 10% most profitable banks 
are more than twice as profitable when 
compared to the other banks. Let’s take a 
look at each profitability component to 
find out why these banks are so profitable.

High Net Interest Income 
The net interest income of the top 10% most 
profitable banks is 51% higher than the 
other banks. While their deposit interest 
rate is about the same as the other banks, 
their loan interest rate is 42% higher 
than the other banks. This indicates that 
these banks are doing a much better job 
pricing their loans than the other banks. 
They are probably providing very high 
value services to their loan customers and 
using premium pricing based on their 
customer’s relationship with the bank.

In addition to their high loan interest rates, 
the top 10% most profitable banks have a 

loan to deposit ratio of 81%, which is 18% 
higher than the other banks. In essence, 
they are more aggressive in their lending 
policies than the other banks.

High Non-Interest Income 
The non-interest income of the top 10% most 
profitable banks is 60% higher than the other 
banks. This indicates that they are more 
aggressive in collecting fees (such as NSF, 
interchange, and late loan fees) than the 
other banks. They are probably charging 
fees for high value checking accounts and 
are probably not offering free checking 
accounts to their customers.

High Non-Interest Expense 
The non-interest expense of the top 10% 
most profitable banks is 22% higher than 
the other banks. We can only speculate 
as to why this is the case. Perhaps they 
have hired more experienced (and 
thus more expensive) loan officers 
who are well connected within their 
community in order to increase the size 

 — continued on next page

S T R AT E G I C  P L A N N I N G

By John J. Coffey and Gene Palm
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and profitability of their loan portfolios. 
They may have also invested heavily in 
strategies to change their bank’s culture 
and in business intelligence tools, such as 
profitability software, to make their sales 
efforts more profitable.

High Provision Expense 
The provision expense of the top 10% most 
profitable banks is a whopping 208% higher 
than the other banks. Because their loan 
interest rates are higher (perhaps due to 
lending to more risky businesses), and 
because their loan to deposit ratio is 
higher, they have wisely set aside more 
loan loss reserves to handle potential 
losses in the future.

HOW YOUR BANK CAN BECOME 
ONE OF THE TOP 10% MOST 
PROFITABLE BANKS
The profit that the top 10% most profitable 
banks generate is not an accident. This high 
level of profitability requires a change in 

the bank’s culture, and it also requires 
effective profitability strategies that have 
been developed and implemented.

We’ve learned a lot in the past 20 
years about profitability strategies and 
compiled that knowledge into a book 
called “The Profit Plan – Four Proven 
Strategies To Increase Your Bank’s Profits!” 
Here are the four strategies:

• Strategy #1 – Retain and deepen your 
relationships with your most profitable 
account holders.

• Strategy #2 – Add more account 
holders who look like your most 
profitable account holders.

• Strategy #3 – Determine your most 
profitable products.

• Strategy #4 – Cross sell your most 
profitable products to your least 
profitable account holders so they 
become more profitable.

There is good news here: The Emmerich 
Group and Profit Resources can help 
you develop and implement these four 
strategies so your bank can become one 
of the top 10% most profitable banks  
in the country!

 — continued from previous page
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About The Authors

John J. Coffey 
Chairman/CEO, Profit Resources

With a background in enterprise risk 
management, cost accounting, financial 
accounting, database marketing, and  
data processing, John has developed  
state-of-the-art profitability software for  
the financial services industry.

Gene Palm 
President /COO, Profit Resources

With a background in marketing, database 
marketing, and finance, Gene has 
developed easy-to-use marketing software 
for the financial services industry.

Imagine a mystery shopping program that wasn’t 
just a “pile of papers” that boils your blood every 
time you see it, yet never moves the needles…

Imagine a mystery shopping program that wasn’t 
just a “pile of papers” that boils your blood every 
time you see it, yet never moves the needles…

Imagine a mystery shopping program that wasn’t 
just a “pile of papers” that boils your blood every 
time you see it, yet never moves the needles…

Imagine a mystery shopping program that wasn’t 
just a “pile of papers” that boils your blood every 
time you see it, yet never moves the needles…
You don’t need to imagine anymore…

Finally, the only mystery shopping program designed to 

double cross-sales and command premium pricing…
Discover how you compare to our national database of over two decades of community bank shops. 

