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Banking advocate retires after 53 years in
'“d“"’,oooooo.

Dave R. Johnson will retire Nov. 1 from his position as executive director of the
Wyoming Bankers Association, a position he has held for 18 years.

By Becky Orr

Wyoming Tribune Eagle

borr@wyomingnews.com

CHEYENNE - Dave R. Johnson has developed rules to live by when it comes to the
banking industry.

“Treat others as you’d like to be treated,” he said.

Realize that “the money you loan is other people’s money.”

And understand that “you have a fiduciary responsibility to collect the money you loan,”
he said.

Johnson will mark 53 years in financial services when he retires Nov. 1 as executive
director of the Wyoming Bankers Association.

The organization is the trade association for Wyoming banks. “Our primary mission is
advocacy at the state and national levels,” he said.

The association also provides continuing education for members, as well as develops and monitors state and federal legislative
agendas.

Johnson has been its executive director for 18 years.

“He was successful in leading us through some legislative issues and keeping us on good, firm financial standing through his
leadership and guidance,” said Leonard Nack, president of First State Bank in Newcastle and president of the Wyoming Bankers
Association. “He just did a great job for us.”

The association will search for a new leader.

“(Johnson) set the bar high enough we will need a very capable person to replace him,” Nack said.

Born in Nebraska, Johnson started his career as a trainee at Omaha National Bank in Omaha, Neb. When he left 14 years later, he
was executive vice president in charge of all lending at the bank.

After that, he became president and part owner of a community bank in Grand Island, Neb.

In 1978, he came to Cheyenne and became president and chief executive operator of the First Wyoming Bank Corp. He later was
promoted to chairman of the board, along with his other duties.

The bank sold in 1988 to Key Corp. and merged as Key Bank. It eventually sold to Bank of the West.

First Wyoming Bank Corp. had 13 banks when he took the job. His goal was to have a professionally managed bank in every
county. When it sold to Key Corp., First Wyoming had 29 banks in all but two of the state’s 23 counties. It was the largest
depository in Wyoming.

During that time, he worked with the Legislature to enact multi-bank holding company legislation and branch banking.

He said he is proud of Wyoming bankers. “We have a good core of community bankers who went through the bad times of the
1980s and remember the hard economic lessons,” he said.

“We’re doing very, very well,” he said of banks in Wyoming, compared to other banks in the nation. “Our banks are more than
adequately capitalized and are certainly liquid.”

Increasing federal regulations put tremendous burdens on the banking industry, he said.

“It’s so changed that all of my mentors are probably rolling in their graves and holding their heads in disbelief and disgust at the
regulatory burdens that are now placed on the industry and the future regulations looming just ahead of us,” he said.

A number of federally chartered banks in Wyoming have switched to become state-chartered banks, which have a more common-
sense approach, he said.

When he came to Wyoming, he said the banking business was very straightforward. Today, the process involves several steps.
“Computers have made the clerical parts more efficient, but the loan approval part has lots of challenges,” he said.

He and his late wife, Mary, have four daughters and eight grandchildren.




News Briefs From Washington

Only 23 Percent of Farm Bill
Directly Supports Ag Production

Federal farm policy has direct and indirect
consequences for Nebraska’s economy, in both rural
and urban areas. Because of the soaring U.S. debt,
some in the media and on Capitol Hill have called for
large cuts to the farm bill, which is set to expire next
year. Critics say the U.S. cannot afford to financially
support farmers at a time of record-high commodity
prices. But according to an analysis by the non-
partisan Congressional Research Service (CRS), most
farm bill dollars are not going to ag producers. The
farm bill’s price-support programs, which are
comprised of marketing loans and counter-cyclical
payments, are utilized only in times of low
commodity prices; they have cost taxpayers relatively
little in recent years. Of the estimated $284 billion in
total outlays to fund the 2008 farm bill over five
years, CRS estimated that 67 percent of the cost
would be spent on the farm bill’s nutrition title,
which expands eligibility for food stamps and
increases benefits for the Supplemental Nutrition
Assistance Program. Only 15 percent of the farm
bill’s cost was anticipated to be used for commodity
programs, another 8 percent was for crop insurance,
and 9 percent was for mandatory conservation
programs. In terms of dollar amounts, about $189
billion was expected to be spent for food stamps and
certain other nutrition assistance programs, $42
billion for commodity price-supports, $24 billion for
conservation, and $22 billion for crop insurance,
according to CRS. Read the full CRS report at

www.nationalaglawcenter.org/assets/crs/R41195. pdf.
House Passes CFPB Reform

The House has passed an NBA- and ABA-supported
bill that would increase the Consumer Financial
Protection Bureau’s accountability by, among other
things, replacing the director with a commission and
enabling the Financial Services Oversight Council,

composed of the nation’s top regulators, to overrule a

CFPB rule with a simple majority vote.

Government Crowds Out Private Sector

“With new technology like the ‘cloud’ and ‘smart
phones,’ the U.S. economy has the potential to do
much better,” stated First Trust economists Brian
Wesbury and Robert Stein in the July 11 Monday
Morning Outlook. “The reason it isn’t doing better is
quite simple—excessive government spending,
Federal spending in 2000 was about 18 percent of
GDP. Today it is close to 24 percent. This means
that 6 percent of private sector GDP has been
‘crowded out.” It’s simple: a bigger government = a
smaller private sector = slower job growth,” they said.
Read the July 11 Monday Morning Outlook at
www.ftportfolios.co ] ar mi

arch.aspx.

Most Voters Favor Free Market Economy

Voters strongly support a free market economy over
one controlled by the government and think small
businesses are hurt more than big businesses when
the government gets involved. A Rasmussen Reports
national telephone survey found that 72 percent of
likely U.S. voters believe a free market economy is
better than an economy managed by the government.
Just 14 percent think a government-managed
economy is better. The majority (56 percent) of
voters think increased competition rather than
increased government regulation is the best way to
hold big business accountable. Read more at
www.rasmussenreports.com/public_content/politics/g
eneral politics/july 2011/72 favor free market eco
nomy over one managed by the government.

Deceptive Mortgage Ads Banned

The Federal Trade Commission issued a final rule
banning deceptive mortgage advertising. The FTC’s
jurisdiction does not extend to banks or S&Ls, but
does extend to bank-affiliated mortgage lenders,
brokers, and servicers. Read more at

W, 1 r -
finalrule.pdf.

News Sources: American Bankers Association, Nebraska Chamber of Commerce, and Rasmussen Reports




News Briefs From Washington

Industry Earned $28.8
Billion in Second Quarter

Banks and savings institutions earned $28.8 billion
in the first quarter, $7.9 billion more than the
industry’s $20.9 billion profit a year ago, the FDIC
said. The number of banks on the problem list also
fell for the first time sine the third quarter of 2006;
the Deposit Insurance Fund balance was positive
for the first time in two years; and loan portfolios
grew for the first time in three years. Read the press
release and FDIC Quarterly Banking Profile at

www fdic.gov/news/news/press/2011/pr11141.html

CBO Cuts Deficit Projections

The U.S. budget deficit is projected to be $1.28
trillion at the end of this fiscal year, down from

the $1.4 trillion forecast in April because of federal
spending cuts, the nonpartisan Congressional
Budget Office (CBO) said in its semiannual report
released this week. CBO also projected the fiscal
year 2012 deficit would be $973 billion rather than
the $1.1 trillion forecast in April.

