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Don Donaldson 
has more 

financial freedom

with Liberty’s
Portfolio Management System

Don Donaldson, President of the Union National Bank of Bartlesville, is a sensible 
and practical banker. He realizes that today’s bank portfolio manager is called on 
to make decisions in a rapidly changing market. And, he appreciates the impor­
tance of making those decisions with the help of Liberty’s Portfolio Manaqement 
System.
Union National was the first bank to avail itself of the advantages offered by the 
system. And, they intend to stay with it. The Portfolio Management System has 
given Don virtually instantaneous access to management tools that were previ­
ously available, but only after laborious hand calculations. Now, Don can tell 
immediately where his portfolio is and what, if any, changes need to be madefor its 
improvement.
Don is pleased with the system. He’s also pleased that Liberty hasn’t increased 
prices for the service.
If your bank is interested in a new path to greater profits, contact the Correspon­
dent Department or Investment Services, (405) 231-6174 to discuss the Portfolio 
Management System . . .
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Maybe you’ve thought 
of New Orleans banks 
as sleeping giants.
As a banker in the Gulf South, you have watched New Orleans lag 
behind other, newer cities in becoming centers of Southern finance. 
Whatever the reasons, New Orleans, the nation's second largest port, one 
of the South s largest metro areas, may appear to have been financially 
sleep walking. But as a banker you have noticed . . .

First National Bank of Commerce has identified the problem 
and is moving to solve it. And our efforts are paying off. For us and 
for our correspondents. We report more correspondents in a wider area than 
any other bank in the region. For a number of sound reasons. Our 
aggressive calling program. Our desire and ability to meet, head on, any 
correspondent requirement, quickly, confidentially and successfully. And, 
of course, our strategic location.

Our aim is to promote banking throughout the Gulf South,
if we wake up a few sleeping giants in the process, we ll all benefit from 
the competition. Because only through an active, vitalized banking system 
will our region grow and prosper. If you're looking for our type of 
correspondent, you II find us in New Orleans. If we don t find you first!

«  CORRESPONDENT BANKING

t FIRST NATIONAL BANK OF COMMERCE
NEW ORLEANS

S LIN E S  —Louisiana 1-800-362-8530. A labam a, Arkansas, M ississipp i, O klahom a and East Texas 800-535-8542 . In o th e r areas ca ll co llec t 504-529-1371Digitized for FRASER 
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A LITTLE TRAVELING 
MUSIC, PLEASE...

Our Third National delegation is Hawaii 
bound...heading for the ABA Convention 
in Honolulu, October 19th through the 
23rd. We’re looking forward 
to seeing you there!

THIRD
NATIONAL BANK
IN NASHVILLE

Member F.D.I.C.
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Convention Calendar

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.

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-
P o r lr  P la7Q  TTntf»l

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.

December
Dec. 1-3: ABA Payments System Policy Con­

ference, Chicago, Sheraton-O’Hare Hotel.
January (1975)

Jan. 19-24: Robert Morris Associates Loan 
Management Seminar, Bloomington, Ind., 
Indiana University.

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

February
Feb. 2-5: ABA Midwinter Trust Conference, 

New York City, Waldorf-Astoria Hotel.
Feb. 9-11: Bank Marketing Assn. EFTS Semi­

nar, Atlanta, Fairmont Colony Square.
Feb. 19-21: ABA Bank Investments Confer­

ence, San Francisco, Hotel St. Francis.
Feb. 23-26: Bank Marketing Assn. Holding 

Company Workshop, Miami, Fountainbleau 
Hotel.

March
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March 2-4: ABA National Credit and Com­
mercial Lending Conference, New York 
City, Americana of New York.

March 3-5: ABA National Marketing Con­
ference, San Francisco, Fairmont Hotel.

April
April 7-9: ABA Installment Credit Confer­

ence, Chicago, Conrad Hilton Hotel.
April 8-9: Young Bankers of Tennessee An­

nual Convention, Knoxville, Hyatt Regency 
Hotel.

April 23-25: Alabama Bankers Association
Annual Convention, Birmingham, Kahler 
Plaza Hotel.

April 27-30: ABA Mortgage Conference, Den­
ver, Denver Hilton.

May
May 3-6: Louisiana Bankers Association An­

nual Convention, Fairmont Hotel, New Or­
leans.

May 4-6: Arkansas Bankers Association An­
nual Convention, Hot Springs, Arlington 
Hotel.

May 4-6: Association for Modern Banking in 
Illinois, Chicago, Hyatt Regency Hotel.

May 4-6: Illinois Bankers Association Annual 
Convention, Chicago, Palmer House.

May 4-6: Texas Bankers Association Annual 
Convention, Houston, Hyatt Regency Hotel.

May 11-13: Tennessee Bankers Association
Annual Convention, Nashville, Hyatt Re­
gency Hotel.

May 11-13: Missouri Bankers Association An­
nual Convention, Kansas City, Crown 
Center.

May 12-14: ABA Operations and Automation 
Conference, Bal Harbour, Fla., Americana 
Hotel.

May 13-15: Oklahoma Bankers Association 
Annual Convention, Tulsa, Fairmont-Mayo 
Hotel.

May 14-16: Kansas Bankers Association An­
nual Convention, Topeka, Ramada Inn 
Downtown.

May 17-21: Mississippi Bankers Association 
Annual Convention, Biloxi, Pete Fountain’s 
Buena Vista Hotel.

May 18-20: ABA Southern Trust Conference, 
Williamsburg. Va., Williamsburg Lodge.

May 18-31: School of Banking of the South, 
Baton Rouge, Louisiana State University.

May 25-29: Assembly for Bank Directors.
Hot Springs, Va., the Homestead.
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The Banking Scene

By Dr. Lewis E. Davids

Hill Professor of Bank Management, 
University of Missouri, Columbia

Hinky Dinky and Now NEACH
T )  ANKERS in the Mid-Continent area 

should be well aware of the impli­
cations of the words Hinky Dinky as 
the focal point for an S&L experiment 
in automated electronic funds trans­
mission by First Federal S&L of Lincoln, 
Neb.

Introduction of the electronic funds 
switching between the Hinky Dinky 
supermarkets and First Federal caused 
a material shift in sentiment on the 
part of a large number of Nebraska 
and other commercial bankers. Many 
heretofore “independently oriented” 
bankers were confronted with the prag­
matic recognition that the public liked 
and used the EFT program at Hinky 
Dinky, that the Federal Home Loan 
Bank Board had “blessed” the venture 
and—if banks successfully fought other 
banks’ EFT efforts— that the S&Ls 
might wind up with a competitive lead 
that would be difficult to overcome. 
In fact, much effort had been in the 
area of precluding commercial banks 
from expanding either by branching or 
holding company.

"The pressure of thrift institutions 
in California would indicate that 
ability of a clearing house to exclude 
noncommercial financial institutions 
from membership will not stand up 
too long."

The phenomenal success while Hinky 
Dinky was using the electronic funds 
transmission technique has caused not 
only bankers, but the S&L industry to 
anticipate that the time frame of the 
electronic funds remissions systems will 
be of a more immediate nature than 
had been conceived in the pre-Hinky 
Dinky period.

The purpose of this article is not to 
comment pro or con about the Hinky 
Dinky experiment, but simply to use 
it as a springboard for discussing 
NEACH. Relatively few bankers and

S&L executives in this area are con­
versant with it. NEACH stands for the 
New England Automated Clearing 
House, which went on line July 1, 1974, 
and is in the process of continual ex­
pansion outside the Boston area, going 
into New Hampshire, Maine and Rhode 
Island and will be in Connecticut some­
time probably during 1975. NEACH 
will offer direct deposit of payroll, de­
posit of social security checks, Veterans 
Administration payments and dividends, 
corporation and insurance company 
dividends and annuities to be switched 
to its participating members.

For the typical commercial banker, 
the services appear to be simply an 
expansion of conventional services bank 
clearing houses have generally pro­
vided. However, in this instance, not 
only have the services been expanded, 
but the institutions that can qualify for 
membership also have been expanded. 
Thus, thrift institutions, such as S&Ls, 
cooperative banks, mutual sav in gs 
banks, building and loan associations, 
can join the automated clearing house. 
For example, account holders will be 
able to have their bills paid by pre­
authorized fixed debits, such as mort­
gage payments, periodic and automatic 
savings deposit payments of insurance 
premiums, level payment utility bills, 
regular installment loan payments and 
other contractual-type payments. In 
fact, it is designed to permit a variable 
debit service through which customers 
of financial institutions can instruct 
institutions to pay irregular amounts 
such as department store bills, credit 
cards, etc.

Thus viewed, it is apparent that the 
former virtual monopoly banks had 
when checks were used as paper entries 
for clearing purposes has now been 
broken. Any qualified noncommercial 
bank financial institution can now join 
the automated clearing house.

It’s true that the automated clearing 
house is, at this time, housed in the 
Federal Reserve Bank in Boston and 
uses computer software developed by 
banks in the SCOPE system as well as 
other software programs. It is interest­
ing to note that the senior vice presi­
dent of the Federal Home Loan Bank 
notes, however, that thrift institutions 
cannot be originating “banks” for direct 
inputs for the NEACH nor can they be 
equity holders of the association or par­
ticipants in its managing body. How­
ever, this does not prevent them from 
using the facilities of a member, and 
these restrictions can be changed and 
eased at some future time.

. . while the automated clearing 
house has been associated mostly 
with operations on the East and 
West coasts, it's only a matter of 
time before automated clearing 
houses will be found in this geo­
graphical area."

The pressure of thrift institutions in 
California would indicate that ability 
of a clearing house to exclude non­
commercial financial institutions from 
membership will not stand up too long. 
Viewed from one direction, the auto­
mated clearing house certainly is an 
improvement over the use of paper, 
which must be handled manually a 
dozen or so times. Utilization of the 
electronic automated clearing house is 
partly a marketing function. Many will 
prefer the comfort of their familiar 
checking accounts to what appears to 
some to be the almost bewildering com­
plexities of the computer with its as­
sociated lack of personal contact. How­
ever, it does appear that a significant 
portion of the public will want auto­
mated clearing house services. It also 
seems that use of EFT will evolve 
not only in terms of covering broader 

(Continued on page 97)
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Our bank can help you with all your correspondent 
needs.

O ur te a m  o f C o rre s p o n d e n t B a n k e rs  a t 
th e  F irs t o f F o rt W o rth  w ill d e liv e r y o u r  
b a n k  th e  v e ry  b e s t in c o r re s p o n d e n t 
s e rv ic e s .

W h e th e r yo u  n e e d  o v e rlin e  a s s is ta n c e , 
c o m p u te r iz e d  re c o rd -k e e p in g , o r he lp  
fro m  th e  f irs t  m o n e y  m a rk e t c e n te r  in the  
F o rt W o rth  a rea , ca ll on  us.

O r w h e n  yo u  n e e d  a s s is ta n c e  in o th e r 
a reas , y o u ’ll be  h a p p y  to  k n o w  o u r 
c o r re s p o n d e n t d e p a r tm e n t is n o w  an 
in te g ra l p a r t o f o u r n e w  S o u th w e s te rn

D iv is ion , u n d e r th e  d ire c tio n  o f A lan  
S n o d g ra s s . It m e a n s , th a t in a d d it io n  to  
e x p e rt c o r re s p o n d e n t b a n k in g  s e rv ic e s , 
i t ’ ll be  e a s ie r fo r  yo u  to  g e t e x p e r ie n c e d  
h e lp  fro m  o u r A g r ic u ltu ra l D e p a rtm e n t, 
o u r P e tro le u m  a n d  C h e m ica l 
D e p a rtm e n t, o u r In te rn a tio n a l B a n k in g  
D e p a rtm e n t, and  o u r B o n d  D e p a rtm e n t.

M a ke  th e  m o s t o f w h a t y o u ’ve  g o t by  
te a m in g  up  w ith  th e  F irs t o f F o rt W o rth .
Call Jo h n  C o p e  in o u r C o rre s p o n d e n t 
B a n k in g  D e p a rtm e n t to d a y . (81 7) 336-9161.

Make the most of what you’ve got.

First of Fort Worth
The First National Bank of Fort Worth
One Burnett Plaza, Fort Worth, Texas 76102 Member F.D.I.C.
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Agricultural News

In Comprehensive, One-Day Tour:

First-Hand Look at Farming Operation  

Provided Bank Officers, Directors

WHEN Charles Daily, chairman of 
five Illinois banks, realized that 

his banks would be doing more busi­
ness with agriculture than with any 
other basic industry during the next 
decade, he decided that those banks’ 
officers and directors should get a first­
hand look at farming. The result: a 
comprehensive, one-day tour of a suc­
cessful farm operation in Mascoutah, 
111.

The idea really originated with the 
farm’s owner and operator, Roy Klin- 
gelhoefer, a director of Mascoutah 
Bank, one of Mr. Daily’s five banks. 
While talking to a friend in the bank, 
Mr. Klingelhoefer happened to men­
tion that a combine cost him about 
$20,000. When the friend expressed 
shock and almost disbelief at this price, 
Mr. Klingelhoefer decided that “some­
thing has to be done about this.” It was 
then that he took his idea of a farm 
tour to the Mascoutah Bank, which 
helped sponsor the tour. According to 
Mr. Daily, “We jumped at the chance. 
Our primary objective was to give per­
sonnel an insight into farming and the 
farming operation.”

Mr. Klingelhoefer emphasized that 
he didn t want to show what he was 
doing; he wanted to demonstrate

what’s happening in agriculture and 
merely used his farm as an example.

The tour began at a Mascoutah 
school with an invocation by Dr. Eric 
Rackham, president, McKendree Col­
lege in Lebanon, where another of Mr. 
Daily’s banks, Lebanon Trust, is locat­
ed. Tour members then had lunch and 
were introduced to Mr. Klingelhoefer, 
who said they already were getting a 
“taste” of farming by being away from 
their air-conditioned offices (the tem­
perature on the tour day was 90-plus 
degrees ).

Mr. Klingelhoefer explained that he 
was primarily a beef farmer, although 
he does raise some hogs. He introduced 
Bob Twenhafel, a representative of 
Curtis-Harvestore, manufacturer of 
sealed storage containers. Mr. Twen­
hafel talked briefly about agriculture 
in the past and future and said that to­
day’s farmer must learn to produce 
more food with less manpower. He 
used slides to show that the United 
States is the only country in the world 
that can practically produce enough 
food for the rest of the world. He point­
ed out that farmers are losing a million 
acres of land a year to urban develop­
ment such as airports, lakes and inter­
state highways. He concluded his talk

U. S. Representative Melvin Price (I.), Charles 
Daily (c.), ch. of five Illinois banks, visit with 
Roy Klingelhoefer (r.) on latter's farm  during 
tour he conducted for officers and directors of 
Mr. Daily's banks and their spouses.

by saying, “The future of agriculture 
will depend on how the farmer can ad­
just to efficiency, which is the most ex­
pensive part of expansion.”

The 80 bankers, directors and their 
spouses then went to the Klingelhoefer 
farm, located about a mile east of Mas­
coutah. They were shown an 80x54- 
foot shed that’s used for machinery 
storage and a “loafing” area for 81 beef 
cattle. The group showed surprise 
when Mr. Klingelhoefer said the shed 
cost $18,000. However, as the tour 
continued, those on it learned to ad­
just to the prices quoted on the various 
pieces of equipment. Mr. Klingelhoe­
fer took them from building to build­
ing, stopping in between each to dem­
onstrate how a certain machine is used.

To illustrate rising farm costs, Mr. 
Klingelhoefer said that an auger had 
increased in value 12% in eight days 
and that the 60-foot-high, airtight 
Harvestore silo and the machinery on 
his farm actually were increasing in 
value, rather than depreciating.

An equipment firm representative,

LEFT: Roy Klingelhoefer sits on 715 International combine while he bers of group that toured Mr. Klingelhoefer's farm . M r. Daily is ch. of
discusses its cost and how it is used. RIGHT: M r. Klingelhoefer (ex- five banks whose officers and directors took tour,
treme I.) and Charles Daily (3rd from I.) are shown with some mem-
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This Doane program 
can help your bank 

be the ag bank 
in your area.

Understanding farmers’ and ranchers’ problems is just 
good business. And letting them know you understand can 
be just as important. But without the right kind of effort, 
good public relations can be downright time-consum­
ing . . . and costly.

That’s why the leading ag banks in over 1,000 com­
munities mail Doane’s Farming For Profit® newsletter to 
their best customers and prospects each month.

It’s full o f current, helpful farm financial 
facts and management tips . . . the kind 
your bank customers really need to farm at a

profit. And it’s written in a concise, easy-to-read form 
busy farm operators like. What’s more, it’s printed with 
your bank’s letterhead. So each time your customers—• 
and future customers—receive their issue, they think o f 
you. Favorably.

As a Farming For Profit client, you get exclusive rights 
to the use o f this program in your area. And, we’ll be 
glad to handle the complete mailing for you if you’d like.

But instead o f telling you what a good 
customer relations program Farming For 
Profit is we’d rather show you. Look:

D
DOANE

FR E E ...6  issues of 
Doane’s Farming For Profit®
□  I’d like to see for myself what kind of helpful 

marketing tool Doane’s Farming For Profit 
can be. Start my FREE 6 monthly issues 
right away and send full details about your 
program. I understand I’m under no further 
obligation of any kind.

□  Please call for 
appointment

(area code) (phone number)

YOUR NAME TITLE

NAME OF BANK

ADDRESS

CITY STATE ZIP

Ask DOANE

Doane Agricultural Service, Inc.
8900 Manchester Road p_2
St. Louis, Missouri 63144
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Dick Kammann, was present to quote 
prices on farm machinery. For instance, 
Mr. Klingelhoefer’s 715 International 
combine, purchased in 1972, was 
worth $20,000. When asked to quote 
a price on a cornhead for the combine, 
Mr. Kammann said it was worth about 
$2,500, but added that “ it didn’t really 
matter because you can’t get them any­
way.” He said that his firm hasn’t re­
ceived one cornhead all year and the 
same situation exists with all farm ma­
chinery.

Mr. Klingelhoefer showed the tour 
members his $6,000 bunk feeder, 
which distributes feed to his cattle. 
When he said that this was a cheaper

system than another one, a special 
guest— U. S. Representative Melvin 
Price of East St. Louis, 111.—jokingly 
said, “I wouldn’t have noticed the dif­
ference.”

Mr. Klingelhoefer pointed to his beef 
cattle as a good example of how the 
farmer does more with modern equip­
ment. He said he’s feeding 81 head on 
33 acres of alfalfa hay by chopping the 
hay into the silo and feeding it via the 
feed bunk. He said he has 45 head on 
pasture, and they require 50 acres to 
be fed adequately.

Mr. Klingelhoefer said he was taking 
the pasture to the cattle rather than the 
cattle to the pasture and that this was

one way he has boosted his farm’s effi­
ciency.

Lacy Harris, who markets Mr. Klin­
gelhoefer s cattle, told the tour group 
that it was looking at a top-notch farm­
ing operation, that the machinery is in 
good condition, the place is well kept 
and Mr. Klingelhoefer is a hard worker.

Mr. Klingelhoefer s objective was to 
illustrate the state of agriculture today, 
not necessarily what he’s doing on his 
farm. As he put it, “ I just wanted to 
give the people an idea of what is go­
ing on in farming.”

That he was successful in this objec­
tive may be gathered from remarks 
made by Allen A. Kaiser, president, 
Lebanon Trust: “I think this tour did 
a heck of a lot of good. It gave people 
a chance to get to know the farmers. 
It allowed us to become familiar with 
some of the problems fanners have to­
day.”

Mi. Kaiser said he was impressed 
with how the tour was so well orga­
nized and with the Klingelhoefer 
farming operation. He noted that it 
takes a lot of money to operate a farm. 
In fact, he added, although he was 
fairly familiar with the farming situa­
tion, he was still impressed with the 
amount of money it takes.

In addition to Mascoutah Bank and 
Lebanon Trust, members of the tour 
were from Mr. Daily’s three other 
banks—Edgemont Bank, East St. Lou­
is, Metropolitan Bank, Alton, and 
Lincoln Trail Bank, Fairview Heights.

Oklahoma Independent Bankers 
Plan November Convention

OKLAHOMA CITY— The first gen- 
eial convention of the Independent 
Bankers Association of Oklahoma 
(IBAO) will convene at Trade Winds 

( t ntral, Oklahoma City, November 
7-9.

The business portion of the program 
will begin at 9 a.m., November 8. The 
keynote speaker will be Embree K. 
Easterly, president, Independent Bank- 
eis Association of America, and presi­
dent, Capital Bank, Baton Rouge, La. 
The program will include other speak­
ers from the Independent Bankers As­
sociation of America as well as repre­
sentatives from various state indepen­
dent banker associations. A women’s 
program is also being planned.

Members of the convention commit­
tee include R. S. Amis, president, First 
National, Midwest City, and IBAO 
chairman; Gary Huckabay, president, 
First Mustang Bank, IBAO vice pres­
ident; Robert L. Moser, president, 
Quail Creek Bank; and Don J. Harr, 
IBAO executive manager.

Let our 
billion dollar 
organization 
help your 
bank profit* 

Call Bill Rice, a member 
o f our correspondent 
banking team*
First Alabama Bancshares, Inc.

A ffiliate Banks:
The First National Bank o f M ontgomery 
Exchange Security Bank, Birmingham 
The First National Bank o f Huntsville 
The City National Bank o f Tuscaloosa 
The Dothan Bank and Trust Company 
The Selma National Bank 
First City National Bank o f Gadsden 
The First National Bank o f Athens 
The First National Bank o f Bay Minette 
Citizens Bank o f Guntersville 
Am erican Bank <Sc Trust Com pany, 

Hartselle
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“...an d  Bankers Special Bond for extra strength.”

The new Bankers Special Bond thru Scarborough is 
that solid step in the right direction when building your 
banking program. With 18 coverages, individually 
designed to meet the insurance requirements o f any 
bank, this special bond, combined with the in-depth 
bank know-how of Scarborough make a very solid 
banking foundation. How does your program stack up? 
Write or call today and find out.

S c a rb o ro u g h
the bank insurance 

people
Scarborough & Company, 33 N. Dearborn St., Chicago, Illinois 60602, (312) 346-6060
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5 ways Integon m akes 
your credit insurance 

m ore profitable and
less problem.

1

YO U ’RE NOT ORPHANED.
You don’t get signed up, then left 
out. Even after your program is 

set and running smoothly, your Inte­
gon representative comes to see you 
about every six weeks. To see that 
everything keeps running smoothly. 
O f course, if anything comes up be­
tween his regular visits, he’s at your 
call.

2 YOU GET THE TOOLS.
You can’t sell from an empty 
barrow; so we make sure you 

always have all the supplies you need. 
Your Integon representative will check 
and replenish them on his regular 
calls. And if you ever need anything, 
you can just call him, or call the home 
office, or send one o f the stamped, 
addressed order cards we provide.

And since rates vary from state to 
state and loan to loan, we double 
check every shipment you get. (We 
can’t afford mistakes, either.) The 
supplies are free, and so are the com­
plete Monthly Payment Charts that 
Integon provides, to save you time 
and work.

You get this total field and home 
office support on every Integon ser­
vice; Security Protector Plan, Single 
and Joint Credit Life, and Credit 
Accident and Health.

3 YOU GET THE TRAINING.
At the outset, and whenever you 
have a new Loan Officer come 

aboard, your Integon representative 
provides a complete training presen­
tation. This unique audio-visual in­
doctrination helps your staff to sell 
better and earn more for the bank.

As part o f  the training, you receive 
a thorough Reference Manual detail­
ing the whole Integon program o f 
Life and Health coverage, contract 
limits, maximum terms, samples o f 
all charts, forms and certificates, pro­
cedures for claims, refunds and re­
ports, and how to sell.

4 YOU KNOW
WHERE YOU STAND.

You handle credit insurance to 
protect your loans, to protect your 
customers, and to make some money. 
Each month, if you wish, you receive 
a computerized status report showing 
your commissions, claims, premium 
income by branch and by month, 
plus year-to-date totals and aggregate 
totals since your contract began. 
Meanwhile, your Integon representa­
tive works with you to improve mar­
ket penetration, cut the loss ratio, 
and make the whole operation as 
easy and profitable as possible.

5 YOU’RE NOT 
IN OUR BUSINESS.
You’re in banking; and we keep 

that in mind. All the paperwork is de­
signed for ease, speed, and completion 
by Loan Officers, not Underwriters.

GET THE DETAILS.
These are just the highlights of In- 
tegon’s professional approach to com­
plete credit insurance for you. For all 
the facts, call or write to J. Wayne 
Williard, Jr., Vice President, Credit 
Insurance, 420 N. Spruce St., Win­
ston-Salem,

Telephone^ IN TE G O N *
919/725-7261. LIFFINSl,RANrFLIFE INSURANCE 

CORPORATION
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K) m ore.

Management and Field Representatives
(Front row) H. B. Martin, Jr., Assistant Vice President, Regional Sales Manager East; J. Wayne Williard, Jr., Vice President, De­
partment Manager; Robert B. Johnston, Territory Manager; J. Thomas Bunton, II, Territory Representative; (Back row) E. Bruce 
Tarleton, Territory Manager; Ray M. Shore, Territory Representative; James E. Hollingsworth, Territory Manager; Truman I. 
Myers, Jr., Assistant Vice President, Regional Sales Manager West; PI. Lester Morris, Jr., Agency Supervisor; Joe B. Bass, Territory 
Representative.
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BANKING WORLD

* Samuel D. Daume has been 
named head of all correspondent rela­
tionships in the Midwest for First Na­
tional City Bank, New York City. He 
succeeds Howard Morgan, who joined 
the bank’s real estate industries divi­
sion. Mr. Daume is a vice president 
and joined the bank in 1962.

• Dr. Beryl W . Sprinkel, executive 
vice president, Harris Trust, Chicago, 
was one of 21 economists selected to 
confer with President Gerald Ford in

DAUME SPRINKEL

Washington last month. The meeting 
was the first in a series which cul­
minated in a two-day presidential sum­
mit conference on inflation.

• John W. Hanley, president and 
CEO, Monsanto Co., St. Louis, has 
been named to the boards of Citicorp 
and First National City Bank, New 
York City.

• Joseph A. Rice has been elected 
vice chairman of Charter New York 
Corp. He was formerly an executive 
vice president. He is also president and 
chief administrative officer of Irving 
Trust, principal affiliate of Charter 
New York Corp. He joined Irving as 
a vice president in 1967.

• Dr. David H. Jones has been ap­
pointed as special assistant to the 
Comptroller of the Currency for stra­
tegic policy planning. He was formerly 
acting director of economic and finan­
cial research at ABA and prior to that

meet any correspondent 
banking need . ..

you ought to know a DETROIT BANK-er

DETROIT 
BANK  
Er TRUST

Member FDIC

was an economist at the Dallas Fed. 
In other action, the various units of the 
Comptroller’s staff have been consoli­
dated under one roof at the Comptrol­
ler’s new quarters at L’Enfant Plaza in 
Washington, D. C.

• James R. Drumwright has been ap­
pointed president and CEO of Bank 
of America, New York, succeeding 
A. H. Brawner Jr., who recently re­
signed. Mr. Drumwright will continue 
as senior vice president and manager 
of the New York loan production office 
of parent Bank of America, San Fran­
cisco. He joined the bank in 1955.

• Wilson D. McElhinny, president, 
National Central Bank, Lancaster, Pa., 
has been appointed chairman of the 
National Advisory Committee on Bank­
ing Policies and Practices of the Comp­
troller of the Currency’s office. The 28- 
member committee meets with the 
Comptroller for consultation and dis­
cussion. Committee members from the 
Mid-Continent area include Lewis H. 
Clausen, president, Champaign (111.) 
National; W. A. Carpenter, president, 
Whitney National, New Orleans; Hen­
ry M. Bell Jr., president, Citizens First 
National, Tyler, Tex.; Ernest F. Ladd 
Jr., chairman, Merchants National, Mo­
bile; Walter F. Johnson, president, 
First National, Abilene, Tex.; and Wil­
liam H. Vernon, chairman, Santa Fe 
(N. M.) National.

• Eugene H. Adams, chairman, First 
National, Denver, and ABA Governing 
Council chairman, has been named 
first recipient of the James C. Scarboro 
Memorial Award for leadership in the 
banking profession. The award is pre­
sented by the Colorado School of Bank­
ing.

Eugene H. Adams (I.) receives sterling silver 
bowl as recipient of first James C. Scarboro 
Memorial Aw ard from Joseph L. Frascona, 
director of Colorado School of Banking.
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2 /3  o f the synthetic rubber produced 
in the U.S. conies from  Houston.

H elping this industry keep 
the rubber on the road is 
H o u ston ’s largest bank.
You may not know  it, but throughout 
this country cars are riding on  tires 
that ow e their beginning to H ouston. 
T h a t’s because 67% o f  the nation ’s 
synthetic rubber is m ade here in 
H ouston and along the Texas G u lf 
Coast.

But tires are just one o f  a thousand 
consum er products m ade possible by 
petrochem icals — a b illion  dollar in­
dustry that has grow n up around the 
Southwest’s largest city, to m eet the 
n eed s o f  co n s u m e rs  a ro u n d  the 
w orld.

A  leader in developing financial 
form ulas for research, p r o d u c t io n  
and distribution o f  petrochem icals 
is First City National Bank. A  dow n­

town “ laboratory”  o f  expertise and 
resources for over 100 years.

Industry and finance. Our know l­
edge is yours. First City proves to 
Correspondents that m ore service is 
the result o f  m ore experience.

U nderstanding business as w ell as 
banking has helped us reach our  
present size.
The largest bank in the 
Southwest’s single largest market.

FIRST CITY NATIONAL ■
A First City
Bancorporation
Member

Bank of Houston
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Commercial Lending

RM A Fall Conference Set for Atlanta; 
Dyer, Young, Mitchell Are New Officers

MORE THAN 1,700 members of 
Robert Morris Associates and 

their spouses are expected to attend the 
group’s 60th anniversary Fall Confer­
ence November 10-13 at the Hyatt Re­
gency in Atlanta.

Highlighting the conference program 
will be three government officials— 
U. S. Senator William E. Brock III (R., 
Tenn.), member, Senate Committee on 
Banking, Housing and Urban Affairs; 
Fed Governor Jeffrey M. Bucher; and

MITCHELL

BANKING HAS
CHANGED A LOT SINCE 1934 

...OR EVEN 1964
So has third party collateral control...
or “field warehousing” as it was generally known then.

Then it was limited, straightforward issuance of warehouse re­
ceipts for canned goods, lumber, grain, etc., as a guarantee 
of inventory used as collateral for working capital loans.

It’s still that of course but now third party collateral con­
trol has expanded to a flexible, sophisticated method that 
makes many other kinds of loans possible; that often provides 
access to additional loanable funds for banks themselves; and 
makes funds available for banks in excess of legal loan limits.

In the old days you knew NYTCO Services as 
...S t. Paul Terminal Warehouse Company in 
the Midwest, New York Terminal Warehouse 
Company in the East and South, Haslett Field 
Warehousing in the Far West.
Today NYTCO Services is all of those and much, 
much more. We’ve consolidated, expanded and 
grown as imaginative and flexible as today’s bank­
ing methods. Contact NYTCO Services today... 33 
offices nationwide. We are the third party collateral 
control experts who have kept pace with 1974... 
and the future.

NYTCO Services
I Suite 2110 M, 50 California Street 

San Francisco, CA 94111 NYTCO
Please send me more in form ation about NYTCO's th ird  party co lla te ra l contro l.

NAME ________________________________________________________ _

TITLE________________________________________________________________

BANK_________________________________________________________________

CITY____________________________ STATE_________________ ZIP________

Comptroller of the Currency James E. 
Smith.

Conference addresses will cover how 
bad lending practices can ruin a bank; 
financing requirements of the railway 
industry; how personal attitudes, moti­
vations and incentives affect business; 
and the outlook for the economy and 
the dollar. A presentation on interna­
tional lending will be given by the 
Bankers’ Association for Foreign Trade.

Panel discussions will cover chang­
ing conditions in habitat and life style 
and their impact on residential and 
commercial development; the views of 
a banker and credit user on corporate/ 
banking relationships; and an overview 
of lending to REITs.

Concurrent sessions covering a wide 
range of lending subjects will be of­
fered on two days of the conference. 
Topics will include innovations in 
lending and credit training, loan ad­
ministration in a multibank HC, man­
agement of bank assets and liabilities, 
challenges in credit reporting, collec­
tions, workouts and recoveries and 
agribusiness in the 1970s.

Hosts for the conference are Atlanta 
bank members of RMA.

New RMA officers for 1974-75 in­
clude Frank R. Dyer Jr., executive vice 
president, Philadelphia National— pres­
ident; Robert A. Young, president, 
Northwest Bank, Vancouver, Wash.— 
first vice president; and Dan W. 
Mitchell, president, Old National, 
Evansville, Ind.— second vice presi­
dent.

The officers will be formally in­
stalled at the conference. * *
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Me make »endet* 
experts in sen (fe/ejj

To compete today for the tempt­
ing yields available from good com­
mercial mortgage loans, you’ve got to 
know how to protect yourself.

Even a conservative loan to the 
right man, in the right market, at the 
right moment, has its hidden hazards. 
Times change, markets shift, tenants 
and even management do move on.

These are some of the unpre­
dictable problems that leave a lender 
vulnerable during the life of a mort­
gage, and they’re just the kind of risks 
CMI can hefp you defend yourself 
against.

Your exposure? Our coverage 
of the top 20% of a commercial mort­
gage reduces your risk of a loss when 
there’s a default.

Add to this our defense tactic 
of lease insurance and your income is 
safe too. 100% protection for regular 
payments to cover principal, interest, 
taxes and insurance.

In short we leave no holds 
barred in providing your protection. As 
a leader in our industry, you’ll find 
we’re unbeatable in your defense.

For a smashing file of facts on 
mortgage insurance call us (Toll 
Free) 800-356-8080. (In Wisconsin) 
800-362-8070.

Ü  vfe £  a  in s u ra n c e  
^  ■  P e o p le

□ Continental Mortgage Insurance Inc., Commercial Mortgage Insurance Inc., CMI Credit Insurance Inc 
are subsidiary companies of CMI Investment Corp. 2 East Gilman Street Madison, Wisconsin 53701
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Community Involvement
Time, Effort, Too!

Getting Involved in Civic Activities 
Means M ore Than Just Giving M oney

By LOUIS C. FINK

t 1 VERY BANK probably gives some- 
thing to charitable causes these 

days. It’s almost impossible to say no, 
and banks do feel a sense of responsibil­
ity to communities in which they oper­
ate.

More and more, the giving of money 
has become systematized— through a 
foundation or through some sort of do­
nations committee to screen the re­
quests. I’m sure that once a year the 
directors look at the total money given 
away and make up their minds whether 
the bank has been generous enough.

But how about the things besides 
money we have to give away? Those 
things that actually may be more im­
portant, more productive of good com­
munity results and more beneficial to 
the bank in the long run.

I’m speaking of time and effort. It 
takes only a stroke of the pen to give 
money to a worthy cause, but giving 
time and effort demands a deeper com­
mitment.

Since any one banker has just so 
much time and effort to give, it follows 
that the bank will do well to involve a 
great many of its employees. This may 
call for some sort of monitoring system, 
and a growing number of banks are do­
ing just that. They established a com­
munity affairs office ( or something simi­
lar) to screen the requests for help and 
to try to involve more members of the 
staff.

The man or woman who gets this job 
is likely to discover three types of bank­
ers:

1. The extrovert, who enjoys working 
with people and who will be in half a 
dozen community projects with or with­
out the bank’s encouragement.

2. The introvert, who dislikes going 
out after hours and who will say he is 
not a joiner. He’ll have a dozen rea­
sons for not giving any time; many of 
them will be excuses and not reasons— 
although there are, in fact, men and 
women with personal problems to keep 
them at home.

3. The employee who is afraid to say 
no and will take on any assignment. 
The trouble is that he won’t show up

18

at meetings; he won’t make his calls in 
the fund drive, and he’ll give the bank 
a black eye.

The person coordinating these activi­
ties needs tact and understanding. He 
should encourage every employee to do 
as much as he can, realizing always the 
limitations of many. Incentive programs 
have been tried, but they are difficult. 
One bank tried to select the employee 
who had done the most in civic affairs, 
but the choice proved impossible. Per­
haps recognition from management is 
the most meaningful incentive, assum­
ing that management wants to encour­
age the sort of activity we are talking 
about.

Jobs to be done arise in many ways, 
and youth work gives a good example. 
Girl and Boy Scout leadership is a year- 
round thing, often involving nights 
and weekends. Bank employees prob­
ably will be enlisted through their own 
children. Junior Achievement, on the 
other hand, gets busy when school starts 
— and the bank may be approached to 
sponsor one of the young people’s en­
terprises, requiring a group of advisers. 
Good judgment must be exercised in 
selecting the advisers.

These two activities point out an­
other distinction to be made. For valid 
reasons, some men and women may not 
be able to serve as advisers, meeting 
one or two nights a week all winter— nor 
as Scout leaders on camping trips. ( Cor­
respondent bank men, for example, are 
out of town too much.) But to com­
pensate, both groups have administra­
tive jobs and fund-raising projects some 
employees could work at.

There is a danger in filling requests 
for manpower and then stopping. A 
bank needs a firm policy about what its 
commitment means. I’m sure every 
bank president sooner or later becomes 
the leader of the United Fund, or some 
other major campaign in town. He goes 
to a lot of meetings, and he gives a lot 
of his own time. But normally, he 
doesn’t do the detailed legwork. He has 
some of his people keep the books, a 
secretary to mail letters, perhaps even 
a dining room to entertain the commit­
tees and big donors.

What about the junior employee who 
agrees to work on the Cancer Crusade?

Can he use bank postage? Can his sec­
retary write letters? Can he entertain 
his team workers in the bank dining 
room or on an expense account? Can 
the print shop get out some notices? 
These can be items of substantial ex­
pense, and the bank should make its 
policy known. Further, such privilege 
can be abused and often is. Employees 
have been known to print song books 
for their churches, promise door prizes 
for clubs that are strictly social and en­
tertain friends not truly engaged in civ­
ic activities.

There is real value to the bank in 
becoming involved in the civic life of 
the community, and it is a trend to be 
encouraged. Certainly, banks should not 
be in the position of seeking glory, but 
they don’t have to be anonymous, either. 
A good impression will be made in the 
community by a bank and its employees 
whose contribution is sincere and whole­
hearted.

W e spend so much with our adver­
tising and our buildings to construct a 
favorable image that it seems obvious 
to better that image through involve­
ment in civic life.

Some activities can even become 
known as bank-sponsored. For years, 
the Trust Co. of Georgia in Atlanta of­
fered a three-foot bronze plaque and a 
college scholarship to the bank that did 
the most in the state to promote agri­
culture. Competition was keen for 20 
years, and favorable publicity appeared 
in literally scores of newspapers.

Planters National in Rocky Mount, 
N. C., has a different twist. It sponsors 
a group of men and women from all 
over eastern North Carolina who en­
gage in handicrafts. They make clocks, 
build boats, do silk screening, paint, 
dress dolls and engage in a hundred 
crafts. They call themselves the Planters 
Craftsmen, and the bank works closely 
with them. The bank’s contribution is a 
room for regular meetings, postage to 
mail out meeting notices and every fall 
— use of the main lobby for two weeks 
to display and sell the handcrafted 
products.

So being involved doesn’t have to 
mean being limited to providing work­
ers for the United Fund drive. It can 
mean decorating a Chirstmas tree at the 
hospital, or taking underprivileged kids 
on a picnic, or tutoring children and 
adults on a one-for-one basis, or sending 
speakers to local schools.

Money is needed in all these projects. 
But imagination is just as important and 
personal dedication the most valuable 
quality of all. * •
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A FREE PHONE CALL WU. GET Oil RAMSAY, AND HERE'S WHA RAMSAY WILL GET YOU:
Need help in 

ftate planning? Assis- 
hce in solicitation? Ask 
bve. He represents 
lie of the South's i  
rgest Trust De- ^§1
brtments, and he's < 
ady to help you and 
bur bank.

If you have
IliplBB i t r any questions
l S & I R r  concerning loans

and credits, call 
Dave. He'll see that 

l i l l i P "  y °u gef help in credit 
m m f  analysis, overline partici- 

pations, lending counsel- 
credit file maintenance, long term 
loan placements and much more.

If you're looking for a j  
m <m>S  qi; qualified person I  

for that special J j 
> ' position, give ■  

V  Dave a call. H
• i Hisexpen- I

r  V /  r  ) e n c e a n d  I... " “ '  -   many contacts ̂  j
can often provide you with a broad* 

selection of personnel for your 
consideration.

f ^  records
:f I are taking

able stor-
| §!p  age space, ask
P y  Dave about "Micro- 
r fiche." Microfiche is a 4"x6" 
film card which replaces 208 

pages of computer print outs.

National's Correspendent Dave will help g -------- ......--- ; -,
m you in specialized {  / Æ=----- -A-

areas too1 FO R EIG N
Financial p la n n m g ,^ ^ p ô lR R Ê N O r 

branch bank operations/! F 
national bank account co- w -  
ordination, capital funding, 
and travelers checks, to name a few.

....■...As a corre-
spondent of Ameri- 

t can National, your
j collected balances

l" ...........  " can b e  directed
; |,,«WW|W....., ...................... ....... ............

['— ...............   yj quickly w herever
e  .̂.■■■■■■■ they are needed.

------zH Call Dave Ramsay
and he'll get you this valuable correspon­
dent service.

Call Dave Ramsay—The number 
in Tennessee is l-(800)-572-7308, in 

adjacent states l-(800)-251-6266

AMERICAN NATIONAL

unerican 
division provides 
bsistance in 
nvestments.
Ramsay will get you 
his service. They'll act 
s  an intermediary to 
buy and sell 
¡ecunties for you and 
rour customers.

American National's 
l | j p \  automated services 

are designed to 
1 mi assist our corre-

JL^ §  spondents in many
I /  areas. If you need

help m this area, call 
Dave Ramsay, he's at the 

phone and ready to help you. a
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• John H. Harland Co. This Atlanta- 
based firm has opened its 21st check 
printing plant, located in Dallas. The 
plant was opened to enable the firm to 
keep abreast of increased demand for 
checks. The firm has increased produc­
tion capacity from 40 million to 72 mil­
lion checks per week during the past 
five years.

• Hamilton Financial Services. Jerry 
T. Mason has been elected assistant 
vice president of Hamilton Financial 
Services, nonbanking subsidiary of 
Hamilton Bancshares, Inc., Chattanoo­
ga. The firm finances mobile home 
sales in Kentucky, Alabama, Tennessee

Corporate
News

Roundup

and other states. Mr. Mason came from 
Peoples First National, Paducah, Ky.

• James Talcott, Inc. Norman W. 
Cameron Jr. has joined James Talcott, 
Inc., New York City, as a vice presi­
dent and treasurer. He came from 
Mercantile Bankshares Corp., Balti­
more. Mr. Cameron was also elected

HOW YOU CAN 
HAVE A  PLACE 
OF YOUR OWN.

This is what we’ve been building up to since August, 1973: our new 
main bank building.

It’s open now, and it features the brand of service that you as a 
Correspondent may be looking for:

Service that’s there when you need it. Problem-solving that’ll make 
sense for your bank . . .  and dollars as well.

Bossier Bank & Trust Company.
Correspondent Banking will never 
be the same again.
Louisiana WATS Bossier Bank
1-800-282-8852 A S , T R U S T  C O M P A N Y
Regional WATS Member FDIC

1-800-551-8969

GRUTTEMEYER MAYLONE CAMERON

to Talcott’s board along with Paul C. 
Maylone and William R. Gruttemeyer. 
Mr. Maylone is executive vice presi­
dent-finance and Mr. Gruttemeyer is 
a senior vice president and also presi­
dent of Talcott’s Factors Division.

