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44th Annual Convention Features “Must See” Speakers 

Changes to Alternate Program Due to Flooding 

  The ICBND Convention 
Committee went above 
and beyond this year to 
secure some of the most 
sought after speakers in 
the financial and business 
industry for convention. 
  The committee hopes that 
you will be joining us for 
these outstanding speakers 
and that you will also 
c o n s i d e r  s e n d i n g 
additional staff to the 
educational sessions if 
they are unable to attend 
the whole convention.  
  Here is who you won’t 
want to miss: 

 
  Robin Crow, 
D a r k  H o r s e 
Recording will 
speak on “Evolve 
or Die—Seven 

Steps to Rethink the Way 
You do Business.” 

  R o x a n n e 
Emmerich, The 
Emmerich Group 
will have two 

sessions—a keynote on 
“Breakthrough Strategies 
of Smart  Bankers” 
followed by a breakout 
session to bring the 
keynote to life.  Also, all 
attendees to her keynote 
will receive her two best-
selling books, “Profit-
Growth Banking” and 
Thank God It’s Monday” 
for free.  

 
  Tony Cole , 
Anthony Cole 
Training Group, 

will also speak twice. His 
breakout session is titled 
“5 Keys to Successful 
Sales Teams” and he will 
be our Prayer Breakfast 

keynote inspiring us to 
“Ignite the Fire Within.”   

 
  Dorothy Rich with 
the Federal Reserve 
Bank of Minneapolis 
will have a session 

on “Managing Compliance 
Risk in Challenging 
Times.” 
 

  Our economist this 
year is Jim Nowak 
of United Bankers’ 
Bank. He will be 

speaking on the “Economic 
Fact vs. Economic Fiction.” 

 
  Jim Reber of 
ICBA Securities is 
always a favorite 
at our convention. 

Join him for his session 
titled “No Credit Risk 
Lending and Investing.” 

  Corey Perlman, 
eBoot Camp, Inc. 
will teach us how 
to “Expand the 

Digital Footprint of Your 
Community Bank” during 
his session. 

 
  Rory Aplanalp, 
Rory Aplanalp & 
Associates will 
c l o s e  o u r 
convention with 

his keynote titled “Time 
Tactics for the Electronic 
Age.” 
 
  The ICBND Convention 
Committee, Staff, and 
Board of Directors looks 
forward to seeing you 
August 14-16 at the 
Ra mk ot a  Hot e l  i n 
Bismarck!  
   

  Unfortunately, Mother 
Nature and the Corps of 
Engineers have disrupted 
our original Alternate 
Program plans of a Wine 
Tasting event on the 
Riverboat...but have no 
fear, we’ve come up with 

another fun 
event for 
our spouses 
p r o g r a m 
that still 
i n c l u d e s 

wine!!! 
  Welcome to Bridget’s 
Room!  Join us for a fun 
afternoon of wine and 
desserts while enjoying a 
program at Bridget’s 
Room.  Who is Bridget 
you may ask?  Bridget 
Gerhardt is a local interior 

designer that has opened a 
unique shop here in 
Bismarck. She has a large 
variety of one of a kind 
a r t wor k ,  fu r n i t u r e , 
flooring, tile...and the list 
goes on.  We will visit her 
new showroom and see 
what she can do for your 
home.  She also carries a 
wide variety of unique 
wa l l  d é c or ,  r u gs , 
decorative lighting and she 
will be introducing us to 
her exclusive line of 
furniture!  Bridget will 
share with us the latest in 
decorating trends.  She is 
also bringing in Designer 
Paula Bongartz to come 
and speak.  Paula has over 
25 years of experience and 
is a fabulous speaker.  She 

will share her love of color 
and the latest in window 
fashions.  

  After our time with 
Bridget we will travel to 
downtown Bismarck and 
shop at Lillians! 
  Owner Susan Schwieters 
opened the doors to the 
first North Dakota Lillians 
in August 2008. Located 
in the historic Patterson 
building next to Peacock 
Alley, Susan has taken 
Bismarck by storm as 
Lillians guests are treated 
each month to a shopping 

experience like no other. 
When guests step inside 
Lillians (the Hippest 
Shoppe in Town) they are 
greeted as if coming into a 
friend’s living room. 
Lillians is a great place to 
meet old friends and make 
new ones. Guests can 
count on being served, and 
receiving a social fix as 
well as social healing! 
  So all you non-golfers 
out there...come and relax 
with some wine, a little 
chocolate, and a whole lot 
of fun and shopping (p.s. 
that means, don’t forget 
your wallets—you just 
may find something you 
can’t live without!) 
 
   



Don Forsberg 
ICBND Executive Director 

  Growing up on a diversified 
farm in the 60’s and early 70’s 
meant using small equipment for 
long hours. More often than not, 
especially during the busy 
season of haying and harvest, it 
meant working after dark. That 
meant we needed lights. Farm 
work was often dangerous or 
even impossible especially 
without adequate light after dark. 
I am talking about stacking those 
last loads of hay or straw bales 
and hauling in the last loads of 
grain from the field and getting it 
put into the bin before a 
thundershower went through. 
Sometimes though even the light 
we had to work in was barely 
adequate and we needed more 
than was available on the 
equipment we were using. This 
meant we would often use other 
vehicles such as trucks, pickups 
or even the family car to shine 
headlights on the work area to 
insure the task could be 
completed safely.  
  This brings me to your role as 
Community Banks. You are 

working hard and long to help 
make your communities and 
customers successful or to help 
them get back on their feet. You 
are using all of your resources to 
do so. You are working hard 
because you are a “Community 
Bank” and a part of “your 
community.”  Your success 
depends on having successful 
cu s t omer s  a nd t hr i v in g 
communities. However, just like 
in the first paragraph of my 
story,  on occasion (and 
sometimes more frequently) you 
need some supplemental light to 
help you finish or perform the 
tasks to serve your customers 
and that is where ICBND can 
help.  Regulatory change 
abounds, the overall economy is 
soft (we have indeed been 
blessed in North Dakota) 
weather continues to create 
havoc on our friends, neighbors, 
customers, and communities. 
ICBND provides legislative 
voice to help “shine the light” on 
the unlevel playing field and 
regulatory burden. We help light 

the way to educate your staff, 
your board, your customers, and 
c o m m u n i t y  o n  c u r r e n t 
regulations and issues.  
  ICBND provides top notch 
education seminars and speakers 
and this year’s 44th Annual 
Convention shines brighter than 
ever with speakers such as 
Roxanne Emmerich, Jim Reber, 
Robin Crow, Tony Cole, Corey 
Perlman, Dorothy Rich, Rory 
Aplanalp and Jim Nowak.  You 
won’t want to miss any of these 
great speakers and their topics. 
  I also want to congratulate 
several of our member banks for 
being recognized in the June 
issue of ICBA’s Independent 
Banker for their financial 
performance as a “Top 400” 
Community Bank. The banks 
recognized in the issue included: 
Liberty State Bank; Bank of 
Glen Ullin; American State Bank 
& Trust; First State Bank of 
Wilton; Commercial Bank of 
Mott; and American Bank 
Center. Congratulations to All.  
  See you at Convention! 

