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May/June 2010 Issue 

Changing Landscape - Glaciers and Legislation 
   By Don Forsberg, Exec. Vice President, ICBND 

  There was a time when massive glaciers covered all of 
North Dakota and dramatically changed the landscape 
forever by their ponderous weight and the effect of the 
debris which these massive moving sheets of ice carried 
with them as they moved ever so slowly across the Great 
Plains. They carried and deposited rocks and gouged the 
earth as they moved creating hills and valleys.  The 
melting ice created many of our rivers. These changes 
resulted in both positive and negative changes to the 
Dakota landscape including some of the richest farm land.  
Some would argue that it is some of the rockiest (or so it 
seemed to me when as a youngster I had to pick them 
from the fields). Some areas are poor for growing much 
of anything but the end result is North Dakota has the 
highest percentage of land in agricultural production in 
the country.  
  As I am drafting this article the Senate version of 
Financial Regulatory Reform (S.3217 Restoring 
American Financial Stability Act of 2010) is making its 
way through the Senate much like the glaciers which 
formed the North Dakota landscape only at a much higher 
speed. And just like the glaciers which carried debris 
which had a significant impact on the landscape so too are 
amendments having an impact on the Senate bill. 
Amendments being proposed cover the entire gamut from 
good amendments needed to address critical oversights or 
unintended results to bad amendments which would have 
devastating impacts on your ability to serve your 
communities and customers.  
  ICBND and ICBA have been working hand in hand to 
address many of the issues prior to the final vote on the 
bill. Following is a summary of the key issues:  

• Change the deposit insurance fund assessment base for 
regular insurance premiums from deposits to assets 
less tangible capital. Status: Amendment co-
sponsored by Senator Conrad, at ICBND request, 
passed 98-0. 

• Remove section 611 from the bill which would remove 
the ability of all states to set their own lending limits 
and result in a reduced legal lending limit for North 
Dakota chartered banks by an average of 35%. Status: 
Amendment sponsored by Senator Conrad and co-
sponsored by Senator Dorgan to remove this section 
which may be in the manager’s amendment and not 
need a separate floor vote.  Note: ICBND also asked 
for and received assistance from both the Farmers 
Union and American Farm Bureau on this issue. In 
addition, Commissioner Tim Karsky and CSBS were 
primary supporters and assisted in drafting the 
amendment language.  

• Exempt conforming standard mortgage loans from 5% 
risk retention requirement. Status: Amendment passed 
by voice vote. 

• Authorize Federal Reserve to retain its small bank 
examination authority. Status: Amendment passed 90-
9. 

• Focus the Consumer Financial Protection Board on the 
shadow banking industry and exempt small banks. 
Status: Amendment proposed by Senator Brownback 
will exempt all banks less than $10 billion in assets 
(indexed for inflation), give primary regulators rule 
making authority, and allow primary regulators 
override authority on new rules by CFPB waits for 
floor vote.  

• Oppose ALL amendments to change the Interchange 
rules. Status: Approved on a vote of 64-33. this issue 
will now be reconciled by the conference committee 
with the House version of the bill which does not 
contain this language or may yet be pulled from the 
bill due to problems with drafting language.  

• An amendment to exempt auto dealers from consumer 
finance protection regulations is also being strongly 
opposed by ICBND and ICBA.  Status: To be voted 
on.  

• There are also issues of permanently closing the ILC 
loophole, making permanent the $250,000 deposit 
insurance coverage, and extending the Transaction 
Account Guarantee Program through 2013 which have 
not yet been addressed in the bill.   

  These are just some of the key issues although they are 
the highest priorities in the reform legislation that are 
currently being addressed. The Senate reform legislation 
is only one part of the process for final legislation for 

2010 Washington D.C. Summit attendees with Representative 
Earl Pomeroy. Pictured are: Terry Jorde, Representative 
Pomeroy, Lee Stenehjem, Jr, Jerry Hauff, Don Forsberg, Gordon 
Hoffner, Nancy Baerwald, Jim Goetz, Scott Tewksbury, and 
Mary Erman.  
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Don Forsberg 
ICBND Executive Director 

persuade both Senator Conrad 
and Senator Dorgan to assist in 
making the changes we felt were 
needed to improve the bill to the 
point of their sponsoring or co-
sponsoring amendments and 
voting in support of these 
changes. We also met with 
Congressman Pomeroy to bring 
him up to speed on the key 
issues we saw in the Senate 
version of financial regulatory 
reform to prepare him and his 
staff for a vote on a final version 
of the two differing bills from 
each chamber.   
  I would add a huge thank you 
to all of you who took an active 
role in contacting our Senators 
when asked and making your 
opinions and concerns known to 
them. If anyone is not currently 
receiving my email updates on 
legislation and would like to 
receive them please contact me.  

financial reform and an end to 
“Too Big To Fail”. Once the 
legislation has cleared the Senate 
it will likely end up in 
conference committee to work 
out the differences between the 
House version and the Senate 
version.  This conference 
committee will be chaired by 
Rep. Barney Frank with the end 
result then once again being 
voted on for final passage by 
both chambers.  
  The end result will be similar to 
that of the glacier on the 
landscape of North Dakota 
which has impacted the 
landscape for generations. But 
unlike my glacier parallel, which 
took hundreds or thousands of 
years, the Senate financial 
reform bill is moving to 
completion in a matter of days. 
  I would like to add a “BIG 
Thank You” to the ICBND 
delegation in Washington DC 
during the ICBA Washington 

Policy Summit. The timing could 
not have been better since we 
were on Capitol Hill during the 
week the legislation came up for 
floor action. The North Dakota 
delegation included Nancy 
Baerwald, CountryBank USA; 
Mary Erman, Starion Financial; 
Jim Goetz, Security First Bank 
of North Dakota; Jerry Hauff, 
Cornerstone Bank; Gordon 
Hoffner, The Union Bank; Terry 
Jorde, CountryBank USA; Lee 
S t e n e h j e m ,  J r . ,  F i r s t 
International Bank & Trust; and 
Scott Tewksbury, Heartland 
S t a t e  B a n k .  T h e s e 
r e p r e s e n t a t i ve s  d i d  a n 
outstanding job in making the 
issues we addressed in S.3217 
real to all parties in each of our 
congressional visits. They 
successfully brought the issues 
down to the impact on their 
customers, their communities 
and their institutions. I strongly 
believe our views helped 

Changing Landscapes Continued... 

  The timing of our annual 
Washington D.C. Summit 
meeting with our Senators and 
our Congressman and their staff 
was right on. Nearly 1,000 
community bankers from across 
the U.S. attended the Summit. 
Our North Dakota group of 9 
bankers decided to spend most of 
our limited time discussing parts 
of the Financial Reform Bill (S. 
3217) that would negatively 
affect our North Dakota 
community banks.   
  Our delegation felt strongly that 
the Senate Bill should make 
mandatory the FDIC premium 
assessment be based on assets 
less their one capital.  The house 
bill that passed several months 
ago did incorporate this change 
in the assessment and made it 
mandatory. Citi Group, for 
example, under the present 
assessment only pays on their 
domestic deposits which 
represent 16% of their total 
assets. It is my understanding 
Senator Conrad is now a co-
sponsor of an amendment for 
this.  
  On another issue, our group 

