
THOUGHT LEADERSHIP 2026

To learn more and reserve your space: 
Contact: Amanda Myrick 
651-675-7248  |  amyrick@icbabanks.org

Your fraud prevention solutions are key to protecting 
community banks and their customers! Take this 
opportunity to share how your solutions can help. 
This special advertorial section will appear in the 
popular May issue of Independent Banker— 
Fraud Prevention.

Guest Experts: Fraud Prevention

Jack Henry Financial Crimes Defender™: A Single Pane  
of Glass for Fraud Prevention 
In today’s increasingly complex financial landscape, banks are facing 
a wave of sophisticated fraud and cybercrimes. 
To combat these risks and protect your customers and assets, you 
need a fortress of defenses built to anticipate and detect fraud. 

Jack Henry Financial Crimes Defender™ is a next-generation, cloud-
native platform built to manage and automate fraud processes in 
true real time. Integrating fraud and BSA/AML under one platform, 
this revolutionary solution provides a comprehensive view of 
financial crimes and breaks down silos to offer faster, smarter 
protection.
Proactive Fraud Defense 
The Financial Crimes Defender platform’s analytics engine integrates 
Feedzai, the world’s largest RiskOps engine for financial risk 
management. 
By leveraging AI and behavioral analytics, Defender learns 
accountholder behavior – proactively uncovering emerging fraud 
and BSA trends. This means you only receive alerts that require 

review, significantly reducing unnecessary manual work and 
allowing your team to focus on high-priority investigations.
Rather than relying on outdated, traditionally reactive fraud detection 
methods, Defender uses advanced analytics to make anomaly 
detection proactive.
Breaking Down Fraud Silos 
A significant challenge faced by many banks today is the siloed 
nature of fraud detection. 
Different types of transactions, such as wire transfers, credit card 
payments, and mobile banking activities, are often analyzed in 
isolation, making it difficult to spot patterns of fraud that span 
multiple channels. 
Defender’s singular platform allows you to break down the typical 
fraud silos based on transaction types – with powerful analytics 
pulling the different transaction types together to mitigate how the 
new generation of fraud and money-laundering actors utilize multi-
channel approaches to deceive your organization and customers.
Advanced AI and ML for Smarter Alerts 
Defender uses one of the top-tier AI/ML learning engines while 
working with digital systems to offer some of the most advanced 
alerting technology available. Not only does Defender detect 
suspicious activity, but it enables you to act on that information 
immediately – minimizing losses or recovering funds quickly. 
The FraudClassifierSM  is Built into Defender 
Another standout feature of Defender is its incorporation of the 
FraudClassifier model, developed by the Federal Reserve in 
collaboration with industry experts, including Jack Henry’s own 
fraud expert, Rene Perez. 
This model provides an intuitive approach to classifying fraud – 
utilizing a consistent taxonomy – empowering you to better measure 
and manage payments fraud. 
As Perez explains, “The model will help you understand fraud trends 
that you didn’t know you had in your financial institution.” 

CHALLENGE: To effectively fight back against sophisticated fraudsters and cyber criminals, you need advanced technology solutions that 
provide robust protection for your customers and assets.

SOLUTION: Meet Jack Henry Financial Crimes Defender™ – a fully hosted, cloud-native, real-time fraud and BSA compliance platform that 
empowers you with visibility into financial crimes and fraud across all channels.

Winning the Fraud War With Jack Henry Financial Crimes Defender™

jackhenry.com/product/defender

GUEST EXPERTS  
Fraud Prevention

Rene Perez, CAMS®
National Director of Sales &  
Financial Crimes Consultant
RPerez@jackhenry.com

GUEST EXPERTS:
Fraud Prevention

This special advertorial section will feature innovative 
products and solutions that are helping community 
banks prosper in the ever-changing financial industry.

Explore this section and learn how our industry 
partners’ innovative offerings can boost your 
community bank’s success!

        New Product and Service Showcase

RATES

Size Corporate  
Member Non-Member

TWO-PAGE SPREAD $8,500 $10,000

FULL PAGE $5,600 $6,650

CHALLENGE/SOLUTION FORMAT:
1.	 State the challenge & solution. 

A.	Name a challenge community banks are facing 
B.	Summarize your company’s solution 

2.	Highlight the benefits of your company’s product  
or service: 
A.	Use case studies and/or testimonials 
B.	Offer concrete details on how your solution works 
C.	Emphasize the impact your solution can make for 		
	 community banks

3.	Include an image to support your message  
(headshot, stock photo, chart, etc.)

4.	Share contact information (Name, email, phone, website)

ADDED VALUE INCLUDES:
• High-resolution PDF of your advertorial to use internally 

• Inclusion in the digital issue of Independent Banker

• Bonus distribution to community bank marketing titles

TO SEE THE ENTIRE 
GUEST EXPERTS:  

INNOVATION  
SECTION FROM 2025 

CLICK HERE. 

DELIVERABLES & SPECIFICATIONS
Headline/title: 10 words max

Challenge & Solution: 75 words (combined) max

Main Copy: Lowercase headlines. Please use multiple 
paragraphs, and bulleted/numbered lists sparingly. 
• Two-page Spread: 700 words 
• Full Page: 400 words 
• Half Page: 125 words

Contact Info: name & title, email, phone, URL 

Image Size: 3.75"W x  3"H; Image must be 300DPI at 
100% of print size

Logo: Vector/.ai format; file must be 300DPI at 100% 
of print size 

Space Reservation Due: March 18, 2026
Ad Materials Due: April 2, 2026

https://www.nxtbook.com/mspc/independentbanker/may2025/index.php#/p/54


THOUGHT LEADERSHIP 2026

To learn more and reserve your space: 
Contact: Amanda Myrick 
651-675-7248  |  amyrick@icbabanks.org

Highlight your company in the issue that celebrates 
our best performing banks! Partnering for Success 
celebrates the successful and collaborative 
partnerships that community bankers share with their 
vendors. Let our bankers know about the benefits 
your company provides by sharing tangible examples 
of how your company has strengthened community 
banks. Discuss new products and services or 
highlight a case study that tells of how your company 
partnered with a community bank for a successful 
outcome. Share a story about a key community bank 
partnership or highlight customer testimonials that 
speak to your company’s success as a community 
bank partner.

