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ASSOCIATION NEWS

THE BOTTOM
LINE

By Howard Headlee,
UBA President

Our Bottom Line is You

The Changing
Landscape

of the Banking Industry

veryone wants to know about the future. When
will the economy recover? Will my money be
safe? When will housing prices recover? Who
will be the winners and who will be the losers?
The questions go on and on. However, the only answer
that works for almost every question is this: Things will

never be the same.

The fact is, this answer has always
proven to be accurate. Things never
stay the same. However, the degree to
which they will be different this time
around will be much more significant.
Bank regulators are already implement-
ing practices and procedures that will
change the landscape of the banking
industry. And bank regulators them-
selves face wholesale restructuring as a
result of the current disorder in the fi-
nancial markets. Some of this change is
necessary, but as we embark on changes
intended to ensure this never happens
again, it is just as important to remem-
ber and retain the keys to our industry’s
past success as it is to affix blame for
the current failures.

As we are about to inaugurate the
first African-American President in the
history of the United States, | hope it
will serve as a reminder of perhaps the
single most important guiding principle
driving the success of the U.S. banking
system—DIVERSITY!

Thus far the intense pressure to
centrally plan a more “efficient” and
“effective” financial regulatory scheme

4 | UTAH BANKERS ASSOCIATION | JANUARY/FEBRUARY 2009

has yielded proposals that I believe
could drastically damage the type of
innovation and diversity that has made
our banking system great. Addition-
ally, many of the knee-jerk reactions
of our current regulatory bodies have
been disproportionately difficult for our
smaller institutions to endure. | suspect
that there are those regulators that look
at the vast number of small community
banks and see “a thousand points of
risk” even though these institutions
never strayed from and continue to ap-
ply traditional underwriting standards
to meet the needs of their local com-
munities. Most of these smaller banks
were far too “unsophisticated” to get
wrapped up in all the complex instru-
ments that have now devastated the
financial markets.

As secondary markets disappear,
there is no way the banking industry
as currently constituted can absorb the
tsunami of credit demand that is upon
us—not even with the infusion of capital
by the Treasury. The fact is, a lot of un-

M The Bottom Line - continued on page 6



Ready and
Empowered

to Face Challenges in 2009

he Utah Bankers Association will kick off the
New Year facing continued challenges, but we
are well-equipped to weather the storm of this
economic period. That’s because our member-

ASSOCIATION NEWS

ship and our combined expertise provides us with ad-

vantages and opportunities.

Working together, we can continue
to help restore consumer confidence
in 2009. We can leverage our critical
mass to help support businesses and
families with their financial needs.

It's a tough job, but we have talented
bankers working for our many strong
institutions. These bankers are ready
and willing to help ease worries and
share wisdom with clients.

As Utahns, we are still enjoying
some relative economic strengths that
continue to attract new businesses. Al-
though the nationwide economic slow-
ing has spread into the state, we're also
lucky to boast some unique economic
characteristics. The latest figures from
the U.S. Census Bureau show Utah
leading the nation in population growth
by percentage, at a solid 2.5 percent.
This demonstrates our state’s vibrancy,
and reflects how Utah is attractive to in-
migration as well as current residents
growing their families.

This past year was a tumultuous
time for the industry. But we're also
seeing some positive economic trends
from recent months. For example, the

middle and lower-middle class had
stronger income gains in the most
recent year than did the top one-fifth
of households, according to Thredgold
Economic Associates. In addition,
Thredgold notes that in 1967, only one
family in 25 earned today’s equivalent
of $100,000 or more. Today, one in
six families does. The share of families
earning more than $75,000 annu-
ally in real dollars has tripled from 9
percent to 27 percent, while the share
of families earning between $5,000
and $50,000 in real dollars has fallen
by 19 percent since 1967, according to
Thredgold. Although the media keeps
harkening back to the Great Depres-

sion era, we need to remember that our
nation’s economic gains in recent years

have been significant and meaningful
for our nation.

In 2009, I challenge us all to make
the resolution to work together as an
industry and continue supporting our
communities, our neighbors and our

businesses. As bankers, we can serve as

leaders in the call for economic recov-
ery and renewal.

CHAIRMAN’S
MESSAGE

By LeeAnne Linderman,
UBA Chairman
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M The Bottom Line - continued from page 4

regulated, non-banks got into the credit business over the past
few years. While this played a significant role in our economic
growth, the absence of uniform regulation proved to be a fatal
flaw. So what'’s the solution? Should we try to move forward
with less available credit exclusively provided by the remain-
ing highly regulated institutions? Or, should we bring these
un-regulated, non-bank providers and their capital under

our regulatory tent? Undoubtedly, a broader range of credit

providers will pursue the banking charter and FDIC insurance.

This has already begun.

We have always espoused the notion that we welcome
competition so long as everyone is playing by the same rules
and paying the same taxes. Therefore, it seems to me that we
should welcome anyone who is willing to subject themselves
to the same regulations and the same taxes especially if it
means providing the necessary credit to keep our economy
moving forward.

I believe that the coming change will be positive for the
banking industry and our country if we remain committed to
maintaining diversity in the banking industry and continue
our fight for a level regulatory playing field for all credit pro-
viders. This may mean new competition, but at least it will be
fair competition. The fact that the credit union lobby is doing
everything in its power to avoid being pulled under the same
regulatory umbrella as everyone else is a clear indication that
we are moving in the right direction. If credit unions were
forced to trade their current cheerleader regulator for a real
regulator, most of the disputes between banks and the large
bank-like credit unions would never even happen.

The key to a bright future for the U.S. banking industry
and the American economy is diversity combined with equal
opportunity and uniform regulation. There are already
those seeking to take us in a different, centrally planned,
less-diverse, European direction. The only way we will be
able to turn them back is to stand united in our diversity and
commit ourselves fully to these guiding principles. | guess
it could mean more competition, but fair competition has
never been a problem for a good banker.

"YES, IT

By 1985, sales of
companies that were
Aggresive Recession

. Advertisers had risen

advertising.
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“The future isn’t
what it used to be.”

— Yogi Berra
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s the economy has faltered

over the past several months,

there are many voices in the

media that have emerged as
economic experts, especially in the area
of banking. | am sad to say that much of
the reporting, especially at the national
level is consistently unreliable.

