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Welcome Remarks

Adam Mahone
Senior Vice President, Strategic Solutions, ICBA



• Goal #1 – To evolve to become the #1 trusted resource for banks to 
find, research, and select third-party solution providers.

• Goal #2 – To deliver a measurable increase in member engagement 
and top of mind consideration for ICBA’s strategic partners.  



Where were you in 2006?



Preferred Service Provider Introductions

This Photo by Unknown Author is licensed under CC BY NChi  h b  k  h  i  li d d   Shi  h b  k  h  i  li d d   

• Please introduce yourself 
• What is your role/title at your company
• What is your ICBA “preferred” service?  
• What does your target ICBA client look 

like? 

https://pngimg.com/download/26922
https://creativecommons.org/licenses/by-nc/3.0/
https://socialsci.libretexts.org/Courses/Diablo_Valley_College/Public_Speaking/09:_Introductions_Matter-_How_to_Begin_a_Speech_Effectively/9.01:_The_Importance_of_an_Introduction
https://creativecommons.org/licenses/by-nc-sa/3.0/
https://vp.commons.gc.cuny.edu/2017/01/26/first-day-activities-six-word-introductions/
https://creativecommons.org/licenses/by-nc/3.0/


Community Banking: Pride in the Profession



A Word from our 
President & CEO

Rebeca Romero Rainey
President & CEO, ICBA



Government Relations Update

Aaron Stetter
Executive Vice President, Advocacy & Strategic Engagement, 
ICBA



Brandy Smallbrock
Vice President, Member Relations Officer, ICBA

ICBA Member Demographics Report



Agenda

- Meet the ICBA Member Relations Team
- YTD Performance
- Demographics 
- “Day in the life of an MRO”
- How we can work together to support community banks
- Questions?

ICBA Preferred Service Provider Engagement Forum





Key Membership Demographics 

• Over 97% renewal rate in 2022
• Exceeded our annual revenue goal for new member recruitment (104% goal YTD)

• Nearly 2/3rds of all community banks are ICBA members 
• Membership asset size range - De Novo to $50B 
• Mean and Median asset data:



Leah Edwards
Vice President, Member Relations Officer, ICBA

Day in the Life of an MRO





Key Responsibilities

• New members
• Member retention

• Annual renewal
• Presence in the field

• State association conventions and 
other regional meetings

• Bank visits
• Field offices

• Conduit of information
• ICBA resources, advocacy, products 

and services
• Banker feedback



A Day in the Life

• A typical bank visit…
• Prep work 

• Call report/ Earnings reports
• Browsing their website
• Membership history
• Product use history
• And more!

• Listening…
• What I thought we’d discuss vs. what we actually discuss

• Bottom line
• There’s a lot to cover in a small amount of time



How can we work together?

• Work together to bring collective 
solutions to bankers 

• Educate, help, and listen to bankers

• Provide opportunities for bankers to 
connect with one another- regional 
events, digital communities, etc. 

• Let’s get creative!

Best Practices
• Share your data

• Give the MROs leading questions/ 
indicators of who would be a good fit

• Ask your clients and prospects, “Are you an 
ICBA member?” 

• Share intel with the MRO & we will do the 
same- collaboration & relationship building 
at local level 

• Team is incented to create leads for our 
PSP’s 

• Customer service 



Questions?





Brett Huff
Managing Director, Stephens, Inc.
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The contents of this presentation may not be used for any other purpose without the prior written consent of Stephens Inc. This foregoing material has been presented solely for informative purposes as of its stated date and is not a solicitation, or an offer, to buy or sell any security. It does not purport to
be a complete description of the products, securities, markets or developments referred to in the material. Information included in the presentation was obtained from sources considered to be reliable, but has not been independently verified and is not guaranteed to be accurate or complete. All
expressions of opinion apply on the date of the presentation. No subsequent publication or distribution of this presentation shall mean or imply that any such information or opinion is accurate or remains current at any time after the stated date of the presentation. You will not be advised of any
changes in any such information or opinion. Stephens Inc., its employees, officers, directors and/or affiliates may from time to time have a long or short position in the securities mentioned and may sell or buy such securities. Stephens does not provide legal, tax or accounting advice; please consult your
legal or tax professional. The individuals principally responsible for preparation of this presentation have received compensation that is based upon, among other factors, Stephens Inc.’s investment banking revenues. Additional information available upon request. ©Stephens Inc. 2022

Agenda
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7. FUTURE OF FINTECH: BANK FINTECH STRATEGIES

8. APPENDIX
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INTRODUCTION1.
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Stephens At A Glance
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Senior Banker 
Involvement

Senior bankers 
participate in 
execution 
throughout the 
process

Family Owned 
Since 1933

Our reputation is 
worth more to us 
than our fees

Principal 
Mentality

We always think   
and act like owners

Independent
And Stable

We offer long-term 
advice that builds 
long-term 
relationships

Exceptional 
Results

A dedicated
team that delivers

Middle Market 
Focus

Extensive expertise 
that stretches across 
industry verticals

Full-Service 
Investment 
Banking

A full range of
M&A, Equity and 
Debt offerings

Global 
Perspective

Over 30 bankers 
operating through 
Stephens Europe Ltd.
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Investment Banking Platform Overview

25
Note: Stephens statistics since 2010.

180+
Sector Specific

Investment Bankers

Equity Capital Markets

250+
Sponsor-Backed

M&A Transactions

$100B+
Aggregate M&A

Transaction Volume

$140B+
Aggregate Capital Markets

Transaction Volume

$206M
Avg. Sponsor-Backed

M&A Deal Size

Mergers & Acquisitions

Deal Type

$116+
BILLION

Debt Capital Markets

$45+
BILLION

Industry & Financial Sponsor Coverage

500+
Companies Under 

Coverage

Capital Solutions Group

100+
TRANSACTIONS

Deal Type Deal TypeDeal Type
High Yield Bonds
Private 
Placement
Investment Grade Bonds

IPO

Follow-On

Buy-Side

Sell-Side Restructurings / Recapitalizations

Distressed Financings & Sales

Litigation support

$100+
BILLION
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Energy & Clean
Energy Transition

Sector Expertise
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Consumer
Diversified
Industrials &
Services

Financial
Institutions

Health & Life 
Sciences

Technology,
Media, & Telecom
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Stephens Overview
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Brett Huff, CFA
Managing Director – Technology

• Joined Stephens in 2005 with a focus on financial technology 
• Over 17 years of experience, including 15 as Stephens' Business Services equity research analyst, covering financial 

technology, payments, and information services 
• Brett is a Chartered Financial Analyst (CFA) and he obtained his A.B. in social studies from Harvard University and 

received an M.B.A., focusing on finance and strategy, from the Kellogg School of Management at Northwestern 
University 

Technology, Media, and Telecom Investment Banking

(1) Includes affiliates.

