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Ramp Up Your “Go Local” Efforts for 2012! 
  From the rise of the locavore (proponents of local food) 
to the conscientious consumer who wants to support 
neighborhood small businesses while keeping their tax 
dollars at home, there is no denying that Americans want 
to Go Local! ICBND and ICBA are continuing to 
remind consumers that an additional way to participate 
in the Go Local movement is by banking with their 
community bank. 
  To help your community bank spread the word about 
the benefits of community banking at the grassroots 
level, ICBA has created a number of customizable media 
materials including talking points, press releases, a logo, 
and even a list of ideas to help you spread the Go Local 
message. They will continue to build on this popular and 
successful campaign throughout the year, so stay tuned 
for new resources and ways your bank can harness the 
Go Local spirit.  For more information on the ICBA Go 
Local campaign go to their website at www.icba.org and 
click on “News and Media Center”.  
  ICBND is happy to announce that we will once again 
promote community banking during the 2012 North 
Dakota High School Class A and B sports tournaments.  
In addition to our regular ads, our promotional package 
with NBC/North Dakota sports provides ICBND the 
exclusive sponsorship of the “Community Profile” 

segments, which will run throughout the tournaments.  
What a great fit—the “Community” profile sponsored by 
“Community” banks! And here is the best part...your 
bank can be recognized as an independent, community 
bank sponsor during these profiles. For a minimal 
investment of $250, your bank’s name will be featured 
in the Community Profile segment. The feature, along 
with 30 ICBND television spots throughout all five 
sports series brings your bank’s investment to $7.14 per 
ad. A letter was recently sent to all bank presidents and 
marketing departments with more details.  If you did not 
receive this letter or would like more information, please 
contact Don Forsberg or Wendy Ruud at 701-258-7121. 
  ICBND will also be sending each of our member banks  
our 8 1/2” x 3 1/2” Counter Cards that list the many 
benefits of banking with a community bank.    Use these 
cards at your teller lines, customer service desk, and loan 
officer’s desks or as statement stuffers.  They are a great 
way to give your customers bullet point reasons of why 
they should bank at a community bank.  
  And remember - April is Community Banking month.  
Now is the time to get your thinking caps on, get your 
committees together, and make plans to promote 
community banking, community involvement, and going 
local!  

Emerging Leaders Development Program  
Are you concerned about the 
fu ture  of community 
banking? Do you want to do 
something about it? Then 
you need to get your bank 
team involved. And the best 
way to do that is to have one 
or more of your bankers 

involved in the ICBND Emerging Leaders Development 
Program. 
  This premier organization for emerging professionals 
in community banking prepares today’s young bankers 
with the necessary skills to ensure the community bank 
future. It provides its members the opportunity to 
develop lifelong business relationships with the best and 
the brightest in community banking, giving them access 
to an incredible network of bankers with a vast 
background of knowledge and experience who are 
willing to share it in a non-competitive environment.  
  We need to reinforce the importance of the community 
banking philosophy and the importance of that 
philosophy not only to our industry, but to our local 
communities as well. We need to make them active 

players in the game. And active players are more 
involved players. 
  The Emerging Leaders Development Program will give 
your bankers the opportunity to learn the skills needed to 
be a respected, contributing officer in your bank with the 
ability to handle increasing responsibility. They will also 
be more confident to step outside the bank and become 
more involved within the community 
  So get involved - become a player - register one or 
more of your bankers as an Emerging Leader 
Development Program member today. An  informational 
brochure is enclosed with this newsletter or you an view 
it and register online at www.icbnd.com.  
 

Program Meeting Dates 2012 
õ April 11 - Minot, ND 
õ June 7-8 - Annual Conference, 

Bismarck, ND 
õ October 12 - Hillsboro, ND 
 
 



Don Forsberg 
ICBND Executive Director 

  When I was in high school we 
would go downtown to our local 
drugstore. Some of you may 
remember a similar local 
drugstore with a soda fountain 
where you could order a malt, 
burger and fires. Our local drug 
store also had over the counter 
medications, some sundry items 
and a great selection of comic 
books. This main street business 
passed for the local café, drug 
store and convenience store 
(without the gas station which 
was another locally owned 
business). This main street 
business was a real convenience 
for anyone who lived or came to 
our little town. However, 
gradually more people began to 
shop in the “Big Towns” and our 
little drug store closed due to the 
age of the proprietor and since 
there was no longer enough 
traffic to support the business 
model to keep it open. This was 
a huge loss to the community 
although I didn’t understand it at 
the time. I didn’t understand 
what the loss of a local gathering 
place for some of the town’s 
senior citizens meant to them, or 
the loss of a convenient place to 
get those over the counter 
medication or other supplies. I 
also didn’t understand in those 
days that the loss of this one 

business would impact business 
in the rest of the community. 
Ironically while I was taking a 
number of business and 
economics classes, I didn’t 
understand the connection 
between economic theory and a 
real business on main street.  
  When I was in college I first 
heard the term “all politics are 
local”. Now I understand that 
“all business is local as well”. In 
the desire for ever lower prices 
we as consumers often chase 
nonlocal suppliers. The end 
result is often limited choices 
and less convenience. It’s a little 
difficult to try on something 
before you purchase it from an 
online store and while you can 
send it back if it doesn’t fit, or 
isn’t quite the color you thought 
what about the convenience lost 
for having to return ship an item 
and then reorder it. What if you 
are not at all happy with what 
you ordered and now have to 
shop for it again at other stores. 
What is your time worth? What 
is the true cost when we can’t get 
the over the counter medicine 
because we forgot to buy it on 
our last trip to the “Big Town”. 
Now we are stuck dealing with 
symptoms from an illness we 
could have gone downtown to 
purchase but now can’t because 

the local drugstore is out of 
business.  
  What is the true cost for the 
lower pricing in the “Big Town” 
when we have to add in our time 
and costs of transportation? And 
what about those with fewer 
options to go to the “Big Town” 
for i tems or the time/
convenience lost when shopping 
on-line? This is the appropriate 
time to say both on-line business 
and those businesses located in 
“Big Town” do have their place 
and advantages but so do main 
street businesses.  
  The same philosophy of going 
local for main street business is 
behind the “Go Local” campaign 
for community banks. The 
success of a local community 
bank depends on the success of 
i t s  loca l  cus t omers .  A 
community bank does not build 
main street business but it does 
facilitate the ownership and 
operation of those businesses 
because as a community banker 
you know the owners, their 
business plan and their character. 
Likewise, a community bank 
does not build new homes or sell 
existing homes to new owners 
but you may well finance those 
homes because you depend on 

Go Local 

  Have you signed up one of your 
talented, young bankers for the 
ICBND Emerging Leaders 
Development Program? If not, 
now is the time to do so. As I 
stated in the November/
December is sue  of the 
Community Banker, the ICBND 
Emerging leaders Development 
Program is invaluable.  
  Take some time to look over 
the enclosed brochure and 

Jerry Hauff 
Cornerstone Bank 

Bismarck 
ICBND President 

registration form to see for 
yourself the many valuable 
benefits there are to this premier 
organization. As I mentioned 
before, this group’s goal is to 
have at least one member attend 
from each of our ICBND 
member banks. Our ICBND 
Board of Directors is fully 
standing behind this goal. 
  The Emerging Leaders 
Development Program’s first 

meeting is set for April 11, 2012. 
I personally challenge you to 
help secure the future of 
t o m o r r o w ’ s  c o m m u n i t y 
banking—sign up one of your 
best and brightest in the ICBND 
Emerging Leaders Development 
Program today.  
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Communities First Act Offers Range of Reg-Relief Rules 
By Paul Merski, ICBA Executive Vice President and Chief Economist 

This is the first in a series of articles 
highlighting the variety of regulatory-relief 
provisions contained in the ICBA-advocated 
Communities First Act. 
 
