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Preventing Cross-Channel Fraud  
   by Christopher Robert, Jack Henry Banking 

  Now is the time for banks to 

develop their forward-looking 

focus on enterprise fraud and 

secure the growing number of 

available banking channels.  

 

  It’s easy to marvel at the conveniences that technology 

has afforded the experience of banking. Online banking, 

financial management tools, bill pay, person-to-person 

payments, account opening and transfers, and even image

-enabled ATMs—the list goes on. No one would argue 

that these advancements have dramatically simplified our 

lives, but many would agree that they are a blessing and a 

curse when considering the doors they open for fraud. As 

banking evolves and shifts more from the branch 

experience into the online channel, so does the focus of 

fraudsters. After all, if bank customers no longer need to 

go to the branch to complete most transactions, fraudsters 

can access everything without leaving the comforts of 

home, too.  

  The focus of fraud today is customer information. 

Account takeovers are a primary fear for most banks, and 

a fraudster's pot of gold. The consequences of this type of 

fraud can be detrimental to customers and damage a 

bank’s good reputation in the community.  

  Prior to the January 2013 FFIEC Authentication 

Guidance deadline, banks nationwide spent months 

assessing risks, devising plans, and investing in enhanced, 

layered online security methods to protect consumers and 

businesses from fraud threats originating in the online 

channel. For many banks, adopting layered security meant 

investing in multiple solutions from multiple vendors. 

While great efforts are being made to create a greater 

peace-of-mind regarding fraud originating on the online 

channel, the fact is many banks remain vulnerable to 

fraud in other areas of their operations such as their 

mobile and ATM channels. They lack a concise way to 

monitor and correlate fraud across multiple touch points.  

  Cross-channel fraud remains an elusive threat to many 

banks nationwide, and security and compliance experts 

continue to remind banks about the importance of 

safeguarding customer and bank assets at every 

susceptible channel. For banks to help ensure customer 

confidence and secure the integrity of online banking 

security, they must think beyond the FFIEC regulations 

and invest in long-term solutions that address cross-

channel fraud.  

  What’s at state if banks don’t take cross-channel fraud 

seriously? Financial losses are the obvious answer, and it 

is safe to say that everyone is well aware of the “hard 

losses,” but it’s more difficult to pin an actual number to 

the “soft losses” such as the damage to banks’ 

reputations, although numerous studies have analyzed 

them and discovered that they can have a significant 

impact. Reports consistently show that when a customer 

falls victim to fraud, the chances of the customer leaving 

the bank where the fraud occurred increase exponentially. 

Considering 20 percent of a business’ customers typically 

make up 100 percent of its revenue, banks certainly 

wouldn’t want fraud touching that top 20 percent.  

  Banks can reduce the risks associated with cross-channel 

fraud with the following tips. 

 Know your threats - Despite the common stereotype, 

criminals are no longer shady characters nestled in 

clandestine hideaways. Today’s fraudsters are college 

educated businessmen who have access to advanced 

technology that is capable of manipulating and altering 

information more easily and tactically. Account 

takeovers have become all-too-common because such 

criminals have access to several facets of a customer’s 

account such as ACH, ATM, debit, and wire 

transactions—and they stand to benefit from fraud 

using each pot of gold at the end.  

 Know your customers - to thwart fraud of the most 

susceptible sources, banks must develop a 

comprehensive understanding of their customers’ 

accounts and behavior in order to ensure each 

vulnerable channel has appropriate fraud prevention 

measures and technology in place to protect it. 

Technology that trends behavior and then flags 

deviations offers strong analytics that can help prevent 

assaults before any damage is done.  

 Trust integrated fraud technology - Banks that use 

multiple fraud prevention products from a variety of 

vendors often find it difficult to detect and prevent 

cross-channel fraud. Smaller banks are better 

positioned to implement an enterprise transaction 

monitoring plan and technology because they typically 

operate with more core integration and less vendors, 

which makes the fraud waters less muddy and 

prevention a bit easier.  

 Education - At the end of the day, education still 

reigns as the number one preventative measure a bank 

can take. Fraud is a moving target and requires 

continuous education for bank employees, and more 

importantly, customers.  

  With all the media surrounding commercial account take

-overs, it’s safe to say that consumers are paying 

attention. If your customers aren’t asking what you’re 

doing to protect them yet, they will be soon. This presents 

a perfect opportunity to bring your fraud prevention 

efforts to light and position your bank as a thought-leader 

Continued on page 17... 



John A. Brown 

ICBND Executive Director 

  Caveat. That is a word I first 

remember learning in my high 

school business law class. When 

someone adds a caveat to 

something they’re telling you to 

beware. My favorite use of the 

word is ‘caveat emptor’ or ‘let 

the buyer beware’.  

  About a month ago I received a 

call where a woman asked if I 

would have time the next day for 

a call from Richard Cordray! 

Now that was something I never 

expected. I almost said, “do you 

mean Richard Cordray from the 

Consumer Finance Protection 

Bureau?” I said, “yes I would”, 

but couldn’t help but wonder 

why he would want to talk to 

me. She said he wanted to visit 

about Community Banks in 

North Dakota.  

  When the call came through the 

next day, he started out by 

talking about “qualified 

mortgages” (QMs) and how the 

agency is working with ICBA to 

get a broader definition of QM’s 

that would aid more rural 

community banks.  

  In talking about compliance 

issues, he mentioned “plain 

English” guides and being more 

assessable to help banks with 

compliance issues. Wow, a 

federal regulator that wants to 

work with Community Banks!  

  He also wanted to know about 

the state-owned Bank of North 

Dakota and whether they were 

an aid or a hindrance for 

community banks. Now that’s an 

easy one! I told him that it didn’t 

happen over night, but BND is a 

great help to the Community 

Banks in North Dakota. From 

personal experience I explained 

how BND has helped many 

Community Banks in North 

Dakota with economic 

development loans that they 

couldn't do with out BND’s 

participation.  

  This also gave me the 

opportunity to talk about how 

BND helps banks with real estate 

mortgages, particularly in 

smaller communities where they 

may not have the experience or 

staff to handle the volumes of 

required paperwork.  

  Mr. Cordray then brought up a 

program that the CFPB is 

working on called “whack the 

stack” where they are reviewing 

the volumes of required 

paperwork and disclosures in 

hopes to make this process a 

little less onerous. Having gone 

through the closing process not 

too long ago, I told him that it 

has to be difficult for a consumer 

without years of banking 

experience to really know what 

they are signing!  

  He was also curious about 

deposit issues created by the oil 

business in western North 

Dakota. I mentioned that this 

growth in deposits has hit the 

FDIC radar with all the new 

wealth and limited investment 

options in this interest rate 

environment. He told me that as 

a member of the FDIC board he 

would mention this issue.  

  It feels good to have a federal 

regulator that wants to hear the 

issues and help with some of the 

processes that banks and 

consumers have to deal with. 

Just last week I heard Richard 

Cordray speak at one of the 

general sessions of the ICBA 

National Convention and there 

are some exceptions he and 

CFPB are working on that 

should aid financial institutions. 

  Now the caveat! We all know 

that this type of regulation is 

brought on by acts of the too-big

-to-fail banks, but it seems like 

regulation trickles down to the 

smaller institutions. One of the 

breakout sessions I attended 

talked about a potential bank 

visit from the CFPB and wanted 

us to understand that this 

organization has a large staff of 

attorneys and there would more 

than likely be one of the team 

visiting you. Unfortunately they 

are probably not there to help 

you out—so beware!  

