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Introduction 
 
Background 

 
 

16 individuals from 15 different State Associations participated in an Education Leadership 
Survey during the month of November 2019. In addition to providing contact information, 
participants were asked to respond to the following items: 
 

1. Please share your greatest success in the past year that had the SINGLE-best 
impact on your membership from a conference and/or educational standpoint. Please 
be specific. 

 
2. To help us avoid pitfalls, is there anything you tried in the past year that didn’t 

work well or you would do differently? Please be specific. 
 

3. If possible, please share three other best practices or ideas.  
 

 

Participants 
 

 
 Mike Bintner 

Colorado Bankers Association 
 

 Peter Brokaw 
Florida Bankers Association 
 

 Alison Moreau 
Georgia Bankers Association  
 

 Darcy Burnett 
Iowa Bankers Association 
 

 Jill Manternach 
Iowa Bankers Association 
 

 Tanya Duncan 
Massachusetts Bankers Association 
 

 Stephanie Fisher 
Michigan Bankers Association 
 

 Renee Lawler 
Minnesota Bankers Association 

 Pam OReilly 
Montana Bankers Association 
 

 Blair Jernigan 
North Carolina Bankers Association 
 

 Susan Poling Jones 
Ohio Bankers League 
 

 Janis Reeser 
Oklahoma Bankers Association 
 

 Halley Lee 
South Dakota Bankers Association 
 

 Monique White 
Tennessee Bankers Association 
 

 Katherine Nyerick 
Washington Bankers Association 
 

 Lori Kalscheuer 
Wisconsin Bankers Association 
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Question One 
 
Please share your greatest success in the past year that had the 
SINGLE-best impact on your membership from a conference and/or 
educational standpoint. Please be specific. 

 
1. I would say our marijuana and banking conference. It was a national conference, 

and we had terrific feedback with it. – Mike Bintner (CO) 
 
2. This past year was my first year in this new role. Our entire team shifted into 

new roles, so big learning curves and challenges across the board.  My boss has 
the professional development team gather once a week to discuss the upcoming 
week, month, challenges, etc.  That keeps us all on the same page. – Alison 
Moreau (GA) 

 
3. We started a Next Generation Forum this year that had over 130 bankers 

attend. It was a great way to reach out to a younger generation of bankers that 
may not have participated in any IBA events yet. The speakers were a mix of 
banking topics and professional development and we got great feedback on the 
day. – Jill Manternach (IA) 

 
4. We have two new events that are drawing large and unique audiences - Women 

in Banking and an Emerging Leaders Forum. They are both opportunities for 
banks to send employees that might not attend many other events, both for 
training purposes and recognition.  Both are good draws with attendance and we 
have obtained good sponsorships for both. – Darcy Burnett (IA) 

 
5. Our Women in Banking Conference had the highest amount of bank sponsorship 

dollars ever - $15k. We had our first Credit & Lending Conference modeled after 
TN Bankers and it did very well. We had over 70 participants. – Tanya Duncan 
(MA) 

 
6. Cannabis training. – Stephanie Fisher (MI) 
 
7. We hosted a free webinar on Elder Abuse for our members. We received over 120 

requests for log-ins and 30 people in person at the class. We could've had more 
but we cut off the log-ins at 120 since it was our first webinar. We also hosted a 
brainstorming event called a "Hackathon." It was well received and people 
enjoyed the new approach to a class/meeting. – Renee Lawler (MN) 

 
8. We hired a former bank compliance officer and Compliance committee member to 

create the Escape Room exercise for 80 attendees of our Compliance Conference.  
There were 9 different puzzles that lead to a 3-digit number that would open a 
lock to get a nerf gun to shoot zombies. – Pam OReilly (MT) 

 

  



SBA Education Leadership Survey 3 Haberfeld 
Colorado Springs, CO  December 2019 

Question One (continued) 
 
Please share your greatest success in the past year that had the 
SINGLE-best impact on your membership from a conference and/or 
educational standpoint. Please be specific. 
 

