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Emerging Leaders Development Group holds Summer Conference 

  The ICBND Emerging Leaders Development Group 
(ELDG) held their summer conference in Bismarck June 7-
8. Twenty enthusiastic bankers rolled up their sleeves for 
the First Annual Community Involvement Project.  This 
year’s session concentrated on ‘The Community Bank 
Difference: Philanthropy’ and the group thought that the 
best way to show what Community Bankers can do was to 
tackle a local community project.  And tackle it they did! 
They teamed up with the Ruth Meiers Women's Shelter 

that is currently being renovated.  In less then 3 hours the 
ELDG team cleaned out the basement, removed carpet 
from the basement and main floor, and painted the walls 
and ceilings on the main floor and four bedrooms 
upstairs!  All the sweat and hard work paid off two fold. 
First, Jaci Bugbee, Vice President of Governance at Ruth 
Meiers was amazed at the amount of work that our small 
group got done.  She could not stop thanking the group 
and told us that with the work they accomplished, it put 
the project way ahead of schedule. Second, all day long 
the ELDG members could not stop smiling and 
commenting on how good it felt to work together with 
their fellow community bankers to help such a worthy 
project.  It was decided that evening that this would 
become an annual event during the summer conference. 
Local television stations even came out to cover the 
event—what a great way to get the Community Bank 
Difference story out into the public eye. 
  Stop by the ELDG Exhibit Booth during convention to 
get more information about this amazing group and how 
to sign up your young bankers today!  
  Enjoy some more pictures from the community project 
on page 16. 
    

Convention Time is Upon Us...Have YOU Signed Up?   
  The 45th Annual ICBND Convention is fast approaching 
and the ICBND Board of Directors, Staff, and Convention 
Committee would like to see ALL our member banks 
represented at the event.  If you haven’t registered yet—
there is still time to do so.  What is that you say...the 
President of the bank is unable to attend this year?  That’s 
okay, send one of your other employees—a loan officer, 
teller, or bookkeeper, just to name a few.  There are plenty 
of educational and networking opportunities for everyone 
at your bank.  What a great way to show your employees 
that you appreciate them!   
  All across the great state of North Dakota independent 
community bankers are not only busy with their personal 
plans, but even busier planning new success stories for 
their customers and communities.  The ICBND Convention 
is a great place to share these success stories with your 
fellow bankers. 
  For those who have attended the convention as “regulars”, 
you know first-hand this convention is ranked nationally 
for not only speakers and seminars, but for our vendors and 
their products and services as well.  There will be lots of 
fun during our Exhibit hours—opportunities to visit with 
our Associate Member vendors, register for prizes, and get 
your ‘ICBND Cookbook’ completed while you do our 
Annual Walk-A-Thon.  And new this year is the Preferred 

Continued on page 15... 



  “The boisterous sea of liberty is 
never without a wave.” ~Thomas 
Jefferson 
  I have now been in the office 
for a month and a half! Lots 
going on and things happening 
with the upcoming convention 
and bank visits. 
  The office has been in a 
remodel project for some time 
and parts of it are seeing an end. 
We are just finishing the 
bathrooms and main floor areas 
but will be starting on some 
work in the board room to make 
that room a better facility.  We 
have recently added a secured 
wireless network to the building 
so when in town and needing a 
place to work you are more than 

welcome to use our board room 
and office space.  Or just stop by 
and see what is happening, we 
would love to visit with you. 
  I have been out to visit with 
some of our members and plan 
to do much more of that in the 
future. It is great to be able to 
find out what is happening in 
y o u r  b a n k s  a n d  y o u r 
communities and to get any ideas 
you have for the future of our 
association. Time is also spent 
going over the services and 
programs offered to our bankers 
by the association.  
  My wife, Nancy, and I will 
have moved into our new twin 
home by the time you get this. In 
this market we were fortunate to 

find a home that will fill our 
needs. We are also thankful for 
my brother Al and Cathi that had 
offered their basement in the 
interim. Nancy and I look 
forward to seeing all of you at 
t h e  u p c o m i n g  I C B N D 
Convention in Bismarck on 
August 12-14.  
  By the way, the quote at the 
beginning, from a recent CSBS 
Newsletter, reminds me of 
community banking...always 
something coming at us!  

  This is my last article as your 
ICBND president. Where did the 
time go? I have enjoyed my year 
as president and recognize now, 
more than ever, the differences 
when it comes to the banking 
industry, size of banks, and how 
they are regulated.  Hearing the 
debate that goes on in 
Washington convinces me of the 
need for a strong voice and a seat 
at the table for main street 
community banks. We all need 
the ICBA and ICBND and they 
are there for us! 
  The success of your association 
is all about the hard work and 
dedication of bankers from all 
parts of this great state. Your 
involvement is important! 
ICBND is healthy and alive but 
we need new blood, new ideas, 

Jerry Hauff 
Cornerstone Bank 

Bismarck 
ICBND President 

and the new bankers in our 
community banks. The work is 
interesting, challenging, and not 
always easy; but if you believe 
in main street independent 
community banking, like I do, 
you will find the time to get 
involved. 
  The ICBND convention is fast 
approaching. The convention is a 
“must do” for all main street 
independent community bankers 
in North Dakota. For those who 
have already registered, I say 
“Thank You”  for  your 
attendance. For those of you that 
have not registered...TODAY is 
your day to do yourself a favor.  
In addition to all the great 
speakers, networking and 
entertainment, this year ICBND 
is excited to offer a special 

discount for our Emerging 
Leaders Group members with a 
full convention registration cost 
of only $150. Every bank has 
talented people that will lead 
your bank into the future, give 
them something special this year 
with a trip to Bismarck for the 
ICBND convention.  The $150 is 
a small investment for your bank 
if you consider the long term 
benefits.  
  Main Street Community 
Bankers...YOU are awesome! 
You need the ICBND and 
ICBND needs you! 
  See you in Bismarck August 
12th thru the 14th.  
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John A. Brown 
 Executive Vice President 
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Larson Family of Starion Financial Wins Family Business of the Year  
Bismarck-Mandan award named after founder Frank Larson 

L to R: Frank Larson, Heidi Barranger, Shelley and 
Craig Larson   
 
The Prairie Family Business Association 
(PFBA), an outreach program of the Beacom 
School of Business at the University of South 
Dakota, recently presented the 2012 Vicki 
Clarke Prairie Family Business of the Year 
Award to the Larson family of Starion Financial 
and announced that the Bismarck-Mandan 
award will be named after bank founder Frank 
Larson.  
  The PFBA presented the Larson family with 
the Vicki Clarke award during the 20th Annual 
Prairie Family Business Conference Award 
Banquet in Sioux Falls, S.D.  
  “This award demonstrates the vision and 
commitment of every member of our 
organization,” President and CEO Craig Larson 
said. “Our directors and staff work hard to rise 
above the competition and contribute to the 
communities in which we live and work.” 
  Last summer, the Larsons received the Family 
Business of the Year Award for Bismarck-
Mandan, which made them eligible for the 
Vicki Clarke award, the top honor from the 
regional PFBA in this category.  
  The Clarke family of County Fair Foods in 
Mitchell, S.D., endowed the award in memory 
of Vicki, who served on the PFBA’s Advisory 
Board prior to her death in 2006. This is the 
second year for the award, which recognizes 
and celebrates the contributions of family 
business.  
 
  Franklin G. Larson Excellence in Family 
Business Award 
  The Prairie Family Business Association 
announced that the Family Business of the Year 
Award for Bismarck-Mandan, which Starion 
Financial received last summer, has been 
renamed the Franklin G. Larson Excellence in 
Family Business Award.  
  Frank and JoAndrea Larson founded Starion 
Financial in Oakes, N.D., in 1969 and Frank 
Larson continues to serve as chairman of the 
bank’s board of directors.  
  By naming the award after Larson, the PFBA 

connotes “his honest and moral behavior, 
positive and optimistic character, visionary 
leadership, and his commitment to the 
communities he serves.” 
  “It’s been an absolute joy to work with my 
father for the past 27 years,” Craig Larson 
said. “I believe Frank truly exemplifies what 
family business should be about, and it is 
tremendously meaningful to me, my family 
and our company that his name will be on 
this award.” 
  The Franklin G. Larson Excellence in 
Family Business Award was presented in 

conjunction with the Family Business Legacy 
Tour and Award program in Bismarck.  
  The PFBA was founded in 1993 with a 
mission to build relationships that promote 
healthy families and successful businesses 
through education, research and peer 
interaction. It assists family firms in 
balancing the unique challenges of blending 
family and business.  

Continued on page 14... 
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Smart Computers & Consulting 
www.realsmart1.com 

 
1173 3rd Ave. W. Suite 13 (T-Rex Plaza) 

Dickinson, ND 58601 
Phone: 701-483-7075 
Contact Information: 

Jeremy Berger, President jberger@realsmart1.com 
Tim Kessel, Operations Manager tkessel@realsmart1.com 

 
  Smart Computers & Consulting has a lot to offer a financial institution. We are an authorized dealer of Sony, HP, and ASUS computers and 
peripherals. Among our many specialty products are custom-built desktop computers and custom-built computer servers with an outstanding 
warranty that surpasses many brand-name computer company warranties. We offer a high-quality security system that can produce high definition 
images and a full range of superior-quality video surveillance. We have built one of the most advanced digital video recorders for the security 
industry. The in-store and onsite services we currently offer include design and consultation, network security, remote administration and VOIP 
office phone systems. We service, sell, and maintain bank safes and vaults as well as numerous models of ATM Machines. Most importantly, we 
provide top-notch service and maintenance for all of our products and services.  

