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the many faces of
Liberty’s International Division

What can Liberty’s International Division do to assist
you and your customers.

Plenty.

You see, more and more firms of all sizes are review-
ing their banking relationships from the standpoint of
finding a bank that can provide “close proximity”
expertise in international banking. In plain language,
Liberty can help you help your customers faster be-
cause we're closer to you and to their businesses.

The ability to assist not only the corporate customer,
but also the small company entering the international
field for the first time exists at Liberty. You see, Lib-
erty is one of eighteen parent banks of Allied Bank
International and has direct access to the world mar-
ket centers. Allied is based in New York City with

at your

branches in Nassau and London and representatives
in Tokyo and Hong-Kong.

And we can help you provide this assistance for your
customers. Areas of assistance include but are not
limited to:

Documentary Collections

Export Financing

Offshore Financing

Commercial Letters of Credit

Foreign Exchange and more

For these and other reasons, Liberty’s International
Division has active working relationships throughout
most of Central America, South America, Free
Europe, Canada, Israel, Indonesia, Japan and Aus-
tralia. If you have any questions concerning Interna-
tional trade, contact the Correspondent Department.

SHAREHOLDER MEMBER
ALLIED BANK INTERNATIONAL
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8] LIBERTY

THE BANK OF MID-AMERICA

Liberty National Bank & Trust Company P. O. Box 25848 Oklahoma City 73125 Member F.D..C.  Phone: 405/231-6164
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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 aterm 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 I

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  wewser rocc
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ACTIVATE EFTS ONE PART AT TIME
Not wait till complete system is developed

MOVEMENT TOWARD EFTS PICKS UP

But many policy issues face banking
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Is Hinky Dinky only the beginning ?
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Customers no longer need deal 'long distance’
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George L. Whyel
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Convention Calendar

July

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

August

Aug. 31-Sept. 3: Assemblies for Bank Di-
rectors. Colorado Springs, Colo., Broadmoor
Hotel.

September

Sept. 8-10: ABA Correspondent Banking Con-
ference, Atlanta, Regency Hyatt House.
Sept. 8-10: Kentuck ankers Association
Convention, Louisville, Galt House.

Sept. 12-13: Young Bank Officers of Kansas
Convention, Salina.

Sept. 15-18: ABA Personnel Conference, Min-
neapolis, Hotel Radisson.

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. 26-27: ABA Southern Regional Opera-
tions/Automation Workshop, Atlanta.

Sept. 29-Oct. 2: Bank Marketing Assn. Con-
vention, New Orleans.

October

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

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

Oct. 27-30: Bank Marketing Assn.’s Electronic
Funds Transfer System Conference, Chicago.
Hyatt-Regency O'Hare Hotel.

November

Nov. 7-8: ABA Midwestern Regional Opera-
tions/Automation Workshop, Milwaukee.
Nov. 10-13: ABA National Agricultural and
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-Continent Trust Con-
ference. Chicago. Drake Hotel.

Nov. 21-22: ABA Western Regional Operations
/Automation Workshop, Phoenix.

January (1975)

Jan. 30-Feb. 5: Assemblies for Bank Direc-
tors, San Juan, P. R., ElI Conquistador Hotel.

February

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
City, Americana of New York. i

March 3-5: ABA National Marketing Con-
ference, San Francisco, Fairmont Hotel.
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Mercantile Trust Company has a new signature.
It’'s as modern as the 35-story Mercantile Tower
going up in downtown St. Louis. It’s as up-to-date
as our new ideas for correspondent bankers.
Just call us “Mercantile Bank,” 314-231-3500.

MERCNNTILE
BOCK

MERCANTILE TRUST COMPANY N.A. ST. LOUIS, MO. MEMBER F.D.I.C.
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Two-Part Teller Training Program

Is Well Received by Oklahoma Banks

AYMA MORGAN, training coor-

dinator for First National, Tulsa,
believes in “doing what comes natu-
rally.” But without proper training and
experience, the natural action may not
be the right one.

Armed with this conviction, Mrs.
Morgan agreed to design, write and
teach a teller training program for First
of Tulsa. This same course has now
been revised and is being offered by
the bank to northeast Oklahoma bank-
ers.

The teaching seminar is being ad-
ministered through the AIB. It requires
48 hours to graduate and students earn
credits toward AIB certificates.

At the present time, 154 students
representing banks in Tulsa and 12 sur-
rounding communities are enrolled.
Classes are conducted in three-hour

HOW TO
EVALUATE, SELECT
AND WORK WITH

segments once a week. The new First
Place auditorium is the classroom site.

Mrs. Morgan takes the bulk of the
teaching responsibility. She is assisted
by First of Tulsa Auditor Jerry Haeng-
gi, former AIB/Tulsa president, and
1974 president Wilbur Waters from
Tulsa’'s Fourth  National. Outside
speakers and audio-visuals are also
used when appropriate.

The program has been divided into
two general segments. The first part is
actually a loss prevention seminar deal-
ing with bank operations, procedures,
and legal requirements tellers must
know. Part two involves intensified
training in human relations, communi-
cations, effective speaking, audit, se-
curity and other bank services.

“We feel it is tremendously impor-
tant for tellers to receive this type of

EXECUTIVE RECRUITERS

Written by Roger K Williams, Vice-President of Billington, Fox & Ellis,

Inc.

A manual intended to assist you in working effectively with
executive recruitment consultants to acquire proven leaders for your
company in professional management or highly specialized fields.

Provides a brief history of recruiting, and explains who actually does
executive recruitment, when and when not to use a recruiter, how
much it costs, and what your role should be to assure success.

Directed to every executive responsible for hiring other executives,
this study will help you avoid the pitfalls and maximize your chances
of finding and hiring the best person for the job. 51 pp. 8V2x 11 1974

BOOK DEPARTMENT, MID-CONTINENT BANKER

408 Olive St., St. Louis, Mo. 63102
Please send me

copy(ies) of How to Evaluate, Select, and Work with Ex-

ecutive Recruiters at $15.00 each. (Missouri residents add 4% sales tax.)

O Enclosed is my check for $........
NAME

(Publisher pays postage)
SIGNATURE
ADDRESS

First National, Tulsa, to one of banking stu-
dents enrolled in the course, which is ad-
ministered through AIB.

orientation and education,” Mrs. Mor-
gan says. “These people are their banks
to thousands of customers. Of course
officers, new account people and others
are vitally important, but in day-to-day
operations it is the teller who works di-
rectly with the public. And it is the
teller's enthusiasm, ability and appear-
ance that makes a good impression or
a bad one.”

Mrs. Morgan said the training course
is the first of its kind in Oklahoma.
“Few banks have effective training pro-
grams,” she explains, “and fewer yet
have sessions devoted to tellers. We
feel this seminar meets a real need.”

Although only a few weeks old, the
program has already generated a great
deal of enthusiasm.

“We surveyed the class before we
began and discovered only one of the
banks represented provided formal job
descriptions or training procedures for
tellers,” Mrs. Morgan says. “So we
asked the students to design a teller’'s
handbook using their own bank’s pro-
cedures and forms. This has been done
and the work is now in the hands of
each bank’s appropriate officer.”

Mrs. Morgan, a 24-year First of Tul-
sa veteran, emphasized that AIB mem-
bership is not required for the course.
But since the program is conducted
under AIB standards, three hours of
credit are earned by graduates.

“Conditions dictate the importance
of training,” she adds. “Most banks
around the nation are full-service in-
stitutions. And we're all interested in
providing our customers with the best
service possible.

“In the long-run, the banks whose
people are the best trained, the best in-
formed and the most professional are
the banks that will prosper. We can't
solve all the problems in a course like
this. But we are taking a big step in the
right direction.

“We anticipate conducting this same
course again next year, and for as long
as it is of value,” Mrs. Morgan says. * *
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If you have a banking problem
here are nine great solutions.

Larry Hunter

Ross McClain
Jim Walker

(BORDERING STATES)

Joyce Brewington

(TENNESSEE)

Robert Dillon

First American
National Bank
Nashville, Tennessee
37237

fAl First
VJT American

First Amtenn Bankgroup

Mike Miller Sharon Swindell
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NEWS ROUNDUP

News From Around the Nation

Bank Stock Buying Plans Upheld

The Comptroller has ruled that banks can continue to
offer stock investment services through checking-account
deduction plans. The ruling is expected to spur the entry
of banks into the stock brokerage business.

Current plans, being offered by about a dozen banks,
permit customers to buy any of an initial list of 25 com-
mon stocks through an automatic monthly charge of be-
tween $20 and $500 to their checking accounts.

Some 40 banks have been awaiting the Comptroller’s
ruling and are now expected to begin offering the service.
Comptroller James E. Smith said he could find no statute
that would bar banks from offering the plans. He said the
brokerage service benefits the public, particularly the
small investor, and that the securities industry “wouldn’t
be damaged.”

New FDIC Reporting Rule

As of June 27, the FDIC is requiring all banks that are
not Fed members and which had more than $100 million
in deposits at last year-end to send to the FDIC each
Thursday daily data for specified deposit items, vault cash
and cash items in process of collection for the seven cal-
endar days ending on the preceding day. The report peri-
od extends through November 27.

The requirement affects 178 banks holding 28.4% of the
total demand deposits held by insured nonmember com-
mercial banks in the U. S.

A similar reporting requirement is expected to begin in
early August for a stratified sample of smaller nonmember
banks—probably between 300 and 400.

The FDIC will provide aggregations of the data, but
not individual bank data, to the Fed and it will attempt
to analyze the value of such reports in improving the esti-
mation of changes in the money supply before any perma-
nent reporting requirement is made.

BANKPAC Requires Acknowledgement

BANKPAC, the Banking Profession Political Action
Committee, has set a new policy of not making contribu-
tions to political candidates who choose not to acknowl-
edge the source of the funds.

According to William A. Glassford, BANKPAC's execu-
tive director, “If a candidate we want to support will not
accept our check openly, we will not give him one.” Some
candidates in past elections have requested that donations
be earmarked for the candidate but given to the candi-
date’s political party, rather than directly to the candidate.
Then, when the candidate reports his sources of donations,
he does not have to list the donor who earmarked the
funds.

8

Mr. Glassford says contributions to the 1974 BANKPAC
fund are ahead of the amount contributed at this time
two years ago, the last time the fund made disbursements.

Equal Savings Rate Sought

The ABA has asked the FDIC to equalize the interest
rates banks can pay on savings and time accounts to make
them the same as the rates now paid by mutuals in New
York state.

The request was made following the introduction of
checking accounts by the New York mutuals. The ABA
says it believes all institutions offering checking accounts
(or similar accounts) should do so under conditions of
competitive equality. It termed the new accounts being
offered by mutuals as “a blatant violation of the spirit and
the letter of the historic distinction between savings and
checking accounts.”

Pooled Savings Plan Hit

A plan that was offered for one day by Continental Na-
tional, Phoenix, has been termed illegal by the FDIC. The
plan enabled individuals to pool their funds to purchase
$20,000 CDs that earned 9% over six-month periods. The
CDs were said to be insured by the FDIC.

The high interest rate was made possible because the
bank’s trust department pooled the $20,000 CDs into in-
struments of $100,000 denominations, thereby bypassing
the 52% ceiling.

The FDIC was said to have let the bank go ahead with
its plan, but the agency declared it illegal on the first day
the plan was offered.

FDIC Chairman Frank Wille said the plan was in
blatant violation of both the spirit and the letter of the law
and regulations which control the rate of interest that
banks can pay on insured deposits.

The bank said its plan was based on the premise that
the depositor was entering a trust agreement with the
bank, rather than depositing funds in an account. The
bank plans to contest the FDIC ban.

Sex-Bias Examination Rules Set

The Illinois Fair Employment Practices Commission has
told a Chicago women's group it can examine confidential
data filed with the agency by banks on their hiring and
promotion of women employees provided the group ap-
plies for the data in writing and its request is approved
by the five-member commission.

Leaders of Women Employed welcomed the ruling as
an aid in their campaign to get Chicago banks to comply
with antidiscriminatory equal opportunity laws.
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One bank found they weren'talone.

The First’s Ron Murray and Jim Pitts

when The Firstdiscovered a way to
save them upto $4 million aday infloat

Due to changes in check collection
regulations, The First went to work to
solve the problem of reducing

float costs for our correspondents.

The First’s Jim Pitts and Ron Murray,
for example, succeeded in developing
a system that is saving a large

You're not
alone.

Oklahoma bank as much as $4 million
a day in float.

If you want faster collection service,
contact any of the correspondent
officers at The First. They've got the
people, experience and imagination
to help solve your problem too.

NATIONAL BANK AND TRUST COMPANY
OF OKLAHOMA CITY

OVER $70,000,000 CAPITAL STRUCTURE / LARGEST IN OKLAHOMA / MEMBER F.D.I.C.
A SUBSIDIARY OF FIRST OKLAHOMA BANCORPORATION, INC.

MID-CONTINENT BANKER for July, 1974

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



BANKING WORLD

e Eugene H. Adams, chairman,
First National, Denver, and chairman
of the ABA governing council, was
among five persons receiving honorary
degrees from Colorado College last
month. Mr. Adams was praised for his
“long and quietly distinguished career
of financial and industrial leadership
in Colorado” and for “his long affection
for his native state by exemplary pro-
fessional service in its behalf.”

Eugene Adams holds honorary degree he re-
ceived from Colorado College last month.

< Robert F. Jackson Jr. has been
named president and chief administra-
tive officer of First National Charter
Corp., Kansas City. Mr. Jackson was
formerly vice chairman and executive
vice president. He succeeds Barret S
Heddens Jr., who will continue as
chairman and CEO. Mr. Heddens also
serves as chairman of First National,
Kansas City. Mr. Jackson joined the
HC in 1969. He has been a senior vice
president at First of Kansas City.

» Garnett P. Furnish, vice presi-
dent, Citizens Fidelity, Louisville, has

HEDDENS JACKSON

10

FURNISH KATTEL

been elected president of the Ohio Val-
ley Chapter of Robert Morris Associ-
ates. New vice president is Frank F.
Compton Jr.,, vice president, Ohio
State, Columbus, and secretary-treasur-
er is Kenneth A. Kehlbeck, vice presi-
dent, American Fletcher National, In-
dianapolis. Among the new directors
is Robert Zachary, senior vice presi-
dent, Citizens State, Owensboro, Ky.

e Richard L. Kattel has been pro-
moted to chairman of Citizens & South-
ern National, Atlanta. He retains his
title as president, which he assumed
in 1971. The post of chairman had
been vacant since the retirement of
Mills B. Lane, who has continued as
a director of the bank.

TSUI

= John K. Tsui has been named a
vice president, Bank of New York, and
is in the national and special industry
banking division, concentrating his ef-
forts in the Midwest. He was formerly
with Philadelphia International.

e Bank of America, San Francisco,
has named Leland S. Prussia Jr. and
Thomas A. Deane executive vice presi-
dents. Mr. Prussia heads the bank in-
vestment securities division. Mr. Deane
has charge of all lending activities of
the bank’s southern California division

MATTHEWS

DEANE PRUSSIA

and is vice chairman of the loan policy
committee. With his new appointment,
he becomes a member of the board’'s
advisory council, of which Mr. Prussia
already was a member. Both were
senior vice presidents.

e Leslie C. Peacock has been elect-
ed vice chairman and a director of
Texas Commerce Bancshares, Inc.,
and vice chairman and an advisory di-
rector, Texas Commerce Bank, both of
Houston. He was formerly president,
Crocker National Bank and Crocker
National Corp., San Francisco. A na-
tive Texan, Mr. Peacock joined the
Dallas Fed as an economist in 1955,
joined ABA in 1960 and joined Crock-
er National in 1964.

PEACOCK

= William M. Matthews Jr. has
joined Union Planters Corp., Memphis,
as president and a director. The firm
is the parent of Union Planters Na-

tional. Mr. Matthews, formerly presi-
dent, First National Holding Corp.,
Atlanta, succeeded William D. Gal-

breath, who had been interim president
of Union Planters Corp. since the resig-
nation last November 27 of James C.
Merkle. Mr. Galbreath continues as a
director of both the HC and bank and
a member of the bank’s executive com-
mittee.
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You’'re thinking beyond the routine
correspondent assistance you’re getting now
You expect prompt, thorough,

professional service. And you deserve it

Carry that thinking further.
Bring your future to us.
THE NORTHERN TRUST BANK

50 South LaSalle Street at Monroe « Chicago 60690 « (312) 346-5500 « Member 5D I.C

Trust
Northern
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Seeks Land-Use Law:

National Advisory Board
Of Bank Releases Report
On Environmental Issue

Commercial National, Little Rock,
has released the second annual report
of its national advisory board. The lat-
ter is composed of 15 Arkansans and
former state residents who have
achieved national and international
prominence as business leaders. Mem-
bers return to Arkansas once a year to
study the state and make recommenda-
tions to business and government.

The latest report, “The Buffalo Hunt-
er Versus the Environmentalist, a Bal-
ancing of Interests,” was compiled fol-
lowing the board’'s annual meeting in
October. At that time, Senator William
Fulbright (D.,Ark.) and Governor Dale
L. Bumpers spoke to the group on
land-use management.

Through the report, the board en-
dorses the governor’'s support of land-
resource management and expresses a
desire for passage of land-use legisla-
tion by the state legislature in 1975.
Commercial National describes the re-
port as inviting “a solution that makes
economic sense, has political accept-
ability, avoids harmful side effects and
provides for efficient administration.”

The bank is distributing copies of
the report to association industries,
chambers of commerce, newspapers, li-
braries, members of the Arkansas leg-
islature, heads of state departments
and commissions, mayors, all Arkansas
banks and S&Ls and the top 500 cor-
porations in the nation as listed by
Fortune magazine.

Community
Involvement

Old Main Street:

First Nat'l, Louisville,
Announces Three-Part
Restoration Project

First National Louisville, has
kicked-off a restoration project to bring
Old Main Street back to life.

The project is expected to be com-
pleted in time for the city to celebrate
its 200th anniversary in 1978.

The bank’s participation takes three
forms: a commitment of $1 million to-
ward restoration loans at a lower inter-
est rate than the bank’s best commer-
cial customers can obtain; establish-
ment of a Bicentennial Savings Cer-
tificate program that pays interest to
the legal maximum to investors who
want their savings earmarked for use
as restoration loans; and the restoration
of an old Main Street building as a
structure reminiscent of the bank’s
original office.

The structure to be renovated was
built more than 100 years ago in the
ornate high Victorian architectural
style then fashionable. The five-story
building stands at the gateway to the
old Main Street area that has been set
aside for preservation. When fully re-
stored this fall, the building will be-
come a bank-funded bicentennial infor-
mation center.

The building is immediately adja-

Coupon Payment Books will
save you money.

Send 12, 24, 36, or more pre-dated coupons in a single mailing
with Rand McNally’s coupon payment books. Cuts postage and

other billing costs by as much
as 85%.

Perforand gives a different
style for every perforator model,
including machine readable.

Randpunch is afast and
economical system for small
volume users, particularly
branch office operation.

Hotspot-K. A new, more
economical system easily
adaptable for multiple
locations. Requires only first
page typing or bail-point

Artist's sketch of building to be refurbished
by First National, Louisville, as part of old
Main Street restoration project now underway.

cent to the bank’s original office, now
demolished. It includes a common wall
with the old bank building. The refur-
bished building will contain a rolltop
desk used by the bank’s first president
in its first-floor, old-time bank lobby
display.

Age-Old Techniques:

Navajo Weaving Exhibit
Held by Bank in Dalias
As Part of Arts Program

Commonwealth National, Dallas—as
part of its continuing emphasis on the
arts—recently sponsored a demonstra-
tion by Navajo Indian weavers in its
lobby. Not only were onlookers treated
to a display of the techniques used to
produce the beautiful Navajo rugs, but
samples of the finished products were
placed strategically around the lobby
—on the floor and walls.

As part of its arts-promotion project,
the bank has an active loan program
for owners and prospective owners of
art.

inscription.
i Two Navajo Indian women demonstrate art
RAND MCI\!/VA\I v Eooégffgsghlscﬁgegi ”lll'estBYSgrk NY. 10022 of weaving to Commonwealth Nat'l of Dallas
Financial Systems Division 206 Sansome St., San Francisco, Calif. 94104  Officers, John C. Bacon (foreground), v.p., and
Don R. Roberts, sr. v.p.
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Spectrum Insurance.
One-stoc Insurance for

financial institutions.

It was developed specifically and exclusively To receive more information, just mail
for Financial Institutions. coupon today.

And, spectrum-like, it was designed - L
to cover awide, wide range of your needs: American Home

Now, in asingle package, we’'ve com- Assurance Company

bined Umbrella coveragt...plus Directors
and Officers Liability...plus, where per-
itted. Kid dR I Please send me information about your new concept in
mitted, idnap _an ansom Insurance. insurance for the financial field, Spectrum Insurance.
(Naturally, if preferred, you can buy

Dept. MCO74, 102 Maiden Lane, New York, N.Y. 10005

I Name [
the coverages separately.) o
Spectrum Insurance represents a e
L _ c f
whole new concept in insurance packaging. I Company
And agreat new opportunity for you to » Address
I City State Zip I

obtain three of the most important and
Not available in all states.

sought-after coverages in your field. L J

A Member Company of
American International Group
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nly travelers cheque
efunds 24 hours a day

ravelers Cheque.

American ExpressTravelers
Cheques are proud to announce another
first for your customer. It's a brand-new
24-hour-a-day, 7-day-a-week, 365-day-a-
year refund system operating across

During normal business hours your customer can get
a full refund at any American Express Company Office.

America (a system no other travelers
cheque has).

Here's how it works:

If your customer’s American Ex-
pressTravelers Cheques are stolen or lost
anywhere in America, he can get a full
refund during normal business hours at
the nearest American Express Company
or representative office (usually on the
same day).

Or at any other time, he just calls
800-221-7282 toll-free and reports the
loss* The American Express Company
will arrange for him to pick up an emer-
gency refund of up to $100 atone of more

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

than a thousand conveniently located
Holiday Inn refund locations,

No other travelers cheque can give
your customers this 24"hour-a-day, 7-
day-a-week refund service. Because no

Or at any other time, your customer can get an emergency
refund at over a thousand Holiday Inns across America.

other travelers cheque can be refunded
at night. Or on holidays. Or on week-
ends. (Holidays and weekends alone to-
tal about one third of the whole year.)
Another reason your customer
will be happy you sold him American

ExpressTravelers Cheques.
*In New York State call 212-248-4584 collect.



Write, or call, for a copy of “ Simple
Interest: The Answer,” and an actual
sample of a Cummins-Allison Simple
Interest MICR Payment Book.

cACUMMINS

CUMMINS-ALLISON CORP
826 Waukegan Rd, Glenview, IL 60025 « 312/724-8000

LARGEST
IN
MICHIGAN

NATIONAL BANK OF DETROIT

assets over
7 billion dollars

Member Federal
Deposit Insurance Corporation
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Corporate
News
Roundup

= North Central Life Insurance Co.
Ralph C. Erwin has been named finan-
cial agency supervisor to the creditor
insurance division of North Central
Life Insurance Co., St. Paul. In this
post, Mr. Erwin has assumed responsi-
bility for sales and service of the firm’'s
creditor insurance products to financial

institutions in eastern Missouri and
linois.
Mr. Erwin spent nearly 10 years

with Chicago’s Devon Bank, where he
was vice president in charge of market-
ing. He also has worked for other
midwestern banks.

GORFINKLE RICE

e James Talcott, Inc. Recent ap-
pointments at this firm include election
of Truman F. Rice as senior vice presi-
dent of Talcott and appointments of
Lawrence D. Gorfinkle and Philip E.
Reinle Jr. as vice presidents of the
Factors Division. Mr. Rice is president
of Talcott’'s New York-based Computer
Leasing Division and joined Talcott in
1968. Mr. Gorfinkle went to the firm
in 1973 from New York City’s Manu-
facturers Hanover Trust. Mr. Reinle
just recently was with Chase Man-
hattan, New York City, in the factor
and finance division.

e Howard, Weil, Labouisse, Fried-

richs, Inc. G. Shelby Friedrichs has
been named chairman and CEO,
Howard, Weil, Labouisse, Friedrichs,
Inc., New Orleans, and Gerland J.

Foucha Jr. has succeeded Mr. Fried-
richs as president. Mr. Foucha was
formerly executive vice president and
treasurer in charge of operations. In
other action, the firm named Milton F.
Lewis vice chairman and director and
Vincent J. Lewis vice president, both
in the New York City office. Milton
Lewis was a general partner, Hall-
garten & Co., NYC, and Vincent Lewis
was that firm's trading department
manager.

MID-CONTINENT BANKER for July,

STUART HAMMOND

< Bank Building Corp. Lee Ham-
mond has joined the Central Financial
Facilities Division of Bank Building
Corp., St. Louis, as consultant services
manager. He represents the firm in
northeast Texas. Mr. Hammond had
been branch manager in Dallas for
Currency Systems, Inc., and, previous-
ly, had been a sales engineer for
Mosler Safe Co., also in Dallas.

e LeFebure Corp. John A. Stuart
has been named sales engineer for Le-
Febure Corp., Cedar Rapids, la. He
reports to the New Orleans branch
office and covers south central Louisi-
ana. He has experience in both bank-
ing equipment sales and service and
has traveled in Louisiana for about
five years.

« NYTCO Services, Inc. Jay Triplett
has been appointed district manager
of the Amarillo, Tex., office of NYTCO
Services, Inc., San Francisco. Mr. Trip-
lett has been active in various aspects
of the agricultural and feeder cattle
industries since 1953.

« MGIC. Philip R. Youngwirth has
been made regional manager of devel-
opment in western Kansas for Mort-
gage Guaranty Insurance Corp.
(MGIC), Milwaukee. He formerly
represented Xerox Corp. in the sale of
educational products to midwestern
schools.

 NCR Corp. William S. Anderson
has been elected chairman and CEO
of NCR Corp., Dayton, O., following
the retirement of Robert S. Oelman.
Mr. Anderson was president for the
past two years and CEO for the past
year. He will retain the title of presi-
dent. Mr. Oelman has been named
chairman of the executive committee
and will continue as a director.

= Central National Insurance Group.
Richard Beatty Sr. has been appointed
manager of a new property improve-
ment loan insurance division at Central
National Insurance Group of Omaha.
Purpose of the new division is to pro-
vide credit insurance on home improve-
ment loans made by banks and other
financial institutions.
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Now Is the time
to expand
home rnprovement

loan volume.

Here tire sixreasons why.

ICS, the world's leading insurer of home im-
provement loans, believes current econom-
ic conditions provide an excellent climate
to increase your HIL volume and profits.

Stable Diversification. With auto, boat, mobile home

l and rec vehicle volume affected by the Energy Short-
age, home improvement loans will help maintain
profit projections. Consumer HIL demand continues
to grow and the timing is perfect for increased loan
activity.

Higher yield. Your profits are being squeezed by
20 spiraling costs and can be offset by a high yield
home modernization plan. An ICS program assures
that your gross income will be higher than that re-
ceived from FHA auto and mobile home loans. Let us
demonstrate how an ICS insured program will pro-
vide a28.3% increase in profits on aone million dol-
lar 48 month portfolio compared to FHA coverage.

3 100% Credit Protection. ICS insured home improve-

“ment loans enjoy 100% credit protection. And we

include every unpredictable default... such as layoffs,
recession, strikes, bankruptcy and divorce. Other
loans, by comparison, put the entire burden of risk
on you.

Unlimited Marketing Opportunities. Every home im-

» provement loan provides the opportunity to effec-
tively cross-sell all banking services.The home owner
is a ready-made and growing audience for promo-
tions that provide useful and innovative home mod-
ernization ideas. Since 1954, ICS has accumulated
a wide variety of effective home improvement pro-
motions that are offered exclusively to our more than
900 client banks.

Increased home modernization activity. There could n't

o be a better time to emphasize home improvement
loans. Because of the Fuel Shortage, people are stay-
ing home more and are constantly aware of needed
improvements. Also high mortgage rates make HIL
more feasible from an economic standpoint.

Community Service. The home owner is the "back-

6" bone” of the community. There js no better way for
your bank to make a constructive contribution to
community service than the active promotion of pro-
grams for financing the maintenance and improve-
ment of property!

6 reasons why now is the time to expand your home im-
provement loan volume. Call or write William F. Schumann,
President, for personalized ideas applied to your situation.
As the world's largest home improvement loan insurance
service company, our expertise will help you achieve your
profit goals.

INSURED CREDIT
\' SERVICES /

307 N. Michigan Avenue
Chicago, Illinois 60601
312/263-2375

America's No. 1 insurer of home improvement loans.
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The Banking Scene

By Dr. Lewis E. Davids

Hill Professor of Bank Management,
University of Missouri, Columbia

Banks’ Employment of College Graduates

ANKS HAVE not been considered
B leaders in hiring graduates either
with undergraduate degrees or with
advanced degrees. Is there good reason
for this situation? In the last generation,
the percentage of the labor force that
has had some college or has had bac-
calaureate and advanced degrees has
substantially increased.

However, an increase is especially
observable now in our large urban
banks. Many small country banks still
do not have any staff members, either
at the clerical or officer level, who have
graduated from or attended colleges. A
legitimate question can be raised, “Why
is this s0?” One response could include
the fact that many country banks re-
cruit locally and in these instances sim-
ply have had no college graduates
seek employment with local banks.

A somewhat different situation exists
where college people seeking employ-
ment have applied to country bankers.
Because of the information available in
placement offices at their schools, these
college people are fairly sophisticated
as to salaries being offered in business.
Thus, when approaching bankers, they
sometimes cause considerable consterna-
tion when they tell the bankers that
their salary needs often are consider-
ably in excess of wages paid not only to
top clerical, but often individuals in
management with assistant cashier and
assistant vice president titles.

A banker confronted with such in-
formation is likely to consider just what
hiring a college person would do to
the existing salary structure in his shop.
He would conclude that he and his bank
are better off in developing the talent
in his existing staff. This is quite under-
standable. It also means that these local
bankers probably will not have ex-
posure to the newer type of educa-

appropriate to point out that college
graduates range in the type of career
education they have received, from the
rather pragmatic courses in accounting,
finance, investments, security analysis,
to the more esoteric fine arts and liberal
arts subjects, including the humanities
and sociology, psychology and history.

It is not uncommon for leading
spokesmen of major banks to espouse
the desirability of hiring students who
have taken liberal arts programs. The
argument for this is that the nitty-gritty
of banking can be rapidly picked up
in the bank and that the liberality of
the education gives a person insight
into values and thought processes that
make him or her especially valuable.

"Many small country banks still

do not have any staff members,
either at the clerical or officer level,
who have graduated from or
attended colleges.”

It is interesting to note that spokesmen
for the liberal arts education typically
are products of liberal arts education
and, therefore, they are, in effect, iden-
tifying with the type of education they
received.

The other type of bank employer,
one hiring those with baccalaureate
business degrees, is more inclined to
look for a person who can become pro-
ductive in a short period of time and
who does not require a great deal of
management training in the bank.

Ten to 15 years ago, most major
banks had elaborate training programs
for college people, some of these pro-
grams lasting more than one or two
years. Today most institutions that
have had such programs are modifying
them so that greater emphasis is placed
on putting a college graduate into a
position where he is soon working on

While bankers were evolving in their
attitudes toward undergraduate stu-
dents, educational institutions, in turn,
were passing through a major change.
Since 1950 many undergraduate col-
leges of business have converted solely
to graduate work in the area of masters
of business administration, doctor of
business administration or doctor of
philosophy in business. Thus, we find
that students who are graduated with
these degrees not only are older, but
they have had an increased expectation
as to their value as employees. Thus,
the banker who had consternation at
salaries required by undergraduates is
more likely to be even more shocked
at the salary anticipated by MBAs. Yet
our bigger banks have hired significant
numbers of MBAs. The large money
banks will employ several dozen each
school year. In one sense, the MBAs
have made significant contributions to
these large-money banks and have
brought with them some of the latest
tools such as economic model building,
simulation, probability theory and ad-
vanced statistical concepts, including
minimum-size sampling for direct veri-
fication.

While there are many pluses regard-
ing what the MBAs have done for
the money market banks, there is one
very definite negative factor of which
bankers are well aware. That is, close
to half of the students with advanced
degrees who are hired by banks will
have left their banks within five years.
Thus, when banks compute the separa-
tion rate of graduate students, a num-
ber of them have taken the position
that tire premium they paid was and is
not commensurate with the risk. Some
of these banks now, in effect, hire
MBAs, but hire them only at the salary
scale they would normally pay gradu-

tional skills the college graduate has real decision making. Thus, he has an ates with baccalaureate degrees. How-
acquired. identification with the pertinency of ever, this may result in the superior

Perhaps at this point it would be what he has accomplished. MBA with other job offers opting for
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One good name
deserves
another...

Yours and
Stern Brothers 6 Co.

As the banker’s banker, we supplement your own vital role in
finance by arranging for long-term money needs.

That means we raise the kind of money businesses and

government units (such as cities, counties and school systems)
need to grow on.

We obtain such capital through the sale of securities to
investors, either by public offering or private placement.

We want to work with you in helping your depositors grow;
we think we can help each other.

Investment Bankers since 1917
9 West Tenth Street / Kansas City, Missouri 64199 / (816) 471-6460
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the better-paying job. Some mixed re-
sults have been observed. Some MBAs
hired under those terms feel discrim-
inated against and have jumped the
separation rate from its already high
level to even higher levels. On the
other hand, a proportion have accepted
the salary differential as being part of
the ground rules and have, by their
superior performances, outperformed
students with baccalaureate degrees.

Partly related to this has been the
simultaneous expansion of the bank
holding company. It is here especially
that an individual with advanced de-
grees does become more acceptable
and compatible salary-scale-wise to an
institution. Thus, a holding company
with a core of MBAs does not experi-
ence some of the difficulties of salary
structure observed where MBAs are
intermeshed into an existing salary
structure of a bank.

Approximately a decade ago, the
movement toward community colleges
and junior colleges made rapid ad-
vances. It is interesting to review the
typical curriculum of these junior col-
leges and community colleges because
as one does it becomes apparent that
the curriculum they have adopted is,
to a large extent, more career-oriented
than the curriculum found in a gradu-
ate school of business. For example, a
course such as credits and collections
or negotiable instruments will be found
in the junior community colleges,
whereas many graduate schools simply
do not have such an offering. The
typical graduate school of business
would have courses of a quantitative
or mathematical thrust.

