
PAGE 4

PAGE 12

PAGE 8

2021 ISSUE 2 

PREVENTION. 
PROTECTION.  
DETECTION.
SECURITY SAFEGUARDS – THEY’VE 
NEVER BEEN MORE IMPORTANT

COVER STORY 

MUNIS FOR THE MANY

STRENGTHENING YOUR  
DEFENSES AGAINST  

EMERGING CYBER THREATS





BUSINESS HOURS

8:30 a.m.-5:00 p.m. 
Monday through Friday
Telephone: 717.231.7447

STANDING COMMITTEE
CHAIRS

Education 
Edward Martel 
Jonestown Bank & Trust Co. 

Finance and Budget
Scott Patton
Mercer County State Bank

FIRSTPAC
Chuck Leyh
Enterprise Bank

Legislative
Chuck Leyh
Enterprise Bank

PACB Foundation
Andrew W. Hasley
Standard Bank, PaSB

Thomas Ondek
Sewickley Savings Bank

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
pacb.org

2020-2021  
EXECUTIVE COMMITTEE

Chair
Lori A. Cestra
Enterprise Bank

Chair Elect
Roger A. Zacharia
Ambler Savings Bank

Vice Chairman
Timothy P. Snyder
Fleetwood Bank

Secretary/Treasurer
Scott Patton
Mercer County State Bank

President/CEO
Kevin L. Shivers
PACB

Immediate Past Chairman
Jon P. Conklin
Woodlands Bank

PACB STAFF

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

SVP Professional 
Development & 
Strategic Alliances
Barbara W. Holbert
barbara@pacb.org

SVP of Administration 
and Chief of Staff
Jena I. Wolgemuth
jena@pacb.org

Director of Marketing, 
Public Relations, and 
Membership  
Todd F. Willman  
Todd@pacb.org

Director of Government 
Relations
Jordan Grant
jordan@pacb.org

18

26

©2021 Pennsylvania Association of Community Bankers (PACB) | The newsLINK Group, LLC. All rights reserved. The Hometown Banker is 
published throughout each year by The newsLINK Group, LLC for the PACB and is the official publication for this association. The information 
contained in this publication is intended to provide general information for review, consideration and education. The contents do not constitute 
legal advice and should not be relied on as such. If you need legal advice or assistance, it is strongly recommended that you contact an attorney 
as to your circumstances. The statements and opinions expressed in this publication are those of the individual authors and do not necessarily 
represent the views of the PACB, its board of directors, or the publisher. Likewise, the ap  pearance of advertisements within this publication 
does not constitute an endorsement or recommendation of any product or service advertised. The Hometown Banker is a collective work, 
and as such, some articles are submitted by authors who are independent of the PACB. While the Hometown Banker encourages a first-print 
policy; in cases where this is not possible, every effort has been made to comply with any known reprint guidelines or restrictions. Content 
may not be reproduced or reprinted without prior written permission. For further information, please contact the publisher at 855.747.4003.

Member and Associate Member subscriptions, $60 per year. All other subscriptions, $84 per year. Please send address changes to PACB, 
Attention: Hometown Banker, 3211 N. Front St., Suite 102 Harrisburg, PA 17110-5319.

 4

HOMETOWN 
BANKER

2021 ISSUE 2

HOMETOWN BANKER | HOMETOWNBANKER.ORG | 1 

  2 A Word From PACB’s Chair  

  3 From the President/CEO’s Desk

  4 Prevention. Protection. Detection. Security Safeguards – They’ve Never Been  
 More Important

  6 PACB Upcoming Events

  7 Ralph Sommers Retires in May, Ending 42 Years of Service to Community Bank

  8 Strengthening Your Defenses Against Emerging Cyber Threats

10 Cannabis Banking: Making Sense Through The Purple Haze

11 FIRSTPAC Nears Fundraising Record as Reporting Deadline Approaches

12  Munis for the Many

14  Advance your Banking Knowledge with a PACB Foundation Scholarship 

15 PACB Convention 2021

18 Are Your Digital Disclosures Getting Through? Don’t Overlook the Importance of   
 Overdraft Program Disclosure For Remote Onboarding

20 Hometown Champions: Marquette Savings Bank

24   Yesterday’s Traditions. Tomorrow’s Vision. Meeting Elaine Woodland and PACB 
Member First Keystone Community Bank

26 Now I Know My XYZs An In-Depth Look at the Next-Gen Banker

29    PACB Welcomes it's Newest Members

30     Surviving the Transition from LIBOR Making the Right Choice

32     PACB Spring Golf Outing



2 | HOMETOWN BANKER | HOMETOWNBANKER.ORG

A WORD FROM PACB’S CHAIR 
By Lori Cestra  

LORI CESTRA - 
CHAIR OF PACB 
EXECUTIVE VICE 
PRESIDENT AND CHIEF 
OPERATING OFFICER, 
ENTERPRISE BANK

April is community banking 
month, a perfect time to reflect 
on the value and importance of 
our industry. 

In my role as chairman of the Pennsylvania 
Association of Community Bankers 
(PACB), I am very interested in what our 
public officials, journalists, and consumers 
think about our industry and the words 
they use to describe a community bank. 
Descriptions involving words like “local,” 
“relationships,” and “small,” very often are 
the first that come to mind. 

These all are true; however, I believe the 
definition is much broader.

Developing close relationships with 
our customers and giving back to the 
communities where we live and work 
are the hallmarks of our industry. 
Technology is allowing us to expand our 
reach. But it is our desire to know our 
customers and value their needs that sets 
our industry apart. 

The millennial generation accounts for a 
large portion of today’s working population 
and is known for donating their time and 
giving back. 

These traits fit perfectly with the ideologies of 
community banking since we pride ourselves 
on community involvement, relationships, 
and local lending (but with a twist). 

As we grow our industry, we must abide by 
these core attributes.

In recent weeks, there has been a call 
by some policy makers and local leaders 
for public banks and other financial 

alternatives to support residents and small 
businesses in underserved communities.

Let’s broaden the community banking 
industry rather than replace it. 

We always should help promote de novo 
bank formation in order to assist underserved 
communities and expand the industry. 

We also need to continue to educate the 
banking industry on the risks of data 
intrusion and the safeguards necessary in this 
heavily (and often complicated) digital world. 

Information Security is now one of the largest 
expenses on the income statement for anyone 
in the financial industry, and for good reason.

There are many new risks that arise daily 
and destroy the prosperity of the bank we 
put so much time and effort creating and 
building up. 

Organizations like the Pennsylvania 
Association of Community Bankers 
(PACB) can alleviate threats like these by 
providing education on such subjects, as 
well as equipping our staff with resources to 
give them peace of mind.  

PACB’s mission statement is “to promote 
the ideals of community banking by 
addressing the educational, legislative, and 
networking needs of our members.” 

PACB has shown its value to the 
community banking industry in a 
multitude of ways since its inception. It is 
the only PA banking organization dedicated 
exclusively to community banks. 

The organization has been instrumental in 
advocacy, training, and education solely for 

our industry. Its new leadership has fostered 
ideas to embrace professional collaboration, 
which brings value to this membership 
through resources like PACB Connect.

It has also taken great strides in offering 
relevant educational programs in key areas 
like information security, which is vital to 
keeping our organizations alive.

Along that line, I ask that you spend a few 
moments with our feature article this issue, 
which focuses on enhancing your bank’s 
security safeguards in today’s more online 
banking world.  

The millennial generation 
accounts for a large portion of 
today’s working population and 
is known for donating their time 

and giving back. 
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By Kevin L. Shivers, CAE

FROM THE PRESIDENT/CEO’S DESK

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

As our nation celebrates the 
contributions of community 
banks and small businesses 
during the months of April 

and May, I wanted to put our work  
in perspective:

Small businesses are the key to America’s 
economic recovery. And no institution 
has a greater incentive or responsibility 
for small-business success than America’s 
community banks. 

Last year, America’s community banks 
reinforced their value to the world, as local 
bankers worked thousands of hours to 
deliver billions of dollars in pandemic relief 
to small businesses in order to keep the 
heart of America’s economy beating. 

As members of Congress grapple with next 
steps to reinvigorate the US economy, your 
insights are invaluable because you were 
on the front lines during the pandemic. 
You have a finger on the pulse of your local 
economy and communities.

Community bankers across Pennsylvania 
recently gathered virtually in April to 
meet with members of Pennsylvania’s 
congressional delegation. 

PACB arranged a dozen meetings with 
federal lawmakers, including Senators 
Casey and Toomey, to empower 
community bankers to share their voice 
and the perspective of their institution as 
to how federal issues affect Main Street.

The message delivered during these 
meetings was clear: community banks need 
a level playing field to compete and help 
America’s small business ‘engine’ roar back 

to life and to help the communities we serve 
regain sound financial footing.

This message is more relevant than ever.

A group of federal lawmakers are pressing for 
a pilot project to test a postal banking system. 
They believe that allowing people access to 
some banking functions such as paying bills 
and making deposits and withdrawals at their 
local post office will help people who don’t 
have ready access to traditional banks. 

Editorial boards at major newspapers in 
Philadelphia and Pittsburgh have embraced the 
public- and postal-bank options, arguing this 
was “done before and it could work again.”

