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2016 Board of Directors

Angela Wessler, President

angela.wessler@btlaw.com 

Barnes & Thornburg LLP

317-231-7752

Mandy Parris, Vice President

mandy.m.parris@chase.com

JP Morgan Chase Bank

317-767-8332

Nicole Vogt, Secretary

nicole_m_vogt@keybank.com

Key Bank

317-652-0056

Erin Eberly, Treasurer

eeberly@ksmcpa.com

Katz, Sapper & Miller

317-580-2186

Ashley Hughes, Board Member

ashley.a.hughes@wellsfargo.com

Wells Fargo Bank

317-977-1137

Erin Dettwiler, Board Member

edettwiler@firstmerchants.com

First Merchants Bank

317-566-6126

Justine Overturf Singh, Board

Member

Justine.OverturfSingh@53.com

Fifth Third Private Bank

317-767-8323

Kimberly Blanchet, Board

Member

kimberly.blanchet@btlaw.com

Barnes & Thornburg LLP

317-231-7454

Joelle Compton, Executive

Director

EWF Indiana 

info@ewfindiana.org

317-708-0483

Angela Wessler, 2016 Executive Women in Finance President

Welcome
Welcome Executive Women in Finance

members!  Since the recent launch of

EWF, 2016 is off to a great start, and it

promises to be an exciting year filled

with opportunities for you to get the

most value out of your membership. I

would like to speak on behalf of our

founding Board of Directors and thank

all of our members for your interest and

involvement in this new endeavor.  Our

EWF membership base is now com-

prised of a wide range of female profes-

sionals with significant experience in

the financial industry, including chief

financial officers, treasurers, commer-

cial bankers, public finance profession-

als, and attorneys, representing a mix of

national, regional and local business

organizations.  I am eager to see EWF

continue to build upon this success and

grow!  

EWF Events
We kicked off the first quarter of this

year with a luncheon featuring a discus-

sion with Mary Boelke, the managing

partner of Deloitte LLP in Indianapolis

and a lead tax partner at Deloitte Tax

LLP for several companies in the tech-

nology, consumer products and retail

industries.  Mary led

an engaging discus-

sion focused on pro-

fessional develop-

ment, including

mentorship and sponsorship, in a his-

torically male-dominated industry.  We

also had a great turnout for our second

quarter luncheon featuring Melissa

Greenwell, the Executive Vice President

and Chief Operations Officer of Finish

Line Inc.  Melissa discussed the impor-

tance of having gender balanced lead-

ership in your organization, and

explained the key 10 Principles for

Creating Gender Balanced Leadership

Teams and the 10 Rules for Women

Who Want to Lead.

We have a number of exciting opportu-

nities and events coming up during the

remainder of 2016.  Please remember

to save the date for our upcoming third

and fourth quarter luncheons, and

please don’t forget to register for our

members’ only end of summer net-

working luncheon coming up in

September!  More details regarding

these events are listed in page 15 of

this newsletter.

Continued on page 2...
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Patricia  Bates

Wells Fargo Advisors

Lauren Behe

Fifth Third Bank

Kimberly Blanchet

Barnes & Thornburg LLP

Julie Bolling

Krieg DeVault LLP

Kimberly Bond

Fifth Third Bank

Elizabeth Brier

Ice Miller LLP

Kayla Britton

Faegre Baker Daniels LLP

LeAnne Cantwell

Wells Fargo Bank

Julia Carpenter

Krieg DeVault LLP

Jan Carter

BMO Harris Bank

Kiamesha Colom

Benesch, Friedlander, Coplan & Aronoff

Lisa Curry

Katz, Sapper and Miller, LLP

Maureen  Damer

Wells Fargo Advisors

Darlisa Davis

First Merchants Bank

Anne DePrez

Barnes & Thornburg LLP

WELCOME NEW MEMBERS!

Erin  Dettwiler

First Merchants Bank

Nancy  Dorsa

JP Morgan

Stephanie Dunn

Katz Sapper Miller

Erin  Eberly

Katz, Sapper & Miller

Catherine Fanello

Bose McKinney

Niki Finelli

Krieg DeVault LLP

Denise  Gang

Bank of America

Lynnette  Hanes

JP Morgan Private Bank

Natalie Hopkins

Alerding CPA Group

Ashley Hughes

Wells Fargo Bank, N.A.

Suzy Jackson

KeyBank NA

Linda Kaiser

Chase

Genan Kirby

Fifth Third Private Bank

Sara Larco

Angie's List

Continued on page 7...

President’s Message Continued

EWF Committees

Participating on one of our EWF

committees is the best way to get

to know other EWF members and

fully benefit from your member-

ship, both professionally and per-

sonally.  If you are interested in

joining a committee, please con-

tact Joelle Compton.  You can also

contact the Committee Chairs and

explore opportunities with their

respective committees (for a full

list of committees, please visit the

EWF website at

www.ewfindiana.org).

I am honored to be your 2016

President, and I am eager to expe-

rience what the rest of this year

has in store.  Around this time last

year, the idea for launching this

organization really took shape and

the seeds were planted.  The

Board and other members of EWF

have really stepped up and

worked hard to launch EWF, which

has started us on the path to suc-

cess.  I want to thank each of you

personally for all of your diligence

and dedication.  It is my sincere

hope that EWF will continue to

grow and serve as a forum for net-

working and professional develop-

ment for women in the financial

sector in central Indiana. My

vision is also for our members to

be educated about current topics

of interest that will lead to

enhanced business success and

professional growth within their

own organizations.  I am excited to

watch the benefits and opportuni-

ties of EWF membership unfold in

2016 and beyond!

