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  our cover: TOP PC BANKERS

Zan PrinceZan Prince
— Banking On Parker County— Banking On Parker County

FBT — FBT — 
Balancing Balancing 
Rapid Growth, Rapid Growth, 
Anticipating Much, Anticipating Much, 
Much MoreMuch More

By MARSHA BROWN

Photo by MEGAN PARKS
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“First Bank Texas is the same community bank that’s been here 
since 1880,” she said, adding that the only differences lie in the 
new name, a whole lot of cutting-edge technology and some big 
advantages for its customers.

What are those advantages?
“If you’re in the Metroplex and need to utilize the bank for 

any reason, you’ll get the same kind of personalized service 
you’ve come to expect from First National Bank,” she said. 

First Bank Texas President and CEO Mike Rhea said, “We were 
very excited to complete our merger with First National Bank 
Weatherford. First Bank Texas is a respected high-service commu-
nity bank with a leading position in Central and West Texas. We 
are proud to be under one umbrella of community banks. We 
look forward to building on the strong customer relationships that 
First National Bank has nurtured for more than 141 years.”

A key figure in the First Bank Texas legacy was Joe Sharp, 
Zan’s father. He entered the world of banking in 1984.

“My father was a CPA,” Zan said, “and if he was here, he 
would tell you that he was an out-of-work accountant trying to 
find his way.”

Joe was born in Childress and graduated from Munday High 
School in 1955. He earned his accounting degree from North 
Texas State University (now the University of North Texas).

His accounting position was with Peat Marwick Mitchell and 
Company prior to establishing his own accounting practice in 
Amarillo. 

In 1982, his attention turned to banking when he acquired the 
First National Bank of Baird, just east of Abilene. He eventually 
purchased other banks, including First Security Bank of Beaver, 
First National Bank of Munday in his hometown, First National 
Bank Mid-Cities and First National Bank of Weatherford. 

It’s First Bank Texas now, and it’s 
Chairwoman of the Board Zan Prince 

is adamant about the name change. 
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Under Joe’s leadership, this group of institutions 
would eventually expand into a highly successful 
organization that includes several bank branches 
as well as a bank software company. He served 
as Chairman of the Board of First Bank Texas, First 
National Bank of Weatherford and First Security 
Bank of Beaver with a passion for the employees 
and customers of those banks.

Zan moved to Weatherford in 1994, from 

Joe Sharp

Denison, drawn to the area because of her new 
association with First National Bank of Weatherford. 
She was a young mom with two sons—one was in 
junior high and the other was in high school.

“I joined the bank board to give my dad peace of 
mind,” she said. “He needed to have someone there 
that was from the family, someone that understood 
it, that understood his vision for it, understood his 
legacy, understood that we’re stewards for genera-
tions to come. I plan on my great-great-grandchil-
dren being bankers, community members with all 
our customers’ great-great-grandchildren. It was 
really to make sure that we protect the legacy that 
my dad wanted to provide.” 

Zan was, and still is, focused on what the bank 
should be to the community and the customers it 
serves.

At the time, Zan was new to the bank board, but 
she was certainly not new to finance.

“Banking is an extension of what I do,” Zan 
said. “I’ve been in insurance and securities for a 
number of years. It’s just another piece of the puzzle 
of financial stability, financial security, financial 
answers. FBT provides solutions and answers. It’s 
about helping people find solutions to whatever is 
on their plate. It really is just an all-around opportu-
nity to make a difference in someone’s life.”

While she was not a newcomer to the world of 

Mike and Zan Prince

Continued on page 12
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Photo by MEGAN PARKS
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Continued from page 9

finance, Zan was a newcomer to Weatherford. She 
had spent almost no time in Parker County, up to 
that point. Oh, but she had driven through on trips 
from Denison to Baird.

“Parker County has been very good to us,” she 
said.

When asked how many employees First National 
Bank of Weatherford had when Zan arrived in 
Weatherford, she said, “Not very many, about 20. 
But since then it’s grown, grown, grown.”

In 2012, the banks in Abilene, Baird, Munday, 
Haskell, Stamford and Mid-Cities were merged to do 
business as First Bank Texas. 

In 2015, Joe Sharp passed away following a 
valiant battle with cancer. His legacy of caring 
customer service and personal banking continues.

First Bank Texas of Grapevine opened in 2016 
to broaden the company’s demographics to an area 
that was growing quickly within the Metroplex.

First National Bank of Weatherford opened its 
Hudson Oaks location in 2017, and a Santa Fe loca-
tion in Weatherford in 2019 to expand the options 
to serve its customers.

In 2021, First Bank Texas completed its merger 
into First National Bank of Weatherford. All loca-
tions now do business as First Bank Texas. 

The family of First Bank Texas continues to thrive 
and so does Joe’s family.

“I have two grandboys—one is in college and the 
other is a senior in high school,” Zan said. 

While the names have changed to First Bank 
Texas, the same people are right there in your home-
town making local decisions to meet the financial 
needs of your family and business.

First Bank Texas is a hometown bank with direc-
tors, officers and employees who are committed to 
serving the community in which they work and live. 
Knowing customers by name and being eager to 
serve their needs is important in developing quality 
relationships. “At First Bank Texas, we’re commit-
ted to the tradition of providing the same superior 
service with a warm and friendly smile that you’ve 
come to expect,” Zan said. “We make our own deci-
sions, and we don’t ask you to call an 800 number, 
and we never have to call anyone outside of the 
state to help with any decision.”

Each day our world becomes more technically 
advanced. The same is true of banking. 