Because the junior community col-
lege tends to be a nonresident college,
it has a certain market segmentation of
people who cannot afford either the
time or expense of a resident four-year
college. These colleges have a strong
emphasis toward vocational and career
education compared with the more
“liberal” education combined with the
somewhat lower salary aspirations of
the graduates of junior community col-
leges. For these reasons, we find these
individuals are probably more accept-
able to commercial banks, and they, in
turn, do not find the existing salary
structures of commercial banks con-
trary to their level of expectations.

Recent court decisions, in effect, have
had a paradoxical impact on hiring of
college trainees by banks. At issue here
is the type of training program that
typically the small bank may have.
Most small banks tend to have on-the-
job-training or what is sometimes called
vestibule training. That is, the new em-
ployee is put next to a person such as
a teller or a bookkeeper and told to ob-
serve and perform after the rudiments

20

have been mastered. While this is a
most logical way of providing on-the-
job-training in smaller institutions, a
recent court decision has brought the
technique into legal disrepute. The
problem is that under the equal-pay-
for-equal-work concept of the Office of
Equal Opportunity, a college person or a
person with training in community-jun-
ior college, in effect, cannot be paid a
differential above the non-college in-
dividual who is exposing the college
person to a teller's or bookkeeper's
work. One lowa bank was sued recently
for this very situation and the Office
of Equal Opportunity apparently is
moving vigorously in this direction.
Thus, in hiring college people for the
first time, small banks must recognize
the pitfalls that may be created should
its “training program” be constituted as
violating the equal-pay-for-equal-work
concept.

Recently in an attempt to upgrade
the level of training of its staff, one
midwestern bank hired a college gradu-
ate and used such a training program.
It has experienced substantial expenses
for defending itself, mostly unsuccess-
fully, against OEO.

Conclusion: There are divergent
trends in banks hiring and firing or ac-
cepting resignations of college gradu-
ates. One of the things often overlooked
is the termination interview with gradu-
ates who are leaving the bank.

I have had the opportunity of talk-
ing with a number of the MBAs who
had been employed by commercial
banks. They returned to campus after
their terminations to seek employment
again through the placement bureau
of their universities. From talking with
them, some observations may be made.
Many of them felt they had been as-
signed work which was of an almost
demeaning nature, that is, it did not
bring out the skills and training they
had acquired. Bankers who have been
around for a number of years may
point out that one does not start at
the top, but that one normally has to
learn the foundation jobs and what they
comprise before one can become an
administrator. Therefore, there is valid-
ity on both sides of the question. But
as one MBA told me, one does not need
to be a teller for months on end to
know what the teller's job and the
problems comprise. Another problem
associated with the MBA may be called
overqualification. Thus, the typical
MBA will have taken courses of a na-
ture that includes economic models,
simulation theory. These are much more
advanced than the needs and require-
ments of the typical bank. Stated an-
other way, it is quite probable that a
bank under $1 billion in size will nor-
mally not be in a position to utilize
some of the academic skills that the

new MBA has acquired. Thus, that
bank actually has acquired an individ-
ual who has not been given the op-
portunity of utilizing his training. This
leads to frustration on the part of both
the banker and probably more on the
part of the MBA graduate. A number
of banks have found that a more salu-
tary experience can develop if they are
able to identify the likely MBAs prior
to graduation. This can be accomplished
by building into the vacation schedule
of the bank the opportunity of bring-
ing in a college person, to assigning
him or her significant work duties and,
in turn, measuring the MBA as to
whether these are performed adequately
or in a superior manner. An internship
is a form of what you might call a
trial marriage. To the extent that both
employer and MBA candidate are
happy, that employee can be given a
contract of employment when the sum-
mer program ends while he still has
one more year of college to complete.
With that agreement, the individual
has committed himself and the bank,
in turn, has had a greater probability
of making sure the individual will re-
turn to the bank when he gets his MBA.

Suggestion: Bankers should get to
know the professors who are teaching
in the area of their MBA interests such
as finance, data processing or account-
ing. These faculty members, in turn,
frequently will know of the career in-
terests of their students and—to the
extent they have students especially
interested in banking—this permits the
banker to zero in more effectively on
those who really have an interest in the
area. This is distinguished from the all-
too-prevalent practice of many students
signing up for many types of interviews,
often with industries in which they are
not particularly interested.

One last thought: An interviewer
who is a younger person tends to be
much more effective than an interview-
er who is more mature and thus less
likely to have rapport and be able to
communicate. In addition, rather than
have the personnel officer do the in-
terviewing, it is helpful to have a bank
officer in whose area there is a need
for the graduate. Thus, if it is auditing,
the auditor would probably be a more
effective individual in explaining the
auditing job. Personnel departments
may not like this observation, but it is
valid.

One of the criticisms made by Uni-
versity of Missouri students is that while
they know the types of jobs they're
interested in, the individual from the
personnel office often does not have
the information the graduate believes
is significant for his evaluation of the
scope and opportunities of the position
to be filled.

e *
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onthe move

The different breed of cat
In correspondent banking

The man from United Missouri Bank of
Kansas City—the one who is your
correspondent banker —is important to
your bank because he’s well trained
for the specific territory he serves.

You'll find him corresponsible and
especially cognizant of your needs
—whether credit overlines, pension
and profit sharing plans, or
municipal and government bond
portfolios.

That's why United Missouri
Bank is the different breed of cat in
correspondent banking.

So, to improve your state of banking,
rely on the correspondent bankers from
United Missouri Bank. None of the others
come close.

United missouri bank
kl of kansas city, n. a.
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Management Information Service
Offered by Bank of New Orleans

NEW ORLEANS—Bank of New
Orleans and Bankplan of America, Inc.,
have announced a new management
information service for correspondent
banks called “Bankplan.”

The service is designed primarily for
smaller banks that might not otherwise
be able to acquire sophisticated operat-
ing data. The service includes monthly
budgeting and comparisons of financial
performance, quarterly analyses and
projections of operating data and pe-
riodic special studies.

ITFOR THE
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...executive personnel >J
for banking, finance

and related fields
contact

TOM CHENOWETH,

I I 1 1 manager
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ff FINANCIAL?'1
PLACEMENTSM 1

/912 Baltimore,Kansas City, Mo. rx
| 1 phone 816 HA 1-8494 T
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New

Customer
Services

In addition to the monthly analysis
of current financial and operating data,
user banks will receive analysis com-
parisons to prior periods, comparisons

to budgets and comparisons with banks
their size throughout the country.

It is estimated that the service would
cost about as much as a part-time
clerk.

Stock-Purchase Plan Announced
For Banking Group's Customers

Three St. Louis-area banks have an-
nounced a stock-purchase plan for their
checking-account customers. The banks
belong to the Dyna-Group Financial
Center and are Hampton Bank of St
Louis and three suburban banks, Clay-
ton Bank, Bank of Crestwood and
Bank of Ellisville, the latter to open
later this year.

Under the plan, customers will be
able to buy common stocks in any of
the 25 largest corporations on a regu-
lar monthly basis by having between
$25 and $500 deducted from their
checking accounts each month. The

monthly investments are used to buy
the stock on the open market. Each in-
vestor will receive a monthly tabula-
tion of his purchase. There will be a
service charge of $2 a month, plus a
proportional share of the brokerage
fees on the larger pooled purchases.

When he signs up for the plan, the
customer selects the stock or stocks he
wants to buy from a list of the 25
largest firms in the Standard & Poors
Industrial Index. The customer then
will authorize the automatic monthly
checking-account deduction of $25 or
more in increments up to $500 each
month for each stock he wishes to in-
vest in.

Packets of Foreign Currency
Offered by Wichita Bank

WICHITA—Central State—as one of
the services of its new international
department—offers a “Tip-Pack” to
customers going abroad.

The “Tip-Pack” is comprised of 10
U. S. dollars-worth of any foreign cur-
rency. The name is derived from the
fact that the packet contains plenty
of money to help a traveler through

various tips and other charges on
arrival in a foreign country.
There’s no limit to the number of

“Tip-Packs” a customer may acquire.
If the bank doesn’t carry the requested
currency in its vault, it can obtain it in
a maximum of three days.

The key to secured
mobile home paper..

KCIC has It.

Your mobile home installment paper is completely

secured against loss through retail credit insurance.
And your consumer credit department gets a 14 point plan that pro-
tects collateral. Our services include dealer solicitation, finance
procedure supervision, retail and wholesale credit evaluation, whole-
sale inventory control, collections, and installations of reserves.
But our experienced personnel are the real key to your success.
Contact us for more information. Or send for our free booklet.

KEYSTONE CREDIT INVESTORS CORPORATION
A JAMES COMPANY ¢« PO Box 1675, Harrisburg. Pa 17105, (717) 761-6820
Oklahoma Branch Office: 700 LVO Enterprise Building, Tulsa, Oklahoma 74103, (918) 587-2444.
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“In my years as a banker, I've worked with
a number of insurance firms,” says Bob Rocke.
“Sometimes, however, small community banks
find ourselves on the short end of insurance
services. The single factor that caused me to switch
our credit insurance program to Standard Life
was the excellent service we received.

“If anyone asks me about credit insurance,
I'll recommend Standard Life every time.”

R. L. “BOB” ROCKE,

Vice President

Jefferson County Bank & Trust
Hillsboro, Missouri
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“Standard Life’s credit insurance plans are
more easily administered than any others I've
worked with. | chalk this up to their very com-
petitive policy limits, and their internal
organization that allows such a large company
to work efficiently with small clients like us.”

Hillsboro has a unique population mix. From
the time the bank was established in 1911, agri-
culture has been the backbone of their economy.
Today, Hillsboro is home to many people working
in St. Louis. They have a thriving junior college.
The 25,000 to 30,000 people living within a fifteen
mile radius of the town represent a wide range
of economic, social, civic and educational levels.

“It's this mix of rural and suburban people we
must be prepared to serve with a wide range of
insurance programs,” Mr. Rocke continues.
“Standard Life gives us prompt, first-rate
service on any and every claim which is a great
help in keeping our customers satisfied.”

When personal service and a complete, flexible
line of credit insurance plans are needed at your
bank, write or call collect: Gordon Green, Jr.,
Credit Insurance Division, 405/232-5281. Set your
credit insurance profits ticking on Standard time.

AND ACCIDENT
INSURANCE COMPANY
Oklahoma City Oklahoma
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Selling MMarketing

For Pigskin Fans:

NFL Player Guide Kits
Popular as Giveaways

Need an idea for a sure-fire give-
away to bring football fans into the
bank this fall? Roster Packet might fill
the bill.

St. Louis County National, Clayton,
Mo., brought about 1,400 avid fans
into its lobby by offering Roster Pack-
ets for one month at the beginning of
last year's football season. Republic
National, Dallas, handed out some
5,000 Roster Packets last season. Both
banks plan to use Roster Packets again
this season.

The reason Roster Packets are so
popular, according to Jay D. Strauss,
president of Roster Packet, Inc., St
Louis, is that they are extremely handy.
Each packet consists of a pocket-sized
portfolio that includes cards giving the
official player roster for each National
Football League team. The Kkits also
contain game schedules for each team,
playoff schedules and important referee
signals. This latter feature helps every-
one to enjoy watching football, Mr.
Strauss says.

The packets are designed to provide
easy access to player information for
any NFL team, whether the bank cus-
tomer is attending a game in person or
watching it on TV.

The packets are easy to use. Cards

Ribbon of Signatures Cut
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A ribbon some 42 feet long and containing
the signatures of 5,000 customers of Com-

merce Bank, Springfield, Mo., was cut recently
by the mayor of Springfield at the grand
opening of a branch of the bank. The signa-
tures were gathered at the bank's other
local offices for 30 days prior to the cutting
ceremony. Also featured at the opening was
a stack of one million one-dollar bills that
was 7Vi feet high. Customers were invited
to pose beside the stack for souvenir photos.
Shown in photo are Art Barner (l.), a.v.p.;
the mayor; and James McClure, bank pres.
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featuring the two opposing teams are
placed in the packet's facing plastic
windows for ready reference during
the game. Players are listed by number,
name and position. Names of offensive
team players are printed in blue,
defensive in red.

Roster Packets for the 1974 season
will be ready shortly after September
first, Mr. Strauss says. The packets go
to press after the NFL teams cut their
squads to 50 players. This last-minute
printing makes the Kkits accurate
throughout the season, he says.

The vinyl packets containing Roster
Packet cards can be imprinted with a
bank’'s name so that fans can be re-
minded of the bank whenever they
refer to the packets.

Banks have used Roster Packets as
public relations tools, as door openers,
as customer gifts. One thing bankers
who have used Roster Packets know
for sure—they have no trouble giving
them away!

In Peoria, Ill.:

Customers Get High Interest
W ith Bank's Investment Plan

People in Peoria, 111, are snapping
up the latest bargains at Commercial
National. They've been doing so off-
and-on for the past year. And the bank
has counted more than $11 million as
a result, some 75% of it new money.

Customers are offered the opportu-
nity to invest up to $20,000 at 8% for as
short a period as one year. They can
also invest $5,000 at 7% or $10,000 at
L)

The bank calls the offer the Special
Security Investment Program and touts
it as offering the advantages of high
return, short term and guaranteed se-
curity. The offer is made both to in-
dividuals and organizations.

It's a great way to get people to
come to the bank!

First of Many

City's First Med Students
Honored by Central State

The first 18 medical students to begin
their training in Wichita were guests
of honor at a dinner sponsored by
Central State Bank recently.

Central State's president, R. G. Lan-
genwalter, described the event as “an
opportunity for those of us closely as-
sociated with both the university and
the medical profession to call attention
to this very important class—the first
of what we are certain will soon be-
come hundreds of medical students in
Wichita.”

The students, who began their studies
at the Kansas University School of
Medicine, will complete an additional
18 months of study in Wichita before
receiving their medical degrees from

KU.
At First NBC:

Savings, Personal Banking
Pushed in Ad Promotions

First National Bank of Commerce,
New Orleans, recently announced two
new advertising programs. The first
program—Collector’'s Item Savings—is
designed to attract new savers through
a series of TV, radio and newspaper
ads showing how the program can
help build future financial security.

The second program promotes the
bank’s personal banking service. Each
bank office has a personal banking
center where customers can obtain ad-
vice on personal money matters. The
promotion advises customers that their

First Commerce Corp. Pres. Walter B. Stuart
(r.), confers with Robert Richley, director, First
Advertising Agency, beside ornately framed
identifying symbol of Collector's Item savings
accounts. First Advertising Agency is the in-
house agency for First Commerce, HC whose
lead bank is First National Bank of Commerce,
New Orleans.
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~ Ifyouretired
of playing cat and mouseto get
new business
from old customers....

Harland's new cross-sell advertising inserts

Your best prospects for new business are probably your design checkbooks, you can have up to 6 Cross-
existing customers. But unless you approach them Sell inserts bound right on top. So when your
carefully, on a regular basis, they won't customers pick up a new filler (about once a
bite. That's where Harland Cross-Sell in month), they'll see an attractive “ad" for one
serts come in. m These colorful “mini-ads” of your services. Either way, your customers
feature 15 important bank services from can't miss them! m Cost? About a penny
vacation loans to retirement savings. And and a half each. m Get your Cross-Sell
the snappy graphics and friendly copy com- program rolling. Write our Marketing
municate in away both you and your custom- Department or talk it over with your Harland
ers will like. m Since one of the best times to representative.

Cross-Sell is when customers open their checking ac-
counts. you can have one or more of the inserts stitched .
right into your starter sets. m And if you have private Because you need more,we give you more.

JOHN H. HARLAND COMPANY

BANKSTAT/IONERS
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personal bankers will treat them like
old friends.

Each of the bank’s 18 branches in-
cludes a framed display in its lobby
calling attention to the Collector’s Item
accounts. The advertising message re-
garding these accounts refers to the
pasttime that many people enjoy of
collecting things, from antiques to bot-
tle caps. The ads then encourage cus-
tomers to collect savings as they would
anything valuable so the savings will
provide for the customer’s future.

The bank’s advertising theme is “We
know you're going to make it, and
we'd like to help you there.”

In Kansas City:

Jungle Tiger Lends Image
To Bank Ad Program

Instead of a “tiger in your tank” it's
a “tiger in your bank.” At least, that's
the way it is at United Missouri Bank's
locations in Kansas City.

Billing itself as “the different breed
of cat in banking,” United Missouri has
developed an advertising promotion
featuring Czar, a 500-pound tiger from
Los Angeles. According to the bank,
the tiger expresses strength, elegance,
aggressiveness and vitality—all char-
acteristics associated with good bank-
ing.

26

While Czar was in town, he visited
popular locations in addition to the
United Missouri banks. It's getting so
that, anyone seeing Czar walk non-
chalantly across a street in Kansas City
(see photo) is immediately reminded
of the “tigers” at United Missouri
Bank!

Attention-Getter:

Bank's Mascot Cuts Ribbon
At Grand Opening Event

Animal mascots are almost a must in
Chicago-area banks. They attract a lot
of attention and publicity—and they
come in handy at official functions, too.

Bank of Westmont, 111, recently
opened a two-story addition to its fa-
cilities, along with the assistance of
“Loansum,” the bank’s mascot (see
photo). Assisting “Loansum” is bank
President Marcel Levesque (1.) and
Westmont Mayor James Wright.

The celebration held in connection
with the ribbon cutting
high school band concert, bank tours,
door prizes, refreshments and a con-
test to see who could guess the amount
of coins in a five-gallon jar. The winner
received a TV set.

Two days prior to the ribbon cutting,
the bank held a preview open house
and reception for stockholders.

Needless to say, “Loansum” played
a prominent role at all events.

included a

Marketing Course:

Bank Marketing Workshop
Offered by Forbes, Inc.

Forbes, Inc., Advertising, Wichita,
Kan., has announced its “Bank Market-
ing Workshop” marketing course for
large and small banks that includes
forms and instructions for establishing

the situation analysis, developing the
marketing objectives and executing the
marketing plan. An entire incentive
program is presented in the motivation
session.

The advertising section is said to be
of value to the small bank or the ad-
vertising officer who administers a plan
through an outside agency.

The course’'s author is marketing
instructor at the Intermediate School
of Banking in Lincoln, Neb. He works
with nearly 100 banks, advising in the
advertising and marketing areas.

Included with the course is a Plan-
Alyzer (see photo) that provides a
check list for the major bank marketing
functions. The course, in the form of a
book, is available for $37.50, postpaid,
from Forbes, Inc., 2146 N. Old Manor,
Wichita, Kan. 67208.

Over 270 banks have on-line access
to their entire customer master files.

They use the NCR Central Information File.

Would immediate access to customer
information benefit your bank?

HQ

Complete Computer Systems
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When our correspondent
banks need assistance,
we supply It In a way
that profits them . . . and
thelr communities... and

profits BNO, too.

Profit is the name of the game. And our
correspondent banks share it with us—
consistently.

Millard Wagnon will be happy to tell
you more about our correspondent banks’
profitable relationships with us.

Bankers with ideas
THE BANK OF NEW ORLEANS
AND TRUST COMPANY Member F.D.I.C.

P. O. Box 52499, New Orleans, La. 70152

CALL: 1-800-362-6718 (Within Louisiana)
1-800-535-6760 (From Miss., Ala., Texas, Ark., Okla.)
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There must
be areason

over 250 other
lenders have turned
their studentloan
administration over
to FirstM inneapolis.

Paperwork is just one of the burdens of stu- administration details. And our experience
dent loan administration. It takes scores of with lenders of all sizes has proven that we
man-hours, training, and proper equipment can save you money. And make your Stu-
just to get the job done. dent loan program more profitable for you.

That's why so many lenders have turned It may be well worth your while to
this task over to the Student Loan Servicing I bundle up your student loan
Center of the First National Bank of Minne- problems and call us collect at

apolis. We’re specialists in handling..all = " (612) 370-4035.

First
Minneapolis

Student Loan Servicing Center, First National Bank of Minneapolis
120 South Sixth St.,, Minneapolis, Minnesota 55402 . Member FDIC
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EFTS

Electronic Funds Transfer Systems Take Banking Spotlight

Because of S&L’s Supermarket Point-of-Sale Plan

LECTRONIC funds transfer systems (EFTS)
E are much in banking news and are being
given a lot of attention at bankers conventions.
However, such systems have been around in
various forms for some time.

For example, banks use EFTS in collecting
monthly checking-account service charges. No
checks are written to pay those charges and no
bills are sent and returned with payments. Just a
single, one-line entry is printed on each deposi-
tor's monthly statement saying, in effect, money
moved electronically from his account to the
bank’s internal account. Another instance of
EFTS now in operation—in a modified form—is
pre-authorized payments for monthly mortgage or
other fixed-amount bills or automatic transfers of
funds from checking to savings accounts.

In addition, many banks use computer termi-
nals to update instantly records of deposits, with-
drawals and transfers and automatic self-service
teller devices to accept deposits, facilitate with-
drawals and speed transfers of funds within
banks. Of course, growing in usage are the auto-
mated tellers—machines that are activated by
specially embossed plastic cards and that provide
many bank services, including deposit and with-
drawal of cash, at any time of the day or night,
seven days a week.

What has really brought EFTS to the forefront
in banking this spring and summer of 1974 is the
revolutionary S&L operation in Lincoln, Neb.
Called Transmatic Money Service (TMS), this
operation allows S&L customers to deposit to or
withdraw from their accounts in the S&L at
service counters at two supermarket locations.
Store personnel handle the transactions, and S&L
customers have access to their accounts any time
the supermarkets are open. And, of course, super-
markets are open much longer hours than
financial institutions.

MID-CONTINENT BANKER for July, 1974

Although the Nebraska program has been
halted by court action, many knowledgeable per-
sons in the financial institution field believe it
will be allowed. In fact, the creator of TMS al-
ready has lined up other S&Ls in his state to go
in with him on TMS as a cooperative project as
soon as he is legally cleared to start up again. In
the future, he sees it as an S&L program that not
only will be state-wide, but will cross state lines
as well.

EFTS has become so important that a bill—
S. 3266—has been proposed in Congress that
would set up a Presidential Commission to study
the subject. Also, the Conference of State Bank
Supervisors has established an ad hoc committee
on electronic funds transfer systems. Its purpose
is to work with interested government agencies
and representatives of the private sector to de-
velop the most flexible and efficient EFT system
as possible. In addition, it has become a popular
topic of conversation among banking leaders and
rank-and-file members of the industry as well.

Because of its importance and the ramifications
of it for banking, Mid-Continent Banker de-
voted much space to EFTS last month and even
more in this issue. The TMS program in Nebraska
is re-examined—this time from an S&L viewpoint
(see page 33), and a new project in Washington
state is described (see page 35). The latter is a
venture entered into jointly by 15 thrift institu-
tions, the object being to provide an around-the-
clock electronic financial facility in a shopping
center. Beginning on page 38 is an article about
an automated financial service program inaugu-
rated by a nationwide credit union. In addition,
there are discussions of EFTS by George Whyel,
ABA president-elect (page 30), and by a mem-
ber of the ABA’'s Payments Systems Policy
Committee (page 31). * *
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EFTS—

Is It Just

Bankers Should Activate EFTS OnePartat Time,
Not Wait Till Complete System Is Developed

URING the past few years, bankers

have been deluged with speeches
and articles about electronic funds
transfer systems (EFTS). Every direc-
tion we turn, we hear the term. But
let's consider whether we may be
spending too much time looking at the
forest and not enough time at the trees.
While we were focusing our attention
on the entire subject of electronic
transfers, others have initiated specific
programs that involve only one part.

| think we need to stop evaluating
the pros and cons of electronic trans-
fers as a complete system and start im-
plementing one part at a time. The en-
tire system certainly isn't going to be
dropped into place overnight, superim-
posing itself on the American public,
retailers, bankers and the government.
What we're going to see, and what we
are seeing, is gradual conversion to
EFTS—one piece at a time—based on
need and public acceptance.

EFTS has come to mean many
things to many people. What special
meaning does it have for bankers? For
the moment at least, two major aspects
of EFTS command most of our atten-
tion: point-of-sale (POS) terminals and
automated clearinghouses. These sub-
jects appear to be the most newswor-
thy, as well as the most controversial.
Moreover, our worthy competitors, the
thrift institutions, already have devoted
a good deal of attention to these two

Mr. Whyel is vice chairman, Genesee Bank,
Flint, Mich.

By GEORGE L WHYEL
President-Elect
American Bankers Association

areas—and made some significant in-
roads.

Let's deal with POS terminals first.

What better example of what can
happen when we spend too much time
worrying about electronic transfers as
a total system and not enough time
looking for ways to implement the
component parts? We bankers may
have had ourselves so convinced that
the public would not accept EFTS that
our competitors stepped in to fill the
vacuum.

"The theoretical arguments about
implementing EFTS are important.
But while we're arguing, let's see
what we must do to protect and
increase our share of the market
by laying the groundwork for EFTS
now."

A thrift institution in Nebraska (see
page 33) has established what amounts
to a branch in a local supermarket.
Though this isn't a true POS operation,
it does afford the consumer direct ac-
cess to money at a convenient location,
and the retailer is guaranteed that the
customer has sufficient funds to cover
his purchase.

By being first to offer this service,
this S&L tapped a new source of de-
posits—deposits that might have gone
to local banks.

All parties in this venture appear
pleased with the outcome. Customers
have benefited through expanded hours
of service and the greater convenience
of an increased number of locations to
conduct financial transactions. More-
over, neither the merchant nor the cus-
tomer pays a service charge on money
kept in interest-bearing accounts at the
S&L. Total transaction time is 30 sec-
onds—certainly an added attraction.
The supermarket reports that losses
from bad checks have been reduced
and that new customers have been at-
tracted. And, of course, the S&L has
those deposits.

Other thrift institutions have noted
the success of this experiment and are
eager to try it themselves. We haven't
heard the end of this story.

The Nebraska experience has shown
what can happen when financial insti-
tutions stop worrying about whether
customers are afraid of electronic mon-
ey and start using computers to meet
a genuine consumer need—a desire for
more convenience and better accessibil-
ity to deposits. Nor is this an isolated
instance. By analyzing what customers
want and how computer technology
can help attain those goals, banks as
well as thrift institutions should be able
to put some aspects of EFTS into op-
eration now. We certainly should not
be put off with what may well be un-
justified fears of customer reluctance
to accept some aspects of EFTS.

Basically, we must decide for our-
selves exactly how we want to get into

(Continued on page 42)
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Around the Corner?

Many Fundamental Policy Issues Face Banking

As Automated Payments Systems Are Studied

VER THE last year, the pace and

movement toward electronic funds
transfer systems (EFTS) have begun
to pick up. The movement is still in its
infancy, but, because of the policy im-
plications it raises, it's beginning to at-
tract the attention of bankers at the
highest levels.

Last year, the ABA established the
Payments System Policy Committee
(the Hill Committee) to move the
ABA into a second phase of focus on
payments system developments. The
first phase ended in 1971 with publi-
cation of the Monetary and Payments
System Report, the MAPS for short.
The two basic recommendations of the
phase one MAPS Report were that:

1. Local automated
should be established for the clearing
of paperless entries.

By AUGUSTUS H. STERNE
Chairman
Trust Co. of Georgia
Atlanta

achieve product differentiation?

5. What is the relationship between
cooperation and competition in EFTS
development?

6. Do antitrust issues arise where
banks cooperate to offer electronic
funds transfer services?

7. What kind of access should thrift
institutions have in the payment mech-
anism, particularly regarding automat-
ed clearinghouses?

8. What should be the Fed's in-
volvement in a POS system, particular-

clearinghousesly the operation of the switching cen-

ter and settlement facilities?
9. Is the Fed’'s extension of Regula-

2. The bank credit card should betion Jto debits and credits over its wire

used as the vehicle for moving banking
into a point-of-sale (POS) system.

I am a member of the ABA’'s Pay-
ments System Policy Committee, and—
in the few meetings the committee has
held—we have discussed and consid-
ered a number of the basic policy is-
sues facing us all. Some of these are:

1 What is the economic feasibility

of an electronic funds transfer system?

2. Is it necessary or
have more than one electronic funds
transfer system?

desirable to

transfer network a sound policy? What
are its long-term implications?

As you can see, both the Fed and
the banking community are busily ad-
dressing the fundamental policy issues
regarding development of electronic
funds transfer systems.

We are being asked what role other
organizations should have in the pay-
ment mechanism. It's a fair question

. . . look at the EFTS movement not
as a movement that your bank will

3. If multiple systems develop, what have to join someday simply to re-

are the steps that must be taken to en-
sure compatibility among them?

main competitive, but as a real op-
portunity that can significantly alter

4. In an electronic funds transfer en-the posture of your bank in the re-

vironment, how can competing banks

tail banking sector.”

MID-CONTINENT BANKER for July, 3974

and deserves an answer. But perhaps
we should start with ourselves, with
our own banks. If the Fed is trying to
define its role, don’'t you think we
should be defining our own roles, too?
Instead of responding to someone else’s
Regulation J, we should be responding
to a Regulation J of our making. That
Regulation J should begin to answer
such questions as:

1. What business is my bank in?

2. How does electronic funds trans-
fer fit into that business?

3. Shall we continue to depend
mainly on the Fed to operate the inter-
city clearings system, whether paper
or electronic?

4. What will be the functions of
large commercial banks, groups of
banks (Interbank and BAC) and com-
munications companies?

5. What posture should my bank
take toward an aggressive EFTS devel-
opment?

6. What decisions should be made
right now in my bank to capitalize on
this development?

Successful executive officers of banks
all have one characteristic in common:
They know how to ask questions—the
right questions. Most of us know that
if we ask enough of the right questions,
the true facts will emerge. We also
know that questions have a way of an-
swering themselves, particularly if a
bank management persists in asking
them. Therefore, let me suggest ques-
tions | would propose for any bank to
answer when it seriously considers en-
tering this emerging world of EFTS.

Planning. The first question | would

a
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encourage an executive officer of a
bank to ask himself is just how well is
his bank planning for electronic funds
transfers. The answer to that question
will say a lot about the bank’s policy
toward EFTS and the nature and char-
acter of the chief executive officer.

Trust Co. of Georgia has been plan-
ning for EFT since 1971. We have pro-
vided full-time people for the Atlanta
Payments Project for several years, and
they not only have contributed to the
overall research, but also have consid-
erably improved our knowledge of the
opportunities and problems associated
with new EFT services. We have been
active in the COPE Committee and
have had upward of a dozen officers
of our bank actively associated with it.
Recently, we established a research
group to stay abreast of developments
in the payments mechanism and to co-
ordinate the development and evalua-
tion of electronic funds transfer ser-
vices provided by our bank.

Development of an electronic funds
transfer system is inevitable. The ques-
tion that bank management needs to
ask is not whether it will occur, but
ivhen and how it will occur. Until a
bank commits personnel to the plan-
ning process within the bank on a full-
time basis, there cannot be a real plan-
ning effort. 1 encourage you to look at
the electronic funds transfer movement
not as a movement that your bank will
have to join someday simply to remain
competitive, but as a real opportunity
that can significantly alter the posture
of your bank in the retail banking sec-
tor.

In that regard, let me suggest a few
guestions for your bank’s management
to ponder:

1. What is an electronic funds trans-
fer system?

2. What services can EFT systems
provide?

3. What is the value of having an
electronic funds transfer system?

4. How many executive officers of
your bank are aware of EFT system
developments?

5. What attitude do banks in your
city have toward EFT? Are they doing
anything on a cooperative basis? Are
banks in your city prepared to address
EFT in an aggressive, innovative way,
or are they likely to adopt a system de-
veloped by someone else?

Hardware and Software. But plan-
ning is not enough. Your bank needs
to have the systems necessary to carry
out the plan. Computers and computer
systems are necessary to process tapes
from an automated clearinghouse and
to control terminal networks and au-
thorization centers for POS systems.
But beyond equipment, a bank needs

32

. we must stress the marketing
aspects of EFT services. Marketing
in this case translates into wide-
spread bank acceptance first, then
company acceptance, merchant ac-
ceptance and then consumer ac-
ceptance."

to assess its technical staff capabilities
to develop EFT systems. It is not
enough simply to buy someone else’s
software package. You must be able to
develop the custom modifications nec-
essary to support your strategy.

The kinds of questions you need to
answer in this area are:

1. How up to date is our computer
equipment for processing automated
clearing tapes?

2. Do we have the technical sales
ability to market automated clearing-
house services?

3. What is our capability for on-line
computer services? Do we have the
computer equipment? Do we have the
proper staff to support such a system
technically?

Beyond these basic questions lies a
series of other issues that must be ad-
dressed to identify a bank’s needs more
clearly. Some of these are:

1. How modern are your demand-
deposit-accounting and credit-card-ac-
counting systems?

2. Do these systems offer descriptive
statements?

3. Does the DDA system allow for
overdraft privileges?

4. Do you have a computerized cen-
tral information file that associates a
customer with all his account numbers?

5. How modernized is your savings-
account system? Is it passbook orient-
ed? Can it be linked to a point-of-sale
system, a teller-terminal system or a
cash-dispenser system?

Marketing. Most important in devel-
opment of EFT service offerings is
marketing. It's well established that
EFT technology is here and is proved.
The policy issues are being studied
now, and many of them will be re-
solved in the near term. Legal issues
will need attention as services develop,
but they have not been a problem so
far. The economics will need réévalu-
ation, but I'm satisfied that EFTS will
generate sufficient cost savings and rev-
enue to justify implementation, provid-
ed we attain a significant volume level.

With the large initial investment we
will have to make—if we are to
achieve a low cost of processing each
EFT transaction—we must stress the
marketing aspects of EFT services.
Marketing in this case translates into
widespread bank acceptance first, then
company acceptance, merchant accept-
ance and then consumer acceptance.

And each of these potential
users requires
strategy.

It may well be that the traditional
people we call corporate marketing
staff will not prove suitable for the
marketing of EFTS. It's not enough to
have bank marketing people who can
analyze accounts or who can make de-
cisions on whether a loan should be
made. These elements are important
for our traditional banking business,
but for the marketing of EFTS, we
need to begin to consider the need for
a new kind of person. As | see it, this
person would combine the qualities of
selling ability with technical compe-
tence. He wouldn't be a programer,
but would have to be able to under-
stand systems and explain them simply
and easily to customers.

It may be that bank personnel nor-
mally associated with operations may
have to be assigned marketing func-
tions. Our bank already has done this
for the marketing of automated clear-
inghouse services, and | suspect we
will see this expand to other services
as they develop.

It's certainly appropriate to pose
some pertinent questions for bank man-
agement in the marketing of EFTS:

1. What is the proper strategy for
marketing EFTS to corporations?

2. Do we understand our corporate
customer’s needs sufficiently well to de-
velop the proper approach that pro-
vides benefits to all interested parties
—the bank, corporation and customer?

