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GET THE SHIELD CANNABIS BANKING PLAYBOOK:
ShieldBanking.com/cannabis-banking-playbook

To ensure the processes, procedures, technology, and trained staff  are in place 
to serve this industry, bankers need to start with a plan. Having a clear understanding 
of what is required to serve cannabis businesses and minimize risk to the fi nancial 
institution will help bankers prepare for the upfront costs associated with cannabis 
banking and develop the policies and procedures needed to hit the ground running. 
With regulations varying from state to state, it’s a complex industry with high 
costs, requiring a considerable investment of time and energy.

Compliant banking operations require continuous enhanced due diligence 
to help guard against risks such as:

A Robust Illegal Market. According to New Frontier Data, the legal 
cannabis market in the U.S. is expected to reach $41 billion by 2025. 
Unfortunately, the illicit market, valued at $65 billion by some estimates, 
is shrinking at a slower pace. Financial institutions must ensure that funds 
coming through their doors are from legal channels.

Bad Actors. To ensure bad actors are not attaching themselves to good 
businesses, enhanced due diligence conducted around underlining benefi cial 
owners will continue to be at a heightened level for the foreseeable future.

Legacy Cash. Because the cannabis market existed as a cash business 
long before legalization and because the industry continues to operate largely 
as a cash business, a strong BSA/AML program will help ensure that funds 
coming into the fi nancial institution are from legal cannabis operations.

While the added burden and cost associated with serving this industry may limit 
the total number of participants in the short term, we expect competition from 
fi nancial institutions to steadily increase as more states launch legal programs 
and we get closer to federal recognition. 

Financial institutions that invest in technology to improve effi  ciencies and lower 
costs today will be able to scale as the industry grows and have a competitive 
advantage when the economics of the industry change over time and new banks 
and credit unions enter the market.

Informed by the experiences of pioneering bankers across a growing number 
of states with legal medical and adult-use programs, the Shield cannabis banking 
playbook defi nes a path forward for fi nancial institutions to serve cannabis-related 
businesses compliantly while benefi ting from the fi nancial rewards of this market.

The emerging legal cannabis industry brings signifi cant growth potential, along with challenging operational 
demands and complex regulations. But cannabis banking does not have to mean high-risk banking.

Build a Winning 
Cannabis Banking Program

Cannabis banking, simplifi ed.

Shield Compliance transforms 
how fi nancial institutions manage risk, 
comply with regulations, and address 
the operational demands of the legal 
cannabis industry.

Compliance management for fi nancial 
institution daily operations, including case 
management and automated reporting.

Informed account application process for 
underwriting and onboarding cannabis 
business accounts.

Compliant mobile payment and payroll 
solutions to reduce cash transaction 
dependency.

See how Shield Compliance is helping 
fi nancial institutions earn the benefi ts of 
a compliant cannabis banking program.

info@shieldbanking.com
(425) 276-8235

GET IT TODAY

GET THE GUIDE TO COMPLIANT CANNABIS BANKING
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Message From WB President and CEO
Stephen G. Andrews

e had high hopes that 2022 would provide 
a measure of “normalcy.” Unfortunately, 
we find ourselves navigating new challenges 
including inflation, a turbulent economy, and 

the impacts of an ongoing war abroad. Although the 
threat of the pandemic has been waning, we are keenly 
aware of the impact that economic uncertainty has on 
you, our members, and your customers. We are com-
mitted to helping you confront the challenging head-
winds through information sharing, advocacy efforts, 
education programs, and other resources. 

Advocacy
Our government relations team is working hard on 
many measures that may, if passed, impact the indus-
try both in California and at the federal level. 

The legislature will approve a budget for the 2022-
2023 fiscal year in California. Legislators and advo-
cates are working feverishly to advance legislation 
before the legislature adjourns for the summer recess. 
Legislators return on August 1 and will have only one 
month to pass legislation before they adjourn for the 
final recess on August 31.  

The advocacy team will travel to Washington, D.C., for 
our annual joint summit with the Florida Bankers Asso-
ciation in September. The schedule will include meetings 
with legislators and regulators. The Summit will be held 
September 27-29, 2022. We hope that you will consider 
participating as your perspectives are critical to educat-
ing and providing context for legislators as they think 
about legislation that impacts our industry.  

W

We are committed to 
helping you confront 
the challenges through 
information sharing, 
advocacy efforts, 
education programs, 
and other resources. 

Stephen G. Andrews

President and CEO

Western Bankers

SAndrews@westernbankers.com

WB remains committed to helping  
you confront today’s challenges



7WesternBanker |  Issue 3 2022

If you are interested in participating, please reach out 
to Dee Peach at dpeach@calbankers.com.  

Professional Development
The past few weeks have been a wonderful whirl-
wind. First, we were thrilled to see so many friendly 
faces at our Annual Conference in Kauai, Hawaii, 
which drew more than 500 bankers, vendors, and 
guests to the tropical island. This event reinforced 
how important in-person meetings are to foster cama-
raderie, network with peers, and learn about the lat-
est technologies, opportunities, challenges facing the 
industry, and legislative and regulatory updates. In 
addition to a packed agenda, attendees enjoyed sev-
eral special events, including a phenomenal Luau. We 
are grateful to all who participated and to our WB 
team for their hard work putting this event together. 
We hope you will mark your calendar for the 2023 
Annual Conference that will be held May 5-10, 2023 
at the Grand Wailea on the island of Maui.   

We also hosted a successful Women in Banking 
Forum. The event, which celebrates women in the 
banking industry, was held at the Hyatt Regency in 
Huntington Beach, California, and featured speakers 
who inspired, educated, and motivated the audi-
ence, including bankers with varying experience and 
expertise. This event has traditionally identified a 
pay-it-forward partner, and this year was no excep-
tion. Project Hope Alliance, based in Orange County, 
Calif., works directly with students experiencing 
homelessness, ensuring that students graduate high 
school and end the cycle of homelessness. It was in-
spiring to see the enthusiasm from our members and 
their support for this non-profit that does so much 
good in the community. 

Looking forward to July, we will be hosting a virtual 
Directors Forum which will feature topics includ-
ing bank valuation, ransomware, talent acquisition, 
strategic planning, and much more. In September, we 
will host our first Fintech & Cannabis Conference in 
San Diego. This in-person event is designed for risk 

managers, CEOs, CAOs, CIOs, COOs, IT managers, 
network managers, security officers, and compli-
ance professionals. It will feature experts present-
ing on new and emerging technologies that support, 
streamline, and improve bank services and processes. 
In addition, sessions cover cryptocurrencies, digital 
banking, payments, lending, RegTech, banking can-
nabis risks, opportunities, and legislative updates. 
CPE credits will be offered. 