Itis critical for bankers and their staffs to have access to
the facts. Here are a few of the more important clarifications.
1The term “bank” can only legally be used by an

institution that has applied for and received a
charter from the Federal Deposit Insurance Corpora-
tion (FDIC). Banks can offer their depositors FDIC insur-
ance on money their customers place in deposit. All year long,
the media has erroneously used the word “bank” to describe
institutions that are financial in nature, but NOT banks. For
example, Bear Stearns was NOT a bank. In a recent issue
of The Deseret News, the AP ran story about salaries and
bonuses at “banks” and nearly every example noted was NOT
a bank. Basically the media refers to any institution that is
involved in financial services as a “bank.”
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Media
Myths

About Banks and the
So-Called Bailout

By Howard Headlee, President of the Utah Bankers Association

FDIC insured banks were generally NOT involved

in making sub-prime, risky, and ill-advised mort-
gages to people who could not afford them. There were
a couple (not in Utah) and they have failed, but for the most
part, Utah banks were not involved and have not been directly
impacted by the default of these mortgages. Indirectly, Utah
banks have been impacted by the resulting downturn in hous-
ing as we did finance much of the building and development
of homes in Utah.

Utah banks are very strong and continue to lend

as aggressively as is prudent in this environment.
Contrary to public statements, lending at many Utah banks is
actually higher than last year. Banks are aggressively pursu-
ing credit worthy lending opportunities; however, it is not in
anyone’s interests that they begin to make imprudent loans.

Real FDIC insured banks were not bailed out by

the U.S. Treasury! Initially the Treasury intended to
use the TARP money to buy “toxic” mortgage assets. Because
most Utah banks had nothing to do with these assets, they
would not have been directly involved in this plan. However,
the Treasury changed its mind shortly after Congress ap-
proved the measure. At first the Treasury DID make loans
(termed Bailouts) to troubled financial companies (such as
AIG- not a “Bank”!) but then the Treasury decided to try to
“stimulate” the economy by investing the TARP monies in
HEALTHY BANKS. Troubled banks need not apply for this



money, because the Treasury made it clear they would only
invest in banks that are healthy and ready to use the addi-
tional capital to make loans in their local communities. We
are still in the application and review stage. Even the earliest
recipients (the largest banks) have only had this capital for
less than 30 days.

FEATURE

Banks do not lend the capital they receive from
6 the TARP. Instead banks leverage this capital up to
10-12 times by collecting deposits which are lent in local com-
munities. The full impact of the TARP will not be felt until we
are able to collect more deposits and then have the time to
identify and underwrite prudent loans.

It is not in anyone’s interest for banks to use this capital to hastily make bad loans.

The TARP monies are an investment and must be
5 paid back with interest. Because they are only being
invested in healthy banks, it is highly likely taxpayers will be
made whole. It is not in anyone’s interest for banks to use
this capital to hastily make bad loans. This plan might work if
Congress and regulators demonstrate the appropriate disci-
pline to invest the money and then let the banks do what they
do best: deploy the capital to its highest and best use in our
local communities over the next few months and years (not
days and weeks.) But if they use this investment as a foothold
to start telling banks how to do their job, it will be a disaster.

Rest assured, Utah’s banks are well prepared for this
downturn. Despite all the rumors, we are still talking about
earnings being lower than previous years, not losses. None-
theless, Utah’s banks are at the “Heart of our Community”
and we are centrally connected to the struggles and challenges
faced by all Utahns. As you know, Utah is performing rela-
tively well compared to many other states, even most of our
neighbors. So when | see the strength in our banking commu-
nity, I am confident that we will continue to out-perform as
we proceed through our recovery.

There's a reason Mountain West Small Business Finance is Utah’s #1 small business lender.

small business BlG VlSlON

For more information:

In a word, vision. We can see that helping small business succeed takes smart financing. That's {301 ) 474-3232
www.mwsbf.com
M_ﬁ,s; WY Sfocrcs
a . 2008 Ny What an SBA 504 Loan can do for you:
" MOunfam WBSt Defsmﬁed i > Purchase land and/or a building
D\ Smnall Business Finance C°”’§3n‘;p$§g;, > Construct a new facility
e Yoy

> Purchase equipment
> Renovate or remodel existing facilities

GROWING SMALL BUSINESSES, JOBS, COMMUNITIES
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By Brian D. Cunningham and Nicole W. Skorupka, Snell & Wilmer, L.L.P.

urrent economic troubles have caused

bankers to closely examine the quality

of their borrowers’ accounts receivable

that secure asset based loans. As account
debtors delay paying invoices and the overall
financial strength of account debtors weakens,
borrowing base availability under a bank’s typical
commercial loan documents declines and the overall
value of the bank’s collateral diminishes.

Bankers are routinely finding that
foreclosing upon accounts in the cur-
rent environment provides the bank
with far less of a return than was origi-
nally contemplated.

As part of the overall review of a
borrower’s accounts, if the borrower
has receivables from the United States
Government, it is imperative that the
banker ensure that the loan and loan
documents comply with the Federal
Assignment of Claims Act (Act). The
Federal Assignment of Claims Act is
often misunderstood. The Act, found at
41 U.S.C. § 15, applies to all obligations
owing by the federal government or any
agency or department of the federal
government. It is supplemented by the
Federal Acquisition Regulations (FAR)
found in Title 48 of the Code of Fed-

eral Regulations. The Act only governs
notices of assignment and payment
instructions. If the Bank does not com-
ply with the Act, it may still have a valid
assignment or security interest and
prevail against junior security interests,
judgment creditors and bankruptcy
trustees. However, if a bank does not
comply with the Act and the govern-
ment agency pays someone other

than the bank, the bank has no claim
against the government agency.

The Framework

Prior to 1940, federal law prohibited
the assignment of accounts receivable
from contracts with the federal govern-
ment, which greatly diminished the
value of such receivables as loan col-
lateral. Although these anti-assignment
laws were implemented to protect the

government from the administrative
burden of investigating the validity of
each assignment and any corresponding
claim, the laws effectively reduced the
ability of private contractors that supply
goods or services to the federal govern-
ment to secure financing by granting
lenders an interest in their accounts
receivable. The Act addressed the impact
of the anti-assignment laws by exempt-
ing certain assignments to “financing
institutions.” When financing govern-
ment contractors, banks must proceed
with care when navigating the extensive
statutory and regulatory framework ap-
plicable to assignments of proceeds from
contracts with the federal government.
The Act encourages lenders to
finance government contractors by
permitting the contractors to assign the
right to payment from receivables as
loan collateral. Despite the name of the
Act (The Assignment of Claims Act),
permissible assignments only capture
the right to receive payments due under
the contract rather than the contract
itself or claims other than for payment
arising under the contract. In short,
if the bank complies with the Act, the
government will pay contract payments
directly to the bank.
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Conditions and procedures for assignments under the
Act are prescribed in the FAR and are supplemented through
regulations promulgated by federal agencies contracting un-
der the Act. Under those rules, an assignment of money due
or to become due under a government contract as security for
aloan is valid if:

» The contract specifies payment of at least $1,000;

» The contract does not prohibit an assignment;

P The assignment is made to a bank, trust company or other
financing institution (i.e., institution that deals in money
as the primary function of its business activity);

P Unless otherwise expressly permitted in the contract, the
assignment:

» Covers all unpaid amounts payable under the contract;

» Is not subject to further assignment;

» Is made to one party, and such party participates
directly in the financing, except that any assignment
may be made to one party as agent or trustee for two
or more parties participating in the financing of the
contract; and

P Lender sends an original plus three copies of the notice of
assignment and a true copy of the assignment instrument
to (a) the administrative contracting officer performing all
contract administrative functions, (b) any surety on bonds
applicable to the contract, and (c) the disbursing officer
authorized under the contract to make payments.