A special welcome to our members who have joined EWF since our

inception in late 2015.  We are glad to have you as a member of our

growing organization!



Are Millennials Top-Line Assets or Bottom-Line Liabilities? 

How to Prepare Your Organization for the Demographic Change
By Erin Eberly and Jim Nestor, Katz, Sapper & Miller

Lazy, entitled, narcissistic, and demanding are just a few of the words

used to describe millennials. But are the negative labels fair? 

Millennials, born between 1980 and 1997, have garnered a generally

poor employment reputation. Yet currently representing 34% of the global workforce – and growing – dis-

counting this population is equivalent to professional sabotage. As their standing in the workplace expands,

millennials will hold greater positions of influence and cause greater economic impact on business.

Businesses must begin now to plan for attracting, retaining, developing, and managing this population. Not

doing so will place your company at a distinct disadvantage going forward.

Spinning the Narrative

The negative stereotypes about millennials may be treated as gospel, but the facts tell a different story:

• 82% of hiring managers agree “millennials are more technologically adept.” 

• 60% of hiring managers agree “millennials can learn new things more quickly.” 

• 57% of hiring managers agree “millennials are more likely to come up with fresh ideas.”

Millennials are the most educated generation in American history and are poised to bring their continuous

learning mindset to organizations. Most are excited to contribute and look at challenges as opportunities as

opposed to problems. They have a social conscience unlike any other generation, and they bring an unwaver-

ing desire to make a positive, lasting impact on your people, your customers, and your community. Millennials

are wonderful multi-taskers, which is no surprise when you consider the way technology has shaped their lives,

as well as the multiple social media applications they are engaged with at any given moment. They are also the

most diverse generation to date, in all respects, and possess an openness and non-judgmental mentality that

will be welcoming as society continues to evolve. 

If your company culture does not foster the kind of environment that enables millennials to use their unique

talents and character traits, they will not stay, and your organization will suffer.

Making a Compelling Case for Your Company

After you understand a millennial’s perspective of today’s workplace, you must address two challenges:

1.  Convincing millennials your organization is the right fit

2.  Proving it quickly, and making it stick

Millennials will not wait for you to align with their expectations. You must consider the following:

1.  Find Common Ground – Take time to learn how you can blend your current staff with the needs of this gen-

eration while developing strategies for long-term adaptability.

Continued on page 4...
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Millennials Continued

2.  Focus on First Impressions – Think about what a millennial’s first impression may be of your company web-

site, digital marketing efforts, social media strategy, company culture, and onboarding processes. You may have

only that one shot to make a first impression.

3.  Appreciate the Value of Transparency – Your organization must blend generational differences so that all

parties work together successfully. Encouraging transparency will enable your diverse workforce to thrive.

4.  Define Business Purpose – Millennials expect their employers to have an impact on society. They want to

feel proud to represent a company that appreciates civic responsibility as part of an overall business strategy.

5.  Take Stock of Hierarchy – Millennials seek responsibility, but they expect reward and recognition to follow. A

formal organizational chart must not limit opportunity. If you cannot communicate what a future with your

business would entail, you will lose their loyalty.

6.  Feed and Nurture Growth – All employees want growth, but millennials will not wait around for you to fig-

ure out a plan. Personal and professional development must be addressed from day one – and continuously.

7.  Accept New Paradigms – Millennials will often give you all they have, but they will do so within their time

limits and on their schedules. Commitment does not mean sitting in an office chair from 8 to 5 Monday

through Friday.

8.  Hear Their Voice – Millennials will not accept their voices being drowned out by more seasoned employees.

If their voices are not heard by management, they will take off for a company that can appreciate their unique

perspectives.

9.  Provide Perks – Today’s job perks have changed. Where once a coffee machine and afternoon breaks were

considered perks, today’s expectations are social events, charity opportunities, and free technology.

10.  Provide Structure – Millennials seek flexibility, but they also want the security of knowing guidance and

support are available.

The next generation to enter the workforce will have a new set of expectations. Finding ways to shift your

organization to the current influx of millennials will ensure your business is well positioned to adapt to the next

set of trends. Preparation must begin now to ensure your company stays relevant.

About the Authors

Erin Eberly, CPA, is a director in Katz, Sapper & Miller’s Business Advisory Group and serves treasurer of the board of Executive

Women in Finance. Jim Nestor, SPHR, is the Director of Human Resources for Katz, Sapper & Miller.
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First Merchants Bank  |  P.O. Box 792, Muncie, IN 47308  |  1.800.205.3464

Lafayette Bank & Trust  |  A Division of First Merchants Bank  |  P.O. Box 1130, Lafayette, IN 47902  |  1.800.755.2491

First Merchants Private Wealth Advisors  |  A Division of First Merchants Bank  |  P.O. Box 1467, Muncie, IN 47308  |  1.866.238.0082

First Quarter 2016 Earnings

First Merchants Corporation 
(NASDAQ:FRME) has reported first 
quarter 2016 net income of $17.7 million, 
compared to $16.2 million during the same 
period in 2015. Earnings per share for the 
period totaled $.43 per share, equaling the 
first quarter of 2015. Integration expenses 
related to the acquisition of Ameriana Bank 
totaling $1.9 million, or $.03 per share, 
were recorded during the first quarter of 
2016.

