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North Dakota Bankers’ Benefit Plan  
      by John A. Brown, ICBND President 

  One year ago we were just 

organizing the first meeting of 

the North Dakota Bank 

Health Insurance Task Force 

committee.  This joint effort 

between the Independent Community Banks of North 

Dakota and the North Dakota Bankers Association has 

come a long way.  The 12 member Task Force was 

charged with looking at the health insurance options and 

making recommendations to the boards.  Members of the 

Task Force include bank presidents, chief financial 

officers, and human resource officers.  These members 

represent banks that are part of the current association 

bank insurance plans, banks that are self-insured and one 

bank that is with another carrier. 

  Under the Affordable Care Act we are all forced to deal 

with new coverages that we may or may not need.  The 

representatives from Blue Cross Blue Shield (BCBS) did 

a great job of explaining the plans and statistical data of 

the plans we are currently under.  With the help of the 

Task Force of our community bankers we moved 

forward with a plan to provide a self-funding health 

insurance plan with several options for our banks.   

  At this point the committee felt it would be best to look 

at a consultant familiar in the health care industry that 

could represent the associations’ health insurance trust 

and plan in dealing with the chosen insurance provider.  

From past experience I know an insurance consultant 

understands the process much better than those of us 

who don’t work in the industry. After some due 

diligence, we chose David Middaugh, CLU, AEP from 

Middaugh & Associates, Inc. in Fargo.  

  Based on the recommendation of the Task Force, both 

the ICBND and NDBA Boards approved in February 

2014 to proceed with the design of a self-funded health 

plan for North Dakota banks.  This insurance trust would 

be a tax-exempt 501(c)9 trust created by a law firm 

experienced in that area from Minneapolis. 

   Middaugh and Associates will be providing the 

following services to the ND Bankers’ Benefit Trust and 

Plan: 

 Plan Construction 

 Plan Communication 

 Plan Implementation 

 Plan Promotion 

 Servicing the Plan 

  By mid-April we should have the plan proposal and 

distribution of materials to our members.  Toward the 

end of April or early May we will be holding regional 

member meetings to introduce the plan to member banks 

followed in May by individual member employer/

employee meetings.  There will be higher deductible 

plans available and you will be able to use your own 

banks’ Health Savings Accounts (HSA’s). 

  In visiting with a couple of bankers, I know there are 

questions as everyone is looking to their July 1 renewal 

dates and wondering what to expect.  Within the next 

couple months this plan will be in place, rates will be  

established, meetings will be held and we’ll be ready to 

go.  There is lots of work to do and with the help of our 

attorney, consultant and health care provider new 

policies will be available from your ND Bankers’ Trust 

and Plan. 

Congressman Kevin Cramer 

1032 Longworth House Office 

Building 

Washington DC 20515 

Phone: 202-225-2611 

Fax: 202-226-0893 

 

Banking Aide: Adam Jorde 

  Adam.jorde@mail.house.gov 

Ag Aide: Mark Gruman 

  Mark.gruman@mail.house.gov 

 

ND CONGRESSIONAL OFFICE ADDRESSES AND CONTACTS 

Senator Heidi Heitkamp 

SH-502 Hart Senate Office Building 

Washington DC 20510 

Phone:  202-224-2043 

Fax:  202-224-7776 

 

Banking Aide: Jillian Fitzpatrick 

 Jillian_fitzpatrick@heitkamp.senate.gov 

Ag Aide:  Jack Huerter 

  Jack_huerter@heitkamp.senate.gov 

Senator John Hoeven 

338 Russell Senate Office Building 

Washington DC 20510 

Phone:  202-224-2551 

Fax:  202-224-7999 

 

Banking Aide: Emily Tryan 

  Emily_tryan@hoeven.senate.gov 

Ag Aide: Cassie Bladow 

 Cassie_bladow@hoeven.senate.gov 

mailto:adam.jorde@mail.house.gov
mailto:mark.gruman@mail.house.gov
mailto:jillian_fitzpatrick@heitkamp.senate.gov
mailto:jack_huerter@heitkamp.senate.gov
mailto:emily_tryan@hoeven.senate.gov
mailto:cassie_bladow@hoeven.senate.gov


John A. Brown 

ICBND President 

  Zig Ziglar, author and motivational speaker said, 

"People often say that motivation doesn't last.  

Well, neither does bathing - that's why we 

recommend it daily."  This came to mind as I was 

looking at the upcoming 2014 Washington Policy 

Summit April 29 - May 2.   

  Past ICBA Chairman, Bill Loving at the recent 

national convention talking about engagement in 

the process said, "If not now, when?" "If not you, 

who?"  Our future in banking depends on your 

engagement!  

  Over recent years we have had many successes, 

elimination of the limit on default interest rates and 

past due payment fees in ND.  On the national 

level, ICBA worked hard to change the calculation 

method on FDIC insurance assessments and 

increased the coverage level.  We, however, must 

continue to stay engaged!  It's just like Jerry Rice 

said when speaking to us at the national 

convention, "never get complacent, never relax" 

when speaking about his career.   We must stay 

engaged on a state and national level if we want to 

be part of the direction of the future of banking.  

We must work with our younger bankers so they 

understand the importance of independent 

community banks through programs like our 

Emerging Leaders. 

  I also heard Bill Loving say at the ICBA 

convention, "We can choose to be engaged or we 

can sit on the sidelines and let someone else chart 

our course." Loving went on, "Personally, I'd rather 

be part of the process!" 

  We need to be not only involved in advocacy 

through communication with our legislators and 

congressional delegation, but also by contributing to 

our state and federal PAC's.  It takes money to help 

in elections and it has to come from the grassroots, 

you!   

  Last legislative session I was fortunate to have 

several association members register as lobbyists 

and testify in Bismarck.  John Buhrmaster, ICBA 

Chairman recently told us that, "Your story counts, 

you need to show up.  Find your voice and it will be 

easier to get your message out."  As a state 

association we need to continue to work with and 

through the ICBA, the only relevant organization 

representing community banking!  Never hit the 

snooze button on advocacy! 

Happy Spring!!! 

 

  I attended the ICBA National 

Convention a couple of weeks 

ago and what a show it was.  

From employee development to 

helping your customers thrive…

personal development to 

Regulator Hot Topics.  

Outstanding!  And that is what 

independent banking is all 

about…working together to 

deliver the tools and expertise 

that we need to flourish and 

prosper.   

  Issues such as Too Big to Fail, 

Credit Union Fairness, Regulator 

Relief, Mortgage Rules and 

Basel III threaten our very 

Robert Larson 

North Country Bank 

Underwood 

ICBND Chairman 

existence.  Do not get 

complacent….our interests are 

not the same as ABA’s interests! 

  As spring approaches, it’s time 

to plan for the outstanding 

educational opportunities 

available from ICBND…the 

ICBND School of Agriculture 

Lending, Emerging Leaders, and 

dozens of Webinars and live 

seminars are available to our 

members.  Please take advantage 

of these offerings as they provide 

a cost effective way of keeping 

your staff up-to-date and in 

compliance. 

  Don’t forget the ICBND 

Annual Convention to be held in 

Bismarck from August 17 

through August 19.  The line-up 

of vendors, educational 

opportunities and social events is 

second to none. Think about 

sending some of your staff, as 

the opportunities far out-way the 

costs.   

  Hope you all have a great 

spring and summer.  As always, 

if you have any suggestions or 

comments on your organization, 

please feel free to send them to 

either myself or the ICBND 

office.  We are an organization 

of our members, for our 

members! 
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Engagement 

ICBA is hosting the 2014 Washington Policy Summit April 29 - May 2 at the Omni Shoreham Hotel in Washington, 

D.C.  Please consider joining the many bankers from North Dakota, and the country, as we meet with our nation's policy 

makers, agency representatives and have the opportunity to have your voice heard.  Our own Senator Heidi Heitkamp will be 

one of the scheduled event speakers. Registration is required, but is complimentary to all of North Dakota community 

bankers.  We strongly encourage you to actively participate in this powerful opportunity to represent your community and our 

industry.  Please, consider joining us!  For more information and to register, visit www.icba.org/wps14. 

http://www.icba.org/wps14


Look for 

Registration Info 

to be sent in April 
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The U.S. Postal Service has 

found itself in the middle of a 

Washington firestorm, and for 

once it isn’t due to the 

independent government 

agency’s budget deficits or 

shoddy service. This time the 

agency’s Office of the Inspector General 

raised eyebrows when it proposed that the 

nation’s mail carrier also become the nation’s 

small-dollar lender.  

  ICBA has come out forcefully against the 

proposal, which would put the livelihoods of 

many Americans in the hands of a 

government agency that cannot even balance 

its own books. 

 

The proposal 

  According to the inspector general’s plan, 

the Postal Service would partner with banks 

to offer financial services such as prepaid 

debit cards, small-dollar loans and remittance 

services to underbanked households. 

Consumers could load cash or their 

paychecks onto a Postal Service–branded 

reloadable prepaid card that could be covered 

by the FDIC deposit insurance of a partner 

bank. 

A Dead Letter by Terry Jorde, ICBA Senior Executive Vice President and Chief of Staff 

  The OIG said the plan may appeal to 

underbanked consumers and could lead to 

approximately $8.9 billion in annual 

revenues for the cash-strapped agency. It also 

said that the report is not suggesting that the 

Postal Service become a bank or compete 

with banks. 

 

The backlash 

  It didn’t take long for ICBA, among others, 

to size up the proposal as yet another 

taxpayer-funded rescue for a too-big-to-fail 

institution—this one a government agency 

suffering from a business model that the 

postmaster general himself says is broken. 

  The Postal Service has rung up net losses in 

each of the past seven years by operating its 

primary business of selling postage and 

delivering mail. It has lost $25 billion in the 

past three years alone and is burning through 

an estimated $25 million per day. Because 

the agency has long since exhausted its $15 

billion borrowing authority and cannot 

borrow another dime from U.S. taxpayers, it 

is in desperate need of new sources of 

revenue. 