We’ll even GIVE you 4 free shops…on us!*

Call 952-737-6730 to get your FREE benchmark report…
*For quali�ed community banks in the U.S.

“This has been incredible. We have been talking about creating a sales culture and improving cross-sales for decades. Now, in 2 months we improved our mystery shopping scores 
from 7.5 to 9.3 and we increased our average cross-sales ratio in 7 weeks from 2.9 to 5.1. One of our Customer Service Representatives is now averaging over 7 cross-sales for 
each new customer. The best part is that we are creating a sustainable system that is going to keep our scores up year after year.”—K. Knudsen | President and CEO, Security Bank

While mystery shopping is a vital tool of top-performing banks around the country, most mystery shops do more damage than good. They 
demoralize the team, waste valuable time and money and fail to produce bottom-line results. On top of that, most mystery shopping �rms don’t 
know banking so they fail to assess what really matter. 
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If you don’t know, you’re probably 
in the wrong job. A leader energizes 
and motivates a sales force to achieve 

seemingly impossible goals. A manager 
makes sure the sales process works. A 
leader has a powerful sense of mission 
and purpose. A manager makes sure call 
reports are in on time. Leaders innovate. 
Managers manage. Understanding the 
difference between leading and managing 
is understanding the difference between 
winning and losing in cut-throat markets. 
Pure managers make the system work, but 
leaders make things happen. They make 
the people around them better.

In my experience as a management 
consultant, I’ve come to realize that  

the most effective leaders have a  
certain “mindset” that allows them to 
truly put actions behind these words,  
and that separates them from just  
being a “manager.”

Here’s an example of how 
effective leaders think:

The most powerful aspects of my people are 
their feelings and personal concerns. People 
do unreasonable things because of how they 
feel about someone or something. I will listen 
to them when they express concerns about 
our business or communicate with strong 
feelings. I know that when I care about what 
is important to them, they are then able to 
care about what is important to me.

 — continued on next page
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Are you a leader? Or just a manager? What’s the difference, you ask?

By Mike Poskey
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S A L E S  L E A D E R S H I P

 — continued from previous page

The world and other people are not 
necessarily consistent or predictable; 
therefore, I will watch and experiment to  
see what works and does not work in  
leading my people to get desired results.  
I will pay attention to how people and things 
change. I will also give most of my attention 
and support to my most competent and 
productive people. I will always acknowledge 
another’s efforts on my behalf because  
I appreciate people trying on my behalf,  
and I want that person to want to respond  
to my requests in the future.

One of my key roles is to preserve the 
principles and direction of the business; 
therefore, I will be diligent to protect and 
maintain our environment that provides 
the same working environment and 
direction for my people. I will also provide 
clear expectations of what is success and 
acknowledge those successes when they are 
reached. I will keep my people informed so 
they always know how well they are doing 
and how their efforts are part of the success  
of the whole company.

When I am present and involved, I make 
a positive difference. Therefore, I will 
stay involved in things that I want to see 
accomplished. Because I make a positive 
difference, I will make a point of encouraging 
my people. I am in this position because I am 
good at what I do; therefore, I will support 
others toward their own success.

The above “mindset” will only be 
present if the leader is attentive to and 
has mastery in the following emotional 
intelligence competencies.

Intuition and Empathy. This is the 
leader’s awareness of his or her direct 
reports’ feelings, needs, and concerns.  
This competency is important in 
leadership for the following reasons.

• Attitude toward others: This is a leader’s 
ability to look positively and objectively 
upon their direct reports and genuinely 
want their people to succeed.

• Understanding others: An intuitive 
sense of their direct reports’ feelings, 
perspectives, and goals, and showing an 
active interest in their needs.

Practical Thinking. This is a  
leader’s ability at inducing desirable 
actions from their direct reports.  
This competency is important in 
leadership for the following reasons.

• Communication: Sending clear 
messages and directions and keeping 
their people informed.

• Influencing: Using effective tactics and 
techniques to get desired results.

Self-Awareness. This is leaders’ ability 
to be in tune with their roles and the 
power they yield to clearly see how their 
words and actions impact their people.

• Self-confidence: Their ability to believe 
in their own abilities and strengths 
to personally take charge in making 
things happen and to bring energy  
to their people.

