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Although two-thirds of the commercial and industrial loan volume of 
Fourth District member banks is represented by notes which have been 
outstanding for less than one year, the business borrowers have been con
tinuously indebted for two years or longer for half of the loan volume, 
according to a recent survey.
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Department Store Sales on the Upsweep

As b u s in e s s  swings into the autumn sea- 
jTV son, strong retail sales appear to be 
assuring adequate support to other phases 
of the economy. I t takes an effort to recall 
that less than six months ago, it was feared 
in some quarters that retail sales, allegedly 
sagging, might provide an inadequate base 
for the expansion of activities then being 
generated in the capital-goods sector.

While the over-all showing of retail sales 
during the first half of the year was, in fact, 
quite strong by almost any reckoning, it re
mained true that during much of that period 
auto sales were temporarily lagging and the 
total of retail sales was barely keeping up 
with the late-’55 showing, after allowance 
for seasonal factors. Broadly speaking, the 
part played by department store sales in the 
business scoring of that period—the first 
half of 1956—was a quiet sustaining role, 
lacking in spectacular gains to new high lev
els but holding fairly consistently to the high 
ground already achieved. More recently, 
signs of an even quicker pace of sales are 
apparent.

The following summary of recent trends in 
department store trade in the Fourth Federal 
Reserve District should be considered as in
dicative of one important part of the retail 
picture—a part which is significant for an 
understanding of the whole.

General Course of Sales

An accompanying line chart shows the path 
traveled by monthly sales of Fourth District 
department stores during the past three 
years, after adjustment for seasonal varia
tions. The parts of the total (represented by 
points in the index) which are attributable 
to the broad divisions of store offerings such

as apparel, homefumishings, etc., are shown 
on the same chart. I t  is apparent that ad
justed sales during the first half of 1956 
were at approximately the same level as in 
the immediately preceding six-month period, 
but they averaged substantially higher, i.e. 
by 6 percent, than the level of sales during 
the first half of 1955, the corresponding 
year-ago period.

A closer look at the curve of adjusted sales 
during the first half of 1956 shows a very 
slight downward tendency during the first 
quarter, which was partly associated with the 
early incidence of Easter coupled with unfa
vorable shopping weather. April, however, 
showed a rise, and sales during the second 
quarter were somewhat stronger than during 
the first quarter. Seasonally adjusted sales

Adjusted sales by Fourth District department stores 
during the first half of this year held fairly steady 
at high levels, with a new forward movement in 
July.
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during July, the latest entry on the chart, 
took a marked spurt. The latter could be an 
omen for the second half of the year or it 
could be an erratic fluctuation; in any event, 
the early returns for August would indicate 
that sales are holding generally strong and 
there are numerous factors in the outlook 
which point to a bullish autumn and Christ
mas season.

An examination of the curves shown on 
the chart for sales of apparel, homefurnish- 
ings and basement store, respectively, (in 
terms of points in the index) indicates that, 
as usual, sales in the homefumishings group 
of departments have been somewhat more 
fluctuating than apparel sales, after seasonal 
allowance. Nonetheless, homefumishings 
sales during the first half of this year were 
at a relatively favorable level; in fact, they 
were substantially above the corresponding 
year-ago period, as will be shown in more 
detail in a subsequent chart. Also, the fact 
that apparel sales bulk larger than home- 
furnishings sales in the regular business of 
department stores emerges clearly from the 
same chart.(1) That is a basic fact with which 
merchants, as well as many business observ
ers, are thoroughly familiar; it is not always 
fully understood by the general public.

Year-to-Year Gains by Departments

Differences in the pace of sales among the 
various departments can be illustrated by 
reference to year-to-year percentage gains in 
sales between the average for the first half 
of 1955 and the average of the first half of 
1956. This is shown by an accompanying bar 
chart applying to a number of the more im
portant departments.

(1 ) The data underlying the chart are based on samples of 
reporting department stores which are somewhat larger for 
the total sales curve than for the departmental groups. Some 
alterations in the relationship of apparel sales to homefur- 
nishings sales would follow from a more complete coverage 
of stores in the panel reporting specifically on the depart
mental breakdowns, but no drastic change would occur in 
the general position of the curves shown in the chart.

Note also that the departmental lines shown on the chart 
are limited to the major offerings of the stores. Sales which 
are included in the total line, but not in the departmental 
segments, include: piece goods and household textiles, small 
wares, miscellaneous merchandise departments, and the non
merchandise departments— together contributing about 20 
percent of total sales.

For the first half of 7956, sales of the homefur- 
nishings departments showed greater year-to-year 
gains than most of the major apparel and soft 
goods departments.

PERCENT CHANGE

DEPARTMENTS

RADIOS, PHONOGRAPHS 
AND TV  SETS

FURNITURE

MAJOR HOUSEHOLD 
APPLIANCES

DOMESTIC FLOOR 
COVERINGS

ALL HOMEFURNISHINGS 
DEPARTMENTS

WOMEN'S AND MISSES'
APPAREL

MEN’S AND BOYS' WEAR

THE BASEMENT STORE

PIECE GOODS AND 
HOUSEHOLD TE X TILE S

WOMEN'S AND MISSES'
ACCESSORIES

GRAND TO TAL
Entire Store ■

Sales during the first half of this year for 
all the major departments of District stores 
were above the first half of 1955, with some 
departments reporting sales up by as much 
as 20 percent or so. The largest year-to-year 
gains for the period were in the homefur- 
nishings group of departments, while the 
apparel group generally scored smaller 
margins.

Homefumishings. Sales of homefurnish- 
ings during the first six months of 1956 were 
11 percent larger than in the year-ago period. 
The volume of sales was unusually strong, 
even in comparison with previous good years, 
as the dollar total was approximately 8 per
cent larger than in the first half of 1953, and 
close to the all-time record volume of the first 
six months of 1951.

The major gains in homefumishings were 
made in sales of furniture and bedding, 
major household appliances, and radio-pho- 
nographs-television. The latter department

First Six Months of 1956 from Year-Ago Period
O •*’5 ■••10 +15 +20j - ,-.,. | -I-, r -f - i", 1 r 1 1 | 1 1 1 1 |
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posted a sales gain of 17 percent for the 
first half, which was considerably larger than 
the 6 percent gain reported for that depart
ment in the national total of department 
store sales. Sales of furniture and bedding 
started the year off at a strong pace which 
was largely maintained. For the six months, 
sales were up by 14 percent from the year- 
ago volume. Such a gain boosted the dollar 
sales for that department above even the 
totals for the first half of 1951, which had 
reflected the Korean scare-buying episode.

