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As a strategic partner to more than 140 banks,
we never stop working to adapt to change, 

quickly and efficiently.

As the world experiences unprecedented changes, history shows that change is more 
often the rule than the exception. The same can be said for the world of banking. And when 
it comes to changes in banking, you can rely on S.R. Snodgrass. As The Banking Experts, 
we’ve worked only in banking, every hour of every day, every week of every month, for 
more than 70 years. In fact, no other accounting and consulting firm possesses greater 
knowledge of community banks’ needs, challenges, and opportunities than S.R. 
Snodgrass. Which is why, in a world that continually changes, we’ll never be the same. 
If you think our unrivaled banking expertise and personalized service could benefit your 
bank, please allow us to introduce ourselves. We’d be delighted to meet you.

www.srsnodgrass.com/banking
(833) 404-0344

WE’LL NEVER
BE THE SAME.
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Play, Sponsor or Simply Support your Association at this great outing, hosted in the beautiful Fall season in Hershey, PA! 

 

This is an exclusive opportunity to come out and enjoy some           
great golf while building new relationships with interaction and 
networking! Sign-up early as our deadline is Thursday, October 8! 

Be Our Title Sponsor: $5,000                                                    
Includes a foursome for golf, speaking opportunity,                                     
and company  recognition on signage and at lunch 
Be our Cart Sponsor: $1,500                                                     
Includes rounds for two golfers, lunch and signage 
Be Our Lunch Sponsor: $1,200                                                                  
Includes golf for one, speaking opportunity at lunch,                                 
signage on the course and in the luncheon area 

Be a Driving Range Sponsor: $1,000 

Be a Practice Green Sponsor: $1,000 
Tee and Green Sponsorships: $350 each                                   
Includes golf for one with your company signage at a hole 

                 Individual Golfer Fee: $125                                                                                                      

Get a Player                                                                        
‘Power Package!’ 
                                                                    

Buy TWO         
Mulligans for  
just $20 the day 
of the event! 

TToo  PPllaayy  oorr  SSppoonnssoorr::                                                                                                                                                                      
Go to www.pacb.org/education – look under                 
October 16 on our ‘Educational Calendar’ to register.                                   
CCaann’’tt  mmaakkee  iitt??                                                                                                                                                                  
Consider making a donation to PACB. Contact Todd 
Willman at todd@pacb.org to make your donation! 
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BUSINESS HOURS

8:30 a.m.-5:00 p.m. 
Monday through Friday
Telephone: 717.231.7447
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Edward Martel
Jonestown Bank and Trust Co.
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Timothy P. Snyder
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Chuck Leyh
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Legislative
Chuck Leyh
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PACB Foundation
Andrew W. Hasley
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Thomas Ondek
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PACB SOCIAL MEDIA

Twitter: @PaCommBankers
Facebook: @PaCommBankers
Instagram: @PaCommBankers
LinkedIn: PACB – Pennsylvania  
       Association of   
       Community Bankers
YouTube: PaCommunityBankers
Flickr: PaCommunityBankers

ADVERTISING SALES

To advertise in Hometown Banker, 
please contact
Heather Wolsey at  
The newsLINK Group, Inc. 
sales@thenewslinkgroup.com  
or 855.747.4003

PACB HEADQUARTERS

3211 N. Front Street, 
Suite 102
Harrisburg, PA 17110
www.pacb.org

2020 EXECUTIVE 
COMMITTEE

Chairman
Jon P. Conklin
Woodlands Bank

Chair Elect
Lori A. Cestra
Enterprise Bank

Vice Chairman
Roger A. Zacharia
Ambler Savings Bank

Secretary/Treasurer
Timothy P. Snyder
Fleetwood Bank

President/CEO
Kevin L. Shivers
PACB

Immediate Past Chairman
Troy M. Campbell
Altoona First Savings Bank

PACB STAFF

President/CEO
Kevin L. Shivers
kevin@pacb.org

SVP Strategy and 
Operations
Barbara W. Holbert
barbara@pacb.org

Director of Marketing, 
Public Relations, and 
Membership  
Todd F. Willman  
Todd@pacb.org
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to the President
Jena I. Wolgemuth
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A WORD FROM PACB’S CHAIRMAN 
By Jon Conklin

Over the past three years I 
had moved through the 
chairs and learned the ropes.  
Convention duties, bank 

visits, Capital Summit, ICBA meetings, 
legislative roundtables, board leadership 
and more.  These aspects of serving as 
chairman were no longer new to me and 
I was well prepped and excited to work 
with the Board and the PACB Team to 
create additional value and engagement for 
community bankers across Pennsylvania.  
But all of that training was for knot… As 
a global pandemic began and the personal 
hardship and economic fallout ensued, I 
soon realized that no amount of planning 
would serve as a roadmap for leading PACB 
through 2020.

It was quickly apparent that a 
chairmanship during these times was 
going to be challenging and the way I 
would be called upon to lead would be 
different and unknown.  Looking back, it 
was not what I had expected, but perhaps 
it was a year even more valuable to my 
personal and professional growth than I 
could have imagined.

I had planned to be able to travel the 
state and connect with bankers face-to-
face.  I was looking forward to spending 
time understanding the needs of your 
communities and learning about your 
banks and their unique histories. These 
visits were limited, but I cherished the 
opportunities I had to make them during 
the early days of my tenure. 

Then COVID-19 immediately changed our 
definition of connecting and collaborating.  
We were Zooming, calling and connecting 
virtually. In spite of a lack of person-to-
person interaction, what I saw from our 
industry with the PPP was an industry 
united, connected and collaborating 
to keep businesses in our communities 

open and our neighbors, customers and 
friends with necessary access to capital.  
While we did this in a more unorthodox 
environment, I got to see the industry in 
action.  I saw first-hand the character of 
the industry and the people in it. Watching 
everyone being committed to doing what 
they do for the good of others was a true 
representation of action over words. 

Community bankers always say what 
we are, what we do, and what we stand 
for. Often highlighting genuine nature, 
trustworthiness, commitment to service 
and integrity as core values and beliefs. 
This situation as bad as it was and 
continues to be, has been an opportunity 
for us to follow our words with actions.  It 
was amazing to see bankers from across 
Pennsylvania step up to be the strength 
our communities needed.  We were 
nimble and flexible in servicing customers 
and worked hours like never before. (No 
more bankers hours comments)  With the 
delivery of PPP we called on all the things 
we note as advantages of community 
banks.  They all came to light and were 
proven to be true.

As a leader during this time, I felt that my 
role at the association was to stay in the 
background, provide support and direction, 
and allow the association team to do what 
they do best. I have faith and confidence 
in PACB and the talent, skill sets and 
capabilities of their people and I believe 
that the value and professionalism of PACB 
was well represented in 2020.  

People ask why PACB.  Why are there two 
association’s in Pennsylvania. I answer very 
simply.  There is only one organization 
in Pennsylvania that truly and solely 
represents the best interests of community 
banks. It’s clear to me that when it comes 
down to advocacy and representation of 
community banks’ interests, PACB always 

has our interests at heart and without 
divergence.  We speak united.

One specific story from the past few 
months of how PACB represents the 
interests of community banks, is the way 
we gathered members together to discuss 
issues surrounding the PPP.  In the days 
before the rollout, the initial program 
guidelines including; fees, the interest rate, 
timing expectations, etc. were issued and 
certain aspects would have very adversely 
impacted our banks and hampered the 
program’s chances of success.  It just 
wouldn’t have worked. PACB was able to 
immediately get in touch with Senator 
Toomey’s office to express our views and 
concerns.  Within 24 hours, Senator 
Toomey was introducing to the banking 
committee the changes we had discussed 
during the prior day’s phone call.  The 
changes were introduced and within a 
day, new guidance was issued with most 
of our proposed changes reflected. It 
illustrates that we have the ability and the 
connections to get things done for the 
industry, nimbly, quickly, efficiently and 
without bifurcation of message. 

During the PPP, I was part of a group of 
four bank CEO’s that got together by phone 
every day, multiple times a day, sometimes 5 
or 6 times a day.  We were there to share our 
concerns and talk about what was ahead.  
In some cases, it was one of us opening 
the eyes of others; or sometimes, we were 
there to talk someone else off the ledge! We 
all may have decided on a different way to 
implement what we were discussing, but 
we all listened to each other’s rationale 
and learned from it.  We knew implicitly 
that each of us on those calls was not there 
to gather information for a competitive 
advantage, but rather we were there to 
support one another. It was all about being 
genuine and trustworthy and having the 
best interests of the industry at heart.
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Community bankers share a unique sense 
of closeness.  We are fierce competitors. 
But as always, when a difficult time 
struck, we connected as friends, working 
together in an industry that we knew must 
be successful in order to keep our local 
communities strong. We look to each 
other…we want each other to succeed and 
I’m not sure that is as prevalent in other 
industries as it is in community banking.  It 
is a nuance that ads to our differentiation

Being connected with this group was 
extremely helpful and I honestly don’t 
know how I would have managed through 
that initial time of PPP without our 
network.  Being a part of the association 
fosters these kinds of friendships and PACB 
is the organization that gathers bankers that 
lead banks like mine.

People ask why community banks? Do we 
need them?

The answer to that question has never been 
clearer. Our importance as community 
cornerstones was plainly illustrated 
through the pandemic and PPP.  We are 
the lifeblood of neighborhoods across the 
Commonwealth and have the ability to act 
quickly to serve them best.  We understand 
individual customers, businesses and the 
character of their owners.  We are flexible 
and nimble in order to serve the people 
who most need our help.   Larger banks 
during these challenging times were trying 
to fit people into policies with a one-size-
fits-all approach; that often wasn’t helpful 
to customers and created confusion and 
some disdain for the banking industry.  
Community banks have also shown 
that we are not in charge of our people, 
but rather, we care for the people in our 
charge.  Community bank culture and 
structure has allowed us to work closely 
with employees during the past months 
to provide them with the tools, services, 
and flexibility they needed to navigate this 
difficult time.  

It is time to leverage our good works 
over the past months.  They can serve as 
a springboard to highlight community 
banking’s importance to the public, press 
and political pundits. Our valiant efforts 
with PPP serve as a perfect scenario to 
remind policy-makers, regulatory agencies 
and the press of the vital role we play in the 
country’s economic infrastructure. If you 
haven’t reached out to your representatives, 

both state and federal to let them know 
what your bank has done during the past 
six months…DO IT.  Tell them WHY 
community banks matter – They must 
know that the funds to keep businesses 
afloat and people employed could not have 
been distributed without us.  They must 
know that many of you processed a year’s 
worth of loans in a matter of days.  They 
must know that forgiveness rules need 
to be implemented NOW so community 
banks can work toward additional 
economic growth, and our small business 
customers can concentrate their efforts 
on the critical tasks necessary to remain 
financially viable through the pandemic. 

As chairman it has been a privilege to 
get to know many of you personally.  
My service on the Board and Executive 
Committee has certainly been something 
that has helped me grow as a leader and 
as a person.  When I considered serving 
in this role, there was trepidation.  It truly 
wasn’t in my comfort zone.  But I realized 
that I needed to lean into discomfort, push 
my boundaries and allow others to help 
me grow in my leadership. It truly has 
been a learning experience, guided by the 
knowledge and mentorship of colleagues 
and friends.