Gordon Hoffner 
The Union Bank 

Beulah 
ICBND President 

supports retaining our state 
chartered banks’ lending limit 
formula. The present Senate bill 
would change all banks lending 
limits to those allowed by OCC.  
If the OCC lending limit is law 
my bank, for example, will have 
to reduce its lending limit from 
$1.1 million to $821,000. This 
would affect our best borrowers 
and impact earnings. At the 
present time over half of 
community banks in the country 
are under the OCC guidelines, so 
changing the Bill to benefit 
North Dakota and the other half 
of the banks will be an uphill 
battle.  
  We also lobbied to have the 
consumer Financial protection 
portion of the bill focus on the 
unregulated shadow industry, 
and companies who finance 
consumer debt. The House bill 
includes a provision that states 
banks with less than 10 billion in 
assets will be subject to their 
primary lenders exams and not 
the examiners from Consumer 
Financial Protection Agency.  
  We did discuss several other 
issues but due to limited time 

wi th  our  Senators  and 
Con gress man,  the  main 
emphasis was on the Financial 
Reform Bill.  All of the above 
can change and probably will 
with amendments that pass and 
are attached to the original bill 
by the time you read this. The 
Financial Reform Bill is over 
1,400 pages so there are a lot of 
areas covered that may affect us.  
  We heard some great speeches 
from Camden Fine, our ICBA 
President, Senators Richard 
Shelby (AL) and John Tester 
(MT) and others who spoke to us 
at the Summit. I do think we 
made a difference and hopefully 
some of the issues we discussed 
wi th  the  Senators  and 
Congressman Pomeroy and their 
staffs will be changed by 
a m e n d m e n t s .  I  w o u l d 
recommend if you are every 
asked to attend the Summit that 
you take the time and experience 
Washington D.C. and the 
legislative process.  
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Interest Rate Risk Management by Joseph Y. Holman, Holman Hansen & Colville, PC 

Background 
Summary 

  On January 6, 2010, 
financial institution 
regulators issued the 
“Advisory on Interest 

Rate Risk Management.” On January 20, 
2010, they issued a Financial Institution 
Letter (FIL-2-2010) on Financial Institution 
Management of Interest Rate Risk 
summarizing interest rate risk concerns and 
attaching the January 6 advisory on IRR 
management. On January 29, 2010, the 
FDIC sponsored the “Symposium on 
Interest Rate Risk management,” bringing 
together banking regulators, bankers and 
experts to discuss IRR management. Donald 
L. Kohn, Vice Chairman of the Federal 
Reserve Board of Governors, delivered the 
keynote opening address at the event. Panels 
consisting of bankers, consultants, 
academics and market participants provided 
their views on various topics surrounding 
IRR management. 

The Problem 
  The primary problem discussed in these 
regulatory pronouncements is the fear that 
the “flight to safety” phenomenon of cash 
fleeing the stock market to the safely of 
bank deposits will reverse itself as the stock 
market recovers and/or interest rates move 
higher. At the present time banks are 
reaping the rewards of low-cost NOW, 
money market and short term CD accounts 
(CDs maturing in less than one year) which 
are a materially higher percentage of total 
deposits from historical standards at most 
banks.  
  While short-term deposits could 
historically have sensitivity to interest rate 
changes, the bank regulators are of the 
opinion that this larger than usual amount of 
short-term deposits will be more sensitive to 
interest rate changes. The concern is that 
any improvement in the stock market that 
depositors identify as being a long-term 
trend will reverse the flow of these deposits 
out of the banking system. At that point the 
flight to safety will either reverse, with 
short-term deposits fleeing to the stock 
market, or those deposits will reprice higher 
due to rising interest rates. This will put 
pressure on net interest margins of banks as 
well as cause negative funding concerns. If 
banks have high loan to deposit ratios along 
with higher than usual ratios of short-term 
deposits to fund loans, this also puts 
negative pressure on a loan funding source.  

Potential Solutions to the Problem 
  One possible solution is for banks to 
lengthen the maturities of their deposits. 
Although his may require banks to increase 

their cost of funds by paying higher interest 
rates to depositors at the current time, it will 
increase the stability of the funding sources. 
In the long run the regulators favor giving 
up some net income through a reduction in 
the spread to increase the quality of funding 
and liquidity for the Bank. Lengthening the 
maturities of liabilities or deposits is cited 
t h r o u g h o u t  t h e s e  r e g u l a t o r y 
pronouncements on IRR management.  
  Asset liability management techniques can 
be another solution to attempt to position 
the bank in an asset-sensitive position where 
assets (loans and securities) reprice more 
quickly than liabilities/deposits. This allows 
the bank to move the spread back to normal 
or better than normal levels by increasing 
interest rates on loans ahead of increases in 
the cost of funds. That will require good 
measurement techniques by the ALCO 
committee to identify when assets and 
liabilities mature to determine whether the 
bank is in an asset-sensitive or liability-
sensitive position. Federal Reserve Vice 
Chairman Kohn spent most of his opening 
remarks at the symposium discussing the 
asset-sensitive/liability-sensitive positions 
and their impact on the net interest margin. 
Once that position is identified, the bank 
can work on improving it or taking 
advantage of an asset-sensitive position in a 
projected rising interest rate environment.  
Opportunities to Increase Bank Income 

  The regulators commented on several 
techniques for dealing with IRR. One topic 
discussed was hedging techniques using 
derivatives. The regulators were quick to 
point out that hedging using derivatives 
requires a thorough understanding of those 
methods by the directors and senior 
management of the bank. That is, it is 
proper to use outside providers who have 
good experience and reputation in providing 
hedging consulting for banks. However, 
directors and upper management need to 
understand the workings of hedging well 
enough to identify issues and monitor the 
results on a continuing basis to insure the 
methods are being properly applied and are 
producing the correct results.  
  There are two “plain vanilla” hedging 
techniques that banks can utilize. Banks can 
offer fixed-rate loans to their customers and 
then use swap contracts to receive variable-
rate loan interest payments where a rising 
interest rate market is anticipated. This is 
attractive to borrowers and allows the bank 
to keep its good, credit worthy borrowers in 
a competitive market. If interest rates fall 
instead of rising, then the bank would 
receive less interest income than it would 
have received holding the fixed-interest 

loan. Some banks use variable rate loans 
with a floor, meaning the rate paid by the 
borrower will not go below a pre-set level. 
This is one approach that doesn’t utilize 
hedging techniques. It may not always 
produce the intended result, however, since 
some borrowers will refinance when rates 
go below the floor. If the bank has assumed 
the interest rate payments were secure in its 
asset liability management and management 
of the net interest margin, that may be a 
false or uncertain outcome. If that happens, 
hedging may be preferable as a more-
consistent management tool. The overall 
concept in these hedging techniques is that a 
fairly certain result can be achieved at the 
cost of giving up the probability of making 
more on the spread, if you perfectly project 
the interest rate movements. In that regard, 
hedging may produce a more conservative 
approach to IRR management.  
  An approach that has been used in the past, 
but not as widely as the asset hedge, is 
deposit or liability hedging to lengthen the 
period of the liability or deposit. One 
probable reason that depositors are sitting 
on low interest rate NOW, money market 
and short term CD accounts is that they 
think interest rates are going to go up and 
they are waiting on higher rates before they 
lock up their funds in longer term CDs. A 
bank could offer a variable-rate CD which 
would pay the depositor higher rates 
throughout the term of the CD, based on 
increases in an interest rate index. That is, 
the depositor would receive the 3 month 
LIBOR rate or some other rate adjusted to 
that benchmark interest rate on a quarterly 
reset, where the customer receives the 
current rate for the next quarter. The bank 
would then use an interest rate swap 
contract where it would pay a fixed rate and 
the counterparty would pay the variable rate 
of interest throughout the term of the CD. 
This use of hedging or financial derivatives 
is again called a “plain vanilla” interest rate 
swap.  
  In most instances the counterparty 
agreeing to pay the variable rate of interest 
could be the regional Federal Home Loan 
Bank. Most, but not all, FHLBs have been 
extending this product and service as a 
counterparty for banks in their regions for 
the past 10-20 years. In these cases, the 
counterparty risk is seen as not high by 
banks participating in the hedging 
transaction. As with the loan hedging, the 
bank may have made more money by 
simply accepting the primary interest 
exposure in a decreasing interest rate 
market, since the bank would pay a lower 

Continued on page 4... 



