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Ever wonder whos really 
on the phone when you call 
Liberty’s Correspondent 
Banking Department?

Here they are.
Four of the hardest working, 
most conscientious girls in 
the Correspondent Banking business.
In fact, they’re the heart of 
our Correspondent Department.
Each makes a special effort to
efficiently handle your needs when your Correspondent Officer is out of the
office and can’t take care of things personally.
You probably know all four at least by name and voice.
We’d like for you to meet them in person, the next time you visit Liberty. 
And, just so you’ll have a face to connect with a name and voice, 
they are .. .

EUNICE HARRIS P ATT IE HAYES BILLIE SPENCE FELICIA GARDNER

m LIBERTY
THE BANK OF MID-AMERICA
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THE TIME IS NOW AND 
THE PLACE IS FIRST NBC 

FOR OIL AND GAS 
PRODUCTION LOANS

FIRST NBC has its own Petroleum and Natural 
Resources Division. The primary purpose of this 
department is to make oil and gas production loans 
right here at FIRST NBC. Our petroleum people 
have years of experience in evaluating and financing 
petroleum resource projects. We’ll study raw data, 
analyze technical and geological reports, and give 
your customers fast, concise answers for their 
future financial planning. So, no matter what size 
an operation, FIRST NBC can offer financial and 
professional assistance. Give us a call. In Louisiana 
our Wats number is 1-800-362-8530. In Mississippi, 
Alabama, Arkansas, Oklahoma and East Texas it’s 
1-800-535-8542. All other areas call collect 
1-504-529-1371. Ext. 237.

The Businessman’s Bank of the Gulf-South
FIRST NATIONAL BANK

OF COMMERCE
NEW ORLEANS, LOUISIANA
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Bankof America has all kinds o f money to 
help you meetyour customers’ financing 
needs. W e can participate in loans large 
and small. You keep your liquidity. And you 
keep your customers happy. One call to  
Chuck Simek at (415) 622-6880 arranges 
everything. W JTk

B A N K o f  A M E R IC A  1X1
Correspondent Bank Service

BANK OP AMERICA M.T.tE.A. MEMBER P. D.1. 0.
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In the time it takes 
to read this ad...
Instaposit 
could have processed 
20 customers.

Instaposit is the unique 5-SECOND TELLER 
that collects customer deposits and returns a 

complete receipt validated with time and date.
All in just 5 seconds!

Instaposit is the modern way to speed up 
customer transactions that do not 

require cash returns.
Instaposit is the only system to solve the 

problem of impatient and unhappy customers.
Instaposit is fun for customers. They enjoy
using Instaposit. There are no error lights, 

buttons, passwords, credit cards or other fancy 
operating procedures. In fact, there’s nothing 

to confuse the customer in any way.
Instaposit may be leased or purchased at a 

fraction of the cost of other units that can’t do 
half the job that Instaposit does.

Instaposifs marketing staff have a complete 
and comprehensive program of promotional 

ideas and materials that w ill help you introduce 
Instaposit to your customers.

Find out why Instaposit is making banking 
history. Please write or call us for the full 

Instaposit story.

Instaposit. . .  It R e a lly  Works!

Instaposit
BANK COMPUTER NETWORK CORPORATION
333 NORTH MICHIGAN AVENUE 
CHICAGO, ILLINOIS 60601 
TELEPHONE (312) 368-8300

j

|
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Banking is a fast-changing world
And Continental 
can keep you on 
top o f it
At Continental we’re deeply in
volved with the accelerating pro
gression of change. Our close 
association with the total spectrum 
of financial activities allows us to 
recognize banking trends and 
changes in the making.
We are constantly analyzing these 
new trends, projecting the course 
of their development, and adjust
ing to meet their impact on our 
own future. T hat’s why we can 
help you with yours.

Move confidently into the future.
Large or small, a Continental 
Bank correspondent has access to 
a wide range of tools, techniques 
and problem-solving materials 
that will help him cope with the fu
ture. They’re derived from the pro
grams and procedures we use to 
keep our own staff not only up-to- 
date, but future-oriented.

For example:
BANKERTAPE is a cassette-tape 
information-education series pre
pared by Continental Bank profes
sionals in every field of banking. It 
includes counsel on current prob
lems, economic forecasts, and ref
erence material of lasting interest 
to many departments of your bank.
K E Y L IN E  is a computer time
sharing system which gives you ac
cess to a comprehensive library of 
bank management programs. You 
can research and make your own 
management decisions with the 
confidence that they are based on 
the most sophisticated information 
sources.
UNITCOST is a computer train
ing model which provides insight 
and skill in making cost control 
decisions. It is designed to supple
ment management development 
programs.
COBAND is a weekly digest of 
business and financial news from 
more than 700 publications, keyed 
to the interests of senior manage-

ment in banks and other financial 
institutions.
Consumer-education materials for 
your community.
Continental’s Family Financial 
Education Program can have 
community-wide application. It is 
geared to teaching personal money 
management to both high school 
students and adults. This program 
is being used by our correspon
dents and other banks across the 
U nited States with gratify ing 
results.

Continental will consult with you 
on any banking problem.
Just call Richard C. Rastetter, sen
ior vice president, (312) 828-3570. 
He can put you in touch with ex
perts in the above services, as well 
as in area development, education 
assistance, personnel training, 
marketing or any other field of 
banking. You’ll find you can de
pend on Continental — as more 
than 3,000 correspondent banks 
now do—to keep you in command 
of the present and on top of the 
future.

CONTINENTAL BANK
CONTINENTAL ILL IN O IS  NATIO NAL BANK AND TRUST COMPANY OF CHICAGO 
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Check Collections...
how our Rapid Transit System 
can reduce your float 
by a day for many points.
The N orthern Trust Total Systems Approach
pulls out all the stops to help your bank profits grow.

Rapid Transit is our own direct sending system 
for providing faster check clearance. It can give you 
maximum dollar availability, and it can save you 
time and money. Here are some of the features:

Big dollars first: Since large sums are most im
portant to your bank, our computers are program
med to recognize large dollar items first. Once this 
priority is established, these items are processed 
immediately to gain earlier clearings, delivery, or 
transit routing.

Faster availability: By sending directly to stra
tegically located correspondent banks, we give you 
one day clearance for many points throughout the 
country, and even same day availability for Chicago 
and major New York City and California banks.

N o pre-sorting: You can avoid the expense and 
inconvenience of sorting your own cash letters. 
We’ll sort them for you, and tve will also pass 
the actual availability back to your bank.

Latest deadlines: The Northern Trust will ac
cept your unsorted cash letters at the latest dead
lines in-Chicago—and still provide you all.the 
benefits of maximum float reduction.

Leadership in change: Our Rapid Transit Sys
tem was developed years ago, and it has been con
tinually expanded to meet changes in the payments 
mechanism. For example, in anticipation of the 
new Chicago Regional Check Processing Center, 
we’ve made further improvements to give our cor
respondent customers full advantage of the “im
mediate availability’’ status which is soon to apply 
to 280 Chicago area banks.

Free analysis: To prove our Rapid Transit 
System can increase profits for a bank of any size, 
we’ll perform a free deposit composition analysis 
for you. We’ll show you in dollars and items where 
it’s to your advantage to use our system and where 
it’s to your advantage to use alternative routing.

Fair enough? To get things moving, just call John 
A, Mattmiller, Vice President and Cashier, Bank
ing Department.

Trust Northern...allyour money matters matter to us.

NORTHERN 
TRUST
BANKmm

THE NORTHERN TRUST COMPANY 
50 SOUTH LASALLE STREET AT MONROE
CHICAGO 60690 •  (312) 346-5500 .  Member F.O.I.C.
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Charge Account Bankers 
Consolidated W ith ABA; 
Elfrank Heads Division

The Charge Account Bankers Asso
ciation and the American Bankers As
sociation’s Bank Card Division were of
ficially consolidated last month. During 
a special session September 12 at the 

ABA’s sixth nation
al bank card con
ference in Washing
ton, D. C., CABA 
m em bers voted  
unanimously to in
corporate their or
ganization into a 
newly formed ABA 
Charge A cco u n t 
Bankers Division.

Charles A. El
frank, vice presi

dent, Mercantile Trust, St. Louis, was 
elected chairman of the new division 
in a separate meeting of the executive 
committees of the CABA and Bank 
Card Division. Jack L. McSwain, vice 
president, First National, Birmingham, 
and former CABA president, was elect
ed vice chairman. Both men hold the 
same posts on the division’s executive 
committee.

In a joint statement, Messrs. Elfrank 
and McSwain said the consolidation of 
interests provides more effective sup
port for government relations activities 
as well as reducing duplication of ef
fort and expense in such areas as news
letters, standard schools and confer
ences.

Mr. Elfrank pointed to the bank 
card business as one of the nation’s 
fastest growing consumer credit indus
tries. He said that between 1967 and 
1972, total consumer credit among the 
nation’s five major credit sources, such 
as bank, travel and entertainment and 
oil cards, charge accounts and check 
credit, rose 86%. During this period, he 
continued, the proportion of bank credit 
climbed 10% to 30% of the total; check 
credit rose from 6% to 11%; T&E and 
oil card credit remained stable, and 
retail charge account credit dropped 
from 76% to 46% of the total.

Mr. Elfrank named the following 
committee chairmen: governm ent rela
tions, John T. Cummings, president, 
Industrial National, Providence, R. I.; 
communications, D. Dale Browning, 
senior vice president, Colorado Nation
al, Denver; education, Gerald S. Kess
ler, vice president, National Bank of 
North America, New York City; and 
research and planning, Frank P. Lewis, 
senior vice president, Birmingham 
Trust National.
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Conflicts and Changes in Banking

ATURE BANKERS in the decade 
of the ’60s invariably used such 

phrases as “dynamic,” “innovative” and 
“aggressive” to describe the then state 
of the banking art. They were quite cor
rect. In the 1960s, commercial banking 
in the United States had shifted into 
high gear and showed the world’s finan
cial communities that it could and 
would provide new and better financial
ly related services both in the United 
States and in those free world nations 
where American commercial banks op
erated.

Somehow, there was the impression 
that the 1970s would be a decade in 
which those banking innovations of the 
1960s would be consolidated—and com
mercial banking would have a “breath
er” before taking on new and major 
changes. That impression has proved to 
be incorrect.

If anything, we are experiencing 
greater changes: technical; personnel; 
administrative; regulatory; competitive; 
philosophical and ethical than in the 
dynamic 1960s.

Why is this so? Historians tend to 
view changes as being initiated by 
great men, by social forces, by econom
ics, by political pressures, by important 
innovations or by major discoveries. 
And this is true of banking history, too. 
In my travels around the country and 
my discussions with many bankers, sev
eral topics concerning changes in bank
ing seem to be mentioned more fre
quently than others. They are the impli
cations of the Hunt Report (the Presi
dential Commission on Financial Struc
ture and Regulation) and the philo
sophical differences between the several 
federal banking regulatory agencies.

The banking industry especially is 
concerned about the apparent conflict 
between the office of the Comptroller 
of the Currency and the FDIC and the 
outcome of the conflict.

To a lesser but still a significant de
gree, there is concern about the inordi
nate amount of time required by the 
Federal Reserve to rule on applications 
that are before it and its “conservative”

bent toward banking innovations, loan 
production offices and structure of 
banking.

There seems to be a dichotomy of 
views by bankers. Bankers from larger 
institutions, whether nationally char
tered or state chartered, tend to side 
with the “liberal-expansionistic” posi
tion of the Comptroller of the Currency, 
while smaller unit banks tend to favor 
FDIC Chairman Frank Willie’s basic 
opposition to unrestricted branching, 
bigness and the expansion of bank 
holding companies.

In fact, many of the larger state-char
tered banks confidentially indicate that 
they are making studies of what would 
be the cost related to the “liberal” 
benefits of switching from a state to a 
national charter. To a considerable de
gree, this is still explained by Fed-mem
ber banks in terms of dissatisfaction 
with the “conservative” attitude of the 
Federal Reserve. These same larger 
state-chartered Fed-member banks ac
knowledge that the Fed appears to 
have become slightly more “liberal” in 
its posture. Some top spokesmen of the 
Fed talk along the liberal lines favored 
by Comptroller William Camp, al
though the Fed’s actions don’t seem to 
reflect this posture as yet.

Here is what Fed Governor Mitchell 
in part said recently to bankers:

. . . Regulatory zeal has sheltered 
weak competitors to the disadvantage 
of their customers. Anti-competitive 
arguments based on concentration ra
tios have been used to halt mergers 
and holding company acquisitions that 
would have been pro-competitive by 
strengthening the capability of the 
merged or affiliated unit to become a 
strong competitor instead of remaining 
a marginal or sheltered institution. 
‘Problem’ banks aside, there are many 
institutions that lack management or 
management opportunities because of 
the limited scale of their operations 
relative to the market they are attempt
ing to serve.

“A competitive banking system must 
be based on the capacity to compete.

For many types of services, this capac
ity requires large size!!”

One of the virtues of the unique 
dual-banking structure of the United 
States lies in the option a bank has to 
switch its charter and be governed by 
a different bank regulatory agency. By 
the same token, such “switching” is a 
form of voting by the banks as to 
which federal or state regulators meet 
their needs best.

Frankly, these “votes” are very seri
ously noted by the agencies—and none 
like to note the fact that one or more 
of “their” banks is opting to be regu
lated by another agency. It is sad but 
true that executives, agencies, public 
officials tend to be evaluated by cri
teria of numbers and bigness. This puts 
pressure on the agencies to grow.

Conclusion. What is the outlook for 
banks when one considers the fore
going? Probably more of the same. 
These may be generalized as follows: 
More larger banks will switch from 
state to national charters because this 
will permit them to more readily ex
pand into the more dynamic, but not 
necessarily (in a short run sense), prof
itable areas of financial services.

These areas will include holding 
company expansion of systems. There 
probably will be more de novo branch
ing and a form of de novo bank acqui
sition by the bank holding companies. 
This activity will be rather spotty, 
mostly associated with such states as 
Alabama, Colorado, Florida, Iowa, 
Maine, Minnesota, Missouri, Montana, 
New Jersey, New York, Ohio, Tennes
see, Utah, Virginia and Wisconsin. 
However, the other states will be under 
continuing pressure to revise their laws 
and get into the merging and holding 
company act. Thus, legislative-wise, 
there will tend to be more “liberaliza
tion” of state banking codes along 
branching and holding company lines.

Smaller banks will not fail, but may 
find the premiums offered for “control” 
will diminish as de novo considerations 
are weighed. Further, the increasing 

(Continued on page 16)
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Nostradamus had 
the power to foresee 
the future.

How many of your 
loan applicants do?
In the year 1555, Nostradamus 
predicted World War II and the 
atomic bomb. If he told you the price 
of cattle would be higher in six 
months, maybe you’d believe him.

But if you’re loaning money to 
producers on beef, hogs, eggs, 
potatoes, milo or lumber, it’s 
comforting to have more than 
someone’s guess as to their potential 
value. The prices of these 
commodities have a tendency to 
vary considerably.

However, if your customer has 
hedged his crops through a futures 
contract on the Chicago Mercantile 
Exchange, you can determine exactly 
how much they will be worth many

MID-CONTINENT BANKER for October, 1972

months in the future, regardless of 
market conditions. That’s good 
protection for your customer and 
excellent protection for your loan. In 
fact, you can safely loan up to 100%  
of the hedged value of commodities.

Our free booklet, “Price and 
Loan Protection Through Hedging,” 
is must reading for bankers with 
agricultural accounts. Order as many 
copies as you need with the 
coupon below.

i f e  CHICAGO MERCANTILE EXCHANGE i
110 North Franklin Street, Chicago, Illinois 60606

Gentlemen: Dept. 297
Please send me_________copies of “Price and Loan
Protection Through Hedging.”

Name

Address

City State Zip 1
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BANKING W O RLD

• Keith C. Spears, president, First 
National, Louisville, has announced he 
will retire December 29. At that time, 
John W. Barr III, executive vice presi
dent of administration, will become vice 
chairman and A. Stevens Miles, execu
tive vice president in charge of the 
banking division, will be president.

Mr. Spears will continue as a direc
tor. He joined the bank in 1927 and 
was elected president in 1968.

Mr. Barr joined First National’s trust 
affiliate, Kentucky Trust Co., in 1946 as 
a real estate salesman. One year later, 
he moved to the bank as assistant vice 
president and became vice president in 
1950, senior vice president in 1963 and 
executive vice president in 1969. He 
has been a director since 1965.

Mr. Miles came to the bank in 1954 
and was named vice president-commer
cial lending in 1963. He became senior 
vice president in charge of retail bank
ing in 1968 before being named execu
tive vice president in charge of the 
banking division in 1969.

• Marvin Millard has announced he 
will retire as chairman of National 
Bank of Tulsa and NBT Corp., effective 
January 1. He will remain as adviser 
to the board until October 1, 1973.

Mr. Millard began his career at Ex
change National, predecessor of Na
tional Bank of Tulsa, in 1927 as a mes
senger. He became president of the 
bank in 1960 and chairman in 1964. 
Mr. Millard is a past president of the 
Oklahoma Bankers Association.

• First National, Denver, has pro
moted Theodore D. Brown from execu
tive vice president to senior executive 
vice president and chief administrative 
officer and Lee C. Ashley from senior 
vice president and cashier to executive 
vice president and cashier.

In other action, the bank elected the 
first woman director in its 112-year his-

12

tory—Mrs. Robert F. Six, who, as 
Audrey Meadows, played Jackie Glea
son’s wife, Alice, for several years on 
the TV program, “The Honeymooners.’’ 
Her husband is president of Conti
nental Airlines, now headquartered in 
Los Angeles, but formerly headquar
tered in Denver.

Mrs. Six’s new directorate post cre
ates a unique situation: Her husband 
is on the board of Denver’s second larg
est bank, United Bank of Denver.

Mr. Brown also is chairman of Se
curity State, Sterling, and Farmers 
State, Yuma, both in Colorado. Mr. 
Ashley is chairman, First National, Bear 
Valley, Denver.

• First National, Oklahoma City, 
has appointed Dean Ingram, vice pres
ident, to its correspondent bank de
partment. He will call on bankers in 
southern and southwestern Oklahoma 
and in towns along the Texas border.

Mr. Ingram joined the bank in 1963 
and served as auditor. Before joining 
the correspondent department, he was 
manager of the credit department.

• Worthen Bank, L i t t l e  R o c k ,  
changed from state-chartered to nation
al-bank status September 20. Its name 
now is Worthen Bank & Trust Co., 
N.A. (National Association).

The bank’s board approved the pro
posed change in August, and stock
holders approved it at a special meet

ing September 12. Worthen, estab
lished in 1877, had been operating 
under authority of the state’s second 
oldest state-bank charter. The bank is 
a subsidiary of First Arkansas Bank- 
stock Corp. (FA BCO ), a registered 
bank HC formed in 1969. The corpora
tion owns two other banks in Arkansas: 
First National, Hot Springs, and Ste
phens Security Bank.

• Liberty National, Oklahoma City, 
has named James L. Kienholz, Larry 
Walker and P. V. “Vic” Barrios corre
spondent banking officers.

Mr. Kienholz, an assistant vice presi
dent, was transferred from the personal 
banking department to the correspon
dent banking department. He went to 
the bank in 1963. Before joining the 
bank in 1970, Mr. Walker was an in
structor at Cameron State College, Law- 
ton, Okla. Prior to his correspondent 
bank assignment, he was a trust officer 
and farm and ranch specialist at Liber
ty National. Mr. Barrios was with the 
Bank of Crescent, Okla., and in the in
surance business in Crescent before go
ing to Liberty in 1968.

INGRAM BARRIOS

• Walter B. Fisher has joined De
troit Bank as vice president to coordi
nate the bank’s present and future hold
ing company planning and develop
ment.

Mr. Fisher is a CPA and has been a 
member of the firm of Touche Ross & 
Co. since 1960.
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N o w  America’s Leading 
Financial Promotion Company/
J. Edward Connelly Associates... 
reveals the most complete 
program on M an-M ade Gems.

T h e y  look
so real 

on ly  an 
e xp e rt can 
te I for sure

In the past few months it is estimated 
that over 100,000 simulated diamonds 
have been given away or sold by just a 
few financial institutions. New accounts 
have accounted for over half of the 
give-aways.

But that’s just the beginning. Today 
these fabulous man-made jewels are what 
grown men and women, every wife and 
teenage daughter from moderate in
come to the very wealthy want. The 
appeal is universal and Crown Jewel 
Simulated Diamonds are almost indis
tinguishable from the real thing.

Under our exclusive financial program 
you can give them away free and effec
tively set new heights in deposits for as 
little cost as one-half of one percent.
Just as dramatically you could double 
your loan volume. Or if you want to 
identify with the most nationally adver
tised, most talked about rage of the

seventies you can invite the public to 
buy them at big savings for just a few 
dollars and even make a profit.

No promotion has ever been simpler. 
To start with the entire J. Edward Con
nelly organization is behind your promo
tion. We provide everything necessary for 
a sparkling success. Window and jewel- 
case lobby displays, newspaper ads, 
envelope stuffers, a direct mail piece — 
even a stimulating and exciting kick-off 
meeting with complete employee 
indoctrination.

And nobody else, but J. Edward 
Connelly Associates can offer Crown 
Jewel Simulated Diamonds. You can 
have them exclusively in your market. 
They carry a lifetime guarantee which 
your customer can depend on. You buy 
the confidence and experience of J. 
Edward Connelly’s 17 years working 
exclusively with financial institutions.

Everything is sold with a 100% guaranteed 
sale. You pay only for what you use.
At conclusion of your program you re
turn anything not used for full refund.

We’re ready to rush the full story for 
you to examine — and our beautiful 
Crown Jewel Simulated Diamond Pen
dant Necklace. Show it to your friends 
and associates. They’ll think it’s a real 
diamond.

When you reply you automatically 
receive protection rights for your institu
tion in your market area. And if you 
send for the sample and decide not to 
run the program you may keep the pre
cious simulated diamond for just $5.00 
(We’ll bill you). Or simply return it with
out cost or obligation. Act now and dis
cover that Crown Jewel Simulated Dia
monds are a girl’s best friend — at least 
second best!

■iw
J. EDWARD CONNELLY ASSOCIATES
1401 R E E D S D A LE  S TR E E T  P IT T S B U R G H , PA. 15233

AMERICA'S LEADING FINANCIAL PROMOTION COMPANY

AREA C O D E 412 • P H O N E  391-3382

YES! RESERVE THE O ra in tr#  J e w e l
precious sim ulated d iam onds

PROGRAM FOR OUR MARKET
□  R USH SAMPLE AND INFORMA TION.

□  DON’T SEND SAMPLE. JUST SEND INFORMATION.

T IT L E ___

INSTITUTION 

ADDRESS 

CITY_________

PHONE
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Specialized 
Insurance for

Consumer Credit
A. Credit Life and Health and 
Accident. 1. Credit Life up to 
$25,000. 2. Credit Life in excess of 
normal amounts and older ages.
3. Health and Accident in excess 
of normal amounts and older ages.
4. Health and Accident w ithout 
Credit Life. 5. Commercial Loans.
a. Level term. b. Level term in 
excess of normal amounts and 
older ages.
B. Physical Damage and Liabil
ity. 1. Autom obiles. 2. Mobile 
homes. 3. Motor homes. 4. Recrea
tional vehicles. 5. Snowmobiles.
C. Single interest and non-fil
ing for automobiles and other 
loan portfolios.
D. Consultants in forming re
insurance companies.
E. Special bonding services. 1.
Bankers blanket bond. 2. Officers 
and directors liability. 3. Extortion 
or kidnap insurance.
F. Credit Bonds. 1. Mobile home. 
2. Home modernization.
G. Group Coverages—bank con
trolled mailing programs to 
bank customers. 1. Mortgage in
surance. a. Life and Disability.
b. Life only. c. Disability only.
d. Individual, e. Commercial.
2. Group homeowners insurance.
3. Specialized individual insurance 
for bank customers—both Life and 
Hospitalization.
H. Establishment of time de
posits or demand accounts.
I. Consultants in establishing 
or selling loan portfolios.
J. Assistance in training per
sonnel when using our services.
K. Home modernization service 
company representing both 
banks and dealers.
You can have complete confi
dence in J. Yanan & Assoc., Inc. 
Our agency provides an Errors 
and Omissions Policy through 
Lloyds of London for protection 
of our accounts and companies.
Call for complete details on any 
of the above services.

J. Yanan & A sso c ia tes  Inc .
A rea  (317) 253-4444 

2102 E. 52nd S tre e t, S u ite  E 
In d ia n a p o lis , In d ia n a  46205

New
Customer
Services

Shareholder Investment Service 
Offered by First of Chicago

CHICAGO—A shareholder invest
ment service that enables shareholders 
of participating corporations automati
cally to convert their dividends into ad
ditional shares is being offered by First 
National here.

The plan provides shareholders the 
benefits of planned savings, cost averag
ing, total investment through the pur
chase of fractional shares and low cost, 
according to the bank. The bank makes 
a block purchase for the additional 
shares through brokers at a more ad
vantageous rate than applies to small
er, individual purchases. An accounting 
statement advises participants of their 
share balance following each transac
tion.

The bank need not act as transfer 
agent or dividend disbursing agent for 
the participating corporation, an official 
said.

Marine Midland Introduces 
Automated Trust System

NEW YORK— Marine Midland has 
developed a new automated trust ac
counting and portfolio management 
system.

The new, disk-oriented system de
signed for use on third-generation 
equipment, provides a central computer 
file with all essential information on 
trust accounts. Account reviews are pro
duced on an overnight basis using the 
maintenance of tax-lot records on all 
holdings.

The new system was designed and 
implemented with the assistance of 
R. Shriver Associates, a consulting firm 
in Denville, N. J. According to the 
firm’s managing director, Fred O. Jen
sen, “The system not only provides ef
ficient operating features, but also con
tains unique methods of measuring the 
investment performance of individual 
trust accounts in terms of both income 
received and changes in market values.”

Personal Investment Program 
Offered by Wells Fargo

SAN FRANCISCO—Wells Fargo 
Rank, in cooperation with an invest
ment firm, is offering a new personal in
vestment program for individuals with 
capital ranging from $10,000 to $200,-
000.

The program enables investors of 
moderate means to obtain professional, 
individualized portfolio review, analysis 
and advice at reasonable cost, accord
ing to the bank.

The program is designed for long
term growth, or growth and income, 
rather than short-term trading objec
tives. Based on their research and 
analysis, Wells Fargo counselors will 
make purchase or sale recommendations 
to the client, while order executions, 
registration and paperwork will be han
dled by the investment firm.

Bank Furnishes 'Know How'
For Home Improvements

BIRMINGHAM—When First West
ern Bank says “we’ll lend a hand” in 
connection with its home improvement 
loans, it really means it! Not only does 
the bank provide the wherewithal for 
such improvements, it supplies the 
“know how” to assist customers in do
ing the work or getting it done.

Lists of contractors that specialize in 
home improvement work as well as lists 
of suppliers are available at the bank’s 
offices in Birmingham and Bessemer. 
Displays relating to the program are ex
hibited in the bank’s branch lobbies.

During the first six weeks of the 
campaign, staff members wore overalls!

Status of Local Detroit Economy 
Reported in 'Business Briefs'

D ETRO IT—Manufacturers Bank is 
offering a monthly publication, called 
Business Briefs, covering the state of 
the local economy.

The publication presents a compre
hensive package of information, includ
ing an economic write-up of both top
ical. and theoretical interest, the De
troit area business activity index and a 
vital area statistics section, according 
to the bank.

The business activity index, which 
was developed by the bank, uses 1967 
as a base year and shows what has hap
pened in Detroit area business since 
that time.

McCOURTNEY-BRECKENRIDGE & COMPANY
INVESTMENT SECURITIES

SAINT LOUIS, MISSOURI 63102
I  PHONE 231-5730 (Area Code 314) 1030 BOATMEN'S BANK BUILDING
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currency, food stamps, coupons, checks, etc.
Now, Brandt has a complete line of currency and document 
counters to serve your present and future needs. Whatever 
you’re counting call a Brandt representative for a demonstra
tion. You can count on him to save you money.
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• Hamilton National, Chattanooga, 
has announced the names of five area 
high school students receiving scholar
ships to the University of Tennessee at 
Chattanooga, bringing to 20 the num
ber of students under a program the 
bank started four years ago. The pro
gram was initiated in lieu of an open 
house and dedication upon completion 
of the remodeling of the bank’s Main 
Office building.

The bank has also presented a bank 
education program that will reach 
some 4,000 students on the high school 
level in the city and county school sys
tems. The program is entitled “How 
Your Bank Serves You,” and is designed 
to acquaint high school students with 
the basic purpose of the bank and to 
illustrate how its services can be used.

The program simplifies the story of 
banking to enable students to get in
sights into the vital role banks play 
in the community. The program in
cludes a color sound filmstrip and a 24- 
page workbook and instructor’s guide.

Baseball Holiday

The Continental Bank Club of Continental Illi
nois National, Chicago, recently treated 70 
youngsters from a Chicago orphanage to a 
baseball game at Wrigley Field, Chicago.

Community
Involvement

• Fidelity Bank, Oklahoma City, is 
planning to publish a history of the city 
in 1974, the 85th anniversary of the 
“Run of ’89.” The book will cover 
events from prior to 1889 to the present.

The illustrated commemorative issue 
will be written by Roy P. Stewart, with 
Pendleton Woods as a research associ
ate. Mr. Stewart is a former Daily Okla
homan  newspaper staff writer and now 
is executive director of the state ad
visory council on vocational-technical 
education. Mr. Woods is director of the 
Living Legends Library program orig
inated by Oklahoma Christian College.

• Two Chicago-area banks have of
fered the use of their large, illuminated 
outdoor signs as message centers for 
announcements of civic and community 
interest. The banks are Standard Bank, 
Evergreen Park, and First Security, 
Glendale Heights.

Both signs are operated by computer 
and consist of a large number of light 
bulbs that are programed to form 
letters that can be read by passersby 
from great distances. Both signs also 
include time and temperature units.

The banks also use the signs to an
nounce the availability of bank services.

• Southgate State Bank, Prairie Vil
lage, Kan., recently held its fourth an
nual Southgate Open Golf Tournament, 
at which 50 leading golfers competed 
with 150 business and professional men. 
Proceeds of the tournament benefited

Shriners Hospitals for Crippled Chil
dren.

The tournament was founded by the 
bank and featured $3,000 in first-prize 
money. Each year about 200 volunteers 
assist in the planning and operation of 
the tournament.

This year’s winner was Kathy Whit
worth, all-time leading money winner 
in women’s professional golf.

• First National, Fort Worth, has 
joined other business firms in providing 
packages of tokens for bus riders as a 
public service and at no extra charge. 
Demand for the tokens mushroomed 
when the city transit service converted 
bus fare boxes to an exact-change sys
tem as an anti-crime measure.

• Citizens & Southern National, At
lanta, has established teaching funds at 
two local universities to enable the in
stitutions to establish trusts that will 
result in students taking part in real- 
world investment decisions to test the 
theories they’ve learned and the skills 
they’ve acquired in school.

Each school received a $5,000 grant 
and each will be supplemented by 
loans from C&S to the trusts in the 
amount of $20,000 each. The teaching 
funds thus created will form an integral 
part of the curriculum in each univer
sity’s school of business administration.

Changes in Banking
(Continued from page 10)

regulatory constraints on financing pur
chase of smaller banks will work to 
depress their value and price.

Competition will become more no
ticeable even in one-bank towns be
cause of implementation of new finan
cial technology, including giro and 
third-party-payment-remission systems 
and overt actions on the part of bank 
regulators. And regulators of financial 
intermediaries, too, will promote com
petition. Financial intermediaries also 
are becoming more competitive in the 
small loan, mortgage and payment-re
mission areas.

Complacent bankers would well re
member President Harry Truman’s 
comment: “If you can’t stand the heat, 
get out of the kitchen.” Changes are 
continuing at a fast pace. For aggres
sive, dynamic bankers this is truly a 
decade of opportunities in banking. Op
portunity is a two-way street. One can 
seize the opportunity wisely or unwise
ly. It is up to each banker what path 
he takes for his bank. So—bankers 
should do their homework wisely and 
well in weighing the golden opportuni
ties ahead. # *

“The most significant development in 
banking education of the decade

The Assemblies fo r  Bank Directors
The 16th Assembly at Camino Real Hotel 

Mexico City, D.F.
February 7-11,1973

A distinguished faculty. Registration is limited to 250 
directors and their wives.

Fee of $250 for directors and $75 for accompanying wives — 
includes selected meals, all Assembly activities and special 
tours.

Special hotel rates for the Assembly. Group flights from 
New York City, Chicago, Atlanta and St. Louis. Chartered 
flights from Dallas.

A non-profit activity ofThe Foundation of The Southwestern 
Graduate School of Banking.

For information: write The Assemblies for Bank Directors,
SMU Box 1319, Southern Methodist University, Dallas,
Texas 75222. Or Call: A.C. (214) 691-5398.

16 MID-CONTINENT BANKER for October, 1972

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



His name is Gene Adams. 
You've elected him as the new 
president of the American Bankers 
Association. We know you'll be 
glad you did.

We know because he's 
our president atThe First National 
Bank of Denver. And he's doing 
a very good job.

W hich is probably why 
Mr. Adams has also been selected 
as vice chairman of First National 
Bancorporation and as a d irector 
of several other im portant 
companies and civic organizations.

He has served as 
president of the International 
Trust Company, the Colorado 
Bankers Association and the 
Colorado Association of 
Commerce and Industry!

That's quite a record. But, 
our Mr. Adams is quite a man.
If you haven't met him, make 
a point of it. And then you'll 
understand the point we're trying 
to make.

From the people a t ...

First of Denver
The First National Bank of Denver
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HOLDING COMPANIES

Fed Defines Four Major Areas 
In Which HCs Can Sell Insurance

The Fed has defined four major 
areas in which it would be permissible 
for bank HCs to sell credit-related in
surance and listed several lesser insur
ance activities that will be open to HCs 
regardless of a credit affiliation.

The four major areas are auto liabil
ity and collision, homeowners, credit 
life and accident and group insurance.

Booklet on Bank HCs

W A S H I N G T O N ,  D.C.—The 
Association of Registered Bank 
Holding Companies has published 
a booklet called, “The Bank Hold
ing Company, Its History and Sig
nificance in Modern America.”

In the booklet is information on 
early bank HC development, fac
tors in HC growth, the regulatory 
climate as an inducement to 
growth, bank HCs during the 
depression, their growth in the 
post-World War II period, the 
Bank Holding Company Act of 
1956, significance of the act, bank 
HC development after 1956, 
Bank Holding Company Act 
amendments of 1966, post-1966 
growth, Bank Holding Company 
amendments of 1970, growth of 
one-bank HCs, regulation by the 
Fed, state laws affecting bank 
HCs, bank expansion and the 
antitrust question, HC character
istics and advantages of a bank 
HC—to the community, the bank
er, the employee and the investor.

Also included is a bibliography 
of bank HC references, including 
U. S. Congress publications, Fed 
Board of Governors publications, 
books and pamphlets, periodicals 
and unpublished works. In addi
tion, the booklet contains a list
ing of members of the Association 
of Registered Bank Holding Com
panies.

Information about the booklet 
may be obtained from Donald L. 
Rogers, executive director, Asso
ciation of Registered Bank Hold
ing Companies, 730 15th St. 
N.W., Washington, D. C. 20005.

The latter category applies only in 
cases where the group policy is written 
for employees of the HC.

Few banks and HCs have ever sold 
auto and homeowners policies, al
though many have been selling credit 
life coverage.

Only portions of the four areas would 
be opened to banks, to be determined 
by three tests, all tied to bank loans. 
In the first test, the bank could write 
policies, such as credit life and acci
dent, covering the repayment of a loan. 
In the second, policies could be written 
which directly protect the bank’s col
lateral interest. In the third, banks could 
sell insurance that was indirectly re
lated to a loan, providing it was sold 
in conjunction with a policy that had 
a direct connection with a loan.

Coverage falling in the last two cate
gories would include homeowners insur
ance protecting a property on which a 
bank holds a mortgage and auto liabil
ity insurance offered in conjunction 
with property damage insurance pro
tecting the bank’s collateral interest in 
an auto loan.

Other areas, all with direct connec
tions to bank business, would also be 
open for insurance sales, including in
surance sold against loss of securities 
kept by a bank for a customer; insur
ance covering valuables left in a safe 
deposit box; life insurance equal to the 
difference between the maturity value 
of a deposit plan and the balance in 
the account at the time of the deposi
tory’s death; insurance on mortgaged 
property or on a mortgager when con
nected to a mortgage loan serving han
dled by a bank or other HC subsidiary; 
and insurance related to trust services 
where permitted by state law.

The Fed said that other types of in
surance might be permitted if a HC can 
prove they are directly related to loan 
business.

• Thomas M. Miller and O. Leslie 
Nell, both executive vice presidents, 
Indiana National, Indianapolis, have 
been elected directors of Indiana Na
tional Corp., HC for the bank and 
other financially related subsidiaries. 
Both are vice presidents of the HC.

MILLER NELL

Mr. Miller has been in charge of In
diana National Bank’s corporate bank
ing group since 1971 and is responsible 
for the metropolitan, Indiana, national 
and leasing divisions.

Mr. Nell has headed IN B’s consumer 
banking group since 1968 and super
vises branch banks, installment loan 
and BankAmericard divisions and the 
bank’s travel department.

• First Union, Inc., St. Louis, has 
announced the purchase of substantially 
all the capital stock of Peoples Bank, 
Branson, Mo., and Bank of Crane, Mo. 
The HC has also announced that First 
National, Independence, Mo., plans to 
affiliate with First Union. Completion 
of these affiliations will make for a 
total of 12 affiliations between the HC 
and Missouri banks located outside the 
St. Louis area.

• Union Planters National, Mem
phis, has announced its intention to 
acquire Percy Galbreath & Son, Inc., a 
Memphis-based mortgage banking firm. 
The bank will operate the mortgage 
loan business as a subsidiary.

It is anticipated that stock of the 
bank’s parent, Union Planters Corp., 
would be exchanged for stock of Gal
breath in the transaction. The insur
ance, property management and real 
estate brokerage divisions of Percy Gal
breath & Son will be spun off and will 
operate independently as the Galbreath 
Co.

The acquired firm services approxi
mately $180 million in mortgages and 
has branches in Knoxville and Jackson, 
Tenn.

• First American National Corp.,
Nashville, has named John C. Fox fi
nancial vice president and controller. 
Mr. Fox was formerly with Peat, Mar
wick, Mitchell & Co., in Philadelphia.

In other action, the HC has an
nounced plans to purchase Atlantic
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Well cut you in on our dough.
What's the recipe for making loans that are too big for your bank 

to handle on its own? A Citibank participation. You'll extend your 
resources by using ours. You'll have the ingredients to make larger 
loans and more of them. And —you'll have more customers primed and 
ready for your other services. All without disturbing the pattern of 
your present customer relationships. We share the loan —you get the 
credit. Details? Write our Correspondent Bank Department,
399 Park Avenue, New York, N.Y. 10022. Or call (212) 559-2411.

Member KD.I.C.
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Discount Co., Inc., Jacksonville, Fla., 
and three of its subsidiaries— Securities 
Guaranty Life, Dependable Insurance 
Co., Inc., and Richmond I. Barge & 
Associates, Inc.

Atlantic Discount is a subsidiary of 
Gulf Enterprises, Inc., which is a sub
sidiary of Stonewall Insurance Co., the 
fire and casualty subsidiary of Gulf 
Life Holding Co. Atlantic Discount 
owns 49 finance company subsidiaries, 
of which 45 are in Florida and four in 
Georgia.

First American National plans to 
sell the three subsidiaries of Atlantic 
Discount, since they do not fit in with 
the HC’s future plans.

FOX CAFFEY GILBERT MALONE

• Alabama Financial Group, Inc.,
Birmingham, has elected G. H. Caffey 
as vice chairman and chief administra
tive officer; Wallace D. Malone Jr. as 
president and director; and Roy W.

j
III

M ONEY
in a can
your bank’s 

best Christmas 
P.R. program!

solve your 
customers 

gift problems...
Your bank can seal any money gift your customer chooses in 
a tin can, right before their eyes. The bright, three-color 
Can-O-Cash label with your bank's name imprinted on it is 
ready for giving. And, Christmas morning your bank's unique 
Can-O-Cash gift will be the topic of conversation. Can-O-Cash 
can be exclusive for your bank by reserving the program now. 
Total program provides your bank everything you need: cans, 
labeled with your banks name; lids and a hand operated can 
sealer; advertising materials include newspaper ads, radio com 
inercials, three-dimensional lobby posters, and an outline of 
the program as utilized successfully in fourteen states.
Can-O-Cash will be your bank's most popular customer 
relations program. Call or write to reserve Can-O-Cash for 
your bank.

caisi-o-casH
advertising concepts, inc. /  (316)684-0461
6572 east central, suite 204 /  wichita, kansas 67206

T .M

Gilbert Jr. as executive vice president. 
Mr. Caffey was formerly president of 
the HC; Mr. Malone is also chairman 
and president, First National, Dothan; 
and Mr. Gilbert was formerly senior 
vice president of the HC. Mr. Caffey 
and Mr. Gilbert remain as president 
and senior vice president, respectively, 
of Birmingham Trust National.

The Fed has approved three acquisi
tions by the HC: First National, Do
than; Peoples National, Huntsville; and 
Commercial Guaranty, Mobile.

• Shareholders of First National 
Charter Corp., Kansas City, have voted 
to increase the number of directors of 
the HC from 13 to 15. The two new 
directors are Dutton Brookfield, presi
dent, Unitog Co.; and Charles Curry, 
former presiding judge of the Jackson 
County Court and now chairman, 
Charles F. Curry & Co. and Home 
Savings Association.

• First Alabama Bancshares, Inc.,
Montgomery, has announced the pro
posed affiliation of the HC with City 
National, Tuscaloosa. Details of the 
proposal will be presented after various 
approvals have been obtained.

• Third National Corp., Nashville, 
has reached agreement in principle to 
acquire Bank of Knoxville, subject to 
approval by stockholders of the two 
firms and regulatory agencies. The HC 
previously announced plans to acquire 
First National, Lawrenceburg, and 
Merchants Bank, Cleveland. In addi
tion, the HC is awaiting approval to 
acquire Friendly Finance, Inc., Pa
ducah, Ky.

• First United Bancorp., Inc., Fort 
Worth, and Cleburne (Tex.) National 
have announced plans for Cleburne 
National to become a subsidiary of the 
HC. Directors of both organizations 
have approved a stock exchange plan, 
subject to final approval by the Fed.

• Hamilton Bancshares, Inc., Chat
tanooga, has announced the proposed 
acquisition of Hardeman County Sav
ings of Bolivar.

In other action, the HC has elected 
David R. Madigan assistant vice presi
dent of retail services and Joseph R. 
Lourey Jr. auditor.
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1 A U T O M A T I C  C O I N  W R A P P E R
Am ounts and denom inations autom atically  in d ic a te d  by 
patented " re d  bordered w indow s” . A m o u n ts  in windows 
always in reg is ter. . . e lim inates m istakes. Accom m odates  
all coins from  lc  to $1.00.

2 T U B U L A R  C O I N  W R A P P E R
Especially designed for m achine filling . . .  a real tim e-saver. 
Packed flat. Instant patented "Pop O pen” action with finger 
tip  pressure. Denom inations identified by color coding . . .  6 
different standard colors.

