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Letter From the President 

Julie Nosser 

MidSouth Chapter, I have 
some very big shoes to fill. 
Brandon Bryant, the Chapter‘s 
immediate past President, was 
the driving force behind the 
Chapter’s successful year. 
Brandon exemplified extraordi-
nary leadership during his 2-
year tenure as President, and 
has positioned the Chapter 
well for continued success.  I 
am honored to have the oppor-
tunity to continue to build on 
Brandon’s legacy.  The Chap-
ter Board Members have also 
offered tremendous support this 
year, stepping up into leadership 
roles to make events happen 
and focusing on supporting local 
chapters. One such individual is 
Don Hensel who did a fantastic 
job on our Oil and Gas Roundta-
ble this year. Don is featured in 
our Board Member Spotlight in 
this newsletter.   
 

Looking ahead to 2015, we have 
some exciting things happening 
in the MidSouth region. The Ba-
ton Rouge Chapter is being re-
vived and recently held a Real 
Estate Lunch and Learn that 
drew over 50 participants from 
the Baton Rouge area. We are 
also offering several Educational 
Courses which are detailed 
herein. Our Oil and Gas Round-
table event will be back in New 
Orleans this year, so be on the 
lookout for a save the date in the 
2nd Quarter. 
 

We are looking for individuals to 

become involved in RMA leader-
ship. If you are interested in be-
coming more involved, please 
contact me or one of the other 
Board Members and we will an-
swer any questions you may 
have. Being a volunteer for RMA 
is hard work, but it is also ex-
tremely rewarding. It is a won-
derful way to network and de-
velop professional relationships. 
 

Thanks to all of the MidSouth 
Board Members for your support 
in the new year Also, thanks to 
the new head of our Communi-
cations Committee, David 
Marks, for preparing this news-
letter – he did an outstanding 
job!  And last but, definitely not 
least, thank YOU - our members 
- for supporting our events in the 
MidSouth region and for continu-
ing your membership.   

 

Sincerely, 
Julie Nosser 

President - Mid-South Chapter 

Happy New Year RMA Mid-
South Members! 
 

2014 flew by, and what a suc-
cessful year it was for the Risk 
Management Association and 
the MidSouth Chapter! RMA 
celebrated its 100 year anniver-
sary in 2014, an important mile-
stone celebrating RMA’s rich 
and vibrant heritage. I hope you 
had a chance to read the spe-
cial section “A Centennial to 
Remember” in the December 
issue of The RMA Journal, 
which reflects on the challenges 
met and lessons learned 
through a century of business 
cycles.   
 

RMA MidSouth Chapter also 
had a successful year, offering 
programs throughout our 5-
state regional support area. The 
Chapter held its second Oil & 
Gas Roundtable in New Or-
leans, which drew bankers and 
credit professionals from key 
energy lending hubs across the 
nation to talk about current is-
sues in lending to the oil and 
gas industry. The success of 
this event over the past two 
years has resulted in the Mid-
South Board’s decision to make 
this our Chapter’s signature 
event, which we will host annu-
ally. We look forward to making 
the roundtable better each year, 
and we look for your input in 
making that happen. 
 

As  incoming  President  for  the   
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Christine Miller 
Heartland Bank 
Event Coordinator 
 

Phillip Partain 
Metropolitan National Bank 
 

Ronnie Peters 
DD&F Risk Management Group 
 

Brad Schinker 
DD&F Risk Management Group 
 

Shelley Tatum 
Arvest Bank 
 

Chance Tharp 
Regions Bank 
Secretary 
 

Neal Wimberley 
AgHeritage Farm Credit Services 
 

Board Profile:  Don Hensel 

Name: Don Hensel 
Company:  Whitney Bank 
Title:   Vice President 
Years in Biz: 25 
 

Question: Why did you choose to work in the 
Banking / Financial Services Industry? 
Don Hensel: In the late 1980s, I came to busi-
ness school at Tulane.  I really enjoyed my two 
years here in New Orleans for school, so I was 
thrilled to have an opportunity to join a local 
bank after graduation. 
 