Partnering for Success

RATES

Size Corporate  
Member Non-Member

TWO-PAGE SPREAD $8,500 $10,000

FULL PAGE $5,600 $6,650

HALF PAGE (vertical) $3,975 $4,571

Community banks are  
the lifeblood across the U.S.,  
with highly personalized 
services and deep knowledge 
of local businesses and 
economic environments. But as 
these keystone organizations 
face significant headwinds, 
their CFOs and treasurers 
need to re-examine how they 
manage liquidity.

For a decade, balance sheets have been positioned for 
falling or extremely low interest rates. Today, volatility, 
inflation, viral social media and economic conditions 
are putting heavy pressure on liquidity and net interest 
margins. 

As a result, regulators are now taking a highly proactive 
approach to liquidity – and making sure banks do all 
they can to avoid a replay of last year’s market shocks.

Understand your liquidity

Regulators are very keen for banks to both “know and 
own” their numbers, and develop a deep and dynamic 
understanding of current and potential liquidity 
situations.

Every treasurer, CFO and CEO must therefore have 
answers to the following questions.

•  What is the current liquidity profile, in detail, and is 
it in line with the bank’s risk appetite?

•  How does that liquidity profile change under 
stress?

•  What is the contingent liquidity plan to deal with 
stress situations?

It’s no longer sufficient to fire up the usual ALCO or 
regulatory reporting package, check the “are we in 
policy?” box, file away the report and circle back in a 

Doing more for your money 
Advanced new tools for liquidity management

Joe Sass, SVP, Balance 
Sheet Management, FIS

Regulators 
are very keen 
for banks to 
both “know 
and own” their 
numbers, and 
develop a deep 
and dynamic 
understanding 
of current and 
potential liquidity 
situations.

ADDED VALUE INCLUDES:
• High-resolution PDF of your advertorial to use internally 

• Inclusion in the digital issue of Independent Banker

• Copy proofreading, layout and design services

TO SEE THE ENTIRE 
PARTNERING FOR 

SUCCESS SECTION 
FROM 2024,  
CLICK HERE. 

DELIVERABLES & SPECIFICATIONS
Headline/title: 10 words max

Challenge & Solution: 75 words (combined) max

Main Copy: Lowercase headlines. Please use multiple 
paragraphs, and bulleted/numbered lists sparingly. 
• Two-page Spread: 700 words 
• Full Page: 400 words 
• Half Page: 125 words

Contact Info: name & title, email, phone, URL 

Image Size: 3.75"W x  3"H; Image must be 300DPI at 
100% of print size

Logo: Vector/.ai format; file must be 300DPI at 100% 
of print size 

Space Reservation Due: June 18th, 2026
Ad Materials Due: July 6, 2026

JOE SASS, SVP, Balance Sheet Management
FIS Americas Banking Solutions
getinfo@fisglobal.com / fisglobal.com  

month. Getting to the numbers needs to be easier 
and faster, allow for ad-hoc scenarios and analysis, 
and help the bank support its business decisions and 
growth strategies. 

But how?

Rethink your approach

Historically, banks have often brought in a third party 
to perform liquidity analysis and provide reporting 
for regulators and ALCO meetings. This may seem to 
cover the bases, but there are drawbacks. After all, 
when you outsource the knowledge, you can’t strictly 
know and own your numbers in the way regulators 
expect. 

There can also be a tendency to use generalized 
averages in assumptions rather than bank-specific 
data and customer behavior. This can introduce a kind 
of  assumption and model basis risk, especially when 
deposit behavior and prepayment rates are part of the 
stress scenario.

Conversely, banks can opt to build their own liquidity 
spreadsheets and stress scenarios to run in-house. 
Building and maintaining such a program will be a full-
time job of continual enhancements, development 
and validation, on top of actually reporting and 
examining the metrics. 

A go-it alone approach also fails to take advantage of 
the economies of scale and continuous technological 
advances and investments made by firms such as FIS.

Power up in the cloud

Cloud-based, high performance vendor systems 
can be a time- and cost-optimizing answer to 
the challenges of liquidity management, with the 
following benefits.

• Inputs are understood by the bank.

•  The heavy lifting and computations are 
performed by the system. Cloud-based 
computing translates to speed, with reports 
available in minutes rather than hours, weeks, 
next month or next quarter end.

•  Agile reporting allows you to drill into sources 
of risk with two or three clicks on an interactive 
dashboard.

•  Scenarios are highly bank-specific and can 
and should include NIM improvement and new 
business alternatives to the BAU plan.

•  Increased ease of use transforms the reporting 
process from a box- checking exercise into the 
basis for strategic discussions.

•  Fully validated models simplify audits and 
regulatory filing.

•  As regulations evolve, so does the system, 
ensuring ongoing compliance.

There has never been a more urgent need for 
community banks to provide the unique services 
that drive local communities. So, it’s vital these 
organizations have access to tools and technology 
that help them monitor, manage and maintain their 
own liquidity in turbulent times.

Cloud-based, high performance  
vendor systems can be a time- 

and cost-optimizing answer to the 
challenges of liquidity management

Special Spotlight

https://www.nxtbook.com/mspc/independentbanker/may2024/index.php#/p/52


THOUGHT LEADERSHIP 2026

To learn more and reserve your space: 
Contact: Amanda Myrick 
651-675-7248  |  amyrick@icbabanks.org

Take this opportunity to share how your solutions  
can help community banks get to the next level.  
This special advertorial section will appear in the 
marketing-focused March issue of Independent  
Banker and will be distributed to a bonus audience  
of community bankers with marketing titles.

Guest Experts: Customer Acquisition 

RATES

Size Corporate  
Member Non-Member

TWO-PAGE SPREAD $8,500 $10,000

FULL PAGE $5,600 $6,650

HALF PAGE (vertical) $3,975 $4,571

CHALLENGE/SOLUTION FORMAT:
1.	 State the challenge & solution. 