3 R A I N B O W '  C O I N  W R A P P E R
Color coded for quick, easy identification. Red for pennies . . .  
blue for nickels . . . green for dim es . . .  to indicate quantity  
and denom inations . . . e lim inates m istakes. Tapered edges.

4 D U Z I T A L L  C O I N  W R A P P E R
Extra wide . . . extra strong. Designed for areas where halves 
are wrapped in $20.00 packs . . . "red  bordered w indow ” for 
ease of identification. Accom m odates $20.00 in dollars, $20.00  
in halves. Tapered edges.

5 O L D  S T Y L E  C O I N  W R A P P E R
Basic coin wrapper in extra strong kraft stock. Printed in 6  ; 
different standard colors to  d i f fe r e n t ia te  denom inations. 
T r ip le  d e s ig n a tio n  th ro u g h  colors, p r in t in g  and letters. 
Tapered edges.

6 K W A R T E T  C O I N  W R A P P E R
Wraps 4 denom inations in half size packages. A m iniature of 
the popular "Autom atic W rapper” . . . 25c in pennies, $1.00 in 
nickels, $2.50 in dimes, $5.00 in quarters.

7 F E D E R A L  B I L L  S T R A P
Package contents clearly ident tied on faces and edges by 
color coded panels with inverted and reverse figures. Made  
of extra strong stock to assure unbroken deliveries. Only pure 
dextrine gum m ing used.

8 C O L O R E D  B I L L  S T R A P
Entire strap is color coded to identify denom ination. Printed 
am ount appears on top and bottom of package. Extra wide  
for m arking and stam ping. Extra strong stock for safe delivery  
and storage. Pure dextrine gum m ing.

9 B A N D I N G  S T R A P S
Ideal for packing currency, deposit tickets, checks, etc. . . .  do not break 
or deteriorate with age. Size 10 x % inches and made of strong brown 
Kraft stock with gum m ed end for ease of sealing. Packed 1000 to a carlon.

T H E  C . L .
S E E  Y O U R  D E A L E R  O R

D O W N E Y  COMPANY •
S E N D  F O R  F R E E  S A M P L E S

HANNI BAL,  M I S S O U R I

MID-CONTINENT BANKER for October, 1972
D E P T .  MC
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A Checklist of Things to Consider 
When Financing A Brood Cow Operation

By BERNARD A. CURVEY

Vice President 
First Trust & Savings Bank 

Taylorville, III.

AS A BANKER who likes to finance 
. brood cow operations, 1 would like 

to go through some of the things we 
look for when we receive an applica
tion for a beef cow loan.

• We look at the man— his char
acter and reputation, his experience in 
livestock and business, his desire and 
enthusiasm, his knowhow or cattle sense, 
his goals.

• We look at his capital and fi
nancial position—his working capital, 
his margin for error, his net worth and 
total liabilities.

• We look at his capacity—his total 
management ability and the size of his 
unit.

• We expect good communications 
by means of a farm visit and an in-bank 
visit.

In general, is the applicant a good 
farmer, does he have the acres, improve
ments and labor to handle a beef cow 
herd; can he manage the cow herd and 
grain operation and do well with both 
operations; can he afford to handle the 
extra financial load and can he afford to 
take a loss if economic conditions 
change or if he has a serious death 
loss?

We expect quite a lot from the farm
er but he also should expect a lot from 
the lender. The money lender should 
have a qualified staff to service live
stock loans. This usually requires a man 
(or men) with a farm background who 
understands the cattle business and 
knows what is happening to current 
market trends. This lender should be 
aware of new technologies and be able 
to discuss them with the borrower.

The banker should be able to go over 
the farmer’s business records and offer 
him advice in accounting, taxes or 
estate planning.

Finally, the farmer should expect the 
banker to get out of his nice easy chair 
and visit the farm to see what he is try
ing to do.

Making cattle loans is about like mak
ing any other farm loan. The collateral

is there and you should use it. Be aware 
of the requirements of the Uniform 
Commercial Code. File the financing 
statement in the county where the cattle 
are kept and fill out a detailed security 
agreement. The security agreement 
should contain breed, sex, weights, 
brands and numbers. It should also de
scribe the location of cattle if different 
from the farmer’s address.

The banker should inspect the col
lateral periodically to identify the 
bank’s collateral and to appraise the 
operation.

Basically, cattle are a good package 
to finance. They just keep growing and 
there is a market almost every day.

Our bank has been financing beef 
cow operators for several years, but the 
procedures followed today are consider
ably different than they were five or 10 
years ago. Our old program consisted of 
lending a man 80% of brood cow cost 
up to $200 and for a period of two 
years. Under this old program, we ex
pected the farmer to subsidize the cat
tle operation for feed and labor from 
his grain operations and expected him 
to sell the entire calf crop to pay off 
the cow loan.

Under our present system, we use 
projected cash flow statements and try 
to set the loan up accordingly.

You might say at the present time 
we will plan the payout for a cattle loan 
over a five-year period, if necessary, in 
order for the farmer to recoup his feed 
and operating costs and still retain some 
heifers for herd improvement. The re
maining calves that are sold should pay
off the longer term cattle loan. We try 
to work with him on his cash flow 
rather than work against him.

If you use the projected cash flow 
system, I’m sure you will soon realize 
its importance. It doesn’t take long to 
determine that a beef cow herd can be 
as important to a farm operation as ad
ditional acres. Therefore, if you include 
the expense of keeping a cow herd in 
your analysis, I think you will see that 
this farm enterprise needs to pay off its 
overhead expenses and labor as well as 
any other enterprise. If you take the ex
penses related to the cow-calf enter
prise and deduct them from the selling 
price of the calves, you will find that

the net profit from such an operation 
will leave just enough money to retire 
the beef cow herd loan in about five 
years, under normal conditions.

If your customer is a good herdsman 
you should expect a 95% calf crop and 
weaning weights at 205 days of from 
450 to 500 pounds, or more.

In today’s market you can expect a 
farmer to gross about $200 a head for 
feeder calves. But, don’t think that just 
because this calf has nursed its mother 
and eaten grass that the $200 per head 
is clear money.

The good cow/calf man with records 
will probably tell you that it costs him 
from $90 to $125 a head to raise a calf 
if all actual costs of land, labor, in
terest, etc., are included:

Pasture land is getting much more 
expensive in our area and, therefore, a 
cattle man must know a lot more about 
good pasture management to make it 
pay. He will need to fertilize and re
seed his old pastures and keep them 
rotated and mowed.

I ’m not a believer that all herds 
should be registered. As a matter of 
fact, I question whether most farmers 
should consider registered herds. Regis
tered herds will require more breeding 
skills and better record keepers and 
managers. Registered herds also require 
larger capital investments.

I like to see good herd performance 
rather than a good quotation of blood 
lines and nothing else in performance 
that is above average.

I also question whether a farmer 
should keep his feeder calves and feed 
them out. The brood cow operation and 
feed lot operation are two different 
operations and should be analyzed ac
cordingly.

If the farmer feels he can’t afford to 
go out and buy feeder steers to put 
in his feed lot for what his feeder steers 
are worth, then he has no business 
keeping his feeder calves to feed out. 
If he can convince me that his brood 
cow operation is profitable and also his 
feed lot operation is profitable, then I 
woidd consent to his feeding the cattle 
out for market. * *

Ind. Agricutural Banking School 
To Hold First Session Oct. 22

The Indiana Bankers Association is 
sponsoring the Indiana Agricultural 
Banking School in cooperation with the 
department of agricultural economics 
at Purdue University.

The school is designed to help fur
ther the education of bankers in the field 
of agricultural lending. Students will 
receive instruction from university fac
ulty members and experienced bank
ers.

The first session of the two-year 
school is October 22-27.
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Stocker feeder fat cattle cow-calf 
loans loans loans loans

that help you 
"cut it”

in the cattle business.
We realize Fall is a time when farmers and ranchers look to 

you for substantial help— possibly much larger loans than your bank 

is prepared to handle. Fall is also another one of those times when we 

are here to help you, by promptly putting together any type or size 

financial package. Just call us for overlines on stocker loans, feeder 

loans, fat cattle loans. We’re eager to help you “cut it’’ in the cattle 

business— and every other business too.

Your Correspondent officers are:

Haskell McClain, Senior Vice President 272-4092 

Ron Murray, Vice President 272-4093 

Charles Hill, Jr., Vice President 272-4096 

John Parrish III, Vice President 272-4093 

Kendall Hert, Vice President 272-4094 

John Baker, Assistant Vice President 272-4098 

Dean Ingram, Vice President 272-4099

OVER $ 6 0 , 0 0 0 , 0 0 0  CAPI TAL S T R U C T U R E  -  L ARGEST IN OKLAHOMA -  MEMBER F . D . I . C .  
A SUBSI DI ARY OF F I RS T  OKLAHOMA BANCORPORATI ON,  INC.
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New
Products

and

• Meilink Bank Equipment. The
new Sentinel II drive-up system has 
been introduced by Meilink Bank 
Equipment, Toledo, Ohio.

The outdoor unit of the Sentinel II 
has a self-contained blower which is 
said to answer the problem of inade
quate or unavailable space for a cen
tral blower within the building.

Conversational clarity between cus
tomer and teller is assured, according 
to the manufacturer, by the ultra high- 
fidelity directional audio system which 
eliminates unwanted background sound.

Further information may be obtained 
from Meilink Bank Equipment, 3100 
Hill Avenue, Toledo, Ohio 43607.

ish and condition, even when intermit
tently mixed, without the need for op
erator adjustments.

The unit, which is portable and 
weighs 25 pounds, also endorses or 
cancels checks and food coupons it 
counts at speeds up to 1,000 items per 
minute.

Write Brandt, Inc., Watertown, Wis. 
53094.

• LeFebure Corp. A new demonstra
tion center specially designed to display 
the latest in banking equipment has 
been completed by LeFebure Corp., 
Cedar Rapids, Iowa.

The building’s demonstration and dis
play areas, according to LeFebure of
ficials, provide a fresh and different 
atmosphere in which to show “key” 
banking equipment to financial officers.

Displays feature the new Tel-Air 
System Five drive-up banking system, 
the new 6000 Series vault door, safe de
posit boxes, cash-handling equipment 
night depositories, security systems and 
other special equipment.

• Brandt, Inc. Brandt, Inc., Water- 
town, Wis., and Pennsylvania Research 
Associates, Inc., have signed an agree
ment whereby Brandt will exclusively 
market and service PRA’s currency and 
document counter, called the Countess, 
in the U. S., Puerto Rico and Canada.

The Countess counts a wide range of 
documents of varying size, weight, fin

Tailor-made for Your Clients
Comparison is invited on this 
beautifully crafted hand grained 
black English Morocco wafer-thin 
credit-card, money clip combina
tion. It has 6 individual pockets 
and an alloy spring currency clip. 
Its edges are hand turned and 
nylon stitched. Your imprint may 
be stamped in 24K gold on lower 
inside left pocket before the gift 
is inserted into a box by H. 
STEDMAN WALKER, INC., old line 
leather house located in the heart 
of New England’s leather district. 
*Also available in a smooth fin
ished ravishing red calf-skin for 
the liberated lady.

Quantity 100-249 250-499 500-999 1,000 & Over 
Each 3.30 3.15 2.85 2.50

Phone Collect (617: 531-3832) or write for sample

B U R N H A M  I N D U S T R I E S

R D N E R  P A R K .  P E A B O D Y .  M A S S A C H U S E T T S

EXCLUSIVE DISTRIBUTOR TO FINANCIAL INSTITUTIONS
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He like/ 
e v e r y t h i n g  
peaceful.

Even his checks. So he chose the 
peaceful beauty of American 
skies depicted on the Serenity 
series of five DeLuxe checks.
That’s the beauty of the DeLuxe 
check series. They offer 
something for everyone.
Peaceful beauty, concern for 
wildlife, personal interests or 
dignified prestige.
Let us help you display and 
promote this entire line to make 
sure your customers leave 
knowing they have-chosen the 
checks most suitable to 
their needs.

There is a difference

CHECK PRINTERS, INC
SALES HDQTRS. •  3440 N . KEDZ4E, C H IC A G O , ILL. 60618 

STRATEGICALLY LOCATED PLANTS FROM  COAST TO  COAST
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Customer Securities Sales, Purchases 
Demand Sound Control Principles

Editor’s N ote: The following article 
is reprinted with permission from a  
recent issue o f the Loss Protection Bul
letin published by Scarborough ¿r Co., 
Chicago, insurance counseling firm for 
banks.

QU ITE FREQUENTLY, your bank 
may be called on to execute se

curities transactions for your customers. 
Are these requests channeled through 
the officer designated to buy and sell 
the bank’s own securities? And are the 
statements received from your broker
age houses reconciled by bank person
nel not directly associated with these 
transactions?

Recently, in a small bank, there was 
an exposure of an embezzlement that 
had been perpetrated through misap
plication of customers’ funds entrusted 
to the bank for the bank’s purchase of 
securities. The embezzler—an officer of 
the bank, though not handling the 
bank’s own securities transactions— 
would purchase securities for various 
bank customers. In many instances, 
however, where the bank was to hold 
the securities in safekeeping for the 
customer, the officer did not actually 
purchase the securities but converted 
the funds to his own market operations

from which he hoped to make a quick 
profit.

Rut the bank officer’s quick profits 
did not materialize. Instead, losses re
sulted. When a customer whose secur
ities were supposedly being held de
cided he wanted them, the embezzling 
officer could not make them good. He 
confessed to the embezzlement and 
submitted his resignation. The bank’s 
loss? $347,000.

Obviously, there was a flagrant viola
tion of sound control principles in this 
bank. For the officer here should not 
have been permitted to handle secur
ities transactions for the bank’s cus
tomers, but such transactions should 
have been channeled through the of
ficer who had been authorized to pur
chase and sell the bank’s own securities, 
thereby causing a record to be created 
not only of the bank’s own securities 
transactions, but also of customers’ 
transactions as well.

Perhaps your bank is called on from 
time to time to execute such securities 
transactions for your customers. In 
handling the purchases and sales or
ders, the bank acts only as agent for your 
customer. As was the case in the in
stance cited above, there is always the

possibility of unauthorized speculation 
by an officer or employee of the bank. 
He can take a position in a security by 
placing an order in the name of a fic
titious customer with the brokerage 
house. Or he may simply misapply the 
funds of a bona fide customer trans
action on the expectation that his own 
position will lead to a quick profit. In 
fact, there are many possibilities when 
unauthorized securities transactions are 
permitted. As a protection to the bank, 
all customers’ requests for securities 
transactions should be channeled 
through the officer handling the bank’s 
own securities. As an added protection 
to the bank, all brokerage house state
ments should be delivered to the audi
tor or control officer for review and ap
propriate testing to assure the regular
ity of all transactions.

Also, as a further precautionary safe
guard, receipts to customers who en
trust their funds to the bank for the 
purpose of executing securities trans
actions should be sequentially prenum
bered. Each receipt should have a 
carbon register copy and should require 
countersignature by one other officer 
or employee besides the officer who ac
tually handles the securities transaction 
for the customer. These sequentially 
prenumbered receipt copies, kept by 
the bank and having dual signatures, 
will constitute the main ingredient of 
audit control over the funds entrusted 
to your bank by your customers.

An added simple, but effective, plan 
for preventing or discouraging the 
numerous methods for manipulating 
customers’ funds pointed out above 
can be established through a continu
ous program of confirmation by direct 
correspondence with the customers 
themselves, brokerage house statements 
may be reconciled against the outstand
ing sequentially prenumbered receipt 
copies, and the customers thus identi
fied who have outstanding securities 
items being handled by the bank.

No system of audit or internal con
trols will, in every case, prevent de
falcations. Those suggested here are no 
exceptions. However, if they might be 
instrumental in early detection—before 
losses become catastrophic—then cer- 
tainlv their usage is to be recommend
ed. • •

■ SAN FRANCISCO—Rank of Amer
ica has promoted Dexter A. Roberts 
and James W. Cross to vice presidents, 
Mr. Roberts in the credit department 
and Mr. Cross in international banking, 
both in the headquarters office here. 
Timothy L. Gardner and Otto L. Reis- 
man were named assistant vice presi
dents, with Mr. Gardner to manage in
ternational investments for Ramerical 
International Financial Corp. Mr. Reis- 
man is in the multinational division.

FOR YOUR PUBLIC RELATIONS

The Uncirculated 
Penny 

in a 
Botde

PERFECT FOR ANY  
TYPE OF PROMOTION, ANNIVER  
SARY, ETC.

IMPRINTED WITH YOUR BANK 
LOGO FOR ADVERTISEMENT

IN THE PAST SIX YEARS OVER TWO MILLION OF THESE LITTLE 
CONVERSATION PIECES HAVE BEEN USED TO 

ATTRACT NEW CUSTOMERS AND TO RETAIN OLD ONES.
FOR F U R T H E R  IN F O R M A T IO N  A N D  SA M PLES W R ITE :

Penny Glass Works
1601-H SOUTH SINCLAIR STREET 
ANAHEIM, CALIFORNIA 92806
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Until now, when you bought an 
economy-priced vault door you had to 
sacrifice many things. Especially the 
good looks.

That’s why Security Corporation 
developed the new International Vault 
Door. It's the low-priced door you 
don’t have to apologize fcr Because 
it ’ sgot features no top-of-the-line 
doors have.

For instance, the door measures 
91/2-inches thick. And the entire door 
slab area, not just the combination

lock area, is, constructed from our 
exclusive KT-55, the monolithic pro
tective metal that resists explosives, 
drills and torches. Then, between open 
hearth steel and the 2-inch thick 
monolithic KT-55 metals, we Included 
a special layer of burglar resistive 
material as an additional deterrent.

Like other Security doors, the Inter
national is completely finished in stain
less steel for permanent good looks. 
With little or no polishing, no unsightly 
rusting, no costly service contracts.

Choose from standard daygates: 
stainless steel grille or distinctive 
smoked, gray acrylic paneled gates. 
(Optional colors are available to 
match or accent your decor)

To find out more about the door you 
con t apologize to The Board for, write 
for a free brochure.

Security’s new International Vault 
Door;;

A lot hinges on it.
CC fl IDITU4PB 1202 McCaw Avenue jCV.Unl 1 a l g  Santa Aria. Cain. 92705
coRPO RPm onM P  {7 14) 549-0394.

The International Vault Door. 
A lot hinges on it.

_ _

! i : 5Sagl i
È Sii*IBM ¡sa

m
m

Bar lock, full 
height of door. !SK

All dials and locks 
concealed.

Entire door and 
vestibule 
completely satin 
stainless steel clad

Full door slab of KT-55 monolithic 
metal, plus open hearth steel plate

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



News of Firms Serving Banks

NO THIRD PARTY 
AGREEMENTS
that's why over 4,000 leading financial 
institutions have selected A S& I displays

At AS&I, we accept sole 
responsibility for our displays. 
Without “third party” 
agreements. We build our own 
equipment, then back up its 
reliable performance with field 
engineers and a nationwide 
service organization. Most 
manufacturers guarantee their 
mechanism for one year; 
we guarantee ours 
unconditionally for the life 
of the contract. When your 
image depends on it, 
depend on AS&I.

A M E R I C A N  SIG N  & IN D IC A T O R
Corporation

HOME OFFICE: N. 2310 Fancher Way, Spokane, 
WA 99206 Area Code (509) KE 5-4101. REGIONAL 
OFFICES: Spokane, WA; Gardena, CA; Des Plaines, 
IL; Dallas, TX; Jacksonville, FL; Dayton, OH; 
Hartford, CT.
Representatives and Field Engineers serving every 
city

For Your Banking Equipment
Needs, Call HEGCO!

Drive-Up Windows 
After-Hour Depositories 
Vault Ventilators 
Safe Deposit Boxes 
Burglar Alarms 
Metal Under Counter Equip. 
Formica Counters 
Pneumatic Tube Systems 
Fire Resistive Products 
Used Equipment of All Types 
Vault Engineering Service

HEGCO Industries, Inc.
4618 N. Post Rd., Indianapolis, Ind. 46226

• MoAmCo Corp. Stock of MoAmCo 
Corp., Minneapolis, is now being traded 
on the American Stock Exchange, be
ginning September 1.

David Fleming, president and chief 
executive, said, “Listing on the Amer
ican Stock Exchange will help to in
crease and diversify the number of 
MoAmCo shareholders. Our stock now 
is available to investors such as banks 
and other institutions whose portfolios 
are limited to listed stocks.”

MoAmCo, a publicly held company 
since 1966, previously was traded on 
the national over-the-counter market. 
It has 800,000 shares of common stock 
outstanding.

The firm markets mortgage-guarantee 
finance plans to banks and other fi
nancial institutions making loans on 
mobile homes and recreational vehicles. 
The company also develops mobile 
home properties and sells mobile homes 
in Florida and operates Americana State 
Bank of Edina, a subsidiary in sub
urban Minneapolis.

The firm has announced the purchase 
of a $1.5-million subdivision in Naples, 
Fla., for development of mobile home 
sites, condominium apartments and com
mercial enterprises. The 338-acre sub
division includes an 18-hole golf course 
and several man-made lakes and con
tains sites for more than 800 mobile 
homes.

• Stephens, Inc. Glenn Schultz, man
ager of the public finance department, 
Stephens, Inc., has been named vice 
president and elected to the executive 
committee of the Little Rock invest
ment banking firm.

Mr. Schultz joined the firm in 1967 
as manager of the out-of-state municipal 
department. He was named to head the 
municipal department in 1969. In 1971, 
the name of the department was 
changed to the public finance depart
ment to reflect the firm’s entry into 
the government bond field.

Previously, Mr. Schultz was vice 
president and head of the municipal 
bond department of Continental Illi
nois National, Chicago.

• Hughes-Martindale & Associates, 
Inc. Raymond N. Klaus has been elect
ed vice president of Hughes-Martindale 
& Associates, Inc., Chicago-based ad
vertising agency specializing in finan
cial communications. He will serve as

a resident consultant for three client 
banks.

Mr. Klaus formerly was advertising- 
public relations manager for Harris 
Trust, Chicago. Before that, he headed 
up his own marketing communications 
company and served with several lead
ing advertising-public relations firms in 
various capacities.

• Security Corp.
Gordon Jewell has 
been named south
eas t er n  dist rict  
manager for Secur
ity Corp., Santa 
Ana, Calif. Mr. 
Jewell will be re
sponsible for deal
er sales and service 
in Tennessee, Ala
bama, Mississippi 
and other southern 

states. He was formerly with Mosler 
Safe Co.

• Mobilehome Guaranty Corp. Rich
ard H. Allen and Kenneth R. Keith Jr. 
have been appointed area managers for 
Mobilehome Guaranty Corp., Miami. 
Mr. Allen will service Georgia and Ala
bama and Mr. Keith will be located in 
North Carolina.

Mr. Keith was formerly with Hamil
ton National, Chattanooga, which he 
served for seven years. Upon leaving 
the bank he was an assistant cashier in 
the installment loan department.

• Delta Corp. of America. Arthur 
T. Bastian and Gilbert A. Haas have 
been elected president and chairman, 
respectively, of Delta Corp. of America, 
Miami, a mobile home finance service 
company.

Mr. Bastian was formerly executive 
vice president and has been with the 
firm since 1964. Mr. Haas is founder 
of the firm and served as its president 
from the time of its founding in 1961 
to the present.

Leslie M. Jones, vice president of 
Delta, has announced his retirement, 
which will conclude a banking and fi
nance career of some 40 years.

• Douglas Public Service Corp.
John Cuccia and Danny Lyons have 
been named vice presidents of Douglas 
Public Service Corp., New Orleans.

JEWELL
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JEAN WALKER,
Secretary
272-4091

A mainstay of the Cor
respondent Bank Depart
ment, who has been 
serving customers effec
tively for more than 10 
years.

DANA FARLIN,
Secretary
272-4097

Another problem-solver 
and question-answerer, 
with the skill and knowl
edge to serve you most 
effectively.

I
Bank Department 
Expands 
To Maintain 
Tradition of Service 
At The First

HASKELL McCLAIN,
Senior Vice President 

272-4092
Completing 45 years of service 
to his many friends and cus
tomers, retires October 31, 
1972.

RON MURRAY,
Vice President 

272-4093
A veteran of 12 years with The 
First, has assumed new duties  
as head of the Correspondent 
Bank Departm ent.

DEAN INGRAM,

CHARLES HILL, JR.,
Vice President 

272-4096
Well-experienced in all 
phases of correspondent 
service, assumes new 
duties as assistant de
partm ent head.

KENDALL HERT,

JOHN PARRISH III,
Vice President 

272-4095
Has been with the de
partm ent 2 years and 
will continue to call on 
banks in the North
western area.

JOHN BAKER,

THE F IR ST
NATIONAL BANK AND TRUST COMPANY 

OF O K L A H O M A  CITY

t |

Vice President 
272-4099

A veteran of 10 years 
with The First, joined 
the departm ent in Janu
ary and serves in the 
Southeastern and South
western area.

Vice President 
272-4094

Recently joined the Cor
respondent Bank De
partm ent, will be ca ll
ing on banks in the 
Oklahoma City area.

Assistant Vice President 
272-4098

Has recently joined the 
departm ent, and will 
serve in the Northeast
ern area.

OVER $ 6 0 ,0 0 0 ,0 0 0  CAPITAL S T R U C T U R E  /  LARGEST IN  
O KLAHO M A /  M E M B E R  F.D.I.C. /  A SUB S ID IA R Y  OF 

FIRST OKLAHOM A BANCORPORATION, INC.
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Because man was talking to man, w ith his heart and 
with his hand. Explaining and describing.

Today there are thousands of symbols representing 
thousands of goods and services.

At First American, ours is a new symbol. It represents 
the men and women of our organization talking to the men and 
women of your organization. People talking to people about 
working, helping, and the future.

Yet the main importance of our new symbol is not how 
or where — but what it represents: First American, the bank 
that's helping you get things done.
First American National Bank Nashville, Tennessee 37237

Member FDIC
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News From Around the Nation

PEOPLE
• DONALD C. PLATTEN became 

president of Chemical New York Corp. 
and its principal subsidiary, Chemical 
Bank, September 1. In his new post, 
Mr. Platten succeeded HOWARD W. 
McCALL JR., who reached mandatory 
retirement age September 1. Mr. 
McCall, who joined Chemical in 
1928, had been president since 1966. 
He continues as a director of the HC 
and bank.

Mr. Platten continues as a director 
of both organizations, which are served 
by the same board. The chairman and 
president of the parent corporation 
also hold the same posts with the bank. 
Mr. Platten has been with the bank 
since 1940 and first vice president since 
1970.

W ILLIAM S. RENCHARD, chair
man, will reach mandatory retirement 
age next February 1, at which time 
Mr. Platten will succeed him as chair
man and CEO.

PLATTEN

• CARROLL M. RICHARD, vice 
president, Continental Illinois National, 
Chicago, has been named general man
ager of an Edge Act subsidiary of the 
bank which was opened in Los Angeles 
last month.

Continental Bank International (Pa
cific) is the West Coast counterpart to 
the bank’s New York Edge Act sub
sidiary, Continental Bank International.

• DR. JEROM E H. HOLLAND, 
diplomat and educator, was elected a 
director of New York City’s Manufac
turers Hanover Trust last month. Dr. 
Holland recently ended 2/2 years’ ser
vice as U. S. ambassador to Sweden 
and was elected a public director of 
the New York Stock Exchange in July.

Fed Calls O ff Check-Clearing Plan
On the eve of implementation of its nationwide overnight check-clearing 

system, the Fed called off the plan, setting no new implementation date. 
The cancellation was prompted by a court injunction, granted two days 
before the plan was to go into effect last month, which ordered a 10-day 
halt in the implementation. The ruling gave indication that the Fed had not 
made adequate disclosure of the impact its planned changes in Regulations 
D and J would have on small, non-member banks.

The restraining order resulted from a request for a delay made by the In
dependent Bankers Association of America and the Western Independent 
Bankers. Members of these groups have charged that small banks would 
suffer larger proportionate deposit losses than large banks and in some case 
would face severe losses due to implementation of the system. The Fed had 
disputed the claim.

Under Regulation J, the Fed had instructed district banks to stop clearing 
checks for banks that failed to make overnight payment on checks drawn 
on them.

The restraining order affected only the Regulation J portion of the system, 
but the Fed said it was calling off implementation of the entire system to 
avoid possible adverse effects should only a portion of the proposals be 
effected.

Secrecy Act Portion Ruled Unconstitutional
The domestic reporting portions of the Bank Secrecy Act have been ruled 

unconstitutional by a three-judge federal court in San Francisco. The judges 
issued a preliminary injunction enjoining the Treasury Department from 
implementing that portion of the act.

The court ruled that those portions of the act that require the reporting 
of foreign financial transactions do not violate any constitutional provision. 
The portions deal with the export and import of monetary instruments and 
with foreign monetary interests or accounts.

The court also found no constitutional violations in the act’s record-keep
ing provisions, which require financial institutions to retain various savings 
and demand deposit account records for from two- to five-year periods.

Nader-Stults Joust Over Policing of Loan Customers
Ralph Nader has called on banks to check on complaints by consumers 

against producers of consumer goods before doing business with them. The 
idea was roundly denounced by Allen Stults, ABA president and chairman, 
American National, Chicago.

Mr. Nader has countered by stating that bankers approved of self-re-exam
ination but do not consider outside criticism as being proper.

FDIC Asks for Racial Data on Housing Loans
The FD IC has proposed that banks under its jurisdiction begin collecting 

racial data on all housing loans, including information that would show 
regulators if a bank was discriminating on loans in certain areas of a city.

The recommendation is part of a new proposed open-housing regulation 
for lenders. It is considered to be the most controversial civil rights reform 
suggested to lenders in recent years.

A similar attempt by the FH LBB last year was withdrawn because of 
opposition. The FDIC is the only one of the major bank regulatory agencies 
currently recommending the plan. The proposal would require lenders to 
make available to borrowers a form showing race and acknowledging that 
discrimination is illegal. The form also would require the lender to report 
approval or disapproval of the application, including reasons.
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Call us. 816/221-2800

First KC
First National Bank of Kansas City
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“ Am ericans are living in a tim e today
when constructive com m unity leadership is
desperately lacking. They
are turning toward people and institutions
such as Full Service hanks
hoping that the ba nkers’ reco rd  o f solid
accom plishm ent in the business world
can be translated into help
and concern  in the com m unity. This
is the challenge banks and bankers face
in 1 9 7 2  and probably throughout
the rest o f the decade

In New Harris Poll—

Bankers Rate High With Public 
And With Community Leaders

BANKS have a highly positive profile 
at a time when other institutions 

are being subjected to increasing criti
cism. That is just one of the findings in 
two new studies of banking made early 
last summer by Louis Harris and Asso
ciates for the Foundation for Full Ser
vice Banks, Philadelphia. These studies 
show that banking earned high marks 
with the public in most areas. In fact, 
they showed overall improvement in the 
public’s attitudes over the previous 
Harris banking poll taken in 1970. The 
latter study showed that people, in gen
eral, thought well of bankers.

The 1972 study— similar to the 1970 
project—consisted of two parts: a com
prehensive attitude survey conducted 
among a scientifically selected cross- 
section of the American public and a 
companion study of the attitudes and 
opinions of a carefully drawn sample 
of community opinion leaders. In total, 
3,168 personal interviews were con
ducted in the public portion of the 
project—between June 1 and 17—and 
an additional 828 personal interviews 
were conducted among community 
leaders between June 10 and 21.

A comprehensive picture of how the 
American public views banks and bank
ers today, on both the public and lead
ership levels—as well as the direction 
in which the center of gravity is mov
ing—emerges from the study.

Banks’ Reputation. Bearing out the 
study’s conclusion that the business rep

utation of banks and bankers—found 
positive in 1970—is continuing to im
prove are these findings: 78% of the 
public and 85% of the leaders disagree 
with the criticism, “Most banks and 
bankers make you feel not very wel
come when you go into a bank.” Fifty- 
seven percent of the public and 72% of 
the leaders agree: “Banks are changing 
and in the past few years they have 
really tried to get me to do business 
with them.” Seventy-two percent of the 
public and 79% of the leaders disagree 
with this statement: “Banks want to 
take your money on deposit, but they 
tend to forget you once you are a cus
tomer.” Sixty percent of the public and 
70% of the leaders agree that: “Without 
Full Service banks, it would be impos
sible for people to pay bills by check, 
borrow money or have a savings ac
count in the same place.” Finally, 51% 
of the public and a high 65% of the 
leaders agree: “The big difference be
tween a Full Service Bank and other 
financial institutions is that you can 
have a checking account in the Full 
Service Bank and not in the others.” 

According to the Harris study, Amer
icans are somewhat better off econom
ically today than in 1970, but are still 
troubled by the continuing pressures of 
inflation. When asked whether they had 
any discretionary income—money left 
over from regular income to put aside 
after expenses are paid— 51% responded 
affirmatively this year, compared with

45% in 1970. However, the number of 
persons who report they are saving less 
today outstrips those who are saving 
more by nearly two to one (37% and 
20%, respectively).

In spite of these mixed trends, the 
1972 study findings indicate an upward 
surge in use of major financial services 
over the past two years. Among the 
public, real gains have been made in 
use of regular checking accounts (up 
eight points to 76%), savings accounts 
(up six points to 73%), drive-in bank
ing (up six points to 45%), travelers 
checks (up seven points to 26%) and 
certified checks (up six points to 19%).

Among the community leaders, a 
source of high-frequency usage of bank
ing and financial services in 1970, fur
ther gains were reported in penetration 
of regular checking, cashing personal 
checks, drive-in banking, home mort
gage loans and savings certificates. 
However, other selective services show 
little or no growth or even actual de
clines since 1970. The key, said the 
Harris organization, is that the public is 
becoming more selective about the fi
nancial services it’s willing to use with 
greater frequency. In turn, this por
tends two upcoming trends: more in
tense competition between financial ser
vices and a greater demand for quality 
in individual services.

In 1972, the number of people who 
have heard of Full Service banks rose 
to 63%, up significantly from the 56%
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level two years ago. The present level 
of awareness represents a gain of 22 
points (or more than 50%) from the 41% 
mark of 1962.

This year a majority—51%—of the 
public were able to recall seeing or 
hearing Full Service Bank ads, up from 
the previous high of 48% two years ago. 
Among community leaders, the rise in 
advertising recall is even more drama
tic, up from 66% in 1970 to 75% this 
year.

Recognition of the Full Service Bank 
emblem also is up sharply. Among the 
public, 40% recalled seeing the FSB 
emblem after being shown a likeness 
of it, a substantial increase from the 
31% who recalled the emblem in 1970. 
These gains are even more impressive 
among community leaders. The 1970 
study showed two out of five (41%) 
leaders who had seen the FSB emblem. 
This year, the number rose to 63%.

Finally, in tracking the meaning of 
the phrase “Full Service Bank,” the 
1972 findings showed some important, 
but divergent, trends. While three in 
10 (30%) of the public felt the phrase 
“Full Service Bank” meant something 
special to them in 1970, the number 
feeling that way today stands at 32%— 
hardly an increase at all. Among com
munity leaders, the previous high-water 
mark of 51% rose dramatically to 69%.

In probing what comes to mind 
when the phrase “Full Service Bank” 
is mentioned, the Harris group found 
a falloff in general associations among 
the public—identification of “offering 
a full range of services” dropping from 
52% to 42% in the past two years, with 
increases in specific associations such

as offering loans, savings and checking 
accounts.

Among community leaders, a similar 
trend was evident. Although the num
ber of leaders who associate “complete 
service” with Full Service banks rose 
from 56% in 1970 to 61% in 1972, the 
increase in specific services—such as 
loans (up from 6% to 18%), savings and 
checking accounts (up from 6% to 15%) 
and “takes care of all your needs” (up 
from 6% to 10%)—show greater relative 
gains. On the other hand, the number 
of leaders who said “can take care of 
all banking in one place” dropped sig
nificantly from 13% in 1970 to 5% this 
year.

From these findings, the research 
concludes that Full Service banks clear
ly are penetrating the upper levels of 
the market. Community leaders, gener
ally more affluent and articulate, show a 
fuller appreciation of the phrase “Full 
Service Bank” than they did two years 
ago. Unlike the general public, they 
also have a more specific idea of what 
is involved in Full Service Banking.

Among the public, the results also are 
positive, with one dark spot. The find
ings indicate that the Foundation’s ad
vertising and public reations programs 
are having measurable effect. But they 
also point to the conclusion—evidenced 
by the fact that the special meaning 
attached to the phrase “Full Service 
Bank” has not grown— that in line with 
changing consumer desires, perhaps the 
Foundation might consider modifying 
its general theme of a full range of 
banking services under one roof to 
make it more specific in pinpointing 
the advantages of dealing with Full 
Service banks. In addition, the findings

strongly suggest that people in 1972 
are not as interested as they were in 
1970 in a large quantity of services 
available, but rather the quality of ser
vice. Selectivity is becoming the order 
of the day, and quality of service mat
ters a great deal.

Despite this oue cloud on the hori
zon, the 1972 study findings point up 
a highly positive picture, with the 
unique qualities of Full Service banks 
compared with competing financial in
stitutions evident across the board.

The report concludes that despite 
the fact that no more than 32% of the 
public attach any special meaning to 
the phrase “Full Service Bank,” this 
institution does enjoy a unique reputa
tion in the minds of customers in filling 
a vital need. This is underscored by 
the finding that 73%—higher than for 
any other institution—have a great deal 
of trust in Full Service banks to handle 
their money.

The Harris questionnaire also was 
designed to obtain opinions on the 
community reputation of banks and 
bankers. People were handed a list 
containing 14 major types of institu
tions within the community and were 
asked how much confidence they had 
in the people running each institution. 
Among the public, Full Service banks 
are at the top of the list, with 59% 
voicing “a great deal of confidence” in 
bank executives. Coming in second are 
savings banks with 50%, followed by 
S&Ls with 42% and life insurance firms 
with 36% of the public expressing “a 
great deal of confidence.” Among the 
leadership group, Full Service banks 
also hold top position, with 71% ex- 

(Contim ied on page 62)

Central Bank, Denver, Provides Air-Pollution Forecasts

In an effort to create a greater public aw areness of the air-poilution 
problem in metropolitan Denver, Central Bank there is sponsoring de
velopment of an "A ir-Q uality Forecast" bulletin (photo at left), which 
is visible to motorists entering the downtown area via the North Speer 
Boulevard viaduct. The 14 x 48-foot bulletin—believed to be the first 
of its kind in the nation—forecasts a three-hour prediction of the 
quality of downtown Denver's air, identified by numbers and colored

discs ranging from "good" to "poor." The numerals and lighted discs 
are coordinated to have the same meaning. Four-foot lighted numerals, 
1 through 5, coincide with Denver's A ir-Quality Index (DAQI) as sup
plied by the Colorado Department of Health. The numerals indicate 
an average of the haze-causing solid particles and/or carbon monoxide 
in the air. The forecast also is shown simultaneously on a console 
(photo at right) in the bank lobby.
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How the Union
Rates Your Institution

SUPPOSE you were studying 329 
companies over a five-year period. 

Suppose further that 169 of these com
panies had to go through National 
Labor Relations Board elections with 
this result: 102 lost to the union; 67 
won. Would you like to know why the 
difference?

Our latest study deals with a com
parison between companies: those that 
made some preparation to avoid union
ization and those that did not. We 
studied 329 non-union companies, of 
which 260 were manufacturers, 18 
wholesalers, 34 retailers and 17 service 
(bank and insurance). Employee size 
ranged from 196 to 4,800. Of these 329 
companies, over this five-year period 
273 experienced som e kind of union ac
tivity, but only 169 had to sweat 
through NLRB elections; 102 com
panies lost; 67 won. The lesson we 
learned from this five-year project is 
that any employer can avoid being 
unionized IF. . . .

To detail the many unique facts 
about each company here would be im
possible. What is possible, however, is 
to indicate the salient lessons by use of 
a checklist. This checklist was derived 
from our study of these 329 companies, 
in addition to our previous studies pub
lished. Finally, the checklist was evalu
ated by one of the most astute consul
tant firms in the country specializing in 
this field of activity. That firm has been 
involved in 284 NLRB elections on be
half of management and has won 90.8%.

The University Research Center is a 
not-for-profit, independent research 
organization supported by about 
5,500 industry members and is de
voted entirely to research on em
ployee relations.

By MATTHEW GOODFELLOW 
Director

University Research Center 
Chicago

More important, the firm had been able 
to avoid  more elections than that, which 
is always preferable to winning. There
fore, the resultant checklist on company 
susceptibility to unionization may be of 
wide help.

Checklist

• N um ber o f Shifts. Normally, we 
find that the first shift is most “loyal” 
to the company, with the second and 
third less loyal. This is true in many 
banks and insurance companies. Poorer 
supervision on the second and third 
shifts usually is responsible. Sometimes 
the third shift has no qualified super
visor at all, but only some leadmen. 
Then also, the third shift rarely sees 
the “brass.” As a result, the employees 
tend to feel overlooked, forgotten, for
saken. Their susceptibility is high.

• Fem ale-M ale Ratio. The study 
shows that females are less interested in 
unions than males. Women often pro
vide a second income in their families 
and hence do not feel the same amount 
of pressure as men who are the sole 
breadwinners in their families. Also, 
women abhor the threat of strikes and 
picketing. A high male population ratio 
means great susceptibility.

• H ousekeeping. A dirty, poorly 
maintained office or department—with 
boxes and materials in the aisles—stim
ulates employees to feel that the com
pany cares little about hourly employees 
and even denigrates them. If eating 
areas have unclean chairs and tables, 
dingy lights, empty coffee cups and

dirty ash trays, employees resent it. If 
they must eat at their desks, or in some 
corner of the room, the feeling is just 
as bad. If the parking lot is unpaved 
and muddy when it rains, or if the ex
ecutives have all the front parking stalls 
and the hourly people have to walk 
from the far end, the effect is the same 
as unclean housekeeping. The major 
consultant in this field corroborated our 
findings on this point.

• W age Rates. These are a good  
reason for joining a union, but rarely 
the real reason. This is something we 
shall discuss below.

Are there regular wage increments 
for longer service? If newer bank or 
insurance company employees receive 
substantially the same rates as older 
employees do, then trouble will ensue, 
as we have found.

Are merit increases given regularly? 
Normally, merit increases are given dur
ing the first few months, and only gen
eral increases follow. This buys no 
loyalty. On the other hand, if there 
are merit increases from time to time, 
who determines them and how? We 
found that too many insurance company 
and bank employees believe their su
pervisors are arbitrary and play favor
ites in giving increases. Using some sort 
of merit evaluation or performance-ap
praisal system is far preferable, but 
most supervisors have had little or no 
training on how to go through a merit 
evaluation or appraisal with an em
ployee. The result of such inept pro
cedures often is employee resentment at 
(alleged) favoritism in merit increases 
or in the evaluation procedure.

• Incentive Pay. From time to time 
some employees complain that some 
rates are too “tight” or the daily quota 
too high. Tight rates or high quotas ob-
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viously breed dissatisfaction if manage
ment engineers do not respond by mak
ing an effort to restudy the situations. 
When they do this, they can often in
dicate to employees what they are do
ing wrong. Sometimes that isn’t pos
sible. But if enough employees of a 
given department complain about tough 
rates or quotas, and if their earnings 
support this complaint, the management 
can well conclude that the rates really 
are too tight and a restudy is in order. 
If nothing is done, serious trouble lies 
ahead. Where restudy is done, the em
ployees’ feeling of arbitrary injustice 
often is ameliorated, even if no change 
follows.

