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Learning to Ride a Bike - - and to Lead by Ray Blunt
ICBND Emerging Leaders Development Group
One of
t h e
great
joys of this next half of life has been
teaching three of my older grandkids
how to ride a bike. I can ride a bike
fairly well and even commuted back
and forth to Washington for eight
years, logging several thousand
miles in the process. So I “know”
how to ride. The question then was
how to help Joshua, Rachel and
Carissa learn what I know. In this
simple learning experience lies the
secret to how leaders are made—not
born. Leaders learn to lead as
apprentices in the classroom of
experience with senior leaders. They
may “fall” a few times, but someone
is alongside helping them and
encouraging them until they are on
their own. ‘
However, if I followed the typical
government leadership learning
approach to bike riding, I would
have registered Josh and Rachel in
the “Seven Habits of Successful
Bike Riders” training course put on
by an expert consultant like Greg
LeMond. Cost: $7,500 for one week
plus travel and per diem (the three
pound class notebook of lectures,
case studies and outlines would be
well worth it). Or, I might have had
them view the video, “In Search of
Excellent Bike Riders,” narrated by
that dynamic and energetic expert,
Lance Armstrong. Or, I might even
have given them a reading list of the
ten best books of all time on
bicycling. Somewhat silly, but you
get the point. And fortunately, there
are excellent organizations in
government that have also started to
get the point.
The organizations that are the best
at the leadership preparation game
base their approach to learning on
the four lessons of life an
experience:
1. C h a l l e n g i n g , w o r k - b a s e d
experiences;
2. Significant interaction and

relationships with senior leaders;
3. Self awareness that often comes
through reflection in the
hardships of life and failures at
work; and
4. Training, early work experience,
reading, networking with peers,
etc.
The basis for this approach is well
grounded. The Center for Creative
Leadership has been conducting
longitudinal studies of effective
leaders and how they got that way
for over three decades—research
that encompasses the public and
private sectors, men and women,
minorities, and global leaders. And
while there are variations in how
each of us learns to lead, the
proportions are pretty much the
same for us all.
The organizations best at growing
leaders have taken this research and
put it into practice. They find that
these four “lessons” work in concert
and that they must be intentional and
systematic, pointed at developing the
character qualities and competencies
needed at progressive levels of
leadership responsibility. These
include moral courage, strategic
thinking, leading change, motivating
people, integrity, building a shared
vision, and political savvy.
Case in point: the Air Force uses
career broadening staff assignments
after initial operational expertise is
achieved as a means of preparing
young officers for command of
small units or for senior staff jobs.
Pens i on Benefi t Guar ant y
Corporation has senior mentors
paired with the members of their
Leaders Growing Leaders Program
as a way to pass on wisdom through
observation and conversation and to
coach the members of the Program
when they are involved in short-term
rotational assignments. Social
Security places people in temporary
positions outside their career field
and above their current grade to
stretch them.

The common notion that people
learn to lead by progressing through
successive levels of expertise in an
organizational “stovepipe” is clearly
wrong in developing leaders.
In short, to help beginning
employees learn to lead, an
organization needs to adopt an
intentional approach to providing a
va r ie t y of ch a ll en gi n g j ob
experiences (get them up on that
shaky bike) such as job rotations;
have senior leaders walk alongside
the new “riders” as coaches, teachers
and mentors; let them watch senior
leaders themselves “ride” as
examples and then spend some time
in reflection with them so that
learning can be further embedded
when some of the inevitable failures
occur. They should also encourage
them to enroll in leadership peer
groups to form a network to rely on.
This is a culture change.
This approach to development
becomes not so much a program as a
way of life in the best organizations.
Leaders take the time to help
younger leaders learn by experience,
who in turn help those behind them
learn to lead. This is servant
leadership in action. Once you have
three generations of “bike riders”
you will know you have embedded
the practices into the culture. That is
an investment of time that is well
worth the lessons learned—and it is
an investment that leaves a legacy.
Note:
Independent Community
Banks of North Dakota offers a
leadership program for our young
bankers - Emerging Leaders
Development Group.
This group was developed three
years ago to help mentor and teach
our young bankers to be leaders not
only in their own banks but also in
the communities they live in.
The purpose of the ICBND
Emerging Leaders Development
Group is to keep members on the
Story continued on page 4...

Mary Erman
Starion Financial
Mandan
ICBND President

The financial crisis, followed
by regulatory reform has had a
significant impact on the
banking industry including not
just Wall Street Banks but
independent community banks.
The national news media many
times portrays banks as the “bad
guys” suggesting we take
advantage of our customers and
charge exorbitant fees when in
reality we are financial advisors
and partners offering great
customer service and financial
assistance.
It was refreshing last week
listening to the Today Show
when their guest that was
d i s cu s s i n g b a n k i n g a n d
consumer issues said, “this won’t
be a popular statement, but
consumers are in control and can
avoid bank fees by being
responsible for their finances.
They do not have to overdraw
their accounts and instead can
choose to better manage their
money.” Most times the opposite
story is told—that banks have
the responsibility for the
consumer’s finances and choose
to make large profits on fees at
the expense of the consumer.
The media ignores the important

services we provide and the risks
we manage to support and grow
businesses. Our mission is to
meet customers financial needs
and help them reach their goals.
In North Dakota, we have
always been conservative in our
lending and business practices
and today we are paying the
price not only in additional costs
that come with compliance
burdens and the lowering of our
revenue streams, but even more
importantly our reputation is
affected. How does the media
model of banks as the “bad
guys” affect our image as an
industry? How does the young
generation of consumers and
businesses feel about bankers
before we even have a chance to
assist them in starting a business
or buying their first home? Our
long-term customers understand
what bankers have done for their
business, their community, and
their family. Will the next
generation respect and trust us to
help them accomplish their
financial goals?
It is critical today that we speak
up about the role independent
community bankers play in
ensuring success of businesses,

communities and individual
finances. We can do this in our
every day conversations with
customers and friends, at
community events by talking
proudly about the industry and
our local accomplishments, and
by keeping our legislators
informed about banking. We are
here to provide needed products
and services at a fair price. We
are here to lend money and build
businesses. We are here to serve
communities as volunteers and
with donations. We are strong.
We are good business people.
We can be proud to be part of an
independent community bank.
Doesn’t sound like the “bad
guys” to me.
This month I would also like
to thank the bankers that are
working on committees. They
are doing a terrific job of
accomplishing the strategic
goals of our organization.
Communicati ons,
Con ve n t i on , Ed u c a t i on ,
Emerging Leaders and the
Legislative Committees have
been very engaged and we
appreciate all you do!

Now is the Time for All Good Men to Come to the Aid of Their Country

Don Forsberg
ICBND Executive Director

The title of this article popped
into my mind but I could not
remember who said it. I did
remember it was from typing
class (in the old days before
“keyboarding” but without the
computer or spell check for some
of you younger readers) where
my aspirations were only to pass
the course so I wouldn’t have to
go through it again. Some
attribute the quote is attributed to
George Weller, a teacher in the
lat 1800’s and the quote was
only used to test the speed of a
typewriter. Another possible
source for the quote was from a
particularly spirited political
campaign in 1867 in Wisconsin.
Whatever the source, the words
have a much deeper and more
relevant meaning today for those
who choose to participate in the
political process.
This involvement is critical on
a number of issues on both the
state and federal levels. On the
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national level there is much to be
done to improve, shape or
perhaps undo some of the more
onerous titles of the 2,400 page
financial reform bill passed by
Congress last year. We have a
new congressional delegation to
work with on the issues of debit
card interchange, Consumer
finance Protection Bureau, and
mortgage lending, among many.
To make needed changes in the
laws we need to inform and
educate our delegation on the
impact of the issues on your
banks, cust omers and
communities. Let them know the
impact of added regulatory
burden including costs and time.
Let them know all you have
done for your communities and
customers. And let them know
you need to see these laws
change to help you continue to
meet your customers needs and
serve your communities.

