
MULTIBAIMK HOLDING COMPANIES: 
CONVENIENCE AND NEEDS

by Joseph E. Rossman* and B. Frank King

Bank holding companies have expanded 
significantly since World War II. Their 
growth has caused concern on the part of 
Federal and state legislatures and resulted 
in several acts designed to control holding 
company expansion. On the Federal level, 
the Bank Holding Company Act of 1956 
and its amendments provide the principal 
basis for such control. The Congress 
named the Board of Governors of the 
Federal Reserve System the prime enforcer 
of the Act and gave the Board sets of 
criteria for regulating various methods of 
holding company expansion.

One of the most important means of 
expansion is the acquisition of additional 
banks. The Bank Holding Company Act 
requires the Board to evaluate all bank 
acquisitions. The Board's decisions to 
approve or deny an acquisition are to be 
the result of weighing the effects of 
several aspects of the acquisition on the 
public interest. Among these aspects is the

effect of the acquisition on the conve
nience and needs of the community of the 
acquired bank —the focus of this study.

The Board is directed in Section 3 of the 
Act not to approve any bank acquisition 

...whose effect in any section of 
the country may be substantially 
to lessen competition, or to tend 
to create a monopoly, or which 
in any other manner would be in 
restraint of trade, unless it finds 
that the anticompetitive effects 
of the proposed transaction are 
clearly outweighed by probable 
effects of the transaction in meet
ing the convenience and needs of 
the community to be served.
(emphasis supplied)1 

In this statement, the Board is given a 
balancing test in which adverse effects of 
an acquisition on competition may be 
outweighed by the beneficial effects of the 
acquisition in meeting the convenience
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and needs of the community. There is no 
reference to other factors; however, the 
Act continues with the instruction:

In every case>, the Board shall 
take into consideration the finan
cial and managerial resources 
and future prospects of the com
pany or companies and the 
banks concerned and the conve
nience and needs of the commun
ity to be served.
(emphasis supplied)2 

This section adds financial and managerial 
effects to the factors to be considered and 
reiterates the instruction to consider con
venience and needs, this time in every 
case.

Research on the Board's orders ap
proving or denying holding company 
applications to acquire banks indicates 
that the convenience and needs of the 
community have seldom been pivotal 
factors in decisions. In a study of the 
Board's early orders, Jules Bachman 
concluded that except in cases involving 
acquisition of newly chartered banks, the 
Board did not appear to find convenience 
and needs factors decisive or compelling.3 
More recently, Michael Jessee and Stephen 
Seelig, after studying the Board's con
sideration of convenience and needs 
factors in post-1970 acquisitions, found 
that the Board mentioned but seldom 
dwelt on convenience and needs factors 
where there were no adverse effects on 
competitive, managerial, or financial 
factors. They also concluded that "...the 
Board's treatment of public benefits 
suggests only a narrow range within which 
[convenience and needs factors] would 
sway the Board when important adverse 
factors are present in a proposal."4

Nevertheless, the Board considers 
convenience and needs factors in con
nection with every bank acquisition and 
includes in each approval or denial order a 
statement about the weight of these 
factors in its decision. Further, in each 
application to acquire a bank, the Board 
requires holding companies to submit an

2 Ibid.
3Bachman,)., "The Bank Holding Company Act,'' The Bulletin of the C .).
Devine Institute of Finance, Bulletin 24-25 (April )une 1963), pp 45-47

4Jessee, M A and S A Seelig, "Analysis of the Public Benefits Test of the 
Bank Holding Company Act, Monthly Review, Federal Reserve Bank of New
York, New York, Vol 56 ()une 1974), pp 161-162.

analysis of the banking needs of the bank's 
community and a statement of how those 
needs will be better met as a result of the 
acquisition.

