
 

 

Breakout Descriptions: Monday, April 4 
       

2:00 to 3:15 p.m.  General Session: Hot Topics for CUs & CUSOs in 2016    Debussy 1 & 2  
This session sponsored by FICO 
From Messick & Lauer PC:  Brian Lauer, Partner, Amanda Smith, Partner, Mike Heller, Associate,  
Jennifer Winston, Associate and Mark Vakil, Associate 
Kick off the conference with a discussion of what’s hot in Credit Unions & CUSOs. Panelists will discuss recent market, regulatory and 
legal trends with a focus on what we will cover in more detail during the conference. 
1  
3:30 to 5:30 p.m.  Workshop: Credit Boot Camp-Analytic Journey     Debussy 1 & 2 
Julie Wooding, Principal Consultant, FICO  
Lamar Shahbazian, Product Management & Senior Director, FICO 
Learn the fundamentals of analytics-powered credit management from FICO, the industry leader since 1952. This session will help you 
better understand considerations in the use of data to tackle business opportunities as well as problems.  We will provide in-depth 
insight into the development and use of scorecards and decision trees to build member profitability across the lifecycle. 

  

Monday Breakout Sessions 3:30 to 4:20 p.m.  (choose one) 

    
Chopin 4:  Entrepreneur/Board/CEO/Business Development 
Retail Analytics in Banking – How to Prevent Getting Ubered 
Paul Ablack, CEO/Founder, OnApproach, LLC 
Industries all over the spectrum are being threatened by the rise of new “big bang” competitors.  Startup companies are using nothing 
but data to oust large, established industry titans in a matter of a few years.  It started with Jeff Bezos’ (then crazy) idea to sell books 
online. It’s now 20 years later and Amazon is one of the biggest names in retail.  Big bang disruption may have started with Amazon 
but it hasn’t stopped there.  More recently, Uber came into the taxi industry with nothing more than a mobile app and grabbed almost 
half of the market share from traditional taxis in 6 years.  Retail Banking is no exception to this looming threat.  It is only a matter of 
time before Retail Banking gets “Ubered.”  Discover how Retail Banking can prevent itself from being the next industry to get “big bang” 
disrupted. 
 

Handel: Mortgage Services 
Mapping the Home Buyer Journey: How Activity-Based Marketing Can Help Your Credit Union Earn More Member Mortgages 
Tandy Vincent, Director of Marketing, CU Realty Services 
Learn about “journey mapping” and how to apply it within your own credit union to engage and nurture more of your home-buying 
members. This presentation includes the latest trends from NAR, Fannie Mae, Zillow and more, and includes five easy-to-implement 
ideas to take back to your marketing department for easy implementation.  
 

Monday Breakout Sessions 4:30 to 5:20 p.m.  (choose one) 

   
Chopin 2: Entrepreneur/Board/CEO/Business Development 
Perception vs. Reality.  Disbanding Three Millennial Myths 
Patty Ryan, Vice President, MasterCard U.S. Issuer Marketing 

� #1 Millennials = Youth 
� #2 Millennials = Adolescent Mindset 
� #3 Millennials = Debit Card users + Credit Card avoidance 

 

Handel: Innovation and Operational/Technology   
Building a Solid Cybersecurity Foundation   
Patrick Sickels, Internal Auditor, CU*Answers 
Just as with credit unions, CUSOs will need to sharpen their skills for the oncoming wave of cybersecurity-related audits and 
examinations.  Join us for an in-depth presentation on what you need to do to get a strong cybersecurity program off the ground at your 
organization. 



  

Breakouts: Tuesday, April 5 
 

Tuesday Breakout Sessions 10:45 a.m. to 11:35 a.m.  (choose one) 

    
Debussy 1 & 2: Entrepreneur/Board/CEO/Business Development       
CUSO Registry and Review/Discussion with NCUA Representative 
Lisa Dolin, Program Officer, Office of Examination & Insurance, NCUA 
Lisa is the chair of the NCUA task force that has worked on developing CUSO review standards and implemented the CUSO 
Registry.   Now that CUSOs have completed the first year’s report, Lisa invites you to give her your feedback and questions.   
 

