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ICBND Goes Mobile by Marilou Voegele, ICB Services, Inc. 

  ICB Services (ICBND’s Credit Card 
Subsidiary) has purchased a Mobile 
ATM Trailer for our ICBND Member 
banks to borrow. The main purpose of 
this ATM trailer will be to promote 
community banking at  your 
hometown events and/or county fairs. 
Some of the other suggestions for use 
could be to use it at our ND State 
Fair, Big Iron, Hostfest, ND Winter 
Show, Rough Rider Days and 
possibly We Fest. It could also be 
used in the case of a disaster like the 
tornado in Northwood last year. The 
trailer has an advertising wrap 
promoting community banking with 
all our ICBND member community 
banks names listed on the back doors 

of the trailer. We have also reserved a 
section on the front by the ATM to 
advertise for the bank using the 
trailer. This ATM trailer comes 
equipped with heat, air, a removable 
hitch, wheel locks, cameras, and an 
ATM with battery backup. 
  There are no rental costs to the 
individual bank that borrows the 
trailer. Your bank will be responsible 
for the travel expenses associated 
with picking up and returning the 
trailer for storage as well as insuring 
the trailer when it is in your bank's 
possession. The ATM trailer will be 
stored in Bismarck. Datrue will make 
the necessary programming changes 
to the ATM before each use, if the 
trailer were returned to Bismarck, 
rather than being exchanged between 
banks on the road. The processing 
will be done through Funds Access. 
Your bank will be responsible to sign 
a hold harmless agreement with ICB 
Services and an agreement with 
Funds Access to settle. You will also 
be responsible for the vault cash. ICB 

services will maintain the upkeep on 
the ATM Trailer. ICB Services will 
also pay for the wireless service, the 
processing, the ATM maintenance 
fee, and for the insurance when the 
trailer is not in use.  
  The ICB Services Board of Directors 
are hoping to make this service 
surcharge free for any of our ICBND 
member community banks. That 
decision will be entirely up to your 
individual bank. We would need to 
load your bins if you wanted to 
participate “surcharge free”. The 
surcharge collected on everyone else 
will be shared between the bank using 
the trailer and ICB Services to help 
cover expense. 
  ICB Services will handle the 
scheduling of the Mobile ATM 
trailer.  It will be scheduled on a first 
come-first serve bases with a disaster 
situation always taking precedence. If 
your bank is interested in borrowing 
the Mobile ATM Trailer, or you need 
further information please contact 
Marilou Voegele at 701-258-8326. 

ATM 
Machine 
Location 

2011 Washington DC Summit by Don Forsberg 
  There was some significantly 
differences about this year’s 
Washington Policy Summit. Not only 
did we have some new faces in 
ICBND’s lobbying delegation (new 
Vice President, Emerging Leader 
r epr es ent a t i ve ,  a nd  a n othe r 
Community Banker), but we also 
visited with two newly elected 
members of our congressional 
delegation.  This year’s delegation 
included Jim Goetz, Nancy Baerwald, 
Scott Tewksbury, Lee Stenehjem, Jr., 
Mary Erman, Jerry Hauff, Brenda 
Foster, Dawn Flaten, Dennis Walsh, 
and myself.  
  It is our impression that both Senator 
Hoeven and Congressman Berg are 
well qualified and prepared for their 
new duties since both have extensive 
experience in state governance and 
both have connections to Community 
Banking. While there are some 

significant differences in transitioning 
from a state level of government to 
the federal level and some of their 
staffs may have a steep learning curve 
(since they are new to their duties 
and /or constituency) I am pleased to 
report these staff members are also 
well qualified and capable in their 
respective areas of responsibility.  
  The key concerns we addressed in 
our visits with each member of our 
delegation (Senator Conrad, Senator 
Hoeven, and Representative Berg) 
were as follows:  
• Debit interchange fees—unfair to 

consumers, small retailers and small 
card issuers; 

• Tough examination environment 
and the Communities First Act—
slowing of lending and economic 
recovery; 

• Consumer Finance Protection 
Rules—regulators have little say 

and CFPB can operate in a vacuum 
due to its makeup and focus to the 
detriment of the economy, 
consumers and industry; 

• Farm Credit System and Credit 
Union expansion of powers—unfair 
use of tax preferential status and 
mission creep. 

  We provided factual arguments of 
our position on each issue and the 
impact or potential impact on the 
citizens of North Dakota, our 
communiti es,  businesses  and 
institutions. We were asked straight 
forward questions on clarifying our 
position by both staffers and our 
Congressional delegation members 
alike. In each case there were counter 
statements or arguments brought up 
during the conversation which 
allowed us to provide our rebuttal 

Story continued on page 12... 



Don Forsberg 
ICBND Executive Director 

  Democracy is often defined by 
the words: “of the people, by the 
people, and for the people”. 
Another explanation I found for 
the word democracy states the 
word itself comes from two 
Greek words:  “demos” meaning 
people and “Kratein” meaning 
govern. Each time I visit the 
Capitol of the United States in 
Washington DC, I cannot help 
but be reminded of the 
revolution which created these 
United States and the foresight 
of our Founding Fathers 
evidenced in the words of the 
Constitution and the bill of 
Rights to make this nation a 
democracy or more accurately a 
democratic republic.  
  When you consider that the 
words of our country’s 
Constitution have served this 
nation almost 230 years without 
change, I cannot help but wonder 
whether these men were not all 
geniuses with the power to see 
the future. For example, France 
which provided critical and 
timely financing, weaponry and 
manpower to help the fledgling 
forces in this country defeat the 
British, during the period of their 
own revolution, their citizens 
wrote, adopted and implemented 

its governing document no less 
than three times in less than 5 
years.  
  The opportunity to exercise our 
rights has been given to us by 
this same Constitution and Bill 
of Rights to make our elected 
representatives aware of the key 
issues and concerns of our 
customers (their constituents), 
communities and industry. This 
communicating with our elected 
officials is popularly known as 
lobbying. In certain segments of 
society “lobbying” has acquired 
a bad reputation. However, 
Wikipedia defines lobbying as 
“influencing decisions made by 
legislators and other elected 
officials.”  A lobbyist is defined 
as “a person who tries to 
influence legislation on behalf of 
a special interest or a member of 
a lobby.”  this makes any citizen 
who represents anyone other 
than themselves a lobbyist and 
that makes lobbying a critical 
part of participating in our 
democratic form of government. 
This is especially true for those 
whose voices can be drowned 
out by their large and powerful 
competitors or protagonists. It 
brings to my mind the old adage 
“if you aren’t part of the solution 

then you are part of the problem” 
or another like it “if you don’t 
participate in the process then 
you do not have a right to 
complain about the result.”  
  Now to my points, first, I 
highly recommend to each of 
you to make a trip to 
Washington Dc and make certain 
to include a visit to the Library 
of Congress to see the actual 
writings of our Founding Fathers 
(including Thomas Jefferson, 
Ben Franklin,  Alexander 
Hamilton, George Washington 
and so many more) not only to 
understand the wisdom and 
depth of their thought process in 
their writing but also to get a 
sense of their courage and 
magnitude of the task they 
willingly undertook which was 
to create a new nation with a 
new form of government. 
Second, I highly recommend you 
take the time to do your part to 
c o m m u n i c a t e  t o  o u r 
Congressional delegation, to 
exercise your rights to lobby on 
behalf of your industry, 
community, and customers and 
be proud that you have been 
given the opportunity to be a 
“lobbyist.” 
   