If you are contemplating getting involved 
with PACB on a leadership level, I 
encourage you to do so.  Embrace the 
uncertainty and lean into the discomfort.  
Your analytical voice may say, “you don’t 
want to do that, it isn’t something you will 
be comfortable with, there isn’t time, you 
won’t be good at that” while your inner 
voice may say “that is exactly why you 
should do it”. Listen to that inner voice. 
As uncomfortable as it may have been at 
times, I learned from every moment.  It 
has positively impacted my personal and 
professional growth, made me a better 
leader and a better banker.  I have never 
been prouder to be a part of our industry.

I might not be the most vocal or out-front 
leader, but I hope that those who worked 
with me closely would say… just like the 
community banking industry, Jon’s actions 
match his words. I am true to who I am, 
true to what I say…just like the industry 
that I am privileged to be a part of.

My thanks go out to the bankers I have 
worked with as a part of PACB’s leadership.  
Terry Foster, Fred Henrich, Troy Peters, 

Lori Cestra, Troy Campbell, Roger 
Zacharia and Tim Snyder.  In addition to 
these, there are numerous board members 
and volunteers that have crossed my path 
and influenced me for the better.

Sincere gratitude to Kevin Shivers, 
Barbara Holbert, Jena Wolgemuth and 
Todd Willman at PACB.  The Association 
continues to go through growth and 
transition and I applaud them for their 
tireless work and support for our industry. 
They are nimble, innovative and care 
deeply for our members and their success.

Without the support of the Board and 
employees at Woodlands Bank, it would 
have been impossible for me to serve. A 
special thanks to Bob Forse, our chair, 
and to my executive management team.  
When you allow your CEO to make a 
monumental service commitment like this, 
you are truly committed to the ongoing 
strength and success of the industry. 
Thank you.

Last and most importantly, I thank my 
wife Becky and my daughter Harper. They 
have supported me throughout my service, 
attending events and being a wave of 
positive energy for me in all things. Many 
of you may have met them at previous 
conventions and they hope to see you again 
in years to come.

Looking back, being your chairman 
has been one of the most rewarding 
experiences of my career. While this past 
year was anything but predictable, it was 
an unwavering example of why I am a 
community banker. We are who we say we 
are - we do what we say we will do -  and 
our actions speaks louder than our words.

Thank you again for the opportunity  
to serve.  

JON CONKLIN IS 
CHAIRMAN OF PACB 
AND PRESIDENT/CEO OF 
WOODLANDS BANK IN 
WILLIAMSPORT, PA.

THESE REMARKS WERE GIVEN DURING PACB'S  
ANNUAL MEETING.
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By Kevin L. Shivers, CAE

FROM THE PRESIDENT/CEO’S DESK

THE “NEW NEIGHBORLY.”   
A MESSAGE FROM THE PACB PRESIDENT AND CEO

As I open this month’s 
communication, I want to say 
it has been a privilege to work 
with Jon Conklin, President/

CEO, Woodlands Bank and Chairman of 
the Pennsylvania Association of Community 
Bankers (PACB) over the last year.

I want to thank Jon Conklin for his strong 
leadership in a trying time. Jon’s motto is 
“be involved.” Whether in person or online, 
he eased our concerns and fought for our 
interests. Our organization is stronger. 
Our bankers are more involved. And Jon 
deserves a lot of credit for it.

Kentucky author James Lane Allen once 
wrote, “adversity does not build character; 
it reveals it.” Jon, this pandemic really did 
reveal yours. Thank you!

Community banks in Pennsylvania have 
done a fantastic job. You delivered the lion’s 
share of paycheck protection funds to our 
small businesses — more than 158,000 of 
them, an average of $112,000 each.

And you did it quickly, despite confusing 
and ever-changing rules. You fought hard 
to change those rules and you won. You 
let customers know you “had their backs.” 
And you instituted new procedures to 
protect your employees and associates 
from harm. Your business customers and 
associates alike were appreciative of your 
actions, and ALL applaud your hard work!
You were models for the nation. That is not 
hyperbole. That is a fact.

Now, I know we’re all eager to return to 
normal. But what is normal? 

Our kids are at home, doing their Zoom 
homework. Restaurants have moved their 
tables outdoors. And if you want to watch 
your favorite college football team, well, 
half of them aren’t playing. The first time 
I’m envious of Pitt fans!

It’s tempting to think about “the new 
normal.” Frankly, I’m a little sick of that 
phrase. I don’t think it’s coming. Some things 
have changed forever — some for the better.

For one thing, we have rediscovered the 
value of strong relationships. If we were 
ever on autopilot, we aren’t now.

Your actions earned praise. Hyperion Bank 
heard this from a customer: “Our clients 
are thrilled. Other banks told them they 
didn’t have the time. You made the time.”
Call it the “New Neighborly.” We’re more 
distant but closer.

How does that happen? YOU made it happen. 
And there’s no reason it cannot continue.

Remember apartment living? Your 
neighbors were a few feet away, above and 
below you, across the hall. But did you 
know their names? What did they do for 
a living?

Now think about a rural farm community. 
People may live two, three, 5 miles away. 
But they know everything about their 
neighbors. And they’ll do anything for 
them in a crisis.

Community bankers were the “first 
responders” of our economy. You helped 
nurse it back to health. But we’re not out of 
the woods yet.

Our customers still need access to 
cash. We’re asking Washington to cut 
the paperwork and red tape to get the 
financial assistance that they — and our 
country — still require.

We have rediscovered the value of strong relationships. 

If we were ever on autopilot, we aren’t now.
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Our economy only recovers as THEY recover.

So, let’s take advantage of our strengths. 
We know our customers better than anyone 
on Wall Street or in D.C. We see their 
struggles. We share their triumphs. We live 
in their communities. And so, we can act 
quickly and forcefully.

Be good neighbors.

The next key is technology. It’s no longer a 
toy; it’s a tool. It’s the way we do business. 
Encryption, identity verification, artificial 
intelligence, “the cloud.” Our customers 
may not fully understand it. But they 
depend on it. And so do we.

The quarantine has forced us to change, 
maybe faster than we’d like. A March 
survey found that 82% of customers were 
concerned about visiting their bank branch 
in person. At the same time, they were 
eager to embrace technology.
So — close a lobby, open a laptop.

Listen, we were heading in that direction 
anyway. But now more people are 
following. To grow market share, we must 

make sure our customers are comfortable 
with technology’s use and protected from 
its abuses.

And as we reopen our lobbies, we must be 
mindful of our employees’ well-being, too.

The third key: we have to reintroduce 
ourselves. Customers form habits. They can 
break them, too. We need to reestablish our 
business practices. We’ve built new systems 
overnight. Let’s not throw them away when 
the crisis passes. Let’s repurpose them for 
the days ahead.

View this time not as a lost season, but as 
an opportunity.

Finally and most importantly, we must 
expand our circle. I’m talking about 
inclusiveness. This is the top workforce 
issue of our time. It’s so important that we 
at PACB have created a task force on it. 
Our communities are growing every day. 
Thousands of talented people are looking 
to be your customers, your partners, 
your employees. Go to the schools, the 
community centers. Talk to the people, 
learn their stories.

KEVIN SHIVERS IS 
PRESIDENT/CEO 
OF PENNSYLVANIA 
ASSOCIATION 
OF COMMUNITY 
BANKERS.

Don’t get too comfortable in your comfort 
zone. Become a mentor, and you’ll become 
a model for the entire banking industry.

If we work on these things together, we’ll 
be ready for whatever happens next.

One ready person is our new chair Lori 
Cestra. She happens to be the first female 
chair in PACB’s history. She rose through 
the ranks. She earned the trust of her 
colleagues and customers. And she’s the 
right person to lead us into 2021.

Thank you for reading. As always, I’m 
only a phone call, text or email away. 
Thank you. 

THESE REMARKS WERE GIVEN DURING PACB'S 
ANNUAL MEETING.
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By Jim Reber

As the calendar turns to the fall, 
millions of Americans gear 
up for their favorite sport of 
football. Of course, with this 

being a year unlike any other, we’re still 
trying to figure out what it will look like. 
Nonetheless, what better way to usher in 
the new football season than to relate 
common gridiron phraseology to its 
investment portfolio equivalent? Some 
of this may sound like a stretch for the 
sticks, but perhaps you can find a loose 
ball in the pileup. If so, hopefully, you 
can convert the takeaway into a visit to 
the sweet land of six.

WEIGHT ROOM
Many footballers prepare themselves for 
the season with frequent trips to the gym. 
There, they can make good use of barbells. 
Community bankers often utilize “barbells” 
to hedge their bets against rate movements. 
This strategy entails buying roughly equal 
amounts of very short-duration bonds and 
long-duration bonds. The definitions of 
“short” and “long” will vary from buyer to 
buyer, but in the end, the investor will be 
pleased with at least half of the holdings, 
regardless of whether rates rise or fall.

RUN-PASS OPTION
This recent innovation of play-calling gives 
the quarterback the ability to decide on 
the fly whether to run the ball or throw 
downfield. In a similar sense, investors can 
do the same with a do-it-yourself floater. 
Most municipal bonds in community 
bank portfolios have a longer-than-average 
duration. Often, that is precisely the 
intention of the portfolio manager, as it 
may sync with the bank’s interest rate risk 
posture. However, sometimes the manager 
decides the portfolio is more extended than 
desired, in which case the DIY is called. 
This entails executing a pay-fixed interest 
rate swap to turn the asset into a receive-
floating adjustable rate bond. 

LOCKDOWN CORNER
The best way to explain this is to lift the 
definition from Wikipedia: “These elite 
defenders cover an offensive receiver 
so effectively on either side of the field 
that the quarterback does not target the 
receiver being covered.” To the community 
banker, this means owning assets that 
cannot be called away or converted to cash 
when interest rates are not favorable (e.g., 
now). The way to lock down your assets 

is to buy “bullets,” which have no call 
features, or securities such as multifamily 
mortgage-backed securities (MBS) that 
have prepayment penalties or yield-
maintenance provisions. 

MAN IN MOTION
This entails sending one or more offensive 
players running parallel to the line of 
scrimmage before the snap to better 
position them for the play. In investment 
management, its equivalent is the 
purchasing of newly issued bonds that 
have extended original settlement dates, 
which further coincide with upcoming 
maturities of bonds currently in the 
portfolio. This play has been especially 
beneficial in recent months, as the number 
of maturities and calls have outpaced new 
issuances, creating something of a scrum 
among investors.

NICKEL BACK
Sometimes a team will insert a fifth 
defensive back into the lineup on obvious 
passing downs to give it a better chance of 
covering the potential pass receivers. This 
“nickel package” appears in balance sheet 
management in the form of match-funding 

A FOOTBALL FAN’S GUIDE TO PORTFOLIO MANAGEMENT
KICKOFF!
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JIM REBER (JREBER@
ICBASECURITIES.COM) IS 
PRESIDENT AND CEO OF 
ICBA SECURITIES, ICBA’S 
INSTITUTIONAL, FIXED-
INCOME BROKER-DEALER 
FOR COMMUNITY BANKS. 

WEBINAR SERIES CONTINUES
ICBA Securities and its 

exclusive broker-dealer Vining 
Sparks are hosting three 

webinars covering a range of 
topics in September, October 
and November to conclude its 

2020 Community Banking 
Matters series. 

One free hour of CPE for each 
event is offered. To register, 
visit viningsparks.com or 

contact your  
Vining Sparks sales rep. 

assets and liabilities. If a community 
bank strategically adds assets through an 
acquisition or outright leverage, thought 
must be given to balancing the altered 
interest rate risk. Tools such as Vining 
Sparks’ Performance Architect can quantify 
the new dynamics of the balance sheet, 
including the impact on capital, margins 
and earnings.