Financial Institutions Investment Banking

• Internet of Things
• Financial Technology and 

Payments
• Healthcare IT
• Media
• Property / Lending Technology 

and Services
• Security Software
• Telecommunications
• Vertically Focused Software 

Applications

Areas of Focus

14
Senior Bankers

• Diversified Financials

• Depository

• Mid-Atlantic
• Midwest
• Northeast
• Southeast
• Southwest
• West Coast

• Specialty Finance

Areas of Focus

15
Senior Bankers
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WHAT IS FINTECH?2.
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Fintech Market Map – Public and Select Private Companies
Consumer 

Finance Apps 
& Neobanks

Customer 
Acquisition & 
Onboarding

Governance,
Risk & 

Compliance

Consumer 
Digital 

Banking

Commercial 
Cash 

Management

Banking as a 
Services 
(BaaS)

APIs, Open 
Banking & 
Embedded 

Finance

Core 
Processing

Loan 
Origination 

Systems

Data & 
Analytics

Capital 
Markets Wealth Tech



CONFIDENTIAL AND PROPRIETARY INFORMATION OF STEPHENS INC| MEMBER NYSE, SIPC 

Payments Market Map – Public and Select Private Companies
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Mobile 
Wallets / P2P 

Payments
BNPL POS

Merchant 
Acquiring

and PayFacs
Networks

Debit, ATM, 
and Card 

Issuing
Billpay ACH, Wire, 

RTP Checks Crypto/Defi/ 
Blockchain

Data & 
Analytics

B2B
Payments
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Fintech vs. Traditional Bank Overview

31

Non-Balance Sheet Fintech Balance Sheet Fintech

Partner / Enable Traditional Banks Disrupt / Compete with Traditional Banks

• Technology vendor 

• May enable improved underwriting 
offering

• Does not use balance sheet for 
loans

• Technology vendor and underwriter 
of loans 

• Typically sells loans post origination

• Technology vendor and underwriter 
of loans 

• Typically keeps loans after 
origination

Categories Are Already Blurring

Example: Example: Example:
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WHY FINTECH MATTERS3.
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Why Fintech Matters
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New Business Models are Compelling

5.5x Lifetime Value / Customer Acquisition Cost at 33 Months for Square Cash App

Disrupters Are Taking Share

31% 24% 14%

28% 30%
33%

14% 13%
9%

14%
13%

15%

11% 17% 28%

2% 3% 1%

Primary Checking…Second Checking AccountThird Checking…

Megabank Large Regional
Community Bank Credit Union

13% 20% 29%

87% 80% 71%

Fintech Value Propositions are Resonating

“How well does the provider perform 
SMB finance related functions?”

1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 31 32 33

Customer 
Acquisition 

Cost

Cumulative 
Cohort 

Variable 
Profit

$7.7M

($1.4M)

79% 

67% 67% 65% 65% 62% 62% 59% 59% 
52% 50% 

44% 44% 

36% 
30% 

21% 

Source: Cornerstone Advisors, Lee Weatherington, Senior Director of Corporate Strategy, at Jack Henry & Associates presentation at Association for Financial Technology 2021 Spring Summit, 
Block Inc., Fintech live!, The Financial Brand.
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Stock Performance & Valuations of Banks, Challenger Banks & Fintechs
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Challenger Banks Traditional Banks High Growth Fintechs (FINX ETF)

SMB / POS Lenders

Fintech Partnership

Payments / Crypto

Select StocksPeer Set(1)(2)

Stock Price Performance Price / Tangible Book Value

Banks308
East31%
West25%

South19%
Midwest25%

Large

21%
Mediu
m

37%
Small

42%

0.0 x

5.0x

10.0x

15.0x

20.0x

25.0x

High Growth Fintech Challenger Banks

Traditional Banks

(3)

Ja
n-20

Apr-2
0

Ju
l-2

0

Oct-2
0

Ja
n-21

Apr-2
1

Ju
l-2

1

Oct-2
1

Ja
n-22

Apr-2
2

Ju
l-2

2

Oct-2
2

25.0%

50.0%

75.0%

100.0%

125.0%

150.0%

175.0%

200.0%

-33.47%

6.45%
8.51%

High Growth Fintechs Challenger Banks
Traditional Banks

Note: Market Data as of November 3, 2022.
(1) NASDAQ BANK index makes up Traditional Banks peer set. (2) Small banks have <$2.5B in Total Assets, Medium $2.5B – $10B and Large >$10B.
(3) GSKY included prior to be taken private in March 2022.
Source: S&P CapitalIQ

2.8x 
1.6
x 1.4
x 
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FUTURE OF FINTECH: OUTLOOK4.
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Future of Fintech: Outlook
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Traditional banks and neobank / fintech disruptors will 
borrow from / partner with each other

• Banks: improve marketing, niche products, frictionless onboarding

• Fintech disruptors: improve compliance and regulation

• APIs will enable this transition

Banks will become an even more important 
marketplaces for solutions

• Already the case in using third-party technology like digital banking 
and SMB lending

• Will extend to include a much fuller suite of products

• Traditional "bundle" technology buying will become less powerful as 
APIs enable easier "best of breed" buying and as consumer/business 
customers demand superior technology

• Banking-as-a-service market positioning will run from full BaaS banks 
to banks partnering on specific business lines to banks simply 
referring business

Consumer and business customers will continue to 
demand better solutions

• Frictionless onboarding, pre-populated / predictive forms, faster AI-
driven loan decisioning, niche product offerings, embedding 
financial services at the point of need / unbundling of the financial 
value chain, seamless integration of services, elegant and simple 
user experiences