Light in the Darkness 

  First I would like to thank all 
the bankers and ICBND for 
working together and assisting 
their communities as we faced 
historic floods. It has been quite 
a year and our customers and 
neighbors will continue to need 
our support in the months to 
c o m e . . . a n d  i n d e p e n d e n t 
community bankers will be here 
for them.  
  Speaking about “quite a 
year”...it has been a privilege to 
serve as your president over the 
past twelve months. Thank you 
for your support...the time has 
flown by. It has been a busy year 
from our Washington lobbying 
with ICBA and involvement in 
our state legislative process to 
keeping the organization 
working for our community 
banks with education and 
services.  
  ICBND is focused on your 
future! Our strategic planning 
session in May has set the stage 
for our organization goals and 
we have leadership that will 
ensure we accomplish them. The 
Board and Executive committee 

Mary Erman 
Starion Financial 

Mandan 
ICBND President 

along with the ICBND team are 
passionate and committed to 
serving bankers and to our vision 
on ICBND as the premier 
b a n k i n g  o r g a n i z a t i o n 
representing North Dakota 
banks.  
Emerging Leaders - our future! 
We had a great summer retreat 
with this group that included 
networking, education, fun and 
community. Please take the time 
to look at the program that has 
been developed for our emerging 
leader group and get a banker 
involved. It is an investment in 
the future of your organization 
and can bring many benefits 
today with the resources 
provided. Change is happening 
so rapidly with technology and 
regulatory reform that their 
involvement in management is 
critical.  
  It also looks like there could be 
a special legislative session this 
fall and if so, ICBND will be 
there representing you and 
keeping you informed.  
  ICBND committees are a vital 
part of our organization. Our 

strength comes from great 
bankers offering their expertise 
and time. We welcome you to 
join us! 
  We are well know for having a 
great convention and this year’s 
line up of speakers and education 
events along with vendor time 
and entertainment should be a 
“chart topper.” If you have any 
questions—call us at 258-7121 
or visit our website at 
www.icbnd.com. The Roxanne 
Emmerich time has been planned 
so you can include more bankers 
in at least a portion of the event. 
Roxanne is nationally known 
and respected and this is a great 
opportunity.  And l astly, 
r e m e m b e r  y o u r  P A C 
contributions that play a critical 
role by supporting our legislative 
efforts. We are tuned in daily to 
what is happening in North 
Dakota and in Washington, D.C.  
  I look forward to seeing friends 
and “family” at the convention. I 
fi rmly beli eve  tha t  the 
camaraderie is our hallmark and 
we’ll have the best convention 
ever! 
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What Kind of Board of Directors Does Your Bank Have? 
By Robert E. Kafafian, The Kafafian Group 

  As a result of the financial crisis and 
subsequent recession, Board oversight has 
become a more significant issue to both 
regulators and shareholders. Proper corporate 
governance and the ole of the Board of 
Directors is an often debated subject. 
Regulators are increasingly asking the Board 
and management studies to determine if the 
“right” people are in the “right seats” to 
oversee and manage a financial institution, and 
shareholders are determined to make sure their 
investments are secure.  
  In our almost thirty years of consulting to the 
banking industry, we have witnessed boards 
that span from great and functional to poor, 
destructive and disruptive. The recent 
recession has exposed weak boards with 
limited industry knowledge and inability to 
govern. We have also seen dynamic boards 
that rose to the occasion to turn their banks 
around or continue to succeed.  
  We have seen boards dominated by one or a 
few individuals, and others working 
collaboratively, utilizing the skill sets that each 
member brings to the table. We have seen 
boards that have transitioned over one-hundred 
years of a bank’s existence and start-up boards 
that join together all at once. We have seen 
boards that are manipulated by CEOs, and 
boards where the CEO and management team 
view board members as advocates and 
mentors, making the most of their background 
and experience. We have also seen 
dysfunctional boards ruin otherwise healthy 
and successful banks.  
  There are many definitions of corporate 
governance. Listed below are three examples: 
•Corporate governance comprises the long-
term management and oversight of a 
company in accordance with the principles of 
responsibility and transparency. 

•The practices, principles and values that 
guide a company and its business every day, 
at all levels of the organization. 

•The framework of how directors and 
management perform their respective 
duties to add and create proper regulatory 
oversight and shareholder value. 

 
  While all three are good definitions, I prefer 
the third one because it suggests that directors 
and management have defined roles that 
connect, but don’t conflict.  
  In addition to the above definitions, Directors 
have a fiduciary duty which can also be 
defined in different ways (I have again 
highlighted my favorite of the three):  
•The legal duty of a fiduciary is to act in the 
best interests of another or a beneficiary. 

•A fiduciary duty is a legal or ethical 
relationship of confidence or trust between 
two or more parties, most commonly a 

fiduciary and a principal or principals.  
•Duty of trust owned by a director, trustee, 
or officer to act in another’s best interests 
rather than for personal advancement.  

 
  With regard to fiduciary duty, the Board has 
a responsibility to the following: 
•Regulators (Safety and Soundness and to 
conduct business within existing laws) 

•Employees 
•Customers/Depositors (Safety and 
Soundness) 

•Community 
•Shareholders (Returns) 
  And more specifically, the role of the Board 
should include the items listed below: 
•Hire (Terminate) and Retain Competent 
management (Mainly the CEO) and 
Succession Planning 

•Maintain an Appropriate Board Structure 
(Chairman, Vice Chair, Committee Chairs, 
Financial Expert) 

Story continues on page 11... 
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Three Steps to Effectively Evaluate Your Pooled Loans Methodology in the Estimation of the 
ALLL by Mike Lubansky, Senior Analyst, Sageworks, Inc.  (Part 2 of a 3 Part Series—Part 1 was in the May/June Issues) 

  The biggest challenges that many financial 
institutions face in the estimation of the 
Allowance for Loan and Lease Losses 
(ALLL) are related to the estimations of the 
General Reserves under ASC 450-20 (FAS5). 
According to Gary Deutsch, a leading expert 
on the ALLL and President of BRT 
Publications, a risk management raining and 
consulting firm: “The most challenging part 
of the ALLL estimation process is 
determining the amount of reserves needed 
for loans analyzed in risk pools...because 
there is no one best method to determine the 
losses inherent in the pools.” While there 
may be no single best method to determining 
losses inherent in the pools, there are three 
steps institutions must take to adequately 
calculate the pooled loans portion of the 
ALLL and minimize regulatory criticism. 
 
  1) Assembling Risk Pools: Avoid Pools 
that Are Too Broadly Segmented 
  The first aspect of estimating the General 
Reserves under ASC 450-20 (FAS5) is 
assembling risk pools that accurately reflect 
the segmentation of risk within the 
institution’s portfolio. Many institutions have 
historically used overly broad pools for the 
FAS5 evaluation; they have typically 
included three or four basic segments, such 
as Real Estate, Commercial, and Consumer. 
This breakdown is now viewed by many 
auditors and examiners as inadequate because 
these broad buckets are unable to account for 
the varying levels of risk within each of the 
loan segments. For example, the “Real 
Estate” segment could contain loans of such 
different risk profiles as Commercial Real 
Estate, Residential Real Estate, and 
Construction and Development, among 
others. The first step many banks have taken 
to make their pools more specific is to 
segment by FDIC call code. This 
methodology is an improvement over the 
basic, three to four portfolio segment 
breakdown; however, it is still not granular 
enough.  
  In fact, the Accounting Standards Updates 
from FASB in 2010 (ASU 2010-20) require 
that institutions begin using at least two 
levels of disaggregation for their risk pools 
and even recommends a third level. The three 
levels of disaggregation are usually portfolio 
segment (discussed above), class, and 
measurement attribute. For example, 
Commercial Real Estate is a portfolio 
segment; this segment can be disaggregated 
further by class or collateral type into 
groupings such as “Commercial Real Estate-
Office building” and “Commercial Real 
Estate-Retail.”  Those segments can be 
broken down to a third level by measurement 

attribute such as risk rating, delinquency, or 
risk level (Pass, Special Mention, 
Substandard, and Doubtful), resulting in 
much more specific pools such as, 
“Commercial  Real Es tat e -Offi ce-
Substandard,” Which allows the bank to 
more accurately assess the risk inherent in 
each pool using qualitative adjustments 
differently within each of the more specific 
pools.  
 
  2) Applying a Historical Loss Factor: 
Historical Loss Rates vs. Migration 
Analysis 
  Once the institution establishes the 
appropriate segmentation, they must decide 

what methodology to employ to determine a 
historical loss factor within each pool. This 
step is crucial in order to make an accurate 
assumption of the losses that might be 
incurred in each pool in the coming period. 
There are two primary approaches: the 
historical loss rate approach and the 
migration analysis approach.  
  Many banks employ the historical loss rate 
approach, at least partly because data 
collection is easier. The historical loss rate 
approach primarily requires tracking charge-
offs and recoveries within each segment over 
a defined period of time. Within this 
approach, the two primary challenges are (1) 

Continued on page 12... 