  If there is one message that ICBA hears 
loud and clear from community bankers, it 

is that the regulatory and exam environment is overly 
harsh. While other groups ballyhoo the excessive 
regulatory burden, actions speak louder than words, and 
what is being done about it is what is truly important. 
ICBA-advocated legislation to directly reduce the tax 
and regulatory burden on community banks is teed up 
and advancing in Congress.   
 
  House Financial Services Committee member Blaine 
Luetkemeyer (R-Mo.) in May introduced a 
comprehensive community bank tax– and regulatory-
relief bill in the House (H.R. 1697). As a former 
community banker himself, Rep. Luetkemeyer knows 
firsthand the burdens community banks face every day.  
 
  Just a couple of weeks ago, Sen. Jerry Moran (R-Kan.) 
introduced the Senate version (S. 1600). Thanks to 
grassroots outreach by community bankers, support for 
these Communities First Act bills has grown as new 
cosponsors have signed onto the legislation. Further, a 
House hearing on this legislation is in the works for 
November.  
 
  While community bankers understand the need to 
implement regulatory relief, this landmark legislation 
includes a variety of reforms that demand a closer 
review. Today let’s take a look at just some of the broad 
regulatory-relief provisions included in the measure. In 
the months ahead, stay tuned for additional in-depth 
coverage on tax-relief provisions and pieces of the bill 
targeted toward key ICBA constituencies, including 
publicly traded companies, Subchapter S corporations 
and agricultural banks.  
 
Paperwork, Paperwork, Paperwork 
  As community bankers know, among the worst 
regulatory offenders are the growing piles of paperwork 
that sap too much time and effort and threaten to bury 
staff at their desks. Fortunately, there are several 
reasonable provisions in the Communities First Act 
(CFA) that will help eliminate some of these 
unnecessary paperwork requirements.  
 
  For starters, let’s consider the call report. Despite their 
size, community banks are required to file long-form call 
reports with their regulators on quarterly basis.  The 
amount of added information on the call report over the 
years seems endless. There are no special provisions for 
small or well-capitalized banks. The CFA would help 
provide some relief by requiring bank regulators to 
develop a short-form call report that is “significantly and 
materially less burdensome” to prepare. Highly rated, 
well-capitalized banks with assets of $10 billion or less 
would be able to file the shorter report twice a year, 
which would reduce regulatory burdens with little to no 

impact on their safety and soundness.  
 
  A separate provision of the act would 
reduce data-collection requirements tied 
to small-business loan applications. The 
Wall Street Reform Act requires lenders 
to maintain records of applications from 
women– and minority-owned businesses 
and a separate record of the responses to 
all such applications. These records must 
be kept separate from the underwriting 
process. The CFA would exempt 
community banks with less than $1 
billion in assets from the new data-
collection requirements. The exemption 
would remove inefficiencies and 
additional costs for these community 
banks and ensure that the privacy of 
applicants is not compromised.  

Small Bank Holding Companies 
  Also included in the CFA is an update 
of capital guidelines for small bank 
holding companies. Some small bank 
holding companies are exempt from 
Federal Reserve capital guidelines for 
BHCs via the small bank holding 
company policy statement. However, 
the threshold, last revised in 2006, is 
only $500 million.  
 
  In addition to falling below the asset 
threshold, BHCs must meet debt-related 
tests to qualify. Small BHCs with debt-
to-equity ratio of more than 1:1 may not 
pay corporate dividends or qualify for 
expedited processing of acquisition 

Continued on page 10... 



4 

Heen Retires - Hanson Named President/CEO 
  American State Bank & 
Trust Company President/
CEO Kenneth I. Heen retired 
on December 31, 2011. In 
June 2011, Heen announced 
his plans to retire at the end 
of the year. In conjunction 
with Heen’s retirement, 

ASB&T Chairman of the Board Patrick 
Sogard announced that the ASB&T Board of 
Directors had appointed Senior Vice 
President and Chief Financial Officer David 
N. Hanson as the organization’s new 
President/CEO, Effective January 1, 2012.  
 
  Heen had been employed at ASB&T for 
more than 20 years. He began as Vice 
President and Agricultural Lending 
Department Manager and later became 
Executive Vice President, a position he held 
form more than 10 years. Prior to ASB&T, 
he worked for Farmer’s Home 
Administration for 21 years.  
 
  Heen holds a Bachelor of Science Degree in 
Agriculture Economics from North Dakota 
State University. He is a past president of the 
Williston State College Foundation and 

previously served on the North Dakota 
Bankers Association Service board. He has 
also served on the Williston Area Chamber of 
Commerce Ag Committee, Mercy Medical 
Center’s MedQuest Board and the Williston 
Area Development foundation. Heen is an 
active member of St. Joseph’s Catholic 
Church and has previously served on the St. 
Joseph’s School board. A Williston native, 
Heen continues to operate his family farm. 
He and his wife, Dianne, have five children 
and 12 grandchildren.  

 
  H a n s o n  j o i n e d  t h e 
American State Bank & 
Trust Company staff in 2003. 
He was named Vice 
President and CFO in 2006, 
and Senior VP in 2010. He 
has also served as Secretary 
of the Bank’s Board of 
Directors, Cashier, and 

Secretary/Treasurer of the Bank’s holding 
company. 
 
  Hanson grew up in Williston. Following his 
graduation from the university of North 
Dakota with an accounting degree, Hanson 

worked for nearly 10 years in public 
accounting for Brady, Martz, and Associates 
in Minot, ND. During that time, he earned the 
designation of Certified Public Accountant 
and ultimately gained extensive expertise in 
the banking industry by concentrating his 
time with banking clients.  
 
  Hanson is a member of the Williston Rotary 
Club, a volunteer for local school and 
recreation activities and a past Junior 
Achievement volunteer. He served on the 
Williston Public School District #1 Board for 
four years, including two years as its 
President. In 2011, Hanson was appointed to 
the Mercy Medical Center Financial 
Committee. He serves on the North Dakota 
Bankers Association Board of Directors and 
graduated with honors from the Graduate 
School of Banking in Colorado. Hanson and 
his wife, Tina, have two children.  
 
  ASB&T is a locally owned community bank 
serving Williston and the surrounding area 
for more than 105 years. The bank currently 
has more than $450 million in assets and 89 
employees.  