In addition, CBO is projecting real GDP to

increase by 2.3 percent this year and by 2.7 percent
next year. “Under current law, federal tax and
spending policies will impose substantial restraint
on the economy in 2013, so CBO projects that
economic growth will slow that year before
picking up again, averaging 3.6 percent per year
from 2013 through 2016,” the report stated.

CBO also predicts an 8.9 percent unemployment
rate in this year’s fourth quarter and that
unemployment will remain above 8 percent until
2014. Read the complete CBO report at
www.cbo.gov/doc.cfm?index=12316

Most Lawmakers Lack Economic Education

About 78 percent of members of Congress lack an
academic background in business or economics,
according to research released this week by the
Employment Policies Institute, a fiscally conservative
nonprofit think tank. Only 13.7 percent majored in
business or accounting, and 8.4 percent have an
economics degree.

The report noted that in both the jobs and debt debates,
many competing claims were raised about how certain
legislation would affect the economy. “How many
members of Congress have an academic background that
provided them with a basic understanding of how the
economy works? The answer, it turns out, is not many,”
the report said. About 55.5 percent majored in either
government or the humanities, with about 11.5 percent
majoring in science or technology-related fields. “This
research suggests that our elected representatives may
want to dust off their Econ 101 textbook [if they have
one] before trying to tackle weighty questions about the
impact of taxes, spending, and debt on our economy
and the labor market,” the report said. Download the
think tank’s report atwww.defeatthedebt.com/wp-
content/uploads/2011/08/Congress Brief Econ101.pdf

Administration Releases Reg Reduction
Plans, Banking Industry Not Addressed

The Obama administration has released final plans to
eliminate 500 regulatory requirements across two dozen
federal agencies. The plans were in response to the
President’s Jan. 18 executive order requiring govern-
ment agencies run by cabinet secretaries—which does
NOT include bank regulators—to review all federal
regulations to ensure they aren’t hampering business
efforts to grow and create jobs. Read more at
www.whitehouse.gov/blog/2011/08/23/final-regulatory-
reform-plans-will-savemoney-reduce-waste

News Source: American Bankers Association

“It will not be a straight road to recovery ard the daily grind of economic statistics will
darken our mood, but there is good rason to be hopefuifor the future.”
—Jim Chessen, ABA Chief Economist




News Briefs From Washington

Keating Quotes Nebraska Banker
on CNBC Regarding Over-Regulation

A regulatory bear hug around banks that want to
lend and the soft economy are creating a tough
lending environment, ABA President and CEO Frank
Keating said this week in a CNBC interview. Keating,
who was asked about the safety of bank deposits and
banks’ appeal to investors, reassured viewers that
banks are healthy but said that over-regulation poses
a threat to their growth.

“I was in Nebraska last week and one of the.. . .
bankers said, ‘It’s amazing to us. For the first time
ever we have 1.2 employees handling compliance
versus one employee actually doing lending and
bringing in business.” Imagine that if you had a
manufacturing company and over half of your
workers were OSHA compliance officers. You’d be
out of business pretty soon,” Keating said. Watch
Keating’s interview (third segment) on CNBC at

http://video.cnbc.com/gallery/?video=3000039412.

PCAOB Considers Mandatory Auditor
Rotation to Ensure Fresh Look

The Public Company Accounting Oversight Board
(PCAOB) this week issued a concept release to solicit
public comment on ways to enhance auditor
independence, objectivity, and professional
skepticism, including through the mandatory
rotation of audit firms. Mandatory audit firm
rotation would limit the number of consecutive years
a registered public accounting firm could serve as the
auditor of a public company. Rotation proponents
“believe setting a limit on the continuous stream of
audit fees that an auditor may receive from one client
would free the auditor . . . from the effects of
management pressure, and offer an opportunity for a
fresh look at the company’s financial reporting,” the
release said. Read the PCAOB concept release at

http://pcaobus.org/Rules/Rulemaking/Docket037/Rele
ase 2011-006.pdf.

ABA: Industry & Deposit Insurance
Fund Recovering Faster Than Expected

An ABA white paper shows that despite some
headwinds the industry’s recovery is well underway
and the recapitalization of the Deposit Insurance
Fund (DIF) is ahead of schedule. Industry averages
for all three regulatory capital ratios have risen to
historically high levels, and 85 percent of banks were
profitable in 2011’s first quarter, up from 65 percent
in 2009’s fourth quarter. On Tuesday, the FDIC is
expected to report that the Deposit Insurance Fund
achieved a positive balance in the second quarter—
six quarters ahead of the forecast the agency used to
set higher assessment rates. The paper notes that the
higher assessment rates along with lower-than-
projected bank failure costs are the key contributors
to DIF’s early comeback. Read the white paper at
www.aba.com/aba/documents/news/IndustryTrendsP

aper81511.pdf.

Banks Ease Lending Standards
& Terms During Second Quarter

Banks continued to ease lending standards and terms
during the second quarter on all types of loans, with
the exception of those secured by real estate,
according to the Federal Reserve’s July survey of
senior loan officers. The demand for commercial
and industrial loans and for commercial mortgages
increased, while residential-mortgage demand was
“slightly weaker,” the Fed said. About 20 percent of
the 55 domestic banks surveyed said they had eased
standards on commercial and industrial loans for
large and middle-market firms. Ten percent reported
an easing of loan terms for smaller firms. The Fed
added that demand for commercial and industrial
loans was up modestly at larger businesses. But on
average there was “close to zero” increase in demand
from smaller firms, the agency said. Read more at
www.federalreserve.gov/boarddocs/SnLoanSurvey/20
1108/default.htm.

News Source: American Bankers Association




OFFICE COFFEE TRIAL OFFER
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Here’s how lo get your refund:

1. Complete certificate.

2. Mail with proof(s) of purchase for full cases of product only. Only
coples of supplier involce(s) or velocity report(s) are acceptable
proof(s) of purchase. Product(s) must be clearly described on the
proof(s) of purchase and identified by circling.

3. Offer good on purchases between 6/15/11 and 10/31/11.

4. SUBMISSIONS MUST BE POSTMARKED BY 12/31/11 and received
by 1/7/12.

5. This offer may only be redeemed by end users/offices.

6. PURCHASE A MINIMUM OF 3 CASES OF QUALIFIED PRODUCT
DURING THE QUALIFYING PERIOD TO RECEIVE A REFUND BY
MAIL, UP TO A MAXIMUM OF $200.

7. All fields must be completed or request will not be accepted.

8. Mail completed certificate and proofi(s) of purchase to:

Folgers OCS Trial Offer Rebate
P.O. Box 8500, Dept. #10607
Calais, ME 04619-8500
9. If you have questlons or comments regarding this offer, call 1-877-363- 5772

hmall your refund dnrectly to "
i r receipt. All the informat

CLICK: business.officedepot.com

BUSINESS SOLUTIONS DIVISION CALL: 888.2.0FFICE
COME BY: Visit a store near you!



