
     

 

Risk Mana gement  Associat ion  

The end of 2014 finds us at a quarter of the  Northern Ohio 
Chapter of RMA year.   As a reflective notation for 2014: 
 
 NORMA increased membership to over 240+ risk-
focused members, in large part due to your interests AND 
Andy Lamb’s committee effectiveness. 
 
 Unwavering participation in risk-centric educational work-
shops providing many benefits to our communities in large 

part due to Steve Skaggs outstanding marketing efforts. 
 
 Superb general programs presenting author Rick Parsons and FRB CEO Loretta 

Mester, brought to you by the ingenuity of  Kristyn McGlynn’s committee. 
 
 And many thanks to so many more on the board and committees for their de-

votion to serving all of our risk-based needs.  Contact me personally if you 
would like to be part of the solution. 

 
2015 will find us in an interesting economy, with no lack of risks associated with it.  
NORMA’s success depends on your involvement as members, participants, and am-
bassadors of a risk culture.  Thank you for your continued efforts to “spread the 
word” and participation in these NORMA activities this  year. 
 
 Educational Workshops: 

 Cash Flow Analysis II:  Applied Concepts - February 10-11, 2015 
 Lending to Nonprofit Organizations - March 17, 2015 
 Global Cash Flow II-A Real Estate Portfolio Perspective - May 12, 2015 

 
 General Membership Program coming in May:  Expectations of the First Line 

of Defense - An Internal Risk Review Panel Discussion 
 
 Young Professionals Program coming in March:  Distillery Tour and Dinner 
 
 NORMA Newsletters with local member news and events 
 
 Article Writing Competition with CASH prizes—more details to come 
 
Wishing you and your families a risk-free holiday! 
 
 
Rick 

Richard A. Wilson, President 

Risk Management Association - Northern Ohio Chapter 

Volume 65.2  

P R E S I D E N T ’ S  M E S S AG E      

Dcember   2014  

  

Visit us on Linkedin – 

RMA Northern Ohio 

 

View upcoming events 

on our group page -

RMA Northern Ohio 

Chapter 

 

I N S I D E  T H I S  I S S U E :  

2014 NORMA Board 2 

Its What I Do 2 

Writing Competition 3 

CRC Certification 4 

Audio Conf Series 5 

Education Classes 5 

Book for Sale 5 

 Credit Negotiations 6 

 Career Corner 7 

NORTHERN  OHIO  NEWS  

 

SAVE THE DATE! 

 

YP EVENT! 
March 12, 2015 

 

DETAILS COMING 
SOON!! 



  

 

Page 2  

2014-15  BOARD 

PRESIDENT 
Richard Wilson 
Federal Reserve Bank 
Richard.A.Wilson@clev.frb.org 
 
VICE PRESIDENT 
Steven Skaggs 
Peoples Bank 
Steven.Skaggs@pebo.com 
 
2ND VICE PRESIDENT 
Joseph Davis, RMA-CRC 
KeyBank 
Joseph_Davis@keybank.com 
 
SECRETARY 
COMMUNICATIONS CHAIR 
Mary Martin 
KeyBank 
Mary_Martin@keybank.com 
 
TREASURER 
John Hecker 
KeyBank 
John_Hecker@keybank.com 
 
PROGRAM CHAIR 
Kristyn McGlynn, RMA-CRC 
KeyBank 
Kristyn_L_McGlynn@keybank.com 
 
EDUCATION CHAIR 
William Bartok 
FirstMerit Bank 
William_Bartok@firstmerit.com 
 
MEMBERSHIP 
Andrew Lamb 
Federal Reserve Bank 
Andy_LambII@clev.frb.org 
 
YOUNG PROFESSIONALS 
Alan Jefferis 
KeyBank 
Alan_Jefferis@keybank.com 
 
AMBASSADOR CHAIR 
Steven Skaggs 
Peoples Bank 
Steven.Skaggs@pebo.com 
 
ARTICLE WRITING CHAIR 
Donald Miehls, Esq. 
Walter & Haverfield 
DMiehls@walterhav.com 
 