Chopin 1: Investment Services            
The Department of Labor’s Anticipated Fiduciary Rule Changes and the Impact on your Credit Union’s Investment Services 
Program 
Peter Vonk, EVP/Business Services & Chief Compliance Officer, CUSO Financial Services, LP 
Steve Morrison, SVP/Associate Counsel, LPL Financial, LLC 
If your credit union has an investment services program offering for your members this breakout session is a must to attend. The 
Department of Labor (DOL) will be issuing the Final Rules concerning the Fiduciary Requirements that all advice-based financial 
advisors must adhere to. There will be an impact on all credit union investment programs. During this session you will hear from two (2) 
experienced broker dealer compliance and legal professionals concerning the history of this new legislation from the DOL and the 
potential range of impacts that it will have on your credit union investment services program. 
 
Chopin 2: Innovation and Operational/Technology          
Mastering Your Digital Domain 
Shawn Ketchem, Producer, BYM Agency 
Without a strong digital presence, your CU is missing out on its most important marketing resource. Are you covering all of your digital 
ground?  Come and learn more about how to Master your Digital Domain from one of the experts. 
 

Chopin 3: Mortgage Services           
Investing in Loan Quality to Manage Risk 
Nicole Fox, Quality Control Specialist, Fannie Mae 
The mortgage industry is shifting its focus to the loan manufacturing process, emphasizing the importance of data quality and verifying 
loan data upfront. Investing in quality is an essential part of the mortgage business in today’s environment. Rather than focusing on the 
“cost of quality,” lender executives should keep their eye on achieving a “return on quality” in the form of reduced risk. Fannie Mae 
expects their lenders to have strong loan quality practices throughout the mortgage loan life cycle. Join Fannie Mae’s Nicole Fox, 
Quality Control Specialist, to find out more about Fannie Mae’s quality control (QC) requirements for lenders and how they can help 
you manage risk. You will also learn about new loan defect reports and other resources that Fannie Mae offers to help their lenders 
meet their requirements and build effective strategies to manage risk through a focus on loan quality.  
 
Chopin 4: Innovation and Operational/Technology          
Are You Playing Checkers, or Chess? Formulating a Lasting Payments Strategy in a Rapidly Changing Environment Panel 
Discussion 
Tom Davis, Senior Vice President, CSCU 
Paul Fiore, Founder & CEO, CU Wallet 
Chris Giles, CEO, CU Wireless 
George Warfel, Principal, SVP/Payments Strategies, WesPay  
The payment game is changing, but what's our next move?  Credit Unions must carefully plan strategies that will help create long-term 
success, not just short-term satisfaction.  What can we learn from the moves of companies like Uber, Airbnb and Netflix to avoid 
meeting the same fate as the industries they've captured?  Join our panel of experts as they explore the seismic shifts underway in 
payments, and share their visions and recommendations for winning moves in the future. 
 

 
 
 
 
 
 
 
 



Breakouts: Tuesday, April 5 
 

Tuesday Breakout Sessions 11:45 a.m. to 12:35 p.m.  (choose one) 
    

Debussy 1 & 2: Mortgage Services 
CFPB Provides Regulatory Update 
Amy Durant, Regulatory Implementation Attorney, CFPB 
Amy Durant will provide a brief overview of HMDA and then she will answer the questions you have provided regarding TRID.  Have 
you had any operational issues that seem to be a bit grey?  Are you just not sure if you are doing things right?  Is your organization split 
about the "right" way to do something?  The HMDA changes seem far off, but they will be here before you know it.  Do you have any 
concerns about this new regulation?  If the answer to any of these questions is yes, then you need to attend this breakout session.   
 
Chopin 1: Investment Services  
Protecting your Credit Union’s Interest in your Investment Services Program - Your Top Advisors and your Members are 
Being Targeted 
Dennis Egan, Attorney, Kotz Sangster Wysocki, PC 
You need to attend this session if you have an investment services offering for your members that includes one or more Financial 
Advisors that are providing your members with ongoing advice-based consultations and service. What many credit unions have learned 
over the years is that your top Advisors and the members that they are serving are being targeted to be moved to another broker 
dealer. During this session you will hear from an experienced securities attorney that has been defending credit unions and other banks 
that have had one or more of their Advisors leave the credit union like a thief in the night on a Friday afternoon and take with them your 
top member/clients with them. 
 