ICBND WELCOMES OUR NEWEST ASSOCIATE MEMBERS 

Company Name:  Pifer’s Auction & Realty 
Address:  1506 29th Ave South 
City/State:  Moorhead, MN 56560 
Contact:  Kevin Pifer 
Phone:  218-477-1968 
Toll-Free: 877-700-4099 
Email:  auctions@pifers.com 
Website: www.pifers.com 

  Pifer’s Auction & Realty was recently named “one of the top 25 land auction 
companies in America” by Land Report magazine. Pifer’s, with offices throughout North 
Dakota, has sold nearly 300,000 acres of crop, recreational and grazing land since its 
inception in 2001. Pifer’s focuses on land and machinery auctions in North Dakota, 
South Dakota, Minnesota and Montana.  Pifer’s also has sales associates in Arizona and 
California.  Pifer’s also manages land for its investor and farmer clients. Pifer’s assists 
landowners in achieving their objectives by developing a strategy that provides a win-
win opportunity for the land owner and the tenant.  
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rate of interest to its depositors. In the hedged transaction, the 
bank has a known or certain fixed cost of funds when it 
accepts the fixed-rate interest payment obligation. That 
means a probability of less money made on the net interest 
margin, but a more certain net income margin using the hedge 
concept.  
  Using hedging in the correct manner will produce more 
certain results. By attracting loan customers and deposit 
customers who see benefits to receiving a variable rate on the 
deposit side or paying a fixed rate on the loan side, the bank 
can hold or increase its core bank customers. Maintaining or 
increasing core customers usually produces other income 
cross-selling opportunities, which improves net profits.  

Bank Policies and Compliance 
  The bank should include a specific reference to this interest 
rate risk issue in its asset liability management and funds 
management policies. The board should then monitor the IRR 
quarterly or monthly to insure that the policies are being 
carried out by bank management. The bank should also 
consider having any outside audit or review of the bank 
policies to include a discussion of the IRR issues. If the bank 
is not required to have an outside review, then the internal 
audit and compliance committee should report on 
management’s execution and compliance with these policies.  

Conclusion 
  It is clear that bank regulators view IRR as a critical issue 
currently and going forward in 2010 and beyond. I would 
assume that IRR will be a hot issue or at least receive 
heightened treatment in the bank examination process. Banks 
that identify IRR early, devise policies to deal with it and are 
diligent in implementing them, will enhance safety and 
soundness and may also find opportunities to increase their 
core customer base.  
 
Joseph Y. Holman is a Partner at Holman Hansen & Colville, 
P.C. You may contact him at jyh@hhc-law.com.  
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Communication Revolution by Camden R. Fine, ICBA President and CEO 

       You’ve probably heard— 
     perhaps on the Web—some of 
     these eye-popping statistics 
     about social media: 
 
 
• Half of Americans age 12 and older are 

members of at least one social network. 
• Every day more than 1.5 million bits of 

information—from love notes to political 
screeds to family pictures and 
recommended Web links—are posted on 
Facebook.  

• One-quarter of Americans each month 
watch a short video on their cell phone.  

• And, one out of eight couples getting 
married today met through a social-
media connection.  

  Whether in the form of Facebook, Twitter, 
MySpace, YouTube, Flickr or some future 
variation, Web-based communication 
channels are profoundly transforming the 
way human beings communicate, 
understand the world and make a living. As 
a collective technological and social force, 
they’re everywhere, widely accessible and 
virtually instantaneous.  
  Nowhere is the phenomenon more 
apparent than in Washington, D.C. 

Lawmakers text and tweet throughout the 
day, while their constituents do the same 
back to them to air their causes, tributes and 
complaints. Advocates of every persuasion 
and stripe are using social media to deliver 
and amplify their message. It’s where 
everyday people are going.  
  For all these reasons, ICBA is working for 
you and with you to harness the collective 
political power and energy of social media. 
In September, ICBA created the “My 
Community, My Bank” site to educate 
everyday Americans about the need to end 
too-big-to-fail institutions and allow them to 
communicate easily and quickly their views 
to their representatives. At last count, the 
Web site had generated more than 24,000 
letters to Congress. 
  In January, I also started a blog, called 
Finer Points, to communicate quickly and 
directly with you and other community 
bankers and to share community bank 
messages across the Web. The blog has 
attracted more than 9,800 visitors, a number 
that’s growing every day.  
  Recently, ICBA launched the “My 
Community, My Bank” Faebook fan page, 
which not only provides information about 
the issue for public awareness but allows 

fans to share comments. In a week the site 
attracted more than 850 fans!  
  For the past two years, ICBA and 
community bankers have become a force in 
Washington that can no longer be ignored. 
We have directly and constructively 
influenced the shape of financial reform 
legislation. We have more work to do. 
However, social media can and will help us 
become even stronger and more influential 
for our customers and Main Street.  
  If you haven’t already, I’m hoping you 
will help ICBA use these and future Web 
communication tools to spread the word to 
your customers, neighbors and friends. Join 
us in the fight online. Join us in the 
democratic communication revolution.  
 
  View ICBA’s “My Community, My Bank” 
Facebook fan page at  
facebook.com/mycommunitymybankicba or 
visit mycommunitymybank.org.  
 
Access the Finer P9oionts blog through 
ICBA’s home page.  
   
Camden R. Fine is President and CEO of ICBA. 
Reach him at cam.fine@icba.org 
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  Ever see those headlines on 
fitness magazines: “Better, 
Faster, Stronger”? How about 
“easier” or “more cost-
efficient”? All those adjectives 
might apply to the fabulous 
array I hope you saw in the 

exhibition hall at the ICBA national 
Convention and Techworld. It was an 
amazing sight—221 exhibitors gathered to 
show us the latest products and services to 
help community banks run more efficiently 
and effectively.  
  It’s no surprise that they came to see us:  
ICBA has almost 5,000 members 
representing 268,000 employees 
nationwide. We should see these vendors, 
too. After all, as ICBA members, we all 
understand collective bargaining and the 
power of aggregation in gaining parity with 
our largest competitors. Likewise, we gain a 
lot by sticking together and purchasing from 
vendors who support us.  
  Last year more than 90 percent of our 
members took advantage of ICBA services, 
realizing millions through vendor discounts 
to our member banks. With 25 Preferred 
Service Providers, ICBA procures those 
discounts on hundreds of products and 
services on your behalf. We’re talking real 
money for your bottom line. Did you know 
that Travelers property-and-casualty 
insurance alone paid nearly 1,200 
community banks a dividend of $3.6 
million?  
  And in 2009, ICBA Reinsurance—our 
captive credit-life-insurance subsidiary—
paid its seventh straight dividend, $150,000, 
representing 5.7 percent of earned surplus 
for those shareholders who posted positive 
underwriting results. More than 73 percent 
of participants qualified to receive the 
dividend. Now that’s aggregation and real 
bottom-line improvement.  
  While that should be enough to get your 
attention, remember also that our ICBA 
Services Network staff did the due 
diligence, saving you untold hours of 
investigating these firms to ensure that each 
is the kind of vendor with which you’ll feel 
secure doing business.  
  I am amazed at how many bankers make a 
substantial purchase in equipment, software, 
even a whole new office without first 
checking the ICBA preferred-vendor list or 
the ICBA Corporate Associate Member 
Directory (you should have received one in 
April). That publication lists more than 320 
vendors alphabetically by category to help 
you obtain your best deal. If for no other 
reason than to comparison shop, make it 
part of your routine to always have key staff 

Better, Faster, Easier by Jim MacPhee, Chairman of ICBA 

members check with these vendors first 
before making a purchase. You won’t be 
sorry.  
  As I stated in last month’s “From the Top” 
column, “I pledge to do all that I can to 
protect the community bank franchise.” One 
way I can help us do that is by passing on to 
your proven ideas to bring value to your 
bottom line. One of those, the result of a lot 
of hard work, is the family of products and 
services offered by the ICBA Services 
Network.  
  I always look for them in our annual 
directory, and you should, too. Those vetted 
vendors are one of the many benefits of our 
ICBA membership.  
          
