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Message From WB President and CEO
Stephen G. Andrews

ust as we welcomed a new year with optimism 
and hope, 2022 has already thrown us a couple 
of curveballs. We see war abroad, rampant infla-

tion at home, and a pandemic not yet ready to surren-
der. Although these challenges are complex, we have 
weathered harsh storms before. I expect the industry 
to continue innovating and adapting during these 
challenging times, ensuring we deliver vital financial 
services and support our communities.

Soon we will be gathering in Kauai, Hawaii, at our An-
nual Conference. We are looking forward to seeing more 
than 400 registered attendees, some of whom we have 
not seen in a couple of years due to the pandemic. This 
annual gathering will be a reunion filled with networking 
opportunities, dynamic keynote speakers, and learning 

sessions tackling timely and relevant industry trends, 
challenges, opportunities, and emerging technologies.

We are thrilled to announce that our Women in Bank-
ing Forum will once again be an in-person event. 
This event celebrates the women in our industry and 
features inspirational speakers and seasoned veterans 
sharing their experience, expertise, and insights on the 
industry. In addition, immediately following the Wom-
en in Banking event, we host our first Fintech Forum. 
This event will feature presentations from financial 
developers and innovators such as BankTech Ventures, 
Adlium, Inc., nContracts, Modusbox, NYDIG, and the 
Venture Center. Additionally, we will hear from former 
Acting Comptroller of the Currency, current Bitfury 
CEO Brian Brooks, and Walt Mix, managing Director 

J

Our industry will 

continue to innovate 

and adapt to ensure we 

continue to deliver the 

services and support 

our communities need.

Stephen G. Andrews

President and CEO

Western Bankers

SAndrews@westernbankers.com

WB Adds Fintech Forum to 2022 Event
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at Berkeley Research Group, LLC. The event will also 
feature a panel of bankers from Fresno First Bank, 
Coastal Community Bank, Sunwest Bank, and Hatch 
Bank, all early adopters of Fintech solutions within 
their banks. For more information about these events, 
please visit our website. 

To complement and expand our high-quality educa-
tion, training, and certification content, we recently 
partnered with BankerCollege. This new partnership 
more than doubles our on-demand and live webinar 
offerings. In addition, as a member of the Western 
Bankers, you will have access to discounted rates for 
all of the BankerCollege offerings. The curriculum 
includes webinars, boot camps, and certifications on 
topics covering regulations, compliance, cannabis, ac-
counting, lending, payments, strategy, retail and com-
mercial banking, and operations, to name a few. You 
can find more information about this new partnership 
and the entire catalog of BankerCollege course offer-
ings on our website. 

Addressing our primary advocacy mission, the gov-
ernment relations team recently completed a success-

ful Washington, D.C. Summit, meeting with legisla-
tors and regulators on issues critical to the industry. 
We are grateful to the members who could participate 
in person and virtually. Closer to home, the Califor-
nia legislative session is in full swing. The lobbying 
team is hard at work analyzing bills, drafting support 
and opposition letters, and working with legislators 
and stakeholders on a plethora of legislative propos-
als. The team is always grateful for the input and ex-
pert insights our members share to help the advocacy 
team shape our response to pending legislation.

We are grateful for your membership and support and 
look forward to seeing you at an upcoming event.

Sincerely,
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ack in Washington, D.C., negotiations continue 
over the President’s Build Back Better spending plan 
which proposes significant investments in families, 
climate, infrastructure and jobs, and healthcare. At 

this point, it seems that the proposal will need to be scaled 
back or broken into smaller components if it is to succeed. 

The House of Representatives passed for the sixth time 
now the Secure and Fair Enforcement Banking Act, this 
time as an amendment to the America Competes Act, a bill 
focused on increasing American economic competitiveness 
against China. Prior efforts to pass legislation providing fi-
nancial services to cannabis-related businesses have stalled 
in the Senate where there is interest in incorporating more 
comprehensive criminal justice reforms for those convict-
ed of cannabis-related crimes. 

We continue to see changes among federal banking regu-
lators. On December 31, FDIC Chair Jelena McWilliams 
resigned. FDIC director, Martin Gruenberg, is now serv-

ing as the Acting Chair. Meanwhile, the Senate Committee 
on Banking, Housing and Urban Affairs held confirmation 
hearings for the Board of Governors of the Federal Re-
serve System in January to consider the reappointment of 
Jerome Powell as Chair of the Board; in February, it held 
hearings for board nominees Sarah Bloom Raskin, Lisa 
Cook and Philip Jefferson.

In Sacramento, the California Legislature reconvened on Mon-
day, January 3, for the second year of its two-year session. 
Legislative measures failing to pass from their house of origin 
last year were given a brief opportunity to advance but were 
required to pass from their originating house by January 31. 
While we typically don’t see a desire to advance many two-
year measures, there are three this year worth highlighting. 

We are pleased to report that one measure, Assembly Bill 870 
(Santiago), establishing a super-priority lien in favor of the 
state for the “estimated” costs of correcting contaminated real 
property was set for a hearing in January but was ultimately 

B

Congress in Session, 
California Legislature 
Reconvenes
By Kevin Gould, EVP, Director of Government Relations, California Bankers Association
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shelved and did not advance further. 
The CBA and other real estate-based 
trade associations strongly opposed 
the super priority lien authority.

A controversial measure to establish a 
single-payer health care system in Cal-
ifornia, Assembly Bill 1400 (Kalra), 
failed to garner enough votes to pass 
out of the Assembly. This proposed 
government-run healthcare system 
was expected to cost the state $365 
billion a year. The measure was in-
tended to be funded by a companion 
bill, Assembly Constitutional Amend-
ment 11 by the same author, which 
increased the bank and corporate tax 
rate from 10.84 to 13.14 percent, plus 
an additional payroll tax. Structured 
as an excise tax for the privilege of 
doing business in California, ACA 11 
imposed a rate of 2.3 percent of the 
gross receipts of California banks and 
corporations, minus the first $2 mil-
lion in annual gross receipts. While 
AB 1400 will not advance this year, 
the author has vowed to bring a sin-
gle-payer legislative proposal back.