Michael C. Rechin, President and Chief 
Executive Officer, stated, “We are excited 
about our progress in 2016 and the 
foundation it provides for the balance of the 
year. We successfully integrated Ameriana 
bank just prior to quarter end which was 
our fastest acquisition integration ever and 
we are now serving their clients our wider 
core product offerings. With recent merger 
expenses behind us, next quarter will 
demonstrate the lower operating expense 
levels we’ve targeted. Our net interest 
margin expanded and in combination 
with our larger balance sheet, produced 
a nice lift in net interest income and net 
income. Looking forward we intend for our 
commercial loan pipeline to continue our 
sequential net interest income growth and 
provide an even stronger base for non-
interest income.”

First Merchants Corporation Fact Sheet
May 4, 2016

First Merchants Corporation Announces First Quarter 2016 Earnings.

www.firstmerchants.com

Total Risk-Based 
Capital Ratio 14.79% 10%

Tier 1 Risk-Based 
Capital Ratio 12.42% 6%

Leverage Ratio 10.25% 5%

TCE/TCA 9.35% N/A

2016 1Q 
FMC

“Well- 
Capitalized”  

Requirements

Capital Position         

Analyst Comments   
Keefe, Bruyette & Woods – April 2016
Outperform
FRME posted a favorable quarter as operating 
earnings exceeded estimates due to lower 
expenses, lower provision and a lower tax 
rate, which more than offset lower spread 
income and weaker fee income. With the 
integration and conversion of Ameriana in 
the books, we look for FRME to shift its focus 
to realizing synergies from the transaction 
and leveraging its broad product suite on 
its expanded customer base. Given positive 
operating trends, we raise our Stock Price 
Target 2016/2017 estimates as well as our 
target to $28 as we reiterate our Outperform 
rating.

FIG Partners – April 2016
Market Perform
We are reiterating our “Market Perform” rating 
and bumping our Stock Price Target to $27, 
up from $25.50. We continue to be believe a 
peer like multiple or slightly better is justified 
given the company’s healthy profitability, solid/
consistent growth trends, strong credit quality 
and asset sensitivity. We continue to believe 
the company is a good core holding for small 
cap bank investors as the banks dual strategy 
of organic growth and opportunistic M&A acts 
as a driver of higher earnings and increased 
franchise value. 

Suntrust Robinson Humphrey – 
April 2016; Neutral
Following a review of FRME’s 1Q16 results, 
there is no change to our 2016 EPS estimate 
of $1.88. On a core basis, our estimate moves 
a penny higher to $1.89 from $1.88. For 2017, 
we are lowering our EPS estimate by $0.03 to 
$2.04 from $2.07. Our updated model reflects 
a lower Net Interest Income forecast due to 
a smaller Average Earning Asset base than 
previously modeled, but we did increase our 
margin assumption somewhat due to the 
higher reported 1Q Net Interest Margin. 

1st Quarter Highlights 
• Earnings Per Share of $ .43, Equal to 1Q2015 

• $17.7 Million of Net Income, a 9.4% increase 
over 1Q2015 

• 1st Quarter Results Include Acquisition 
Expenses of $1.9 Million ($.03 per share) 

• Total Assets of $6.8 Billion Grew by 15.7% over 
1Q2015 

• 1.05% Return on Average Assets

2016 FIRST QUARTER STATISTICS

Asset Size $6.8 billion

Deposits $5.3 billion

Loans $4.7 billion

Private Wealth $1.8 billion

Customers 201,703

Banking Centers 109

ATMs 123

NASDAQ Symbol FRME

• Retail Banking
• Mortgage Banking
• Business Banking
• Commercial Banking (Middle 

Market, Agriculture, Healthcare 
Services, Real Estate)

• Cash Management Solution
• Private Wealth Advisor Solutions 

(Investment Management, Trust, 
Retirement, Private Banking and 
Brokerage)

CORP-SHEET-FACT-1Q16

At a Glance

As Central Indiana’s largest community 
banking company, we deliver superior 
service with presence close to the 
customer in 27 Indiana, two Ohio and 
two Illinois counties for:

FMC Strategy and Tactics Overview 

•   Focus on gaining deeper penetration of 
new Treasury Management, Mobile, and 
Online banking services for additional 
revenue and deposit generation 

•   Rebrand First Merchants Trust Company 
to First Merchants Private Wealth Advisors 
and expand client services 

•   Continue sales management processes 
to drive organic growth throughout the 
franchise 

•   Develop and retain outstanding talent for 
market share growth 

•   Culturally assimilate Ameriana Bank to 
achieve our market growth goals and 
harvest synergies 

•   Continue banking center optimization and 
fully implement efficiency oriented workflow 
technologies 



100+ lawyers 
from Ice Miller recognized by  
Best Lawyers in America®

partnerships
We’re Ice Miller. We get deals done. 
At Ice Miller, we know the business of 
finance as well as the law. We represent 
financial institutions as well as borrowers 
in a broad range of commercial financing 
transactions.

icemiller.com   Ice on Fire

Chicago    Cleveland    Columbus    DuPage County, Ill.    Indianapolis    New York    Washington, D.C.