FOURTH QUARTER RALLY 
The third quarter of the calendar year 
for broker-dealers is often a period of low 
volume. Some of it has to do with portfolio 
managers not taking time to identify 
beneficial portfolio opportunities until the 
figurative two-minute warning. This year 
especially, there are plenty of good reasons 
to be distracted. The bad news is that there 
are a lot of community bankers who operate 
in a last-second mode. Late December is 
rarely a good time to be selling securities; 
it can, however, be a buyers’ market. Make 
decisions early — 10 minutes to go in the 
game is still relatively early. Late fourth 
quarter comebacks are hard to pull off. 

Go, team!  

ICBA SECURITIES IS A 
PREFERRED PROVIDER OF 
PACB SERVICES INC.
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Leadership is not always an inherent trait. Sometimes natural 
leadership skills aren’t recognized until one is forced to lead.

When Lori Cestra was named captain of her 8th-grade 
basketball team, she became very aware of the responsibilities a leader 
must carry. “I grew a lot in that role. It made me understand the 
importance of relationships, the value of recognition of your teammates, 
and what it means to be a mentor.”

As Lori steps into her role this month as the first elected female 
Chair of the Pennsylvania Association of Community Bankers, 

MEET YOUR NEW 
CHAIR–  
LORI CESTRA
LEADING AND MENTORING  
OTHERS TO SUCCESS

she’ll bring with her the leadership skills instilled in 8th grade 
and then cultivated and developed over a 20+ year career in 
community banking.

Banking was not something Cestra had aspired to until, while a 
student at the Edinboro University of Pennsylvania, she interned 
at a small commercial bank in the Pittsburgh area.

“I was there for three summers throughout college,” shares 
Cestra. “I worked in every department — credit administration, 
finance, operations. Those experiences gave me a unique insight 
into how a bank operates. I fell in love with the credit side of the 
business. I wanted to help others succeed.” 

Upon graduation, the bank offered Cestra a position in the credit 
department. Within a year, she was a manager. Soon after, she 
was approached by the newly opened Enterprise Bank to be a 
relationship manager assistant.

For two years, she worked in that position and then became a 
relationship manager with her own slate of clients. She was the 
youngest relationship manager at Enterprise Bank.

“Lori has a very strong work ethic,” says Chuck Leyh, President 
and CEO, Chairman of the Board and founding member of 
Enterprise Bank. “She knows the banking industry, and she 

By Diane M. Sweeney
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community, allowing them to put their kids through school. We make 
decisions that fulfill dreams.”

Life brought Lori and her family back to the Pittsburgh area in early 
2012. Leyh hired her back as a Commercial Lending Officer, and soon 
there was a succession plan in place for her to become COO.

“I am passionate about being able to help others,” says Lori. “In my 
current role, I have little client contact, but train and mentor others 
in the organization. I am a huge advocate for education and want to 
encourage management teams to mentor those coming through the 
ranks, especially women. There are not enough women in executive 
positions in banking.”

Cestra recalls how early in her career, she didn’t understand the 
importance of attending industry and association events. As Chair of 
PACB, she wants to guide those entering the field to know the value of 
networking and building relationships.

She also wants to inspire young women with her story. “You can raise 
a family and have a career. There can be a balance.”

With her daughters now teenagers, Lori herself has come full circle. 
She was involved in middle school basketball for seven years as a 
coach, treasurer and board member. “I love the kids,” she shares. 
“I love teaching and mentoring. It’s fun to watch and see how they 
grow. Just as I learned in 8th grade, I know that even a small pat on 
the back makes a difference in motivating a young person and builds 
their confidence.”

Lori intends to do the same for PACB members in the next year. 
She wants to build relationships with not only CEO’s but those in 
the community banking industry who will mentor and help the 
next generation of bankers be successful. “PACB is one voice for 
community banking. I want to make that voice stronger.” 

DIANE M. SWEENEY IS A PROFESSIONAL COPYWRITER 
AND CONTENT STRATEGIST. AT HER DESK, OVERLOOKING 
BEAVER CREEK IN CHESTER COUNTY, SHE ENJOYS 
WRITING ARTICLES AND WEB CONTENT TO INFORM, 
PERSUADE AND ENTERTAIN. HER WORK CAN BE FOUND AT 
WWW.DIANEMSWEENEY.COM

understands people. She knows how to build relationships. We were 
confident in her ability to succeed.”

And successes, she has. Her current position EVP/COO at 
Enterprise Bank, was not a straight path through the ranks but 
was cultivated as she relocated, had a family, and worked for 
another organization.

In 2003, family circumstances had her move to eastern 
Pennsylvania, where over the next three years, she gave birth to her 
three daughters — two of them twins. “I became a stay at home 
mom. And I enjoyed every moment of that experience as much as I 
enjoyed my work in banking.”

As the girls got a little older, Lori started thinking about working 
again. She knew her expertise at packaging SBA loans was a 
valuable skill that certain banks could use. She put together a 
marketing packet touting her skills and accomplishments. She also 
set her criteria for a new job. It had to be part-time, flexible, and 
within 5 miles of her home in Phoenixville, PA.

“Knowing I had marketable skills and determining what was 
going to work best for my family, allowed me to approach 
these banks with confidence. I would be flexible, too, but I had 
my set parameters.”

Soon she became friends with the receptionist at every bank in 
Phoenixville. Her belief in the importance of building relationships 
helped get her information into the right hands 

At Phoenixville Federal Bank & Trust, the receptionist told her 
they were not SBA lenders, but she would talk to the Commercial 
Lending Manager.

When Richard Kunsch, the hiring manager and then Vice 
Chairman/CEO at Phoenixville Federal, reached out to his business 
associate Chuck Leyh at Enterprise Bank to learn more about Lori, 
Leyh sung her praises, “Hire her. If you don’t have a position for 
her, create one.”

Lori worked three days a week for a year at Phoenixville, then went 
to full time, and became their chief credit officer.

When asked what she loves about community banking, Cestra tells 
us, “Nothing fills me more than helping clients — helping people 
start businesses and succeed, then getting to see it come full circle. 
Watching families making money, creating jobs for others in the 

I love teaching and mentoring. It’s fun to watch and see 
how they grow. Just as I learned in 8th grade, I know 

that even a small pat on the back makes a difference in 
motivating a young person and builds their confidence.
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REGION DIRECTOR
Region 1

Charles W. Trump, Jr.
President/CEO

First Federal of Greene County
Waynesburg, PA

ASSET DIRECTORS
Louis P. Vuckovich

President/CEO
Slovenian S&L of Franklin/Conemaugh

Johnstown, PA

Craig A. Zurn
President/CEO

Jim Thorpe Neighborhood Bank
Jim Thorpe, PA

Doug Byers
Chief Banking Officer, EVP

Prosper Bank
Coatesville, PA

AT LARGE
Kelly Montefiori

EVP/COO
Marquette Savings Bank

Erie, PA

Brett Fulk
President and CEO

Riverview Bank
Harrisburg, PA

Lance O. Diehl
President/CEO

First Columbia Bank & Trust Co.
Bloomsburg, PA

Edward T. Martel, Jr.
SVP/COO

Jonestown Bank & Trust Co.
Jonestown, PA

The Pennsylvania Association of Community Bankers is pleased to welcome the new 
members of our Board of Directors for 2020-2021.

CHARLES W. TRUMP, JR. LOU VUCKOVICH

CRAIG A. ZURN DOUG BYERS

KELLY MONTEFIORI BRETT FULK

LANCE O. DIEHL EDWARD T. MARTEL, JR.

PACB NAMES NEW MEMBERS TO BOARD OF DIRECTORS



PACB HUMAN RESOURCES CONFERENCE
Thursday, October 1 — Login Begins 8:50 a.m. — Adjournment 3:00 p.m.

Friday, October 2 — Login Begins 8:15 a.m. — Adjournment 11:45 a.m.
CONTINUING EDUCATION CREDITS: This program will be submitted to HRCI. It may also be self-submitted to  

SHRM for credit. CPE will be offered through the State Board of Accountancy.
 

ASSET LIABILITY VIRTUAL SEMINAR  
WITH CLARKE CONSULTING

October 7, 2020 
Login Begins at 8:20 a.m.

Session Delivered 8:30 a.m.–12:30 p.m.
Adjournment: 12:30 p.m.

CPE: This program qualifies for four (4) hours of CPE credit. PACB is designated as an
approved provider by the State Board of Accountancy for this study program.

FDIC DIRECTORS AND TRUSTEES COLLEGE 2020
November 10

Login Begins at 8:40 a.m.
9:00 a.m. to 12:30 p.m. Session Delivered

12:30 p.m. Adjournment

This program will be delivered in conjunction with the FDIC and the PaBankers Association.
CPE: This program qualifies for three (3) hours of CPE credit. PACB is designated as an

approved provider by the State Board of Accountancy for this study program.
 

For specific details and to register for these and all training program, please
Visit: pacb.org-Education

SCHEDULED TRAININGS  
FOR OCTOBER
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NURTURING SEEDLINGS 
OF BUSINESSES
HOW ENTERPRISE BANK CHANGED THE 
BANKING MODEL

When you can’t find what you 
are looking for, sometimes 
you have to create it yourself.

In 1998 a group of entrepreneurs and 
business associates in Western Pennsylvania 
found, in their effort to start and build 
businesses, there was a void in the banking 
industry for serving their population.

These passionate business creators were 
looking for a bank that wasn’t too small 
to handle the lending needs of a startup 
business, yet so big that small businesses 
weren't viewed as a risk.

A list was compiled of all the things these 
small-business owners wanted from their 
financial institution — and the seed for 
Enterprise Bank was planted.

“We knew what we needed and didn’t 
need,” shares Chuck Leyh, President 
and CEO, Chairman of the Board and 
founding member. “We wanted partnerships 
and relationships. We needed a financial 

institution who understood the challenges 
of starting and running your own business. 
We needed someone who would be there for 
every stage of development.”

Headquartered in Allison Park, PA, 
Enterprise Bank’s core operating 
philosophy is assisting the growth of small 
businesses. Their focus is on providing 
funding and support services to businesses 
in a startup, growth or distressed cycle.

With only one brick and mortar location, and 
no retail consumer business, their forward-
thinking model bypasses the traditional 
platform service and teller positions. Instead, 
relationship managers (RMs) go out into the 
community to interact with their clients.

“Our concept was to ‘go’ — to create 
relationships to acquire clients,” says Leyh. 
"RM's" are onsite with the client. They 
physically see the collateral for loans. We 
know our clients personally, are there for 
them, understand their dreams and visions — 
and help them make it happen.”

Central to this unique model is how each 
relationship manager runs their own 
business. They have personal financial 
interest and liability in clients’ portfolios 
and are responsible for their bottom line. 
This includes costs for staff’s salary and 
benefits, sales development and overhead 
expenses, and their own compensation. 
The personal responsibility gives an RM 
control over who they work with and 
to develop a loan and deposit portfolio 
structured for success.

“As the single point of contact at 
Enterprise Bank, our RM’s role is more of 
a business advisor and consultant,” shares 
Lori Cestra, EVP/COO and  
PACB Chair. “Most business owners and 
entrepreneurs are knowledgeable about 
their product or service, but not about 
cash flow, marketing, bookkeeping, etc. 
This is where Enterprise Bank’s model is 
different from a traditional bank. Our 
RM’s and support services help our clients 
to operate and manage their business.”
Over the years, Enterprise Bank has created 

NURTURING SEEDLINGS 
OF BUSINESSES
HOW ENTERPRISE BANK CHANGED THE 
BANKING MODEL

By Diane M. Sweeney
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subsidiaries to provide the support services their core clients need, 
including Enterprise Technology Group for IT support, Enterprise 
Creative Studios for marketing consulting, and Kuzneski and Lockard 
Real Estate Services.