Folgers® Coffee Official Refund Certificate
Products Eligible for Offer:

O lem Code  Product Descriplion Packaging Type Size. Case Counl = Cases Purchased®  Price Paid Per Case:
509-994 Folgers Classic Roast® :irnag(;g-(l)’roitl;aecrl\:ings 0.9 oz 36
510-066 Folgers® Classic Decaf :ir:g(iii-‘l)’:tzcrl\:ings 0.9 oz 36
546-687 Folgers Classic Roast® Filter Pack 0.9 oz 40 |
| 548-523 Folgers® Classic Decaf | Filter Pack 0.9 oz 40 i_ :|
: ©239-312 Folgers Classic Roast® | Vacket 1.05 oz 42 Bh i
: J 115-848 Folgers® Classic Decaf | Vacket 0.9 oz 42 '

$

‘Refund based.'(lm the Ioi(veéf pricé cases i)lurchased (@ minirﬁum of 3 _cases're_quirc’ed) to a maximum of $2b0

Offer good only in the United States, and is not good in conjunction with any other Folgers Coffee refund or offer, including but not limited
to comparable/identical offers that are offered on the internet. Reproductions, sale, trade or purchase of a certificate or proof of purchase is
prohibited. Proof(s) of purchase must be provided. The Folgers Coffee Company reserves the right to refuse any or all payments if violations
of refund offer requirements occur. Offer rights may not be assigned or transferred. Cash redemption of 1/200¢.

Offer valid only on purchases of the Folgers® Coffee listed in this rebate form made between 6/15/11 and 10/31/11. Request must be postmarked
by 12/31/11. Not responsible for lost, late, misdirected, postage due or undeliverable mail. lllegible or incomplete requests will not be
honored. Folgers dealers, distributors and their employees are ineligible. Void where prohibited, licensed, restricted or taxed by law. Offer
only valid for purchases made in the USA. Not valid on clearance items. This offer is not available to TCPN, and National IPA and government
contract customers.

Please mail my reiund 210607 to:

Office Name

Office Contact Name

Office Contact Signature

By signing this document, | represent that all information provided is true and accurate. 1 further represent that
I have not ordered the product(s) in the past for which | am requesting redemption.

Street Address
Cil
y Convefnient,
State/Zi mess-free
P coffee-in-filter
(Area Code) Telephone Number system
Email Address
: PRESSLY I'X : Industry
OFEER EXPRESSLY EXCLUDUES: standard,

1. Purchases made by non-business users.
2. Purchases under Folgers Coffce contract programs.

Fremeasured
! fraction pack

3. Purchases by Convenience Store Customers. (Contact 1-877-MYEOFGERS Tor spedific C-Store programs.)
. Payment o third-party agents.
. Payment tor faxes, fees, orany amount other than purchase price of eligible cases shown on invoice.

|}

1-877-MYFOLGERS
Visit www.folgersofficecoffee.com

CLICK: busincss.officedepot.com

g e o " CALL: 888.2.0FFICE
e 5 COME BY: Visit a store near you!

and logo are



WBA Joins Regulatory Feedback Initiative

The regulatory environment is one of the biggest challenges your bank faces today. Bank regulators have
tremendous power, with few checks and balances, and the confidential nature of bank exams makes it hard to hold
anyone accountable. That's why the WBA is joining with bankers associations across the country through the
Alliance of Bankers Associations to create the Regulatory Feedback initiative. This initiative will bring transparency
and accountability to the regulatory process and will help every bank in the country better prepare for
examinations and manage regulatory risk.

The initiative consists of a brief, anonymous online survey that the WBA is asking every bank to take immediately
following each examination. This will allow the Alliance to track

regulatory practices from state to state and from regulator to The WBA is asking each bank to
regulator. Identifying inconsistencies and misguided regulatory complete one survey for your most
treatment has never been more important given the avalanche of new recent safety and soundness exam and
regulations required by Dodd-Frank. one survey for your most recent

compliance exam by Aug. 31, regardless

The online survey is administered by Allegiance Inc., and independent of when your exams occurred.
third party with a track record in collecting anonymous feedback from
bank customers and employees. The survey is completely anonymous;
because the data is only available in aggregate form, in no way can it be tracked back to your institution.

)/

N

The resulting database of examination experiences will be a powerful resource for the entire industry. Through the
initiative, the NBA will be able to prepare custom “Exam Preparation Reports” for individual banks that will include
a summary of all the reports filed by similarly situated banks (i.e. asset size, primary regulator, region, etc.).

The database also will be a powerful tool in identifying
regulatory problems as they happen so we can work with the
various regulatory agencies to make necessary changes in the

Visit the Alliance of Bankers Associations website at
www.allbankers.org to read more about the

initiative, watch a video, and download copies of the . )
examination process. Each regulatory agency has reviewed the

surveys and is interested in the information it will provide.

survey before completing it online.

As the WBA and Alliance launch this initiative, we are asking you to complete one survey for your most recent
safety and soundness examination and one survey for your most recent compliance exam by August 31, regardless
of when your exams occurred. This will populate the database. Then, beginning Sept. 1, you can request a
customized “Exam Preparation Report” to see what other banks in your peer group have been experiencing.

Visit the Alliance of Bankers Associations website at www.allbankers.org to read more about the initiative, watch an
introductory video, and download copies of the survey prior to completing it online. This is a long term initiative
that will become a vital part of the NBA’s efforts to improve the regulatory environment for our member banks. We
hope you will integrate this survey into the regulatory process at your bank.

If you have any questions regarding the Regulatory Feedback Initiative, contact David R. Johnson at the WBA at
307-638-5008 or dave@wyomingbankers.com . Thank you for your time and attention to this very important
matter.



FOR IMMEDIATE RELEASE
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ABA Media Contact: John Hall
(202) 663-5473

E-mail: jhall@aba.com
Follow us on Twitter: @ABABankingNews

ABA NAMES NEW EVP FOR COMMUNICATIONS

WASHINGTON — The American Bankers Association has named Stephanie Mathews O’Keefe as executive vice
president for communications. As leader of its Communications Group, she will be responsible for the association’s public
relations, member communications and brand marketing departments as well as its two community outreach foundations.
Her first day will be Sept. 6.

“We're fortunate to have Stephanie join us at such a critical time for the banking industry,” said ABA President and CEO
Frank Keating. “She brings to ABA valuable experience in the public and private sectors as well as expertise in
international trade, housing, and corporate social responsibility.”

O’Keefe comes to ABA from The Podesta Group, where she served as principal and business development director. Her
previous career experience includes managing all communications for the Export-Import Bank of the United States,
leading external affairs for the national non-profit community development organization Local Initiatives Support Corp. and
working as an investment banker in public finance at Credit Suisse First Boston. She served as the West Virginia state
director of the 1996 Clinton-Gore campaign and the Governor's Task Force on Children, Youth and Families.

A native of West Virginia, O’Keefe has an economics degree from Harvard and Radcliffe College and a Master of Public
Administration from the John F. Kennedy School of Government at Harvard University.

O’Keefe succeeds Ginny Dean, who is retiring after leading ABA's Communications Group for more than 20 years.

The American Bankers Association represents banks of all sizes and charters and is the voice for the nation’s $13 trillion
banking industry and its two million employees. Learn more at aba.com.

Protect your bank with Bancinsure’s Property and Casualty products.