Ice Miller is named 
one of the “50 Best Law 
Firms for Women” by Working 
Mother and Flex-Time Lawyers.
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New Members Continued

Amber LaRue

Fifth Third Bank

Kristen Lewis

JP Morgan Chase

Nancy Martin

Providence Cristo Rey High School

Andrea McGordon

The National Bank of Indianapolis

Jaime McGowin

Core BTS, Inc.

Virginia Merkel

Wells Fargo Advisors

Whitney Mosby

Bingham Greenebaum Doll LLP

Christina Moungey

JPMorgan

Anna O'Nan

BioStorage Technologies, Inc.

Mandy Parris

JPMorgan Chase Bank, NA

Jen Pearcy

Faegre Baker Daniels LLP

Denise Praul

Accurate Tax Management Corp.

Maria Quintana

Bose Public Affairs Group

Sarah Ratner

Fifth Third Bank

Nickie Redick

BKD, LLP

Cynthia Reese

Blackwell, Burke & Ramsey, P.C.

Pam Renninger

BKD, LLP

Beth Schneider

Centennial Accounting Services

Katie Smardo

National Bank of Indianapolis Corp.

Anita Smith

Gene B. Glick Company, Inc.

Stacey Sunderman

Gene B. Glick Company

Kristina Tridico

Ice Miller LLP

Nicole Vogt

KeyBank

Ashley Vukovits

Interactive Intelligence

Kyra Wagoner

Barnes & Thornburg LLP

Ann Marie Waldron

Waldron Law

Angela Wessler

Barnes & Thornburg LLP

Kathryn Elise Ours Wiley

ROUND ROOM, LLC

JOIN TODAY!
Make connections, support col-

leagues, gain insight, share suc-

cesses and challenges, and

explore educational

opportunities with other women

in finance.

Mission: Executive Women in

Finance will serve as a catalyst for

its members to achieve enhanced

business success and professional

growth, to become leaders and

decision makers, and to establish

a diverse network within the

Central Indiana area financial

business community.

Activities will include: Regular

luncheons and seminar presenta-

tions, committees, newsletters

and more.

Membership qualifications:

Significant experience in the

financial industry, including chief

financial officers, treasurers, com-

mercial and investment bankers,

attorneys, CPAs, venture capital-

ists, and entrepreneurs repre-

senting both national and local

organizations. We aim to reflect a

wide range of executive-level

positions in the finance profes-

sion.

Fill out an application today

online at www.ewfindiana.org or

contact Joelle Compton at

info@ewfindiana.org



JPMorgan Chase Encourages Diversity
At JPMorgan Chase, encouraging diversity in the workplace is a cornerstone of

how we do business. Only the most inclusive workforce can serve the needs of

our diverse communities and clients.

Keeping a focus on inclusion helps Chase innovate better solutions, products and

services. It fosters a welcoming

environment where employees

feel comfortable bringing their

‘whole selves’ to work to achieve

their best. 

Sometimes building diversity

requires a significant focus, as

we’re doing with veterans and

women.  To attract and grow

more women leaders for our firm,

we’re investing substantial effort

in developing and advancing the

talent we already have in addition

to women-focused recruiting

efforts.  

Finance is a multi-layered industry

that provides extensive career

opportunities.  Some of our most

senior women in the firm are our

chief financial officer, chief legal

counsel, chief marketing officer,

as well as several that run billion-

dollar businesses.  Many of these

leaders started as entry-level

employees and worked their way

up.  Understanding the impor-

tance and power of women in the

workplace, our leadership – both

men and women – are committed

to helping other women in the

firm succeed.

One of our newest programs,

launched at our Senior Leadership

Conference, is the 30-5-1 

Continued on page 9...
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Rubik’s Cube® used by permission Rubik’s Brand Ltd.  www.rubiks.com

btlaw.com

Problem 
solved.
No matter how complex the legal 
challenge, our attorneys are up to the 
task. We’ll help you make the right 
moves and find solutions that work  
for your business. With fewer twists 
and turns.

Uncommon Value
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Diversity Continued

campaign.  Its mission is for both the

men and women leaders at JPMorgan

Chase:

• Spend 30 minutes a week having cof-

fee with a talented up and coming

woman

• Spend 5 minutes a week congratulat-

ing a female colleague on a win or suc-

cess

• Spend 1 minute a week talking up

that woman who had the win to other

colleagues

Whether it’s through our formal

women’s networking organizations,

mentoring programs or global town

halls, our senior women executives

make the time to lean in, lend a hand,

open a door or just talk with other

women.  Our employees are the best

ambassadors for our business and the

women executives of JPMorgan Chase

are exceptional.   We strongly believe

that empowering women spurs produc-

tivity and enhances growth.  Not only

does it improve the bottom line,

empowering women fuels thriving

economies.  

This past April, our firm was honored

for our leadership for workplace gen-

der equality by The Times Top 50

Employers for Women 2016.  While

we’re proud of where we are, we know

we can do more. Building partnerships

— such as with Indy’s Executive

Women in Finance— is one way we can

share best practices, learn from each

other and improve. 

People are our most important asset

and enable our long-term growth and

success. Maintaining a diverse and

inclusive workplace where everyone

can thrive is not only the smart thing to

do — it's the right thing to do.

EWF Newsletter Page 9

MEMBER SPOTLIGHT

Name: Virginia (Ginger) Merkel

Company & Position: Wells Fargo Advisors, LLC

Managing Director, Investments, CFP ®, ADPA ®,

RICP ®. Maureen Damer and Ginger partner

together in their financial planning practice,

focusing on women in transition, families and

the LGBT community. 

