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As a member-driven organization, we continuously look for innovative ways to 

expand and enhance the membership value proposition. It is one of the chief  

reasons we amended our Capital Plan in 2015 to allow for the creation of an  

activity-based subclass of stock that allows the Board of Directors to establish 

separate advances investment requirement percentages from time to time.  

Additionally, the changes allow us to pay dividends at different rates for member-

ship stock and activity-based stock beginning in 2016. For the first time in six years, 

members saw an increase in their March 31, 2016 dividends, which was made  

possible by the increased rate paid for Class B-2 (activity-based) stock. 

In our 2015 annual report, we share success stories from around the 

District. These include First Community Bank, a $1 billion community bank in 

Batesville, Arkansas, that uses both the Bank’s credit and grant programs to 

fulfill its community-first mission, and Randolph-Brooks Federal Credit Union in 

San Antonio, Texas, that took advantage of the special advances offerings made 

possible by the Capital Plan amendments, as well as many other financial 

institutions across our District that utilize FHLB Dallas for everything from asset 

liability management to collateralizing public funds.

Of course, being an innovator doesn’t just mean rolling out new products and 

services. It also means creatively finding solutions to meet our members’ funding 

needs or increasing their collateral capacity, as in the case of LegacyTexas Bank, 

which was able to utilize the Bank’s new Held for Sale program to pledge collat-

eral not previously accepted by the Bank. In turn, it received increased borrowing 

capacity from the Bank for use in funding other initiatives. 

In 2015, we also saw the impact of changes to the Letter of Credit program that 

were implemented in late 2014. The Bank reduced the pricing on all Custodial 

and Standby Letters of Credit and introduced a new Fluctuating Balance feature, 

which provides members with the option of paying only for the amount of the 

Letter of Credit that the member is required to pledge as collateral. As a 

result of these changes, member utilization of the Bank’s Letters of Credit 

increased significantly in 2015 to $7.2 billion, up from $3 billion in 2013.

In every change, process, strategy, or service the Bank implemented in 2015, 

our members were at the heart of our decisions. For the first time, we 

held Regional Shareholder Workshops in six cities across our five-state 

District. By bringing in experts to provide insights on the latest economic 

trends, discuss key issues in deposit modeling and management, and 

investment assets, our goal was to provide information that would fuel 

innovation at member institutions. Also, for the first time, we held Asset  

Liability Management training for our members’ boards of directors. In 

addition, we held Collateral Workshops throughout our footprint to explain 

the collateral eligibility changes and to show members how to maximize 

borrowing capacity with the Bank.

A Draft from the Lead Engineer
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We launched our member Perspectives webinar series, during which financial 

experts, like FTN economist Chris Low and representatives from Deutsche Bank 

among others, shared their perspectives on the economy, the oil and gas industry, 

millennials, and other topics. 

We plan to continue adding educational trainings and conferences in 2016. Later 

this year, members will receive information on the Mortgage Partnership Finance® 

(MPF®) workshops. In 2015, we rolled out three MPF on-balance sheet products 

that not only give members access to the secondary mortgage market, but also 

provide varying levels of credit enhancement income while letting members 

share the credit risk with the Bank. 

We celebrated the 25th anniversary of the Affordable Housing Program (AHP), 

and more than $245 million in AHP grants awarded through member institutions 

to assist 44,500 families with their housing needs since 1990. AHP continues to 

provide our members with grant funding to support community investment ac-

tivities. See our 2015 Advisory Council Annual Report, Blueprint for Innovation, for 

more details on the performance of our grant programs in 2015. 

Financially, 2015 was a positive year for the Bank. We ended the year with $42.1 

billion in total assets, primarily due to strong advances growth and increases in 

our long-term investment portfolio. The Bank also experienced an $18.7 million  

increase in net income. Over the course of 2015, our advances grew 31 percent 

to $24.7 billion, up from $18.9 billion as of December 31, 2014. We attribute 

this growth to increased loan demand at member institutions on the heels of  

improved economic conditions and robust activity in the housing market. 

Each day, the Bank strives to provide the funding solutions and liquidity on which 

our members have come to depend. It is the reason we exist. Financial institu-

tions are often the last industry that people think of when someone mentions  

innovation. On the contrary, our members “ignite innovation” every time they 

build a customer relationship or meet a customer’s funding needs. Whether it 

is a budding entrepreneur or developer, or a young couple purchasing their 

first home, our members create new, unique experiences for everyone they 

touch. In 2016, our focus will continue to be enhancing the member 

experience through products and services that meet our members’ needs and 

the needs of their customers. And through that, we will jointly Ignite Innovation. 

Sanjay K. Bhasin 

President and Chief Executive Officer
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In true Texas fashion, the 2015 Annual Conference dinner was held at AT&T Stadium. 

Anstaff Bank Market  

President and COO Byron Russ is all smiles as  

he walks with Lise Russ at the 2015 Annual Conference.

Mark Ouellette, first vice 

president and director of  

affordable housing at 

BankPlus, presents on com-

munity reinvestment tools 

offered by FHLB Dallas at 

the 2015 CRA Conference in 

New Orleans, Louisiana.

Louisiana State Senator Francis C. Thompson (D-34) 

joins FHLB Dallas Board Member and St. Tammany 

Parish President Pat Brister, FHLB Dallas First Vice 

President and Director of Community Investment  

Greg Hettrick, and FHLB Dallas Events Coordinator 

Erica Herd at the 2015 CRA Conference in New Orleans, 

Louisiana. 

Rodey, Dickason, Sloan, Akin, & Robb, P.A.  

Attorney and FHLB Dallas Board Member  

John Salazar (left) speaks to MyBank 

President and CEO Ed Robertson at the 2015 

Regional Shareholder Workshop in  

Albuquerque, New Mexico. 

In 2015, the Bank significantly  

increased the number of work-

shops, webinars, and events of-

fered to members. The Bank 

brought back a much-anticipated 

Annual Conference in April —  

the first time the event had been 

held since 2007. The conference 

featured former chief economist  

for CNBC Marci Rossell, a CEO 

roundtable, best-selling author 

Steven Johnson, and former U.S. 

Senator Kay Bailey Hutchison and 

football legend Roger Staubach as 

keynote speakers. 

In addition to the Annual Confer-

ence, the Bank offered Collateral 

Workshops, product and topical 

webinars, Regional Shareholder 

Workshops, and other training  

opportunities designed to enhance

the member experience. 

Events and Webinars Serve Members Across the District
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Home Bank Executive Vice President and CFO 

Joseph Zanco has a  conversation with a 

colleague at the 2015 CRA Conference in New 

Orleans, Louisiana. 

Whitney Bank Vice President Sunada Pool 

Brookins was a panelist at the 2015  

Community Reinvestment Act (CRA)  

Conference in New Orleans, Louisiana. 