• Self-control: Their ability to control 
their emotions and avoid emotional 
highs and lows and emotional outbursts 
that can alarm and frustrate those that 
work for them. The ability to maintain 
calm in the face of adversity.

Self Expectations. This is leaders’ 
emotional tendencies that guide or 
facilitate reaching goals and their sense of 
personal commitment to responsibilities. 
This competency is important in 
leadership for the following reasons.

• Achievement drive: Striving to improve 
or meet a standard of excellence we 
impose in ourselves.

• Initiative: Readiness to act on 
opportunities without having to be told.

During the past century, leadership 
has been one of the most talked about, 
written about, and studied topics in the 
world. More than 18,000 books listed on 
Amazon.com discuss leadership in some 
way, and a search on “leadership” through 
Google results in more than 167,000,000 
hits. In no way are we saying that the 
competencies outlined above are the only 
key to effective leadership, but we know 
that being attentive to and having mastery 
of these competencies will set you on the 
right path to becoming an effective leader 
within your organization.

Mike Poskey is President of ZERORISK HR, 
Inc., a Dallas-based human resources risk 
management firm and exclusive provider of 
ZERORISK Hiring System. For more information, 
visit www.EmmerichFinancial.com/ZERORISKHR 
or e-mail him at Mike.P@ZERORISKHR.com.
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But the level of engagement that you 
could hear as we visited with people in 
attendance convinced us that it was the 
appropriate next step for our company 
to reinforce a lot of the culture and service 
aspects that we had started internally.

Roxanne: You already had a great bank.  
You really did some great things. There 
was one time you sent 15 or 20 people 
to one of our events when Pat was CEO, 
and they were out in the hallway cheering 
about what a great CEO he was. And 
when we first started working together, 
he wasn't so sure anybody liked him.  
It was beautiful. So what happened to 
make you want to change?

Michael: As we talked at the executive level, 
when we entered the process, we said this 
is an all-or-nothing deal. We made the 
investment to send 15–20 associates to 
your training. Then they came back and 
we talked about what we were going to 
do next —this was a big part of our focus. 
Every time somebody said, "Well, we do 
this the Emmerich way," we'd stop them 
and say, "That is the wrong way to look 
at it. This is the Landmark way of doing 
things. And if you don't embrace the 
process as the way we do things, then you 
need to do something different.”

Roxanne: That's exactly right.

Michael: Because nobody was dictating 
how we are going to do things. There was 
always a full commitment as to the way 
that Landmark was going to function as a 
company going forward.

Roxanne: You've done just such a great job. 
Your people are all-in. So what changes did 
you make to hit and exceed your goals?

OUR CROSS-SALES AVERAGE GREW 
FROM 1.1 TO 5.16

Michael: If we look at our retail services 
and deposit generation, the competencies 
that have been developed as a result of a 
simple sales process is really something 
that we continue to improve on and see 

success. When we started with you in 
2011, cross-sales were at 1.1. For Q1 
2016, we were at 5.16. A big part of that 
was reinforcing the fundamentals required 
in the sales process.

In the sales meetings, they are engaged in 
consistent learning time on a weekly basis 
so that that same learning message is being 
delivered across all 29 branches. 2015 was 
a record year for our mortgage banking 
operation from the standpoint of 
production. But mortgage business is so 
transaction oriented that we were failing to 
really capitalize on the opportunities that 
existed to transition that transaction type 
of a product that mortgage banking is,  
into a full relationship that we could enjoy 
with that customer.

OUR MORTGAGE BANKERS HAVE 
BECOME REFERRAL LEADERS

Our mortgage banking teams have been 
involved in the cross-sales tracking as a 
result. Specifically, we're tracking referrals 
for other products and services. As we 
look at our metrics on a weekly basis 
and as I record our weekly farm report 
to the associates to let them know what 
success we've enjoyed, one of the things 
that has become consistent in 2015 
and early 2016 is we’re seeing referral 
leaders coming from our mortgage 
banking group. And so that's been a 
really exciting development.

Roxanne: It's a great place to get cross-sales.