NOMINATING COMMITTEE 
Nicol Halishak, RMA-CRC 
FirstMerit Bank 
Nicol.Halishak@firstmerit.com 
 
CHAPTER ADMINISTRATOR 
Linda Russell 
KeyBank 
Linda_A_Russell@keybank.com 
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IT’S WHAT I DO 
 

My Reflections of the RMA Credit Risk Certification 

 

I happened to have gone through RMA’s CRC pro-
cess at a very transitive time within my career, at my 
bank specifically, and in the banking industry as a 
whole.  At that time in the early 2010’s, I was transi-
tioning from my role as a commercial loan under-
writer to a relationship manager, the bank I was 
working for was transitioning their senior manage-
ment/leadership, and the banking industry was go-
ing through the largest transformation since the 
Great Depression.  

 

The striking part to me about the timing of all of that going on at one time is that 
studying and taking the CRC exam taught me to focus on the fundamentals of 
commercial lending.  Despite changing management and changing regulations, the 
fundamentals of banking have not changed.  Banks have always and will always 
look to lend to customers that have the wherewithal and ability to pay them back 
in full with interest.  And the reality is also that banks need to lend out money to 
stay in business.  Focusing on the key aspects of a business and industry that drive 
your clients’ and prospects’ ability to repay you continues to drive my daily re-
sponsibilities at the bank, no matter if I’m working in a credit or sales capacity.  
Additionally, no matter what happens in the economy or the banking industry, the 
fundamentals of credit – capacity, collateral, capital, & character – will always re-
main the same.  

 

As such, my studies for the CRC exam could not have come at a better time.  The 

curriculum was extremely broad, which set up my knowledge within a wide range 

of topics that I see consistently.  Everything from C&I to Real Estate, new credits 

to special assets, small business to large corporates, were all covered.  I utilize 

these fundamentals continuously and it greatly helped me navigate through very 

unique times in my career, at my company, and within the banking industry.  

 

   

 

 

 

 

 

 

 

 

 

Ronald Konstantinovsky, CRC 

Talmer Bank & Trust 
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2015 RMA CHAPTER ARTICLE WRITING COMPETITION  

MONEY! FAME!  

PERSONAL AND PROFESSIONAL DEVELOPMENT!  
 
 

The Northern Ohio Chapter will be participating in the 2015 Article Writing Competition sponsored 
by the national headquarters of the Risk Management Association.  All members of our Chapter are 
eligible to participate at the Chapter level, with up to three winners from our Chapter to be entered in 
the  national competition.  Each article must address a risk management topic of current interest to risk 
management professionals.  The Chapter’s Article Writing Competition Committee will determine the 
local winners. 

 

The Chapter will provide the following prizes for local winners:  

 

 The first place winner will receive $100 and free Chapter membership for the 2015-2016 term.  

 

 The second place winner will receive $75 and a voucher for free admission to a Chapter event, ex-
cluding educational classes, for the 12-month period following the conclusion of the local competi-
tion. 

 

 The third place winner  will receive $50  and a voucher for free admission to a Chapter event, ex-
cluding educational classes, for the 12-month period following the conclusion of the local competi-
tion. 

 

The prizes for the first place, second place, and third place winners of the national RMA competition 
are $1,000, $750, and $500. 

 

The deadline to submit entries for the Chapter competition is April 15, 2015.   

 

Individuals can earn CRC CEU credits by entering the competition!    Are you Credit Risk Certi-
fied (CRC)?  You can now earn up to 6 CEU credits by entering the RMA Article Writing Competition 
in any year you will receive 3 credits for your first article submitted.  If that article is chosen as one of 
the top three in RMA Northern Ohio Chapter’s competition and is submitted to RMA HQ - you will 
receive another 3 CEU credits.    Finally - any articles published in The RMA Journal receive an addi-
tional 9 CEU’s. 

 

Anyone interested in writing an article for the Chapter competition should contact Don Miehls, chair-
man of the Chapter Article Writing Competition Committee, at dmiehls@walterhav.com or (216) 928-
2967, or any other Northern Ohio Board member, for more information. 