  Jim MacPhee is ICBA Chairman and the CEO 
of Kalamazoo County State Bank in Schoolcraft, 
Michigan.  
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From the mouths of babes.. 
  This was told to me as a true 
story. Even if it’s not it’s one of the 
cutest I’ve heard in a long time.  
  A young boy was bringing the 
rings down the aisle of a wedding. 
He would stop every so often and 
let out a big roar, then take a few 
more steps and roar, and this 
continued until he reached the 
wedding couple.  
  The minister asked what that was 
all about and the little boy replied, 
“I’m the ring bear”.   
  Classic 

~Mark Mayfield 
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#1 Priority: Making the Right Hiring Decision - Ready...Aim...Hire! 
 By Dana Borowka, MA, Lighthouse Consulting Services, LLC 

  In this day and age, making 
the wrong hiring decision 
can cost big time! It is 
imperative to hire right. By 
refining the process, you can 
raise the bar not only for the 
specific position but create a 
posit ive ripple effect 

throughout the organization.  
  There are several steps to creating an 
effective hiring program. The first starts 
with the basics - the job description. Many 
companies don’t even have job 
descriptions for their positions and that’s 
one of many hiring pitfalls. It’s very 
difficult to describe a position to a 
candidate, without having it completely 
defined. The next problem with job 
descriptions is that they are usually not 
definitive enough. It’s important to detail 
the expected job performance outcome, 
and be very specific in what is needed and 
expected. The job description should have 
30-, 60-, 90-, and 180-day objectives, so 
the candidate has a clear understanding 
what is expected for the position. Be sure 
to review and update job descriptions 
regularly, as company needs and 
expectations for a position are bound to 
change. If you’d like to see first hand what 
an over the top job description looks like, I 
would highly recommend reading You’re 
Not The Person I Hired and take a look at 
pages 76-81.  
  The next step is to define where to recruit 
candidates and target your recruiting 
process. Now that you have an idea of 
what you need and expect for the position, 
where do you find this treasured person? 
There are many resources: Referrals, 
recruiters, newspaper ads, college 
placement centers, .com listings, etc. Of 
course, referrals are usually one of the best 
sources for candidates and giving out the 
job description to business associates and 
friends may reveal the perfect candidate. 
When working with recruiters, it is very 
important to be as specific as possible to 
avoid your time being wasted with 
unqualified candidates. The same is true 
for newspaper ads so that the ad is as 
definitive as possible. College placement 
centers are not only good for recruiting 
college grads, but usually have facilities to 
list positions that require extensive 
experience too. They can be especially 
helpful if they are in close contact with the 
alumni association.  
  Soon in your hiring process, you will be 

faced with a big pile of résumés. Look for 
resumes that are specific to your needs and 
notice the presentation style, which will 
tell you a great deal about the candidate. It 
is helpful to decide what the priorities are 
for the position and look for those first in 
the resumes. Once you have settled on a 
few resumes, we suggest the two step 
approach to interviewing. The first is the 
telephone interview, which can save you 
valuable time and effort. Ask the candidate 
a set of specific questions, such as: How 
did you learn about us? What do you know 
about this company? Please describe three 
key attributes that you have to offer to our 
company? Give me one significant activity 
that you have had an impact on in the last 
six months? Listen carefully to the 
candidate to see if the response fits the job 
description. This process allows the 
candidate to earn a face-to-face interview.  
  When interviewing in person, it is 
important to listen and not let emotions 
take over. The candidate should talk about 
80 percent of the interview and the 
interviewer only 20 percent. The goal for 
interviewing effectively is to note their 
thinking patterns, and not get caught up in 
appearances, impressive schools or 
companies.  During the interview, 
questions that are more specific are helpful 
in making successful hiring decisions. 
Some examples are: What significant 
impact have they had at three or more 
companies on their resumes—ask for 
specifics, percentage of change; Please 
describe in detail what brought about the 
change; What was their process, from A to 
Z? and ask how the candidate would 
handle a specific problem that you have 
seen in the position.  
  Once a candidate has been selected to be 
hired, then the most difficult part of the 
hiring process begins—reference checking. 
Many firms find professional organizations 
helpful when making background checks. 
Yet, as the old saying goes, “you never 
know someone until you work with them, 
travel with them or live with them”.  
Through in-depth personality testing, you 
can reduce the possibility of making a 
hiring error. An in-depth work style 
assessment can help identify inner traits of 
a candidate if the appropriate assessment is 
selected.  
  The following are some things to think 
about when reviewing various work style 
& personality profiles:  
• Training or degrees required for 

interpretation of the data. Weekend 
training programs can be problematic 
since testing and human behavior is a 
very complex subject. When making 
hiring or internal decisions, 
organizations need as much information 
and understanding as possible as the 
consequences can be very costly.  

• A copy of the resume should be 
supplied to the testing company to 
review when discussing the assessment 
results. We suggest making sure that 
they require this as part of the process 
so it is used when reviewing the 
assessment.  

• Scale for “Impression Management” to 
understanding accuracy of results and if 
someone is trying to ‘fake good’. The 
questionnaire needs at a minimum of 
164 questions to gather enough data for 
this scale.  

• Common warning signs: when a 
representative uses absolute statements 
when describing human behavior, like 
‘People are all the same’ or ‘People 
don’t change.’ this will convey what 
their level of understanding of the 
human personality is. Or when someone 
claims that their profile is 98 to 99% 
accurate, which rarely can be clinically 
supported. If you hear this, ask how the 
data was collected.  

• Career Matching: Some organizations 
claim to know what the perfect “sales 
person” or “secretary” is from a 
personality perspective. Ask how many 
careers and occupations have been 
studied; is the data base validated by 
outside organizations or only by 
“applied in-house studies”. “Ideal” is 
very difficult to define due to the 
variance of geography, job history and 
education. What is most important is if 
the individual has a similar thought 
pattern that meets the criteria within the 
job description.  

• Number of clinical studies conducted 
by major university and their should be 
multiple studies for validation purposes.  

• How long has the profile been used—
what is the history. 

• How often is the normative database 
updated and where is the data coming 
from. (for example, U.S. Census 1990, 
2000) 

• Cultural bias - is it built into the profile 
and for which countries. 

 



K odaBa n k Hir es  Tom 
Schuster 
  KodaBank, with offices in 
Drayton and Minto, has recently 
hired Tom Schuster as Senior 
Loan Officer. Tom, a native of 
Drayton, brings more than 27 
years of banking experience to 
the area, and will be serving 
customers out of both the 
Drayton and Minto offices. Tom 
and his family reside in Grand 
Forks.  

 
Wanzek Joins 
State Bank & 
Trust 
  Angie Wanzek 
has joined State 
Bank & Trust as 
electronic payment 

and service manger for 
information services.  A West 
Fargo native, Wanzek received a 
degree in business administration 
f r o m  M i n n e s o t a  S t a t e 
University-Moorhead. She has 
been in the banking field for ten 
years. Prior to joining State Bank 
& Trust, she worked in 
information security at Bank of 
the West.  