“At First Bank Texas, we want our customers to 
know that no matter how advanced we become, 
they will never be just an account number to us,” 
Zan said.

Photo by MEGAN PARKS
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Despite the linger effects of COVID-19, Parker County 
is continuing to boom. New businesses and homes 

are popping up everywhere at a rapid pace.
Who is at the center of all this activity? Bankers.
They’re the people who protect, invest and lend the 

money that drives the economy here in Parker County 
(along with the rest of the world). 

There was a time when almost every parent advised 
their children to maintain a good relationship with a 
great banker, doctor, plumber, mechanic and lawyer. It’s 
sound advice that still holds true today, especially if you 
own a small business. If you don’t have a great banker, 
now is the time to get one.

Banking on Banking on 
Parker CountyParker County
Who keeps your money safe, advises you, keeps your 
business’s money safe, loans you money when you need 
to grow your business?  Your banker. 
Don’t have a great banker? You need to find one.

By MARSHA BROWN

  our business: TOP PC BANKERS
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Banking on Banking on 
Parker CountyParker County

Everyone needs a great banker. In our 
younger years, we all need a great rela-
tionship with an excellent banker as we 
establish businesses and acquire assets 
like automobiles, homes or real estate.

As we mature, we need to keep our 
banker close as we near retirement and 
begin to make life changes. We also 
need our banker for all the life events in 
between. 

Whenever those needs arise, you will 
be thankful for your banker—someone 
you know well and trust, someone who, 
more importantly, knows and trusts you. 

Your banker should have experi-
ence and have the ability to help you 
develop a plan that expressly fits your 
needs. You need a banker who can 
meet those needs—not one who simply 
relays messages and decisions made by 
a committee in another state, country or, 
worse, one who depends on a computer 
system for decisions. 

As consumers, we all need bankers, for 
every major purchase in our lives, from 
businesses and equipment to houses, 
cars, boats, second homes and the occa-
sional splurge of an RV.

We need a bank to help us turn dreams 
into reality. 

Here at PCT, we were able to identify 
the best local bankers in the business. 
We did this with help from our loyal 
readers and their loyal clients. We asked 
our readers to tell us about the men and 
women that they look to for help navigat-
ing the increasingly complex world of 
banking.

A great banker is irreplaceable. Your 
banker’s job cannot go to China. Your 
banker will never be replaced by a 
machine because no one longs for a rela-
tionship with a machine. 
Meet our Top 15 (including our cover 
story) Parker County Bankers:
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  our professionals: PC’S TOP BANKERS

In banking for 35 years, Angie Martin began her career in 
Cleburne, her hometown. Starting out in a support posi-

tion assisting bank executives, she’s spent the last 20 years 
in business development and marketing. “I play a support 
role to every department in the bank,” she says.

Martin says she focuses on two areas: “[I concentrate] 
on establishing and building customer relationships by 
providing support to our lending, deposit, treasury manage-
ment and trust areas,” she explains. “I’m involved in all 
stages of customer relationships, from the initial meetings 
and introductions to providing assistance to problem-solv-
ing for long term customers.”

Her second focus is community involvement, participat-
ing in and sponsoring events. She serves in various civic 

Angie Martin  — Vice President/Business 
Development Officer
PlainsCapital Bank 

capacities and supports nonprofit organizations working 
in the community to improve the overall quality of life.

Martin believes people’s personal and business 
banking needs change throughout their lives, and that 
bankers need to understand this and help address the 
changes. “A good banker who is familiar with your 
financial situation and your goals can offer solutions and 
strategies tailored to meet your needs.”

Her professional advice reflects this assessment. 
“[My] advice would be the same throughout, which is to 
work with people who can provide you well-designed, 
effective solutions and products to support your busi-
ness, who can handle your needs in a timely manner, 
and who have a sincere desire to see your business 
thrive and succeed, no matter what stage you are in.”

In banking, size matters, says Martin. Assets matter. 
“Not many people realize how big the bank is,” Martin 
explains. “With assets of $12 billion, we have the abil-
ity to do most any deal out there. It allows us to offer 
services smaller banks can’t.”

That said, she adds that the bank’s culture remains 
that of a community bank. “I tell my customers I will 
never ask them to call an 800 number or refer them to a 
website.”

The tenacious pandemic of the past two years has 
necessitated changes in the way we do business. In 
banking, the challenge has been to expand remote bank-
ing processes to meet customers’ needs in a changed 
world. Martin says PlainsCapital Bank has turned to 
innovation to make their services easily accessible 
“through a variety of online, mobile and in-person solu-
tions,” and adds, “maintaining that personal touch with 
customers has been, and will continue to be, a chal-
lenge that a successful bank must strive to meet.”

Asked how she would advise her clients during 
this time, Martin says, “Seek out ways to connect with 
professionals who value loyalty to their clients and 
customers. To the extent you can, support your local 
community and companies in all of your business deal-
ings.”
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© 2021 PlainsCapital Bank           Equal Housing Lender Member FDIC

100 Crown Pointe Blvd Suite 102  |  Weatherford, TX 76086
817.598.5400  |  PlainsCapital.com

Angie Martin, Vice President/Business Development Officer

At PlainsCapital Bank,
Relationships Come First
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  our professionals: PC’S TOP BANKERS

Martin Talley  — President, Willow Park
PlainsCapital Bank
Specializing In Earning Trust

If there’s a piece of advice that PlainsCapital Bank 
President Martin Talley has to give, it’s that people 

should take advantage of the government-related 
programs that were created to aid small businesses during 
one of the most surreal times many of us have ever seen.