The administrative contracting officer is given a reason-
able time after receipt of the notice of assignment to determi-
nate if the assignment is valid.

There may be additional requirements applicable to as-
signments of amounts owing by certain federal departments
or agencies. The provisions of the Code of Federal Regula-
tions for the applicable department or agency should be
reviewed in each instance.

The Risks and Rewards

Even after full compliance with the Act and FAR, lend-
ers’ collateral may be exposed to certain claims from sureties
or the contractors’ employees. Pursuant to the Miller Act,
contractors must furnish certain payment and performance
bonds for federal government contracts pertaining to the
construction, alteration or repair of a public building or public
work. A lender taking an assignment of proceeds from such
contract is imputed with knowledge of the Miller Act’s bond
requirements. Any surety required to perform under a bond
will have superior rights to proceeds from the underlying
contract, regardless of an earlier assignment. Additionally, a
lender’s rights to assigned payments may be suspended if a
contractor fails to comply with certain federal laws protecting
employees, such as federal wage and hour statutes.

It should be noted that some courts have held that the
Act requires that the bank must show that it loaned money
or at least made money available for the performance of the
government contract.

FEATURE

Regardless of the foregoing, financing government
contractors may still be attractive to banks because of the
continuous stream of timely payments available to pay down
any outstanding balances. The federal government is subject
to the Prompt Payment Act, which incentivizes the govern-
ment to make payments when due by applying interest to late
payments at a rate set by the Secretary of the Treasury. Ad-
ditionally, with the federal government as the account debtor,
lenders do not assume risk of non-payment due to insolvency
as with non-government account debtors. Unless payments
were made as a result of fraud, the federal government may
not recover proceeds once paid to lenders.

How to Proceed

Thoroughly review government contracts. Gov-
ernment contracts must meet the conditions prescribed by
FAR. Check to ensure that assignment is not prohibited by
the contract. Additionally, the contracts should contain a
“no-setoff” commitment to prevent the federal government
from reducing assigned receivables to setoff the contractor’s
indebtedness to the government.

Take care drafting assignment instruments. As-
signment instruments must grant the lender ownership in the
proceeds; a collateral assignment granting a security interest

B Proceed with Caution - continued on page 12
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M Proceed with Caution - continued from page 11

will be insufficient. Additionally, the assignment should only
cover “moneys due or to become due” under the contract and
should identify the contract by number. Blanket assignments
capturing all assignable rights under the contract are not
permitted under the Act and may be rejected by the adminis-
trative contracting officer.

Confirm appropriate form and delivery instruc-
tions for notices of assignment. Lenders must strictly com-
ply with the notice requirements prescribed by FAR, including
the form of the notice. Courts have consistently invalidated
assignments for non-compliance with the notice requirements.

Perfect security interest in accounts receivable.
Security interests must be perfected in accordance with the
Uniform Commercial Code as is done when financing a non-
government contractor. The Act does not apply to disputes
between private parties (i.e., lenders and their borrowers) so
compliance with the Act does not perfect a security interest
and vice-versa.

Ensure compliance with applicable state laws.
This article summarizes federal laws regarding assignments

U.S. Treasury’s Go Direct
Campaign Urges Banks
to Stand Up and Be
Recognized for
Promoting Direct
Deposit

hether your bank serves a small town, a large city

or an entire region, customers in your community

look to you for sound advice about their money.

The U.S. Department of the Treasury’s Go Direct
campaign is announcing a new recognition program for fi-
nancial institutions that go the extra mile in promoting direct
deposit to senior citizens, people with disabilities, veterans
and other members who receive federal benefits.

The six-month Go Direct Community Ambassadors
Program launches in January and is aimed at community-
and medium-sized financial institutions. The program is
simple to implement and provides banks with a flexible way
to demonstrate their commitment to the community’s finan-
cial health while gaining recognition from Treasury’s Go
Direct campaign. All banks are invited to register online at
www.GoDirect.org by January 31, 20009.
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of claims. If the contract is with a state agency or department,
lenders must review and comply with any applicable state as-
signments of claims’ laws.

Although the foregoing article is not a comprehensive
summary of the Act, lenders should be able to begin assessing
whether credit facilities secured in whole or in part by govern-
ment receivables are feasible and can be administered in a
cost efficient manner. With careful consideration of the risks
and rewards, and diligent observation of the legal framework,
lending against government receivables may provide lenders
with a substantial source of business.

ABOUT THE AUTHORS:

“ 77 Brian D. Cunningham is a partner with the Salt Lake City office
q‘: | of Snell & Wilmer L.L.P. His practice is concentrated in banking
= law, secured lending, letters of credit and payment systems,
general commercial and consumer finance, and creditors’
rights. Brian can be contacted at bcunningham@swlaw.com
or 801-257-1954.

Nicole W. Skorupka is an associate with the Denver office of
Snell & Wilmer L.L.P Her practice is concentrated in real estate
and commercial finance, including construction lending, asset
based lending, mezzanine lending, loan participations and
. syndications, workouts, and reorganizations. Nicole can be
contacted at nskorupka@swlaw.com or 303-634-2128.

Banks that successfully participate in the Community Am-
bassadors program will receive a letter of recognition and cer-
tificate from Go Direct. Participating banks will be offered a
variety of options for sharing information about the benefits
of direct deposit with their customers, including ordering free
Go Direct materials.

The simple act of switching to direct deposit can have a
meaningful, positive impact on the lives of your customers
and on your community. Consider the following:

» Direct deposit is safer and easier than paper checks—in
fact, when there is a problem with a Social Security pay-
ment, nine times out of 10 it is with a paper check, not a
direct deposit payment.

> Direct deposit also provides “green” benefits by reducing
the paper and energy required to distribute checks.