• Overtime Practices. These are im
portant in two respects. Sometimes a 
bank or insurance company schedules 
overtime (or Saturday work or both) 
week in and week out in certain depart
ments without asking employee ac
quiescence. Managements always think 
that employees ought to love overtime 
because it enables them to earn more 
money. This is the same fallacy as be
lieving that wages are the most impor
tant element in a job. Continuous over
time is disruptive of family life, par
ticularly for women who need to do 
their family laundry and week’s shop
ping after hours. For companies in this 
position, there is little alternative to 
overtime except to hire and train more 
employees. Few companies like to do 
that since there is no knowing how long 
the overtime will last and hiring and 
training cost money. Any prolonged pe
riod of overtime, we found, produces 
strong anti-company feelings. One week 
on and one week off for compulsory 
overtime helps. If not, companies might 
try free coffee and rolls or some other 
“sweetener” for overtime workers.

• Seniority. Employees prize senior
ity (length of service in a department 
or job classification). However, manage
ments would prefer not to place senior
ity ahead of skill and health in promo
tion decisions. Compromises are im
portant, and employee feelings about

seniority ought not to be overlooked. 
Managements usually can function ef
ficiently even if they give senior em
ployees first chance at promotion, unless 
the choice is obviously wrong. This 
latter is rarely the case.

In a number of bank instances in 
which managements tried to bypass 
seniority or minimize it and gave the 
higher rated jobs to faster workers with 
better potential, the policy turned out 
to be self defeating. Other manage
ments that chose the most senior em
ployees and coupled that with some in- 
house training were far more successful 
in maintaining company loyalty and 
good productivity. The effect on other 
employees was much happier.

• Promotional Policy. If a new job 
opens up and present employees are not 
given an opportunity to try for that job, 
they will resent it greatly. The insur
ance company and bank argument was 
that promoting a present employee may 
necessitate extra training and, in ad
dition, involves trouble in filling the 
spot that has been left vacant by the 
promotion. But most often, we found 
the extra trouble was worth the cost; 
managements that encouraged in-house 
promotions were repaid with better 
work and widespread goodwill among 
the work force.

• Job  Transfer. Quite often, it is the 
good, ambitious worker who would like 
to be promoted or transferred to a more 
convenient shift or to a branch closer 
to home. We found that supervisors 
habitually sabotaged promotion from 
within or any job transfer plan, because 
both create problems for the supervisor. 
He not only loses a good employee from 
his department, but it means he has to 
break in someone else. Most supervisors 
are poorly prepared to do training well, 
so surreptitiously they discourage any 
promotion from within or transfer. As
tute consultants in this field corrobo
rated this finding time after time.

From management’s side, promotion 
and transfer ought to be encouraged. 
Those insurance companies and banks

that followed that practice were far less 
troubled by union organizers. Similarly, 
there is no reason why someone on the 
second or third shift should not be per
mitted to transfer to a more convenient 
shift, rather than hiring someone off the 
street to work the desired shift, leaving 
a present employee disgruntled and dis
satisfied.

• Fringe Benefits. In our study, we 
found that most managements under
rated their importance. This was a com
mon error. Since most employees are 
more concerned with job security and 
company stability than they are about 
money, the benefit package is closer to 
the heart of more employees than al
most anything. That includes vacations, 
hospitalization and medical plan, life 
insurance and if possible, pensions. The 
W all Street Journal for May 9, 1972, 
reports, for example: “A psychological 
study of Teamster union members in 
Detroit and Pontiac finds 67% are ‘com
pletely’ or ‘well’ satisfied with their 
present wages. But 74% would like 
greater health care. . . .”

We found that many companies be
lieved that employees resented paying 
for some small portion of the cost of 
hospitalization or medical insurance or 
life insurance or retirement. Not so. 
Many employees asked to pay for extra 
coverage on their own. On the other 
hand, a skimpy benefit package, even if 
it is 100% paid for by the company, is 
resented. Management always thinks 
this resentment is outrageous: Why 
should employees resent something 
they’re getting for nothing? The answer 
is that most employees prefer better 
protection even if they have to pay part 
of the cost themselves.

• Discipline and Grievance Proce
dures. These go together. So does an 
employee handbook. If there are no 
printed rules about what is punishable 
and what is not, and to what degree, 
you may be certain that many super
visors will abuse their authority to pun
ish.

(Continued on page 70)

Banking Serves America Sponsors Consumer Education Program

A TH BEE-STAGE consumer educa
tion program designed to enable 

professionals and consumers to better 
understand their rights and responsibili
ties as consumers is being sponsored by 
Banking Serves America in cooperation 
with the bankers and county govern
ment officials of Mecklenburg County, 
N. C.

The program was launched with a 
major conference that consisted of 
plenary sessions and workshops. Those 
in attendance were professionals and 
para-professionals whose work responsi
bilities bring them into regular contact

36

with consumers. These people include 
educators, county officials, social work
ers, law enforcement officials, business 
executives, community civic leaders 
and others who are involved with con
sumers in the course of their profes
sional activities.

The second stage of the program will 
consist of a curriculum plan that will 
be developed for in-depth training of 
community college extension workers. 
The objective of this second stage will 
be to “teach the teachers” how to work 
with community members in the in
struction of consumer information. The

teacher training course will be con
ducted for 10 weeks at a local com
munity college.

The program’s third stage will be 
community instruction under the direc
tion of the extension workers.

Banking Serves America is a public 
education effort of the Foundation for 
Full Service Banks and ABA. The pro
gram was conceived and initiated by 
Banking Serves America and it is hoped 
that it will be duplicated by banking 
communities and county organizations 
in other parts of the nation. • •

MID-CONTINENT BANKER for October, 1972

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



Mobile Home Loan Yield ‘E xcellen t’ 
A ccording to M ajority of Readers
High return9 low risk, valuable customer service cited

ONCE A BANK establishes itself in 
the mobile home lending business, 

its loan experience is very good, judg
ing from returns from a recent survey 
of readers of this publication.

Survey results indicate that the ma
jority of banks handling mobile home 
loans do so for the high yield, which 
averages 10% on a 60-month loan that 
was secured with a 10% down payment. 
The majority of reporting banks consid
er their mobile home lending experience 
to be “excellent”; they do not use 
mobile home service companies; neither 
do they finance mobile home parks. 
They consider the prime benefit of of
fering mobile home financing to their 
customers to be the low interest rate 
they charge.

Only 7% of those banks responding 
said they do not participate in mobile 
home lending of any type. Reasons for 
non-participation include little or no de
mand for it, too lengthy terms and lack 
of suitable facilities for mobile homes 
in their trading areas.

More than 66% of responding banks 
consider the primary reason for financ
ing mobile homes to be the good yield 
these loans produce. Other reasons in
clude low risk (17.5%), providing a 
necessary customer service (12.5%), a 
way to attract new customers (9.5%), a 
means of creating cross-sell opportuni-

By JIM FABIAN 
Associate Editor

ties (6%) and a way to increase install
ment loan volume (6%).

A full 62% agreed that lower interest 
rates are the prime benefit for a cus
tomer taking out a mobile home loan 
at a commercial bank. Other benefits to 
customers include personal service

(12.5%), establishment of credit ratings 
(10.5%), convenience (10%) and the pos
sibility of a better deal through local 
financing (8.5%). Surprisingly, 3% stated 
there were no benefits in dealing with 
a bank.

The return on mobile home loans 
varies from 4% to 15%. However, 21% 
of the responding banks averages a 10% 
yield on its loans. Running a close sec
ond (20.5%) is the 9%-yield category. 
The 11% category is third, with 15.5%

M o b ile  Hom e Boom
More than 500,000 mobile homes should roll off the production 

lines this year, representing estimated retail sales of about $3.5 billion.
These units are being produced by some 334 firms and the square 

footage of these mobile homes is contantly expanding.
Average retail price of a mobile home, including all widths, is $6,- 

640, or about $9.07 per square foot. This figure includes furnishings 
and appliances. By comparison, the average site-built home costs 
about $17 per square foot, unfurnished, exclusive of land.

More than seven million people live in mobile homes.
The ABA reports that mobile home outstandings have increased 

dramatically in the last year. Such outstandings now represent 8.1% of 
the total installment loan portfolios of ABA-member banks, compared 
with 5.5% a year ago.
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of respondents posting that figure.
Mobile home loans mature anywhere 

from 36 to 144 months. The most popu
lar maturity period is 60 months, with 
31.5% of the responding banks indicat
ing that figure. The next most popular 
figure is 84 months (23%). A far-distant 
third place goes to 96 months (10%).

Down payments required on mobile 
homes range from 5% to one-third, with 
the most popular figure being 10% (re
ported by 34% of respondents). In sec
ond place is 20%, which was indicated 
by 21% of the banks. In third place is 
15%, a figure stated by 12.5% of re
spondents.

Banks were asked to indicate how 
the returns on their mobile home loans 
compared with those from other cate
gories of installment loans in their port
folios. Of the 200 banks responding, 
59% termed their mobile home loan 
yields “excellent” while 33% said their 
yields were “fair.” Only 1% considered 
their experience to be “poor.”

Twenty-eight percent of the respond
ing banks use a mobile home service 
company, either on all loans or on some 
of them. Sixty-seven percent do not use 
the firms. That leaves 5% who skipped 
the question.

Banks using mobile home service 
companies appreciate the variety of ser
vices these firms provide. Mentioned 
most frequently were the repossession 
and collection services, with recruit
ment of dealers and insurance arrange
ments also high on the list.

Twenty percent of responding banks 
finance mobile home parks. Of the 80% 
that don’t, several stated that there 
have been no mobile home park proj
ects to finance in their trade areas. 
Thus, more than 20% of the responding 
banks would like to finance mobile 
home parks if they could.

There is little doubt in the minds of 
a large majority of bankers responding 
to this survey that mobile home financ
ing is a good business to be in! • •

Hamilton Bancshares Makes Plans
To Start Mortgage Service Firm

CHATTANOOGA, TENN.—Hamil
ton Bancshares, Inc., has announced 
plans to apply to the Federal Reserve 
Board for permission to start a mort
gage service firm. The company would 
be headed by Philip S. Barrett, former
ly executive vice president of Citizens 
& Southern National, Atlanta, and presi
dent, Citizens & Southern Realty In
vestors. Mr. Barrett also was elected to 
Hamilton Bancshares’ board.

The new subsidiary, to be known as 
Hamilton Mortgage Corp., would be 
headquartered in Atlanta and have of
fices in Macon, Ga., Memphis, Nash
ville, Knoxville and Chattanooga, Tenn.
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Offer Benefits Candidates

Customers depositing $200 into a 
new savings account or adding $100 
to an existing savings account at 
Winters National, Dayton, O., are 
being given the option of contribut
ing $1 of the bank’s money to the 
presidential candidate of their choice.

The bank, serving as the custom
er’s agent, sends the money to the 
candidate. Purpose of the promotion 
is to encourage citizen participation 
in the election process and generate 
campaign funds for the candidates 
—not to mention bringing new de
posits to the bank.

Customers have the option of de
positing the bank’s dollar in their 
savings account if they do not wish 
to contribute to a candidate.

Although banks are prohibited by 
law from making direct contributions 
to political campaigns, they can do 
so as agents for their customers.

Portrait Charge Card Introduced 
By Six St. Louis-Area Banks

ST. LOUIS—The six St. Louis-area 
General Bancshares banks last month 
began offering portrait BankAmericards. 
The banks are: Bank of St. Louis, 
Baden Bank, Jeff erson-Gra vois Bank 
and Northwestern Bank, all of St. Louis; 
Commercial Bank of St. Louis County, 
Olivette, and Lindbergh Bank, Hazel
wood.

According to Bank of St. Louis, the 
new portrait card is the first bank 
credit card to be offered locally that 
features a full-color photo of the card
holder. The card utilizes the Polaroid 
“hard” card. Thus, said Jack Minton, 
president, General Bancshares and 
Bank of St. Louis, card theft is re
moved as a problem and the chance 
of misuse for the consumer is virtually 
eliminated.

Sickle Cell Fund Boosted

Comedian Bob Hope (center) recently led a 
host of more than 100 entertainers, sport 
celebrities and business and community lead
ers in the first annual Ernie Banks Golf Classic, 
sponsored by Continental Illinois National, 
Chicago, to raise funds for sickle cell anemia  
research. At right is Chicago Cub baseball 
star Ernie Banks.

First Nat'l Bank of Commerce 
Forms Petroleum Division

NEW ORLEANS—F i r s t  National 
Bank of Commerce has formed a petro
leum and natural 
resources division 
to serve the oil, 
gas, t i m b e r  and 
mineral industries 
in the New Orleans 
area and the Gulf 
South.

Heading the new 
d e p a r t m e n t  is 
Franklin D a r t e z, 
who has joined the 
bank as a vice 
president. Mr. Dartez, who has 15 
years’ experience in the oil industry, 
formerly was assistant vice president 
in the petroleum department of First 
National City Bank, New York.

Permission to Start Memphis Bank 
Sought by Nashville Bank HC

First American National Corp., Nash
ville-based multi-bank holding com
pany, has applied for a charter to form 
a new bank in Memphis. Capitalization 
would be $5 million.

Fred W. James would be chairman 
and Jeans W. Pattinson president. Mr.

JAMES PATTINSON

James is former senior vice president 
and head of the metropolitan division 
at First National, Memphis. Mr. Pattin
son had been a vice president in First 
of Memphis’ national division. Mr. 
James had been with First National 
23 years, serving in most major depart
ments. Mr. Pattinson has spent 25 years 
in Memphis banking. Both men are lo
cated temporarily in the White Sta
tion Tower in Memphis.

Boatmen's National, St. Louis, 
Announces Two Promotions

ST. LOUIS—Boatmen’s National has 
promoted James C. Greene to vice pres
ident. He is manager of the Master 
Charge department.

Miss Theresa J. Carnaghi, banking 
representative, was elected an assistant 
cashier. She has been with the bank 25 
years and is a lending officer in the met
ropolitan division of the banking de
partment.

DARTEZ

MID-CONTINENT BANKER for October, 1972

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



Since join ing NBT in 1966, Bill Nash has 
carved a special niche for h im s e lf. . . both in 
Oklahoma banking circles and in Tulsa 
community affairs. After you meet this dynamic 
young banking executive, you ’ll agree he has 
a special “ knack” for tackling problems 
head-on . . .  in a person-to-person situation.
A talent that uniquely qualifies him to head 
NBT’s Correspondent Bank Department.
Don’t let his low-key Georgia drawl fool you. 
His list of civic accomplishments and accolades 
are far more numerous than his years. In 
1970, he was honored as Tulsa’s Outstanding 
Young Man by the Junior Chamber of Com
merce. Currently, he is a member of the board 
of regents of Oral Roberts University, a 
d irector of the Tulsa Boys Home, first vice 
president of the Downtown Lions Club, vice 
chairman of Tulsa Area Youth for Christ, as 
well as a member of the Junior League’s 
Business Advisory Council.
And his list of professional credits is equally 
impressive. A graduate of Northwestern Uni
versity ’s School of Bank Marketing, Bill 
joined NBT in 1966 as advertising manager 
and director of public relations. Named an NBT 
officer in 1967, he was promoted to Vice 
President and head of the Real Estate Loan 
Department in 1970. He is also a graduate of 
Oklahoma State University’s Intermediate 
School of Banking.
But don’t take our word for it. Find out for 
yourself. There’s a difference  in the brand of 
banking service you ’ll get from a professional 
Pacesetter. So, look for Bill . . . he’ll be 
looking for you.
Phone (918) 584-3411, Ext. 443

NATIONAL BANK OF TULSA
THE PACESETTER® BANK THAT HELPS YOU GET THINGS DONE
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Mobile Home Financing Is Complex, 
But Is Profitable for Banks

MO BILE HOME financing is an ex
tremely specialized field, but one 

that can be profitable. Any bank wish
ing to engage in mobile home financing 
should  co n sid er 
several factors.

F i r s t , w h a t  
amount of money 
does the bank wish 
to invest in mobile 
home paper? What 
approach will be 
necessary to reach 
this objective?

In order to be 
competitive, it will 
be necessary to of
fer up to 10-year financing. If the bank 
wishes to accumulate a large retail out
standing, it should be prepared to floor 
plan dealer inventories.

The bank’s installment loan depart
ment should be adequately staffed to 
service mobile home loans. One of the 
most important parts of any mobile 
home financing program is the collec
tion function. Personal contact prior to 
an account becoming 30 days’ delin
quent is necessary to minimize overall 
delinquency. An inadequate staff can 
result in a high delinquency ratio.

Even with proper collection efforts, 
repossessions will occur. When they do, 
prompt repossession, reconditioning, 
merchandising, delivery and setup are 
necessary to keep losses at a minimum.

Insurance coverage is another im
portant consideration. If a customer 
provides his own insurance, the bank 
will find that many times coverage is 
not adequate to protect the bank’s in
terests. The bank will also face the pos
sibility of a non-insured mobile home 
being moved and wrecked in the 
process. The bank may also repossess a 
home and find all the furniture missing 
—with no insurance coverage to protect 
the bank.

All of these problems can be avoided 
by setting up a program that takes the 
following factors into consideration: 

F loor planning, which is the most 
risky part of any mobile home program. 
If properly handled, however, there is 
little likelihood of loss. Here are some

By B. L. STEPHENS

Assistant Vice President 
Commerce Union Bank 

Nashville

suggestions for reducing the risks of 
floor planning:

• Check out prospective dealers 
closely.

• Record all floor plans properly 
with the state.

• Hold certificates of origin for mo
bile homes.

• Advance all funds directly to the 
manufacturers.

• Advance no more than 100% of 
any invoice, excluding freight.

• Deal with reputable manufactur
ers.

• Require manufacturers to print 
on invoices that they abide by the uni
form invoicing regulation of the Mo
bile Homes Manufacturers Association. 
This will help avoid the possibility of 
packed invoices.

• Require repurchase agreements 
from manufacturers.

• Require c u r t a i l m e n t  of floor 
planned units of at least 10% each 90 
days and payment in full within one 
year.

• Require personal guarantees if the 
dealer is a corporation.

• Physically audit floor plan at least 
every 30 days to avoid selling out of 
trust.

• Always go inside mobile homes 
when auditing to be sure the furniture 
has not been removed.

• Require the dealer to furnish a 
physical damage insurance policy on 
homes in inventory.

Physical dam age insurance is an im
portant part of any mobile home fi
nancing program. It is advisable to 
require that the premium for a mobile 
home policy, including vendors single 
interest coverage, be included in every 
contract for the term of payment or for 
as many years as is legally permissible. 
This type of insurance will protect the 
bank in several ways, most of which 
follow:

• It eliminates the necessity of re
newing policies each year.

• It enables the bank to work with 
one insurance company to settle losses.

• It assures customers of several 
years’ coverage with no premium in
creases.

• Vendors single interest insurance 
provides the bank with several protec
tions, including on-road collision cover
age by repossessing the salvage, trans
portation expense for returning repos 
located over 100 miles away, pays the 
value of items removed from repos and 
pays off the loan if the customer skips 
and cannot be located.

There are several methods of retail 
financing and each has some advantag
es.

Direct financing is usually the best 
type program from the standpoint of

M o b ile  H om e O u tlo o k  Is B right
Experts agree that the future of the mobile home industry is bright, 

citing the following reasons:
• Mobile homes presently represent over 90% of all single family housing 

selling for under $15,000.
• Construction costs of conventional housing continue to increase and 

more people are finding it difficult to afford such housing.
• The average mobile home can be purchased for $6,100, with a down 

payment as low as $700 and monthly payments of less than $100.
• The industry has shown tremendous growth over the past 10 years as 

evidenced by the increase of shipments from 118,000 in 1962 to 480,000 
in 1971.

• Factors indicate that this growth will continue and that mobile home 
housing will become more attractive as population increases.

STEPHENS
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Someone 
in your area is 
going to make 
a lot of money 

in mobile home
lending.

Amcourt’s out to make sure it’s 
you.

Far from sitting back and wait
ing for the paper and money to 
roll in, we’re coming up with 
financing-service innovations to 
help you get your share of this 
booming business.

You see, our key people grew 
up in the mobile home lending 
business.

In fact, one reason there’s a 
shortage of people who know 
really good paper when they find 
it is that a big share of them are 
working for Amcourt. Also, we’ve 
created a unique “Dealer Enrich
ment Plan” to get dealers to gen

erate more and better-quality  
borrowers.

We’ve given them a Market
ing Assistance Program to show 
them exactly how to do it.

We’re assuming all the risks, 
and all the headaches that go 
with them.

W e’re taking all the legwork 
and paperwork off your shoulders 
and onto ours.

W e’re eliminating your need to 
add new people to do a profes
sional job in the mobile home 
field.

W e’re handling all the 
collections, repossessions 
and resales ourselves, at

Amcourt
Financial Services Corp.

no extra cost to you.
And we’re building a larger 

nationwide network of dealers to 
expand your operations outside 
your own neighborhood, city and 
state.

For the complete story on how 
Amcourt can help you get the 
m obile home lending p ro fits  
you’ve got coming to you, call 
or write:

A m court Financial Services 
Corp., a Subsidiary of Amcourt 
Systems, Inc., a publicly owned 

company, Suite 1200, Ainsley 
B u ild in g, M iam i, F lo rid a  

33132. Or phone 305/358- 
1380 or 379-2878, collect.

We share 
our wealth.
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Mobile Home Financing
credit risk because the borrower is 
usually a customer of the bank. A bank 
cannot, however, build a volume loan 
operation with this method. Direct fi
nancing should be a part of your pro
gram but it should not be the only 
method of financing unless the bank 
is satisfied with a small volume of 
business.

Be sure the bank is willing to offer 
terms long enough to be competitive 
with dealer plans.

Indirect financing—repurchase basis 
was the only method of indirect financ
ing used until a few years ago. It is 
now being used less because of dealer 
reluctance to endorse the larger 
amounts needed today and because of 
10-year financing.

Such a plan will be only as good as 
the dealer. Make sure the dealer is 
financially strong enough to pay off 
several repossessions if adverse eco
nomic conditions should cause an ab
normal number of repossessions.

Possible Problem

This plan may also cause problems 
for a small bank, as the examiners may 
question the amount of contingent lia
bilities of one dealer compared to the 
bank’s deposits.

More collection effort is needed 
under this plan, as the dealer will want 
some slow paying customers to be fi
nanced and, because of the dealer’s 
endorsement, you are likely to agree 
with his requests.

Generally speaking, only banks with 
specialized departments should use in
direct financing on a repurchase basis.

Indirect financing— non-recourse is 
becoming more attractive and will like
ly be the method used in most markets 
in the future.

When this plan is considered, the 
necessity of liquidation of repossessions 
or associating the bank with a qualified 
service company must be faced.

Banks should be discouraged from 
non-recourse financing without a ser
vice company contract unless they have 
the protection of a credit bond and are 
staffed for collection and repo liquida
tion.

A non-recourse service company plan 
works as follows:

The bank signs an agreement with a 
company qualified to service mobile 
home loans and agrees to pay for the 
service. The services provided by this 
type of plan include:

• Obtaining dealers to provide the 
bank with retail contracts.

• Providing business relations rep
resentatives to call on dealers.
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• Helping to train bank employees 
to process mobile home loans.

• Advising banks on how to prop
erly set up floor plan lines.

• Physically auditing floor plans for 
banks.

• Purchasing credit bonds from in
surance companies to protect loans 
from loss.

• Collecting past-due loans.
• Physically re p o ssessin g  homes 

when necessary.
• Selling repossessions and paying 

loans in full without loss.
• Providing forms, such as install

ment sales contracts, rate charts and 
credit applications.

Choosing a service company should 
not be done without considerable 
thought. The following points should 
be considered:

• Financial strength of the service 
company. The bank will depend on this 
firm to service loans for up to 10 years. 
You must be sure the company will re
main in business to do so.

• Number of years’ experience the 
service company has in mobile home fi
nancing.

• Location of office and staff. How 
prepared they are to service your loans 
or replace the representative in your 
area should he leave the firm and how 
easily you can reach someone by phone 
when you need assistance.

• The service company’s reputation 
with dealers in your area.

• Their credit approval practices.

Mobile Home Owner Surveys

Commerce Union Bank recently con
ducted a survey of its mobile home loan 
contracts to gather information about the 
average mobile home buyer.

The survey revealed that average fam
ily size is three persons, the average age 
of the owner is 25 years, his income is 
$500 per month, he borrowed an average 
of $5,375 on a mobile home with an aver
age cash selling price of $6,131 and the 
term of the loan was 96 months. These 
figures reflect the situation in Commerce 
Union’s trading area. The bank is located 
in Nashville.

Exchange National, Chicago, made a 
somewhat similar survey of the central Il
linois area, and came up with the follow
ing averages:

Family size—three persons; age of own
er—35; monthly income—$695; loan ad
vance—$5,200; term of loan—91 months.

Mobile Home Service Co., located in 
Temple, Tex., and Oklahoma City, has 
come up with somewhat similar figures:

Family size—four persons; age of own
er—30; monthly income—$585; loan ad
vance—$6,800.

Avoid any company that encourages the 
bank to make marginal loans which 
might result in the bank having a high 
delinquency ratio and too many repos.

• Ability of the company to refund 
service fees in the event of prepayment 
of loans.

• The financial strength of the in
surance company writing the credit 
bond.

There are several methods of mobile 
home financing and every bank must 
decide which is the most suitable for 
its needs.

And now, a little about my bank’s 
experience in mobile home financing.

Commerce Union has been actively 
engaged in mobile home financing for 
over 30 years. The bank financed its 
first mobile home in the late ’30s. At 
the time mobile homes were 20 to 30 
feet long and eight feet wide. They 
sold for less than $1,000. By the early 
’40s, the bank had several active deal
ers from which it purchased contracts.

Prior to 1955 the bank had financed 
new units for up to five years, but be
cause of the increased cost of the larger 
units coming on the market the bank 
began to offer seven-year financing for 
new units. This plan proved quite suc
cessful and we continued to increase 
our outstandings.

Terms Extended

In 1962 the industry produced the 
first 12-foot-wide units and it became 
necessary to extend terms again. In 
1962 we began to offer eight-year fi
nancing and in 1965 we began to al
low nine- and 10-year financing on a 
limited basis. As the industry continued 
to improve the quality of mobile homes 
and to increase their size, financing 
terms continued to increase and a new 
concept of dealer financing began to 
evolve.

As the terms of financing and the 
retail prices continued to increase, deal
ers began to be concerned with en
dorsing contracts. This concern caused 
banks to begin to think about non-re- 
course financing.

This type of financing began on a 
limited basis in the mid-’60s, and by 
1971 had become a popular financing 
plan. The bank’s dealer program was 
all on a repurchase basis, but we began 
to see signs that the market in our 
area was about to turn toward non-re
course financing. After closely examin
ing the experiences of lenders using 
non-recourse plans and the service com
panies servicing them, we decided to 
market a non-recourse plan. In January, 
1972, we presented this plan to dealers.

At the same time, the bank decided 
to market another service—a non-re- 
course mobile home plan—to other 
banks, with Commerce Union acting
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as the service company. As of this writ
ing, we have signed up a number of 
banks on this plan.

We have found mobile home loans to 
be attractive for several reasons, as 
follows:

• Larger amounts can be loaned, 
thereby reducing the effect of acquisi
tion costs.

• More dollars of outstanding may 
be serviced with fewer people.

• Fewer insurance problems occur.
• Fewer collection problems occur.
• Average pay-back time of seven- 

year loans is 37 months.
• Mobile homes produce more retail 

outstandings compared to floor plan 
carried than automobile financing does.

• A community service is performed, 
enabling people who cannot afford 
conventional housing to purchase mo
bile home housing.

If your bank is not financing mobile 
homes, you should seriously consider 
the possibility of starting a program.

Officer Promotions Announced 
By City Nat'l, Kansas City

KANSAS CITY— City National has 
promoted John M. Miller to vice presi
dent and trust accounting officer and 
William A. Hann to pension trust of
ficer.

Mr. Miller joined the bank in 1955, 
became assistant trust officer in 1959 
and trust accounting officer in 1963. 
He was elected assistant vice president 
and trust accounting officer in 1970.

Mr. Hann has been with the bank 
since 1968 and was elected assistant 
pension trust officer in 1970.

Millikin Nat’l of Decatur 
Plays Host to 240 Bankers 
at Correspondent Party

DECATUR, ILL.—Millikin National 
played host to 240 bankers at its 32nd 
annual correspondent bank party held 
September 14 at the Country Club of 
Decatur.

Ray G. Livasy (r.), pres., host bank, and Milton 
Brahier (I.), a .v .p ., host bank, visit with Ken
neth T. Frost, pres., First Nat'l, Rantoul, at 
social hour prior to buffet dinner. Mr. Frost 
w as recognized at the dinner as an IBA 50- 
Year Club member.

Five additional IBA 50-Year Club members were 
recognized at the dinner. They are (I. to r.) 
H. E. Voglsinger, Pontiac Nat'l; Howard Thorp, 
DeWitt County Nat'l, Clinton; H. F. Nalefski, 
E. E. Joynt and D. B. Hastings, all of Millikin 
Nat'l.

Approximately 70 golfers participated 
in a golf tournament.

The annual function features a golf 
tournament, social hour, buffet dinner 
and the awarding of golf and attend
ance prizes. Ray G. Livasy, president 
of the host bank, welcomed guests and 
Milton Rrahier, assistant vice president, 
awarded golf and attendance prizes.

Jack R. Towson, chairman and presi
dent, State Rank of Blue Mound, won 
the top golf prize for achieving low 
gross score. Ivan D. Wood, a director 
of First National, Sullivan, won top 
honors for the low net score.

Two Vice Presidents Retire 
From First American Nat'l

NASHVILLE—First American Na
tional has announced the retirements of 
George R. Knox III, vice president and 
manager of the Melrose Branch, and 
Rudolph Lauper, vice president and 
manager of the bank investment divi
sion. Mr. Knox joined the bank in 1930 
and Mr. Lauper in 1948.

John M. Oden, assistant vice presi
dent and former manager of the Hills
boro Branch, succeeds Mr. Knox as 
manager of the Melrose Branch. Wil
liam H. Coles Jr., assistant vice presi
dent and former assistant manager of 
the Hillsboro Branch, succeeds Mr. 
Oden as manager of that branch.

■ SAN FRANCISCO—David A. Shep
ard Jr. has been named vice president, 
investment management service, in 
Wells Fargo Bank’s head office finan
cial analysis department. He was an 
assistant vice president.

First National, Tulsa, Observes Topping Out of New Tower

LEFT—Some 4,000 Tulsans accepted the invitation of First National to 
"get on the beam " and sign the 22-foot topping out I-beam that w as  
displayed in the bank's lobby for three days recently. The beam, 
when hoisted into place atop the bank's new 41-story tower, com
pleted the structural work on the building, which is the state's tallest. 
RIGHT—At ceremonies observing First National's topping out were

civic and banking leaders. Tulsa Mayor Robert La Fortune is at the 
podium. Bank officials include Russell F. Hunt (far I.), vice chairman; 
Lindsay L. A lexander (3rd from r.), vice president, marketing; F. G. 
McClintock (2nd from r.), chairman and CEO; and Rhese Hoylman (far 
r.), president, First National Employees Club. Man in center is local 
clergyman.
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Mobile home financing. Another way 
our correspondent banks can profit by our 
experience.

Many bankers balk when they hear the word “mobile.” They think transient 
and shaky credit. They think high return, but with high risk. They would be 
surprised to find out just how stable financing mobile homes can be.

Take our experience. In the seven years we at Exchange National Bank 
have been involved with mobile home financing, we’ve purchased over $7 0  million 
in retail paper at an excellent yield. Our losses have been zero. Even floor plan 
financing losses have been less than 0 .0 0 1 % .

As you can see, when you know what you’re doing, mobile home financing 
can be a means of earning about average profit without having to take 
above average risk.

We’d like to show you how you can profit by our experience. Just give 
Ed Delaney or Lou Hanson of our Correspondent Banking Division a collect call.

Exchange 
National Bank

Exchange National Bank of Chicago 
La Salle & Adams, Chicago, Illinois 60690 
Phone: (312) 332-5000; Member FDIC
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Mobile Home Living— 
New Life Style for 70s

AT SARASOTA, Florida, Mr. and Mrs. Floyd Cronin start 
T X  almost every winter day watching the television 
weather report for news of the snow depth in Buffalo, N. Y.

Mr. Cronin spent 45 years working as a machinist in Buf
falo. “It’s a good town,” he says. “We had a good life there. 
But when I retired two years ago, we took a hard look at 
ourselves. We decided right then that we were tired of 
taking care of our old house, tired of the snow, crabgrass 
and peeling paint. We wanted more time for ourselves and 
now we’ve found it.”

In Rockford, 111., time also is a problem for Glenn and 
Donna Darbin. After 13 months of married life, both hold 
demanding jobs. In addition, Glenn is enrolled in a course 
in business management and Donna does volunteer work 
with retarded children.

“Some days,” says Donna, “everything seems to be one 
gigantic hassle. There just aren’t enough minutes to go 
around. We’re both basically people-lovers and we hate 
to get wrapped up in houses and yards and things like 
that. We’re just grateful for our evenings and weekends 
when we can spend a few hours with friends or with each 
other.”

Busy people like the Darbins and retired people like the 
Cronins are both representative of the kinds of customers 
who have created one of America’s boomingest industries— 
the manufacture and sale of mobile homes.

Despite differences in age, location and interests, the 
Darbins and Cronins share the belief that they should be 
masters of their home and not vice versa. They want to 
enjoy fishing or bridge, music or friends. They don’t want 
to be chained to an endless round of clean-up, fix-up, 
paint-up chores, or to suburbia’s no-quarter competition for 
lawn-of-the-year or house-of-the-block honors.

It is this point of view—this desire for a minimum in
volvement in housing—that has helped make the mobile 
home one of the most important elements in the housing 
industry. In 1972, an estimated 600,000 mobile homes will 
roll from assembly lines to customers like the Cronins and 
Darbins in Sarasota, Rockford, Raleigh, Little Rock, San 
Jose, South Bend and hundreds of other places.

Information on both families (with the names changed in 
the interest of privacy) was supplied by Arthur J. Decio,
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Not to change the subject 
but how about
PROFIT?

A lot is said about yield. We even say 
some of it ourselves. In passing. But our 
attention invariably moves way on down 
past the acquisition costs, expenses and 
losses. In other words, bottom line.

That’s where the true worth of your 
loan portfolio is measured. The part of the 
yield you get to keep.

That’s also where our people are mea
sured. And with 122 years of experience 
in the mobile home financing field among 
our key executives, we have to use a 
long ruler.

We provide direct and immediate atten
tion to your loans through 11 offices serv
ing 21 states. Let experienced UMS 
personnel give you something new to talk 
about at the next board of directors 
meeting, such as profit.

Change the subject. It’s surprising how 
intently people will listen.

l u m s l
/ CORPORATION/

UNIVERSAL MOBILE SERVICES CORPORATION
3120 Southwest Freeway/Houston, Texas 77006

MOBILE ENTERPRISES, INC. 
St. Louis, Missouri

UNIVERSAL INVESTMENT CO. 
Dallas, Texas
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The belief that mobile home loan yields are too small 
in proportion to the risk involved . . .  a lot has happened 
lately to change that picture.

First, the market has changed. Today, two-thirds 
of all single family housing sales under $25,000 are 
mobile home sales.

Second, the risk has changed. In fact it has 
disappeared. CMI now insures the fu ll principal amount 
of your mobile home loans. A real opportunity for 
lenders? It’s hard to find a better one.

Our skilled underwriters and approved service 
companies can help you get started. We’ll also send 
you a folder of facts on mobile home lending.
Just ask and it’s yours.

Telephone: (Toll Free) 1-800-356-8080 
(Within Wisconsin) 1 -800-362-8070

Credit InsuranceJnc.
Subsidiary ot CMI Investment Corp.
Home Office: 2 East Gilman Street, Madison, Wisconsin 53701

president and chief executive officer of 
Skyline Corp., Elkhart, Ind., said to be 
the world’s largest mobile home pro
ducer.

Mr. Decio, who also is a past presi
dent of the Mobile Homes Manufactur
ers Association, has directed his com
pany to a phenomenal 2,106% increase 
in sales in just nine years.

“I am convinced,” said Mr. Decio in 
a recent interview, “that a growing 
number of Americans no longer can be 
satisfied with the traditional patterns of 
housing. Some of these people are 
thinking about retirement. Others are 
young marrieds, military personnel, 
executives on the move and college 
students. All of them hate the idea of 
being handcuffed to a conventional 
home with its 30-year mortgage, its 
constant need for maintenance and its 
inescapable identification with social 
status.

“We know through our research that 
many of the buyers of mobile homes 
are consciously withdrawing from the 
time-eating job of home maintenance 
and from the social struggle that some
times seems to typify suburbia. They 
want to be free to enjoy a lifestyle 
that centers, not on a building or a 
piece of real estate, but on human re
lationships.

“In a mobile home, you can do your 
housecleaning with a damp cloth and 
you can take care of your yardwork 
by picking up an occasional gum wrap
per. You, not your house, decide when 
and how you spend your time.”

“We have found that many buyers 
like the idea that they can buy a mobile 
home with a minimum down payment 
and commit themselves to a relatively 
few years of loan repayments. It’s also 
true that for many families with low in
comes, the mobile home is the only 
housing within economic reach. But 
many who can afford conventional hous
ing choose the mobile home way of life.

“During the past decade, construc
tions costs for conventional housing 
have increased 65%. But today you can 
buy a mobile home with 700 square 
feet of living space for almost exactly 
the same price you would have paid 
10 years ago for a similar mobile home 
with only 500 square feet of living 
space.”

Mr. Decio also pointed out that great 
strides are being made in the develop
ment of mobile home parks. “The con
cept of a mobile home park as a kind 
of barren, unplanned lot is dead and 
buried. Today’s parks are carefully de
signed to make the best possible use of 
the land and its natural features. Land
scaping, home sites and community fa
cilities are interrelated for the best 
possible visual effect and for the high
est level of convenience.

(Continued on page 52)
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this man has expertise
It takes competence and know how to do the kind 
of job Al Stow does as Vice President and 
Regional Installment Credit Supervisor 
of Crocker National Bank in Fresno,
California. That's why he has 
Insured Payments help build 
and service his mobile home 
loan portfolio. He trusts 
the special skills of 
this unique servicing 
organization to get the 
job done right.

Insured Payments has 
the experts to go 
with your expertise

Ask Al.

(209) 223-0961

Iff If  I

< 3  J -

»■a
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in the mobile home industry

M H M A  Establishes Consum er Action Bureau

A consumer action bureau has been established 
by the Mobile Homes Manufacturers Association to 
help owners resolve problems that may occur fol
lowing the purchase of a new mobile home. The 
special bureau will give owners a central clearing
house where they can define their problems and 
have them settled in a satisfactory manner.

The bureau was established because mobile home 
owners have been uncertain as to where to look for 
assistance. Owners needing assistance are asked to 
write to MHMA for service report forms which, 
after being completed by the owners, should be re
turned to MHMA for action.

MHMA’s address is 6650 N. Northwest Highway, 
Chicago, 111. 60631.

Tie-D ow n Legislation U rged by  Insurors

Members of the insurance industry have been 
asked to point out the advantages of legally required 
tie-downs in all states by a representative of Fore
most Insurance Co., Grand Rapids, Mich. Legis
lators who are concerned with the problems of their 
constituents should be more willing to sponsor, push 
and secure the passage of legislation requiring 
mobile home tie-downs, the representative said.

If mobile home losses are reduced, insurance rates 
will naturally reflect the improved picture. If lives 
are saved and fewer people injured, it will be those 
people who benefit, he said. Tie-downs protect 
mobile homes from winds that can tip the homes 
from blocks and cause extensive damage. Tie-downs 
can be installed for about $150 per mobile home— 
a one-time cost with lasting benefits.

C om m unity  Life Goes W ith  M o b ile  Homes

The mobile home owner buys a way of life rather 
than physical housing, according to a report dis
tributed by First National City Bank, New York. 
Mobile home owners become involved in commu
nity living of a kind that is now rare in conventional 
housing.

Total cost of possession of the average mobile 
home is somewhat less than for the lowest-rent new 
apartment and significantly less than the lowest-cost 
new house available today without subsidy.

M o b ile  Hom es D eprecia te  S low ly
Wholesale values of major brand mobile homes 

depreciate an average of 10% the first year and 5% 
a year thereafter. After eight years, the units de
preciate 45%. After 15 years, when most units have 
been discarded as year-round housing, the homes 
still retain between 20% and 35% their original cost 
as resale value. The rule of thumb accepted by most 
lenders and dealers is that depreciation is 50% in 
five years.

M o b ile  Hom es Located in M a n y  A reas
Where are mobile homes situated after purchase? 

Some 30% are located on farms or on scattered lots 
in rural areas and small towns; slightly under 25% are 
situated in mobile home parks; 10% are used as sec
ond homes, temporary housing in disaster areas or as 
commercial buildings; and 3% go either to dealers’ 
inventories or to offset vacancies in owned or rented 
stock.

No one seems to know what happens to old 
mobile homes, but most end up as vacation retreats 
or storage sheds.

M o b ile  H om e Subdivision Trend
The creation of mobile home subdivisions is a 

growing trend, although such projects account for 
a minute share of all mobile home sites being estab
lished. Mobile home owners residing in subdivisions 
own their sites and put down permanent footings 
for the units. The package of mobile home and lot 
may be purchased with standard mortgage financing 
and is taxed as real property. Most of these lots are 
in parks, with a management providing standard 
park services.

FHLBB Eases Lending Rules
The Federal Home Loan Bank Board has liberal

ized its rules to allow S&Ls to put more assets into 
mobile home loans. Present regulations permit a 
maximum of 10% of S&L assets to be in mobile home 
loans, up from the previous limit of 5%.

FH LBB board member Carl O. Kamp Jr. has said 
that the liberalization will benefit lenders who find 
the previous limits too restrictive as well as home 
buyers looking for low-cost housing.
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We Have Som
Regardless of the size of your financial insti

In the dynamic Mobile Home financing mar
ket Mobile Home Service Company has the
experience and flexibility to

•  Service your Mobile Home investment 
needs...

with one or more contracts at a time 
with bulk package purchases 
with participations

all with or without payment servicing

•  Service your Mobile Home liquidity 
needs...

by reinsuring your portfolio 
by purchasing your portfolio 
by participation in your portfolio

•  Service your customer’s needs...
by guaranteeing your direct Mobile Home 

loan
by purchasing your direct Mobile Home loan 

with or without payment servicing 
physical damage insurance for Mobile Homes 
credit life insurance for Mobile Home Owners

M OBILE HOME S E

Best Yields Most Compì

Write o

Larry Jackson 
Suite 1035 

Liberty Bank Tower 
Oklahoma City 
(405) 239-6828
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thing For You!
ion . . . From the smallest to the largest 

Service Fully Guaranteed Loans

Our officer staff alone represents a total 
of over 125 years experience in bank
ing, mortgage banking, sales finance, 
insurance, and administration.

W hy not let our staff of 20  friendly  
people becom e your m obile home 
department.?

all

VICE COMPANY
Wade James 

Suite 915
First National Bank Building 

Temple, Texas 76501 
(817) 773-9931
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WHAT MAKES 
MOAMCO'S 

MOBILE HOME LOAN
PROGRAM

UNIQUEIY BETTER*
(a) MoAmCo studies the market potential 

for mobile home sales in your area.
(b) MoAmCo evaluates the mobile home 

dealer’s success and future.
(c) If the right potentials exist, MoAmCo 

contacts the dealer’s recommended 
lender and proposes a complete, 
balanced plan of guaranteed profits 
for the lender.

(d )  All of the above.

