
President’s Remarks…..2 
 
Eight Necessary 
Questions for Your 
Strategic Plan…...…….3 
 
Nominations Sought for 
Housing Awards….….4 
 
Overdue Sea Change by 
Camden Fine..…….....5 
 
A Year Like No Other by 
Jim MacPhee…….…...6 
 
ICBA & LenderLive 
Launch ICBA Mortgage 
Solutions………...…..7 
 
Dave McAdoo to 
Retire………………...7 
 
Community Banks and 
Bankers in the News...8-9 
 
Go Direct® Community 
Ambassadors 
Program……………..10 
 
Leadership Changes at 
CountryBank USA..…11 
 
Strategic Selling for 
Today’s Banker……...12 
 
Cbanc Network….…..13 
 
Classifieds……………14 
 
 2011 Bankers and Bikes 
Rally Heading West…15 
 
See back cover for 
upcoming Education 
Seminars. 

Nov/Dec 2010 Issue 

The Small Business Lending Fund Act by Peter Weinstock &Robert Flowers 

  T h e 
P r e s i d e n t 
has signed 
the Small 
B u s i n e s s 
Jobs and 
Credit Act 

of 2010 (the “Act”). The Act 
includes a number of tax incentives 
and other programs designed to 
jump-start the economy. The 
provision of the Act with the most 
potential to assist community banks 
is the creation of the $30 billion 
small business lending fund (the 
“Fund”) to invest capital into 
community banking organizations.  
  The Act provides for the U.S. 
Treasury (“UST”) to invest in the 
form of senior preferred stock or 
indebtedness akin to the securities 
that the UST invested under TARP’s 
Capital Purchase Program (“CPP”) 
in financial institutions. The UST 
can invest up to 5% of risk-weighted 
assets for financial institutions with 
$1 billion of total assets or fewer as 
of December 31, 2009, or up to 3 
percent of risk-weighted assets for 
financial institutions with more than 
$1 billion, but fewer than $10 
billion, in total assets on that date. 
The amount of available capital that 
can be invested in any one 
organization will be reduced to the 
extent that institutions previously 
received any investments under CPP 
or  u n d e r  t h e  Co mm u n i t y 
Development Capital Initiative.  
Small Business Lending Plan 
  The Act requires applicants for 
capital under the Fund to provide the 
banking agencies with a small 
business lending plan. The plan must 
describe “how the applicant’s 
business strategy and operating 
goals allow it to address needs of 
small businesses in the areas it 
serves, as well as plan to provide 
l inguist i cally and culturally 
appropriate outreach,  where 
appropriate” to certain groups. 
Specifically, the Act requires the 
UST to require those receiving 
funding to provide linguistically and 

culturally appropriate outreach and 
a d ver t i s in g  d es cr i b in g t he 
availability and the application 
process to receive loans through the 
use of print, radio, television or 
electronic media outlets, which 
t a r ge t  or gani za t i ons ,  t r a de 
associations and individuals that: 
• Represent or work within or are 

m e m b e r s  o f  m i n o r i t y 
communities, 

• Represent or work with or are 
women, and 

• Represent or work with veterans. 
  The federal banking agencies are to 
adopt prudent underwrit ing 
standards, due November 26, 2010, 
for small business loans under the 
program. For these purposes, small 
business lending consists of the 
following types of loans: 
• Commercial and industrial loans, 
• Owner -occupied  nonfarm, 

nonresidential real estate loans, 
• Loans to finance agricultural 

production and other loans to 
farmers, and 

• Loans secured by farm land. 
  Small businesses have equity of 
$10 million or less or are businesses 
with revenues of $50 million or less.  
Eligibility 
  For financial institutions with an 
acceptable small business lending 
plan, eligibility is not assured. The 
Act requires the UST to consult with 
the banking regulators before 
determining eligibility. In the case of 
TARP, this is where so many 
applicants had their capital hopes go 
off the track. Each agency created an 
internal committee to evaluate 
applications under TARP to ensure 
consistency. Applications that were 
approved by an agency went to an 
interagency committee for vetting 
and then on to the UST. It is 
expected that the regulators will 
rejuvenate this process for 
applications under the Fund.  
  The Act makes  clear that troubled 
institutions—those with a CAMELS 
rating of 4 or 5—will not be eligible. 
Presumably, CAMELS 1– and 2-
rated institutions with an acceptable 

small business lending plan will 
easily be approved. The big question 
con cerns  CAME LS 3-r a ted 
institutions. Much of the discussion 
in Washington regarding the Act 
concerns such institutions.  
  The Act provides that financial 
institutions that would not be 
deemed to be eligible may be 
recommended for eligibility in the 
event they are able to raise capital. 
Specifically, financial institutions 
that are able to raise capital may be 
able to obtain funding under the 
Fund in an amount equal to the 
lesser of 3 percent of risk-weighted 
assets or the amount of capital that 
they are able to raise from private 
(non-government ) inves tor s. 
Accordingly, for CAMELS 3-rated 
institutions, they should plan on 
submitting their capital plan with the 
application. For CAMELS 4– or 5-
rated institutions, they should 
consider whether a transaction, such 
as an asset sale, coupled with a 
capital raise, can get them to an 
acceptable rating.  
Rate 
  The starting point for dividend 
rates on the senior preferred will be 
5 percent for C corporations. For S 
corporations, the UST has the 
authority to provide for a higher tax-
adjusted rate. Financial institutions 
can “buy down” the rate to as low as 
1 percent by increasing the level of 
small business loans. The increase 
will be measured based on the 
increase over the “baseline level.” 
the baseline level is the average 
amount of small business lending 
reported by the institution in its Call 
Report for the four full quarters 
immediately preceding the date of 
enactment of the Act less: 
• Net loan charge-offs with respect 

to small business lending (again 
as that term is discussed above) 
and 

• Gains realized from mergers, 
acquisitions or purchases of loans 
after origination. 

Story continued on page 14... 
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  At the time of this writing we 
have just passed Veterans Day 
and to all of you veterans out 
there from all of us here at 
ICBND we give you our most 
appreciative thank you.  From 
the Veterans of World War II, 
Korea, Vietnam, Iraq and 
Afghanistan thank you all. 
  I remember my own service 
(post Vietnam) and how naïve I 
was.  I had to learn to change, 
adapt and conform to become the 
functioning soldier I signed up to 
be.  I quickly learned that doing 
things the way I thought they 
should be done (and when) did 
not apply when working for 
Uncle Sam.  My drill sergeants 
made sure I “clearly” understood 
that to meet the standards for 
being a soldier in the Army 
required changes to my physical 
abilities, skill set and thought 
process.  They made sure I 
understood that serving my 
Country was not something they 
or the US Army took lightly.  
They insured that I tested limits I 
thought I had and developed 
abilities beyond those I brought 
into the service when I signed 

up.   I found out that I could 
indeed push any physical and 
mental  limits I thought I had 
(and still survive) and that I did 
d e v e l o p  n e w  p h ys i c a l 
capabilities, a new appreciation 
for my peers in my unit, and a 
focus on getting our unit 
objectives accomplished. 
  So it is with the ongoing impact 
of dealing with a brand new 
legislative and regulatory 
environment.  Like soldiers in 
the armed forces we need to 
develop a new set of skills and 
mindset to deal with the changes.  
I want to assure you that ICBND 
and ICBA will be there for you 
with new education and training 
programs and products and 
services to help you adapt and 
meet the changes.  We too have 
long term and short term 
objectives and need the entire 
membership focused on these 
goals as well, including 
providing ongoing input, 
information and support (or 
opposition as needed) as new 
regulations are written to meet 
the requirements of the Dodd 
Frank Act.  Like a fully 

functioning unit in the military, 
the entire unit needs to focus on 
the objectives ahead to achieve 
success.  For us this means 
staying engaged in the legislative 
process with your time to write 
letters and make phone calls to 
your state and federal legislators. 
  You have heard me say this in 
the past a number of times but as 
community bankers you have 
never had more political clout 
than you have today nor has it 
been more critical to use it.  One 
huge example is the change in 
the FDIC deposit insurance 
premium base to assets less 
tangible capital.  Yet there are 
ongoing objectives to include 
getting the CFPB to focus on the 
non regulated or lightly 
regulated industries as opposed 
to your community banks.  To be 
at the table for mortgage lending 
regulation rule considerations to 
try and insure your communities 
and banks are not prevented 
from meeting the mortgage 
needs of your customers and 
communities.  There are going to 