Our 2012 Bipartisan Agenda by Camden R. Fine, ICBA President and CEO 

       In this hyper-contentious    
     presidential and congressional 
     election year, all legislation 
     will face a much higher hurdle 
     to advance into law. Much of 
     this year’s debates on Capital 
Hill will be political theater designed to 
sway voters in November’s elections. 
Nevertheless, congress faces several must-
pass bills, and ICBA can make 
considerable headway on several important 
bipartisan legislative priorities for 
community banks.  
  Community bankers should closely 
follow ICBA’s lead this year on these five 
legislative priority issues. A strong 
grassroots outreach will be critical to 
advance these and other issues this session, 
but we can do it.  
  The Communities First Act. This 
signature ICBA tax-and regulatory-relief 
legislation continues to gather bipartisan 
momentum in the House and Senate. ICBA 
will remain on the offensive with 
lawmakers to scale back onerous tax and 
regulatory burdens wherever possible. The 
House Financial Services Committee is 
planning a mark-up session for 
communities First Act soon.  
  This legislative package will allow 
community banks to devote more of their 
resources to economic recovery on Main 
Street. That’s something Republicans and 
Democrats want to achieve.  
  Tax reform. In addition to advancing 
constructive tax-relief provisions in the 
Communities First Act, Congress will be 
pressed to address other tax issues. ICBA 
will have to fight back proposals to impose 
new punitive tax levies specifically 
targeting the financial services sector. 
Deadlines this year also affect lower tax 
rates applied to individual income and 
Subchapter S corporations that should be 
extended or made permanent.  
  The large and growing federal debt and 
deficits, combined with $1.2 trillion in 
expiring tax cuts in 2012, will ensure tax-
issue debates continue into the general 
election. Fortunately, Congress and the 
administration actively seek ICBA’s 
advice on pro-growth tax initiatives.  
  Credit unions. ICBA will continue 
opposing the credit union lobby’s all-out 
efforts to pass unwise legislation to 
considerably expand the commercial 
lending authority of tax-0exempt credit 
unions. Meanwhile, federal budget deficits 
are forcing more lawmakers to concede 
ICBA’s position that the federal exemption 
for credit unions, particularly for large 
bank-like credit unions, is no longer 
justified.  
  ICBA will stress that if credit unions 

want expanded business powers they must pay 
taxes. By keeping up our advocacy pressure, a 
breakthrough is possible this year or next.  
  Housing finance reform. Congress will 
continue to debate and refine its policy options 
for housing finance reform, and ICBA will be 
busy continuing to explain why our nation’s 
housing finance system must preserve the role 
of community banks in mortgage lending. 
Among the many crucial issues at stake in this 
debate are ensuring a strong, impartial 
secondary market and preserving the Federal 
Home Loan Bank system.  
  As policymakers seek to remove Fannie Mae 
and Freddie Mac from conservatorship and 

reshape the secondary market, ICBA will 
continue to fight for community banks’ 
important role in and fair access to the 
mortgage finance marketplace.  
  FDIC “TAG” extension. The unlimited FDIC 
insurance coverage for the non9nterest-bearing 
Transaction Account Guarantee program will 
expire Dec. 31. ICBA will be working overtime 
to extend the TAG coverage. We will continue 
to point out to lawmakers from both political 
parties how extending TAG is needed to help 
mitigate ongoing funding advantages too-big-
to-fail institutions have over community banks.  
 
Camden R. Fine is President and CEO of ICBA. 
Reach him at cam.fine@icba.org.  
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  Because we serve such a wide 
range of people, community 
bankers know quite a bit about a 
lot of different things. But we’re 
also increasingly pressed not only 
to do more but to know more. 
That’s why we often rely on the 
expertise of vendor partners and 

consultants.  
  That’s also why I especially enjoyed 
attending so many state association 
conventions this year as your ICBA chairman, 
and why I enjoy attending the ICBA national 
Convention and Techworld every year. I 
always learn a great deal from community 
bankers I’ve never met before, and from 
community bankers I’ve known for years.  
  Of course, there’s always plenty of new 
insights and information to find from the 
workshops at these conferences. By far, 
Techworld is the biggest gathering of 
community bank service providers anywhere 
under one roof, so it’s always easy to learn a 
ton from exhibitors there about our industry’s 
latest products and services. You can even 
plan a whole schedule around learning more 
about a specific topic, issue or challenge 
weighing on your mid or on your bank.  
  But what I like most about these conferences, 
however, is the invaluable but unpredictable 
opportunities they provide to network with 
other community bankers who are more than 
willing to help each other. Listening is a 
powerful tool. One-on-one networking gives 
me the chance to discover something I didn’t 
know I need to know. That’s tremendously 
useful and important.  
  Over the years as a community banker 
serving the people of Cattaraugus County in 
upstate New York, I’ve found that acquiring 
and applying knowledge happens in the most 
interesting and unexpected ways, whether 
from my customers and employees. If you stay 
alert and keep your eyes and ears open, you 
can learn from almost anyone anywhere. And 
you never know when something you learn 
might be useful until an opportunity to use that 
knowledge arises, which it eventually does.  
  Industry publications, audio conferences and 
online courses are staple resources in keeping 
ourselves and our staff informed. But for any 
community bank executive, director or senior 
manager, overlooking the learning that 
networking provides is a big mistake.  
  Nowhere can you learn more about what you 
didn’t know you need to know than at the 
ICBA National Convention. I can’t wait to 
meet you there next month in Nashville. I 
don’t know what we can teach each other yet, 
but let’s find out. Sometimes all you have to 
do is ask. 
 
 
 

Learning from You by Sal Marranca, Chairman of ICBA 

What’s in a Theme? 
  Here are some of my favorite themes from 
last year’s state association conventions:  
• “Hear Our Roar” - Independent 

Community Bankers of Colorado 
• “Mission Possible: The Road Ahead”-

Independent Community Bankers of 
Minnesota 

• “Community Banking: A Passion for 
People” - Community Bankers 
Association of Georgia 

• “Community Banking: Setting the Pace”-
Community Bankers Association of 
Kansas 

• “Making a Difference on Main Street”-
Pennsylvania Association of Community 
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Bankers 
• “Flying Colors: Proudly Sailing Into the 

Future” - Indiana Bankers Association 
• “Victory Is Ours” - Independent 

Community Banks of North Dakota 
• “The Community Bank: An American 

Classic” - Missouri Independent Bankers 
Association 

• “Community Banking: Fueled By 
Loyalty” - Community Bankers 
Association of Illinois     

      
Sal Marranca is president and CEO of 
Cattaraugus County Bank in Little Valley, 
N.Y.  
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How to Deal with Germs at Your Desk 
  Afte r  col l ect ing 
thousands of samples in 
workplaces across the 
country and measuring 
how many bacteria per 
square inch live on 
common surfaces, 

University of Arizona researchers found the 
typical workplace phone has 25,000 bacteria 
per square inch. Surprisingly, a toilet seat has 
a mere 50. 
 
  Germs live and lurk in workspace places 
touched by everybody, but rarely serviced by 
a cleaning crew.  
 
  No doubt, germs are everywhere. 
Fortunately most of them don’t harm us. In 
fact, exposure to some bacteria and viruses 
can actually build immunity.  
 
  While you can’t avoid germs completely, 
you can take a few simple and highly 
effective precautions to limit your exposure 
on the job and stop them from spreading.  
 
1. Routinely wash your hands at work and do 

it right. Rub vigorously with soap and 

warm water for at least 20 seconds. Dry 
your hands with a clean paper towel rather 
than air dry. 

 
2. Sanitize frequently touched work surfaces 

daily with disinfecting wipes. Carry a 
small bottle of hand sanitizer or keep one 
on your desk. 

 
3. Keep electronics clean. Be sure to follow 

cleaning instructions provided in user 
manuals to avoid damaging computers, 
cell phones, keyboards, computer mice 
and other devices.  

 
4. Avoid sharing headsets or cell phones, 

unless it’s an emergency.  
 
5. De-clutter your desk so that it’s easier to 

wipe down on a daily basis—especially if 
you eat there. Particles of food can be 
breeding grounds for bacteria.  

 
6. Beware of doorknobs, on/off buttons, 

railings, switches and handles. Clean them 
often with disinfecting wipes. Wash your 
hands thoroughly after touching them. 

 

7. Avoid touching your nose, mouth and 
eyes. That’s where germs enter the body 
and most experts think flu viruses spread 
when droplets fly. 