 

 

 

 

mailto:dmiehls@walterhav.com
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RMA CREDIT RISK CERTIFICATION 
 

Take control of your career with the only recognized professional designation for credit and lending profes-
sionals.  What will the CRC designation say about you? 

 

In today’s rapidly changing financial services industry, credit and lending pro-
fessionals will continue to play a critical role in shaping the risk profile of 
their respective institutions.  The CRC is the only recognized professional 
designation for credit and lending professionals, and earning it gives you add-
ed credibility among colleagues and clients alike.  As a credentialed risk pro-
fessional through RMA, you demonstrate a commitment to the credit risk 
industry and a level of industry knowledge that has been recognized by an 
objective, outside organization. 
 

Distinction 

 Becoming a CRC holder establishes you as a member of a respected group of CRC credential holders and 
provides your employer with an objective measurement of your capabilities. 

 

Expertise 

 Passing the CRC exam is an indicator that a CRC holder possesses the knowledge and skills necessary to 
master a myriad of credit risk situations. 

 

 

Networking 

 The CRC provides you with a platform to network with some of the world’s leading credit risk manage-
ment professionals, expanding your professional knowledge and opportunities. 

  

Personal Growth 

 Earning the CRC is a step in your own personal career growth and gives you added confidence in your 
skills as you pursue your short and long term career goals. 

 

Leadership 

 Mastering the content of the CRC exam represents a commitment to the credit risk profession, and to 
your career overall, positioning you as a leader in the field.  Attaining the CRC provides the feeling of per-
sonal achievement and the satisfaction of conquering a rigorous exam developed by the best credit risk 
practitioners. 

 

 

The deadline for the Spring 2015 testing window (March 9, 2015—April 18, 2015) is 

January 31, 2015, so be sure to  apply today. 

 

 

For more information go to:   www.rmahq.org/CRC   
 

OR  
 

Contact Nicol Halishak, SVP, RMA-CRC at:   nicol.halishak@firstmerit.com 

 

http://send.rmahq.org/link.cfm?r=634549074&sid=58280319&m=7750068&u=RMA_&j=23261763&s=http://landing.rmahq.org/crc
http://www.rmahq.org/CRC


     

 

Credit Risk Management - Audio Conf. Series 

 

  

 

 

 
 

 
The following educational classes are scheduled to be  

hosted by the Northern Ohio Chapter.   Registration 

 information is posted on our website:   

http://community.rmahq.org/NorthernOhio/Home  

 

Cash Flow Analysis II:  Applied Concepts 

(Event #301312-15) 

February 10-11, 2015 - Cleveland, OH 

 

Lending to Nonprofit Organizations 

(Event #301607-15) 

March 17, 2015- Akron, OH 

 

Global Cash Flow II— A Real Estate Portfolio  

Perspective 

(Event# 341411-15) 

May 12, 2015 - Cleveland, OH 

 

Northern Ohio News  Page 5  

 Back to Basics—Understanding true ABL Structure and Processes.    January 13, 2015 

 Construction Lending Risk Management Strategies.  February 10, 2015 

 FASB Rule Changes to ALLL and other issues.  March 10, 2015 

 Building an  Effective Flood Compliance Program.  April 14, 2015 

 Small Business Lending—Latest Trends in Underwriting Small Business Loans.   May 12, 2015 

Associate Member Price:   $120.00 

Professional member/Institutions Price:  $130.00 

NONmember Price:   $180.00 

Visit www.rmahq.org for complete list of upcoming ERM briefings, Operational Risk, Regulatory and CFPB Audio Conferences. 

 

EDUCATION CLASSES  

 REGISTER NOW! 
Using his unique approach to industry research, Richard 

Parsons discovered the real reasons why more than 3,000 

banks have failed over the past three decades. He offers 

common sense solutions to fix the U.S. banking system. 