Football legend Roger Staubach entertains his table with an  

intriguing story. From left: Bank of the Ozarks President, South Texas 

Division Julie Cripe, Southside Bank Regional President-North Texas 

and FHLB Dallas Board Member Tim Carter, and Broadway Bank 

Chairman and FHLB Dallas Board Member Jim Goudge.

Citizens Bank Executive Vice President, Cashier, and Trust Officer Melvin 

Jordan,  FHLB Dallas Sales Manager Jeff Sabin, Cypress Bank Senior 

Vice  President and Controller Shelley Brown, and her husband enjoyed 
a day of golfing as part of the 2015 Annual Conference. 

Troy Duke, president and CEO of Gateway 

Bank, enjoys a conversation at the 2015 

Regional Shareholder Workshop in  Little 

Rock, Arkansas.

Bank of Gravett Chief Lending Officer and Market 

President James L. Smith talks with FHLB Dallas 

President and CEO Sanjay Bhasin at the Regional 
Shareholder Workshop in Little Rock, Arkansas.

Senior Vice President and CFO at United Texas Bank 

Suzanne Salls enjoys hors d’oeuvres and conversation 

with financial industry colleagues at the 2015 Annual 

Conference. 

4
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A Legacy of Funding

The merger of LegacyTexas Bank and ViewPoint Bank in January 

2015 made the resulting Plano-based LegacyTexas Bank one of 

the largest financial institutions in North Texas. 

The now-more-than $7.5 billion bank has continued to grow. 

With that growth has come the need for low-cost, accessible funding. 

“As an institution that is growing very quickly, one issue has been funding  

that growth, and that’s where FHLB Dallas has come in. When some larger  

loans are funded in the $15 million to $20 million range, it’s really tough to 

bring in deposits to support that growth,” said LegacyTexas Executive Vice 

President and Chief Financial Officer Mays Davenport.

LegacyTexas’ primary business lines are concentrated in the areas of commercial  

real estate, commercial and industrial, and mortgage warehouse purchasing. 

The latter is an area where LegacyTexas’ relationship with FHLB Dallas has 

been especially helpful. 

“The mortgage warehouse business has volatility,” Mr. Davenport said. “You 

don’t want to support that short-term volatility with long-term deposits. So 

we’ve had to be strategic in how we fund that line of business.”

Creative Solutions to Expand Capacity

In 2014, FHLB Dallas expanded its Held for Sale (HFS) program, which allows 

members to establish lendable collateral on their closed residential mortgages  

awaiting sale to the secondary market, thus increasing the borrowing capacity  

for members. 

LegacyTexas was able to use the excess liquidity they received when they 

pledged the HFS loans to immediately buy FHLB Dallas Letters of Credit (LOCs).

“With the additional availability at the Federal Home Loan Bank, we’ve  

been able to actively pursue public funds,” Mr. Davenport said. “We provide 

collateral for those deposits with the really affordable and efficient use of LOCs 

from the Federal Home Loan Bank. We’ve done a really good job of attracting 

those deposits from municipalities in our footprint.”

Without the change by FHLB Dallas to accept the HFS loans as collateral,  

LegacyTexas would not have been able to target public funds, and more than 

likely, would have had to move to higher-cost deposits. That includes paying 

a higher price to attract those deposits or utilize other deposit products that 

were priced higher, Mr. Davenport explained. 

New Capital Plan Special

LegacyTexas utilized five- and six-year Discount Note advances that were 

positioned to allow the bank an option to prepay its balance. In conjunction  

with those advances, the bank took advantage of a special advances  

LegacyTexas Bank

6 7



offering made possible under the Capital Plan amendments that required  

LegacyTexas to invest less capital stock — 2 percent as opposed to 4.1 percent 

— to secure the advances.  

“Reduction in capital stock provided for additional liquidity that was utilized  

for investment in loans,” said LegacyTexas Executive Vice President and  

Treasurer Rewaz Chowdhury.

Igniting Growth

As LegacyTexas has continued to grow its market share, the liquidity provided 

by FHLB Dallas has been helpful in meeting the bank’s funding requirements.

“It’s a good partnership,” Mr. Davenport said. “For any relationship to last, it 

has to be good on both sides. It’s not just about what we get out of the Federal 

Home Loan Bank, but we want to be there to help the Federal Home Loan Bank 

be successful as well.”

      For any relationship to last, it has to be good 
on both sides.

— Mays Davenport, Executive Vice President and Chief Financial Officer, 
LegacyTexas Bank

Access to low-cost funding as provided by FHLB Dallas helped LegacyTexas 
Bank during its recent period of growth. Shown here: LegacyTexas Executive 
Vice President and Chief Financial Officer Mays Davenport.

6 7
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Ensuring Access to Capital

Heritage Life Insurance Company has a unique member  

perspective. Not only is it new to FHLB Dallas membership, 

having joined the Bank in August 2015, but it also isn’t your 

typical, run-of-the-mill life insurance or annuity business. 

Heritage is a re-insurer, relying on FHLB Dallas as a first-line source of quick 

liquidity and funding.  Heritage Life Insurance President Robert DeFeo 

said the company joined FHLB Dallas at the urging of its financial 

advisors. Mr. DeFeo was told it would allow the company to add another 

liquidity channel and provide it with operating leverage.  

“So, we took the advice and submitted an application. We heard that FHLB 

Dallas was very willing to work with insurance companies,” said Mr. DeFeo. 

“We explored it, and sure enough, we have found it to be a great source of 

liquidity and leverage at highly attractive rates.”

Innovation of New Product Specials 

The company utilized Discount Note Floating Rate advances (DN Floater) as 

part of FHLB Dallas’ special advances offering, made possible by changes 

to the Capital Plan. Under the offering, FHLB Dallas reduced the interest 

rates on certain advances that had a maturity of one year or more. In addi-

tion, FHLB Dallas reduced the activity-based stock requirement on certain 

qualified advances from 4.1 percent to 2.0 percent.

“The DN Floater structure was attractive because we were looking for 

floating rate funding,” said Patrick Shropshire, senior vice president and  

portfolio manager for Heritage. “The base rate was below LIBOR, which 

was certainly favorable to us, and the ability to prepay should we need to 

was an attractive feature as well.”

Heritage Life Insurance Company

      Knowing that FHLB Dallas can provide quick 
liquidity is reassuring during times of regulatory 
uncertainty.

— Patrick Shropshire, Senior Vice President and Portfolio Manager,  
Heritage Life Insurance Company

8 9



Additionally, the company also utilized seven-year Fixed-Rate, Fixed-

Term advances for asset liability management (ALM). 

