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MEET YOUR UTAH RELATIONSHIP MANAGERS

Lance Niles, David Philippi,
Iniles@bbwest.com dphilippi@bbwest.com

As a bankers’ bank we strive to help
with every level of service and
expertise, covering anything from
loan participations, merchant
services, ATM/Debit and much more,
because we aim to answer your
questions with,

“...yes, we can do that too!”
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Operations and Deputy General Counsel,
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The Future of Banking

How Al Is Revolutionizing Operations

By Brandon Koeser, Financial Services Senior
Analyst, RSM, and Angela Kramer, Financial Services
Senior Analyst, RSM

UBA Fall Compliance

Conference Recap

By Brian Comstock, Director of Communications &
Marketing, Utah Bankers Association

Emerging Bank Leaders “Igniting
Leadership” Conference Wrap-Up

By Brian Comstock, Director of Communications &
Marketing, Utah Bankers Association

Meeting the Credit Needs of the
Community Through Special

Purpose Credit Programs
By Keenan Neal, Manager, CrossCheck Compliance, LLC

Executive Development

Program Class of 2023

18 Deposit Growth Strategies
for Banks
Building Lasting Customer
Relationships with Treasury

Management
By Jordan Sternlieb, Senior Partner, West Monroe

J)) Bank Kudos

») Bankers on the Move

93 UBA Associate Members
) By Banding Together,

Community Banks Can

Participate in Bigger Loans

By Jay Kenney, SVP & Southwest Regional
Manager, PCBB
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hy are bank regulators destroying the Community
S K / Reinvestment Act (CRA)? The unintended
consequences remind me of one of my favorite quotes
from Star Wars, in which my teenage crush, Princess Leia,

schools Grand Moff Tarkin: “The more you tighten your grip ...
the more star systems will slip through your fingers.”

Speaking of 1977, CRA was adopted that same year on the
slimmest of margins. The law was repeatedly scaled back in
order to win passage. In the end, it was written as a directive

to regulators to “encourage” financial institutions “to help
meet the credit needs of the Jocal communities in which they
are chartered.” In large part, the law has been very effective in
encouraging banks across the country to engage in community
good. From most outward measures, the implementation of the
law has been a success!

You would think that the focus of regulators attempting to
modernize the CRA rule would be to expand on this success.

But instead, their new rule creates massive disincentives by
introducing risks, costs and uncertainty that will likely result in a
massive pullback in credit in many communities across America.
I dare say this rule may ultimately be recognized as the most
arrogant failure yet of the current crop of unhinged bureaucrats
striving to exercise unbridled legislative power. Congress required
these agencies to use their power to encourage banks, and they
have done the exact opposite!

Banks overwhelmingly support the Community Reinvestment
Act. Every bank I know takes CRA seriously and works hard to
serve the local community in which it is chartered. Regulators
had the perfect opportunity to modernize the existing rule by
refining what qualifies and clarifying how a bank would be
evaluated. This predictability would have encouraged even more
benefit in more communities.

Instead, they went way beyond the law to incentivize what
banks should look like, how they should be structured and what
products and services they should offer to which Americans.
They dramatically increased the cost of compliance and
adopted a grading regime where banks wouldn’t know if they
earned a passing grade until well after they could do anything
about it. In other words, they significantly tightened their grip!
And as Princess Leia suggested, the only thing that encourages
is rebellion.
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BY HOWARD HEADLEE,
President and CEO
Utah Bankers Association

Banks of all sizes and shapes will be forced to reduce compliance
risk by walking away from certain types of loans for fear of
triggering unrealistic compliance burdens. In some instances,
banks will abandon the very lending products advocates were
hoping to expand. Additionally, banks will be forced to manage
compliance risk by backing away from any geographic area where
they aren’t confident they can compete for a good score. Isn’t that
exactly what Congress was trying to eliminate? I even predict that
bank examiners are going to hate this new rule because it puts
them in a terrible, no-win situation with those they regulate.

‘What is most troubling is that bankers made every effort

to explain these consequences to those leading the drafting
process, only to discover that several of the most fundamentally
unresolvable problems we raised were never included in
summaries prepared for those voting on the rule.

So I ask myself, “In what way does this new rule improve or
enhance regulators’ ability to ‘encourage’ banks ‘to help meet
the credit needs of the local communities in which they are
chartered’?” It doesn’t! It does the opposite, introducing risks,
costs and uncertainty that will result in less CRA activity, not
more. In short, the more they tightened their grip on this new
rule, the more they betrayed the underlying statute and the public
policy purpose of the Community Reinvestment Act.

In the end, I'm afraid that some banks will be forced to

make a cost-benefit decision that the credit needs of the local
communities in which they are chartered will be better served if
they take all the money they would spend trying to comply with
the new rule and simply spend that money on the actual needs of
their community, effectively ignoring the arbitrary ratings of these
dictatorial regulators. “But Howard, won’t the agencies punish
those banks?” I’'m sure they will try, but in this case, the agencies
actually betrayed themselves. Any future punishment based on
the new ratings will likely be challenged in court, given the fact
that the standards would have been established after the fact. That
is simply un-American.

This new rule will destroy CRA as we know it. It doesn’t
encourage banks to expand financial services; it does the
opposite. Regulators will boldly spin this as modernization. I call
it an unmitigated disaster. ll



BY ROB NICHOLS,
President and CEO
American Bankers
Association

henever a new election cycle comes along,
S K / it’s not uncommon to hear pundits make

mention of “red waves” or “blue waves,”
denoting potential power swings in Congress. But as
bankers contemplate the future of our country and
the policy environment that will shape the future of
our industry, there’s another wave that we need to
talk about: a tsunami of complex regulation that is
hitting the banking sector as we speak.

To be sure, the tide turned quickly: last year’s
turbulent spring ignited a rulemaking frenzy at the
banking agencies. Suddenly, new proposals sprang
up to increase bank capital levels, impose a new
long-term debt requirement and make the resolution
planning process more complex.

Simultaneously, the CFPB imposed long-awaited
small business reporting requirements under Section
1071 of the Dodd-Frank Act — which went far
above and beyond what was outlined in the statute.
The Federal Reserve issued a proposal to cap
interchange fees under Regulation II, and the FDIC
is now pursuing significant changes to its corporate
governance guidelines.

Against all that, the agencies finalized a long-awaited
update to the Community Reinvestment Act
framework — a staggeringly complex, 1,500-page
final rule that creates significant new requirements
that have the potential to fundamentally alter banks’
business strategies.

Meanwhile, in Congress, banks are facing the
resurgent threat of the so-called “Credit Card
Competition Act,” which would apply Durbin
Amendment-like provisions to credit cards — the
equivalent of lawmakers taking money from banks

and putting it into the cash registers of mega-retailers.

Taken together, these policies place a tremendous cost
and compliance burden on banks of all sizes — at a
time when they are already facing a tough operating
environment due to a protracted period of high
interest rates and ongoing geopolitical tensions.

These policies will also have devastating effects on
consumers. Banking is, after all, a business — and
in order for banks to offer the full range of financial
products and services to meet the needs of

Wasnverov Upnare

AGAINST A RISING
TIDE OF REGULATION,
BANKS MUST ROW TOGETHER

communities, they need to be profitable and have an
operating environment that supports growth.

The current regulatory landscape will do the
opposite. Banks that are already considered
well-capitalized by regulators’ own admission will be
forced to hold even more capital in reserve — which
means less capital will be available to lend to the
local small business looking to expand or to the
young family looking to buy their first home.
Simultaneously, changes to the fee income streams
upon which banks have long depended could spell
the end of free or low-cost checking products and
popular rewards programs that consumers value.

What'’s perhaps most concerning, however, is the
fact that regulators don’t seem to understand the full
impact of their actions. As we observed with the Reg
II rulemaking and the so-called “Basel III endgame”
proposal, regulators are failing to adequately assess
the potential costs of the individual regulations on
banks and consumers — let alone contemplate what
the cumulative impact of all these rules would be.

ABA is sounding the alarm. We need to make

sure policymakers in Washington — from

members of the administration to lawmakers in
Congress to the regulators holding the rule-writing
pens — understand that the regulatory burden has a
real-world cost, not just for banks, but for consumers,
small businesses and the American economy.

If you're reading this, I urge you to help us tell that
story. Join our Bank Ambassador program to rekindle
relationships with your congressional delegation

and help educate policymakers about banking. Stay
informed and send a letter about an issue that will
affect your bank through ABA’s grassroots platform,
SecureAmericanOpportunity.com. Make a plan to
come to the nation’s capital in March for the ABA
Washington Summit and tap a colleague or two to
come along.

The sobering reality for banks right now is that
rougher seas are likely ahead — but our best hope is
to row together. [l

Email Rob at nichols@aba.com. To learn more about the Bank
Ambassador program, email ABA’s Laura Lily at llily@aba.com.
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Buydown Program Considerations

BY ELIZABETH MADLEM, Vice President of Compliance Operations and Deputy General Counsel, Compliance Alliance

he early 2000s are re-emerging with their crop tops,

low-rise jeans, flip phones and mortgage buydowns.

Deja-vu! Pre-crisis teaser rates have been reborn into
mortgage buydowns, both temporary and permanent. With the
housing markets remaining pricey and rates still higher than
they have been in years, many buyers are looking for assistance
in any form. And as the refinancing market cools down,
mortgage originators are becoming increasingly more creative
in finding innovative ways to bring business through the door.
And this has led to lender, builder and seller concessions to
help close deals.

