


ABOUT ICBA

Independent Community Bankers of America, the nation’s voice
for community banks, represents community banks of all sizes
and charter types throughout the United States and is dedicated
exclusively to representing the interests of the community bank-
ing industry and the communities and customers we serve. With
nearly 5,000 members, operating nearly 20,000 locations nation-
wide and employing over 280,000 ICBA members hold more than
$1 trillion in assets, $800 billion in deposits, and more than $720
billion in loans to consumers, small businesses and the agricultural
community. Whether located in small towns, suburbia or big-city
neighborhoods, community banks grow their towns and cities by
funding small business and using local dollars to help families pur-
chase homes, finance college and build financial security.

ABOUT ICBA EDUCATION

ICBA tailors its educational programs exclusively to meet the
needs of community bankers. It offers the best in community bank
education with courses and products that are:

e Based on issues relevant to your business

e Carefully reviewed and updated annually based on participant
feedback

e Evaluated and approved by a committee of community
bankers before they are introduced (see inside back cover for
a list of committee members)

e Developed and instructed by people who work in and know
the community banking industry (see page 24 for a list of
instructors)

e Cost-effective, to help you meet your bottom line

ICBA is confident that you will be satisfied with the exception-
al value that ICBA education provides your bank. That’s why all
ICBA education courses and products come with a 100 percent
guarantee. If you have questions about the programs listed in this
catalog or would like to make a suggestion for future courses or
products, contact the ICBA education department at (800) 422-
7285 or education@icba.org.
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ABOUT ICBA CERTIFICATION

ICBA certification programs are designed to raise the standards of
professionalism in the industry and give consumers a consistent
stamp of approval to look for when selecting a banker. To make
this happen, respected members of the certification board establish
baseline criteria for knowledge to be certified in any areas of spe-
cialization. Then, experienced, nationally recognized instructors
create training programs that target the needs of community banks
based on those criteria. Finally, competency testing is measured
after course completion. Annual continuing education is required
to ensure participants remain current.

For banking customers, that means that ICBA certification is a
reassuring sign of professionalism to look for when selecting a
banker. For you, that makes your ICBA certification an important
selling point and marketing tool. It’s an independent, third-party
testament to your skills and abilities.

To date, more than 2,400 community banking professionals have
achieved ICBA certification. ICBA certification program partici-
pants gain up-to-date regulatory and operational skills and sugges-
tions to take home and put into use immediately in the following
areas (see pages 5-8 for course descriptions):

¢ Auditing e Compliance
e Bank Security e Information Technology
e BSA/AML e Lending

ICBA is registered with the National Association of State Boards of
Accountancy (NASBA) as a sponsor of continuing professional ed-
ucation on the National Registry of CPE Sponsors. State boards of
accountancy have final authority on the acceptance of individual
courses for CPE credit. Complaints regarding registered sponsors
may be addressed to the National Registry of CPE Sponsors, 150
Fourth Avenue North, Suite 700, Nashville, TN 37219-2417 www.
nasba.org.

Prequisites: No previous experience or training is necessary for

ICBA seminars.
ICBA Qualifies for Continuing Professional

é‘ Education Credits

CPE CPE credits are for Live Seminars only.
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January August
1-4

12 Monthly Audio Conference Consumer Lending Institute; Minneapolis, MN
5-6 Developing Your Culture: HR Conference for
Feb ru ary Community Banks; Minneapolis, MN
n K Monthly Audio Conference
O 9-10 Auditing for Regulatory Compliance; Minneapolis, MN
> B Certification Quarterly Audio Conference
8 10 Monthly Audio Conference
c 28-Mr 5 Compliance Institute; Dallas, TX
= 16-20 Community Bank IT Institute; Minneapolis, MN
M alrc h 18 Certification Quarterly Audio Conference
9 Monthly Audio Conference
: September
A p rl I 12-15 Bank Security Institute; Minneapolis, MN

12-13 Adjusting to Today’s Challenging Market; Nashville, TN
12-17 Auditing Institute Week I; Minneapolis, MN

13 Monthly Audio Conference
14 Monthly Audio Conference
15-16 Buying a Bank or Branch in Challenging Times;
Las Vegas, NV 19-24 Auditing Institute Week II; Minneapolis, MN

19-20 Credit Analysis; Dallas, TX
20-22 Managing Commercial Credit Risk; Dallas, TX

19-20 Executive Development: The Making of Bank Leaders;
Indianapolis, IN 23-24 Adjusting to Today’s Challenging Market;

Minneapolis, MN

22-23 Call Report Preparation; Minneapolis, MN
27-30 Annual Certification Conference; Minneapolis, MN

25-30 Auditing Institute Week I; Kansas City, MO

26-27 Today’s Community Bank Model: There is No Normal OCtO b er
Anymore; Minneapolis, MN 4-5 Executive Development: The Making of Bank Leaders;
Minneapolis, MN

M ay 4-5 Credit Analysis; Minneapolis, MN
2-7 Auditing Institute Week II; Kansas City, MO
7-10 Annual Directors Conference; Colorado Springs, CO
10-14 Community Bank IT Institute; Kansas City, MO
10-15 Compliance Institute; Minneapolis, MN
11 Monthly Audio Conference
12 Monthly Audio Conference

13-14 Family Bank Institute; Branson, MO
18-19 Call Report Preparation; Nashville, TN

17-19 BSA/AML Institute; Minneapolis, MN
25-28 Annual Certification Conference; Branson, MO

19 Certification Quarterly Audio Conference
31-Nv 5 Commercial Lending Institute; Phoenix, AZ

20-21 Preparing For Your Next Exam; Minneapolis, MN

20-21 Auditing the Bank’s Trust Department; Kansas City, MO Novem b er
4-5 Today’s Community Bank Model: There is No Normal
Anymore; Phoenix, AZ

June
6-11 Compliance Institute; Kansas City, MO 8-9 Preparing for Your Next Exam; Phoenix, AZ
8 Monthly Audio Conference 9 Monthly Audio Conference
11-12 Community Bank Chairman’s Forum; 12-13 Community Bank Chairman’s Forum; Las Vegas, NV
Coeur d’Alene, ID
15-17 BSA/AML Institute; Nashville, TN
14-15 Loan Review Policies and Procedures; St. Charles, MO
17 Certification Quarterly Audio Conference
July
13 Monthly Audio Conference DeC em b er
14 Monthly Audio Conference
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ICBA Bank Director Program

Help your directors and your community bank perform to their
fullest potential. ICBA’s Bank Director Program offers your board
essential information, in-depth educational programs, and conve-
nience—at a reasonably priced annual package for all directors.
ICBA Bank Director Program Benefits:

¢ Significant discounts on many education seminars, including
Annual Directors” Conference, Buying a Bank or Branch in
Challenging Times and Community Bank Chairman’s Forum

e Bank Director Online University—FREE access to 13 online
courses

¢ The Community Bank Director newsletter—this bi-monthly
newsletter is loaded with information on director roles and
responsibilities—including business development, regulatory
compliance, community relations and bank profitability

e ICBA's Director Current Issues and Director Workshops—
special seminars held in conjunction with ICBA’s annual
convention and techworld

¢ Receive additional discounts on many valuable educational
products developed for community bank directors.

One time yearly fee includes all of your directors.

ICBA Member: $495
Nonmember: $795

For more information please visit www.icba.org/education
or call (800) 422-7285 ext. 7336.

CBA has been of tremendous benefit to our de
novo bank that opened in the summer of 2008.
We have utilized their training materials for our
directors. The directors have found the material to
be user friendly. We have two people that have been
certified in compliance/BSA through ICBA and a third
one scheduled for February, 2010.

ICBA resources have been beneficial in answering our
questions, providing direction, improving communi-
cation and promoting credibility with the requlators.
The services provided by ICBA are reliable and easy to
access.

I believe this compliance support group is the best
money can buy, bar none.

Ronald Wilson
chief executive officer
South Louisiana Business Bank

Bank Director Program
Participant Discounts

SEMINARS
Annual Directors” Conference...........cc.coeoveviiiiiiinininiinn. 10
Buying a Bank or Branch in Challenging Times................. 10
Community Bank Chairman’s Forum..................c..oooeiien. 11
Developing Your Culture: HR Conference for

Community Banks...........oooiiiiiii 12
Executive Development—The Making of Bank Leaders........... 13
Loan Review Policies and Procedures...............cceeviuennenennen. 13
Preparing for Your Next EXall.......ccocoeuviiiiiinininniinninenennen. 14
Today’s Community Bank Model: There is No

NoOrmal ANYIMOTE. . .uvuinitiii e 14
VIDEOS
BSA/AML Training SeIi€S......cccvuiuiiiiiiniiiiiiiiiiiiiiiinieieennes 18
Bank Director Training CD Program...........c.ccccevuvuiueunnnnn.. 18
Board of Directors Training Program on the Bank’s

Portfolio ACtVItIES.....cuvveiiiiii i 18
Corporate Governance—New Edition...........c..cccoeeviiininn. 18
Director Trailimg. . ...oueurininie ittt 19

PUBLICATIONS/REFERENCES
The Bank Director’s Bible: Commandments for

Community Bank Directors...........coveieieiiiiiiiiaiannann. 21
Bank Director GloSSary....... ..o 21

Discount Rates for Bank Director Program Participants

ur bank has been a member of the ICBA

Bank Director program for four years. Each

member of our board receives the bi-monthly
newsletter and recently we ordered ICBA’s Bank Direc-
tors’ Training CD Program, with 13 CDs for training
at board meetings. Each CD lasts about 15 minutes and
it'’s great training for our board and I'm sure it will
score points with examiners.