 
Otto Promoted to 
I n s u r a n c e 
A c c o u n t i n g 
Specialist 
  Denise Otto was 
recently promoted 
t o  I n s u r a n c e 

Accounting Specialist at Choice 
Financial. Denise joined the 
bank in September 2007 as a 
Human Resources Service 
Associate in Langdon. She will 
assist the Choice Financial 
Insurance agency in serving their 
customers, in addition to 
retaining her current duties at the 
bank. Otto attended NDSCS in 
Wahpeton, as well as NDSU to 
obtain degrees in accounting and 
computer operations. Denise and 
her family reside in Langdon.  
 
Thomas Promoted to Starion 
Executive Team 
Starion Financial has promoted 
Jeff Thomas to its executive 
team in addition to his role as 
Fargo Market President. Thomas 
is the first Fargo Market 
President of Starion Financial, 

joining the company when it 
expanded into the community in 
2008. He has more than 22 years 
of business banking experience. 
He is a graduate of UND and the 
American Banking Association’s 
Stonier Graduate School of 
Banking.  
 
Stromme Receives Promotion 
  Kale Stromme was recently 
promoted to Business/Ag 
Banking Officer of Western 
State Bank in Devils Lake. 
Stromme will assist Senior Vice 
President, Brett Johnston, in 
providing solutions for business 
and agricultural customers and 
prospects in the Lake Region. He 
joined Western Finance & Lease 
in 2008 as a commercial analyst. 
He is a graduate of UND with a 
b a ch e l or ’s  i n  Bu s i n es s 
Administration.  
 
Two Hired at Starion 
Financial 
  Starion Financial has hired 
Debra Eiseman as a business 
banking officer and vice 
president and Ronelle Mehlhoff 
as training coordinator.  
  Eiseman has more than 15 
years’ experience in the banking 
industry,  including credit 
analysis, lending and business 
banking. She earned a bachelor 
of science in accounting from the 
University of Mary.  
  Mehlhoff will coordinate 
training and professional 
development at all Starion 
Financial locations in North 
Dakota and Wisconsin. She has 
29 years experience in banking 
and finance, including 15 years 
in training and consulting. She 
completed American Institute of 
Banking coursework and holds 
certifications as facilitator, 
consultant and coach. She 
attended Minot State University 
and Minnesota State University-
Moorhead.  
 
Froslie Promoted to VP at 
Cornerstone Bank 
  Cornerstone Bank in Fargo has 
promoted Kyle Froslie to 
Assistant Vice President of 
business banking. Froslie has 
been with the bank since 2006, 
most recently as a business 

banker. He has 10 years of 
banking experience.  
 
P engi l l y  J oi ns  Ch oic e 
Financial Group 
  Choice Financial is pleased to 
announce the addition of 
Whitney Pengilly as Customer 
Service Representative in 
Langdon. Pengilly has a degree 
in Liberal Arts from Northland 
Community and Technical 
College. She previously worked 
at Kohl’s and Applebees and has 
experience as a lifeguard and 
swim instructor.  
 
Littlejohn Promoted at Choice 
  Amanda Littlejohn joined 
Choice Financial as a full-time 
customer service representative 
in Grafton in 2009 and was 
recently promoted to head teller.  
She is a UND graduate with 
majors in management and 
marketing. She has worked in 
the banking industry since 2004 
and has previous  work 
experience as a teller at a local 
bank. Most recently, she worked 
as a computer operator at 
Accudata Services, Inc.  
 
Jorde Keeps Post 
  Terry J Jorde, President and 
CEO of CountryBank USA in 
Cando, will continue to serve as 
past chairman of the ICBA for 
2010-11.  A community banker 
for 30 years, Jorde has been 
active in ICBA and ICBND 
almost her entire career. She also 
services as chairman of ICBA 
Mortgage Corporation.  
 
Two Promoted at Dakota 
Heritage Bank 
  Jason Hauff has been 
promoted to President and 
Edward Ewertz has been 
promoted to Executive Vice 
President of Dakota Heritage 
Bank of North Dakota, Hunter. 
Hauff has been with the bank 
since 1996, and Ewertz has been 
with the bank since 1981.  
 
Union State Bank Hires VP, 
Mortgage Lender 
  Union State Bank in Fargo has 
hired Carolyn Kramer as Vice 
President and Mortgage Lender. 
Kramer has 23 years of 

experience in the financial 
industry,  including Chase 
Manhattan, New York, Deutsche 
Bank, Frankfurt, Germany, 
private banking and financial 
planning. She is a graduate of 
Concordia College.  
 
Wahl Promoted 
  Heidi Wahl of Bismarck has 
been promoted to Mortgage 
Operations Manager at Starion 
Financials  loan center in Mandan. 
She will supervise mortgage 
underwriter and operations 
specialists in Bismarck-Mandan 
and Madison, WI. Wahl joined 
Starion in 1999 as a loan 
operations specialist and became 
lead loan operations specialist in 
2008. She earned a bachelor’s 
degree in finance from Minnesota 
State University Moorhead.  
 
Tryan Accepts Agent Position 
  Choice Financial announces that 
Jason Tryan has accepted the 
role of Crop Insurance Agent at 
its Walhalla location.  Tryan has 
been a business banking officer at 
Choice for five years. He will 
continue his lending duties with 
Grand Forks and Grafton area 
commercial and ag customers, in 
addition to offering his financial 
skills and services to the Walhalla 
community.  
 
Cornerstone Bank in Fargo 
Hires Two 
  Cornerstone Bank in Fargo has 
hired Dave Slotten as a Business 
Banker.  He is a graduate of 
Minnesota State University 
Moorhead and the University of 
North Dakota School of Law. He 
has more than 20 years of 
financial experience.  
  Ryan Bissel was hired as a 
Credit Analyst. He previously 
worked as a Mortgage Credit 
A n a l y s t  a n d  M o r t g a g e 
Underwriter with US Bank. He is 
a graduate of Minnesota State 
University Moorhead.  
 
Sanderson Promoted 
  Starion Financial has promoted 
Mark Sanderson to Customer 
Service Representative in 
Mandan. Sanderson joined Starion 
Financial in 2007. Originally from 
New Leigzig, Sanderson lives in 
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Mandan.  
 
A Community Donation 
  American State Bank & 
Trust Company staff made and 
sold mini-donuts at the recent 
Mercy Community Sale. 
Proceeds of $1,146 were donated 
to Mercy Hospital, who in turn 
will donate it as concession 
proceeds to the sale recipient, the 
Williston Basin Skating Club. 
 
Donation to Maddock EDC 
  Western State Bank recently 
made a donation to Maddock 
EDC as they continue to grow 
and strengthen their community. 
 
DWB Donation 
  The employees of Dakota 
Western Bank’s Scranton 
branch recently donated $750 
from their Jeans’ Day fund to the 
Scranton First Responders. 
Employees contribute to the 
Jeans’ Day fund for the privilege 
of wearing jeans to work on 
Fridays.     
 
ND Community Banker Wins 
Vacation Prize 
  Lyle Lamoureaux of Security 
State Bank in Bottineau, won a 
luxury vacation grand prize 
valued at $5,000 from the ICBA 
Services Network at the 2010 
ICBA National Convention and 
Techworld. Lamoureaux was 
presented with the award at the 
first general session.  
 