Question: Tell us something about yourself? 
Hensel: I grew up in Southern California and 
went to college at U.C. Santa Barbara.  The 
campus is actually located right on the ocean.  
With all of the distractions, it’s a wonder that I 
actually graduated on time. 

Question: What is the most important lesson 
you have learned during your banking career? 
Hensel: After Katrina, I spent four years working 
as a banker with Whitney in Florida, which in-
cluded the time of the mortgage meltdown in 2008 
– 2009.  It reinforced the importance of character, 
liquidity and ensuring that a borrower is taking 
measured steps towards growth. 
 

Question: Why did you get involved with 
RMA? 
Hensel: It seemed like a great opportunity to 
make friends and develop leadership skills.  I 
have found the skills that I have developed in my 
RMA activities translate well into other areas of 
my life.  For example, for several years at the 
Chapter Leader’s Conference, I helped to develop 
an icebreaker for the Southeast Region.  Knowing  
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a short walk or bike ride in the park. 
 

Question: What advice do you give others who 
are seeking professional, in-depth industry train-
ing? 
Hensel: Hire on with a bank that has a challenging 
management training program.  Within the last sev-
eral years, banking technology has accelerated, so 
get very familiar with finance-related software.  In 
my opinion, you also need to spend as much time 
as you can with a seasoned banker who knows the 
ropes, because this is how you develop good judg-
ment.  Your gut often tells you about a problem long 
before it materializes in a spreadsheet. 
 

Question: What is your favorite RMA Event you 
have attended? 
Hensel: In Tampa, we had a Senior Lender’s Panel 
on Halloween called, “The Scariest Loan I Ever 
Made.”  It was complete with spooky nametags and 
other scary embellishments.  It was so much fun!  
We heard some pretty hair-raising tales that day, 
but the ironic thing is that we staged the event in 
mid-2007 (before the bottom dropped out of the 
market). 
 

Question: What is your favorite restaurant, 
movie, musician and book? 
Hensel: In a town famous for restaurants, in New 
Orleans my favorite one is Galatoire’s Restaurant, 
which is located at the foot of Bourbon Street in the 
French Quarter.  A poorly-kept secret known to the 
locals is the trout meuniere, which is not formally on 
the menu.  It’s just browned butter, chopped parsley 
and lemon juice, but in my opinion the best prepa-
ration for fish on earth. 
 

Question: Who would be present at your Dream 
Dinner (current or past)? 
Hensel: Every year, Warren Buffett auctions off a 
lunch for charity. That now costs over $2 million, so 
in my dream Warren would foot the entire bill for 
dinner.  Add Jimmy Buffett the musician, even 
though he’s not related to Warren.  Mix in a fourth 
like Giada De Laurentiis from the Food Network.  At 
the end of the evening, I would walk away with a 
stock tip, new song and an amazing recipe. 
 

Question: Where do you see yourself profes-
sionally in the next five years? 
Hensel: I hope to continue to accept new chal-
lenges in the Credit Administration side of the bank. 

how to plan and run an effective icebreaker 
has helped me welcome and acclimate new 
members in a small group that I lead at church. 
 

Question: How have you benefited or antici-
pate benefiting from being a Chapter Board 
Member? 
Hensel: Networking is probably the best part of 
serving on the board.   Every once in a while, 
when you are underwriting an esoteric line of 
business, RMA gives you a vast number of 
people to call on for advice. 
 

Question: What is one fact about yourself 
others are unlikely to know? 
Hensel: I have six toes on my left foot!  Actu-
ally, that’s not true, but several times growing 
up I tried to “Hang Ten” on a surfboard.  Sadly, 
I could never get the hang of it.  I was better at 
pretending to be a surfer than doing the real 
thing. 
 