Projecting Our Voice by Camden R. Fine, ICBA President and CEO 

       Community banks need their 
     own advocacy voice in   
     Washington, D.C. A voice that 
     is distinctly independent and 
     separate from megabanks and 
     their trade-group allies. 
  As a former 20-plus-year community 
banker now serving as your ICBA president 
and CEO, I know this firsthand. But I also 
know this from an ICBA survey of chief 
executives at member and nonmember 
community banks who were asked about 
their advocacy needs.  
  In a response as unanimous as any poll 
could deliver from any group on any topic, 
98 percent agreed. Moreover, in member 
survey after member survey over the years, 
community banks also overwhelmingly 
confirm that they belong to ICBA for the 
advocacy and representation it provides as 
the nation’s exclusive voice for community 
banks.  
  Since the financial crisis, most people 
inside and outside the Washington Beltway 
have come to understand the enormous 
differences between the community bank 
and mega bank business models. But not 
everyone always connects the public policy 
dots that can greatly foster or hinder those 
fundamentally different models.  
  Clearly, most community bankers connect 
the dots. For those running community 
banks daily against an array of megabank, 
nonbank, and credit union competition, 
having their own distinct, proactive voice in 
the federal legislative and regulatory 
process is not a trifle or luxury. Community 
bankers know it’s an imperative. Time and 
again, their collective voice has proven 
pivotal in promoting and protecting not just 
community banks but also the economic 
vitality of Main Street America. Systemic 
risk, too-big-to-fail and the separation of 
banking and commerce; examinations, 
regulatory burden and tiered regulation; 
FDIC assessment policies; and housing 
government-sponsored reform—ICBA 
members had, and continue to have, a 
substantial influence on these and other 
critical policy issues.  
  To ensure our industry’s voice is heard, 
ICBA’s advocacy efforts have always 
involved coordinating a wide range of 
activities by ICBA staff, its members and , 
whenever possible, allies of our positions 
and causes, including state and regional 
banking associations. Testifying at 
congressional hearings; in-person visits with 
lawmakers and regulators; formal comment 
letters and telephone, email and letter-
writing blitzes, as well as our federal 
political action committee, ICB PAC, all 
play a critical part.  

  Having an engaged grassroots constituency 
is vital. Recently, ICBA launched a new 
grassroots advocacy website called 
cbconnect.org (www.cbconnect.org). 
Accessible to community bankers and the 
general public, the site leverages the power 
of the Web and social media by 
disseminating information and practical 
communication tools.  
  Of course, ICBA’s advocacy efforts 
concentrate on educating members of 
Congress and administration and regulatory 
officials. But they also involve, through the 
media and other direct communication 
channels, marshalling support for our 
positions with the general public, which 

includes our customers, directors and 
shareholders.  
  In other words, virtually all community 
bankers recognize that having a distinct 
advocacy voice is essential to the future and 
well-being of our industry, and all 
community bankers must help in various 
ways to project that voice effectively. It 
takes all of us working together That’s what 
ICBA membership is about.  
   
  Check out Cam Fine’s blog Finer Points, 
through ICBA’s Website, www.icba.org 
 
  Camden R. Fine is President and CEO of 
ICBA. Reach him at cam.fine@icba.org. 
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  OK, call me a bit impulsive. But, 
perhaps in a moment of wild 
abandon, my loose lips are going 
to spill the kidney beans right 
there on the kitchen table. I’m 
going to admit what every 
community banker  knows 
firsthand, but what too many 

Washington policymakers still, four years after 
the financial crisis, don’t seem to grasp with 
sufficient seriousness or urgency: It’s much 
tougher to lend money today than every 
before.  
  That’s right, it’s much more difficult—and 
more difficult than is necessary—to lend the 
same amount of money to the same 
creditworthy individuals and small businesses 
today than before the financial crisis. Really, 
that wasn’t so hard to admit, but the 
implications of that long-lingering fact, 
unfortunately, aren’t as easy for a community 
bank to deal with.  
  We’re squeezed at both ends. On one end, 
demand on the street for loans is still way 
down in most markets, including mine. Even 
some who desperately need loans are shunning 
them. That was a major consideration when 
my community bank turned down Small 
Business Lending Fund capital financing: I 
can’t be sure my bank can generate enough 
new lending to meet the requirements.  
  On the other end, intense overregulation and 
misdirected regulation that ICBA has loudly 
fought for years is hindering lending. 
Examiners still send too many community 
banks scurrying unnecessarily to find more 
capital, justify loan-loss reserves and defend 
flawlessly performing loans with reams of 
additional documentation. And that overlooks 
our state and federal compliance and CRA 
exams, or Federal Home Loan Bank and IRS 
exams.  
  All that regulatory second-guessing, poking 
and probing isn’t insignificant, or very gentle. 
And it’s a major distraction from serving our 
customers and generating new lending—the 
very goal of policymakers. Nevertheless, 
because lending is fundamental to every 
community bank, we’re exploring new 
avenues in lending at Cattaraugus County 
Bank (CCB). For the first time, we’re studying 
indirect lending through car dealerships. 
We’re looking to expand and retain more 
income from our credit card program. In other 
ways, we’re trying to be creative and open to 
forms of lending we would not have 
considered two years ago.  
  Just as important, we’re also speaking out 
more about obvious truths. We’re doing more 
to remind our customers what’s special about 
community banks like CCB—how we support 
our local economies in good times and bad, 
and how we need both our customers’ deposits 

The Lending Squeeze by Sal Marranca, Chairman of ICBA 

and loans to do that. Promoting greater 
awareness about community banking is part of 
financial literacy; it helps people make smarter 
financial choices.  
  We are also making an extra effort to 
communicate more clearly to regulators and 
policymakers, including those who appear in 
our lobby and those in far-off Washington. 
Before safety and soundness reviews at my 
bank, field examiners receive a PowerPoint 
overview of my community bank, its strategic 
plans, and its marketplace. Similarly, my 
senior staff and directors are getting involved 

6 

in educating lawmakers and seeking their 
support for solutions such as the regulatory 
and tax-relief measures in the ICBA-
inspired Communities First Act.  
  Together we can help turn lending around. 
But we have to be willing to speak up. Are 
you doing your part? Don’t let others carry 
your water. Let’s all fight the good fight 
together.  
 
Sal Marranca is president and CEO of 
Cattaraugus County Bank in Little Valley, 
N.Y.  
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Seven Fatal Flaws in Most Bank’s Strategic Planning—and 
How to Join the Few Who Get it Right ~by Roxanne Emmerich 

  We hope you plan on 
joining your fellow 
bankers at this year’s 
44th Annual Convention 
in Bismarck, August 14-
16 to hear and meet 
Roxanne. She will be one 

of our keynote speakers during the 
Opening General Session on Monday and 
also have a breakout sessions immediately 
following. Those in attendance will receive 
copies of her bestselling books! 
 
  We’ve never seen times this challenging—
or quite so filled with opportunity. This is the 
time to get moving. But don’t even think 
about moving in the ways you always have 
before.  
  Doing more of what you did last year is a 
certain plan for failure. And nothing will end 
you engulfed in flames quite so fast as that 
old strategic planning model.  
  You know the one. Once a year you head to 
the retreat center in your khakis and sport 
shirts. Flipcharts flip and markers mark as 
you put your mission statement through the 
wringer. At last, a new mission statement 
emerges: “Our mission is to be a leading 
provider of financial services in a four-
county area with outstanding customer 
service, high-quality products, and above-
average rate of return to our stakeholders.” 
How creative. 
  After that useless exercise, you do the 
SWOT analysis and create the list of goals 
with deadlines. Mission accomplished. 
Monday morning the ties are back on and 
you set about putting the plan into action.  
  Just one question:  What plan? 
  Mission, SWOT, goals, it’s all very nice. 
But it isn’t a strategic plan. More 
importantly, it doesn’t work—at least not 
well enough to stay miles ahead of your 
competitors.  
  What’s wrong? Here are the seven fatal 
flaws in most banks’ strategic planning: 
 
1. No questioning of the questionable 
  It only takes one really great idea to push 
you ahead into a league where you’re not 
competing on price and you’re attracting 
business “in the flow.” Unfortunately, maybe 
one out of every 200-300 bank exec teams 
will muster an idea like that. 
  Instead there’s a regurgitation of the old 
ideas with incremental improvements added 
on a rocky foundation. No new thinking, and 
now new results.  
 