“The pandemic definitely turned things upside down,” 
Talley said. “The SBA’s [Small Business Association’s] 
response in the form of PPP loans caused all normal and 
routine activities to come to a sudden stop.”

Involved with banking since 1980, Talley graduated 
from Baylor University and began working with the OCC 
in Houston. “A year later I married and transferred to Fort 
Worth, where my first assignment was Citizens National 
Bank in Weatherford—which is where I met my boss of 
the last 25 years, Pat Hamilton. After the OCC, I worked 
at Texas American Bank Fort Worth and then Texas Bank 
in Weatherford before leaving for PlainsCapital Bank.”

One of the special attributes that PlainsCapital Bank 

has, Talley said, is, “We offer many of the services of 
a large bank with the customer service of a smaller 
community bank.”

Talley’s specialty focuses on owner-occupied business 
lending “…with an emphasis on SBA-guaranteed loan 
lending,” he explained.

Talley emphasizes the importance of trust when work-
ing with a banker. “Trust is the key to a banker willing to 
take on risk. And during uncertain times like now, trust is 
earned by developing a relationship and performing on 
your obligations as well as learning to keep your banker 
informed.” However, Talley pointed out that as clients 
move through their lives, even in unusual circumstances 
like the ones we have faced over the course of the past 
two years, that risk is something that is going to have to 
be taken. “Embrace risk and always learn from it,” he 
said.
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© 2021 PlainsCapital Bank           Equal Housing Lender Member FDIC

100 Crown Pointe Blvd Suite 102  |  Willow Park, TX 76087  
817.840.4444  |  PlainsCapital.com

Martin Talley, President, Willow Park

At PlainsCapital Bank,
Relationships Come First



72

N
O

V
E

M
B

E
R

 2
02

1 
 P

A
R

K
E

R
 C

O
U

N
T

Y
 T

O
D

A
Y

  our professionals: PC’S TOP BANKERS

Jeff Williams  — CEO
Grandview Bank
Forty Years of Banking Expertise

Jeff Williams has been in banking since 1981 when 
he went to work for Tarrant Bank in Fort Worth as a 

teller. He was born and raised in Fort Worth and gradu-
ated from Baylor University in 1983 with an accounting 
degree.

After graduation, he took a job with a CPA firm 
in Fort Worth. Because he had worked as a teller, the 
company assigned him many of their bank clients for 
audits.

“Eventually, one of the clients hired me in 1985,” 
says Williams. He has been in banking ever since, work-
ing for various banks in Parker, Johnson and Tarrant 
Counties. 

Williams says the pandemic has changed banking to 
some degree.

“The industry had already been migrating to electron-
ic banking over the past couple of decades, but the pace 

of migration increased,” he explains. “We had some 
service interruptions, and like everyone else, we had to 
adapt on the fly. We had to employ work from home for 
a period of time while we managed employee sickness. 
We also employed pandemic staffing and temporarily 
closed lobbies. It was a trying time for customers and 
employees alike. To top it off, all of this was happening 
as we went through the Paycheck Protection Program 
through which we funded approximately $18,000,000 
in PPP loans. As for the future, it’s hard to say, but I 
think we will see a continued migration away from 
lobby traffic to more electronic solutions.” 

Since coming to Grandview Bank, Williams has had 
to take on some new duties and learn new aspects of 
the banking business.

“Prior to coming to Grandview, my job for 12 years 
was strictly business development and commercial lend-
ing,” he says. “With Grandview, I’m the CEO and have 
had to take on many more hats. That has been fun and 
I love having to learn new things. However, I suppose 
I’ll always enjoy lending to my clients the most. I get so 
much job satisfaction from helping people in their busi-
nesses.” 

As in other business sectors, building strong relation-
ships in banking is key.

“It’s no secret that there are a lot of banks out there, 
and with that comes choice,” says Williams. “But we 
are also seeing more and more consolidation within 
the industry. When banks combine, credit cultures are 
almost always affected, and smaller businesses often-
times get lost in the shuffle. What is important for the 
customers is that they have a lender who knows them 
personally, who takes an interest in their businesses, and 
will be their voice within the bank so that their needs 
are always met.” 

As people age their banking needs change. Williams 
recognizes this and offers advice accordingly. 

“When we are young, we tend to focus only on 
growing a business or building a career. As we age, 
our focus changes to making sure we have enough put 
away for retirement and/or business transition planning. 
Understanding where you are and what steps to take 
throughout your career is a very important part of finan-
cial planning.”

His best advice for clients is to “borrow money when 
appropriate, but do not over-leverage.”
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NOW OPEN IN WEATHERFORD

~ Founded 1890 ~

Weatherford • Grandview • Cleburne • Alvarado

Weatherford: 139 College Park Drive    817-641-3100 • Grandview: 105 E. Criner    817-866-3316
Cleburne: 303 Colonial    817-641-3100 • Alvarado: 100 Percifield Tr.    817-790-1400

— Full Service Banking —

Jeff Williams, Jessica Hernandez, Neva Jones, Clayton Ratterree, Sarita Bridges
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More than
just banking.
A relationship.

318 South Main, Weatherford, TX 76086  |  817.367.5513  |  southside.com

  our professionals: PC’S TOP BANKERS

Susan Alvey  — Mortgage Loan Officer
Southside Bank
Adapting While Maintaining A Personal 
Touch 

As COVID seems to be lingering as a perpetual 
nuisance, the adapting of business to meet the 

needs of clients has had to become a universal occur-
rence. Southside Bank has taken that adaptation a step 
further, maintaining a personal touch with their clients.