Gregg Lewis
chairman
First Option Bank
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Auditing Institute (Week One)
April 25-30; Kansas City, MO
September 12-17; Minneapolis, MN

Auditing I—The Basics

Designed to provide tools and step-by-step procedures to establish
and maintain an effective internal audit function within your bank.
e Steps to establish an internal audit function

e Phases of a complete audit cycle

¢ Methods for documenting and evaluating internal controls

e Various approaches for reporting audit results

e How to sample

¢ The importance of following up on audit recommendations

e Auditors responsibilities for fraud

Auditing Working Papers

Learn how to prepare, index, cross reference, file, and maintain

clear and complete working papers that comply with the FDICIA

and internal audit professional standards.

e Documenting each phase of the audit cycle (including
planning, performing, reporting and followup)

¢ Organizing a complete audit file

e Using risk assessment to develop an annual audit plan

e Using technology to automate work papers

Auditing II—Auditing Liabilities and

Other Activities

Focuses on key concepts related to auditing deposit activities, wire

transfers and FHLB advances and other borrowings. Learn how to

design and execute an effective plan for the confirmation process

and best practices for the communication of audit results.

e Reviewing auditing risks associated with deposits, official
checks and other liabilities

¢ Understanding and planning the confirmation process

¢ Obtaining management commitment to act on the audit
recommendations

¢ Developing techniques for effectively presenting audit findings
to bank management and the Audit Committee

¢ Auditing federal funds, FHLB borrowings, repurchase
agreements and other liabilities

e Understanding and auditing wire transfers and ACH
transactions in your bank

Start Time: 4:00 pm Day One
End Time: 1:00 pm Day Six

Instructors: Jerry Felicelli and Tom Danielson

Who should attend: Auditing personnel—regardless of previous
experience and training

Auditing Institute (Week Two)
May 2-7; Kansas City, MO
September 19-24; Minneapolis, MN

Auditing III—Auditing Assets

Building on the auditing topics covered in Auditing I and Auditing

II, auditors will learn major control objectives and procedures for

auditing assets, including loan activities, due from bank accounts

and investments.

e Approaching the audit of loans (including loan loss reserves
and loan participations)

e Understanding the lending function and internal controls
related to lending

¢ Conducting an audit of other real estate owned

¢ Reviewing the audit of cash and due from bank accounts

¢ Understanding the bank’s investment portfolio

¢ Auditing a bank’s investment portfolio

Auditing IV—An Internal Auditor’s Guide to
the Business of Banking, Regulatory
Matters, Fraud and Related Topics

Focuses on a number of advanced skills and is designed to round

out your auditing tool kit.

e Understanding the business of banking

¢ Learning how asset/liability management works and how it
affects the audit process

e Learning about bank liquidity

¢ Designing and performing operational audits (auditing for
efficiencies)

¢ Preventing and detecting fraud

¢ Understanding the regulatory process and how to effectively
deal with examiners and the regulatory agencies

Bank Information Systems (BIS) Auditing

Take control and audit electronic data processing and information

systems with the tools and step-by-step procedures needed to per-

form a thorough internal audit of information processing systems.

e Structure and hardware of the BIS center

e Functions of the operating system and application software

¢ Disaster recovery planning and testing

¢ Risk analysis system

e Specific questions to include in a BIS internal control
questionnaire

Start Time: 4:00 pm Day One
End Time: 1:00 pm Day Six

Instructors: Tom Danielson, Neil Falken, Mark A. Eich

Who should attend: Auditing personnel—regardless of previous
experience or training

he class and manuals are of great value to me and my bank. We are just beginning to develop the internal
audit program and I was given the tools I need to achieve that goal. It was exactly what I was hoping to bring
back with me. I want to finish the second week and finish my certification!

Kathleen Napp, internal auditor, Community First Bank

FEE FOR WEEK ONE AND TWO

ICBA Member: $1,995 per week; $3,195 per 2 weeks
Nonmember: $2,695 per week; $4,295 per 2 weeks
Nonbanker: $3,495 per week; $5,995 per 2 weeks

46 CPE Credits Per Week

CERTIFICATION TESTING FEE
ICBA Member: $25 per course; $75 per week
Nonmember: $50 per course, $150 per week

Program Level: Basic-Intermediate

2010 ICBA Education Seminars and Products Catalog
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Bank Security Institute
September 12-15; Minneapolis, MN

This training program is designed specifically for the professional
security officer, regardless of geographical location or bank size. The
Bank Protection Act and other regulations require the bank to ap-
point a security officer to develop and administer an up-to-date, ef-
fective institution-wide security program. This program defines the
basic roles, duties, authority, and responsibilities of a bank security
officer and provides the opportunity to become a Certified Com-
munity Bank Security Officer.

e Legal and ethical responsibilities of the security officer

e Industry-standard security practices

e Loss avoidance techniques

e Human resource, audits and security relationships

e Information protection and data security

e Physical security standards and management

Start Time: 4:00 pm Day One
End Time: 12:30 pm Day Four

Instructor: Dana Turner

Who should attend: Security officers, board members, compli-
ance officers, human resource managers, internal auditors and
training managers

ICBA Member: $895
Nonmember: $1,295
Nonbanker: $1,995

CERTIFICATION TESTING FEE
ICBA Member: $50
Nonmember: $100

24 CPE Credits
Program Level: Basic-Intermediate

his workshop was an excellent foundation for
my new responsibilities as bank security officer.

David J. Lynn
senior vice president
Alliance Bank

BSA/AML Institute
May 17-19; Minneapolis, MN
November 15-17; Nashville, TN

The formal requirements for financial institution compliance
with the Bank Secrecy Act (BSA) have risen exponentially since
the enactment of the USA Patriot Act. Attendees will cover all
of the primary requirements of each segment of the regulation
and receive guidance on best practice expectations in each area.
When completed, each attendee will have the in-depth knowl-
edge, resources and peer networks to effectively manage their
BSA/AML function or audit this function properly. In addition,
attendees will be offered the opportunity to successfully pass a
comprehensive test and receive a formal Bank Secrecy Act Pro-
fessional designation.
¢ Bank Secrecy Act and Anti-Money Laundering program
requirements
¢ Traditional financial recordkeeping elements of currency
transactions, monetary instrument sales and funds
transfers
e Customer Identification Program (CIP) requirements,
customer due diligence best practices and record retention
e High-risk customer factor identification and usage
¢ Risk assessment best practices at the Bank Entity, CIP,
AML and OFAC levels

Start Time: 8:30 am Day One
End Time: Noon Day Three

Instructors: David Bequeaith and Lindsay LaNore

Who should attend: BSA and AML officers, compliance officers,
auditors, directors and training managers

ICBA Member: $895
Nonmember: $1,295
Nonbanker: $1,995

CERTIFICATION TESTING FEE
ICBA Member: $50

Nonmember: $100

20 CPE Credits
Program Level: Basic-Intermediate
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Community Bank IT Institute Compliance Institute

May 10-14; Kansas City, MO February 28-March 5; Dallas, TX

August 16-20; Minneapolis, MN June 6-11; Kansas City, MO
October 10-15; Minneapolis, MN

Expanding technology is fueling a revolution in services now

available to community bank customers. To make sure your bank

is at the forefront of technology trends, ICBA has partnered with

RSM McGladrey to provide this broad-based, comprehensive, stra-

tegic program.

e Emerging industry trends

¢ Regulatory compliance

e IT security and risk management

e IT strategic planning, bank systems selection and vendor

management
¢ Business continuity planning and policies

Developing a Compliance Program

The Compliance Institute is a comprehensive program that covers

all areas of community bank compliance, including developing a

compliance program for lending, deposits and operations.

¢ Principles of all successful compliance programs large and small

¢ Identifying key areas of risk and establishing an audit and
training program accordingly

¢ Building your resource library through the Internet and other
resources

¢ Regulation applicability charts and matrices @)
Start Time: 8:30 am Day One . . C'_E
End Time: Noon Day Five Lending Comphance =:
Strike a balance between managing compliance risk and building o
Instructors: Kent Conrad and other professionals from RSM a competitive lending program. Q)
McGladrey e Truth in Lending — Regulation Z (including extensive revisions) =
¢ RESPA — Regulation Z (with special focus on reform g
Who should attend: Chief information officers, IT requirements)
directors and IT managers e Flood Insurance regulations
¢ Fair Lending requirements such as Regulation B and Fair
ICBA Member: $1,695 Housing
Nonmember: $2,195 e HMDA Reporting
Nonbanker: $2,995 e Military Lending requirements
¢ Fair Credit Reporting Act duties for lenders
CERTIFICATION TESTING FEE e Community Reinvestment Act
ICBA Member: $50 e Discuss current trouble spots

Nonmember: $100

Deposit and Operations Compliance
35 CPE Credits Unlock the secrets to core deposit regulations and revisit the
Program Level: Basic-Intermediate requirements of the Privacy regulation.

e Truth-in-Savings Act — Regulation DD

¢ Expedited Funds Availability Act — Regulation CC

¢ Electronic Funds Transfer Act — Regulation E

e Financial Privacy Regulations

e OFAC Requirements

¢ Red Flag Program requirements

e SAR Filing requirements

e Comprehensive take-home material on all regulatory

advertising requirements
¢ Right to financial privacy
¢ Bank Bribery Act and Bank Protection Act

Start Time: 4:00 pm Day One
he Compliance Institute was the most beneficial End Time: 1:00 pm Day Six
training session that I have ever attended. Thank

. Instructors: David Bequeaith, Lindsay LaNore and Teresa Pedigo
you for offering such an excellent program!

Who should attend: Compliance personnel—regardless of pre-

Laurie Montanez vious experience and training
vice president
The Cowboy Bank ICBA Member: $1,995

Nonmember: $2,695
Nonbanker: $3,495

CERTIFICATION TESTING
ICBA Member: $100
Nonmember: $200

42 CPE Credits
Program Level: Basic-Intermediate
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Commercial Lending Institute
October 31-November 5; Phoenix, AZ

Develop the necessary lending skills to maintain and manage a
commercial loan portfolio. This program covers the analytical
processes needed to reach a conclusion about the borrower’s re-
payment ability. Prior cash flow analysis and financial statement
analysis training is helpful.

e Commercial bank, lending and pre-work overviews

¢ Financial statements and tax returns

e Personal financial statement and cash flow

e Industry, business and management analysis

Start Time: 2:00 pm Day One
End Time: Noon Day Six

Instructor: Jeff Judy

Who should attend: Personnel who have less than five years com-
mercial lending experience, are assuming commercial lending re-
sponsibilities, or are looking to refresh their commercial lending
skills

ICBA Member: $1,795
Nonmember: $2,395

CERTIFICATION TESTING FEE
ICBA Member: $50
Nonmember: $100

42 CPE Credits
Program Level: Basic-Intermediate

Consumer Lending Institute
August 1-4; Minneapolis, MN

Make informed credit decisions by developing your ability to eval-

uate a consumer loan request. This program covers the application

process, financial statement analysis, credit analysis, loan struc-

ture, compliance, documentation procedures and closing.

e Consumer banking overview, lending application and
underwriting

e Consumer underwriting—tax returns, scoring and credit
analysis

e Credit report analysis

e Consumer lending—structure, documentation, pricing,
compliance and collections

e Consumer products—direct lending, indirect lending and deposit

e Portfolio management—credit quality issues

Start Time: 2:00 pm Day One
End Time: Noon Day Four

Instructor: Jeff Judy

Who should attend: Personnel with consumer lending
responsibilities

ICBA Member: $895
Nonmember: $1,295

CERTIFICATION TESTING
ICBA Member: $50
Nonmember: $100

23 CPE Credits
Program Level: Basic-Intermediate

8

Current Issues/Annual

Certification Conference
September 27-30; Minneapolis, MN
October 25-28; Branson, MO

Day One—Auditing Issues

It’s essential that internal auditors, external auditors, legal counsel,
operations managers and bank managers stay abreast of auditing
issues that are crucial to the effective management of your bank.
The content of this conference is determined by top issues from the
Certified Community Bank Internal Auditor annual survey.