• Diebold, Inc. Jack D. Morgan has 
been appointed director of product and 
market management for Diebold, Inc., 
Canton, O. Also appointed were Rob­
ert P. Barone as general manager, auto­
matic banking systems; Peter W. Malin 
as general product manager, remote 
banking systems; and Judith H. Ed­
wards as customer training representa­
tive.

MALIN BARONE MORGAN EDWARDS

• BBC Real Estate Services Corp.
John D. Higgins has been named a 
consultant services manager for BBC 
Real Estate Service Corp., St. Louis, 
a subsidiary of Bank Building Corp. He 
will represent the firm in the Central 
Financial Facilities Division. He joined 
the firm in 1972.

HIGGINS

• Standard Life. John Jondahl has 
been named vice president, credit in­
surance sales, by Standard Life and 
Accident Insurance Co., Oklahoma 
City. He will direct credit insurance 
sales activities throughout the firm’s 
northern operating area. He joined the 
firm in 1970, coming from a Tulsa 
bank.

• GAC Finance, Inc. A new name 
has been adopted by GAC Finance, 
Inc., Allentown, Pa., which was ac­
quired by BankAmerica Corp. early 
this year. The new name is Finance- 
America Corp.
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Wk’re
in partnership,

notin
competition,

with our 
correspondents»
Perhaps that’s one reason why we still have our first correspondent relationship.

Im  THE BANK OF NEW YORK
■  ■ ■  48 WALL STREET, NEW YORK, NY. 10015/MEMBER FDIC 

MEMBER OF THE BANK OF NEW YORK COMPANY, INC.
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Holding Companies

Fed Board OKs Atlanta HCs Proposal 
To Engage in 8  Insurance Activities

A N ATLANTA HC has been grant­
ed Fed approval to engage in 

eight different insurance agency activ­
ities through a subsidiary.

First National Holding Corp., 
through its Tharpe and Brooks, Inc., 
subsidiary, has been granted permis­
sion to sell insurance covering itself 
and subsidiaries; assets financed by the 
company or its subsidiaries; insurance 
on inventory being financed; assets 
leased where the company or its sub­
sidiaries were the lessors; real estate 
financed by the company; business 
equipment financed by the company; 
life and health insurance on a borrower 
or lessee; and insurance sold “ as a mat­
ter of convenience” to the purchaser.

The HC’s application was opposed 
by the National Association of Insur­
ance Agents and other independent in­
surance agents groups. The agents 
charged that allowing the company to 
operate this type of insurance business 
was unfair competition because the IIC 
could use its bank services to coerce 
customers to purchase insurance. First 
National, Atlanta, is the HC’s lead 
bank.

In approving the application of the 
HC without dissent, the Fed said the 
record on the case contains “no spe­
cific instances of a tying arrangement 
resulting from either coerced or volun­
tary tying.”

The Fed also said in a statement 
that, on the other side, there was tes­
timony from company witnesses during 
hearings on the case that insurance was 
not discussed with borrowers until after 
a loan transaction was closed. The Fed 
said this would appear to alleviate any 
potential danger of voluntary tying. It

pointed out that coerced tying is for­
bidden by the Bank HC Act and under 
certain provisions of antitrust laws.

The statement also said there were 
numerous alternative commercial 
banks in Atlanta to which a borrower 
could turn, in addition to numerous 
nonbank lenders.

“Considering these nonbank sources 
of credit together with the banking al­
ternatives in Atlanta,” the Fed state­
ment said, “the Board concludes that 
the sale of certain forms of insurance 
by applicant will not create a possible 
danger of voluntary tying by borrow­
ers of their insurance needs to then- 
loans.”

The Fed also noted that permitting 
the HC insurance subsidiary likely 
would result in increased competition 
among insurance agencies in Georgia.

Mortgage Insurers Nixed
The Fed has ruled that HCs can­

not acquire mortgage-guarantee in­
surers for the time being. The Fed 
said that even though guaranteeing 
mortgages is closely related to bank­
ing, “these are times when it would 
be desirable for bank HCs generally 
to slow their present rate of expan­
sion ’ and to direct funds internally.

The Fed said the uncertainties of 
HCs going into this area are suffi­
cient to outweigh public benefits 
that could result. It also said the 
mortgage-guarantee insurance indus­
try, due to its short track record, 
has an “untested”  operating history.

PERSONAL SELF-PRO TECTIO N! PERSONAL SELF-PROTECTION
22 CAL. - 7 SHOT AUTOMATIC .22 CAL.-8 SHOT REVOLVER

Defend yourself
against attackers with ____
this high quality non-lethal Tear Gas 
Protector. Fires 7 rounds in seconds 
Solid metal construction. No Federal 
Firearms License necessary. DonT be 
confused by cheap plastic imitations 
that may misfire or jam.
GUARDIAN
DEPT. ML-IO «BOXA* LONG ISLAND CITY

Defend yourself against! 
attackers with this high 
quality non-lethal Tear Gas 
Protector. Fires 8 rounds 
in seconds. Solid metal 
construction. No Federal 
Firearms License necessary. Don't be 
confused by cheap plastic imitations 
that may misfire or jam.
GUARDIAN
DEPT. ML-10 »BOX A* LONG ISLAND CITY,

HC Surveillance Beefed Up
A beefing up of Fed surveillance 

of HC activities is indicated by the 
appointment of Peter E. Barna to 
head a new unit regulating HC ex­
pansion and financial condition. Mr. 
Barna is a Washington real estate in­
vestment trust official who is slated 
to become program director for a 
new Fed section that will deal with 
HC analysis.

HC expansion and existing hold­
ings in the real estate field are fre­
quently mentioned by Fed members 
as among those of greatest concern 
to the Board because of risks in­
volved.

The appointment of Mr. Barna 
came after rejections in recent weeks 
of international expansions planned 
by some large HCs.

• Republic of Texas Corp., Dallas, 
has received Fed approval to issue 
commercial paper. The HC’s commer­
cial paper carries a “Prime-1” rating 
classification.

• Bank of Bronson, Kan., has been 
acquired by newly approved HC Bron­
son Agency, Inc. The HC will continue 
its insurance agency activities.

• First Bancgroup-Alabama, Inc.,
Mobile, and United Alabama Banc- 
shares, Inc., Dothan, are planning to 
merge. United Alabama controls four 
banks with assets of $104 million and 
First Bancgroup controls two banks 
with assets exceeding $400 million.

• First Commerce Corp., New Or­
leans, has received Fed approval to ac­
quire voting shares of First Boeing 
Data Services, Inc., New Orleans.

• First National, First Kentucky 
Trust and First Kentucky Co., all of 
Louisville, are now wholly owned sub­
sidiaries of First Kentucky National 
Corp, HC that grew out of the reor­
ganization of First National Bank 
Trustees into a corporate form HC.

• Main Corp., Chicago, has been 
granted Fed approval to acquire 
Health Management Services Corp., 
Hillside, 111., a firm engaged in the fac­
toring of medical receivables.

• Tennessee Valley Bancorp., Inc.,
Nashville, has been granted approval 
by the Fed to acquire Tennessee Val­
ley Life Insurance Co., Phoenix, Ariz.

• The Fed has granted approval of 
the application of Fredonia (Kan.) 
Bancshares, Inc., to form a HC by ac­
quiring State Bank, Fredonia, and the 
credit life insurance business conducted 
by Beal & Beal, Fredonia.
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Count on Mercantile. Where you count.

M =RcnnTii=BRfK
Correspondent Bank Department • Mercantile Trust Company N.A,

St. Louis Member F.D.I.C.

Bank on
more from Mercantile...

we don’t just sit in our bank.
Why do Mercantile’s men understand your 
local situation better?
We’ve been there. We go to the source.
Want some personal correspondents?
Call Mercantile at (314) 231-3500.
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• Best Checkbook Covers. To en­
able banks to take advantage of the 
popularity of professional football, Best 
Checkbook Covers, Janesville, Wis., is 
offering desk travel folders, wallets and 
checkbook covers featuring National 
Football League team insignia. The 
firm has an exclusive license with the 
NFL that allows all financial institu-

tions to use the NFL name and logo 
in their promotions without paying the 
required fees normally charged by the 
league. The items come in walnut grain 
material with logos embossed in the 
colors of the NFL team selected. The 
items can be used as giveaways or pre­
miums.

Write: Best Checkbook Co., 1416 
Harmony Drive, Janesville, W I 53545.

• Diebold, Inc. A full-color booklet 
on the Diebold Visual Auto Teller III 
System has been published to serve as 
a demonstration in print of the system’s 
operation. The booklet stresses the im­
portance of the remote banking teller 
in terms of the institution’s overall pub­
lic image. It explains the operation of 
the system from the viewpoint of both 
the teller and the customer.

The booklet leads a teller through 
a typical transaction as experienced by 
the customer. This enables the teller 
to understand what steps the customer 
takes in a transaction. As a result, the

New
Products

and
Services

teller is better able to anticipate if and 
when a customer might not follow the 
proper sequence and can take immedi­
ate corrective action.

A slide presentation that parallels 
the familiarization booklet is also avail­
able.

Write: Diebold, Inc., Canton, O 
44711.

• Brandt, Inc. A high-speed bill 
counter and verifier that is said to han­
dle from 30% to 40% more currency 
than older models has been introduced 
by Brandt, Inc.

The Model 804 operates on a photo 
electric cell counting principle rather

than a mechanical one. The photo elec­
tric eye eliminates a mechanical steel 
roller which was extremely sensitive to 
older bills. The new model has a re­
ceiver area that has been enlarged by 
more than 25%, which enables the ma­
chine to count and verify lower quality 
bills than did its predecessors.

The unit weighs 23 pounds and is 
portable.

Write Brandt, Inc., Watertown, W I 
53094.

• Mosler Safe Co. What is said to 
be the first color TV banking system 
in the nation has been installed at F&M 
Savings in Minneapolis. Conversion of 
the bank’s original black and white 
units to color has been described as an 
effort to personalize TV banking as 
much as possible.

The equipment enables customers to 
see tellers in color and the Mosler Mes­
sage Insertion System that is used with 
the units enables the bank to present 
its cross-sell messages in color, too. The 
color units were installed during the 
summer and general distribution is ex­
pected by the end of this year.

Write Mosler, 1561 Grand Boule­
vard, Hamilton, O 45012.

Over 270 banks now offer
or are ready to offer overdraft banking.
They are the banks using 
the NCR Central Information File.

Won’t some of your customers be 
interested in overdraft banking?

Complete Computer Systems
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Food stamp handling... 
are profits checking out?

Dry-Ink Endorsing, automatic jam detec­
tion, batch/accumulative counting, low 
noise level and light weight portability. 
And the Countess delivers this high speed 
efficiency when processing checks, cou­
pons, currency and other paper items.

If you have problems with food stamp 
handling, ask about the total answer. Write 
for information on the Brandt Countess.
Brandt Countess Model 824 
Document Counter Endorser/Canceler

Hand counting, canceling, verify­
ing and batching. Food stamps can 
leave you with a costly after taste of 
expensive employee hours.

Saving profits with cost cutting 
efficiency is the only answer. And 
the only total answer is the Brandt 
CountessR Document Counter En­
dorser/Canceler.

The Brandt Countess handles up to 
1,200 food stamps per minute with

Brandt is the total answer
Firm---

Title___

Address 

C ity____ -State_____________ ii— —  Zip
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Operations

BAI Issues Report on Exception Items, 

Most Serious Operations Problem

XCEPTION items are said to have 
inflated the banking industry’s 

1973 check processing costs by $285 
million, according to a report entitled 
“The Impact of Exception Items on the 
Check Collection System,” made by the 
Bank Administration Institute.

The research report states that excep­
tion item handling—return items, 
MICR rejects and errors and discrep­
ancies in cash letters— constitutes the 
most serious operations problem in 
check processing and collection.

The report warns that if exceptions 
are occurring or being generated faster 
than they are being resolved, banking 
may be on the verge of losing its daily 
battle to balance the books.

The objectives of the project were:
• To determine the exception item 

cost impact for individual banks and 
the industry as a whole.

• Fo develop a set of recommenda­
tions or alternative solutions that would 
reduce the volume and/or costs of 
exception items.

• To promote the implementation of 
the recommendations, and to monitor 
their results.

To provide data for measuring the 
exception problem, intensive studies 
were undertaken by 24 banks. In total, 
these banks represented about 8% of 
the 1973 industry check volume.

Data collected during the exception 
item study set the overall MICR reject 
rate at 3.1%. The extra handling costs 
caused by these rejects amounted to 
approximately $75 million, or 6.5% of 
the total check processing dollars ex­
pended in 1973.

In 1973, return items totaled 167 
million items and the extra processing 
required by these items cost commer­
cial banking more than $125 million. 
Return items accounted for 11% of the 
total check processing dollars spent in 
1973.

Slightly more than 19 million cash 
letter adjustments of differences and 
discrepancies were made in 1973. The 
cost of these adjustments was approxi­
mately $85 million.

Exception item processing will con­
tinue to become more expensive unless
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something is done on an industry level, 
the report states.

The report makes 11 recommenda­
tions to the banking industry:

1. Explore changes in the require­
ments for return deadlines on NSF 
items of less than $100 to give the 
payor bank more time for action.

2. Study the potential impact and 
possibilities in amendments to Fed reg­
ulations and commercial bank cash let­
ter agreements to require separate cash 
letters for items of $100 and under.

3. Study the possibility of modifying 
the return document to permit easy 
re-entry into high-speed check process­
ing systems.

4. Research other plans for handling 
return items, such as using stamps and 
coded identification on the items.

5. Begin an industry level effort to 
improve equipment and operator skills. 
With proper controls and procedures, 
each bank can reduce the volume of its 
rejects considerably. Not only do these 
failures affect their own bank, they 
affect every bank that must handle 
their items.

6. Improved check ordering proce­
dures. All check orders should origi­
nate from a bank and follow a standard 
order form design developed for use 
within the industry. Although many 
check orders are processed through 
banks, many business accounts deal di­
rectly with a check printer rather than 
with a bank when new checks are 
needed. This practice must stop. If an 
error occurs, the banking industry has 
to correct it.

7. Study the possible ways in which 
rejects can be re-entered into the high­
speed MICR reader-sorter system as 
fully qualified documents.

8. Secure the cooperation of station­
ery manufacturers and printers and 
high-volume creditor-payees, such as 
insurance companies, to have check re­
mittance envelopes standardized so that 
personalized checks or postal money 
orders do not have to be folded.

9. Work with manufacturers to im­
prove performance of the following 
equipment: Reader-sorters, unit en­
coders, microfilmers and endorsing 
units.

BAI Adopts New Logo

BANK ADMINISTRATION INSTITUTE
A new logo was unveiled at the 50th annual 
BAI convention last month. The symbol consists 
of a stylized, lower case "b "  in white on a 
blue shield, w ith the words "Bank Administra­
tion Institute" in red beneath. The tw o ele­
ments comprising the " b "  are said to sym­
bolize the upward growth of the banking 
industry through the interaction of bankers 
working together within BAI.

10. Develop a standardized and 
comprehensive cash letter difference 
communication procedure. It is recom­
mended that standards be developed 
regarding the designation and place­
ment of specifically desired information 
on cash letter listings.

11. Develop improved machine en­
dorsement codes that would facilitate 
the resolution of adjustments involving 
free items and the handling of returns. 
For example, unique machine-readable 
identification numbers on checks would 
permit direct links to data bases con­
taining information about the source of 
the check and the index of a microfilm 
copy.

Copies of “The Impact of Exception 
Items on the Check Collection System’* 
have been mailed without charge to 
BAI members as part of their annual 
dues. Cost of the new publication is $3 
to members and $6 to nonmembers. * *

Commercial Nat'l, Little Rock, 
Introduces EasyCheck Service

LITTLE ROCK— Commercial Na­
tional has introduced its EasyCheck ac­
count, a new checking account service 
that includes a photo ID card that can 
be used for identification when cashing 
checks. Customers maintaining mini­
mum balances of $200 receive the ser­
vice at no cost; others pay $2 monthly.

The service features $100 overdraft 
protection; free and unlimited person­
alized checks; automatic loan payment 
and savings transfer; a vinyl check file 
folder; access to American Express Ex­
ecutive Money Card, BankAmericard 
and Master Charge; free bank-by-mail; 
free service from the bank’s travel ser­
vice; direct deposit of paychecks, divi­
dend checks and Social Security 
checks; free notary service and free 
cashier’s checks.
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North Central Regional Vice-President Bill Ball discusses insurance programs with Frank Romero, 
Vice-President of the North Hills Bank, Kansas City, Missouri.

THINK OF BILL 
AS YOUR MAN 

ON OUR PAYROLL!
Bill Ball is a North Central Life Redcoat. A dedicated 

insurance professional in the fullest sense of the word. Although 
we carefully selected him and pay him, he really works for you.

His job is to show you how to effectively and profitably mer­
chandise insurance services to your customers right along with 
your savings, checking, lending and other services.

Bill is backed by a team of home office pros whose blended 
skills form the ultimate in customer collaboration — “ Red 
Coat Service” .

“Red Coat Service” , (exclusive with North Central, and one 
of the reasons why we’re considered the leader in insurance 
through financial institutions), provides tailored-to-your-needs 
insurance programs; creates direct mail and point-of-purchase 
materials for you; shoulders your administrative and book­
keeping chores; and, where necessary, even totally trains 
your staff.

And, importantly, “ Red Coat Service” gives you access to 
the Red Coat Desk — North Central’s unique, toll-free, direct, 
national HOT-LINE system that links you to our home office

and makes available three vital benefits: (1) NO-LIMIT CRED­
ITOR INSURANCE. A program that allows you to get im­
mediate over-the-phone approval for extended coverages 
beyond the limits for which you normally can contract. (2) 
INSTANT RATE CALCULATIONS. North Central can solve 
your complicated rate problems in a moment, via computer, 
whenever you have need for immediate calculations. (3) Instant 
answers to your questions from NCL's Red Coat specialists.

North Central sets the whole thing up for you. And con­
tinually solves any problems for you as you go along.

What do you do? Make money! And protect your customers 
from the unexpected.

For more information on how Bill, or any other of North 
Central’s expert fieldmen can work for you, call the Red 
Coat Desk at the numbers shown below:

Wis., N Dak., S. Dak., la., Nebr. - (800) 328-1612
Minn.-(800) 792-1030; All Other Areas - (800) 328-9117

North Central Life Insurance Company
NORTH CENTRAL LIFE BUILDING. 275 EAST FOURTH STREET, ST. PAUL, MINNESOTA 55101
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A '$50 Reward' Plan:

Bank Uses Own Employees as Source 

Of Prospects for Job Openings

The Fashion Classics by Creative 
Image make the difference. Your 
employees are a direct reflection 
of your firm. Their attitude and 
appearance tell the public what to 
expect. Career Apparel is your 
assurance that each employee 
will reflect your image properly. 
Our collection includes an out­
standing selection of smart styles 
in vibrant mix and match colors 
all made from beautiful carefree 
Fortrel Polyester Doubleknits. 
Knowing that organizations differ, 
we created the most attractive, 
versatile and serviceable line of 
Career Apparel available today.

Q'ieatu/&
D n to ge

A SUBSIDIARY of
1709 N. Market St. ■ Dallas,Tex. 75202
Carefree double knits of Celaneset For- 
trelJr polyester. «Registered trademark of 
Fiber Industries, Inc.
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IN LOOKING for new employees, 
banks have an excellent source of 

prospects— referrals from their own 
present employees. New York City’s 
Manufacturers Hanover Trust has been 
conducting an employee-referral plan 
among its staff members for about 
eight years and considers it quite 
worthwhile.

The bank pays a $50 “reward” to an 
employee who refers a person—who la­
ter is hired— to fill a vacant post at 
clerical and other non-officer levels. 
The program, according to Ronald 
Woods, vice president-personnel, con­
tinually reminds present staffers to turn 
in names of prospective employees to 
the personnel department whenever 
there are vacancies to fill. The bank 
uses its company publication, “Topics,” 
to keep the program in front of its staff. 
The paper describes a particular job 
currently open. For instance, a recent 
issue announced openings for unit tell­
er trainees. It also describes the respon­
sibilities of the job, requirements can­
didates for it must have and salary. If 
a referral is hired, the person who sub­
mitted his or her name is paid the $50 
reward in two installments— $25 after 
the referral completes three months’ 
continuous employment and the other 
$25 at the end of six months. This

money is subject to tax and social se­
curity deductions.

A person can refer a relative at cer­
tain non-officer levels.

This method of hiring people is 
equal to and perhaps somewhat better 
than others the bank uses to obtain em­
ployees, said Mr. Woods, who added 
that it is a good source of prospects, 
considering the bank has 13,000 em­
ployees.

It’s a money-saver, he added, be­
cause the $25 paid for a referral who 
is hired is much less than the cost of 
classified ads the bank would have to 
run to advertise positions that are open. 
He said that employees hired through 
this referral system don’t necessarily 
work harder or less hard than em­
ployees hired through other methods.

Mr. Woods looks on the program as 
a good motivator for its minority em­
ployees since it gives them opportuni­
ties to suggest names of friends for jobs 
at the bank.

Mr. Woods cited one drawback to 
the plan. He said it’s more difficult to 
turn away a referral from a present em­
ployee than it is to turn away someone 
else, but the bank does it. In other 
words, a person isn’t hired just because 
he is a bank employee’s friend if he 
doesn t have the qualifications for a 
job. * *

This is sample of job opening 
announcement Manufacturers 
Hanover Trust publishes in its 
publication, "Topics," to en­
courage present employees to 
refer prospective ones. Reward 
of $50 is paid employees whose 
referrals are hired and remain 
at least six months.

Reward
Offered

The Bank pays a reward of $50 for the 
referral of new employees as indicated 
in the poster attached. The Personnel 
Department asks all of us to be on the 
lookout for applicants and to clip the 
coupon to make a referral for any job. 
This month the Employment Section is 
particularly looking for:

UNIT TELLER TRAINEES

RESPONSIBILITIES: Maintain cash sup­
ply, accept deposits, pay out cash, cer­
tify items, verify signatures and maintain 
records.

REQUIREMENTS: Candidates must be 
High School graduates and over 18 
years old. Good clerical experience, 
figure ability and a pleasant personality 
are also necessary.

S A L A R Y : C om m e n su ra te  w ith  b a c k ­
ground.
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AUTOMATEDTELLER PACKAGES. ATRJCKY BUSNESS OF
MINIMIZING RISKS AND 
MAXIMIZING PRO FITS.

AMERICAN FLETCHER 
NATIONAL BANK 

AFNB
Here’s why 

over twenty banks 
think American 
Fletcher has 
the best 
program
around. mm

Auto­
mated tellers 
aren’t an 
inexpensive 
proposition.
Obviously, mis­
takes can be quite 
costly. American 
Fletcher can help you 
minimize the risks, and 
maximize the profits in 
any automated teller 
program. Our Automated 
Consumer Services 
Bureau knows the ins 
and outs of the business, 
because we’ve developed 
automated teller programs 
for American Fletcher and 
over twenty other banks, 
don’t get that far in this 
business unless you know

FITED CONSUMER SERWCES

EY ALBER
Sales and Marketing Officer 
450 E. Washington Street 
Indianapolis, IN 46277

3 1 7 -& & 1 É D I

what you’re doing.
American 
Fletcher’s 

Automated 
Consumer 

Services 
Bureau 

offers you a 
I | comprehensive 

teller 
program. We’ll 

assist you in 
acquiring the 

automated tellers 
you want. W e’ll 

help you emboss, 
encode and issue your 

plastic teller cards. 
We’ll provide marketing 

and operations guidance.
Everything you need is 

available from American 
Fletcher, at a highly 

competitive price. 
If you’re interested 

in automated tellers packages, 
call us collect. We’d like to talk 

with you. Contact: Charley Alber, 
American Fletcher National Bank.

317/633-1501 Call Collect.

AMERICAN FLETCHER NATIONAL BANK AFNB
Indianapolis, Indiana
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NEWS ROUNDUP

News From Around the Nation

B ail-O ut Loans H it
Senator William Proxmire (D .,W is.) has called for an 

end to subsidized loans to bail out troubled banks.
The senator, who is in line to become chairman of the 

Senate Banking, Housing and Urban Affairs Committee, 
said restrictive legislation could be passed if the Fed fails 
to act in this area.

He called on the Fed to remove all subsidies in bail-out 
loans by charging a rate at least equal to two percentage 
points above the prime rate.

Senator Proxmire was critical of the recent advance of 
more than $1 billion made to Franklin National by the 
New York Fed at an 8% discount rate.

Special Discount Rate Proposed
The Fed has proposed an amendment to Regulation A 

that would permit a special discount rate for those banks 
needing assistance over a prolonged period. The special 
rate would be higher than the basic discount rate, but 
would not exceed the rate established for emergency loans 
to nonmember banks.

Under the proposed amendment, member banks could 
apply for the special rates when borrowing for prolonged 
periods— more than eight weeks—when the loan has ex­
ceeded on average the amount of the borrowing bank’s 
required reserves. The special rate could be waived in 
individual cases.

The Fed said the special rate could be applied in two 
instances: in unusual emergency circumstances resulting 
from national, regional or local difficulties or for prolonged 
assistance involving only a particular member bank.

House Approves Bank Funds
The House has voted to extend financing for the Export- 

Import Bank but placed new restrictions on its interest 
rates and the countries to which it can extend credit.

House action has directed the bank to adjust its interest 
rates by considering its average costs of doing business 
as well as its mandate to support U. S. exports at rates 
competitive with other nations. The bill would also curb 
loans to Russia and Turkey.

Intensified Job Equality Checks Due
A more thorough review of bank efforts to comply with 

equal employment opportunity programs is being pre­
dicted. Bankers are being advised to familiarize themselves 
with a new and more detailed set of guidelines that the 
government will be using in evaluating employment pro­
grams.

The requirements are contained in Revised Order 14, 
which became effective in May. The order was issued by 
the Office of Federal Contract Compliance in the Labor 
Department.

It has been reported that the Labor Department is 
coming under increased pressure to make more thorough 
reviews by its compliance agencies.

Fed Curbs HC Expansion
The Fed has let it be known that HCs are growing too 

fast. It cited the growth factor as a major reason for 
denying HC expansion into the area of writing mortgage 
guarantee insurance, even though such activity is closely 
related to banking.

“The board believes that these are times when it would 
be desirable for bank holding companies generally to slow 
their present rate of expansion,” the Fed said in a state­
ment, “and to direct their energies principally toward 
strong and efficient operations within their existing modes, 
rather than toward expansion into new activities.”

Insurance firms opposed permitting HCs into the mort­
gage guarantee insurance field, citing that HCs could use 
their credit-dispensing services to force customers to buy 
insurance. The Fed said this argument was not an issue in 
the rejection, since adequate safeguards existed to avoid 
potential conflict-of-interest situations.

A Municipal Bond Task Force
The Conference of State Bank Supervisors has created 

a task force to explore the need for, and the economic 
viability and legal feasibility of, an interstate financial in­
stitution as a possible solution to the apparent problems 
confronting medium and small municipalities as they at­
tempt to raise capital through the municipal bond market.

The institution would be similar to bond banks now 
existing within certain states but it would be on an in­
terstate level. The task force would also examine other 
potential solutions to the problem.

CD Reserve Requirements Eased
The Fed plans to ease reserve requirements on longer- 

maturity, large-denomination CDs in an effort to bolster 
the debt and equity securities markets without creating 
substantial additional credit.

The 3% marginal reserve requirement on CDs with an 
initial maturity of four months or longer was removed so 
that the cost to banks of issuing longer-term CDs will be 
lowered somewhat, which should encourage banks to 
lengthen the maturity of their large CDs. Longer-term 
deposits will carry a 5% reserve requirement, while shorter 
ones are subject to an 8% reserve.

The change is expected to release some $400 million 
of reserves.
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Southwest 
Oklahoma and 
ad jo in ing states

Northwest Oklahoma Correspondent
and ad jo in ing states Department Head

Northeast Oklahoma 
and ad jo in ing states

Southeast 
Oklahoma and 
ad jo in ing states

We help you where you live.
These are the men who bring the long-term stability, 
experience, and proven profit record of The First 
to your neighborhood. That’s why you’re never alone 
with the problem of participation or the many 
other problems our men of the Correspondent 
Department of The First can help you solve. They’ve 
got the largest capital structure and loan lim it in 
Oklahoma behind them. And you’ve got The First. 
Call one of us soon, whatever your need.

You're not alone.
r i 'NATIONAL BANK AND TRUST COMPANY 

OF O K L A H O M A  CITY

YbuVegot 
ViThe First.
ANY

OVER $70,000,000 CAPITAL STRUCTURE /  LARGEST IN OKLAHOMA /  MEMBER F.D.I.C. 
A SUBSIDIARY OF FIRST OKLAHOMA BANCORPORATION, INC.
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Selling/Marketing
At Long Last:

Frank and Jesse James 
'H o ld  Up' Branson Bank—  
That's One They Missed

If you believe the stories Missouri 
bankers tell at conventions, practically 
every bank in the state was held up by 
the James brothers gang. Except one 
perhaps. And notorious Frank and Jesse 
finally got around to that one not too 
long ago.

In a daring daylight robbery, Frank 
and Jesse James burst into Peoples 
Bank, Branson, Mo., just before it 
opened one day in late July. But ap­
parently their “casing” of the job was 
pretty sloppy. They did not know that 
the first set of doors locked automati­
cally behind them and that they should 
pull instead of push the second set.

Nonetheless, threats with toy pistols 
led Ben Parnell, bank chairman and 
former president, Missouri Bankers As­
sociation, and Mrs. Peggy Baker, loan 
department clerk, to stuff money sacks 
with wads of paper masquerading as 
currency. As the legendary train and 
bank robbers exited, they took pretty 
Peggy along as hostage.

The entire caper was captured on 
film by a cameraman for a Springfield, 
Mo., television station and by news­

paper photographers, as well as on tape 
by radio station reporters.

The entire “heist” was a publicity 
stunt for a stage production, “Missouri 
Legend,” a folk comedy-drama about 
the final days of Jesse James being 
staged at nearby Beacon Hill Theater 
of the School of the Ozarks.

Commenting, Mr. Parnell said: “ Sup­
porting community activities usually is 
a serious obligation at Peoples Bank, 
but playacting with these kids turned 
it into fun.”

In Words, Pictures:

Bank Com bines Its H istory 
W ith  That of C hicago 
In Anniversary Booklet

Northern Trust, Chicago, marked its 
85th anniversary this year by issuing 
a 16-page booklet that pictured and 
described the evolution and progress of 
the bank against the backdrop of con­
comitant national and municipal history.

Frontispiece of the booklet is a 75- 
year-old photograph of a Loop corner 
in which trolley cars and horse-drawn 
vehicles are prominent. The inside 
back cover shows the Northern Build­
ing at Adams Street and Wacker Drive 
on the Chicago riverfront and pictures

Northern Trust offices ranging from 
London to Hong Kong. The two pages 
in themselves represent a capsule his­
tory of the bank’s progress.

In between, the bank tells its story 
and that of its leaders over the years, 
Byron Laflin Smith, its founder; Solo­
mon A. Smith, the founder’s son, who 
led the bank through World War I 
and the Great Depression; Solomon 
Byron Smith, the founder’s grandson; 
and Edward Byron Smith, the bank’s 
present chairman.

Along the way, the photographs re­
produced find time to underline that 
a bank also has human interest. Like 
the picture of the bank’s branch at 
the 1893 World’s Colombian Expo­
sition with a camel at the door. Or the 
jam-packed corner of State and Madi­
son streets, the center of Chicago’s 
Loop, on Armistice Day. And again, 
the unloading of the first foreign ship 
to dock in Chicago after World War II.

Throughout its story, the bank em­
phasizes its theme: Partners in Prog­
ress. The 85th-anniversary booklet em­
phasizes that Northern Trust and the 
Chicago metropolis have progressed to­
gether.

Study Results:

Traveler's Cheque Users 
Said to  Be Best Customers

Individuals who use traveler’s 
cheques are the bank’s best customers, 
according to a study conducted in more 
than 40 counties in seven eastern states 
by Accountline Data Systems, Inc.

“While the study is not statistically 
projectable to the entire country, the 
data indicates that traveler’s cheque 
purchasers have higher incomes and 
use more services than those who do 
not use traveler’s cheques,” according 
to Michael E. Lively, senior vice presi­
dent and general manager of the Trav­
eler s Cheque Division of American Ex­
press Co.

The study also revealed that trav­
eler s cheque users are better educated, 
more affluent and more likely to work 
in white collar occupations; that they 
maintain an average demand deposit 
balance about 30% higher than that 
for all customers combined, while for 
savings accounts their average balance 
is almost 40% higher; that they bor­
row higher initial amounts when they 
take out personal loans; and that they 
use one-fifth more bank services and 
accounts.

Mrs. Peggy Baker, loan department clerk, and Ben Parnell, ch., Peoples Bank,
Branson, Mo., register shock and fear as "Frank and Jesse James" finally get 
around to holding up Shepherd of the Hills country bank. Stunt publicized folk  
drama about James outlaws being staged at School of Ozarks.
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“Heirloom Bibles 
helped us increase 

our deposits over 50%.”
Highland Park State Bank, San Antonio, Texas.

“We’ve had outstanding success build­
ing both checking and savings accounts 
with the Heirloom Bible promotional 
program. It’s great for increasing de­
posits from present customers as well 
as attracting new business. We can 
provide quality Family Bibles for less 
than $10 to our depositors. 
“ Everything’s right in the program: free 
promotional material, colorful lobby 
displays, ad mats, glossy prints, bro­
chures, even radio and TV scripts. 
“ Heirloom Bibles really work for us!”

Heirloom’s guaranteed sale arrange­
ment has worked for more than 400 
banks across the country, ranging in 
asset size from $1 million to $1 billion, 
and it can work for you.
Write today for complete details, plus 
the names of banks in your area who 
have used Heirloom Bibles. We’ll also 
send you an Heirloom Family Bible for 
your inspection.
Statement stuffers, filmed TV spots and 
radio tapes are available at nominal 
cost.

HEIRLOOM BIBLE PUBLISHERS
P.O. Box 132M Wichita, Kansas 67201 (316) 267-3211
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Ad Seeks Pennies In Three Weeks:

Double TT time/temperature display 
First Bank & Trust 
Batesville, Indiana

Reward
money!

Bring in new money . . . 
and more business for all 
services . . . your reward for 
using the proven pulling 
power of an AS&I community 
service/advertising display. 
Time/temperature displays, 
Message Centers, complete 
signage and logo programs . . . 
each produces results in 
today’s competitive climate. 
With AS&I you also get 
environmentally-sound 
design and a lifetime 
guarantee of dependable 
performance.
Over 5,000 financial 
institutions are now enjoying 
the rewards possible with 
AS&I displays. You should be, 
too. Return the coupon today 
for full details!

American Sign 
& Indicator

C orporation
N. 2310 Fancher Way, Spokane, WA 

99206
GARDENA, CA DES PLAINES, IL 
DALLAS, TX JACKSONVILLE, FL 

HARTFORD, CT
Representatives and Field Engineers 
Serving Every City

Name_________________________
1 ! e __________________ __________
Company________________________
Add re s s ________________
C ity _________ _______________

State_________ Zip_________________

Kids
From 5 to 65

Here's Your Chance to
H E L P  Y0UR countRy

YOUR COMMUNITY
YOUR BANK..........
AND YOURSELF

F o r  E V E R Y  $ 5 .0 0  W o r th  o f  P E N N IE S  th a t  

Y O U  BRINGto l u m ' f t t m i t o l *

F ro m  N o w  to th e  E n d  o f  J u ly ,  Y o u  G e t
©  A CHANCE ON A NEW 10 SPEED SCHWINN BIKE 
(5) A SPECIAL CITATION MAILED TO YOU FROM THE 
W  UNITED STATES TREASURY DEPARTMENT 
©  A NEW $5.00 BILL FOR YOUR PENNIES

SO.. . . . . . .  OPEN UP YOUR "PIGGY BANK"
AND BRING IN YOUR PINNIES

Bank

C entra l Bank, Denver, Drive 
C ollects 9 Tons of Pennies

A three-week summer campaign to 
collect pennies by Central Bank, Den­
ver, resulted in more than nine tons of 
one-cent pieces being brought to the 
bank’s special penny teller window.

As an incentive, the bank gave an 
uncirculated Eisenhower silver dollar 
plus a dime for every 100 pennies ex­
changed.

Although most people brought in 
small amounts, one group of three per­
sons turned in 550,000 pennies. One 
customer was responsible for bringing 
in two tons of pennies in a pickup 
truck. The 440,000 pennies were de­
livered in 88 bags weighing about 50 
pounds each.

Total worth of the pennies brought 
in was $19,477.65.

Coppers Fill the Air!

In its effort to help alleviate the penny short­
age, Gary (Ind.) National published this ad, 
which was aimed at "kids from 5 to 65." The 
ad explained that for every $5 worth of pen­
nies a person brought in, he or she would be 
given a chance to win a new 10-speed Schwinn 
bicycle and also would get a special citation 
from the Treasury Department—and a new $5 
bill for the pennies. Other banks could use dif­
ferent incentives—perhaps a couple of tickets 
to an athletic game.

Breaking fhe Copper Jam:

Penny Shortage A tta ck  
Includes C oin  Counters 
A t  D e tro it Bank O ffices

Detroit Bank was the site of a two­
pronged program to relieve the current 
penny shortage last month.

The bank installed automatic coin 
counting machines at 13 of its locations 
to encourage people to bring in their 
stored pennies and have them counted 
automatically. This was done because 
people are known to loath counting 
pennies by hand. The machines were 
available for one month.

In addition, the bank’s Main Office 
was the site of a special event on Sep­
tember 16 at which the director of the 
U. S. Mint, Mrs. Mary T. Brooks, in­
augurated a nationwide program de­
signed to persuade school children and 
their parents to help get pennies back 
into circulation.

Mrs. Brooks stressed that hoarding 
of pennies is futile, since the Mint has 
no plans to substitute aluminum pen­
nies for copper ones. She said the price 
of copper has declined in recent 
months, which has resulted in a contin­
uation of the manufacture of copper 
pennies.

There were pennies galore at Pontchartrain 
State, Metairie, La., a fter the bank's successful 
penny collection program . The bank offered 
$1.10 for each 100 pennies brought in during 
the program and ended up with more than 
one million coppers. Douglas Mayeux, son of 
Ned Mayeux, vice president and cashier at the 
bank, knows how to have fun with pennies. 
Stacks behind boy are portion of pennies bank 
collected. Program had two-fold purpose: to 
unearth pennies and alert citizens about penny 
shortage.

Banking on Wheels

These skating bankers greeted customers of 
newly opened drive-in bank of First National, 
Blue Island, III., recently. Skaters directed tra f­
fic and demonstrated how the equipment 
worked.

MID-CONTINENT BANKER for October, 197434

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



SPIRIT OF AMERICA'

JAM’S»

DELUXE NATKWAt ffTA

CHECK PRINTERS,INC
SALES HOQ7R5. • 3440 N. KEDZIE, CHICAGO., III . 6(1618 
STRATEGICALLY LOCATED PLANTS FROM COAST TO COAST

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



Bicentennial M eta lw are O ffe red  as Premiums

Although the nation's bicentennial year of 1976 seems far aw ay, banks can begin holding their 
bicentennial promotions at any time. One w ay would be to offer as a premium this Series '76  
Wilton A rm etale® m etalware, which—according to its distributer, Abrams & Shiverdecker, 
Kansas City—has a unique and original bicentennial design. Each piece—ranging from tankards 
to salt and pepper sets—bears the Wilton "touchm ark," which guarantees it as a handcrafted 
original, said the distributor. The latter firm also described the pieces as a fusion of 10 different 
metals, giving it strength and durability surpassing pewter, yet still retaining the pewter look. 
In addition, said Abrams & Shiverdecker, they w on't dent, bend or break and can go safely 
from refrigerator to range. The junior colonial tankard usually is offered first free of 
charge to new customers, who then can begin buying the other pieces each time they add 
certain amounts to their accounts.

C om m em orative  Coins Sold 
By W orthen  Bank & Trust

Worthen Bank, Little Rock, recently 
offered $25 silver coins minted in hon­
or of Queen Elizabeth’s silver wedding

anniversary by the Cayman Islands. 
The offer lasted for three days.

The coins were offered at their 
U. S. face value, which was $30. How­
ever, holders of the bank’s Pacesetter 
Accounts were entitled to $3 certifi­
cates toward purchase of the coins.

Anyone opening a new Pacesetter Ac­
count also was entitled to the discount.

The coins are the largest silver coins 
ever minted by any government, ac­
cording to a bank representative. The 
coins are also the first in three centuries 
to portray both the reigning English 
monarch and a second person, in this 
case her husband, Prince Philip.

Collectors could charge their coin 
purchases to either their BankAmeri- 
card or Master Charge accounts.

Bank Golf Event Winners

Jane Blalock (I.) and Sue Roberts (r.) pose with 
golf trophy they won at sixth annual Southgate 
Open Golf Tournament, sponsored by South- 
gate State Bank, Prairie Village, Kan., over the 
Labor Day weekend. The two women tied for 
first place and were declared co-winners when 
rain washed out the final round of the $35,000 
event. Gentleman in center is J. Wesley St. 
Clair, bank president and founder and general 
chairman of event.

Let your customers know  
r-you feel they're

When a customer chooses your bank, it’s because he feels con­
fident in your services. Now you can let your customers know 
you appreciate their confidence by giving them a personal gift —  
a professional, 8x10 Natural Color family portrait through our 
Depositors Portrait Service.

The finished portrait, worth up to $25 in many studios is FREE to 
your customers. For you there is only one $250 service fee, no 
matter how many portraits are taken. We handle all technical de­
tails and furnish everything you need for the promotion. In addition 
to being unique as deposit premiums, portraits are excellent in 
public relations programs.

FOR ADDITIONAL INFORMATION, CONTACT 
MR. T. C. RIGGINS (314) 231-1575 

OR WRITE TO:
MR. T. C. RIGGINS

DEPOSITORS PORTRAIT SERVICE INTERNATIONAL 
1706 WASHINGTON AVE.

ST. LOUIS, MO. 63103

a division of
CHROMALLOY
PHOTOGRAPHIC
INDUSTRIES

DEPOSITORS PORTRAIT SERVICE INTERNATIONAL
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Here’s check-cashing  
convenience you can offer 
to your banking customers 

when they visit Arizona.

With your recommendation, we’ll be happy to 
issue our exclusive V.I.P. check-cashing card 
to any of your customers who are going to be 
in Arizona for business or pleasure.

Upon presentation of the card at any of our 
over 100 offices statewide, your customer's 
personal check on your bank will be honored 
up to $500.00. No other identification or 
verification will be required.

Just write and tell us when your customer will 
arrive in Arizona and how long he intends to 
stay. We’ll be pleased to send our V.I.P. card 
to you for presentation to your customer.

Write to:
National Accounts Department 
First National Bank of Arizona 
P.O. Box 20551 
Phoenix, Arizona 85036

FIRST NATIONAL BANK OF ARIZONA
MEMBER F.D.I.C. • FEDERAL RESERVE SYSTEM
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Forest of hotels at W aikiki Beach will house 15,000 bankers and spouses expected to attend ABA's 
100th convention. (Photo courtesy H aw aii Visitors Bureau.)

focus of AB A’s 100th Convention 
Will Be on Inflation Problems

Bankers to pay second visit to Honolulu

THE FOCUS of the 1974 ABA con­
vention in Honolulu will be on in­

flation fighting and other key issues af­
fecting the banking industry, according 
to convention program planners. Among 
the key speakers will be Dr. Arthur F. 
Burns, Fed chairman, and Stephen S. 
Gardner, Deputy Secretary of the Trea­
sury, who will tackle the complex in­
flation situation.