Service for a Cause 

  What a wonderful fall we have 
had with October weather near 
perfect, a bountiful harvest and a 
great economy in North Dakota. 
Think back to 2 years ago - the 
fall of 2008 when we were faced 
with the economic and banking 
crises and were working 
diligently to make sure our banks 
were safe and sound and ready to 
face an uncertain future.  
  Forward to today in banking 
where we continue to work 
through many issues of the 
economic downturn and are now 
preparing for sweeping changes 
from the financial reform bill.  
ICBA continues to represent us 
in Washington and ICBND is 
doing a great job in keeping 
bankers educated and informed 
while preparing for the North 
Dakota legislative session.  
  The Dodd-Frank Wall Street 
R e f or m a n d  C o n s u me r 
Protection Act have brought 
opportunities and challenges for 
independent community bankers 

Mary Erman 
Starion Financial 

Mandan 
ICBND President 

which are discussed at 
con feren ces ,  edu ca t iona l 
seminars and throughout our 
banking networks.  
  Important issues for bankers 
include: 
• Capital requirements 
• FDIC insurance changes 
• Establishment of the Bureau of 

Consumer Protection 
• Mortgage Reform 
  We may see an increase in 
capital requirements so capital 
planning is very important. 
Recent regulations have 
impacted our fee income and we 
need to focus on ideas and 
products to offset this loss of 
income.  
  FDIC insurance changes were 
very positive for independent 
community banks including the 
h igher  l eve l s  and new 
assessment formula.  
  The Bureau of Consumer 
Protection has been given broad 
authority and will impact 

consumer financial products and 
services. We need to pay close 
attention to this and continue to 
use our voice in any areas of 
concern.  
  The mortgage reforms are well 
under way and continue to be a 
challenge that we need to work 
through so we can continue to 
provide mortgage loans to our 
customers. 
  North Dakota banks are strong 
and we will meet the challenges 
as well as make the most of the 
opportunities the bill presents. 
Stay tuned to ICBND to keep 
you up-to-date on the latest 
developments in the legislative 
arena. Additionally,  their 
educational seminars and vendor 
partners can assist us in leading 
our banks through these 
changing times.  
  Comp l i a n ce  w i t h  n e w 
regulations will challenge us all 
from implementing required  
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Eight Necessary Questions for Your Strategic Plan by Jeff Rendell 

       To produce a strategic plan 
   is one thing; to implement it 
   is another. More than just a    
   best guess of extrapolated    
   numbers for the next five to    
   ten years, strategic plans require 
action plans. Only action plans reveal to 
business leaders precisely how to 
accomplish business objectives.  
  Before you wrap up your annual planning 
session and show the world your strategic 
plan, make sure you know exactly how to 
execute the plans you prepared. These 
detailed tactics make the difference.  
  With my own business interests, and the 
businesses I consult with, eight trouble-free 
questions steer the strategic action-planning 
course. The questions compel business 
leaders to set goals, construct plans and get 
to work. Success is the by product of 
accurate planning and assiduous execution.  
 
Key Questions 
 
• What is happening outside your four 

walls? The economic, political and 
societal environment shifts constantly. 
Are you ready for economic expansion or 
contraction? Do you have established 
legislative and regulatory relationships to 
call upon when politics affect your 
bus iness? How do changing 
demographics affect what you sell, how 
you sell it and to whom you sell? 

• How well do you understand your 
customers? Customers now control your 
business. With many choices and 
options, customers will buy from another 
company if that company gives them 
what they want when they want it. Are 
you listening to your customers? Are you 
asking them about their changing needs? 
Are you seeking to better your 
customers’ experience with your 
business? 

• What is the best way to grow your 
business profitably?  Businesses that 
profit stay in business. Do you realize 
that if everything is important, nothing 
will be important? Are you playing to 
your strengths and building on your 
success? Finding your best growth 
opportunities and eliminating or 
outsourcing unprofitable lines of 
business is key to building on your 
successes and repelling failure.  

• Who are your real competitors? The 
business that offers your product with a  
better price, higher level of service and is 
taking or keeping away your customers 
is your real competitor. Why are your 
customers leaving? Why are they staying 

with your competitor? Where do you have 
a clear advantage? Are you informing 
your past, present and future customers of 
that advantage? 

• Do you have what it takes? So many 
strategies go on the blink because leaders 
do not sensibly consider whether their 
business can get the job done. By listening 
to your customers, sizing up your staff and 
evaluating your current operations; a clear 
picture of the likelihood of success 
develops. Are product changes necessary? 
Do you need to acquire or develop 
necessary expertise in your people? Do 
you have the equipment and systems in 

place to fill orders and provide 
outstanding customer service? 

• Are you looking short and long-term? 
Strategic action plans need real time 
results. Breaking down your action plan 
— into one, three and five year goals —
provides your business a path toward 
continued growth. What will you 
accomplish in one year? In six months? 
This quarter? Four quarters add up to a 
year. 

• What critical issues face your 
business? Every business holds five or 

Story continues on page 4... 
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 Nominations 
Sought for 
Housing 
Awards 

 
  The North Dakota Housing Finance 
Agency (NDHFA) is seeking 
nominations for its 2010 Champion of 
Affordable Housing leadership and 
Housing Production Awards.  
  “North Dakota Housing’s Champion 
Awards recognize and celebrate 
exceptional contributions to the 
state’s affordable housing industry,” 
said Mike Anderson, NDHFA 
executive director.  
  The Leadership Award honors an 
individual or entity who has 
demonstrated outstanding efforts at 
advocating for or  providing 
affordable housing or related services. 
The impact of those results, and the 
obstacles overcome to provide the 
housing or services is considered.  
  The Housing Production Award 
recognizes  the  development, 
preservation of or conversion to 
affordable housing, innovative 
construction or financing techniques, 
responses to the unique needs of 
special populations, or the ability to 
provide information to the public 
about affordable housing options. 
Housing Production Award Nominees 
must be occupied, placed in service or 
active during the one-year period 
prior to November 1, 2010. 
  Nominations for both categories are 
open to individuals, organizations, 
affordable housing programs or 
developments within the state of 
North Dakota.  
  The Champion Awards will be 
presented during the closing luncheon 
at the statewide housing conference 
on February 10, 2011. The Agency 
will also recognize their outstanding 
lending partners at that time. 
  Forms and the selection criteria are 
available online at www.ndhfa.org. 
Nominations must be received by 
January 7,  2011.  For more 
information on the awards, contact 
Sarah Mudder at (701) 328-8080, 
(800) 292-8621 or info@ndhfa.org. 
   

six precarious matters that can mar it 
gravely or preclude i t from 
capitalizing on new opportunities or 
reaching its strategic goals. Do you 
understand these issues? Will you 
openly talk about them with your 
Board and senior managers? Will you 
design plans to respond appropriately 
should these possibilities become 
real? 

• How will you continue to make 
money? Cash flow is king in any 
business. Ask the owner. Dows your 
strategy clearly explain how you will 
create real cash flow now and in the 
future? Have you incorporated the 
drivers of cash flow—revenue 
growth, strong profits, new business 
and customer loyalty? Better than 
new business, the best business is 
repeat business.  

  Ask these questions as you establish 
your business’ vision and strategy. You 
will realize that your answers, when 
applied to your strategic and operational 
goals, will more deeply involve you in 
the details of getting things done. The 
more you understand the process, the 
sooner you will see goals become 
results. 
 