  Apparently, the agency’s inspector general 

thinks that source of funds should come from 

the supposedly lucrative business of serving 

underbanked consumers. But if the Postal 

Service can’t efficiently operate its primary 

business, why should we expect it to have 

any success in the banking sector? 

  The truth is, this proposal would expose the 

Postal Service to even greater potential 

losses. Banking and finance are inherently 

risky. Investments don’t always pay off, and 

borrowers have been known to default on 

their loans. If Congress pushes the post office 

into the banking industry, it will expose 

taxpayers to additional subsidies and 

financial rescues down the road. 

  Washington has been known to put good 

money after bad, and this is a classic case. 

Surely we have learned by now that you can’t 

put out a firestorm with gasoline. Turning 

mail carriers into bank tellers and further 

inserting the federal government into our 

personal finances would not ward off 

insolvency at the Postal Service. In fact, it 

would only put taxpayers at greater risk. 

   
  Terry Jorde is ICBA’s senior executive vice 

president and chief of staff and can be reached at 

terry.jorde@icba.org 

 

mailto:terry.jorde@icba.org
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BankersEdge 
www.bankersedge.com 

 

2570 Boulevard of the Generals Building 200, Suite 221 

Eagleville, PA 19403 

Phone: 877-999-EDGE 

Contact Information: 

Robin Centerino, Account Executive  - rcenterino@bankersedge.com 
 

 
BankersEdge provides affordable, customizable, accurate and easy-to-implement employee training. We’ve been providing banks with industry-

leading online learning for over a decade. Our broad range of career- and compliance-based training and technology: fits within highly limited 

budgets; may be customized to meet specific learning objectives; can incorporate your company’s branding elements; minimizes downtime; 

eliminates the burden on your enterprise’s IT staff; and helps your organization maintain regulatory compliance. BankersEdge courses always 

feature the latest regulatory changes, with a proven process for course updates. Whether driven by regulatory compliance, organizational 

development or talent management, at BankersEdge, we believe employee training is most effective when it’s tailored to your needs, learning 

objectives, and budget.  

Associate Profile 

Associate Profile 

Associate Profile 

BancVue 
www.bancvue.com 

 

4516 Seton Center Parkway 300 

Austin, TX 78759 

Phone: 800-342-2557 Fax: 512-795-9788 

Contact: Denise Haerter, VP Regional Director - denise.haerter@bancvue.com 
 

  

BancVue is the leading provider of innovative retail products, world-class marketing, and data-driven consulting to community financial 

institutions nationwide. BancVue’s complete Success Formula includes groundbreaking Kasasa® products, scale-driven marketing, robust 

analytics, award-winning website development, compliance, training, and ongoing support. The Kasasa national brand packages financial products 

consumers desire with marketing impact that rivals the megabanks. Kasasa has been proven to deliver controlled new account growth with higher 

profitability while attracting younger account holders with greater retention and wallet share. With nearly 700 clients, BancVue is helping 

community financial institutions win the war against megabanks. Learn more at BancVue.com. 

Rough Rider Industries 
www.roughriderindustries.com 

 

3303 E Main Ave 

Bismarck, ND 58501 

Phone: 800-732-0557 -  Fax: 701-328-6164 

Contact Information: 

Jeff Zins, Sales Manager - jzins@nd.gov 
 

Rough Rider Industries is a division of the North Dakota Department of Corrections and Rehabilitation. Our mission is to employ inmates to 

produce quality goods and services in a self-sustaining manner that makes the time of incarceration productive, while preparing the inmate to 

reintegrate into society. Therefore, all of our products are made in right here in North Dakota by our inmate population. 

Rough Rider Industries is known for producing high quality wood furniture and offering a variety of seating options.  We also produce metal and 

recreational furniture, signs and trash bags. 

http://www.bankersedge.com
mailto:rcenterino@banerksedge.com
http://www.bancvue.com
mailto:denise.haerter@bancvue.com
http://www.roughriderindustries.com
mailto:jzins@nd.gov


FASB Gone Awry by Camden R. Fine, ICBA President and CEO 

      For once, it’s not regulators or 

    lawmakers pushing a policy 

    proposal that would impose 

    financial chaos on community 

    banks and Main Street. This time, 

    it’s accountants. 

  Every community banker should be aware 

of and very concerned about a new 

accounting proposal from the Financial 

Accounting Standards Board. The new FASB 

proposal would impose a radically different 

“expected loss” impairment model on banks 

calculating losses from loans and investment 

securities for their financial statements. 

Similar to last year’s Basel III and Volcker 

Rule proposals, FASB’s proposal presents a 

clear and present danger to community 

banks. The proposal is in response to claims 

that loan-loss reserves at the largest financial 

firms proved inadequate during the last credit 

crisis. However, this theoretical new 

accounting method would simply be 

incompatible with the realities of community 

bank lending and portfolio management. 

  By heavily front-loading anticipated losses, 

without considering the true evolution of 

losses realized throughout the credit cycle, 

the practical effect of FASB’s proposal 

would be to depress earnings and valuations 

severely, without regard to the actual credit 

quality of community bank portfolios. It 

would unnecessarily impose immediate 

balance sheet losses that would not actually 

materialize for years, if ever. Just as 

damaging, it would also penalize community 

banks for achieving strong loan growth, the 

very activity our nation needs to encourage. 

Additionally, the complex modeling 

techniques that FASB’s new approach would 

require will generate further onerous costs and 

burdens.  

  All in all, FASB’s proposal would bring 

financial mayhem to community banks and 

Main Street. 

  However, all is far from lost. While formally 

asking FASB to exempt financial institutions 

with consolidated assets of $10 billion or less 

from its proposal, ICBA has also offered a 

more workable alternative. To achieve 

FASB’s accounting objectives, ICBA’s 

proposal would allow community banks to 

rely on historical losses to build their loan-loss 

reserves. Our proposal would base loan-loss 

calculations on a specific measurement of 

impairment that coincides with the credit risks 

inherent to the nonperforming financial 

instrument. Under this calculation, community 

banks could also easily manage—and 

investors could more easily apprehend—their 

loan-loss reserves without relying on overly 

complex software modeling. 

  Fortunately, FASB is listening. ICBA has 

been working with the board for more than a 

year on this issue, and the board is 

conscientiously considering our alternative 

proposal, which is supported by 41 state 

banking associations. So our alternative, like 

other successes community banks have had 

with influencing FASB proposals, has a strong 

chance of prevailing.  

  But, as you can anticipate from me by now, 

convincing FASB to adopt our industry’s 

alternative proposal, no matter how sensible 

and constructive it might be, likely won’t 

happen without the help of community 

bankers throughout the country. You and your 

board of directors must speak out. Check out 

ICBA’s advocacy Web page at www.icba.org/

beheard for more details, and then write FASB 

as soon as possible, explaining how our 

industry’s alternative is much better for your 

community bank. Then carefully follow the 

issue for new developments and alerts.  

  Yes, fixing FASB’s flawed accounting 

proposal is yet another critical advocacy issue 

our industry must confront. But we’ve proven 

time and again that we can handle almost any 

challenge when we stand together. We’ve been 

at the table. Let’s follow through and ensure 

common sense wins out again.  

 
  Camden R. Fine is President and CEO of ICBA. 

Reach him at cam.fine@icba.org.  
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  During my inaugural speech at 

the ICBA national convention 

last month, I said something that 

seems to have struck a chord 

with many of you. The line I 

used has spurred tweets and a lot 

of interesting discussions with 

you—my fellow community 

bankers. And I’m so glad that it has. That was 

my intention after all. 

  I asked that you never hit the snooze button. 

And as your new ICBA chairman, I realize that 

seems like a big request. After all, we all get 

tired sometimes. I get it. But as a fourth-

generation community banker—with a passion 

for this great industry and for what we do—I 

won’t hesitate to ask that of you again as I write 

my first IB column. Why?  

  Because we’re all a team, and we’re all in this 

together. I may be your humble leader over the 

next year—and believe me, I couldn’t be more 

excited about that—but that doesn’t mean that 

I’m not going to ask for help. That’s what we 

do as good leaders after all, right?  

Don’t Hit the Snooze Button by John H. Buhrmaster, Chairman of ICBA 

  As a community banker, you are a 

difference-maker in your community. Every 

one of us needs to speak up and advocate for 

what is right and what is important to keep 

community banks strong. I said it in my 

speech, and I’ll say it again, advocating is 

about people. It’s about passion. Advocacy is 

about telling your story. And if anyone is up 

for a big task it’s you! 

  As community bankers we know our 

purpose—we were called to this great 

industry for a reason. We have something big 

to protect and grow. We are a living legacy to 

the community banking industry. I ask that 

you join me this year in helping to advocate 

our cause for a higher purpose. I know that 

with your help, there’s nothing we can’t 

accomplish. 

  And accomplish we must. We have a lot on 

our “to do” list for 2014, including 

addressing too-big-to-fail, ensuring fair tax 

treatment of credit unions and fostering 

regulatory relief and tiered regulations for 

community banks. 
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  So go ahead and make it a goal this year to 

contact your members of Congress, reach out 

to regulators to mitigate new regulatory 

burdens and to sign petitions on key issues. 

Stand up for what you believe in. Stand up 

and make your voice heard. Be the advocate 

for change. And again, never hit the snooze 

button with your advocacy. Your voice is 

what makes the difference for this industry, 

and actions are what make a difference in 

people’s lives.  

  I know many of you already are tireless 

advocates for this industry, and others are 

just getting started. Let’s make it a point to 

join together as one this year so that we can 

accomplish even more. After all, it’s our 

actions today that will affect communities 

and generations to come. Now that’s what I 

call a higher purpose—a higher calling.  

