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These faces of
Liberty...
can give you

a competitive edge
with your customers.

William P. Dowling
Senior Vice President
Correspondent
Department

Ron G. Leavell
Vice President

P. V. “Vic” Barrios James L. Kienholz Larry A. Walker
_ Assistant Assistant Assistant
Vice President Vice President Vice President

Whether your immediate and long range assistance require-
ments are in Transit . . . Data Processing . . . Asset and
Liability Management . . . Operations . . . Trust Administration

. Fed Funds . . . Portfolio Management . . . International
Banking . .. Factoring ... Over-Lines ... or Participations (just
to name a few crucial areas) — here are the faces of Liberty
who can provide the link between our entire organization and
yours for the benefit of your customers.

8§83 liberiy

THE BANKOF MID-AMERICA

Dale Schroeder
Senior
Vice President

James E. Talkington
Correspondent
Banking Officer

The Liberty National Bank & Trust Company of Oklahoma City P. 0. Box 25848 Oklahoma 73125 Phone: 405/231-6164 Member FDIC
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YOUR BANK AND FIRST NBC,

TOGETHER WE CAN:
. Make a market for the investment of your excess funds;
. Buy and sell municipals and governments;
. Set up a portfolio accounting and advisory service;
. Structure a business or a term loan for your customer;
. Set up a real estate loan;
. Provide technical know-how and assistance in:
Oil and Gas Production Loans < International Services  Marine
Loans (Title 11) « BankAmericard ¢ Equipment Leasing  Trust Services
Computer Services « Equity Capital « Financial and Economic Analysis

TOGETHER WE CAN !

Call our Correspondent Bank Division. In Louisiana our Wats
number is 1-800-362-8530. In Mississippi, Alabama, Arkansas,
Oklahoma, and East Texas, call 1-800-535-8542. In other
areas, call collect 1-504-529-1371.

The Businessman’s Bank of the Gulf-South

FIRST NATIONAL BANK
OF COMMERCE

NEW ORLEANS, LOUISIANA MEMBER FDIC
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INTERNATIONAL INCENTIVES O Yes, | would like for one of
Division, International Silver Company y°ur premium experts to show
Meriden, Connectio.it 06450 me how International Silver
A»": Jack Daly (203) 265-2391 K S “ ffo S
subsidlary of standing promotions —at any
Name

I Company

1 Position
Address Tel.

1 City State Zip
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The way to win new depositors and influence old
accounts is to offer a wide variety of premiums.

Which is why International Silver now offers you
a total gift line for every kind of bank promotion.

Our bank premium consultants will help you with
an exclusive customized program that not only will
work effectively, it will work within your budget.

In fact, they’ll do everything and anything to help
you give people what they want, so they’ll give you
what you want.

Their business.

For more specifics, call Jack Daly at (203) 265-2391
or send for our complete product catalog.



June 12-13: Indiana Bankers Association An-
nual Convention, French Lick, French Lick-
Sheraton Hotel.

June 13-15: New Mexico Bankers Association

? ™ ual c°nventl°n- Albuquerque,

y0/ume 70, 7 June 1974

Hi»«»

July

July 11-14: ABA Central States Conference,
Mackinac Island, Mich., Grand Hotel.

July 21-Aug. 2: Southwestern Graduate School
of Banking, Dallas, Southern Methodist Uni-
versity.

FEATURES

19 CONVENTIONEERS WRESTLE WITH VITAL ISSUES

August In changing world of banking

Aug. 31-Sept. 3: Assemblies for Bank Di- 21 THE "HINKy-DINKV CASE

rectors, Colorado Springs, Colo., Broadmoor Supermarkets become S&L 'branches’

William H. Osterberg
Hotel.

23 MEETING THRIFTS' COMPETITION
EFTS provides effective tool

NEW COMPETITORS FOR BANKS
Large retailers, manufacturers pose threat

INFLATION CAN BE DEFEATED!
A program of action for bankers

September
Henry G. Blanchard
Sept. 8-10: ABA Correspondent Banking Con-
ference, Atlanta, Regency Hyatt House. 24
Sept. 12-13: Young Bank Officers of Kansas
Convention, Salina.
Sept. 15-18: ABA Personnel Conference, Min-
neapolis, Hotel Radisson. 81
Sept. 15-18: Bank Administration Institute
Convention, Chicago, Palmer House Hotel.
Sept. 22-25: ABA Charge Account Bankers
Division Convention, Chicago, Palmer House
Hotel.
Sept. 22-25: Nat’l Assn, of Bank Women Con-
vention, Disney World, Orlando, Fla.
Sept. 29-Oct. 2: Bank Marketing Assn. Con-
vention, New Orleans.

Rex J. Morthland

DEPARTMENTS

6 THE BANKING SCENE 10 SELLING/MARKETING 12 BANKING WORLD

October 14 COMMUNITY INVOLVEMENT 16 NEWS ROUNDUP

Oct. 17-18: Association of Registered Bank
Holding Companies Fall Meeting, Honolulu,
Kahala Hilton Hotel.

Oct. 19-23: American Bankers
Convention, Honolulu, Hawaii.

Oct. 27-30: Bank Marketing Assn.’s Electronic

Association

CONVENTION REPORTS

Funds Transfer System Conference, Chicago. 26 AMBI 46 TENNESSEE 62 ARKANSAS
Hyatt-Regency O'Hare Hotel. 34 ILLINOIS 52 LOUISIANA 64 OKLAHOMA
November 338 ALABAMA 59 MISSISSIPPI 66 TEXAS
Nov. 10-13: ABA National Agricultural and 68 KANSAS 72 MISSOURI
Rural Affairs Conference, St. Louis, Chase-
Park Plaza Hotel.
Nov. 10-13: Robert Morris Associates Fall
Conference, Atlanta, Regency Hyatt House.
Nov. 21-22: ABA Mid—Co?wtineynt MI'rust Con- STATE NEWS
ference, Chicago, Drake Hotel.
January (1975) 98 ALABAMA 100 INDIANA 102 IOUISIANA 106 NEW MEXICO
Jan. 30-Feb, 5: Assemblies for Bank Direc- 98 ARKANSAS 100 KANSAS 102 MISSISSIPPI 106 OKLAHOMA
tors, San Juan, P. R., EI Conquistador Hotel. 98 ILLINOIS 100 KENTUCKY 104 MISSOURI 108 TENNESSEE
February 108 TEXAS
Feb. 2-5: ABA Midwinter Trust Conference,
New York City, Waldorf-Astoria Hotel.
March
March 2-4: ABA National Credit and Com- .
mercial Lending Conference, New York EdItOI’S 53203, Tel. A414/276-3432; Torben Soren-
CitK, émericana of New \Ifork. « c son, Advertising Representative.
Marc -5: ABA National Marketing on- _ . .
ference, San Francisco, Fairmont Hotel. Ra|ph B. Cox l’\ngtir%(e)ngelinIL\llgllyBA(\tu/ﬁER;SSLljsesplijnbllibl]g)g

Brittain Gets HC Post

NEW YORK—AIfred Brittain 111,

Editor & Publisher

Lawrence W. Colbert
Assistant to the Publisher

Rosemary McKelvey

b?/ Commerce Publishing Co. at 1201-05
Bluff, Fulton, Mo. 65251. "Editorial, execu-
tive and business offices, 408 Olive, St.
Louis, Mo. 63102. Printed by The Ovid
Bell Press, Inc., Fulton, Mo. Second-class
postage paid at Fulton, Mo.

H . ) Subscription rates: Three years $18; two
president, Bankers Trust, has been Managing Editor ears 1ﬁ; one year $8. %ingm copies,
. eacn.

elected president of Bankers Trust New
York Corp., the bank’s parent.

He succeeds Lewis A. Lapham, who
retired recently, having reached manda-
tory retirement age.

Mr. Brittain has served as president
of Bankers Trust since 1966 and has
been with the firm since 1947.

MID-CONTINENT BANKER for June,

1974

Jim Fabian . .
Associate Editor
Advertising Offices
St. Louis, Mo, 408 Olive, 63102, Tel. 314/
421-5445; Ralph B, Cox, Publisher; Mar-
garet Holz, Advertising Production Mana-

ger.
Milwaukee, Wis., 161 W. Wisconsin Ave.,

Commerce Publications: American Agent
& Broker, Club Management, Decor, Life
Insurance Selling, Mid-Continent Banker,
Mid-Western Banker, The Bank Board
Letter and Program. Donald H. Clark,
chairman; Wesley H. Clark, president;
Johnson Poor, executive vice president
and secretary; Ralph B. Cox, first vice
president and treasurer; Bernard A. Beg-
an, Allan Kent, James T. Poor and Don
. Robertson, vice presidents.
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The Banking Scene

By Dr. Lewis E. Davids

Hill Professor of Bank Management,
University of Missouri, Columbia

The New Federal Financing Bank

MOST COMMERCIAL bankers are
unaware of the new Federal Fi-
nancing Bank, which was established
December 29, 1973, by Congress.

Because it is designed to expedite
the marketing of direct and guaranteed
securities in their portfolios, banks have
a strong interest in learning more about
this as yet-untested organization. Ba-
sically, its goal is to centralize the mar-
ket for federal agency securities and
thus establish a better market than now
exists for such securities. Further, as
one projects the volume of securities
that are potentially covered by the new
bank, they achieve almost mind-bog-
gling dimensions. Currently, over $70
billion of federal agencies securities are
found in the United States. By the end
of this decade, projections are that they
will be well in excess of $100 billion.

The theory behind establishment of
the Federal Financing Bank is that ef-
ficiencies of scale of size would result.
This would not only lower interest
costs to the federal agencies, but also
would provide a vehicle for coordina-
tion of the issuance of the securities,
so that they are not in conflict with the
objectives of the Federal Reserve
Board and the United States Treasury,
which  must roll over substantial
amounts of government debt all too
frequently.

The exact federal agencies that will
be using the Federal Financing Bank
are as yet unknown because it is up to
each federal agency to take the initia-
tive of utilizing the new bank’ ser-
vices. However, a number of major
agencies have been excluded by Con-
gress from participation in the Federal
Financing Bank. For the most part,
these are the larger and politically sen-
sitive government agencies such as the
Federal Home Loan banks, the Federal
Land banks and the Federal National
Mortgage Association. Thus, we still
have another federal agency, but not
the full degree of coordination that was
one of the objectives of the Federal
Financing Bank.

Not infrequently, these major agen-
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cies have floated securities some stu-
dents of the money market would hold
were at times embarrassing to and con-
flicting with the monetary policy of the
Fed. However, agencies such as Stu-
dent Loan Marketing, TVA, Export-
Import Bank and the Farmers Home
Administration will be eligible for
using the Federal Financing Bank.
More importantly, however, is the op-
tion that public housing community de-
velopment and urban renewal agen-
cies also may use this bank. In the past
it was the latter securities in which
the greatest premium probably was of-
fered. The interest premium had to be
offered simply to market these relative-
ly small issues.

Some canny bankers have made a
practice of picking up such agency is-
sues in lieu of direct U. S. government
securities because of their higher yield
combined with their AAA ratings. For
such bankers the Federal Financing
Bank will be viewed as an adverse de-
velopment to their investment policies.

At present, the bank is limited only
to having outstanding taxable obliga-
tions up to $15 billion. However, it is
anticipated that future congresses will
provide increased borrowing authority
as the bank becomes better established.
In effect, the $15 billion will be used
to purchase securities of the federal
agencies that join it. Because of their
volume and broader market, the yield
of Federal Financing Bank securities
probably will be materially below se-
curities issued by smaller federal agen-
cies. The eligible federal agencies, if
they elect not to utilize the Federal Fi-
nancing Bank, must obtain—for the
most part—permission of the Treasury,
and the Treasury will have authority
over the specifics of the nonparticipat-
ing agencies issues such as its timing,
probable interest rates, maturities and
the like. The nature of this requirement
quite likely is to nudge the smaller
agencies into cooperating with the Fed-
eral Financing Bank.

As of this writing, the Federal Fi-
nancing Bank was to begin operations

in late March or early April. It is
likely that the first agencies that will
be using the Federal Financing Bank
will be smaller agencies with poorly es-
tablished marketing facilities. One in-
teresting facet of this is the observation
that existing debt limits established by
Congress on the federal government
are now provided with a more trans-
parent loophole.

Failure of United States National
Bank at San Diego revealed a glaring
weakness in bank supervision in the
area of reporting of contingent liabil-
ities. In a similar context, these issues
of the Federal Financing Bank are di-
rect and guaranteed obligations of the
government, yet the question is raised
whether new issues of the Federal Fi-
nancing Bank should be under existing
debt limits established by Congress for
the U. S. Treasury. Apparently, not.
There is no inference here that there
is an inability of the government to
support the amount of agency debt,
but rather that it has resulted in a sit-
uation in which Congress has permitted
an escape hatch of considerable poten-
tial magnitude to develop.