3. What kind of bank staff is re-
guired to market these services effec-
tively?

4. Is the bank organized properly
to sell these services?

5. If a new marketing organization
is needed, what should it be?

Corporate marketing is considerably
different from consumer marketing,
and electronic funds transfer services
seem likely to require a different mar-
keting strategy from our traditional
marketing approach. EFT services will
pull together many services we have
marketed separately in the past. Pack-
aging services to our customers will be-
come more important than it is today,
simply because our banks will be able
to offer packaged services more effi-
ciently.

To develop a cohesive marketing
strategy for our customers, we must
ask questions like:

1. What packages of services will
EFTS make available to our consumers?

2. What prices can we charge for
these packaged services?

3. What new services become pos-
sible as a result of EFT systems?

system
a different marketing

(Continued on page 34)
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S&L Transmatic Money Service

— Only the Beginning?

Other, More Sophisticated EFTS Innovations

To Follow Supermarket Point-of-Sale Program

HE POINT-OF-SALE program
Tstarted in two supermarkets early
this year by First Federal S&L in Lin-
coln, Neb., is just one part of a series
of funds-transfer programs the S&L is
initiating. The current program, called
Transmatic Money Service (TMS),
really should be called—in First Fed-
eral lexicon—TM 1ll because it was
preceded by pre-authorized mortgage
payment and savings programs, TM |
and TM Il. And—what's important
to commercial banking—three other
Transmatic services are on the “plan-
ning boards.”

TM 1Il, over which bankers are so
concerned at present, allows customers
of First Federal S&L of Lincoln to de-
posit or withdraw from their accounts
at terminals at either of two Hinky
Dinky supermarkets in Lincoln. Store
personnel handle the transactions and
operate the terminals, and savers can
have access to their accounts any time
the stores are open!

Several suits, including one institut-
ed by the state of Nebraska, have halt-
ed the operation, but First Federal be-
lieves the courts will decide to let the
program continue.

Disclosure that the current so-called
Hinky Dinky operation was just part

Pros and Cons

ADVANTAGES

1. Consumers have access to their
accounts any time supermar-
kets are open, often 14 hours
a day and including weekends.

2. Less expensive for financial in-
stitution to implement service,
since supermarket provides
hoth personnel and site.

3. POS plan, if successful, could
lay groundwork for more so-
phisticated electronic financial
services.

of a six-part Transmatic Money Service
plan was made in an article—en-
titled “TMS: What Hath John Dean
Wrought?”—in the May, 1974, issue
of Savings & Loan News. The maga-
zine is the official publication of the
U. S. League of Savings Associations,
headquartered in Chicago.

The article was based in part on an
interview with John Dean, executive
vice president and general counsel of
First Federal and principal creator of
the TMS programs. As stated above,
TM | and Il are pre-authorized mort-
gage payment and savings account pro-
grams, which, by the way, are offered
by more than 600 savings associations
to their customers. TM IV would be
an electronic bill-paying system, tai-
lored to the needs of each First Federal
customer. TM V would broaden the
plan to include consumer credit, mak-
ing it possible for First Federal savers
to charge purchases to a First Federal
credit account. TM VI would wrap the
system together in a financial counsel-
ing package.

However, since it's TM IIl that is
causing the most furor right now, the
S&L News article was devoted mainly
to it and referred to it simply as TMS.
The article pointed out that for Mr.

of Point-of-Sale

DISADVANTAGES

1. Substantial costs could result

for financial institution (be-
cause of no-fee basis).

2. Direct contact between cus-
tomer ami his financial insti-

tution is lost.

3. In essence, S&L is turning over
part of operation of its busi-
ness to supermarket personnel,
who are nonhankers.

MID-CONTINENT BANKER for July, 1974

Dean and First Federal, TMS is merely
a beginning.

“Look at TV,” Mr. Dean was quoted
as saying. “The first big job was to get
people to buy one. Once they did, it
was simple to sell them an improved
model.”

According to S&L News, TM 1V and
V are Mr. Dean’s improved models,
continued the magazine, and by the
time TM V arrives—if it does—First
Federal will have at least helped to
force some fundamental changes in the
nation’s payments system. First Federal
President Gladys Forsyth said, “We're
talking about a complete national
change in the handling of money. Con-
venience will be the big factor.”

And, continued the article, there's
nothing more convenient than having
a savings account as handy as a super-
market, according to Mr. Dean.

Not everyone agrees on TMS' ad-
vantages, as the article pointed out,
citing quotes from several bankers and
S&L representatives.

Frank Starr, president, Omaha Na-
tional Bank, Nebraska's largest bank,
said he wants equal privileges, to be
able to do the same thing, to compete
with TMS so that the best man wins.
The article said Mr. Starr has no doubt
who the best man will be.

Another Omaha banker, F. Phillips
Giltner, president, First National, was
quoted as saying, “We're really looking
at the banking system versus the S&L
system. Historically, banks have always
had demand deposits. We have certain
reserves. We have access to the (Fed-
eral Reserve) discount window. We
have our own taxation.

“The Fed has tried to control the
money supply. If all the deposits flow
into the S&L business (presumably be-
cause TMS or a similar system gives
the business a significant competitive
advantage), the Federal Reserve will
be deprived of its sacred rights.

“We think we should look at all the
possibilities. Let's raise some questions,
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Transmatic
Money
Service

wait just a minute and see how TMS
affects both of our businesses.”

Mr. Giltner, said the article, was
party to the Nebraskans for Indepen-
dent Banking suit that, on March 1,
shut down the TMS program.

He also said he'd like to see Regula-
tion Q lifted for banks if First Federal
gets into the demand-deposit business
at a multitude of outlets (Mr. Dean
already has announced plans to offer
his TMS service through Hinky Dinky
outlets in Omaha, Mr. Giltner's pri-
mary market).

William C. Smith, president, First
National Bank, Lincoln, asked—through
the article—who is going to pay for
this if it really spreads and people real-
ly use a small savings account as a
checking account. He pointed out that
the typical checking account has 10
withdrawals to each deposit. At that
point, he added, the overhead becomes
very substantial. He answered his
query as to who would pay for it with
“The consumer, that's who.”

Dale L. Young, vice president at Mr.
Smith’s bank, also was quoted in the
article. “Let’'s say there’'s a 300 to 400
processing cost for one of those trans-
actions,” he said. “Add the 5.25% sav-
ings account interest rate and just the
postage on the monthly statement.

“A $500 TMS account could wind
up costing 9%.”

However, in the article, Mr. Dean
steadfastly maintained that he can of-
fer an interest-bearing, demand-deposit
type of TMS account on a no-fee basis.
He pointed out that TMS money is the
lowest-rate money available, and he’s

convinced that electronics will help
keep his costs in line.
A member of the S&L industry—

Bruce Barton, president, Conservative
Savings, Omaha—was quoted as say-
ing that Hinky Dinky and First Federal
are misrepresenting TMS when they
say it's a funds-transfer system. Be-
cause savers can make deposits at those
stores, that makes TMS a branch.

This sentiment was echoed in the ar-
ticle by George Knight, president, Citi-
zens State Bank, Lincoln, who called
TMS a savings facility.

“Hinky Dinky people take money
there,” said Mr. Knight in the S&L
News article, “but they are nonbank-
ers. Are we going to put (similar types
of) branches everywhere—in filling
stations and liquor stores?”

He also is a party to the NIB suit.

If TMS lives, Conservative Savings’

Mr. Barton told S6L News, his firm
would join up. He believes electronic
funds transfers are inevitable and

“when they hit, you've got to join.”
The president of Union Loan & Sav-

ings in Lincoln—Kenneth D. King—
told the S&L magazine he simply
doesn’'t like TMS because it tends to

come between the customer and the
savings association. Everyone in the
S&L business, he added, has the same
product; the only thing that's different
is service.

At Union Loan, he emphasized,
“We've taken the position that it is im-
portant to deal directly with the cus-
tomer.”

Another reason Mr. King is against
TMS is that he believes it's wrong for
savings associations to pit big grocers
(like Hinky Dinky) against little ones.
If S&Ls can make five customers
change grocers because of some service
they offer, it's wrong, he maintained.

Another S&L man, William A. Fitz-
gerald, executive vice president, Com-
mercial Federal Savings, Omaha, told
S&L News TMS could become a com-
petitive tool in small communities, but
wouldn’'t create a threat in a major
city.

“Besides,” he added, “many custom-
ers can't see doing (banking or S&L)
business in a grocery store.”

The man in the middle of the con-
troversy is Thomas R. Bomar, Federal
Home Loan Bank Board chairman,
who said he anticipated—even expect-
ed—some criticism. He told S&L News
the guideline he tries to follow is this:
When these things (such as TMS) are
done, will they be in the long-term best
interests of the public and the S&L
business? If the answer is yes, said Mr.
Bomar, he's prepared to live with the
criticism.

Despite criticism from some mem-
bers of the S&L industry, the article
pointed out that at least eight S&Ls are
seriously considering joining John
Dean’s TMS plan. One of these is
State Federal Savings, Beatrice, Neb.
However, according to the article,
State Federal Savings' president, L. E.
Whittaker, said he finds it difficult to

visualize TMS in every store in the
country.
“And when 1 think of TMS trying

to compete with BankAmericard,” he
continued, “I'm not so certain David
can beat Goliath again.”

The article then asked whether TM
111 really will become TM IV and V
and then TM VI, whether the Trans-
matic savings account really will be-
come, for all practical purposes, an in-
terest-bearing checking account.

“Has John Dean devised the plan

that will guarantee competitive equali-
ty for the S&L business in tomorrow’s

convenience-oriented market,” asked
the article, “or has he prematurely
precipitated the Armageddon many

(S&Ls) fear will lead to the loss of the
savings-rate differential and subsequent
disaster for the housing market?” * *

Policy Issues
{Continued from page 32)

4, Do we need to market EFT ser-

vices as individual banks or is it proper
to consider joint marketing with other
banks?

Branching. Like most cities where
branching is allowed, Atlanta has de-
veloped strong branching networks, ne-
cessitating extensive commitments in
fixed assets. There are good reasons be-
hind this, for the evidence suggests a
correlation between market share and
numbers of branches.

The advent of EFTS may begin to
change this branching strategy. Instead
of having the typical expensive branch
provide for all basic needs of our cus-
tomers, we may find that less expensive
branches will perform just as good jobs.
When EFTS becomes available, em-
ployees may have their paychecks au-
tomatically deposited, their routine
bills paid automatically and cash avail-
able almost anytime of day or night
through automated teller machines and
POS terminal systems in merchant lo-
cations. A customer won’'t need to use
a branch as often as he does today,
and we will not need to build them as
elaborately as they are now being
built.

While development of a new branch-
ing strategy may be some time off, top
management should begin now to ad-
dress such questions as:

1. What is the
branching strategy?

2. What impact are automated tell-
ers and cash dispensers having on this
branching strategy?

3. Will automated clearinghouse ser-
vices impact the branching strategy?

4. Will POS services impact the
branching strategy?

5. If the answers to the
questions are yes, what
branching strategies are possible,
when should they be implemented?

Conclusion. | have posed a number
of difficult questions. If bankers can’'t
answer these questions now, perhaps
they can begin to develop resources
that can answer them. When answers
are found, they will tell bankers a great
deal about a significant development
in banking and about how each bank
and its community fit into it. * *

bank’s current

last few
alternative
and
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A Shared Facility for Mutuals, S&Ls

It’s Free Standing and Automated

And It's Open 24 Hours a Day

EARLY EVERYONE has heard

this at one time or another: "l've
got some bad news and some good
news for you.” Well, there's some good
news and some bad news for commer-
cial bankers in connection with a new
thrift institution project in the Seattle
suburb of Bellevue, where 11 S&Ls and
four mutual savings banks have opened
a joint-venture, free-standing, automat-
ed facility called the Exchange. The
facility offers on-line automated ma-
chines (Diebold TARS 500), with to-
tal teller service for withdrawals of
cash and deposits and utility-bill pay-
ments. The facility is open 24 hours a
day and is located in a shopping cen-
ter.

The bad news, of course, is that this
program—which became operational
last month—is one more example of
how thrift institutions are making in-
roads in the commercial-banking field.
Another example is the “Hinky Dinky’
operation in Nebraska, which is dis-
cussed in other articles in this issue
and also in last month’s issue of Mid-
Continent Banker.

The good news is that the legislation
that allowed creation of the Exchange
also allows commercial banks in Wash-
ington state to set up similar projects.
In fact, a commercial-bank cooperative
venture, now in the planning stages,
is set to start up next winter. But more
about that later in this article. First,
here’s a rundown on the Exchange:

The Bellevue project has been in-
corporated as the Exchange Systems,
Inc., with Richard P. Yanak, an inde-
pendent consultant, as president. The
new corporation, formed to operate the
facility, handles the daily transfer of
clearings among participating institu-
tions, much like a commercial banking
clearinghouse, and maintains checking
accounts with banks to keep the ma-
chines stocked with needed cash for
withdrawals.

When a customer inserts his mag-
netically encoded transaction card and
the machine verifies that the card is
properly encoded, a set of available
services is displayed. The customer
then selects the desired service, for in-
stance, deposit or withdrawal, amount

involved and other information by
pressing the appropriate buttons.

The machine records the transaction
on a multiple-copy document, returns
one copy to the customer for his rec-
ords and retains one or more copies for
use by the Exchange and the partici-
pating institution. The machine also
creates a MICR record of the transac-
tion internally as an audit trail. In ad-
dition, it records the transaction usage
on the magnetic stripe of the plastic
transaction card before returning the
card to the customer.

Customers may communicate via a
TV monitor with an aide who helps
with the operation of the machines
during transactions, or the customer
may ask for direct assistance from a
hostess, who is stationed at the Ex-
change during shopping center hours.

According to Mr. Yanak, the primary
objective of this cooperative effort is
to research the technology of electronic
financial transactions, equipment and
services so that the thrift industry will
be able to extend new services to its

customers. For instance, Edward N.
Lange, counsel for the Washington
Bankers Association, Seattle, told Illi-

nois bankers at their recent convention
that future plans call for transferring
money from one account in one insti-
tution to an account in another. For
example, a clothing store charge-ac-
count bill could be paid by crediting
the clothier's account at its S&L and
debiting the consumer’'s account at a
different S&L. Mr. Lange is with a
Seattle law firm.

Initial joint investment on the part
of participating institutions is $100,-
000, which—divided by 15—amounts
to just $6,700 per institution.

Backers of the project point out that

New legislation passed in Washing-
ton state allows thrifts to set up co-
operative automated branches, but
does not require them to share such
facilities. This legislation also per-
mits commercial banks to set up
similar operations, but banks must
share them on a nondiscriminatory
basis.
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its advantage to the consumer is easy
access to a portion of his savings funds
while interest is being earned on those
funds.

What Bankers Can Do. In his Illi-
nois speech, the WBA’'s Mr. Lange de-
scribed the legislation his state passed
to allow formation of such projects as
the Exchange.

In the legislature’s 1973 session, the
thrifts sponsored legislation that would
permit manned satellite facilities on the
same basis as that permitted federal
S&Ls under Federal Home Loan Bank
Board rules. In addition, this legislation
would authorize automated unmanned
satellite facilities for thrifts and would
grant thrifts the power to share these
facilities with all other financial institu-
tions.

Instead of the usual response of the
commercial banking industry of “No,
they can’'t do it,” continued Mr. Lange,
the banks said, “Let all financial insti-
tutions do it on the same basis.” Essen-
tially, they wanted competitive equali-
ty in this matter.

After the initial response from the
banking industry, said Mr. Lange, and
the inability of S&Ls, mutuals and
commercial banks, large and small, to
agree on a form such competitive
equality would take, the Washington
Bankers Association undertook a de-
tailed study of what its proposal should
be. The first decision reached by com-
mercial banks, according to the speak-
er, was to eliminate the question of
manned satellite facilities because
bankers regarded them as a question
of branching, an issue they didn't want
to go into at that time. Another reason
bankers believed the bill shouldn’t
touch the branching issue was that
S&Ls and mutuals have unlimited
branching power in Washington, said
Mr. Lange, and, thus, to establish
manned branches, they needed no fur-
ther legislative authorization.

After examining studies made by
professors and other consultants, the
bankers’ committee concluded:

1. Automated facilities should be

permitted anywhere, not be confined
to existing branch restrictions.
2. No numerical or geographical re-
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strictions could be supported or justi-
fied objectively from the standpoint of
public interest in convenience to bank-
ing services.

3. An automated facility should be
shared by all like institutions that
wanted to share expenses. Mandatory
sharing would take away the competi-
tive aspect of seeking prime locations,
would afford to all consumers use of
machines in high traffic areas, such as
airport terminals, and would reduce the
clutter created by numerous such fa-
cilities in these locations.

4. Requiring sharing would take
away the competitive thrust of a large
branch institution that is trying to es-
tablish a new market area by creating
a unique service in an area that it cur-
rently could not serve. If a new bank
sought to go into an area, said Mr.
Lange, it would be faced with the re-
quirement of having to share with ex-
isting banks and thus lose the unique-
ness of its appeal.

EFTS S8.L

The Justice Department has given
its approval to a FHLBB proposal to
enable S&Ls to operate remote ser-
vice units anywhere in their home
office's state and anywhere in the
"primary service area" of a branch
office—without regard to state lines
—when the branch is outside the
home-office state.

See August issue for details.

5. Sharing would lower the cost to
the public and to the financial institu-
tions.

6. Public convenience would be im-
proved because of the number of
places at which the facilities would be
available for use.

After this study was completed, all
bank chief executives in the state were
called together to discuss it, and—since
no one objected to the proposal—a bill
was prepared for the legislature. As
drafted, the bill required commercial
banks to share in satellite facilities with
other commercial banks and thrift in-
stitutions to share with other thrifts.

The thrifts urged the legislature not
to subject them to the mandatory-shar-
ing requirement because federal S&Ls
would not be subject to it. They point-
ed out—correctly, according to Mr.
Lange—that federal S&Ls wouldn’t be
subject to any such restrictions al-
though national banks, because of the
McFadden Act, could be subjected to
such a restriction.

A bill passed the legislature permit-
ting thrifts to share, but not requiring
them to share. The bill requires com-
mercial banks to share on a nondiscrim-
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inatory basis. The automated satellite
facilities, under the bill, are not to be
considered branches.

“Probably the greatest benefit to be
derived by the commercial banking in-
dustry of our state from this study and
the bill,” said Mr. Lange, “was
the cooperation and open-mindedness
achieved by all working on this prob-
lem, notwithstanding historical differ-
ences of opinion on the question of
branch banking. However, another not
insignificant benefit was the recognition
by commercial bankers that they were
somewhat behind their competitors in
assessing the impacts and possible or
desirable approaches to electronic
funds transfer. Another benefit was the
acknowledgment and recognition that
thrift institutions do not desire to have
checking accounts. The thrift institu-
tions apparently have decided not to
seek checking-account powers in the
conventional sense. They intend to skip
the ivhole generation of paper-recorded
transfers and go directly to electronic
funds transfers for third-party pay-
ments. Thus, they will avoid the ex-
pense of the paper-transfer system.

“The next very important realization
achieved by many banks engaged in
this study was the acknowledgment
and recognition that their principal
competitive threat was not a branch of
a commercial bank, but a branch of a
thrift institution. Under Federal Home
Loan Bank Board rules, a federal S&L
could create a 'mini branch’ or some
other branch in a bank’s area and offer
to the public third-party transfers on
a more favorable basis than similar ser-
vices by commercial banks—for exam-
ple, interest on an account from which
third-party transfers could be made.
To top it off, the account could bear
interest at a rate higher than that
which could be paid on a savings ac-
count by a commercial bank.”

According to Mr. Lange, commercial
banks also are preparing to implement
facilities similar to the Exchange. Seat-
tle-First National, the state's largest
commercial bank, is now issuing debit
cards for use in total teller machines
at a majority of its more than 150
branches. The bank also is applying for
approval under the new law to go into
locations where it couldn’'t otherwise
establish branches.

In other action, said Mr. Lange, a
non-Washington state bank holding
company subsidiary is starting a bank
service corporation that would be made
up of at least six of the 10 largest
banks in the state as owners and spon-
sors. This bank service corporation
would own and operate not less than
40 automatic satellite facilities at loca-
tions throughout Washington. These fa-

cilities would be on line and in opera-
tion by next November 1, and all com-
mercial banks in the state would be in-
vited to take part. Included among the
sponsoring banks are banks that issue
Master Charge cards and BankAmeri-
cards. The facilities would be able to
move to point-of-sale and transfer ca-
pacities when and if necessary.

“All of this makes it clear that com-
mercial banking has an exciting fu-
ture,” said Mr. Lange in closing his Illi-
nois talk. “It also makes it clear that to
compete in the future, we (commercial
bankers) had better quit fighting
among ourselves and be ready to de-
fend ourselves and the public from
some of the proposals of thrift institu-
tions and credit unions. We cannot af-
ford the luxury of inter-industry bicker-
ing. While we carry on that type of
argument, our markets and customers
will be taken away from us by the
credit unions and the S&Ls or mutual
savings banks.” # e

'Talk' to the Computer

All electronic funds transfer sys-
tems (EFTS) developed up to now
are operated manually. Now comes
announcement of a system that al-
lows a person to “talk” to a com-
puter, to feed verbal data directly

into its memory for storage, com-
putation and subsequent printout
and use.

This speech-recognition system—
along with a speaker-identification
system—was developed and built by
Threshold Technology, Inc., Cin-
naminson, N. J. A firm spokesman
said both systems have a variety of
applications in banking, particularly
in automated transactions and
EFTS. In fact, the first such Thres-
hold system already has been pur-
chased by Barclays Bank of Lon-
don, which will soon install it at
Heathrow International Airport for
use in foreign currency exchange.
In use, the teller simply will speak
into a miniature microphone worn
on a lightweight headset, the
amount and type of currency of-
fered by the customer and kind of
currency desired. The system recog-
nizes his words, shows them instant-
ly on a display in front of him for
verification, then computes the
amount to be dispensed, displays
that amount, and the teller makes
the payment. If a signature is re-
quired from the customer, an ac-
cessory speedily prints out a form
record of the transaction.

The Threshold systems—described
as compact assemblies that require
no more space than a desk top—are
said to offer security against forging
or tampering because each person’s
voice characteristics are as distinc-
tive as his fingerprints.
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Now whatdo you do?

Ninth inning. Two out. Score s tied, and the winning run is caught between first

and second. What do you do? Try to fake out the second baseman and steal?
Cut back to first? Slide?

Business creates the same type of situation, too —unexpected tight spots
when you'll need fast, competent action from your correspondent. It's
the kind you’ll get from the Action Bank of Tulsa ... Fourth National

Fourth specializes in providing the expertise and the drive to keep diction

your team moving ahead. That's one reason Fourth National Bank
correspondents now total over 160 in a four-state area. of
Ifyou're looking for the type of correspondent that provides both Tulsa
resources and “will to win”, call Glenn “Red” Ward or Wilbur

Waters. They'’re ready to get things moving—whenever and

wherever you are.

Remember: When you need an Action correspondent, recruit

Fourth National . ..the Action Bank of Tulsa. FOURTH
It's the way to the top. NATIONAL BANK

515 SOUTH BOULDER
TULSA, OKLAHOMA 74103
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NOW

For Only $2«

You May Purchase
This Valuable Manual
As a Guide for Your
Board of Directors!

A Model Policy for a
Bank's Board of Directors

This 24-page booklet will be a valuable
addition to your bank's library, for it
contains a wealth of information that
will aid your board and your top man-
agement in organizational problems.

Here are some of the sections it contains:

1 A typical organizational chart.

2. Duties and responsibilities of man-
aging officers and various standing
committees.

3. Management philosophy.
4. Policies to be adopted by the board.

5. Operation and policies for the loan
and discount committee.

6. Loan, investment and collection pol-
ICies.

7. Outline of a suggested investment
policy.
Every bank should have a
written Set of policies ap-
proved and adopted by the
board. This manual can help
your bank in preparing such
a manual or in updating the
manual you now have in op-
eration.

SEND YOUR ORDER AND CHECK (sorry,
no billed orders) TO THE PUBLISHER:
The BANK BOARD Letter

408 Olive St. (Room 505)
St. Louis, Mo. 63102
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Automated Teller Program
Begun for Credit Union

HE AGE of electronic funds trans-

fer services (EFTS) not only has
arrived for thrift institutions, but for
credit unions, too. Witness the Rite on-
Line Automated Teller program begun
by NCR Corp. for members of the
NCR Employees Credit Union.

The credit union introduced the
NCR 770 automated teller April 1 as
an extension of its Rite on-Line point-
of-purchase program, which has been
available to members since 1968. The
automated teller is a full-service mini-
office with 24-hour availability. NCR
Corp. said it transformed Rite on-Line
from a point-of-purchase service to a
total service program.

The Rite on-Line automated teller
can make every financial transaction
that a credit union cashier makes at the
main office. In a matter of seconds, a
member is able to withdraw from or
deposit to his share savings account,
obtain cash advances from his Rite on-
Line credit account, make payments
to his loan account, transfer funds from
his savings to make loan payments and
pay his utility bills. The automated
teller is located in the lobby of a main
building of the NCR headquarters
complex in Dayton, O.

NCR'’'s Rite on-Line is a widely ac-
cepted draft program used by credit

union members throughout the coun-
try. Drafts, similar to checks, can be
signed at a point-of-sale or service, al-
lowing a member to tap his pre-autho-
rized line of credit for a purchase, pay-
ment or cash advance.

The NCR 770, said its manufacturer,
expanded and automated Rite on-Line.
NCR and its credit union combined ef-
forts on the program last fall, when
manufacture of the 770 prototype be-
gan. At that time, the credit union was
selected to be the test pilot for the au-
tomated teller. Its 20,000 Dayton-area
shareowners and already popular Rite
on-Line service provided a perfectly
suited test market, said NCR, and the
terminal’s location gave both members
and company officials excellent access.
NCR added that the opportunity en-
abled the credit union to become the
first major institution in its category to
list 24-hour automated financial con-
venience among its services.

As a preliminary to unveiling the
new machine, the credit union devel-
oped a Rite on-Line plastic card and
issued these cards last January to all
Dayton-area members and an addition-
al 3,500 shareowners throughout the
country who currently are using Rite
on-Line accounts. The cards principally
were manufactured to be the necessary

To help members of NCR Employees Credit Union become familiar with Rite on-Line automated

teller, the credit union stationed "Auto-Mates"

at installation during first weeks of operation

to offer assistance or answer questions. Two Auto-Mates— attractive young women wearing
specially designed outfits—are shown here demonstrating usage of automated teller.
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NEW ACCOUNTS
are oeone

When they walk into your bank it's because they want to avail
themselves of one or more services your bank has to offer. What
they want most is to be considered an important person and what
they relate to most is concern for their needs and knowledgeable
service that will solve their immediate problem.

We have a new color-sound film entitled “New Accounts — Lasting
Accounts". Your people should see it because it has helped hun-
dreds of new accounts personnel develop the skills and concern
that pleases customers while providing the wherewithal to sell other
banking services.

Your DelLuxe Representative will be pleased to arrange a showing
at your convenience and to work with your individual customer
contact staff members in implementing the program.

CHECK PRINTERS,INC.
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Will Your Mobile Home Pk&aﬁwﬁﬁqnﬁ
pay your total losses?- =
| had to write off $2000 per coach. Did You?

Fnally a palicy hes leen designed to
cover this loss area. Call or wite for
further information.

Name

Company

Address 2102 E. 52nd Street

City Suite E
Indianapolis, Indiana 46205

State Zip— (317) 253-4444
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activation device for the 770, but serve
a dual role as an identification card
shown when Rite on-Line drafts are
written, giving acceptors a means to
double-check the drafts’ validity.

According to NCR Corp., creation
of the Rite on-Line card itself repre-
sented an important accomplishment
for the NCR Credit Union and for the
credit union industry: It's the first ma-
jor plastic card originated by a credit
union as a key to a service, with identi-
fication being a secondary use. In Day-
ton, where Rite on-Line has long been
recognized as a competitor for con-
sumers’ point-of-purchase credit busi-
ness, said NCR, the card now extends
that competitiveness to cover the whole
range of financial transactions available
at the self-service terminal. For mem-
bers, NCR continued, the card is proof
that the firm’s credit union can serve
them as efficiently as any larger insti-
tution, and—within the CU industry—
the new Rite on-Line program moved
the NCR Credit Union to the forefront
as “the most contemporary organiza-
tion.”

Within just a few weeks, said NCR,
its 770 proved itself to the credit un-
ion. Its favorable acceptance among lo-
cal users suggests to the firm a number
of possibilities for the future. The
credit union has one suburban service
center at a popular shopping center in
southeastern Dayton, and members liv-
ing in that area often find it more con-
venient to visit than the main office

downtown. An automated teller could
provide the same time- and fuel-saving
convenience, 24 hours a day, for resi-
dents of Dayton’'s other surrounding
suburbs, NCR pointed out. The firm
added that in the credit union’s service
divisions in Ohio, Kansas and Dela-
ware, an automated teller could oper-
ate as it does in Dayton, supplement-
ing service hours and saving members
trips to credit union offices for most
regular transactions. In-plant automat-
ed tellers in major NCR branches
throughout the country would mean
on-the-spot service for thousands who
now rely on the telephone and mail for
almost all their credit union business.

“Nationwide,” said NCR Corp., “the
credit union’s involvement in this test
program has spotlighted it as a pioneer
in automated credit union financial ser-
vice, and at the home of the credit
union in Dayton, the NCR 770 has
opened the door to more modern meth-
ods of serving its shareowners.” * *

Money, Coin Banks
And Citations Offered
In Exchange for Pennies

The penny shortage may be short
lived thanks to efforts of banks to get
people to bring in any they may have
stashed around their homes. Various
incentives are being offered, the most
popular, of course, being money. For

instance, First American National,
Nashville, announced it would pay
$1.10 for every 100 pennies—wrapped
or unwrapped—taken to any of its 25
offices.

The Treasury Department and bu-
reau of the Mint are issuing special
citations to all citizens who turn in
$25 or more in pennies to banks for
exchange or deposit. Banks keep rec-
ords of names and addresses of those
turning in the pennies and forward
these lists to Washington, where the
Treasury will issue the citations.

According to J. W. McLean, chair-
man and CEO, Liberty National, Okla-
homa City, there's no actual shortage
of pennies because the Mint has pro-
duced approximately 62 billion pennies
during the past 15 years. Normally, he
continued, such an amount is ample to
take care of demand, but—because of
speculation that the copper penny will
be replaced by aluminum to acconm
modate the rising cost of copper and
the public’s natural tendency to ac-
cumulate small coins at home—about
30 billion pennies have dropped out
of circulation.

Boone County National, Columbia,
Mo., offered the special Treasury cita-
tion and a University of Missouri tiger
coin bank in exchange for pennies
totaling $25 or more. By the middle of
June, 12 persons had qualified, and
$492.92 in pennies had been turned
into the bank. Individual contributions
ranged from $26 to $65.80.

New NCR 770 Automated Teller to Be Available to Banks in Fall

HE NCR 770 automated teller
Tused by the NCR Employees Credit
Union (see page 38) will be available
to commercial banks this fall. This pro-
grammable electronic self-service finan-
cial terminal allows financial institu-
tions to offer services on a 24-hour,
seven-day-a-week schedule.

The 770 can be linked directly to a
computer or it can be operated inde-
pendently. It permits bank customers
to deposit or withdraw funds, make
payments on mortgages, loans or other
pre-authorized bills such as utility bills
or transfer funds from one account to
another.

The new terminal leads customers
through various transactions. Customer
options are shown on an instruction
display on the front of the machine.
The customer responds by depressing
one or another of the function keys in
a step-by-step progression. As each
choice is made, the display gives addi-
tional instructions. The terminal's nu-
merical keyboard, like its function-con-

NCR 770 automated teller is being used here
to make deposit. Slot at top of terminal is
for insertion of embossed plastic card with
magnetic-stripe encoding, which activates ma-
chine. These automated tellers will be avail-
able to banks this fall.
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trol keys, is mounted horizontally rath-
er than vertically. This provides addi-
tional customer security, said William
F. Walsh, vice president, financial sys-
tems marketing, since it's virtually im-
possible for anyone else to see the
numbers entered.

The machine is activated by an em-
bossed plastic card with magnetic-
stripe encoding. Entering this card into
the terminal and indexing a secret code
number activate the terminal. When
the latter is being operated on line,
transaction data from the terminal is
incorporated immediately into the flow
of data for the bank. In an off-line op-
eration, this data can be captured both
on a journal tape and optional tape
cassette for later processing.

The NCR 770 has two “bill banks,?
each offering a different denomination.
The bills are not packaged, but are dis-
pensed individually into the customer-
access drawer. Mr. Walsh said this al-
lows customers to withdraw a variety
of sums rather than being limited to
multiples of $25 or $50. = *
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Bankers Should Activate
(Continued from page 30)

the electronic transfer business. Do we
want to emulate the Nebraska experi-
ment? Or do we want to develop true
POS operations? What other options
are available to us? | suspect the an-
swers to these questions may depend
partially on retail marketing operations
in specific communities.

For example, changes in the way re-
tail stores operate in your community
already have made it easier for banks
to install POS systems that would per-

mit transfers of funds and credit ad-
vances. Today many large department
stores are using computer terminals as
inventory devices, cash registers and
sometimes as a means of issuing credit.
From that point on, department stores
follow the traditional billing system of
sending out monthly statements. Thus,
we have a payments system that is a
mixed breed of computer technology
and traditional payment mechanisms.
Paperwork and computer work done
by the stores often are repeated by
banks. Perhaps this duplication could
be eliminated or reduced. Perhaps
working together, banks and retailers

Have we
gota number

foryou?

Just dial...1-816/233-6141...and

ask for the
farmer's daughter

Karen Huber, our farmer s daughter, is secretary of our
Agriculture/Correspondent Department. She'll put you
in touch with our All Americans. Men like Vern Whisler,
Don Folks, Francis Esely and Larry Morrow, these
men know the score and will be welcome additions

to your team

Agrlculture/Corrpspondant D«p»rtm»nt

Donald D. Folks
Vernon Whisler

Francis Esely
Larry Morrow

American
National
Bank

St. Joseph. Mo. 64501

Sixth and
Francis

An AMERIBANC Bank
Member FDIC

could develop more economical ways
of handling payment transfers while
serving customers better. Local stores
might be interested in hearing bankers’
ideas about streamlining their billing
through POS terminals.