A measure requiring annual disclo-
sure reports on scope 1, 2 and 3 
greenhouse gas emissions was ap-
proved by the Senate and will now 
advance to the Assembly for con-
sideration. The measure, Senate 
Bill 260 (Wiener), defines: Scope 1 
to mean all direct GHGs that stem 
from sources that an entity owns 
or controls; Scope 2 as indirect 
GHGs from electricity purchased 
and used; and, Scope 3 as “indirect 
greenhouse gas emissions, other 
than Scope 2 emissions, from activi-
ties of a reporting entity that stems 
from sources that the reporting en-
tity does not own or directly control 
and may include, but is not limited 
to, emissions associated with the re-
porting entity’s supply chain, busi-
ness travel, employee commutes, 
procurement, waste, and water us-
age, regardless of location.” 

The measure requires entities with 
total annual revenues in excess of $1 
billion dollars and that do business in 
California to publicly disclose to the 
Secretary of State starting in 2025 and 
annually thereafter their greenhouse 
gas emissions; public disclosures will 
need to be independently verified by a 
third-party auditor. 

With the two-year bill deadline be-
hind us, we focused on the February 
18 bill introduction deadline. We ex-
pected another 2,000 plus measures 
to be introduced. The association’s 
government relations team will sift 
through these measures, will identify 
those that are impactful, and will start 
the process of consulting with our 
expert, volunteer-led, banker policy 
committees. While as of this writing 
we don’t fully know all that may be 
confronting us legislatively this year, 
we are starting to receive proposals 
that are relevant to the industry.

A measure that will generate con-
siderable debate involves the estab-
lishment of a state level community 
reinvestment act. The legislation will 
be introduced by Senator Monique 
Limón, chair of the Senate Committee 
on Banking and Financial Institutions 
Committee. The proposal applies to 
state-chartered banks, state-chartered 
credit unions, state licensed residential 
mortgage lenders, and money trans-
mitters. If enacted, California will join 
four states with such a requirement. 

The measure mandates a “continuing 
and affirmative obligation to meet the 
financial services needs of the com-
munities, including low- and mod-
erate-income communities and com-
munities of color, in which its offices, 
branches and other facilities are main-
tained and where it conducts substan-
tial business, consistent with the safe 
and sound operation of the financial 
institution, and for credit unions, con-
sistent with its common bond.” 

We will look forward to sharing an 
update on additional measures im-
pacting the banking industry in the 
next edition of the Western Banker. 
In the meantime, thank you for giv-
ing us the opportunity to represent 
you in Washington, D.C., and in 
California. Please let us know what 
more we can do to support you!

Kevin Gould is the Executive 

Vice President and Director 

of Government Relations for 

the California Bankers Asso-

ciation. He joined the CBA in 

2004, bringing with him more 

than seven years of legislative experience. In his 

role, he oversees the management and operation 

of CBA’s state and federal government relations 

department and serves as one of CBA’s three reg-

istered lobbyists. Gould’s advocacy responsibili-

ties and issues focus mainly in the areas of bank 

operations, commercial lending, and wealth man-

agement issues. You can reach him at kgould@

calbankers.com.

While details remain scarce, the proposal 

requires the reporting of gross inflows and 

outflows on all business and personal accounts. 

Earlier versions applied to accounts with a 

balance of, or annual aggregate flows of, $600.
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uring the 2020 fiscal year, the first year of the Co-
vid-19 pandemic, the state of California was expected 
to face a $54 billion deficit. To avoid slashing essen-

tial programs and services to California’s vulnerable popula-
tions, the Governor and lawmakers agreed to a budget pack-
age that included a suspension of tax benefits for California 
businesses. AB 85 suspended the usage of net operating loss 
deductions for California corporate taxpayers with at least 
$1 million of income subject to tax, and individual taxpay-
ers with at least $1 million in net business income or modi-
fied adjusted gross income for tax years beginning on or after 
January 1, 2020, and before January 1, 2023. 

Additionally, AB 85 limited utilization of certain business 
tax credits. Under the measure, businesses could only claim 
a maximum of $5 million in tax credits (including credit 
carryovers from previous tax periods) during taxable years 
beginning on or after January 1, 2020, and before January 
1, 2023. Though the original proposal included a suspen-
sion of low-income housing tax credits, CBA and affordable 
housing groups successfully lobbied to have them exclud-
ed from the final bill. As it turns out, the anxiety over the 
state’s budget deficit was short lived as the federal govern-
ment enacted stimulus relief for states, which put California 
back in the black.

In early January of this year, Gov. Gavin Newsom released 
his annual budget proposal which highlighted a generous 
$45.7 billion surplus. To his credit, the Governor’s proposal 
calls for a complete restoration of net operating loss deduc-
tions and business credit limitations in AB 85. Additionally, 
the Governor proposes to spend $3 billion over two years 
to repay debt in the Unemployment Insurance Fund, which 
should help businesses that might otherwise have had to 
pay new taxes to support the fund.

Yet not all legislators are supporting the idea of giving tax 
relief to businesses, and a handful of lawmakers support 

increasing the tax burden. Twelve members of the State As-
sembly have joined to introduce ACA 11, a measure that is 
intended to fund a single-payer health care program, which 
has since failed passage. This constitutional amendment 
will raise the bank tax rate from 10.84 to 13.14 percent, 
plus an additional payroll tax. 