While increasing U.S. financial inclusion 
and improving U.S. Postal Service financial 
stability are important objectives, postal 
banking would accomplish neither.

For one, the postal service’s footprint is 
insignificant compared to existing financial 
institutions. The nation’s roughly 31,000 
post offices fall short of its more than 
157,000 financial institution branches and 
470,135 ATMs — undermining postal 
banking’s case for expanding inclusion.

Further, the postal service’s poor financial 
condition, government subsidies, and 
significant outstanding debts suggest it is 
ill-equipped to handle financial services. 

The Government Accountability Office 
says USPS lost $87 billion over the past 14 
years with an unsustainable business model. 
Adding deposit-taking and lending would 
only place taxpayers at further risk.

Finally, last year’s USPS discussions with 
JPMorgan Chase suggest postal banking 

could just end up involving a too-big-to-fail 
financial institution. Ultimately, this would 
displace community banks and further the 
trend of banking industry consolidation, 
which harms local communities.

Postal banking would have a limited effect 
on financial inclusion while exacerbating 
USPS deficits and putting taxpayer funds 
at risk. Utilizing institutions already 
dedicated to promoting financial inclusion 
would be more successful.

Policymakers would more effectively expand 
access to financial services by bolstering 
community banks, which already serve 97% 
of low-income and economically distressed 
counties. Specific proposals already exist that 
would provide regulatory relief to promote 
new bank formation and minority depository 
institutions as well as targeted tax reforms to 
support rural lending.

PACB has worked hard this session 
engaging members of Congress and the state 
Legislature on a variety of important reforms 
to strengthen our community banking 
industry.  At a time when we are seeing 
strong movement on PACB priorities at the 
federal and state level, proposals like a public 
bank in Philadelphia and postal banking 
show that our work is never finished.   

PUBLIC AND POSTAL BANKING PROPOSALS SHOW OUR ADVOCACY WORK IS NEVER FINISHED
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PREVENTION. PROTECTION. DETECTION.
SECURITY SAFEGUARDS – THEY’VE NEVER BEEN MORE IMPORTANT
By Diane M. Sweeney

I t is estimated there are over 2,200 cyber-attacks every day. 
That’s one every 39 seconds. No company or government is 
shielded from cybercriminals. 

Global losses from cybercrime exceeded $1 trillion in 2019, as 
reported from a study conducted by McAfee Corporation and the 
Center for Strategic and International Studies (CSIS). That number 
was an increase of 50% from 2018. As technology advances, the 
severity and frequency of attacks are escalating.

One of the more disturbing cyberattacks that happened at the 
onset of the COVID 19 pandemic was the hack at Solar Winds, 
a major US information technology firm providing software to 
the U.S. Government and Fortune 500 corporations. In February 

2020, malicious code was added to the Orion software system used 
by 33,000 of their customers. It went undetected for months.

When Solar Winds sent out updates to the software during those 
months, the malware went along with it. This created a backdoor at 
these customer firms where hackers could spy and obtain information. 
One hack now affects multiple organizations and runs deep.

The banking sector, of course, is not immune to hacks — and is a 
prime target for cybercriminals. Cyber threats within the industry 
continue to evolve and be complex.

We recently spoke to Jeremy Burris, Principal, Technology Services 
Group at Snodgrass, a Certified Public Accounting and Risk 
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Management company, and Rachael 
Schwartz, Business Development Director 
and Director of Partnership at CSI, a 
FinTech and RegTech firm for financial 
institutions. Both organizations are PACB 
Preferred Providers and participants in our 
education programs.

PACB: What are the primary concerns for 
security in banking right now?

BURRIS: “Ransomware. This is the key 
type of attack for all industries. You can’t 
stop it from happening, but you can be 
prepared for it when it does. You don’t want 
to pay the ransom to get access to your data.”

SCHWARTZ: “Having a secure remote 
workforce. Banks had to move fast in 2020. 
Remote access provided for workers created 
increased vulnerability to computing 
systems, while at the same time provided 
more opportunities to those who threaten 
their security.”

PACB: Is there anything banks can do to 
prevent cyberattacks? 

BURRIS: “You can’t always prevent an attack 
— hackers are good at what they do- but 
you can be prepared. For ransomware, the 
solution is to have your backup on a network 
of different systems. It’s still going to cost you 
in time and manpower to get up and running 
again, but you are in control of your data.”

SCHWARTZ: “Always be reviewing your 
systems of prevention and protection. 
Remote workers require more robust 
security solutions. Banks who were already 
on cloud solutions were able to make the 
transition for remote access easily and 
quickly. Those who were managing email 
internally moved to hybrid cloud solutions 
like MS 365. They learned it was easier not 
to try to manage it all on their own.”

PACB: How do banks detect when they’ve 
been attacked? 

BURRIS: “It’s not always immediately 
known. You’ve got to monitor the alerts. The 
Solar Winds situation could have started with 
an employee opening an email with malware. 
It’s that simple. It’s hard to stay ahead of the 
attackers, and it becomes very expensive to 
undo the damage once it’s been done.”

SCHWARTZ: “Detection software is 
expensive. Attack alerts come in around 

the clock. You need to filter through to 
determine which are important. It takes a 
lot of manpower to manage and investigate 
the alerts. Many institutions that are 
handling this on their own drop the ball.”

PACB: How can our members minimize 
the effect of a cyberattack?

Both Schwartz and Burris agree that 
outsourcing your Security Operations 
Center (SOC) provides higher levels of 
security than trying to manage it in-house. 
Having security protocols in place around 
the clock in a 24/7 world has never been 
more important. 

Data is being accessed by employees and 
clients on desktops, tablets, and phones. These 
devices are in offices, at home, at coffee shops, 
and on beaches. Customers are banking 
through apps and connecting third-party 
vendors to their accounts. The ways data can 
be hacked and obtained are innumerable.

BURRIS: “Cybersecurity is finally being 
taken more seriously. It is more valuable 
and important than the money in your 
vault. That is insured by the FDIC. One 
breach can take down your organization 
and not just physically online. You lose 
trust when people know you’ve been 
breached and their personal information 
has been obtained. A lifetime of free 
identity theft protection service won’t make 
a difference — their information is out 
there — and you’ve lost their trust.”

SCHWARTZ: “Create a culture of positivity 
to properly report on issues — not fear. 
Promote positive ways of looking at security 
for both staff and customers. Across the board, 
people are afraid they did something wrong — 
when it isn’t their fault. Education of employees 
and customers is of utmost importance. The 
human element cannot be controlled, but 
they can learn their role in security for their 
organization and personal information.”

Attacks such as the one on Solar Winds 
are accelerating broad changes in the 
cybersecurity industry. One such change is 
how software providers, including Fedwire 
Funds Service, are protecting themselves 
from liability for hacks by requiring banks 
to sign off confirming they checked on and 
have specific controls in place. 

Schwartz and Burris tell us that the first 
months of 2021 have been the busiest 

in IT security. With attacks increasing, 
requirements getting stronger, and work 
from home becoming the norm, IT security 
teams are racing to support their clients’ 
ever-changing security needs.

It’s never been more important to prevent, 
protect, and detect against cyberattacks.

The National Institute of Standards and 
Technology (NIST) provides guidance 
for security and privacy controls across all 
industries. A recent publication, Control 
Baselines for Information Systems and 
Organizations, is a quick-start guide to 
their flagship risk management tool to help 
organizations reduce their security and 
privacy risks more easily. More information 
can be found at nist.gov/news-events/
news/2020/10/nist-offers-quick-start-guide-
its-security-and-privacy-safeguards-catalog.

To help your SOC or IT staff stay on top 
of the latest news, industry professionals 
and PACB Preferred Providers like Rachael 
Schwartz and Jeremy Burris regularly 
present on topics of value to members of 
PACB on an ongoing basis. 

Please visit web.pacb.org/events to see 
our full schedule of Knowledge Hours, 
Webinars, On-Demand programs, and 
educational and training services provided 
for members of PACB.  

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

NIST.GOV/NEWS-EVENTS/NEWS/2020/10/NIST-OFFERS-
QUICK-START-GUIDE-ITS-SECURITY-AND-PRIVACY-
SAFEGUARDS-CATALOG



Friday, May 14, 2021
10:00 am – 12:15 pm
PACB VIRTUAL PROGRAM  
Legal Issues Around Remote Work and COVID – 19 
Vaccine Protocols • Delivered Via Zoom

Monday, May 24, 2021 
8:45 am – 2:45 pm  
Tuesday, May 25, 2021 
8:50 am – 12:00 pm 
PACB 2021 Virtual Marketing Conference
A Can't Miss Program Featuring National Speakers 
and Exceptional Content!
Conference is designed for: CEOs, CMOs, 
Marketing Professionals, Retail Bankers,  
Branch Personnel 

PACB Foundation Scholarships are Available for 
this Conference!  
• VISIT: pacb.org/pacb-foundation-scholarships.html 
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Wednesday, June 2, 2021 
8:30 am – 9:00 pm 
Thursday, June 3, 2021 
8:15 am – 11:45 am
2021 Maximizing Mutuality Conference  
The Hotel Hershey, Hershey, PA 
 
In-Person Event

PACB UPCOMING EVENTS

Legal Issues Around 
Remote Work and COVID 

Vaccine Protocols
 A 'Can't Miss' Session 

Important to HR and Bank 
Leadership, Coming May 14.