Major household appliances advanced 13 
percent over the year-earlier period, marking 
a definite upturn in the sales trend of the de
partment. In  the last half of 1955, sales of 
appliances had dropped below the strong 
first half, although they were still larger than 
for any time since 1950 and 1951.

Apparel. Sales of men’s and women’s wear
ing apparel showed smaller year-to-year 
gains than sales of hard goods in the first 
half. For all of the apparel departments of 
Fourth District stores, the year-to-year mar
gin was 4 percent.

Sales of women's and misses’ apparel dur
ing the first half of 1956 gained 5 percent

New orders placed by Fourth District department 
stores appeared to keep in step with sales during 
the first half year, although a slight slackening 
occurred during the second quarter.

Inventories held by Fourth District department 
stores have shown little change during 7956, after 
adjustment for seasonal variation.

in dollar volume from the first half of 1955, 
with the major portion of the gain occurring 
in sales of dresses.

Men's and boys’ wear showed a 5 percent 
margin for the first half of 1956 also. Men’s 
clothing sales were up by 9 percent, but only 
a 1 percent gain was recorded for sales of 
men’s furnishings and hats.

For the miscellaneous departments outside 
of the apparel and homefurnishings sections, 
sales margins of District stores were small 
but on the “ plus” side. Sales of the base
ment stores were 4 percent larger than a 
year earlier, while sales of piece goods and 
household textiles were 3 percent larger than 
in the first half of 1955.

New Orders and Inventories

New orders placed by District stores were 
6 percent above the year-ago volume for the 
first half of 1956.(2) On a seasonally adjusted 
basis, new orders turned upward early in the 
year and reached a new high in March. (See 
accompanying line chart.) During the sec

(2 ) The “new order” series referred to here and shown in 
the chart is derived by combining information on outstand
ing orders, inventories, and sales as supplied each month 
by a group of cooperating department stores.
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ond quarter of the year there appeared to be 
a slight slackening in the adjusted rate of 
new orders. However, the fact that the curve 
depicting the index of new orders has con
sistently been above the curve of the sales 
index indicates that orders have tended to 
be stronger in relation to sales than they 
were in the base period, 1947 to 1949. (The 
relationship between the two during the base 
period was, of course, not necessarily ‘‘nor
m al.” )

Little change occurred in the inventory 
position, after seasonal adjustment, during 
the first half of 1956. During most of 1955, 
as shown by an accompanying chart, the

stores had lower stocks in relation to the 
rising trend of sales than at any time since 
1953. Early in 1956, though, seasonally ad
justed stocks showed a rise while sales were 
tending downward; during the second quar
ter, stocks tended to be stable or slightly de
clining, on a seasonally adjusted basis. In 
general, the level of stocks held by Fourth 
District department stores appears quite con
servative in relation to the base-period posi
tion ; thus, the percentage increase since 
1947-49, which was a period of abnormally 
low inventories, appears to have been less 
in this District than in other parts of the 
country.

NOTES

Among the articles recently published in 
Monthly Business Reviews of other Federal 
Reserve banks, the following may be of spe
cial interest to our readers:
“ Bank Credit for Small Business,”  Federal 

Reserve Bank of Chicago, issue of August 
1956

“ Branches of Federal Reserve Banks,”  Fed
eral Reserve Bank of St. Louis, issue of 
August 1956

“ Pulp and Paper in the Upper Lakes Re
gion,” Federal Reserve Bank of Min
neapolis, supplement to July  1956 issue

“ The St. Lawrence Seaway and New Eng
land,” Federal Reserve Bank of Boston, 
Ju ly  1956

“ The Booming Aluminum Market,”  Federal 
Reserve Bank of San Francisco, June 
1956

Copies may be obtained by writing to the 
Federal Reserve Bank named in each case.
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Continuous Borrowing Through 

“Short-Term” Bonk Loans

Ov e r  the past th irty  years, the growing 
importance of intermediate-term loans 

by commercial banks to business borrowers 
has brought about a fundamental change in 
the nature of bank credit. In  addition, the 
practice of continuous renewals of nominally 
short-term loans has added to the extent to 
which the banking system is providing credit 
for fixed-asset purposes to the business com
munity.

Although the growth of business loans with 
original maturities of more than one year has 
been widely recognized, very little has been 
available, in the way of comprehensive data, 
concerning the actual extent of continuous 
renewals of business loans. The survey of 
business loans at member banks, conducted 
by the Federal Keserve System in October, 
1955, has provided important new informa
tion on the subject of continuous indebted
ness of business borrowers at Fourth District 
member banks.(1)

The discussion and charts which follow 
are designed to show how the majority of 
business loans, although nominally of short
(1 ) No comparable data on continuous indebtedness of 
business borrowers is available for member banks nationally, 
since the question on this subject was a special addition to 
the survey in this District. Thus, while it is not possible to 
make comparisons with other parts of the country, there is 
no reason to believe that the picture would be markedly 
different as between the Fourth D istrict and other Federal 
Reserve districts.

This is the third of several articles dealing with the sur
vey results for the Fourth District. The first article was 
“Loans to Business by Member Banks,” M onthly Business 
R eview , May, 1956, dealing w iith changes in business loans 
since 1946 by type of business, by size of bank, and by 
maturity of loan. The second article, which appeared in 
the issue of June, 1956, was concerned with loans to small 
business and with the interest rate structure on business 
loans.

maturities, have been converted into longer- 
term credit in effect through the practice of 
continuous renewals. Thus, as shown on the 
cover chart, one-half of the volume of com
mercial and industrial loans was outstanding 
to borrowers who had been continuously in 
debt to the same banks for 2 years or more, 
while one-fourth of the loan volume repre
sented continuous borrowers of 5 years or 
longer, as of the date of the survey.

Finally, an examination will be made of 
the reasons for and the significance of this 
fundamental change in banking practice.

Traditional View

A certain view of the fundamental nature 
of commercial banking, which was almost un
disputed in this country until the 1920’s, has 
left its imprint upon our institutions and 
our thinking, even though the passing 
decades have eroded the theoretical structure. 
That is the view that loans by commercial 
banks are characteristically, and should be, 
short-term and self-liquidating in character.

The view was justified, in theory at least, 
on the grounds that the bulk of bank liabil
ities consists of demand deposits. I t  was ar
gued that, by restricting themselves to the 
financing of short-term working capital for 
commerce and industry, banks could achieve 
the liquidity necessary to meet the require
ments of deposits withdrawable on demand. 
The most liquid bank assets were thought to 
be loans arising out of transactions which
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would normally provide the borrowers with 
funds for repayment within a short time— 
i.e., business loans based on physical goods 
in the process of production or marketing.