Buydowns generally are going to refer to when a borrower
pays “points” upfront to reduce the mortgage rate to a level
that places their monthly payments in a range they can afford.
It is thought that the rate has been “bought down” from its
original rate for the entirety of the mortgage by paying a
lump sum upfront. The more recent trend has been for these
to be seller-paid rate buydown concessions, with the seller
offering to reduce the buyer’s mortgage interest rate for either
the first few years (temporary) or for the duration of the loan
(permanent). The seller is either contributing to the buyer’s
closing costs or paying for a temporary rate buydown.

‘What the market is seeing now is an influx of temporary
buydowns, with the most common ones being a “2-1” and “1-
0,” meaning a 2% interest rate reduction in the first year and a
1% interest rate reduction in the second year, or a 1% interest
rate reduction in the first year only, respectively. Sellers,
builders, lenders or a combination of all three put up money
to cover the difference in interest rate payments between the
original mortgage rate and the reduced mortgage rate. So,

for a 2-1 example, the mortgage rate is reduced by 2% for the
first year and then will step up by 1% in the second year and
another 1% in the third year to reach the actual mortgage rate
at origination. It essentially works as a subsidy for the first
two years of the mortgage before reverting to the full monthly
payment. And the benefits are there for consumers — it can
make purchasing a home more affordable (even if temporarily)
and can “buy time” for borrowers to refinance into a lower
rate should interest rates fall.

With permanent rate buydowns, generally, it will be a seller
paying a portion of the buyer’s closing costs that are used
towards buying mortgage discount points, with each point
reducing the rate on average by about 0.25 percentage points,
costing 1% of the loan amount. So, if a borrower bought a

6 Utah Banker



$500,000 home with a 20% down payment, the mortgage
amount would be $400,000, with each point costing $4,000.
With permanent buydowns, borrowers are historically slower
to refinance, given the cost/benefit decisions taking place
with recouping upfront money put down for the loan versus
refinancing costs associated with a new loan.

But one of the biggest issues with buydowns, either temporary
or permanent, is proper disclosure on the Loan Estimate (LE)
and Closing Disclosure (CD). For disclosure purposes, there
are specific Regulation Z contemplated buydowns: third-party
buydowns reflected in a credit contract; third-party buydowns
not reflected in a credit contract; consumer buydowns; lender
buydowns reflected in a credit contract; lender buydowns not
reflected in a credit contract; and split buydowns (see 12 CFR
1026, Supp. I, Paragraph 17[c][1]—3 through 5).

Regulation Z provides numerous scenarios that determine
whether the terms of the buydown should be reflected in the
LE and CD. Generally, the following buydowns are reflected
in the disclosures: third-party buydowns reflected in a credit
contract, consumer buydowns, lender buydowns reflected in
a credit contract and split buydowns (consumer portion only).
Otherwise, a third-party buydown not reflected in a credit
contract, a lender buydown not reflected in a credit contract,
and a split buydown (not third-party e.g., seller’s portion) are
not included.

‘With most of the criteria for determining whether a buydown
is reflected on the LE and CD being dependent upon a

credit contract, it is important to note that Regulation Z

does not define a credit contract. But it is stated as being a
contract that forms a legal obligation between the creditor
and the consumer, as determined by applicable State law or
other law. So whether or not a buydown agreement would

be considered a credit contract or legal obligation between
the creditor and consumer depends upon what “State law

or other law” consider to be a legal obligation. Whether a
buydown agreement is actually modifying the terms of a
note or contract is going to depend on how it is structured
and whether that note or contract ultimately reflects that
lowered interest rate. Counsel should be included in any final
determinations, as well as investor requirements.

So, where should the terms of the buydown be reflected in
the LE and CD? Unfortunately, the commentary does not
provide an “item-by-item” list of what parts of the LE and
CD the buydown should be reflected in. The key requirement
to remember is that if the buydown is required to be reflected,
it must be reflected in the finance charge and all other
disclosures affected by it. That includes the “Finance Charge”
on page five of the CD (except for seller-paid buydown fees as
those are considered seller’s points); the “Annual Percentage
Rate” on page three of the LE and page five of the CD; the
“Projected Payments” table on the first page of the LE and
CD; and the “Product” on the first page of the LE and CD
reflecting a step rate.

There are different ways proper disclosure can be done,
dependent upon the specific loan scenario. Sometimes a
buydown is money going to the borrower from the seller, while
other times, it is money going to the bank from the seller.

These would be disclosed differently. So, the first question to
ask: Who is giving money to whom, and for what purpose?

A more common scenario for temporary buydowns is where
the buydown is seller paid and is not being reflected in the
note or credit agreement as it is contracted for between the
buyer and the seller. How is this properly disclosed? Well, the
most common way to disclose this, since it is not reflected

in the note or credit agreement, is to disclose this as a Seller
Credit. Since this is not considered discount points that either
the buyer or the seller are paying to the bank, the bank would
not disclose them in Section A. The bank is not involved in
the scenario where a buydown agreement is solely between
the borrower and the seller. Rather, the regulation and
commentary do not specify that this must be disclosed in any
particular way, so it is viewed generally as just a concession
from the seller, which has multiple ways of compliant
disclosure. Disclosing as a Seller Credit, as noted above, is the
more common. This would be found in the Calculating Cash
to Close Tables (LE & CD) and also in Section L on the CD,
as it is not a credit that is paying any specific fee listed on page
two of the disclosure. It could also be disclosed in Section N
of the CD as a seller credit due at closing.

If it is a situation where the buydown funds are from the

seller to the bank, it would be disclosed in Section A in the
Seller Paid column and not Section H because the recipient

of Section H fees are third parties, and the bank is the one
receiving the fee. In this instance, the money from the seller is
specifically being used to buy down the rate, which is a Section
A fee, since that is paid to the bank.

There are other arrangements in which the seller just gives
the borrower some money to make up the difference in what
the borrower is paying between Rate A and Rate B with no
actual buydown of the rate taking place. This is a Section N
disclosure. But in the instance in which the bank will actually
be the recipient of the fee, and the fee from the seller is to pay
for a specific loan cost, it should be disclosed in Section A.

The remix is happening — the early 2000s are repeating
themselves. But even more so now with the increased
examiner focus and scrutiny on consumer harm, it is
important to make sure the bank is aggressively reviewing
its buydown loan programs for the risks they can bring:
reputational, compliance, legal, credit, and fair lending,
and diligently documenting justifiable business decisions,
reviewing investor requirements, and examining for proper
disclosure and fair lending implications

Elizabeth is the Vice President of Compliance
Operations and Deputy General Counsel at Compliance
Alliance. As the Vice President of Compliance
Operations, Elizabeth oversees C/A’s Products and
Services and plays an important part in all operational
areas of C/A.
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FEDERAL RESERVE GOVERNOR

BOWMAN VISITS SALT LAKE CITY

addressed Utah bankers and business leaders at a

special breakfast — hosted by the Utah Bankers
Association and local business groups — at the Hyatt
Regency in Salt Lake City on Nov. 29, 2023. Local and
state dignitaries were in attendance, including Governor
Spencer Cox, Congressman Blake Moore and numerous
Utah State Senators and Representatives.

I  ederal Reserve Governor Michelle Bowman

Following prepared remarks about the current state of
the economy and what lies ahead, Governor Bowman
answered questions from a panel of economists from

the KEM C. Gardner Policy Institute, featuring Natalie ‘

Gochnour and Phil Dean. [l
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ROI FOR LEARNING
AND DEVELOPMENT

BY BETH PARKER,

Director of Education, Utah Bankers Association

here is no denying that training is
I directly proportional to business
outcomes, but training isn’t cheap!
Organizations must invest in learning and

development wisely by measuring the return
on investment (ROI) of training initiatives.

The Utah Bankers Association understands
the challenges of navigating a shifting
economy. Your banks are constantly
adjusting to new market conditions, from
consumer behavior shifts to advancing
technology. One of the most critical aspects
of this adaptation is ensuring that employees
have the skills and knowledge needed to
succeed in the changing landscape.

The impact of a shifting economy can be
significant, with businesses experiencing
changes in customer demand, supply
chain disruptions and revenue and cash
flow fluctuations. Businesses today need
resources to respond swiftly to changes,
making it crucial that they adapt with the
help of a comprehensive training program.
This program should include identifying
skill gaps, designing targeted training and
providing ongoing support to seamlessly
integrate new knowledge and skills. By
embracing the idea of a comprehensive
training program, enterprises can foster
agility and innovation as well as gain a
competitive edge in these dynamic times.
Now is the time to double down on your
training efforts, not shy away from them.

To feel assured that continuing with your
training efforts and related costs is necessary
and effective, measuring training ROI

is of paramount importance. It offers a
quantifiable understanding of the tangible
value that training initiatives bring to your

The Utah Bankers Association
understands the challenges of
navigating a shifting economy.

organization. It provides a strategic framework to evaluate the effectiveness of
training programs, enabling data-driven decisions. Moreover, measuring training ROI
fosters a culture of continuous improvement, encouraging organizations to evolve
their training methodologies based on concrete evidence of impact.

By showcasing how training contributes to improved employee performance,
increased productivity and overall organizational success, ROI measurement offers
a compelling case for continued investment in learning and development initiatives.
When calculating ROI, remember to also consider the intangible benefits — these
include improved employee morale, increased engagement, enhanced teamwork,
and reduced turnover. These benefits contribute to the overall success of the training
program and ultimately the business.