Consolidation will accelerate

• Banks: small community banks may choose to sell vs. step-change 
investment to upgrade technology (relative to disruptor fintechs 
and/or national banks)

• Disruptors: easy funding to acquire customers and grow revenue will 
give way to profit focus including mergers to achieve cost synergies

• Bank-friendly fintechs: next-gen fintech "winners" emerge and buy 
smaller competitors

Market structure will bend…but ultimately retain some 
existing trends

• VC and PE fintech funding: decline substantially near term which 
drives consolidation; long term will be available b/c of bank tech 
gap/pace of innovation

• Large fintechs behavior: after long M&A binge will shed assets to 
narrow focus; but still will buy tuck ins for tech innovation



CONFIDENTIAL AND PROPRIETARY INFORMATION OF STEPHENS INC| MEMBER NYSE, SIPC 

FUTURE OF FINTECH: SELECT THEMES5.
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Fintech and Community Bank Themes
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Big Tech and Disruptive Fintech Themes Future of FinTech Themes

FIs often possess richer, longer-duration financial dataUse Data to Personalize and 
Predict

Many FIs already focus on specific customer segments. Some segment, such as large 
consumer accounts, are difficult for fintechs to serveSpecialize and Verticalize

FIs are already intimately involved in consumer and business workflows, just need to tap 
into this

Embedding Functionality at Point 
of Need

Software available to FIs to provide better user experienceMarket-Leading User Experience

Software available to FIs to enable easier onboardingLow-Friction Digital Onboarding

FIs have access to new API-Driven capabilities to provide truly seamless processes as 
well

Seamless Integration for Superior 
User Experience

01

02

03

04

05

06
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Mortgage Modernization – Low Friction Digital Onboarding
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$26B (1.3%) $357B(8.7%)

•The Bank-Friendly Fintech ResponseThe Problem

• Complex

• Inefficient 

• Stressful

The Fintech Disruptor Innovation

The Results

Rocket Mortgage Market Share

• 32 of Top 100 US banks

• 2,200 integrated partners

• Reduce cost by $520 / loan, implied cost to 
deploy of ~$80 / loan for a healthy ROI

• Consumers can complete loan application 
in <10 minutes 

• Reduce primary loan origination cycle times 
by ~10 days

Fintechs build equivalent bank-friendly, 
white-labelled products

• “Push button, get mortgage”

• Omni-channel / anytime

• Low-friction & low data entry 

• Integrated workflow

• Ecosystem of partners

Rocket Mortgage grew 4.5x faster than 
the market

2009  

6% 
CAGR

Mortgage 
Market

Source: Company documents, Forbes, Mortgage Bankers Association. 

$2.0T $4.1T
27% 
CAGR

2020
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Blockchain – Faster / Better / Cheaper Via Specialization
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The Bank-Friendly Fintech Response

• A platform that enables 
commercial customers to send / 
receive payments instantly 

• Tokenizes US Dollar deposits at a 
bank using private permission-
based blockchain

• Tokens plaud in digital wallet for 
instant payment use 

• Uses Ethereum network

“A shared immutable ledger that facilitates the process of recording 
transactions and tracking assets in a business network”

- IBM

The Problem

Top 100 Banks That Invested in Blockchain

What is TassatPay? Banks Using TassatPay

Foreign Wire Transfer Cost

$15 - $50

21
bps 14 

bps

Banks Partnering for Blockchain

Value Proposition

One Source of 
Truth

Asset Tracking 
Immutability Immutability

Blockchain Definition

• ~10B in deposits from 
cryptocurrency customers

• ~16% of all deposits

Source: ibm.com/topics/what-is-blockchain, cointelegraph.com, mybanktracker.com, Tassat, CB Insights.

Average XRP Transaction Cost

$0.0013927

55%
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Open Banking and APIs – Seamless Integration
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Mandated in Some Regions

Open Banking – The Problem Examples of Open Banking Technology

Slow bank innovation has driven regulatory open banking 
mandates and de-facto customer-driven API access to 

customer bank data

De Facto + In the US

• Plaid has data agreements with 
majority of top-ten US banks

• Plaid agreements with Jack 
Henry’s Banno and NYMBUS

• Open finance platform Plaid 
Exchange landed May 2020 –
targeted at small FIs

2017 

CFPB non-binding guidance 
on data sharing from 

Section 1033 from Dodd 
Frank

July 9, 2021

Executive Order 
encourages CFPB to allow 

customers to download 
banking data

Source: The Financial Brand, Mantl, BankDirector.com.

Purchase

Partnership

Partnership

Partnership

Partnership

Purchase

Purchase
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AR Automation – Embedding Banks Within Commercial Workflows
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The Bank-Friendly Fintech ResponseThe Problem

The Fintech Disruptor Innovation

The Results

SaaS accounting software that banks offer to SMBs 
integrated with a checking account

Bank-friendly AR automation solutions

82%

31%

76%

% of the time cash flow 
problems cause SMB 

failure

% of SMB invoices that 
are not paid in 30 days

% of SMBs that want one 
place to manage all of 
their business finances

$1.5T
Dollar amount of 

invoices created in 
Quick Books

$91B
Annual pmts volume 
processed by Intuit

(+40% YoY)

>$200M
Dollar balance with 

Intuit and its GreenDot
Partner

– 7% SMB adoption
– $2.5M SMB invoices 

annually

– 3% SMB adoption in year one
– More SMB logins / month

95% of Autobooks invoices are paid within 5 
business days vs 27 industry average

In July 2020, Intuit launched 
QuickBooks Cash, an SMB 

checking account with 
partner Green Dot Bank

“QuickBooks Cash delivers what current business 
accounts don’t – a banking experience that 

enables small businesses to accept payments, pay 
teams and vendors – with automatic reconciliation 

for easy financial management”

– Rania Succar, Senior VP of 
QuickBooks Capital and Payments at Intuit

Source: SCORE / Counselors to America’s Small Business, U.S. Bank, Intuit, Lending Tree, Autobooks. 
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SMB Loan Automation – Specialize and Verticalize
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Bank Innovation Response: Verticalize and Automate

Bank Innovation Response: Automated Spreading

The Problem: SMB Loans are Hard to Get

The Fintech Disruptor Innovation

• 21 vertical focus loan officer 
teams

• Automate workflow

• Now top ROA and ROE in its 
asset class

• LiveOak developed nCino
LOS

• Now 100% paperless 
origination

26 Major SMB non-
bank lenders raised 
a total of $7B since 
1988 

51%
Received 

all 
funding

38%
Received 

some 
funding

11%
Did not receive 

funding

SMB Funding Success Rates Reasons for Declined Funding

27
%24

%23
%21

%19
%19
%19
%

Lack of business history

Lack of cash

Insufficient collateral

Personal credit score too 
low

Loan requested too small

Business credit score too 
low / nonexistent

Sales too low

Source: Square’s The Capital Report 2020, FinTech Labs, Company documents. 