For the first time, the convention 
will begin on a Saturday (October 19) 
and run through Wednesday noon 
(October 23 ), with two general ses­
sions scheduled for Monday and 
Wednesday. The 100th ABA conven­
tion will mark the beginning of the as­
sociation’s centennial observance, 
which will run through the 1975 con­
vention in New York City.

A record-breaking 15,000 bankers 
and spouses are expected this year, the 
first time the ABA has met in Hawaii 
since 1969. That year, attendance was 
12,000 (about the same figure as last 
year’s attendance in Chicago ).

The first general convention session

will feature a special presentation by 
Willis W. Alexander, ABA executive 
vice president, inaugurating the ABA’s 
centennial year with a forward look at 
banking in the years to come. A wel­
come address will be given by Con­
gresswoman Patsy T. Mink (D .,H a.).

A key feature of the Wednesday 
general session will be a special panel 
discussion of current events in foreign 
affairs. Moderating this group of inter­
national experts will be Harrison Salis­
bury, foreign affairs editor of The New 
York Times. The panel will include

Willis W. Alexander, 
ABA executive vice 
president, w ill present 
special centennial fea ­
ture at this year's ABA 
convention.

Edwin Reischauer, former U. S. am­
bassador to Japan; Paul Volcker, for­
mer Under Secretary of the Treasury 
for monetary affairs; and Paul Nitze, 
former Deputy Secretary of Defense.

A series of concurrent forums will 
highlight major issues facing banking 
on Tuesday morning and afternoon.

Featured speakers at the forum on 
regulation and the public interest will 
be James E. Smith, Comptroller of the 
Currency; Frank Wille, FDIC chair­
man; Jeffrey M. Bucher, Fed governor; 
John H. Perkins, president, Continental 
Illinois National, Chicago, and member 
of the ABA government relations coun­
cil; and Maurice Mann, president, Fed­
eral Home Loan Bank of San Francis­
co.

Concurrent forums will also discuss 
inflation, the competitive scene 
(E FTS), managing today’s environ­
ment, the investment outlook, ways to 
improve bank profits, bank taxation 
and kidnap-hostage protection.

A series of special interest sessions 
will be offered each morning of the
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ABA O fficers—197 3 -7 4

MORTHLAND WHYEL BICKMORE ADAMS

convention, ending on Tuesday. The 
sessions will be participation-oriented 
and will cover the following topics :

Pension legislation; banks as gold 
brokers; NOW  accounts; the implica­
tions of Hinky Dinky; the outlook for 
international banking; the installment 
and mortgage lending situation; a per­
spective on Small Business Adminis­
tration lending; the outlook for finan­
cial institution reform; point-of-sale 
system developments; packaged ser­
vices; the student loan task force;

The effect of commitments and con­
tingent liabilities; compliance require­
ments for affirmative action; the agri­
cultural outlook; liability management 
developments; usury laws; direct and 
indirect leasing programs; loan classi­
fication by supervisory authorities; the 
role of the bank director;

The current status of Fed operation­
al activities; an appraisal of trust busi­

Âloha!

ABA President and Mrs. Rex Morthland sym­
bolize the thousands of ABA members who 
will be flying this month to Honolulu for the 
1974 ABA convention. Both wear the Haw aiian  
leis traditionally presented to visitors to the 
islands.

ness and the SEC; the Rural Develop­
ment Act; capital adequacy; banking’s 
role in urban and community econom­
ic development; current compensation 
policies for community banks; small 
bank portfolio management; small bank 
automation alternatives;

ABA Bank Protection Manual utili­
zation; media relations; shelter financ­
ing; developing a written lending pol­
icy; automated tellers in the communi­
ty bank; direct deposit of government 
checks; and the current and future 
plans for the ABA advertising program.

Representatives of the Menninger 
Foundation will conduct several semi­
nars beginning Saturday that will ex­
amine man’s development and his rela­
tionship to the people and world 
around him.

On Sunday morning, all registrants 
are invited to attend a fellowship gath­
ering at the main arena in the Hono­
lulu International Center. The Rever­
end Billy Graham will be featured at 
the gathering, accompanied by Ha­
waiian musicians. This gathering takes 
the place of the traditional prayer 
breakfast and there is no extra charge 
involved.

Throughout the convention, three 
pavilions of exhibits will be open to 
conventioneers at the Honolulu Inter­
national Center.

Delegates will be housed in 28 ho­
tels in the Waikiki Beach area. The two 
general sessions and the fellowship

HOTEL REFERENCE GUIDE
1. ALA MOANA
2. HALEKULANI
3. HAWAIIAN REGENT
4. HILTON HAWAIIAN VILLAGE
5. HOLIDAY INN-WAIKIKI
6. ILIKAI
7. IMPERIAL HAWAII

8. KAHALA HILTON
9. KUHIO

10. MOANA
11. OUTRIGGER
12 PRINCESS KAIULANI
13. REEF
14. REEF TOWER
15. ROYAL HAWAIIAN

16. SHERATON-WAIKIKI
17. SURFRIDER
18. WAIKIKI AMBASSADOR
19. WAIKIKI BEACHCOMBER
20. WAIKIKI GATEWAY
21. WAIKIKI MARINA
22. WAIKIKI RESORT
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Convention Speakers

BURNS GARDNER WILLE M A NN  BUCHER SMITH PERKINS

gathering will take place at the Hono­
lulu International Center, located be­
tween Waikiki and the downtown area. 
A shuttle system will provide transpor­
tation between the hotels and the cen­
ter.

New officers expected to be elected 
at the convention include George L. 
Whyel, vice chairman, Genesee Mer­
chants Bank, Flint, Mich.— ABA presi­
dent; and J. Rex Duwe, chairman, Lu­
cas (Kan.) State— ABA president­
elect. J. Grant Bickmore, president and 
CEO, Idaho Bank, Pocatello, is expect­
ed to be reelected as ABA treasurer. 
Rex J. Morthland, chairman & CEO, 
Peoples Bank, Selma, Ala., will become 
chairman of the ABA governing council 
upon becoming the immediate past 
president.

Presiding over the convention will 
be outgoing ABA President Rex J. 
Morthland. Serving with Mr. Morthland 
for the past year were Mr. Whyel as 
president-elect; Mr. Bickmore as trea­

surer; and Eugene H. Adams, chair­
man, First National, Denver, chairman 
of the ABA Governing Council. Mr. 
Adams is immediate past ABA presi­
dent.

Mr. Morthland joined Peoples Bank 
in 1946 and was named chairman in 
1971. He served as a member of the 
Hunt Commission in 1970-71.

Mr. W hyel has been in banking 
more than 25 years and joined his bank 
in 1947. He is a past president of the 
Michigan Bankers Association.

Mr. Bickmore joined Idaho Bank in 
1950 and was named president in 
1963. He is a past president of the Ida­
ho Bankers Association.

Mr. Adams began his banking ca­
reer with International Trust, Denver, 
in 1934. When the firm merged with 
First National in 1959, he became ex­
ecutive vice president. He was named 
chairman this year. * •

ABA Officer Candidates

r  F * J r
m. F ' ▼ *4* » sF*

f t S r i H

* f
> 1 ' J

A i l
DUWE M cPETERS

Expected to be elected to an ABA post a t 
this year's convention, in addition to George 
L. W hyel, candidate for pres, (see page 39), 
is J. Rex Duwe, ch., Lucas (Kan.) State, candi­
date for pres.-elect. W . Liddon McPeters, pres., 
Security Bank, Corinth, Miss., is unopposed at 
this time as candidate for pres.-elect at the 
1975 convention.

Authentic replica of Japanese temple is located 
within a 30-minute drive of Honolulu. (Photo 
courtesy United Airlines.)
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ABA Makes Plans lor 100th Birthday
Smithsonian Exhibit, Documentary Film and Commemorative Stamp 

Among Projects Planned by Association s Centennial Commission

T HE ABA, which will be 100 years 
old in 1975, owes its beginning in­

directly to a predecessor of the current 
women’s liberation movement. It seems 
that, in January, 1875, two St. Louis 
bank cashiers—James T. Howenstein 
of Valley National and Edward C. 
Breck of Exchange Bank—were walk­
ing by that city’s Mercantile Library 
Hall, which had a conspicuous sign an­
nouncing a “woman’s suffrage mass 
meeting.” Mr. Howenstein asked his 
companion, “ If women can get together 
to heal their sorrows and woes, why 
cannot bankers get together to shoo 
their sorrows?” The two banks, by the 
way, were located in the general area 
of what is now the Jefferson National 
Expansion Memorial, site of the famed 
St. Louis Gateway Arch on the Mis­
sissippi Riverfront.

The following May, at Mr. Howen- 
stein’s invitation, 17 bankers met at 
New York City’s Barnum’s Hotel, as 
Mr. Howenstein put it, to put “their 
heads and hearts together to bring into 
a union of business interest and hearty 
affection the bankers of our country for 
a better bankerhood and a nobler man­
hood.”

Then, in July, 1875, 350 bankers 
from 32 states and territories met in 
Saratoga, N. Y., after all banks had re­
ceived invitations recommending that 
an association of bankers be organized. 
About 15 months later—in October, 
1876, the nation’s centennial year—-the 
ABA was created as a permanent or­
ganization at a national convention in 
the Bankers’ Building on the Centen­
nial Exposition Grounds in Philadel­
phia.

Now— nearly 100 years later— al­
though Messrs. Howenstein and Breck 
are long dead and their banks out of

M i d - C o n t i n e n t  B a n k e r  is indebted 
to the ABA, particularly the Janu- 
arij, 1950, issue of its official publi­
cation, Banking, for some of the 
historical material contained in this 
article.

existence for many years— the ABA is 
a strong, viable and influential part of 
the American business scene.

Although the association’s 100th con­
vention actually will be held this year 
in Honolulu, it will celebrate its cen­
tennial at the 1975 convention in New 
York City. However, this milestone will 
not be overlooked at the 1974 meeting. 
Earlier this summer, W . Liddon Mc- 
Peters, chairman of the ABA Centen­
nial Commission, told M i d - C o n t i n e n t  

B a n k e r  that the ABA staff was devel­
oping a film to inaugurate the ABA 
centennial observance at the 1974 con­
vention. This film also will be avail-

able for various divisional meetings 
during the centennial year.

Mr. McPeters, president, Security 
Bank, Corinth, Miss., also is a candi­
date for ABA president-elect in 1975. 
Here’s how he outlined the Centennial 
Commission’s plans for the coming 
year:

1. A banking industry exhibit will 
be located in the National Museum of 
History and Technology in the Smith­
sonian Institution in Washington, D. C. 
The ABA is funding the exhibit up to 
$400,000. The designer, Wetzel & As­
sociates, Stamford, Conn., is well along 
in this work. At present, commission 
members are actively soliciting lists of 
banking artifacts and memorabilia that 
may be considered for inclusion in the 
exhibit. Such items might be made 
available on loan or by donation to be­
come part of the Smithsonian’s perma­
nent collection. In either case, it’s the

M id-C on tinen t-A rea  C entennial Commission Members

McPETERS

W. Liddon McPeters, pres., Security Bank, Corinth, Miss., is ch., ABA Centennial Commission, 
which is charged with developing plans to celebrate the association's 100th anniversary during 
1975. Three Mid-Continent-area bankers are on Mr. McPeters' commission: Norville R. Gish, v .p.- 
marketing, First National Charter Corp., Kansas City; B. Finley Vinson, ch., First Nat'l, Little Rock, 
and Mrs. Marcella D. Perry, ch., First Pasadena (Tex.) State. Mr. McPeters also is candidate for 
ABA pres.-elect in 1975.

PERRY GISHVINSON
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This is an artist's sketch of ABA's third annual (1878) convention in Saratoga, 
N. Y. According to the ABA, which supplied the sketch, delegates to this conven­
tion voiced their opposition to "greenbacks," calling their use a monetary revolu­
tion. One statement read, the ABA continued, that "nowhere except in this country 
has it entered the mind of a sane man that the act of the government in stamping 
on a piece of paper or leather 'This is a dollar' and making it legal tender could 
impart to it commercial or exchangeable value equal to a coin dollar . . . (others) 
were never so silly as to attem pt to enforce the use of 'fla t money' as currency."

M id-C on tinen t-A rea  A B A  Presidents
Of the 88 men who have served the ABA as president, 37 have 

been from the 13-state M id-Continent Banker area. They were 
(present affiliation, if changed since vear of service, is designated bv 
italics):

1883— * Lyman J. Gage, v.p., First Nat’l, Chicago.
1888— "Charles Parsons, pres., State Bank, St. Louis.
1894— "John J. P. Odell, pres., Union Nat’l, Chicago.
1899— "Walker Hill, pres., American Exchange Bank, St. Louis.
1904—  "E. F. Swinney, president, First Nat’l, Kansas City.
1905—  "John L. Hamilton, v.p., Hamilton & Cunningham, Hoopeston, 111.
1907—  "J. D. Powers, v.p., Third Nat’l, Louisville.
1908—  "George M. Reynolds, pres., Continental Nat’l, Chicago.
1910— "F. O. Watts, pres., First Nat’l, Nashville.
1912— "Charles H. Huttig, pres., Third Nat’l, St. Louis.
1916— "P. W. Goebel, pres., Commercial Nat’l, Kansas City, Kan.
1919— "Richard S. Hawes, v.p., First Nat’l, St. Louis.
^925— "Oscar Wells, pres., First Nat’l, Birmingham, Ala.
1926—  "Melvin A. Traylor, pres., First Trust, Chicago.
1927—  "Thomas R. Preston, pres., Hamilton Nat’l, Chattanooga, Tenn.
1928 "Craig B. Hazlewood, v.p., Union Trust, Chicago.
1929 "John G. Lonsdale, pres., Mercantile-Commerce Bank, St. Louis.
1930 "Rome C. Stephenson, v.p., St. Joseph County Savings Bank, 

South Bend, Ind.
1933—  "Francis Marion Law, pres., First Nat’l, Houston.
1934—  "Rudolph S. Hecht, ch„ Hibernia Nat’l, New Orleans.
1936— "Tom K. Smith, pres., Boatmen’s Nat’l, St. Louis.
1940—  "P. D. Houston, ch., American Nat’l, Nashville.
1941—  "H. W. Koeneke, pres., Security Bank, Ponca City, Okla.
1942—  "W . L. Hemingway, pres., Mercantile-Commerce Bank, St. Louis.
1945—  "Frank C. Rathje, pres., Chicago City Bank.
1946—  "C. W. Bailey, pres., First Nat’l, Clarksville, Tenn.
1948 Evans Woollen Jr., ch., Fletcher Trust, Indianapolis.
1954—  "Homer J. Livingston, pres., First Nat’l, Chicago.
1955—  "Fred F. Florence, pres., Republic Nat’l, Dallas.
1957—  J. C. Welman, pres., Bank of Kennett, Mo.; ch airm an o f  e x e c ,  

c o m m itte e , B a n k  o f  K e n n e tt .
1958—  "Lee P. Miller, pres., Citizens Fidelity, Louisville.
1961— Sam M. Fleming, pres., Third Nat’l, Nashville; ch . o f  trust hoard  

a nd d ir., T h ird  N a t ’l.

1966 Jack T. Conn, ch., Fidelity Nat’l, Oklahoma City; c h ., F id e lity  
B ank, O k la h o m a  C ity .

1968—  Willis W. Alexander, pres., Trenton (M o.) Trust; e x e c , v .p . ,  A B A ,  
W a s h in g to n , D .C .

1969—  Nat S. Rogers, pres., First City Nat’l, Houston.
1971— Allen P. Stults, ch. and CEO, American Nat’l, Chicago.
1973— Rex J. Morthland, ch., Peoples Bank, Selma, Ala.

* Deceased

Smithsonian’s policy to give appropri­
ate credit to the lender or donor.

2. An illustrated banking history will 
be produced by the Smithsonian in 
connection with the above exhibit.

3. A documentary film on banking 
and its role in the nation’s development 
will be produced for use on public TV, 
in schools and by service clubs. Pro­
duction of the film is under the aus­
pices of A. R. "‘Bo” Naunheim, now ex­
ecutive vice president, First Charter 
Corp., Kansas City-based multi-bank 
HC. Until recently, Mr. Naunheim was 
chairman and president, Charter Bank 
of Jennings, Mo., a member of the HC. 
He is chairman of the film committee 
of the ABA’s Communications Council.

A. R. "Bo" Naunheim, 
exec, v.p., First Char­
ter Corp., Kansas City, 
is ch., film committee, 
ABA Communications 
Council. Under Mr. 
Naunheim's auspices, 
a documentary film on 
banking is being pro­
duced as part of the 
ABA's centennial ob­
servance.

/
U V A  ,
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4. A commemorative stamp will be 
released in 1975 honoring the American 
banking system. Mr. McPeters said the 
ABA has received encouragement from 
postal authorities that such a stamp 
may be issued, but approval was not 
yet final.

5. Development of the film that is 
to be shown at the ABA’s 1974 conven­
tion.

Dr. Charles Haywood, dean, School 
of Business, University of Kentucky, 
is a special consultant to the Centen­
nial Commission on the Smithsonian 
bank exhibit, the film and the proposed 
publication. The museum exhibit will 
be located on the third floor of the 
Smithsonian’s newest Washington 
building, which draws some seven mil­
lion visitors annually. According to Mr. 
McPeters, it’s estimated that this mu­
seum alone will have some 30-35 mil­
lion visitors during the nation’s bi­
centennial year of 1976. Therefore, he 
continued, the ABA Centennial Com­
mission is highly privileged to have the 
banking exhibit located where it may 
be seen by so many of the visitors to 
the nation’s capital.

According to a list compiled last Jan­
uary by the ABA library staff, there 
were 15 founding member banks of the 
association, including Mr. Howenstein’s 
Valley National and Kentucky Nation­
al, Louisville, which evidently went out 
of business in 1894. For some unknown 
reason, Mr. Breck’s Exchange Bank 
was not on the list. Most of the other

(Continued on page 48)
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1 9 7 3 -7 4  A  Yeaiv of Change
And Unexpected Challenges

THE PAST YEAR, during which I 
was privileged to serve as president 

of the American Bankers Association, 
was marked by rapid and extensive 
change throughout our financial system.

W ho would have anticipated the 
magnitude and rapidity of changes that 
have taken place during the year? That 
inflation would cut so deep into our 
personal budgets and our business out­
look for such a protracted period? Who 
could have foreseen a 12% interest rate, 
supermarket point-of-sale terminals for 
savings and loan associations, guaran­
teed loans for livestock producers . . . 
that there would be a new President in 
the White House.

The complexities of American life 
seem to bear on everyone. But the over­
riding complicating factor in all 
changes this year is the record inflation 
that was intensified by the energy crisis 
and certain food shortages.

The ABA has recognized for years 
that inflation was a major px-oblem in 
our economy and has urged that rig­
orous steps be taken to cure it.

In early spring, the ABA planned 
an Inflation Symposium to develop an 
even greater awareness of the delete­
rious effects of, the causes of and pos­
sible cures for inflation. In mid-July, 
while inflation was still peaking and 
“Watergate” was aggravating our eco­
nomic outlook, the ABA Inflation Sym­
posium was held in Washington. It 
brought together leading economists 
and financial world opinion makers, 
congressional and regulatory officials 
and leading bankers.

Bankers are acutely aware that the 
housing industry is one of those hardest 
hit by inflation. The problems of that

M r . M o rth la n d  is chairm an , P e o p le s  
B ank, S elm a , A la .

By REX J. MORTHLAND
President

American Bankers Association

industry are complex, and we have 
studied them intensively and sympa­
thetically. Even prior to the time when 
the full impact of inflation was affecting 
interest rates and availability of money, 
higher prices for housing were reflect­
ing the shortages of building materials 
and the cost of land.

Land prices have increased more 
than any other cost element of a home. 
During the last 10 years, they have 
risen at an average annual rate of 9.1%. 
Moreover, lots are getting smaller. In 
1967, the average lot size for a home 
was 8,202 square feet, according to 
home builder industry statistics. By 
1973, it was 6,990 square feet. Taking 
account of both rising lot prices and 
smaller lots, land costs rose at an an­
nual rate of 13.4% between 1967-73.

"The ABA has recognized for years 
that inflation was a m ajor problem  
in our economy and has urged that 
rigorous steps be taken to cure it."

The average new home that sold in 
1972 for $35,000 sold for $40,900 in 
1973, one year later—up by 16%. Mort­
gage rates, by comparison, still re­
mained the best, albeit expensive, buy 
in the overall home-buying picture with 
only a 10% increase. This is only one 
area where inflation has been so injur­
ious to our welfare.

Financial Institutions Act. As housing 
loans diminished because of high in­
terest rates and disintermediation, the 
need for changes in our financial sys­
tem became even more apparent. The

Financial Institutions Act (FIA ) is of 
prime importance for the future of 
banks and other institutions. The FIA 
would make major changes in the oper­
ations of banks, savings and loan as­
sociations and mutual savings banks to 
provide competition, under conditions 
of equality, in furnishing a wide range 
of services. It also would have a major 
significance for both savers and borrow­
ers.

Voicing vigorous support for the act 
before the Senate Subcommittee on Fi­
nancial Institutions, the ABA asserted 
that this proposed legislation, with 
minor changes, offers the best means of 
ensuring that the nation’s financial sys­
tem will be responsive to the economic 
and social needs of the future.

W e feel that the comprehensive re­
structuring in the FIA will increase 
the competitive ability of depository fi­
nancial institutions, vis-à-vis other ele­
ments of the general money market. 
This should better enable these institu­
tions to weather periods of economic 
fluctuation and rapidly increasing in­
terest rates by giving them additional 
flexibility.

Attuned to current housing needs 
and other social priority areas, the bill 
calls for a tax credit on income from 
loans for such purposes as an induce­
ment to increase flows of funds into 
these areas. Such a credit has the ad­
vantage of being attractive to all lend­
ers and thus broadening the market for 
these loans. It also is flexible and avoids 
creation of “ grandfather rights.” It can 
be changed as social priorities change 
or as economic conditions lessen the 
need for it.

Usury ceilings must be recognized 
as impediments to deposits in financial 
institutions in inflationary periods. They 
restrict earning capacity and hence 

(Continued on page 122)
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To Step Up

Genesee Bank business is discussed by Mr. Whyel and John R. Butler (I.), presi­
dent & CEO, and Edward J. Neithercut, chairman.

A Product of the 
Wolverine State:

George Whyel

ABA President-Elect George L. Whyel and Mrs. Whyel chat 
with their oldest daughter, Mrs. Adelaide Smith. Mr. Whyel 
is vice chairman, Genesee Merchants Bank, Flint, Mich., and— 
by tradition—will advance to ABA president during the as­
sociation's convention this month in Honolulu.

Presidency

44

The Whyel yard provides attractive set­
ting for strolls by Mr. Whyel and his two 
granddaughters.
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Mr. Whyel stops by the new accounts desk 
a t his bank's Main Office.

Despite a busy year as an officer of a bank and 
the ABA, M r. Whyel finds time to examine some 
flowers in his back yard.

M r. Whyel enjoys a chat w ith his granddaughters, Christina 
Smith (I.) and Katharine Smith.

During a stop in Genesee Bank's trust department, 
Mr. Whyel visits w ith Webb F. M artin (I.), vice presi­
dent & personal trust officer, and M . Harry Piper, 
senior vice president.
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In Addition to Formal Speeches:

ABA Ag Conference 
To Feature Workshops9 
Early-Bird Sessions

WHAT ARE the world markets for 
U. S. agriculture? What is the con­

sumer’s view toward agriculture . . . 
can we improve understanding? Will 
we be able to transport full produc­
tion? Can we, in fact, sell and pay for 
it? These are questions that bankers 
should have the answers to, according 
to Oliver A. Hansen, president, Liber­
ty Trust, Durant, la., and they are 
questions that will be spotlighted at the 
ABA’s 23rd national Agricultural and 
Rural Affairs Conference, of which Mr. 
Hansen is chairman. The conference 
will be held November 10-13 at St. 
Louis’ Chase-Park Plaza Hotel. The 
theme will be “Agri-Banking— the For­
ward Look.”

The program will include concurrent 
workshops on: “Legal Aspects of Agri­
cultural Lending,”  “Agricultural Lend­
ing Procedures for New Loan Officers,” 
“Estate Planning for Farm Families,” 
“ Financing Capital Requirements of 
Young Farmers,” “Warehouse Receipts 
Financing,” “Land-Use Policies” and 
“Financing Feeder Pig Production.” 
They will be given from 10:50 a.m.- 
12:10 p.m. November 10 and repeated 
from 2:30-3:50 o’clock that afternoon 
and from 2:00-3:20 o’clock the follow­
ing afternoon.

Concurrent early-bird sessions are 
scheduled on: “ Feedlot Financing,”
“Bank Directors’ Responsibilities,” 
“Leasing Agricultural Capital,” “Rural 
Development Guarantee Loan Pro­
grams,” “Financing Specialized Agri­
cultural Lending,” “Kidnap/Hostage in 
Perspective” and “Alternative Sources 
of Funds Techniques.”  They will be 
held from 7:45 -9 a.m. November 12 
(preceded by a 7:15 continental break­
fast) and repeated the following morn­
ing.

Former Secretary of Agriculture Clif­
ford M. Hardin will give the keynote 
address, “World Markets for U. S. 
Agriculture,” during the first general 
session November 11. Dr. Hardin, now 
vice chairman, Ralston Purina Co., St. 
Louis, was born on a farm near

Knightstown, Ind., and has been con­
nected with agriculture ever since. He 
won a 4-H scholarship to and received 
a B.S. degree in agriculture from Pur­
due University, Lafayette, Ind. He did 
graduate work in agricultural econom­
ics at Purdue and in economics at the 
University of Chicago, receiving a mas­
ter’s degree from Purdue in 1939 and 
his doctorate from there in 1941. He 
has been on the staffs of the University 
of Wisconsin and Michigan State Uni­
versity and became chancellor of the 
University of Nebraska in 1954 at the 
age of 38.

Dr. Hardin helped establish Ataturk 
University in Turkey through a coop­
erative aid program, took part in the 
University of Nebraska’s program of 
technical assistance for agriculture in 
Colombia and inaugurated the Nebras­
ka Center for Continuing Education 
and a new educational TV facility. 
During his 15 years at the university, 
it underwent its greatest period of 
growth, expanding from 7,000 to 
30,000 students. Before taking the Ne­
braska post, Dr. Hardin helped with 
the administration of an agricultural 
training program sponsored at the Na­
tional University of Colombia by Mich­
igan State University and—in 1953— 
assisted with the operation of a similar 
program at the University of Ryukyus, 
Okinawa.

Dr. Hardin became Secretary of Ag­
riculture in January, 1969, and left that 
post in November, 1971, to join Ral­
ston Purina.

In a talk he gave last May at the 
World Trade Seminar in St. Louis, Dr. 
Hardin touched on the problem of 
world hunger and pointed out that, be­
cause of this country’s capacity to pro­
duce more food than it needs, there 
has been a growing pressure to create 
within the U. S. a “food and feed re­
serve” designed to stabilize and even 
out world supplies. He pointed out in 
that talk that although the world needs 
such a reserve, maintaining it here 
would impose a heavy cost on U. S.

Conference
Speakers

WHYEL

LITTON HARDIN

Three of the speakers to be featured at the 
ABA's 23rd national Agricultural and Rural 
Affairs Conference November 10-13 are George 
L. Whyel, who will have moved up from ABA 
pres.-elect to ABA pres, at the time of the 
conference; Dr. Clifford M. Hardin, v. ch.( Ral­
ston Purina Co., St. Louis, and U. S. Represent­
ative Jerry Litton (D.,Mo.). Mr. Whyel is v. ch., 
Genesee Merchants Bank, Flint, Mich. Dr. Har­
din is a former Secretary of Agriculture.

Behind the Scenes

HANSEN WALTON

Oliver A. Hansen, pres., Liberty Trust, Durant, 
la., is chairman of the ABA's 23rd national 
Agricultural and Rural Affairs Conference, 
scheduled to be held November 10-13 at St. 
Louis' Chase-Park Plaza Hotel. Robert L. W al­
ton, pres., Farmers &  Merchants State, Bush- 
nell, III., is ch., ABA Agricultural Bankers Di­
vision.
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Red’s 
and 

Wilbur’s back.
And Tulsan’s will never come back.

At the Fourth, back in Tulsa, backs are popping up everywhere.
But that certainly doesn’t mean that we are turning our backs on our customers. It means 
just the opposite.
Our new slogan, “You II never come back” has created quite a stir among Tulsans. It was 
purposely a week after the first introduction of the slogan that our advertising explained 
the true meaning of the phrase. Fourth National Bank had decided to make itself the most 
convenient bank in the city.
Being large, and downtown —the obstacles were great. But our program was to change 
the systems of our bank so that once a new customer came to the bank and signed the 
various papers—he would never have to come back.
With this new approach, Fourth National fortifies its position as the city’s most aggressive 
— and convenient—bank.
Watch for future news of The Background—what the Fourth is doing back in Tulsa. You’ll 
see the aggressiveness of our programs in the city and understand the aggressiveness of 
our programs for you —correspondent banking.

Backs, courtesy of Wilbur Waters and Glenn Red Ward.

Fourth
National Bank

You’ll never come back.
Member F.D.I.C.
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taxpayers and U. S. farmers. Dr. Har­
din suggested that as a partial alterna­
tive, this country should encourage im­
porting countries to carry some of the 
burden by constructing storage facil­
ities of their own for a significant por­
tion of their own annual needs— 
whether from their own production in 
good years or from imports. For those 
countries with insufficient capital to 
construct these storage facilities, Dr. 
Hardin recommended that loan funds 
be made available through one of the 
international agencies, such as the 
World Bank, and that such funds be 
available for both construction and in­
ventory costs.

‘'Stocks which are part of another 
nation’s programed reserve,” he added, 
“and located on foreign shores will be 
less of a depressing force on U. S. farm 
prices than if the same stocks are still 
in this country.”

The November 11 luncheon speaker 
will be U. S. Representative Jerry Lit­
ton (D .,M o.), who himself was a farm­
er before entering politics. A breeder 
of Charolais cattle near Chillicothe, 
Mo., the young congressman sold his 
Charolais ranch to avoid conflict-of-in­
terest charges and put the money (in 
the millions of dollars) in a blind trust. 
A member of the House Agriculture 
Committee and three agricultural sub­
committees, Representative Litton 
holds a B.S. degree in agricultural jour­
nalism from the University of Missouri 
at Columbia.

Upon his election to Congress, he 
decided to try to overcome the grow­
ing lack of confidence in government. 
Thus, he initiated a program whereby 
he brings national leaders back to his 
district in Missouri each month to join 
him in a two-hour, no-holds-barred 
question-and-answer session with the 
voters in his district. The program has 
become so popular that it’s now car­

ABA Publishes 'Thruput'

A new ABA monthly newsletter, 
called “Thruput,” is set to debut this 
month. It will be published by the 
Operations/Automation Division in 
cooperation with the ABA Commu­
nications Group.

The publication has been planned 
to be a timely newsletter empha­
sizing two-way communication be­
tween the division and bankers who 
are responsible for the operations 
and data processing functions within 
their banks.

Annual subscriptions are $12 for 
12 issues and additional information 
is available from “ Thruput” editor, 
Communications Group, ABA, 1120 
Connecticut Ave., N.W., Washing­
ton, D. C. 20036.

ried by TV and radio throughout Mis­
souri.

When consumer boycotts threatened 
to further divide rural and urban 
America, Representative Litton invited 
America’s agricultural leaders to Wash­
ington, where he challenged them to 
unite behind one voice to close the pro­
ducer-consumer communications gap. 
More than 100 members of Congress 
were at the head table at one of the 
luncheon meetings he called to spear­
head the program. As a result of his ef­
forts, the Agriculture Council of Amer­
ica was formed and is considered by 
many as American agriculture’s first 
chance to put together a unified voice 
to close the rural-urban communica­
tions gap.

In addition to these speakers, Mrs. 
Esther E. Peterson, assistant Secretary 
of Labor during the Johnson Adminis­
tration and special assistant for con­
sumer affairs to President Lyndon John­
son, will discuss “How the Consumer 
Views Agriculture.” Mrs. Peterson now 
is vice president of consumer programs, 
Giant Food, Inc., Washington, D. C.

“The ABA Reports to You!” will be 
the subject of George L. Whyel, now 
ABA president-elect, but who will have 
become ABA president by the time the 
conference is given. He is vice chair­
man, Genesee Merchants Bank, Flint, 
Mich.

The program will include a talk on 
“The Transportation Crisis” by James 
V. Springrose, vice president-transpor­
tation, Cargill, Inc., Minneapolis, and 
outlook presentations on the general 
economy, energy, cotton, grains and 
soybeans, fresh fruits and vegetables, 
hogs and cattle. A question-and-answer 
period will follow.

Robert L. Walton is chairman of the 
ABA’s Agricultural Bankers Division. 
He is president, Farmers & Merchants 
State, Bushnell, 111. * •

'Peoples Gallery':

A r t  D irecto r Joins Staff 
A t  C entra l N a t'l, Denver

Central Bank, Denver, has appointed 
Leslie Ann Barton as director of art. 
Miss Barton is responsible for selecting 
and scheduling exhibits for the bank’s 
mezzanine “People’s Gallery.”

The bank has set aside space for art 
exhibits because its building provides a 
natural setting for such exhibits and the 
building and adjoining park have be­
come popular gathering places during 
the working day.

The initial exhibit featured works in 
stained glass and subsequent shows in­
cluded contemporary prints and Navajo 
handcrafts.

ABA Convention Cities

Mid-Continent-area cities have 
been hosts to ABA conventions 26 
times since the first convention was 
held in 1875.

Louisville was the first in the 
Mid-Continent area, having been 
the site of the 1883 convention. 
However, Chicago has been the site 
of most of the conventions held in 
this area: 1885, 1893, 1909, 1918, 
1924, 1933, 1941, 1944, 1946, 1951, 
1955, 1958, 1965, 1968 and 1973.

In St. Louis, the convention was 
held in 1896, 1906 and 1919. Kan­
sas City was host in 1889 and 1916; 
New Orleans in 1891, 1902 and 
1935; Houston in 1927 and Dallas 
in 1972.

College Student Package Plan 
Offered by Bank of America

SAN FRANCISCO— Bank of Amer­
ica is offering a special package plan 
for college students called the College 
Plan.

The package includes a checking ac­
count with a $1 per month service 
charge during the school term, with no 
fee during the summer months or 
when the balance is $300 or more; a 
BankAmericard to students of sopho­
more standing or higher; special low- 
cost checks; overdraft protection; a 
savings account; and study plan loans.

At college banking offices, partici­
pants can apply for educational loans 
that are federally insured and they can 
receive assistance with banking and 
money matters from trained student 
reps.

Upon graduation, the College Plan 
checking account automatically con­
verts to the bank’s Custom Checking 
Plan or, if the student has BankAmer­
icard and overdraft protection, to the 
bank’s All-in-One Checking Plan.

ABA's Birthday
(Continued f rom page 42)

charter banks were located in the East, 
although there was one in Detroit and 
one in Richmond, Va. One source said 
Valley National, St. Louis, went out of 
business in 1886, but the “family tree” 
of St. Louis’ Mercantile Trust shows 
a Valley National Bank, and so it might 
have been absorbed into a predecessor 
of Mercantile many years ago.

With the ABA centennial set for 
1975 and the nation’s bicentennial for 
1976, the country’s bankers have a 
double reason to celebrate during the 
next couple of years. • •

MID-CONTINENT BANKER for October, 197448

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



David A. ñismiller
Senior Vice President

Fred N. Coulson, Jr.
Senior Vice President

Frank E. Boesche
Senior Vice President

B.M. Lamberson
Vice Chairman, 

Commerce Bancshares, ine.

P V. Miller, Jr.
President

James W. Fowler
Vice President

Elmer Erisman
Vice President

Tom C. Cannon
Vice President

Paul Shy
Vice President

about wanting to see everyone at the
ABA convention.
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Co m m e r c e  Ba n k  J s w
o f Kansas City
9th and Main 
10th and Walnut
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ÌNG

12th and Charlotte Branch 
234-2000
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EFTS, Financing of HC Expansion 
Stressed at Correspondent Meeting

Visiting as the conference was about to begin were (I. to r.) Roger A. Lyon, ch., ABA cor­
respondent banking division and exec, v.p.. Chase M anhattan Bank, New York City; Richard 
L. Thomas, pres., First Chicago Corp.; David Rockefeller, ch.. Chase M anhattan; and C. Paul 
Lindholm, ch. of the conference and sr. v.p., Northwestern National, Minneapolis.

By LAWRENCE W. COLBERT 
Assistant to the Publisher

MORE THAN 500 bankers were in 
attendance at the third annual 

ABA national correspondent banking 
conference in Atlanta September 8-10.

“Developing Strategies for the Fu­
ture” was the conference theme. Speak­
ers and discussion sessions dealt pri­
marily with electronic funds transfer, 
financing holding company expansion 
and how correspondent banking is go­
ing to meet the challenges of the fu­
ture.

Conference Chairman C. Paul Lind- 
holm, senior vice president, Northwest­
ern National, Minneapolis, said, “Cor­
respondent banking is becoming in­
creasingly involved as users, as well as 
suppliers, of funds.

“For this reason,” he added, “the 
correspondent banker has to continual­
ly be aware of future developments in 
banking.”

General sessions and workshops at 
the conference confronted issues such 
as appraising credit needs and risks for 
bank holding companies, opportunities 
with thrift institutions, the evolving 
payments system, check processing, 
electronic funds transfer systems, credit 
card payments strategies and new ser­
vices and products.

David Rockefeller, chairman of Chase 
Manhattan Bank, New York City, in the 
keynote address, urged the Federal Re­
serve Board to release “its pressure on 
credit expansion,” thereby permitting 
rates to move down and “the housing 
industry to resume more normal pro­
duction.”

Mr. Rockefeller acknowledged that 
“monetary restraint must continue and 
that we cannot return quickly to a 
period of easy money” to solve eco­
nomic problems.

However, Mr. Rockefeller cautioned 
that “ interest rates have reached a point 
where they promise to do positive harm 
if relief is not soon provided.”

Such relief, he noted, would be 
“beneficial to supporting institutions in 
the savings industry which have suf­
fered severe disintermediation.”

In addition to a balanced and well- 
timed monetary policy, the New York 
banker called “ for progress on the fiscal 
side— for the curbing of government ex­
penditures at the federal, state and 
local levels.”

“In addition, we should take steps to 
conserve those basic products which 
are most likely to be in short supply 
and to develop alternative sources.”

To promote conservation, Mr. Rocke­
feller said, “The federal government 
must take the lead in a massive pro­
gram, combining education and action, 
to alert industry, state and local gov­
ernments and individuals to the extent 
of global shortages of critical commodi­
ties.”

Addressing the general session on Tuesday 
morning were these three speakers (I. to r.): 
Barry F. Sullivan, exec, v.p.. Chase M anhattan  
Bank, New York City; J. C. Welman Jr., sr. v.p., 
First National, Minneapolis; and John S. Reed, 
exec, v.p., First National City Bank, N ew York 
City.

He added that a parallel drive must 
be undertaken to stimulate business in­
vestment and improve productivity.

Mr. Rockefeller called capital spend­
ing “the main source of strength in our 
domestic economy over the past year 
and a half.”

He said increased capital spending is 
vital “if we are to get at the heart of 
inflation by developing new and more 
efficient capacity and by increasing 
overall productivity.

“Indeed, it is imperative that pro­
ductivity be increased if the nation’s 
workers are to gain the higher real 
wages which they need to sustain or 
improve their standards of living,” he 
noted.

Mr. Rockefeller added that while he 
opposed a return to mandatory wage 
and price controls, he thought “ the 
President and Congress have been 
wise” in establishing the new Council 
on Wage and Price Stability.

The Chase chairman emphasized 
that inflation is an international prob­
lem which must be dealt with in a 
spirit of international cooperation.

Richard L. Thomas, president, First 
Chicago Corp., speaking on holding 
company growth, told the conference 
that the principal thrust of expansion 
of non-bank activities is being carried 
out by newly formed or acquired sub-

(Continued on page 61)
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FABCO
n

WORTHEN BANK &
is the doorway O

FIRST NATIONAL BANK
TRUST COMPANY. N.A. to financial 

innovation.
OF HOT SPRINGS

1i H  £ 5  ■
FIRST NATIONAL BANK. H  STEPHENS SECURITY H  FIRST ARKANSAS

IN MENA ■  BANK ■  LEASING CORPORATION

m ■ m ■ «t ■ #
L. E. LAY & COMPANY, H  METRO PROPERTIES, NATIONAL CREDIT H  WORLD-WIDE TRAVEL

INC. ■  INC. ■  CORPORATION ■  SERVICE INC.

In fact we're 10 doorways.
FABCO is a registered bank holding 
company made up of 10 affiliated financial 
corporations. Working together these 
companies are equipped to provide a broad 
array of modern services to businesses 
and individuals.
FABCO companies offer a new way of doing 
things... a way to get things done better... 
to do things you couldn't do before.

Whether it's a unique package of personal 
banking services, equipment or real estate 
leasing, residential home mortgages or 
major construction financing, employee 
incentives or training programs, 
round-the-world travel service or any 
number of other financially related 
services... FABCO does it, and does 
it better.

Our assets are now at the half billion 
dollar mark, but it’s our organization and 
large staff of financial professionals 
that is the key to the kind of financial 
thinking that can offer you business 
advantages. Through FABCO we can call 
on any or all of our affiliates to accomplish 
what you need done. There’s no other 
organization in Arkansas like us. If you 
need financial services, you need FABCO. 
Call us.

|übco
FIRST ARKANSAS BANKSTOCK CORPORATION

LITTLE ROCK, ARKANSAS 72201
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Thrifts' Actions in EFTS Arena
Portend Bank Structure Changes

CHANGES in the payments system 
are of deep concern to bankers 

throughout the country, regardless of 
bank size, structure or ownership. 
Spurred on by the radically changing 
nature of nonbank competition, many 
bankers have recognized that change 
not only is necessary, but desirable if 
banking is to retain its position in the 
financial industry.

Changes now developing are alter­
ing radically the techniques by which 
we deliver deposit and withdrawal ser­
vices to our customers and are radically 
affecting the No. 1 factor in obtaining 
deposits, that factor being convenience. 
Any attempt to respond to these exter­
nal challenges must necessarily demand 
at least consideration of changes in 
banking structure. While it’s apparent 
that the threat from nonbank competi­
tors has become substantial in the last 
few years, our deliberations cannot 
help but raise the specter of the con­
tinuing philosophical differences be­
tween holding company banks and in­
dependent banks, unit banks versus 
branch banks and country and sub­
urban banks versus major corporate 
banks. It’s in this environment of con­
cern, coupled with some animosity, 
that city correspondent bankers must 
continue to serve their customers as 
well today as they have in the past.

If you take away the technological 
implications of the changes taking 
place in the payments system, you will 
find that developments are keying on 
three parts of our relationship with the 
consumer. W e are attempting to make 
it easier for the consumer to deposit 
money with a bank without going to

The talk on which this article is hosed 
was given last month at the ABA’s 
national Correspondent Banking Con­
ference in Atlanta.

J, C. WELMAN JR. 
Senior Vice President 
First National Bank 

Minneapolis

a bank-owned location. The technique 
developed to improve the deposit func­
tion for ourselves and thrift institutions 
is called an automated clearing house. 
The savings and loan industry also has 
developed another technique utilized 
in Nebraska through the Hinky Dinky 
stores. This technique apparently is not 
available to many banks and, therefore, 
some alternative must be developed.