ICBND is working with NDBA
on a tax relief bill for financial
institutions (2320). There are
several tax relief bills in the
legislature and at least two (1189
and 1247) will reduce the top
corporate rate for regular
corporations to 5% or less and
one bill (1409) wants to
eliminate all income taxes. If
you want to help get this
legislation passed then it is time
to “come to the aid of your
industry” and let our legislators
know that you do support tax
relief including your own
institution.
The financial institution tax bill
2320 will reduce the financial
institutions tax from 7% to 5%.
The 2% portion of the current
tax, which goes to the general
fund, would be eliminated but
there will be no change in the

Continued on page 12...

ICBND ANNOUNCES NEWEST ENDORSED VENDOR
The ICBND Board of Directors is pleased to announce the newest endorsed vendor - Independent Bankers Insurance Services (IBIS). IBIS
and Jodi Brown have been great supporters of ICBND for many years. Jodi will be able to assist you in all financial institutions risk management
and insurance services specifically for community banks.
Company Name: Independent Bankers Insurance Services
Address: PO Box 1736
City/State: Bismarck, ND 58502-1736
Contact: Jodi Brown, Regional Sales Manager
Phone: 701-751-2687
Cell: 701-516-3538
Fax: 800-667-5879
Email: jbrown@ibisinsurance.com
Website: www.ibisinsurance.com
Independent Bankers Insurance Services (IBIS) specializes in financial institutions risk management and insurance services for community banks.
Your bank will benefit from IBIS’ experience and long-term underwriting relationships. IBIS has direct underwriting contracts with all of the major
companies (A-rated excellent or higher) providing the specialized insurance coverage unique to the banking industry. IBIS brings over 30 years’
experience insuring the unique exposures inherent to community banks.

ICBND ANNOUNCES NEWEST ASSOSICATE MEMBER
Company Name: Souris Basin Certified Development Company
Address: PO Box 2024 - 925 20th Ave SW
City/State: Minot, ND 58702-2024
Contact: Mitch Monson
Phone: 701-839-6641
Fax: 701-838-8955
Email: mitch@sourisbasin.org
Website: www.sourisbasincdc.com
Souris Basin Certified Development Company (SBCDC) is a private, non-profit
corporation certified by the Small Business Administration (SBA) to administer the
SBA 504 program throughout the state of North Dakota. An SBA 504 loan provides
long-term, below-market, fixed-rate financing to small businesses for construction and
renovation of facilities or to acquire real estate, machinery, or equipment.

Western State Bank Receives
Patriotic Employer Award
Western State Bank was a recent recipient of the Patriotic
Employer Award, awarded by Employer Support of the
Guard and Reserve (ESGR). ESGR is a Department of
Defense volunteer-based organization whose mission is to
gain and maintain employer support for members of the
National Guard and Reserve by recognizing outstanding
support, increasing awareness of the law, and resolving
conflict through mediation.
Employers are nominated to receive this award by
supporting their employees who are attached to Reserve
and Guard units of the United States Armed Forces.
Western State Bank was nominated by Sergeant First Class
Matthew Mitzel of the North Dakota National Guard.
Mitzel’s wife is an employee of Western State Bank.
In September, it was announced that an employer of a
spouse can be nominated for the Patriot Award. Western
State Bank is the first employer of a spouse in the area to
receive the award.
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State Bank & Trust
Completes Purchase
of Bell Mortgage

cutting edge of community banking through:
· Leadership Training
· Networking Opportunities
· Quality Educational Sessions
· Professional Publications
Make an investment in the future of your
community bank by enrolling your young
bankers and leaders in the ICBND Emerging
Leaders Development Group.
The cost to join this group is only $100 per
participant. The Emerging Leaders member
will receive a 10% discount to the ICBND
Annual Convention and a $50 discount to the
Emerging Leaders Retreat in June.
The members will develop contacts within

the group that will be an invaluable resource
of ideas and information. When facing a
challenge or a new banking issue, they will
have a network of individuals to draw upon for
solutions.
They will also be invited to register for
exclusive training sessions developed
specifically for them as new leaders in your
bank and community.
For more details please review the enclosed
brochure with this newsletter. If you have any
further questions, contact Wendy Ruud at the
ICBND office at 701-258-7121 or contact any
of the Committee members listed on the
brochure.
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State Bank & Trust of Fargo
purchased Bell Mortgage, a 130year-old mortgage company based
in Minneapolis, on January 1,
2011.
The purchase combines the largest
independently owned bank in
Minnesota, North Dakota and
South Dakota with the tri-state
area’s largest private mortgage
company.
Bell Mortgage is retaining its
company name and is now a
division of State Bank & Ttrust.
Bell’s lenders, locations and
management team remain the same,
and former Bell owner Gary Kirt is
staying on as president of the
bank’s Bell Mortgage division.
“We are excited about this new
partnership,” Kirt said. “We plan to
continue to deliver the highest
standard of customer service and
value, now combined with the
strength and stability of State Bank
& Trust.”
State Bank & Trust president
Michael Solberg added that the
purchase has been a win-win
situation from the start. “Because
the cultures and philosophies of
State Bank & Trust and Bell
Mortgage are remarkably similar,
it’s been a smooth transition,”
Solberg said. “We’re very
impressed with the Bell Mortgage
team, and we look forward to many
great years ahead.”
Since it was founded in 1880, Bell
Mortgage has funded more than
half a million home mortgages,
including $10 billion in mortgages
in the last decade alone. State Bank
& Trust will now be offering home
equity loans, construction loans and
other home mortgage services to
Bell’s customers.
Bell Mortgage has 180 employees
at 28 mortgage offices in the Twin
Cities area, Bozeman, Mont., and
Phoenix, Ariz.

Bad Public Policy by Camden R. Fine, ICBA President and CEO
Since its suspiciously onesided beginning, the debit
interchange price-fixing
legislation was terribly
misguided. You know firsthand
the reasons why: The
legislation (and now proposed rule) is a
dangerously destabilizing assault on a wellbalanced, efficient, reliable, innovative and
secure payments system. Despite a few
disingenuous claims to the contrary that
defy basic common sense, the proposed
interchange rule will harm consumers by
eventually foisting greater costs and fewer
choices on them. The rule is a reckless
overstep by big government that undermines
a well-functioning, market-based pricing
system. It is bad public policy plain and
simple.
And, despite its ineffectual fig leaf of
protection for banks with $10 billion in
assets or less, which ICBA saw as
unrealistic and never supported, the
legislation wills seriously hinder community
banks in providing debit cards, a ubiquitous
and highly popular payment choice for
consumers, small businesses and merchants
alike.
Repeatedly and in concrete terms, ICBA
warned Congress about the harmful effects
this legislation would bring. In direct
testimony; in one-on-one meetings with
lawmakers; in letters, phone calls and emails, ICBA and its members have been
educating lawmakers for years on why this

