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IDP in Entrepreneurship: Learning 
Objectives and Core Skills

Entrepreneurship: Explore your own entrepreneurial 
strengths and weaknesses, cultivate foundational knowledge 
in how to build a business, and recognize opportunities. 
Define and refine an idea, develop the opportunity, and 
create a business venture plan.

Entrepreneurial Leadership: Examine how business leaders 
adjust focus and leadership style as a company moves from 
startup to enterprise stage. Explore successful leadership 
qualities essential for business growth.

Business Planning for New Ventures: Participate in a 
collaborative workshop working with other students—
prospective or current entrepreneurs—to review, critique 
and develop your business planning and communication skills. 

Finance: Learn how to read financial statements; understand 
product costing, initial profit-and-loss development and break-
even analysis; manage cash flow; and comprehend revenue 
models. Develop practical financial projections.

Social Media Marketing: Explore social media and semantic 
web strategies common to emerging new-media channels, 
as well as Internet, digital and mobile technologies. Learn how 
to establish performance goals; integrate new communications 
platforms; determine an optimal marketing mix, and 
evaluate results.

IDP in Business Administration: 
Learning Objectives and Core Skills

Management Accounting: Learn how managers use 
accounting data to make business decisions. Gain skills in 
analyzing financial statements; understand how costs are 
assigned to products and projects.

Management Principles: Gain an understanding of current 
management concepts and practices. Learn how to navigate 
management challenges and resolve organizational problems.

Business Negotiation: Learn to facilitate strategically planned 
negotiations, enhance organizational effectiveness, and manage 
conflicts cooperatively and successfully. Develop strategies to 
conduct successful international and multicultural negotiations.

Economics for Business: Learn how supply and demand are 
determined and how a firm’s costs are categorized. Explore how 
public policy affects markets, and develop strategies to cope 
with market limitations. 

Marketing: Learn about consumer, industrial and service 
marketing; selecting markets; product planning, pricing and 
distribution; and how marketing integrates with other business 
activities. Gain an understanding of the role of marketing in an 
organization’s strategic plan.

Quantitative Business Planning: Learn basic statistical 
techniques useful for preparing individual business forecasts and 
long-range plans. Examine case studies to learn practical 
applications and cutting-edge methodology.

Corporate Financial Management: Corporations are 
expected to make smart business investments and find funding 
to invest. Learn the practical application of financial concepts to 
business decisions—crucial for a successful company.

Build a Foundation

If you want a practical understanding of business principles 
and skills that you can apply immediately to your job or a 
new position, the Business Administration IDP program is 
ideal. 

The IDP certificate in Business Administration introduces 
you to the concepts and practices you need to succeed in 
business today. You acquire expertise in areas such as 
economics, finance and marketing, as well as hands-on 
training through workshops and seminars. You also build 
skills and confidence as you develop financial analyses, 
create business plans and collaborate with your classmates 
as an integral part of a multicultural team.  

Bringing Your Business Idea To Life

Are you thinking of running a small company, do you wish 
to invigorate a family business or are you considering 
launching a high-tech startup?

The Entrepreneurship IDP program connects you with 
instructors who are business owners, consultants and 
entrepreneurs that will equip you with skills to solidify your 
business ideas and develop strategies to bring them to 
fruition. This program exposes you to key theoretical and 
practical concepts to move your ideas forward. In addition, 
a site visit provides exposure to Silicon Valley culture; 
startup accelerators; sucessfull entrepreneurs, and the fast-
paced, high-growth startup environment.

Capstone Course

Apply core concepts learned throughout the iDP program 
to create a custom strategic business plan. The course 
provides a perspective on how to create a high-performing 
company and the tools to foster communication and 
collaboration amongst teams.

Program Prerequisites

To qualify for this program, you should have three years of 
an undergraduate degree completed; no work experience 
is necessary.

Program Prerequisites

To qualify for this program, you should have three years of 
an undergraduate degree completed; no work experience 
is necessary.

Supplemental Topics

Additional courses may be added based on market trends. 
Sample courses could include:
  •   Business Negotiation
  •   Web Technology Entrepreneurship
  •   Accelerator Seminar

4-Month IDP 
Business Administration

4-Month IDP 
Entrepreneurship
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Why IDP?
Whether you’re thinking about starting your own business, 
looking to move up in your company, or want to build your 
knowledge of global business and economic issues, you 
become more competitive in the global marketplace with an 
IDP certificate. 

The Setting: Experience life in the San Francisco Bay Area, 
one of the world’s most scenic, exciting destinations—
known for technology, business innovation, food, fashion, 
and outdoor activities.. 

Build Your Skills: Acquire the skills you need to succeed in 
business, from management to economics, finance or 
marketing. Get hands-on training through workshops, 
seminars, and group projects. 

Connect with Top Students and Instructors: Learn from 
leading minds in business with decades of experience in the 
field. Study amidst a bright, diverse group of students 
representing over 35 countries. 

Build an Invaluable Resource: a global professional 
network.

Build Your 
Global Business Skills

What Is a Certificate?
A certificate program provides 
training and concentrated 
study more efficiently than a 
degree program. An IDP 
certificate program offers:

• New skills for your current  
job or new career

• Instructors with extensive  
work experience

• A combination of academic 
theory and practical 
knowledge

The International Diploma 
Program (IDP) from UC Berkeley 
Extension allows you to earn a 
certificate through short-term, 
intensive study, with options to 
take part in an internship at a U.S. 
business—all in less time than 
an M.B.A. program. IDP offers 
coursework with instructors that 
are experts in their fields and 
flexible program formats so you 
can customize the program to fit 
your priorities and achieve your 
career goals.

Why IDP?
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Are you thinking of running a small company, do you wish 
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International Diploma Programs
Professional Studies in Business and Management

University of California, Berkeley, Extension 
extension.berkeley.edu/diploma

facebook.com/BerkeleyIDP

UC Berkeley Extension

International Diploma 
Program Brochure
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What if one of your deposit specialists could 
win a $3.5 million checking account within a 
week after learning how to apply the “money 
impact formula” with a business that loved 
their current bank and already said, “no”?

And what if your deposit 
specialists also understood 
where cash gathering 
opportunities are with 1031 
exchanges? Knew which 
businesses have the most 
deposits? Mastered how to 
lead with a level 4 USP 

to get the appointment and 
close the deal almost 100 
percent of the time? And, knew 
how to lead a team where the 
commercial lenders take a  
back seat to their expertise?

Well, you don’t have to simply hope any more.

Those are the results of the 2017 graduates who 
told us…

“Now the commercial lenders want to go out 
with me because they know that I know how to 
get the deal.”

“I used to lack confidence to call on the 

affluent. Now, I’m no longer intimidated by 
an affluent person or small business owner 
because I know I can add tremendous value 
and deserve to pull them away from their 
current bank because I know that I can add 
massive value.”  