Need help in understanding how to build a more successful training program, finding
targeted training programs or learning how to calculate learning and development
ROI? Let us know, and we can help! Email me at beth@utah.bank. ll
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EXECUTIVE DEVELOPMENT PROGRAM
CLASS OF 2023

Congratulations to the 2023 graduates of UBA’s Executive Development Program (EDP), who were honored at a special luncheon at
the Hyatt Regency in downtown Salt Lake City on November 28. The event also featured the return of alumni from the previous 10
EDP classes, as well as a fireside chat with Federal Reserve Governor Michelle Bowman and former Fed Vice Chair Randy Quarles.

We are excited to watch this group lead the industry into a very bright future!
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2023 GRADUATES |

TODD AINSWORTH
VP, Assistant Division Manager, Regions
EnerBank

BRENT ALLSOP
VP, Sr. Treasury Management Officer
Zions Bank

WADE BARBER

Senior Manager, Financial
Planning and Analysis
CCBank

JAMIE BLACK
AVP, Customer Experience Manager
TAB Bank

ROB BURGESS
Assistant Manager/Officer
Central Bank

TOKER BURNINGHAM
AVP Facilities Manager
First Community Bank

HAGEN BUTLER
Director of Financial Planning and Analysis
Novva

KAMI CAMPBELL
Assistant Manager/Officer
Central Bank

MIKE CHILD
VP Residential Construction Manager
Bank of Utah

ANDY COLEMAN
SBA Underwriter
Utah CDC

JON CROASMUN
Senior Vice President
Bank of Utah

MALLORI CUTLIP
Branch Manager
Zions Bank

MIKE EDWARDS

Strategic Partnership Advisory
Compliance Officer

First Electronic Bank

PHILIPPE ESSEBA
VP of Compliance Testing
FinWise Bank

MATT FANKHAUSER
Relationship Manager
Optum Bank

CHRIS FOWLKS
Senior Associate of Business Development
CCBank

CYNTHIA HARWARD
Office Manager
Central Bank

BRANDON HAYES
Audit Services Director
State Bank of Southern Utah

DAN JACOBS
Sr. Credit Manager
WEX Bank

DANE JENSEN
Commercial Loan Officer, VP
First Utah Bank

KRIS JEX
Private Banking Regional Director
Zions Bank

MELISSA JOHNSON
Vice President, Loan Operations Manager
First Community Bank

KIRK JOLLY
Controller
Bank of Utah

CHELSEA KASHIMA
Assistant Controller
First Electronic Bank

SHANNON KELLER
Credit Analyst
Brighton Bank

JOEL KENNY

Vice President | Closing
Department Manager
First Utah Bank

JEREMYN KITCHEN
VP Working Capital Finance
TAB Bank

MICHELLE LEONARD
AVP, Branch Manager
First Utah Bank

RYAN LEWIS
Vice President/Commercial Loan Officer
Altabank

JACK MANGUM
Vice President
Bank of Utah

DAVID MANNING
Quality Assurance Officer
Central Bank

KENZIE MEXICAN
BSA/AML Officer
FinWise Bank

TEEJAY MILLAR
Controller
CCBank

SONG MOM
District Senior Manager
Wells Fargo

MARIA MONTOYA-ELDER

Vice President of Audit & Regulatory
Exam Management

FinWise Bank

KEVIN MULVEY
Financial Reporting Manager, AVP
TAB Bank

TANNER NORTON
AVP, Senior Commercial Underwriter
Altabank

MICHAEL OLSON
Corporate Banking Portfolio Manager
Zions Bank

NATINA PITCHER
VP, Director of Project Management Office
FinWise Bank

JAMESON POULTON
Analytics Manager
Medallion Bank

KIM REEDER
Branch Manager
First Community Bank

RYAN SHELLEY
Lead Credit Instructor
Zions Bancorporation

MARIELA SUELDO
SVP Loan Operations
Celtic Bank

CHARLOTTE THOMPSON
VP Cash Management/Ebanking Manager
First Community Bank

RENEE VALERINO
Asst. Treasurer Banking & Trust
Optum Bank

WELLS WILKINSON
Finance and Strategy Senior Manager
Zions Bank

SARAH WILLARDSON
Credit Analyst Manager
Altabank

BRADY WILLIAMS
VP — Area Operations Manager
State Bank of Southern Utah

DAN WOMACK
Controller
WEX Bank

RYAN WRIGHT
Vice President Risk Management
FinWise Bank

Limited seats remain for next year’s Executive Development Program, with classes starting Jan. 25, 2024. Visit utah.bank for more

information and to register. [l
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FUTURE OF
BANKING

How Al Is Revolutionizing
Operations

BY BRANDON KOESER, Financial Services Senior Analyst, RSM, and
ANGELA KRAMER, Financial Services Senior Analyst, RSM

Financial Institutions Should Focus Al Efforts on 4 Key Areas

This article was originally published on RSMUS.com.

many are still nascent — are rapidly shifting the
landscape in numerous industries, including the financial
institutions space. The hype around these technologies may
have some organizations prepared to run full speed toward
implementing them across the entire business, but four areas
stand out as transformational opportunities for financial
institutions.

S- rtificial intelligence tools such as ChatGPT — though

Loan application processing, compliance and risk management,
fraud detection and customer service each tend to depend heavily
on human capital. Stringent standards and increasing regulations
for institutions mean individual employees often spend hours on
repetitive tasks. AI will not only streamline those areas and create
operational efficiencies but also help free up those employees to
focus on higher-value responsibilities, which will further promote
a successful organizational culture and aid employee retention.

1. Loan Application Processing
Al can play an integral role in loan application processing,
both internally at the bank and in customer-facing functions.
Such tools can answer customers’ questions in the initial loan
application stage and provide helpful guidance throughout the
application process.

During underwriting, Al can also add value by automating
tedious tasks while underwriters address more nuanced aspects
of the process. Given that the approval process is normally
performed by various individuals, Al can also analyze
predetermined key metrics to identify risk factors potentially
overlooked by a human.

12

2. Compliance and Risk Management
A significant area where institutions can leverage Al is
compliance and risk management. To ensure that employees
obtain a thorough understanding of the compliance
requirements, laws and regulations governing financial
institutions, Al can provide the proper training and education.

Further, since most financial institutions follow a manual
process to collect data and create regulatory reports, Al can
help automate this process and provide report templates. Once
an Al tool is trained to understand the data and the activity,

it can identify transactions that violate regulations, alleviating
employees from performing this process manually.

3. Fraud Detection
Using Al to analyze customer data and transactions can help
pinpoint unusual, suspicious or fraudulent activity that may be
overlooked by a human. Al can automate the data collection
process and significantly improve the speed of response to
any of these detected activities. The moment a suspicious
transaction occurs, Al will sound the alarm and notify the
appropriate financial institution personnel.

This detection can also provide visibility into the more
common types of bank fraud, such as credit card abuse,
account-opening fraud, overdraft abuse, payer-payee collusion
and account takeover. Using Al to simultaneously mitigate
and prevent fraudulent activity can help alleviate not only the
oversight burden but the financial loss as well.

4. Customer Service
When dealing with customers, Al can take over some of the
simpler tasks, ultimately reducing the number of customer



representatives needed. Such tasks can include providing
customers with account or loan details, answering routine
questions and providing automated responses to online
reviews. With more complex functions, Al can also analyze
customer complaints and feedback in a quick and efficient
way and summarize the key metrics of the data. This will
enable financial institutions to understand trends and pinpoint
areas of emerging risk, ultimately allowing them to serve
customers better.

‘While implementing these cutting-edge advancements will
almost surely reshape the ecosystem, it is important to be
cognizant of AI’s limitations. Crucial concerns include ethical
considerations and algorithm bias. Al potentially producing

a wrong or inaccurate response poses another risk that
institutions will need to address.

Acting Now

It has been some time since Al capabilities were merely a
daydream; a handful of institutions have already implemented
these types of tools. To avoid falling behind the competition,
management teams will need to consider their internal strategies
and their short- and long-term goals to determine the best and
most efficient areas in which to implement Al. Key topics for
brainstorming include:

»  What areas in your institution can benefit the most from
development and improvement? Which of the more
contentious issues might Al be able to address?

*  Who are the right people to help address a given problem?
Building a team to create the Al solution will require

~ A

Joshie Fishbein, Jen Hudak, Chris Hudkak, & Chris Eckel
Partners, Escapod
SBA loan recipients

Learn more at: escapod.us

diverse skill sets, some of which are not commonly found
at financial institutions. Business analysts will need to
collaborate with engineers and data scientists to develop
and/or implement the right solution.

* What data does your institution have that an Al tool might
be able to harness? Al teams build solutions based on a
treasure trove of data. The more data available, the more
effective the tool will be.

Once management has formulated a plan in response to these
three main questions, the selected team can dig further into
the details and generate a powerful tool that will propel their
institution forward as a differentiator in the marketplace. Il

Brandon Koeser is a Senior Analyst in RSM’s cutting-edge
Industry Eminence Program, positioning him to
understand, forecast and communicate economic, business
and technology trends shaping the industries RSM serves.
Brandon’s focus is on advising financial institution and
capital markets leaders and clients on business conditions,
industry trends and regulatory developments influencing
their ecosystems across North America.

Angela Kramer is a Certified Public Accountant and Senior
Assurance Manager at RSM US, LLF, where she serves
companies in the financial services industry. As a Senior
Analyst, Angela focuses on the financial institutions sector of
the financial services industry. She works alongside the
firm’s chief economist and other program participants to
analyze trends and themes shaping the landscape for
middle-market businesses.

