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Federal judge
halts Section 1071
implementation

A Texas federal judge issued
an order on July 31 for an in-
junction against the Consumer
Financial Pro-

tection  Bu- SEE ALSO:

OBA President and CEO
Adrian Beverage’s column
on federal issues.

reau’s Section
1071 final rule.

The injunc-
tion, which
came at the
request of the
American Bankers Association,
the Texas Bankers Association

and McAllen, Texas-based Rio
Bank, is ONLY for member
banks of the ABA and/or TBA.

Although
both trade
associations
asked for the
injunction to
apply to ALL
lenders,  the
judge did not
accept the request.

See SECTION 1071 on Page 2

Page 2

Oklahoma Bankers Hall of Fame
accepting nominations for 2023

The Oklahoma Bankers Hall
of Fame is now accepting nom-
inations for the upcoming 2023
class; additionally, the process
of selecting inductees has been
updated.

First, for those interested in
nominating a banker, here are
some downloadable forms on
OBA.com - please return all
nominations to Adrian Bever-
age (adrian@oba.com) by Aug.
31.

Second, there is a new pro-
cess for selecting the inductees
to each class. After discussion
with leadership at the Okla-
homa Hall of Fame about its
processes, and learning about
other methods from other or-
ganizations, the induction
procedure for the Oklahoma
Bankers Hall of Fame has been
updated.

After all nominations have
See HALL OF FAME on Page 2
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Hill happenings

OBA President and CEO Adrian Beverage uses the
August pause to assess what’s been rumbling around in
Washington, D.C.
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Your advocate

OBA Chair Bryan Cain explains why the OBA is every
banker’s advocate, both in Oklahoma City and in our
nation’s capital.
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Free fallin’ — Summer isn’t just for school kids, as bankers know
how to have fun, as well. The group of Barry Anderson (F&M Bank,
Edmond) Troy Appling (The Bankers Bank, Oklahoma City), Doug
Fuller (Quail Creek Bank, Oklahoma City) and Clayton Lodes (First
National Bank & Trust Co., Ardmore) took to the skies for their
first-ever skydive. The excursion came about during a strategic
planning event with The Bankers Bank board of directors, as the
board discussed risk appetite for lending, which segued from risky
loans to risky adventures. Next thing you know, the quartet were
headed to the Oklahoma Skydiving Center in Cushing on July 14.
Above Appling is seen with his instuctor during the free fall and
landing. Below, from left, are Anderson, Fuller, Appling and Lodes.
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Section 1071

From Page 1

The order blocking enforcement of the Section
1071 rule will be in place while the U.S. Supreme
Court hears a challenge to the constitutionality of the
CFPB’s funding structure. The challenge is scheduled
to be argued later this year, with a decision expected
sometime in the first half of 2024. At that point, new
compliance deadlines would be issued for ABA and
TBA members.

“We believe the injunction is a recognition of the
complexity of the 1071 final rule and the significant

Hall of Fame

costs and burdens it places on our members, partic-
ularly community banks, which provide much of the
country’s small business lending,” ABA, TBA and Rio
Bank said in a statement. “While we sought an injunc-
tion covering all institutions covered by the rulemak-
ing, this ruling spares TBA and ABA members across
the country from being forced to incur unrecoverable
expenses while the Supreme Court is considering
whether the CFPB has the authority to promulgate the
1071 final rule at all.”

From Page 1

been received by OBA President and CEO Adri-
an Beverage, he will forward those nominees to the
OBA chair (currently, Bryan Cain), who will convene
a committee of 11 individuals in September to select
the inductees. These 11 individuals will be made up
of the OBA’s Executive Committee, who will join a
banker selected by the OBA chair from each of the
OBA’s six geographical groups, as well as a member
of the OBA Emerging Leaders Division. The specific
committee members will be completely anonymous
to everyone outside of the current OBA chair.

These committee members will select the final in-
ductees from the group of nominees given. They will
also discuss any possible posthumous inductees who
may have not been nominated.

Once the inductees have been selected, the OBA
chair will inform Beverage and notification and
preparations will be made by the OBA staff for the
induction ceremony, which will be held this year on
Dec. 7 at the Oklahoma History Center in Oklahoma
City.

Following the 2023 selections, the current selection
committee will disband and a new committee will be
picked the following year by the next OBA chair. Aside
from the OBA chair and executive committee, the selec-
tion committee will remain anonymous with only the
other committee members from that specific year know-
ing their identities.

You can download nomination instructions and
forms on the front page of OBA.com

B BANKING BRIEFS

2023 0BA Annual Washington Visit
scheduled

Just a quick “save-the-date message” for our bank-
ers: The OBA’s Annual Washington Visit has been sched-
uled for Sept. 24-26, and the hotel will be The Mayflower.

We're pushing for 100 bankers to make the trip with
us this year to D.C. You can also download the registration
and information form on the front page of OBA.com.

If you have any questions, contact Megan McGuire at
the OBA.

OBA Emerging Leaders Academy
accepting applications

Take note the OBA 2023-24 Emerging Leaders Acade-
my is currently accepting applications.

We're looking for the best and brightest bankers who
seek to sharpen their leadership skills. The Academy will
help you reach new heights with powerful speakers offer-
ing information leaders need for effectively maneuvering
in today’s business climate. Each session helps participants
become true leaders by understanding those around you
through non-traditional methods.

The OBA extends an invitation to any employee of a
bank that is a member of the OBA to apply. A panel of bank-
ers will review the applicants and choose those accepted into
the Academy (maximum 30 bankers).

Visit OBA.com to apply! Also, for more information,
please contact Megan McGuire at (405) 424-5252 or
megan@oba.com.
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Your values are
our values.

Building Deep Relationships
Supporting Communities

At The Bankers Bank, there is nothing more
important than the relationships we have built.
What an amazing community of bankers we have!
Because we work closely together toward common

goals, our shareholders have optimized the positive
impact they bring to their hometowns.
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August recess leaves time to ponder Hill happenings

We’ve finally reached Aug. 1 and it
means two things: The kids are about
ready to go back to school and Congress
is headed home for the month.

We'’ve finally reached the August
recess; this is when legislators have the
opportunity to spend an entire month
back in their districts. We’ll be seeing a
lot of town halls over the next couple of
weeks as they criss-cross their districts,
meeting with as many constituents as
possible.

There has been a lot going on in
Washington the last couple of months,
and I think now is a perfect time to see
where everything stands and what we
are working on.

While there are several pieces of
legislation floating around, I wanted to
bring you up to speed on several law-
suits you should be interested in. One
suit involves the Consumer Financial
Protection Bureau, and two involve the
FDIC.

In late April, the Texas Bankers As-
sociation, along with Rio Bank in McAl-
len, Texas, filed suit against the CFPB.
Several weeks after the lawsuit was filed,
the American Bankers Association
joined alongside. The lawsuit is directed
at the CFPB’s final rule of Section 1071
of the Dodd-Frank Act, which amended
the Equal Credit Opportunity Act that
would require commercial lenders to
collect data from loan applications. The
statutory amendment sought to facilitate
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the enforcement of fair-lending laws that
would require lenders to determine if
the business is women-owned, minori-
ty-owned or a small business, and to
compile 13 data points about the busi-
ness. Below are several of the key points
of the lawsuit:

o Itargues the final rule is invalid be-
cause the CFPB’s funding structure
is unconstitutional, relying heavily
on the Fifth Circuit’s Community
Financial decision.

o The final rule is arbitrary and ca-
pricious because it didn’t consider
comments relevant to the statue’s
purpose.

o The lawsuit asserts that the final rule
exceeds the statutory scope of section
1071 because it expanded the 13 data
points listed in the statute to 81 items
in the final rule.

On Monday, July 31, a district court
granted the plaintiffs’ motion for a pre-
liminary injunction, sparing TBA and

Oklahoma Bankers Association

ABA members from having to devote
time and resources complying with the
rulemaking until the Supreme Court re-
solves a case regarding the constitution-
ality of the CFPB’s funding structure.

On July 20, the Minnesota Bankers
Association and Lake Central Bank filed
suit against the FDIC.

The lawsuit concerns one of the
most contentious regulatory compliance
issues banks have faced recently; the
FDIC’s Unfair or Deceptive Acts posi-
tion regarding NSF fees on re-presented
checks.

The lawsuit is not focused on the
subject matter of the FDIC’s UDAP rule.
Instead, it focuses on procedural issues.
Specifically, the lawsuit claims the FDIC
did not have authority to amend existing
bank disclosure regulations and didn’t
have authority to issue a substantive
UDAP rule.

Even if the FDIC had the authority
to take those steps, the lawsuit claims
the agency failed to follow the manda-
tory rulemaking process in the Admin-
istrative Procedure Act, which is the
federal law that ensures that government
agencies operate in a fair and transpar-
ent way.

The OBA and other state associa-
tions are working closely with the MBA
on this suit. The MBA is gathering infor-
mation on how other state associations
can be supportive of its action. The OBA

will strongly consider all options once
we receive the information.

On the legislative front there are
several issues that we are working on,
and we’ll continue pushing certain
issues and playing defense on others.

ACRE (H.R. 3139) — The Access to
Credit for our Rural Economy Act will
help rural America by making it easier
for farmers, ranchers and rural home-
owners to access low-cost credit. We
have been working on this bill for years
and we are starting to see some good
momentum.

ACRE will do the following:

« Lower the cost of making a loan
backed by agricultural real estate,
thereby increasing community bank
participation in the rural real-estate
market.

« Enhance competition between lend-
ers for agricultural and rural housing
loans, lowering the cost of credit for
rural borrowers.

« Help expand access to local credit
in rural America by enabling more
community banks to make agri-
cultural real estate and rural home
loans.

ACRE excludes from gross income
the interest received by a qualified
lender on all loans secured by farm
real estate and aquaculture facilities.

Continued on Page 7
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In-person seminars back in action in August

In case you thought summer
skipped us, it didn’t. I like a few “hot”
days, but 'm about done with it. I hope
you are staying cool and well-hydrated!

We’ve enjoyed a bit of a live seminar
break, but now it’s back to business. We
have a mix of in-person programs and
webinars this month. Here’s a look:

Building New Business
Procedures - Beneficial

Ownership Changes

Aug. 15 — webinar

Walk through all the business types,
talk about new exemptions, and who
must verify as registered with the new
BOSS database.

What you’ll learn:

o Who is covered by beneficial owner-
ship in 20242

o Who is exempt from beneficial own-
ership?

« Developing new job aids and check-
lists for business customers.

BSA officers, operations, compliance,
training and branch staff should all plan
to attend this informative webinar taught
by Deborah Crawford. Deborah is the
president of Gettechnical Inc., and spe-
cializes in the deposit side of the financial
institution. She has 35-plus years of com-
bined teaching and banking experience.

Everything You Need
to Know About Reg CC:
Holds, Funds Availability,

Disclosures & More
Aug. 16 — webinar
Hold that check! But wait, how long

Compliance School
Aug. 21-25

Consumer Lending School
Oct. 2-6

Operations School
Nov. 13-17

2023 BANKING SCHOOLS

Janis Reeser

DIRECTOR OF EDUCATION
janis@oba.com

can that check be held? What reasons
can be given to the accountholder for
placing the hold? Can a hold be placed
on a business account? All these ques-
tions and more will be answered in this
webinar!