Structured as an excise tax for the privilege of doing business 
in California, this proposal imposes a rate of 2.3 percent of 
the gross receipts of California banks and corporations, mi-
nus the first $2 million in annual gross receipts. Additionally, 
a payroll tax is imposed on every employer who pays wages 
or other compensation to 50 or more resident employees for 
services performed either within or outside the state at a rate 
of 1.25 percent of the aggregate amount of wages or other 
compensation paid by the employer to resident employees. 
The proposal also increases the personal income tax margin-
al rates from 0.05 to 2.5 percent based on specified income 
brackets. Proponents of this constitutional amendment esti-
mate that the revenue generated from this proposal will be 
between $160 and $170 billion annually.

According to the Tax Foundation’s 2022 State Business 
Tax Climate Index, only two states have a higher tax bur-
den for businesses. While the Governor is seeking tax relief 
by restoring previously suspended deductions and credits, 
it’s clear that when it comes to taxes, not everyone in state 
government is reading from the same script.

Jason Lane is vice president and deputy director of govern-

ment relations for the California Bankers Association and 

manages California state tax policy for the association, which 

involves analyzing legislation and regulatory activity, and the 

development of policy positions for the association. Lane is 

one of three lobbyists at CBA and, in addition to his primary 

focus on taxation, he also lobbies on behalf of the association on issues related to 

the state budget, and consumer lending legislation.

D

Legislature Sends Mixed  
Message on Taxes
By Jason Lane, Vice President and Deputy Director of Government 
Relations, California Bankers Association
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e know that there are four things that sepa-
rate high-performing banks from their peers in 
terms of their sales and revenue growth. Banks 

that embrace these four things will almost always out-
perform their peers. These activities are validated by the 
Objective Management Group’s 30-year stats history of 
sales assessments across the country. 

First, top-performing banks assess the skills sets of the 
existing lenders and relationship managers. They do this 
because it is really hard to change that which you can-
not see. There are a set of specific 21 core sales compe-
tencies that drive success in selling and CEOs across the 
country are accessing this information to understand and 
improve the skills of their current teams as well as hire 
new high-performing lenders and relationship managers.

Secondly, top-performing banks don’t make the mistake 
of hiring new lenders without assessing them using a 
sales skills assessment that is both sales-specific and also 
predictively valid. Sure, there are plenty of assessments 
out there, but the vast majority are personality-based and 
do not uncover if a salesperson can and will sell for your 
bank. When looking at sales skills assessments, make 
sure that it comes with a proven history of working as 
well as a recommendation to hire or not hire.

Third, top-performing banks adopt a sales process that is 
both stage-based and milestone-centric — then they hold 
their lenders and relationship managers accountable to 
following that process. On average, this step alone gener-
ates a 15 percent increase in loan production. This fo-
cus on stage-based allows a leader and sales coach to see 
where in the sales process a lender may need help and 
targeted coaching.  It is a fact that “elite salespeople,” 
those in the top 7 percent of all salespeople, follow a 
consistent sales process.

Fourth and finally, top-performing banks make an in-
vestment in sales leader and sales management training 
before they even think about training their salesperson. 
They equip their leaders with skills in setting standards 
and accountability, coaching, recruiting and motivation. 
These are the top four skills that sales managers should 
be spending 85 percent of their time doing. Since most 
sales managers typically are promoted up through their 
specialty area in banking, the sales management skills 
assessment consistently shows that sales leaders do not 
have the skills or a process needed to drive consistent 
sales growth with their teams.

Anthony Cole Training has developed a market-tested sales training approach that 

drives results. Learn more at https://anthonycoletraining.com/

W

Four Activities of  
Top-Performing Banks
By Mark Trinkle, Chief Growth Officer, Anthony Cole Training Group
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any organizations, communities and educational 
institutions have been focused on diversity for 
decades. More recently, the banking industry 

has emerged as a champion for Diversity, Equity and In-
clusion (DEI) initiatives and programs as banks are in 
a unique position to identify and hire talent, to actively 
engage with and support the communities they serve, and 
to be arbiters of relational innovation, all of which are 
critical to sustained success.

When Five Star Bank became a public company in May 
2021 (Nasdaq: FSBC), the company’s leadership already 
recognized DEI was foundational to its core business 
model and sought to ensure forward-thinking principles 
permeated workforce development and relationships 
with community partners and customers. Meaningfully 
relating to stakeholders builds trust, which  affects eco-
nomic ecosystems and drives a company’s bottom line.   

“People like to work with those they relate to,” said 
Lydia Ramirez, Five Star Bank’s Chief Operations Officer 
and Chief DEI Officer. “Banking can often leave custom-
ers feeling vulnerable and exposed as they reveal details 
of their financial history. There is a vulnerability com-
ponent that can be difficult to overcome if trust has not 
been created — and trust is often more easily established 

between those with shared 
experiences. Embracing and 
understanding this reality 
creates opportunity not only 
from a business perspective 
but also opportunity to pro-
foundly help those from di-
verse communities.”

Ramirez is the chair of the 
Sacramento Hispanic Cham-
ber of Commerce and is on 
the board of directors of the Sacramento Black Cham-
ber of Commerce. Ramirez’ community connectivity and 
personal experience help her champion and advocate 
for multiculturalism in the banking industry. She under-
stands the complexity and importance of the inclusion of 
a full range of identity groups, from ethnicity and nation-
ality to age, gender, religious commitment, socioeconom-
ic status, sexual orientation and those with disabilities. 