policy approach is harmful and outright
wrong. Nevertheless, the interchange
amendment is probably the one provision of
the entire Wall Street Reform package that
actually impacts almost every single
consumer in the country. And not a single
hearing was held on its potential impact.
Since it became an amendment to the Wall
Street Reform package at the 11th hour, the
legislation, now law, has so far lived up to
its notorious billing by ICBA and many,
many others. The regulations the Federal
Reserve Board proposed for public
comment in December is set interchange
pricing and routing requirements is perhaps
the most punishing interpretation of the law
that could have been made for debit card
issuers. The Fed’s rules would wipe away a
big piece of critical revenue for a great
many community banks. That would be a
huge blow for any community bank, even
for those not still struggling from the
recession.
While all this is discouraging, community
banks still have a real chance of changing
the course of the interchange amendment.
Members of Congress are already voicing
second thoughts about having passed the
legislation, and the court system could also
overturn the law or pare back its
regulations.
Consequently, ICBA has an action plan to
fight the interchange amendment on every
front: We will work with the Federal
Reserve to minimize the negative
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consequences its rule writing will have on
community banks and their customers. We
will work with Congress to repeal the
legislation or, at least, significantly blunt its
harmful effects.
Constructive action in the judicial system
is also an option. Willing to work with any
allies on this issue, we are combining and
coordinating our efforts with a coalition of
card networks, credit unions, and financial
institutions of all sizes.
Join us as ICBA continues to work as hard
as ever to oppose and overturn this
misguided legislation and proposed rule.
Government price-fixing of interchange is a
serious, principled issue for community
banks and Main Street America. This fight
isn’t over. Remember our unprecedented
underdog success five years ago in
preventing Wal-Mart and Home Depot from
entering commercial banking. Working
together, we can ensure that the right cause
still wins in the long run.
Check out Cam Fine’s blog, Finer Points,
through ICBA’s Web site, www.icba.org
Camden R. Fine is President and CEO of ICBA.
Reach him at cam.fine@icba.org.

The Marathon

by Jim MacPhee, Chairman of ICBA

Ever since the president signed
the Wall Street reform bill into
law last summer, our regulators
have been writing the rules
necessary to implement its many
provisions. Likewise, ICBA has
been working to protect the
interests of our industry, so we can continue to
serve our customers fully. ICBA will make
sure the public and legislators keep
distinguishing between community banks on
Main Street and the too-big-to-fail crowd on
Wall Street. That bright line that I’ve talked
about in previous columns is still shining, and
we will not let it fade.
What we all have to be mindful of now is that
this Wall Street financial reform process is a
marathon, not a sprint. The outcome involves
our livelihood; this is the future of the
community banking franchise, and ICBA staff
and community banking leaders will be there
at every turn to protect our united interests.
Our staff has already met with FASB, the
FDIC, Treasury and others to help guide their
decisions and ensure that our voice is heard.
ICBA has produced fact sheets, audio
conferences, webinars and videos, including
our YouTube video series, “Straight Talk on

Wall Street Reform.” We will research and
send in comment letters. We will meet with
and engage state associations and
community bankers in grassroots efforts.
We are listening, and your input is critical to
this important process. Contact ICBA
through any channel to help us be sure
we’re representing the interests of all
community banks.
ICBA has been “the nation’s voice for
community banks” for more than 80 years.
We, the members, are the catalyst for more
new U.S. businesses than any other source.
Our local financial institutions are the
foundation on which our great country’s
economy was built, and we will continue to
show the world that our model produces
good, solid underwriting that allows our
customers to afford their homes and allows
entrepreneurs to succeed and grow.
That is why ICBA will continue to work
with all relevant policymakers to make sure
they don’t overreach in reacting to the
American people’s anger that is really
aimed at Wall Street firms, not Main Street
community banks. It is rewarding to know
that—because of the public’s recognition of
community banks as the solid, responsible

lenders during the Wall Street debacle—
lawmakers now deliberately seek ICBA’s
input on how the new law’s provisions
would affect community banking and our
towns and cities across the country. We
have distinguished ourselves from those
who did wrong, and the recognition of this
difference is what will help us prosper and
allow us to help our communities prosper as
well.
Abraham Lincoln once said, “The best
thing about the future is that it comes one
day at a time.” As we continue the
marathon—and make no mistake about it,
these Wall Street financial reform rules will
take several years to write—just remember
to put one foot in front of the other, stay
proactive and take this process one day at a
time. If we continue to be vigilant, it will be
done right—and to the benefit of our
member banks and our communities.
My very best to you for a successful 2011.
R. Michael S. Menzies Sr. is ICBA Chairman and
the President and CEO of Easton Bank and Trust
Co., in Easton, MD.

Capital Plans: Why the Regulators Believe Every Capital Plan is
Unacceptable and How to Prove Them Wrong by Peter G Weinstock, Hunton & Williams
Virtually every
formal administrative
action requires a
financial institution to
adopt a capital plan.
The concept seems
simple enough: the
financial institution determines how much
capital is needed and the source of such
funding. Institutions are then generally
shocked to receive regulatory responses that
categorically reject the capital plan and require
it be redone. The rejection of the document is
bad, but what may be worse is that the result
of an inadequate submission may be a
regulatory belief that the financial institution
lacks an ability to identify, or does not take
seriously, its needs.
The reasons for such refection can vary
depending upon the condition and
circumstances of the financial institution in
question. After all, no regulator wants to sign
off on even the best prepared capital plan for a
bank that may fail. The main reason for the
rejection of financial institution capital plans,
however, is that such plans lack the rigorous
analysis of true needs, viable alternatives to
the main approaches to funding and realistic

projections. Most capital plans tend to lack
sufficient narrative discussion of these
issues. Instead, such documents tend to be a
multi-year extrapolation of the current
year’s budget.
Yet, the capital plan is a critical document
in the life of any financial institution,
whether it is subject to administrative action
or not. Even if there were not regulators, a
financial institution in this environment
should have a well-thought-out capital plan.
Every board should ask the hard question of
“whether or not we have enough capital for
this stage of the economic cycle and the
state of our market.” If the answer is no,
management should focus on how much
capital is needed and the board and
management should determine the sources
of such funding.
Capital plans should address both bank and
holding company capital needs. Even
though an administrative action may call for
a “bank capital plan,” the document should
be a consolidated plan. Many bank holding
companies have their own stresses. Because
most new dollars that will be brought into
the organization as capital will be at the
holding company level, it is a gaping hole to
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prepare a capital plan that does not consider
the holding company’s resources and needs.
Federal Reserve Banks (the “Reserve
Banks”) have been increasingly reluctant to
allow holding companies to issue
indebtedness to provide funds to
downstream to their banks as capital. The
strategy that was attractive early in 2010 of
issuing subordinated notes and stockpiling a
year or two’s worth of interest at the
holding company level to service such
indebtedness has become more challenging
because of the continuing pressure from the
Reserve Banks to use all funds for bank
needs. Although we can debate whether the
Reserve Banks are being short-sighted in
this regard (after all, if no funds are raised,
there is no additional capital to the bank),
the regulatory position must be addressed. A
consolidated capital plan is certainly the
first step in negotiating an overall solution
to the entire organization’s capital needs.
Late last year, the Federal Reserve Board
promulgated guidance that is very useful for
understanding the regulatory mindset.
Specifically, on November 17, 2010, the
Story continued on page 11...