  So let’s turn off the alarm, get up and make 

today and tomorrow an even better one for 

community banking and the customers and 

communities we serve. 
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Banker’s Equipment Service Acquires Bruns Systems 
 

 Banker’s Equipment Service in Burnsville, MN has acquired the business of Bruns Systems, 

serving Minnesota and North Dakota. This transaction brings together two leading Midwest 

companies who have been serving Financial Institutions and Commercial Organizations for over 50 

years. “The combination of the Bruns Systems team with the Bankers Equipment team provides us 

with a larger and stronger support network, to better serve our existing and new customers”, 

according to Bankers Equipment President, Rick Steele.  

  In addition to its many other offerings, Bankers Equipment Service will now be the sole authorized 

dealer and service provider representing Glory Global Solutions in Minnesota and North Dakota. 

Glory Global Solutions, which was formed after the acquisition of Talaris by Glory Ltd in 2013, 

brought together two of the world’s leading coin and currency equipment manufacturers, and now 

offers the industry’s broadest range of coin and currency handling products.   

SBA Reduces Fees for 

Small Businesses 
 -Mike Gallagher, District Director 

 

  The Small Business 

Administration (SBA) 

normally charges a guaranty 

fee on small business loans to 

offset the costs of its loan 

programs. The amount of the fee is based 

on the guaranty portion of the loan and is 

sufficient to cover any anticipated 

payouts. 

  Each year, SBA assesses the fees to 

determine if they are sufficient to cover 

the cost of the program. Due to favorable 

economic forecasts, the SBA anticipates 

lower loan defaults and ultimately lower 

payouts on guarantees. As a result, SBA 

is waiving the 2% guaranty fee on term 

loans of $150,000 and less. Michael 

Gallagher, District Director for the North 

Dakota District Office, stated “This 

reduction in fees is expected to help 

increase funding available to small 

business, spur the economy, and create 

more jobs.” 

  In addition, SBA is waiving fees on all 

SBA Express Loans made to Veterans 

under an initiative called the Veterans 

Advantage. Mr. Gallagher states “The 

Veterans Advantage initiative is a great 

way to give back to our Veterans and 

thank them for their service to our 

country. The fee on larger loans is 3% so 

this will create a big savings for our 

Veterans who need financing for their 

small businesses.” 

  In order to qualify for these additional 

Veteran fee waivers, a lender must 

process the loan under SBA’s Express 

program and the business must be 51% 

or more owned and controlled by an 

individual or individuals in one or more 

of the following groups:  

 Veterans (other than dishonorably 

discharged);  

 Service-Disabled Veterans; 

 Active Duty Military service member 

participating in the military’s 

Transition Assistance Program (TAP); 

 Reservists and National Guard 

Members; or 

 Current spouse of any Veteran, Active 

Duty service member, or any 

Reservist or National Guard member; 

or widowed spouse of a service 

member who died while in service or 

of a service-connected disability. 

  Both these initiatives end on September 

30, 2014.  For more information, contact 

the SBA at 701.239.5131. 
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Steady Freddies...and Fannies and Ginnies by Jim Reber, ICBA Securities 

  The housing GSEs keep 

grinding out mortgage securities 

in ever-increasing market shares.  

One day, as I’ve been predicting 

for about five years, there will be 

no direct government guaranty to 

the securities issued by Fannie 

Mae and Freddie Mac.  Legislation has recently 

been introduced to create a framework for their 

dissolution.  While it’s likely Ginnie Mae will 

survive, most of what community banks now 

own in mortgage product will turn into private-

issue paper.   

  But there are at least three reasons that it’s 

premature to hyperventilate.  One is that a fix 

could be a long time coming, and the second is 

that there will be a grandfathering of all 

outstanding debt as of a stated bright-line date.  

The third, which is more on the horizon, is that 

there will be an active, functioning and, yes, 

liquid secondary market to emerge from the 

rubble.   

In the meantime … 

  Short maturity mortgage-backed securities 

(MBS), which I define here as those with a 

yield is now nearly 80 basis points higher than a 

year ago.   

Solid foundation 

  Particularly for short MBS, the supply/demand 

dynamics are promising from the standpoint of 

having some built-in price stability.  First, as 

mortgage rates rise, as they have, fewer 

borrowers are able to afford the monthly note 

on a 15-year amortizing loan, so the issuance 

tends to dwindle.  In February 2013, $26 billion 

of new 15-year MBS was issued; in February of 

this year, only $8 billion was generated.   

  Also, keep in mind that mortgage debt 

nationwide has shrunk about 10 percent since 

2008.  In the United States we collectively owe 

about $1.5 trillion less on our homes than just 

six years ago.  That too should help keep MBS 

prices from free-falling.   

  Finally, for those who fear that the tapering of 

QE3 will cause an MBS price crash, be aware 

that the vast preponderance of the Fed’s 

purchases has been of the 30-year variety.  The 

Fed knows better than anyone where the 

stated final of 20 years or less, are actually 

poised to perform well in the near future.  

To be sure, they have come down in price 

over the last year.  For example, a 15-year 

MBS issued by Fannie Mae with a stated 

coupon of 2.5 percent can be purchased 

now for a price of just over 100.00.  A year 

ago, in the spring of 2013, it would have 

cost you about 104.00.  Why the big drop 

in price? 

  In two words, extension risk.  Whenever 

interest rates rise, as they did starting in 

May 2013, prepayments on all mortgage-

related products start to slow, particularly 

for bonds with coupons that are low.  The 

universe of 15-year 2.5 percent MBS has 

prepaid at a snail’s pace over the last six 

months, at barely 6 percent per year.   

  In other words, MBS with lower coupons 

have already extended.  To compensate a 

new investor for buying a longer bond, the 

market price had to drop.  Prices have now 

fallen to a level that most analysts believe 

reflect the expectation of a long period of 

slow prepayments.  And the expected book Story continued on page 13... 
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Cornerstone Bank Promotes 

  Stacy Eider of Cornerstone 

Bank has been promoted to Lead 

Underwriter. Stacy has been 

working in the Mortgage 

business since August 2001.  

 

Dakota Heritage 

Bank Hires 

Olson 

  Dakota Heritage 

Bank of North 

Dakota has hired 

Brittany Olson 

as Customer Service 

Representative—Internal 

Auditor. Olson is a 2013 

graduate of Mayville State 

University with a degree in 

Business Administration. Olson 

interned for Dakota Heritage 

Bank of ND in their Hillsboro 

Office and is now working full 

time in the Hunter Office.  She is 

a native of Hunter.  

 

Nagel Promoted  

  The Board of 

Directors of 

Dakota Heritage 

Bank have 

promoted Dustin 

Nagel to Vice 

President/Ag & 

Commercial Lending at Dakota 

Heritage Bank in Hillsboro.  

Nagel has been with the bank 

since 2009, primarily in the 

lending department. He is a 

native of Hillsboro, and earned a 

bachelor’s degree in Finance 

from Minnesota State University 

Moorhead in 2009. He is also a 

graduate of the Dakota School of 

Banking.  

 

Starion 

Financial Hires 

Brian Hanson  

  Brian Hanson 

has joined Starion 

Financial as the 

operations 

manager. He is 

located in Mandan. In his role, 

Hanson is responsible for the day

-to-day oversight of the deposit 

operations and accounting 

departments. He manages and 

partakes in projects, partners 

with bank departments in 

achieving strategic initiatives, 

ensures compliance with 

regulations and manages 

applicable third-party vendor and 

service provider relations to 

maintain service levels. He 

comes to Starion with more than 

ten years of banking experience. 

He earned both his Bachelor’s 

degree and Masters of Business 

Administration at the University 

of Mary. He is actively involved 

in several performing art 

ventures and volunteers with El 

Refuge, an international 

organization dedicated to 

creating a positive culture for 

youth.  

 

Jamestown 

Banker Named 

Market 

President 

  Dacotah Bank 

regional 

president, Dan 

Vollmer, has 

announced Casey Henderson, a 

long-time Jamestown banker, 

will be market president for the 

company in the Jamestown area. 

According to Vollmer, “Casey is 

well-known in the Jamestown 

area and has worked closely with 

local agricultural producers and 

small business owners 

throughout his career. We are 

excited to have Casey join our 

team!”  Dacotah Bank purchased 

land near Walmart on the south 

side of Jamestown earlier this 

year and will begin construction 

on a new bank facility this 

spring. Henderson is a graduate 

of the University of Jamestown 

and the Graduate School of 

Banking at Boulder, CO. His 

professional career has included 

banking positions as senior vice 

president and chief credit officer.  

 

Cornerstone Announces 

Promotions and New Hire 

 

  Darren Volk of 

Cornerstone Bank 

has been 

promoted to 

Credit Analyst II.  

Darren joined the 

bank as a 

Mortgage Loan Processor in 

February of 2010. He was 

promoted to Credit Analyst in 

May of 2011. He has been 

working in the banking business 

since 2006.  

 

 

  Josh Wiczek of 

Cornerstone Bank 

has been 

promoted to 

Customer Service 

Representative/

Teller. Josh has 

been with the 

bank since October 2013.  

 

  Lindsay Mack 

has joined 

Cornerstone Bank 

a Human 

Resources 

Director. Lindsay 

comes to us with 

over 6 years of 

Human Resources and 

accounting experience. She has a 

Professional in Human 

Resources designation as well as 

BA in Accounting with a minor 

in Business Administration.  

 

Buchli 

Promoted at 

Western 

  Vickie Buchli 

has been 

promoted to the 

Loan 

Administrative 

Assistant position 

at Western State Bank. Buchli 

began her Western career at 

Western Equipment Finance in 

July of 2011 and more recently 

was a Customer Service 

Representative.  

 

New Employees Start at Bank 

of North Dakota 

 

Charlie Tweet is 

the new 

information 

security manger. 

