By PATRICK LAPINSKI

NORTH SHORE BANK HAS FOCUSED ON SMALL BUSINESS
AND RESIDENTIAL CUSTOMERS FOR OVER A CENTURY,
RESULTING IN GROWTH AND EXPANSION
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“We can help them every step of the way, whether they're
starting a savings account for their child ... buying their
 first car or planning for retirement.”
- PRESIDENT AND CEO KEN JOHNSON
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“We just made a significant investment in the company to
grow and to become more prominent in our market.”
- FRED LEWIS, VICE CHAIR-BOARD OF DIRECTORS AND PRESIDENT-NORTH SHORE FINANCIAL

As well as supporting custom-
ers, this bank supports the com-
munities it serves. In fact, North
Shore Bank has a civic and philan-
thropic ethos that is important to
its leaders and employees

A DYNAMIC RELATIONSHIP
For more than 105 years, North
Shore Bank has provided service
to residents of Duluth and the sur-
rounding region and can trace its
lineage back through four gener-
ations of Lewis family ownership
Vice Chairman Fred C. Lewis IT and
his siblings represent the fourth

own the bank.

Throughout much of its his-
tory, North Shore Bank has op-
erated under a unique dual form
of governance, with the head of
the bank working closely with the
Lewis family as owners. Currently,
Ken Johnson heads all North Shore
Bank operations as its president
and CEO. Fred Lewis is president
of the bank's holding company,
North Shore Financial Corp., and
serves as vice-chair of North Shore
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Bank's board of directors, where
he helps guide strategy and capital
allocation

Lewis explained that this sys-
tem frees them to have meaning-
ful conversations about long-term
planning and direction on a regu-
lar basis.

"Most people that operate a small
bank will tell you that daily opera-
tions require a lot of focus, some-
times leaving little time for strategic
planning,” he said. "This structure
allows us to focus most effectively
on both operations and strategy.”’

PUTTING THE “COMMUNITY"
INTO COMMUNITY BANKING

Since its launch, North Shore
Bank's mortgage division has
grown significantly. It has become
the go-to destination for not only
its own customers, but those of
other banks as well

‘About 80 percent of the loans
we close are for customers of other
lending institutions,” said Senior
Vice President Joe Johnson (no re-
lation to Ken Johnson), who over-
sees the mortgage division today

Joe Johnson came to the ban
from the former St. Louis County
Federal Savings and Loan in 1994,
which was the largest home fi-
nancing lender in this area at the
time. When "St. Looie” was bought
by then-First Bank (now known
as US. Bank), then-President and
CEO Lanry Johnson (Ken John-
son's father) was leading North
Shore Bank and seized the oppor-
tunity to add the veteran mortgage
banker to the North Shore team
That decision has been paying
dividends ever sinc

“What makes us unique from
other community banks is how
diversified our lines of business
are, and how significant they are
relative to the size of the core
bank,' said Joe Johnson. "North
Shore Mortgage closes more sin-
gle-family home loans than any
lender in Northeastern Minne-
sota." He noted that since 1994, the
bank has closed more than 20,000
loans with a total value of nearly
$3 billion

North Shore Mortgage cur-
rently has a skilled team of five
lenders - with a combined ex-
perience of over 125 years be-
tween them - to help customers
with their loan requests. Backing
them up is a supportive staff of



files
and documentation, underwrit-
ers who review the files for com-
pliance and approval, and closers
who work with title companies to
close the loans, as well as a mort-
gage operations and loan servic-
ing staff

processors who handle the

Together, the North Shore
Bank Mortgage division has helped
many area residents achieve

the dream of owning their own
homes. That's not only good for
the new homeowners; it's good for
the community as well, because it
helps strengthen neighborhoods
and the city’s tax base

A CHAMPION FOR
SMALL BUSINESSES
Community banking is also
the mainstay of many commercial
endeavors. Last year, the num-
ber of small businesses in the U.S
reached 31.7 million, comprising
nearly 99.9 percent of U.S. busi-
nesses and about half of the US
workforce. And as a community
bank, North Shore Bank focuses a
lot on small business lending

Anchoring the commercial
lending side is Brian Murphy, the
chief lending officer, whose smile
is as big as his personality. "Proba-
bly the best way to describe what |
do would be that I directly manage
the business banking department,
which is both commercial lending
and business services. I also over-
see the mortgage lending, and to a
certain extent, the retail lending. I
call myself the loan guy’ You've got
the deposit folks, and then you've
gotthe loan guy - that's me," laughs
the genial Murphy