Included in their portfolio are hotels, restaurants and gyms, as well 
as unique businesses like a Safari Park, a rock-climbing gym and a 
motorcycle shop.

Aiding in developing the establishments that help small towns 
thrive is what Enterprise Bank is all about. Focusing solely on small 
businesses has allowed Enterprise Bank to build deep relationships 
with their clients.

“Our RM’s visit each of their clients one to two times a year,” 
says Samantha Behm, marketing director. “They are very hands-
on and get involved with their clients on a personal level. We are 
positioned in the best way to help our community of clients.”
When pandemic restrictions went into place, Enterprise’s RM’s 
were immediately in touch with each business owner. They were 
acutely aware that based on the type of businesses with whom they 
work, the shutdown was going to hit many of them very hard.

“COVID helped to illustrate what we are all about,” shares Leyh. 
“We fight a lot with regulators, explaining to them how we are 
helping people because they need help. COVID accelerated and 

DIANE M. SWEENEY IS A PROFESSIONAL COPYWRITER 
AND CONTENT STRATEGIST. AT HER DESK, OVERLOOKING 
BEAVER CREEK IN CHESTER COUNTY, SHE ENJOYS 
WRITING ARTICLES AND WEB CONTENT TO INFORM, 
PERSUADE AND ENTERTAIN. HER WORK CAN BE FOUND AT 
WWW.DIANEMSWEENEY.COM

accentuated how many of these people need assistance. When the 
CARES Act was passed, we kept doing what we always do, helping 
someone save their business.”

With their EBanking model and no retail traffic, staff did not have to 
worry about physical location adjustment. Most work remotely. Getting 
PPP applications processed was their focus, and they turned most of 
them around in one day. It was real people talking to real people.

“Relationships were strengthened,” shares Behm. “Everyone was on 
board. We personally spoke to every client. We were there to help 
people through a time of uncertainty.”

Enterprise Bank’s mission statement reads: To Deliver Superior 
Ethical Service and Value to the Clients, Shareholders and Staff.

“Our mission statement helps develop the culture,” says Cestra. 
“We keep this in mind when making every decision. It’s a constant 
mindset of balancing what is right for the client, our staff and our 
shareholders. We are there for them all.”

Where other banks may be involved in schools and community 
fundraising events, Enterprise Bank managers give back to the 
community by serving on boards of for-profit and nonprofit 
organizations, such as the Small Business Association. It is their 
way of staying on top of and understanding, the regulations and 
legislation affecting their clients.

Just as their acorn logo depicts, Enterprise Bank is there to nurture 
the seedling of a business into a strong and mighty enterprise. As the 
expectations of their clients evolve, Enterprise Bank is poised to change 
and adapt — always placing the clients’ needs before their own. 

With a lot of work and creative thinking, Enterprise Bank has 
become the kind of bank that a group of entrepreneurs was looking 
for 22 years ago. They just created it themselves. 
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HOMETOWN CHAMPIONS:

Communities across Pennsylvania 
are growing and thriving 
because their community 
banks care. The service and 

commitment demonstrated by community 
bank employees keeps customers faithful, 
and their sincerity keeps others hopeful. 
It is because of these employees that 
communities across the Commonwealth 
are thriving and becoming better places to 
live and work.

When it comes to community banking in 
Pennsylvania, the uniqueness, talents and 
attributes of the 14,000 individual community 
bank employees combine to make the entire 
industry greater than the sum of its parts. 

As we travel across Pennsylvania, we meet 
community bank employees from many 
different backgrounds. Some are new to 
the industry, others have worked their 
entire careers in it. No matter how long 
these employees have been involved in 
banking, they all share a common thread 
— a love for their community. They truly 
are the ones responsible for bettering 
their hometowns.

As part of an ongoing series, each issue  
we will be featuring interviews with 
these community bank employees, these 
“Hometown Champions.” Through these 
interviews, we hope to gain some insight 
into what makes the community banking 
industry great in Pennsylvania.

SSB Bank, formerly known as Slovak Savings 
Bank, has been a local and independent bank 
based in Pittsburgh since 1922. They offer the 
banking products, security, and conveniences 
of larger competitors, but with the care and 
commitment of our community bank roots. 
As they grow and develop with the addition 
of the North Hills branch in 2017, they look 
forward to providing the same community-
oriented services customers have grown to 
depend on and appreciate.

PACB: HOW DID  YOU GET INTO COM-
MUNITY BANKING?

BEN: I was a mortgage broker up until the 
real estate market crash in 2007.  At that 
point, I started looking for other positions 
in finance with more income stability.  I was 
lucky to get connected to Tom Smith through 
a friend of a friend.  Tom was the president 
of United-American Savings Bank in the 
Southside.  Tom hired me as a loan specialist, 
and I was promoted to Chief Lending Officer 
after a few years.  In 2016, the bank was sold 
to Farmers National Bank of Emlenton.  I 
stayed on with them for a short while before 
switching over to SSB in April 2017.

PACB: WHAT IS THE MOST REWARD-
ING ASPECT OF WORKING IN COMMU-
NITY BANKING?  
 
BEN: You can literally see the difference 
that you and your institution make within 
the community.  When United-American 

Ben Contrucci

BEN CONTRUCCI
CHIEF FINANCIAL OFFICER

was sold, it became extremely evident to 
me how much the bank meant to the com-
munity members.

PACB: PEOPLE ALWAYS WANT A 
DEFINITION OF “COMMUNITY BANK,” 
WHAT’S  YOURS?  

BEN: It’s a financial institution with a 
focused footprint that is entrenched within its 
community.  We generally deploy our funds in 
ways that benefit the community and the people 
that live, work, and visit that community.  The 
health of the institution is dependent upon the 
health of the community as well.

PACB: TELL US SOMETHING ABOUT 
YOURSELF THAT MOST PEOPLE 
DON’T KNOW. 

BEN: I’ve recently gotten into gardening.  
Most people that knew me growing up 
would’ve never guessed that would be 
something I would get into.  I think my job as 
CFO is actually very similar in a lot of ways.  
I’m helping to cultivate and grow something 
while keeping it healthy and strong.

PACB: WHAT IS THE 5TH PICTURE 
IN YOUR CAMERA ROLL ON YOUR 
PHONE, AND CAN YOU PLEASE 
SHARE THE STORY BEHIND IT?  

BEN: The picture is attached.  I had just 
walked into my living room and saw my 
wife and 2 children watching a movie and 
eating popcorn.  They didn’t see me, so I 
figured it was a good opportunity to take 
a picture.  I remember seeing them and 
thinking about how much everyone on 
that couch means to me.  
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PACB: HOW DID  YOU GET INTO 
COMMUNITY BANKING?

MARGARET: My first job, right 
out of high school, was in the loan 
department of a small bank.  After 
10 years, I left to raise my family.  
During that time, I was involved 

with school fundraisers, handling the finances, accounting for 
payments and I always felt comfortable with it.

In 2005, I went into SSB Bank to make my mortgage payment and 
deposits into my savings accounts when the manager asked if I was 
looking for a job. At that time, SSB had one office, a manager and 
two tellers.  Being out of the job market for 20 years, I thought 
easing back into the job market at a small bank would allow me to 
feel comfortable.  The bank was in my neighborhood and I would 
be familiar with the customers since they were neighbors.  Walking 
into the bank that day, I felt I was not just a customer but someone 
who was appreciated and recognized. 

PACB: WHAT IS THE MOST REWARDING ASPECT OF 
WORKING IN A COMMUNITY BANK?

MARGARET: Knowing the individual that just left our bank was 
satisfied with our attentiveness to his financial questions.  We are 
the front-line providing access to funds, meeting payrolls, paying 
expenses and establishing relationships that will last a long time.  
Knowing we have done our best to help each customer that walks 
through that door is the most rewarding.

PACB: PEOPLE ALWAYS WANT A DEFINITION OF 
“COMMUNITY BANK”, WHAT’S YOURS?

MARGARET: Simply put, a unit of bank personnel who work 
hand-in-hand with individuals, businesses, and local non profit 
organizations to achieve their financial successes.  Regardless of the 
diversity of each customer’s financial concerns, through collaboration 
it is determined what is needed to ensure their best outcome.

PACB: TELL US SOMETHING ABOUT YOURSELF THAT 
PEOPLE DO NOT KNOW.

MARGARET: My love for basketball runs deep.  I played in high school 
and I coached my daughters in the game for ten years.  One daughter 
received a scholarship to play in college.  I would drive hours to see her 
games. Together, my daughter and I took the basketball referee exam and 
we became officials for the PIAA. Even though my officiating days are 
over, I will still travel to watch a good basketball game.

PACB: WHAT IS THE 5TH PICTURE IN YOUR CAMERA ROLL? 

MARGARET: I traveled to Lancaster, Pa on a snowy day and took 
a photo of an Amish buggy traveling along the roadway. I like the 
laid-back lifestyle, nothing fancy.  Do not get me wrong, I still 
like to travel-especially to the beach, but I just like it scaled back.  
Spending Sunday dinners with the family and occasional bicycle 
trips are simple luxuries I enjoy!  

MARGARET 
GLASSBRENNER 
AVP, RETAIL OPERATIONS

Margaret Glassbrenner

PACB: HOW DID  YOU GET 
INTO COMMUNITY BANKING? 

BRIAN: The backstory is I had 
met Dan at the gym we both 
attended at the time and found 
out that he was the President of a 
community bank. Knowing that I 

needed a change in my life from my current job, I reached out to 
him to see if there were any openings at the bank. He was kind 
enough to give me a chance and almost 3 years later I’m very 
grateful that he did!

PACB: WHAT IS THE MOST REWARDING ASPECT OF 
WORKING IN COMMUNITY BANKING? 

BRIAN: The most rewarding aspect for me is the fact that I get to 
help people every day. No matter the magnitude of the issue, I do 
everything I can to find an answer for our customers. I really take 
pride in helping as many people as I can on a daily basis.

PACB: PEOPLE ALWAYS WANT A DEFINITION OF  
“COMMUNITY BANK,” WHAT’S  YOURS? 

BRIAN: When I think of a community bank, I think of a bank 
that’s deeply rooted in a given community. It has a certain history 
of helping build and grow the people and businesses that serve 
it. I also feel there’s more of a sentimental value for its customers 
rather than simply being a statistic at a larger bank.

PACB: TELL US SOMETHING ABOUT YOURSELF THAT 
MOST PEOPLE DON’T KNOW. 

BRIAN: I am an avid golfer. I play competitively in Northeast 
Ohio throughout the Spring, Summer and Fall seasons.

PACB: WHAT IS THE 5TH PICTURE IN YOUR CAMERA 
ROLL ON YOUR PHONE, AND CAN YOU PLEASE SHARE 
THE STORY BEHIND IT?

BRIAN: This picture was from back in 2012 after we had received 
our 2nd National Championship rings from playing baseball 
at Marietta College. 
This was taken at the 
ceremony where I got 
to reunite with every 
teammate who got to 
share in this experience. 
Easily in the top 5 best 
days of my life! 

BRIAN GASSER
ASST. BRANCH MANAGER

Brian Gasser
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PACB: HOW DID  YOU GET INTO 
COMMUNITY BANKING? 