Program highlights:

o Detail the components of the fund’s
availability disclosure.

« Understand the six exception holds
types.

 Explain when a case-by-case hold
may be utilized.

« Calculate holds using example situ-
ations.

+ Implement a monitoring process to

quickly evaluate the accuracy of a
hold.

« Utilize provided tools to enhance
your current Reg CC procedures.

This informative session is designed
for frontline personnel, new account
personnel, deposit operations personnel,
branch managers, compliance officers
and internal auditors, and will be taught
by Dawn Kincaid. Dawn has 19 years of
experience and most recently served as
the senior vice president of operations
for a central-Ohio-based community
bank.

Best-Ever Compliance
Checklists for Consumer

Loans

Aug. 16 — webinar
These colorful and easy-to-use
checklists are designed to chronologically
lead lenders and processors through the
various lending compliance requirements.
Topics covered:

o Truth in Lending (Reg Z).
» RESPA.
« HMDA.

 Equal Credit Opportunity Act (Reg
B).

« Flood insurance.

« Appraisals and evaluations.

Taught by Anne Lolley, this webinar
is intended for lenders, loan processors,
compliance officers and loan review
personnel, who will all benefit from
these checklists. Anne has been simpli-
fying compliance issues for bankers for
over 40 years and currently works with
Bank Consulting Services. Her expertise
at simplifying the complex and creating
user-friendly reference manuals has
made her a popular instructor.

2023 Audit Seminar

Aug. 17 — Oklahoma City

Presented by FORVIS, this seminar
will focus on the key aspects of a strong
internal audit program, internal audit
in a modern financial institution and
current events in the banking industry.

Also discussed will be internal
audit’s role in CECL monitoring and
interest rate risk management as well as
best practices for model and third-party
risk management.

This seminar is designed for internal
audit professionals working in the banking
industry. Speakers from the Oklahoma
City FORVIS office include Geron Morgan,
George Simon, Bryan Neal, Mark Spitzmil-
er, Lori Jackson and Trista Wilson.

Garnishments of Federal
Benefit Payments: What a

Banker Needs to Know

Aug. 17 — webinar

This webinar provides participants
with the federal rules that are applicable
when processing garnishments on de-
posit accounts receiving federal benefit
payments.

What you’ll learn:

 Requirements for processing gar-
nishments and state tax levies under
the rule.

o The detailed steps financial institu-
tions need to take when processing
garnishment and levy requests.

» Examples of how the rules impact
garnishment.

« Model language and sample forms
when providing notice pursuant to
the rules.

Compliance officers, legal counsel
and financial institution personnel who
process garnishment will get the help
they need from this informative webinar
taught by Terri D. Thomas, J.D. Terri
is the director of the Kansas Bankers
Association Legal Department and has
worked with financial institutions for
over 39 years in various capacities. Most
notably, she served for 14 years as in-
house counsel and trust officer for Bank
of America and its Kansas predecessors.

Continued on next page
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Ransomware, Phishing and
Email Compromise: Is Your
Incident Response Plan
Ready?

Aug. 22 — webinar

Phishing, business email compro-
mise and ransomware are some of the
biggest concerns and examination focus
for 2023. Having an incident response
plan is not a suggestion, it is a require-
ment. Security breaches are real and in-
evitable, not to mention increasing every
day. Does your plan provide a framework
for an effective and timely response?

Program highlights:

o Is there a regulatory requirement for
having a plan?

» What guidance, alerts and bulle-
tins are there surrounding incident
response?

+ Roles and responsibilities, who is
responsible?

+ Do you need a plan if IT is out-
sourced?

This webinar is intended for senior
management, audit, compliance, risk
management, IT and anyone interested
in developing the IRP, and will be taught
by Susan Orr. Susan is a leading finan-
cial services consultant with vast reg-
ulatory, risk management and security
best practice knowledge and expertise.
Susan is dedicated to assisting financial
institutions in implementing appropri-
ate policies and controls to protect confi-
dential information and comply with
regulatory mandates and best practices.

10 Common Errors on the
UTMA

Aug. 22 — webinar
This webinar will try to eliminate
the myths and errors banks make with
the Uniform Transfer to Minors Act.
What you'll learn:

« Account set up/who can gain access.

o What happens when the child reach-
es the age of majority.

« What happens if the custodian or
minor dies.

o What is the estate of a minor.
o What can the funds be used for.

« How to end the relationship and
custodial arrangement.

Taught by Deborah Crawford, this
webinar is intended for anyone involved
in new accounts, including personal
bankers, bank trainers and those who set
up and manage account relationships.

Diversity & Inclusion in Our
Workplace

Aug. 24 — webinar

One in five workers have experi-
enced discrimination or unfair treat-
ment at work. In today’s workplace
environment, organizations need to
face a reality gap and realize more work
needs to be done in this area.

Topics covered:

« Generational differences and provid-
ing all of them inclusion.

o Where you are with diversity awareness.

o The value of diversity in the organi-
zation.

« Tools and resources that will aid you
in taking D & I to a new level.

» How focusing on inclusion is directly
related to employee engagement.

Human resources, management,
supervisors, trainers and anyone re-
sponsible for leading and engaging will
all benefit from this informative webinar
taught by Vicki Kraai. Vicki is CEO
of InterAction Training, a company
passionate about professional devel-
opment training and education. Vicki
has 25-plus years of community bank
experience and has a passion for devel-
oping people for success in the financial
services industry.

Preparing for a Loan
Review Before the

Regulators Arrive

Aug. 24 — webinar

This webinar will prepare the bank
for an upcoming safety and soundness
examination focusing on overall credit
administration, so that correction of
deficiencies can be achieved before the
regulators arrive.

Topics covered:

» Requirements for writing an effective
credit memorandum.

« Review financial statement analysis
techniques, ratio analysis and cash
flow analysis.

o Review effective methods of per-
forming an internal loan review.

+ Review the importance of having an
effective loan risk rating system.

Taught by Jeffery W. Johnson, this
webinar is intended for loan review
personnel, commercial lenders, credit
officers and loan trainers. Jeffery has a
lengthy career in credit administration,
loan review, and training and develop-
ment. He teaches across the country on
a variety of lending-related topics.

2023 New Accounts
Documentation and
Compliance

Aug. 29 — Tulsa
Aug. 30 — Oklahoma City

This one-day program is the most
comprehensive seminar on deposit accounts
in the state. The presentation answers many
of the complicated questions customers and
employees ask. The 200-plus-page detailed
manual, included in the registration and
customized to Oklahoma state law; has
become known as an invaluable resource for
bankers across the state.

Covered topics:

o Business accounts:

» Proper account title/customer
identification requirements.

» Business account documentation.

> FinCEN - new customer due dili-
gence rules.

> Resolutions - purpose and proper
completion.

» Access to the account at death of a
business owner.

« Consumer accounts.
» Single-party and multiple-party
ownership.
» Key questions to determine formal
trust status.

Operations officers, compliance
officers, experienced new account rep-
resentatives, new accounts supervisors,
branch managers, trainers and auditors
will benefit from this informative semi-
nar taught by Suzette Jones, CFP.

What to Do When Your

Customer Dies

Aug. 29 — webinar
Often, when a bank learns a deposit or
loan customer has died, confusion about
what to do next seems to be the result. This
webinar will walk you through the best prac-
tices when dealing with a customer’s death
— both on the deposit side and the loan side.
Highlights:
o Documents required upon the death
of an individual.

o Actions to be taken on deposit ac-
counts owned by the decedent.

o How to handle death as a default on
aloan.

» Mortgage servicing rules impact con-
sumer mortgage loans after death.

New account representatives, personal
bankers, customer service representatives,
lenders and loan operations personnel will
all gain knowledge from this course taught
by Terri D. Thomas, ].D.
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Posting with Confidence:

Social Media Compliance

Aug. 30 — webinar

Social media posts are a great way
to communicate with existing customers
and gain new ones as well, but what can
be posted? What disclosures must be
provided? How to respond to a consumer
complaint received via social media?

This session will answer those questions
and more, as well as provide tools to help
craft the institution’s social media policy.

What you’ll learn:

« Defining social media to assess
which platforms best fit the goals.

« Using posts for more than just adver-
tising products.

o Detailed review of the compliance
regulations to consider when posting.

» Recommended policies for employee
use of social media sites.

o Tips when utilizing third-parties to
manage your social media.

This informational session is designed
for marketing officers, IT, compliance offi-
cers and anyone responsible for managing
the social media posts and program, and is
being taught by Dawn Kincaid.

2023 Supervisor Bootcamp
Sept. 6 — Tulsa
Sept. 7 — Oklahoma City

As aleader, you must have the attitude,
aptitude, skill set, confidence, persistence
and commitment to excel in this multi-task-
ing, challenging role. This training will help
take your expertise to a new level as you
learn how to collaborate and coach your
employees to excel on the job.

Key covered topics:

o Excelling at leading, supervising and
coaching.

« Equip yourself to build a productive team.

o Creating a collaborating work envi-
ronment.

Taught by Vicki Kraai, anyone in
the institution with supervisory over-
sight would benefit from this informa-
tive workshop. Seasoned supervisors
and managers will find a wealth of
practical, useful information in this fast-
paced workshop.

Early September webinars include:
o Sept. 5 — FedNow 101: What to Know.

o Sept. 6 — Writing Effective SAR
Narratives.

o Sept. 7 — Handling ACH Exceptions.

I'look forward to seeing you soon.
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B FROM THE CHAIR

OBA's advocacy efforts gets bankers’ voices heard

Why OBA?

How about “advocacy”!

There is no “advocacy” without the
advocates.

When we go to Washington, we are
advocating for our industry: banking.
Not just “banking”, however, but “com-
munity banking” as a whole.

So, what does that mean? We are
advocating for our communities as well
as the fact every member of that com-
munity is dependent upon that local
economy.

They are dependent upon the ability
to transact business, to finance their
truck, to obtain a small business loan or
a donation from your bank for support
of a school program.

My fellow bankers, you are amaz-
ing, I know your passion, it’s easy to see.
I feel privileged to be part of the mission
work called community banking. It’s
where success is not always measured in
dollars, but the impact you are making
in your community and in the lives that
you touch for the better.

N e

LOCATION
Highly Visible from [-40 - 126,200 cars/day
Just minutes to Will Rogers World Airport and CBD
Meridian Ave. boasts new commercial growth and 18,200 cars/day
Central Location convenient to Yukon, Mustang & entire OKC Metro
BUILDING
Landmark Building with Prominent Signage
Beattiful Bank Lobby
3-Drive Through Lanes and ATM Lane
Signalized Intersection
Great Skyline View of Downtown OKC
Retail Bank & Executive Office Space
Potential Naming Rights Available

Bryan Cain

OBA CHAIR
bcain@banksovereign.com

Nearly all of you are on at least one
board of a civic club, school, foundation,
economic development committee, etc.,
and each of you donate time to give back
to the mission of banking.

What you are advocating for is
the economic engines that keep things
running in your prospective commu-
nities.

You loan money for someone’s first
car, first home, give away college schol-
arships, you donate to nonprofits, you
teach financial literacy - I could go on
and on and on about all the things you
do.

The truth is that you are the catalyst

for the American Dream. That’s right,
you are advocating for the catalyst for
the American Dream.