Your community bank is a highly specialized operation, you should partner with
a highly specialized insurance provider. Developed by bankers, for bankers,
Bancinsure is the only independent full-line insurance provider specific to banks

We were made for times like these. ®

You deserve more than a provider, you deserve a partner. Contact Tempt Ruth
to find out how to protect your bank with Bancinsure’s Property and Casualty
insurance products designed specifically for financial institutions

_—\ Ll
BANCINSURE®

800.541.5126 | tempi@bancserve.com | Bancinsure.com




Think you know Deluxe?

Check again.

Click here to learn more.

CORP

As a Deluxe partner with the Wyoming Bankers Association it is our goal to provide you

with information and opportunities that add value for your bank and customers.

Coming in September we have several FREE webinars depending on your interest. Feel free to join
one or all. See what other banks are doing to grow revenue and retain loyal customers.

Please join this timely FREE webinar brought to you by Deluxe.
Webseminar: Tuesday, September 13, 2011 @ 1pm CDT

BUDGET 2012: METRICS, MARKETING AND MONEY

Before you put the finishing touches on your 2012 budget, you'll want to make certain your
performance metrics, marketing programs, and marketing budget will be working together toward
measurable top-line growth. If you skip this due-diligence step, your institution might waste money
and miss profitable opportunities in the year ahead. Please follow the link to register for this exciting
webseminar. www.deluxe.com/register

Subject: A new twist on mystery shopping yields insight into customer satisfaction.

Learn more about Deluxe’s Voice of Customer in-branch evaluation solution. This customer-based, in-branch
evaluation process is powered by Customer Services Profiles. As your customers visit your branches, they gather
comprehensive customer satisfaction, loyalty and advocacy metrics you select specifically for your financial
institution.

Click the link below to pre-register for the following session:

Monday - September 26, 2011 - 1:00 pm Central Time:
https://deluxe.webex.com/deluxe/onstage/g.php?t=a8&d=668533191

Conference Line 1-866-222-7056, Participant Code 7906673

If you would like to know about more webinars by Deluxe please let Joyce Short know.

_ Joyce.short@deluxe.com Thanks!




Extreme Makeover: Domain Name Edition
Erik Osterkamp, CISSP, CISA, CRISC
Secure Banking Solutions

We all know and immediately recognize common generic top-level domain (gTLD) suffixes, like .com, .net,
.org, .gov, and .edu. On June 20, 2011, Internet Corporation for Assigned Names and Numbers (ICANN) voted
to end most restrictions on gTLD suffixes, opening the gates to a virtually endless number of new domain
suffixes in any language. Think .coke, .nike, .google, .apple, and on.

Applications for the first round of new gTLDs will be accepted from January 12, to April, 12 2012, and will cost
$185,000 nonrefundable with a recurring annual fee of $25,000. The high prices and tough evaluation process
of proving that an established public or private organization has a legitimate claim to the name are said to be
the regulating force behind preventing the massive issue of cybersquatting (i.e., registering domains with bad
faith intent to profit from individuals and companies with a trademark contained within the name by selling it at
an inflated price).

Some bloggers claim that this latest change is unnecessary and nothing more than a money grab by ICANN.
Others fear that countries will be able to more easily restrict access to whole ranges of websites in order to
censor and prevent access to information and open communication in the name of national security. While
others simply think that the addition of seemingly random domain suffixes may reduce a customer’s ability to
distinguish legitimate and secure website hyperlinks from phishing hyperlinks. Banks currently train their
employees and customers to look for https://www.website.com instead of http://website.thief.com, but they will
now be faced with ever-changing domains that will make it more difficult to distinguish the good from the bad.

Itis not all bad or all about the money though. This change could potentially improve information security and
the fight against identity theft. Since the owners of new gTLD suffixes will operate and manage them as full-
fledged domain registries, it may be easier for industries to closely regulate and protect the website domains
using their suffix. For example, a banking association could purchase and manage the .bank suffix and only
allow vetted, legitimate financial institutions to use it (e.g., www.firstbank.bank, www firstnational.bank).

ICANN is in the process of finalizing security requirements around the new gTLD suffixes that will be included
in the Applicant Guidebook. Specifically to name a few:

e New gTLD applicant registry operators will be appropriately reviewed to determine if they have a
criminal or malicious history. As the potential registry operator of the .bank domain suffix, the banking
association should have no problems there.

e The registry operator must deploy Domain Name System Security Extensions (DNSSEC) in order to
reduce the risk of spoofed DNS records and DNS redirection, the attack vectors used in pharming, a
method of identity theft.

e The registry operator will draft a framework for high security verification intended for domain owners
(banks, in this example) to establish and prove an enhanced level of security and trust, enabling those
banks to distinguish themselves as secure and trusted to their customers. This is the same concept
currently employed somewhat generically by displaying TRUSTe or VeriSign security seals on
websites. In this case, the banking association would authorize their own branded seal of security to be
used on member banks’ websites.

With businesses looking to protect their brand and organizations looking to take advantage of the enhanced
security controls around their domain, it will be interesting to see who buys up these new domain suffixes, and
what they end up naming them. Luckily, the changes will not go into affect until sometime in 2013, so we still
have time to enjoy the Internet as we know it today.



How Trusted Employees Create Trusting Customers
Small Business Market
M. Woods- Deluxe

Bill exits the store and approaches the car that glides to a stop in the lot. The driver pops the latch on his hood.
“Let me guess,” Bill says “battery problems?”

The diagnosis arrives in seconds. Yes indeed — this customer needs a new battery.

“I can’t believe it!” the customer gasps. “I bought this one three years ago, and your coworker told me it would
easily go five!”

“I am not surprised to hear you say that,” Bill calmly replies. “We had high hopes for this manufacturer but
haven’t had much luck, so we pulled them. Please accept our apology.”

“Tell you what,” Bill continues. I’'m going to set you up with the most reliable battery we carry and take fifteen
percent off for your troubles. Sound like a plan?”

The new battery is installed within twenty minutes. “I’ll see you the next time I’m due,” the customer says
while climbing into his vehicle. “The same goes for everyone else I am going to tell about your store.”

Bill doesn’t own this business. Nor does he draw a big salary as a sales clerk. But despite his modest status
within the business, the motivation to provide exemplary service is clearly there. By handling the situation the
way he did, Bill created a customer that left the store even more loyal to this business than before he pulled into
the lot, despite the fact that an unfavorable experience brought the customer there in the first place.

So, what makes this employee so unique? Actually, it may be less about the individual employee and more
about the environment provided by the owner. As owners, we are immersed in every detail of the business and
often slow to relinquish information and control to our employees.

The Power of Immediate Response

Notice how Bill possessed the latitude to rectify the situation himself on the spot, without having to deflect the
issue to someone else? This didn’t happen by accident. Bill was permitted to act this way by an owner who
trusts his intelligence and integrity. And this trust allows Bill to see value in his work, which reaches customers
in the form of superior service.

This exemplary service is the perfect response to today’s customers, who are savvier and raising their
expectations. This situation was well represented by one customer who indicated that when choosing a
business, he assesses the extent to which all employees appear to be informed, engaged and empowered. If this
is not the case, he is onto the next competitor.