JESSICA: Prior to my current 
experience in community banking, I 
was an educator in the public school 
system for seven years. I was looking 
for a change, but still wanted the 
ability to help and make an impact 

in my local community – just outside of a classroom. SSB Bank 
provided me an opportunity to do that through developing their 
marketing department in 2018. My goal was to educate the public 
on the services and products we provide and even more so, the 
experience that we provide, that makes community banking so 
much more than just financial transactions. SSB truly wants the 
best for their customers and that mission aligns perfectly with 
my values and goals- professional and personally.

PACB: WHAT IS THE MOST REWARDING ASPECT OF 
WORKING IN COMMUNITY BANKING? 

JESSICA: The most rewarding aspect of working in community 
banking has to be the ability to establish new relationships 
within the community and provide options to individuals and 
businesses that they may not have access to in other places. 
Additionally, we do a lot of community service and support 
many organizations in our community throughout the year… 
that is truly rewarding.

PACB: WHAT IS THE MOST REWARDING ASPECT OF 
WORKING IN COMMUNITY BANKING? 

JESSICA: A financial institution that focuses on making banking 
relational rather than transactional. It’s an institution that goes 
above and beyond to truly stimulate and enhance the communities 
they serve. They have the customers’ true interests at heart.

PACB: TELL US SOMETHING ABOUT YOURSELF THAT 
MOST PEOPLE DON’T KNOW. 

JESSICA: I am an avid power lifter outside of work. My husband owns 
a gym, so my love and passion for lifting grew from that. At my prime 
(pre-baby), I am most proud of the fact that I could dead lift 300 lbs.

PACB: WHAT IS THE 5TH PICTURE IN YOUR CAMERA ROLL 
ON YOUR PHONE, AND CAN YOU PLEASE SHARE THE 
STORY BEHIND IT?

JESSICA: The 5th 
picture in my camera 
roll is from circa 2012 on 
Halloween. Halloween 
(fall season, in general, 
actually) is my favorite 
time of the year. I will 
find any excuse to dress 
up! No specific story 
with this one… just 
another Halloween 
and another ridiculous 
costume!  

JESSICA MEROLILLO
DIRECTOR OF MARKETING

Jessica Merolillo
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JOAN COLEMAN 
55 YEARS DEDICATED TO AMBLER SAVINGS BANK

I t was 1965: 
the Dow Jones 
Industrial 
Average had 

topped 7,000 (yes, 
that’s correct).

Gas was 30 cents a gallon, and a nice new car 
could be bought for under $3,000.

If you think that seems like a long time 
ago, Joan Coleman feels like it was only 
yesterday – her first day on the job in July 
that year, with Ambler Savings & Loan 
Association. She still recalls interviewing 
with Warren Schaeffer, at a time when 
consumer loans were becoming increasingly 
popular and banks were gearing-up to meet 
that demand.

Joan first started her working career as 
a teller and later worked servicing loans. 
She had progressed to become head teller 
and then moved to customer service, a few 
years after which she took the position of 
secretary (with a combined responsibility of 
serving as a lending officer). 

She served for the last 20 years as senior VP 
and corporate secretary.

On July 31, 2020, Joan retired after an 
amazing 55 years of continuous service with 
Ambler Savings Bank (as its been known now 
since 2002).

In all of her time with Ambler, she worked 
at the main office, but did spend some 
time serving as branch manager at the 
Schwenksville branch (their first branch 
operation), later returning back to the 
main location.

Of the many changes which have taken 
place in her lengthy career, a few highlights 
stand out in Joan’s memory even today: 
the introduction of computers vs. the old 
bookkeeping machines; the time when the 
bank first offered its ‘NOW’ Accounts (the 
pre-checking account days of negotiable orders 
of withdrawl); and the time about 18 years ago 
when the bank was able to further open up its 
lending and compete with commercial banks 
– by then offering car loans, consumer loans, 
and also commercial lending. 

LEAVING BEHIND A POSITIVE MARK
“Joan always provided a stabilizing 
influence and calming presence during 
the more difficult times. She met every 
challenge with a smile and treated everyone 
with equal respect,” said Roger Zacharia, 
president and chief executive officer of 
Ambler Savings Bank.

“She has left a positive and indelible mark 
on countless employees, customers, and 
members of our communities. We’ve been 
blessed with many loyal employees in the 
nearly 150-year history of the bank, but her 
record 55-year tenure will likely never be 
broken,” added Zacharia. 

WHAT IS LIFE LIKE NOW, IN 
RETIREMENT?
Most people dream of that special day when 
retirement finally arrives, following a long 
work career.

So how does Joan feel now 55 years on, that 
she is no longer beholden to the alarm clock’s 
call to head to work?

“I felt like I was on vacation, and I would be going 
back!” when that special day arrived, Joan said.

“I am still in ‘working mode’ physically – that 
hasn’t left me yet,” she added, “but when I 
realize I don’t have to get up, I tell myself it’s 
OK to go back to sleep!” she said with a laugh.

Residing in Worcester Township (near 
Collegeville) with her now-retired husband 
Earl, she plans to enjoy more time visiting 
in the Harrisburg area with her daughter 
and her family, which now includes a 
14-month old granddaughter.

She reflects back on her many years of 
service as being marked by a strong sense of 
commitment, integrity and being willing to 
help serve those in her community.

“I interviewed a couple purchasing a home for 
their first time, and I had to put that couple 
at ease in the process. Upfront, I gave them 
all the information they needed, and felt good 
knowing that I was putting them at rest, that 
they will be fine.” 

Joan added, “I was introducing them to the 
process of lending for the first time, and 
it was very rewarding to counsel a couple 
through the application process and to be 
setting them at ease. I was only too glad to 
be there to help.”

Now retired, what advice would she give 
to younger people considering a career  
in banking?

• “Think of it as a career and NOT a job.”

•  “Make a commitment and put your heart 
in it. I personally had a commitment to the 
bank to do the best I could do and be the 
best I could be.”

•  Create and develop good relationships within 
the bank and have a good understanding of 
the bank as a whole.

“I was fortunate to go through all the areas 
of the bank. Every department is extremely 
important”

Joan noted, “It starts in your own bank 
of helping your team members, and that 
feeling of providing help extends out to 
your customers.” In identifying one trait, 
Joan said this: “Be sincere at trying to help 
the customer … look them in the eye and 
say, “Hi, how are you today?” 

WHAT WAS IT LIKE WORKING FOR AN 
INCREDIBLE 55 YEARS, FOR JUST 
ONE EMPLOYER?

Said Joan, “If it ain’t broke, don’t try to 
fix it. The bank has been very good to me. 
The leadership and their trust in me … my 
giveback is the trust they put in you, and 
that we’ve had good leadership throughout 
my time there.”

On more recently knowing that her 
retirement was looming over the 
horizon, Joan said, “Over the last year, 
I’ve convinced myself it’s time to move 
over, and let someone else have the great 
opportunity I have had.” 
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CLICKS
WITHOUT

BRICKS?
WE DON’T THINK SO!

As the COVID-19 pandemic continues to spread 
throughout the country, people, communities, and 
industries are being forced to adopt new habits. Our 
normal routines have been flipped upside down as we 

scramble to develop new business methods, refine best practices, 
and adapt to a new way of life. Even through the turmoil, we find 
ourselves in a time of great opportunity. New trends are emerging 
quickly, while a few existing ones surged as a direct result of the 
“new normal”. One of the most impactful trends that continues to 
gain momentum is the use of technology in banking.

Several months ago, the nation shut down. People were confined 
to their homes, and financial institutions were left scrambling to 
service customers without the use of a lobby. Although many banks 
started down the road of online and mobile banking and online 
account opening, no one could have realized the extremes to which 
customers would be pushed to adapt.

While it is not clear what the lasting effects of the pandemic will 
be, we do know that technology will continue to rise, and the need 
to seamlessly blend technology with human touch within brick and 
mortar is stronger than ever. Technology will never replace people 
and brick and mortar – it will instead transform and reimagine the 
way that we use it.

Banking involves the full overall experience, not just routine 
transactions. As bank lobbies continue to reopen, customers are 

going to be looking for advice, education, and the confidence and 
trust that only human interaction can provide. Throughout these 
interactions, technology will be the vital tool used to enhance the 
overall customer experience.

Are your branches ready? Do they address the expectations that 
are transforming the way people are interacting with you? If 
your branches are still designed with a focus on face-to-face teller 
transactions, now is the time to evaluate your branch network 
and make some changes. Here are several technologies you can 
implement today to optimize your retail branch network and 
better align with your customer’s expectations.

INTERACTIVE KIOSKS AND IPAD INTEGRATION
In an age where touchscreens and tablets have become a staple of 
everyday life, the opportunity to integrate them into your branch 
is vital to serve the needs of the next-gen banker. Interactive 
kiosks and iPads not only reduce costs while improving efficiency, 
but they also enhance customer service, augment education, and 
boost sales. We’ve seen a proven uptake in online and mobile 
banking enrollment when staff personally walk customers 
through individualized demonstrations via the kiosk and iPad. 
Adding the capability of printing paper brochures or information 
from the kiosk multiplies its effectiveness while increasing 
educational opportunities.

By  James G. Calendio
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JAMES G. CALENDIO IS A FORMER BANK EXECUTIVE 
AND NOW PRESIDENT AND CEO AT THE 110 YEAR OLD 
DESIGN-BUILD AND RETAIL SERVICES FIRM. IN THE 
PAST 18 YEARS ALONE, UNDER JIM’S DIRECTION, PW 
CAMPBELL HAS WORKED WITH OVER 500 FINANCIAL 
INSTITUTIONS INFLUENCING MILLIONS OF SQUARE 
FEET OF RETAIL AND OPERATIONAL SPACE TO CREATE 
ENGAGING, IMPACTFUL AND SCALABLE SOLUTIONS FOR 
EVERY SIZED FACILITY PROJECT.
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As the COVID-19 pandemic 
continues to spread 
throughout the country, 
people, communities, and 
industries are being forced 
to adopt new habits. Our 
normal routines have been 
flipped upside down as 
we scramble to develop 

 
replace people and brick and mortar – it will instead 
transform and reimagine the way that we use it. 
Banking involves the full overall experience, not just 
routine transactions. As bank lobbies continue to 
reopen, customers are going to be looking for advice, 
education, and the confidence and trust that only 
human interaction can provide. Throughout these 
interactions, technology will be the vital tool used to 
enhance the overall customer experience. 

new business methods, refine best practices, and 
adapt to a new way of life. Even through the turmoil, 
we find ourselves in a time of great opportunity. New 
trends are emerging quickly, while a few existing ones 
surged as a direct result of the “new normal”. One 
of the most impactful trends that continues to gain 
momentum is the use of technology in banking. 

Several months ago, the nation shut down. People 
were confined to their homes, and financial 
institutions were left scrambling to service customers 
without the use of a lobby. Although many banks 
started down the road of online and mobile banking 
and online account opening, no one could have 
realized the extremes to which customers would be 
pushed to adapt. 

While it is not clear what the lasting effects of the 
pandemic will be, we do know that technology will 
continue to rise, and the need to seamlessly blend 
technology with human touch within brick and 
mortar is stronger than ever. Technology will never 

Are your branches ready? Do they address the 
expectations that are transforming the way people 
are interacting with you? If your branches are 
still designed with a focus on face-to-face teller 
transactions, now is the time to evaluate your branch 
network and make some changes. Here are several 
technologies you can implement today to optimize 
your retail branch network and better align with your 
customer’s expectations. 