Day Two—Compliance Issues

Compliance is a necessary, complicated, constantly changing fact
of life for community bankers. Since compliance affects all areas
of the bank and bank management, this conference is designed to
give you updated information on critical and timely compliance is-
sues. The content is determined by topics taken from the Certified
Community Bank Compliance Officer annual survey.

Day Three—BSA/Risk Management

BSA knowledge goes beyond the BSA officer and affects all em-
ployees and bank customers. Get an update on important BSA cur-
rent issues. Risk Management is being scrutinized by the regula-
tors—this session will provide risk assessment guidance.

Day Four— Financial Crime Detection,
Prevention and Investigation/
IT Security Risk Issues

Information security remains a top priority for community bank-
ers. These new and unknown threats will put tremendous pres-
sure on end users to be more savvy and aware as the attacks move
from the network perimeter to the interior. Most financial crimes
are committed by financial professionals, so community banks
must be aware and prepared.

Start Time: 8:00 am Each Day
End Time: 4:00 pm Each Day

Instructors: LarsonAllen LLP, Bequeaith Banking Solutions LLC,
RSM McGladrey, Inc., United Bankers Bank and Security Educa-
tion Systems

Who should attend: Internal auditors, external auditors, com-
pliance officers, bank security officers, legal counsel, operations
managers and bank managers

Four-Day Conference Fee
ICBA Member: $1,195
Nonmember: $1,845
Nonbanker: $2,195

Three-Day Conference Fee
ICBA Member: $895
Nonmember: $1,295
Nonbanker: $1,495

Two-Day Conference Fee
ICBA Member: $595
Nonmember: $845
Nonbanker: $995

One-Day Conference Fee
ICBA Member: $330
Nonmember: $495
Nonbanker: $595

8 CPE Credits/Day
Program Level: Basic-Intermediate
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Adjusting to Today’s

Challenging Market
April 12-13; Nashville, TN
September 23-24; Minneapolis, MN

This seminar delivers the very latest insights into how banks can
and are taking advantage of the rapidly changing financial services
marketplace. Both external and internal activities will be discussed
with the focus on how your bank can be the strongest competitor
for today’s bank customer—in your market.

e The new leadership requirements

e Knowledge is power—IF you seek and use it

e Why cross-selling isn’t the most profitable stance

¢ Taking your unique selling proposition to the ‘right” prospects

e Mastering the new customer/prospect communications mandate
e Every employee can be a business development specialist

Start Time: 8:30 am Day One
End Time: Noon Day Two

Instructor: Rick Wemmers

Who should attend: Presidents, CEOs, directors, senior man-
agement and officers with leadership responsibility

ICBA Member: (prior to March 12/Aug. 23) $495
(after March 12/Aug. 23) $595
Nonmember Fee: $695

12 CPE Credits
Program Level: Basic-Intermediate

Auditing the Bank’s

Trust Department
May 20-21; Kansas City, MO

An effective, comprehensive, audit program is essential to ensure
proper monitoring of fiduciary risk. The scope of your trust de-
partment audits varies greatly and is impacted by the types of ac-
counts administered by the department, the complexity of services
provided, the types of trust assets held, the management of trust
investments, and the existence of internal controls. This workshop
offers bankers the background, organizational skills, tools and ma-
terials necessary to effectively complete a trust department audit.

e Planning an audit of the trust department

e Types of trust relationships

e Trust department policies and procedures

¢ Review of trust accounting

e Internal controls over trust operations and information systems
e Regulatory requirements

Start Time: 8:30 am Day One
End Time: Noon Day Two

Instructor: Neil Falken

Who should attend: Internal auditors, bank attorneys, senior
management and trust officers

ICBA Member: (prior to April 20) $495
(after April 20) $595
Nonmember Fee: $695

12 CPE Credits
Program Level: Basic-Intermediate

2010 ICBA Education Seminars and Products Catalog

Auditing for Regulatory Compliance
August 9-10; Minneapolis, MN

Regulatory Compliance is under great scrutiny in today’s financial

environment and auditing this area of the bank requires aware-

ness, knowledge and tenacity. This program will assist both the

internal auditor, external auditor and compliance officer to make

sure every detail is accounted for.

e Overview of regulatory compliance and the current regulatory
environment

e How compliance affects various areas of the bank

¢ Establishing an effective compliance management system and
learning how it impacts your bank

e Compliance auditing vs. internal auditing

¢ The role of the compliance auditor

e Documenting, reporting and tracking

¢ Planning and maintaining a compliance audit schedule and
checklist

¢ Conducting the compliance audit and reporting compliance
audit results

e Tracking errors to resolution

Start Time: 8:30 am Day One
End Time: Noon Day Two

Instructor: Nancy Stertz
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Who should attend: Internal auditors, compliance officers, and
compliance auditors

ICBA Member: (prior to July 9) $495
(after July 9) $595
Nonmember Fee: $695

12 CPE Credits
Program Level: Basic-Intermediate

Agricultural Credit Analysis
Dates & Locations - TBD

This comprehensive course is designed to meet the needs of today’s

agricultural lender. It focuses on the analysis and interpretation of

historic and projected farm and ranch financial statements.

e Ask questions that produce an accurate picture of the
borrower’s financial condition

e Make sound credit decisions

e Understand the impact of key recommendations from the
Farm and Financial Standards Task Force

¢ Identify and articulate the key strengths and weaknesses of a
credit request and structure the loan accordingly

Start Time: 8:30 am Day One
End Time: 4:00 pm Day Three

Instructors: Michael Boelhje and Steve Hofing

Who should attend: Loan officers, loan administrators and
credit personnel who are responsible for or who support agricul-
tural lending in their institutions

ICBA Member: $1,295
Nonmember: $1,895

28 CPE Credits
Program Level: Basic-Intermediate
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Annual Directors’ Conference
October 7-10; Colorado Springs, CO

The role of a community bank director is one that seems to be in
a state of constant change. The ICBA Annual Directors Confer-
ence gives your directors the tools necessary to sustain the vision
for your institution, your community, your shareholders and your
board of directors. Top professionals in the industry along with in-
put from regulatory agencies make this conference a “must attend”
event for directors desiring to do more than simply occupy a seat
at the board table.

Who should attend: Presidents, CEOs, chairmen, outside direc-
tors and outside counsel

ICBA Member: First director - $895
Additional director - $695
Spouse/guest* - $250
First director - $1,295
Additional director - $850
Spouse/guest* - $350
Bank Director Program Participants:
First director - $795
Additional director - $595
Spouse/guest* - $250

Nonmember:

14 CPE Credits
Program Level: Basic-Intermediate

*Includes reception and meals

Bank Holding Company

Association
May 3-4; Minneapolis, MN
October 4-5; Minneapolis, MN

This program’s focus is educating community bank owners, direc-
tors and senior officers on current ownership, legislative and regu-
latory issues within the financial services industry.

For more information contact W. Dennie Emmans or Sue
Lien at (763) 784-3222

he Call Report Preparation seminar was great.
The instructor was very bright and knew a lot of
information. His teaching style was excellent.

Brandy Cedillos
assistant accounting officer
Quincy, CA
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Buying a Bank or Branch in

Challenging Times
April 15-16; Las Vegas, NV

Notwithstanding the overall uncertainty in the market, there con-
tinue to be buying opportunities for many organizations. However,
the overall merger and acquisition landscape has changed. This
seminar will discuss some of the key techniques and tactics for
acquisition opportunities in this market.

¢ General merger and acquisition pricing and structure

e Troubled bank issues and concerns

e Acquiring a failed bank from the FDIC

e The impact of TARP

e The strategic planning aspect of mergers and acquisitions

e Common mistakes of buyers and sellers

Start Time: 8:30 am Day One
End Time: Noon Day Two

Instructor: Jeffrey Gerrish and Philip Smith
Who should attend: Presidents, CEOs and directors

ICBA Member: (prior to March 15) $595
(after March 15) $695

Nonmember Fee: $795

Bank Director Program Participants: $495

12 CPE Credits
Program Level: Basic-Intermediate

Call Report Preparation
April 22-23; Minneapolis, MN
October 18-19; Nashville, TN

Preparing the call report is more than simple data entry. Under-

standing revisions to the report, preparation instructions, account-

ing standards and procedures is critical to a successful product.

The session features in-depth discussion regarding the majority of

schedules in Form 041 and the steps to eliminate common errors,

including time for questions and case studies of various schedules.

¢ Making sense of the call report

e Procedures for efficient preparation

e Call report preparation policy

e Common errors

¢ Recent revisions of accounting pronouncements and call
report implications

Start Time: 8:30 am Day One
End Time: Noon Day Two

Instructor: Neil Falken

Who should attend: Call report preparers—regardless of
experience

ICBA Member: (prior to March 22/Sept. 18) $495
(after March 22/Sept. 18) $595

Nonmember Fee: $695

12 CPE Credits
Program Level: Basic-Intermediate
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Community Bank Chairman’s

Forum
June 11-12; Coeur d’Alene, ID
November 12-13; Las Vegas, NV

What does the chairman of the board really do? Are you a chair-

man who leads the way or gets in the way? Often, the role of the

chairman is undefined, which can result in inefficient meetings

and poor results. This seminar will consider the chairman’s role

as well as the role of the board in general, and will show how

the chairman’s job can be improved so that fiduciary duties are

met and the overall value for stockholders is enhanced. Significant

time will involve chairmen discussing in peer groups specific chair-

man issues.