Although other studies have analyzed 
the Board's weighing of convenience and 
needs factors, there has been little 
systematic analysis of what applying 
companies present to the Board as their 
intended contributions to communities of 
banks to be acquired or how much the 
companies follow up their stated in
tentions. Do the companies present 
benefits that are within their capacity? Do 
they intend to make changes or offer 
services that the banks being acquired 
could not provide on their own? Do their 
plans relate specifically to the needs of 
the community of the bank to be ac
quired? Are their intentions stated firmly 
or ambiguously? After acquisition, do 
holding companies carry out their stated 
intentions? Do they do more than they 
promise? If so, in what areas? When in
tentions are not realized, can one account 
for this on the basis of characteristics of 
the company, the bank, or its market?

An effort to answer these questions is 
worthwhile for two reasons. Holding 
company perceptions of their benefits to 
the public and their actual record in pro
viding benefits give evidence of possible 
strengths, weaknesses, and overall social 
benefits of the holding company type of 
organization. Further, evidence about how 
often holding companies realize their 
intentions could help explain why studies 
comparing performance of banks acquired 
by multibank holding companies with that 
of independent banks have found few 
significant operating differences.5

In order to answer some parts of these 
questions about holding companies and 
convenience and needs, we analyzed bank 
acquisition applications filed by multibank 
companies in the Sixth Federal Reserve 
District. We recorded stated intentions 
from each application and conducted a 
mail survey asking acquiring companies 
which intentions had been realized. Anal
yses of applications and survey results

5A recent summary of this evidence is in "MHBC's: Evidence After Two 
Decades of Regulation, Business Conditions, Federal Reserve Bank of 
Chicago, Chicago (December 1976), pp 3-15.
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TABLE 1

CHARACTERISTICS OF SURVEYED 
INSTITUTIONS

A. Location

State
Number of 

Banks
Holding

Companies

Alabama 12 4
in SMSA 
not in SMSA

4

Florida 88 14
in SMSA 
not in SMSA

77
11

Tennessee 9 3
in SMSA 
not in SMSA

5
4

Total 109 21

B. Bank Size, Assets at Nearest Semiannual Call 
Date Prior to Acquisition (Million $)
State Mean Largest Smallest

Alabama
Florida
Tennessee

32.2 77.2 
31.6 173.0 
31.0 78.3

6.1
2.8

18.1

C. Holding Company, Assets at Nearest 
Semiannual Call Date Prior to Acquisition 
(Million $)
State Mean Largest Smallest

Alabama
Florida
Tennessee

746.9 1,080.9
688.9 2,361.6 
690.8 1,062.7

616.5
111.6 
370.5

D. Lead Bank, Assets at Nearest Semiannual Call 
Date Prior to Acquisition (Million $)
State Mean Largest Smallest

V

Alabama
Florida
Tennessee

522.6 938.3 
385.0 1,246.1
708.7 948.6

302.4
45.9

297.8

provide the basic data for the following 
analysis.

The Study Methods. In all, our survey 
covered 109 applications by 21 multibank 
holding companies. These applications 
were filed by multibank companies be
tween June 1970 and December 1973. The 
survey covered only acquisitions that had 
been approved and consummated; it 
omitted newly chartered banks and a few 
corporate reorganizations. About four- 
fifths of the banks involved were in 
Florida; the rest were about equally di
vided between Alabama and Tennessee.6 
The banks ranged in asset size (at time of 
consummation) from $3 million to $173

6The survey does not cover banks and companies in Georgia, Louisiana, and 
Mississippi because these states did not allow bank acquisitions by multibank 
companies during the study period

million; the average size was $32 million. 
The acquiring companies ranged in aver
age asset size from $112 million to $2.4 
billion. One company had 16 applications 
covered in the survey; only three com
panies had one.

We first recorded a list of holding 
company intentions from the convenience 
and needs section of each application. 
Language used in the applications was 
usually ambiguous and timeless; firm 
commitments were few and far between. 
We gave up attempts to judge the relative 
strength of commitments and assumed 
that if a company had not intended to do 
something, it would not have talked about 
it. Therefore, we treated all matters that 
companies discussed as intentions.