On the withdrawal side, we are key­
ing on two different types of transac­
tions— one in which the consumer is 
attempting to pay in response to a pe­
riodic billing and the other in which 
the consumer comes face to face with 
a retailer either to pay for goods or ob­
tain cash. For payment of bills in re­
sponse to periodic billing by a compa­
ny, the automated clearing house prob­
ably is the most efficient vehicle utiliz­
ing either pre-authorized techniques or 
some other techniques not yet devel­
oped for payment of recurring bills 
through some type of bill-paying ser­
vice. The need to meet the retailer in 
a face-to-face environment either to 
pay for goods or obtain cash probably 
is going to be handled in what we refer 
to as the point-of-sale (POS) environ­
ment. My only comment would be that 
the definition of the ultimate structure 
of this system is not totally clear at this 
time, and many discussions in which 
I have participated across the country 
in the last few months have centered 
around the need to determine this 
structure and proceed in order to re­
spond to the perceived threat from the 
S&L industry. And so we come to a 
point when the evolving electronic

funds transfer system seems to revolve 
around the automated clearing house 
and point of sale. I would like to dis­
cuss the current status of the automat­
ed clearing house movement.

As of today, over 50% of the people 
in the United States are located in 
areas that have or are committed to in­
stallation of an automated clearing 
house. Apparently, these areas would 
include somewhere in the vicinity of 
80% of the banks in the country. Auto­
mated clearing houses are operational 
in five of the major cities, and by the 
end of 1975, automated clearing houses 
should be operational in 20 to 30 major 
cities.

Development of automated clearing 
houses at the national level has raised 
some philosophical questions that have 
resulted in development of concepts 
somewhat different from the present 
check collection. In handling pre-au­
thorized debits on an electronic basis, 
we have moved from a traditional tech­
nique in which the pre-authorization 
agreement normally has moved to the 
bank that handles the account of 
the consumer. As automated clearing 
houses became operational, it was de­
termined that it was more desirable to 
utilize a concept we have called pre­
notification. Pre-notification, while it 
may sound like a technical term, mere­
ly means that the documents signed by 
the customer remain in the hands of 
the company and the company and the 
originating bank warrant to the con­
sumer’s bank that they have the au­
thority to make such an entry. As utili­
ty bills, life insurance drafts and other 
similar payments begin to move 
through the system in greater volume, 
it will be necessary for your correspon­
dents to understand the conceptual 
difference between the old technique 

(Continued on page 61)
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Salem Silver Goblets Build Deposits

Proudly, we present Silver Goblets as one of the 
marketing tools from Salem. Handcrafted in 
Portugal, our goblets are heavily silverplated over 
solid brass — the finest silverplate offered to 
financial institutions in a program that builds new 
customers, loyal customers and deposits.

Our programs are complete including displays 
and advertising materials, direct mail pieces, TV, 
internal control and report forms, personnel train­
ing, a market exclusive, return privilege of unused 
merchandise — — and most important, an out­
standing success record.

Let us tailor a program to fit your marketing 
objectives — Silver Goblets, Dinnerware, Flatware,

Oven-to-table Ware — fill in the coupon and we'll 
rush you information. Better yet, Phone: Jay 
Keller, (216) 332-4655.
THE SALEM CHINA CO., Salem Ohio 44460

Financial Institution
Address____________
C ity_______ S tate__
Please rush more information:
□  Samples □ Silver Goblets □  Dinnerware
□  Stainless Flatware □ Oven-to-table Ware

S I N C E  1898

E M , O H I O  4 4 4 6 0
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THE NEXT TIME
your employees ask if Career Apparel is a 
uniform, show them this ad.
Better yet, send for our full color brochure, 
and show them the whole line. It won't cost 
you anything, and it may save you a lot.

Designs in Dacron®

P O R T R A IT  C 3LQ TE 0 ES
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INTERNATIONAL INCENTIVES NOW  BRINGS YOU 
the first complete tabletop program to stimulate new deposits

DINNERWARE, FLATW ARE and now FOSTORIA CRYSTAL
Along with exclusive designs in International dinnerware and 
flatware, INTERNATIONAL INCENTIVES now offers heavy cut 
lead crystal by Fostoria, America’s leading producer of fine 
crysta l. . .  the first coordinated total tabletop look in financial 
premiums, adding a new dimension to your promotional 
capabilities.

You may have already offered International dinnerware 
... if so, then what more natural step than International flatware 
next and then Fostoria crystal by International. A complete 
promotional campaign for long range continuity, and all from 
one well-known and respected supplier.

To get all the specifics of our Fostoria crystal program 
and the complete INTERNATIONAL INCENTIVES premium 
line, just ask for our catalog via the coupon.

If you want it faster, call! Jack Daly at (203) 265-2391. One 
of our financial premium consultants will bring it to you per­
sonally. He’ll make sure that the premiums we sell you, sell 
you to your customers and prospects. Repeatedly.

INTERNATIONAL INCENTIVES 
Division, International Silver Company 
Meriden, Connecticut 06450 
Attn : Jack Daly (203) 265-2391

Insilco

□  Yes, I would like for one of 
your premium experts to show 
me how International Silver 
products have been adding 
luxury and importance to out­
standing promotions —at any 
budget level —for more than 
a quarter century. MCB 9/74

Name

Company

Position

Address Tel.

City State Zip
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Walter E. Heller & Company
105 W. Adams Street, Chicago, Illinois 60690
New York • Boston • Philadelphia • Baltimore • Syracuse 
Detroit • Kansas City • Atlanta • Miami • Tampa 
Birmingham • New Orleans • Dallas • Los Angeles 
San Francisco • Phoenix • Portland » San Juan, P.R. 
H  eller services also a v ail able through Heller companies in 
Canada and nineteen other countries around the world.

Banks
and
Heller:
Partners in profits.
The facts:
Hundreds of loans in Heller’s billion dollar port­
folio involve participations with the nation’s banks.

Many, if not most, of our clients are intro­
duced to us by bankers, and the majority of 
bank referrals result in bank participations, 
with typical bank involvements of 30% to 50% 
of the total loan.

About half of the 25 largest commercial banks 
have participations in one or more Heller loans, 
but the great majority of our participants are 
moderate size banks, many with capital and 
surplus accounts below a million dollars.

Why should your bank participate with 
Heller, in particular?
The reason most banks give is that it enables 
them to retain or generate an income produc­
ing relationship with a present customer or 
prospective borrower who may not be wholly 
bankable-along with the com fort of dealing 
with Heller, an institution whose reputation, 
growth rate and record of cooperative service 
to banks are unsurpassed in its field.
Now that you know “why” here’s “how”...
Just contact the Heller office nearest your bank. 
No “home office’’ red tape will hold things up. 
That’s a promise.
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is th e  b a n k -o r ie n te d  n e w s le t te r  th a t  ta lk s  m o n e y  

m a tte rs  an d  d e v e lo p e s  " b a n k w is e "  c u s to m e rs

is a m a r k e t in g  to o l  t h a t  h e lp s  s e ll, re s e ll, a n d  cross- 

sell th e  fu l l  serv ice  b a n k

is an  e x c lu s iv e  serv ice  th a t  m a y  be fe d  in to  a “ b a n k  

p a c k a g e “  to  h e lp  m a in ta in  m o m e n tu m

is a p e rs o n a liz e d  m e d iu m  o f  c o m m u n ic a t io n  — w h e th ­
e r y o u r  V I P  lis t is 1 0 0  o r  1 0 0 ,0 0 0  y o u  m a k e  th e  

f in a l s e le c tio n

Market Test — The 200 Way

T o  h e lp  y o u r  b a n k  e v a lu a te  M o n e y W is e  in y o u r  m a r k e t  a rea  ju s t f o r  th e  c o s t o f  

p o s tag e  re tu rn  th is  c o u p o n , w r i t e ,  o r  p h o n e .

Please send  us s am p les  o f  M o n e y W is e  a n d  in fo r m a t io n  c o n c e rn in g  The 200  
Way M a r k e t  T e s t p ro g ra m . I u n d e rs ta n d  th e re  is n o  o b lig a t io n .

N a m e  &  T i t l e ________________________________________________________

B a n k  N a m e .__________________________________________________________

T o w n ______________________________ S t a t e ______________Z i p -----------------

BANKV« ! L ^  Champaign" ?L 61820

E arl F . C ro u s e , P re s id e n t  

( 2 1 7 )  3 5 6 - 1 3 3 9
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ink have the complete combination?

■ 10.
Bankers Data Processing Transit & Expense.

Insures documents while in transit 
including the extra expense 

of reassembling them.

/  m - /  Lenders Protective.
/  Comprehensive loan security,

/  combining the basic protection of
/  several policies; also eliminates

/  most of the risk of losses due to
/  errors in follow-up procedures.

Chattel Mortgage Non-Filing 
Protects against failure 

to file liens on chattel goods.

Daia Processing E&O. \  
Protects against claims from 

‘outside” data processing customers
■ 7. \

Trust Department E&O. \
Insures against negligent acfs,\ 

errors and omissions of the \  
trust department when acling as \  

executors and trustees.
Directors & Officers. 

^Protects against 
wrongful acts of bank 
directors and officers.

■ 3.
-— Ransom & Extortion.

Indemnities for money 
paid in event of kidnapping 

or detention of a bank 
employee or family member.

■ 4.
Extra Expense.

Covers extra expenses of 
running a bank following 

physical damage or destruction 
of building (or contents) 

by almost any cause.

■ 6 . /
Catastrophe Safe Depository. 
Full or excess coverage for 

a bank’s safe deposit operation
\ ■ 5.

All Risk Physical Loss or Damage. 
Protects against lack of 

or inadequate insurance on 
mortgaged, foreclosed or insured’s 

own property.

Partial insurance protection isn’t good enough 
for today’s multi-faceted bank. The complex­
ity of your business calls for protection against 
every contingency. And only the complete 
combination of the above coverages offers a 
financial institution such total security. How 
many can. you bank on with your present 
policy?

Your local Insurance broker can fill you in 
further on these and other specialized bank 
coverages. By working closely with Inter­
state’s financial institutions department, he 
can put together the best possible security 
program for your institution.

A combination of coverages you can bank 
on.

K Interstate 
National 
Cbrporation

Geo. F. Brown & Sons, Inc. 
Chicago Insurance Company

55 E. Monroe Street 
Chicago, Illinois 60604 
312/346-6400
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COMPLETE AND EXCLUSIVE PROGRAM!

Seal money or small gifts 
in shock resistant, 
reusable, attractive 
foam containers 
for long-life 
goodwill.
... self liquidating 

at 50$

FREE SAMPLE
Bank name for long lasting 
advertising and goodwill
•  Small size (4”x6” ) no storage problem
•  Fun to decorate ^  fS

Use tape, ribbon, stickers, paint, etc.

•  Protects gifts
•  Light weight
•  Many uses after gift is opened

Mm Dr

“GIFT BARRELS”
The newest

Need Time Money?

The

Will bring it in at low cost
•  No Premiums Needed
•  Larger Accounts
•  No Need to Compete With 

Interest Rates

□  Rush me free sample gift barrel and 
complete details

□  Send me information on Rainbow Account!

NAME-

TITLE-

BANK-

CITY—

MAIL TO:

STATE. Forbe/JnC'
FORBES BUILDING 

and OLD MANOR 
A, KANSAS 67208 

(316) 683-4606

bank traffic 
builders
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CALENDAR OF PROGRAMS

of

The Foundation of the Southwestern Graduate School of Banking

ASSEMBLIES FOR BANK DIRECTORS
21st Assembly— El Conquistador Hotel, Las Croabas,

Puerto Rico, January 30-February 3
22nd Assembly—The Homestead, Hot Springs, 

Virginia, May 26-29
23rd Assembly—The Biltmore, Phoenix, Arizona,

November 5-8

CONFERENCE ON BANK HOLDING COMPANY 
MANAGEMENT PROBLEMS

The Greenbrier, White Sulphur Springs, West Virginia, 
March 9-12

CONFERENCE ON BANK PLANNING
Planning Strategy and Techniques 
Manpower Development 
Planning the Banking House 
Management of Capital Requirements

Conference #1—The Greenbrier, White Sulphur Springs, 
West Virginia, March 2-5

Conference #2—Tan-Tar-A Resort and Golf Club,
Osage Beach, Missouri, October 5-8

THE SOUTHWESTERN GRADUATE SCHOOL 
OF BANKING

Southern Methodist University Campus, Dallas, Texas, 
July 20-August 1

For information write Dr. Richard B. Johnson, President, The Foun­
dation of the Southwestern Graduate School of Banking, SMU Box 
1319, Dallas, Texas 75275; or call A/C 214-691-5398.

^  M
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and the concept of pre-notification.
Perhaps one of the most consequen­

tial decisions at the national level was 
the one to settle electronic funds trans­
fers in federal funds rather than in 
clearing house funds. This decision is 
the greatest single selling point to cor­
respondent banks with regard to an au­
tomated clearing house. To country 
and suburban banks, it means their 
customers will have collected funds in­
side their bank on payday rather than 
receiving a check which, in many 
cases, was a clearing house or RCPC 
item that was available the following 
business day. It is this better availabili­
ty of funds and the lack of the need to 
clear the deposited item that create the 
significant economic benefits for corre­
spondent-bank customers in their par­
ticipation in an automated clearing 
house.

Finally, the automated clearing 
house nationally had to face the ques­
tion of participation by thrift institu­
tions. At the present time, a thrift in­
stitution can participate in the auto­
mated clearing house process only 
through a commercial bank. However, 
as we could have expected, the thrift 
institutions continue to try to whittle 
away at the difference between com­
mercial banks and thrift institutions to 
gain competitive advantages without 
paying the price of membership. The 
current attack on the automated clear­
ing house is an attempt by the thrift 
institutions to have direct presentment 
of their electronic items to them rather 
than through commercial banks. This 
attempt has been, and I hope will con­
tinue to be, successfully opposed by 
the banking industry.

I would like to point out the impact 
on correspondent bankers in relation­
ship to their customers if these corre­
spondent bankers are now in areas 
committed to implementation of auto­
mated clearing houses or if they subse­
quently become involved in such an 
area.

In the Upper Midwest Automated 
Clearing House Association, called 
UMACHA, we made a massive effort 
over an 18-month period to conduct a 
campaign of education of bankers, cor­
porations and consumers. Despite this, 
we were all overwhelmed by requests 
for information, publications, discus­
sions and speeches. In the entire 18- 
month period, there were few weeks 
when someone from UMACHA did not 
go before a bankers group to talk about 
the automated clearing house. Some 
of these presentations were by corre­
spondent bankers, and many of the re­
quests came through the various corre­
spondent banking departments. It be­
came one of the major subjects of dis­

ABA's Lincoln Specials

As part of its centennial celebra­
tion, the ABA is co-sponsoring six 
hour-long specials, “ Sandburg’s Lin­
coln,”  starring Hal Holbrook. The 
first special was aired September 6; 
two more are scheduled for the
1974- 75 TV season, and the other 
three will be presented during the
1975- 76 TV season.

These specials— keyed to Amer­
ica’s bicentennial celebration in
1 9 7 6 -  concentrate on six different 
aspects of Lincoln the “man.” There 
aren’t any debates or speeches; he’s 
being presented as a flesh-and-blood 
person, not a marble image.

Commercials prepared to accom­
pany these specials are designed to 
show the role of banks in tire growth 
and development of communities 
and how people can make better use 
of their banks. Former Astronaut 
Neil Armstrong, the first man to 
land on the moon, is appearing in 
several of the commercials.

cussion at practically every banking 
meeting in the upper Midwest for at 
least a seven- or eight-month period. 
Your educational problems will be no 
less than ours and the time for you 
to become knowledgeable concerning 
these developments is before your cus­
tomers ask you.

The second area of your participa­
tion will occur when it is necessary for 
your automated clearing house associa­
tion to sign up as participating banks 
all banks in your area. The success of 
the sign-up procedures of UMACHA, 
in my opinion, is a direct result of sub­
stantial efforts on the part of the corre­
spondent banking divisions of the vari­
ous Twin Cities’ banks. I know of no 
more effective vehicle than the various 
correspondent bank divisions, so I sug­
gest that such divisions elsewhere will 
face the same challenges and responsi­
bilities we did as they approach the 
implementation stage.

After an automated clearing house 
becomes operational, your work has 
only begun. As soon as the capabilities 
of the system become apparent to your 
customers, they will begin immediately 
to inquire about the possible tech­
niques for continuing to service their 
customers who need automated clear­
ing house services when they do not 
have computer capacity. UMACHA 
rules specifically permit a wide range 
of relationships between major banks 
and their correspondent bank custom­
ers. As the various operating rules are 
written for your local associations, you 
must ensure that this capability is 
granted to correspondent bank cus­
tomers and that people in correspon­
dent bank divisions understand these

capabilities sufficiently to explain them.
The final responsibility is education 

on new developments. If there is one 
thing that’s certain in the payments 
system, it’s that what we perceive as 
being the direction today probably will 
not be the direction tomorrow. It is in 
this environment of uncertainty over 
new developments from ourselves and 
our competitors and the basic lack of 
inherent knowledge of the payments 
system that correspondent bankers of 
this country must dwell. Changes in 
the payments system have passed the 
point where they are operational or 
technological considerations and are 
treading heavily on the basic underly­
ing philosophical considerations of 
banking structure. The systems will not 
be developed because they are opera­
tionally efficient, but they will be de­
veloped in an environment of major 
policy considerations in which corre­
spondent bank customers will be active 
participants. The correspondent bank­
ing concept is one of the principal ve­
hicles that has permitted the wide di­
versity of banking structure we have 
in this country today. The challenge 
for its continuation rests with city cor­
respondent bankers’ willingness to 
serve their customers as knowledgeable 
and concerned advisers. • *

Correspondent Meeting
(Continued from page 50)

sidiaries. Mr. Thomas called for appro­
priate financial planning if this growth 
is to be sustained.

“Affiliation with a well-regarded bank 
will no longer be sufficient to command 
large amounts of additional credit,’ 
Mr. Thomas stated. “Lenders will in­
creasingly insist, and rightly so, on bet­
ter information about the credit-worthi­
ness of the borrowing entities,” Mr. 
Thomas concluded.

Roger A. Lyon, chairman of the ABA 
correspondent banking division and 
executive vice president of Chase Man­
hattan, said that we have seen the cor­
respondent relationship change and ad­
ditional strains put on our end of the 
equation. “ I firmly believe that the in­
herent strength of the correspondent 
banking system has turned problems of 
the past into opportunities for the fu­
ture . . . and will continue to do so,” 
Mr. Lyon said.

Other major conference speeches ap­
pear elsewhere in this issue or will ap­
pear in future issues. • *
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What Lies Ahead for EFTS?

THE SUBJECT of electronic funds 
transfer systems (EFTS) is both 

timely and important. While we may 
be several years away from the final 
stages of complete electronic funds 
transfer, the first efforts are all around 
us.

The policy issues are of such magni­
tude that the Senate Banking Commit­
tee has sponsored legislation to estab­
lish an Electronic Funds Transfer Sys­
tem Commission— to be appointed by 
the President— to make a two-year 
study and recommend administrative 
action and legislation. The Fed recent­
ly issued its proposed amendment to 
Regulation J—to cover EFTS— and 
asked response. The response was over­
whelming—from every quarter, not 
just from commercial banking. Even 
the Justice Department has voiced its 
opinion on the role the Fed should play 
in future EFTS. Competitive battle 
lines are being drawn now—by finan­
cial institutions and by commercial en­
terprises outside the finance industry.

How do we move funds to make 
payments today?

W e move large amounts by wire 
transfer, using one or both of two sys­
tems. The Bank Wire System is pri­
vately owned and serves 235 commer­
cial banks in 72 cities. It’s currently be­
ing replaced with newer technology to 
do a bigger job in the future.

The Federal Reserve Wire System 
provides a high-speed service through 
a network of Federal Reserve banks 
connected through an elaborate com­
puter switching system located in Cul­
pepper, Va.

These systems might be referred to 
as low-volume, high-dollar value sys­
tems.

W e move smaller payments through 
an elaborate local and national check­
processing system. This is a high-vol-

By CHARLES C. SMITH
Adm inistrative
Vice President 

Bankers Trust Co.
New  York City

ume system for collecting low-dollar 
items.

W e operate bank credit card sys­
tems, which compete with one another. 
I choose to define them also as systems 
for making payments.

Recently, systems have been devel­
oped for executing payments at the 
point of sale by means other than 
checks, cash or charges to credit ac­
counts.

How will we move funds to make 
payments in the future?

W e still will be using Bank Wire 
and Fed Wire to move large-amount 
transfers. W e still will be processing 
checks and making credit-card pay­
ments. But we will see some whole new 
systems come into play.

Automated clearing houses (ACHs) 
are in operation or are being planned 
in more than 40 cities, and these will 
be linked together in national networks 
to facilitate electronic payments.

Bank debit cards and American Ex­
press depositor’s card are in the system­
planning stage and will provide the 
next evolutionary step in point-of-sale 
payments by facilitating direct charges 
to deposit or checking accounts.

Fet’s look first at the developing au­
tomated clearing house network. This 
will be the new electronic funds trans­
fer system for the great bulk of trans­
actions which gradually will replace 
checks. But the flow is different from

The talk on which this article is based 
was given last month at the ABA’s 
national Correspondent Banking Con­
ference in Atlanta.

that of check payments. Let’s visualize 
a corporate payroll process. The cor­
poration provides a magnetic tape—* 
containing payments it wishes to make 
—to its bank. The bank debits the cor­
porate account and electronically for­
wards the credits through the local au­
tomated clearing house. The clearing 
house distributes local credits to the 
banks of the payees and forwards oth­
ers to the automated clearing house of 
the city where the payee resides. That 
clearing house, in turn, distributes the 
credits to the payee’s bank for credit 
to his account. As you can see, the au­
tomated clearing house is a sort of 
switch, distributing payments and re­
placing the clearing house function of 
exchanging checks.

This direction of flow is changed and 
provides only one handling and nearly 
instantaneous payment. While it raises 
many problems of authentication, guar­
antee and potential fraud, this ad­
vanced system will be much more ef­
ficient and will dramatically reduce 
float.

Note that the flow here may be di­
rectly between automated clearing 
houses, between Federal Reserve banks 
or through combinations of these facili­
ties.

The point-of-sale payment really will 
begin to come into its own as commer­
cial banks introduce debit cards and 
systems to provide the means of direct­
ly debiting customer deposit accounts 
for purchases at point of sale. The sys­
tem might be that of National Bank- 
Americard, Interbank or even Ameri­
can Express, with its depositor’s card.

The customer presents his debit card 
exactly as he did his credit card and, 
in fact, the debit card might be the re­
verse side of his credit card. Authoriza­
tion and debit to his account are made 
through the same sort of local authori-
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ALOHA!

The different breed of cat in 
banking is on the move. And it 
won’t be long before United 
Missouri Bank will again be 
meeting and greeting 
colleagues from over a 
thousand correspondent 
banks we serve.
Representing us at the 
American Bankers 
Association Convention 
this year will be Jerry 
Scott, Don Thomason, 
and Bud Cox—a trio 
whose correspondent 
talents have helped 
make United Missouri 
Bank your best choice 
for corresponsibility.

united m issouri bank o f kansas city, n. a.
None of the others com e close.
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zation system as is used for credit card 
transactions. The merchant receives in­
stantaneous credit through his bank— 
but without depositing sales slips. If 
the customer’s bank is in another city, 
the national authorization system is 
used.

Note that to the degree only bank 
members of one of the big credit card 
systems are involved, items can be elec­
tronically exchanged without use of the 
Fed, but the ACH network or Federal 
Reserve System also may come into 
play. Thus, these credit card systems 
provide major parallel paths for the 
flow of electronic payments.

Now, let’s look at methods by which 
payments will be originated in the fu­
ture.

Those payments that are fixed in 
amount and made periodically in the 
same way can be placed on standing 
order with the bank— just as transfers 
between checking and savings are to­
day.

Those that vary in amount or are 
made infrequently will be made in one 
of three ways. The most exotic way is 
to key the instruction to pay on a ter­
minal—perhaps from home— as was 
done in the Seattle “ In-Touch” pro­
gram. A business customer may send 
instructions by magnetic tape— for ex­
ample, his payroll. A customer may 
give a bank written instructions to pay 
— in the form of a list of payments or 
by delivering invoices he wishes to 
have paid. You have heard of “ Bill 
Check” or “ Super Check.” They are ex­
amples of this.

Those that arise at point of sale will 
be made by presenting an identification 
card for either credit (the credit card) 
or debit to a deposit account (the debit 
card). The keyed purchase description 
and amount complete the transaction.

As a reminder that we are not the 
only institutions that plan to operate 
in the payment system, remember that 
the thrift institutions are making a de­
termined bid with the Transmatic 
Money System of First Federal S&L of

Lincoln, Neb., and with MINTS—the 
Mutual Institutions National Transfer 
System— similar in concept.

Two huge retail systems have their 
own early versions of payment systems. 
It is worth mentioning that the Sears 
outstanding credit volume is larger than 
either BankAmericard or Mastercharge.

The time to get at the subject of 
EFTS is now. The technology is al­
ready here; experiments are under 
way; ACHs are being rapidly brought 
into play; the proliferation of point-of- 
sale devices is absolutely overwhelm­
ing.

Nevertheless, every study made of 
market readiness says we have a major 
marketing job to do.

"Retailers are split in their attitudes 
tow ard EFTS. Food stores, accus­
tomed to a cash business, are posi­
tive toward EFTS, but department 
stores, with their own credit sys­
tems, remain negative."

The ABA made a market study in 
1970 and another one last year. The 
COPE group in Atlanta and the Bank 
Marketing Association have also made 
studies. Several other more limited sur­
veys have been made by others.

In a very summary way, let me ex­
press the results of these studies this 
way:

Consumers feel no great urge to de­
part from checks as a means of pay­
ment, and there may even be some re­
sistance to doing so, centering around 
a preconceived loss of control. Certain­
ly, they are not willing to bear addi­
tional cost to go to electronic pay­
ments. However, there are good indi­
cations that they can be educated to 
the values in direct deposit of then- 
pay and to the payment of some types 
of bills by electronic means.

Commercial banks—-at least those 
beyond the few large institutions— see 
no overpowering reason for making a 
change now, despite the steadily in­

creasing cost of check processing. The 
pressure from thrift institutions and 
major retailers embarking on EFTS is 
changing that attitude. The question 
of the economics involved in going to 
EFTS is perhaps uppermost in the 
banker’s mind.

Business customers show some inter­
est in getting their money faster, but 
are not so interested in paying faster. 
They are concerned about changing 
their present electronic systems and 
they have serious doubts that electronic 
payments will function without the ac­
companiment of extensive hard copy 
to permit proper crediting of payments. 
And, of course, they foresee a gigantic 
problem in creating nationwide stan­
dardization of bank codes, and custom­
er codes, to permit electronic routing. 
They are not ready to bear any addi­
tional costs to help banks enjoy the 
benefits of EFTS.

Retailers are split in their attitudes 
toward EFTS. Food stores, accustomed 
to a cash business, are positive toward 
EFTS, but department stores, with 
their own credit systems, remain nega­
tive.

Government agencies show some 
real enthusiasm for electronic funds 
transfer. The Air Force entered into an 
early experiment on direct payroll de­
posit. Social Security is getting ready 
to launch a direct-deposit system for 
payment to those who will volunteer 
to have a checking account. Reduction 
of fraud by doing away with check 
payments is a big motivator here.

I am reminded of the period when 
we were beginning the MICR program 
for magnetic ink inscribing of all 
checks and deposit slips. It looked as 
though we might never completely es­
tablish that program. W e did it, and 
it is saving our lives today. The move 
to EFTS will accelerate as the benefits 
are clearly established. For the success 
of EFTS does not hinge on technology, 
but rather on satisfaction to the users 
of payment systems— our corporate 
and individual customers. * *

YOU CAN DEPEND ON US!
When you need dependable Corre­
spondent Bank Services, you need to 
know Chas. S. Signor and Bryan 
Williams of Lubbock National Bank. 
Together, Charley and Bryan repre­
sent a wealth of experience and 
management in all phases of corre­
spondent banking. T h e y ’ re the 
reasons w hy, in 1973, Lubbock  
National’s Correspondent Bank de­
posits increased 41 percent. Depend 
on Charley and Bryan. Call them to­
day at (806) 765-7661.
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There’s just one class service on 
Ozark now; and since the keynote 
is comfort, we call it Comfort Class.
That means when you board an Ozark 
Air Lines flight you'll find bright colorful 
new interiors, lots more legroom, and 
one-class service that provides the 
same comfort, convenience, and 
attention no matter where you sit. On 
our DC-9 jets, when a center seat is 
not in use, the back pulls down to 
becom e a table. And on many flights 
you're served a meal and refreshments 
... sometimes a wine-basket snack, 
sometimes dinner with international 
cuisine. Service and comfort? You get 
a lot of both on Ozark Air Lines.

w e ’ r e  b i g  o n  t h a t
Call your travel agent or

O Z A R K  &

A I R L I N E S
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Moke sureyouc Career Apparel program 
does the job. Du Pont con help you.

If your career apparel program is to be effective, a lot of things have to be done right. 
You have to project the image you want for your bank... satisfy employees needs... 
decide on contemporary-looking apparel that's properly made with excellent- 
performing fabrics ot Dacron* polyester... and assure yourself of continuity of supply to 
fit new employees, which means choosing reliable suppliers. If you'd like help in setting 
up ◦  program that will do all of these things for your bank — 
contact our Career 
Or write: The Du Pont
Building, Suite 31J6, Wilmington, Del. 19898.
*Du Pant registered trademark.

Apparel specialists at (302) 999-2854. 
nt Company, Textile Fibers, Centre Road

PODfESTER
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Usage Beyond Wildest Dreams Is Prediction 
For Thrift Institutions Shared Facility

A PREDICTION that usage of the 
experimental multi-thrift-institu­

tion EFTS operation in Washington 
state will go beyond his “wildest 
dreams” was made last month by Rich­
ard P. Yanak. He is president, Ex­
change Systems, Inc., which operates 
the $100,000 facility in Bellevue 
Square Shopping Center in Bellevue, 
a Seattle suburb.

As described in the July issue of 
M id-C ontinent  Banker, this pilot 
program was set up June 1 as the result 
of legislation passed this year by the 
Washington legislature. This legislation 
allows thrift institutions to set up co­
operative automated branches, but 
doesn’t require them to share such fa­
cilities. The legislation also permits 
commercial banks to establish similar 
operations, but banks must share them 
on a nondiscriminatory basis.

Mr. Yanak’s operation, called “ the 
Exchange,” now is being shared by 10 
thrift institutions, with two more about 
to go on it, three additional in the plan­
ning stages and five thrifts applying for 
membership. The Exchange is located 
in a free-standing building at the shop­
ping center and offers 24-hour-a-day, 
seven-day-a-week financial services. In 
addition, an unmanned postal facility, 
similar to those now located outside 
post offices around the country, has

By ROSEMARY McKELVEY 
Managing Editor

been installed alongside the Exchange 
and also is available 24 hours a day, 
seven days a week. Although the Ex­
change has no live tellers, there are 
hostesses on duty during the hours the 
shopping center stores are open— 9 
a.m.-9 p.m. Monday through Friday

This is type of Diebold TABS 500 automatic 
teller used in Exchange facility in shopping 
center in Seattle suburb. This equipment allows 
participating thrift institutions' customers to 
make deposits to or w ithdraw als from their 
accounts, cash checks up to $100, make mort­
gage payments and even some other bill pay­
ments.

MID CONTINENT BANKER for October, 1974

and noon-5 p.m. Saturday and Sun­
day. The young women are there to 
answer questions about the facility, ex­
plain its operation, help customers who 
may have trouble using the automatic 
teller, etc.

Customer services at the Exchange 
include telephones, writing materials, 
adding machine, participating institu­
tion directories and Bellevue Square 
directory and a bill and coin changer.

Financial services offered are:
• Deposits— cash and check depos­

its to savings on a 24-hour basis.
• Withdrawals— cash withdrawals 

from savings accounts on a 24-hour ba­
sis.

• Check cashing— cardholders can 
cash checks of up to $100 24 hours a 
day.

• Mortgage payments— payments to 
participating institutions can be made 
24 hours a day. Payments can be made 
by cash, check or transfer from sav­
ings.

• Bill payments—-capability to pay 
bills for a variety of goods and services 
from savings or cash is available.

Each participating institution is es­
tablishing features of its own. They in­
clude :

• Check cashing— checks of up to 
$100 may be cashed at most branches 
of institutions participating in the Ex-

67

This is artist's sketch of Exchange, 24-hour-a-day, seven-day-a-week 
facility operated by group of thrift institutions in Seattle suburban 
shopping center. Free-standing structure ofFers wide variety of financial 
services, and there is separate postal facility (at left under Exchange 
roof), which also is operative all day and night all week.
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change, subject to proper identification 
and clearance with the institution issu­
ing the Exchange card.

• Special services— money orders, 
travelers checks, notary public services 
and the like.

Exchange customers are served by 
a Total Automatic Banking System 
(TABS 500), manufactured by Die- 
bold, Inc., Canton, O. Mr. Yanak point­
ed out that the Bellevue Square in­
stallation is the first for this piece of 
equipment. After a customer inserts his 
or her transaction card and the ma­
chine verifies that the card is properly 
encoded and the user is entitled to fur­
ther access to the machine, a set of 
services is displayed. The customer se­
lects the service desired (deposit, with­
drawal, etc.), amount of money in­
volved and other information by press­
ing the appropriate buttons. The ma­
chine records the transaction on a mul­
tiple-copy document, extends one copy 
to the customer for his records and re­
tains one or more copies for use by the 
Exchange and participating institu­
tions. In addition, the machine records 
the usage on the magnetic stripe of 
the plastic transaction card itself be­
fore returning the card to the customer. 
Customers using this equipment may 
communicate via a TV monitor with 
an aide, who will assist with the ma­
chine’s operation during the transac­
tion, or the customer may ask for di-

rect assistance from a hostess during 
shopping-center hours.

The plastic card that activates the 
TABS 500 machine contains imprinted 
and embossed information, customer’s 
signature and magnetically encoded in­
formation on three tracks: Track 1 car­
ries customer name and other informa­
tion reserved for future use; Track 2 
contains the primary account number 
expiration date and member card num­
ber, and Track 3 contains primary and 
subsidiary account numbers, service 
and use allowances and levels, validity 
dates and security techniques codes.

Primary objective of this coopera­
tive effort, said Mr. Yanak, is to re­
search the technology of electronic fi­
nancial transactions, equipment and 
services so that the thrift industry will 
be able to extend to its customers new 
services with convenience and efficien­
cy now and in the future.

Specific objectives established for 
this particular program, said Mr. Ya­
nak, are:

1. To make the Washington state 
thrift institutions better able to serve 
their customers and the public with the 
financial services evolving rapidly from 
the drastic changes in the country’s fi­
nancial systems and to take positive ac­
tion in development of new funds 
transfer services.

2. To plan for changes in new ser­
vices in such a way that small institu-

tions have equal opportunity to take 
part and serve their customers.

3. To educate and update every 
Washington state thrift institution ex­
ecutive on the subject of new EFTS 
developments and provide him with 
the flexibility to choose those services 
he believes his customers will want or 
need.

Air. Yanak said that through the Ex­
change, thrift institution customers will 
—for the first time—have easy access 
to a portion of their savings funds and 
earn interest on the money they have 
in their convenience accounts. An ac­
count at any participating Exchange 
system institution, he continued, there­
by will encourage thriftiness on the 
part of the account holder and reward 
him or her for the accumulated funds 
in his or her convenience account.

Eventually, the services may be 
available to customers of all 65 thrift 
institutions that are taking part in the 
project through the Washington State 
Association of Mutual Savings Banks 
and the Washington Savings League.

EFTS Is Subject of Banking Leaders' Meeting in St. Louis

ELECTRONIC Funds Transfer Sys­
tems (EFTS) were the key topic 

at the ABA’s Advisory Conference of 
State Associations held in St. Louis last 
month. Nearly 100 elected presidents 
and managing officers of state bankers 
associations were present at the day­
long meeting.

While still relatively new to the 
banking consumer, EFTS has been rec­
ognized by bankers as a major force for 
change in the banking structure as it 
is known today.

One of the revolutionary new pro­
grams, of course, is the famous TMS 
or “Hinky Dinky” program in Lincoln, 
Neb., where First Federal S&L cus­
tomers can deposit to or withdraw from 
their accounts at service counters at 
two Hinky Dinky supermarkets.

Last spring, the Federal Home Loan 
Bank Board granted permission to fed­
eral S&Ls for state-wide electronic fi­
nancial services and relaxed regulations 
covering interstate operations. The Jus­
tice Department subsequently ap­
proved these FHLBB actions.

“EFTS will, in effect, provide a com­
puterized system of gaining more con­
venient time and location access to 
funds through electronics,” said ABA 
President Rex J. Morthland, presiding 
officer of the meeting and chairman, 
Peonies Bank, Selma, Ala.

“We can envision a day when elec­
tronic banking might replace, in part, 
a paper-based financial system with 
electronic impulses that flow from a 
terminal, across a telephone network, 
into a bank computer,” continued Mr. 
Morthland.

Plans for a proposed Nebraska Elec­
tronic Transfer System (NETS) were 
outlined by William Osterberg, execu­
tive manager, Nebraska Bankers Asso­
ciation. NETS would enable participat­
ing Nebraska banks to provide a full 
range of services made possible by 
existing technology, including deposits, 
withdrawals, transfers and credit line 
advances. It also would allow partici­
pating bankers to offer these services 
to customers instantly, no matter where 
in the state a customer is located at the

time of the transaction.
"NETS will provide the greatest im­

pact to customers that banks have ever 
offered in Nebraska,” said Mr. Oster­
berg. “In the meantime, Nebraska’s 
bankers must realize that both regula­
tory and legislative changes are neces­
sary to permit a state-wide electronic 
transfer system among the commercial 
banks to become fully operational.”

Arthur Collins, chairman, Hutchin­
son (Kan.) National, spoke about the 
Kansas Bankers Association’s role in 
moving toward an EFT system. “ It 
may be necessary,” he warned, “to re­
define the legal nature of banking 
transactions.”

As a result of the discussion among 
banking leaders, ABA Executive Vice 
President Willis W. Alexander summed 
up the outlook for bankers: “The future 
holds some dramatic changes for the 
banking industry. Both large and small 
banks are going to be challenged to use 
computer technology to make banking 
services more readily available to cus­
tomers.” * *
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“ I finally met a big-city banker who knows 
what’s happening on Main Street.

He’s w ith Am erican National?’
“His name is Mike Byrne.
And he really knows something 

about small-town banking.
He was telling me about something 

called the Bond Portfolio Service. It’s a 
fully computerized investment management 
system, for even the smallest portfolios.

It can give us a really sophisticated 
portfolio analysis, and complete bond 
accounting.

And it actually reduces clerical 
costs, too.
LaSalle at Washington/LaSalle at Wacker 60690/Phone (312) 661-5000/Member FDIC

You know, I think he’s right:
We’ve got more than a third of our 

assets in our investment portfolio, and 
we should let the computer give us a hand.

Next time Mike’s here, I’d like you 
to meet him.

He’s one big-city banker who 
understands our situation, too.”

AM ERICAN NATIONAL
T H E  ID EA  B A N K BANK AND TRU ST COMPANY 

OF CHICAGO
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Point-of-Sale Terminals 
For National Banks?

Comptroller James Smith Indicates He Will Issue Regulations 
To Allow EFT Installations Regardless of State Branching Laws

A  POINT-OF-SALE system similar to 
the Transmatic Money Service 

program initiated by First Federal S&L 
of Lincoln, Neb., in two Hinky Dinky 
supermarkets may become available to 
national banks. Comptroller of the Cur­
rency James E. Smith said last month 
that he expects to issue regulations this 
month to allow national banks to estab­
lish POS terminals and unmanned au­
tomated teller machines regardless of 
state branching laws.

In what would be an historic devel­
opment for banking, Mr. Smith’s pro­
posal—if implemented— would give
national banks a free hand to set up 
automated units in off-premise loca­
tions on a state-wide basis. In cases 
where cities are located near state bor­
ders, Mr. Smith would allow facilities 
to he installed on an interstate basis. 
In addition, banks would have to give 
just a 30-day notice of intent to set up 
such facilities; they wouldn’t have to 
make formal applications. However, 
Comptroller Smith added, regulatory 
controls would be used to ensure 
against excesses.

Consideration of the planned regula­
tions came, said Mr. Smith, after weeks 
of study by his legal staff, who con­
cluded that EFT units are not 
branches.

If such a proposal becomes a reality, 
national banks could follow First Fed­
eral of Lincoln’s example and set up 
POS terminals at service counters in 
supermarkets. Then, those banks’ cus­
tomers would have access to their bank 
accounts any time those supermarkets 
would be open. Also, the bank POS 
terminals, like those in the Hinky 
Dinky stores, would be operated by

store personnel.
Mr. Smith revealed his plan in a 

speech at the annual correspondent 
conference of First National of Lin­
coln, “Hinky Dinky country,” as he 
called the location. He indicated that 
he anticipated a possible legal chal­
lenge to his proposed regulations and, 
therefore, he is seeking the support of 
the Federal Reserve Board and the 
FDIC “to help our odds in court.”

He said he foresees the litigation 
ending up in the U. S. Supreme Court, 
where, he forecast, a more favorable 
position might be taken than the court 
took in the 1969 Plant City, Fla., ar­
mored car case. In the latter, the High 
Court ruled that a Florida bank’s ar­
mored car services constituted branch­
ing.

In a meeting with reporters after his 
speech, the Comptroller said lawyers 
in his office believe the McFadden Act 
of 1927 as amended referred to actual 
buildings where a full range of banking 
services is offered. In today’s electronic 
environment, he continued, the act 
could not be construed to include lim­
ited-service, remote, off-premise instal­
lations, such as First Federal of Lin­
coln’s TMS program. The McFadden 
Act says that national banks follow 
state law on establishment of branches.

Comptroller Smith said the Supreme 
Court “ should be given one more 
chance” to review the issue of off- 
premise installations and then, hope­
fully, it might deliver a less narrow and 
inflexible interpretation than it did in 
the Plant City case.

According to Mr. Smith, the pro­
posed regulations are now in tentative 
draft form and have been reviewed by

FDIC Chairman Frank Wille, George 
W. Mitchell, vice chairman of the 
Fed’s Board of Governors and chair­
man of the Fed’s system steering com­
mittee on improving the payments 
mechanism, and Jeffrey M. Bucher, a 
member of the Board of Governors.

As described by Comptroller Smith, 
his proposed regulations would allow 
a bank to establish off-premise facilities 
anywhere in its home state and, for 
border communities, 50 miles from a 
bank’s home office or five miles from 
its farthest branch.

He promised that the EFT rules 
would provide regulatory controls 
against banks that try to establish a 
large number of EFT units in their 
markets beyond their capacities to op­
erate them in a safe and sound man­
ner.

Mr. Smith said he hadn’t decided 
whether the regulations would make 
it mandatory or optional that national 
banks share EFT facilities. He added, 
though, that his regulations would con­
tain a provision that if a national bank 
decided to operate EFT terminals 
jointly with one other bank, it then 
must be willing to share its facilities 
with all other institutions wanting to 
join.