Education
We are excited to announce a new partnership with 
Focused Results, a virtual training series geared to-
wards branch managers, assistant branch managers, 
teller supervisors, and lead frontline professionals.

As part of our partnership, we are pleased to offer the 
“Branch Manager Bootcamp,” a four-part program 
that includes the following topics: Leading Service 
Excellence, Enhancing Business Development, Main-
taining Superior Team Performance, and Managing a 
Successful Branch. The sessions are instructor-led and 
feature breakout sessions to discuss topics with peer 
bankers.

To learn more about the program curriculum, sched-
ule and pricing, visit our website at https://www.west-
ernbankers.com/bootcamp or reach out to Rosemary 
Storm at rstorm@westernbankers.com or by phone at 
916-438-4401

We are grateful for your trust, membership, and sup-
port, and look forward to seeing you at an upcoming 
event. 

Sincerely,
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n March, we were pleased to return to Washing-
ton, D.C., with California bankers for the American 
Bankers Association’s Washington Summit. During 

this visit, we met in-person with representatives from the 
California Congressional delegation. We will plan to travel 
back to Washington, D.C., a couple of more times this year, 
including our joint visit with the Florida Bankers Associa-
tion, scheduled for September 27-29.

Momentum continues to build relative to providing fi-
nancial services to cannabis-related businesses. The SAFE 
Banking Act has passed the House no less than six times. 
Support in the Senate is growing and there is optimism that 
if a bill were put up on the Senate floor, it would easily 
pass. The challenge is to convince Senate leadership to put 
the bill up.

With Sarah Bloom Raskin withdrawing her nomination as 
a board member of the Federal Reserve, the Senate Banking 
Committee moved forward in approving Fed nominees — 
Jerome Powell, Phillip Jefferson and Lisa Cook. Approval 
by the full Senate is forthcoming.  

On the regulatory front, March was busy. The SEC pub-
lished draft rules on climate-related financial risk disclo-
sures applicable to publicly-traded companies. The FDIC 
issued a request for information on bank mergers and a 
separate request for comment on draft principles provid-
ing a framework for the safe and sound management of 

exposures to climate-related financial risks applicable to in-
stitutions with more than $100 billion in assets. The FDIC 
framework resembles principles drafted in December by 
the OCC. 

Meanwhile, the CFPB is sharpening its focus on overdraft 
protection and has been critical of what the bureau de-
scribes as “exploitive junk fees.” In early April, the Cali-
fornia Bankers Association joined a letter with peer state 
banking trade associations and the American Bankers As-
sociation responding to the bureau’s request for informa-
tion on this very topic. 

How the federal government tackles cryptocurrency and 
a central based digital currency remain unclear. In March, 
President Biden issued an executive order outlining a 
“whole-of-government approach to addressing the risks 
and harnessing the potential benefits of digital assets and 
their underlying technology.” The order prioritizes: con-
sumer and investor protection; financial stability; illicit fi-
nance; U.S. leadership in the global financial system and 
economic competitiveness; financial inclusion; and respon-
sible innovation. Bottom line, a lot more research and 
study by governmental agencies will be required.

California State Legislative Update 
As predicted, more than 2,000 measures have been intro-
duced by California state lawmakers. The California Bank-
ers Association’s advocacy team reviewed each of them, 

I

Federal Legislative Update
By Kevin Gould, EVP, Director of Government Relations, California Bankers Association
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identified those that are impactful, 
and is working with our volunteer-
led association policy committees to 
establish positions. We wish to ex-
press much gratitude for our volun-
teer leaders and all they do to sup-
port the association and the industry. 
Meanwhile, the California Legisla-
ture is conducting first house policy 
committee hearings on these mea-
sures. While not exhaustive, below 
are a few bills worth mentioning. 

SB 1176, as introduced, sought to 
establish a California Community 
Reinvestment Act (CRA) applicable 
to: state-chartered banks; state-
chartered credit unions; state li-
censed residential mortgage lenders; 
and, money transmitters. While sup-
portive of subjecting credit unions 
to the CRA, we oppose applying a 

state-level CRA to California state-
chartered banks, which in the case 
of SB 1176 went beyond the scope 
of the federal CRA. 

The measure has now been amended 
to require the Department of Finan-
cial Protection and Innovation to: 
1) conduct a peer group analysis of 

each licensee’s mortgage-related ac-
tivities as reflected in data provided 
pursuant to the Home Mortgage Dis-
closure Act; 2) seek information from 
regulators in other states that have 
enacted laws modeled after the CRA 
and identify best practices in admin-

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.

aba.com/RiskCertificates

New ABA Financial and 
Credit Risk Certificate

aba.com/RiskCertsWB

• Risk Management Frameworks
• Operational Risk Management
• Financial and Credit Risk Management

ABA RISK MANAGEMENT
CERTIFICATES 
Build Foundational Knowledge
with Online Training

CONTINUED ON PAGE 10
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istering such laws; and, 3) review the 
department’s statutory authority, reg-
ulations, and processes related to the 
examination of a licensee and deter-
mine whether the department has ad-
equate authority to examine a licensee 
for how well the licensee meets the fi-
nancial services needs of underserved 
communities.

The California Legislature is also very 
focused on climate change. Senate Bill 
260 requires entities with total annual 
revenues exceeding $1 billion and that 
do business in California to publicly 
disclose annually to the Secretary of 
State starting in 2025 Scope 1, 2 and 
3 greenhouse gas (GHGs) emissions. 
More specifically, the measure defines 
Scope 1 to mean all direct GHGs that 
stem from sources that an entity owns 
or controls, Scope 2 means indirect 
GHGs from electricity purchased and 
used, and Scope 3 measures “indirect 
greenhouse gas emissions, other than 
Scope 2 emissions, from activities of a 
reporting entity that stem from sources 
that the reporting entity does not own 
or directly control and may include, 
but are not limited to, emissions asso-
ciated with the reporting entity’s sup-
ply chain, business travel, employee 
commutes, procurement, waste, and 
water usage, regardless of location.” 
The measure will need to be reconciled 
with recently published draft regula-
tions by the SEC applicable to publicly 
traded entities. 

Another measure, Senate Bill 1301, 
for taxable years beginning on or af-
ter January 1, 2023, and before Janu-
ary 1, 2049, imposes a net income 
tax between 0.25 and 0.75 percent 
on financial institutions engaged in 
lending or underwriting of corporate 
bonds, government bonds, or equity 
issuances by a taxpayer that provided 
fossil fuel financing, that exceeds the 

fossil fuel financing threshold, in the 
previous taxable year. The tax will be 
assessed on any entity that finances 
fossil fuels in an amount equal to $1 
billion annually.

