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From Your Chapter President 

 
The Central Indiana Chapter is once 
again conducting a 3-day Commercial 
Lending School designed for credit 
underwriters, junior lending officers, 
individuals with a desire to learn aspects 
of lending only gained through real- life 
experience, and Portfolio Managers and 
Relationship Managers and other 
Lenders moving to a different business 
segment. 
The curriculum includes courses on 
commercial loan structuring, problem 
loan identification, understanding cash 
flow, loan documentation, client 
profiling, and building and managing 
sales relationships, among other topics.   
The program will be held at the East 
Tower of PNC Bank in downtown 
Indianapolis on Monday July 16th 
through Wednesday, July 18th.  
Registration has opened with a 
registration deadline of July 6th.  The 
Chapter is offering a $100 discount if 
registration occurs before May 31st.  
Register online at 
http://community.rmahq.org/CentralIndi
ana/Home/ 
We encourage you to review the 
brochure (distributed separately) or pass 
along the brochure to individuals you 
believe would be interested in the 
Lending School. 

Della Hootman 

 
 

Please welcome our newest members! 

 John Christy, Salin Bank & Trust 
 Amber Dunning, Community First Bank 
 Steven Hickey, Community First Bank 
 Tammy Pekarske, Community First Bank 

 

2011–12 Central Indiana Chapter Officers 
 (*Designates Past President) 

OFFICERS 

President: Della Hootman, Key Bank 

Vice President/Programs: Brandon Fairman, Harris 
Bank 

Jr. Vice President: Blake Sanderson, Ameriana Bank 

Treasurer: Laura Haynes^, Salin Bank 

COMMITTEES  

Long Range Planning: Steve McGlothlin^, Old National 
Bank 

Membership: Scott Anthony, Huntington Bank 

Community Banks/Credit Risk Certification:  Rob 
Julius, State Bank of Lizton 

Young Professionals/Lending School: Amy Losh, 
Regions Bank 

Lending School: Sharon Ketner, National Bank of 
Indianapolis 

YP Committee: Nate Woods, Ameriana Bank 

Education: Jill Manchir, PNC Bank 

Social Media: Zac Nelson, Old National Bank 

Public Relations: Grant Friend, Huntington Bank 

PR Committee: Steve Moe, Huntington Bank 

Paper Writing: Todd Sparks, PNC Bank 

Administrator: Janice Dixon 

2011-2012 CALENDAR OF EVENTS 
 

Local Chapter Programs 
 

 May 7th, 2012 – Tax Exempt / Bond Financing 
 June 6th, 2012 - Real Estate Receivership 
 June 20, 2012 – Environmental Due Diligence 
 (Sign up information will be distributed 

separately for RMA Training Courses and 
Local Chapter Events) 



 

 

 
Lending to Wealthy Individuals 

Complex personal finances call for careful analysis by 
lenders. 

By Kevin McLaughlin 
 

“Trust but verify” is the best approach when lending to the 
rich, according to private bankers participating in a recent RMA 
audio conference, “Issues in Lending to Wealthy Individuals.” 

Because most personal financial statements submitted for 
loans are prepared by the applicants, analysis and verification 
are critical in evaluating repayment ability, said Rick Larson, 
senior vice president and district credit officer for KeyBank.  

“Do we need to verify everything? No, that might put us at 
a competitive disadvantage,” he said. “But certainly we should 
verify some of those assets.” 

Larson uses the 15% rule: If an asset makes up 15% or 
more of total assets listed, it should be verified independently. 
Bank statements, investment statements, income tax returns, and 
similar documents can reveal a more accurate picture, he said. 

In checking the documents, lenders need to understand and 
evaluate the assets listed. Stocks, real estate, and hedge and 
private equity funds are among assets that require a deeper look. 

Liquidity is another concern. Lenders need to verify liquid 
assets listed on the borrower’s personal financial statement 
(PSF).  