But we just call it “community
banking”!

Ask yourself if you think those in
opposition of or opposing banking are
advocating their cause?

So, ask yourself why you are not
going to Washington D.C., with - we
hope - more than 100 of your fellow
bankers?

What'’s the cost of not attending,
not making your voice heard and not
advocating for community banking?

What'’s the cost to your employees
for another wave of regulatory burden?

What’s the cost to your bank
when politicians stand up and say we
shouldn’t be able to charge for ser-
vices because they are so-called “junk
fees”?

What’s the cost to customers’
dreams when they have limited access to
financial services?

And lastly, what happens to your

AVAILABLE BANK LOCATION

Meridian Bank Toawer
909 S. Meridian Ave, OKC, UK 73108

: <&
= O beautiful for :
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PROPERTY ADVISORS

communities when the economic
engines you manage lose the ability to
make an impact?

This is why we advocate ... this is
“Why OBA?” ... and this is why we need
you to go with us in September to Wash-
ington, D.C.!

Sign up today to speak with FDIC
Chairman Marty Gruenberg, Director
of the Consumer Financial Protection
Bureau Rohit Chopra, Comptroller of
the Currency Michael Hsu, Federal
Reserve Board Governor Michelle Bow-
man, members of the U.S. Treasury staff
and members of Oklahoma’s federal
congressional delegation.

It’s time to make our voices heard.

Think about it this way: If you don’t
have a seat at the table, then you're on
the menu!

Finally, I wanted to pass along
a special thanks to Oklahoma State
Banking Commissioner Mick Thomp-
son for attending our many OBA events
and advocating for our community

banks!

Contact Mark White, CCIM
(4[|5) E05-5885

markw(@compassproperty.net




— The Baker Advantage
Interest Rate Risk and

Investment Strategies Seminar

October 18-20 2023 | Oklahoma City, OK
The Skirvin Hotel

In 2020, the global COVID pandemic set into motion a series of
historically unprecedented economic policies that upended markets
and financial institutions, as well as the global economy itself. Massive
amounts of liquidity and stimulus by policymakers enabled a fast
recovery, but financial institutions found themselves awash in excess
liguidity needing to be put to work at historic lows in yield. This seminar
will examine the challenges now faced by CEOs, CFOs, and investment
officers who must navigate the next phase of these uncharted waters.
Join us for an in-depth discussion of the following topics:

* Economic and Market Update — Review of current economic
conditions and the outlook for growth, inflation, and interest rates

* The Fed’s Next Moves — Update on the rate outlook and likely next
steps for Federal Reserve monetary policy

* Interest Rate Risk — How to ensure you are prepared for uncertain
balance sheet challenges and a constantly changing regulatory focus

+ Liquidity Risk Management — Tools and best practices for managing
liquidity risk

* Investment Portfolio Strategies — Adapting your strategy and finding
the best relative value for the rate environment

+ MBS/CMO Market — Balancing prepayment and extension risk in a
changing environment for mortgage securities

* Municipal Market Update — Thoughts and strategies on managing
municipal credit risk and finding the best relative value

AGENDA

Wednesday, October 18
Twin Hills
Golf 1:00 pm

Thursday, October 19
Breakfast 7:30 am
Seminar 8:30 am
Lunch 12:00 pm
Adjourn 4:00 pm
Cocktails/Dinner 6:00 pm (come and go)

Friday, October 20
Breakfast 7:30 am
Seminar 8:30 am

Conclusion 12:00 pm

WHO SHOULD ATTEND

Financial institutions’ CEOs, CFOs, investment officers, board members, and
those who are directly or indirectly responsible for financial management
functions will benefit from this seminar. There is no cost for this seminar.

ACCOMMODATIONS

A block of rooms is available at The Skirvin Hotel. Identify yourself as a Baker
Seminar attendee (or group code TBG3) when calling +1 (800) HILTONS.
The special room rate will be available until September 16, 2023 or until the
room block is sold out. Hotel price: $159 + fees/tax.

For your convenience, register for the seminar online at GoBaker.com/
oklahoma-seminar. Call Skoshi Heron at 888.990.0010 for more information.

The Skirvin Hotel
One Park Avenue
Oklahoma City, OK 73102
405.272.3040

11 hours of Economics and Finance CPE credits will be earned
for your attendance.

The
Ga kerGroup

800.937.2257 | www.GoBaker.com| Oklahoma City, OK | Austin, TX | Dallas, TX

SPONSORS

Long Island, NY | Salt Lake City, UT | Springfield, IL | Member: FINRA & SIPC
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B EXECUTIVE NEWS (CONTINUED FROM PAGE 3)

Additionally, ACRE would exclude from
gross income the interest received by

a qualified lender on home mortgage
loans of $750,000 or less in rural com-
munities of no more than 2,500 people.

This tax exemption for interest-in-
come on agricultural loans has been an
effective tool to support rural lending by
government-sponsored enterprises, and
ACRE would simply expand that tax
treatment to all federally insured banks,
thereby increasing loan supply and
decreasing costs for borrowers.

Credit Card Competition Act
(S.1838) — This piece of legislation is
commonly referred to as Durbin 2.0. It
would have the same chilling effects on
credit cards the original Durbin amend-
ment had on debit cards.

There was a strong attempt from the
proponents of this bill in late July to get
it attached to the National Defense Au-
thorization Act - fortunately members
of the Senate didn’t move forward.

We will see this bill again soon. I
wanted to make sure you are aware of
the implications it would have on your
bank and your customers. We’ll need
your help again soon to contact mem-
bers of the Oklahoma delegation and ask
them to oppose this bill.

The Credit Card Competition Act
would expand government-imposed
routing mandates to the credit card
market. Proponents of the legislation
say it will inject more competition into
the market; however, it’ll do anything
but. Imposing government mandates
on credit card routing, as this legis-
lation will do, could have negative
impacts for community banks and
consumers alike.

This bill is being pushed by the
biggest grocery stores, big box and
online retailers, and is opposed by travel
experts. It could spell the end of card
rewards programs.

When was the last time you booked
a flight using rewards points? Or saved
on gas? If you're like millions of Amer-
icans, you probably take advantage of
credit cards rewards. Those rewards
are supported by the banks and card
networks who supply them. This leg-
islation could mean the end of those
rewards, as the funding that enables
those popular programs would be elim-
inated.

Debit card rewards went away when
a similar law went into effect for those
cards and the same will happen for
credit if the Credit Card Competition
Act is passed.

The misguided legislation will
harm banks of all sizes and consum-

ers. Community banks focus first and
foremost on serving their community
and their customers. For many com-
munity banks, one convenient option
they provide to customers is credit card
services. If routing mandates like the
Credit Card Competition Act are im-
posed, community banks may lose the
ability to support credit card offerings
for their customers.

The key component of this legisla-
tion is it will allow the government to
mandate which networks can be used
for routing credit cards. Rather than
allow banks to choose networks based
on security and soundness, they will be
forced to use a network the government
chooses.

Bank and card companies work
hard to ensure the networks they use
are the most secure; cheaper, alternative
networks being pushed by mega-retail-
ers may not have the same priority.

Currently, every time you use your
debit card, the orginal Durbin Amend-
ment comes into play. It contained pro-
visions intended to limit the amount of
interchange revenue banks can receive
on debit card transactions.

These interchange fees are most
banks’ largest source of non-interest,
non-fee income and is the revenue
stream offsetting the cost of offering a
checking account.

Rather than save consumers money
as promised, merchants pocketed the
savings they reaped from the gov-
ernment price cap, while community
banks lost a revenue source to support
important consumer benefits like free
checking and debit rewards. Commu-
nity banks have also lost substantial
revenue due to the cap on interchange
fees. This limits investments small
community banks can make in staying
competitive in a fast-moving payments
landscape and their ability to provide
the best financial products to meet
customers’ needs.

. . .

We will have plenty to deal with
Congress returns to Washington in a
couple of weeks.

With that in mind, I want to make
sure you know about our upcoming
Washington Visit. Our Annual Visit is
Sept. 24-26. We will meet with all your
regulators and members of the Oklaho-
ma delegation. It’s a great trip and we
are hoping to have 100 bankers join us
this year.

Should you have any questions
regarding the Washington Visit or any-
thing else please don’t hesitate to contact
me.
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How community banks can win future battles for deposits

By Bob Koehler
Chief Innovation Officer at SRM
(Strategic Resource Management)

Many banks are under liquidity pres-
sure because of difficulties in increasing
and retaining deposits in a climate of ris-
ing interest rates.

Compared to former years, when
banks were drowning with deposits and
scrambling to find the best uses for that
liquidity, the current scenario is vast-
ly different. Banks that are federally
insured were able to increase deposits
during the first three quarters of 2022,
but there is now more pressure on them
to keep those deposits. To deal with the
liquidity problem, some banks could
have to sell stocks at a possible loss.

Due to recent rate increases, many
banks must now decide whether to raise
the amount they would charge for a de-
posit relationship or risk losing custom-
ers to rivals. Losing a deposit relationship
also means giving up the ability to refer
a person or company to a loan or other
fee-based service.

To maintain deposits on the balance
sheet, institutions should consider using
the following tactics.

Use data and analytics

Deposits from individuals and com-
panies are a vital, affordable source of
capital for loans. Deposits, including
CDs with mid-term commitments, used
to give depositors investment income,
eliminating the frequent “rate shopping”
motivations for all but the highest sums.

With each rate increase, depositors antici-
pate receiving a higher return on their invest-
ment. Enticing rate offers are now appearing
on social media, a channel that barely existed
the last time there was fierce competition. In
other words, customers are fully informed of
their options. Therefore, banks need to ad-
vertise with this new media, reminding cus-
tomers they are a viable option.

To compete more successfully, banks
should extend the greatest offers for customers
who have the capacity to engage across vari-
ous items over the extended horizon. Banks
should be able to identify these opportunities
and remain competitive using the internal and
external data that is already available.

All financial institutions should mon-
itor the market to understand competi-
tors’ moves, but segmentation could be a
difference-maker in standing out. Banks

need to develop strategies based on nich-
es such as medical professionals, demo-
graphics, spending patterns, etc. and
tailor products along those lines. Groups
like homeowners associations, for in-
stance, often have large deposit accounts.

Extend the focus

It’s crucial to also keep in mind business
accounts of all kinds frequently have bigger
balances while trying to draw and keep the
most deposit amounts. Since there is a good
likelihood some of their retail members
run part-time small companies or partic-
ipate in the “gig economy,” banks should
examine their portfolio of these customers,
as some of them will probably have mom-
and-pop businesses and/or “side hustles.”

Additionally, banks need to assess
their current lending partnerships for
potential deposit offerings. Deposit ac-
counts can also be produced by designing
specific business accounts with important
demographics in mind, focusing on fea-
tures, prices, rewards and other bells and
whistles. Numerous prosperous small en-
terprises will expand into midsize corpo-
rations with even larger balance sheets.

Training is instrumental

The finest brand ambassadors are
frontline employees, therefore it’s critical
that they receive the correct training, in-
cluding developing active listening skills
so they can see opportunities quickly, ask
the right questions, and reply with perti-
nent, customized offers.

It’s likely a significant portion of banks’
frontline staff has never been in this type
of environment so it’s crucial theyre part-
nered with seasoned members for training.