According to the Comptroller, he 
was working on such regulations not 
only to give flexibility to banks so they 
can compete with thrift institutions, 
but also so they can compete with non­
banking firms such as General Motors 
Corp.’s subsidiary, General Motors Ac­
ceptance Corp., and Ford Motor Co.’s 
financing subsidiary, as well as with 
Sears, Roebuck & Co. and J. C. Pen­
ney. * *
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S&L s TMS Program Once Again Is Airborne, 
But Bank HCs Check-Guarantee Systems 
Are Shot Down by Federal Reserve

n r  HE FAMOUS TMS PROGRAM 
A of First Federal S&L in Lincoln, 

Neb., was reactivated September 16 
following a ruling in August by a state 
district judge in Lincoln that this point- 
of-sale (POS) operation by the S&L 
in two Hinky Dinky supermarkets 
didn’t violate Nebraska law. The pro­
gram was begun last January, but was 
suspended less than two months later 
because of legal actions initiated 
against it and a restraining order is­
sued by a Douglas County district 
judge in Omaha. This order was later 
lifted.

Briefly (more complete articles on 
TMS have appeared in previous issues 
of M id-C ontinent  Ban k er ) , TMS— 
or Transmatic Money Service— is a re­
mote electronic funds transfer system 
that allows First Federal Lincoln cus­
tomers to make deposits or withdrawals 
from their savings accounts at the cus­
tomer service counters of the Hinky 
Dinky supermarkets and at future par­
ticipating merchants. Supermarket per­
sonnel operate the S&L’s terminal at 
the service counter.

The TMS program has been put to­
gether in a package, which now is 
available to financial institutions across 
the country. The firm offering the pack­
age is called TMS Corp. of the Amer­
icas of Lincoln, a subsidiary of First 
Federal Lincoln.

Although First Federal of Lincoln’s 
supermarket program again is under­
way, two bank holding companies were 
unsuccessful in trying to start check- 
guarantee services in supermarkets.

New York City’s Citicorp sought the 
Fed’s permission to expand use of an 
in-house check card to cover checks 
drawn on other banks. However, the 
Fed said no, maintaining the HC’s ser­
vice would go beyond the present defi­
nition of what is legal under the 
amended Bank Holding Company Act.

Under its plan, Citicorp hoped to 
guarantee the credit worthiness of cus­
tomers cashing checks at supermarkets 
that bought its service and that it 
would make good on any checks that 
bounced. Under the proposed system, 
Citicard holders could get checks 
cashed at supermarkets by presenting

the cards with the checks and having 
their credit worthiness verified through 
computer terminals in the stores.

Citicorp had planned to guarantee 
checks drawn on banks other than its 
own First National City, providing 
each store turned over its check-cash­
ing records on customers. From the 
records, the HC planned to program 
its computers to reflect the check-cash­
ing histories of the stores’ customers 
and thus indicate whether a check 
could be accepted or rejected. The 
verification would not involve a check 
of a person’s actual account balance.

If the plan had been approved, it 
would have been tested in a Long Is­
land supermarket.

A Citicorp spokesman indicated that 
the HC is “rethinking the situation” 
and has high hopes that eventually it 
will be able to put the plan into oper­
ation.

In Atlanta, First Holding Co. also 
was turned down by the Fed on a 
check-verification plan. This plan 
would have guaranteed checks on the 

(Continued on page 156)

Fed's Rejection of Assistance Kills Planned POS System in Atlanta

A  C O O P E R A T IV E  point-of-sale 
(POS) system that had been 

planned for Atlanta by that city’s five 
large banks has been dropped. The rea­
son given last month by the five mem­
ber banks of the Atlanta Committee on 
Paperless Entries (COPE) was that the 
Federal Reserve Board last June de­
nied the banks’ request that the Atlanta 
Fed fund and operate a switching and 
processing center there.

The Fed gave two reasons for deny­
ing COPE’s request: 1. The Federal 
Reserve Board hasn’t yet established 
its position on the broad issues raised 
in the publication of proposed modifi­
cations to Regulation J. 2. Congression­
al attention now is being given to the 
issues posed by EFTS developments.

The FRB noted in particular a pro­
posal now before Congress for estab­
lishment of a national commission to

“explore the entire subject, which the 
board favors.”

The Atlanta COPE committee was 
formed in December, 1971, by the fol­
lowing banks in that city: Citizens & 
Southern National, First National, 
Trust Co. of Georgia, Fulton National 
and National Bank of Georgia, as well 
as by the Atlanta Fed.

POS may still be in Atlanta’s future, 
said Atlanta Payments Project Director 
Allen H. Lipis, who has been directing 
the COPE committee’s research efforts 
since its inception in 1971. However, 
he added, if it comes, it will be on an 
individual-bank basis.

Because of the Fed’s decision, the 
five major banks’ efforts to establish a 
POS system have been stopped, and 
the COPE group will phase out its re­
search activities in the EFTS area by 
year-end. However, the COPE commit­

tee’s work in the automated clearing­
house area will be assumed routinely 
by the Georgia ACH Corp., whose de­
velopment has been funded by COPE 
and whose membership has grown to 
more than 230 Georgia banks.

The Georgia ACH, operated by the 
Atlanta Fed, now processes more than 
20,000 debit and credit items a month 
received on magnetic tape. It’s antici­
pated that the ACH’s volume will grow 
to more than 100,000 monthly transac­
tions by year-end because of the direct- 
deposit social security pilot program 
scheduled to begin in November under 
sponsorship of the Treasury Depart­
ment, Social Security System and the 
FRS (see page 46, Sept., 1974, M CB). 
This increased ACH activity also is ex­
pected because of stepped-up market­
ing efforts by the banks and corpora­
tions’ increasing interest in the ACH.
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1
your loan coupon - 
representative only to find 
him as scarce as the phantom of the 
opera? Ever wish you could get the same 
dependability on loan coupons as you do from Harland 
checks? Good News! Harland now provides a great MICR Loan 
Coupon. Harland loan coupons are competitively priced, and 
you’ll get the same high standard of dependability and accuracy 
you ve come to expect from all Harland services. You also receive 
frequent service calls from your Harland representative who 
makes it h is business to know and care about you r bank and 
you r business. For more information on how Harland Loan 
Coupons can help your bank, ask your local representative
or write us.

dat'c I T « ACCOUNT NO.
12-721 I !  7912 34560001

BALANCE

PAYMENT NO. DUE DATE AMOUNT DUE
1 4754 DEC 20, 7 2  47 . 5 4

1093.42 THOMAS 8.  ANDERSON

,Y DIOUCT'BlI ■INTI «ET
9.7 6 HARLAND BANK £ TRUST CO.

APTig THIS OATS PAY THIS AMOUNT
DEC 30,72 50.15

SCHEDULED BALANCE SETOSE THIS PATININE
261 1140.96

11. 41 - i : o  i  E3.. .0 i  E3i :  7 R i S  3 U 5 E,II* 0 0  1 / 0 0 0 0 0 0 » .  ? S L /

H A R L A N D
B A N K  S T A  T /O N E R S  PO. B O X 13085, ATLANTA, G  A .30324

.  Variable M ICR field encoding (up to 43 characters).

. 31 character customer name of each coupon.
Plus address on fly lead.

. 31 character bank nam e-plus full address on fly leaf. 

. Month and year payment due.

.  Payment number.

. Account number on each coupon.
• Actual due date and net payment amount.
. Optional gross payment amount and due date.
. Scheduled balances available before and 

after payment.
• Ample payment record space.
• Ample parking space.
• Current year interest charges available.
. Optional Code D late charge for tellers use only.
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LEFT: Trio of speakers at morning session of MBA-BMA marketing 
seminar includes (from I.) James Herfurth, ch., MBA operations com­
mittee; C. Donald Deggendorf, v.p. & dir. of m arketing. Bank of St. 
Louis; and Edward T. Smith, asst, manager, communications, First N at'l, 
St. Louis. At podium is Larry D. Bayliss, a .v.p., Boatmen's Nat'l, St.

Louis. RIGHT: Seminar Ch. Lawrence P. Quigley, v.p., First State Banc- 
shares, St. Louis, stands behind (from I.) Robert F. Bastilla, dir. of 
p.r., First N at'l, H ighland, III., program ch.; Charles W. Risley Sr., 
pres.. Excelsior Trust, Excelsior Springs, Mo., MBA pres.; and Eugene 
J. Callan, v.p., First N at'l City Bank, New York City, speaker.

Bank Marketing Techniques, Practices 

Discussed at M B Â -B M A  Seminar

A HOST of bank marketing people 
shared the podium at the day-long 

first annual Marketing and Public Rela­
tions Seminar in St. Louis last month. 
The meeting was sponsored jointly by 
the Missouri Bankers Association and 
Bank Marketing Association. Lawrence 
P. Quigley, vice president, First State 
Bancshares Corp., St. Louis, was semi­
nar chairman. He is chairman of the 
MBA’s marketing-public relations com­
mittee and president of the Illinois-Mis­
souri BMA chapter.

MBA President Charles W. Risley 
Sr., president, Excelsior Trust, Excel­
sior Springs, welcomed those attending 
the seminar and cited the major factor 
bank marketing has been in the growth 
of the banking industry. He said bank

marketing efforts were responsible for 
an increase of 40 million savings ac­
counts since 1952, with dollar volume 
in those accounts being raised by some 
$200 billion.

Eugene J. Callan, vice president, 
First National City Bank, New York, 
spoke on the importance of banks de­
termining their identities as far as what 
kind of a bank they want to be. Then, 
he said, the determination of the scope 
of their marketing objectives can be 
made. He stressed the importance of 
full support from top management for 
the bank’s marketing efforts and the 
necessity for management to provide a 
favorable environment for the bank’s 
marketing efforts. He called on manage­
ment to provide encouragement for I

new services development and to seek 
new ways to perform established ser­
vices better and at a profit. He said that 
management’s chief role is in planning 
and determining the bank’s objectives 
and then providing the proper training 
of its staff to achieve its objectives.

Luncheon speaker George C. Bitting 
of W OL Securities, Clayton, discussed 
undeveloped markets for individual 
financial planning and investment ser­
vices. These services, he said, require a 
knowledge and understanding of the 
business, profits, tax and estate planning 
opportunities presented by direct in­
vestment in such areas as oil and gas 
and other mineral exploration as well 
as farming and real estate development.

He said that oil and gas exploration 
offer a wide variety of risk and poten­
tial and that a healthy climate exists for 
profitable investment in this area as the 
demand for fuel will keep that climate 
healthy for the foreseeable future.

Thomas W. Parry Jr., manager, com- 
(Continued on page 87)

<$? \ - ;;• -vv « s s i «■ .x

w s d B I

LEFT: Chatting during seminar break were (from I.) Lou Hicks, Peoples 
Bank, Branson, Mo.; Virginia Rehme, v.p., Southern Commercial, St. 
Louis; and Alyce Richardson, MAP Advertising, Springfield, Mo. RIGHT: 
Conversing at seminar were (from I.) Nancy Schanbacher, Bank of

Ladue, Mo.; Thomas W. Parry Jr., m anager, communications div., 
Mercantile Trust, St. Louis (program speaker); and N. E. "P at" Paton 
Jr., Paton & Assoc., Kansas City.
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Just one reason you need Meilink 
Safe Deposit Boxes.
Economy! Meilink's unique construction tech­
nique gives you doors of stainless steel, 
but eliminates the a d d e d  cost other 
manufacturers charge. And it's a door 
that doesn't tarnish or corrode.

Meilink proves a safe deposit box 
doesn't have to look like a box. That's 
why we offer a rich deep  tone bronze 
finish, or natural satin finish on our 
stainless steel doors.

The exclusive continuous low profile design 
adds a contemporary appearance.

Inter-locking hinges afford a new dimension 
in security. Not to mention our rugged U.L. 
approved locks.

Try Meilink on for size. We can fit you perfectly 
in the six most popular opening sizes. 

Fast delivery, too. Meilink Safe Deposit 
Boxes are available to meet your 

schedule! If these aren't enough reasons 
to select Meilink, we can give you more.

Call or write today.

( M e i t i r i h
BANK EQUIPMENT
3100 Hill Avenue, Toledo, Ohio 43607 
Phone (419) 255-1000
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Prepare NOW for Annual Meetings

Booklets That Aid (1) Bank Management
(2 ) Bank Directors
(3 ) Bank Stockholders

• How to Prepare for Kidnap/Extortion 
Threats. 4-page study, outlines security 
precautions to take at the bank and at 
home, sample “alert”  system, action to 
take during and after threat. No. 114, 3 
copies for $1.

• So Your Husband Is a Bank Director.
2 pages. Outlines for the bank director’s 
wife the “sensitive” nature of her hus­
band’s directorship. Stresses the confiden­
tial nature of the banking business; dis­
courages bridge-table gossip! No. 115, 3 
copies for $1.

• A Code of Ethics. 4 pages. Sample 
policy statements by two banks, covering 
personal conduct of officers, inside and 
outside the bank. Example: sets criteria 
for conflict of interest, political activity, 
outside interests, trading in bank stock, 
gifts and entertainment that can be ac­
cepted by officers. No. 116, 3 copies for 
$1.

• Capital Adequacy. 4 pages. When does 
a bank have enough capital? Should a 
bank resist supervisory pressure to increase 
capital? Should a select committee of 
board members keep abreast of capital 
requirements for their bank? These and 
other questions discussed in this study. No. 
117, 3 copies for $1.

• Duties and Liabilities of Corporate Of­
ficers and Directors. 345 pages. Don’t be 
caught in the maze of law governing ac­
tions of directors or officers. Among topics 
in this book: Responsibilities of corporate 
management; structuring the board; li­
abilities based on fiduciary relationship; 
functions, authority and scope of activities 
of corporate officers; compensation of di­
rectors; how to avoid contractual liabilities 
and minimize conflicts of interest . . . AND 
MANY MORE. No. 118, $22.95.

• Specialist Directors. This four-page 
study highlights the need for bank boards 
to consider adding “specialists” to the 
board. Example: CPA’s, educators, en­
vironmentalists, minority group representa­
tives, even labor leaders. What should 
your bank do about this? This study offers 
suggestions. No. 119, 3 copies for $1.

• The Bankers’ Handbook. Considered the 
most complete and definitive reference 
source covering current practices. It places 
the money knowledge of 90 of the country’s 
leading bankers at the fingertips of the 
banker or businessman, in a concise, ana­
lytical style. In it are the answers to most 
of your questions about banking—easy to 
use. 1 1  major sections—in 87 chapters. 
1230 pages. No. 120, $28.50.

• Bank Audits and Examinations. This 
study, written in non-technical language, 
is designed to be helpful (1 ) to an inde­
pendent accountant engaged to conduct 
an opinion audit, (2 ) to an internal bank 
auditor who wishes to make his work more 
effective and (3 ) to a ban k  d irec to r  who 
wishes to compare procedures followed by 
his bank with the modern methods out­
lined. No. 121, $32.

• Organizing Jobs in Banking. A practical 
manual designed for bank officers and de­
partment managers to use as a guide in 
defining the duties and responsibilities of 
every position in the bank. It establishes 
position qualifications and job specifications 
and contains suggestions for training new 
personnel and employees transferring from 
one position to another. No. 122, $28.

• Practical Operations and Management 
of the Bank. Here is an up-to-the-minute 
practical reference and training manual for 
all bank personnel. 976 pages of facts 
covering every phase of modern bank oper­
ation with operating procedures spelled out 
for every department. Needed by every 
bank officer, director and employee. No. 
123, $28.75.

• Bank Management. Directors will find 
this book of great value in acquiring an 
understanding of the entire area of bank 
management. The book is primarily for the 
bank “generalist,”  the executive who is con­
cerned with all phases of bank manage­
ment and is interested in getting the over­
view of banking. No. 124, $15.

• Techniques of Opening a Branch Bank.
A practical manual containing all the es­
sential components for the successful open­
ing and development of a branch bank. 
It explains how to do research regarding 
branch site location, potential business 
volume, calling program, publicity and 
grand opening. No. 127. $12.

• What Every Bank Director Should 
Know About Bank Counsel. A pithy dis­
cussion of the advantages and disadvan­
tages of a bank maintaining full-time coun­
sel, and whether that counsel should be an 
elected director. The counsel-director re­
lationship is also covered—-a vital relation­
ship in these days of Complicated legal 
maneuvering. No. 129, 3 copies for $1.

• So Your Wife Is a Bank Director. With 
an increase in the number of women di­
rectors, there is a need for the husbands 
of these directors to “learn the ropes.” 
This study provides basic information for 
the spouse that is designed to enable him 
to assist his wife in the complicated busi­
ness of running a bank. No. 130, 3 copies 
for $1.

• Management Policies for Commercial 
Banks. 2nd edition by Howard D. Crosse 
and George H. Hempel. Substantially re­
vised edition dealing with major policies of 
liability and asset management in banks. 
Includes examples of major policies and 
the relationship of policy makers and the 
issuing of policy. Examines lending prac­
tices, personnel, marketing management 
and several new chapters on portfolio 
management and capital structure. No. 
131, $14.95.

• Alarm Systems & Theft Prevention by
Thad L. Weber. The first truly definitive 
explanation in laymen’s terms, covering 
the realities of the so-called “ impreg­
nable” alarm systems, their strengths 
and weaknesses, how they are attacked 
and circumvented by criminals, and tech­
niques required to defeat these attacks. 
The author, an international authority in 
security and alarm protection, provides a 
readable guide on how bankers and busi­
nessmen can defend themselves against the 
increasing sophistication of today’s elec­
tronic criminal activity. 40 chapters . . . 
nearly 400 pages. No. 132, $14.50.
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PLANNING  Keeps the Bank Board Informed!
A few hours of advance planning PAYS OFF in the meeting.

• This 28-page booklet provides some workable agendas, suggestions for 
advance planning and also lists types of reports that a board should re­
ceive monthly and periodically. It emphasizes the need for properly in­
forming the board as quickly and as concisely as possible. The booklet will 
serve as an excellent supplement to PLANS that your bank already has 
made for its board meetings.

Check Box No. I l l ,  $2.75 per copy

OTHER MANAGEMENT-DIRECTOR MANUALS

v

• Bank Directors and Their Selection, 
Qualifications, Evaluation, Retirement. 24
pages. Answers key questions concerning 
director selection, retention and retire­
ment. Special section: the prospective di­
rector and how he should be expected to 
contribute to the bank’s success. No. 101, 
$2.50 per copy.

• Bank Shareholders’ Meeting Manual. 60
pages, 8/2 x 11". Designed to aid directors 
of state-chartered banks, this book dis­
cusses conflict of interest, minority rights, 
fuller disclosure, voting of trust-held se­
curities, preparation of stock purchase and 
stock option plans, also capital notes and 
debentures.

The manual also is helpful in updating 
annual shareholders’ meetings at a time 
when stockholders are becoming more in­
sistent on receiving meaningful information 
at annual meetings and in annual reports. 
No. 102, $7.50 each.

• A Model Policy for the Bank’s Board 
of Directors. 24-pages, reviews typical 
organizational chart, duties and responsi­
bilities of managing officers and various 
standing committees, loan, investment and 
collection policies, and an outline of a 
suggested investment policy. No. 103, 
$2.50 per copy.

• Annual Review for Officer Promotions.
4-page study, contains 12 point-by-point 
appraisals of officer performance and 
potentials. No. 104, 3 copies for $1.

• Check List of Audit Procedures for 
Directors’ Examination. 23-part outline en­
compasses review of major audit cate­
gories. Special 4-page study. No. 105, 3 
copies for $1.

• Bank Board Policy and the Preroga­
tives of Operating Management. Special 
study focuses on utilization of skills and 
knowledge of “outside” directors; should 
the board do more than merely set 
policy?; who should operate the bank—the 
board or management? No. 106, 3 copies 
for $1.

• The Board of Directors and Effective 
Management. Harold Koontz, 256 pages. 
Critical look at directors’ role: functions 
and responsibilities, decision areas, control, 
relationship of success to more productive 
management. No. 107, $9.95 per copy.

• Deferred Compensation Plan for Direc­
tors. Explanation of an important IRS 
Ruling that will allow your directors to 
collect directors fees after retirement, thus 
offering substantial tax savings. No. 108, 
3 copies for $1.

• A Business Development Policy. A plan 
for the small bank in setting up objectives 
and establishing responsibilities in the of­
ficer staff for getting new business, holding 
present business. No. 109, 3 copies for $1.

• SALES: How Bank Directors Can Help.
Detailed outline of a program that has 
developed more than $40 million in new 
business for a holding company chain in 
the Southeast. No. 110, 3 copies for $1.

• Policy Statement for Equal Employ­
ment Opportunity. 4-page study, contains

suggested Equal Opportunity Program 
aimed at preserving a bank’s eligibility to 
serve as federal depository. No. 112, 3 
copies for $1.

• The Bank Board and Loan Policy. This 
28-page booklet discusses the reasons for 
a bank having a w ritten  loan policy. The 
booklet presents loan policies in use by 
two well-managed banks that will aid your 
bank in establishing broad guidelines for 
your lending officers (particularly junior 
staff officers) so they will not be in the 
dark concerning bank loan policy. No. 
113, $2.75 per copy.

SEE OPPOSITE PAGE FOR OTHER TOPICS
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101 . . . copies $ . . . . 118 . . . .  copies $
102 . . . copies $ . . . . 1 19 . . . .  copies $
103 . . . copies $ . . . . 120 . . . .  copies $
104 . . . copies $ . . . . 121 . . . .  copies $
105 . . . copies $ . . . . 122 . . . .  copies $
106 . . . copies $ . . . . 123 . . . .  copies $
107 . . . copies $ . . . . 124 . . . .  copies $
108 . . . copies $ . . . . 127 . . . .  copies $
109 .. . copies $ . . . . 129 . . . .  copies $
1 10 . . . copies $ . . . . 130 . . . .  copies $
1 1 1 . . . copies $ . . . . 131 . . . .  copies $
1 12 . . . . copies $ . . . . 132 . . . .  copies $
113 . . . . copies $ . . . . Total $
1 14 . . . . copies $ . . . . (In Missouri add
115 . . . . copies $ . . . . 4'/2% Tax) $
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Send Completed Coupon WITH CHECK 
to: Commerce Publishing Co., 408 Olive 
St., St. Louis, Mo. 63102, publishers of 
The BANK BOARD Letter, Mid-Continent 
Banker and Mid-Western Banker.

E n c lo s e  c h e c k  p a y a b le  to  

T h e  B A N K  B O A R D  L e t te r

Name .........................................................

Bank or Company......................................

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



"I ENTHUSIASTICALLY RECOMMEND IT!" That's what 
one bank officer wrote about the THUMBODY (TM) ad­
vertising and promotion program. Similar praise is rolling 
in from more than 70 banks and S&Ls who have used this 
extraordinary program. THUMBODY dramatizes your 
bank's determination to serve each customer as somebody 
special, as unigue as his individual thumbprint. Builds 
traffic, goodwill and staff morale. Generates most effective 
"word-of-mouth" you've ever seen. Complete, compre­
hensive, coordinated program exclusive to you in your 
market. PRINCETON PARTNERS, INC., 245 Nassau St., 
Princeton, N. J. 08540 (609) 924-3749.

OUTSTANDING CHRISTMAS DECORATIONS Designed 
especially for your Bank by One of the Nation's Largest 
Display Manufacturers . . . Interior/Exterior . . . PINE 
BOUGH WREATHS . . . WALL SWAGS . . . TREES 
GARLAND DRAPE . . . BELLS . . . ETC. Fireproof . . 
Useable for Years . . . Custom designs produced to con­
form to your decorating theme . . . Write for colored 
catalog of ideas .. . or phone James Duncan collect.

XXG /1R LA N D
\9  D ISPLAY CORPC

1 2 6  N O R T H  P A R K

G L E N  E L L Y N ,  I L L .  6 0 1 3 7  

C O R P O R A T I O N  3  1 2 - 8 5 8 - 1 6 3 1

REASE BUSINESS
with Weigl 

Self-liquidating 
Continuity and 

Individual Program s.

Quality English dinnerware 5)c 
)̂c Fine china Lenox/Sheridan 

silverplate Hand crafted stainless 
flatware Bicentennial premiums )(c 
Crystal stemware “Collectors” art 
programs Much, much more.

NO RISK -  GUARANTEED SALE.

Write or call for illustrated material.

Weigl Company, Inc.
230 Fifth Avenue /  New York /  N.Y. 10001 

(212) 686-9070

Leaders in bank premiums since 1930.
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1975 HMEIABLE FOR FEDERAL TAXES
When you deposit your Federal business taxes with this bank you enjoy these advantages:
CONVENIENCE—Make your tax deposits while attending to your other banking needs. This 
bank is an authorized depositary of the U.S. government and is prepared to accept your tax 
payments either by mail or in person.
PROTECTION—Guard your firm against late-payment penalties. The date we accept and date 
your deposit establishes the date of payment. This bank maintains complete tax deposit records 
which are always available to verify payment dates.
INFORMATION—We always stand ready to guide you and provide you with full tax deposit 
information.

NAME IMPRINT HER
Digitized for FRASER 
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DATE DUE
TYPE OF 

FEDERAL TAX FINAL DATE FOR PAYMENT OF:
PORTION

DUE NOTES
Jan. 4,1974 Payroll Withheld Income & FICA Tax for December 23-31, 1973 AH , (a)
Jan. 10 Payroll Withheld Income & FICA Tax for January 1-7, 1974 All (a)
Jan. 18 Payroll Withheld Income & FICA Tax for January 8-15,1974 All (a)
Jan. 25 Payroll Withheld Income & FICA Tax for January 16-22, 1974 All ¡3^(a)
Jan. 31 Payroll All Undeposited 1973 Withheld Income & FICA Tax All (c)
Jan. 31 Excise All Undeposited 1973 Excise Tax All (e)
Jan. 31 Unemployment All Undeposited 1973 Unemployment Tax All (f)
Feb. 5 Payroll Withheld Income & FICA Tax for January 23-31,1974 All (a)
Feb. 12 Payroll Withheld Income & FICA Tax for February 1-7,1974 All (a)
Feb. 15 Payroll Withheld Income & FICA Tax for January, 1974 All (b)
Feb. 21 Payroll Withheld Income & FICA Tax for February 8-15,1974 All (a)
Feb. 27 Payroll Withheld Income & FICA Tax for February 16-22, 1974 All (a)
Feb. 28 Excise Excise Tax of January, 1974 All (d)
Mar. 5 Payroll Withheld Income & FICA Tax for February 23-28, 1974 All (a)
Mar. 12 Payroll Withheld Income & FICA Tax for March 1-7, 1974 (a)
Mar. 15 Payroll jax for February, 1974^V^v_^x^ v (b)_ _
Jar. 15 Corp Vate Ir

(a) Assumes cumulative undeposited payroll tax liability reached $2,000 or m 
during the quarter monthly period shown. See below: "REQUIREMENTS 
DEPOSITING PAYROLL TAXES” .

(b) Assumes monthly payroll tax liability was at least $200 but less than $2,0( 
See below: "REQUIREMENTS FOR DEPOSITING PAYROLL TAXES” .

(c) Assumes undeposited quarterly payroll tax liability was under $2,000. 
below: "REQUIREMENTS FOR DEPOSITING PAYROLL TAXES” .

(d) Assumes excise tax liability exceeded $100 for the month shown. Depos 
of $100 or less are permissible but not required. See below: "REQUI 
MENTS FOR DEPOSITING EXCISE TAXES” .

(e) Assumes undeposited excise tax liability for the calendar quarter exceec 
$100 (applies to all excise taxes except air transportation and communi 
tion taxes). See below. "REQUIREMENTS FOR DEPOSITING EXCISE TAXE

(f) Assumes cumulative undeposited unemployment tax liability exceeded $1 
for the quarter or for a period of two or more quarters within the sa 

_calendar year. When the accumulated tax fo£ a n y o r  mç 
gds $ 1 0 0 ^  must beyjeposited by thg 

vh i c h j^ ^ c u  m u lai 
eposij

THIS IS A  FIR ST
Our friends at this publication tell us that this is the first adver­

tisement that is also a product sample.
While we don’t think we’re going to end up in the Guiness Book 

of Records, it does show you how anxious we are to get our Tax Cal­
endar into your hands. Then it sells itself.

More than 500 banks, from the top ten down, are already using 
ourT. T. and L. material, but we think that every bank*, regardless of 
size, should be aware of its usefulness and potential value.

THE PRUDENT BANKER, especially in these unusual times, we 
feel, would wish to service and to hold on to his present T. T. and L. 
accounts and to try to add additional ones. And our Tax Calendar can 
help.Digitized for FRASER 

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



of course, every charge card merchant already has an account with 
the Bank. (2) Use a Tax Calendar as a catalyst when opening new 
commercial accounts. It’s the surest way we know of to get new T. T. 
and L. business. (3) Make it a tool in your Officer Call Program kit. 
It’s probably America’s #1 officer call tool.
*nof a v a i la b l e  in  C a l i f o r n ia

1975 TAX CALENDARS
100-499 .......................300 1,000-9,999 .................. 170
500-999 .......................240 10,000-o r m o re ...........141/20

Calendars may be imprinted in any amount. Minimum charge for set-up and plates to imprint is $30.00 for the first time. Plates 
held from year to year at no charge. Set-up charge is $15.00 for each additional usage. Imprinting charge is $5.00 per thousand 
with a $5.00 minimum charge.

NOTE: The Printing Industries of America’s printing standards call for a possible 
10% overrun or underrun. PLEASE DO NOT ATTACH CHECK, wait for final bill.

motivational systems, inc.
400 Madison Avenue ■ New York, N.Y. 10017" (212)688-9250

In Addition to Tax Calendars check for other product samples.

□  (ZIP)‘ScoreYourself Self Qualifying Applications for Loans, Charge Cards, 
etc., etc.

□  Quick-Key Non-Scoring Applications for Loans, Charge Cards, etc., etc.
□  Custom printed applications for Loans, Charge Cards, etc., etc. Free mock- 

ups and prices available. (ZIP or Quick-Key)
□  Gold Key Auto Charge Card — Exclusive with one bank in an area.
□  New Collection pieces. A different look can help. Great for your Collection 

Dept.
□  Trust Charts (TIP) new tool to bring in qualified estate planning leads.
□  Our new goal oriented Savings Program: Exclusive with one bank in an area.
□  A complete Tax Calendar sample plus Tax Brochures #1 and #2 to increase 

T. T. and L. profits.

Any questions: call (212) 688-9250 -  Jack V/oIf, Exec. V.P.

QUANTITY IMPRINTED
□  yes □  no

□  I am enclosing logo ‘slicks’ for front and back
□  I am enclosing logo, please adjust to size

NAME OF BANK

YOUR NAME __

ADDRESS _____

TITLE

STATE

(No P.O. Box please) 

__________ ZIP CODE TELEPHONE
(area code)

SHIPPING ADDRESS (IF NOT SAME AS ABOVE)

*NOT AVAILABLE IN CALIFORNIA
674TXBM
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ENERAL RULES FOR 
■DEPOSITING FEDERAL TAXES

WHAT FEDERAL TAXES ARE ELIGIBLE FOR 
DEPOSIT AT THIS BANK:
Withheld Income and FICA Taxes (Tax Reported on Forms 941,

941E, 941 PR, 941 [0 10], or 941SS)
Corporate Income and Estimated Taxes (Taxes Reported on Form 1120) 
Excise Taxes (Taxes Reported on Form 720)
Railroad Retirement Taxes (Taxes Reported on Form CT-1) 
Unemployment Taxes (Taxes Reported on Form 940)
Voluntarily Withheld Income and FICA Taxes for Agricultural Workers 

(Taxes Reported on Forms 943 or 943PR)
Tax Withheld at Source on Non-Resident Aliens, Foreign Corporations, 

and Tax-Free Covenant Bonds (Taxes Reported on Form 1042)

FEDERAL TAX RETURN 
FORMS AND DATES
Withheld Income and FICA Taxes:
Form 941, 941E, 941PR, 941(010), or 941SS 

* (Filed Quarterly: 4/30/74, 7/31/74,10/31 /74, 
1/31/75)

*(1/31/74 for Fourth Quarter 1973 return)

Corporation Income Taxes: Form
* * (Filed Annually: 3/17/75)
* * (3/15/74 for 1973 return)

120

WHERE TO MAKE FED DEPO
As a service to our business customers, this 
tary of the United States Treasury, accepts Fed

WHEN TO MAKE FiO^R&L TAX DEPOS
Businesses must periodically ceposit c 
depositary of the United States Trias 
due dates included here. Many rules hav' 
ment for these tax deposits, and the applicano, 
between depositors. The Notes included with the T 
mine if a due date applies to your situation.

rized déposi­
ons

Excise Taxes: Form 720
* * * (Filed Quarterly: 4/30/74, 7/31/74,10/31/74, 

1/31/75)
***(1/31/74 for Fourth Quarter 1973 return)

Railroad Retirement Taxes: Form CT-1
(Filed Quarterly: 5/31/74, 9/3/74, 12/2/74, 
2/28/75)
(2/28/74 for Fourth Quarter 1973 return)

: Unemployment Taxes: Form 940 
¿ i f  (Filed Annually: 1/31/75) 

(1/31/74 for 19/3 return)

HOW TO MAKE FEDERAL TAX DEPOSITS:
1. Verify all the information preprinted on the appropriate Federal tax 

deposit form. The following forms can be ordered at the Internal Revenue 
Service Center or District Office where you file your returns, and must 
accompany all deposits:

Form 501 —Withheld Income and FICA Taxes 
Form 503—Corporate Income and Estimated Taxes 
Form 504—Excise Taxes 
Form 507—Railroad Retirement Taxes 
Form 508—Unemployment Taxes
Form 511 —Voluntarily Withheld Income and FICA Taxes for 

Agricultural Workers
Form 512—Income Tax Withheld on Non-Resident Aliens,

Foreign Corporations, and Tax-Free Covenant Bonds

(Federal tax depositaries are prohibited from accepting any Federal tax 
deposits without appropriate or correct tax forms. Tax payments without 
appropriate or correct forms must be mailed directly to the Internal Reve­
nue Service Office where your returns are filed. Include a letter stating 
your name, address, taxpayer identification number, type of tax, tax 
period ending date, the amount of the enclosed deposit, and a request 
for a supply of tax deposit forms.)

Complete the appropriate form and the stub.

Draw your checks payable to this bank.

Bring or mail your payments to us by the dates shown on the Timetable, 
together with the completed Federal tax form. Keep the stub with your 
tax records.

ed
established |

by the govern- 
rules can vary
will help deter- - Voluntarily Withheld Income and FICA Taxes for Agricul 

w&l#Jjbrkers fw m  943 or 943PR 
•" ">d An, ally: 1/31/75)
*(1 /3 iy ^ P %  11 |3  return)

Ir^onrc, Taxes Withheld on N^n-Resident Aliens, Foreigr 
Corporations aj iu Tax-Freo Covenant Bonds: Form 1042 

(Filed An.ndaily:-3/A7J75)
(3/15/74 fo h 973 r€

I f  timely deposits were made of all taxes for the quar 
ter, you have 10 additional days to file your return.

'Or, on the 15th day of the third month following the 
close of the taxable year when the corporation is no~ 
calendar-year taxpayer.

'10 additional days are allowed on excise tax retur 
when timely deposits were made during the quarteij 
(applies to all returns except those for air transporta] 
tion and communications taxes). Returns for air trans] 
portation and communications taxes are due on 
before the last day of the second month following the 
end of the quarter.

BANK NAME IM P R IN T  HER
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B A NK S  and SA V I NGS  & LOAN A S S O C I A T I O N S
INFLATION! SOARING PRICES! SHRINKING $$$!
PENNY SHORTAGE?.... NOT HERE!

- - - WE CAN MAKE THEM BY THE MILLIONS! 
TIMELY! IMPACT! PROMOTIONAL! LOW COST!

IN F L A T IO N 9
2-SIDE REPLICA (1/4" DIA.) OF A SHINY LINCU 

SOLID COPPER FINISH. VIVIDLY DRAMATIZES DECREASINGVo..*

M in iINCUl i» ?  J  I  R*

'GUT IMPACT" EVERYONE UNDERSTANDS TODAY!

THERE ARE MANY 
PROMOTIONAL 
and MARKETING 
IDEAS, "ANGLES", 
APPLICATIONS FOR “INFLATION' 
MINI-PENNIES IN THIS GROWING 
INFLATION PERIOD BY BANKS, 
SAVINGS & LOAN 
ASSNS., ETC.

m

EXCELLENT FOR:

★  GIVE-AWAYS
★  ACCOUNT OPENERS
★  PROMOTIONAL TIE-INS
★  SALES PROMOTION
★  USE IN DIRECT MAIL 

(scotch-taped on 
literature letters, etc.

ADVERTISE.......

...B R IN G  IN 100 PEN N IES.... 
AND WE WILL GIVE YOU $1.00 

($1.05, $1.10 etc.) PER 100 
PENNIES... P L U S .... A FREE 
"Collector's Item" INFLATION 

M IN I-PEN N Y... e tc .

NOTE: MINI-INDIAN HEAD PENNIES 
(1/4" DIA.) ALSO AVAILABLE AT SAME 

PRICES. (Slightly thicker and heavier 
coin). APPROX. 1100 TO THE POUND.

MINI PENNIES SOLD IN BULK . . .  BY THE POUND ONLY (UNPACKAGED).

-APPROX. 1400 PENNIES TO THE L B .-

★ ★ ★ ★ ★ ★ ★

$60.00 per pound
5 LBS./UP - at $55.00 per lb.

20 LBS./UP - at $50.00 per lb.
(PRICES OF LARGER QUANTITIES ON REQUEST)

TERMS: NET/PAYMENT WITH ORDER SHIPPED POSTPAID
SOLD ON MONEY-BACK GUARANTEE 

MUSEUM COINS P.O. Box 206 Flushing, N.Y. 11352

MUSEUM COINS P.O. Box 206 Flushing, N.Y. 11352 

Ship the following:
--------------- LBS. M IN I-L IN CO LN  PENNIES -------------

_________  LBS. M IN I-IN D IA N  HEAD PENNIES __________

ANY SALES TAX  
TOTAL A M O U N T ENCLOSED

A D D R E S S  

C I T Y  ______

O R D E R E D  B Y  :

[J  Send samples, literature
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BOOKS FOR THE BANK DIRECTOR

Responsibilities of Bank Directors .50

QUANTITY PRICES

2-5 copies $4.25 each
6-10 " 4.15 "

11 -25 " 4.00 "
Over 25 " 3.90 "

Too little has been written about the 
duties and responsibilities of bank di­
rectors, particularly in view of the eco­
nomic influence many banks wield in 
their respective communities. Further­
more, the rapid growth of holding com­
panies and the impact of “consumerism” 
dictate that directors not only know 
what is expected of them but also what 
is expected of the bank they serve in 
terms of responsibilities to depositors, 
shareholders and to the public-at-large.

In this new book, the author has 
done an excellent job of compiling in 
one short volume information on the 
traditional, functional and legal respon­
sibilities of the bank director. In evalu­
ating the director’s legal liability, it 
would be impossible, of course, to set 
forth all federal and state statutes 
governing such liability. However, the

THE AUTHOR, Raymond Van Houtte, 
is currently president of the $ 100-mil­
lion Tompkins County Trust Company, 
Ith aca, N.Y., where his service as a 
director and the interest of fellow 
directors made him personally aware 
of this subject. Thus, it was "natural" 
for him to write his thesis for The 
Stonier Graduate School of Banking 
on this topic. His education and ex-

author has examined recent court de­
cisions to determine whether significant 
trends have developed and whether 
changes in social awareness have eroded 
pre-existing notions as to the director’s 
responsibilities.

The author examines the director’s re­
sponsibilities to shareholders in terms 
of investment return, continuity of man­
agement, long-range planning, the ef­
fects of structural changes on competi­
tion, e.g., bank holding companies, 
branching and merger trends. One 
chapter also is devoted to potential re­
actions to the various social responsibili­
ties being thrust today upon banking 
and other businesses.

It is a book worthy of retention in 
any bank library, with copies being 
made available to new directors as they 
are elected.

perience as a lawyer, C.P.A. and 
banker lend themselves ideally to 
give the author additional insights 
into the problems faced by the direc­
tor. In his book, Mr. Van Houtte 
blends with his knowledge extensive 
hours of research, correspondence and 
interviews to bring to the banking 
field a timely reference on "Responsi­
bilities of Bank Directors."

Order A Copy For Each Member Of The Board!

Composition and Compensation 
Of Bank Boards

MANY TABLES are contained in this study, e.g.,

This statistical analysis of bank 
boards provides the banker with a 
wealth of information on the “ Compo­
sition and Compensation of Bank 
Boards” . . . the title of the book.

Data, based on comprehensive sur­
veys by the author, Dr. Lewis E. Da­
vids, editor of the BANK BOARD Let­
ter, give the reader an insight into the 
variety of occupations represented on 
bank boards . . . the number of inside 
and outside directors . . . frequency of 
board meetings held by various size

$4.00
banks in different sections of the coun­
try.

Salaries paid to directors and top 
bank management also are analyzed, as 
well as range of pay scales, bonuses and 
fees paid to directors attending and 
those NOT attending meetings.

For the first time, directors will have 
available to them material which will 
make it possible to compare the struc­
ture and operation of their board with 
those of banks of similar size.

Retirement
Ages of Directors (Inside and Outside) . . . Chief Executive 
Salaries . . . Salary and Bonus of Chairman . . . Fees of Directors, 
Executive Committee, Advisory Board . . . Director Fees for 
Regular Meetings and ANNUAL Fees . . . Savings Bank Trustee 
Fees . . . Highest Paid Directors. THESE STATISTICS WILL 
HELP YOU MAKE COMPARISONS AND PUT YOUR BOARD 
STRUCTURE AND FEES IN PROPER PERSPECTIVE.

THE BANK BOARD LETTER 
408 Olive St., St. Louis, Mo. 63102
Send These Books:

...............  copies of “ Responsibilities of Directors”  $ .............

............... copies of “ Composition & Compensation”  $ ................
Total Enclosed $ .............

Name .........................................................................................
Bank .........................................................................................

Street .........................................................................................

City, State, Zip ........................................................................
(Please send check with order. In Missouri, add 4% sales tax.)
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Diebold* TABS is a teller who 
will work any place at any hour

• The Diebold TABS teller is on duty 
24-hours a day. Always at work on time 
. . .  no vacations, coffee breaks, or 
overtime pay.

• Involves no training costs. No FICA taxes. 
No fringe benefit costs.

• Diebold TABS  ̂ . . .  a career teller 
. . , from the very first day.

• Is friendly, courteous and correct. Always 
has a cheerful customer greeting.

• Remembers to promote your other 
services to every customer.

• Frees your human tellers to provide 
human services, to handle more 
complex customer needs.

• Has the speed and accuracy of a 
computer.

DIEBOID
I N C O R P O R A T E D  

B A N K  &  B U S I N E S S  S Y S T E M S  
C A N T O N ,  O H I O  4 4 7 1 1

"W e  kn ow h ow  to help you"
©Total Automatic 

Banking System
In Canada: The Diebold Company of Canada Ltd., Toronto and Montreal
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Sometimes,
we're the only difference 
between the ag loans 
you wish you had made, 
and the ag loans 
you wish you hadn't.

The loans you think are too 
expensive to service: Not enough 
field examiners or branch offices? 
Not enough hours in the day to 
keep up with agricultural 
commodities?

Lawrence can provide 
effective, practical, custody of 
pledged collateral around the 
clock and ensure its existence.
You get regular field audits and 
reports no matter how many 
locations are involved. Routine 
account activity is your only serv­
icing cost. There is no need to 
invest in new overhead or staff.

The loans that don't seem 
quite prudent: Perhaps the bor­
rower does not have an established 
business record or his bookkeep­
ing leaves something to be 
desired. Possibly not every facet 
of the commodity's risk is 
completely clear...

Lawrence can protect your 
interest in a real, rather than

merely legal, sense plus, give you 
a $20 million legal liability and 
fidelity bond from Lloyd's of 
London. Lawrence can be the 
extra margin that lets you bank 
the loan.