Such a view in its most clear-cut form was 
the so-called ‘ ‘ real - bills ”  doctrine, based 
largely on English banking practices. Under 
the name of “ commercial loan theory of 
credit” , the same general view came to be 
followed to some extent in American banking 
practices. In spite of a considerable formal 
adherence to the principle of short-term 
loans, however, American banks have long 
been faced with the fact that their customers 
often require funds for longer periods than 
the traditional maximum of three months as 
usually specified in the “ commercial loan 
theory.” Notwithstanding the theory, there
fore, American banks in practice have gener
ally departed from the exclusive holding of 
short-term, self-liquidating, working-capital 
loans. The extension of longer-term loans for 
fixed-asset purposes has become increasingly 
important since the 1920’s, for reasons to be 
discussed later.

Even when business loans continued to be 
short-term in form, it was recognized as 
early as 1918 by some acute observers that 
banks in large eities at that time were often 
called upon to renew between 40 and 50 per 
cent of short-term unsecured business loans, 
thus providing longer-term credit in sub
stance.(3) How far has this practice been 
extended under present-day conditions, and 
what are its implications? Before analyzing 
the reasons for and the significance of such a 
fundamental change in banking, the extent of 
continuous indebtedness among banks’ busi
ness borrowers will be outlined, as it applies 
in the Fourth Federal Reserve District.

Survey Findings

The best measure of the extent of contin
uous renewals of business loans is a compar
ison of the age of the outstanding promis-

(2 ) Moulton, H . G.. “Commercial Banking and Capital 
Formation,” Journal of Political Economy, 1918, p. 658.

sory notes with the length of time in which 
the same borrowers have been continuously 
in debt on commercial and industrial loans 
to the banks holding the notes. This com
parison is made on the cover chart for Fourth 
District member banks.(3)

The business loan survey disclosed that 
while only one-third of the amount of notes 
was over one year old, nearly two-thirds of 
the dollar volume of commercial and indus
trial loans was outstanding to borrowers who 
had been continuously in debt on such loans 
to the same banks for one year or more. Simi
larly, while only 22 percent of the amount 
of notes was 2 years old or more, half of the 
amount of notes represented borrowers con
tinuously in debt for 2 years or longer.

At the extremes of “ age,” although over 
one-third of the dollar amount of notes was 
less than 3 months old, only 8 percent of the 
dollar volume represented borrowers who had 
been in debt to the same banks for as little 
as 3 months. A t the opposite extreme, while 
only 6 percent of the amount of notes showed 
an age of 5 years or more, no less than 25 
percent of the dollar volume of loans was 
outstanding to borrowers who had been con
tinuously in debt to the same banks for five 
years or longer.(4) (See Appendix Table 1 
for greater detail.)

(3) The age of note is equal to the number of months 
elapsed between the time the note was made or last renewed  
and the survey date (Oct. 5, 1 9 5 5 ). The period of the bor
rower’s continuous indebtedness is equal to the number of 
months elapsed, as of the survey date, since the date of the 
borrower’s last zero loan balance at the same bank on com
mercial or industrial loans (excluding business-purpose 
loans secured by real estate and non-business purpose 
loans.)

It is important to note that the “period of continuous 
indebtedness” in this article is viewed from the standpoint 
of the lending bank only, and not from that of the bor
rower. An examination of the borrower’s records would 
undoubtedly show continuous use of bank credit for longer 
periods in many cases, since some borrowers pay off loans 
at one bank while immediately borrowing from another bank.

(4) There is one important explanation to be made in con
nection with the above data dealing w ith the period of the 
borrower’s continuous indebtedness to a given bank. Within 
that period, it is very probable that the amount of indebt
edness did not remain constant, but fluctuated from time to 
time. In the survey results, the dollar volume of loans 
according to which the relative concentration of borrowers’ 
continuous indebtedness is measured consists of the original 
amount, when made or last renewed, of commercial and in
dustrial loans outstanding on the survey date. The method 
thus gives effect to the most recent high poin t in the amount 
of the indebtedness.
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Fourth District member banks report that borrowers continuously in debt 
for one year or longer account for 83 percent of the volume of commercial 
and industrial loans outstanding to transportation, communication, and pub
lic utility firms, but for only 16 percent of volume in the case of commodity 
dealers and sales finance companies.

Continuous Indebtedness of 1 yr. or  more; %  of Loan Volume
0  20 40  60  80  100-----1 '----------T

TRANSPORTATION, COMMUNICATION 
AND PUBLIC  U T IL IT IE S

MANUFACTURING AND MINING 

WHOLESALE AND RETAIL TRADE 

CONSTRUCTION AND REAL ES TA TE  

COMMODITY DEALERS 

SALES FINANCE COMPANIES 

OTHER BUSINESS

Not only notes recently made, but notes of 
all ages showed evidence of having been re
newed often, as indicated by the following 
comparison for Fourth District member 
banks.(5)

Of notes representing com
mercial and industrial loans 
having an age of:

The following percent of 
the dollar amount was 
outstanding to borrowers 
continuously in debt to 
the banks for longer than 
the age of the note:

Less than  3 m on ths.. 75%
3-5 m onths................. 57
6-11 m onths............ 38
12-17 m onths............ 46
18-23 m onths............ 47
24-29 m onths............ 58
30-35 m onths............ 62
3-5 years..................... 59

I t  is thus apparent that any distribution 
of commercial and industrial loans by nom
inal age or nominal maturity seriously un
derstates the “ tru e” period of continuous 
use of bank credit by business borrowers. 
When attention is focused on the length of
(5) Based on Appendix Table 1.

continuous indebtedness, the results strongly 
suggest that a much larger share of bank 
credit to business is used for fixed capital 
purposes (such as plant and equipment) than 
generally believed.

The discussion thus far has dealt with total 
commercial and industrial loans of all Dis
trict member banks. Additional insight may 
be gained through a breakdown of continuous 
borrowing according to the line of business, 
size, and corporate status of the borrower 
and also by the size of bank.

Type of Business. An accompanying chart 
portrays some of the major differences among 
various lines of business as to the continuous 
use of bank credit in the Fourth District. 
As shown in the chart, borrowers continuous
ly indebted for one year or longer to the same 
bank accounted for 83 percent of the loan 
volume to transportation, communication, 
and public utility firms and for 72 percent of 
the loan volume to manufacturing and min
ing concerns. In both of the above categories, 
investment in fixed assets tends to be rela
tively heavy, thus indicating a need for rel
atively large amounts of capital loans.