He earned an 

AAS degree from 

Dawson 

Community 

college in Glendive, MT and his 

bachelor’s degree in business 

administration with an IT minor 

from University of Mary. Tweet 

previously worked in 

information technology 

management positions at BNC 

National Bank and MDU 

Resources Group.  

 

 

 

  Mike Leintz 

accepted the 

position as a claims 

processing 

specialist in the 

processing area of 

Student Loan 

Services. Mike has 

been a temporary administrative 

assistant in the area since June 

2013. Mike is pursuing his 

bachelor’s degree in accounting 

and plans to take the CPA exam.  

 

  Roxy Jacobson is 

the student loan 

communications 

specialist in the 

New Loans area of 

Student Loan 

Services. She will 

help promote BND’s DEAL 

Student Loan program. 

Previously, Roxy has been a 

relationship manager with BNC 

National Bank and a home 

mortgage consultant with Wells 

Fargo.  

 

  Steve Berger 

accepted the student 

loan specialist 

position in BND’s 

Student Loan 

Services. He started 

at BND as a 

temporary 

employee in the new loans area of 

Student Loan Services. Berger 

will provide assistance with the 

DEAL and the DEAL 

Consolidation Loan program.  

 

  Terasa Olander 

is the new 

operations 

processing 

technician in night 

operations. 

Olander comes to 

BND from Unisys where she 

worked for more than 11 years. 

She earned an Associated of 

Science and Associate of Arts 

degrees from BSC.  

 

Sheeley 

Promoted at 

Choice Financial 

  Eddie Sheeley 

was recently 

promoted to 

Assistant Vice 

President-

Business Banking Officer at 

Choice Financial in West Fargo.  
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Sheeley joined Choice in March 

2001 and has served various 

roles. Sheeley is a graduate of 

NDSU with a bachelor’s degree 

in business administration. He is 

also a graduate of Dakota School 

of Banking, and is a Dale 

Carnegie training graduate. 

Sheeley donates his time to a 

variety of civic causes.  

 

NDGT Announces the 

Addition of Two Staff 

  Two commercial officers have 

joined the North Dakota 

Guaranty & Title Co. team in 

Bismarck.  

   

  Steve Wetzel 

now is a 

Commercial Title 

Officer. Prior to 

joining NDGT, 

Wetzel worked 

for 16 years as a 

Sales Manager at 

Gerald Wetzel Motors Inc. He 

attended Bismarck State College 

where he majored in business 

management.  

   

  Wanda Oster 

now is a 

Commercial 

Closing Officer. 

Oster has more 

than 17 years of 

lending 

experience. She 

received a bachelor’s degree in 

business administration from 

Dickinson State University.  

 

First International Bank & 

Trust Promotes and Hires 

 

Traci Wiebe has 

been promoted to 

Officer Status at 

FIB&T in Fargo. 

Wiebe works as 

an Executive 

Assistant. She has 

been with the 

bank for 10 years. Traci lives in 

Fargo with her husband, Kevin 

and in her spare time, she enjoys 

visiting her daughter Ashlee who 

is currently attending UND.  

 

   Christina 

Graalum  has 

joined FIB&T as a 

Marketing 

Assistant in Fargo. 

She will be 

working to further marketing 

initiatives across the bank’s 

footprint. She graduated from 

Fargo South and attended 

college at MSUM majoring in 

Business Administration and 

Marketing. She comes to the 

bank with a wide range of 

experience from Eide Bailly, 

Absolute Marketing Group and 

Raymond James. She lives in 

Fargo with her husband Kris. In 

her spare time, she enjoys 

spending time with family and 

friends.  

 

  Joan Wrolstad 

has joined FIB&T 

as a Trust Officer 

in Fargo. Joan 

comes to the bank 

with more than 10 

years of 

experience in trust 

and wealth management 

services, specializing in 

managing trust and investment 

portfolios and in probate and 

trust administration.  In her spare 

time, she enjoys spending time 

with her family, traveling, 

cooking and reading.  

 

  Travis Thomas 

has joined FIB&T 

as a Helpdesk 

Technician in 

Fargo. Travis 

hales from 

Hibbing, MN and 

graduated from 

Minnesota State Community and 

Technical College with a degree 

in Information Technology. He 

comes to the bank with more 

than six years of experience as 

an Information Security Analyst. 

In his spare time, Travis enjoys 

golfing and spending time with 

his wife, Carissa.  

 

Dykema Named 

Business 

Banking 

Manager 

  American Bank 

Center is pleased 

to announce that 

Kevin Dykema 

has accepted the position of 

Business Banking manager. 

Kevin has been with the bank 

since November of 2004 when 

he started as a Commercial 

Lender. Since then, he has held 

department manager roles for 

both the Business Banking and 

Mortgage Banking Departments. 

Kevin has a Bachelor’s Degree 

from UND with majors in 

Banking and Financial 

Economics and Financial 

Management. He is a graduate of 

the Dakota School of Banking 

and the Graduate School of 

Banking in Madison, WI. Kevin 

has more than 17 years of 

banking experience.  

 

Hambrick Hired 

at Cornerstone 

Bank 

  James 

Hambrick 

recently joined 

Cornerstone Bank, 

Fargo as a Senior 

Vice President/

Business Banker. In this role, 

Hambrick’s primary 

responsibility will be business 

banking, both managing existing 

and generating new 

relationships. Hambrick will also 

be responsible for the cash 

management sales for the 

organization. He has over 26 

years experience in the financial 

services industry. Hambrick 

currently serves on the Board of 

Directors of NDSU Team 

Makers, Red River Valley 

Chapter of the Red Cross, and 

Plains Art Museum. He has been 

involved in a number of other 

community organizations.  He 

earned his B.S. in Accounting 

and Business Administration 

from NDSU.  

 

Klingfus Joins 

Housing 

Agency’s 

Planning Staff 

  April Klingfus 

was recently hired 

by the North 

Dakota Housing 

Finance Agency as a housing 

outreach officer in the agency’s 

planning and housing 

development division. She will 

be responsible for researching 

funding sources, reviewing 

market studies, identifying 

community needs, developing 

local housing strategies, and 

providing development 

guidance.  “I am really looking 

forward to playing a part in the 

state’s housing development 

process, making a positive 

difference in quality of life by 

helping to provide more 

affordable places to call home,” 

Said Klingfus. Prior to coming 

to work at NDHFA, she was 

employed with Wells Fargo as 

a home mortgage consultant.  

 

Three Promoted at Bell State 

Bank & Trust 

 

  Casey Whipple 

has been 

promoted to VP/

Correspondent 

Credit Manger at 

Bell State Bank 

& Trust in Fargo. In his new 

position, Whipple will 

supervise the correspondent 

credit officers. he earned a 

bachelor’s degree in financial 

management from UND and 

has been in the banking field 

for 13 years. He lives in 

Kindred with his wife, Kerri, 

and their tree sons.  

 

  Ryan Johnson 

has been 

promoted to 

personal banking 

officer at Bell 

State Bank & 

Trust in Fargo.  

Johnson will provide banking 

services for deposit accounts, 

consumer loans, home equity 

lines of credit and IRAs. He 

earned a business degree from 

Concordia College, and has 

been in the banking field for 2 

years.   

 

  Gina 

Jaroszewski has 

been promoted 

to personal 

banking officer 

at Bell State 

Bank & Trust in 

Fargo. Jaroszewski will provide 

banking services for deposit 

accounts, consumer loans, 

home equity lines of credit and 

IRAs. She earned a degree in 

sport and recreation 

management with a minor in 

marketing from University of 

Minnesota.   12 
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volume availability resides, and it doesn’t have 

mark-to-market implications in its portfolio.  

Consequently, its recent buys have been 88 

percent 30-year MBS.  (It is actually buying a 

larger percentage of 30-year production than of 

15-year.) 

Belle of the ball 

  Because of the recent price decline in most 

MBS, especially those with “current 

coupons” (for 15-year pools, those with 2.5 

percent and 3.0 percent coupons), I recommend 

that community bank portfolio managers take a 

closer look.  To be sure, the average lives at 

recent prepayment speeds will be five years or 

longer, so that needs to be accounted for.   

  Still, the scheduled principal payments as the 

pools age will produce reasonable cash flows, 

even if prepayments stay where they are.  And 

fixed-rate MBS remain a staple of community 

bank investment portfolios.  Nearly one quarter 

of the dollars in all community bank portfolios, 

which is around eight percent of assets, is  

invested in these items. 

  If Fannie and Freddie are entering their bell 

lap, it’s even timelier to consider these items.  

Once the hallmark of government overreach, 

their short maturity MBS may now be a rock of 

stability for community banks. 

 
  Jim Reber is president/CEO of ICBA Securities and 
can be reached at 800-422-6442 or 

jreber@icbasecurities.com. 

Continued from page 9... 

                         The ERM Focus Group met 

           in Fargo, March 11 and had a 

           great learning experience as 

           our facilitator, Mary Peter, 

           together with Toby Aeilts, 

           Senior Manager Consultant 

           from Eide Bailly, presented the 

           ERM tool and process they are 

           using in providing this service 

           to clients. This process which 

starts with support at the top in any banking 

organization is one we are hearing more about 

from our bankers as they meet with their 

regulators. 

  We invite you to join our group at our next 

meeting scheduled form May 13.  We plan to 

talk about ERM and the experience bankers are 

having with regulators and the reporting 

process with your board.   

  Registration information will be on our 

website when it is finalized.    

ICBND Enterprise Risk 

Management Focus Group 

Update 

TIGTA Warns of “Largest Ever” Phone Fraud 

Scam Targeting Taxpayers 
  The Treasury Inspector General for Taxpayer Administration (TIGTA) today issued a 

warning to taxpayers to beware of phone calls from individuals claiming to represent the 

Internal Revenue Service (IRS) in an effort to defraud them. 