9. For our Women in Finance Forum, we created a committee, restructured the 
program and had a sold-out event with a lot of engagement on social media and 
in-person. – Blair Jernigan (NC) 

 
10. Our annual Next Gen Conference draws nearly 200 emerging leaders each year. 

The 2019 program was no exception. This program is such a success not only 
because of the content delivered - but also because of the ability to meet and 
network with others. We hold Roundtable Discussions across 8 areas of the bank. 
This, coupled with a 2.5-hour interactive workshop with Amy K, were highlights 
to the day. – Susan Poling Jones (OH) 

 
11. Leadership Academy. – Janis Reeser (OK) 
 
12. We implemented Lead Strong: Women in Banking.  The response to this effort 

was overwhelming, indicating that the industry in our state was ready for this 
type of programming.  Because of this response, our membership database 
increased substantially, allowing these new folks access to all our offerings 
(educational/communications/advocacy/etc.) – Halley Lee (SD) 

 
13. We added an exhibit hall to our credit conference and it yielded the highest 

attendance in years. – Monique White (TN) 
 
14. I think our two greatest successes this year have been the Women in Banking 

Conference and our Retail Branch Manager Development Program. We have 
received such great feedback on both. – Katherine Nyerick (WA) 

 
15. Switching the majority of our conferences to a mobile app instead of printing 

materials provided a smooth transition, great adoption rates and gathers survey 
data instead of hand calculating and typing it up. – Lori Kalscheuer (WI) 
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Question Two 
 
To help us avoid pitfalls, is there anything you tried in the past year 
that didn’t work well or you would do differently? Please be specific. 

 
1. For the past year I have attempted to establish a new annual seminar series on 

the "Universal Banker" topic. I was anticipating having to subsidize it for a while 
to give it a fair chance to establish itself. But so far, I have not had a good 
response at all and will most likely be deleting it from my schedule. – Peter 
Brokaw (FL) 

 
2. Again, being so new, I just continued processes as is in order to learn first. – 

Alison Moreau (GA) 
 
3. We have been struggling with activities in our Exhibit Hall for our 2nd day of 

Convention, which is just a half day. This year we sold a mimosa and spiked 
coffee bar sponsorship to liven up the break, but it didn't really pay off. It was 
mostly exhibitors enjoying the mimosas, very few bankers, and the sponsor didn't 
take advantage of the interaction opportunity like we hoped they would. I don't 
think we'll do this again and will put the resources to a different activity. – Jill 
Manternach (IA) 

 
4. Funds Management Conference. – Stephanie Fisher (MI) 
 
5. We hear from bankers the need for some Enterprise Risk Management training 

but when we put together a class on Enterprise Risk Management, we find that 
so few (5 people) sign-up that it's not worth hosting.  When talking to banks with 
a Chief Risk Officer in place they say they don't need the class and those smaller 
banks that don't have the role figure they don't need it since it's not mandated. – 
Renee Lawler (MN) 

 
6. I cut back too much on breakfast items for a large conference. – Pam OReilly 

(MT) 
 
7. We have struggled to pull off a Universal Banking Training that has enough 

attendees for an in-person program. – Blair Jernigan (NC) 
 
8. We hold a reception prior to our Ag Lending Conference. Nearly 100 attend the 

full-day conference, however we cannot seem to get more than 25 at the reception 
- nearly half of which are exhibitors/sponsors. – Susan Poling Jones (OH) 

 
9. We have been experimenting with how to increase attendance at our tech 

conference.  We continue to try to modify the agenda to be more attractive to our 
membership, but we haven't found the magic bullet.  Trying to please tech staff 
along with tech exhibitors has proven a challenge. – Halley Lee (SD) 
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Question Two (continued) 
 
To help us avoid pitfalls, is there anything you tried in the past year 
that didn’t work well or you would do differently? Please be specific. 

 
10. Using my time better.  In those months that aren't jammed packed with 

programs, using that free time to prioritize, get organized, take a class that 
would benefit my job. – Monique White (TN) 

 
11. Our pitfall is how to reach the commercial lending market. We cannot figure out 

how to market to them and get them to attend classes. We put on a program for 
them recently and lost money this year. It isn't a pitfall, but we would like to 
discuss ideas surrounding Emerging Leaders. We are still trying to figure out 
what to do with them and how to keep them engaged and we haven't figured out 
a solution yet.” - Katherine Nyerick (WA) 
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Question Three 
 
If possible, please share three other best practices/ideas. 
 

