
Connect with Your Customers’ Needs to Avoid 
Regulatory Scrutiny and Thrive in the New Year  
     By John M. Floyd, Chairman/CEO of John M. Floyd & Associates 

  As the prospects for more 
robust  interest  rates , 
improved loan volume and 
an easing of regulatory 
scrutiny remain uncertain 
going into the New Year, 
community banks continue to 
face the dilemma of how to 
improve margins, maintain 
compliance and provide 
services that will keep them 

competitive with larger institutions.  
  As non-interest income sources have diminished, some 
banks have been driven by the temptation to try new—
sometimes risky—strategies for increasing revenue. But 
on-going regulatory scrutiny and consumer complaints 
regarding rising service fees and non-disclosed financial 
products and processes should be strong signals that these 
ideas are no longer part of a wise business plan.  
  In fact, since 2010, regulatory and legal scrutiny has 
increased on virtually every consumer financial product 
on the market. As a result, large national banks have paid 
hefty fines for implementing practices that increase 
consumer costs.  
 
Provide value and service to keep your customers 
loyal 
 
  In today’s environment, a more reliable success strategy 
can be established by making a strong connection to your 
customers’ financial needs and expectations, and 
providing value in the form of reasonably-priced, user-
friendly products that are completely disclosed. Taking 
the time to learn what products and services your 
customers want and need can result in stronger existing 
relationships, lead to new business opportunities and set 
your community-based institution apart from the big 
national banks in a favorable way.  
  Case in point: In a study by research firm Chadwick 
Martin Bailey, 72 percent of survey respondents indicated 
that they received value from their community bank vs. 
only 56 percent for large national banks. Additionally, 
respondents described receiving higher levels of service 
from community banks.  
  As economic conditions continue to affect the financial 
well-being of many consumers, providing your customers 
with a strategy—such as an overdraft privilege program—
that helps them to better manage their money can be a 
valuable benefit to them and can generate much-needed 
income for your bank. But, make sure your practices do 
not pose financial hardship for program users.  

Attention to consumer protection is the key 
 
  The key to avoiding potentially costly legal scrutiny is to 
provide your customers with a clearly defined overdraft 
program that guarantees full regulatory compliance and 
consumer protection expectations, including:  
• Transparency regarding fees and information about how 

the program works; 
•  Reasonable, communicated overdraft fees; 
• Clearly established overdraft limits; 
• Transaction clearing policies that avoid maximizing 

customer overdrafts and related fees created by the 
clearing order; 

• The ability to easily monitor excessive usage; and  
• Communications materials that outline alternative 

financial products that more appropriately fit the needs 
of excessive overdraft users.  

  When supported by easy-to-understand disclosures and 
counseling on appropriate usage, such programs provide 
informed account holders with a valuable resource to 
better manage their finances.  
 
There’s no such thing as almost compliant 
 
  In the new regulatory reality, there is no room for 
guessing. If you’re not sure that your overdraft program is 
in line with new compliance and consumer protection 
guidelines, ask your provider the following questions: 
• Do our transaction processing policies increase 

customer costs? 
• Do our disclosure materials provide clear descriptions 

of our program terms and fees: 
• Do our marketing materials accurately explain our opt-

in processes for electronic transactions, as well as the 
opt-out procedure for checking and ACH transactions, 
and how to avoid overdraft fees? 

• Do we provide account holders with information about 
alternative, less expensive products that might be better-
suited to their short-term credit needs? 

  When implemented and managed correctly, a fully 
compliant overdraft program will provide the most benefit 
for your customers and your institutions. Such a resource 
will be helpful going into a New Year of uncertainty.  
 
John M Floyd & Associates (JMFA), is a leading provider of 
profitability and performance-improvement consulting. For more 
than 30 years, JMFA has been recognized as one of the most 
trusted names in the industry, helping financial institutions 
enhance their bottom line.  JMFA is an Associate Member of 
ICBND.  
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John A. Brown 
ICBND Executive Director 

  Looking for more ways to add 
to your bottom line while 
margins are narrowing and more 
regulations are being added with 
additional costs to maintain and 
monitor? 
  Tr y th i nkin g of you r 
membership in ICBND as a 
subsidiary of your bank! Take 
our Purchasing Exchange—
Lacey and Jess work very hard 
to get you the best value for your 
money and are there for your 
support in making the right 
purchases. From all financial 
forms,  to calendars,  t o 
promotional items, or fire files 
and office equipment, they will 
get you the best price possible. 
And be sure to ask about their  
partnerships with Fed Ex for all 
your shipping needs and Staples 
for all your office supply needs. 
  We have to talk about ICB 
Card Services too!  When you 
can share the cost of a credit card 
program with many other 
Community Banks it’s an easy 
decision. We recently had a rural 
bank request information on how 

the program was working for 
their bank. Marilou and her staff 
had no problem in showing them 
that with the cost sharing they 
had more than paid for their 
ICBND membership in the first 
seven months of the year! What 
better way to add to your bottom 
line where you have the credit 
control and the ability to set one 
rate or tiered rates, whichever 
works in your situation.  
  We can’t forget our educational 
aspect with Frontline Teller 
Training, Compliance Training, 
and IT Conference. We know 
from those that use these 
services that they are greatly 
appreciated. We also offer many 
Telephone/Webinar sessions, not 
only for convenience but to save 
time out of the office in addition 
to travel.  
  Since I’ve been in this position, 
I’ve been able to participate in 
two of our Emerging Leaders 
sessions. It is a great feeling to 
see how these younger bankers 
from various size banks and 
locations throughout the state 

interact and feed off of each 
other. With all the issues in 
banking today, what a great way 
to work together to better, not 
only their banks, but their 
communities they serve and their 
state.  
  If you attended our convention 
in August you would have seen a 
simulated check for over 
$60,000 from ICBA representing 
our association's share of 
royalties from products and 
services you, as members, have 
purchased from ICBA. And I 
would be remise in not 
mentioning our associations 
endorsed and associate members. 
The more we do business with 
those that support us the better 
off we all will be! 
  You get the point! ICBND is 
not a third party vendor 
attempting to sell you the latest 
and greatest shiny object. We 
exist as the means to unite the 
North Dakota Community 
Banking industry. We work for 
you, and our mission is guided 
by you!  

  E n t e r pr i s e  Wi d e  R i s k 
Assessments, Chief Risk Officer, 
- the most recent buzz words in 
our industry. How is your bank 
addressing this subject? It 
appears there is no easy answer 
and it seems each bank must 
adapt an Enterprise Wide Risk 
Assessment to their own bank as 
there is no one-size-fits-all 
model. There are so many 
questions in regard to this area 
and if your bank is like other 
banks you may find value in a 
focus group for Chief Risk 
Officers.  ICBND is organizing a 
focus group for our members. 
The organizational meeting of 
this focus group will be 
sometime in the first quarter of 
2013. This will give your Chief 
Risk Officer a chance to talk 
about questions, concerns and 
policies in regard to this area. 
Please email John Brown, 
Executive Vice President of 
ICBND at johnb@icbnd.com or 
call him at 701-258-7121 to 
become part of this focus group.  

Brenda Foster 
First Western Bank & Trust 

Minot 
ICBND President 

  Thank you to all bankers who 
sent many emails, letters and 
made phone calls asking for the 
delay in implementation of Basel 
III capital and liquidity rules. It 
is so important for community 
banks and bankers to have our 
voices heard for our industry.  
Regulators have not offered a 
new timeline for when Basel III 
would go into effect so we have 
to remain vigilant. Cam Fine, 
president of the Independent 
Community Bankers of America 
( ICBA)  spearheaded the 
community banks grassroots 
efforts against the proposal and 
we thank him for his hard work. 
Another clear reason that ICBA 
and ICBND are the only 
organizations that exclusively 
represent community banks.  
  Just a reminder that we are 
approaching a legislative session 
and your legislative committee is 
reviewing a number of issues 
that have been brought forward 
as concerns. Various committee 
members are doing research to 

determine if laws need to be 
changed or if the concerns are 
more procedural in nature. I 
encourage you to contact us if 
there are items you want brought 
up for discussion.  There will 
also be a legislator reception on 
January 10, 2013 in the evening 
at the North Dakota Heritage 
Center in Bismarck.  Invitations 
were mailed out the beginning of 
December with more details and 
I encourage you to attend.  If you 
would like more information on 
this please contact Wendy Ruud, 
V i c e  P r e s i d e n t  a t 
wendyr@icbnd.com or call her 
at 701-258-7121.   
  As we approach the Holiday 
Season and the end of another 
year I would like to thank all 
members for your wonderful 
support of ICBND and ask that 
you continue your membership 
in 2013 as we work hard to 
support all Community Banks.  
  Best wishes for a happy and 
healthy holiday season.   
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2013 ICBND Joint Legislative Reception - January 10 
  Held at the North Dakota Heritage Center Lobby - 5:30 to 7:30 

  Invitations have been mailed to our 
members for the 2013 Joint Legislative 
Reception that is co-sponsored by 
Independent Community Banks of North 
Dakota, State Historical Society of North 
Dakota and its Foundation, and the North 
Dakota Grocers Association.  
  The reception will be held at the current 
North Dakota Heritage Center lobby on 
January 10th from 5:30 p.m. to 7:30 p.m.  
We hope that you will join us as we 
welcome our Legislators back for their 63rd 

Assembly.   
  We will have a short program and 
recognition of guests to begin and will 
continue with food, drinks, and special 
guided tours of the main level of the 
Expanding Heritage Center.  The ICBND 
staff and Emerging Leader Development 
Group members will be on hand to help 
guide our tours. 
  We encourage you to bring as many staff 
members that you can and also would invite 

you to extend an invitation to any of your 
customers who you feel would like to have 
the opportunity for a face to face 
conversation with our State Legislators.   
  T o  r e g i s t e r ,  p l e a s e  e m a i l 
statehistoricalfoundation@btinet.net and 
include your bank name and names of those 
attending.  
  If you have any questions, or did not receive 
the invitation information, please email 
Wendy Ruud at wendyr@icbnd.com 

~Banker Alerts~ 
 
  As a reminder please 
forward any bank alerts of 
robberies, scams, forgeries, 

or any pertinent news that you would like to 
have us forward to our member banks to 
Katie Schimetz at info@icbnd.com.  Katie 
will make sure that the alerts will go out to 
all our members as soon as she receives 
them.  

2013 Member Renewal 
Notices Coming Soon 

 
  The 2013 ICBND annual membership 
renewal notices will be mailed in the next 
few weeks. Community banks are 
encouraged to review the information and 
take full advantage of all membership 
benefits.  
  ICBND looks forward to continuing to 
work for North Dakota Community Bankers 
in 2013 and thanks its members for their 
dedication and support.  
  Enclosed with your membership renewal 
will be our Contact Update form.  We ask 
that you fill this out completely with names 
and email address of your staff to assist us 
in keeping our database current.  In doing 
so, you will ensure that you will not miss 
out on any important information or product 
or service information.  
  If you have any questions, comments or 
concerns regarding your annual ICBND 
membership renewal, please contact John 
Brown at 701-258-7121.  
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Eide Bailly LLP 
www.eidebailly.com 

 
PO Box 254, Fargo, ND 58108 

1730 Burnt Boat Loop, Ste 100, Bismarck, ND 58502 
Fargo Phone: 701-239-8500 

Bismarck Phone: 701-255-1091 
Toll-Free: 888-777-2015 

Contact Information: 
Tim LeClair -  tleclair@eidebailly.com or Wade Sandy - wsandy@eidebailly.com 
Darrel Lingle - dlingle@eidebailly.com or Dana Ereth - dereth@eidebailly.com 

 
  Eide Bailly is ranked as one of the 25 largest CPA firms in the nation. The regional CPA and business advisory firm offers a team of professionals 
who work specifically with clients in the financial institutions industry. In addition to locations in Bismarck and Fargo, the firm has offices located 
in South Dakota, Montana, Minnesota, Arizona, Idaho, Iowa, Colorado and Oklahoma.  

Associate Profile 

Associate Profile 

Associate Profile 

Dougherty and Company LLC 
www.doughertymarkets.com 

 
120 North 3rd Street 
Bismarck, ND 58502 

Phone: 701-222-4411 or 866-793-8594 
Fax: 701-222-4455 

Contact Information: 
Petrea Kaldahl Klein, Vice President      pklein@doughertymarkets.com 

 
  Dougherty & Company LLC (member FINRA/SIPC) is a premier regional investment-banking firm with distinct capabilities in tax-exempt 
issues. We offer many services to our bank clients including tax-exempt bonds, taxable bonds and through our affiliate, Dougherty Funding LLC, 
we offer commercial loans.  

United Bankers’ Bank 
www.ubb.com 

 
5024 South Bur Oak Place, Ste 208 

Sioux Falls, SD 57108 
Phone: 605-254-3716 or 800-752-8140 

Fax: 605-323-0217 
Contact Information: 

Todd Holzwarth, VP Lending      todd.holzwarth@ubb.com 
 
   Bankers just like you created UBB—the nation’s first bankers’ bank—to protect their best interests. That tradition of putting you first is still at 
the center of everything we do. Count on UBB to be a trusted and resourceful ally for all your correspondent needs.  Call us...FIRST!      
 



Back to Work by Camden R. Fine, ICBA President and CEO 

      “America’s present need is not 
     heroics but healing; not nostrums 
     but normalcy; not revolution but 
     restoration.” 
       Then-Republican presidential 
     candidate Warren Harding 
offered those words during the post-World 
War I spring of 1920. In a speech that framed 
his campaign’s “Return to Normalcy” theme, 
Harding captured the weary mood of 
Americans longing for greater social 
harmony and economic stability after years 
of war, foreign entanglements, and domestic 
and financial turmoil. He won the White 
House in a landslide, and a long period of 
economic renewal soon followed.  
  While an imperfect reflection of our 
country’s current challenges and aspirations, 
Harding’s words should nevertheless strike a 
chord today with community bankers and 
with the rest of America. Moving into the 
sixth year of our nation’s hard-slogging, 
anxious recovery from the Wall Street 
financial crisis, it’s fair to say we all would 
welcome more certainty, more constructive 
political cooperation and a lot more 
normalcy.  
  After two years of contentious campaigning 

and debate, after more than $6 billion spent on 
unrelenting electioneering, America has 
returned politically to where we started, with a 
divided government. There was no landslide 
election to force a clear change in policy 
direction one way or the other. President 
Obama will stay in the White House for 
another four years, Democrats will retain 
control of the Senate, and Republicans will 
hold sway over the House of Representatives.  
  Whether our elected officials choose more 
gridlock or renew a spirit of cooperative 
compromise, only time will tell. With more 
than six dozen newly elected members of 
Congress arriving in Washington next month, 
there’s an opportunity to break today’s pattern 
of contentious standoff. Certainly, President 
Obama knows his administration’s legacy 
hinges on a full economic recovery, and 
everyone knows we have a long way to go to 
achieve that normalcy.  
  Fortunately,  whatever unfolds in 
Washington, ICBA remains well-positioned to 
work constructively with many allies in the 
113th Congress and in the Obama 
administration. That’s because ICBA is 
committed to working with policymakers on 
both sides of the aisle on behalf of the nation’s 

community banks. Officially and steadfastly, 
we’re neither red state, nor blue state—we are 
the multiple colors of community banks. Our 
only bias is for achieving the best interests of 
community banks and Main Street America.  
  As our record in Washington shows, ICBA 
will work with anyone and everyone, whether 
an individual or a group, to see our members’ 
policy priorities through. Any member of 
Congress, regardless of his or her party 
affiliation, can help achieve community 
banking's objectives. So it’s back to work in 
Washington for ICBA, where we’re already 
touching base with new and returning 
members of Congress.  
  Regardless of any election's outcome, there’s 
always important work to do on behalf of the 
nation’s community banks and Main Street 
America. The election is over and the results 
known. It’s another new day for ICBA and all 
of our members to promote and fight for 
community banking, and of course, that’s 
more important than ever. So please join us.  
 
  Camden R. Fine is President and CEO of ICBA. 
Reach him at cam.fine@icba.org.  
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  In December the spirit of 
thankfulness and goodwill 
toward all surrounds us. It is a 
good time to reflect on the many 
ways that community bankers 
stay involved within their 
communities.  
  Communities are a reflection of 

their local community banks—both support 
their neighbors, families, businesses and 
schools all year long. At the Bank of Newman 
Grove, for example, we support our local rescue 
team, library, medical clinic as well as our local 
school system in addition to many other 
activities and organizations.  
  Here is what some other community banks 
from across the country have been doing 
recently: 
• In Roscoe, Ill., Blackhawk Bank has built 

and operated a free and widely successful 
financial literacy program 

• Cape Bank in Cape May Court House, 
N.J., maintains a volunteer program year-
round that helps its staff participate in a wide 
range of local charity activities and events, 

Season’s Greetings! by Jeff Gerhart, Chairman of ICBA 

including fundraising drives for worthy 
local causes.  

• At Community Bank & Trust of Florida 
in Ocala, the bank’s more than 100 
employees have given more than 1,600 
hours of their time and talents to local 
civic programs.  

• In Raymore and Joplin, Mo., 
Community Bank of Raymore and First 
State Bank of Joplin teamed up to collect 
school supplies for local children in both 
communities, including families affected 
by the major tornado a year ago in Joplin.  

  These are just a few of the many inspiring 
stories about what community banks have 
been doing this past year. I’m sure that your 
bank is just as active.  
  The holiday season is always a great time to 
take heart in and draw inspiration from what 
we do with the resources, time and talents 
we’ve been blessed to receive. I encourage 
you to take some time with your colleagues 
and staff not just to reflect on the many 
constructive accomplishments your 
community banks has achieved for your 
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neighbors and communities, but to celebrate 
those accomplishments as well.  
  Remember that you, your staff and your 
community banks carry out the everyday, 
real-world work of really caring for and 
meaningfully bettering the lives of all of our 
fellow men and women. Your work is as 
tangible as it is special. It’s still true that if 
you want something done—and done right 
and with impact—give it to a community 
banker.  
  Let’s raise a well-earned toast to the good 
we all do as community bankers throughout 
the year.  
  As this year ends and a new one begins, the 
folks at the Bank of Newman Grove wish 
you our Holiday greetings and a Happy New 
Year!  
 
  Jeff Gerhart is president and CEO of Bank 
of Newman Grove, Newman Grove, NE  
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2013 Emerging Leaders Program 
 
  The ICBND Emerging Leaders Development Program has a outstanding year 
planned for 2013.  We will concentrate on the legislative aspect of ICBND and 
the role community bankers play in the legislative process on a state and national 
level.  
  Information will be coming in the next few weeks regarding our line-up of 
events which will include: 
• Educational session on how bills are written, introduced, and passed on 

January 10 in Bismarck 
• 2013 Legislative Reception held at the North Dakota Heritage Center the 

evening of January 10—a great meet and greet opportunity with all your state 
legislators 

• Spring and Fall Roundtable events that will offer an insight on how North 
Dakota has changed this past year and how our communities and Legislators 
are dealing with these changes - this will include great speakers, tours of local 
businesses and fun events 

• Annual Emerging Leaders Summer Conference scheduled for June 6-7 in 
Medora  

• Community Service events at all meetings 
• Session on Leadership at the ICBND Annual Convention in August - once 

again there will be special pricing for our Emerging Leaders for our Annual 
Convention  

  Watch your mail and emails for more information and your registration 
information—the cost of membership is staying the same…$250!!! 
 



Cornerstone Bank News 
 
  Haley Molitor has 
joined the bank as a 
part-time Teller. She 
comes to us with 
over 2 1/2 years of 
customer service 
and cash handling 

experience. Haley is currently 
enrolled at NDSU.  

 
  David Rogstad has 
joined the bank as a 
Business Banker in 
Bismarck. David 
comes to us with 
over nine years of 
banking experience. 
He also has four 

years of Credit Analyst and two 
years of Commercial Loan 
Officer experience.  

 
  Justin Wentz has 
joined the bank as a 
R e t a i l  B r a n c h 
M a n a g e r  i n 
Bismarck. He comes 
to us with over eight 
years of banking 
experience, including 

three years of management 
responsibilities.  

 
  Katie Hofer has 
been promoted to 
Operations Assistant. 
She has been a CSR/
Lead Teller at 
Cornerstone Bank 
since August, 2010.  
 
 
  Stephanie Johnson 
is a part-time Teller 
with the bank. She 
comes to us with 
over three years of 
customer service and 
c a s h  h a n d l i n g 
experience. She is 

currently enrolled at NDSU.  
 
  Elyssa Holmen has 
been promoted to 
L e a d  B u s i n e s s 
Banking Associate. 
Elyssa has been a 
Business Banking 
As s oc i a t e  w i t h 
cornerstone Bank 

since November, 2010.  
 
 
 

  Jason Wollum of 
Cornerstone Bank has 
been promoted to Lead 
Teller. He has been a 
Part-time Teller for the 
bank since June, 2012.  
 

 
  John Schmitz has 
joined the bank as a 
part-time Teller. He 
comes to us with 
over one year of 
customer service and 
c a s h  h a n d l i n g 

experience. John is currently 
enrolled at NDSU.  
 
  Jennifer Newton has been 
promoted to Business Banking 
Associate. She has been a Lead 
Teller with Cornerstone since 
March, 2011.  
 
Starion Financial’s Deposit 
Compliance Auditor Earns 
Accreditation 

 
  Heather Heinle 
r e c e i v e d  h e r 
designation as a 
Ce r t i f i e d  Ba nk 
Secrecy Act/Money 
L a u n d e r i n g 

Professional. She has been with 
Starion for more than 10 years, 
and is currently a Deposit 
Compliance Auditor and Bank 
Secrecy Officer. She attended a 
2 1/2 day course covering all 
Bank Secrecy Act related items.  
 
Starion Financial Hires Senior 
Vice President of Retail 
Banking 

 
  S t e p h a n i e 
Honeyman has been 
hired as Senior Vice 
President of Retail 
Banking. She will be 
at the downtown 
Bismarck location.  

Honeyman has more than 20 
years of experience in the 
banking industry, most recently 
as a Senior Vice President of 
Retail Banking in Billings, MT. 
She graduated from Dickinson 
State Universi ty with a 
bachelor’s degree, and earned 
her Masters of Business 
Administration from Western 

Governors University in Salt 
Lake City, Utah. She is also a 
graduate of the Colorado 
Graduate School of Banking.  
 
Eidem Joins Choice Financial 

 
  Corey Eidem has 
j o i n e d  C h o i c e 
Financial as frontline 
customer service 
representative in 
West Fargo. Eidem 
brings  previous 
customer service 

experience to Choice Financial 
working in the hospitality 
industry and for the FM 
Redhawks. He graduated with a  
degree in sports management 
f r o m  M i n n e s o t a  S t a t e 
University-Mankato, MN.  
 
Engler, LeClair, and Davis 
Promoted at Bell State Bank & 
Trust 

 
  Amanda Engler 
has been promoted to 
Personal Banking 
Officer at Bell State 
Bank & Trust in 
W e s t  F a r g o . 
Originally from 

Ipswich, SD, Engler earned a 
business administration degree 
from the University of Mary in 
Bismarck and has been in the 
banking field for nearly 10 years. 
Prior to joining Bell State Bank 
& Trust in April 2004, she 
worked at Ipswich State Bank.  

 
  Angie LeClair has 
been promoted to 
Personal Banking 
Officer in Fargo. 
Or igina lly from 
W a h p e t o n ,  s h e 
worked at Econo 

foods for 6 years before joining 
Bell State Bank in 2008. LeClair 
previously worked as a teller and 
a customer service specialist and 
has 4 years of banking 
experience.  

 
 
  Jeremy Davis has 
been promoted to 
Personal Banking 
Officer in Fargo. 
Originally from 

Devils Lake, Davis earned a 
bachelor’s degrees in finance and 
business administration from 
NDSU and has been in the 
banking field for 3 years. He 
started his career at Bank of the 
West and joined Bell State Bank 
in 2012 and was previously a 
customer service specialist.  
 
Sagert Promoted at Choice 
Financial 

 
  Brenda Sagert was 
recently promoted to 
Senior Frontl ine 
Specialist at Choice 
Financial in Fargo.  
She joined the bank in 
May 2011 as a 
customer service 

representative and also worked as 
an items processing specialist. 
Sagert brings 16 years of banking 
experience to Choice and is a 
Fargo-Moorhead Leadership 
Program graduate. She is also 
involved with the Ronald 
McDonald House and Volunteer 
Project Hero.  She attended 
NDSU and Cavalier Air Force 
Station.  
 
American Bank Center News 
 
  Dawn Geninatti has been hired 
as a full-time Teller.  Dawn comes 
to American with prior experience 
in customer service.  

 
  Myriah Watkins 
has been hired as a 
Teller in the Stanley 
location. She comes to 
American with five 
years of mortgage 
banking experience.  
 
  J e n n i f e r 
H e n d e r s o n , 
Compliance Review 
O f f i c e r ,  h a s 
s u c c e s s f u l l y 
c o m p l e t e d  t h e 
Certified Community 
Compliance Officer 

Program, sponsored by ICBA. To 
earn certification, she successfully 
completed four ICBA seminars 
and passed a comprehensive 
examination in each of the 
compliance areas.  
 
 
 
 

COMMUNITY BANKS and BANKERS IN THE NEWS 
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COMMUNITY BANKS and BANKERS IN THE NEWS 
American Bank Center News 

   
  Barbara Wilcox 
was hired as a full-
t i me  Fi na n cia l 
S e r v i c e 
Representative in the 
Dickinson location. 
She brings 14 years 

of retail and operation banking 
experience to American.  

 
  Kelli Neigum has 
been hired as a 
Receptionist for 
American Insurance 
Center. Kelli joined  
A m e r i c a n  i n 
October, 2011 and 
most recently held 

the position of part-time Teller in 
Bismarck.  She also has previous 
a d m i n i s t r a t i v e  r e l a t e d 
experience.  

 
  Kristen Becker has 
been hired as a 
Receptionist for the 
n or th  Bi smar ck 
location. She is a 
graduate of Bismarck 
High School and also 

works for Sanford Medical.  
 
  Maren White has 
been hired as a 
Personal Banker in 
Dickinson. Maren 
earned her MBA and 
Bachelors of Science 
degree in Business 

Administration from the 
University of South Dakota. She 
brings both managerial and 
customer service experience to 
American Bank Center.  

 
  Kelly Schulz has 
been selected to fill 
t h e  I n t e r n a l 
Operations position 
in the Bismarck 
office. Kelly joined 
American in May, 
2012 and most 

recently held the position of 
Teller Supervisor at the bank’s 
Devils Lake location. He has 
previous teller leadership and 
customer service experience.  
 
 
 
 
 
 

Goldstone Promoted to 
Investment/Consumer Loan 
Assistant at Western State 
Bank 

 
  Tiffany Goldstone 
w a s  r e c e n t l y 
p r o m o t e d  t o 
Investment/Consumer 
Loan Assistant at 
Western State Bank in 
West Fargo. She has 

served as a Customer Service 
Representative with the bank 
since 2008. Originally from 
West Fargo, she earned her 
Bachelor of Science Degree in 
Business Management from the 
University of Mary in Bismarck.  
 
W i n j e ,  S wa n s on ,  a n d 
Radermacher are Promoted at 
Bell State Bank & Trust 

 
  Katie Winje has 
been promoted to 
Personal Banking 
Officer at Bell State 
Bank & Trust in 
Fargo. Originally 
from Moorhead, 

Winje earned an associate’s 
degree in Finance from 
Minnesota State Community & 
Technical College and has been 
in the banking field for nearly 7 
years. She was previously 
employed at Hornbacher’s for 5 
years before joining the bank.  
 
 
 
 

  Paula Swanson 
has been promoted 
to Bell Investments 
Representative at 
Bell Investments, a 
division of Bell State 
Bank & Trust in 

Fargo. Originally from Fergus 
Falls, Swanson earned a bachelor 
of finance degree from 
Moorhead State University and 
has been in the banking 
investments field for more than 
10 years. She started her career 
at Wells Fargo Investments, 
Minneapolis. She joined Bell 
State Bank & Trust in June 2012.  

 
  K a t h y 
Radermacher has 
been promoted to 
Personal Banking 
Officer at Bell State 
Bank & Trust in 
Fargo.  Originally 
from Thompson, she 

earned a degree from Aacker’s 
Business College and has been in 
the banking field for 20 years. 
She has held positions with 
Brainerd Savings and Loan, 
Brainerd; Northwestern Savings 
and Loan, Fargo; and American 
F e d e r a l  B a n k ,  F a r g o . 
Radermacher joined the bank in 
June 2012 and previously served 
as administrative assistant in the 
loan administration department.  
 
 
 
 
 

Starion Financial Announces 
Peterson as Market President 

 
  Jim Peterson has 
joined Starion 
Financial as a 
market President. 
H e  w i l l  b e 
overseeing the 
Dunseith, Rolla, 
and Bottineau 

locations.  Peterson worked in 
the agricultural sector for many 
years. He has more than 13 
years of experience in 
agricultural and commercial 
l e ndin g,  ne w b us ine ss 
development, credit analysis 
and collections. Peterson most 
recently held the title of Vice 
President/Branch Manager with 
a bank in central Minnesota. He 
is a graduate of NDSU with a 
Bachelor of Science in 
Agricultural Economics with an 
emphasis in Finance.  
 
First National Bank & Trust  
Promote Jundt, Wells and 
Olson 

  Chris Jundt has 
been promoted to 
S e n i o r  V i c e 
President and Chief 
Lending Officer. 
Chris joined the 
bank in 2011. He 
received his degree 

in Finance from Minot State 
University. Chris also serves as 
the President of the Williston 
Area Chamber of Commerce.  

 
  Amy Wells has 
been promoted to 
Vice President in 
t h e  T r u s t 
Department. Amy 
is a graduate of 
W S C  a n d 

Columbia College in Columbia, 
Missouri. She is also a graduate 
of Cannon Trust School.  

 
Heidi Olson has 
been promoted to 
Vice President in 
t h e  T r u s t 
D e p a r t m e n t . 
Olson earned a 
degree in Business 
Ad mini s t ra t ion 

with a concentration in 
Agriculture. She is also a 
graduate of Cannon Trust 
School.  9 
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2013 Dates are Filling Up Fast for the ICBND Mobile 
ATM Trailer  

  If  you  ar e 
interested in using 
the ICBND Mobile 
ATM trailer next 
year...you better 
get signed up now!  
Dates are filling up 

fast.  It will be scheduled first-come first- 
serve and a disaster always take precedence.   
  There is no rental costs to the bank that uses 
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. Your bank will be asked 

I C B N D  a n d  I C B A 
Encourages Consumers to Go 
Local This Holiday Season 

  As the holiday season quickly approaches and 
shoppers across the country start making their 
lists and checking them twice, the Independent 
Community Banks of North Dakota and 
Independent Community Bankers of America are 
encouraging them to Go Local and do at least 30 
percent of their holiday shopping at area small 
businesses. By doing so, consumers will be 
supporting small businesses that create local jobs 
and fuel their local economy—making 
everyone’s holiday on Main Street a little bit 
sweeter.  
  “It’s easy to spread holiday cheer this season by 
purchasing even just a few of those “wish list” 
items from small businesses within your 
community,” said Jeffrey L. Gerhart, chairman of 
ICBA and Bank of Newman Grove, Neb. “Not 
only will you be helping local entrepreneurs 
succeed, but you’ll also be making an investment 
in your community that you can be proud of 
throughout the holiday season and beyond.” 
  Encouraging consumers to do at least 30 
percent of their holiday shopping at local small 
businesses isn’t a stretch for the nation’s more 
than 7,000 community banks. Community banks 
help small businesses succeed throughout the 
holiday season and beyond by lending to them. 
And because community banks are small 
businesses themselves, they partner with their 
small business customers to help them 
understand local market dynamics and the 
opportunities and challenges that small 
businesses in their area face. In fact, community 
banks under $10 billion in assets provide nearly 
60 percent of small business loans between 
$100,000 and $1 million. Representing more 
than 24,000 locations nationwide and employing 
nearly 300,000 Americans,  
  “By lending to local entrepreneurs and small 
businesses, community banks help their local 
economies thrive,” said Cam Fine, ICBA 
president and CEO. “American shoppers have 
that same power, and that’s why the holiday 
season is a great time to take on this 30 percent 
spending challenge and get to know your local 
small businesses and what they have to offer.. I 
have no doubt that once shoppers see the great 
services and products that they can obtain 
locally, they’ll be back for more throughout the 
New Year.” 
  So continue to encourage your staff and your 
customers to “Go Local” this holiday season and 
shop at your local small businesses in your 
community.  

Do at Least 30 Percent of Shopping at 
Your Local Small Businesses 

to sign a hold harmless agreement. 
  It is stored at Datrue Process Automation 
in Mandan and they will make the 
necessary programming changes to the 
ATM before each use. The processing will 
be done through Funds Access, Inc and all 
vault cash will be re-deposited to your 
bank account via ACH the next business 
day. You will also be responsible for the 
vault cash.  
  For more details and to set up a date for 
use contact: 

Marilou Voegele 
ICB Services, Inc 

701-258-8326 
marilouv@icbnd.com 
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A History of North Dakota Banking Through their National Bank Notes 
  The North Dakota collection of bank notes 
was assembled over the last fifty years by 
dedicated collector Glen Jorde who began 
this endeavor during his teenage years. 
Since then, much has changed both in terms 
of information and knowledge. Glen 
participated in the original research through 
Louis Van Belkum & John Hickman. As a 
native North Dakotan his company Lake 
Region Coin & Currency, gave him 
exposure and access to collectors and 
dealers alike. He always attempted to 
upgrade his collection and resell his 
duplicates. Glen has chosen the Fargo Coin 
Show on January 26, 2013 as the time to 
give all North Dakota collectors an equal 
opportunity to share this amazing collection.  
You can view the collection and bid online 
at www.lynknight.com.  
 
Some History 
  National banking began in 1863 when 
Abraham Lincoln signed legislation entitled 
“an Act to provide a national Currency, 
secured by a pledge of United States Stocks 
and to provide for the circulation and 
redemption thereof.”  This Act became 
known as the national Currency Act, which 
provided for the establishment of National 
Banks and the currency issued by them.  
  The first banking institution chartered in 
what is now North Dakota was chartered as 
the First National Bank of Fargo on 
February 15, 1878 and a Territorial note has 
survived from this first bank. There were 13 
banks chartered in the Territory during the 
First Charter period with only 12 issuing 
First Charter Territorial notes. In addition, 
there were 1882 Brown Backs issued as 
Territorials for 21 different locations. So 
there were 33 different institutions within 
the north side of the Dakota Territory that 
issued Territorial National Bank Notes as 
well as 207 banks that issued state notes and 
117 banks that issued small size National 
Bank Notes. Today there are only a handful 
of national banks still operating in North 
Dakota. 
  The Congressional Act of July 12, 1882 
created the Second Charter period, the notes 
of which bear the designation “Series of 
1882”… New notes were designed to mark 
the transition and in all, three types of notes 
were issued during this period: Brown 
Backs, Date Backs and Value Backs.   
There were 22 banks that issued Territorials 
during the Second period (Brown Backs) 
and there were 53 banks that issued 
statehood Brown Back notes also during 
this period. There were 27 banks that issued 
Value Back and Date Back notes during the 
Second Charter as well.  

  The Congressional Act of April 12, 1902 
created the Third Charter period, notes of 
which bear the designation “Series of 
1902”. Three types of new notes were 
issued to mark the transition: Red Seals, 
Blue Seal Date Backs and Blue Seal Plain 
Backs. Red Seals are by far the scarcest. 
They were issued by fewer banks and over 
fewer years than the other two types and are 
quite rare in comparison. This collation 
offers more examples of Red Seals from 
North Dakota then have been available at 
auction over the last 50 years.  To see full collection visit www.lynknight.com 
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Swap Meet Motivation behind bond swaps has evolved   by Jim Reber, ICBA Securities 

  For even actively-managed 
community bank investment 
portfolios, there has been 
little need to engage in bond 
swap activity in the last two 
years. Bond swaps in their 
purest form are simply a 

simultaneous purchase and sale of a 
security.  The benefits of such 
transactions usually improve when there 
is a steep interest rate curve, or at least 
some absolute yield.  
  Thanks to the Fed’s quantitative 
easing, neither condition has existed for 
more than a year. The interest rate curve 
is about normal steepness at the 
moment, and it’s been well documented 
that rates are at record lows, at least on 
the long end of the curve. Add to these 
headwinds the fact that banks haven’t 
had the need to swap bonds, and more 
likely have struggled just to stay fully 
invested, and it begins to make sense 
that most broker/dealers’ bond swap 
volume is at historic lows.  
  Now hear this:  it may behoove you to 
consider bond swaps as your 2013 gets 
started. There are benefits that can 
accrue to your bottom line or desirable 
balance sheet effects that can be created. 
Some of these are outside of 
conventional bond swap wisdom. This 
column will walk you through a few of 
the possibilities.  
Old School 
  Traditionally, bond swaps occur for 
one of three reasons. The first is income 
management. A bank occasionally has 

the need to accelerate or delay the recognition 
of income, and the sale of a liquid security 
already in portfolio is usually the most 
expedient way to do so. From a tax planning 
standpoint, it should be pointed out that the 
deferral of income usually has more economic 
substance. This of course has had limited appeal 
for a lot of banks in the last four years.  
  The second motivation is interest rate risk. The 
quickest fix to a rate gap problem is to sell and 
buy securities that alter an institution’s asset/
liability profile. The classic example is for a 
bank that has exposure to rising rates to shorten 
its durations by selling long and buying short.  
  Thirdly, banks can choose to alter its sector 
weightings via bond swaps. Banks should have 
defined in their investment policies the 
maximum exposures allowable to a given sector 
(e.g., CMOs, corporate, or municipals). It 
should also define minimum credit ratings on 
non-federal debt securities. A policy exception 
on either of these criteria could create the need 
for a bond swap.  
Low rates, high prices 
  Fast forward to 2013. Like it or not, most 
every security in a bank’s bond portfolio is 
owned at a gain, or at least break-even. So the 
strategy of selling your underwater securities at 
a loss and making it back over time is not 
generally viable at the moment. Non-traditional 
swaps, or said another way non-economic 
swaps, are the strategy du jour for the time 
being.  
  This could entail your selling one or more 
securities with which you’re simply not 
enamored. For example, many municipal bonds 
owned by banks today were originally 
purchased when they were rated AAA/Aaa, due 

to the bond insurer’s rating at the time. Subsequent 
to purchase, the insurer could have been 
downgraded, leaving the bond either low 
investment grade or simply non-rated.  
  With the aforementioned drop in all interest rates, 
community bank portfolio managers have often 
been pleasantly surprised to find lofty market prices 
for these “tainted” securities. They make for good 
sale items and easier breathing during board of 
director meetings.  
Beat the rush 
  Another current strategy that can make tactical 
sense includes the “down in coupon” trade for 
mortgage-backed securities (MBS). This involves 
the sale of bonds that have a high prepayment risk, 
and replacing them with more recent issues that 
have less likelihood of refinancing.  
  Again, this will almost certainly involve taking 
gains. A good place to start looking for candidates 
to sell is the issue date. Vintages of 2010 or earlier 
in particular may be ripe for massive prepayments. 
Other variables such as maturities (shorter stated 
finals tend to have more prepayment risk) or 
average loan size (jumbo loans can prepay faster 
than conventional) can affect the “speeds.” Your 
broker can help you identify sales prospects.  
  Regardless, be sure to know exactly what you’re 
getting out of any bond swap transaction, before 
pulling the trigger. All full-service broker/dealers 
have swap models that quantify the costs and 
benefits of a purchase and sale. And finally, 
remember that in today’s market, structure may 
outweigh economics. 
 
Jim Reber is president/CEO of ICBA Securities and 
can be reached at 800-422-6442 or at 
jreber@icbasecurities.com 
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Thank You for Contributing to the ICBankPAC 
ICBankPAC Contributions Received as of December 1, 2012 

3D Security 
Jerry Scholl 
 
American Bank Center 
Nancy Baerwald 
Myron Pfeifle 
George Ehlis 
Dennis Rustan 
 
Bank of Glen Ullin 
Frank Brown 
 
Bank of North Dakota 
Eric Hardmeyer 
Chad Johnson 
Kim Kautzman 
Tim Porter 
Anita Quaglia 
Al Wisbeck 
Rod Anheluk 
 
Bankers Equipment Service 
Kevin Hubbard 
 
Bell State Bank & Trust 
Gary Keller 
Jean Keller 
Roger Monson 
 
Brady Martz 
Ryan Bakke 
John Moegeon 
 
ByteSpeed 
Rich Hanson 
 
Choice Financial 
Lisa Artz 
 
Citizens State Bank at Mohall 
Kelton Ferguson 
Kent Ferguson 
 
Cornerstone Bank 
David Felch 
Pete Fullerton 
Jerry Hauff 
Steve Wangler 
Derek Weigel 
 
Dakota Carrier Network 
Kevin Kaeding 
Kari Thesing 
 
Dakota Certified Development 
Corp 
Tracy Whitney 
 
Dakota Heritage Bank of ND 
Ed Ewartz 
Dawn Flaaten 
Arletta Foss 
Don Foss 
Jason Hauff 
 

DakTech Computers 
Dennis David 
 
Datrue Process Automation 
Mark Zachmeier 
 
Eide Bailly 
Toby Aeilts 
Tim LeClair 
 
Farmers & Merchants State Bank 
Chalmer Dettler 
 
Federal Reserve Bank of 
Minneapolis 
Steve Peterson 
 
First Class Mortgage 
Greg Dean 
Dan VanWinkle 
 
First International Bank & Trust 
Blaine Deslauries 
Paige Elsner 
Sean Elsner 
Jason Schneider 
Steve Stenehjem 
Mike Toy 
 
First National Bank & Trust 
Dave McAdoo 
 
First State Bank 
John Marchell 
Paul Marchell 
Dennis Haugen 
Ronald Kloster 
Richard Newman 
Steve Swartz 
 
First State Bank of Golva 
Duane Maus 
 
First State Bank of Harvey 
Jared Hanson 
Howard Schaan 
 
First State Bank of Munich 
Bryan Anderson 
Kevin Davidson 
 
First State Bank of Wilton 
Jim Porter 
Sherry Porter 
 
First Western Bank & Trust 
Rick Anderson 
Richard Campbell 
Brenda Foster 
 
Garrison State Bank & Trust 
Norman Thoreson 
 
Harland Clarke 
Chris Murray 

Harwood State Bank 
Tom Stennes 
 
Heartland State Bank 
Darwin Bitz 
Penny Jans McClean 
Scott Tewksbury 
Wesley Gackle 
Mark Larson 
 
Heartland Trust Company 
Doug Melby 
 
HTG Architects 
Jeff Pflippsen 
 
IBIS Insurance 
Justin Corey 
 
ICBA Services Network  
Mike Lahr 
Jim Reber 
 
ICBND  
John Brown 
Wendy Ruud 
 
John M Floyd & Associates 
Mark Kenney 
 
Kindred State Bank 
Frank Pearson 
James Pearson 
 
Kinetic Leasing 
Dan Saville 
 
Liberty State Bank 
Brad Streifel 
Jane Streifel 
 
McGladrey LLP 
Randy Johnson 
 
Minnkota Secured Document 
Destruction 
Mary Aldrich 
 
Network Center Inc 
Bruce Donarski 
 
North Country Bank 
Robert Larson 
 
North Dakota Housing Finance 
Agency 
Mike Anderson 
 
Northland Securities 
Mike Baldwin 
Dave Bergum 
 
Olson & Burns PC 
Richard Olson 
 

Peoples State Bank Fairmount 
Bart Schouweiler 
John Schumacher 
 
Peoples State Bank of Velva 
Linda Beall 
Richard Beall 
Rick Beall 
 
Security First Bank of North 
Dakota 
Tyler Getzlaff 
Devon Goetz 
Jim Goetz 
 
Starion Financial 
Mary Erman 
Tim Karsky 
 
State Bank & Trust of Kenmare 
Charlene Ankenbauer 
Sheila Burns 
Seth Gravesen 
Rick Harris 
Christy Harris 
James Jorgenson 
Larry Melgaard 
Karen Neidhart 
Kayla Sandberg 
 
The Union Bank 
Gordon Hoffner 
Wayne Hoffner 
 
UMACHA 
Joe Dwuznik 
 
Union State Bank 
Mary Johnson 
 
United Bankers’ Bank 
Bryan Clark 
Cassie Orloske 
 
United Community Banks of 
North Dakota 
Kelly Fischer 
Kenneth Anderson 
DeWayne Streyle 
Keith Streyle 
Todd Vangsness 
 
Widmer Roel PC 
Terry Delaney 
Mike Schmitz 
 
Wild & Assoicates 
Andy Koedam 
Kent Wild 
Mike Wild 
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CLASSIFIEDS 
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 

Vice President of Lending 
  The National Bank of Harvey is looking for a dynamic individual with a strong agricultural background to join our Lending Team as Vice 
President of Lending. This is a great opportunity in the heart of North Dakota for someone who is focused on service delivery and growth. We offer 
a very competitive compensation package in a small town atmosphere with a reasonable cost of living.  
 
If you would like more information, please contact Bob Herrington at 701-324-4611 
 
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 

Commercial Loan Department Manager 
  American State Bank & Trust Company of Williston has an excellent opportunity to join our team as we expand our Commercial Lending 
Department. We are seeking experienced business leaders as candidates for the position of Commercial Loan Department Manager.  
  This is a rewarding opportunity for an individual who is a self-motivated, proven leader; possesses a positive attitude; has excellent 
communication skills; and enjoys helping customers meet their goals.  
  Candidates’ preferred qualifications include a Bachelor’s degree in business or finance; banking experience in commercial lending; and/or 
significant experience in business management. Experience in accounting, government loan programs, as well as other business loan programs a 
plus.  
  Join our team and enjoy a progressive culture, competitive pay, exceptional benefits and significant career growth opportunities. Please send a 
cover letter and resume including references to: 
   
American State Bank & Trust Company, Attn: Human Resources, PO Box 1446, Williston ND 58802 or email them to ematukonis@asbt.com 
   
Equal Opportunity Employer           Member FDIC 



COMING EVENTS: 
TELEPHONE/WEBCAST SEMINARS: 
 
Dec 11: Legal Update—Deposit Operations: 2012 in Review 
Dec 13: The Four Components of a Social Technology 
 Strategy: Making Them Work at Your Bank 
Dec 14: Completing the New CTR Report Line-by-Line 
Dec 18: Really Understanding the “Midnight Deadline” for 
 Processing Returns 
Dec 19: Commercial Property Appraisal Compliance 
 
Jan 3: Completing the New SAR Report Line-by-Line: 
 Deadline March 31, 2013 
Jan 8: Title Insurance Policies, Commitments & the New 
 ALTA Endorsement 
Jan 10: IRA & HSA Review & Update—2012 and 2013 Tax 
 Years 
Jan 15: Facebook 101 Getting Started: Policies, Risk 
 Assessment & Next Steps 
Jan 17: Director Series: The Electronic Board Packages: 
 Rules & Best Practices 
Jan 22: Technology Strategies & Compliance Series: 2013 
 Technology Forecast: Online, Mobile, Social, 
 Payments & Branches 
Jan 24: Qualifying Borrowers Using Personal Tax Returns 
 Part 1: Basics, Itemized Dedications, Interest & 
 Dividend Income, Sole Proprietorships & Capital 
 Gains 
Jan 29: Compliance Series: Compliance Rules the Board & 
 Senior Management Must Know 
Jan 30: ACH Death Notification Entries (DNEs) & 
 Reclamations: Your Bank’s Liability 
Jan 31: Effective IT Crisis Management: Business 
 Continuity, Disaster Recovery & Incident Response 
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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 Katie 
Schimetz 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 
John A. Brown 
Executive Vice President 
johnb@icbnd.com 
 
Wendy Ruud 
Vice President 
Community Banker Editor 
wendyr@icbnd.com 

2012-13 ICBND 
Executive Committee 
President 
Brenda Foster, First Western 
Bank & Trust, Minot 
brenda@fwbt.com 
701-852-3711 
 

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

Vice President 
Tim Porter, Bank of North 
Dakota, Bismarck 
tcporter@nd.gov 
701-328-5650 
 

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

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 

 
Commitment is 

what turns promises 
into reality 