Jeff Rendel, Rising Above Enterprises, 
can be reached at (951) 340-3770 or 
jeff.rendel@risingaboveenterprises.com 

Strategic Plan continued from page 3... 
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be ongoing issues related to the examination 
environment, uneven playing field with our direct 
competitors, capital adequacy and serving your 
customer bases evolving needs and expectations. 
  Captain John Paul Jones is often quoted as 
responding to a British Captains request if he was 
ready to surrender during the American 
Revolution after his ship was literally wrecked by 
the British ship’s cannon volley saying “we have 
not yet begun to fight”.  We at ICBND and ICBA, 
with your help, are of the same mindset as that 
expressed by Captain Jones. That we have not yet 
begun to fight.  
  On the state legislative level we are again 
sponsoring the legislators reception put on by the 
State Historical Society Foundation and encourage 
you to respond to the invitation that you will 
attend the event here in Bismarck on January 6, 
2010.  We also encourage all of you to meet with 
your state legislators as often as you can and to 
encourage your officers, and boards to make 
contributions to both the state and federal PACs 
for ICBND and ICBA.  We also strongly 
encourage you to have representation on ICBND’s 
legislative committee to include representation 
from each legislator district in which you have a 
presence. 
  Finally, since this is the last issue of the 
Community Banker Newsletter for this year, I 
wish all of you a safe and Happy Holiday Season! 
 
 



Overdue Sea Change by Camden R. Fine, ICBA President and CEO 

       Acting Comptroller of the 
     Currency John Walsh, an FDIC 
     board member, called it a “sea 
     change.” He’s right. The     
     FDIC’s plan last month to    
     move forward with asset-based 
Deposit Insurance Fund assessments marks 
the final step of a persistent campaign by 
ICBA and its members to bring greater 
parity and fairness to the deposit insurance 
system for community banks. In fact, ICBA 
was the only national financial trade 
association to propose and advocate for this 
change.   
  This change in calculating deposit 
insurance premiums is a no-brainer victory 
for community banking. Providing needed 
relief at a critical time, it will save 
community banks $4.5 billion in premiums 
over the next three years. About 98 percent 
of community banks with assets under $10 
billion will have lower assessments as a 
result. 
  As intended, this savings for community 
banks is not pocket change—it is 
substantial, and it is more than a holiday 
gift. It is the gift that keeps on giving. It’s a 
justified, sensible and long-overdue policy 
correction.  
  As the financial crisis showed, community 
banks, as opposed to their Wall Street 
counterparts, have paid deposit insurance 
premiums proportionally far higher than 
was justified. With financial institutions 
across the nation on edge about what 
financial regulatory reforms will mean for 
them, it’s appropriate that community banks 
will see some relief for their bottom lines 
that will further strengthen Main Street 
communities across the nation. So everyday 
Americans will benefit as well.  
  But this issue of updating deposit-
insurance assessment calculations has 
always been about much more than money. 
Like other ICBA-won measures specifically 
shielding or minimizing new regulation for 
community banks under the Wall Street 
Reform Act, the precedent-setting change 
establishes concretely in the federal code 
the distinct and special business model of 
community banks.  
  Rather than pursuing only inflexible, one-
size-fits-all regulation geared to managing 
unmanageable megabanks, the change 
accepts that community banks deserve a 
practical, workable regulatory framework 
that fits their unique business model, one 
that functions with the built-in 
accountability that comes with local 
decision-making. In doing so, the 
assessment change lays a foundation for 
much more equitable, cost-saving regulatory 

treatment for community banks in the years 
to come. This breakthrough has been the 
goal of community bankers and ICBA for 
decades.  
  In all of its advocacy positions and policy 
proposals before and during the financial 
crisis, ICBA has consistently asked only 
that the largest Wall Street banks bear their 
fair and appropriate share—whether of 
deposit-insurance premiums, of regulatory 
burden or of the additional safety nets we 
need to build as protection against the extra 
risks they pose.  
  Being fair, simple and sensible is all that 
ICBA and community bankers propose. 

Now that our country has reaped the bitter 
consequences of wildly and exuberantly 
catering to Wall Street financial institutions 
for decades, we’ll keep advocating these 
basic principles in Washington. Thankfully, 
at long last, policymakers are proving 
they’re listening.    
 
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.  
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  What was at stake this year for 
community banks? No less than 
the future of our franchises in a 
monstrous Wall Street reform 
bill, chock-full of amendments, 
many of which could make or 
break us.  

  How did ICBA answer the call? We decided 
that no matter what, we would fight to the 
death for our members. Clearly we were 
outnumbered and would be outspent on 
whatever road we took—so we took the high 
road. Our victories were many—we got much 
of what we asked for—and yes, we had some 
bitter disappointments, and we continue to 
lobby against those provisions.  
  Many may say the word “victories” is 
overstated, that no bill would have been better 
than more regulation. But this bill was going 
to pass with or without us, and I’m extremely 
proud of all that we did accomplish: 
•Deposit insurance reform: This is the big 
get, saving community banks more than $4.5 
billion over the next three years. 

•FDIC insurance coverage: The bill 
permanently increases our deposit insurance 
limit to $250,000. 

•Reining in too-big-to-fail: The bill goes a 

A Year Like No Other by Jim MacPhee, Chairman of ICBA 

long way toward holding accountable the 
mega-financial firms and correcting their 
funding advantages.  

•Regulation of nonbank competitors: the 
new Consumer Financial Protection 
Bureau will examine and enforce consumer 
protection rules against nonbank 
competitors, ending the unfair advantages 
they’ve long enjoyed. And banks under 
$10 billion in assets are exempt from 
CFPB examination and enforcement 
actions. 

•Other big wins: Sarbanes-Oxley 404(b), 
TAG program extension, Tier 1 capital 
treatment for community bank trust-
preferred securities, lending limits that 
states continue to set, industrial loan 
company moratorium, mortgage 
bankruptcy cramdown defeat, authority for 
regulators to exempt community bank 
balloon mortgages from the “higher-priced 
mortgage” category, beneficial tax 
provisions. Also, community banks are 
exempt from FDIC assessments needed to 
raise the DIF’s reserve ratio from 1.15 to 
1.35 percent of insured deposits. Our 
institutions will also benefit from 
exemptions from potentially onerous 
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regulations such as those that would have 
affected valuable derivatives and rural 
mortgages held in portfolio.  

  The list goes on, but I’ll stop there. For a 
year of unbelievable accomplishments for 
community banking, we can thank our 
ICBA staff, especially our government 
relations team, and you, the community 
bankers who got engaged, made calls and 
met with your congressional representatives. 
  Best of all: Now the American people, the 
administration and Congress all know the 
distinctions between too-big-to-fail Wall 
Street firms and Main Street community 
banks. ICBA established that bright line, 
and none of use can underestimate the value 
of that to our franchise. A remarkable 
concerted effort has differentiated our safe 
and sound, common-sense banking model 
from that of the recklessness of Wall Street 
firms. We all need ICBA, and ICBA needs 
us. Together we have accomplished much, 
and will continue to as we leave a year like 
no other. My best to you for a safe and 
blessed holiday season.   
 
R. Michael S. Menzies Sr. is ICBA Chairman and 
the President and CEO of Easton Bank and Trust 
Co., in Easton, MD.  
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ICBA and LenderLive Launch “ICBA Mortgage Solutions” 

  The Independent Community Bankers of 
America (ICBA) and LenderLive Network, 
Inc. announced the launch of ICBA 
Mortgage Solutions, an innovative, multi-
functional suite of mortgage services 
designed to help ICBA member community 
banks continue to originate, process, close, 
fund and sell residential loans.  
  “Main Street community banks are 
relationship lenders that continue to serve 
the needs of their local customers 
nationwide by providing common-sense 
mortgage loans that they can afford and 
afford to keep,” said Ron Haynie, president 
and CEO of ICBA Mortgage Corporation, 
the mortgage services subsidiary of ICBA. 
“ICBA Mortgage Solutions is a testament to 
our dedication to offering value-added 
services to our member community banks as 
it will provide them with greater access to 
high-quality mortgage products, easy-to-use 
technology and the necessary tools to 
manage risk.” 
  ICBA Mortgage Solutions delivers a 
technologically advanced platform 
supported by well-trained mortgage-lending 

p r o f e s s i o n a l s  t o  h e l p 
community bankers originate 
and process residential loans 
efficiently and sell them to 
multiple “community bank 
friendly” preferred mortgage 
investors.  
  “ As a community banker, I 
have no doubt that ICBA 
Mortgage Solutions will 
heighten the ability of 
community banks across the 
nation to offer their customers 
residential loans while sticking 
to the common-sense lending 
principals that have always 
been the  ha l lmark  of 