 

2. No clear understanding of what 
REALLY drives shareholder value and 
the best ways to get there 

  It seems everyone wants to lose weight and 
is looking for the “magic pill,” so naturally 
thousands of companies are in pursuit of such 
a pill.  
  What if I told you I have the magic pill? 
Here it is: Eat less and exercise more. That’s 
it. Fewer calories going in—more calories 
going out. Works every time. 
  But that’s not nearly as sexy as eating 
French croissants filled with chocolate and 
then starving for days, putting yourself at risk 
for diabetes. Nor is it as fun as eating bacon, 
eggs, and steak while giving up all carbs, 
thereby creating cumulative and dangerous 
stress on your liver.  
  Humans are tempted to look for a “story” of 
what might work, ignoring the rules of what 
always works—and is better in the long run 
for their well-being.  
  Some hard-and-fast rules of business never 
change: Don’t water down your brand; your 
differentiation must be dramatically different, 
must matter to the customer and be stated as 
an overt benefit to justify higher pricing; and 
healthy culture precedes sustainable profit 
growth. Without knowledge of those rules, 
financial institutions can look smart by 
crating a plan that seems sound on paper—
but because it violates irrefutable rules, 
disaster is hiding in the bushes.  
 
3. No strategies in the strategic plan 
  Read a few dozen strategic plans and you’ll 
quickly find that a defined strategy is as hard 
to find as a coat hander in a nudist colony. 
  The strategy is the how: how to deploy your 
resources to create the results you want. 
Without the strategy, the chances of creating 
that desired result are mostly based on luck. 
And if the results are achieved, they’re 
accomplished with a much higher level of 
effort than is actually necessary.  
 
4. No list of obstacles for each strategy 

and no breakthrough plans for each 
obstacle. 

  Let’s say you decide to “train your people to 
sell product bundles for mortgages.” Some 
obstacles, of course, exist: the package 
bundle hasn’t yet been created, you don’t 
know which products you can discount in the 
bundle without putting overall profit for that 
client account at risk, you don’t know which 
market will respond, AND your people are 
terrible at cross-selling. So how do you both 
train them and motivate them to use this 

strategy effectively? 
  If you don’t create strategies to overcome 
everyone of the obstacles, you probably 
won’t brake through them—or you’ll spend 
all your time regrouping as you hit each one.  
 
5. No clear structure or implementation 

deadlines 
  Which people are best suited to handle the 
various aspects of the process? Where are the 
checkpoints? Who is the overall project 
manager for the initiative? How will that 
manager report status and to whom? These 
are just a few of the details that, when 
thought out and specified, will make a project 
flow with greater ease. (Warning: You’ll 
need to turn to soap operas for your daily 
dose of drama.) 
  Ideas are great, but I’ll bet on the team that 
can execute the best.  
 
6. No iron-clad plan for getting deposits 
  So you know that getting deposits is one of 
the best ways to grow your bank. Perhaps 
you’ve attracted some. But unless you have 
an iron-clad plan for targeting and 
capturing deposits on an ongoing basis, 
you haven’t integrated deposit growth 
with your strategic plan.  
  Developing a solid plan for finding and 
getting deposits needs to be one of the very 
top initiatives for your bank in the coming 
year.  
 
7. “We’ve always done it that way” 
  This is a time for fluidity, a time for 
thinking outside of every box and 
questioning every assumption. Everything 
you’ve been doing has to be put on trail for 
its life—every system, every person, every 
product. Completely rethink your business to 
find what’s going to work in the future.  
  Doing what you’ve always done, even what 
has worked in the past, is dead wrong. 
Playing by the rules of the 1990s in today’s 
reality is like playing baseball on a football 
field. You’ll find it impossible to score, or to 
even get on base, because the lines are all 
wrong for your game. News flash: The lines 
are where they are. You’ve got to change 
your game.  
 
  The old strategic planning models are 
disastrous in these times. These are just a few 
of the often ignored and vitally important 
elements of a plan that rocks. If you want 
significantly better results, first dramatically 
improve the strategy in your plan.  
   
 



Promoted at Cornerstone 
Bank 
  Brianne Clemenson of 
Cornerstone Bank has been 
promoted to Mortgage Loan 
Processor/Business Banking 
Associate. Brianne has been with 
the bank since February 2010 as 
a Mortgage Loan Processor. 
  Tiffany Int Veldt  of 
Cornerstone Bank has been 
promoted to Investment/
Insurance Assistant. She has 
been with the bank since May 
2009 as a customer Service 
Re p r e s e n t a t i ve .  T i f fa n y 
graduated from University of 
Mary with a Bachelor of Arts 
degree in Accounting and 
Finance. She was in the magna 
Cum Laude and was a Harold 
Schafer Certified Leader.  
 
Starion Financial Hires 
Erickson and Pickett 

 
  Starion Financial 
has hired Patrick 
Erickson as a 
Business Banking 
Officer.  Erickson 
will help businesses 

and agricultural producers find 
proper financing, leasing, e-
banking and cash management 
services for their needs. He has 
more than four years of credit 
analysis and agricultural banking 
experience. He earned his 
Bachelor of Science in 
agricultural economics from 
NDSU, Fargo.  

 
  Starion Financial 
has also hired 
Nikolas Pickett as a 
Personal Banker. 
Pickett will open 
personal and business 
accounts, including 

c h e c k i n g  a n d  s a v i n g s , 
certificates of deposit and IRAs. 
He will also help bank customers 
with loans and lines of credit for 
h o m e  i m p r o v e m e n t s , 
automobiles and other personal 
needs. He has previous local 
banking experience, including 
customer service management 
and personal banking. He earned 
his Bachelor of Arts in business 
and finances from Concordia 
College, Moorhead, MN and is a 
me mb er  of the  Youn g 
Professionals Network.  
 

American Announces New 
Employees 

 
  Cassandra Ridl has 
been hired as a Credit 
Analyst. Cassandra 
recently graduated 
from the University 
of Minnesota with a 

Bachelor of Science in applied 
Economics.  

 
  Olga Davis has 
been hired as a Credit 
A n a l y s t .  O l g a 
graduate d  fr om 
Dickinson State 
University with a 
Bachelor of Science 

in Business Administration and 
currently earned a Master of 
business Administration from 
UND in May of 2011.  

 
  Melissa Pinks has 
been hired as a 
Business Banking 
Officer. Melissa is a 
graduate of the 
University of Mary 
and comes  to 

American with 3 1/2 years of 
experience in Business Banking.  

 
  Corey Bartuska has 
been hired as a 
Desktop Support. 
Corey comes to 
American with over 
f ou r  ye a r s  o f 
experience.  
 
  Chad Skretteberg 
has also been hired as 
a Desktop Support. 
Chad joins the bank 
with nine years of 
experience in the field 
of technology.  

 
Ouren Accepts New Role at 
Choice Financial 

 
  Leisha Ouren has 
accepted a new role as 
Items Processing 
Specialist at Choice 
Financial. Ouren has 
worked as a customer 
service representative 
for the bank since 

2007. She has previous retail 
customer service experience and 

is a graduate of NDSU with a 
d e g r e e  i n  b u s i n e s s 
administration.  
 