» And direct deposit saves taxpayers money. Since it was
launched in 2005, the Go Direct campaign has generated
more than two million enrollments in direct deposit repre-
senting significant savings to taxpayers in printing, mailing
and other costs.

Raising awareness about the benefits of direct deposit
is a community effort. More than 1,200 Go Direct partner
organizations engage in direct deposit education efforts across
the country—including financial institutions, non-profits, and
community-based groups.

For more information about the Community Ambas-
sadors program or Go Direct, call 952-346-6055, or visit
www.GoDirect.org.



Prevent Loan Defaults

Using Online UCC Services

By Margarita Guerra Terrell, Marketing Executive with Utah Interactive
on behalf of the Utah Division of Corporations and Commercial Code

ould you have prevented a loan de-
fault by checking UCC filings? For
several years the Division of Cor-
porations and Commercial Code
within the Utah Department of Commerce
has made it possible for individuals to file
Uniform Commercial Code (UCC) statements
electronically though the UCC Filing System.
It has also offered online searches through
UCC Search the UCC and Central Filing
Search (CFS) system to view active filings.

Recently, this online search system reached a higher level
by offering online access to copies of original documents,
thus providing access to the full collateral description. This
serves as a key step in verifying and protecting your priority
in debt collection.

The UCC Filing System allows users to file initial UCC Fi-
nancing Statements, “In Lieu of” Statements, Continuations, and
Terminations online at https://secure.utah.gov/ucc. Statements
can also be submitted in person or by mail; however, due to the
convenience of electronic filing, last year over 50% of UCC state-
ments were filed online. The fee for filing UCC statements is the
same if submitted in person, by mail, or online, which makes the
efficiency of electronic filing an attractive option.

“Online filing is a goal for all Divisions within the Depart-
ment of Commerce,” stated Commerce Executive Director

Francine A. Giani, “[The Division of] Corporations is ahead of
the curve. They recognize business needs and are transform-
ing the way they meet those needs.”

At no charge, the UCC Search system, available at https://
secure.utah.gov/uccsearch allows users to Search UCC & CFS
records by filing number, debtor name, or debtor ID. The
search results include filing number, filing dates, debtor and
secured party information, and abbreviated collateral descrip-
tions. Once the record is retrieved, users have the option to
certify the UCC search or to download an image of the original
document through the UCC Imaging service for a small fee.

The UCC Imaging service is an essential tool for lend-
ers, creditors, bankruptcy trustees, and attorneys since the
scanned image contains full collateral information, versus the
abbreviated information listed on the online search results.
Prior to the availability of this new service, the only way to
retrieve copies of original UCC documents was in person at
the Department of Commerce. With full information now
available online, users can save time by instantly downloading
the image from the UCC Search website.

This exciting new Imaging service offers a comprehensive
repository of all UCC records, including initial Financing
Statements, Continuations, Terminations, and Amendments
dated through 1965. Filings can be retrieved online regardless
of how the statements were filed—in person, by mail, or on-
line. There may be a delay of a couple of days in viewing the
records online if the documents were submitted in person or
by mail. Filings submitted online are immediately available.

To begin using the various features of the UCC Search or
Filing systems, visit the Division of Corporations at http://
www.corporations.utah.gov.
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FEATURE

WASHINGTON
UPDATE

By Edward L. Yingling,
President and CEO,
American Bankers Association

Aggressive
Banking Advocacy

Speaking at our annual convention in San Francisco, new
ABA Chairman Arthur Connelly, chairman and CEO of
South Shore Bancorp MHC, Weymouth, Mass., issued a
call for bankers to get involved and stay involved when
he said: “l want the letters ABA to stand for aggressive

banking advocacy.”

iven the current uncertain-

ties with our economy, a new

Congress and a new presiden-

tial administration guiding
departments and regulatory agencies,
we need more bankers to get involved
in grassroots advocacy than ever before.
Our industry will need to make its voice
heard early and often on a number of
critical issues before us.

We are in a very difficult environ-
ment. Our economy is wounded and the
public is mad as hell and not discrimi-
nating as to who deserves their wrath.
We can expect to face more issues than
we can count—including Treasury’s
Troubled Assets Relief Program, regula-
tory restructuring, the future of Fannie
Mae and Freddie Mac, limits on inter-
change fees and many more.

Throughout all this, there will be
more ideas for additional regulations
than you can imagine; and we have some
ideas of our own for less regulation.

2009 will truly be a year that deter-
mines our industry’s future. It's a year
that also calls for your constant engage-
ment and involvement.

We know that a strong banking in-
dustry is critical to our country’s success.

We need to tell our story so that together
we can create a new and better finan-
cial system—one that has at its core the
bankers across the county who did not
engage in toxic subprime lending or in
selling investments no one understood.

Connecting bankers and their com-
munities to lawmakers in Congress is
the goal of our Direct Contact Banker
Program. The program is designed to
leverage relationships that local bank
officers have (or should have) with their
elected officials in Washington.

These relationships enable bankers
to educate lawmakers about the effects
that legislation can have on the banking
industry and their local constituents.
The expectations for those bankers who
participate in this program are high
because the stakes are so high.

Direct Contact Bankers serve as the
front line for the banking industry, and
we need to continue to grow participa-
tion in this program, so more members
of Congress will know their hometown
banker, and be eager and willing to
take that banker’s call when time is of
the essence.

To learn more about this program,
visit http://www.aba.com/Grassroots/
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DCBankers.htm. We also have resources and to-do items for
our bankers posted on our Grassroots Advocacy Resource
Center at www.aba.com/Grassroots.

One key set of dates to highlight—now—on your calendars
is March 30—April 1. That's when our annual Government Re-
lations Summit takes place in Washington at the Renaissance
Washington Hotel.

This event provides another opportunity for bankers to
make their voices heard in personal meetings with their law-
makers and their congressional staffs. Participating bankers
also get to hear first-hand what’s on the minds of House and
Senate leaders and regulators.

Our summit is open to any and all bankers, and we want to
continue to grow participation in this once-a-year opportuni-
ty. Talk to your colleagues and encourage them to attend with
you, so your state delegation can make a thundering presence
felt in the halls of Congress.

To learn more about the ABA Government Relations Sum-
mit, go to http://www.aba.com/Events/GRS.htm.

It's more important than ever before to get involved and
stay engaged. Together, we can speak for, and effectively
advocate on behalf of, the entire banking industry and its over
two million employees.