A.	Name a challenge community banks are facing 
B.	Summarize your company’s solution 

2.	Highlight the benefits of your company’s product  
or service: 
A.	Use case studies and/or testimonials 
B.	Offer concrete details on how your solution works 
C.	Emphasize the impact your solution can make for 		
	 community banks

3.	Include an image to support your message  
(headshot, stock photo, chart, etc.)

4.	Share contact information (Name, email, phone, website)

ADDED VALUE INCLUDES:
• High-resolution PDF of your advertorial to use internally 

• Inclusion in the digital issue of Independent Banker

• Bonus distribution to community bank marketing titles

DELIVERABLES & SPECIFICATIONS
Headline/title: 10 words max

Challenge & Solution: 75 words (combined) max

Main Copy: Lowercase headlines. Please use multiple 
paragraphs, and bulleted/numbered lists sparingly. 
• Two-page Spread: 700 words 
• Full Page: 400 words 
• Half Page: 125 words

Contact Info: name & title, email, phone, URL 

Image Size: 3.75"W x  3"H; Image must be 300DPI at 
100% of print size

Logo: Vector/.ai format; file must be 300DPI at 100% 
of print size 

Space Reservation Due: January 16th, 2026
Ad Materials Due: February 3rd, 2026



THOUGHT LEADERSHIP 2026

To learn more and reserve your space: 
Contact: Amanda Myrick 
651-675-7248  |  amyrick@icbabanks.org

Guest Experts: Core Technology

Space Reservation Due: February 18th, 2026
Ad Materials Due: March 5th, 2026

A core transformation can be daunting! 
If the financial investment and time 
commitment aren’t enough to grimace 
at, community bankers often worry that 
Murphy’s Law may strike during the 
actual transformation process and impact 
business operations.

But it doesn’t have to be this way. Steps 
can be taken proactively to ease the 
process and lay the foundation for future 
growth. Here are a few best practices to 
help banks shift their mindset and look 
forward to a successful transformation. 

WHETHER IT’S NEXT YEAR  
OR IN 10 YEARS, REPLACING 
THE BANK’S CORE SYSTEM 
IS INEVITABLE. BUT, IT 
SHOULDN’T HAVE TO BE  
A HEADACHE. 

1.  First, have honest conversations with 
your provider. Whether you’re working 
with your current provider or a new 
one, make sure you discuss costs (e.g., 
deconversion fees), the conversion 
timeline, and customer support 
expectations (e.g., training) to ensure 
there is a plan ahead of transformation. 

2.  Treat the core transformation as 
an organizational transformation. 
Resistance to change is your biggest 
hurdle, so involve staff in decision-
making as they will be using the new 
platform. Their input and buy-in up 
front will help when developing new 
processes. Keep an open mind—finding 

new efficiencies 
and opportunities 
will delight your 
customers and 
team.

3.  Start cleaning up 
data to prepare 
for migration, 
which includes 
having a clean 
set of customer 
accounts. 
Eliminate 
duplicates and 
reduce dormant or 
inactive accounts 
where regulation 
allows. Use the 
core change 
as an opportunity to clean up any 
compliance issues and refresh your 
product offerings.

4.  Ensure any desired legacy products 
integrate into the new system. It’s often 
underestimated how long it takes to 
integrate legacy products with a new 
core system. Make sure your provider is 
API-enabled to easily integrate current 
and future products, so you avoid 
disruptions, delays, and truly get what 
you were promised. 

The IBT Apps Approach 
Thinking about a full core transformation 
can be overwhelming, which is why it’s 
critical to have a trusted core partner. At 
IBT Apps, we listen to you and lead with 
our partnership to offer a truly innovative 
core system that works for your business. 
Our adaptable i2Suite® core platform 
provides multiple benefits, including an 
intuitive user experience, API-enabled 

integration capability, and secure access 
to data for increased ROI and improved 
compliance. When you’re ready to explore 
a new core option, connect with us and 
learn how to move your business forward.

Interested in modern core technology 
and learning if a full core transformation is 
worth it?   

Best practices for a successful core transformation

CHALLENGE: Legacy core platforms are aging out and no longer keeping community banks relevant. Meanwhile, large core 
providers push upgrades to their newest platforms, but a full core transformation presents its own challenges. As a result, many 
bankers remain skeptical about investing in a new core system.

SOLUTION:  By following key best practices, community bankers can ease any transformation angst, offer their customers the big-
bank benefits of modern core technology, and confidently plan for a successful core transformation.

Guest Experts: 
Core Technology

INTEGRATED BANK TECHNOLOGY

Scan the QR code 
to download our 

Core Survival Kit.

Phil Layher
Director of Business Development

Phil.Layher@ibtapps.com • 512-616-1188
www.ibtapps.com

Mastering your merger—it’s all in 
the methodology 
Community bank merger and 
acquisition (M&A) activity is expected 
to increase in 2025 due to improving 
macroeconomic conditions, potential 
regulatory easing and increased CEO 
confidence in pursuing deals. As you 
look to enhance customer value while 
their money is at rest, in motion or at 
work, you may be contemplating such 
a move. Some community banks, 
however, lack in-house expertise and 
need a strong technology partner with 
a proven M&A track record that can 
facilitate a smooth transition. 

FIS has been a trusted partner to many 
banks navigating the complexities 
of mergers and acquisitions. At the 
core of our success is the target 
operating model (TOM) methodology, 
a structured approach that aids in 
aligning your M&A with your strategic 
goals.

The TOM serves as a blueprint for 
integration, laying the foundation for 
streamlined workflows, optimized 
processes and cohesive customer 
interactions. FIS collaborates with 

your team to assess your current 
operations and define a future-state 
banking environment tailored to your 
post-merger needs. Whether it’s retail 
banking, commercial operations or 
digital channels, the TOM streamlines 
every process and system for 
efficiency.

With the guidance of the TOM, FIS 
minimizes post-merger risks by 
standardizing operations and reducing 
redundancies. This methodology 
streamlines platform consolidation, 
avoids customer disruption, and 
establishes team alignment without 
delays. For example, a well-defined 
TOM supports seamless integration 
of loan origination and deposit 
operations, reducing processing times 
and enhancing service delivery across 
all channels.