His reasoning is sound. If owners have little faith in their own employees, why would he trust them enough to
become their customer? Not bad logic, so why do we continue to limit the extent to which our employees can
apply their own ideas and good judgment in assisting customers. By trusting more in the abilities of your
employees, and giving them greater freedom to immediately and decisively act, your customers will see more
reason to invest a higher level of trust in you.



SERVING BANKERS FOR OVER 100 YEARS'!
EXPERIENCE...There is no substitute!

ANY LOSS PREVENTED IS ADDITIONAL PROFIT FOR YOUR BANK

SECURITY OFFICER’S BY-WORD

Charles M. Towle
Senior Vice President

DOES IT ADD UP? ALWAYS VERIFY!

A bank used an excel spreadsheet
to balance its correspondent account.
Each week the items recorded in the
bank records, but not yet recorded
by the correspondent bank (and vice-
versa), were listed on a spreadsheet.
The total of the reconciling items
plus the amount shown in the ac-
count by the correspondent bank was
compared to the amount the bank
showed in its general ledger for the
correspondent account,

The balancing function was ro-
tated regularly between three differ-
ent people. Occasional balancing
problems led to the discovery of
inadvertent errors which were
quickly corrected.

When a new employee was being
trained to help with the balancing of
the correspondent account, the em-
ployee started by deleting all of the
prior entries on the spreadsheet and
questioned why the total in one col-
umn was $67,000 instead of zero. In
researching the question, the trainer
found that someone had buried a
fixed number in a formula which
added an extra $67,000 to the total
on one side of the spreadsheet.

The bank employees then used a
calculator to add up the columns on
the previously printed reconciling
spreadsheets. They found that one
column had not added up properly
for over nine months and the amount
of the difference had grown over
time.

It was then determined that one of
the employees, who sometimes rec-
onciled the correspondent account,
had been stealing money. She was
hiding the theft by debiting the cor-
respondent account on the day be-

fore she was scheduled to balance
the correspondent account and then
changing the formula so that the
total would be the actual total of the
reconciling items plus the amount
she stole. As long as no one added
up the columns by hand, it appeared
the correspondent account was in
balance.

At another bank, during a routine
exam, a meticulous examiner added
up the demand deposit accounts and
came up with a total of over
$3,000,000 more than the control
total shown on the DDA General
Ledger of the bank. The bank was
asked to provide its regular recon-
ciliations of the deposit accounts to
the control total which appeared to
always balance. The bank generated
its normal balancing report and the
subsidiary ledger totals appeared to
balance with the control totals in the
general ledger. But when the bank
examiner added up the individual
totals of the various different types
of demand deposit accounts, he
came up with a much higher num-
ber.

It was determined the report pro-
grams had been modified so when
the sum of the various types of de-
mand deposit accounts were totaled,
the formula also subtracted a spe-
cific amount. This forced the total
amount to agree with the bank’s
general ledger control totals. The
bank actually had over $3,000,000
more in customer deposit accounts
than it carried in its general ledger as
the demand deposit account control
total.

Further investigation revealed that
over a period of several years, a

bank officer had been causing
money to be wired to an account he
had set up in another bank. That
account had a similar name to the
bank’s discount broker partner.
When the wires were completed, he
would complete debit and credit
tickets crediting the Fed Wire ac-
count and directly debiting the DDA
General Ledger control total without
debiting any deposit account. He
would then edit the formula for the
report function that added up the
various types of demand deposit
accounts so the reports would show
the total deposits in the bank were
actually less than the sum of all cus-
tomers demand deposit accounts.

When the matter was discovered,
the crooked officer had been stealing
for more than ten years and had sto-
len over $3,000,000 from the bank.

When a bank is balancing its re-
cords using spreadsheets, everyone
should also verify that the totals of a
column actually add up to total
shown at the bottom.

When a bank has report programs,
any edits to the report programs
should be reviewed by at least two
other people to make certain all for-
mulas in the programs are legitimate.

Bank auditors and examiners
should consider verifying that the
underlying subsidiary ledger ac-
counts actually add up to the totals
in the bank’s general ledger.

Computers are both reliable and
necessary to us, but they can also be
manipulated to make it appear that
things are in balance when they are
not. Do not assume that a total at
the bottom of a list of numbers is the
total of the list. Verify it.

The Kansas Bankers Surety Company

Serving the Heartland of America Since 1909

Phone (785) 228-0000

P.O. Box 1654, Topeka, Kansas 66601-1654

RATED A++ (SUPERIOR) by A.M. Best
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This newsletter is an instrument of

the Enterprising Rural Families:
Making It Work program of the
University of Wyoming Coopera-
tive Extension Service. For further
information concerning the Enter-
prising Rural Families program or
on-line course contact infor-
mation@eRuralFamilies.org or go
to http://eRuralFamilies.org/.

TIP OF THE MONTH:

Family Financial Objectives

Each family must set their own specific
goals, depending upon where they are in
their life cycle. However, five basic fi-
nancial objectives apply to most fami-
lies:

1. Protect yourself against risk in two
ways: by setting up emergency
funds, and by purchasing an ade-
quate mix of insurance that will
cover life, disability, health, proper-
ty and casualty, and automobile.

2. Provide for financial security of
yourself and your family by provid-
ing for education of family mem-
bers, purchase of home, cars, and
other basic needs. Provide adequate
financial security without placing
undue stress on your resources to
cause financial crisis.

3. Have a comfortable standard of liv-
ing that goes beyond the financial
security provided for in objective
#2.

4. Provide for a financially independ-
ent, comfortable retirement during
your later years that will provide the
same standard of living that you
enjoyed during your working years.

5. Provide for an orderly transition and
distribution of your assets and
wealth. This objective is usually
called “estate planning” and should
be an important objective whether
you have accumulated a large estate
or not.

From The Life Cycle of Financial Plan-
ning by Gail M. Gordon.
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Giving the kids their turn
By Glenn Cheater, the Canadian Farm Manager
Courtesy of www.farmcentre.com
See the Blackburn’s web site at www.fromagerieblackburn.com

Photo by The Blackburn's (from left to right): Nicolas, Marie-Josée, Gilles, Benoit, Michaél,
& Jean-Frangois)

Alain, Benoit and Gilles Blackburn took over the family farm in 1978
and promptly made some radical changes that increased the number of
grey hairs on the head of their father Joseph.

“I think the two first years were the hardest of his life,” Gilles recalls
with a laugh.

“He couldn’t believe the speed at which we were going and where we
were going. There was a generation’s difference (in attitude).”

Three decades later, the children of Benoit and Gilles would get their
turn — and they, too, had some surprises in store for the older genera-
tion.

But the story of Ferme A.B.G Blackburn inc. demonstrates how you can
revitalize a farm by giving young people a chance to pursue their pas-
sions. It’s not always an easy process but it’s not supposed to be.
Change, after all, comes with a price.

The farm was founded by Joseph’s father, Napoléon, who arrived in
Québec’s Saguenay-Lac-Saint-Jean region in 1926 and carved his small
holding out of the bush with nothing but hand tools, sweat, and toil. An'



only child, Joseph fathered 14 children, and all of them helped raise pigs, chickens, sheep and cows,
along with the vegetables they sold in the nearby city of Jonquiére. Joseph was 46 before he was given
ownership of the farm but only a decade later, he decided to sell it to three of his boys, all still in their
early to mid 20s.