Reach Ed Yingling by e-mail at ed.yingling@aba.com
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Secure Armored Truck
Transportation Throughout

Utah-ldaho-Wyoming-Nevada
Comprehensive Coin &
Currency Processing
Utah's Leader in ATM Servicing
Sales: 801.736.0215

Please visit our website at
http://www.loomisfargo.com

e
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* Real Time Internet Banking
® Check 21/Image Exchange

* Imaged or CD Monthly
Statements

* [tem Processing and Imaging
 |nternet/Email Service

= [Tl Software

e ATM Services

* Health Savings Accounts
* Automated Call Report

* Document Imaging

* Lockbox Processing

* Local Service and Support
* Merchant Capture

* Industrial Bank Services

p) PREMIER DATA

C ORPORATI ON
Powerful & Secure Banking Services

Call Ed Cameron

801-521-3282

ecameron@pdatacorp.com
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Assessments More Effectlve

By william Ranaudo Environmental Data Resources

s any seasoned lender knows,

environmental risks can impair

deals. Contaminated property

securing a loan transaction
can expose a bank to direct liability for
cleanup costs as well as probable liti-
gation. It can cause buyers to default if
they’re forced to divert cash flow to pay
for cleanup, and in the case of foreclo-
sure, it can leave the bank with property
that may be difficult to sell.

Environmental issues can also damage a bank’s reputa-
tion. If you make loans secured by real estate, the following
tips, gleaned from leading environmental professionals, will
help ensure that you're getting the most out of your environ-
mental due diligence program.

0 Keep your environmental policy current.

A formal environmental policy is the best way to
protect your bank from issues caused by environmental con-
tamination. A written policy will also appease regulators like
the Federal Deposit Insurance Corporation, the U.S. Small
Business Administration and the Office of the Comptroller of
the Currency, all of which require banks to screen properties
for environmental risk. Because bank goals and regulations
change over time, though, it’'s not enough to have a policy—
you must also keep it current. If you make 7(a) or 504 loans,
for example, it's imperative that your policy incorporates the
new SBA guidelines that took effect August 1, 2008—they’re
far more stringent than the agency’s former environmental

protocol. If you're unsure whether your policy is in line with
all applicable laws and regulations, seek input from an envi-
ronmental professional or attorney.

9 Be careful who you hire. Fortunately, Utah
has an abundance of highly qualified, highly skilled
environmental professionals. But, like any other service
industry, the environmental industry contains its share of
unqualified providers. Recognizing this, the U.S. Environmen-
tal Protection Agency set minimum qualifications for environ-
mental professionals (EPs) in its All Appropriate Inquiry (AAI)
rule, the federal regulation that governs Phase | environmental
site assessments. Although the rule allows for consultants who
do not meet the definition of an EP to conduct AAl-compliant
Phase | ESAs provided they are under the supervision of some-
one who does, many lenders now require that every element of
the inquiry be performed by a qualified consultant. Whether
or not your bank adopts this policy, know that it can take years
of practice before an EP is proficient in assessing recognized
environmental conditions and can make sound recommen-
dations that fit with specific situations and risk tolerances.
Tempting as it may be to choose a consultant based on price,
saving a few hundred bucks isn’t such a bargain when you later
face thousands of dollars in cleanup costs. Ask for resumes,
references and project summaries.

e Don’'t overlook the past. A property’s past

uses provide important clues to its current environ-
mental status. After all, that Taylorsville donut shop or Provo
pet store may look benign, but if they sit over the site of a for-
mer gas station or dry cleaner, they are probably anything but.

Historical research is considered by many Phase | profession-
als to be the most important part of the inquiry. Don'’t skip it.

B 5 Tips - continued on page 19
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Transform Your Due Diligence

EDR Makes Environmental Easy

Turn your environmental policy into the consistent program that
regulators insist on. EDR’s quick and cost-effective desktop
solutions for screening small-balance real estate loans will help
you hop over compliance hurdles while reducing your risk.

FIND OUT HOW EASY IT IS.

www.edrnet.com or contact your
EDR representative at (800) 352-0050.

& x . -
@DR Environmental Data Resources Inc For more information, visit

www.edrnet.com



PEOPLE

I
BANK KUDOS

Bank of American Fork presented over 6,000 teddy
bears to two family support centers on Dec. 17. The presenta-
tion was part of the bank’s ninth annual Project Teddy Bear,
which collects stuffed animals for at-risk children who use
services at the Family Support & Treatment Center in Orem
and the Family Support Center in Midvale. The stuffed ani-
mals are used in play therapy and to comfort children in times
of trauma. Employees and customers at Bank of American
Fork’s 12 branches helped bring in the record number of
stuffed animals.

Bank of American Fork recently donated $5,000
to Alta High School to jumpstart fundraising to improve the
school’s football stadium. Additionally, the Bank has pledged
to match every donation dollar for dollar up to $20,000. “We
are excited at this opportunity to partner with Alta High,” said
Rick Beard, Bank of American Fork president. “As a commu-
nity bank, it is a top priority to work with local organizations
that positively impact our communities.”

Chase Bank’s upscale HQ combines lines of business—
with 24 stories of glass and granite that reach upward from
the city streets, the One Utah Center is a prominent Salt Lake
City landmark—and Chase Bank’s new Utah headquarters.

On November 17, nearly 100 Chase employees from all lines
of business moved in to the newly-renovated third floor of the
One Utah Center located at 201 S. Main Street in Salt Lake City.

Chase Bank’s new Utah headquarters

“This move was a great opportunity for us to bring the
different lines of business together into a really great environ-
ment,” says Utah president, Craig Zollinger. “It’s nice to see
everything finally come together.”

The bank’s new headquarters features a large boardroom
with integrated presentation technology, where clients can
view business presentations on a 50” flat-screen television.
Marble floor tiles and custom woodwork add to the upscale
look and feel of the office environment.
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“It was a long time coming, but it's worth it,” said CEO
Jamie Dimon of the move during a visit to Salt Lake City in
2008. This move gives Chase the feel and presence that a
world-class financial institution seeks in every market.

First Utah Bank is establishing a Business Resource Center
at its International Office at 3123 South Redwood Road in
West Valley City. This Resource Center will make available to
potential or current small business owners materials to assist
them with various aspects of business start-up or growing and
marketing their existing business. The Bank is partnering with
SCORE and the SBA to hold seminars on such topics as How
to Start a Business, Recordkeeping & Taxes, and Marketing.
During these seminars breakout sessions will be arranged to
hold discussions in the native language of the participants (i.e.
Chinese, Vietnamese, Korean, etc.). Visitors to the Office will
be able to view pertinent magazine articles, printed materials
published on the associated topics, as well as internet access
with links to the many resources available in our community
(SCORE, SBA, Utah Microenterprise Loan Fund, etc.).