Of The People, By The People and For The People 

  The year seems to be flying by 
even though winter seemed like 
the longest ever. Glad to finally 
have spring days and sunshine 
and along with spring ICBND is 
planting the seeds for successful 
banking in the future. 
 
  2011 Convention 
Ø Speakers - covering bank 

strategy, sales, compliance, 
technology, social marketing, 
economics, investments and 
more! Roxanne Emmerich, a 
power house speaker on bank 
strategy, sales & services our 
keynote along with a line up 
of outstanding speakers 
throughout the convention. 
Watch for your invite or 
check us out early at 
www.icbnd.com for complete 
details! 

Ø Vendors - prepared to show 
you tools to take your game 

Mary Erman 
Starion Financial 

Mandan 
ICBND President 

up a notch to execute better in 
our challenging ball game! 

Ø Programs  - fun and 
beneficial events with time to 
network with independent 
community bankers from 
across the state! 

Mark Your Calendars! Plan 
for your leaders and emerging 
leaders to be part of the 
program this year! It is an 
investment in your future! 
 
  Washington Independent 
C o m m u n i t y  B a n k i n g 
S u m m i t — T o p  I s s u e s 
Addressed 
  The ICBND delegation joined 
bankers from across the country 
in Washington and met with our 
congressmen on the most critical 
issues facing community 
bankers. The interchange issues 
continues to be debated with 
massive lobbying efforts from 

both sides. See Don’s article 
about the issues we discussed. 
  Thanks to Representative 
Berg, Senators Hoeven and 
Conrad, and their aides for 
meeting with us and listening 
to the significant issues facing 
independent community 
bankers.  
 
  Strategic Planning 
  Planning for the future of your 
organization is critical and the 
ICBND Board of Directors had 
strategic planning in May. We 
look forward to sharing goals 
and ideas and always welcome 
bankers input for both strategies 
and action steps in making 
ICBND your premier banking 
organization! 
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Challenges in the Estimation of the Allowance for Loan and 
Lease Losses by Mike Lubansky, Senior Analyst, Sageworks, Inc. 

  The estimation of the Allowance for Loan 
and Lease Losses has been a part of the 
financial institution’s accounting processes 
for years, but it has taken on increased 
importance over the last several years. 
Between increased regulatory scrutiny and 
the challenges of documenting and defending 
the Allowance estimation to multiple 
constituencies including the regulators, 
external auditors, and the board, many 
financial institutions find themselves 
overwhelmed with the process of estimating 
and documenting the ALLL on a monthly or 
quarterly basis. The ALLL estimation is 
significant in that regulators are vigilant 
about ensuring that financial institutions have 
enough in their reserves, but the ALLL 
estimation is also significant in its impact on 
an institution’s earnings and capital.  
  One of the defining regulatory statements 
on the ALLL, the 2006 Interagency Policy 
Statement on the Allowance for Loan and 
Lease Losses states: 

The ALLL represents one of the most 
significant estimates in an institution’s 
financial statements and regulatory 
reports...each institution has a 
responsibi l i ty for developing, 
maintaining, and documenting a 
comprehensive, systematic, and 
consistently applied process for 
determining the amounts of the ALLL and 
the provision for loan and lease losses. 

  Tom Ryan of Turner and Associates, Inc., a 
bank consulting firm serving clients in the 
Midwest, sees this in practice, noting: 
“Estimating the allowance for loan and lease 
loss is one of the most important challenges 
bankers face today, though often the least 
understood. Bankers can minimize the 
inherent imperfections of this estimate by 
adopting a supportable and consistently 
applied methodology and providing 
verifiable documentation of their findings.” 
  Some of the general overarching challenges 
that financial institutions face with regards to 
employing this type of comprehensive, 
systematic, and consistently applied process 
to their ALLL estimation include: 
1. The manual, time-intensive nature of the 

process each month or quarter. For many 
financial institutions, the process can take 
several days if not more per month for 
several of the institution’s finance, credit, 
and/or lending staff. Some of the 
individuals involved in the estimation are 
high-level executives whose time is at a 
premium, so the greater amount of time 
directed towards the ALLL can be a 

burden. This process is labor intensive, 
manual, and often prone to error, through 
the usage of an assortment of Excel 
spreadsheets, which lend themselves to 
version control issues and formula errors, 
amongst other potential issues.  

2. Keeping up with new accounting 
standards and regulatory demands that are 
being placed on the institution. The 
financial institution must stay current not 
only with the published regulatory 
guidance, but also with new accounting 
standards being issued from FASB, as 
well as the regulatory demands from the 
institution’s specific regulators, which 
may or may not coincide precisely with 
the two aforementioned sets of standards.  

3. Additional reporting and disclosure 
requirements as well as increased scrutiny 
on the assumptions used to determine the 
ASC 450-20 (FAS 5) reserves. In recent 
years, FASB has continued to issue new 
requirements through its Accounting 
Standards Updates. While this often 
consists of simple reports and aggregation 
of data that is already being used, it can be 
time-consuming and places additional 
strain on limited resources.  

4. Increased scrutiny on the assumptions 
used to determine the ASC 450-20 (FAS 
5) reserves. This can include questions 
around the how to appropriately segment 
the ASC 450-20 (FAS 5) 
pools, assumptions used for 
the number of periods of 
historical data to include for 
establishment of the Historical 
Loss Reserve portion of the 
ASC 450-20 (FAS 5) reserves, 
and the judgment and defense 
o f  q u a l i t a t i v e  f a c t o r 
adjustments in the assessment 
of the ASC 450-20 reserves.  

5. Increased scrutiny around the 
ASC 310-10-35 (FAS 114) 
reserves. This includes the 
appropriate determination of 
which loans need to be 
evaluated for impairment 
under ASC 310-10-35 (FAS 
114), determination of whether 
the loan should be considered 
“collateral-dependent” and 
evaluated under the “Fair 
Market Value of Collateral” 
method or under the “Present 
Value of Future Cash Flows” 
method if the borrower is still 
expected to make repayments 

on the loan, the correct assumptions to 
employ in either method, as well as 
additional considerations that have been 
expanded upon by FASB as pertains to 
Troubled Debt Restructure (TDR) loans 
that have been modified or restructured.  