2021 
Live-Streamed

Marketing Conference 
virtual delivery

Monday, May 24, 2021 
8:45 am - 2:45 pm EST

Tuesday, May 25, 2021 
8:50 am - 12:00 pm EST

2021 
In-Person

Maximizing Mutuality 
Conference

The Hotel Hershey I Hershey, PA 
June 2-3, 2021

MAXIMIZING MUTUALITY CONFERENCE SPONSORS

PREMIER EVENT SPONSOR RECEPTION SPONSOR SPONSOR OF 
TUESDAY’S BREAKFAST

SPONSOR OF JUNE 2 LUNCHEON
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RALPH SOMMERS RETIRES IN MAY, ENDING 42 YEARS 
OF SERVICE TO COMMUNITY BANK

At the Annual Stockholders’ Meeting in May 2021, 
Ralph J. Sommers, Jr. will retire from the Board of 
Directors after serving Community Bank for 42 years. 

Following a stint in the United States Marine Corp, Ralph started 
his banking career in 1959 with Pittsburgh National Bank. He 
joined the First National Bank of Carmichaels in 1979 as Executive 
Vice President. In 1980, the First National Bank of Carmichaels 
had three offices, all in Greene County, and boasted footings of 
approximately $40 million.

Ralph joined the Board of Directors of the First National Bank of 
Carmichaels in 1983. He became President & CEO in 1984 and 
Chairman of the Board in 1999 and held that position until 2019. He 
retired as Chairman in 2019 but remained as a director. When Ralph 
retires in 2021, he will have served in crucial leadership positions at 
Community Bank for an amazing 42 years. During the 42 years of his 
leadership, the Bank grew, changed, and prospered in many ways. 

One of his first decisions was to prepare the Bank for the future, so, 
in 1987, the First National Bank of Carmichaels changed its name to 
Community Bank, with much fanfare. This decision was a harbinger 
of his determination to build the Bank beyond Greene County.

Ralph spearheaded the Bank’s expansion into Washington County. 
After opening an office in Washington in 1987, other offices followed 
in McMurray in 1994, Claysville in 1996 and the Southpointe 
Office in 2000. Then, in 2004, Community Bank expanded into the 
Allegheny County markets of Brookline and Brentwood. In 2008, 
a new Washington Office was constructed. But much more was 
underway than adding branches. Ralph led the Bank in its conversion 
from a federally regulated bank to a state-regulated bank in 2006. 

During his tenure as Chairman, in 2014, the Bank acquired First 
Federal Savings Bank and its subsidiary, Exchange Underwriters, 
an insurance agency. This added five offices, and the Bank’s assets 

grew to $850 million. At this time, the Bank also formed its 
holding company, CB Financial Services, Inc., registered with the 
SEC, and started to trade on NASDAQ. We welcomed Progressive 
Bank to the family in 2018, bringing the Bank to 24 branch offices 
and $1.3 billion in assets.

Ralph was Chairman during the construction of the Ralph J. 
Sommers, Jr. Operations Center in the EverGreene Technology 
Park in Waynesburg, PA and the construction of the Barron P. 
(“Pat”) McCune, Jr. Corporate Center in Washington, PA. These 
facilities provided the Bank with modern appropriate housing for 
the ever-growing financial company.

Ralph also, was very active in his community, serving as President 
of the Chamber of Commerce, on the local hospital board, and 
as the long-time Chairman of the Greene County Industrial 
Developments, Inc., among many other endeavors. In 2010, he 
was inducted into the Pennsylvania Association of Community 
Bankers’ Hall of Fame.

All of Ralph’s friends readily give credit to Ralph’s beautiful family 
for much of his success. He has been married to his high school 
sweetheart and wonderful wife, Betty, for 61 years. They have three 
children, Brian, Lisa, and LeAnna, seven grandchildren, and three 
great-grandchildren. Ralph’s family is a constant source of pride 
and comfort for Ralph and undoubtedly has helped him through 
the many triumphs and tough times mentioned.

Community Bank grew 35-fold over 42 years and adapted through 
all the vagaries of life to emerge today as one of the premier 
independent “community banks” in the mid-Atlantic region, 
thanks to Ralph’s leadership. The Community Bank family was 
always grateful for Ralph’s cool head, common sense, and courage 
in tough times. Thank you, Ralph J. Sommers, Jr., and may you 
enjoy your well-earned retirement with your family!   
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STRENGTHENING YOUR DEFENSES 
AGAINST EMERGING CYBER THREATS 
By Tyler Leet, CSI

Over the past year, cybercriminals have proven they 
are adept at taking advantage of the vulnerabilities 
stemming from changing work environments and 
increased usage of digital channels. As institutions 

continue navigating the risks and challenges of remote workforces, 
it is imperative to stay informed of existing and emerging cyber-
crime trends. 

A variety of scams have made recent news, many of which op-
portunistically seize upon pandemic-related topics. Your institu-
tion must be prepared to recognize and mitigate evolving cyber 
threats, including: 

• SOCIAL ENGINEERING: We’ve seen a stark increase in 
social engineering campaigns as cybercriminals leverage 
the hardships of the pandemic, including increased levels 
of stress among employees. Many of these campaigns 
masquerade as being related to stimulus checks, 
unemployment benefits, or even vaccines. CSI’s 2021 
Banking Priorities Executive Report revealed more than 
80% of bankers identified some form of social engineering 
as the top cybersecurity threat of 2021. 

• RANSOMWARE: Once installed, ransomware locks out 
the authorized user and encrypts the available data to hold 
for ransom. Since ransomware attacks pose little risk to 
the hacker, provide a speedy payout for criminals, and are 
perpetuated with relative ease and anonymity, institutions 
should remain on high alert to identify and combat these 
attacks. Ransomware can be crippling for institutions, 
especially if regular data backups are not maintained. Because 
this type of malware continues to be an attractive method of 
extortion, incidents of ransomware are growing — along with 
the maliciousness and sophistication of attacks. 

• INCREASED SURFACE AREA FOR ATTACKS: Due to the 
size of today’s remote workforce, attackers are targeting home 
networks — which are typically much weaker than in-office 
networks — to gain access to corporate data. Employees’ 
personal devices are also often targeted, providing attackers 
with a base to operate from within home networks and 
allowing them to monitor or intercept secure traffic.  

• CREDENTIAL STUFFING ATTACKS: In this type of attack, 
botnets conduct brute-force password attacks using compiled 
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lists of stolen credentials against login interfaces. Recently, 
the FBI reported that credential stuffing accounted for 41% 
of financial sector cyberattacks. 

• POINT OF SALE (POS) SKIM ATTACKS: POS skim 
attacks occur when a criminal copies card payment 
information using POS processing devices, which are used 
everywhere from ATMs to gas station pumps. Despite the 
massive transition to e-commerce during the pandemic, 
these types of attacks have continued as criminals use 
digital skimmers to steal payment information from 
e-commerce websites. 

EMERGING CYBERCRIME TRENDS FOR 2021
Although the threats discussed above indeed pose a risk to financial 
institutions and other organizations, there are several emerging 
cyber threats to consider as well. Institutions must stay vigilant, 
especially as many employees continue working remotely. 

• SUPPLY CHAIN ATTACKS: This attack occurs when a bad 
actor targets a software vendor to deliver malicious code 
through seemingly legitimate products or updates. The 
recent SolarWinds breach is an example of a supply chain 
attack, which is becoming an increasingly popular method to 
distribute malware.

• VIRTUAL PRIVATE NETWORK (VPN) ATTACKS: As 
remote work becomes the norm for many organizations, 
cybercriminals will likely continue VPN attacks in an attempt 
to gain access to corporate networks and data. Many home 
networks do not have proper passwords set up or lack security 
protocols, presenting vulnerabilities for criminals to target. 

• CLOUD-BASED ATTACKS: Many organizations are 
migrating more of their infrastructure to the cloud, prompting 
cybercriminals to shift more of their efforts to cloud-based 
attacks. Institutions must ensure their cloud infrastructure is 
securely configured to prevent harmful breaches. 

STRENGTHENING SECURITY FOR YOUR INSTITUTION
Financial institutions should consider the following strategies to 
protect their networks and customers while strengthening their 
cybersecurity posture. 

• CREATE STRONGER PASSWORDS: Institutions should 
enforce stronger password requirements for employees 
and customers to prevent unauthorized account access. 
Many organizations previously recommended 8-character, 

frequently changed passwords, but current best practices 
dictate using passwords consisting of 14 characters or more 
and changing them once per year or as needed. 

• UTILIZE MULTI-FACTOR AUTHENTICATION (MFA): 
True MFA — not just double passwords — should be used 
whenever possible. With MFA, multiple authentication 
factors are required to verify a user’s identity. This verification 
strengthens resiliency and prevents fraudsters from accessing 
an account solely by obtaining or cracking a password. 