The 7 Biggest Strategic Mistakes Almost Every Bank will Make
this Year—Except YOU ~by Roxanne Emmerich
R o x a n n e
Emmerich is CEO
of The Emmerich
Group, whose client
list includes the topperforming firms in
the country. One of
her previous books,
“Pr ofit- Gr o wth
Banking,” has been
repeatedly referred to as the “bible of
successful banking.”
As a result of her record-breaking careers
in both banking and brokerage, she is
regulatory asked to share her strategies with
colleagues industry conferences.
This coming fall Roxanne will be one of
our featured speakers at the ICBND Annual
Convention held in Bismarck, August 1416. Roxanne will be one of our General
Session speakers and will follow-up her
session with another longer break-out
session. The following is one of many
articles she has written. Look for an article
from Roxanne in each of our Community
Banker Newsletters this year.

Mistake #1: Create a 5-10 Year Plan

Nothing seems to look the same in banking
these days. This is NOT your daddy’s
Oldsmobile. Those who are holding their
breath, waiting for bad times to pass by using
the traditional model of across-the-board
cost-cutting—cutting travel, training, and
marketing—are finding that they desperately
need to come up for air. That game could
only go so far and we’re there. It’s over.
GULP.
Those who are using the best practices of
days gone by are learning that those practices
no longer suit their needs. They need to find
the delicate balance between handing on to
what worked and reinventing themselves on
the fly so they can have some hope of
competing in the future.
So what do we do NOW that the only thing
we’re assured of is that nothing will ever be
the same? The consumer will forever be at
risk, government intervention will be the
norm, and interest rates are a roller coaster
that would make any asset-liability modeling
look like a video game with YOU as the
target.
So what are the biggest myths and mistakes
that banks are likely to make in their strategic
planning this year?

Mistake #3: Pulling in your tail so it
doesn’t get stepped on

Let’s get real about this...NOBODY knows
what’s going to happen next and how long
THAT shift will last. A SWOT analysis is as
futile as taking a bazooka to shoot
mosquitoes in a Minnesota swamp. (A simple
grenade works best for those.) With change
happening this fast and furiously, a long-term
plan doesn’t even have a chance of making
sense. What needs to happen these days is for
the executive team to have thought through
every possible scenario and develop an action
plan for each so they can be flexible and fast
when the opportunities arise. Additionally,
thinking that those on the leadership team are
the only ones who need to be trained to
“think” will be the downfall of many a bank.
Mistake #2: Assuming the world will end
The demographics are still strongly
indicating that financial services will remain
a boom industry for years to come. The horse
is NOT dead. Not having a plan to capitalize
on everything to make sure you pull in all the
market share you can is a huge mistake.

Imagine not calling any of your customers
to develop business. Imagine not having a
proactive plan to go after all your prime
prospects that are vulnerable because their
bank is ignoring them as they “clean up their
messes.” Imagine no plan to market to the
wealthy. Imagine that no business
development is being done. You don’t have
to imagine for long—that is the case with
almost every one of your competitors. They
think they have a pause button on their
remote control while they clean up loan
issues. That makes this a PERFECT time to
be in business and pulling in market share.
The banks that thrive know how to deal with
ever-more-challenging asset quality issues
while they keep their other foot on the
accelerator called business development.
Mistake #4: Thinking the consumer is the
same as always
The consumer has changed. In fact, they
have changed forever. They want life to be
simple. They want you to take away their
risks. They want someone to hold their hands
and teach them. They don’t want hundreds of
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choices—they want a few simple choices and
they want someone who they can trust to
guide them. They are no longer frivolous.
They are overwhelmed with options and
exhausted trying to keep up and they want
YOU to take away their headaches and
simplify their financial lives. Having a
brochure listing 13 different checking
accounts and asking which one they want is
kamikaze banking.
Mistake #5: Not being perceived as an
expert
Nobody needs another banker. People do
need and want an expert—someone who is
savvy and smart, consumed with
understanding the financial world and
making it simple for them. The banks of the
future will be those who understand that they
are in the education business—NOT the
product business. They will know how to get
in the media as teachers and how to cultivate
their identity as experts.
Mistake #6: Not understanding the new
business model is “free”
We have an entire generation who expects
everything for free. They don’t buy until they
try. If your strategic plan doesn’t take this
Google Generation into account, you may as
well pick up your toys and go home. It’s the
Google way or the highway.
Mistake #7: Not positioning yourself as
trustworthy
Customers want to be led by someone they
can trust. In the wake of Madoff, the large
banks, and many brokerages hanging their
unethical laundry, the consumer is now
wondering who they can trust. Welcome,
community banks! Well, the community
banks who know how to get the media and
create the platforms to prove they are ethical
and they WILL take great care of their
customers. Brand advertising is out. A waste.
Washed up. What’s in is experts who show
they care. If you don’t have a least three
strategies to take advantage of that, this will
not be your decade.
Every mistake avoided is an opportunity
earned. So get out there and make it your
decade!

COMMUNITY BANKS and BANKERS IN THE NEWS
DWB Promotions & Personnel
Changes
Ron Palczewski, President of
Dakota Western Bank, is pleased
to announce two promotions and
other personnel changes.
John Burke has
been promoted to
Vice President and
named
Branch
Manager of the
Bowman -S outh
Branch. He will continue in his
role as Internal Auditor. John
was hired in May 2007.
Darcy McGee has
been promoted to
Loan Officer. Her
loan portfolio will
include agricultural,
commercial, and
consumer loans. Darcy has been
a Loan Reviewer at the bank
since December 2008.
Duane Bowman
has been named
S eni or
Lendi n g
Officer and Branch
manager of the
BowmanNorth
Branch. He is an Executive Vice
President and has been the
Branch Manger of the BowmanSouth Branch for the past three
years. Duane has been employed
with the bank since May 1998.
Magnus
Meier
has been named
Investment Officer,
managi n g
the
i n ves t me nt
portfolio of the
bank. He is an
Executive Vice President and
Hettinger Branch Manger.
Magnus’ banking career in
Hettinger began in May 1980.
Stephanie Holder
has been named
Assistant Cashier.
She is responsible
f or
pr ovi di ng
operational support
for the Chief Operating Officer
and Cashier. Stephanie has been
an employee of the bank since
September 2007.
Two Promoted at North
Country Bank
Laurel Kukert has been

promoted to Chief Operating
Offi cer/Cashier of North
Country Bank. Kukert has been
with the bank for 41 years.
Tina Goven has been promoted
t o Vi ce Pr e s i d e n t / IT
Administrator of North Country
Bank. Goven has over 14 years
of banking experience.
Roeder Named
Banking Officer

Business

Dave Roeder was
named
Business
Banking Officer at
Western State Bank,
West Fargo. Duties
related to this
position include generating and
managing a loan portfolio,
analyzing credit requests for
complex
commercial
transactions, and coordinating
activity in support of the credit
administration process. Roeder
began his banking career in 2003
with the bank. Originally from
Milnor, Roeder graduated from
Minnesota State University,
Moorhead in 2003 with a degree
in accounting.
Bru sse au
Financial