Question: Describe your job duties and re-
sponsibilities. 
Hensel: I work as the Assistant Department 
Manager of the Credit Analysis Department.  In 
this role, I oversee the bank’s Management 
Training Program and serve as the Reg. O Offi-
cer, among other things. 
 

Question: What new skill or knowledge are 
you learning in your position? 
Hensel: Whitney merged with Hancock several 
years ago.  When you are consolidating like-
sized institutions, you sure need to be adapt-
able. Fortunately, we started with two conser-
vative southern banks that had similar back-
grounds and cultures. The challenge came 
from integrating technology, processes and 
procedures. 
 

Question: Who or what has been the great-
est single influence in your career? 
Hensel: We have a banker who has been 
working here longer than the fifty years that I 
have been alive.  He and others with long ten-
ures have been an essential resource for my 
growth.  
 

Question: What do you do to unwind, relax 
and have fun? 

Hensel: I like to enjoy the outdoors, even if it’s  
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MidSouth Board Meeting 

New Orleans, Louisiana 
 

Hosted by Capital One Bank 

August 22, 2014 

Seated Head of Table  

Rotating Clockwise  

 

Cindee Munro 

Karen Davidson 

Brandon Bryant 

Kevin Slane 

Chris Miller 

Adam Abdalla 

Julie Nosser 

Jeremy Mipro 

Don Hensel 

Jennifer Barnett 

Rick Pierce 

Seated Left to Right 

 
David Cortez 

Adam Abdalla 

Julie Nosser 

Jeremy Mipro 
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MidSouth Dinner 

GW Fins - NOLA  

Seated Left to Right 

 
 Tom & Robin Archer 

Jeremy & Aja Mipro 

Jennifer Barnett 

Seated Left to Right 

 
Chris Miller 

Rick & Kathy Pierce 

Seated Left to Right 

 
David Cortez 

Steven Ramos 

Julie Nosser 

Karen Davidson 
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MidSouth Board of Directors 
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At the end of the day the old cliché is still correct;  your word is your bond. No matter what else 
you bring to the table to benefit your employer, your client or your prospect, your good reputa-
tion, core values and follow-thru are yours. You might not have final approval authority on a 
credit decision, control over a regulatory caveat, autonomy to make a pricing decision, but by 
golly you do have control over whether your word is worth the breath you take. 

Everybody involved in sales, underwriting, credit review, prospecting and management is under 
pressure to deliver more and more, each and every day. In today’s environment with many insti-
tutions chasing the same opportunities and the stakes being quarterly goals, earnings per share, 
incentive / bonus eligibility, one’s job status or even your institution’s survival, it can be all too 
easy to embellish. How easy is it to cut a corner, over-extend a promise, imply more authority 
than you have or say you can cut the rate on a quote? It happens every day. 

I’ve  talked  with  all  sorts  of  bankers over the years who have achieved many extraordinary 
accomplishments. In visiting with the most successful many exhibit the same traits: self-starter, 
ability to multi-task, positive attitudes, intelligence, determination, willingness to listen and to 
learn from mistakes. There are some who, from  time-to-time, achieve short-lived fortune and 
fame. Sometimes those individuals get away with pushing the envelope a bit too far. Compro-
mising your honesty and integrity even once is asking for trouble because you find it becomes 
easier to do so again. Perhaps a little fudging on the call report? It won’t hurt to pad the sales 
report will it? Take my neighbor to lunch on the company dime to make an impression? Perhaps 
seats at the big game for your buddies? That seems like a stupid regulation, nobody will know if 
you skip it, right? Wrong - the person in the mirror will be watching. Everyday, every evening, 
every time you fix your hair, adjust your tie, check your make-up or wash your face. The person 
in the mirror knows everything. 

Maintain your core values at all costs. Remember to stand up for something and not get pushed 
aside for nothing. After everything else is over, after all the accounts are settled, your word is ex-
clusively yours. It is your bond. 