¢ Identifying and addressing the chairman’s duties and
responsibilities

e The “bully” chairman versus the “peacemaker” chairman

e Chairman’s role in strategic planning

¢ Board and management succession

e Committee appointments, responsibilities and function

e Corporate governance issues and board executive session
purpose and use

Start Time: 8:30 am Day One
End Time: 11:30 am Day Two

Instructors: Jeffrey Gerrish and Philip Smith
Who should attend: Presidents, CEOs and directors

ICBA Member: (prior to May 11/Oct. 12) $595
(after May 11/0ct. 12) $695

Nonmember: $795

Bank Director Program Participants: $495

10 CPE Credits
Program Level: Basic-Intermediate

have attended several ICBA Annual Directors’

Conferences and always come away with some-

thing to take home to our bank for discussion.
This meeting was no exception. Our monthly board
meeting was held shortly after and two points raised
at the meeting generated discussion and how it ap-
plied to our bank.

William C. Crawford
director
Southwest Missouri Bank

2010 ICBA Education Seminars and Products Catalog

Community Bank Investment

Institute
April 19-21; Memphis, TN

A high performance investment portfolio can add up to an ad-
ditional 0.35 percent ROA to your bank’s bottom line. The Insti-
tute will provide you with the tools to develop and manage a high
performance portfolio that more than meets the needs of man-
agement, directors and regulators. You'll learn the entire bank
portfolio investment process, including initial planning, portfolio
strategies, product evaluation and selection, pricing, compliance,
and performance evaluation. Institute topics will progress from the
basics to more advanced topics during the session. You will learn
something new, regardless of your level of experience.

¢ Bond basics, including bond pricing, duration, convexity and
price volatility

¢ Understanding the rate market (yield curves, spreads, FOMC
impact)

¢ In-depth analysis of the various types of bank investments
(agencies, tax frees, MBS, ARMs)

¢ Evaluating investment portfolio performance

¢ Obtaining wholesale funding if and when needed

e Measuring interest rate risk and valuation of A/L systems

e Using bond swaps and leverages to improve overall structure

¢ Understanding the use of derivatives to minimize exposure to
rate changes

¢ Developing portfolio strategies (laddering, barbells, riding the
yield curve)

e Day-to-day management techniques

Start Time: 8:30 am Day One
End Time: Noon Day Three

Instructor: Jim Reber

Who should attend: Community bank CEOs, CFOs, investment
officers, and heir apparents

17 CPE Credits
Program Level: Basic-Intermediate

For registration information, please call Elise Sullivan at ICBA
Securities (800) 422-6442 or e-mail esullivan@icbasecurities.com.
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Community Banking School
July 11-16; Bloomington, IL

The Community Banking School provides broad exposure to im-
portant elements of community banking. It gives students the most
up-to-date information about core principles of community bank-
ing: compliance, operations, consumer credit, documentation, as-
set/liability management, marketing, management principles, and
much, much more. Plus, it gives attendees a vast range of specific
banking skills and techniques that can contribute immediately to
their banks” overall success.

For more information contact Sandra McAvoy at (217) 529-2265
or sandym@cbai.com.

Credit Analysis
April 19-20; Dallas, TX
October 4-5; Minneapolis, MN

This two-day course will provide credit analysts with analytical
and writing skills that can be put to immediate use upon return to
their respective community banks. Participants will learn how to
assess the degree of risk prior to recommending approval or decli-
nation of a credit request and how to improve the documentation
of commercial loan files.

e Review and analysis of financial statements

e Cash flow, break-even, ratio and sensitive analyses

¢ Sustainable growth rate calculation

¢ Industry comparisons and loan grading

Start Time: 8:30 am Day One
End Time: 4:30 pm Day Two

Instructor: David Kemp

Who should attend: Credit officers, commercial loan officers,
managers, loan review officers and branch managers

ICBA Member: (prior to March 19/Sept. 4) $495
(after March 19/Sept. 4) $595

Nonmember: $695

15 CPE Credits
Program Level: Basic-Intermediate

12

Developing Your Culture: HR
Conference for Community Banks

Presented in conjunction with United Bankers Bank
August 5-6; Minneapolis, MN

Culture, culture, culture! What does it mean and is it important?
If you feel that having a bank culture is important you will thor-
oughly enjoy this conference. This conference takes the key ele-
ments of a business culture and demonstrates the importance of
each element not only to the employer, but also the employee.
In a workplace comprised of multiple generations (Gen X, Gen Y,
Boomers) it is absolutely possible to create a culture that will work
for everyone.

¢ Employee packages/contracts

e Hiring—to test or not

e Managing goals and expectations

¢ Incentive plans for employer and employee

e Managing benefit costs

Start Time: 8:30 am Day One
End Time: Noon Day Two

Instructor: Mark Stenton and Mary Deziel

Who should attend: Presidents, CEOs, human resource manag-
ers and directors

ICBA Member: (prior to July 5) $495

(after July 5) $595
Nonmember Fee: $695
Bank Director Program Participants: $395

12 CPE Credits
Program Level: Basic-Intermediate

was thrilled that ICBA hosted an HR conference.

It is very difficult to find human resources training

that relates specifically to the banking industry. I
do hope that more will be provided in the future.

Cathy Coughlin
vice president
Old Line Bank
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Executive Development—

The Making of Bank Leaders
April 19-20; Indianapolis, IN
October 4-5; Minneapolis, MN

Learn to unlock the secrets of effective leadership and explore
when to direct, coach, support and delegate. This program will
enhance management skills needed in today’s community banks,
help you improve morale and productivity and motivate new and
long-term employees.

e Articulate vision, mission and team guidelines

¢ Lead your organization through change

e (Clarify everyone’s roles and goals

e Conduct effective performance reviews

Start Time: 8:30 am Day One
End Time: 1:00 pm Day Two

Instructor: Mark Stenson

Who should attend: Presidents, CEOs, directors, senior manage-
ment and officers with leadership responsibility

ICBA Member: (prior to March 19/Sept. 4) $595
(after March 19/Sept. 4) $695

Nonmember: $795

Bank Director Program Participants: $495

13 CPE Credits
Program Level: Basic-Intermediate

Family Bank Institute
May 13-14; Branson, MO

Proper planning can better prepare privately-held bank owners
and executives to fully realize the benefits and ongoing challenges
of this business model from one generation to the next. This new
program is designed to preserve and enhance the role of family-
owned and closely held community banks by providing an educa-
tional framework to address planning needs unique to privately
held banks to ensure success over multiple generations.

¢ Dynamics of the family business

e Estate planning

e Strategic planning

¢ Management development planning

e Succession planning

Start Time: 9:00 am Day One
End Time: Noon Day Two

Instructor: Jeffrey C. Gerrish, Philip K. Smith, Bill Reid and SAGE
advisors

Who should attend: Owners, shareholders and involved family
members

ICBA Member: $595; each additional $295
Nonmember Fee: $795; each additional $395

9 CPE Credits
Program Level: Basic-Intermediate

2010 ICBA Education Seminars and Products Catalog

Loan Review Policies

and Procedures
June 14-15; St. Charles, MO

The loan review process is critical to the success of any community

bank. The loan process must be structured and requires policies

and procedures to ensure timely identification of problem cred-

its, asset quality and accuracy. It must also have well-defined clas-

sification guidelines that ensure consistent loan ratings and the

accounting for the allowance for loan and lease losses must com-

ply with generally accepted accounting principles. This fast-paced

course will challenge your understanding of credit review in to-

day’s banking environment.

e Creating an effective loan review function for your bank

e Performing accurate credit analysis

e Improving your bank’s loan presentations

¢ Discussing methods for evaluating the adequacy of the bank’s
allowance for loan and lease losses, including understanding
the computation of historical loss rates

e Calculating the specific reserves needed for impaired loans

¢ Dealing with the special challenges surrounding the evaluation
of commercial real estate loans

e Recognizing troubled debt restructurings and when to place a
loan into non-accrual status

¢ Envisioning the loan review function five years into the future
and taking the first steps to get there

Start Time: 8:30 am Day One
End Time: Noon Day Two

Instructor: LarsonAllen LLP

Who should attend: Presidents, chief credit officers, senior
lenders and directors

ICBA Member: (prior to May 14) $495
(after May 14) $595

Nonmember: $695

Bank Director Program Participants: $395

12 CPE Credits
Program Level: Basic-Intermediate

xcellent instruction by Mark Stenson. He kept

all participants attentive and involved. I was

able to use one technique immediately upon
my return to the bank.

Daniel Zona
president/COO
Athol Savings Bank
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Managing Commercial Credit Risk
September 20-22; Dallas, TX

Bankers don’t make loans—they make portfolio decisions. And
the quality of those decisions impact bank performance over
time. In a constantly changing world, credit risk management
becomes a more important focus for your bank. Community
banks must be vigilant in managing portfolio risk with the proper
mindset including:

e Commercial banking and commercial credit analysis

e Economic and marketplace factors that impact portfolio quality
e Strategic credit risk management structure

e Credit process framework

Start Time: 8:30 am Day One
End Time: Noon Day Three

Instructor: Jeff Judy

Who should attend: CEOs, senior loan officers, board members,
credit review personnel, commercial portfolio branch managers
and experienced loan officers

ICBA Member: (prior to Aug. 20) $695
(after Aug. 20) $795
Nonmember: $995

20 CPE Credits
Program Level: Basic-Advanced

Preparing for Your Next Exam
May 20-21; Minneapolis, MN
November 8-9; Phoenix, AZ

You and your institution must be prepared in these uncertain and
challenging times. Never before has there been so much to lose
and also so much to gain. There will be winners in this process so
you must keep your bank healthy and profitable. It has never been
more important to prepare, communicate and retain regulatory
credibility.

e (Critical reasons to proactively prepare for your exam

¢ Adequacy of your bank’s loan loss reserve

e The “new” CAMELS and how to maximize your bank’s standing
e Manage troubled assets efficiently and economically

¢ Dealing with the realities of the times

¢ Maintain a proactive mindset

Start Time: 8:30 am Day One
End Time: Noon Day Two

Instructor: J. Michael Woody

Who should attend: Presidents, CEOs, senior management and
directors

ICBA Member: (prior to April 20/Oct. 8) $695
(after April 20/0ct. 8) $795

Nonmember Fee: $895

Bank Director Program Participants: $395

12 CPE Credits
Program Level: Basic-Intermediate
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Today’s Community Bank Model:

There is No Normal Anymore
April 26-27; Minneapolis, MN
November 4-5; Phoenix, AZ

Today’s Community Bank Model is a program designed to assist
CEOs and senior management with critical decisions they must
make today that will have a major impact in the years to come. You
and your bank will receive information, answers and action strate-
gies that can be taken back to the bank for immediate implementa-
tion to improve your earnings and manage your expenses. Don't
wait for things to get back to normal—they won’t. Business as usual
will be business lost. This is a new frontier, and to succeed, you need
to be prepared.

e Compete with affordable technology and electronic banking

e Improve your efficiency ratio

e How to grow loans and/or deposits in this economy

¢ Raise non-interest income (fees)

¢ Increase interest income and reduce interest expenses

Start Time: 8:30 am Day One
End Time: Noon Day Two

Instructor: Robert McGoffin

Who should attend: Presidents, CEOs, senior management and
directors

ICBA Member: (prior to March 26/Oct. 4) $495
(after March 26/0ct. 4) $595

Nonmember Fee: $695

Bank Director Program Participants: $395

12 CPE Credits
Program Level: Basic-Intermediate

oday’s Community Bank Model: There is No
Normal Anymore workshop was great. I en-
joyed the small group size and the interaction.