The capacity of banks to hold onto and
even increase deposits will be a differen-
tiator as balances are under pressure, es-
pecially when demand for loans recovers.
Banks should rest comfortable knowing
that securing inexpensive deposits will
help them fend off margin pressure.

Bob Koehler is chief innovation officer
at SRM, based in Memphis, Tennessee. He
brings more than two decades of hands-on
experience in project management and con-
sulting related to vendor sourcing for com-
munity banks. To learn more about SRM’s
expertise in deposits origination and vendor
sourcing reach out to Richard Whiddon
(rwhiddon@srmcorp.com or 901-692-4860).

Municipal finances persevere during recessions

By Dana Sparkman
Senior Vice President/Municipal Analyst, The Baker Group

As we move through 2023, the possibility of a reces-
sion is at the forefront of most investors’ minds.

Fortunately, most municipalities are in a good starting
place for a downturn. Tax revenue has soared recently, and
federal aid has also helped to boost the balance sheet of state
and local governments. Many issuers have reported record
high budget surpluses and/or all-time high reserve levels.

Municipal bond defaults have been low at only 0.04%
in 2022, down by over 21% from 2021 levels according to
Bloomberg data. Further, municipalities generally have
weathered economic downturns very well, largely due to
resilient tax revenues.

Most local governments rely heavily on ad valorem,
or property, tax revenue. Property tax revenue rarely de-
clines on a broad basis, but when it does, it tends to lag
the economy. Federal Reserve Economic Data reveals
that while median home sales prices fell by over 6% in
2008 and 2009, property tax revenue increased at the
same time, was flat in 2010, and fell by only about 1% in
2011 before it continued a positive trajectory.

This is the only time total property tax revenue has
declined since at least 1992. Given the recent boom in
home prices, it is unlikely that assessed valuations would
decline if we encountered a mild recession in 2023.

Sales tax revenues, the second largest source of tax
revenue for both state and local governments, also de-
clined for the only time since 1992, during the Great
Recession: 5.6% in 2009 and 2.3% in 2010. Sales tax rev-

enue experienced a slowing of the growth rate, but not a
decline, during the 2001 and 2020 recessions.

However, income tax revenues, a major revenue
source for state governments but not usually local gov-
ernments, are highly correlated with economic activity.
In two of the last three recessions, aggregate income tax
revenues declined significantly: 11.3% in 2002 and 17.6%
in 2009. Despite these declines, state revenues recovered
quickly and have since grown tremendously.

On the other hand, economic downturns can wors-
en existing credit issues and impair elastic revenue
streams. Moody’s reports the frequency of municipal
bond defaults increased during and after the Great Re-
cession, with an average of five new issuer defaults per
year during 2008-2017 compared to an average of two
new defaults per year over the past 50 years. According
to Moody’s, there were 38 defaults from 2008-2017, ex-
cluding Puerto Rico. From 2018-2021, there has been
only one default of a Moody’s-rated issuer.

However, when expanding the view to include both
rated and non-rated issuers, there were 57 issuers that
defaulted in 2021 and 52 issuers in 2022 according to
Bloomberg. This demonstrates the additional risk associ-
ated with non-rated municipal bonds.

In fact, healthcare and development bonds together have
accounted for more than 70% of all municipal bond defaults
each year since 2018. Issuers without tax support in the health-
care sector have had a volatile few years since the beginning of
the pandemic. Margins have been pressured further by infla-
tion and high labor costs amid a nursing shortage.

Credit quality of development districts can vary wide-
ly depending on location and primary revenue sources. In
some areas, commercial real estate values are depressed as
the “work-from-home,” or hybrid work models, weaken de-
mand for office space. Also, bonds issued by Tax Increment
Financing districts or other development districts may be re-
paid from a narrow, economically sensitive revenue stream.

For example, TIF bonds are usually secured by a tax on
an increase in the assessed valuation of that district following
a project or improvement. If the value of that area remains
flat or declines, revenues may not be sufficient to repay the
bonds as planned. In other cases, development bonds may be
secured by a tax derived from sales in a specific area, which
could be disproportionately affected by an economic down-
turn depending on the types of businesses in the district.

While past performance is no guarantee of future re-
sults, most municipalities are well-prepared for a down-
turn and may not even see much, if any, decline in tax rev-
enues. However, idiosyncratic risks remain particularly
within the healthcare and development sectors, and other
weak credits may be further impaired by a recession.

Investors should cautiously monitor holdings of
these types of bonds, particularly if they are non-rated
and don’t carry any additional bondholder protection.

Dana Sparkman, CFA, is senior vice president/municipal
analyst in The Baker Group’s Financial Strategies Group. She
manages a municipal credit database that covers more than
150,000 municipal bonds, providing clients with specific credit
metrics essential in assessing municipal credit. Contact: 405-
415-7223, dana@GoBaker.com.
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OBA EVENTS CALENDAR

August 2023
15 Building New Business Procedures - Beneficial Ownership Changes,
webinar

16 Everything You Need To Know About Reg CC Holds, Funds Availabililty,
Disclosures & More, webinar

16 Best-Ever Compliance Checklists for Consumer Loans, webinar
17 Audit Seminar, Oklahoma City
17 Garnishments of Federal Benefit Payments: What a Banker Needs to

Know, webinar
21-25 2023 OBA Compliance School, Oklahoma City
22 10 Common Errors on the UTMA, webinar
29 2023 New Accounts Seminar, Tulsa
30 2023 New Accounts Seminar, Oklahoma City

PROVIDING INSURANCE
PROTECTION FOR MORE
THAN 30 YEARS
Financial Institution Bond Trying to find
balance

Directors and Officers o
Liability Policy parS ™ in mortgage
Cyber Liability/ . lending?

Privacy Breach Response

Commercial Property, Liability, WC/ CAp W

Auto and Umbrella Insurance At Bankers Mortgage we've been providing
community banks access to secondary markets
Lender Placed Insurance for residential mortgages for decades.
Our experience means we understand the
Mortgage E&O and Impairment expectation of fast performance, attractive pricing,

and exceptional service, and we are ready to deliver.

Debit and Credit Card Fraud

mup Increase your revenue
mep 100% Compliance guaranteed

A mup Have zero repurchase liability
"I‘S s Maximize your client retention
INSURANCE AGENCY ...and with over 20 years of correspondent residential

Proudly endorsed by the Texas, Oklahoma lending experience and success, we can help you do that.

and Colorado Bankers Association

Contact Teresa Lyman today!

800-318-4142 Bal]kers 405.348.0300
teresa.lyman@bankersmortgage.com

JUDY@BIA.INSURANCE 17400 N. May Ave, Edmond, OK

WWW.BIA.INSURANCE MO' l gage etz ()

NMLS#401420
Bankers Mortgage is a division of F&M Bank
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First Bank & Trust Co., Duncan

Patsy Evans was promoted to vice presi-
dent. Evans has been in the financial industry
for over 47 years, all of which have been with
First Bank & Trust Co. She currently holds the
position of loan administration officer and
assistant cashier.

Danell Bray was promoted to vice presi-
dent. Bray has been with First Bank & Trust Co.
for 24 of her 26 years in the financial industry.
After earning her bachelor’s degree, Bray went
on to get her master’s degree at Southeastern
Oklahoma State University, while working full-
time as a financial service officer.

Becky Sullivent was promoted to vice
president. Sullivent has been in the financial
industry, and with First Bank & Trust Co., for
19 years. She started with the bank as a teller,
and six months later, employing her previous
11 years of call center experience, moved to
the bank’s own call center department. She
has served as call center supervisor and was
recently promoted to call center manager.

Evans

Cain

Summer Byrd was promoted to assistant
vice president. Byrd has been a representative
of First Bank & Trust Co. for nine years, her
entire financial industry career. Holding a few
different positions and gaining experience,
Byrd has made herself an asset to the compa-

ny as the current credit administrator assistant.

Armstrong Bank, Muskogee

Aston Armstrong Hudson was elected
to serve as chairman of the board of direc-
tors. As a fifth-generation family member,
Hudson will lead Armstrong Bank and its
29 locations across Oklahoma and Arkansas
in this new role. Prior to banking, Hudson
graduated from the United States Military
Academy then furthered her education by
earning a master’s in engineering manage-
ment degree from Missouri Science and
Technology. Hudson served as an engineer
officer in the U.S. Army for more than eight
years, holding various positions of leadership
from platoon leader to company commander

Hudson Mc(Clain

of a combat engineer company and serving
a 13-month deployment to Afghanistan.
After her departure from the army, Hudson
graduated from the University of Oklahoma
College of Law and passed the bar exam
shortly thereafter. Hudson most recently
served the bank as executive vice president,
corporate administration, and prior to that,
as the bank’s chief legal counsel.

Kirkpatrick Bank, Oklahoma City

Trenton Stafford was added to its board
of directors. Stafford began his banking career
upon graduation from Oklahoma State Univer-
sity in 1998, where he earned a dual degree in
finance and commercial bank management. In
addition to his role as Colorado market presi-
dent, he also serves as chief lending officer.

Valliance Bank, Oklahoma City

Cara McClain was named president
of Valliance Bank McKinney, Texas. McClain

Stafford Sullivent

brings a diverse banking background, as well
as over 25 years of banking experience to
the McKinney team. For the past four years,
McClain served as president of the private
bank at Valliance McKinney. Prior to joining
Valliance, McClain served as a senior vice
president, commercial lending relationship
officer for First United Bank in McKinney,
where she specialized in serving profession-
als, healthcare, and medical clients. McClain
holds a bachelor’s from the University of Ten-
nessee, and is a graduate of the Southeastern
School of Banking at Vanderbilt University.

Arvest Bank, Fayetteville, Arkansas

Kendra Cain was hired as chief compliance
officer for Arvest Wealth Management. She re-
places Tom Harps, who recently announced his
retirement after serving nearly 17 years as chief
compliance officer at Arvest Wealth Manage-
ment. She has more than 20 years of industry
experience and received her bachelor’s degree
from the University of Louisiana at Lafayette.

We find time.

When IT is done well, it removes distractions and gives you
time back on your calendar. Research shows that JMARK
clients enjoy more than 20 extra discretionary hours a week
with hassle-free IT. What is time worth to you?

FOR SALE OR TRADE
Ideal for a Bank or Financial Institution

Federal National Bank Building
24 E. Main Street, Shawnee, OK

Three properties lor the price ol one!
o Bank Building at 24 E. Main
o Two ATM Dnve-thru locations:
1. Downtown Shawnee
2, North Kickapoo near 140 close o
Lowe's, Staples, and WalMart
Beautiful lobby and penthouse with apartment
Seven story building
Terrilic tax advantages with former Indian
Reservaton Lands and Historie Distriet
Priced @ $55 per square foot - well below
replacement cost

For More Information Call

405-414-7277

Owner/Broker

- <2 JMARK

Visit JMARK.com or call 844-44-JMARK.




Primax

Discover the Primax Difference.

All financial institutions are challenged with meeting and exceeding accelerating consumer
demands. This requires competitive solutions, innovative technology, and a partner that serves
as an extension of your brand.

Leveraging our best-in-class technology, Primax is designed to help banks drive growth,
deliver profitability and build relationships with your customers and business clients through
unparalleled, tailored experiences.