community banks,” said Terry Jorde, 
chairman of ICBA Mortgage and president 
and CEO of CountryBank USA in Cando, 
ND. 
  To bring this platform to the market, ICBA 
Mortgage has partnered with LenderLive 
Network Inc., an experienced provider of 
mortgage technology and loan-fulfillment 
services. Based in Denver, LenderLive is 
the engine for ICBA Mortgage solutions. 
  “We are extremely excited about the 
launch of ICBA Mortgage solutions and our 
partnership with ICBA Mortgage to bring 
this offering to community banks,” said 
Rick Seehausen, president and CEO of 
LenderLive. “We feel strongly that the 
recent changes in the mortgage industry 
represent a tremendous opportunity for 
community banks to grow market share in 
mortgage lending and stabilize the primary 
origination market with high-quality loan 
originations.” 
  Through a secure, state-of-the-art lending 
platform, the new ICBA Mortgage 
Solutions Program integrates multiple 
preferred lenders with best-in-market 

lending services. This innovative, multi-
functional suite of mortgage lenders and 
services will help community banks: 
• Access advanced technology to reduce 

overhead and increase efficiently 
• Mitigate secondary market exposure 

and risk 
• Manage operational risks and remain 

compliant 
• Grow market share and increase fee 

income 
  Supported by dedicated and seasoned 
mortgage lending professionals and a 
highly scalable platform, community 
banks are able to deliver loans through a 
retail, wholesale, and correspondent (with 
or without delegated underwriting) 
channel. 
  ICBA Mortgage Solutions’ program 
offers options and opportunities for 
community banks to gain more control of 
the process and execute loans through a 
system that is both intuitive and user 
friendly. The new platform provides 
greater transparency and information 
management, to help mitigate secondary 
market exposure and risk while 
supporting a community bank’s ability to 
compete in today’s lending marketplace. 
This single point of delivery program is 
supported by one technology platform, 
one team, and one process specifically 
designed to meet the needs of community 
banks.  
  For more information visits the ICBA 
Mortgage Solutions website at 
www.icbams.com and review our 
Frequently Asked Questions page or 
contact Elizabeth Deal, EVP, ICBA 
M o r t g a g e  S o l u t i o n s  a t 
elizabeth.deal@icbams.com or (800) 253-
5356.  

Dave McAdoo to Retire 
  For the last 40 years, Dave McAdoo has been more 
than an outstanding independent community banker. 
During his career in Williston, he has guided many 
businesses to success. He has also been a community 
leader, as well as a leader in his church. He has quietly 

made a difference in his hometown and across the state of North 
Dakota for decades.  
  McAdoo began his banking career with American State Bank & Trust 
in Williston in 1970. After 32 years with ASB&T, he accepted an 
opportunity in 2002 to become the president of First National Bank & 
Trust of Williston.  He is also a past president of the ICBND, serving in 
that position from 2007-2008.  
  McAdoo has decided to retire at the end of this year. He plans to travel 

with Linda, his wife of 43 years; to watch his grandkids grow and to 
play an occasional round of golf. He has certainly earned it.  
  All are invited to wish Dave and Linda well and to celebrate Dave’s 
retirement with them and the employees of First National Bank & 
Trust.  The retirement open house will be held on Wednesday, 
December 8th from 1 to 7pm at the main bank in Williston located at 
22 4th Street East.  
  For those whose schedules are not in agreement with the date above, 
best wishes can be sent to: Mr. Dave McAdoo, First National Bank & 
Trust, PO Box 1927, Williston, ND 58802-1827. 
  The staff and Board of Directors of ICBND would like to personally 
wish Dave a happy retirement and we appreciate everything he has 
done for community banking during his long career.   



A m e r i c a n  A n n o u n c e s 
Resignation of American 
Bancor, Ltd Board Member 

 
  J o e  H a u e r 
p r e s e n t e d  h i s 
resignation as a 
Board Member of 
t h e  A m e r i c a n 
Bancor, Ltd. Board 
of Directors at the 

October board meeting. Mr. 
Hauer was a pioneer of the 
Bismarck banking business and 
was a member of the predecessor 
boards of American Bank Center 
in Bismarck dating back to 1982. 
With nearly 30 years of service, 
he has been involved and 
contributed to many changes and 
successes of the American 
companies over the years. 
American Bancor, Ltd. And its 
Subsidiaries would like to thank 
Mr. Hauer for his many years of 
service.  
 
American Bank Center 
Welcomes New Employees 

 
  Tandra Kraft has 
been hired as 
Desktop Support in 
t h e  B i s m a r c k 
location. She is a 
graduate of Minot 

State University and has 14 years 
of experience in IS. She has 
worked for the State of North 
Dakota, Bismarck Public 
Schools, and Kadrmas, Lee & 
Jackson.  

 
  Natalie Gibson is 
a new part-time 
Teller at the Minot 
location. Natalie 
has several years of 
a c c o u n t i n g 

experience and most recently 
worked as a Community Living 
Trainer at Big Horn Enterprises 
in Wyoming.  
 
A m e r i c a n  A n n o u n c e s 
Employee Updates 

 
  S t e p h a n i e 
Nieswaag has been 
selected to fill the 
Personal Banker 
position at the 
d o w n t o w n 

Bismarck location. Stephanie has 
been with the bank since 
December 2008 and has 

previously worked as a teller.  
 
  Katie Wiest has 
been selected to fill 
the Personal Banker 
position at the north 
Bismarck location. 
Katie is a graduate of 

the University of Mary with a 
bachelor’s degree in Business 
Administration. She joined the 
bank in April of this year and has 
previously worked as a teller.  

 
  Sommer Reineke 
has been named 
Assistant Manager 
for the Bismarck 
Central  Market 
location. Sommer 

has been with the bank since 
August of 2009 and has worked 
as  a Financial  Service 
Representative at Central 
Market.  

 
  Josh Blikre has 
been selected to fill 
t h e  M or t g a g e 
Banking Officer 
Position. Josh has 
more than six years 

of mortgage loan origination 
experience with firms in 
Colorado prior to his relocation 
back to North Dakota. Josh has 
been with American since July 
2009 and has worked as the 
Manger of the Central Market 
location.  

 
  Charlene Hibl is 
now the Credit 
A d m i n i s t r a t i o n 
C o o r d i n a t o r . 
Charlene has been 
with American Bank 

Center since 2000. She began 
her career with the bank in the 
retail department and most 
recently has worked in the loan 
department since 2006.  
 
D a c o t a h  B a n k  A d d s 
Agricultural Banker 

 
  Dacotah Bank in 
Valley City has 
added a new staff 
member to the local 
agricultural banking 
department. Dave 

Johnsen, regional president 

recently announced the hiring of 
Nate Zerface who has begun 
serving local farmers as an 
agricultural banker.  “We are 
pleased to have Nate join us at 
Dacotah Bank,” Johnson said. 
“His education background and 
work experience will serve him 
well as he starts his new career.” 
Zerface will help local ag 
producers arrange financing for 
operations, equipment purchases, 
and asset management. Nate is a 
2010 graduate cum laude of 
UND with a degree in banking 
and financial economics.  
 
New Hires at Western State 
Bank 

 
  Chelsie Davis has 
been hired as a full-
t i m e  C u s t o m e r 
S e r v i c e 
Representative at 

Western State Bank in Devils 
L a k e .  Or i g i n a l l y  f r o m 
Oklahoma, Chelsie currently 
resides in Maddock. 

 
  Judith Daniels 
has been recently 
hired as staff 
accountant for 
Western Sta te 
Bank.  Daniels 

completed her associate degree 
in business administration from 
Lake Region State College and is 
currently attending Mayville 
State to earn her Bachelor’s 
degree.  
 
  Melanie Uecker recently 
joined Western State Bank, West 
Fargo, as a customer Service 
Representative. Originally from 
Lamoure, Uecker resides in West 
Fargo, and is pursuing a 
Bachelor’s Degree in Business 
Management from Rasmussen 
College. Prior to joining 
Western, Uecker was a Sales 
Associate at Endless Tan and a 
Cashier at RJ’s Tesoro.  
 