The initial operation of the Federal
Financing Bank in early summer or
late spring of 1974 is not expected to
produce a major impact on the money
markets or bank investments. However,
notwithstanding this, there certainly is
the desirability of bankers to become
familiar with this new financing mech-
anism. The major money market banks
and major regional banks, no doubt,
will be providing their correspondents
with quotations and background ma-
terial on the Federal Financing Bank.
However, because it is new, it is quite
probable that many banks will wish to
hold off participating in this market un-
til it has achieved a certain amount of
seasoning.

Some believe that should it prove
significantly successful, a similar move
will develop in our several states. Thus,
the bank could have a more important
impact on yields of municipals held in
bank portfolios. ¢ *
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MR. KARLMAILEN

FCRAVBOCA DFRESS
TRAEERSARIR

Mr. Karl Malden was our
TV spokesman last year

Last year was a very
good year

But Karl Malden didn't
do it alone. Someone helped
him. You. Because you wanted
the best for your customers,
you pointed outthat American
Express®is the best brand of
travelers cheques your cus-
tomers can buy.

This year should be a
very good year, too. Karl
Malden will be working for
you again in the largest and
longest running campaign in
American Express Travelers
Cheque history. It will be
seen on the air from May 4
until September 15,1974,

Our commercials will be
running heavily in prime time
on all three networks. Plus

LARGEST
TV CAMPAIGN IN
OUR HISTORY

Here are some of the TV shows
your customers will see
American Express Travelers Cheque
commercials on this summer:

Kung Fu ¢ Columbo * Kojak
Banacek ¢ Cannon « Police Story
Mannix ¢ Harry Reasoner’s News

Walter Cronkite’s News
John Chancellor’s News
NFL Championship Games
WFL Premiere Season Games
Major League Baseball
And movies like:

El Cid « Taming of the Shrew
Blue Max...and more!

Karl Malden is currently playing
Mike Stone in the exciting TV series,
i"“The Streets of San Francisco.”™ *

additional spots in 17major
markets. More people will see
these commercials than ever
before. People who are your
best customers.

And in every commercial
Karl Malden will be pointing
out how different American
Express Travelers Cheques
really are.

The American Express
Company invented the
Travelers Cheque in 1891
Since then its been the leader
in the travelers cheque busi-
ness throughout the world.

This summer give your
customers the best. American
Express Travelers Cheques.

AMERICAN EXPRESS &

American Express Company.
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Selling AMarketing

LEFT: Representative of new First Security Bank, Downers Grove, lll.,, passes out souvenir checks
worth 150 each to visitors to bank's grand opening. High school student dressed like piggy

bank is seen entering at center.
their souvenir checks, worth 150 each.

Live Piggy Banks," Too:

Checks Worth 150
Barber Shop Singers
Help Open New Bank

When First Security Bank, Downers
Grove, 111, held its grand opening,
there were entertainment and givea-
ways for every age group.

The four-day celebration began with
the cutting of a ribbon of oversized sou-
venir checks. These checks also were
distributed to visitors, who redeemed
them at the bank for 150 each. On one
evening, the DuPage Valley Chanter
of the Barber Shoppers sang, while a
Saturday morning entertainer was
WGN’s “Cooky the Clown” from
“Bozo’s Circus.” He greeted youngsters
and signed autographs. Downers Grove
High School students dressed as dimes
and piggy banks distributed helium-
ffiled balloons, newspapers and “Village
Criers.”

The grand opening also included a
special free checking-account offer en-
titling individuals opening accounts be-
fore Tuly I to no-service-charge check-
ing. The first 250 persons to open ac-
counts received free rose bushes. Ac-
cording to Ron Kowalski, chief execu-
tive officer, the response was so over-
whelming that the bank decided to ex-
tend the offer with 200 additional
plants.

As part of its public service activities,
the new bank provides wheelchair fa-
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RIGHT: Youngsters crowd around tellers window to cash in

cilities that include an outside ramp
with wide entrance doors, a special sec-
tion of safe deposit boxes in the vault
to permit direct access to a box and an
extra wide and deep coupon booth with
a closing fan-fold door. In addition,
the bank produces Braille checks at no
extra charge for customers with limited
or no sight.

Four-Minuie Limit:

Free Car Washes Offered
If Customers Delayed
At Drive-Up Windows

Delays at bank drive-up facilities
sometimes are inevitable, and custom-
ers caught in such delays usually arent
happy about them. However, in Hous-
ton, Galleria Bank has found a way to
alleviate the situation at its new drive-
up installation. During one 60-day
period, the bank advertised, “If you
have to wait more than four minutes,
we’ll give you a free car wash.”

The promotion was advertised on lo-
cal radio stations and in the city’s two
daily papers. During the two months,
more than 700 free washes were given
away, and drive-up traffic increased
substantially.

The bank found an additional side
benefit to good customer relations—use
of the car washes as “customer sooth-
ers” for delays caused by factors other
than heavy traffic jams. These delays

resulted from check-verification time or
information gathering necessary to
complete a transaction.

Customer volume has increased from
8,500 cars a month at the old facility
to an average of 14,000 a month at the
new six-lane, visual-contact system.

A 'Live' Promotion:

Dog-Handling Exhibit
Held in Bank Lobby

Want an attention-getter lobby dis-
play? Try dogs!

Millikin ~ National, Decatur, 111,
turned over part of its lobby for two
hours one afternoon for a demonstra-
tion of the handling of purebred dogs.
The animals—of various breeds—were
some of the entrants in a dog show at
Millikin University. The area was cor-
doned off with movable gates, and the
carpet was covered with plastic run-
ners.

A bank spokesman reported that the
exhibit was enjoyed by adults and chil-
dren alike.

Purebred dogs with their handlers go through
their paces in lobby of Mflikin Nat'l, Decatur,
Ill. Breeds pictured include puli, saluki, cairn
terrier, shih tzu and affenpinscher.

Auto Loans, Anyone?

What better way to call customer attention to
bank auto loan services than by driving an
auto into the bank lobby and displaying it
along with a sign reminding customers to see
the bank first for auto loans? Glenwood (lIl.)
Bank got some extra "mileage” from its dis-
play by having members of the bank-sponsored
bowling team pile into the auto to see how
much room a compact car offered. At steering
wheel is William J. Gordon, bank president.

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



Herb Richardsons

kind ol correspondent banking
makes your money

work harder.

Herb is our director of regional banking. And he believes,
pure and simple, that good correspondent service

is strong commercial and retail programs admin-

istered by experienced correspondent

bankers.

First National has traditionally been the area's
strongest and most innovative retail bank. We're
the Louisville leader in savings and checking
accounts and an affiliate of the largest trust
administer in a seven state area, the First
Kentucky Trust Company. And we've developed
specialized programs like Master
Charge and MINUTE MAN/agement bond
portfolio service.

Herb and his staff have commercial,
retail and credit experience. So
they know the banking problems
you face.

As Herb puts it,

"Programs like these are what we
know best. What our corre-
spondent customers want to

know most. And what correspond-
ent banking is really all about.”

FIRST
NATIONAL

BANK
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BANKING WORLD

MCcPETERS BACON

« W. Liddon McPeters, president,
Security Bank, Corinth, Miss., has been
proposed for ABA president-elect in
1975 by the Mississippi Bankers Asso-
ciation. He is a past president of the
MBA. Mr. McPeters” many ABA activi-
ties include being chairman of the
ABA’s Centennial Commission, 1972-
75. He has been ABA state vice presi-
dent for Mississippi and a member of
its Governing Council, Economic Pol-
icy Committee and Government Rela-
tions Council. He is chairman of the
Deposits  Division of the ABA’s
Government Relations Council.

e Mercantile Trust, St. Louis, has
given four members of its correspon-
dent banking department additional
duties. Another member, Daniel W.
Jasper, who travels in several states in-
cluding Arkansas, Alabama, Louisiana
and Tennessee, has been promoted to
assistant vice president. Vice President
David T. Stoecker has been named head
of the Illinois division, which includes
Illinois, Indiana, Kentucky and lowa.
Assistant Vice President Richard R.

e David R. Calhoun Jr., chairman,
St. Louis Union Trust, died in New
York City May 15
after collapsing at
Penn Central Sta-
tion. He was 71.

He joined St
Louis Union Trust
in 1940 as vice
president and
stayed two years.
He rejoined the
firm in 1945 and
was elected presi-
dent the following
year. He was named chairman in 1966.

He was instrumental in the forma-
tion of First Union, Inc., HC formed
by First National, St. Louis, and St.
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MeCLURE BAGGOTT

Bacon now heads the Missouri division,
with responsibility for outstate Mis-
souri. Correspondent Banking Officer
John W. McClure has responsibility for
Kansas, Oklahoma and Texas. Repre-
sentative George M. Baggott heads the
St. Louis metropolitan division.

DRICK

e John E. Drick, president of First
National, Chicago, and First Chicago
Corp., has been named to the newly
created post of chairman of the execu-
tive committee as part of a realign-
ment of top management posts at the
bank and its parent HC. A. Robert Ab-

ABBOUD

Louis Union Trust. He served as both
chairman and CEO for a time.

* Roy A. Thomp-
son, 56, senior vice
president, Midwest

area group, busi-
ness development
department, Unit-
ed Missouri Bank
of Kansas City,
died May 8.

He joined the
bank, then called

City National, in
1937, became an
assistant cashier in 1952, assistant vice
president in 1956, vice president in
1960 and senior vice president in 1971.

THOMPSON

STOECKER JASPER

THOMAS

boud has risen from vice chairman of
the two firms to the newly created po-
sition of deputy chairman of both firms.
Chauncey E. Schmidt, former bank
vice chairman, has been named bank
president and HC vice chairman. Rich-
ard L. Thomas, former bank and HC
vice chairman, has been elevated to
HC president, remaining as bank vice
chairman.

SCHMIDT

e Alfred F. Miossi, executive vice
president, Continental Illinois National,
Chicago, has been elected president of
the Bankers’ Association for Foreign
Trade. Other newly elected officers in-
clude Alexander McW. Wolfe Jr., sen-
ior vice president, First National, Bos-
ton—executive vice president; Robert
N. Bee, senior vice president, Wells
Fargo Bank, San Francisco, and Doug-
las Smith, vice president, Industrial
National of Rhode Island, Providence
—vice presidents; Jack Jessen, vice
president, National City Bank, Cleve-
land—secretary; and Stanfield Taylor,
senior vice president, First National,
Miami—treasurer.

e H. Robert Bartell Jr. has resigned
as Illinois banking commissioner to be-
come president, Federal Home Loan
Bank, Chicago. He was appointed to
the banking post in 1971 by then Gov-
ernor Richard Ogilvie. Before that, he
was a college professor.

MID-CONTINENT BANKER for June, 1974



Lou Swank is our resourceful in-bank co- direct you to First specialists in other areas

bank assistant. And she’s “In The Know” of full service banking.

when it comes to helping you in any area of Maybe that’s why so many of our co-

banking operations. bankers have learned to call Lou Swank
When you have a question concerning when they really need help or information.

reconcilements or other account information Put Lou Swank on the spot. See what we

she’s the one to call. From credit mean. Call (918) 560-5155.
inquiries to money transfers to participations The First National Bank and Trust
— even theater tickets, Lou will be glad to Company of Tulsa, Box One, Tulsa,

help. And, when necessary, she’ll personally Oklahoma 74193.
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In New Orleans:

Superdome Completion
Assured by Low Bid
Made by Hibernia Group

Completion of the Louisiana Super-
dome in New Orleans was assured last
month thanks to a syndicate headed by
Hibernia National, New Orleans. The
syndicate submitted a low bid of
$8.25 million on construction-comple-
tion bonds.

The Hibernia group, which also in-
cluded Howard, Weil, Labouisse,
Friedrichs, Inc., New Orleans, offered
to buy the bonds, which mature over a
period from 1976 to 1993, at 5.467%.

“We felt very strongly as a local
bank that we should participate in
local issues, and we want to help the
community,” said Hibernia Vice Presi-
dent Glen E. Bascom. “We want to
see the Superdome completed. We
have supported it since its inception
and feel this is a good investment as
well as evidence of our community
support.”

Ultimately Employ 200:

Texas Banker's Efforts
Help Bring Steel Plant
To His Community

Thanks to the efforts of V. A. Clem-
ents, chairman, Longview (Tex.) Na-
tional, the city of Longview is getting
a multimillion-dollar ~ Armco  Steel
Corp. plant that, when it reaches full
production, will employ 200 skilled
workers. The new plant will be the
Armco Building Systems Group of the
Armco Metal Products Division.

Mr. Clements and Frank Abbott, a
representative of a local construction

V. A. Clements (2nd from L), ch., Longview
(Tex.) Nat'l, is presented with sketch of Armco
Steel's proposed Longview plant building by
L. I. Williams (2nd from r.), pres., Metal Prod-
ucts Division of Armco. Sketch was given in
appreciation of Mr. Clements' cooperation in
helping Armco locate its new plant in Long-
view. Governor Dolph Briscoe is at left. At
right is Frank Abbott, v.p., Abbott & Wailliams
Construction, Longview, who also worked
closely with Armco's site-selection team.
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Community
Involvement

firm, began working with Armco’s site-
selection team last December, when
the group was on a tour of five or six
Texas cities. The two men met with
the officials several times and supplied
complete information that eventually
fulfilled Armco’s requirement pattern.