 
8. Cover your mouth and nose with a tissue 

when coughing or sneezing. If you don’t 
have a tissue, use your upper sleeve or 
elbow, not your hands.  

 
9. Stay up to date on immunizations.  
 
10.Stay home if you’re sick. If you can’t, 

keep your distance from others. 
  
 
Information provided by Blue Cross Blue 
Shield of North Dakota, an ICBND Endorsed 
Associate Member. 



Wyman Promoted at United 
Community Bank 

   
  United Community 
Bank of Minot is 
pound to announce the 
recent promotion of 
Audra Wyman to 
M o r t g a g e  L o a n 

Officer. Audra is originally from 
Westhope and attended Minot 
State University where she 
graduated in 2008 with a  
Bachelors Degree in Finance. 
Audra has been employed at the 
bank for the past 5 years and 
most recently served as a Loan 
Processor. She is active in 
Young Professionals and teaches 
Junior Achievement.  
 
Widmer Roel PC Hires 
Stenvold as an Audit Associate 

 
  Josh Stenvold has 
joined the agricultural 
division of Widmer 
Roel PC, a public 
a c c o u n t i n g  a n d 
business advisory firm 
with offices in Fargo, 

Bismarck and Hazen. Stenvold, 
as an audit associate, provides 
audit and accounting services. 
Stenvold was previousl y 
employed with Blain L. 
Christianson & Associates for 
three years. He has a bachelor’s 
degree from NDSU.  
 
American Welcomes New 
Employee 

   American Bank 
Center is pleased to 
a n n ou n ce  Tod d 
Humphrey as Vice 
President/Business 
Banking Supervisor. 
Todd is a graduate of 

Moorhead State University and 
the Colorado Graduate School of 
Banking. Todd is also a CPA and 
brings more than 24 years of 
experience in the banking 
industry to American.  
 
Herrmann Joins Choice 
Financial in West Fargo 

 
  Choice Financial 
a n n o u n c e s  t h e 
addition of Melissa 
H e r r m a n n  a s 
customer service 
r e p r e s e n t a t i v e . 

Herrmann attends NDSU and is 

in the process of completing a 
degree in criminal justice and 
psychology. Melissa is active in 
the community by volunteering 
at the YWCA and the Salvation 
Army.  
 
Strand and Wersinger 
promoted at Western State 
Bank 
  Western State Bank recently 
announced two promotions. 
Andy Strand has recently been 
named President of Western 
State Bank in Chandler, AZ. 
Brent Wersinger has recently 
been promoted to Vice 
President/Business Banking 
Manager of Western State Bank 
in West Fargo, ND.  

 
  Strand joined the 
bank in West Fargo in 
2000. He has served 
as a Business Banking 
Officer and the Vice 
President/Business 
Banking Manager 

since 2005. He is a graduate of 
Mayville State University and 
the Dakota School of Banking. 
Strand and his family will be 
relocating to Arizona in early 
2012.  

   
  Wersinger has been 
with the bank since 
2005 serving as a 
Business banking 
officer and most 
r e c e n t l y  V i c e 
P r e s i d e n t / B a n k 

manager of the Fargo bank 
location. Prior to joining 
Western, Wersinger spent three 
years with Community First 
Bank in various positions. He is 
a graduate of Minnesota State 
University Moorhead, Dakota 
School of Banking and is in his 
final year at the Graduate School 
of Banking-Colorado. He and his 
family currently reside in Fargo.  
 
Choice Financial Promotes 
Walker 

   
  Val Walker was 
recently promoted 
to crop insurance 
manager at Choice 
financial in Grafton. 
In the new role, 

Walker will oversee the crop 
insurance department in Grafton 
and will continue to foster 
existing and new relationships 
with customers. Walker joined 
the bank in 2000 and served as 
insurance agent her entire career 
with Choice. She is licensed to 
sell crop insurance in seven 
states. In addition to her crop 
insurance role, Val also serves 
on various committees within the 
bank and was nominated and 
recognized by peers through 
Choice Footprints, an employee 
recognition program.  
 
C o r n e r s t o n e  B a n k 
Announcements 

 
  JoAnn Jacobson of 
Cornerstone Bank has 
been promoted to 
Lead Credit Analyst. 
JoAnn has been with 
Cornerstone Bank 
since 2010 as a Credit 

Analyst. 
  Elaine Gilbery has 
been hired as a Part 
T i me  B u s i n e s s 
Banking Associate II 
at Cornerstone Bank. 
Elaine comes to the 

bank with over 38 years of 
previous banking experience 
including 14 years as a Business 
Banking Associate.  
 

  D e n n i s  W h i t e , 
Chairman of the Board, 
announces on behalf of 
Cornerstone Bank, that 
Brad A Sinclair, 
Attorney, has joined 
the bank as Sr. Vice 

President Administration and 
Corporate Legal Counsel. Brad 
Sinclair has extensive experience 
in excess of 27 years in banking 
law, branch banking, commercial 
t ransactions,  r ea l  est at e 
t r a n s a c t i o n s ,  s e c u r e d 
t r a n s a c t i o n s ,  b u s i n e s s 
formations, and consumer 
protection laws. Brad is licensed 
to practice law since 1984 in the 
states of North Dakota and 
Minnesota, and the U.S. Federal 
District Court for the districts of 
North Dakota and Minnesota. He 
is also a Certified Public 
Accountant since 1982. 

 
  Dennis White also announced 

that Pete Fullerton has 
joined Cornerstone 
Bank as its President/
C h i e f  E x e c u t i v e 
Officer. Fullerton has 
31 years of banking 
experience. His prior 

positions include Regional 
President and Bank President and 
most recently Wealth Advisor. 
Fullerton has been involved in 
community with a number of 
organizations including past 
United Way Board Chair, past 
United Way Campaign Chair, and 
past YMCA Board Chair. Pete 
earned his B.B.A. from the 
University of Iowa, is a graduate 
of Stonier Graduate School of 
Banking and earned his Certified 
Financial Planner.  
 
Western State Bank News 

 
  Antoinette Hellekson 
has been promoted to 
t h e  O p e r a t i o n s /
Cus t omer  Ser vi ce 
Department at Western 
State Bank. Previous to 
her promotion she had 

been on the frontline as a 
Customer Service Representative 
for the last two years as well as 
serving as Branch Manager at the 
Fort Totten location.   
 

  J o a n  N e l s o n -
Belgarde returns to 
Western State bank as 
Credit Analyst. Joan’s 
professional history 
includes 21 years in 
banking and insurance. 

At Western Insurance, for the past 
15 years, Joan’s primary 
r e s p on s i b i l i t i e s  i n c l u d e d 
operations supervisor and 
insurance agent. Her prior 
banking experience includes 6 
ye a r s  a s  a  b a n k  l o a n 
administrator.  

 
  Vickie Buchli joins 
Western State Bank’s 
frontline. She has 
previously worked at 
Western Equipment 
Finance as Account 
Manager and prior to 

coming to the bank was part of the 
management team at Mercy 
Hospital for the past 22 years and 
attended lake Region State 
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Choice Financial News 

 
  Mark Wallace was 
recently promoted to 
credit analyst at 
Choice Financial. 
Wallace joined the 
bank in 2010 as a 
customer service 

representative and earned his 
bachelor’s degree in business 
administration from NDSU.  

 
  Jennifer Lein was 
recently promoted to 
e-Services specialist 
w i t h  C h o i c e 
Financial. Lein is a 
g r a d u a t e  o f 
Minnesota State 

University Moorhead with a 
bachelor’s degree in mass 
communications with an 
integrated advertising and public 
relations emphasis. She brings 
previous experience in customer 
s er v i ce ,  ma rk e t i n g  an d 
promot i ons  as  wel l  as 
community involvement in 
Habitat for Humanity, United 
Way and Relay for Life.  
 