The California Legislature continues 
to struggle with addressing the supply 
of affordable housing with some legis-
lative solutions misguidedly imposing 
restrictions on the sale of residential 
real property. Assembly Bill 2710 pro-
hibits owners of residential real prop-
erty from selling their property until 
they have first offered it to a qualified 
entity which includes a tenant or cer-
tain organizations, like non-profits or 
community land trusts. Residential 
real property includes single-family 
dwellings occupied by a tenant and 
multi-family residential property 
whether occupied by tenants or va-
cant. The owner must provide notice 
to qualified entities and give them time 
to express an interest in purchasing the 
property. 

Another measure, Senate Bill 1323 
bifurcates the sale of property at 
foreclosure by requiring that proper-
ties where there is equity, defined as 
debt not exceeding 90 percent of ap-
praised market value, be sold by a li-
censed realtor. Property that does not 
have equity, defined at debt exceeding 
90 percent of appraised value, would 
proceed under the existing trustee auc-
tion sales process. For equity sales, the 
price must be set at the appraised value 
for at least 20 days. If not sold within 
that time-period, the price may be re-
duced by four percent and listed for 
another 20 days. This process repeats 
itself six times, or 120 days, at which 
point the unsold property may be sold 
by a trustee’s auction.

Privacy continues to be highly topical. 
Among dozens of other privacy-relat-
ed measures, the business community 
has prioritized the continuation of the 

employee and business-to-business ex-
emptions within the California Privacy 
Rights Act (CPRA) that are otherwise 
set to expire on January 1, 2023. 
Three measures are pending legislative 
consideration – Assembly Bill 2871/
Senate Bill 1454 extending the exemp-
tions indefinitely and Assembly Bill 
2891, extending the exemptions until 
January 1, 2026. 

Simultaneously, the California Pri-
vacy Protection Agency is embarking 
on their CPRA mandated rulemaking. 
The agency conducted informational 
sessions in late March as a means to 
inform their rulemaking and they 
plan to conduct stakeholder sessions 
in April. Final adopted rules are ex-
pected in Q3/Q4 of 2022. The rule-
making will consider, among other 
things, cyber security audits and risk 
assessments (that must be regularly 
sent to the Agency), examinations of 
a business’ compliance with the law by 
the agency, and the use of automated 
decision-making systems by businesses 
subject to the CPRA. 

The California State Legislature will 
adjourn no later than midnight on 
August 31. A lot can, and will, happen 
between now and then. We will look 
forward to sharing updates in future 
articles. In the meantime, please let us 
know how we can support you.

Kevin Gould is the Executive 

Vice President and Director of 

Government Relations for the 

California Bankers Associa-

tion. 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 registered lobbyists. 

Gould’s advocacy responsibilities and issues focus 

mainly in the areas of bank operations, commercial 

lending, and wealth management issues. You can 

reach him at kgould@calbankers.com.

CONTINUED FROM PAGE 9
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t is often said women should have “a seat” at the table. The board of directors and executive leadership at Five 
Star Bank believe women should have many seats, from the C-Suite to the board room. In this Q&A, three 
women on Five Star Bank’s board of directors share their perspectives on how diversity impacts business success 

and offer advice on women seeking board positions.
I

Women on Bank Boards:  
Q&A with Five Star Bank’s Directors
By Shelley Wetton, SVP, Chief Marketing Officer, Five Star Bank

Why is diversity of thought  
important at the board level?

What is your view of a legislated 
approach to board diversity? 

A board that is diverse in thought brings fresh perspec-
tives and approaches to the challenges businesses face. 
Also, a variety of skill sets creates a healthy balance in 
making key decisions.
— Deary-Bell

Diversity is so important; it’s critical in every room, but 
especially in a board room. Diverse voices around the 
table allow for robust problem-solving and help create a 
successful business strategy that reflects the diversity of 
the customers we serve.
— Lucas

All boards have finance, accounting and legal profession-
als as their cornerstone, but our world is changing quickly 
and ESG is a factor. People with a wide array of expertise 
including marketing, innovation, human resources and 
Diversity, Equity and Inclusion, become more critical to 
the conversation.
— White

It’s disappointing states have had to mandate diversity 
on corporate boards as a legal requirement. This should 
be happening organically. Shareholder and investor sen-
timent are moving the needle toward more action and 
compliance, and institutional investors are pushing for 
board diversity as well. In addition to boosting gender 
and racial diversity, this may also be an opportunity to 
diversify in terms of professional backgrounds and skills 
which align with the voices of diverse clients, customers 
and other stakeholders.
— White

As a businessperson, I generally do not like mandates. 
However, I do think diverse boards will help business and 
corporate America. In the long run, this was such a good 
thing.
— Lucas
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CONTINUED ON PAGE 14

THE PANEL

Shannon 
Deary-Bell
Five Star Bank director 
and President & CEO 
Nor-Cal Beverage Co.

Donna 
Lucas
Five Star Bank director 
and President & CEO 
Lucas Public Affairs

Leigh 
White
Five Star Bank director 
and Chief Revenue Officer
Vydiant, Inc.

Five Star Bank is a publicly 

traded (Nasdaq: FSBC) California-

based community business bank 

committed to Environmental, 

Social and Governance (ESG) 

initiatives and a robust Diversity, 

Equity and Inclusion program. 

Recently, Five Star ranked among 

S&P Global Market Intelligence’s 

Top 100 Performing Community 

Business Banks in the nation for 

banks with assets below $3 billion.  

What cultural changes do you 
believe are yet to happen in the 
corporate world?

There has been a perception 
that there are not enough 
viable female candidates for 
board positions. What are your 
thoughts?

We’ve come a long way, but I think the biggest cultural 
change is that corporate leaders and shareholders are 
now recognizing that a strong diverse team is also good 
for business. Studies have shown that diverse boards and 
executive teams are also some of the most profitable busi-
nesses. A McKinsey study found that the most diverse 
companies are more likely to outperform less diverse 
peers on profitability and are, in fact, 43 percent more 
likely to experience higher profits.
— Lucas

There is much more transparency and much more ac-
ceptance to collaborate with others outside our normal 
sphere of influence and this will continue to accelerate. 
Culture and environment are at the top of everyone’s list 
whether you are a CEO or a job seeker looking for a 
position.  An adaptive culture provides a foundation for 
innovation and business transformation.”
— White

 I don’t agree with that. In order to find viable female 
candidates for board positions, you just need to look in 
the right places. Organizations should take the time to 
research and recruit future board members. Reaching out 
to leadership organizations for diverse candidates is also 
helpful.
— Lucas

It is my firm belief that there are plenty of qualified wom-
en in business today and it is imperative that CEOs and 
nominating committees that are looking to fill an execu-
tive position or board seat open-up their approach and 
search to find them.
— Deary-Bell
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What is your advice to women 
who want to move up both within 
the executive level and to the 
board?