Joseph had greatly expanded the farm, but his energetic and ambitious young sons had even grander
plans. They immediately bought a neighbouring farm (the first of seven farms they would take over),
part of an aggressive expansion that would see the dairy herd grow to 280 cows.

After transferring ownership, Joseph stayed on to help his three sons on the farm. So he had a ringside
seat from which to view all the changes. Even though he soon decided the boys knew what they were do-
ing, it was still nerve-wracking.

“For example, as the years went by, we went from dry hay to silage,” says Gilles, now 58. “In 1983, we
invested $300,000 for hay equipment for silage and to buy silos. He didn’t understand because he had
always paid cash, and now we were taking loans. But eventually he understood that this was the road
we had to take, (and) he got on board with us.”

Flash forward to 2005: Alain has just retired and a new generation has been welcomed into the business
— not as future owners, but as shareholders, each with a 20-per-cent stake. At the time, Gilles’ son Jean-
Francois was 24, his brother Nicolas 22, sister Marie-Josée just 20, and Benoit’s son Michaél 21.

And, quelle surprise, the kids — just like their dads — wanted to transform the farm once again. Their vi-
sion was centred around cheese-making. Both dads were comfortable with the concept of creating Fro-
magerie Blackburn. Decades of selling vegetables through the on-farm kiosk had taught them about sell-
ing direct to the consumer, and the artisanal and local food movements were growing stronger every
year.

But Jean-Frangois had an idea that caught his father and uncle completely off guard. One of the chal-
lenges of cheese production is dealing with the vast amounts of white water and lactoserum (whey) —
substances deemed to be effluent under environmental regulations. Whey can be used in pig feed but
Blackburn wasn’t paid for it (and actually had to pay the trucking costs) and white water requires costly
treatment before it can be disposed of. However, Jean-Francois (who studied administration in universi-
ty but has a love for all things mechanical) had learned that a few cheese-makers in Europe were using a
process called methanation to convert white water and whey to a biogas, and then burning the gas to
create the hot water required for cheese making.

This sort of environmentally friendly and cutting-edge technology was very exciting — for the kids. No so
much for their fathers, especially since the methanation system would cost well over $350,000.

“The worst of it was that we were getting involved with a new technology that was not in use in Cana-
da,” says Gilles.

“Investing $350,000 without knowing the results at the other end is not easy. I didn’t know anything
about this technology at first, so I had some catching up to do. That’s how it goes, but it wasn’t easy to
accept at first. Afterwards, we're proud of it and we're happy about it, but it wasn’t easy.”

The speed of change was another factor — the biogas plant (successfully) went into operation in June
2007, just nine months after the launch of Fromagerie Blackburn (fromagerieblackburn.com). (The
system can handle nearly two million litres of ‘effluent’ and generates 170,000 kilowatt-hours of energy
annually.)




This initiative shows how the farm now operates. Each partner has a speciality: Jean-Francois is the
chief mechanic, Marie-Josée a cheesemaker, Michaél does herd management, and Nicolas divides his
time between cheese making, market gardening and overseeing the biogas system. But the overall man-
agement is a team process. Everyone not only has a right to speak his or her mind during management
meetings, but is expected to voice an opinion. And they know their father and uncle will not only listen,
but listen with respect.

“Before age 30 is the best time to get children involved,” says Gilles. “At that age, all the ideas are flow-
ing. And the passion. Of course at first, it’s not easy. But children are the future and when you believe in
them, age does not matter. When I see people wait until their child is 40 before they turn over the farm,
I think that’s deplorable. They have missed the boat.”

The fact that the kids don’t think like their parents and want to try new things isn’t a problem, says
Gilles, it’s the best part.

“Both my brother and I now have more energy for the business because it is very stimulating,” says
Gilles. “My friends down at the curling rink say, ‘Gilles, when are you going to retire? and I say, ‘I'm not
going to. This is what I want to do.”

The Canadian Farm Manager newsletter is published every two months. You can sign up for free by going to

http:./www.farmcentre. FM, r/ and following the links .

The Blackburn's. One enterprising family!

Encourage the young people
in your family in their business endeavors.
They could be the next generation to take
over the family business!

> Ml Enterprising Rural Families™
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John M. Floyd& Associates

JOHN M. FLOYD & ASSOCIATES NAMES
NEW REGIONAL DIRECTOR

BAYTOWN, TX (August 22, 2011) — John M. Floyd & Associates, a profitability and performance
improvement consulting firm for financial institutions, announced today that Mark Kenney has joined the
company as a regional director. He will be responsible for consulting and client services in the states of
Colorado, Montana, Nebraska, Nevada, Utah and Wyoming.

Kenney joins JMFA with more than 30 years of sales and consulting experience, providing solutions and
services to financial institutions and Fortune 100 Corporations. Before joining JMFA, he spent 10 years
providing revenue enhancement solutions to banks and credit unions across the Western United States while
employed by Datacard Corporation and MagTek Corporation. His experience also includes sales management,
process improvement and workflow solutions development. Kenney attended Central Michigan University and
Regis University.

“Mark’s extensive background in management, business development and sales for financial institutions has
given him a unique perspective into what banks and credit unions need to grow their business, while meeting
complex compliance requirements and addressing consumer needs,” said JMFA Chairman and CEO John M.
Floyd.

About JMFA

JMFA is a leading provider of profitability and performance-improvement consulting. For more than 30 years,
JMFA has been recognized as one of the most trusted names in the industry, helping financial institutions
enhance their bottom line with programs like JMFA Overdraft Privilege®. JMFA is also recognized for
earnings enhancement and expense control programs, training, executive placement, account acquisition
programs as well as product, service, pricing and technology-improvement consulting. Simply stated, JMFA’s
programs and services are designed to increase income or reduce expenses. JMFA is proud to be a preferred
provider among many industry groups. To learn more about JMFA, visit www.JMFA .com or call 800-809-
2307.

Media Inquiries Contact:
Shelley Bartkoski
Hagen and Partners
(913) 642-3715
sbartkoski@hagenandpartners.com
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John M. Floyd& Associates

Making Up Lost Income Continues to be a Major Challenge for Banks in 2011

Thinking outside of the box, while maintaining compliance, are keys to success

After a year of implementing Regulation E restrictions on overdraft fees for electronic transactions,
community banks are feeling the affects of the decrease in fee income more than the rest of the industry,
according to industry analysts. A study by Market Rates Insight indicates that banks with assets from under
$1 billion to $10 billion have seen a revenue decline of 8.1 percent since July 1, 2010.

There is also a high level of discomfort on Main Street due to the recent passage of interchange fee
legislation. While the final ruling on interchange rates is focused on limiting revenue earned by large
institutions (over $10 billion), the possible negative impact on smaller institutions won’t be fully realized
until the regulation has been in place for some time. This is being fueled mainly by the concern that while
community banks are exempt from the fee cap being placed on larger institutions, they could be negatively
impacted if merchants drive consumers to the lower cost cards created by the ruling.

Add to this the uncertainty about the possible increased costs of complying with potentially tougher
consumer protection standards, along with constricted lending activity, and it appears that revenue
opportunities are shrinking.