Dorpinghaus Completes 
A g r i c u l t u r a l  L e n d i n g 
Curriculum 

 
  D a v i d 
D o r p i n g h a u s , 
business banking 
officer at Starion 
financial in Ellendale, 
recently completed 
the SDBA 2011 

session at Black Hills State 
University in Spearfish, SD. The 
intensive agricultural lending 
curriculum helps graduates 
understand producers’ credit 
needs and match financing and 
bank services to help them 
improve operations.  
 
Starion Financial Promotes 
Clark; Werner Returns to 
Mandan 

 
  Cody Clark has 
been promoted to 
Personal Banker. 
Clark will open 
personal and business 
accounts, including 
checking savings, 

CDs and IRAs. He will also help 
bank customers with loans and 
lines of credit for home 
improvements, automobiles and 
other personal needs. Clark 
joined the bank as a customer 
service representative in October 
last year. He has several years of 
retail, cash management and 
customer service experience. He 
attended UND and is working 
toward his bachelor’s degree in 
business management and 
finance from Dickinson State 
University through Bismarck 
State College.  

 
  Melissa Werner 
will be a customer 
service representative 
and receptionist at 
t h e  d o w n t o w n 
Mandan bank. She is 
returning to the bank 

where she joined Starion 
Financial as a teller in May 
2007. She was promoted last fall 
t o  c u s t o m e r  s e r v i c e 

representative in north Bismarck. 
 
Kuhn Joins SBT Investments  

 
  J o h n  K u h n , 
I n v e s t m e n t 
Representative, has 
j o i n e d  S B T 
Investments, located at 
State Bank & Trust. 
K u h n  p r o v i d e s 

investment brokerage services to 
clients in Fargo, Fergus Falls, and 
Wa hp et on.  A n a t i ve  of 
Mahnomem, MN, Kuhn graduated 
from Minnesota State University 
Moorhead and has 21 years of 
experience in investments, 
including the past seven years at 
American Federal Bank.  
 
Choice Financial Donates to 
Grand Forks Salvation Army 

  Choice Financial employees 
wanted to be sure the children 
who go to the Salvation Army 
Summer Day Camp don’t 
experience any dog days of 
summer.  Choice financial 
Employees Paul Canton, Gail 
Hove and Julie Dvorak presented 
the Grand Forks Salvation Army a 
check for $250 for their monthly 
Random Acts of Kindness 
program to assist with costs 
associated with providing this 
quality childcare option for 
children in the area.  
 
Choice Financial Raises Money 
for Roxy Theatre 

  For choice financial employees 
in Langdon, the Roxy Theatre is 
an integral part of their 
community. In turn, they wanted 
to play an instrumental role in 
helping save it from closing its 
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doors due to lack of funding for 
a new projector. Choice financial 
employees held a “Save the 
Roxy Theatre’ fundraiser on 
June 22 where they served lunch 
for a free-will donation and held 
a quilt raffle. With close to 400 
orders for lunch, the fundraiser 
brought in more than $5,000 to 
help save the Roxy Theatre. 
Raffle tickets for the quilt, made 
by Choice Financial employees 
Bea Schrader and Rita Beneda, 
are on sale now through 
September 22 and can be 
purchased at the bank for $1 
each. 
 
 
Da kota Western Bank 
Announces Recent Hiring 

 
  Erin Miller has 
been hired as a Loan 
Officer, working in 
the Bowman-North 
Branch. She is a 
graduate of the 
U n i v e r s i t y  o f 
Nebraska-Lincoln 

with an Animal Science degree, 
speciali zation in Equine 
Management. Prior to moving to 
Bowman from Valentine, NE in 
2002, Erin owned a real state 
appraisal business. She also has 
five years of previous banking 
experience.  
 
A m e r i c a n  A n n o u n c e s 
Employee Update 

   
  Pam Andrest has 
been promoted to 
T r u s t 
Administrator. Pam 
joined American 
Trust Center in 
March 2007 and 
most recently held 

the position of Trust Associate.  
 
  Sommer Reineke 
has been promoted 
to Branch Manager 
for the Central 
Market location. 
Sommer has been 
with the bank since 
August 2009 and 

most recently held the position 
of Assistant Branch Manger.  
 
 
 
 

  Gayle Bren is the 
S e n i o r  V i c e 
P r e s i d e n t / L o a n 
A d m i n i s t r a t i o n 
Manger. Gayle has 
over 30 years of 
banking experience 

and recently worked for 
American Bancor in audit and 
administration.  

 
  Les Praus is the 
Business Banking 
Officer. Les joined 
American in April 
1998 and most 
recently worked in the 
C r e d i t  R e v i e w 

Department as a Credit Analysts. 
 
 
  Rox Erhardt is 
t h e  B u s i n e s s 
D e v e l o p m e n t 
Coordinator. Rox 
has been with 
American for over 
18 years and 

recently held the position of club 
America Director.  
 

 
  Greg Vetter has 
been named as Chief 
Operating Officer. 
Greg will take on 
these duties in 
addition to his 
c u r r e n t 
responsibilities as 

Bismarck Market President.  
 
Chaput Joins Choice Financial  

 
  Kristin Chaput 
recently joined 
Choice Financial as 
a customer service 
representative. She 
b r i n g s  r e t a i l 
customer service 
experience to the 

position and received her 
account ing degree  from 
Northland Technical College, 
East Grand Forks, MN.  
 
 
 
 
 
 
 

Rolewitz Accept New Roles at 
Choice Financial 

  
 Vanessa Rolewitz 
has accepted a new 
role with Choice 
financial at the 
bank’s operations 
center in Fargo.   
Rolewitz has been 

with the bank since 2009 and 
previously served as a customer 
service representative. She is a 
graduate of NDSU with a degree 
in business administration.  
 
Chaput Joins Choice Financial 

 
  A l e x  Ch a p u t 
recently joined 
Choice financial as 
an ag lender in 
Langdon. Chaput 
brings previous 
experience in the 

agriculture industry and owns a 
commercial lawn service. He is a 
graduate of NDSU with a degree 
in agricultural economics. He is 
ver y a ct i ve  in  var ious 
communi ty organiza t ions 
including coaching for Langdon 
Legion baseball.  
 
Credit Officer Hired at State 
Bank & Trust 

 
  Melissa Peterson 
has been named a 
commercial credit 
officer at State bank 
& Trust, joining the 
team responsible for 
credit analysis for the 

bank’s commercial customers. 
Peterson is a native of Fergus 
Falls, MN, and holds a master’s 
degree in business administration 
from the University of Phoenix. 
She has been in banking and 
finance for the past decade and 
previously spent three years with 
First Community Financial in 
Phoenix.  
 
Bakkegard Promoted 

 
Dakota Certified 
D e v e l o p m e n t 
Corporation has 
recently promoted 
Ashley Bakkegard 
to the position of 

Loan Closing and Portfolio 
Manager. Bakkegard is a 
graduate of UND and has been 
with Dakota CDC since 2006. 
Ashley most recently served as 
a Loan Operations Officer for 
Dakota CDC.  
 
Branson Joins Western State 
Bank 
Cindi Branson recently joined 
Western State Bank Fargo. 
Branson will serve as a 
Receptionist/Loan Assistant. In 
this role, she will serve as the 
head receptionist, assist 
customers, maintain consumer 
and real estate files, monitor 
and maintain tracking systems. 
She graduated from Minnesota 
State University Moorhead with 
a Bachelor of Science degree in 
Business Administration.  
 
American Welcomes New 
Employee 

  
  American Bank 
Center is pleased to 
announce that Deb 
Reimer has been 
hired as a full-time 
Teller. Deb comes 
to American with 

15 years of banking experience.  
 
  American Bank Center is also 
pleased to announce that 
Monte Wolf has been hired as 
a Credit Review Officer. Monte 
has 12 years of experience as a 
bank examiner for the ND 
Department of Financial 
Institutions.  