What skill sets are required to be 
an effective board member?

It all starts with talent and work ethic, and perhaps, do-
ing things that may be outside of one’s comfort zone. By 
this I mean possibly taking on a new role within their 
company. Learning and constantly setting new goals or 
heights within yourself will result in achievements and or 
interests you never knew you had.
— Deary-Bell

Relationships are the key and take a while to cultivate. 
Letting business leaders know where your interests lie, 
and letting your connections know you have an ambition 
to join a board, helps. Word of mouth, referrals and tim-
ing are factors. Not everyone wants to sit on a board – it 

An effective board member should have the 
ability to listen and be a quick learner.  You 
should be confident enough to communicate 
or voice your opinion even if it might conflict 
with the majority opinion. Continued educa-
tion is always needed to stay up on current 
laws, regulations and/or expertise that pertain 
to the board you are serving.
— Deary-Bell

 It is important to have a strategic mindset and 
critical thinking skills in addition to financial 
skills. It is also important to have the confi-
dence to speak up and challenge the board to 
consider other perspectives. Being an effective 
board member requires looking for new ways 
to innovate while addressing market concerns 
related to ESG and climate change which affect 
our clients and shareholders.
— White

It is so important to be curious and to ask 
questions. Never be afraid to speak up. You 
are in the room for a reason – use your voice.
— Lucas

Shannon Deary-Bell, Donna Lucas and Leigh White will participate 

on the panel, Women Bank Directors: Board Service in the New 

Millennium, at Western Bankers’ Women in Banking Forum in May.

is a big lift and huge responsibility. With this in mind, let 
it be known within your circle of influence. Also, con-
tinue to grow your skill sets. In my case, I am working 
toward an MBA to create more value.
— White

Women who want to move up within the executive level/
to the board should get involved with leadership groups. 
You need to find a way to serve. This is another exam-
ple of the importance of doing your research. Educate 
yourself on the required essential qualities in exceptional 
board members and then actively seek opportunities to 
grow in these areas. And if you’re on a board, do as much 
training and board education as you need. An informed 
board member is an effective board member.
— Lucas

CONTINUED FROM PAGE 13
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lthough the world of cryptocurrency is steadily ex-
panding and gaining popularity, traditional banks 
are hesitant to adopt the use of these digital as-

sets — believing that their inherent risks outweigh their 
potential benefits. However, regulatory agencies such as 
the Office of the Comptroller of the Currency are working 
to change banks’ perception of digital currencies, believ-
ing that these assets could positively drive financial institu-
tions to a new era of innovation and efficiency.

Recently, the OCC issued several interpretive letters de-
tailing how traditional financial institutions can enter 
into transactions (or develop services) involving digital 
currencies. This effort coincides with the OCC’s hope 
that additional regulatory guidance will help banks be-
come more comfortable with these digital assets. In early 
January, the OCC announced that national banks and 
federal savings associations can now use public block-
chains and stablecoins to perform payment activities. 
This opens the door for banks to have the ability to pro-
cess payments much quicker and without the need of a 
third-party agency. Essentially, this clarifying letter puts 

blockchain networks in the same category as SWIFT, 
ACH and FedWire, paving the way for these networks to 
be part of the larger banking ecosystem.

Banks may be wary of cryptocurrency, thinking that trans-
actions involving these assets present heightened risk and 
require lengthy and expensive due diligence. But digital 
currencies can offer many benefits to financial institutions 
and their customers, they just need to take the leap.

Why Banks are Cautious of Cryptocurrencies
According to a study conducted by the Association of 
Certified Anti-Money Laundering Specialists (ACAMS) 
and the U.K.’s Royal United Services Institute, nearly 
63 percent of respondents who work in the banking in-
dustry perceive cryptocurrency as a risk rather than an 
opportunity.

Decentralized Nature
Crypto assets were created as an alternative to tradi-
tional banking infrastructure that don’t need an inter-

A

How Cryptocurrencies May 
Impact the Banking Industry
By Marissa A. Scicchitano, CPA, Wolf & Co.
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mediary and aren’t tethered to the 
capacity of a centralized govern-
ment, bank, or agency. Instead of 
relying on centralized intermediar-
ies in these transactions, the trust is 
placed in the blockchain code and 
the distributed nature of the block-
chain.

A cryptocurrency that’s managed by 
a central bank diminishes the appeal 
of the asset in the first place, so some 
banks don’t believe that they’ll be 
able to enter this space successfully. 
The decentralized nature of the cur-
rency is seen to undermine the au-
thority of central banks, leaving some 
to believe that they won’t be needed 
anymore, or they’ll be unable to con-
trol the money supply.

AML/KYC Concerns
Cryptocurrencies allow for peer-to-
peer transactions without a regulated 
intermediary, giving the user the abil-
ity to easily transfer funds quickly 
without having to pay transaction 
fees. Instead of identifying the trans-
action by an individual bank account 
through a financial institution, trans-
actions are simply linked to the trans-
action ID on the blockchain.

This type of pseudonymity wor-
ries many banks who are concerned 
about the lack of anti-money launder-
ing (AML) and know your customer 
(KYC) regulations surrounding digi-
tal currency transactions. Oftentimes, 
banks are under the impression that 
cryptocurrency transactions can’t be 
tracked for AML and KYC consider-
ations, which could lead to illegal ac-
tivity and scams on the network.

Volatility
The price of cryptocurrencies (bit-
coin specifically) have generally 

been volatile over their short life. 
There are many reasons for this in-
cluding market size, liquidity, and 
the number of market participants. 
Banks see this as a risk because 
historically, the price hasn’t been 
stable, so they believe the currency 
might not remain a stable invest-
ment vehicle over time.

How Banks Can Get Involved 
in the Cryptocurrency Industry
To avoid being left behind, banks 
need to find a way to embrace this 
technology and treat it as a friend 
rather than an enemy. Cryptocur-
rency adoption could streamline, 
enhance, and upgrade financial ser-
vices, and there are plenty of recent 
industry advancements that can ease 
banks’ concerns around the risks 
and instead let them recognize the 
potential benefits.

Custody Services
In July, the OCC stated that banks 
and savings associations could pro-
vide crypto custody services for cus-
tomers, including holding unique 
cryptographic keys associated with 
accessing private wallets. This means 
that the OCC believes that banks 
could safely and effectively hold ei-
ther the cryptocurrency itself, or the 
key to access crypto on a personal 
digital wallet for its customers.