Associate Profile 

Golf Coast Bank and Trust 
www.gulfcoastbc.com  -  www.gulfbank.com 

 
2 Cooper Square, 5D 
New York, NY 10003 
Phone: 347-882-8775 
Contact Information: 

Stephanie Waite, VP Business Development   stephaniewaite@gulfbank.com 
 
  Gulf coast Bank and Trust has a business credit group GCBC that specializes in accounts receivable factoring. Though based in the Gulf, GCBC 
works with community banks all over the country by partnering in a way so that the local banks can extend the GCBC product as a potential 
solution, while helping their client meet their needs and keeping the overall banking relationship in place. Additionally GCBC offers fee income to 
bank partners through referral and participation programs.  
  GCBC as a division of Golf Coast Bank and Trust is able to remain capitally stronger than many of its factoring peers and ensures that it always 
conducts itself with the highest level of decorum and ethics. Also because of the bank orientation, GCBC factoring fees and rates are significantly 
lower than most factoring companies, many times over 50% less. GCBC is here to assist the lending community help North Dakota businesses 
thrive and leap to their next level of success.  

Associate Profile 

Associate Profile 
Bank Financial Services Group 

www.bfsgroup.com 
 

8000 West 78th St, Ste 100 
Edina, MN 55439 

Phone: 800-931-7782   Fax: 952-828-0893 
Contact Information: 

Mark Blake, Partner mblake@bfsgroup.com 
 

  Bank Financial Services Group works with banks to design, implement, administer and finance meaningful executive benefit plans through the 
use of bank owned life insurance (BOLI).   



Our Next Generation by Camden R. Fine, ICBA President and CEO 

       Call them community  
     banking’s whiz kids. They’re 
     energetic, smart and       
     conscientious. They’re    
     knowledgeable and mature 
     beyond their young years. And 
just as reassuring, they see a bright future 
for themselves and for our industry.   
  Meet the next generation of community 
bankers: Sarah Getzlaff, 30; Cameron 
Ohlendorf, 22; and Bobby Field, 17.  

  In talking with these three young people, 
each living out a different stage of early 
adulthood, you encounter the brimming 
can-do mindsets and creative talents of the 
upcoming generation preparing to take 
over. Our industry is in good hands. And 
perhaps most promising, through these 
three young people’s eyes, with outlooks 
grounded by firsthand memories of the 
financial crisis, being a community banker 
still looks full of professional promise.  
  These young people are neither 
intimidated by technology nor slaves to it. 
For them, effectively managing and 
adapting to technology will be essential for 
community banks’ ongoing success. But 
technology is also a means to a greater 
end, each of them agrees. Helping people 
matters most to them, an ideal that 
motivates all their professional goals. 
More than anything, they want and plan to 
make a difference in the lives of others and 
for their communities, to help make others’ 
dreams come true.  
  Community banking has been a big part 
of their heritage and upbringing. After 
school, on holidays and during the summer 
breaks, each grew up working at a 
community bank where their father served 
as chief executive. They filed papers, 
wrote up loans and helped at the teller line, 
and over time their responsibilities steadily 
increased.  
  “Just being involved and helping people 
out,” is how Bobby describes growing up 
at The Farmers Bank of Liberty in Liberty, 
Ill. “I never really thought of it as work,” 
says Sarah of her first days working part 
time at Security First Bank of North 
Dakota in Mandan, where she and her 
husband are raising a family.  
  Today, Sarah is a CPA. Busy with varied 
responsibilities and duties, she works as 

executive vice president and chief operations 
officer at Security First Bank, a community 
bank owned by her grandfather and now her 
father, Jim Goetz. There she has helped start 
mobile banking. Launch imaged statements 
and revamp the bank’s Internet banking 
service. “Everything needs to be as real-0time 
as you can get it,” she offers. “Everybody 
wants everything now.” 
  Cameron graduated from Illinois Wesleyan 
University with a degree in business 
administration and a concentration in finance 
in May. Shortly afterward, he started his first 
day as a community banker at First 
Community Bank and Trust in Beecher, Ill., a 
suburb of Chicago. By his second day on the 
job, he began helping to further establish a 
loan-management software program for the 
bank.  
  Cameron says his father, Greg Ohlendorf, 
taught him, partly through example, how a 
community banker plays a large, integral role 
in life of a community, far more than simply 
taking deposits and making loans. A 
community bank, he says, is connected to 
everything within the community it serves.  
  “I didn’t want to go to one of the big banks,” 
he adds. “here we’re very involved with the 
community. That community involvement is 
why I came back.” 
  Bobby is a junior in high school, where his 
friends sometimes gently tease him, as the 
local banker’s son, for his heartfelt advice 
about money management. “Mostly, I like to 
tell them to come to the Bank of Liberty and 
we’ll help them out,” he says. “We’ll be a 
friend for life.” Next summer, Bobby plans to 
attend college and major in finance with a 
minor in agricultural economics. Afterward, he 
plans to follow in the footsteps of father, Mark 
Field.  
  “I love my community and I want to give 
back because it’s given so much to me,” he 
says. 
  Sarah, Cameron and Bobby, each of whom is 
involved in social media and who seldom 
write a check to make a payment, don’t see 
any of our industry’s challenges as 
insurmountable. They agree that technology, 
and the array of products and services it 
enables banks to provide, helps create the 
customer experience for any service business, 
including community banking. For that reason, 
technology can’t be cumbersome. Asking a 
customer, for example, to print out a form on 
the Web, fill it out and fax it back is outmoded 
and out of touch from today’s marketplace, 
Sarah says. “You can’t wait until everyone 
else has it. You need to be proactive.” 
  While the ongoing cost of system 
replacements and upgrades and the continual 

learning and adaptation that technology requires 
stress some community bankers today, these 
young people mostly see technology as solving 
problems more than creating them. Managed 
properly, technology should empower 
community banks to fully leverage their 
relationship banking strengths.  
  “If your bank has [the right technology], I 
don’t see why you can’t compete with larger 
banks.” Sarah says.  
  Part of building a strong future for our 
industry, however, should also involve fostering 
more awareness among young people about 
community banks and their special role, Sarah, 
Cameron, and Bobby agree. Among their peers, 
there’s a general, unfocused awareness of 
community banks and what they do. Many 
younger people think that a “bank is a bank,” 
Sarah says. For Cameron and Bobby, their 
friends appreciate community banks, but that 
reality will have more meaning for them when 
first jobs, homes and families come along.  
  “A lot of kids in my class—their mind is 
elsewhere,” Bobby offers.  
  Promoting a strong future for community 
banks, they say, should involve educating more 
young people about the differences between 
community banks and megabanks, but it should 
also explain how people’s collective choices to 
have relationships with community banks can 
help economically sustain and invigorate their 
communities. Bobby is passionate that public 
schools should teach these lessons within a 
broader financial  literacy curriculum. Sarah 
says ICBA’s Go Local awareness initiative 
encouraging people to spend and bank locally is 
a great resource to help community banks 
spread greater awareness, to young and old 
alike.  
  Nevertheless, technology and educating the 
public aren’t issues that weigh down Sarah, 
Cameron, or Bobby much. When they consider 
their professional futures, more than anything, 
assisting people in need and helping to make 
dreams come true, is why they’re excited to be, 
or in one case to become, community bankers. 
Helping people won’t become obsolete, they 
say. For these young people, community 
banking is positioned to endure and prosper. 
Bobby says he’s comforted knowing that his 
father has positioned The Farmers Bank of 
Liberty to last for a long time if it’s continued 
to run properly.  
  And Sarah adds, “There are a lot of stubborn 
community bankers who believe in what they 
do, and they’re going to fight for it.” 
 
  
Camden R. Fine is President and CEO of ICBA. 
Reach him at cam.fine@icba.org.  
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  As a kid growing up in the 
rolling hills of southwest 
Madison County, I looked 
forward to spending lots of 
time outdoors every summer. 
You name it, we did it. Our 
choices gave us many 
opportunities to stay engaged 

with our friends. Summers were filled with 
baseball, swimming at the local pool, camping 
in Acorn Valley by Shell Creek or just riding 
our bikes around town.  
  These are among the fond memories I have 
of growing up in a small town. No doubt, each 
of you has your own memories of the many 
summertime choices you once had before you. 
  Today, as community bankers we continue to 
make choices—ones that have a vital impact 
on our industry. In 1930 a group of community 
bankers in rural Minnesota made the choice to 
organize what has become the Independent 
Community Bankers of America. As 
community bankers, we make a choice of who 
we want to represent our industry on both a 
state and a national level.  
  Your state community banking association is 
critical to that end. Without strong community 
banking associations supported by community 
bankers in those states, our job, and ICBA’s 

Your Choice to Make by Jeff Gerhart, Chairman of ICBA 

job at the national level, would be a tougher 
“row to hoe.” 
  Working together with ICBA, we are able 
to leverage our collective resources to 
provide community banking with a strong 
and clear “community banking voice” that 
defines who we are, what we represent, 
where we want community banking to be in 
the future and why a strong community 
banking environment is important to our 
nation’s future. Your community bank’s 
membership with ICBA and its state 
community banking association is critical to 
your bank's future.  
  At ICBA we know you have a choice, so I 
would encourage you to learn more about 
what ICBA is doing on your behalf and to 
become an active ICBA member if you are 
not already. There’s no other national trade 
association that exclusively represents, and 
can be counted on to represent, the interests 
of community banks.  
  If your community bank is an ICBA 
member, you have my sincere appreciation 
for your continued support and for your 
continued involvement in our industry. 
However, I would also encourage you to 
learn more about he many ICBA member 
programs available to your community 
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bank, from the association’s valuable 
educational resources and conferences to its 
cost-saving product and service programs. 
ICBA offers so many member benefits that 
it can take some exploration to learn about 
and take full advantage of them all.  
  Choice—be it among childhood summer 
time activities or the banking activities that 
we deal with today as adults—is important. 
Make ICBA your choice if you haven’t 
already done so.  
  Join me and many other community 
bankers from across this great country of 
ours—in communities like Scotland, S.D.; 
Red Bay, Ala.; and Ukiah, Calif., as well as 
Atlanta, Boston, and Los Angeles, to name 
just a few.  
  ICBA has one mission, ad that is 
community banks! 
  