CORE DEPOSITS AND EFFICIENCY 
RATIO IMPROVED TOO

Michael: Yes. That's led to growth in 

our core deposit franchise, a significant 
value to the organization in the long 
run. The concept of consistent learning 
time for our commercial banking team 
has been something that we adopted 
a couple of years ago across each of 
the geographies when they have their 
weekly sales meetings. It's the focus on 
the sales process. We also use a "beyond 
referral" process that we continue to 
try to leverage our clients for referrals 
and introductions to other potential 
prospects and customers or clients that 
we can help and do business with.

We've seen that consistent learning time 
pay off, and so far in 2016 we're ahead 
of pace with respect to recruitment 
of new or the expansion of significant 
existing relationships. We're on pace  
to exceed those building block metrics 
on the commercial side.

About 25 or 26 of the 29 banks that are 
involved in the process are in excess of 
target levels right now, which I think 
is phenomenal. When we started the 
program, our average cross-sales on new 
accounts were in the 2s, and now we’re 
in excess of 5 on an average across the 
company—with some banks well in 
excess of 7. 

Roxanne: It does amazing things for the 
efficiency ratio, doesn’t it? 

Michael: Our efficiency metric is always 
something that we're focusing on. We've 
got a hurdle there just given the fact that 
we're spread so much across what we call 
“The Great Green Acres of Kansas." 

Roxanne: For you to be as profitable as 
you are with your hands a little bit tied 
behind your back is a sign of some pretty 
miraculously executed management.  
Way to go!

Michael: Well, thank you.

Roxanne: What would you say to someone 
facing the same challenges that you were 
facing back when you started?

 — continued from page 6

F E AT U R E

 — continued on next page



 ExtraordinaryBanker.com  |  Extraordinary Banker  |  23

 — continued from page 16

C U S T O M E R  S E R V I C E

 — continued from previous page

F E AT U R E

For a company that has its accounts 
receivables “factored,” the company has 
only 45 days (The 45-Day Rule) from 
the date the Lien was filed before the IRS 
moves into “first position” ahead of the 
bank’s Uniform Commercial Code (UCC) 
filing and diverts these payments made  
to the bank by your client’s customers  
to the IRS. However, the client can apply 
for a Certificate of Lien Subordination 
(submitted on IRS Form 14134)  
to remedy this.

The business can also apply for a Certificate 
of Lien Discharge of real property from a 
federal tax lien by submitting IRS Form 
14135. A Certificate of Lien Release is 
issued by the IRS when the underlying 
liability is paid in full or when the 10-year 
statute of limitations on collections expires, 
whichever occurs first. 

The best scenario by far is for the client 
to apply for Withdrawal of Filed Notice 
of Federal Tax Lien on IRS Form 12277.  
Securing a Withdrawal is as if the filing of 
the lien never happened in the first place; 

it is removed from all credit reporting 
agencies’ records.

The IRS will grant a Withdrawal for the 
following reasons: the NFTL was filed 
prematurely or was not filed in accordance 
with IRS procedures (which happens in 
more cases than you would think!); the 
taxpayer has entered into an installment 
agreement that does not call for a lien to 
be imposed; the taxpayer has entered into 
a Direct Debit Installment Agreement; or 
a Withdrawal will facilitate the collection 
of the tax.

Most bankers immediately refer clients 
that have IRS problems back to their CPA 
or attorney. In most instances, this will 
not help your client! IRS tax problem 
resolution is a highly specialized skillset 
that most CPAs and attorneys do not 
possess. Generally speaking, you should 
limit tax problem referrals to a CPA or an 

attorney who also carries the additional 
Certified Tax Resolution Specialist (CTRS) 
designation. In order to earn and keep the 
CTRS designation, one must demonstrate 
at least two years’ experience of working 
exclusively with troubled taxpayers, pass 
a rigorous exam, and take continuing 
education courses on the subject.  You can 
help your clients resolve their tax problems 
by advising them to take the first and most 
important step: engaging an experienced 
Certified Tax Resolution Specialist.

Michael Rozbruch, CPA, CTRS, is founder  
of Roz Strategies, a coaching and consulting 
services company that helps CPAs, attorneys 
and enrolled agents add tax resolution 
clients to their practices. He helped pioneer 
the industry over 18 years ago, represented 
nearly 2,000 individual and small business 
owners before the IRS, and built one  
of the largest IRS representation firms  
in the country. 

ASK YOURSELF, “CAN YOU DO 
THIS ALONE?”