BIG THINGS

COME IN SMALL BUSINESSES

GROW YOUR COMPANY
WITH A FLEXIBLE,
COST-EFFECTIVE

SBA 504 LOAN.

blZiMountain West
YL\ Small Business Finance

801.474.3232 | mwsbf.com
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UBA FALL COMPLIANCE
CONFERENCE RECAP

BY BRIAN COMSTOCK, Director of Communications & Marketing, Utah Bankers Association

ore than 100 compliance officers and attorneys
M gathered for the UBA Fall Compliance Conference,

a three-day conference to explore “Building the
Culture of Compliance,” at the Zermatt Resort in Midway on
Nov. 1-3, 2023. Attendees heard from several compliance and
subject experts, including multiple sessions with David Dickinson
from Banker’s Compliance Consulting, Stephanie Lyon and
Robert Brosh from Ncontracts, and Carl Pry from Treliant.

The group also got the latest industry news and trends from a
regulator panel, as well as an economic overview from Robert
Spendlove, a discussion of cannabis banking with former

U.S. Congressman Ed Perlmutter and more.

It wasn’t all business as attendees also participated in a lively
compliance-themed Jeopardy game and worked together to
complete a Lego building challenge.

See you next year! [l
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EMERGING BANK LEADERS

CONFERENCE WRAP-UP

BY BRIAN COMSTOCK, Director of Communications & Marketing, Utah Bankers Association

early 60 Emerging Bank Leaders convened at the Zions
Tech Center in Midvale on Nov. 16, 2023, for the

“Igniting Leadership” Conference, with another 150
attendees joining via Zoom. An impressive lineup of speakers
offered diverse perspectives on leadership, many providing
specific examples that have served them well in their careers.

UBA Chair Andrea Moss welcomed the group in the morning
with her leadership insights, followed by an economic update
from Mark Knold, Chief Economist from the Utah Department
of Workforce Services, and then a discussion of Al impacts on
banking and fintech with Ryan Christiansen from the University
of Utah Center for Financial Technology.

Emerging Bank Leaders Board Chair Tyson Broderick provided
an EBL community update, highlighting a successful year

gone by while encouraging everyone to engage with EBL

in the year ahead. Next up was “Utah Bankers Ignite!”, a
fast-paced showcase of four colleagues — Maximillian Hanak
of Regions | EnerBank, Heidi Maestas of Umpqua Bank, Jeff
Meyer of Zions Bancorporation and Michelle Smith of Brighton
Bank. At times enlightening, funny and touching, this session
didn’t disappoint, hitting a wide range of topics like teamwork
through a first-generation American lens, finding your personal
leadership style, ethics and overcoming adversity.

i

After lunch, Brian Garrett, Chief Master Sergeant of the Utah LITAH IANKEILS
Air National Guard, provided insights to lead through volatility
and emboldened the audience to “fail forward” — mistakes
will happen, but your response to adversity is what counts.

Zions Bank’s Tom Morgan followed with a discussion
of his five favorite leadership attributes: Vision, Effective
Communication, Emotional Intelligence, Adaptability/
Innovation and Decisiveness.

The group in attendance at the ZTC then participated in the
Marshmallow Challenge, in which they had to build a tower to
support a single marshmallow using only spaghetti, string and
tape. Competition was fierce, with the winning tower reaching
over 24 inches.

The final speaker of the day was Nate Orchard, former Ute and
NFL Defensive End, to share his amazing journey. His message
was simple yet impactful: “You Matter.” Nate overcame humble
and homeless beginnings and several twists and turns before
finding himself, overcoming obstacles to star at the University
of Utah on his way to being a 2nd Round Draft Pick of the
Cleveland Browns.

Keep up to date with Emerging Bank Leaders and learn more
about the program at utah.bank/ebl.
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MEETING THE CREDIT NEEDS OF THE COMMUNITY

THROUGH SPECIAL PURPOSE CREDIT PROGRAMS

H B

BY KEENAN NEAL, Manager, CrossCheck Compliance, LLC

eeting the credit needs of the communities a bank
M serves is an ever-evolving challenge. Even financial

institutions with strong fair lending compliance
management programs can have lending disparities in minority
communities when compared to non-minority communities.
For decades, discrimination in mortgage lending has led to
unequal access to credit for minorities. As financial institutions
look for innovative ways to meet the credit needs of minority
communities, focusing on recent interagency statements and
enforcement actions could prove beneficial in addressing current
lending disparities. In 2021, the Department of Justice (DOJ)
launched a Combatting Redlining Initiative aimed at addressing
modern-day redlining by aggressively enforcing fair lending laws.!
In the majority of redlining consent orders brought forward by
the DOJ, financial institutions have been required to conduct a
credit needs assessment to inform management of specific credit
needs in Black and Hispanic communities. In concert with the
Combatting Redlining Initiative, federal regulators recently issued
an interagency statement? encouraging financial institutions
to explore opportunities to develop Special Purpose Credit
Programs (SPCPs) to meet the credit needs of the communities
they serve. Both actions — the requirement of a credit needs
assessment and the encouragement of SPCPs — can be construed
as what federal regulators perceive are the best solutions to
address the reverberating effects of historical discrimination in
minority communities.

SPCPs are programs established and administered to extend
credit to a class of persons who, under the organization’s
customary standards of creditworthiness, probably would not
receive such credit or would receive it on less favorable terms
than are ordinarily available to other applicants.? Through careful
planning, institutions can proactively evaluate the need for
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SPCPs in their market areas and implement programs to meet

the community credit needs. To establish an SPCP, Regulation B
requires financial institutions to produce a written plan that
outlines the implementation of the program. The written plan
requires financial institutions to identify the demographic
characteristics of the population the SPCP intends to serve, as
well as conduct needs assessments to understand the barriers
keeping underserved groups from accessing credit. Using publicly
available market data as well as internal mortgage lending data,
financial institutions can identify the demographic groups that
would benefit the most from an SPCP, the barriers to credit access
for these demographics, and the best way to market the SPCP to
the community. The challenges financial institutions face when
developing an SPCP program are many. Understanding the
groundwork and the intricacies is paramount. Below are key steps
to ensure an SPCP meets the credit needs of the community.

Setting Up a Special Purpose Credit Program

1. Identify the Need
Conduct thorough market research to identify the special
needs within the community. Through internal research or
the use of a third party to conduct a research-based market
study, financial institutions can better understand the
demographic and socio-economic conditions of the market
area, what barriers residents face in accessing credit, other
lending products in the market and what government
programs are available, and then develop strategies to
provide residential mortgage services to the community.

2. Engage Legal Counsel
Involving legal experts early in the process is important
to ensure full compliance with applicable laws and



regulations. Although the legality of an SPCP is confirmed
under the Equal Credit Opportunity Act (ECOA) and
Regulation B, institutions should still ensure fair lending
and Unfair Deceptive and Abusive Acts or Practices
(UDAAP) compliance are followed for all aspects of
program development.

Draft a Written Plan

Based on the identified needs, draft a clear and concise
objective for the program. It should articulate the intended
beneficiaries and the desired outcomes. This objective

will be foundational in shaping the program’s parameters
and guidelines. ECOA and Regulation B provide specific
details that should be included in the written plan:

a. The class of persons that the program is designed
to benefit;

b. The procedures and standards for extending credit
pursuant to the program,;

c. Either (i) the time period during which the program
will last, or (ii)) when the program will be re-
evaluated to determine if there is a continuing need
for it; and

d. A description of the analysis the organization
conducted to determine the need for the program.

Items four through six below should be included in the
written plan as well.

Develop Assessment Criteria

While SPCPs aim to make credit available to a class of
persons who, under the organization’s customary credit
underwriting criteria, probably would not be approved for
credit, it does not mean institutions should make loans that
are counter to safe and sound lending practices. Developing
tailored underwriting criteria that account for unique
circumstances while still ensuring creditworthiness is key.

Determine Funding Sources

Determine if the program will be funded through the
institution or if partnerships with other financial entities or
government bodies are appropriate. Some cities and states
have established SPCPs that allow financial institution
participation. Clearly defining the funding source ensures
the program’s financial sustainability.

Establish Monitoring and Determine Program Duration
Continuous oversight is essential for the success of

an SPCP. Establish a mechanism to monitor loan
distribution, repayment rates and overall program impact.
As mentioned in Regulation B, there should be a defined
timeframe for which the program is intended to last.

This will aid in iterative refinement over time and allow
management to evaluate program success.

Train Staff and Engage Stakeholders

Key stakeholders within the organization should be
informed and trained on the requirements of the SPCP.

In addition, engaging community leaders, potential
beneficiaries and other stakeholders, such as your
prudential regulator, provide invaluable feedback. Their
input can shed light on potential blind spots and ensure the
program truly meets the community’s needs.

8. Marketing and Financial Education
Ensuring the intended applicants are made aware of
the program and its benefits is crucial to the success of
the program. Offering financial literacy alongside the
SPCP allows applicants to make informed decisions, thus
reducing default risks.

9. Launch a Pilot
Before rolling out the program on a large scale, consider
launching a pilot. This trial phase will provide insights into
the effectiveness of the program and offer an opportunity
to adjust based on actual outcomes. At the conclusion of
the pilot, gather feedback from all stakeholders. Analyze
the data, understand the successes and challenges and
refine your approach for the full-scale launch.