“As an insurance company, it’s paramount that we maintain tight 

duration matching, so that’s primarily the reason we took the seven-year 

fixed-rate loans,” Mr. DeFeo said. “The ability to customize and lock in 

long-term funding agreements and costs to match our invested asset 

portfolio enhances our ALM practices and provides an opportunity to 

earn spread similar to the annuity products that Heritage re-insures.”  

FHLB Dallas as a Partner 

The most pressing concerns faced by Heritage are market dislocation 

and the lack of short-term liquidity, according to Mr. DeFeo. 

“We have a healthy capital and surplus base that allows us to meet 

obligations over the long term,” he added. “The ability to post more 

illiquid assets at the FHLB and hang onto our more liquid assets provides 

tremendous flexibility. We are not kept up at night thinking about how 

we are going to fund our liabilities.”

However, in this difficult rate environment, as described by Mr. Shropshire, 

Heritage relies on the availability of FHLB Dallas’ capital lines. 

“The availability of backstop liquidity funding is critical,” he said.  

“Knowing FHLB Dallas can provide quick liquidity is reassuring during 

times of regulatory uncertainty, which could make it difficult for us to  

obtain capital from other sources, such as repo lenders.”

Patrick Shropshire, senior vice president and portfolio manager at Heritage 
Life Insurance Company (left), and Heritage President Robert DeFeo (right) 
rely on FHLB Dallas as a first-line source of quick liquidity and funding. 

8 9
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Advancing Communities

Since opening its doors in 1997 with 14 employees, First Community  

Bank of Batesville, Arkansas, has been growing, reaching more 

than $1 billion in assets on July 31, 2015. The bank has seen a lot  

of changes in the two decades since being founded, according to 

Chairman and CEO Dale Cole.

But the one thing that hasn’t changed is the bank’s commitment to being a 

strong community partner. 

“Our slogan is ‘First Community Bank, Where Community Comes First,’” Mr. 

Cole said. “That’s where the Federal Home Loan Bank of Dallas helps through 

their programs.” 

Whether it’s giving a customer a competitive fixed rate by utilizing FHLB Dallas’  

advances or providing up to $25,000 in grant funds to a small business  

owner through FHLB Dallas’ Economic Development Program Plus (EDPPlus), 

First Community Bank views FHLB Dallas as a true strategic partner in serving 

the community. 

“The ease of working with FHLB Dallas, no matter what department, whether  

it’s in wire transfer or any of the products we use, helps our bank and our  

customers,” said First Community Bank President and COO Boris Dover. “FHLB 

Dallas understands what banks are facing, and develops products and services 

that meet the needs.”

The access to credit and liquidity has been invaluable in the bank’s growth 

strategy, as First Community has grown to 280 employees and 17 branches in 

Arkansas and Missouri. 

“We didn’t exist 18 years ago, and now we’re over a billion dollars, and it has 

almost all come from organic growth,” Mr. Dover said.

While the grant programs have been a great benefit of FHLB Dallas member-

ship, the access to credit and liquidity has been extremely important. With 

its rapid growth in the past few years, First Community Bank needed to have  

adequate liquidity.  

Asset Liability Management

“With growth comes a change in the competitive landscape. There is more 

competition out there and significantly more regulation,” said Mr. Dover. “And 

there is also a greater risk in many areas including cybersecurity, reputation, 

and interest rates.”

The latter is an area in which FHLB Dallas advances have been helpful, accord-

ing to First Community Bank Executive Vice President and CFO Jason Taylor.

“FHLB Dallas is a great partner in helping us manage our interest rate and  

liquidity risks. With the advances on the interest rate risk side, the ability for  

me to go out and easily take an advance at a certain maturity that fits in my  

model is very helpful,” Mr. Taylor added. “From a liquidity standpoint, I have the  

ability to obtain money at any time for any term very easily.”

First Community Bank

10 11



First Community Bank’s use of FHLB Dallas’ products has  
allowed the Batesville, Arkansas, bank to manage its interest 
rate and liquidity risks. From left: Boris Dover, president and COO, 
Dale Cole, chairman and CEO, and Jason Taylor, executive vice 
president and CFO. 

10 11
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First Community Bank helped GLS Trucking owners John and Sabrina Ryan (right) 
expand their business in Jonesboro, Arkansas. The Ryans utilized a loan and grant  
program to purchase equipment.

12 13
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To further free up liquidity, First Community Bank also uses FHLB Dallas’  

Letters of Credit (LOCs) to secure public funds. 

“Recently, the pricing on LOCs has changed, which makes it very cost-effective 

to utilize, as opposed to pledging securities to public funds. Doing that through 

the FHLB has made my job a whole lot easier,” Mr. Taylor continued. 

In addition, First Community Bank has experienced strong loan demand, which 

has resulted in a higher loan-to-deposit ratio. 

“We don’t have the large investment portfolios that a lot of banks have, so 

while a bank would typically pledge its securities for those deposits, we’re able 

to be competitive by using LOCs instead,” he said. “That has allowed us to fund 

loan growth with deposits, and it frees up our liquidity and allows us to grow 

our loan portfolio.”

First Community Bank had 18 active LOCs in 2015, many of them to collateralize 

the operating accounts of various municipalities and school districts.  

Mr. Taylor said it’s his favorite FHLB Dallas product. 

Managing Interest Rate Risk

In addition to the LOCs, First Community Bank also uses Fixed-Rate, Fixed-

Term advances to manage interest rate risk on its balance sheet. 

Since the financial crisis of 2008, interest rate risk on balance sheets for finan-

cial institutions has increased nationwide due to fixed-rate mortgages and 

long-term investments. 

Mr. Taylor has found Fixed-Rate, Fixed-Term advances to be an easy and  

effective way to manage First Community Bank’s interest rate risk. 

“I’d love to be able to tell my customers that I need money that will mature 

in 27 months and get $2 million in today,” he joked. “That’s just not possible. 

There are not many customers who will go 10 years on a CD. Through FHLB  

Dallas, I’m able to use what I have on the books from customers, and balance 

that with FHLB Dallas’ Fixed-Rate advances. I can allocate that money where I 

need it to be able to manage my interest rate risk.”

Additionally, because First Community Bank tends to be short in its loan 

portfolio, it may also utilize FHLB Dallas’ amortizing advances when it needs 

a longer-term option. “It does allow us to stay competitive when we have a  

customer who wants a longer-term, fixed-rate loan,” Mr. Taylor said. 

First Community Bank, continued

      With growth comes a change in the competi-
tive landscape. There is more competition out 
there and significantly more regulation.

— Boris Dover, President and Chief Operating Officer, First Community Bank

12 13
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Small Business Development

As a bank that puts community first, First Community Bank actively participated 

in FHLB Dallas’ Economic Development Program (EDP) in 2015. EDP advances 

fund loans that members provide to small business owners to open a business, 

expand, purchase equipment, renovate a building, and for other purposes.