Broe and Abrahamson Join 
Western State Bank   

 
  E m m a  B r o e 
r e cent l y j o i ne d 
Western State Bank, 
West Fargo, as a 
M a r k e t i n g 
Representative, in the 
Sales and Marketing 

Department. She will assist in all 
aspects of Sales and marketing 
for the bank. Before joining the 
bank, Broe was a Sales and 
Advertising Assistant at Triad 
Broadcasting Radio Group in 
Fargo. Brow earned her Bachelor 
of Science Degrees in Marketing 
and Management from Minot 
State University. 
 

  Diane Abrahamson 
r e cent l y j o i ne d 
Western State Bank, 
F a r g o  a s  a 
Receptionist /Loan 
Assistant. She will 
provide customer 

service, maintain consumer loan 
files and help provide loan 
support to loan officers at the 
Fargo location. Prior to joining 

the bank, Abrahamson was a 
Customer Service Associate at 
Bremer Bank for thirteen years. 
 
American Welcomes New 
Employees 

 
  American Bank 
Center is pleased to 
announce Sandy 
Miller as Teller in 
Dickinson. Sandy 
b r i n g s  p r i o r 
administrative and 

bookkeeping experience with her 
to American.  

 
  American Insurance 
Center is pleased to 
announce Allison 
Upham as Account 
Manager in their 
Bismarck location. 
Allison brings 3 

years of insurance experience to 
American.  
 
Bismarck’s Widmer Roel PC 
Hires Schollmeyer as a Staff 
Accountant 

 
  P a u - Y u e h 
( C l a u d i a ) 
Schollmeyer has 
j o i n e d  t h e 
a c c o u n t i n g 
d e p a r t m e n t  o f 

Widmer Roel PC. Schollmeyer, 
as a staff accountant, provides 
tax and accounting services. She 
has a MBA from University of 
Mary, bachelor’s degree in 
finance from California State 
University, Fullerton and an 
associate degree in accounting 
from Ching-Chung College.  
 
Field Earns Compliance 
Designation 

 
  Choice Financial 
i s  p r o u d  t o 
announce that Tara 
F i e l d ,  V i c e 
P r e s i d e n t  o f 
Compliance, was 
recently awarded 

the Certified Regulator y 
Compliance Manager (CRCM) 
designation from the Institute of 
Certified Bankers. Field joined 
Choice Financial in 1999 and has 
held various positions within the 

bank. She is a member of United 
Lutheran Church, the Chamber 
of Commerce and is active in 
Relay for Life. She is also a past 
board member of the Langdon 
Area School District foundation 
and teaches Sunday school. The 
CRCM designation is awarded to 
individuals who demonstrate 
excellence in the field of bank 
regulatory compliance. To 
qual i fy for  the  CRCM 
certification, individuals must 
have certain levels of experience 
and education in financial 
industry compliance, pass an 
exam and agree to abide by a 
code of ethics.  
 
Regional Magazine Features 
Johnson as 40 under 40 

 
  Brain L. Johnson, 
Chief Executive 
Officer at Choice 
Financial, has been 
selected as one of 
Prairie Business 
magazine’s fourth 
annual “40 under 
40.”  The nominees 

submitted to Prairie Business for 
40 under 40 are for business 
professionals who are making a 
difference in their regions. 
Nominees and recipients for the 
award are from North Dakota, 
South Dakota and Minnesota, 
and are elected by two judges. 
 Johnson has been with Choice 
Financial since 1999. Prior to 
becoming CEO, he was chief 
operating officer, and has also 
served as president of the bank’s 
Walhalla location, chief credit 
officer, and market president for 
the bank’s two location in Grand 
Forks. Johnson is also a member 
of the company’s board of 
d i re ct or s ,  se ni or  c re di t 
committee, and executive 
management team.  
 Johnson graduated from 
Jamestown College with a 
business management and 
economics degree. He was 
recently named to the Grand 
Forks-Eas t  Grand Forks 
Chamber of Commerce Board of 
Directors, and Federal Reserve’s 
C o m m u n i t y  D e p o s i t o r y 
Institutions Advisory Council 
and was named a Rising Star by 

Northwestern Financial Review 
in 2006. 
 
NDGT adds Moser and 
Kirchoffner to Bismarck 
Office 
  North Dakota Guaranty and 
Title Company, North Dakota’s 
l e a d e r  i n  r e s i d e n t i a l , 
commercial and mineral title 
information services announces 
the addition of DesiRae Moser 
and Lindsay Kirchoffner to its 
loan closing and escrow 
department in its Bismarck 
Office.  NDGT has offices in 
Bismarck, Dickinson, Killdeer, 
Mandan, Minot, Mohall, 
Watford City, and Williston 
and provides outstanding 
abstracting, closing, and other 
title information services, 
including oil & gas/mineral title 
services throughout the entire 
state of North Dakota.  
 
American Trust Center 
F i n a n c i a l  S e r v i c e s 
Professional Earns National 
Certification  

 
  Joseph Heringer, 
CTFA, American 
Trust Center, was 
a w a r d e d  t h e 
Certified Trust & 
Financial Advisor 
designation from 

the Institute of Certified 
Bankers.  Joseph has been with 
American Trust Center since 
2007. He graduated with honors 
from the University of North 
Dakota School of Law after 
receiving his undergraduate 
degree from Concordia College 
in Moorhead. He administers 
fiduciary accounts and works 
with clients on estate and 
financial planning issues. The 
CTFA designation is awarded 
to individuals who demonstrate 
excellence in the field of wealth 
management and trust. To 
quali fy for  the CTFA 
designation, individuals must 
have certain levels of 
experience and education in the 
trust profession, pass an exam 
and agree to abide by a code of 
ethics. The CTFA exam covers 
many areas including fiduciary 
and trust activities, financial 
planning, tax law and planning, 
investment management and 
ethics.   9 
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applications or applications to engage in 
nonbanking activities.  
 
  To ease and simplify capital requirements 
on small BHCs that do not have non banking 
activities, the CFA would raise the qualifying 
threshold to $1 billion under the small bank 
holding company policy statement. CFA 
would also raise the debt-to-equity ratio test 
from 1:1 to 3:1 for paying corporate 
dividends and for qualifying for expedited 
processing of these applications.  
 
Accounting Burdens 
  The CFA also addresses counterproductive 
accounting issues that frustrate community 
banks and jeopardize their viability.  
 
  Currently, accounting standards do not take 
into account the business model of the issuer. 
The CFA would require the Securities and 
Exchange Commission to ensure that 
accounting information, documents and 
reports accurately and appropriately reflect 
the business model of the issuer and the scale 
and complexity of their financial dealings. 
 
  The Financial Accounting Standards Board 
has repeatedly imposed reporting 
requirements that assume that all banks are 

Continued from page 3... high-volume traders in assets and liabilities. 
This updated treatment would help ensure 
that regulators recognize that community 
banks hold assets and liabilities long-term 
and that frequent revaluations distort their 
balance sheets and confuse investors. This is 
part of ICBA’s ongoing efforts to reverse 
many of the one-size-fits-all regulations that 
are inappropriate and unwarranted for 
community banks.  
 
  Also under the ICBA-advocated legislation, 
the SEC would be prohibited from approving 
any new or amended GAAP standard unless 
it determined that the benefits significantly 
outweigh its costs. The SEC also must ensure 
that the principle would not have a negative 
economic impact on community banks with 
assets of $10 billion or less.  
 