Jeff Gerhart is president and CEO of Bank 
of Newman Grove, Newman Grove, NE  
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Creating a Fraud Shield for Your Self-Service Channels  
  by Nigel Prince, Senior Manger, Product Management-Self Service Channels, Harland Financial Solutions 

   In today’s mobile society, self-
service channels are the 
superstars - bringing speed, 
convenience and anytime access 
to increasing numbers of 
consumers. But, these online 
channels also attract the attention 

of something more sinister - criminal groups 
who continually launch attacks and develop 
new ways to commit fraud.  
  To encourage financial institutions to stay 
on top of these threats, the Federal Financial 
Institutions Examination Council (FFIEC) 
has issued a 2011 supplement to its original 
guidance on authentication in an Internet 
Environment. This document updates the 
Council’s expectations around login 
authentication controls for high-risk online 
transactions that involve access to personal 
information or the movement of money to 
other parties. The reason? The previously 
recommended controls are no longer 
effective in combating today’s more 
sophisticated criminal.  
  This article takes a look at some of these 
guidelines, explains why they’re necessary, 

extra validation.  
  These requests should include “out-of-
wallet” questions, or information that’s not 
easily searchable, like “what was the color of 
the SUV you drove in 1990?” 
Challenge questions on “facts” that don’t 
really exist in the consumer’s life - like 
asking an only child her brother’s first name - 
are also effective ways to verify identity. A 
criminal will more than likely guess the 
answer for a question the real account holder 
can identify as pure nonsense.  
  The next generation of out-of-wallet 
questions will include behavioral inquiries as 
well. For example, a question like, “How 
often do you order Chinese food?”, with 
response options of “Often,” “Seldom,” or  
“Never,”  would personal i ze  the 
authentication further for added security.  
 
One-time Passwords 
The FFEIC’s supplemental guidelines also 
recommend additional layers for higher-risk 
Internet banking situations, driving the 
adoption of one-time passwords. These one-

and discusses technology that not only 
satisfies these expectations, but is most 
effective in protecting your consumers and 
your institution from harm.  
 
New Authentication Strategies and Multi-
Layered Security 
  Remember when, “what is your mother’s 
maiden name” was a good way to detect 
fraudsters? Today, with social media, so 
much personal information is so readily 
available that a single form of verification 
just isn’t enough anymore. The FFEIC 
agrees, and is recommending a multi-layer, 
multi-authentication approach to fraud 
prevention.  
  The best solution starts by aggregating 
customer data and comparing interactions 
with the way that consumer usually does 
things to root out potential fraud. By 
automatically monitoring device type, 
location, browser type, time of day, and the 
cadence with which data is entered, the 
Internet banking solution can continuously 
scan activity and, when something deviates 
from a consumer’s normal pattern, require 

Continued on page 14... 



Andring Promoted at State 
Bank & Trust 

  Eric Andring has 
been promoted to 
vice president/
i n f o r m a t i o n 
security officer at 
State Bank & Trust 
in Fargo. In his new 

position, Andring establishes and 
maintains a corporate wide 
information security program to 
ensure that information is 
adequately protected. He utilizes 
security experts and technology 
to support a secure infrastructure 
and data security. In addition, he 
identifies, evaluates, and reports 
on information security risks. A 
native of Detroit Lakes, he has 
13 years in IT/banking 
experience and 7 years of 
experience in IT sales, service, 
and support roles. He joined the 
bank in 1999.  
 
Erickson Hired at State Bank 
& Trust 

  Patrick Erickson 
has been hired as a 
credit officer at 
State Bank & trust 
in Fargo, In his 
new pos i t i on , 
Erickson is a 

commercial underwriter. A 
native of Grafton, he earned a 
degree in agricultural economics 
from NDSU and has been in the 
banking field for 6 years.  
 
Chaput Promoted at Choice 
Financial 

  Kristin Chaput 
w a s  r e c e n t l y 
promoted to credit 
analyst at Choice 
Financial in Grand 
Forks.  Chaput 
joined the bank in 
2011 as a customer 

service representative and brings 
previous retail customer service 
experience to the position. She 
received her accounting degree 
from Northland Technical 
College.  
 
Ziemba Promoted at Choice 
Financial 

  Tim Ziemba was 
recently promoted 
t o  c r e d i t 
a d m i n i s t r a t i o n 
specialist at choice 
Financial in Fargo. 

Ziemba joined the bank in 
December 2011 as a customer 
service representative. He is a 
graduate of Valley City State 
University, with a bachelor of 
science degree in business 
a d m i n i s t r a t i o n  a n d  a 
concentration in finance and 
management. He is active in the 
community by volunteering with 
the Special Olympics and Rukus 
at the Rec.  
 
Ystebo Promoted at Choice 
Financial 

  David Ystebo was 
recently promoted 
to credit analyst at 
Choice Financial in 
Fargo.  Ys tebo 
joined the bank in 
2011 as a customer 
s e r v i c e 
representative. He 

graduate from NDSU with a 
bachelor of science degree in 
business administration. He has 
p re vi ou s  e x per i e n ce  a s 
operations and office manager 
for Fargo-Moorhead Builders 
Exchange. He is active in the 
Fargo-Moorhead area as an 
official for the Red River Valley 
Officials Organization and as 
assistant golf coach at Oak 
Grove.  
 
Ei d e  Bai l l y  F i na n ci al 
Institutions Team Expands 

 
  Eide Bailly LLP is 
growing its financial 
institutions team 
with the addition of 
Gary Smith, CPA. 
He has more than 20 
y e a r s  p u b l i c 

accounting experience providing 
audit, accounting, and consulting 
services to Securities and 
Exchange commission, public 
sector and financial institution 
clients. Smith plans, supervises 
and reviews financial institution 
audit engagements, ranging in 
size up to $10 billion. He has 
specific expertise on SEC and 
large bank clients. Smith earned 
a bachelor of science degree in 
business administration from the 
University of Colorado. He is a 
member of the American 
Institute of Certified Public 

Accountants and the Arizona 
Society of Certified Public 
Accountants. In addition, he 
received the 2008 Arizona 
Business Magazine’s Center of 
Influence Award for being one 
of Arizona’s most influential and 
impacting CPA.  
 
Delaney Named Managing 
Partner of Widmer Roel PC 

 
  Terry Delaney 
has been named 
managing partner 
of Widmer Roel 
PC. He is licensed 
in North Dakota 
and has 30 years of 

public accounting experience, 
providing audit and consulting 
services. He is a graduate of 
Illinois State University and is a 
member of the North Dakota 
Society of CPA’s, where he has 
served on the Board and is a Past 
President.  
 
American Welcomes New 
Employee 

  American Bank 
Center is pleased to 
announce Joel 
Finger as Financial 
S e r v i c e 
Representative at 
the Central market 
l o c a t i o n  i n 
Bismarck. Joel has 

two associates degrees from 
Bismarck State college and four 
years of customer service 
experience.  
 
First National Bank & Trust 
Announces New President 
  The Board of Directors of First 
National Bank & Trust Co. is 
pleased to announce Mr. Dennis 
Pederson has accepted the 
position of bank president. 
Dennis was offered the position 
when Mr. Robert Sorenson 
announced his retirement earlier 
this year.  He joins the bank with 
21 years of experience in 
banking.  Dennis received a 
degree in Finance from Minot 
State University. He began his 
banking career in 1993 as a 
consumer lender until his 
promotion into commercial 
lending as an Assistant Vice 

President. Dennis returned to 
Williston in 2000 as a Vice 
President for First International 
Bank & Trust until 2009. From 
then to the present time, he served 
as the president of Peoples State 
Bank of Velva in Minot. He has 
e x t e ns i ve  ex p e r i e n ce  i n 
c o mme r c i a l  r e a l  e s t a t e , 
commercial lines of credit, SBA 
guaranteed loans, commercial 
equipment loans and many other 
areas of banking and finance.  
 
Cornerstone Bank News 

 
  Laura Wickham has 
joined Cornerstone 
Bank as an Operations/
Project Specialist. 
Laura comes to the 
bank with over 12 

years of banking experience, 
including 8 years as an Assistant 
Branch manager/Member Service 
Supervisor.  