Michael: You view where you want to be in 
a year, in three years, in five years, and you 
evaluate how you're going to get there. You 
have to be honest with yourself. Can 
you do it with your internal resources, 
or do you need to change the way that 
you're doing things? As you look back 
on what you've accomplished, as you look 
forward to what you want to accomplish, 
are you good enough to do it yourself?

We were profitable—we were historically 
above peer. But we weren't accomplishing 
what we wanted to accomplish. I don't 
think it's a negative to say, "We need 
to find somebody who can help us do 
that." And really, our partnership with 
The Emmerich Group was the step that 

has helped us enjoy the kind of success 
that we wanted to.

When I get a chance to travel to our 
different offices across the state and 
visit with our associates during our 
celebrations, the level of employee 
engagement is something that is the real 
sign that we are accomplishing what we set 
out to do.

If someone were to say, "Go talk to your 
employees and evaluate whether or not 
they're engaged at the level that they need 
to be in order for you to be successful 
at the level you want to be," and if you 
can't honestly answer that they are, then 
you need to do something different. 
Because they're the ones that are going 
to determine whether or not you achieve 
success at the level that you want. 

Roxanne, it's the high fives, the 
anniversary cards that we send out, the 
things that employees truly do value. 
We've got employee engagement levels 
that are higher than we've ever had, and 
I continue to expect those to increase. 
To me, that's the exciting part.

Roxanne: Yeah, your people are on fire. 
And you've done it! It was an honor to be 
able to work with you on that, because 
you're great executors. 

Michael: Thank you, Roxanne.

Meet Extraordinary Bankers like Michael 
Scheopner at the 2016 Community Banking 
Super Conference™ and Extraordinary 
Banking™ Awards, September 19–21, 2016 in 
Chicago! Go to EmmerichFinancial.com/SC2016 
to register.
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unions and big banks that can crush  
you with fancy mobile banking apps  
and the operational efficiencies they  
get from their size—things you simply 
can’t compete with?

It’s time to shout, “ENOUGH 
ALREADY!”…while you still can.

Let’s face it. Your entire strategic plan 
should be about how to get 100 new 
customers just like your current top  
100 most profitable customers, get all 
their business, and all their friends.

Period.

Just by doing that, you DOUBLE your 
profits without increasing costs.

So if it’s just that easy, why isn’t EVERY 
bank doing this?

Because they lack both the strategies 
and the step-by-step plan and 
accountabilities to get it done.

That is what a strategic plan is 
supposed to do.

Yet hundreds of community banks’ 
strategic plans over the years say the 
same lame things that 90 percent of their 
competitors say—hire better people, do 
sales training, consider opening a new 
branch, blah blah blah.

If saying things like that in your 
strategic plan would actually transform 
performance, you’d have legendary 
performance numbers.

It’s not that easy. 

Real strategies are the blueprint that 
really works. But most banks don’t even 
have one strategy in their strategic plan!

Why? Because the traditional strategic 
planning process is dead.

Let’s have the decency to bury it when it 
starts to stink.

If we could fix our sales problem just  
by saying, “Do sales training,” every 
bank in this country would be killing it. 
Instead, most have spent hundreds of 
thousands in “sales training” and still 
have cross sales below 3 on new accounts 
and are matching rates of their most 
desperate competitors. 

Do you really want to do that again  
this next year?

Besides failing to identify the right 
strategies, there is another big problem 
that few banks have rectified: how to  
make the plan happen.

What good does it do to have a plan that 
doesn’t get executed?

If there isn’t a system to make each of the 
key initiatives happen and a system to 
move each of the performance needles, 
critical drivers or KPIs, then save 
yourself the hotel room cost for strategic 
planning—it’s a futile exercise.

For a plan to work, clear systems of 
visibility and evolved managers and 
leaders who live their word, speak 
authentically, and hold each other 
accountable are imperative.

FREE STRATEGIC PLANNING 
BLUEPRINT: If there was a way  
to create a simple playbook for bank 
strategic planning you could use to 
create accountability for the results 
the plan calls for so you can finally  
go into the board and report that  
you met all your strategic goals, 
would you want it?