Heber Valley National Bank has converted its
national banking charter into a Utah charter. The bank has
three Utah branches in Heber, Vernal and Midway, and
has four Colorado branches in Grand Junction, Fruita and
Collbran. The bank was organized in 1983, and has done
business as Heber Valley National Bank and Grand Valley
National Bank. It will now be known as Heber Valley Bank
(Heber and Midway) and Grand Valley Bank (Vernal and all
Colorado branches).

Zions First National Bank, to celebrate its 135-year
birthday in branches throughout Idaho and Utah, invited
community residents to submit service-oriented “wishes” em-
ployees could grant. The result was a huge birthday celebra-
tion from August through October that benefited the commu-
nities where Zions Bank operates.
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Employees of Zions Murray Office show off items donated through
135 Wishes Campaign

“At a time when it is so critical for our employees to be ac-
tive and visible in their communities, the ‘135 WISHES' pro-
gram gave branches the opportunity to reinforce the bank’s



longevity and stability while also emphasizing the valuable
service it provides to our local neighborhoods,” said Lee-
Anne Linderman, EVP and director of Branch Banking.

Some projects benefited clients, such as a Logan woman
who needed help removing trees in her backyard. Though the
services provided were as varied as the bank’s geography, all
helped demonstrate employees’ creativity and selflessness.

The Eden Office’s “wish” nomination box was filled with
suggestions to help offset the medical bills for a local family
after a tragic accident left 18-year-old Josh Pack paralyzed.
So, employees decided to run with the suggestions—liter-
ally—by organizing a 5K run to benefit Pack. On Aug. 16,
dozens of community members met at the Eden Park to
participate in the 3.3-mile run. Organizers were impressed
by the turnout that exceeded expectations and the generous
donations that poured into the donation account set up to
help pay for Josh’s medical bills.

“Our close-knit town really bands together during times of
tragedy like these, so we wanted to help find a way to galva-
nize the community support for the Pack family,” said branch
manager Deana Allen.

Zions Women'’s Financial Group recently honored
seven women from Idaho and Utah with “Smart Women
Grants” for their contributions to their local communities. The
recipients were selected from 144 applications reviewed by
the group’s community advisory board, a team of non-bankers
with diverse backgrounds in a variety of business fields. The
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Tom Morgan, Rachel Hardin, Cece Mitchell

panel awarded seven grants totaling $18,547.

This marks the fourth year that Zions Bank has offered
a series of micro-grants to recognize women who excel in a
variety of categories: small business startup and expansion;
community development; continuing education and teacher
support; child and elder care; health and human services;
and arts and culture. Over the past four years, the grant pro-
gram has provided nearly $100,000 to 34 talented individu-
als or organizations.

“We developed the Smart Women Grants to help bolster

PEOPLE

the efforts of everyday heroines who strengthen our com-
munities in so many ways through their various talents,” said
Cece Mitchell, senior vice president and manager of the
Women'’s Financial Group. “The grants are an extension of
our ongoing commitment to empower women in achieving
financial independence.”

Applications for 2009 Smart Women Grants will be avail-
able in February.

Il 5 Tips - continued from page 16

Add non-scope issues when neces-

sary. While an AAl-compliant Phase | ESA
and its equivalent, an ASTM E 1527-05 Phase I, are
widely recognized as the environmental due diligence
industry standard of care, a Phase | is not all-inclusive.
Remember, the purpose of the Phase | is to help users
obtain CERCLA liability protections—not to evaluate
every environmental risk that may impact a business.
Issues like vapor intrusion, mold, asbestos, and lead-
based paint, for example, are outside the scope of a
Phase I. But these issues can cause problems for lenders
and investors if left unaddressed. For example, the pres-
ence of asbestos could cost the borrower a great deal of
money if renovations are planned. Consult with your EP
to determine which additional screens may be necessary.

Don’t rush. A Phase I ESA typically takes

three to four weeks to complete—rush it and
you might miss critical information. Your EP needs suf-
ficient time to visit the site, interview past and present
owners and operators, and request and receive site in-
formation from government agencies and data provid-
ers. Demanding a too-short turnaround may compro-
mise your EP’s ability to obtain information, especially
on properties with regulatory issues. And resist the
temptation to rely on old reports. New issues can crop
up at any time, drastically changing a property’s envi-
ronmental status. For this reason, the AAI rule assigns
a one-year shelf life from the date of property purchase
for the environmental inquiry, with a 180-day shelf
life for certain components. If you're in a hurry and
the deal doesn’t require a Phase I, consider ordering
an environmental database report from a commercial
information vendor. The report will be on your desk in
a day or two—or less if ordered online.

William Ranaudo is a Regional Manager with Environmental Data
Resources. He can be reached at branaudo@edrnet.com or at 800-265-
2322. For more information on environmental due diligence, visit www.
edrnet.com/lenders.

JANUARY/FEBRUARY 2009 | UTAH BANKERS ASSOCIATION | 19



PEOPLE

BANKERS

Eric Blanchard, Bank of Utah, has been named As-
sistant Vice President & Branch Manager at the Brigham
City location.

David Brindley, Heber Valley National Bank, was

hired as Assistant Vice President and Commercial Lender.

Tim Carfi, GE Capital Financial Inc., has been
named President and CEO, Salt Lake City.

Rob Carpenter, Chase Commercial Banking, was
hired as a Middle Market Banker in Salt Lake City.

Carolyn Damon, GE Capital Financial, Inc., has
been named Chief Information Officer for Salt Lake City.

DeLynne L. De Temple, Bank of Utah was promot-
ed to Vice President & Commercial Loan Officer at the 711
South State Street in Salt Lake City.

Dean Edwards, Heber Valley National Bank, has
returned as Vice President after a three year term as mis-
sion president for the Church of Jesus Christ of Latter-
day Saints in Lansing Michigan.

Mike Galbraith, Chase Bank, was hired as a Busi-
ness Banker at the Bountiful Branch.

Katrina Holt, GE Capital Financial, Inc., has been
named Senior Audit Manager, Salt Lake City.

Laura O. Houston, Wells Fargo, has been promoted
to regional manager for The Private Bank in greater Utah.

Karl Kieffer, GE Capital Financial, Inc., has been
named Chief Risk Officer, Salt Lake City.

Jack Mangum, Bank of American Fork, has been
hired as a loan officer in the American Fork Branch.

Michael Meehan, GE Capital Financial, Inc., has
been named General Counsel, Salt Lake City.