Establishing an SPCP requires thoughtful planning and an
understanding of community needs. With the right approach,
institutions can develop SPCPs that truly bridge socio-economic
disparities, fostering a more inclusive financial landscape.
Homeownership can provide pathways to upward mobility
through home equity, credit and asset-building.* Purchasing a
home is often the main way American families can build wealth,
experience upward mobility, invest in their children’s well-being
and long-term outcomes and improve mental and physical health.
All are byproducts associated with increased homeownership.
This issue is especially important for Black families, who, because
of decades of discrimination in the housing market, now have
homeownership rates that are 30 percentage points lower than
white families.® Slight adjustments to underwriting criteria

or creating a down-payment assistance program for first-time
homebuyers could help hundreds of thousands of families buy
their first home.® Proactively assessing the need for an SPCP in
the community can strengthen your financial institution’s fair
lending compliance management program and, ultimately, meet
the credit needs of the community. [l

Keenan is a Manager at CrossCheck Compliance, LLC and
is a risk management and regulatory compliance leader with
over 10 years of experience in banking and as a regulator.
Most recently, he was a Senior Examiner with the Federal
Reserve Bank of Atlanta, where he served as a Fair Lending
Specialist, leading regulatory examinations of state member
banks. Keenan can be reached at
kneal@crosscheckcompliance.com.

1. Office of Public Affairs | Justice Department Announces New Initiative to
Combat Redlining | United States Department of Justice. https://www.justice.
gov/opa/pr/justice-department-announces-new-initiative-combat-redlining.

2. Interagency Statement on Special Purpose Credit Programs Under the
Equal Credit (fdic.gov). https://www.fdic.gov/news/financial-institution-
letters/2022/fil22008a.pdf.

3. https://www.consumerfinance.gov/rules-policy/regulations/1002/8/#a-1

4. Why Housing Matters for Upward Mobility: Evidence and Indicators for
Practitioners and Policymakers | Urban Institute. https://www.urban.org/
research/publication/why-housing-matters-upward-mobility-evidence-and-
indicators-practitioners-and-policymakers.

5. Racial Differences in Economic Security: Housing | U.S. Department of
the Treasury. https://home.treasury.gov/news/featured-stories/racial-
differences-in-economic-security-housing#_ftn3.

6. https://www.jec.senate.gov/public/_cache/files/a4c22e73-6752-4014-9404-
5a5771b2e19a/social-mobility-brief-final.pdf.
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DEPOSIT GROWTH | "——

STRATEGIES FOR BANKS

Building Lasting Customer Relationships
with Treasury Management

BY JORDAN STERNLIEB, Senior Partner, West Monroe

Looking to Drive Deposit Growth? Start With
Data-Driven Strategies in Treasury Management

n an environment characterized by increasing interest rates and economic that lies therein becomes: How can
uncertainty, banks must address the interconnected threats of deposit runoff and banks create deeper relationships with
uncertain loan portfolio returns to meet performance expectations. The recent run their depositors via treasury services to

on deposits at both Silicon Valley Bank and Signature Bank only crystallized the urgency  protect their longevity and durability?
for banks to attract and retain deposits by demonstrating the ease and pace of a bank-run By focusing on enhancing customer

in the digital age. experience, fostering relationship

) ) ) longevity and leveraging data analytics,
Given the outflow of deposits to both the largest banks and fintechs, the question now banks can create a compelling value
becomes how to ensure you're keeping your existing deposit base? proposition that empowers the treasury

management function to drive deposit
rowth — meaning a focus on the
following areas:

Developing Data-Driven
— . = _ Segmentation and Executing
for Tangible Results
Unlocking deposit growth and
retention requires financial
institutions to harness the
power of data analytics and
adopt an execution strategy that
encompasses a comprehensive
change management framework.
Banks possess significant — often
untapped — portfolio and customer
data that can be leveraged to target
available segments and customer
bases ripe for deposit acquisition.
By targeting the right long-lasting
relationships and directing efforts
toward targeted client needs,
banks can optimize their efforts
and success rates in increasing
customer wallet share — rather than
over-investing in low-opportunities
and under-investing in key
opportunity areas.

Treasury management is often looked to as a viable option for institutions to take on
added deposits by creating “stickiness” with existing customers. The embedded question




This data-driven segmentation approach — which
considers factors such as retention profile, usage
patterns, profitability, and propensity to use other bank
products — enables banks to deliver an experience for
its customers that minimizes attrition and run-off. It
also empowers banks to tailor targeted marketing efforts,
personalized fit-for-purpose solutions and value-added
services to specific customer segments.

By leveraging technology, optimizing onboarding,
maintenance, servicing and customer engagement
processes to create an “ease of doing business”

experience — while simultaneously fostering an internal
culture of innovation — banks can drive organizational
transformation and facilitate the adoption of solutions that
increase deposit growth.

Establishing clear key performance indicators, building
internal relationship manager (RM) sales effectiveness
competencies, monitoring progress and implementing
feedback loops enable banks to measure success, make
necessary adjustments and realize the full potential of their
initiatives in deposit growth.

Targeting Operating Accounts

Examining operating accounts within your portfolio reveals
a significant number of low-margin deposits that are often
overlooked. Operating accounts, with their tie to treasury
services and various financial flows, possess a high level

of stickiness. But it’s important to note that a customer’s
payables, receivables and merchant services are often
distributed across multiple banks. This makes targeting
operating accounts critical as they’re the most entrenched
in a bank’s ecosystem and are very challenging to move.

Banks can identify opportunities to consolidate funds

and improve deposit stickiness by proactively engaging
these account types — and can be done by investing

efforts to deepen relationships identified from data-driven
segmentation, supported by a clear and focused sales
enablement function, and supported by an execution
change management strategy. This strategy aims to increase
the stickiness of operating accounts and organically
improve the overall deposit mix and volume.

Banks can strengthen and expand their deposit base by
focusing on targeted customer relationship building,
addressing potential product imbalances and encouraging
customers to allocate deposits that align with their treasury
and credit needs.

Making Banking Easier Via Enhanced

Account Opening

To effectively target the identified segments, financial
institutions must ensure that their onboarding and account
opening are streamlined and customer-centric. Simplifying
account opening procedures, reducing paperwork (thus
eliminating redundant requests for customer information)
and leveraging digital technology can create a frictionless

onboarding experience that encourages customers to
initiate and maintain banking relationships. This should
be streamlined for existing customers where KYC and
other data attributes are already available within the
bank — while focusing on ease and simplicity for the
broader, net-new customer experience.

This pillar of success lies in creating a frictionless and
easy customer experience, facilitated by using digital tools
and associated processes. With data-driven segmentation,
strategic focus and investment in key relationships, and
the enabling power of technology, financial institutions
can drive deposit growth and build lasting customer
relationships.

For example, implementing digital account opening
technologies allows customers to easily submit required
documentation digitally, leading to reduced time and effort
needed for onboarding on the bank’s side. By leveraging
this sort of technology, optimizing processes and fostering
a culture of innovation, banks can drive organizational
transformation and facilitate the adoption of TM solutions
that increase deposit growth.

Conclusion

The power of data-driven strategies in treasury management
cannot be understated when it comes to driving deposit growth.
By utilizing data segmentation, targeting operating accounts and
strategically sizing opportunities, financial institutions can unlock
substantial deposit growth and retention potential.

An effective execution strategy — backed by robust technology
tools and change management practices — ensures the realization
of value and the achievement of KPIs. By bridging the white
space in TM and deposits, banks can position themselves as
leaders in the commercial banking space and foster long-term
customer relationships while expanding their deposit base. [l

Jordan has nearly 20 years of experience consulting in the
banking industry. Jordan currently leads West Monroe’s
team of approximately 250 employees in Southern
California. Prior to taking on this role, Jordan led West
Monroe’s national Treasury Management practice as well as
the Midwest Financial Services delivery teams in Chicago
and Dallas. Jordan joined West Monroe in 2012.

Jordan’s tenure at West Monroe has been marked by projects
for the top 25 U.S. banks, major regional banks and large credit unions. He

was the lead on a project in which he and the West Monroe team identified and
quantified an immediate opportunity of $124 million in incremental annual
revenue for the bank. They also outlined a five-year roadmap for the bank to
achieve $228 million in incremental annual revenue. He earned a bachelor’s
degree from Georgetown University.
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KEYBANK

KeyBank has awarded IFIE REIE AT

a $120,000 grant to . I_Qy sted sted
‘Women of the World | ; M :
(WoW), a non-profit { r

1 i
Mo e el

organization focused
on overcoming !
employment barriers

for forcibly displaced 7

women residing

in Utah. The grant will allow WoW to expand its Employee
Partnership Program (EPP) by adding a social worker to the
team, as well as expanding its office space and programming.

“Sustainable employment is a massive step toward
independence,” said Drew Yergensen, President of KeyBank
Utah. “This program works with Utah employers to help secure
jobs with benefits and the potential to move up the career ladder.
‘Women in this program are overcoming personal trauma,
language barriers and technological hurdles, and I'm beyond
proud that our community can offer a hand up.”

KeyBank Community
Development Lending

and Investment provided a
$8.6 million equity bridge loan
and $13.1 million in 4% federal
Low-Income Housing Tax
Credit (LIHTC) equity for the
acquisition and rehabilitation
of an affordable housing community in Layton, Utah. The
project also received permanent financing from KeyBank Real
Estate Capital (KBREC), which secured a $24.2 million Freddie
Mac tax-exempt loan (TEL).

Skyline View Apartments is a three-property, 112-unit affordable
housing community available to low-income families earning no
more than 50% and 60% of the area median income (AMI) and
is subsidized by a Section 8 Housing Assistant Payment (HAP)
Contract.