• Universal API for SMB financial software
• A major use case is pulling accounting data for spreading
• Connects with 18 accounting providers through proprietary APIs
• Connects with all major banks via Plaid and True Layer
• 130 Clients, 190 employees, 22M API calls / month

• Digital applications
• Fast underwriting decisions
• Data-driven underwriting
• New data sources – e.g. merchant acquiring data
• Algorithmic decisioning – e.g. Square Capital 

Key Features
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Buy Now Pay Later (NBPL) – Using Data to Personalize and Predict
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38.0% 

47.0% 
50.0% 

42.0% 

20.0% 

61.0% 60.0% 61.0% 

53.0% 

41.0% 

18-24 25-34 35-44 45-54 55+

Pe
rc

en
ta

ge
 w

ho
 h

av
e 

us
ed

 B
N

PL

The Problem

Consumer Usage Trends

Impact: Card Volume + B2B Financing

FI Response to BNPL

Average YoY Usage Increase of 
15.8%

Age Range

39% BNPL consumers use the 
service to avoid credit card 
interest

202
0

202
1

Source: The Ascent Surveys of American Adults (July 2020, March 2021), Researchandmarkets.com.

• Embedded B2B Trade Credit

• $60 mil. funding in May 2021

• Enable businesses to defer payments on superior terms

• Speed up invoice payments and increase cash flow
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Non-bank Fintech Product 
e.g. PayPal digital wallet

Non-bank 
Fintech Product 
Bank Product

Banking as a Service (BaaS) – Embedding Value at Point of Need
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BaaS Value Chain: Embedded Bank Services

The Problems BaaS Solves

Bank BaaS Responses: Good News / Bad News

Select BaaS Bank and Tech Examples

• BaaS banks have posted higher 
profitability metrics and have 
grown assets at a pace of over 
2.5x traditional banks(1)

• Banks have regulatory expertise 
and franchise to enable safe 
Fintech innovation 

• Achieving technological 
capabilities and customer scale 
is difficult, expensive and 
(potentially) time consuming. 

• Need for long-term, large-scale 
greenfield tech investments is a 
driver 

Good News Bad News
Fintech 
Only

Tech Providers

Aggregators Embedding Finance

BaaS Banks

Source: Coyote Finance, Deloitte, Modia.
(1) Data from a JAM FINTOP analysis of 47 BaaS banks.

Non-bank Fintechs have 
acquired many customers. 
But they need to cross sell 
additional bank products to 
them to make them higher 
revenue and higher profit. 
EX: Square Cash App 
without a debit card is just 
low margin P2P pmts.

Banks need growth markets 
and to serve customers 
previously difficult to 
access. 

EX: Shopify Merchants want 
bundled SMB banking 
services integrated into their 
Shopify merchant accounts 
/ systems 

1 2

BaaS
Technology
Provider

Fintech 
with Baas
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FUTURE OF FINTECH: TRENDS AND STATISTICS6.
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0x

10x

20x

30x

40x

50x

60x

Nov 2007 Nov 2008 Nov 2009 Nov 2010 Nov 2011 Nov 2012 Nov 2013 Nov 2014 Nov 2015 Nov 2016 Nov 2017 Nov 2018 Nov 2019 Nov 2020 Nov 2021 Nov 20

Public Fintech Company Valuations – Compression of High Growth Valuations

47

Legacy Comps: CSVI, EPAY, FICO, FIS, FISV, GPN, JKHY, MA, NCR, TSS, V.
Fast Growth Comps: ADYEY, ALKT, BTRS, MQ, PAY, PYPL, QTWO, TEMN.
Source: S&P Capital IQ as of 11/03/22.

5
Years

15
Years

10
Years

2
Years

Market re-
valuation of 

SaaS and growth

EV / NTM EBITDA

Nov 2022

Fast Growth 
Comps

Legacy Comps
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Public Broad SaaS Valuations – Growth Values Down But Still Rewarded
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0x

5x

10x

15x

20x

25x

30x

35x

40x

45x

50x

Though SaaS Multiples and High-Growth Premiums Have Compressed, the Market Still Pays a ~85% Higher Multiple for Growth

High Growth
>30%

10.5x

Mid Growth
15 - 30%

5.7x

Low Growth
<15%

3.5x

High Growth SaaS Index: ASAN, AYX, BILL, BRZE, CFLT, CRWD, DDOG, DOCN, GTLB, MNDY, NCNO, NET, S, SMAR, SNOW, SPT, ZI, ZS.
Mid Growth SaaS Index: AMPL, APPF, APPN, BIGC, BL, COUP, CXM, DOMO, DT, ESTC, FIVN, FROG, FRSH, FSLY, HCP, HUBS, IOT, JAMF, MDB, NEWR, NOW, OKTA, OLO, PAYC, PCOR, PCTY, PD, PLTR, QLYS, 
QTWO, RNG, RSKD, SHOP, SPLK, SUMO, TEAM, TENB, TWLO, U, VEEV, WDAY, WK, WKME, XM, ZEN. 
Low Growth SaaS Index: ADBE, ADSK, AI, API, BASE, BLKB, BNFT, BOX, CRM, DBX, DOCU, EGHT, GWRE, KLTR, LAW, MNTV, ONTF, PATH, SQSP, TWOU, WIX, YEXT, ZM, ZUO.
Source: S&P Capital IQ, Company filings and FactSet as of 11/03/22. Multiples over 100x excluded. 