 
  American Bank 
Center announces 
Jennifer Kummer 
as Compliance 
Review Officer. 
Jennifer has been 
with the bank since 
April 2005 and 

most recently held the position 
of Loan Administration Manger 
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  One of the myriad benefits of 
being able to travel to a lot of 
banking events, and being able 
to speak to community bankers 
directly, is that I get a sense of 
what’s bothering them. There are 
some timeless irritants, to be 

sure (e.g., examiners, weather, bond 
salesman), but there are also some secular 
concerns of their portfolio that cause me to 
take notice. 
  I have heard from more than a few portfolio 
managers in the past year that step-up 
securities are a source of, shall we say, 
attention. Step-ups are very popular with 
bankers, and in many cases for good reason. 
They are issued by one of the agencies, so 
their credit quality is good. They have 
pledgability and are quite liquid. They are 
also available in a variety of maturities and 
step features.  
  It would appear that they should be 
relatively immune to criticism from 
examiners, but that apparently is not the case. 
To be fair, there are some structures of step-
ups that are built to perform poorly in most 
reasonable future rate scenarios. Regulators 
rightly can have concerns about 
concentration risk. Also, step-ups are 
considered structured notes, and as a result 
should have 1) an OK in your investment 
policy, and 2) good documentation for all 
your purchases.  
  This column will review what structures of 
step-ups work well, and will also give you 
some advice about some points to keep in 
mind when considering their purchase.  
 
How they work 
  I would suggest that if your portfolio 

Step-Ups: Blessing or Curse? By Jim Reber, ICBA Securities 

doesn’t contain any step-ups, then you are in 
the minority among community banks. They 
have been around for about 15 years, and 
they tend to come and go based on absolute 
interest rates. Step-ups are clearly more 
popular in low interest rate environments. A 
barometer of their acceptance: for the month 
of June 2011, 43% of all agency debt issues 
were of the step-up variety.  
  That is totally logical. Step-ups by 
definition are debt instruments which will 
have an increasing stated interest rate at some 
specific point in the future, if the bond is not 
first called by the issuer. Since bonds are 
called when the issuer can refinance them at 
lower rates, it stands to reason that the bond 
not being called indicates general market 
interest rates have risen. So step-ups should 
be an insurance policy against higher rates, 
right? 
  In theory, yes. Some step-ups in fact 
provide little protection, because they have a 
multitude of tiny baby steps in the early 
going, and huge leaps toward the end. In such 
cases, the bond may survive a few call dates, 
but when the time comes for the fat and juicy 
coupons to kick in, the issuer will take them 
away. The resulting yield for the investment 
period is far less than if a fixed-rate callable 
had been held.  
 
What to employ 
  Let’s now take a look at a live example, and 
one that I like. Recently, FNMA issued a 
bond that has a 1.00% coupon for a year, 
guaranteed. In a year, it will either be called, 
or will step up to a 3.15% coupon for five 
more years. This also is a one-time callable, 
so it would be a bullet for the remainder of 
the life. (ICBA Securities is usually a strong 

proponent of the one-time callable feature.) 
The bond’s yield to maturity would be 
2.79%.  
  Two points of reference: at the same time, a 
six-year bullet agency was offered at a YTM 
of about 2.30%, and a five-year callable 
agency was offered with a fixed rate of 
2.31%. Both of these have the certainty of the 
yield, and in the case of the bullet, there is no 
call risk. They have less yield to maturity 
than the step-up and that again is rational. 
The step-up’s trade-off is the lower yield for 
a year, in exchange for more upside later, if 
rates rise.  
 
  So, to recap, I believe step-ups, properly 
employed, can provide a hedge against higher 
rates. Be cautious about the coupon structure 
and the call features. Very few have the one-
time callable label. And, remember that as of 
the date of issue, all step-ups are in-the-
money to be called at some point, so the 
attractive back-end yields will only occur if 
rates rise. Still, most community bank 
portfolio managers have concluded that step-
ups can be a blessing in a cursed interest rate 
environment. 
 
ICBA Securities publishes a weekly 
Investment Alternatives Matrix. This 
document calculates the performance of a 
number of available bonds, including step-
ups, to a one-year horizon. Contact your 
ICBA Securities sales rep or visit 
www.icbasecurities.com to access this report. 
 
Jim Reber is president/CEO of ICBA 
Securities and can be reached at 800-422-
6442 or jreber@icbasecurities.com. 
 

             Be Regular-Ready in Short 
          Order with Exam Watch 
 
  Want to know the big surprise question everyone’s getting on their exam? Exam 
Watch in the cbanc Network will tell you real-time. Bankers post the findings of 
their recent exams anonymously so their comments are thorough and candid. These 
timely peer exam summaries can be filtered by asset size, state, regulatory agency, 
and exam type so you can better grasp the challenges of banks similar to yours. 
And the no-cost cbanc Network can also help prepare you for the exams by having 
the policies and procedures you need to have in place before the examiners arrive. 
To learn more on how you can be ready for your next exam, go to 
www.cbancnetwork.com.  
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•Understand Risk Factors—Credit, Interest 
Rate, Liquidity, Price, Strategic, Reputation, 
Operational/Transactional, Foreign Exchange 

•Monitor Operations—Operating Policies/
Procedures 

•Internal Audit Function—Safety and 
Soundness 

•Keeper of the Strategic Plan—Oversee 
Business Direction and Performance 

 
  So what type of Board does your bank have? 
The following is a list of five types followed 
by specific characteristics of each: 
•Micromanagers 
•Negative Impact 
•Neutral No Impact 
•Monitoring and Checklist 
•Strategic Asset and Performance Enhancers 
 
Micromanagers: 
•Forgot they hired a management team 
•Believe they must be involved in day-to-day 
decision making 

•Believe they must make every decision 
•Often have trouble attracting quality 
management 

•Sometimes have conflicts of interest 
 
Negative Impact: 

Directors...continued from page 3 
•What micromanagers become 
•Panic in a crisis 
•Don’t come prepared 
•Have a history of making bad decisions 
•Often have unfocused, endless meetings 
•Tend to be negative versus positive thinkers 
and always looking to place blame 

 
Neutral No Impact: 
•Don’t have a negative or positive impact 
•Often prestige or fee driven 
•Don’t like to make waves or ask questions 
•Allow management/CEO to be dominant 
•One or more members are sometimes a 
friend of the CEO 

•Considered “Rubber Stamp” or comfortable 
with the status quo 

 
Monitoring and Checklist: 
•Striclty follow policies and procedures 
•Have a basic understanding of governance 
and fiduciary responsibility 

•Contributions stop short of providing a real 
competitive advantage 

•Tend to have a positive but limited impact 
•“Just don’t get me in trouble” attitude 
 
Strategic Asset and Performance 
Enhancers: 
•Understand their governance, oversight, and 

fiduciary responsibility role 
•Come prepared to meetings and continue to 
educate themselves 

•Understand and identify internal and external 
factors 

•Demand good information to make informed 
decisions 

•Understand risk factors 
•Ask the right questions and probe for answers 
•Set strategic direction and are the keeper of the 
Plan 

•Empower management to execute the Plan and 
oversee the day-to-day and longer term 
operation of the Bank 

•Provide proper incentives 
•Hold management accountable for results with 
meaningful, but limited benchmarks 

•Plan for succession at the board and 
management levels 

•Are ambassadors for the bank in the 
communities being served and throughout the 
industry 