While some healthy institutions are strong enough to return to pre-recession levels of providing consumer
and commercial loans, and other important financial services to support local businesses and help their
communities to thrive, others aren’t so fortunate. In regions were businesses are still struggling to pay
existing debt, loan demand and quality are lacking. It is no wonder that cost-cutting, downsizing and
increasing service fees are now part of on-going discussions in community banks across the country.

Review your revenue options and choose what is best for your bank and your customers

If your commercial and consumer lending activity isn’t up to pre-recession levels, it may be time to take a
look at other revenue options. But in doing so, make sure you factor in the needs of your customers as well
as your bank. Resorting to increased fees or new charges for existing services may not give you desirable
results. While many banks are exploring or testing plans to recoup lost revenue by offering different levels
of service for a “fee,” consumer reaction indicates that many would seriously consider moving their
account to an institution that maintains free checking if their bank started charging for services that they
have become accustomed to receiving for free.

Let’s face it, in many parts of the country consumers continue to deal with high unemployment and
financial challenges of their own. Instead of adding another financial burden to their strained budgets,
consider offering a service that will provide them with a safety net should they experience a financial
emergency or make an error on their checking account.



A fully-disclosed overdraft privilege program can increase your non-interest income from 50 to 300
percent, while providing a valuable service to informed customers should they make a mistake on their
account or experience a financial emergency. Moreover, in today’s difficult lending environment, a top-
performing overdraft program can bring in substantial fee income without the risk of loan failure and the
increased loan loss reserves required by regulators.

What’s more, increased overdraft income will give your bank the much-needed revenue that will allow you
to continue offering free checking. This, in turn, will give you a competitive edge to grab market share
from those institutions in your market that have started to implement different pricing strategies on
checking accounts.

But keep in mind, while there are myriad versions of overdraft solutions, the key is to provide your
customers with a clearly defined program that guarantees full regulatory compliance, without the added
expense of compliance personnel and resources.

Change the way you look at things and the things you look at change

While you may have shied away from providing your customers with an overdraft solution in the past, for
whatever reasons, consider this: These programs were originally created as the result of consumer interest
in a product to protect their purchases should they face an emergency or make an error on their checking
account.

The good news related to increased regulatory and legislative scrutiny of such programs is once you find
one that is disclosed and guaranteed compliant with all regulations, Interagency Guidance and best
practices; you can turn your attention away from compliance concerns and focus on providing the best
services possible to your customers. Plus, you can recoup the revenue your bank needs to balance
decreased loan activity and any losses of interchange fees to maintain viability in today’s challenging
environment.

About JMFA

John M. Floyd & Associates (JMFA), an Associate Member of the Wyoming Bankers Association, is a
leading provider of profitability and performance-improvement consulting. For more than 30 years, JMFA
has been recognized as one of the most trusted names in the industry, helping financial institutions enhance
their bottom line with programs like JMFA Overdraft Privilege®. JMFA is also recognized for earnings
enhancement and expense control programs, training, executive placement, account acquisition programs
as well as product, service, pricing and technology-improvement consulting. Simply stated, JMFA’s
programs and services are designed to increase income or reduce expenses. JMFA is proud to be a
preferred provider among many industry groups. To learn more about JMFA, please contact Ron Jennings,
JMFA executive sales director, at Ron.Jennings@JMFA.com or (800) 410-0295.
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Nack elected president of WBA

Leonard E. Nack. presi-
dent of the First State Bank
of Newcastle, was elected to
serve as president for the next
year of the Wyoming Bankers
Asgsociation at the 2011 Tri
State Bankers Sununit in Big
Sky, Mont.

“They have the banks
ranked in three sizes, and
rotate through that for the
presidency. It came up for the
middle group. which is where
First State Bank is, and I'd
been through the chairs in the
WBA. I'd also been on the
board before. but never went
through the chairs,” Nack
said, noting that he previ-
ously served as both first and
second vice president of the
organization in preparation
for his current role.

“I’m very honored to have
been selected.” he stated.
indicating that the organiza-
tion performs a number of
functions for the banking industry in Wyoming.

“We try to support our members, par-
ticularly through legislative and regulatory
issues, and we support a fully staffed office
in Cheyenne. Within the association there’s
several committees, including legislative. gov-
erpment relations. ag. consumer lending. and
others.” Nack explained.

He said one of the primary roles of the asso-
ciation is trying to exert an influence on laws
that govern banking, and he anticipates that a

News Letter Journal

Circ: 2150 Page: a3

Leonard Nack.

significant portion of the
work he’ll perform in his
new role is related to those
efforts.

“Quite a good deal
of it has to do with lob-
bying and legislation. and
encouraging owr members
to visit with their legisla-
tors. T'll also get to make
a trip to Washington, D.C..
in October to visit with
our legislators. We'll also
meet with the people from
the federal reserve and the
FDIC.” Nack told the News
Letter Journal.

He said the organization
also does work designed
to benefit the customers of
Wyoming banks.

“We do a lot of benevo-
lence. particularly with
scholarships,™ he indicated.

The Wyoming Banking
Association also sponsors
educational seminars for its
members. and Nack said that one of his jobs as
president will be to encourage banks in the state
to participate actively in the organization.

Nack has been president of the First State Bank
of Newcastle for the past six years. He moved
with his family from Minnesota in November
1983 to take a position as senior vice president
with the bank. and has been in the finance and
banking industry for 46 years.

Nack attended the Pacific Coast Graduate
School of Banking and graduated in 1994.

Newcastle, WY
08-04



LCLIPPING SERVICE

Casper Star-
Tribune
Casper,WY
Circ. 31110
From Page:
D7
7/31/2011
51089

County: Natrona

51089-07-31_7004.pdf

N 3 -
Welcome. ..

Kim Woodworth

S

Platte Valley Bank
welcomes
Kim Woodworth.

Kim is our new morigage and consumer
lender. She comes to us with over Si’i
years experience in the industry and is
currently the Vice Presideni of the
Wyoming Mortgage Lender’s Association.

She believes that responsible lending leads

10 successful home ownership.

Stop in and see Kim today about
Building... Buying... or Remodeling your
hoine!

Platte Valley Bank

3131 Wyoming Blvd. SW, Casper, WY

i) www.pvbankwy.com .

307-235-3400

l
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Michael C. Morrison
(center), Vice-President of
First State Bank of New-
castle, was awarded a
Sthies Schoo! of Baniing

tates School o i
(WSSB) following his
successful completion of a

| two<year program that

| included om-campus in-
| struction at New Mexico

State University in Las
Cruces, New Mexico, and
intersession  assignments
that students completed at
their work places.

The curiculum in-
cluded courses on com-
mercial credit, pmﬁt?bil-

%s tﬂ%gm for grad-
uates.

There were 24 gradu-
ates in this year’s graduat-
ing class; 18 students
from New Mexico, four
from Colorado, one stu-
dent from Texas, and one
student, Mike Morrison,

from Wyoming.

“ llingﬁa(z:iis suc?ﬁs
powe:
Sl P
learned has enhanced my
18 years of practical expe-
rience. I am confident that
my new degree will help

T A ML |
|

‘ 35 |
MIKE MORRISON GRADUATES

BANKING SCHOOL

me to better manage the |

bank and coitribute more
to the community organi-
zations with which T am
involh\zd.’f

rrison  graduated
from the University of
Wyoming in 1988 with a
B. S. degree in Farm and
Ranch Management He
joined First State Bank of
Newcastle in 1993 as a
Toan officer.