W e s t e r n  S t a t e  B a n k 
Contributes to Charities 
  In 2009, Western State Bank 
employees in West Fargo and 
Fargo contributed nearly 
$40,000 and volunteered more 
than 2,170 hours to 35 different 
area organizations including: 
United Way of Cass-Clay, Lake 
Agassiz Habitat for Humanity, 
Make-A-Wish Foundation, Cass 
County Housing Authority, West 
Fargo Chamber of Commerce, 
Economic Advisory Committee 
and Exchange Club, Fargo 
Optimist Club, Horace Lions, 
FM Humane Society, Wet Fargo 
Schools, and a variety of Fargo 
and West Fargo sport s 
organizations and churches.  
 

Cottonwood Received $1,000 
Donation 
  State Bank & Trust’s “Pay it 
Forward” program has provided 
funding for a number of 
programs and activities, and one 
of the latest beneficiaries is the 
Cottonwood Golf club of 
Casselton.  The bank recently 
presented a $1,000 check to the 
clubhouse staff, Judy Orvik and 
the club manager Mike Utt.  
 
State Bank & Trust of 
Kenmare Donates $25,00 
  Jim Jorgenson, president of the 
State Bank & Trust of 
Kenmare, presented a $25,000 
check to Chuck Leet, secretary-
treasure of the Kenmare Fire 
Department, to be used toward 
the construction of the new fire 
hall. The fire department vacated 
their old quarters at the Kenmare 
Memorial Hall and moved into 
the new fire hall in February. 
State Bank & Trust of Kenmare 
also granted a special loan to the 
City of Kenmare for the 
$180,000 balance remaining on 
the project, with the city and the 
Kenmare Rural Fire Protection 
District sharing responsibility for 
repayment.  
 
School Spirit Donation 
  Choice Financial’s Denny 
Schneider presented a $500 
check to Grafton Public Schools 
Superintendent Jack Maus. The 
donation was the proceeds raised 
for Grafton Public Schools in 
2009 through Choice Financial’s 
School Spirit Debit Card 
program. For every check card 
purchase made by an individual 
with a School spirit Debit Card, 
both the card holder and their 
local high school received five 
cents from the financial 
institution.   
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New President Announced at 
First National Bank & Trust 

 
  Robert Sorenson, a veteran in the banking 
industry, is the newest President of the First National 
Bank & Trust Co. of Williston, the bank’s board of 
directors announced. 
  Sorenson accepted the position in response to the 
transition retirement of former President David 
McAdoo.  McAdoo will remain on the management 

team until year’s end.  
  Sorenson joins First National with over 35 years of banking 
experience at various banks in western North Dakota. His career has 
been broad-based and he has developed strong relationships from 
his experience in agricultural, commercial and real estate lending.  
  “I’m thrilled to have the opportunity to lead a progressive 
community bank like First National Bank & Trust during these 
exciting and challenging times throughout northwest North 
Dakota,” Sorenson said. “With the transitional leadership from 
Dave McAdoo, I am confident the bank will continue to thrive, 
remain a leader in the many communities we serve and be a strong 
advocate for community banking.” 
   

Marvin Heck Retires From First 
State Bank of Munich 

 
  For the last 24 years, Marvin Heck has worked for the First State 
Bank of Munich. 
  He started out as a loan officer and from there moved up the bank-
ing ladder through branch manager, human resource, senior lender, 
and current Executive Vice President of the bank; along with serv-
ing on the bank’s managerial team.  
  Beyond working at the bank, Marvin is a member of the bank’s 
board of directors and the Secretary/Treasurer of Munich Banc 
Shares, Inc., the bank's holding company.  
  His job has kept him very busy, but talking with Marvin you un-
derstand he loves the bank, its employees and his customers.  
  He said the best part of his job has been working with people. 
Since it has been the best part of a job, it will be the hardest part to 
leave.  
  Marvin, who retired the end of April, will spend his new found 
free time with his family; wife, Beth and daughters, Stacy and 
Dawn and grandkids, Regan and Michael.  
  Beyond extra family time, Marvin will fish and golf more. He 
even mentioned getting a part time job.  
  Marvin is glad he has had the opportunities he has had at the First 
State Bank of Munch.  “I feel very fortunate to have worked at the 
First State Bank of Munich, I appreciate all the employees and cus-
tomers and how they have treated me. This was a great place to 
work.”  
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• Does the profile meet U.S. government 
employment standards? Has it been 
reviewed for ADA compliance & 
gender, culture & racial bias? 

• Reading level required. 
• Number of profiles administered.  
• Number of actual primary scales as 

defined by the “Big 5” testing 
standards. Many tests will claim to have 
more scales then they actually have - 
this can lead to misrepresentation of 
data.  

• Does the data provide the depth 
necessary, to understand how an 
individual is wired inside? 

• Validity, reliability and basis. 
  These are some general questions and if a 
profile falls short in any one area, we 
strongly suggest additional research into 
the accuracy of the data being generated.  
  A common inquiry from companies and 
organizations is about the legal guidelines 
in providing assessments to candidates. 
Since industries vary, it is always best to 

Hiring Decision-continued from page 7 check with the trade association or a legal 
representative. The general rule is that a 
test or any set of hiring questions needs to 
be administered to all final candidates in 
order to assure that discrimination is not 
taking place. More information may be 
found at the EEOC website, in the 
Disability-Related Inquires and Medical 
Examinations of Employees section: 
www.eeoc.gov/policy/docs/guidance-
inquiries.html#2 
  Another question is how do new hires 
usually feel about taking an in-depth, work 
style assessment. It shows that a company 
is serious about who they hire. If the 
company presents the testing program as a 
method of assuring both parties that they 
are making the right decision, the 
individual usually responds very well. The 
bottom line is that hopefully turnover is 
greatly reduced.  
  Work style assessments can be very 
helpful for personnel development and 
succession planning. As a hiring tool, they 
can be used to develop additional 

questions for interviewing and confirming 
the interviewer’s intuition that might be 
overlooked. This process gains more 
reliable and accurate data in order to 
effectively manage individuals to make 
hiring and personnel decisions a win-win 
for everyone.  
  If you are a hiring manager and would 
like to see a sample of an in-depth work 
style assessment profile, please call or 
email us.  For more information, please 
contact Dana Borowka at Lighthouse 
Consulting Services, LLC (310) 453-6556, 
e x t e n s i on  4 0 3  or  e ma i l  a t 
dana@lighthouseconsulting.com 
  As you have seen, a successful hiring 
program requires many components that 
work together to provide the needed 
information for the hiring process. 
Combing a well-defined job description, 
targeted recruiting and focused 
interviewing with an effective and in-depth 
work style assessment can turn hiring into 
a profitable and rewarding experience.  
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New Debit and ATM Card Overdraft Rules 
  By Craig Limbocker, Lathrop & Gage LLC 
  New Federal Reserve Board rules issued 
under Regulation E give consumer debit and 
ATM card users additional options with 
regard to a bank’s overdraft services. In the 
coming months, banks will be required to 
offer their consumer customers a choice 
regarding the payment of overdrafts for 
transactions conducted with their debt and 
ATM cards. Consumer customers must be 
provided with a clear disclosure of the fees 
and terms associated with any overdraft 
service. The new rules limit a bank’s ability 
to assess an overdraft fee for paying one-time 
debit card or ATM transactions that overdraw 
a consumer customer’s account, unless the 
consumer customer affirmatively consents, or 
opts in, to the bank’s payment of overdrafts 
for these transactions. The Federal Reserve 
has established a mandatory compliance date 
of July 1, 2010.  
  Under the new rules, a bank must provide 
its consumer customers with the right to opt 
in, or affirmatively consent, to the bank’s 
overdraft service for one-time debit card or 
ATM transactions. Notice of the opt in right 
must be provided, a reasonable opportunity 
for the consumer customer to opt in must be 
allowed, and the consumer customer’s 
affirmative consent must be obtained before 
fees or charges may be assessed against the 
consumer customer’s account for paying such 
overdrafts. A Federal Reserve approved 
model form to obtain a consumer customer’s 
affirmative consent (Model Form A-9) can be 
found at: www.federalreserve.gov/
newsevents/press/bcreg/20091112a.htm.  The 
bank must provide its consumer customer 
with confirmation of its affirmative consent, 
including a statement informing its consumer 
customer of the right to revoke such 
affirmative consent. This new opt in 
requirement applies to both existing and new 
accounts.  
  A bank may not condition the payment of 
any overdrafts for checks, ACH transactions 
or other types of transactions upon the 
consumer customer affirmatively consenting 
to the bank’s payment of one-time debit card 
and ATM transactions under the bank’s 
overdraft service. Also a bank may not 
decline to pay checks, ACH transactions or 
other types of transactions that overdraw its 
consumer customer’s account because the 
consumer customer has not affirmatively 
consented to the bank’s overdraft service for 
one-time debit card and ATM transactions 
under the bank’s overdraft service.  
  A bank is required to provide its consumer 
customers who do not affirmatively consent 
to the bank’s overdraft service for one-time 