Chopin 2: Innovation and Operational/Technology 
The Threat and Opportunity for Credit Unions from FinTech  
Adam Cohen, CEO, QuarterSpot  
Scott Pitts, CEO, Socket Capital 
The next wave of alternative lenders has the potential to significantly impact traditional core credit union business lines in both the 
consumer and business lending sectors. These technology-first FinTech companies are tapping into the macro trends 
toward convenience, speed, and anywhere/anytime digital access. With several high-profile successes in the past few years (Lending 
Club is now the 5th largest issuer of personal loans in the US), the number of FinTech companies and the amount of investment in the 
space has exploded.  Whether the impact on credit unions is positive or negative will depend on their ability to adapt to the threats and 
opportunities presented by this changing and challenging landscape. Adam and Scott will provide their perspectives as successful 
FinTech entrepreneurs and innovators. 
 
Chopin 3: Member Business Lending Services  
Review of the New MBL Regulations 
Mark Cox, President/CEO, Innovative Business Solutions, LLC 
Mark Kilian, CEO, Community Business Lenders 
The NCUA has recently approved significant wholesale changes to the MBL regulations, come and hear industry experts analyze these 
changes. See what these new MBL rules will mean for your business lending program and what changes you will want implement. 
 
Chopin 4: Entrepreneur/Board/CEO/Business Development 
What Matters Now™Insights from Millennials  
Kirby Wenger, VP/Direct Marketing & Media, TruStage & CUNA Mutual Group 
What matters most to Millennials?  Millennials are often described in generalizations, but this is a generation with a variety of needs.  
Making up 25% of the US population1, they cut across life stages with almost half being parents2.  And of those Millennial parents, 
nearly 4 in 10 are likely to be in the market for a new car in the next 18 months.2   What Matters Now: Insights from Millennials builds 
upon our 2015 research, which revealed how middle-income Americans define success.  This year, we’ll provide a deeper 
understanding of Millennials and what matters most to them.  Credit unions will gain in-depth insights into the motivations, worries and 
hopes of different Millennials groups that will inspire them to engage and evolve with their Millennial members and potential members 
in new and different ways.  CUNA Mutual Group has more than 2 million conversations with credit union members each year and a 
database of more than 65 million credit union members. We believe that by listening to members and sharing insights with our credit 
union customers, we can improve our collective ability to serve credit union members. What Matters Now is part of an ongoing insights 
program to learn from middle-income Americans and credit union members. 
1Census.gov  
2The Futures Company and TGI 2015 
 
 



 

Breakouts: Tuesday, April 5 
 
 

Tuesday Breakout Sessions 1:45 to 2:35 p.m.  (choose one) 
    

Debussy 1 & 2: Investment Services 
Understanding the Total Value Proposition that your Investment Services Program Brings to your Members and your Credit 
Union 
Kevin Mummau, EVP/Program Development, CUSO Financial Services, LP 
For years credit unions with investment services programs have measured their value by the amount of non-interest income that was 
being generated. No surprise that the “total value proposition” that credit unions and their members experience goes far beyond non-
interest income. Attendees will learn about the numerous value attributes that can be measured and monitored that will assist you and 
your team to optimally leverage your investment services program. 
 
Chopin 1: Insurance Services 
Can you Really Acquire Growth?          
Eric Hallinan, Vice President, Marshberry 
Ken Potter, VP/Insurance Services, Apollo Insurance Services 
Although M&A is a key growth strategy for many Credit Unions as they seek to ramp up their insurance agency growth; it does not 
come without challenges. In this session we will learn how a newly acquired firm can quickly turn a victory into a loss, why having an 
internal sales engine is vital in an acquisition strategy and how to compare and contrast organic growth versus acquired growth. 
 