“Due to the effects of COVID-19, we are seeing our 
customers in person a little less these days. Banking was 
transitioning to digital solutions at a steady pace, but the 
pandemic has sped up the process. The pandemic has 
made us realize how important it is to stay in touch with 
our customers through other means. Whether that be 
frequent phone calls, a card in the mail or sending them 
an email, we want customers to know we are still here 
for them and can assist them even if they cannot come 
into a branch,” Southside Bank Mortgage Loan Officer 

Susan Alvey said. 
It’s that attention to customer service that Southside Bank 

takes pride in and sets them apart. “We want you to know 
that we are here to work with you and will look for ways 
to help solve a problem or fill a need. We want customers 
to leave the bank having such a great experience that they 
want to tell their friends about Southside Bank,” Alvey said.

Alvey, who specializes in mortgage loans and lot loans, 
has been in banking for 25 years. “A majority of my career 
has been in retail branch banking. A few years back, I start-
ed in the mortgage side of banking. I was recently promoted 
to Vice President-Retail Mortgage Production Manager. I 
manage a team of over 10 Retail Mortgage Lenders who 
manage branches while also supporting customers through 
the mortgage loan process. I still produce loans myself as 
well,” Alvey said. 

With today’s rapidly changing economy, the needs of 
customers are having to change quickly as well. That’s why 
it’s so important to have a relationship with a banker. “It 
is comforting to pick up the phone and call someone who 
knows you and your voice to complete financial transac-
tions. With more transactions taking place by phone, having 
a banker that knows you makes that process seamless,” said 
Alvey. 

Another part of providing excellent customer service is 
taking steps to fully understand what a client’s goals are. 
With COVID, people have had to adjust their aspirations, 
and Alvey always wants to ensure that she and the customer 
are on the same page before giving it. “Advice is best given 
when you understand the customer’s needs. While their 
current stage of life is a part of the picture, I like to get 
to know my customers and see the big picture. I want to 
understand what is happening in their lives, as well as what 
they hope for the future, before I advise a customer,” she 
said. 

However, one piece of advice that she can give for 
right now is, “to look at all your options when it comes to 
choosing a bank and banking products. Don’t go with any 
checking account or any loan just because there are no fees 
or the interest rate is the lowest. Customer service matters. 
With so many financial solutions available, make sure you 
get one that really fits all your needs.”



More than
just banking.
A relationship.

318 South Main, Weatherford, TX 76086  |  817.367.5513  |  southside.com
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© 2021 Southside Bank.
 All rights reserved. C1021P

For us, banking is all about you. We’re here to support your 
financial needs so you can live the life you’ve always wanted.

southside.com/you

It’s not 
about the 
money.

  our professionals: PC’S TOP BANKERS

BJ Cast  — Branch Manager
Southside Bank

In a world that looks vastly different than it did two years ago, a lot of us are 
nervous about what steps we need to take in order to set the stage for our 

financial futures. Branch Manager of Southside Bank BJ Cast has a word of 
advice: preparation.

“I always advise customers to start saving for the future no matter how 
small the amount. If the pandemic has taught us anything, it has shown us 
that our finances can change in a heartbeat, so we need to be prepared,” 
Cast said.

Cast began her career in banking when she was just 19 years old, work-
ing as a teller. “Throughout my career, I have served in numerous different 
areas of banking, from customer service to new accounts, and now Branch 
Manager,” she said.

What kinds of things can Cast help with? “As Branch Manager, I’m grate-
ful for the opportunity to assist customers in all aspects of banking. I don’t 
specialize in one area – I can cash your check, open your account, help you 
buy your dream car and everything in between,” she said. 

In addition to being available to help people with transactions, Cast 
emphasizes the importance of maintaining a relationship with your banker. 
“The relationship between banker and customer is needed more than ever 
right now. As the customer, you need someone in your corner looking out for 

your needs. Over the past year, it has 
been that relationship that has saved 
many businesses through Paycheck 
Protection Program (PPP) loans and 
guiding customers through mortgage 
forbearance and numerous other 
programs,” Cast said. While our coun-
try was in lockdown, Cast was busy 
calling customers, ensuring they had 
their financial needs met. “For some it 
was the only personal interaction they 
had for that day. Of all the moving 
parts of being a banker, customer 
service is and always will be the most 
important aspect of the position and 
what sets us apart from others.”

In the time since the pandemic 
began, Southside Bank has evolved 
the way it does business in order to 
accommodate the fluctuating needs of 
its customers. “Banking has changed 
tremendously since the pandemic, 
including how services that were once 
only offered in the lobby are now avail-
able in the drive-thru,” Cast explained. 
“We have looked for new, innovative 
ways to interact with our customers to 
serve their needs in all circumstances, 
including having an Interactive Teller 
Machine (ITM) available.”

As financial service needs contin-
ue to progress, Cast’s advice to her 
customers still gravitates around prepa-
ration. “As with any area of life, as 
we grow, we change and our banking 
needs change with us. What started 
as a minor savings account when you 
were young can grow to be your retire-
ment account one day. My advice is to 
always budget, never stop saving and 
start planning for your retirement no 
matter your age. The younger you are 
when you start, the better off you will 
be. Oh, and always take time off when 
you can – it’s good for the soul!”



© 2021 Southside Bank.
 All rights reserved. C1021P

For us, banking is all about you. We’re here to support your 
financial needs so you can live the life you’ve always wanted.

southside.com/you

It’s not 
about the 
money.
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We’re with you...

... through every 
season of 

life.