• 0 0 8 8 - 1 - 9 ^ - 9 1 8  VB u c u 6 a y
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MoAmCo
MOAMCO GOOPOOATION

5 0 5 0  frano e Ave. So.
M inneapolis. Minn. 55410
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the unheard of growth 
of an insurance company 

you may not have heard of

; " ■ :

My name’s 
George Mclngvale. 

We’re specialists. 
Mobile home 

insurance and finance. 
It’s taken 7 years of 
dedicated effort to 
reach the #2 spot. 

And our future is 
just beginning. 

Won’t you join us? 
Write or call for 

the full story.

m clngvale
vgEEM associates
----- - H j j P  P.O. Box 28596
u —■ ^ ( 214) 270-4401 Dallas, Texas 75228
Dedicated to the mobile home insurance and finance industry

Mobile Home Living
(Continued from  page 48)

Despite the attractiveness of the 
newer mobile home parks, they rarely 
are welcomed by nearby residents. 
Controversies over zoning regulations, 
building codes and taxing procedures 
constantly have dogged the steps of 
the mobile home industry.

“One of the remarkable aspects of 
our industry is the way its development 
has taken place in a climate that almost 
always has been hostile,” Mr. Decio 
said. “We’ve had opposition from 
homeowners, farmers, local zoning of- 
ficals, building inspectors, assessors 
and sometimes from the financial com
munity. But despite this opposition— 
and some of it from influential citizens 
and groups of citizens—more than sev
en million Americans now live in mo
bile homes and in 1972 mobile home 
production will account for more than 
35% of all single-family residential con
struction.

“I do believe we now have turned 
the corner into a new period of much 
broader mobile home acceptance. Our 
industry has come of age. We produce 
a quality product and we meet a gen
uine need. The public is coming to 
understand that the mobile home in
dustry is an important national re- 
sorce, a resource that can play a role 
in overcoming our country’s critical 
shortage of decent housing.” • •

Glennon Appointed Vice Pres.
Of Central National, Chicago

CHICAGO—W. E. G l e n n o n  has 
joined Central National as a vice presi
dent. He also will 
serve as an execu
tive vice president 
of Central AgFi- 
nance Corp., a sub
sidiary of Central 
National Chicago 
Corp., the bank’s 
holding company.

Mr. Glennon will 
focus on the ser
vicing and counsel
ing of accounts in 
the field of agriculture and agribusi
ness. He recently retired as president 
and chief executive officer of the Amer
ican Feed Manufacturers Association. 
He had been with the association since 
1945.

a SAN FRANCISCO—Wells Fargo 
Bank has promoted Watson M. McKee 
Jr. from vice president to senior vice 
president. He has charge of day-to-day 
activities of the bank’s state-wide data 
processing program and northern Cali
fornia central services operations.

GLENNON
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W e know a world 
about computers.

Dan Neiswender and Larry Acosta know a world 
about computers. Dan (left) is head of Hibernia’s 

pElectronic Data Processing Department. Larry  
.. ' (right) is a member of Hibernia’s Correspondent

Banking team. With the help of the largest financial 
computer complex in Louisiana, they can tell you 

? a t w h a t e v e r  you want to know about electronic data 
f W if; : storage and retrieval. Dan Neiswender and Larry

......Acosta. The Men of Hibernia. They know a world
I about computers.

HiBeFtnia nanonaL BanK innewORteans
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Service Company Meets Lender's Needs 
Through Understanding of Consumer

By DONALD B. WIGGINTON 
Chairman, Insured Payments

IT IS IM POSSIBLE to properly ser
vice a single market in the mobile 

home business.
Although our primary market is fi

nancial institutions, we have found it 
paramount to keep abreast of both 
mobile home dealers and the ultimate 
home buyer.

In essence, if we learn how to meet 
the needs of the lender, we serve him 
best by being prepared to meet the 
needs of the dealer and the consumer.

What are the needs and wishes of 
the mobile home buyer?

They are many—and varied—and, 
somewhat surprising.

On a national average the mobile 
home owner is under 40 years of age. 
He is married with a high school educa
tion and, if he has children, usually not 
more than one.

He is living in his first mobile home 
and likes it. He either intends to stay

MOBILE HOME PARK
• SALES * APPRAISALS

• 25 YEARS EXPERIENCE 
IN REAL ESTATE & 
FINANCE

• SPECIALIZING IN 
MOBILE HOME PARK 
SALES

• SOLD MILLIONS

• HUNDREDS OF 
QUALIFIED PROS
PECTS, EXTENSIVE 
ADVERTISING

BAUMAN REALTY
M. S. Bauman, Broker

III., Ind., Iowa, Mo., Texas 
204 Jersey Normal, III. 61761 

(309) 452-1177

or buy a new one in the next three to 
four years.

He paid under $8,000 for his home— 
generally in the $4,000 to $6,000 price 
range.

He particularly likes the 12-foot-wide 
home with a general preference for 50 
to 60 feet in length.

The unit has one bath, two bedrooms 
and the favorite room is a front kitchen.

The owner moved into his mobile 
home from a single family dwelling 
that he owned.

He found the dealer he bought from 
by driving around and he purchased 
from that particular dealer because the 
dealer had what he wanted at a good 
price.

There is a good chance he will not 
buy from the same dealer again, al
though he probably will purchase the 
same make of home when he seeks a 
replacement.

He pays under $40 for his park site 
which he chose by driving around or 
on a recommendation from friends after 
he bought his mobile home. j

He rates the park where he lives as 
“fair” to “good,” generally feeling it 
could be improved in the areas of play 
grounds, maintenance service, laundry 
facilities and social and recreational ac
tivities.

Although he describes the condition 
of the home when it was delivered as 
‘good’ to “excellent,” he still had main
tenance problems immediately after 
moving in. The problems were mostly 
with the plumbing and applicances. He 
also experienced trouble with the fur
nace. It took his dealer from one week 
to one month to get the problems fixed.

On the whole, the mobile home own
er was most satisfied with the floor plan, 
kitchen and applicances after the prob
lems were solved, least satisfied with 
air conditioner noise and the furniture.

When he buys again, he will pay 
extra for better furniture, more insula
tion, a better carpet and a larger wa
ter heater. He is less interested in high
er ceilings, window air conditioners or 
dishwashers.

So, there he is: the average mobile 
home buyer, based on surveys taken 
throughout the heartland of America.

There are some notable exceptions 
in mobile home buyers on either end 
of the continent, however.

The Florida home owner is 44 years 
of age with an average income of $7,- 
800. The California buyer is 50 years 
old, generally retired, with an aver

age income of $9,700.
The Floridian stayed close to the na

tional average when he paid $7,600 for 
his home, but the Californian chose his 
in the $10,000 bracket and more fre
quently paid cash for it.

The California owner has two bath
rooms with a front living room and is 
not as interested in air conditioning as 
the Florida home owner.

In Florida, the owner chose his home 
because it fit his overall needs while 
the Californian selected primarily be
cause of the floor plan.

Both went against national averages 
in considering quality over price.

Both the California and Florida mar
kets were atypical in park selection, 
especially in the area of facilities and 
location, but this is understandable be
cause of the geography involved.

All of this data certainly points up 
some problems we in the industry are 
going to have to set about solving.

Dealers will need to become more 
efficient in handling initial installation 
problems, and it would certainly be
hoove them to get their names and 
reputations out before the public.

Quality becomes more important as 
the buyer becomes more select. He’s al
ready said he is going to buy a mobile 
home again, but he will be a good bit 
more sophisticated when that time 
comes.

And lenders and service companies 
are going to have to rise to meet the 
challenge of this rapidly growing mar
ket—in more efficient and expeditious 
handling of transactions.

It’s a booming business we find our
selves in; but, as in any successful 
endeavor, we must not let opportunity 
overshadow our responsibilities. * *

Hubert Is Feted
CHICAGO—Hubert, Harris Bank’s 

adopted lion at the Brookfield Zoo, 
had a birthday party at his cage last 
month.

More than 5,000 balloons were 
distributed by bank personnel to 
children visiting the lion’s cage. A 
“meat cake,” complete with hot dog 
candles, was presented to Hubert 
during his afternoon feeding.

The celebration was to commemo
rate the first anniversary of Hubert’s 
adoption by the bank. Last year, the 
zoo invited the bank to contribute 
to the maintenance of an animal. 
Because the lion has been the tradi
tional symbol of Harris Bank since 
its founder, Norman W. Harris, 
adopted the code name “lionesse” 
when signing business telegrams, the 
bank decided to support a lion.

The animal was named Hubert in 
honor of the bank’s advertising sym
bol.

54 MID-CONTINENT BANKER for October, 1972

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



Monster Insurance.
One little slip-up; one human error in your deliver $100,000 from the bank vault. You 
capacity as a bank director can turn into get nightmares just thinking about it. 
a monster overnight. The guy on the We can ease your mind a little. Ask 
phone is an attorney informing you of a your agent to call us about Ransom insur- 
$100,000 suit against you. Your life sav- ance. Or Directors & Officers liability. Or 
ings could go down the drain in defense Lenders’ Protective, Errors & Omissions, 
alone, and you’re in a cold sweat. or anything else in our up-to-date cover-

Or maybe there’s a freak on the other ages for banks, 
end of the line telling you he’s holding You’ll sleep JJtetfSTaTe
your wife at gunpoint, and wants you to a lot better. fvm rwnip«;

Interstate National Corporation includes: Geo. F. Brown & Sons, Inc.; Hlgham, Nellson, Whitrldge & Reid, Inc.; Interstate Fire & 
Casualty Company; Chicago Insurance Company and subsidiary companies. Offices: Atlanta, Boston,. Dallas, Houston, Los 
Angeles, Minneapolis, New York, San Francisco, St. Petersburg.
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Rap Sessions, Dawndusters,’ Departmentals 
Await Delegates to BM A s 1972 Convention

RAP S E S S IO N S , departmental, 
“dawndusters,” w orkshop s—ah 

these and more await delegates to the 
Bank Marketing Association’s 57th an
nual convention October 29-November 
2 in Bal Harbour, Fla. The Americana 
Hotel will be convention headquarters. 
William N. Flory, vice president, Har
ris Trust, Chicago, is general conven
tion chairman. He also is BMA’s first 
vice president. Program chairman is 
Norwood W. Pope, vice president, First- 
Citizens Bank, Raleigh, N. C. The con
vention is open to non-members of the 
association.

The general sessions will feature 
N ew sw eek  magazine’s Periscope Panel, 
Jerry Della Femina and Huw Wheldon.

Mr. Wheldon, managing director of 
the British Broadcasting Corp., will give 
the keynote address October 30. He 
has written TV series, produced TV 
talk shows and directed aud appeared 
on numerous BBC TV programs.

The N ew sw eek  panel, scheduled to 
appear October 31, will be moderated 
by Osborn Elliot, chairman and editor, 
Newsweek, Inc. The panel, composed 
of senior editors, bureau chiefs and cor
respondents, will analyze and comment 
on important news events of the day. 
Questions may be submitted to the 
panel the day before the session.

The November 1st general session 
will be addressed by Mr. Della Femina, 
who holds the top post at the adver
tising agency of Della Femina, Travi- 
sano and Partners, New York City. He 
wrote the book, “From the Wonderful 
Folks Who Brought You Pearl Harbor.”

Advertising departmentals will be 
held on: “What’s Happening in Radio, 
Television and Print,” “Reaching To
day’s New Financial Markets” and 
“Truth in Bank Advertising—Tell It 
Like It Is!” As bonus events, there will 
be two special departments to be given 
by the European Financial Marketing 
Association, BMA’s equivalent on the

56

European Continent. Representatives of 
Great Britain and Germany will speak 
on “The Creation and Introduction of 
a New Continuous Credit Service” and 
“Marketing for Savings,” respectively. 
A departmental on “Computer Models 
Which Can Aid Bank Marketing Plan
ning” will be conducted by a Paris rep
resentative of EFMA.

Marketing organization departmen
tals are planned on: “Marketing Man
agers and Product Managers—What 
Are They? Do They Have a Place in 
Banking? How Should They Be Organ
ized Into Banks?,” “Multi-Bank Holding 
Company Marketing— Organization and 
Role” and “Marketing—Staff, Line or 
Both?”

There will be planning departmentals 
on: “Commercial Marketing—Planning 
for Deposit Growth,” “A Marketing Ap
proach to Liability Management and 
How It Works” and “Organizing for 
Effective Marketing Planning.”

The following topics will be covered 
in the research departmentals: “Here 
Is What They Did!,” “New Develop
ments in Branch-Location Analysis,”

“Psychographics . . . Practical Concept, 
Not Fad,” “How to Institute a Research 
Program at a Small Bank,” “Interna
tional Banking Research,” “Commercial 
Banking Research,” “Trust Research,” 
“Advertising Research” and “Holding 
Company Research.”

Sales departmentals will cover: 
“Compensation of the Bank Salesman,” 
“Explosion of the Myth That Manage
ment Does Not Support the Concept of 
Officer Call Programs” and “How to Es
tablish a Sales-Oriented Philosophy in 
Your Large or Small Bank.”

Workshops will be held on: “A Proven 
Method of Budgeting for Advertising,” 
“Structuring a Holding Company Mar
keting Structure,” “Developing and 
Communicating the Corporate Image,” 
“A Trust Marketing Plan That Works,” 
“10 Ideas About the Electronic Teller 
Machines That Could Save You a 
Bundle,” “How to Evaluate Your Pres
ent Advertising Agency or Hire a New 
One, What to Do When Your Bank 
Joins a Holding Company,” “How Col
lege Students REALLY View Banking,” 
The Computer as an Instrument in

BMA Officers

DUNCAN FLORY RENAUD FREY

The bankers pictured here have served as BMA officers during the past year. Buell G. Duncan 
Jr., BMA president, is vice president, First National, Orlando, Fla.; William N. Flory, first vice 
president, is vice president, Harris Trust, Chicago; T. E. Renaud, second vice president, is presi
dent, Twin City Bank, North Little Rock; and Richard K. Frey, treasurer, is executive vice presi
dent, Lake Shore National, Chicago. Mr. Flory also is general chairman of BMA's 1972 con
vention.
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count on Mercantile
in St. Louis• What will be your reduction in 

reserve requirements?
• How can you collect your checks faster?
• How will your earnings be affected?
• Should you change your cash letter 

sort because of the expanding
St Louis Regional Check Processing 
Center?
(Ask us for a cash letter analysis.)

M E R C A N T IL E
Phone 3 1 4 / 2 3 1 - 3 5 0 0 T R U S T

C O M P A N Y

Let your Man from Merc tell you how banking regulation changes will affect you. In the 
fast-moving business of banking today your Man from Merc is more important than ever.
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For accurate, informed answers...
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Developing Trust Business,” “Point-of- 
Sale Terminals and the Plastic Future 
for Banking,” “New Ideas for Branch 
and Bank Openings,” “Can You Turn 
Your Marketing Department From a 
Cost Center to a Profit Center?,” “How 
to Make Officer Sales Calls Pay Off,” 
“Pre-Approved Installment Loans—Can 
They Work in Your Bank?” and “Mak
ing Marketing Work for the Commer
cial Side of Banking.”

Convention delegates from large 
banks will have an opportunity to at
tend rap sessions on: “Combined State
ment-One-Statement Banking,” “Money 
Management Counseling— the Answer 
to All of Our Retail Problems?,” “New 
Developments in C IF,” “Why Holding 
Company Marketing Should Be Differ
ent,” “Do You Need to Reach an Ethnic 
Group With Your Advertising?,” “Re
search—a Few New Wrinkles That 
Work,” “Income Tax Service,” “Seg
mentation—a Safe Way to Increase 
Your Market Penetration,” “Uniform 
Identification Programs for Holding 
Company Banks,” “Changing Demo
graphics—a Challenge to Your Research” 
and “Coordinating the Marketing Effort 
Throughout the Bank.”

Representatives of small banks will 
be offered the following rap session 
topics: “A Marketing Officer Does Her 
Homework,” “One-Statement Banking,” 
“Direct Mail— Direct and Indirect Re
sults,” “The Smaller Bank Ad Budget— 
a Conceptual Approach,” “Grand Open
ings—Smashers and Bombers,” “Staff 
Competence and the Marketing Effort,” 
“A Travel Agency in a Smaller Bank— 
Profit Builder or Storm Center?,” “Per
sonal Banking—Zeroing in on the Tar
get,” “The Central Information File— 
Marketing Bonanza or White Ele
phant?, Syndicated Ad Programs—to 
Buy or Not to Buy,” “Pre-Approved 
Personal Loans—Why and How to” and 
“Premiums—Let’s Swap Ideas.”

BMA’s “dawndusters” will cover: 
“What Next in the Marketing of Bank 
Credit Cards?,” “Preparing Bank Cus
tomers for Cash Dispensers and Auto
mated Teller Equipment,” “The Com
bined Statement—How It Is Being 
Sold, Developing the ‘Progressive’ 
Banking Label,” “The Retail Point-of- 
Sale Revolution,’ “Case History—a 
Bank ‘Money Management Club’ Plan,” 
The New U. S. Postal Service—Impli

cations for Direct Mail,” “CATV—Bank
ing System of the Future?,” “Marketing 
Breakthrough in the Computer Room” 
and “Your Neighbors—the Financial 
Services Industry.”

A bonus event also is planned—a 
film, “Banks and the Poor,” which will 
be introduced by Mr. Flory. Also sched
uled is a presentation by the Founda
tion for Full Service Banks.

On Sunday, October 29, there will be 
a first-timer’s orientation designed to
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help delegates get the most out of the 
convention, plus a first-timer’s recep
tion, an early-bird reception and the 
opening of educational exhibits.

Entertainment will include a poolside 
brunch and style show for women and 
a flag pageant by the Pensacola Naval 
Aviation cadets on October 30 and a 
general reception and a banquet featur
ing the “Brothers and Sisters” dancing 
and singing company and an after-hours 
party November 1. * *

■ SAN FRANCISCO—Wells Fargo 
Bank has elected five new assistant vice 
presidents—Joseph H. Batchelder, Ar
thur L. Meadows, Alan C. Gordon, Don
ald A. Oliveira and Stephen E. Ander
son.

Bank M a rk e tin g  O u tlays  
H it P eak $ 4 0 3  M illio n

WASHINGTON—B a n k  marketing 
expenditures will climb to $402,829,500 
this year, an increase of 2.5% over last 
year, according to a survey conducted 
jointly by the Bank Marketing Associa
tion and the American Bankers Associa
tion.

Among the findings of the study:
• Newspaper advertising is used by 

97% of the nation’s 13,648 commercial 
banks, accounts for 20% of their market
ing budget.

• Some 57% of all banks used the 
services of an advertising agency.

One portion of the survey was an 
opinion study, which revealed these 
attitudes:

• Some 70% thought banks would 
turn to non-bank-related services—such 
as preparing tax returns—to increase 
profits.

• There will be more women em
ployed each year at the officer level in 
banks, in the opinion of 83% of the 
respondents.

The BMA/ABA report is based on 
responses from 1,529 banks. This data, 
based on statistical tests for reliability, 
is reasonably accurate and representa
tive of marketing expenditures by bank 
size, according to the report. Projec
tions of the data yield total industry 
marketing expenditures, by bank size.

The study contains statistics on dif
ferent aspects of bank marketing oper
ations, with breakdowns of advertising 
expenditures by bank size in 10 dif
ferent advertising media, plus data on 
direct mail, marketing research expend
itures and premiums.

Copies of the report can be obtained 
from either BMA or ABA. Contact: 
Robert F. Schlax, Bank Marketing As
sociation, 309 W. Washington St., Chi
cago, 111., 60606 or Stewart A. Lambie, 
American Bankers Association, 1120 
Connecticut Ave., N.W., Washington, 
D.C. 20036. Both associations charge 
$5 to members, $7.50 to non-members.

33rd Annual Gathering 
of Correspondents Held 
by Citizens Nat'l, Decatur

DECATUR, ILL.—Citizens National 
held its 33rd annual correspondent 
bank party September 11 at the Coun
try Club of Decatur with approximately 
300 bankers in attendance.

The party featured the traditional 
golf tournament, stag dinner and award
ing of golf and attendance prizes.

More than 190 bankers played golf 
on a near-perfect golfing day.

Presiding at the festivities following 
dinner were William Barnes III, chair
man, and J. L. Hunter, president. Dale 
P. Arnold, vice president who handles 
the bank’s correspondent relationships, 
awarded golf and attendance prizes.

John Crocker (I.), retired ch. of Citizens Nat'l, 
and founder of the annual gathering, visits 
with W. B. Trenchard (c.), ch., DeLand State, 
and Dale P. Arnold, v.p., host bank.

J. L. Hunter, pres., Citizens Nat'l, greets guests 
as they pass through buffet line.

Coppedge to Retire as Senior VP
Of American Nat'l, Chattanooga

CHATTANOOGA—Walter P. Cop
pedge has announced he will retire of
ficially as senior vice president in the 
installment loan division of American 
National on January 1, 1973.

Mr. Coppedge has ceased active man
agement of the installment loan divi
sion and is serving in an advisory po
sition. He joined the bank in 1929 and 
was elected senior vice president in 
1957.

In other action at the bank, William 
R. Stansbury and Don Davis were 
elected assistant vice presidents and 
Steve Cloud was named an operations 
officer.
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M otivated
M eü in \

Meilink was first io 
introduce TV 
drive-up systems . . .  
way back in 1960.
First to provide total 
security . . .  the 
outside unit can be 
locked by remote 
control. First to 
introduce picture 
height adjustment to 
accommodate any 
size vehicle. First with a  modular

system to reduce downtime 
and make maintenance 
easy. First to customize 
units to existing facilities.

Meilink's line of sight 
drive-up system is first with 
a truly compact outside 
unit . . .  takes less space 
and provides better 
visual contact.

Meilink invented multiple unit control. 
First with more work space on either 
sit-down or stand-up consoles. First to

eliminate separate 
microphone. And 
Meilink 
designs and 
manufac
tures its 
own Hi 
Fidelity audio 
system.

Meilink was first with a  removable carrier. 
And the first side-opening carrier.

Meilink is first with urethane insulation 
covering on underground tubing . . .  
completely weather-proofs and eliminates 
costly pipe and tunneling. First to reduce 
space requirements for laying tubing. First 
with fully automatic pneumatic system, 
single vacuum producer (blower) for mul
tiple units and fastest carrier travel time.

Get firsthand information on drive-up 
efficiency from the 
Originators at Meilink. 
Call or write today.

BANK EQUIPMENT
Manufacturers of television & visual drive-up systems.
3100 Hill Avenue, Toledo, Ohio 43607 • Phone (419) 255-1000

MID-CONTINENT BANKER for October, 1972 59

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



LEFT: Glenn P. (Red) W ard, master of ceremonies, on left, and Harry 
E. Leonard, OBA president, who aw arded the plaques, fa r right, are  
shown with Haskell McClain, Art Troll and Jack Lents, long-time 
correspondent bank officers who were honored at "Roadrunners

Recognition Reception and Dinner." RIGHT: Retirees and w ives as they 
leave the party honoring them. From left, Mr. and Mrs. Hasell McClain, 
Arthur L. Troll, Mr. and Mrs. Jack Lents.

Oklahoma ‘Roadrunners’ Stage P arty  
F o r Retiring Correspondent Heads

CONTRARY to what the public 
sometimes thinks, bankers in the 

main are a gregarious lot—especially 
correspondent bankers. And because of 
the nature of their work, correspondent 
bankers have occasion frequently to en
tertain their customers, but seldom one 
another.

When Glenn P. (Red) Ward, senior 
vice president and head of the corre
spondent department of Fourth Na
tional, Tulsa, realized three of the 
stalwarts of Oklahoma correspondent 
banking were about to retire, he de
cided it would be a good idea to honor 
the three retirees with a “Roadrunners 
Recognition Reception.”

The three to be thus honored were 
Haskell McClain, senior vice president 
and retiring head of the correspondent 
department of First National, Okla
homa City; C. D. (Jack) Lents, senior 
vice president and retiring head of the 
correspondent department of Fidelity 
Bank, Oklahoma City; and Arthur L. 
Troll, vice president and retiring head 
of the correspondent division of Na
tional Bank of Tulsa. Invitations to the 
reception and dinner—a husband-and- 
wife affair—brought immediate accept
ances from almost all invited guests.

Hosts at the party at the Petroleum 
Club, Oklahoma City, were the corre
spondent bank departments of Okla

homa banks. Guests from Oklahoma 
were limited to members and wives 
of the correspondent bank departments 
of Oklahoma banks plus two senior of
ficers and their wives from each Okla
homa correspondent bank and officials 
of the Oklahoma Bankers Association 
and their wives. Out-of-state guests 
were limited to two long-time friends 
of the honorees: Lloyd Riggs, publisher 
of Bank News, Kansas City, and Har
old Colbert, president of Commerce 
Publishing Co., publisher of M id- 
C o n tinent  Ban k er , and their wives.

Mr. Ward served as toastmaster, in
troducing Grady Harris, president of 
Fidelity Bank, who spoke briefly about 
Jack Lents. Mr. Harris related that 
Jack was born in Ninnekah, Indian 
Territory. His first bank experience was 
with Citizens National, Chickasha, in 
1925. In 1929 he became a bank ex
aminer. Some years later, while ex
amining Fourth National in Tulsa, he 
met an attractive young employee of 
the bank and while discussing his ex
amination of the bank with Fred John
son, then president, announced confi
dently that he intended to marry the 
“cute little gal” he had met while ex
amining the bank. In December, 1939, 
the “cute little gal” became Opal Mae 
Lents. Jack stayed on the examining 
force until December, 1947, when he 
became executive vice president and 
director of First National, Chickasha.

In 1951 he joined Fidelity as vice

Retirees and their "bosses" pose before banquet honoring three veteran correspondent officers. 
From left, Marvin Millard, ch., with Art Troll, v.p. and retiring head of National Bank of 
Tulsa correspondent department. Next, William McDonald, ch. exec, comm., and Felix Porter, 
pres., flank Haskell McClain (fourth from left), sr. v.p. and retiring head of First of Oklahoma  
City's correspondent department, while Grady Harris, pres., and Jack Conn, ch., Fidelity Bank, 
Oklahom a City (far right) pose with Jack Lents, sr. v.p. and retiring head of correspondent 
department between them.
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Expect a little more in your bank portfolio service, 
when you’re dealing with Chase.

Sure, we’re located in the very heart of the money market. But 
that’s not the only reason correspondents can expect a little 
more from us.

Our investment advisors put all their skills toward your 
particular needs. Our huge communications network provides 
a constant updating of vita! information. And our sophisticated

electronic data processing systems enable us to rapidly explore 
the consequences of projected portfolio moves. For further 
information, contact your Chase representative or call Ralph 
Berreyat (212)552-3851.

Chances are, you’ ll wind up getting a lot more when you 
deal with Chase.

You have a friend at
TH E CHASE MANHATTAN BANK ( j
1 Chase Manhattan Plaza. New York,N.Y. 10015/Member F.D.I.C.
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president and director, with his princi
pal responsibilities the development of 
a correspondent department. Ten years 
ago he was named senior vice presi
dent. Mr. Harris said on the day in 
1951 that Jack Lents went to work at 
Fidelity, correspondent totals were 
$3,356,952, compared to $55 million 
at the close of business the day before 
the party.

Marvin Millard, chairman of the 
board of National Bank of Tulsa, next 
related briefly Art Troll’s banking his
tory, all of which has been with NBT 
and its predecessor, Exchange National. 
Mr. Millard described Art Troll, a na
tive of Butler, Pa., as a “Pennsylvania 
Dutchman,” who “is never effusive but 
always sincere.” Starting with Exchange 
National 46 years ago, Art has worked 
in almost every department of that 
bank and NBT. In all those years, Mr. 
Millard said, he had never heard any
body inside or outside the bank make 
a derogatory remark about Art Troll. 
“Give him an assignment and it’s done,” 
said Mr. Millard.

William H. McDonald, chairman of 
the executive committee, First National, 
Oklahoma City, in talking about Has
kell McClain, said that in 1946 when 
First National bought Tradesmen’s Na
tional of Oklahoma City from the E. A. 
Walker interests, “We bought a real 
fine bank but got some additional valu
able assets we didn’t know about in 
the form of Haskell McClain and his 
wife, Audrey.” Haskell, Mr. McDonald 
said, began immediately making a name 
for himself in the correspondent bank 
field. At the time he joined First Na
tional, Mr. McClain had nearly 20 years 
of banking experience. Mr. McDonald 
mentioned Haskell's various activities 
with the Oklahoma Bankers Association 
and the American Bankers Association, 
acknowledged the great job he has 
done for the bank and his customers, 
but praised him especially for his abil
ity to train associates in the correspond
ent department so that his retirement 
can be an orderly one for both First 
National and its correspondent custom
ers.

Mr. Ward, who is president-elect of 
the OBA, called on Harry E. Leonard, 
OBA president and president of Bank 
of Elgin, to make the presentation of 
plaques from the Oklahoma correspond
ent banks to the three honorees. Be
fore presenting the plaques, Mr. Leon
ard paid tribute to Mr. McClain, Mr. 
Troll and Mr. Lents as not only great 
correspondent bankers but great all- 
around bankers. He said that corre
spondent bankers are the persons coun
try bankers know will get the job 
done, and that all of the electronic 
and mechanical devices that are in 
vogue today cannot replace a sound 
and cooperative correspondent banker.
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It would appear from the tone and 
spirit of the “Roadrunners Recognition 
Party that the breed of bankers known 
as Roadrunners is a long way from 
extinction. • •

New Harris Poll
(Continued from page 34)

pressing “a great deal of confidence” in 
the people running banks. Again, sav
ings banks, S&Ls and life insurance 
companies follow in that order.

The questionnaire also asked people 
how concerned they thought different 
types of institutions were in helping 
the community. Again, Full Service 
banks are on top, with 43% of the 
public and 50% of the leaders calling 
their concern “very high.” Coming in 
second is “business as a whole,” with 
perceived “very high” concern by 32% 
of the public and 43% of the leaders, 
followed by S&Ls.

The 1972 study was designed to de
termine how Full Service banks and 
thrift institutions are performing in 
specific community problem areas. 
Those interviewed were shown a list 
of 19 different descriptions of com
munity activity and were asked to rate 
the job Full Service banks, S&Ls and— 
in those states in which they operate— 
savings banks were doing in each of 
the 19 areas. Among the public, the 
job ratings given Full Service banks are 
higher than those given savings banks 
or S&Ls on all 19 items. Out of the 19 
items, Full Service banks received posi
tive ratings on 12 dimensions: contri
butions to the community; supporting 
community fund drives; making hous
ing loans to middle-income individuals; 
attracting new business and industry; 
helping local business grow; helping 
individuals and their families solve their 
financial problems; providing jobs and 
training for young people; helping re
build cities; helping public education; 
helping local government solve its fi
nancial problems; supporting local hos
pitals; and helping provide better hous
ing.

However, negative ratings given Full 
Service banks by the public outweigh 
the positive, or a standoff occurs, on 
seven items: making housing loans to 
lower-middle-income individuals, per
sonal loans to minorities, business loans 
to minorities; hiring minority-group 
employees; helping the needy; helping 
find solutions to racial problems and 
helping eliminate air and water pollu
tion.

Among community leaders, similar 
patterns emerge. Among the 19 ele

ments on the roster, Full Service banks 
receive the highest ratings on all but 
three—making housing loans to middle- 
income individuals, helping provide 
better housing and making housing 
loans to lower-middle-income individu
als—which are housing related and 
where S&Ls edge out banks. Areas 
where community leaders are critical 
of Full Service banks’ performance in 
the community are the same seven on 
which the public was critical, plus one 
other: helping provide better housing.

From these findings, the report con
cludes that the major deficiency of 
banks in community participation is 
felt to be their inadequate concern for 
tie  needs of minority-group members. 
Since community participation has a 
laige element of humanitarianism asso
ciated with it, the Harris group be
lieves this deficiency is a fairly serious 
one.

Said the Harris report: “The findings 
leave little doubt about how peop le  
fe e l  about their Full Service bankers and  
what they are expecting in the way o f 
help  for local problems. Americans are 
living in a time today when constructive 
community leadership is desperately  
lacking. They are turning toward peop le  
and institutions such as Full Service 
banks hoping that the bankers record  
o f solid accom plishm ent in the business 
world can b e  translated into help and  
concern in the community. This is the 
challenge banks and bankers face  in 
1972 and probably throughout the rest 
o f the d ecade.”

The Hunt Report. This year’s re
search contained a section covering 
public and leadership reaction to major 
recommendations resulting from the 
Presidential Commission on Financial 
Structure and Regulation (the Hunt 
Commission).

By 55% to 24%— better than two to 
one—the community opinion leaders 
register agreement with the Hunt Com
mission’s report. When asked to elab
orate on the reasons behind these atti
tudes, the major mention among those 
who agree with the commission’s phil
osophy was “competition is good” 
(cited by 42%) and “would mean bet
ter services” (cited by 16%). Among 
those leaders who disagree with the 
philosophy, the major reasons cited 
were “specialization is needed in com
plex fields” (mentioned by 8%) and “I 
like the choice of different institutions” 
(mentioned by 6%).

Both the public and community lead- 
eis were asked what would be their 
likely reaction if S&Ls and savings 
banks were permitted to offer checking 
accounts. By 59% to 27%, the public 
turns thumbs down, indicating it would 
not be more likely to use thrift institu
tions for checkings accounts (14% not 
sure). By 65% to 28%, leaders are in-
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FIRST SERVICES FOR THE SEVENTIES

Jack Sanders likes to say that he spells 
Progress: p-r-o-f-i-t.

He’s First’s man on the spot in northeastern 
Oklahoma, Arkansas and Louisiana. He works 
with co-banks to make necessary extra funds 
available for growth and expanded earnings.

Jack needs insight, imagination and bankers’ 
instincts to be effective. The banks he visits

regularly know him not only as a diligent re
searcher but also as a farm owner himself who 
practices the same resourcefulness and flexibility 
he urges on others.

The First National Bank of Tulsa invites you 
to consider full service thinking. Put Jack 
Sanders on the spot to spell progress his way 
for you. Call (9 1 8 ) 560-5157.

nt Jack
Sanders on the spot

yo u  deserve m o r e . . .  Think First!

The First National Bank & Trust Company of Tulsa
M E M B E R  F E D E R A L  D E P O S I T  I N S U R A N C E  C O R P O R A T I O N  -

'A  FULL' 
(SERVICE) 

B A N K ,
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dined in the same direction (7% were 
not sure).

The public and leaders were asked 
about their likely reaction if Full Ser
vice banks were permitted to pay as high 
interest rates on savings accounts as 
S&Ls and savings banks. By 56% to 
30%, the American people indicate a 
greater likelihood of using Full Service 
banks for savings (14% were not sure). 
The feeling among community leaders 
is even more pronounced, being more 
than two to one (69% saying no; 26% 
yes; 5% undecided).

Thus, says the Harris group, the re
actions to the Hunt Commission rec
ommendations are truly salutary for 
Full Service banks, as shown by the 
fact that just over one in four say they 
would be likely to switch their alle
giance away from Full Service banks to 
thrift institutions should the latter be 
granted checking-account privileges. 
This group is more than counterbal
anced by the 56% of the public and 69% 
of leaders who say they would be more 
likely to save at Full Service banks if 
interest-rate ceilings on banks under 
Regulation Q were removed.

Charge Cards. Although the latest 
Harris research shows that the number 
of people and community leaders carry
ing credit or charge cards is down from 
the peak recorded in 1970, bank cards 
continue to hold their own. Master 
Charge shows increased penetration 
(moving from 26% in 1970 to 32% 
now), and BankAmericard holds firm 
(going from 28% in 1970 to 29% now). 
On a relative basis, American Express 
card’s improvement among the public 
was also noteworthy, standing at 10% 
penetration now, up from 6% in 1970. 
The biggest losses for credit cards occur 
in the department-store category.

The story among community leaders 
shows real improvements for both 
Master Charge (going from 40% to 
46%) and BankAmericard (40% to 
44%), while American Express main
tained its same level of 1970 (30%).

In addition, the study shows the pub
lic and community leaders preferring 
bank charge cards to the travel and 
entertainment type. By 51% to 14%, 
the public exhibits marked preference 
for bank cards, while among the lead
ership group, the margin of preference 
is 47% to 28% in favor of bank cards.

ABA Reports Rise in Loans 
To Minority Businesses

The American Bankers Association 
recently released statistics showing that 
305 major metropolitan banks loaned 
more than $251 million last year to 
minority businesses—a 37% increase 
over 1970.

This put the banking industry ahead
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of the rate necessary to achieve a five- 
year, $ 1-billion minority lending goal 
by the end of 1975. The goal first was 
announced by the ABA on April 30, 
1970. During the first two years of the 
period, minority business loans have 
totaled $411 million.

Newly Published Book 
Humorously Describes 
How to Steal a Bank

How to steal a bank—yes, we said 
how to steal a bank—in 217 laugh- 
filled pages. That in essence is the 
story behind the new book by Donald 
E. Westlake that Simon & Schuster has 
published under the title, “Bank Shot.”

The comedy is about a gang of off
beat characters, not too expert, who de
cide to steal a bank—not rob it. The 
point is that the bank in question is 
razing its old building preparatory to 
building a new one. During the interim, 
the bank is doing business in a mobile 
home across the street.

The gang has cased the bank and 
found that a large sum of money must 
remain in the mobile home during one 
night of the week when stores are open 
late. But the cash is in a newly de
veloped, difficult-to-crack safe and the 
premises are guarded by six trained 
security men who are locked in for 
the night.

How do you rob this bank? The only 
answer is to steal the entire bank so 
that the safe can be opened at leisure.

What happens will give you the 
giggles and the chortles and leads to a 
climax that is the funniest incident in 
the book. We only hope someone makes 
a movie out of it. We all need a few 
laughs these days.—Arthur C. Norris.

Photographic Exhibit Displayed 
At First National, Birmingham

BIRMINGHAM—First National re
cently displayed in the lobby of the 
Main Office more than 200 portraits 
taken by members of the Bachrach 
family, nationally known photographers. 
The exhibit, entitled “A Century of 
Faces,” was created for the 100th 
anniversary of the Bachrach firm and 
represents the work of three genera
tions of the family.

The Bachrach family has photo
graphed every president since Andrew 
Johnson and all presidents were repre
sented in the exhibit. To include the 
nation’s chief executives prior to Presi
dent Johnson, the Bachrachs made spe
cial reproductions of existing portraits 
of the earlier presidents.

Also represented in the exhibit were 
a number of Birmingham business 
leaders.

Bank Announces Name Change

Employees of Hamilton Bank, Spring City, 
Tenn. (formerly Bank of Spring City), attend 
"veiling" ceremonies of the bank's old sign 
by a canvas imprinted with the new Hamilton 
Bank emblem. The bank's name was changed 
as a result of its affiliation with Hamilton 
Bancshares, Inc., Chattanooga-based holding 
company.

Meriwether Named Honorary VP 
At First Nat'l, Montgomery

MONTGOMERY— First National has 
elected Gordon K. Meriwether Sr. hon
orary vice president. He has served as 
manager of the bank’s Main Office since 
1936. Mr. Meriwether joined the bank 
in 1932 and has served as a real estate 
officer and assistant trust officer.

In other action, Mrs. Jen C. Mooney 
was promoted to assistant vice presi
dent. She is a women’s division officer.

Elected a director of the bank was 
William M. Jordan, president of Real 
Estate Financing, Inc., and chairman of 
Jenkins Brick Co.

Stamp to Honor Banker
A. P. Giannini, founder of Bank of 

America, will be honored with a 
commemorative postage stamp next 
year.

Mr. Giannini’s portrait will appear 
on a 210 stamp as part of the U. S. 
Postal Service’s series of prominent 
Americans. The 210 stamp is useful 
in mailing educational materials and 
manuscripts at preferential rates.

The date and city of issue of the 
stamp have not yet been announced. 
Details concerning first-day cancella
tion requests will also be announced 
later.

Mr. Giannini established Bank of 
America, then known as Bank of 
Italy, in San Francisco in 1904. He 
died in 1949 at age 79.
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You ve got 
something special 

in California.
Security Pacific Bank. Over 

a century of experience.
When we’re not “on the 

road,” you’ll find us at Security 
Pacific Bank, one of the ten 
largest banks in the country, with 
over 450 branches in California 
and with branches and offices in 
principal world financial markets.

Head Office: 561 S. Spring 
St., Los Angeles, California 90013. 
Phone (213) 620-6211.

Northern California Head
quarters : One Embarcadero 
Center, San Francisco, California 
94111. Phone (415) 445-4000. 
Correspondent Banking Division.

YOITVE GOT 
SOMETHING 
SPECIAL

SECURITY PACIFIC BANK

A rth ur W . F eid ler , III  
V ice  P resid en t  
N orth ern  C aliforn ia  
H eadquarters

John  J . S tin e  
V ice P resid en t  
C orporate B u siness  
D evelopm ent

J. A rthur M yers 
V ice P resid en t 
N orth  C entral R egion

Jack  S. K lein  
V ice P resid en t  
Southern R egion

D uan e J . P ittsfo rd  
V ice  P resid en t & 
D iv is io n  M anager

M avis L . Gorrie 
A d m in istra tive  A ss is ta n t

R obert L . S toner  
A ss is ta n t V ice  P resid en t 
A d m in istration

©  1 9 7 2  S E C U R IT Y  P A C IF IC  N A T IO N A L  B A N K  M E M B E R  F D IC

Joh n  S. Sakellaris  
V ice  P resid en t  
A d m in istra tion  & 
W estern  R egion

Jam es M. B row n  
A ss is ta n t  V ice  P resid en t  
N orth eastern  R egion

P au l E . B randt  
V ice P resid en t  
W estern  R egion

MID-CONTINENT BANKER for October, 1972 65

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



Selby Heads Agribusiness Section
Of Commerce Bank, Kansas City

KANSAS CITY—Robert S. Selby, 
vice president, will head the agribusiness 

section of group 
three in the corre
sp o n d en t depart
ment of Commerce 
Bank. He will be 
in charge of agri
business loans in 
the Midwest, re
p la c in g  E rn e s t 
Harms, who has 
resigned.

Mr. Selby joined 
the bank in 1968 

as a vice president. Previously, he was 
head cattle buyer in the Kansas City 
area for Swift & Co.

Mark Truitt will assume Mr. Selby’s 
responsibilities in contacting banks and 
working on commercial accounts in 
Kansas. Mr. Truitt came to the bank 
in 1971 as a credit analyst for the 
correspondent banking group.

■ CENTURY NATIONAL, New Or
leans, has named two assistant cashiers. 
They are Mrs. Josephine A. Fye, who 
will serve as assistant controller and 
supervise bookkeeping operations, and 
Mrs. Gay S. Hickman, who will be 
assistant operations officer.

T. R. Williams Named President 
Of First National, Atlanta

Thomas R. Williams has been elected 
president and chief administrative of
ficer of First National, Atlanta, and a 
director of the bank and its holding 
company, First National Holding Corp.

Mr. Williams had been executive 
vice president of National City Bank, 
Cleveland. He had been with that bank 
since 1965.

William M. Matthews Jr., former ex
ecutive vice president of the bank and 
holding company, was promoted to 
president and chief administrative of
ficer of First National Holding Corp. 
and was named a director of both the

Thomas R. Williams (I.) is the new pres, of 
First National, Atlanta, while William M. 
Matthews Jr. (r.) is pres., First National Hold
ing Corp., the bank's holding company. Ed
ward D. Smith (c.) continues as ch. & CEO 
of both institutions.

bank and holding company. He joined 
First National in 1956.