 
  So ask yourself, which category best describes 
your bank’s Board and what can be done to 
improve their contribution and oversight? Often 
times, this starts with a better understanding of 
both the Board’s and management’s roles. It 
also requires more education to assist the Board 
in their fiduciary capacity.  
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determining the appropriate number of periods 
of data to incorporate and (2) whether to apply 
an arithmetic average or weighted average of 
loss rates. Traditionally, institutions have used 
a longer time horizon that incorporates three to 
five years of loss data. The drawback of this is 
that it may not reflect the increased losses that 
have been incurred in recent years. As such, 
more and more institutions are now using a 
shorter time horizon such as a rolling four to 
eight quarters. Another option to ensure that 
more recent loss rates are appropriately taken 
into account is to use a weighted average that 
applies greater weight to more recent loss 
rates. Regardless of the number of periods 
used or the type of average that is applied, the 
institution must ensure that it uses historical 
loss factors that are indicative of the losses 
inherent in each segment of the portfolio at the 
current time.  
  The drawback of the historical loss rate 
approach is that it can be less effective in 
times of economic turbulence than a migration 
analysis approach. Gary Deutsch notes: 
“Although migration analysis is used less than 
the historical loss method, it is actually more 
effective at estimating inherent losses during 
times of economic volatility.”  Under the 
migration analysis approach, institutions track 
the migration of loans from various buckets to 
charge off status which can give a more 
accurate picture of how the current portfolio 
would migrate to loss. The basic methodology 
for migration analysis is to set up appropriate 
buckets to track within each segment. As an 
example, within consumer loans, this could be 
based on delinquency (Current, 30-59, 60-89, 
and 90+ Days Past Due), and within 
commercial loan segments, this could include 
general risk level (Pass, Special Mention, 
Substandard, and Doubtful). The institution 
must then determine the defined loss horizon.  
  As a simple example, let’s say the institution 
uses eight quarters as the defined loss horizon. 
This would mean that the institution would 
take the total loan balance for that segment 
within that bucket (ie, Commercial Real 
Estate-Office-Substandard, $8,000,000). It 
would then use the amount of charge-offs 
during the subsequent eight quarters from this 
$8,000,000 bucket to determine the loss factor 
for the CRE-Office-Substandard segment. The 
biggest challenge in migration analysis is the 
data collection process; it takes a minimum of 
four quarters with a structured data collection 
process to gather enough data to use this 
approach for estimating loss factors. The 
migration analysis approach can be more 
robust; however, for many institutions, the 
standard historical loss rate approach may still 
be adequate and most appropriate.  
 
3) Evaluating Qualitative & Environmental 
Factors 

by loan type for institutions experiencing 
higher loss experience.” Additionally, where 
appropriate, the institution should reference 
trends in national, regional, and local 
economic data, which can be found through 
various sources, including the Federal 
Reserve Economic Database and the FDIC 
Regional Economic Conditions Data, 
amongst others.  
  The institution can also consider employing 
a more quantitative approach for the 
estimation of the impact of these economic 
factors. This can be done through a 
simplified correlation analysis approach. For 
example, the institution can do a simple 
regression on their loss rates (using at least 
12 periods) against an economic factor (i.e., 
using housing starts as correlated to loss rates 
in construction and development segments). 
Additionally, the institution can employ 
back-testing to match up its historical losses 
with the levels of its ALLL over past periods 
to show the historical accuracy of the 
assumptions used in its methodology. The 
estimation of the qualitative factors in this 
instance may still largely be judgmental and 
subjective, but a correlation analysis, peer 
comparisons, and historical back-testing can 
provide quantitative support to these 
judgments. 
  The most important thing to keep in mind 
when making all of the judgments used in 
assembling risk pools, applying historical 
loss factors, and making qualitative 
adjustments, is that the institution should 
maintain extensive documentation of its 
methodology and the justifications for each 
assumption used. This will allow for a 
consistent process going forward and make it 
more difficult for the institution to be 
criticized by regulators around their 
allowance estimation.  

  Perhaps the biggest challenge that institutions 
face in the estimation of the ASC 450-20 
(FAS5) reserves is the determination of 
adjustments to take into account qualitative 
and environmental factors that may impact 
loan losses. These factors are inherently 
subjective, so institutions face scrutiny on the 
documentation used to justify any assumptions 
made.  
  The first judgment made in this process is to 
determine which qualitative factors to assess. 
A good starting point is to use the nine 
standard qualitative adjustments cited in the 
Interagency Guidelines on the ALLL. These 
can be modified where appropriate depending 
on the levels of risk within an institution’s 
overall portfolio and within specific portfolio 
segments. Secondly, the institution must 
evaluate its portfolio and segments on each of 
the qualitative factors and apply a quantitative 
estimate to each qualitative adjustment. It is 
imperative that the institution documents all of 
its assumptions around the qualitative 
adjustment factors. For example, if an 
institution is evaluating the impact of 
“Changes in the volume and severity of past 
due loans and other similar conditions,” the 
institution’s documentation should reference 
its delinquency rates in that segment in context 
of historical delinquency in the segment. 
Vincent Van Nevel, Managing Director of 
Professional Bank Services, a bank consulting 
firm located in Louisville, KY, notes: “These 
adjustments can be highly subjective; 
however, if the institution has any prior 
experience with similar cycles or events in the 
past, it can research the impact such events 
had on its portfolio. This assumes similar 
underwriting practices were in effect in past 
periods. Other sources for determining the 
magnitude of such adjustments include peer 
experience, and in particular loss experience 

ALLL...continued from page 4 
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How to Create Team Goals 
That Reduce Conflict in the 
Workplace by Joyce Weiss 
 
All teams need goals to strive for, 
whether it’s an internal goal (such as to 
decrease costs) or an external goal 
(such as to sign five new customers). 
And while many managers and leaders 
have no problem thinking up new goals 
for their team, they often struggle with 
getting their people to act upon or 
achieve the goes they’ve outlined. So 
the question is, “How do managers get 
people together and on board with 
common goals to reduce conflict in the 
workplace?” the answer is to create 
goals that people believe in.  
  Use the following guidelines to shape 
your goal creation process: 
 
•Missions and visions matter.  
  Before people can believe in any goal, 
they have to know what the company’s 
mission and visions are. But simply 
knowing is just the first part. Next, you 
need to make that mission and vision 
real for people. What does the mission 
and vision look like in real-world 
terms? Cite examples of the vision and 
mission in action. Let people “see” the 
vision and mission and how it relates to 
their job or responsibilities. Only then 
can they take ownership for company 
goals.  
 
•Let the goal “percolate.” 
  You can’t mandate a goal and expect 
people to embrace it. Rather, get 
together with the group and explain the 
goal. Then, give them a few days or 
even a month to get used to the goal—
to challenge it, to see if it makes sense, 
to determine how to make it better, and 
to see what’s missing from it. Let 
people play with the idea of the goal in 
their mind, and then listen to their 
feedback on the goal.  
 
•Get people emotionally involved. 
  Simply stating a goal of “increasing 
customer service by 35%” will make 
people say, “Who cares!” That’s why 
you want your goals to be simple, 
realistic, attainable, and emotionally 
driven. What will achieving the goal, 
in this case increasing customer 
service, mean to the people responsible 
for the goal? Perhaps it means 
becoming a complaint-free company 
(less headaches for employees, or 

having a word-of-mouth marketing plan), no 
more cold calling), or attaining industry leader 
status (prestige and recognition). Whatever the 
emotional tie is, make sure people know it. It’s 
the emotion that moves people to action.  
 
•Get consensus. 
  Once the team agrees on a goal, that’s it—
agreement is final. It means everyone has to 
take action. If someone doesn't like the goal, he 
or she has to bring it up now to make it better. 
Otherwise, there’s no going back. Consensus is 
the final step before the actual implementation. 
Period! You will see a reduction of conflict in 
the workplace.  

Generating Success...One Goal at a Time 
  Creating good goals means getting people 
involved and not just mandating the goal 
during a meeting. In fact, the more involved 
you get people, the better your results will be. 
They’ll buy into the goal and will actually 
want to make it a reality. So use these goal 
creation steps every time. By doing so, you’ll 
get the results you want without the usual 
frustrations.  
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Information Technology Specialist 
Starion Financial, Mandan is seeking an IT Specialist to assist with network administration, bank-related software, hardware and various IT 
projects.  This position assists with workstation installation and maintenance, user support and training, help desk service, and IBM mainframe 
operation, as needed.  Requires a self-motivated team player with effective organizational, time management and communication skills. A 
degree in computer science or network administration is preferred, along with three to five years of experience in the financial services industry. 
Experience in customer service, hardware troubleshooting, MS Office, Windows, networking, help desk, training and web design is desirable. 
We offer a competitive salary and comprehensive benefits package.  
 