972-938-4300 CNBof Texas.com

Whether you are buying your first home or car, starting 
your family or your own business, CNB of Texas is here 

to help you be successful throughout your life.  We 
want to build a relationship with you, your kids 

and your kid’s kids. Let us know how we can 
partner together to make your life better!

Switch to a bank where YOU Matter.

800 Santa Fe Dr.
Weatherford, Tx 76086

  our professionals: PC’S TOP BANKERS

Lori Martin  — Vice President
Citizens National Bank of Texas

A lot is happening in the world as we enter the final 
quarter of 2021. Gas prices are high; real estate is 

selling out faster than the blink of an eye; and then there’s 
the uncertain post-COVID stock market. People are in 
need of financial guidance now more than ever. So, what 
can people do to help make their goals become a reality?

“Develop a relationship with your banker. No matter 
how big or small your needs are, make sure you have a 
banker that cares about your well-being and your fami-
ly’s well-being,” Lori Martin, Vice President of Citizens 
National Bank of Texas, said. “If you are a business 
owner, make sure that your banker visits with you on a 
quarterly basis to assess any additional or future needs 
you may have to help in the growth of your business. 
They need to be there to help you be successful!”

Martin has been involved in banking for over 33 
years. “I was in a branch manager role for 24 of those 
years. I worked in Operations Management, Call Center 

Management, Treasury Management, Sales Management 
and Consumer and Commercial Lending,” she said. She 
considers her specialty to be people. “I specialize in 
getting to truly know my customers.”

CNB, Lori said, is always striving to help their clients 
have their needs met as quickly and adeptly as possible. 
With a 150-year history of serving Texas communities, 
CNB employees are prepared to help their clients to the 
best of their abilities. “Here at CNB of Texas you will 
always speak to a local live person who is friendly, and 
most importantly, knowledgeable. We are competitive 
with all banks large and small. We truly are a ‘people’s 
bank’ and have the desire and commitment to help you 
succeed for generations to come. …We will be here to do 
business with your kids’ kids,” Martin said.

Because the world of banking is constantly in flux, 
Martin stresses the need for having an established rela-
tionship with your banker. “You need to have a resource 
that keeps you informed and makes sure you are being 
updated with changes in our industry. Customer service 
has weakened over the years as a whole. Having a rela-
tionship banker ensures that you are receiving the service 
you deserve and gives you the confidence your needs are 
being met.” 

One of the major changes that has occurred over 
the course of the pandemic has been in the amount of 
in-person interactions at CNB. “Pre-pandemic there was 
much more foot traffic in the branches. Last year and 
post-pandemic have decreased the foot traffic in branches 
tremendously. It has pushed clients to rely more on tech-
nology to have their basic banking needs met,” Martin 
said.

Even though change is scary, we can all take comfort 
in the fact that change is a constant that will never go 
away. Martin’s advice for customers has to change as 
well, as people grow and events shape the world around 
them. “It is a constant. You have to put yourself in other 
people’s shoes. Every client is different, and a banker 
must be respectful of that. What is good for one customer 
is not always good for the other. This is why it is vital for 
your banker to be present, knowledgeable and willing to 
help you with all your financial needs,” Martin said.



We’re with you...

... through every 
season of 

life.

972-938-4300 CNBof Texas.com

Whether you are buying your first home or car, starting 
your family or your own business, CNB of Texas is here 

to help you be successful throughout your life.  We 
want to build a relationship with you, your kids 

and your kid’s kids. Let us know how we can 
partner together to make your life better!

Switch to a bank where YOU Matter.

800 Santa Fe Dr.
Weatherford, Tx 76086
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Kim Laws  — 
Texas Bank Financial
It’s All About the People

Kim Laws began her banking career an impressive 48 
years ago in Mesquite, Texas after moving there in the 

early ‘60s from her hometown of Lawton, Oklahoma. She 
began as a loan assistant for a local family-owned commu-
nity bank in Mesquite.

In the years since, Kim has worked for both large and 
small financial institutions, but what drew her to banking in 
the first place was the customer service-oriented environ-
ment of the office. That, and assisting people with banking 
needs.

Kim has racked up a lot of wisdom and expertise in her 
nearly five decades in the business, but her best advice is 
as follows: “Work hard,” she says. “Hold on to and appreci-
ate the job you now have and invest in something for your 
future.”

Considering Kim’s love of customers, it’s no wonder 
that the pandemic proved a bit of a challenge for her. “So 
many people had to transition to working from home,” 
she comments, adding that so many people had to hide 
out in their homes to remain COVID-free, that “all of their 

banking needs had to be handled online, which meant 
decreased contact with bank employees and customer 
service representatives.” Even though the pandemic is 
winding down, Kim believes the COVID-era challenges 
still apply. “An exceptional customer service experience 
for our existing and prospective customers is even more 
important,” she says, “whether we are on the phone with 
them, or they are right in front of us.”

Of course, that’s what Texas Bank Financial is all 
about.

“Working for Texas Bank Financial, a locally owned 
community bank, we strive to offer an exceptional 
customer service experience in all we do for our custom-
ers, whether it is a deposit transaction in the drive-thru, 
opening a new deposit account, seeking out a mort-
gage loan or refinance of your homes, applying for a 
personal or business loan … we pay attention to detail,” 
Kim insists. “We want each person that calls our bank 
or walks in the door to know that we are here to assist 
them with their banking relationship.”

Kim specializes in consumer, commercial and SBA 
loans, areas where she continues to put her focus on a 
positive relationship with the customer. “I am so happy 
we were able to extend PP loans and help small busi-
nesses with their cash flow during the pandemic when 
so many businesses suffered or had to shut down.”