On two occasions, Mr. Clements was
host to the Armco group at the Chero-
kee Club, where they held informal dis-
cussions with local civic, city and
county, employment, industrial, finan-
cial and educational leaders. The
Armco representatives praised Mr.
Clements and Mr. Abbott for their help.

Mr. Clements was lauded in a Long-
view Morning Journal editorial, which
said he “long ago established a reputa-
tion for knowing what industries seek
in a city and how to assemble and pre-
sent that information to them. When
Armco’s team came to Longview to see
what the area had to offer, Mr. Clem-
ents had marshaled a group of local
citizens who collectively had all the
answers Armco sought. . . .”

Save fhe Trees:

Scrap Paper Deposit Box
Installed on Bank Lot

First  Security Bank, Glendale
Heights, 111, is cooperating in a project
that will help reduce the newsprint
shortage and save thousands of trees.
The bank, in conjunction with the
Glendale Heights Chamber of Com-
merce, has set up in its parking area
a reclamation center for old newspa-
pers, magazines, punch cards and tel-
ephone books.

Area residents are being urged to de-
posit any scrap paper they may have
in a container, which, when filled, is
picked up by a paper stock firm for re-
cycling.

Proceeds from the paper sold to the
firm will be used for financing com-
munity-oriented events and scholar-
ships for area students. Consumer or-
ganizations that take part in the paper
drive will receive part of the funds
to cover their expenses.

The bank pointed out that, in addi-
tion to reducing the need for fresh
newsprint and saving trees, the project
will keep used paper out of garbage
dumps that use up precious land-fill
space and out of incinerators that con-
sume oxygen and pollute the air.

The collection box, open for paper
deposits every day, is located behind
First Security’s drive-up area.

On Permanent Display:

Series of Watercolors
Commissioned by Bank

Citizens National, Decatur, 111, pro-
vided a young artist—Robin O’Dell—
with his first commission to paint an
entire coordinated series of watercol-
ors, called “The Prairie Heritage Col-
lection.”

The O’Dell collection now is on per-
manent display at the bank, along with
the monthly shows that have become

This is portion of "The Prairie Heritage Collec-
tion" being shown at Citizens Nat'l, Decatur,
Ill. Paintings by Robin O'Dell were commis-
sioned by bank.

so popular over the past seven years.
In addition, the collection will be made
available for showings in other loca-
tions through special arrangement with
Citizens National’s correspondent bank-
ing department.

The bank’s objective is not only to
further the careers of promising area
artists, but also to extend public ap-
preciation of original art creations.

In connection with the O’Dell show-
ing, the bank distributes brochures de-
scribing the collection and containing
some comments from the artist. In-
cluded in the brochures is space for
viewers to write their opinions of the
collection and return to the bank.

8,500 Trees:

Bank Presents Tree Gift
To Reforestation Project

St. Louis is 8,500 trees richer as a
result of a gift from Commerce Bank.
The bank donated the trees to the
Project Greenback program, which is
a community-wide reforestation effort.

According to a spokesman for the
program, the contribution by Com-
merce Bank is equivalent—with match-
ing funds—to a gift valued at more
than $40,000.

Goal of the project is to plant 50,000
trees in the St. Louis area by the time
the city celebrates the American Bicen-
tennial.
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W hat credit insurance does
foryour loan,

Integon does
foryourcredit insurance.

The loan is protected against
the borrower’s

Helps

death or disability. The your
1 borrower is protected 1
Gives yOU against the possibility earnlngs'

of leaving the obligation on his
family, or adding financial woes to
his physical ills. You’re both pro-
tected by the size, experience

and reputation of Integon’s Credit

Insurance division.

m You handle credit
insurance to defend
your loans, to defend
IF your customers, and to
make some money. To
keep track of how much,
Integon sends you a monthly
computer report of your
commissions, claims, pre-

mium income by branch and
. . by month, and overall totals for the year-to-date, and
Makes life Slmpler. aggregate for your contract.
Just as this vital protection of your
receivables makes your lending operation
less hectic, Integon’s experts make your
credit insurance sales a snap. We give

you the services of a

Meet your man.

As you know, the law sets the rates; our
superiority is in our specialists and our
service. When you meet our man for your

state, you’ll understand why over 1,100 *

financial institutions depend on Integon. 1

For full details or to arrange a
visit without obligation, just call
collect to J. Wayne Williard, Jr.,

Assistant Vice President, Credit
Insurance, at 919/725-7261.

credit insurance specialist. That’s his field, and his
only field. He’s at your bank regularly and frequently.
He’s at your call every day. He’s ready and able to
help train your staff in selling and running the
smoothest credit insurance program anywhere.

Or write to him at
Integon Corporation,
Winston-Salem, N. C. 27102.

INTEGON

LIFE INSURANCE
CORPORATION
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NEWS ROUNDUP

News From Around the Nation

Variable-Rate CDs for Mutuals?

The FDIC is studying whether to allow mutual savings
banks to offer CDs whose yields would be tied to Treasury
bill rates.

It is believed that such a variable-rate CD would be
attractive during periods when short-term interest rates
are high. Such a CD might have a ceiling that would be
announced monthly and be effective for one month. The
rate would be linked to the average of the average yields
in the prior month’s weekly auction of 13-week bills.

T&L Deposit Interest Asked

The Treasury wants banks to pay interest on a portion
of Treasury tax and loan deposits. It is expected to ask
for legislation to that effect.

Questions about the fairness of allowing banks to have
interest-free Treasury tax and loan accounts have arisen
in light of the willingness of banks to pay 11% and more
for overnight Fed funds and for time deposits. This makes
the interest-free government deposits quite valuable.

Interest-free deposits were originally conceived as a way
for the Treasury to compensate commercial banks for col-
lecting taxes for the government and for other services.

Because interest rates are so high, the Treasury has
concluded that banks are being overpaid for these services
and some of the deposits should be transferred into
interest-bearing form.

Auto Leasing Review Asked

The National Automobile Dealers Association (NADA)
has filed a notice of appeal with the U. S. Court of Ap-
peals seeking a judicial review of the recent Fed ruling
that permits bank HCs to engage in auto leasing. The case
is not expected to be argued until 1975.

NADA says that the Fed’s personal property leasing
rule not only eases bank HC entry into auto leasing, but
encourages it.

FDIC Delegates Approval Authority

The FDIC has delegated approval of certain relatively
routine applications to its division of bank supervision and
to its 14 regional directors in an action to expedite appli-
cation handling and to relieve the FDIC board of directors
of part of its workload.

The delegated approval involves applications for de
novo branches and other facilities as well as applications
for relocations.

The new delegations permit the director of the division
of bank supervision to use a “reasonableness” test in
determining whether an applicant’s aggregate fixed asset
investment is satisfactory relative to its earnings capacity
and in determining whether a commercial bank appli-
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cant’s adjusted capital and reserves are adequate relative
to its adjusted gross assets.

The new delegations authorize the director of the divi-
sion of bank supervision to approve (but not to deny)
applications by state member banks to retain their status
as insured banks upon withdrawal from Fed membership,
applications for approval of phantom bank mergers and
applications for deposit insurance filed by new banks
formed in connection with phantom mergers.

Larger Revenue Bond Role Sought

Congress has been asked to pass legislation to make
more funds available to state and local municipalities for
community development.

In testimony before a congressional subcommittee, the
ABA asked that the Banking Act of 1933 be amended to
allow banks to underwrite investment grade revenue
securities issued by state and local governments.

The ABA argued that if these governments are to obtain
the most advantageous interest rates and thus lower
borrowing costs, their market access must be widened.
The enactment of the ABA-favored amendment would also
increase competitive bidding on new issues, improve the
marketability of revenue bonds in the secondary market
and broaden the number of investors attracted to munici-
pal revenue bonds because of bank participation, the
ABA said.

Chicago Banks Accused of Bias

The five largest banks in Chicago have been accused of
bias against women by Women Employed, a new orga-
nization of working women. The alleged bias is in the areas
of promotions and salary equality.

In an 18-page study, the organization said women bank
employees are vastly underpaid and receive little advance-
ment compared with male counterparts.

Spokesmen for the five banks have denied the charges
and declared the study data to be erroneous.

Compliance reviews of the institutions by the Office of
Equal Opportunity Program have not been made since
1971-72. However, reviews are scheduled to be made
soon.

Examination Experiment Instituted

The Fed and the Indiana Department of Financial
Institutions have instituted a program in which the Fed
will modify its state bank examination procedures in
Indiana for an undefined period. Rather than conducting
a complete examination, the Fed examiner will be present
during the state examination and will complete reviews
necessary to fulfill the Fed’s statutory responsibilities.

State examiners will supply to the Fed reports of exam-
ination which will be used to prepare an internal evalua-
tion of the bank’s condition. The Fed will then correspond
directly with the bank regarding any potential violations.
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Let us give you FA.C.T.S.

Nancy Richard, Don Kidd and David Sas

Free for thirty days.

The “First’'s Automated Control for Today’s Securities” (F.A.C.T.S.) has been
proven with banks in five states. |It's the latest innovation in investment portfolio
analysis and accounting.

Your bond portfolio can be automated on the F.A.C.T.S. system for 30 days
at NO CFIARGE. Look over the many advantages of F.A.C.T.S., then call Don Kidd,
Nancy Richard, or David Sas in The First's Investment Division today, at 405-

272-4606.
With F.A.C.T.S. . . .you're not alone.
. . * Interest reporting on accrual
DEVELOPMENT: REPORTING: or cash income basis.
- Designed and developed by - Portfolio is current because of * Liquidity reporting.

The First National Bank and
Trust Company of Oklahoma
City.

MAINTENANCE:

* No forms to be filled out. Our
staff handles the complete
conversion.

e Updated daily or as instructed.

e Complete back-up reporting
maintained.

« Eliminates bond register post-

ing.

daily updates.
Weekly recaps and detailed
monthly reports (Daily report-
ing available).
Complete audit trail of activity.

Premium amortized — none,
monthly, quarterly, coupon or
yearly.

Discount accreted — none,
monthly, quarterly, coupon or
yearly.

Callable bond reporting.
Callable bond premium amor-
tized to call date and/or ma-
turity date.

Forecast of cash income.

You're not

OVER $65,000,000 CAPITAL STRECTURE / LARGEST

alone.

« Pledging reporting by pledgee.

Safekeeping

cation.

* Reports for bank calls, audits

and examinations.

Director’s reports for pur-

chases.

e Maturity schedules.

« Average yield reports.

* Management appraisal reports
of total portfolio.

e Direct terminal can be in-
stalled in your bank.

Unlike many other programs,

F.A.C.T.S. offers the availability

of almost all reports on request.

reporting by lo-

You've got

ue rirsV flie First.

NATIONAL BANK AND TRUST COMPANY 1]
OF OKLAHOMA CITY |

IN OKLAHOMA / MEMBER F.D.I.C,

A SUBSIDIARY OF T OKLAHOMA BANCORPORATION, INC.
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AUTOMATED
TELLER RACKAGES.

ATRKKY BUSMESS OF
MINIMIZING RISKSAND
MAXIMEMG PROFITS.

AMERICAN FLETCHER
NATIONAL BANK

AFNB

Here’s why
over twenty banks
think American
Fletcher has Automa
the best HTED CONSUMER SFHRWES Consur
program
around. gpN

Auto- T CHARLEY ALBER offers yc
mated tellers Sales and Marketing Officer comprehen
arent an 450 E. Washington Street 317-E.B
inexpensive Indianapolis, IN 46227 o wh | program. We'll
proposition. assist you in
Obviously, mis- acquiring the
takes can be quite automated tellers
costly. American you want. We'll
Fletcher can help you help you emboss,
minimize the risks, and encode and issue your
maximize the profits in plastic teller cards.
any automated teller We’ll provide marketing
program. Our Automated and operations guidance.
Consumer Services Everything you need is
Bureau knows the ins available from American
and outs of the business, Fletcher, at a highly
because weve developed competitive price.
automated teller programs If you're interested
for American Fletcher and in automated tellers packages,
over twenty other banks. You call us collect. Wed like to talk
dont get that far in this with you. Contact: Charley Alber,
business unless you know American Fletcher National Bank.

317/633-1501 Call Collect.

AMERICAN FLETCHER NATIONAL BANK AFNB

INDIANAPOLIS, INDIANA
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Conventioneers Wrestle With Vital Issues
In Changing World of Banking

Usury laws, structure changes, competition in spotlight

BY THE EDITORS OF MID-CONTINENT BANKER

SURY LAW restrictions, bank structure and com-

petition were the three topics uppermost in the
minds of bankers throughout the Mid-Continent area
as state banker association conventions were held in
April and May.