Continued Diligence Needed 
  Regulatory, tax and paperwork requirements 
impose a disproportionate burden on 
community banks, putting them at a 
competitive disadvantage. The CFA would 
offer much-needed relief and provide a boost 
to the nation’s economic recovery.  
 
  If you haven’t already had the chance, 
please take a moment to look through the 
Communities First Act (H.R. 1697 and S. 
1600). I guarantee you will find provisions 

that will benefit your community bank, your 
customers and your ability to continue 
serving your community.  
 
  While ICBA is working tirelessly to get key 
provisions from this important legislation 
through Congress, we need the help of the 
nation’s community bankers to ensure 
maximum support from lawmakers. So let’s 
all work to make a difference and keep the 
momentum and congressional support 
growing for this legislation.  
 
  ICBA makes it easy for community bankers 
to contact their lawmakers with 
CBConnect—the association’s grassroots 
website. The site offers customizable letters 
to Congress and a call alert to help 
community bankers get their lawmakers on 
the phone.  
 
  If we all do our part, we can ease the 
burdens facing community banks so that we 
can continue to advance a much-0needed 
economic recover on Main Street. 
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Western State Bank Donates 
to the Humane Society Fargo-
Moorhead 

Western State Bank recently contributed $2,500 to 
support the Humane Society Fargo-Moorhead. The 
Humane Society Fargo-Moorhead is a shelter which 
provides a second chance for happiness to lost, 
abandoned, and owner surrendered animals. The 
organization ahs been serving the community since 
1966. As a private non-profit organization, they depend 
on the generosity of supporters, such as Western State 
Bank, to continue serving the community by bringing 
pets and people together.  

EFT Leader Launches The SHAZAM Network 
BLOG 
  When it comes to innovation, financial 
institutions have depended on the 
SHAZAM Network for more than 30 
years to deliver leading-edge EFT 
product s and services.  Today, 
SHAZAM is innovating the way it 
communicates with participants in more 
than 30 states with the announcement of 
The SHAZAM Network Blog. (http://
theshazamnetworkblog.typepad.com/) 
  The objective of SHAZAM’s blog is to 
share payments industry insights to help 
financial institution executives remain 
as savvy and up-to-date as possible. 
  “In a complicated industry like 
payments, it’s important to have timely 
and concise information delivered in 
multiple channels and formats,” said Jim 
Ghiglieri, SHAZAM Senior Vice 
President, Corporate Communications.  
  A unique feature of The SHAZAM 
Network Blog is the team of SHAZAM 
senior executives that author the 
content. The bloggers share their 
expertise on topics l ike fraud 
prevention, regulations and compliance 
issues, payments innovations, and best 

practices for debit and ATM programs.  
  “Our intention is that The SHAZAM 
Network Blog be an authentic, 
beneficial, and ongoing conversation 
between our team , our participants, and 
merchants, as well as others invested in 
the payments industry,” said Ghiglieri, 
who also Tweets from @jimghiglieri. 
“We want to increase visibility among a 
national audience of community-based 
financial institutions by anticipating the 
concerns that are affecting their business 
and addressing them in a readily 
available medium.”  
  In addition to occasional guest 
bloggers, the four SHAZAM bloggers 
regularly featured on the blog will be: 
• Dan Kramer, SVP of Marketing & 
Merchant Services 

•Jim Ghiglieri, SVP of Corporate 
Communications 

•Terry Dooley, SVP and CIO 
•Kevin Christensen, VP of Audit 
  Those interested in the SHAZAM 
Network Blog can subscribe to receive 
the latest posts delivered via email or 
RSS reader.  
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CALL TODAY TO RESERVE THE ICBND MOBILE ATM 

  ICB Services (ICBND’s Credit Card Subsidiary) has 
purchased a Mobile ATM Trailer for our ICBND Member 
banks to borrow. The main purpose of this ATM Trailer will 
be to promote community banking at your local events. It 
could also be used in the case of a disaster, i.e. fire, tornado or 
flood.  
  The trailer has an advertising wrap promoting community 
banking with all our ICBND Member Community Banks 
names listed on the back doors of the trailer. We have also 
reserved a section on the front by the ATM to advertise for the 
bank using the trailer.  
  This ATM trailer comes equipped with Verizon Mobile 
Communications, Emergency Battery Operation, Wheel & 
Hitch Locks, Multiple Cameras and DVR, Heat and Air 
Conditioning.  
  There is no rental cost to the individual bank that borrows the 
trailer. Your bank will be responsible for the travel expenses 
associated with picking up and returning the trailer and for 
storage as well as insuring the trailer when it is in your bank’s 
possession. 
  ICB Services will handle the scheduling of the Mobile ATM 
trailer and it will be scheduled on a first come, first serve basis, 
however a disaster will always take precedence.   
  For full details and to reserve the trailer, contact Marilou 
Voegele at ICB Services at 701-258-8326 or email her at 
marilouv@icbnd.com.  

  “We first used the Mobile ATM at a large community event 
last summer. ICBND and Datrue both made the process of bor-
rowing the trailer incredibly easy. Having the trailer out in the 
community, with our logo on it, was great free advertising. And, 
the event organizers thought the accessibility to cash greatly 
increased their sales. So much so, that they immediately asked 
us to bring the Mobile ATM back for all three of their summer 
events from now on!” 
 ~Sarah Getzlaff, Security First Bank of ND, Mandan 

  “In July, 2011, the central-North Dakota community of Leeds 
celebrated their 125th Anniversary. This four day event wel-
comed current and former Leeds residents, school alumni and 
those from surrounding communities. United Community Bank 
of North Dakota (Leeds location) utilized the ICBND ATM trailer 
for this event. The ATM trailer was located adjacent to the bank 
facility which proved to be ideal for those visitors to access 
cash for food, entertainment and souvenir purposes. United 
Community Bank’s staff found the ATM trailer very simple to 
prepare for the event. We would strongly encourage any 
ICBND Member Banks to utilize this tool for any community-
wide event that they want to participate in.”  
 ~Kelly Fischer, United Community Bank, Leeds 

  “WOW—Was the ATM Trailer a success in Mantador!!! The 
VFW owner was ecstatic and tracked down the bank president 
to thank him for bringing it over as she knew her establishment 
would not have been able to handle that amount of currency. 
The people were also very receptive to the ATM being so con-
venient and right there where it was needed.”  
 ~Mary Schildberger, Lincoln State Bank, Hankinson 

SCORE and SBA Announce Workshops for 2012  
  Bismarck Mandan SCORE, in cooperation with the US Small 
Business Administration (SBA), has scheduled four workshops 
designed to help “would be” and existing entrepreneurs who want to 
learn more about The Basics of Starting & Operating a Successful 
Business.  The SCORE-SBA workshops will be held the third 
Thursday of the month in 2012 in January, February, March and April.  
Sessions will start at 7:00 pm and end at 8:30 pm. Classes will be held 
in the lower level of the Bismarck Public Library at 515 North 5th 
Street in Bismarck. The cost for the session is $20 per person, if two 
from the same organization , the second person pays $10. To register, 
please call 701-328-5861 and leave your name and phone number.  Or 
you can email SCORE at score365@btinet.net and indicate which 
session you would like to attend.  