Edward D. Smith will continue as 
chairman and chief executive officer of 
both the bank and holding company.

Lanning Given Additional Title
Of Chairman at Red Bridge Bank

KANSAS CITY—James J. Lanning 
has been elected chairman of Red 

Bridge Bank in ad
dition to his posts 
of president and 
chief executive of
ficer. As chairman, 
he succeeded Al
fred J. Blasco, who 
was instrumental in 
founding the bank 
in 1966. Mr. Lan
ning has been pres
ident since then. 

Mr. Blasco, past 
president and now honorary chairman, 
I.S.C. Industries, also is chairman of 
the new Mark Plaza State, Overland 
Park, Kan. Donald E. Lasater, chair
man, Mercantile Bancorp., St. Louis, 
with which Red Bridge Bank is affili
ated, flew here to present a plaque and 
other gifts to Mr. Blasco.

Red Bridge Bank opened in 1967 
and has deposits, capital and surplus of 
more than $15 million.

AMERICAN FLAG PINS
“THE PERFECT GIVE-A-WAY”

Tremendous for your Promotional Give-a-way Programs on 
National and Local Holidays and every day of the year.

Actual Size

* * * * * * Z V  p r o u d v y -* .-WEAR !T ^
*¥¥¥

¥ i  *
\  s i .o o  *

* * * * * * * * * * * * * * * * * * *

L o t#171 
List Price $1.00 
Pack: 500 
per Master Carton 
In Master 
Carton Lots 
F.O.B. Chicago, 
(Immediate Delivery)

* * * * * * * * * * * * * *¥ wear ¡y * *

Actual
Size

Pi?aUDL
*** :

Lot #171 with 
Card Imprint 
List Price $1.00 
Pack: 500 
per Master Carton 
In Lots of 500 
or More
F.O.B. Chicago, III. 
(2 Week Delivery)

**
***★  ,,* '»npHnunt¥ r >RST.NAT!

* * * * * * *
o f

* * ^ ALSAN* * * * * * * * * *

- * ¥ * * * * * * ****♦

SELBY

LANNING

Ship---- ---------------------- .#171 Amarican Flat Pins
@  15c FO B  Chicago, III.

Skip— ---------------------- #171 Amarlcan Flag Pins
with card imprint @  17c FO B  Chicago
Imprint Copy___________________________________________

□  Samples No Charge

BRA N D M ARK S A LE S  CO ., P. O. Box 5 9 3 2 o 7 c h ic a g ~ lii~ 6 0  659
INSTITUTION__ ______________ _________________________
A D D R ESS_____.__________ _ _ _ _ _____________________________________________________________
C IT Y ------------------------------------------- S T A T F _________________________ Z IP _____________
S IG N A T U R E ____________________________________________________________________________________
Your complete satisfaction GUARANTEED or return for full credit.

Your customers will highly 
value and deeply appreciate 
receiving these handsome 
gold-plated jewelry items to 
wear as a smart tie tac, lapel 
pin or ladies’ accessory pin.

■ LOS ANGELES—Security Pacific 
National has elected Walter B. Gerken 
to its board. He is president, Pacific 
Mutual Life Insurance Co.

GIVE
will live

... so  m ore

HEART
FUND
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it's about time for good thing to happen.
Keep ’em around, correspartner, 

with our custom designed pension plan.
Call 615-265-3581.

Hamilton of Chattanooga
makes good things happen

M em ber: H am ilton  B ancshares, Inc.
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P O R T F O L IO  EVA LU A TIO N  P R O G R A M

Too often, the time you spend managing your bank’s investments 
is your own. Now, the M ercantile’s new Porttolio Evaluation 
Program can save you hours each month while offering a new profit 
tool for your bank.
With the specialized experience of our analysts and the sophis
ticated capabilities of our computer resources, PEP is today’s way 
to keep you posted with precise, prompt information. PEP performs 
time-saving securities accounting functions and provides you 
weekly computer print-oufs reflecting your portfolio changes and 
master summaries each month giving you an in-depth picture of 
your portfolio performance.
For a demonstration ol our new Mercantile Portfolio Evaluation 
Program and how it will help you get ahead profitably, call or write 
our Bond Department today.

MERCANTILE
NATIONAL BANK AT DALLAS
Capital Funds over $60 Million Member FDIC • (214)741-4181
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Fully Computerized Security System 

Installed in Bank in Pittsburgh

A BANK SECURITY SYSTEM that is 
fully computerized has been un

veiled by Pittsburgh’s Mellon National 
at its Mellon Square headquarters. The 
equipment, called the DGM-320, was 
engineered for the bank by Diebold, 
Inc., Canton, O. Although new, the sys
tem already has foiled a bank hold-up.

The system may be too sophisticated 
and expensive to be practical for most 
banks. (Mellon Bank has more than $6 
billion in assets.) However, it’s a good 
example of how our electronic age not 
only can aid banks in their day-to-day 
operations, but also can help protect 
them against such security problems as 
hold-ups, burglaries or attacks on per
sonnel. In addition, the system is pro
gramed for smoke and fire detection.

Result of Study
The DGM-320 system—occasioned 

by Mellon Bank’s move into completely 
renovated and remodeled headquarters 
facilities in the former U. S. Steel Build
ing in Pittsburgh—was adopted as the 
result of an in-depth study of the whole 
question of bank protection and new 
approaches to the problems that it poses 
for a bank as extensive as Mellon. The 
study was made by the bank’s security 
officer, Walter Piemme.

In operation, the DGM-320 monitors 
and gathers information from every 
security-sensitive area in the bank’s 
headquarters and its network of 
branches. The system checks each se
curity point once every millisecond and, 
with its teleprinter, produces a com
pletely legible status report on every 
checkpoint. In the case of a hold-up, 
for instance, the teleprinter would re
port, in these words, “Hold-up . . . main 
banking floor . . . zone 1,” instead of

a coded report that would require time- 
consuming translation.

A similar teleprinter, programed to 
print only alarm-situation information 
and not routine status reports, is located 
in police headquarters so that law-en
forcement agencies are notified of any 
emergency simultaneously with the 
bank. When such an alarm is transmit
ted to police, an audible signal is initi
ated; by silencing the audible signal, 
police acknowledge receipt of the 
alarm. As a result, in testing the DGM- 
320, Mellon Bank officials noted a sig
nificant decline in the amount of time 
required for acknowledgement of an 
alarm by police.

Bandit Caught
In an actual robbery attempt in Au

gust, the DGM-320 system was credited 
with providing the means for police to 
arrive at the scene of the attempted 
crime within 1/2 minutes of the alarm 
transmission. The bandit didn’t even 
get out of the bank.

In addition, the DGM-320 will de
tect any number of pre-selected emer
gencies and automatically project steps 
that are to be taken to handle the situa
tion on a screen within the DGM-320 
console.

With visual display panels, the sys
tem also keeps Mellon Bank security 
personnel informed of the status of se
curity-sensitive areas. One glance at the 
console by a single operator gives a 
complete picture of the bank’s security 
position at any given second. This is 
accomplished through an uncompli
cated set of DGM-320 visual, audio and 
teleprinter devices that monitor vault 
openings and closings, hold-up alarm 
conditions, office security, fire detection

and guard-tour programs. The system 
also employs closed-circuit TV surveil
lance and can accommodate the pro
jection of teleprinter information.

Mellon Bank’s large complex of 
branches is tied into the comprehensive 
security system by exclusive high-prior
ity telephone lines that transmit not 
only the location, but also the kind of 
alarm condition that exists.

“Whatever the security problem 
might be—fire, hold-up, burglary or at
tacks on personnel,” said Raymond C. 
Kolb, senior vice president and cashier 
and head of Mellon Bank’s operating 
department, “we will know not only 
that something is happening, but when 
and where it’s happening. Equally im
portant, the unique features of the Die
bold DGM-320 system, such as its fully 
readable printout, will enable us to 
react in the shortest possible time to 
correct the problem.

“We’re confident that with this sys
tem, we have effected the closest pos
sible approach to every bank’s ideal— 
total security.” • *

Union Organizer
(Continued from  page 36)

Employee handbooks must spell out 
acceptable and unacceptable conduct, 
objective standards, and must provide 
avenues of appeals. No bank or insur
ance company should allow the super
visor to be the first and last court of 
justice—as many of them were found 
to do. Some provision must be made 
for a fair and impartial hearing, not 
only for punishable offenses, but for 
typical grievances. Too often the super
visor’s tyrannical and harsh treatment 
of employees is the source of their 
(sometimes imaginary) grievances. But 
if the supervisor is the sole arbiter of 
grievances, and if all such grievance 
forms must clear through him, what 
employees would have nerve to file 
such a document? Very few. They know 
that the supervisor can make their lives 
miserable (according to the employees’ 
view), so why ask for more trouble? 
Most successful, untroubled, non-union 
companies had some mechanism for 
employee appeals.

• Money. The major desires of em
ployees, all our studies find, are for 
three things: job security, company sta
bility and money. That listing is also 
the order of importance; money ranks 
third.

By job security, the typical white 
collar employee means that he will be 
permitted to park his car in the same 
general area, come into the work area 
through the same door, continue to 
work at the same office machine or 
process or counter or desk, and not be

October, 1972

This Diebold DGM-320 computerized security system has been installed at Mellon Bank, Pitts
burgh. It monitors and gathers information from every security-sensitive area in bank's 
headquarters and its network of branches.
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Our Staff Is BIGGER!
Because were serving more banks 
with our specialized insurance plans

M e e t W a lte r  "BruflF" M cQ uad e  
O ur N e w  Kansas R ep resenta tive

"Bruff" McQuade has been a member of our 
team of insurance specialists since August I and has 
been servicing our insurance accounts and calling on 
prospective clients throughout Kansas.

Bankers will be seeing him again this month dur
ing the series of KBA Group Meetings.

"Bruff" McQuade is a knowledgeable and pro
fessional underwriter. Kansas bankers will find his 
counsel and guidance invaluable in the credit insur
ance field. WALTER "BRUFF" McQUADE

We invite your inquiries on the specialized insurance plans 
listed below. Our representatives are available at any time.

•  CREDIT LIFE
•  CREDIT FIRE
•  PERMANENT LIFE
•  MORTGAGE PROTECTION

•  AUTO PHYSICAL DAMAGE 
« TRIP INSURANCE
•  HOSPITALIZATION
•  SUB-STANDARD LIFE

•  ACCIDENT & HEALTH
•  MOBILE HOMES
•  BOAT INSURANCE
•  BANKERS BLANKET BOND

Serving Banks in Kansas—M issouri—Illinois

PAUL V. HELEIN  
President

JU LIA N  PAUK 
Vice-President

JO H N  D. CAULFIELD  
Vice-President

BERT R. CORNELISON  
Representative

DuAUMHce E N T  E R  P  R I S  E S
Complete Insurance For All Financial Institutions

5811 H am pton Avenue, S t. Louis, Mo. 63109 Phone 314 VE 2-2717

General 
Agents for

SECURITY BENEFIT LIFE 

INSURANCE COMPANY
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' ‘'W h e th e r  a c o m p a n y  treats its 
e m p lo y e e s  fa ir ly , 
d ecen tly  a n d  h o n estly  
is a g u t  fe e l in g  o n  th e  part  
o f  m a n y  em p lo y e e s . T h e y  
m e a s u r e  this by  
th e  co m p a n y  e ffo rt .
E m p lo y e e s  w ant c lea n  a n d  d e c e n t
w o rk in g  a n d  ea tin g
e n v ir o n m e n t , sanitary  to ilets,
fa ir  h e a r in g  o n  o b jec t io n s
to in cen tiv e  w age rates
o r  q u o ta s , re s p e c t
a n d  rec o g n it io n  fo r  se rv ice
(s e n io r ity )  a n d  loyalty
to th e  c o m p a n y ,
fa ir  o p p o rtu n ity  to b ette r
o n e ’s s e lf  th r o u g h
available tra in in g
a n d  b ette r  jo b  o p p o rtu n it ie s ,
. . . e tc .”

assigned arbitrarily to somewhere or 
something else. Similarly with dis
cipline. He wants everything to go by 
rule and reason; nothing arbitrary, or 
subject to the supervisor’s whim. That 
is why all unions strive to incorporate 
a strong seniority clause in their con
tracts because they know that job se
curity is first on most employee lists.

By company stability, most employees 
mean company growth. All employees 
like to work for a prosperous company 
that makes money. True, they feel they 
will get more if the company is pros
perous. But they feel they are entitled 
to more whether the company is pros
perous or not—so that is not behind 
their desire for a prosperous company. 
Behind that desire is the feeling that a 
profitable company will continue to 
grow, have more job opportunities and 
provide a happier work environment. 
That is why employees like to know 
how the company is doing financially, 
what new products or services have 
been or will be added by the institution, 
what old services dropped, what new 
customers are signed up, what plans the 
sales department has for expansion, 
what new office equipment is coming 
and how their jobs will be affected, and 
so on. By the same token, employees 
like to know whether the company is 
hiring or laying off, because that too is 
a reflection of company stability.

Then comes money. Endless research 
finds that executives habitually rate 
money higher than do hourly employees. 
Most hourly employees-— like most ex
ecutives—would like more money, but 
that is not what motivates employees 
to sign union cards and actively sup
port union organization. Basically, what 
motivates most employees against their 
employer is the feeling that their com
pany does not treat them fairly, decent
ly or honestly.

• Treatment. Whether a company

treats its employees fairly, decently and 
honestly is a gut feeling on the part of 
many employees. They measure this by 
the company effort. Employees want 
clean and decent working and eating 
environment, sanitary toilets, fair hear
ing on objections to incentive wage 
rates or quotas, respect and recognition 
for service (seniority) and loyalty to 
the company, fair opportunity to better 
one’s self through available training and 
better job opportunities, management 
respect for the employees’ family by 
providing a decent benefit package, 
prompt hearings on grievances and dis
cipline and so on. If money were the 
most important element in employee 
dissatisfaction, we would have a diffi
cult time accounting for all the worker 
dissatisfaction and strikes in major in
dustries that pay about the highest rates 
in the country.

# <a #

. . P art o f  th e  system atic  
p r o g r a m  m u st b e  
m a n a g e m e n t  new sletters  
fo r  s u p e rv is o rs , 
m o d est ( not e la b o ra te )  
h o u s e  o rg a n s  a n d  e m p lo y e e  
h a n d b o o k s , etc .
A g e n u in e  two-way 
co m  m u n  ications system  
m u st b e  set u p  to ascerta in  
what e m p lo y e e s  th in k  
a n d  b eliev e ,
to p ro v id e  m a n a g e m e n t  
re s p o n s e s  a n d  c o rr e c t io n s .”

Are there any clues suggested by 
this study of 329 companies that might 
guide executives on how to proceed in 
putting their companies in the best pos
sible position to withstand a call from 
union organizers?

In all our researches and years of 
study devoted to employee relations, 
we have found only one basic method 
of effectively and successfully dealing 
with the matters cited in the checklist 
above. Unless the company has some 
way of finding out what reality is, there 
is no way in which the management can 
deal with reality. Reality is em ployee  
sentiments and feelings, gripes and. 
grievances, desires and ambitions. In 
many insurance companies and banks, 
we found that nobody listens to, and 
tries to understand, the employees. 
They, after all, are the people who will 
decide whether they want a union or 
not.

In most companies, communications 
go in one direction—from the top down. 
Rare is the insurance company or bank 
which has a system for permitting con
tinuous communication to go from  the 
bottom up. A two-way communications

system is the key to reality. Not only 
is it the most effective bar to unioniza
tion, but it furnishes the clues that ex
plain high absenteeism and turnover, 
high waste and spoilage, poor quality 
work, customer complaints and low pro
ductivity.

Supervisory and middle management 
training, keyed to information garnered 
through the two-way communications 
system, must be part of the manage
ment effort. A canned supervisory train
ing course is no substitute for on-site 
reality. Supervisory and middle man
agement training must vary with the 
plant or branch and with local condi
tions. Similarly, part of the systematic 
program must be management news
letters for supervisors, modest (not 
elaborate) house organs and employee 
handbooks, etc. A genuine two-way 
communications system must be set up 
to ascertain what employees think and 
believe, to provide management re
sponses and corrections. Most of the 56 
companies that experienced no union 
activity in our study were found to have 
some sort of two-way communications 
system coupled with supervisory train
ing. In many cases, some outside, ex
pert guidance was used at the outset.

An effective and operating two-way 
communication system in companies 
will eliminate the rude surprises and 
union shocks, as we found in our latest 
study. These shocks can undermine the 
profitability and perhaps the stability 
of many companies—unless their man
agements prepare themselves to listen 
to employees. * *

Performance Improvement

DALLAS—Live ways to improve 
the performance and productivity of 
bank employees have been suggested 
by the American Society for Perform
ance Improvement.

They are: (1) Establish the stan
dards that you know must be met; 
(2) Tell your employees what these 
standards are; (3) Keep employees 
informed as to how well they are 
doing; (4) When something goes 
wrong, find out the real cause, not 
the apparent one, and make sure 
the problem is eliminated; (5) Rec
ognize and reward your employees 
for meeting the standards.

The American Society for Perform
ance Improvement is dedicated to 
the improvement of American prod
ucts and services through the im
provement of people. It will hold its 
fifth annual conference at the Hilton 
Inn, Dallas, in May.

A fact sheet and membership in
formation are available from the na
tional secretary, P.O. Box 1543, 
Grand Prairie, Tex. 75050.
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GROUNDBREAKING: (L to R) David H. Aull, President, 
Transamerican Investment Properties, Inc.; Max Snodgrass, 
President, Snodgrass Construction Company, and B. A. Staats, 
President, East Side National Bank and Trust Company.

financial center 
i s  a n  8 - s t o r y  e x a m p l e !

B. A. Staats, President of Wichita, Kansas' fastest 
growing suburban bank, needed an entirely new facility 
for East Side National Bank and Trust Company.
That's when *Transamerican Investment Properties, Inc. 
put it all together. The eight-story East Side Financial 
Center will house East Side National Bank AN D  provide 
an additional seven stories of prime office space, a total 
of 117,000 square feet, to meet east Wichita's business 
office needs.
Land acquisition, concept design, zoning, financing, 
construction, leasing and management are A L L  being 
coordinated by TIP. We would like to visit with you 
about turning YO U R ideas into reality!

Call (316) 685-5355

TRANSAMERICAN INVESTMENT PROPERTIES. INC
260 NORTH ROCK ROAD ■ WICHITA, KANSAS 67206 

An Affiliate o f Jack P. DeBoer Associates, Inc.
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I n  W ic h i t a  S t a t e  l  'n i c e r s i t e  S u r v e y :

Kansas Bankers Say No to Branching. 
Yes to Liberalized Facility Law

UNIT BANKING is favored by a 
majority of Kansas bankers who 

responded to a University of Wichita 
survey of their attitudes toward the 
state’s banking structure. However, 
more than half the respondents favor 
liberalization of the existing restriction 
on detached facilities.

Two professors at the university sent 
questionnaires to all 601 Kansas com
mercial banks last May, and 462—or 
77%—responded.

The bankers were asked to indicate 
their agreement or disagreement with 
10 different possibilities for banking- 
system organization in the state, in- 
cuding the existing one. Under pres
ent Kansas banking statutes, no 
branches are permitted, but each bank 
can have one detached drive-in fa
cility (within 2,600 feet of the main

office ). This facility is limited pri
marily to receiving deposits and pay
ments, cashing checks and issuing ex
change.

The bankers also were asked to in
dicate the degree of their agreement 
or disagreement.

The proposal that received the great
est disagreement was state-wide branch
ing, a system that would allow an in
dividual bank to operate two or more 
full-power branches in two or more 
cities. Opponents to this proposal out
numbered proponents six to one.

Localized branch banking, where 
branches would have to be located in 
the same county or city, was somewhat 
less unpopular. However, even the most 
restrictive branching proposal, where 
branches would be permitted only in 
cities with populations over 100,000,

was opposed by 49% of the banks. 
Thirty-seven percent were in agree
ment.

Multi-bank holding companies were 
opposed by more than a two-to-one 
margin.

The larger banks tended to show 
more agreement with both branching 
and group banking than did smaller 
banks.

Of the banks responding to the sur
vey, 47% indicated disagreement with 
the existing statutes, while 37% ap
proved of them. Many of those who 
disagreed, however, desired change 
only in the existing restrictions on the 
location, number or powers of the de
tached facility.

Of the nine possibilities for change 
listed in the questionnaire, only the 

(Continued on page 76)

Committee Formed to Draft Revisions to Mo. Banking Laws

ST. LOUIS—As this issue of Mid- 
Continent Banker is being printed, the 
third in a series of meetings by a spe
cial committee to study the present 
Missouri state banking laws is being 
held at the Marriott Hotel here. Purpose 
of the committee is to restructure the 
state’s regulatory system, which, ac
cording to committee chairman H. 
Duane Pemberton, Missouri’s commis
sioner of finance, “is not good.”

The committee was formed by Mis
souri Governor Warren Hearnes be
cause of a number of charter conversion 
requests from state to national status. 
Most notable of these conversions was 
that of $564-million-deposit Commerce 
Bank of Kansas City, which converted 
to national bank status last June 30.

Mr. Pemberton has said that Mis
souri’s banking laws are in serious need 
of review because the Comptroller of

the Currency as a regulator “has much 
greater flexibility than does the Mis
souri commissioner.”

Mr. Pemberton has also noted that 
the actions of the Comptroller “are not 
subject to review and delay by an ap
peal board as the actions of this office 
are.”

He has said that the goal of the 
study being made by the committee 
will be “to bring some of Missouri’s 
banking laws in line with those for 
national banks.”

Upon completion of its sessions, the 
committee will draft revisions to the 
state banking laws which will be pre
sented to the 1973 Missouri General 
Assembly for consideration.

Also serving on the committee are 
John W. Bidgeway, deputy commission
er of finance; Milton Tootle, chairman, 
American National, St. Joseph; Herman 
Huber, chairman, state banking board;

Senator A1 Spradling Jr., Cape Girar
deau; Representative Eugene Copeland, 
New Madrid; C. W. Culley, former 
commissioner of finance and now senior 
vice president, Bank of St. Louis; Don
ald L. Campbell, president, Exchange 
National, Jefferson City;

Adrian Harmon, chairman, Jackson 
County State, Kansas City; Robert 
Hess, president, Mid-Continent Nation
al, Kansas City; Robert J. Gaddy, chair
man and president, Tower Grove Bank, 
St. Louis; Ben Parnell Jr., president, 
Peoples Bank, Branson, and MBA pres
ident; William D. Breedlove, cashier, 
Citizens Bank, Rogersville; William 
Quigg, vice president, Central Trust, 
Jefferson City; Charles Blackman, as
sistant attorney general; Representative 
Melvin Vogelsmeier, Concordia; Larry 
Woods, Columbia attorney and mem
ber, state banking board; and Senator 
Don Owens, Gerald. • •
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i r w a y s BANKERS DISPATCH CORPORATION
4970 SOUTH ARCHER AVENUE CHICAGO, ILLINOIS 60632

Now you can use ONE courier for your shipments, 
no matter what the distance.

We have a network designed to meet your schedules.

On the Surface— B. D. C. vehicles serve thousands 
of cities daily

In the Air —Apollo aircraft serve 28 cities
(from Kansas to New York) on a 
daily basis

International Air Courier to all major cities

Los Angeles, California 
San Francisco, California 
Washington, D. C. 
Hartford, Connecticut 
Miami, Florida 
Atlanta, Georgia 
Chicago, Illinois 
Evansville, Indiana 
Fort Wayne, Indiana 
Indianapolis, Indiana 
Jacksonville, Fla.
Abilene, Kansas 
Hutchinson, Kansas 
Manhattan, Kansas 
Salina, Kansas

Topeka, Kansas 
Wichita, Kansas 
Louisville, Kentucky 
Baltimore, Maryland 
Boston, Massachusetts 
Detroit, Michigan 
Minneapolis, Minnesota 
Kansas City, Missouri 
St. Louis, Missouri 
Glassboro, New Jersey 
Newark, New Jersey 
New York, New York 
Oklahoma City, Okla. 
Tulsa, Okla.
Cincinnati, Ohio

Cleveland, Ohio 
Columbus, Ohio 
Dayton, Ohio 
Portland, Oregon 
Philadelphia, Pennsylvania 
Pittsburgh, Pennsylvania 
Dallas, Texas 
Houston, Texas 
San Antonio, Texas 
Ogden, Utah 
Salt Lake City, Utah 
Richmond, Virginia 
Seattle, Washington 
Milwaukee, Wisconsin 
More to come!
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Kansas Survey (C o n t in u e d )

three possibilities for change that 
would retain unit banking, but liberal
ize the existing restriction on detached 
facilities, received a clear majority.

The most popular single proposal—- 
to liberalize the location restrictions on 
the single detached drive-in facility—• 
was agreed to by 263 banks. This rep
resents 57% of the banks answering the 
survey and 44% of all Kansas banks.

Fifty-three percent of the banks also 
indicated agreement with liberalizing 
the restrictions on the services per
formed by the detached facility, and 
52% favored increasing the number of 
detached facilities permitted a single 
bank.

Among those bankers who responded 
to the survey, those who disagreed 
with proposals for change tended to dis
agree strongly, while much of the sen
timent favoring change was less strong
ly stated.

Results of the survey appeared in 
an article in a recent issue of Kansas 
Econom ic Indicators, published by 
Wichita State University. The report 
also included results from a similar 
survey conducted almost two years 
ago.

The researchers warned that, be
cause of differing response patterns in 
the two surveys, percentage results 
from the two surveys should not be 
used mechanically in an attempt to 
measure either the attitude of all Kan
sas banks in 1972 or to measure the

change in Kansas bankers’ attitudes 
over the last two years.

After studying the report, J. Rex 
Duwe, president, Kansas Bankers As
sociation (and chairman, Farmers State, 
Lucas), commented that the survey ap
pears to bear out the soundness of the 
KBA position regarding liberalization 
of the detached-facilities law during 
the latest state legislative session. A 
KBA-sponsored bill that would have 
allowed banks to operate additional fa
cilities in their home counties died in 
conference committee last spring. * •

■ CITY BANK, Tulsa, has named 
James Lord senior vice president and 
loan officer. For the past nine years, he 
has been chief examiner for the FDIC 
in the Oklahoma area.

Assemblies' Registration Open

Registration is open for the 1973 
series of bank directors assemblies.

The 16th assembly is set for Feb
ruary 7-11, Camino Real Hotel, 
Mexico City, Mexico; 17th assembly, 
August 31-September 4, Le Chateau 
Champlain, Montreal; and 18th as
sembly, November 16-20, Fairmont 
Hotel, San Francisco.

The 19th assembly will be held 
April 12-15, 1974, at the Fairmont- 
Roosevelt Hotel, New Orleans.

HC to Acquire MH Firm

NASHVILLE—Third N a t i o n a l  
Corp., holding company whose lead 
bank is Third National, has an
nounced board approval for the 
acquisition of Mobilehome Guaranty 
Corp., Miami, and its subsidiaries.

Mobilehome Guaranty is a service 
company formed in 1969. It had 
$2.4 million in assets as of last 
July 31.

The transaction has been ap
proved by Mobilehome Guaranty’s 
board but must also be approved by 
its shareholders and federal regula
tory authorities.

Mobilehome Guaranty operates in 
five southern states, including Ala
bama, Tennessee and Kentucky, 
serving 70 commercial banks and 
three S&Ls. Its subsidiaries are MGC 
Agency, Inc., which places mobile 
home physical damage insurance and 
credit life insurance, and MGC Fed
eral Service Corp., which finances 
mobile homes for U. S. veterans.

■ HOUSTON—Texas Commerce Banc- 
shares, Inc., has received Fed approval 
to complete merger plans with three 
banks—American National, Beaumont; 
Reagan State and Airline Bank, both in 
Houston. All three mergers are expect
ed to be consummated this month.

■ NEW YORK—Charles A. Heerey 
has been named operations officer and 
William V. Sullivan assistant vice presi
dent of Bank of New York.

Special to Financial Institutions
Tremendous for Your Promotional and Gift Programs

$ 3 9 .9 5
VALUEJ l  O  DELUXE 

PORTRAITS 
OF THE PRESIDENTS 

IN FULL COLOR
EXCELLENT GIFT 

FOR CUSTOMERS,
EMPLOYEES, LAWYERS,

INSURANCE MEN,
SCHOOLS, ETC.

LOT $:54B—Magnificent I I "  x 14" full color reproductions of original 
portraits of all the Presidents of the United States by award winning 
artist, includes gold foil nameplates. Printed on heavy art board, 
simulating oil colors, for display or framing. On the back of each 
portrait . . . the Presidential seal, the name, date and events of his-

$39.95
VALUE

Cost
Per Set

MASTER 
CASE PRICE 
PACK: 20 SETS 
F.O.B.
CH ICAGO , ILL.

torical importance to that particular President. Non-glare, plastic coat- 
*n9 f° r lifetime protection. In attractive folder for easy keeping, upon 
which the Golden Eagle has been imprinted. Ideal for use in home 
office, library and school. List price $39.95 per set. Pack 20 sets per 
master carton. YOUR COST: $4.95 per set in master case lots.

BRANDMARK SALES CO., P. O. Box 59320, Chicago, III. 60659
Institution .......................................................................................................................................
Address ..............................................................................................................................................
City ...............................................................................  State ......................................  ZIP
Signature ............................  .........................................................................................................

TERMS: Open Account Net: 15 Days
Ship .............  Sets "Portraits of the Presidents" at $4.95 per set

F.O.B Chicago, III.
□  Sample Set at $6.95 Postpaid

Your complete satisfaction GUARANTEED or return for full credit.
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Vbu can now get regular 
B uy/Sell/H old  recommendations 
on180 quality stocks.

Everyone knows you have to make your 
own trust investment decisions, but 
wouldn’t it be helpful to have the guid
ance of full-time professionals who have 
complete research data available?
That’s what you get when you subscribe 
to the Harris Bank’s Institutional Invest
ment Service. IIS brings you regular, 
easy-to-read reports—complete with Buy/ 

Sell/Hold recommendations—on our list of 180 quality common 
stocks. You can have as crisp or elaborate a review as you wish, 
depending on whether you subscribe to our Mini-Service, Common 
Stock Service, Abbreviated Service or Full Service.
You get the same financial and economic research that Dr. Beryl 
Sprinkel and his staff furnish our own trust department to guide 
them in managing $5.3 billion in trust assets.
The cost of IIS is low, and payment can be arranged on either a fee 
or balance basis.
If your trust department invests in common stocks at all, you owe it 
to yourself to see an IIS presentation. To set it up, contact your 
Harris banker, or call Jerry Jurs at 312 /461-7612  or Fred Young 
at 312/461-7525. Or, write for a copy of our new IIS booklet.

HARRIS B AN K  P I
Harris Trust and Savings Bank f _ 7- ¿g

111 West Monroe Street, Chicago, Illinois 60690. Organized as N. W. Harris & Co., 1882. Member F.D.I.C. Federal Reserve System. ~
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Artist's conception of new Deposit Guaranty 
Plaza, Jackson, Miss., as viewed from Capitol 
Street. Construction of the 22-story high rise 
will begin next month and is scheduled to be 
completed by the summer of 1974.

Deposit Guaranty 
Announces Plans 
For High Rise

PLANS HAVE been announced for construction of De
posit Guaranty Plaza, a 22-story, 400,000-square-foot 

complex to be built on property adjacent to the existing Main 
Office of Deposit Guaranty National, Jackson, Miss.

The new office building will house the Main Office of De
posit Guaranty Corp. and its banking subsidiary, Deposit 
Guaranty National. In addition the complex will house a 
shopping mall and will provide leased office space. Total 
land and development costs are estimated at $15 million.

As contemplated by the architects, Architects and Engi
neers of Dallas, the base of the building will rise two stories 
above ground level and will contain the bank’s Main Office 
in addition to a pedestrian arcade with stores, shops and 
other public facilities. A landscaped mall area with statuary, 
fountains and walkways will surround the complex. A 
rooftop dining room will also be included.

The main banking area will encompass more than 30,000 
square feet of space and will have easy access to the adjoin
ing Holiday Inn and a city parking facility. The bank will 
also occupy the lower floors of the tower.

Demolition of structures surrounding the existing bank 
building is set for this month. Construction on the plaza is 
scheduled to begin next month and be completed by July 
1974.

Permanent financing for the complex has been provided 
by selling 30-year secured notes. Local institutional inves
tors of these notes include Standard Life Insurance Co. and 
Southern Farm Bureau Life Insurance Co. Lehman Brothers, 
New York, arranged the financing package.

General contractor will be Turner Construction Co., of 
Jackson and Cincinnati. Project consultant is Cushman and 
Wakefield, Inc., New York. • #
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HELLER.

Walter E. Heller & Company
105 West Adams Street, Chicago, Illinois 60690 
New York • Boston • Philadelphia • Baltimore
• Syracuse • Detroit • St. Louis • Atlanta • 
Miami • Tampa • Birmingham • New Orleans
• Dallas • Phoenix • Los Angeles •
San Francisco • Portland • San Juan, P.R.
•  Heller services also available through Heller 
companies in Canada and eighteen other 
countries around the world.

And we'll send you a copy.
Most bankers know through experience that a 

participation loan is as good as the lending partner 
involved. Which is why so many banks have 
chosen to work with Heller for over 30 years !

This year, 11 of the country's 25 largest banks 
have participations in one or more Heller loans; 
most of our participants, however, are banks of 
moderate size, many with capital and surplus 
accounts below a million dollars.

The way we do it, a participation is often the ideal 
answer when a good customer's needs exceed 
your lending limits, or you want the comfort of a 
secured position in a loan that's causing concern. 
And with our formula, it's a com patible arrangement 
that protects your good relationship with your 
customer.

As they say, we wrote the manual, and for your 
copy of ''Heller and Banks in Participation," phone 
or write the Heller office nearest you.
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Limited-Budget Employee Incentive Drive 

Results in 40M Charge Card Accounts

PROOF THAT A strong communica
tions program can stimulate em

ployee productivity was demonstrated 
in a just-concluded sales campaign

organized by Manufacturers Hanover 
Trust, New York.

The fourth largest bank in the 
U. S., Manufacturers Hanover has ap-

Colorful posters reporting progress of Manu
facturers Hanover Trust's Master Charge "Card
holder Round-Up" campaign were spotted 
around bank headquarters offices and branches. 
As new cardholders were "corraled," "wanted" 
figure, originally set at 40,000, was replaced 
with lower figure.

proximately 13,000 employees and all 
of them were recruited as salesmen 
during an intensive four-month in
ternal campaign to acquire at least 
40,000 new Master Charge cardhold
ers.

Object of the bank’s campaign was 
to broaden its cardholder base and 
increase the card usage in what was 
generally considered to be a “saturat
ed” charge-card market. Further hob
bled by a limited budget which didn’t 
make any provision for the usual 
“motivators” such as cash or merchan
dise prizes or time off, the bank’s de
velopment department decided the 
best way to accomplish the difficult 
job was to inspire leadership and, at 
the same time, kindle employee en
thusiasm to enlist effective staff sup
port.

After some deliberation, it was de
cided that the campaign would be 
build around a western theme. Thus 
it was officially christened “The Card
holder Round-Up.” The bank was 
organized into groups of branches 
and headquarters departments called 
ranges. Each branch and department 
was designated as a team. A “fore
man” was named (in all cases an of
ficer) and the team was asked to se
lect a name—naturally keeping in 
mind the western theme.

The list of team names ran the 
gamut from oddball to conventional. 
There were the “West Side Western
ers,” “Bronx Busters,” “Canarsie Wran
glers,” “Broadway Bushwackers,” 
“Westchester Pioneers,” etc.

To foster competition, the leader of

I
Central AgFinance is : ... 
the new idea in ag banking
For the first time agriculture can 
tap the commercial money 
market as a source of funds 
through the new Central 
AgFinance Corp. Our staff noted 
that in some communities where 
agriculture is growing fast, there 
is a shortage of lendable funds. 
Yet, in other communities 
bankers are looking for sound 
investment opportunities for 
their deposits. Central 
AgFinance Corp. will serve 
agriculture by meeting both 
needs.
Central AgFinance Corp. serves 
you two ways:

A Source of Farm Loans
Central AgFinance Corp. will 
participate with your bank in 
making loans to farmers and 
ranchers who need large 
amounts of production capital. 
You will have access to the 
combined agricultural staff of

Central National Bank and the 
Central AgFinance Corp. Call 
Howard Beermann for details. 
He’ll tell you how Central 
AgFinance Corp. loans and 
services can help solidify your 
bank’s position with the big 
producers in your area. Call us 
collect at 312-782-6015.

An Investment Opportunity
Your bank can purchase Central 
AgFinance nites which are 
backed by agricultural 
production loans, traditionally 
very low risk. Production loans 
are repaid regularly at harvest, 
or when livestock is sold.
Central AgFinance notes carry 
maturities from 5 to 270 days and 
are discountable at the Federal 
Reserve Bank to give you 
maximum investment flexibility. 
Call Vito Kempisty for the 
current rate.

Central AgFinance Corporation
A Central National Chicago Corporation Company 
120 South LaSalle Street 
Chicago, Illinois 60603
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N ow  y ou  c a n
g e t th e  f a c t s  on Directors and 
Officers Liability Insurance. In 
our new booklet ‘AGuidebook for 
Bankers” we make an objective and 
detailed presentation o f D  & 0  
information. Im portant facts and 
answers every banker should be 
aware o f are included.

This booklet is yours on request
Why does Scarborough write a D&O factbook? 
Easy. We helped write the first modem  
D&O policy. We introduced this coverage to 
American Banks 10 years ago and today 
a majority of banks buy D&O through 
Scarborough. We know D&O.
For your copy of “A  Guidebook for Bankers” 
call or write to : Scarborough & Company 
33 N. Dearborn Street, Chicago, Illinois 60602

S c a rb o ro u g h  
\ th e  b a n k  in su ra n c e  

p e o p le
MID-CONTINENT BANKER for October, 1972 81

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



There isn’t a 
loan coupon 

we can’t make.

1

-»O'®® *,

*°*'wS|sss6 ^

Randcomp is Rand McNally’s fully computerized 
turnaround system that delivers coupon books directly to 
your customers. Promptly! It cuts preparation costs by 20% 
to 40% and eliminates transcription errors. No wonder more 
Randcomp coupons are now being processed in bank 
computer systems than any other computer-generated 
coupon.

MICRand fits into most magnetic ink data process
ing systems. And it can even be made to combine with 
perforator coding.

Perforand gives a different style for every perforator 
model, including machine readable.

Randpunch is the fastest and most economical sys
tem for small volume users, particularly branch office 
operations.

If you still haven’t found what you need, just ask. 
If we don’t have it, we’ll create it for you. Faster and better 
than anybody else.

R A N D  M c N A L L Y
Bank Publications Division

Box 7600, Chicago, ill. 60680
405 Park Ave., New York, N.Y. 10022
206 Sansome St., San Francisco, Calif. 94104

each range (a senior vice president) 
was given the designation of “range 
boss” and it was his and the fore
man’s job to spur their “ranch hands” 
to “corral” the 40,000 new cardhold
ers.

So the sales effort would be equi
tably divided among all ranch hands, 
each team was assigned a specific 
quota of new cardholders to secure. 
In general, quotas were based on the 
size of the team (number of ranch 
hands) and their availability or prox
imity to the customer market. But re
gardless of the size of the team, it was 
expected that each officer of the bank 
would secure three new cardholders 
and each staff member would sign up 
two.

When the unofficial quotas were as
signed, management had no illusions 
that all employees would meet them. 
But it was correctly anticipated there 
would be many other “ranch hands” 
who would take up the slack and far 
surpass their quotas. The top hand 
corraled over 200 new cardholders 
and a number of others brought in 
well over 100. Some 1,000 officers 
and staff members signed at least five 
or more new cardholders. This was the 
force primarily responsible for putting 
the campaign over the top.

Prior to launching its “Cardholder 
Round-Up,” bank management infor
mally sounded out the management of 
other local banks. Practically all scoffed 
at the idea of promoting an internal 
campaign without any material incen
tives to motivate employee participants.

But the bank answered the skeptics 
simply by appealing to the average 
person s natural bent for individual 
and team competition, for involvement 
in a novel campaign and the subse
quent enthusiasm generated by con
tinuing publicity for that campaign.

The latter was primarily dissem
inated through a weekly two-page 
newsletter, appropriately called “Stam
pede. ’ The publication contained sta
tistics on the progress of the cam
paign, featured outstanding perform
ances by teams and individuals, un
usual or imaginative solicitations, and 
generally sought to “hypo” individual 
and team enthusiasm by reporting in
dividual promotion efforts—usually by 
team “foremen”—to stimulate their 
own teams to maximum performance.

One enterprising foreman in the 
headquarters offices had a cardboard 
theater “marquee” erected above the 
office conference room. The marquee 
advertised the “movies” “I Was a Fu
gitive From the Chain Gang” and 
“How the West Was Won.” A cou
ple of billboards outside the “theater” 
also advertised the pictures. But the 
billboard promoting “Chain Gang,
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Ben Hauenstein, Jud McManigal 
and Gordon Smith are the agri
cultural experts at The First 
National Bank of Chicago...a team 
of farm and livestock specialists 
whose expertise in agricultural 
financing is outstanding. A team 
which has been involved with this 
business for most of their profes
sional lives.

They know cattle feeding...and 
talk cattleman’s talk. They know 
that financing feed lot operations is

a very complicated business. One 
that involves price fluctuations, 
government regulations, futures 
markets, banker's acceptances and 
limited partnerships. And, most 
importantly, they will help you 
provide your customers with the 
money they need...when they 
need it.

Helping you help your customers 
with feed lot financing or with 
term loans for capital investments 
in machinery, equipment and

facilities are just two ways that our 
correspondent bankers at The 
First give you expert service. Give 
us a call. 732-4130. We’d like to 
show you what we can do for you.

0T h e '  _
First National Bank 

of Chicago
One First National Plaza 

Chicago, Illinois 60670
Member FDIC

It takes a
special kind of banker 

to help finance 
a feed lot.

Left to right:  Ju d  McManigal,  Ben Hauens te in ,  G ordon  Sm ith .
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etc. was markedly different from the 
one promoting “How the West, etc.”

The “Chain Gang” carried “thumb
nail” photos of the “stars” of the pic
ture—the 86 members of the “Up- 
country Rangers” team. The other bill
board didn’t carry any photos when 
the campaign began. But just as soon 
as a “star” of “Chain Gang” made his 
quota of new cardholder customers, 
his picture was transferred to “How 
the West, etc.”

The foreman could have been ac
cused of intimidating his “ranch 
hands” through the threat of in
definite “internment” on the “Chain 
Gang.” Whatever the case, he got re
sults. The “Upcountry Rangers” were 
well over their team quota by the 
third month of the campaign.

Gimmicks Promote Theme

Gimmicks maintaining the western 
theme and novel rewards for indi
vidual and team achievements also 
stimulated ranch hand production, 
while at the same time sustaining per
sonal enthusiasm throughout the four 
months of the campaign.

At the campaign kick-off meeting, 
each foreman was given a white plas
tic cowboy hat plus a bright orange 
bandanna emblazoned with the Mas

TRY IT
You’ll like it! More than GOO client 
bankers can’t be wrong.
Simply sponsor THE LIVING PIC
TURE (an economic newsletter for 
urban dwellers) and/or THE FARM 
PICTURE (a farm forecast for rural 
residents). Then upon request, 
questionnaire cards will be fur
nished FREE to evaluate your pa
trons’ opinion of and appreciation 
for the newsletter.
The editorial goal of these publi
cations is to aid people in resolv
ing their financial needs by direct
ing them to you for assistance.
FOR SAMPLES AND MORE DE
TAILS—call or write Earl F. Crouse, 
devoted to helping banks service 
their community better.