 
  Rachel Wagar of 
Cornerstone Bank has 
been promoted to 
Mortgage Opener/
Shipper/Funder. Rachel 
has been with the bank 
since 2009 as a Teller. 

 
LeDuc Promoted to Assistant 
Vice President 

 
  Scott LeDuc was 
recently promoted to 
a s s i s t a n t  v i c e 
president at Choice 
Financial. Scott joined 
the bank in 2010 as a 
credit analyst. He 

graduated from St. Cloud State 
University with a degree in 
management. He has several years 
of credit and management 
experience. He will oversee the 
daily operations of the credit 
analyst department in the Grand 
Forks location.  
 
Starion Financial Promotes 
Daffinrud, Mehlhoff, and 
Schweyen 

  Starion Financial has 
promoted Renee 
Daffinrud to vice 
president of private 
banking. She joined 
the bank as an 
a s s i s t a n t  v i c e 

president and private banking 
officer in 2007. She has more than 
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30 years of banking experience, 
including private banking, 
mortgage lending and personal 
banking. She is president of the 
Bi smarck Cancer Center 
Advisory Board, secretary of the 
Z i on  L u t h e r a n  Ch u r c h 
Foundation and a member of the 
Business and Professional 
Women’s Association.  

 
  Starion Financial 
has  promoted 
Ronelle Mehlhoff 
to vice president 
a n d  t r a i n i n g 
officer.  She joined 
the bank in 2012 

and has 31 years experience in 
banking and finance, including 
17 years in training and 
consulting. Mehlhoff has 
completed American Institute of 
Banking coursework and holds 
severa l  cert i fi cations as 
facilitator, consultant and coach. 
S he  i s  a  gra dua te  of 
Development Dimensions 
International leadership training 
through Bismarck State college.  

 
  Starion Financial 
h a s  p r omot e d 
C o u r t n e y 
Schweyen to retail 
t r a i n i n g 
coordinator. She 
joined the bank 

in2008 as a customer service 
representative and lead teller and 
has six years of banking 
experience. Schweyen attended 
Bismarck State College and 
participated in the Situational 
Leadership program.   
 
 
American Announces New 
Employees and Updates 

 
  American Bank 
Center is pleased to 
announce Camille 
Hodgins as full-
time Teller for the 
D e v i l s  L a k e 
location. Camille 

has an Associates Degree in 
Accounting from Lake Region 
State college and has prior work 
experience as a staff accountant, 
administrative assistant and 
customer service associate.  
 
 
 

  American Bank 
Center is pleased to 
announce Rachel 
Hawley as part-time 
Teller in Dickinson. 
Rachel brings 5 years 
o f  b a n k i n g 

experience in retail and 
operations to American.  

 
  American Insurance 
Center announces 
Bonnie Berntson as 
Account Manager in 
Minot. Bonnie brings 
18 years of insurance 
e x p e r i e n c e  t o 

American.  
 
  American Bank 
Center is pleased to 
announce Jordyn 
Blue has been hired 
as a teller for the 
summer months. 
Jordyn is currently 

attending Stanley High School. 
 
  American Bank 
Center is pleased to 
announce Susan 
Thompson as Teller 
for the Stanley 
location. Susan is a 
graduate of Minot 

State University with Bachelor’s 
degrees in Marketing and 
Management. Susan brings five 
years of customer service 
experience to American.  

 
  American Bank 
Center is pleased to 
a n n o u n c e 
S t e p h a n i e 
Nieswaag as Retail 
Support Supervisor. 
Stephanie joined 

the bank in 2008 and previously 
held the position of Personal 
Banker in Bismarck.  
 
Choice Financial Promotes 
Nistler 

  Paul Nistler of 
Choice Financial has 
been promoted to 
vi ce  president -
business banking for 
the bank’s Grand 
Forks locations. He 
joined the bank in 

2008 as a credit analyst, and 

most recently served as assistant 
vice president-business banking. 
He has more than 20 years of 
banking and small business 
experience. He earned his 
bachelor’s degree in Banking 
and Finance from UND.  
 
Bakken Hired at State Bank & 
Trust 

  Brad Bakken has 
j o i n e d  S B T 
I n v e s t m e n t s , 
located at State 
Bank & Trust in 
Wahpeton, as an 
i n v e s t m e n t s 
r e p r e s e n t a t i v e . 

Bakken provides diversified 
investment solutions to help 
customers meet their financial 
goals. He has more than 18 
years’ experience in the financial 
services field and holds the 
designation  of Certi fied 
Retirement Counselor.  Most 
recently, Bakken worked for 
eight years at Bank of the West 
and was financial advisor and 
hub manager for BancWest 
Investment Services.  
 
Nielsen Promoted at State 
Bank & Trust 

 
  Vikki Nielsen has 
been promoted to 
vice president and 
trust officer at State 
Bank & Trust in 
Fargo. A native of 
Kindred and a 
g r a d u a t e  o f 

Minnesota State University, she 
has been in the banking field for 
19 years, working previously at 
State Bank & Trust and then as 
manager of Wells Fargo’s 
Barnesville location. Most 
recently, Nielsen has been an 
IRA specialist at State Bank & 
Trust.  
 
Choice Financial Ranked #1 
Ag Lender in North Dakota 
  Choice financial was recently 
ranked the #1 farm lender in 
North Dakota in the American 
Bankers Association Top 100 
Farm Lenders by Dollar Volume. 
As a leader in agribusiness 
banking with $212 million in 
total farm loans in 2011, Choice 

Financial ranked 59th in the 
nation.   
  It’s our honor to support the 
needs of the farm producers in 
the communities we serve,” 
stated Brian Johnson, Choice 
Financial CEO. “We are proud 
of our agricultural heritage, and 
this distinction demonstrates 
our commitment to preserving 
the livelihood of farm 
producers in our state.” 
 
Jensen Promoted to Vice 
President/Credit Department 
Manager at Western State 
Bank 

  Mark Jensen 
was promoted to 
Vice President/
Credit Department 
M a n a g e r ,  a t 
Western State 
Bank in West 
Fargo. He will 
continue his role 

as overseeing the Credit 
Department, as well as finding 
the best product solutions for 
businesses, assisting in the 
management of portfolio risk, 
and serving as a primary 
lending resource with an 
emphasis on the commercial 
loan portfolio. Mark has over 
15 years of banking experience 
in commercial lending, credit 
analysis, training, and credit 
review. He has been with 
Western since 2006.  He 
graduated with Bachelor of 
Science degrees in Business 
Administration and Economics 
from NDSU. Jensen also earned 
his Masters of Business 
Administration degree from 
NDSU.  
 
A m e r i c a n  A n n o u n c e s 
Employee Update 

 
  American Bank 
Center is pleased 
t o  an n ou n ce 
Jason Gruebele 
as Lead Credit 
Analyst. Jason 
joined the bank in 

1999 as a part-time Data 
Processor while pursuing a 
Bachelor of Science degree in 
Accounting and Business 
Administration from Dickinson 
State University.  
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  While there has been much speculation on 
the impact the Consumer Financial Protection 
Bureau (CFPB) would have on financial 
institutions, there was some clarification 
earlier this year when the Bureau sharpened 
its focus directly on checking account 
overdraft programs. On February 22, the 
CFPB launched an industry research study 
and a public inquiry to determine how 
overdraft practices are impacting consumers.  
  As part of these initiatives, the CFPB has 
gathered data from previously identified 
banks to gain insight into their overdraft 
practices. In addition to this research, the 
Bureau requested comment from the public 
regarding the risks posed by overdraft 
practices. The public comment period ended 
on June 29.  
  While this news should be a cause for 
concern for institutions that offer undisclosed 
overdraft programs, the increased scrutiny 
should actually be welcomed by banks that 
are concerned about fees and practices that 
are deemed harmful for consumers. The truth 
is we’ve known since before the CFPB was 
operational that regulators had their sighs on 
undisclosed overdraft practices.  
  With this in mind, informed banks can 
avoid increased scrutiny by taking steps to 
address the following practices identified by 
the CFPB in the inquiry notification:  

• Transaction re-ordering that increases 
consumer costs. Make sure your check 
clearing procedures are in order. 
Transactions should be processed in a 
neutral order that avoids manipulating or 
structuring payment order to maximize 
customer overdraft and related fees. 
Examples of a neutral order include: order 
received, check number, serial number 
sequence or other approaches when 
necessary, based on sound business 
justification.  

• Missing or confusing information. Clear 
disclosure of terms and fees associated 
with your overdraft program is essential. 
Well-informed customers can anticipate 
and avoid unnecessary overdraft fees 
when they are made aware of, qualify for 
and take advantage of alternative means of 
covering overdraft transactions. This can 
be achieved through proper staff training 
to ensure that employees understand your 
processes and fees well enough to explain 
your overdraft program benefits and costs 
to your customers.  

• Misleading marketing materials. Full 
disclosure is also imperative with initial 
efforts to promote your overdraft program. 
Make sure account holders understand the 
fees associated with opting in to overdraft 
coverage for electronic transactions, as 
well as their options for avoiding the fees.  

• Disproportionate impact on low-income 
and young consumers. In an effort to 
mitigate chronic or excessive use by some 
customers, effective account holder 
education should also include information 
on alternatives to overdraft payment 
programs that may be less expensive and 
better-suited to a customer’s need for 
short-term credit.  