Several states seemed to be outbidding one another
for the title of “worst off” regarding usury law re-
strictions, which bankers claim are inhibiting the busi-
ness of banking. Most notable in this category were
Missouri, Tennessee and Arkansas, with the latter
emerging with the dubious honor of being in the worst
“pickle” of them all.

The future of the multi-bank holding company move-
ment and the status of branching held center stage in
Illinois, which was the scene of two statewide banker
association conventions, as well as in Louisiana, Texas
and Arkansas. Almost every state convention reviewed
the Hinky-Dinky situation in Nebraska, where an S&L
made financial history this spring with the installation
of Transmatic Money Service in two supermarkets.

The rapidly expanding area of competition from
nonbanking quarters was a popular topic at conventions
in Illinois, Kansas and Arkansas, where the encroach-
ing financial services of firms such as Sears, Roebuck
and General Electric (to name but two) were vividly
described.

State banker

MID-CONTINENT BANKER for June, 1974

association conventions are seldom

arenas for action, but delegates in Alabama chose their
1974 convention as an opportune time to organize an
independent bankers division (see page 38) and the
executive council of the Tennessee Bankers Association
called on the state governor to take action to remedy
the usury law situation in that state at a meeting held
during the Tennessee convention (see page 46).

Articles on the Hinky-Dinky situation and the status
of nonbank competition appear on pages 21, 23 and 24.

One of the better-conducted campaigns to raise the
usury law ceiling took place in Missouri during the
past few months, under the direction of the Missouri
Rankers Association. The attempt was not successful,
as legislation had not come up for action when the
legislature adjourned, but the campaign to raise the
ceiling from 8%to 10% resulted in a study authored by
Murray L. Weidenbaum, Ph.D. at Washington Uni-
versity, St. Louis, and consulting economist to First
National, St. Louis.

Dr. Weidenbaum reported in the May issue of “First-
St. Louis Rankers News” that Missouri’s usury rate
(as well as those in most other states) was not serving
the best interests of the average citizen, even though
the statute was originally intended to protect such
citizens from usurious lending rates.

In reporting on studies made of various state usury
laws, Dr. Weidenbaum wrote that all reports indicated
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that usury laws tend to act negatively toward people
with poor credit ratings—the same group of people
the law was designed to assist.

Bankers in states that have higher interest rate
ceilings, he wrote, tend to lower their credit standards
and expand credit opportunities, enabling them to
absorb the losses associated with poor-risk loan ap-
plicants.

When a state is surrounded by states that have higher
usury ceilings, he continued, funds tend to flow from
the state with low rates into those with higher rates.
Also, lenders tend to favor corporations and other
investors, as these borrowers can be charged a higher
rate (except in Arkansas, where the ceiling is across-
the-board).

One of the major casualties of such a policy is the
real estate industry, Dr. Weidenbaum wrote. The in-
ability of many prospective home buyers to obtain
mortgages has resulted in growing numbers of unsold
homes, reduced construction activity and rising un-
employment among construction workers.

A concerted effort to remedy the usury law situ-
ation in Arkansas is being undertaken by the Arkansas
Credit Requirements Committee of Little Rock. Chair-
man of the committee is Pat Wilson, president, First
Jacksonville Bank.

The committee is circulating petitions calling for a
constitutional amendment that would place the question
of usury laws under the jurisdiction of the state legis-
lature so that the usury rate could be changed by
legislative process rather than by cumbersome consti-
tutional amendment.

A total of 69,000 registered voter’s signatures is
needed for the petitions to qualify by the July 1 dead-
line. A committee representative says there will be no
problem in securing the necessary signatures.

The committee was formed earlier this year as a
result of efforts by concerned businessmen in Little
Rock, among whom was Edward M. Penick, chairman
and CEO, Worthen Bank and First Arkansas Bankstock
Corp.

The bank structure issue hits home in more states
than the usury law controversy. The governor of Mis-
souri has a bill on his desk setting limits on the rapidly
growing HC movement in that state. The governor has
until July 1 to sign the bill, which would limit any one
HC’s acquisition of deposits to 13% of the state’s total.
The bill represents a compromise between independent
and HC banks and it’s anyone’s guess whether it will
be signed.

Should it not be signed, the state’s independent
bankers vow they will resolve the issue by placing a
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more restrictive version on the November ballot. They
have enough signatures to petition such action. Bankers
are apprehensive of the scars from the battle that is
predicted should such action be taken.

Two bank structure bills were introduced in the Illi-
nois legislature this year on behalf of the Association
for Modern Banking in Hlinois (AMBI). An explanation
of the content of the bills appears on page 30. At press
time, no action had been taken on either bill and the
legislative session will continue until the end of June.

Meanwhile, a group within the Illinois Bankers As-
sociation called the Independent Community Banks in
Illinois has been formed to influence the leadership of
the IBA to exert more pressure to promote the interests
of unit bankers in Illinois. The group was successful
in having its viewpoint adopted at the IBA convention
last month in Peoria, a move that has been interpreted
as further delaying any resolution of the rift that caused
AMBI to be formed as a competing association with
the IBA (see page 34).

Shortly after the Louisiana Bankers Association con-
vention ended, two structure bills were introduced in
the Louisiana legislature that would permit multi-bank
HCs in the state. At present, only one-bank HCs are
permitted.

According to Willard Whitmore, president and CEO,
First National, Houma, and president, Louisiana Inde-
pendent Association of Bankers, the bills are expected
to die in the Senate Commerce Committee. However,
should they be voted out of the committee, they face
a tough fight in the legislature, he continued. At press
time, more than 4,000 telegrams against the bills had
been received by the committee.

Chief spokesman in favor of the bills is James H.
Jones, chairman, First Commerce Corp., HC controlling
First National Bank of Commerce, New Orleans. Mr.
Jones has stated that states permitting multi-bank HCs
have enjoyed accelerated industrial development, in-
creased employment, higher per capita income and
other benefits, all of which are needed in Louisiana.

Should the bills be defeated, there is little doubt
that they will be submitted in subsequent legislative
sessions.

Information about structure developments at other
conventions appears in the various convention reports
in this issue.

This year’s state banker association conventions have
reinforced the fact that conventions are no longer
respites from work for bankers. Rather, they serve to
provide valuable opportunities for bankers to be brought
up to date on a multitude of critical situations that are
drastically affecting the finance industry. * *
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The Tlinky-Dinky' Case:
Deposit, Withdrawal Services Provided
By S&L at Supermarket Locations

LL STATE bankers associations, |

am sure, have been studying the
problem of competition, particularly
competition from S&Ls. Recent de-
velopments in Nebraska have brought
the question of this competition to the
forefront.

In my state, First Federal S&L of
Lincoln has created a “place-of-busi-
ness” electronic funds transfer system
called Transmatic Money Service
(TMS). What is TMS? How does it
affect commercial banking? What are
the alternatives available to the bank-
ing industry to combat this type of
competition?

First a little background: Last Janu-
ary 9, the Federal Home Loan Bank

Board issued temporary regulations
allowing federal S&Ls to establish
“place-of-business” EFT  terminals.

These temporary regulations will be
valid until July 9, 1974. Every indica-
tion is that the normal rule-making
procedures will take place prior to ex-
piration of the temporary regulations
and that full authority to operate such
terminals will be granted all federal
S&Ls and, ultimately, all state S&Ls.

Let’s look at how TMS operates. An
S&L customer can apply for a TMS ac-
count at any First Federal branch or
home office or complete a new-account
form at a branch, by mail or at a TMS
terminal in one of two Hinky-Dinky
supermarkets. These new-account forms
then are forwarded in postage-paid
envelopes to the S&L’s home office. The
new customer receives a temporary
paper card, and a plastic card is issued
in 15 days.

At present, a TMS customer can use
his card at two Hinky-Dinky locations
in Lincoln, at First Federal’s home of-
fice or at its branches. Other Hinky-
Dinky stores, other grocery chains and
retail merchandisers are negotiating to
become part of the TMS system. Pres-
ent card base on TMS is 24,000. First
Federal has some 90,000 customers,
and TMS or “place-of-business” termi-

By WILLIAM H. OSTERBERG
Executive Manager
Nebraska Bankers Association
Omaha

nais can be installed under the tem-
porary regulations within 50 miles of
any S&L branch or home office.

The TMS terminal is located at the
supermarket’s customer service counter,
where checks are cashed, soda bottles
returned, etc. To perform a transaction,
the customer fills in the amount to be
deposited or withdrawn on a transac-
tion slip, which then is given to the
teller along with the customer’s Trans-
matic card. The customer also gives
the teller a four-digit identification
code. The teller imprints the slip and,
placing the TMS card in the IBM unit,
calls First Federal’s computer in Lin-
coln. When the computer is ready to
receive the transaction, it responds
orally with the word, “proceed.” Using
the terminal keyboard, the teller sends
a three-digit code for the type of trans-
action to be made, the customer’s iden-
tification code and amount to be de-
posited or withdrawn. To complete the
transaction, the teller pulls the drawbar
over the card, and the IBM terminal
reads the magnetically coded informa-
tion to the computer. Then the teller
accepts the deposit or gives the cus-
tomer the money requested. The whole
process takes less than a minute.
There’s no question as to the validity
of the customer’s credit. Deposits and
withdrawals are quick and simple.

William H. Osterberg
is shown speaking at
the Missouri Bankers
Association’s conven-
tion last month in St
Louis. The article be-
ginning on this page
is based on the talks
given by Mr. Oster-
berg at both the Mis-
souri and Oklahoma
Bankers associations’
conventions.
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Daily transaction data are posted to
an activity-file display at the Hinky-
Dinky Center in Omaha. First Federal
reconciles and settles daily with Hinky-
Dinky. There is no customer charge,
either from the S&L or supermarket.
Fees for terminal space are being ne-
gotiated by First Federal and Hinky-
Dinky. Transactions are guaranteed
both for Hinky-Dinky and TMS card-
holders.

At the two terminals for the first 30
days of operation, there were 2,057
transactions. The preponderance of
them were in the form of deposits—
$242,868. Withdrawals totaled $37,-
856, and so net deposits were $205,-
012. Average savings deposits, net per
day, were $6,837. There has been an
average of 68 transactions per day, and
500 new accounts were opened in the
first 30 days. Deposits ranged from $50
to $6,000. Assuming an average of $7,-
000 per day in deposits on a yearly
basis, they would yield $2,555,000.
However, First Federal has indicated
it’s averaging $10,000 per day in de-
posits, which, for a yearly yield, would
be $3,650,000. If all Hinky-Dinky
stores would install TMS terminals—
and there are 15 throughout Nebraska
—we could assume a generation of
$54,750,000 in deposits in a year’s time
through Hinky-Dinky locations.

Fees are being negotiated between
First Federal and Hinky-Dinky and
probably will be between 300 and 400
per transaction. At first, this sounds like
a tremendous figure. Let’s see whether
it is:

Assuming 400 per transaction times
2,057 for the first 30 days equals
$822.80. Dividing that cost by the two
locations gives us $411.40 per terminal.
Dividing that by 30 days, we get a cost
of $13.71 per terminal per day. | doubt
that any financial institution can pro-
vide a 12-hour teller, seven days a week
for $13.71 per day. (Cost of the IBM
2730 terminal is $500.)

What about the backup costs at
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First Federal? They’re almost zero be-
cause the S&L already had a computer
operation and is merely tying to that
via telephone lines. Thus, it’s using
existing technology and equipment, the
cost of which already had been as-
sumed.

I want to emphasize that negotiations
are in progress at other Hinky-Dinky
locations, other grocery chains and also
sellers of retail merchandise in Ne-
braska. Also, other federal S&Ls have
been offered the service through First
Federal’s computer. Two such S&Ls
were scheduled to go on line early this
spring. Joint advertising appeared re-
cently in Omaha papers for Nebraska
S&L in Omaha and a federal S&L in
Council Bluffs, la. First Federal just
announced that eight S&Ls would go
on the system as soon as a suit filed by
the state attorney general to prohibit
the TMS operation is settled. First Fed-
eral now is temporarily restrained from
continuing the operation. (Editor’s
note: The consensus is that First Fed-
eral probably will be allowed to go
ahead with TMS.)

What effect can this “place-of-busi-
ness” EFTS have on commercial bank-
ing? It can result in loss of individual
checking and savings accounts. For in-
stance, John Q. Public has three ac-
counts—Master Charge, BankAmeri-
card and TMS. He deposits his pay-

First Nat'l, Jackson, Miss., is expanding

its service to customers and

check at a TMS terminal location, with-
drawing his pocket cash and cash for
groceries. Ffe makes the remainder of
his monthly purchases on either Mas-
ter Charge or BankAmericard. Most
restaurants, service stations, retail
chains, etc., accept one or both of these
cards. John Q. has a pre-authorized-pay-
ment agreement with the S&L on a
monthly basis to pay his Master Charge
or BankAmericard bills, utilities and
home loan. He has use of the bank’s
money on his charge cards for approxi-
mately 45 days with billing cycle, in-
terest free, plus getting 5fi% on his own
money during that period. In no way
does he require a checking account.