After reading the applications, we 
developed a master questionnaire covering 
all areas of company intentions recorded 
in the survey of applications. Questions 
related to specific intentions for each bank 
were taken from this questionnaire. This 
selection process resulted in a specific 
questionnaire for each bank. Each com
pany was sent its packet of questionnaires 
in July 1976.

The Applicants' Intentions. The bank 
holding companies' plans concentrated on 
services that are more often and more 
extensively provided by the larger lead 
banks of the companies than by the 
smaller banks that were acquired. Plans 
most often included trust services, loan 
participations, data processing, investment 
assistance, improved business and real 
estate loan operations, and management 
and personnel assistance. In general, 
companies intended to provide more serv
ices to the acquired bank than directly to 
its customers but classed bank services as 
public benefits because they would in
crease the bank's efficiency or respon
siveness or reduce the bank's risk.

Convenience and needs discussions in 
most applications were couched in terms 
that are subject to a variety of interpre
tations. We found few firm commitments, 
and even these were usually vague as to 
when and for how long the improvements 
would be implemented. Only about half of 
the applications discussed specific needs 
of the bank to be acquired. In such cases, 
companies described courses of action
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TABLE 2

INTENTIONS DISCUSSED, BY COMPANY AND BANK

Holding Companies 
Discussing the Applications Discussing

Service the Service
Percent Percent

Number of Total Number of Total

A. Direct Customer Services

Trust 21
International 14
Credit Card 7
Leasing 6
Industrial Development 5
Factoring 1

B. Services to Bank

Loan Participations 21
Data Processing 18
Investment Assistance 18
Marketing/Advertising 16
Auditing/Accounting 17
Credit Information 6

C. Management and Personnel

Management 20
Recruitment 21
Training 19

D. Hours and Facilities

Build, Remodel, or
Expand Bank Building 6

Provide Drive-in Windows 6
Provide Parking 6
Extend Hours 3

Expand

Percent 
Number of Total

100 87 80
67 37 34
33 13 12
29 12 11
24 10 9
5 2 2

100 96 88
86 69 63
86 69 63
76 57 52
81 49 45
29 14 13

95 85 78
100 86 79
90 80 73

29 9 8
29 7 6
29 6 6
14 6 6

Expand-lmprove Expand Expand-lmprove

Percent Percent Percent
Number of Total Number of Total Number of Total

E. Loan Portfolio Changes

Total 19 90 71 65
Business 19 10 21 100 57 52 100 91
Real Estate 14 67 14 67 42 39 44 40
Consumer 12 57 12 57 34 31 34 31
Agricultural 4 19 4 19 6 6 6 6

with more detail and certainty.
For purposes of analysis, we divided the 

companies' intentions into five major 
categories: direct customer services, 
services to the bank, loan portfolio 
changes, management and personnel 
assistance, and changes in facilities and 
hours. These categories overlap, but we 
attempted to categorize intentions 
consistently.

In most of the applications reviewed for 
this study, companies discussed providing

services directly to customers of the ac
quired bank; however, the number of these 
services was usually quite small —about 
one and one-half per application on 
average. Most often, discussions of direct 
customer services alluded to introduction 
or improvement of trust and international 
services.

Four-fifths of the applications covered 
trust services. Each company mentioned 
them at least once. When applicants went 
on to discuss methods of providing trust
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services, about half indicated plans to 
establish new departments; the other half 
planned to offer trust services through 
another subsidiary of the company.

About one-third of the applications 
included international services. In most of 
these cases, the applicant indicated that 
international services would be making 
their first appearance at the acquired 
bank. The companies generally spoke of 
making these services available through an 
existing company subsidiary rather than a 
new department. Letters of credit were the 
most frequently mentioned specific in
ternational service.