 
    Compliant overdraft programs are still a 
valuable service that helps consumers to 
better manage their finances and helps banks 
strengthen their relationships with customers. 
However, proper account monitoring and 
communications practices are critical 
components of an institution’s efforts to 
protect consumers from undisclosed 
overdraft solutions that can cost more than 
any account overage they are supposed to 
correct. 
  While the CFPB inquiry is currently 
focused on a pre-determined number of 
banks, its final ruling will impact institutions 
across the board. A compliance expert can 
help you determine any aspects of your 
overdraft program that are not aligned with 
regulatory expectations and assist you in 
implementing and managing a completely 
transparent, 100 percent compliant program.  
The result will benefit your customers as well 
as your institution's performance.  

The Consumer Financial Protection Bureau Launches Inquiry into Overdraft 
Programs...What it means for your bank by John M. Floyd, Chairman/CEO, John M. Floyd & Associates 
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Inconsistency with Financial Institution Data & Analysis 
  By Mary Ellen Biery, Research Specialist at Sageworks, Inc.  

  When an orchestra plays a symphony, a 
stellar performance requires, at a minimum, 
that each musician plays from the same page 
in the music. Ideally, the conductor has also 
ensured a standard technical competency 
among the musicians and has provided a 
framework for musicians’ interpretation of 
the notes.  
  Similarly, for a financial institution to have 
the kind of credit quality that it expects and 
that regulators increasingly want to see 
documented, it’s critical that loan officers, 
credit analysts, and other staff members start 
“on the same page” in their risk management 
processes. That’s particularly true when it 
comes to how they collect data from potential 
borrowers, calculate ratios and interpret 
results, industry experts say.  
  Of course, when it comes to the risk 
management process, financial institutions 
have a wide variety of approaches, said Tim 
McPeak, a director in the financial markets 
group at Sageworks, Inc.  
  “It is as much an art as it is a science,” he 
said. “Everyone’s going to have their own 
ways, and from financial institution to 
financial institution they will have different 
underwriting guidelines and standards. At a 

for the same set of information? Do 
borrowers know exactly which forms and 
schedules are included in the tax return you 
need? The problem is that any of these 
factors can take a not-quite-good-enough 
credit and turn it into a “just barely good 
enough credit.” Other common areas where 
inconsistency can creep in include: 
• “Spreading.” Three analysts at the same 

institution may spread three tax returns 
into financial statements three different 
ways, McPeak said. For example, if a 
business sells an asset and makes a gain, 
do you count that gain as income or 
exclude it because it’s not recurring?  
Doing it one way may make sense to one 
credit analyst, while doing it another way 
makes sense to the other two analysts. 
“But now you’re comparing those loan 
packages to make decisions, and you’ve 
got an information problem,” he said. “It 
comes down to the apples and oranges 
thing.” 

• Applying regulatory guidance. Are 
standards being applied consistently 
across the portfolio? For example, are the 

high level, that’s fine. That’s what creates 
good banks and bad banks; some are better at 
those things than others.”  
  At the same time, inconsistent procedures 
and methodologies within a financial 
institution create some of the biggest 
challenges for credit risk management, 
McPeak said.  
  Indeed, recent regulatory enforcement 
orders requiring improved loan portfolio 
management have called out the need for 
procedures that ensure conformance with 
loan-approval requirements and ensure 
satisfactory collateral documentation.  
  Examiners of the credit risk process, 
McPeak said, “want to make sure you’re 
comparing apples to apples, and they want to 
see your work.” 
  Kevin Atwood, executive vice president of 
Bank of Cadiz & Trust, a western Kentucky 
community bank with $100 million assets, 
said the data-gathering process is one area 
where it’s important to safeguard against 
inconsistency.  
  “Putting something in the wrong field can 
have a detrimental or positive impact on a 
ratio that would not be merited,” he said.  
  In addition, is everyone asking the borrower Continued on page 16... 
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Credits would not be a particularly 
attractive option due to rates offered and a 
bank’s liquidity. The National Shared 
Credits Program through a sponsor 
correspondent bank can be an option when 
you are awash in liquidity, and with short 
and intermediate term investments rates 
being unimaginably low. If your bank does 
not have the expertise to analyze the risk of 
these credits or other participation loans, 
there are a number of independent firms that 
for a modest fee, will help you analyze and 
risk rate individual credits. This is always 

participations with other like-mined 
community banks in adjacent market areas. 
Purchased participations in adjacent markets 
which you are familiar from other insured 
financial institutions that you know and 
respect (possibly banks that you sell 
participations to) can often be an excellent 
option. In theory participations should be a 
great way to manage risk, but many banks 
get participations wrong, so go in with your 
e yes  wide -ope n.  None -the-l ess , 
participations when done properly can be an 
important part of earnings and risk 
management.  
  In normal times, buying National Shared 

  The worst of credit issues appear to be behind 
most banks; therefore, heavy provision for loan 
losses and much of the other related expenses 
and costs are behind us as well. This has 
resulted in significant earnings improvement for 
most banks, these earnings improvements have 
likely been realized by many banks or will be 
during 2012. So where do we go from here? We 
have driven down our deposit costs to levels not 
believed possible even two or three years ago. 
While some banks are blessed with a diversified 
market and a diversified lending skill set, there 
is an assumed inability of most community 
banks to generate sufficient suitable earning 
assets in the near and intermediate term. This 
will likely take center stage for many banks, if 
it has not done so already. We are awash in 
deposits, yet we don’t want to turn away core 
deposits and long-term desirable relationships. 
Unlike prior recessions of the last 40 years, 
persistent historically low interest rates render 
most traditional investment portfolio options 
nonexistent. Weak loan demand in most 
markets exacerbates this problem. What should 
a community with few clear options do? 
  After having just completed a round of 
consultation with all of the national banking 
regulatory agencies, as well a number of state 
banking regulators, it is believed that this issue 
will be as critical, if not more critical than the 
developing Enterprise Risk Management in all 
community banks. The following are some of 
the potential options you may want to consider, 
if you haven’t done so already to increase net 
interest income, while having balanced and 
robust risk management: 
  Special guaranteed or enhanced lending 
programs: 
• SBA 
• USDA 
• State Programs 
  These programs can help not only with credit 
risk, but can have the inherent bonus of 
mitigating liquidity and interest rate risk as 
well. In the past some may have considered 
these programs for making marginal credits 
bankable. While this can be true, it is not the 
whole story. These programs tend to bring in 
relationship based customers—not transaction 
based ones, or can easily be used for customers 
who approach or exceed your house or legal 
lending limit since only the unguaranteed 
portions of federally guaranteed loans count 
against your legal lending limit. Many state 
programs and some federal programs are direct 
loans to your borrower lessening the overall 
amount of the bank’s loan.  
  If government guarantees loans are not a 
solution, or even if they are, keep your largest 
and best customers through originated 

Your Bank Has Survived the Economic Crisis Now Plan to Help Your Bank 
Thrive in the “New Normal” by Jim Kleinfelter, President & Senior Consultant, Young & Associates, Inc.  

Continued on page 17.. 
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When Will Rates Ever Rise?  
Recent FOMC statements may give us a clue by Jim Reber, ICBA Securities 

  Seems like every time 
another economic wag starts 
prognosticating on the “go” 
date for a real, live, interest 
rate rally, the date has been 
pushed backwards by another 
month, quarter, year. Or even 
years.  

  Let’s give the Federal Open Market 
Committee (FOMC) its due in this debate. 
The FOMC, which actually sets the target 
rate for Fed Funds, was helpful enough at its 
January meeting to announce that it expects 
to maintain “exceptionally low levels for the 
federal funds rate at least through late 
2014.” And with that, the bond market 
rallied hard, with the benchmark 10-year 
Treasury note falling in yield by 26 basis 
points in just 5 trading days.  
  What this illustrates is that it is possible to 
move the bond market through words, and 
not just actions. Fixed-income investors 
cling breathlessly to FOMC and individual 
Fed Governor comments, and are most 
assuredly going to do so again whenever it 
is that rates are poised to rise. The fact we 
will be starting near zero makes the stakes 
that much higher.  
 
Inflation vs. yields 
  It’s almost an axiom that higher inflation 
leads to higher yields. In fact, that’s only 
partly right: higher inflations expectations 
lead to higher yields. And based on the 
shape of the yield curve, which is almost 
always positively sloped, investors are 
wrong about half the time.  
  Let’s look at what happened in the year of 
1999. the economy was heating up, and the 
Fed had inflation on its mind. It tightened 
three times in 1999, and its bias was that 
inflation was of a greater concern than was 
growth, the “dual mandates.” In the 
calendar year Fed Funds rose from 4.75% to 
5.50% and the yield on the two-year 
Treasury went from 4.44% to 6.20%. In 
other words, investors built in way more 
inflation protection than did the Fed.  
  What’s noteworthy to this analysis is that 
the core rate of inflation in 1999 started at 
1.6 percent and ended at 1.5 percent—so the 
Fed either guessed wrongly, or their 
monetary policy in fact stamped out price 
pressures. Either way, inflation fears were 
not realized, and the real rate of interest was 
enormous, certainly by today’s standards.  
 