“In order to create an impactful DEI program, you have 
to start with your why,” Ramirez explained. “Why is DEI 
important to you, your company and corporate culture? 
Many banks have a predominantly female workforce — 
it just happens to be this way. But is it intentional? It is 

M

The Impact of  
Effective DEI Strategies 
By Shelley Wetton, SVP, Chief Marketing Officer, Five Star Bank

Lydia Ramirez, COO and Chief 
DEI Officer , Five Star Bank



15WesternBanker |  Issue 2 2022

important to me to be intentional 
about recruiting. Early on, I knew 
we had to start inside our organi-
zation. We looked at job descrip-
tions to be sure they adopted eq-
uitable language, for example. We 
also looked to our executive team 
to ensure we mirror our work-
force and the communities and 
customers we serve.” 

Among the bank’s eight senior 
vice presidents (C-suite execu-
tives), half are women. 

There are many key components 
that contribute to a successful 
DEI program.

“Having executive buy-in is criti-
cal for a program to be successful. 

Additionally, if a bank is strug-
gling to hire from certain minor-
ity groups, they can engage with 
universities to build partnerships 
that create a pipeline of diverse 
talent. Financial institutions can 
also create Employee Resource 
Groups that provide mentor-
ship so all employees can see a 
path forward for themselves. Of 
course, an employee educational 
and training component is criti-
cal,” Ramirez said. “Ultimately, a 
successful DEI program has many 
components that consider em-
ployees, customers and communi-
ties. The successful program will 
ultimately benefit the community 
— not just the company.”

• Helps to relate to stakeholders 
(employees, customers, com-
munities and shareholders)

• Provides opportunities to all 
stakeholders

• Builds integrity-focused initia-
tives and values

• Supports innovation and new 
ideas

• Improves employee retention

• Impacts the bottom line

The benefits of a 
thoughtful DEI Program
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limate Risk Assessments for banking purposes are 
in the early stages of development. No laws or 
regulations have been issued regarding the topic. 

Nonetheless, it is obvious that lawmakers and regulators 
are keenly intent on developing laws and regulations to 
require banks to develop climate-related risk assessments. 
The Chair of the Federal Reserve and various Federal Re-
serve Governors, along with the Acting Comptroller of 
the Currency, have publicly announced their intention to 
develop regulations and models to measure and evaluate 
climate-related risk exposures for banks. 

On Nov. 8, 2021, Acting Comptroller of the Currency 
Michael Hsu, in a speech entitled, “Five Climate Ques-
tions Every Bank Board Should Ask,” identified the fol-
lowing questions:

• What is our overall exposure to climate change?

• Which counterparties, sectors or locales warrant our 
heightened attention and focus?

• How exposed are we to a carbon tax?

• How vulnerable are our data centers and other criti-
cal services to extreme weather?

• What can we do to position ourselves to seize oppor-
tunities from climate change?

The signs are there, but no laws and no regulations have 
been published yet. It’s clear that regulators expect banks 
to already be engaged in monitoring and assessing cli-
mate risk for their institutions. But with no laws and no 
regulations what’s a banker to do?

To begin with, while regulators have not yet issued specific 
quantifiable definitions of “climate risk,” it’s obvious that 
any climate risk definition would contain several impor-
tant components: 1) climate hazards that are currently an 
immediate potential threat, 2) climate hazards that are not 
immediate but may become threats in the near future, and 
3) climate-implicated threats related to specific industries, 
particularly the energy and agricultural sectors. Moreover, 
the threats may present themselves in terms of implications 
for bank facilities, credit-related risks (real estate secured 
loans for example), and climate effects on the communities 
served by a bank. Finally, climate risk may be in the form 
of ex ante and post ante analysis.

What may surprise some people is there currently are cli-
mate risk databases that are adaptable for banking pur-
poses, particularly for imminent climate hazard threats. 
Various federal agencies, including FEMA, NOAA, the 
US Army Corps of Engineers, the USGS, the USDA, etc., 
have collected climate and natural hazards risk data that 
can be the foundation for intelligent and quantifiable cli-
mate risk assessments for banks.

With this data, maps and spreadsheets can be created that 
identify and display the distribution of climate-related risk 
as it exists today across geographic areas that can be cor-
related with bank markets and generate quantifiable mea-
surements correlated with the level of risk. 

This kind of analysis isn’t just for the largest banks. Reg-
ulators will expect smaller institutions to monitor their 
risk as well. Today, the cost of data and mapping services 

C

Coming Soon: Climate Risk 
Assessments for Banks  
– Are You Ready?
By Len Suzio, President, GeoDataVision, and Dean Stockford, President, M&M Consulting



17WesternBanker |  Issue 2 2022

are affordable for even community banks who can also 
seize the initiative and establish themselves as leaders. 
You don’t have to wait for the “big guys” to lead the 
way!

Below are two tables of the climate risk exposure posi-
tion of a bank that captures multiple types of climate-
related risks (extracted from federal databases) matched 
against a loan portfolio.

Table 1: Mortgage Portfolio Exposure by Climate Hazard and 
Relative Risk

Table 2: Mortgage Portfolio Exposure by Climate Hazard and 
Relative Risk Percentage

The comprehension of climate risk can be aided by con-
verting the tabular data into graphs that reveal the dis-
persion of risk across different climate phenomena, risk 
rating levels, and portfolio exposure.

Even more exciting is this data can be imported into 
maps making possible the visualization of your climate 
risk as it is spread across the communities your bank 
serves. GIS technology is particularly effective for cli-
mate risk analysis because it allows the viewer to see 
climate risk across geographies and communities. For 

example, below are maps depicting the risk from wild-
fires in the Riverside County, Calif.