  Nelson Reeves from Reeves Risk 
Management, a firm serving financial 
institutions in the Southeastern U.S., sums up 
these challenges by stating:  “Overall, one of 
the most significant challenges is arriving at 
an amount in the allowance which both 
adheres to the accounting and regulatory 
requirements and satisfies the regulators as to 
its adequacy.” 
  Given the above list of conflicting demands 
pertaining to the ALLL that are being placed 
on financial institutions taken in context with 
increased regulatory demands in other areas 
of their operations, it is easy to see how many 
financial institutions are struggling to put 
together a comprehensive, systematic, and 
consistent estimation of their Allowance for 
Loan and Lease Losses and to meet the 
demands of the various constituencies that 
scrutinize this calculation. Approaching such 
challenges requires a systematic approach in 
which the institution carefully examines the 
impact of their loan policies, and implements 

Story continued on page 15,,, 
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  Technology has created a battleground for 
customer and financial information because 
of its value. In 2008, the most popular item 
for sale by cyber thieves was credit card 
information as stolen card data can be easily 
cashed out. Credit card information currently 
sells for between seven cents and $1,000 per 
credit card while full identities sell for 
between 70 cents and $60. 
  Cybercrimes cost your bank money. A data 
breach costs companies an average of $202 
per compromised record—of which $152 
pertains to indirect costs including abnormal 
turnover or churn of existing and future 
customers. Healthcare and financial service 
companies have the highest average rate of 
churn at 6.5 percent and 5.5 percent, 
respectively.  
  Many security experts believe the next war 
will be a cyber-war, where unfriendly nations 
attack the U.S. banking, healthcare and 
energy infrastructures to cause chaos and 
terror. The Obama administration is on 
record saying it thinks the banking sector is 
unprepared to prevent such a war from 
occurring and has issued a call to all 

your staff trained on information security so 
that they can help. Find information security 
partners with the depth of knowledge you 
need to compliment your staff’s knowledge. 
Invest in the policies, processes and tools 
necessary to deliver on this responsibility.  
  Third, hold your third parties responsible for 
protecting your bank’s customer and 
financial information. Third party data 
breaches are on the rise, but what are third 
parties doing to keep up with the cyber 
criminals? More than 44 percent of all data 
breaches in a recent study involved third 
party “mistakes or flubs.” 
  Finally, implement a comprehensive, 
proactive security plan. Do not build your 
security plan reactively based on auditor 
feedback, IT exam results, information from 
a conference or workshop, etc. Determine 
where you want to go, design an information 
security program that meets your 
requirements, get good at IT risk assessment 
as the foundation for this information 
security program, and invest in the necessary 
processes and tools that will help your bank 

Americans to share the responsibility for 
cyber-security. 
  Security is not just a big company issue, as 
small and medium-sized businesses have 
increasingly become targets. Recent studies 
indicate that U.S. small businesses lack 
cyber-security awareness and policies. While 
large financial institutions have the most 
data, it is generally considered a much easier 
target to cyber thieve information from 
smaller financial institutions because they 
simply lack the sophisticated controls to 
thwart the myriad of attacks commonly 
available in the marketplace.  
  So what should you do? First, become 
aware of how real these potential attacks are 
against your bank. IN working with the FBI, 
it is frightening to hear the stories about 
cyber attacks. Even more frightening is the 
sophistication and frequency of such attacks 
as cyber thieves mobilize to conduct 
nefarious cyber activities. In fact, more than 
88 percent of all cases in a recent study 
involved insider negligence.  
  Second, take responsibility for protecting 
systems and information at your bank. Get 

The Cyber Gun is Pointing at Your Bank by Dr. Kevin Streff, Secure Banking Solutions 

Story continued on page 12... 



CFA—Real Solutions by Camden R. Fine, ICBA President and CEO 

       Call it a down payment on 
     doable measures for Congress 
     to bolster community banks and 
     Main Street America. Consider 
     it a reflection of ICBA’s     
     leadership in advocating a 
constructive and influential participant in 
the policymaking process in Washington. 
  The Communities First Act (CFA) of 2011 
(H.R. 1697), introduced last month by 
House Financial Services committee 
member Blaine Luetkemeyer (R-Mo.), 
represents a comprehensive package of 
highly targeted regulatory– and tax-relief 
measures. Like its earlier version that ICBA 
helped lawmakers fashion in 2006-2007, the 
legislation is chock full of practical, nitty-
gritty measures that make a real difference 
for community banks. They’re very much 
worth reviewing.  
  Among its regulatory-relief provisions, the 
CFA would… 
•Allow highly rated, well-capitalized banks 
with assets of $10 billion or less to file a 
short-form call report in two nonsequential 
quarters of each year; 

•Increase the Sarbanes-Oxley internal 
attestation level exemption for depository 
institutions from $75 million to $1 billion 
in market capitalization; 

•Only require annual privacy notices to 
customers unless a bank changes its 
information sharing policies; 

•Require the federal government to 
reimburse costs for banks with $10 billion 
in asset or less that produce documents for 
law enforcement or investigative purposes; 

•Create a five-year rolling average of real 
estate loan appraisals for classifying loans 
during a downturn; 

•Direct the Federal Reserve to double its 
threshold to $1 billion in consolidated 
assets for bank holding companies that are 
eligible for simplified capital requirements; 
and 

•Require the SEC to increase the threshold 
number of bank shareholders that trigger 
SEC registration from 500 to 2,000, and 
require the SEC to conduct a cost-benefit 
analysis before approving any accounting 
change.  

  To provide sensible tax relief, in addition 
to several meaningful refinements to the 
Wall Street Reform Act promoted by ICBA, 
the CFA would… 
• Allow community banks to amortize 

losses on commercial real estate loans and 
other real estate owned over 10 years for 
regulatory capital purposes; 

• Extend the five-year net-operating-loss 
carryback provision, which would help 
community banks that suffered losses 
during the economic downturn 

• Double the shareholder limit for 
Subchapter S corporations to 200; 

• Allow the use of preferred stock for 
Subchapter S corporation banks and allow 
IRA shareholders to invest in S 
corporation banks; and 

• Permit banks and bank holding companies 
under $10 billion in assets to elect a 
limited liability company tax status, 
without a transition cost.  

  These are just highlights, of course. Details 
in any legislation matter substantially, right 
down to the commas and semicolons. But 
it’s worth learning about all of the CRA’s 
provisions. Each is carefully designed to 

assist the greatest number of community 
banks as possible. Becoming familiar with 
all of them will help you rally to support 
them.  
  Demonstrated by the success of its earlier 
version, the Communities First Act shows 
that ICBA, with our state and regional 
association allies, can initiate creative, 
consequential policy solutions that 
significantly benefit the nation’s community 
banks and Main Street America.  
 