Easy Onboarding & Expert 
Assistance
Banks could help bring new, less ex-
perienced individual investors into the 
space by developing tools that would 
facilitate the adoption of crypto by 
their customers. For example, inexpe-
rienced cryptocurrency investors may 
not have the capabilities to set up 
their own wallet to custody their own 
cryptocurrency. Rather than leaving 
their cryptocurrency “off exchange” 
or at an unregulated third party, they 
may find it easier and more secure to 
hold it within a trusted financial in-
stitution.

Banks could offer interest-bearing 
crypto accounts, where customers 
could invest the crypto on the back 
end or through other financial tools. 
Banks might relieve some of the 
stress of investors that aren’t experts 
in the nuances of crypto by acting 
as a trusted third party that’s well-
respected in the finance industry and 
can keep investors’ assets protected.

AML/KYC Regulations 
Administered
In 2019, the Financial Crimes En-
forcement Network’s (FinCEN) de-
termined that any cryptocurrency 
transactions and custody services 
conducted through crypto entities 
that are considered money service 

This type of pseudonymity worries many 

banks who are concerned about the lack of 

anti-money laundering (AML) and know your 

customer (KYC) regulations surrounding digital 

currency transactions.
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businesses must still abide by AML/
KYC regulations. This will help 
avoid malicious transactions, ille-
gal activity, or scams using these 
platforms. These regulations could 
help banks and larger financial in-
stitutions conduct due diligence on 
customers involved in crypto trans-
actions, further diminishing their 
anxieties about the risks that these 
transactions pose.

There’s even a possibility that block-
chain technology could automate 
AML and KYC verifications. Block-
chain could potentially allow for a 
streamlined view of shared data on 
individuals between banks, loan offi-
cers, and other institutions. In other 
words, there could eventually be one 
blockchain that stores all customer 
data. This blockchain data could 
then be utilized by all financial in-
stitutions, allowing for fast reviews 
of customers to quickly identify any 
red flags insinuating nefarious or il-
legal activity.

Security Concerns
Banks can help mitigate the security 
concerns of cryptocurrency holders. 
Hacking of personal wallets and 
exchanges is a concern for many 
holders. Well-established banks 
could help secure digital currencies 
from theft or hacks, putting clients’ 
minds at ease. Bringing cryptocur-
rency under bank supervision could 
help diminish criminal activity or 
the appearance to outsiders that 
cryptocurrency transactions aren’t 
secure.

Payments
As indicated in the most recent 
OCC letter, banks can utilize pub-
lic blockchains, including stable-
coins, to speed up their payment 
processes. Blockchain technology 

provides a faster and less expensive 
alternative to clearing houses when 
processing transactions. The clear-
ing and settlements could occur at 
a much faster rate if banks utilized 
blockchain technology.

Smart Contracts
When entering into an agreement 
through a smart contract, there’s 
a reduced level of trust needed 
among parties because the suc-
cess of the transaction relies on 
computer code instead of an in-
dividual’s behavior. Banks could 
reinforce that trust by becoming 
a reliable third party that utilizes 
these smart contracts for mort-
gages, commercial loans, letters of 
credit, or other transactions.

Industry Trends
Here are just a few examples of dig-
ital currency adoption recently seen 
in the industry:

• JP Morgan has taken on two 
cryptocurrency exchanges 
(Coinbase and Gemini) as 
banking customers

• Fidelity Digital Assets is creat-
ing a crypto fund

• PayPal is now allowing crypto-
currency transactions on their 
network

Conclusion
Guidance and regulation surround-
ing digital assets is sparse, leaving 
many financial institutions wary of 
adoption. Concerns surrounding 
the security and stability of cryp-
tocurrency also hold banks back 
from entering this space — but 
instead of fearing the risks of this 
technology, banks should be look-
ing ahead to its potential benefits.

“Like other technology develop-
ments in the past, there was the 
potential for criminal activity,” 
said Brian Brooks, acting Comp-
troller of the Currency in a state-
ment. “There’s also an enormous 
potential for economic growth. 
So we don’t want to throw out 
those advantages because there’s 
a chance for criminal activity. In-
stead, we want to give compliance 
guidance to help banks innovate.”

Financial institutions should also 
shift from thinking of crypto as a 
competitor to that of a partner. 
Banks can actually play a signifi-
cant role in the crypto industry, 
adding some much needed assur-
ance and security to the largely un-
regulated environment. Adopting 
cryptocurrencies and blockchain 
technology overall can streamline 
processes and take banking into the 
next generation of efficiency and in-
novation.
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s the pandemic ebbs, bankers need to begin pre-
paring for a post-Covid or an endemic Covid 
world. Here are five questions and solutions for 

bankers to consider for staying in balance, in the out of 
balance world we currently operate in.

Will the Pandemic Be Good for Banking?
We are now two years into the pandemic in the United 
States. It has brought a number of seismic changes to 
banking, including a flood of deposits. Lending slowed 
to a crawl in many areas, outside of PPP lending. Con-
tinuity of operations was a key focal point, with ever 
changing Covid variants, mitigation rules and guide-
lines. The technology evolution became a revolution 
almost overnight, when banks were forced to shift to 
remote delivery. And we suddenly had nearly all of our 
staff working remotely, creating difficulties in manage-
ment and collaboration.  It has been a time filled with 
changes, challenges, and threats.

But as the pandemic evolves into an endemic, is there a 
chance that the pandemic will actually prove to be good 
for banking?  

As terrible as the pandemic has been in so many ways, it 
has forced change upon banking — in an industry that 
has been typically highly resistant to change. As demon-
strated in a survey conducted during a recent presenta-
tion I gave, 94 percent of bankers acknowledged there 
will be long lasting and/or permanent changes to bank-
ing as a result. This pandemic has given us the wake-up 
call we needed, to face the many challenges before us.

Most importantly, the pandemic has created the follow-
ing opportunities, so crucial to our future success:

• Shifting from physical to digital, thereby lowering 
costs.

• Reconciling the role of branches and other delivery 
channels, in improving efficiency and responding to 
shifts in customers’ preferences.

• Utilizing work from home, where possible, to lower 
facility costs and improve employee productivity, 
satisfaction, and retention.

• Developing new lines of business, to fulfill the new 
needs of our customers, such as rebuilding assets and 
debt reduction.

• Redefining our priorities and business model, to en-
sure sufficient growth and earnings over the long term.

As the pandemic abates, the tendency will be to go back 
to the old ways, because change is difficult. But for the 
long-term health of our industry, bankers must resist 
that tendency. Let the pandemic be a good thing for 
your institution.

Physical or Digital Delivery?
Over the past two years, the pandemic has greatly ac-
celerated the trend of shifting from physical to digital 
delivery in banking. As the pandemic abates, the big 
question is whether we will return to pre-pandemic lev-
els of digital delivery, or will customers continue their 
greater use of digital channels and remote means? Just 

A

Five Solutions for Staying In  
Balance in an Out of Balance World
By Joseph H. Cady, CMC, CS Consulting Group LLC
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as important is whether we should 
further encourage, incent, and ex-
pand digital usage. And finally, 
what role should branches play in 
the delivery of our lines of business 
(LOB) in an endemic world?