Recent history 
  This has a “field of Dreams” sense to it. 
Say it, and they will react. The market’s 
moves in January seem to indicate that’s the 
case. About a year ago, when “Operation 
Twist” was announced, the curve reacted in 

the manner which the Fed very much desired, 
as shorter maturities in the Fed’s portfolio 
were swapped for longer bonds. This 
duration extension strategy brought down 
long yields, and both flattened the yield curve 
and lowered mortgage financing costs. 
Actually, the truth is that the Fed’s 
announcement and its actions both 
contributed to this effect.  
  So far, investors in the U.S. market have not 
factored in one iota of rate hike expectations. 
The FOMC continues to talk about “late 
2 0 1 4 , ”  a n d  t h i n k s  “ i n f l a t i o n 
expectations...remain stable,” so accordingly 
Fed Funds futures project no tightenings until 
early 2015. Also, with inflation running at 
about 1.9 percent, the ten-year Treasury note 
has a negative real yield. This is proof of the 
conviction the bond market has toward the 
Fed’s recent statements.  
 
Keep abreast 
  There are a number of tools that the banker 
on Main Street can access to keep up-to-
speed on Fed announcements and actions. 
One is by subscribing to Economic Flash, a 
periodic document that is created and 
distributed by ICBA Securities whenever 
market events warrant (e.g., conclusion of an 
FOMC meeting). Most full-0service 
institutional brokers have some version of a 
breaking-news article.  
  Another is the Fed’s own website, 
www.federalreserve.gov. It contains 
prodigious amounts of data on Fed activities, 
releases,  projections,  and current 
investments. It is the source of some of the 
historical information used in this article.  
  Still another is www.bloomberg.com. This 
site is handy for viewing current yields on 
benchmark fixed-income investments, and 
for viewing upcoming economic calendars. It 
also has a news link that displays headlines 
as well as an archive of opinions and 
commentaries.  
  In closing, a prudent investor will want to 
stay informed about Federal Reserve 
intentions as it approaches the next tightening 
phase. The market can and will overreact, at 
least for short periods of time. These actions, 
rational or not, have a direct impact on your 
bank’s performance e. Now is a great time to 
prepare yourself to stay ahead of the pack.  
 
  To subscribe to Economic Flash or any other of 
ICBA Securities’ periodicals, including Market 
Today or Market Outlook, contact your ICBA 
S e c u r i t i e s  s a l e s  r e p  o r  v i s i t 
www.icbasecurities.com.  
     
Jim Reber is president/CEO of ICBA Securities 
and can be reached at 800-422-6442 or at 
jreber@icbasecurities.com 

SAVE THE DATE 
 

ICBND 
 IT Conference and  

Trade Show 
October 16 - Bismarck 

 

Speakers include: Lee Weatherington, 
Karla Hammer-FDIC, Dr. Kevin Streff-
Secure Banking Solutions, and Trevor 
Hendrickson-Security Products 
Companies 
 
Associate Members...there is still 
time to reserve your booth space and 
sponsorships are still available.  
 
Contact Katie Schimetz at the 
ICBND Office today—701-258-7121  
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time password generators, also called 
secure tokens, can be downloaded and 
saved to consumers’ desktops, mobile 
devices or on a key fob, and generate a 
random number on demand that is 
mapped to the specific user. This code, 
in combination with the user name, is 
then used to safely access the Internet 
banking site.  
  Many institutions are rolling out these 
one-time passwords to high net worth 
clientele and business customers. Not 
only does this strategy protect the bank 
where it has the greatest risk, but one-
t i me  p a s s w o r d s  c a n  a c t  a s 
differentiators, used to retain these 
highly profitable market segments, 
while meeting FFEIC recommendations.  
 
Out-of-Band Verifications 
  Out-of-Band verifications are also 
increasingly used in layered security 
programs. Basically, out-of-Band refers 
to an authentication that takes place 
through a separate communications 
channel than the one used to initiate the 
transaction.  
  For example, a person logs into an 
Internet banking account from a laptop 
and enters the password incorrectly. A 
random code is sent to his or her mobile 

Continued from page 7... 
device via text or through a voice response 
channel. The person enters that code online 
and can now access the Internet banking 
account. The idea is, if an organized crime 
group is infiltrating an Internet banking 
account, chances are they don’t have that 
individual’s mobile device, home phone and 
other channels captured, as well. 
 
The Power of an Informed Consumer 
But, all of the FFEIC’s recommendations 
aren’t focused on an institution’s internal 
operations only. They recommend that you 
keep your account holders informed and make 
them a part of your fraud prevention efforts.  
  Create collateral, e-mails and web site 
banners that keep account holders up to date 
on the latest threats. Let them know that 
you’re not going to e-mail them and ask them 
for their account numbers, and that you’re 
never going to send them an e-mail link. Make 
this information a part of new account 
onboarding - from the teller line on through 
other service channels. Also, let your 
customers know where and how to report 
suspected fraud. Their extra vigilance gives 
your institution additional protection.  
 
The Security Continuum 
  It’s important to note that although these 
security measures work today, next year, there 
will be a new threat that will require a 

different kind of protection. Keeping your self-
service channels safe is not a “once and done” 
deal. As long as criminals are out there, and 
Internet banking and mobile banking continue 
to grow into the channels of choice for today’s 
connected users, securing these channels now 
require an ongoing investment, year after year.  
  The goal goes far beyond doing the minimum 
required for compliance. By being diligent and 
keeping your online security up-to-date, you’ll 
not only protect your customers, but you’ll 
also protect your institution’s reputation. What 
could be more valuable than that? 
 
About the author: 
  Nigel Prince has been with Harland Financial 
Solutions for 14 years, serving a leadership 
role in various capacities. He led the Internet 
banking development team for several years, 
interfacing with many financial institutions, as 
well as third-party vendors and strategic 
partners. Nigel is now part of the Harland 
Financial Solutions product management 
organization with specific responsibility for 
driving the strategy for self-service channels, 
which include Internet banking, mobile 
banking and voice banking.  
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  The North Dakota Housing finance 
Agency (NDHFA) is urging taxpayers to 
consider the benefits of the Housing 
Incentive Fund (HIF) for themselves and 
for their community.  
  “We need more contributions to the 
Housing Incentive Fund and the sooner 
the better,” said Mike Anderson, NDHFA 
executive director. “Only half of our HIF 
projects have raised the funds they need 
to begin construction. To keep the 
projects on schedule this construction 
season, we need support from taxpayers 
right now.” 
  Since September, NDHFA has provided 
$10.6 million in conditional commitments 
to 20 multifamily housing projects and 
raised $6.5 million. Several hundred 
additional affordable apartments will be 
created in energy-impacted communities, 
if the agency can garner adequate 
taxpayer contributions to the fund.  
  “North Dakotans can help create rental 
units for low-to moderate-income 
households,” Anderson said. “the 
Housing Incentive Fund supports the 
development of housing for “Main 
Street” and essential service employees 
like waitresses, teachers, nurses, city 
workers, bank tellers and cashiers, along 
with the elderly and households with 
disabilities who struggle to pay market 
rate rents.” 
  HIF relies on contributions from state 
income and financial institution 
taxpayers. Contributors receive a dollar-
for-dollar state tax credit in exchange for 
their contribution to the fund. 
Contributions can be directed to a 
specific project or community, or for 
general use. Contributors are not making 
an investment in the hosing projects.  
  “Ninety percent of the contributors so 
far have been individuals - ordinary 
North Dakotans who underhand the 
important role of affordable housing for 
their community,” said Anderson. “Banks 
and businesses have also made large 
contributions to help make these projects 
work.” 
  Contributions from individuals have 
ranged in size from $100 to $150,000. 
The largest contributions received to date 
are from Marathon Oil, $2.5 million; US 
Bank, $1.2 million; and MBI Energy 
Services, $225,000.  
  “Without adequate housing for all our 
state residents, our communities cannot 
grow and prosper,” said Jolene Kline, 
NDHFA planning and housing 
development division director.  

Affordable Housing Projects Need  
Taxpayer Support 

  NDHGA is authorized to issue tax credit 
certificates to contributors on a first-
come, first-served basis until a $50 
million maximum threshold is reached. 
Any individual or entity with a state tax 
liability can contribute to HIF. Almost 
$8.5 million worth of tax credits have yet 
to be claimed.  
  Once adequate funding is received, the 
projects  r eceiving condit ional 
commitments during the first three 
quarterly funding rounds will create 570 
new rental units in Beach, Belfield, 
Bowman, Crosby, Dickinson, Kenmare, 
Grand Forks, Minot, Ray, Watford City, 
and Williston. The apartments will rent 
for $400 to $1,400, depending on the size 
of the unit and household income.  
  “the program has been incredibly 
popular with both private and nonprofit 
developers,” Kline said. “We expect to 
exhaust our remaining credit authority 
during our June funding round; now we 
need contributions to make sure all of 
these projects can break ground.” 
  For more information on how to 
contribute to the Housing Incentive Fund 
or to learn about the projects supported 
b y  t h e  f u n d  g o  t o 
www.ndhousingincentivefund.org, or 
contact Joelen Kline or Bill Hourigan at 
info@ndhfa.org, (701) 328-8080, (800) 
292-8621, or (800) 366-6888 (TTY).  

Customer Drawing where one lucky banker will win 
$1,000 in CASH!  This VIP prize drawing is held to 
reward our community bank decision makers for their 
support of our Associate Member Exhibitors. Here’s 
how it works: 
� If a banker sets up an outside appointment  or 

buys a product from one of our exhibitors during 
the Convention Exhibit hours on Sunday or 
Monday night, the Exhibitor will put that bankers 
name into the drawing for the $1,000 Cash!   