J oin s

Ch oic e

Erin
Brusseau
recentl y
j oined
Choice Financial in
Walhalla
as
a
customer service
representative in the
loan department.
Brusseau earned her associate’s
degree in medical administrative
s e cr e t a r y t e ch n ol o g y a t
Northland Community and
Technical College, East Grand
Forks. She has previous work
experience with Aurora Medical
park in Grand Forks.
Bjornstad and Thomsen Joins
State Bank & Trust
A l y s o n
Bjornstad
has
been hired as a
private
banking
officer at State
Bank & Trust, with
responsibilities for providing
consumer and commercial
lending to private banking
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clients. A native of Barnesville,
MN, Bjornstad graduated from
MSUM with a degree in
economics and holds an MBA
from the University of Mary.
She has been in banking for
seven years. She previously
served as branch manager of
State bank & Trust’s location in
Fargo, then worked in private
banking at Signature Bank in
Minnetonka, MN, prior to
rejoining State Bank & Trust.
Joel Thomsen has
been
hired
as
e x e cu ti ve
vi ce
president of State
Bank & Trust's
Trust & Investments
Division.
He
o v e r s e e s t h e d i vi s i on a l
operations including compliance
and risk business development
and client relations for the areas
of trust and asset management,
retirement development, and
investments. Thomsen grew up
in Perham, MN and graduated
from UND. A certified public
accountant, he has been in the
public accounting industry for 10
years, most recently as a partner
at Eide Bailly, LLP, where he
led the nationwide Insurance
division and local audit
department.
Berg Named to Board of State
Bank & Trust
Da vid
Berg ,
president and CEO
of
Ame r i ca n
Crystal Sugar, has
been named to the
board of directors
of State bank & Trust. A native
of Fargo and a graduate of
Minnesota State University,
Moorhead, Berg holds a master’s
degree in agricultural economics
from NDSU. He served in the
U.S. Air Force and worked at
WDAY TV and General Mills,
Minneapolis, before joining
American Crystal Sugar in 1987.
He has served as the company’s
president and CEO since 2007.

Stoll Joins Western State Bank
Danielle Stoll was
r e ce ntl y
n a me d
Business Banking
Assistant at Western
State Bank, West
Fargo. Her main
duties include preparation of loan
d ocu me n t s, pe r fe cti on of
collateral, file maintenance and
customer service. Stoll joined the
bank in 2007 as a CSR. Before
joining Western, she was a teller
for Farmer’s State bank in Both
their Den and Perham, MN
locations. Stoll holds a Bachelor
of Science Degree in Finance
from NDSU. Originally from
Dent, MN, she currently resides in
Moorhead, MN.
American Announces Employee
Update
American Bank
Center is pleased
to
ann oun ce
R o x a n n e
Br odhe ad
as
Business/Ag Loan
Servicer at their
D i c k i n s o n
location. Roxanne joined the bank
in march of 2008 and recently
worked as a Mortgage Loan
Processor.
Widmer Roel PC Hires Richter
as a Staff Accountant
Tyler Richter has
joined the audit
d epart ment
of
Widmer Roel PC, a
public accounting
and
business
advisory firm with offices in
Fargo, Bismarck and Hazen.
Richter, as a staff accountant, will
provide audit and accounting
services. He is a graduate of
NDSU.
Kegley Promoted at State Bank
& Trust
Shelly Kegley has
been named a vice
president/business
banking officer at
State Bank & Trust.
Kegley focuses on
s ma ll
b us i ne ss
lending, including working capital
loans, equipment financing,
commercial real estate loans,
business lines of credit, SBA

COMMUNITY BANKS and BANKERS IN THE NEWS
loans and cash management
services. She is a native of Leeds
and graduated from Minnesota
State University, Moorhead. A
CPA, she has been in the
banking field for 15 years and
joined the bank in 2000.
Mathew and Paulson Join
Choice Financial
Trevor Mathew and Amanda
Paulson have accepted customer
service representative positions
with Choice Financial in Fargo.
Mathew
was
previously the store
manager of Vidcyle
and Take 2 Video,
and director of food
and beverage for the
Fargo-Moorhead RedHawks.
Trevor is a graduate of NDSU
with a sociology major and
English minor.
Paulson
has
previous
w ork
e xp eri en ce
wit h
Alerus Financial and
is a graduate of
M a yvi l l e
State
University, Mayville, with an
associate degree in business
management.
American
Announces
Employee Updates
American Bank
Center is pleased to
a n n ou n ce
that
Steven
Zottnick
has been hired as an
Electronic Banking
Specialist in Bismarck. Steven
has a Bachelors Degree in
Business Administration from
NDSU and joins American with
four years of banking and
investment experience.
American Bank
Center is pleased to
announce Cindy
Vetter
as
Receptionist
in
Dickinson. Cindy
joined the bank in September
2004 as a part-time Teller. She
most recently worked in the
teller line and substituted for the
reception area as needed.

American Bank
Center in Minot is
pleased
to
announce Wendy
Keller,
Min ot
Market President,
is
taking
on
additional responsibilities as
Trust Officer for the Minot/
Stanley markets. She will
continue to serve as the Minot
Market President in addition to
her newly assigned Trust Officer
duties and will also be
responsible for oversight of the
Marketing functi on for
American. Wendy originally
joined the bank in April 2007 as
a Trust Officer. She obtained her
Certified Trust and Financial
Advisor designation with honors
from Cannon Financial Institute
and has worked in the financial
service industry for 27 years.
Scandia American Bank and
Trust Announce Bykonen as
President
Scandia American
Bank and Trust is
pleased to announce
that Cleo Bykonen
has been named
President
of
Scandia American Bank & Trust
of Stanley. Cleo was named
market President at the board’s
October meeting and began her
duties immediately. Cleo started
her banking career with the bank
in June 1971.
New Faces at Dakota Western
Bank
Ron Palczewski, President of
Dakota Western Bank, is pleased
to announce the recent hiring of
four employees.
Becca Forthun
began
her
employment as a
full-time Teller/
Customer Service
Representative in
t he
He t t i n g e r
Branch. She is a Hettinger native
and graduated from Dickinson
State University with a Bachelor
of Science degree in Writing.
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Cassy Beckman
was hired as a parttime
Teller/
Customer Service
Representative in
the
He t t i n ge r
Branch. Cassy is a
Hettinger native and was an
Honors graduate of Hettinger
High School in May 2010.
Michelle Steen
began employment
as a full-time
Teller/Customer
S e r v i c e
Representative in
the Hettinger branch. Michelle is
a native of Hoven, South Dakota
and is a graduate of both the
University of Mary and the St.
Alexius Medical Center-School
of Radiologic Technology.
Tammy Hofland
was recently hired
as
the
Proof
Operator in the
B ow m an - S out h
branch. Tammy is
a Scranton native
but has lived in Bowman for
several years.
Choice F inancials Zink
Recognized by Lions Club
International
W a yn e
Zi n k,
Market President of
Choice Financial in
Grand Forks, has
been
named
a
Melvin Jones Fellow
by the Lions Clubs
International Foundation (LCIF)
in recognition of his
commitment to humanitarian
service. Zink, a current member
of the Grand Forks Lions Club
and chair of the tri-club directors
for Christmas in the Park has
served in most of the Grand
Forks Lions Club offices and is
active in many club projects.
Zink joined choice financial in
2008 and serves as market
president in Grand Forks. He
oversees deposit and loan
business development efforts,
community awareness and
customer service activities. He
attended NDSU, where he

r ecei ved hi s busi ness
administration degree.
American Announces
Employee Updates
American Bank
Center is pleased
to
announ ce
Kelly Barnes as
ICA
Service
Assistant in the
Dickinson
location. Kelly started as a
receptionist at the North
Dickinson location in 2008 and
most currently worked as a
Mortgage Loan Processor.
American Bank
Center is pleased
to
a nn ou n ce
Dana Opp as
Electronic
B a n k i n g
Specialist. Dana
joined the bank as a Retail
Banking Assistant in 2002. She
most currently held a Retail
Support Specialist position.
Dana is a graduate of Dickinson
State University with a
Bachelor’s Degree in Business
Ad m i n i s t r a t i o n wi t h a
Management concentration.
American Bank
Center is pleased
to announce Les
Praus as Credit
Analyst. Les has
been with the
bank since 1998
and has held positions of
Personal Banker, Office
Manger, Consumer Loan
Manager and most recently
Credit Review Officer.
American Bank
Center is pleased
to
announce
V i c k y
Honcharenko as
Trust Associate.
Vicky has been
with the bank
since May 1998 and has been
an ICA Service Assistant in
both the Bismarck and
Dickinson offices.