Applicants discussed other direct cus
tomer services in only a few cases. Except 
for credit cards, these other services are 
usually provided by larger banking 
organizations than those acquired. They 
include leasing, industrial development 
assistance, and factoring.

Holding companies planned to offer 
services to the bank more than twice as 
often per application as direct customer 
services. The bank services that companies 
concentrated on were those that one 
would expect to be offered by a larger 
bank: furnishing a buyer of loan partici
pations from the bank, providing data 
processing, investment assistance, aid in 
marketing, advertising, auditing, ac
counting, and credit information.

Expanding lending limits of the acquired 
bank by introducing or improving proce
dures for selling loan participations led the 
list of planned bank services. In contrast, 
applications seldom mentioned providing 
an outlet for the bank's excess funds by 
facilitating the bank's purchase of par
ticipations. In all, almost 90 percent of 
applications discussed loan participations. 
Business loans received the most attention; 
they were followed closely by real estate 
loans.

Companies intended to provide data 
processing and investment assistance —two 
other standard correspondent banking 
services —in almost two-thirds of the appli
cations and to provide assistance in 
marketing and advertising and in auditing 
and accounting in about half. Upwards of 
10 percent of the applications discussed 
improving credit information through 
centralized analysis and use of special 
expertise.

Each company discussed plans that 
would be expected to influence loan 
portfolio distribution and quality. Par
ticipations were an important element of 
these intentions, but companies also 
looked to specific changes in lending em
phasis and to the availability of company 
or lead bank specialists. In a few cases in 
which the loan-deposit ratio of the bank 
was very low, companies specifically 
committed to increase total loans.

We inferred from almost two-thirds of 
the applications that total loans would be 
increased. Applicants discussed improve
ment or expansion of business loans in 
upwards of 90 percent of the applications 
surveyed, real estate loans in four-fifths, 
consumer loans in one-third, and agricul
tural loans in only six applications.

Four-fifths of the applications covered 
intentions to provide general management 
assistance and recruitment, and three- 
fourths covered training. Each company 
stated intentions to provide management 
and personnel assistance in at least one 
application. Specific statements of the 
type of management and personnel 
assistance to be provided were found only 
in a few cases in which obvious manage
ment succession problems loomed.

Companies seldom discussed changing 
physical facilities and banking hours. Most 
intentions to provide facilities seemed to 
stem from currently perceived needs; they 
were specifically and firmly stated. Few 
applications discussed extending banking 
hours.

No application discussed changing 
service charges, interest rates charged, or 
deposit interest rates paid. A rather firm 
commitment by one company to introduce 
passbook savings accounts in a small rural 
bank was the nearest any company came 
to this type of plan.

Categorizing intentions by bank and 
company characteristics uncovered general 
differences only among individual com
panies and states. Companies varied in 
several ways: in how closely they related 
their plans to the needs of the bank to be 
acquired, in the number of contributions 
included in their discussions, in the types 
of services or changes they discussed, and 
in the apparent strength of their com
mitments. Company specialties in leasing, 
industrial development assistance, and
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mortgage lending appear to have in
fluenced plans for these types of con
templated action.

Companies in Alabama stated their 
intentions more specifically and intended 
more changes than companies in Florida or 
Tennessee. Most Alabama applications 
related intentions to the needs of the bank 
to be acquired. These features might have 
stemmed from the greater competitive 
problems inherent in several Alabama ap
plications and the companies' attempts to 
outweigh adverse competitive effects with 
benefits to the public.

The Acquiring Companies' Actions. How 
often did acquiring companies follow 
through on intentions stated in their ap
plications? Responses to our survey indi
cate that each holding company acted to 
realize most of its intentions in all banks 
acquired.

Companies that discussed direct 
customer services generally reported 
providing them. Within this class of ser
vices, companies realized their intentions 
to provide trust and industrial develop
ment services less often than they fol
lowed through on other services. Yet even 
in the trust category, 83 percent of banks 
for which services were intended actually 
offered them as of the survey date. In only 
two-fifths of these banks did companies 
report that trust services were provided by 
an on-site department. Most banks for 
which trust services were not provided 
were smaller than average and outside of 
metropolitan areas, indicating that 
companies had occasionally overestimated 
the potential for trust business.