Jon Knoll, National Sales Executive
Plano, Texas

Mobile: 314.623.8903

Email: jknoll@primax.us

Payments = Risk Management = Data Science and Analytics = Loyalty
Mobile and Online Card Management = Contact Center Services and Solutions
Strategic Consulting = Cross-Channel Marketing Solutions = Delinquency Management

primax.us = 866.820.5400




Do MORE
and get MORE
with BankOnlIT

A reliable technology foundation allows your bank
to do more. Launch more innovative products.
Achieve more growth. Deliver more differentiated
experiences. Discover why more Oklahoma Bankers
have chosen BankOnIT.

BankOnIT

bankonitusa.com | 800.498.8877 | solutions@bankonitusa.com
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HMDA Analysis

If your bank is a reporter under the Home Mort-
gage Disclosure Act (HMDA), you may well have
some work to do if you have not already done some
or all of this. On June 29, 2023, the Federal Finan-
cial Institutions Examination Council (FFIEC) an-
nounced the availability of data on
2022 mortgage lending transactions
reported under HMDA. This HMDA
data is the largest source of publicly
available data on mortgage lending
in the United States. If your bank is
reporting, your data is here. Other
banks in your geographic areas who
report also have data here. Banks
outside your area which may be sim-
ilar to yours, yes, that data is here
too. It is all available and can more easily than ever
before be analyzed. This article is a discussion on
why — and a little bit of how — to analyze your data
and that of your peer banks.

Years ago, the system was far less automated than we
have today. When the HMDA data came out it was sent
to central repositories. In my case it was held as reference
material in the local public library which happened to be
a few blocks from the main branch I was working out of.
It was set up by Metropolitan Statistical Area (MSA) and
was a treasure trove if you knew what you wanted to do
with it.

When teaching compliance management, I often say
compliance is not a cost center as it is often described,
but a resource because it touches so many areas in the
bank. In this case you are touching on loan production,
and you can compare your bank’s production against
that of your peers. Management likes to know how the
competition is doing and you can compare apples to ap-
ples, at least as far as HMDA reportable loans are con-
cerned.

Your Marketing area can use this data to see what
type of applicants for HMDA loans it is attracting and
where these applicants may be from as well as where
they want to move to. Consider the ways you can use
this data. You can easily build a picture of who your
applicants are and where they live. That means you
also know the areas they are not living in, and this
is what can help Marketing redirect advertising cam-
paigns if those are areas you need or want to mar-
ket to. This information is data gold for Marketing
and management as well, and you have it all available
right now.

Andy Zavonia

OBA COMPLIANCE TEAM
compliance@oba.com

Legal Briefs

AUGUST 2023

You can plot where the mortgage loans (so long as
they are HMDA reportable, so not everything, but a
lot) are not just for your bank, but for all those peer
lenders in your area as well. And you can reach far-
ther if desired. One of my banks was a military bank.
We had borrowers literally all over the world and,
while it was less common than say a car loan, we did
» some mortgage financing all over the
country. Other military banks may
be doing the same. It is often difficult
to get a lot of data about your peer
banks when they happen to be across

the country from you, but as a mili-

tary bank, they were our peers, and

it was important to understand how

my numbers compared to theirs. We

recognized that there were different

markets and quite different condi-
tions, yet when it came to the Community Reinvest-
ment Act (CRA) this was a comparison you wanted
to be aware of. Were our numbers close to our peers
or far different — and in either case why? When you
compare your loan volumes to your peers, and when
you understand the different lending strategies of
these other lenders, it helps set benchmarks and
goals as well as to understand your own loan pat-
terns.

Again, when you know to whom you are lending,
you also know those to whom you are not lending.
Are your numbers good or bad when you look, for ex-
ample, at racial demographics? When you ask in the
loan committee meeting why (as a hypothetical) there
were so few loans to Blacks and the response is there
are few Black applicants applying, it sets off questions
such as:

- Are we marketing to areas of a majority minori-
ty?

- Are we trying to reach this demographic in tar-
geted ads? Why or why not?

- What percent of our applicants were Black?

- What percent of our Black applicants were ap-
proved, denied, withdrawn, or closed for other reasons?

- And if there is a level of complacency with
those figures, next compare yourself to those peer
banks’ lending in the same area, to the same would-be
home buyers.

When it comes to fair lending justifications of your
bank’s actions, read fair lending enforcement actions,
and learn how regulators and the Department of Justice
(DOYJ) attorneys compare the results of your bank to peer
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banks. As one example, consider when the Consumer
Financial Protection Bureau (CFPB) and the DOJ took
action against Trident Mortgage Company LP (Trident)
under the Fair Housing Act (FHA), the Equal Credit
Opportunity Act (ECOA), and Regulation B, as well as
the Consumer Financial Protection Act of 2010 (CFPA)
(also referred to as Unfair, Deceptive, or Abusive Acts
or Practices (UDAAP)) to remedy discrimination in
Trident’s mortgage lending. There were many problems
with Trident, and we covered many of the problems in
last April’s edition of the Legal Briefs. Here is a snippet
from that edition to emphasize the points of this HMDA
analysis.

Trident received 80 percent of its mortgage
applications for properties located in that MSA
its defined as its market area. But the actual loan
distribution pattern showed a disproportionate
number in the majority-white areas. As a founda-
tion there was the selection of office locations and
limited outreach and marketing which led to these
lending patterns which are confirmed by HMDA
data. One must ask, “was this a choice?” When
comparing HMDA data, Trident significantly un-
derperformed its peer lenders in generating home
mortgage applications from majority-minority
neighborhoods and the disparity between the rate
of applications generated by Trident and by its peer
lenders from majority-minority neighborhoods
and high-minority neighborhoods was both statis-
tically significant.

Of the nearly 31,000 applications on the
HMDA reports from 2015 through 2019, 12 percent
came from majority-minority areas. Peer lenders
generated 21.5 percent of their 135,000 applica-
tions. The disparity was seen year after year. In in
high-minority neighborhoods, Trident showed 4.1
percent of its applications as coming from high-mi-
nority areas, compared to 10.8 percent of its peer
lenders.

Trident significantly underperformed its peer
lenders in making home loans in majority-minority
neighborhoods as well. The complaint notes that, ...
of the 22,960 HMDA-reportable loans Trident made
for single family dwellings from 2015 through 2019
in the Philadelphia MSA, 11.7% came from residents
of majority-minority areas. By contrast, Trident’s
peers made 16.2% of their 50,060 loans from these
same majority-minority neighborhoods.” And only
3.7 percent of Trident’s loans were made in high-mi-

Continued on next page
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Continued from previous page

nority areas, while peer lenders made 6.9 percent of

their loans in these same areas.

Enforcement actions are a good “go by” for the type
of analysis done when lending is questionable. CRA
Public Evaluations are another resource not only for key
analytics, but also for comments as to what was good,
bad and ugly. Remember that HMDA analysis is a basis
for fair lending examinations which are a foundation
for your next CRA exam. When you can identify weak-
nesses in your numbers, you can proactively impose
corrective actions, and this demonstrates to examiners
reviewing your bank’s lending activity and your compli-
ance program that you are aware of and managing the
processes.

The data available will help show whether your
lenders and therefore your bank are serving the hous-
ing needs of the communities you serve as your market
area. It includes information that helps management
make recommendations to the board on decisions and
policies and draws attention to your lending patterns
that could be discriminatory. Your bank, as a HMDA
filer, recorded up to 110 different data points for each
HMDA applicable mortgage application received on a
Loan Application Register (LAR). What you have in
your bank is your complete LAR. In March, the FFIEC
provided your bank with a modified, or sanitized,
LAR. The modified LAR data provides information
from the most current HMDA submission that was re-
quired to be submitted essentially a month earlier, by

March 1, of each year. This modified LAR is available
to the public, and to your bank and your peer banks
who are also evaluating your bank’s performance. Sec-
tion 1003.5(c) of Regulation C requires that you post,
“a written notice that clearly conveys that the institu-
tion’s loan/application register, as modified by the Bu-
reau to protect applicant and borrower privacy, may be
obtained on the Bureau’s Web site at www.consumerfi-
nance.gov/hmda.” The publicly released data excludes
or modifies several data points reported by all the in-
stitutions submitting LAR data, such as the universal
loan identifier, the date the application was received
or the date shown on the application form, the ad-
dress of the property, the credit score or scores relied
on in making the credit decision, and any applicant
or borrower ethnicity free-form text field. In theory
this makes it difficult to review entries and identify a
particular applicant and therefore data about that ap-
plicant which is protected by privacy laws. Others have
pointed out faults in this system as deeds are public
documents and with a little work a knowledgeable per-
son can connect many dots. Connecting those dots is
not the point of this article, but rather what you can
do with the LAR data to analyze the mortgage lending
picture your lenders are painting and how you com-
pare to peer banks.

So, where would you find HMDA data now that
the old central repositories are automated? HMDA
data is available at https://fliec.cfpb.gov/. You can also
find a HMDA Data Browser at https:/fliec.cfpb.gov/
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data-browser/ which will help you filter any and all of
the LARs that were submitted. In June 2022 the CFPB
published, “A Beginner’s Guide to Accessing and Us-
ing Home Mortgage Disclosure Act Data” which you
can find online here, https:/files.consumerfinance.
gov/f/documents/cfpb_beginners-guide-accessing-us-
ing-hmda-data_guide_2022-06.pdf. In addition to
background HMDA information, this is a step-by-step
guide on how to filter the data to extract just what you
want to know. In computer coding there is an old ad-
age, garbage in - garbage out,” meaning you can get
out what you put in. Your LAR has that “up to 110 data
points” mentioned already. Data for your peers is mod-
ified information but as said earlier, it is still especial-
ly useful to management, Marketing, those working
on your bank’s strategic plan, everyone analyzing fair
lending and certainly Compliance. A sound recap and
analysis of the data available will be a compliance val-
ue-added exercise to the bank for the information you
need to know anyway.

Review the Beginner’s Guide mentioned just above as
it takes a user through the steps to apply the filters and it
has additional instructions with graphics to help you use
Excel and Pivot Tables to get the most out of your analy-
sis. In total this is a 29-page PDF that will help ignite your
analytical curiosity and provide needed information to
your bank. Compare your results, especially those gov-
ernment monitoring demographics, to the breakdown
for your market areas. That is, if your area is X percent
white, Y percent Black and Z percent Asian, how do your

MA1

McCormack & Associates, Inc.

annually?

Interagency guidance.

Independent Review of Interest Rate Risk
Management Processes

Did you know that you should have a review performed

MAi provides an independent review of the IRR management
process that meets the requirements of the most recent

Our review covers policy risk limits, adequacy of related
internal control systems, the appropriateness of the Bank's risk
measurement systems, the accuracy of data input into the
system, and the reasonableness of assumptions, all relative to
the size and complexity of the Bank. This review will ensure
that your bank is properly measuring, managing, controlling,
and reporting interest rate risk with recommendations and
suggestions for improving your IRR management process.

“Bankers Helping Bankers”
Bank Consulting and Audit Professionals

it properly?

management!

Independent Review of Liquidity
Management Processes

Do you have enough liquidity...too much liquidity? Are you managing

Liquidity risk is the potential that an institution might be unable to
meet its obligations as they come due. Excess liquidity will adversely
impact earnings and capital, while the impact of insufficient liquidity
can range from an inconvenience to disastrous consequences.