On the other hand, as illustrated in the 
chart, continuous borrowers for a year or more
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accounted for only 16 percent, in each ease, of 
the loan volume outstanding to commodity 
dealers and sales finance companies. In  both 
of these lines, loans for short-term, seasonal 
inventory purposes dominate the pattern of 
their bank borrowing.

Construction firms, along with manufac
turers of textiles, apparel, and leather goods 
were the only other lines of business in which 
less than half of the loan volume was out
standing to borrowers continuously in debt 
to the same bank for over one year.

The heaviest concentration of longer-term 
indebtedness to banks was in manufacturing 
and mining concerns (other than the textile- 
leather-rubber group). Of the loan volume 
outstanding to manufacturers of food, liquor, 
and tobacco products, 60 percent went to 
continuous borrowers of 3 years or more, 
and 44 percent to those of 5 years or over. 
The corresponding figures for metal and 
metal products manufacturers were 46 per
cent—3 years or longer, and 25 percent—5 
years or over.

In  the transportation-communication-pub- 
lic utility group, 58 percent of the loan vol
ume represented borrowers continuously in 
debt for 3 years or longer, and 37 percent 
for 5 years or over.

Finally, it may be noted that in those lines 
of activity where small business tends to pre
dominate, there was a heavy concentration 
of continuous borrowing amounting to one 
year or more — namely, 
in wholesale and retail 
trade, construction and 
real estate concerns, and 
firms providing various 
consumer services. (See 
Appendix Table 2 for 
details.)

Size of Business. When 
classified by size of busi
ness, the period of con
tinuous indebtedness did 
not show as wide a vari
ation as was the case 
when grouped by type

of business. There were some important dis
tinctions, however. In  general, the smaller the 
size of the borrower, the greater was the per
cent of loans outstanding to firms whose con
tinuous indebtedness was under 2 years. Con
versely, the larger the borrower, the greater 
was the share of loans outstanding to firms 
whose continuous indebtedness exceeded 3 
years. (See Appendix Table 3.)

Corporate Status. When classified by the 
form of business organization, loans to unin
corporated borrowers tended to show rela
tively longer continuous indebtedness than in 
the case of corporate borrowers. This is 
shown in an accompanying chart.

In the case of unincorporated firms, loans 
to borrowers continuously indebted for less 
than a year accounted for only 28 percent of 
the dollar volume, while the corresponding 
figure for corporate firms was 39 percent. 
Conversely, continuous borrowers of 3 years 
or longer accounted for 43 percent of the loan 
volume outstanding to unincorporated firms, 
but only 36 percent in the case of incorpor
ated borrowers. (See Appendix Table 4 for 
further details.)

The above distinctions might have been ex
pected. Since unincorporated borrowers with 
needs for intermediate term credit have no 
access to the capital market for sale of stocks 
or bonds, it is natural that their demands 
would focus on the banking system.

Size of Bank. When classified by size of 
bank, the relative concentration of borrowers’

Commercial and industrial loans to unincorporated firms made by Fourth 
District member banks show a greater share of volume to borrowers con- 
tinuously indebted for one year or more than is the case with corporate 
borrowers.

Percentage of Total Amount of Loans 
10 2 0  30  4 0 50

UNDER I YEAR

I TO 3 YEAR S

3 YEARS AND OVER

jMCOftPQRATEO
UNINCORPORATED

UNINC.

UNINC. ■ 1
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continuous indebtedness showed no clear pat
tern. For example, the largest banks (those 
with total deposits of $250 million and over) 
had the highest share of loans outstanding to 
borrowers showing continuous indebtedness 
of 3 years or longer—about 43 percent. The 
next largest size group of banks, however, with 
total deposits of $100 million to $250 million, 
had the lowest share of loans to borrowers 
continuously in debt for 3 years or over— 
about 19 percent. At the same time, small 
banks (deposits of $2 million to $10 million) 
came close to matching the record of the 
largest banks in respect to the share of loans 
going to continuous borrowers of 3 years 
standing or longer.

Similarly, while there were wide variations 
among various bank size-groups as to the per
cent of loans outstanding to borrowers who 
had been in debt less than one year, the varia
tions were not clearly related to bank size, 
either directly or inversely. Evidently the 
business and corporate status of borrowers 
tend to outweigh the influence of size of 
borrower (which tends to be closely related 
to size of loan and therefore to size of bank) 
in determining which banks concentrate in 
continuous loans to business borrowers. (See 
Appendix Table 5 for further details.)

Change in Banking Doctrine

The frequency of loan renewals and the 
pattern of continuous indebtedness of busi
ness borrowers represent a marked change 
in the nature of bank credit over the past 
several decades. In  addition, the initial ma
turities of business loans have been extended 
in length during the same period. As of 1955, 
43 percent of commercial and industrial 
loans outstanding at all Fourth District mem
ber banks had an original maturity exceeding 
one year, in contrast to only 26 percent in 
1939 at weekly-reporting member banks in the 
District. The combination of longer initial 
maturities and increased frequency of re
newals has largely destroyed any resemblance 
of present-day business loans to the classic 
tradition of short-term self-liquidating credits.

Why did such a major change come about ? 
In part, the answer lies both in defects of the 
“ commercial loan theory” and in unfavor
able experience with its application in the 
United States in furnishing liquidity to the 
banking system in periods of crisis. A brief 
review of these matters is necessary in order 
to judge whether or not the longer-term na
ture of business loans today poses a major 
threat to the ability of banks to meet potential 
withdrawals by depositors.

A self-liquidating loan is one which will 
normally be repaid out of the income result
ing from the transaction financed by the pro
ceeds of the loan. But when the source of 
liquidity of short-term business loans is ex
amined closely, it turns out that the bor
rower’s ability to repay depends in large part 
on the willingness of other banks to extend 
loans to the purchasers of the goods produced 
by the first borrower. Reliance on this source 
of liquidity thus breaks down during any 
type of banking crisis.