It’s important to have a relationship with a banker—
that’s a given. “If you are shopping for a new or used 
vehicle,” Kim explains, “need to buy a piece of equip-
ment or seek out working capital for your business, 
purchase a new home or refinance you home for a better 
rate, a personal loan for medical expenses or maybe just 
a much-needed vacation, a good bank and banker is 
where to start. By opening a deposit account and meet-
ing a lender in your local bank, this can open a whole 
new array of products and services that can be offered to 
a consumer or business to meet their financial needs.”

In such a fast-paced world, Kim admits that her 
advice does change for people based on where they 
are in their lives. “My advice for people as they move 
through their lives is … life can be challenging and hard, 
but I believe if you are honest and always do what is 
right, you will be all right.”
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Mark Riebe  — Chairman of the Board
Texas Bank Financial
Banking With a Personal Touch

It was August 16, 1977, Mark Riebe, Apple Computers 
had just incorporated, Elvis Presley had just given 

his last concert, Jimmy Carter was serving his first year as 
president and the economy was faltering and Mark Riebe 
decided to pursue a career in banking.

  “I wanted to do something where I could build a future 
while helping people,” Riebe said. “I saw banking as an 
avenue that would allow me to do that.”

      He chose First National Bank of Weatherford (it’s 
now First Bank Texas). He stayed until April 0f 2000. “I was 

there for 23 years,” he said. “I started in the bookkeep-
ing department. We didn’t have computers then. I posted 
the bookkeeping entrants by hand. We posted the checks 
and deposits that came in by hand. It was a really good 
place to start in banking. It allowed me to learn the nuts 
and bolts of banking from the beginning. Later I went 
on to work in the notes department and then I became 
the cashier for the bank, which is kind of the operations 
person, later I went on to the lending department.”

His first bank president was Bill Hurley followed by 
Don Duffield.

After 23 years, Riebe decided to make a change.
“In 2000, I was approached by a group of local busi-

ness people that pooled their resources to form a commu-
nity bank in Weatherford that would focus on the finan-
cial needs of residents and businesses of North Central 
Texas. It was called simply, ‘The Bank.’ They approached 
me to join them,” he said, adding that he did. “I had the 
pleasure of working with people like Perry Mader, Dr. Bob 
Penny and Charlie Gilchrist.”

The Bank was purchased by the Doss-Knight family 
and it became Texas Bank Financial.

 Texas Bank Financial has grown into an institution 
with three full-services branches which includes its own 
full-service residential mortgage lending operation, Texas 
Bank Mortgage Co., which is headquartered in Fort Worth.

  Texas Bank Financial focuses now on mortgages has 
$700 million in assets and since 2010 has made over $1 
billion in mortgage loans.

“It’s been very successful which is good for everybody,” 
Riebe said. “It’s a great industry. What means the most 
to me is having the opportunity to help people get into 
a home. There’s a good sense about going around Parker 
County and seeing families enjoying their home and know 
that we’ve been a small part of the equitation.

After nearly 45 years in banking, Riebe and his wife 
enjoy driving around Parker County and taking note of the 
growth and pointing out the buildings and houses that he’s 
had a part in financing their purchase or construction.

“We’ve seen a lot of growth in Parker County in our 
time and it’s been good all around,” he said.
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Lin Bearden  —
Texas Bank Financial
Delivering An Authentic Community 
Experience

Lin Bearden has been in banking for almost a quarter centu-
ry; however, his aim when starting college had more to do 

with atmospheric pressure than financial pressures. He wanted 
to be a television weatherman when he started school. Lucky 
for his bank and his customers, he is currently serving as 
the Parker County Market President for Texas Bank Financial 
in Weatherford. Lin graduated from Weatherford College, 
TCU and then Tarleton for his MBA. He also attended the 
American Banking Association’s graduate school of banking at 
Georgetown. 

While Covid-19 changed how business was done includ-
ing that of our nation’s banks, Lin said it was a reminder that 
people are really the backbone of banking. “Much of how 
we process business in this country has changed greatly in 
the past year. Some of these changes will likely be permanent 
because bankers, like everyone else, learned new ways to 
deliver their services to the customer,” said Lin. New technol-
ogies are one of the ways that the banks were able to continue 
to provide necessary services to customers. “Certainly, we 

rely even more now on electronic transactions and 
business-related interactions that minimize health 
risks. Crypto-currencies, intelligent teller machines and 
increasing remote access are all areas that are going to 
become more commonplace in banking,” he contin-
ued. 

Texas Bank Financial is a community bank that puts 
a great value on knowing its customers. “Every bank’s 
money is green and everyone has online banking. 
Every bank says the customer is first. Few, however, 
practice it and we are one that does. That’s how we 
differentiate. There are lots of great bankers and good 
banks in our area but only two of these banks, of 
which we are one, can say that Weatherford is their 
home and not just a branch of a larger bank outside 
of Parker County,” he explained. Because of his long 
history in banking, he has been exposed to much in 
the financial world. “I don’t claim to have a specialty, 
although I enjoy working commercial loans, particular-
ly real estate, and have done hundreds and hundreds 
of them over the years. I’m a generalist that can usual-
ly steer our customer in the direction to get something 
done effectively,” he said.