The benefits include cutting costs 
through platform consolidation, 
improving productivity by automating 
workflows, and delivering exceptional 
customer experiences. The FIS TOM-
driven approach often results in faster 
time-to-market for new products and 
enhanced data analytics that unlock 
actionable business insights.

One standout feature of the FIS TOM 
is its ability to mitigate risks associated 
with large-scale transitions. The 
comprehensive analysis and planning 
embedded in the TOM not only 
reduce operational disruptions but 
also helps establish compliance with 
regulatory standards. Additionally, 
our component-based architecture 
allows you to integrate innovative 
technologies rapidly, maintaining 
agility in a fast-changing market.

By choosing FIS, you’re not just 
investing in technology, you’re 
investing in a resilient future. Our TOM 
methodology transforms M&A from 
a logistical challenge into a growth 
accelerator, making the most of 
new technology while reducing risk, 
boosting efficiency and maximizing 
return on your investment. 

Unlock M&A Success with a Strong Target Operating Model

A STRONG TARGET OPERATING 

MODEL HELPS YOU IDENTIFY 

POTENTIAL PROBLEMS EARLY 

AND MINIMIZE THEIR IMPACT

CHALLENGE: While a merger or acquisition holds the promise of helping you expand your footprint and boost performance, 
managing the complex technology aspects can be daunting. With a meticulous plan defining your future-state banking 
environment, you can facilitate a seamless integration that enhances customer value and operational efficiency.

SOLUTION:  Join forces with FIS® in the development of a comprehensive target operating model (TOM), a blueprint for 
how your combined bank will function after the merger.

Fiaz Sindhu
SVP Head of Community Banking

 www.fisglobal.com

Guest Experts: 
Core Technology

Fiaz Sindhu  
SVP Head of 
Community 
Banking

Scan the QR code 
to contact us and 
find out more.

A special section focused on your area of expertise—
Core Banking Systems! This special advertorial section 
will appear in the April issue of Independent Banker 
(print and digital) which will feature editorial coverage 
on emerging Core technology.

RATES

Size Corporate  
Member Non-Member

TWO-PAGE SPREAD $8,500 $10,000

FULL PAGE $5,600 $6,650

CHALLENGE/SOLUTION FORMAT:
1.	 State the challenge & solution. 

A.	Name a challenge community banks are facing 
B.	Summarize your company’s solution 

2.	Highlight the benefits of your company’s product  
or service: 
A.	Use case studies and/or testimonials 
B.	Offer concrete details on how your solution works 
C.	Emphasize the impact your solution can make for 		
	 community banks

3.	Include an image to support your message  
(headshot, stock photo, chart, etc.)

4.	Share contact information (Name, email, phone, website)

ADDED VALUE INCLUDES:
• High-resolution PDF of your advertorial to use internally 

• Inclusion in the digital issue of Independent Banker

• Bonus distribution to community bank marketing titles
DELIVERABLES & SPECIFICATIONS
Headline/title: 10 words max

Challenge & Solution: 75 words (combined) max

Main Copy: Lowercase headlines. Please use multiple 
paragraphs, and bulleted/numbered lists sparingly. 
• Two-page Spread: 700 words 
• Full Page: 400 words 
• Half Page: 125 words

Contact Info: name & title, email, phone, URL 

Image Size: 3.75"W x  3"H; Image must be 300DPI at 
100% of print size

Logo: Vector/.ai format; file must be 300DPI at 100% 
of print size 

TO SEE THE ENTIRE 
PARTNERING FOR 

SUCCESS SECTION 
FROM 2025,  
CLICK HERE. 

Https://www.nxtbook.com/mspc/independentbanker/april2025/index.php#/p/58


THOUGHT LEADERSHIP 2026

To learn more and reserve your space: 
Contact: Amanda Myrick 
651-675-7248  |  amyrick@icbabanks.org

This companion section to July’s Top-Producing Lenders 
feature is the perfect opportunity to highlight your 
company’s lending expertise. Maximize your visibility as  
a lending expert, address a challenge and offer insights  
on your lending niche and discuss your point of 
differentiation. Our audience of community bank  
decision-makers is eager to find lending solutions for their 
bank. Position your company’s solutions alongside the 
trusted Independent Banker brand and gain maximum 
exposure in the only lending-focused issue of the year!

Guest Experts: Lending

With growing non-interest expenses and loan-loss provisions 
continuing to put downward pressure on net income last year, 
community banks have a growing sense of urgency around 
efficiency. For the first time ever, efficiency has emerged as the 
top strategic priority – with 54% of bank CEOs naming it a primary 
focus according to the new Strategy Benchmark study from Jack 
Henry™.

As a primary revenue driver for community banks, loan processes 
are the first place to look. There’s hope the Fed will cut interest 
rates in 2025 to boost loan growth. In fact, small financial 
institutions’ portfolios are expected to increase 5.8%. 

Lower rates allow banks to focus on growing loans. But when 
lending volumes increase, your loan origination system needs to 
be ready. Improving the digital lending process will make your 
organization more competitive in the marketplace, more efficient, 
and more profitable.

Here are 10 must-haves when it comes to evaluating a new loan 
origination system:

1. Flexible loan documentation management: The ability to 
manage loan documentation seamlessly, whether online or offline, 
is crucial for ensuring efficiency and compliance.

2. Integrated CRM capabilities: Incorporating accountholder 
relationship management functionalities within the LOS enables a 
holistic approach to customer interaction and service delivery.

3. Mobile-first, omni-channel experience: A seamless 
experience across multiple channels – with a focus on mobile 
accessibility – is essential for meeting the expectations of today’s 
borrowers.

4. Data-driven workflow configuration: Configurable workflows 
driven by data not only simplify loan processing but also enable 
adaptive decision-making based on real-time insights.

5. Seamless integration with data sources: Integration with core 
banking platforms, credit bureaus, and other relevant systems 
ensures smooth data exchange and enhances operational 
efficiency.