• ENHANCE EMPLOYEE EDUCATION: Your institution 
should enhance employee and customer education efforts. 
Instead of one annual training, provide frequent information 
that delivers both basic security principles and news about 
timely issues. Focus training is also recommended based 
upon an employee’s responsibilities and access rights. 
Employee education will also reinforce proper online conduct 
and normalize communicating with IT after encountering a 
potentially malicious link or other risk. 

• SECURE INTERNET ACCESS: It is critical to ensure 
proper network security for employee VPNs and their 
home  networks. Encourage employees to use high-quality 
routers with strong network passwords, run current 
security protocols, and install up-to-date virus and malware 
protection on personal and corporate devices. Your 
institution should also review your policies for VPN access 
and removal, acceptable use of business devices, and any 
other relevant corporate policies. 

FACING FUTURE CYBER THREATS
As your institution navigates this new landscape, ensure the proper 
security controls are in place to enhance your risk mitigation and 
stay one step ahead of emerging cyber threats.   

TYLER LEET SERVES AS DIRECTOR OF RISK AND 
COMPLIANCE SERVICES FOR CSI’S REGULATORY 
COMPLIANCE GROUP. 

Employee education will also reinforce proper online conduct and normalize 
communicating with IT after encountering a potentially malicious link or other risk. 
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The House of Representatives, on April 19th, voted to 
send H.R. 1996 to the Senate with a vote of 321-101. 
While passing the Safe Banking Act, for the second 
consecutive year, might have been appropriate on April 

20th (4/20), it’s important to note that this legislation passed with 
not just 100% of all democrats but 50% of all Republicans.

H.R. 1996, because of the work of PACB, ICBA, and community 
bankers across the country to educate lawmakers has moved from a 
partisan issue to an issue with strong bipartisan support. Regardless 
of your stance on cannabis, this legislation is important to the 
community banking industry as cannabis is legal for medicinal or 
recreational purposes in 42 states.

Despite the fact that nearly every state has allowed for the creation 
of legal cannabis-related businesses (CRB), these businesses remain 
unbanked because community banks face potentially strict legal 
penalties for serving CRBs. Given that these businesses were 
created by state governments, including the Commonwealth, it 
is unconscionable and untenable for banks to face potential legal 
ramifications for serving these business customers.

Ironically, because of the legal ramifications for community banks 
and others, CRB owners often overpay their taxes in order to have 
the U.S. Treasury “clean” the money so it can be deposited into a 
bank. This fact is a clear and damning indictment that the current 
system does not work, rather than forcing the Treasury to “clean” 
the money or forcing these businesses to operate on a purely cash 
basis. It’s time to bring these businesses into the financial system. 
Not only does this open a new market to community banks, but it 
also brings a new industry out of the dark while allowing for better 
tracking and reporting of suspicious financial transactions.

To this affect, PACB applauds the passage of H.R. 1996 and calls 
on the Senate to pass this issue without attaching it to broader issues 
as suggested by Majority Leader Chuck Schumer. If Congress fails 
to provide legal protections to banks serving legal CRB’s, then the 
Commonwealth of Pennsylvania should provide these protections.

There is legal precedent as other states such as California have passed 
state laws providing safe harbor for banks to serve these customers. 
These laws serve as an affirmative defense that the bank is authorized 
by the state under the 10th amendment to serve these business 
customers. At the same time, these laws, while providing a measure of 
protection, are a reminder to Congress about the need for action at the 
federal level to protect banks and allow legal CRB’s to join the rest of 
the economy in having access to the U.S. banking system.  

JORDAN GRANT, DIRECTOR OF GOVERNMENT RELATIONS 
FOR PACB

CANNABIS BANKING:  
MAKING SENSE THROUGH THE PURPLE HAZE 
By Jordan Grant
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FIRSTPAC NEARS FUNDRAISING RECORD 
AS REPORTING DEADLINE APPROACHES
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FIRSTPAC recently marked it's 
second-highest donation total for 
the first reporting period over 
the last 20 years, as well as the 

most contributions since 2012, in raising 
nearly $31,000! 

Congratulations go to Enterprise Bank, 
Ambler Savings Bank, Phoenixville 
Federal B&T, and First Federal S&L 
Assn. of Greene Co. for ensuring that 
100%of their directors invested in 
FIRSTPAC! PACB also applauds Jim 
Thorpe National Bank for collecting 
contributions from over 90% of their 
directors and employees, and as well 
Marquette Savings Bank, Jonestown 
Bank & Trust Co., and Mercer Co. State 
Bank, who helped to raise FIRSTPAC 
investments from over half of the 
directors at those institutions. Pennian 
Bank, Community State Bank of 
Orbisonia, and Tioga-Franklin Savings 
Bank each raised more than $500. 
Brentwood Bank, County Savings Bank, 
and Woodlands Bank invested more than 
$250. Port Richmond Savings and Bank 
of Bird in Hand invested more than $100 
in the competition period. 

“After the many challenges we all faced 
in 2020, there is never a better time for 
community bankers to stand together,” 
noted Chuck Leyh, FIRSTPAC Chair, 
President, and CEO of Enterprise Bank, 
Allison Park.

Shivers and Director of Government 
Relations Jordan Grant stand ready to 
make a special presentation to your bank’s 
board of directors to explain the stakes 
in the election, demystify the races, offer 
insights into the candidates, and create 
more value for your bankers who invest in 
the FIRSTPAC.  
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MUNIS FOR THE MANY 
TAXABLE MUNICIPAL BONDS HAVE APPEAL 
FOR NEARLY ALL COMMUNITY BANKS.
By Jim Reber, President & CEO of ICBA Securities

Ihave some good news for community bank portfolio 
managers who have grown weary of some or all of the 
following conditions that have persisted since 2020: 

• declining portfolio returns
• erratic cash flows
• call option exposure
• paltry yield spreads

Chances are, your bank’s portfolio has been affected by at least 
some of these conditions over the past year. The wild ride in 
interest rates kept producing surprises for the bond portfolio, and, 
in truth, about the only thing positive to be said is that prices rose 
— then declined — over that period. So, banks’ positions have lost 
value in 2021, but current investment yields have improved, which 
illustrates the mixed blessing. 

Over time, one of the enduring determinants of investment 
performance is sector weighting. More specifically, the more a bond 
portfolio consists of municipal bonds, the more likely it will have 
above-peer yields. According to Vining Sparks, as of Dec. 31, 2020, 
municipal bonds made up 53% of top-quartile community bank 

portfolios. At the other end of the spectrum, the bottom quartile 
was only 9% invested in munis. 

Historically, the amount of munis a bank owns in large part has been 
determined by a bank’s need to avoid tax liability. Some depository 
balance sheets have simply not had room for bonds, muni, or 
otherwise. Others haven’t been profitable enough to worry about 
that option. Still others, such as S Corps, which pass through their 
earnings to their shareholders, don’t benefit from tax-free earnings.

SUPPLY SHIFT
Fast forward to the Tax Cuts and Jobs Act of 2017. Corporate tax 
rates were reduced around 40%. That was good news for bottom 
lines, but it lowered the effective yields on all tax-effected assets, 
such as traditional munis and bank-owned life insurance. Since 
that time, banks have shed about one-fifth of their tax-frees.

Another subtle but significant feature in that legislation was to no 
longer allow muni issuers to “pre-refinance” their outstanding debt 
into other, new tax-free issues. These older bonds could only be 
refinanced into taxable issues going forward. That has had a major 
impact on the types of munis being issued in the current environment.
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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. 

Another subtle but significant feature in that 
legislation was to no longer allow muni issuers 
to “pre-refinance” their outstanding debt into 

other, new tax-free issues. 

In the 2020 calendar year, fully 30% of municipal bond issues were 
of the taxable variety. This is a decade-plus high-water mark. Less 
than ten years ago, taxable munis were but a blip on the new issue 
screen. They’d constitute somewhere between 3% and 7% of total 
new issuances. In fact, the only year that taxable munis exceeded 
2020’s volume was 2010, and that was purely a function of the 
narrow window for issuing Build America Bonds (BABs), a type of 
taxable munis only available for issue in 2009–2010. 

CROWD PLEASERS
Now to the afore-promised good news. If your community bank 
isn’t much invested in munis, taxables could bring some welcome 
relief to the issues mentioned in the first paragraph. As supply has 
grown and the interest rate curve has steepened throughout 2021, 
taxable munis can serve a number of purposes, not the least of 
which is respectable return. An investor can also now realistically 
hope for an issue that’s reasonably proximate to its footprint.

Speaking of returns, a high-grade general obligation taxable muni 
will out-yield a bank-qualified (BQ) issue at any point on the yield 
curve. As of this writing, a 10-year AA-rated BQ bond will have 
a tax-equivalent yield of about 1.85%, whereas a similar-duration 

taxable will be about 2.10%. There are a number of reasons for 
this, including the relative lack of supply of BQ paper. Also, it 
bears mentioning that S Corp banks, if they’re able to have tax-free 
income, will recognize higher tax-equivalent yields than their C 
Corp brethren.

What’s the downside? Just like any other taxable security, 
municipal bonds will have a higher degree of price volatility than 
tax-frees. However, the additional price risk is less than it used to 
be back in the era of 36% marginal rates for C Corps. It’s anyone’s 
guess what the impact of higher marginal tax rates will be to the 
tax-free muni market, but on the face of it, higher rates should be 
supportive of tax-effected assets.