It’s possible that a loss of commercial
checking-account balances would oc-
cur because most retailers would carry
accounts with S&Ls for settlement pur-
poses on the TMS operation.

Both major S&Ls in my state, and |
am sure in other states, too, have either
transmatic or other types of service that
allow a corporation to call and transfer
from its checking account to its pass-
book account at the S&L. The latter
pays interest on receipt of the call and
transfers back to the checking account
on notice from the corporation. Assume
that XYZ Corp. would transfer via tele-
phone on Friday demand accounts in
commercial banks in the amount of
$10 million to its passbook account at

thus meeting thrift

institutions' competition by installing automatic tellers in a supermarket called Warehouse Food
Center. The two Oocutel 24-hour teller terminals are located adjacent to the checkout stands.
The supermarket is designed like a huge warehouse, and its customers may buy in the
conventional retail way or may purchase in wholesale quantities, all in the same place. First
National's MoneyMatic installation is on a wall along a mall containing a variety of retail
stores. There are no doors or walls separating the machines from the public mall area. A night
depository also is available near the automatic tellers. More than 85,000 persons shop at the
supermarket each week, and additional thousands patronize the restaurants, retail stores and
theaters in the surrounding Ellis Isle shopping center area. This high-traffic volume provides a

an S&.. The demand account over the
weekend is zero; the passbook account,
$10 million. The corporation receives
5w interest for three days—$4,315.
The S&L invests in the money market
at 10%for three days—$8,219. Net gain
to the S& —$3,904. Net gain to the
corporation—$4,315. Net loss to bank-
ing—$8,219.

Increased uses of TMS in the tradi-
tional fashion could cause further dis-
intermediation or loss of funds to bank-
ing and might possibly have adverse
effects on the entire payments mecha-
nism. Many bankers question what ef-
fect this might have outside major met-
ropolitan areas. | can answer that ques-
tion.

In Nebraska, the two largest S&Ls
and their branches have assets totaling
$1 billion. By drawing 50-mile circles
just around the federal S&Ls and their
branches in Nebraska, almost every lo-
cale is covered. When we add state
S&Ls, just about the whole state is
covered.

This could have an enormous effect
in your state as well. It’s evident that
if S&Ls technically have the opportu-
nity to provide these kinds of services,
they will do so, and each bank in our
states could be affected. In your bank,
think how close you are to an S&L
home office or branch.

We have covered the TMS operation
and discussed how this might affect our
states. Now what can be done to com-
pete with S&Ls in offering retail fi-
nancial services?

Let’s look at a possible solution. Bear
in mind that I, as a representative of
the NBA, am not trying to sell bankers
in other states a package or determine
what avenues they might take. This
possible solution is the Nebraska Elec-
tronic Transfer System—NETS. It’s
technologically feasible to provide com-
petitive retail banking services for all
banks and their customers through op-
eration of the NETS system. Package
retail banking services would include
accepting  deposits, accommodating
withdrawals, providing access to all
classes of bank accounts and facilitat-
ing third-party transfers. The NETS
system would service those off-premise
locations required to fit public demand
and convenience.

We are talking basically about
NETS point-of-sale terminals, where
an individual banking customer could
transact his financial business via elec-
tronic means. The NETS system would
have to be built to accommodate many
differing levels of both merchants and
bank-processing capabilities. It’s de-
signed for three levels of sophistication
for the merchants, ordinary telephone,

customer potential not found in many places, and automated tellers make it possible to offer “place-of—business" terminal or elec-
banking service to these customers without a costly installation or operation. According to a tronic Cash registerl

First National spokesman, before long automated banking service will be a regular fixture of )

most large supermarkets. (Continued on page 44)
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EFTS— An Effective Tool to Help Banks
Meet Thrift Institutions’ Competition

FTS”—electronic funds transfer

system—is rapidly becoming a
household term for bankers and for our
energetic competitors, the thrift institu-
tions.

Financial newspapers have devoted
a great deal of space recently to the
new Transmatic Money Service or
TMS, which was put into operation by
First Federal S&L in Lincoln, Neb.
(See page 21.) Early this year, First
Federal put two point-of-sale (POS)
computer terminals in two Hinky-
Dinky supermarkets in Lincoln. The
terminals are connected on line to the
central computer at First Federal and
cost only $500 each. Any First Federal
customer who has been issued a plastic
card may take that card to the POS
terminal at the customer service coun-
ter at either of the two supermarkets
and make either a deposit or with-
drawal.

During the first six weeks of opera-
tion, the two POS terminals processed
1,585 existing accounts. In addition,
672 new accounts were opened. There
was a total of $645,000 in savings de-
posits and total withdrawals of $40,-
000, so the total net gain in deposits
from the two terminals in just six
weeks was $605,000. | think this
amply demonstrates consumer accept-
ance of the POS terminal system.

One can quickly visualize that, with
the third-party-payment powers S&Ls
now have to handle consumers’ regu-
larly scheduled bills, such as utility,
house payments and others, most of
our customers could deposit their en-
tire paychecks in S&Ls via super-
markets. They could withdraw some
cash for personal use, then use bank
credit cards, whose bills also could be
paid regularly each month by an S&L,
and thus have little need for bank
checking accounts. More important to
consider, perhaps, is the fact that
there’s no charge to either the cus-
tomer or the merchant through TMS,

By HENRY G. BLANCHARD
Chairman
Commercial National Bank
Kansas City, Kan.

and the deposit draws dividends,
which are referred to as “interest.”

The TMS system has been suspend-
ed because of pending court action.
It’s interesting to note, however, that
both the Nebraska Bankers Associa-
tion’s general counsel and First Fed-
eral’s general counsel believe the odds
are overwhelming that this system will
not be stopped in the courts. In fact,
at a recent meeting, a First Federal
S&L representative publicly said that
when his association goes back “on the
air,” there will be nine Nebraska S&Ls
tied into TMS, and First Federal has
offered to make the system available to
all S&Ls in the state. In addition, S&Ls
from other states have been inspecting
the First Federal operation and are
seriously considering initiating a sim-
ilar TMS system. One of these S&Ls
is in Kansas. Most bankers conclude
there certainly is nothing “rinky-dinky
about Hinky-Dinky.”

It’s also important to note that the
Nebraska TMS system is not just an
isolated instance. There are many ex-
perimental projects going on today in-
volving EFTS, and many of them are
at the point-of-sale-terminal concept
already.

The Federal Home Loan Bank Sys-

The article beginning
on this page is based
on a report given by
Mr. Blanchard as pres-
ident of the Kansas
Bankers Association
during the 1974 KBA
convention.
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tem has an EFTS project director
named Richard Collins, who coordi-
nates the 12 districts and involves
himself in research and investigation
of needs to support EFTS for the thrift
industries. In all 12 district banks,
there is an EFTS coordinator whose
job is to keep up with activities of
individual S&Ls. A newly appointed
director of the FHLBB was very active
in the state of Washington in a project
involving several S&Ls. This project is
in Bellevue, Wash. A plastic card with
magnetic stripe—called the Exchange
Card—was initiated and used by 15
institutions. By June of this year, a 24-
hour-a-day automatic teller service is
to be installed in a building in the
center of Bellevue Square, and cus-
tomers of the 15 thrift institutions will
have complete access to it via the card
24 hours a day.

Also, the U. S, Savings & Loan
League has an exceedingly active
EFTS research department.

There are other specific examples.
The Ohio S&L League has an ongoing
EFTS committee with seven task
forces and is in the process of estab-
lishing a full-time EFTS staff. The
Florida S&L League is establishing an
EFTS subsidiary. The Virginia S&L
League has just hired a full-time EFTS
staff person. A New England Council
of Thrift Institutions has just been
formed and is studying crossing in-
dustry lines, similar to the Washington
project. S&.s in Philadelphia and St
Louis are studying the same possibility
and are ready for experimentation.

The FHLBB has issued a temporary
regulation that gives S&Ls the author-
ity to install TMS point-of-sale termi-
nals in any store located within a 50-
mile radius of the home office or
branch of an S&L. There’s hardly a
community in Kansas—or probably any
other state—that could not be touched

(Continued on page 65)
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Large Retailers and Manufacturers

— New Competitors for Banks

THERE WAS a time when the only
competition a banker really had to
worry about was the banker across the
street, or perhaps in the next town.
And while none of us really wanted
competition, we recognized that it
made us try a little harder and thereby
provided better service to our custom-
ers. It also generated banking innova-
tions—new services designed to attract
more customers by better meeting the
financial needs of our clientele. We
werent afraid of fair competition—as
long as we were all competing under
the same ground rules.

Then the game became a little more
complicated. Nonbank thrift institu-
tions entered the field, limited in the
types of loans they could make but
armed with an array of special privi-
leges to help them attract funds. And
for at least the past decade, we've seen
them attempt to expand their opera-
tions into new territory—territory we
had come to consider our own. Again,
while we didnt exactly welcome these
new competitors, bankers generally
have been willing to compete in con-
sumer services with nonbank thrifts—
as long as all are competing under the
same ground rules. Thus, new powers
for thrifts had to mean an end to spe-
cial privileges—it’s as simple as that.

But while we have been focusing on
bank and nonbank thrift competition,
new challengers have entered the field
—challengers many bankers have not
yet recognized as strong competitors
in the finance business. I’'m not talking
about the travel and entertainment
card companies, although they are cer-
tainly important competitors for our
credit card operations. Nor am | talk-
ing about insurance companies—long
recognized as significant competition in

By REX J. MORTHLAND
President
American Bankers Assn.

pointed out that large retailers could
become major competitors for banks
in offering consumer financial services.
In a report on “Competition for the
Commercial Banking Industry in . . .
an Electronic Payment System,” the
ABA said: “Major competition between
banks and large retailers will not only
exist for customer credit but for a more
important goal, which is management
of the family’s finances.”

That was three years ago. Today
much of that potential has been real-
ized. More and more retailers and
manufacturers are beginning to offer
financial services—and they are offer-
ing a wider variety of them than ever
before. Nor are they content to stick
simply to the consumer market—today
many of these companies are heavily
involved in all kinds of commercial
lending. In short, while banks have
been caught up in a series of skirmishes
with nonbank thrift institutions and
other banks, these nonregulated com-
petitors have taken a sizable bite out
of our financial market. And their ap-
petites show no signs of abating.

Although most of my remarks will
be devoted to this new competition in
the area of assets, we also need to rec-
ognize that these retailers and manu-
facturers are becoming important com-

Mr. Morthland gave
the speech on which
this article is based at
the Illinois Bankers
Association's annual
convention last month.

petitors for funds as well as for loans.
The reason is obvious: You cant make
loans unless you have something to
lend.

Where do retailers and manufactur-
ers get their funds? They get them
from borrowings, including activities in
the commercial paper market. And an
increasing number are getting them
from short-term notes or debentures,
some in denominations as low as
$50 offering attractive interest rates.
Through these activities it’s clear that
manufacturers and retailers will be-
come increasingly important competi-
tors for funds, particularly during pe-
riods of rising interest rates.

What exactly are the dimensions of
their competition for loans and. finan-
cial services? To begin with, Ford,
ITT, Control Data, Gulf & Western
and Marcor are all engaged in short-
term commercial lending. They also of-
fer long-term commercial loans, as do
General Electric and Westinghouse.
Control Data provides factoring ser-
vices. Equipment and personal proper-
ty leasing are available through Ford,
ITT, General Electric, Borg-Warner,
Westinghouse and Control Data; and
many of these large nonfinancial com-
panies also provide venture capital, in-
ventory finance and insurance.

These new competitors also are
heavily involved in consumer financial
services. A recent study published by
First National City Corp.1 documents
the extent of their participation. As of
January, 1973, the study says, the na-
tion’s three largest retail chains had
consumer installment receivables out-
standing equal to more than 11% of to-
tal consumer installment loans held by
the nation’s 14,000 banks. Sears Roe-

some financial areas. I'm talking about Mr. Morthland is ch. (Continued on page 77)
H H H eoples ank, elma,
the expanded financial operations of Ala. 1. Cleveland A. Cristophe, “Competition
the larger retailers and manufacturers. in Financial Services: (New York City);
More than three years ago, the ABA CitiCorp. (1974)
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Now whatdo you do?

It's the tough thirteenth and you’re under a tree. To pull this one off, you'll have to make
asolid decision and carry itthrough. But to make the right decision, you'll have to know
exactly what your options and your capabilities are.

The banking business produces the same types of problems . . . moments of
crisis when you have to assess the situation accurately, mobilize your re-
sources, and act quickly to profit from your opportunities. Inthese moments
you'll learn to appreciate the kind of correspondent Action you get from
Fourth National of Tulsa.