Russell Moore
president
Orange Community Bank
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TIME: 10:00 A.M. Central Time CERTIFICATION QUARTERLY

LENGTH: 60 MINUTES AUDIO CONFERENCES

MONTHLY AUDIO CONFERENCES pate TOPIC

(2nd Tuesday of Month) February 17 Compliance Update
May 19 Audit Upate

Attend a seminar without leaving the office. In 2010, on the 2nd August 18 Compliance Issues

Tuesday of each month, ICBA will deliver a 60-minute audio con-
ference on topics ranging from investment strategies, loan work-
out, call report, internal fraud, embezzlements, today’s regulatory  toTAL PACKAGE SUBSCRIPTION
environment and key strategies in community banks. Include as  {=gA Member: $459

many staff members as you like—your registration fee pays for  Nonmember: $759

one phone line.

November 17 Audit Issues

) ) . . . Recorded CD and Handouts (Shipping and sales tax apply)
Each person listening to the audio conference will receive one (A Member: $179
CPE credit and can request a Certificate of Completion. Nonmember: $279

INDIVIDUAL PROGRAM INDIVIDUAL PROGRAM

ICBA Member: $149 ICBA Member: $149
Nonmember: $249 Nonmember: $249

Recorded CD and Handouts (Shipping and sales tax apply) Recorded CD and Handouts (Shipping and sales tax apply)
ICBA Member: $179 ICBA Member: $179
Nonmember: $279 Nonmember: $279

For more information please visit www.icba.org/education
or call (800) 422-7285 ext. 7336.
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CBA audio conferences are very informative and
are a great opportunity to get CPE credits.

Sandy M. Fox
vice president/chief financial officer
Union State Bank
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Financial Institutions Federal
Regulatory Compliance Helpline

The Compliance Helpline provides quick and accurate answers for
day-to-day compliance issues, along with feedback regarding new
products, services or disclosures your bank is considering. Expe-
rienced consultants have extensive resources available to answer
the most difficult questions in a timely, efficient manner, always
within 24 hours. Using this helpline will allow your employees to
focus on work assignments rather than researching technical com-
pliance issues on their own.

ANNUAL SUBSCRIPTION

ICBA Member: $595

Nonmember: $795

Certified Compliance Officer: $495

RENEWAL

ICBA Member: $450

Nonmember: $650

Certified Compliance Officer: $425

have been using the ICBA’s Compliance Hotline

for almost three years now. The support for the

answers to my questions is amazing. I have never
received an answer that was not supported by a cita-
tion. The response time is tremendous; I usually have
my answer within 24 hours. This is extremely benefi-
cial when you have immediate issues that need to be
addressed in a timely manner. The staff that supports
the hotline is highly qualified and friendly. I would
strongly recommend any financial institution to sign
up for the hotline—the rate of return on investment is
priceless.

Amy G. Greene
vice president compliance/CRCM
The Hardin County Bank
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Meeting educational needs where or when they arise is
part of serving community bankers. ICBA online training
is an immediate and accessible way to do that. ICBA on-
line training is cost-effective, convenient, customized and
performance-driven.

Listed programs are available through ICBA’s Online Train-
ing Center.

The LearnCenter
Compliance University™

Learn.com® and Wolters Kluwer Financial Services® have part-
nered to bring your organization the ultimate on-demand finan-
cial services compliance training, reporting and learning manage-
ment. Compliance University™ combines an engaging learning
experience with powerful administrative management and report
abilities. Develop your organization with an easy-to-use learning
environment for executives, managers, tellers, customer services
representatives, and executives that will cut costs, increase organi-
zational knowledge and mitigate risk.

Timely compliance content, advanced tracking and customization
capabilities, and first-to-market compliance updates are just a few
of the features and functionality we’ve implemented to fulfill more
of your training needs.

Powered by the Learn.com LearnCenter platform, the world’s most
popular learning management system, and the subject matter ex-
pertise of Wolters Kluwer Financial Services, this end-to-end com-
plete solution has everything your organization needs to launch
and manage a successful compliance training program.

Compliance University™ will satisfy and exceed your online learn-
ing expectations.

For more information please call the ICBA education
department at (800) 422-7285 ext. 7337.

Bank Director Online University

Make sure you and your directors are aware of rules and regula-
tions that impact your bank. Being a member of the ICBA Bank
Director Program ensures you have access to 13 online training
courses that touch on critical areas of community banking. These
courses help directors build a solid foundation on which to base
their decisions.

Free to banks in the Bank Director Program. For details, call
the ICBA education department at (800) 422-7285, ext. 7336.

2010 ICBA Education Seminars and Products Catalog



All About Desktop Program

Are all your employees computer literate? Develop their skills and
improve their performance with this best-of-breed training for Mi-
crosoft Office applications, operating systems and basic PC skills.
Please note: This program requires Microsoft Internet Explorer.

ICBA Member: $49 Individual User Fee for 90 days
Nonmember: $99 Individual User Fee for 90 days

Call the ICBA education department at (800) 422-7285, ext.
7337, for multiple user discount fees.

Introduction To Financial
Statements Program

This program builds a hypothetical institution for the purpose of
the balance sheet, the income statement and the cash flow state-
ment. Users learn to understand the stock and flow of an organi-
zation’s wealth. The program also provides an introduction to the
debit-credit system of accounting.

ICBA Member: $79 Individual User Fee for 90 days
Nonmember: $99 Individual User Fee for 90 days

Call the ICBA education department at (800) 422-7285, ext.
7337, for multiple user discount fees.

Security Skills Program

An effective security program is an excellent means of protecting
your institution’s work product, physical assets, intellectual assets
and personnel. This comprehensive program provides the skills
and knowledge to implement and carry out the security function
for professionals in all sizes and types of institutions.

The three programs offered are:

e Security Skills Online for Security Officers and Executives
(9 modules)

e Bank Security Skills: Robbery (3 modules)

e Robbery Response Techniques for All Personnel (1 module)

Security Skills Online for Security Officers and Executives
ICBA Member: $279
Nonmember: $479

Bank Security Skills: Robbery
ICBA Member: $199
Nonmember: $349

Robbery Response Techniques for All Personnel
ICBA Member: $99

Nonmember: $299

Call the ICBA education department at (800) 422-7285, ext.
7337, for multiple user discount fees.

2010 ICBA Education Seminars and Products Catalog

Sales is Just Great Service

How do you build loyalty in a field that’s saturated by competi-
tion? By building on existing customer relationships, you can in-
crease not just loyalty but profits. ICBA developed this six-part e-
learning program to give your employees strategies for promoting
the success of their institution by expanding existing relationships
with customers.

ICBA Member: $29 Individual User Fee for 90 days
Nonmember: $58 Individual User Fee for 90 days

Call the ICBA education department at (800) 422-7285, ext.
7337, for multiple user discount fees.

Training on Demand

Whether you're looking to accumulate credits, become certified,
or just improve your skill set, ICBA can help. Select from a wide
range of educational offerings designed to suit any job function or
schedule.

Instructor-Led Online Courses:

e Offered in an easy-to-use online classroom format

e An instructor guides you through each lesson, answers
questions and provides feedback

e Semester-length courses with scheduled quizzes and/or exams

Guided Self-Study Programs:

e User-friendly independent study courses

¢ Study independently with instructors only a telephone call or
e-mail away

e An advisor at the CFT office will keep in touch with you to
provide additional assistance

For more information please visit www.icba.org/education
or call (800) 422-7285 ext. 7337.

Three-For-One Low Price
Program

This three-part package will help your employees discover how to
develop a sales mindset, improve their “soft” skills, and learn the
fundamentals of corporate and personal finance. Included in this
economical offer are “Sales is Just Great Service,” “Workplace and
Personal Skills,” and “Basic Finance.”

ICBA Member: $59 Individual User Fee for 90 days
Nonmember: $118 Individual User Fee for 90 days

Call the ICBA education department at (800) 422-7285, ext.
7337, for multiple user discount fees.
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BSA/AML Training Series

The training videos and companion
manuals are a must for effective com-
munity bank BSA training. Included
in the series: BSA/AML for Frontline
Staff, BSA/AML for Directors and Se-
nior Management and BSA/AML for
Bank BSA Officers.

BSASAML for Frontine Sioff

Length: 60 minute DVD

ICBA Member: $249
Nonmember: $349
Bank Director Program Participants: $229

Bank Director Training
CD Program

Stay informed with the Director Training CD Program. Each pro-
gram covers information bank directors need to know on Red Flags
for Directors; Roles and Responsibilities of Bank Directors; Responsibilities
Concerning Lending and Loan Portfolio; Fair Lending, Regulatory Com-
pliance; Controlling the Bank's Destiny; Obtaining, Keeping and Motivat-
ing Employees; Working with Regulators in this Environment; Regula-
tion Z Amendments for Directors; New Requirements for Credit Cards and
Home Equity Plans; New Advertising Requirements for Bank Directors;
and New Real Estate Settlement Procedures Act Requirements for Direc-
tors. Excellent training to be used at your board meetings.