“The EDP allows us to do some longer-term financing and manage our interest  

rate risk,” said Mr. Dover. “It gives us more attractive rates than we otherwise  

could offer our customers. We’re competing with other banks, but also  

giving the customer the long-term advantage of fixing their interest rate. It’s the  

ability to provide our customers with fixed-rate financing and doing it competi-

tively by using the advances through FHLB Dallas. Through the EDP, we’re able 

to make loans more attractive.”

In addition, certain businesses may also qualify for up to $25,000 in EDPPlus 

grant funds. In 2015, First Community Bank utilized $66,000 in EDPPlus grant 

funds to assist six small businesses. The grant programs are an attractive,  

competitive benefit. 

Putting the Community First

First Community Bank began in Batesville, but it has expanded into communi-

ties across Arkansas and Missouri. Among the beneficiaries of that growth are 

small businesses.

“Whether it’s a new business that needs help with start-up costs, or an existing 

business that has had a slow period, EDPPlus grants give them the working cap-

ital they need to be successful,” said Debra Taylor, vice president of commercial 

lending at First Community Bank. “We try to take advantage of all the products 

available to us through our relationship with FHLB Dallas, so that we can pro-

mote our local economy by supporting small businesses and creating jobs.”

Just ask John and Sabrina Ryan about the EDP. In 2015, the founders of GLS 

Trucking in Jonesboro, Arkansas, were awarded a $17,070 EDPPlus grant in 

conjunction with a loan from First Community Bank, which was funded by an 

EDP advance from FHLB Dallas.

“I heard about the EDP program a few years ago. It helped me buy two new 

trucks and trailers, and it helped us grow,” Mr. Ryan said. “When you buy a 

truck, you spend $20,000, and then you have to wait about a month for 

the revenue to start coming in. The program gave us a cushion so we didn’t 

have to struggle as much.” 

Mr. Ryan said he was also able to hire three more employees. 

“First Community Bank has been awesome. I walk in the bank, and they know 

me. I love that,” he said. 

That’s just how First Community wants to be viewed, according to Mr. Cole.

“We are going to continue to do what we’ve been doing: taking care of  

customers and building relationships,” he said.

First Community Bank, continued

14 15
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Land of Opportunity for More Than a Century

New Mexico’s Century Bank claims a lineage that stretches 

back to August 1887: New Mexico was still a U.S. territory, 

and the bank was then known as Mutual Building and Loan  

Association. It was established with $500 amid a larger vision 

of growing the community called Santa Fe. Today’s Century Bank is still locally 

owned with branches in Santa Fe, Española, Albuquerque, Las Cruces, and Rio 

Rancho. It utilizes FHLB Dallas for access to advances, correspondent servic-

es, and collateral pledge agreements. The bank has also capitalized on FHLB  

Dallas’ Economic Development Program (EDP) for advances and the EDPPlus 

program for business grants.

“We use the Federal Home Loan Bank of Dallas to provide capital to New  

Mexico — not just with the EDP advance and grants, but also with affordable 

housing grants and other such programs,” said Century Bank Chairman Chip 

Chippeaux. “The access to such capital for Century Bank and New Mexico is 

very important and valuable.” 

In the community spirit that characterizes community banking, Century Bank 

utilizes a relationship strategy, Mr. Chippeaux explained. “If you think about 

our relationship strategy that we try and establish with our customers, it’s nice 

knowing we have that same sort of relationship with FHLB Dallas,” he said. 

Capital, Safekeeping, and Collateral

While Century Bank has used some FHLB Dallas term advances, it turns 

to FHLB Dallas most often for overnight funding and the special advances  

auctions. “We found those to be an attractive cost of funds,” Mr. Chippeaux said. 

Century Bank also uses FHLB Dallas’ safekeeping services for its investments. 

“By doing so, it gives us borrowing capacity, so from a liquidity management 

standpoint, we not only have a central repository for our securities, but FHLB 

Dallas also lets us borrow off most of the securities,” said Mr. Chippeaux.  

“We try to keep our cash balances pretty low. It’s not uncommon for us to be 

overnight borrowing a fair amount as we are bridging timing on investment 

security purchases or loan fundings.”

Last year, Century Bank acquired a bank in Española, a town of about 10,000 

people, 30 minutes north of Santa Fe on U.S. 285. The purchase made it the 

state’s fourth-largest locally chartered bank at the time of purchase, with more 

than $730 million in assets. 

Following the acquisition, Century Bank used FHLB Dallas’ Securities Safe-

keeping services to pledge securities as collateral for large deposits from 

the public entities.  

“We have found this to be a useful service because of these public entities,” 

said Mr. Chippeaux. 

Century Bank

      The access to such capital for Century Bank 
and New Mexico is important and valuable.

— Chip Chippeaux, Chairman, Century Bank
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Innovation Starts Small

An area of growth for New Mexico is with small business. David Valdez, 

Century Bank’s vice president of small business commercial lending, said 

FHLB Dallas’ products, such as the EDP advance and EDPPlus grant, are 

important contributors at the local level. 

“Being a locally owned community bank, Century Bank is proud to invest 

back into our wonderful community. The EDPPlus grants are tremendously 

effective, not only in strengthening our relationships with small business 

customers, but they are also helpful in building our clients’ capital and 

sustainability,” he said. 

A 2015 EDPPlus grant to Solutions Treatment Center, which provides 

behavioral health counseling and addiction recovery programs, was 

featured in the local paper. “I work with small businesses,” Mr. Valdez said. 

“The Economic Development Program has acted as a feeder program for 

small business development. Once you work with one business owner, you 

get a lot of others, and the publicity from FHLB Dallas really helps.” 

As part of FHLB Dallas’ partnership with Century Bank, FHLB Dallas has 

issued several press releases on the EDP advances and EDPPlus grants that 

Century Bank has awarded — many of them landing in The Santa Fe New 

Mexican and Albuquerque Journal newspapers. 

Part of the capacity for growth and innovation in the state comes from national 

laboratories headquartered in New Mexico, including Los Alamos National 

Laboratory and Sandia National Laboratories. 

“New Mexico is a very innovative place,” Mr. Chippeaux said. “These labs, as 

well as various state and local entities, are looking for new and pioneering 

ways to spin off some of the technologies developed in the area. We feel that 

by being knowledgeable of resources in the market, including FHLB Dallas,  

we can provide banking expertise that will help these entrepreneurs create  

exciting, new opportunities.” 

The strategy ties in with Century Bank’s core values “to be the bank of choice” 

and to “create growth.” FHLB Dallas will be there — in partnership with Century 

Bank — to help achieve those goals.  