  “This is the largest scam of its kind that we have ever seen,” said J. Russell George, the 

Treasury Inspector General for Tax Administration.  George noted that TIGTA has received 

reports of over 20,000 contacts and has become aware of thousands of victims who have 

collectively paid over $1 million as a result of the scam, in which individuals make 

unsolicited calls to taxpayers fraudulently claiming to be IRS officials.  

  “The increasing number of people receiving these unsolicited calls from individuals who 

fraudulently claim to represent the IRS is alarming,” he said.  “At all times, and particularly 

during the tax filing season, we want to make sure that innocent taxpayers are alert to this 

scam so they are not harmed by these criminals,” George said, adding, “Do not become a 

victim.” 

  Inspector General George urged taxpayers to heed warnings about the sophisticated phone 

Story continued on page 22... 

mailto:jreber@icbasecurities.com
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Implementing a Successful Strategic Plan Involves a Multi-Level Approach  
   Connection the dots between drafting the plan and successful results 
         by Keith Hughey, Senior Consultant, John M. Floyd & Associates 

  Community 

banks 

continue to 

address the 

challenges 

posed by an 

ever-changing marketplace, economic and 

regulatory uncertainty, and shifting customer 

service expectations. As a result, having a 

clearly defined strategy for setting goals, 

focusing resources and measuring outcomes 

is essential. Regardless of whether a bank is 

in the acquisition mode; is preparing to sell; 

or simply implementing new programs and 

services to position itself as the primary 

financial services provider for its customer, 

its long-term success depends on the focus it 

places on implementing a well-thought-out 

strategic plan, based on input from all 

stakeholders.  

  Unfortunately, too many bank leaders still 

adhere to the belief that strategic decisions 

are developed based on the 30,000-foot 

perspective of the corner office and board 

room. And while it is imperative for 

management and the board to be on the same 

page regarding the overall direction the bank 

will take going forward, effective strategic 

planning involves much more than an upper 

management point-of-view. This can be 

challenging in a culture where feedback and 

opinion sharing are not encouraged or where 

leadership tends to overlook how their 

decisions affect others. 

  For instance, a well-intentioned strategic 

planning process can turn into a wasted 

exercise when leadership develops a plan that 

is overloaded with new initiatives that don’t 

take into account the existing workload of 

bank employees. Management rolls out yet 

another completed plan, presents the mission, 

vision and values to the staff, and expects 

everyone to be on-board and psyched to 

begin implementing it; regardless of how 

well current initiatives are working or how 

new assignments will affect staff morale.  

  Too often, once such a plan has been 

presented, staff members return to their 

everyday challenges – which can include 

customer service issues, examiners, auditors, 

training on new products and processes. They 

soon lose sight of the big picture view that 

may lack any relevance to what services bank 

customers actually prefer or what resources 

are required to meet those needs. Before you 

know it, the whole process is forgotten, 

morale worsens and staff members lose 

confidence in management’s ability to lead 

the organization.  

 

creates an emotional connection between 

their efforts and the resulting benefits for the 

organization. When people feel that 

emotional “ownership,” they are more likely 

to work harder to ensure that goals are met 

and they are more alert to additional ways 

that enable the institution to deliver better 

results and greater value to its customers.  

  And let’s face it; there are no limits on good 

ideas. When leaders let go of their pride of 

ownership regarding what actions are 

implemented within the organization, they 

create an environment of continuous 

improvement. Once staff members realize 

that leadership listens to their opinions and 

implements good ideas – regardless of the 

source – they feel more connected and 

valued, and are much more focused on 

making sure that new initiatives succeed. 

 

Measuring momentum and results 

  At regular intervals, management should 

convene the staff to share examples of how 

the plan is progressing and to acknowledge 

the important role everyone is playing to help 

the bank reach its strategic goals. For a plan 

that encompasses a three-to-five-year period, 

quarterly evaluations allow for adjustments 

or updates to the plan. This can be especially 

beneficial if an action is not getting the 

anticipated results or in the event of new 

regulations, mergers and acquisition 

opportunities or other unforeseen 

circumstances.  

  Also, once a year management should take 

the initiative to gather feedback on how well 

they have kept their promises, managed the 

planning process and supported the efforts of 

staff in moving the organization forward. Not 

only does this serve as a good way to close 

the loop on the current year, it strengthens the 

sense of teamwork and leads to a higher level 

of customer care. Once your people connect 

the dots, there will be less wasted effort, 

improved focus and morale, and you just 

might create the level of customer service 

that truly sets your organization apart from 

the crowd. In other words, a financial 

institution where people want to bank, work 

and invest.  
About JMFA 
JMFA is a leading provider of profitability and 

performance-improvement consulting. For more 

than 35 years, JMFA has been recognized as one 
of the most trusted names in the industry for 

earnings enhancement and expense control 

programs, training and development, recruitment 
services, as well as product, service, pricing and 

technology-improvement consulting. To learn more 

about JMFA, please visit www.JMFA.com or call 

(800) 809-2307. 

The ABCs of an effective strategic plan 

  In reality, an effective strategic plan has no 

more than three major strategic initiatives 

and the planning process includes the 

perspectives of staff at every level of the 

organization – tellers, customer service 

representatives, lenders and operations staff – 

who are tasked with the everyday 

responsibility of implementing the proposed 

actions and changes. While not everyone will 

necessarily provide input of a strategic 

nature, the tactical ideas shared by those on 

the front line can provide valuable insight 

relative to operational realities, customer 

needs and any procedural inefficiencies that 

need to be addressed.  

  In order to jump start staff involvement in 

the strategic planning process, management 

should create an initial communications 

outline that: 

 shares the bank’s vision, mission and 

values; 

 gathers staff input regarding challenges 

and opportunities for improvement;  

 explains the role each staff member plays 

in making the bank successful; and 

 defines specific, measurable steps for 

employees to complete in relation to the 

plan. 

  Once implementation begins, each strategic 

initiative should be given an owner who will 

take responsibility for moving it to 

completion. Throughout the process, 

effective use of project management tools 

can help to identify bottlenecks and help to re

-direct project efforts when necessary.  

  Keep in mind that the staff will see the 

process through a different lens than 

management. Check often to see if everyone 

is fully engaged in the process and committed 

to the plan. Is there a sense of 

accomplishment or is energy being drained 

from the workforce? If nothing is changing 

and the leadership continues to overlook 

issues that impede improvements from being 

made, the staff will lose interest, success 

benchmarks will be missed and management 

will lose credibility. 

  In addition to face-to-face communication, 

it is important to have survey tools in place 

that enable management to determine how 

employees are reacting to the changes that 

are affecting the workplace, and ultimately 

whether or not customers are experiencing an 

improved service experience. 

 

Creating emotional ownership to support 

organizational improvements 

  Developing the type of culture where 

employees feel that their opinions are valued 

http://www.JMFA.com
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Larson Honored with Greater North Dakotan Award 

  Starion Financial 

founder and chairman 

Frank Larson will 

receive the Greater 

North Dakotan Award 

during the presentation 

at the Governor’s 

Business Forum on 

April 15 at the Alerus 

Center in Grand Forks.  

  The Award is the Greater North Dakota 

Chamber’s highest honor and is being 

presented to Larson in acknowledgement of 

the business and philanthropic impact he has 

had on the state of North Dakota.  

  A lifelong resident of Valley City, Larson 

and his wife, JoAndrea, purchased First 

National Bank of Oakes in 1969 and a year 

later purchased First National Bank & trust 

Company in Ellendale. In 1989, the business 

expanded to Mandan and, four years later, to 

Bismarck. In 1995, the banks were merged 

into First Southwest Bank and additional 

branches were added in the Bismarck-

Mandan community. In 2003, the business’ 

name was changed to Starion Financial and 

in 2006, the bank expanded to Madison, Wis. 

In 2008, Starion Financial began serving the 

Fargo-Moorhead and West Fargo 

communities, businesses and state.” 

  Independent Community Banks of North 

Dakota would like to extend its sincere 

congratulations to Frank on receiving this 

prestigious award. 

 

About the Greater North Dakota Chamber 

The Greater North Dakota chamber is a 

business association that advocates for 

nearly, 1,100 North Dakota businesses of all 

sizes and industries. The organization 

champions laws and regulations to benefit 

businesses in an effort to make North Dakota 

the most business-friendly state in the 

country. 

  Founded in 1924 and originally named the 

Greater North Dakota Association, the 

chamber was created to attract tourists and 

settlers. As North Dakota’s population grew 

and business and industry flourished, the 

mission changed to create and advocate for 

an environment that helped businesses grow 

and expand. In 2004, the association 

changed its name to the Greater North 

Dakota Chamber of Commerce, but its 

mission to create the strongest business 

climate in the nation did not change. The 

organization continues to lead the way in 

business advocacy.  

communities and in 2011, Starion Financial 

purchased banks in Bottineau, Dunseith and 

Rolla.  

  Larson has served as Chairman of the 

Starion Financial Board of Directors since 

1989 and also serves as CEO of the Starion 

Bancorporation Board of Directors. He has 

received an honorary degree in philanthropy 

from the University of Mary and has also 

received the North Dakota Chamber’s 

Community Leadership Award in the city of 

Oakes. In 2011, the Larson family was 

honored with the Bismarck-Mandan Family 

Business of the Year Award from Prairie 

Family Business Association. 

  The Larsons have been major benefactors 

over the past several decades to projects 

ranging from hospitals and libraries to higher 

education buildings. They have also 

established community foundations in Oakes, 

Ellendale, Bismarck and Mandan to help 

support community advancement projects. 