6. Automated decision making: The ability to automate 
loan decisions expedites the approval process and reduces 
dependency on manual underwriting, improving overall efficiency.

7. Comprehensive reporting and analytics: Access to 
comprehensive reporting and analytics tools provides valuable 
insights into lending activities, portfolio performance, and 
compliance status, facilitating informed decision-making.

8. Dedicated support and training: Thorough technical support 
services, comprehensive training programs, and user-friendly 
documentation are essential for maximizing user adoption and 
optimizing system utilization.

9. Vendor reputation and experience: Evaluating vendor 
experience, industry reputation, and client references ensures a 
reliable partnership and long-term success.

10. Commitment to innovation: Insight into the vendor’s product 
roadmap and commitment to ongoing innovation are vital for 
staying ahead. 

By prioritizing these key features, your lenders can confidently 
navigate a new loan origination system, paving the way for enhanced 
efficiency, customer satisfaction, and long-term success no matter 
what the future holds.

To learn more about how Jack Henry  
can help today, scan the QR code.

10 Essentials of a New Loan Origination System

jackhenry.com 

Guest Experts:
Lending

Kristin Zell  
Director of Sales, Lending and Deposits 

kzell@jackhenry.com

RATES

Size Corporate  
Member Non-Member

TWO-PAGE SPREAD $8,500 $10,000

FULL PAGE $5,600 $6,650

Community banks that lack SBA and USDA lending products risk losing small business customers to competitors who offer these 
valuable programs. With recent SBA policy changes increasing underwriting standards and lender fees, now is the ideal time to 
expand your loan portfolio. Partnering with Holtmeyer & Monson—the ICBA’s Preferred Service Provider—ensures your bank stays 
competitive, compliant and profitable with SBA and USDA lending, while providing much-needed capital to your community.

Drive Growth and Profits with SBA and USDA Lending

Guest Experts:
Lending

JOHNNY FORD 
VP – Financial Analyst 
NMLS #1885001

Challenge 
Complex and frequently changing regulations, limited in-
house expertise, inefficient processes that caused delays 
for both customers and staff, and a lack of adequate risk 
management tools.

Solution 
H&M brought a wealth of expertise and a tailored approach 
to address these challenges. Their team provided regulatory 
expertise, streamlined our internal processes to enhance 
customer experience, and offered training and guidance for 
all GB&T employees. They break down complex regulations 
into actionable steps that we can easily follow.

Benefits 
The collaboration 
with H&M brought us 
increased efficiency, 
stronger compliance, 
enhanced risk 
management, and 
improved client 
relationships. H&M’s 
team is highly 
responsive and always 
willing to go the extra 
mile to ensure our 
bank’s success. 

WENDY PERCOSKI 
SVP Commercial Lender

Challenge 
Grappling with the structure, requirements, and constantly 
changing terms of SBA authorizations. Struggled to keep up with 
the latest guidelines, which made the whole process frustrating.

Solution 
H&M serves as an invaluable resource, offering guidance 
on structuring loans that align with our needs and pass SBA 
requirements. Their expertise ensures loan structures are 
thoughtfully designed from the start, preventing last-minute 
revisions due to changing SBA guidelines. This proactive 
approach streamlines the process and builds confidence in 
delivering accurate solutions.

Benefits 
Partnering with H&M 
allows us to be much 
more successful. 
Having a dedicated 
account manager to 
work with consistently 
is a tremendous 
benefit. If we had a new 
or different person for 
every deal, we couldn’t 
provide the same level 
of superior customer 
service to our clients.

Holtmeyer & Monson’s 
commitment to 
partnership, clear 
communication, and 
practical solutions set 
them apart from the 
competition.

We trust and have 

confidence in 

Holtmeyer & Monson.

Ready to maximize your profits from SBA and USDA lending?
Let’s start with a quick consultation. Email info@holtandmon.com or scan the QR code.

ICBA Preferred Service Provider   •   Coleman’s 2024 SBA Lender Service Provider of the Year Award

USE THIS OPPORTUNITY TO:
• �Showcase how your company has helped a community bank 

to increase loan volume

• �Describe a customized solution that addresses a challenge  
(or challenges) facing lenders

• �Explain how you’ve helped a community bank streamline the 
lending process

• �Share how your solutions have helped a community bank 
remain competitive and profitable

ADDED VALUE INCLUDES:
• High-resolution PDF of your advertorial to use internally 

• Inclusion in the digital issue of Independent Banker

• Bonus distribution to community bank marketing titles

• �Promotion for the section will run in ICBA’s daily newsletter, 
NewsWatch Today

TO SEE THE ENTIRE 
GUEST EXPERTS: 

LENDING SECTION 
FROM 2025,  
CLICK HERE. 

DELIVERABLES & SPECIFICATIONS
Headline/title: 10 words max

Challenge & Solution: 75 words (combined) max

Main Copy: Lowercase headlines. Please use multiple 
paragraphs, and bulleted/numbered lists sparingly. 
• Two-page Spread: 700 words 
• Full Page: 400 words 
• Half Page: 125 words

Contact Info: Name & title, email, phone, URL 

Image Size: 3.75"W x  3"H; Image must be 300DPI at 
100% of print size

Logo: Vector/.ai format; file must be 300DPI at 100% 
of print size 

Space Reservation Due: May 16th, 2026
Ad Materials Due: June 3rd, 2026

https://www.nxtbook.com/mspc/independentbanker/july2023/index.php#/p/62


THOUGHT LEADERSHIP 2026

To learn more and reserve your space: 
Contact: Amanda Myrick 
651-675-7248  |  amyrick@icbabanks.org

You have the Regulation and Compliance 
expertise that community banks need! Take 
this opportunity to share how your solutions 
can help them.

This special advertorial section will appear in 
the September 2024 Regulation & Compliance 
Issue of Independent Banker.

Guest Experts: Compliance

RATES

Size Corporate  
Member Non-Member

TWO-PAGE SPREAD $8,500 $10,000

FULL PAGE $5,600 $6,650

“A governance model that brings 
all stakeholders together will 
be key for the success of open 
banking.”