He enjoys being a banker and has great advice 
for his customers. “The best advice I can give any 
new customer or long-time customer, large or small, 
is to bank with someone who knows you and your 
business. That’s why community banks are so impor-
tant. Every bank in America claims to love and know 
their customers, but only community banks have the 
business model that places a premium on a personal 
relationship. Small businesses are the backbone of 
our economy,” Bearden exclaimed. “The most impor-
tant piece of banking today is not what’s happening 
online but it’s what’s happening in the office or on the 
phone. To be a successful small or even medium-sized 
business, you need to be on someone’s radar in bank-
ing who knows you and can help you with banking 
needs and counseling for smart financial decisions,” he 
concluded.
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Shelda Nichols  —
First Financial Bank

Beginning her career in title insurance, Shelda Nichols has spent the last 30-plus years in bank-
ing, 26 of those with First Financial Bank. She is a mortgage loan officer helping “people to 

realize the dream of home ownership.”
She says, especially now, trust is important in the bank/client relationship. “We care about the 

long-term success of each of our customers and strive to build trust-based relationships,” she says.
What makes FFB standout? “We are a nationally recognized and respected financial institution,” 

she replies. “We have the reputation of excellence in customer service, financial performance and 
community leadership.”

Obviously, the past couple of years have been challenging for businesses, with the pandemic 
upending norms and spreading uncertainty. However, for the most part, Nichols says, “While the 
pandemic certainly brought changes and challenges, First Financial saw minimum changes as we 
never closed and were able to help our customers with their financial needs during this uncertain 
time.”

Asked for her best advice, Nichols says one should “get connected with a professional that can 
keep you informed and guide you through all your financial needs.”
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Sean Woodring  — Senior Vice President
First Financial Bank
Steadfast Amidst the Changes

After spending four years in the army, Senior Vice 
President of First Financial Bank Sean Woodring gradu-

ated from Tarleton. Afterwards, he got involved with bank-
ing. “I’ve been in banking 14 years,” Woodring said. “Five of 
those years have been with First Financial.”

With so much changing in America in the past two 
years with COVID-19 and the population explosion in 
Parker County, it’s nice to know that some things are going 
to remain steadfast. First Financial is one of those things. 
“Banking with First Financial has remained unchanged. We 
have kept our doors open throughout the pandemic, were a 

champion of the Payroll Protection Program, and have 
remained ready to help with our full array of banking 
services,” Woodring explained.

Even as First Financial remains a reliable institu-
tion during these strange and often frightening times, 
Woodring stressed the importance of having a banker 
you can count on. “Now, more than ever, you need a 
banker who will be there for you with sound advice and 
solid solutions for your personal and business needs.” 

Small businesses have sprung up all over the place, 
and housing is at an all-time high. Because of the rapid 
developments, Woodring acknowledged that growth and 
transition come with change. “Customers need to have 
a solid relationship with a banker who is plugged in 
and can offer sound advice as they navigate through this 
exciting time.”

While Woodring’s background lies in commercial 
lending, he also has talents in several other areas. “ …I 
can help with land loans, in-house mortgages, home 
equity loans, home improvement loans, small business 
loans, commercial real estate loans, equipment financ-
ing, lines of credit and more,” he said.

What sets First Financial apart from other banks is 
that they are genuinely invested in what happens in the 
Parker County community. “We live and breathe Parker 
County. Every day our dedicated team of professional 
bankers constantly strive to find new ways to meet the 
needs in our community. We have a passion for helping 
the individuals and businesses in our county,” Woodring 
explained.

With the changes happening in our everyday lives, 
advice that was given 10 to 20 years ago may or may 
not be relevant to today. Woodring’s advice for people as 
they navigate their lives deals with borrowing practically. 
“I have always said that when folks are young, they typi-
cally need to borrow,” he explained. “As they go through 
life, they should naturally look to borrow less and save 
more. A good banker will help them move from being 
borrowers to depositors.” 
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Diane Johnson  —
First Bank Texas
A Banker with a Heart

Diane Johnson was a college student and young wife 
when she entered her banking career at Haltom City 

Bank. She was drawn there by the college student-friendly 
hours and a positive work environment.

“I’d get off work at 2:00 … in the afternoon and would 
come home and study for a while and then go to class,” she 
recalls. “That’s back when we had ‘banker’s hours.’” It was 
the perfect job for her. 

Johnson initially may have been drawn to banking 
because she liked the convenient hours, but she chose to 
stay in the industry and become successful, because she 
loved the work and she truly loved helping customers. She 
still does. Customers are drawn to her largely because she 
cares, and it shows in every transaction.

“I have four and five generations of families I’ve worked 
with. Customers bring their kids and grandkids into the 
bank to open accounts with me,” Johnson said. “So many 

of the families that I worked with in the beginning (while 
with Haltom City Bank) have moved to Parker County.”

Johnson and her family fell in love with Parker County 
years ago after coming out to area events starting with The 
Peach Festival. 

“We had some land in Whitt,” Johnson said. “We 
always loved Parker County.” Eventually, the Johnsons 
built a home on their property. 

Johnson met FBT Chairman of the Board, Zan Prince, 
grabbed dinner together and became friends. Eventually, 
Prince offered Johnson a job and she accepted. That was 
more than 15 years ago.

Today, Johnson is an executive vice president over real 
estate and commercial loans, overseeing operations at 
FBT’s Hudson Oaks location. 

“You’ve got to love your job these days,” she said. “I 
love the banking business. I love seeing all these young 
people getting involved in the community. Banking is 
about relationships. I have customers that have been with 
me for more than 30 years that have moved to Parker 
County. It’s all about taking care of your customers. If you 
take care of them, they will take care of you. People don’t 
forget you when you help them.”

The bank in Hudson Oaks is rapidly growing. 
“We have a great team,” Johnson said. “They’re so 

compassionate. We have the younger customers who want 
to get in and get out of the bank in a hurry.”