Only one acquired bank had an inter
national department when the survey was 
made in July 1976, but twenty-five others 
offered various international services 
through another subsidiary of their holding 
company. Six more banks offered in
ternational services through referral to a 
bank not associated with the acquiring 
company. Thus, most banks offered the in
tended international services in one way or 
another.

The companies carried out their plans to 
provide leasing, credit cards, and factoring 
in almost every case. On the other hand, 
they took action on intended industrial de
velopment assistance in only six of the ten 
banks for which it was planned.

Holding companies seem to have been 
even more effective in following through 
on services provided to the acquired bank 
than on direct consumer services. They 
seldom failed to follow up plans, except 
those for data processing.

Loan participations, the most popular 
intention, were acted upon in nearly all 
cases. Companies reported introducing or 
expanding participations in 98 percent of 
cases and improving procedures in 96 per
cent. Average participation sales per bank 
rose by 225 percent from acquisition date 
to December 31, 1975; average purchases 
by 333 percent. The number of banks 
engaging in participations doubled. Ap
plicants most often mentioned company- 
wide procedural uniformity, central credit 
files and analysis, central administration, 
and documentation review as ways in 
which participation procedures had been 
improved.

Intended data processing services were 
not provided in so large a proportion of 
banks as were other bank services, but 
companies followed up their plans to aid 
in managing investment portfolios in every 
case. The acquiring organizations most 
frequently named accounting for deposits, 
instalment loans, payrolls, commercial 
loans, general ledger accounting, and 
investment analysis as the additional data 
processing applications instituted. The 
types of investment assistance most often 
mentioned were advice on credits and 
portfolio composition, projections of 
available funds, consolidating of orders 
and central trading, and safekeeping.

The holding companies made changes in 
auditing or accounting in every case and 
changes in marketing and advertising in all 
but one case. Auditing changes seemed to 
have been provided more as protection to 
the company than as a service to the bank, 
but the companies felt both parties had 
benefited. Audits by the company were 
introduced in about three-fourths and 
other formal procedures of one sort or 
another in a majority.

The surveyed companies produced a 
spotty record of realizing intentions to 
increase total loans or specific loan cate
gories. A majority of banks in which 
companies planned to expand loans 
reported increases. However, in the 
consumer loan category, the majority was
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TABLE 3

COMPARISON OF INTENTIONS AND ACTIONS

Number of Cases Percent of Cases
Intentions Action Taken Action Taken

Direct Customer Services 

Trust
International 
Credit Card 
Leasing
Industrial Development 
Factoring

Services to Bank

Loan Participations 
Data Processing 
Investment Assistance 
Marketing/Advertising 
Auditing/Accounting 
Credit Information

Management and Personnel

Management
Recruitment
Training

Hours and Facilities

Build, Remodel, or 
Expand Bank Building 

Provide Drive-in'«/indows 
Provide Parking 
Extend Hours

87
37
13
12
10
2

96
69
69
57
49
14

85
86 
80

9
7
6
6

Expand Loans

72 83
32 86
12 92
12 100
6 60
2 100

94 98
53 77
69 100
56 98
49 100
12 86

85 100
71 83
77 96

9 100
6 86
5 83
3 50

Expand Loans and/or Improve Service
Number of 

Cases
Percent of 

Cases
Number of 

Cases
Percent of 

Cases
Intentions Action Taken Action Taken Intentions Action Taken Action Taken

Loan Portfolio Changes

Total 71 55 78
Business 57 38 67 100 100 100
Real Estate 42 35 84 44 43 98
Consumer 34 19 56 34 31 91
Agricultural 6 6 100 6 6 100

slight. Despite a large increase in partici
pations purchased, banks increased 
business loans in only two-thirds of the 
intended cases. The companies succeeded 
in expanding real estate and total loans in 
about four-fifths of the banks for which 
such growth was planned, and they ex
panded agricultural loans in each of the 
few banks where growth was planned.7