THE BANKVERTISING CO.
1300 Hagan St. 

Champaign, IL 61820 
Telephone 217/356/1339

ter Charge symbol. The next day, all 
13,000 employees of the bank were 
given bandannas and encouraged to 
wear them or display them as often 
as possible on the job. In addition, 
over 2,000 tablecloths, incorporating 
the same Master Charge design, were 
placed on tables in cafeterias, dining 
rooms and employee lounges.

Many employees not only wore the 
bandannas around the neck or as 
breast pocket handkerchiefs but turned 
them into other wearing apparel which 
they also wore on the job. Several 
women made dresses, skirts and 
blouses out of the bandannas and sur
plus tablecloths and a number of men 
had their wives turn the bandannas 
into neckties.

The four-month campaign was di
vided into four quota periods: “Graz
ing Time,” “Branding Days,” “Trail 
Riding” and “On to Abilene.” Re
wards based on individual and team 
production were given at the end of 
each period. Each member of those 
teams that made their quotas received 
such novel gifts as a live flowering 
cactus plant, a western print suitable 
for framing, a cowboy hat and a west
ern LP record. The best two “ranch 
hands” on each “range” were driven 
to or from work (whichever they pre
ferred) in the “Anycar,” a unique au
tomobile built from 22 major Amer
ican and foreign cars and utilized by 
Manufacturers Hanover as an adver
tising tool to dramatize its AnyCar loan 
service.

The best two teams on each “range” 
were served lunch from a “chuck wag
on” that was sent to their departments 
or branch locations. Finally, all those 
“ranch hands” who “corraled” a cer
tain number of new cardholders above 
quota were formally inducted into 
“McGillicuddy’s Rangers.” Member
ship included a western style break
fast (steak and eggs) with senior bank 
officers. Each “ranger” also received a 
bronze badge from John F. McGilli- 
cuddy, bank president. A total of 750 
“ranch hands” eventually graduated to 
“ranger” status.

Although looked on with skepticism 
by the management of other banks 
and greeted with apprehension by 
bank employees and some members of 
management, the “Cardholder Round- 
Up” nevertheless was acclaimed a suc
cess.

Shortly after the campaign entered 
the “On to Abilene” stage, 40,000 new 
Master Charge cardholders were in 
the “corral”—a testimonial to the will
ingness of both management and 
staff members to individually respond 
to a challenging goal without the 
promise of any tangible personal re
wards. * *

ABA Releases Survey  
On In s ta llm e n t C red it

WASHINGTON—During 1971 the 
average installment loan at a sample 
599 commercial banks was $2,243—an 
increase of $250 per loan from the pre
vious year— according to a national in
stallment credit survey recently released 
by the American Bankers Association.

A rise in automobile prices during 
the year was the prime reason for the 
jump, according to Alan Ettman, di
rector of the study and associate direc
tor of the ABA’s Bank Card—Install
ment Lending Division.

Mr. Ettman pointed out that indirect 
automobile loans, up from 27.5% to 
28.1%, again represent the largest dollar 
share of the total installment loan vol
ume made during 1971 by respondent 
banks.

Personal loans again represent the 
second largest share of total volume, 
even though they fell from 23.2% of the 
total to 20.3%. The study explains that 
steady growth in bank credit card vol
ume could account for this relative de
cline.

The aggregate outstandings of the 
599 respondent banks as of December 
31, 1971, were $22.6 billion, or nearly 
50% of the total installment credit held 
by all U. S. commercial banks on that 
date.

Although the sample consists of a 
proportionately greater share of large 
sized institutions than actually exists in 
the nation, the statistics are broken 
down by deposit size of respondent 
banks, and in some instances by census 
region, in order to be of value to read
ers from banks of all sizes anywhere in 
the country.

This study may be obtained for $3 
from the Order Processing Dept., Amer
ican Bankers Association, 1120 Con
necticut Avenue, N. W., Washington, 
D. C. 20036. Refer to Catalog #2043, 
Installment Credit Survey 1971.

Memphis Bank Advances Simmons 
From AVP to Vice President

M E M P H IS —
Memphis Bank has 
promoted William 
W. Simmons from 
assistant vice presi
dent to vice presi
dent. He joined the 
bank in 1970 after 
seven years’ service 
with an S&L.

Elected assistant 
v ice  p re s id e n ts  
were Allen Massey, 
loan officer, and Ed Dunston, a member 
of the discount department. Ed Richter, 
manager of the bank’s Master Charge 
department, was appointed credit card 
officer.

SIMMONS
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Get to know our correspondent services.

INVESTMENT SERVICES 
LOAN SERVICES 

CHECK CLEARING 
AND WIRE TRANSFERS 
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INTERNATIONAL BANKING AND 
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John E. Karn (center), v.p. and cash., host bank, is flanked by Tom 
McCullough (I.), dir., host bank, and Tom Hogan, pres., Farmers State, 
St. Joe, at First Stock Yards Bank market day.

Donald Niederhauser (center), v.p. and ag. rep. at Macon-Atlanta 
State, Macon, Mo., chats with Larry Ehlert (I.), St. Joseph Feed & 
Supply, and Harold G. Hammer of Hammer Order Buyers, St. Joseph.

Meat Packer Tells 
How Industry Rates 
Potential of Site

By JIM FABIAN 
Associate Editor

SOME 225 bankers attending the 
16th annual market day at the St. 

Joseph (Mo.) Stock Yards received 
first-hand information about what in
dustry seeking a location for a plant 
requires from a community. The event 
was sponsored by First Stock Yards 
Bank, South St. Joseph, last month.

Following a tom- of the new Armour 
Pork Abattoir hog slaughtering plant 
adjacent to the bank, bankers heard 
A. S. Drain, executive vice president 
of Ann our & Co., speak on the topic 
"Where Does a Packer Locate and 

Why?” at the St. Joseph Country Club.

Mr. Drain began by stating that a 
meat packer locates a plant where he 
thinks he can make a profit. Although 
Armour had carried on slaughtering 
operations in St. Joseph for 60 years, 
when the time came to give considera
tion to building a new plant, the firm 
did not feel bound to remain in St. Joe.

Mr. Drain ticked off reasons why the 
new plant was built in St. Joe, which 
included the existence of the stockyards 
across the street from the potential 
plant site, the existence of a good high
way system, an abundant supply of 
water at reasonable rates, adequate 
electrical and fuel supplies and—a new 
consideration—the possibility of keep

ing the operation in conformity with the 
environmental demands of the area.

This last consideration takes in such 
things as adequate sewage disposal. A 
proposed addition of secondaiy treat
ment facilities to the St. Joseph sewer 
system was a big plus for locating 
Armour’s plant there, Mr. Drain said. 
Also coming under the environmental 
umbrella is air pollution. Mr. Drain told 
of one or two of Armour’s plants that 
are now surrounded by subdivisions, a 
fact that has brought headaches to the 
firm. The St. Joseph site was favorable 
from this standpoint.

The existence of a good labor market 
is another important consideration, Mr. 
Drain said. “Here at St. Joseph we 
knew there were a lot of experienced 
people, a circumstance that would free 
us of the necessity of training an over
ly large number of green workers.” He 
said that it costs about $10,000 to train 
a worker, on the average.

Another aspect of the labor situation 
is the labor climate in an area. “Is the 
prospective site in an area where the 
labor and management interplay is rea
sonably amicable, or is there a running

H. H. "Beanie" Broadhead Jr. (center), pres., 
host bank, watches over chefs Bob Bollman 
(I.), Dougdale Packing Co. and Bill Waldron, 
St. Joseph Stock Yards Co., during steak fry 
that concluded day's activities.

Taking part in panel discussion on market day program were (from I.) 
Moderator Frank Russell, St. Joseph Stock Yards Co.; Dwight Boswell, 
Northwestern Order Buyers; Robert P. Azelton Jr., St. Joseph Market 
Foundation; George S. Murray Jr., Lamborn-Murray-Davis & Co.; and 
Thomas D. Runyan, National Order Buying Co.
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Carroll Griffith 
of the Dawn Platrol
Contrary to this picture, Carroll Griffith 
doesn't get up at the crack of dawn.
Usually he’s up before the crack of dawn.
And raring to go. Like all the NAB 
Traveling Men he makes it a point to be 
first in whatever he is doing. That means 
first in helping you. Of course, if you 
don't rise at the crack of dawn, don’t 
worry. Tell Carroll to drop by later in 
the day. He'll understand. After all, 
there's not room for everybody in the 
Dawn Patrol.

The Bank 
AMERICAN BANK that travels

to help you!
OF  N E W  O R L E A N S

Milton Zeller Charley Foret

MEMBER FDIC

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



Meat Packer ( C o n t i n u e d )

series of clashes?” he asked. St. Joe’s 
situation looked good to Armour.

Regarding state and local tax rates, 
Mr. Drain said that there is a wide 
variation among sites, depending on 
how badly the state or town wants a 
new industry. “In considering a loca
tion, we don’t ask for any special tax 
favors, but as a low-profit-margin busi
ness, we must take care that tax rates 
don’t wipe out all chances for earn
ings,” he said.

Another consideration is housing, 
schools and recreational facilities—also 
living costs. “In the case of St. Joseph, 
the housing is adequate, there are good 
elementary and secondary schools, plus 
a new college, and there are cultural 
opportunities,” lie said. “Consequently, 
these were big factors in deciding to 
build the new plant here.”

Other considerations include the at
titudes of local officials and the general 
public. Sometimes they just don’t want 
an industry such as slaughtering in 
their midst. There isn’t much point in 
building in a location where you’re not 
wanted, he said.

Also on the list of considerations are 
the following: engineering and con

struction problems—involving good
basic subsoil and drainage; how much 
land is available and at what costs; 
construction costs; the cost of running 
the complete plant; and return on in
vestment.

Mr. Drain concluded by saying that 
Armour & Co. believes it made the best 
choice in selecting St. Joseph for its 
new plant. This view is bolstered by 
the fact that two of Armour’s compet
itors are building plants adjacent to St. 
Joseph.

Mr. Drain’s talk was followed by a 
panel discussion, featuring officials of 
stockyard-related firms. * *

Two Senior Vice Presidents 
Named at Talcott

Vincent T. Dunning and Joseph C. 
Niewierowski have been elected senior 
vice president and vice president, re
spectively, of James Talcott Factors, 
factoring division of James Talcott, Inc., 
New York. Mr. Dunning is manager of 
the West Coast factoring division and 
Mr. Niewierowski is operations manager 
in the New York office.

Donald J. Smith has joined Talcott 
National Corp. as vice president and 
director of employee relations. Mr. 
Smith will be responsible for the direc
tion of personnel policies and practices 
for all subsidiaries.

■ W. EDWARD CARTER has been 
named assistant vice president of Amer- 
can Rank, Shreveport. He will manage 
the bank’s downtown branch.

Campus Refreshments

Students arriving at college campuses in Nash
ville this fall found a new type of hospitality 
awaiting them—free popcorn and soft drinks, 
courtesy of First American National. Bank per
sonnel provided students with literature on 
the bank's services and its Young Nashvillians 
Club. At far left is Andrew Holt Jr., manage
ment trainee. Distaff members of bank's mar
keting department in trailer are Miss Alice 
Moore and Miss Bette Whitaker.

Magic? 
No, it’s

pic
c h e le

John Q. Public 
Jane Q. Public 
710 W. Texas 

Anytown, U.S.A. 00000  
099-9999

Pa y  t o  t h e
O R D E R  OF

. D O L L A R S

Increase your new account activity and please your 
present customers with Pic Chek, “the ultimate in 
personalized checking”. Imprinted photographs make 
check cashing easier for your customers and for 
merchants. Be the first in your market (county or 
state) to offer this exciting new program.
Just call Gerry Bradfield at (316) 263-9191, collect.

plC d|cl^  Corporation 
Dept. MC2 P.O. Box 634 
Wichita, Kansas 67201

Mr. Gerry Bradfield, Vice President
Pic Chek Corporation,Dept MCI Box 634, Wichita, Kansas 67201 
Please send me additional information on Pic Chek.

Name__________________________________________________

Title--------------------------------------------------------------------------------------

Bank___________________________________________________

Address___________________________Phone--------------------------

City_______________________ State____________Zip__________

88 MID-CONTINENT BANKER for October, 1972

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



Use our people, facilities and resources to offer more 
and better service to your customers. Everything from

t ?  a complete BankAmerlcard pro
gram to sophisticated computer 
analysis of a multitude of bank- 

L & *  * 'jfe te »  ing operations. Frank Barker 
has all the details about our fast, 

profitable, personal service to correspondent banks. 
Call him at (606} 255-2312.

FIRSTSSBl
SEC U R ITY

NATIONAL BANK & TRUST COMPANY
167 W. Main ®

Lexington, Kentucky 40501

^n ° u g h  t o  b en d
MEMBER FDIC
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PHILIP
GUGEL:
Fl RSTB4 NIK’S mu OF
THE WORLD.
If you’re Phil Gugel, vice president in 
charge of First National’s International 
Division, you may find yourself traveling 
around the world several times in the 
course of one day. Without leaving your 
office.

Phil might just as easily be exchanging 
dollars for pesos one minute, and be on 
the phone the next with a customer who 
needs a letter of credit through a bank in 
Tokyo. Later, he might talk to his New 
York correspondent to arrange for a loan 
for a Kentucky corporation’s subsidiary 
in Brazil.

It’s all part of a busy day’s work for 
Phil. He’s ready, willing and able to work 
for you, too, on a personal or a corporate 
level. You’ll find him more than well- 
qualified. Phil lived in Europe for many 
years and has established working 
relationships with most of the leading 
banks active in international financial 
markets.

If you have any business or interest 
anywhere in the world that calls for 
financial help, see Phil Gugel in our 
International Division. He’s one of the 
reasons we’re

Firstbank
with you all the way

F irs t N a tio n a l B a n k  o f L o u isv ille  •  M e m b e r  FD IC  
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Kentucky Meets at French Lick; 
John Williams Named President

By RALPH B. COX 

Editor & Publisher

KENTUCKY bankers held their an
nual convention in French Lick, 

Ind., last month, bypassing their tra
ditional site of Louisville where various 
new convention facilities are nearing 
completion. The Kentucky Bankers As
sociation expects to return its meeting 
to Louisville in 1973.

The resort setting of French Lick, 
nonetheless, was a welcome one for 
KBA golfers, and Hoosier hospitality 
was superb.

Business sessions were streamlined 
this year, but in any case they were 
filled with lively topics, headlined by 
excellent speakers and marshaled along 
in punctual fashion by KBA President 
Howard Gosney, president of West 
Side Savings Bank of Newport.

NATIONAL ANTHEM led off the opening session 
of the 1972 KBA convention. It was sung by 
Miss Kentucky, foreground. In immediate back
ground is Wathen G. Claycomb, pres., Lincoln 
Nat'l, Hodgenville, ch. of resolutions committee.

John L. Williams Jr., president of 
the Farmers Bank of Princeton, suc
ceeded Mr. Gosney as KBA president 
at the close of the convention. Officers 
are pictured at the top of this page and 
a listing of official elections appears on 
page 92.

In a printed report to KBA members, 
retiring KBA President Gosney compli
mented the association for its efforts 
in raising $90,000 to be contributed to 
“Trooper Island,” underprivileged boys’ 
camp founded by Kentucky State Po
lice. This project, he told KBA mem
bers, is one “that deserves your con
tinued support.”

A large measure of the credit for 
KBA support of this project, incidental-

NEW KBA OFFICERS—President John L. Williams Jr. (I.), pres., Farmers Bank, Princeton; 
President-Elect Fred B. Oney, pres., 1st Nat'l, Carrollton; Treasurer Ben Hardin, pres. & 
cash., Bank of Marrowbone; and Executive Committee Members L. S. Norman, pres., 
Covington Trust, and Vernon J. Cole, pres., Guaranty Deposit, Cumberland.

ly, can be attributed to Ralph Fontaine, 
who retired as executive vice presi
dent of the association in mid-1972. It 
was one of the many innovations in 
association activities created by Mr. 
Fontaine during his 35 years of service 
with the KBA. When he joined the 
KBA as secretary in June, 1937, he was 
the “junior” executive of state banking 
associations. At the time of his retire
ment in April, 1972, he was the “sen
ior” executive in banking associations 
throughout the United States.

In a special convention resolution, 
Kentucky bankers paid tribute to Mr. 
Fontaine and to his wife Evelyn for 
their “35 years of distinguished service 
and dedication to the banking industry 
of Kentucky.”

He continues in a consulting capacity 
with the KBA, with Willis G. Moremen 
now serving as executive vice presi
dent.

Mr. Gosney reported to members on 
the various studies and “position” pa
pers released by the KBA during the 
past year. He called specific attention 
to the value of the association’s li
brary, as a continued source of infor
mation for those enrolled in formal 
banking school programs and others 
interested in becoming better informed 
about the business of banking.

The KBA’s film library, he reported,

OPENING SESSION was welcomed by Paul N. 
Dinkins (I.), pres, of Indiana Bankers Associ
ation. Also pictured are Mrs. Mary George 
Waite, speaker; Walter W. Major, ch., KBA 
exec, comm., and pres., Lawrenceburg Nat'l; 
and KBA Pres. Howard Gosney.

is being used increasingly by educators 
throughout Kentucky as a means of 
supplementing school programs on 
business and economics. Throughout 
the year, he said, 163 film requests 
were honored from 66 different sources 
in 50 communities. Additional prints 
were added during the year, he re
ported, so that the KBA could continue 
to supply requests from schools, civic 
organizations and its own membership.

In resolutions adopted at the con
vention, Kentucky bankers took a dim 
view of recommendations made by the 
Hunt Commission to modify and change
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New KBA Officers
PRESIDENT—John L. Williams Jr., pres., Farmers 

Bank, Princeton.
PRESIDENT-ELECT-Fred B. Oney, pres.. First 

National, Carrollton.
TREASURER—Ben Hardin, pres. & cash.. Bank of 

Marrowbone.

Executive Committee

Vernon J. Cole, pres., Guaranty Deposit, 
Cumberland.

L. S. Norman, pres., Covington Trust.
Alpha M. Hutchinson, pres., Citizens Bank, 

Morehead.

ABA Officers

Members of Governing Council—(Two years) 
Charles J. Kane, pres., Citizens Fidelity, Louis
ville; (One year) Walter W. Hillenmeyer Jr., 
exec, v.p., First Security National, Lexington.

the structure and regulation of financial 
institutions.

This resolution noted that the Hunt 
Commission recommended the conver
sion of thrift institutions to commercial 
banks, that certain lending and check
ing-account privileges be extended to 
mutual savings banks and savings and 
loan associations, that these same insti
tutions would bear equal taxation only 
after a lengthy transitional period and 
that credit unions would continue to 
enjoy preferential tax treatment. The 
resolution also noted that the Hunt re
port recommended the elimination of 
state laws on branching, thus permit
ting nationwide branching.

The Kentucky resolution expressed 
state banker opinion that these recom
mendations, if enacted, would destroy 
the dual-banking system and that small 
commercial banks would be placed at 
a disadvantage in the financial system. 
Kentucky bankers were adamant: “We 
urge Congress not to enact the Hunt 
Commission recommendations, either in 
whole or in part!”

In a companion resolution regarding 
thrift institutions, Kentucky bankers 
noted that thrift institutions originally 
were chartered to foster thrift and the 
wise use of money. However, as these 
institutions continue to diversify ser
vices in search of increased profit mar
gins, Kentuckians resolved that “it is 
only fair they assume an equal share 
of taxes.”

Another KBA resolution recognized 
that it was in the best interests of the 
banking industry and the nation to en
courage qualified candidates to seek 
congressional offices. This resolution en-

LOWER LEFT—Frank Nichols, sr. v.p., Louisville 
Trust; Henry Durham, pres., and Colby Cow
herd, v.p., Greensburg Deposit Bank; and Jim 
Rowland, pres., 1st Farmers, Owenton. RIGHT— 
Vernon Mothershead, pres., Bank of Mt. Wash
ington; Mrs. Mothershead; and Hobert Sloane, 
v.p.. Citizens Fidelity, Louisville.

. .:
.'V- !: -I; '■ r

«

LEFT—Herbert J. Smith, ABA v.p. for Kentucky, and pres., American Nat'l, Bowling Green; 
Allen P. Stults, ABA president, and ch., American Nat'l, Chicago. CENTER—Sam Sears, ch., and 
Felix Murray, pres.. New Farmers Nat'l, Glasgow; and E. L. Cawood, pres.. Bank of Hardin. 
RIGHT—KBA Treasurer Jane E. Caudill, exec, v.p.. Peoples Bank, Sandy Hook; and Charles Bell 
Jr., pres., Union Bank of Berry.

LEFT—Pat Cvengros, v.p., Citizens Bank, Paducah; Charles J. IKane, pres.; Joe Hamilton, exec, 
v.p.; and Maurice D. S. Johnson, ch., Citizens Fidelity, Louisville. RIGHT—Innes Dobbins, ch., and 
Frank Hower, pres., Liberty Nat'l, Louisville; and John Williams, newly elected KBA pres., and 
pres., Farmers Bank, Princeton.

LEFT—Walter W. Hillenmeyer Jr., exec, v.p.; Mrs. Frank Barker; and Neilan Thurman, sr. v.p., 
all of 1st Security Nat'l, Lexington. RIGHT—Stephen Gaillard, v.p., Manufacturers Hanover, New 
York; Keith Spears, pres.; Mrs. Barr; and John W. Barr III, exec, v.p., 1st Nat'l, Louisville.

LEFT—John K. Jensen, v.p., Continental Bank, Chicago; Susie IKruer, 1st Nat'l, Louisville; George 
Novae, a.v.p.. Continental Bank, Chicago; and Jim McKenzie, v.p., 1st Nat'l, Louisville. CENTER— 
Mrs. Vann Doyle, Louisville Trust; Ray E. Duncan, v.p., Peopes Liberty, Covington; Mrs. Frank 
Nichols, Louisville Trust. RIGHT—Mrs. Wilson; Billy Joe Phelps, exec, v.p., Liberty Nat'l, Louis
ville; and J. T. Wilson, pres., 1st & Farmers, Somerset.
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Are you handling 
your portfolio... 

or is it handling
. 22S yO t| ̂

Joe L. Hamilton 
Executive Vice President 
Correspondent Division

Maximum returns on a 
Portfolio require thoughtful 
evaluation based on readily 
available, up-to-the-moment 

information. Decisions must be 
made swiftly in a changing 

market, often with less 
information available than you’d 

like to have.
Our new Portfolio Analysis 

Management System (PAMS) is 
your answer. PAMS lets you know where 

you stand today, where you’re headed tomor
row, and how well you did yesterday. Let us 
tell you the many ways PAMS can assist you 
with your investment program. You'll see why 
scores of banks throughout our region are 
already benefitting from this vital service. 
Call us collect, Area Code 502/581-2191.

Richard W. Denton
First Vice President & Manager
Bond and Portfolio Department

C itizens! Fidelity Bank&Trust Company
C I T I Z E N S  PLAZA - L O U I S V I L L E ,  KY. • 40201
Wemfoer Federal Reserve System. Federal Deposit Insurance Corporation

Come grow with ust.. under the sign of the Service Tree
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couraged Kentucky bankers to make 
contributions to the BANKPAC organi
zation (Banking Profession Political Ac
tion Committee), which was estab
lished in 1970 for the purpose of help
ing to elect to Congress candidates 
who have shown an interest, under
standing and a concern for the banking 
business and a free economic system.

Another important resolution urged 
Kentucky bankers to increase their ef
forts in making student aid loans. “It 
is the college student of today,” the 
resolution stated, “who will be the 
banker of tomorrow.”

1. How can I draw checks on foreign 
banks in dollars or other foreign 
currency?

2. How can 1 get letters of credit 
issued to guarantee and effect pay
ment for goods I buy from foreign 
countries?

3. How can I increase my sales by 
establishing a credit framework for 
my foreign accounts, and in so 
doing, minimize funds needed to 
finance exports and reduce the risk 
of financing exports?

4. How can 1 transfer dollars to make 
payments in other countries or make 
payments in other currencies?

The resolution also noted that the 
KBA convention a year ago had urged 
Congress to establish a National Stu
dent Loan Marketing Association to 
provide a secondary market for student 
aid loans. Such a bill was passed and 
the Health, Education and Welfare De
partment will guarantee student loans 
through fiscal 1975.

On the economic front, economist 
George W. McKinney Jr., senior vice 
president of Irving Trust, New York, 
had good news for bankers. “We are 
now in the early stages of an economic 
expansion,” he said, “that still has al-

7. What is DISC? How will it reduce 
taxes on profits from selling goods 
to foreign buyers and what are the 
tax advantages in forming one?

8. What are current programs of the 
Export-Import Bank for providing 
credit to finance sales of my products 
to foreign purchasers?

9. What current programs of the 
Foreign Credit Insurance Corpo
ration facilitate sales to foreign 
companies?

10. If I engage in foreign trade, how 
can I protect myself against , ex
propriation, wars, insurrections, 
revolution, and other international 
risks?

TOP—H. Glenn Doran, pres., Peoples Bank, 
Murray; Mrs. Gaines; and Tom Gaines, retired 
v.p., 1st Nat'l, Louisville.

CENTER—Eugene Ronald, exec, v.p., Greensburg 
Deposit Bank; James Krebs, a.v.p., and Vann I. 
Doyle, asst, treas., Louisville Trust Co.

BOTTOM—Joe Dick, ch. & pres., Bank of Murray; 
Phillip Hayes, v.p., Liberty Nat'l, Louisville; and 
Mrs. Dick.

most its full course to run. . . .  It would 
be a mistake,” he advised, “to under
estimate the staying power of this par
ticular economic expansion,” which he 
believes actually got underway toward 
the close of 1971.

He observed that more than three 
million jobs had been filled in the past 
year (a 4% increase). Yet unemploy
ment has declined only slightly because 
some three million new workers have 
come into the labor force.

Business inventories are at a low 
point and as confidence returns to all 
lines of business, he said, expansion in 
both production and job opportunities 
undoubtedly will increase.

The point of greatest vulnerability, 
he cautioned, is the federal budget. 
“Unless the Administration is able to 
wangle from Congress a firm ceiling 
on overall federal spending, or unless 
taxes are increased substantially or new 
taxes imposed, the prospective federal 
deficit in 1973 would rapidly create un
bearable economic tensions (inflation!),” 
according to Mr. McKinney.

In this environment, he said, an up
ward drift in interest rates is inevitable. 
The recent run-up in interest rates, he 
said, is unwarranted but nevertheless 

(Continued on page 132)

5. How can I convert dollars to other n .  Where can I get information on
currencies or other currencies to business conditions, opportunities, 
dollars? and credit risks in other countries?

6. What government programs are 12. What are the benefits of carrying 
available to provide credit for stimu- the Travelers Letter of Credit when 
lating exports to other countries? I make trips abroad?

For answers to these and other questions about 
international banking, just call Albert Schnell or Walter Beale 

at the International Department of

Louisville Trust Bank
THE RIGHT BANK

(502) 589-5440 • One Riverfront Plaza • Louisville, Kentucky 40202
Member; Federal Deposit Insurance Corporation • Member:.Federal Reserve System
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No question on
world-wide banking is foreign to 

Louisv ille Trust Bank
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Gov. Lauds Bankers Progress; Calls for More

KE N T U C K Y  G o v ern o r W en d ell 
Ford, in his address to the KB A 

convention, stressed the need for bankers 
to increase their involvement in student 
loans and such projects as Trooper 
Island. He urged bankers to maintain 
their status as community leaders and 
innovators.

He praised bankers for supporting 
nearly 88% of all the student loans 
made in Kentucky, citing this service as 
an example of how banks are reaching 
out to serve Kentuckians.

“A particularly interesting aspect of 
the student loan program in Kentucky 
is that most of the loans are going to 
students from low-income families,” he 
said. “This shows your confidence in 
what the opportunity of a college edu
cation can do for our less-fortunate 
young people,” he continued.

The governor further lauded bankers 
granting student loans by stating that 
the practice is a sign that bankers have 
confidence in young people. This is 
especially significant, he said, in the 
light that it is impossible to repossess 
a college education. Since 1966, nearly 
$36 million has gone through banks in 
Kentucky to support college student 
loans.

“I believe strongly in the student 
loan program,” he said. “The Higher 
Education Assistance Authority now 
has a full-time representative whose 
primary emphasis is student aid and 
the coordination with all institutions of 
higher learning on student loans and 
scholarships.”

He urged bankers to collectively in
crease their participation in student 
funding and said his administration is 
trying to ease the burden that bankers 
must take on to grant this type of loan. 
He indicated that attempts would be 
made to eliminate the administrative 
costs in making loans and in collections.

“You are educating countless Ken
tuckians. The results of your invest
ments emerge slowly, but in time you 
not only strengthen those who benefit 
d ire c t ly , you en h a n ce  th e  fu tu re  
strength of your state, community and 
your institutions,” he said.

Praise was given the bankers for 
their support of Trooper Island, an un
derprivileged boys’ camp founded by 
the Kentucky State Police.

“The contributions you make to 
Trooper Island are particularly signifi
cant because of the young men who go 
to the island,” the governor said. “It 
is a national as well as a state fact that 
many serious crimes are committed by

K E N T U C K Y 'S  G O V E R N O R  W e n d e ll H. Ford  (I.) 
w a s  p re sen ted  w ith  one  o f the R a y  H a rm  
p a in t in g s  f o l lo w in g  h is  t a lk  to the K B A .  M a k in g  
the p re se n ta t io n  w a s  K B A  P re s id en t H o w a rd  
G o sn e y . The p a in t in g  rep rod uc tion , entitled 
"T h e  G re a t  H o rn e d  O w l, "  is  the  one  u sed  b y  
K e n tu cky  b a n k e rs  in ra is in g  som e  $ 90 ,0 0 0  fo r  
"T ro o p e r  I s la n d , "  a n  u n d e rp r iv ile g e d  b o y s ' 
cam p  fo u n d e d  b y  the K e n tu cky  State  Police.

those under 18. The young men who 
have been influenced by this worthwhile 
project are put on the road of good 
citizenship. This is a positive gesture

beyond value,” he said.
Governor Ford said that anyone who 

believes banks don’t hold the key to 
community development is mistaken. 
He said that the aggressiveness of banks 
is directly proportional to the growth 
of their communities.

He asked:
• Where does the new industrial 

foundation get its first boost?
• Where do you find an unusually 

high ratio of volunteers in community
service?

• Where do young families, who 
can offer so much as good citizens, 
find financial support?

• Who gets the new doctor started in 
practice, the enterprising young busi
nessman underway or enables the 
farmer to have what he needs now and 
pay for it when the crops come in?

• Who is visited first by groups 
seeking donations for civic projects?

• When disaster strikes, where do 
the unfortunate turn?

• And who gives out more advice,
(Continued on page 132)

department...with ample experience 
in proof and transit services. His 
talents extend in so many directions 
that he qualifies as our "economy- 
size" expert in correspondent services!

Ham ilton
OF KNOXVILLE MEMBER F.D.I.C.

Our new addition is 
Jack Ammons...a man with 
broad experience in a wide 
range of banking services.
His expansive background 
has spread out from heading 
up a computer operation to 
running our bookkeeping

We've just * 
made a broa0 
new addition.

THE HAMILTON NATIONAL BANK* KNOXVILLE,TENN.
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N ew  Sr. VP H ead s  List 
O f R ecent Promotions  
A t  C o n tin en ta l III. N a t'l

CHICAGO—Donald H. Myers was 
elected senior vice president in the 

commercial bank
ing department of 
Continental Illinois 
National.

Mr. Myers is of
ficer in charge of 
commercial groups 
serving corporate 
customers in  a l l  
states other than 
the i m m e d i a t e  
Midwest area. He 
was elected vice 

president in 1968 and headed the 
bank’s New York commercial banking 
office from 1969 until returning to the 
national groups in Chicago in 1970.

With the bank since 1958, Mr. Myers 
was appointed assistant cashier in 1963 
and second vice president in 1966.

Newly elected vice presidents at the 
bank are: William A. Matson and
Charles A. Urick, bond department; 
Edward J. Rosewell, commercial bank
ing department; Charles F. Davis Jr., 
international banking department; Rod
ney R. Confer and Gerald M. Czar- 
necki, operating department; Frank W. 
Flewelling, real estate department; and 
Norbert J. Biderman and George O. 
Hinners, trust department.

Named second vice presidents were: 
James M. Voss, commercial banking 
department; Robert T. Fasic, Raymond 
P. Harris Jr. and Andrew M. Jakes Jr., 
trust department; and Louis H. Mertes 
and Michael J. Pasiecki, operating de
partment.

New commercial banking officers 
are George M. Bigg, Ronald V. Greer, 
Robert C. Griffin, Melvin A. Marini, 
Richard A. Mayer and Ford G. Pear
son. Elected international banking of
ficers were Donn S. Smith, John S. 
Thielbahr, Charles B. Truett and 
Thomas A. Valunas Jr.

Lewis G. Kern Jr. was elected a trust 
officer and Stanley R. Butcher was 
named an operations officer.

In other action, William G. Karnes, 
chairman and chief executive officer 
of Beatrice Foods Co., was elected a 
director of the bank and of its parent 
company, Continental Illinois Corp.

96

Bank Completes Facility Building

First N a t io n a l,  Be lleville , recently com p le ted  its 
n e w  b a n k in g  fac ility  b u i ld in g  a t Scott A ir  
Force Base . The 2 ,0 0 0 -sq u a re -fo o t  structure  h a s  
five  teller sta tion s, tw o  d r ive - in  w in d o w s  a n d  
sa fe  d e p o s it  b oxe s.

■ BELLEV ILLE NATIONAL has 
elected Robert H. Christiansen and Al
fred E. Schilling assistant cashiers. Mr. 
Christiansen is in new accounts and 
Mr. Schilling is manager of the bank’s 
motor facility.

■ BRIAN R. McGREGOR was pro
moted from assistant cashier to assistant 
vice president of Bank of Hillside. He 
is manager of the installment loan de
partment.

■ RICHARD D. KIRCHBERG joined 
National Boulevard Bank of Chicago 
as assistant vice president in the real 
estate department.

■ MICHIGAN AVENUE NATIONAL, 
Chicago, has announced several recent 
promotions. William E. Kotars was 
elected cashier and Eugene W. Monroe 
was named assistant vice president and 
trust officer. Named assistant cashiers 
were Rolene S. McCormick, James W. 
Carleton and John J. Jardine.

■ OAK PARK TRUST has elected 
Gerald R. Marshall assistant vice pres
ident and head of the consumer loan 
department. Mr. Marshall has 10 years’ 
experience in the investment and loan 
fields.

■ FIR ST NATIONAL, Belleville, has 
appointed Mrs. Patricia W. Bartsokas 
coordinator of marketing and public re
lations.

■ FIRST NATIONAL, Evanston, ap
pointed Donald W. Bruechert vice 
president and investment officer. For
merly, Mr. Bruechert was a senior as
sociate with Sanderhoff & Associates 
and was a senior investment advisor 
with Continental Illinois National, Chi
cago.

W agem an Is Head of Loan Div.
At First National, Chicago

CHICAGO—Thomas J. Wageman, 
vice president, First National, has been 
appointed h e a d  
of loan division D.
Previously, he was 
head of corporate 
planning and ad
ministrative assist
ant to the chair
man.

Mr. W agem an 
joined the bank in 
1962 and was as
signed to the oper
ations division. He 
was elected an officer in 1965 and 
transferred to business services, where 
he was promoted to assistant vice pres
ident in 1966. In 1969, he was assigned 
to loan division D and was promoted to 
vice president.

In other action, First National di
rectors authorized transfer of $25 mil
lion from undivided profits to surplus, 
increasing surplus to $379 million. The 
bank’s total capitalization is now $580 
million.

Interior Remodeling Underway  
At State Bank of Collinsville

COLLINSVILLE—State Bank has 
begun extensive remodeling of the in
terior of its building.

Plans call for a more spacious first 
floor with an expanded customer service 
area. The present marble semi-circular 
teller stations will be replaced with 
new stations faced with oak paneling 
and arranged in a straight line.

The remodeling will feature wall-to- 
wall carpeting in the main lobby and 
customer service areas, luminous ceiling 
panels and vinyl-covered walls in warm 
colors. The personal, commercial and 
real estate loan departments will be 
expanded with semi-private offices.

Completion of the remodeling project 
is expected in December.

■ FRANK H. MYNARD has been 
named a vice president of Michigan 
Avenue National, Chicago. Before join
ing the bank, he served as vice presi
dent and division head at Central Na
tional, Chicago.

■ ANTHONY M. ORZADA has been 
named vice president and cashier of 
University National, Chicago. James B. 
Stoner, formerly cashier, was elected 
vice president and head of the credit 
department.

■ PAUL BEYREUTHER was elected 
assistant vice president and trust in
vestment officer of Amalgamated Trust, 
Chicago. He had been with First Na
tional of Chicago.
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Indiana Independent Bankers Form Organization 

To Combat 1973 Holding Company Legislation

Th e  i n d e p e n d e n t  b a n k e r s
Association of Indiana has estab

lished a formal organization to fight 
anticipated 1973 legislative attempts to 
introduce multibank holding companies 
or to liberalize the branching law in the 
state. The IBAI expects to hire a per
manent lobbyist and set up offices either 
in Indianapolis or Muncie.

Recently elected IBAI President 
Robert R. Park, senior vice president, 
Merchants National, Muncie, said the 
organization is hopeful of enlisting the 
support of 150 Indiana banks. He em
phasized that the creation of the Indiana 
group is not an attempt “to split up or 
break away from the Indiana Bankers 
Association,” which has remained gen
erally neutral on structural matters.

It is, however, according to Mr. Park, 
a move to counter the formation a year 
ago of the League for Economic De
velopment, an organization of about 60 
banks which seeks to repeal the state’s 
15-year ban on multibank holding com
panies.

The League for Economic Develop
ment, which consists of most of the 
large Indianapolis banks, has said it in
tends to introduce holding company 
legislation during the 1973 legislative 
term starting in January.

Mr. Park said the fact the League 
has been building a strong organization 
in recent months has prompted inde
pendent bankers to form a group to 
“represent independent banking to the 
legislature, to the press and to the pub
lic.”

Until now, independent bankers in 
the state have been organized in a 
loose committee federation led by Wil
liam P. Givens, president, Merchants 
National, Muncie, and Indiana director 
for the Independent Bankers Associa
tion of America.

Goals of the IBAI, Mr. Park ex
plained, will be to “promote the ad
vancement of personnel in independent 
banking and to oppose monopolistic and 
multiple-banking practices which seem 
to be detrimental to the public inter
est.”

Other officers of the IBAI include: 
vice presidents, Philip H. Willkie, 
president, Rushville National, and Ron
ald G. Seals, president, Edinburg State; 
secretary, Ralph W. Tilley, president, 
Vevay Deposit Bank; and treasurer, 
Thomas E. Conner, executive vice presi
dent, American State, Ligonier.

In addition to the five officers, the 
IBAI has elected a 23-member board, 
consisting of two representatives from 
each of the nine banking districts in the 
state.

Mr. Willkie, IBAI vice president, is 
well known in Indiana politics and is 
the son of Wendell Willkie, 1940 Re
publican presidential nominee. He has 
begun a series of speeches around the 
state to win legislative and public sup
port for the independents’ campaign.

Mr. Willkie, who says he has put to
gether a labor-farm coalition to lobby 
against changes in Indiana banking 
structure, has charged that large In
dianapolis banks are making an eco

nomic power grab. Eventually, he con
tends, the large banks, if they are suc
cessful, will attempt to control the legis
lature and the governor’s office.

The League for Economic Develop
ment has branded Mr. Willkie’s charges 
as totally unfounded and claims he has 
misstated the facts about branching 
and holding companies.

In a speech given recently before 
the Indianapolis Kiwanis Club, Mr. 
Willkie said Indianapolis banks seek 
multibank holding companies not to 
provide improved service for the public 
“but so they can compete in the money 
markets on Wall Street.” He said large 
Indianapolis banks already are under
capitalized and, therefore, permitting 
them to form multibank firms will only 
dilute their capital positions. * *

New  Acquisition Planned
By Merchants Nat'l Corp.

IN D IA N A P O L IS —Merchants Na
tional Corp., one-bank holding company 
of Merchants National Bank, has an
nounced the proposed acquisition of 
Circle Leasing Corp.

Circle Leasing would continue to op
erate with all present personnel as a 
wholly owned subsidiary of the holding 
company. The Indiana-based firm was 
founded in 1957 and has offices in In
dianapolis and Louisville. During its 15 
years of leasing, the company has be
come one of the 15 largest independent 
leasing firms in the U. S.

The acquisition is subject to Fed ap
proval, as well as approval of Circle 
Leasing Corp. shareholders.

■ ARTHUR H. M cELW EE was pro
moted from senior vice president to 
executive vice president of St. Joseph 
Bank, South Bend. He heads the 
bank’s lending operation. Charles H. 
Beutter has retired as vice president 
and trust officer of the bank, after al
most 42 years of service. He will con
tinue on a consulting basis.

■ FIR ST BANK, South Bend, has 
elected Mrs. MaryLou Mitchell opera
tions manager for the Roseland Office. 
In other action, George F. Horn, as
sistant vice president and manager of 
the Ewing Office, recently received a 
25-year service pin from the bank.

■ RALPH E. JACKSON was named 
assistant vice president in charge of 
farm management at Lafayette Na
tional. He came to the bank after sev
en years with the trust department of 
First Trust, Kankakee, 111., where he 
was an assistant trust officer and farm 
manager.

■ R. CODY MEADOWS has joined 
Peoples Trust, Fort Wayne, as assistant 
vice president and personnel director. 
He had been personnel director of In
diana Bank, Fort Wayne.

( In the heart of downtown ^
KANSAS CITY, M
125 comfortable inn-town rooms with all 
appointments at most reasonable rates...
$10 to $15 single or double occupancy • 

PARKING.

HOME OF THE FAMOUS 

Fine Food since 1920 
Supper dancing nightly

'NEW YORKERlNN
1114 Baltimore, K.C., Mo. 64105 

Tele: 816/842-9711 Oliver Goodman, Manager
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THE MODULAR BANK...
Without the modular look!

A NEW CONCEPT that gives you completely customized 
design with all the benefits of modular construction . .. 
better quality, lower cost, significant savings in time and 
trouble . . . And with clear spans up to 40 feet!

The system of tomorrow  —  Available Now!
If you ever plan to construct another bank building, you’ll 
want to know about the exclusive new Bavis System . . .  a 
“ breakthrough” that makes conventional bank construc
tion obsolete. For full information, write or phone TODAY.

BA V IS

E. F. BAVIS 
& ASSOCIATES, 
INCORPORATED
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First Nat'l Holds Tennis Classic

S T A N L E Y

Meurer and Stanley Promoted 
At Citizens Fidelity Bank

LO U ISVILLE—Citizens Fidelity has 
promoted Robert F. Meurer to vice 
president in the personnel department 
and Craig W. Stanley to assistant vice 
president in the correspondent bank 
division.

Other new promotions included: 
Michael J. Walz, assistant vice presi
dent; Eva F. Schwartz, operations of
ficer; John Kopple, assistant cashier; 
Robert H. Berry Jr. and John R. Som
mer, assistant trust officers; Robert D. 
Kidder and Patricia C. McFadden, as
sistant corporate trust officers;

Richard C. Milne, trust investment 
officer; J. Russell Ogden and Carol Ann 
Cox, assistant trust investment officers; 
and Phoebe Nicholson and Jo Ann 
Hauntz, assistant trust operations of
ficers.