  Energized would be a good way 

to describe how I felt after the 

ICBA National Convention and 

Techworld. This was my first 

National Convention and I 

cannot tell you what a powerful 

experience this was for me. 

There were so many educational 

opportunities you couldn’t 

possibly attend all of them that 

were offered. There was a wide 

variety of vendors at Techworld. 

You definitely were in the right 

place to do some product 

research. There were more than 

3,300 bankers in attendance and 

every one of them are passionate 

about Community Banking.  

  One thing was obvious during 

ICBA president and CEO, Cam 

Fine’s speech “We Weren’t Born 

to Follow”, he is extremely 

passionate about Community 

Banking! He believes in what we 

do each and every day as 

community bankers and Cam 

Brenda Foster 

First Western Bank & Trust 

Minot 

ICBND President 

and ICBA believe if we all work 

together we will be stronger than 

before the crisis.  

  General Session speakers such 

as Martin Gruenberg, Chairman 

of the FDIC; Richard Cordray, 

Director of the Consumer 

Financial Protection Bureau; and 

Thomas Curry, Comptroller of 

the Currency each made the 

statement during their 

presentations that community 

banking is working in America. 

Community banks are an 

important and vital part of 

growth and success of each and 

every community and we must 

continue to stay engaged and 

fight for our industry. We must 

keep a watchful eye on the 

future.  

  Chris Wallace, Veteran 

Journalist and Host of Fox News 

Sunday and Joe Montana, the 

best NFL Quarterback of all 

time, also spoke at the general 

sessions. Both were great 

speakers. Joe spoke on lessons of 

preparation, teamwork and 

performance under pressure and 

Chris touched on political issues.  

  The Great Midwest Get-

Together of North Dakota, South 

Dakota, Minnesota, Wisconsin 

and Iowa was a huge success 

with over 400 attendees.  

  Incoming ICBA Chairman 

William Loving, Jr., President 

and CEO of Pendleton 

Community Bank in Franklin, 

West Virginia will continue the 

tradition of strong ICBA 

leadership.   

  Community bankers around the 

country are a warm, wonderful, 

energetic group of people and I 

feel extremely fortunate to be a 

part of this group. If you ever 

have the opportunity to attend 

the National Convention, I 

strongly encourage you to do so. 

You will be Energized!  
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National Residential 
Loan Production Office of Minnesota Bank & Trust 

www.natresdirect.com 

 

315 Main Street Suite 209, Minot, ND 58701  

NMLS# 32893 

Phone: 952-841-9365 

Fax: 952-841-9390 

Contact Information: 

Sherri Martin, Sales Manager - smartin@mnbankandtrust.com 

Mathew Kukielka, Mortgage Loan originator - mkukielka@natresdirect.com 
 

  Mortgage loan services.   

Associate Profile 

Associate Profile 

Associate Profile 

Prairie Family Business Association 
www.fambus.org 

 

4801 N. Career Avenue, Ste. 140, Sioux Falls, SD 57107 

Phone: 605-782-3225 or 605-367-5936 (direct) 

Contact Information: 

Beth Adamson, Director - Beth.Adamson@usd.edu 
 

  The PFBA is a regional outreach program of the Beacom School of Business at the University of South Dakota. Its mission is to build 

relationships that promote healthy families and successful businesses through education, research and peer interaction. We assist family firms in 

balancing the unique challenges of blending family and business through a series of monthly webinars, an annual conference, the Legacies of 

Family Enterprise Series, family business award programs, family business retreats and a next generation summit.   

Meyer Chatfield and e4Borkerage, LLC 
www.e4brokerage.com 

 

2280 45th Street South, Suite C, Fargo, ND 58104 

Phone: 701-356-1270 Ext. 214 

Contact Information: 

Sean Kramer - skramer@e4brokerage.com 

 
   Meyer Chatfield Corporation and e4 Brokerage, LLC represents a dedicated team of banking, insurance, administrative and 

consulting professionals dedicated to providing best-in-class solutions for bankers and their boards in areas of Bank-Owned Life 

Insurance, Compensation and Benefits.  These two companies formed a strategic partnership revolving around improved solutions 

and services for bankers in North Dakota, South Dakota and Minnesota.  Through this partnership, both firms benefit from the 

diverse national capabilities offered by Meyer Chatfield and the local expertise and relationships built by e4 Brokerage.  At the core 

of their offerings are:  BOLI plan development and implementation, SSAE 16 compliance on all BOLI administrative services and 

reporting, Executive Compensation and Retirement strategies, Employee retention programs and succession planning.  Combined, 

these two firms provide well-rounded solutions that include balance sheet maximization, comprehensive benefit solutions to improve 

bank performance and build an employee retention and incentive program that maintain executive continuity to drive future 

success.  We look forward to working with ICBND in the hopes of sharing information to the benefit of the community banks in our 

great state. 
 

 



A Plan of Action by Camden R. Fine, ICBA President and CEO 

       As I’ve said and written before, 

     relieving the regulatory tsunami 

     drowning community banks is 

     Job No. 1 for ICBA. Quite      

     simply, no priority is more     

     urgent for ICBA than reversing 

the rising tide of costly, unnecessary and 

counterproductive regulations.  

  So with all of its energy and resources, 

ICBA is addressing this issue every day, both 

on the regulatory front lines and on Capitol 

Hill. No issue can have a more positive 

influence on the daily operations of 

community banks—and on achieving a full 

economic recovery for Main Street and all of 

America—than cutting back regulatory 

overkill. All of you know this all too well, 

firsthand.  

  Central to attaining long-term results is 

continuing the historic momentum we’ve 

started (through several recent legislative acts 

and regulatory agency actions) to establish an 

equitably tiered regulatory framework. 

Policymakers of every stripe agree that the 

volume, cost and complexity of today’s 

regulations disproportionately weigh on 

community banks. In statutes and in 

regulations, lawmakers and federal agencies 

are recognizing the inherent differences 

between the business models, risk profiles 

and practices of Main Street community 

banks and those of Wall Street mega-

financial institutions.  

  While a sensibly proportional regulatory 

system is a critically important long-term 

solution, it’s also an evolutionary process that 

will take time to fully achieve. Unfortunately, 

community banks—and our economy–need 

relief now. Fortunately, there are many direct, 

straightforward and quickly achievable 

measures Congress can enact that can help 

immediately.  

  That’s why ICBA has introduced the Plan for 

Prosperity, a flexible legislative platform of 

targeted regulatory relief priorities for 

community banks and thrifts for the 113th 

Congress.  

  Developed with input from ICBA members, 

the Plan for Prosperity contains a set of 

separate bills, each addressing a specific, real-

world problem or need. Listing a few 

examples, the plan includes bills or legislative 

provisions that would exempt community 

banks from mortgage–lending reforms; end 

repetitive customer privacy notices; relieve 

banks from costly and redundant Sarbanes-

Oxley auditing expenses; allow most 

community banks to avoid reporting business 

loan data; exempt community banks from 

proposed municipal advisor regulations; and 

apply new Securities and Exchange 

Commission deregistration thresholds to 

thrifts. Some provisions address more general 

but still important needs, such as modifying 

the Consumer Financial Protection Bureau’s 

too-powerful single-director structure and 

creating an Assistant Secretary of Community 

Financial Institutions position within the 

Treasury Department.  

  All told, the Plan for Prosperity contains a 

dozen bills. But, importantly, the plan is 

designed as a living evolving agenda. More 

bills or provisions can and will likely be added 

to it. But the plan’s main purpose is to advance 

through Congress as many immediately 

meaningful measures for community banks as 

possible—as quickly as possible—either 

bundled together or separately as opportunity 

allows.  