  There will also be other fun events and great speakers 
at this year’s convention: 
� Exhibitor Apron Contest: Bankers vote on your 

favorite apron worn by our exhibitors—the 
winning Exhibitor will receive a free booth at the 
2013 Convention 

� Get your ICBND Recipe for Success Cookbook 
and visit each Exhibitor to complete their 
submitted recipes...and while you are doing that, 
they will also sign you walk-a-thon cards. 

� Purchase PAC raffle tickets!  Why? Two great 
reasons: (1) All funds raised goes directly into our 
ICBanc PAC which helps support our legislative 
agenda and (2) You could go home with a real 
nice prize...or two! 

� Spouses (and other non-golfers) can join us for the 
Cooking Class at Bismarck State College 

� What about golf...it’s back at Hawktree Golf Club 
this year! 

� Top-notch speakers who will speak on industry 
“hot topics” 

� Great Entertainment—Mentalist Chris Carter will 
blow your mind 

  Member bankers, Associate Members, ICBND Board 
of Directors and Staff—put them all together and you 
will have a “Recipe for Success”.  

Continued from Front Page... 
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same metrics being evaluated for each 
borrower’s risk rating score? Financial 
institutions need a systematic and consistently 
applied process for determining the provision 
for loan and lease losses (ALLL). An 
incorrect allowance can misrepresent an 
institution’s financial condition or its 
earnings, so having a consistent way to 
measure the extent of every loan’s impairment 
is critical.  

• Data tracking and documentation. Is there 
adequate documentation for regulators and 
auditors of how risk ratings are derived? “It’s 
like a math class,” McPeak said. “You might 
have the ‘right answer,’ but if you can’t show 
how you got there, what’s the point? It 
basically says you’re guessing.” 

  Financial institutions must also recognize that a 
lender’s motivations may be different than a 
credit analyst’s. And of course, differences in 
calculating ratios and interpreting what it all 
means can also cause problems, McPeak said. 
Therefore, institutions may need to put 
procedures in place to account for differing 
motivations to ensure a consistent analysis. The 
key to combating inconsistency in the risk 
management process is an institution’s credit 
culture.  
  A financial institution’s credit culture will 
usually include the establishment of procedures 
for gathering data and a common understanding 
of certain relevant terms and definitions, so 
variations within the institution are minimized. 
Those, McPeak said, can turn a deal that a ban 
might do into one they turn down.  
  “Probably even more worrisome is the deal they 
probably shouldn't do, and they end up doing it,” 
he said. “What is the cost to your institution of 
one bad loan?” 
  Technology is another key to creating a 
consistent methodology for entering data and 
documenting loans. Depending on the solution, 
technology can also generate reports for loan 
grading, global cash flow analysis, and 
calculating reserves. It can make it easier to have 
a systematic and consistently applied process for 
determining the ALLL, and it can go back and 
test the accuracy of previous ALLL calculations.  
  Atwood of Bank of Cadiz & Trust said that 
even with trustworthy technology, he needs that 
solution to allow him to look easily behind the 
reports generated and review the work behind 
them. “If I see something that just doesn’t make 
any sense, or if [bank employee] says, ‘These 
ratios are not what I expected them to be,’ I go in 
and look at the input itself,” he said.  
  Reviewing inputs up front also helps when 
examiners are involved, he said. “If you’re not 
consistent on that, you’re going to eventually get 
crucified by the regulators, because they’re going 
to say ‘Where in the world did you come up with 
this?’” 

Continued from page 11... 

ICBND Emerging Leader 
Members Hard at Work! 
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critical when ever managing materials risks.  
  While I find myself almost choking on the 
words every time I say them, it may be time 
to compete on interest rates for perhaps the 
first time ever in your career. Locking in 
what might seem to be very low loan 
interest rates for three to five years on new 
originations, or to keep existing good credits 
for a manageable loan portfolio segment can 
be a good strategy. When compared to 
quality investment options, this doesn’t 
seem as unthinkable as it might have in the 
recent past. This strategy assumes that your 
current interest rate risk position and capital 
will allow you to do so. Robust interest rate 
risk modeling, along with a critical review 
of your efforts is a must! Of course to some 
degree, you may be able to lock in 
intermediate– and longer-term funding costs 
to assure at least some spread on new 
lending.  
  While the use interest rate swaps can result 
in unforeseen issues and criticism, interest 
rate swaps can be a legitimate way for 
community banks to manage interest rate 
risk. If you understand them and they make 
sense for you, find a correspondent bank 
that can help you. Interest rate swaps can be 
obtained in amounts realistic for even small 
banks.  
  Long-term you may need to enter 
additional market segments (commercial, 
ag, other products) in which you may or 
may not have sufficient expertise. Consider 
utilizing these skills if you have them in 
your organization, if not, consider acquiring 
or “renting them” - see above. Many of you 
are no doubt a bit weary after the last few 
years, but it has never been more important 
than it is now to fight for your best 
customers. Of course you must know who 
your “best” customers are. This can be 
complicated, or simple—depending on how 
much effort you choose to put into this. A 
few simple criteria should be all that is 
necessary to determine who clearly some of 
your best customers are, from those 
customers who you intuitively know that 
you wouldn’t mind if they left the bank. As 
it has been said many times, it is far easier 
to keep a customer than get a new one, so if 
you have to “hunker down” to keep a 
relationship” remember some alternatives 
are worse.  
   Other basics that will likely be required in 
all markets going forward that don’t directly 
impact net interest income include, but are 
not limited to: 
• Continued expansion of the use of 

technology 
• Smart deployment of remote deposit 

capture 
• A “natural” roll-out of mobile banking 

Continued from page 12.. • Allowing each customer to have a 
limited number of free foreign ATM 
transactions per month 

• Active participation in your community’s 
financial literacy (especially in schools). 
There are some terrific affordable 
subscription programs, that require 
almost no time after set-up 

• Cash management for commercial 
customers 

• Electronic payroll distribution 
  Of course most community banks cannot 
take on all of these initiatives in any given 
year, so you must pick tow or three, and 
then gear up to do them well. There have 
been a number of references to risk 
management mentioned here, but adequate 

risk management cannot be stressed too 
much. Risk management must always be 
comparable to the level of enhanced risk 
that a bank will be taking—but these risks 
can be mandated. This may mean more 
robust risk management in many banks. 
How effectively your bank can manage the 
risks associated with these and other 
initiatives will play a large part in 
determining whether or not you thrive in the 
“New Normal.”  
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CLASSIFIEDS 

 

Agricultural/Commercial Loan Officer  
  KodaBank is seeking applications for an Agricultural/Commercial Lending Officer at our Drayton, ND office. Responsibilities include: direct 
involvement with FSA Guaranteed Lending Programs, maintain and service existing loan portfolio, develop customer referrals, solicit new 
business, and represent the bank through community involvement. Preferred qualifications include: excellent work ethic, 3-5 years prior lending 
experience in Ag and Commercial lending, knowledge of FSA lending programs, computer/software skills, proficiency in communication, 
marketing strategy, and customer service.  KodaBank offers a comprehensive benefits package and competitive wages.  
 
  Please send resume and salary requirements to:   Human Services at KodaBank, PO Box 369, Drayton, ND 58226 
 
Equal Opportunity Employer           Member FDIC 

Trust Account Executive 
  American State Bank & Trust Company of Williston has an exciting opportunity to join our team as a Trust Account Executive. This is a 
rewarding opportunity for an individual who is self-motivated, possesses a positive attitude, has excellent communication skills and enjoys helping 
customers.  
  The ideal candidate will be experienced in personal trusts, estates and investment areas. Excellent leadership, organizational, communication and 
financial management skills are required. Advanced computer skills and strong attention to detail are a must. The ideal candidate will need a 
thorough understanding of trust services, products, policies and procedures. The ideal candidate will possess a Bachelors Degree. 
  To further explore this opportunity to join our organization with its progressive culture, competitive compensation, exceptional benefits and 
significant career growth opportunities, please send a resume and application (available on line at www.asbt.com) to: 
 
American State Bank & Trust Company, Attn: Vicki Kjellerson AVP/HR, PO Box 1446, Williston, ND 58802-1446 
 
Equal Opportunity Employer           Member FDIC  

 

Loan Closing and Portfolio Manager 
  Dakota Certified Development Corporation is seeking a qualified candidate to fill its Loan closing and Portfolio manager. The primary mission 
of this position is to close all loans within 60 days of completion, meet annual loan closing goals, and efficiently and expediently respond to all 
servicing requests. The loan closing role coordinates and reviews the loan closing and loan funding activities of the corporation and in working with 
the loan officers and the President/CEO, this position works to insure annual closing goals are met. The loan servicing and portfolio part of this 
position ensures compliance with Agency (SBA & USDA Rural Development) rules and regulations as well as managing the overall portfolio 
activities of the corporation. The incumbent will be responsible for the credit input and analysis of financial data related to the servicing of the 
portfolio and annual reviews. The incumbent will examine and evaluate loan servicing requests for the purpose of ascertaining the credit worthiness 
of the loan application and preservation of the associated risk. The incumbent must exhibit a personal desire to service and foster a positive, high 
performance and collaborative environment. Bachelor’s degree in accounting, finance or related discipline and four to six years of related 
experience or equivalent related experience and training. To be successful in this position, a person must be efficient, be able to follow through on 
commitments, have good analytical skills, pay attention to detail, be flexible, be proactive, have enthusiasm, and have a strong work ethic. 
Competitive salary and full benefits. This position is based in our corporate office in Fargo.  
  Complete confidentiality maintain on all applicants. Please submit resume, references, and salary history to: 
 
Dakota CDC, Attention President/CEO, 4133 30th Ave. S., Suite 100, Fargo ND 58104 or by email to steve@dakotacdc.com 
August 15th application deadline. 
 