In other action, the bank transferred 
$10 million from undivided profits to 
capital, increasing capital to $20 mil
lion. In addition, the bank has an
nounced that its common stock now 
will be quoted on NASDAQ, the com
puterized system used by the National 
Association of Securities Dealers to 
trade in over-the-counter securities.

Planters Bank Begins New  Service 
For Customers Aged  18-35

H O P K IN S V IL L E —Planters Bank 
has announced a new service for cus
tomers in the 18-35 age group called 

the PB Club. “Happy Young Kentuck
ians” is the theme of the club, which 
features 10 special services, seminars 
and trips.

A PB Club representative is available 
at each of the bank’s branches to per

sonally serve club members, according 
to Roy W. Campbell, assistant vice 
president and manager of the club. He 
added that specially designed checks 
add to the uniqueness of the program.

Kentucky Death

S. SCOTT McCLAIN, president and di
rector, Peoples Bank, Taylorsville.

A tte n d in g  a reception  in L o u isv ille  h o n o r in g  
First N a t io n a l Tenn is C la s s ic  p ro s  are: (from  I.) 
M rs. Jo h n  N a sh ;  A r th u r  A sh e ,  w o r ld  c h a m p io n 
sh ip  te n n is  p ro ; M r. N a sh ,  exec, v.p., Irw in  
U n ion , C o lu m b u s, Ind.; a n d  H e rbe rt M . R ich 
a rd so n , v.p., First N a t io n a l,  Lou isv ille . First 
N a t io n a l s p o n so r s  the a n n u a l to u rn am e n t  f e a 
tu r in g  32 o f the w o r ld 's  fop  p ro s  in a $ 50 ,000  
event. M r. A sh e  w a s  the w in n e r  in both  
s in g le s  a n d  d o u b le s  com pe tit ion  a t  the th ird  
a n n u a l c la ssic  th is  yea r.

■ LAWRENCE B. HAM MET, presi
dent of a contracting company, has 
been elected a director of Paducah 
Bank. He replaces Lester B. Woolfen- 
den, who resigned as an active director 
to become an advisory director.

■ JAMES Q. TROUTMAN has been 
promoted from trust officer to vice 
president and trust officer at Louisville 
Trust.

B. W .  Slayden Dies a t 4 6 ; 
C o rresp o n d en t Div. H e a d
NASHVILLE— Barney W. Slayden, 

46, vice president and head of the corre
spondent bank di- 
v i s i o n  at First 
American National, 
died recently of a 
heart attack.

Mr. S l a y d e n  
joined the bank in 
1948 and was in 
the f i n a n c e  de
partment until be
ing transferred to 
the correspondent 
bank division in 
1953. He was named an assistant cash
ier in 1955, assistant vice president in 
1957 and vice president in 1962. He 
was named head of the division in Sep
tember, 1971.

Mr. Slayden held an LL.B. degree 
from the Andrew Jackson University 
Law School and was a graduate of the 
School of Banking of the South at 
Louisiana State University, Baton 
Rouge.

S L A Y D E N

■ HARRY M. DAUGHERTY JR., 
president of General Oils, Inc., has 
been elected a director of United Bank 
of Chattanooga.

W right to Head Advisory Board 
O f Business Resource Center

CHATTANOOGA—John P. Wright, 
president, American National, has been 
named chairman of the advisory board 
to the Business Resource Center of the 
Chattanooga Chamber Foundation.

The purpose of the BRC is to pro
mote increased investment and private 
sector participation in minority business 
development. One of its functions is to 
communicate the needs of minority 
businesses and the direct benefits of in
creased financial relationships with 
these businesses.

The BRC also seeks to unite bankers, 
accountants and lawyers in assisting in 
the organization of minority businesses 
and to help insure their success once 
they are organized.

■ ERN EST SMALLMAN III has 
joined City Bank, McMinnville, as an 
assistant vice president. Mrs. Glyna 
Lee, with the bank seven years, was 
promoted to loan officer and head of 
the installment loan department.

New Appointments Announced 
At Hamilton National Bank

CHATTANOOGA—William Parker 
has been named advertising and public 
relations manager 
of Hamilton Na
tional. He formerly 
was vice president 
and treasurer of a 
Chattanooga adver
tising agency.

In other action, 
the bank has an
nounced formation 
o f a n investment 
management divi
sion, w h i c h  will 
provide services to the trust division and 
will offer newly designed investment 
counseling services to individual clients.

W. A. Bryan Patten was named vice 
president and investment management 
officer to head the division and James 
G. Tatum was elected investment man
agement officer. Both had been in the 
trust division.

H. Grady Tate Jr. has joined Hamil
ton National as director of the data 
processing department. He had been 
vice president and department head of 
systems research for First Union Na
tional of North Carolina.

P A R K E R
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In a city
known for its music, 

Sonny Johnson 
is known as a listener.

MEMBER F.D.I.C. THIRD NATIONAL BANK“ V1LLE

Sonny Johnson, of the Third’s Corres- for bordering states, you may dial direct 
pon d en t Banking  D ivision , know s that on W A T S 1 -8 0 0 -2 5 1 -8 5 1 6 . So ta lk  to 
being a good listener is the only way to Sonny Johnson or another of our good 
arrive at a complete understanding of your listeners. You’ll find your bank and Third 
correspondent banking needs. Call us on N atio n al can  m ake b ea u tifu l m usic 
Tennessee W ATS Line 1-800-342-8360 and together.
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Want this 
Experienced 
Banker and over 
500 others working 
for you throughout 
Alabama?

Call Area Code 205

2 6 2 - 5 7 1 1
and ask for 
Carroll E. Russell
Assistant Computer 
Services Officer

First National Bank 
o f M ontgomery
Montgomery, Alabama 

205 262-5711 
Your Capital City 

Correspondent

Member FDIC

New Promotions Announced 
By Birm ingham  Trust Nat'l

BIRMINGHAM—Birmingham Trust 
National has announced a list of new 
promotions headed by C. R. Spivey Jr. 
and W. Ralph Cook, newly elected 
executive vice presidents.

SPIVEY BARNARD CO O K

Mr. Spivey heads the new business
marketing division and has been with 
the bank sice 1957. Mr. Cook, com
mercial loan department, joined the 
bank in 1960.

HAND PHILLIPS SANDLIN

Named senior vice presidents were: 
Archie Hand, director of data process
ing; Aubrey D. Barnard, comptroller; 
M. L. Phillips, head of the Bank for 
Savings Office; and Ollie Sandlin, 
branch administration.

Miss Sally T. Johnson, head of the 
items processing department, and Haas 
Strother, head of the credit department, 
were appointed vice presidents. Elected 
an assistant cashier was Perry Relfe, 
comptroller division.

n FIR ST W ESTERN, Bessemer, has 
elected Leroy J. Pittman III cashier. 
He joined the bank in June as assistant 
vice president-administration. Elected 
assistant cashiers and branch managers 
were Gary Howard, Hueytown Office, 
and James R. Harris, Westlake Office.

■ FIR ST NATIONAL, Birmingham, 
has elected Prince DeBardeleben Jr. a 
director. He is president and chief ex
ecutive officer of Steward Machine Co., 
Inc. Mr. DeBardeleben had been serv
ing on the bank’s branch advisory board.

Lyle M arks 50th Anniversary  
With Merchants Nat'l, Mobile

M OBILE—Joh n  
F. Lyle, senior vice 
president, recently 
marked his 50th an
n i v e r s a r y  with 
Merchants Nation
al.

Mr. Lyle joined 
the bank as a run
ner in 1922, was 
n a m e d  assistant 
c a s h i e r  in 1941 
and assistant vice 
president in 1942. He was promoted 
to vice president in 1948 and senior- 
vice president in 1966. During most 
of his years with the bank, he has 
handled commercial loans.

Central Bank of Birm ingham  
Elects Two New  Officers

BIRMINGHAM—Central Bank has 
elected two new officers in the market
ing division. James M. Tingle was ap
pointed assistant correspondent loan of
ficer and John F. Whatley was named 
metropolitan representative in the busi
ness development department.

Mr. Tingle joined the bank in 1970. 
Mr. Whatley began his career with 
First National, Mobile, in 1969 as an 
international officer and joined Central 
Bank last August.

■ GERALD L. BUSBY, assistant vice 
president and head of the marketing 
department, First National, Tuscaloosa, 
has been promoted to vice president. 
He joined the bank in 1967 and served 
as a branch manager before being 
named head of the marketing depart
ment.

■ FRANK A. PLUMMER, chairman, 
First National, Montgomery, was 
elected a director of the Maytag Co. of 
Newton, Iowa. Mr. Plummer also is 
chairman and president of First Ala
bama Baneshares, Inc., First National’s 
parent company.

■ BEN F. HARRISON, president, 
United States Pipe & Foundry Co., has 
been elected a director of Central & 
State National Corp. of Alabama, par
ent company of Central Bank, Birming
ham, and State National, Decatur.

A labam a Death

J. E. HUMPHREY, chairman, Hender
son National, Huntsville, He had 
been with the bank 54 years.
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The Mae sisters have a good thing going.
Meet Fanny Mae, Ginny Mae and Sally 
Mae, the Mortgage Association sisters. 
Three sensational Wall Street swingers. 
With a tantalizing freedom in interest 
rate and yield. Not everybody has the 
goods on Fanny and her sisters. But the 
boys in the Bond Department at

Birmingham's First National are licensed 
to deal in big time bonds like these. If 
you'd like to develop an interest in 
Fanny, Ginny or Sally, call 328-5120 
ext. 593 and find out everything you 
always wanted to know about the Mae 
sisters. But were maybe afraid to ask.

Bond Department

The First National Bank of Birmingham
Member FDIC
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■ MRS. MATTYE C. RUTH, assist
ant cashier, has been named assistant 
manager of the Bruce Office of Rank 
of Mississippi, Tupelo.

■ A. J. ALEXANDER has resigned 
as president and director of Perry 
County Bank, New Augusta. N. D. 
Matthews, former cashier, has been 
elected executive vice president and 
cashier. He has been with the bank 11 
years.

■ CITIZENS BANK, Philadelphia, 
promoted Danny Hicks to assistant 
cashier. Mr. Hicks, who joined the 
bank last year, is in charge of the new 
IBM computer system.

■ FRED  L. CAVER was elected a 
vice president of First Mississippi Na
tional, Hattiesburg. He had been a vice 
president at First National, Mobile.

■ CALHOUN COUNTY BANK, Cal
houn City, branch of Grenada Bank, 
has promoted Mrs. Yvonne E. Vance to 
assistant cashier. She has been asso
ciated with the bank since 1964.

■ MRS. BETTY BRELAND was 
elected an administrative assistant of 
Bank of Mississippi, Tupelo.

■ GULF NATIONAL, Gulfport, has 
elected Walter H. Winkeljohn assistant 
auditor.

■ FIR ST NATIONAL, Vicksburg, re
cently made the following promotions: 
John Black Jr., auditor; Joseph L. Ma
gee, operations officer; and Travis W. 
Vance, branch officer, Cherry Street 
Branch.

■ RONNIE E. RANEY has been 
elected president and a director of 
Tallahatchie County Bank, Charleston. 
Ned R. Rice, former president, is now 
chairman. Mr. Raney had been vice 
president and manager of the Philadel
phia Branch of Peoples Bank of Missis
sippi, Union.

■ MIKE JONES has joined Bank of 
Winona as assistant cashier. He had 
been assistant manager of the Coffee- 
ville Office of Bank of Water Valley.

■ DAVID SINCLAIR has been elected 
an assistant cashier of Bank of Quitman. 
He joined the bank last January.

■ APPROVAL has been granted to 
Pascagoula-Moss Point Bank, Pasca
goula, to build a new branch office in 
Escatawpa.

■ FIRST CITIZENS NATIONAL,
Tupelo, has appointed David H. Guy
ton Jr. vice president and loan officer. 
Mr. Guyton comes to the bank from 
Citizens National, Meridian, where he 
was a vice president. He had been 
with the bank since 1965.

■ BANK OF M ISSISSIPPI, Tupelo, 
has named L. E. Bean manager of its 
Gloster Street Office. Charles Barber 
was elected assistant manager.

■ YANDELL WIDEMAN has been 
elected chairman in addition to his 
title as president of Citizens National, 
Jackson. He succeeds William M. 
McKell, who has retired as chairman 
but will remain on the board as an 
advisory director. Mr. Wideman joined 
the bank in 1967.

M ississippi Deaths

IRA L. MORGAN, 72, director, Bank 
of Oxford.

J. F. FORD, director, First National, 
Newton.

JO EL A. HUNTER, 52, assistant cash
ier, Bank of Anguilla. He had been 
with the bank 27 years.

MAX JOHNSON, 65, president, Bank 
of Walnut Grove. He had been head 
of the bank since 1945.

Boldt to  Be President 
O f N ew  Louisiana Bank

A new bank—to be called Pontchar- 
train State—is being organized in Jef
ferson Parish, and 
Edward C. Boldt 
will be president 
and chief executive 
officer. The liank, 
to be capitalized at 
$2.5 million, will 
be domiciled in 
Metairie in the par
ish adjacent to New 
Orleans.

Mr. Boldt, who 
headed the Bank 
Marketing Association in 1970-71, has 
—for the past year—been senior vice 
president of the ICB Corp., one-bank 
holding company in New Orleans that 
owns International City Bank there. He 
began his banking career in 1946 with 
Valley National, Phoenix, and later 
spent 21 years with First National, 
Memphis, where he advanced to senior 
vice president and director of advertis
ing. Later, he went to Central National, 
Cleveland, where he was senior vice 
president of sales and marketing.

Chairman of the new Pontchartrain 
State is Eads Poitevent, chairman and

president of International City Bank, 
which he helped organize.

The building that will house the bank 
is being extensively remodeled and ex
panded, and the opening of the new 
bank is scheduled for early in Decem
ber.

Rutledge Nam ed President 
O f Plaquemine Bank

P L A Q U E -  
M I N E —Clayton 
Rutledge recently 
was elected presi
dent of Plaque- 
mine Bank.

He comes to the 
bank from Capi
tal Bank, Baton 
Rouge, where he 
was a vice presi
dent and corre
spondent banker.

He was president of Bank of Com
merce, St. Francisville, from 1954-1966. 
Mr. Rutledge is a past president of the 
Louisiana Bankers Association.

Marzullo  Nam ed President & CEO
O f Colonial Bank, New  Orleans

NEW  ORLEANS—Colonial Bank has 
elected John F. Marzullo president and 
chief executive of
ficer. He also will 
serve as a director 
of the bank and of 
Colonial Properties,
Inc., th e  b a n k ’s 
wholly owned real 
estate subsidiary.

F o rm e rly , Mr.
Marzullo was vice 
president and trust 
officer of Guaranty 
Bank, Alexandria.
He had been with the bank since 1960.

In other action, James H. Queyrouze, 
executive vice president, was elected 
president of Colonial Properties, Inc.

Other new appointments included: 
Edward B. Weaks, vice president and 
branch coordinator; Joseph V. Gibbs, 
cashier; Miss Kathy Clifford, assistant 
vice president and manager, 215 Ba- 
ronne Street Office; Everett G. Collins 
and L. Dale Black, assistant vice presi
dents; and Louis Marascalco, assistant 
manager, 215 Baronne Street Office.

■ AMERICAN BANK, Monroe, has 
elected Malcolm J. Keith a vice presi
dent.

B O LD T

R U T LED G E
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IT SAYS WHAT
years the Whitney has symbolized banking service to the South. And partic
ularly to these sister states of Louisiana and Mississippi. Cash letters; safe
keeping; cash and currency; municipal, government and treasury security 
services; computer technology; are all part of the full service banking facili
ties which make the Whitney uncommonly qualified to help. Our capabilities
are exceeded only by our 
desire to be of service.

Ready when needed since 1883
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Citywide Branching, State Tax Proposals 

Submitted for Member Approval by ArkBA

LITTLE ROCK—-Legislative pro
proposals have been drafted by the Ar
kansas Bankers Association state gov
ernment relations committee that would 
allow banks in this limited facility state 
to branch citywide and to be taxed 
similarly to state corporations.

The committee, headed by William 
H. Kennedy Jr., president, National 
Bank of Commerce, Pine Bluff, met last 
month to approve the final drafts of the 
bills before submitting them to the 250 
member-banks of ArkBA. If approved, 
the bills will be submitted to the legis
lature in January.

The proposed branching bill is the 
result of two years of study by the com
mittee, which was instructed by 
ArkBA’s executive council to investigate 
the state’s current law and develop rec
ommendations for any necessary 
changes.

The proposed bill would repeal the 
state’s existing law, which allows banks 
to establish limited-purpose facilities 
subject to populations and capital re
quirements and substitute legislation 
authorizing banks to establish full-ser
vice branches in the cities in which 
they are located.

Although some Arkansas bankers 
want county-wide branching, the ma
jority does not, according to B. Finley 
Vinson, ArkBA president, and chair
man, First National, Little Rock. The 
legislation was proposed because the 
state’s largest cities have reached a 
population and area size that makes 
adequate banking service difficult with
out city wide branching.

Under the state’s existing law, facil
ities may be established to receive de
posits and monies due the bank, pay
ment of withdrawals and checks and 
the issuance of items such as cashier’s 
checks. The facilities may be estab
lished throughout a city, subject to the 
bank commissioner’s approval and cer
tain restrictions:

• A bank with capital and surplus of 
at least $200,000 may establish one 
facility no more than 1,000 feet from 
its main office. If it is more than 300 
feet from the main office, it may not be 
closer than 1,000 feet to a competitor’s 
main office.

• In addition, a bank with capital 
and surplus of at least $300,000 in a 
community with a population of at least 
7,500 may establish one facility not 
closer than 3,000 feet to a competitor’s 
main office.

° In cities with populations of 25,000 
or more, a bank can establish an addi
tional facility not closer than 3,000 feet 
to a competitor’s main office for each 
25,000 people and $1 million capital 
and surplus.

The current law also allows a bank 
with capital and surplus of $200,000 to 
establish a facility in an incorporated 
community or suburban improvement 
district with a population of at least 
300, providing the community is at 
least two miles from the city in which 
the bank’s main office is located, but in 
the same county.

The other bill being considered 
would provide for the taxation of banks 
by the state on the same basis as other 
corporations, which pay a net income 
tax. Since the state’s bank tax law was 
declared unconstitutional about 10 
years ago, banks have been paying 
voluntary, ad valorem taxes at the local 
level.

First National Stock Listed

L ITTLE ROCK—Quotations on the 
common stock of First National now 
are listed with the National Association 
of Securities Dealers Quotation Bureau. 
The quotation will be listed under the 
symbol “FN LR.”

WOMELDORFF & LINDSEY
1030 T O W ER  BLDG. LITTLE R O C K

PARTNERS:
J. E. WOMELDORFF R. P. LINDSEY

Fikes Named Head of New Division 

At Worthen Bank, Little Rock

L ITTLE ROCK—Worthen Bank has 
named Robert L. Fikes manager of the 
newly formed in
ter-company rela
tions division and 
vice president of 
First A r k a n s a s  
Bankstock C o r p .
( F A B C O  ), the 
bank’s parent com
pany. He formerly 
w a s  l o a n  officer 
and vice president 
of the banks’ com
mercial division.

The new inter-company relations di
vision was formed as part of a reorgani
zation of the bank which elevated the 
correspondent bank department to di
visional status. Reporting responsibili
ties of the business development de
partment were shifted to the marketing 
division.

S T O B A U G H  B E V IS

As a result, George Rowland Jr., 
vice president and head of the former 
correspondent bank department, was 
named manager of the new correspon
dent bank division. Lawrence Mobley 
was promoted to vice president and 
retained his position as manager of the 
business development department.

In other action, Donald R. Bevis, 
data processing marketing officer, and 
Dan C. Stobaugh, correspondent bank 
division, were elected assistant cashiers.

Mr. Bevis’ responsibilities include 
calling on correspondent banks to pro
mote data processing services. He 
joined the bank last June. Mr. Sto
baugh, with the bank since 1966, co
ordinates all division activities involv
ing traveling officers.

II GARY L. MOORE, cashier, First 
National, Jonesboro, recently graduat
ed from the School for Bank Admin
istration.

Arkansas Deaths

THOMAS V. JONES, 77, president, 
Bank of Dardanelle.

EDWIN A. GALLOWAY, 74, retired 
assistant cashier, Malvern National. 
He retired from the bank in 1970 
after 21 years of service.

F IK ES
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The bank 
the
bankers
bank 
on.

Bankers all over the Mid-South have a bank that backs them up when 
they need it.
That bank is First National of Memphis.
First National has the money they need from time to time.
For area development.
For accounts receivable inventory financing.
For commercial loans.
For help of any kind.
Bank on First National of Memphis through your Correspondent 
representative.

®

FIRST NATIONAL BANK OF MEMPHIS
MEMPHIS, TENNESSEE /  MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION
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Meissner Joins Houston Citizens;
W as Officer of Kansas City Bank

HOUSTON—Frank H. Meissner has 
joined Houston Citizens Bank as as

sistant vice presi
dent in the finan
cial institutions di
vision. He was for
merly an assistant 
cashier at City Na
tional, Kansas City, 
and traveled in 
Oklahoma, Texas 
and New Mexico. 
At Houston Citi
zens Bank, he will 
call on banks and 

other financial institutions in Texas and 
Louisiana.

Mr. Meissner joined City National in 
1968 and was assigned to the corre
spondent department in 1970.

In other action at Houston Citizens 
Bank, Joseph A. Rayzor was named a 
trust officer to head the oil and gas 
section of the trust department, and 
Tom Kruft was made a trust adminis
trative officer in the property manage
ment section of the trust department.

American Nat'l Nam es Phillips Ch.;
Appoints W. E. Rogers President

BEAUMONT—William W. Phillips, 
former president, American National, 
has been elected chairman. Warner E. 
Rogers has been named the new presi
dent.

Mr. Phillips, who joined the bank as 
a senior vice president in 1963, was 
elected president in 1965. Previously, 
he was senior vice president of Na
tional Bank of Commerce, Pine Bluff, 
Ark.

Before joining American National, 
Mr. Rogers was senior vice president 
of Texas Commerce Bank, Houston. He 
also served as acting president and a 
director of South Texas Bank, Houston. 
Formerly, he was an officer and western 
regional manager of Southwestern In
vestment Co., Amarillo.

■ ED BRANTON has been elected 
dealer credit officer in the installment 
loan department of Victoria Bank. He 
joined the bank in May.

■ AMERICAN NATIONAL, Austin, 
has elected Andrew C. Elliott Jr. a 
vice president. He will work with com
mercial loans in the mercantile credit 
area. Karl C. Meredith was elected 
auditor of the bank.

Frost Nat'l 'Tops Out' Building

Fro st N a t io n a l,  San  A n to n io , recently  " t o p p e d  
o u t "  its n e w  $ 20 -m illio n  F ro st B a n k  Tow er. F ive 
steel b e am s, a u t o g ra p h e d  b y  th o u sa n d s  o f 
b a n k  cu stom ers, f r ie n d s  a n d  sta ff m em bers, 
w e re  lifted from  the ro o f  o f the F ro st M o to r  
B a n k  to  the to p  o f the n e w  2 0 -sto ry  sk y s c ra p e r  
a lo n g  w ith  the t ra d it io n a l fir tree a n d  A m e r i
can  f la g . The b u i ld in g  is sch e d u le d  fo r  co m 
p le tion  in m id -1973 .

Baker Promoted to Senior VP 
At Texas Bank of Dallas

D A L L A S —
Charles W. Baker, 
manager of the cor
respondent b a n k  
department, Texas 
Bank, has been pro
moted from vice 
president to senior 
vice president.

Mr. B a k e r  has 
been in the cor
respondent depart
ment s i n c e  1963 
and has served as manager since 1971. 
He joined the bank in 1947 as assist
ant cashier and was promoted to as- 
sitant vice president in 1955. He be
came a vice president in 1962.

Building Under Construction 
For New  Beltway Bank

BELTWAY—The recently chartered 
Beltway Bank has begun construction 
on a new one-story, 14,000-square-foot 
building.

The precast concrete structure and 
its landscaped parking area will oc
cupy about half of an 87,120-square- 
foot site, with one acre remaining for 
expansion, according to Lawrence G. 
Fraser, proposed president of the bank. 
The building will have four drive-in 
lanes.

The new bank is capitalized at $1 
million, with $400,000 in capital, 
$400,000 in surplus and $200,000 in 
undivided profits and reserves.

Cox Advanced to Vice President 
At First National, Fort Worth

FORT WORTH—First National an
nounced several new promotions in
cluding t h a t  of  
James Cox from as
sistant vice presi
dent to vice presi
dent. He is manag
er of the Master 
Charge credit de
partment and has 
been with the bank 
since 1964.

John C o p e ,  a 
co m m e rcia l a c 
count officer in the 
commercial banking division, was pro
moted to assistant vice president. He 
came to First National in 1968 and 
was elected an officer last year.

Appointed to officer status were: 
John Brooks, Master Charge officer; 
Don Childers and Joe Hunnicutt, in
stallment loan officers; and James Dick
son, commercial account officer.

Two New  Senior VPs Appointed  
At Republic National, Dallas

DALLAS—-Republic National has 
promoted James P. Bevans and Buck 
Cain from vice presidents and trust of
ficers to senior vice presidents and trust 
officers. Both also were elected mem
bers of the executive committee.

Mr. Bevans is head of the trust ad
ministrative division and Air. Cain is 
in charge of the trust operations di
vision, both in the trust and investment 
department. Mr. Bevans joined the 
bank in 1964 and Mr. Cain in 1954.

E le c te d  v ice  p re s id e n ts  w ere 
A. George Avinger, metropolitan divi
sion, and Thomas L, Tweedale, inter
national banking division.

New assistant vice presidents are: 
Jack Barrett and E. J. Joost, interna
tional banking division; and Keith A. 
Schmidt, metropolitan division. Gary 
Kelly was advanced from accounting 
officer to assistant controller.

■ FIR ST NATIONAL, Brownsville, 
has named Howard Joe Graham vice 
president in charge of the installment 
loan department and Mrs. Lydia Sau- 
ber assistant cashier in charge of the 
teller department. Mr. Graham joined 
the bank in 1970 and was appointed 
assistant cashier last year. Mrs. Sauber 
has been with the bank since 1954.

Texas Death

W ILLIAM A. LEM KE, retired execu
tive vice president, National Bank of 
Commerce, San Antonio. He spent 
his entire career with the bank, be
ginning in 1923.

M E IS S N E R

B A K E R

C O X
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Harold Stallings.
New head of our
Correspondent Banking Department.
Know-how to him includes 10 years experience 
in the Petroleum and Chemical Loans 
Department, where he compiled a brilliant 
record as vice president and manager.
Now, he applies that and other extensive 
lending experience to the management 
of our Correspondent Banking 
Department as well.

Harold Stallings. One more reason 
knowledgeable banking people all 
over the Southwest turn to F rst of 
Fort Worth for all serfs of 
correspondent services, including 
excess loans, data processing, 
international services, complete 
transit services, and pension 
and profit-sharing plans.

• V
.

First of Fort Wort
The F irs t N a tion a l B ank o f Fo rt W orth . Texas 
M e m b e r F D.l C.
Tel 8 1 7 /336 -916 1  
Telex 75 -8 2 6 0  
T W X  8 1 7 /8 9 1 -8 1 0 5

■ ■ i : I

m

.; ÜÜ

■
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Rudd to Travel in Southwest 
For Northern Trust, Chicago

Thayer J. Rudd 
has jo in e d  th e 
southwestern divi
sion of the banking 
d ep a rtm e n t of 
N o rth ern  Trust, 
Chicago. He will 
call on banks in 
New Mexico, Ar
k ansas, K an sas, 
M isso u ri, O kla
homa, Texas and 
Colorado.

Mr. Rudd had been with the bank 
and corporate services division, where 
he specialized in corporate and corre
spondent cash management. He joined 
Northern Trust in 1970.

Drummond to Serve New  Mexico  
A s James Talcott, Inc., AVP

Othel E. Drummond has been elect
ed an assistant vice president in the 
Dallas office of James Talcott, Inc.

In his new post, Mr. Drummond be
comes operations manager, supervising 
client credits for the district which pro
vides financing services to businesses in 
New Mexico, Oklahoma, Texas, Kan
sas and Missouri. Formerly, Mr. Drum
mond was involved in new business 
development.

New Mexico News

N M B A  Group 5 Nam es Officers

Group Five of the New Mexico 
Bankers Association recently elected of
ficers for the coming year. They are: 
chairman, Jon L. Pressley, vice presi
dent, Clovis National; and secretary, 
Mrs. Bertha Dorough, assistant vice 
president, Clovis National.

■ FARMINGTON NATIONAL has re
ceived approval to open a new branch 
in Kirtland. Completion of construction 
of the branch is expected in December.

■ AMERICAN BANK, Carlsbad, has 
elected four new officers. They are: 
Danny Skarda, assistant vice president 
in charge of the installment loan de
partment; Mrs. Barbara Webber, as
sistant cashier in charge of the loan, 
discount and collection department; 
Mrs. Jackie Rayroux, assistant cashier 
and executive assistant; and Mrs. Mary 
Frances Lunardon, assistant cashier and 
head teller.

■ FID ELITY  BANK, Albuquerque, 
has applied for approval to open a new 
branch in Northeast Heights.

■ FIRST NATIONAL, Albuquerque, 
advanced Harold Quinton from assist
ant cashier to assistant auditor and 
James Harris, assistant manager of the 
Sandia Plaza Branch, to assistant cash
ier. Mr. Quinton joined the bank in 
1965 and Mr. Harris in 1970.

■ JOHN L. RUST, president of a 
tractor company, and Maxie L. Ander
son, president, Ranchers Exploration 
& Development Corp., have been elect
ed directors of Albuquerque National.

■ FIRST NATIONAL, Roswell, has 
named four new directors. They are: 
Ronald H. Mayer, real estate broker; 
Dr. Emmit M. Jennings, physician and 
surgeon; Rolla R. Hinkle, president and 
general manager, Chaves County Cattle 
Corp.; and Harold DeShurley, presi
dent of a construction company.

■ BANK OF NEW MEXICO, Albu
querque, has received approval to open 
three new branch offices in Albu
querque. Completion of the three 
branches is expected in December.

■ FIR ST NATIONAL, Albuquerque, 
has elected Robert C. Wolfe an assist
ant vice president in the real estate de
partment. Formerly, he was an assistant 
vice president in the mortgage loan 
department of Security Bank, Lincoln, 
Mich.

R U D D

Pickrell Appointed Vice President
By Fidelity Bank, O klahom a City

O K L A H O M A  
C I T  Y—Nelson R.
Pickrell has been 
elected a vice 
president in the 
co m m e rcia l loan 
department of F i
delity Bank.

B e f o r e  joining 
the bank, he served 
five years as a na
tional bank exam
iner in Oklahoma 
for the Comptroller of the Currency. 
Mr. Pickrell is a graduate of Central 
State University.

■ BANK OF CHELSEA recently an
nounced the following promotions: 
H. S. Milam, from president to chair
man; R. W. Brewer, from executive 
vice president to president; Bill Simp
son, from cashier to executive vice pres
ident and cashier; and Guy Griffith III 
to assistant cashier.

■ HAROLD W. M ILLER has joined 
Oklahoma National, Duncan, as vice 
president. In banking 30 years, Mr. 
Miller formerly was vice president of 
First National, Moore.

I 10

Oklahoma News

New  Quarters Planned 
By City Bank of Tulsa

TULSA—City Bank recently an
nounced plans for new quarters in the 
City Bank Tower.

The newly leased quarters will have 
a contemporary interior design featur
ing earth tones of brown and orange, 
rich walnut wood combined with black 
granite in teller fixtures and contempo
rary wood furniture.

Also planned are a night depository, 
employee room, community room and 
customer lounge.

Bank Building Corp., St. Louis, is 
the consultant and interior work con
tractor for the project.

New Officers, Directors Elected
By Eastern Okla. Chapter of BAI

New officers and directors of the 
Eastern Oklahoma Chapter of Bank 
Administration Institute have been an
nounced by the newly elected presi
dent, Larry L. Jordan, vice president 
and comptroller, Bank of Commerce, 
Tulsa.

New officers include: vice president,

Orie Wright, vice president and comp
troller, F&M Bank, Tulsa; treasurer, 
Randle Bessler, assistant vice president, 
First National, Tulsa; and secretary, 
Calvin Moore, Commercial Bank, Mus
kogee.

Newly elected directors are: Mrs. 
Barbara Chadwell, vice president, Peo
ples State, Tulsa; Marvin Bray, vice 
president, National Bank of Tulsa; and 
Kenneth LeMaster, vice president, First 
Bank, Sand Springs.

Fourth National Elects M inshall 
Vice President & Trust Officer

T U L S A —R ich
ard E. Minshall has 
joined Fourth Na
tional as vice presi
dent and trust of
ficer.

Mr. Minshall re
cently s e r v e d  as 
manager of a Tulsa 
stockbroker firm.
He is a graduate 
of the University of 
O k l a h o m a  and 
holds a law degree from the Univer
sity of Virginia Law School. He also 
has completed postgraduate tax study 
at New York University Law School.
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T h e  p r o s :
it takes one to know one

16 professional teams charter Ozark to their out-of-town 
games. As much as they fly, they know what good is. How 
about putting your hat in the ring7^

m ICE GOING!
GROUP Groups of 10 or more save 
20% one way, 331/3% on round trip 
Ozark fares, on any flight, any day.
C H A R T E R  Ozark puts your 
group on their own private jet 
(or prop-jet), to go whenever and

wherever they want in the con
tinental United States, Canada, 
or the Bahamas.
FAMILY Only the husband pays 
full fare; the wife and the children 
fly for less, when they fly to

gether as a family group on Ozark.
REGULAR Even at regular sin
gle rates it’s a pleasure to fly 
Ozark. Everything Ozark does is 
designed to do the best possible 
job, for all the people it serves.

Call Ozark or your travel agent for complete information.

OZARK AIRLINES
Up there with the
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visiting
Learning

Suggesting
fissisiing

That’s what it ’s all about, at 
the KBA Group Meetings-from THE BANK,

Security National of Kansas City, Kansas.

Chairman Bill Webber, Vice Presidents 
Pete Peterson and Jay Breidenthal and new Field Service 

Representative Ken Domer* will be at the Groups 
-looking for you-hoping to be helpful to you.

'There’s banking service in his blood-he's a son of Bob Domer, THE BANK’S Executive Vice President.

W. L. Webber John L. Peterson R. J. Breidenthal, Jr. K. A. Domer
Chairman of the Board Vice President Vice President Assistant Cashier

T H E

B A N K
S E C U R I T Y
N  A  T/  O  N  AL B A  N  K
S e v e n th  and M in n .  — K an sas  C i ty ,  K an sas  66117  
Dial D i r e c t -913-281-3165 M em b er  F.D.I .C.
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H O LST SEW ELL HILL F A R E W E LL M A R T IN B R A D L E Y J O N E S

Concurrent Sessions and Humorist 
On KBA Group Meeting Programs

CONSUMER legislation and bank 
safety and protection will be in

cluded on the programs of the group 
meetings of the Kansas Bankers Asso- 
cation, October 17-26. Humorist Ar
thur J. Holst, a professional football of
ficial, will be banquet speaker at the 
six meetings. Theme of the series of 
meetings is “Grow With Bankaction!” 

The programs for each meeting are 
almost identical. Each will start with 
KBA group committee luncheon meet
ings at 11:45 a.m. for agricultural key 
bankers, banking education and mar
keting committee members. Registra
tion will begin at 1:15 p.m., followed 
by concurrent general sessions at 2 p.m.

The sessions for chief executive of
ficers will feature opening remarks by 
group chairmen, followed by discus
sions led by KBA officers on bank is
sues of the day, including such sub
jects as federal and state legislation, 
the KBA Organization Task Force, the 
Kansas Development Credit Corp., 
KBA election procedures, the use of 
statewide advertising to sell banking 
and ideas for improving KBA.

Other officers will attend sessions 
that will feature opening remarks by 
group secretaries, followed by panels 
on consumer legislation, conducted by 
Lanny Kimbrough, vice president, First 
National, Topeka, representing the 
Young Bank Officers of Kansas; Lance 
Burr, chief, consumer protection di
vision of the office of the Kansas at
torney general, Topeka; and William 
Usher, vice president, National Bank of 
America, Salina, and member, KBA 
consumer credit committee.

The subject of bank safety and pro
tection will be discussed by Douglas 
M. Lester, auditor and security officer,

First National, Topeka, and James V. 
Laughlin and Tom E. Kelley of the 
FBI.

Bank personnel will attend sessions 
featuring Don Towle, vice president, 
Kansas Bankers Surety Co., Topeka, 
and the Topeka Chapter of AIB. Pre
siding over the sessions will be Dean 
Becker, vice president, First National, 
Wichita, representing the KBA bank
ing education commission.

The sessions will be followed by so
cial hours and banquets, at which new 
group officers will be elected and Mr. 
Holst will speak. His subject will be 
“The Challenge of a Pro.” Mr. Holst 
has the unusual avocation of being a 
line judge in the National Football 
League. He officiated at the Super 
Bowl last year and has crossed the na
tion numerous times delivering humor
ous and inspirational messages to con
ventions and conferences of all types.

The groups will meet as follows:
Group One, October 24. Olathe. The 

meeting will be conducted by the 
group chairman, D. F. Bradley, presi
dent, First National, Olathe.

Mr. Bradley, originally from Pleasan
ton, Kan., served as vice president, 
Johnson County National, Prairie Vil
lage, for 10 years prior to coming to

1972 Group Meetings

Group 1—Oct. 24, Olathe 

Group 2—Oct. 25, Independence 

Group 3—Oct. 19, Smith Center 

Group 4—Oct. 26, McPherson 

Group 5—Oct. 18, Norton 

Group 6—Oct. 17, Dodge City

Olathe and First National. He was 
elected president of the latter bank in 
1970. He attended Fort Scott Junior 
College and is a 1964 graduate of the 
School of Banking at the University of 
Wisconsin. He is now serving as pres
ident of the Olathe Area Chamber of 
Commerce.

Group Two, October 25, Indepen
dence. A. K. Sewell, president, Citizens 
National, Independence, is group chair
man and will conduct the meeting.

Mr. Sewell’s banking career began in 
1931 as a messenger and transit clerk. 
In 1944, he joined First National, Cof- 
feyville, and eventually became vice 
president and director. He returned to 
Citizens National, Independence, in 
1951 as vice president and was elected 
to his present post in 1958.

Group Three, October 19, Smith Cen
ter. Russell Hill, president, First Na
tional, Smith Center, will conduct the 
meeting as group chairman.

Mr. Hill joined his bank in 1942, im
mediately after graduating from high 
school. He began as a bookkeeper/tell
er, was promoted to assistant cashier 
in 1948, cashier in 1956, vice president 
in 1964 and president in 1967. He is 
a graduate of the School of Banking at 
the University of Wisconsin.

Group Four, October 26, McPherson. 
George C. Jones Jr. is chairman of the 
group. He is president, Farmers State, 
Canton.

Mr. Jones started working part-time 
in the bank while in high school in 
1961. He returned to the bank on a 
full-time basis after graduation from 
McPherson College in 1967. He was 
elected vice president and director of 
the bank that same year, was promoted
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400 Correspondents Hosted by Hutchinson Nat l
to executive vice president in 1969 and 
to president in 1971. He is presently 
serving as president of the McPherson 
County Bankers Association.

Group Five, October 18, Norton. 
The meeting will be conducted by 
Group Chairman Ray Farewell, presi
dent, First State Bank, Norton.

Mr. Farewell joined his bank in 
1946, following service in World War 
II. He was pi-omoted to assistant cash
ier in 1948, cashier in 1950, vice pres
ident and cashier in 1955, executive 
vice president in 1961 and president in 
1964. He is a graduate of the School 
of Banking at the University of Wis
consin. He is currently serving a ninth 
consecutive term as treasurer of Nor
ton.

Group Six, October 17, Dodge City. 
Group Chairman Thomas D. Martin, 
vice president, Fidelity State, Dodge 
City, will chair the meeting.

Mr. Martin’s banking career began 
with Fourth National, Wichita, in 
1951. He joined his present bank the 
following year and currently serves in 
the installment and commercial loan 
department. He was appointed a direc
tor in 1968 and is a graduate of the 
School of Banking at the Universitv of 
Wisconsin. • •

HUTCHINSON—Approximately 400 
correspondent bankers attended the an
nual “State Fair Party’ given by 
Hutchinson National last month.

An afternoon program included a talk 
on “Immediate Payment of Cash Letters 
and Its Affects’ by Henry Czerwinski, 
vice president, Kansas City Fed.

Following a social hour and banquet, 
guests were transported to the grounds 
of the Kansas State Fair to be enter
tained by singer Pat Boone and family.

Hutchinson National President Arthur 
Collins said this year’s event was the 
largest correspondent party the bank 
has ever held.

G u ests  line b a lc o n y  o f H u tch in so n  N a t 'l  d u r in g  co rre sp o n d e n t  pa rty . In set s h o w s  host b a n k  
Pres. A r t  C o ll in s  g re e t in g  gu e s ts  in lob b y .

at CVoum C m t e t i  Squa/te
A  G r a n d  R v e n u e

u  Bank C Trust
C o m p a r i l i  M E M B E R  F D IC

2401 Grand Ave., Kansas City, Mo., Tel. 474-5600
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Relax and Be Comfortable! Elmer Beck and Lyle Maddux at The Topeka State Bank can 
help you with your correspondent needs. They look forward to seeing you at the KBA 
group meetings in October.

See Elmer Beck and Lyle Maddux at The Softhearted Bank, The Topeka State Bank.

ThaTapaka S ta te  Bank 
Seventh and Kansas-Topeka

MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
MOTOR BANK -  8TH & TOPEKA
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New Building and Motor Bank Opened 

By Boulevard State Bank, Wichita

B o u l e v a r d  s t a t e , Wichita, has
opened its new main bank build

ing and motor bank facility. The con
temporary $1-million dual structure 
was completed less than one year fol
lowing groundbreaking last September. 
The site of the bank’s original building 
will be razed as part of the new Canal 
Route Expressway system.

The 13,000-square-foot main bank 
is fully free-span with all roof struc
tural support outside an enclosed area 
in the form of eight circular concrete 
columns. Major construction elements 
include steel, sandblasted concrete, 
granux and glass. Exterior colors are 
warm buff-colored tones and dark gray 
reflective glass.

Interior decor complements the 
bank’s exterior and is highlighted by 
wall-to-wall red burgundy carpeting, 
warm-toned sandblasted concrete and 
polished red levanto marble. A full un
finished basement houses mechanical 
equipment and provides room for fu
ture expansion.

The 800-square-foot motor bank is 
located 200 feet south of the main 
structure and is connected operation
ally underground by a system of pneu
matic tubes. The motor bank has four 
covered drive-in lanes and lobby room 
for walk-in banking.

Future plans call for the two struc
tures to be connected by a 100-car 
parking area. • •

■ fIR S T  NATIONAL, Newton, pro
moted John F. Alig to assistant vice 
president and security officer and Mrs. 
Ethel M. Hrovat to assistant cashier. 
Both officers have been with the bank 
two years.