  “Throughout his life and career, Frank has 

served as a strong example of dedication to 

the betterment of North Dakota and its 

business community,” says Andy Peterson, 

President & CEO of the Greater North 

Dakota Chamber. “He has truly made, and 

continues to make, a powerful impact on our 

Choice Financial Donates to American 

Red Cross 

  Choice Financial 

recently donated 

$5,000 to the 

Dakotas Region of 

the American Red 

Cross, in addition 

to donating 

volunteer hours to 

assist in filling 

shelter kits for the 

Spirit Lake Indian 

Reservation. The kits allow shelters to be put in place if the 

Red Cross is unable to assist immediately.  

  The Dakotas Region of the American Red Cross serves nearly 

900,000 people throughout North Dakota and 10 counties in 

Western Minnesota. The people of the Dakotas Region are 

served through 650 active volunteers.  

  “Choice Financial is proud to contribute to our local American 

Red Cross to fulfill a need for disaster relief and education.” 

said LeRoy Adams, Choice financial President and Red Cross 

Board of Directors member. “Our monetary contributions and 

volunteer hours are important to our community, as one never 

knows when they will need the services of the American Red 

Cross.” 

Starion Financial Supports Big 

Brothers Big Sisters 

  Starion Financial 

recently 

participated in the 

Big Brother Big 

Sister’s Bowl for 

Kids’ Sake 

Fundraising event. 

Employees bowled 

in the event and 

also raised money 

by making a “jeans 

day” donation for BBBS.  

  In addition, Jody Ridl, Starion Financial credit analyst, was 

among the top five individual contributors for the event, raising 

more than $600. 

  “I chose to get involved because too many young people are 

struggling at school and at home,” said Ridl. “This was a really 

fun way for us to fundraise for this great cause.” 

  “Big Brothers Big Sisters has a really important role in our 

communities and greatly improves the lives of our friends and 

neighbors,” said Craig Larson, Starion Financial CEO/

President. “We are proud to support their mission to connect 

young people with mentors who can positively impact their 

life.” 
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Developing Strategic Thinkers by Jeff Rendel, Certified Speaking Professional 

  The results are in and – to no 

one’s astonishment - strategic 

thinkers are respected as being 

among the most highly 

esteemed leaders.  After 

investigating numerous 

leadership skills (such as 

communication, credibility, 

people skills, and a focus on results), a 

strategic attitude to leadership was many 

times more important than other leadership 

activities.  Undoubtedly, strategic thinking 

and leadership is a differentiator.    

  Strategic thinking is not a detached process 

that happens once or twice each year at the 

All Managers Meeting or your strategic 

planning session.  Strategic thinking is a 

daily exercise where managers lean toward 

more than only what is required for the day; 

in its place, managers make choices today 

knowing full well the decision’s weight and 

effect on your bank and its stakeholders in 

six months, one year, and three years. 

  So, how can community banks develop 

strategic thinkers and leaders?  How can you 

foster predictable strategic thinking all the 

way through your bank?  Build some or all of 

the following practices into your leadership 

actions and systems at your bank. 

 Take your strategic vision and direction 

to the troops.  Once your board of 

directors and executive team establishes a 

set of strategic objectives, share these 

goals throughout your bank.  If one of 

 Commit yourself to being highly 

strategic.  In any community bank, many 

hats are worn and projects are juggled.  

It’s part of the entrepreneurial nature of 

your business.  As entrepreneurs, you’re 

also responsible for success.  Keep people 

focused on strategic objectives and the 

impact of their actions. 

  Strategic thinking is a frame of mind and a 

set of practices.  It asks you to ensure that 

your operational actions and high priority 

responsibilities are joined to your long-term 

vision and objectives.  It’s often the 

difference between the run-of-the-mill and 

extraordinary banking leader.  More 

important, it keeps your bank in the lead for 

your most important stakeholders – your 

colleagues, customers, communities, and 

owners. 

 
Jeff Rendel, Certified Speaking Professional, and 

President of Rising Above Enterprises works with 
financial services providers that want elite results 

in leadership, sales, and strategy.  Each year, he 

addresses and facilitates for more than 100 
institutions and their business partners. Contact 

Jeff at: 

jeff.rendel@RisingAboveEnterprises.com; 

www.RisingAboveEnterprises.com; or  

951.340.3770. 

 

your objectives states that your bank will 

deliver measurable, world-class service, 

your colleagues need to comprehend this 

wide-ranging approach in order to remain 

focused and integrate it into their 

connections with your customers and 

fellow professionals. 

 Expect and allow managers to set aside 

regular time aside for strategic thinking 

and innovation.  Provide external and 

strategic intelligence to your leaders that 

influence the business of your bank and 

customers.  Ask your managers to think 

beyond the day to day, discuss internal 

matters, and generate innovative solutions 

that produce long-term benefits for your 

bank.  Dedicate time for your managers – 

as a group – to deliberate what’s next and 

relevant for your bank, allowing them to 

develop products, services, and processes 

that contribute to your bank’s strategic 

success. 

 Build strategy into your training and 

development programs.  Sessions in 

your training room may be very tactical, 

but they are linked to strategic success.  

Explain to your teammates how day-to-

day activities help to increase revenue, 

best utilize resources, and deepen 

customer loyalty.  Describe how every 

role and action helps your bank’s strategic 

progress.  Demonstrate how every job 

contributes to strategy.  

mailto:jeff.rendel@RisingAboveEnterprises.com
http://www.RisingAboveEnterprises.com
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As Technology Propels the World Forward, Webinar Training Keeps 
You in the Know - Why Webinars Make Sense for Your Bank Training 

  More than any 

time in history, 

the business 

world is 

changing.  We 

live in a world 

where 

yesterday’s supercomputers are today’s 

smartphones, where complex filing systems 

fill networks instead of warehouses, where 

encyclopedic knowledge is a few keystrokes 

away.  

  It’s a brave new business world, where the 

need to maximize both budget and efficiency 

is at an all-time high.  Today’s world 

demands that we do more with less, 

especially in keeping employees not only up-

to-date, but ahead of changing regulations 

and technologies.  It’s a business world 

where, more than ever, webinar training just 

makes sense. 

What is a webinar? 

  A webinar is an online, virtual training 

session.  Attendees view presentations on 

their computer or tablet device and listen to 

audio via computer speakers or their tablet, 

smartphone, or telephone.  The interactive 

capabilities allow for communication 

convenience of webinar training also reduces 

the need for evening or early-morning 

training sessions that take staff away from 

home and family. 

Webinars hold long-term value. 

  Many webinars allow access to the program 

for a specific period of time after it has been 

presented. This allows your staff to review 

the information and access the handouts and 

tools as often as necessary. 

Webinars lower administrative planning, 

scheduling, and cost. 

  Registering for and communicating a 

scheduled webinar to your staff can cost 75% 

less than organizing and presenting a face-to-

face meeting.  When you weigh the benefits 

versus the costs, webinars are ideal for 

leveraging your time and resources to keep 

staff at the leading edge of today’s business 

world. 

The Independent Community Banks of North 

Dakota partners with the Community 

Bankers Webinar Network to offer more than 

130 webinars annually. For more 

information, please visit www.icbnd.com or 

call Wendy or Kyndra at 701-258-7121.  

between the presenter and the audience for 

questions, polling surveys, etc. 

  What are the benefits for your financial 

institution, training department, and staff? 

Webinars are cost effective and create 

economies of scale. 

  The cost of attending a webinar is much 

lower than in-person training.  Your staff can 

view the webinar together from one location 

for the cost of one registration fee, 

eliminating travel costs that can include gas, 

meals, hotel expenses, and overtime.  This 

can result in a very low per-person viewing 

cost, with the option to revisit the material in 

an on-demand form. 

Webinars increase productivity and 

convenience. 

  When you choose webinar training, your 

computer or mobile device is the conference 

room.  Participants can view the meeting 

from their desk without the travel or 

downtime that comes with attending a live 

meeting. Webinars are typically 60 to 90 

minutes, scheduled during normal work 

hours, making them the perfect fit for tight 

schedules.  The webinars take place in a 

comfortable, relaxed environment, with the 

materials needed close at hand.  The 

What is the “MAIN THING” in Community Banking? -Resurgent Performance, Inc. 

  What is the 

MAIN 

THING for 

community 

banks? Many 

bank CEOs 

and presidents 

believe that it 

is Loan 

Growth and 

will assuredly explain, “If we increase loan 

growth, then everything else will work out.” 

Others are under the assumption that revenue 

growth of all products is the key to success. 

Another crowd is less keen on growth, but 

narrowly focused on expense management. 

Then, of course, there are the bank leaders 

that are consumed with regulatory changes, 

almost to the exclusion of everything else. 

Regulatory compliance is important but 

shareholders want more. You must think 

about the unprecedented banking industry 

dynamics in play today: 

invested enough in training for the last 

decade and has not developed adequate 

numbers of younger bankers with fresh 

perspectives and skills. 

  Given all of this the “Main Thing” is … 

(Drum Roll Please) …. Constantly 

Improving and Adapting Your Bank’s 

Business and Delivery Model in order to 

dramatically enhance your share value in 

anticipation of the forthcoming industry 

consolidation. This requires looking 

strategically and tactically at your “P 

Words” from a truly different perspective: 

Processes, Policies, Products, Purpose, 

Potential, Politics, Problems, Possibilities, 

People. Bank executives; make your 

shareholders and customers happy – long-

term not just today. Think differently and 

innovatively about The Main Thing.  

 A slow growth economy is here to stay for 

awhile. 

 Consumers and businesses are looking at 

new ways to engage (or disengage) with 

their banks. 

 Traditional banking products will continue 

to produce thin margins for the 

foreseeable future. 

 The industry will shrink through 

consolidation out of sheer necessity to 

preserve share value. 

 Mobile and on-line banking are changing 

everything about how we do business. 

Mobile services will evolve faster than 

any other channel. 

 Waste in processes and resources will be 

more difficult to absorb in the New 

Banking Model that is evolving. 