Figure 1: San Diego, Orange, and Riverside County, CA Wildfire Risk

Figure 2: Perris Valley, CA Wildfire Risk

What may surprise bankers and regulators alike is that 
climate risk exposure for many different types of natural 
climate risk hazards can be very granular right down to 
the lowest geographic level applied to other regulatory 
risks, such as Fair Lending and CRA performance, mak-
ing detailed analysis on a never before possible basis. The 
foregoing maps depict wildfire risk for an entire region 
and down to the neighborhoods in your area.

The combination of available climate data and GIS tech-
nology makes possible in-depth quantitative climate-risk 
analysis today. There really is no need to wait for bank 
regulators to precisely define climate risk assessment. In 
fact, the situation today presents bankers with a rare op-
portunity to lead the regulators on an important topic 
and thereby increase the likelihood that the regulations 
that will ultimately be adopted will be realistic and com-
patible with processes already established within the in-
dustry. If you want to impress your regulator, show them 
the way with your own climate-risk assessment.

The views presented in this article are those of the author and do not necessar-

ily reflect the position of the Western Bankers.
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Compliance Alliance

Q. Can you give us some tips drafting an MSA for a joint 
advertising campaign to avoid a RESPA Section 8 issue?

A. As I am sure you have found, “marketing services 
agreements” is definitely a hot topic. It is still unclear to 
what extent this may be an issue for Section 8 purposes. 
Joint advertising in and of itself isn’t a violation of RESPA 
Section 8 if each party is paying the market value for their 
pro rata share of the advertisement, so the bank should at 
least pay for its share of the ad and, of course, document 
how and why it isn’t a referral fee. You should also make 
sure that there is no ‘quid pro quo’ in this arrangement. 
In other words, for example, an agreement that says that 
if the bank pays for part of the advertising space, the 
individual would send the bank referrals.

In 2015, the CFPB put out “RESPA Compliance and 
Marketing Services Agreements” at files.consumerfinance.
gov/f/201510_cfpb_compliance-bulletin-2015-05-

respa-compliance-and-marketing-services-agreements.
pdf  to delve into the issue. In 2020, the CFPB put out 
some FAQs at https://consumerfinance.gov/compliance/
compliance-resources/mortgage-resources/real-estate-
settlement-procedures-act/real-estate-settlement-
procedures-act-faqs/#respa-section-8-marketing-services-
agreements-msas  to dive deeper into a few of the nuances. 

Entering into, performing services under, and making 
payments under MSAs are not, by themselves, prohibited 
acts under RESPA or Regulation X. In fact, MSAs are not 
referenced in RESPA or Regulation X. Ultimately, the 
determination of whether an MSA itself or the payments 
or conduct under an MSA is lawful depends on whether 
it violates the prohibitions under RESPA Section 8(a) or 
RESPA Section 8(b), or is permitted under RESPA Section 
8(c). The analysis under RESPA Section 8 depends on the 
facts and circumstances, including the details of the MSA 
and how it is both structured and implemented. …

Q&A

Ask the Compliance Guru
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An MSA is or can become unlawful if the facts and 
circumstances show that the MSA as structured, or 
the parties’ implementation of the MSA — in form or 
substance, and including as a matter of course of conduct 
— involves, for example:

• An agreement to pay for referrals.

• An agreement to pay for marketing services, but the 
payment is in excess of the reasonable market value 
for the services performed.

• An agreement to pay for marketing services, but 
either as structured or when implemented, the 
services are not actually performed, the services are 
nominal, or the payments are duplicative.

• An agreement designed or implemented 
in a way to disguise the payment for 
kickbacks or split charges.

Excerpt from Answer to Question 3 at RESPA 
Section 8: Marketing Services Agreements 
(MSAs): https://consumerfinance.gov/
c o m p l i a n c e / c o m p l i a n c e - r e s o u r c e s /
mortgage-resources/real-estate-settlement-
procedures-act/real-estate-settlement-
procedures-act-faqs/#respa-section-8-
marketing-services-agreements-msas

Q. What is the current open-end threshold 
for partial exemptions? When does it 
change?

A. The partial exemption open-end threshold 
is currently 500 transactions in each of the 
two previous years and is not currently 
scheduled to change. There is currently a 
full reporting exemption, which is currently 
set at 500 transactions in either of the two 
previous years, but will be decreasing to 200 
transactions on January 1, 2022.  

(3) ...an insured depository institution or 
insured credit union that, in each of the 
two preceding calendar years, originated 
fewer than 500 open-end lines of credit...
is not required to collect, record, or report 

optional data as defined in paragraph (d)(1)(iii) of this 
section for applications for open-end lines of credit that 
it receives, open-end lines of credit that it originates, and 
open-end lines of credit that it purchases.

12 CFR 1003.3(d)(3) – https://consumerfinance.gov/
rules-policy/regulations/1003/3/#d-3 

The final rule sets the permanent open-end threshold at 
200 open-end lines of credit effective January 1, 2022, 
upon expiration of the temporary threshold of 500 open-
end lines of credit.

Home Mortgage Disclosure Rule, p. 3 https://files.
consumerfinance.gov/f/documents/cfpb_final-rule_home-
mortgage-disclosure_regulation-c_2020-04.pdf 
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MEMBERSHIP UPDATES

First National Bank Alaska celebrates 100 years 
First National Bank Alaska opened with just two em-
ployees on January 30, 1922. Today,  First National is 
Alaska’s largest community bank with 28 locations in 19 
communities and more than 600 employees throughout 
the state. Few businesses reach 100 years, especially in 
Alaska, which became a state 37 years after the bank was 
established.

Key to reaching that milestone is investing in the Great 
Land. “For a century, our mission has been to  help Alas-
kans succeed,” said Betsy Lawer, Board Chair and CEO. 