In the meantime, the growing supply of taxable munis should 
continue to produce attractive yields. The supply, both in absolute 
dollars and for a given issue (which isn’t limited to $10 million 
per issuer per year that BQs are), should produce more than 
adequate liquidity. The benefits and availability of taxable munis 
should appeal to the many community banks looking for the right 
combination of risk and reward.  

LOAN PORTFOLIO MANAGEMENT WEBINAR
ICBA Securities and its exclusive broker Vining Sparks will 
host its next segment of the 2021 Community Banking 
Matters webinar series on May 11 at 10 a.m. Central. We will 
present Balance Sheet Management and Your Loan Portfolio. 
Visit icbasecurities.com to register. 



WHAT IS THE PACB FOUNDATION?

The PACB Foundation was established in 1994 to serve and be an administrator 
for the charitable, educational and historical purposes of  providing education, 
financial assistance and services to community banking employees and their 
children, the development and operation of  educational and historical exhibits and 
museums, and any other charitable or educational purpose which would qualify 
the Foundation as a tax-exempt organization.

HOW DOES THE PACB FOUNDATION SERVE?

The PACB Foundation provides funding to expand the opportunity to access 
professional development for current and future community bank leaders. With 
a focus on the development and education of  community bank professionals, 
the Foundation provides funding for banks to invest in the growth of  their 
employees through participation in programs that serve as the cornerstones in the 
development of  a workforce that will successfully serve the economic, business 
and personal financial needs of  communities across the Commonwealth.

   F O U N D A T I O N  I N F O R M A T I O N S C H O L A R S H I P  O P P O R T U N I T I E S   

Advance your banking knowledge 
with a PACB Foundation Scholarship 

FOR COMMUNITY BANKING EDUCATIONAL PROGRAMMING
Your success in banking is important to us. So is your continuing professional 
education. That’s why the PACB Foundation is making scholarships available 

to you and bank employees at every level in your institution. A valuable 
benefit of your bank’s PACB membership, the PACB Foundation scholarships 

can be used to purchase a variety of Association-sponsored virtual and 
classroom training and professional development programs.

• Increase opportunities for bank
employees like you to take advantage of
PACB’s expansive educational offerings
and allow member banks to expand the
professional development of  their teams;

• Provide additional opportunities
to introduce new bankers to PACB
educational offerings in order to
improve engagement and support for
community banking issues.

• Offer ongoing PACB continuing
education to support bankers who are
established in their careers as well as
the next generation of  community
bank leaders, which gives banks an
opportunity to retain, grow and
develop talent.

SCHOLARSHIPS WERE CREATED TO:

FOR MORE INFORMATION OR TO GET A SCHOLARSHIP APPLICATION, PLEASE VISIT PACB.ORG/PACB-FOUNDATION-SCHOLARSHIPS
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Fairmont Scottsdale Princess Resort 
Scottsdale, AZ 

September 16th – 18th

September 16, 17 and 18 represent three full days of 
networking, meeting your peers socially, engaging in a full track 
of educational sessions and learning from some of the brightest 
minds today in community banking. And it's a chance to meet 

vendors and other bankers at our Exhibition, too!

For more information on sponsorships, registration or to be a 
exhibitor, please visit pacb.org/convention-2021

PACB CONVENTION 2021



WE’RE
ALL IN

Why settle for a “good” relationship with an 
accounting firm when you can have a great one? 
We combine unrivaled banking expertise with a 
truly personal approach to every relationship—

with powerful results.

Unlike other accounting firms that “work in banking,” S.R. Snodgrass works only in banking. 
Every day, every week of every month, for more than 70 years. In fact, no other accounting 

firm has greater knowledge of the needs, challenges and operations of today’s 
community banks than S.R. Snodgrass. If you think our unique blend of 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
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ARE YOUR DIGITAL DISCLOSURES 
GETTING THROUGH?
DON’T OVERLOOK THE IMPORTANCE OF OVERDRAFT 
PROGRAM DISCLOSURE FOR REMOTE ONBOARDING
By Cheryl Lawson, JMFA EVP-Compliance Review

Growing consumer interest in digital banking services 
— combined with the necessity to modify normal 
in-person operations during the past 12 months — has 
caused a major change in the way banks and credit 

unions connect with account holders. Over a very short time span, 
the options available for new account openings shifted almost 
entirely to online and mobile channels, leaving a gap in personalized, 
one-on-one interactions. 
 
No doubt, as traditional service options have been disrupted, 
enhanced technology and digital capabilities have provided 
increased flexibility and convenience for consumers when opening 
accounts and completing financial transactions. 

However, when it comes to offering an overdraft service that provides 
your account holders with peace of mind when faced with financial 
shortfalls, vigilance in providing ongoing communications cannot be 
overlooked. To establish account holder trust and remain compliant, 

care must be taken to ensure easy access to consistent program 
messaging and digital support functions that help account holders 
resolve their issues with a full understanding of how the service 
works and how to use it responsibly.

COMMUNICATION IS ESSENTIAL FOR SUCCESSFUL 
ONBOARDING
According to the results of a recent onboarding study, despite the 
importance of early engagement, only about half of the financial 
institutions surveyed had an onboarding process in place. Among 
those that did, the process had not been optimized for the level of 
communication desired by account holders. 

Establishing a more personalized, information-driven approach to your 
digital onboarding strategy is an effective way to reinforce your new 
account experience. Plus, it can increase account holders’ understanding 
of how your overdraft program works and build confidence in your 
commitment to helping account holders meet their financial needs.

1. MAINTAIN AN ACCESSIBLE, INFORMATIVE ONLINE 
PLATFORM
Following are steps you can take to create a digital connection 
with account holders and extend your institution’s focus on 
service beyond the branch-driven experience:
• Provide an easy-to-use online platform where account 

holders can learn more about their overdraft coverage 
options, including the ability to opt-in or opt-out of 
extended coverage for electronic and ATM transactions.

• Increase your platform effectiveness by installing chat 
functionality that mimics the face-to-face interaction 
that account holders have similarly experienced through 
branch account opening.

• Adhere to all ADA Accessibility requirements on your 
website, such as “text to speech” screen readers and text 
captioning for account holders who may have limited 
vision, as well as the ability to opt-in or opt-out with just a 
keyboard — without using a mouse or touchscreen.

• Monitor your online platform regularly to make sure it 
is functioning properly. Your written content should also 
provide clear program disclosures, updated with the latest 
regulatory information to ensure full compliance.
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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 ACCOUNT HOLDERS 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.  

2. RENEW YOUR COMMITMENT TO EMPLOYEE EDUCATION
Many employees continue to work remotely and may have 
fewer face-to-face interactions with account holders. This 
is even more of a reason to revisit your training program to 
ensure all staff members who interact with account holders are 
familiar with all aspects of your overdraft program. Your staff 
should be consistent with their explanation about the service 
to your account holders and have the confidence to address 
any errors that may occur in program processing.
• Identify ways for employees to connect with account holders, 

opening conversations with “check-ins” so that they are 
warmly engaged. 

• Develop phone scripts that incorporate compliant 
discussion language and train front-line staff on their 
effective use. 

• Offer web-based learning options for staff, e.g., webinars 
and videos on Regulation E, overdraft alternatives and 
navigating your online portal to increase their ability to 
offer value in their conversations with account holders.

3. STAY THE COURSE OF BUILDING LONG-TERM 
RELATIONSHIPS
Follow up by phone with all accounts opened digitally to welcome 
new account holders, to see if they have any questions, to make 
sure they chose the right account for their needs and to explain 
their overdraft coverage options in a compliant way. Provide 
ongoing messages via email and letters throughout the life of 
account relationships to keep account holders apprised of their 
account status and overdraft program usage. This will help them 
with financial planning and reinforce the value you place on their 
financial well-being.

PROVIDE CONSISTENT MESSAGING ACROSS CHANNELS
Going forward, whether or not consumers continue to rely 
heavily on digital access to transact their financial business, a 
commitment to ongoing communication is essential. Failure to 
provide consistent, up-to-date information about the products 
and services you provide — like overdraft privilege — can 
increase account holder confusion and reduce their reliance on 
your institution as their primary source of financial services. 
What’s more, it can lead to increased risk of compliance and legal 
scrutiny of your program’s processes.

An overdraft program provider with knowledge and experience 
in program implementation, management and the changing 
regulatory environment can ensure your onboarding and account 
service strategy includes all of the components you need to keep 
your account holders informed and confident when financial 
challenges arise — whether they are accessing your services in a 
nearby branch or via their choice of digital channels.  

We Are All About You.

At YHB we take a holistic approach to assisting community banks with growing, managing, and protecting their hard work. 
With over 180 professionals across 8 locations, we partner with many of the regions most trailblazing leaders and banks. 

We are passionate about making sure your bank has the tools and support it needs to thrive.

Never settle for less. Choose the experts at YHB.

Internal Audit  |  External Audit  |  IT Controls & Governance  |  Tax Services
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PACB: HOW DID YOU GET INTO COMMUNITY 
BANKING?