What would stores gain? Although
as yet there’s no definite proof, POS
transfers might afford retail stores some
savings, as losses from bad checks and
costs of processing checks diminish.

Granted, much exploration has yet
to be done in the feasibility of market-
ing POS operations to customers. How-
ever, | believe this merely argues for
closer examination of benefits that con-
sumers, retailers and banks might re-
ceive. Certainly, it's no reason to for-
feit the field until we’'ve explored the
possibilities.

"By analyzing what customers want
and how computer
help attain those goals,
should be able to put some aspects
of EFTS into operation now.”

technology can
banks

A second aspect of EFTS that de-
mands our attention is the automated
clearinghouse. Thrift institutions al-
ready have demonstrated their eager-
ness to get involved in this area—but
as equal partners with banks. Clearly,
this would represent a major change
in banking’s relationship to the thrift
industry.

The automated clearinghouse is
merely a device to enable quicker
clearance of checks, but automation
doesnt change the basic function of
the clearinghouse—clearing third-party
payments. If thrifts are granted direct
access to automated clearinghouses—
even if only to clear drafts deposited
in their customers’ savings accounts—
it would set a precedent for their di-
rect, equal participation in a third-party
payments system. In essence, granting
all financial institutions direct access
on equal terms to automated clearing-
houses would be the first step in grant-
ing all financial institutions the power
to offer checking accounts.

Certainly, thrift institutions, as they
are presently constituted, operate un-
der handicaps—particularly during pe-
riods of rising interest rates. For this
reason, the ABA would not oppose ex-
panding their authority to offer certain
consumer services—but only as long
as they were willing to play by the
same ground rules that govern banks.
If thrift institutions want the power to
offer consumer checking accounts, they
must be willing to accept the same
treatment as banks in areas of deposit
interest rates and reserves.

So far, they have given no indica-
tion of their willingness to do this. Con-
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Jack Sanders likes to say that he spells
progress: p-r-o-f-i-t.

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

Jack needs insight, imagination and
bankers’ instincts to be effective. The banks
he visits regularly know him not only as a

MID-CONTINENT BANKER for July, 1974

diligent researcher but also as a farm owner
himself who practices the same resourceful-
ness and flexibility he urges on others.

The First of Tulsa invites you to consider
full service thinking. Put Jack Sanders on the
spot to spell progress his way for you. Call
(918) 560-5157.

The First National Bank and Trust
Company of Tulsa, Box One, Tulsa,
Oklahoma 74193.
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sequently, if they were to gain direct
access to automated clearinghouses
now, they would be one step closer to
gaining full checking-account powers—
without relinquishing any of their spe-
cial privileges. For this reason, bankers
must oppose thrift institutions’ efforts
to win direct equal access to the new
automated clearinghouses.

Automated clearinghouses and POS
terminals are two components of EFTS
that are following different paths to ac-
ceptance. Just as these components are
being put into place one at a time, |
believe that certain geographical areas
will employ electronic transfers before
other areas.

‘Hey, who's that

masked stranger ?” W

For example, it seems to me that
communities with populations under
250,000 have the best opportunity to
do the real pioneering in EFTS and,
concurrently, to gain additional depos-
its from new customers. It was no acci-
dent the Nebraska S&L picked a super-
market in Lincoln to offer its innovative
service. In smaller communities, it's
more likely that a large portion of the
population will shop in a smaller num-
ber of stores. If you can discover the
few large stores where most of the peo-
ple shop, you have an ideal test situa-
tion for POS terminals. The important
factor is that the overlap or potential

Haven't you heard?
That's the NYTCO Knight.
He’s pulling together
idget Company

When it comes to Accounts Receivable Certification

record

or Document Supervision, NYTCO sets the
I\/IYTCD straight. For a NYTCO brochure on these and other

third party collateral control services, write NYTCO

Services, Inc., 50 California St., Suite 2110MC, San

Francisco, California 94111
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overlap of bank customers and store
customers be fairly large.

By contrast, in large cities a bank
that sets up POS outlets in a given
neighborhood may find that customers
shop in other sections of the city. It's
harder to reach an economical degree
of market penetration without entering
into prolonged negotiations with a
large number of other banks, retailers
and perhaps government.

As a further inducement for those
banks in smaller communities to ex-
plore EFTS options, let me cite one
commonly known fact that may bring
the whole argument home. When a
customer comes into your bank to cash
a check, how much does he withdraw?

Usually, enough to last several days.
He puts the money in his pocket and
forgets about it. Meanwhile, you're

losing the use of that money, and it's
not doing the customer any good. Why
not use the added convenience of
EFTS to persuade him to leave his
money in the bank until he really needs
it?

Another common-sense comment for
those who embark on electronic funds
transfers: Make sure the system s
sound before placing it in operation.
Though banks have much to gain by
introducing new services to the public,
they have a great deal to lose if those
systems don’t work properly. If the dif-
ficulties involved become too great, if
machinery malfunctions and employees
are not well trained, people will lose
faith in the system and perhaps even
stop conducting business with banks.
But this need not happen. Technology
for electronic transfers already is well
advanced and could be smooth running
by the time a nationwide electronic
transfer system becomes a reality.

Today we bankers have both nega-
tive and positive reasons for exploring
all the potential of EFTS. Clearly, the
thrifts have served warning that they
will not sit idly by waiting for us to de-
cide whether or when we will enter the
field. The challenge has been voiced,
and we must answer.

On the positive side, EFTS offers us
the tools to reduce the ever-mounting
piles of paperwork that have become
unduly burdensome, to increase the
number of places where customers can
conduct bank business, to attract new
deposits and perhaps to reduce over-
head.

The theoretical arguments about im-
plementing EFTS are important. But
while we’re arguing, let's see what we
must do to protect and increase our
share of the market by laying the
groundwork for EFTS now.

That's what is required if we are to
remain in business, if we are to serve
the public effectively. * <
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"Week after week, you depend
on one of ourcorresponden
bankers. But a lot of people you
never see are helping you, too.”

George Dudley,
Correspondent Division

“When a good customer asks for a lot of
money, we can help.

We can help when a key employee leaves
and you have to fill the position quickly; when
you want to sell Fed funds; when you need
checks collected—fast; when you want to
buy bonds and treasury bills.

You want a correspondent banker you
can depend on. And you want to know that
the bank he represents is staffed with pro-
fessionals in every department—people who

know how to solve problems like yours.

We've got really good people in our Cor-
respondent Division. And we have hundreds
of other professionals —behind the scenes-
helping your First National correspondent
help you.”

FIRST NATIONAL BANK

acharter Bank §=]

Depend onThe First People.
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Offering of International Services

Becoming a Must for Inland Banks

Increasing numbers of export-minded customers

call on bankers to handle foreign transactions

NTERNATIONAL banking has been

termed one of the most profitable
and rapidly expanding areas in the
banking community today.

And many economists predict that
an increasing number of medium-sized,
inland banks will be taking part in
international activities.

As more regional businesses enter
the export market, bankers who have
paid little or no attention to foreign
trade are going to find themselves be-
coming involved in order to keep their
customers’ business. More than one
bank has found that its customers have
taken their business to other banks,
simply because the other banks offered
international services. If a customer
has to go to another bank to obtain a
specialized service, the danger exists
that he will eventually take all his
business to that bank.

Economists say that it is the re-
sponsibility of the inland bank not to
only service corporate customers’ for-
eign transactions, but to educate these
customers in international banking as
well. If this is done—and done well—
both the customers and the bank will
profit.

Expanded activity by inland banks
is expected to result in a strengthening
of correspondent ties. Most medium-
sized bank managers will agree that it
is far better to service an exporting
customer through the assistance of a
correspondent bank than it is for the
customer to deal directly with the
correspondent bank.

The extent of international trade
proves that there is plenty of business
for everyone. The internationalization
of banking operations, to which money-
center banks devoted much attention
in the 1960s, is continuing in this dec-
ade, a factor that proves the point that
international banking is one of the
fastest growing areas of activity for
U. S. banks.
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The continued expansion of multi-
national corporations between now and
the year 2000 is expected to create in-
creasingly heavy demands for financing
capital in the international market. Any
bank that does not prepare itself for
participation stands to lose ground.

No one says this participation will
be a simple matter. The need is for
individual aggressiveness; for the de-
velopment of new and innovative bank-
ing services, especially in areas of
money management; and for an aware-
ness and adoption of new technology
that can be useful in opening new
markets.

It has been said that international
banks will have to take on the role of
problem-solver at a sophisticated level
in order to be successful. They must
offer a complete financial package that
includes counseling services. And they
must charge for these services.

The way in which an international
bank solves problems can enable it to
retain its individuality while turning a
profit.

The correspondent relationship sys-
tem in the U. S. is well suited for pro-
viding small- and medium-sized banks
with the opportunity to enter the
international market.

There is hardly a community in the
nation that will not eventually have a
need for international banking services
of one kind or another, trade experts
say. As major industries relocate away
from the nation’s coast areas, inland
banks are feeling demands for money
transfer, foreign currency exchange,
credit information and foreign check
clearance services.

Inland banks must be able to satisfy
these demands in order to stay
competitive.

A major bank can provide two im-
portant functions for its correspondents
—direct access to the international
market and new services that are tai-

lored to the demands being made on
the downstream bank.

Providing access to the international
market usually involves mechanical,
financial and advisory services on the
part of the money-center bank.

Mechanical service puts the lead
bank’s overseas branches to work per-
forming such tasks as currency transfer
on a spot basis, handling commercial
letters of credit and documentary ex-
change, buying and/or selling foreign
currencies, collection of foreign checks,
credit information on a foreign client,
etc.

Small- and medium-sized banks nor-
mally have not had sufficient interna-
tional business transactions requiring
commercial letters of credit or docu-
mentary transactions to set up full-
time departments to handle such mat-
ters. Instead, they have relied on their
larger correspondent’s facilities.

With the increase in corporations
entering export and import trade, it is
likely that inland banks will be called
upon enough times that they will find
it worth their while to offer such
services.

It has been said that the majority of
bankers not interested in offering inter-
national services turn deaf ears to sug-
gestions that they investigate establish-
ing such services. It has been predicted,
however, that these bankers soon will
have little choice in the matter. Export-
minded customers will eventually place
these bankers in the position of either
offering international services or losing
a good portion of their customers.

The article on the following pages

presents illustrations of how inland
banks are serving their customers
through their international depart-

ments. The variety and number of in-
stances of assistance indicate the grow-
ing role bank international services are
playing in today’s banking picture. * *
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Mississippi’s strategic location puts it
at the nautical center of the Gulf
South. Over 400 miles of the mighty
Mississippi River flow past its western
boundary, with major port facilities at
Greenville, Vicksburg and Natchez,
Two of the Gulf’s busiest ports are
located at Gulfport and Pascagoula,
The huge Tennessee-Tombigbee
Waterway system will provide

new water transportation

facilities for the state.

First National maintains an
important role in Mississippi’'s water
transportation industry ... to serve it
better and to serve you better,

If you need information on water
transportation in Mississippi, your
most knowledgeable source is

First National of Jackson.

Branches: Commercial National Bank,
Greenville/Leland = The Bank of

Greenwood, Greenwood * First National Bank.
McComb mAmite County Bank, Gloster Liberty *
Tylertown Bank, Tylertown «

First National Bank

Jackson, Mississippi Member FDIC
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Inland Bank International Departments

Provide Quick, Accurate Service

Case studies reveal extent of international financing assistance

local customers can obtain without dealing long distance

HE SCOPE of international bank-
Ting services extends from supplying
letters of credit to arranging compli-
cated financing arrangements. It takes
a well-trained staff and an efficient de-
partment operation to remain on top of
the challenges thrown at international
banking departments by bank custom-
ers and correspondents.

There was a time when inland banks
referred customers with international
banking needs to correspondents in
New York City or San Francisco. Now
many of the inland banks maintain
comprehensive international depart-
ments of their own so that customers
can be assured of the rapid transactions
that are so vital to international busi-
ness today.

Just what services are bank interna-
tional departments providing for their
customers? This is the question Mid-
Continent Banker asked its readers,
and the replies that are summarized in
this article give a comprehensive over-
view of the indispensable functions
these departments are providing on a
day-to-day basis.

= Recently, First National Bank of
Chicago was approached by one of its
midwestern customers involved in the
feed grain commodity export business
to provide the import financing for the
purchase of wheat by a Far Eastern
nation. In such situations, the exporter
usually is offered the option to bid on
the contract no more than two or three
days before the bidding date. In order
to structure a complete bid (including
trade financing), the exporter must
rely upon U. S. banks to have both the
ability to respond quickly to such re-
quests and the global coverage and
interest in lending substantial amounts
to a wide variety of foreign borrowers.

In this particular transaction, a firm
commitment was made by First of Chi-
cago in a matter of hours stipulating
that the bank would issue letters of
credit in specified amounts in favor of
the customer through qualified banks
in the importer’s country. Under these

letters of credit, the bank would ne-
gotiate the documents and discount
non-recourse time drafts for the ex-
porter as each shipment of grain was
made.

This customer, therefore, had a good
chance of winning the export contract
simply because it was able to offer a
complete trade financing package along
with its export bid.

In other situations in which grain
export contracts are of a greater
amount than the bank is willing to
individually finance, the loan would be
syndicated among interested domestic
correspondents. In any case, however,
the bank would attempt to comply
with the short time framework under
which such deals are formulated.

= Following a Friday afternoon
shopping spree in Fondon, one of the
customers of Third National, Nashville,
found herself without funds for her
return trip to the U. S. the next day.
The bank’s international department
was informed of the situation, but, as
it was after banking hours on Friday in
Fondon, no telephone or cable could
reach England in time for the woman'’s
departure.

One of Third National's international
bankers contacted the bank’s New York
correspondent and learned that one of
the correspondent bank’s officers was
leaving for London that evening. The
funds were transferred from Third Na-
tional to the New York bank. By Satur-
day morning, the woman in distress
had received her money by personal
courier and was able to leave for home.

According to a representative at
Third National, the bank will go to
any length to provide personal service
to its customers.

= A customer of First National, Fort
Worth, who is a wholesaler of fire-
works, travelled to Brazil where he
found a small manufacturer of a series
of firework displays and effects that
was unique and not available in the
U. S. Due to limited credit in Brazil,
the manufacturer could not produce

sufficient displays for the customer of
First of Fort Worth. The customer re-
quested assistance from the bank be-
cause he was moving into his buying
season in preparation for the Fourth
of July and other summer events.

The bank’s international department
considered several approaches to the
situation, but settled on a financing
tool that bankers have used since the
earliest days of financing international
trade.

A red clause letter of credit to the
Brazilian manufacturer was issued
through the bank’s correspondent in
the manufacturer's city. The “red
clause” takes its name from the prac-
tice of including in red ink a separate
paragraph on the letter of credit which
permits the beneficiary to obtain funds
or a loan from the negotiating bank to
fill the orders placed by the bank’s
customer. Under this procedure, the
manufacturer draws the funds required
and repays the loan with the presenta-
tion of the shipping documents as
called for in the letter of credit.

This letter of credit constituted a
blank check for the amount indicated.
The manufacturer could walk away
from his obligation. Thus, it was neces-
sary for the customer to pay the ad-
vance. This procedure can only be fol-
lowed when the customer has com-
plete faith in the manufacturer.

= A customer of First City National,
Houston, sold two aircraft to a foreign
government. However, certain com-
ponents of the planes were imported
from Japan while the remainder were
manufactured in the U. S.

Working closely with the manufac-
turer and the Export-lmport Bank of
the U. S., together with officials of the
foreign government, First City National
was able to arrange an export finance
package meeting the needs of all parties.
The duality of component origin made
the transaction unique.

= After a trip to the Far East by the
president of a firm manufacturing laser
instruments for the construction indus-
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Don Alexander, Vice President and Manager. International Department,

with Don Gardner, International Banking Officer

Houdoritneed
togotothecoest

forintemational
assistance.

Why not call your nearby Commerce
correspondent in Kansas City? He
represents a full-time International
Department that can bypass the east and
west coast in 95% of foreign transactions.

We can help you internationally
because we have relationships with 460
foreign banks in 169 countries all over

the world.
e 2 £t
ommerce Bank
ND-EIRFUL. MK and walnut

OF BANKING o{Kansas City
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Through Commerce you can remit
payments in dollars for foreign currency
and obtain letters of credit and export
financing without recourse.

If you need to do business anywhere
in the world, call your Commerce
correspondent in Kansas City.

Don't forget to dial direct. Its faster!

Main Bank Number 234-2000
International Department 234-2603
Don Alexander, Manager 234-2602
Fred N. Coulson, Jr. 234-2479
Secretary —Linda Breidenthal 234-2489
Kansas
James W. Fowler 234-2483
Nelson V. Rogers 234-2622
John J. Hilliard 234-2488
Secretary—Lisa Lamanske 234-2491
N\ Missouri
Elmer Erisman 234-2482
DM John C. Messina 234-2486
/) Frank W. Greiner 234-2485

Secretary—Linda Breidenthal 234-2489
Other States

Tom C. Cannon 234-2481
Ben F. Caldwell 234-2480
Steven K Summers 234-2487
Secretary —Vernita Keath 234-2490
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try, Union National, Little Rock, was
asked to assist the firm in the negotia-
tions for the sale of two instruments to
a foreign firm. This first export opera-
tion for the firm brought into focus
potential export sales opportunities in
other areas of the world.

Thus, Germany and Spain were se-
lected as primary export markets and,
with the assistance of the bank’s Euro-
pean correspondents and the U. S. De-
partment of Commerce, a list of pros-
pective distributors was developed and
appointments were made for a visit to
the continent by a representative of the
laser manufacturer.

The net results of Union National's
efforts on behalf of its customer in-
cluded finalizing distribution arrange-
ments in both Germany and Spain,
providing the manufacturer with access
to the Common Market nations.

In addition to marketing assistance,
Union National was also called upon to
translate brochures and operating man-
uals, make credit evaluations of pros-
pects, renegotiate letters of credit,
counsel in shipping procedures, prepare
documents, etc. The laser manufacturer
has become a preferred customer of
the bank.

A correspondent of Union National
in the agricultural area of Arkansas was
faced with a request from one of its
customers who wanted a letter of credit
opened in favor of a government pur-
chasing agency in a South American
country.

Ordinarily, this is not a complex mat-
ter. But in this case the bank had only

a few hours to make all necessary ar-
rangements for the issuance and de-
livery of the document. Furthermore,
the letter of credit had to be in Span-
ish.

The bank provided this service in
record time, utilizing its agency agree-
ments in South America.

= Merchants National, Indianapolis,
services its correspondents’ internation-
al banking needs. One of these corre-
spondents contacts Merchants National
for import letters of credit. The cor-
respondent evaluates the credit of its
customers as it would for any domestic
loan. Once approved, it requests Mer-
chants National to provide the expertise
and foreign correspondent bank net-
work required to issue the letter of
credit. The fact that the two banks are
100 miles apart causes no servicing
problems, officials state.

Servicing the export market can be
attractive to medium- and small-size
banks when consideration is given to
U. S. government guarantee/insurance
programs that cover the commercial
and political risks of foreign receiv-
ables. Government guarantee/insured
loans are highly liquid because of
Merchants National’s discount window
coverage through the Export/Import
Bank.

= A multinational firm in Tennessee
that sells more than 100 products
throughout the world was experiencing
difficulty centralizing the collection of
its overseas receivables. The firm had
devised its own collection form, but
money was being remitted by banks

from the West to the East coast and
the firm was experiencing delays on
almost every foreign payment. A mem-
ber of the international department of
Commerce Union Bank, Nashville, met
with the firm several times and devised
a special collection form, wrote to the
foreign banks of the firm’'s customers to
centralize payments through Commerce
Union and arranged for one of the
bank’s collection division people to
meet regularly with the customer’s in-
ternational division.

For years the firm had maintained
substantial corporate accounts with a
bank in its town. This bank is located
far from most major money centers and
payments by mail were creating sub-
stantial float problems for the firm. The
local bank had made every effort to
centralize payments for its customer,
even though it had no foreign corre-
spondents and no formal international
department. When the bank learned of
Commerce Union’s efforts to assist the
firm, it realized it could participate
through an existing correspondent re-
lationship between the two banks.

Thus an arrangement was made to
centralize all of the firm's payments
through Commerce Union and effect
immediate credit to the correspondent
bank for the multinational firm's ac-
count. The firm now has access to all
of Commerce Union’s international
services through the local correspon-
dent.

< A manufacturer, who was referred
to First National, Little Rock, by one

(Continued on page 52)

Progression of Events for a Typical International Transaction

HAT ARE the specific steps a bank takes when

handling an international transaction? They vary, of
course, by bank, but the following is typical of many in-
ternational departments. It was submitted by Union Planters
National, Memphis, which had a request from a correspon-
dent in Mississippi which had a customer desiring to import
handbags.

Step 1. The correspondent fills out an application for a
commercial letter of credit provided by Union Planters.

Step 2. The correspondent and its customer both sign
the application, thus both the correspondent and its customer
become liable for all drafts and charges incurred under the
commercial letter of credit.

Step 3. Union Planters receives the application and is-
sues the commercial letter of credit. The original and one
copy are sent to a bank in the exporter’'s city. (If the
letter of credit doesn’'t designate a foreign bank through
which the credit is to be advised, Union Planters makes
the designation.)

Step 4. When the exporter prepares the shipment and
the merchandise is loaded on a carrier, the exporter ob-
tains a bill of lading. The bill of lading, along with the
necessary documentation called for in the commercial letter
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of credit (usually commercial invoice, drafts, customs in-
voice, packing list, insurance), are forwarded to the export-
er's bank.

Step 5. The foreign bank forwards all documents to
Union Planters for negotiation under the letter of credit.

Step 6. Union Planters receives the documents and checks
them for conformity with the letter of credit. If they are
in order, reimbursement according to the instructions of
the foreign bank is carried out.

Step 7. Assuming a time draft for 60 days, Union Plant-
ers accepts and discounts the draft and remits the net
proceeds (seller is paying the discount) to the foreign bank
for the account of the seller. This is done the same day the
documents are verified.

Step 8. Union Planters forwards all documents (except
the draft) to its correspondent, which advises its customers
of the date of maturity of the accepted draft.

Step 9. The correspondent releases the documents to its
customer for clearance through customs.

Step 10. At maturity, Union Planters charges the cor-
respondent’s account for the face amount of the draft.

Step 11. The correspondent charges the customer's ac-
count.
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IS THEBANKCF-NBAKCK

48 WALL STREET, NEWYORK. N Y, 10015/MEMBER FDIC
MEMBER OF THE BANK OF NEWYORK COMPANY, INC

If you're going to open doors to world
business, you have to be there when the world
opens for business.

Now, Wall Street wakes up to a new day at
10 AM.

But that day is already half over in London,
Paris, Rome, and Hamburg.

While, in Singapore and Tokyo, today is more
like tomorrow.

We have banking offices in London, the
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Cayman Islands and Singapore.

Blue-chip correspondents in all the financial
capitals of the world.

And more years of experience in international
business than any other New York bank.

We know all you'll probably ever need to
know.

Open the door at 48 Wall Street.

Your door to world markets and The Bank of
New York. The bank that manages money.
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of its correspondents, wanted to license
a manufacturer of its product in Eu-
rope. Within 60 days, the bank had
the managing director of an English
firm in a related industry in the cus-
tomer’s office and the negotiations are
progressing toward an agreement.

In another case, a customer told First
National that he wanted to export agri-
cultural machinery. Within four
months, the bank had five representa-
tives of the largest cooperative in Italy
on hand to see the product.

One correspondent asked First Na-
tional to assist a customer who was
starting to export an agricultural prod-
uct direct to Europe. The bank set up
a collection procedure that allowed the
correspondent to have its customer’s
money back in the correspondent bank
in a minimum amount of time.

e United Bank, Denver, provides
international service that has resulted
in considerable savings to customers
through prompt payment to customers’
local accounts from business contacts
outside the U. S.

Payment orders sent through the
mail usually take a minimum of two
days to be credited. Mail processing of
checks can take as long as 15 days.
United Bank maintains accounts of
major banks around the world on a con-
stant basis. These accounts are debited
and credited immediately upon re-
ceipt of wired instructions, without in-
termediate processing in money-center
banks.

Transactions of this kind usually in-
volve sums in excess of $7,500, but
they can be in any amount. A large
transaction of this kind, for a multina-
tional industrial manufacturing firm
with headquarters in the Denver area,
involved more than $3 million trans-
ferred from a Belgian bank for pur-
poses of capital acquisition. Assuming
a flat 10% interest rate, the savings to
the client on this single collection was
between $2,500 and $10,834, depend-
ing on the alternative method of pay-
ment.

The bank has handled the collections
for entertainers appearing abroad and

MEMBER— FDIC

enabled the exchange of foreign cur-
rencies carried by the ski celebrities
who populate the Colorado slopes.

< Recently, an Indiana livestock ex-
porter was awarded a contract to sell
1,000 head of dairy cattle to an East-
ern Bloc country for a total of over $1
million. Terms of the sale were condi-
tional upon the opening of a con-
firmed, irrevocable commercial letter of
credit by the importer in favor of the
Indiana  exporter, and negotiable
through American Fletcher National,
Indianapolis.

When the letter of credit was finally
opened, it was confirmed through a
New York bank, which created delays
for the exporter when it was time to
present his documents, negotiate his
drawings and make the corresponding
payments to his suppliers.

Cattle exports of this size tend to
be made in several air shipments, on
a three-to-five-day interval basis. Ac-
cordingly, when a small, cash-tight com-
pany has to cover its domestic cattle
purchases and pay the air freight car-
rier in advance of each flight, it is im-
portant that he be able to negotiate his
documents immediately under the sup-
porting letter of credit.

Because of this rapid cash turnover
requirement, American Fletcher sug-
gested and was allowed to add its con-
firmation to that of the New York bank,
which enabled the exporter to negotiate
and receive payment under his sight
draft drawings in Indianapolis.

In addition, American Fletcher ar-
ranged for the exporter’'s local bank, a
correspondent, to provide the pre-ship-
ment air freight financing and receive
its repayment less than a week later as
a result of the exporter’s subsequent
letter of credit negotiation at American
Fletcher.

« Recently, a bank in Mexico es-
tablished a letter of credit in favor of a
Milwaukee supplier. This credit was
notified through a New York bank and
involved a shipment of merchandise
emanating at Milwaukee and crossing
the border through Laredo, Tex., with
final destination being Mexico City.

In due time, the shipment arrived
in Laredo but could not cross the
border due to a discrepancy in the
documents. To compound the problem,
the supplier had erroneously mailed
the documents to the customer’s broker
in Laredo instead of to the New York
bank. This shipment could not be proc-
essed until its corresponding relative
documents had been accepted and the
beneficiary paid. Further complicating
this situation was the fact that both
the Mexican import permit and the
letter of credit were about to expire.
The problem came to the attention of
Laredo National.

Ordinarily, the chain of communica-
tion would have been from the supplier
to his local bank, to the New York
bank, to the bank in Mexico, to the
purchaser (the account party) and then
back in reverse order. Obviously, time
did not permit this. Because of the
critical nature of the problem, Laredo
National contacted the bank in Mexico
directly and was able to obtain authori-
zation to effect settlement to the bene-
ficiaries. As a result, this particular
problem was settled within 48 hours.

= When calling on a regional cor-
respondent bank in northern Kentucky,
an account officer of First National,
Louisville, uncovered the fact that one
of the correspondent’s larger customers
was having problems getting its im-
port and export business handled prop-
erly and expeditiously through its
normal out-of-state channels.

Sensing an opportunity to be of ser-
vice, the international department of
First of Louisville scheduled a joint
call on the regional banker and his cus-
tomer. The customer was a wholly
owned subsidiary of a major U. S. cor-
poration.

In order to solidify its relationship
with the regional bank as well as get
its foot in the door with the corpora-
tion, First of Louisville set up a pro-
gram whereby the regional bank ap-
plies to First of Louisville for import
letters of credit on behalf of the sub-
sidiary firm. First of Louisville handles
all the paperwork and, for carrying the

Our strategic location on the U. S.-Mexico
border enables us to provide fast, efficient
handling of documentary drafts, collections,
payment orders and other international ser-

vices.

Laredo, Texas
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customer credit risk, the regional bank
splits the normal letter of credit fee.

As a result of this agreement, the re-
gional bank has increased its deposits
with First of Louisville to cover draw-
ings against letters of credit; the sub-
sidiary firm has increased its deposits
with the regional bank for the same
reason; the regional bank picks up ex-
tra income from the fee-split arrange-
ment; First of Louisville has an inside
track with the parent corporation; and
the subsidiary benefits by a quicker and
more efficient documentation service.

Acting on a tip from a local patent
attorney, an officer of First of Louis-
ville's international department sched-
uled a call on a local manufacturer of
highly specialized packaging machin-
ery. During the call, it was discovered
that the firm was small, but had the
capacity to expand. The firm had re-
ceived several unsolicited inquiries
from abroad, but none had been fol-
lowed up due to lack of expertise in
the export field as well as a shortage of
personnel to make the followup calls.

First of Louisville recommended that
the firm obtain the services of a com-
bination export manager/export sales
rep to cash in on its export potential.
The firm was also put in contact with
the Department of Commerce field
agent and told of the service available
from the agent.

The firm is now exhibiting its prod-
ucts at a trade show in Stockholm. It
has secured the services of an export
sales rep and is ready to make ship-
ment on its export order.

As a result of this assistance, the
firm is expected to transfer all its cor-
porate banking facilities to First of
Louisville.

e A customer of Worthen Bank,
Little Rock, operates a specialty air
carrier freight service using small, fast,
French-made jets. Recently the cus-
tomer contacted the Worthen interna-
tional department and requested advice
on transportation and payment terms
in the negotiation of the sale of a jet
engine valued at $100,000. The buyer,
a Norwegian firm, had requested ship-
ment by sea.

On the advice of Worthen, the usual
letter of credit provisions were modi-
fied. The customer’s draft was im-
mediately honored on presentation of
an inland motor carrier’s bill of lading.
Payment of this shipment, destined for
Norway by sea, was completed four
days after it left the customer’s prem-
ises.

= A corporate customer of Liberty
National, Oklahoma City, desired a
five-year loan for acquisition purposes
in Mexico. The ground rules for off-

restraint programs early this year.

Currently, the U. S. corporate cus-
tomer borrowing in Eurodollars from a
U. S. offshore branch bank must absorb
an additional three-quarters per cent
over the cost of funds to compensate
for the lending bank’s 8% reserve re-
quirement. The same borrower is per-
mitted, however, to borrow direct from
a foreign bank without reserve penalty
and thereby lower the borrowing cost.
In this instance, the borrower sacrifices
local bank loan servicing and takes on
the risks inherent in a future borrowing
relationship.

Alternatively, a borrowing in Mexican
pesos for the acquisition would be sub-
ject to the erratic movement of the for-
ward peso and subsequent difficulty in
covering the forward exchange. Or a
direct U. S. dollar loan would entail
normal balance requirements and could
have adverse effects on the bank’s li-
quidity position during periods of tight
money.

After considering the alternatives,
the borrower and Liberty National de-
cided on a U. S. dollar loan, based on
floating prime from the Mexican ac-
quisition. The loan agreement also pro-
vided an option for funding in selected
foreign currencies, as well as Eurodol-

First Nat'l Bank of Commerce
Finances Mammoth Crane

NEW ORLEANS—The most pow-
erful crane ever constructed on land
or sea was made possible through fi-
nancing arranged by the internation-
al department at First National Bank
of Commerce and participation by
the Export-Import Bank.

Edwin G. Jewett Jr., senior vice
president at First NBC, learned of
the project through contacts in Cen-
tral America, where the customer—
Micoperi, S.p.A., an offshore con-
tracting firm based in Italy—was
working on a project. Through a
complicated turn of events, Mr. Jew-
ett attended a meeting with rep-
resentatives of Micoperi, which re-
sulted in the bank carrying more
than $10 million of the cost of out-
fitting a ship with the huge crane.

The crane was manufactured in
Maryland and Minnesota and has a
lifting capacity of 2,000 tons static
lift over the ship’s bow and 1,600
tons rotating lift—said to be more
than twice the capacity of any ship-
mounted crane in the world.

The crane was mounted on a
special ship in New Orleans, but the
fully rigged unit, which stands 180
feet above the water line, could not
be fully assembled at the Avondale
assembly plant because it would
have been too tall to pass under
Mississippi River bridges in the New
Orleans area.

lars. The multi-currency option would
be consistent with favorable rate struc-
tures, availability of funds and existing
U. S. government regulations.

= After experiencing an auto acci-
dent in Mexico, a Kansas City business-
man was not looking forward to spend-
ing the night in a local jail, although
that fate seemed destined for him since
he didn't have enough cash to post
bond.

Since it was late on a Friday after-
noon, the businessman doubted if the
complicated procedures of transferring
money from his suburban hometown
bank to Mexico could be completed
that day. When he called his bank,
however, he learned that the money
could be transferred through the in-
ternational department of Commerce
Bank, Kansas City, which happened to
be a correspondent of the businessman’s
bank. The funds arrived that afternoon
and the businessman stayed in a com-
fortable motel.

There’s little doubt that this busi-
nessman’s loyalty to his bank was ce-
mented through this service.

= A domestic correspondent sent an
inquiry to Liberty National, Louisville,
recently about a client that was in-
terested in locating a source of a speci-
fied product. The product was neces-
sary for the firm to continue manufac-
turing. The firm had formerly received
the product from a domestic supplier,
but the supplier had discontinued pro-
duction.

From the information received, a
status report, along with a trade in-
quiry letter, was mailed to those over-
seas correspondents that were located
in countries likely to manufacture the
specified product. The foreign corre-
spondent banks returned names and
status reports of those firms interested
in Liberty's proposal and the domestic
correspondent’s client was informed of
the leads.

The client then contacted the foreign
sources directly, with good results fol-
lowing. The resulting international
banking transactions were handled by
Liberty’'s international department.

e A community bank which is a
correspondent of First National, St
Louis, had a customer that imported
plastic flowers from Hong Kong. The
correspondent lacked banking contacts
in Hong Kong as well as expertise in
a rather technical area.

Working through First of St. Louis’
international department and in con-
junction with the regional banking di-
vision, a $300,000 letter of credit was
issued through the correspondent in
behalf of its customer. Through the
correspondent system, the community

shore investment have been changed bank was able to provide international
since the government eliminated capital services to its customer. * *
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Standing
tall 1s not a matter
of size.