The increased importance of bank holdings 
of investment securities during the 1920’s 
and 1930’s gave rise to a new “ shiftability ” 
doctrine of liquidity — namely, that banks 
could protect themselves against large deposit 
withdrawals by holding credit instruments 
for which there is a highly organized and 
ready market. The emphasis on the shift- 
ability theory of bank liquidity was strength
ened by the growth during the 1930’s and 
1940’s in the volume of U. S. Government 
obligations, particularly Treasury bills. Short
term Government obligations can generally 
be converted into cash very quickly and with 
very little danger of loss. During the 1920’s, 
when a relatively large volume of bank loans 
was based on securities collateral, shiftability 
depended on the normal functioning of the 
securities market. In any event, the “ shift
ability” of any securities held by a bank 
normally depends on the willingness of other 
banks or customers of other banks to pur
chase them. Thus, the liquidity of bank as
sets, whether of the “ shiftable” type or the 
“ self-liquidating” type, presumes a normal 
functioning of the whole banking system.
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Since the bulk of present-day bank loans 
is in the form of term loans to business, 
loans to consumers, and mortgage loans to 
homeowners, the liquidity of such loans is 
measured by the borrower’s ability to meet 
instalment payments out of income. The in
creasing importance of these types of loans 
has given rise to a third concept of bank 
liquidity, based on the “ anticipated income” 
of the borrower.

While all three doctrines of bank liquidity 
noted above — “ commercial loan theory” , 
“ shiftability” , and “ anticipated income” — 
have a certain validity when applied to any 
given bank during normal periods, they all 
break down when applied to the commercial 
banking system as a whole in crisis periods. 
Regardless of the types of credit extended by 
banks, any wholesale attempt on the part of 
the banking system to meet deposit with
drawals by a liquidation of loans and invest
ments, unaided by a central bank, is bound to 
fail. Any attempt by a given bank to improve 
its own liquidity position under such circum
stances would worsen its own position, as well 
as that of other banks, by hastening the col
lapse of values. During periods of crisis, the 
liquidity of the banking system as a whole de
pends on the existence of a central bank 
which can purchase or make loans on com
mercial bank assets by issuing new currency. 
This lesson, learned by bitter experience in 
the early 1930’s, was recognized by legisla
tion in 1935 which permits the Federal Re
serve System to purchase, or accept as col
lateral for a loan, any “ sound” asset offered 
by member banks.

In  addition, a major change in bank ex
amination standards, known as the Uniform 
Agreement, was adopted in 1938 by the three 
Federal bank supervisory agencies — the 
Comptroller of Currency, the Board of Gov
ernors of the Federal Reserve System, and 
the Federal Deposit Insurance Corporation— 
and agreed to in principle by the executive 
committee of the National Association of State 
Bank Supervisors. The principal changes in 
bank examination procedure were the aban
donment of the “ slow” classification of bank

loans and the recognition of the principle 
that bank investments should be judged in 
the light of inherent soundness rather than 
on the basis of day-to-day fluctuations in mar
ket values. Under the new standards, accord
ing to an official statement, “ the principle is 
clearly recognized that, in making loans, 
banks should be encouraged to place emphasis 
upon soundness and intrinsic value rather 
than upon liquidity or quick maturity, and 
examiners are expected to follow this princi
ple in their examinations. ” (6)

Since that time, the extension of longer- 
term credit to business has proceeded both in 
form, through longer initial maturities, and 
even more in substance, through the practice 
of continual renewals of nominally short-term 
loans.

While the relative shift in uses of bank 
loans to business from short-term working 
capital purposes to longer-term fixed capital 
purposes certainly has not improved the 
liquidity position of commercial banks, at 
least it has not worsened it. (Rather, it is 
the growing proportion of loans to deposits 
which has reduced bank liquidity, as noted 
below.) On the basis of past experience, so- 
called self-liquidating short-term loans to 
local borrowers were often the least liquid 
part of a bank’s assets during crisis periods 
when liquidity needs were greatest.

Conclusions

Several decades have now elapsed since the 
time of the fundamental change in banking 
doctrine and practice with respect to loan 
maturities. A brief appraisal of the past 
effects of the change and its implications for 
the future may be in order. The important 
questions relate to the appropriate uses of 
bank credit and the fundamental banking 
problems of solvency and liquidity. The fol

(6) Board of Governors of the Federal Reserve System, 
Annual R eport, 1938, pp. 37-8. In 1949, the agreement was 
further revised for the purpose of clarification and simplifica
tion of procedure, and in the interest of uniform application. 
See Federal R eserve Bulletin , July, 1949, p. 777.
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lowing conclusions on these matters are tenta
tively suggested.

(1) W ith respect to appropriate uses of 
bank credit, the shift to longer-term business 
loans, both in form and in substance, has 
constituted an important contribution of 
commercial banks in meeting vital credit 
needs of the business community. This is 
especially true in respect to new, small, or 
unincorporated firms, whose access to sources 
of intermediate and long-term external 
financing, other than bank credit, is very 
slight or nonexistent. The device of term 
loans, and the practice of continuous renew
als of nominally short-term loans, make up 
a part of the wide variety of credit practices 
adopted by banks to meet the financing needs 
of small business.

On the unfavorable side, however, the rapid 
growth of business loans during periods of 
inflationary pressures, such as have existed 
over the past year, may aggravate the situa
tion if the proceeds of the loans are used to 
finance capital expenditure programs rather 
than to finance short-run, seasonal inventory 
requirements. There is some evidence that 
this has been the case.

(2) W ith respect to bank solvency, the 
shift to longer-term business loans poses a 
potential threat. This is particularly true 
since other types of bank loans have also 
tended to become longer-term in nature and 
to rely more on the anticipated income of the 
borrower over extended periods.

It is obvious that the longer the period 
over which income is anticipated and repay
ment schedules based, the greater is the risk 
of unforeseen adverse developments. To be 
sound, therefore, the practice of granting 
longer-term credits must be matched by vig
orous efforts of banks to build up their cap
ital funds in keeping with the greater credit 
risks involved in current loan practices. This 
is vitally important in order to insure the 
continuity of the bank’s operation during pe
riods when it might become necessary to 
write off unsound assets, as well as to provide 
an adequate “ cushion” of owners’ equity in

the bank to protect depositors against losses.
Although bank capital funds have grown 

rapidly in the postwar period, some author
ities have expressed doubt as to whether 
they have grown fast enough to keep pace 
with the expansion in bank loans, both in 
amount and as a proportion of total bank 
assets.

(3) W ith respect to the need for bank 
liquidity, the trend toward longer-term busi
ness credits, while desirable in important 
respects, has not repealed the overriding fact 
that commercial banks are institutions with 
over 90 percent of liabilities payable on de
mand or on short notice. The trend in the 
direction of longer-term loans, combined with 
the rising proportion of total loans to total 
deposits, thus becomes sound only if balanced 
by adequate holdings of secondary reserves— 
i.e., liquid assets that can be quickly con
verted into cash with virtually no danger of 
loss.