“The preservation of the Skyline View Apartments will help
to address the substantial need for affordable housing in
Utah,” said Robert Likes, President of KeyBank Community
Development Lending and Investment (CDLI). “KeyBank is
invested in the expansion of its community impact, and we
continue to provide more capital to low-income communities
throughout the country.”

ALTABANK

To support growth in Washington County and Southwest
Utah, Altabank has created a new operating region. The Red
Rocks Region encompasses Washington and Iron Counties
and is key to Altabank’s ongoing growth in Southern Utah.

Evan Thomas has been named the Region Manager for the
Red Rocks Region. Thomas joined Altabank in early 2023
after spending close to 10 years with State Bank of Southern
Utah. He has a combined 25+ years of business banking and
other professional experience in Southern Utah. Thomas

is well-known in the community and has a track record

of working closely with customers to build and manage

their businesses.

Other leaders in the region include Keli Peetz, newly
promoted to Region Operations Manager, and Kandice
Hansen, a long-time Southwest Utah banker who manages the
St. George River Road branch.

~ KeyBank celebrated its new
full-service branch in West
Valley City, Utah, October
20-21, with a celebration
that included a ribbon-cutting ceremony, family-friendly
activities with prize giveaways and a $10,000 donation to local
nonprofit Comunidades Unidas. KeyBank’s new branch is
located at 2807 S. 5600 W. in West Valley City.

“KeyBank is excited at the opportunity this new branch
provides for us to become an integral part of the West Valley
City community,” said Drew Yergensen, KeyBank’s Utah
Market President and Commercial Banking Team Leader.
“West Valley City is the second largest city in the state and
continues to be a business, recreation and entertainment hub.
This new location highlights Key’s continued investment in
Utah. We are excited to work more closely with our neighbors,
clients and community partners.”

KeyBank and ROC USA jointly announce that KeyBank
Foundation, the bank’s charitable foundation, is providing a
three-year, $150,000 grant to ROC USA, LLC, a nonprofit
social venture with a mission to support homeowners in
Manufactured (Mobile) Home Communities (MHCs)

to achieve affordable and environmentally sustainable
self-governing cooperatives. The grant is targeted to help the
expansion of affordable resident owned MHCs in KeyBank’s
markets in Utah, Ohio and Eastern Pennsylvania.
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NELNET BANK

Nelnet Bank (Member FDIC and Equal Housing Lender)
launched in 2020 as the first industrial bank to begin operating
in over 12 years. Over the past three years, Nelnet Bank has
grown to 60 employees and at the end of their de novo period,
they are celebrating the exciting evolution of their products
and services.

Some incredible achievements that mark the end of Nelnet
Bank’s de novo period include reaching $1 billion in assets,
the addition of a private student loan product, and the
implementation of the “Learn to Dream Program,” which
provides student scholarships through partner colleges to
first-generation and low-to-moderate-income students.
Additionally, Nelnet Bank established a special-purpose credit
program with 8B Education Investments, offering loans to
African students seeking to further their education in the
United States. Last but not least, the bank launched a home
improvement loan product in partnership with Buildertrend.

The conclusion of Nelnet Bank’s de novo period is a
momentous occasion that serves as a testament to the

vision and hard work invested in bringing Nelnet Bank into
existence. As the de novo period concludes, the celebration
also marks an opportunity to look toward the future with
continued innovation, growth and positive contributions to the
communities that Nelnet Bank serves.

TAB BANK

Noah Cisneros from TAB Bank was
recently named to Utah Business’s

20 in their 20s list, which honors and
recognizes the up-and-coming talent

from Utah’s business and economic
community. Cisneros serves as TAB’s
Marketing Manager and is responsible for
the planning and execution of marketing
plans and initiatives for TAB’s large portfolio of large-ticket
commercial finance clients. In addition, Cisneros works
closely on the Bank’s many digital marketing campaigns, as
well as driving TAB’s deposit gathering marketing strategy,
including the Bank’s High Yield Savings account.

TAB Bank celebrated its 25th anniversary of providing financial
solutions for businesses, families and individuals nationwide,
uniquely designed to serve the needs of the underserved.

U.S. BANK

In the months since debuting at the Tribeca Film Festival, the
film Translators has received critical acclaim for spotlighting
the struggles many first-generation Latinos face when
navigating everyday life. The film, which was sponsored by
U.S. Bank as part of U.S. Bank Access Commitment,® the

bank’s long-term approach to help close the wealth gaps for
underserved communities, tells this story through the lens of
three children of immigrants who carry the burden of expediting
their youth by having to handle complex adult conversations with
their parents.

Noticing the success of bank-sponsored screenings in other
markets, Juan Carlos Becerra, Branch Manager at the U.S. Bank
Rose Park location in Salt Lake City, felt it important to bring
the film to SLC, which has a large and rapidly growing Hispanic
population and a considerable number of Spanish-speaking
customers at his branch. On Sept. 27, 2023, Becerra and team
rented out the Megaplex Luxury Theatres at Gateway near
downtown Salt Lake City and invited colleagues, Hispanic
customers and noncustomers and local nonprofits to the event,
with more than 110 attendees showing up for the screening.

“After seeing the film, we knew it was important for the Hispanic
community in SLC to know they’re not the only ones going
through these experiences,” Becerra said. “A lot of first- and
second-generation Hispanics come here for a better opportunity.
It’s important to acknowledge the work they are putting in to
succeed in those opportunities, for themselves and the generations
after them.”

ZIONS BANK

Ny i

“1 Bank hosted community

" celebrations at each of its
121 branches in October.
Earlier in the year, the bank
dispatched a fleet of Zions
Bank Jeeps across its tristate footprint and rolled out celebratory
drone shows at sporting, music and community events in honor
of the milestone.

“Over the course of

Zions Bank’s 150 years

in business, we have
remained true to our
founding, creating value for
depositors, the community
and shareholders,” says
Zions Bank President and
CEO Scott Anderson, who has served in his position since 1997.

During Utah'’s formative years, Zions Bank played a pivotal role
in its economic growth and stability. Financial assistance from
Zions Bank helped launch railroad, mining and power companies
that developed the Intermountain West, including Bingham
Copper Company (Kennecott Copper); Salt Lake and Los
Angeles Railroad Company (Union Pacific); Big Cottonwood
Power Company (Rocky Mountain Power); and Salt Lake Gas
Company (Dominion Energy).

In 2023, Zions Bank reaffirmed its commitment to cultivating a
landscape of opportunity and growth on our Main Streets and
neighborhood lanes by outlining “Five Commitments to Create
Value” for the next 150 years. [ll
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- Bovkers ox ue Move |

BRIGHTON BANK

(1) John Briggs has been appointed Vice President and Branch Manager at Brighton
Bank, overseeing operations at the Cottonwood Heights Office and serving as the
Small Business Administration (SBA) and Commercial Loan Officer. With an
impressive 21 years of experience in Commercial and Real Estate Banking, John
brings a wealth of knowledge and a proven track record of success to the team.

(2) Russ Fullmer is joining Brighton Bank as Senior Vice President and Chief Credit
Officer. Ross brings 15 years of extensive banking experience to this critical role, in
which he will play a pivotal part in credit administration, contributing his expertise
to ensure the bank’s prudent lending practices and the maintenance of a robust loan
portfolio.

STATE BANK OF SOUTHERN UTAH

(3) Kevin Larson joined State Bank of Southern Utah in October as a Commercial
Lender in their River Road location. Kevin brings several years of finance experience
and is a great addition to State Bank’s Washington County lending team.

TAB BANK

(4) Austin Strong was recently appointed Chief Strategy Officer for TAB Bank.
Strong will be based at TAB’s headquarters in Ogden and will further define and
implement TAB’s strategic vision, identify growth and investment opportunities and
align with fintech partners to further drive TAB’s innovation in banking.

TAB Bank added Laura Schulte (n0f pictured) and Martha McGuire (not pictured) to
its Board of Directors. Schulte and McGuire come to TAB’s Board with a wealth

of large bank expertise in capital markets, deposit expansion strategy, M&A,
commercial lending and more. They will assist in shaping the direction and strategic
vision of the bank. [l

WE MAKE IT NEARLY THIS EASY
TO GET RID OF YOUR DEBT PORTFOLIO.

Getting debt off your books doesn't have to be complicated. So turn
Icose of your credit card, auto deficiency, overdraft, judgements or
commercial and consumer debt. We'll buy your debt portfolio from the
last four years, with minimum sizes of S100k and no maximums. We'll
even walk you through the sales process to help with compliance and
data integrity. To offload your debt partfolio, contact Craig Geisler at

cgeisler@cherrywoodenterprises.com
or 561.508.7650. - Cherrywood
ENTERPRISES

DEBT WAS NEVER MEANT TO BE
A PERMANENT FIXTURE AT BANKS.

Debt is a part of the industry, but banks may tend to hold on to bad debt
like credit card, auto deficiency, overdraft, judgements or commercial
and consumer leans, We'll buy your debt portfolio from the last four
yvears, with minimum sizes of 5100k and no maximums, We'll even
walk you through the sales process to help with compliance and data
integrity. Te offload your debt portlolio, contact Craig Geisler at

cgeisler@cherrywoodenterprises.com e
or 561.508.7650. £ Cherrywood
5 = ENTERPRISES
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UBA Assoctare Mevpers

Crowe

WELCOME OUR NEW ASSOCIATE MEMBER!

Crowe LLP is a public accounting, consulting and technology firm
that uses its deep industry expertise to provide audit services to public
and private entities. The firm and its subsidiaries also help clients make

smart decisions that lead to lasting value with its tax, advisory and consulting services. Learn more at crowe.com or by
emailing Sindy Nicholson at sindy.nicholson@crowe.com.