JOANN: I happened to get into community banking by 
association. The bank manager at Marquette had given 
my husband and myself our first mortgage, she also 
happened to be a customer of mine, so she saw firsthand 
my sales ability and customer service skills. When a 

HOMETOWN CHAMPIONS:

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

community bank employees keep 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, while 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, we will be featuring 
interviews with these community bank 
employees for each issue, these “Hometown 
Champions.” Through these interviews, we hope 
to gain insight into what makes the community 
banking industry great in Pennsylvania.

This month we chat with Hometown 
Champions from Marquette Savings Bank, 
located in Erie County.

Marquette is THE HOMETOWN BANK, the 
only remaining locally headquartered bank in 
Erie County. Every dollar stays right there in the 
communities they serve to Mpower™ individuals 
and families to prosper, businesses to succeed, 
communities to be better places, and employees 
to be their best.

When you are THE HOMETOWN BANK, 
you look beyond the numbers to envision what 
could be. You see businesses growing and jobs 
created, families prospering and buying homes, 
and lives changed for the better. Because when 
it’s your hometown, it matters more. That is the 
Marquette Difference.

JoAnn Fuller

JOANN FULLER 
HEAD TELLER

position became available at her branch, which happens to be in the community where I 
live, she reached out to me. Twenty-three years later, I’m blessed to say I’m still a part of the 
Marquette Family!

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

JOANN: The most rewarding aspect of working in community banking is exactly 
that, the “Community.” It’s being that voice on the other end of the line when a 
customer calls looking for help, and they have that peace of mind when they realize 
that they are actually talking to a person and not having to go through an automated 
system. It’s always been a pleasure to serve the familiar faces we see on a daily basis, 
as well as the opportunity to build new relationships that we hope will last a lifetime. 
Having our customer’s best interests at heart has always been my goal.

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

JOANN: If you looked up the definition of community banking, you would find 
Marquette Savings Bank. Marquette is the “Hometown Bank with the Hometown 
Touch.” I’ve always taken pride in being a part of that and what it stands for. A bank 
that is rooted in its community and shows it by the way they invest in their customer’s 
needs while giving back by supporting local businesses and volunteering in local 
activities and events.

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

JOANN: Something most people might not know about me is that I lost my mom, my 
best friend, 17 years ago to breast cancer. It is a day I’ll never forget and a heartache that 
will never mend. Every day she still gives me the strength to get up out of bed, to put 
one foot in front of the other, to love with all my heart, to be better today than I was 
yesterday, and to never take one moment for granted!

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

JOANN: The 5th picture on my phone is of my two 
precious grandsons, who are only 3 and 2! God’s 
greatest gifts to me since my husband and my children! 
Every day they bring so much joy and love into my life, 
and for that, I am grateful! I am truly blessed!  
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Steve Kightlinger Erin May

STEVE KIGHTLINGER 
SR. VICE PRESIDENT

ERIN MAY 
ASSISTANT SECRETARY

PACB: HOW DID YOU GET INTO 
COMMUNITY BANKING?

ERIN: I started my career with 
Marquette Savings Bank in April 1995. 
My cousin was leaving her position 
with Marquette to pursue other 
interests. She recommended Marquette 
as a great opportunity and thought it 

would be a good fit for me. Fast forward 26 years later, I am still growing 
with the only Hometown Bank in Erie, Pennsylvania.

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

ERIN: There are so many rewarding aspects of working at a community 
bank; how do you choose just one. We take pride in our employees and 
our communities. We strive to create a sense of community in everything 
we do. This includes volunteering, donating, and being a team with our 
community through interactions with our customers. We have generations 
of families that continue to bank with Marquette because our customers 
know we care about them and how we do business in our workplace. We 
are a team, a family fully vested in our community, and grateful to be 
making a difference. There is one other rewarding aspect, and that is the 
friends and families we make when we help them open their first checking 
or savings account to later helping them purchase their first home.

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

ERIN: A bank that adds the personal touch to meeting the financial needs 
of the families and businesses in their community. A bank where lending 
needs are determined by employees that live in the same community as the 
customers they serve. A community bank pays attention to opportunities to 
serve their community by donating, volunteering, and supporting nonprofit 
organizations in their community.

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

ERIN: When I was in high school, there was a newly ordained priest at 
the church I attended. He encouraged the youth of the church to form a 
youth group and become involved in the community. I joined the youth 
group very enthusiastically, encouraging friends to join with me. (I think 
it became my youth group, haha!) This is where I started my love for 
community involvement and getting friends and family involved.

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

ERIN: My 5th picture is a screenshot of me and some of my closest friends 
having a Zoom Happy Hour. We have gotten together monthly in person 
for years since high school, really. We have now temporarily resorted to our 
“girls nights” to be Zoom Happy Hours. We are planning a girl’s getaway 
to celebrate us and how lucky we are to have many years of friendship and 
memories. (Sorry, these girls would kill me if I shared this picture!) 

PACB: HOW DID YOU 
GET INTO COMMUNITY 
BANKING? 

STEVE: I grew up in the 
Meadville area. Prior to 
Marquette Savings Bank, 
though, I worked for a national 
finance company and a 

large national bank. Then a Marquette Savings Bank trustee 
approached me concerning a role within their operation. I 
researched the bank and spoke to many clients, attorneys, and 
accountants about the job change. Everyone responded that 
Marquette would be a good fit. 

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

STEVE: Marquette Savings Bank is all about helping our clients 
and giving back to the communities we serve. Our customers are 
our friends. We socialize with them, and we also serve together on 
committees and boards. Every decision is made locally, and our clients 
are confident that transactions will be done timely and with ease. 

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

STEVE: Marquette’s mission statement is what I believe to 
be the definition of a community bank. “Every dollar stays in 
communities we serve to Mpower™ individuals and families to 
prosper, businesses to succeed, communities to be better places 
and employees to be their best.”

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

STEVE: I enjoy riding motorcycles, and I own a Harley Softtail. 

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

STEVE: The Castelo di Amorosa in Napa Valley — that was an 
awesome trip!   
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Pete Sitter

PETE SITTER 
SVP OF SALES & MARKETING

PACB: HOW DID YOU GET INTO 
COMMUNITY BANKING?

PETE: It was really a case of being 
in the right place at the right time. I 
had just finished a major consulting 
project, and at the same time, 
Marquette had an opening for the 
leader of the marketing department. 

The board and Michael Edwards, our CEO, were interested in 
getting a little more aggressive with the marketing program. I had 
previous experience in various bank marketing roles at both the 
corporate level and at an ad agency. The fit for me was perfect. I am 
community-minded, and Marquette gave me the freedom I needed 
to help connect the 110-year Hometown Bank With the Hometown 
Touch brand directly into our mission in a way that became more 
relevant to broader demographics.

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

PETE: The ability to make a difference in so many ways. 
Community banks are more responsive and flexible. The fact that 
we are locally managed, make local decisions, and do not have to go 
through corporate red tape means we can take actions that better 
match the situation at hand. This is how community banks truly 
make a difference. At Marquette, our brand position states that we 
are here to Mpower™ businesses to succeed and create jobs, Mpower™ 
individuals and families to prosper, Mpower™ communities to be 
better places, and Mpower™ employees to be their best. That purpose 
was never more important than it was in 2020. Seeing how we were 
able to help a broad cross-section of people during the Pandemic was 
very gratifying. My position allows me to serve on our contributions 
committee, and I see how what we do has a direct impact on people 
and making the communities we serve better places. In my role as 
the leader of the marketing department, I hear firsthand the stories 
of both our customers and the employees that serve them. Marquette 
also makes it easy for employees to volunteer their time and expertise 
to helping nonprofit organizations. I find the contribution I can 
make as a board member with organizations that are making a 
positive impact to be very rewarding.

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

PETE: For me, a community bank is a locally owned and managed 
financial institution that exists for one purpose — to make a 
difference by addressing the financial needs, challenges, and 
opportunities of the communities it serves.

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

PETE: I am a big “Do It Yourself” person. I am mechanically 
inclined and used to do all my own work on cars. I built a Dune 

Buggy in my teens and rebuilt a 1966 MGB sports car, which 
I used to take a trip around the country. Today, I have a full 
woodworking shop that I use to build furniture of my own 
designs, such as tables, credenza’s, desks, and cabinets. Most 
recently, I built my first chair, a weavers chair for my wife to use 
at her loom. I also built a few wooden Kayaks.

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

PETE: It is a photo of our Motorhome Van parked at our 
bayfront here in Erie on a warm spring day a few days ago. 
We bought the van to take on a cross-country trip to the West 
Coast to see our sons and grandkids. We are first-timers, and the 
opportunity to see our country in this way will be an adventure, 
to say the least.  

Reach your customers with print. 
To advertise in this magazine, 
contact us today.

801.676.9722 | 855.747.4003
thenewslinkgroup.org

sales@thenewslinkgroup.com
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YESTERDAY’S TRADITIONS. 
TOMORROW’S VISION. 
MEETING ELAINE WOODLAND AND PACB MEMBER 
FIRST KEYSTONE COMMUNITY BANK
By Jena Wolgemuth, PACB SVP of Administration and Chief of Staff

PACB is excited to introduce you to one of its newest 
members, First Keystone Community Bank in Berwick, 
PA, led by president and CEO Elaine Woodland.