: o _ eviction
Fourth provides both the financial facilities you'll need, and the kind of B k
alert, clear-eyed correspondent know-how that produces profitable an
results. of
If you're ready for a really “pro” correspondent, call Glenn “Red” Ward Tulsa

or Wilber Waters. They’ll provide the driving “will to win” to get things
moving—and keep them moving toward the championship. Remem-
ber: When you need an Action correspondent, recruit Fourth
National... the Action Bank of Tulsa. It's the way to win.

FOURTH

NATIONAL BANK

515 SOQUTH' BOULDER
TULSA. OKLAHOMA 74103
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Multi-Office Banking Goal
Attainable in lllinols,
AMBI Conventioneers Say

By ROSEMARY MCcKELVEY
Managing Editor

F ANY DESCRIPTION fits the first

annual convention of the Association
for Modern Banking in lllinois
(AMBI), it’s “confident.”

Despite the fact that the state has
had an anti-branching law for about
50 years, AMBI’s leaders and members
firmly believe they will get branching
and multi-office banking bills passed
next year. This confidence was reflect-
ed in topics such as “Successful Mar-
keting Management in a Multi-Office
Environment,” “Problems and Possibil-
ities in Running a Multi-Office Hold-
ing Company,” and “Observations on
Multi-Office Banking From the Regula-
tory Authorities,” in a press conference
held on the first morning of the two-
day meeting, in talks by AMBI’s top
officers, Walter J. “Jack” Charlton, its
president, and Henry E. Seyfarth, its

chairman, and in conversations be-
tween sessions and at luncheons and
dinners.

However, no one connected with
AMBI is overconfident. All members
realize they have a fight ahead of them,
and this feeling, too, was evident
throughout the meeting, held April
29-30 at the Drake Oakbrook in Oak
Brook, 111 Delegates were urged many
times to contact their legislators, to
get their employees active in promot-
ing AMBI’s aims and to take their case
to their customers and line them up be-
hind the proposed liberalization of IlI-
linois’ banking laws.

Two bills—SB 1312 and SB 1313—
were introduced at this year’s General
Assembly to bring full-service facil-
ities and multi-bank HCs to the state,
but are given little chance of passage.
The big push for such legislation, ac-
cording to AMBI spokesmen, will come
at the 1975 General Assembly.

TOP: Legislative panel members prepare for
their appearance before AMBI's first annual
convention. Standing is Walter R. Lohman, ch.
of AMBI's executive committee, and pres.,
First Nat'l, Springfield, who introduced panel.
Seated, I. to r., are: Albert Imle, legislative
consultant to AMBI and member of Chicago
law firm, Maher & Imle; Harvey B. Stephens
of Springfield law firm, Brown, Hay & Stevens;
Representative William Walsh of Illinois House
of Representatives; Senator Philip J. Rock of
Illinois Senate; and Robert H. Bukowski, ch.,
AMBI's legislative committee, panel moderator
and sr. v.p., Continental Illinois Nat'l, Chicago.
Representative Walsh and Senator Rock were
principal sponsors of bills that would intro-

duce multi-office banking into Illinois.
CENTER: William N. Flory (c.), ch., AMBI's
public information committee, and v.p., Harris

Trust, Chicago, moderates panel on "Successful
Marketing Management in a Multi-Office En-
vironment." Panel members are Raymond O.
Herman (I.), director of research. Citizens &
Southern Nat'l, Atlanta, and Eugene J. Callan
(r.), v.p.. First Nat'l City, New York City.

BOTTOM: "Observations on Multi-Office Bank-
ing From the Regulatory Authorities” are made
by panel consisting of (I. to r.) H. Robert Bar-
tell Jr., at that time Illinois commissioner of
banks; James A. Davis, Chicago regional di-
rector, FDIC; Charles B. Hall, regional ad-
ministrator of national banks, Chicago; and
James R. Morrison, sr. v.p., Chicago Fed. Mr.
Bartell recently resigned his Illinois banking
post to become pres., Federal Home Loan Bank,
Chicago.

Press conference during AMBI's first convention
is held by Walter J. Charlton (l.), AMBI pres.,
and Henry E. Seyfarth, ch. of AMBI's board.
Mr. Charlton is pres., First Trust, Kankakee;
Mr. Seyfarth is ch.. First Nat'l, Blue Island.

AMBI, by the way, was formed early
in 1973, but didnt become operational
until after the Illinois Bankers Associa-
tion’s 1973 convention, at which the
IBA’s traditional stand against any type
of multi-office banking again was
adopted. Bankers disenchanted with
such a stand activated AMBI, and
many banks that had been IBA mem-
bers—including several big ones in
Chicago—pulled out to join AMBI.
Since then, the latter’s membership
has grown to 257 (which also was the
official registration at its first conven-
tion), and—according to Mr. Charlton
—its members control more than 75%
of the state’s banking assets.

Mr. Charlton’s Message. In his re-

port, Mr. Charlton (president, First
Trust, Kankakee) said that, unfortu-
nately, arguments about multi-office

banking in Illinois, as well as in most
other states, are emotional and, for the
most part, revolve around issues that
are taken out of context of the whole
picture and, in many cases, relate to
an individual preference. He believes
that a few people pick out some very
strong points they don't like about the
program and then design their entire
thinking around those few points, com-
pletely forgetting the objective of the
entire program.

“Our system,” he continued, “is
built on free competition, and in that
climate to survive, you must provide
the best of the choices in the market
place. There are no geographic or
product monopolies in our market.
Managements in small banks have the
assets to compete with any large banks

if they choose to do so. Too often,
we have used the smoke screen of pub-
lic safety to emphasize the need for
regulatory restrictions on our business.”

According to Mr. Charlton, compe-
tition has never produced bank fail-
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ures, and today—more than ever be-
fore—deposit insurance and national
economic policy have largely solved
this problem.

Mr. Charlton said that the sharing
of management talents and providing
better opportunities for training and
development of bank managers are
two of the best arguments for multi-

office banking. He preceded this argu-
ment by stating that finding competent
bank management people is one of
banking’s biggest problems today.

Mr. Charlton quoted Walter B.
Wriston, chairman, Citicorp, New York
City, as saying, “We in the banking
community are losing our position as
the premier deliverer of financial ser-
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Metropolitan St. Louis area. He also is chair-
man of the Mount Vernon Corp., a diversified
investment company based in St. Louis.

Mr. Chalfant,
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vices across the country.” Mr. Charlton
continued that facts show that financial
assets owned by banks, which consti-
tuted a 57.4% market share in 1946,
dropped to 38.1% at the end of 1972.
Yet many bankers, he said, are not will-
ing today to face who their competitors
really are. Some have the misguided
opinion, according to Mr. Charlton,
that as long as they dont have another
bank in their area, they have no com-
petition. He pointed out that AMBI has
gained some new members over the
past year because those bankers finally
saw branches of S&Ls springing up
across the street from their banks.
Many fail to realize, said Mr. Charlton,
the danger of giving direct competi-
tors like S&Ls and credit unions the
privilege of multiple offices and, at the
same time, keeping banking in Illinois
in a straitjacket.

Again quoting Mr. Wriston, the
AMBI president said the largest private
bank for personal business in the world
is Sears, Roebuck, which has more
credit cards outstanding than either
Master Charge or BankAmericard.

There is nothing to prevent Sears
from developing a personal investment
instrument that could be sold to con-
sumers through its catalogs and retail
outlets, continued Mr. Charlton, who
added that this instrument could easily,
in this market, yield more than the al-
lowable savings rates of banks and
would be another means to syphon off
important savings dollars from large
and small banks.

“While the people in our industry
are arguing with one another about the
advisability of extending branch bank-
ing to one more block, or one more
county, or one more state,” warned Mr.
Charlton, “our nonbank competitors are
opening outlets for delivery of financial
services anywhere in the country.”

Mr. Charlton told his listeners that
AMBI banks arent afraid of competi-

Pictured during AMBI luncheon are (I. to r.):
J. Robert Effinger, pres., Oak Brook Bank;
Marion G. Hocker, v. ch., Gary-Wheaton Bank,
Wheaton; Lee M. Howerter, pres., Mercantile
Bank, Quincy; Leslie V. Bjork, v.p., First Nat'l,
Chicago; and David A. Sawyer, director of
equal opportunity and chief compliance officer
for banks, U. S. Treasury Dept.,, Washington,
D. C. Mr. Sawyer spoke at AMBI convention
on "Developing an Affirmative-Action Program
for Banks."
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tion; they want competition, and what
they need is the freedom to compete.
The association, he said, realizes that
banking’s survival may well be at stake
in whether we achieve this freedom.
AMBI banks, he emphasized, don’t
want to sue one another in an attempt
to divide up markets, they want to go
out and compete with one another.

The AMBI president said bank regu-
latory authorities have come to realize
the importance and advantage of
broadening bank structure and oper-
ating regulations. The Fed, Comptrol-
ler, FDIC, state banking department,
he continued, all moved in that direc-
tion. Even the lllinois Bankers Associa-
tion, he pointed out, made an intelli-
gent study that came up with a broad
program of structure change, which co-
incidentally is the basis of AMBI’s leg-
islative proposals.

In a press conference that followed
his speech, Mr. Charlton told reporters
that there can be no reconciliation be-
tween the IBA and AMBI unless the
IBA moves to AMBI’s position. He
maintained that small banks have as
much of a stake as large banks in ob-
taining multi-office banking because of

Two AMBI

the large capital needed to finance II-
linois agriculture. He also pointed out
that if a large bank in Illinois should
fail, it would have to be closed now,
but the type of legislation sought by
AMBI would allow the case to be set-
tled without closing as was done in the
branching and HC state of California
in the case of San Diego’s U. S. Na-
tional.

Mr. Seyfarth’s Remarks. In his talk,
Mr. Seyfarth (chairman, First Nation-
al, Blue Island) said Illinois residents
are getting a “bad shake” as a result
of the state’s antiquated and highly re-
stricted banking laws. He pointed out
that the economies of Illinois, New
York and California are relatively equal
in terms of goods and farm products
produced, yet Illinois is a poor third
in bank resources—New York having
$252 billion, California $102 billion
and lllinois $69 billion. The commer-
cial banking industry in New York af-
fords employment to 146,000, contin-
ued Mr. Seyfarth; in California to
115,000 and in Illinois to only 59,000.

“Proper development of lllinois’
commercial banking industry,” said the

Bills Seek Multi-Bank HCs

And Full-Service Facilities

egislation proposed this year
L by the Association for Modern
Banking in Illinois consists of two major
bills:

in the same manner as it is defined in
the Federal Bank Holding Company
amendments of 1970.

The act provides that a multi-bank

1 SB 1312 would amend SectionsHC shall operate within one of five

2 and 5 of the lllinois Banking Act to
provide for establishment of full-service
facilities within the marketing area of
an individual bank.

banking districts in Illinois. Within
these five districts, a bank HC may ac-
quire or establish control of two banks
in Illinois the first year after adoption

2. SB 1313 would repeal the exist-of the act, two banks the second year

ing Bank Holding Company Act of
1957 and adopt a new Bank Holding
Company Act that would allow estab-
lishment of multi-bank HCs subject to
certain restrictions.

The facility amendments to the llli-
nois Banking Act would give a bank
the power to establish and maintain a
full-service facility within the county
in which the bank’s home office is lo-
cated or within 20 miles of its home
office, whichever is greater. There is
protection for all established banks in
the state or those chartered prior to the
act’s effective date.

The second act proposed would re-
peal the existing Bank Holding Com-
pany Act of 1957 and adopt a new act
to be known as the Illinois Bank Hold-
ing Company Act of 1974. The act pro-
vides for establishment of bank HCs
in Illinois and defines such a company

30

and four banks each year thereafter,
with the proviso that in the event a
bank has not acquired or established
two banks the first year, it may cumu-
late its allowance in the second vyear,
but it may not cumulate thereafter. No
bank HC may acquire more than 10%
of the domestic deposits less negotiable
CDs of all the banks in Illinois located
in the banking district where the bank
HC is located. This would preclude
certain large banks in the state from
acquiring any additional banks because
they already control more than 10% of
domestic deposits. The act further pro-
hibits acquisition of any Illinois bank
by any out-of-state or foreign bank.

Both bills are fully integrated so that
no matter which form of multi-office
structure, facility or HC a banker
elects, his expansion rate is the same.

AMBI chairman, “would bring about
employment of many more thousands
of persons and would have the direct
effect of lessening Illinois’ rate of un-
employment. Creation of more and bet-
ter jobs is one of the more potent in-
fluences in the development of a
healthier and more prosperous econ-
omy.”

In the face of a growing need for
capital throughout the world in the
decade ahead, said Mr. Seyfarth, Illi-
nois clings to an archaic system of com-
mercial banking that, if persisted in,
will have the inevitable effect of fur-
ther retarding Illinois’ growth.