It's a matter of integrity. O In design. O In efficiency
of operation and management. O In profit productivity.
O Sure, Leaved Development Company has built and
developed sky-touching bank/office buildings. O And
we’re proud of them, of course. O But we’re equally
proud of smaller bank buildings we have created
throughout the country in commercial marketplaces
outside larger metropolitan areas. O You see, as
successful equity investors, we have a broad range
of flexible capabilities. O From finance to building
management-the entire gamut of professional
expertise. O Ready and available to work with you.

O Wherever you may be located. O Whatever your
planning calls for. O With emphasis on making you
stand tall. O Regardless of size.

LEAVELL
DEVELOPMENT
COMPANY

asubsidiary of Rio Grande Industries, Inc

One Park Central O 1515 Arapahoe Street O Denver, Colorado 80202 O Phone (303) 573-8676
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Comptroller Asks Officers, Directors

To List Outside

DISCLOSURE regulation to tight-
A en controls on self-dealing by of-
ficers and directors of national banks
has been issued by Comptroller of the
Currency James E. Smith for comment.

The regulation would require bank
managements to list outside business
interests for bank examiners. The list
would be kept on file in the bank and
there would be no public disclosure.

Interests for Examiners

The list would be available by subpoe-
na, however.

The reasoning behind the regulation
was that it should function like an of-
fice account.

Issuance of the regulation is said to
have been the direct result of the
Comptroller-FDIC investigation into
the collapse of U. S. National, San
Diego, last October. That bank’s chair-

ailBii PUTS THE GO

IN AUTOMOBILE

Would you believe that there is a lien holders single interest program that
will cover yesterdays loans and only charge you for the loans you make to-
day? Believe. It’s true. Start the MBP program today and we’ll cover all the
loans you have on the books-without charge! One of America’s top in-
surance companies with an A+ AAAAA rating backs up that statement.

The features of the Matterhorn Bank Program are unique and exactly what
the banker needs. They should be: a banker wrote the specifications. When
you purchase the program you are talking to bankers, who also happen to be
licensed insurance men.

With the Matterhorn Bank Program you are covered for single interest
physical damage, non filing losses, confiscation, skip losses as well as errors
and omissions. You name it- this program covers it. Best of all, you can add
RV’s ,watercraft and other chatties to the program.

Payment is ultra simple. One rate, times the number of loans you write for
the month. If you are writing automobile paper, you need to know all the de-
tails-now. Send for our proposal and specimen policy.

Remember: In the ever increasingly competitive market, chances are your
competition will call tomorrow, so beat’em to the program by calling today.
We’ll come running.

ST MATTERHORN.

America’s fastest growing broadform lien holders single interest program.

201 Padonia Road, West
Timonium, Maryland 21093
Phone (301) 252-3600

man had made loans to firms in which
he had sole or partial ownership with-
out detection by bank examiners.

Reaction to the U. S. National situa-
tion spurred regulatory agencies to seek
tighter regulation in several areas. Last
January, the Comptroller, the Fed and
the FDIC joined in proposing that
banks be made to classify standby let-
ters of credit as liabilities and account
for them wunder lending limits. That
rule, which is still pending for revi-
sions, resulted from a finding that let-
ters of credit were widely used by the
chairman of U. S. National to secure
loans for his companies.

The self-dealing regulation would
take effect on January first and would
require that business interests of any
type be disclosed. Transactions be-
tween the bank and the business that
would be listed include loans, check,
cash or other advances, sale of notes
between the company and the bank
and the issuance of acceptances, letters
of credit or other obligations benefit-
ting the company.

A banker or director would have a
legal interest in a business if he or his
immediate family owned 5% or more,
or could influence the management of
the company indirectly. Bankers bor-
rowing $100,000 or more from a com-
pany would also be considered to have
an interest.

The regulation also would require
the reporting of a material change be-
tween the bank and the business. A
business increasing its deposits with a
bank by 25% or more would fall into
that category.

A new federal form, SC 8013-06,
would be provided management and
directors for keeping track of affilia-
tions. The forms would be updated an-
nually and would be kept on file for
two years after an official left his posi-
tion. = -

In Birmingham:

Bonus Barrels Draw Crowds
To Branch Anniversary Party

The possibility of winning up to
$100 drew some 2,500 customers to
two low-traffic branches of Exchange
Security Bank in Birmingham, Ala., re-
cently.

Customers were invited to drop by
either of the two branches as part of
the bank’s one-day celebration of its
10th year at the two branch locations.
Each branch lobby contained a bonus
barrel with coupons worth from $1 to
$100. Each customer was invited to
select one coupon.

The event was publicized by direct
mail and radio.
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Only a five year old would try it

One look a! a TV banking screen, and
older robbers head for easier targets.
Security is one of the big benefits of
TellerVue remote transaction systems.
Tellers are happier when they and their
cash are behind locked doors. Even
customers relax when lobby guards
disappear

But security is only one benefit. Because
one teller can handle two TellerVue
units you can increase teller efficiency

TellerVue customer units take up so

little space you can add stations without
major renovations and provide after-
hour service.

Sound good? Then why not ask us for
the rest of the story?

MosJar

/SE AMERICAN-STANDARD COMPANY
HAMILTON, OHIO 45012

TellerVue often rewards small

Digitized fowith@utincreasing your payroll. Because
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Mosler. Full security is only the beginning. ~ robbers—never the big ones.
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LAKE MICHIGAN

GULF OF MEXICO

IOXVILLE

Ports, Waterways Play Important Roles

As Gateways to International Markets

HE NUMEROUS major seaports in

the Mid-Continent area serve as
gateways to the world. As such, they
are opening the entire mid-section of
America—via connecting river systems
—to international markets. Thus, these
ports figure prominently in the services
offered by many banks that maintain
international departments.

The Port of New Orleans is second
only to New York in total tonnage. It is
the receiving point for traffic originat-
ing on the Illinois, Ohio, Tennessee,
Missouri, Arkansas and Red rivers—all
joined to the Gulf of Mexico by the
Mississippi River.

The Port of Houston is fast becom-
ing one of the nation’s busiest harbors.
It was the embarkation point for most
of the wheat that was shipped to Rus-

sia in the past year, wheat that was
transported to Houston by railroad and
trucks.

The Seaport of Chicago, with direct
access to world markets through the
Great Lakes, is establishing new highs
of total tonnage, despite the fact that
the Great Lakes are icebound a portion
of every year.

Another Gulf port, Mobile, faces a
booming future when a proposed chan-
nel is dug to connect the Tombigbee
and Tennessee rivers.

These four ports, plus those in other
major Mid-Continent cities, keep inter-
national trade humming, provide eco-
nomical outlets for all types of foreign-
bound commodities, play key roles
in the balance of payments picture
and enable almost every bank in the

area to profit from providing interna-
tional services to their customers.

Foreign waterborne trade at the Port
of New Orleans during calendar 1973
amounted to a record-setting 31.6 mil-
lion short tons valued at $5.3 billion,
according to official tabulations of data
furnished by the U. S. Department of
Commerce.

The tonnage total represented a 27%
increase over 1972 figures, with the
total value representing a 52% increase
over the 1972 total.

Total tonnage of imports in 1973
was 9.7 million, up 28% over the 7.6
million tons handled in 1972. Exports
totaled 22 million tons, up 27% over
the 1972 total.

Import value was $1.8 billion, a 24%
increase over 1972 figures, and total

Ship at left is unloading containerized cargo at Port of New Orleans while barges at right await

loading on decks of ships that will where

destinations via rivers.

carry them to foreign ports they will proceed to
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exports were valued at $3.6 billion,
up 72% over the 1972 total value.

Japan continued to be the leading
receiver of U. S. exports from the Port
of New Orleans, with Italy second,
Russia third, West Germany fourth and
the Netherlands fifth. Other countries
receiving major exports through the
port include mainland China, the Re-
public of China, Poland, Spain and
Brazil.

The port serves practically the entire
Mid-Continent area, with some exports
originating as far north as Canada.

The Port of Houston handled 86.4
million tons of cargo last year (domes-
tic and foreign), a 20% increase over
1972. Much of this increase was due
to the shipments of wheat to Russia
(almost 80% of all grain involved in the
U. S.-Russian deal moved through the
port of Houston).

Although New Orleans is the world
leader in total grain shipments, Hous-
ton is the world’s leading wheat port.
Houston also is a large exporter of rice,
both bagged and in bulk.

The port maintains grain elevators
on its ship channel with a capacity of
28 million bushels which deal primarily
in wheat and milo. In addition, a two-
million bushel elevator handles bulk
rice. These commodities arrive at the
port by train and truck from North
Texas, Oklahoma, Colorado and Kansas.

Other chief exports from Houston
include oil well machinery and all
types of petrochemical products, in-
cluding synthetic resins, fertilizers, pot-
ash, cotton and cotton linters.

The port's trade area takes in the
section of the country between Chi-

60

cago and Denver, from the Canadian
border to the Gulf. The port is served
by six railroads and 40 interstate
freight lines. Some 25 million tons of
the port’'s annual total cargo move by
barge over inland river routes.

In the past 20 years, the Port of
Houston has built 17 new wharves and
is currently involved in a major
building program.

The Seaport of Chicago is the inter-
national gateway for the manufactured
and agricultural products coming in
from a 500-mile radius of Chicago in
every direction but the east. Tonnage
figures for 1973 have not yet been

Ships tie up at Navy
Pier, one of two har-
bor areas making up
Seaport of Chicago.
Illinois is said to be
nation's leading state
in international trade.

Ships dot main channel stretching 50 miles to
connect Gulf of Mexico with Port of Houston.
Most of wheat sold to Russia passed through
this port.

released, but 1972 figures show total
export tonnage (excluding  whole
grains) of 1.1 million, with imports
hitting the 2.1 million mark. Whole
grain is the port's primary product and
is tabulated separately. A total of 1.4
million tons of whole grain passed
through the port in 1972. Thus, total
international tonnage handled in 1972
was 4.5 million.

Other principal exports include
milled grain products, coke, petroleum
and asphalt, clay, iron and steel, iron
and steel scrap, animal fats and animal
byproducts.

Chicago became a major interna-
tional trade port in 1959 when the St
Lawrence Seaway was opened. The
port is also connected with the Gulf of
Mexico through the Ulinois-Mississippi
river system.

Chicago has long been an important
shipping center, since more than 30%
of the nation’s gross national product
is produced within 300 miles of the
city.

The Seaport of Chicago is comprised
of two major sections—the Navy Pier
Terminal adjacent to the Loop and the
Calumet Harbor terminals on the south
side. The entire Seaport includes 11
overseas cargo terminals and six deep-
water elevators.

Technical and economic feasibility
studies are now being undertaken
which are expected to lead to extension
of the Great Lakes shipping season,
which is expected to result in consid-
erably more international trade for Chi-
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WORLD-TRADE MARK.

Bank of America’s man-on-the-spot even complete cash management.
is recognized in trade centers around Through our global network
the world as a valuable overseas con- of offices, our man can assist in pro-
tact. An export expert with awide viding financing from port to
knowledge of international banking, buyer, to include warehouse financ-
our man has a knack for expediting ing and export financing. Our trade
foreign trade transactions. expert will work closely with you

And behind every man-on in putting together the entire
the- spot are the many world- transaction.
wide resources of Bank of And ifyou like, we will
America. participate in the credit

Since so many other / package.
firms and financial in- For more information
stitutions find this jack- about what our bank can
of-all-trade such abig do for your bank, contact
help, shouldnt you our regional correspon-
see how you can ben- dent banking specialists
efit? Our man-on- at: Bank of America
the-spot service can Center, 555 California
provide you and St., San Francisco 94137,
your customers with (415) 622-6142; or Bank
everything you need of America Tower Bldg.,
to do business on an 555 South Flower St
international scale — Los Angeles 90071,
letters of credit, re- (213) 683-3288.

mittances, collections,

foreign exchange and BANKof AMERICA

Correspondent Bank Service
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cago. The St. Lawrence Seaway cur-
rently handles about one-eighth of all
U. S. foreign traffic with the Seaport of
Chicago accounting for one-third of
the total Seaway overseas traffic.

Scheduled steamship service is now
available from Chicago to 120 ports in
65 countries. Helping to develop over-
seas shipping is the priority task of the
recently established International Trade
Division of the Illinois Department of
Business and Economic Development.

The Port of Mobile is looking for-
ward to a prosperous future tied in
with the opening of a channel linking
the Tennessee River, which cuts across
the northern portion of Alabama, with
the Tombigbee River, which serves the
Port of Mobile.

Within a decade, the $386 million
waterway project is expected to be
completed, enabling river traffic from
Tennessee and northern Alabama to be
routed directly to Mobile, instead of
having to get to the Gulf of Mexico
via Memphis and New Orleans. Barge
traffic to the port is expected to double
upon completion of the waterway.

The Port is now linked to shippers
throughout Alabama by a system of
rivers, including the Alabama, Coosa,
Tombigbee and Black Warrior. The
Chattahoochee River along the Georgia
border also connects to the port via
the Intercoastal Waterway.

Total tonnage handled by Port of
Mobile in the 1972-73 fiscal year was
more than 28 million, including both
domestic and international shipments.
Agricultural products top the list of
items handled through the port, with
animals and animal products, minerals,
timber and chemicals also handled in
large quantities.

Mobile is expected to share in the
increased oil shipments that will result
with the development of supertanker
port facilities off-shore along the Gulf
Coast. * *

New International Trade Center (left, center)
plays host to consuls of 26 foreign countries
stationed in Port of Mobile area.

Planning 1974 ABA Correspondent Banking Conference Sept.
Paul Lindholm, conf. ch.,
to r.) John Clark, director,
Division, and Roger Lyon, ch. of division and exec, v.p.,

(seated, I. to r.)
keynoter; and (standing, |

York City.

8-10 in Atlanta are
and David Rockefeller, opening session
ABA Correspondent Bank
Chase Manhattan, New

Developing Future Strategies Theme

Of 1974 Correspondent Conference

Problems and opportunities con-
fronting correspondent banking will be
spotlighted at the ABA’'s 1974 Cor-
respondent Banking Conference Sep-
tember 8-10 at Atlanta’s Regency
Hyatt House. Paul Lindholm, senior
vice president, Northwestern National,
Minneapolis, will preside as conference
chairman.

The theme will be “Developing
Strategies for the Future,” and the
keynote speaker will be David Rocke-
feller, chairman, Chase Manhattan,
New York City, who will appear at the
opening session September 8.

The conference will offer a variety
of working sessions featuring such key

banking executives as Richard L.
Thomas, president, First Chicago
Corp.; William H. Dougherty, presi-

dent, NCNB Corp., Charlotte, N. C;
John F. McGillicuddy, president, Man-
ufacturers Hanover Trust, NYC; John
S. Reed, executive vice president, First
National City, NYC, and Charles C.
Smith, administrative vice president,
Bankers Trust, NYC.

Both the general and workshop ses-
sions will confront issues such as ap-
praising credit needs and risks for
holding companies, opportunities with
thrift institutions, the evolving pay-
ments system, check processing, elec-
tronic funds transfer systems, credit
card payment strategies, managing the
correspondent bank division as a profit

center and new services and products.

“Correspondent banking is becoming
increasingly involved as users, as well
as suppliers, of funds,” said Mr. Lind-
holm. “For this reason, the correspon-
dent banker has to continually be
aware of future developments in bank-
ing. Our conference is geared to give
bankers this awareness.”

Suggestion Pays Off!

A suggestion that banks belonging to Mid
America Bancorp., St. Paul, Minn., put their
phone numbers on check blanks, made by

Reverend Richard Blank (r.) paid off in 50
silver dollars recently. The reverend was the
first winner in a monthly contest among bank
depositors to submit suggestions for improved
service. Shown “"depositing” the $50 are
Bernhard Loewen (l.), vice president, and
Harold D. Keturakat, president, Mid America
National, Roseville, Minn., the HC affiliate at
which Reverend Blank banks.

1974
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Where does the energy capital get its energy?

Ask the Petroleum Department
at Houston'’s largest bank.

Energy. The petroleum industry
around Houston is helping supply the
world.

This area ranks first in petroleum
refinery output.

First in the manufacturing and dis-
tribution of petroleum equipment and
supplies.

And is the national headquarters
for the production and transporta-
tion of natural gas.

Petroleum and related industries
have transformed Houston and the
Texas Gulf Coast into a multi-billion
dollar energy center. Small wonder
that today, Houston is the largest city
in the Southwest.

For the last 40 years much “finan-
cial energy” has come from First City
National Bank. We've grown up along-

side the petroleum business. So our
staff speaks the language.

Energy and finance. What we know
is yours. First City National proves
to Correspondents —that more service
is the result of more experience.

Understanding business as well as
banking has helped make us . ..

The largest bank in the
Southwest’s single largest market.

A First City
FIRST CITY NATIONAL m &zizé-
Member
Bank of Houston
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Agricultural Products Lead U. S. Exports
To Recapture Many ‘Lost’ Dollars

By GAIL M. VOLTZ, Public Relations Department, Chicago Board of Trade

HE YEAR 1973 could easily be re-

ferred to as “The Year of U. S
Agriculture” on the basis of grain pro-
duction, prices and exports.

The United States was undoubtedly
the producer for the masses in such
commodities as wheat and feed grains.
According to one study, the U. S. sup-
plied grains to approximately 25% of
the world (excluding the U. S.). Even
more startling is the fact that U. S.
farmers, constituting only one-tenth of
1% of the world’s population, were the
producers of this enormous crop. And
the products of one out of every four
harvested U. S. acres (85 million) were
exported.

Despite weather problems during the
spring of 1973, the U. S. was still able
to supply nine-tenths of the world’s
soybean needs, three-fifths of its feed-
grains, two-fifths of its wheat and one-
quarter of its rice.

The recent upswing in U. S. agricul-
tural exports began only two years ago

with the sale of 10 million metric tons
of wheat to the Soviet Union, and bal-
looned in 1973 with unusual world
demand for soybeans, soybean products
and corn, as well as wheat. In 1972
agricultural exports were valued at
$9.4 billion, an increase of $4.4 bil-
lion over the total recorded 10 years
earlier.

1973's agri-export worth far sur-
passed the record $9.4 billion by 88%,
totaling $17.7 billion at the close of
the crop year.

As a result, the entire U. S. econo-
my’s balance of payments went into
the “black” by $1.68 billion in 1973,
despite record agricultural imports of
$8.4 billion. The net contribution of
agriculture was $9.2 billion, quite a
jump from the $0.9 billion ag contribu-
tion to the balance of payments in
1969.

The growth in exports from $5.9
billion in 1969 to $17.7 billion in 1973
was accompanied by an increase in net

Value of U.S. Agriculture Exports

billion

$17.7 billion

1962 $5.0 billion
1969 $5.9 billion
1972

1973
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farm income from $16.8 billion to a
record $26.1 billion. U. S. agriculture
employs 4.3 million individuals. In ad-
dition, over 30% of the U. S. labor force
is employed on the farm directly or
in jobs related to agriculture.

Growth in our farm exports had
begun to accelerate late in 1972 and
continued through 1973 as a result of
the opening of East-West trade, re-
duced agricultural production in many
areas of the world, continued gains in
demand stemming from higher incomes
in major foreign countries, as well as
the disappearance of anchovies in the
coastal waters of Peru.

Unfavorable weather conditions in
1972 caused agricultural shortfalls,
particularly in the Soviet Union, South-
east Asia, Australia and parts of Latin
America and Africa. Crop output was
down sharply in these areas and major
exporters other than the U. S. did not
have the facilities or uncommitted sup-
plies to meet import needs.

At the same time, economic growth
in many developed countries was con-
tinuing to advance at record rates, and
they were importing more farm prod-
ucts to satisfy increased demand for
food resulting from higher incomes. A
number of developing countries—nota-
bly Taiwan, Korea, Brazil and Mexico
—were also achieving substantial in-
creases in per capita income. This
factor, together with population gains,
contributed to substantial increases in

1974



REIMBURSEMENT DESK

m iIN G AND RECEIVING DESK

° W/REDESK K

Why most banks need 3weeksto
collect a letter of credit.

Whywe don't.

One of our customers used to wait three
weeks and longer for his usual bank to
process his overseas collections. After we col-
lected a small letter of credit for him in three
days, he assigned the bulk of his export-
import business to us. Other customers report
similar time savings.

Our size ($1.5 billion in assets) is an
advantage. We don’t have an assembly line

where the misplacement of a key piece of
paper can foul up your cash flow.

Our International Division people have
over 70 years of international experience. We
have over 700 domestic correspondents; over
320 working arrangements with foreign banks.

If you'd like to give First National of
Memphis a try on one letter of credit, call
our International Division, at 901-523-4444.,

FIRST NATIONAL BANK OF MEMPHIS

® Registered Service Mark owned and licensed by First Tennessee National Corporation

MID-CONTINENT BANKER for July, 1974

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



INTERNATIONAL FINANCIAL
AND
FIDUCIARY GROUP

Advisors and
Counsellors
in
International Finance
Lending and Credit

Banking Operations

W. F. Ogden, Jr.
Managing Director

1112 Roanoke Bldg.
Minneapolis, Minn. 55402
(612) 339-1797

BOUND?

We're close to everything that's
happening in the financial, legal
and entertainment world.

2 Cocktail Lounges
4 Dining Rooms
ColorTelevision

Direct O’'Hare Airport

Limousine Service

Singles JfJ
$20-22and up , .®

Twins-
$26-28 and up

10N. La Salle St. « Chicago, lll. 60602
(312) 372-0700.
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the demand for imported food prod-
ucts. Also, many countries, developing
as well as developed, were using
stepped-up agricultural imports as an
instrument to reduce the impact of the
inflationary effect on food prices.

Basically, these factors are but a
few which prompted agricultural ex-
ports to contribute substantially to a
favorable trade balance of $1.68 billion
in 1973—measurably better than 1972's
deficit of $6.4 billion. And the United
States was able to feed not only its
own population, but major segments of
the world’s population.

1974—the USDA is optimistic about
the agricultural sector but does not ex-
pect to meet or surpass the records
set in 1973.

Wheat production for crop vyear
1974/75 is forecast at approximately
two billion bushels, up over 20% from
the previous year, and exports are
estimated at one billion bushels versus
1.2 billion bushels last year.

Soybean production is forecast at
1.57 billion bushels which is unchanged
from last year, but exports are expected
to reach 575 million bushels versus
525 million bushels during 1973.

Feed grain production is estimated
at higher than the 1973/74 season,
but exports will be slightly lower.
Production is forecast for 234.8 million
tons versus 205 million tons, and ex-
ports should equal 36.7 million tons
versus 39.8 during 1973/74.

Exports in the soybean complex
(soybeans, soybean oil and soybean
meal), and wheat and feedgrains,

should continue on an upward trend
for years to come. The United States
has the proper conditions for growing
70% of all the soybeans produced in
the world, and 50% of corn and feed-
grains. The U. S., although producing
25% to 30% of the world’s wheat and
rice, shares its growing ability with
such countries as Canada, Australia,
Argentina, Russia and China.

The agricultural financial outlook
for 1974/75, though optimistic, is not
expected to meet the 1973 records.
Realized net farm income, for example,
is estimated at 20 to 23 billion dollars,
the second highest on record, but down
markedly from over $25 billion in
1973. The use of short and intermedi-
ate term loan funds to purchase farm-
ing inputs is expected to increase as
the quantity and prices of inputs, par-
ticularly fertilizer and fuel, continue
rising throughout 1974. However,
farmer demand for short and immedi-
ate term loans will be moderate be-
cause of the carryover of large cash
balances and time deposits.

The use of farm mortgage loan funds
is expected to increase as land prices

rise further and as farm operators and
landlords attempt to enlarge their oper-
ations and make additional capital
improvements.

Despite the forecasts for slightly un-
changed or lower agricultural exports,
agriculture will not feel the effects in
any large degree. Whatever success has
been achieved in the distant past, or
even the last five years, can expect to
continue or be surpassed in the longer
term. - -

Research, Development
Over Two-Year Period
Produce New Bank Logo

When a bank adopts a new logo, it
must be something the bank can live
with for years to come; the design must
be such that anyone who looks at it
has no doubt which bank it is describ-
ing.

One example of a bank with a new
logo is Mercantile Trust, St. Louis,
whose communicative signature now is
“Mercantile Bank” (see illustration).
The bank has not, however, changed
its legal name, Mercantile Trust Co.,
N.A. The new signature is set in a
typeface created especially for the
bank and is used with Helvetica type
for legal bank names.

Eventually, the new logo will pro-
vide a unified communicative identifier
for affiliate banks of Mercantile
Bancorp., Inc., multi-bank holding
company of which Mercantile is the
lead bank.

MERCRNTILE
BRIK

More than two years of research and
development led to creation of the logo
by Lippincott & Margulies, New York
City, a firm specializing in communica-
tions, marketing and design. Obata De-
sign, St. Louis, has been retained to de-
velop its use throughout the HC in a
coordinated corporate-identification pro-
gram. Mercantile Bancorp, affiliates
will use the logo on an evolving basis
and in a manner recognizing local
needs within the total system.

“The new graphic signature,” said
Chairman Donald E. Lasater, “is only
an initial expression of a more compre-
hensive corporate program that will un-
fold during the near and longer-range
future. The logotype and the new 35-
story Mercantile Tower now under con-
struction are far more than graphic
and architectural trademarks. They are
outward manifestations of our total
commitment to profitable growth as the
preeminent banking institution serving
the financial needs of our region. . ..”
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Edge Act Corporations
Put Sponsoring Banks
Where the Action Is

By JIM FABIAN, Associate Editor

N 1919, when Senator Walter Edge
I introduced a bill that eliminated
state boundary restrictions for the for-
mation of international banks, he prob-
ably didn't foresee the scope of the
act’s application.

The bill, passed as the Edge Act,
amended the Fed’'s Regulation K to
provide for the formation of banks
without regard to state boundaries as
long as their “activities in the United
States are restricted to operations clear-
ly related to international or foreign
business.”

The first Edge Act corporation was
opened in New York City. By 1929
only three corporations had been
formed—all of them termed unsuccess-
ful.

The first surge of Edge Act corpora-
tion formations took place between
1955 and 1965. Some 35 corporations
were formed in that decade, primarily
because of the reestablishment of nor-
mal trade flows, the relaxation of ex-
change restrictions, a great surge of
U. S. overseas investments and the
emergence of the dollar as the princi-
pal reserve currency following World
War II.

These Edge Act corporations do ev-
erything commercial banks do—includ-
ing the acceptance and maintenance
of deposits, the making of loans and
the providing of other financial ser-
vices. The only difference is that the
services of these corporations are limit-
ed either to customers located outside
the U. S. or to support international
business activities of U. S. customers.

In the late '60s, banks became aware
of the usefulness of Edge Act corpora-
tions as a means of tapping the vast

Eurodollar market. By 1970, approxi-
mately 70 corporations had been
formed, located in several U. S. cities,
including New York, Chicago, Miami,
New Orleans, and San Francisco. To-
day, corporations are located in other
cities as well.

According to James E. Green Jr., ex-
ecutive vice president, Citizens &
Southern National, Atlanta, C&S went
into Edge Act banking because it was
the most logical route for the bank to
take to handle the bank’s international
business. An Edge Act corporation lo-
cated in a port city (C&S has banks in
Miami and New Orleans) enabled the

Edge Act Corporations in the
Mid-Continent Area

Following is a listing of Edge Act
corporations in the Mid-Continent area
as of the first of this year:

American National Overseas Corp., Chi-
cago.

Bank of America
cago.

Bank of America International of Texas,
Houston.

Citizens & Southern
of New Orleans.

International of Chi-

International Bank

Continental International Finance Corp.,
Chicago.

Crocker Mid-America International Bank,
Chicago.

First Chicago International Finance Corp.,
Chicago.

First Dallas International Banking Corp.,
Dallas.

First National City Bank (International-
Chicago).

First National City Bank (International-
Houston).

Indiana National Overseas Corp., Indian-
apolis.

Mercantile International Corp., St. Louis.

Republic International Co., Dallas.

bank to go right to the centers of inter-
national activity, placing the bank in
the position of offering international
services to customers throughout a re-
gion, rather than just in the bank’s nor-
mal trade area.

Quay W. Parrott, manager of the
C&S Edge Act corporation in New Or-
leans, says the bank puts C&S face-to-
face with the customer, which is im-
portant when developing customer re-
lationships.

One reason C&S went into Miami
was because that city is the primary
port of entry into the U. S. for Latin
American visitors and it serves as the
Latin America headquarters for many
of the large U. S. corporations. The
Miami office permits the bank to make
contacts and enables the bank’s inter-
national customers to do business right
on the spot.

Mr. Parrott says the New Orleans of-
fice, on the other hand, has opened the
vast international market of the Missis-
sippi valley and its trade with every
corner of the world to C&S. The New
Orleans office enables the bank to pro-
vide the documentary services related
to this trade.

He also says that the bank’s overseas
correspondents can direct letters of
credit through Edge Act corporation
offices, enabling payments at the port
where the bulk of the title documents
are cut. All parties benefit with this
procedure, he says. The exporter re-
ceives his money instantly and the
bank has provided a service for the for-
eign correspondent bank and received
a fee for handling the transaction.

Not all Edge Act corporations are
located in port cities, however. Mer-
cantile International Corp., for example,
is housed with its parent, Mercantile
Trust, St. Louis.

According to Daniel B. Phelan, sen-
ior vice president and head of the in-
ternational banking department at Mer-
cantile, the bank’'s need for an Edge
Act corporation wasn't for document
processing in a port city. Although
many such offices are located in port
cities or money centers, most regional
banks have them in their home cities.

Mr. Phelan says Mercantile uses its
Edge Act corporation as a vehicle to
hold foreign investments, as the bank
has the capability to handle all foreign
trade transactions in St. Louis.

He adds that, through investments
of Mercantile International, the cor-
poration can call on co-shareholders
throughout the world for assistance and
additional services for correspondent
banks and customers of Mercantile
Trust.

The
bank’s

along with the
banking depart-

corporation,
international

68 MID-CONTINENT BANKER for July, 1974

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



W hat happens
when your customers sell world-wide?

You can help your customers increase sales substan- Banking Department. The toll
tially by showing them how to export profitably. They 1.800.292.5577.

will appreciate your assistance in helping them tap

lucrative foreign markets.

Overseas sales result in greater profit margins with

little increase in overhead or investment.

Getting your customers into international markets is

easier than you think when you have us working with

you. Our specialists will help locate foreign buyers and INTERNATIONALIST/
handle all essential details. DEPARTMENT

There's a wide world of profit potential awaiting your

customers when you contact I_iberty's International Liberty National Bark and Trust Company, Louisville, Kentucky
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ment, places Mercantile in the position
of being able to handle all internation-
al financing and banking problems for
its customers.

An Edge Act corporation can take
the form of a consortium, such as Al-
lied Bank International, located in New
York City and owned by some 18 in-
land banks, including First National,
St. Louis, and First National, Memphis.

According to William S. Salter, vice
president, First of St. Louis, and head
of the international banking depart-
ment, the main reason for Allied Bank
is the syndication of loans that it makes
possible among the owners. Each bank
put in $2 million at the inception of
Allied, and each owner bank considers
the contribution as a valuable invest-
ment.

Allied Bank is a part of each owner
bank’s international scene, although
some owners make more use of the
corporation than others. Allied supple-
ments the activities of the international
department at First of St. Louis. It is
considered to be one of the many tools
the department has at its disposal to
service its international customers.

Through its branches in London and
Nassau, Allied enables its owners to
share the costs of foreign office repre-
sentation.

In short, Mr. Salter says, Allied is a
vehicle that enables 18 medium-sized
banks that are not situated in strategic
port areas to compete effectively with
larger banks that are located strategi-
cally.

How can Allied Bank be of use to
its owners? Recently, First of St. Louis
was approached by a large corporate
client needing seasonal working capital
for an overseas subsidiary to supple-
ment its existing international line of
credit. Since the bank already had
commitments to this client equal to its
legal limit, Allied Bank was ap-
proached to participate in this credit
facility.

By financing that portion of the
credit over First National's legal limit,
Allied allowed the customer to meet
its international borrowing needs and
maintain its banking relationship with
First of St. Louis.

When First of Memphis considered
joining Allied, it realized the consorti-
um would create an institution with a
larger capital base—and therefore
more financial strength—than a single
bank could provide. The representation
Allied gives its members in foreign
cities is worth more than the $2 mil-
lion contribution each member made
to establish the corporation, a spokes-
man for First of Memphis said. The
value of Allied as a clearing bank in
New York for Euro-transactions, pay-
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ments of bankers acceptances and other
transfer functions is tremendous to its
owners.

According to a representative at
First of Memphis, the bank’s member-
ship in Allied Bank also provides addi-
tional services for customers, such as
serving as an agent for their needs in
New York City, setting up appoint-
ments and obtaining introductions for
those traveling or doing business over-
seas and providing financial services
wherever they are needed through par-
ticipations. * *

Houston, Chicago Edge Act Banks
Opened by Bankers Trust, NYC

Bankers Trust Co., New York City,
opened its second and third Edge Act
corporation  offices last month—in
Houston and Chicago. Additional of-
fices are planned for Atlanta and Mi-
ami later this year. The first office was
opened in Los Angeles.

Bankers Trust International (South-
west) Corporation, Houston, will assist
firms throughout Texas as well as in
other parts of the Southwest and Gulf
Coast. Services will include loans, ad-
vances and discounts, letters of credit,
foreign exchange, acceptance financing;
Euro and local currency financing, de-
mand and time deposits and financial
counseling.

Alfred Brittain 111, Bankers Trust
chairman, said at the opening of the
Houston office, “We feel that our entry
in the Southwest will be helpful to
small and medium sized businesses as
well as for the largest multinationals.
. .. The global demand for capital has
never been greater, and a number of
industries based in Houston and the
Southwest could benefit from the ser-
vices of a bank of our scope.”

The Chicago unit is called Bankers
Trust International (Midwest) Corp.
and “will serve the diversified industri-
al and agricultural economy of a seven-
state area and will provide banking
services which help link Chicago and
the Midwest with the other major trade
areas of the world,” according to Mr.
Brittain.

Tokyo Rep Office Opened

HOUSTON—First City National has
opened a far eastern representative of-
fice in Tokyo to serve the financial
needs of U. S. companies doing busi-
ness in Japan as well as those Japanese
and other far eastern firms requiring
financial assistance with their opera-
tions in the U. S.

In addition to the Tokyo office, First
City operates branches in London and
Nassau and is a partner in banks in
London and Jakarta.