“Before I didn’t know how but now I get the 
deal 100 percent of the time! My confidence 
has exploded.”

“I wish I would have done this 30 years ago!”

How to Get “Normal” Branch 
[Relationship] Bankers to Go Hunt for 
(and Land) Whale Accounts
Bank leaders have confided that they’re scared. 
The decrease in lobby traffic and the move to 
virtual banking means fewer interactions with 
customers and fewer opportunities to win new 

HOW TO REPEATEDLY LAND MILLION-
DOLLAR CHECKING ACCOUNTS AND SOLVE 
THE LOW-COST DEPOSIT PROBLEM 
The Accredited Banking Professional™
Program is Arming Bankers with the Skills to
Consistently Win Bigger, More Profitable Deals

Get advance notice when the 2018 Banky Nominations open, and join these elite 
banks and finally gain clear differentiation... you’ll be the talk of your market. 

Get on the early-notification list now at BankyAwards.com/nominate

CONGRATULATIONS TO THE 2017 

Category Excellence
BankyTM Award Winners

The Thank God It’s Monday!® Culture Banky™ Award 
- Home State Bank, Jefferson, Iowa

The MoneySmarts Banky™ Award 
- The Peoples Bank, Pratt, Kansas

The BanksGiving Banky™ Award 
- Hoosier Heartland State Bank, Crawfordsville, Indiana

The Above-and-Beyond Customer Service Banky™ Award 
- First National Bank of Layton, Layton, Utah

The Thought Leader Banky™ Award 
- Wood & Huston Bank, Marshall, Missouri

Five elite banks were 
recognized as Category 

Excellence Banky™ Award 
Winners. Each bank 

competed against dozens 
of other banks and was 

chosen by the Institute for 
Extraordinary Banking 

independent panel of judges.

Congratulations to all 
five winners, the finalists,         

and their teams!

continued p. 20

Recognizing the Best Banks in AmericaTM
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Did You Miss an Episode?
Season 1 of Extraordinary BankerTM TV is Now 

Available on Demand at ExtraordinaryBanker.tv

Watch all 10 Episodes Now! 
ExtraordinaryBanker.tv

EPISODE 1 | New Thinking: Advancing 
Your Bank by Adopting New Technologies 
– Guest: Bill Rosacker, President & CEO 
United Bankers’ Bank

EPISODE 2 | Team from Heaven: How to 
Build an Extraordinary Culture – Guest: 
Michael Scheopner, President & CEO, 
Landmark National Bank

EPISODE 3 | NIM Secrets: No-Fail 
Strategies to Address Net Interest Margin 
Compression – Guest: David Gohn, CEO, 
West Plains Bank and Trust

EPISODE 4 | Fast-Growth Strategies: 
How to Develop a Results-Rule Culture for 
Exponential Growth – Guest: Betsy Flynn, 
President & CEO, Community Financial 
Services Bank

EPISODE 5 | How to Get Millennials 
to Be Effective in The Workplace 
– Guest: Patti Husic, CEO, Centric Bank

EPISODE 6 | How to Grow a Bank from 
$160M to $450M with Technology 
– Guest: Gordon Majors, President & CEO, 
The Hardin County Bank

EPISODE 7 | How You Can Grow Your 
Margins and Loans Simultaneously – Guest: 
Chris Floyd, Co-President & CEO, 
First National Bank of Syracuse

EPISODE 8 | How to Innovate in Banking 
– Guest: Sid Jones, President & CEO, Home 
State Bank (2016 Extraordinary Bank of the 
Year)

EPISODE 9 | How to Triple Bank Cross-
Sales, Ethically – Guest: Keith Knudsen, 
President & CEO, Security Bank (2017 
Extraordinary Bank of the Year)

EPISODE 10 | Secrets to Discovering Your 
Bank’s Most Profitable Customers (and 
How to Clone Them) – Guest: Gene Palm, 
President, Profit Resources

it works…and it never does—consider instead 
stage appropriate accountability.

Let’s face it: If your team has just received sales 
training, they are not even close to mastery 
at this point. To hold them to standards of 
performance without a series of ongoing, 
blended education with online, onsite, and 
offsite elements where they rub shoulders with 
people who are mastering the process, it only 
defeats their spirits. It’s not their fault!

The game is to create small wins very quickly 
at an ever-increasing level of performance 
expectations that are not yet tied to any 
monetary incentives. At this point, it’s about 
intrinsic rewards instead of extrinsic—there 
is a deep satisfaction that comes from truly 
making a profound difference for clients such 
that they can’t even imagine asking about rate 
as it would seem insulting to someone who is 
masterfully impacting their world. 

Step 3) Systematically Convert the 
“Disbelievers”
At a recent sales education course, one young 
lender said, “Well, this is great in other banks, 
but we’re up against Farm Credit, so we just 
have to match the rate.” I suggested he might 
want to talk to the man directly behind him in 
the course who was back for the fourth time. 
He was getting 150 basis points more than 
Farm Credit and winning essentially every 
time he went against them. 

They talked—and the young lender converted.

Your tenured lenders have a “world view”—a 
belief system based on thousands of data points 
where they discovered the game is “match the 
rates or lose the deal.” With that data base, they 
are quite confident that their world view is 

accurate. You will hear them repeat the “facts” 
as they see them to the young impressionable 
lenders. “Customers just aren’t loyal any 
more—we have to match rates when they go 
rate shopping or we’ll lose the business. The 
only way to keep that deal is to match the rate.”

These “beliefs” are passed down to the younger 
team members who then act out those beliefs 
because they believe their senior lenders and 
end up agreeing to this limiting world view.

While these beliefs have some elements of 
truth, they are also false. Without the right 
sales process that allows you to get paid more 
from the very best quality customers and 
prospects, you will undoubtedly have to match 
rates. So it’s true. 

It’s false if they understand how to use an 
appropriate sales process, far different from 
most of the sales training that still exists today 
that puts you into “vendor” status from which 
you must match rates.

When instead you lead with a Level 4 Unique 
Selling Proposition (USP)—an extreme 
differentiation that the client can see is worth 
hundreds of thousands to them—they begin to 
understand that they can get extreme premium 
pricing repeatedly from the very best quality 
prospects. 

A powerful Unique Selling Proposition does 
little good without a proven results-focused 
sales process for complex sales, and a solid 
sales process has limited impact if you don’t 
have the right Level 4 USPs. When both are in 
place and properly executed, you don’t have 
brand awareness—you have brand insistence. 
That sure makes sales management an easier 
game to win.  

Roxanne Emmerich is the Founder of The 
Institute for Extraordinary Banking™, Editor 
of Extraordinary Banker® magazine, host of 

Extraordinary Banker™ 
TV, and CEO of The 
Emmerich Group. She’s 
dedicated her career to 
helping great community 
banks become The Best 
Banks in America™.