  Check out Cam Fine’s blog Finer Points, 
through ICBA’s Website, www.icba.org 
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  To hear industry consultants or 
news reports tell it, everyone out 
there is wearing out thumbs 
texting and twittering and making 
mobile deposits while driving. 
(Don’t do that!) There’s a 
growing demand for the latest 
technology of every kind, but let’s 

not go overboard. 
  Our reputation as community bankers is 
conservative and cautious. True. To stay in 
business, we’re also innovative and service-
minded. We need to appeal to our social media 
customers on one hand and our Social Security 
customers on the other—to be high-tech and 
high-touch. In short, balanced.    
  Community banks have to be all things to all 
people—within reason. My bank is 
considering those ATMs that take deposits, but 
they’re expensive. Some banks don’t even 
have online bill pay, debit cards or 
telebanking. Has your bank set priorities for 
such advances? Have you discussed the plan 
with your board? 
  When it comes to its member product and 
service programs, ICBA has to balance the 
needs of its different members just as we 
community bankers have to balance the needs 
of different customers. Not every community 
bank has the budget for the latest, greatest 
stuff—but because we’re all in this industry 
together, we don’t want ICBA’s product and 
service options to price out the littlest banks. 
And we want plenty of goodies that every 
community bank can use, just as we share our 
mission of serving our customers in towns and 
cities across America—no matter what their 
size.  
  The most obvious products are tangible ones, 
such as the resources of the ICBA Services 
Network: ICBA Bancard and TCM Bank, 
ICBA Mortgage, ICBA Securities and ICBA 
Reinsurance. About 85 percent of member 
banks use one of these products or services 
every year, and from that our members see 
$255 million in savings, revenue and 
dividends annually.  
  Speaking of both products and services, the 
hard-working ICBA Services Network staff 
hundreds of hours into bringing us, currently, 
28 ICBA Preferred Service Providers vetted 
for member need, financial stability and 
national distribution capability. That in turn 
saves us and our colleagues hours of due 
diligence on these companies to be sure 
they’re worthy of our trust and our banks’ 
investment.  
  Services from ICBA that show up in our 
lobbies include marketing for community 
Banking Month, the “I Love My Community 
Bank” campaign and perhaps this very 
magazine, if it’s not dog-eared in the 
boardroom or employee break room. 

Our Product is Service by Sal Marranca, Chairman of ICBA 

Customers don’t see the webinars, the 
conferences, the great service you get by 
phone or email from our information center—
but they see the results in our work.  
  And it’s the same in ICBA’s whole purpose, 
to bring all of us together as one to share what 
we know and to gain strength in numbers. The 
organization’s product is its service to us, 
whether in pushing our agenda with the White 
House or regulators...educating legislative 
staff about a bill’s implications for 
business...crafting op-eds to show voters 
public why their senator is right...reading the 
fine print to catch trouble early...and on and 
on. 
  The public never sees all that, either, but 
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Never look down on 
anybody  

unless you’re  
helping them up! 

 

eventually, we hope, the good results show 
up in the products and services we are able 
to offer to our own customers on Main 
Street. 
 
Sal Marranca is president and CEO of 
Cattaraugus County Bank in Little Valley, 
N.Y.  
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Really Stupid Things Smart Bankers Do ~by Roxanne Emmerich 

  Even though it was 20 
years ago, I remember it like 
it was yesterday. One of the 
attendees at a bank CEO 
conference came up after my 
speech and began to lecture 
me. “There's one distinction 

you’re missing, Roxanne. We bankers, we’re 
like sheep. The first one marches up to the 
ledge and falls off, and the rest march in step 
screaming Baaaaahhhh! as they fall one by 
one over the ledge. You have to stop 
believing bankers actually think for 
themselves!”  
  Since then, I’ve watched that scenario play 
out too often. “Geez, let’s all get a bank into 
a grocery store before somebody else does. 
No time to do a profitability analysis. Let’s 
mortgage homes at 105 percent...that will be 
fun. Hey, anybody for a behemoth amount of 
brokered deposits? That’ll be easier than 
teaching our people to not be order takers, 
eh?” 
  What’s the next crazy thing that will have 
the wolves at the bottom of the canyon 
salivating? My prediction: it’s buying 
distressed banks. It’s the lazy man’s way to 
grow a bank. And along with it comes a 
capital drain, asset problems to tie up your 
ability to prosper for years, us-and-them wars 
between the merged teams stifling your 
ability to move forward for two years, to say 
nothing of the lowered safety rating just 
when customers are all becoming experts on 
bank safety! 
  So how do you grow in a time when loan 
demand has shriveled up? It’s time to get 
wise. A recent new client of ours made 
capturing more low-cost deposits their top 
initiative. They had been at 120 percent loan-
to-deposit. Ouch. Within four months, the 
CEO called and said, “Hey, that really 
worked. Now show us how to do this to get 
loans to keep up with our deposits!” If they 
can do it, so can you. How? Follow these five 
steps: 
1. First, take your culture up 20 notches. If 

customers aren’t raving, that’s right, 
RAVING about you, nothing else will 
work. Your employees’ passion to be 
extraordinary must visibly show. Until 
this is remarkable, don’t move on to step 
two. 

 
2. Identify the 100 ideal prospects that you 

will become unstoppable at attracting. 
Create a lesser approach for your top 
1,000 list. Start your “give” Campaign. 

 
3. Bring up the skill sets of your selling 

team. I guarantee you that no matter 
how good they are, they’re not even one 

third of the way there. If they EVER say 
they can do the deal as long as they can 
match the rates, you have a lack of 
competencies that must be addressed 
aggressively.  

 
4. Get massive. You have a limited time 

when there is bad news about a 
competitor in the area to easily sweep up 
all their best customers and employees, 
so you’d better have your culture and 
skill set ready to go BEFORE that 
happens.  

 
5. There will be more opportunities as 

other banks go over that cliff. Sad for 
them, great opportunity for you. As you 
watch sheep dropping from the sky, 

simply repeat the five steps! 
 
Roxanne Emmerich, CEO of The Emmerich 
Group, works with banks in the top 5 percent 
of performance and those that what to get 
and stay there. She is a New York Times, 
Business Week, and WSJ bestselling author 
of Thank God It’s Monday!, Profit-Growth 
Banking, and Profit-Rich Sales for bankers. 
Her Kick-Butt Kick Off® process is 
legendary for its ability to dramatically grow 
deposits, loans, and net interest margin 
within 30 days.  
 
  Hear and meet Roxanne at this year’s 
44th Annual ICBND Convention and 
Exposition.  



McShane Hired at State Bank 
& Trust 

  Phil McShane 
has been hired as 
real estate single 
family servicing 
and loan reviewer 
at State Bank & 
Trust. McShane is 

primarily responsible for 
compliance with state and 
f e d e r a l  l oa n  s e r v i c i n g 
requirements for 1-4 family 
residential loans. He is a Fargo 
native and a graduate of NDSU. 
Prior to joining State Bank & 
Trust, he was an equipment 
leasing officer with F.F. Fisher 
Sales and Leasing in Fargo.  
 
Darling Promoted at Western 
State Bank 

 
  Carol Darling 
w a s  r e c e n t l y 
promoted to Loan 
a n d  D e p o s i t 
O p e r a t i o n s 
M a n a g e r  a t 
Western State Bank 

in Devils Lake. Carol has been a 
part-time employee of the bank 
for the past 1 1/2 years in the 
Data Operations Center. She was 
also the full-time Team leader 
and managed the Noridian 
Service Center in Leeds, ND. 
She has an Associate Degree in 
Liberal Arts from Lake Region 
State college and attended UND.  
 
American Announces New 
Employees 
  American Insurance Center is 
pleased to announce the addition 
of Julie Raatz as an Account 
Technician in the Dickinson 
Insurance office.   
  They are also pleased to 
announce that Brandy Jurgens 
has been hired as a Financial 
Service Representative at the 
Central Market, Bismarck 
location. Brandy is a graduate of 
the University of Mary with a 
degree in Business Management.  
  