  This month, nearly 1,000 of your fellow 

community banker will be participating in 

ICBA’s Washington Policy Summit. These 

bankers will promote and explain the Plan for 

Prosperity and its provisions to their members 

of Congress and top policymakers in the 

Administration and regulatory agencies. But 

we need your support and help, too.  

  So please take the time to learn more about it. 

Ask questions and tell us your ideas. This is 

your action plan. Together let’s use it to 

achieve the strongest revitalizing regulatory 

relief possible, one that your community 

bank—and its customers and local economy—

needs and deserves.  

 

Read about the Plan for Prosperity on 

ICBA’s advocacy website: 

www.icba.org/beheard.  

 
 Camden R. Fine is President and CEO of ICBA. 

Reach him at cam.fine@icba.org.  
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  In high school, I had a part-

time job, just like so many other 

young people. But instead of 

working at the local hardware 

store or as a busboy at the mom-

and-pop diner down on Main 

Street, I was a janitor at Cardinal 

State Bank in Beckley, W.VA. 

  Little did I know that this first humble job 

would lead me to my life’s passion and 

calling—community banking.  

  Thanks to the many mentors I’ve had over my 

career, I have learned many invaluable lessons 

about lending, operations and, most 

importantly, customer service—a cornerstone of 

the community bank business model. I worked 

hard and worked my way up the ranks, and in 

doing so developed a love of this great industry.  

That love has led me to where I am today as 

your ICBA Chairman and as President and CEO 

of Pendleton Community Bank.  

  When I spoke last month before the ICBA 

National Convention and Techworld, I said that 

“excitement was in the house,” and that 

excitement hasn’t faded. Even from my desk 

Imagine the Groundswell by Bill Loving, Chairman of ICBA 

here in Franklin, W.Va., I sense tremendous 

excitement from community bankers across 

the nation—excitement about our past and 

excitement about our future. Excitement can 

be contagious. It is contagious. Can you fele 

it?  

  As community bankers, we are much like 

entrepreneurs. Community banks are, after 

all, small businesses themselves. And like 

small businesses and the entrepreneurs who 

grow them, we acknowledge there will be 

change. We look at the change, respond to it 

and move forward. With the winds of change 

facing community banks—including undue 

regulatory burden, proposed Basel III capital 

requirements and new mortgage-lending 

rules—community bankers need to be nimble 

and seek to build excitement in their 

communities, while adapting to a challenging 

world and advocating in Washington.  

  The good news is we are not alone in this 

fight. That’s where your ICBA membership 

pays dividends. My experience has been that 

the association’s staff members are always 

there to help and are simply a call away. I 

6 

would encourage you to take advantage of 

what the association has to offer—now more 

than ever. Help us spread the excitement by 

helping us tell our industry’s story to others. 

It will make change just a little bit easier 

knowing that we’re all in this together—one 

phone call, comment letter, testimony or 

campaign at a time.  

  So get out there and have your voice heard. 

Imagine the groundswell as community 

bankers across the nation intensify and 

strengthen their voices. Suddenly, Wall Street 

may not be so loud, and your voice as a 

community banker will continue to be heard 

loud and clear, thanks to you and to ICBA.  

  So don’t be shy– stare the future in the eye 

and embrace the excitement and opportunity 

now. Change may show us a challenging 

road, but we community bankers are up to the 

task. Together, we can make a difference and 

can make the future a better place for Main 

Street, one community banker voice at a 

time.  
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Credit Card Regulations by Marilou Voegele, ICB Services, Inc.  

  We at ICB Services want to ensure our 

banks have the most up to date information 

on Credit Card Regulations. In the last few 

years we have all been inundated with 

regulation upon regulation. It is difficult for 

any bank to stay on top of all the new 

regulations, even with the best legal advice. 

Since we are an agent program, various 

banks in our program are audited year round. 

Due to different types of regulatory audits/

auditors, each one can have their own 

interpretation of the rules, which can be 

challenging at times. Although we are not 

your legal representation, we would like to 

offer some suggestions on how to disclose a 

particular regulation.  

  We have had some recent confusion with a 

bank that was disclosing a cash advance fee 

(card fee driven by the parameter of the bin) 

and the ATM fee the bank charges at its own 

ATM. If you are an issuer, it is your 

responsibility to disclose both fees on all 

credit card disclosures (Credit Card 

Agreement, Account Opening and 

Application Account Summary Table).  

  If your bank charges your own credit card 

customers a fee at your own bank’s ATM, 

you will need to disclose it.  A line called 

receive the Minimum Payment by the 

payment due date.  

(c)      Cash Advance Fee: <INSERT CASH 

ADVANCE% IF APPLICABLE> of 

the cash advance per cash advance 

transaction with a minimum of 

<ENTER CASH ADVANCE $ 

AMOUNT IF APPLICABLE> and a 

maximum of <ENTER CASH 

ADVANCE $ AMOUNT IF 

APPICABLE>. <ENTER NONE IF 

YOU DO NOT CHARGE A CASH 

ADVANCE FEE> 

(d)      VISA International Transaction 

Fee:  You agree to pay a VISA 

international transaction fee for every 

foreign transaction.  Whether a 

transaction is a foreign transaction 

depends upon the VISA country 

registration for the merchant's 

processing bank and not on the location 

of the merchant.  If the VISA country 

registration for the merchant's 

processing bank is a country other than 

the United States, the transaction is a 

foreign transaction, and a fee will be 

“Lenders ATM Fee” needs to be added to all 

three of your disclosures.  

  If you don’t want to change your 

disclosures, there is another option available. 

You could make your own customers 

surcharge free at your own bank’s ATM. To 

do so, you’ll need to contact your bank’s 

ATM provider to implement this by having 

them load your bank’s own bin numbers in 

your ATM making them surcharge free.  

  If you charge a cash advance fee on your 

banks card and you have an ATM fee, you 

will have to disclose both fees.  

  This does not apply to other ATMs, only 

your own bank’s ATM. It is your bank’s 

responsibility to update all your disclosures 

or to contact your ATM provider to make a 

change. Should you choose to change your 

disclosures we have an example below of 

how you can disclose this fee.  

  Credit Card Agreement Sample of Verbiage  

7.       Card Holder Fees.  You agree to pay 

the following fees: 
(a)      Annual Membership Fee: <INSERT 

ANNUAL FEE OR NONE> 

(b)      Late Fee: Up to <INSERT LATE 

PAYMENT $ AMOUNT> in any 

billing cycle in which we do not 
Continued on page 17... 



Nielsen Achieves Trust 

Certification 

  Vikki Nielsen, a 

Vice President and 

Trust Officer in the 

Wealth 

Management 

Division of Bell 

State Bank & Trust 

in Fargo, has achieved 

designation as a Certified Trust 

and Financial Advisor (CTFA), 

following a rigorous course of 

study and examinations. The 

CTFA designation is becoming 

the “gold standard” for ensuring 

fiduciary expertise in wealth 

management and trust officers.  

This designation means Nielsen 

meets a recognized standard of 

knowledge and competence in 

the trust and wealth advisory 

field.  