The loans you don't realize 
Lawrence can service: Do you 
equate Lawrence simply with field 
warehousing? Have you only used 
us to secure grain, cattle or 
fertilizer?

Like any other 
successful com­
pany, we've grown 
by adding services 
that meet the needs 
of our customers.
Today there's hardly 
a demand for agricul­
tural working capital 
that can't be met by 
calling in Lawrence 
to back up your judg­
ment with meaningful, 
profitable collateral 
protection. In fact, if

you haven't been brought up to 
date on Lawrence's services, you 
may well be turning down ag 
loans you could be banking.

Mail the coupon or write for 
information on how you can start 
profiting immediately from 
Lawrence's services.

........... : Vo talk to a Lawrence man. 1
Now's the time P res id en t :Mr. Patrick B.Doohng,K.,V.ce

t ^ T u S a ^ S t T e e iT h ic a g o , 60601

I s K ä l »
appointment.

□  Please 
.Nanne
1 T i t l e

Address 
C i t

phone

Bank

S t a t e ZU
LAWRENCE SYSTEMS, INC.
L A  protect your judgment.

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



munications division, Mercantile Trust, 
St. Louis, speaking on how to com­
municate with employees, stated that, 
contrary to general belief, most employ­
ees are basically satisfied with their 
jobs. However, management faces con­
siderable problems when trying to com­
municate with employees.

In order to improve management- 
employee communication, he said, man­
agement must be genuinely concerned 
about its employees; otherwise, com­
munication will be misunderstood or 
simply not believed. The lack of a 
communication program hampers man­
agement-employee communication. Any 
such program must have a purpose. 
Management should decide what it 
wants to communicate, then formulate 
a plan to see that the communication 
is made.

He called for the dissemination of 
job-related information when com­
municating to employees. He recom­
mended audio-visual communication 
when practical. Such a system would 
enable a bank to preview its TV com­
mercials to its employees, to enable the 
bank president to speak on closed cir­
cuit TV to employees on important 
topics. The visual portion of the com­
munication effort would serve to pro­
mote credibility.

Mr. Parry urged his audience to not 
only be concerned with the “how" of 
communicating with employees, but the 
“why” and “what” factors as well.

Robert M. Martindale, president, 
Hughes-Martindale & Associates, Chi­
cago, defined marketing as the “crea­
tion and delivery of customer-satisfying 
services at a profit.” He added that it 
also means to analyze the situation as 
it is now and develop new methods or 
techniques to produce customer satis­
faction and bank profit.

He referred to consumerism, unions 
and women’s libbers, things that tend 
to concern bank marketing people, as 
marketing opportunities if they are 
handled in the right way.

Bank marketers can mollify consum- 
erists by having complete pricing in­
formation— including service charge 
fees and interest rate schedules— 
readily available. Unionism trends can 
be combatted by reminding employees 
of the bank’s existing benefits, such as 
pensions, profit-sharing plans, superior 
working conditions, etc. Women’s lib­
bers become less frightening when 
management makes an honest assess­
ment of its employment practices, bas­
ing them on guidelines from the fed­
eral government.

Concluding speaker was N. W. 
“Red” Pope, vice president, marketing, 
Sun Banks of Florida, Orlando. He 
spoke on the most important ingredi­
ent in bank marketing, which he said

was balance. Too many bank marketing 
people are seeking gimmicks, he said, 
that will make their banks the runaway 
favorites in the competitive arena. But 
there is danger in this, he said, because

COMMERCIAL BANKS may be pay­
ing interest on checking account 

balances by 1980, Carter H. Golembe 
has predicted. The chairman of Go­
lembe Associates, Inc., a Washington- 
based banking and economic research 
and consulting firm, made this fore­
cast in an address to the annual conven­
tion of the Vermont Bankers Associa­
tion.

Mr. Golembe called the rationale be­
hind Congress’ 1933 prohibition against 
interest payments on demand deposits 
“dubious” and said there is a growing 
recognition that this ban has had a crip­
pling effect on banking.

“If I were planning for the decade of 
the 1980s,” Mr. Golembe said, “I would 
incorporate in those plans the distinct 
possibility that interest might well have 
to be paid on virtually the entire range 
of demand deposits.”

At the same time, he said, “ it seems 
virtually certain that the thrift institu­
tions will be deeply if not completely 
into the demand deposit or checking 
account business by 1980.”

As a result, he said, “Probably not 
by 1980, but not long thereafter, we 
may no longer be talking about institu­
tions identified as commercial banks, 
savings banks, savings and loan asso­
ciations, or even credit unions, but 
rather about depository institutions with 
varying degrees of specialization.” 

Looking ahead to other structural 
changes that might occur by 1980, Mr. 
Golembe predicted an increasing abil­
ity to conduct banking activities across 
state lines and a relaxation of restric­
tions on branching.

In connection with interstate bank-

no bank can expect to insulate itself 
from its competition. “ Being different 
seldom affects the bottom line,” he 
said. “There is no long-term benefit to 
it.” * •

ing, which, he said, already is develop­
ing through nonbank expansion by bank 
holding companies, Mr. Golembe noted 
that many states “ are positioning them­
selves so as to be able to provide for 
full interstate banking through various 
reciprocal agreements.” Such develop­
ments at the state level, he added, 
might be caused by the feeling that 
action by the federal government could 
occur by 1980.

In connection with branching, Mr. 
Golembe suggested that “it is not the 
immutable order of things that na­
tional banks shall be forever restrained 
from expanding geographically only to 
the extent that state banks may do so.”

The McFadden Act of 1927, which 
lets state law dictate national banks’ 
branching limits, is coming “ increas­
ingly into question from a variety of 
sources including, not surprisingly, the 
Department of Justice.”

Moreover, he said he would expect 
legislation introduced in Congress to 
free national banks from branching con­
straints contained in state laws to run 
into diminished opposition as more and 
more states revise their statutes to per­
mit state-wide branching.

Mr. Golembe cautioned bankers not 
to be upset by the changes he antici­
pates in 1980 because “no change oc­
curs without offsetting or compensating 
changes.” As an example, he suggested 
that if interest were to be paid on de­
mand deposits, one of the changes 
would be banks charging fees for ser­
vices now provided free of charge.

He stressed that for the well-man- 
aged and innovative institution, “change 
also means opportunity.” * *
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F a c t o r i n g :

Is It a Dirty Word?
B y  W illia m  R . G r u tte m e y e r

ACTORING has been around for 
over 150 years. It has kept one of the 

country’s largest industries afloat. And 
to thousands of businessmen it has lit­
erally meant the difference between 
success and failure.

Yet to the majority of companies in 
the United States, factoring is a dirty 
word. Mention factoring to the average 
businessman and he’ll probably say: 
“ That’s for somebody going under,” or 
talk about exorbitant interest on loans, 
or people coming in and taking over his 
business.

Talcott Factors, one of the largest factor­
ing organizations in the country, operates 
full-service domestic offices in New York 
City, Atlanta and Los Angeles. Overseas 
business is conducted through a subsidiary 
based in Zurich, Switzerland. It is a divi­
sion of James Talcott, Inc., which was 
founded in 1854 and has assets of more 
than $695 million.

Fact is, he’d be dead wrong. Factor­
ing is a unique business tool involved 
with the lifeblood of any company: 
credit protection and cash flow. These 
two areas are high stakes in normal 
business situations and could mean a 
business’s life or death in today’s econ­
omy. Factors not only provide credit 
guarantees, but they are a source of 
unsecured, fast financing; modern, com­
puterized bookkeeping and collection; 
market forecasts and evaluations; and an 
array of management information, sales 
and marketing counseling. And through 
factoring’s total services, a company not 
only can alleviate its problems, but help 
itself grow.

Why all the mystery about factoring? 
It has a lot to do with the concentra­
tion of this service in the textile busi­
ness for the past hundred years. Be­
cause of this, many businessmen have 
had little contact with the service, and, 
worse, have succumbed to the mythol­
ogy surrounding factoring.

Things are changing. Today, busi­
nessmen faced with the enormous bur-
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dens of inflation and declining profits 
are looking beyond traditional financing 
sources for help. And when they take 
a hard look at factoring, they’re dis­
covering what the textile industry has 
known for a long time: Factoring is a 
very special business tool that’s unavail­
able anywhere else.

For businessmen who have not taken 
that hard look at factoring or still think 
of it as a dirty word, it’s time to learn 
some basics about the business. At the 
very least, factoring will provide an op­
tion to present financing resources; at 
the most, a way out of difficult, and 
possibly traumatic, business problems.

First off, let’s dispel some myths. Fac­
tors are not loan sharks, company-ac­
quisition mills or “shady operators.” 
Factoring is a $16-billion-a-year indus­
try practiced by many of the largest 
private finance corporations and banks. 
All factors offer a simple basic service. 
They guarantee businessmen’s credit by 
purchasing their accounts receivables 
and make available advances, not loans, 
on the receivables to ease cash flow. Tal­
cott, as well as other major factors, also 
offers credit checking, bookkeeping and 
collection services. And one final point. 
Factors are as interested in taking on a 
“down-and-out” client as a business is 
in selling to a “down-and-out” custom­
er.

Now that we’ve dealt with myths, 
let’s get on to reality. To size up the im­
pact a factor can have on a business, 
certain key questions must be answered. 
Questions like: Is factoring right for this 
business’s particular situation? What

W illiam  R. Gruttemeyer 
is a senior vice presi­
dent, James Talcott, 
Inc., and president, 
James Talcott Factors. 
He spent four years 
with New York City's 
C h a s e  M a n h a t t a n ,  
where he was vice 
president, factor and 
finance division.

does it really cost? Can the business 
justify the service? What types of fac­
toring plans are there? Which are best 
for the business? And, finally, how 
should a factor be chosen?

A business should determine its need 
for a factor’s help by asking itself the 
following questions:

• Does your credit department have 
sufficient expertise to make proper judg­
ments in today’s complex economy?

• Have credit exposures reached the 
point where if one or more customers 
failed, profits and capital would be se­
riously impaired?

• Have customers’ late payments and 
insistence on extending terms put a 
heavy strain on working capital?

• Is the cost of executive talent-mak­
ing credit decisions causing neglect in 
other important business areas?

If the answer to many of these ques­
tions is “yes,” then a factor can be of 
great assistance, providing, of course, 
the business can afford the service.

As far as a factor’s costs are con­
cerned, several things have to be con­
sidered: total range of factoring ser­
vices, degree of risk assumed by the 
factor, what a business can accomplish 
with the funds and what it will lose 
without them.

For receivable bookkeeping, collec­
tion and assumption of credit risks, the 
factor’s fee amounts to a single discount 
(3*-l/a%) of the net receivables pur­
chased. This fee is based on volume of 
sales, average character of a firm’s cus­
tomers, terms of sales and average size 
of invoice unit. Interest for receivables 
advances or short-term seasonal loans 
usually is at a rate slightly higher than 
prevailing bank rates. Inventory and 
longer-term loans unsecured or secured 
by mortgages on plants and equipment 
are slightly higher.

Once factors’ costs are defined, a 
business should compare them to the 
cost of its credit operation. The follow­
ing schedule can be used to calculate 
this:
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Clockwise from top
J. Walter Peniston 
William 0. Weis 
William J. Fisher

“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.”

FIR ST NATIONAL BANK

a chancer* Bank §H

Depend on The First People.
Member F.D.I.C.

"Week after week, you depend 
on one of our correspondent 
bankers. But a lot of people you 
never see are helping you, too.”

George Dudley, 
Correspondent Division
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How a worldwide bank
First Chicago puts the professional talents of a great 
multinational bank at your disposal. To help you 
serve your present customers better, to help you 
compete harder for new ones.

Three special resources 
to help you gain a competitive edge.

1. Through the Financial Advisory Service of our 
Corporate Finance Division, we act as financial 
advisor to companies in connection with the 
structuring and private placement of long term 
financing with institutional investors, including 
Title XI bonds for ship financing.

2. Our Merger and Acquisition Services advise 
the seller of his real market value, locate and 
evaluate logical buyers, and identify tax and 
accounting implications. Corporations throughout 
the world provide our lending divisions with their 
merger and acquisition criteria.

3. Our First Chicago Leasing Corporation can 
help you structure lease arrangements and offer you 
participations in direct and leveraged leases.

Fast, smooth moving money.
4. For your customers, our Cash Management 

Services Division will assist you in designing 
collection and disbursement systems. Automated 
Depository Transfer Checks and Zero Balance 
Disbursing. Reconciliation and Sorting programs. 
Cash flow analysis techniques.

5. For your bank, immediate availability and 
quickened cash letter services designed to your 
needs. To help you serve the needs of your customers.

6. For prompt collection and availability of your 
funds, we will act as your agent to collect items 
payable anywhere in the U.S.

7. Our Money Transfer Department will handle 
your domestic transfer of funds, help you exchange 
commercial messages and assist your customers in 
the movement of funds.

Making money work smarter.
8. For your profitability and capital forecasting, 

we use a combination of new and traditional 
methods. Evaluation with specialized computer 
reviews. Plus, our insight gained through analysis of 
many banks similar in size to yours.

9 . We can help you generate shareholder goodwill 
through a dividend reinvestment program. Join a 
growing number of bank and corporate users.

10. The Monthly Investment Service enables you 
to offer your checking customers a simple, economical 
and convenient way to have a continuing stock 
investment program through your bank.

11. We have one of the nation’s largest trust 
departments to assist you with comprehensive 
investment research information and a broad range 
of other specialized skills to help you serve your 
customers with additional professionalism.

The Banks, Bank Holding Companies

The First National 
You compete.
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an help your bank win.
12. First Computer Services can perform a wide 

range of commercial and financial data processing 
functions: Payroll systems for large and small 
companies. Accounts receivable and general ledger 
services. Employee information systems.

Greater portfolio power.
13. As one of the nation’s 25 primary government 

dealers, we provide current market expertise in 
government and federal agency paper—and in 
municipals, where we maintain an active secondary 
market.

14. We buy Fed Funds on a daily or continuing 
basis. Call us when you need funds, or for the latest 
quotes on rates.

15. Our Money Market experts are eager to help 
you plan and execute short-term investment 
decisions. One phone call gives you a complete 
market rundown.

16. Our Bond Portfolio Analysis Service uses 
computer-based techniques to help you manage your 
entire investment portfolio. Includes a current 
pricing report and several detailed accounting 
reports. Also, profitable bond swap ideas from our 
new computer swap model.

17. Our Custody Services can safekeep your 
fixed-income securities, clip coupons, collect interest, 
credit income to your account and handle pledges 
and exchanges. Our on-line system expedites

security movements and provides accurate 
statements of holdings for your operational needs.

Developing management and markets.
18. Our Management Advisory Service can help 

you further professionalize your bank's managerial 
talents. Individual counsel, personnel assistance, 
seminars and annual conferences are all available.

19. Sounding board discussions, in-house call 
program training visits, detailed consultant-type 
presentations: You decide the extent of our 
involvement in your business development and 
marketing.

20. We have many years’ experience planning and 
coordinating conferences and workshops, with 
unmatched capabilities in graphic arts and visual 
aids. You’re invited to use any of our facilities for 
group communications.

Anywhere in the world.
21. Our global network, plus the complete list of 

services of our International Banking Department, 
gives you the expertise to help your customer 
compete in virtually any country.

Starting things off.
There are probably many more ways we can help 

your bank expand and maximize earnings.
Call Bill Dwyer or your account representative, or 

one of his associates at 312-732-4102.
Don’t just count the ways we can help. Use them.

and Related Activities Division.

Bank of Chicago ©  
We compete.

►

©  The First National Bank of Chicago Member F.D.l.C.

►

MID-CONTINENT BANKER for October, 1974 91

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



1. C o s t  o f  C re d it  C h e c k in g  ir
C o lle ctio n
a. People ..............
b. Bad debt, credit history ..............
c. Credit agency report ...............
d. Cost of monthly statements, 

collection forms, postage,
mailing ...............

e. Telephone expense ..............
Total

2. C o s t  o f  B o o k k e e p in g
a. People—Salaries plus

Fringes ...............
b. Equipment ..............
c. Space utilized ...............

Total

3. C o s t  ¿r T im e  o f  M a n a g e m e n t
E ffo r t in C re d it  and C o lle ctio n
A re a  ...............

Total

If a business’s financial problems 
point toward factoring as a possible so­
lution, and it can afford the service, the 
next step is to decide which factoring 
plan is best. This is a decision Talcott 
and most factors can help a company 
make by evaluating its business needs.

Most factors offer several basic plans. 
In notification or conventional factor­
ing, the factor buys receivables for 
cash, if desired, and undertakes credit 
checking, receivables bookkeeping and 
collection on a fee basis. The factor’s 
credit department checks credit on or­
ders, and when the orders are shipped, 
the factor purchases the sales invoices. 
These will tell a firm’s customers that 
bills are due and payable to the fac­
tor. If for any financial reason, any of 
these customers can’t pay, it’s the fac­
tor’s problem, not the business’s. The 
latter receives payment from the factor 
on the due date of the receivables. If 
advances are required, the factor will

make them as necessary. These are not 
considered as a liability or a loan, but 
simply an advance on monies due at a 
later date.

Maturing factoring differs from the 
conventional plan in that the factor pays 
a business on maturity dates of the re­
ceivables whether its customers do or 
do not pay promptly. The business still 
receives all credit guarantees, receiv­
ables bookkeeping and collection-ser­
vice benefits and can continue to bor­
row normally unsecured money from its 
bank.

Non-notification factoring is primarily 
for manufacturers and wholesalers who 
sell mostly to retail outlets. As in other 
factoring agreements, the factor pur­
chases accounts receivable outright and 
guarantees credit on shipments. But a 
firm’s customers are not notified, and 
the firm assumes its own receivables 
bookkeeping and collection functions. 
The fee for this type of factoring is 
usually lower than conventional factor­
ing arrangements.

For companies involved in foreign 
trade, Talcott— as well as other factors 
—offers an export-import factoring plan. 
Under this plan, the factor not only as­
sumes all the credit risk, but also covers 
currency and political risk. The service 
includes: establishment of letters of 
credit, trust receipt interim financing, 
bonded warehouse loans, making ad­
vances for import duties and freight, 
complete with factoring of resultant re­
ceivables.

Knowing what factoring can and can­
not do for a business is, of course, vital. 
But picking the right factor for the job 
is equally important. Factoring is a 
highly personalized business. A factor 
maintains close contact with the busi-

When you’re looking for 
passbook designs, your decision 
is easy. . .  if you want to look 
just like every other bank 
in town.

If you’d like to be a little  
more particular, ta lk to a 
Rand McNally man.

He’s got a lot of new ideas 
about passbooks. And he’s 
saving one . . .  just for you.

RAND M9NALLY
Financial Systems Division

Box 7600, Chicago, Ml. 60680
10 East 53rd Street, New York, N.Y. 10022
206 Sansome St., San Francisco, Calif. 94104

ness, its customers and its markets. If 
the factor’s full range of services are 
taken advantage of, he can become a 
valuable financial counselor. This kind 
of involvement demands serious thought.

How does a firm decide? As a start, it 
shouldn’t rely on hearsay. After all, 
that’s how factoring got to be a dirty 
word. Factors come in all shapes and 
sizes. And as in any business, there are 
good and bad ones.

What’s needed is an assessment of the 
pluses and minuses of factors. To help 
out, here’s a checklist of areas to look 
into:

• Financial Backing: The factor
should have sufficient financing to meet 
a business’s needs.

• People: The best factor is one who 
has people who are experts in a firm’s 
business, customers and markets and 
flexible enough to adjust to situations 
that don’t fit neatly into a set plan.

• Service: Since a firm will be work­
ing closely with the factor, it should 
pick one that is close enough to respond 
quickly to its needs and is familiar with 
the region in which the firm operates.

• Facilities: Credit checking is the 
heart and soul of factoring. A factor 
must have the most modern credit anal­
ysis systems and professional bookkeep ­
ing and collection capabilities.

Once armed with the facts and fig­
ures a business should be able to make 
a choice. The field is large and, on the 
whole, made up of professionals who 
value their industry, understand its im­
portance and the role they can play in 
helping other businessmen. And, above 
all, it consists of people who have a 
special interest in seeing a “dirty word” 
become part of the vocabulary of top- 
level financial management. * *

Bank Donates Safety Flags

Kids of all shapes and sizes crowded round as 
a juvenile officer of the Olivette (Mo.) Police 
Department checked bicycles for safety. 
Owners of bikes that passed the test received 
a pennant on a flexible pole to be attached 
to the bike to make it more visible to motor­
ists. The pennant and pole were gifts of Com­
mercial Bank, O livette, and the tests were part 
of a city-wide Summerfest carnival, which 
raised funds for the policemen's and firemen's 
pension fund. The bank donated more than 
200 pennants.

Ask your Rand McNally man about new 
designs in Passbooks. He’s saving one for you.
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If you need some 
peace of mind, 
use our brain.
If you’re up to your ears in processing 
N.S.F.’s, C.D.’s, O .D .’s, 1099’s, etc., you could 
use some help.

Bank of the Southwest can take all that work 
off your hands and worry off your mind. With 
our automated accounting service.

Instead of manual posting, you can have our 
modern computer service. Without laying out 
a bunch of money in equipment and man­
power.

That way, you can stop taxing your brain 
and start taxing our electronic one.

Here’s what you get:
1. Demand deposit accounting. Complete post­
ing, daily reports including action reports for 
N.S.F.’s, O .D .’s, and stop-pay items.
2. Savings account accounting. Programmed 
to suit you. Compounded daily, quarterly, 
semi-annually. Plus daily reports, calculation 
of interest, statements, 1099’s.
3. C.D. accounting. Analysis reports on C.D.’s 
by interest rates, amounts, maturity dates.
Also basic reports including interest paid, new 
C.D.’s, renewed C.D.’s and matured C.D.’s. 
Annual 1099’s.

If you'd like to find out how profitably our 
electronic brain can work for your hands, call 
Roy Caughfield, manager of our Correspon­
dent Banking Department, at (713) 225-1551. 
Or, drop him a line.

Get it out of your system. And into ours. It’ll 
save you time and money.

If you have any other ideas about updating 
your bank’s services, share those with us, too.

Because, at Bank of the Southwest, we bank 
on your ideas.

Bankof the Southwest
910 Travis Houston, Texas 77002 Member Southwest Bancshares, Inc. Member F.D.I.C.
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At St. Joe Market Day:

Better Markets Should Be Around Corner; 
Bankers Urged to Support Agriculture

THE MARKET has no way to go 
but up—hopefully. That seemed to 

be the general consensus of opinion of 
those who should know among the ex­
perts taking part in the 18th annual 
Market Day at the Yards, sponsored by 
First Stock Yards Bank, St. Joseph, 
Mo., early last month.

The audience of bankers from Mis­
souri, Kansas and Iowa was brought 
up to date on the current market sit­
uation and bankers were asked to dig 
in their heels and do everything they 
could to support agriculture in these 
trying times.

The day-long program began with 
a bus tour of South St. Joseph industri­
al plants, many of which have been

Bus tour took bankers to nearly completed King 
Hill Plaza Facility of First Stock Yards Bank. 
Facility is scheduled to open this month.

By JIM FABIAN 
Associate Editor

built in the last two-to-four years. A 
stop was made at the Carnation pet 
food plant, whose manager spoke brief­
ly. He said the primary reason Carna­
tion located two plants in St. Joe was 
that essential raw ingredients were 
available. He also cited the excellent 
utilities situation in St. Joe as an im­
portant factor in locating the plants in 
the city. Carnation’s can manufacturing 
plant and its pet food plant were built 
in 1970 as part of a five-year building 
program involving $25 million.

Following the industrial tour, buses 
took the bankers to the almost com­
pleted King Hill facility of First Stock 
Yards Bank. The facility, which is 
scheduled to open this month, is locat­
ed in an as-yet uncompleted shopping 
center and represents the bank’s first 
major attempt to attract retail custom­
ers. According to Phillip R. Miller, vice 
president and ag rep for the bank, the 
facility and the shopping center are ex­
pected to attract new housing develop­
ments to the King Hill area. The fa­
cility is about two miles from the

MID-CONTINENT BANKER for October, 1974

bank’s Main Office in the Commerce 
Building.

Following luncheon at the Pig Auc­
tion Center in the yards, bankers were 
appraised of the current livestock mar­
ket. The cow market was reported to 
be up from its depressed status the 
week previous and sharply lower prices 
on all feeder cattle were predicted for 
the coming months. The hog market

TOP: Enjoying sun during refreshment break at 
First Stock Yards M arket Day were Missourians 
(from I.) Charles Hill, Farmers State, Cameron; 
John Rogers and George W. Ozias, both from  
Exchange Bank, Richmond. BOTTOM: Also from  
Missouri banks were (from I.) Harry Lanpher 
and Jim W hitter, Trenton Trust, and T. H. Tye, 
Farmers State, Cameron.

TOP: John E. Karn (I.), v.p., and H. H. "Beanie" 
Broadhead Jr., pres., both from host bank, 
confer during break at M arket Day. BOTTOM:
Art McClaskey, host bank, and R. A. Ruth, -«
Union State, Everest, Kan., during refreshment 
break.
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It’s beautiful- 
and it works.

An instant skyline?
A strikingly beautiful skyline addition, 

yes. But, instant? Well, not quite.
For welding style and substance into 

a unity of form and function initially re­
quires the productive time of a thought­
ful, working partnership.

Of varied professional, creative 
talents.

Of a business-like consensus on 
goals.

Of an appreciation that esthetics and 
effic iency can be com fortably com­
patible.

And once these factors evolve into 
shared purpose and decision, the work 
proceeds. On time and on schedule, 
immediately.

Below and above is our landmark —

Beautifully.

Denver’s Park Central, an exciting, joint 
venture of the Central Bank Building 
Corporation and Leavell Development 
Company.

Leavell Development Company?
That’s us.
As equity investors, we have been par­

ticularly successful in developing bank/ 
office buildings coast-to-coast in the 
larger, medium-sized and more com­
pact commercial centers of our country.

We would like to work with you in 
creating something beautiful that really 
works.

Beautifully.
And profitably.
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That big one is tougher than he thought.

His orders are at the high water mark. 
But his inventory’ s pretty low. And so’s 
his bank balance.

It still takes cash. And more than you 
can loan him.

Tell him again it’ s time to call Talcott in 
Chicago or Dallas.

Our Business Finance Division can help 
him bring in the big ones and get him 
cash to pay his bills and restock.

As a banker you know Talcott’s Chicago 
or Dallas experts can help him with 
financing.

Together we can help him from getting 
in over his head.
For information, contact James Talcott, Inc., Business Finance 
Division, 230 West Monroe Street, Chicago, Illinois 60606.
(312) 782-9044 or 2222 Republic National Bank Tower,
Dallas, Texas 75201. (214) 742-2546.

Tell him to call Talcott.

He’s hanging on. His business needs a 
big one and that’s no minnow he’s got 
on the hook.

So he’s come to the bank for help. But 
he needs more cash than you can float.

You tell him it’s time to call Talcott in 
Chicago or Dallas.

We’ve got the financial muscle to help 
him bring in the big ones. Your bank 
might even want to be a partner with us.

There are all kinds o f possibilities. But 
the key thing is for you to help get him 
cash fast. So when he’s got a live one on 
the line, he can land it.

Still tell him to call Talcott.
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is expected to remain steady because 
pressures in that area are not as great 
as in the cow market. Hogs are weigh­
ing less due to lack (and the high cost) 
of feed.

After adjourning to the St. Joseph 
Country Club, the bankers heard about 
performance testing from a local ranch­
er. He told how farmers can save mon­
ey on feed by raising cattle that have 
a superior weight-grain ratio. The 
rancher stated that the U. S. now has 
the largest number of cattle and more 
feed than it has had in 20 years, a fac­
tor that makes for a good long-term 
cattle picture. He also said that today’s 
cattle are better buys than those selling 
a year ago when prices were high and 
that performance testing profits all as­
pects of the cattle industry.

A group of ag industry representa­
tives reported on the current and (to 
some extent) future prospects for agri­
culture.

Concern was expressed regarding ob­
taining funds to keep elevator opera­
tions running due to high interest rates 
and low return. The short-term cattle 
picture has been darkened by the re­
cent drought, which caused ranchers 
to sell their cattle earlier than planned. 
The fact that the price per pound for 
cattle has dropped some 75% in the 
past year has placed many farmers and 
bankers in deep trouble. Cited as the 
principal reason for the depressed cat­
tle market was the fact that much more 
beef is being slaughtered this year than 
last. More than 100 million additional 
pounds of beef are in the coolers this 
year than last year. Also, beef produc­
tion was up 12% in the second quarter, 
on top of a 4% increase during the first 
quarter. Imports were down 4% during 
the first quarter but exports were only 
half what they were last year in the 
first quarter.

Bankers were called upon to support 
passage of the Prompt Payment Act in 
Congress. The act would assist farmers 
who have been paying interest on their 
bank loans while waiting for payment 
from processors. They were asked to 
maintain their support of swine grow­
ers because their situation should be 
improving.

A return to the position of having a 
grain surplus in the U. S. was termed 
doubtful, due to the crop disasters 
throughout the world that keep the 
grain market in disorder.

The U. S. Department of Agriculture 
is expected to publish its recommenda­
tions regarding changes in meat grades 
now being considered. Various pro­
posals have been made by a number 
of groups, but all seem to be slanted 
in favor of the best interests of those 
groups. * *

Clouds No Hindrance to Fun 
As Citizens Nat'l, Decatur,
Hosts Correspondent Party

DECATUR, ILL.— The near-perfect 
weather record racked up during 35 
years of correspondent golf parties 
sponsored by Citizens National almost 
sprang a leak on September 9, but the 
172 banker-golfers who took to the 
links of the Decatur Country Club had 
ample time to complete their games 
before the skies opened during the din­
ner hour.

The traditional event included a golf 
tournament, stag dinner, and the 
awarding of golf prizes. First prize: a 
10-pound sack of granulated sugar!

Approximately 300 were in attend­
ance at the day-long party, presided 
over by William Barnes III, chairman, 
and J. L. Hunter, president. Dale P. 
Arnold, vice president in charge of 
the bank’s correspondent relationships, 
awarded the golf prizes.

TOP: Bill V a n  Law  (I.), d ir., C itizens o f De­
catur, and W . B. Trenchard (r.), ch., D eland  
State, chat w ith  W illia m  Barnes I I I ,  ch., 
Citizens o f D ecatur. BOTTOM : Topical g o lf
p rize  o f sack of sugar w as  presented by Dale  
A rn o ld  (I.), v .p ., host b an k , to G. E. Barr, 
d ir.. First S tate, Beecher C ity.

Six Students:

Indiana N a t'l Supports 
Theater Intern Program

Indiana National, Indianapolis, is 
sponsoring six young students of 
theater administration at the Indiana 
Repertory Theater. The students will

learn about the practical realities of a 
working professional theater as interns.

The bank is said to be breaking new 
corporate ground in Indianapolis with 
the intern program. Three of the interns 
are from Indiana. Five of the six are 
receiving living allowances during their 
internships.

NEACH
(Continued from page 6)

geographic areas and services to busi­
nesses, but to family accounts as well.

Conclusion. “The Federal Home Loan 
Bank Board Journal”— in commenting 
on NEACH— says, “NEACH operating 
rules specifically defined receiving non­
member depository institutions to in­
clude financial institutions which are
1) authorized by law to accept deposits,
2) have a valid transit routing number 
and 3) have made arrangements for 
settlement for receipt of account de­
tail. All these qualifications can be met 
readily by a savings and loan.”

To these observations, one also may 
add that, undoubtedly, the more ag­
gressive S&Ls will qualify. In addition, 
while the automated clearing house 
has been associated mostly with oper­
ations on the East and West coasts, it’s 
only a matter of time before automated 
clearing houses will be found in this 
geographical area. It’s unlikely that 
automated clearing houses will be able 
to preclude in some manner other fi­
nancial depository institutions from par­
ticipating in the clearing house. Thus, 
in considering the possible develop­
ments in the days ahead, commercial 
bankers should recognize that times 
are changing. The structure of financial 
institutions also is changing rapidly. 
While the ’60s were called the revo­
lutionary decade in banking, the ’70s 
may well prove even more revolution­
ary in their technological changes. • •

Savings Equalizer Passbook 
Started at First of Chicago

CHICAGO— First National is offer­
ing a new Savings Equalizer Passbook 
account that pays up to 7/4% interest 
on minimum four-year $1,000 deposits.

Interest is compounded daily, credit­
ed quarterly and can be paid quarterly, 
semi-annually or annually. Interest can 
also be credited to another account at 
the bank. When interest is left on de­
posit, the account yields 7.52% annual­
ly. Previously the highest interest rate 
on savings passbook accounts at First 
National was 6%.

Additional deposits of any amount 
may be made np until four years before 
maturity.
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C larence C. B arksdale  (a t pod ium ), pres. & CEO, First N a t'l,  St. Louis, speaks to  79 ban kers a t ­
tend ing  an n u a l p rob lem  re v ie w  session o f G ra d u a te  School o f B anking a t  U n ivers ity  o f Wisconsin. 
Session w a s  held a t M r. B arksdale's ban k .

Problem Review Session 
O f Graduate School 
Held at St. Louis Bank

ST. LOUIS— First National was host 
August 29 to the 10th annual problem 
review session of the Graduate School 
of Banking at the University of Wis­
consin. Seventy-nine bankers from Illi­
nois, Indiana, Iowa, Kansas, Kentucky, 
Missouri, Nebraska, Oklahoma and 
Tennessee attended.

(ADVERTISEMENT)

3 ways your bank can get into 
leasing . . . The growth of leasing in 
the last decade has caused many 
banks to look at the possibility of 
entering the leasing field. The in­
terest is natural for an organization 
emphasizing a full service aspect.

Now, through LeaseAmerica Cor­
poration, Cedar Rapids, Iowa, your 
bank can share in the growth of leas­
ing. We offer a flexibility of choice: 
BANKPLAN #1 . . . your bank earns 
a fee for referring a lease customer, 
based on a percentage of equipment 
cost and paid when the lease agree­
ment is completed. Your bank's fee 
could be substantial with no assump­
tion of liability for the transaction. 
Your bank would, however, aid in 
the preparation of information and 
documentation submitted to Lease­
America.
BANKPLAN #2 . . .  is designed for 
the bank which can use the depreci­
ation and tax benefits available in the 
lease program. Ideal for the bank 
wanting to enter into leasing but re­
luctant to take the risk because of a 
limited knowledge of leasing. 
BANKPLAN #3 ...  for the bank ready 
to make a commitment to enter the 
leasing field but lacking the servicing 
and accounting capacity. We would 
aid in establishing a leasing depart­
ment and would provide the account­
ing system necessary for the port­
folio. Your bank would own the com­
plete interest in the lease equipment, 
make the credit decisions and receive 
all benefits accruing from the owner­
ship. LeaseAmerica would receive a 
fee for rendering this service which 
would be commensurate with the 
service provided. Also furnished: 
training of personnel, sample docu­
mentation, and marketing assistance.

For complete details, call John 
Cornwall or Emmett Scherrman at 
AC 319/366-5331. Write to BANK- 
PLANS, LeaseAmerica Corporation, 
400 American Building, Cedar Rapids, 
Iowa 52401.

After a welcoming speech by the 
bank’s president and chief executive 
officer, Clarence C. Barksdale, the 
Graduate School of Banking’s first-year 
students attended hour-long discussions 
of investments, the financial system in 
the economy, bank public relations and 
marketing and commercial bank credit.

Second-year students heard talks on 
bank financial management, bank man-

New Constitution Fails 
At Texas Convention;
Banks Keep Status Quo

The Texas constitutional convention 
has adjourned three votes shy of voting 
approval of a draft of a new constitu­
tion. And the result is continuation of 
the status quo for Texas banking regu­
lations.

The effect of this development on 
Texas banking is to retain the ban on 
branching contained in the present 
constitution. The ban was included in 
the proposed constitution, also.

The proposed constitution also con­
tained a provision prohibiting foreign 
banks from operating in Texas. The 
term “foreign banks” would include 
banks domiciled in other states as well 
as in other countries. The ban against 
foreign banks operating branches in 
Texas is also contained in the present 
constitution.

During the constitutional convention, 
which met in Austin for more than six 
months at a cost of more than $3 mil­
lion, an attempt was made to limit the

agement, automation, retail banking 
and agricultural and rural credit policy.

Lecturers included Clifton B. Lut- 
trell, assistant vice president and econ­
omist, Federal Reserve, St. Louis; Dan 
Cain, Doane Agricultural Service, Inc., 
St. Louis, and officers of First National 
and First Union, Inc., St. Louis-based 
multi-bank holding company in which 
First National is the lead institution.

size of Texas HCs. The convention’s 
general provisions committee at first 
recommended an 8% limit on deposits 
that could be controlled by one HC, 
but later reversed that recommenda­
tion. The provision that was subse­
quently approved by the committee, 
and which would have been a part of 
the proposed constitution, would have 
required that HCs be regulated by the 
legislature.

With the failure of the convention 
to approve the draft of the new consti­
tution, the present one, which has been 
in force since 1876, remains in effect.

Sources in Austin had said that one 
of the principal issues that caused the 
failure of the convention’s mission was 
a proposal to include a “right to work” 
provision in the new constitution. Texas 
has a “right to work” statute on the 
books now, but it is not part of the 
present constitution.

Labor strenuously objected to and 
fought against the inclusion of such a 
provision in the proposed constitution. 
However, a watered-down version of 
a “right to work” provision was a part 
of the document which failed to obtain 
the required two-thirds majority neces­
sary for submission of the proposed 
constitution to the electorate.
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If you have a banking problem 
here are nine great solutions.

Mike Miller Sharon Swindell First American 
National Bank
Nashville, Tennessee 
37237

F i r s t  

A m e i
First Am tenn Ban*:group

g m m I  n r s t

A m e r i c a n
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Paperback Book Helps Bank 
Show Customers, Non-Customers 
How to Fight Inflation

W ITH INFLATION admittedly the 
No. 1 problem on the public’s 

mind across the country, George M. 
Clark, chairman, Pioneer Bank, Chatta­
nooga, Tenn., decided an educational 
campaign on the subject was a natural 
at this time. Particularly, he added, be­
cause it fitted in so well with Pioneer’s 
25-year continuing program of promot­
ing sound financial management among 
area residents.

Pioneer’s contribution to the war on 
inflation came in the form of a sale of 
a paperback book, “What You Should 
Know About Inflation.” It’s written in 
layman’s language by Henry Hazlitt, 
one of the world’s top economists. Pi­
oneer purchased the books at wholesale 
prices and is selling them at 950 each, 
the full retail price.

The bank aimed sales of the book 
only at the few Mr. Clark believed 
would welcome an opportunity to learn 
how they could fight inflation personal­
ly. However, the effect on the commu­
nity and on the bank’s customers was 
described as electrifying by Mr. Clark.

“Customers and non-customers alike,” 
he said “are buttonholing our officers 
and personnel to express their apprecia­
tion and commendation for Pioneer’s ef­
forts to combat inflation via public edu­
cation.

“It is interesting to receive wide­
spread applause from people whose 
comments suggest they themselves be­
lieve they understand the cause of in­
flation, but highly approve of Pioneer 
Bank’s effort to further the understand­
ing of others who they feel are not so 
well informed. But it is even more grat­
ifying to see immediate tangible re­
sults.”

Mr. Clark cited several typical ex­
amples of these tangible results. A col­
lege professor called Mr. Clark to ask 
about Pioneer’s interest on regular sav­
ings accounts, then admitted his real 
purpose was to compliment the bank 
on its educational effort and to advise 
that he not only would transfer his ac­
count, but also would like for Mr. Clark 
to accept a “visiting-lecturer” assign­
ment on the subject of inflation.

A minister visited a Pioneer branch 
for the first time just to buy a copy of

the book. He indicated he was going to 
use the bank’s campaign and the book 
as bases for his next sermon.

A local investor interrupted a con­
versation between Mr. Clark and Pi­
oneer Bank President Earl J. Platt to 
say he always had had a high regard 
for the bank, but years ago had opened 
an account with a personal friend at a 
competing bank. He went on to say that 
his enthusiastic approval of Pioneer’s 
educational campaign on inflation “re­
quired” him to open an account with 
Pioneer. Mr. Clark added that he 
learned later that this man’s opening 
balance on his new checking account 
was $2,314.19!

A well-known Chattanoogan, Sen­
ator William Brock (R.,Tenn.), a per­
sonal friend of Mr. Clark’s, reported a 
significant increase in correspondence 
in recent weeks from constituents who 
were expressing their concern about in­
flation and government spending. Mr. 
Clark pointed out that this increased 
local concern about U. S. government

How to break 
the back 

of inflation
( b e f o r e  i t  b r e a k s  y o u rs )

I “WHAT YOU SHOULD KNOW 3E
ABOUT INFLATION” ^ ^ ^ ^ —  I
is a must for everyone
who wants to know why ....
their money is worth /
less they can ^
do BPW
•  What is inflation? HAZL/TT I
•  What is its cause? T 
•  How to cure inflation I I
•  How long will it last? /

L im i t e d  Q u a n t i t y  — 
a t  a l l  72 P io n e e r  B a n k s

P i o n e e r
£ t e p J j h e a d  B A M  K S

This is copy o f n ew sp ap er ad  P ioneer Bank, 
C h a tta n o o g a , ran to te ll public a b o u t its sale 
of p ap erb ack  book on in fla tio n — " W h a t You  
Should K n ow  A b o u t In fla t io n ."  Prom otion w as  
p o p u la r w ith  customers and  non-custom ers. In 
fac t, its effect on com m unity w a s  described as 
"e le c tr ify in g "  by ban k 's  eh., G eorge M . C lark .

spending conceivably could be traced to 
a bookmark placed in each Hazlitt 
book. The bookmark suggested that the 
book’s readers— after finishing the book 
—let their elected officials know how 
they feel about the country’s monetary 
policy.

In expressing his philosophy on con­
ducting a program like this, Mr. Clark 
maintained that media selection and 
frequency of exposure don’t determine 
whether a bank gains stature from a 
given advertising campaign. Rather, he 
continued, it’s the “big idea” in each 
campaign and how it is tied into the 
bank’s overall image. All 25 years of 
Mr. Clark’s “big ideas” have been 
geared to the theme of sound financial 
management by government, custom­
ers and banking institutions. He be­
lieves this philosophy has paid off for 
Pioneer Bank.

Although the bank’s campaign was 
so successful that it’s been copyrighted, 
“any bank wishing to fight inflation is 
welcome to use the material verbatim 
at no cost,” according to Pioneer’s 
agency, Charles Tombras & Associates, 
Inc., Knoxville, Tenn.

However, said the agency’s chairman, 
Charles Tombras Sr., there are a few 
dos and don’ts his firm has discovered 
as a result of its experimenting with use 
of communications media:

1. All bank officers should be asked 
to read the Hazlitt book with some de­
gree of studiousness before the bank 
breaks the campaign.

2. A news release describing the 
book and the bank’s promotion should 
be timed to be received by all local 
media one week before the paid adver­
tising campaign begins.

3. Best results are obtained with use 
of frequent small ads rather than with 
less frequent larger space.

4. An easel card alongside a stack of 
the books should be placed at all of­
ficers’ desks, tellers windows or wher­
ever the exposure would act as a point- 
of-purchase reminder.

5. To obtain the lowest applicable 
wholesale price, a bank should be sure 
to specify “book for resale” when order­
ing from the publisher.

(Continued on page 109) 
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D on’t miss out 
on a n  im oortant

OKAY, I’m interested. Get me the facts on your new Esprit de 
Corps corporate careerwear programs.