If you don’t know what a Level 4 
USP is, or don’t have one, you’ll 
want to grab your exec team 
and watch my new 5-part video 
series on creating powerful USPs 
that attract the best customers 
and land premium fees (without 
added risk). 

Get it now at ifeb.co/sales-usp.

continued from p. 14

The ONLY TV Show for Executives and 
Directors of High-Performance Banks
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5 CHARACTER 
HABITS OF HIGH-
PERFORMANCE LEADERS

Get inspired to action by the top 
leaders in community banking—
watch Season 1 of Extraordinary 
Banker TV—and discover 
leadership secrets from the CEOs 
of the Best Banks in America™. 
ExtraordinaryBanker.tv

continued p. 16

Roxanne Emmerich is the Founder of The Institute 
for Extraordinary Banking™, Editor of Extraordinary 
Banker® magazine, host of Extraordinary Banker™ 
TV, and CEO of The Emmerich Group. For the last 
30-years she’s shaped the thinking, and the results of 
leaders of the Best Banks in America™.

There are thousands of books out there on 
leadership. Most focus on what to do. Few 
focus on how to be.

To get different results, you 
must do different things—
that’s true. But to do different 
things well, we each need to be 
someone even better. 

Here are 5 habits to become an inspiring leader 
of great character. 

Habit #1: Courageous Action
In every moment you have a choice: step out 
and take courageous action, or cower. Life 
gives us plenty of opportunities to step into 
that choice.

Answer these questions: 

• Do you sidestep the opportunity to 
confront another executive on your team 
about their way of being or missing their 
outcomes, or do you choose instead to 
“keep the peace”?

• Do you step into hard opportunities, or 
opt for the “convenient”?

• Do you accept responsibility for mistakes, 
or do you deflect blame?

If you are a leader who fails to address 
performance issues, allows a team member 
to disrespect others, or complains to team 
members about decisions of your top 
leadership instead of dealing with those 
disagreements with extreme respect balanced 
with power—you are probably the same person 

CONGRATULATIONS 

SECURITY BANK
2017 Extraordinary Bank of the Year

By Roxanne Emmerich

Congratulations to Keith Knudsen and his team 
from Laurel, Nebraska. They are Extraordinary!

Watch Security Bank’s winning presentation at BankyAwards.com/Security-2017
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In a two-day span filled with discussions of 
how to succeed in mergers and acquisitions, of 
how to combine cultures without stepping on 
too many toes, and of when and why to pursue 
such growth, Roxanne Emmerich’s argument 
for zagging while others zigged struck a 
different tone.

Emmerich delivered the penultimate 
presentation at the Bank Holding Company 
Association’s Fall Seminar, “Buy, Sell, or Hold: 
Strategies for Success” at the Hyatt Regency in 
Bloomington, Minnesota October 2-3.

As CEO of The Emmerich Group—having 
guided dozens of banks through successful 
acquisitions—Emmerich knows the challenges 
presented by mergers and acquisitions. Eighty-
seven percent of which fail to meet financial 
expectations. Combine that with a generally 
difficult environment for community banks, 
and the pressure to perform is immense.

“If we’re losing banks at that rate, and deposits 
and loans are still growing, then you have to 
be growing substantially more just to keep up,” 
she pointed out. Emmerich suggests the day is 
not far off when only 2,000 banks will remain 
in the country—roughly a third of the current 
figure. 

To survive and grow, bankers turn to tried-
and-true methods, a general approach with 

which Emmerich passionately disagrees.

“It’s being taught that if you want to get more 
deposits, then promote deposit specials paying 
out more,” she said. “I can’t think of a worse 
solution to solve a deposit situation. Now you 
have hot money that is unprofitable. 

“It’s also taught that if you’re 
going to have more loans, then 
you’re going to have to take 
more risk or price up for the 
risk. Who made up that stupid 
rule? Those are the kind of 
things that if we believe, we 
will not remain in business.”

Instead, Emmerich advises community bankers 
to see those trends and buck them, comparing 
the outdated consensus to those who believed 
the earth was flat with the sun revolving 
around it.

Even with an improved thought process, 
growth—whether organic or by acquisition—
can be difficult to sustain. 

The most important piece to setting a bank 
apart is a distinct differentiating aspect. Most 
people, including the vast majority of the 300 
in attendance by a show of hands, believe 
either their customer service or their staff, 
perhaps both, make their bank a more alluring 
option for customers.

But if everyone feels that way about their 
customer service and staff, Emmerich argues, 
those are probably are not differentiators at all. 
Rather, they are the norm.

Instead, she encouraged the room as she 
encourages her clients to create a litany of 
“unique selling propositions,” or USPs. With 
20 or 30 USPs as a starting point, banks should 
bring their best customers all the way up to 
Level 4 USPs. Competitive advantages that will 
attract the best customers in a market, and that 

those will be willing to pay a premium to get.

Or, as Emmerich put it with a grin, a bank 
should kiss its 100 best customers “on the lips 
until they chap.”

With that in mind, she said an acquiring bank 
should do better than retaining only 70 percent 
of its new customers.

A Notebook of Buyers
Neil Falken, principal at CliftonLarsonAllen in 
Minneapolis, offered another piece of practical 
advice for those in the merger and acquisition 
marketplace. After an unsolicited term sheet 
made a banker question his intention to sell his 
bank, Falken advised him through the sale.

Falken initially expected they would pursue 
either a “shotgun” sale at auction, or a “rifle,” 
approaching only a couple of prospective 
buyers. The banker had another idea, 
somewhere between the two.

“He said, ‘I’ve got this notebook,’ and he took 
out this tattered, ratty notebook and said, 
‘I’ve got eight people who have called me over 
the last 20 years, and they said if I was ever 
interested, they wanted to talk with me,’ Falken 
recalled.

“Guess who we called? Those are the people 
who got the chance to bid on that bank.”

Rather than sit passively and wait for the 
banker to sell, those bankers had quietly made 
their interest known. Rather than dismiss 
them, he had kept track of who might be 
interested in his operation and his culture.

“It does happen, and it can happen,” Falken 
said. “That’s one way to condense the culture 
combination.”

The banker did not sell to the buyer with the 
unprompted term sheet. In fact, he sold to the 
first of those eight names, a sale sparked by a 
conversation nearly two decades before. 

The next BHCA seminar is set for May 7-8, 
2018 in Bloomington, Minnesota. 

M&A SUMMIT REVEALS TWO 
KEY SUCCESS STRATEGIES
By Douglas Farmer

a bank should

kiss its 100

on the lips until they chap.”

87%
of mergers & 
acquisitions

financial 
expectation

fail to meet

best customers

— Roxanne Emmerich
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focus on how to be.

To get different results, you 
must do different things—
that’s true. But to do different 
things well, we each need to be 
someone even better. 

Here are 5 habits to become an inspiring leader 
of great character. 