Rob Millard, GE Capital Financial, Inc., has been
named Chief Financial Officer, Salt Lake City.
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Shannon Minch, Chase Bank, was promoted to a
Proposal Writer/Product Analyst for the Commercial
Card Group in South Salt Lake.

Aaron Nelson, Chase Bank, was promoted to a
Branch Manager at the Bountiful Branch.

Blake Ostler, Bank of Utah, has been hired as a
commercial loan officer for the Layton Branch.

Jeff Pero, Chase Bank, was hired as a Business
Banker in the Salt Lake Business Banking group.

Terrie Petersen, Bank of American Fork, call center
manager, has been promoted to assistant vice president.

Craig Peterson, Chase Bank, was hired as a Busi-
ness Banker in the Orem Business Banking group.

Martin Ralya, Chase Bank, was hired as a Proposal
Writer/Product Analyst —Sr. for the Commercial Card
group in South Salt Lake.

Brian Runkle, GE Capital Financial, Inc., has been
named MD, Operations, Salt Lake City.

B. Nicole Sherman, Far West Bank, A Division of
AmericanWest Bank of Spokane, has be named as Execu-
tive Vice President & Chief Banking Officer for Utah

Jeff Stitt, GE Capital Financial, Inc., has been named
Chief Compliance Officer, Salt Lake City

Quinton VanWeerd, Bank of Utah has been hired
to serve as a mortgage loan originator for the Bank’s
Brigham City office.

John Wonnacott, Chase Bank, was hired as a Tech-
nical Writer/Product Analyst—Sr. for the Commercial
Card group in South Salt Lake.

Chadd Young, Chase Bank, was hired as a Business
Banker at the South Salt Lake Branch.
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UBA PRODUCTS & SERVICES

UBA Assoclate Members

Banclnsure

5005 N. Lincoln Boulevard
Oklahoma City, OK 73105-3324
Tel: (800) 682-1630

Fax: (405) 290-5778

Contact: Brian Tingey

Email: btingey@bancinsure.com

BancSource

PO Box 13429

Salem, OR 97309-1429

Tel: (503) 581-3522

Fax: (503) 581-8714

Contact: Gene Meyer

Email: gmeyer@banc-source.com

Bank Financial Services Group
1412 S Legend Hills Dr., Suite 230
Clearfield, UT 84015-1594

Tel: (877) 525-3034

Fax: (877) 525-2302

Contact: Tom Telford

Email: ttelford@bfsgroup.com

Bank of America

901 Main St.,15th FIr

Dallas, TX 75202-3735

Tel: (214) 209-0628

Fax: (214) 209-0640

Contact: Paul Stranz

Email: paul.stranz@bankofamerica.com

Bankers’ Bank of the West
1099 18th St., Suite 2700
Denver, CO 80202-1927

Tel: (303) 291-3700

Fax: (303) 291-3710

Contact: Carl Gebhardt

Email: cgebhardt@bbwest.com

BMA Management Support Corp.
2151 South 3600 West

West Valley City, UT 84119-1121

Tel: (801)978-0200

Fax: (801) 974-5409

Contact: Gary Matern

Email: gmatern@bmacorp.com

Brinks, Inc.

1070 West Parkway

Salt Lake City, UT 84119-1504

Tel: (801) 978-9420

Fax: (801) 978-9424

Contact: Jack Gardner

Email: jack.gardner@brinksinc.com

Callister, Nebeker & McCullough
10 E South Temple, Ste 900

Salt Lake City, UT 84133-1115

Tel: (801) 530-7300

Fax: (801) 364-9127

Contact: W. Jeffrey Fillmore

Email: JFillmore@cnmlaw.com

CashMan Services

568 E 1700 S, #6
American Fork, UT 84003
Tel: (801) 855-5274
Contact: Aaron Hoopes
Email: aaron@cmatm.com

Chapman and Cutler, LLP
201 S Main, Ste 2000

Salt Lake City, UT 84111-2298
Tel: (801) 320-6743

Fax: (801) 359-8256

Contact: Stephen M. Tumblin
Email: tumblin@chapman.com

Clark Consulting

200 Camino Aguajito

Monterey, CA 93940-3372

Tel: (831) 373-4614

Fax: (831) 372-3789

Contact: Clark Struve

Email: clark.struve@clarkconsulting.com

Consonus

2282 S. Presidents Drive, Ste B
Salt Lake City, UT 84120

Tel: (801) 617-2980

Fax: (801) 617-2998

Contact: Kelly Sawyer

Email: ksawyer@consonus.com

Corrigan & Company

322 N Nopal St

Santa Barbara, CA 93103-3225
Tel: (800) 456-3377

Fax: (801) 962-5053

Contact: Michael Corrigan

Deloitte & Touche

299 S Main St, Ste 1900

Salt Lake City, UT 84111-2263
Tel: (801) 328-4706

Fax: (801) 355-7515

Contact: Paul Child

Email: pchild@deloitte.com

Deluxe Financial Services
3660 Victoria Street North
Saint Paul, MN 55126-2906
Tel: (800) 933-2211

Contact: Joyce Short

Email: joyce.short@deluxe.com

Environmental Data Resources, Inc.

440 Wheelers Farms Road
Milford, CT 06461

Tel: (800) 265-2322

Fax: (201) 282-3815

Contact: William Ranaudo
Email: branaudo@edrnet.com

Ernst & Young LLP

178 S. Rio Grande St., Ste 800
Salt Lake City, UT 84101

Tel: (801) 350-3393

Fax: (801) 350-3456

Contact: Robert Wadley
Email: robert.wadley@ey.com

Federal Home Loan Bank of Seattle
1501 Fourth Ave, Ste 1800

Seattle, WA 98101-1636

Tel: (206) 340-2344

Fax: (206) 340-8711

Contact: Charlie Eiseman

Email: charlese@fhlbsea.com

Fiserv

5018 Cordoniz St. NW
Albuquerque, NM 87120-2051
Tel: (505) 890-8449

Fax: (505) 890-8452

Contact: Rob Durham

Email: rob.durham@fiserv.com

FPS Gold

1525 W. 820 N.

Provo, UT 84601-1342

Tel: (801)429-2126
Contact: Matt DeVisser
Email: mattd@fps-gold.com
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George K. Baum & Company
717 17th St., #2500