 

INTERACTIVE KIOSKS AND 
IPAD INTEGRATION 
In an age where touchscreens and tablets have 
become a staple of everyday life, the opportunity   
to integrate them into your branch is vital to serve 
the needs of the next-gen banker. Interactive kiosks 
and iPads not only reduce costs while improving 
efficiency, but they also enhance customer service, 
augment education, and boost sales. We’ve seen 

VIDEO CONFERENCING
COVID-19 has made video conferencing a household name. It 
became crucial for its ability to bring people together from around 
the globe who could not be together face to face. During the 
pandemic, video conferencing became a way of communicating 
and interacting with colleagues, staff members and consumers. It 
continues to play a vital role not only as the pandemic lingers on, 
but as many companies work to improve communications, reduce 
travel costs, and develop stronger relationships with individuals 
they many never actually meet in person.

Don’t be stuck in the past. This is the perfect opportunity to 
future-proof your branch for the next-gen banking customer and 
embrace the new normal. Seamlessly blending the convenience of 
technology with the branding power of brick and mortar – that’s 
what “clicks and bricks” is all about. 

Strategically placed digital marketing signage has been proven to 
capture your audience and leave a lasting impression on both your 
brand and your product offerings. 

Take advantage of downtime at teller lines and drive-thrus, and 
drive your messaging quickly and effectively, while creating a 
memorable experience.

DIGITAL MARKETING SCREENS
Today’s consumer is always on the go. You need a digital solution 
that can stand out and grab their attention quickly, while 
making a serious impact.

PW CAMPBELL IS AN ASSOCIATE MEMBER OF PACB.
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KAPLAN PARTNERS SELECTED BY  
MARYLAND BANKERS ASSOCIATION

The Maryland Bankers 
Association (MBA) board 
of directors continues to 
move expeditiously toward 

completing the search for the Association’s 
next President and CEO. The search was 
initiated due to the pending departure 
at the end of August of long-serving 
CEO Kathleen Murphy, joining the 
Massachusetts Bankers Association as its 
President and CEO.

On July 22 2020, MBA Chairman Robert 
E. “B.J.” Goetz, President and CEO 
of Middletown Valley Bank, informed 
the membership of the creation of a 
Succession Committee to oversee the 
search process. At that time, Goetz also 
pledged to keep the members informed of 
the Committee’s progress.

In late August, the Association was 
pleased to announce that Maryland 
Bankers Association member Kaplan 
Partners (“Kaplan”) has been selected to 
assist the Succession Committee on this 
important initiative.

Philadelphia-based Kaplan Partners has 
been in business for over 26 years, with an 
excellent reputation as an industry-leading 
boutique executive search and board 
advisory firm. According to Goetz, “Kaplan’s 
deep expertise in the banking industry, 
strong knowledge of the banking association 
landscape and track record of success in 
placing proven executives in Maryland 
banks and other state bankers associations 
combined to make Kaplan the firm of 
choice to assist with the Association’s CEO 
succession process.”

Kaplan Principal Nick DeMedio will be 
joining the Firm’s Founder and CEO 
Alan Kaplan as the lead consultants on 
the search, working with the Succession 
Committee and as a point of contact for the 
deep candidate pool that has emerged for 
this crucial leadership position. Inquiries 
may be directed to Nick DeMedio at  
nick@kaplanpartners.com. 

FOUNDED IN 1896, MBA REPRESENTS COMMUNITY, REGIONAL 
AND LARGE NATIONWIDE BANKS AND THRIFTS OF ALL 
SIZES AND CHARTER TYPES WHICH HOLD $140 BILLION IN 
DEPOSITS IN MORE THAN 1,400 BRANCHES ACROSS THE 
STATE. MARYLAND BANKS EMPLOY MORE THAN 26,000 
PROFESSIONALS WHO DEDICATE, ON AVERAGE 100 HOURS 
OF COMMUNITY SERVICE ANNUALLY. MBA SERVES MEMBER 
BANKS AS A LEGISLATIVE AND REGULATORY ADVOCATE AT ALL
LEVELS OF GOVERNMENT, AS THE PUBLIC RELATIONS VOICE 
FOR THE INDUSTRY, AS A PROVIDER OF PROFESSIONAL
EDUCATION TO MEMBERS AND A PROMOTER OF FINANCIAL 
EDUCATION TO THE COMMUNITY.

STANDARD BANK APPOINTS PACB 
BOARD MEMBER AS ITS NEW CEO

Andrew (Andy) W. Hasley, CPA, 
MBA, President of Standard 
Bank was recently appointed 
by the Standard Financial Corp. 

Board of Directors to serve as President and 
CEO of Standard AVB Financial Corp. 
and Standard Bank effective July 1, 2020, 
succeeding current CEO, Timothy K. 
Zimmerman. Andy currently serves as Chair 
of the PACB Foundation.

Mr. Hasley is a seasoned executive with 
extensive professional experience in the 
financial institution industry. He received 
his undergraduate degree and MBA from 
Duquesne University, and earned his CPA 
while working at Ernst & Whinney (now 
Ernst & Young). Mr. Hasley went on to serve 
in the capacity of a bank president for over 25 
years beginning with Pennsylvania Capital 
Bank, Northside Bank and subsequently 
Allegheny Valley Bank of Pittsburgh in 2006 
as President and CEO until the bank merged 
with Standard Bank in 2017.

With community banking at his core, Mr. 
Hasley is very committed to supporting 
the local community and actively supports 

volunteer programs at the bank to ensure 
Standard Bank associates are actively 
supporting local businesses and charitable 
efforts. Personally, Mr. Hasley serves on the 
boards of the Federal Home Loan Bank 
of Pittsburgh, Pennsylvania Association of 
Community Bankers, Pittsburgh Zoo & PPG 
Aquarium, and the Community Depository 
Institution Advisory Counsel for the Federal 
Reserve Bank of Cleveland.

Andy considers himself an entrepreneur. 
He understands that running a business is a 
challenge. He takes pride in interconnecting 
with bank customers ensuring that Standard 
Bank is their first call when seeking financial 
advice. His confident, hands-on, open-minded 
style combined with the belief that a happy, 
well-trained, disciplined and accountable 
workforce will result in a high degree of 
customer satisfaction and company success has 
proven to be very effective.

Standard AVB Financial Corp., with total 
assets of $1.1 billion as of June 30, 2020, is 
the parent company of Standard Bank, PaSB, 
a Pennsylvania chartered community bank 
that operates 17 offices serving individuals and 

small to mid-sized businesses in Southwestern 
Pennsylvania and Western Maryland. The 
bank proactively provides customers with 
both in-person, relationship-based customer 
management as well as online and mobile 
banking technologies to optimize their 
banking experience. As a community-
centric bank, Standard Bank supports the 
communities they serve with grants via the 
Standard Charitable Foundation as well as 
with local donations, volunteer hours, and 
vendor utilization. 

 KAPLAN PARTNERS IS AN ASSOCIATE MEMBER OF PACB.
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JON CONKLIN NAMED TO FEDERAL RESERVE BANK OF 
PHILADELPHIA’S COMMUNITY ADVISORY COUNCIL

Philadelphia, PA — The Federal 
Reserve Bank of Philadelphia 
recently announced the 
appointment of Jon Conklin, 

president and CEO of Woodlands Bank, 
of Williamsport, PA, to its Community 
Depository Institutions Advisory Council. 
He will begin his three-year term shortly.

The 12-member council is composed of 
representatives from commercial banks, 
thrift institutions, and credit unions. The 
group convenes twice a year with officials 
from the Federal Reserve Bank of 
Philadelphia to share insights about 
economic and business trends facing 

community depository institutions in 
their local markets. After each local 
meeting, a representative from the 
Philadelphia council joins counterparts 
from other Federal Reserve Banks at a 
meeting hosted by the Board of 
Governors of the Federal Reserve System 
in Washington, D.C.

Jon came to Woodlands Bank as the 
Chief Financial Officer in 2010 and 
has been in the role of President and 
CEO since the beginning of 2013. He 
most recently served as Chairman of the 
Pennsylvania Association of Community 
Bankers. 
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SURVIVAL TIPS, PART 1: 
HOW TO ACHIEVE OPTIMAL RESULTS, PANDEMIC OR NOT

ENSURE YOUR OVERDRAFT SOLUTION CONTRIBUTES TO SERVICE 
IMPROVEMENTS AND FUTURE GROWTH

By: Ron Jennings, Executive Vice President of National Sales & Alliances

As the industry settles into a 
new normal — complete with 
unique operational challenges 
and service expectations — it’s 

more important than ever to implement 
tools and resources that can boost your per-
formance results. Here are some tips to help 
you both offer more value to your custom-
ers and achieve your revenue goals.

Have a clear understanding of your options.
You have choices when it comes to how you 
help customers maintain their finances if 
an emergency or unexpected expense hits 
when they don’t have sufficient funds in 
their checking account. Some community 
banks may decide to implement an in-
house overdraft solution that they maintain 
independently; others may choose a product 
offered by their core provider; others may 
opt for hands-off overdraft management 
products that utilize complex data matrices 
to assign user limits.

At the surface, these options initially may 
seem easy to manage, convenient or attractive. 
But if they don’t provide continuous program 
management recommendations, on-going 
advice to support successful results for the 
long term and offer a guaranteed-compliant 

program, the outcomes can be disappointing 
for everyone.

Does your overdraft strategy communicate 
your program effectively to customers? 
Are your employees empowered with 
confidence about its value? Do you see 
measurable improvement in your program’s 
performance?

DEVELOP A RELIABLE REVENUE 
SOURCE TO SUPPORT GROWTH AND 
SERVICE IMPROVEMENTS.
Even before the onset of COVID-19, 
demand for more convenient banking 
services was on the rise. According to a 
survey by TransUnion, 61% of all consumer 
online banking transactions in 2019 were 
conducted on mobile phones — up from 
28% in 2014. Changes in behavior brought 
on by the virus have expanded reliance on 
mobility even more as 35% of respondents 
to a Deloitte study indicated they had 
increased their usage of digital channels 
since the pandemic began.

From a competitive standpoint, investments 
in digital banking and mobile capabilities 
can boost an institution’s viability in the 

marketplace. Other service improvements 
— like incorporating smart ATMs that 
livestream video teller support, installing 
virtual assistants that offer 24/7 service 
or updating software to improve credit 
and debit card functionality — increase 
convenience and efficiencies that can go 
a long way toward improving customer 
satisfaction and retention.

Revenue from a high-performing 
overdraft program can enable banks to 
update existing systems or acquire new 
products that improve overall operations 
and the customer experience. For 
example, with a non-interest increase of 
$500,000 a year, one New England-area 
financial institution was able to complete 
a core conversion, offer a mobile 
application to give account holders more 
convenient access to their accounts and 
add a rewards component to its debit 
card program.

Another institution in the Northeast 
expanded its business lines while keeping 
fees low, thanks to a significant increase 
in non-interest income. And another was 
able to implement new services including 
remote deposit capture, online loan 
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applications and mobile bill pay with 
the increased non-interest income its 
overdraft program provided.

Are there product, service or infrastructure 
improvements that could enhance your 
business and serve your customers? 
Does your overdraft program offer non-
interest income to help fund the service 
improvements necessary to stay competitive?

UTILIZE COMPREHENSIVE TRAINING 
TO STRENGTHEN MISSION-DRIVEN 
OUTCOMES
Fully trained, confident employees are key 
to successful overdraft program results. If 
your internal trainers don’t understand the 
value your program brings to customers 
who face occasional financial difficulties, 
lack access to the latest regulatory updates, 
or are unable to instill confidence in staff 
to ensure consistent explanations about 
program details, your performance and 
service levels could suffer.