According to Mr. Seyfarth, Illinois
cannot develop a commercial banking
system comparable to that of New York
and California and achieve its rightful
status as a financial center as well as
an agricultural and manufacturing cen-
ter unless it eliminates the restrictions
on location and organizational struc-
ture that prevent banking units from
expanding if they choose. He believes
the inefficiencies and delays inherent in
the strict unit system of commercial
banking are a negative force that will
continue to prevent lllinois from com-
peting successfully in the world of fi-
nance and will continue to deprive Illi-
nois of the benefits that will flow nat-
urally from a broader-based, bigger
and better commercial banking in-
dustry.

Mr. Seyfarth said Illinois minorities
are being seriously disadvantaged by
the state’s “horse-and-buggy” banking
laws. He backed this statement by say-
ing that thousands of economically fa-
vored whites have left the cities for the
suburbs, and—unless there is a heavy
concentration of immobile business in
the affected city area—blight and de-
cay set in immediately. Affected bank-
ers, S&s and lenders who must de-
pend on economic activity and the flow
of funds immediately look for ways to
follow their old customers. Unregulat-
ed lenders and S&Ls have promptly
abandoned such areas, he went on,
and banks are faced with the choice
of liquidation, prompt or gradual. The
sufferers, he pointed out, are the in-
habitants of these areas and the banks’
staffs and stockholders.

According to Mr. Seyfarth, a logical
solution to this serious problem is ap-
propriate change in banking laws that
would permit banks that want to fol-
low their customers or relocate to do
so only on condition they retain bank-
ing facilities in affected areas to ade-
quately serve communities’ needs and
play constructive roles in rebuilding.

Multi-office banking, as proposed by
AMBI, continued Mr. Seyfarth, would
go a long way in achieving this result,
particularly in view of the association’s
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You can protect yourself against
financial loss and damaging publicity
by checking out the important differ-
ences in Directors’ and Officers’ Lia-
bility Insurance policies now.

While our policy contains all the

“standard” features, only MGIC has
all eight special features that add up

MGIC’S POLICY

Yes No

to total protection for you. See how
the policy you have or are considering
compares with MGIC D & O insur-
ance coverage.

If the other policy doesn’t rate
“yes” on all eight points, your officers
and directors and your institution
won’t have all the policy benefits and

1. You get a wide range of available coverage
limits from $250,000 to $5,000,000 and more.

2. Each director and officer is protected with
individual limits. For example, a $1 million
policy means $1 million of coverage for each
director and officer each year, subject to an
over-all limit of $1 million for any single occur-
rence. This means many millions in over-all cov-
erage in case of multiple suits in a given year.

3. You're covered for 100% of any loss over the
deductible you select, which can range from
$2,500 to $20,000. (Higher deductibles cut pre-
miums so you can afford higher coverage
limits.)

4. You have primary control over the selection
of counsel and defense of claims, including the
right to fight to counter unfavorable publicity
and protect your reputation rather than accept
a forced settlement.

5. Upon retirement, each director and officer
has full protection for prior acts so long as the
policy remains in force.

6. Most of the exclusions which would other-
wise limit your protection are no longer appli-
cable if your institution’s board of directors
passes a legal and binding resolution to indem-
nify the defendant directors and officers.

7. If the claim is covered under the policy, we’ll
advance you money for costly legal defense.

8. In case of policy cancellation or non-renewal
by the insurer, you can buy a full additional
year’s coverage for prior acts. And the cover-
age you get is the full original policy limit, not
just the remaining unused protection.

protection you need.

Your attorney will find even more
reasons why MGIC D & O insurance
gives you the best coverage. Before
you buy or renew, have him review
our specimen policy. Just call Art
Barnard toll-free at 800-558-9900. Or
write today.

THEIR POLICY

Yes No

MGICtotal D&O protectionvs.the otherkind.

Compare.

MGIC

Total D&O liability protection.

Andwe mean total.

I 1
MGIC Indemnity Corporation mcb-6 |
A Subsidiary of MGIC Investment Corp.

MGIC Plaza, Milwaukee, WI 53201
O Please have your D& O insurance specialist contact me.
O Please send me further information on MGIC D&O insurance.
Name
Title
Institution o
Address .
City_ _State_ _Zip-
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support for the type of legislative solu-
tion just mentioned.

To further prove his case, Mr. Sey-
farth said Illinois has the lowest num-
ber of bank offices per thousand of
population of any state in the union.
According to the latest available statis-
tics, he continued, Hlinois has one
bank for every 10,000 persons, where-
as the average nationally is one bank
for every 5,500 persons.

He believes it’s obvious that with 1l-
linois having only about half as many
banking offices per thousand of popu-
lation, consumers of banking services
are relatively inconvenienced from a

There Is a great
difference between
90 days and a lifetime!

that's why over 4,000 leadingfinancial
institutions have selected AS & displays

Most equipment manufacturers in
our field only guarantee their equip-
ment from 90 days to one year. W\e
can guarantee ours for life.

Why? W give every critical com-
ponent a rated life; at 70% of rated
life components are replaced. And
as we improve components and
mechanisms they are automatically
used in this replacement program.
All at no extra cost to you.

When your image depends on it,

you can depend on AS&I. We
uarantee it. Write or call today
or complete details.

AMERICAN SIGN & INDICATOR

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

32

location point of view, and this phys-
ical inconvenience to consumers is com-
pounded by mass shifting of popula-
tion in recent years. This shift, said Mr.
Seyfarth, has left vast areas in the state
totally unbanked or insufficiently
banked simply because the state’s
banks are immobilized by Illinois law.
Of the 1,272 cities, towns and villages
in linois, he said, 557 are without a
bank and inhabitants must go else-
where for banking services. In many
of the 715 communities with banks,
said Mr. Seyfarth, there has been pop-
ulation erosion to the extent that in
over 200 smaller communities, existing
banks are marginally profitable and
would serve more people if relocation
and retention of a branch were permit-
ted under state law. Capital require-
ments of starting a new bank are too
great to justify a return on investment,
he told convention delegates, whereas
establishment of a branch or facility
could and would be justified.

He showed his confidence in AMBI’s
gaining its objectives by saying that the
state’s governor, lawmakers and the
public itself cannot help but be per-
suaded by the overwhelming and mas-
sive evidence in favor of the prompt
adoption of modern and progressive
banking laws.

Legislative Panel. One of the high-
lights of AMBI’s first convention was
a legislative panel moderated by Rob-
ert H. Bukowski, chairman of AMBI’s
legislative committee and senior vice
president, Continental Bank, Chicago.
Participants included the two principal
sponsors of AMBI’s proposed legisla-
tion—Senator Philip J. Rock and Rep-
resentative  William Walsh. Delegates
were treated to a candid round-table
discussion of life in politics, its ef-
fects on personal and family life, role
of legislative consultants or lobbyists,
as they are more often called, how leg-
islators work in their respective parties

and a step-by-step description of the
life of a bill. Of course, the emphasis
was on the AMBI legislation and how
the association’s members could help
get it passed in 1975. It was acknowl-
edged that the two bills introduced at
this session had little chance and that
they were introduced mainly to keep
the issue in the forefront. Delegates
were warned that, although the 1975
session doesnt start until next January,
there really isn’t much time to get
plans underway to get the bills passed.
They were asked to contact their legis-
lators, to organize teams in their legis-
lative districts, to get their employees
interested in seeking new legislation
and, if possible, get people outside
banking who favor multi-office bank-
ing to work for it.

The business-packed program was
not entirely focused on multi-office
banking. Other topics included “The
Evaluation of Bank Stocks,” “Develop-
ing an Affirmative-Action Program for
Banks,” “The American Economy—Is
There Light at the End of the Tunnel?,”
“Competition in the Retail Market-
place” (given by a representative of
the S&L industry) and a look ahead via
“Banking in the 80s . . . Are You
Ready?” * *

New Department Is Organized
At Harris Bank, Chicago

CHICAGO—John L. Stephens, sen-
ior vice president at Harris Bank, has
been named head of corporate and
employee relations administration, a
newly organized area in the bank. Con-
solidated in the area are public rela-
tions, advertising and marketing ser-
vices and personnel administration.
Public affairs functions will be added
later this year.

Lambert W. Bredehoft, senior vice
president and head of the international
banking group, retired April 30 after
40 years with the bank.
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If you think
all new accounts programs are
alike,you've gota
lot to learn.

.and this brand new book on Harland’s new accounts programwill help.

It covers everything you need to give your hard-won about a penny per insert! m New Accounts Training:
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designed by our award winning graphic de- ard for new accounts materials. Make sure you
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A VOTE ON POLICY CHANGES filled every seat
in the convention hall. Each bank was per-
mitted one vote and the bank's official dele-
gate was designated by badge. Below: "Heat-
ed" session caused presiding officer William
O. Kurtz, incoming IBA president, and the con-
vention's official parliamentarian to doff their
coats.

lllinois Bankers Amend Policy
On Multi-Office Banking

I LLINOIS bankers, at their annual

convention in Peoria last month,
amended their perennial policy against
branching or multi-bank holding com-
panies. They agreed, by almost unani-
mous vote of 900 “official” delegates, to
consider a bank structure bill by the
end of 1974.

In official terminology, the resolution
passed by lllinois bankers said they
would “Take immediate steps to de-
velop a plan for possible structure
change which could adequately com-
pete with these developments (rapid
expansion of S&Ls and credit unions).
Such resulting plan would then be sub-
mitted to the membership of the as-
sociation by mail ballot for approval.

By RALPH B. COX
Editor & Publisher

Until the membership approves such a
plan, the officers and administration of
the association shall continue to oppose
any structure change. However, realiz-
ing the importance of expediency, this
action should be completed before the
year-end 1974, at the latest.”

A preamble to the resolution recog-
nized that a change in structure might
be needed in order to allow lllinois
banks to continue to fully serve the con-
sumer and to establish equal rights and
privileges (obviously referring to rapid
branching of S&Ls in Illinois) so that

the maximum public benefit may be
achieved through competitive equality
among all types of fifmancial institu-
tions and systems.

In previous vyears, lllinois bankers
had been steadfast in a policy which
opposed all forms of multi-office bank-
ing in the state. As a result, advocates
of a change in policy to a position of
“neutrality” withdrew from the associa-
tion in 1973 when Illinois bankers re-
affirmed their long-standing policy by
a vote of approximately two-to-one.
This group, some 300 strong and rep-
resenting as much as 75% of the state’s
banking assets, formed a new associa-
tion called the Association for Modern
Banking in Illinois. Members of AMBI
held their own convention this year and
have advanced their own legislative
proposals in the state capital. (See
pages 26-32 for a complete report on
the AMBI convention and its legislative
aims.)

The new IBA policy, while acknowl-
edging a change “may be” needed and
agreeing to develop a plan for “pos-
sible” structure change, does not spell
out whether the form of that change
would be in the form of limited branch-

NEW IBA OFFICERS: President, William O.
Kurtz, pres.. Metropolitan Bank, Chicago; 1st
v.p., Arthur F. Bushboom, pres., Bank of Ran-
toul; 2nd v.p., Ray G. Livasy, pres., Millikin
Nat'l, Decatur; and treas., H. Hurst Gibson,
pres., City Nat'l, Rockford.
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ing, multi-bank holding companies, or
increased use of facilities. It is under-
stood that once a “plan” can be agreed
upon by the IBA that legislation prob-
ably would be introduced during the
1975 state legislative session.

Retiring IBA President James P.
Ghiglieri, while approving of the as-
sociation’s willingness to consider a
change in banking structure for the
state, disagreed with the delay that
would be involved. In his opinion, the
Illinois banking industry could not af-
ford to postpone action any longer and
he therefore offered a proposal—not as
IBA president but as a member banker
—which would have allowed the IBA
council of administration to create a
bill (subject to IBA membership ap-
proval) which could be introduced in
the state legislature this year. His pro-
posal was defeated by standing vote
following an hour of floor discussion.

Basically, Mr. Ghiglieri, who is presi-
dent of the Citizens National, Toluca,
suggested “guidelines” for structural
change that would permit city-wide
branching, plus 10 miles from the city
limits; home office protection of one
mile, with one-half mile protection for
new branches; multi-bank holding com-
panies within a 50-mile radius of the
main office. Acquisitions by holding
companies and establishment of branch-
es would be limited to one per year.

In pleading for “action” before the
close of 1974, Mr. Ghiglieri expressed
a personal opinion that “recent actions
of our competitors make it necessary
for the banking industry to move off
dead center on this issue.” He was re-
ferring to recent branching activities by
S&Ls made possible, he said, by a court
decision in the branching case of Tal-
man Federal Savings & Loan Associa-
tion of Chicago. Since this court de-
cision in early 1974 regarding branch-
ing powers for federally chartered
S&Ls, and with increased activity on
the part of state S&Ls, Mr. Ghiglieri
reported that over 175 branches and
facilities had been established by S&Ls
in Illinois. “They are physically posi-
tioning themselves in our markets,” he
warned.

“We will see further rapid branch-
ing by S&Ls,” he argued, “and what is
more important is that this industry is
gaining ground and will obtain other
tools and powers which will enable it
to become, in fact, another banking
system.”