Check the listing below
for the Sattley dealer
in your area:

Arkansas

Standard Office Systems, Inc.
Little Rock, Arkansas 72202
(501) 374-7433

lllinois

Block & Company
Wheeling, lllinois 60090
(312) 537-7200

Input Innovations, Inc.
Chicago, lllinois 60618
(312) 478-5588

Indiana

Robert F. Wight Company
Fort Wayne, Indiana 46804
(219) 432-6123

Louisiana

Main Office Equipment Company
New Orleans, Louisiana 70130
(504) 523-5885

Pelican Office Supply, Inc.
P.O. Box 2413

Baton Rouge, Louisiana 70821
(504) 348-5752

Michigan

C.C. B S

Grand Rapids, Michigan 49507
(616) 243-2770

Sattley Company
Detroit, Michigan 48212
(313) 893-6900

Ohio

Accu-Count

Cleveland, Ohio 44129

(216) 831-2060 answering service

Diversified Business Equipment
Toledo, Ohio 43613
(419) 474-7673

Diversified Business Machines
Canton, Ohio 44706
(216) 452-5783

Associated Business Equipment
P.O. Box 4685

Columbus, Ohio 43212

(614) 294-6590

Western Business Equipment Co.
Cleveland, Ohio 44115
(216) 621-1178

Oklahoma

Akron Coin Counting &
Sorting Devices

Tulsa. Oklahoma 74135
(918) 742-5144

Texas

Business Specialty Company
of Flouston, Inc.

P.O. Box 60035

Flouston, Texas 77060

(713) 443-2360

Capitol Cash Register &
Adding Machine Company, Inc.
Austin. Texas 78704

(512) 442-5882

The Specialty Service Company
Fort Worth, Texas 76103

(817) 536-8363 Ft. Worth
(214) 261-391 1 Dallas

Wisconsin

Swartz Office Equipment, Inc.
Rhinelander, Wisconsin 54501
(715) 362-4662
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Roll
your

own.

(and savel)

Why continue to buy coin
wrappers when it's so easy and
economical to make them
yourself? The Sattley Manchester
“44” will roll out 2640 cylindrical
wrappers an hour as you need
them. Roll paper produces 1C,
5C, 10C and 25C wrappers.
Thirty seconds is about all the time
it takes to change denominations.
Stop worrying about the paper
shortage, long order times,

rising freight costs and using up
expensive storage space. Drop us
a line, or call, today. We'll be
happy to tell you how easy itis to
own the fully automatic Sattley
Manchester “44” wrapper making
marvel. A TTI r~A\7

The Sattley Company
11345 Mound Rd., Detroit, Mich.,48212
Phone (313) 893-6900
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Banks Opening Rep Offices to Assist International Clients

ANKS are increasingly taking ad-
B vantage of their prerogatives to
open representative offices in cities
throughout the nation to service their
customers. Some offices serve domestic
clients, but others cater exclusively to
international accounts.

Irving Trust Co., New York City,
opened a representative office in Chi-
cago in May to service international
accounts there. Not an Edge Act cor-
poration, according to a bank repre-
sentative, the office is a wholly owned
subsidiary of the bank.

The office is the first representative
unit in the U. S. for Irving Trust and
it was established to assist Chicago
area and Midwest customers with their
expanding international business.

The reasoning behind the establish-
ment of this office was given to Mid-
Continent Banker by Wolfgang W.
Koenig, vice president, North American
Region-International  Division: “We
think the expansion of international
trade from the Midwest is going to
continue at a phenomenal rate, both
in terms of volume and new companies
entering the market. A Midwest staff
will give us more direct and frequent
contact with our customers and, thus,
enable us to serve them better with the
wide variety of international services
we offer. When the customer wants
and needs our help, we want to be on
the scene.”

An example of how international
customers can be served from a repre-
sentative office was reported by First
National, Memphis, which maintains
a representative office in New Orleans.

The regional manufacturing plant of
one of the larger concerns in the U. S,
located in Louisiana, was experiencing
delays of up to three weeks in receiv-
ing funds due for exports to Australia.
The shipping documents, which were
prepared at the Port of New Orleans,
were being mailed back to the plant
after shipment was made and then sent
to a New York bank to be handled for
collection through an Australian bank.

The time elapsed between shipment
and return of payment to the compa-
ny’'s office in Louisiana would run as
much as four weeks. This included up
to four days’ mail time in the U. S. for-
warding the documents to New York,
up to two days for processing in New
York and up to five days’ mail time to
Australia.

After payment, the same amount of
mail time was spent when the Australi-
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an bank airmailed a request to the New
York bank to pay the exporter, and the
time for the New York bank’s check to
be cut and mailed to Louisiana. At to-
day’s interest rates, a $20,000 collec-
tion would cost the company about
$180 in interest during the waiting
period.

The international banking people at
First of Memphis and its document
processing subsidiary, First Memphis
International Corp., New Orleans, ar-
ranged for the freight forwarder in
New Orleans, who was preparing the
documents, to deliver them by mes-

Export Promotion Multiplier Pact
Made by Department of Commerce

And Heller International Corp.

CHICAGO—Walter E. Heller Inter-
national Corp. has been designated as
an “Export Promotion Multiplier” by
the U. S. Department of Commerce.
The firm will work with the govern-
ment agency on an official basis to
stimulate exports by U. S. producers.

The compact is the first to be made
by the Department of Commerce with
a nationally and internationally operat-
ing financial services company, accord-
ing to Gerald M. Marks, Chicago re-
gional director of the department. He
said these agreements establish a work-
ing arrangement on a national basis.
The objectives are to motivate U. S.
firms that are not exporting to foreign
markets, as well as to help existing
exporters increase the scope and densi-
ty of their overseas market coverage.

Gerald M. Marks (r.), Chicago regional director
of U. S. Dept, of Commerce, presents "Export
Promotion Multiplier" agreement with Walter

E. Heller International Corp. to Burton R
Abrahams, pres., Walter E. Heller Overseas
Corp.

senger to First Memphis International’s
office two blocks away; whereupon
they were airmailed direct to the Aus-
tralian bank with instructions to cable
the proceeds of the collection back to
New Orleans through a debit to the
Australian bank’s account in Memphis.
This system resulted in the collection
proceeds arriving in the office of the
Louisiana plant within 15 days after
shipment from New Orleans, represent-
ing a minimum savings in interest to
the firm of $80. The cost of this service
was the fee for one cable from the Aus-
tralian bank to the Memphis bank. * *

Burton R. Abrahams,
Walter E. Heller Overseas Corp.,
Chicago-based subsidiary of Heller
International, said that Heller export
factoring permits a U. S. manufacturer
to sell on open account and eliminate
all credit responsibilty.

president of

'Mr. Greenthumb':

Tongue-in-Cheek Advertising
Features Groundskeeper

A faceless character named Gilbert
Greenthumb was featured in advertis-
ing for the opening of the new banking
center at First National, Boulder, Colo.,
recently.

Mr. Greenthumb is touted as a
groundskeeper who is responsible for
installing hundreds of plants, trees and
shrubs at the new facility. He passed
out garden seeds and potted plants to
customers during the opening.

In the bank’s advertising, Mr. Green-
thumb emphasized the uniqueness of
the bank’s new building and called at-
tention to the bank’s personal service,
featuring face-to-face teller contact in
drive-up lanes. The fact that Mr.
Greenthumb’s face is always obscured
by greenery contrasts with the face-to-
face teller service.

Bank officials state that the Green-
thumb technique resulted in favorable
community interest and response.
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If Capital Adequacy is a problem,
we can helpes

If you have outgrown your capital base

or have expansion plans that will require

additional capital, there are several ways
we might be of help.

As an example, we can counsel with you
on the best method for raising new capital,
regardless of the size of your bank.

Helping solve a capital adequacy problem is
only one of many ways we can and would like
to be of help in improving your profit picture.

Remember, our business is making
your business more profitable.
All it takes is a phone call.

Correspondent Department

DEPOSE GUARANTY NATIONAL BANK

GROW WITH US/ MEMBER F.D.I.C.

Main Office: Jackson, Mississippi Area Code 601 354-8076
Branch Banks: Greenville Bank, Greenville; Mechanics Bank. McComb: City Bank & Trust Co., Natchez;
Monticello Bank, Monticello; Newhebron Bank, Newhebron; Farmers Exchange Bank, Centreville. and offices in Clinton and Pearl.
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Bankers Have Friend in Export-Import Bank

ANKERS with customers desiring

to do business abroad have a
friend in the Export-lmport Bank (Ex-
imbank). The sole function of Exim-
bank is to finance exports.

But Eximbank is not a competitor of
commercial banks; rather, it operates
only in the area where adequate fi-
nancing arrangements cannot be made
through a commercial bank, for one
reason or another.

Currently, Eximbank is supporting
U. S. exports at the rate of more than
$10 billion annually with a wide va-
riety of loan, guarantee and insurance
programs and related services.

Eximbank is an independent agency
of the federal government. Its function
is to finance exports, thereby helping
American suppliers meet the growing,
world-wide demand for credit. Exim-
bank also helps U. S. firms meet the
competition from exporters in other
countries that are able to offer attrac-
tive terms because of government sub-
sidization.

More than 250 commercial banks in
the U. S. are using one or more of
Eximbank’s programs, including pro-
grams of professional training in inter-

national financing and through partici-
pation in seminars held throughout the
nation.

Since Eximbank lends only on a par-
ticipation basis, commercial banks pro-
vide at least half of all financing ar-
ranged through the government agen-
cy. More than three-quarters of Exim-
bank supported transactions involve
guarantees or insurance, many operated
in conjunction with the Foreign Credit
Insurance Association (FCIA). (See
article below.)

Eximbank cooperates with private
financing, it doesn't compete with it
Eximbank backstops by assuming the
longer terms and higher risks that its
commercial banking partners are un-
able or unwilling to take. Where ade-
guate private financing is available at
rates and terms that satisfy the require-
ments of a given situation, Eximbank
stands aside.

In short, Eximbank’s rule is partici-
pation where necessary to complete a
sound U. S. export transaction.

Eximbank offers insurance against
the risks of nonpayment by the over-
seas buyer. This protection is offered
against both the political and commer-

cial types of risk. The U. S. exporter
who advances credit to a foreign cus-
tomer and protects the sale with Exim-
bank insurance finds it easier to sell his

export paper to a commercial bank,
should the need arise.
Eximbank encourages commercial

banks to buy export obligations. It will
make advance commitments to take the
paper off the commercial bank’s hands,
through discount loans, anytime such
action is requested. In making a dis-
count loan, Eximbank will advance up
to 100% of the outstanding value of the
obligation, and will charge less interest
than the commercial bank is getting on
the obligation.

Guarantees of loans made by com-
mercial banks to finance exports are
another form of Eximbank service. The
guarantees are available for medium-
term credits. They will cover up to
100% of the outstanding amount of the
loan, plus interest up to 6%.

A requirement is that the purchaser
make a cash payment, usually 10%. The
commercial bank finances the remain-
der of the transaction without recourse
to the exporter and assumes the com-

(Continued on page 76)

FCIA Assists Banks in Global Marketing Efforts

By JOSEPH PAGAN-BIRD, Assistant Vice President, Foreign Credit Insurance Corp.

URING 1973 the Foreign Credit

Insurance Corp. (FCIA) under-
took to further assist banks in their
global marketing efforts through the
expansion of the “buyer credit” con-
cept.

Under the “buyer credit” approach,
accommodations offered through U. S.
banks to overseas customers for the
purchase of U. S. goods can be in-
sured against commercial and political
risks by the FCIA working in conjunc-
tion with the Export-lmport Bank of
the United States.

Hence, the “buyer credit,” wherein
the bank maintains a direct lending re-
lationship with the foreign importer,
might best be described as the “oppo-
site side of the coin” to the more fa-
miliar “supplier credit” which enables
a bank to offer discounting/advance
facilities to the U. S. exporter whose
receivables are backed by FCIA com-
prehensive coverage.
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The “buyer credit” concept, as ap-
plied to FCIA short term, medium
term, or combination dealer type pol-
icies, affords the bank:

= Virtually risk-free financing over-
seas and subsequent build-up of its
foreign portfolio;

=« Access not only to new foreign im-
porters of U. S. goods but also to do-
mestic exporters;

= The ability to offer larger credits
than the bank would in all probability
have extended in the absence of FCIA
insurance.

Consequently, many bankers, recog-
nizing the invaluable marketing tool
which the “buyer credit” presents, are
increasingly availing themselves of this
protection. In essence, the “buyer
credit” concept has allowed the inter-
national banker to trade abroad with
the assistance of FCIA.

FCIA insurance is also an advantage
for the banker’s relationship with the

U. S. supplier or manufacturer. Where
the bank assumes and insures the credit
risks, the U. S. firm may treat the trans-
action as if it were virtually on a cash
basis, thus enhancing the bank’s image
with its exporting clients and providing
the bank with an entree to additional
international and domestic business
from the exporter.

Exporters of all sizes and encompass-
ing a wide spectrum of products have
found FCIA insurance a boost to their
international sales. It not only provides
protection against the unforeseen but
also affords greater market penetration,
competitive sales terms and improved
financing capabilities.

A commercial banker experienced in
international credit matters can pro-
vide his exporting client with such
pertinent information as buyer credit-
worthiness, possible problems to an-
ticipate in the creation and mainte-
nance of a legally enforceable indebt-
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Richard Newman, Jim Long, George Gear, Glen Knight, Austin Clay

These are the men you know and trust—
Standard Life's credit insurance people.

They know the credit life business personally.
And behind them is Standard Life, the company that
pioneered credit life in this area more than 20 years
ago, and the company that now has more than
billion insurance in force.

Our people and their expert service live up to
our name - the Standard in the business. Call us.
We’'ll show you why.

Insurance Company

P.O Box 1729 = Jackson, Mississippi 39205 = (601) 948-5300
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edness and advice concerning the ex-
porter’s obligations to the insurers as
individual situations arise.

And the banker can be of even
greater assistance if he agrees to as-
sume the credit risk associated with the
exporter’s foreign receivables and be-
come the exporter of record, taking
title to the goods as he would under a
letter of credit transaction. In this case,
the bank is eligible for FCIA insurance
in its own name, even though the bank
is acknowledged by endorsement as
not being the exporter.

Bankers who make active use of
FCIA insurance in their own names
acquire a sales tool by relieving the
exporter of his obligation to maintain
a foreign credit collection and account-
ing department. Moreover, the banker
with a proved performance record with
FCIA will find that FCIA underwriters
will establish a presumption in favor of
the banker’s credit judgments, thereby
expediting the processing of applica-
tions for credit lines.

The international banker with an es-
tablished reputation—Ilike his corporate
treasurer counterpart in industry—can
achieve a virtually loss-free record in
international credits by exercising the
same care when making credit judg-
ments on FCIlA-insured transactions as
he would on uninsured transactions.

Previously, we mentioned the FCIA
short term and medium term policies.
Let us take the opportunity now to ex-
plain these policies to you further.

Under a short term policy, a com-
mercial bank functions in a manner
similar to a commercial factor and
agrees to purchase without recourse the
short term obligations of certain ex-
porting clients. The exporter must offer
the bank “whole turnover” (or a rea-
sonable spread of risks), and the bank,
in turn, must insure all such purchased
receivables with FCIA.

Otherwise, it operates as any other
commercial factoring operation. The
bank’s international department be-
comes the foreign accounting, collec-
tion and credit department for the
manufacturer.

The principal difference between the
short term and medium term coverage
is that the former requires a blanket
type policy whereas the latter is ad-
ministered on either an individual
transaction or a repetitive sales-single
buyer-basis.

It is especially useful for the bank to
purchase FCIA medium term insurance
in its own name in connection with dis-
tributor or dealer-type financing—par-
ticularly where the bank maintains a
relationship with the buyer and one or
more of the buyer's U. S. suppliers.

Where the overseas distributor is

involved in a floor planning arrange-
ment, the bank may elect to use the
FCIA combination short term-medium
term policy instead of the medium term
policy.

The advantages of FCIA insurance
in the bank’s name for dealer financing
include:

1. It offers the bank security.

2. It allows the bank to grant longer
term financing for its foreign dealer
customers than the bank might other-
wise provide.

3. It enhances the financial flexibility
of the foreign distributor by placing
him in a position to finance his local
receivables.

4. The U. S. supplier benefits most
since he is now virtually selling for
cash to the U. S. commercial bank. The
exporter can reinforce his own credit
evaluations, thus further reducing the
likelihood of loss and benefits by being
able to obtain credit for the foreign
buyer without restricting his own credit
needs.

International bankers are encouraged
by FCIA to obtain insurance in their
own names as a competitive marketing
tool. Its application will prompt in-
creased exports on the part of U. S
business and greater interest in U. S.
goods on the part of foreign buyers.

It's not only the patriotic thing to do
in relation to America’s commitment to
export expansion, it is also rewarding

Some MBankers' Hours'

Profile of Small

when considering the overall multiplier
effect in new business and income if
aggressively pursued. * *

Exim Bank
(Continued from page 74)

mercial risks on the early installments
while the commercial risks on later ma-
turities and all political risks are as-
sumed by Eximbank.

Direct lending is a third form of
Eximbank assistance. It is confined al-
most entirely to participation by Exim-
bank in loans made by commercial
banks and other private lenders. The
customary arrangement is for Exim-
bank and a commercial bank each to
put up half the money for a transac-
tion, after a 10% cash payment by the
purchaser.

Eximbank will guarantee the com-
mercial bank’s part of the loan and
will, where necessary, agree to take
the later maturities so the commercial
bank can be paid off first.

Eximbank also offers commercial
banks export finance counseling and
credit information services, professional
training in international finance, an
orientation program for business and
industry and commercial bank export
symposia. * *

Bank President:

Heavy Workload, But Small Salary

OW LONG are the hours, how

heavy is the workload of the
average president of what can be
termed a “small bank”? In a recent
forum for presidents of small banks
(less than $25 million in resources), the
Bank Administration Institute surveyed
100 senior officers in an attempt to ob-
tain a composite of how many hours
these officers put in and the burden of
work they carried.

The resulting profile: The average
senior officer is 49 years old, has had
22 years’ banking experience and has
been president of his bank seven years.
He certainly works at the bank or on
bank business more than the traditional
40 hours a week and, in addition he
then takes work home about three
nights a week.

This heavy workload stems from the
fact that this average bank president is
active not only in administration, but
has much to do with lending, invest-

ment, marketing and public relations.
And most such officers are paid less
than $25,000 a year; only a minority
are paid more.

For a broader picture of bank presi-
dents’ remuneration, the BAI reported
that banks with less than $5 million in
resources paid presidents an average of
a little above $12,000 a year. The aver-
age rose to close to $27,000 for $20-
to $25-million banks.

Queried about home mortgage
money, 29 presidents said they were
still approving loans to all qualified ap-
plications; 31 said they were limiting
funds to “select buyers,” and 42 said
only bank customers would be con-
sidered for mortgages.

Interesting sidelights obtained from
the questionnaire: 32 of the 100 bank-
ers followed their father’s footsteps into
banking. “Would you do it all over
again?” the hundred were asked, and
89 replied “yes.” * *
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Bank Gives 50-Year-Old Tommie Gun

To Police Department for Display

64fT ,OMMIE” has been retired at

A Crystal City (Mo.) State after a
50-year association with the bank. More
formally known as a Thompson sub-
machine gun, “Tommie” has been giv-
en to the Crystal City Police Depart-
ment, where the gun will be displayed
in a glass-enclosed case.

The bank decided to relinquish own-

ership of the “Tommie” gun because
of more modern security measures such
as electronic devices, closed-circuit sur-
veillance units and photo-identification
cameras. In addition, said President
T. G. Hagen, “The possibility that the
gun might be taken during a robbery
attempt and used against us has always

Letour
billion dollar
organization
help your
bank profit*

Call Ken Everett, amember
ofour correspondent

banking team*

First Alabama Bancshares, Inc.

Affiliate Banks:

The First National Bankof Montgomery
Exchange Security Bank, Birmingham
The First National Bank of Huntsville
The City National Bank of Tuscaloosa
The Dothan Bank and Trust Company
The Selma National Bank

The First National BankofAthens e.
The First National Bank of Bay Minette
Citizens Bank of Guntersville

T. G. Hagen (l.), pres.. Crystal City State,

discusses "Tommie" gun bank presented to
Ernest (Jaybird) Carr, chief of Crystal City
police. Gun, which had been in bank's posses-
sion nearly 50 vyears, will be displayed in
glass-enclosed case at police department.

concerned me. Fortunately, this has
never happened.”

Crystal City State—a member of
First Union, Inc., St. Louis-based multi-
bank HC—bought the gun in 1925 af-
ter its payroll was stolen. The payroll
had arrived by train for delivery to the
post office, where an authorized bank
officer was to collect it and take it to
the bank under armed guard. The mon-
ey was taken between the train and
post office.

When the bank moved to its
present location, it put a guard tower
outside the building and a secret
room in the interior overlooking the
bank lobby. A guard stationed in the
tower kept the machine gun in an iron
storage box, where it could be reached
easily in an emergency. Unexplainably,
it was not removed during an unsuc-
cessful 1928 robbery attempt on the
bank. As times changed, the outside
guard tower was no longer needed, and
the chance of injuring innocent by-
standers was too great for the inside
guard to rely on the machine gun.
Therefore, “Tommie” was retired and
placed in permanent storage, and the
end of World War Il saw the secret
guard room eliminated as a result of
a remodeling project. * *

Decatur's Double Winner

Miss Illinois/Universe of 1974 looks at a
Stephen Decatur medallion award presented
to her by Decatur Mayor James Rupp (l.)
while Ray G. Livasy, pres, Millikin Nat'l, De-
catur, looks on. The young woman, Miss Karen
Morrison, received the medallion and a $1,000
scholarship from the bank in the latter's
directors' room. Miss Morrison went on to win
the title of Miss U.S.A. May 18 and now
qualifies for the Miss Universe pageant in
July. This is the second consecutive year that
a Miss lllinois/Universe in Decatur went on to
capture the national title. It also is the second
time that Millikin Nat'l had the good fortune
to have a double winner for its $1,000
scholarship award.
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Want a honey of a yield
without the risk of being stung?

Mobile home loans offer high yields example, we’ll give you tips on how to check
.. .but, ittakes knowledge and expertise to the stability of dealers and service companies.

produce them. CMI knows what it's all about. And we understand that you, the

lender, are the greatest factor in profitable
mobile home lending. So, we can help you
with proven underwriting methods and credit
check procedures.

We have the most successful mobile
home mortgage insurance program in the
business. And this success makes it possible
for us to provide lenders with more than just

100% insurance coverage against loss of When it comes to service, we re a
principal from a borrower’s default. beehive of activity. Why not give us a buzz?
Write or call (Toll Free) 800-356-8080. tin
We assist you in preventing defaults Wisconsin) 800-362-8070. We'll send you a
in order to protect your interests. For free fact file with the whole sweet story.
A~ HV J 1 Insurance
T B fl People

Continental Mortgage Insurance Inc., Commercial Mortgage Insurance Inc.. CMI Credit Insurance nc.,
O  are subsidiary companies of CMI Investment Corp, 2 East Gilman Street. Madison. Wisconsin 53701
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Arkansas Junior Bankers Elect Officers

Robert Dill (c.), assistant vice president, Simmons First National, Pine Bluff, was elected president
of the Junior Banker Section of the Arkansas Bankers Association at the group's annual con-
vention last month in Little Rock. Other new officers (from 1) are Bill Bowman, commercial loan

officer, McGehee Bank— treasurer; Bart

County, Helena— secretary; Randy White, assistant cashier,

Lundsey, marketing officer,

First
First National,

National of Phillips
Nashville— historian;

and Ralph White, assistant vice president, Arkansas Bank, Hot Springs— vice president. The new
parliamentarian— Robert Doss, assistant vice president, City National, Fort Smith— is not pictured.

Hawkins Is Elected President
Of Tennessee Young Bankers

MEMPHIS—R. Murry Hawkins Jr.,
president, National Bank, Murfrees-
boro, was elected president of the
Young Bankers Division of the Ten-
nessee Bankers Association at the
group’s annual convention recently. Mr.
Hawkins succeeded Jeffrey Golden,
first vice president and cashier, City
Bank, McMinnville, who was elevated
to chairman of the group.

Other officers elected included Rob-

ert J. Williams, cashier, First National,
Savannah, elevated from vice president
to president-elect; and Lee Beeman,
executive vice president, Dayton Bank,
elected vice president.

New group directors elected were
David E. Wilson, vice presdent, Ham-
ilton Bank, Morristown—Group One;
Dave Ramsay, assistant vice president,

American  National, Chattanooga—
Group Three; and Jerry Paschall, vice
president, Farmers Exchange Bank,

Union City—Group Five.
Convention events included an en-
actment of a bank extortion plot, pre-

New officers of
Young Bankers Divi-
sion of Tennessee
Bankers Association
are (from top) R
Murry Hawkins Jr.,
pres.; Mrs. Hawkins;
Jeffrey Golden, ch;
Mrs. Golden; Robert
Williams, pres.-elect;
Mrs. Williams; Lee
Beeman, v.p.; Mrs.
Beeman. 425 attend-
ed convention.

sented by die FBI and a presentation
on “How to Make Your Banking Ca-
reer Go Twice as Fast With Half the
Work.” Representatives of Merchants
National, Columbia, and Second Na-
tional, Jackson, presented programs on
how their banks attract young adults.

Also on the program were talks by
John Wright, then-TBA president, and
president, American National, Chatta-
nooga; McCoy C. Campbell, senior
vice president, same bank; and Wil-
liam J. Wade, assistant vice president,
Third National, Nashville.

Harper Heads Mo. Young Bankers

Hi

Elected to head the Missouri Young Bankers
for 1974-75 were Mike Harper (c), vice presi-
dent, Plaza Bank, Kansas City— chairman; and
John W. McClure (r.), correspondent bank offi-
cer, Mercantile Trust, St. Louis— vice chairman.

Steve Nelson Is President
Of Alabama Young Bankers

MONTGOMERY, ALA.—Steve Nel-
son, vice president, City National,
Selma, was elected president of the
Alabama Young Bankers Association
during the group’s 19th annual con-
ference, held recently. New vice presi-
dent is William R. Haley Jr., vice pres-
ident and cashier, Exchange National,
Montgomery. Also elected were Miss
Kay lvey, assistant cashier, Merchants
National, Mobile—treasurer, and Gene
Boyd, executive vice president and
casher, Jacksonville State—secretary.
Miss Ivey is the first woman to be
elected an officer of the association.

Conference speakers included John
E. Swearingen, chairman, Standard Oil

Co. (Indiana), who keynoted the
meeting; Samuel C. Evans, Depart-
ment of the Treasury, Atlanta;

Chauncey E. Schmidt, president, First
National, Chicago; and Dr. Robert G.
Kelly, Indiana University.

Wilbur B. Hufham, First Alabama
Bancorp., was named the outstanding
young banker for 1974.
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THE WINTER WHEAT CROP:
TRULY A GROWTH INDUSTRY.

In the four-state area served by the
Federal Land Bank of Wichita,
agriculture gets more income from
wheat than from any other source.
It is estimated that the value of the
1974 crop in this region will
exceed $2 billion. But that's not all.
This year’s record harvest will
create still more income for the
wheat farmer’s suppliers, plus
substantial revenues for those who
provide transportation, storage

or processing.

These wheat dollars are important,
too, in ways that are often
overlooked. They make possible
additional consumer expenditures
for things such as food, clothing,
construction, services and
recreation. The wheat crop pays its
share of taxes ($40 million in
Kansas alone in 1973), builds up
savings accounts, and generally
improves the entire economy.

For 58 years, the Land Bank has
both stimulated and stabilized this
traditionally cyclic business.
Because there is a Land Bank,

the wheat farmer has ready access
to the special type of financing he
requires. The Land Bank offers
longer terms, reasonable interest

rates, and a prepayment privilege
at any time without penalty. These
advantages, together with a
willingness to refinance
indebtedness, contribute to a
healthier wheat industry—in good
years and bad.

The ability of the Land Bank to
meet credit needs of the wheat
producer is reflected in its lending
record: More farmers get long-
term loans through the Land Bank
than through any other lender. It
is expected that this demand for
credit will increase as world-wide
demand for wheat continues to
increase. The Land Bank is
prepared, as always, to provide
sound loans. And the more it
serves the wheat farmer, the more
it serves everyone who lives in
Kansas, Oklahoma. Colorado

or New Mexico.

LANDBANK

The Federal Land Bank of Wichita
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HOST BANKER Don Folks, v.p. and head of cor-
respondent dept., American Nat'l, is flanked by
golfers Jim Needham, Valley State, Atchison, Kan.,
and Robert Popple, Chillicothe (Mo.) State.

TROPHY WINNER Nik Perrigo (l.), Citizens State, Hiawatha, Kan., is
shown receiving "traveling cup" from host banker, Don Folks, v.p.,
American Nat'l. Three wins are required for permanent possession.

Annual Golf Tournament
Held by American Nat'l,
GOLF CARS were provided for all golfers. This foursome (from I to . .
r): Truman Wilson, state senator; Jerry Hilliard, dir., host bank; Jim St. Joseph’ MISSOU”

Kirkpatrick, Missouri's secretary of state; and William F. Enright Jr.,
exec, v.p., host bank.

AIR WEATHER, good friends and excellent golf were
Fin evidence last month as American National, St.
Joseph, Mo., held its 23rd annual golf classic for
customers and friends of the bank.

Top prize of the event went to Kansas banker Nik
Perrigo of Citizens State, Hiawatha. His low score of 77
was matched by several others who were ineligible
because of previous wins of the bank’s traveling cup.
Other prizes, including a little-known (but popular)
award to the “thirstiest” golfer, were given.

Officers and directors of the bank, headed by Don
Folks, vice president in charge of the correspondent
bank department, hosted the one-day event. * *

A THREESOME VISITS: Lowell Ripley, First State, Forest City, Mo.; Allen
Moore, Chillicothe (Mo.) State; and Charles K. Richmond, exec, v.p.,

host bank.

NINETEENTH HOLE was popular spot. Shown here: Beverly Pitts Jr. FIRST TEE provided this snapshot: Terry Gardner, v.p., host bank;
and Charles K. Richmond, host bank; Carl Minor end Earle Minor, Robert Ross and Sam Knittle, City Nat'l, Shenandoah, la.; and Noble
Farmers Bank, Maysville, Mo. Avers, dir., host bank.
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(An Advertising Page)

The Financial Buyer’s Guide

PRODUCTS e SERVICES < IDEAS

COMPUTERIZED, PERSONALIZED PAYMENT SYSTEM
for your installment loan department. These installment HOW TO PLAN, ORGANIZE & CONDUCT BANK AN-

loan payment books have every feature, including per- N'YERSAR',E& FORMAL OPEN'N?S’ OF:EN HOUSES.
sonalization, MICR encoding, even the interest shown to This book is ac+ually a practical "how-to" manual that

date on the December coupon each year, plus advertising provides the banker with workable "formulas" for organiz-
*  messages of your choice. And for banks not on computer, ing and conducting any type of bank opening. Based on
a Ledger Card is available showing the complete loan hundreds of successful openings, the book presents a
record. For a sample folder and complete information on planning approach, checklists of opening-day problems,
the Computerized Payment System, write or call KANSAS as well as detailed plans (including budget samples) used in
BANK NOTE COMPANY, Box 360, Dept. MC, Fredonia, actual openings and anniversaries $15.00 postpaid. Send
- Kansas 66736, 3 16-378-2 146. check to MID-CONTINENT BANKER, 408 Olive, St. Louis,

Mo. 63102 (Missouri banks add 3% sales tax.)

FEDERAL REGULATION OF .BANK HO.LD_ FACTS & FIGURES FOR FARMERS (AND

ING COMPANIES. An exhaustive analysis of

the Bank Holdi c Act of 1956 BANKERS). A complete reference source that
SPEAKER'S AND TOASTMASTER'S LIBRARY. € ban olding tompany Act o C B il help the farmer (and his banker) calcu-

Used regularly by more than 30,000 accom- a}mended, ) publi;hed by The Bureau _Of Na- e inputs, measure land, figure silo capaci-
plished speakers, professionals with national Flor?al Affairs. This reference_materlal will prove ties, balance rations, calibrate sprayers, an-
reputations. Thousands of fresh, original selec-  indispensable to legal advisors, management alyze budgets, estimate space requirements,
tions not found in other anthologies at any Of_ banks and bank_holdlng companies. Con- machinery operating costs and capacities . . .
price. Arranged by subject category in eight tains 494 pages, indexed, loose Ieafgd 0 45 name just a few sections in the book. $6.95
volumes. Saves you 90% of normal 1llook-up™ accommodate supplements when available. postpaid. Send check to Commerce Publish-

time. $29.50. Send check to Commerce Pub- $45.00. Send check to Commerce Publishing ing, 408 Olive, St. Louis, Mo. 63102 (In Mo.,
lishing, 408 Olive, St. Louis, Mo. (In Missouri, ~ Co., 408 Olive, St Louis, Mo. 63102. (In 444 4/2% tax.)
add 3% tax.) Missouri, add 4% tax.)
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How-to-Be-a-Widow Program
Created by Alabama Bank
800 Women Attend Seminar!

By MRS. JEN MOONEY
Assistant Vice President
& Women's Division Officer
First National Bank
Montgomery, Ala.

*1 TRANSLATING community needs
J- into banking services is our goal in
the women’s division at First National
of Montgomery.

A new bank service that recently
became a reality for the women of
Montgomery was the result of a tele-
phone call two years ago from a fright-
ened young woman. | didn't know her,
but her plight was similar to that of
others | had been encountering with
regularity in my work as women'’s divi-
sion officer for the bank. She told me
her story—in brief, her husband had
been injured in an automobile accident,
and her doctor had advised her that
he would not survive. Her question to
me was, “What should 1 do? | know
very little about my husband’s business
affairs, and | am so unprepared to
manage things.”

In the process of helping this young
woman, | learned a great deal myself.
There were indeed many things she,
and any other woman in her situation,
should do. More than that, it soon be-
came painfully apparent that there also
were a number of arrangements she
and her husband together should have
(and had not) made long before “What
should | do?” became her problem.

From that time on, | made notes on
such calls and inquiries and was soon
convinced that the majority of women
have only a vague notion of what to do
in the event of widowhood. | found

they seldom consider—in advance—
that the average woman will spend 12
years of her life as a widow, nor do
they give sufficient thought to the im-
portance of careful plans that they and
their husbands should make to prepare
for the possibility of widowhood.

In 1969, we published a booklet,
‘Let’'s Talk About Money,” which is
used in our women'’s division for group
programs and individual counseling.
The booklet covers budgeting, buying,
borrowing and banking for women, all
very useful information, but, unfor-
tunately, help for the crisis of widow-
hood was not included. To remedy this
omission, the booklet was revised a
year ago and a new chapter added:
For Women Only. Of Widows, Wills
and Estate Planning.” The addition
proved to be valuable, but still some-
thing more was required if we were to
offer sound financial advice to women.