The leadership of one Midwestern 
financial institution realized that not 
all employees accepted the value of the 
institution’s overdraft program. Some 

individuals even had a tendency not 
to offer it to account holders based on 
their own biases. Changing that negative 
mindset became a goal for the institution 
because of its philosophy that product 
decisions should be made based on what 
was in the consumers’ best interest, not 
employee opinions.

With the help of a structured, in-person 
employee training program that focused 
on key aspects of how a consumer-
focused overdraft program should 
work, the negative feelings diminished. 
Access to live remote trainer support and 
customized training manuals spelled out 
how a properly managed program can 
benefit both the institution and its account 
holders increased employees’ confidence. 
Additionally, incorporating role-play 
exercises into the training curriculum 
reinforced their ability to effectively 
explain proper program usage.

Are you relying on internal employees 
to develop your training program? Do 
you have a plan in place for keeping the 
information and training methods they 
utilize up to date? Do you have a strategy 
for what you would do if your designated 
trainer leaves your organization?

AVOID LEAVING YOUR OVERDRAFT 
PROGRAM POTENTIAL TO CHANCE.
The potential for improvement in revenue, 
customer service experiences and employee 
knowledge and confidence can be amplified 
substantially when you partner with a 
proven expert that has completed thousands 
of successful program implementations.

Stay tuned for Survival Tips, Part 2, which 
will focus on how maintaining compliance 
standards and utilizing technology and 
program management techniques effectively 
will help you achieve even greater performance 
results during the pandemic and lead to 
sustained success in the future. In the 
meantime, here are some additional examples 
of successful overdraft program results. 

ABOUT JMFA
JMFA IS ONE OF THE MOST TRUSTED NAMES IN 
THE INDUSTRY. WHETHER IT’S RECOVERING LOST 
REVENUE, UNCOVERING NEW SAVINGS WITH VENDOR 
CONTRACT NEGOTIATIONS, CREATING MORE VALUE, 
SERVING CUSTOMERS BETTER OR DELIVERING A 100% 
COMPLIANT OVERDRAFT SERVICE — JMFA CAN HELP 
YOU DELIVER MEASURABLE RESULTS WITH PROVEN 
SOLUTIONS. TO LEARN MORE, PLEASE CONTACT YOUR 
LOCAL REPRESENTATIVE OR CALL US AT (800) 809-2307. 
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The chairman of Pennsylvania’s 
leading community bank 
association told a statehouse 
panel Tuesday, Sept. 15, that 

Pennsylvania’s community banks are 
resilient, strong and working hard to help 
communities and small businesses recover 
from the COVID-19 pandemic.

Jon Conklin, President/CEO, Woodlands 
Bank and Chairman of the Pennsylvania 
Association of Community Bankers (PACB) 
testified Tuesday as part of a public hearing 
before the House Commerce Committee.

In his prepared testimony, Conklin 
noted, “Since the outset of this crisis, 
our industry has banded together and 
stepped up in a huge way to lessen 
the severity of the initial, unexpected 
economic knock-out punch delivered by 
the virus mitigation efforts.”

“Community bankers now have turned 
their efforts toward federal legislation 
to simplify the PPP loan forgiveness 
process for small businesses. There is wide 
bipartisan support for legislation to reduce 
the forgiveness application to a single page 
for loans under $150,000. This would 
enable small-business owners to focus on 
their businesses and the safety of their 
employees and customers. And help get 
even more Americans back to work.

Financial Institutions will do a great service to their 
customers and shareholders by closely examining and 

monitoring data processing costs. 

At the state level, community bankers 
and the PACB also are working to protect 
and strengthen the banking system. For 
the last six months, the PACB and the 
other financial industry associations have 
worked with the Department of Banking 
and Securities and the Wolf administration 
on legislation to protect the state Banking 
Fund, should economic conditions in the 
Commonwealth worsen.”

Pending legislation, authored by Chairman 
Delozier, and previously introduced by state 
Rep. Mark Keller (R-Perry/Cumberland 
counties), would convert the state Banking 
Fund and a resolution account to trust funds 
to ensure and guarantee the continuation 
of examinations and regulation of financial 
institutions in furthering the safety and 
soundness of the banking industry in 

Pennsylvania and for its customers.
During the past 18 months, two transfers 
have been made from the Banking Fund 
totaling $42 million to the General 
Fund to supplement the budgets of 
other agencies not involved in the 
regulation of banking.

“While these transfers occurred before 
the start of the current year, the explosive 
economic magnitude of the current 
pandemic is a sobering reminder that 
economic downturns can happen at 
any moment and it is in the interest of 
every banking consumer that the state 
Banking Fund to be protected to ensure 
the department can do its job to provide  
the safety and soundness of consumer 
financial services,” noted Kevin L. Shivers, 
president/CEO of the PACB. 

PA COMMUNITY BANKERS CHAIRMAN JON CONKLIN 
URGES HOUSE PANEL TO SUPPORT BANKING FUND 
LEGISLATION AND LENDING IN THE PANDEMIC
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COMMUNITY BANK WELCOMES 
JOHN H. MONTGOMERY AS NEW 
PRESIDENT AND CEO

CB Financial Services, Inc., the par-
ent company of Community Bank, 
recently announced the appoint-
ment of John H. Montgomery as 

its new president and CEO, replacing Barron 
“Pat” McCune, Jr.

Montgomery, a Philadelphia area native, 
assumed his new lead role at the end of 
August. He previously served as chief credit 
officer at First Bank of St. Louis. With 
30 years of experience in the industry, he 
relocated to St. Louis in 2014 after a banking 
career in Central Pennsylvania.

Mark Fox, chairman of CB Financial Services, 
said Montgomery’s appointment was the 
culmination of a national search. Fox said the 
search committee decided Montgomery was 
well-suited to shepherd the bank’s growth in 
the future.

His appointment comes on the heels of a 
report of a decline in net income for the first 
six months of the year. According to public 
filings, the bank’s net income for the first six 
months of 2020 was $3.7 million, down from 
$5.9 million from the same period last year.

Montgomery said he is concerned that the full 
economic impact of the coronavirus pandemic 
has yet to be felt. But he is confident the bank 
will weather the storm.

“The legacy, the brand is impeccable,” 
Montgomery said. “The strength of being 
able to continue dividends and earn through 
the great recession says a tremendous 
amount about the bank and its market, 
the employees and the community. The 
connection is palpable.”

The 119-year-old company, based in 
Carmichaels, lists assets of $1.4 billion and 26 
Community Bank branches in three states, 
including offices in Allegheny, Fayette, Greene, 
Washington and Westmoreland counties in 
Southwestern Pennsylvania. 

John H. Montgomery
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DIVERSITY AND INCLUSION 
 IN PACB LEADERSHIP…IT’S ABOUT TIME!
By: Alan J. Kaplan, Founder & CEO
Kaplan Partners

Someone once said that “diversity is being invited to the 
dance; inclusion is being invited to dance.” If this is true 
then PACB is finally dancing!

After over 140 years serving community banks throughout the 
Commonwealth, PACB has its first woman Chair, Lori Cestra, EVP 
& COO of Enterprise Bank in Pittsburgh. This milestone has been a 
long time coming.

Hats off to Lori for her willingness to commit to the role and to 
support community banks across the state. And, to their credit, 
Lori’s peers on the PACB Board recognized her energy and talent 
and welcomed her into the inner circle of PACB leadership.

However, the question remains: how do we rectify this severely 
unbalanced situation, so that the next woman or person of color to 
serve as PACB Chair will be part of the normal course of events, 
rather than an outlier event?

On a basic level, while diversity means different things to different 
people, the desired outcome is often to broaden the range of thought, 
perspective and experience — while leveling the playing field and 
optimizing business decision-making. That being said, in order to 
achieve this broader perspective, organizations need to recognize the 
importance and value of a wider representation of diverse talent in 
both senior leadership positions and on their board of directors. After 

all, your bank’s customer base and growth markets are all getting 
less homogenous, as is your future employee base. Customers in the 
important Gen Y and Gen Z demographics are now buying homes 
and starting to save for their young kids’ college education. This
important demographic typically cares about diversity, ethical and 
responsible corporate citizenship, and equal opportunity.

Sadly, too many community banks fall short here, victims of their 
own unconscious bias and preconceived demographic perceptions. 
We have to do better! Not to mention that our regulatory agencies 
have begun moving “diversity” onto their front burner agendas. For 
publicly traded companies, the risk of criticism for a lack of diversity 
is even higher.

No secret sauce will solve this systemic challenge for the industry, 
especially since this is a long term issue. However, there are a few 
basic steps which can begin to help move the banking industry 
along on this journey, and create an organization where inclusion 
has real meaning:
•  Start by really listening to your colleagues who are black, brown 

or women, to better understand their experiences inside the 
organization and where the bank can evolve to make it feel more 
welcoming to all future employees. The lack of real inclusion is where 
many firms fall short, despite good intentions.

•  Address the very real challenges of unconscious bias. To be sure, we all 
have our own internal biases, and they affect how we might approach 
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people — whether a current or future employee or a bank customer. 
Education in this arena is an absolute must — across the organization.

•  Take a hard look at your leadership team and board of directors. 
If these groups are homogenous (either in gender or ethnicity), the 
message being sent is not helping. Potential diverse employees will 
not see the role modeling at the top, indicating that the bank is 
serious about equal opportunity, diversity and inclusion.

•  Consider partnering with local high schools, community colleges 
and other educational institutions in your markets to better inform 
students about the opportunities in banking. Take a ground floor 
approach to developing a more diverse workforce. 

As part of this, consider how your bank goes to market for new 
employees in general, especially for entry-level jobs and recent 
graduates. Instead of the traditional boring job advertisements 
that banks are known for, we need to focus on what resonates 
with younger Gen Y and Gen Z. Something like “if you want to 
work for a technology-driven business that cares deeply about its 
customers and gives back to its communities…come talk with us!” 
These aspects of a potential employer — technology, customer-
centricity and a focus on communities — are very meaningful to
rising generations.

It is indeed laudable that Lori is PACB’s first woman to serve 
as Chair. For added perspective, the state’s other bank trade 
association, PA Bankers, has had only three women serve as 

Chair in its 125-year history. The PACB Hall of Fame has six 
women members out of 117 (5%). The PACB Board is better, 
with four women out of 28 bankers serving (14%). Nevertheless, 
in a state that at one point had many hundreds of community 
banks, four female Chairs between the two organizations in 
over a century leaves a lot of room for improvement. We have an 
obligation to do better!

Lori’s elevation to PACB Chair is not the end of the journey but 
the beginning. If community banks in PA and elsewhere are going 
to continue to thrive and survive, then grappling with equality, 
diversity and inclusion must be more than a project. It must 
become an integral part of how banks do business every day. 

ALAN J. KAPLAN IS FOUNDER & CEO OF KAPLAN 
PARTNERS, A RETAINED EXECUTIVE SEARCH AND 
BOARD ADVISORY FIRM HEADQUARTERED IN SUBURBAN 
PHILADELPHIA. YOU CAN REACH ALAN AT 610-642-5644 
OR ALAN@KAPLANPARTNERS.COM.

If community banks in PA and elsewhere 
are going to continue to thrive and 

survive, then grappling with equality, 
diversity and inclusion must be more 

than a project. It must become an 
integral part of how banks do business 

every day. 