Chopin 2: Mortgage Services 
Credit Union Portfolio Lending - Sharing your Pot of Gold!  
Chris Perry, National Credit Union Manager, MGIC  
Geoff Cooper, VP/ Product Development, MGIC  
Your portfolio capacity is one of your greatest assets - it's a Pot of Gold!  You can use different portfolio solutions to help you lend more 
of your assets.  Learn how to use your portfolio to best serve individual members, grow your membership, and protect your franchise.  
Highlights of our presentation include:  
-Exploring loan data to find hidden market opportunities  
-Managing long-term interest rate risk through carefully crafted and marketed programs  
-Creating a product to help your members build wealth (not debt) and to help you serve market niches  
-Maximizing the value of private MI as a financial management tool  
-Designing programs to attract First-Time Homebuyers and creating members for life  
 
Chopin 3: Member Business Lending Services 
MBL Roundtable Discussion   
Jim Gallagher, President, Member Business Solutions, LLC 
Michael Nagl, SVP/CLO, Blue Federal Credit Union  
Here is a chance to sit down with your peers and discuss the issues that are on your mind. You will have the opportunity to meet with 
the top credit union business leaders in the country and see how they handle their business lending. 
 
Chopin 4: Entrepreneur/Board/CEO/Business Development 
10 Reasons the Media Ignore your Credit Union (and what to do about it)  
Heather Anderson, Executive Editor, Credit Union Times 
Despite having newsworthy stories to tell, credit unions often miss the mark when it comes to media pitches. From local newspapers, 
radio and TV stations to national news organizations, trade publications and social media, learn how to effectively build relationships 
with media representatives, pitch your story and gain positive press for your credit union. 

 

 

 

 

 



Breakouts: Wednesday, April 6 
 

Wednesday Breakout Sessions 11:10 a.m. to Noon  (choose one) 
   

 
Debussy 1 & 2: Innovation and Operational/Technology 
The Business Case for Collaboration 
Kirk Kordeleski, CEO, Edge Consultancy 
Kirk Kordeleski, is an expert on creating collaborative shared services models for credit unions. He is a strong believer that this is the 
right time for credit unions to create scale through collaboration and use it to aggressively win market share. Kordeleski has been 
involved in several large collaborative shared services projects during the last decade including, the recently announced shared 
services platform for the two large state associations, consolidated computer operations for three large credit unions, consolidated 
computer operations for three mid-sized credit unions, and the creation of a backroom operational platform. Each of these projects 
saved the credit unions millions of dollars in operating expenses, while enhancing service and speed-to-market. This session will 
outline the challenges and opportunities in the models used, including strategies, value propositions, cost saving models, governance 
structure and lessons learned.  He will also discuss a new assessment model that allows a credit union to quickly asses the value of 
collaboration and to see if it the right tool to create scale in your credit union. In short, this session will show you how to make your 
organization even more scalable, concentrating your efforts on where to add value and lower costs.  
 
Chopin 1:  Insurance Services 
Offering Commercial Insurance; Is It Right For My Credit Union? 
Lynda Andrews, President, First Line Insurance Services, Inc. 
Bud Bonner, President, The Arizona Group  
Kathy Price, EVP, First Line Insurance Services, Inc. 
How does Commercial Lines Insurance differ from Personal Lines? Is a Commercial Lines Agency something my Credit Union should 
consider offering? Does Commercial Lines really compliment my Credit Union’s business lending and banking portfolio? What are the 
opportunities involved with a successful Commercial Lines Insurance Agency and what should the credit union be aware of? 
 
Chopin 2: Entrepreneur/Board/CEO/Business Development 
From Compelling Content to Quality Leads 
John Wiley, Publisher, Credit Union Journal/Source Media 
Why developing a compelling content marketing program is vital in generating quality leads -- and how to do it. 
 
Chopin 3: Member Business Lending Services 
Credit Risk Management Panel Discussion   
Linda Cooper, President/CEO, The Cypress Group, LLC 
Pam Easley, President/CEO, Extensia Financial 
Kirk Wiebusch, SVP, Centennial Lending, LLC 
Come and hear how other business lenders manage their credit risk. This panel will go over how they manage their own credit risk and 
as well as answer questions from the audience. If you have questions about credit risk management, then you won't want to miss the 
session. 
 
Chopin 4: Entrepreneur/Board/CEO/Business Development 
How Do CUSOs Impact Credit Union Results? 
Jay Johnson, Partner, Callahan & Associates, Inc. 
Collaboration is great in theory, but does it deliver results? Join us as we take a look at trends in, and examples of, collaboration today. 
We will also compare results of credit unions that are active with CUSOs to those that are not. 
 