 Talent Drain is already happening with 

experienced “baby boomers” retiring and 

with more aggressive banks hiring the 

“best of the best” away. All of this is 

coupled with an industry that has not 

http://www.icbnd.com/
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ICBND Welcomes New Bank 

Members 

  Independent Community Banks of North 

Dakota would like to welcome BNC National 

Bank and Dakota Community Bank & Trust 

as new association members.  

  Dakota Community Bank & Trust has 

offices in Bismarck, Bowman, Dickinson, 

Glen Ullin, Hebron, Lincoln, Mandan, New 

Leipzig, and Taylor.   

  BNC National Bank  has offices in 

Bismarck, Crosby, Garrison, Kenmare, 

Linton, Stanley, and Watford City.    

  American Bank Center and its 

employees are pleased to announce a 

$250-thousand dollar donation to the 

Mountrail County Health Center located 

in Stanley, ND. MCHC announced the 

Partnering for the Future Capital 

Campaign in which they hope to raise 

$6.25 million dollars. These funds will 

be used to finance the three construction 

phases for the Mountrail County Health 

Center Campus. 

  The first phase of the MCHC project 

will include construction of space to 

house CT Scanning, an Emergency 

Room expansion and an enclosed 

ambulance bay with a completion date in 

mid-March, 2014 at a cost of 1.25 

million dollars.  

  Phase two will consist of expanding 

and remodeling the clinic space at a cost 

of $2.95 million dollars with completion 

in the Winter 2014.  

  Phase three will consist of a new multi-

purpose activity center being added to 

Bethel Home along with remodeling 

their Dining and Dietary area at an 

estimated cost of $3 million dollars.  

  The “Partnering for the Future” capital 

campaign/expansion project came about 

following a recent “Community Health 

Needs Assessment” by the North Dakota 

Medicare Rural Hospital Flexibility 

Program. The results of that assessment 

demonstrated the immediate needs of the 

community and what residents were 

seeking from their local health care 

facility.  

  The Mountrail County Medical Center 

is under the governance, defined by its 

by-laws, of the Mountrail Bethel Home 

Corporation and Trinity Medical Center 

corporation in Minot, ND.  

  For additional information on the 

MCHC project, please go onto the 

Foundation’s website at 

www.mountrailcountyhealthfoundation.

org or by contacting Stephanie Everett, 

the Foundation Director at 701-628-

1405.  

  Dacotah Bank has received regulatory 

approval to establish a branch and offer 

banking services in Jamestown, ND. 

  Dan Vollmer, the bank’s regional president 

in Rolla, says the company has purchased 

land in the southern part of the city, “We 

have plans to build a new 8,000 square foot 

bank near the Walmart store south of I-94 

and west of U.S. Hwy 281. The plan allows 

for future expansion to about 12,000 square 

feet.” 

  The Jamestown bank will bring Dacotah 

Bank’s total number of locations to 35 across 

North Dakota, South Dakota, and Minnesota. 

Dacotah Bank will bring a number of 

convenient financial services to the market 

including free mobile banking, access to over 

100,000 free ATMs worldwide, online 

deposits services, credit cards for consumers 

and businesses, and access to increased 

lending limits for local agricultural producers 

and business operators, among other 

traditional banking and insurance services. 

  A ‘Dakota-grown’ company, Dacotah 

Bank’s home office and flagship bank is just 

200 miles south of Jamestown in Aberdeen, 

SD. While some of the company’s bank 

locations were established in the late 1800s 

and have been servicing local communities 

since, Dacotah Banks, Inc., the parent 

company and Dacotah Insurance, its 

insurance division, will both be marking 50 

year anniversaries in 2014.  

  Founded by Aberdeen business leaders with 

expertise in finance, agriculture, and 

insurance, the company has grown to become 

America’s 18th largest lender to agricultural 

producers. More than 500 men and women of 

Dacotah Bank today serve over 50,000 

clients with banking, insurance, mortgage, 

and trust and wealth management services in 

North Dakota, South Dakota, and Minnesota.  

Dacotah Bank Expands to 

Jamestown 

American Announces Donation 

to Stanley Health Care Facility 

ICBND Welcomes Kyndra 

Gagne as their New 

Administrative Assistant 

  ICBND would like to 

welcome Kyndra Gagne to 

their staff.  Kyndra recently 

moved to North Dakota with 

her husband Chris, who is a 

Deputy Sheriff in McLean 

County, from River Falls, 

WI.  They currently live in 

Washburn and are expecting their first child 

in August. Kyndra has past experience in 

administrative work, website and graphic 

design, and marketing. Kyndra is also a 

professional photographer and has her own 

photography business, Kyndra Lynne 

Photography (www.facebook.com/

kyndralynnephotography). She enjoys 

providing personalized photo shoots and 

artistically enhanced images to capture 

family’s milestones.  Kyndra is an avid 

readers and says there is nothing better than 

relaxing with a good book.    

From the CPA 

Profession - 

Education 

Material Available 

  The CPA profession has an abundance of 

materials available for your customers, and 

they’re available free of charge. CPAs can 

also be available to help present classes or 

roundtables for your customers. 

  For an idea of the materials available, see 

360financialliteracy.org.  To visit about 

creating a depositor workshop, call the CPA 

Society office at 701-775-7100 or email 

pr@ndcpas.org 

http://www.mountrailcountyhealthfoundation.org
http://www.mountrailcountyhealthfoundation.org
http://www.facebook.com/kyndralynnephotography
http://www.facebook.com/kyndralynnephotography
http://www.360financialliteracy.org
mailto:pr@ndcpas.org
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Q&A - Your ICB Purchasing Exchange by Lacey Kuhn, Sales Manager 

  Greetings from the Purchasing 

Exchange! For those who are 

not familiar with who we are or 

what services we provide, we 

are here to save you time and 

money.  I wanted to share a little 

information today in conjunction with some 

of our most commonly asked questions.   

  Q) Are you affiliated with the ICBND? 

  Yes, we are an affiliated enterprise of 

ICBND. Another perk of belonging to the 

association is you have access to using our 

services, and take advantage of discounts 

ranging from 20%-30% or more!  We sell 

only to our member banks and associate 

members.    

  Q) What items can we purchase through 

the Purchasing Exchange? 

  The easiest reply to this is that if you have it 

in your bank, or want it, we can more than 

likely get it for you at discounted rates.  A 

few of those items include: cash tickets, 

custom forms, statement paper, notices, 

envelopes, promotional items, apparel, 

calendars, fire files, imprinted cups and 

napkins, paper rolls, toner, currency supplies, 

larger items as well through local vendors, 

our Staples program, and we are also 

approved to sell custom items through 

Roughrider Industries. We also sell Fire King 

and Sentry Safe fire files at discounted rates.   

Q) Do you offer any shipping discounts? 
  Yes, we also have a partnership with Fed Ex 

where all of our members, and their 

employees, can take advantage of these group 

saving discounts. 

  Having worked for ICBND for over eight 

years, I have had the privilege of working 

with many amazing people, whom I know 

wear many hats within their banks and 

companies. Just keep in mind, we are here to 

save you time and money. Don’t hesitate to 

contact Jess at purchasing@icbnd.com or 

myself at laceyk@icbnd.com at any time or 

for more information call us at 800-568-

4199.  We look forward to working with you. 

office supplies and so much more!  

  Q) Do you have a catalog?  
  Although we have access to catalogs and  

websites we can share, we do not have our 

own exclusive catalog, as we price compare 

multiple vendors on all items taking into 

consideration not only the price per item, but 

also set up, art fee’s and shipping to ensure 

our customers are getting the best price 

possible.  

  Q) Do you sell office supplies?    
  Yes, we have a partnership with Staples 

which provides us on average a savings of 

40.3 %. Some of the additional features 

include:  over 300 “on contract” items which 

ensures us a lower price point, 2-day, free 

shipping on orders over $50, and an instant 

savings of $7.50 on orders over $200. Also, 

NEW this year, in addition to your bank/

company taking advantage of these 

discounts, your employee’s can also create 

individual accounts with this program.  

  Q) We are going through a remodel 

project; can you help with furniture 

items?  
  Yes, we are able to get discounts on your 

mailto:purchasing@icbnd.com
mailto:laceyk@icbnd.com
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  Just a friendly reminder that if your bank has been the victim of 

any type of fraud please email a completed Fraud Alert form 

(which is included with this newsletter) to info@icbnd.com with 

details so we may in turn alert our fellow community bankers 

around the state.  It seems that there are more counterfeit bills, 

checks, and suspicious activity including robberies in our state at 

an increasing rate these days.    

  Please stay safe and help us to keep all our North Dakota 

Community banks, customers and employees safe by getting us your information to pass 

on to our members.  

scam targeting taxpayers, noting that the 

scam has hit taxpayers in nearly every State 

in the country.  Callers claiming to be from 

the IRS tell intended victims they owe taxes 

and must pay using a pre-paid debit card or 

wire transfer.  The scammers threaten those 

who refuse to pay with arrest, deportation or 

loss of a business or driver’s license. 

The truth is the IRS usually first contacts 

people by mail – not by phone – about unpaid 

taxes.  And the IRS won’t ask for payment 

using a pre-paid debit card or wire 

transfer.  The IRS also won’t ask for a credit 

card number over the phone. 

“If someone unexpectedly calls claiming to 

be from the IRS and uses threatening 

language if you don’t pay immediately, that 

is a sign that it really isn’t the IRS calling,” 

he said. 

The callers who commit this fraud often: 

 Use common names and fake IRS badge 

numbers. 

 Know the last four digits of the victim's 

Social Security Number. 

 Make caller ID information appear as if 

the IRS is calling. 

 Send bogus IRS e-mails to support their 

scam. 

 Call a second time claiming to be the 

policy or department of motor vehicles, and 

the caller ID again supports their claim. 

If you get a call from someone claiming to 

be with the IRS asking for a payment, here’s 

what to do: 

 If you owe federal taxes, or think you 

may owe taxes, hang up and call the IRS at 

800-829-1040.  IRS workers can help you 

with your payment questions. 