 

If you missed the opportunity to hear Richard Parsons 

speak at our March 2014 Spring Luncheon - don’t miss 

out on the chance to own his book.    Cost is $25 (plus 

S&H).   Limited supply available.   Contact Linda Russell 

@ 216-689-0580 or email rmanohio@gmail.com. 

FOR SALE!!!  
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10 Principles of  Credit Negotiations 
After several decades in the lending business, the author concluded that certain principles rise from the “memory 
mist” like beacons in the night. This article presents a summary of  10 techniques and tactics that lead to suc-
cessful lender-borrower deal resolutions. 

 
1. Know Your Customer 

Know your customer is the foundation upon which the negotiation is built. Historically, many bankers have made 
significant concessions to their “good customer” only to discover—unfortunately, after the fact—that such 
largesse was unwarranted. Conversely, it may make sense to forgo a higher level of profit on today’s transac-
tions if, in fact, the overall relationship provides a true, ongoing risk-weighted, above average return to the 
lending institution. Knowledge of the customer’s status within the industry, business-plan feasibility, and credit 
history is also extremely important to ensure that the deal will be of maximum benefit to all concerned parties 
and permits the lender to structure an appropriate transaction framework. Frequent, on-site visits are also a 
must-do item. 

 

2. Set Goals 

Set goals for the process early on that are driven by your personal standards, which should always meet or ex-
ceed your bank’s policy requirements. Seek any required credit approvals based on your own minimum param-
eters before conducting any final negotiations with the customer. Nothing is more damaging to an ongoing 
relationship than getting shot down at committee subsequent to exhaustive and final one-on-one negotiations. 

 

3. Explain Why 

Explain why your proposed deal structure has been created and how it will meet the business needs of each 
party. A well conceived transaction that reflects solid knowledge and analysis of the borrower can be easily 
explained and goes a long way toward overcoming borrower resistance to terms. Conversely, few business 
people will agree to a deal that makes little sense. Be sure you can justify the deal and not simply act as an or-
der-taker for the subsequent credit process.  

 

4. Don’t Act Unilaterally  

Trade. Don’t make unilateral concessions. Listen attentively to the borrower for new information and react 
decisively to any new considerations. Fine-tune the deal with the presumption that your initial proposal truly 
reflects the bank’s realistic requirements. Good borrowers are most likely to grant offsetting concessions if 
you are willing to make coincident modifications as well. This concept contradicts a negotiating style that asks 
for 100%, but expects to settle at 50% 

 

5. Provide Alternatives 

Provide alternatives of equal value rather than just demand one specific and rigid set of requirements. For ex-
ample, an alternative that creates less risk justifies lower pricing. There may be alternative pools of collateral of 
equal value or shorter terms as an option requiring fewer complicated covenants. Personal guarantees, coupled 
with on-site, asset-based examinations, may obviate the need for fully certified financials in those credits where 
the need for this account standard could be legitimately debated.  

To download this article and learn all 10 Principals of Credit Negotiations, please visit our website: 
http://www.rmahq.org/10Principles 

  

Follow The RMA Journal on Facebook or Twitter.  
 

http://www.rmahq.org/10Principles
http://www.facebook.com/thermajournal
http://twitter.com/thermajournal
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Career Corner 
There are Old Lenders and Bold Lenders, but Few Old, 

Bold Lenders 

A banker looks back over his career and shares some time-tested principles. 

By Claude H. Springfield III for the March, 2012 RMA Journal Increase your exposure to the 
banking industry. 

Use RMA’s resources to be-
come a resource! 

Expand your network of pro-
fessional contacts outside 
of your own institution. 

Create your own professional 
edge via RMA information, 
training, and updates. 

Get involved and increase your 
own skill set: leadership, 
teamwork, presentation, 
and delegation skills. 

Joining RMA is an invest-
ment in yourself and your 
future. Make that invest-

ment! 

www.rmahq.org/joinrma. 