I’ve created a new audio recording 
walking you through the planning 
process used by hundreds of our 
client banks, to create simple plans, 
focused on getting the most profitable 
customers in your market, and  
getting everyone in the bank aligned, 
daily, weekly and quarterly, to bring 
every goal home.

Download your copy at 
StrategicPlanningForBanks.com/eb  
or call 952-737-6730.



That’s right. When I go to the ABA and industry conferences, ‘average’ 
bankers mock me when I say it’s possible to increase loan growth, AND 
do it exlusively with A+ quality credits. But don’t feel sorry for me... 
my clients know the truth. Not only is it possible, there’s a blueprint  
for getting there. 

I’ve put together a 4-part online briefing for community bank execs who are ready 
to leave behind the old assumptions about loan growth and discover the truth... 
that is IS possible to have rapid loan growth AND lower risk.

Get the briefing now—go to:

EmmerichFinancial.com/LoanGrowthSecrets 
or call 952-737-6730
“We hit our loan growth goal for the year by the 

end of June...in our first year with TEG! We’ve had 
employees in banking 20-30 years who say they wish 
they’d started this program 20 years ago.”    

“We have seen 15% loan growth. 
Our ‘every customer refers a 
customer’ vision is working thanks 
to The Emmerich Group.”

—C. Floyd | Co-President/Co-CEO 
First National Bank of Syracuse

—E. Worley | COO  
KS Bank
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Alternatively, if your people are equipped 
with a multitude of Level 4 USPs by 
target market and know how to craft the 
questioning process such that the client 
is able to articulate to you the financial 
impact of those USPs and how imperative 
it is that they have it, you’re no longer a 
peddler—you’re seen as an expert.

6. Don’t settle
Once your people stop talking about 
interest rate fluctuation being the thing 
that will improve NIM and realize that 
THEY move NIM through excellent 
execution of marketing and sales 
processes, you will have liftoff.

With liftoff, add fuel to the fire. I’ve seen 
banks increase their NIM well over 100 basis 
points in a few years, knowing there is a lot 
more behind what just became available.

The more you know how, the better you 
get at bringing more and better USPs. And 
the better you get with the sales process, 
the more you get paid. There is no limit. 

7. Stay humble and hungry
The demise of community banking is 
imminent unless banks learn how to get 
over 5 NIM while increasing the quality of 
their portfolio. The big stupid banks, with 
all their unfair advantages, will crush us. 

And if community banks go, 
communities go. And there goes the 
backbone of America. 

To do that, we must stay humble and be 
committed to achieving mastery. 

The universe has a way of dealing with us 
when we think we “got it” by humbling us. 
Every great bank executive I’ve met with 

top 5 percent metrics is always adequately 
paranoid and humble. Ego is a surefire  
way to invite a costly and sometimes 
career-ending lesson.

 — continued from page 12

NEW FREE EXECUTIVE BRIEFING: Why 
Most Community Bankers Believe Net 
Interest Margin Compression is Here to 
Stay, Why They’re Right, and What to Do 
if You Don’t Want to be One of Them. 
Discover the “5 Silver Bullets” that our clients 
use to get as much as 150 basis points 
more on deal after deal, and add 50–60 
basis points to net interest margin in the 
first 12 months (yes, you read that right) 
after applying them. To reserve a seat for 
you and your executive team in this next 
briefing, go to NetInterestMarginSolution.
com/briefing, or for immediate help to 
increase your Net Interest Margin, call 
952-737-6730 to speak with an Emmerich 
Certified Community Banking Coach.

G R O W T H  S T R AT E G Y
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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!



First Annual

Community Banking Super Conference™

CHICAGO

What if You Could be in the Room with America’s Top-Performing Community Bank CEOs  
as they Reveal ALL their Best Kept Secrets for Growing Massively  

Successful and Profitable Community Banks?

Finally…Join Us for an EXCLUSIVE 3-Day Conference Where  
You’ll Get a Push-Button SYSTEM that Transforms Your Bank  

into a Top 5% Performer in Just 12 to 24 Months,  
and Keeps You There For Good!

The ONLY Conference for Top 5% Performing Banks,  
and Those Who Want to Get There and Stay There

NEW!

EmmerichFinancial.com/sc2016 
(see pages 14 and 15 for details)

6625 West 78th Street, Suite 200 
Bloomington, MN 55439

Distribute to other executives:


