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Celebrate Community Banking in April
April is Community Banking
Month! Every year ICBA, state
and regional partners, and
community banks across the
country celebrate the things that
make community banking great.
This special observance give you
a chance to tell the public what
community banking is all about
and to thank the customers who
support you.
Never before on a national scale
has the difference between the
“too big to fail” banks and
“community” banks been more
evident than it is right now.
The ICBND Communication
Committee worked diligently on
an advertising campaign to
promote the advantages and
benefits of community banking,
and to point out the differences
between community banks and
other financial institutions. The
television ad ran statewide
during the most recent Boys
State Hockey Tournament, the
Boys and Girls Class B
Basketball Tournaments, and the
Boys and Girls Class A
Basketball Tournaments.
In addition to the advertising
campaign, an information card
titled “Why Bank at a
Commu n i t y Ba nk ?” wa s
developed and sent to our
member banks for their use in
educating their customers by
placing them at their teller
windows, customer waiting
areas, and bank officers’ desks.
ICBND en coura ges their
member banks to use these cards
during the month of April to
promote community banking. If
your bank needs more of these
cards, please contact Wendy at
wendyr@icbnd.com or call her
at 701-258-7121.
Community Banking Month is
also a perfect time to schedule a
customer appreciation event to
allow your staff to interact
informally with your customers

and community. There are many
unique ideas for celebrating with
your bank’s customers and the
public at large. You could host an
open house or hold a contest or
giveaway, customers love a
chance to win or get a free item.
Contact Lacey or Laurie at the
ICB Purchasing Exchange for
some great ideas on promotional
items and giveaways at 701-2588748.
How about holding a public
seminar? Topics could range from
household savings, to investment
and trust, to financing a small
business. This will provide you
with an opportunity to educate
and form relationships with
potential customers as well as
your current customers.

ICBND would love to see every
bank in North Dakota hold some
kind of event this year and to
encourage participation we will
once again hold our Annual
Community Banking Month
Contest. The winning bank will
receive a bank-wide party! That’s
right—the staff of ICBND will
personally deliver and serve a
lunch...complete with dessert...to
the winning bank’s staff!
Complete the enclosed entry
form and send it along with
photos and materials from your
event. All entries must be
received by May 7th for the final
judging.

I would like to share with you
the following letter that I sent to
Senator Dorgan and Senator
Conrad in response to their letter
to me justifying the increase to
the business lending cap to credit
unions to 25%.
Dear Senator
Senator Conrad:

Gordon Hoffner
The Union Bank
Beulah
ICBND President

Dorgan

and

It is very apparent that the
Credit Unions and Farm Credit
Service have done a great job of
convincing Congress that they
need more lending authority. The
problem in my opinion is
Congress will not address the
real issue that Banks have with
Credit Unions and Farm Credit
Service. If they want expanded
powers they need to be taxed and
regulated like a Bank.
Congress has been afraid to tax
them because they will have
their customers write tens of
thousands of letters stating that
the world will come to an end if

they are taxed and regulated like
the Banks. Both of these entities
were originally founded with
good intentions. Credit Unions
were to serve very small and
select groups of people with
common ties. And Farm Credit
Service was to serve only
farmers. They have grown to
enormous size where anyone can
be a member and yet they still
enjoy the benefits of no or
minimal taxes and regulations.
My answer to their request
would be for any Credit Union
or Farm Credit Service with over
five million dollars in assets be
regulated and taxed like banks
and then give them the authority
to loan to whoever they want.
Last year, my Bank paid
Federal and State taxes of
$215,390; $133,000 to FDIC in
special and regular assessments;
and an estimated $150,000 in
salaries and consultant fees to
keep our Bank in compliance
with all the regulations passed by

Congress and other agencies. I
really feel Congress should not
give my competitors an unfair
advantage.
It would seem to me that
Congress is thinking about
giving them more authority to
borrow to businesses and make
Commercial Real Estate loans
similar to what they did in the
70’s and 80’s with the Savings
and Loans. If you remember,
most Savings and Loans had to
be bailed out by the American
taxpayer.
Sincerely,
Gordon Hoffner
I want to assure you that
ICBND is working hard for you
on many issues and fronts
e x cl u s i ve l y r e p r e s e n t i n g
community banking.

2010 ICBA Convention

Don Forsberg
ICBND Executive Director

The 2010 ICBA convention
was held in Orlando, Florida,
March 17-21. There were many
top notch speakers covering a
gamut of issues from trends in
the industry to the latest in
products and services. As I
attend this annual convention
each year, I come away each
time with a wealth of
information on the latest issues
to the latest trends and products
in the industry. However, this
year’s event seemed much more
intense legislatively and for this
article I will focus my attention
on the key national issues I
gleaned from the event.
On Friday we heard similar
messages from FDIC Chairman
Sheila Bair, and OCC Chairman
John Dugan who both stated the
issues related to the “too big to
fail” or “systemically important”
institutions must be addressed.
These speakers generally agreed
that the solution must include
resolution authority for a
regulator and a systemic risk
fund financed by assessments on
the deemed s yste mi call y
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important institutions. In general
all speakers agreed the financial
system does not properly work if
a few institutions are considered
to be so large or so intertwined
as to overcome the discipline
created by true risk in the
marketplace. One speaker said
the implicit systemic risk
guarantee creates a funding
advantage of approximately 100
basis points.
At Saturday’s general session
Acting OTS Chairman John
Bowman and Federal Reserve
chairman Ben Bernanke echoed
the same theme regarding
addressing the issues related to
“ s ys t e mi ca l l y i mp or t a n t ”
institutions. Even Steve Forbes,
another keynote speaker, was on
board with comments regarding
the failure of instilling or
maintaining market discipline
because of the federal assistance
to financial institutions and the
resulting cost to taxpayers.
Another common theme heard
from all of the general session
speakers is that community
banks did not cause the financial

crisis and generally did not
participate in the practices and
products at the heart of the
financial crisis. The speakers
also generally agreed that the
shadow financial industry (which
is either lightly regulated or not
regulated at all) must become
regulated in order to adequately
protect consumers from future
recurrences of similar issues.
There was considerable
discussion and speculation over
the Senate version of Regulatory
Reform with a general consensus
that whatever comes out of the
Senate will end up in a
conference committee with
Representative Barney Frank as
the Chairman of the committee.
This also means that the final
version of the regulatory reform
bill will ultimately be voted on
by both chambers in Congress
and may very significantly from
the already passed House version
and the soon to be acted upon
Senate version.
There was considerable
speculation on the Consumer
Continued on page 15...

Technology: The Swiss Cheese of “Invasion of Privacy” Risks
~by Mike Lehr, HR Consultant, Young & Associates, Inc.
Technology policies are very similar to drug
testing policies in two major ways. First, you
need to disclose to employees that you have a
policy instructing them on the appropriate
use of bank technology, and second, you
need to disclose to them the extent to which
you are allowed to “test” whether they are
using it appropriately. However, they differ
in one major way: technology policies are
far more complex.
This compare-and-contrast exercise
highlights three key areas to find loopholes in
most technology policies. These policies
usually fail to:
 State the extent to which a bank may audit
employees’ use of technology
 Deal with technology comprehensively
and only cover e-mail and internet use
 Specify the coverage, intent, and
enforcement of the policy
All of this assumes, of course, that actual
practice syncs with policy. Many times it
doesn’t and thus creates a fourth loophole:
 Practices imply privacy is preserved when
policies do not
Technology Audit
To start, it is one thing to tell employees

that they can’t use technology in certain ways
and quite another to tell them what rights you
have in auditing their use. For instance, it’s
important to state that employees should have
no expectation of privacy with respect to a
specific technology. It’s also important to
state that anything created with bank
technology is owned by the bank. This covers
gray areas in which employees might come in
early or stay late to type letters, create
spreadsheets, or produce presentations for
charitable purposes. This should also include
policies regarding the search of personallyowned technology such as laptops, cell
phones, and portable drives brought onto
bank premises. Policies should govern the
type of bank and client information that can
be stored on personal technology, if at all.
Employees in sales capacities are frequent
gray areas regarding the examination of such
things as covenant not to compete and the
non-solicitation of customers.
Comprehensive Policy
In terms of a comprehensive view of
technology, banks often fall short because
what’s considered a “technology policy” is
really nothing more than an e-mail or internet
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policy. Often, banks rely upon the generic
phrase “bank property” to cover such things
as computers, phones, laptops, and cell
phones. However, technology’s uniqueness
delves into privacy issues far more deeply
than office supplies do.
Coverage, Intent, and Enforcement
Specifics with regard to coverage, intent,
and enforcement are important because most
federal and state privacy laws are often under
some kind of review with regard to
technology - not to mention the relentless
changing face of technology itself. For
example, it’s not only important to say that
employees can have no expectation of
privacy with regard to technology, but also to
specifically state the technologies to which
that refers. This means specifically stating
such things as computers, copiers, faxes,
printers, phones, laptops, and cell phones.
This becomes more significant as many of
these electronics become integrated into a
single entire computer network.
Actions Speak Louder Than Words
Finally, as always, it is one thing to have a
Story continued on page 11...

ICBND WELCOMES OUR NEWEST ASSOCIATE MEMBERS
Company Name: High Plains Technology
Address: 1351 Page Drive S Ste 106
City/State: Fargo, ND 58103
Contact: Dan Matzke
Phone: 701-271-1555
Email: dmatzke@hplains.com
Website: www.hplains.com
High Plains Technology provides complete design, implementation and outsourcing
services for small and medium business. We are an IBM Premier Business partner
focusing on BladeCenter, System i, System x, VMWare, Microsoft, Cisco, Brocade and
Document Imaging solutions. We believe in a higher standard of products, services, and
knowledge. And that is what we deliver to our clients, everyday. To learn more, visit
www.hplains.com.

How to Manage Pain
Dealing with pain is not easy.
Approximately 75 million Americans suffer
from persistent pain. The National Institutes
of Health estimate pain costs Americans
$100 billion each year in medical expenses,
lost wages and other costs. Pain
management has become a growing field as
more baby boomers age.
The most common types of pain people
experience are sore backs, stiff necks,
aching joints and headaches. Many people
chose to ignore pain rather than seek help.
Acute pain occurs when you have a sudden
pain that may be caused by disease,
inflammation, injury or surgery. This type
of pain is often temporary, lasting less than
six months, and it often goes away after the
underlying cause is treated or healed.
Some people suffer from chronic pain,
either continuous or intermittent. Sometimes
chronic pain can be traced to a specific
injury or illness. Other times, the cause is
unknown.
While it’s tempting for some to “tough it
out,” pain is often a signal that something is
wrong and needs to be addressed. If your
pain started suddenly, lasts for more than a
few days or is so severe that you can’t do
your regular activities, you should see a
doctor.
Many treatment options exist; however,
finding the right one may take time.
 Behavior modification or lifestyle
changes, such as stopping smoking,
exercise, relaxation training and support
groups
 Physical therapy, massage or chiropractic
care

 Medications ranging from over-thecounter drugs to prescription painkillers
to steroid injections
 Corrective surgery to repair or remove
the cause of the pain
 Intervention therapies such as
neurostimulation, implanted nerve blocks
and trigger point injections.
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With proper pain management, chronic
pain suffers can live fuller, more normal
lives.

~Information provided by Blue Cross
Blue Shield of North Dakota

A Message for All Times by Camden R. Fine, ICBA President and CEO
Every year since I became
ICBA’s president and CEO, I
have given a speech on the state
of our association during the
ICBA National Convention. In
my first such address, I vowed
that ICBA would become militantly active
for community bank interests in
Washington. I promised then that our
association would take the offense.
Today the evidence is everywhere and
overwhelming that we have done just that.
On every major financial issue, ICBA and
community bankers are at the policy tables
in Washington. Community banking leaders
have met with President Obama in the
White House on three high-profile
occasions during the past year. Your ICBA
staff now regularly joins the policy-table
discussions in the White House, the
Treasury, the regulatory agencies and the
offices of House and Senate leaders.
ICBA’s message, your messages, echo in
the president’s speeches, including his State
of the Union address.
Over the past few months and years, ICBA
has demonstrated that the community
banking industry is a force to be reckoned
with. We have seized the high ground in the
financial-reform debate. And what has our
unprecedented access in Washington
accomplished?
ICBNA has…
 Increased the deposit-insurance-coverage
cap to $250,000
 Obtained 100-percent deposit-insurance
coverage for transaction accounts
 Deflected much of the 20-cent special
assessment to the largest banks
 Secured tax breaks for GSE preferred
stock
 Stopped mortgage-cramdown legislation
 Stopped expanded credit-union lending
powers
 Halted the Farm Credit System’s
Horizon Project
 Ensured community banks access to
several government financial-industry
assistance programs
 Expanded SBA lending programs
 Won community banks exemptions from
a range of new and crippling assessments
and fees
 Shielded our members entirely from new
examination forces
 Expanded Subchapter S corporation
terms and benefits, and
 Advocated vigorously for more evenhanded examinations for community
banks.

I could go on. But one other
a ccomplis hment must ne ver b e
underestimated: ICBA and our members
have together drawn a bright line
understanding in the public’s mind between
a Main Street community bank and a Wall
Street megabank. Now policymakers and
the public know that community banks are
the heart and lifeblood of this nation. They
recognize that community bankers kept our
financial sector going when Wall Street slid
into the heart of financial darkness—that
your bank’s lending increased when Wall
Street’s fell. And while Wall Street
investors and executives rewarded
themselves with your tax dollars,
policymakers understand that you have had
to overcome harsh and counterproductive
examinations simply to continue sustaining
your communities through a historic
calamity not of your making.
For decades the Wall Street megafirms set
the financial -services agenda in
Washington. But beginning in 2008, ICBA
and community bankers have let all of
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America know that times have changed.
Now, with a possible endgame nearing for
congressional negotiations over financialreform legislation, all community bankers
must continue to show that this is our
financial system too. We must not back
away from fighting together to preserve our
franchise, our communities and the great
diversity and strength of this nation’s
community banking system.
The decades of subservience to Wall Street
are over. That’s an industry message that
together you and I will deliver to
Washington policymakers now and forever.

Camden R. Fine is President and CEO of ICBA.
Reach him at cam.fine@icba.org

My Goals, Our Goals by Jim MacPhee, Chairman of ICBA
It’s appropriate that the
theme of this year’s ICBA
National Convention and
Techworld was “empowering
Main Street.” It sure was
empowering when the call
came from the White House
inviting this small-town community banker
and 11 peers to a private, one-hour meeting
with President Obama, Treasury Secretary
Geithner and economic adviser Larry
Summers. How’s that for community
banking access!
You were there with us in spirit. That’s
what membership in ICBA is all about:
having one another’s backs, banding
together to fight for fair rules and
regulation, the ability to serve our customers
and communities in the most beneficial
ways possible and the opportunity to remind
those in power that our nation cannot
function without community banks.
That meeting in Washington was a potent
symbol of how far our movement has come
and how much the American people believe
in us. They know what we know—that toobig-to-fail is dangerous, that the out-ofcontrol megabanks and nonbanking
institutions are at the heart of this financial

crisis, that gambling with the nation’s and
the world’s economies is not the way to
preserve and protect the interests of Main
Street America.
We are the good guys in the white hats.
Friends, in the toughest economic times our
generations can remember, we have taken
the high ground, both ethically and
offensively. We intend and expect to
prevail.
At such an auspicious and important time,
I am excited to step into the ICBA
chairmanship. In my 38 years of community
banking, I’ve worked through and led my
bank through many economic cycles. In
every one, those of us wise enough to
belong to ICBA have looked to our
association to provide expertise, education,
products, services, and opportunities to band
together so we can compete in parity with
the largest financial institutions.
As our new chairman, I pledge first to do
whatever I can to help community banks
return to financial health. We need to be
strong enough to pull our people out of this
economic meltdown.
Second, I pledge to educate the
administration, the lawmakers and the
regulators about our issues and ensure that

6

they consider well the effect of their
decisions on community banks.
Third, I pledge to continue, along with
you, to empower Main Street and to make
sure anyone in a position of authority
regards ICBA as the nation’s voice for
community banks.
Last, I pledge to do all I can to protect the
community bank franchise and to inspire
other bankers, particularly young ones, to
fight the good fight—and win.
If you love this business as much as I do,
step up and show it. Get involved. For
some, it may mean stepping outside of your
comfort zone. Call your legislators, rally
your staff and board, educate your
customers, invest in your bank and
community as never before.
I am asking for your continued efforts with
Congress and the regulators. I am asking for
your donations to ICBA’s political action
committee, ICBPAC. I am asking for your
support. The high ground is ours to defend.
Help me have your bank in defending it to
truly empower Main Street.
Jim MacPhee is ICBA Chairman and the CEO
of Kalamazoo County State Bank in Schoolcraft,
Michigan.

Free File, E-File, & WebFile
For several years now I’ve
been talking about the benefits
of filing your federal and state
income tax returns
electronically. During that
time, I’ve talked about two
methods: IRS E-File and Free File. Free file
offers free electronic filing for taxpayers who
meet certain requirements, usually based on
age or income. This year, we’ve added a third
option for taxpayers who want to e-file their
state return. Individual Income Tax Webfile
is free and is for full-year residents filing
simple tax returns with no additions,
subtractions, credits, or other adjustments.
We’ve also created a simple tool for you to
use to help you find out which method to
use—Free File, IRS E-File, or WebFile. By
answering a few easy questions, you will
learn which e-file method may work best for
you. to use this tool, simply go to our web
site at www.nd.gov/tax and click on one of
the e-file logos.
So, whether you have been using e-file or
are new to e-file, I hope you will give it a try
for several reasons:

-by Cory Fong, Tax Commissioner

minimize the chance for error. And, when
the IRS receives your return, it too
performs some simple checks. If an error is
found, you are notified and have an
opportunity to correct the error.
3. The majority of taxpayers might qualify for
Free File, but if you do not qualify for the
free e-file, you will need to purchase
software, pay for an online service, or ask
your tax preparer to e-file. Even if you do
not qualify for the free e-file, the fee to
purchase your software either at a local

1. E-file is the fastest method to use to
ensure your return is received by the IRS
and the state. The volume of mail handled
by the U.S. Post offices each day increases
the possibility that mail gets lost. If you
mail a paper return and it is lost in the
mail, you might not know about that for
several months or longer. In addition,
taxpayers often mail their return to the
wrong address. The point is, a lost or
misdirected tax return creates a delay
which can end up costing the taxpayer in
fees and penalties. With e-file, you can be
sure that your return will not be lost and
that it is received by the correct office.
And, by e-filing your return you will
receive a confirmation from the IRS that
they received your return.
2. E-File is proven to be more accurate than
paper returns. Data entry errors, such as
transposed numbers, are commonly found
on a paper return. If you prepare a paper
return and need to enter numbers from
your spreadsheet or calculator, there is a
good chance that you could make an error
as you transfer that data onto the paper
form. On the other hand, when you use
software, such as products you purchase in
a retail store or use an online company,
the programs are designed to perform the
calculations for you and then doublecheck the data you enter. In addition, the
software or online service you use will run
your e-filed return through certain checks
to look for numerical errors, in order to
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retailer or online is relatively small
compared to the peace of mind you
have in knowing that something as
important and valuable as your return
was filed error-free, delivered to the
correct agency, and delivered on time.
If you have been unsure about filing
electronically, I hope this information has
helped you make a decision to try e-file
this year. To learn more about e-file,
including which companies include North
Dakota’s forms in their e0file, visit our
web site, www.nd.gov/tax.

COMMUNITY BANKS and BANKERS IN THE NEWS
Western State Bank Names
Jensen
Jason
Jensen
was
re ce ntl y
named President
of Western State
Bank in Towner.
He will oversee
employees and
day-to-day management of the
Towner location as well as
provide excellent customer
service to current and potential
clients. Jensen, a native of Tioga,
received his Bachelor of Science
degree in Finance from Minot
State University. He is a member
of Minot Y’s Men’s Rodeo,
Minot Young Professionals
Group and Colin Brown Y’s
Men’s club. “Jason previous 10
years of banking experience and
his involvement with local
community groups makes him a
great fit for our Towner
location,” commented Gary
Lochow, Western State President
and Chief Operating Officer.
Petrie Joins Western State
Bank
Jennifer Petrie
recently joined
Western
State
Bank,
West
Fargo,
as
a
Mortgage Loan
Processor. Her
responsi bi l i t i es i ncl ude
processing secondary market and
in-house real estate loans. Petrie
holds an Associates Degree in
Accounting from Northwest
Technical College-Wadena,
Wadena, MN. Prior to joining
Western, Petrie was a Lender
with St. Stephen Bank, St.
Stephen, MN, and previously
spent three years at Northwoods
Bank of Minnesota, Park Rapids,
MN as a Loan Processor.
Originally from Osage, MN,
Petrie now resides in West Fargo
and has three children.
Martin Joins Choice Financial
David
K.
Martin
joins
Choice Financial
as Vice President Community
Rel ati ons/
B u s i n e s s

Development in Fargo. He will
be responsible for developing
business partnerships and
community relations for the
bank. Previously, Martin was the
president and CEO of the FargoM oorhe ad Cha mber of
Commerce. He also has several
years of leadership and
administrative experience as
public affairs director of the
chamber, community services
director for Lutheran Social
Services in North Dakota,
director of the Concordia
College Leadership Center, and
senior management analyst for
Blue Cross Blue Shield of North
Dakota. Martin earned a master
of education degree from NDSU
and a bachelor of science degree
from Minnesota State University
Moorhead. He is also a graduate
of the U.S. Chamber of
Commer ce Instit utes for
Organization Management.
Moen Joins Choice Financial
Joshua Moen
joined
Choice
Financial as a
customer service
representative in
Grand
Forks.
Moen earned his
bachelor’s degree in music
education at Minot State
University. Josh previously
worked as a personal banker at a
local bank.
Willits Joins Choice Financial
Mikka Willits
recently joined
Choice Financial
in Walhalla as a
customer service
representative in
t he
l oa n
department. Willits earned her
bachelor’s degree in animal
industry management with an
emphasis in equine science at the
University of Minnesota Crookston. Mikka has six years
of previous banking experience
along with an associate of
applied science in small business
management. Willits is actively
involved in her community and
has been part of the Cowboy Up
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Ride Against Cancer for the past
four years.
Gruchalla and Gulsvig Join
State Bank & Trust
Matt Gruchalla
has joined State
Bank & Trust as a
commercial credit
officer. A Fargo
native, Gruchalla
graduated from
Au gust ana
College in Sioux Falls, S.D., and
has six years’ experience in
banking and credit. He was
employed by Cornerstone Bank
prior to joining State Bank &
trust. He and his wife, Stephanie,
live in Fargo.
Bob
Gulsvig
has joined State
Bank & Trust as
enterprise
i nfr ast r uct ur e
systems
(EIS)
ma n a ger
for
information systems. His
responsibilities include the
operation and security of
networks, telecommunications,
server and PC hardware,
software, and ongoing support
for technology users. A native of
Crookst on, MN, Gulsvi g
graduated from Minnesota State
University-Moorhead and holds
a master’s degree from the
University of Mary. He has eight
years’ experience in banking as
an IT manager. Prior to joining
State Bank & Trust, he served as
internal audit manager for Otter
Tail Corporation.
Da k ot a W e s t e r n B a n k
Announces Promotion and
Personnel Changes
D u a n e
Bowman
has
been promoted to
Executive Vice
President. Duane
is a Loan Officer
at the BowmanNorth Branch and also the
Branch Manger of the BowmanSouth Branch. He has been
employed by the bank since May
1998. Duane is a graduate of

Augustana College and the
Colorado Graduate School of
Ba n k i n g. Hi s commu n i t y
i n vol ve me nts in clu de th e
Bowman Chamber Ag
Committee, Bowman Economic
De ve l op me nt Cor p ora ti on ,
Bowman Golf Association,
Bowman Parks & Rec Board, and
Finance Committee of St. Charles
Catholic Church. He and his wife
Shannon are the parents of a
daughter , Kenley, and twin sons,
Warner and Thomas.
Karen Salter is a
Teller
and
Customer Service
Representative at
the Bowman-South
Branch. Karen is a
native of Belfield
and worked at SBM in Dickinson
for 6 1/2 years prior to moving to
Bowman. She and her husband,
Cory own Sleepy Hollow
Kustoms. They have two
daughters, Alyssa and Danielle.
Olivia Hammett
is a Teller at the
Hettinger Branch.
Olivia and her
h u sb an d,
AJ,
recently moved to
the Hettinger area
from Marietta, Oklahoma. Olivia
was employed as a Teller by
BancFirst in Marietta for two
years. She likes meeting new
people and is excited about living
in North Dakota.
Rose Wolf has
transferred to the
Bowman -Nor t h
Branch to accept
the position of
Executive Loan
Secretary. Rose
has been an employee of the bank
since February 2009. she
previously worked at DWB from
1988 until 2001. Rose is a native
of Park Rapids, MN and attended
Moorhead Tech. She moved to
Bowman in 1988. Rose and her
husband, Dana, own Bowman
True Value and have two
children, Alex and Aarika.

COMMUNITY BANKS and BANKERS IN THE NEWS
Becker Accepts Position at
Dacotah Bank

Opatz Accepts Loan Assistant
Role at Dacotah Bank

Dave Johnsen,
Dacotah Bank’s
r e g i o n a l
p r e s i d e nt
in
Valley City has
announced
Laura Becker
has accepted a full time position
a s a c u s t o me r s e r v i c e
representative. Becker has been
with Dacotah Bank for nine
years. According to Johnsen,
“Laura will help retail customers
open and manage FDIC-insured
deposit accounts.” Becker holds
a four year degree from Valley
City State University in human
resources. She and her husband
mark have four grown children.

Dave Johnsen,
Dacotah Bank’s
regional president
in Valley City has
announced that
Tara Opatz has
a c c e p t e d
additional duties
as a loan assistant. Opatz has
been in the financial services
field for seven years serving
clients in the area of retirement
accounts, deposit accounts, and
gener al retai l banki ng.
According to Johnsen, “Tara will
be responsible for providing
administrative support for
bankers serving the credit needs
of local customers.” Opatz will
provide service to customers in
both credit and deposit functions
in addition to handling special
projects.
A native of West
Fargo, Tara and her husband
Steve make their home near
Oriska. They have three
children.

Nelson Promoted by Dacotah
Bank
Dave Johnsen,
Dacotah Bank’s
r e g i o n a l
p res id ent
in
Valley City has
announced the
promotion
of
Elizabeth Nelson to loan
assistant and compliance liaison.
Nelson has been with the bank
for four years as a teller and
customer service representative.
Accor di n g t o J ohns en,
“Elizabeth will be responsible
for providing administrative
support for bankers serving the
credit needs of local customers.
She will help retail customers
open and manage deposit
accounts.” nelson will also
manage
compliance
responsibilities and training for
the local bank staff. A native of
Valley City, Elizabeth continues
to make her home in Valley City.
She graduated from Valley City
State University with a Bachelor
of Science degree in office
management and business
administration
with
concentrations in finance and
accounting.

Widmer
Emineth

Roel

PC

Hires

K r i s t a
Emineth
has
joined the tax
department of
Widmer
Roel
PC, a public
accounting and
business advisory firm with
offices in Fargo and Bismarck.
Emineth, as a staff accountant,
will provide tax and accounting
services. She is a graduate of
Minnesota State University
Moorhead.
Fischer Accepts New Position
at Starion
Dawn Fischer has accepted a
new position as operations
assistant at Starion Financial in
Mandan. Fischer will assist with
procurement of supplies for all
10 Starion Financial locations.
She will prepare reports, audit
and provide service for select
accounts and IRAs, assist
customers with online banking
systems and provide other office
management. Fischer joined
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Starion in 2007 and has more
than seven years of experience in
the banking industry. She
received a business management
degree from Bismarck State
College and a marketing and
management degree from
Northern State University,
Aberdeen, SD.
Starion Promotes Two
Starion Financial has promoted
Karen Boehm to insurance
office administrator and Ashley
Kittleson to customer service
representative and receptionist at
its Mandan location.
Boehm joined Starion as a
teller in Bismarck in 2008 and
has six years of prior experience
in banking and insurance in
Bismarck and Underwood. She
is originally from rural Plaza and
now lives in Bismarck.
Kittleson joined Starion as a
teller in Bismarck in May. She
has prior retail sales and
restaurant experience. She is
originally from Bottineau and
now lives in Bismarck.
First National Bank & Trust
Co. Promotes Pair
Williston’s First National Bank
& Trust Co. has promoted two
indi viduals within th e
organization.
Rick Nichols is now the
executive vice president, while
Grant Haugland is now
assistant vice president.
Nichols is to continue his
responsibility to the bank and
community as the bank’s senior
lending officer and to serve on
the banks board of directors.. He
has over 30 years of lending
experience and grew up in the
Stanley area.
Haugland has five years of
experience in lending and began
his career with First National
Bank & Trust of Crosby. He
currently focuses on commercial
and agricultural lending, serving
customers in Crosby and Ray.
He is a 2008 graduate of the
Dakota School of Banking and
maintains his direct connection
from the field to agricultural
lending by being actively
involved in the family farm
operations.

Starion Financial is Top SBA
Lender
The Small Business
Administration has presented
Starion Financial with its
District Directors Award for
being the No. 1 user of the SBA
loan program in North Dakota
during the fiscal year that ended
September 30, 2009. Starion
made 26 SBA program loans
worth more than $2.7 million to
small businesses in BismarckMandan, Fargo and Oakes.
Starion financial was among
the top 10 SBA lenders the
previous fiscal year.
Four Hired at Cornerstone
Bank
Cornerstone Bank in Fargo
has hired Brianne Clemenson
as a cu st omer s er vi ce
representative at the South
University location, Carl
Johnson and Mark Hubbard
as business bankers and Craig
Ehrmantraut as a credit
analyst, all at the 45th Street
location.
Clemenson graduated from
Minnesota State Community
a nd Te ch ni cal Colle ge,
Moorhead, and previously
worked as receptionist and
processing assistant for Valley
Mortgage.
Johnson has five years of
business banking experience
and previously worked for Gate
City Bank. He is a graduate of
Minnesota State University
Moorhead.
Hubbard has spent the past
eight years working in
corporate finance and business
banking and previously worked
for Gate City Bank. He is a
graduate of NDSU.
Ehrmantraut previously
worked for Vision Bank and is
a graduate of Minnesota State
University Moorhead.
Bank Hires Gallaway
Starion Financial has hired
J e n n if e r G al l a wa y of
Bismarck as a personal banker.
Gallaway has more than 20
years of customer service,
ma na ge ment, sa les an d
financial experience, including
more than 10 years at Alerus
Financial. She holds a
bachelor’s degree in business
administration from UND.

Sorenson Leaves North Country Service by Allan Tinker, McClusky Gazette
With an eye to some leisure
time at his lake home at
Metigoshe, Robert Sorenson
left his job at North Country
Bank in McClusky in
February. The bank held a
going away party for him on Feb 3rd in great
style.
Sorenson stated that Robert Larson,
currently serving the Underwood branch of
the banking group, will step in and take over
as president of the McClusky office. The two
banks, and the Goodrich bank, are owned by
Davis Bancshares, Inc.
Sorenson has been in McClusky since 2001,
moving from Stanley and Scandia American
Bank and Trust with 22 years of experience
at that institution. While there, he progressed
from assistant vice-president to vicepresident. He has previously worked at First
National Bank in Bowman; there he had also
served as assistant vice-president.

After serving as a Commissioned Officer
in the Marine Corps, First Lieutenant
Sorenson left the military in 1975 after four
years of duty at Camp Pendleton, CA as an
artillery officer. He then went to work for
the Federal Land Bank from 1975—1976.
Thus far in his years of banking, Sorenson
has served as president of Independent
Community Banks of North Dakota and is
now a North Dakota Director on the board
of Independent Community Banks of
America, a position he has held for four and
one-half years.
Sorenson also has some tentative plans in
the ND area for further work but also
wishes to travel and enjoy some trips with
his wife, Jackie and time with their three
grandchildren.
“I enjoyed the community and the friends
we have made here. I enjoyed working with
the staff and appreciate the learning
opportunities: merging and buying the bank
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in Underwood; changing and improving the
local facilities, the addition to the bank in
Goodrich, and the office and technology
upgrades we have instituted here. I enjoy
community banking and the advantages it has
to offer. I leave the bank in good hands and
in good shape,” he smiled.
Sorenson is a North Dakota native, born and
raised in Ross, where he graduated from high
school. He attended Concordia in Moorhead
for two years and graduated from NDSU in
Fargo with a degree in agricultural
economics. His military service followed that
education time.
Jackie is from Stanley, where she graduated
from high school. She is a retired registered
nurse and received her degree from Bismarck
Hospital School of Nursing, then earned a
degree in Long Term Care Administration
from St. Joseph’s College in Standish, Maine.
She has worked in Underwood and
McClusky for short times since 2001.

Story continued from page 3...
policy and quite another to live
by it. A typical problem is
allowing employees to protect
their privacy by allowing them to
have private passwords and
access codes that the bank
doesn’t know. If you can’t
access the underlying technology
in another way, you could be
implicitly stating that employees
have a right to privacy that you
did not intend. This easily
happens on such things as
laptops and cell phones but is
often overlooked on passwords

established to prevent the access
of specific documents. That’s
why it’s important to state that
employees are required to report
any passwords or access codes
they use in the protection of
documents they create.
In Conclusion
While this article does not
intend to describe every way to
fill a loophole in a technology
policy, it does give some
fundamental strategies for selfauditing to avoid “swiss cheese”
coverage when it comes to

TransFirst and ProfitPoint
Announce Partnership
TransFirst, a leading provider of transaction
processing services and payment enabling
technologies, and ProfitPoint, Inc., an industry
leader in the stored-value space, announce a
strategic partnership agreement.
Under this arrangement, ProfitPoint will offer
its customers access to TransFirst’s state of the
art processing services in conjunction with
ProfitPoint’s gift and loyalty card solutions,
direct mail and email marketing programs,
card design and production services, and
merchandising tolls available by way of its gift
card store at www.SellMoreGiftCards.com.
TransFirst is thrilled to enter into a
relationship with ProfitPoint said Steve
Rizzuto, President, Independent Sales Services
for TransFirst. “ProfitPoint’s prepaid services
coupled with our specific set of tools on the
credit and debit side will enhance our
collective merchant’s enterprise value.
Through the partnership we anticipate
exploring a variety of initiatives through
which our mutual clients will enjoy substantial
benefit”.
Commenting on the announcement, Vaden
Landers, CEO at ProfitPoint said, “This
partnership with TransFirst confirms first and
foremost, our on-going commitment to
provide a variety of payment processing
alternatives to our client base. Further, it
emphasizes our focus on developing key
partnerships with respected industry players
like TransFirst, where our collective strengths
can be leveraged to deliver significant value to
the business owners that trust us to handle all
forms of electronic payments at the point-ofsale.”
For more information about TransFirst’s
Merchant Services, please call 1-800-6697228 or email ISSsales@TransFirst.com.
TransFirst is an ICBND Associate Member.
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invasion of privacy concerns.
Start off by asking whether you
have given the bank the right to
audit employees’ usage of
technology. Then, ensure that
every technology is specifically
mentioned, not just e-mail and
internet; don’t rely upon “bank
equipment” wording. Review for
specificity; don’t worry about
sounding repetitive. Finally,
ensure that your practices are
truly in line with your policies
with passwords and access
codes. For bonus points, look in

your employee handbook. Do
you see your technology policy
comprehensively stated there?
That’s the preferred practice
over a separate document. If
you take a half-hour to audit
your technology policy in this
manner, you will be well on
your way to a sounder one.
To learn more about the
information in this article,
contact Mike Lehr at 1-800-525
-9775 or mlehr@younginc.com

Securing Your Customer Files & Information by Chris Griesemer, The Whitlock Company
We have been doing IT exams for more
than ten years and one overriding area of
concern we see constantly is customer
privacy. This has become one of the hottest
topics with examiners lately. The examiners
have a tendency to tell you to do something
without giving any guidance. You will not
receive an explanation on how to achieve
their goals and sometimes they don’t even
explain why.
Customer information is one example. Why
does it need to be so secure? This question
has a lot of answers, but this article will focus
on the internal risks.
How would
information?

someone

get

customer

There are always threats from outside
intruders, but most financial institutions have
sound firewalls and intrusion detection and
prevention systems set up that make it very
difficult to hack into a bank. Instead, your
highest risk is on the inside (ex: an employee
or other associate). There are many ways
they could extract sensitive information but
one high risk area that doesn’t get talked

about enough is USB devices. These flash
drives can hold a significant amount of
information. Imagine this scenario: Some
banks have a directory filled with loan
applications saved as PDF files. That
directory would fit nicely on a flash drive
that would then fit nicely into the owners
pocket as they walked out the door.
What would someone do with this
information?
Banks have everything an identity thief
wants. Loan applications especially, have
quality information that a good thief could
utilize to steal one of your client’s identity.
Once stolen, this information could be used
to open a new credit account, purchase a
cell phone service and even cause their
victim, your client, to have warrants issued
in their name for financial crimes that they
identity thief committed.
Would you like to know what your identity
is worth? Or how much it would sell for on
the cybercriminal black market? Go to this
website to determine your risk:
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http://www.everyclickmatters.com/victim/
assessment.html
How do you prevent this from happening?
First and foremost, live by the rule: minimal
rights to do your job. In other words,
employees only need access to directories
that are needed to perform their job. If they
don’t need access to a directory, take it away
immediately. Secondly, it is possible to
disable USB drives through your server and
make USB drives inoperable on that work
station. If you choose to disable USB drives
on computers, make sure you add those
procedures to the hardening section of your
Information Security Program.
A few simple precautions can provide a lot
of additional security. Please contact us with
your question or concerns.
For additional information contact Chris at
The Whitlock Company, at 417-881-0145 or
cgriesemer@whitlockco.com.

Agency Recognizes Housing Champions
The North Dakota Housing Finance
Agency (NDHFA) recognized four lenders
and two advocates as Champions of
Affordable Housing at the 2010 Statewide
Housing Conference.
“The North Dakota Housing Finance
Agency relies on a multitude of partners to
deliver its services—affordable home
loans for first-time buyers; safe, decent and
accessible rental housing for low-income
families; and technical assistance and
fiscal resources to address the housing
challenges faced by rural communities,”
said Attorney General Wayne Stenehjem
who presented the awards on behalf of the
North Dakota Industrial Commission. “To
recognize the work of their outstanding
housing partners, the Agency created the
Champion of Affordable Housing
Awards.”
Lender awards are based on participation
in the NDHFA’s homeownership programs
and involvement in locally sponsored
affordable housing projects and events.
Participating lenders and ICBND member
banks that were recognized by the Agency
include:

Mike Anderson, NDHFA Exec. Director, Patti
Helm, First International Bank & Trust, and
Attorney General Wayne Stenehjem

 Cornerstone Bank with locations in
Enderline, Fargo, Bismarck, Sheldon,
Fort Ransom and Lisbon
 First International Bank & Trust
with branches in Watford City,
Williston, Alexander, Elgin, Fessenden,
Killdeer, Bowdon, Fargo, Harvey,
Minot, and West Fargo
NDHFA began recognizing Champions
of Affordable Housing in 1995. for more
information on the awards or other
NDHFA programs, contact the NDHFA at
(701) 328-8080, (800) 292-8621, (800)
366-6888 (TTY) or www.ndhfa.org.
The Industrial Commission of North
Dakota, consisting of Governor John
Hoeven, who serves as chairman,
Agriculture Commissioner Doug
Goehring, and Attorney General Wayne
Stenehjem oversees the NDHFA.

Be grateful for
something everyday;
It’s the journey
that counts,
Not the destination.
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Mike Anderson, NDHFA Exec. Director and
Attorney General Wayne Stenehjem present
award to members of Cornerstone Bank

Banks Helping to Build Better Communities
Western State Bank
Awards Pays for A’s
Scholarships
Western State Bank
recently awarded two
local students $250
savings scholarships as
part of the scholastic
recognition program,
Western Pays for A’s.
the
scholastic
recognition program is
designed to reward high
school students for their
hard work in school.
Katy Tellinghuisen of
Horace and Austin Althoff of West
Fargo, were selected as the winners of
the first semester scholarships.
“Western is proud to award
scholarships to these hard working
students for their achievements. The
scholarships are our way of
recognizing students for their efforts
as well as support them as they
prepare for future education
e x p e n s e s , ” comme n t e d Br a d
Jacobson, Western State Bank
President.
Students in grades 9-12 are
encouraged to bring their report cards
into Western State Bank following
each quarter. Students will receive a
packet of coupons or gift certificates
from local businesses for having at
least one “A” on their report card.
The businesses participating in the
program include Happy Joe’s in
Fargo, Sweet Dreams Confections in
Fargo, Sandy’s Donuts in West Fargo,
and Stars and Strikes Bowling in
West Fargo.
Each semester, Western State Bank
will award two $250 savings account
scholarships selected from students
that have brought in their report cards.
Students will receive an entry for
each “A” they have earned. Four
students each year will have the
opportunity to begin saving toward a
college education from their
dedication in high school.

Multiple Donations Given
The First State Bank of Munich donated
$600 to the Munich summer baseball program;
$600 to the Sarles Swimming Pool; and $600
to the Dakota Spirit Arena .
Dakota Western Bank recently presented
the third installment of a $100,000, five-year
sponsorship to Southwest Healthcare Services
and the Sunrise Foundation. The sponsorship
is a contribution to the “Complete Healthcare
Today for a Better Tomorrow” campaign and a
commitment by Dakota Western Bank toward
a betterment of local communities.

14

American State Bank & Trust Company
donated $850 from the sale of mini-donuts to
the Williston State College Teton Cheer and
Dance Team.
Dakota Western Bank pledged to sponsor
$250,000 over five years as part of West
River Health Services’ Centennial Addition
building project and Capital Campaign in
2007. Magnus Meier, Exec. Vice President
presented the fourth installment of $50,000 to
the foundation. These funds are being used to
renovate and expand the hospital and clinic,
improving physical access to medical
services for area residents.

Continued from page 2...

Finance Protection Agency and
its final form, composition,
powers and authority.
Most of the federal regulatory
speakers also addressed the issue
of overly stringent examinations
being experience in some parts
of the country and the seemingly
contrarian encouragement by
Washington and regulators to
keep lending to credit worthy
borrowers. Some speakers
focused on growing problems in
commercial real estate loans.
One speaker did add that
community banks increased
lending while the largest banks
decreased their loan portfolios.
ICBA ran over a listing of key
legislative successes for the past
year including changing the

formula for special assessment
funding of the deposit insurance
fund which saved community
banks hundreds of millions of
dollars, defeating credit union
expansion legislation, defeating
Farm Credit Systems powers
expansion efforts, preventing
harmful government regulation
of credit card and debit card
interchange, S-Corp and C Corp
tax relief, protecting SBA 7(a)
and 504 funding, getting deposit
insurance guarantee extended to
June 30, 2010 on transaction
accounts, getting the FDIC to
use a risk based deposit premium
assessment method for the 3 year
prepaid premium assessment and
many others.
Finally, I would be remiss if I

did not mention the record
amount of funding raised by
ICBA at the PAC auction at the
annual convention. I would like
to give a special thank you to all
of you who contributed to this
event through your direct
contributions, donation of
auction items or purchases at the
event.
ICBA leadership encouraged all
community banks to be actively
engaged in these historical times
for the industry because with or
without your involvement you
will need to address the issues
from these legislative efforts for
years to come and there is no
better opportunity for
community banks voices to be
heard than now.

If you have never attended an
ICBA annual convention or if
it has been a while I strongly
suggest you add the 2011
convention to your calendar
for San Diego in March, 2011
and I assure you that you will
not be disappointed.

Grand Forks Park District Announces Choice Financial Naming Sponsor
During the March 2, 2010
Grand Forks Park Board
meeting, Commissioners voted
to accept a final contract with
Choi ce Finan cial Grou p,
defining their official partnership
as naming Sponsor of the
proposed new health and
wellness center. Currently, a
group of citizens are working
diligently to raise funds to
support the capital costs of a new
facility, which will be named
Choice Wellness Center.
GF Park District Director John
Staley commented on the
sponsorship, “We are proud to
announce the official partnership
between the Grand Forks Park
District and Choice Financial.
Ma n y con versati ons an d
presentations to potential
sponsors have been conducted
over the past couple years. We

are pleased that Choice Financial
has stepped forward to partner
with us on this historic project.
The determination of many
volunteers working to raise
funds, along with the generous
and visionary decisions made by
donors such as Choice Financial,
is a wonderful marriage for
success.”
Choice financial signed a $2.75
mi l li on n a mi n g s p on s or
agreement, which is one of the
largest donations in the history
of Grand Forks. The sponsorship
includes primary naming rights
of the proposed Center, which
will be located on South
Washington Street between 40th
and 47th Avenues. Choice
Wellness Center will be owned
and operated by the Grand Forks
Park District.
Ch oi ce Fi nan cial Chie f

Operating Officer, Brian
Johnson states, “Choice believes
it is our role as a community
bank to better the places in
which we live. Choice Financial
has been a committed leader to
our rural communities and their
needs for years. Today, Choice
financial wants the people of
Grand Forks to know that it is
committed to making this
community better.”
Additional
naming
opportunities are available
within the propped Center for
private donors and corporations.
The Center is estimated to host
100,000 visits a month. Further,
the Grand Forks YMCA Family
Center, also partnering with the
Grand Forks Park District with a
seamless membership, has
naming opportunities for their
existing facility as well,

“The best way for our
community to prosper is by
investing in its future. We
strongly believe there’s
immense value in our
investment, which will enrich
the lives of Grand Forks and
area residents for generations
to come,” says Wayne Zink,
Choice Financial Market
President.
John Staley added, “It is
because of partners such as
Choice Financial, we are able
to consider a new health and
wellness center project. It is
our objective to press forward
with our partners, to be sure
Grand Forks and the
surrounding region has the
opportunity to enhance their
overall health and wellness
through this efforts.”

Starion Financial Donates More Than $100,000 and 600 Hours in 2009
Starion Financial has donated
mor e t han $ 100 ,00 0 t o
community causes in North
Dakota and surrounding areas in
2009. The donations are part of
an ongoing effort by Starion
Financial to invest in the growth
and pr os per it y of t he
communities in which it serves.
In addition to community

volunteerism, Starion staff gave
more than 600 hours for the
flood fights alone along the
Missouri and Red Rivers.
The company made
contributions to colleges, and
education, including $10,000 to
the University of Mary schools
of businesses and technology,
$9,000 to the Bismarck State
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College Foundation and $5,000
to Sitting Bull College in Fort
Yates.
Th e ban k als o mad e
contributions to the Mandan
Park District, Medcenter One
and St. Alexius, and the Lewis
a n d Cl a r k Bi c e n t e n n i a l
foundation Harmony Park
project in Washburn.

“Starion Financial is proud to
be a member of the
communities we serve, and we
make every effort to help
improve the health, education,
and success of the people and
businesses with whom we live
and work,” said Craig Larson,
president and chief executive
officer.

Til Death Do Us Part - Earning Loyalty From Your Customer
By Jeff Rendel, Rising Above Enterprises
Increasing competition. An
uncertain economy. Shifting
consumer feelings. All shape the
earnings potential of your
company. Long gone are the
days where you offered your customers one
product whether they like it or not. Today’s
consumer is tough, diverse and tech-savvy.
They want more guidance and superior
service, and they will go somewhere else to
find it—sometimes at the click of a mouse.
What’s a business to do? How can your
company triumph over these contests and
achieve reliable, long-term profitability?
The answer lies in dancing with the person
who brought you to the dance in the first
place—your existing customer. Their
loyalty is more significant than any amount
of new business you can assemble.
Loyalty Equals Long-Term Profitability
Too many business strategies center on
how to win the newest customer’s business.
What about keeping your existing
customer’s commerce? We all understand
the”20/80 Rule of Life”: 20 percent of your
existing customers are responsible for 80
percent of your business. That poses the
questions: Are 80 percent of your efforts
focused on the top 20 percent of your
customers?
Recently, The Tower Group, a financial
services consulting firm, said that a five
percent reduction in this top group of
customers can result in a 25 percent
decrease in revenue. Why? Because your
finest customers keep lots of business with
your company. Lose them and you lose lots.
The answer to this test does not lie in
selling a particular group more products and
services. The answer lies in developing
stronger relationships with those who
choose your business most. Strong
relationships, caring for needs, and doing
what’s best for another leads to loyalty. Ask
your spouse.
Relationships mean Everything
We all shrink from the 630 PM phone call
at home. Why? Because it’s always during
the dinner hour when we least want to talk
on the telephone. Let’s admit it—we just
want to be left alone and spend time with
our family. Who calls? Someone to sell us
something we really don’t want and
probably don’t need. I’d like to meet the
person who holds a first-class relationship

with any telemarketer.
When your spotlight is on sales and sales
only, you have a propensity to assail
customers with the latest and greatest. This
strategy bamboozles customers and supplies
the image that your business is nothing
more than a peddler of products. What if
you took control, understanding that you
have great products to offer, and stayed
completely attentive to your customer’s
exact needs?
When there’s lots of pressure to sell, it’s
tricky to develop a plan that gauges a
customer’s genuine needs. We all know
what the hard sell feels like and it’s a little
odious. Sometimes we don’t even want to
conduct business because of the way we feel
about a given line of attack.
True sales—repeat sales—come from the
honest advice you give and the time you
take to listen and understand your
customer's needs. Only with real
understanding and outstanding service can
you develop the loyalty you seek.
Your Customers Want You to Anticipate
Their Needs
The products and services your customers
use today keep the lights on. The products
and services they will use tomorrow keep
your future bright. In order to get to the
heart of your customer’s desires, you must
understand the stage—or stages—of life
they currently live in. The most common
demographics used center around age,
affluence, lifestyle and financial goals.
Regardless of your business, these
demographics affect every product and
service you sell.
What’s most essential is that you precisely
build—over time—a sketch by asking indepth questions and building trust. As your
customer’s life cycle changes, so do their
needs. The company that understands their
needs best and suggests products that will
better their life now and in the future—that
company earns their trust. Trust leads to
added business.
This idea of knowing your best customers
inside and out is a repetitive practice where
you should stay in touch with them
frequently. It’s a strategy about seeing their
life unfold in many ways and being in the
emotional position to offer advice. Your
advice, grounded in the strong relationships
you develop, allows you to now suggest
appropriate products and services.
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The Moment of Truth
Getting and keeping your customers centers
on managing the complete customer
experience. From the minute your customers
walk into your office or call you on the
phone, they shape a judgment. The belief is
about you, your employees and your entire
operation.
In presentations around the country I’ve
said, “99 percent of customer loyalty begins
and ends on the front line.” How well trained
are your front line employees in
understanding your customer’s needs and
suggesting beneficial products and services?
How articulate are your front line leaders
with the products you offer? Are you,
seasoned executives, providing your loyaltybuilders-or-killers the information, schooling
and coaching they need to cultivate
relationships with your customers? Are they
prepared to give solid, timely and beneficial
advice?
Business today is about relationships.
Business tomorrow is about advice. Are you
ready?

Examination in Focus: Asset Quality by Michael R. Metalonis, Associate Consultant, Young & Associates, Inc.
While it is no secret that the majority of
financial institutions are facing asset quality
problems in today’s tough economic times,
the key is how an institution deploys its
resources to effectively and efficiently
identify, measure, monitor, and control the
asset quality issues in the loan portfolio. For
those institutions that have not had a recent
examination and are expecting one in the
near future, this article may provide
additional insight. While it does not
guarantee that your exam will go flawlessly,
it will help executive management be aware
of examiner expectations.
Identifying Problem Assets
One of the most important tools for executive
management to identify potential problem
assets quickly is having a proper credit risk
rating methodology that is both objective and
subjective in nature, in addition to having a
meaningful annual review process. A
successful risk rating methodology and
annual review process will allow an
institution to be proactive in tracking the
credit risk of an asset (typically commercial
credits) before it becomes problematic. This
allows for modification or forbearance, if
needed, before the credit deteriorates to a
point where liquidation is the only way out. It
is our opinion that monitoring a credit for
payments and delinquency is a reactive
approach. An institution’s credit policy
should have clear and definitive criteria for
its risk rating methodology, and the annual
review process should be commensurate to
the size and complexity of the loan portfolio.
The implementation of this process should be
driven from the board of directors to
executive management to possibly a
committee of individuals that are responsible
for reviewing credits, and should assess that
the credit risk remains valid on an ongoing
basis.
Measuring Potential Impairment
Upon reviewing and identifying troubled
assets, the next step would be to measure the
potential impairment, if any. This step is
absolutely critical in maintaining an
appropriate Allowance of Loan and Lease
Loss (ALLL). To be able to support your
ALLL, an institution needs to be able to
document that the value(s) used in the
impairment analysis can be supported. There
are two common ways this can be
accomplished:
New Appraisals
 An institution may elect to order new

appraisals on all problem assets; however,
in most cases, it can be very expensive. If
an institution decides to order new
appraisals, it is imperative that the scope of
the assignment be clearly communicated
with the appraiser in the form of an
engagement letter. Young & Associates,
Inc. recommends that an institution obtain
several values from the appraiser based on
the length of time it will take to dispose the
collateral. For example, the engagement
may include a “market” value of the
collateral with a useful life up to 12
months, a “liquidation” value with a useful
life between 60 and 180 days, and a “fire
sale” value with the intent to sell the
collateral within the next 30 days. These
three values, when utilized among other
things will assist an institution in deciding
which collateral is worth taking into Other
Real Estate Owned (OREO) and which
collateral is worth disposing and recording
the loss at the point in time. Once the
underlying value has been determined, an
institution should apply a discounting
factor for the cost to liquidate the collateral.
Discounting Factors
 Another alternative is to perform market
research to develop a basis for discounting
factors. For example, an institution may
determine through prior comparable sales
data and general economic factors that
single family residences in the local market
on average are selling for 20% less than
similar homes appraised a year ago. In
addition to this, an institution may
determine that the cost to liquidate similar
properties (e.g., attorney fees, taxes,
insurance, maintenance, etc.) is
approximately 10%. With this information,
an institution can apply a discounting
methodology to the original appraised
values of similar properties that are not
more than 12 months old (as the data above
indicates homes are selling for 20% less
than a year ago). For older appraised
values, an institution may want to engage
an appraiser or other independent, qualified
person to perform a drive-by of the subject
property to verify that the condition of the
property remains satisfactory, then apply
appropriate discounting factors based on
the age of the appraised value, general
economic factors, and cost to liquidate. If
an institution is not comfortable with
applying this method or the subject
property is complex, it may be feasible to
order a new appraisal.
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In either case, an institution’s board of
directors and executive management need to
determine the most cost-effective and
efficient method for measuring the potential
impairment of problem assets that not only
meets the risk appetite of an institution, but
also meets the expectations of the examiners.
Monitoring Problem Assets
Once an asset has been identified as
problematic and an impairment analysis has
been performed, an institution should
monitor the credit until the problem has been
cured, the loan has been charged off, or the
loan has been taken into OREO. Proper
monitoring of troubled assets is critical in the
eyes of the examiners. An institution that
keeps track of their problem assets in the
form of a detailed watchlist, classified asset
report, or some other reporting form are far
better off than those institutions that do not
update collateral values, perform impairment
analyses, or document what the current status
of the credit is on a least a quarterly basis.
The board of directors and executive
management should decide whether or not
these reports should be updated on a more
frequent basis, provided that there are
sufficient resources to do so. For example, an
institution may decide that all problem
credits over a certain dollar threshold are to
be updated monthly, regardless if no material
changes have occurred.
Controlling Problem Assets
The last phase of this process is controlling
the number and dollar amount of problem
credits. A number of different circumstances
can contribute to problem credits, such as
culture, underwriting standards, market
conditions, etc. It is the duty of the board of
directors and executive management to
investigate the root of the troubled credits to
determine if an institution’s policies and
procedures need to be enhanced or to curtail
from certain lending activities.
Conclusion
While this article only scratches the surface
of the entire process, by being proactive
versus reactive, the examiners will see that an
institution is aware of the problems and is
addressing them going forward. Throughout
the course of the year Young & Associates,
Inc. has assisted many clients in preparing for
upcoming examinations. If you would like to
discuss this article, please contact Rob Grope
at (800) 525-9775 or rgrope@younginc.com.

Construction has
begun on this
year’s annual
convention...mark
your calendars to
attend!
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CLASSIFIEDS
LOAN OFFICER
North Country Bank in Underwood has an opening for a loan officer. Three to Five years experience is preferred but not required. An Ag
background would be beneficial. The duties of this position include developing, maintaining and servicing loan accounts as well as other duties.
North Country Bank offers a competitive salary and benefit package.
Please send resume to North Country Bank, Attn: Bob Larson, PO Box 40, Underwood, ND 58576-0040
Member FDIC

Equal Opportunity Employer

EQUIPMENT FOR SALE
Starion Financial has 30 Sharp BE-2520 teller machines in good working order. If interested, please contact Carol Hendrickson at
701-667-1653 or by mail at Starion Financial, PO Box 848, Mandan, ND 58554

COPIER FOR SALE
ICBND has a 2004 Canon C3200 Color Copier for sale. This copier can be networked and has a 32 pages per minute copy/print speed. Extra
paper drawers, collate, sort, staple and saddle stitch staple options are included. Very good condition—approximately 1.2 million copies but
always under a maintenance agreement. Asking $2,500 as is. If interested, please contact Don Forsberg at 701-258-7121 or by email at
donf@icbnd.com.
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TELEPHONE/WEBCAST SEMINARS:
Apr 6: ACH Exception handling: Returns, Notifications of
Change (NOCs) and More
Apr 7: Training for the New Trainer
Apr 8: Wire Transfer Compliance
Apr 13: The legal Aspects of Checks
Apr 15: Regulatory Compliance for the Board and Senior
Management
Apr 16: Appraising Commercial Property: What Lenders
Must Know Now!
Apr 20: Your Fair Lending Exam: What the Examiners Want
Apr 22: Lending to Small Businesses
Apr 27: Incident Response Program: Before and After a Data
Breach
Apr 29: Agriculture Lending: Updates & Issues
May 4: Safe Deposit Fundamentals
May 6: Credit Card Compliance with Regulation Z
May 6: Community Bankers for Compliance Regulatory
Update Webcast
May 10: Writing a Policy for FACT Act Risk-Based Pricing
Regulations: Effective January 1, 2011
May 11: Regulation CC—New Funds Availability Rules Made
Easy
May 13: Strengthening Your Bank’s Loan Review Program
May 18: Advanced Bankruptcy Issues for Bankers
May 20: Technology “Crash Course” for Officers & Directors
May 25: Reading & Understanding Consumer Credit Reports
May 27: Call Report Revisions and Critical Issues
LIVE SEMINARS:
Apr 9: Emerging Leaders Development Group Roundtable
Minot and Grand Forks
Frontline “Bank Robbery & Bank Secrecy Act”
Apr 19: Bismarck
Apr 20: Minot
Apr 21: Grand Forks
Apr 22: Casselton
Community Bankers for Compliance - Mandan
May 19: Fair Lending/SAFE Act
May 20: Regulation E and Open-End Regulation Z
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