 If you don't owe taxes, call and report 

the incident to TIGTA at 800-366-4484. 

You can also file a complaint with the 

Federal Trade Commission at 

www.FTC.gov.  Add "IRS Telephone Scam" 

Continued from page 13... 

to the comments in your complaint.   

TIGTA and the IRS encourage taxpayers to be 

alert for phone and e-mail scams that use the 

IRS name.  The IRS will never request personal 

or financial information by e-mail, texting or 

any social media.  You should forward scam e-

mails to phishing@irs.gov.  Don’t open any 

attachments or click on any links in those e-

mails.  

Taxpayers should be aware that there are other 

unrelated scams (such as a lottery sweepstakes 

winner) and solicitations (such as debt relief) 

that fraudulently claim to be from the IRS. 

Read more about tax scams on the genuine IRS 

website at www.irs.gov.  

mailto:info@icbnd.com
http://www.FTC.gov
mailto:phishing@irs.gov
http://www.irs.gov
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CLASSIFIEDS 

Business Banking Officer 

  American Bank Center is seeking candidates for a Business Banking Officer at our Devils Lake location. This position is responsible for 

developing and maintaining relationships with business-based customers. Our Business Banking Officers solicit and originate quality loans, 

deposits, and special products and services with customers. This position requires a bachelor’s degree in management, finance, business 

administration or a related field. Minimum of five years related experience preferred, or an acceptable combination of education and experience. 

American Bank Center offers a competitive compensation and benefit package.  

  To apply, complete the application form found on our website, www.weareamerican.com and sent to: American Bank Center, Attn: Human 

Resources, PO Box 2197, Bismarck ND 58502.  

   

Equal Employment Opportunity Employer       Member FDIC 

Business Banker 

  Cornerstone Bank is looking for a Business Banker to join our professional team at our Fargo branch location.  This candidate is primarily 

responsible for building and maintaining profitable business banking relationships, presenting and selling all bank products and services, 

responding to customer inquires and/or requests, and assist customers in analyzing their financial needs. Will participate in cross selling of 

additional products to existing customers and to refer customers to other departments of the bank. This position will be responsible for generating 

commercial loans and deposits with-in guidelines set by bank policy and growth targets, while complying with all appropriate legal and regulatory 

requirements. A college degree and five to eight years previous business banking experience required. Experience working with SBA and other 

government programs preferred. Excellent communication skills, both verbal and written are needed. We offer competitive salaries, first rate 

benefits and career development opportunities within an exciting growing company. 

  To join a community bank and rewarding work environment, interested applicants please apply online at www.cornerstonebanks.net 
 

Equal Employment Opportunity Employer         Member FDIC 

Business Banking Officer 

  Starion Financial has a full-time Business Banking Officer (Commercial Lender) position at our Fargo bank. Responsibilities include developing 

and managing commercial banking relationships and generating client prospects through active sales call efforts and community involvement. 

Qualified applicants will have a bachelor’s degree and possess strong financial analysis, customer service and sales skills. Preferred candidates will 

have a minimum of 5 years of commercial lending experience and a working knowledge of documentation, compliance and regulatory standards. 

Familiarity with SBA loan programs is a plus, along with proficiency using Microsoft Excel. Successful candidates will portray a professional 

image in the community, possess a high level of integrity, and desire to be part of a team environment. We offer a competitive salary and incentive 

plan along with a comprehensive employee benefit package.  

  Apply on-line at www.starionfinancial.com 

 

Equal Employment Opportunity Employer         Member FDIC 

Internal Auditor 
  Starion Financial has an opening for an Internal Auditor. This position is accountable for completing internal audits per the annual audit schedule 

to include evaluation of internal controls effectiveness, accuracy of financial records, efficiency of operations, and compliance with laws, 

government regulations, and management policies and procedures, prepares reports and provides recommendations for corrective actions. Position 

requirements include: a bachelor’s degree in business administration, finance, or accounting; detail oriented with proven skills in organization and 

time management, communication, project management, and report writing. One to three years of internal auditing experience in a financial 

institution is preferred. Experience with Excel, Word, PowerPoint and Outlook is preferred.  

  Complete position details on these great opportunities can be found on our Careers tab at www.starionfinancial.com 
 

Equal Employment Opportunity Employer         Member FDIC 

Vice President Commercial Lending 

  First National Bank & Trust Co. of Williston is seeking a highly motivated individual to join our expanding team in the Commercial Lending 

Department. This is an excellent opportunity for an individual looking for a leadership role and the opportunity to expand their career with a 

growing independent community bank. Candidate should have five or more years of commercial lending experience with a Bachelor’s Degree in 

Business or Finance. SBA, USDA and other business loan program experience preferred.  

  To apply, please send a cover letter and resume including references to Chris Jundt at First National Bank & Trust Company, PO Box 1827, 

Williston, ND, 58802-1827 or email to cjundt@fnbt.us.  

 

Equal Employment Opportunity Employer         Member FDIC 

http://www.weareamerican.com
http://www.cornerstonebanks.net
http://www.starionfinancial.com
http://www.starionfinancial.com
http://www.starionfinancial.com
http://www.starionfinancial.com
mailto:cjundt@fnbt.us


COMING EVENTS: 

TELEPHONE/WEBCAST SEMINARS: 

Apr 2: Completing Flood Insurance Forms Line-by-Line: 

 Including New Biggert-Waters Changes Effective June 

 1, 2014 

Apr 3: ACH Specialist Series: ACH Rules Update 2014 

Apr 9: Managing Loan Risk Using FICO Score Monitoring & 

 Credit Mitigation Models 

Apr 10: Basic Commercial Loan Underwriting: Analysis, 

 Qualifying Applicants & Decision Making 

Apr 15: Responding to Official Demands for Customer Funds: 

 Subpoenas, Garnishments, Summonses, Levies 

Apr 17: Risk Management Series: Mobile Device Risks & 

 Compliance Rules: Managing Your Bank’s BYOD & 

 COPE Policies 

Apr 22: Ability to Repay—Are You in Compliance with the 

 New CFPB Rules? 

Apr 23: CRA Compliance Update: Including Final Revisions 

 to Interagency Q&As 

Apr 24: Interpreting Economic Indicators in Agricultural 

 Loan Portfolio management 

Apr 29: Risks & Precautions for Endorsements & Other 

 Negotiable Instruments 

Apr 30: Patch Management—The Art & Science of Keeping 

 Software Current  

May 6: Appraisals & Evaluations for Consumer Real Estate 

 Lending: Interagency Guidance, Regulator Issues & 

 FAQs 

May 8: Introduction to SBA Lending 

May 13: Director Series: 10 Commandments for Dealing with 

 Regulators 

May 14: How to Avoid Lender Liability Claims: Compliance, 

 Regulatory Issues & Best Practices 

May 15: Auditing Your Loan Portfolio: Consumer, 

 Commercial & Real Estate 

May 20: Risk Management Series: Regulator Issues in Interest 

 Rate Risk: Current Trends, Shock Analysis & Best 

 Practices 

May 21: Implementing the New ACH Security Framework 

 Requirements 
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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 Kyndra Gagne or Wendy Ruud at 701-258-7121. 

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 

President 

johnb@icbnd.com 

 

Wendy Ruud 

Vice President 

Community Banker Editor 

wendyr@icbnd.com 

2013-2014 ICBND 

Executive Committee 

Chairman 

Robert Larson, North Country 

Bank, McClusky 

blarson@northcountrybanknd.com 

701-363-2265 
 

Chairman Elect 

Tim Porter, Bank of North 

Dakota, Bismarck 

tcporter@nd.gov 

701-328-5650 
 

Vice Chairman 

David Ludwig, Security First 

Bank of North Dakota, Bismarck 

davidl@securityfirstbank.com 

701-222-4444 
 

Immediate Past Chairman 

Brenda Foster, First Western 

Bank & Trust, Minot 

brenda@fwbt.com 

701-852-3711 

Kyndra Gagne 

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 22: Reporting Your Customers’ Credit: Understanding the 

 Increasing Regulatory Requirements 

May 28: Business Accounts: Who is Authorized to Open, Close, 

 Transact? 

May 29: IT Audit for Community Banks 

LIVE SEMINARS: 

Apr 11: Basic Personal & Business Tax Return Analysis, ICBND 

 Training Room, Bismarck 

Apr 16:  ACH Rules, BW Kelly Inn, Fargo 

Apr 21:  Spring Frontline, Seven Seas, Mandan 

Apr 22:   Spring Frontline, Grand Hotel, Minot 

Apr 23:   Spring Frontline, Univ. of  North Dakota, Grand Forks 

Apr 23:   Spring Frontline, Dickinson State Univ., Dickinson 

Apr 23:   Spring Frontline, Williston State College, Williston 

Apr 24:   Spring Frontline, Gladstone Inn, Jamestown 

May 8:    Advanced Personal & Business Tax Return Analysis, ICBND 

 Training Room, Bismarck 

May 9:    Emerging Leaders Development Group Spring Session, BND, 

 Bismarck 

May 13: Enterprise Risk Management Focus Group, Location TBA 

Jun 5: Key Ratio Analysis: Calculating the Numbers Correctly, 

 ICBND Training Room, Bismarck 

Jun 23-27:  School of Agricultural Lending, Bismarck State College 

mailto:johnb@icbnd.com
mailto:wendyr@icbnd.com
mailto:blarson@northcountrybanknd.com
mailto:tcporter@nd.gov
mailto:david@securityfirstbank.com
mailto:brenda@fwbt.com
mailto:info@icbnd.com
mailto:marilouv@icbnd.com
mailto:angiet@icbnd.com
mailto:cardservices@icbnd.com
mailto:laceyk@icbnd.com
mailto:purchasing@icbnd.com