Century Bank, continued

David Valdez, Century Bank’s vice president of  
small business commercial lending, and Chairman Chip Chippeaux  
have found value in the Economic Development Program.
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Serving the Military and More

Randolph-Brooks Federal Credit Union (RBFCU) is a $7 billion  

institution with approximately 1,700 employees and 650,000 mem-

bers. It was founded in 1952 to serve San Antonio’s Randolph Air   

  Force Base. Over the past two decades, RBFCU has diversified, 

expanding into Austin and Dallas, while still serving military members. 

FHLB Dallas is a key player in RBFCU’s game plan. RBFCU Executive Vice  

President and CFO Robert Zearfoss hearkened back to his days coaching  

softball for his two (then) young daughters, when describing the partnership. 

“It’s a backstop,” he said. “You always know you have coverage behind you. If 

you run into difficulties, you want to make sure you have someone you can go 

to when you need it.”

In 2015, RBFCU drew upon FHLB Dallas’ Capital Plan special offering, as well 

as the Discount Note Floating Rate advance (DN Floater). The Capital Plan  

offering was made possible by changes to FHLB Dallas’ Capital Plan, which  

Mr. Zearfoss said helped RBFCU with lending.

“We were able to use more of that borrowing for its intended purposes,” he 

said. “As an example, if we did a regular advance of $100 million, I would only 

get to use $96 million of it because I would have to buy $4 million in stock.  

Under the special offering, the stock requirement was reduced substantially, 

so I could have more funds available for lending.”

Mr. Zearfoss said RBFCU has seen a trend over the last year of lending more 

than it was bringing in on deposits. Investment proceeds were being used to 

fund loans in the community.

“We needed additional cash flow to be able to fund those loans, and those 

advances allowed us to continue to lend. I know that, based on my relation-

ship with FHLB Dallas, I have liquidity sources, if necessary. One of the biggest 

things the Federal Home Loan Bank provides is comfort.”

RBFCU has also used a two-year DN Floater to streamline its cash-flow needs. 

“We were normally doing a seven-day or 21-day FHLB advance for cash flow 

and maintenance purposes. In doing the two-year DN Floater, we don’t have 

to roll these seven-day advances into another seven-day or a 21-day advance. 

We really targeted a two-year time frame, which kept us away from having to 

concern ourselves with rolling advances periodically.”

He added that the early prepay option of the DN Floater was another reason he 

felt comfortable with the product. “At any of the reset dates, we can pay it off 

without penalty. That is a nice feature.”

Randolph-Brooks Federal Credit Union

      You always know you have coverage 
behind you.

— Robert Zearfoss, Executive Vice President and CFO,  
Randolph-Brooks Federal Credit Union

18 19



Innovators, Millennials, and Financial Institutions

Traditional financial institutions over the years have broadened their reach 

through mobile and online banking options. But Mr. Zearfoss pointed to inno-

vations, such as the blockchain, a public database of Bitcoin transactions that 

could impact current revenue sources. 

“There are so many innovators in our space that the next five or 10 years may 

cause us difficulty, very similar to other industries, which innovators have 

disrupted tremendously. If they start perfecting blockchain, it could have an 

impact on the basic tenets of a financial institution. You look at each part of 

your model, and you can find somebody who’s probably working to disrupt 

that revenue stream.”

Behind many of these innovations are millennials, the generation born  

between 1981 and 2000, which total some 84 million people. A lot has been 

written about millennials and their use (or non-use) of banks and credit unions. 

Mr. Zearfoss said he has seen a surprising trend: millennials coming into  

the branches. 

“You would think that because they have always lived with a mobile device at-

tached to them that they want to interact that way with the credit union, 

and that would be their only way. But that’s not what we’ve seen. Millennials 

are coming in, having conversations with us, and not just doing things over 

the mobile device.”

Time will tell the impact of innovation and millennials on financial institutions. 

FHLB Dallas will be there, “the backstop” for members across the District. A
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Robert Zearfoss, Executive Vice President  
and CFO of Randolph-Brooks Federal Credit Union,  
takes comfort in having FHLB Dallas behind him.

18 19
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Relationship Banking in Mississippi

Much has changed since RiverHills Bank, then known  

as Port Gibson Bank, was founded in 1890 in Port Gibson, 

Mississippi. The now $300 million bank changed its name 

in 1999, when it expanded into Vicksburg, to reflect the 

two things the cities had in common — the river and the hills.

What hasn’t changed is the personal hometown service its customers in  

Claiborne County have come to expect.  

“Our customers feel like they know us and can talk to us about what they need 

and what they want, and we are responsive to those needs,” said RiverHills 

Chairman Hal Gage. “We try to do banking at a personal level.”

That personal touch is evident when you walk into the office of RiverHills CEO 

Robert D. Gage IV. On this particular Wednesday in April, he sat at his desk, 

his cellphone beeping every so often. “I can text with the best of them,” he 

said. Many of those texts, he explained, were from customers, others were 

from employees. Every employee who works for Mr. Robert Gage has his cell- 

phone number. 

“We make sure that if we can’t answer a customer’s question that we get them 

to someone who can,” he said. He described his relationship with FHLB Dallas 

in much the same way. 

“It is an integral part of the funding process for banks of all sizes,” said Mr.  

Robert Gage, whose great-grandfather purchased a controlling interest in the 

bank when it was founded. “FHLB Dallas is a tremendous organization to do 

business with. We have utilized a lot of their services, not only as a backup  

liquidity source, but also to offset our interest rate risk. I see that relationship 

only growing. The Federal Home Loan Bank of Dallas has been a great partner.  

They’ve been extremely helpful when we have questions, and proactive in 

helping us understand the various products and programs that would meet 

our needs.”

Funding Home and Commercial Loans

Among the products used by RiverHills Bank in 2015 were Fixed-Rate, Fixed-

Term and Amortizing advances to fund home loans for its customers. In the 

low-interest environment that the country has been in for several years, River-

Hills Bank saw customer demand for longer-tem, fixed-rate loans grow, accord-

ing to Mr. Hal Gage, who is Mr. Robert Gage’s cousin. 

“Customers realized rates were favorable, and they were more anxious than 

ever to lock in those rates for longer periods if they could,” said Mr. Hal Gage.  

RiverHills Bank

      The fixed-rate, long-term advances from 
FHLB Dallas allowed us to fund the loans that 
our customers demanded without taking the 
interest rate risk.

— Robert Gage IV, Chief Executive Officer, RiverHills Bank
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Famous for “banking at a personal 
level,” RiverHills Bank saw an increased 
demand for longer-term fixed loans. 
They found a solution in FHLB Dallas’ 
Fixed-Rate, Fixed-Term advances  
product. From left: RiverHills Bank  
Chairman Hal Gage, CEO Robert  
Gage IV, and Senior Vice President  
David Blackledge.