 

 
 
 
 
 
 
 
 
 

 



Breakouts: Wednesday, April 6 
 

Wednesday Breakout Sessions 1:10 to 2:00 p.m.  (choose one) 

    
Debussy 1 & 2: Entrepreneur/Board/CEO/Business Development 
Vendor Management:  Annoying Chore or Strategic Tool?  
Christopher Sachse, CEO, Apogee iQ 
Mike Scully, Chief Executive Officer, S3 Shared Service Solutions, LLC 
Ed Sullivan, Founder & CEO, G2Link 
Jim Vilker, NCCO, CAMS, VP/Professional Services AuditLink, CU*Answers 
The risks posed by third parties providing critical services is a hot button for all financial regulators but the time and money costs 
of vendor management sometimes seems like just one more chore to satisfy the regulator.  The effort can pay off if you can turn that 
information into actionable intelligence to make strategic decisions to enhance your credit union’s performance.    The panelist will 
discuss how to approach vendor management and enterprise risk management in a coordinated method that can transform a checklist 
task into a competitive advantage.    
 
Chopin 1: Insurance Services 
How Consumers Buy Insurance; The Competitive World and Changing Trends of Home & Auto Insurance 
Nick Bloxham, VP/Insurance Services, SELCO Insurance Services 
Mona Russell, VP, Members Insurance Center, LLC/Suncoast Credit Union 
Wes Wolff, President, TDECU Insurance Agency, LLC 
Industry Data and the current State of the Union for P&C Insurance in the U.S.  What are the major trends impacting how Home and 
Auto Insurance as sold today? How are these trends changing market share and who distributes home and auto insurance?  Has the 
consumers’ buying experience changed?  What impact do these patterns have on the industry?  How do Credit Union’s fit into this 
changing world? 
 
Chopin 2: Mortgage Services 
The Complete Real Estate Experience: Step-by-Step on Why and How to Create a Successful Full-Service Real Estate 
Brokerage Firm 
John C. Stone, President, Virginia CU Realty, LLC 
Thinking about opening a Full Service Real Estate Brokerage firm?   Do you want to learn some of the steps one credit union took?   
Come learn more about how a multi-billion dollar state chartered credit union, strategically focused on mortgage production, member 
education, and insurance sales, took a deep dive into their member’s real estate experience with purchase money mortgages.  After a 
comprehensive review of the number of purchase money mortgage applications taken on an annual basis, they learned that many of 
those applications were started with the credit union but never closed.   As the “captain” of the transaction, the significant influence that 
a REALTOR® has on the real estate transaction led the member to make another application with their realtor’s preferred mortgage 
lender.  Given that most members were coming to the credit union first for their pre-approval and before they had engaged the services 
of a REALTOR®, what happened?  From the ground up, this credit union created and branded their own independent full service real 
estate brokerage firm to close the loop on the real estate experience.   Not only did this help them close more purchase money loans, it 
helped them give the member a one stop shopping experience that includes-real estate education resources, mortgages, real estate 
brokerage services, title insurance, and homeowners insurance all through their credit union and its subsidiaries.     
 
Chopin 3: Member Business Lending Services 
Business Lending Sales Function - Let's Make Loans:  Managing Sales Strategies 
Keith Reed, President/CEO, Cooperative Business Services, LLC 
Mark Ritter, CEO, Member Business Financial Services 
Do you want to get more business loans in the door? Then come and hear how several business services CUSO's handle their 
business lending sales function.  This panel will also help facilitate a discussion on what others are successfully doing in business sales 
arena.  If you have a great sales program, please come and share your insights with everyone. 
 
Chopin 4: Innovation and Operational/Technology 
Driving Innovation Into Your Culture  
Paul Ablack, CEO/Founder, OnApproach, LLC, Mike Atkins, CEO, Open Technology Solutions, 
Sarah Canepa Bang, EVP/Corporate Relations, CO-OP Financial Services 
Kris Kovacs, SVP/CIO, Coastal Federal Credit Union 
Innovation is at the core of the CUSO model.  CUSOs provide an opportunity to develop business models to bring real innovation to the 
credit unions we serve.  Explore the lessons learned from industry professionals that span CUSOs, credit unions, and FinTech 
providers, in creating a focus on innovation in their organizations.  This facilitated panel session will allow the panel participants to 
respond to a wide range of questions, both from the moderator and from the audience. 