  Presenters at each workshop are area professionals with experience 
in a specific type of business. These professionals offer their services 
free of charge and while they may refer to their bank, firm or business; 
their presentation is informational and not a “sales pitch.”  SCORE 
members who offer free and confidential mentoring and counseling 
will also be available to meet with small business owners.  
• January 19: Accounting & Recordkeeping-Randy Schneider, CPA 
• February 16: Financing for Your Small Business-Darin Hanson, 

Dakota Community Bank 
• March 16: The Business Plan: Carol Anderson, SCORE Volunteer 
• April 19: Marketing & Advertising: Mary Klecker-Green, Basin 

Communications Manager 
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Ace in the Hole - Bond portfolios have market gains by Jim Reber, ICBA Securities 

  So community banking 
remains at somewhat of a 
crossroads as 2012 dawns. It 
appears most of the bad news 
related to lending has been 
addressed, either through 
disposal of nonperforming 
assets or the allowance for loan 

losses. Bank failures are down (92 in 2011 
versus 157 in 2010). Credit remains a 
challenge, and certainly bank earnings have 
been completely recalibrated. When does 
anyone think a 1.25 percent ROA or a 15 
percent ROE will again be the standard for 
acceptable performance? 
 
  Let’s think happy thoughts. Lost in the blur 
by many community bank managers are the 
gains that have piled up in the bond portfolio. 
Many bankers have told me they have 
purchased investments, kicking and 
screaming, at outrageously low yields only to 
have them called away shortly thereafter. To 
the extend bonds have any call protection at 
all, they almost certainly have unrealized 
gains. 
 
What has happened   
 
  You may be vaguely aware that interest rates 
are on the low side. Any instrument that has a 
maturity of less than a year yields near zero. 
As of this writing, the 10-year Treasury note 
yields 1.84 percent. Thirty-year mortgages 
cost a record-low 3.89 percent. As interest 
rates fall, bond prices rise. It’s a mathematical 

certainty.  
 
  ICBA Securities’ clearing broker Vining 
sparks does bond accounting for about 600 
community banks and summarizes the data for 
those portfolios. As of the end of the year 
2011, the average market gain per customer 
was almost 3 percent. That translates into 
$300,000 per $10 million in portfolio. 
 
  To be sure, these are estimated, unrealized 
gains. If you were to actually seek bids on 
some of your holdings you may not receive the 
indicated levels. But it’s true that as a whole, 
the bonds you own are worth more than you 
paid for them.  
 
What you can do  
 
  Having a gain is kind of like having excess 
liquidity. You can cash it in, or leave it there. 
If you do decide to sell, there are several 
things to keep in mind. First, taking a gain is 
crating taxable income, even if the bond sold is 
a tax-free muni. So anything sold to take gains 
should first be of the taxable variety.  
 
  Secondly, fixed-income securities have 
different levels of liquidity, and thus some are 
easier to sell than others. Generally, 
government agency bonds have tighter bid/ask 
spreads than mortgage securities, even those 
issued by Fannie Mae or Freddie Mac. 
Liquidity for munis is wholly dependent on the 
qualitative aspects of the particular security.  
 

Thirdly, if you are selling bonds and 
simultaneously re-purchasing others in what 
we call a bond swap, be sure to have your 
broker clearly analyze the costs and benefits 
beforehand. Terms such as “take-out yield” 
and “break-even date” should be quantified 
and understood before saying yes.  
 
Zero-sum result? 
 
 The very fact that you appreciation means that 
your bonds have higher yields than the current 
market. If you do sell, be aware that your 
portfolio’s yield is likely going to drop, at least 
initially. “Extension swaps,” in which the 
reinvestment bonds have longer effective 
maturities than the ones sold, could improperly 
expose a bank to a rising rate environment, so 
watch for that.  
 
  It’s usually a short-term event that causes a 
manager to sell bonds at a gain, and to be sure, 
a lot of banks have had short-term issues to 
contend with lately. But it’s also true that steep 
yield curves, like the one in existence since 
2008, can help bond swaps make economic 
sense. And many institutions simply have no 
interest in cashing in their ships. Irrespective 
of all the above, it’s good for a community 
banker to know that he or she has an ace in the 
hole with the investment portfolio.  
     
Jim Reber is president/CEO of ICBA 
Securities and can be reached at 800-422-
6442 or at jreber@icbasecurities.com 
 

your communities’ survival. It is very 
difficult for a local charity, school or civic 
organization to fund raise in another 
community but not so in a community with 
a community bank. I can also say for certain 
that most community bankers buy local 
whenever possible whether the purchase is a 
vehicle, lawnmower or groceries. I urge you 
to take advantage of the ICBA “Go Local” 
program described in the front page article 
to educate your customers and community 
on doing business with their local 
community bank—your bank!  
 

Continued from page 2... 
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A Plea for Your Perspective by Adam Witmer, Young & Associates, Inc.  
  Comments take time. 
C om me n t s  t a k e  a n 
understanding of potential 
rules that don’t necessarily 
affect us today. Comments 
are not required. Still, 
c o m m e n t s  m a k e  a 
difference.  

 
  Rules and regulations for financial 
institutions have been changing at a rate 
faster than ever before. With the 
implementation of the Consumer Protection 
Bureau and other provisions of the Dodd-
Frank Act that went into effect this past 
summer, we can expect these changes to 
continue at this extremely rapid pace over the 
next several years.  
 
  As many of us have experienced, the 
problem with rapid changes in regulations is 
that many of them either don’t work as 
intended or have unexpected consequences, 
not to mention that they are often impractical 
or extremely difficult to implement in our 
shops. When changes are quickly forced 
upon the industry without an educated 
understanding of the full implications of the 
change, the consequences can result in 
inefficient implementation, reduced products 
and services, wasted resources, and unhappy 
customers. Therefore, it is imperative that we 
in the industry fully participate in the rule 
making process; we need to submit more 
comment letters now than we ever have 
before.  
 
  Even in understanding this importance, we 
still often struggle to justify the work it takes 
to draft a comment letter. One of the easiest 
excuses for not writing a letter is to tell 
ourselves that writing another letter is really 
just a waste of time. However, try 
considering these very good reasons why 
your opinion is important before you rule out 
sending in your next comment letter: 
 
1. The process requires your perspective. 

The open comment period is written in as 
part of the rule-making process. This is 
our opportunity, as industry experts, to 
express our concerns and ideas; this is our 
contribution to help educate those 
developing the rules to better understand 
what will and won’t work from both a 
practical and logistical perspective.  

2. A perspective can speak volumes. We 
have been observing that consumer 
advocacy groups are working very 
actively to ensure every available 
comment and complaint is sent in as a 

formal comment. This “volume approach” 
can easily allow the comments submitted 
by consumers to far outnumber those sent 
by financial institutions. This imbalance 
would not be easily overlooked by those 
designing the rules.  

3. Our comments are heard. While we 
often think our comments really don’t 
make a difference, the reality is that our 
comments are read and, to at least some 
degree, considered. An effective comment 
will often be addressed in the commentary 
section of a final rule submitted in the 
Federal Register. Proposed rules are often 
redesigned to address certain concerns 
brought to light from public comments.  

 
  The truth is, writing a comment letter does 
not have to be an all-0inclusive, 
overwhelming task. Instead of trying to write 
a doctoral thesis for every proposal that 
comes out, try considering a simple 
submission on areas you are familiar with. 
Often, these “simple submissions” can be just 
as effective as the comprehensive thesis, 
especially when the volume increases on a 
topic.  
 
  The following practical tips are designed to 
help you COAST through your next 
comment letter: 
 

Choose Your Battles 
 Remember that you don’t have to comment 
on everything found in a proposal, so stick to 
what you know. If a particular area is not 
your strength, send a joint letter with 
someone who is familiar with the topic.  
 