Bryant Joins Choice Financial 
  Daniel Bryant recently joined 
Choice Financial in Grand Forks 
a s  a  cus t omer  ser v i ce 
representative. Bryant is a 
member of the United States Air 
Force and previously attended 

UND.  
 
Lessard Accepts New Role at 
Choice  

 
  Rachel Lessard 
recently accepted the 
role of loan assistant 
for Choice in Grand 
Forks. Lessard has 
been working as a 

customer service representative 
for the bank’s Grand Forks and 
Grafton locations since 2006. 
Rachel is also an active member 
of internal committees at Choice.  
 
Johnson Appointed Regional 
Director of Crop Insurance for 
Choice Financial 

 
  Dan Johnson has 
b e e n  n a m e d 
Regional Director of 
Crop Insurance for 
Choice Financial. 
H i s  p r i m a r y 

responsibility will be to oversee 
all phases of crop insurance 
activities for the bank’s Grafton, 
Grand Forks and Fargo locations. 
Johnson began his banking career 
with Citizen’s State Bank in 1996 
in Grafton. Dan has held a number 
of executive management roles at 
choice. He is a graduate of 
NDSU, where he obtained a 
bachelor’s degree in agricultural 
economics and is licensed to sell 
crop insurance in 10 states. Dan 
and his family reside in the 
Hoople area.  
 
ND Banker, Eric Hardmeyer, 
Re-elected to FHLB Des Moines 
Board 

 
  Eric Hardmeyer, 
president and chief 
executive officer of 
Bank of North 
Dakota, was declared 
re-elected by Federal 
Home Loan Bank of 

Des Moines to his second term on 
the Bank’s Board of Directors. 
Mr. Hardmeyer will serve a four-
year term beginning January 1, 
2011. He is a North Dakota native 
and has spent most of his career at 
the Bank of North Dakota. He 
joined the organization in 1985 as 
a loan officer and served as senior 
vice president of lending before 
becoming president and CEO in 
2001.  

COMMUNITY BANKS and BANKERS IN THE NEWS 
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COMMUNITY BANKS and BANKERS IN THE NEWS 
Bank of North Dakota Hires 

 
  L u c a s 
Winterberg was 
h i r e d  a s  a n 
a d m i n i s t r a t i v e 
a s s i s t an t  wh o 
processes student 

loan disbursals, works in student 
loan customer service and 
performs online application 
support and data entry. Previous 
to employment with BND he 
was an assistant manager at 
Radio Shack.  

 
  Deanna Binstock 
was hired as a 
customer service 
representative for 
S t u d e n t  L o a n 
Services. She assists 

in new loans and locating 
delinquent borrowers. Before 
coming to BND she gained nine 
years of experience in the 
mortgage department of Dakota 
Community Bank.  

 
  Kris Ahmann 
has become a 
finance associate at 
the Bank. Ahmann 
recently gained his 
Master Degree in 
B u s i n e s s 

Administration from UND. His 
background includes working as 
a graduate assistant at UND and 
mentoring students as well as a 
pricing analyst for a ticket 
company out of California. Kris 
has begun a two-year rotation 
among all of BND’s Service 
Areas to obtain a broad overview 
of the Bank, and he will be 
placed permanently after the 
rotation based on business needs 
at that time.  

 
  R h i a n n o n 
Johnson served as 
an intern for two 
summers with BND 
and recently was 
hired full-time as a 

credit review analyst. She is a 
recent graduate of NDSU with a 
Bachelor’s degree in Business 
Administration with an emphasis 
in Finance.  
 
 
 
 
 

Johnson Promoted at State 
Bank & Trust 

 
  Dawn Johnson 
has accepted the 
p o s i t i o n  o f 
r e t i r e m e n t 
operations and risk 
manager at State 
Bank & Trust. 

Johnson will  direct  the 
R e t i r e m e n t  O p e r a t i o n s 
Department in addition to her 
roles as ERISA consultant and 
relationship  manager.  A 
Nebraska native and a graduate 
of the University of Nebraska, 
Johnson has earned designations 
as a Fellow Life Management 
Institute (FLMI) and Certified 
Retirement Services professional 
(CRSP). She has more than 20 
years’ experience in the financial 
field and joined State Bank & 
Trust in 2005.  
 
Realtor Group names Froeber 
Affiliate of the Year 
  Dave Froeber, State Bank & 
Trust, Fargo, has been named the 
F a r g o - M o o r h e a d  A r e a 
Association of Realtors 2010 
Affiliate of the Year. The award 
is based on involvement with the 
Realtor association and civic and 
business activities. Froeber has 
worked in the banking industry 
in Fargo for 30 years.  
 
Cornerstone Bank hires 
Jacobson, Rohr 
  Cornerstone Bank in Fargo has 
hired JoAnn Jacobson as a 
credit analyst and Carmen Rohr 
as an executive paralegal. 
  Jacobson previously worked for 
eight years at Farm Credit 
Services, Grand Forks. She also 
has 10 years of sales experience. 
She is a graduate of NDSU. 
  Rohr was most recently with 
Serkland Law Firm for eight 
years as a paralegal. She is a 
graduate of the University of 
Mary and Minnesota State 
University.  
 
Storhoff Joins Cornerstone 
Bank in Enderlin 
  Laura Storhoff has joined 
Cornerstone Bank in Enderlin. 
Originally from Nome, she 
graduated from Enderlin High 

School in 2006 and recently 
received a bachelor’s degree 
from NDSU. 
 
Brink Joins Cornerstone Bank  
  Kristy Brink has joined 
Cornerstone Bank in Fargo as a 
mortgage loan officer. Brink has 
worked in the mortgage industry 
in Fargo-Moorhead since 1978. 
 
Starion Financial Promotions 
  Cheryl Hildebrand and Jan 
Kramer have become assistant 
vice presidents of personal 
banking and Josie Palanuk is 
now a personal banking officer.  
  Hildebrand has been in lending 
and customer service since 1972. 
  Kramer has 15 years of banking 
experience. She attended Minot 
State University and Lake 
Region State College, Devils 
Lake.  
  Palanuk joined Starion as a 
teller in Bismarck in 2006 and 
most recently was lead teller and 
personal banker.  Palnuk 
graduated from Jamestown 
College and earned her master of 
business administration from the 
University of Mary.  
  Jessica Shockley has been 
promoted to bookkeeping. 
Shockley joined Starion 
Financial as a teller in 2009. She 
has more than three years of 
banking experience, including 
assistant branch manager in 
West Chester, PA. She earned 
her degree from Pensacola 
Christian College in Florida.  
  Dawn Fischer was promoted to 
operations specialist. Fischer 
joined Starion Financial in 2007 
as a personal Banker and has 
more than seven years of 
experience in the banking 
industry. She received a business 
management degree from 
Bismarck State College and a 
marketing and management 
degree from Northern State 
University, Aberdeen, S.D.  
 
Starion Financial Hires Larson  
  Starion Financial has hired 
Sarah Larson as a credit analyst 
in Fargo. She has more than 13 
years of experience in loan 
documentation, lien perfection 
and business underwriting, 
including supervisory and 

management experience. She is 
a graduate of Minnesota State 
Moorhead.  
 
Bismarck's Widmer Roel PC 
hires Ohman as Senior Staff 
Accountant 

    
  Brenna Ohman, 
certified public 
accountant, has 
joined the audit 
department of 
Widmer Roel PC, 

a public accounting and 
business advisory firm with 
offices in Bismarck and Fargo. 
Ohman, as a senior staff 
accountant, provides tax, audit, 
and accounting services. 
Ohman was  previously 
employed with another public 
accounting firm in Bismarck 
and received a bachelor’s 
degree from NDSU.  
 
North Country Bank Hires 
Skogen and Aasheim 

 
  Brian Skogen 
j oined Nor th 
Country Bank as a 
Loan Officer. His 
m a i n 
responsibility is 

consumer, commercial and 
agricultural loans. Brian 
previously worked for Wells 
Fargo as a Ag. Loan Officer out 
of Glasgow, Montana. Brian 
comes from Fort Shaw, MT, 
where he grew up on a large 
ranching operation. He has 
extensive Ag background with 
a  de gree  in  Bus in ess 
management and Finance from 
the University of Great Falls.  