debit and ATM transactions the same account 
terms, conditions and features (including 
pricing() that it provides to its consumer 
customers who do affirmatively consent 
(except for the overdraft service for one-time 
debit and ATM transactions).  
  For accounts opened prior to July 1, 2010, 
the bank must not assess any fees or charges 
on its consumer customer’s account on or 
after August 15, 2010 for paying a one-time 
debit card or ATM transaction under its 
overdraft service, unless the bank has 
complied with the new rules and obtained its 
consumer customer’s affirmative consent.  
  For accounts opened on or after July 1, 
2010, the bank must obtain its consumer 
customer’s affirmative consent before the 
bank assesses any fee or charge on the 
consumer customer’s account for paying a 
one-time debit card or ATM transaction 
pursuant to the bank’s overdraft service.  
  If two or more consumers jointly hold an 
account, the bank shall treat the affirmative 
consent of any of the joint consumers as 
affirmative consent for that account. 
Similarly, the bank shall treat a revocation of 
affirmative consent by any of the joint  
consumers as revocation of consent for that 
account.  
  A consumer customer may affirmative 
consent to the bank’s overdraft service at any 
time. Likewise, a consumer customer may 
revoke consent at any time. A bank must 

implement a consumer customer’s revocation 
of consent as soon as reasonably practicable. 
A consumer customer’s affirmative consent 
to the bank’s overdraft service is effective 
until revoked by the consumer, or unless the 
bank terminates the overdraft service.  
  In closing, I would also note that the Federal 
Reserve recently launched a website to help 
new bank directors learn how they can work 
to ensure the safety and soundness of their 
b a n k .  T h e  w e b s i t e , 
www.BankDirectorsDesktop.org, also 
provides a refresher course for experienced 
board members. It is tailored to directors of 
community banks and features online training 
and additional resources to help bank 
directors better understand the issues and 
challenges associated with serving on a 
bank’s board of directors. The website 
includes links to the “Training for Bank 
Directors” interactive course and the latest 
edition of “Basics for Bank Directors,” a 
comprehensive guide to bank directors’ roles 
and responsibilities. 
 
  Craig Limbocker is an attorney with 
Lathrop & Gage LLC. You may contact 
C r a i g  a t  8 1 6 - 4 6 0 - 5 8 1 6  o r 
climbocker@lathropgage.com 
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  As you have probably heard before, directors 
have the ultimate responsibility for any bank’s 
activities. You have probably asked yourself, 
“How can I stay on top of all that is expected 
of me?” the task can be certainly daunting 
even in good times, but today you might also 
ask, “What can I do to help prevent inadequate 
risk management and the resulting 
unsatisfactory regulatory ratings? What should 
be emphasized?” 
  General speaking, outside directors are found 
to be extremely conscientious and 
knowledgeable individuals in their own fields, 
and are very concerned for the bank’s best 
interests at all times. While attendance at 
board and committee meetings has always 
been expected, it is especially critical when a 
bank has an apparent weakness or multiple 
weaknesses. Directors’ business concerns or 
semi-retirements, with seasonal or permanent 
relocation out of the area, are at times a 
regulatory concern regarding bank boards of 
directors. In addition, many community bank 
directors are at least partially uninformed as to 
all of their roles as a directors. This can be 
remedied with a modest amount of training. 
Training should be covered in detailed 
presentations to the board at least annually. 
This in-depth training can be provided by 
regulators or consultants, and can then be 
supplemented by at least brief coverage of 
current pertinent topics by management in 
between. This training is necessary to 
reinforce proper corporate governance.  
  A board should have great confidence in 
management if it is warranted and if it is based 
on management’s longevity and the successful 
operation of the bank. However, even the best 
management team should expect independent 
verification of operations. As is often the case, 
a board must accept a portion of the 
responsibility of failing to provide for 
complete, independent verification of the 
bank’s systems of internal controls, and for 
failing to embrace regulatory and consultant 
recommendations. We see this often, even in 
banks that previously have not had regulatory 
actions. A seriously declining economy has 
exposed the weaknesses of bank credit 
analysis, concentration of credits, and lack of 
effective internal controls. Often, management 
conscientiousness prevents situations from 
being even worse, but even the best 
management teams at times commit omissions 
of varying degrees. That is why outside 
perspectives are always needed. No one but 
the board of directors can reinforce the 
requirement for independent and trained 
verification.  
 Director Education/Training Plan 
  The following is a sample education plan: 
• Conduct annual, in-depth training sessions 

as part of an annual strategic 
planning session or as part of a 
specialized audit report by the bank’s 
loan review firm or compliance 
consulting firm 

• Attend an ICBND conference or 
convention annually 

• Attend at least one applicable 
regulator-provided training session or 
conference annually 

• Begin the monthly practice of 
management provided director 

training at the start of all board 
meetings. This can be a brief review of 
banking newsletters or magazine 
articles, or regulator-issued letters or 
statements 

•  All board minutes should adequately 
reflect any training efforts 

  While the above training plan is brief, it 
can be a cornerstone of effective corporate 
governance.  

Selected Regulatory Concerns for Bank Boards of Directors 
 By Jim Kleinfelter, Young & Associates, Inc.  

Story continued on page 13... 
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 The Current Greatest Overall 
Concern: Asset Quality 
  Asset quality and liquidity have been 
the primary concerns of bankers 
nationwide for the past two years. Asset 
qual i ty remains  of paramount 
importance as the recession lingers and 
as borrowers exhaust financial reserves. 
If you only stress one area of risk 
management with your management 
team, make sure that your Allowance for 
Lease and Loan Losses (ALLL) has had 
a critical and exhaustive review by a 
knowledgeable and independent 
individual. While most bank failures at 
the height of the financial crisis were 
due to lack of liquidity, most if not all of 
those institutions that failed had 
underlying asset quality problems. In 
my 33 years of banking, I have never 
seen such a high level of problem assets. 
Some of the recent bank failures that I 
am familiar with involve the write-down 
of loans or other real estate owned 
(OREO) that the banks believed to be 
adequately supported by collateral. 
These write-downs or additional 
provisions to the ALLL result in the Tier 
1 capital ratios falling below acceptable 
l evels,  and these banks were 
subsequently closed by the FDIC. So 
please make sure that your bank’s 
ALLL process, including the appraisal 
process and FASB 114 (impairment 
analysis), meet the stern tests that your 
regulators will inevitably perform. 
 
Jim Kleinfelter is the President and Senior 
Consultant at Young& Associates, Inc. For 
more information contact Jim at 330-678-
0524. 
 