What was the experience or motivating factor that compelled you to

join EWF? Was there someone who influenced you to join? Ginger

and Maureen were invited to the first luncheon by one of their col-

leagues, and were so impressed by the speaker roster, members and

overall organization, that they wanted to support the effort immedi-

ately. 

How would you describe the culture of EWF? I have been very

impressed by the professionalism of the members. The way I gauge

that is by their politeness and attentiveness during the speakers’ pre-

sentations. That is a rare commodity these days!  

What three business tips can you share with others? 1) Get up and

show up! 2) You have nothing to lose but your integrity.  3) Be a life-

long learner. 

What do you do in your spare time? I volunteer about 500 hours a

year for the American Red Cross and the Louisville Presbyterian

Seminary. 

What is your guilty pleasure? I love to shoot Sporting Clays. It’s like

golf with shotguns, but unlike golf, it only takes an hour. It’s a great

stress reliever!

What is your favorite app or social media outlet? WAZE! It tells you

where all the cops are hiding when you are driving! 

What is your favorite quote? “If you want something said, ask a man.

If you want something done, ask a women!” Margaret Thatcher
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Financial Strategies for Women Investors

Today, women are playing an ever-increasing role in making important

financial decisions – whether for themselves or for their families.  While

many of the basic rules of investing hold true for all investors, some life

events affect women differently than men and can have an impact on

investment decisions.  Women might want to give some special consideration to the following areas when it

comes to investing:

Longer life expectancy.  People in general are living longer these days, and conventional wisdom will tell you

that women tend to outlive men.  In fact, studies have confirmed this is the case.  According to the National

Center for Health Statistics, women outlive men by an average of more than five years.* Women often end up

facing more years in retirement than men.  To prepare for such a situation, women need to implement strate-

gies catered to possible long-term needs.

Being on your own.  Statistics also show that women have a very high probability of being on their own at

some point in their financial lives – not only as a result of a spouse’s death, but also because of divorce or

choosing to remain single.  Dropping from two incomes down to one would obviously require making some

adjustments. It’s important to think about alternatives and options in the event you should be faced with a

similar situation.

Time spent out of the work force.  When caring for children — or an elderly parent — women tend to spend

more time away from work than men.  Some surveys have shown that, on average, women spend more than a

decade out of the work force.  The implications for women with regards to investments are clear: They will

have less time than their male counterparts to contribute to their retirement nest eggs.

While these are just some of the many important considerations for women investors, there are also several

simple steps women can take to come up with an effective financial strategy.

Look for ways to learn about investments.  The financial press and financial web sites are loaded with informa-

tion about investments and alternatives.  Remember, however, not every source is reliable. 

Seek advice from a professional.  The act of enlisting a Financial Advisor to help with your investments does

not take away from your ability to make the final decisions.  It does, however, provide you with someone you

can turn to for guidance as you make those important decisions.

Have a plan. Take the time to assess your current financial situation to help get a clear picture of where you

stand. Make a list of your financial goals, then develop strategies to meet those goals.  Keeping in mind the

special circumstances we mentioned earlier, you can chart a course of action that will enable you to meet any

future challenges.  

GOLD LEVEL SPONSOR BENEFIT
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EVENT RECAP

January Luncheon Hosts Over 70 Attendees to Learn About Unleashing Opportunities

Tips for Navigating the Male-Dominated Field of Finance with Mary Boelke

Our January speaker was Mary Boelke, managing partner of Deloitte LLP. Mary is a lead tax partner with

Deloitte Tax LLP for several companies in the technology, consumer products and retail industries.  She has

served in a variety of leadership positions in Deloitte offices across the country. Mary led a discussion, focused

on professional development, including mentorship and sponsorship, in a historically male-dominated industry.

Mary shared that Fortune 500 companies have 4.8% female CEOs and less than 15% female executive officers.

Further, females comprise 17% of the pipeline for c-suite positions.  

Mary discussed the opportunities for women in the financial field.  She said that women aren’t leveraging each

other within their own firm.  They needed to use their “collective power” to push for change.  She explained

that Deloitte had a CEO with daughters and he couldn’t believe that their options would be limited, so he

embraced that their firm needed to institute the right initiatives to retain top female talent.

Mary also had some great tips for women in the field:

• All about relationships; make it personal

• Have open conversations

• Speak up in meetings; don’t wait to be called on

• Speak up about what you want in your career; make it known that you want that job

• Know what to let go and what not to hold on to 

• Set your non-negotiables (kid’s activities, personal appointments, etc.)

• Find a sponsor (vs. mentor).  A sponsor will table-pound for you when you’re not in the room; they will 

make things happen for you (a mentor will just give you good advice).

EWF Newsletter Page 12
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April Luncheon - A Fresh Way of Looking at Female Leadership
By Betsy Phillips and Katie Aeschliman

The recent Executive Women in Finance luncheon, hosted at Market District,

offered a unique perspective on gender diversity in the executive ranks. The

featured speaker -- Melissa Greenwell, executive vice president and chief

operations officer at Finish Line, a national specialty athletic retailer --

offered her insights on the benefits of women in leadership positions.

It was clear that Greenwell spent a significant amount of time conducting

independent research. She noted that gender diversity in the executive

ranks should matter to men as much as women. Why? Because according

to her findings, companies with more women in the C-suite make more

money than male-dominated leadership teams. 