Habit #1: Courageous Action
In every moment you have a choice: step out 
and take courageous action, or cower. Life 
gives us plenty of opportunities to step into 
that choice.

Answer these questions: 

• Do you sidestep the opportunity to 
confront another executive on your team 
about their way of being or missing their 
outcomes, or do you choose instead to 
“keep the peace”?

• Do you step into hard opportunities, or 
opt for the “convenient”?

• Do you accept responsibility for mistakes, 
or do you deflect blame?

If you are a leader who fails to address 
performance issues, allows a team member 
to disrespect others, or complains to team 
members about decisions of your top 
leadership instead of dealing with those 
disagreements with extreme respect balanced 
with power—you are probably the same person 

CONGRATULATIONS 

SECURITY BANK
2017 Extraordinary Bank of the Year

By Roxanne Emmerich

Congratulations to Keith Knudsen and his team 
from Laurel, Nebraska. They are Extraordinary!

Watch Security Bank’s winning presentation at BankyAwards.com/Security-2017
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Are you tired of your 
mystery shopping company 

giving you reports,  
but no results?

Discover the 13 best practices of bank mystery shopping that drive  

bottom-line results:  Download the Bank Mystery Shopping Checklist  

at EmmerichFinancial.com/bankshop

“For a team that didn’t ever think about sales before  
a year and a half ago, that’s wonderful. We’ve hit a 6.7 
average for cross-sales for our whole team and have  
had individuals as high as 12!” 
 ~  S. Jones, President & CEO, Home State Bank

20162014

6.5

2.9

K. Knudsen 
President
Security Bank

20162010

5.16

1.1

M. Schoepner 
CEO
Landmark National 
Bank

20162007

8.0

2.5

C. Hoffman 
President and CEO
Richwood Bank

Increase in cross-sales Increase in cross-salesIncrease in cross-sales

When our clients were asked how 
likely they are to refer us, they gave 
us a 9.7 out of 10 in 2016 and 2017.

If you want results instead of reports, call (952) 820-6730 for a free analysis and 
discover how to transform your mystery shopping from a cost to a profit driver.

“For a team that didn’t ever think about sales before  
a year and a half ago, that’s wonderful. We’ve hit a 6.7 
average for cross-sales for our whole team and have  
had individuals as high as 12!” 
 ~  S. Jones, President & CEO, Home State Bank
      2016 Extraordinary Bank of the Year Winner

20162014

6.5

2.9

K. Knudsen 
President
Security Bank

20162010

5.16

1.1

M. Scheopner 
CEO
Landmark National 
Bank

20162007

8.0

2.5

C. Hoffman 
President and CEO
Richwood Bank

Increase in cross-sales Increase in cross-salesIncrease in cross-sales

bank’s compensation philosophy, the base 
salary for various employees may need to be 
adjusted for market conditions. A common 
practice for developing a market-based salary 
is conducting a market analysis. For any 
position, the bank should consider using 3-4 
specific survey data sources, developing an 
analysis using each source, including number 
of incumbents, market values for salary and 
cash compensation at the 25th, 50th, and 75th 
percentiles, and a survey average value. Most 
salary surveys also provide the survey job 
descriptions as reference. See sample market 
survey using three different salary survey    
data sources.

Developing a salary grade and administration 
program includes slotting each bank 
position into the appropriate grade of the 
recommended salary structure to ensure that 
these base salaries and the salary structure 
are consistent with market practices and are 
designed to maintain internal equity and 

external competitiveness. A well-designed 
compensation program will support the bank’s 
future salary administration and annual 
salary reviews. Twenty-nine percent of the 
respondents indicated they have a formal 
salary administration program in place for 
officers and 32 percent for non-officer levels.

For the Complete Executive Compensation 
Report go to ifeb.co/tba-report

Trey Deupree and Ken Derks of Equias Alliance 
assist banks in the design of performance-based 
compensation plans, nonqualified benefit 
plans, and BOLI. To learn more, contact 
them at tdeupree@equiasalliance.com or 
kderks@equiasalliance.com. Equias Alliance 
offers securities through ProEquities, Inc. 
member FINRA and SIPC. Equias Alliance is 
independent of ProEquities, Inc.

	  
Data 
Source 

Number 
Participating 

25th 
Percentile 

50th 
Percentile 

75th 
Percentile 

Survey 1 21 71.4 87.6 105.5 
Survey 2 12 82.2 87.2 103.5 
Survey 3 14 74.9 79.4 95.5 
Survey Average 76.2 84.7 101.5 

continued from p. 12

Sample Market Survey

$ $ $
$ $ $
$

(in thousands of Dollars)

$ $
$ $ $
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What if one of your deposit specialists could 
win a $3.5 million checking account within a 
week after learning how to apply the “money 
impact formula” with a business that loved 
their current bank and already said, “no”?

And what if your deposit 
specialists also understood 
where cash gathering 
opportunities are with 1031 
exchanges? Knew which 
businesses have the most 
deposits? Mastered how to 
lead with a level 4 USP 

to get the appointment and 
close the deal almost 100 
percent of the time? And, knew 
how to lead a team where the 
commercial lenders take a  
back seat to their expertise?

Well, you don’t have to simply hope any more.

Those are the results of the 2017 graduates who 
told us…

“Now the commercial lenders want to go out 
with me because they know that I know how to 
get the deal.”

“I used to lack confidence to call on the 

affluent. Now, I’m no longer intimidated by 
an affluent person or small business owner 
because I know I can add tremendous value 
and deserve to pull them away from their 
current bank because I know that I can add 
massive value.”  

“Before I didn’t know how but now I get the 
deal 100 percent of the time! My confidence 
has exploded.”

“I wish I would have done this 30 years ago!”

How to Get “Normal” Branch 
[Relationship] Bankers to Go Hunt for 
(and Land) Whale Accounts
Bank leaders have confided that they’re scared. 
The decrease in lobby traffic and the move to 
virtual banking means fewer interactions with 
customers and fewer opportunities to win new 

HOW TO REPEATEDLY LAND MILLION-
DOLLAR CHECKING ACCOUNTS AND SOLVE 
THE LOW-COST DEPOSIT PROBLEM 
The Accredited Banking Professional™
Program is Arming Bankers with the Skills to
Consistently Win Bigger, More Profitable Deals

Get advance notice when the 2018 Banky Nominations open, and join these elite 
banks and finally gain clear differentiation... you’ll be the talk of your market. 

Get on the early-notification list now at BankyAwards.com/nominate

CONGRATULATIONS TO THE 2017 

Category Excellence
BankyTM Award Winners

The Thank God It’s Monday!® Culture Banky™ Award 
- Home State Bank, Jefferson, Iowa

The MoneySmarts Banky™ Award 
- The Peoples Bank, Pratt, Kansas

The BanksGiving Banky™ Award 
- Hoosier Heartland State Bank, Crawfordsville, Indiana

The Above-and-Beyond Customer Service Banky™ Award 
- First National Bank of Layton, Layton, Utah

The Thought Leader Banky™ Award 
- Wood & Huston Bank, Marshall, Missouri

Five elite banks were 
recognized as Category 

Excellence Banky™ Award 
Winners. Each bank 

competed against dozens 
of other banks and was 

chosen by the Institute for 
Extraordinary Banking 

independent panel of judges.