Outline Your Comment 
In developing your response, “map” it out 
first. A quickly created outline will go a long 
way in motivating you to finish the project.  
 

Apply a Brand 
After you have outlined your letter, use one 
or two “big picture” points to create and 
apply a theme. Branding your letter this way 
will help to drive home your key points and 
keep your letter focused.  
 

Substantiate Your Comments 
Once you have stated your opinion, justify it 
with the “details” and give a solid 
explanation to prove your case. Work to 
support your points with existing guidance, 

court cases, and contradicting regulations or 
advisory opinions.  
 

Tie It All Together 
When editing your draft, ensure the 
document circles back to the beginning of 
your letter to bring everything together. The 
final product should be autonomous, a self-
explanatory and independent document.  
 
Adam Witmer is a Compliance Consultant for 
Young & Associates, Inc. serving client banks 
in the Midwest. Having nearly 10 years of 
experience in banking, Adam performs in-
bank compliance consulting, conducts 
compliance training, and writes articles for 
various compliance publications. Prior to 
joining Young & Associates, Inc., Adam 
served as an officer and Director of 
Compliance for a multi-bank holding 
company in the Midwest.   
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CLASSIFIEDS 

  VICE PRESIDENT-CREDIT ADMINISTRATION 
Due to a promotion within our organization, First Western Bank & Trust in Minot, ND, is looking to fill the position of Vice 
President-Credit Administration. Successful candidate will be responsible for oversight of the credit review function within the bank. 
Banking experience is preferred. We offer a competitive salary and benefit package.   
 
Please submit your resume to: First Western Bank & Trust, Attn: Dee Balentine, Hum. Res. Off., PO Box 1090, Minot, ND 58702 
 
Member FDIC                  Equal Opportunity Employer 

  Business Banking Officer 
Western State Bank is looking for a self-motivated, energetic, and experienced Business Banking Officer to join our growing 
Business Banking team in West Fargo. 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 requests for complex commercial transactions, and 
coordinating activity in support of the credit administration process. Minimum of three 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 submit application (found at www.westernbanks.com), with cover letter and resume to:  
 
Western State Bank, Attn: Brent Wersinger, PO Box 617, West Fargo, ND 58078 or email to: brent.wersinger@westernbanks.com 
 
Western State Bank is an Equal Opportunity Employer and Affirmative Action Employer     Member FDIC 

 

 

 

Trust Account Executive 
  American State Bank & Trust Company of Williston has an exciting opportunity to join our team as a Trust Account                  
Executive. This is a rewarding opportunity for an individual who is self-motivated, possesses a positive attitude, has excellent 
communication skills and enjoys helping customers.  
  The ideal candidate will be experienced in personal trusts, estates and investment areas. Excellent leadership, organizational, 
communication and financial management skills are required. Advanced computer skills and strong attention to detail are a must. 
The ideal candidate will need a thorough understanding of trust services, products, policies and procedures. The ideal candidate will 
possess a Bachelors Degree and a minimum of 3 years of experience in the trust field. 
  To further explore this opportunity to join our organization with its progressive culture, competitive compensation, exceptional 
benefits and significant career growth opportunities, please send a resume and application (available on line at www.asbt.com) to: 
 
American State Bank & Trust Company, Attn: Vicki Kjellerson AVP/HR, PO Box 1446, Williston, ND 58802-1446 
 
Equal Opportunity Employer 

Vice President/Bank Manager 
  Western State Bank is a progressive community bank owned by its employees and GROWING! We have an opportunity for a 
highly motivated individual to join our winning team as Vice President/Bank Manager at our Fargo location. This individual should 
have seven plus years of banking experience, including three plus years of supervisory experience, a well-rounded lending back-
ground (retail and commercial), exceptional business development skills and the ability to lead a team to meet sales and service 
goals.  
  To apply, please submit application (found at www.westernbanks.com), with cover letter and resume to: 
 
Western State Bank, Attn: Brad Jacobson, PO Box 617, West Fargo, ND, 58078 or email to: brad.jacobson@westernbanks.com 
 
Equal Opportunity Employer and Affirmative Action Employer      Member FDIC 



COMING EVENTS: 
TELEPHONE/WEBCAST SEMINARS: 
Feb 2: Loan Stress Testing for Today’s Banking Reality 
Feb 7: New BSA Officer Training 
Feb 9: Loan Participations: Compliance, Documentation,
 Servicing, & More 
Feb 9: Community Bankers for Compliance Webinar: 
 Regulatory Update 
Feb 14: Accepting Powers-of-Attorney: 10 Deposit Account 
 Hotspots 
Feb 15: Community Bank Actions for Debit Card Interchange 
 Rules: Effective April 2012 
Feb 16: Compliance Series: Regulatory Compliance for the 
 Board & Senior Management 
Feb 22: Business Account Takeover Alert: What You Need to 
 Know Now 
Feb 23: GFE and HUD 1: Issues and Update 
Feb 28: IT Security 2012: Regulator Hot Buttons 
Feb 29: Understanding Borrowers’ Tax Returns Part 2: 
 Income from Rentals, Royalties, Partnerships, S Corps 
 & Farms 
Mar 6: Overdraft Protection Update: Regulations, Lawsuits 
 & Guidance 
Mar 7: Commercial Lending Series: Lending to the Small 
 Business Owner/Guarantor in Today’s Economy 
Mar 8: Accounting/Auditing Series: Troubled Debt 
 Restructuring Issues: The Accountant’s Perspective 
Mar 13:  Flood Compliance 2012: Review & Update 
Mar 15:  Writing Effective HR & E-Policies to Manage 
 Behavior, Maximize Compliance & Mitigate Risks  
Mar 20:  Director Series: Managing Liquidity Risk: the Board’s 
 Role 
Mar 22:  You Received a BSA Exam Request Memo: What are 
 the Proper Steps 
Mar 27: Real Estate Loan Workouts, Foreclosures, Short Sales 
 & Deficiency Judgments 
Mar 29: Identifying & Preventing Elder financial Abuse 
 
Live Seminars: 
Apr 11: Emerging Leaders Development Program—Minot 

Thank you to our advertisers… 
SHAZAM………………………………..……....pg 4 
State Bank & Trust………………………………pg 5 
Young & Associates, Inc………………………...pg 6 
Bank of North Dakota…………………………...pg 7 
First Class Mortgage…………………………….pg 10 
ICB Purchasing Exchange………………………pg 11 
ND Housing Finance Agency…………………...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 Katie Schimetz at the ICBND office at  
701-258-7121 or toll free 1-800-862-0672. 

 
 
 
 

We cannot direct the wind… 
But we can adjust the sails. 

~Bertha Calloway 

 
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 

Katie Schimetz 
Administrative Assistant 
info@icbnd.com 
 
Marilou Voegele 
Director of Card Services 
marilouv@icbnd.com 
 
Angie Olson 
Card Services Coordinator 
angiet@icbnd.com 
 
Carie Winings 
Card Services Consultant 
 
Lacey Kuhn 
ICB Purchasing 
Sales Manager 
laceyk@icbnd.com 
 
Jess Voegele 
ICB Purchasing 
Office Manager/CSR 
purchasing@icbnd.com 

2011-12 ICBND 
Executive Committee 
President 
Jerry Hauff, Cornerstone Bank, 
Bismarck 
jerry.hauff@cornerstonebanks.net 
701-751-4030 
 

President-Elect 
Brenda Foster, First Western 
Bank & Trust, Minot 
brenda@fwbt.com 
701-852-3711 
 

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

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