Below, from left to right:   
Mr. Blackledge, HAVEN recipient  
Steve Williams, and RiverHills  
President and COO Joel Horton.
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RiverHills has used the advances to fund various commercial loans, but it has 

used the advances as much, if not more, to offset home mortgage loans, Mr. 

Hal Gage added. The bank has used a number of 30-year amortization and 

seven-year balloons to accommodate consumer needs for home mortgages. 

“We also originate home mortgage loans for the secondary market, but 

oftentimes we find a borrower doesn’t qualify for the secondary market for 

one reason or another, but we feel like they are still a worthy borrower,” Mr. 

Hal Gage explained. “We’ve been able to satisfy those customers’ needs by 

booking a loan on our books and offsetting the potential interest rate risk 

by making an FHLB Dallas draw to fund it.”

The bank also relies on FHLB Dallas in its liquidity planning, using its undrawn 

capacity as a backup liquidity source.  

“Having the available capacity allows us to run at a somewhat higher loan-to-

deposit ratio than we’d otherwise feel comfortable doing,” Mr. Hal Gage said. 

Commitment to Community

RiverHills Bank, continued
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RiverHills Bank learned about Steve Williams through the city of Vicksburg. 

Mr. Williams spent 18 years as a Seabee in the U.S. Navy, most of that with 

the Navy construction battalion. He was deployed in 2007 to Iraq, where he did 

contingency construction for special operations forces. He was injured when a 

cable broke on a large concrete T-wall. He pushed another Seabee out of the 

way, and the wall came crashing down. It didn’t land on him, but he was still 

connected to it, causing severe back injuries that left him 80-percent disabled. 

A $7,500 HAVEN grant was used to make various repairs to Mr. Williams’ home. 

In addition to the HAVEN program, RiverHills also participates in FHLB Dallas 

Special Needs Assistance Program, utilizing grants to help elderly, disabled, 

and other special-needs households with home repairs and modifications. 

“As a community bank, we want to serve this community to the best of our  

ability, and these programs give us another tool to help another segment of the 

community, which makes this community better and stronger,” Mr. Hal 

Gage said. “We prosper along with this community, as well as live here and 

raise our  families here.”

“At the same time, our loan demand was relatively slack, so we were 

reluctant to tell a customer that we couldn’t make the long-term, fixed-rate 

loans that they wanted. For competitive reasons, we looked for a way to do 

those longer-term loans.”

The solution: Fixed-Rate, Fixed-Term advances from FHLB Dallas. 

“The fixed-rate, long-term advances from FHLB Dallas allowed us to fund the 

loans that our customers demanded without taking the interest rate risk that 

we were reluctant to absorb,” he said. “It still allowed us to build our loan  

volume and service the needs of our customers.” 

In 2015, RiverHills Bank was responsible for bringing the first Housing  

Assistance for Veterans (HAVEN) grant to Mississippi. HAVEN is a unique grant  

program offered by FHLB Dallas through its member institutions that targets 

veterans and active-duty service members who have been disabled in the line 

of duty since September 11, 2001. It provides grants up to $7,500 to support 

necessary home modifications.

’ 
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Banking With Greater Momentum

To help create greater momentum, Business First Bank of Baton

Rouge, Louisiana, relies significantly on its FHLB Dallas member- 

ship. The bank often turns to FHLB Dallas for short-term advances  

to manage its deposit flows and balance sheet, according to  

Business First Executive Vice President and CFO Steven Champney.

Mr. Champney characterizes the long-standing and valued partnership as  

a means of preserving the bank’s availability to customers. “FHLB Dallas’  

funding options are cost-effective and efficient. If we didn’t have the seven- to 

14-day advances, we’d instead be borrowing in the Fed funds market, which is 

much more expensive,” said Mr. Champney.

Leveraging Letters of Credit

A very helpful tool is FHLB Dallas’ Letters of Credit (LOCs), which Business 

First Bank often uses to secure public deposits. Rather than pledge securities 

against these deposits, Business First Bank utilizes an LOC from FHLB Dallas. 

“The new Fluctuating Balance LOC allows us to be more cost-effective in 

securing public deposits ,” Mr. Champney said. 

But Mr. Champney cites liquidity and flexibility as the primary reasons that 

Business First Bank chooses LOCs from FHLB Dallas. 

“In terms of liquidity, we are negatively affected when we pledge securities  

because we can no longer sell the investment right away,” he said. “An LOC 

frees up securities that we can sell. In terms of flexibility, I can tailor an FHLB 

Dallas LOC directly to my deposit needs, rather than having to pick certain  

securities at certain dollar levels.”

Business First Bank

      The new Fluctuating Balance LOC allows us  
to be more cost-effective in securing public 
deposits.

— Steven Champney, Executive Vice President and CFO, Business First Bank

24 25



Pursuing Innovation

Mr. Champney adds that his bank proudly innovates for the customers they 

serve, providing a large array of products, including treasury management and 

wealth solution services. Business First Bank delivers a strong, local presence 

to Louisiana businesses with 18 o�ices, 16 banking centers, one loan 

production o�ice, and one wealth solutions o�ice in seven markets across 

the state.

“Our customers seem to share one thing in common — they are go-getters  

who are always looking for ways to take their businesses to the next level,” 

said Mr. Champney. Having a strong local presence with decision makers in 

their markets allows them to provide better service than some of the larger 

banks, he explained. 

Mr. Champney added, “Knowing our customers personally allows us to be  

faster and more flexible than the larger banks.”
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The Federal Home Loan Bank of Dallas (FHLB Dallas) is one of 11 district  

banks in the FHLBank System created by Congress in 1932. FHLB Dallas,  

with total assets of $49.5 billion as of March 31, 2016, is a member-owned  

cooperative that supports housing and community development by  

providing competitively priced advances and other credit products to  

approximately 850 members and associated institutions in Arkansas,  

Louisiana, Mississippi, New Mexico, and Texas.

The Bank’s primary goal is to provide credit and other services to help 

members fund housing, promote small business and small agri-business 

growth, as well as economic and community development loans in their 

communities. The Bank provides a range of products that help member 

financial institutions improve their liquidity position, risk management, 

and socioeconomic goals.

The Bank returns each year 10 percent of its profits, in the form of 

Affordable Housing Program (AHP) grants, to the communities 

served by its member institutions. Since 1990, the Bank, through 

its members, has awarded more than $245 million in AHP funds to 

assist more than 44,500  families across the five-state District.   

In addition, FHLB Dallas provides members with access to educational 

workshops, conferences, and webinars throughout the year. View 

past webinars and product videos in FHLB Dallas’ Video Library at 

fhlb.com/resourcecenter. See a list of upcoming events on the fhlb.com 

home page.   