Denver, CO 80202-3354

Tel: (303)391-5413

Fax: (303) 293-2381

Contact: Michael Pietrafeso
Email: pietrafeso@gkbaum.com

Harland Clark

4867 Harold Gatty Drive

Salt Lake City, UT 84116-2815

Tel: (801)537-1040

Contact: Michael Kelly

Email: Michael Kelly@harlandclarke.com

Holland & Hart

60 E South Temple, Ste 200
Salt Lake City, UT 84111-1007
Tel: (801) 799-5818

Fax: (801) 799-5700

Contact: Sherilyn Olsen

Email: solsen@hollandhart.com

Jack Henry & Associates
663 W Hwy 60, PO Box 807
Monett, MO 65708-0807
Tel: (417)235-6652

Contact: Jeremy Mercer

Jefferson Wells International

2825 E Cottonwood Pkwy, Ste 500

Salt Lake City, UT 84121-7060

Tel: (801) 924-1103

Contact: Ryan K. Schmidt

Email: ryan.schmidt@jeffersonwells.com

John M. Floyd & Associates
125 N. Burnet Drive

Baytown, TX 77520

Tel: (800) 809-2307

Contact: Jared Cahill

Email: jared.cahill@jmfa.com

Jones Waldo

170 S Main St., Ste 1500

Salt Lake City, UT 84101-1644
Tel: (801) 521-3200

Fax: (801) 328-0537

Contact: George Sutton

Email: gsutton@joneswaldo.com

Loomis

2535 W California Ave

Salt Lake City, UT 84104-4527

Tel: (801) 736-0215

Fax: (801) 736-0220

Contact: Jon Donohoo

Email: jon.donohoo@us.loomis.com

McGladrey & Pullen, LLP
300 S Fourth St., Ste 600

Las Vegas, NV 89101-6017

Tel: (702) 759-4008

Fax: (702) 759-4063

Contact: Todd Sorenson

Email: Todd.Sorenson@rsmi.com

Moss Adams, LLP

601 W Riverside Ave, St 1800
Spokane, WA 99201

Tel: (509) 747-2600

Fax: (509) 624-5129

Contact: Jason Munn

Email: Jason.Munn@mossadams.com

Mountain West Small Business Finance

2595 E 3300 S

Salt Lake City, UT 84109-2727
Tel: (801) 474-3232

Fax: (801) 493-0111

Contact: Steve Suite

Email: steve@mwsbf.com

Pacific Coast Bankers’ Bank
340 Pine Street, Suite 401

San Francisco, CA 94104-3238
Tel: 801-280-3147

Fax: (801) 282-2703

Contact: Paul Williams

Email: pwilliams@pcbb.com

Premier Data Corporation
2182 S West Temple

Salt Lake City, UT 84115-2531
Tel: (801) 521-3282

Fax: (801) 521-1846

Contact: Ed Cameron

Email: ecameron@pdatacorp.com

PriceWaterhouseCoopers
201 S Main St, Suite 900

Salt Lake City, UT 84111-2207
Tel: (801) 531-9666

Fax: (801) 933-8106

Contact: Ryan Dent

Email: ryan.j.dent@us.pwc.com

Ray Quinney & Nebeker
36 S State Street, Ste 1400
Salt Lake City, UT 84111-1451
Tel: (801) 532-1500

Fax: (801) 532-7543
Contact: Kevin Glade

Email: kglade@rgn.com

Richards Brandt Miller & Nelson
299 S Main Street, 15th Floor

Salt Lake City, UT 84111-1919

Tel: (801) 531-2000

Fax: (801) 532-5506

Contact: Wayne Bennett

Email: wayne-bennett@rbmn.com

Simpson & Company, CPAs
1111 E Brickyard Road, Ste 112
Salt Lake City, UT 84106-2592
Tel: (801) 484-5206

Fax: (801) 484-5478

Contact: Richard McRae

Email: rmcrae@simpson-co.com

Snell & Wilmer, LLP

15 W South Temple, Ste 1200

Salt Lake City, UT 84101-1547
Tel: (801) 257-1900

Fax: (801) 257-1800

Contact: Brian Cunningham
Email: bcunningham@swlaw.com

Squire & Company, PC
1329 S800 E

Orem, UT 84097-7737
Tel: (801) 225-6900

Fax: (801) 226-7739
Contact: Michael Beach
Email: mikeb@squire.com

Travelers

6060 S Willow Drive
Greenwood Village, CO 80111
Tel: (720) 200-8275

Fax: (720) 200-8325

Contact: Mike Saccone

Email: msaccone@travelers.com

Utah Interactive

30 E Broadway, Ste 300

Salt Lake City, UT 84111-2262
Tel: (801) 903-8428

Fax: (801) 983-0282

Contact: Sara Watts

Email: sara@utahinteractive.org

Vancott Law Firm

36 South State Street, Suite 1900
Salt Lake City, UT 84111-1478
Tel: (801) 532-3333

Fax: (801) 534-0058

Contact: Michael O'Brien

Email: mobrien@vancott.com



With the Jones Waldo banking practice group, it's the unique experience and skills of attorneys like Susan that make us

able to find the best solutions to vour legal needs. That's why some of the Diggest clienis in the country trust us with their

most impartant transactions, All of us, and each of us, make Jones Waldo one of the mast respected law firms in the siate
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j) Bm moving your bank forward
Vo

Banking Systems

the bma advantage

Reliability - BankRite, BMA's core sulte of products, is a fully integrated, Windows-based
systemn known for its dependability, ease of use and regulatory compliance. Its central

customer information file holds all custamer information in one place providing naviga-
tional ease.

Superior Service - Our customer service commitment begins with thorough conversion
strategies and training and continues through to dally customer suppart from account

executives assigned specifically to your bank. Our full team has expertise in banking,
programming, customer service and compliance that is unparalleled.

Flexibility - Cur size and longevity contribute to a culture that is driven by customiza-
tion and adaptability, We listen to you and provide an environment where your

opinions and needs are valued. Where else can you have access to all levels of
management?

Continuous Improvement - BMA's culture of continuous improvement has lead to
early implementation in Internet banking, Check 21 technology, real-time backup,
imaged products and ATM innovation. We focus our efforts 1o keep you abreast of
technological change so you can focus yours on banking,

Affordability — Qur goal is to provide you with the best possible solutions at the
best possible price. Our efficient practices and operations allow us to maintain our
reputation as one of the most affordable banking solutions in the marketplace.

BMA has provided banking software and processing solutions to financial
institutions of all sizes for aver fifty years. Our fully integrated core product
suite operates in a Windows environment and is one of the most reliable,
user-friendly, cost effective solutions in the marketplace. And our back room,
with its full range of processing services, allows you to focus on the front room
of your bank. Qur reliable, affordable products combined with our culture of
superior customer service, adaptability and continuous improvement are the
solutions you need to move your bank forward.,

Contact us at 801.978.0200 or visit our website for more information on how
our solutions can help you.
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