MAI provides an independent review of the liquidity risk management
process and uses standards that will fulfill the requirements of the
most recent Interagency guidance.

Let MAi help you ensure your bank has proper liquidity risk

www.mccorm.com

Call us today!
580-255-1136
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applications correlate to those numbers, and your ap-
proved loans, and do not forget the denials and with-
drawn applications. Based on the HMDA data tables
available annually from the CFPB and ideas of key data
points gleaned from enforcement actions and CRA Per-
formance Evaluations, choose the data you want to focus
on.

While you can do peer comparisons only annual-
ly, you can track your bank’s progress using quarter-
ly updates to further refine corrective actions. Then
determine how your numbers compare to peers. Does
this analysis indicate strengths, weaknesses, and areas
upon which you can improve? The lending data you
arrive at should influence or confirm what you are
doing with marketing activities, lending policies, and
exceptions being made, and may shed light on com-
plaints.

Here are some high-level observations about the 2022
HMDA data that are of interest.

- The 2022 LAR data includes information on 14.3
million home loan applications.

- 11.5 million applications (82 percent) were for
closed-end credit, while 2.5 million (18 percent) were for
open-end products.

- Asto the aggregate demographics of the bor-
rowers’ race and ethnicity, the portion of closed-end
home purchase loans made to Black borrowers rose
from 7.9 percent in 2021 to 8.1 percent in 2022. The
portion made to Hispanic borrowers decreased slight-
ly from 9.2 percent to 9.1 percent, and those made to
Asian borrowers increased from 7.1 percent to 7.6 per-
cent.

- In 2022, Black and Hispanic applicants experi-
enced denial rates for home purchase loans of 16.4 per-
cent and 11.1 percent respectively, while the denial rates
for Asian and non-Hispanic White applicants were 9.2
percent and 5.8 percent, respectively.

After management has had an opportunity to
study the data, your board of directors should receive
a high-level summary of where you are and where the
data will be taking you. This is an opportunity to influ-
ence the confidence they have in your abilities and the
resources available for your compliance management
program.

Personal Responsibility

If you have taught regulatory requirements before,
you likely mentioned the potential penalties for noncom-
pliance. As an example, Reg B has penalties for noncom-
pliance in § 1002.16(b) that include Actual damages in
individual or class actions - without a limit, and Punitive
damages in individual or class actions, where liability for
punitive damages is limited to $10,000 in individual ac-
tions and the lesser of $500,000 or 1 percent of the lend-
er’s net worth in class actions.

By the time an instructor gets to this part of the
presentation the listener’s eyes are glazing over and
they hear Charlie Brown’s teacher saying, “never has
happened, don’t worry, the bank gets penalized not the
employee or officer.” But that is not always the case,
and it is often wise to remind everyone of that, from
the newest teller to that longest-standing director on
the board. Everyone in the bank is responsible for eth-
ical behavior and compliance. And while everyone has

a boss they report to, I remind officers of a bank that
they work for the bank, and not necessarily for their
boss. This is especially important for those in the role
of auditor and those responsible for compliant and
ethical performance evaluations. Just as in the mili-
tary, we follow instructions, but we also trust that no
“illegal” orders will be given.

It may have seemed harmless initially, but let’s look
back at Wells Fargo for a moment. A few years ago,
Wells Fargo’s troubles really came to the forefront when
the bank was accused of, among other things, opening
accounts for consumers without those consumers’ re-
quests or consents. At the center was a push to meet lofty
sales goals. In September 2016, the bank agreed to pay a
$185 million fine and return $5 million in fees wrongly
charged to customers. The problem originated with bank
employees allegedly opening more than two million de-
posit and credit card accounts without customers’” per-
mission. Wells Fargo’s ex-CEO John Stumpf apologized
during a congressional hearing in which he accepted the
blame saying, “I accept full responsibility for all unethical
sales practices.” In the long term, however, 5,300 Wells
Fargo employees lost their jobs because of the practices
employed.

A personal observation of mine was that because the
employees created the accounts without authorization
and moved deposits to and from the accounts to ac-
tivate them, I could have seen a case for identity theft
and fraud against those employees. Thankfully, I never
heard of that happening and the root of the problem was
not the employees’ actions, but the push to meet goals
and the potential that “illegal orders” were given or at
least insinuated. Here are three examples of how uneth-
ical sales practices sprang from minor unethical com-
promises.

1. A new accounts representative is under pressure
to meet sales goals and pushes a customer to add a credit
card, even though the rep knows it’s not in the customer’s
best interest and was not requested.

2. Asthe month progresses, the rep is short of the
goal and asks friends and family to open new accounts.
These accounts served one purpose — to inflate account
production numbers. In reality, the bank staff spent time
programming these new accounts which were closed
shortly thereafter, and the cost was greater than the in-
come that was never produced.

3. With the account production goal still out
of reach, the rep opens accounts without asking
customers and transfers a small amount of money.
These accounts are also closed shortly after open-
ing and the money is transferred back. Customers
may question what happened but when they see the
funds transferred back, why frustrate themselves by
calling the bank to complain and inquire as to what
happened?

But to be clear, Wells Fargo was not alone, they were
just the first big bank to gain national coverage for un-
ethical and illegal practices surrounding creating de-
posit and credit accounts that were not requested by the
consumer’s whose names they carried. Fifth Third was
accused of this and In March 2020 the CFPB initiated a
suit against that bank. The complaint alleged that Fifth
Third’s cross-selling practices, which included sales goals
and an incentive-compensation program, caused Fifth
Third’s employees to open new consumer accounts for
existing customers without their knowledge or consent.
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The CFPB alleged that such conduct in certain respects
was unfair and abusive (yes, a UDA(A)P issue) and that
issuing unauthorized credit cards and opening deposit
accounts without required disclosures violated Reg Z and
Reg DD.

Fast forward to July 2023, when the OCC and CFPB
ordered Bank of America to pay $100M in consumer re-
dress and $150M in fines for and an out-of-control in-
centive program that resulted in unauthorized account
openings, credit reports, etc., which is a basic rehash of
the problems at Wells Fargo and Fifth Third. These were
not the only issues, as the Bank of America action also
cites junk fees relating to multiple presentments of NSF
items and for mismanagement of credit card systems. As
it typically happens, many regulatory and ethical viola-
tions are part of a snowball that grows as the investiga-
tion continues and additional violations are uncovered or
found to have evolved, such as the failure to make disclo-
sures on an account that was fraudulently opened any-
way.

Let’s look closer at one case of a former executive
involved in the Wells Fargo case. Carrie Tolstedt was
an executive, or THE executive, accused of overseeing
programs that resulted in the millions of fraudulent
customer accounts at Wells. In March 2023, she agreed
to plead guilty to criminal charges which could impose
actual prison time. In her agreement with the court,
she will serve a 16-month prison sentence for ob-
structing regulators’ investigations into abusive sales
practices that culminated in the bank paying what has
turned into billions of dollars in fines. Tolstedt also
agreed to pay a $17 million fine in a separate settle-
ment with the OCC that also bans her from working
again in the banking industry. BankersOnline covered
this in its Top Story at https://www.bankersonline.
com/topstory/173048.

Tolstedt was not alone in the list of executives who
fell as a result of the new account production goals that
were virtually unattainable. These goals were emphasized
with a slogan of “eight is great.” That was, each custom-
er should have eight separate accounts at the bank. Why
eight? It was said that was selected because it rhymed
with “great.”

Take a moment to look at your product offerings
and try to determine what sales techniques you could
use to accomplish this. Now reconsider it as if your job
is on the line as it was for the 5,300 former employees
who talked of supervisors screaming at them to meet
the goals. They were told if they could not meet their
goal, they would be working at McDonald’s. Those
missing goals would have what was essentially an af-
ter-school detention and were often tasked with “call
sessions” on Saturdays. Presumably, these sessions
were to make calls and hone sales skills. Employees
in many cases either reverted to unethical and ille-
gal techniques or were embarrassed in front of their
peers, demoted, or fired. In the three-step process
to meet goals, consider that some new accounts reps
were able to meet goals. Now the pressure was up
because others had to employ the same tactics. And
that culture fed on itself and has caused huge fines
to be imposed as well as direct personal responsibili-
ty. Goals should be realistic, and rules should be well
known and to police the rules, controls must be in
place.

Continued on next page
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Forms Update

We are in the heat of summer as this edition of Le-
gal Briefs goes to the presses, but it is a perfect time to
get a pesky change out of the way. Often this might be
something to do at year end, but as some banks pre-
pare for 1071 changes, and the normal year-end tasks
followed by HMDA submissions will all be coming
about at the same time, why wait? These changes im-
pact Reg B’s Adverse Action Notices, some Fair Credit
Reporting Act disclosures, and a bit of Reg E. There
were several others, but we will cover in detail what
impacts our banks.

If you use preprinted forms that will change, you will
want to use up any supply and not reorder any bulk that
may not be used by the mandatory compliance date. You
will want to get the new addresses on your next order.
And if you need to have a forms vendor program the
changes, well, they will be busy at year-end and begin-
ning of 2024 too, so just get this out of the way so you
can enjoy summer.

Change management is what I'm speaking of and
notices — disclosure changes. On March 20, 2023, the
CFPB published a Final Rule in the Federal Register.
Look for Vol. 88, No. 53, Monday, March 20, 2023, and
page 16531 if you want all the details. The “Regulations”
pages on BankersOnline.com also reflect these changes.
These were considered non-substantive corrections and
updates. The “Cliff Notes” version of the changes simply
tells you that some regulatory agencies have had address
changes for notices you provide to your customers and
those disclosures and notices need to be corrected. The
effective date for optional compliance has passed. It was
April 19, 2023, so you may comply now, but compliance
with these changes is not mandatory until March 20,
2024. Again, why wait and risk this falling through the
cracks?

Reg B and Adverse Action Notices

The most significant change for banks is under Reg
B. Appendix A, which lists contact information for the
CFPB, OCC, FDIC, National Credit Union Administra-
tion (NCUA), Federal Trade Commission (FTC), and
other agencies. (The Federal Reserve is listed but did not
change.) This contact information listed must be includ-
ed in Reg B adverse action notices. This is separate from
the FCRA disclosure many banks have combined onto
the Reg B, adverse action notices. The two are called the

same thing but have different disclosure rules and con-
tent. The FCRA notice on Reg B’s forms has not changed,
although there is an FCRA change noted below.

The OCC regulated institutions should be showing
the following:
Office of the Comptroller of the Currency
Customer Assistance Group
P.O. Box 53570
Houston, TX 77052

The FDIC regulated institutions should be showing
the following:
Division of Depositor and Consumer Protection
National Center for Consumer and Depositor Assistance
Federal Deposit Insurance Corporation
1100 Walnut Street, Box #11
Kansas City, MO 64106.

The CFPB regulated institutions should be showing
the following:
Bureau of Consumer Financial Protection
1700 G Street NW
Washington DC 20552

And without change but for the record and account-
ability in case you want to check, the FRB regulated in-
stitutions should be showing the following:

Federal Reserve Consumer Help Center
P.O. Box 1200

Minneapolis, MN 55480
Interpretations

The CFPB also corrected its contact information in
Reg B’s Appendix D, for the process for requesting of-
ficial CFPB interpretations of Reg B. The same address
below is applicable for Reg E interpretations. The differ-
ence between the old and new addresses was a change in
the ZIP code.