Most critically, recognize that 
shifting to digital delivery is to 
everyone’s advantage. For our 
customers, it is far easier to pick 
up the phone or log onto the PC 
and complete their business, than 
climb in the car and drive to the lo-
cal branch. For banks, it is by far 
our lowest cost delivery channel. 
Branches are costly, often running 
$1 million or more annually for 
operating each location. Combined 
with the strained economics of 
banking, maintaining and further 
accelerating the shift to digital de-
livery makes sense at many levels.

Such talk makes many bankers un-
comfortable. They ask, “How will 
we add new customers, make sales, 
and grow without branches?” An-
other concern is how you can com-
pete with a reduced physical pres-
ence, if few customers can “see” you.

Nevertheless, there are numerous 
examples of top performing institu-
tions with a strong affinity to their 
customers, with a very limited physi-
cal presence.

Does this mean that branches are 
evil, and no longer play a role in 
your LOB delivery? Of course not. 
To what degree they will play in the 
future will depend on each institu-
tion, your LOBs, customer base and 
expectations, and competition. Banks 
need to have an in-depth understand-
ing of their customers and what their 
delivery table stakes are. Today that 

often means quality digital tools, and 
access to people when it is needed. It 
also means understanding your eco-
nomic realities and necessities going 
forward, and what you can afford to 
offer your customers. Quite literally, 
in most cases, we can’t afford to go 
back to physical delivery as our pri-
mary delivery channel.

WFH or WFO?
As the pandemic abates, the criti-
cal question is whether to continue 
working from home (WFH), or to 
revert back to the prior ways, with 
most employees working from office 
(WFO). During the pandemic, WFH 
was good for productivity at most 
banks, but coming at the cost of col-
laboration and camaraderie. Recent 
surveys indicate that 70 percent of 
companies expected to return em-

CONTINUED ON PAGE 20
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ployees to the office, with the majority 
offering a hybrid approach. Specifical-
ly, a PWC survey found 70 percent of 
financial institutions believe that their 
employees should be WFO at least 
three days a week. Conversely, only 20 
to 37 percent of employees want that, 
with 53 percent of employees wanting 
to WFH three or more days a week, 
per McKinsey findings.  More discon-
certing is that about 30 percent of em-
ployees would consider switching jobs 
if they are forced to WFO full time. 
Clearly something has to give.

Not everyone has the discipline to 
work from home. Nor are all func-
tional tasks suited for WFH.  In both 
circumstances, the answers are clear, 
in moving those people and jobs back 
to the office.  That being said, bankers 
should not overlook the benefits of 
WFH for others, including increased 
productivity, improved employee sat-
isfaction, and the potential for cost 
reduction from less office space, utili-
ties, and the like.

If you are opting for a hybrid ap-
proach, to do this right will require 
rethinking work, and office purpose 
and design. Ideally, your offices tran-
sition from a place to do work, to a 
place to collaborate, foster commu-
nity, and innovate on those days you 
expect your employees to WFO.  Cau-
tion should be used to “force” those 
top employees to WFO for more days 
than they desire, or risk losing them. 
Same goes for those employees who 
have relocated their home far from 
your office  The goal should be pro-
viding employees with the flexibility 
to ensure their productivity, while 
also encouraging a positive work 
community and belonging.

How Have your Customers’ Needs 
Changed? How Must we Change?
As the pandemic abates, the question 
among bankers will be how much eco-

nomic damage has this event inflicted 
on our customers? Consequently, how 
will their financial needs change?

There has been damage. According to 
a recent JD Powers survey, 28 percent 
of Americans say the pandemic has ei-
ther devastated or severely hurt their 
financial situation. Another 43 percent 
report that it has somewhat hurt them 
financially. In a recent Pew Research 
Center study, more than 40 percent 
of non-retired adults say the pandem-
ic will make it more challenging to 
achieve their long term financial goals.

Given the impact of the pandemic 
on our customers, it really can’t be 
“business as usual” with the same old 
LOB offerings in an endemic environ-
ment. Redesigning your LOB offerings 
should start with new products and 
services focused on improving custom-
ers’ savings and liquidity, by helping 
them rebuild their assets and retire-
ment savings. Debt reduction for indi-
viduals and businesses should also be 
at the forefront. Also important is rec-
ognizing and responding to your cus-
tomers’ deferred and/or shifting needs, 
including areas such as mortgages, 
auto lending, and capital for business-
es, as PPP lending runs its course.

Shifting your existing loan and deposit 
priorities to reflect the changes in LOB 
demand will enable your institution to 
increase revenues, and strengthen af-
finity to your customers, in a period of 
tight margins for bankers and financial 
uncertainty for our customers — a true 
“win-win” for all concerned.

How Will You Grow the Institution 
& Make a Sustainable Profit?
Banks face many headwinds in these 
out of balance times. Loan demand 
for many institutions has been tepid. 
As PPP lending and its boost to fee 
income has run its course, many in-
stitutions will be hurting for growth 
and profits. Credit quality questions 
continue, with the newfound risk of a 

recession, given inflation risks. While 
opportunities do exist post-Covid, 
the Board of Directors and C-levels 
at many institutions are often filled 
with older people who are resistant 
to change, putting those institutions 
at risk of missing those opportunities.

So what will be required for institu-
tions to grow and make a sustainable 
profit in an endemic world? Foremost 
is the recognition that banks must 
continue to seize and embrace the 
change they have had to as a result 
of the pandemic. Trends preceding 
the pandemic were not encouraging 
for community and regional banking, 
and in order to get back to thriving 
on an ongoing basis, this climate of 
embracing change must continue.  

There are other opportunities as well. 
Your executive team might find it use-
ful to reimagine banking success in a 
post-Covid world. What does a suc-
cessful institution look like in the next 
three to five years in terms of lines 
of business, customers, delivery sys-
tems, cost structure, and risk profile? 
What are your customers’ financial 
needs and how can we deliver them 
fast, easy, and profitably? Using these 
answers, you can then redefine your 
priorities, business model, and value 
proposition for success.

It will take time to put these five solu-
tions into action, and reposition your 
institution. But by doing so, your institu-
tion will have the opportunity to stay in 
balance, in an out of balance world. 