That mission saw the bank through the Roaring ’20s, the 
Great Depression, a world war, earthquakes,  economic 
booms and busts, ever-changing technology, a pandem-
ic, and much more during the last 100  years. In 1964, 
Lawer’s father, then-bank president D.H. Cuddy, was the 
first Alaska business leader to  announce plans for recon-
struction after the Good Friday earthquake, unveiling 
blueprints for a new,  nine-story building in Anchorage. 
“We wanted to express the faith we had in Alaska and the 
Alaska  economy, despite this devastating earthquake,” 
Lawer said. “Believing in Alaska is at the foundation of  
our success and will be instrumental in shaping the next 
100 years of this state.” 

During the pandemic, First National once again stepped 
up to support Alaskans.  

“When you’re facing unprecedented challenges, you want 
to do business with people you trust. First  National was 
there helping us navigate every step. I don’t know what we 

would have done without  their guidance, experience and 
expertise,” said Mike Mortenson, President and CEO of 
Alaska Rubber  Group. 

Alaska Rubber Group was one of many local businesses 
who turned to First National for a Small  Business Admin-
istration Paycheck Protection Program loan. In total, the 
bank processed more than  5,500 PPP loans to help custom-
ers weather the economic collapse caused by Covid-19.

“We are responding to the pandemic like we’ve responded 
to events such as earthquakes and the oil  crash in the 
1980s — we find ways to continue to serve and support 
our customers and employees,”  Lawer said. In a matter 
of days, the bank created secure work-from-home systems 
and soon officers  worked overtime to help Alaskans apply 
for PPP loans. “I’m really proud of my team in how they  
embraced change,” Lawer said. “During the next 100 
years, I imagine people at First National will  continue to 
be positive and innovative. We will handle whatever the 
new world throws at us.” 

Alaskan-owned and operated since 1922, First National 
proudly meets the financial needs of  Alaskans. In 2021, 
Alaska Business readers voted the bank the “Best of Alaska 
Business” in  the Best Place to Work category for the sixth 
year in a row, Best Corporate Citizen for a third  year, and 
Best Bank/Credit Union. The same year, American Banker 
recognized First National  as a “Best Bank to Work For” 
for the fourth year in a row, and Anchorage Daily News 
readers  voted the bank one of the state’s top financial in-
stitutions in the ADN “Best of Alaska”  Awards.

Bank Member News
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Western Bankers Partners with BankerCollege  
to Provide High-Quality and Relevant Education
The Western Bankers are excited to announce a new partner-
ship with BankerCollege to provide high-quality education, 
training, and certification content. This new partnership 
will more than double WB’s on-demand and live webinar 
offerings. As a member of the Western Bankers, you will 
have access to discounted rates for all of the BankerCollege 
offerings, including webinars, boot camps, and certifica-
tions on topics covering regulations, compliance, cannabis, 
accounting, lending, payments, strategy, retail and com-
mercial banking, and operations, just to name a few. 

WB Web Pass holders and their employees will have un-
limited access, for the calendar year, to BankerCollege’s 

400+ webinars, and significantly discounted pricing for 
workshops, certifications, and much more.

The full catalog of BankerCollege courses and webinars 
are also available for individual purchase. Use the code 
“WB10FORALL” for 10 percent off! WB members may 
reach out to Gina Titus at gtitus@westernbankers.com 
for special member discounts. 

To purchase a WB Web Pass, please contact Gina Ti-
tus at gitus@westernbankers.com. Learn more about 
the BankerCollege offerings, please visit: https://www.
bankercollege.com/pages/western-bankers.
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At Superior Press, our mission is to delight our clients with 
superior service and innovative solutions. Trusted by finan-
cial institutions and businesses for 90 years, Superior Press 
specializes in providing complete, personalized treasury 
management solutions including check printing, financial 
forms, cash vault supplies, hardware and asset fulfillment, 
and treasury and technical assistance call centers. Clients 
experience the Superior Press difference through dedi-
cated service representatives, expedited order processing, 
user-friendly online ordering systems, and flexible service 
agreements. It is our mission to delight each client and to 
successfully deliver On Time. The First Time. Every Time.

Website: superiorpress.com

The principals and examiners of Restuccia & Harrison have 
been providing independent credit review, examination and 
auditing/compliance services since 1985. We work with nu-
merous financial institutions in the Western States. Our team 
of highly qualified examiners includes former CCOs, regula-
tory credit administrators and special asset officers. We cus-
tomize our audits to fit the needs of our clients and provide 
both on and offsite examination services, focusing on quality, 
efficiency and professionalism. Our reviews include an evalu-
ation of credit quality, loan documentation, underwriting, 
compliance with lending regulations and laws, and ongoing 
portfolio management. We aim to add value to the credit re-
view process by providing feedback on procedure and pro-
cess, industry trends and serving as a year-round resource to 
credit management. Our user-friendly work product is in dig-
ital format and serves as a tool to our bank clients as well as 
their accountants and regulators. In addition to credit review, 
we provide SOX audits, ALLL/ACL reviews, concentration 
reviews, stress test review, loan origination audits, loan policy 
reviews and loan servicing reviews.

Website: randh.us.com 
Fidelity National Fund Control (FNFC) has managed bil-
lions of dollars in construction funds on both commercial 
and residential assets. As the longest standing construction 
risk mitigation company, we have weathered the economic 
challenges by successfully guiding our clients through the 
construction lending maze. 

Construction lending is highly profitable but filled with intri-
cate details and complexities. FNFC partners with the lender 
to deliver customized construction management solutions. 
We offer a full suite of services managing the risk prior to 
the loan closing (builder validation and project feasibility) 
combined with post-close services (draw management and 
site visits) ensuring the project is completed on-time, within 
budget and lien free. Throughout the construction process, 
we stand prepared to guide lenders through the state-by-
state complexities, called mechanics’ lien laws. We provide 
the lender with a complete construction tool kit so they can 
focus on what they do best — originate.