  

 

At left, Business First Bank relies on FHLB Dallas' Letters of Credit to meet 
its deposit funding needs.
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Discount Note Floating Rate Advance
Discount Note Floating Rate advances (DN Floater) are a fixed-term, adjustable-rate 
source of funding that assist member institutions with liquidity needs or leveraging 
balance sheets while providing a solution for managing balance sheet interest rate 
sensitivity. For example, this advance may be used by a member to match-fund mort-
gage-backed securities with similar maturities and repricing characteristics, or to fund 
adjustable-rate mortgage loan portfolios.  

Because DN Floaters are based on shorter-term debt (discount notes) issued by the 
Federal Home Loan Bank (FHLB) System, they may provide members with the least 
expensive source of longer-term, wholesale funding. Rates for FHLB System Discount 
Notes issued via auction have remained consistently below comparable LIBOR-
indexed debt since 2000. The DN Floater provides members with the ability to prepay 
all or part of the principal without fees at specified rate reset dates.

The reset dates include 4-, 8-, 13-, and 26-week resets from 1- to 10-year maturities. 

Multiple Draw and Evergreen Features on Letters of Credit 
The Multiple Draw feature allows a Letter of Credit (LOC) to be drawn upon multiple times 
rather than the single draw that previously was available. Each time a draw is made, the  
outstanding amount of the LOC or LOC Confirmation is reduced by the amount of  
the draw. 

The Evergreen feature allows a Standby LOC or LOC Confirmation to renew automatically 
unless the beneficiary is notified at a predetermined time that it will not be renewed. 

Both features increase flexibility when structuring a transaction using either a Standby 
LOC or LOC Confirmation. 

Fluctuating Balance Letter of Credit
As with all of the Bank’s LOCs, the Fluctuating Balance LOC provides members with a 
competitively priced, easy-to-manage method of collateralizing public unit deposits.  
However, Fluctuating Balance LOCs take that convenience a step further by elimi-
nating up-front fees and providing members with potential cost savings. Fees on 

the Fluctuating Balance LOC are charged quarterly in arrears based upon the lesser  
of: 1) the notional amount of the LOC; 2) the amount of the public unit deposit(s); or  
3) the amount of collateral required to be held against the public unit deposits secured by 
the LOC. 

For example, members with public deposits related to tax collections may experience 
seasonality related to those deposits. The Fluctuating Balance LOC allows the mem-
ber to establish one LOC based upon the maximum expected deposit from the pub-
lic unit depositor. As funds are withdrawn from the account, the balance and required 
collateralization also decline. The fee associated with the Fluctuating Balance LOC will 
be charged on the reduced amounts. The Fluctuating Balance feature is available for 
both Custodial and Direct Standby LOCs. The Fluctuating Balance LOC can be used for a 
single depositor (Direct Standby LOC) or multiple depositors (Custodial LOC), as long as 
the notional amount of the LOC is at least $25 million.

Symmetrical Prepayment Feature
The Symmetrical Prepayment feature allows a member to prepay a Fixed-Rate, Fixed-
Term, or Principal-Amortizing advance at the lower of par or fair value plus a make-whole 
amount, thus allowing the member to realize a portion of the decrease in fair value that 
would arise if interest rates have risen since the advance was originated. Traditional  
advances without the Symmetrical Prepayment feature cannot be prepaid below par 
even if the rates on those advances are significantly lower than current rates.

The Symmetrical Prepayment feature can provide several benefits:

• Liquidity and flexibility — A member could use a Symmetrical Prepayment feature to
provide long-term liquidity but retain the flexibility to prepay and potentially receive a 
prepayment credit in a rising-rate environment. 

• Offset losses in fixed-rate mortgages, loans, or other investments from rising interest
rates — A member could use a Symmetrical Prepayment feature to fund a fixed-rate  
investment and, if interest rates rise, the increased value of the feature may help offset 
market value declines of the fixed-rate investment.  

The Symmetrical Prepayment feature must be requested by a member at advance  
origination and approval is subject to the Bank’s standard credit and collateral policies.

Product Offerings
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Forward-Starting Advance
A Forward-Starting advance provides a member an opportunity to take advantage of 
the current low-interest rate environment by locking in a rate today for an advance that 
settles at a future date. 

Members that currently have sufficient liquidity but would like to take advantage of 
historically low rates should consider a Forward-Starting advance. Members that 
believe the economy will continue to strengthen, and that when rates rise they will 
rise rapidly, should consider a Forward-Starting advance.  

Figure 1 illustrates a five-year, Fixed-Rate, Fixed-Term advance that settles one            
year from today. In this hypothetical example, the member could lock in a rate of     
1.90 percent today. However, interest will not begin accruing until after the       
funds are received one year later. Forward-Starting advances may be principal-
amortizing, and certain Forward-Starting advances are available with a Symmetrical 
Prepayment feature.

Mortgage Partnership Finance®

Established in 1997, the Mortgage Partnership Finance (MPF®) program provides FHLB 
Dallas members with a competitive alternative to the secondary mortgage market. 
This high-performing program offers participating members with flexible and reliable 
residential mortgage funding solutions. FHLB Dallas members that become Participat-
ing Financial Institutions (PFIs) gain opportunities to sell certain fixed-rate, conforming 
mortgage loans and have the option to retain servicing of the loans to maintain control 
of their customer relationships, or they can sell the servicing.

The MPF program offers three credit enhancement products. Participating members 
can choose from MPF Original, MPF 125, or MPF 35 for a credit risk-sharing structure 
for a best-execution strategy to originate, sell, and service fixed-rate, residential 
mortgage loans to customers.  

FHLB Dallas pays members a premium for each customer loan processed into the 
pro-gram and, subject to satisfactory loan performance, an ongoing credit 
enhancement fee for the life of the loan. This process transfers the liquidity, interest 
rate, and prepay-ment risks typically associated with holding long-term, single-family 
mortgage loans to FHLB Dallas’ balance sheet and allows the credit risk to be shared.

Capital Plan Update
Amendments to FHLB Dallas’ Capital Plan took effect October 1, 2015. The changes  
created two new classes of substock: Class B-1 stock represents the membership in-
vestment requirement and excess stock, while Class B-2 stock represents activity-based 
stock. The amended Capital Plan authorizes the Board to declare dividends at different 
rates for the two sub-classes of stock. This allows (but does not require) the Bank to pay 
higher dividends on activity-based capital stock, thus rewarding members for using the 
Bank’s advances. 

Dividends related to 2015 fourth quarter activity were paid on March 31, 2016. The 
Bank’s annualized dividend rate on Class B-1 stock (membership and excess stock) 
was 0.375 percent. The annualized dividend rate on Class B-2 stock (activity-based 
stock) was 1.251 percent. 