EV / NTM Revenue

1
Year

3
Years

2
Years

6
Months
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$5.2 $6.0 $7.0 $6.6
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Fintech Deal Volumes – Down from Historic Highs
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Global FinTech Financing Volume by Year

$105.1
Q1-Q3
2021 

Q3
$13.3

Q2
$26.6 

Q1
$35.3 

Source: FT Partners Q3 2022 Quarterly Fintech Insights.

($ in Billions)
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Fintech Deal Dollar Values – Down From Recent Highs
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Global FinTech Deal Activity Volume

IPOs
Private Company Financing
M&A

Source: Source: FT Partners Q3 2022 Quarterly Fintech Insights.
Note: IPO data only includes IPOs with gross proceeds of $30M or more

($ in Billions)



CONFIDENTIAL AND PROPRIETARY INFORMATION OF STEPHENS INC| MEMBER NYSE, SIPC 

VC Funding in Fintech – Here to Stay but Lower Near-Term Levels

51
Source: Pitchbook Data, Inc. as of 9/30/22.

$1.8 $2.4 $5.4 $8.6 $8.0 $7.9 
$14.8 $17.5 

$22.0 

$55.7 

$29.6 
367 

540 
672 741 709 

847 

1,145 1,155 

1,208 

2,111 

1,511 

2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022*

Deal Value Deal Count

US Fintech VC Deal Activity

($ in Billions)



CONFIDENTIAL AND PROPRIETARY INFORMATION OF STEPHENS INC| MEMBER NYSE, SIPC 

PE Funding in Fintech – Here to Stay but Lower Near-Term Levels
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Source: Pitchbook Data, Inc. as of 9/30/22.
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VC in Fintech – High Levels of “Dry Powder” on the Sidelines
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Source: PitchBook Data, Inc. | NVCA Venture Monitor as of 9/30/22.
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PE Dry Powder – Strong Appetite to Deploy Capital

54
Source: PitchBook Data, Inc. as of 6/30/22.

Private Equity Dry Powder & Deal Activity

($ in Billions)
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Private Fintechs – Focus on Profitability
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89% 

74% 
72% 

70% 

50% 50% 50% 50% 50% 50% 
48% 

45% 
42% 

37% 37% 
35% 

33% 
31% 30% 30% 30% 30% 30% 

28% 27% 26% 26% 25% 25% 25% 

Source: layoffs.fyi, trueup.io, layoffstracker.com | Geography Global | As of 9/30/22.

% of Employees Laid Off by Company
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FUTURE OF FINTECH: BANK FINTECH STRATEGIES7.
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Fintech Vision for the Future of Banking

Traditional Banking Structure Fintech Enabled Banking Future

Products/Servic
es

• Bank owns customer relationship directly
• Products and services developed and offered by bank 

to customers 
• Oligarchy of four money center banks that house ~40% 

of deposits 
• Smaller banks try to keep up with big bank product 

developments
• Products  traditionally accessed through branch or 

bank’s website

• New cohort of client-facing fintechs capture distribution channels
• Simple, elegant/tailored and innovative product designs often aimed at a 

specific customer segment that expands client base
• Results in more products at lower cost, less unbanked, etc.

• Money center banks are primary targets of fintechs to take market share 
(attacks incumbent moat)
• Smaller banks can be positioned to benefit from change

• Fintech also unlocks bolt-on efficiency opportunities that allow smaller banks to 
more effectively compete with the mega-banks

- New originators and innovators of financial products

- Connectivity and sharing of data

Improved process, efficiency, security 

Banks remain the primary capital source

Banks serve as capital source and control product 
offering

Commentary Commentary

Relationship Customer data

Bank Customer

Low-income, immigrants, low FICO, SMBs

Bank 
Customer

Online 
Banking

Online 
Lending

Payment 
Gateway

Omni 
Channel 

Virtual 
Currency API Mobile 

Technology
Robo

Advisor
P2P 

Lending

Big Data Regtech Machine 
Learning

Block 
Chain Encryption KYC
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Bank Digital Transformation – Select Companies

Contract / Partner with Fintech 
Applications Invest in Banktech Funds Convert Business Lines to Fintech / 

BaaS

FinTech Fund
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Overview of Banktech Funds

Canapi Ventures
A subsidiary of Live Oak Bancshares, Inc.

JAM FINTOP Banktech
A joint venture between Jacobs Asset Management & 

FINTOP Capital

Total Fund Size 
of ~619mm(1)

>35 Bank 
Investors(2)

(Larger Regional 
Banks)

BankTech Ventures
Recently launched by Hovde Group LLC & 

Independent Community Bankers of America

Mendon Ventures Banktech
A fund sponsored by Mendon Venture Partners

Targeting small-to-mid cap banks with 
total assets up to $50bn

The Banktech Consortium Fund
An Elizabeth Park Capital Management Ltd. & 

Strandview Capital partnership

Community 
Bank 

Investors

50

Fund Size
$100M

The Banktech Consortium 
Fund will have a 4-year 

investment period, during 
which the community bank 

partners will each invest 
$1mm-$15mm into the fund

An additional 2% 
contribution from Elizabeth 

Park & Strandview

Source: S&P Global Market Intelligence, Pitchbook Data, Inc., Businesswire.
(1) $237.5mm in financial services investments.
(2) Includes 11 of the top 50 and 23 of the top 100 banks in asset size.

Castle Creek / Launchpad

Notable 
Investments

 In April 2021, JAM FINTOP raised $150mm
to help accelerate technology adoption 
at community banks across the country

 All 66 of the fund’s limited partners are 
community banks, combining for total 
assets over $600bn

 In January 2022, raised a blockchain-
focused fund

 Venture capital fund with a $150 million 
to $200 million goal for its first fund, whose 
close is expected at the end of October

 Additionally, general partners include 
individuals from The Venture Center, 
Coastal Financial and Sunwest Bank

 Limited partner base of >100 community 
banks

Notable 
Investments

 Castle Creek Launchpad Fund I closed at 
$90mm in July 2022

 LPs include 34 banks and related banking 
professionals

 Target early stage Fintech companies that 
enable banks

 Intends to raise $100mm
 No more than 40 banks will be able to join 

the fund as investments will be limited to 
between $2.5mm & $5mm

Notable 
Investments

Notable 
Investments
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Disclosure

This material has been prepared solely for informative purposes as of its date of preparation. It is not a solicitation, recommendation or offer to buy or sell any security and 
does not provide information on which an investment decision to purchase or sell any securities could be based. It does not purport to be a complete description of the 
securities, markets or developments referred to in the material. Information included in the material was obtained from sources that we consider reliable, but we have not 
independently verified such information and do not guarantee that it is accurate or complete. No subsequent publication or distribution of this material shall mean or 
imply that any such information remains current at any time after the date of preparation of the material. We do not undertake to advise you of any changes in any such 
information. Additional information is available upon request. Stephens or its employees or affiliates at any time may hold long or short position in any of the securities 
mentioned and may sell or buy such securities. 