Community Banking Will Always Have a Niche by James Ghiglieri Jr., SHAZAM
As I travel around the country
and hear the sad stories about
good financial institutions and
good bankers who have been
caught up in the collapse of the
real estate market and the
changing financial landscape,
it leads one to question the future of
community banking. Our good friend Mark
Olson talked about his in a recent column
from American Banker. The big financial
institutions will always survive because they
are systemically important to our economy,
and the government will always be there as
their safety net. Unfortunately, community
financial institutions do not enjoy the same
level of reassurance.
Community bankers must adapt to the
changing economy and are preparing for
literally hundreds of new regulations that
always fall disproportionately hard on
community financial institutions. I have
heard speculation that the number of
financial institution charters will fall from
around 8,000 to 3,000 in the next couple of
years. Many so-called experts suggest that
hundreds of financial institutions will fail
and thousands more will tire of fighting the
fight and sell their financial institutions,
which will lead to massive industry
consolidation.
I, however, have a much different and
more optimistic view of the future of
community banking. I started my banking
career in 1976 during another difficult time
in the history of banking. During that time,
banking was protected by an old regulation,
Regulation Q. This regulation set limits on
the rates that could be paid on deposits, and
various state laws limited the rates that
could be charged for loans. Every financial
institution had, by regulation, a built-in net
interest margin that allowed banks to
prosper. The only thing they had to worry
about was credit quality.
As the decade of the 1970s moved along,
our economy experienced double-digit
inflation and Regulation Q was repealed.
Institutions could then set their own interest
rates. The early 1980s saw the prime rate
increase to a high of 18.5 percent.
Certificates of Deposits were paying over
15 percent, and mortgage rates were 21
percent. All of this was done to break the
back of inflation, and it was successful.
Despite the success, over 1,500 institutions
failed during that time, mostly savings and
loan institutions, financial institutions in
Texas, and institutions in the Midwest farm
states. These were horrible, devastating
times for the industry, and widely held
speculation said that we were moving

toward the Canadian model where we
would only have a handful of huge, national
banks.
Of course a review of the results of that
period showed a very different outcome.
While there was a reduction of bank
charters from 16,000 to 12,000, community
bankers showed their creativity, tenacity,
and entrepreneurial spirit, and by 1990 were
thriving again. Community banks became
our nation’s small business lenders, where
they were providing credit to over 40
percent of the start-up companies in the
country while only holding 15 percent of the

10

domestic deposits. They were the people
who sat across the desk from the business
owners who had an idea by no money. They
understood character lending and fueled the
creation of the greatest economy the world
has ever seen.
I am giving you this background to
articulate my strong feeling that there will
always be an important niche for
community banks in our economy. I have
such faith in the creativity, passion, and
spirit of community bankers. It will not be
easy for bankers to overcome the challenges
Story continued on page 15...

Capital Plans...Continued from page 6

Federal Reserve Board promulgated
“Revised Temporary Addendum to SR letter
09-4: Dividend Increases and Other Capital
Distributions for the 19 Supervisory Capital
Assessment Program Bank Holding
Companies” (the “Addendum”).
The “Supervisory Capital Assessment
Program Bank Holding Companies” (“SCAP
BHCs”) are the largest institutions in the
country. Certain of the SCAP BHCs have
been pushing to restore their dividends on
common stock or, in some cases, to increase
such dividends. Certain investors will only
hold securities of companies that pay
dividends. The SCAP BHCs believe that
there is a significant benefit to expanding the
number and resources of investors that can
hold their stock. Ever since the stress testing
performed by the U.S. Treasury (“UST”), the
Federal Reserve Board and the UST have
effectively limited the ability of the SCAP
BHCs to pay dividends or buy back their
stock. The regulators recognize that there is
benefit to allowing such institutions to reestablish a divided payment program.
Consequently, the Federal Reserve Board, in
the Addendum, has presented a roadmap for
certain of the key ingredients in a capital
plan.
The Addendum stated that the capital plan
should include the following:
õ A minimum planning horizon of 24
months, including loan loss reserves
needed to support credit and other
financial exposures in place at the end of
the planning horizon (generally the
regulators expect at least three-year
projections from community banks);
õ Specify assumptions comprising, at a
minimum, both a firm-defined baseline
scenario and a firm-defined adverse
scenario appropriate to the business model
and portfolios, including an assessment of
the likelihood of the scenario;
õ Include estimates of losses, revenue, and
pro forma, post-stress capital levels based
on the firm-defined scenarios (the Federal
Reserve Board also proved the SCAP
BHCs with adverse macroeconomic
scenarios that the Federal Reserve Board
applied);
õ Provide quarterly pro forma, post-stress
estimates of potential losses and their
impact on reserves and valuation
adjustments, potential resources available
to absorb losses (e.g., pre-provision net
revenues and gains from sales), and the
impact of those estimates on exposures
subject to regulatory capital adjustment or
dedication;
õ Specify by quarter all planned capital
actions, as well as expected changes in the
firm’s risk profile, business strategy, or