Consequently, last summer | began
assembling information for a second
booklet devoted solely to preparing
women for the immediate problems
and decisions with which they are con-
fronted when their husbands die. Our
Widow s Guide and Checklist” was
ready for publication in April, 1974.
We had originally planned to introduce
this new service through advertising,
but decided instead to offer an intro-
ductory program of “widowhood train-
ing.” Special invitations were sent to
many women: customers, trust pros-
pects and others. General invitations
appeared in the newspaper. The wom-
en were invited to send in questions
prior to the program (hundreds were
received); written questions also were
solicited during the program.

The program was conducted in two
identical sessions, one in the morning,

TOP: Attorney who spoke at First of Mont-
gomery's preparation-for-widowhood program
gives advice to guest during question-and-
answer session.

BOTTOM: Information on
two guests by insurance expert,
question-and-answer session.

insurance is given
also during

one in the evening to accommodate the
ever-increasing number of working
women. In all, 800 women attended,
about evenly divided between the two
sessions. To our surprise, there were a
good many men present in the evening.
Some were there because they, too,
wanted to find out what their wives
needed to do and know; others because
their wives asked them to attend. Some
women who attended the morning ses-
sion came back in the evening and
brought their husbands. Both audiences
were most responsive and deeply ap-
preciative of the guidance presented by
our panel of experts, materials con-
tained in the package (which included
a copy of “Widow’'s Guide and Check-
list”) given to each person, and
the information offered during the
guestion-and-answer periods.

During the planning stages, some of
our own bankers and others outside
the bank questioned the advisability of
a program dealing so publicly with
such unpleasant matters as death bene-
fits and funeral arrangements. We did
make every effort to keep things from
becoming too gloomy during the pro-
gram by interspersing bits of humor at
every opportunity.

The enthusiastic approval from those
who attended, as well as others whom
we have heard from since the program,
offered convincing evidence that we
were on the right track and had cor-
rectly interpreted a need that existed
in our community.

By the end of May, we had received

This is overall view of crowd at morning
session of First of Montgomery's "What Should
| Do?" program.
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When youtre faced with a
tangled situation...

CALL
US!

(918) 584-3411

Marvin Jerry Charles Scott
Bray Philpott McNamara Martin

Correspondent Bankers

Maybe it's collection and remittance ... or govern-
ment and municipal bonds trading ... or pension
and profit-sharing plans. For good advice, strong
support, and thorough service, call on our five-
some of pros . .. and find out why we're the bank
that the Southwest is turning to.

NATIONAL BANK OF TULSA

THE PACESETTER® BANK
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more than 400 requests for further
information and particularly for the
materials and booklets distributed dur-
ing the program. Our panel experts
reported that they, too, had received
many telephone inquiries and compli-
ments. Requests that we repeat the
program continue, as well as requests
for assistance and advice from women
who had heard about the program
from their friends.

We feel that we introduced our
“Widow’'s Guide” in an appropriate,
noncommercial manner and that First
National will reap long-term benefits
from this effort. We identified First
National as a bank that is sensitive to

bank-related community needs. As a
result, we were able to establish a new
relationship with many of our cus-
tomers and to make direct contact with
numerous non-customers for the first
time. We are proud that First National
was first in its area to offer this needed
and welcome program, which will be
a continuing service of our women'’s
division, available to all the women of
Montgomery. * e
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For Its 75th Year:

Replica of First Home
Offered as Coin Bank
During Anniversary

Valley National of Arizona, Phoenix,
is operating out of a new, 40-story
building now, but—because 1974 s
the bank’s 75th-anniversary year—it is
remembering its first home in an un-
usual way.

Bonnie Clark, Valley Nat'l secretary, drops coin
in cardboard bank replica of general store in
which forerunner of bank was established in
1899. Cardboard banks are being distributed
as part of Valley Bank's 75th-Anniversary
celebration.

Valley National is giving away card-
board coin banks in the shape of the
Solomon General Store, birthplace of
Gila Valley Bank and forerunner of
Valley National. The coin bank was de-
signed from a photo taken of the store
in 1899, long before Arizona became
a state.

The cardboard banks come flat and
have self-locking bottoms and will be
distributed at VNB branch openings
and special functions.

Overdraft Service Customers
Get Free Checking Plan

ST. LOUIS—A free checking plan
for personal accounts has been intro-
duced by American National, Brent-
wood Bank and City Bank. The plan
is offered to Master Charge cardholders
who also apply for the banks' Master
Charge overdraft service.

The offer includes unlimited supply
and use of checks with no minimum-
balance restrictions. Customers also
may receive a personal Money Machine
cash card good for $50 on a 24-hour
basis.
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Whatever your management problem,
chances are that we have solved it be-
fore in our more than ninety years of
banking experience. Or, that we know
someone who has. Helping correspon-
dent banks to grow has been what
banking has been all about at the Whit-
ney for almost a century. We're ready
to lend our men and our resources to
making correspondent banking better
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from the Whitney today!
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New officers of NMBA include (from 1) Henry
Jaramillo, pres., Ranchers State, Belen— pres.;
Wayne Stewart, pres., First Nat'l, Alamogordo
— pres.-elect; Robert E. Lockhart, sr. v.p., Santa
Fe Nat'l-reelected treas.; and Denton R.
Hudgeons, reelected exec. v.p.

National Banks Might Get POS Authority,
Comptroller Tells New Mexico Bankers

OMPTROLLER of the Currency

James E. Smith told those attend-
ing the 63rd annual convention of the
New Mexico Bankers Association that
he has asked the attorneys in his office
to make a determination whether it
would be legal for him to authorize na-

tional banks to install point-of-sale
(POS) computer terminals in super-
markets.

Although he doubts the attorneys
will consider such a move to be possi-
ble, Comptroller Smith said he would
give his authorization to such action
if it would be upheld by the courts.
The move would put national banks on
a par with thrift institutions such as
First Federal S&L, Lincoln, Neb.,
which was the first thrift to enter the

He added that he was hopeful that
the problem of POS terminals could be
solved without any clash between pro-
ponents of branching and their oppo-
nents.

Willis W. Alexander, ABA executive
vice president, urged bankers in at-
tendance to “get a piece of the action”
by evaluating, accepting and embrac-
ing new technological developments.
He said that banks must give their cus-
tomers the services they want and that
many Americans would be willing to
pay the price to lick inflation if only
someone would show them how to do
it.

Outgoing NMBA President James A.
Clark, executive vice president, Albu-
querque National, reported on his year

to carry out the association’s new con-
stitution, that the association sponsored
a trip to Washington for the first time,
that the five NMBA groups were reor-
ganized and that three legislative com-
mittees were appointed to work in the
ai'eas of record retention, state bank
code revision and interest regulation
revision.

NMBA Executive Vice President
Denton R. Hudgeons reported that
four new banks opened in the state

during the year and that 124 banks are
members of the association. He an-
nounced that the association’s second
annual Washington, D. C., trip would
take place in September.

Henry Jaramillo Jr., president, Ranch-
ers State, Belen, moved from president-

POS field with installations in two
Hinky Dinky supermarkets.

elect to president of the association,
and Wayne Stewart, president, First

in office. He said new bylaws were
adopted by the executive committee

Nat'l, makes threesome wlith convention speaker U. S. Senator Pete

tames E. Smith (I.), Comptroller of the Currency, and convention
V. Domenici and NMBA Exec. V.P. Denton R. Hudgeons.

speaker, chats with incoming NMBA Pres. Henry Jaramillo. RIGHT:
Outgoing NMBA Pres. James A. Clark (l.), exec, v.p., Albuquerque
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Introducing our new
Southwestern Division

If you’ve got oil and chemical operations
to finance, we’ve got a Petroleum and
Chemical Loan Department.

In short, Harold Stallings and his experienced oil
and chemical pros are ready to discuss any type
of petroleum and chemical industry financing you
may be in need of. And of course, they can get
you to the right people fast for all of our other bank
services.

If you’ve got farm and ranch business to
support, we’ve got an Agricultural Loan
Department.

One of the most experienced farm and ranch
bankers in the Southwest heads this department
... Tommie Stuart. Among the many services he
and his specialists can offer are financing of
cattle feeding programs, feed grain inventories,
breeding herds; technical and financial
counseling to prospective farmers, ranchers and
cattle feeders; and financial planning for any
farm or ranch operation.

If you’ve got the need for big bank
assistance, we've got a Correspondent
Banking Department.

John Cope and our Correspondent Banking
Department representatives can offer other banks
our resources for overline assistance; help set up
profit sharing and pension programs; provide
information in specialized areas of banking such as
petroleum and chemical loans, international
banking, agricultural credit, portfolio management,
installment lending, and trust services. Whatever
your Correspondent Banking needs may be in the
Southwest, we've got the people ready to help.

If you’ve got bonds to buy or sell, we’ve got
a Bond Department.

Under the leadership of Alan Greear, our Bond
Department specialists can arrange purchase or
sale of U.S. Government and Federal Agency
Securities and tax-free Municipal Bonds; provide
credit information to bond customers and
prospects; review and appraise bond portfolios;
and offer general investment assistance in
permitted classes of investments.

If you’ve got business across the world,
we’ve got an International Department.
Peter Jay heads our International Department. He
and his team of experts can help finance exports
and imports; provide lines of credit; provide foreign
funds; purchase and sell foreign currencies; and
arrange international monetary transfers.

Our Southwestern Division is headed by Alan
Snodgrass. The services of each department in our
new division all have one thing in common: each

is a highly specialized and technical area of
banking. Our Southwestern Division is staffed by
experienced people more than capable of meeting
the challenges. And whether you need services of
one or all of the departments, our experts will team
up to make sure you get all the banking you need.
For more information, call us at 817/336-9161.

Make the most of what you’ve got.

First
ort I?Vorth

The First National Bank of Fort Worth
One Burnett Plaza, Fort Worth, Texas 76102 Member F D I.C.
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Experience....
TOBY
YOWS

TOBY YOWS, senior vice-president, Marketing, with
experience and a big full service bank behind him
offers you the best in professional, personalized,
correspondent banking services.

TRY HIM — CALL COLLECT 806-376-4892

TALL IN TEXAS,
MEMBER
TALL IN SERVICE, TEXAS AMERICAN
BANCSHARES
@ niE R ican Bann INC. T —Z
nananal.,
MEMBER F.D.I.C.
7TH & TYLER AMARILLO, TEXAS 806-376-4892
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LEFT: Chatting at past presidents' luncheon
were (from 1) G. Wilbur Jones (1953-54), pres..
First Nat'l, Tucumcari; Rex E. Reeves (1970-71),
ch.. Farmers & Stockmen's, Clayton; Arthur Or-
and Claude E.

tiz, pres., Centinel Bank, Taos;

Leyendecker (1972-73), pres., Mimbres Valley
Bank, Denting. RIGHT: Reviewing old times
were (from 1) Edward H. Tatum Jr., v-ch.. First
Nat'l, Santa Fe: Townsend B. Hood, ch. Bank
Securities, Inc., Alamogordo; Bob Nicks, pres.,
Citizens State, Springer; Roy Davidson, state
banking commissioner; George Blocker, dir..

New Mexico Bank, Hobbs; and J. C. Hester, re-
tired ch.. Bank of Santa Fe.

National, Alamogordo, was named
president-elect. NMBA Treasurer Rob-
ert E. Lockhart, senior vice president,
Santa Fe National, was reelected to his
post, as was Executive Vice President
Denton R. Hudgeons.

Charles K. Johnson, president, First
National, Artesia, was elected New
Mexico’'s member of the ABA nominat-
ing committee, and outgoing President
Clark was elected as alternate.

Attendance was 1,290, the largest
on record, and next year's meeting will
be in Roswell from May 29-31. * *

Rosenberg Heads AIB

Russell E. Rosenberger was elected
AIB president at the institute’'s an-
nual convention in Baltimore late in
May. He is a banking officer and as-
sistant branch manager at Philadelphia
National, Conshohocken, Pa. Elected
vice president was Earl B. Bloodworth,
vice president and trust officer, Securi-
ty Bank, Vincennes, Ind. Among the
new executive councilmen elected were
George H. Alexander, commercial
banking officer, Continental Illinois
National, Chicago, and Richard L. Kill-
mon, vice president, Fidelity Bank,
Oklahoma City.
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To be a going, growing airline,
youVe got to keep doing things
better. That's why you’ll like
what’s new on Ozark Air Lines.
More jets. More nonstop flights.
Colorful new Interiors. More
legroom, more comfort, better
looks. Our meals? Ask an Ozark
passenger about our new
International Flair dinners. Or our
wine-and-cheese baskets. Fly

on Ozark Air Lines; you'll see.

We're going all out to give you the
kind of flight you're looking for. Which
isone good reason we're one of
America's fastest-growing airlines.

we’re big on that

Call your travel agent or

OZARK
AIRUNES

MID-CONTINENT BANKER for July, 1974

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



Life
01

Is Named President
Indiana Bankers Assn.;

Public Mood Discussed

By BERNARD A. BEGGAN
Senior Editor

(«WF'HE CHALLENGE of Change”
J- theme of last month’s Indiana
Bankers Association annual convention
in French Lick could have been sub-
titled, “The Changing Public Mood.”
Speakers dwelled on the latter topic
as they addressed themselves to infla-
tion, the energy crisis and even the
credit-worthiness of women.

C. Jackson Grayson Jr., former chair-
man of the price commission, called
inflation “the runaway problem of the
United States” and added four more
potential trouble spots: centralization
of our economic system, distribution of
income, shortages and international
interdependency.

He said the short-run dangers of
“this rampant inflation are the enact-
ment of standby and/or mandatory
controls that labor could explode (seek-
ing more earnings).” He said “controls
not only limit the signal system, they
breed more controls and that's when
black markets start to creep in.” He is
further concerned that more and more
economic decisions are being moved up
into the political arena.

“Let’s get back to fundamentals,” he
said, noting that “public sentiment is
much against business, and business-

R

men themselves are asking for special
considerations; so is labor and this is
how the government gets into the busi-
ness picture.” He said there is a “pau-
city of data in the government and
there are no economic models flexible
enough to help run the government.

“Believing inflation is inevitable is a
dangerous belief,” he said. “I'm some-
what pessimistic but not fatalistic; we
can stop inflation if we do these things
—have more fiscal and monetary re-
straint, de-regulate the economy, watch
big business (monopolies) and revamp
all government.” He urged business
leaders to get involved in politics—“we
need more advocates of capitalism”—
and called for more economic educa-
tion, particularly at the university level.

George V. Myers, president, Stan-
dard Oil Co. of Indiana, said, “Public
confidence in our institutions, including
business, is at one of the lowest points
since pollsters began taking the na-
tional pulse. In addition, the business
community continues to lose favor
among those generally considered to be
its supporters—the professional and
managerial group, college graduates,
the affluent and others active in pubic
affairs.

“We have reached the point where
no less than 35% of the public thinks
business is making too much profit,

TOP: Pictured at annual Rose Breakfast are
(I. to r.) C. Jackson Grayson Jr., dean and
professor, School of Business Administration,
Southern Methodist University, Dallas, and con-
vention speaker; Nick Frenzel and Jack Ben-
nett of Merchants Nat'l, Indianapolis, hosts
for breakfast; and Robert Nelson, IBA exec,
v.p., Indianapolis.

BOTTOM: Waiting for convention business ses-
sion to begin are front row (r.), Rolland
Neese, Union Bank, Franklin, and IBA pres,,
1965-66; second row (l. to r.), Herm Elett,
Citizens Nat'l, Marion; and Tom Marcuccilli,
First Valley Bank, Gas City; back row, Mr. and
Mrs. Richard Puckett, United Bank, Upland.

while 40% think the government should
act to limit corporate earnings. Con-
gress has a serious image problem of its
own. In a recent survey, unions, Con-
gress and big business were almost in
a dead heat for last place.

“What appears to be shaping up is
the most serious assault on private
enterprise since the depression,” he
said.

He continued: “While the problems
of energy supply and demand are com-
plex, it is clear that our immediate
challenge is to increase the supply.
Unfortunately, the political approach
being taken to what are basically eco-
nomic problems leads to proposals
which fall in the latter category.”

He cited bills calling for wvertical
dissolution of the oil companies and
other bills that would put the govern-
ment into the oil and gas business,
through a Federal Oil and Gas Corp.
Still other measures would extend fed-
eral control of natural gas prices to
intrastate, as well as interstate sales.

“In total, such notions represent eco-

nomic know-nothingism in its most
virulent form, completely ignoring
practical realities. All of these pro-

NEW IBA OFFICERS are (I. to r.) pres., Richard
A. Life, pres., Wabash Valley Bank, Peru; v.p.,
C. Lloyd Griffis, pres., Old-First Nat'l, Bluffton;

outgoing pres., James P. Coplen, pres., Nat'l
Bank of Logansport; treas., Howard Brenner,
pres.. Tell City Nat'l; and dir. for one-year

term, Benton M. Wakefield Jr., pres., First Bank,
South Bend.
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Symbols of the new Louisville
and the finest person-to-person
correspondent banking

O Louisville Trust Bank’s correspondent banking
group is backed up by every other employee

in the bank.

O That means that—whatever counsel and
advice, whatever type of financial service you
require —it's available through our Correspondent
Bank Department, with one convenient phone
call to Frank Nichols or Vann Doyle.

O The emphasis is on a quality of service... the
perfection of a superior team and special services
to banks like yours...and this has contributed to
our increased correspondent bank growth.

O Whether you're interested in loan participation
...loans to purchase bank stock...aid in securing
key executive personnel...assistance in starting
a new bank... portfolio investment counsel...
pension plan installation...or operations expertise
...you can count on getting it quickly, pleasantly,
and efficiently from the Louisville Trust Bank.

Louisvoille Trust Bank

One Riverfront Plaza « Louisville, Kentucky 40202 « 502/589-5440
Member Federal Reserve System, Federal Deposit Insurance Corporation.
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Mr. and Mrs. Walter Schlechte (seated, 1.),

Old Nat'l,

Evansville, join three bankers from First

Nat'l, Richmond, and their wives at Rose Breakfast. Mr. and Mrs. Reed Adelsperger are seated,

c.; Mr. and Mrs. Carl Crouch, seated, r.;
., is Or. Lawrence E. Kreider, exec.
Washington, D. C.

posals would constitute a backward
step toward a statist, no-growth, state-
dominated economy.”

In his address on “Women and
Credit,” Eugene H. Adams, chairman,
ABA governing council, echoed the
public’'s mood, saying, “We are ex-
pected to be sociologists, judges, phil-
osophers and statesmen. At a time
when experts are struggling to identify
changing attitudes and needs, bankers
are being asked to act on the basis of
these new realities.”

Mr. Adams, immediate past presi-
dent of the ABA and chairman, First
National, Denver, said, “Bankers should
re-examine the validity of using sex or
marital status as an indicator of credit-
worthiness. We must examine ways in
which women, or at least some women,
feel they are being denied access to
the economic benefits of living in
America.”

He cited several common com-
plaints: 1. Income, length of employ-
ment, previous credit history and fi-
nancial obligations are far more valid
guidelines for granting credit to women
than sex or marital status. 2. The final
decision about relying on a wife's in-
come may more appropriately be made
by the couple. 3. A woman who mar-
ries should not become a non-person
as far as her credit rating is concerned.
4. It is questionable whether statistical
evidence will support the premise that
families where the wife is the primary
means of support are necessarily less
credit-worthy than those in which the
man brings home the larger paycheck.
5. A family’s means of birth control
clearly is a personal matter and should
not be subject to inquiry. 6. The single
woman should be allowed to choose
her own life style, which may include
owning a house—mortgage and mar-
riage are not necessarily synonymous.

and Mr. and Mrs. James Carter, standing, r.
v.p. & economist,

Standing,
Conference of State Bank Supervisors,

7. Court-ordered support payments
and/or income from a steady part-time
job may be stable and should be con-
sidered in the review of a loan appli-
cation from a woman.

Using slides, William T. Dwyer, vice
president, First National, Chicago,
spoke on “Adequacy of Bank Capital
and Other Credit Considerations.” He
said, “The best judge of management
should be someone who has performed
in the role of CEO. The man who has
been forced to ‘do’ and not just ‘know’
can make appraisals of peers better
than the analyst who has not faced the
dead end of decision making.”

TOP: Lobby conversation is carried on by H. A.
"Bud" Yates (l.), Bank of Indiana, Gary, and
Damn Small, Nashville State.

BOTTOM: Two IBA convention speakers hold
discussion. At left is William T. Dwyer, v.p.,
First Nat'l, Chicago. At right is George V.

Myers, pres. & chief operating officer, Standard
Oil Co. of Indiana, Chicago.

He made two important points in
connection with four areas of manage-
ment responsibility: planning, organiz-
ing, leading and controlling.

“It isn't surprising,” Mr. Dwyer
said, “that real accomplishments are
achieved only when these four are
orchestrated as one. The successful ap-
plication of one is interdependent on
appropriate actions taken in the other
three.

“Second, effective answers . be-
come necessities as the organization
develops multi-departments to handle
varied markets and products. Manag-
ing is a full-time effort in planning for
results and then acting to achieve those
plans.”

Former Indianapolis banker James
E. Lentz, on leave with the Indiana
Department of Commerce, said rural
development is the main concern of
his department and cited a survey re-
porting that only 43% of college gradu-

ates In Indiana will remain in the
state.
He said Indiana ranks 50th in fed-

eral dollars coming back to the state,
then listed the state’'s advantages: good
energy supples, location, the interstate
system and a growing maritime func-
tion. He noted that 20 states now have
offices overseas and criticized banks
outside Indiana “for taking overseas
financing away from us.” He urged
bankers to take part in setting up eco-

nomic development centers in their
towns and cities.
Qutgoing association President

James P. Coplen reported a legislative
committee is now studying the state’s
banking laws and will decide what
action is needed for any improvement.
The president of the National Bank of
Logansport said, “Our association has
taken a position of neutrality (on bank
structure) and added, “We've been
criticized for that position but for the
moment we are committed to it.”

New IBA Officers. Richard A. Life,
president, Wabash Valley Bank, Peru,
was elected president of the IBA. New
vice president is C. Lloyd Griffis, presi-
dent, Old-First National, Bluffton.
Howard Brenner, president, Tell City
National, was elected treasurer. Elect-
ed to one-year terms as members-at-
large of the association’'s board were
Benton M. Wakefield Jr., president,
first Bank, South Bend; R. J. Brunton,
president, Citizens National, Evans-
ville; and Robert A. Morrow, president,
Lincoln National, Fort Wayne. = <
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INDIVIDUAL BANKS
COMMITTED TO MUTUAL GROWTH

The Continental
CorrespondentCommunity

Consulting

Bank Management =Objectives
Investments «Structure = Policy
Communications «Systems

Where correspondents
explore management
alternatives

CONTINENTAL BANK

CONTINENTAL ILLINOIS NATIONAL BANK ANO TRUST COMPANY OF CHICAGO
231 SOUTH LA SALLE STREET. CHICAGO, ILLINOIS 60693
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NEWS

From the Mid-Continent Area

Alabama

m UNION BANK, Montgomery, has
established a correspondent bank de-
partment, with J. Donald Lamon as
vice president in charge. Mr. Lamon,
who joined the bank July 1, was man-
ager of the Montgomery office of Hen-
drix, Mohr & Yardley, Inc., Birming-
ham. Before joining that firm in 1971,
he was with Birmingham Trust Na-
tional 15 years, working primarily in
investments and correspondent bank-
ing.

LAMON TATE

m CLYDE N. TATE has been elected
chairman of the organizers of Southern
National, Birmingham. Since 1964, he
has been with Central Bank, Birming-
ham, and most recently was senior vice
president. He also spent 10 years in
U. S. Steel's treasury department. The
new bank’s proposed initial capital is
$3 million, reported to be the largest
amount for any new bank in the histoiy
of Alabama banking.

m FIRST NATIONAL, Birmingham,
has promoted Richard E. Anthony and
Clarence L. Bagwell from assistant
cashiers to assistant vice presidents and
Charles Boswell and Mrs. Margaret
Dorough to assistant cashiers.

m FIRST CITY NATIONAL, Gads-
den, is being acquired by First Ala-
bama Bancshares, Inc., Montgomery.
The Fed approved the proposed acqui-
sition in a 7-0 decision.

m CENTRAL BANK, Montgomery,
has named Harold J. Herman vice pres-
ident—commercial loans. He previous-
ly was vice president, Commerce Un-
ion Bank, Nashville. Peyton McDaniel
has been elected vice president of the

manager of its national accounts de-
partment and also has assumed man-
agerial control over the new corporate
cash management department.

® MRS. HELEN S. BUMGARDNER,

vice president, Exchange Security
Bank, Birmingham, has retired after 34
years in banking. Mrs. Baumgardner

joined Exchange Security in 1959 and
became its first woman branch man-
ager (Bessemer Office) and one of its
first women vice presidents.

m A. HAROLD WINN JR., trust offi-
cer, Merchants National, Mobile, has
had his thesis from the ABA’s National
Graduate Trust School accepted for the
ABA'’s library and the library of North-
western University, Evanston, 111 Sub-
ject of the thesis is “Management of
Oil and Gas Interests in Trusts and Es-
tates.”

Arkansas

m FIRST NATIONAL, Little Rock,
has elected Charles A. Hadden vice
president and trust officer and Charles
O. Stewart and John Mize assistant
vice presidents. Mr. Stewart had been
corporate trust officer since 1972. Mr.
Stewart was named urban affairs officer
earlier this year.

= UNION NATIONAL, Little Rock,
has named Jim Watts assistant vice
president. Mr. Watts, with the bank
since 1967, was formerly an assistant
cashier. He established and is respon-
sible for marketing and operating the
freight payment department and works
on other phases of bank advertising
and marketing.

WOMELDORFF & LINDSEY

m CITIZENS BANK, Jonesboro, has
elected Walter E. “Wally” DeRoeck
president. He was formerly executive
vice president and has been with the
bank nine years.

m DEBERT GRAVES has been named
cashier, Arkansas Bank, Hot Springs.
He joined the bank 17 years ago and
has been head teller, personnel officer,
loan officer and branch administration
officer.

m FIRST NATIONAL of Lawrence
County, Walnut Ridge, has announced
plans to erect a three-story building to
house its Main Office. The structure, to
be erected in two stages, will have an
exterior facing of black glass, which
will be specially treated to reduce
glare without impairing visibility for
building occupants. Highlighting the
building’s simple outline will be a se-
ries of dramatic concrete arches rising
the full height of the structure. An
overhead facade will be made of tex-
tured concrete.

m BOB PERRY, who is in Worthen
Bank of Little Rock’s correspondent di-
vision, has been promoted from assist-
ant vice president to vice president. He
joined the bank in 1968, coming from
Sooner Life Insurance Co., Ponca City,
Okla., and represents Worthen in
southwestern Arkansas and eastern Ok-
lahoma. Worthen also promoted Rob-
ert L. Trammel from assistant control-
ler to vice president and assistant con-
troller. He has been with the bank
since 1971 and formerly was on the
audit staff of Ernst & Ernst in Little
Rock.

IHlinois

B GILBERT J MCcEWEN, an assist-
ant vice president in Harris Bank
of Chicago’s Midwest correspondent
banking group, retired June 30 after

bank’s holding company, Central Bane- 1030 TOWER BLDG. LITTLE ROCK

h f the South, Inc. Mr. McD PARTNERS:

shares ot the south, inc. Mr. McDan- J. E WOMELDORFF R P. LINDSEY

iel, with the HC three years, remains PERRY MCEWEN
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Iflnally metabig-city banker who knows
what'shappening on Main Street.
He’swith American National?’

“His name is Marty Noll. You know, I think he’sright:

And he really knows something We’ve got more than a third of our
about small-town banking. assets in our investment portfolio, and

He was telling me about something we should let the computer give us a hand.
called the Bond Portfolio Service. It'sa Next time Marty’s here, I'd like you
fully computerized investment management  to meet him.
system, for even the smallest portfolios. He’s one big-city banker who

It can give us a really sophisticated understands our situation, too.”

portfolio analysis, and complete bond

ting.
aCCOUAr\]nIdn%t actually reduces clerical A M E R I CA N N ATA!K% TMST%PIATY
costs, t00. THE 1DEA BANK OF CHICAGO

LaSalle at Washingtor/LaSalle at Wacker 60390/Phone (312) 661-5000/Mentber FDIC
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38 years with the bank. He has repre-
sented the bank in northern Illinois and
lowa for 20 years. In other action, Har-
ris Bank named Senior Vice President
B. Kenneth West group executive in
charge of international banking and
five new vice presidents. In his new
post, Mr. West succeeds Lambert W.
Bredehoft, also senior vice president,
who retired April 30. Mr. West went
to the bank in 1957. Newly named vice
presidents are Charles H. Davis, Den-
nis E. Le Jeune, Bruce F. Osborne,
Robert O. Beavan and David S. Finch.

MERRELL WEST

m MILLIKIN NATIONAL, Decatur,
has formed a wholly owned subsidiary,
Millikin Mortgage Co., with Thomas
L. Merrell as president. Mr. Merrell,
who has been in business relating to
real estate the past 15 years, has re-
signed as vice president of a South
Bend, Ind., mortgage firm, where he
had charge of the commercial mortgage
division.

m FIRST NATIONAL, Chicago, has
announced the following appointments:
J. Hallam Dawson from vice president
and deputy head, international bank-
ing department, to senior vice presi-
dent and deputy head; Leo H. Garman
from vice president to senior vice presi-
dent, international banking; Senior
Vice President Robert L. Heymann to
deputy head, trust department; and
Paul W. Velten from assistant vice
president to vice president, internation-
al banking. John J. Nevin, president
and chief operating officer, Zenith Ra-
dio Corp., was elected to the boards
of the bank and its holding company,
First Chicago Corp.

m FIVE VICE PRESIDENTS have
been named at Chicago’s Continental
Illinois National: Michael F. Foley,
David G. Handy, Donald J. Howe,
Thomas A. Shambeau and Edward D.
Foulke.

m UNION NATIONAL, East St
Louis, has a new chairman—Albert J.
O’'Brien—and new vice chairman—

Holland F. Chalfant Jr. Mr. O’'Brien is
a former president and vice chairman,
Ralston Purina Co., St. Louis, and is
now chairman, Mount Vernon Corp.,
St. Louis, and a director, Missouri

State, St. Louis. Mr. Chalfant was vice
president, Manchester Bank, St. Louis,
before joining Mount Vernon Corp. in
1970. He is president and treasurer of
that firm. His banking career has in-
cluded being vice president of the old
Security Trust, St. Louis, and assistant
vice president of St. Louis’ Mercantile
Trust. He also is on the board of Mis-
souri State and Bank of Springfield,
Mo.

m JOSEPH J KURTZKE has joined
River Forest State as vice president in
charge of its national division. Since
1971, he had been vice president, com-
mercial loan division, of a large neigh-
boring suburban bank.

m CARROLL R. LAYMAN has joined
First National, Skokie, as vice presi-
dent—commercial banking services. He
was vice president, marketing and
business development, Capital City
State, Des Moines, la.

a NATIONAL BOULEVARD, Chica-
go, has named C. Koehler Kindahl,
William A. Mulvihill and Lewis H.
Ruff assistant vice presidents.

a PATRICK T. O'BRIEN has been
named a vice president in the securi-
ties services division, operating depart-
ment, Northern Trust, Chicago.

a AMERICAN NATIONAL, Chicago,
has established a municipal bond trad-
ing department, with John J. Walsh as
manager. He was with DuPont, Wal-
ston & Co. American National also
named Richard K. Maguire vice presi-
dent with responsibility for personal
banking services.

Indiana

B JAMES L. DAWS has joined Mer-
chants National, Indianapolis, as assist-
ant cashier in the
Indiana division of
the commercial de-
partment. He was
formerly with a
South Bend bank
and has extensive
experience in agri-

cultural and com-
mercial lending.
The bank also

named James D.

Madigan and Wil-

liam C. Scott vice presidents. Mr. Madi-
gan joined the bank in 1967 and is plan
manager, Master Charge card program.
Mr. Scott was formerly vice president,
Central National, Cleveland. At Mer-
chants National, he is responsible for
developing and servicing national ac-
counts throughout the United States.

B O. WEBBER LaGRANGE, assistant
vice president, American Fletcher Na-

tional, Indianapolis, has been elected
president, Central Indiana Bankers In-
stallment Credit Association. Other
new officers are: vice president, J. D.
Strietelmeier, vice president, First
Bank, Speedway; and secretary-treasur-
er, Richard A. Cantin, vice president
and consumer credit officer, Merchants
National, Indianapolis.

a LAWRENCE M. SEXTON has
been named assistant vice president,
international division, American Fletch-

er National, Indianapolis. He joined
the bank last April.
B AMERICAN NATIONAL, South

Bend, has promoted Dale L. Schultz

to manager, installment loans and
BankAmericard department. He was
assistant vice president, commercial

loan department. Philip A. Rau of the
installment loan department has been
named an assistant cashier.

B OLD NATIONAL, Evansville, has
begun construction of its 10th full-ser-
vice branch, to be located on the city’s
far east side. It is scheduled to be com-
pleted and opened around August 15.

a LAFAYETTE NATIONAL has pro-
moted the following from vice presi-
dents to senior vice presidents: Miss
Mary B. Fobil, David H. Howarth,
Gordon J. Kingma, Robert G. Mitchell
and Harry J. VonSeggern.

a ANTHONY WAYNE BANK, Fort
Wayne, has named Constance M.
Meeks and Dennis P. Kinney assistant
cashiers.

a PURDUE NATIONAL, Lafayette,
has announced the following promo-
tions: to vice chairman and executive
vice president from executive vice pres-
ident, Stanley R. Boughton; to execu-
tive vice president from senior Vvice
president, James A. Posthauer; to sen-
ior vice president and senior trust of-
ficer, heading the trust department,
from senior trust officer, James S.
Backoff; to senior vice presidents from
vice presidents, Maurice J. Ferriter,
Richard R. Stanfield, Robert H. Kneal
and Roy V. Conkright; to vice presi-
dents from assistant vice presidents,
Windsor Smyser, Phillip M. Kelley, Jo-
seph E. Cross, William Powers and
Donald R. Simmons; to assistant vice
president from assistant cashier, Hugh
H. Steele Jr.; and to assistant cashier
and manager, credit department, Stev-
en A. McQueen.

a FARMERS STATE, Plainville, has
been merged with Peoples National,
Washington, and has become the Plain-
ville Office of the Ilatter bank. Vice
President Richard K. Branaman has
charge of the office.
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Ourideaof
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 we'll
extend the New Downtown to wherever you are.