Congratulations to all 
five winners, the finalists,         

and their teams!

continued p. 20
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Corporate America is littered with bad 
acquisitions in which buyers over-paid or, 
worse, entered into a transaction that should 
not have occurred. Banks are no different. 
Perhaps the worst is Bank of America’s (BAC) 
acquisition of Countrywide Financial in 2008 
for $2.5 billion of BAC common stock. The 
transaction cost BAC multiples in write-downs, 
fines, and dilution through selling shares at 
very low prices to replenish capital. 

How does a board know if it is over-paying 
for an acquisition? There is no way to know 
for sure other than the vantage of hindsight; 
however, the approach the buyer takes 
is critical. Getting pricing right is more 
important today than five years ago because we 
are in the eighth year of expansion since the 
last recession ended. I have no idea when the 
current expansion will end, but when it does 
credit will deteriorate. Buyers who over-pay 
late in an economic cycle are at much greater 
risk of buyers’ remorse than those who bought 
early in the cycle.

The most important attribute a buyer has 
to have to avoid over-paying is realism—
especially about the target’s earning capacity, 

My starting point is to credit the seller with 
50%.

Accretion and Dilution. Generally, investors 
in publicly-traded banks expect dilution to 
tangible BVPS to be recovered within 3-5 
years in which tangible BVPS exceeds where 
it is projected to be absent the acquisition. 
The corollary is that the transaction has to be 
accretive to EPS once expense saves are fully-
realized. Wall Street typically looks for 5% to 
15%.

Relative Contributions. Relative 
contributions of earnings, loans, core deposits, 
and the like to the pro- should be contrasted 
with the relative ownerships. For transactions 
that entail cash consideration, a “what-if ” 
paid in the buyer’s stock can be constructed. 
Transactions that produce more ownership for 
a seller than what is contributed probably are 
over-priced.

Capital. Any transaction that leaves the buyer 
with capital that is thin or below the buyer’s 
comfort level is over-priced or not structured 
properly with too much cash and not enough 
stock.

expense savings opportunities, cultural issues, 
and most importantly the loan portfolio. Do 
not project what is not there.

Second is perspective. Value is about relatives 
just as much it is about absolutes. It is a factual 
statement that bank acquisition multiples have 
risen since the 2016 elections. The average 
price/tangible book value (P/TBV) multiple in 
2017 is 167% compared to about 140% in 2015 
and 2016 as acquisition prices followed with a 
lag the increase in publicly traded banks. 

Sellers are getting a higher price, but are 
they getting more value? I think not in most 
instances. The median P/TBV for transactions 
in the year ended November 8, 2016 in which 
the majority of consideration was stock was 
139% and 20x reported trailing twelve month 
earnings. Since the election the acquisition 
multiples have risen to 167% and 22x for 
approximately the same number of deals 
through September. On the other hand, the 
number of cash transactions fell by 50% 
and the P/TBV multiple only rose to 125% 
from 115%. Paying a seller cash when basing 
comparable transactions that entail stock-
swaps could lead a buyer to over-paying. 

Acquisition Multiples. Buyers who pay 
9-12x pro forma earnings (i.e., earning power 
and synergies) typically are in the ballpark of 
reasonableness. If the buyer is paying with an 
inflated currency then the range can extend 
into the mid-teens. The P/TBV multiple will be 
a function of the target’s ROE.

The list is not exhaustive, but provides a 
framework for managers and directors to ask 
questions about a proposed transaction rather 
than expectations about what the P/TBV 
multiple should be.

Jeff K. Davis is the Managing 
Director of Mercer Capital’s 
Financial Institutions Group. 
The Financial Institutions 
Group works with banks, 

thrifts, asset managers, insurance companies 
and agencies, BDCs, REITs, broker-dealers and 
financial technology companies. Contact Jeff: 
jeffdavis@mercercapital.com.

My third point is do not focus too much on the 
P/TBV multiple because value is derived from 
earning power rather than book value. 

Other factors to consider include:

Earning Power. Buyers should analyze the 
target’s historical and near-term projected 
performance based upon reported and 
adjusted earnings to develop a reasonable base 
level of earnings that can be delivered to the 
buyer.

Cost Savings. Cost savings enhance earning 
power. Most in-market deals entail savings 
of 20-35% of the target’s overhead. Detailed 
schedules that document expense savings line-
by-line need to be vetted closely. 

Revenue Synergies. Revenue synergies are 
possible, too, but revenue synergies should be 
viewed skeptically because it is easier to cut 
duplicative expenses than it is to add revenues. 

Who Gets Credit? One easy way to overpay 
for an acquisition is to credit the seller with 
synergies that may not be realized. Further, it 
is the buyer that has to execute to realize the 
savings and maintain the base earning power. 

HOW TO AVOID OVER-PAYING 
FOR ACQUISITIONS

A No-Fail System  
for Hiring Only  
“Star Players” 
...for Every Position in Your Bank

The truth is personality testing has 
an extrememly low correlation to job 
performance. A better predictor of 
performance is emotional intelligence 
(sometimes called critical thinking). 
“But, how do you measure emotional 
intelligence,” you ask?

Research proves that 
over 70% of the abilities 
deemed essential for 
effective performance 
are emotional 
competencies– 
NOT personality.

ZERORISK can determine work preferences 
including:
•   Does he have the ability to follow rules and 

procedures, or will he rebel against them?
•   Can she handle rejection or criticism?
•   What’s his work ethic?
•   Do I have to micromanage her?
•   Does he have the people skills necessary 

to build strong customer relationships?
•   Can she function in a team environment?

•   Does he have the ability to close sales?

“Since using ZERORISK Hiring 
System our turnover rate has 
dropped from 40% to below  
2% in the past 19 month.”

-  S. Pajak, Vice President,  
St. Charles Bank & Trust

Take a FREE trial by visiting: 
EmmerichFinancial.com/ZERORISKHR 

or call 952.737.6730

Qualification Criteria: To quality for this valuable FREE 
Trial of ZERORISK, you must be a senior vice president 
or higher in a community bank with assets of $150 
million or more. If you meet these criteria, don’t wait, 
start your test-drive today!

70%
By Jeff K. Davis

The Emmerich Group
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Empowering parents in the NICU
Coming into the NICU is often a traumatic event for parents. They enter a loud, chaotic place 
where their struggling infant is surrounded by gowned, masked and gloved professionals. 
Filmmaker Nicole Conn aptly stated in her son’s Showtime documentary film, little man, that 
the NICU, to her, was “science fiction.”