TOP: B o u le v a rd  State  o f W ic h it a 's  n e w  13,000- 
sq u a re - fo o t  m a in  b u i ld in g  is o f sa n d b la s te d  
concrete  a n d  d a rk  g r a y  reflective g la s s .  B O T 
T O M : The 8 0 0 -sq u a re -fo o t  m o to r b a n k  h a s  fo u r  
cove red  d r ive - in  la n e s  a n d  lo b b y  room  fo r  
w a lk - in  b a n k in g .

First Nat'l of Shawnee M ission  
Scheduled to Open in Fairway

FAIRWAY—The new First National 
Bank of Shawnee Mission is scheduled 
to open here in the Fairway Office 
Center sometime in the fall.

The bank will have drive-in win
dows adjacent to the office center.

Capital of the bank will be $500,000, 
surplus $400,000 and undivided prof
its $100,000.

H DAVID S. KERNS has joined Citi
zens State, Hiawatha, as a vice pres
ident and loan officer. He previously 
was vice president and director of 
Citizens Bank, Grant City, Mo.

Don Peters Nam ed Senior VP 
At Fourth Nat'l, Wichita

W I C H I T A —
Don S. Peters has 
been elected a sen
ior vice president 
of Fourth National 
and will head the 
bank’s investment 
division.

Mr. Peters joined 
Fourth National in 
1960 and for sev
eral years has man
aged the invest
ment section of the trust division. As 
head of the investment division, he suc
ceeds Robert P. Folsom, who recently 
resigned.

PETERS

Mrs. Breidenthal Appointed Pres. 
Of Victory State, Kansas City

KANSAS CITY—Mrs. Maxine Breid
enthal, former vice president, has been
e le c te d  president 
of Victory S t a t e .  
George H. Gray 
w i l l  continue a s 
chairman.

Mrs. Breidenthal 
joined the bank in 
1 9 4 2  a n d  w a s  
elected an assistant 
cashier in 1951. 
She became assist
ant vice president 
in 1957 and vice B R E ID E N T H A L

president, secretary to the board and a 
director in January, 1971. She is the 
wife of Gray Breidenthal, president, Se
curity National, Kansas City, and for
mer president of Victory State.

In other action, Jack H. Smith was 
named executive vice president of Vic
tory State. He retired in June as chair
man and president of Guaranty State. 
He had been with that bank since 1937.

■ A. L. LONDERHOLM has joined 
Roeland Park State in the marketing 
and business development department. 
He recently retired as assistant vice 
president of First National, Kansas Citv, 
Mo.

■ CITIZENS STATE, Moundridge, 
has appointed Dwight Classen agricul
tural specialist. He formerly was a vo
cational agriculture teacher.
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Known 
by the 
Company 
We Keep.

Among the many fine companies and 
individuals with whom we work, we take 
a particular pride in our friends of 
the commercial banking community.
For these banks and their 
customers, we are a valuable connection 
with major sources of long-term capital 
funds. When their city or county 
government or school system needs 
long-term capital, they call on us. When 
their customers in business and industry 
feel the need for a public offering 
or private placement, we get together.
We are, in fact, an extension of the 
commercial banker’s own financial 
services. If we are not doing business 
together, we would like to meet you and 
discuss your needs. Though our 
means and methods may be different, 
our objectives are the same: the growth 
of your customers and your community.

Steffi Brothers t  Co. Established 1917
9 West 10th Street /  Kansas City, Missouri 64199

(816) 471-6460

Albuquerque 
(505) 242-2665

Chicago 
(312) 356-0677

Ft. Worth 
(817) 336-4667

Denver
(303) 292-1150

Omaha
(402) 341-9500
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Lenexa State Has New  Building

Lenexa  State  recently m o ve d  to a n e w  b u i ld 
in g  w h ich  h a s  m ore  th an  3 0 ,00 0  sq u a re  feet 
of space, fo u r  d r iv e -u p  la n e s  a n d  p a r k in g  fo r  
n e a r ly  2 5 0  cars. The b a n k  occup ie s  a ll o f  the 
first f loo r a n d  p a rt  o f  the g ro u n d  level. R e 
m a in d e r o f  the sp ace  w ill be leased .

Planters State Nam es New  VP;
Announces Construction Plans

SALINA—Robert J. Anderson has 
joined Planters State as vice president 
in the loan department. Formerly, he 
was an assistant vice president at First 
National.

In other action, Planters State has 
announced plans to construct a new 
drive-in facility and to remodel the 
Main Office lobby. The new drive-in, 
which will replace the bank’s present 
facility, will have two pneumatic-tube 
systems, two drive-up windows, a cus
tomer walk-up window and night de

pository. Estimated cost of the project 
is $150,000.

The remodeling project at the bank’s 
Main Office lobby will include addi
tional office space, a modernized tele
phone system, new customer conference 
room and directors room.

Arden Bruch Dies Sept. 15;
Retired First Nat'l VP

KANSAS CITY, MO.—Arden Bruch, 
12, died September 15 following a 
stroke. He retired in 1965 as vice 
president, First National, here. He had 
traveled for the bank in Kansas and 
Nebraska.

Mr. Bruch joined Stock Yards Na
tional, Kansas City, Mo., in 1923 and 
served in its correspondent division. He 
joined the old Inter-State National there 
in 1951 and, four years later, went to 
First National when the two banks 
were merged.

The veteran banker’s constant travel
ing companion was a toy French 
poodle named Fifi, and the dog prac
tically became Mr. Bruch’s trademark.

■ FARMERS NATIONAL, Atwood, 
has announced plans for alterations and 
additions to its quarters. The expansion 
program will join the existing quarters 
with an adjacent building and will pro
vide about 3,500 square feet of addi

tional operations space. Bank Building 
Corp., St. Louis, is the consultant and 
construction manager for the project 
and Wilburn McCormick, an associate 
of Bank Building, is the architect.

The President's Committee 

on Employment of the Handicapped 

Washington, D.C. 20210

Dean Johnson

J  Hutchinson National Bank can handle 
-  any correspondent need that a federal 

reserve city bank can . . . like immediate 
payment of Cash Letters. Effective 
September 21, 1972, Cash Letters must 
be paid the same day they are received.

So let a member of our correspondent 
team handle your Cash Letter needs. Call 
Joe Newsom or Dean Johnson and let 
them ride "shotgun" with you. The road 
is always a little smoother with one of 
your friends from Hutchinson National 
Bank.

m i #  i . i »  ___ i
llulchinson national
bank and trust company
HUTCHINSON, KANSAS

M EM BER  FE D E R A L D E P O S IT  IN S U R A N C E  C O R P O R A T ltfK i
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MUNICIPAL BONDS
O v e r  the  years m unicipal bonds have served the conservative  

investor with a high d e g ree  of p ro tectio n  while a t the  same 

tim e provid ing a stable incom e which in most cases was much 

higher than taxab le  investments of co m p arab le  soundness.

S afety  and yield are the tw o  most sought a fte r considerations  

of the investor and, when one adds to  these tw o features a 

satisfactory d e g ree  of liquid ity, the  tax-exem pt m unicipal 

bond must be ra ted  a t the  to p  of the list.

W e  w elcom e your inquiry.

K. R. ADAMS, President
JACK L. PERRY, Vice-President, Secretary-Treasurer 
NORMAN E. LEWIS, Vice-President & Asst. Treas.
JOHN I. WILLHAUCK, JR., Vice-President & Asst. Sec.

ROBERT P. MILLER, Vice-President NELLIE M. SHIPMAN, Cashier
GARY E. GREER, Vice-President KAREN WEIGEL, Asst. Cashier
J. MICHAEL NAUMAN, Vice-President MILTON WEST

PERRY. ADAMS & LEWIS, INC.
1012 Baltimore Ave. /  Kansas City, Missouri 64105 

Phone B A Itim o re  1-4090
I n v e s t m e n t  B a n k e r s
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When it comes 
to Municipal Bonds,

who counts?
Everyone should. Because when it comes to selecting your 

corresBONDent bank, quite a few things count.
Such as volume.
Does City National Bank handle 

more municipals? The answer is yes. More 
than any other Kansas City m etropolitan 
area bank.

Such as experience.
Would you believe 213 years? 

That’s the cumulative experience of our 21 
investment services people. If you’re interested 
in averages, the figure is 10 years per individual. 

Such as growth.
1 he City’s Bond Department 

has grown four times in size in the past four years alone. Good reason for saying: 
" I t ’s great to grow with the City.”

Such as knowledgeability.
No one understands the diversification, the flexibility, and the mar

ketability of municipals better than the City. Just as the City knows that what 
counts is not return, but net return.

Such as recommendations.
Ask any of the more than 900 banks who are our corresBONDents 

how we perform. Nobody knows a bank like another bank.
For more facts and figures, call us at 816-221-6800.
We’re the people who count the most when it comes to Municipal 

Bonds in Mid-America.

m is s o u r i
b a n k

CITY NATIONALISE BANK AND TRUST COMPANY
K A N S A S  C ITY , M IS S O U R I
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Hunt Report Proposals Dominate M BA  Regionals

By J IM  FAB IAN  
Associate Editor

THE IMPORT and future of the 
Hunt Commission report recommen

dations held center stage at the first 
four MBA regional meetings, held in 
Hannibal, Trenton, St. Joseph and Kan
sas City last month.

The topic was presented by a panel 
composed of James E. Brown, senior 
vice president, Mercantile Trust, St. 
Louis; Gerald T. Dunne, vice president, 
St. Louis Fed; and William W. Quigg, 
vice president and trust officer, Central 
Trust, Jefferson City.

The reason the commission was ap
pointed in the first place, the panelists 
brought out, was the pressures exerted 
by consumerists. The theory behind the 
commission was that banks must do 
what’s good for their customers volun
tarily, or else government would step 
in with legislation that would force 
changes that seem to be necessary. Also, 
the “illiquid” position of banks a couple 
of years ago spurred S&Ls to push for 
the full-service operations included 
among the proposals.

Officials at the ABA disagree on the 
effect the Hunt Commission recommen
dations could have on banking, accord
ing to the panelists. They have opted to 
“keep their powder dry” by not com
menting extensively on the proposals 
until they are introduced in legislation. 
There is no chance for such action in 
the current Congress, as the issue is 
considered to be “dead” as far as the 
coming election is concerned, they said.

It was predicted that the proposals 
regarding tax equality among financial 
institutions would be the first to be con
sidered. Enactment of the package of 
proposals involves various levels of 
government, including federal, state and 
presidential.

It was the opinion of the panel that 
enough proposals would be enacted to 
satisfy the demands of consumerists.

The panelists’ views were supported 
by ABA Executive Vice President Willis 
W. Alexander, who made a surprise ap
pearance at the Region Two meeting 
in Trenton.

Each regional also featured Jerry 
Stegall, executive vice president, First 
Missouri Development Finance Corp., 
Jefferson City. Mr. Stegall stressed that 
more funds are needed to service the 
demand for loans being made on the 
corporation. He said only $200,000 was 
available to take care of more than 
$500,000 in loan requests.

MBA President Ben Parnell Jr.,

Region 8 to Meet

The first meeting of recently or
ganized Region Eight is scheduled 
for Jefferson City on October 26. The 
meeting will be held in conjunction 
with Region Five. Both regions will 
elect officers.

The new officers to be elected by 
Region Eight will serve until the 
MBA’s 1974 convention.

Region Eight’s formation was ap
proved at the MBA convention last 
May. Most of the area covered by 
the region was formerly in Region 
Five.

president, Peoples Bank, Branson, spoke 
at two meetings, bringing bankers up- 
to-date on current MBA projects.

In speaking of the public relations 
committee’s advertising program, he 
said that next year examples of specific 
accomplishments by individual banks 
will be featured in the ads.

He called on bankers to support 
BANKPAC and to contribute time and 
money toward electing public officials 
who have a sense of financial responsi
bility, who are intelligent and far-seeing 
and who do not believe that profit is 
a dirty word.

“This is particularly important at this 
time,” he said,“ “since during the next 
session of the legislature new legislation 
will be recommended that could benefit 
all bankers in the state.”

He spoke of the governor’s committee

to study the banking laws and recom
mend su g g ested  changes. Among 
matters under discussion is a restructur
ing of the State Banking Board and the 
commissioner’s office; a change in re
serve requirements for state banks that 
would permit them to include, in ad
dition to capital and surplus, their un
divided profits in computing their legal 
loan limits; and a provision that would 
permit bankers to invest 50% of their 
required reserves in U. S. government 
and agency obligations that mature in 
18 months or less.

Mr. Parnell stressed that change is 
the order of the day in the banking 
business. “We see evidence of it con
stantly, even as the country itself ex
periences change in its economic phil
osophy and in many of its social 
values.”

He closed by saying, “I think all of 
us realize that we are in a dynamic 
business that demands constant vigi
lance to be sure we accept those changes 
that are inevitably going to be dictated 
by our leading position in the com
munity. As in all businesses, progress in 
the banking industry rests on our con
stant evaluation of our services and our 
ability to accept and initiate those 
changes that will serve the best interests 
of the public and, therefore, the best 
interests of banking.”

The following bankers were elected 
to region posts:

Region 1. Vice president—Ralph A. 
Eckles Jr., chairman and president, 
Exchange Bank, Kahoka; secretary—

Their Regions W ill M e e t This M onth

H A R R IS O N  M IE D E R H O F F  M E IE R

D o n n  R. H a r r iso n  Jr., Leo J. M ie d e rh o ff  a n d  L. W . M e ie r  Jr. a re  ch a irm en  o f M B A  R e g io n s  
Five, S ix  a n d  Seven , re sp ective ly , w h ich  w ill m eet th is  m onth. R e g io n  F ive  w ill m eet Oct. 2 6  
in Je ffe rson  C ity; R e g io n  S ix, Oct. 24, C a p e  G ira rd e a u ;  a n d  R e g io n  Seven , Oct. 25, Sp r in g fie ld . 
R e g io n s  O ne , Tw o, Three a n d  Fou r he ld  the ir m e e tin g s  the la st w e e k  in Septem ber. Dr. C a r l 
W in te rs  o f  O a k  P a rk , III., p h ilo so p h e r, lecturer a n d  h u m o rist  a n d  a  m em ber o f the G e n e ra l 
M o to r s  S p e a k e r s  B u re a u , is the fe a tu re d  sp e a k e r  a t a ll re g io n a l m eeting s. M r. H a rr iso n , exec, 
v.p., a n d  dir., C it ize n s  B an k , E ldon , h a s  2 3  y e a r s ' b a n k in g  e xp e rien ce  a n d  a lso  is a re g iste red  
Po lled  H e re fo rd  b reeder. He is g o v e rn o r  o f M is so u r i L io n s ' D istrict 26B . M r. M ie d e rh o ff,  H om e  
Trust, Pe rryv ille , jo ined  the b a n k  in 1946, w a s  n a m e d  cash, in 1 957  a n d  v.p. & cash, la st  Feb 
ru a ry . He h a s  been  a b a n k  d ire c to r s ince  1967 . M r. M e ie r, sr. v.p.. B a n k  o f U rb a n a ,  w e n t  to 
the b a n k  2 0  y e a r s  a g o  a n d  is on  its b o a rd . He  is a p a s t  pres., O z a r k  B a n k e rs  A sso c ia t io n , 
a n d  h a s  t a u g h t  A IB  cou rse s.

121MID-CONTINENT BANKER for October, 1972

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



m  u

LEFT: P ro g ra m  p a rt ic ip a n t  Je rry  S te g a l (I.), exec. v.p .r First M is so u r i 
D e ve lo p m e n t  F inance  Corp., Je ffe rson  C ity, ta lk s  w ith  Ja m e s  D. Scobee, 
v.p. & cash., B a n k  o f  L o u is ia n a , a t R e g io n  O n e  m ee tin g  in H a n n ib a l.  A t 
te n d an ce  w a s  511. C EN TER : A fte r -d in n e r  sp e a k e r  Dr. C a r l S. W in te rs

IheFace
Of Change.

Melvin Schroeder is the new 
Vice President in charge of 
the recently-expanded C or
respondent Banking Division, 
Mercantile Bank and Trust 
Com pany, Kansas City.

A nd  w ith  his experience  
hitched to our growth, we're 
now in a position to offer cor
respondent customers more 
than ever before.

Services like loans for Bank 
Stocks and Overlines;

• Investment services;

• Safekeeping;

• Federal Funds;

• Cash Letters;

• Special Collections;

• Data Processing Services; 

and Trust Assistance.

Take a look at your present 
correspondents.
Maybe it's time for a change.

Mercantile Bank
and Trust Com pany (816) 842-2000 
1119 W alnut, Kansas City, M issouri 64106

tfou Can Count 
on Mercantile!
An Affiliate of Mercantile Bancorporation

is f la n k e d  b y  M B A  Pres. Ben P a rn e ll Jr. (I.), pres., Pe o p le s  B a n k , B ra n 
son, a n d  H. D u a n e  Pem berton , M is so u r i c o m m iss io n e r  o f finance, at 
R e g io n  Three m eeting  in St. Jo sep h . A  record  a tte n d a n ce  o f  7 25  w a s  
reco rded . R IG H T : T h reesom e  at R e g io n  Fou r m ee tin g  in K a n s a s  C ity  in 

c luded  (from  I.) R o la n d  L. W est, exec, v.p.,
------------------------------------  U n ion  State, C lin ton ; A d r ia n  H a rm o n , re g io n a l

v.p., a n d  pres., C it izen s B a n k , W a rre n sb u rg ;  
a n d  H a ro ld  M cPheete rs, P e n s io n  C on su ltan ts , 
M is so u r i B a n k e rs  A sso c ia t io n .  A p p ro x im a te ly  
4 5 0  a ttended .

G. Jack Jones Jr., president, Clifford 
Banking Co., Clarksville.

Region 2. Vice president— Ivan R. 
Buckman, cashier, Marceline State; sec
retary—W. J. Ingraham, vice president 
and cashier, Cook & Vencill Bank, Galt.

Region 3. Vice president—Michael R. 
Morris, assistant vice president, Citizens 
Bank, Grant City; secretary—William
H. Corken, president, Bank of Atchison 
County, Rockport.

Region 4. Vice president—John B. 
Skelton, president, Wellington Bank; 
secretary—Marcus Dittman, president, 
North Hills Bank, Kansas City.

The following were named to the 
MBA nominating committee:

Region 1 . Member—Alvin D. Meeker, 
president, Commerce Bank, Kirksville; 
alternate—Frank D. Kelso, vice presi
dent, Hannibal National.

Region 2. Member— Grimes Spill
man, president, Home Exchange Bank, 
Jamesport; alternate—Don Schooler Jr., 
president, Brookfield Banking Co.

Region 3. Member—James Wells 
Hull, executive vice president, Wells 
Bank, Platte City; alternate—C. G. Phil
lips, president, Home Bank, Savannah.

Region 4. Member—Adrian Harmon, 
president, Citizens Bank, Warrensburg; 
alternate—Carl B. Abbott, executive 
vice president and cashier, Garden City 
Bank. • •

Group Files Charter Application  
For New  Bank in Manchester

ST. LOUIS—Fourteen persons, in
cluding three officers of Jefferson Bank, 
have filed an application for a bank 
charter in suburban Manchester.

The Jefferson Bank officials are Dil
lon J. Ross, chairman, Joseph McCon
nell, vice chairman, and Michael J. 
Ross, president.

The planned bank would be called 
Security Bank of Manchester.
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Uu/ofi/ecL Lutta ¡MMewt...
( u m u Æ è d  ter t t a  f û f i j ü v t . . .

Y o w i f u f i m

We would like to be of service to you 
in our correspondent Banking & Busi
ness Development Department—call Bob 
Heidbreder, Commercial Banking Of
ficer, at (314) 664-6222.

tua
TOWER GROVE BANK

and Trust Company

3134 S. Grand at H artford 
St. Lou is, M issouri 63118 

(314) 6 6 4 -6 2 2 2
MEMBER F R S - F D IC

A Subsidiary of TG BANCSHARES CO.

5 t h  l a r g e s t  b a n k  in S t .  L o u i s / 9 t h  l a r g e s t  in M i s s o u r i  — a n d  g r o w i n g
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Hord Hardin II Nam ed Senior VP 
At Manchester Bank, St. Louis

ST. LOUIS—Hord Hardin II has 
been elected a senior vice president of 
Manchester Bank.
His p r i m a r y  re
sponsibility will be 
in the area of ad
ministration.

Mr. Hardin for
merly was a vice 
president of Mer
cantile T r u s t ,  in 
charge of one of 
th e co m m ercia l 
lending divisions.
Previously, he was 
with First National where he started 
in the international department and 
later moved to the commercial lending 
department with part-time duties in 
national account service.

A third-generation banker, Mr. Hard
in is the son of Hord W. Hardin, 
senior vice president at St. Louis Union 
Trust, and grandson of the late Hord 
Hardin, past executive vice president 
at Mercantile Trust.

Free Checking Accounts Offered 
By Th ree St. Louis-Area Banks

Tower Grove Bank, St. Louis, Con
tinental Bank, Richmond Heights, and 
Bank of House Springs—all members 
of TG Bancshares—are offering free 
checking-account service for both busi
ness and personal accounts.

TG Bancshares Co. said it is the first 
time in the greater St. Louis area that 
any bank has offered true no-cost check
ing accounts, without any qualifications 
and on a continuing basis, to both busi
ness firms and individuals.

■ MARCELINE STATE recently in
creased its surplus from $50,000 to 
$125,000.

■ HARTLEY G. BANKS JR., former 
executive vice president, First Bank of 
Commerce, Columbia, has been elected 
president. He succeeds his father, the 
late H. G. Banks Sr. The younger Mr. 
Banks joined the bank in 1956 and has 
served as executive vice president since 
1967.

St. Louis-Area HC M ortgage  Firm 
M oved From U. City to Clayton

Commerce Mortgage Co., a Kansas 
City-based, wholly owned subsidiary 
of Commerce Bancshares, Inc., has 
opened a branch office in the St. Louis 
suburb of Clayton. The branch had 
been located for nearly two years in 
the Commerce Bank of University City, 
also a St. Louis suburb. The Univer
sity City bank is an affiliate of Com
merce Bancshares.

W. Ken Hawkinson, vice president, 
Commerce Mortgage Co., was named 

manager of the St. 
Louis office. A St. 
Louis resident, Mr. 
Hawkinson most 
recently was a real 
es ta te  consultant 
for the Lieberman 
Corp., the Dolan 
R ea l t y  Co.  and 
Paul Pieper Con
s t r uc t i on  Co. ,  
where he was ac
tive in develop

ment of Turnkey I projects. He has 
been executive assistant to the chair
man of George W. Warnecke & Co. and 
president of Warnecon Corp.

Missouri Death

THOMAS I. KREEK, 79, vice presi
dent and director, Citizens Bank, 
Oregon. He had been with the bank 
40 years.

Hampton Bank Has New  Quarters

TOP: J im  Ja m e s  Jr. (I.), ch., a n d  A r t  Z in se l- 
m eyer, pres., H a m p to n  Bank , St. Louis, v ie w  
the b a n k 's  n e w  qua rte rs, w h ich  fea tu re  2 3 ,500  
sq u a re  feet o f  cu stom er se rv ice  a rea, 21 teller 
w in d o w s  a n d  cap ac ity  fo r m ore  th an  10 ,000  
sa fe  d e p o s it  b o xe s. B O T T O M : T h ro u g h o u t  the 
n e w  b u i ld in g  a re  sp a c io u s, h a n d so m e ly  d e 
s ig n e d  cu stom er lou n ge s.

■ CRYSTAL CITY STATE advanced 
D. R. Becker from assistant operations 
officer to marketing officer. In other 
action, Mrs. Joyce Laiben was named 
assistant secretary to the board and 
to the bank corporation. Crystal City 
State is a member of First Union 
Group, St. Louis.

■ W EBSTER GROVES TRUST has 
promoted J. Harold Skelton to senior 
vice president. Mr. Skelton, who joined 
the bank in 1969, is head of the trust 
and insurance departments.

Bank Opens Motor Facility

Un ited  M is so u r i B a n k  o f C a rth a g e ,  an  affiliate  
o f U n ited  M is so u r i B a n c sh a re s, Inc., K a n s a s  
C ity -b a se d  m u lt i-b an k  h o ld in g  co m p a n y , re
cently ce leb ra ted  the o p e n in g  o f its n e w  m otor 
b a n k  fac ility. S h o w n  p a r t ic ip a t in g  in r ib b o n 
cu tting ce rem on ie s  are: (from  I.) G. Steven
B e im d iek, pres., C a r th a g e  C h a m b e r  o f  C o m 
m erce; R. A. E va n s, b a n k  ch.; Joh n  She ld on , 
C a r th a g e  m a yo r; Jo h n  K ram e r, pres., U n ited  
M is so u r i B a n c sh a re s; Ted B. E van s, b a n k  pres.; 
a n d  M is s  R a ch a e l Thorn ton , exec, sec., C a r 
th a g e  C h a m b e r  o f  C om m erce.

An E n v i a b l e  R e c o r d
For S o u n d n e s s

B a ltim o re  B a n k
and Trust Co.
Kansas City, M issouri

Member Federal Deposit Insurance Corporation

H A R D IN
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G4LL
YOUR

COMMERCE

Commerce (% 
Bank
of Kansas City
Phone 816-842-7500

Frank Greiner

■

Frank Greiner is one of the aggressive young bankers 
at Commerce in Kansas City who can help marshal the forces 
of the area's largest bank on your behalf.
He's ready to go to work for you today.
Give Frank a call.
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Tower Grove Bank Complétés Expansion Program W ith Public Open House

LEFT: M a in  b a n k in g  lo b b y  o f rem ode led  a n d  e x p a n d e d  T o w e r G ro ve  
Bank , St. Louis, not o n ly  p ro v id e s  m ore  sp ace  th an  fo rm e rly , bu t w a s  
d e s ig n e d  to  b le n d  w ith  deco r o f  th ree -sto ry  a n n e x  th a t  a d d s  17,000  
sq u a re  feet o f  sp ace  to so u th  end  o f b a n k  b u ild in g . W a ll- to -w a ll c a r 
p e t in g  in rich b ro w n  co lo r is a ccented  w ith  w o o d  p a rq u e t  f lo o r in g  
a ro u n d  su p p o r t in g  c o lu m n s  a n d  ch e ck -w rit in g  d e sks. W a lls  a n d  d r a p 
eries a re  ligh t  b e ige  to  con tra st  w ith  w a ln u t  fu rn itu re  a n d  counters.

P la n te rs  on  check cou n te rs  a re  filled w ith  s e a s o n a l b lo o m in g  p lan ts. 
R IG H T : D ire c to rs ' room  is located  on  top  f loo r o f n e w  th ree -sto ry  
a n n e x  a n d  w a s  d e s ig n e d  to com p lem ent u n u su a l t ra p e z o id a l tab le  
that w a s  h a n d c ra fte d  fo r  b a n k . S lid in g  p a n e ls  at end  o f ro o m  convert 
w a ll fo r  m o v ie  o r  s lid e  p rojection, co rk  b o a rd  or ch a lk  b o a rd . C o ve  
l ig h t in g  a ro u n d  perim ete r is su p p le m e n te d  b y  o v e rh e a d  sp o tligh ts. 
C o lo r  schem e is g reen  a n d  go ld .

TIOWER GROVE RANK, St. Louis, 
celebrated completion of the final 

phases of its expansion and remodeling 
program September 23 with an open 
house for the public. Guests were in

vited to tour the hank building and 
enjoy refreshments and music under a 
large tent on the bank parking lot.

There were souvenirs for adults, and 
clowns distributed balloons to children.

Displays of ancient and historic coins 
and currency were on view in the lobby.

The extensive building and renova
tion program, underway for the past 
18 months, resulted in a three-story 
annex adjoining the south side of the 
main building, a new foyer and real 
estate department on the east, indoor 
walk-up windows and five new drive-up 
windows. The main banking lobby and 
virtually all other areas of the existing 
building were redecorated.

During the open-house tours, visitors 
saw the bank’s new computer center in 
operation and visited the new install
ment loan department, dining facilities 
for employees and the trust department.

For the first time, women employees

Three w o m e n  e m p lo y e e s  o f  St. L o u is 's  Tow er 
G ro v e  B a n k  m o d e l n e w  ca ree r a p p a re l d e 
s ig n e d  b y  C re a t ive  Im a g e  o f  D a l la s  to com p le 
m ent b a n k 's  n e w  in te rio r decor. P o lye ste r 
d o u b le -k n it  e n se m b le s  con sist  o f  "m ix - a n d -  
m a t c h "  s e p a ra te s  in b ro w n , rust a n d  be ige . 
C o m p o n e n ts  in c lud e  tw o  sk irts, tw o  b lou se s, 
tun ic a n d  choice o f tw o  jacket styles. P ictured 
(I. to r.) a re  M rs.  C o lleen  Stuetzer, M rs.  B o b b ie  
W ie m a n  a n d  M rs. Sh ir le y  N eun .

MUNICIPAL BONDS
— Exclusively—

Y  our "Correspondent” for Municipal Bonds

Investment Bankers • Municipal Bonds
ONE TWENTY SEVEN WEST TENTH

KANSAS CITY, MISSOURI 64105
(8 1 6 )  2 21 -4311
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Bob Toburen

The "Aye, Aye!" button on his lapel, when he sits across the desk from 
Boatmen's correspondents or by his phone at the "River Bank," means Bob Toburen is 

on the same wave length w ith  his customers.

Bob— like Harold Smith, Lee McNorton,and the rest of Boatmens 
crew— appreciates the needs of correspondents and wants to say "yes, we can!"

collection, data processing, investmentWhatever your
counseling, ov formation, letters of credit, safekeeping . . .

call your mate at Boatmen s.
> mav not be in

:\I

l i t i

' ■ - C

Where money things happen . .
NATIONAL B A N K  OF ST. LOUIS
Broadway & Olive • 314-421-5200
Member Federal Deposit Insurance Corporation
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M r. and M rs. Robert J. G ad d y  (fa r  rig h t) greet 
lo ng-tim e customers w ho  brave d  steady d o w n 
pour to be on hand w hen  doors opened fo r  
Tow er G ro ve Bank's open-house celebration  
Sept. 23 . President G ad d y  said m ore than  5 ,000  
persons toured  b an k despite inclem ent w e a th e r.

Young depositors w ere  in trigued  by balloon  
characters created  by m em bers of Shrine clown  
unit w h o  en terta in ed  th rougho ut d a y -lo n g  open  
house a t Tow er G ro ve Bank. Tw o bands also  
enlivened festiv ities  as b an k  celebrated  com
pletion o f extens ive bu ild ing  and rem odeling  
p rogram .

Chance to try  directors chairs fo r  size w as  
h ig h lig h t o f th e ir tour o f To w er G rove Bank  
for these young open-house guests. C oncealed  
sliding panels in center background  convert 
w a ll fo r use as projection screen, cork b o a rd  
or chalk b o a rd . Board room  is located in new  
a d d itio n  on south side of m ain  b an k  bu ild ing .

Agri-business men and

Made Us Number One.
American National has more agri-business loans than 
any bank in Missouri or Kansas. In Iowa, we’re second; 
in Nebraska, we’re fourth and in the nation, we rank 
among the top 50 banks in agriculture loans.

For help with your agri-banking needs, do what so 
many agri-bankers d o -re ly  on American National’s 
Ron Louden, Vern Whisler and Don Folks. They’re 
in the habit of saying “ yes” to your correspondent 
and agri-business needs.

We’d like to be your Number One 
correspondent bank, too.

American
National
Bank

Agriculture / Correspondent Dept:
Ronald R. Louden, Vice Pres.
Vernon Whisler, Vice Pres.
Donald D. Folks, Vice Pres.

Sixth & Francis, St. Joseph, Mo. Phone 816/233-6141

An A M E R IB A N C  Bank

M em ber Federal Deposit Insurance Corporation

wore their new career apparel, which 
was designed by Creative Image of 
Dallas to complement the color scheme 
of the refurbished bank lobby. The 
new outfits are in shades of brown, 
rust and beige, and skirts, blouses and 
jackets can be “mixed and matched” 
to create a number of different combi
nations.

Robert J. Gaddy, president of Tower 
Grove Bank, is a past president of the 
Missouri Bankers Association. • •

Nunn Advanced to Vice President 
At Manchester Bank, St. Louis

S T . L O U IS  —
M anchester Bank 
has promoted Ken
neth Nunn from as
sistant vice presi
dent to vice presi
dent.

He will continue 
as a correspondent 
bank officer and as 
secretary of Man
chester F in a n c ia l 
Corp., the bank’s 
holding company. Mr. Nunn recently 
earned a diploma from Stonier Gradu
ate School of Banking at Rutgers.

James Heads Group Proposing 
New  Bank in Ellisville

ST. LOUIS—A group of incorpora
tors, headed by James R. James Jr., has 
filed a charter application for a new 
bank in the western St. Louis County 
suburb of Ellisville.

Mr. James is chairman of Hampton 
Bank, Clayton Bank and Bank of Crest- 
wood. The three banks make up a 
group known as the Dyna-Bank Finan
cial Centers.

The proposed bank would be located 
in either a new or leased building. 
Total capitalization would be $210,000, 
with $120,000 in capital, $60,000 in 
surplus and $30,000 in undivided 
profits.

128 MID-CONTINENT BANKER for October, 1972

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



THIS IS 
PART OF OUR 

TOTAL 
RESOORCES.

You can’t enter every one of a bank’s resources 
in a neat column of figures. Not ours, anyway.
We at Union National Bank believe our resources 
are made up of a lot of things. Our people.
The people we serve. The banks we serve.
Even our growing area and its total economy. 
That includes, of course, the agricultural

business. As the agribusiness has changed and 
grown more complex, our agricultural experts 
have grown to meet new challenges.
Next time you have a perplexing agribusiness 
financing problem, call on them. Make them a 
part of your resources, too.

UNION NATIONAL BANK
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Consumer Finance Conference 

To Be Sponsored by MBA 

Nov. 15-16 at Tan-Tar-A

The Missouri Bankers Association 
will hold its 17th annual consumer fi
nance conference November 15-16 at 
Tan-Tar-A Resort, Osage Beach.

The tentative program schedule calls 
for a dutch treat buffet breakfast and 
registration to be held Wednesday 
morning, November 15. This will be 
followed by a call to order by Pierce 
Johnson, vice president, Grand Avenue 
Bank, Kansas City, and remarks by Ben

A. Parnell Jr., MBA president, and pres
ident, Peoples Bank, Branson.

Keynote speaker scheduled for the 
morning session is John L. Gibson of 
Republic National, Dallas. Mrs. Mar
cella DeAlmeida, second vice president, 
First National, Joplin, will speak on 
customer relations. She will be followed 
by Bob Jaynes, director, ABA install
ment credit division, Washington, D. C., 
who will discuss pending legislation in 
the area of installment lending.

Afternoon special-interest sessions 
will include: “Recreational Vehicles and 
Equipment Financing”—Gerald E. Pe
terson, vice president, Boatmen’s Na

tional, St. Louis; and John Caster, vice 
president, Jackson County Bank, Kan
sas City; and “Collections”—Warren 
Haskins, senior vice president, Westport 
Bank, Kansas City; and John A. Ven- 
ditto, vice president, Union National, 
Springfield.

Following late-afternoon size-group 
meetings, a social hour, banquet and 
entertainment will highlight Wednesday 
evening.

The final session on Thursday morn
ing will feature economist Jarold W. 
Boettcher, vice president, Waddell & 
Reed, Kansas City, and Dr. Graham 
Clark, president, School of the Ozarks.

Awarding of attendance prizes and 
final adjournment will complete the 
conference late Thursday morning.

Reversal of Charter Grant 
For Central Bank, Clayton, 
Upheld by Circuit Judge

ST. LOUIS—The denial of a charter 
for Central Bank, Clayton, has been 
upheld by a circuit judge. The ruling 
upholds the action of the State Banking 
Board in its reversal of a charter grant 
by H. Duane Pemberton, commissioner 
of finance. However, the ruling upholds 
only a portion of the banking board’s 
complaint—the need and convenience 
aspect of the establishment of a fourth 
bank in Clayton.

The judge found that the method 
of organization of Central Bank did not 
constitute a violation of the branch 
banking law because the incorporators 
—all officers of General Bancshares— 
were going to own the bank. The judge 
stated that the practice of a bank’s 
incorporators turning a newly formed 
bank over to a holding company is a 
common one.

The banking board had contended 
that the method of incorporation was 
a violation of the prohibition against 
branch banking since the incorporators 
were all officers of the HC.

Jack W. Minton, president of Gen
eral Bancshares and one of the incor
porators, said that the holding company 
plans to appeal the ruling.

■ W EBE H. NAUNHEIM was elected 
chairman in addition to his title of 
president of Charter Bank of Overland. 
He succeeds James T. Davis, who re
tired as chairman but will continue as 
a director. The bank is an affiliate of 
First National Charter Corp., Kansas 
City.

■ FIRST NATIONAL, St. Louis, is 
seeking permission to establish a new 
facility in the southwestern part of the 
city. If approved, the facility will offer 
drive-in and walk-up banking and a 
night depository.

The First National Bank
ST. JOSEPH, MISSOURI 64502

FELIX AT FOURTH
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION

MID-CONTINENT BANKER for October, 1972

Call Benton, John or Earl at 279-2724, 
area code 816, and tell him what 
your overline needs are. You’ll get 
an answer. You see, at The First 
National Bank we make our cor
respondent banking services as 
thorough and convenient as 
possible.

Now just pick up the phone 
and call one of our corre
spondent banking represen
tatives. Let us assist you in 
working with your cus
tomers.

Call The First National Bank for 
an overline today. Benton, John or 
Earl won’t keep you, or your custom 
ers, waiting.

Call 2 7 9 -2 7 2 4 , area  code 816, today
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Do You Want to Buy

Control of a Bank? 

Do You Want to Sell

Control of a Bank?

Do You Want to Make a Start, 

by Buying a Minority Interest?

If your answer to any of the 

above questions is "Yes", the 

man for you to contact is

JASON V. OTT, President

Prescott, Wright, Snider Co.

Phone 816 842-3143 
916 Baltimore Ave.

Kansas City, Mo. 64105 
Since 1885

Our firm has been in the investment banking business since 1885. We 
can also serve your needs in the fields of Listed Securities, Municipal 
Bonds, Corporate Bonds, Over-The-Counter Stocks and Mutual Funds.
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KBA Convention
(Continued from page 94)

generally accompanies early expansion 
in the economy. “The real pressures on 
tight markets,” he advised, “are un
doubtedly many months away.”

Also discussing economic problems 
was ABA President Allen P. Stults, 
chairman of Chicago’s American Na
tional Bank. Mr. Stults expressed con
cern over the relatively low level of 
economic intelligence of the average 
“man on the street.” For that reason, 
he said, bankers should set examples in 
their communities and be the best in
formed citizens in the communities on 
economic matters. The consequences 
and implications of political decisions 
that hinge on economic information, he 
said, are of vital importance to the na
tion. Therefore, he said, an informed 
banker can help shape grass-roots opin
ions on economic matters that eventual
ly are reflected in national legislation.

Mr. Stults was strong in his convic
tion that the economic well being of the 
nation should always be the No. 1 prior
ity of our government, but without eco
nomic understanding at the grass-roots 
level (and this is where bankers must 
help), he said, undesirable legislation 
often will be passed.

Above all, he said, bankers (and all 
businessmen) must help dispel the 
myth that “profits are bad.” All eco
nomic progress and growth, he pointed 
out, must come from profits. Without 
profits there would be no growth in the 
economy and thus fewer and fewer 
jobs to fit the expanding labor force.

The subject of “closing tax loopholes” 
has become politically popular, he said, 
but what appear to be tax loopholes 
in many cases represent the considered 
judgment of previous decisions by Con
gress.

He asked, for example, if a repeal 
on mortgage interest payments would 
be justified. It would raise $2.8 bil
lion in federal income, but what would 
this action do to home ownership and 
the construction industry?

Also, he noted that oil-depletion al
lowances were once considered justified 
to reward the risks involved in locating 
oil. Presently, he said, 77% of our en
ergy is generated from oil and 25% of 
that oil comes from outside the coun
try. Will a decrease or elimination of 
these allowances shut off the flow of 
new oil resources, he asked?

Another speaker, Mrs. Mary George 
Waite of Alabama, spoke to bankers on 
the subject “Personal Touch Banking.” 
Mrs. Waite, the first woman to be 
elected president of a state banking

association, is a strong advocate of the 
“personal touch” in banking, and she 
points to a strong record of growth at 
the Farmers & Merchants Bank of 
Centre, Ala., which has grown from $5 
million to $20 million in the 15 years 
she has been its chief executive.

Get to know everybody, recognize 
all your customers and become involved 
in everything you possibly can in your 
community was Mrs. Waite’s advice to 
her Kentucky counterparts.

Mrs. Waite listed some 40 or 50 
projects in which her bank was en
gaged. For example, her bank has an 
“internal letter” that lets all employees 
know personal news about the bank’s 
customers, e.g., who was promoted, 
who moved into town, soldiers home on 
leave or just shipped overseas.

When you can say to a customer, 
“And how is Johnny? We are so proud 
of the record he is making in the ser
vice,” this is personal touch banking, 
she said.

Mrs. Waite and her bank pay close 
attention to the “little people,” the 
bank’s customers of tomorrow. Young
sters always come away with a sucker 
or a gift taken from a “toy chest” or a 
helium-filled balloon that advertises the 
bank “all over town.” Youngsters also
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receive “ice cream cone checks” good 
at any soda fountain in town.

“Get the people in and profits will 
follow” is the basic philosophy of this 
innovative and enthusiastic woman from 
Alabama! • •

Kentucky Governor
(Continued from page 95)

on practically every subject, without a 
fee?

Answers to all the questions were the 
same, he said—the banker!

He called on bankers not to grow 
complacent with their progress.

“When that happens,” he said, “you 
become second rate, and many suffer.”

He said that bankers have a great 
deal at stake. They must see that in
vestors realize profits, not just for to
day, but also for tomorrow. This profit 
can be the profit of a better quality of 
life through the public and private 
sectors working together.

“Neither of us can accept the status 
quo,” he said. “Your obligation to the 
general public is to do much more in 
the future.” * •
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®j] cm sm e
easy... just make your 
major correspondent, 

Stock Yards Bank.

To properly back up the hard-driving men who cover the territory keep
ing abreast of your individual needs, Bob Schrag pushes some 250 ,000  corre
spondent item s through Transit every day . . . and he keeps his departm ent 
lean and hungry for more of those items.

Bob is another one of the person-to-person reasons why you shouldn't 
wait another m inute for serv ice . . .  It takes just seconds to dial 618-271-6633.

" Y O U R  B A N K E R  S B A N K " .  . .

J u s t  ac ro ss  th e  r iv e r  f ro m  S t. L o u isTHE NATIONAL STOCK YARDS NATIONAL BANK
OF NATIONAL CITY

N ATIO NA L S TO C K  YA R D S , ILL. 
A  R ese rve  C ity

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



They can help. 
We can help.

These are some of First National's correspondent men
They spend their working days helping other banks.
And making sure we're helping properly back here at 

First National.
T ogether, there's noend to thehe lpw ecang ive .
International banking services, real estate or commer

cial loans, credit information, check collection, government 
and municipal bond trading, investment portfolio analysis, 
business development and marketing, or maybe some

advertising and public relations assistance
You see. we'l l help you w ith  it all. because your 

business is big business to us.
So big. in fact, tha t last year our deposits  from co r

respondent banks accounted for 32% of our total demand 
deposits.

Call your Correspondent Representative in St. Louis 
at 421-2000. Area Code 314. Give him and First National 
the opportunity to be of help.

First National Bank in StLouis f "  First Union
314/421 2000 St. Louis. MO 63101 Member FDIC Group
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