“Directors” continued from page 12... 

Choice Financial’s Junior Bank Board Visits State Capitol on Annual Trip 
   Choice Financial’s Junior 
Bank Board recently traveled to 
Bismarck, North Dakota for 
their annual trip. The group 
consisting of 37 high school 
juniors and seniors from all 
Choice Financial locations had 
an opportunity to tour the Bank 
of North Dakota and the State 
Capitol building.  Eric 
Hardmeyer, Bank of North 
Dakota President, visited with 
the Junior Bank Board 
members before they toured the 
bank and enjoyed lunch at the 
Heritage Center on the capitol 
grounds.  
  The Junior Bank Board (JBB) 

is a program Choice financial 
offers to students who are 
seeking the opportunity to learn 
about businesses and the role 
they play in the economy and 
community. The Junior Bank 
Board program facilitates bonds 
between students and community 
members, as well as with their 
peers. By participating in the 
JBB, students learn and develop 
the attributes that future 
employers are looking for in 
prospective employees including 
responsibil i ty,  leadership, 
financial knowledge, ability to 
work well in groups and a 
positive attitude. 
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Registration and 
information on 

this year’s 
convention is 

enclosed with this 
newsletter! 
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CLASSIFIEDS 

 

 

Real Estate Department Manager and Real Estate Loan Officer 
Western State Bank  in West Fargo has an opening for a real estate department manager and a real estate loan officer. 
 
The Real Estate Department Manager should have five plus years of origination experience, previous supervisory experience, excellent 
customer service skills, an established realtor network, strong business development skills and be able to lead a team. Attractive compensation 
and benefit package.  
 
The Real Estate Loan Officer should have three plus years of origination experience, possess excellent customer service skills, have an 
established realtor network, excellent business development skills and work well in a team environment. Attractive compensation and benefit 
package.  
 
Please send resume to Western State Bank, Attn: Brad Jacobson, PO Box 617, West Fargo, ND 58078 or visit www.westernbanks.com. 
 
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 or best offer - as is.  If interested, please contact Don Forsberg at 701-258-7121 or by 
email at donf@icbnd.com.  

Northern States at Greater Risk of 
Vitamin D Deficiency provided by BCBS of ND 
  Where you live can put you at risk for developing certain 
diseases. If you live above the 37th parallel, you are at higher 
risk for developing diseases such as MS, diabetes, heart disease, 
cancer and osteoporosis.  
  The angle of the sun in the northern half of the U.S. is simply 
too weak to make adequate vitamin D in your skin many months 
of the year.  
  Vitamin D is known as the “sunshine” vitamin and vitamin 
deficiency is on the rise for a number of reasons. Nationwide, 
more Americans are covering up more and using sunscreen to 
prevent melanoma. However, sunscreen inhibits your body’s 
ability to absorb vitamin D from the sun.  
  Even in the summer, people who are dark-skinned, older, or 
who wear clothing or sunscreen that limits exposure to light are 
at risk for vitamin D deficiency. Also, both breast-fed and 
formula-fed infants as well as pregnant and nursing women are 
at special risk. Other risk factors include working nights or 
taking anti-seizure medications.  
  Vitamin D occurs naturally in only a few foods: liver, fatty fish, 
fish liver oils and egg yolk. It is fortified in small amounts in 
milk, cereals and in some yogurt and orange juice brands. For 
example, one 8-ounce glass of milk contains 100 IUs, which 
means you would have to drink 20 glasses a day to get the 
recommended 2,000 IU.  
  For many people, the best way to assure vitamin D adequacy is 
appropriate supplementation. Vitamin D supplements are 
inexpensive and readily available in tiny gelcaps containing 400 
IU, 1,000 IU and 2,000 IU, as well as in tablet form. Many 
experts now recommend 2,000 IU daily for adults and children.   
   



TELEPHONE/WEBCAST SEMINARS: 
Jun 3: Changes to Overtime Exemption for Loan Officers: 
 Department of Labor Ruling 
Jun 8: Responsibilities of the Board Secretary 
Jun 10: Regulatory Update for the Credit Analyst 
Jun 11: The Revised BSA Exam Manual: Reviewing New 
 April 2010 Changes 
Jun 14: Remote Deposit & Risk: New FFIEC Exam 
 Procedures 
Jun 15: New Security Officer Training 
Jun 17: Dealing with Regulators in an Uncertain Environment 
Jun 22: Resolving the New Accounts Dilemma: Compliance & 
 Security vs. Sales & Service 
Jun 24: Electronic Records: What to Keep, What to Delete 
 and What Holds Up in Court 
Jun 29: Managing Employee Absenteeism & Tardiness 
Jun 30: What is that Partnership or S Corporation Tax 
 Return Telling Me? (Form 1065 & Form 1120S) 
 
Jul 7: Handling Dormant Accounts, Unclaimed Property & 
 Escheatments 
Jul 8: Debit Card Issues: Breaches, Resolving Errors & 
 Other Concerns 
Jul 13: Deposit Account Compliance Basics 
Jul 15: Processing Federal Government ACH Payments: 
 Getting it Right 
Jul 20: Director Series: Directors and the ALLL 
Jul 22: Fundamentals of SBA Lending: Documenting, Closing 
 & Funding the SBA Loan 
Jul 27: Regulation E: Consumer Liability & Resolving Errors 
Jul 29: Residential & Commercial Foreclosures: Before, 
 During & After 
 
LIVE SEMINARS: 
Jun 10-11   Emerging Leaders Development Group 3rd Annual 
     Retreat 
  - Best Western Seven Seas, Mandan 
 

Thank you to our advertisers… 
3D Security Inc……..…………………………….pg 4 
ICB Purchasing Exchange………………………..pg 5 
First Class Mortgage……………………………..pg 6 
Bank of North Dakota……………………………pg 10 
North Dakota Housing Finance Agency………….pg 11 
SHAZAM………………………………………...pg 12 
Dakota CDC……………………………………...pg 13 
 
The Community Banker can be an effective advertising 
vehicle for companies marketing to the financial 
industry.  If your company would like more information 
on how to place an ad in the Community Banker, please 
contact Deanna Stoeser at the ICBND office at  
701-258-7121 or toll free 1-800-862-0672. 

 
 

 
 

Sometimes you need a miracle 
And sometimes you ARE the miracle! 

~Judy Fourie, J. Fourie & Company, Inc.  

Bits and Pieces 

ICBND Office Hours: 
 

Regular Business Hours 
Mon-Fri  

8:30 am to 5 pm 
 

Summer Hours 
(Memorial  - Labor Day) 

Mon-Fri  
8 am to 4 pm 

 
 
ICBND Staff 
Don Forsberg 
Executive Vice President 
donf@icbnd.com 
 
Wendy Ruud 
Vice President 
Community Banker Editor 
wendyr@icbnd.com 

Deanna Stoeser 
Administrative Assistant 
info@icbnd.com 
 
Marilou Voegele 
Director of Card Services 
marilouv@icbnd.com 
 
Angie Teply Morrison 
Card Services Coordinator 
angiet@icbnd.com 
 
Carie Winings 
Card Services Support 
 
Lacey Kuhn 
ICB Purchasing  
Sales & Marketing 
laceyk@icbnd.com 
 
Laurie Crosby 
ICB Purchasing  
Office Manager 
lauriec@icbnd.com 
 

2009-10 ICBND 
Executive Committee 
President 
Gordon Hoffner 
The Union Bank, Beulah 
gordon@theunionbank.com 
701-873-2900 
 

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

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

Immediate Past President 
Scott Tewksbury 
Heartland State Bank, Edgeley 
scott@heartlandstatebank.com 
701-493-2817 