The views and opinions expressed in this material are those of the author and do not necessarily reflect the opinions of Stephens or any other person or entity. Any 
expressions of opinion or forward-looking statements included in this document are based on information available on the date of preparation, speak only as of such date 
and are subject to change without notice. No assurance can be given that any of such opinions or statements will prove correct. 

Nothing in this document should be viewed as accounting, tax, regulatory or legal advice; please contact your professional accounting, tax, regulatory or legal advisors 
for such advice. 

Data referenced in the material is derived from S&P Capital IQ, PitchBook Data Inc., S&P Global Market Intelligence or other third party data sources or data providers 
(collectively “Data Providers”). Please note that Data Providers do not guarantee the accuracy, adequacy, completeness or availability of any content provided and are 
not responsible for any errors or omissions, regardless of the cause or for the results obtained from the use of such content. Such information is believed to be accurate on 
the date of issuance of this document. In no event shall the Data Providers or Stephens be liable for any damages, costs, expenses, legal fees or losses in connection with 
any use of the data included in the material.

“Stephens” (the company brand name) is a leading family-owned investment firm that includes Stephens Inc. (member NYSE/SIPC), Stephens Investment Management 
Group, LLC, Stephens Insurance, LLC, Stephens Capital Partners LLC and Stephens Europe Limited (Registered office: 12 Arthur Street, London, EC4R 9AB, Registered 
number 8817024), which is authorized and regulated by the Financial Conduct Authority. © 2022 Stephens
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Jim Mastey
Senior Vice President, Conventions & Meetings,
ICBA

ICBA LIVE 2023 Update



ICBA LIVE 2023
Preview & Updates



ICBA LIVE 2023 – March 12-16
Hilton Hawaiian Village, Honolulu, HI

Current Attendance Numbers Projected Booth Numbers
• Bankers/Bank Directors – 598 - 175 equivalent booths 
• Spouses/Guests – 430 - Approximately 100 less than typical year
• Kids – 55

Hotel Reservations 
• Reservations are open / Beware of scams



ICBA LIVE 2023 – Honolulu, HI  March 12-16

Saturday, March 11 (Pre-Day)
• Exhibitor Registration Desk & Move-In 8 a.m. – 5 p.m. 
• Banker Registration 2 p.m. – 6 p.m.
• Exhibitor Appreciation Reception 5 p.m. – 6:30 p.m.
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Monday, March 13 (Day 2)
• Learning Labs 

• 7:30 – 8:20 & 8:35 – 9:25 a.m.
• Expo Open

• 9:30 a.m. – 1:15 p.m.
• Lunch – 11:30 a.m. – 12:30 p.m.
• Prize Party – 12:45 – 1:15 p.m.

• Learning Labs
• 10:30 – 10:55 & 11:05 – 11:30 a.m.

• Roundtables 
• 1:15 – 2:30 p.m.

• State & Partner Receptions
• 5 – 9:30 p.m. (by invitation) 

Sunday, March 12 (Day 1)
• Bank Director Program

• 8 a.m. – 2:30 p.m.
• Exhibitor Registration 

• 8 a.m. – 6:30 p.m.
• ThinkTECH Showcase & Learning Labs

• 8:30 a.m. – 10:30 a.m.
• Expo Open

• 10:30 a.m. – 2:30 p.m.
• Taste of Hawaii Lunch Sampler – 12-1 p.m.

• Large Comm. Bank Roundtable
• 11:30 a.m. – 2 p.m.

• Welcome Reception in the Expo
• 4:30 p.m. – 6:30 p.m.
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Wednesday, March 15 (Day 4)
• Learning Labs 

• 8-8:50, 9:05-9:55 a.m.
• General Session

• 10:30 a.m. – 12:30 p.m.
• A Night to Celebrate

• 5:30 – 9 p.m.

Thursday, March 16
• Departures

Tuesday, March 14 (Day 3)
• Learning Labs

• 7-7:50, 8:05-8:55, 9:10-10 a.m.

• General Session
• 10:30 a.m. – 12:30 p.m.

• Lunch & Learns (by invitation)
• 12:45 – 1:45 p.m.

• ICBPAC Auction Fundraiser 
• 5 – 7 p.m. (separate ticket required)



ICBA LIVE 2023 – Honolulu, HI  March 12-16

Sponsorship Opportunities

Food & Beverage in the Hall
• Expo Lunch 
• Taste of Hawaii Lunch Sampler
• Ice Cream / Mini Donuts or Dessert
• Popcorn / Warm Pretzels
• Danish/Pastries in Booth 



ICBA LIVE 2023 – Honolulu, HI  March 12-16

Sponsorship Opportunities

Set Your Brand Apart
• Shoe/Boot Shine Station 
• Cigar Rolling (huge hit at Fall Leadership Meetings!)
• Branded Gift Station

• Beach Towels / Flip Flops / Sunglasses / Cooking Items



ICBA LIVE 2023 – Honolulu, HI  March 12-16

Sponsorship Opportunities

Thought Leadership 
• Learning Labs (50-minutes)
• NEW – Mini Learning Labs (25-minutes)
• Whiteboarding with Experts (15-20 minutes)



Additional ICBA 2023 Events 

• Capital Summit – May 2-5, Renaissance DC
• LEAD FWD Summit – September (Location TBD)
• Fall Leadership Meetings – Mid-October (Location TBD)
• Breaking Barriers Symposium – early-December (DC)
• Community Banker Univ. Events 

• Great as standalone sponsored events or group 2-3 together for 
additional visibility 



Lauren White
Coordinator, Strategic Solutions, ICBA

What’s Now and What’s New



ICBA Preferred Service Provider Engagement Forum

What’s on the menu?