She offered some common-sense prescriptions for companies to build gen-

der-balanced leadership -- the most important of which is to create a cul-

ture that attracts women leaders. Implementing policies such as paid

maternity leave and flexible work schedules lets women see a future for

themselves with a company.

Greenwell offered her 10 principles for building gender-balanced leadership

teams:

1. Don’t accept that there’s a shortage of talented women

2. Take more risks

3. Create an employment brand that attracts women

4. Build your pipeline of female talent

5. Keep your female talent

6. Create culture deliberately

7. Communicate expectations

8. Develop a succession plan

9. Mentor high potentials

10. Measure performance

But women also have to take responsibility for making inroads into the

executive levels, and Greenwell presented her 10 rules for women who

want to lead:

1. Speak first

2. Stop apologizing

3. Get a mentor

4. Communicate face to face

5. Stay in control

6. Give up the guilt

Continued on page 14...
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Greenwell Continued

7. Ask for what you want

8. Play to win

9. Recognize and reward others 

10. Change your workplace attitudes, policies and practices to keep your female talent

It’s important to note that for Greenwell, mentorship is a two-way street. That is, find the time to mentor

other women while seeking advice from others (female and male) who can help you reach your goals. 

And while mentorship is valuable, Greenwell explained that it’s important to have more than one mentor.

Greenwell said she utilizes a kind of personal “board of directors” -- various mentors who can help guide her

through each of her roles and responsibilities, including sales, finances and executive coaching. We all have our

strengths and weaknesses, and

Greenwell said this approach bridges

any gaps you may have in your profes-

sional development.

One point that resonated with all the

attendees: While everyone agrees on

the value of women executives, compa-

nies still aren’t adding them to their

executive ranks. Greenwell noted that

many of the qualities men identified as

good leadership traits are what we gen-

erally associate as being inherently

female. Yet management positions are

still male dominated.

That’s why in the end, Greenwell says

it’s up to women to take ownership of

their careers. By being your own agent,

you’ll not only take chances for yourself,

you’ll give your company a chance to

make it work for you.

Betsy Phillips and Katie Aeschliman are

Commercial Bank Relationship Managers at

BMO Harris Bank. 

BMO Harris Bank N.A. Member FDIC
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UPCOMING EVENTS

Women in the Boardroom: Spotlight on Recapitalization and IPO's
Thursday, July 28, 2016

11:15 AM – 1:00 PM

Barnes and Thornburg – 11 S. Meridian Street

Speaker:  Traci Dolan, Advisor and Board Member; Former CFO and CAO, ExactTarget Inc.

Traci Dolan spent a decade with ExactTarget Inc., where she served as chief financial officer

and chief administrative officer.  She spearheaded two of 2009’s biggest, most successful

venture capital procurements.  Her background also includes 12 years of public accounting

experience at PricewaterhouseCoopers in Indianapolis.  She has been Director of Steel

Dynamics Inc. since August 2012, and chairs the Audit Committee.

________________________________________________________________________________________

End of Summer Social
Wednesday, September 14, 2016

11:15 AM – 1:00 PM

Ruth’s Chris – 2727 E. 86th Street

Come enjoy this members-only event to meet all the women of EWF over a fun and relaxing lunch. We will be

sitting in groups to foster networking for salad and lunch, then will switch tables for dessert so everyone has

the opportunity to meet many fellow EWF members.

________________________________________________________________________________________

Women and Philanthropy
Tuesday, October 25, 2016

11:15 AM – 1:00 PM

Barnes and Thornburg – 11 S. Meridian Street

Speaker:  Andrea Pactor, Associate Director, Women's Philanthropy Institute

Andrea Pactor is responsible for program and curriculum development and implementation,

marketing, social media, and operations at the Women’s Philanthropy Institute in the Lilly Family School of

Philanthropy at IUPUI.  She has organized four national symposia on women and philanthropy for the IU Lilly

Family School of Philanthropy and five national conferences on the same topic in partnership with CASE.  She

co-developed the first-ever online course about women and philanthropy, Women and Philanthropy—The

Time is Now, for The New York Times Knowledge Network and the online conference, SHEMAKESCHANGE,

about the intersection of women, money, and philanthropy.

Register Online @ www.ewfindiana.org
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A lot has gone into earning your wealth. 
We’ll make sure the same goes into helping you manage it.

Wealth Management  |  Investment Planning  |  Retirement

As successful as you are, we understand there’s still more you want to do. Wells Fargo Advisors  
has the experience to craft a plan to help you reach those goals. Find out why so many people trust  
us to help them manage their wealth with the care it deserves. 
 
Wells Fargo Advisors is a proud Gold sponsor of the Executive Women in Finance.