 

Choice Financial 

Announcements 

 

  Steve Jesme 

recently joined 

Choice Financial as 

Senior Vice 

President—Ag 

Lending. Jesme 

brings more than 

30 years banking 

experience to his new role with 

Choice financial, including 

commercial and agribusiness 

banking. He was previously 

employed with Minnwest Bank 

in Montevideo, MN, where he 

was a senior vice president—

senior lender. He graduated with 

a  bachelor’s degree in finance 

and minor in management from 

Minnesota State University, 

Moorhead. He is also a graduate 

of the Midwest Banking 

Institute, Institute of Certified 

Bankers Commercial Lending 

School and most recently the 

Colorado Graduate School of 

Banking.  

 

Scott LeDuc was 

recently promoted 

to Vice President—

Credit at Choice 

Financial.  LeDuc 

joined Choice 

Financial in 2010 as 

a credit  analyst and was 

promoted to Assistant Vice 

President in 2012. He graduated 

from St. Cloud State University, 

St. Cloud, MN, with a degree in 

management. LeDuc has several 

years of credit and management 

experience. He will oversee the 

daily operations of the credit 

analysis teams.  

 

  Benjamin (BJ) 

Lochow was 

recently promoted to 

Senior Frontline 

Specialist with 

Choice Financial. 

Lochow joined the 

bank in November 2012 as a 

Frontline Specialist and brings 

more than eight years previous 

banking experience as a 

customer service representative 

with another local financial 

institution. Lochow attended 

UND and Minnesota State 

University Moorhead.  

 

American Bank Center 

Announcements 

 

Hilary Hoffman 

has been promoted 

to Account Manager 

in the Devils Lake 

office of American 

Bank Center.  Hilary 

joined the bank in 

May of 2012 and most recently 

held the position of Account 

Technician.  

 

  American Bank 

Center is pleased 

to announce 

Jennifer 

Luchsinger as full

-time Teller in 

Bismarck. Jennifer 

brings five years of customer 

service experience with her to 

the bank.  

 

  American Bank 

Center announces 

Rachel Hawley as 

Financial Service 

Representative in 

Dickinson. Rachel 

started with 

American in June of 2012 as a 

Teller. Prior to her career with 

the bank, she brings several 

years of banking experience 

including operations processing 

and customer service.  

 

 

  The American 

Bank Center Board 

of Directors has 

named Jonus 

Elston the Regional 

President in 

Bismarck. Jonus is 

a graduate of the University of 

Mary where he earned a 

bachelor’s degree in Business 

Finance and a master’s degree in 

Business Administration. Jonus 

has been the Internal Audit 

Manager for the past three years 

with the bank and had previously 

held the position of Credit 

Review Manager. Prior to 

joining American Bank Center, 

Jonus was a bank examiner with 

the North Dakota Department of 

Financial Institutions.  

 

  American Bank 

Center announces 

Brenda Kathrein 

as E-Banking 

Assistant in the 

Dickinson location. 

Brenda brings several years of 

experience in the financial 

industry with her to American.  

 

  American Trust 

Center announces 

Wanda Klym as a 

Trust Associate in 

the Dickinson 

office. Wanda has 

been with American for 

approximately six years and 

most recently was a teller.  

 

  American Bank 

Center announces 

Pam Walter as 

Branch Manager/

Personal Banking 

Officer in 

Dickinson. Pam 

started at American in August 

2010 as a Financial Service 

Representative. Pam brings 

several years of banking 

experience including personal 

banking.  

 

Dakota Heritage Bank of 

North Dakota Appoints Board 

Members 

  The Board of Directors of 

Dakota Heritage Bank of North 

Dakota announces the 

appointment of Dawn Flaten 

and Roy Musland to their Board.  

 

  Dawn Flaten serves 

as a Vice President-

Compliance Officer 

for the bank and works 

in their Hope office 

and Musland serves as 

President of their 

Gackle office.  Flaten 

has worked in the 

financial industry for 

over 20 years with 18 

for Dakota Heritage 

Bank of ND and Musland has 

worked in the financial industry 

for 30 years, most recently for 

Dakota Heritage Bank in ND.  

 

Starion Financial 

Announcements 

 

  Jennifer Moon has 

joined Starion 

Financial as a 

Personal Banker. As a 

Personal Banker, 

Moon’s 

responsibilities include providing 

all types of consumer loans and 

lines of credit, home equity loans 

and personal and business deposit 

accounts to existing and new 

customers. She will be opening 

checking, savings, and CD 

accounts, as well as identifying, 

establishing and developing long-

term banking relationships with 

consumer clients. Moon has 

several years of banking and 

customer service experience. She 

is a graduate of the University of 

Phoenix, earning her Bachelor’s 

Degree in Business Management.  

 

  Starion Financial has hired 

Ashley Schmitt as a Mortgage 

Processing Specialist. In her new 

role, Schmitt is responsible for 

bank wide processing of all 

mortgage loans. She completes 

file verifications, verifies loan 

information, completes loan input 

and entries and satisfies 

regulatory disclosure, record 

keeping and reporting 

requirements. Before joining the 

bank, Schmitt was an Escrow 

Closing Assistant for more than 

four years. She attended both 

Bismarck State College and 

University of Mary.  
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COMMUNITY BANKS and BANKERS IN THE NEWS 

  Starion Financial received the 

2012 Spirit of Bismarck-Mandan 

Award given by United Way at 

their annual meeting in January. 

  The award is given to a 

business or agency that exhibits 

community spirit, gives their 

time and resources and shows 

creativity throughout a United 

Way campaign. Starion 

Financial was named “Best in 

Show” for the most creative 

fundraiser, and was also a Top 

20 Contributor in 2012. Melissa 

Sporer, HR Assistant, was the 

campaign chairperson this year 

and was largely responsible for 

the organization and 

implementation of the 

fundraising effort. “Our staff 

enjoyed coming up with fun 

ideas for the fundraiser this 

year,” said Craig Larson, 

President and CEO. “We are 

always happy to support a great 

organization such as United 

Way.”  

 

  Starion Financial hired Landon 

Feil as a Business Banking 

Officer Trainee. As a Business 

Banking Officer Trainee, Feil’s 

responsibilities will mirror those 

of a credit analyst for a number 

of months prior to moving into a 

business banking role. Since the 

credit and business banking 

departments work side-by-side, 

Feil’s time as a credit analyst 

will ensure that he has a vast 

knowledge of both aspects of the 

business banking process. Feil 

graduated from UND with a 

Bachelor’s Degree in Business 

Administration. He has 

experience in management, 

sales, and business 

administration. He is Treasurer 

of the Board of Directors of the 

Head Injury Association of 

North Dakota and Chairman of 

Ducks Unlimited—Mandan 

Chapter.  

 

 

 

Wallace Promoted to Credit 

Officer at Western State Bank 

 

  Mark Wallace 

was recently 

promoted to Credit 

Officer at Western 

State Bank, West 

Fargo. In this role, 

Mark will expand 

his focus on credit underwriting 

for commercial, agriculture, and 

equipment financing transactions 

throughout the company. He 

joined the bank in 2012 as a 

Credit Analyst.  Wallace earned 

his Bachelor of Science Degree 

in Business Administration from 

NDSU and resides in Fargo.  

  Western State Bank recently 

participated in Giving Hearts 

Day to support Lake Agassiz 

Habitat for Humanity. Western 

matched the first $4,000 of the 

total funds raised on Giving 

Hearts Day. Total donations 

received were $12,570 to support 

Lake Agassiz’s Habitat for 

Humanity mission of building 

homes, communities and hope in 

Cass and Clay counties.  “We 

believe in dedicating our time 

and resources to strengthen our 

communities. Lake Agassiz 

Habitat for Humanity is an 

excellent organization that we 

are proud to support as it 

encompasses our goals to help 

create home ownership 

opportunities and help grow the 

community,” said Brad 

Jacobson, President of Western 

State Bank.  