• Preferred Service Provider Resource Center

• Vendor Value Statement

• PSP Videos



What’s Now?

ICBA Preferred Service Provider Engagement Forum



Preferred Service Provider Resource Center

ICBA Preferred Service Provider Engagement Forum



Preferred Service Provider Resource Center

ICBA Preferred Service Provider Engagement Forum



News Watch Today Member Access

ICBA Preferred Service Provider Engagement Forum

PSP Engagement - Marketing



PSP Engagement – Other Opportunities

ICBA Preferred Service Provider Engagement Forum

What else 
do I get?



ICBA Preferred Service Provider Engagement Forum

@ICBA@ICBA www.icba.org

https://www.facebook.com/icbaorg @ICBA

#icbasolutions #icbapsp



Vendor Value Statement

ICBA Preferred Service Provider Engagement Forum



Vendor Value Statement

ICBA Preferred Service Provider Engagement Forum



Vendor Value Statement

ICBA Preferred Service Provider Engagement Forum



How Can I Leverage This Relationship?

ICBA Preferred Service Provider Engagement Forum

• Leverage ICBA PSP logo on all marketing collateral and company website.

• Submit at least 6 pieces of content for Member Access and NewsWatch Today bi-annually.

• Educate sales team about ICBA, the PSP program, and member discounts.

• Design your marketing roadmap for the coming year now!

• Participate in ICBA events and publications.

• Expand relationship by adding new services.

• Use your social media and tag us. Use the hashtags #icbasolutions #icbapsp



ICBA Preferred Service Provider Engagement Forum

Any 
questions?



What’s New?

• PSP Videos

• New ICBA Solutions Directory! 

ICBA Preferred Service Provider Engagement Forum



Thank you!

Lauren.white@icba.org

ICBA Preferred Service Provider Engagement Forum



Jana Jurukovska
Vice President, 
Marketing/Creative Director, ICBA

Joey Arnone
Director, Product Strategy, Strategic 

Solutions, ICBA

New ICBA Solutions Directory – Q&A



ICBA Solutions Directory Listing

From old 
to new



ICBA Solutions Directory Profiles

From old 
to new



The Goal

• Increase Banker Engagement
• Put relationships first: Help 

bankers find the right person to 
talk to

• Improve UX to remove friction
• Improve search categories and 

allow searching by solution
• Give you another channel for 

sharing resources with bankers



Strategy for Increasing Visibility

Solution 
Directory

5. Tiered Profiles: add people, post 
updates

1. Advertisement: banners

4. Posts/Updates

2. Featured: homepage, search page, 
videos, interviews

Increase Traffic 
Through: 

Extra ICBA Promotion

Better SEO

Rich content to 
bring traffic back

Ways to engage:

3. Ranked Categories



Extra PSP Visibility At Launch

• Featured on homepage and 
search pages

• Featured videos on the 
homepage

• Added highlights in listing
• Added special filter
• Display Badges

• Highest profile tier with the 
most features

• Able to add posts
• Unlimited people contacts



Demo



Questions



Matt Kusilek
Publisher/National Sales & Marketing, Independent 
Banker Magazine  

ICBA 2023 Marketing Overview



PSP Marketing Strategy 2023
November 2022
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A Successful Campaign includes a variety of options

• Digital is definitely king, 
but on its own, it can fall 
flat.  It is important to 
reinforce your message 
and differentiate 
yourselves via other 
platforms such as print 
and event sponsorships.

• Print is not Dead!  While 
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Earned & Paid Media – they go hand in 
hand

As PSPs you have an 
advantage! Your status 
entitles you to include 
content via ICBA 
enewsletters and are a top 
resource for the Independent 
Banker editorial team.

You should be making the 
    



ICBA Marketing Opportunities

Leg 1: Putting a print plan into place





2023 Editorial Calendar

Each month, Independent Banker
magazine presents timely 
information and opportunities for 
community bank decision-makers to 
learn, grow their banks and 
effectively compete in the financial 
services marketplace. 

More readers choose Independent 
Banker as their primary source for 
community banking news, and more 
companies advertise in Independent 
Banker than in any other banking 
publication.



Print Advertising – Branding and Content 



Print Advertising – Branding and Content 



independentbanker.org 104

Print Advertising - Thought Leadership Opportunities

10 unique options to tell your story 

Guest Experts: Marketing – March 2023

Guest Experts: Core Technology – April 2023

Partnering for Success, Case Studies – May 2023

Guest Experts: Innovation – June 2023

Guest Experts: Lending – July 2023

Preferred Perspectives PSP Showcase – August 2023

Guest Experts: Compliance – September 2023

Guest Experts: Cybersecurity – October 2023

Fintech Focus – November 2023

Innovative Insights – November 2023
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Print Advertising - Thought Leadership Opportunities
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Print - Above and Beyond ideas
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Print - Above and Beyond – The Big Idea 

Completely turn-key:  Includes photoshoot, content 
writing/editing, design, printing and insertion into the 
magazine.
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Print - Above and Beyond – Belly Band

Terrible name, wonderful visibility!



ICBA Marketing Opportunities

Leg 2: Increasing your Digital voice
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What’s New for 2023?  
Independent Banker: A Community Banking Podcast from ICBA
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What’s New?  

Dialogue-on-Demand Video

• 10-minute edited evergreen video
• 3-4 clips (:60 seconds) on sub-topics
• 2 social cuts (:15 and :30 seconds)

• Simple way to supplement in-person 
events and webinars

• Easy for SMEs – quick and painless!

• On-demand nature makes it nimble  
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Digital – ICBA NewsWatch Today | Daily eNewsletter

NewsWatch Today focuses on advocacy, breaking community bank 
news, important updates and the latest industry trends.

Reach a daily subscriber base of 45,000+ community bank 
decision-makers and influencers (C-suite, presidents, VPs, SVPs, 
directors, managers, etc.)

ADVERTISING PLACEMENTS:
Sponsor Package – 1 available per week
Receive a prominent call-out at the top of the newsletter, 50-word 
text ad with link and a 600x100 pixel banner ad

Horizontal Banner Ads 1 – 3 – 3 available per week
Receive one 600 x 100 pixel banner ad

Premium Text – 1 available per week
Receive a 50- word text ad with link
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Digital – ICBA Member Access| Monthly enewsletter

Member Access integrates valuable information on ICBA member benefits and 
highlights new products and services with content from ICBA corporate 
members.  