Checks & Balances 
 

David Marks - Arvest Bank  

Little Rock, Arkansas - Commercial Lending 

Philadelphia, PA - Brandon Bryant with Centennial Project and Independence Hall - Photos: David Marks and Micky Rigby 
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Shauna Woody-Coussens / BKD, LLP - 
Senior Managing Consultant  
Kansas City, Missouri  

 

Fraud is noth-
ing new in the 
banking indus-
try. It is not un-
heard of for a 
loan customer 
to fudge finan-

cial statements here or there in order to obtain 
a loan. You have procedures in place for that. 
You may have reviewed a few overvalued ap-
praisals during your career. You have proce-
dures in place for that. 
 

But do you have appropriate procedures in 
place to combat occupational fraud—the use 
of one’s occupation for personal enrichment 
through the deliberate misuse or misapplica-
tion of the employer’s resources or assets? 
According to the Association of Certified Fraud 
Examiners 2012 Report to the Nations, finan-
cial institutions suffered a median loss of 
$232,000 due to occupational fraud. What 
could your organization do with that missing 
$232,000? 
 

The top three types of fraud committed against 
financial institutions by their employees are 
corruption, cash theft and fictitious or inappro-
priate billing. 
 

Corruption Schemes 
Corruption schemes refer to an employee’s 
misuse of his or her influence in a business 
transaction in violation of the duty they owe 
their employer in order to gain a personal 
benefit. A common form of corruption in the 
banking industry involves the payment of kick-
backs to loan officers in exchange for exten-
sions of credit. Corruption schemes can be 
particularly difficult to detect as the “benefit”  

Operational Fraud: Is Your Bank At Risk?  

often will not run through the bank’s finan-
cials—it often is paid in cash to the loan officer 
once the borrower has received the loan pro-
ceeds. Therefore, you need to pay attention to 
close relationships between loan officers and 
specific borrowers. Be cognizant of evidence 

of evidence that an employee’s lifestyle is 
beyond the reach of his or her paycheck. 
 

Cash Schemes 
Cash schemes involve an employee’s theft 
of cash kept on the bank’s premises. Such 
schemes can involve stealing large sums of 
money out of the bank’s vault or in the ac-
count opening process for depository ac-
counts. To combat cash schemes, surprise 
audits are a must. In addition, look closely 
for violations of dual control and segregation 
of duty requirements. Also, make sure to re-
view any stale items in suspense or seldom-
used general ledger accounts and take a 
look at vault reconciliations to see if the 
amount/denominations of cash and coin 
make sense. 
 

Billing Schemes 
In a billing scheme, the employee causes the  
                                             

Continued Page 9 

http://bkdforensics.com/tag/acfe-report-to-the-nations/
http://bkdforensics.com/tag/acfe-report-to-the-nations/
http://bkdforensics.com/tag/financial-institutions/
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Continued from Page 8 
 

bank to issue a payment by submitting in-
voices for fictitious goods or services, inflated 
invoices or invoices for personal purchases. 
Often, the employee sets up a shell company 
and bills the bank for goods or services not 
actually received. The employee also may set 
up the fictitious company as a pass-through 
vendor or intermediary between the bank and 
the actual vendor. In this scheme, the em-
ployee inflates the cost of the actual good or 
service and takes a cut. 
 

One of the most common billing schemes in-
volves  charging  personal  items  to the  
bank, disguised as business expenses. This 
can be particularly prevalent in travel ex-
penses and reimbursement. When it comes to 
billing schemes, detailed reviews and com-
mon sense go a long way. Ask yourself if the 
purchase makes sense—is there a business 
need for the purchase? Pay attention to em-
ployee travel reimbursement requests that co-
incide with vacation time. In addition, you 
need good vendor and accounts payable con-
trols to combat this type of fraud. 
 

Look for the following: 
 Invoices for unspecified consulting or other 
services 
 Unfamiliar vendors 
 Vendors whose addresses match the ad-
dress of an employee 
 Vendors with PO boxes and no available 
physical address 
 Multiple monthly billings 
 Invoices for round dollar amounts 
 

When it comes to occupational fraud, vigi-
lance in these areas can make a significant 
difference. However, the one antifraud control 
that no bank should be without is a fraud or 
ethics hotline. 
 