 
  C h a s i t y 
Aasheim started 
working for North 
Country Bank as a 
Customer Service 
Representative. 

She is married and has three 
children. She has lived in 
Underwood for seven years and 
enjoys the comforts of living in 
such a safe and friendly 
community.  
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         Go Direct® Community Ambassadors Program 
            Gain recognition from the 
         U.S. Department of the 
Treasury’s Go Direct campaign by 
participating in its third installment of the Go 
Direct Community Ambassadors 
Program. Registration is now open and it’s 
free to participate! The program, which runs 
from October 2010 through March 2011, 
identifies and officially recognizes 
community– and medium-sized financial 
institution partners that go the extra mile to 
promote direct deposit to senior citizens, 
people with disabilities, veterans and others 
who still receive federal benefits by paper 
check. All financial institutions with fewer 
than 100 branches are invited to register 
online by visiting the Partners section of 
www.GoDirect.org. 
  The Go Direct Community Ambassadors 
Program is simple to implement and provides 
a flexible way to demonstrate a commitment 
to your community’s financial health. To be 
recognized as a Go Direct Community 
Ambassador, your financial institution must 
implement at least two Go Direct campaign 

activities between October 2010 and March 
2011. Financial institutions that successfully 
participate in the Community Ambassadors 
Program will receive a letter of recognition 
and certificate from the Treasury 
Department’s Go Direct campaign.  
  Participation provides benefits to your 
financial institution and your community.  
You will: 
• Gain recognition from the Treasury 

Department’s Go Direct campaign for 
your efforts 

• Underscore your commitment to 
community service 

• Increase loyalty and satisfaction among 
your customers by helping them simplify 
their lives, protect their identity and gain 
more control over their money 

• Learn how your success in driving direct 
deposit compares with your industry peers 

• Reduce your amount of paper-based 
transactions 

• Receive a web banner and suggested 
newsletter copy you can use to announce 
your recognition as a 2010/2011 Go 

Direct Community Ambassador to your 
staff and customers 

  Thanks in large part to the efforts of more 
than 1,800 partners—financial institutions 
and community-based organizations—the Go 
Direct campaign has helped more than 4 
million Americans make the switch from 
paper checks to direct deposit for their 
federal benefit payments. Through 
participation in the Community Ambassadors 
program, your financial institution can help 
keep this momentum going.  
  Participant in the Community Ambassadors 
Program will have access to a variety of free 
Go Direct materials for promoting the 
benefits of direct deposit.  
  For more information about the Community 
Ambassadors Program or the Go Direct 
campaign, call (952) 346-6055, or visit 
www.GoDirect.org.  
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 Leadership Changes at CountryBank USA 
  After 31 years 
with CountryBank 
USA, Terry Jorde 
has announced her 
retirement from the 
bank effect ive 
Nove mbe r  22 , 
2010. Ms. Jorde 

began her banking career in 1979 as a 
teller and bookkeeper and throughout 
the years has served in numerous 
positions in the company with the past 
20 years as President and CEO. Jorde 
has devoted her entire career to 
promoting the value of community 
banking through her involvement in 
various local, state, and national 
banking associations, most notably as 
President of the Independent 
Community Banks of North Dakota in 
1992 and as Chairman of the 
Independent Community Bankers of 
American in 2006.  

  Nancy Baerwald 
has been promoted 
as market President 
for CountryBank 
USA, a 34 year 
v e t e r a n  o f 
CountryBank USA, 
a n d  a l s o  a 
community and 

trade association leader.  Nancy began 
her employment with CountryBank 
USA in 1976, serving in many 
capacities during her tenure. In 
addition to her position as Vice 
President of CountryBank USA, she 
was also President of the Independent 
Community Banks of North Dakota in 
2005. Baerwald is currently serving 
under Governor Hoeven’s appointment 
on the Board of the North Dakota 
Department of Financial Institutions 
which is the primary regulator for 
North Dakota’s state chartered banks. 
She is also a member of the 
Agriculture and Rural America 
Committee of the Independent 
Community Bankers of America. A 
community leader, she serves on the 
Boards of the Towner County 
Economic Development Corporation, 
the Towner County Living Center, and 
the CONAC REAP Zone.  
  When commenting on Jorde’s 
departure, Baerwald said, “We will 
miss Terry and we thank her for her 
many years of service with our 
organization, we wish her the best of 

everything in her future endeavors.” 
  A community open house was held at 
the Cando bank office on November 
22nd in honor of Terry. 
  ICBND staff and Board of Directors 
would like to wish Terry well and 
thank her for her outstanding service to 
community banking during her career. 
 

Twenty years from now you will be 
more disappointed by the things 

you didn’t do than by the ones you 
did do.   

So throw off the bowlines.  
Sail away from the safe harbor.  

Catch the trade winds in your sails 
Explore!  Dream!  Discover! 

~Mark Twain 
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Strategic Selling for Today’s Banker by Jack Litzelfelner 

  Bi l l  Gates 
wrote a book in 
1998 titled “The 
Road Ahead”. 
In his opening 
paragraph he 

said this, “Everything you have learned in 
business up until now you can forget, 
because tomorrow’s success will not be 
based on yesterday’s skills.” While I am 
certain he was not talking specifically about 
the banking industry, he certainly could have 
been. The skills we need today to increase 
deposits, cross sell products, generate new 
loans or develop new relationships are 
certainly different than the skills we needed 
in the past.  
  While many of today’s bankers do not see 
themselves as sales people, a big part of their 
job IS selling. Having worked with and 
trained thousands of bankers in the last few 
years, we have learned some of the keys to 
effective selling in today’s economy. The 
most important lesson we have learned is that 
top bankers today follow a sales process. By 
a process we don’t mean a memorized, 
canned sales itch, but a systematic flow to a 
sales presentation. This process consist of six 
steps, when followed, give the banker more 
consistency and predictably. The beauty of 
this process is when the entire bank follows 
the same flow and system, then everyone, 
from the branch manager to the treasury 
management fold, to the relationship 
managers are all on the same page Hear are 
the six steps! 
  Pre-Call Planning: Pre-Call Planning 
consist of everything that needs to be done 
prior to the sales call. It consists of the 
research the banker needs to do about the 
prospect prior to going on the appointment. It 
might mean going to the company’s web site 
or googgling the decision maker. It could 
mean a bit of research on the industry if the 
banker is unfamiliar with the company or 
industry. It definitely should include a clear 
understanding of the purpose of the call and 
the “ideal” outcome of the meeting. Above 
all else, pre-call planning reduces the chances 
of the banker “winging it” on the call.  
  Building Rapport:  Building rapport is so 
much more than exchanging pleasantries at 
the beginning of the call. While that may be 
important, many times it can be overdone. 
Top bankers today demonstrate their 
professionalism, thus build rapport, by 
starting the call off with an agenda. An 
outline of the things the banker would like to 
cover not only sets the tone for the meeting, 
but helps stay on track, which prospects 
appreciate. If the prospect is unfamiliar with 
the banker or the bank it might be appropriate 
to share a brief overview of the bank and the 