Despite Mr. Ghiglieri’s pleas for “ac-
tion now,” Illinois bankers preferred to
proceed more carefully and stick with
their resolution which provides for a
vote by mail ballot on any proposal that
would be submitted to the legislature
in 1975.

Illinois bankers also voted to change
their constitution and bylaws. Most of
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CONVENTION SPEAKER William W. Erwin (c.),
is flanked by IBA officers James P. Ghiglieri
and William O. Kurtz Jr. Mr. Erwin is as-

sistant secretary for rural development, U. S.
Department of Agricultue.
PANEL DISCUSSION by a trio of "bank ex-

aminers™ held attention of convention dele-
gates. From left: Charles B. Hall, regional ad-
ministrator of national banks; James A. Dauvis,
FDIC regional director; and H. Robert Bartell
Jr., lllinois commissioner of banks, who since
has become president of Chicago's Federal
Home Loan Bank.

the changes were of a “housekeeping”
nature. Independent bankers in the
state, however, suggested a number of
amendments to the proposed new con-
stitution, the most important of which
imposed limitations on the number of
representatives the IBA president could
appoint to the association’s council of
administration. After limited debate,
the changes were approved.

Officers Elected. In their annual elec-
tions, Illinois bankers advanced William
O. Kurtz to the presidency to succeed
James P. Ghiglieri. Mr. Kurtz is presi-
dent of the Metropolitan Bank of Chi-
cago.

Arthur F. Busbhoom, president, Bank
of Rantoul, was named first vice presi-
dent; Ray G. Livasy, president, Millikin
National, Decatur, second vice presi-
dent; and H. Hurst Gibson, president,
City National, Rockford, treasurer.

Illinois bankers also named five rep-
resentatives to posts within the Amer-
ican Bankers Association. Irving Sea-
man Jr., chief executive of National
Boulevard, Chicago, was named a
member of the nominating committee;
and Myron Heins, president, Bank of
Pontiac, was elected an alternate.

Three representatives also were
named to the ABA governing council
for terms of two years: outgoing IBA
president, James P. Ghiglieri; incom-
ing IBA president, William O. Kurtz;
and Fred W. Heitmann Jr., president,
Northwest National, Chicago.

Convention Speakers. Among head-
line speakers at the convention was
Rex J. Morthland, president of the
American Bankers Association, who
spoke to bankers about the mounting
competition banks face from retailers
and manufacturers.

“More and more retailers and manu-
facturers,” said Mr. Morthland, who is
chairman of the Peoples Bank, Selma,
Ala., “are beginning to offer financial
services—and they are offering a wider
variety of them than ever before.

“Nor are they content,” he continued,
“to stick simply to the consumer mar-
ket. Today many of these companies
are heavily involved in all kinds of
commercial lending. In short, while
banks have been caught up in a series
of skirmishes with nonbank thrift in-
stitutions and other banks, these non-
regulated competitors have taken a
sizable bite out of our financial mar-
ket.”

Mr. Morthland pointed out that these
competitors get their funds from com-
mercial paper, short-term notes or de-
bentures. “They are becoming impor-
tant competitors for funds, particularly
during periods of rising interest rates.”

Ford, ITT, Control Data and Gulf &
Western and others, he said, are en-
gaged in short-term commercial lend-
ing. They offer long-term commercial
loans, factoring services, equipment
and personal property leasing. Many of
these firms also provide venture capital,
inventory financing and insurance.

These new competitors also are
heavily involved in consumer financial
services, he warned. The nation’s three
largest retail chains, for example, had
consumer installment receivables (Jan.,
1973) equal to 11% of total consumer
installment loans held by the nation’s
14,000 banks. Sears Roebuck by itself
had consumer receivables greater than
the combined totals for the 28 largest
banks in Chicago and New York City.

As a result of this new competition,
he said, banking has been steadily los-
ing its share of the financial market.
Why, he asked? Banks are hampered
in their flexibility to offer new services
and are limited in their ability to move
into new geographic markets.

To compete effectively in a rapidly
changing environment, he said, banks
must be willing and able to respond
quickly and effectively to changing
customer preferences and demands.
“We cannot do so,” he added, “if we
are hampered by outdated or unneces-
sarily restrictive regulations.” * *
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Ouridea of
correspondent banking:

THE COMMITTEE OF ONE.

Our people are real, live, experienced correspondent professionals, with
years of correspondent banking behind them. So, since they aren't shiny new
management trainees or just goodwill ambassadors, they have the authority
to okay loans or services on the spot. Without going through a committee.

WE CALLYOU BY NAME
NOT BY PHONE.

Because we work person
to person, eye to eye, with the
management of every corres-
pondent bank, right there at

the correspondent bank, things
get done faster. Friendlier.

WE'RE THE BANK
FOR THE NEW DOWNTOWN.
NBB is the biggest bank on Michigan Avenue.
The hub of Chicago’s new changing skyline. But wel
extend the New Downtown to wherever you are.

WE'RE BIG ENOUGH TO SERVE YOU, BUT

SMALL ENOUGH TO TAKE CARE OF YOU.
Thats why we can give you
literally dozens of services. Like loan
participations. Bond portfolio analysis
and advice. Safe-keeping of securities.
Credit information. Use of our
computers. Executive search.
And more. It%s all part of being
whatever kind of bank you
need us to be.

BANKER TO BANKER.
NOT BANK TO BANK.

Ng.

The bank for the New Downtown
NATIONAL BOULEVARD BANK
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400-410 North Michigan Ave., Chicago, 111 60611 Phone (312) 467-4100 Member FDIC
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Officers of Ala.BA for 1974-75 include (from
1) Mrs. Sue Morris—assn, sec.-treas.; Ernest
F. Ladd Jr., ch. Merchants Nat'l, Mobile-
assn. pres.; Howard J. Morris Jr.—assn. exec,
v.p.; Robert H. Woodrow Jr., ch. & CEO, First
Nat'l, Birmingham—2nd v.p.; and Horace W.
Broom, pres., Citizens Bank, Hartselle—assn.
1st v.p. More than 900 were registered at
convention.

Alabama Independents Organize
Will Work Within Association

Purpose is to protect interest of unit bankers

V OWING that he would never be

associated with any group that
would do anything to damage the Ala-
bama Bankers Association, Harry |.
Brown, chairman and president, First
National, Sylacauga, accepted the posi-
tion as chairman of the Independent
Bankers Division of Ala.BA. The new
division was formed at the association’s
81st annual convention in Mobile last
month.

Patterned after a similar division of
the Tennessee Bankers Association,
formed last year, the Alabama division
is expected to give the state’s inde-
pendent bankers better representation
in the AlaBA. It was repeatedly
stressed that the division was being
formed as an arm of Ala.BA, rather
than as an independent organization,

Threesomes attending past presidents’

luncheon at Ala.BA convention

By JIM FABIAN
Associate Editor

in an effort to work within the existing
organization, thereby avoiding the dis-
ruption that has been evident in other
states—notably Illinois, where the split
between independents and those with
opposing views has resulted in the cre-
ation of a second state association.

The formative meeting of the new
division was conducted by John W.
Gay, president, First National, Scotts-
boro, who stated that the purpose of
the division was to protect the interests
of unit bankers, to protect independent
bankers from further encroachment
from other businesses and, simply—
self-preservation.

Glass, pres.,

Bank of Thomasville. Mr.

Mr. Gay said the holding company
movement in Alabama has resulted in
HC interests trying to influence the
state legislature to “change the rules”
of banking in Alabama. He quoted
from an editorial appearing in the In-
dependent Banker magazine that stated
that independent bankers need to pro-
tect themselves and that whenever a
state association declares neutrality on
bank structure issues, it’s time for inde-
pendents to organize and use their nu-
merical strength to counteract the
economic strength of the HCs.

Earlier in the year, a committee of
independent bankers had met with
Ala.BA officials and it was agreed that
formation of an independent bankers
division would be proposed at the con-
vention, and that it would be patterned

Morris was named honorary

Gerald M. Lowrie, exec, dir.,
E. E. Anthony Sr., ch,
Citizens Bank,

past pres, at luncheon. Right photo:
gov't relations, ABA, and convention speaker;
Commercial Bank, Andalusia; Horace W. Broom, pres.,
Hartselle, and assn. 2nd v.p.

include (1. photo, from 1) John H. Neill Jr., pres., Union Bank, Mont-
gomery; John W. Gay, pres., First Nat'l, Scottsboro; C. W. Nelson,
v. ch., Central Bank, Decatur. Middle photo: Fred Bloodworth, Thomas-
ville, Ga.; Howard J. Morris Jr., Ala.BA exec, v.p.; and Harold O.
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Consider This:
In Alabama
Central
Bancshares’
Affiliates
Couer 36
Cities With
6/ Offices

The 20 counties of

Central Bancshares of

the South, Inc.’s market area make up

29.5% of Alabama’s land area, 61.6% of her

population, and 67.5% of her effective buying power. These

20 counties have more people than any of the states of Alaska,

Arizona, Arkansas, Delaware, Hawaii, Idaho, Maine, Montana, Nebraska, Nevada,

New Hampshire, New Mexico, North Dakota, Rhode Island, South Dakota, Utah,

Vermont, West Virginia or Wyoming; and more land area than any of the states

of Connecticut, Delaware, Hawaii, Maryland, Massachusetts, New Hampshire,
New Jersey, Rhode Island or Vermont.

If you're considering Alabama, you need Central.

CENTRAL BANCSHARES

OF THE SOUTH, NIVIC.
Birmingham, Alabama 35296

Cities Served:

Addison < Albertville « Athens « Auburn < Birmingham < Citronelle ¢« Cullman ¢ Decatur e« Eight Mile «
Eufaula « Falkville « Fairfield « Florence ¢ Ft. Payne « Gadsden < Gurley * Haleyville * Homewood « Hoover
e Huntsville « Jasper ¢ Leeds ¢ Mobile « Montgomery ¢ Mountain Brook « Muscle Shoals « New Hope °
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after the Tennessee Bankers Associa-
tion’s division.

The proposed charter of the division
declares that the division will be auton-
omous, funded separately from Ala.BA.
Its activities will be confined to unit
vs. chain banking. Its purpose will be
to conduct research studies and public
relations programs and to represent the
philosophy of the division at the state
legislature. An annual meeting will be
held during the Ala.BA convention, at
which officers will be elected.

In addition to Mr. Brown as chair-
man, division officers include Harold O.
Glass, president, Bank of Thomasville
—vice chairman, and J. B. Striplin,
chairman and president, Bank of Pratt-
ville—secretary-treasurer.

Nine directors were elected for stag-
gered terms. Elected to serve for one
year were E. E. Anthony Sr., chairman,
Commercial Bank, Andalusia; C. L.
Turnipseed, president and trust officer,
First National, Brewton; and J. F. Hol-
lis, chairman and president, Security
Bank, Arab. Named to serve two-year
terms were J. P. Willis Jr., president,
First National, Guntersville; Mr. Gay;
and J. M. Barrett, president, First Na-
tional, Wetumpka. Elected for three-
year terms were L. Y. Dean Ill, presi-
dent, Eufaula Bank; W. O. Dunlap,
president, Leeth National, Cullman;
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First board of Ala.BA Independent Bankers Division is made up of these men.
I, O. D. Mason Jr., pres.. First Nat'l, Butler; W. O. Dunlap, pres.,
ch.; Harry |
Bank of Prattville—div.
C. L Turnipseed,
John W. Gay, pres., First Nat'l, Scottsboro; E. E. Anthony Sr., ch,
F. Hollis,

O. Glass, pres., Bank of Thomasville—div. v.
Sylacauga—div. ch.; J. B. Striplin, ch. & pres.,
J. P. Willis Jr., pres., First Nati, Guntersville;

J. M. Barrett, pres.. First Nat'l, Wetumpka; J.
present: L. Y. Dean lll, pres., Eufaula Bank.

and O. D. Mason Jr., president, First
National, Butler.

Speakers. Bank structure and the
energy crisis were the principal topics
of convention speakers, who included
George A. LeMaistre, FDIC director,
and former Ala.BA president; Gerald
M. Lowrie, executive director, govern-
ment relations, ABA; and Stewart

First row, from
Cullman; Harold
Brown, ch. & pres., First Nat'l,
sec.-treas. Second row:
pres., First Nat'l, Brewton;
Commercial Bank, Andalusia;
Security Bank, Arab. Not

Leeth Nat'l,

ch. & pres..

Udall, former U.S. Secretary of the
Interior.

Mr. LeMaistre’s talk covered finan-
cial restructuring, curbing self-dealing
and reforms needed in banking. He
said there is little chance that a bank
structure bill will be reported out of
Congress this session, due to the
breadth of the inquiry being held by

. . you get the whole team. Henry and Tommy of our Correspondent Banking
Department are always ready to help you. And they should be. Because, just
for the asking, they have the full support of experienced people in every depart-
ment. Bond people. Computer people. Operations and lending pe