Inniger Named Director of 
Community Relations for 
Choice Financial 

   
Erv Inniger, a 
member of the 
Choice Financial 
board of directors, 
was recently named 

director of community relations 
for the bank’s Fargo area 
l oca t i on s .  H i s  p r i ma r y 
responsibilities will include 
shareholder and community 
relations, as well as new 
business development and client 
relations.  Erv is active in the 
Fargo community and is a 
motivational speaker for various 
organizations throughout the 
region.  
 
Nielsen Hired at State Bank & 
Trust 

   
  Vikki Nielsen 
has been hired as 
IRA Relationship 
manager for State 
Bank & Trust. She 
helps people work 
t o w a r d  t h e i r 
retirement goals 
through new IRAs 

or rollovers.  She is a native of 
Kindred, ND and a graduate of 
Minnesota State University 
Moorhead. She has been in the 
banking field for 128 years, 
working previously at State 
Bank & Trust and then as 
manager of Wells Fargo’s 
Barnesville location.   
 
Grenz Joins Western State 
Bank 

  
  Alexa Grenz 
recently joined 
Western State 
Bank, West Fargo. 
Grenz will serve as 
a Credit Analyst.  
In this role, she 
w i l l  a n a l yz e 

commercial credit information, 
and coordinate activity in 
support of the commercial credit 
approval process.  She will 
graduate in May from NDSU 
with a Bachelor of Science 
degree in Finance.  
 
P rat t  Hired as  Staf f 
Accountant  

   
  Julie Pratt has 
been recently hired 
as staff accountant 
for Western State 
bank. Her previous 
work experience in 

banking includes six years at 
Community First Service Corp 
as well as 13 years at Dakota 
Bank and Trust, both located in 
Fargo. Julie was most recently 
employed at Altrue Clinic-Lake 
Region before joining the bank.  
 
Mathew and Hiedeman Accept 
New Roles at Choice Financial 

 
  Trevor Mathew 
h a s  b e e n 
promoted to head 
teller. Mathew has 
worked as a 
customer service 
representative for 
Choice Financial 
since 2010. He 

has previous management 
experience as the store manager 
of Vidcyle and Take 2 Video, 
and director of food and 
beverage for the Fargo-
Moorhead RedHawks. Trevor is 
a graduate of NDSU with a 
sociology major and English 
minor. 

   
  S t a c y 
Hiedeman has 
been promoted to 
senior frontline 
sp e cia l i s t  a t 
Choice Financial. 
Hiedeman has 
been with Choice 
Financial since 

2008 and previously served as a 
customer service representative. 
She has been an active member 
of several Choice financial teams 
and committees.  
 
 
Staff Promotions at American 
State Bank & Trust Co.  
  American State Bank & Trust 
Company President/CEO Ken 
Heen recently announced three 
staff promotions: Jeremy 
Skoglund has been named 
Assistant Chief Financial 
Officer, Barrie Crandall has 
been named Vice President and 
Internal Audit Manger, and 
Sarah Kemmet has been named 
Customer Service and Sales 
Supervisor.  
 
 
 

  Skoglund, who 
also holds the title 
of ASB&T Vice 
P res id ent ,  ha s 
worked for the bank 
since 2007 and had 
been Internal Audit 
Manger since 2008. 

He is originally From Beach and 
holds Bachelors Degrees in 
Business Administration and 
Accounting from Jamestown 
College. He has also completed 
the University of Wisconsin’s 
Graduate School of Banking.  

 
  Crandall  has 
worked for ASB&T 
since 2008 as an 
Assi stant Vice 
P r e s i d e nt  a n d 
Compliance/BSA 
Officer, and more 
recently Customer 
Service & Sales 

Manager. She is originally from 
Mississippi, and moved to the 
area in 2008. She has more than 
30 years experience working in 
financial .  

   
  Kemmet was the 
Administrative and 
Account Assistant 
prior to being 
named Customer 
Service & Sales 
Supervisor. She has 
been with ASB&T 
since 2008 and has 

also worked as a Bookkeeper/
Operations Assistant. She is 
originally from Leeds, ND.  
 
Malingen Joins State Bank & 
Trust 

   
  Mark Malingen 
has joined State 
Bank & Trust as 
President of the 
De t r oi t  La k e s 
location. He will 
provide leadership, 

direction and guidance of all bank 
activities for the Detroit Lakes 
and Audubon locations.  A native 
of Fergus Falls, MN, Malingen 
graduated from Minnesota State 
University Moorhead. He has 
been in the banking field for more 
than 20 years working at First 
Bank System, American Federal 
Bank, Tri State Auction Company 
and most recently at Bank of the 
West.  

COMMUNITY BANKS and BANKERS IN THE NEWS 
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Paulson Joins State Bank & 

Trust 
 
  Lynn Paulson has 
joined State Bank 
& Trust as Senior 
Vice President/
D i r e c t o r  o f 
A g r i b u s i n e s s 
Development. He 

will provide leadership, direction 
and guidance for all bank 
activit ies related to the 
agriculture industry. A native of 
Maddock, Lynn graduated from 
NDSU. He has over 30 years of 
experience in the agriculture and 
banking business and has 
worked at Farm Credit Services, 
Citizens State Bank and most 
recently as President and CEO of 
Choice financial Group. He also 
serves on the board of directors 
of Blue Cross Blue Shield of 
North Dakota.  
 
Berg Promoted at State Bank 
& Trust 

 
  Jon Berg has 
been named a 
Personal Banking 
Officer at State 
Bank & Trust. Berg 
provides consumer 
l e n d i n g  a n d 
customer service at 

the bank’s Northport location in 
Fargo. Berg is a native of 
Gonvick, MN, and graduated 
from Concordia College. He has 
worked in banking for three 
years, all at State Bank & Trust.  
 
Moen Accepts New Role at 
Choice Financial 

 
  J o s h  M o e n 
recently accepted 
the role of Credit 
Ad mi n i s t r a t i on 
Specia li st  for 
Choice Financial in 
Grafton where he 
will also continue 
to assist the 

operations department. Moen has 
been working for the bank since 
2009. Moen graduated from 
Minot State University, with a 
bachelor’s degree in music 
education.  
 
 
 

Ame r i ca n S ta te  Ba n k 
Announces Staff Promotions 

 
  L i n d s e y 
Johnson has been 
n a me d  Re a l 
E s t a t e  Loa n 
Officer. Johnson 
h a s  b e e n 
e mpl oye d  a t 
ASB&T for more 
than six years. 

She has worked as a teller, 
consumer loan secretary, 
collections and most recently as 
a Consumer Loan Officer. She is 
a native of Williston and 
obtained a degree in banking and 
finance from Williston State 
College, then went on to receive 
a Business Administration 
degree from Minnesota State 
University Moorhead.  

 
  Cayle Paulson 
has been named to 
the position of 
Credit Analyst. 
P a u l s o n  i s 
originally from 
Hillsboro and is a 
2010 graduate of 

Bemidji State University in 
Bemidji, MN, with a degree in 
business administration with an 
emphasis in finance. He began 
working at ASB&T in may of 
2010. 
 