Website: fnfundcontrol.com

GeoDataVision has been helping its clients reimagine how 
CRA and Fair Lending Compliance is done since 1994. Len 
and his staff at GeoDataVision know knowledge is power and 
believe regulations like CRA and Fair Lending, although bur-
densome, can provide banks with a wealth of information that 
can help them better serve their communities and become more 
successful institutions when used properly. GeoDataVision 
prides itself on its stellar reputation, with almost three decades 
of excellence, serving thousands of banks across the country. 
What sets GeoDataVision apart is its use of the most sophis-
ticated GIS mapping technology available to help their clients 
visual markets and to identify opportunities and weaknesses 
within a client’s performance and the markets they serve.

Website: geodatavision.com 

New Associate Members

RESTUCCIA &
HARRISON, INC.
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Abrigo
Persis S. Tuttle
Events Marketing Manager
(984) 242-2710
abrigo.com

Advanced Business Solutions, LLC
Sandy Moll
President
(913) 731-6007
abs-core.com

Aldrich & Bonnefin, PLC
Mark E. Aldrich
Principal
(949) 474-1944 x3209
ablawyers.com/

ALM First Financial Advisors
Madi Wright
Marketing and Events Manager
(214) 451-2399
almfirst.com

Associated Bank
Whitney Banker
AVP-Foreign Exchange Sales
(800) 320-5442
associatedbank.com/

Automated Financial Systems, Inc. (AFS)
Rene B. Coady
Director of Marketing
(484) 875-1120
afsvision.com/

Bank Compensation Consulting
Stephanie Rogers
Office Manager
(214) 919-2907
bcc-usa.com

Bankers Healthcare Group
James Crawford
EVP Institutional Sales/BHG Board 
Member
(315) 415-9511
bhg-inc.com

BankTalentHQ
Maddison Harner
(217) 789-9340
BankTalentHQ.com

BankWork$
Sherry Cromett
President
(883) 720-1602
bankworks.org/

Berkley Financial Specialists
Pete Verretto
Assistant Vice President, Territory Director
(206) 802-3076
berkleyfs.com

Blanchard Consulting Group
Mike Blanchard
Chief Executive Officer
(770) 672-6767
blanchardc.com

BMA Banking Systems
Kevin Stevenson
Senior Vice President
(801) 887-0121
bmabankingsystems.com

Buchalter
Barry A. Smith
Shareholder
(213) 891-5061
buchalter.com

Celero Commerce
Kristia Poppe
Vice President of Bank Relationships
(360) 333-4317
celerocommerce.com/

Chatham Financial
Benjamin M. Lewis
Managing Director, Business Development
(720) 221-3510
chathamfinancial.com/

Chrisman & Company
Timothy R. Chrisman
Founding Partner
(213) 620-1192
chrismansearch.com

CogniVision
Basker Krishnan
President
(626) 844-2050
cognivision.com

Associate Member Directory

CONTINUED ON PAGE 24
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Compliance Alliance, Inc.
Scott Daugherty
President/General Counsel
(888) 353-3933
compliancealliance.com

Computer Services, Inc. (CSI)
Zaid Akhter
Regional Vice President
(408) 316-3317
csiweb.com

Cook Solutions Group
Randy Neu
CMO
(844) 305-2665
cooksolutionsgroup.com

Covington & Burling LLP
Jean Gallagher
Legal Secretary
(202) 662-6198
cov.com/

Crowe LLP
Erin Twitchell
Audit Senior Manager
(818) 325-8682
crowe.com/

D.A. Davidson & Co.
Rory McKinney
Head of Investment Banking
(310) 500-3865
dadco.com

Darling Consulting Group
Mark Haberland
Managing Director
(978) 463-0400
darlingconsulting.com 

DocFox
Ryan Canin
Chief Executive Officer
(650) 334-6213
docfoxapp.com/

Doxim
Kelly Larson
Regional Account Director, US CFI
(970) 829-0294
doxim.com/

Duane Morris LLP
Arthur A. Coren
Partner
(213) 689-7460
duanemorris.com/

Elan Advisory Services
Gina L. Bannister
Vice President | Payments Advisor
(513) 377-0525
elanadvisoryservices.com

Federal Home Loan Bank of San Francisco
Claudia Hurtado
Executive Administator, Assoc.
(415) 616-2756
fhlbsf.com

FHN Financial
Trae Winston
Analyst
(901) 435-8757
fhnfinancial.com

Fidelity National Fund Control
Penny Roach
Vice President, Banking Partnerships
(303) 549-6466
fnfundcontrol.com

Fitech
Erin Jester
Director of Sales
(559) 908-4010
fitech.com/

FPS GOLD
Matt DeVisser
President
(801) 550-7188
fps-gold.com

Frandzel Robins Bloom & Csato, LC
Hemal K. Master
Attorney
(323) 852-1000
frandzel.com/

Freddie Mac
Deah Shaw
Government Relations Senior
(202) 434-8616
freddiemac.com/

Gerrish Smith Tuck, PC
Philip K. Smith
Chairman & CEO
(901) 767-0900
gerrish.com

GMR
Joshua Wilken
Business Development Manager
(972) 772-1284
gmr1.com

CONTINUED FROM PAGE 23
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Goodwin Procter LLP
Meredith Sherritt
Business Development Coordinator
(212) 459-7223
goodwinprocter.com/

Gradifi, Inc.
Kate Winget
Chief Sales Officer
(617) 478-3068
gradifi.com/

Haberfeld
Brett Walburn
Sr. Vice President
(402) 323-3612
haberfeld.com

HC3
Abby Heinke
Marketing Coordinator
(205) 838-2863
HC3.IO

Hogan Lovells US LLP
Richard A. Schaberg
Partner
(202) 637-5671
hoganlovells.com

Holman Capital Corporation
Lance S. Holman
President & CEO
(949) 981-0237
holmancapital.com