ADDRESS

Send to:
Lloyd Bennett, Sales Manager 
H. D. Lee Company 
P.O. Box 15039 
555 Sunshine Road 
Kansas City, Kansas 66115

CAREER \ APPAREL
^  Division of The H. D. Lee Company

A company erf r  corporation

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



COMMERCIALS
Professionally produced television commercials--just released 
by The Professional Advertiser, Inc., a nationally known pro­
duction house-recognized by The Television Bureau of Adver­
tising and Business Week Magazine.

This group of national quality television commercials, com­
bined with an originally scored music jingle and memorable 
theme, is now available for local use, on an exclusive basis, 
in your market area.

CALL COLLECT-OR SEND THE COUPON BELOW-to re­
serve your free demonstration reel for a 10-day viewing period.

Clip and mail this coupon today.

RESERVE MY FREE DEMONSTRATION REEL:

Name ----------------------------------------Title ____________________  I

Company Name________________________________________  *

Address_______________________________________________  I

City------------------------------- State______________  Zip ________  I

I Phone ________________

Please send me a demonstration reel of your financial campaign 
for a free 10-day viewing period.

THE PROFESSIONAL ADVERTISER, INCORPORATED
P.O. BOX 1188» 404 HUMBOLDT, SUITE C» MANHATTAN, KANSAS 66502-PHONE 913-539-9371

CALL COLLECT: 

Ronald D. Fockele 
Robert L. Desbien

913- 776-5280
913- 539-9371

THE PROFESSIONAL ADVERTISER, INCORPORATED 
P.O. BOX 1188■ 404 HUMBOLDT, SUITE C« MANHATTAN, KANSAS 66502«PHONE 913-539-9371
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Spectrum Insurance.
One-stop insurance far 

financial institutions.
It was developed specifically and exclusively 
for Financial Institutions.

And, spectrum-like, it was designed 
to cover a wide, wide range of your needs: 

Now, in a single package, we’ve com­
bined Umbrella coverage. . .plus Directors 
and Officers Liability...plus, where per­
mitted, Kidnap and Ransom Insurance.

(Naturally, if preferred, you can buy 
the coverages separately.)

Spectrum Insurance represents a 
whole new concept in insurance packaging. 
And a great new opportunity for you to 
obtain three of the most important and 
sought-after coverages in your field.

To receive more information, just mail 
coupon today.

American Home 
Assurance Company

Dept. MC104, 102 Maiden Lane, New York, N.Y. 10005

Please send me information about your new concept in 
insurance for the financial field, Spectrum Insurance.

Name________________________________________________

T itle________________________________________________

Company.. 

Address _

City___________________
Not available in all states.

.State,

A Member Company of
'American International Group
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Charly Baumann

of Ringling Bros.Barnum & Bailey 

has to deal with 

considerable risks 

everyday...

So does 

any Banker 

entering 

the Insurance 

Underwriting 

Arena

THEY ARE DIFFERENT Vs*^ISKS, to be sure, but ones that are as important to a 
commercial banker as those of the tiger cage are to Mr. Baumann.

We are experts at reducing risk. We have done it for hundreds of corporations who are now our partners in 

the insurance business. We can do it for you — especially if you are forming an underwriting company or 

indirectly acquiring an underwriting subsidiary.

We can help you organize a new insurance operation or revitalize an old one. We can show you how 

to reduce start-up time and maximize profits. And we can take care of difficult tasks for you when 

your business is underway, like claims handling and rate filings.

To do all of this well requires a lot of understanding of risk ... and fifty years of success in the middle 

of the insurance arena.

PARTNERSHIP FOR PROFITS

OLD REPUBLIC
international corporation
INGENUITY IN INSURANCE

for more information or a copy of 
our Annual Report, please contact 
William R. Stover, President,
Old Republic International Corporation, 
307 North Michigan Avenue,
Chicago, Illinois 60601;
312-346-8100
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Armetale Pewterware: 
today’s most wanted 
collectables
Armetale® Pewterware has been called “The heirloom of the future." 
For thousands of Americans, aware of the forthcoming Bicentennial, 
it's a link with another century, yet up to date enough to fit any 
contemporary house decor.

With the look and feel of antique pewter, Armetale" is actually 
a space age metal alloy. Manufacturing, however, is authentically 
antique. Every piece of Armetale® Pewterware is handmade, by 
individual craftsmen using the ancient sand molding process at the 
foundries of the Wilton Brass Company, in Columbia, Pennsylvania.

Each piece of Pewterware is cast with the Liberty Bell touchmark. 
And each piece is completely functional. Armetale" won’t bend, dent 
or break. It may be used for cooking, storing and serving any food or 
drink. You can even place dishes from the freezer directly into a 
pre-heated oven. Armetale® is non-toxic and completely safe.

Americana helps 
you build new deposit 
volume
Armetale® Pewterware puts you in the position of offering your 
depositors the chance to acquire a collection of tableware at prices 
far below retail. And stocks are kept open by Wilton so that 
depositors can add to their collections after your program has 
ended. Your Pewterware program can be offered as a continuity or as 
a one-shot, the choice is yours! Marketing Enterprises, Inc. gives you 
100% return privileges!

Call Jack Kreuzburg or Chuck Diamond collect at (219) 743-0383 
right now, or write Marketing Enterprises, Inc., 913 South Calhoun 
Street, Fort Wayne, IN 46802 for full details. Marketing Enterprises, 
Inc., is an affiliate of Peoples Trust Bank, Fort Wayne, Indiana.

■ ■ I ¡#¡1
A 43/4" Mug 

B 11/2-quart Pitcher 

C Pot Belly Sugar and Creamer Set 

D Coffee Cup with Insert 

E 11/2 -quart Coffee Pot 

F Squire Platter 

G 91/2"  x 63/4" Bread Tray 

H 7" Water Goblet 

I 51/8' Wine Goblet 

J Wine Bottle Coaster 

K Bread and Butter Plate 

L 8 " Salad Plate 

M 10%" Dinner Plate 

N Pot Belly Salt and Pepper Set

OFFERED EXCLUSIVELY BY
Magnavox • Hamilton Beach • Cornwall • Schick •

MIARKETING ENTERPRISES, INC.
Rockwell International • Bowmar • And others
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O ur bank 
hated our 

savings & loan.
Designing a working environment for a company is 

as personal as designing an interior for a home. Only 
the specifications are different.

What’s perfect for one firm may be completely un­
workable for another. That’s why Cannell 
& Chaffin spends a lot of time getting to 
know a company, its personnel and its 
requirements before any plans go down 
on paper. We have to consider work flow, 
traffic patterns, interdepartmental relation- \ y /

ships and about a hundred other things to make sure 
an interior design is functional as well as beautiful. We 
also want to accommodate the personal tastes of top 
management. In short, we design your building interior, 
your office, to fit your needs. That’s what we did for the 
savings & loan. And that’s why we did something com­

pletely different for the bank. Cannell & Chaffin 
Commercial Interiors, Inc., 2843 W. Seventh 

Street, Los Angeles, California 90005. 
Phone (213) 380-7111.

Offices also in Dallas, Denver, and Honolulu

Visit us in Booth 721
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Bankers Only 
with new 

dental coverage 
is fighting 
inflation

Bankers Only, a group insurance program, designed by bankers 
for bankers has consistently maintained a low premium level. It does 
this because the group it serves is a very select group — Bankers Only.

As a real swing at inflation, Dental Coverage has been added to 
this plan with features like: diagnostic, preventative, oral surgery and 
starting benefits of 80%, etc.

The complete Bankers Only program through Scarborough 
Associates, Inc. includes: Group Hospitalization, Pension, Long Term 
Salary Continuance, Guarantee Issue Life, Cancer and now Dental.

For complete information, write to Scarborough Associates, 
Inc., 33 N. Dearborn St., Chicago, Illinois 60602. Or call collect: 
312/346-6060.

Scarborough 
the bank insurance 

people

All coverages not available in all states
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To explain further the reason Pioneer 
Bank is joining so wholeheartedly in 
the fight against inflation, Mr. Clark 
pointed out that by far, the majority of 
U. S. citizens erroneously conclude 
that high prices are inflation.

“All we try to do,” he said, “ is offer 
them easy access to an easy-to-read 
book that quickly proves high prices are 
the result of inflation. The way we feel 
about it here at Pioneer Bank, this new 
understanding of the nation’s leading 
problem on the part of our local com­
munity is a step in the right direction 
in our industry’s fight against inflation 
and particularly if multiplied by other 
communities across the land. W e agree 
wholeheartedly that it is the financial 
industry’s responsibility to ‘do some­
thing about it.’ • •

Commerce Union To Develop 
Downtown Nashville Block 
With Two Towers, Promenade

N A S H V IL L  E—-Commerce U nion 
Bank has announced plans for a new 
$30 million corporate headquarters 
complex that will include the entire 
block on which the bank’s present Main 
Office is located.

A rtis t's  sketch shows a e r ia l v ie w  o f p lanned  
Com m erce Union d eve lop m ent.

Plans call for construction of two 
separate structures on the 1.8-acre 
property bounded by Union and 
Deaderick streets and Fourth and Fifth 
avenues, north.

The tallest structure, and the first to 
be built, will be a 20-story tower lo­
cated in the southwestern portion of the 
block. This structure will house the 
bank and its parent holding company, 
Tennessee Valley Bancorp., Inc. A sec­
ond 14-story structure for commercial 
and professional use will be built as 
the second phase of the development. 
Total square footage is about 600,000.

Phase one of construction could be­
gin late this year, with phase two be­
ginning shortly thereafter, according to

William F. Earthman, HC chairman. 
Construction is expected to take two 
years following final approval of plans.

The two structures will be separated 
by an 80-foot-wide tree-lined prome­
nade studded with commercial shops, 
restaurants and an open-air cafe. The 
promenade will consist of several eleva­
tions conforming to the contours of the 
terrain. A parking garage will underlie 
the entire block.

The 20-story building will be trape­
zoid in shape and will have a glass ex­
terior. Commercial and retail shops will 
be included in the ground level of the 
building as well as along the prome­
nade.

Plans call for the bank and HC to 
occupy eight floors of the tower for 
retail, wholesale trust and international 
banking operations.

“Our objective from the outset in 
fulfilling our responsibility as prime de­
veloper of this block has been two­
fold,” Mr. Earthman said.

“First, we sought to offer downtown 
Nashville a facility that would lend it­
self to public use and also meet the 
present and future needs of Commerce 
Union Bank and Tennessee Valley 
Bancorp. Second, our goal is to con­
struct that facility through financing 
techniques that do not represent a lia­
bility in the overall objectives the cor­
poration seeks for its customers and 
shareholders.”

C o r r e s p o n d e n t  P a rty  H e ld  
By M illik in  o f D e c a tu r

DECATUR, ILL.— Millikin Nation­
al entertained 250 bankers at its 34th 
annual correspondent bank party Au­
gust 19 at the Country Club of De­
catur. Festivities included golf, a social 
hour, dinner and the awarding of at-

Robert D. K n ap p , cash., First N a t'l,  G ibson  
C ity , III., d isp lays his atte n d an c e prize , toy  
St. B ernard dog.
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tendance and golf prizes.
Fifty-year recognition was made to 

Howard Thorp, vice president, First 
National, Clinton, 111.

Winner of the top attendance prize, 
a giant toy St. Bernard dog, was 
Robert D. Knapp, cashier, First Na­
tional, Gibson City, 111.

V is iting  during  social hour w ere  (I. to r.) Frank  
M e a ra , M acon County treasurer; Ray G. Livasy, 
pres., M illik in  N a t 'l ,  Decatur; a n d  Robert M . 
N eely , d ir ., M illik in  N a t'l.

Banking Adm inistrator Named

An administrator of Howard Uni­
versity’s first commercial banking 
degree program has been selected 
by the university’s school of business 
and the ABA.

The appointment stems from five- 
year grants of nearly $500,000 to 
Howard University, Washington, 
D. C., and Texas Southern, Houston, 
for the establishment of banking 
education centers.

Administrator of the center at 
Howard is Jerry Parker, former as­
sistant treasurer, American Security 
& Trust, Washington, D. C. He will 
be responsible for creating a learn­
ing environment in the field of 
banking that will attract, train and 
produce highly qualified minority 
men and women for officer-level ca­
reers in banking, according to the 
university’s dean.

$50,000 Grant:

B oston  B ic e n te n n ia l E xh ib it  
F u n d e d  b y  N a t ’l S h a w m u t

A $50,000 grant by National Shaw­
mut Bank, Boston, to Boston 200, the 
city’s bicentennial agency, has paid for 
a series of 20 historical exhibits being 
presented throughout the city’s neigh­
borhoods.

The exhibits will be shown in Boston 
Public Library branches and students 
from the Boston Architecture Center 
will assist with the creation of each 
neighborhood exhibit.
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Inflation Occupies Attention 
Of 80th Kentucky Convention

INFLATION— and what to do about 
it—was the topic of two major ad­

dresses given before the 80th annual 
convention of the Kentucky Bankers As­
sociation in Louisville last month. Other 
major addresses were concerned with 
the structure of the banking system, 
how to preserve the family farm, plus 
another where the speaker analyzed the 
ingredients that went into successful 
careers— successful careers of any type.

Along with a busy two-day conven­
tion program, Kentucky delegates were 
treated to various social events that 
have established themselves as wel­
comed “traditions” at KBA annual 
meetings.

Inflation, currently a popular topic 
with speakers, was examined minutely 
by ABA President-Elect George L. 
Whyel and by Mrs. Francine Neff, 
Treasurer of the United States. Mr. 
Whyel, who is scheduled to advance to 
the ABA presidency in Hawaii this 
month, had some particular advice for 
bankers and his talk appears in con­
densed form beginning on page 114 of 
this issue.

Mrs. Neff, who was sworn in as the 
35th Treasurer of the United States last 
June 21, also expressed a viewpoint 
on inflationary controls. Recognizing 
that even “respected economists disa­
gree among themselves as to how to 
collar and tame” the inflationary “ani­
mal,” Mrs. Neff offered four necessities 
required for a serious try at bringing 
inflation back to a one-digit form.

By RALPH B. COX 
Editor & Publisher

1. W e must spend less as a govern­
ment, she said. Federal expenditures 
had been rising 6% a year from 1955 to 
1965, but leaped to 10% a year from 
1965 on. “ It’s no accident,” she said, 
“that since 1965 we have had the worst 
peacetime inflation in our history.”

“We need a balanced or surplus 
budget in the next fiscal year,” advised 
Mrs. Neff. “We need reduced govern­
ment borrowing, reduced interest rates 
and help for the Federal Reserve in its 
efforts to slow the inflationary expan­
sion of money and credit. We need 
more national discipline to face up to 
these needs and to ask less of our gov­
ernment.”

2. We also must increase our na­
tional productivity, said Mrs. Neff. “We 
cannot neglect investment in favor of 
consumption for very long and still 
prosper,” she said, pointing to the fact 
that the United States has been spend­
ing only 15% of total output for plant 
and equipment, while France has in­
vested 18%; Germany, 20%, and Japan, 
27%.

3. W e also must have a feeling of 
mutual trust among Americans, she de­
clared, “that we’re all sharing this prob­
lem together.” Americans will bear 
great burdens in the public interest, she 
said, if they feel those burdens are 
fairly distributed. We need this “all-in- 
the-boat-together feeling,” she said, to

U. S. TREASURER M rs. Francine N e ff presents  
KBA President Fred B. O ney w ith  a special 
savings bond tro p h y . M rs. NeflF, w hose d e ­
partm en t is responsib le fo r  the sale o f U. S. 
savings bonds, spoke to  Kentucky b an kers on 
the opening d ay  of th e ir convention .

work out reasonable wage and price 
agreements and to take the steps neces­
sary to cut inflation down to size.

4. W e also should work hard to elect 
what Mrs. Neff called an “inflation- 
proof” Congress this fall. As Treasurer 
of the United States, Mrs. Neff said she 
finds herself becoming more concerned 
with how a congressman feels about the 
economy and less concerned with 
whether the congressman wears the 
“donkey or elephant label.”

It is Congress that votes to increase 
or decrease government spending, she 
said, noting that three-fourths of the 
1975 budget will go for legally man­
dated expenditures. The President does 
not control these expenditures, she said. 
“Congressmen do, and the responsibil­
ity rests with them.”

Mrs. Neff concluded, therefore, that 
“We need an inflation-proof Congress 
more than ever this fall. W e need men 
and women to attack the root cause of 
inflation,” she argued, “ rather than 
merely nibbling at the results. The 
American people,” she advised, “must 
make it clear that good economics is 
good politics as well in this year of the 
rising price.”

Officers Elected. Customary elections 
were held during the course of the con­
vention, with Harry B. Troutman, presi-

NEW  KBA OFFICERS: President, H a rry  B. Trout­
m an, pres., Stock Yards Bank, Louisville; presi­
dent-e lect, Leon Page, p resident, Frank lin  Bank, 
and treasurer W . F. B rashear, exec. v. p. & 
cash., H yden Citizens Bank.
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“There’s something 
in it for you”

It’s not an ordinary briefcase and the man 
carrying it isn’t an ordinary banker. Neither 

is geared to wait in our office for you to come 
to them. They go where the action is. And 
they have the facts and figures you want. 

Give them a call at (502) 581-3280 and 
find out what’s in it for you. 

Transit-check Clearing, Twelve Automated 
Services, Equipment and Auto Lease System, 

BankAmericard, Trust and Investment Services, 
Insurance and many other profit and 

performance-minded services.

C itiz e n s ! F idelity  B ank& Trust C om pany
Louisville, Kentucky
Servicemark owned by Citizens Fidelity Bank & 
Trust Company 
Member FDIC
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banking system of state-federal checks 
and balances and raises serious ques­
tions, he said, about the diversion of 
time and attention from the Fed’s pri­
mary responsibilities of monetary pol­
icy.

Monetary policy authorities, in 
Dr. Kreider’s opinion, “deserve to be 
free to allocate most of their time to 
monetary policy, and no agency, state 
or federal, which is protected from 
pressures of the free democratic system 
(as in the Federal Reserve System) 
should have direct control over indi­
vidual banks. “ Such an undemocratic 
setup,” he said, “abrogates responsibil­
ities of federal and state legislators.” 
Dr. Kreider argued that the public 
would not long tolerate such an un­
checked concentration of power, “no 
matter how well intentioned Federal 
Reserve officials may be.”

Another convention speaker, J. Rob­
ert Wade, president, Kentucky Farm 
Bureau Federation, expressed concern 
about adequate financing of the family 
farm. It is almost impossible, he said, 
for the “beginner” to get a start in 
farming because of the large amount of 
capital needed. As an example, he 
stated that the average capital invest­
ment on a Kentucky farm today 
amounts to $168,000. In addition, 
thousands of dollars of operating money 
are needed annually.

Mr. Wade urged bankers to work 
with their local farmers in helping to 
set up insurance plans, trust funds and 
even incorporate farms so that they can 
be passed along to heirs with the small­
est amount of estate taxes. Incorpora­
tion can be one answer, he said, noting 
that he had incorporated his own farm 
with the intent of passing along “shares 
of stock” to his heirs, on an annual 
basis, thus minimizing the effect of in­
heritance taxes at the time of his death. 
Anyone incorporating his farm, said 
Mr. Wade, can retain operating control 
until his death.

Luncheon speaker “Mick Delaney” 
added humor and philosophy to the 
convention with his talk entitled “ The 
Challenge of Change.” Known as a 
trainer of successful salesmen, Mr. De­
laney gave his identification of the 
single ingredient that separates the fail­
ure from the successful man (or wom­
an). “ Constant adaptation and applica­
tion to change,” he said. Successful 
people, he said, do the things that un­
successful people are unwilling to do. 
Adaptation to change, which occurs 
every day of our lives, said Mr. De­
laney, provides the foundation for a 
successful career.

Mr. Delaney also questioned the old 
bromide that “Love makes the world 
go ’round.” Not so, he said: “Change 
makes the world go ’round. Love 
simply keeps the world populated!” • #

C O N V E N T IO N  PARTICIPANTS: From the left: S p eaker, Dr. Law rence E. K reider, exec, v .p .. Con­
ference  o f S tate Bank Superv sors; KBA outgo ing  treasurer Elbert Burcham Jr., pres.. Citizens  
Bank, H ickm an; speaker, J. Robert W a d e , pres., Kentucky Farm  Bureau, an d  James C. Rieke, 
ch., Peoples 1st N a t 'l ,  P aducah , w h o  d e livered  the convention 's opening invocation .

The KBA’s retiring treasurer, Elbert 
Burcharm Jr., president, Citizens Bank, 
Hickman, moved to the board of di­
rectors for a three-year term. Others 
elected to three-year terms were F. C. 
Keiser, president, Farmers Deposit 
Bank, Eminence, and S. R. Mitchell, 
chairman, Peoples Bank, Greensburg.

Kentucky members of the American 
Bankers Association elected these new 
representatives to serve at the national 
level:

To the ABA Governing Council for 
two years, J. W. (Billy Joe) Phelps, 
president, Liberty National, Louisville; 
as a member of the nominating com­
mittee, Jake Graves, president, Second 
National, Lexington, and as alternate, 
W. C. Claycomb, president, Lincoln 
National, Hodgenville.

Other Speakers. One of the conven­
tion speakers, Dr. Lawrence E. Kreider, 
executive vice president, Conference of 
State Bank Supervisors, Washington, 
D. C., traced a number of changes that 
have had an effect on the nation’s 
banking structure in recent years. 
Among these changes, he said, is the 
growth of the bank holding company 
and a decline in Federal Reserve mem­
bership.

“Although precise aggregate data is 
not readily available,” he said, “multi­
unit banking— including branch bank­
ing, multi-bank holding companies, 
one-bank holding companies, group 
banking, unmanned teller stations, loan 
production offices, etc.— may now in­
clude institutions with as much as 90% 
of all commercial banking assets of the 
nation.”

Dr. Kreider expressed the opinion 
that the question of “Who shall regu­
late what in bank holding company 
structures” will come increasingly to 
the fore. The pattern of concentration 
of this function, he said, in a centralized 
monetary policy agency (Federal Re­
serve) seriously threatens the dual-

OLD FRIENDS GET TOGETHER w ith  Ralph Fon­
ta in e  (r.), long-tim e executive vice p res ident 
of KBA and  n o w  consultant to its b o a rd . From  
the le ft: N . A . Chrism an, p re s , an d  Paul B. 
H a ll, v .p ., 1st N a t'l ,  Pciintsville, M r. Fontaine.

dent, Stock Yards Bank, Louisville, be­
ing named president. He succeeded 
Fred B. Oney, president, First National, 
Carrollton.

The post of president-elect went to 
Leon Page, president, Franklin Bank; 
and the KBA post of treasurer went to 
W. F. Brashear, executive vice presi­
dent and cashier, Hyden Citizens Bank.

LU NC HEO N SPEAKER "M ic k "  D e lan ey (2nd fro m  
r.) is p ictured here w ith  some of his Kentucky  
hosts: J. W . Phelps, pres., L iberty N a t'l,  Louis­
v ille ; D rexel D avis , treasurer o f state o f Ken­
tucky; Fred B. O n ey, p res id ing  KBA president; 
and Frank H o w er, ch.. L iberty  N a t'l ,  Louisville.

..
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Frank Nichols, left, perfects correspondent services with the help of 
Vann Doyle, right, and Jim Burkholder, center.

Dedicated to excellent service.
□  Frank Nichols, Jim 
Burkholder and Vann Doyle 
are dedicated to giving you 
excellent service.
□  And, you can count on 
getting it quickly, pleas­
antly, and efficiently from 
the Louisville Trust Bank.
□  One convenient number 
— 502/589-5440... and you 
get action... no run-around 
to waste your time.
□  Louisville Trust Bank’s 
growing correspondent 
banking group is backed 
up by every other bank 
employee. That means that, 
regardless of the type of 
counsel or financial service 
you need, it’s available 
instantly through our 
Correspondent Bank 
Department. The emphasis 
still continues on a quality 
of personal service that 
really contributes to your 
growth as well as ours.

It can be pension plan... 
operations information... 
portfolio investment 
service... key executive 
personnel placement...or 
the usual loan participation. 
□  Whatever your needs — 
in any area of your bank or 
ours —give us a call.

Louisville Trust Bank
One Riverfront Plaza 
Louisville, Kentucky 40202 
502/589-5440

Member Federal Reserve System,
Federal Deposit Insurance Corporation
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Inflation and Consumer Education: 
How Bankers Can Curb the Spiral

WHAT SPECIFICALLY can we, as 
bankers, do to help curb inflation? 

If we knew the answer to that ques­
tion, there wouldn’t be any problem. 
The plain truth is that there is no sin­
gle answer, no simple solution. None­
theless, I think there are a number of 
things we can do to begin addressing 
ourselves to this problem.

As bankers, we are at the heart of 
the economic system. W e know how 
it works— and presumably we are in 
a pretty good position to explain to our 
customers what has made it go awry.

I m proposing a kind of consumer 
education program— an effort by bank­
ers all across the country to help cus­
tomers understand why deficit spend­
ing has contributed to inflation and 
why federal spending and excessive 
monetary expansion must be brought 
under control.

Indeed, I would go beyond this 
point. I think customers must under­
stand why it’s important to save— why 
it’s important to invest capital to in­
crease productive capacity.

As a nation we may simply have to 
postpone non-essential consumption in 
order to devote more of our capital to 
saving and investment activities, par­
ticularly in those areas where we now 
have shortages of critical materials.

Our customers— and we ourselves— 
must also recognize the very real risks 
inherent in any stringent anti-inflation 
program. W e must recognize and be 
willing to accept certain short-term 
difficulties, such as increasing unem­
ployment and continued slack in the 
economy, as the price of long-term 
price stability. And in the name of 
equity, we must be prepared to help 
those who are most seriously hurt by 
an anti-inflationary program— if neces­
sary, through some kind of public em­
ployment program.

A program of consumer education 
about inflation sponsored by bankers 
could go a long way toward achieving 
that kind of understanding needed to

This article is based on Mr. Whyel’s 
remarks given at the Kentucky 
Bankers Association convention in 
Louisville last month.
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By GEORGE L. WHYEL 
ABA President-Elect 
and Vice Chairman 

Genesee Bank 
Flint, Mich.

begin to curb inflation. Such a program 
would not have to be particularly for­
mal. It could be carried out through 
speeches to local civic groups, through 
special projects with schools, through 
public service advertisements in the 
news media.

But for me, at least, the most effec­
tive way of getting the message across 
is through the everyday activities of 
our nation’s banks. Here is where bank­
ers have the most immediate impact 
on their customers. Here is where we 
have our greatest opportunity for cus­
tomer education.

For example, most of us play some 
part in working with civic leaders on 
community projects. Certainly, through 
our municipal bond activities, we play 
a major role in financing these projects. 
And in many cases, we ourselves are 
community leaders. I believe these ac­
tivities offer an excellent opportunity 
for us to help establish a set of priori­
ties for state and municipal spending— 
and a chance to set aside those projects

that are not absolutely essential right 
now.

The need to practice budget re­
straint is particularly acute when deal­
ing with projects that involve federal 
funding. I recognize that many com­
munity leaders will feel that if they 
don’t take advantage of available fed­
eral funds, others will. That may well 
be true. But if enough of us exercise 
a restraining force on local spending 
of federal funds, we may be able to 
make a significant dent in total federal 
spending at the local level. And that 
would be a major step in returning 
more balance to the federal budget.

Even more important, bankers must 
work with customers to help them un­
derstand why money may be available 
for some kinds of projects, such as in­
vestment activities that will enhance 
our productivity, but may not be avail­
able for others. This requires that we, 
for our part, make some effort volun­
tarily to channel available funds to 
those projects that will be most produc­
tive in the long run, such as our do­
mestic energy industry, for example.

This does not mean I’m advocating 
that we stop making all kinds of con­
sumer loans. I can think of few things 
that would bring the economy grind­
ing to a halt more quickly. But I do

ABA "F A M IL Y "  IN  KENTUCKY. AB A  President-Elect G eorge L. W h yel (2nd fro m  I.) is pictured  
here w ith  Kentucky's A B A officers. O thers , fro m  left: M em b er o f n om inatin g  com m ittee, Jake  
G raves, pres., 2nd N a t'l,  Lexington; m em ber o f g overn ing  council, J. W . Phelps, pres., Liberty  
N a t'l ,  Louisville; a lte rn a te  to n om inatin g  com m ittee, W . C. C laycom b, pres., Lincoln N a t'l,  
H o d g en v ille ; and Kentucky ABA vice president, Joe Dick, ch. & pres., Bank of M u rra y .
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“We do our 
corresponding 

in person?’

Our TOLL FREE number 1-800-292-5577

LOUISVILLE, KENTUCKY 40202
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think we can exercise a little more dis­
cretion in extending consumer credit— 
and particularly in advertising its avail­
ability.

For example, consider a recent arti­
cle in the Wall Street Journal which 
pointed out that some retailers and 
lenders, including banks, are still urg­
ing consumers to step up their use of 
credit. One bank makes this pitch to 
its bank card customers: “If you plan 
to take that dream vacation this sum­
mer, buy a new wardrobe or send the 
kids to camp, remember you have an 
unused credit line at your bank. Don’t 
forget . . . it’s easy and convenient to 
use revolving cred it. . .  so enjoy.”

At a time when additional consumer 
credit can only serve to bid up the 
prices of an already limited supply of 
goods and services, such advertising 
appears irresponsible.

In discussing individual credit needs 
with individual consumers and cor­
porate customers, we have an excellent 
opportunity to make our point— that 
money is tight and that those funds 
that are available must be channeled 
into projects that will increase our abil­
ity to produce goods and services al­
ready in short supply and that these 
funds must come largely from individu­

al consumers who make the decision 
to save rather than spend.

I don’t think this task of consumer 
education will be as difficult as some 
of us may think. As President Ford has 
pointed out, the men and women in the 
street sometimes turn out to be much 
more realistic about economics than we 
give them credit for being. Recent 
polls show that a growing portion of 
Americans think that inflation is 
caused, not by business or labor, but 
by government. And that’s good, be­
cause it shows that the public recog­
nizes that deficit spending and related 
monetary expansion play major roles 
in fueling inflation.

But this recognition by the public 
carries with it an element of risk— the 
risk that too many people may think, 
“If government caused inflation, gov­
ernment can cure it.” That’s true—but 
only up to a point. Government can 
help cure inflation by curbing expendi­
tures and monetary expansion. And 
that means cutting certain programs. 
I think we all know how difficult it can 
be to cut back on any federal program 
or expenditure once it’s gained a place 
in the federal budget.

Yet that is what we must do if we 
are to bring inflation under control.

That is what the public— and I include 
bankers as part of the public— must 
recognize. W e must establish a range 
of priorities for what we want to do 
with our limited federal revenues. And 
we must be willing to discard those 
programs that do not fit within those 
priorities. In other words, it’s not 
enough that a program be good in and 
of itself. It must be so good that it’s 
worth financing out of current reve­
nues— or worth raising taxes for.

Inflation is not a problem that has 
grown up overnight. It’s taken 15 years 
for us to get where we are today. It 
will take years for us to get out of this 
mess. But every journey begins with 
a single step. Let us take that first step 
now—together. Let us work with each 
other to help cut non-essential federal 
spending in our own communities. Let 
us accept the President’s advice to sup­
port elected officials who are truly ded­
icated to controlling federal spending.

Let us voluntarily allocate at least 
part of our banks’ available funds to 
those areas where they can contribute 
most to the nation’s productivity. Let 
us work with others to develop a broad 
public understanding of what must be 
done to arrest the inflationary spiral.

Let us begin now to bring inflation 
under control. • *

Balloon Opens Bank

This hot a ir  ba llo on  w as used to open the new  
M a in  Office o f H e rita g e  N a tio n a l, Tyler, Tex. As 
the c ra ft rose fro m  the ban k 's  p ark in g  lot, it 
carried  a w a y  the co lorfu l ribbons fro m  the  
entrance to the b an k . The b a llo o n , o w n ed  by 
tw o  local businessmen, w as  te th ered  near the  
b an k fo r  several days befo re  the  opening and  
w as  used to advertise  the b an k  fo r  several 
days a fte r  the open in g . The b an k  plans to  use 
the c ra ft occasionally in its ad vertis in g  p rom o­
tions. There's little  do u b t th a t you can catch 
the public 's eye w ith  a co lorfu l hot a ir  ballo on!

life \f more exciting,now
. . . and Hot Springs has changed 
with the times.

Oh, we still feature the baths —- 
those world-famous therapeutic ther­
mal water baths that ease nervous ten­
sions, relax tired muscles and help 
relieve the pains o f arthritis and other 
chronic discomforts.

But we also offer a 560-room re­
sort in the Ouchita Mountains; twin 
swimming pools built into the seventh 
floor o f the mountain; full country 
club privileges (3 golf courses, tennis) 
a chain o f three lakes for fishing and 
water sports, famous Bathhouse Row

---------------------- hot /p r in g / ,  o r k o n /Q /

and its grand promenade and miles 
o f forest trails for hiking and horse­
back riding.

A t The A rlington we host free ■ 
cocktail parties and have a social pro­
gram and nightly entertainment.

Let us tell you more about The 
Arlington. No obligation. Just ask us 
for free brochures and rates.

Edgar A. May, Mgr. (501) 623-7771
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"When it comes to collecting checks fast, 
First Security’s central location 

gives you an added advantage”
Frank Barker/\/\ce President, Correspondent Banking

Because of our central location and 
automated proof and transit system, First 
can process cash letters more expedient­
ly and more efficiently than any of our 
competitor banks.

And the faster we collect, the more 
money you make by reducing your float 
costs.

One of our representatives will be 
glad to discuss with you what our new

our new collection procedure can mean in savings over 
Security your present system.

So, if you ’d like to improve your 
check clearing and collecting operation, 
just pick up the phone and call us. First 
Security National Bank. One First 
Security Plaza, Lexington, Kentucky 
40507. Phone: 1-800-432-9543.

Now, more than ever, big enough 
to bend a little.

First 
Security 
National 

Bank
& Trust 

Company
M E M B E R  FD IC

w

Frank Barker, Vice President, Correspondent Banking.
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More Work, New Trust Business 
Predicted From Pension Reform Act

SIGNING of the Employees Retire­
ment Income Security Act of 1974 

into law last month has brought predic­
tions that bankers can expect then- 
work loads to be increased somewhat 
and that trust departments might be 
getting some new business.

The act’s funding and vesting stan­
dards will probably cause business 
firms to contribute more to their pen­
sion plans, knowledgeable bankers say, 
which will mean banks will have more 
assets to manage.

Also, the stricter provisions of the 
act are expected to cause some individ­
ual trustees to throw in the towel and 
turn their tasks over to banks.

Bankers state that the initial impact 
of the act on trust departments in­
volves fiduciary responsibility provi­
sions, which call for immediate atten­
tion.

The entire problem of fiduciary 
standards should have priority, bankers 
say. This is especially the case in direc­
tion accounts where bankers do not 
have investment responsibility. Bankers 
should make sure that people with 
power of direction are appropriately 
licensed and approved before banks 
are able to accept their directions. The 
fiduciary responsibility provisions go in­
to effect after December 31.

Conformity with the act’s provisions

is not seen as being especially trouble­
some. However, fiduciary standards are 
expected to have an onerous effect on 
nonbank trustees because these individ­
uals have not had the long experience 
in acting as trustees that banks have. 
They are not as likely to have counsel 
at hand to give advice, either.

It has been pointed out that almost 
everybody is a fiduciary under the 
law’s provisions. That means everybody 
who has anything to do with invest­
ment, with pension administration and 
with paying out of money comes under 
the new law.

Bankers who have tried hard to fol­
low a policy of prudence— avoiding 
conflicts of interest— in running their 
accounts in a trust capacity should not 
be worried, bankers say.

The act sets up a federal prudent 
man rule for the first time and there is 
no body of law yet, as there is in the 
various states that have adopted the 
prudent man rule.

Therefore, there are no guideposts 
except what has been written by state 
judges. Bankers will all have to look to 
their counsels for guidance and assist­
ance.

More lawsuits have been predicted, 
due to the possibility for more class ac­
tions and due to the fact that the Sec­
retary of Labor can bring suit if he be­

lieves trustees are not operating prop­
erly.

A new element which many trustees 
have not had to cope with in the past 
is the fact that fiduciaries now must 
diversify the investments of a pension 
plan so as to minimize the risk of large 
losses, unless under the circumstances 
it is clearly prudent not to do so.

While the fiduciary standards go into 
effect at the beginning of next year, 
the funding and vesting standards go 
into effect in 1976. This means that 
every plan is going to have to be 
amended sometime before the end of 
1975 to make it conform to the law. 
Predictions of logjams in this area have 
been made.

Reporting requirements will be more 
complicated under the new law, but 
most of the burden of reporting will be 
placed on the companies themselves.

The manager of each pension plan 
is required to file an audited annual fi­
nancial report with the Secretary of La­
bor, including an actuarial statement. 
He must also make the report available 
to plan participants.

The funding and vesting provisions 
of the act will bring a larger inflow of 
dollars to pension funds and money go­
ing to H.R. 10 Keogh Plan accounts al­
so should pick up with the higher con­
tributions now allowable. * *

Private Pension Plans 
Face Rewriting 
To Conform to Law

VIRTUALLY every business firm 
with a pension plan will be re­

quired to rewrite it as a result of the 
recently enacted Employees Retirement 
Income Security Act of 1974. That 
means many banks will be combing 
through their plans and making 
changes to bring the plans into con­
formity with the law.

Following is a brief summary of the 
new law.

Eligibility— Beginning immediately
for new plans and in January, 1976, for 
existing plans, all plans must cover ev­
ery employee age 25 or older who has 
been on the job at least one year. How­
ever, three years can be required be­
fore enrollment in a pension plan in 
cases where the employee is fully vest­
ed immediately.

Vesting—Employers can select any 
one of three ways to let employees ac­
crue benefits, which become payable 
at normal retirement age or at age 65. 
(1 ) All pension credits would be non-

v i s i t  t h e  
d e e p  S o u t h . . .

A

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 
meet a neighbor!

We s u g g e s t  y o u  s e e  y o u r  
l o c a l  T r a v e l  A g e n t . . .  

h e  s h o u ld  k n o w  a b o u t  u s . 
O r  u s e  th e  c o u p o n  to r  
c o m p le te  in fo r m a t io n .
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Y O U
p r o f i t !

T h a t’s the only basis on which BN O  works 
with our correspondent banks. It’s a sort 
of M utual B enefit Society and it keeps  
grow ing in num bers.

M illard  W agnon w ill be happy to tell 
you m ore about our correspondent banks’ 
profitable relationships with us.

B a n k e r s  w i t h  id e a s
T H E  B A N K  O F  N E W  ORLEANS
a n d  t r u s t  c o m p a n y  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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forfeitable after 10 years of service, 
even if a worker later quits. (2 ) A 
worker would be entitled to 25% of ac­
crued credits after five years on the 
job; the nonforfeitable benefits would 
gradually increase to 50% after 10 years 
and to 100% after 15 years. (3 ) A 
worker would be guaranteed half of his 
benefits when his age and years of ser­
vice totalled 45, provided the worker 
had at least five years of service. This 
would gradually increase to full vesting 
and younger employees would be en­
titled to their full pension benefits 
when achieving 15 years of service.

Funding— In order to take pension 
contributions as tax deductions, a firm 
would have to contribute enough mon­
ey each year to cover the future costs 
of pensions earned that year. It would 
also have to begin to build up a fund 
over a period of 30 or 40 years to pay 
off any past pension obligations that 
hadn’t been funded. Existing single­
employer plans must meet this require­
ment by 1976; multi-employer plans 
have to 1980 to comply.

Reporting and disclosure— Employ­
ees are to receive written descriptions 
of their pension plans and are to have 
access to other financial statements. 
The Secretary of Labor can demand 
information and can take companies 
into court that fail to file properly. Re-

ports on existing plans must be filed 
starting next year.

Fiduciari) standards— Managers of 
pension funds cannot buy for the fund 
property they own personally and will 
be subject to penalties for fund mis­
management.

Termination insurance— The law 
creates a new Public Pension Benefit 
Guaranty Corporation to protect an es­
timated 23 million members of plans 
promising specific benefits at retire­
ment. If any plan collapses without 
sufficient assets to pay benefits, the 
corporation could pay workers up to 
$750 a month. Insurance premiums are 
$1 per worker per year or 500 per 
worker under multi-employer plans.

Individual retirement accounts— 
Workers not covered by pension plans 
can set up their own individual ac­
counts and deduct 15% of their annual 
income—up to $1,500—from their tax 
returns as a contribution to their pen­
sion plans. Self-employed persons can 
deduct 15%— up to $7,500 per year— 
compared to an existing $2,500 limita­
tion. * *

Write Legislators:

U n io n  P la n te rs  In fla tio n  D r iv e  
C a r r ie d  in M e m p h is  M e d ia

Union Planters National, Memphis, 
is using newspaper, radio and TV to 
urge citizens to write their congress­
men and senators to act promptly and 
aggressively to stop inflation.

The bank’s newspaper ad (see illus­
tration) points out that the value of the 
dollar has decreased more during the 
1970s than in all of the 1960s and “we 
are not yet halfway through the dec­
ade.”

Let’s (et Washington
UC*

“As consumers,” the ad says, “the 
more we buy at inflated prices the 
more we encourage manufacturers, 
wholesalers and retailers to borrow 
money at high interest rates to make 
and stock all sorts of products. W e can 
help cool off inflation by buying less 
and putting our extra money in savings 
and conservative investments.”

Copies of the print ad were sent to 
President Ford, Arthur Burns, Fed 
chairman, and members of Congress.

Bank Discounts Subway Tokens

A special discount sale o f su b w ay  tokens w as  
held a t  tw o  offices of East River Savings Bank, 
N e w  Y o rk  C ity, recently. The b an k  purchased  
3 0 0 ,0 0 0  su b w ay  tokens and sold them  fo r three  
fo r  $1 , a savings o f a nickel. Disbursing  
tokens a re  Dr. Austin S. M u rp h y  (I.), cha irm an  
and president o f b an k , and  D avid  L. Yunich, 
cha irm an . M e tro p o lita n  Transporta tion  A u ­
th o rity .

F A LC O N
IN T E R N A T IO N A L

S O U T H  F L O R I D A  
R E G I O N A L  O F F I C E
POST OFFICE BOX 60-1154 
N O R T H  M I A M I  B E A C H  
F L O R I D A  3 3 1 6 0  
P H O N E  3 0 5 / 9 4 7 - 4 1 3 5

WE COVER FLORIDA
NO MILEAGE CHARGED IN MAJOR CITIES

NO CHARGE FOR
CONDITION REPORTS - BIDS - PHOTOS - SALES

MEMBER
BAN KSERVICE

ASSOCIATES

DAYTONA BEACH •  MIAMI • TAMPA • CLEARWATER •  ORLANDO
a n d  r e s i d e n t  a g e n t s  t h r o u g h o u t  F lo r id a

£■>
EXECUTIVE
P O S T  O F F IC E  
DA Y T ONA  
F L O R I D A

O F F IC E S
BO X 2 2 2 5  
BEACH 
3 2 0 1 5

9 0 4 /2 5 3 -3 6 6 1  9 0 4 /2 5 3 -3 6 9 7
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around money the finest is ST
1 A U T O M A T IC  C O IN  W R A P P E R

Amounts and denominations automatically ind ica ted  by 
patented “ red bordered windows1’. Am ounts in windows 
always in register. . . eliminates mistakes. Accommodates 
all coins from lc  to $1.00.

2 T U B U L A R  C O IN  W R A P P E R
Especially designed for machine filling . . .  a real time-saver. 
Packed flat. Instant patented “ Pop Open” action with finger 
tip pressure. Denominations identified by color coding . . .  6 
different standard colors.