What made you feel most welcome in the NICU?

Insights from parents

• A kind gesture and a kind word early on can make a huge difference in the introduction 
to the NICU and that will likely help keep a positive view throughout the stay. 

• Parents want to know that they have an important role in the NICU.

• Parents want to have some form of control even if only in a small way at first.

• Parent/Nurse bonds are built on trust and can be stronger than family ties.

The nurses informed me that I had access to my daughter 24/7 and to come anytime 
I felt well enough. Not knowing anything about the NICU or what was to come, that 
made a world of difference in reminding me that I had an important role as a parent.
 - Mother, very preterm infant
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Executive summary
A survey conducted of parents in the Inspire Preemie Community revealed significant 
problems in their experiences with neonatal intensive care units or NICUs. The NICU, 
where preemies receive care, needs to be more parent-friendly. 

Premature babies are at risk for medical, behavioral and physical disabilities. These include 
everything from autism to blindness to cerebral palsy. With March being Cerebral Palsy 
Awareness Month, families in the preemie community know all too well the challenges that 
this disorder, along with many other comorbidities, can affect the lifespan of that child. 

With this type of ongoing stress, parents of premature babies are at a significant risk for 
postpartum depression and PTSD. There needs to be a better mechanism in place in every 
NICU to support the parents because their mental health directly affects that baby’s ability to 
survive and thrive.

The Landmines of the NICU

The Inspire Preemie Community survey found the following areas to be 
the most difficult of almost all parents:

• Empowering Parents in the NICU

• Breastfeeding

• Supporting Families NICU/Home

• Discharge

• Declining Health of the Baby

• Death of the Baby

   TABLE OF CONTENTS
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Preface
Imagine being a woman who was pregnant one minute and then was suddenly admitted to 
the hospital due to preterm labor. She is surrounded by her obstetrician, the labor and delivery 
team, and a perinatal specialist, who are focused on stopping the labor and putting her on 
bedrest, which is anything but restful. Stressed and focused intensely on the heartbeat monitor, 
that mother-to-be sees her dreams shattering before her and wonders what the future holds 
for her baby. When the early birth happens she is overwhelmed by many emotions that 
compete within her--joy, sadness, anger, anxiety, fear. Her birth plan is splintered by a birth that 
is beyond surreal with an urgent and chaotic c-section or a vaginal birth that leaves her fearing 
every contraction and questioning every single push to get the baby out. This is what it is like to 
have a premature baby.

From the birth, there are differing outcomes. Some premature babies can 
belt out a cry while others require resuscitation. Some babies grace this 

earth for mere seconds or minutes, and some are stillborn. This is the 
world that binds parents of premature babies together. 

The majority of babies do end up going to the NICU and split off into 
a variety of breathing assistance devices and more. Those parents lucky 

enough to have a baby to visit learn that there are rules set around 
visiting their own child and what they can and cannot do right now. 

Gone are cute post-birth pictures of the baby, gone are the happy Twitter updates saying, 
“I’m here!” from the baby. Instead it is hushed and hurried phone calls in the hospital hallway 
on the way to the NICU, texts to frantic grandparents on the road praying that they will get 
to the hospital in time in case the baby doesn’t make it. The status updates on Facebook and 
Twitter are more likely, “Update: the baby arrived early and is in the NICU. Too much is 
happening right now but we will update when we can. Please no calls, no texts, no emails. 
Thank you.” 

As their baby is locked off in the NICU, the parents isolate themselves from a world obsessed 
with perfect celebrity pregnancies and babies. They celebrate, but they also grieve, because 
their baby is struggling, something they would never have wished on their child. Some babies 
will live, some will die. Some will go home and do well while others will go home and have a 
life that is complicated but might improve over time. Still others might have a mix of both of 
those scenarios.

3© Inspire, 2017 |   corp.inspire.com Share this publication:

Introduction
We’re excited to bring you Insights from Engaged Patients: An Analysis of 
the Third Annual Inspire Annual Survey. 

We thank the nearly 10,000 members who shared their insights that led to 
the latest edition in our survey series. 

It’s heartening in recent years to see so many more stakeholders in 
healthcare--physicians, pharmaceutical manufactuers, payors, technology 
companies--seek out direct patient insights and involvement. It’s a positive 
trend, but there’s so much more to do. 

We certainly see here on Inspire more members gathering information 
and using it to help manage their diseases, or those of loved ones. As one 
member told us in the survey, “I normally do all the research about my health, 
then try to steer my MDs to things that I think may help.”

As we’re already starting to plan for our 2018 survey, we welcome your input. 

Together we’re better,

Brian Loew
CEO 
Inspire
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I do a lot of the research on the web myself and know what to 
expect and to suggest to the dr.”

All information is from Lung Association or Team Inspire. I live in 
rural Ireland and have never met anyone else with [my condition]. 
It’s a bit scary!!!!” 

I’m extremely resourceful when researching my disease.  I wish 
I could access full medical papers  (PubMed,etc)  The European 
Union is ahead of the U.S. with regard to broad sharing of medical 
findings/discoveries.”

Condition-specific information
Drug-specific information
Info on patient support groups
Conidition-specific websites and blogs
Info on patient support programs
Insurance reimbursement support materials
Other

85%
50%
18%
15%
12%
7%
4%

26%
93%
2%
3%
2%
7%
1%

65%
43%
9%
13%
15%
19%
9%

PATIENT EDUCATION

Patient Perspective

Where patients receive educational materials:

11%

doctor’s office

pharmacy

insurance
company

44%

27%

Types of Information Provided:
Doctor’s 

Office
Insurance 
CompanyPharmacy

(was 48% in 2016)
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Even though many patients have 
experienced difficulty paying for 
treatment, fewer patients are having 
difficulty than in previous years.

With which of the following aspects 
of care did you face cost issues?

Treatment

Other medications related to your treatment 
(e.g., over-the-counter medications)

Out-of-pocket costs related to travel and logistics  
(not covered by insurance)

Cost of routine lab monitoring

Other

59%

53%

38%

25%

26%

Fewer patients are 
having trouble paying 
for treatments. Last 
year, 65% of patients 
had trouble paying for 
treatments.

65%
had trouble paying 
for treatments

$$$

INSURANCE
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Insurance coverage data has 
remained constant year over year, 
with most respondents using commercial insurance.

INSURANCE

Medicare

Other type

State/Country
(i.e., UK’s National Health Service)

VA/DoD

None (pay in cash)

31%

9%

Commercial

Medicaid

56%

7%
15%

4%
3%

of U.S.-based 
respondents have 
changed insurance 
providers in the last 
12 months.