A request for an official interpretation should be in
writing and addressed to:

Assistant Director, Office of Regulations,

Division of Research, Monitoring, and Regulations,
Bureau of Consumer Financial Protection,

1700 G Street, NW

Washington, DC 20552

Fair Credit Reporting Act

In Reg. V and the Fair Credit Reporting Act (FCRA),
the CFPB amended the model form in Appendix K
for the “Summary of Consumer Rights” to correct the
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contact information for various agencies, including the
OCC, FDIC, and NCUA. Those addresses are on the form
itself. A Word version is in a link on the BankersOnline,
Regulations page. Consumer reporting agencies must
provide the Summary form when making written dis-
closure of information from a consumer’s file or provid-
ing a credit score to a consumer. Most importantly, this
Summary must also be provided by Human Resources
at your bank, before obtaining an investigative consum-
er report (under 1681d(a)(1)), and with pre-adverse ac-
tion notices for employment purposes (under 1681b(b)
(3)). As Compliance and/or Internal Audit complete a
periodic FCRA audit this is one of those potential “got-
chas” you want to look at to ensure the procedures are
correct for providing these notices if someone is denied
employment or a promotion, as examples, based on a
credit report.

Real Estate Settlement Protections Act

In Reg. X, the Real Estate Settlement Protections Act
(RESPA), the CFPB has corrected its contact informa-
tion in the definition of “Public Guidance Documents”
in section 1024.2(b) and in the introductory section of
Supplement I, which provides the procedure for request-
ing copies of public guidance documents from the CFPB
and the procedure for requesting official CFPB interpre-
tations of Regulation X.

Truth in Savings Act

In Reg. DD, and the Truth in Savings Act (TISA),
the CFPB has corrected its contact information in
Appendix C, which provides the procedure for re-
questing a determination from the CFPB regarding
whether a state law is inconsistent with TISA and
Regulation DD.

Truth in Lending Act

In Reg. Z, the Truth in Lending Act (TILA), the Bu-
reau has corrected its contact information in Appendices
A, B, and C which provide the procedures for requesting
a determination from the CFPB regarding whether a
state law is inconsistent with or substantially the same
as TILA and Reg Z, the process for a state to apply to
the CFPB to exempt a class of transactions from TILA
and Reg Z, and the process for requesting official CFPB
interpretations of Reg Z. In Appendix J, the CFPB has
corrected its postal address for requests to the CFPB for
APR calculation tables and to add a URL on its website
at which the tables can be accessed.

Download previous editions of Legal Briefs.

Visit www.oba.com and click on the “Legal” section.
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B #BANKERSOFOKLAHOMA

From Boulder, to Durant to wide open skies ...

EDITOR’S NOTE: The OBA’s
Megan McGuire #BankersOf Oklahoma
feature is modeled upon the Humans of
New York photograph series. It will es-
sentially be a “best of” the photographs
of bankers Megan takes from around
the state during the month. You can see Megan McGuire

all of Megan’s “#BankersOfOklahoma” OBA MEMBER RELATIONS

photographs on the OBA’s Instagram megan@oba.com

and Facebook feeds. We hope you enjoy

this feature and, please, feel free to per editor Jeremy Cowen (jeremy@oba.

send any feedback to Megan or newspa-  com).
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- - “The future depends on what we do in the present.”
This Mahatma Gandhi quote resonated with me early in life, and it sparks
joy when seeing folks embodying it in real time. For example ... dozens
of Oklahoma bankers continued their education this summer at graduate
schools of banking, and this large group (below photo) gathered for dinner
in Boulder at the Graduate School of Banking at Colorado. Meanwhile,
(at left) a crew of The Bankers Bank board members took the plunge out
of a plane, successfully skydiving into a shared life experience and well-
earned round of celebratory beers. Led by a facilitator (above), several
OBA staff and board members retreated to Durant for two-and-a-half days,
collaborating on the future of the association during a strategic planning
meeting.

Note: No one is standing alone. That future we're building in the present ...
it's done better when we are together.




OBA Emerging Leaders

The OBA’s Emerging Leaders program was created with the goal of engaging the next generation of

banking leaders in the process of dealing with issues facing their industry though their participation

in the OBA. This program lets these future leaders interact frequently during lunch meetings where
speakers share valuable ideas. Other events are planned as well!

No membership dues are required to join the Emerging Leaders program. The only requirement is
to be an employee of an OBA-member bank. For more information, visit
www.oba.com/emergingleaders or contact:

Megan McGuire
megan@oba.com XTI Ao mMA
405-424-5252 ext. 109 e
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2023 OBA Directory of Banks

This essential reference includes:

Financial data

Important information about all Oklahoma
banks, savings and loans, savings banks and
holding companies.

Key personnel
By function and title

Answers

Rules and regulations, legislators, state and
national agencies, courthouses, fast-find
index, and much more!

Buyer’s section

Handy access to products and services

JOHN BALL & JUSTIN BALL

405-258-1511
BallAuction.bid
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Real Estate ® Agricultural
Farm / Ranch / Land
Residential ® Commercial

405-258-0408

Personal & Industrial Equipment

Offering Traditional Live,
Simulcast & Online Auctions

National Marketing - Proven Performance
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2023 BANK DIRECTORY ORDER FORM
NAME BANK
EMAIL

PHONE FAX

STREET ADDRESS (NO P.O. BOXES)

CITY

ZIP

CARD #

EXP DATE

PAY BY CREDIT CARD: For security reasons, please fax ONLY to the OBA’s dedicated registrations fax line: 405-604-9545.

NAME

For OBA use only:

Rec’d

Ckit

Amt

PAY BY CHECK: Mail this form with payment to Oklahoma Bankers Association, P.O. Box 960173, Oklahoma City, OK 73196-0173.

4 N\
PRICING OBA Member Non-Member *Tax and
1-9 copies $40 ea. $60 ea. shipping are
included
10-20 copies S35 ea. n/a
20+ copies S30 ea. n/a
PLEASE SEND ME DIRECTORIES @ $ EA¥
TOTAL PAYMENT S
J
BILLTO: o VISA o MASTERCARD
SIGNATURE
Code: 301
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Looking for OBA classifieds?
Wanting to know what positions
are available in Oklahoma banks?

OBA Classifieds is known as “Job Board”
and has a more in-depth section!

Go to www.oba.com and look under the “More”
tab at the top!

ES
N Y

*%x OBA * *
@SERVIC
= COMPA

The monthly newspaper of the
Oklahoma Bankers Association
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e Legal Briefs

¢ In-depth analysis of state and national issues

_ e Legislative news
Know your industry.

® Regulatory issues

Each month, Oklahoma Banker brings you exclusive news
e Commentary

d in-depth analysis that 't find h Ise.
and in-depth analysis that you won't find anywhere else « Charters and changes

There is no better way to gain a deeper understanding of
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the issues affecting our industry on a state and nationa e Interesting articles about banks across Oklahoma
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and regulatory updates, and information about OBA events. « Other topics include Oklahoma banking history, best

Don’t miss out! Subscribe to Oklahoma Banker today. practices in bank management and more

OKLAHOMA BANKER SUBSCRIPTION — MEMBERS ONLY

START MY SUBSCRIPTION TO

NAME BANK OKLAHOMA BANKER TODAY!
EMAIL ___SUBSCRIPTIONS @ $45/YEAR* =§ TOTAL
PHONE FAX *Tax and shipping is included

STREET ADDRESS (NO P.O. BOXES)

CITY ZIP
PAY BY CREDIT CARD: For security reasons, please fax ONLY to the OBA’s dedicated registrations fax line: 405-604-9545. BILLTO: o VISA o MASTERCARD
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PAY BY CHECK: Mail this form with payment to Oklahoma Bankers Association, P.O. Box 960173, Oklahoma City, OK 73196-0173.
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ABA: FDIC must bolster processes for determining special assessments

The FDIC’s proposed assessment to recover the
cost to the Deposit Insurance Fund resulting from
the recent bank failures should not set a precedent
for future special assessments, the American Bankers
Association said late last month in comments to the
agency.

Instead, the association recommended that the FDIC
bolster its processes to ensure that future systemic risk
exceptions, resolutions and special assessments are fair,
evidence-based, transparent and predictable.

The FDIC in May proposed a special assessment to
recover the costs of protecting uninsured deposits fol-
lowing the closures of Silicon Valley Bank and Signature
Bank, which it did by making a systemic risk determina-
tion.

The FDIC proposal exempts the first $5 billion in
uninsured deposits, which effectively carves out small-

er institutions from the assessment. Noting that it
represents banks of all sizes, ABA said it continues to
support the effective carveout for community banks.
The association also urged the FDIC to do everything
possible to reduce the assessment further through as-
set sales and other steps, and to take into consideration
comments submitted by every institution that weighs
in on the proposal.

ABA recommended that the FDIC provide additional
details regarding its approach to the resolutions of SVB
and Signature so that banks and other stakeholders can
better understand the agency’s reasoning, “which is not
yet clear.”

It expressed concern that the focus on uninsured de-
posits could lead to “an unwarranted and negative taint
of uninsured deposits that would be damaging to banks
of all sizes.”

2024 0Oklahoma Views & Vistas Calendar ~ Oklahoma Bankers Association

BE IN YOUR CUSTOMERS’ HOMES AND BUSINESSES EVERY DAY OF THE YEAR
WITH THE OKLAHOMA VIEWS & VISTAS CALENDAR!

The OBA is pleased to offer you a great advertising opportunity. The 2024 Oklahoma Views & Vistas calendar will feature beautiful
photos of the great state of Oklahoma submitted by Oklahoma bankers and their families. The bank name and logo can be printed on
each calendar you order for an eye-catching display in your customer’s homes and businesses year-round. The calendars are being
offered exclusively to OBA member banks. What a great way to promote your bank while thanking your customers for their busi-
ness. The OBA logo is also used throughout the calendar to emphasize the strength and security of Oklahoma’s banking industry.

It further requested that the FDIC not issue a final
rule until the fourth quarter of this year, that a transi-
tion option be granted that allows banks to phase in over
the eight-quarter collection period the adverse effects of
the assessment on their regulatory capital ratios, and
that the FDIC “true up” the final quarterly assessment to
prevent under or overpayment.

ABA noted that the U.S. banking system is strong
and resilient, and that the recent failures were largely
idiosyncratic, being the result of lax risk management
and balance sheets unprepared for rising interest
rates.

“However, these failures have raised important ques-
tions about, among other things, whether FDIC insur-
ance coverage has kept pace with changes to the banking
marketplace and allows banks to compete for customers
on equitable footing,” the association said.

** OBA **
SERVICES
COMPANY

Name: Email:
Bank: Phone:
Address: City, State, Zip:

Quantity (minimum order of 100):

ALL calendars will be delivered to bank by Nov. 1

Personalized Calendar Imprint Information for your Bank - PLEASE COMPLETE!