Joseph H. Cady, a Certified Management Con-

sultant, is the Managing Partner of CS Consulting 

Group LLC, a San Diego-based strategy consultan-

cy specializing in financial institutions. The author 

is a frequent national speaker and contributor to 

banking publications, and his observations are 

based upon over three decades of strategy formu-

lation and implementation experience with man-

agements and boards from financial institutions of 

all sizes. Cady can be contacted at (858) 530-8250, 

or via email at jcady@CSConsultingGroup.com.
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any industries will not hire a salesperson without 
an evaluation to determine the candidate’s level 
of sales skills. Most of the companies we work 

with are banks and insurance firms, and while these are 
not industries that have typically been committed to evalu-
ating, we are seeing a movement in that direction. Bank 
CEOs are beginning to understand that the data behind 
that robust resume or smooth interviewer can reveal some 
critical tendencies and potential weaknesses that they need 
to know before making a job offer. Banks and insurance 
firms realize that they need to know this same information 
about their current sales team. It is sometimes difficult to 
understand what makes the top producers so successful 
and how to find, attract and develop more of those types 
of salespeople. There is a science to the soft skills world 
of selling. We utilize the No. 1 sales evaluation by Objec-
tive Management Group, Inc. (OMG), and here are a few 
examples of why this data is so important if you are lead-
ing a sales team and must grow the company. If you are a 
salesperson, understanding this data is critical to honing 
your skills and moving up the leaderboard!

There are 21 core sales competencies measured by OMG, 
with six (Doesn’t need approval; Stays in the moment; Sup-
portive beliefs; Supportive buy cycle; Comfortable discuss-
ing money; and Handles rejection) falling into a grouping 
we call Sales DNA. Sales DNA can be coached, and it does 
not make sense to invest in sales training and techniques 
until your company and salespeople understand the dy-
namics of Sales DNA and how it affects them and their 
skills.

Case study example: Let’s say we are planning to train 
your team on a sales approach that they have not used be-
fore with a questioning technique that, while very success-
ful, they do not understand or “believe” in. For example, 
asking for introductions from their current advocating 
clients. If we don’t train them first on the impact of their 
own supportive or non-supportive beliefs, many will not 
buy into the new sales technique, and they will push back 
and never utilize it. Beliefs drive behavior, and behavior 
drives outcomes and results. If no change is made, then 
sales training budgets are wasted on this approach.

M

Why is the Data Behind Sales  
Performance so Important?
By Jeni Wehrmeyer, COO & CMO, Anthony Cole Training Group
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MEMBERSHIP UPDATES
Bank Member News

Santa Cruz County Bank Launches  
Asset-Based Lending Division 
Santa Cruz County Bank announced the launch of 
its Asset-Based Lending Division, led by Lee Shodiss 
and Shelly Medina. The bank’s new Asset-Based 
Lending Division will specialize in serving business 
clients and emerging growth companies requiring 
asset liquidity and flexible lines of credit in addition to 
full banking services. The addition of an Asset-Based 
Lending Division showcases the bank’s commitment 
to supporting small business. The Division is based at 
the bank’s Cupertino, Calif., office at 19240 Stevens 
Creek Boulevard, to serve clients in Silicon Valley, the 
Greater Bay Area and throughout California. 

The bank’s Asset-Based Lending Division is directed 
by Lee Shodiss, an industry veteran with 30 years 
of experience in asset-based and innovation markets 
serving Silicon Valley and technology centers 
throughout the country. Shelly Medina leads the 
Asset-Based Lending Division as Operations Manager. 

Krista Snelling, President and CEO commented: “We 
experienced firsthand the pandemic’s profound impact 
on working capital needs of many businesses. Our new 
Asset-Based Lending Division complements the bank’s 
significant growth and ability to provide capital to 
businesses through specialty financing solutions. We 
see great opportunity, particularly in serving the high 
concentration of businesses centered in technology 
and innovation in Silicon Valley. The hiring of Lee 
and Shelly, both well-known experts in ABL, expands 
our team and positions us advantageously to serve the 

market, grow our portfolio, and support our existing 
client relationships.”

Shodiss joined the bank as Senior Vice President and 
Director of Asset-Based Lending in April.  His 30-
year career in the financial services industry includes 
expertise in technology focused asset-based factoring, 
structured finance and commercial banking, including 
support for emerging growth companies to secure 
debt, provide restructuring and collateral exams to 
lenders. Shodiss founded and managed the Technology 
and Bridge Capital Finance Divisions at Bridge Bank. 
He held the position of Founder, Executive Vice 
President, Regional Director/Product Line Director 
and was responsible for all aspects of operations of 
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BankTalentHQ is official job board of ABA 
The Western Bankers is happy to share some exciting 
news with our member banks! 

As of May 6, BankTalentHQ, our chosen career 
platform for jobs in the financial services industry, 
announced that they are the official job board for the 
American Bankers Association (ABA). 

As a reminder, BankTalentHQ is a unique, innovative 
career platform that works to grow opportunities in 
the banking industry by connecting skilled, qualified 
candidates with banks across the country. The Western 
Bankers partners with BankTalentHQ to help grow 
our state’s banking industry and find talent to staff our 
member banks and meet their employment needs.  

We know that one of the biggest challenges our member 
banks are facing today is workforce issues and staffing 

shortages. Ensuring our banks have the resources to 
recruit and retain top talent is a priority for the Western 
Bankers. The new partnership between the ABA and 
BankTalentHQ will open the doors for our job board, 
attracting potential employees, increasing awareness 
about BankTalentHQ, and promoting opportunities 
in the financial services industry. BankTalentHQ will 
also be working closely with the ABA to promote and 
grow the ABA’s “Find Your Future Career in Banking” 
initiative.

We are so excited to see BankTalentHQ and our 
partnership with this career platform continue to grow 
and develop. If you have any specific questions or want 
to learn more about BankTalentHQ, please reach out 
to Brian Hoffman at bhoffman@banktalenthq.com or 
visit BankTalentHQ.com. 

MEMBERSHIP UPDATES
the Divisions including sales, personnel, budgeting 
and credit.  

Medina joined the bank as Senior Vice President and 
ABL Operations Manager in May. She has a 34-year 
history in banking with extensive experience in asset-
based lending, factoring and loan operations with 
major regional and national financial institutions. 
She is well-respected as a team leader and specialist 
in the area of loan documentation and commercial 
loan operations. Medina was the founding Operations 
Manager of the Bridge Capital Finance Group at Bridge 
Bank and more recently held the title of Divisional 
Loan Production Manager and Senior Vice President 
for Western Alliance Bank, where she implemented 

factoring and ABL platforms, wrote loan operations 
policies, and managed a loan documentation and 
operations unit as well as a factoring operations unit.