“Some key pitfalls are assuming cash on hand listed on the 
PFS is owned personally by our borrower or guarantor. It could 
be in a company or in a trust,” said Keith Larson, a wealth 
management credit approval officer responsible for portfolio 
management in the Private Client Group at U.S. Bank.  

“Assets are not always liquid or marketable securities just 
because they’re listed that way on the PFS,” Larson said. 
“Publicly traded securities are not created equal as it relates to 
liquidity. Other variables include price, stability, and volatility, 
the trading volume or demand for the stock. 

“Verify and document liquidity and do it often. The 
frequency will be based on your reliance on the asset.” 

Estate planning can tie up some lenders’ assets in illiquid 
instruments such as grantor retained annuity trusts (GRATs). 

“A common scenario we find occurring is a client moving a 
lot of their liquidity into a GRAT, for example,” said Paul 
Hornung, senior credit officer for Wells Fargo Private Bank. 
“The good news is they’ve avoided an awful lot of estate tax; the 
bad news is they just blew up all their liquidity. 

“We spend a lot of time thinking about the ownership, the 
titling, the estate-planning structures the client has in place, and 
try to work our way around it by bringing some of those entities 
in as co-borrowers, as guarantors to help offset some of that 
estate planning.” 

The complexity of estate planning means “we virtually have 
become attorneys and paralegals,” said Laurie Wojcik, senior 
vice president and head of Credit Advisory at HSBC Private 
Bank Americas. 

“I recommend strongly that you do not rely on your junior 
teams or even outside counsel to read all these documents,” 
Wojcik advised. “We just have to read them ourselves, because 
we really have to understand what each entity is empowered to 
do and then use that empowerment to structure our loan. 

“People are seeing more complex types of investments. You 
have to educate yourself on those investments, and if you’re not 
prepared to do that, you shouldn’t lend against them.” 

Contingent liabilities also need to be factored in when 
evaluating a borrower’s creditworthiness.  

 
 

“I look at contingent liabilities in a broader sense as 
existing or potential contingent claims on the cash flow or asset 
base of the sources of repayment that we’re relying on to repay 
our loans,” said Keith Larson of U.S. Bank. 

Contractual liabilities can be only part of a borrower’s 
responsibilities. Examples of non-contractual liabilities include 
family obligations.  

“Family or relationship liabilities that aren’t contractual can 
include divorce, supporting kids, supporting businesses that kids 
may be developing,” Larson said. Other contingent liabilities 
include personal guarantees, capital calls, litigation and 
settlement, lease obligations, maintenance agreements, or 
environmental cleanup responsibilities. 

“We’re dealing with very complex financial profiles and 
legal structures that require a lot of discussion with our clients 
and their advisors to truly understand,” he emphasized.  

 
To read this article in its entirety, please visit our website: 
http://www.rmahq.org/tools-publications/the-rma-
journal.  
 
Follow The RMA Journal on Facebook or Twitter. 

 

RMA Credit Risk Certification 
Why RMA-CRC?  
In today's rapidly changing financial services industry, 
you need practical, day-to-day knowledge that will help 
you excel in your profession. You need the latest skills—
skills that are current and complete. And you need the 
demonstrated ability to serve a diverse base of clients. 
Plus, you need all of your knowledge, skills, and abilities 
to be validated by a respected organization like RMA.  

For more information, check out our website: 
www.rmahq.org 

Credit Risk Management Audio Conference 
Series 

 

May 8, 2012 – How to Leverage SBA Lending in Your 
Institution 

June 12, 2012 – State of the Art Practices in Credit Review 

Time: All audio conferences will be held at 1:00 p.m. Eastern 
Time (10:00 a.m. Pacific Time). 

Fees: Multiple listeners permitted free on the same line (include 
as many officers as can fit around your speakerphone). 

 Associate Members – $850 for all 10, $120 for each selected 
audio conference (per phone line). 

 Nonassociates at member institutions – $920 for all 10; 
$130 for each selected audio conference (per phone line). 

 Nonmembers – $1,300 for all 10; $180 for each selected 
audio conference (per phone line). 

 
 