Length: 15 minutes each CD

ICBA Member: $129 each; $1,299 for all 12
Nonmember: $189 each; $2,039 for all 12
Bank Director Program Participants: $99 each; $959 for all 12

Board of Directors Training
Program on the Bank’s
Portfolio Activities

The Federal Financial Institutions Examina-
tion Council (FFIEC) Supervisory Statement
requires your bank’s board to “have an ad-
equate understanding of [the bank’s] invest-
ment activities.. .” This multimedia program,
hosted by ICBA Securities President Jim Re-
ber, can help. Your board members will benefit V=
from professional advice covering the basics of

their responsibilities.

Length: 2 hour DVD
ICBA Member: $395

Nonmember: $695
Bank Director Program Participants: $295
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Compliance for
Commercial Lenders

Compliance requirements have a great
impact on the success of your community
bank, including its avoidance of compli-
ance violations and fines. The DVD includes
written training material and has been pro-
duced to focus on the specific compliance
elements that commercial lenders need to
know.

Compliance for Commercial Lenders I

Length: 52 minute DVD

ICBA Member: $149
Nonmember: $249

Corporate Governance—
New Edition

Corporate governance for large or small in-
stitutions, while always important, continu-
ally stays in the forefront. Corporate gover-
nance is simply a fancy way to refer to the
inner-workings of senior management. This
material will provide pertinent informa-
tion for bank directors in connection with
corporate governance and specific corpo-
rate governance suggestions for nonpublic
companies in light of Sarbanes-Oxley and
its mandates.

Length: 23 minute DVD

MANUAL

ICBA Member: $99

Nonmember: $198

Bank Director Program Participants: $49

DVD and MANUAL

ICBA Member: $199

Nonmember: $299

Bank Director Program Participants: $149
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Customer Service Standards

Service is what sets your bank apart. By
developing superior service standards, you
define your approach and improve your
results. Increase your market share and
profitability with this video and start seeing
the benefits of providing a greater quality
of service.

Length: 17 minute DVD

ICBA Member: $129
Nonmember: $229

Deterring and Responding
to Robberies

Bank robberies are on the rise in cities
across the United States. While some lo-
calities have only reported a slight uptick
in these crimes, others are experiencing an
alarming increase. While odds remain low
that your financial institution will ever be
robbed, proper training will ensure that you
and your staff are prepared and protected if
the unthinkable should happen. This video
will give your employees the tools they need to help prevent rob-
beries, aid the police in the apprehension of the thieves and also
assist in the recovery of your financial institution’s funds.

Length: 45 minute DVD

ICBA Member: $299
Nonmember: $399

Developing Deeper Customer
Relationships

Banking is rooted in personal relationships.
The quicker your bank initiates and builds
new relationships or expands current ones,
the quicker your bank will grow. This video
features a wide array of low-cost, easy-to-
implement bank business development ideas,
which have proven effective for banks of all
sizes and in all areas of the country.

Length: 30 minute DVD

ICBA Member: $129
Nonmember: $229
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Director Training

Although being a director
of a bank is still an honor,
it is not an honor without
significant  responsibilities
and liabilities. A director
familiar with their duties
and responsibilities should
be able to direct a well-run
institution, foster  colle-
gial relationships with co-
directors, officers and the
regulators, and minimize
personal liability risks. The issue of directors liability has evolved
significantly over the last 100 years and it continues to evolve. The
video specifically addresses both general and specific information
for bank and bank holding company directors with respect to their
job and the possibility of defending against claims of failure. As
the industry continues to consolidate, more and more boards of
directors of community banks will be faced with tough acquisition
choices. The board’s conscious consideration of the basic strategy
of whether to buy, sell or remain independent should be addressed
and determined annually. This information should assist the board
in identifying the issues and common concerns in either buying
or selling a community bank or implementing a decision to re-
main independent and simply keep your shareholders happy by
enhancing shareholder value.

Length: 15 minutes each DVD

ICBA Member: $129 each; $339 for all three
Nonmember: $229 each; $639 for all three

Bank Director Program Participants: $99 each; $249 for all
three

Effective Leadership

Your strongest asset is your staff. Learn
how to better meet the challenges of man-
aging your employees. This program is
packed with tips on everything from ef-
fectively motivating people to managing
change.

Length: 30 minute DVD
ICBA Member: $129

Nonmember: $229

FDIC Deposit Insurance

FDIC Deposit Insurance for Customer Service Representatives is an inter-
active rich application on CD that provides you with immediate
and easy access to information about FDIC insurance. This pre-
sentation covers the temporary deposit insurance increase from
$100,000 to $250,000. In addition, the elimination of the kinship
requirement in the revocable trust category is addressed.

Length: 15 minutes CD ROM
ICBA Member: $129

Nonmember: $229
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Loan Processor Training Series

Understanding how to work with cus-
tomers during the lending process en-
sures a positive experience for borrowers
as well as their view of the bank. For the
customer, the key is great service. For
the bank, the key is knowing that a good
loan was made and a strong customer
relationship exists. The series, Making Lending Customers #1 and Mort-
gage Fraud Red Flags, includes two computer-based modules and in-
dividual training material.

Length: 20 minutes each CD ROM

ICBA Member: $129 each; $199 for both
Nonmember: $229 each; $399 for both

Protecting Yourself and
Your Business From
Fraud & ldentity Theft

Fifty-four percent of customers re-
cently surveyed* listed identity theft
as their primary concern. Protect your
customers from becoming a victim!
This informative video will shed light
on tools and techniques criminals use
to compromise a victim’s assets and
personal information. Purchase one
for your bank and one to share with your customers.

Length: 45 minutes DVD or VHS
*Survey provided by Opinion Research Corp.

ICBA Member: $299 first copy; $199 each additional
Nonmember: $399 first copy; $299 each additional

Regulatory Environment and
Enforcement Actions

In this volatile environment, it is critical for the bank’s board to
understand their rights and how to effectively, in a variety of cir-
cumstances, deal with and ‘manage’ the regulators and/or an ad-
verse regulatory exam. The commercial banking industry remains
one of the most regulated industries operating in the United States.
Each regulatory agency has its own method and its own agenda.
It is imperative to know the bank’s and director’s rights and how
to manage each agency, whether you are seeking to respond to
an examination, trying to deal with the regulators in a problem
bank environment or attempting to understand your duties as di-
rectors and officers. This video will provide pertinent information
on bank examinations—preliminary considerations, what if your
bank anticipates a major regulatory problem, regulatory enforce-
ment actions, ten commandments for dealing with the regulators,
and miscellaneous issues.

Length: 20 minute DVD

ICBA Member: $149
Nonmember: $249
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Teller Training/CSR Series

Frontline personnel are the first
contact a customer has with the
bank. They are also the first line of |
defense in security. This series of six
computer-based training programs
combines customer service and
compliance to demonstrate how
these concepts go together in the banking environment. This se-
ries includes: How May I Help You?, Keep Your Frontline Person-
nel Safe, The Role of Customer Service in Information Security,
Role of Compliance in Customer Security, Fraudulent Checks and
Regulation E.

Length: 20 minutes each CD ROM

ICBA Member: $129
Nonmember: $229

Save money by purchasing multiple modules. Call the
ICBA education department at (800) 422-7285, ext. 7337.

10 Costly HR Mistakes Managers
Must Avoid

Increase employee productivity and eliminate
some inherent risks associated with human
resource responsibilities. By being aware of
some of the common pitfalls that can occur = " e
L O /\,‘ 2
ceRENCECH! 35

within the HR department of your bank, us-
ing good judgment and knowing the rules
and regulations can prevent fewer monetary

~
N
losses for your bank. B I o
SRR
'~-"“—.‘\Q\\.

Length: 46 minutes DVD

ICBA Member: $129
Nonmember: $229

must comment on how professional and courteous

everyone from ICBA has been to us as new mem-

bers. This is the first trade group that our bank
has ever joined. I am pleased with our decision to be
on your team. Thanks for continuing the “winning
streak” of quality people.

Don Patterson
president
The Merchants Bank & Trust Company
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ACH Policies and Procedures

Are your policies and procedures up-to-date? Don’t panic! This
software creates customized policies and procedures manuals for
ACH Operations or ACH Risk Management with just a few hours
investment of your time. And at a fraction of the cost of hiring a
consultant to do the job!

For more information please call the ICBA education
department at (800) 422-7285 ext. 7337.

Auditing Manuals

Give your internal auditing department a boost with ICBA audit-
ing manuals. Each manual contains valuable information, schedules,
check lists, questionnaires, procedures and sample policies about the
basics of auditing, working papers, liabilities, assets, regulatory ac-
counting and operational auditing and bank information auditing.

Aucd Sont 4,&”
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ICBA Member: $99 per manual; $495 for all 6
Nonmember: $149 per manual; $795 for all 6

Auditing the Bank’s
Trust Department

Sharpen essential skills with the background
and techniques necessary to complete the
audit of a community bank’s trust depart-
ment. Audits may vary greatly as they can
be impacted by the types of accounts admin-
istered by the department, the complexity of
services provided, types of trust assets held,
the management of trust investments, and
the presence of internal controls.

ICBA Member: $149
Nonmember: $199

Bank Policies

Alleviate the tedious task of developing bank policies from scratch.
These policies and procedures provide a quick reference with thor-
ough, easy-to-read instructions to guide you through the policy de-
velopment or revision process for your bank. There are more than
100 policies to choose from covering compliance, lending and man-
agement. Using any standard word processor and following the in-
structions provided, you can customize these policies for your bank.

For pricing and list of policies, call the ICBA education
department at (800) 422-7285, ext. 7337, or visit the ICBA
web site at www.icba.org/education.
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The Bank Directors Bible:

Commandments for Community

Bank Directors

This newly revised third edition provides com-
munity bank directors insight to a myriad of is-
sues encountered as a director of a community
bank. This compilation of insightful articles of-
fers answers to the most important questions
facing directors today.

ICBA Member: $99 first copy; $49 each additional
Nonmember: $149 first copy; $79 each additional
Bank Director Program Participants: $79 first copy;

$49 each additional

Bank Director Glossary

There is a comprehensive source of practical
definitions for some of the most commonly
confused terms in the financial services indus-
try. This manual includes 50 pages of terms
used by regulators, executive officers, outside
consultants and attorneys. It’s a “must have”
handbook of terms to assist bank directors in
clearly understanding financial services jargon.