Visit our Careers page at www.starionfinancial.com or any Starion Financial branch for an application.  Resumes and applications can be 
submitted to:   
 Starion Financial, Human Resources, PO Box 777, Bismarck, ND 58502-0777    humanresources@starionfinancial.com 
 
Equal Opportunity Employer           Member FDIC 

CLASSIFIEDS 
Experience Eide Bailly 

  Eide Bailly, a top 25 CPA firm in the nation, is looking for banking industry professionals for the following roles: 
Banking Industry Regulatory Compliance Professional in Grand Forks/Fargo 

Banking Industry Regulatory Compliance Professional in Bismarck 
  In these roles, you will have the opportunity to work with financial institutions of varying sizes, apply your knowledge and experience to assist 
them with regulatory compliance consulting and serve clients in our growing financial institutions practice.   
  Ideal candidates will have a business education and a strong understanding of bank regulatory compliance. If you have experience working in 
a bank or in a regulatory compliance role, or with the Federal Reserve, FDIC, OCC or state banking regulatory agencies, this opportunity is for 
you! The position requires travel to clients across the Midwest.  
  Edie Bailly offers challenging, rewarding career paths with the opportunity to impact your own advancement. We also provide exceptional 
opportunities for continuing education and professional development. You can expect a different experience working at Eide Bailly; one that is 
truly caring and supporting; one where you play an active role in your career; and one where you can make an impact. 
   
 To learn more, visit www.eidebailly.com/careers.  
Equal Opportunity Employer           

 Land and Machinery Sales - Land Management 
  Pifer’s Auction & Realty is seeking an energetic, seasoned sales person with a strong network to join its team of highly successful and 
motivated agents, auctioneers, and land managers in North Dakota, South Dakota and Minnesota.  
  Of Pifer’s 15 successful agents only one had experience in the auction, real estate and land management business prior to joining Pifer’s. The 
auction and real estate business is about networking, trust , and getting the job done.  
  Why do so many landowners and farmers choose Pifer’s? Ask them. Pifer’s gets results. Pifer’s was named on e of the “top 25 land auction 
companies in America,” by Land Report Magazine in 2010. This is a unique opportunity for you to join one of the most successful and dynamic 
auction, real estate and land management companies in the region. If you are well connected with an extensive network, have the passion for 
agriculture, and want to make a difference in the lives of people, join Pifer’s! 
 
  All inquires kept confidential. Please send resume or bio to: 
 
 Kevin Pifer, President, The Pifer Group, Inc., 1506 29th Ave South, Moorhead, MN 56560 or kpifer@pifers.com 

 

Senior Vice President 
  First National Bank of Fairfax, an independent family owned community bank is seeking Senior Vice President in Agriculture lending. This 
position will be part of the management team with advancement opportunities.  
 
 Send resume and salary requirements to: 
  President, First National Bank of Fairfax, PO Box 509, Fairfax, MN 55332 or email to: ron@fnbfx.com 
  
Equal Opportunity Employer           Member FDIC 

Mortgage Banking Officer 
  American Bank Center has a position opening for a Mortgage Banking Officer in Dickinson. This individual will develop and maintain 
relationships with mortgage customers, solicit and originate loans and various deposit services, while working in a team environment. A 
bachelor’s degree and minimum three years related banking experience preferred.   
 
 To apply, please send resume to 
  American Bank Center, Attn. Human Resources, 140 First Ave West, Dickinson ND 58601  
Equal Opportunity Employer           Member FDIC 

 



COMING EVENTS: 
TELEPHONE/WEBCAST SEMINARS: 
Aug 2: Security Officer Reports to the Board 
Aug 4: Wire Transfer Compliance 
Aug 9: Connecting the Dots: Regulation E & Regulation DD (TISA) 
 Compliance 
Aug 11: Advertising Compliance 
Aug 12: Your Bank’s Responsibility as a Withholding Agent: SSNs, 
 EINs, and ITINs 
Aug 16: Updated Guidelines for OREO 
Aug 17: Managing E-sign, E-Statements & E-Disclosures 
Aug 18: Hot Regulatory Issues in Consumer Lending 
Aug 23: Bank Bribery Act & Regulation P—Consumer Privacy 
Aug 25: Call Report Preparation: RC-C part I & Related Lending 
 Schedules 
Aug 25: Community Bankers for Compliance Regulatory Update 
 Webcast 
Aug 26: New HMDA Rule Changes: Getting it Right 
Aug 29: Assessing the Impact of the New Debit Card Interchange 
 Rules Effective October 1, 2011 
Sept 7: Developing Global Cash Flow from personal Tax Returns 
Sept 8: Title Insurance Policies & Commitments 
Sept 9: New FFIEC Guidance “Supplement to Authentication in an 
 Internet Banking Environment” Effective January 1, 2012 
Sept 13: Payment System Convergence: What Type of Transaction is 
 This 
Sept 15: New Security Officer Training 
Sept 20: Directors Series: Red Flags in Bank Policies & Procedures 
Sept 22: Fair Lending Issues 
Sept 27; New Rules for Bank Websites: What to do now, soon & later 
Sept 29: Conducting the Annual ACH risk Assessment 
 
LIVE SEMINARS: 
Aug 14-16:   ICBND 44th Annual Convention and Exposition 
      Ramkota Hotel, Bismarck 
Sept 13:     ACH Audit Workshop for the RDFI & ODF 
     Best Western Doublewood Inn, Bismarck 
Sept 19-22: Fall Frontline: The Proactive Frontline Curriculum with 
     Tim Tivis 
      Jamestown, Grand forks, Minot, and Bismarck 

Thank you to our advertisers… 
 
State Bank & Trust……...………………...pg 3 
Young & Associates, Inc.………………....pg 4 
SHAZAM…………………………...….....pg 5 
United Bankers’ Bank………………...…..pg 6 
ICB Purchasing Exchange..………………pg 10 
Bank of North Dakota.…………………....pg 11 
ND Housing Finance Agency…………….pg 12 
First Class Mortgage ……………………..pg 13 
 
The Community Banker can be an effective 
advertising vehicle for companies marketing to 
the financial industry.  If your company would 
like more information on how to place an ad in 
the Community Banker, please contact Deanna 
Stoeser at the ICBND office at  
701-258-7121 or toll free 1-800-862-0672. 

ICBND Office Hours: 
 

Regular Business Hours 
Mon-Fri  

8:30 am to 5 pm 
 

Summer Hours 
(Memorial  - Labor Day) 

Mon-Fri  
8 am to 4 pm 

 
 
ICBND Staff 
Don Forsberg 
Executive Vice President 
donf@icbnd.com 
 
Wendy Ruud 
Vice President 
Community Banker Editor 
wendyr@icbnd.com 

Deanna Stoeser 
Administrative Assistant 
info@icbnd.com 
 
Marilou Voegele 
Director of Card Services 
marilouv@icbnd.com 
 
Angie Olson 
Card Services Coordinator 
angiet@icbnd.com 
 
Carie Winings 
Card Services Consultant 
 
Lacey Kuhn 
ICB Purchasing 
Sales Manager 
laceyk@icbnd.com 
 
Jess Voegele 
ICB Purchasing 
Office Manager/CSR 
purchasing@icbnd.com 

2010-11 ICBND 
Executive Committee 
President 
Mary Erman, Starion Financial, 
Mandan 
marye@starionfinancial.com 
701-667-1670 
 

President-Elect 
Jerry Hauff, Cornerstone Bank, 
Bismarck 
jerry.hauff@cornerstonebanks.net 
701-751-4030 
 

Vice President 
Brenda Foster, First Western 
Bank & Trust, Minot 
Brenda@fwbt.com 
701-852-3711 
 

Immediate Past President 
Gordon Hoffner, The Union 
Bank, Beulah 
gordonh@theunionbank.com 
701-873-2900 

There is still time to 
register!  

Don’t miss our great 
lineup of speakers: 

Robin Crow, 
 Roxanne Emmerich, 

Tony Cole, 
 Dorothy Rich,  

Jim Nowak, Jim Reber, Corey Perlman, and Rory 