banker themselves. This is not a 5-10 
minute “tell you all about me and the bank” 
pitch, but a brief overview to help your 
build some credibility with your prospect. 
If they are familiar with the bank many 
times a re-positioning statement is more 
meaningful. A repositioning statement 
would be appropriate if there are some 
significant changes going on with your bank 
or the banking industry. For example if you 
were a recent recipient of TARP funds you 
may want to share that and the advantages it 
offers.  
  Discovery:  I was recently working with a 
bank in Arizona and the President of the 
bank told me, “As bankers most of us are 
good at cutting to the chase”.  What he 
meant by that was, we are good at finding 
out what do you need, how can you support 
that, what products or services are you using 
now. However, as he said, we need to do a 
better job of understanding our prospects 
and their business. We have all heard 
prospects say things like, “everyone’s 
money is green I am just looking for the 
best deal I can get.” The reason they say 
that is we all ask the same questions and as 
a result the prospect sees no difference 
between us and the bank down the street. 
However, if we really do want to partner 
with the business like we tell them, if we 
really do see ourselves as their banking 
consultant then it is critical we take the 
discovery process to a new level. Today’s 
banker needs to understand not only what 
they want (logical needs) but why they want 
it (emotional needs). When we can do that 
we have now separated ourselves from 
everyone else who is just pushing products 
and rates at them.  
  Solution:  One of the biggest 
misconceptions most sales people have is 
that people buy our products, they don’t. 
What they buy is what our products do for 
them. When bankers learn to communicate 
in terms of the benefit of the product or 
service, then they are appealing to the 
prospects at a higher level. They then are 
communicating how the product or service 
will solve the problem or simplify their 
banking situation. For example, if you offer 
a product that allows a business to scan its 
checks and make deposits without coming 
to the branch, what you are selling may be 
“remote deposit”, but what the business is 
buying is convenience, time, reduced 
liability of employees who have to travel, 
float, and a host of other benefits. Top 
bankers don’t assume the prospect knows 
all the ways their products and services 
benefit a prospect, so they tell them.  
  Addressing Concerns:  Addressing 

concerns and overcoming objections is all 
part of the sales process. In our training 
programs I often ask the class what is the 
hardest objection to overcome. We hear 
things like, fee’s, rate, and hassle of 
changing, all legit concerns. All of which 
many bankers have a good response for. In 
our opinion the hardest objection to 
overcome is...the one you don’t know or 
understand. Most often, when a banker hears 
an objection, such as fees, our first impulse is 
to respond to it. We want to explain them, 
justify them, reduce them or whatever, but 
too often we do this before we ever really 
understand them. Top bankers know that 
when they get an objection, instead of 
responding immediately, which is what the 
prospect typically expects, they clarify the 
objection first. “When you say the fee’s are 
too high, which fees are you referring to? 
How much too high? Compared to what?” 
They don’t think of responding until they are 
totally clear what the objection is and how 
important it is to the prospect. Once they 
understand what the real issue is, then they 
are better equipped to respond in a 
meaningful manner.  
  Close:  When we ask key managers at any 
bank, what is the one skill you would like to 
see your bankers get better at, the answer is 
inevitability...be better closers, as though 
closing was a separate event in itself. The one 
thing we have learned in almost 30 years of 
training sales professionals is closing is not 
an event it is a process. If a banker has not 
properly prepared for the call, if they have 
built no rapport or credibility, if they talk in 
terms of only what the product is and not 
what it does, if they learn only the logical 
needs of a prospect and not the emotional 
needs as well, and if they don’t fully 
understand why a prospect is hesitating...then 
all the closing techniques in the world won’t 
help them. For years trainers have taught the 
alternate choice close, or the minor point 
close, or the puppy dog close, or the jelly 
bean close and dozens of others, but in truth, 
if bankers just learn to be effective at 
understanding the entire six step process, 
then closing will increase, deposits will grow, 
loans will fund, and relationships will grow. 
 
  Jack Litzelfelner is the former Area 
manager for Dale Carnegie and Associates 
and is now President of Jack Litz Seminars. 
In the last 25 years he has trained over 
200,000 bankers, lenders, financial advisors 
and various salespeople. To learn more 
about his Strategic Selling for Today’s 
Banker, Jack can be reached at (573) 334-
4015. Or you can visit his website at 
jacklitz.com 
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If you like saving time on 
your projects, you’ll love 
cbanc Exchange! 
 
  Why reinvent the wheel? With cbanc Exchange, 
you won’t have to. This is where real banks 
exchange policies, spreadsheets, agreements, 
marketing materials, compliance content, best 
practices, consulting time, implementation plans, 
and more—collaborating online just plain makes 
sense! And because of the unique points system, 
everyone gets full credit and value for the work 
they contribute. Go see how banks are 
collaborating every single  day a t 
www.cbancnetwork.com.  
 
  Here is want one ICBND bank member had to 
say about cbanc Network: 
 
  I recently listened in on a presentation for 
cbanc network and was impressed enough to sign 
up. I took advantage of the deal they offered to 
receive the first year’s membership free by 
submitting various bank policies, procedures, 
training materials, etc. I was a bit overwhelmed 
initially but found once I got going it was really 
quite easy. The people at cbanc were very helpful 
in walking me through the process and I was up 
and running within the 30 day time span. Since I 
have completed that, I have purchased (with the 
points I accumulated) a number of policies and 
procedures from other banks. The Contingency 
Funding Policy came in extremely helpful since 
we were just beginning the process of putting 
that in a formal policy.  
  With all of the changes going on in banking 
today I think it is essential that we work together 
and share whatever information we can. Rather 
than everyone trying to create from scratch all of 
the material needed to keep regulators happy, we 
can pick the areas of our expertise and spend 
time developing those policies, procedures, and 
training materials to share and receive points to 
purchase from someone else’s area of expertise 
their materials.  
  I think cbanc will be very beneficial to small 
and large banks alike. 
     ~Deb Schouweiler, Senior Vice President 
     Peoples State Bank, Fairmount, ND 

changes, staffing appropriately to do this 
and educating our employees and 
customers through the process. Our 
ICBND network will be invaluable 
assisting us as the regulations are rolled 
out.  
  Banking is  a  r ewarding and 
challenging business. We enjoy great 
satisfaction from helping customers 
reach their financial goals and seeing 
our communities grow and prosper with 
our assistance. It is challenging as we 
manage our independent banks through 
this difficult time of increased 

regulation. Our emerging leaders are 
learning more from the current 
economic and regulatory issues than we 
could have ever taught them without the 
actual experience.  
  In closing and thinking of the 
upcoming holiday season, I want to wish 
everyone and their families a wonderful 
holiday season. And a Cheer for the 
New Year to bankers and their 
leadership in their businesses and 
communities.  

Erman continued from page 2... 
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For M&A transactions and loan purchases, 
the UST is to determine what adjustments 
would be appropriate. 
  For every 2.5 percent by which the 
amount of small business lending has 
increased, the dividend or interest rate on 
senior preferred will be reduced by 1 
percent. Accordingly, if the amount of 
small business lending has increased by 10 
percent or more, the divided or interest rate 
will be 1 percent for a C corporation (and 
presumably 1.5 percent for a Subchapter S 
corporation). What is not clear is whether 
the basket gets emptied every quarter or 
will the UST look at small business loans 
that were made on a cumulative basis as 
compared to the baseline level? For 
example, if small business lending 
increases by 10 percent in a quarter, then 
the rate drops to 1 percent for the 
following quarter. If, during that quarter, 
the level of small business lending does 
not change, will the 1 percent dividend rate 
continue to apply or will the rate go back 
up to 5 percent? We suspect that the rate 
would go back up to 5 percent.  
  The rate based on the Call Report data 
after the eighth calendar quarter from the 
date the UST made its investment will be 
the rate paid for the next two-and-a-half-
year period. If, however, small business 
lending has remained the same or 
decreased relative to the baseline level in 
the eighth quarter, the rate the applicant 
would pay would increase to 7 percent 
(presumably 10.5 percent for Subchapter S 
institutions) during the next two-and-a-
half-year period. After the four-and-a-half-
year period  from initial funding, the rate 
will increase to 9 percent (again, a tax-
adjusted 13 1/2 percent for Subchapter S 
institutions) until the UST security is 
redeemed.  
  There also is a limitation on rate 
reductions to the extent that the  dollar 
amount of the investment made by the 
UST cannot be greater than the dollar 
amount of the increase in the amount of 
small business lending by the financial 
institution.  