The FBT Hudson Oaks staff does everything possible to 
help younger customers, those who have hectic schedules, 
accomplish their banking business in a friendly, efficient 
manner. 

“The older customers that want us to help with their 
checkbook or in understanding [of] some of the technolo-
gy, we go through their check books with them. Whatever 
the customer needs, we’re there to help them.”

What Johnson loves most about banking? “It’s the 
people and the relationships,” she said.

“These are lifelong relationships. Seeing the growth in 
Parker County and knowing that our bank is such a big 
part of the growth.” 

She also loves FBT’s level of community involvement.
“I don’t know that I’ve ever worked at a bank that 

invests so much in its community,” she said. “It’s a true 
community bank. If you love a job, it’s not a job to you.” 
Johnson’s job is not a job. It’s a labor of love.
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Jarrod Dickey  —
First Bank Texas
Fueled By A Passion For People

Jarrod Dickey is a Senior Vice President at First Bank Texas 
and is proud to trace his roots back seven generations in 

Parker County. He began his banking career in Fort Worth, 
but soon found his hometown beckoning. “I began my 
banking career in Fort Worth in 2003, and made my way 
back to my hometown, Weatherford, Texas as quickly as I 
could. I wanted to be part of a banking family who takes 
care of its customers. I found that hometown bank at First 
Bank Texas,” he said.

He specializes in commercial real estate, but can help 
his customers with any loan need they may have. “I have 
a passion for helping and consulting on any loan needs. 

Whether you’re purchasing a new vehicle, shopping for 
land or expanding your business, I love sitting down and 
discussing everything,” he explained.

While the pandemic was challenging, he always 
aimed to be accessible to his customers and likes to get 
to know them. “I still answer a phone call, text message, 
email or meet in person,” he shared. He likes the rela-
tionships he has built with his customers and their fami-
lies. “With everything going electronic, customer service 
and personal touch seem to be going away in all lines 
of business. You can’t replace a face-to-face interaction 
and a handshake. I enjoy having a relationship with my 
customers and getting to know their families. I expect to 
bank my current customers’ children, and grandchildren, 
and make a point to make sure those kids know I’ll be 
here for them when that time comes,” said Jarrod. 

Jarrod works at the bank’s Palo Pinto Street location 
and said it was the first bank he ever went to, over 40 
years ago with his parents. He said that Parker County 
has a rich banking history, one he is glad to be a part of. 
“There are many good banks and really great bankers in 
this community, many I consider dear friends. The main 
difference is First Bank Texas is NOT a branch. We have 
local Parker County Ownership, Directors, Officers and 
Employees, who call Parker County home. Each Officer 
has their own portfolio of business, which they manage 
through personalized service. First Bank Texas is also 
proud to have local decision making. The bank family 
is encouraged to volunteer, as the bank gives so much 
back to this community,” Dickey said.

While the news is full of gloom and doom and 
reports of the coming inflation, Jarrod has some simple 
advice that he shares with his clients to weather what-
ever is coming. “The best advice I give clients right 
know is stay close to your Bank Officer and CPA. We 
are here to serve you and help you navigate through 
these unprecedented times,” Jarrod shared. “My advice 
changes as their needs change. Obviously, I focus on 
needs-based recommendations for my customers. The 
needs of a family just starting out are vastly different 
from a senior citizen, who is looking at upcoming retire-
ment,” he concluded.
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Russell Pulliam  — 
First Bank Texas
Making Banking Personal

If you’re in search of a mortgage expert with the patience and 
know-how to help you navigate the ins and outs of the industry, 

look no further than Russell Pulliam of First Bank Texas. Russell 
began his foray into the mortgage industry in April of 1999, and in 
the more than 20 years since, he has worked as a broker, banker 
and as an owner/partner in a separate mortgage company. “The 
combination of all three,” he says, “has been very rewarding and 
insightful.”

When it comes to advice, Russell’s expertise lends plenty. “You 
should interview lenders to make sure you are being treated as a 
preferred customer and not just a number,” he says. “Make sure 

the lender and institution have all the tools and 
resources to provide the experience you deserve 
and want.”

He also notes that it’s worth embracing the 
technological advances that have had an enormous 
effect on the banking industry of late, as First Bank 
Texas has made a significant investment in that 
technology.

“The advances in technology have been remark-
able,” he comments. “During the pandemic we 
brought hybrid e-closings to the market, allow-
ing our customers to sign most all of their closing 
documents from the comfort and safety of their 
choosing, leaving minimal documents to be signed 
at the title company. This also provides a better 
closing experience for the customer and our title 
and realtor referral partners. This is just one exam-
ple of many.”

First Bank Texas, Russell insists, differs from 
other banks on the marketplace. “Our team is 
relentless about providing the ultimate client 
experience,” he says. “It drives us in all that we 
do.” Second, Russell points out that the bank 
is large enough to have all the technology to 
provide a wonderful experience while also being 
small enough to maintain relationships with their 
customers and referral partners. And because of 
that, First Bank Texas will go above and beyond for 
their loyal clients.

If you can’t tell, Russell enjoys what he does, 
and he thinks very highly of his bank. “First Bank 
Texas offers a service and pathway to the American 
Dream,” he says. “We must deliver a customer 
experience second to none, not out of obligation, 
but a desire to make our customers happy.”

In his career, Russell has had the pleasure of 
overseeing thousands of transactions from people 
in virtually every walk and stage of life. But his 
best advice stays largely the same for each one of 
his vastly different customers: “Be honest and open 
with your lender so that they can treat you the way 
you want to be treated and deliver the products 
and services that fit your stage of life today and in 
the future.”