ABA Insurance Services, Inc.
3401 Tuttle Rd., Ste. 300

Shaker Heights, OH 44122

Mike Read

(800) 274-5222

mread@abais.com

www.abais.com

B:Side Capital
Lisa Adams

(303) 657-0010
ladams@bside.org
www.bsidecapital.org

BancAlliance

4445 Willard Ave., Ste. 1100
Chevy Chase, MD 20815
Brendan Hart

(301) 232-5423
bhart@alliancepartners.com
www.bancalliance.com

Bank Marketing Center
95 Old Stratton Chase

Atlanta, GA 30328

Neal Reynolds

(678) 528-6688

nreynolds@
bankmarketingcenter.com
www.bankmarketingcenter.com

Bankers’ Bank of the West
1099 18th St., Ste. 2700

Denver, CO 80202

Lance Niles

(303) 291-3700
Iniles@bbwest.com

bbwest.com

BankTalentHQ

3201 W. White Oaks Dr., Ste. 400
Springfield, IL 62704

Maddison Augustine
maugustine@illinois.bank
www.banktalenthq.com

Bell Bank

2435 S. Honeysuckle Cir.
Mesa, AZ 85209

Tracy Peterson

(480) 339-8533
tpeterson@bell.bank
bell.bank

BHG Bank Network
10234 W. State Rd. 84
Davie, FL 33324

Keith Gruebele

(866) 297-4664
kgruebele@bhg-inc.com
bhgfinancial.com

BMA

2151S. 3600 W.

Salt Lake City, UT 84119
Adam Weight

(801) 887-0122
adam.weight@
bmabankingsystems.com
bmabankingsystems.com

Cherrywood

Enterprises, LLC

6901 Okeechobee Blvd., #D5-12
‘West Palm Beach, FL 33411

Craig M. Geisler

(561) 508-7650
cgeisler@cherrywoodenterprises.com
cherrywoodenterprises.com

Compliance Alliance, Inc.
P.O. Box 162407

Austin, TX 78716

Scott Daugherty

(888) 353-3933
scott@compliancealliance.com
compliancealliance.com

Compliance Services Group
2405 Evergreen Park Dr.

S.W,, Ste. B4

Olympia, WA 98502

John Bley

(360) 943-7137

john.bley@
complianceservicesgroup.com
complianceservicesgroup.com

CrossCheck Compliance

810 W. Washington Blvd.

Chicago, IL 60607

Liza Warner

(312) 346-4600
Iwarner@crosscheckcompliance.com
crosscheckcompliance.com

Crowe LLP

1801 California St., Ste. 2200
Denver, CO 80202

Sindy Nicholson

(303) 831-5000
sindy.nicholson@crowe.com
WWW.Crowe.com

D.A. Davidson & Co.
8 Third St. N.

Great Falls, MT 59401
Chris Lenihan

(949) 499-8366
clenihan@dadco.com
dadavidson.com

Discover Debit

1301 McKinney St., Ste. 2500
Houston, TX 77010

Jim Foster

(303) 993-4701
jimfoster@discover.com
www.discoverdebit.com

Dorsey & Whitney LLP
111 S. Main St., 21st Fl.

Salt Lake City, UT 84111
Steven Waterman

(801) 933-7365
waterman.steven@dorsey.com
www.dorsey.com

Eide Bailly, LLP

5 Triad Center, Ste. 600
Salt Lake City, UT 84121
Gary Smith

(888) 777-2015
gsmith@eidebailly.com
www.eidebailly.com

EVO Asset Consulting
114 S. 140 W.

Lindon, UT 84042

Anthony Powell

(801) 953-8408
tony@joinevo.com
wWWwWw.joinevo.com

Executech

10876 S. River Front Pkwy., Ste. 100
South Jordan, UT 84095

Lee Weech

(801) 253-4541
lee.weech@executech.com
www.executech.com

FBBS

1099 18th St., Ste. 2700
Denver, CO 80202
Duane Kerner

(720) 709-7613
dkerner@fbbsinc.com
firstbankersbanc.com

Federal Home Loan Bank of
Des Moines

909 Locust St.

Des Moines, IA 50309

Zachary Bassett

(800) 544-3452
zbassett@fhlbdm.com
www.fhlbdm.com

FHN Financial

1000 Ridgeway Loop Rd., Ste. 200
Memphis, TN 38120

Trae Winston

(901) 435-8757
trae.winston@fhnfinancial.com
www.fhnfinancial.com

FinPro, Inc.

46 E. Main St., Ste. 303
Somerville, NJ 08876
Scott Polakoff

(908) 234-9398
spolakoff@finpro.us
www.finpro.us
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FORVIS

510 S. 200 W., Ste. 200

Salt Lake City, UT 84101
Bud Hollenkamp

(303) 861-4545
bud.hollenkamp@forvis.com
www.forvis.com

FPS GOLD

1525 W. 820 N.
Provo, UT 84601
Matt DeVisser

(801) 429-2126
mattd@fps-gold.com
www.fpsgold.com

GPS Capital Markets, Inc.
10813 S. River Front Pkwy., Ste. 400
South Jordan, UT 84095

Randal Roberts

(800) 459-8181

rroberts@gpsfx.com
www.gpsfx.com

Holland & Hart, LLP
222 S. Main St., Ste. 2200
Salt Lake City, UT 84101
Timothy Crisp

(801) 799-5800
tscrisp@hollandhart.com
www.hollandhart.com

Holman Capital Corporation
25231 Paseo De Alicia, Ste. 105
Laguna Hills, CA 92653

Lance Holman

(949) 981-0237
lance.holman@holmancapital.com
www.holmancapital.com

Hunt Financial Group

4810 Ashley Park Ln., Apt. 1419
Charlotte, NC 28210

Thomas Olaimey

(980) 335-2285
tolaimey@huntfinancialgroup.net
www.huntfinancialgroup.net

Integrated Builders
Group, Inc.

5137 Golden Foothill Pkwy., Ste. 140

El Dorado Hills, CA 95762
Tyler Mills

(916) 933-8401
tmills@integratedbg.com
integratedbg.com

IntraFi Network
1300 17th St. N., Ste. 1800
Arlington, VA 22209
Bryan Harper

(703) 292-3462
bharper@intrafi.com
www.intrafi.com
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isolved

324 S. State St., Ste. 500
Salt Lake City, UT 84111
Brad Rich

(801) 664-4454
brich@isolvedhcm.com
www.isolvedhcm.com

KeyState Captive
Management, LLC
P.O. Box 50102
Henderson, NV 89016
Brian Amend

(702) 598-3738
bamend@key-state.com
www.key-state.com/
captive-management.aspx

Kirton McConkie
50 E. S. Temple, Ste. 400
Salt Lake City, UT 84111
Gary Winger

(801) 328-3600
gwinger@kmclaw.com
www.kmclaw.com

MaxGiving, Inc.
114 E. 40th St.
Boise, ID 83714
Lehi Kafri

(208) 495-5000
lehi@maxgiving.org
maxgiving.com

Moody’s Analytics

7 World Trade Ctr.

250 Greenwich St.

New York, NY 10007

Anna Labowicz

(212) 553-1000
anna.labowicz@moodys.com
www.moodys.com

Moss Adams

601 W. Riverside Ave., St. 1800
Spokane, WA 99201

Mike Thronson

(509) 747-2600
mike.thronson@mossadams.com
www.mossadams.com

Mountain West Small
Business Finance
2595 E. 3300 S.

Salt Lake City, UT 84109
Danny Mangum

(801) 474-3232
dmangum@mwsbf.com
mwsbf.com

Newcleus, LLC
411 S. State St., 3rd F1.
Newtown, PA 18940
Larry Rowley

(267) 291-2130
Irowley@newcleus.com
newcleus.com

Nuveen Green Capital
409 Oneida St.

Denver, CO 80220

Jason Bonanno

(720) 785-6655
jason.bonanno@nuveen.com
www.nuveen.com/greencapital

ODP Business Solutions
9501 Amberglen Blvd., Ste. 200
Austin, TX 78729

Kimberly Gilbert

(855) 337-6811 x12878
kimberly.gilbert@odpbusiness.com
www.odpbusiness.com

OnCourse Learning

P.O. Box 310

‘Waunakee, WI 53597
www.oncourselearning.com/
business/financial-services/bank/

Parsons Behle & Latimer
201 S. Main St., Ste. 1800

Salt Lake City, UT 84111

Gary E. Doctorman

(801) 532-1234
gdoctorman@parsonsbehle.com
parsonsbehle.com

PCBB

1676 N. California Blvd., Ste. 300
‘Walnut Creek, CA 94596

Jay Kenney

(415) 399-5800
jkenney@pcbb.com
www.pcbb.com

Piper Sandler Companies
1251 Avenue of the

Americas, 6th Fl.