 

Eschbach hired by Western 

State Bank 

 

  Chris Eschbach has 

recently joined 

Western State Bank 

as an IT Analyst. He 

will receive his 

Associate Degree in 

Applied Science in Information 

Technology from Lake Region 

State college in 2013. His 

previous employment includes 

Noodles by Leonardo and the 

state of Iowa National Guard.  

 

Pfennig Joins North Country 

 

  North Country 

Bank is pleased to 

announce Travis 

Pfennig as the new 

Ag Banker. Travis 

will work out of the 

McClusky office and 

has knowledge in farming and 

ranching.  

 

Ahonen Hired at Bell State 

Bank & Trust 

   

  Matt Ahonen has 

been hired as a 

Credit Officer at 

Bell State Bank & 

Trust. In his new 

position, Ahonen 

will underwrite 

commercial banking loans and 

will also function as a lending 

resource to personal banking 

officers, branch managers, 

commercial and real estate 

lenders. Ahonen earned a degree 

in finance from MSUM, as well 

as a degree in accounting from 

the University of Mary. He has 

been in the banking and finance 

field for 10 years and was 

employed at Bank of the West 

for the last 3 years.  

 

Starion Financial Appoints 

Chief Risk Officer 

 

  Mary Erman, 

Chief Operating 

Officer, has 

assumed the role of 

Chief Risk Officer 

at Starion 

Financial. In this 

role, Erman leads the audit, 

compliance and risk 

management departments for the 

bank. She continues to oversee 

the departments of finance, 

technology, deposit operations, 

accounting and loan processing 

center. Erman has been with the 

bank since 2001. She began her 

career in banking in 1975, is a 

graduate of the School of Bank 

Marketing and Management in 

Boulder, Colo., and attended 

UND. Erman is a past president 

of ICBND. She was recognized 

internally in 2009 for her 

outstanding leadership with the 

bank’s Distinguished 

Leadership Award. Erman is 

currently a member of the 

Executive and Management 

Committees at Starion 

Financial.  

 

Gronvold Promoted at 

Cornerstone Bank 

 

  Faye Gronvold of 

Cornerstone Bank 

has been promoted 

to Personal 

Banking Assistant/

Customer Service 

Representative. She 

has been with the bank since 

2010.  

 

Starion Financial Contributes 

to Community Causes 

  Starion Financial donated 

more than $250,000 to 

community organizations, 

programs and events in the 

communities it serves in 2012. 

Major donations throughout the 

year include $10,000 to Shiloh 

Christian School, $10,000 to 

Saint Baldrick’s Foundation, 

$25,000 to University of Mary, 

$7,500 to United Way of Cass 

Clay and $10,500 to Sleepy 

Hollow Performing Arts Park.  

  Starion Financial also made 

significant contributions to the 

Lewis and Clark Fort Mandan 

Foundation, BSC Community 

Bowl, Northern Plains Dance, 

Bismarck-Mandan Chamber of 

Commerce, Bismarck Parks 

and Recreation District, ND 4-

H Foundation, Henry Vilas 

Zoo, Fargo-Moorhead-West 

Fargo Chamber of Commerce, 

Ducks Unlimited, United Way 

of Dane County and ND 

National Resources Trust. 

Starion financial has donated to 

many other community 

organizations and events as 

well.  

  In addition to monetary 

support, Starion Financial is 

dedicated to personal 

contribution and responsibility 

to the communities it serves.  
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Your Worldwide Voice - A Website is Your Brand’s 24/7 Welcome Center 
   By Judith Sears, Senior Writer, New Leaf Communications Group 

  In the previous article in this series on branding 

(printed in the Jan/Feb Issue), we discussed the 

importance of developing a well-defined brand 

promise and positioning. Once you’ve defined 

your brand, the next step is successfully 

communicating it. There are numerous 

communication channels, but let’s start with your 

website… 

  Your website greets visitors around the clock. 

How clear is your voice to the world? To make 

the most of your website’s potential to 

communicate your brand, begin with a content 

review.  

  Does your website content reflect your intended 

brand experience and personality? Is it 

meaningful (not fluff)? For example, if your 

intended brand impression is, “the bank that’s an 

expert in oil and gas lending,” make sure your 

website content delivers on that. Communicate 

your brand promise prominently on the website 

and post content throughout your site that 

reinforces the expertise your business has 

claimed.  

  Website space is probably the cheapest real 

estate you’ve got, so be generous with content 

that’s relevant to your audience. Include industry-

related resources to help your customers make 

informed financial decisions. For example, we’ve 

worked with one community bank that includes a 

“Small Business Resource Center” on its website. 

The online Resource Center includes articles on 

starting a business, preparing a business plan, 

employee benefits programs, and other helpful 

information. This aligns the customer experience 

with the brand promise.  

  In addition to demonstrating your bank’s 

involvement and expertise, links to and from other 

industry-related sites provide your audience with 

meaningful information and improve search 

rankings. Targeted links can drive traffic while 

keeping your bank top-of-mind to customers.  

Content isn’t just words, of course. Images, 

whether photos, drawings or charts, add critical 

eye-appeal to your site and, at a glance, tell your 

audience that you serve “people like them.” While 

stock (generic) photography is plentiful and can 

be inexpensive, professional location shots will 

personalize your business and differentiate from 

other banks. Name the image files and captions 

using keywords to optimize search engine 

standings.  

  All the relevant content in the world won’t 

communicate your brand, however, if it’s hard to 

find. Look critically at your website. When 

visitors land on your home page, can they find the 

information they need quickly? Make content 

links easy to find and take great care to write 

compelling headlines and introductory text. 

Provide more than one route to get to content.  

  Content is enhanced and strengthened by your 

website’s voice, which should reflect your brand. 

Think of voice as the tone and personality 

conveyed through words and pictures. The kind of 

customer experience you strive to deliver in 

person should be achieved 100% on your 

website. Further, the voice should be 

consistent from page to page, like a host 

who’s greeted the visitor at the home page 

and is a steady presence throughout the 

visit.  

  Your website’s home page is the first and 

sometimes only chance you’ll have to 

engage visitors. It’s an electronic lobby and 

you have just seconds to entice people to 

look around. Look at your home page 

impartially. Does it reflect your brand 

image? Is it too busy, the electronic parallel 

of several people trying to get your 

attention? Is it outdated? Even small things, 

such as a 2009 copyright at the bottom of 

the page, can give the feeling of an 

abandoned site.  

  Finally, create a site that leads visitors to 

take action and engage with your brand. 

Give visitors reasons and opportunities to 

ask for more information, download a 

white paper, or sign up for notifications.  

  A clearly branded website provides a 

strong base for effectively communicating 

your brand image. Make the most of your 

24/7 “Welcome Center” and let the world 

hear your voice!  
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Financial Reporting of Elder Abuse by Peter G. Weinstock 

  Among the numerous priorities the 

Consumer Financial Protection Bureau 

(CFPB) has set is elder abuse. Specifically, 

the statutory mandate for the CFPB includes 

a requirement to provide consumers age 62 

and over with tools they need to protect 

themselves from financial abuse and to make 

sound financial decisions. To address this 

congressional directive, the CFPB has made 

preventing, detecting and addressing elder 

financial exploitation “Job No. 1.” 