 

Patricia Bates 
Senior Managing Director 

Regional President – Mid America Region 
8888 Keystone Xing, Indianapolis, IN 46240

O�ce: 317-573-9295 Fax: 317-573-9221
patricia.bates@wellsfargoadvisors.com 

Maureen Damer, CRPC®, ADPA®, RICP®
First Vice President – Investment O�cer

8888 Keystone Xing, Indianapolis, IN 46240
O�ce: 317-208-3713 Fax: 317-573-9299
maureen.damer@wellsfargoadvisors.com

merkeldamerfsgroup.com

Virginia Merkel, CFP®, ADPA®, RICP® 
Managing Director – Investments 

8888 Keystone Xing, Indianapolis, IN 46240
O�ce: 317-208-3712 Fax: 317-573-9299
virginia.merkel@wellsfargoadvisors.com 

merkeldamerfsgroup.com

Investment and Insurance Products:  NOT FDIC Insured  NO Bank Guarantee  MAY Lose Value
Wells Fargo Advisors, LLC, Member SIPC, is a registered broker-dealer and a separate non-bank a�liate of Wells Fargo & Company.  
© 2015 Wells Fargo Advisors, LLC. All rights reserved. 0516-03019 [96323-v1] A1924 (2684301_489470)
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Ice Miller Spotlights Attorney Financial Services and Community Leaders

At Ice Miller, our female attorneys know the business and law of

banking. Ice Miller has female attorneys in numerous offices who

represent our clients in secured and unsecured debt transactions,

including construction loans, revolving and term loans, asset based

loans, bridge equity loans, syndicated loans, bond financings, con-

vertible loans, real estate loans, mezzanine and unitranche financings, letters of credit,

interest rate swaps, sale/leasebacks, and tax exempt financings. In addition to advocating

for our clients, Ice Miller has a long history and tradition of developing female leaders with-

in both the Firm and the community. A brief spotlight of our female attorneys demonstrates

our Firm’s experience in financial services and commitment to female leadership within our

communities.

Kristina Tridico / Partner / Indianapolis

Kristina’s practice focuses primarily on corporate and business matters, with a particular

emphasis on mergers and acquisitions, joint ventures and commercial arrangements.

Community passion:  The Julian Center, empowering survivors of domestic violence, sexual assault and other

life crises, Board Member, Governance Committee Chair

Elizabeth Brier / Associate / Indianapolis

Elizabeth concentrates her practice on transactional matters, with a focus on debt finance and private equity

transactions, while also advising clients on a range of general corporate matters.

Community passion:  Indianapolis Symphony Orchestra, FORTE Young Professionals Group, Leadership

Committee Member

Joanne Goldhand / Of Counsel / Columbus

Joanne has practiced transactional real estate law since 1988 on behalf of lenders, borrowers, developers, ten-

ants, homeowners, government, landlords and others with or desiring land.

Community passion:  United Way of Central Ohio, Home Impact Committee; North Market Development

Association, Executive Board Member; Columbus Children's Theatre, Board of Trustees

Nancy Valentine / Partner / Cleveland

Nancy has a diverse litigation and transactional practice serving Fortune 500 companies, financial institutions,

privately held companies and individuals. 

Community passion:  St. Francis Xavier School - Homeroom parent and volunteer

Laurie Miller / Of Counsel / DuPage County, Illinois

Laurie focuses her practice in corporate law, with experience in negotiating, managing and completing complex

financing transactions and business transactions. 

Community passion:  Pass-it-On (a charity providing travel soccer scholarships to qualifying families); Team

administrator for her daughter’s national travel soccer team

Continued on page 19...

Kristina Tridico
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4 C’s of Leadership for Women-Owned Businesses 
By Susanne Svizeny

According to the 2015 State of Women-Owned Businesses report by Womenable, a women’s

enterprise development company, the number of women-owned firms is now estimated at 30

percent of all U.S. businesses. They generate nearly $1.5 trillion in annual revenue — an

increase of 79 percent since 1997.

On top of that, one in three of these businesses is led by a minority woman, including African American, Asian

American, Latina, Native American/Alaska Native, and Native Hawaiian/Pacific Islander. This trend will continue

to gain momentum, positioning even more women business leaders in bigger roles on the stage of economic

success in America.

Over my 35-year financial services career, I have witnessed this sea change of women leaders in the American

economy and have identified key traits of the most-successful. Regardless of economic cycle or the nature of

their business, I find these habits consistently help women leaders navigate challenges and position their com-

panies for success: 

Connection: Strong professional and personal relationships are key. Women leaders are great at making con-

nections and building their networks, personally and professionally. They are confident in asking for advice and

counsel – after all, it was Sheryl Sandberg who coined the phrase “Lean in.” Women are well-equipped to navi-

gate changing markets and global competition, forces that require leaders to listen and listen in order to fully

understand the dynamics. 

Tip: During a challenging economy, women can leverage their relationship-building skills to expand their net-

works further and develop stronger roots for their business.

Capacity: Women often take the primary role of managing both work and family. While society has come a

long way in supporting more balance in shared responsibilities of family and home with partners, women

develop a capacity early on to tackle both. Women also have a big capacity to take on many additional respon-

sibilities in their professional and personal lives, including community organizations and involvement with their

children’s schools. Women can accomplish feats of balance. While not without sacrifice, women leaders bring a

combination of creativity, compassion, and well defined solutions, which are critical, especially during times of

economic change. 

Tip: Develop your team, build trust, and delegate during tough times. Don’t try to do it all yourself.

Collaboration: Women leaders tend to collaborate and build a culture of partnership. This approach of working

together builds an all-inclusive culture, allowing different perspectives to be heard and creating a valued, high-

performing team. This environment nurtures development of new ideas and approaches to issues and chal-

lenges.  

Continued on page 19...
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Ice Miller Continued

Michelle Zaretsky / Associate / New York

Michelle concentrates her practice in the areas of

mergers and acquisitions, private equity transac-

tions and general corporate matters. 