Johansen Joins  Choice 
Financial   

 
Kris Johansen 
recently accepted a 
Loan Assistant 
pos i t ion with 
Choice Financial 
in Grand Forks.  
Johansen has nine 
years of previous 
b a n k i n g 

experience at Bremer Bank.  
 
Two Achieve Retirement 
Professional Designation 
 
  J e n n i f e r  H i l l ,  T r u s t 
Compliance Manager, and 
Jamie Bucholz, Retirement 
Operations Team Lead for State 
Bank & Trust’s Trust & 
Investment Division, have 
achieved the designation of 

Certified Retirement Services 
Professional (CRSP), awarded 
by the Institute of Certified 
Bankers (ICB).  Hill and 
B u c h o l z  h a v e  C R S P 
requirements for professional 
experience, knowledge and 
competence,  as well  as 
commitment to professional 
ethics; they also passed a CRSP 
examination.  

 
  Hill is a native of 
Tenney, MN, a 
g r a d u a t e  o f 
N D S C S  a n d 
MSUM. She has 
been in the finance 
industry for ten 

years and joined State Bank & 
Trust in 2006.  
 

  Bucholz, a native 
of Rock Lake, is a 
g r a d u a t e  o f 
M S U M .  S h e 
joined State Bank 
&  T r u s t ' s 
retirement team in 
2005.  

 
Mike Lentz Joins Dacotah 
Insurance 

 
  T om Hei s l e r , 
Dacotah Bank’s 
D i r e c t o r  o f 
Insurance ,  has 
announ ced the 
addition of Mike 
Lentz. Mike’s job 
will be that of an 
insurance producer 

and will be responsible to build 
relationships with his clients, 
review their insurance risks and 
provide the proper insurance 
coverage, in order that the clients 
can preserve their assets. He is a 
native of Valley City and a 
graduate of Valley City State 
University.   
 
Staffing Changes at BND 

 
 Danika Schell 
assumed the role of 
D e v e l o p m e n t 
M a n a g e r  i n 
Technology & 
Opersions Services, 
where she leads IT 

development and application 

support functions. She has ten 
years of experience at BND.  

 
  After 15 years at 
BND, Lori Sayler 
was promoted to 
Human Resources 
Manager. Sayler 
first worked in 
student loans, and 

has worked in HR at BND for 
the past five years.  

 
  Mary Kraft was 
p r omot ed  t o 
Collection Officer 
II in Student Loan 
Servicing. Prior to 
coming to BND, 
she spent 16 years 
with the Tax 

Department in the mailroom 
and as a collection clerk.  

 
 Chase Betz was 
promoted to 
Administrative 
Assistant II in 
student loans 
servicing, where 
he processes 
student loans. He 

is responsible for direct 
communication to schools and 
lenders as it relates to 
processing of BND’s DEAL 
loan. 
 

 Justine Lee was 
hired as a Bank 
O p e r a t i o n s 
P r o c e s s i n g 
Technician in 
Technology & 
Operations at 
BND. Lee is 
responsible for 

item processing, balancing, 
releasing and monitoring 
computer print jobs. Lee’s 
previous experience includes 
employment at Aetna and 
working in student loans at Five 
Star Bank in Colorado Springs, 
CO.  
 
Connolly Joins Western State 
Bank  
  Chri stopher  Connol ly 
recently joined Western State 
Bank, West Fargo as a 
C u s t o m e r  S e r v i c e 
Representative. He is originally 
from Lake Elmo, MN and is a 
graduate of NDSU.  
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  Spring is upon us and thoughts of new 
growth and renewed energy fill our minds. 
For me, spring also means it is time to take 
stock of my household and plan for some 
spring cleaning. Given the complexity of 
today’s lending market this spring is a perfect 
time for community banks to plan new seeds 
for growth, renew activities to build 
relationships and clean out all the old 
programs and services that have not worked 
well.  
  This spring, ICBA Mortgage Solutions 
(ICBAMS) is ready to support the needs of 
community banks. Our secure, state-of-the-
art lending program integrates multiple 
preferred investors with exceptional lending 
services. 
  Supported by dedicated and seasoned 
mortgage lending professionals and a highly 
scalable platform, community banks are able 
to deliver loans through multiple mortgage 
fulfil lment support  channels—total 
fulfillment, primary fulfillment and custom 
fulfillment—as a wholesale, and or, 
correspondent lender. Your community bank 
chooses what is best. You decide which seeds 
to plant, and we’ll be there to help grow 
those decisions.  
  ICBA Mortgage Solutions’ program allows 
community banks to gain more control of the 
process and execute loans through a system 
that is both intuitive and user friendly. The 
new platform provides greater transparency 
and information management to help mitigate 
secondary market exposure and risk, while 
supporting a community bank’s ability to 
compete. This single point of delivery 
program is supported by one technology 
platform, one team, and one process 
specifically tailored to meet the needs of 
community banks.  
  For more information call ICBAMS at 877-
516-8665 or visit the ICBA Mortgage 
Solutions website; www.icbams.com and 
review our Frequently Asked Questions page.  
   

 
 
 
 
ICBA Mortgage  
Solutions—A New 
Partnership for 
Success 

Western State Bank Donates to the Packer Backers 
Western State Bank recently awarded $2,348 to the West Fargo 
Packer Backer Association. In 2011, Western State Bank 
implemented a program to give back to the Packer Backers 
throughout the school year. During the varsity boys and girls 
basketball season, Western donated $2 for each West Fargo 
packer point scored at regular season home games. The Packer 
Backers will use the donations for various school activities 
throughout the year.  “Western is excited to be active with the 
West Fargo Packer Backers and the West Fargo school system. 
We strive to give back to our community as your hometown 

bank.” commented Brad Jacobson, president. Western has committed to continue this program for 
the varsity Packer football games also.   
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market, which is larger than even the 
Treasury’s, is now old and deep enough for 
analysts to track prepayment histories. These 
records make their way into prices that 
investors pay for the resulting securities.  
  In the past, it was assumed that if borrowers 
could save about 75 basis points on their 
loans, and expected to be in the house for 
about four more years, borrowers would pre-
pay the loans and take out new, cheaper ones. 
Interest rates fell in 1995, 1998, and 2003; 
and each time mortgage securities showed a 
rash of prepayments, which makes complete 
sense. This time, even though mortgage rates 
are lower than at any period in 50 years, 
prepayments are much tamer.  
  The culprit is property values. Housing 
prices peaked in 2006, and most metro areas 
are about 30 percent below their high-water 
marks. So unless a homeowner can pony up 
almost half the cost of the house as a down 
payment, these record low rates are simply an 
irritant.  
Recent Results 
  Let’s use a very common financing vehicle 
as an example: a conforming, 30-year fixed-
rate loan. The entire population of those 
loans with a borrower’s rate of about 6.5 
percent has prepaid over the last year at an 

annual rate of about 32 percent. In the last 
120 days, that speed has slowed down by 
about one-fifth. If roughly one in three of a 
group of loans prepaying in a year sounds 
fast, however, consider the 2003 experience.  
  That year, that same pool of loans averaged 
prepayment speeds of more than 52 percent. 
In 2003, please note, the average posted rate 
for conforming loans was 5.83; in 2010, the 
average rate was more than a full point lower, 
at 4.69. This is proof of the dearth of equity 
that has persisted since 2007. This also 
suggest that any further creep-up in mortgage 
interest rates from here would further shut 
down the refinance machine.  
How to Take Advantage 
  For investors in MBS who are exposed to, 
or are worried by, rising rates, essentially 
three strategies can be flowed to minimize 
the exposure. None are cure-alls, but they are 
easily accomplished and used by hundreds of 
community banks. 
  First, a bank can purchase floating-rate 
securities. The current availability of ARMs 
is such that the vast majority is of the hybrid 
variety, which means they will have a fixed-
rate period of three to 10 years before 