  The CFPB’s focus on the exposure of 

financial resources of the elderly to theft and 

other misappropriation will no doubt draw 

financial institutions into the mix. The CFPB 

is not alone in these efforts. Almost all states 

have now adopted laws designed for the 

protection of the elderly from financial 

crimes. In light of this federal push and the 

likely enforcement actions that may one day 

follow, coupled with existing state statutes 

and energized attorneys general, it is our 

recommendation that financial institutions 

include such issues in their compliance risk 

assessments, training and testing.  

  The CFPB’s initiative is in its beginning 

stages. On Nov. 15, 2012, Hubert H. “Skip” 

Humphrey III, the assistant director of the 

Office of Older Americans at the CFPB, 

testified to the United States Senate Special 

Committee on Aging. Humphrey detailed the 

CFPB’s outreach efforts, including:  

   Coordinating consumer protection efforts 

of seniors with other federal agencies and 

state regulators; 

 Promoting consistent effective and 

efficient enforcement of consumer 

protection laws; and 

 Working with community organizations, 

nonprofits and other entities that are 

involved with educating or assisting 

seniors.  

  The CFPB is working with the Financial 

Services Roundtable to address issues such as 

how to enhance the capacity of financial 

institutions to report suspected elder financial 

abuse. The reporting requirement can be 

expected to be the CFPB’s immediate focus 

area, and is already the focus of state statutes 

as discussed below. 

  Humphrey testified that older Americans are 

victimized by a broad range of perpetrators, 

including scam artists, family members, 

caregivers, financial advisors, home repair 

contractors and fiduciaries such as agents 

under power of attorney and court-appointed 

guardians. He said development of strategies 

to deal with the myriad of “bad actors” is 

essential.  

  The CFPB is 

emphatic concerning 

the interrelation 

between reporting 

obligations and 

privacy rights. Humphrey stated that the 

CFPB had heard concerns and questions from 

institutions as to whether sharing personal 

accountholder information when reporting 

elder financial exploitation is permissible 

under federal law. He stated that the Gramm-

Leach-Bliley Act generally does not prohibit 

institutions from reporting suspected abuse 

to—or responding to requests for personal 

information from—law enforcement, APS 

agencies and other relevant entities.  

  As a result, institutions need to train staff on 

spotting elder abuse in order that such abuse 

can be reported. In particular, suspicious 

behavior may include, in the case of an 

elderly person:  

 Numerous transactions seeking cash or 

other activity inconsistent with an elderly 

person’s typical activity; 

 A high volume of transactions; 

 An increase in indebtedness; 

Continued on page 17... 
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a healthy economy and there is little evidence 

that the situation will change in the near-

term. New taxes will be levied and existing 

taxes will increase. Regulations across 

several industries will take effect, raising 

operating costs and altering business models 

for banks and their customers. The Federal 

Reserve Bank has indicated that it will 

continue its unprecedented accommodative 

monetary policy. This will produce  an 

extension of low interest rates and disrupt the 

market pricing of fixed-income securities that 

comprise large options of bank investment 

portfolios.  

 

Do we have an accurate understanding of 

our Bank’s condition and core operating 

potential? 

 

  During 2012 regulators issued proposed 

rules on capital levels that focused on balance 

sheet strength. While the proposed 

regulations were not approved, it is likely 

that higher levels of capital will be required 

at a time when external capital formation is 

difficult. Accordingly, the management of 

internal capital flows will be of primary 

importance. The effective execution of 

lending and investing in relationship to 

deposit-gathering and borrowing (net interest 

income) drives more than 80 percent of the 

total revenue stream of most community 

banks. Bank boards should understand to 

what extent, if any, the core operating engine, 

exclusive of harvesting security gains, is at 

risk due to the credit quality and interest-rate 

behaviors of its various asset and liability 

portfolios. Banks have focused much energy 

on improving non-interest income and 

reducing non-interest expense. While these 

areas are important, banks should address 

issues such as the optional size of the bank, 

the mix and pricing of its portfolios, the 

structure of the branching network, and the 

capacity to address the increasingly complex 

regulatory environment.  

 

Does our Bank have a written strategic plan 

that is actionable and measurable? 

 

  Strategic planning should not be a 

theoretical exercise that spends both internal 

and external resources with little practical 

benefit. Strategic planning has less to do with 

precisely predicting the future and more to do 

 Serving on a 

community 

bank board has 

its rewards and 

challenges. 

There is a duty 

to act in the 

interests of shareholders that is balanced with 

consideration of customers, the community, 

and employees. All of this takes place in an 

increasingly complex regulatory 

environment. For many involved with 

community banking, we are thankful that 

2012 is behind us. Our industry has seen both 

successes and disappointments with respect 

to public policy and the economy. As we 

move into 2013, there are five questions 

boards should ask in charting the course for 

their banks.  

 

Do we have an accurate understanding of 

the external environment? 

 

  During 2012, community banks received 

clarity on many key issues impacting their 

operations that creates a challenging 

environment for 2013. Federal fiscal policy 

has failed to provide a stable environment for 

Five Questions for Community Bank Boards in 2013 by John Finley, President, Margin Advisors, Inc 

Continued on page 14... 
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with charting the direction of the bank. In 

order for bank boards to use a strategic plan 

as a tool, it should span two to three years 

and be supported by well-documented written 

assumptions. A proper strategic plan will 

have sufficient detail to measure performance 

and provide context for the forthcoming 

annual budget. It will also identify the key 

drivers of success and the specific actions 

required to achieve desired outcomes.  

 

Is our Strategic Plan supported by a 

financial forecast? 

 

  A financial forecast is merely a quantified 

expression of a qualitative plan. From a 

modeling perspective, one of the benefits of a 

slow growth environment is that there may be 

fewer volatile assumptions. Changes in 

expenses can be linked to specific decisions 

(increasing compliance costs, changes in 

staffing and facilities, etc.). Similarly, non-

interest income, apart from gains on the sale 

of securities, may be relatively stable.  

  The key drive of future earnings is net 

interest income. Fortunately, banks forecast 

net interest income in a flat interest rate 

environment each quarter through the 

quarterly asset liability management (ALM) 

modeling process. Implicit in the analysis of 

the percentage change in net interest income 

under various interest rate shock scenarios is 

a base case that projects net interest income 

in a rates unchanged environment. This 

forecast usually extends for two years and 

can be used as the foundation for the overall 

financial forecast. A regulatory compliant 

ALM study is supported by written 

assumptions concerning product pricing, 

volumes, mixes, repricing consequences, and 

many other drivers of net interest income 

across time. Furthermore, the predictive 

value of the quarterly ALM studies is back-

tested at least annually. Armed with a well-

documented financial forecast, the board can 

better evaluate the strengths and challenges 

of its strategic plan.  

 

Does our Bank have the resources to 

execute the Strategic Plan? 

 

  One of the key responsibilities of a board is 

to assess the capabilities of its management 

team and related external partnerships to 

develop and execute the Board’s strategic 

plan. Answering the previous four questions 

is essential to every bank’s destiny. Boards 

should expect management teams, 

supplemented by external resources if 

needed, to walk them through these questions 

to establish the direction of the bank. 

Unfortunately, 2012 is likely to be a 

precursor of more difficult times ahead. 

Successful banks will be those that have clear 

plans and the ability to execute them in a 

timely fashion.  

 

  Mr. Finley is the President of Margin 

Advisors, Inc. His passion is to support 

community banks in their endeavor to 

optimize net interest income across time 

within prudent interest rate risk limits. John 

has more than thirty years of diverse 

experience spanning commercial banking, 

public finance investment banking, public 

accounting, healthcare, consulting, and 

collegiate teaching.  