New York, NY 10020

Avi Barak

(212) 466-7700
avi.barak@psc.com
www.pipersandler.com

PULSE, a Discover Company

1301 McKinney St., Ste. 600
Houston, TX 77010

Matt McKinney

(281) 884-8663
mattmckinney@pulsenetwork.com
www.pulsenetwork.com/
public/discover-debit/

PwC

201 S. Main St., Ste. 900
Salt Lake City, UT 84111
Ryan Dent

(801) 534-3883
ryan.j.dent@pwc.com
WWW.pwc.com

Ray Quinney & Nebeker P.C.
36 S. State St., Ste. 1400

Salt Lake City, UT 84111

Richard Madsen

(801) 532-1500

rmadsen@rqn.com

rqn.com

Rocky Mountain CRC
64 E. Winchester St., Ste. 230
Salt Lake City, UT 84107
Steven Nielsen

(801) 366-0040
snielsen@rmecrc.org
rmcrc.org

RSM US, LLP

515 S. Flower St., 17th FI.
Los Angeles, CA 90071
Doug Harrison

(213) 330-4800
doug.harrison@rsmus.com
rsmus.com

Scalley Reading Bates
Hansen & Rasmussen
15 W. S. Temple, Ste. 600

Salt Lake City, UT 84101
Darwin Bingham

(801) 531-7870
dbingham@scalleyreading.net
www.scalleyreading.com

Select Bankcard

170 S. Interstate Plz., Ste. 200
Lehi, UT 84043

Pete Mudrow

(801) 791-1938
pmudrow@selectbankcard.com
www.selectbankcard.com

Shred-It

205 Winchester Dr.

East Stroudsburg, PA 18301
Kevin Kroboth

(917) 528-7940
kevin.kroboth@stericycle.com
www.shredit.com/en-us/
national-accounts/state-ban
kers-association-program

Simpson & Company, CPAs
5353 S.960 E., Ste. 102

Salt Lake City, UT 84117

Kenneth Simpson

(801) 484-5206
krsimpson@simpson-co.com
simpson-co.com



SPARK

801 Nicollet Mall

Minneapolis, MN 55402

Erik Swenson

(612) 345-0683
erik.swenson@lendwithspark.com
lendwithspark.com

Stephens, Inc.

101 2nd St., Ste. 850

San Francisco, CA 94105
Steven Egli

(415) 548-6912
steve.egli@stephens.com
www.stephens.com

StrategyCorps

100 Westwood PL., Ste. 400
Brentwood, TN 37027

Dave DeFazio

(615) 498-5220
dave.defazio@strategycorps.com
strategycorps.com

Tassat
22 W. 21st St., 9th FI.

The Baker Group

2975 W. Executive Pkwy., Ste. 139
Lehi, UT 84043

Brian Bates

(800) 937-2257
bbates@gobaker.com
www.gobaker.com

Unitas Financial Services
6543 Commerce Pkwy., Ste. M
Dublin, OH 43017

Brian Ruhe

(740) 967-1131
brian.ruhe@unitas360.com
www.unitas360.com

Upgrade, Inc.

275 Battery St., Ste. 2300

San Francisco, CA 94111

Nik Vukovich

(415) 940-7688
nvukovich@upgrade.com
www.upgrade.com/institutions

Utah Center for
Neighborhood Stabilization

Utah Housing Corporation
2479 S. Lake Park Blvd.

Salt Lake City, UT 84120

Grant Whitaker

(801) 902-8290
gwhitaker@uthc.org
utahhousingcorp.org

vCom

12657 Alcosta Blvd., Ste. 418
San Ramon, CA 94583

(503) 292-3640
vcomsolutions.com

Vericast

15955 La Cantera Pkwy.
San Antonio, TX 78256
Cristi Vernon

(801) 288-2133
cristi.vernon@vericast.com
WWW.vericast.com

Wasatch Business Finance
5288 S. Commerce Dr., Ste. B-228
Salt Lake City, UT 84107

Steve Carlston

West Monroe Partners, LLC
1000 Wilshire Blvd., Ste. 1100

Los Angeles, CA 90017

Josh Hoppes

(213) 631-4837
jhoppes@westmonroe.com
WWww.westmonroe.com

Zions Correspondent
Banking Group

310 S. Main St., Ste. 1400

Salt Lake City, UT 84101

Phillip Diederich

(801) 844-7853
phillip.diederich@zionsbancorp.com
www.zionscbg.com

New York, NY 10010 6880 S. 700 W., 2nd F1. (385) 799-6701
Carol Hartman Midvale, UT 84047 steve@wbfcdc.com
carol.hartman(@tassat.com Daniel J. Adams www.wasatchcdc.com
tassat.com (801) 316-9111
dan@utcns.com
wWww.utcns.com
Howard M. Headlee Becky Wilkes Sara Matute Beth Parker Brian Comstock

Director of Communications
& Marketing
brian@utah.bank

Director of Education
beth@utah.bank

President & CEO
howard@utah.bank

Vice President
sara@utah.bank

Executive Vice President
bwilkes@utah.bank
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BY BANDING TOGETHER,

COMMUNITY BANKS CAN

BY JAY KENNEY, SVP & Southwest Regional Manager, PCBB

ometimes, bigger loans are out of

reach for community banks. To get

around that obstacle, community
banks can join with other financial
institutions to cosponsor bigger loans.
Loan participations are one way for
community banks to break into the bigger
corporate loan market, and they have been
gaining traction.

The corporate loan market has been a
dynamic place for the last few years,
falling in 2020 during the business slump
that accompanied the pandemic, then
soaring in 2021 to make up for delayed
lending needs. In a typical year, borrowers
have taken out an average $1.1T in
revolving credit facilities, term loans and
other vehicles.

Commercial real estate activity is also on
the decline. In May, the Mortgage Bankers
Association forecasted a 20% drop in
commercial and multi-family lending, a
result of rising interest rates and falling
property values.

That still leaves a lot of large businesses
looking for financing, and for them, an
important issue may be the shrinking
availability of lenders. Many large banks
aren’t looking to expand their commercial
lending portfolios, which presents an
opportunity for community banks. The
caveat is that it’s not an easy one to exploit.

The amounts big commercial borrowers
seek are often well beyond the ability of
community banks to extend. These banks
may have limits on their lending capability,
often because of regulations or their

own policies. Community banks must be
careful about concentrating too much of
their portfolios in a few very large loans.
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The answer is for community banks to
join with other like-minded banks in a
participation or syndication, with each
institution carrying a portion of the

debt that fits within its own constraints.
In that way, banks that have typically
been unable to participate in the large
corporate loan market may now have a
way in. The companies seeking financing
may also be more inclined to work with
community banks at a time when finding
willing lenders among larger banks has
become difficult.

In one recent case, a borrower seeking

to refinance a $10MM loan on an office
building specifically stated it did not want
to deal with multiple lenders. But when

it was unable to land a deal, it ultimately
secured a loan by working with two
community banks.

For banks that want to increase their
return on assets and diversify their
portfolios with larger business clients, one
of the first questions is which model to
use: a participation or syndication. While
they are similar, they do have some unique
characteristics.

* Participation: Several banks can
partner in a participation agreement,
but all the work goes through the
lead lender, who works directly with
the borrower. The participants buy
shares of the loan from the lead
lender, so borrowers may not know
who the other participants are. If the
loan defaults, only the lead lender
can deal with the borrower. There
are a number of ways to join a loan
participation. PCBB offers a loan
participation product for buying and
selling loan participations.

¢ Syndication: Two or more banks can
join together in a loan syndication
and make a loan to a borrower. The
syndication agreement sets out the
relationship rules for the lenders, and
an administrator services the loan.
The borrower would work with each
syndicate lender for the portion of
funding that the lender supplied, and
any decisions regarding the loan are
made through the administrator.

Which form a bank chooses depends on
its own situation, needs and policies. It
may also be subject to opportunities and
what terms borrowers will accept. Not all
borrowers are keen on taking out a loan
that has multiple banks as sponsors, but
according to CCIM Institute, a community
real estate education organization, “with
properly drafted agreements, there is very
little practical difference in the customers’
borrowing experience under either format.”

New opportunities in the large
commercial loan market can be attractive
to community banks due to the possibility
of expanding their geographic reach,
gaining new clientele, and reducing
concentration risk. To get over the

hurdle of loan size, community banks
may need to consider loan syndications
or participations to secure these larger
business customers and potentially gain
their loyalty and future business.

To continue this discussion or
for more information, please
contact PCBB SVP &
Southwest Regional Manager
Jay Kenney at
Jkenney@pcbb.com or

visit www.pcbb.com.

Dedicated to serving the needs
of community banks, PCBB’s comprehensive and
robust set of solutions includes cash management,
international services, lending solutions, and risk
management advisory services. Recognized by
American Banker as one of the “Best Banks to Work
For” in 2022.
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RAY QUINNEY & NEBEKER IS A PREMIER LAW FIRM

THE INTERMOUNTAIN WEST.

Ray Quinney & Nebeker is one of the region's top law firm for banks, lease finance companies, and other
financial institutions. We have one of the largest and most sophisticated banking and financial institutions
practice in Utah, with many of our lawyers having more than 25 years of experience in this practice area.
We represent a broad range of financial institutions, equipment leasing companies and other credit
providers, both large and small, including Utah, regional and national financial institutions. We have years
of transactional experience with commercial, real estate, and consumer transactions as well as in other
more specialized lending and leasing areas. We have demonstrated expertise in resolving risk management
issues for financial institutions and other clients such as with problem loans and leases, workouts, and

bankruptcy representation.

— FOR BANKING AND FINANCIAL INSTITUTIONS IN

Not only is RQN our go-to law firm for outside
legal help, but they are a critical and integral
part of our team. They take the time to know
us, know what matters to us, and help us
craft meaningful and value-adding solutions.
RQN gives us best-in-class customer service,
matched with world-class expertise.

- RQN Banking Client

kel

CONTACTUS —

RICHARD H. MADSEN II
Banking and Finance Section
Chair

rmadsen@rgn.com
801.323.3392

WWW.rgn.com
801.532.1500
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