The Capital Plan amendments also authorized the Board to establish one or more  
separate advances investment requirement percentages from time to time. This paved 

ecia ancethe way for a sp l adv s offering from October 21, 2015, through December 31, 
2015, which benefited members by reducing the activity-based capital stock investment 

merequire nt from 4.1 percent to 2 percent for that time period. 
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Figure 1: Hypothetical Example of Five-Year Advance,
Forward Starting in One Year
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Years Ended December 31, % Change

(Dollars in thousands) 2015 2014 2013 2015 vs. 2014 2014 vs. 2013

Interest income  $ 220,488  $ 203,831  $ 243,838 8.2 (16.4)

Interest expense 98,899 83,248 95,981 18.8 (13.3)

Net interest income 121,589 120,583 147,857 0.8 (18.4)

Other income 29,774 8,042 20,692 270.2 (61.1)

Other expense 76,702 74,725 70,913 2.6 5.4

AHP assessments 7,468 5,391 9,766 38.5 (44.8)

Net income    $   67,193    $   48,509    $   87,870 38.5 (44.8)

Net interest margin 0.29% 0.35% 0.45% (17.1) (22.2)

Net interest spread 0.27% 0.32% 0.43% (15.6) (25.6)

Return on average assets 0.16% 0.14% 0.27% 14.3 (48.1)

Return on average equity 3.26% 2.67% 5.15% 22.1 (48.2)

Return on average capital stock 4.98% 4.25% 7.92% 17.2 (46.3)
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December 31, 

(Dollars in thousands) 2015 2014 % Change

Cash and due from banks  $      837,202       $    1,507,708 (44.5)

Short-term investments 

    Securities purchased under agreements to resell 1,000,000 350,000 185.7

    Federal funds sold 2,171,000 5,613,000 (61.3)

    Trading securities 8,857 408,563 (97.8)

Long-term investments 

    Trading securities 202,199 — N.A.

    Available-for-sale securities 9,713,191 6,388,502 52.0

    Held-to-maturity securities 3,228,011 4,662,013 (30.8)

Advances 24,746,802 18,942,400 30.6

Mortgage loans held for portfolio, net 55,117 71,411 (22.8)

Other 120,915 102,271 18.2

Total assets  $ 42,083,294  $ 38,045,868 10.6

Consolidated obligation discount notes  $ 20,541,329    $ 19,131,832 7.4

Consolidated obligation bonds 18,025,959 16,078,700 12.1

Other 1,316,694 916,423 43.7

Total liabilities 39,883,982 36,126,955 10.4

Capital stock — putable 1,540,132 1,222,738 26.0

Retained earnings 762,203 699,776 8.9

Accumulated other comprehensive income (loss) (103,023) (3,601) (2,761.0)

Total capital 2,199,312 1,918,913 14.6

Total liabilities and capital  $ 42,083,294  $ 38,045,868 10.6

Regulatory capital ratio 5.49% 5.07% 8.3

Condensed Statements of Condition
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2015 Board of Directors
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Joseph F. Quinlan Jr. – Chairman 
Chairman
First National Bankers Bank
Baton Rouge, Louisiana

R. Michael Rigby – Vice Chairman 
Market President
Liberty Bank
North Richland Hills, Texas

Dianne W. Bolen
Retired Executive Director
Mississippi Home Corporation
Jackson, Mississippi

Patricia P. Brister
President
St. Tammany Parish
Mandeville, Louisiana

Tim H. Carter
President, North Texas Region
Southside Bank
Fort Worth, Texas

Mary E. Ceverha
Civic Volunteer
Dallas, Texas

Albert C. Christman
President and CEO
Guaranty Bank & Trust Company of Delhi
Delhi, Louisiana

C. Kent Conine
President
Conine Residential Group, Inc.
Frisco, Texas

James D. Goudge
Chairman and CEO
Broadway Bank
San Antonio, Texas

W. Wesley Hoskins
President, Chairman, and CEO
First Community Bank
Corpus Christi, Texas

Michael C. Hutsell
President
First Security Bank
Searcy, Arkansas

Arthur (Fred) Miller Jr. 
President and CEO
Bank of Anguilla
Anguilla, Mississippi

Sally I. Nelson, CPA
Chairperson
Nextwave Ventures
Huntsville, Texas

John P. Salazar
Attorney
Rodey, Dickason, Sloan,  
Akin & Robb, P.A.
Albuquerque, New Mexico

Margo S. Scholin
Retired Attorney
Houston, Texas

Ron G. Wiser, CPA
President, CEO, and Director
Bank of the Southwest
Roswell, New Mexico
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2015 Advisory Council
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Michelle Whetten – Chairwoman
Vice President and  
Impact Market Leader Gulf Coast
Enterprise Community Partners, Inc.
New Orleans, Louisiana

André Stephens – Vice Chairman
Executive Director
St. Francis Community Development Corporation
Forrest City, Arkansas

Jay Czar
Executive Director
New Mexico Mortgage Finance Authority
Albuquerque, New Mexico

Michelle Den Bleyker
VP Development — Southwest Region
Commonwealth Development Corporation
Albuquerque, New Mexico

Michael Gerber
President & CEO
Housing Authority of the City of Austin
Austin, Texas

Cynthia Griffin 
Executive Director 
Habitat for Humanity Mississippi Capital Area 
Jackson, Mississippi

Jacque Haas Woodring
Board Member
Commonwealth Multifamily Housing Corporation
San Antonio, Texas

Cassie Hicks
Assistant Director of Housing
University of Southern Mississippi 
Institute for Disability Studies
Hattiesburg, Mississippi

Matt Hull
Executive Director
Texas Association of Community
Development Corporations
Austin, Texas

Arlene Leviege
Housing Program Coordinator/Manager
Tunica-Biloxi Housing Authority
Marksville, Louisiana

Tim Pierce
Executive Director
South Plains Association of Governments
Lubbock, Texas

Karen Phillips
Deputy Director
Crawford-Sebastian Community Development Council
Fort Smith, Arkansas

Deborah Webster
Principal
Concept Consulting Group, LLC
Albuquerque, New Mexico

30 31



As of January 1, 2016

Steve Otto
First Vice President, Director of Member Sales

Michelle Purnell
Sales Planning and Strategy Manager

Lee Cammerer
Assistant Vice President, Mortgage Partnership Finance Manager

Christopher Hopkins
Vice President, Senior Sales Manager

Kevin Kogucz
Vice President, Senior Sales Manager

Jeff Martin
Senior Sales Manager

Scott Sparks
Senior Sales Manager

Russ Guess
Sales Manager

Jeff Sabin
Sales Manager

As of January 1, 2016

Christina Ungaro
Assistant Vice President, Member Services Manager

Christy Moody
Member Services Associate II

Eva Sanders
Member Services Associate II

Harold Huynh*
Member Services Associate

Stephanie Parnell
Member Services Associate

Vanessa Soto
Member Services Associate

* Joined the department in April 2016.

Member Sales
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Member Services
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