Reach a monthly audience of 30,000+ community bank decision-makers and 
influencers (C-suite, presidents, VPs, SVPs, directors, managers, etc.)

ADVERTISING PLACEMENTS:
Spotlight Sponsor -1 available per month
Receive a sponsored call-out at the top of the newsletter, a rich media 
showcase (video, slideshow, etc.) and one 600x100 pixel banner ad

Premium Package – 1 available per month
Receive a 50-word text ad with link and one 600x100 pixel banner ad

Banner 3 – 1 available per month
Receive a 600x100 pixel banner ad

Takeover Package – 1 available per month
All of the above!  You own the entire newsletter!
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Digital – Independent Banker eNews| Bi-Monthly enewsletter

Independent Banker eNews carries the digital edition of the current issue and 
highlights online content, web exclusives, trending articles and more.

Reach a monthly audience of 8,500+

ADVERTISING PLACEMENTS:
Sponsor Package - 1 available per month
Receive a sponsored call-out at the top of the newsletter and a 600x100 
pixel banner ad.  Sponsors also receive one Full Page “cover zero” ad in the 
digital edition.

Premium Packages – 1 & 2 - 2 available per month
Receive a 50-word text ad with link and one 600x100 pixel banner ad

Experts Sponsored Post – 1 available per month
Receive 50 words of embedded sponsored text with click URL

Banner 3 – 1 available per month
Receive a 600x100 pixel banner ad
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Digital – Independent Banker Webinars
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Digital – Independent Banker eBlasts

Share your expertise in our 
targeted eBlasts which 
reach approximately 
12,000 community bank 
leaders with updates on 
the products, services and 
solutions that can keep 
their bank competitive. 
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Digital – Independent Banker Sponsored Content Bundle
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Digital – Website Advertising

Exclusive advertising on ICBA.org & 
IndependentBanker.org – 4 advertisers 
per month

Receive advertising on both ICBA.org and 
Independentbanker.org with a quarter share of voice on 
each.  Each advertiser receives three rotating ads.



ICBA Marketing Opportunities

Leg 3: LIVE Events are back!
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Event Sponsorship – 2023 will be the year of LIVE Events!!!

• ICBA LIVE (March) – ICBA's national convention is the largest community banking 
conference in the world. Featuring unrivaled educational sessions, unique networking 
evens, and showcasing innovative solutions, this event attracts bankers from around the 
nation.

• ICBA Capital Summit (April) – This event showcases the importance of community bank 
leaders advocating on Capitol Hill for the community banking industry through education, 
lobbying and networking events in the nation’s capital.

• ICBA Lead FWD Summit (September) – The ICBA LEAD FWD Summit is a two-day 
leadership masterclass for ambitious, career-minded community bankers.

• ICBA Fall Leadership Meetings (October) – Attended by more than 300 of our most 
active and engaged ICBA leadership bankers, the Fall Leadership Meetings provide 
opportunities to network with c-suite community bankers while gaining visibility with 
these important decision makers within the bank.”

• CBU Events throughout the year (Dates Vary) – Top notch content attracts a broad range 
of bankers from all over the country.  A tremendous way to connect with these influencers 
and decision-makers!



Thank You
Matt Kusilek
612-730-5940

Matt@icbabanks.org

https://calendly.com/matt_kusilek

mailto:Matt@icbabanks.org
https://calendly.com/matt_kusilek




Banker Panel 

Moderator:
Adam Mahone, Senior Vice President, Strategic Solutions, ICBA

Panelists:
Ruth Christopher
Chief Financial Officer, Executive Vice President, Bank of Las Cruces - ICBA Bank Services Committee 
Chairwoman

Terence Hosten 
Senior Vice President, Strategic Industry Solutions, Industrial Bank - ICBA Bank Services Committee 
Member

Brian Lovelace
Senior Vice President, Chief Financial Officer, Cornerstone Bank - ICBA Bank Services Committee Member



Sanjay Bhaskar,
Chief Revenue Officer



What is your PSP Strategy? 

• What is your State Association strategy? How do you approach one?

• Do you know each Member Relations Officer (MRO) and what states they 
cover?

• How do you engage your MROs? Weekly, Monthly, Only at events?

• What is your engagement and marketing plan with ICBA? 
• Do you work with Matt Kusilek? You should.

• PSP is a partnership, work with your MRO and the ICBA to create a plan.



ICBA’s Member Relations Officers

Chip Lynch
Cell: 214-938-1209

chip.lynch@icba.org
Southeast Region:

AR, AZ, LA, NM, OK, TX

Scott Brown
Cell: 334-328-5731

scott.brown@icba.org
Southeast Region:

AL, DC, FL, GA, MS, NC, SC, TN

Tim Daly
Cell: 219-464-1174
tim.daly@icba.org

Great Lakes Region: 
IL, IN, KY, MO, OH, WV

Sean Murphy
Cell: 414-510-8458

sean.murphy@icba.org
Midwest Region:
IA, KS, MI, NE, WI

Bill Pusey
Cell: 207-400-9446
bill.pusey@icba.org
Northeast Region:

CT, ME, MA, NH, NY, RI, VT

Brandy Smallbrock
Cell: 320-533-1467

brandy.smallbrock@icba.org
Northwest Region: 

AK, CA, CO, HI, ID, MN, MT, ND, NV, OR, 
SD, UT, WA, WY

Leah Edwards
Cell: 443-458-3338

leah.edwards@icba.org
Mid-Atlantic Region:

DC, DE, MD, NJ, PA, VA

Kathy Gauger
Kathy.Gauger@icba.org

AK, AR, AZ, CA, CO, HI, ID, LA, MT, 
ND, NM, NV, OK, OR, SD, TX, UT, 

WA, WY

Nicole Neumann
Rice, MN

nicole.neumann@icba.org



Thank You

Sanjay Bhaskar
Chief Revenue Officer
SanjayBhaskar@KlariVis.com
301-346-5704



Charles Potts
Executive Vice President, & Chief 
Innovation Officer, ICBA

Adam Mahone
Senior Vice President, Strategic Solutions, 

ICBA

Closing Remarks
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