Community passion:  Benefactor and rescue dog

rehabilitator for various NY/NJ animal rescue

organizations; New York Bar Association Member 

We have experience collateralizing a variety of

asset classes, including aircraft, livestock and

crops as well as traditional inventory to secure

the credit. Our attorneys frequently serve our

financial institution clients by monitoring credit

facilities post-closing and amending and updating

the credit facilities. 

Ice Miller regularly represents clients in the finan-

cial services industry in litigation and proceedings

before administrative agencies, including matters

relating to commercial disputes, consumer

finance, fraud, insurance, mortgages, securities,

trusts, restrictive covenants, and customer dis-

putes.

We negotiate with participants at each level of

the business capital structure in complex lever-

aged transactions and equity negotiations. Our

attorneys efficiently conduct any necessary due

diligence and advise clients on structuring tech-

niques to avoid or mitigate unintended tax conse-

quences. 

One of our principal focuses is the representation

of the portfolio companies of our private equity

clients in recapitalization and in financing acquisi-

tions. We have substantial capabilities and experi-

ence representing other public and private com-

panies in their borrowing, including any matters

related to refinancing, acquisition funding, and

intercreditor issues among senior lenders. 

4 C’s of Leadership

Tip: Find a voice outside your circle to challenge your

thought process – you might discover a new perspec-

tive or better approach.

Communication: Communicating effectively and shar-

ing vision and strategy are among the most-critical

paths to success of any organization – and often

overlooked. Successful women business leaders

exhibit skill in adapting their communication style to

situation and audience, leading to more-effective

conversations. 

Tip: Communication during critical business times is

key. Reach out to your stakeholders, and share your

voice directly.

While the economic landscape continues to evolve,

women business leaders need to demonstrate confi-

dence, enlisting trusted allies as they build their busi-

nesses. Challenging and dynamic times alike require

leadership that builds and shapes a successful team.

These four C’s of leadership are integral to success. 

Susanne Svizeny is executive vice president and divi-

sion manager for Wells Fargo Middle Market

Commercial Banking, Eastern Region. She co-leads

the Wells Fargo Women’s Partnership for B-to-B

Success, an initiative launched in 2016 to increase

lending to women-owned and led middle-market

businesses throughout the United States. 

Visit Wells Fargo Stories to see customer success sto-

ries from Volpi Foods, Pocono ProFoods and more

companies.
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Helping women business 
owners succeed financially

Wells Fargo has long worked to enable women in business. In fact, 21 years ago, we made a significant 
commitment to women business owners — we promised to lend their companies $55 billion in capital 
by 2020. Today, we have already provided more than $48.6 billion on that pledge.

With our breadth of services, our relationship approach, and our goal of becoming the commercial 
bank for women-owned and led businesses, Wells Fargo is dedicated to helping women succeed 
financially — in business and personally.

Commercial Banking Services
Credit and Financing • Treasury Management • Investment Banking* • International Banking 
Investment Banking and Capital Marketing Services* • Insurance 
Investment and Pension/401(k) Management* • Business Valuation and Succession Planning

 * Investment and insurance products: NOT FDIC-Insured • NO Bank Guarantee • MAY Lose Value

Wells Fargo Securities is the trade name for the capital markets and investment banking services of Wells Fargo & Company and its 
subsidiaries, including but not limited to Wells Fargo Securities, LLC, a member of NYSE, FINRA, NFA and SIPC, Wells Fargo Prime Services, 
LLC, a member of FINRA, NFA and SIPC, and Wells Fargo Bank, N.A. Wells Fargo Securities, LLC and Wells Fargo Prime Services, LLC are distinct 
entities from a�liated banks and thrifts.

© 2016 Wells Fargo & Co. All Rights Reserved. Deposit products o�ered by Wells Fargo Bank, N.A. WCS-2674309
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Krieg DeVault is a full-service law

firm with over 140 years of provid-

ing creative solutions for clients

throughout the Midwest and across

the country.  For decades, the firm has been a national leader in all aspects of commercial and real estate lend-

ing, with a niche in commercial financing relating to Employee Stock Ownership Plans (“ESOP”).   Our lending

clients range from large national banks and institutional investors to rapidly growing regional banks, and our

work with borrowers encompasses a full spectrum of developers and property investors. Members of our team

have been commercial bankers and CPAs, so we fully understand the financial nuances of structuring and docu-

menting the deal.

Since 1985, Krieg DeVault has structured over 500 ESOP transactions for public and private companies nation-

wide while playing a key role in the development of ESOP law. Our ESOP transactions vary in size up to $1.3

Billion.   Krieg DeVault has experience in representing lenders in connection with loans to facilitate the forma-

tion of an ESOP, as well as experience in

structuring innovative ESOP transac-

tions which include, creative seller

financing instruments, warrants, earn-

outs, leveraged acquisitions of target

companies, ESOP purchases with exist-

ing qualified plan assets and equity-

based incentive plans for key manage-

ment employees.

Krieg DeVault has served as lender’s

counsel, as well as ESOP counsel to the

plan sponsor or trustee.  In all cases, we

are sensitive to existing service provider

relationships and use a team-oriented

approach in which all service providers

work to achieve a common objective. 

For more information, please visit,

www.kriegdevault.com or call us today

at 317.636.4341.

GOLD LEVEL SPONSOR BENEFIT

THANK YOU TO OUR 2016 SPONSORS!
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www.kriegdevault.com
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