corporate structure over the planning
horizon;
õ Provide quarterly, pro forma estimates
under each macroeconomic scenario
described above, Tier 1 and total riskbased capital ratios, Tier 1 leverage ratio,
as well as a Tier 1 common risk-based
ratio to serve as an additional supervisory
reference point;
õ Describe the composition of the firm’s
regulatory capital base, including key
contractual terms of the capital
instruments and any management plans to
retire, refinance, or replace the
instruments over the planning horizon;
õ Describe the firm’s dividend and common
stock repurchase policies, with particular
emphasis on how management decisions
to declare such actions are informed by
considerations of future performance;
õ Reflect management’s plans for
addressing proposed revisions to the
regulatory capital framework agreed by
the Basel Committee on Banking
Supervision (Basel III). Companies should
provide a transition plan that includes pro
forma estimates of regulatory capital
ratios consistent with the proposed Basel
III regulatory framework over the phase-in
period, with supporting detail around
actions and assumptions to be taken over
the entire period necessary to meet the
fully phased in 7% Tier 1 common equity
target; and
õ Incorporate in the plan any anticipated
impact of requirements under Dodd-Frank
that could affect risk profile, business
strategy, corporate structure, or capital
adequacy over the 24-month planning
horizon (principally, the phase –out of
Tier 1 capital treatment for trust preferred
securities (“TRUPS”) issued by
companies with more than 15 billion in
total assets).
So, what does the Addendum tell us for
community banks? The starting point for the
capital plan is to identify the organization’s
need for capital. Most capital plans miss the
mark because they do not start with an
identification of what capital is needed or
when such plans do, they are based
exclusively on certain leverage and riskbased capital ratio targets. Nowadays, the
regulators expect that the capital planning
will include an analysis of a financial
institution’s asset quality issues, including an
emphasis on stress testing reserves, valuation
adjustments, and potential asset write-downs.
The capital plan should project out the
anticipated key asset quality ratios (at a
minimum using the coverage ratio, which is a
financial institution’s classified assets
divided by capital and reserves).
The
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regulators expect that projections of asset
quality improvements will be conservative
and reflect stress testing.
It does not matter if the bank believes that
its classified assets grades are accurate and its
ALLL is sufficient. Regardless, the bank
regulators believe that, at this point in the
economic cycle, there will be more losses
and higher provisions than anticipated. The
regulators simply believe that there will be
other “shoes” that will drop. For institutions
that are not in the third phase of the
regulatory cycle, the regulators will expect
higher levels of capital to absorb for possible
losses. The Addendum provides that the
Federal Reserve Board will consider “the
strength of management’s internal capital
assessment process as informed by recent
supervisory examinations and existing
supervisory knowledge of risk management
rather than weaknesses to assess an
institution’s capital needs.” In short, the more
creditability an institution can gain by
moving aggressively through the regulatory
cycle to identify its problems, develop workout plans for those assets and limit the
addition of new assets to the watch list, the
less capital that institution will need to raise
to convince the regulatory authorities that
there is cushion of the unexpected.
Beyond asset quality, the capital plan should
consider any other demands for resources.
For instance, if the holding company has
previously borrowed money, then the capital
plan should consider the company’s
obligation to service, and then ultimately,
repay such indebtedness. The Reserve Banks
have begun focusing on what they consider
the appropriate mix of holding company
capital elements (common equity and other
Tier 1 and Tier 2 elements). For overleveraged companies or highly leveraged
companies, the Reserve Banks will expect a
capital plan that increases common equity
and reduces the impact of debt-like
components of capital in order to reach an
optimal composition of capital within a
reasonable period of time.
For growing organizations, capital planning
should include a consideration of
opportunities presented by the current
economic environment. Implementation of a
capital plan is just not for problem
institutions. The days of just-in-time capital
are long gone. Institutions should consider
whether to build war chests to take advantage
of opportunities that will enable them to use
the current circumstances to expand market
share. Alternatively, companies need to have
a realistic understanding of whether
prospective shortfall is likely to prevent
further organic and other growth
Story continued on page 15...

Compliance
Regulatory Update
Webinar
February 10
Expectations of today’s compliance
officer can be very daunting...to say the
least! The ICBND Community Bankers
for Compliance Program (CBC) can
h e l p b y p r o vi d i n g u p -t o -d a t e
information on compliance issues and
especially changes in bank regulations,
as well as proven techniques for
maintaining your in-bank compliance
program.
We hope that you have already joined
this group, but if you haven’t please
check out the enclosed brochure on
annual membership. Even if you do not
want to join annually and receive the
GREAT benefits that come with
membership you can pay as you go for
each session.
Our first Regulatory Update Webcast is
scheduled for February 10th at 10:00 am
and will be 1 1/2 hours in length with
time for questions and answers.
The following will be covered during
this webcast:
Ø

Interagency

Appraisal

and

Evaluation Guidelines
Ø

Dodd Frank and FDIC Insurance

Ø

S.A.F.E. Act

Ø

Federal Reserve Board Updates
Appraisal rule in Regulation Z

Ø

Proposal to Expand “Alphabet
Soup”

Ø
Ø

Annual

CRA

A s s e t - S i ze

Threshold Adjustments

“Country”...continued from page 2...

U.S. Department of Housing and

amount of the tax (the remaining 5%)
going to the cities and counties.
If you have not already done so, I
strongly suggest contacting me to add at
least one person from each legislative
district in which your bank has a branch on
our legislative contacts list or legislative
committee for ICBND. Part of being
involved is staying informed and this is a
terrific way of doing so. Members of the
legislative committee receive weekly
legislative status reports on all legislative
issues we are monitoring or taking a

Urban Development Q&As
Ø

Annual Adjustment to HMDA
Threshold Announces

Ø

More Dodd-Frank Changes

Sign up today using the enclosed
brochure or on our website at
www.icbnd.com.
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position on. The same information is
available on our website under
“Legislative State Report” in the pop-down
menu under the News/Legislative heading.
Community Banks have not had any
higher ground than you have today to
differentiate your main street banks from
Wall Street Banks. Indeed, if you will
forgive my paraphrase “now is the time for
all good bankers to come to the aid of your
industry, your communities, and your
customers”.

BSA Training for
Frontline Offered by
Webcast
Job specific BSA training was
emphasized in the April 2010 BSA
Examination Manual Update. Frontline
staff’s responsibility for BSA is a huge part
of a successful examination.
Each year ICBND usually has BSA
training at their Spring Frontline evening
training session, however, this year we are
bringing it to you via Webcast! Join our
presenter Deborah Crawford on February
15th for this important training opportunity.
This is a cost-effective way to train your
frontline staff on the job-specific BSA
requirements that regulators expect and
require. You may train as many individuals
as you like for one set price. There will be
no travel costs, time lost from work or no
one will be required to leave the bank.
As with all ICBND Telephone/Webcast
session there are four different option to
choose from for your training needs:

eTelephone Seminar and Handouts
eLive Webinar (audio will be

over
normal phone lines with visuals over the
web) and Handouts

eOn-Demand

Web Link and FREE CD

Rom

eBoth

Live Webinar and On-Demand
Web Link with FREE CD Rom

The On-Demand Web Link is a recording
of the live event including audio, visuals,
and handouts and we provide the presenter's
email so you may ask follow-up questions.
Within 6 business days following the
webinar, you will have access to a web link
that can be viewed anytime 24/7 for the next
6 months. With this method you would be
able to train all your tellers/frontline
personnel without disrupting customer
coverage. And as an added bonus—you
will also receive a FREE audio/visual CD
Rom to have for future training in your
office. Use this CD Rom for in-house
training for new employees that join you
bank after the session date.
See the enclosed March Telephone/
Webcast brochure for highlights on this
class and many more.
Keep your eyes open...ICBND is excited
about our Certified Frontline
Professional Program this year. The
Pinnacle Training Group has put
together an OUTSTANDING Frontline
Training Curriculum for our two sessions
in April and September—details for
April are enclosed with this newsletter!

Banks Are Gaining Ground with Our
New Online Collaboration Network
Do you spend hours trying to write policies? Do you wonder how other banks are solving
problems? Is it an arduous undertaking to find vendors with references that are meaningful?
Have you ever wished for a ‘Craiglist’ of bank supplies? If any of these challenges have
crossed your desk, then our new online collaboration network—powered by the cbanc Network—is for you. cbanc is a private, online network where community banks share work
materials, best practices, vendor reviews and more. Using points instead of dollars, all areas
of the member banks can save time and money from being part of the network—including
marketing, IT, compliance, finance, and lending.
Go see how banks are collaborating every single day at www.cbancnetowrk.com
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CLASSIFIEDS
Information Technology Specialist
Starion Financial, Mandan is seeking an IT Specialist to assist with network administration, bank-related software, hardware and various IT
projects. This position assists with workstation installation and maintenance, user support and training, help desk service, and IBM mainframe
operation, as needed. Requires a self-motivated team player with effective organizational, time management and communication skills. A
degree in computer science or network administration is preferred, along with three to five years of experience in the financial services industry.
Experience in customer service, hardware troubleshooting, MS Office, Windows, networking, help desk, training and web design is desirable.
We offer a competitive salary and comprehensive benefits package.
Visit our Careers page at www.starionfinancial.com or any Starion Financial branch for an application. Resumes and applications can be
submitted to:
Starion Financial, Human Resources, PO Box 777, Bismarck, ND 58502-0777 humanresources@starionfinancial.com
Equal Opportunity Employer