“Small Business” continued from cover... 
  As noted in our Banking Developments 
client alert, there is a real question as to 
whether there will be sufficient loan 
demand to enable most financial 
institutions to buy down the rate 
sufficiently to make this program 
worthwhile.  
TARP Refinancing 
  The Act also makes clear that those 
financial institutions that received funds 
under the CPP may refinance the CPP 
funds through the Fund. However, if a 
financial institutions that accepted TARP 
deferred the payment of dividends (or 
interest in the case of Subchapter S 
institutions), it will not be eligible under 
the Fund. If the financial institution is 
eligible to refinance CPP under the Fund, 
it should strongly consider doing so, as the 
requirements of the Fund , as least based 
upon the language in the Act, do not 
contain the compensation restrictions and 
requirements present under CPP.  
Assurances 
  The Act specifically provides that UST’s 
investment in the Fund is not considered a 
capital investment under CPP. In addition, 
the Act states that, if Congress were to 
change the law to modify the terms of the 
investment or program in a materially 
adverse respect for a financial institution, 
then that institution, after consultation with 
its federal bank regulatory agencies, may 
repay the Fund without impediment or 
penalty.  
  The goal was that the Fund would not 
have the taint of TARP. Unlike TARP, 
however, the public relations story related 
to Fund investments is much better. 
Financial institutions can say that they 
were willing to accept government dollars 
in order to make small business loans, and 
if they did not increase their small business 
lending, they would actually be penalized. 
As discussed below, the financial 
institution will need to track the rate of 
increase of its small business lending. 
Thus, there will be hard data to support 
such a claim. In contrast, many institutions 
that received TARP actually shrink their 
balance sheets afterwards. 

Termination of Fund 
  The UST’s authority to make capital 
investments will terminate on September 
27, 2011.  
What to do Now 
  Certainly, the temptation is to wait for the 
application form before getting started. 
This would be a mistake. The first 
applicants under TARP received more 
lenient treatment than did later applicants. 
Moreover, there are literally thousands of 
financial institutions that may be eligible 
for investment under the Fund. There are a 
limited number of law firms that have been 
authorized to represent the UST. 
Consequently, if the number of applicants 
is large, a back log can be expected. In 
addition, the Act’s requirement of a small 
business lending plan will take 
considerable thought. Applicants will need 
to consider how they will advertise and 
expand their outreach for lending to 
minority, women, and veteran groups. 
These loans need to be prudently 
underwritten. Financial institutions will 
also need to have systems to keep track of 
new originations (presumably the 
government will grade everyone's 
homework), set the financial institutions’ 
objectives and report variances to the 
board.  
  For CAMELS 3-rated banks and 4-rated 
banks, work regarding capital planning and 
a potential reduction in problem assets will 
also be required. Financial institutions 
interested in the Fund should not wait for 
the program’s details to be promulgated 
before stating these efforts.  
 
Peter Weinstock and Robert Flowers are 
attorneys in the financial  institutions 
corporate and regulatory section of 
Hunton & Williams LLP. They write and 
speak frequently on topics of interest to 
community bankers. You may contact 
Peter Weinstock at (214) 468-3395 or 
pweinstock@hunton.com and Robert 
Flowers at (214) 468-3324 or 
rflowers@hunton.com. 
 
 

CLASSIFIEDS 
Business Banking Officer 

Western State Bank is looking for a self-motivated, energetic, and experienced Business Banking Officer to join our growing business banking 
department. The position includes a variety of responsibilities including, but not limited to, capacity to generate and manage a loan portfolio in 
excess of $25MM, analyzing credit request for complex commercial transactions, and coordinating activity in support of the credit 
administration process. Minimum of seven years experience with strong communication skills, time management, attention to detail, and multi-
tasking abilities are required. This is a full time position with benefits (health, life, dental, vision, disability, 401k, and ESOP). To apply, please 
send cover letter and resume to:   
Western State Bank, Attn: Andy Strand, VP/Business Banking Manager, 755 13th Ave E, Fargo, ND 58078 
Western State Ban is an EOE, Member FDIC 



15 

 

 

 

THE 2011 BANKERS AND BIKES RALLY HEADING WEST 
Our next destination has been picked and the dates are set. Cheyenne Mountain Resort Colorado Springs, Colorado 
June 18th through June 24, 2011. Comfortably set in eight residential lodges, 316 guest rooms and suites luxury with 
rustic style. Private balconies open to spectacular views of Cheyenne Mountain and the Country Club of Colorado. 
From elegant to casual, Cheyenne Mountain Resort’s array of excellent dining options is full of flavor. The Mountain 
View Restaurant serves exquisite fare in a buffet arrangement, while the Will Rogers Lounge provides plenty of room 
to unwind and enjoy the informal pub atmosphere. The Pineview Restaurant offers an intimate setting.  

The Bankers and Bikes group provides an opportunity for community bankers to relax, ride, and enjoy the 
great outdoors. You will connect with fellow bankers and event sponsors while making the trip to Colorado Springs. 
If you made it to Austin with us this year, you know there is lots of fun to be had; if you didn’t, mark your calendars 
now and plan to join us in 2011. 
 
The tour originates in Jefferson City, MO June 18th. We will arrive at Cheyenne Mountain June 20th; hotel accommo-
dations and planned fuel stops will be posted on www.bankersandbikes.com. A registration form is also available on 
the web site. The website is a great resource for ride information; please check there often.  
 
 
There will be many different ride plans designed to ensure you have every opportunity take in all there is to see and 
do in Colorado Springs, Colorado. Ride plan designs are underway so please visit our website for additional informa-
tion. Colorado Springs has so much to offer visitors…from Pikes Peak, The Royal Gorge, microbreweries, The Gar-
den of the Gods, United States Air Force Academy, wineries, white water rafting, gold mine tours, scenic train rides, 
Seven Falls, Manitou Cliff Dwellings, to shopping in Old Colorado City and Manitou Springs Historic District. There 
will be something for everyone.  
 

Royal Gorge  Air Force Academy              NORAD           Pikes Peak        Seven Falls 
 
Visit www.bankersandbikes.com to register and ride updates. If you have questions or want additional information, 
please contact Keith Paden (800-933-4873) or Jim Ford (800-711-8052).  



COMING EVENTS: 
 
TELEPHONE/WEBCAST SEMINARS: 
 
Dec 2: Understanding the ALLL: Getting it Right 
Dec 3: Executive Compensation Update the 3 Rs: Rules, 
 Risks, and Reconciliation 
Dec 7: Escrow Audit & Compliance 
Dec 8: Your Bank’s Responsibilities & Liability When Check 
 Fraud Occurs 
Dec 9: Conducting Your Annual Security Review 
Dec 14: IRA Year-End Critical Issues 
Dec 15: The Dodd-Frank Act: Strategic Issues for Directors 
 and Senior Management 
Dec 16: Simplified NACHA Operating Rules: Effective 
 January 1, 2011 
 
 
Jan 4: Terminating or Modifying HELOCs:  Special 
 Regulation Z Requirements  
Jan 6: IRA & HAS Annual Review & Update: 2010 Tax Year 
Jan 11: Business Continuity Planning Including IT Issues 
Jan 13: ACH for Frontline Staff 
Jan 19: Performing Your Social Media Risk Assessment 
Jan 20: Director Series: Directors & Enterprise Risk 
 Management 
Jan 21: FinCEN New Chapter X—BSA Rules Simplification: 
 Effective March 1, 2011 
Jan 25: Compliance Training Series: Red Flags for Identity 
 Theft 
Jan 27: Deposit Operations Legal Update: A Look Back at 
 2010—A Look Ahead to 2011 
 
Be sure to review the 2011 Community Bank Webinar Category 
Catalog that is enclosed with this newsletter.  This catalog is a 
quick way to search for topics by their specific interest.  
 
Remember that we will once again offer every 11th Telephone/
Web session free! The more you sign up for the more you will 
save.  

Thank you to our advertisers… 
 
SHAZAM…………………………………………pg 3 
North Dakota Housing Finance Agency………….pg 4 
First Class Mortgage……………………………...pg 5 
Bank of North Dakota…………………………….pg 6 
FHLB of Des Moines……………………………..pg 10 
State Bank & Trust...……………………………..pg 11 
United Bankers’ Bank…………………………….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 Lacey Kuhn at the ICBND office at  
701-258-7121 or toll free 1-800-862-0672. 

 
 
 
 

 
Our greatest glory is not in never failing, 

But in rising up every time we fail. 
~Ralph Waldo Emerson 

 
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  
Card Services Coordinator 
angiet@icbnd.com 
 
Carie Winings 
Card Services Support 
 
Lacey Kuhn 
ICB Purchasing 
Sales & marketing 
Laceyk@icbnd.com 
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