The Report to the Nations indicates occupa-
tional fraud is more likely to be detected by a  

a tip from an employee than by any other 
method …, including internal audits, manage-
ment reviews or external audits. Therefore, it 
makes good sense to give your employees a 
way to alert you to any potential fraud or un-
ethical behavior. An appropriately imple-
mented, confidential hotline service makes 
your employees part of your fraud prevention/
detection program and can result in significant 
reductions in the frequency and magnitude of 
potential frauds. The Report to the Nations 
indicates hotlines help detect frauds 12 
months faster and result in a 44 percent re-
duction in median losses. In addition, confi-
dential third-party hotlines are available at 
cost-effective pricing structures for even the 
smallest institutions. 
 

Occupational fraud should be of concern to 
every bank, regardless of size. Again, what 
could your organization do with that missing 
$232,000? 

_________________ 
Shauna Woody-
Coussens:  Shauna 
has more than 20 
years of experience 
providing dispute 
analysis, forensic in-
vestigations and 
valuation services to 
the business and le-
gal communities. Her 
dispute analysis ex-
perience includes liti-
gation consulting, 

trial, deposition and arbitration testimony and 
pre-litigation financial analysis. 
 

NOTE: Article reprinted with permission 
from BKD, LLP, www.bkd.com. All rights 
reserved. Thank You to Central Arkansas 
Chapter Board Member Gary Edwards for 
arranging permission from the author & 
BKD LLP to reprint this article. 

http://bkdforensics.com/tag/fraud-hotline/
http://bkdforensics.com/author/shauna-woody-coussens/
http://bkdforensics.com/author/shauna-woody-coussens/
http://www.bkd.com
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$100 Centennial Discount use Code RMA100 
www.rmahq.com 

 

Central Arkansas 
Lending to Wealthy Individuals, Little Rock, AR – 3/3/15 

Lending to Medical and Dental Practices, Little Rock, AR – 4/9/15 
Analyzing Business Tax Returns, Springdale, AR – 4/28/15 

Analyzing Personal Financial Statements and Tax Returns, Springdale, AR – 4/29/15 
Global Cash Flow I: Foundations in GCF Concepts, Little Rock, AR – 5/12/15 

Detecting Problem Loans, Little Rock, AR – 6/16/15 
Real Estate Lending Academy, Little Rock, AR – 7/14-16/15 

Asset‑Based Lending for Non‑Asset‑Based Lenders, Little Rock, AR – 8/11/15 

 

Memphis 
Analyzing Personal Financial Statements and Tax Returns, Memphis, TN – 3/27/15 

Financial Statement Analysis, Memphis, TN – 4/14-15/15 
Cash Flow Analysis II: Applied Concepts, Memphis, TN – 5/5-6/15 

 

MidSouth 
Global Cash Flow I: Foundations in GCF Concepts, Baton Rouge, LA – 3/12/15 

Analyzing Personal Financial Statements and Tax Returns, Jackson, MS – 4/27/15 

 

New Orleans 

The RMA Lending Academy® II, New Orleans, LA – 3/11-13/15 
360° Negotiation Skills for Bankers, New Orleans, LA – 5/8/15 
Analyzing Business Tax Returns, New Orleans, LA – 6/11/15 

Events Calendar 

Acadiana Chapter 
sramos@andrus-boudreaux 

January: Acadiana Area Real Estate Luncheon 
March: Oil and Gas Luncheon 

September: Attorney Banker CPA Joint Social 
 
 

Central Arkansas Chapter 
dmarks@arvest.com 

February 11 - IBISWorld Breakfast 
February 26 - Jan Hargrave Luncheon 

May 14 - Bank CEO Summit  
Panel Discussion Luncheon 

June 15 - Charity Golf Tournament 