...continued from page 13 

JUST FOR TODAY 

I will be happy. I will not dwell on thoughts 

that depress me. If my minds fills with 

clouds, I will chase them away and fill it 

with sunshine.  
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United Community Bank of 
North Dakota Tops SNL’s 

Annual Ranking 
  

  United Community Bank of North Dakota topped SNL’s annual 

ranking of the top-performing community banks with assets less 

than $500 million. With a performance that would make fellow 

North Dakotan Phil Jackson proud, the Leeds, N.D.-based bank, 

which placed No. 29 in last year’s ranking, boosted its return on 

assets and net interest margin, increased efficiency, and grew 

loans by nearly 38% from the prior year. Asset quality continued 

to be a source of strength as net charge-offs decreased 28 basis 

points to 0.02% over the same period, though its adjusted Texas 

ratio increased year over year by 1 basis point to 0.02%. 

  The 100-year-old company, led and majority-owned by CEO 

DeWayne Streyle and Vice President Keith Streyle, has four 

branches well-situated to serve customers in the eastern edges of 

the energy-booming regions of the Bakken shale formation in the 

Williston Basin. The bank’s loan growth and changing loan 

composition are a testament to the shifting economic priorities of 

the region which  is experiencing a large influx of workers 

combined with a short supply of housing. United Community 

Bank of North Dakota’s loan book shows that agriculture 

production and farm loan concentrations have been declining 

while construction and land development loans and multifamily 

property loans have grown to 9.77% and 9.82% of total loans, 

respectively, from less than 4% and 3% in 2008. 

  Independent Community Banks of North Dakota would like to 

congratulate DeWayne, Keith and their staff on this top job 

performance! 

Grandpa’s on Twitter? 

  When I bought my Blackberry, I thought about the 30-year 

business I ran with 1800 employees, all without a cell phone that 

plays music, takes videos, pictures and communicates with 

Facebook and Twitter. I signed up under duress for Twitter and 

Facebook, so my seven kids, their spouses, 13 grandkids and two 

great-grandkids could communicate with me in the modern way. I 

figured I could handle something as simple as Twitter with only 

140 characters of space.  

  That was before one of my grandkids hooked me up for Tweeter, 

Tweetree, Twhirl, Twitterfon, Tweetie and Twittererifc 

Tweetdeck, Twitpix and something that sends every message to 

my cell phone and every other program within the texting world.  

  My phone was beeping every three minutes with the details of 

everything except the bowel movements of the entire next 

generation. I am not ready to live like this. I keep my cell phone in 

the garage in my junk bag now.  

  The kids bought me a GPS for my last birthday because they say 

I get lost every now and then going over to the grocery store or 

library.  I mean the GPS looked pretty smart on my dashboard, but 

the lady inside that gadget was the most annoying, rudest person I 

have run into in a long time. Every 10 minutes, she would 

sarcastically say, “Re-calc-u-lating.” You would think that she 

could be nicer. It was like she could barely tolerate me. She would 

let go with a  deep sign and then tell me to make a U-turn at the 

next light. Then if I made a right turn instead...well, it was not a 

good relationship.  

  When I get really lost now, I call my wife and tell her the name 

of the cross streets.  She is starting to develop the same tone as 

Gypsy, the GPS lady—but at least she loves me!  
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and proactive protector of customer 

information. Should your bank fall victim to 

fraud, it’s important to address the event 

immediately and attempt to turn the negative 

to a positive. A phone call to an important 

customer in the wake of a fraud scheme can 

earn your bank customers for life—and the 

power of word-of-mouth could potentially 

help you win that customer’s closest friends 

as customers as well.  

  Now is the time for banks to develop their 

forward –looking focus on enterprise fraud 

and secure the growing number of available 

banking channels. But meeting regulatory 

guidance doesn’t necessarily solidify 

comprehensive fraud protection. Banks need 

to assess their enterprise fraud and legacy 

core systems, and consider the technology 

investments required to best position them 

for a future of fraud-resistant banking.  

 

  Christopher Robert is a Risk Specialist for 

Jack Henry Banking, a division of Jack 

Henry & Associates.  

 

   

   

   

  

assessed.  You agree to pay an 

international transaction fee of 1% of 

the transaction amount calculated in 

U.S. dollars for foreign transactions 

completed in a currency other than U.S. 

dollars.  You agree to pay an 

international transaction fee of 0.8% of 

the transaction amount calculated in 

U.S. dollars for foreign transactions 

completed in U.S. dollars. 

(e)     ATM Fee by Issuer:  ATM fee to 

perform a cash advance at an ATM 

that is owned by us.  <ENTER ATM 

FEE $ AMOUNT IF 

APPLICABLE> 

(f)      Fees Limited:  Except as permitted by 

applicable law, in no event will fees 

charged on the account during the first 

year the account is opened exceed 25% 

of the initial credit limit on the 

account.  This 25% limitation does not 

include late fees or returned payment 

fees, or fees for optional services, 

including, without limitation, fees for 

reissuing a lost or stolen card or for 

voluntary credit insurance. 

  Please contact Marilou, Angie, or Bill 

at ICB Services, Inc. at 701-258-8326 

with any questions.  

...continued from Front Page: ...continued from page 7: 

 Recent powers of attorney or trusts 

established that provide a third party with 

fiduciary authority followed by 

transactions that do not appear to benefit 

the customer; and 

 An inability to discuss transactions with 

the elderly person.  

  This is by no means an exhaustive list, 

however.  

  Virtually all states have laws regarding the 

reporting of elder abuse. Approximately 20 

states encompass banks within such 

mandates. Other states encourage financial 

institutions to report suspected abuse.  

  In short, the CFPB is developing strategies 

to protect the elderly. It is quite likely that 

such efforts will mandate reporting of 

financial crimes by institutions. In most 

states, however, there are already relevant 

state laws. In fact, some 20 states mandate 

reporting of suspected abuse to law 

enforcement personnel. Consequently, 

institutions should adopt procedures 

governing such issues, provide staff training, 

and then factor such issues into risk 

assessments and testing.  

 

   

...continued from page 11 
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CLASSIFIEDS 

Agriculture Business Banking Officer 

  Starion Financial has a full-time ag/commercial lender opening in our Mandan bank. Responsibilities include develop and manage commercial 

and agriculture banking relationships; generate prospects through active sales call efforts and community involvement; administer a $15-30M loan 

portfolio. Requires 2-5 years of commercial or agriculture lending including strong financial analysis, sales management, and customer service 

skills. Familiarity with SBA and FSA loan programs and proficiency using Microsoft Excel a plus. Successful candidates possess a high level of 

integrity and portray a professional image in the community. Competitive salary/incentive bonus and comprehensive employee benefit package.  

  Applications on-line at www.starionfinancial.com.  Send resume and application to:  

Starion Financial, Human Resources Department, PO Box 777, Bismarck, ND 58502-0777 

 

Equal Employment Opportunity Employer         Member FDIC 

Vice President of Lending 

  The National Bank of Harvey is looking for a dynamic individual with a strong agricultural background to join our Lending Team as Vice 

President of Lending. This is a great opportunity in the heart of North Dakota for someone who is focused on service delivery and growth. We offer 

a very competitive compensation package in a small town atmosphere with a reasonable cost of living.  