Open banking is transforming 
the financial industry, offering 
opportunities for innovation, 
efficiency, and inclusivity. 
For community bankers and 
compliance officers, this shift 
presents both challenges 
and potential. Navigating the 
complexities of open banking 
compliance within the framework 
of U.S. regulations is critical to 

delivering secure and ethical services while staying competitive.
The Core Areas of Open Banking Compliance for  
U.S. Community Banks  
To unlock the potential of open banking while also meeting 
regulatory requirements, community banks need to focus on 
these key areas:
• Security and Data Privacy
• Meeting U.S. Regulatory standards
• Consumer Trust and Building Financial Inclusion
Security and Data Privacy 
Open banking is the practice of securely sharing financial 
data between financial institutions and third-party providers, 
recognizing the consumer has control over who can access 
their data. Security is the first focus and essential at all steps 
of data storage, transmission, and sharing.  Key steps towards 
maintaining security include:
•  Ensuring customers have full control over their data by 

implementing robust consent-management systems. 
•  Leveraging encrypted APIs to protect sensitive financial data 

while allowing authorized access. Community banks should 
look to incorporate standardized APIs like FDX that are secure 
and more cost-effective in the US as they allow for integration 
with multiple third-party vendors and service providers.  

•  Conducting regular audits to identify and mitigate potential 
security risks. 

Meeting U.S. Regulatory Standards 
Compliance with U.S. data privacy regulations like the Gramm-
Leach-Bliley Act (GLBA) and state-specific laws (e.g., the 
California Consumer Privacy Act) is standard for community 
banks. While open banking in the US is currently less regulated 
than Europe, where PSD2 sets clear open banking guidelines, 
agencies such as the Consumer Financial Protection Bureau 
(CFPB) are pushing for greater transparency through initiatives 
like Section 1033 of the Dodd-Frank Act, known as CFPB 1033. 

Whether CFPB 1033 comes to pass as is or with future changes, 
community banks should look towards opportunity by:
•  Developing internal policies that align with CFPB 

recommendations on consumer data access and transparency. 
•  Monitoring evolving state and federal regulations to ensure 

adherence and avoid penalties. 
•  Engaging with industry groups to prepare for potential federal 

open banking legislation, staying ahead of compliance 
requirements. 

Consumer Trust and Building Financial Inclusion 
For community banks, compliance isn’t just about avoiding 
risks — it’s about strengthening trust with local customers. Open 
banking also presents an opportunity to serve underserved 
populations and foster financial inclusion, often a cornerstone of 
community banking. 
Effective strategies include: 
•  Educating customers on how their data is protected and 

empowering them to make informed choices. 
•  Incorporating alternative data, such as rent or utility payments, 

into credit assessments to help thin-file or no-file customers 
access credit. When available near-real-time via customer 
consent, the data can provide for better decision-making.

•  Offering tailored services, such as multilingual support and 
tools that address the specific needs of your community. 

Collaboration: A Key to Navigating Open Banking  
Compliance in open banking requires collaboration across 
regulators, fintech partners, and other community banks. By 
working together, you can build a framework that ensures 
security while fostering innovation. Consider these best 
practices: 
•  Participate in industry working groups focused on U.S. open 

banking standards. 
•  Establish partnerships with trusted fintechs that share your 

commitment to compliance and customer service. 
•  Leverage sandbox programs to test and refine new compliance 

models before full implementation. 
Staying Ahead While Serving Your Community 
Open banking is an opportunity for community banks to 
enhance customer relationships, expand services, and drive 
local economic growth. By focusing on compliance with U.S. 
regulations and prioritizing consumer trust, your institution can 
turn open banking into a competitive advantage while meeting 
regulatory requirements. 

Parijat Sinha, VP, Head of 
Product Open Banking, FIS

Compliance

fisglobal.com/contact-us

Open Banking Compliance and its Role in Community Banking 

USE THIS OPPORTUNITY TO: 
• �Showcase how your company has helped a 

community bank to increase loan volume

• �Describe a customized solution that addresses a 
challenge (or challenges) facing lenders

• �Explain how you’ve helped a community bank 
streamline the lending process

• �Share how your solutions have helped a community 
bank remain competitive and profitable

ADDED VALUE INCLUDES: 
 

• High-resolution PDF of your advertorial to use internally 

• Inclusion in the digital issue of Independent Banker

• Bonus distribution to community bank marketing titles

• �Promotion for the section will run in ICBA’s daily 
newsletter, NewsWatch Today

TO SEE THE ENTIRE 
GUEST EXPERTS: 

COMPLIANCE  
SECTION FROM 2025 

CLICK HERE. 

DELIVERABLES & SPECIFICATIONS
Headline/title: 10 words max

Challenge & Solution: 75 words (combined) max

Main Copy: Lowercase headlines. Please use multiple 
paragraphs, and bulleted/numbered lists sparingly. 
• Two-page Spread: 700 words 
• Full Page: 400 words 
• Half Page: 125 words

Contact Info: name & title, email, phone, URL 

Image Size: 3.75"W x  3"H; Image must be 300DPI at 
100% of print size

Logo: Vector/.ai format; file must be 300DPI at 100% 
of print size 

Space Reservation Due: July 17th, 2026
Ad Materials Due: August 1st, 2026

https://www.nxtbook.com/mspc/independentbanker/september2025/index.php#/p/58
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Contact: Amanda Myrick 
651-675-7248  |  amyrick@icbabanks.org

Cybersecurity is a top concern for community  
banks and Cybersecurity Month is a perfect time 
to show how you can help. This companion section 
to Independent Banker’s Cybersecurity issue is the 
opportunity to highlight your expertise in guiding  
banks through these challenges. Maximize your visibility  
as an expert, address a challenge, offer insights on your 
niche and discuss your point of differentiation.

Guest Experts: Cybersecurity

Banks today are facing a perfect storm of cybersecurity challenges.

From increasingly sophisticated ransomware attacks to mounting regulatory 
pressures – cybersecurity attacks are becoming more sophisticated and aggressive 
than ever before. In fact, 93% of organizations experienced two or more identity-
related breaches in 2024, with 89% targeted by ransomware.