WE'RE BIG ENOUGH TO SERVE YOU, BUT
SMALL ENOUGH TO TAKE CARE OF YOU.
That's why we can give you
literally dozens of services. Like loan
participations. Bond portfolio analysis
and advice. Safe-keeping of securities.i
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.

nb *

The bank for the New Downtown
NATIONAL BOULEVARD BANK

OF CHICAGO
400-410 North Michigan Ave., Chicago, 111. 60611 Phone (312) 467-4100 Member FDIC
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Kansas

m FOURTH NATIONAL, Wichita,
has announced the purchase of a site
in west Wichita for a facility and the
retirement of Vice President Hilaria M.
Corrigan. Mrs. Corrigan, a banker 46
years, joined Fourth National in 1944.
She is a former Midwest regional vice
president and national corresponding
secretary, National Association of
Bank-Women Inc.

m GRAYDON SHARPE is president
and CEO of the new First National,
Derby. He was formerly vice president
in the correspondent bank division,
First National, Wichita. In that post,
he traveled in Kansas, Oklahoma, the
Texas Panhandle and Colorado.

SHARPE CORRIGAN
m TOPEKA STATE is expanding all
three of its Topeka banking facilities.
Construction has begun on the perma-
nent Brookwood Bank Facility (see il-
lustration) in the Brookwood Shopping
Center, with completion scheduled for
early fall. Construction also is under-
way at the bank’s drive-up facility,
whose lobby will be four times as large
as at present. In addition, there will be
two inside teller windows instead of
one, and two drive-through stations
with pneumatic tube and pushbutton
voice contact systems are being built.

CO
N A
B A

The main bank is to be remodeled, but
plans have not been completed on that
project, although the *“classic banking
look” of the interior with high carved
ceilings and marble block walls will not
be changed.

m FIRST NATIONAL, Larned, has
named David M. Schaller a consumer
loan officer and assigned Wendell Gra-
ham to an officer's training program.
Mr. Schaller and Mr. Graham both re-
cently joined the bank.

m ROBERT A. LEFTWICH has been
elected cashier, Allen County State,
lola. He was formerly with Union Na-
tional, Wichita.

m QUINDARO STATE, Kansas City,
has changed its name to Arrowhead
State, has elected Glen W. Payne vice
president and has begun construction
on its new quarters. Mr. Payne was
formerly vice president and manager,
installment loan department, United
Missouri Bank South, Kansas City, Mo.
Arrowhead State’s new building, to be
called Quindaro Banking Center, is ex-
pected to be completed October 1.

m CENTRAL STATE, Wichita, has
named Donald R. Murphy assistant
vice president, customer relations.

n SECURITY STATE, Great Bend,
has announced plans to open a facility
adjacent to the Westgate Shopping
Center in the western section of the
city. The facility will be called Security
State Bank Westgate and will be in
operation this fall. Mrs. Velda Gilli-
land, with the bank since 1968, will
be its manager. Mrs. Betty J. Sloan,
cashier of Security State, has been des-
ignated senior bank officer responsible
for the new facility’s operation.

Kentucky

m CITIZENS FIDELITY, Louisville,
has consolidated its BankAmericard
and time credit divisions into one con-
sumer loan division and has promoted
William J. Browne to senior vice presi-
dent and manager of the enlarged de-
partment. Mr. Browne joined the bank
in 1970 and had been vice president

MMERCIAL
TIONAL

N K

RICHARDSON GUGEL

and manager, time credit, since last
August. He was manager, BankAmeri-
card, January, 1972, to December,
1972. The bank also promoted Henry
Ryan, accounting, and Michael Currier,
public relations, to assistant vice presi-

dents.

m FIRST NATIONAL, Louisville, has
promoted Philip C. Gugel, internation-

al banking, and Herbert M. Richard-
son Jr., corporate banking, from vice
presidents to senior vice presidents.

Mr. Gugel went to the bank in 1972
and Mr. Richardson in 1959.

m LOUISVILLE TRUST has an-
nounced the following promotions:
Michael C. Huettig from trust officer
to vice president and trust officer; Wil-
liam S. Duffy from assistant trust offi-
cer to trust officer and Patricia A. No-
wacki from trust administrator to as-
sistant trust officer.

H CHARLIE D. MITCHELL has ad-
vanced from assistant vice president
and trust officer to vice president and
cashier at Central Bank, Owensboro.

B FIRST SECURITY NATIONAL,
Lexington, has promoted David Burke
and Mrs. Mildred McGhee to assistant
cashiers and named Winn V. Hutch-
craft Jr., formerly an assistant national
bank examiner, an assistant cashier.

6th & Minnesota Ave. 913 371-0035
Kansas City, Kansas 66101

| PROFESSIONAL CORRESPONDENT BANKING SERVICE
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“Investmentdecisions
gotyoudown?

We'll helpyouup.”

Do you need advice about specific government and municipal bonds? Would you
like to talk about your bond portfolio ratios? We have the experienced,
knowledgeable, full-time, bond and money market experts who can and will
be glad to help you. Only Citizens Fidelity Bank can provide you with these
advantages: = Kentucky’s only complete bank bond department. < Our
own inventory of actively traded issues allows you to purchase odd-lots at a
minimum cost. = We compete favorably on large-lot prices with all
primary government bond dealers.
< We can assure you of fair, Come grow with us®. . .

nnHpr thp sinn nf thp Sprvir.p Trpp
unbiased opinion on government,
federal agency, municipal issue
and the money market generally.
e Our official standing with
fiscal agencies and
underwritings enables
us to handle your
federal agency
orders at the net
offering price on all
new issues.

Interested? Call us
collect, Area Code
502/581-2194.

Joe M. Rodes Bob Folsom Joe L. Hamilton

® Servicemark of Citizens Fidelity Bank and Trust Company Louisville, Ky. Member FDIC
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Louisiana

m F. GEORGE RAMEL has been
elected a director and vice chairman,
Continental Bank, Harvey, which
opened last fall. Mr. Ramel retired last
year as president, Hibernia National,
New Orleans, and its parent company,
Hibernia Corp.

m JOHN B. O'DONNELL has joined
International City Bank, New Orleans,
as senior vice president and loan re-
view officer. He had been with the
FDIC since 1956. Mr. O'Donnell was
instrumental in establishment of and
was director of the FDIC’s Training
Center in Roslyn, Va. In 1972, he was
assigned to the newly created Projects

RAMEL O'DONNELL

and Planning Branch, the FDIC's

“think tank.” This is a blend of disci-
plines, which, in addition to banking,
includes legal, statistical, accounting

and economics background. He was the
No. 2 man in the branch, responsible
for project implementation and day-
to-day operations.

STUART

s WALTER B. STUART IIl, presi-
dent, First Commerce Corp., HC of
First National Bank of Commerce,

New Orleans, recently was selected the
first honorary member of Beta Gamma
Sigma, a national business honor socie-
ty. Mr. Stuart was selected on the basis
of his “distinguished business achieve-
ments and his numerous civic contri-
butions.”

a EARLE JOSEPH PORSCHE has
joined Pontchartrain State, Metairie, as

through our Correspondent Bank

Department. Call John R. Bryan, Jim Crell, L. D.
Whigham at 1-800-222-8030, Mississippi Bank &
Trust Company, and take advantage of the
correspondent bank services available to you. We
can administer your profit sharing and pension
plan, assistyou with your investment portfolio, or
work with you on a loan situation. The entire
management of our bank is available to you
through our Correspondent Bank Department.
You'll find people you can bank on at Mississippi

Bank & Trust.

| Bank

vice president. He was formerly an ex-
aminer with the Louisiana banking de-
partment and served a year as review
examiner and assistant to the depart-
ment’s commissioner.

m GUARANTY BANK, Alexandria,
has elected six new officers: Freeman
Hix Jr., accounting officer; Willie L.

Spears, loan officer; E. J. Guzzo Jr. and
Archie M. Stewart, marketing officers;
and Mrs. Ella Fay Bordelon and Mrs.
Sadie L. Linzay, administrative assist-
ants.

m BANK OF NEW ORLEANS has
opened its new Kenilworth Branch,
which features seven interior paying
and receiving tellers, a separate collec-
tion teller area, four drive-up lanes con-
nected by pneumatic tubes to the
branch building and off-street parking
for 35 cars. The branch also has com-

plete vault and safe deposit facilities,
a night depository and an automatic
teller for 24-hour, seven-day-a-week
banking. In the accompanying photo,
the ribbon is cut at the branch opening
by Mrs. Roy F. Baas, wife of the
branch manager. With her are Law-
rence A. Merrigan (1.), president; Mr.
Baas (2nd from 1) and Lieutenant
Governor James E. Fitzmorris, a direc-
tor of the bank.

Mississippi

m J HERMAN HINES will become
chairman and chief executive officer of
Deposit Guaranty Corp. and Deposit
Guaranty National Bank, Jackson, next
January 1. Russ M. Johnson will retire
from those posts December 31. Mr.
Hines currently is president and chief
operating officer of the bank and vice
chairman of the holding company. He
joined the bank in 1936. In other ac-
tion, the bank announced the promo-
tions of Lowell F. Stephens to senior
vice president and trust officer, James
E. Allen to vice president and senior
trust officer, Donald L. Jordan, W. H.

Mississipp
& TRUST COMPANY

Jackson, Mississippi / Member FDIC

Mounger Jr. and A. H. Ritter Jr. to
vice presidents and trust officers and
James T. Stevens to trust officer. J. Ed-
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With concrete.
Steel.

Fabric.

Glass.

And people. The kind of people
with the kind of attitude that has made us
the growth leader in Northern Louisiana.

In early summer, our dream will
be ready.

For us.
And for you.

We're building up to something
at Bossier Bank & Trust Company. A lot
more than just a building.
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WHITNEY RITTER L STEPHENS

HINES JOHNSON

mund Johnston Jr., vice president and
trust officer, was given new and broad-
er responsibilities. William A. Whitney
has joined the bank as senior vice presi-
dent and trust investment officer re-
sponsible for trust investment port-
folios. He was vice president and senior
trust investment officer, First Hutch-
ings-Sealy National, Galveston, Tex.

s MRS. GENEVIEVE F. BROWN,
assistant vice president, Brookhaven
Bank, has been elected president-elect,
Mississippi Federation of Business &
Professional Women’s Clubs.

Missourli

m CASS BANK, St. Louis, has moved
to its downtown location after having
operated for 44 years in north St
Louis. The old building is being used
as a facility and continues to house
computer operations for the bank’s au-
tomated payroll and freight payment
plans, Paydata and Freightpay. The
bank sponsored several special activi-
ties in connection with its opening.
These included the “Bank 'N Bus” pro-
gram, a public service bus subsidy pro-
gram designed to encourage use of the

ALLEN JORDAN MOUNGER

Bi-State bus system. In the accompany-
ing photo, Mayor John Poelker (c.)
cuts a ribbon of brand-new, uncirculat-
ed dollar bills, assisted by H. J. Krieg

(h), president, and H. C. Hartkopf,
chairman.

m CHARLES RUPRECHT, chairman,
Commerce Bank of St. Louis, also has
been named president. Larry Lumpe,
who was president, has gone to Com-
merce Bank of University City as presi-
dent. He succeeds Dale Boughton, who
now is president, First National, Wells-
ton. Mr. Lumpe, a past president, Mis-
souri Bankers Association, was presi-

Firm Hold on Past

ST. LOUIS—There's a 45-year-
old bank in St. Louis that has al-
ways had an employee who can con-
verse in German, has never been
remodeled and has never advertised
or offered free gifts for new ac-
counts.

All this was revealed in a feature
article in the St. Louis Globe-Demo-
crat about South Side National. The
bank is located in St. Louis’ Ger-
man section, and so it was natural
to have an employee who can speak
German. At present, Miss Marlies
Uhaendler, a native German, fills
that requirement. Her main job is
being secretary to J. Richard Furrer,
executive vice president, but she’s
always available for those customers
who drop by her desk just to speak
German. The bank has one account
still conducted entirely in German.
It belongs to a former resident who
returned to Germany, but still banks
with South Side National. Miss
Uhaendler is responsible for han-
dling this account.

The bank has retained its original
marble floors and counters, high
ceiling, huge brass vault and ornate
iron work around tellers’ cages be-
cause its customers have indicated
they like it that way, Mr. Furrer
was quoted as saying in the Globe
article.

As for not advertising, President
George Helein told the Globe that
the bank’s reputation for personal
service has brought it advertising
that “money can’t buy.”

dent, Commerce Bank of Poplar Bluff,
before assuming the St. Louis post. Mr.
Ruprecht joined the bank last Septem-
ber, coming from the post of executive
vice president in charge of operations
at Pet, Inc., St. Louis.

B GEORGE T. GUERNSEY IlI, exec-
utive vice president, Manchester Bank,
St. Louis, has been elected president,
St. Louis AIB Chapter. Others who will
serve during the coming year are: first
vice president, Richard L. Johannes-
man, vice president, Mercantile Trust;
second vice president, Albert A. Miller,
vice president and cashier, Big Bend
Bank, Webster Groves; associate vice
president, Nina M. Dix, First National;
and treasurer, Michael P. Dolan, vice
president and secretary to the board,
Commerce Bank of University City.

RUPRECHT GUERNSEY

B EUGENE F. WILLIAMS JR., pres-
ident and CEO, St. Louis Union Trust,
also has been elected chairman, suc-
ceeding the late David R. Calhoun.
Mr. Williams also is an executive vice
president, First Union, Inc., St. Louis-
based HC to which St. Louis Union
Trust belongs. The latter firm has a
new director, Harold E. Thayer, chair-

man and CEO, Mallinckrodt, Inc., St
Louis.
B CHARLES E. ARNTSEN has

joined Kansas City's Mercantile Bank
as a vice president and trust officer. He
was vice president, Second New Haven
(Conn.) Bank. In other action, Mer-
cantile Bank elected Bernard Dickens
to its board. He is executive director,
St. Joseph’s Hospital.

WILLIAMS ARNTSEN

1974
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When you need outside help
give us a call.

< 8> Mel Schroeder

MERCANTILE Vi President,

BANK AND TRUST COMPANY Correspondent Banking
11th & Walnut, Kansas City, Mo.
An Affiliate of Mercantile Bancorporation

Member FD.I.C.
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m GEORGE M. BAGGOTT, who
heads the St. Louis metropolitan divi-
sion of the correspondent division at
Mercantile Trust, St. Louis, has been
promoted to assistant vice president.

m JAMES J. REEDY has been elected
president of the new Mercantile Na-
tional Bank of St. Louis County, which
is scheduled to open this summer in the
Ballwin area. He was formerly vice
president, banks and bankers depart-
ment, Mercantile Trust, St. Louis. Oth-
er officers of the new bank are: vice
president, Elmer H. Austermann Jr;
assistant vice president, Donald A.
Seiler; and cashier, Leo Malaschak Jr.
Mr. Austermann also was vice presi-
dent in Mercantile Trust's banks and
bankers department. Mr. Seiler was in
that bank’s personal loan division, and
Mr. Malaschak was assigned to Mer-
cantile Trust's 13th and Olive Facility.

BAGGOTT REEDY

KREIGHBAUAA AUSTERMANN

H THE NEW United Missouri Bank
of Jefferson City opened July 1 in a
temporary building and became the
15th bank in the United Missouri
Bancshares organization. R. Crosby
Kemper is chairman; John S. Kreigh-
baum, president; John H. McHenry,
vice president; and Larry L. French,
cashier. Mr. Kemper is chairman of the
HC and United Missouri Bank of Kan-
sas City. Mr. Kreighbaum was with the
HC and, before that, was a commercial
officer, western states group, United
Missouri Bank of KC, and corporate
accounts division, Mr. French was also
with the HC, and Mr. McHenry was an
organizer of Mid-State Telephone Co.

B AMERIBANC, INC., St. Joseph-
based multi-bank HC, has acquired five
separate banks, all located in north-
western Missouri. The banks are First
National, Plattsburg; First American
Bank, Skidmore; First National, Stew-
artsville; First American Bank, Union
Star, and Bank of Edgerton. Earlier,
Ameribanc announced the pending af-
filiation of First National, Tarkio.

b CONTROLLING INTEREST—84%
—in First National, Wellston, has been
acquired by a group of investors head-
ed by Thomas J. White, St. Louis
County real estate developer. Mr.
White was elected chairman and
S. Dale Boughton president. Fred H.
Rider, who was president, now is vice
chairman. Mr. Boughton was formerly
president, Commerce Bank of Univer-
sity City. First of Wellston plans to
move by the end of the year to West-
port Plaza and change its name to
Plaza First National of Westport.

B FIRST UNION, INC., St. Louis-
based multi-bank HC, plans to acquire
Kansas City's Columbia Union Nation-
al, which has total deposits of $154
million and total assets of $206 mil-
lion. The bank will be the largest to af-
filiate with First Union since the HC
began operations in 1970.

P. F. Lichtenstein Dies
Philip F. Lichtenstein,
70, chairman, "ABC"
banks, St. Louis, died
June 3 after a linger-
ing illness. He entered
banking 33 years ago
with American Nation-
al, where he was pres-
ident, 1950 to 1971,
when he became chair-
man. He also held that
post at City and Brent-
wood banks.

DIED: Lanny R. Price, 37, president,
Citizens Bank, University City, on June
8 of cancer. Miss Esther Woehlke, as-
sistant cashier, Citizens National, Ma-
plewood, on June 9 after a long illness.

New Facility Planned

This is an artist's sketch of Chippewa Trust
of St. Louis' facility that will be located at
the corner of Gravois and Gertrude in south
St. Louis. The building is expected to be com-

B BANK OF ST. ANN has presented
its eighth annual $500 scholarship
award. The competition is open to any
graduating senior whose parents have
a checking account at the bank. This
year's winner, Kealoha Lee Anderson,
is shown receiving her check from the
bank’s president, Richard J. Pfleging.

HC Law Signed by Bond

Missouri  Governor Christopher
“Kit” Bond has signed a bill limit-
ing the growth of HCs in the state.
The bill limits any one HC’s acquisi-
tion of deposits to 13% of the state’s
total. It represents a compromise be-
tween the state's independent bank-
ers and HCs.

The signing of the bill into law
averts a ballot fight that was sched-
uled for November should the bill
not have been signed.

The bill becomes effective next
January 1.

New Mexico

B J. MICHAEL KELLER has joined
American Bank of Commerce, Albu-
querque, as vice president and head
of the mortgage division. He was vice
president in charge of commercial
loans, Mountain States Financial Corp.

fl DEMING NATIONAL has elected
John C. Moore vice president. Mr.
Moore, a 17-year banker, was presi-
dent, Bank of the Hills, Cedar Park,
Tex., the past 12 years.

B JOHN S. HAWKES has been
named president, Security Trust, Albu-
guerque, succeeding Hale M. Knight,
who resigned. Maurice Hobson has
taken Mr. Hawkes’ former post of pres-
ident, Security Bank, Alamogordo. Mr.

. . . leted ly in 1975 and will h f A -
and an officer of Capital City Tele- ervi_upeatrwyo ":alk_up :nnd f(\)va:r |o:|:; tecl’lii Hobson is vice president and secretary,
phone Co. windows. Bank Securities, Inc., of which the Ala-
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mogordo bank is a wholly owned sub-
sidiary.

m FIRST NATIONAL, Albuquerque,
expects to complete a new drive-up
facility at 5300 Copper NE in mid-
August. The facility will have five
lanes, including one for commercial
business, and will replace the one at
5301 Central NE.

m STATE SENATOR BOB WOOD
has become president, First National,
Portales. He had been executive vice
president and succeeded John J. Ma-
loney, who has become president, First
National, Clovis.

m THOMAS G. BATTIN has resigned
as president, First National, Clovis, to
enter private business. Succeeding him
at the bank is John J. Maloney, former-
ly president, First National, Portales.

m CONSTRUCTION has started on
Plaza del Sol National of Albuquer-
que’'s permanent quarters. Completion
is scheduled within a year. The eight-
story Mayan-style building will be
built around a concourse.

Oklahoma

m KENT A. POLLEY has joined Okla-
homa City’s Fidelity Bank as vice presi-
dent and trust officer. He was an offi-
cer in the trust department of First Na-
tional, Oklahoma City, until engaging
in private estate management this past
year.

m JOHN C. SHUPERT JR. has been
promoted from assistant vice president
to vice president, First National, Tulsa.
He joined the bank in 1968.

m LIBERTY NATIONAL, Oklahoma

City, has elected the following vice
SHUPERT POLLEY
KIENHOLZ WELDEN DAVIDSON  WALKER

presidents: James L. Kienholz, Larry
A. Walker, James E. Welden and
D. DeWayne Davidson. Mack Q. Mur-
ray was named an assistant vice presi-
dent. Mary Creegan was elected vice
president of the bank’s holding com-
pany, Liberty Financial Corp.

m ROBERT M. RADFORD has moved
up from assistant vice president to vice
president, First National, Oklahoma
City. He is a commercial loan officer
and joined the bank in 1972. The bank
also appointed James R. Claborn an as-
sistant vice president. He was formerly
with APCO Oil Corp.

m J. ROBERT HAYNES has been pro-
moted from assistant vice president to
vice president, National Bank of Tulsa,
which he joined in April, 1973. He be-
came manager of the newly formed
cash management department last Jan-
uary. Before going to NBT, Mr.
Haynes was with Sun Oil Co.

m G. S. “SMOKEY” WEBB has been
designated president and chief execu-

HIPSHER WEBB

tive officer of Hamilton Bancshares of
Chattanooga’s planned de novo bank

in Knoxville due to open later this
year. Mr. Webb had been president
and CEO, Hamilton Bank, Morris-

town. James L. Hipsher, who was ex-
ecutive vice president, Hamilton Na-
tional, Chattanooga, has succeeded Mr.
Webb as president and CEO at the
Morristown bank. Mr. Webb was elect-
ed chairman there in addition to his
Knoxville bank posts.

m HAMILTON NATIONAL, Chatta-
nooga, has named James B. Leport as-
sistant vice president and manager,
real estate department, and C. Woods

Here to help.

Correspondent banking
is a partnership we hold
in high esteem.
That’s why we put these men
on call for you,
to help when you need it.

Left to Right: Hubert Barksdale, Frank White. Norman Farris. Jim Lake

Commercial National Bank

of Little Rock

FDIC
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Willis assistant vice president-opera-
tions. Mr. Leport was a commercial-
construction loan officer, Union Com-
merce Bank, Cleveland. Mr. Willis was
with Citizens & Southern National, At-
lanta.

s HAMILTON BANCSHARES, INC,,
Chattanooga, has received Fed and
stockholder approval of the proposed
merger of First American Bank, Mem-
phis, with the holding company. Con-
summation took place June 17. In oth-
er action, Hamilton Bancshares elected
two new directors, Carmack Cochran
and David D. Hamilton. Mr. Cochran
was instrumental in helping establish
Hamilton Bank of Nashville and has
been a director since the bank opened
in late 1972. He is president and gen-
eral counsel, Nashville Transit Co., and

chairman, Southern Coach Lines, Inc.,
and Lookout Mountain Incline, Inc.,
Chattanooga. Mr. Hamilton is chair-

man, Hamilton Bank, Dalton, Ga., and
president and chairman, CrownAmeri-
ca, Inc.

m ALBERT BERRY, manager, Mount-
castle Branch, Hamilton Bank, Johnson
City, has been promoted from assistant
cashier to assistant vice president.

m THIRD NATIONAL CORP., Nash-
ville, has acquired Bank of Sevierville.

m FORT WORTH NATIONAL and
Texas American Bancshares have an-
nounced promotions and the formation
of a new trust investment services firm
as a wholly owned subsidiary of the
HC. John B. Hubbard has been named

HUBBARD PETTY

McClelland achziger

You're in the center
of everything
when you stay Sheraton

and, also, the finest in

KANSAS CITY,

MISSOURI

r,'n

7'

TELEPHONE (816) 842-6090
FOR RESERVATIONS

IYom-Sheraton Mott»4nn

SIXTH AND MAIN STREETS

SHERATON HOTELS AND MOTOR INNS. A WORLDWIDE SERVICE OF ETE

OTHER SHERATONS:
« JOPLIN, MO.
SHERATON-PROM MOTOR INN
3600 RANGELINE AT 1-44 AND US. 71

* WAYNESVILLE-FT. LEONARD WOOD, MO.

SHERATON MOTOR INN
1-44 AND MO. 28, OFF 1-66

rree 800-325-3535 MAKES IT HAPPEN

IN MISSOURI, CALL 1-800-392-3500

chairman of the trust committee of the
bank and senior vice president-trust of
the HC. Bruce Petty, a bank senior
vice president, has been named to suc-
ceed Mr. Hubbard as head of the
bank’s trust division. Harold M. Ach-
ziger has been proposed as president
of the new subsidiary, Texas American
Investment Services, Inc. He is current-
ly a senior vice president and trust of-
ficer at the bank. John A. McClelland
has been promoted from treasurer to
vice president and treasurer of the HC.

m L. DAVID HARRISON has been
elected senior vice president and comp-
troller of Mercantile National, Dallas.
He was formerly senior vice president-
finance of Texas American Bancshares,
Fort Worth.

HARRISON

m FROST NATIONAL, San Antonio,
has promoted Dee R. Griffin from as-
sistant vice president to vice president.
Elected to officer status were Rebekah
V. Anders (automation officer), Jan L.
Kassaw and Brian L. Smith (invest-
ment officers).

m LUBBOCK NATIONAL has elect-
ed Carol Beth Covey vice president
and named Mary Ellis Maedgen Key
to its board. Miss Covey joined the
bank in 1960. Mrs. Key is the daughter
of the late C. E. Maedgen Sr., founder

of the bank, and sister of the Ilate
Charles E. Maedgen Jr.
m FIRST CITY NATIONAL, Hous-

ton, has promoted Paul H. Camerlengo
to vice president, Charles C. Loomis
and Gerald A. Carwile Ill to assistant
vice presidents, and elected William
C. Carrington and Martin S. Jones,
personal banking officers; Darryl D.
Marks, Master Charge officer; and An-
neliese Bosseler, international banking
officer.

DIED. Mrs. Margaret E. Noble, for-
mer chairman, Texas City National.
She was a veteran of more than 50
years in banking. Among her surviving
children is William M. Noble, presi-
dent, American Bank of Commerce,
Victoria.
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When you coll our
Correspondent Deportment,
you've mode the right
bonking connection.

Cullen Center Bank & Trust has all the banking
connections you need, whether it's loon participation,
help with bonds, cosh management, investment advisory
services or a total financial package.

Give us a call. We're very easy to get to know.
We're not so big that we're never around when you
need us. Yet we're big enough to help you out with oil
the services you expect from a correspondent bank.

One other thing about us. We're just about the
fastest growing bank in the country, reaching $210 mil-

lion in deposits in just five short years. And you could be
growing with us.

So if you can't seem to get the help you need
from your present correspondent bonk, talk to us. You
won't be getting just another correspondent deportment.
You'll be getting o complete bonk working for you.

Call Milton Block, Craig Pemberton ... or Bob

Greer at Cullen Center Bonk
mads the nght comentons. TTICULLEN
Cullen Center Bonk & U J CENTER
BANK OF
IDEAS

Trust. Smith and Jefferson,
Houston, 713/224-0778.
Member FDIC.

o Wona -
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For Your Banking Equipment
Needs, Call HEGCO!

Complete Selection

Drive-Up Windows of Envelopes Designed
After-Hour Depositories

Vault Ventilators

Safe Deposit Boxes Especially for Your Bank
Burglar Alarms

Metal Under Counter Equip.

Surveillance Cameras MISSOURI ENVELOPE CO.

Pneumatic Tube Systems 10655 GATEWAY BLVD.

Fire Resistive Products
Used Equipment of All Types ST. LOUIS, MQO. 63132

Vault Engineering Service Phone 314/994-1300

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

H Save up to 40% of your
P IC k a directory expense with the
American Bank Directory. And

b a n k save 50% of your time and

effort with our easy-to-use,
two-volume format. ABD

any bank. indudes an essentia

information for more than

A n d 14,000 banks arranged by city
and state, and thumb-indexed

for easy reference.

save 40% m

. . $~C 00 ‘single AMERICAN
d0|ng |t. issue Bank Directory

6364 Warren Drive
Norcross, Georgia

§ 7 C0Q r"standing (404) 448-1011
JmakJ order

#Plus Shipping and Handling Charges

visit the
deep South...

BEACH!

Enjoy the gracious traditions
of the 3 Paradise Resorts.
We offer unobtrusive, old-style,
manor-born hospitality. ..
guaranteed to make you feel
you "belong”. The special
cordiality of the Old South
awaits you, in our Miami
Beach resorts. C’mon down!
Who knows. .. you may K S f B?art“ S1.T3biiS: BIX6725
meet a neighbor!
\NQSUggest you see your Address
local Travel Agent...
he should know about us.

Or use the coupon for
complete information.
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American Bank Directory

American Express Co. (Travel
American Home Assurance Co
American National Bank, Amarillo, Tex. .. 90
American National Bank, St. Joseph, Mo. . 42
American Nat’l Bank & Tr. Co., Chattanooga 58
American Nat’l Bank & Trust Co., Chicago 97

Bank Anniversary Book ... 83
Bank Board Letter ............. . 38
Bank of America, San Francisco 61
Bank of New Orleans 27
Bank of New York ... 51
Bossier Bank & Trust 103
CMI Investment Corp 79

Citizens Fidelity Bank & Tr. Co., Louisville 101
Commerce Bank, Kansas City ............... 49
Commercial Nat'l Bank, Kansas City, Kan. 100
Commercial National Bank, Little Rock . 107
Continental Bank, Chicago ..........c.c..... 95
Cullen Center Bank & Trust Co., Houston . 109
Cummins-Allison Corp...
De Luxe Check Printers, Inc... .
Deposit Guaranty Nat'l Bank Jackson, Miss. 73

Federal Land Bank, Wichita ... 8l
Financial Placements 22
First Alabama Bancshares 78

First American National Bar-{k, Nashville 7

First City National Bank, Houston 63
First National Bank, Fort Worth 89
First National Bank, Jackson, Miss. a7
First National Bank, Kansas City 45
First National Bank, Memphis 65
First National Bank, Minneapolis 28

First National Bank, St. Louis .... ..
First Nat’l Bank & Trust Co., Okla. City .. 9
First Nat’'l Bank & Trust Co., Tulsa ........ 43
First Nat’l Bank of Commerce, New Orleans 3

Fourth National Bank, Tulsa ............. 37
Golembe Associates, Inc., Carter H............ 86

Hamilton National Bank, Chattanooga . .. 77
Harland Co., John H .

Hegco Industries, Inc
Heller & Co., Walter E...

Insured Credit Services, Inc. 17
Internat’l Financial & Fiduciary Group ... 66
Kansas Bank Note ................ . 83
Keystone Credit Investors Corp .22
Laredo (Tex.) National Bank 52
La Salle Hotel, Chicago 66

Leavell Development Co. 55
Liberty Nat’l Bank & Trust Co., Louisville 69
Liberty Nat’l Bank & Trust Co., Okla. Clty 2
Louisville Trust Co...

Matterhorn Bank Program .................. 56
Mercantile Bank, St. Louis ...
Mercantile Bank & Trust Co., Kansas City 105
Mississippi Bank & Trust Co., Jackson ... 102
Missouri Envelope Co.. . 110
Mosler Safe Co...

NCR Corp 26
National Ba 16
National 85
National Boulevard Bank, C g 99
National Stock Yards National Bank 11
Northern Trust Co., Chicago 11
NYTCO Services, Inc.. 44
Ozark Air Lines, Inc. 91
Paradise Resorts . 110
Prom Sheraton Hotel 108
Rand McNally & Co. 12
Sattley Co. ..ccocuenen 70-71

Standard Life & Accident Co., Okla. Clty 23
Standard Life Insurance Co., Jackson, Miss.

Stern Brothers ... 19
Third National Bank, Nashville 53
United Missouri Bank, Kansas City . 21

Whitney National Bank, New Orleans .... 8?
Womeldorff & Lindsey .

Yanan & Associates, J

TRAVELMATS

Has gone out of business. Send orders to
Business Industries Inc., Onamia, Minnesota.
Manufacturers of placemats, napkins, car
mats, desk pads, etc.

= Fourth National Corp., Tulsa, has
received Fed approval to acquire Di-
versified Mortgage & Investment Co.,
Tulsa, which is involved in the origina-
tion, sale and service of one-to-four
family residential mortgage loans and
interim construction loans.
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Meno frm
VIC EVANS, Supvr. of Bank Oprtns, N.S.Y.N.B.

""Have to move along. 1,001 dtls have to be geared to
meet crspndt needs & mesh w/oprtns of cstmr bnkrs . .
Only way to abbreviate the wait for action™.”

"Also hve to know our cstmrs & their needs. Essential to
a bnk whose ratio of due-to-bnk deposits in ratio to ttl
deps . runs alwys o"er 80% V

"Prdn me . Hve to scoot.Ph. call for me on 618-271-6633.
Hve to tk care o " the cstmrs . U-2 if you call that No.

Yrs. Trly.
Vic
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Betz, Dierks, Courrier.

You can’t find bankers
who can give you faster decisions
than these men.

Because they speak for First...

in Missouri, Kansas and Nebraska.
No bank anywhere gives its
correspondent bank officers more
freedom to act on their own.

Because we know our men.

And they know their bank.

For any special services from

overline loans to computerized

bond analysis, get the job done

better ... by working with a man
who speaks for First.
Fast.

Some Special Services for
Charles S. Betz Our Correspondent Banks:

Vice President

(314) 342.6386 Fast action on overline loans ...

even if your bank is not yet a First
correspondent.

Computer services second to none.
Years of experience in all forms of
EDP. Our computer marketers and
technicians will be happy to visit
and talk with you.

Computerized transit and clearing
activities speed up collections with
the new RCPC'’s.

Bond Department services,

~including fast computerized
portfolio analysis. Our investment
experts are in constant contact with
bond dealers nationwide.

David A. Dierks Personal and Corporate Trust
Commercial Banking Officer services through St. Louis Union
(314) 342-6387 Trust. Largest trust company in

Missouri. Over $4 billion in assets.

Exchange ideas at our Annual
Conference of Bank Correspondents
... plus special educational seminars.

James B. Courrier First National Bank

Commercial Banking Officer

(314) 342:6368 INn St.Louls Member FDIC
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