Santa Cruz County Bank was founded in 2004. It is 
a top-rated, locally-owned and operated, full-service 
community bank headquartered in Santa Cruz, 
California. The bank has branches in Aptos, Capitola, 
Cupertino, Monterey, Santa Cruz, Scotts Valley and 
Watsonville. Santa Cruz County Bank is distinguished 
from “big banks” by its relationship-based service, 
problem-solving focus and direct access to decision 
makers. The bank is a leading SBA lender in Santa 
Cruz County and Silicon Valley and a top USDA lender 
in the state of California. 
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The Western Bankers (WB) are pleased to announce 
that Meriplex has been named an endorsed partner. 

Meriplex is a managed cybersecurity, IT, and SD-WAN 
solutions provider that enables transformation by 
combining secure, innovative technology with advanced 
expertise. As a trusted partner, they deliver business-
driven solutions that provide the scalability and support 
needed to power growth for organizations.

70+ Years
Combined Years In The Industry

95%
Customer Satisfaction

10
Minutes for Ticket Response Time

To learn more about our newest endorsed partner, 
please visit https://meriplex.com/

WB’s Endorsed Partners program identifies the vendor 
with the highest quality products and services in a service 
category. Partners are selected following a rigorous 
review process and based on their ability to meet our 
high expectations for product and service quality.

ENDORSED PARTNER

/  September 18-21, 2022  /  Manchester Grand Hyatt San Diego
/  Learn More At: Westernbankers.com/fc22

Explore The Latest Innovations In Financial Services
Sessions cover cryptocurrencies, digital banking, payments, lending, and RegTech, as well as 
banking cannabis risks, opportunities, and legislative updates. CPE credits will be offered.
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Compliance Alliance

Q. We have a designated disaster area close by and were 
wondering which activities in these areas would qualify 
for CRA Community Development?

A. There are a variety of activities relating to designated 
disaster areas (DDA) that may qualify. Loans, 
investments/donations, and services that revitalize or 
stabilize DDAs may be eligible for CRA consideration 
if the activities (1) help attract new or retain existing 
businesses or residents; and (2) are related to disaster 
recovery. For example, qualifying activities could include 
a loan to a business affected by the disaster that would 
otherwise have to close; an investment in a municipal 
bond that will rebuild essential community buildings 
that were destroyed by the disaster; providing financing 
for rebuilding needs; or delivering financial expertise 
to an organization providing housing for displaced 
residents. The activities must generally occur within 36 
months of the disaster declaration to be eligible to receive 
consideration; however, the agencies can extend this 
period for exceptional situations, such as where there is 
a demonstrable need in a particular DDA that requires 
longer-term assistance. Banks subject to CD evaluation 
are encouraged to monitor and document activities in 
DDAs that may be considered in their next CRA exam.

Q. Is the Bank required to report SBA loans to the credit 
bureaus? 

A. The SBA Standard Operating Procedures do set out 
requirements to report SBA loans to credit reporting 
agencies, starting on p. 28 here:   

“...2. Reports to Credit Reporting Agencies  

In accordance with the Debt Collection Improvement Act 
of 1996, Lenders are required to report information to 
the appropriate credit reporting agencies whenever they 
extend credit via an SBA loan. Thereafter, they should 
continue to routinely report information concerning 
servicing, liquidation, and charge-off activities throughout 
the life cycle of the loan. (See Chapter 26 for more 
information regarding credit reporting requirements for 
loans in charge-off status.)...” 

h t tp s : / /www.sba .gov / s i t e s /de fau l t / f i l e s / f i l e s /
SOP_50_57_2_1.pdf 

QQ&AA

Ask the Compliance Guru
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2022 ANNUAL CONFERENCE
Grand Hyatt Kauai — Island of Kauai, Hawaii
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Chairman Circle Sponsors

Platinum Sponsors

Diamond Sponsors

Thank you to our Annual Conference Sponsors
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Gold Sponsors

CredAcc
Acce le ra t i ng  C red i t

GAVRILOV & BROOKS

gb
ATTORNEYS AT LAW
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If your salesperson is unable to “stay 
in the moment.” they are likely to 
miss critical cues from the prospect 
because they are already thinking of 
their next question or how to answer 
the prospect. Many salespeople strug-
gle with this particular Sales DNA 
factor because they are good at pre-
senting and telling. They are not as 
skilled at asking more questions like 
“Why is that?” or “When did that 
problem begin?” or “What has your 
current bank done to address that?” 
This more consultative approach is 
what elite salespeople have mastered. 
They can listen very closely to the 
prospect, follow their lead and ask 
the right questions to let the prospect 
self-discover why the problem must 

be fixed. They stay in the moment and 
are not distracted by previous conclu-
sions they might have had.

Your salesperson might have great 
relationship-building skills, be strong 
at qualifying, and prepared to ask all 
the best questions of the prospect, but 
what if they are uncomfortable dis-
cussing money? They will often not 
ask about budget or fees and proceed 
down the path to the proposal stage 
without a handle on what the pros-
pect will pay to solve their problem. 
This is very common with salespeo-
ple because from a young age we are 
taught that talking about money is 
inappropriate and can be uncomfort-
able. If a salesperson recognizes that 
they feel that way, they can be taught 
to understand that there are many 

comfortable ways to ask the money 
question. If they then practice these 
in sales training class, they can be-
come comfortable asking the money 
questions, but they need to know the 
reasons behind their hesitancy to ask 
those questions.

The reason why the data behind the 
sales performance is so important is 
this: You cannot change that which 
you cannot see. If you need to im-
prove your sales team, and are con-
sidering sales training, make certain 
that your sales training provider uti-
lizes a sales-specific assessment. It is 
critical that you understand the data 
beneath the behavior and can ad-
dress the root of the sales problem to 
achieve long-term, meaningful change 
and results. 

CONTINUED FROM PAGE 21

The need for a proven and secure identity has never 
been higher. Consumers demand it, businesses need 
it to establish and maintain customer trust, and 
compliance mandates it. Traditional methods of 
authentication and verification, passwords, SMS 
passcodes, and knowledge-based authentication are 
increasingly vulnerable. At Q5id, we prove that your 
customers’ digital identity and real-world identity are 

the same, our unique verification and authentication 
solution delivers a proven and secure digital identity 
for everyone. Headquartered in Hillsboro, Ore., our 
teams work across sales and marketing, engineering 
and product development, advanced sciences, general 
administration, and finance.

Website: www.q5id.com/

New Associate Member
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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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Funding Solutions That  
Meet Changing Times
PMA Funding (PMA) is a leader in providing institutional funding options.  
One call gains access to: 
 • Our experienced funding team (Over 100 years of combined experience)

 • Our large sources of political subdivision depositors (4,000+ public entities)

The result: financial institutions have been able to diversify and manage their  
liquidity needs with greater flexibility by utilizing tailored funding solutions.

PMA is more than just a depositor; we are your partner.

Contact us today!
800.783.4273  |  PMAFUNDING.COM

Relax. We do the work.