Hopkins & Carley
Ross Adler
Attorney
(408) 286-9800
hopkinscarley.com/

InterWest Insurance Services, LLC
Karen Esquibel
Director of Business Development
(916) 609-8484
iwins.com

Invictus Group, LLC
George Dean Callas
Chief Rev. Officer and National Sales Direc-
tor
(718) 219-0441
invictusgrp.com/

IP Services
Mark Allers
Strategic Advisor
(503) 705-4778
ipservices.com

Janney Montgomery Scott LLC
Greg Gersack
Head of Equity Capital Markets, Managing 
Director
(312) 523-3325
janney.com 

Keefe, Bruyette & Woods,  
A Stifel Company

Meliza Manag
Senior Administrative Assistant
(415) 591-5020
kbw.com/

Lane Powell PC
Kenneth R. Haglund
Attorney; Corporate, Securities  
and M&A Team Co-Chair
(503) 778-2148
lanepowell.com

Manatt, Phelps & Phillips, LLP
Thomas D. Phelps
Partner
(714) 371-2520
manatt.com/

MANTL
Yvette Castro
Sr. Events Manager
(714) 478-1211
mantl.com/

Meriplex
Taya McWilliams
Marketing Develop. Manager
(970) 631-3853
reliableitmsp.com

MJC Partners, LLC
Michael J. Cavallaro
Managing Partner
(213) 279-0491
mjcpartners.com

Moss Adams LLP
Derek D. Criswell
Partner
(916) 503-8115
mossadams.com

NatureTrak, Inc.
Dan Fowkes
Chief Revenue Officer
(503) 314-4348
naturetrak.com

CONTINUED ON PAGE 26
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nCino
Liz Bruning
Senior Conference & Event Specialist
(910) 368-1511
ncino.com

Newcleus, LLC
Amy Feminella
Director of Marketing
(267) 291-2130
newcleus.com

Next One Staffing
Ryan Buxbaum
President
(707) 328-3360
nextonestaffing.com

Office Depot
officedepot.com

Pearl Meyer
Daniel Wetzel
Managing Director
(213) 438-6515
pearlmeyer.com

Pillsbury Winthrop Shaw Pittman LLP
Rodney Peck
Partner
(415) 983-1516
pillsburywinthrop.com

Piper Sandler & Co.
Peter Buck
Managing Director
(415) 978-5051
PiperSandler.com

PMA Financial Network, LLC
Todd Terrazas
VP - Institutional Sales
(630) 657-6400
pmanetwork.com

PULSE, a Discover Company
Alia Garces
Consultant, Assoc. Relations & Events
(346) 204-6120
pulsenetwork.com

Q2 Software, Inc.
Stephanie Irwin
Manager, Executive Briefing 
Program
(512) 682-4553
q2ebanking.com

Qualtik
Jen Adcock
SVP Sales
(512) 596-8681
qualtik.com

Restuccia & Harrison, Inc.
Kelly Bruns
CEO and Audit Director
(707) 631-6185
randh.us.com/contact.html

RSM US LLP
Julie Doden
Marketing Development Sr. Associate
(415) 510-6122
rsmus.com/

SBS CyberSecurity
Andy Meyer
Account Executive
(605) 270-9381
sbscyber.com

Sheppard, Mullin, Richter & Hampton LLP
Robyn Geffre
Senior Marketing Manager
(121) 361-7543 x2
sheppardmullin.com/

Shield Compliance
Brian Storey
Business Development Officer
(425) 276-8238
shieldbanking.com/

Strategic Resource Management, Inc. (SRM)
Mary Casler
Events
(682) 386-3919
srmcorp.com

Strategic Risk Associates (SRA)
Laura Wallman
Manager of Sales Op. & Lead Generation
(585) 381-2768
srarisk.com

Strunk, LLC
Kristi Daly
Sr. VP, Solution Sales & Support
(713) 423-0926
strunklp.com

Stuart | Moore | Staub
Sam Moore
Office Manager
(805) 545-8590
reitnerandstuart.com

Superior Press
Brenda Gollihue
Marketing Coordinator
(562) 368-1700 x6025
superiorpress.com

CONTINUED FROM PAGE 25
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Turner Warren Hwang & Conrad AC
Kara Hidden
Support Services Representative
(800) 774-1717
twhc.com/

Verafin
Paul Gauci
Marketing & Events  
Coordinator
(709) 693-8414
verafin.com/

Vitex, Inc.
Eric Devine
President
(704) 663-2544
vitex.com/

Wilshire Finance Partners
Donald Pelgrim
Chief Executive Officer
(310) 736-1370
wilshirefp.com

Wipfli LLP
Mary Boortz
Administrative Manager
(715) 858-6677
wipfli.com/

WolfPAC Integrated Risk Management
Michael D. Cohn
Director, Principal
(617) 428-5488
wolfandco.com/

Wolters Kluwer Financial Services
James Mallett
Director of Sales
(888) 326-0666
bankerssystems.com

Woodside Credit
Mitch Shatzen
President & COO
(714) 227-0997
woodsidecredit.com
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Bank Presidents Seminar
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WE KNOW BANK 
MARKETING.

NFRCOM.COM/MARKETING

When your business needs creative 
solutions to grow, whether it’s a small 

project or short-term campaign, 
freshening your brand or retooling your 

entire marketing strategy — you’ll find the 
best ideas here.

NFR Communications has been a 
creative hub for banking since 1992. Set 
your business up for success by working 

with our award-winning marketing and 
creative services division.

TRUST THE  
EXPERTS
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