 

If you would like more information, please contact Bob Herrington at 701-324-4611 

Equal Employment Opportunity Employer         Member FDIC 

Agricultural Loan Officer 

  Citizens State Bank of Finley is seeking an Agricultural Loan Officer in their Cooperstown location. This person is responsible for a wide variety 

of duties related to lending and customer accounts including attracting and maintaining a positive customer base. This position requires a bachelor’s 

degree in business, agriculture, or related field; experience in the agricultural industry, or similar experience in agricultural credit or closely related 

field. The individual must possess excellent interpersonal, communication, problem  solving, analyzing, negotiating, influencing, and strategic 

selling skills. The position offers a competitive salary, bonus potential and additional benefits.   

  For consideration, please send your resume and cover letter to the following address: 

 

Citizens State Bank, Human Resources, PO Box 255, Finley, ND 58230 or email hstromsodt@csbfinley.com 

Equal Employment Opportunity Employer         Member FDIC 

Chief Credit Officer - Starion Financial 
  The Chief Credit Officer is responsible for overall management of the Bank’s loan, credit and special assets policies. The Chief Credit Officer sets 

Credit risk appetite consistent with the Bank’s overall business strategies. The position manages credit risk, market risk and operational risk limits; 

actively participates in development and implementation of ongoing credit training; assists in detection of any deterioration of loan quality and monitors 

and manages loan portfolio concentration.  

  Position requires a bachelor’s degree or higher in business finance or a related field; 10 or more years of experience in a key management and senior 

lending role in the banking industry or an equivalent combination of education and experience; strong analytical skills; ability to summarize credit risk 

analyses into lending policies and practices; and the ability to strategically plan long-range goals for the region and overall Bank. The incumbent must be 

able to travel when needed.  

  Successful candidates will possess a high level of integrity and portray a professional image in the community. We offer a competitive salary with a 

comprehensive employee benefit package. 

Apply on-line at www.starionfinancial.com 

Equal Employment Opportunity Employer         Member FDIC 

Special Assets Officer 

  Starion Financial is recruiting for a Special Assets Officer in our Credit Department. This position engages in activities that reduce past due and 

non-performing loans for retail, commercial, and agricultural credits bank wide. The position manages and resolves a portfolio of special assets 

through rehabilitation, exit or liquidation and ensures timely resolution of problem accounts while minimizing losses and controlling expenses. 

Responsibilities also include collection activities, oversight of delinquent credits, special assets policy writing, administration and training, 

developing strategies for workout credits with varying and evolving degrees of aggressiveness, and managing OREO, OPP and TDR assets.  

  We require at least 3 years of problem loan workout experience, and at least 8 to 10 years of commercial and ag lending and underwriting 

experience, including loan review and commercial, ag and retail collections, or a combination there of. The position requires a working knowledge 

of loan restructures and collection, bankruptcy and foreclosure laws. 

  Successful candidates will possess an undergraduate degree in accounting, finance, economics, business administration, or a related field. We are 

looking for an individual who has well developed verbal and written communication skills, interpersonal, public relation, problem solving and 

decision making skills and possesses a high level of integrity and portrays a professional image in the community. We offer a competitive salary 

with a comprehensive employee benefit package. The position is located in Bismarck. 

 

Apply on-line at www.starionfinancial.com 

Equal Employment Opportunity Employer         Member FDIC 



COMING EVENTS: 

TELEPHONE/WEBCAST SEMINARS: 

Apr 2: Conducting Bank Business on Personal Mobile 

 Devices: Impact & Risks 

Apr 4: ACH Rules Update 2013 

Apr 9: Updated Guidelines for OREO 

Apr 10: SAFE Act: Tracking, Renewing & Compliance 

Apr 11: Compliance Rules the Frontline Must Know 

Apr 15: Escrow Rule Changes for High-Priced Mortgages: 

 Deadline June 1, 2013, including Jan. 2014 HOEPA 

 Rules 

Apr 16: UDAAP: Civil Money Penalties & Examiners’ 

 Findings on Unfair, Deceptive, or Abusive Acts or 

 Practices 

Apr 18: Maximizing Recoveries on Charged-Off Loans 

Apr 23: The Agricultural Economic Landscape: Interpreting 

 the Indicators 

Apr 24: Mobile Remote Deposit Capture: Why, How & Best 

 Practices 

Apr 25: Notary Essentials & Legalities for Community Banks 

Apr 30: HR Danger Zones: Regulations, Requirements & Best 

 Practices to Keep You Out of Trouble 

May 2: CFPB Guidance on Handling Consumer Complaints 

 & Inquires: Collecting, Investigating & Responding 

May 3: How to Properly Complete & File Financing 

 Statements: Including UCC Article 9 Rule Changes 

 Effective July 1, 2013 

May 7: The ALLL for Directors 

May 8: Endorsement Decisions: Authority & Liability for 

 Consumer & Business Checks 

May 9: FFIEC Guidance on Cloud Computing: 

 Considerations for Community Banks 

May 14: Line-by-Line Loan Review: Consumer, Commercial & 

 Residential 

May 15: Vendor Compliance Issues: Risk Management, 

 Contracts, & Accounting 

May 16: Legally Handling ATM & Debit Card Claims Under 

 Regulation E 

May 21: Real Estate Valuation: Beyond the Basics 

May 23: Achieving a Successful IT Exam 
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The Community Banker can be an effective advertising 

vehicle for companies marketing to the financial industry.  If 

your company would like more information on how to place 

an ad in the Community Banker, please contact Katie 

Schimetz at the ICBND office at 701-258-7121 or toll free  

1-800-862-0672. 

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 

John A. Brown 

Executive Vice President 

johnb@icbnd.com 

 

Wendy Ruud 

Vice President 

Community Banker Editor 

wendyr@icbnd.com 

2012-13 ICBND 

Executive Committee 

President 

Brenda Foster, First Western 

Bank & Trust, Minot 

brenda@fwbt.com 

701-852-3711 

 

President-Elect 

Robert Larson, North Country 

Bank, McClusky 

blarson@northcountrybanknd.com 

701-363-2265 
 

Vice President 

Tim Porter, Bank of North 

Dakota, Bismarck 

tcporter@nd.gov 

701-328-5650 
 

Immediate Past President 

Jerry Hauff, Cornerstone Bank, 

Bismarck 

jerry.hauff@cornerstonebanks.net 

701-751-4030 

Katie Schimetz 

Administrative Assistant 

info@icbnd.com 
 

Marilou Voegele 

Director of Card Services 

marilouv@icbnd.com 
 

Angie Olson 

Card Services Coordinator 

angiet@icbnd.com 
 

Bill Walker 

Card Services Consultant 

cardservices@icbnd.com 
 

Lacey Kuhn 

ICB Purchasing 

Sales Manager 

laceyk@icbnd.com 
 

Jess Voegele 

ICB Purchasing 

Office Manager/CSR 

purchasing@icbnd.com 

May 29: Handling ACH Origination Exception Issues 

May 30: When is an Item Payable? Stop Payments, Return Items & 

 More 

LIVE SEMINARS: 

Apr 8-11:  Spring Frontline: Stressed is Desserts Spelled 

 Backwards...How to Release & Manage Stress in this Busy & 

 Stressful World—Bismarck, Minot, Grand Forks, & 

 Jamestown 

Apr 17-18:  Community Banker for Compliance: Lending Update—

 The New Rules and Their Impact on You—Mandan 

May 3: Emerging Leaders Spring Meeting—Watford City 

May 8: Uniform Commercial Code Article 9 Update: Vital New Law 

 Changes—Bismarck 

Jun 6-7: Emerging Leaders Summer Conference—Medora 