In determining the form of secondary re
serves, the “ shiftability” doctrine of bank 
liquidity, with one major qualification, is a 
sound guide. Secondary reserves must be 
assets that can be shifted easily from one 
bank to another in normal times in order to 
meet individual bank needs for cash, but they 
must also be assets which the commercial 
banking system as a whole can shift to the 
central banking system in periods of crisis. 
For several reasons, short-term Government 
securities seem to be the only major credit 
instrument which can fulfill this need. First, 
such securities are the only type of money- 
market instrument available in sufficient 
quantity to meet the needs of all commercial 
banks. Secondly, short-term Governments are 
the only securities (with minor exceptions) 
which the Federal Reserve System freely 
buys or sells, under both past and present 
policy.

Mainly because of the accidental circum
stance of World W ar II, the banking system 
acquired an enormous volume of U. S. Gov
ernment securities which fulfilled the need 
for secondary reserves. By 1945, bank hold
ings of such securities far exceeded total

12

Digitized for FRASER 
http://fraser.stlouisfed.org/ 
Federal Reserve Bank of St. Louis



bank loans, so that the question of bank 
liquidity was largely academic.

Since that time, however, a rapid reversal 
has taken place in bank holdings of Govern
ment securities, particularly in the past six 
years. Banks have disposed of huge sums of 
Governments in order to finance the unprece
dented demand for loans in the postwar busi
ness boom.

As an illustration of how far these trends 
have gone, the ratio of total loans to total 
deposits at all Fourth District member banks 
has risen from 28 percent in 1950 to 45 per
cent at present. For many individual banks, 
loans already constitute over half of total 
deposits. Conversely, the ratio of U. S. Gov
ernment securities to total deposits at all Dis
trict member banks has declined from 50

percent in 1950 to 34 percent at present, and 
is even lower for individual banks.

How long can this pace be maintained 
without reducing secondary reserves below a 
prudent level needed for sound banking? 
While no answer can be given that is ap
plicable to all banks, it may be suggested that 
this is one of the most important problems 
that must be met by bank management in 
order to insure a strong and healthy banking 
system in the years ahead.

In the last analysis, each bank will have to 
set its own minimum standards of liquidity, 
as well as need for capital funds, based on a 
careful analysis of the behavior of its own 
deposits and the nature of its loan portfolio. 
The time may be ripe for a thorough re
appraisal of such fundamental factors.

Appendix tables of data on commercial and industrial 
loans appear on the following pages.
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Appendix Table 1: Commercial and Industrial Loans 

BY AGE OF NOTE AND BY PERIOD OF BORROWER’S CONTINUOUS INDEBTEDNESS

(Fourth District Member Banks, October 5, 1955)

Age of Note  
on Oct. 5, 1955*

All Periods Period of Borrower’s Continuous Indebtedness**
Dollar Amount 

(thousands 
of dollars)

Percent 
of Total

Less than 
3 months

3 - 5
months

6 - 11
months

1 2 -1 7
months

1 8 -2 3
months

2 4 -2 9
months

3 0 -3 5
months

3 - 4
years

5 years 
and over

Unclassi
fied

Percentage Distribution of Original Amount of Loans

Less than 3 months. 
3 to 5 months..........

$ 777,343 
345,975 
246,506 
174,725 
90,070 
61,659 
39,147 

229,273 
128,172

100%
100

21.6% 12.2%
39.7

17.0%
21.8

5.9%
6.3

6.0%
3.5

6.1%
5.8

3.4%
2.9

8.6%
5.8

16.0%
11.6

3.2%
2.6

6 to 11 months........
12 to 17 months. . . .  
18 to 23 months... . 
24 to 29 months...  . 
30 to 35 months... . 
3 to 4 years............

100
100
100
100
100
100

59.4 6.2
44.1

8.0
3.4

51.4

3.8
1.3
9.6

37.2

2.5
2.7
3.1

13.5
31.7

5.5
21.0
13.4
25.1
41.2 
40.1

11.6
16.3 
21.2 
19.6 
21.0
59.4

3.0 
11.2
1.3
4.6
6.1 

.5
5 years and over... 100 99.1 .9

All Ages.............. $2,092,870 100% 8 .0 % 11.1% 1 6 .9 % 7 .6 % 6 .2 % 5 .3 % 3 .5 % 1 3 .0 % 2 5 .1 % 3 .3 %

Number 
of Loans Percentage Distribution of Number of Loans

Less than 3 months. 
3 to 5 months..........

37,180
14,565
11,521
5,940
3,100
1,395

840
1,929
1,131

100%
100

21.7% 9.0%
35.9

13.7%
14.6

7.6 % 
8.9

6.4%
5.3

4.9%
4.2

3.6%
3.8

8.1%
8.2

20.0%
14.9

5.0%
4.2

6 to 11 months........
12 to 17 months.. . . 
18 to 23 months.. . .  
24 to 29 months. . . .  
30 to 35 months.. . .  
3 to 4 years............

100
100
100
100
100
100

52.8 5.9
56.2

6.8
7.1

56.7

4.0
5.1 
5.5

52.5

4.2
4.2 
3.4 
5.9

55.2

7.8
7.1

10.4
11.0
16.8
53.7

13.5
14.8
18.5 
24.2
23.6
41.8

5.0
5.5
5.5
6.4
4.4
4.5

5 years and over. . . 100 97.4 2.6

All Ages.............. 77,601 100% 1 0 .4 % 11 .0% 1 7 .1 % 1 0 .5 % 7 .9 % 5 .3 % 4 .2 % 9 .2 % 1 9 .5 % 4 .9 %

♦Number of m onths between date the note was made or last renewed (if renewed) and October 5, 1955.

♦♦Number of m onths elapsed, as of October 5, 1955, since the date of the borrower’s last zero loan balance on commercial or industrial loans at the bank holding
his note.Digitized for FRASER 
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Appendix Table 2: Commercial and Industrial Loans 

BY TYPE OF BUSINESS AND BY PERIOD OF BORROW ER’S CONTINUOUS INDEBTEDNESS

(Fourth District Member Banks, October 5, 1955)

T Y PE  OF B U SIN E SS

All Periods Period of Borrower’s Continuous Indebtedness*

Dollar Amount 
(thousands 
of dollars)

Percent 
of Total

Less than 
3 months

3 - 5
months

6 - 1 1
months

12 - 17 
months

1 8 -2 3
months

2 4 -2 9
months

3 0 -3 5
months

3 - 4
years

5 years 
and over

Unclassi
fied

Percentage Distribution of Original Amount of Loans

Manufacturing and Mining—
total.......................................... $ 759,083 100% 6.2% 8.5% 13.2% 9.2% 4.8% 5.9% 4.5% 1 5 .7 % 28.4% 3.6%