Equal Opportunity Employer      

Teller I & II (Full and Part-Time) 
  First International Bank & Trust is excited to be a part of the continued growth in Williston and will be breaking ground on our newest bank 
building. We are currently seeking qualified applicants for full and part-time Teller positions located in Williston, ND. The role of a Teller is a 
well-rounded position where employees enjoy variety in their work offering customer service as a Teller and New Accounts Representative.  
  If you enjoy working with people, have good customer service skills, possess a strong work ethic, and have an interest in developing your career—
we have a terrific opportunity for you! Join us now and receive a $1,000 new hire bonus! Rent controlled housing arrangements also 
available. Competitive salary with excellent benefit package.  
 
Visit our website at www.firstintlbank.com to learn more about this opportunity and to apply online.   
 
Equal Opportunity Employer           Member FDIC 
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CLASSIFIEDS 

 

Vice President of Lending and Operations 
  Dakota Certified Development Corporation is seeking a qualified candidate to fill its Vice President of Lending and Operations. The primary 
mission of the this position is to ensure compliance with Agency (SBA & USDA Rural Development) rules & regulations and managing the overall 
risk of the loan portfolio. Additional responsibilities include coordinating the day-to-day operations of the Dakota CDC office, fostering a culture of 
high performance and collaboration amongst team members. The incumbent will participate in developing strategies to maintain DCDC’s 
reputation as a leader in small business lending in North Dakota. Bachelor’s degree in Accounting or Finance or related business discipline and five 
to seven years of commercial credit and/or commercial loan underwriting experience, or equivalent related experience and training. To be 
successful in this position , a person must be efficient, have strong organization and planning skills, pay attention to detail, be persistent, have a 
strong work ethic, high standards, and be proactive. Competitive salary and full benefits. This position is based in our corporate office in Fargo.  
  Complete confidentiality maintain on all applicants. Please submit resume, references, and salary history to: 
 
Dakota CDC, Attention President/CEO, 4133 30th Ave. S., Suite 100, Fargo ND 58104 or by email to steve@dakotacdc.com 
August 15th application deadline. 
 
Equal Opportunity Employer      

Credit Review Analyst 
  Western State Bank is looking for a Credit Review Analyst to join our growing team. Position is located in West Fargo. This individual will be 
responsible for monitoring compliance with our company loan policy. A minimum of 1 1/2 to 2 years of bank regulatory or related experience is 
preferred. Occasional travel may be required. This is a full-time position with benefits (health, life, dental, vision, disability, 401K, and ESOP). 
   To apply, please submit application (found at www.westernbanks.com), with cover letter and resume to: 
 
Western State Bank, Attn: HR Director, PO Box 610, Devils Lake, ND 58301 or email humanresources@westernbanks.com 
 
Equal Opportunity Employer/ Affirmative Action Employer       Member FDIC 

Market President 
  Starion Financial is looking for a proven, self-motivated leader to manage our full-service operations in Bottineau, Dunseith and Rolla. 
Responsibilities include financial, sales and staff performance promoting a strong sales/service culture, client strategies and new business 
development; maintaining and growing a loan portfolio; and promoting the organization through active community involvement.  
  Qualifications include a deep commitment to community banking with a high level of integrity; progressive agriculture and/or commercial lending 
experience; strong communication, decision-making, change management, sales and customer service skills; and the ability to produce business 
results. Prefer a bachelor’s degree in business administration, accounting, banking/finance or economics, 5-10 years of banking experience, 
including 5 years of management experience. 
  We offer a competitive salary, incentive compensation and a comprehensive benefit package. Position may be located in Bottineau, Dunseith or 
Rolla.  
 
Apply on-line at www.starionfinancial.com  
 
Equal Opportunity Employer         Member FDIC  

 

 

Commercial Loan Officer 
  United Community Bank of ND is seeking an experienced commercial loan officer, with a minimum of 5 years lending experience, to join our 
fast growing Minot bank. Compensation will be commensurate with education and experience. Responsibilities will be to service existing 
commercial loan customers and pursue and develop new commercial loan relationships. Good analytical skills, experience with financial analysis 
software, commercial loan underwriting, and loan presentations are necessary. Great communication skills, and the ability to work within a team 
setting, are necessary to become part of the UCB management team.  
  United Community bank is an independent and progressive community bank with outstanding growth, loan quality, and commitment to its 
employees for 100 years. We offer an excellent compensation and benefits package that includes 401K, flex plan, family health, life insurance, 
annual bonus, and liberal PTO. Consideration will be given to providing a moving expense bonus.  The right person will assume management of a 
$25M commercial loan portfolio, serve on the loan committee, executive committee, and receive excellent business development support tools. 
   
To join our UCB employee family, please submit a resume to:  DeWayne Streyle, CEO, PO Box 219, Leeds, ND 58346 or email to 
dstreyle@ucbnd.com   
 
Equal Opportunity Employer         Member FDIC  



COMING EVENTS: 
TELEPHONE/WEBCAST SEMINARS: 
 
Aug 2: All Things Mobile: Banking, Payments, Security & 
 More 
Aug 7: Accounting/Auditing Series: Recent Accounting 
 Developments and a Look Ahead 
Aug 9: Commercial Lending Series: Regulator Issues for the 
 Credit Analyst 
Aug 14: Beware! Signature Card Danger Zone: Account 
 Titling, Ownership & Access 
Aug 16: Understanding & Navigating ACH Rules for RDFIs 
Aug 21: Head Teller Development: Improving Teller 
 Performance 
Aug 23: Garnishments, Subpoenas, Summonses, Levies: 
 Getting It Right! 
Aug 27: 10 Lessons Learned When a Depositor Dies 
Aug 28: Call Report Preparation: RC-C Part I & Related 
 Lending Schedules 
Aug 30: Preparing for Your FFIEC Authentication Guidance 
 Regulatory Exam 
Sept 5: Network Security 101 
Sept 6: The Legal Side of Dealing with Powers-of-Attorney & 
 Living Trust Documents 
Sept 11: Directors Series: Not Strategic Planning, Action 
 Planning! 
Sept 12: ACH Exceptions & Returns: Unauthorized, Revoked, 
 Stop Payment—What is it? 
Sept 13: Conducting Effective Appraisal Reviews & 
 Evaluations for Residential Property 
Sept 18: Opening Donation, Memorial & Other Accounts for 
 Non-Profit Organizations 
Sept 20: Compliance Series: Regulatory Compliance for All 
 Staff: Red Flags for Identity Theft, Bribery & Privacy 
Sept 24: Imaged Documents: What to Keep, What to Shred, 
 What Holds Up in Court 
Sept 25: Conducting Investigations: The Basics for New 
 Security Officers 
Sept 27: Conducting the 2012 ACH Audit 
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The Community Banker can be an effective advertising 
vehicle for companies marketing to the financial industry.  If 
you would like more information on how to place an ad in the 
Community Banker, please contact Katie Schimetz at  
701-258-7121 or toll-free 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 
John A. Brown 
Executive Vice President 
johnb@icbnd.com 
 
Wendy Ruud 
Vice President 
Community Banker Editor 
wendyr@icbnd.com 

Katie Schimetz 
Administrative Assistant 
info@icbnd.com 
 
Marilou Voegele 
Director of Card Services 
marilouv@icbnd.com 
 
Angie Olson 
Card Services Coordinator 
angiet@icbnd.com 
 
Bill Walker 
Card Services Consultant 
cardservices@icbnd.com 
 
Lacey Kuhn 
ICB Purchasing 
Sales Manager 
laceyk@icbnd.com 
 
Jess Voegele 
ICB Purchasing 
Office Manager/CSR 
purchasing@icbnd.com 

2011-12 ICBND 
Executive Committee 
President 
Jerry Hauff, Cornerstone Bank, 
Bismarck 
jerry.hauff@cornerstonebanks.net 
701-751-4030 
 

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

Vice President 
Robert Larson, North Country 
Bank, McClusky 
blarson@northcountrybanknd.com 
701-363-2265 
 

Immediate Past President 
Mary Erman, Starion Financial, 
Mandan 
marye@starionfinancial.com 
701-667-1670 

LIVE SEMINARS 
 
ICBND 45th Annual Convention & Exposition 
  Aug 12-14 - Ramkota Hotel, Bismarck 
 
Fall Frontline: Why Customers Act Like They Do: People Insights to 
Make Your Job Easier 
  Sept 17 - Grand International Inn, Minot 
  Sept 18 - Hilton Garden Inn, Grand Forks 
  Sept 19 - Galdstone Inn, Jamestown 
  Sept 20 - Ramkota Hotel, Bismarck 
 
IT Conference and Trade Show - Innovate-Interact-Impact 
  Oct 16 - Best Western Doublewood Inn, Bismarck 
 