As threats continue to rise, the risk landscape is more complex than ever – making 
cybersecurity a strategic priority for banks of all sizes. Yet for many banks, staffing a 
full-time Information Security Officer (ISO) isn’t feasible. 

The result? Critical gaps in risk management, governance, and compliance.

The Power of a vISO 
With the shortage of available talent combined with governance challenges, 
managing cybersecurity risks has become increasingly difficult. 

As a result, more banks are turning to Virtual Information Security Officers (vISOs) to 
strengthen their security posture, mitigate financial impact, and reduce reputational 
risk.

A vISO provides the same strategic guidance and security leadership as an on-staff 
ISO – but on a flexible, outsourced basis. This means expert-level oversight without 
the cost or complexity of a full-time hire. 

As security challenges grow, so does the need for experienced leadership. 

From policy development to vendor risk management, vISOs help you stay ahead of 
emerging threats and regulatory changes while reducing internal burdens and costs. 

Whether you’re looking to fill talent gaps, provide strategic insight, or strengthen 
governance, vISOs continue to play a critical role in navigating an increasingly 
complex threat landscape – helping anticipate threats, develop contingency 
strategies, and ensure operational resilience. 

And, as security and governance become increasingly interconnected, vISOs will be 
crucial in providing essential guidance – positioning you to thrive in the next era of 
risk. 

Jack Henry’s vISO Solution: A Smarter Choice for Banks 
Backed by Jack Henry governance, risk, and compliance experts, our vISO solution 
empowers you with:

•  Expert-led strategy: Seasoned cybersecurity professionals guide you through 
evolving threats and changing regulations, address your cyber risks, and navigate 
ever-changing FFIEC directives regarding the security of non-public information.

•  Operational harmony: Our vISO offering integrates seamlessly with your existing 
teams and technology to amplify – not disrupt – your security posture. You gain 
expertise, ease, and efficiency – all through a scalable, outsourced service to help 
you stay ahead of cybersecurity threats and meet regulatory expectations.

•  Ongoing compliance management: Monthly information security status 
meetings which include reporting and tracking of issues or findings, guidance on 
regulatory updates, best practice recommendations, and other Q&As on information 
security topics. (Includes exam preparation, consultation, and evidence collection.)

•  Vendor management: Consulting expertise to help manage critical vendors 
and reduce or mitigate third-party risks through vendor due diligence reviews and 
assessments.

Why It Matters 
As banks become bigger targets for cybercrime, you need  more than ad hoc 
solutions. 

With consistent, strategic security leadership that doesn’t stretch budgets or 
resources, Jack Henry’s vISO helps you gain a competitive edge in the digital 
battlefield – one that’s built on experience, efficiency, and trust.

Learn how to make cybersecurity proactive – not reactive –  with Jack Henry.  
Connect with an expert today! 

Bringing the Big Guns: Why You Need Virtual ISOs

cyber  
security

CHALLENGE/ SOLUTION: Banks are facing rising cybersecurity threats and regulatory pressures, yet many lack resources for a full-time Information Security Officer 
(ISO) – creating critical gaps in governance, risk, and compliance management. The Jack Henry™ Virtual ISO solution bridges this gap with expert-led, scalable security 
leadership. From policy development to vendor risk management, our vISO helps you stay compliant, resilient, and ahead of threats – without the cost or complexity of a 
full-time hire.

jackhenry.com
Viviana Campanaro,  

CISSP, Security and GRC Solutions Specialist, 
Information, Security, and Technology. 

vcampanaro@jackhenry.com
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Future-proofing against payment fraud 
Fraud is not just a single-point issue; it 
impacts every aspect of a community 
bank’s operations. From enumeration 
attacks that use algorithms to “guess” valid 
card details to man-in-the-middle schemes 
targeting mobile wallets, the complexity 
of cyberthreats continues to grow. Fraud 
prevention demands a proactive, holistic 
approach that protects businesses, 
cardholders and the broader payments 
ecosystem. 

An effective technology ecosystem integrates fraud prevention 
into the broader scope of payment system operations. This 
includes leveraging AI-powered tools to monitor for suspicious 
patterns, such as spikes in low-value transactions caused by 
enumeration attacks or flagging fraudulent activity in 3D Secure 
schemes by verifying devices through one-time passwords.

The role of education and customer awareness 
Beyond technology, educating customers plays a pivotal role 
in combating man-in-the-middle fraud attempts. Perpetrators 
often disguise themselves as trusted entities, tricking individuals 
into sharing sensitive payment information. By ensuring 
your customers are well-informed about these tactics and 
clearly communicating that your institution will never request 
passwords or sensitive data, you can increase trust and minimize 
risk.

Partnerships in the fight against fraud 
No bank has the resources to tackle fraud alone. This is where 
strategic partnerships elevate your defenses. For example, FIS® 
helps protect over 3,000 card issuers worldwide, monitoring 
more than 75 billion transactions annually. Our expertise has led 
to noteworthy outcomes, such as frequently blocking over $15 
million in real-time fraud attempts in a month. 

Building resilient infrastructure 
Integrating fraud prevention with broader payment services like 
card issuance, loyalty programs and digital apps helps create a 
seamless and secure system. By embedding fraud management 
into every aspect of payment processes, community banks 
can help transform their security postures, efficiency, customer 
satisfaction and long-term success.

Future-proofing your fraud prevention strategies isn’t just 
about surviving. It’s about thriving in a rapidly evolving digital 
landscape by building trust, ensuring resilience and driving 
sustained growth. FIS combines decades of fraud prevention 
expertise with innovative payment technology to deliver a 
comprehensive, future-ready ecosystem that empowers 
financial institutions to help safeguard their customers and 
thrive in an increasingly complex threat landscape.

The technology ecosystem you need to combat payment fraud

cyber  
security

Eric Kraus,  
Head of Product and  
Services FIS Fraud,  
Risk and Compliance  
Solutions

CHALLENGE: Card fraud continues to threaten community banks as fraudsters find new, more intricate ways to infiltrate systems, 
potentially costing businesses billions while eroding customer confidence. Staying ahead of constantly evolving threats while money is 
in motion is a critical but daunting task.