Murphy noted that nearly
allof North Shore Bank's com-
mercial clients are smaller
businesses — the true nature
of a community bank. With
just under 500 customers on
the loan side, building those
relationships and taking good
care of business customers is
always the first priority

And when COVID-19 hit
last year, North Shore Bank
was right there to help. The
staff racked up 12-hour days
for many weeks on end, ac-
tively participating in the U.S
Small Business Administra-
tion's Paycheck Protection
Program (PPP) on behalf of its
business customers, so they

could keep their workers employed
through the pandemic crisis

The PPP funds helped many
small businesses that were ad-
versely affected by the pandemic
to get through tough economic
times and mandated business
shutdowns. When their revenue
dropped to zero, they still had ex-
penses - rent, utilities, insurance
and real estate taxes. As Murphy
explained, the bank's business

lients’ expenses didn't go away
when their revenue dried up

“What makes us really unique from other community
banks is how diversified our lines of business are, and how
significant they are relative to the size of the core bank.”

- SENIOR VICE PRESIDENT JOE JOHNSON
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WORKING HARD TO protecting their wealth through
MAXIMIZE CLIENT t g State
WEALTH

| “We were really proud ... that we were able to get that
money [Paycheck Protection Program loans| out to our

customers.”
_ CHIEF LENDING OFFICER BRIAN MURPHY

DOWNTOWN
COMPUTER

Your IT Specialist...
no matter who
your current
coworkers are.

~ NERY

1601 London Rd., Duluth, MN | 218.733.0400 | DowntownComputer.com
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“For a community bank of our size to have a trust depart-
ment the size that we do is somewhat of an anomaly, and

we feel proud to be supporting so many in our community

in this way.”

- CHIEF WEALTH MANAGEMENT OFFICER BRENDA BRANNAN |

ccountants to help minimize AN EMPLOYER OF
eREHOR | CHOICE IN THE REGION
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JOHNSON

KILLEN &
SEILER

ATTORNEYS AT LAW

A tradition of trust since 1888

230 W, Superior St. * 800 Wells Fargo Center * Duluth, MN 55802

218-722-6331 www.duluthlaw.com
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“Focusing energy on giving back to members of our
community ... is a very important part of being a good
corporate citizen.”

- VICE PRESIDENT-HUMAN RESOURCES PATRICIA STOLEE

& Onl &
- .+ Maxillofacial
»— - SURGICAL

Nathan Jarnot, DDS, MD
Eric Scotland, DDS
Scott Varland, DDS

Northland Medical Bldg.
1000 E. First St., Suite 108
Duluth, MN = 2187221854

Colonial Square
3712 Tower Ave., Suite E
Superior, W1 = 715.392.9846

www.OMSANorthland.com
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Two Twin Ports
locations to serve you!

Your Oval & Maxillofacial
Surgeons and their team ave ready
to assist you in making the best
decisions for a healthy mouth and
lasting smile.

We have a wide scope practice
to offer including

* Dental Implants

* Wisdom Teeth Extraction

e Corrective Jaw Surgery

* Financing Available/CareCredit




of North Shore Bank”

Patrick Lapinski is a freelance writer who grew
up in Superior.
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NEVER STANDING STILL
s

NORTH SHORE

MORTGAGE

the bank expanded its
and trust divisions, sign
changing the bank’s portfc

last O
yet another expansion by launch-
g North Shore Insurance - a new
wholly-owned subsidia
fers a full line of busines:

general liability and workers' «
pensation and homeowner
and life insurance, in additi
umbrella insurance. The go
to help customers simplify
financial decision-making since
financial and insurance services

are now all conveniently available C REATE THE

under North Shore's roof

Brannan, who oversees North
Shore Insurance, said, “We had the

opportunity to bring on board a
seasoned insurance agent - Matt
Mathias. He's a Duluthian wr
knows our community and h
passion for insurance to hel
protect people’s wealth. We
rently have five markets, or carri-
ers that we can go out and book MOVE TO NORTH SHORE MORTGAGE.
insurance through, which makes Find Out More: 218-722-5966

this a really good fit le-

ment the products and services

Whether you're purchasing a home or custom-building, a frusted
local mortgage team makes all the difference. We're here to help
you Move with Purpose to create the home and the life you want.

that our clients need to facilitate Fixed Rate | Adjustable Rate | Minnesota Power Leased Land Loan
their financial wellness.” Jumbo Mortgage | Insured Conventional Loan | FHA | VA | Minnesota Housing | WHEDA

As North Shore Bank
tinues its growth, Ken Jol
takes pride in the staff's a

OMmo WWW.NORTHSHORE.BANK
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