Member FDIC

Senior Loan Officer
The Citizens State Bank of Finley is seeking a Senior Loan Officer in their Finley location. This individual is responsible for overseeing the
bank’s complete loan portfolio, including risk reduction, supervising all loan officers, and reporting to the Board of Directors. This individual
will also maintain their own large loan portfolio. This position will also be required to attract and maintain a positive customer base. This
position requires a bachelor’s degree in business, agriculture, or related field; 5+ years experience in the agricultural industry, or similar
experience in agricultural credit. The individual must possess excellent interpersonal, communication, problem solving, analyzing, negotiating,
influencing, and strategic selling skills. The position offers a competitive salary, bonus potential and additional benefits.
For consideration, please send your resume and cover letter to the following address:
Citizens State Bank, Human Resources, PO Box 255, Finley, ND 58230 or email: hstromsodt@csbfinley.com
Equal Opportunity Employer

Member FDIC

Agricultural Loan Officer
The Citizens State Bank of Finley is seeking to hire an Agricultural Loan Officer in their Cooperstown location. This person is responsible for
a wide variety of duties related to lending and customer accounts including attracting and maintaining a positive customer base. This position
requires a bachelor’s degree in business, agriculture, or related field; experience in the agricultural industry, or similar experience in agricultural
credit or closely related field. The individual must possess excellent interpersonal, communication, problem solving, analyzing, negotiating,
influencing, and strategic selling skills. The position offers a competitive salary, bonus potential and additional benefits.
For consideration, please send your resume and cover letter to the following address:
Citizens State Bank, Human Resources, PO Box 255, Finley, ND 58230 or email: hstromsodt@csbfinley.com
Equal Opportunity Employer

Member FDIC

Chief Executive Officer
Quality Bank of Page, ND, is looking for a self-motivated Chief Executive Officer for their Page, ND office. Applicant should have 3 to 5
years of experience in managing all aspects of a small growing bank. Compensation is based on experience with excellent benefits package.
For consideration, please send your resume and cover letter to the following address:
Quality Bank, David Schornack, PO Box 24, Perham, MN 56573
Equal Opportunity Employer

Member FDIC
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CLASSIFIEDS
Commercial Loan Officer
Our client, a successful financial institution located in Williston, ND, has a career opportunity for a highly motivated individual as a
Commercial Loan Officer. Responsibilities include administration of current loan portfolio, generating new business by developing
relationships within the community and providing excellent customer service.
Qualifications include a Bachelors Degree in Finance or Accounting and 3 plus years bank lending experience. The ideal candidate will
possess knowledge of lending concepts, practices and procedures and good judgment to plan and accomplish goals. In addition, work well both
independently and in a team environment and have excellent written and verbal communication skills. Proven business development
background is a plus.
This position offers a competitive compensation package and a stable work environment. For consideration, please send resume with recent
salary history to:
Kari Yonke, Eide Bailly LLP, PO Box 2545, Fargo, ND 58108-2545 or email to kyonke@eidebailly.com

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

Capital Plans...continued from page 11...

opportunities.
For institutions considering stock
repurchases or instituting or increasing their
dividend programs, the same concerns that
the Reserve Banks have for SCAP BHCs are
applicable to those community banks as well.
Once the company identifies its capital
needs, the next step is to identify the sources
for such funds. Here too, most capital plans
fail to address what boards should require
and what regulators want to know. Typically,
capital plans will set forth a litany of options
for capital culminating in the possibility of a
M&A transaction. A discussion of
alternatives is good, but the discussion needs
to be prioritized. Management must discuss
what the company plans to do now. For the
alternatives, the capital plan needs to discuss
the triggers that would lead banks to pursue
those options.
It is also hard to be too specific for the
regulatory authorities. They are looking for
details and timeframes regarding capital
raising efforts. If the wolf is “breathing at the
door,” the capital plan can be used to delay
the time when the wolf will enter. For a
capital plan to have much utility, however,
the regulators will want to be able to assess
the bank’s success in implementation of the
plan. Absent benchmarks, the plan will be

Niche...continued from page 10...

rejected out of hand. Similarly, the more
challenges the company is confronting, the
more specificity that regulator will want to
see in the plan. For CAMELS 5-rated banks,
it is not uncommon for regulators to ask the
names of the parities who will invest in the
company, the dollar amount of securities that
they will purchase and on what day the sale
will occur.
In summary, a capital plan in the current
environment has become an assessment of
asset quality that is stress tested, as well as a
plan to identify, evaluate, prioritize and
pursue additional capital as needed. A wellthought-out capital plan can add to a
company's creditability with its regulators.
Peter Weinstock is an attorney in the
financial institutions corporate and
regulatory section of Hunton & Williams
LLP. He writes and speaks frequently on
topics of interest to community bankers. You
may contact peter at (214) 468-3395 or
pweinstock@hunton.com.
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ahead. Real estate values and
suffocating regulatory burdens will test
the mettle of the bankers over the next
couple of years, but I am as confident
as I have ever been in the future of
community banking.
I love this industry and all of us at
SHAZAM are fortunate to be able to
work with such honorable people.

COMING EVENTS:

TELEPHONE/WEBCAST SEMINARS:
Feb 2: ACH Rules Update
Feb 3: Denied Loan Requirements: Consumer, Commercial,
and Residential
Feb 4: FDIC Regulatory Guidance on Overdraft Protection:
Effective July 1, 2011: Rules, Policy, Operations
Feb 7: Replacing Lost Fee Income: New Revenue
Alternatives
Feb 8: Dealing with Record/Document Retention and
Destruction
Feb 10: New SBA Lending Requirements
Feb 15: Job-Specific BSA Training for Frontline Staff
Feb 16: Network Security Compliance: What the Regulators
Want
Feb 17: Interpreting the Four Most Misunderstood Tax
Forms: D, E, 4797, and 6252
Feb 23: Preparing for SAFE Mortgage Act Registration and
Compliance
Feb 24: Regulators and Impaired Loans
Mar 3: Implementing the Mortgage Reform & AntiPredatory Lending Act: Effective July 21, 2011
Mar 8: Employee Leave: What You Need to Know About
Vacation, Jury Duty, Sick Leave & More
Mar 10: SafeCatch Robbery Suppression & Apprehension
Mar 11: Evaluating the Alternatives to Collateral Foreclosure:
Workouts, Receivership, Short Sales & More
Mar 15: Director Series: Mandatory Compliance Training for
the Board and Senior Management
Mar 17: RESPA Now: GFE & HUD-1 Compliance
Mar 18: Appraisal & Evaluation Guidance Update Part 1:
Appraisal & Evaluation Program
Mar 22: auditing IRS Forms & Controlling Errors: W-8, W-9,
Backup Withholding, Remittances & Annual Filings
Mar 24: Consumer Lending Series: Trust Documents in
Lending
Mar 28: Call Report Revisions and Updates
Mar 29: 10 Lessons Learned When a Deposit Customer Dies
Mar 31: Appraisal & Evaluation Guidance Update Part 2:
Collateral Valuation
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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 Deanna Stoeser at the ICBND office at
701-258-7121 or toll free 1-800-862-0672.
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