17%

Patient Insurance Status - 2017
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Providing written or online resources

Reviewing relevant pictures/diagrams/models

Doctor referred me to other sources of 
information (support/advocacy groups)

Nurse is primary source of information

Access to online webinars/ in-person 
conferences/ speaker sessions

Electronic Detailed Symptom Tracker

Support materials for friends/family detailing 
your condition and symptoms

Print Detailed Symptom Tracker

Tips/tactics to communicate with the 
physician

Other

None

61%

27%

17%

14%

57%

56%

44%

41%

40%

4%

11%

Medium of Information:

Desired Information:

Doctors provide information 
verbally or through written or 
online resources, but patients say 
that more tools/materials could 
help improve communication.

PATIENT EDUCATION

verbal discussions

of patients think that 
some type of tools/
materials would be 
helpful for people to use 
with their physician.

76%

89%
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Younger Inspire members go to the doctor more frequently — 29% of people under 
50 go to the doctor at least once a week.

Patients under 30 are more likely to go to doctor’s appointments with someone else.
Female caregivers go to appointments more frequently then male caregivers.

More than once 
per week

of patients frequently go 
to doctor’s appointments 
with someone else.

frequently go to doctor’s 
appointments prepared 
with notes and/or questions.

of caregivers frequently 
go with their loved one to 
doctor’s appointments.

Once per week Once per month Once per year
6%

31%

63%

75%

15% 58% 22%

Inspire Insight

DOCTOR VISITS

Patients go to the doctor 
about once a month and are 
well prepared for these visits.

Older patients are more likely to be prepared with notes and/or questions.
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Patients frequently talk about 
treatment options, often asking 
about them at every other visit, 
if not more frequently.

Women are more likely than men to initiate 
discussions around new treatments.  

Older patients also ask about treatment options 
less often than younger patients; notably, patients 
over 65 years old are the least likely to initiate 
discussions about new treatments.

Caregivers ask about treatment options more 
frequently than patients.

Inspire Insight

DOCTOR VISITS

initiate the discussions 
about new treatment 
options.

of patients ask about 
treatment options during, 
at least, every other visit.

Who initiates 
new treatment 
discussions?

Patient
Doctor
Other

48%
38%
14%

of patients ask about 
treatments at least 
once a year.

48%

41%

of patients report that 
treatment discussions 
initiated by the doctor.38%

89%

49%
44%
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I am a caregiver and I go to all dr appts and testing with my 
patient. The patient will listen to the doctor, but has no interest in 
researching his condition or possible treatment. It falls to me to 
provide him with information.”

I have a rare disease and a READ A LOT to stay informed. I know 
more about my disease than most of my doctors. I’ve been able to 
prevent a few errors by doctors, by correcting them.”

I wished I had a patient advocate/nurse navigator during my initial 
treatment phase. I felt very alone.”

DOCTOR VISITS

Patient Perspective
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Side effects was one way I chose my treatment.”

My husband gets a rash with a generic drug and we have to 
petition ever time a substitution is made. The petition has never 
been denied, but the generic is given to him occasionally and we 
have to refuse it and start the petitioning process.”

I have wasted enormous amounts of time dealing with “pre-
authorization” requirements for medications that my son was on 
for 10 years -- happens every January. Insurance wants proof that 
other, cheaper medications are not effective before authorizing 
the medication he needs. Hospital stays (exponentially more 
expensive than the meds in question) have resulted from this 
stupidity.”

Copay is higher than what I take home in income on one 
prescription, so I can no longer afford to take that one.  (Has 
been the only med that’s been effective for me).  Several others 
are no longer on my formulary and have no generic equivalents 
either.  I have to learn to go without.  One is very effective to stop 
an on-coming migraine - now, I need to go have a injection at 
urgent care when I have a migraine instead of take a effective 
medication at home to prevent it from becoming a full-blown 
migraine in the first place!? Insurance knows better than my Dr’s 
I’ve have for many many years apparently.”

Insurance company wants to revert to medications that failed to 
treat conditions in the past. Also, it’s denying coverage for Botox 
for migraines and administered by neurologist. Botox alleviated 
migraines for many years without side effects. Migraines have 
returned and taken my life.”

Patient Perspective

MEDICATION USE

Inspire

OF THE NICU: 
MESSAGES
M XED
UNTANGLING THE

Parents’ Perspectives

Deb Discenza
Founder and CEO, PreemieWorld, LLC
 Moderator,                    Preemie Community

M A R C H 
2 0 1 7

NICU Publication
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Cardinal Ritter
C O L L E G E  P R E PA R AT O R Y  H I G H  S C H O O L

n e w s  f o r  a l u m n i  a n d  f r i e n d s

Dear fellow alumni,

What a school year it has been and the best is yet to come 
as we prepare to celebrate, honor and bid farewell to 65 
members of the Class of 2016 as they embark on their 
next academic journey to colleges and universities of their 
choice. We know they will continue to embody the Ritter 
mission of faith development, academic excellence, and 
leadership.  We are also excited and eager to welcome 
the newest members of the Cardinal Ritter Prep family - 
members of the Class of 2020.

Our school family also celebrated and honored our 
beloved teacher, president, mentor, and friend - Mr. Leon 
Henderson.  Alumni, family and friends from near and far 
gathered with Mr. Henderson’s family to pay tribute to the 
man that devoted his entire life to the mission and students 
of Cardinal Ritter College Prep High School.

Please be assured and confident that the principles which 
guided Mr. Henderson’s tenure are alive and serve as the 
heartbeat of what we do today.  His legacy lives on through 
each of us, as well as our current and future student body.

Enjoy the stories and information in this issue of your 
alumni newsletter.  Celebrate the successes of your fellow 
alumni and ROAR back. We’d love to hear from you.

With Lion Pride,

Tamiko Cunningham Armstead ‘91 
President

Letter
F R O M  T H E  P R E S I D E N T

tribute
T O  L E O N  H E N D E R S O N

L E O N  C .  H E N D E R S O N
AUGUST 4, 1947 – JANUARY 3, 2016
“MILES CHRISTI SUM – I AM A SOLDIER 
OF CHRIST”

What a man…what a career…what a life!

Revered as the heart and soul of Cardinal Ritter 
Prep for the past thirty years, Leon Henderson 
died on January 3rd at the age of sixty eight 
from Amyotrophic Lateral Sclerosis (ALS) Lou 
Gehrig’s disease.

Rare is the Cardinal Ritter Prep alumni who 
doesn’t say, “I’m the person I am today because 

of Leon Henderson and Cardinal Ritter Prep.” Alumni, 
colleagues, students, friends, family and Archbishop 
Robert J. Carlson expressed that sentiment often at 
his loving and moving memorial service on March 5 at 
Cardinal Ritter Prep High School.  For almost three 
hours, they made the crowd of 400 laugh or cry with 
stories or poignant poems as they paid tribute to the 
man of faith, educational excellence and leadership – 
the three pillars of the Cardinal Ritter Prep mission.