Gerrish's Glossary
for
Bunk Directors

/

Jeffrey C. Gerrish

ICBA Member: $99 first copy; $49 each additional
Nonmember: $149 first copy; $79 each additional
Bank Director Program Participants: $79 first copy;

$49 each additional

Bank Holding Company

What should you do with your holding com-
pany in current and future environments?
This manual contains products, services, ex-
pansion plans and long-term planning tips for
your holding company. There’s also a section
specifically designed for newly established de
novo banks that need to raise capital and may
not be aware of the immediate benefits of us-
ing a bank holding company.

ICBA Member: $149
Nonmember: $199

t’s a comfort to know that a reliable source of in-
formation is very close to my hand. It’s not but two

feet from my phone!

Barbara Broshears
compliance/BSA officer
Mountain Commerce Bank
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BanKnology—Loss Mitigation

President Obama plans sweeping financial
regulation and control over the banking in-
dustry. Among the many new changes will be
the creation of a Financial Service Consumer
Protection Agency with oversight powers over
the nation’s mortgage loans, credit cards and S
other financial products. New regulations will l g
mandate that lenders do everything possible

to keep borrowers from losing their homes through foreclosure. If
you need help in loss mitigation the answers can be found in this
manual.

aw“'"dpw‘
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ICBA Member: $169
Nonmember: $269

BanKnology—The Fundamentals
of Lending

Now it’s time to return to the old
fashioned basics of making a loan.
This self-paced comprehensive
training program is designed to
provide all loan employees up-to-
date knowledge and the capability
to perform their assigned job tasks
for superior customer service. Your staff will also learn how to ac-
curately assess risk when extending credit. The supporting instruc-
tor’s manual includes tests and quizzes (recommended).

PARTICIPANT MANUAL
ICBA Member: $269
Nonmember: $369

INSTRUCTOR MANUAL
ICBA Member: $69
Nonmember: $169

Capturing Your Customer

Go right to the issue of remote deposit and
what you need to know. This manual cov-
ers the following four hot topics: information
security and vendor due diligence, contracts,
pricing and ACH.

ICBA Member: $30
Nonmember: $130

Certification Newsletter

Learn from your community bank
peers, and industry experts. Read pro-
files of challenges faced by internal au-
ditors, compliance officers, BSA officers
and security officers. Published quar-
terly, this newsletter is offered to ICBA’s
certification program enrollees and is
also available to interested community bankers.

Certification

MNewsletter

The New Approach to
Compliance Risk

ICBA Member: $49
Nonmember: $80
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Commercial Real Estate
Concentrations: Risk
Management Work Program

How will your bank fare when examiners re-
view your portfolio for commercial real estate
loan concentrations? Now is the time to con-
duct a self-assessment of your bank’s portfo-
lio. This manual will provide a step-by-step
approach to assure you are managing risk =
and complying with recently issued regulato- |
ry guidelines. It also covers methodologies to
identify and measure loan concentrations, best
practice concentration risk management strategies, commercial real
estate market analysis procedures and stress testing approaches.

ICBA Member: $99
Nonmember: $199

Compliance Deskbook

Get the right answers fast with the .
Compliance Deskbook—the reliable, =
convenient source for answers to your
compliance questions. Offered in two
formats, a printed manual and via the
Internet, each subscription includes the
Compliance Deskbook Bulletin Service,
published as needed to keep your com-
pliance department up to speed. Three courses on Internet Risks
and Security, Safeguarding of Customer Information, and Identity
Theft are offered FREE with the Internet format.

MANUAL
ICBA Member: $350
Nonmember: $484

MANUAL RENEWAL RATE
ICBA Member: $225
Nonmember: $327

INTERNET
ICBA Member: $299
Nonmember: $449

INTERNET RENEWAL RATE
ICBA Member: $199
Nonmember: $299

he Compliance Deskbook is an exceptionally

reliable and organized resource that is a valu-

able tool for compliance. The Deskbook contents
enable the reader to locate requlations quickly, accu-
rately and are easy to read. The Deskbook is designed
in such a way that individuals with basic compliance
knowledge and experts in compliance can benefit from
the program. The “What’s New"” and “Special Alerts”
sections are effective, providing a quick guide to new
regulations and changes to current requlations, ensur-
ing the information is disseminated to the appropri-
ate departments and policies and procedures are kept
up-to-date.
Anthony J Gervolino

compliance officer
First National Bank of Pikeville
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Compliance Manuals Remote Check Deposit Capture

These comprehensive manuals will help your compliance offi- Rl S k TO 0o I k It

cer strengthen your compliance department and training efforts.

Written by industry experts who teach the highly successful ICBA ~ This toolkit will cover the major risks as-
Compliance Institute, the areas covered in these reference manu- sociated with Remote Deposit Capture
als are directly related to areas of importance to community banks.  (RDC) including: How to establish an RDC
These up-to-date manuals will save you time and money, and en-  Tisk policy, fraud issues, customer selection,
sure your compliance efforts are concentrated on the major areas customer implementation, contracts with
of risk in your bank. The five manuals include: Developing a Com- ~ customers, functionality of service provid-
pliance Program, Lending Compliance, Lending Compliance Ap-  ers and legal issues.

pendices, Operations Compliance, and Deposit Compliance.
ICBA Member: $299

Nonmember: $499
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ANNUAL UPDATE
ICBA Member: $99
Nonmember: $199

Subchapter S Newsletter

Is Subchapter S the right choice for -~
your institution? Subchapter S Newslet- = Subchapter §

. Newsietior m
ter addresses numerous bank activities Em——
impacted by Subchapter S election. This | = 0 =
quarterly newsletter and periodic spe- |
cialty mailers and white papers advise

Com p | | ance Wo rk| n g Pap ers members of legislative developments

and IRS personnel on the taxation of Subchapter S corporations.

ICBA Member: $99 per manual; $399 for all five
Nonmember: $149 per manual; $699 for all five

Why use working papers? You'll develop
an organized approach to compliance man-
agement with risk assessment schedule and
program management all linked together.
Compliance Working Papers is segregated by
compliance program management, lending,
deposit and BSA/AML compliance. Avail-
able on CD-ROM or as a printed booklet.

Comliance Warking Papers ICBA Member: $99 per year
Nonmember: $149 per year.

The ABCs of HSAs

This manual will include everything a bank needs to know to
set up Health Savings Accounts (HSAs) for customers, including
model agreements and trust account contracts. It will include the
latest regulations from the Treasury Department and bank regu-
latory guidance. The manual uses simple-to-understand language
ANNUAL UPDATE with examples and illustrations so that any size bank will be able
ICBA Member: $99 to quickly set up this program for its customers. It also includes
Nonmember: $199 model marketing material.

ICBA Member: $299
Nonmember: $399

. ICBA Member: $199
L oan R eview Nonmember: $299

Your loan portfolio can be one of your stron-
gest assets. This manual gives you the tools
to structure policies and procedures to en-
sure quality and accurate loan portfolios.
Included in this manual are loan review |
worksheets, formulas for calculating the Al-
lowance for Loan and Lease Losses (ALLL),
information needed to identify and evalu-
ate the sources of repayment, and reference
materials.
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use “Compliance Working Papers” for the compliance

audits for each area of the bank. The program is di-

vided into four main categories and then subcategories
so upon completion of the risk assessment, it is very easy to
work appropriate checklists into your audit schedule. We
also use some of the checklists as internal control ques-
tionnaires to help the internal audit committee prioritize
compliance monitoring activities. “Compliance Working
ICBA Member: $299 Papers” has proven a cost effective compliance audit and
Nonmember: $399 monitoring tool for Timberline Bank.

Roxi Green
CRCM, CCBIA
Timberline Bank
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David Bequeaith is the principal consultant for Bequeaith
Banking Solutions LLC. He has 22 years of regulatory, banking
and consulting experience.

Kent Conrad is a director with the Technology Risk Manage-
ment Services group of RSM McGladrey Inc., specializing in
system selection and IT governance and strategy development
for community banks.

Tom Danielson is a principal in the Financial Institutions
Group at LarsonAllen LLP. He has over 25 years experience
in the banking industry and is extensively involved in audits,
mergers and acquisitions, embezzlement and fraud investiga-
tions, financial planning, loan review, tax and consulting for
community banks.

Mary F. Deziel is vice president, human resources with Unit-
ed Bankers” Bank. She manages the internal human resource
function at UBB and USOURCE Human Resource consulting
service.

Mark Eich is a principal with the Financial Institutions Group
of LarsonAllen LLP with more than 20 years experience pro-
viding auditing and consulting services to community banks,
with special emphasis on IT and IT security.

Neil Falken is a principal in the Financial Institutions Group
of LarsonAllen LLP, where his primary focus is providing audit
and consulting services to community banks.

Jerry Felicelli is the principal in charge of the Financial Insti-
tutions Group of LarsonAllen LLP. His consulting and account-
ing experience includes assisting community banks with stra-
tegic planning, consulting on mergers and acquisitions, capital
planning, regulatory issues, and other matters of importance.

Jeffrey Gerrish is chairman of the board of the Memphis-
based law firm of Gerrish McCreary Smith PC, Attorneys and
its affiliated bank consulting firm of Gerrish McCreary Smith
Consultants LLC.

Jeff Judy is principal with Jeff Judy & Associates and consults
with financial institutions to make them more effective and
efficient in managing organizational issues and customer rela-
tionships and specializes in credit management.

David Kemp is president of Bankers Management Inc., a na-
tionally recognized company in financial services training and
bank consulting. He has more than 30 years experience and
management responsibility in lending consulting, training,
credit administration and new business development.

Lindsay LaNore is senior compliance professional with Be-
queaith Banking Solutions. Currently she is responsible for the
on-site review and support of compliance performance at client
banks.
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Robert McGoffin is an experienced bank CEO and instructor
at LSU Graduate School of Banking. He brings practical and
proven strategies to his program.

Teresa Pedigo is senior vice president and director of opera-
tions risk for Peoples National Bank. Teresa has worked in the
financial services industry since 1990 and brings an extensive
background in regulatory compliance, financial institution op-
erations, credit policy, loan review, and various financial insti-
tution software packages.