SOLUTION: Implementing an interconnected ecosystem of advanced technology solutions, paired with education and strategic 
partnerships, offers banks the tools they need to help detect, prevent and respond to fraud while enhancing operational resilience.

Discover the FIS payments ecosystem 
Get in touch to find out more.

fisglobal.com  

CHALLENGE/SOLUTION FORMAT:
1.	 State the challenge & solution. 

A.	Name a challenge community banks are facing 
B.	Summarize your company’s solution 

2.	Highlight the benefits of your company’s product  
or service: 
A.	Use case studies and/or testimonials 
B.	Offer concrete details on how your solution works 
C.	Emphasize the impact your solution can make for 		
	 community banks

3.	Include an image to support your message  
(headshot, stock photo, chart, etc.)

4.	Share contact information (Name, email, phone, website)

ADDED VALUE INCLUDES:
• High-resolution PDF of your advertorial to use internally 

• Inclusion in the digital issue of Independent Banker

• Bonus distribution to community bank marketing titles

• �Promotion for the section will run in ICBA’s daily newsletter, 
NewsWatch Today 

• Inclusion in the Experts Content Directory for 12 months

TO SEE THE ENTIRE 
GUEST EXPERTS:  
CYBERSECURITY 

SECTION FROM 2025, 
CLICK HERE. 

DELIVERABLES & SPECIFICATIONS
Headline/title: 10 words max

Challenge & Solution: 75 words (combined) max

Main Copy: Lowercase headlines. Please use multiple 
paragraphs, and bulleted/numbered lists sparingly. 
• Two-page Spread: 700 words 
• Full Page: 400 words 
• Half Page: 125 words

Contact Info: name & title, email, phone, URL 

Image Size: 3.75"W x  3"H; Image must be 300DPI at 
100% of print size

Logo: Vector/.ai format; file must be 300DPI at 100% 
of print size 

Space Reservation Due: August 16th, 2026
Ad Materials Due: September 1st, 2026
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To learn more and reserve your space: 
Contact: Amanda Myrick 
651-675-7248  |  amyrick@icbabanks.org

Highlight your newest offerings, products  
and solutions in Digital Banking,  
a special advertorial section in November’s  
innovation-focused issue. Showcase your 
technological expertise and highlight how  
your technology, tools and services can  
help community banks achieve greater 
efficiency, innovative products and a better 
customer experience. 

Key areas of interest include risk management, 
payments, mobile/RDC, fraud prevention,  
IT security, lending, core processing, and more. 

Digital Banking

Digital
Banking
Community banks are partnering up to improve 
efficiencies, boost profits and better meet the  
needs of their customers.

In this special advertorial section, discover 
technology expertise and how unique tools 
and services can help community banks 
achieve a better customer experience.

RATES

Size Corporate  
Member Non-Member

TWO-PAGE SPREAD $8,500 $10,000

FULL PAGE $5,600 $6,650

The digital banking landscape 
is undergoing a profound 
transformation. Customers today 
expect their financial institutions 
to deliver seamless, personalized 
experiences—anytime, 
anywhere. These expectations 
are shaped by the intuitive, 
responsive digital interactions 
they encounter across industries. 

To meet them, banks must evolve from transactional 
service providers into technology-enabled experience 
leaders.

The key lies in an opti-channel strategy, the next 
evolution of customer experience. While omnichannel 
ensures you can communicate consistently across 
any channel, opti-channel uses data to determine the 
optimal channel for each interaction. This approach, 
powered by a 360-degree customer view, allows you 
to anticipate the customers’ needs and deliver the right 
experience, at the right time, through the right channel. 

At the heart of a successful opti-channel strategy is 
open banking—the secure sharing of financial data 
between institutions and third-party providers. This 
practice is essential for gaining visibility across a 
customer’s entire financial lifecycle. By harnessing the 
wealth of data available, your institution can unlock 
value-added services like real-time financial insights, 
faster loan approvals, and automated personal finance 

management. For your small and medium-sized 
business (SMB) clients, this translates to improved 
financial management, enhanced access to capital, and 
data-driven strategic support. 

Achieving this requires a reimagined operating model, 
including unified customer records, orchestration layers 
that abstract legacy systems, and centralized data stores 
that support predictive analytics.

This is where FIS® plays a pivotal role in providing 
digital solutions that are foundational for a reimagined 
operating model. With decades of experience in 
financial technology and a deep understanding of the 
money lifecycle—at rest, in motion, and at work—FIS 
helps institutions unlock the full potential of open 
banking. 

By partnering with FIS, financial institutions gain 
access to a proven component based ecosystem 
that harmonizes user experience, APIs, and data. This 
enables banks to deliver human-centric opti-channel 
digital experiences that build trust, drive loyalty, and 
position them for long-term growth.

Open banking is not just a technical upgrade—it’s a 
strategic imperative. Institutions that embrace it can 
move beyond siloed systems and legacy constraints to 
create a future where banking is intuitive, inclusive, and 
insight-driven. With the right partner, that future is within 
reach.

The Bigger Picture of Open Banking

PARIJAT SINHA, Head of Open Banking, FIS Digital Banking Solutions
fisglobal.com/products/digital-one   |  fisglobal.com/contact-us

Digital  
Banking

Parijat Sinha

CHALLENGE: As customers demand ever more seamless and personalized interactions, banks face the challenge of delivering the optimal 
experience for every individual, at every moment.

SOLUTION: Embracing an opti-channel approach—one that intelligently connects each customer to the right product in the right channel at 
the right time—offers the solution for creating meaningful, tailored banking journeys in a rapidly evolving digital landscape.

ADDED VALUE INCLUDES:
• High-resolution PDF of your advertorial to use internally 

• Inclusion in the digital issue of Independent Banker

• Copy proofreading, layout and design services

• BONUS DISTRIBUTION: The November issue will be  
  sent to all technology titles of ICBA member banks

TO SEE THE 2025 
DIGITAL BANKING 

SECTION  
CLICK HERE. 
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