A few of the ways alumni are honoring Mr. Henderson 
include the renaming of the street in front of the 
school to Leon Henderson Avenue, spearheaded by 
’90 alum - Jonathon LaGrone, as well as the Leon 
Henderson Scholarship 
Fund. Tina Grimes ’88 
put out a challenge, 
inviting one hundred and one alumni to commit $101 
over one hundred and one days to the Fund.

Leon Henderson was a good and godly man who 
devoted his life and work to his faith and the ministry 
of Catholic education. He was a mighty man of God, 
the consummate mentor, counselor, and role model.

Thank you, Leon Henderson, forever you will live on in 
our hearts.

HONOREE
K E V I N  O ’ B R I E N

VETERAN TEACHER-HONOREE 
STAYS CURRENT WITH THE TIMES
DAVE LUECKING | ORIGINALLY PUBLISHED 
IN CATHOLIC ST. LOUIS MAGAZINE

Kevin O’Brien sees “the light at the end of the tunnel.”

Retirement.

A 1966 graduate of St. Louis University High School 
and 1970 grad from St. Louis University, he’s north of 
retirement age, and easily could mail it in and coast to 
the finish line. But the math teacher isn’t resting his 
laurels on that.

“If I’m going to do a job, whatever that job is, I’m going 
to do it right,” said O’Brien, the senior teacher — “by 
a longshot,” he said — at Cardinal Ritter College 
Preparatory High School. He’s been at Ritter for 36 
years, starting in the 1980-81 school year, Ritter’s 
second year. “I’m not going to do it half-hearted and 
cheat people out of an education. That’s against my 
grain, against my morals, my ethics, you name it. I’m 
not slacking off as I go down the stretch.”

He’s doing quite the opposite, and recently was 
honored for his effort. O’Brien was among four 
teachers in archdiocese schools presented Emerson 
Excellence in Teaching Awards, among 102 educators 
honored area-wide.

The award recognizes O’Brien’s expertise in teaching 
students circa 2015, and helps him stand as an 
example of quality educators in the 140 schools in the 
archdiocese. He’s the rule, not exception.

“It reminds me of a lot of teachers I’ve known,” said 
Kurt Nelson, superintendent of Catholic education 
for the archdiocese. “It reminds me of a quote I saw 
recently: ‘A good teacher is a great learner.’

“We talk all the time about continuous improvement 
for our students, but teachers do the same thing. 

“When asked what it means to send Montrell 
to CRCP, I am confident and proud that 

he will leave with leadership skills that 
will prepare him for college and beyond.  

By attending CRCP, he continues 
the tradition and legacy since his two 

older sisters, a cousin and I are alumni. I 
wasn’t afforded any scholarships when I 
attended; however, Montrell is receiving 

the Lion’s Scholarship and I am a proud 
parent who is pleased that my son decided 

to attend Cardinal Ritter.”  
GRADY RICHARDS ‘81

“I’m honored to have my number retired from 
my alma mater.  We put Cardinal Ritter on 

the map for basketball, and those are years 
I will never forget.”

JAHIDI WHITE ‘94

“I’ve never been one to take accolades 
for myself.  However, I’d like to thank 
the coaches, my family, and Cardinal 
Ritter for this honor. Lion Pride.”

JULIAN WINFIELD ‘91

Thoughts
F R O M  PA S T  A N D  P R E S E N T

highlights
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C A R D I N A L  R I T T E R  C O L L E G E  P R E P  H I G H 
S C H O O L’ S  G A L A  WA S  AT  T H E  B E A U T I F U L 
C O R O N A D O  B A L L R O O M  A N D  WA S  A 
W O N D E R F U L  C E L E B R AT I O N  A N D 
G R E AT  S U C C E S S .  

Thanks to generous sponsors, donors and guests the Gala 
raised over $225,000 which will be distributed to deserving 
students and their families in the form of tuition assistance and 
scholarships.  

The memorable evening was led by Master of Ceremonies 
Michael McMillan, President/ Chief Executive Officer for the 
Urban League of Metropolitan St. Louis.  CRCP President, 
Tamiko Armstead addressed the audience with her State of 
the School address highlighted with the news that the school 
anticipates a full freshman class of 100 in the fall for the second 
consecutive year.  Keynote speaker Robert “Tippy” McDonald, 
Class of 1991, husband, father, and investment banker at Goldman 
Sachs on Wall Street, captivated guests with his story and credits 
his Cardinal Ritter Prep experience with his success. 

Archbishop Robert Carlson thanked the loyal and generous 
supporters of Cardinal Ritter Prep and encouraged all the 
guests to continue to support the mission of Cardinal Ritter. 
Furthermore, he challenged the students, faculty, and staff 
present to remain steadfast to their commitment of Academic 
Excellence, Faith Development and Leadership Training.

Teachers have a thirst for knowledge as well. Our 
world moves so fast, but outstanding teachers 
keep things fresh.”

O’Brien is a case in point. The retirement-age 
educator attacks teaching as would someone 
fresh out of college. This past summer, he 
attended the National Math and Science 
Initiative, a four-day session at Fontbonne 
University. In February 2015, he went to the 
STEM Excellence Pathway Workshop sponsored 
by the Missouri Mathematics and Science 
Coalition. And he’s used the innovative approach 
of “flipping” the classroom, making lecture-style 
videos for students to watch on their own time, 
then working problems with them and answering 
in class time.

Staying abreast of best practices in teaching 
and embracing innovation helps teachers “push 
the envelope and challenge students more, to 
do more to prepare students for the math and 
science they will need in the real world, in jobs 
down the road,” he said.

O’Brien has been teaching since the early 1970s, 
with stints at St. Martin de Porres School in 
Hazelwood and Bishop Healy School in north 
St. Louis before joining the faculty at Cardinal 
Ritter, then housed at old Laboure High School. 
Cardinal Ritter has occupied a fabulous campus in 
Midtown since 2003.

“We went to a place that actually had athletic 
facilities,” he said, with a laugh. “The old gym was 
super small. We didn’t have a track or field. Then we 
moved here and you walked out the door onto the 
football field and track, and the gym’s a good size.

In the future, Ritter and other high schools might 
not have letter grades, and no surprise, O’Brien 
is in the middle of that, asking tough questions 
about what message letter grades send to students, 
parents and colleges and if an A, B or C means a 
student is capable.

“Does it say they can solve quadratic equations, 
or what?” he said. “It doesn’t specify on a report 
card itself, so we’ve talked about, ‘do we design a 
different report card than what we’ve got now?’”

After the initial shock of winning an Emerson 
— “I was speechless,” he said — O’Brien felt 
“very honored,” especially joining his father as 
an Emerson winner. The late John J. O’Brien, a 
beloved and longtime education professor at St. 
Louis University, won an Emerson award in 1992. 
Son, like father.

“It was nice to follow in my father’s footsteps,” 
he said.

This article appeared in the February/March 2016 issue of 
Catholic St. Louis magazine, the magazine of the Archdiocese 
of St. Louis.
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