Food, liquor, and tobacco.. . . 105,308 100 3.9 6.5 16.5 2.8 1.4 4.0 1.7 15.6 44.5 3.1
Textiles, apparel, and leather. 18,302 100 4.1 6.9 50.6 11.2 1.5 4.3 2.1 12.1 6.4 .8
Metals and metal products.. . 352,329 100 6.0 6.9 11.0 10.9 4.9 6.2 5.6 20.7 25.0 2.8
Petroleum, coal, chemicals,

and rubber........................... 148,771 100 4.7 14.4 2.9 8.5 4.9 8.4 2.1 10.2 36.0 7.9
All other manufacturing and

mining.................................. 134,373 100 10.7 7.7 22.6 10.2 7.5 4.0 7.0 9.4 19.6 1.3

Trade— total.................................. 408,943 100 7 .2 11.2 13.3 5 .7 5 .7 5.5 4 .5 12.4 28.9 5 .6
Wholesale................................. 135,325 100 6.9 7.2 15.8 5.2 2.7 8.7 4.7 9.7 29.1 10.0
Retail........................................ 273,618 100 7.4 13.3 12.1 6.0 7.2 3.8 4.4 13.8 28.7 3.3

Other— total................................... 924,844 100 9.9 13.2 21.6 7 .2 7 .7 4 .7 2 .0 11.0 20.6 2.1
Commodity dealers................. 16,351 100 6.1 57.3 20.1 4.0 5.1 .2 .5 .7 6.0
Sales finance companies......... 241,405 100 21.1 22.7 40.0 3.9 1.1 2.8 3.1 4.9 .4
Transportation, communica

tion, and other public utili
ties ......................................... 322,256 100 1.6 7.0 8.1 4.7 10.3 7.1 1.4 21.1 37.3 1.4

Construction............................ 105,231 100 16.0 15.6 18.2 8.8 7.9 4.9 5.2 4.6 16.3 2.5
Real estate................................ 103,778 100 5.6 5.9 26.4 16.9 17.2 2.3 1.9 6.2 11.8 5.8
Service firms............................ 79,997 100 10.7 7.6 16.3 12.2 7.5 5.4 5.0 10.6 18.9 5.8
All other nonfinancial............ 55,826 100 5.5 12.3 25.4 9.3 4.0 2.8 4.1 11.8 22.9 1.9

All Businesses....................... $2,092,870 100% 8 .0 % 11.1% 1 6 .9 % 7 .6 % 6 .2 % 5 .3 % 3 .5 % 1 3 .0 % 25 .1% 3 .3 %

♦Number of months elapsed, as of October 5, 1955, since the date of the borrower’s last zero loan balance on commercial or industrial loans at the bank
holding his note.
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Appendix Table 3: Commercial and Industrial Loans 

BY SIZE OF BORROWER AND BY PERIOD OF BORROWER’S CONTINUOUS INDEBTEDNESS

(Fourth District Member Banks, October 5, 1955)

Size of Borrower 
(Total assets in 

thousands of dollars)

All Periods Period of Borrower’s Continuous Indebtedness*

Dollar Amount 
(thousands 
of dollars)

Percent 
of Total

Less than 
3 months

3 - 5
months

6 -  11
months

1 2 -1 7
months

1 8 -2 3
months

2 4 -2 9
months

3 0 -3 5
months

3 - 4
years

5 years 
and over

Unclassi
fied

Percentage Distribution of Original Amount of Loans

Less than $50.......... $ 118,903 100%
100

10.2%
9.2

12.4%
10.7

16.5%
13.9

11.8%
10.4

8.1%
8.5

6.0%
4.8

3.8%
4.3

8.8%
10.4

18.1%
22.9

4.3%
4.9$50 to $249............ 292,441

295,486
365,807

$250 to $999.......... 100 9.0 6.2 15.5 8.1 7.9 6.6 7.3 8.4 24.8 6.2
$1,000 to $4,999.. . 100 7.2 10.2 20.8 9.1 5.9 5.6 3.9 13.1 19.3 4.9
$5,000 to $24,999.. 296,029 100 8.2 11.3 18.5 9.3 6.5 7.1 3.7 22.8 12.5 .1
$25,000 to $99,999. 239,560 100 6.9 17.5 13.8 4.4 3.5 1.3 .7 17.3 30.8 3.8
$100,000 and over.. 484,644 100 7.3 11.4 17.3 4.3 4.9 5.1 1.2 10.2 37.4 .9

All Borrowers... $2,092,870 100% 8.0% 11.1% 16.9% 7.6% 6.2% 5.3% 3.5% 13.0% 25.1% 3.3%

Number 
of Loans Percentage Distribution of Number of Loans

Less than $50.......... 38,452
27,104

7,904
2,354

100%
100

11.8%
9.0

12.8%
9.5

18.8%
15.1

12.0%
9.8

7.8%
8.0

5.3%
5.1

4.0%
4.4

8.2%
9.9

14.4%
24.2

4.9%
5.0$50 to $249............

$250 to $999.......... 100 8.9 6.8 15.7 7.5 7.8 6.9 4.8 10.8 25.8 5.0
$1,000 to $4,999... 100 7.3 10.9 18.5 7.8 9.9 3.9 4.1 10.4 22.4 4.8
$5,000 to $24,999.. 597 100 11.7 18.9 20.9 1.5 3.4 4.9 4.5 17.9 15.3 1.0
$25,000 to $99,999. 385 100 15.0 15.0 14.3 5.5 1.8 1.6 4.7 11.7 29.4 1.0
$100,000 and over.. 805 100 11.1 13.8 15.2 9.9 6.0 3.1 .2 12.0 27.0 1.7

All Borrowers... 77,601 100% 10.4% 11.0% 17.1% 10.5% 7.9% 5.3% 4 .2 % 9.2% 19.5% 4.9%

*Number of m onths elapsed, as of October 5, 1955, since the date of the borrower’s last zero loan balance on commercial or industrial loans at the bank
holdingihis note.Digitized for FRASER 
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Appendix Table 4: Commercial and Industrial Loans 

BY SIZE AND CORPORATE STATUS OF BORROWER AND BY PERIOD OF BORROW ER’S

CONTINUOUS INDEBTEDNESS

(Fourth District Member Banks, October 5, 1955)

Size of Borrower 
(Total assets in 

thousands of dollars) 
and Corporate Status

All Periods Period of Borrower’s Continuous Indebtedness*

Dollar Amount 
(thousands 
of dollars)