For over 150 years, First Keystone has been partnering with its 
customers and prioritizing their needs. This is the foundation of 
the bank’s business philosophy, one that has obviously served them 
well. After a century and a half, they strive to continue delivering 
quality accounts and services to meet every financial need of their 
customers at an affordable cost.

This commitment to their customers is an initiative spearheaded by 
longtime community bank supporter Elaine Woodland.

After completing her mathematics degree at Bloomsburg State 
College, Woodland took a teller job at the First National Bank of 
Berwick to pay the bills until she could start her professional journey 
as an actuarial. Fortunately for the community banking industry, 
that bus never left the station. Woodland quickly started climbing 
the banking ladder, learning more about the business firsthand 
from the varied positions she held; she worked in the accounting 
and finance office. As a credit analyst, she found her niche as a 
commercial lender and ultimately rose to president and CEO.

As Woodland’s experience and knowledge grew, so did her love 
of community banking. In 1997 she had the opportunity to be 
part of the small group that enabled de novo Pocono Community 
Bank to open its doors. She designed their loan policy for them and 
served as the Director of Lending. Pocono Community Bank was 
eventually acquired by First Keystone Community Bank, taking 
Woodlands’ community banking journey full circle and returning 
her to her roots. This turn of events provided her the opportunity 
to take all of the expertise, skill, and understanding that she had 
developed during her tenure in banking, and implement a strategy 
to drive First Keystone toward its second-century mark.

As the leader of a billion-dollar bank, Woodland focuses on 
deepening relationships with the bank’s existing customers, 
reaching out with retirement and financial planning resources, and 
connecting the First Keystone team with the local community.

Every Friday of the year, employees can contribute by wearing jeans 
to work through the bank’s “Denim Days Connect Campaign.”  
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Last year they raised $10,699 that was 
donated to support local food banks. In 
an effort to support the youth of their 
community, the bank sponsors local 
finance-based competitions to encourage 
financial literacy through hands-on 
activities. For example, the PA Council on 
Financial Literacy’s Stock Market Challenge, 
where school-aged children learn about 
and compete in growing and managing 
a hypothetical $100,000 portfolio. First 
Keystone also sponsors the Conference of 
State Bank Supervisors, Community Bank 
Study Competition, where undergraduate 
students partner with local community 
banks to conduct case studies on relevant 
topics. Last year it was the PPP.

Woodland is quick to share the bank’s 
success, noting when she first took on 
the role as interim president and CEO, 
she had tons of support from the bank’s 
management team, including; Diane 
Rosler, Mark McDonald, Jonathan 
Littlewood, Jeff Wozniak, Rebecca Hooper, 
and Chris Zlobik. She is eager to “pay it 
forward” and strives to support her team 
in the same manner, making sure that each 
employee has the tools needed to reach 
their potential and solidify their future with 
First Keystone.

First Keystone Community Bank, 
where the employees remain devoted to 
maintaining “Yesterday’s Traditions” while 

highlighting the opportunities that come 
with “Tomorrow’s Vision.”

Please join us in welcoming Elaine Woodland 
and First Keystone Community Bank!   

She is eager to “pay it forward” and strives to support her team in the same manner, making sure that 
each employee has the tools needed to reach their potential and solidify their future with First Keystone.

JENA WOLGEMUTH, 
PACB SVP OF 
ADMINISTRATION
 AND CHIEF OF STAFF

WANT TO BE MORE COMPETITIVE? 
PCBB CAN HELP.

VISIT PCBB.COM TO LEARN MORE

Advisory Services 
CECL • Credit Stress Testing

International Services
Wires • FX Checks • Bank Notes

Cash Management Services
Settlement via PCBB Fed accountMike Foreman

SVP & Regional Manager
Hershey, PA
mforeman@pcbb.com
(717) 580-9714
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NOW I KNOW MY XYZS 
AN IN-DEPTH LOOK AT THE NEXT-GEN BANKER
By James G. Caliendo, President and CEO, PW Campbell 

Anew decade is upon us. 2020 has brought forth its fair 
share of shifts and paradigms through an economic and 
social lens. As baby-boomers continue to recede into 
retirement, Gen Y and Gen Z continue to solidify their 

stronghold on the U.S. workforce. The expectations of the next-
gen consumer have paved the way to a new wave of innovation, 
convenience, and change. Consumers used to balk at putting 
financial information online; now it has become second nature. 
Transactions, investments, purchases, and even relationships 
are solidified with a single swipe, leaving the old-school manual 
mentality behind to sit and collect dust.

But what’s driving these trends? What caused a once- online book 
selling business to become one of the biggest companies in the 
United States? And despite the push to online, how have brick-and-
mortar companies like Starbucks continue to thrive, and better 
yet post positive returns and an increase in their stock yield? The 
answer lies in the ethos of the Gen Y and Gen Z consumer.

Gen Y, commonly referred to as millennials, are identified by 
anyone whose birth year falls between 1981 to 1996. Gen Z picks 
up where millennials have left off, carrying through birth years 
into the 2010s. The generational combination represents more than 
half of the U.S. workforce; both having done their fair share of 
shaping the “new normal” across many verticals, particularly in the 
financial and banking space. With this generational shift, financial 
institutions are being forced to cater to the wants and needs of their 
new target consumer.

THE WANTS AND NEEDS
For financial institutions to successfully embrace the new shift in 
consumer demand, it's important that they understand the root 

of the shift itself. Stemming from a completely digital childhood, 
millennials and Gen Z have relied upon technology as a form of 
convenience to streamline manual and mundane tasks in their 
every day lives. Dedication of time and labor as a means to success 
conceptually falls short for these generations, as they have been 
reliant on technology to streamline daily processes.

Technology aside, both millennials and Gen Z have brought new 
positive values into the limelight. Inherently, they are driven to use 
local, with an emphasis on building relationships. The preference to 
focus more on individual and personal interactions drives their choices 
as consumers, and translates seamlessly into their work environment. 
According to CT Business Travel, 80% of millennials prefer face-to-
face meetings over virtual, with 87% of all professionals stating that 
face-to-face meetings are essential for networking and business. This 
easily translates over into their selection for banking, especially when it 
comes to making financial decisions for their future.

Millennial and Gen Z consumers need the face-to-face interaction 
to be guided on the right path, especially when it comes to complex 
financial transactions. These generations are hard-hit with obstacles 
that their predecessors were not, such as substantial student loan debt. 
Financial institutions have an obligation to build relationships through 
interactions and to assist them in getting on the right track financially. 
That’s not something that can be done through smartphones yet.
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understand the root of the shift itself. Stemming from 
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success conceptually falls short for these generations, 
as they have been reliant on technology to streamline 
daily processes. 
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Inherently, they are driven to use local, with an emphasis 
on building relationships. The preference to focus 
more on individual and personal interactions drives 
their choices as consumers and translates seamlessly 

into their work environment. According to CT Business 
Travel, 80% of millennials prefer face-to-face meetings 
over virtual, with 87% of all professionals stating that 
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business. This easily translates over into their selection 
for banking, especially when it comes to making 
financial decisions for their future. 

Millennial and Gen Z consumers need the face-to-face 
interaction to be guided on the right path, especially 
when it comes to complex financial transactions. These 
generations are hard-hit with obstacles that their 
predecessors were not, such as substantial student 
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JAMES G. CALIENDO 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.

The same can be said when it comes to their overall lifestyle 
experience. Both millennials and Gen Z are highly experiential and 
authentic, craving highly unique, tangible, and tactile authentic 
brand experiences. They focus heavily on opportunities that create 
memories as opposed to owning material goods. How does this 
translate over into the banking world? Statistically speaking, 
millennials and Gen Z are more likely to gravitate towards 
institutions that can provide a unique service experience at the 
local level, as opposed to a generic interaction at the corporate level.

SOLUTIONS
With the drive to local, a preference for face-to-face interactions, 
and the need for crafting memorable experiences, both generations 
are screaming an aversion to corporate America. This becomes 
a major opportunity for local community financial institutions 
to grab hold of these generational sectors and create mutually 
beneficial lasting relationships.

While major institutions are playing heavily into the technology 
aspect, they are falling short on the other pillars that drive 
engagement. Where technology is highly used by these generations 
to complete the mundane day-to-day tasks such as making 
transfers and deposits, it certainly does not replace the unique 
experience that they can get through face-to-face interactions at the 
local branch level.

In-branch technology serves two purposes — at the basic level, it 
is the bridge between the next-gen banker and the branch. From 
iPad integration, digital touchscreen message boards, plug-and-play 
solutions, and digital marketing; a number of different solutions 
exist that can give the branch the tools it needs to show consumers 
that it is current and that it speaks their language.

The second part is leveraging that language to create a unique 
experience that hits on the experiential level. When comparing 
interactions between technology and face-to-face, millennials and 
Gen Z are six times more likely to engage in an experience that 
blends technology seamlessly with human touch, as opposed to 
each of those sectors acting independently.

James G. Caliendo 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, PWCampbell 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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opportunity for local community financial institutions 
to grab hold of these generational sectors and create 
mutually beneficial lasting relationships. 

While major institutions are playing heavily into the 
technology aspect, they are falling short on the other 
pillars that drive engagement. Where technology is 
highly used by these generations to complete the 
mundane day-to-day tasks such as making transfers 
and deposits, it certainly does not replace the unique 
experience that they can get through face-to-face 
interactions at the local branch level.  