When asked to tell what loan changes 
they had made, the companies that had 
discussed increasing or improving services

7We checked action on loan expansion with Call Report data Success in 
increasing loans was judged by the change in loans as a percentage of bank 
assets between the last Call date prior to consummation and the Call date 
two years after

on business and real estate loans named 
larger loan limits as the principal im
provement, with addition of specialized 
expertise a close second. In the consumer 
category, companies most often pointed to 
offering new types of loans as the way 
they had improved service.

Acquiring companies claimed to have 
provided management assistance to each 
bank for which it was intended. These 
banks got regular economic reports, and 
most received regular analyses of at least 
some of their internal operations. Nearly 
all also received some sort of special anal
yses of certain areas of operations, and 
most received personnel-related assistance,
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such as studies of staffing and of salaries 
and EEO compliance audits.

Between the acquisition and mail survey 
dates, holding companies followed through 
on plans to aid recruiting less often than 
on plans to assist management. In all but 
one bank where recruitment aid was given, 
companies assisted in hiring management; 
they provided aid in recruiting technical, 
professional, and clerical personnel much 
less often.

The surveyed companies provided 
training in almost all banks for which it 
was planned. Their programs involved 
management, technical, and operating per
sonnel in most cases. Companies usually 
used formal programs prepared by 
company or lead bank staff.

Generally, in banks for which provision 
of facilities or changes in hours were 
planned, holding companies took action. 
Companies reported action in each case in 
which new or remodeled banking facilities 
were intended and in all but one case in 
which there were plans for new drive-in 
windows and for parking facilities. In con
trast, companies acted in only three of six 
cases in which they had planned to 
lengthen banking hours.

To see if companies did more than they 
intended, we asked them to name actions 
taken but not discussed in their applica
tions. We had hoped from this to get 
information both on company response to 
specific bank problems and on company 
development; however, the casual re
sponses of several companies make com
parisons among companies and banks 
difficult to interpret. Even so, these 
questions provide a few interesting in
sights. Two services that were never dis
cussed but often later provided —single-fee 
consumer packages and IRA and Keogh 
plans —became widespread in banking 
only after most applications were filed. 
Audit improvements were often made 
when no intention had been stated; so, to 
a lesser extent, was provision of data pro
cessing and legal services. Companies 
listed few additional changes in loans but 
often added companywide employee bene
fit and salary administration programs.

When Intentions Were Not Realized. 
Although they generally followed up their 
plans, the applicants' records were not per
fect. Each company and a large minority

of acquired banks had some plans that 
did not bear fruit. These situations bring 
up several questions: Did the applying 
companies overestimate their capacity?
Did they fail to monitor their intentions 
carefully? Did they discuss actions that 
they had no intention of taking? Were the 
companies inaccurate in estimating the 
feasibility of certain actions at the time of 
application? Did market supply or demand 
changes make some actions infeasible 
between application and consummation?

Our resuits shed some light on those 
questions. Judging from the profile of 
company intentions that we developed 
from the analysis of applications, com
panies seldom discussed actions that 
moderately sized lead banks cannot 
perform; therefore, most inaction seems 
unlikely to have resulted from company 
incapacity. Companies also fulfilled in
tentions in most cases, leading us to 
discount the idea that companies might 
generally have stated plans they had no 
intention of carrying out.

This study lends some support to the 
hypothesis that some companies do not 
closely monitor convenience and needs 
intentions or their fulfillment. However, 
this does not seem to be a serious prob
lem. Several companies presented standard 
packages of intentions, whatever the 
characteristics of acquired banks. This may 
be taken as evidence of inattention to 
special problems of banks to be acquired. 
Further, several companies sent their sur
vey questionnaires to individual banks 
rather than answering them at a central 
location —not a likely move for a company 
with a monitoring system. Even so, com
parison of intentions and actions for 
companies with standard benefits pack
ages and without apparent monitoring 
systems revealed that these companies had 
no worse records in acting on intentions 
than others.