Percent 
of Total

Less than  
3 months

3 - 5
months

6 - 1 1
months

1 2 - 1 7
months

1 8 - 2 3
months

2 4 - 2 9
months

3 0 - 3 5
months

3 - 4
years

5 years 
and over

Unclassi
fied

Percentage Distribution of Original Amount of Loans

$5,000 and Over. .. $1,020,233 100% 7.5% 12.9% 16.8% 5.7% 5.0% 4.8% 1.9% 15.5% 28.5% 1.4%
Incorporated. . . . 840,357 100 8.0 14.7 18.2 5.9 3.7 5.2 2.0 15.8 24.8 1.7
Unincorporated.. 179,876 100 4.9 3.9 10.4 4.8 11.5 2.8 .7 14.5 46.5

$1,00044,999 365,807 100 7.2 10.2 20.8 9.1 5.9 5.6 3.9 13.1 19.3 4.9
Incorporated. . . . 348,296 100 7.2 10.3 20.7 9.0 5.7 5.5 4.0 13.5 19.1 5.0
Unincorporated.. 17,511 100 6.6 8.6 24.4 11.0 8.9 6.8 1.8 5.2 24.4 2.3

$250-$999............... 295,486 100 9.0 6.2 15.5 8.1 7.9 6.6 7.3 8.4 24.8 6.2
Incorporated. . . . 209,756 100 9.7 6.9 15.8 7.3 7.2 6.8 7.7 8.6 23.4 6.6
Unincorporated.. 85,730 100 7.3 4.2 15.0 10.0 9.7 6.2 6.3 8 1 28.1 5.1

$50-$249................. 292,441 100 9.2 10.7 13.9 10.4 8.5 4.8 4.3 10.4 22.9 4.9
Incorporated. . . . 143,719 100 11.4 10.8 14.2 9.0 8.5 4.2 5.1 10.9 19.7 6.2
Unincorporated.. 148,722 100 7.0 10.5 13.6 11.7 8.5 5.5 3.6 10.0 26.1 3.5

Less than $50.......... 118,903 100 10.2 12.4 16.5 11.8 8.1 6.0 3.8 8.8 18.1 4.3
Incorporated.. . . 23,156 100 11.7 15.8 17.9 11.9 5.6 5.5 2.9 8.2 17.7 2.8
Unincorporated.. 95,747 100 9.9 11.5 16.2 11.8 8.7 6.1 4.1 8.9 18.2 4.6

All Borrowers . . . . $2,092,870 100% 8.0% 11.1% 16.9% 7.6% 6.2% 5.3% 3.5% 13.0% 25.1% 3.3%
Incorporated___ 1,565,284 100 8.4 12.4 18.0 7.2 5.1 5.4 3.5 13.7 22.8 3.5
Unincorporated 527,586 100 6.8 7.4 13.6 9.1 9.8 4.8 3.0 10.9 31.8 2.8

♦Number of m onths elapsed, as of October 5, 1955, since the date of the borrower’s last rero loan balance on commercial or industrial loans at the bank
holding his note.
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Appendix Table 5: Commercial and Industrial Loans 

BY SIZE OF BANK AND BY PERIOD OF BORROWER’S CONTINUOUS INDEBTEDNESS

(Fourth District Member Banks, October 5, 1955)

Size of Bank 
(Total deposits in 

millions of dollars)

All Periods Period of Borrower’s Continuous Indebtedness*

Dollar Amount 
(thousands 
of dollars)

Percent 
of Total

Less than 
3 months

3 - 5
months

6 - 11 
months

12 - 17
months

1 8 - 2 3
months

2 4 - 2 9
months

3 0 - 3 5
months

3 - 4
years

5 years 
and over

Unclassi
fied

Percentage Distribution of Original Amount of Loans

$5C0 and Over.......
$250 to $499..........

$ 927,537 
394,421 
258,297 
163,528 
105,760 
129,275 
108,573 

5,479

$2,092,870

100%
100

8.5%
6.4

9.4%
13.1

16.7%
15.6

7.4%
6.0

4.9%
6.3

6.5%
3.8

1.6%
3.8

15.4%
13.8

27.7%
29.7

1.9%
1.5

$1C0 to $249.......... 100 8.6 18.0 22.4 9.6 8 2 2 8 7.2 8.0 10.8 4.4
$50 to $99.............. ICO 8.8 9.4 16.6 10.4 6.9 5.1 4.3 10.8 22.6 5.1
$20 to $49.............. 100 8.2 7.1 13.1 5.9 6.8 6.2 3.6 10.3 22.4 16.4
$10 to $19.............. 100 9 8 10.2 18.2 8 5 8 8 5 7 4 9 8 2 23.4 2.3
$2 to $9.................. 100 5 5 9.5 12.0 8.3 8.7 5.2 4.5 13.0 27.8 5.5
Less than $2........... 100 1.9 9.8 17.3 6.0 10.9 7.1 3.9 16.7 19.2 7.2

All Banks............ 100% 8 .0 % 11.1% 1 6 .9 % 7 .6 % 6 .2 % 5 .3 % 3 .5 % 1 3 .0 % 2 5 .1 % 3 .3 %

Number of 
Loans Percentage Distribution of Number of Loans

$500 and Over.......
$250 to $499..........

9,762
6,859
5,196
9,588
9,484

15,774
19,495
1,443

100%
100

14.3%
13.2

12.5%
14.0

22.0%
19.8

14.6%
11.6

7.5%
7.4

5.5%
4.0

3.7%
3.3

6.9%
10.5

11.5%
14.9

1.5%
1.3

$100 to $249.......... 100 11.5 14.3 18.4 12.7 9.4 4.8 4.2 9.4 13.0 2.3
$50 to $99.............. 100 9.7 10.2 18.9 11.3 9.6 5.0 3.7 9.9 18.7 3.0
$20 to $49.............. ICO 10.5 9.4 14.4 9.5 6.9 5.4 3.3 8.7 20.6 11.3
$10 to $19.............. 100 10.0 10.9 16.6 10.1 7.3 6.2 5.4 8.5 19.6 5.4
$2 to $9.................. 100 8.4 10.0 14.4 8.1 7.6 5.2 4.5 10.1 26.0 5.7
Less than $2............ 100 3.1 6.7 17.5 7.6 11.8 4.6 4.6 14.3 23.7 6.1

All Banks............ 77,601 100% 1 0 .4 % 11 .0% 1 7 .1 % 1 0 .5 % 7 .9 % 5 .3 % 4 .2 % 9 .2 % 1 9 .5 % 4 .9 %

♦Number of months elapsed, as of October 5, 1955, since the date of the borrower’s last zero loan balance on commercial or industrial loans at the bank
holding his note.Digitized for FRASER 
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