Mike has served on
the Weston C / Li-~
brary Foundation
for the past four years. He
& County gorﬂwfves-
ton . Junior Live-
stock Committee, of
which he as been 2 mem-
ber for the last 16 years.
Morrison has also been a
member of the Wyoming
Banker’s Association Ag
Com'mitteefor’ISyears.

Mike and his wife
Shawnda have lived in the
Newcastle area their entire

children and two grand-
children. —_—

lives. They have three]
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Business Briefs

Shelley Wray

Wray receives promotion

WORLAND — Security State Bank - Worland has announced the pro-
motion of Shelley Wray. According to bank president Steve Cady, Wray
has been promoted from position of Assistant Cashier to Cashier for the
entire bank system.

Wray was born and raised in Wyoming and attended Casper College
through the UW extension program earning a BA in elementary educa-
tion. She started her banking career in 1996 and has worked in almost
every area of the bank from Sales Development and Training, Investment
Sales, Operations Management and Branch Manager. Wray has worked
for Security State Bank for the last three years.

“Our board of directors approved the hiring of Shelley Wray,” said
Cady, “based upon her work experience, knowledge of bank operations
and the overall job she has done in our bank in Worland.”

Cady went on to say, “Shelley’s promotion is well deserved. She does
an exceptional job and will help us accomplish goals the bank has estab-
lished.”

As Cashier for the entire bank system, Wray’s role will consist prima-
rily of overseeing the operations of the bank along with Sales Develop-
ment and Training.

Said Wray, “I am excited and look forward to this new role and wel-
come the challenges this new position will bring.”

Northern Wyoming Daily News Worland, WY
Circ: 3946 Page: a5 08-20



John Lambert Cadwalader Bunker
April 14, 1961 — August 9. 2011

A funeral service for John Lambert Cadwalader Bun-
ker, 50, will be held Saturday, Aug. 13,2011, at 10 am.
at the Wheatland Middle School Gym in Wheatland
with the Rev. Lori Modesitt and the Rev. Joel Dingman
officiating and Eulogist Rex Johnson.

John Bunker, a resident of Wheatland, died Tuesday
Aug.9,2011 at the Platte County Memorial Hospital in
Wheatland of natural causes.

John was born April 14, 1961, in New Orleans, La.,
1o John B. and Emma (Cadwalader) Bunker. He grew
up following his father around the sugar industry until
his father purchased a ranch near Elizabeth, Colo..
where they raised Charolias. He was an avid soccer fan
and played year-round including his first two years at
Colorado State University. He worked at the CSU dairy,
and then became involved in farming while obtaining
a degree in farm and ranch management. After gradua-
tion, he bought a farm in Wheatland to start building the
registered herd. He and his dad later acquired the DMO
ranch for summer pasture.

John married Shana Ely on July 24, 1992, in Steam-
boat Springs, Colo. He and Shana continued to expand
the operation with heifer back-grounding. In 1995, he
became a partner in the purchase of the Brown Com-
pany, with locations added in Torrington and Riverton.

John was very proud of his children and all of their

County: Goshen
51077-08-12_a2001 .pdf

Telegram

Circ: 2900 Page: a2

accomplishments and enjoyed spending every oppor-
tunity watching their sporting events or gathering the
clan for quality laughs. He enjoyed serving the commu-
nity. He was a Little League coach and umpire, Legion
Lobos Board member, First State Bank director, Platte
County Hospital Board chairman, and Episcopal Dio-
cese Foundation Board member. John was the presiding
president of the Far West Equipment Dealers Associa-
tion and took great pleasure in all the discussions and
camaraderie at the meetings and conventions.

John is survived by his wife, Shana; children, Chris-
tina (Trevor) Bekken, James (Jen), Hannah, Jared,
Marel (Zac) Adams, Merit and Muira; mother. Emma;
sisters, Emma, Jeanie, and Harriet; brother, Lamben;
and a grandchild due in November.

Serving as pallbearers will be Ted Bentley, Pork
Hohnholt, Steve Sherard, Jerry Gebhart, Juan Reyes,
and Marty Shepard.

In lieu of flowers memonals to the John C. Bunker
Scholarship Fund in care of First State Bank, P.O. Box
39, Wheatland, Wyoming 82201 would be appreciated
by the family.

Arrangements are under the direction of Gorman
Funeral Homes — Platte Chapel of Wheatland.

Condolences may be left for the family at
www.gormanfh.com.

Torrington, WY
08-12
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lz Gillette building official running for spot on international code board
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When earthquakes or
tsunamis in developi
countries flatten buildings
and news commentators
say the buildings were not
“up to code,” they’re usu-
ally referring to the various
books of guidelines by the
International Code Council.

The ICC has thousands
of recommendations on
construction codes — from quake-proofing
homes and buildings, to how to build a
storm drain to prevent flooding, and even

how to keep swxmmm& ing pools and spas safe.
Jim Brown, who is the deputy bu?l?lsing
official for the city, is running for a seat on
the board of directors of the ICC.
Brown is originally from Carroll County,
Md., and worked as a building inspector and
plans examiner there for almost 17 years.

JIM BROWN

He moved to Wyoming in 2005 and has a
ranch in Campbell County. He also sits on
the board of the Wyoming Conference of
Building Officials.

The election for the board positions is at
an ICC conference Nov. 2 in Phoenix.

Officer honored

Police Officer Jeremiah Wagner was
recognized by the Gillette City Council for
helpmgbout a North Dakota family whose
vehicle broke down in Gillette.

The family sent a letter of appreciation to
the city, acknowledging Wagner’s help with

ushingtheirminivantothel’l ing J after it
roke down on Exit 126. Wagner also called
Redrock Towing to get the van transported
to Cowboy Up Auto, where the van was
re%%:ed' and ready for the rest of its journey.
e Gillette Police Department also offi-

cially welcomed two new officers at Monday
night’s council meeting. Jacob Foutch and
Ryan Mussel, both of Michigan, were sworn

in by Judge Dougias A

Here and there

The Wyoming Veterinary Medical
Association elected Dr. Brandi Hudson
of Lazy H Large Animal Service LLC, a
mobile vet service with an office at 222
Ngi)ier Road, as a member-at-large. ...
Gillette resident Delilah Carter began a
photography business, DC Photography,
about a month ago. She’ll shoot any event
except weddings. She is self-taught and
always has loved photography. Her phi-
losophy is “to capture moments that will
last a lifetime.” To book DC Phg:gﬁmphy,
call 299-0034. ... Independent er, a
magazine of the Independent Community

Bankers of America, rec-

ized Pinnacle Bank of

oming as an outstand-
ing community bank per-
former in its June issue. The
“ICBA 400" ranking was
based on Pinnacle Bank's
2010 year-end earnings.
“Pinnacle Bank is honored
to be named to the ICBA
400,” said Faron \
Gillette branch president,
in a prepared statement.

DELILAH
CARTER

Abby Collins contributed to this report

Please send your business news to News
Record Writer Laura Hancock at thancock
@ngléetwnezvsrecord.net or call her at 682-

9306, Ext. 211.
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