The study also yields some evidence 
that inaction may often be associated with 
inaccurate estimation of market conditions 
by the applying companies. The major 
categories with lowest action rates were, 
with two exceptions, those in which 
market conditions are difficult to project 
and are important determinants of feasibil
ity. The lowest action rates were recorded 
in services that were offered directly to
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customers —trust and industrial develop
ment services and several categories of 
loans. (Data processing and recruitment 
categories were exceptions to this pattern.) 
Most failures to carry out plans for trust 
services were in small rural banks where 
demand for new or improved trust services 
may not have been great. In addition, a 
disproportionately large number of failures 
to achieve intentions to expand loans 
occurred in Florida —an area in which the 
economy and bank lending deteriorated 
sharply during the study period. Company 
realization of the possibility of poor 
market evaluation may also have played a 
part in the generally ambiguous nature of 
their convenience and needs discussions.

An Overview of the Results. Before 
summing up our results, we should point 
out that the method of study used in our 
survey has at least three basic limitations. 
First, in the study itself, we performed no 
analysis of whether the intended actions 
would actually benefit the public. In 
addition, except in limited cases where 
cross-checks were convenient, we took the 
companies' word about what they had 
done. Finally, no control group of inde
pendent banks was used to see if changes 
might have been made even in the absence 
of holding company acquisition.

Subject to these limitations, our study 
indicates that companies proposed con
venience and needs benefits that paral
leled services of large banks. The 
dominant service offered directly to con
sumers was trust service. Companies dis
cussed services to the acquired bank more 
often than direct customer services. High 
on the list of the bank services were loan 
participations, data processing, and 
assistance with investments, marketing, 
and auditing. The companies' most pop
ular categories for loan expansion and im
provement were business and real estate 
loans —both closely related by the appli
cants to loan participations. Companies 
also planned special management, recruit
ing, and training assistance quite often.

For the most part, one would expect 
the holding company lead banks to be 
able to handle intended actions. Banks of 
the size generally acquired do not often 
offer these services as extensively as the 
generally larger lead banks of the com
panies surveyed.

Applications contained few firm state
ments of intentions. Discussions were 
usually hedged at best and nebulous at 
worst. They approached only the most ob
vious needs with relatively specific and 
firm commitments.

Companies varied widely in the extent, 
firmness, and specificness of their in
tentions. The only other bank or company 
characteristic that seemed to be related to 
intentions was the state where the bank 
was located. Alabama companies' in
tentions were more extensive, firmer, and 
more specifically related to the bank than 
those of Florida or Tennessee companies. 
This may have been because more of the 
Alabama companies' applications raised 
competitive problems.

Most significantly, companies took 
action in the vast majority of cases in 
which it was intended. Lowest rates of 
realization of intentions were in extending 
hours and providing industrial develop
ment assistance —two plans that were 
seldom presented. In categories of plans 
most often discussed, trust and data pro
cessing services, recruitment, and loan ex
pansion received action in a somewhat 
smaller proportion of cases than did other 
changes.

The study did not uncover any appli
cation in which no action was taken. 
Indeed, in all acquired banks studied, most 
matters on which action was intended 
were reportedly given attention. We found 
no evidence that holding companies dis
cussed plans that they did not intend to 
carry out or that they lacked capacity to 
carry out. On the other hand, there was 
some evidence that some companies were 
less than careful in choosing intentions 
and monitoring follow-up, but these did 
not seem to be serious problems. Failure 
of markets to support company actions 
appears to have played a part when com
panies did not follow through, but the evi
dence is not sufficient to support con
clusive statements. ■
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