Grinding to a…? MBS Prepayments Begin to Slow by Jim Reber, ICBA Securities 

  It was only about 120 short days ago that 
interest rates were hitting their cyclical lows. 
This time through, we can add the adjective 
“generational” to the above statement. The 
long and winding road downward for all rates 
was paved by a number of participants. The 
cast certainly included Ben Bernanke and  the 
Federal Reserve; in reality, though, they were 
just responding to fact and inference they had 
gathered about the strength, or lack thereof, 
of the global economy.  
  It’s not altogether clear where rates are 
headed. For most of the last two years, the 
interest-rate curve has been predicting a 
substantial rise in rates. Eventually, today’s 
investors will be proven right, but they’ve 
been wrong for about three years now. In the 
meantime, as rates have been quite low since 
2008, prepayments on mortgage loans have 
been a topic of great debate among lenders, 
borrowers and mortgage-backed securities 
investors. Still, because rates have risen since 
November 2010, it’s time to look at the MBS 
market’s performance since then.  
Prepayment Variables 
  Rational borrowers will prepay their debt 
and will refinance it when they can cut their 
costs. You and I do it, corporations do it, and 
certainly governments do it. The MBS Story continued on page 15... 
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         Cbanc Answers: Where Those With a Need 
         to Know, Go 
 
  Presenting an online Q&A forum with bona fide value. When bankers post questions here, your 
trusted peers answer. They answer quickly and with substance, because they want to earn the 
points. Cbanc is an easy way to ask peers from across the country about their experience or opin-
ions on any variety of banking topics. The best answer to each question is rewarded with cbanc 
points, which can be spent on time-saving content in the cbanc Exchange. 
  To learn more, go to www.cbancnetwork.com 

statements or additional facts to support our 
position.  
  During our meetings each of our 
Congressional delegation members also 
brought up their own concerns with the 
looming federal budget deficit and we 
agreed this issue will have a significant and 
lasting impact on every citizen of North 
Dakota and the rest of the Country. We 
heard the same concerns and factual 
information from each of them when 
discussing this issue and we made it clear 
we agreed the budget is a priority one issue 
for all citizens of this country and gave our 
encouragement to each of them to resolve 
this issue sooner than later.  
  During discussions on most of our issues 
the staffers and congressional delegation 
were already well versed having heard from 
some of you as well as proponents of the 
other side of several of the issues. And, as 
usual, we were treated very courteously and 
professionally by each member of the 
delegation and his staff. I encourage each of 
you to continue to make contracts on each 
issue and on any other issues of concern for 
your institution or customers. I also ask that 
you use your significant experience and 
insider knowledge (since you also literally 
have your finger on the pulse of your 
customers, communities, and industry) to 
make ICBND aware of issues that can and 
should be addressed legislatively.  

Continued from Front page…“DC Summit” 

Continued from page 4… “Cyber Gun” 

make good decisions in this ever complex 
world of cyber crime. 
  There remains little doubt that technology 
will become even more prevalent in banks 
across the U.S. as mobile banking and 
remote deposit products tentacle to offer 
convenient banking products to your 
customers. Cyber criminals are licking their 
lips at the cyber crime potential these new 
banking products offer. Become aware and 
get prepared as these risks are real and not 
going away anytime soon.  
 
Dr. Kevin Streff is a professor at Dakota 
State University, and the majority 
shareholder of Secure Banking Solutions 
(SBS), located in Madison, South Dakota.  
Secure Banking Solutions partners with 
banks of all sizes to help guide them 
towards a sound information security 
program.  
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Despite Strong Demand, RCD Success Remains Elusive Among Financial 
Institutions by Jeffrey C Mack 

Everything we read these days within 
the financial services industry is 
geared toward remote applications. 
Whether it’s remote deposit capture 
(RDC), mobile deposit or mobile 
banking, every report shows a desire 
to make the customer’s banking 
experience easier and faster. But 
despite growing demand for these 
solutions, many financial institutions 
have yet to deliver the right products 
and services to satisfy their 
customers.  
  Cachet Financial Solutions recently 
completed a four-month study of 150 
financial institutions nationwide. 
Nearly 50% of our  survey 
respondents reported that they have 
yet to offer any RDC solution to 
either their business or retail 
customers. And for those already 
offering RDC, two-thirds of them 
reported that less than 5% of their 
business customers are currently 
using RDC. Similarly, a November 
2010 Celent study showed that 
financial institutions had only 15% 
client adoption of RDC services.  
  Clearly, there’s a disconnect 
between what the public wants and 
what is being offered. Usually, when 
demand is this great providers rush in 
to fill the void - the basic principles of 
supply and demand take over. Yet, for 
some reason, that’s not happening yet 
with RDC or mobile deposit.  
  Industry experts point to changing 
regulations and a challenging 
economic environment as possible 
reasons for low utilization. Security 
and fraud concerns are also 
mentioned. But I suspect other factors 
have hindered adoption rates, 
including a lack of aggressive 
marketing, training, and enthusiasm 
within financial institutions. From our 
vantage point, financial institutions 
really haven’t promoted RDC’s true 
value to their customers - saving time 
and money.  
  So while it’s evident that RDC 
Version 1.0 wasn’t the smash hit 
financial institutions were expecting, 
it’s not too late. Providing technology 
solutions in a highly regulated 
environment is not easy. Financial 
institutions have to be mindful of the 
numerous security and compliance 
issues when they provide these 
solutions. Nonetheless, more than 
75% of our survey respondents 
reported that they are offering RDC 

or will offer RCD in some form 
within the next 12 months.  
  The good news is that the 
technology and risk-management 
solutions available today are far 
more sophisticated and secure than 
what was offered even two years 
ago.  
  To all the financial institutions 

that swung and missed at their first 
RDC at-bat, our message to them is 
simple:  It’s not too late to get it 
right but time is of the essence. If 
you’re not satisfying your 
customers’ demands, you can be 
sure your competitors will.  
 