Jim Reber is president and CEO of ICBA Securities. He has
over 25 years of financial services experience, and is a frequent
speaker and lecturer at bank investment seminars and work-
shops. Jim also writes a monthly investment column for Inde-
pendent Banker magazine. He is a certified public accountant
and a chartered financial analyst. Jim holds a BS degree in Ac-
counting from Christian Brothers University in Memphis, Ten-
nessee.

Bill Reid joined ICBA Financial Services Corporation in 1994
as president and CEO. ICBFS provides member banks of ICBA
with wealth management products for customers and bank
owners as well as specialized financing products for bank
portfolios.

Philip Smith is president of the Memphis-based law firm of
Gerrish McCreary Smith PC, Attorneys and its affiliated bank
consulting firm of Gerrish McCreary Smith Consultants LLC.

Mark Stenson is the president of Stenson Management Con-
sulting Inc. He has 30 years experience in the financial services
industry and consults with many of the leading community
banks across the country.

Nancy Stertz is the compliance manager in LarsonAllen’s Fi-
nancial Institutions Group. Nancy has assisted numerous com-
munity banks with their compliance issues related to federal
and state laws and regulations.

Dana Turner is a security practitioner with Security Education
Systems. He has created unique security and loss prevention
programs for governmental agencies, and the retail, service and
financial industries for 38 years.

Rick Wemmers of Wemmers Consulting Group is a 29-year
business development veteran, coaching banks of all sizes na-
tionwide on how to improve the bottom line quicker.

J. Michael Woody is owner and principal of J. Michael Woody

Inc., a bank consulting, teaching and training and expert wit-
ness company.
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Name O Mr. QO Ms.

O Miss

Badge Name

Current Title at Bank

Sponsoring Bank (or Bank Client)

Mailing Address

City State

Zip

Telephone (area code and number)

Fax (area code and number)

E-mail Address

CERTIFICATION PROGRAMS

Auditing Institute (Week One)

4 (5170-1) Kansas City, MO
4 (5170-2) Minneapolis, MN

Auditing Institute (Week Two)

4 (5175-1) Kansas City, MO
4 (5175-2) Minneapolis, MN

Bank Security Institute
4 (5315-1) Minneapolis, MN

BSA/AML Institute
4 (5610-1) Minneapolis, MN

April 25-30
September 12-17

May 2-7
September 19-24

September 12-15

May 17-19

4 (5610-2) Nashville, TN November 15-17

Community Bank IT Institute

U (5680-1) Kansas City, MO
4 (5680-2) Minneapolis, MN

Compliance Institute

4 (5540-1) Dallas, TX

4 (5540-2) Kansas City, MO
4 (5540-3) Minneapolis, MN

Commercial Lending Institute

U (5465-1) Phoenix, AZ

Consumer Lending Institute

U4 (5460-1) Minneapolis, MN

May 10-14
August 16-20

Feb. 28-Mar. 5
June 6-11
October 10-15

Oct. 31-Nov. 5

August 1-4

Current Issues/Annual Certification Conferences

4 (5190-1) Minneapolis, MN
4 (5590-1) Minneapolis, MN
4 (5316-1) Minneapolis, MN
4 (5592-1) Minneapolis, MN
4 (5190-2) Branson, MO
4 (5590-2) Branson, MO
4 (5316-2) Branson, MO
4 (5592-2) Branson, MO

SEMINARS

September 27
September 28
September 29
September 30
October 25
October 26
October 27
October 28

Adjusting to Today’s Challenging Market
U (5382-1) Nashville, TN April 12-13

4 (5382-2) Minneapolis, MN

September 23-24

Auditing the Bank’s Trust Department

4 (5160-1) Kansas City, MO

May 20-21
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METHOD OF PAYMENT
A check payable to ICBA is enclosed.
Charge tomy: 1 VISA

U American Express

O MasterCard
4 Discover

Credit Card Account No. Expiration Date

Signature

ONLINE: www.icba.org/education @

MAIL: Education Department, PO Box 267, Sauk Centre, MN
56378

FAX: (320) 352-5366

PHONE: (800) 422-7285

E-MAIL: education@icba.org

Auditing for Regulatory Compliance

d (5177-1) Minneapolis, MN August 9-10
Agricultural Credit Analysis

U (5443-1) Location Spring

U (5443-2) Location Fall

Annual Directors Conference
Q(09symp) Colorado Springs, CO  October 7-10

Buying a Bank or Branch in Challenging Times

U(5392-1) Las Vegas, NV April 15-16
Call Report Preparation
U(5360-1) Minneapolis, MN April 22-23

U(5360-2) Nashville, TN October 18-19

Community Bank Chairman’s Forum
U(5303-1) Coeur d’Alene, ID June 11-12
U(5303-2) Las Vegas, NV November 12-13

Credit Analysis
U(5440-1) Dallas, TX April 19-20
U(5440-2) Minneapolis, MN October 4-5

Developing Your Culture: HR Conference for Comm. Banks
4 (5660-1) Minneapolis, MN August 5-6

Executive Development-The Making of Bank Leaders

(5257-1) Indianapolis, IN April 19-20
W(5257-2) Minneapolis, MN October 4-5
Family Bank Institute

4 (5396-1) Branson, MO May 13-14

Loan Review Policies and Procedures
U(5415-1) St. Charles, MO June 14-15

Managing Commercial Credit Risk
U(5470-1) Dallas, TX September 20-22

Preparing for Your Next Exam
U (5384-1) Minneapolis, MN
U (5384-2) Phoenix, AZ

May 20-21
November 8-9

Today’s Community Bank Model

4 (5398-1) Minneapolis, MN April 26-27
U (5398-2) Phoenix, AZ November 4-5
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ORDERED BY SHIP TO (if different from left)

Name U Mr. O Ms. U Miss Name U Mr. O Ms. U Miss

Title Title

Bank Bank

Street Address Street Address

City State Zip City State Zip
Telephone Fax Telephone Fax

E-mail Address E-mail Address

METHOD OF PAYMENT

e
3
3
‘
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S
‘
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A check payable to ICBA is enclosed. Credit Card (circle one)  VISA MasterCard American Express  Discover
Credit Card Account No. Expiration Date Signature
Please send U VHS 4 DpvD
Product Name or Description Unit or Page Bank ICBA Non- Total
Package Director Member Member
Quantity Program Price Price
Participant
Price

State Sales Tax Rates
Wisconsin - 5%
Texas - 6.25%
California - 8.25%
Minnesota - 6.875%

Georgia - 7%

Towa - 7%
Massachusetts - 6.25%
Pennsylvania - 6%

DC - 6% Kansas - 6.8%
ONLINE: www.icba.org/education
FAX: (320) 352-5366
MAIL: ICBA, PO Box 267

Sauk Centre, MN 56378
PHONE: (800) 422-7285
E-MAIL: education@icba.org
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Merchandise Total

Add $7.50 for shipping on orders over $75

Subtotal

Sales Tax (See sales tax rate table)

Prices are subject to change.
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To Order

Complete the forms on pages 25-26 of this catalog to
register or order by

ONLINE www.icba.org/education @

MAIL ICBA Education Department
PO Box 267
Sauk Centre, MN 56378

FAX (320) 352-5366
PHONE (800) 422-7285
E-MAIL education@icba.org
Questions?

The ICBA education department is available to answer
your questions about courses and products. Please contact
us at (800) 422-7285 or at education@icba.org.

For Additional Information

Contact the ICBA education department or visit
www.icba.org/education.

ICBA Education Department

Greg Martinson
senior vice president and director of Sauk Centre
operations/director of education

Marlee Melville
vice president, education products

Runay Olson
vice president, education seminars

Cindy Loxtercamp
bank director program specialist

Nancy Olson
administrative and marketing assistant

Cathy Von Wahlde
product fulfillment specialist

Julie Woida
seminar/certification specialist
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ICBA BANK EDUCATION COMMITTEE

Each education program is evaluated and approved by the ICBA Bank Education

Committee before it is presented to community bankers.

CHAIRMAN
Gregg P. Lewis
Chairman

First Option Bank
Osawatomie, KS

VICE CHAIRMAN
Steven R. Gardner
President/CEO
Pacific Premier Bank
Costa Mesa, CA

Robert N. Barsness
Chairman/President
Prior Lake State Bank
Prior Lake, MN

Michael T. Casey
Chairman

Grand Bank of Texas
Grand Prairie, TX

Joseph E. Chippie
President/CEO

The First National Bank of
Wyoming

Wyoming, DE

Jerry Collison

Chief Executive Officer
Union Bank

Lake Odessa, MI

Charles K. Collum Jr.

Chairman

Burke & Herbert Bank & Trust Co.
Alexandria, VA

Dan K. Coup

President

First National Bank of Hope
Hope, KS
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Joseph Dwuznik

Vice President/Correspondent
Banking

American Bank of St. Paul

St. Paul, MN

Mike Ellenburg

President

First Southern State Bank
Stevenson, AL

John V. Evans III
Executive Vice President
D. L. Evans Bank

Boise, ID

Mark G. Field
Chairman/President

The Farmers Bank of Liberty
Liberty, IL

Ronald H. Frey
Hamburg, PA

David A. Funk
President

Nevada Security Bank
Reno, NV

Jim S. Gowen, Sr.
Chairman

Merchants & Planters Bank
Newport, AR

Mark A. Holmes
President/CEO

Select Bank & Trust Co.
Greenville, NC

Chuck Johnston
President/CEO
North Valley Bank
Thornton, CO

Peter Nelson
President

Glenwood State Bank
Glenwood, MN

Brent L. Peters
President/CEO
East Penn Bank
Emmaus, PA

Kirk L. Sandquist
President/CEO

Peoples Bank of Deer Lodge
Deer Lodge, MT

Evelyn Smalls
President/CEO

United Bank of Philadelphia
Philadelphia, PA

Mary Sulser

Executive Vice President
Buena Vista National Bank
Chester, IL

Kathleen Thuman
President/CEO
Farmers State Bank
Maywood, NE

EXECUTIVE COMMITTEE
LIAISON

James D. MacPhee

Chief Executive Officer
Kalamazoo County State Bank
Schoolcraft, MI

SRP EXECUTIVE

Kelly Smith

Executive Director
Independent Banks of South
Carolina

Columbia, SC
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LBA

INDEPENDENT COMMUNITY
BANKERS of AMERICA

The Nation’s Voice for Community Banks®

Phone: (800) 422-7285 or (320) 352-6546 Fax: (320) 352-5366 or (320) 352-5766
education@icba.org www.icba.org/education