Provide bank logo and imprint information in a high resolution Illustrator eps or tif file (300 dpi or higher) and email to
thi @oba.com. Please supply all linked art and fonts required to print your file.**

Black and white bank IogoD (free) or Color logo (| (add $100 for color logo) PMS Colors & Numbers
Please provide imprint information (address, phone, website etc...) you want along side your logo. 2-color

logos must be submitted as vector based art. (EPS or Ai files). Logos sent as JPGs or TIFs will be printed in
4-color or converted to I-color and must be sent with the highest resolution possible. (Questions? Please call)

Do you want a proof of your calendar imprint area? Yes O ~o O
#% $85.00/hour charge may apply if logo or imprint design changes need to be made to artwork supplied. (You will be contacted first.)

Pricing Information*

$1.10 per calendar if ordered by Aug. 1

$1.25 per calendar after Aug. 1

$25.00 set-up charge, shipping and applicable sales taxes.
Set-up charges include text and logo placement for imprint

Mail Order: Oklahoma Bankers Association
Attn: Thi Pham
643 N.E. 41st St.

Oklahoma City, OK 73105

Fax Order:  405-424-4518 Attn: Thi Pham area. Logo will be black unless otherwise specified. For color
Email Order:  thi @oba.com requests, please provide PMS color. Send NO money now.
By Phone:  405-424-5252/866-424-5252 (toll free) | Orders will be billed when shipped.

Orders cannot be accepted after Sept. 15




ACCOUNTING/AUDITING

Arledge & Associates
www.arledge.cpa

CBIZ Stinnett
www.cbiz.com

Eide Bailly, LLP
www.eidebailly.com

F&C CPAs
www.finley-cook.com

Fortner, Bayens, Levkulich & Garrison, P.C.
www.fblg-cpa.com

FORVIS
www.forvis.com

HoganTaylor LLP
www.hogantaylor.com

KeCoe Isom
www.kcoe.com

Steven D. Martin, CPA
www.stevemartincpa.us
McCormack and Associates, Inc.
www.mccorm.com

RSMUSLLP
WWww.rsmus.com

COMPUTER SOFTWARE & HARDWARE

American Bank Systems
www.americanbanksystems.com

BankOnIT
www.bankonitusa.com

BMA Management Support Corp.
www.bmabankingsystems.com
CNET, Inc.
www.cnetokc.com
csli
www.csiweb.com
DataScoutPro
www.datascoutpro.com
HC3
www.hc3.io

Automation Integrated, LLC
WWW.ai-sys.com

Jack Henry and Associates Inc.
www.jackhenry.com

KASASA
www.kasasa.com

Modern Banking Systems
www.modernbanking.com
Paycom
Www.paycom.com

Qualtik
www.qualtik.com

CONSULTING

* Bank Compliance.com *
www.bankcompliance.com

* Bankers Alliance *
www.bankersalliance.com

Community Bank Solutions
www.communitybanksolutions.com
Cornerstone Advisors
www.crnrstone.com
Floco Data
405-547-2989
Haberfeld Associates
www.haberfeld.com
JMFA
www.jmfa.com
Joplin Consuling Group, LLC
https://joplinconsultinggroup.com
Mercadien
www.mercadien.com
McCormack & Associates, Inc.
www.mccorm.com
McSwain Consulting
www.mcswainconsulting.net

* NFP Executive Benefits *
www.executivebenefits.nfp.com

Bankers’ Resource Directory

* =endorsed vendor

NPVal, LLC
https:/npval.com
Performance Trust Capital Partners
www.ptcp.com
Profit Resources Inc.
www.profitresources.com
RDK and Associates, Inc.
www.rdkonline.com
S&P Market Intelligence
www.spglobal.com
Sawyers & Jacobs, LLP
www.sawyersjacobs.com

Career Specialist, Inc.

* Comp Risk Management *
www.csibanking.com

www.comp-risk.com

FACILITY SERVICES

Courtesy Insurance Agency
www.ciaokc.com
ADT Commercial
www.adt.com/commercial
Aspen Services Group
WWww.aspenservesyou.com

FINANCIAL SERVICES

The Baker Group
www.gobaker.com

United Bankers Life & Re-Insurance
www.ipa-ok.com
Insurica Insurance Management Network
www.insurica.com
* KeyState *
www.key-state.com
Lee Daniells & Associates
www.lee-daniells.com

Summit Financial Group
www.yoursummit.com

Strategic Resource Management
WWW.Srmcorp.com

Taylor Direct Consulting
www.taylordirect.net

Chatham Financial
www.chathamfinancial.com

Chippewa Valley Bank
www.chippewavalleybank.com

Commerce Street Capital
www.commercestreetcapital.com

Country Club Bank Capital Markets Group
www.ccbcm.com

Travelers Insurance
www.travelers.com
Walt Garner Associates
www.wgabenefitconsultants.com
Wichita National Life Insurance Co.
www.wnlic.com

Wolf and Company
www.wolfandco.com

CYBERSECURITY

Alias Cyber Security D.A. Davidson & Company LEGAL SERVICES
www.aliasforensics.com www.dadavidson.com
. ) . Christensen Law Group
CoNetrix David Capital Partners, Inc. :
www.conetrix.com www.davidpcapitaIpartners.com www.christensenlawgroup.com
Curated Cyber Conner & Winters, LLP
www.curatedcyber.com * Deluxe Financial Services * www.cwlaw.com
JMARK Business Solutions, Inc. www.deluxe.com Crowe & Dunlevy
www.JMARK.com eCapital www.crowedunlevy.com
Matrixforce www.ecapital.com Drummond Law
www.matrixforce.com FHLBank Topeka www.drummond.law
Sawyers & Jacobs www.fhibtopeka.com Fenimore, Kay, Harrison, LLP
www.sawyersjacobs.com i . www.fkhpartners.com
FHN Financial . .
SBS CyberSecurity www.fhnfinancial.com Goodwin Lewis PLLC
www.sbscyber.com ) A i www.goodwinlewis.com
Financial Consulting Inc.
Shield 10 www . fciok.com.com Gungoll, Jackson, Box & Devoll, P.C.
www.shieldl0.com

www.gungolljackson.com
Hall Estill
www.hallestill.com
Hunton Andrews Kurth
www.huntonak.com
Phillips Murrah
www.phillipsmurrah.com
McAfee & Taft
www.mcafeetaft.com

First Bankers’ Banc Securities
www.FBBSinc.com

Hotel Broker One
www.hotelbrokerone.com

DATA CENTER SERVICES

Rack59 Data Center
www.rack59.com

Stronghold Data
www.strongholddata.com

Hunt Financial Group
www.huntfinancialgroup.net

* Intrafi Network *
www.intrafi.com

Keefe, Bruyette & Woods
www.kbw.com

* Key State Captive Management *
www.key-state.com

DEBIT/CREDIT ATM PROCESSING

Spencer Fane
www.spencerfane.com

MISCELLANEOUS

Absolute Data Shredding

Banccard of America, Inc
www.banccard.com

Integrated Payment Services
www.integratedpaymentservices.com

Mortgage Investment Services Corp.
Primax

www.mischomeloans.com

www.shredok.com
WWW.primax.us Oklahoma Development Finance Auth. Citizen Potawatomi Community Dev. Corp.
* Servis 1st Bank * 405-842-1145 Wévjvﬁﬂct?;}?srg
www.servisfirstbank.com Piper Sandler & Co. www.cj-auctions.com
* Transfund * www.pipersandler.com Maxwell Supply
www.transfund.com PCBB www.maxokc.com.com
www.pcbb.com MIDCON Data Services, LLC

www.midcondata.com

Cennox PNSVS;‘V’\)I';?IC'\,CIS;:(“S Oklahoma State Banking Department
WWW.CeENNoxX.com e www.ok.gov/banking
. REI Oklahoma
Dobson Fiber

Oklahoma Water Resource Board
www.owrb.ok.gov
* Purple Wave Auctions *
www.purplewave.com

Southwestern Stationery & Bank Supply, Inc.
www.southwesternok.com

www.reiok.com

R & T Deposit Solutions
www.rnt.com

Shield Compliance
www.shieldbanking.com

www.dobson.net

Federal Protection
www.federalprotection.com

Financial Equipment Co.
www.financialequipment.org

Fiserv USDA Rural Development State Chamber of Oklahoma
www.fiserv.com www.rd.usda.gov www.okstatechamber.com
MPA Systems, LLC Wells Fargo * Thumbprint Signature Program *

www.mpasystems.com www.wellsfargo.com

INSURANCE

Advantage Health Plans Trust
www.advantagehealthplanstrust.com
AmTrust North America
www.amtrustfinancial .com
BHG Financial
www.bhgfinancial.com

Berkley FinSecure
www.berkleyfinsecure.com

405-424-5252

MARKETING

* Works24 *
www.works24.com

* ODP Business Solutions *
www.odpbusiness.com

Versateq, LLC
www.versateq.com

NuSource Financial
www.nusourcefinancial.com

Qsl
www.gsibanking.com

Verge Network Solutions, LLC
www.vergenetworks.com

EMPLOYMENT

Barracuda Consulting
www.barracudaconsulting.com
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-; i%* CHIPPEWA VALLEY BANK

TIRED OF BORROWING MONEY BEING MORE COMPLICATED AND
DIFFICULT THAN IT NEEDS TO BE?

Bank Stock and Bank Holding Company
Stock Loans done the simple way

Bank mergers, acquisition loans and refinances up to $50 million

 Approval typically within 2 to 3 days and sometimes immediately

/ Inmany cases the loan can be started, closed and funded in less than 2 weeks

/ No Correspondent Bank Account relationship required

 If the Federal Reserve approves it we can likely get the deal done for you

/ Standard Commercial Loan Documentation used in most cases

 We won't restrict you to unnecessary covenants

/ Limited or no reporting requirements

/ Limited or no origination costs

/ Low interest rates

/ Principal payments often determined with the borrower’s input on a year by year basis
+/ In many circumstances we accept bank capital growth instead of loan principal reduction
+/ We will come to you! Most loans initiated and closed at the borrower’s home or office.

Deal directly with a lender/owner who is a CPA who understands the banking
industry. Although we cannot give direct advice, we have 35 years of industry
experience.and can make your job far less stressful.and time consuming. We
will understand your transaction. You do not need to educate the lender.

Our belief is to make the loan and then stay out of the banker’s way and let you
do your job. You will only see us when you choose to.

Call Rick Gerber or Ryan Gerber at
1-866-282-3501 or email

rickg@chippewavalleybank.com
ryang@chippewavalleybank.com EQUAL HOUSING




Balance sheet
strategies backed
by experience.

You’re working diligently to best position your balance sheet, Budgeting

and we know what you’re up against in the current environment. Profit projections

As you navigate complex strategies to maintain liquidity and ALCO

margin, we can help you develop solutions backed by our own Capital planning
experience so you can confidently move your operation forward. Decay/beta analysis
We can help get you there because we’ve been there. Regulatory
Investment portfolio
Investment mix
Interest rate risk

LEARN MORE AT Loan pricing
BOKFINANCIAL.COM/INSTITUTIONS Asset duration

Liquidity management
Brokered funding

BOK FINANCIAL
CAPITAL MARKETS

We go above. So you can go beyond.

BOK Financial® is a trademark of BOKF, NA. Member FDIC. Bank dealer services offered through BOK Financial Capital Markets, which operates as a separately identifiable
department of BOKF, NA. BOKF, NA is the bank subsidiary of BOK Financial Corporation. Investment products are: NOT FDIC INSURED | NO BANK GUARANTEE | MAY LOSE VALUE