In-branch technology serves two purposes - at the 
basic level, it is the bridge between the next-gen 
banker and the branch.  From iPad integration, digital 
touchscreen message boards, plug-and-play solutions, 
and digital marketing; a number of different solutions 
exist that can give the branch the tools it needs to 
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a unique experience that hits on the experiential level. 
When comparing interactions between technology 
and face-to-face, millennials and Gen Z are 6 times 
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Technology aside, community financial institutions 
have a major advantage in playing to the generational 
market than their bigger corporate competitors by 
leveraging the local experience. The next-gen banker 
does not want to be just a number. They thrive on being 
an actual customer, a human; and the community 
branch has the aptitude to thrive here. Mobile and 
online banking cannot substitute the relationships 
and brand positioning that a community branch can 
deliver. More importantly, bringing it all under one 
roof, in a unique environment that captures the true 
essence of the next-gen banker – that is the winning 
combination.  

If we continually push for the unique and experiential 
interactions at the local level, and use technology as the 
bridge to explain, teach, and drive these interactions, 
local financial institutions will finally know their XYZs, 
setting themselves up for a very successful future.
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PROCESSMAKER
212 W Main St. #300, 
Durham, NC 27701
(919) 289-1377 
processmaker.com

ProcessMaker, headquartered in Durham, 
NC. With offices also located in South 
America and Europe, ProcessMaker 
orchestrates the flow of data between systems 
and people so that organizations reach their 
full potential. They have won numerous 
industry awards attesting that they are a 
leading force in workflow solutions and 
business process management (BPM).

SALESPHYSICS
100 Birkdale Court
Lexington, SC 29072
(803) 719-1009 
salesphysics.com

Based in South Carolina, this training
and technology firm offers customized
training programs, engagements, and
technology solutions based on a unique
concept known as The Sales Value
Equation (SVE).

 

DOLLARBANK
Three Gateway Center
401 Liberty Ave., Suite 1 East
Pittsburgh, PA 15222
(412) 261-4900 
dollar.bank

With assets of more than $10.3 billion, 
Dollar Bank today operates 81 locations 
throughout PA, OH, and VA with more 
than 1,400 employees. A new branding 
campaign recently underway sees new 
signage and logos appearing through their 
region! For more than 166 years, Dollar 
Bank has grown to become a large,  
full-service community bank.  

PACB WELCOMES IT'S NEWEST MEMBERS
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SHUMAKERWILLIAMS.COM

Yes, most of us are aware the 
LIBOR is about to go the way of 
the dinosaur. But what does this 
mean to our institution? Well, it 

depends on what types of loans were made 
and what financial assets remain on your 
balance sheet.

As background, LIBOR or the London 
Inter-Bank Offered Rate is a forward — 
looking interest rate index for various 
maturities. The LIBOR administrator has 
announced it intends to cease publishing 
the one week and the two (2) month 
USD LIBOR on December 31, 2021 and 
the remaining USD LIBORs on June 
30, 2023. LIBOR as an organization has 
existed since 1986 and was designed to 
provide independent market driven indices 
for various maturities. LIBOR worked 
well until the nadir of the 2008 mortgage 
crisis when the interbank lending among 
the largest banks ceased due to the 
uncertainty of pricing balance sheets 
laced with mortgaged backed securities, 
credit default swaps and other derivatives. 
The “nail in the coffin” occurred a few 
years later when certain investment bank 
employees schemed to manipulate the 
submitting of each banks’ interest rates 
used to calculate the various LIBOR. 
With that advance information, illegal 
profits were made leading to civil fines 
and criminal convictions. My white-collar 
crime students’ study this as an example 
of the ability of bright and well-placed 

individuals “to game” any complex 
economic calculation for fun and profit 
unless you get caught. 

The three (3) Federal Regulators issued 
a statement on November 30, 2020 
identifying this as a safety and soundness 
issue that must be actively managed. The 
Federal Reserve published further guidance 
(SR21-7) detailing that an inventory of 
legacy loans or derivatives tied to LIBOR 
needed to be identified and reviewed 
by legal counsel. The Federal Reserve 
bifurcated its examiner guidance for those 
institutions over and under $100 billion 
dollars. Many LIBOR agreement when 
made did not provide for an alternative 
index except in the event of temporary 
disruptions of publication of LIBOR. Each 
major country has an Alternative Rate 
Reference Committee (ARRC) providing 
suggested indexes with each country 
proposing alternative indices. The U.S. 
ARRC developed the Secured Overnight 
Finance Rate (SOFR). Some in the U.S. 
have pushed for a legislative solution 
to adopt SOFR as a statutory fallback 
rate. New York has already passed such 
legislation. It is unclear whether the U.S. 
Congress will take action. The International 
Swaps and Derivatives Association has 
adopted a fallback protocol to be used while 
parties negotiate a substitute contractual 
provision. The Consumer Financial 
Protection Bureau has published guidance 
on June 24, 2020 reminding lenders of U.S. 

SURVIVING THE TRANSITION FROM LIBOR
MAKING THE RIGHT CHOICE

Consumer law requirements for amending 
consumer loan agreements and whether 
such amendments may be considered a 
“refinancing.” This will affect adjustable 
(or variable) rate loans and lines of credit, 
such as adjustable-rate mortgages (ARMs), 
reverse mortgage, home equity lines of 
credit (HELOCs), credit cards, student 
loans, and any other consumer loans that 
use LIBOR as the index. Each product 
will need to be reviewed as to any new 
disclosure requirements. 

Each type of loan or derivative may 
require a different solution to overcome 
its own special set of issues. To put this 
in context, the essence of this exercise 
is to amend a contract which is either 
authorized by the existing contract or by 
the consent of the parties. The decision of 
the “right” replacement index is ultimately 
an economic decision based on your 
institution’s cost of funds and the duration 
of those financial assets. Once that decision 
is made, “dot your I’s and cross your T’s” to 
effectively amend your agreements.  
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ONE LAST THING ...
Did you know that you can enjoy your 
association news anytime, anywhere?

Scan the QR code or visit:
hometown-banker.thenewslinkgroup.org

Check it out!

The new online article build-outs allow you to:
• Stay up to date with the latest  

association news
• Share your favorite articles to  

social channels
• Email articles to friends or colleagues

There is still a flipping book for those of you 
who prefer swiping and a downloadable PDF.

WE CAN HELP YOU THROUGH YOUR LEGAL  
AND BUSINESS ISSUES.

LAWYERS HELPING BANKERS 
SUCCEED FOR MORE THAN 55 YEARS

1-888-794-5542
www.shumakerwilliams.com

PENNSYLVANIA . NEW JERSEY . MARYLAND . VIRGINIA . NEW YORK . DISTRICT OF COLUMBIA

Counsel to and Supporter of PACB since 1977

Recommended Banking & Finance Attorneys Nationwide
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Play, Sponsor or Simply Support your Associa�on at this great ou�ng, hosted in the beau�ful Fall season in Hershey, PA! 

 

Be Our Title Sponsor: $5,000                                                                                                              
Includes a foursome for golf, speaking opportunity, company recognition on-site at sign-in            
and lunch and at www.pacb.org and Hometown Banker magazine  
Be Our Cart Sponsor: $1,500                                                                                                                
Includes rounds for two golfers, recognition on www.pacb.org                                                                      
and Hometown Banker magazine and on GPS screens in carts 
Be Our Lunch Sponsor: $1,300                                                                                                       
Includes golf for one, speaking opportunity at lunch, company                                                                   
signage in the luncheon area, recognition on www.pacb.org                                                                         
and Hometown Banker magazine 
Be Our Beverage Cart Sponsor: $1,000 *                                                                                         
Be the Driving Range Sponsor: $1,000 *                                                                                        
Be a Practice Green Sponsor: $1,000 *                                                                                            
* – Tournament golf for one, sponsor recognition on pacb.org and                                                                                      
Hometown Banker Magazine and a logo’d company sign  

 

 
 
 
 
 
 Tee and Green Sponsorships: $350 each                                                                                        
 Includes company logo on hole via GPS screen in carts,                                                                     
 recognition in Hometown Banker magazine  

Get a Player                                                                        
‘Power Package!’ 
                                                                    

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

                                  IInnddiivviidduuaall  GGoollffeerr  FFeeee::  $$115500              

To Play or Sponsor:                                                                                                                                            
Go to www.pacb.org/education – look under  June 1 on our calendar                                                   
to register. Can’t Make It? Consider making a donation to PACB.                                                     
Contact Todd Willman at todd@pacb.org to make your donation! 
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Focused on what really matters:               
real results for today’s community banks.
At RKL, you may know us for the services we provide the financial 
services industry – but a list of services doesn’t embody what we 
truly deliver. Tangible outcomes. Trusted advice. Solutions that 
prepare your community bank for real, sustained growth.

Are you ready for real results? 

Contact us today to learn more.

RKLcpa.com 
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A break from the traditional. Unfettered access to a team of attorneys with 
deep expertise and extreme responsiveness. Learn how we protect what 
you’ve built and how we've revolutionized the legal services experience.
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