1. Hemp webinar and Bank Secrecy Act/Anti-Money Laundering conference. – Mike 
Bintner (CO) 

 
2. Live streaming video of single-day seminars and holding an annual Women’s 

conference. – Peter Brokaw (FL) 
 
3. Conference To-Do List – A master list that I use for each conference. – Alison 

Moreau (FA) 
 
4. We did a push to get members to join peer groups this year and had good success. 

We have CEO, HR Marketing, Tech, Senior-level and Compliance groups. We 
introduced Connection Cards instead of a standard grand prize form in the 
Exhibit Hall at Convention. We also added fun topics on lunch tables at events to 
get groups networking. – Jill Manternach (IA) 

 
5. We have banks do our marketing for webinars. We also offer Free Registration 

for emerging leaders to go to our convention. We conduct Follow-ups with 
Graduate School of Banking graduates. – Darcy Burnett (IA) 

 
6. Make sure to review speaker presentations at least 3 days before the program for 

content quality and readability. We also advise using an agreement if possible, 
for speakers. I had three non-paid speakers cancel on short notice this year. Also, 
ask committee members to identify speakers and topics. – Tanya Duncan (MA) 

 
7. Universal Banker certification has been a hit! We are finally streaming our day 

seminars! We scheduled a few events back-to-back: Legislative Day, WIB, 
Emerging Leaders. This increased attendance at each. – Stephanie Fisher (MI) 

 
8. Creating socials at events that are more than one day long. We sponsor 

interviews in the audience. We gave them one question to answer so they 
received time on the mic, but couldn’t make it a huge sales pitch.” – Renee 
Lawler (MN) 

 
9. Our Young Bankers Division has helped to drive engagement from younger 

bankers. Social media blitzes during our conferences and professional 
development have helped to drive interest and engagement. We are starting an 
executive leadership training in 2020 which we hope will be a successful new 
program. – Blair Jernigan (NC) 
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Question Three (continued) 
 
If possible, please share three other best practices/ideas to share. 

 
10. Hold an annual Bank Management School – our bank executive instructor, 

Anthony McGill, is great! If you are not already, start a Women in Banking 
Conference – ours continues to grow! Think about offering Forums vs. one-day 
seminars. Once the program membership is sold, guaranteed attendance vs. 4 
separate seminars. – Susan Poling Jones (OH) 

 
11. Solicit Strategic Partners for topics and speakers at major conferences. Include 1 

convention registration with annual dues draft. – Janis Reeser (OK) 
 
12. Allowing top-level sponsors to provide a video welcome to events. Step-up 

banners for photos and social media promotions. Use staff team building 
activities. – Halley Lee (SD) 

 
13. We’ve made our conferences more interactive and incorporated more networking 

opportunities. We have completely restructured our committees, which has given 
them more accountability. We have pushed out a more comprehensive marketing 
campaign. – Katherine Nyerick (WA) 

 
14. We use a networking game in the mobile app at conferences. We have a logo 

banner for photo backdrop at events. Finally, we increased content marketing 
and incorporated education events. – Lori Kalscheuer (WI) 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



SBA Education Leadership Survey 8 Haberfeld 
Colorado Springs, CO  December 2019 

Contact Information 
 

Name Association Name Email Address Phone 
Number 

Mike Bintner Colorado Bankers 
Association 

mike@coloradobankers.org 
 

303-825-1575 

Peter Brokaw Florida Bankers 
Association 

pbrokaw@floridabankers.com 
 

850-701-3515 

Alison Moreau Georgia Bankers 
Association 

amoreau@gabankers.com 
 

404-420-2034 

Jill Manternach Iowa Bankers 
Association 

jmanternach@iowabankers.com 515-286-4375 

Darcy Burnett 
 

Iowa Bankers 
Association 

dburnett@iowabankers.com 515-286-4352 
 

Tanya Duncan Massachusetts Bankers 
Association 

tduncan@massbankers.org 617-502-3801 

Stephanie Fisher Michigan Bankers 
Association 

sfisher@mibankers.com 517-342-9057 

Renee Lawler Minnesota Bankers 
Association 

reneel@minnbankers.com 952-857-2630 

Pam OReilly Montana Bankers 
Association 

pam@montanabankers.com 406-441-4703 

Blair Jernigan North Carolina Bankers 
Association 

blair@ncbankers.org 919-781-7979 

Susan Poling Jones Ohio Bankers League spoling@ohiobankersleague.com 614-340-7611 

Janis Reeser Oklahoma Bankers 
Association 

janisr@oba.com 405-424-5252 

Halley Lee South Dakota Bankers 
Association 

hlee@sdba.com 605-224-1653 

Monique White Tennessee Bankers 
Association 

mwhite@tnbankers.org 615-244-871 

Katherine Nyerick Washington Bankers 
Association 

katherine@wabankers.com 206-344-3484 

Lori Kalscheuer Wisconsin Bankers 
Association 

lkalscheuer@wisbank.com 608-441-1250 
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