 

About the Author: 
  Mr. Jeffrey C. Mack has 
served as Chairman and 
CEO of Cachet Financial 
Solutions since February 
2010. He has spent more 
than 30 years within the 
financial services industry.  
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THE 2011 BANKERS AND BIKES RALLY HEADING WEST 
Our next destination has been picked and the dates are set. Cheyenne Mountain Resort Colorado Springs, Colorado 
June 18th through June 24, 2011. Comfortably set in eight residential lodges, 316 guest rooms and suites luxury with 
rustic style. Private balconies open to spectacular views of Cheyenne Mountain and the Country Club of Colorado. 
From elegant to casual, Cheyenne Mountain Resort’s array of excellent dining options is full of flavor. The Mountain 
View Restaurant serves exquisite fare in a buffet arrangement, while the Will Rogers Lounge provides plenty of room 
to unwind and enjoy the informal pub atmosphere. The Pineview Restaurant offers an intimate setting.  
The Bankers and Bikes group provides an opportunity for community bankers to relax, ride, and enjoy the 
great outdoors. You will connect with fellow bankers and event sponsors while making the trip to Colorado Springs. 
If you made it to Austin with us this year, you know there is lots of fun to be had; if you didn’t, mark your calendars 
now and plan to join us in 2011. 

 
The tour originates in Jefferson City, MO June 18th. We will arrive at Cheyenne Mountain June 20th; hotel accommo-
dations and planned fuel stops will be posted on www.bankersandbikes.com. A registration form is also available on 
the web site. The website is a great resource for ride information; please check there often.  
 
 
There will be many different ride plans designed to ensure you have every opportunity take in all there is to see and 
do in Colorado Springs, Colorado. Ride plan designs are underway so please visit our website for additional informa-
tion. Colorado Springs has so much to offer visitors…from Pikes Peak, The Royal Gorge, microbreweries, The Gar-
den of the Gods, United States Air Force Academy, wineries, white water rafting, gold mine tours, scenic train rides, 
Seven Falls, Manitou Cliff Dwellings, to shopping in Old Colorado City and Manitou Springs Historic District. There 
will be something for everyone.  

Royal Gorge  Air Force Academy              NORAD           Pikes Peak        Seven Falls 
 
Visit www.bankersandbikes.com to register and ride updates. If you have questions or want additional information, 
please contact Keith Paden (800-933-4873) or Jim Ford (800-711-8052).  
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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 
Business Banking Officer 

  Due to the growth of our company, American Bank Center is seeking candidates for an additional Business Banking Officer at our Bismarck 
location. This position is responsible for developing and maintaining relationships with business-based customers. Our Business Banking 
Officers solicit and originate quality loans, deposits, and special products and services with customers.  
  This position requires a bachelor’s degree in management, finance, business administration or a related field. Minimum of five years related 
experience preferred, or an acceptable combination of education and experience. American Bank Center offers a competitive compensation and 
benefit package.  
 
Send resume and cover letter to: 
  American Bank Center, ATTN: Human Resources, PO Box 2197, Bismarck ND 58502 
   
Equal Opportunity Employer           Member FDIC 

 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 

 

a structured approach to evaluating 
the losses inherent in their portfolio. 
Current spreadsheets and policies 
may or may not be adequate to meet 
these demands. Any efforts to 
streamline the process and better 
document the financial institution's 
assumptions are beneficial in 
defending the estimation of the 
Allowance in a comprehensive 
manner.  
 
About Mike Lubansky: Mike 
Lubansky is Senior Financial Analyst 
and Product Manger at Sageworks 
wh er e h e overs ees  product 

Continued from page 3… “ALLL” development, market research, and 
implementation in the financial 
institutions market. Mr. Lubansky has 
a background in both the financial 
and consumer industries. Before 
joining Sage works in 2009, Mr. 
Lubansky served as Research Analyst 
for the Cherry Hills Fund and as 
Financial Analyst for Humana. Prior 
to that, Lubansky spent time as 
Specialty Account Manager for Pfizer 
and District Manger for consumer 
products marketing firm, Vector 
Marketing.  
 

becoming true ARMs. Most will also have noticeable 
premium prices, as well. They also may have paltry yields 
for a few years.  
  Next, plenty of short-stated final securities are around. 
Fifteen– and 10-year MBS pools are available, as are 
short maturity CMO tranches. Many of these will have 
average lives of less than five years.  
  And then there’s the premium pool story. One of our 
recent recommendations is a 15-year, 4.5 percent pool 
issued by either Fannie Mae or Freddie Mac. The price on 
it has recently been around 105, so a buyer will need to be 
aware of that. The prepayments have recently slowed by 
about one-third, however, and if rates rise even another 50 
basis points, we can anticipate more slowing. This will 
cause the yield to improve as the premium has more time 
to be amortized.  

Continued from page 11… “MBS Prepayments” 



COMING EVENTS: 
TELEPHONE/WEBCAST SEMINARS: 
Jun 7:   How to be a Notary without Being Sued 
Jun 8: Debit Card Error Resolution & Regulation E Investigations 
Jun 9: Understanding the Differences Between Corporation & S 
 Corporation Tax Returns  
Jun 14: Job-Specific BSA Training for Operations Staff 
Jun 16: IT from an HR Perspective 
Jun 21: Red Flags in Residential Appraisal Compliance 
Jun 23: Social Media for Bankers: Risks, Best Practices, Compliance 
Jun 28: Personal Account Documentation & Signature Cards 
Jun 30: Health Care Reform Issues for Community Banks 
 
Jul 6: Identifying & Avoiding Lender Liability Pitfalls 
Jul 7: Director Series: Ownership Issues for Directors 
Jul 12: Best Practices for Board Package Preparation 
Jul 14: What are those Business Financial Statements Telling Me 
Jul 15: Regulation Z Update & Rule Changes: Including the 2011 
 Revised Examination Manual 
Jul 19: Call Report Preparation: RC-R Risk-Based Capital 
Jul 20: Assessing New Remote Deposit Channels: Risk Mitigation, 
 Fraud Prevention & Regulatory Compliance 
Jul 21: Identifying & Responding to Fraud & Forgery in an 
 Electronic Payments World 
Jul 26: Business signature Cards & Resolutions 
Jul 28: Safe Deposit Legal Issues 
 
LIVE SEMINARS: 
Jul 14-15 Emerging Leaders Development Group Annual Conference 
  and Dale Carnegie Training 
 Hilton Garden Inn, Fargo N.D. 
 NOTE:  You do not have to be a member of the Emerging Leaders 
 Group to attend this conference.    
   
Aug 14-16  ICBND 44th Annual Convention and Exposition 
    Ramkota Hotel, Bismarck 
 

Thank you to our advertisers… 
 
ICB Purchasing Exchange………………...pg 3 
Bank of North Dakota……………………..pg 4/7 
First Class Mortgage………………...….....pg 5 
Young & Associates, Inc……………...…..pg 6 
SHAZAM…………………………………pg 10 
Wild and Associates……………………....pg 11 
United Bankers’ Bank…………………….pg 12 
State Bank & Trust………………………..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 Teply  
Card Services Coordinator 
angiet@icbnd.com 
 
Carie Winings 
Card Services Support 
 
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 

If we had no winter, the spring would 
not be so pleasant;  

If we did not sometimes taste adversity, 
prosperity would not be so welcome! 

~Anne Bradstreet 