 

Top 5 Reasons to 

Invest in Your Fu-

ture by Joining 

RMA 

 

Never Eat Alone: And Other 

Secrets to Success, One Rela-

tionship at a Time 

By: Keith Ferrazzi 

 

From young professionals fresh 
out of school to seasoned veter-
ans, this book offers a different 
way of thinking when it comes to 
the art of networking. For young 
professionals starting their ca-
reers from the ground up, the 
idea of networking can seem for-
eign and leave one wondering 
where to begin. 

Author Keith Ferrazzi provides 
guidance that reinforces simple 
yet sound principles when it 
comes to building a network of 
trusted associates.  This book is 
one that can be read cover to 
cover or be picked up and read in 
stages.  It not only provides a 
groundwork from which young 
professionals can approach 
building their network, but also 
new ideas for professionals with 
established networks. 

 

As I close out my career in banking, 

almost all of it on the credit side, I look 

back at what has transpired over the past 

42 years.  We’ve had recessions, real 

estate bubbles, gasoline shortages, crazy 

stock markets, and a prime lending rate 

that has run the gambit from about 8% 

when I entered banking to 21.5% when I 

started at my present bank in 1981.  Now 

it’s down to 3.25%, which is what it was 

in 1955 when I was eight years old.  

So the past 42 years have been a roller-

coaster ride—with most of the “thrills” 

coming in the last few years, when I 

served as manager of my bank’s Special 

Assets division and later as chief credit 

policy officer.  The Great Recession has 

truly tested my faith in humankind and 

has made any transition back to the 

“white hat” side of commercial lending 

impossible.  

Most of the credit principles I learned as 

a “baby banker” still ring true today, 

despite the changes brought about by 

various economies and increasing regu

lation.  As I prepare to shed the mantle 

of banker for that of full-time grandfa

ther, I would like to leave with you a few 

of these timeless principles. Some of 

them were taught to me by my mentors 

years ago, and others were learned—

painfully—from experience. Enjoy. 

“Greed and fear, we meet again.”  

Never let greed for a huge fee or interest 

rate (not to mention making your loan 

quota) outweigh your gut feeling on a 

loan. If something doesn’t feel right, it 

probably isn’t. 

Career builders can be career busters.”  

Large, complex credits can enhance your 

career as a lender or end it abruptly. 

Make sure that you understand the trans

action fully.   

If you don’t know the rules to begin with, 

they can change and you’ll never know it. It 

is never a sin to ask for help from a col

league or clarification from a borrower.  

“James Bond was never stupid.”  

When James Bond entered a room (and I 

mean the real James Bond, Sean Connery, 

not the other pretenders), he always looked 

for two ways out in case Ernst Stavro 

Blofeld blocked one of the exits. As lenders, 

we need to look for at least two ways out of 

a credit. Sale of collateral is really not an 

acceptable way: In my experience, when a 

bank ends up owning the collateral, that col

lateral is worth the least it will ever be worth.  

“Most bad loans are made in good times.”  

One of my first teachers in banking was a 

crusty old gentleman named Mr. Clark. I 

remember reporting to him one day that a 

loan I had made had, in fact, paid off as 

planned. He looked at me through his wire-

rimmed glasses, took a pull of his Winston 

cigarette, and said, “Son, just because it paid 

off on time doesn’t necessarily mean it was a 

good loan.” Ouch!  

When times are good (read: 2000–06), we 

tend to get a bit lax and we move too fast, 

going from deal to deal and not really man

aging the portfolios we’ve built. As lenders, 

we start stretching on policy (often because 

the bank across the street isn’t requiring eq

uity, guaranties, etc.) or we overlook certain 

red flags. During this period of good times, 

some of our loans pay off through the contin

uation of inflated collateral values and other 

lenders take us out (greater fools), or the 

collateral is sold at the newly inflated price. 

During the years leading up to this latest 

recession, we went from requiring that a bor

rower have 20% equity in the deal to loaning 

100%, usually with limited (if any) guaran

tees. And just for fun, we would also loan an 

interest reserve.  

To download this article in its entirety, 

please visit:  

http://www.rmahq.org/olbl 

http://www.rmahq.org
http://www.rmahq.org/olbl