KAPLAN PARTNERS IS AN ASSOCIATE MEMBER OF PACB.
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MID PENN BANK CONTRIBUTES 
$22,000 THROUGH THE FIRST 
RESPONDERS DONATION PROGRAM

Harrisburg, PA — Mid Penn 
Bank recently presented 
more than 100 first respond-
er organizations in Penn-

sylvania with a total of $22,000 through 
the bank’s First Responders Donation 
Program. The donations were made 
through Mid Penn Bank and Scottdale 
Bank & Trust, a division of Mid Penn 
Bank, located in Western PA.

The First Responders Donation Program 
was instituted by the bank to thank the fire 
companies, ambulance associations and 
other organizations that protect and serve 
the local community. The program rewards 
first responders with a donation calculated 
from their average account balance.

This year’s donation demonstrates a 
significant increase in giving over 2019. 
“2020 has challenged all of us in new 
ways, particularly those who have been 
working on the front lines throughout the 
COVID-19 pandemic,” said Mid Penn 
Bank President & CEO, Rory G. Ritrievi. 
“We felt it was important to recognize 
their unwavering dedication to their 
communities by increasing our support.”

Mid Penn Bank is strongly committed 
to supporting charitable organizations 
through various means, including corporate 
donations, employee volunteerism 
and fundraising. The First Responders 
Donation Program demonstrates just 
a fraction of the charitable giving Mid 
Penn Bank distributes to its communities 
each year. Mid Penn regularly contributes 
to causes including health and human 
services, community improvement and 
education. 

Pictured, L to R: New Haven Hose Co. First Lieutenant Ryan Layton First Lieutenant; Scottdale Bank & 
Trust, a division of Mid Penn Bank, Community Banking Liaison Melinda Powell; New Haven Hose Co. 

Assistant Fire Chief Sam Spotto; Scottdale Bank & Trust Retail Market Manager/Commercial Lender Linda 
Tasser; New Haven Hose Co. President Joe Mancuso.

ABOUT MID PENN BANK
MID PENN BANCORP INC. (NASDAQ: MPB), HEADQUARTERED IN 
MILLERSBURG, PENNSYLVANIA, HAS BEEN SERVING THE COMMUNITY 
SINCE 1868. MID PENN HAS 39 RETAIL LOCATIONS IN PENNSYLVANIA 
AND TOTAL ASSETS OF MORE THAN $2 BILLION. ITS FOOTPRINT 
INCLUDES BERKS, BUCKS, CHESTER, CUMBERLAND, DAUPHIN, FAYETTE, 
LANCASTER, LUZERNE, MONTGOMERY, NORTHUMBERLAND, SCHUYLKILL 
AND WESTMORELAND COUNTIES. THE BANK OFFERS A COMPREHENSIVE 
PORTFOLIO OF PRODUCTS AND SERVICES TO MEET THE BANKING NEEDS 
OF THE COMMUNITIES IT SERVES. TO LEARN MORE ABOUT MID PENN 
BANK, VISIT WWW.MIDPENNBANK.COM. 
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S&P Global Market Intelligence 
integrates financial and industry data, research and news 
into tools that help track performance, generate alpha, 
identify investment ideas, understand competitive and 
industry dynamics, perform valuation and assess credit 
risk.  For community banks, S&P offers solutions to help 
bankers evaluate market opportunities, manage risk and 
maximize performance.

S&P Global Market Intelligence is a division of S&P 
Global (NYSE: SPGI) dedicated to providing essential 
intelligence for individuals, companies and governments 
to make decisions with conviction, which accelerates 
progress in the world.

PREFERRED PROVIDER SPOTLIGHT

Promontory Interfinancial Network
is a trusted fintech provider chosen by 3,000 financial institutions 
nationwide. Promontory offers innovative solutions for banks 
interested in growing reciprocal deposits, cultivating large-dollar 
relationships, managing liquidity, purchasing funding and buying 
& selling loans.

The Promontory Interfinancial Network Difference:
•  Was built around banks and is committed to serving as a partner 

to banks.
•  Invented reciprocal deposits and holds 20 patents supporting its 

various offerings.
•  Offers a full range of services to help community banks manage 

their balance sheets through diverse environments (i.e., liquid or 
non-liquid positions, high or low interest-rate periods, rising or 
falling interest rates, stable or volatile environments, periods of 
economic growth or recession) and flights to safety.

•  Has been thoroughly tested and embraced by thousands of 
financial institutions.

•  Has built the largest bank network of its kind.

•  Doesn’t disintermediate its customers and does not compete for 
depositors/investors.

• Never has possession of customer funds.
•  Makes due diligence materials readily available, including 

service-specific due diligence reports.
•  Leadership team that comes from a variety of backgrounds with 

deep regulatory and banking industry expertise.

CONTACT INFORMATION:
Name/Title: Patrick Kealey, Jr., Mid-Atlantic & Pennsylvania
Address: 1300 North 17th Street, Suite 1800,  
Arlington, VA  22209
Email: pkealey@promentwork.com
Website:  www.promnetwork.com
Phone: 703-292-3468

PREFERRED PROVIDER SPOTLIGHT

CONTACT INFORMATION:
Stacy Sheehy
Sales Executive
 
S&P Global Market Intelligence
212 7th St NE
Charlottesville, VA 22902
434.529.1978
stacy.sheehy@spglobal.com
www.spglobal.com
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DON’T LET YOUR BANK’S
GREATEST STORY GO UNTOLD
By Michael C. Keenan, President, Keenan-Nagle Advertising, Inc.

2020 has certainly been a year for 
the history books. Now it’s time to 
tell the story in your own book--
your annual report.

Community bankers are the unsung heroes 
of the pandemic. When 4,000 new SBA 
lenders were needed almost overnight 
to process and underwrite PPP loans, 
America’s hometown bankers rose to the 
challenge. Time was tight. Fed application 
standards shape-shifted multiple times. 
Some megabanks (allegedly) froze out many 
applicants in favor of bigger corporate 
clients. But the community bankers 
hung in, worked exhausting nights and 
weekends, and came through for countless 
small businesses and their employees.  In 
that critical first wave of PPP loans needed 
to keep small businesses afloat, more than 
60% went through community banks.  

My own business was one of them. I am 
forever grateful to the incredibly dedicated 
team at our bank, Embassy Bank for the 
Lehigh Valley. Many business owners in 

your market feel the same way about your 
bank. Now it’s time to share that story…
and bring the values that distinguish 
community banks from megabanks into 
high relief. Your 2020 annual report is an 
ideal vehicle to deliver this story and there 
are many memorable ways to tell it.

An annual report should be more than 
financial news. Used properly, it’s an 
ideal platform to showcase your bank’s 
accomplishments, people and values. 
It’s also a window into how all of these 
factors actually impacted the individuals, 
families, businesses and quality of life in 
your home community.

Admittedly, some execs see the annual 
report as a yearly pain in the posterior. 
If you are one of them, I respectfully 
request that for FY 2020 you look through 
the cold lens of marketing opportunity. 
Because if ever there was a year to invest 
in an annual report that conveys both 
the financial and human aspects of your 

bank’s value spectrum, this is it. Call it the 
Covid Effect, but current marketing reality 
is this: Compassion is driving consumer 
preferences now more than ever before. 
Carpe diem. 

Another reality is that if you have 
shareholders, you have to do an annual 
report anyway. Why not use it to burnish 
your brand? Done well, an annual report 
can function as an effective “silent 
salesman” for your commercial lending 
and consumer teams, providing another 
powerful collateral tool to differentiate your 
bank from the competition — especially 
megabanks, credit unions, brokers and the 
growing field of online-only and non-bank 
financial service providers.

Here are a handful of tips to make 
your 2020 annual report a worthwhile 
marketing tool:

1.   ANCHOR YOUR STORY WITH A 
GREAT THEME.

What is at the core of the actions that 
defined your year, your people, your 
mission in the context of 2020? Distill 
them down into a streamlined theme. Use 
that theme to anchor all story elements of 
your annual report. Avoid ho-hum stuff 
(“Our people make the difference!”) and 
pizza box brags (“You tried the rest, now 
try the best.”) Your work deserves better. 
The concise word/emotion combo that 
captures your bank’s unique character is 
out there. Work at finding it. 

2. VISUALIZE YOUR DATA.
Bar graphs and pie charts are fine, but 
there are many more creative graphic 
techniques to depict performance metrics, 
and they can bring an extra dimension of 
freshness and reader engagement to any 
annual report.  If you want to see a broad 
spectrum of data visualization techniques 
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we use at K-N to support clients’ stories, 
visit www.datavizcatalogue.com.

3.   PRINT IS DIGITAL … AND  
VICE VERSA.

Most bankers still see annual reports as a 
printed document. So do we. We’re fans 
of print for lots of reasons, not the least of 
which is that print is the most serious and 
trusted medium. Facts and performance 
and promises are committed, quite 
literally, in writing. These are all important 
characteristics for a financial institution. 

One very cool and cost-effective factor 
of today’s graphic design technology 
is that if it is designed to be printed, 
it already is a digital document that 
can easily be converted to web content, 
e-mail distribution, etc. So don’t sweat 
the decision about going print or digital. 
You’re getting both. Think more about 
the most effective distribution pipelines 
for each. 

And, with the printed versions, 
make sure you order enough for the 
commercial lenders and branch people to 
hand out liberally throughout the year. 

When you see how print quantity prices 
work, you’ll realize that additional one, 
two or three thousand copies they are 
giving to win new prospects and bolster 
loyal customer relationships are, not 
quite but damn near, cost-free.

4.   TO TELL A GREAT STORY, GET A 
GREAT STORYTELLER.

You write banking business. People 
like us write banking stories. In one 
good skull session with you and your 
team, we can get what is needed to 
provide you with a compelling creative 
direction, production plan and price to 
get your story messaged and designed 
into an annual report that will capture 
the character of your work…and the 
hearts of the shareholders, customers and 
community you work for. So remember 
this: If you can’t write, call. 

5.   NOW IS THE TIME TO START 
PLANNING.

Given any future COVID curveballs, 
national elections and the Thanksgiving-
to-New Year’s holiday blur, we are 

practically already knocking on the door 
of Q1 2021 right now. Don’t let your 
bank’s saga of service and community 
caring drift into history. It’s too great a 
story to go untold.  
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MICHAEL C. KEENAN IS THE PRESIDENT AND CEO OF 
KEENAN-NAGLE ADVERTISING, INC.; BASED IN ALLENTOWN, 
PA WITH A FULL-SERVICE TEAM OF 12 PROFESSIONALS, THE 
KEENAN-NAGLE FIRM HAS SPECIALIZED IN COMMUNITY 
BANK MARKETING FOR MORE THAN  THREE DECADES. FOR 
ADDITIONAL FACTS, VISIT  
WWW.KEENANNAGLE.COM/BANKS OR CALL 610-797-7100.

Real. Fresh. Results. Since 1954.

1301 South 12th Street  Allentown  Pennsylvania 18103

www.KeenanNagle.com/Banks

Pennsylvania’s Most Experienced
Community Bank Marketing Agency

Mike Keenan:  
MKeenan@keenannagle.com

Paul Leese:  
PLeese@keenannagle.com

Call us on it:  
610-797-7100
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COLONEL MUSTARD.
IN THE BOARD ROOM.
WITH THE GOLD PEN.

At Pillar+Aught, we understand the art of penning deals. Keen insight, extreme responsiveness, and deep expertise 
explain how Pillar+Aught has raised the bar. Learn how we can impact your business and how we've transformed the 
legal services experience.

pillaraught.com
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