3 R A IN B O W  C O IN  W R A P P E R
Color coded for quick, easy identification. Red for pennies . . .  
blue for nickels . . . green for dimes . . .  to indicate quantity 
and denominations . . . eliminates mistakes. Tapered edges.

4 D U Z IT A L L  C O IN  W R A P P E R
Extra wide . . . extra strong. Designed for areas where halves 
are wrapped in $20.00 packs . . . “ red bordered window” for 
ease of identification. Accommodates $20.00 in dollars, $20.00 
in halves. Tapered edges.

5 O L D  S T Y L E  C O IN  W R A P P E R
Basic coin wrapper in extra strong kraft stock. Printed in 6 ( 
different standard colors to d iffe re n tia te  denominations. 
Trip le designation through colors, prin ting  and letters. 
Tapered edges.

6 K W A R T E T  C O IN  W R A P P E R
Wraps 4 denominations in ha f size packages. A miniature of 
the popular "Automatic Wrapper” . . . 25c in pennies, $1.00 in 
nickels, $2.50 in dimes, $5.00 in quarters.

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

8 C O L O R E D  B IL L  S T R A P
Entire strap is color coded to identify denomination. Printed 
amount appears on top and bottom of package. Extra wide 
for marking and stamping. Extra strong stock for safe delivery 
and storage. Pure dextrine gumming.

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

T H E  C .  L .
SEE YOUR DEALER OR

D O W N E Y  C O M P A N Y  •
SEND FOR FREE S A MP L E S
H A N N I B A L ,  M I S S O U R I i t
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1973-74— A Year of Change
limit the rate of interest that can be 
paid depositors. Thus, while the ABA 
favors free markets, the association 
does not favor complete removal of 
regulations that establish ceilings paid 
on interest rates, on savings and time 
deposits of less than $100,000 until cor­
responding ceilings on rates that may 
be charged on loans are raised or re­
moved.

"To remain competitive, small banks 
must provide for an active role in 
the development of EFTS. Their future 
in this new environment w ill hinge 
on their willingness to use it in pro­
viding old and new services to their 
customers."

The ABA consistently has made it 
clear that given equal or uniform com­
petitive ground rules, bankers are will­
ing to compete with other depository 
institutions and other elements of the 
general money market in providing fi­
nancial services to the American and 
world economy.

Electronic Funds Transfer System. 
Important changes also have occurred 
in bank operations, especially our 
method of transferring funds. Diverse 
electro-mechanical money conveniences 
and extended geographic facilities 
quickly are becoming a fact of life and 
are changing the banking structure and 
operations.

The association has pioneered efforts 
to establish industry-wide standards for 
the nationwide electronic transfer of 
funds. One aspect of that was the stud­
ies by the Automated Clearing House 
Task Force. To better inform ABA 
members of the impact of the electronic 
funds transfer system (E FTS), the 
ABA published a 94-page report of 
this group.

The National Automated Clearing 
House Association (N ACHA) was es­
tablished to carry out a major conclu­
sion of that report. This signals the be­
ginning of a nationwide automated 
clearing house system. While estab­
lished as an entity independent of the 
AMA, the ABA provides administrative 
and staff support for NACHA.

To increase the general understand­
ing of the electronic-computer develop­
ments in banking, including the auto­
mated clearing house concept, the ABA 
held a meeting of the Advisory Con­
ference of State Associations in Septem­
ber. It was designed to assist both 
large and small banks in meeting the

122

challenge of computer technology to 
make banking services more readily 
available for their customers.

For the Future. Banking is an indus­
try that represents one of the fastest 
growing sectors of the economy in 
terms of assets, employees, skills re­
quired and services demanded. The 
pace for growth can be maintained only 
by the industry’s own efforts and in­
creasing awareness to business and 
consumer needs.

To remain competitive, small banks 
must provide for an active role in the 
development of EFTS. Their future in 
this new environment will hinge on 
their willingness to use it in providing 
old and new services to their customers. 
The process has already begun, but the 
public is only dimly aware of the EFTS 
potential and is not using automated 
clearing house services extensively 
where they are available. Once a na­
tionwide EFTS system is fully imple­
mented, however, the use undoubtedly 
will increase greatly.

"The ABA did meet a number of un­
expected challenges, but it did not 
neglect traditional responsibilities 
and needs of its members."

While those services may be expen­
sive, small banks will have an oppor­
tunity to gain access to the computer/ 
E F T S /A C H /p o in t -o f -s a le  systems 
through their own computers, jointly 
owned units, service centers or corre­
spondent banks. To this end, the cor­
respondent bank relationships can as­
sume new importance and dimensions 
by providing entry into national elec­
tronic data communication networks.

Both EFTS and the Financial Insti­
tutions Act will affect individual banks 
and the total financial system. The prin­
cipal advantage of the latter for banks 
is that it will provide equal or uniform 
competitive ground rules for all fi­
nancial institutions. And it avoids the 
continued piecemeal changes which in 
the past have resulted in significant 
distortions and inefficiencies in the fi­
nancial system.

EFTS and the FIA represent only a 
portion of our activities this past year, 
1973-74. The ABA did meet a number 
of unexpected challenges, but it did not 
neglect traditional responsibilities and 
needs of its members. The association’s 
response to those needs certainly con­
stituted one of the most important parts 
of the ABA program.

During my year as president, the 
ABA continued to live up to its mission 
goal: to enhance the ability of Amer­
ica’s bankers and banks to serve effec­
tively the needs and wants of America’s 
publics. * *

C&S Nat'I's Broadview Office 
Caters to Spanish Speakers

Bilingual banking has been intro­
duced in Atlanta by Citizens & South­
ern National’s Broadview Office, lo­
cated in a Spanish speaking neighbor­
hood.

The bank has translated certain 
banking materials and “instant banker” 
(automatic teller) instructions into 
Spanish and is providing Spanish 
speaking staff members. The move is 
designed to make it easier for Spanish 
speaking customers to transact their 
bank business.

About 1% of Atlanta’s population 
speak Spanish.

In Chattanooga:

M in o r ity  Bank G e ts  A id  
F ro m  A m e r ic a n  N a t io n a l

American National, Chattanooga, 
provided training and technical assist­
ance to the organizers of Peoples Bank, 
Chattanooga, the city’s first minority 
bank and the third such bank to be 
formed in Tennessee.

The bank plans to sharpen the busi­
ness knowledge and skills of black 
businessmen and upgrade the economic 
base of the black community. It has re­
ceived state regulatory and FDIC ap­
proval.

Three Peoples Bank staff members 
were trained at American National, 
with American National paying their 
salaries during the training period.

Jesse L. M cCants (seated), ch a irm an . Peoples 
Bank, C h a tta n o o g a , poses w ith  the n ew  m i­
n ority  ban k 's  directors.
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You’re thinking beyond the routine
correspondent assistance you re getting no
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 F D I.C

Trust
NorthernMftrM
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Picture of Typical Bank Leasing Department 
Emerges From Tabulation of Questionnaire

A COMPOSITE picture of a typical 
bank leasing department has 

emerged from tabulation of a recent 
questionnaire sent to banks asking for 
information on leasing department 
makeup, operations and policies.

According to the survey results, the 
typical bank leasing department was 
organized in either 1971 or 1972. The 
head man in the department has the 
rank of vice president and he was re­
cruited from within the bank. The de­
partment is staffed with two full time 
people.

The bank’s credit committee is en­
trusted with making leasing credit de­
cisions and the commercial loan de­
partment is involved in the leasing 
function.

The greatest difficulty encountered 
in setting up the department was the

Three
squirrels seek 
employment.
George, Filbert and Sally Squirrel 
are the leaders of G lendale 
Federal's franchise youth savings 
program  — The Squirrels Club® 
Basically, The Squirrels Club is a 
nutty, low cost marketing and PR 
tool that will help generate a whole 
bushel o f adult business, too.
O ver $6 m illion in new kid accounts 
proves that the Squirrels Club 
has worked for us. Let us make it 
work fo r you.

Scurry, scurry fo r all the particulars!

Name:----------------------- ----------------- -
Financial Institution:------------------------------- -

Address:---------------------------------------------
C ity :___ ___________________________ _

State:---------------------------- Z ip :------------------■

GLENDALE FEDERAL
401 N. Brand Blvd. G lendale, C alif. 

91209 (213) 956-4615 
A tte n tio n : Jen n ife r Barrett.

By JIM  FABIAN 
Associate Editor

acquisition of technical and legal 
knowledge and expertise. Assistance in 
securing these skills was obtained from 
an upstream correspondent.

The principal reason the bank set up 
the leasing department was to maxi­
mize profits; but the bank was also 
eager to add leasing to its full-service 
offerings.

The typical bank’s leasing portfolio 
involves more than $1 million in bank 
funds. The size of the portfolio was 
determined by both the bank’s tax 
position and its deposit structure.

The typical bank leasing department 
offers finance leases exclusively. Among 
the types of leased equipment that of­
fer the greatest exposure in either re­
sidual or collateral value are railroad 
rolling stock, furniture, art objects, 
construction equipment, autos and farm 
equipment.

Tax problems experienced in con­
nection with leasing services occur in 
the rental and sales areas. There is 
agreement that tax-shelter leases can 
be highly profitable providing they are 
properly structured. The typical lease 
department manager believes that fi­
nance leases can be more profitable 
than commercial loans, due to higher 
yield.

The typical bank leasing department 
has experienced no losses in its leasing 
operations.

Guidelines recommended by the typ­
ical bank leasing department to a bank 
considering going into leasing include 
the following: Lease only new and 
easily marketable equipment; use con­
servative credit standards; understand 
the business before getting into it unless 
you work with a correspondent; hire 
experienced personnel; obtain good le­
gal and accounting assistance; divorce 
the operation from the bank; make 
sure the manager is credit-oriented; 
and thoroughly investigate leasing op­
erations before taking the plunge to 
organize a department.

Less than 32% of responding banks 
maintain leasing departments. Those 
that do not have leasing operations

cite the following reasons: Lack of ex­
pertise; insufficient funds and man­
power; impractical for the bank; loan 
demand too great to permit funds to 
be used for leasing; a tax posture that 
would limit benefits obtainable from 
leasing; fear of alienating potential 
competitors; bank too small; little or 
no demand for leasing services; usury 
ceiling too low to make leasing profita­
ble; parent HC handles leasing for affil­
iates; upstream correspondent handles 
leasing requests; leasing not a profita­
ble operation; bank is too conservative 
to offer leasing.

Most banks that are considering en­
tering the leasing field are making in­
quiries of their upstream correspon­
dents. Others are going to their parent 
HCs or to independent bank-oriented 
lessors.

Banks not having leasing depart­
ments cited the following obstacles 
standing in the way of progress in this 
area: Lack of know-how, the fluctua­
tions in the money market, state stat­
utes, fear of customer competition, 
capital requirements, marketing, tax 
planning, obtaining qualified personnel 
and reallocating the bank’s assets.

The one responding bank that closed 
its leasing department did so because 
it was too expensive to staff when com­
pared to the economies realized by ac­
quiring leases through brokers. The 
bank also said its yields were too low 
due to local competition. * *

Junior Achievers Honored

W inners o f AB A's N a tio n a l Junior A chievem ent 
Banking C o m p any contest pose w ith  judges. 
W inners are  (fro m  I.) D ebra Kem pton, Bellevue, 
Neb.; M ich ael Fried, O rla n d o , Fla.; and  C am m y  
O 'C onnors, Richm ond, V a . Judges are  (from  I.) 
Ed Begley, assistant d irector, ABA Education  
G roup; Ruth H arrison, vice president, Irw in  
Union Bank, Colum bus, Ind .; a n d  Joseph W . 
Phelps, president, L iberty N a tio n a l, Louisville. 
W inners w e re  judged on th e ir kn o w led g e  of 
b an king  an d  its role in the com m unity.
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Why your bank 
should talk about leasing 

with som ebody 
who talks your language.

W e’re in the banking business. And the leasing 
business. So when you talk with us about 
leasing, we can often help you spot new profit 
opportunities in ways that somebody outside 
the business can’t.

Through leasing, you can make equipment 
justify itself over the life of the asset, without 
taking the cost out of working capital. You 
can protect your liquidity ratio. And put your 
capital into things that can produce investment

income for you.
From proof machines to computers, teller 

cages to automatic tellers, we can structure a 
“ package” leasing arrangement to meet your 
bank’s specific needs.

Call or write Don Deters, Leasing Division, 
First National Bank in St. Louis. Find out 
how your bank can put our leasing expertise 
to work. Profitably.

First National Bank
in StLouis Member FDIC

St. Louis, Mo. 63166 • (314) 342-6530

MID-CONTINENT BANKER for October, 1974 125
Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



Task Force Submits Report 
To Modify AIB Structure; 
Regional Concept Favored

WASHINGTON, D. C.— The ABA 
Education/Training Task Force has 
submitted proposals for modifications 
in the role of the AIB, for improved li­
aison between ABA-sponsored educa­
tional activities and those of non-ABA 
groups, and for the restructuring of 
staff functions in ABA’s human re­
sources development activities.

The high-level task force of ten 
bankers, chaired by George H. Dixon, 
chairman and president, First National, 
Minneapolis, was established by the 
ABA board of directors at the Associa­
tion’s annual convention in October, 
1973. Its mission included a compre­
hensive definition of banking’s training 
and education needs for the next dec­
ade; evaluation of alternative strategies 
for meeting those needs and sugges­
tions of improved means for coordinat­
ing the efforts of all interested parties.

ABA President Rex J. Morthland, 
chairman, Peoples Bank, Selma, Ala., 
explained that “the need for such a

task force clearly presents itself. The 
projected growth of banking and the 
changing character of the financial ser­
vices industry over the next decade call 
for a strong commitment by the indus­
try to the improvement as well as ex­
pansion of its education and training 
programs.”

The task force devoted a substantial 
portion of its time to a review of AIB, 
an important part of the delivery sys­
tem for education and training pro­
grams in banking. It also studied the 
organizational structure of the Associa­
tion’s Education Group and education 
programs sponsored by other banking, 
financial and professional associations.

With the implementation of these 
proposals, the task force feels that the 
ABA’s education programs will be more 
responsive to banking’s needs. The fol­
lowing recommendations, the task force 
concludes, will enhance the ABA’s ca­
pacity to provide the necessary educa­
tional leadership in the coming decade:

• AIB should be placed within the 
Special Activities Group, and an AIB 
National Committee should be estab­
lished to maintain a continuous review 
of AIB effectiveness. AIB should be re­
structured along regional lines and its 
chapter structure possibly consolidated 
to facilitate employment of part-time 
or full-time chapter directors. The 19- 
member committee would be appoint­
ed by the ABA president from among 
the members of the proposed Educa­
tion Policy and Research Group. Place­
ment of the AIB within the Special Ac­
tivities Group would be conducive to 
the maintenance of AIB as a distinct 
organizational entity within the ABA. 
This would also encourage the develop­
ment of a closer working relationship 
between the AIB and state banker as­
sociations.

• The ABA’s Education Group 
should be replaced with an Education 
Policy and Research Group which 
would report to the ABA’s executive 
vice president. The group would be 
headed by an executive director with 
a staff that would work closely with 
AIB and ABA’s banking professions di­
visions involved in human resources de­
velopment programs. Its four major 
functions would be research and analy­
sis of the changing employment struc­
ture in banking; development of proce­
dures and standards for evaluation of 
existing education programs; research, 
development and publication of texts 
and other instructional materials in co­
operation with other ABA units; and 
the formulation of ABA policies on ed­
ucation and training and long-range 
planning for ABA efforts to meet such 
needs.
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• The Education Council should be 
replaced with an Education Policy and 
Research Council, composed of 12 
members, drawn from the highest lev­
els of bank management. The new 
council would oversee the work of the 
Education Policy and Research Group 
and be responsible for the formulation 
of ARA policies on education and train­
ing programs.

• As an adjunct to this council, an 
Education Programs Liaison Commit­
tee should be established to provide 
representation of the Ranking Profes­
sions Group, the AIB, the Stonier 
Graduate School of Banking (SGSB), 
the State Association Division, non- 
ABA programs and collegiate schools 
of business administration. This com­
mittee would provide a mechanism for 
coordination of programs and exchange 
of information.

• The administration of the Stonier 
Graduate School of Banking should be 
attached to the office of the executive 
director of ABA’s Banking Professions 
Group, continuing under the direction 
of its own board of regents. This would 
assure that SGSB’s requirements for 
staff support from the ABA are met.

• The Education and Training Com­
mittee should be redesignated the Bank 
Training Officers Division and placed 
within the Banking Professions Group. 
This change would be supportive of 
the further development of in-service 
training programs in banks.

• The Fund for Education in Eco­
nomics, currently within the Education 
Group, should be attached to the Office 
of the Executive Director of the pro­
posed Education Policy and Research 
Group.

Hats Off to Police

An ex h ib it spanning tw o  centuries o f the exis­
tence o f the N e w  York City Police D e p artm en t  
w as  staged recently b y  East River Savings  
Bank. Trying on p rese n t-d ay  patro lm en 's  h a t is 
N e w  Y o rk  C ity  Police Com m issioner M ich ae l J. 
Codd (r.) w h ile  "M a c k  Sennett" typ e  police hat 
p o p u la r la te  in the last cen tury is w o rn  by  
fo rm e r Com m issioner V incen t L. Broderick (I.). 
In  center in Dr. Austin  S. M u rp h y , b an k  cha ir­
m an and  president.
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Insider Transactions
What regulatory agencies and bankers can do 

to curb self  -  dealing practices

NSIDER TRANSACTIONS consti­
tute a topic that is likely to be the 

focus of regulatory and Congressional 
attention in the coming months. There 
are substantial reasons why such trans­
actions should be subject to more rig­
orous board and regulatory discipline.

The Comptroller of the Currency re­
cently published a proposed regulation 
requiring that records be kept of in­
siders’ interests and dealings with their 
bank. At the FDIC, a committee of 
senior staff members is actively work­
ing on the development of tools to curb 
abuses in this area.

The most dramatic impetus for of­
ficial concern and action has been the 
role played by self-dealing in the fail­
ure of U. S. National in San Diego 
(USNB) last October. At opening 
hearings on the proposed Financial In­
stitutions Act of 1973 last November, 
Senator Thomas J. McIntyre (D .,N .H .) 
stated: “Recent events have brought 
into focus a number of deficiencies ex­
isting in our present system. One can 
well ask how in our present regulatory 
scheme the 83rd largest commercial 
bank in the country can suddenly be 
placed in receivership.

“With all the intricate checks and 
balances that have been developed 
over the years, we have still experi­
enced the largest single bank failure 
in the history of this country.”

The issue posed by Senator McIn­
tyre can be separated into two ques­
tions: What caused a respected billion 
dollar bank to become insolvent? And

By GEORGE A. LeMAISTRE 
Director, FDIC

why were the bank’s difficulties not 
discovered and addressed more quick­
ly by federal regulators or the bank’s 
board? Bankers and regulators must be 
prepared to answer these questions 
and face certain underlying issues illu­
minated by the failure.

Why USNB became insolvent is rel­
atively simple. USNB’s insolvency re­
sulted from the wholesale and unsound 
extension of credit to persons and en­
tities controlled by or associated with 
the controlling stockholder and former 
board chairman. Or, in the words of 
Comptroller of the Currency Jim 
Smith, insolvency was largely the result

T h is article is based, o n  M r . L e M a is tr e ’s 
rem arks b e fo r e  th e  A n n u a l Bank D irec to r s ’ 
C o n fe r e n c e  o f  th e  K e n tu c k y  B a n kers A s ­
so cia tio n  in  July. M r . L e M a is tr e  p r e s e n te d  
sim ilar rem a rk s b e fo r e  th e  A la b a m a  
B ankers A sso c ia tio n  at its annual c o n ­
v e n tio n  in M a y .

of a “ . . . riot of self-dealing.”
In effect, U. S. National was not one, 

but two banks. One, an apparently 
sound and efficient institution, served 
the San Diego public. The second pro­
vided credit to enterprises related to 
or affiliated with the dominant stock­
holder, ignoring both sound banking 
practices and regulatory requirements. 
Involving 200-300 corporate entities, 
these transactions involved between 
$400 and $450 million. They often 
were not handled in the ordinary 
course of the bank’s business, but were 
processed by certain insiders.

If U. S. National were the only indi­
cation that self-dealing constitutes a se­
rious problem, it might be dismissed 
as an aberration. This, however, is not 
the case. On January 25, 1971, Sharps- 
town State in Houston, with assets 
amounting to approximately $81 mil­
lion, was closed. It was then the second 
largest failure in FDIC history. The 
primary cause was the self-serving ac­
tivities of a dominant shareholder.

Three weeks later Sharpstown State’s 
failure was dropped to third place by 
the failure of Birmingham-Bloomfield, 
which, until USNB, was the largest 
failure of an FDIC-insured bank. Here, 
self-dealing was combined with an un­
safe and unsound investment policy 
dictated by the dominant shareholder. 
Under the effective control of the same 
individual, Detroit’s Bank of the Com­
monwealth, with combined deposits of 
just over $1 billion and total assets of 
$1.26 billion, would have failed in
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John Harding likes being on the spot...  
for it means working right on the scene 
with bankers and their customers.
As a specialist on First o f Tulsa’s co-bank 
team, Harding brings with him extensive 
experience in com mercial loans.
His background is a valuable asset in 
providing expert analysis and advice to the 
banks and businesses he visits.

John's financial abilities are supplemented 
by an imaginative team o f First specialists.

■’"> John

These are the men who create specific 
programs and provide the necessary 
resources to help you — and your customers 
— reach the goals you've set. As John 
puts it, “Your customers can never outgrow 
your bank with First o f Tulsa on your team!’ 

Perhaps it’s time for you to put John 
Harding on the spot. He’ll put full service 
thinking on the scene for you. Call 
(918) 560-5159. The First National Bank 
and Trust Company o f Tulsa.

Harding on"’espo'
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Whenever a bank director functions as a rubber stamp for management . . .  or merely 
goes along with the majority . . .  r he has ceased to serve his institution and has

thereby abdicated his legal responsibility."

1972 for the same reasons had the 
FDIC not provided assistance in the 
form of a $35.5 million infusion of 
capital. While the billion-dollar Bank 
of the Commonwealth was not allowed 
to fail, its plight underscored the les­
sons of Sharpstown and Birmingham- 
Bloomfield and served as a warning 
that a respected billion-dollar bank 
might become insolvent.

A review of our liquidation statistics 
reveals that self-dealing is not limited 
to the spectacular bank failure as an 
important causative factor. Since Jan­
uary 1, 1960, 63 banks have failed. 
Among these, self-serving transactions 
were a significant factor in 37, or 
58.8%, of the cases. Defalcations, em­
bezzlements and manipulations caused 
20, or 31.7%, of the failures, while man­
agerial weakness in loan portfolio man­
agement accounted for only six, or 
9.5%, of the failures. A quick review of 
our “problem bank” files reveals much 
the same pattern. Sixty percent of the 
cases classified “serious problem— po­
tential payout” and 63% of those classi­
fied “ serious problem” reflect self-serv­
ing practices on the part of manage­
ment or controlling interests.

Standing alone, evidence that insider 
transactions are a primary factor in 
failed and problem banks indicates the 
need for special scrutiny of such trans­
actions by boards and for innovation 
in the agencies’ approach to the abuses 
of self-dealing. Cause for concern does 
not end here, however. The conse­
quence of self-dealing in healthy banks 
is similarly pernicious.

A bank is necessarily adversely af­
fected when an insider exacts terms 
not available to the public. This is true 
whether the deal reflects a conscious 
intent to milk the bank or is merely the 
result of tainted judgment. In either 
event, the bank is harmed, since the 
economic benefit which redounds to 
the insider represents a cost or loss of 
earnings which is borne by nonbenefit­
ing shareholders and/ or in some way 
passed through to the bank’s customers.

For this reason, any transaction be­
tween an insider or his interests and a 
bank which is significantly more favor­
able to the insider than a comparable 
transaction with a non-insider is not a 
sound banking practice and should not 
be tolerated by a bank’s board. More­
over, where such conduct is tolerated 
by a bank’s board, it should be the sub-

ject of firm supervisory action. To fol­
low any other policy is to allow banks 
to subsidize the non-banking financial 
activity of preferred insiders at the ulti­
mate expense of minority or non-inter- 
ested shareholders and, in the case of 
bank failure, at the expense of many 
creditors and depositors as well.

While it is difficult to evaluate its 
impact, a second consequence flows 
from allowing a bank’s fiduciaries to 
exempt themselves from the discipline 
of the market. Not only are a bank’s as­
sets often wasted, but the allocation of 
a community’s resources as represented 
by the bank’s deposits can be misallo- 
cated or allocated irrationally. The con­
struction and operation of the West- 
gate Plaza Hotel, said by many to be 
one of the finest hotels in the world, is 
illustrative. Capital costs per room 
have been estimated at more than 
$100,000 and the operation was lavish 
to say the least. For example, a fresh 
pineapple was placed in the room of 
each guest at a cost to the hotel of 
nearly $10 per pineapple. It is, I assure 
you, a very fine hotel. It was, however, 
not a sound business enterprise, and 
it is highly doubtful that it would have 
been built or run as it was if USNB 
and other enterprises related to the in­
terests of the dominant shareholder had 
not stood ready to, and did, subsidize 
the operation of the hotel.

Fundamental institutional considera­
tions are at stake— considerations 
which may have been laid aside for 
the moment’s expediency. Commercial 
banks are chartered to serve a specific 
banking function in the economy. In 
the competitive free enterprise system, 
profit and compensation should flow 
to bankers as a result of their effective­
ly carrying on the business of banking 
and not from their use of the institu­
tion to gain economic advantage which 
could not be gained independently. 
Where legal and institutional arrange­
ments are avoided, distortions occur 
which may range from the failure of 
a billion dollar bank to a slight loss of 
earnings in a small country bank. 
Whether the consequence is large or 
relatively small, there is a strong so­
cietal interest in insisting that bankers 
as well as politicians play by the rules 
of the game.

What more, then, might be done by 
bank supervisors to protect this inter­
est? And, what are the responsibilities

and functions of bank directors with 
respect to dealings between a bank and 
its fiduciaries?

Two general approaches might be 
taken by the banking agencies. On one 
hand, insider transactions of a certain 
kind or magnitude might be forbidden 
or significantly limited. This would not 
only eliminate the insider’s advantage 
vis-à-vis the public, but also place him 
at a disadvantage. The second ap­
proach would seek to insure that insid­
ers derive no benefit not available to 
non-insiders. In essence, this is the ap­
proach presently followed at the FDIC. 
However, supervision might be made 
more rigorous.

The Comptroller’s office has issued 
for comment a proposed regulation 
which would require all national bank 
directors and principal officers to keep 
on file at the bank a written statement 
of their outside business interests and 
of any extension of credit or other 
transaction between those interests and 
the bank. These statements of interest 
would be available for review by na­
tional bank examiners, the bank’s 
board, management, lending officers, 
auditors and attorneys.

According to the Comptroller’s “No­
tice of Proposed Buie Making,” “The 
purpose of this regulation is to estab­
lish an informational base upon which 
bank management and the Comptrol­
ler’s office may assess more accurately 
the extent and manner by which a na­
tional bank may be engaging in trans­
actions with its own directors and sen­
ior officers.”

To insure effective regulation, dis­
closure requirements might go still fur­
ther. For example, such disclosure re­
quirements might include: (1) The re­
quirement that information demonstrat­
ing the fairness of insider transactions 
be reported; (2 ) the inclusion of dom­
inant or substantial shareholders among 
those required to make disclosures; (3) 
the requirement that self-dealing dis­
closures be made available to all stock­
holders; and (4 ) the requirement that 
all or a certain class of such transac­
tions be disclosed in call reports or 
along with other disclosures made un­
der the securities laws. The agencies 
might require board approval of all or 
certain insider transactions prior to 
consummation. To insure the effective­
ness of such requirements, the agencies 
must demonstrate the clearcut inten-
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Our idea of
correspondent banking:

THE COMMITTEE OF ONE.
Our people are real, live, experienced correspondent professionals, with 
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tion to impose criminal and civil sanc­
tions when these requirements are not 
complied with.

In addition to the imposition and en­
forcement of disclosure requirements, 
the supervisory agencies should make 
plain through interpretive regulations 
that corrective action will be taken 
where insiders or their interests receive 
benefits from their dealings with banks 
that are not generally available. The 
FDIC board presently takes such cor­
rective action when presented instances 
of overreaching in applications of the 
various sorts. With comprehensive dis­
closure requirements, this policy might 
be applied more systematically. In

cases where voluntary compliance is 
not forthcoming, prompt enforcement 
action is necessary. A cease and desist 
order under Section 8 (b ) of the Cor­
poration’s Act is an effective vehicle for 
enforcement.

Such regulation would go far to curb 
overreaching and could be accom­
plished with a minimum of interfer­
ence with the conduct of a bank’s busi­
ness. Ultimately, however, the most ef­
fective check on abuses by insiders is 
a board with sufficient information, in­
quisitiveness and independence to criti­
cally scrutinize and pass upon a bank’s 
dealings with insiders and their inter­
ests. While judicial pronouncements re-

E n j o y  y o u r  F l o r i d a  V a c a t i o n
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garding directors’ responsibilities and 
liabilities do not describe a mode of 
conduct which will apply to all circum­
stances, it is possible to articulate cer­
tain guidelines which surely constitute 
good faith and reasonable diligence in 
the treatment of insider transactions.

First, a director should insist that he 
have adequate information to evaluate 
the soundness of the bank’s dealings 
with insiders. Whether supervisory au­
thorities require it or not, it seems to 
me that the bank’s board should:

(1 ) Require the reporting of all sig­
nificant interests of directors, officers, 
other key employees and substantial 
shareholders who are not members of 
the board;

(2 ) Require the reporting of all sig­
nificant transactions between such indi­
viduals and the bank, including suffi­
cient information on which to base an 
independent judgment with respect to 
the fairness of the transaction vis-à-vis 
the bank; and

(3 ) Require board approval of all 
or certain insider transactions and the 
establishment of procedures to insure 
the proper treatment of those for which 
approval is not required.

Second, in assessing a transaction be­
tween a bank and an insider, each di­
rector should satisfy himself that the 
transaction is a fair one and that the 
insider has not derived benefit at the 
bank’s expense by virtue of his relation­
ship to the bank. In making this judg­
ment, it is well to recall the statement 
of the Supreme Court in the case of 
Pepper v. Litton. There, the Court ad­
dressed the matter of who must bear 
the proof in a court of law where an 
insider transaction was challenged. It 
seems to me that a director should en­
gage in much the same critical exercise 
in his own review of an insider trans­
action.

The Court stated: “A director is a 
fiduciary. . . .  So is a dominant or con­
trolling stockholder or group of stock­
holders. . . . Their powers are powers 
in trust. . . . Their dealings with the 
corporation are subjected to rigorous 
scrutiny and where any of their con­
tracts or engagements with the cor­
poration are challenged the burden is 
on the director or stockholder not only 
to prove the good faith of the trans­
action but also to show its inherent 
fairness from the viewpoint of the cor­
poration and those interested therein. 
. . . The essence of the test is whether 
or not under all the circumstances the 
transaction carries the earmarks of an 
arm’s length bargain.”

Preferential credit terms or a premi­
um paid for assets are often viewed as 
a means of supplementing the compen­
sation of an insider or as one of the 
benefits of association with a bank. 
However, the standard to be applied
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should be that of the market and, 
where the party on the other side of 
a deal is an insider, a director should 
take special care to satisfy himself that 
the terms and conditions of the trans­
action are at least as favorable to the 
bank as they would have been had the 
deal been negotiated with a non-in­
sider. Application of a less rigorous 
standard is, in effect, to allow a wasting 
of bank assets.

Finally, it is important to emphasize 
the necessity of each board member’s 
exercising and expressing his own inde­
pendent judgment. Whenever a bank 
director functions as a rubber stamp 
for management or controlling inter­
ests, or merely goes along with the ma­
jority as a result of reticence or ig­
norance, he has ceased to serve his in­
stitutional function and has thereby ab­
dicated his legal responsibility. It has 
been said that there are times when a 
“ director should risk his position to the 
extent of brinkmanship if he is to con­
tribute to the welfare of the bank and 
to discharge his trust.” Where dealings 
between a bank and insiders are in­
volved, the need for such indepen­
dence is compounded. It is well to re­
call that a common element in many 
major bank failures of recent years has 
been a single individual who dominat­
ed his board.

To summarize, there are three key 
elements involved in a director’s ade­
quately fulfilling his institutional role 
and satisfying his legal responsibilities. 
These apply not only to the evaluation 
of insider transactions but to all deci­
sions made in the supervision of a 
bank’s business.

• He should insist upon sufficient 
information to make a considered deci­
sion;

• He should analyze and question 
critically the information provided until 
satisfied that a given transaction or pol­
icy is in the bank’s best interest; and

• He should exercise and express 
independent judgment, not fearing to 
go on record as a dissenter.

I do not mean to be a doomsday 
prophet nor to suggest that insider 
transactions are bad per se. On the 
contrary, the vast majority of such rela­
tionships are more than fair to the 
banks concerned. Indeed, in many 
communities, dealings between a bank 
and its directorate are the life blood of 
the institution. At the same time, we 
must recognize that overreaching does 
occur, whether the result of tainted 
judgment or dishonest, and that its im­
pact can be severe, as it was in San 
Diego.

We have the tools, which can be em­
ployed without undue burden, to better 
insure that abuse is minimized and that

the public does not come to believe 
that conduct such as that which oc­
curred at USNB is standard operating 
procedure for bankers. It seems to me 
that the result of the imposition of 
these constraints will necessarily en­
hance public confidence in more effi­
cient financial institutions. In light of 
the attention focused at San Diego and 
economic uncertainty generally, it 
seems to me that the time is ripe to 
employ these tools. # •

• Robert B. White has been named 
head of the operating group of First 
National City Bank, New York City. 
He is a senior vice president and suc­
ceeds Executive Vice President John

S. Reed, who will devote full time to 
the development of consumer business 
activities. Mr. White joined the bank 
in 1970, coming from Ford Motor Co.

* Mellon National Corp., Pitts­
burgh, plans to acquire Local Loan 
Co., a consumer loan firm headquar­
tered in Chicago with a portfolio of 
about $90 million. The firm has 700 
employees in 124 offices in 12 states.

• Galbank, Inc., and United States 
National Bancshares, Inc., both of Gal­
veston, Tex., have received Fed ap­
proval to acquire voting shares of 
Bankers Data Services, Inc., Houston.

Let us help you 
put it all together

PERSONAL SERVICE •  ON-THE-SPOT COMMITMENTS 

PROFESSIONAL KNOWLEDGE •  TRUST DEPARTMENT 

COMPUTER SERVICES (EDP) •  BOND DEPARTMENT 

AGRICULTURAL LOANS •  COMMERCIAL LOANS

INVESTMENT COUNSELING •
, I )

F I R S T . 1A1
N A T I O N A L

B A N K ofstjos

Simply call (1-816-279-2724) 
Martha or Nita. They’ll 
put you in touch with 
pro's. Men who will come 
to your bank and help you 1 
put it all together.

FIRST NATIONAL BANK
of St. Joseph, Missouri 64501 • Fourth at Felix • 816-279-2724 
Member Federal Deposit Insurance Corporation
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A t  T h r e e  D i f f e r e n t  B a n k s :

Syndicated Ad Campaign 
Based on One Theme 
Proves Successful

\

Mrs. M ary George Jordan W aite, pres., 
Farmers & Merchants Bank, Centre, Ala., 
points to "H eart of Gold" decal, which 
welcomes customers to her bank. "The 
Bank With the Heart of Gold" is theme of 
ad campaign provided Mrs. Waite's bank 
by Baltimore advertising firm for exclusive 
use in bank's market area.

£#• S* i

"You Gotta Have Heart" bumper stickers 
are part of Farmers & Merchants of Cen­
tre's "The Bank With the Heart of Gold" 
campaign. Stickers are distributed to gen­
eral public and are being used.

DOES A syndicated, thematic adver­
tising campaign pay off for a small 

or medium-sized bank in a highly com­
petitive market area? Three banks in 
M id -C o n t in e n t  B a n k e r ’s territory be­
lieve it does and have success stories 
to back up their beliefs. The banks are 
First State, Abilene, Tex.; Farmers & 
Merchants, Centre, Ala., and First 
State, Gallup, N. M.

The Abilene bank uses a starry-eyed 
owl as the theme symbol of its “Wide- 
Awake Bank” campaign. The Centre 
bank calls itself “The Bank With the 
Heart of Gold.” The Gallup bank be­
lieves it is “The Best of All Possible 
Banks.” Each program is different to 
suit each bank’s specific marketing 
problems.

All three campaigns are the brain­
children of Leon Shaffer Golnick Ad­
vertising, Inc., Baltimore, which refers 
to them as Golnick Bank Advertising/ 
Marketing campaigns. Each bank has 
exclusive use within its market area of 
the particular promotion it is using.

The Golnick firm said the formula 
for all its campaigns (more than 1,000 
banks across the country have used 
them the past 10 years) is the founda­
tion for all successful advertising: Pro­
vide the advertiser with a comprehen­
sive advertising/marketing program 
that will establish an appealing and 
memorable image, an identity that sets 
it apart from and above its competitors. 
Golnick said every one of its campaigns 
has a unique theme that gives a bank 
singular distinction, and the theme is

extended to all aspects of the bank’s 
operation. The continuity, continued 
Golnick, has a cumulative effect, espe­
cially if it’s dramatized in all media 
and carried out in coordinated mer­
chandising aids.

As an example, take First State of 
Abilene’s starry-eyed owl (one eye ac­
tually is in the shape of a star). This 
theme symbol of the bank’s “Wide- 
Awake Bank” campaign is on the 
bank’s front door to welcome custom­
ers. The owl is omnipresent— on teller 
badges, counter cards, bumper stickers, 
ash trays, coin savers— and is always 
reminding people at every turn that 
First State is the “Wide-Awake Bank.”

Sydney Niblo, the bank’s executive 
vice president, said, “When we started 
with this theme in ’66, we had no idea 
the program would give us such strong 
identification that we would remain 
with it for more than eight years.”

At the outset of the campaign in 
1966, First State had deposits of $36 
million. Today, in the promotion’s 
eighth year, the bank has deposits of 
about $89 million— a 147% increase. 
And, Golnick reported, just about ev­
erybody in Taylor County knows First 
State as the “owl” bank or the “Wide- 
Awake Bank.”

The program at Farmers & Mer­
chants in Centre epitomizes the current 
trend of consumerism in bank advertis­
ing with its “The Bank With the Heart 
of Gold” theme.

Because there are few women bank 
presidents, Mrs. Mary George Jordan

Imprinted balloons and colorful counter 
cards feature Centre bank's theme, "The 
Bonk With the Heart of Gold," at each 
teller window.

Sydney Niblo, exec, v.p.. First State, Abilene, Tex., stands be­
low one of his bank's giant billboards that show theme 
symbol—starry-eyed ow l—and theme line—"The W ide-Aw ake  
Bank"—of his bank's ad campaign. Note that one eye of owl 
actually is in shape of star.
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Some of the things 
you might think you need 

to insure all your customers.

Everything you need.
n il U lM H  M M  K*l (HI m m : k ii

Durham Life has put it all in a 
single, compact kit.

All the credit life policies you 
need to insure everything from 
small loans to large, long-term 
loans.

In stead  o f dealing w ith a 
drawer full of different companies,

you’ll deal with one company, one 
man. You’ll get a complete credit 
life kit from him and much more. 
He’s an expert who can set up a 
system tailored to your system.

We even have a special policy 
that covers the $10,000 to $15,000 
loan. The unique feature of this

policy is a premium determined 
by age. The form is short, easy to 
fill out, and no physical is required.

You’ll have competitive pre­
miums and fast claim settlements 
too.

Durham Life. It’s all you need 
to know when it comes to credit life.

Durham Life
Durham Life Insurance Company 

Home Office: Raleigh, North Carolina
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The know how 
lor professional 
financing 
program s...

KCIC has it.
We give you the whole thing. Our skilled personnel present a com­
prehensive plan that helps consumer credit departments solicit 
mobile home dealers, follow correct finance procedure, collect 
delinquent accounts, handle and compute insurance, process 
claims, and counsel personnel. We also have a claims department 
that handles repossessions, resale, and salvage. And we give the 
lender complete security against repossession loss. Contact us for 
help in setting up a complete, professional financing program. 
Or send for our free booklet.

KEYSTONE CREDIT INVESTORS CORPORATION
A JAMES COMPANY*P.0, Box 1675, Harrisburg, Pa. 17105, (717) 238-0818 

Oklahoma Branch Office: 700 LVO Enterprise Building, Tulsa, Oklahoma 74103, (918) 587-2444

You’re in the center 
of everything 

when you stay Sheraton

and, also, the finest in
KANSAS CITY,

M IS S O U R I

Prom-Sheraton Motor Inn
SIXTH AND MAIN STREETS

S H ER A TO N  HOTELS A N D  M O TO R IN N S . A W O R LD W ID E SER VIC E  OF I T E

OTHER SHERATONS:
•  JOPLIN, MO

SHERATON-PROM MOTOR INN 
3600 RANGELINE AT 1-44 AND U.S. 71

•  WAYNESVILLE-FT. LEONARD WOOD, MO. 
SHERATON MOTOR INN 
1-44 AND MO. 28, OFF 1-66

FREE 800-325-3535 MAKES IT HAPPEN
IN MISSOURI, CALL 1-800-392-3500

Waite, F&M’s president, wanted a cam­
paign as unusual as her own position. 
She was doubtful of finding a com­
plete, sure-fire program from local 
sources, and she was reluctant to 
search out and develop an untested 
idea with little to recommend it other 
than the fact that it had never been 
seen or heard before. What her bank 
needed was an advertising program 
that worked. Therefore, last January, 
Mrs. Waite decided on the copyrighted 
Golnick program.

“W e really went into the program 
in earnest,” she said. “ In addition to 
print and custom-produced radio com­
mercials, we use outdoor billboards. Our 
clock marquee sign and our postage 
meter carry out our theme identifica­
tion. W e even have our employees, di­
rectors and advisory directors all wear­
ing ‘Heart of Gold’ pins to dramatize 
our theme. And if you call our bank, 
even the operators answer with our 
theme.”

According to Golnick, Mrs. Waite’s 
bank found that the theme gave it the 
identification it was looking for because 
it received complimentary comments 
from the public. For further identifica­
tion with the “Heart of Gold” theme, 
the bank gave out hundreds of balloons 
and bumper stickers. As Mrs. Waite 
noted, “Cherokee County is saturated 
with them, and it’s a joy to meet and 
pass cars promoting our theme line, 
‘You Gotta Have Heart.’ ”

“One of the most important aspects 
of our campaign,” continued Mrs. 
Waite, “ is that our theme provides an 
umbrella under which to develop spe­
cial promotions such as ‘Welcome to 
Our Town’ and ‘24 Karat Kar Loans,’ 
which we’ll concentrate on this fall.”

Mrs. Waite said she believes the 
Golnick company fills an important 
niche in the banking industry by pro­
viding medium-sized banks with a 
theme line, theme symbol and a com­
plete campaign that has been proved 
successful. She described the music, ra­
dio commercials and print material as 
of the finest professional quality.

“ We look and sound as good as any 
size bank in the largest markets in the 
country,” she said. “W e feel that our 
Golnick campaign already has helped 
us grow, for our deposits increased 16% 
in the first six months of the campaign.”

The public hears claims of “the best” 
from just about every business and 
product and usually tends to dismiss 
this superlative. However, in Gallup 
and the surrounding area, residents 
have responded to and accepted First 
State as the “Best of all Possible 
Banks,” according to the Golnick firm. 
Another long-term Golnick customer, 
First State of Gallup has been the 
"Best of all Possible” since 1970, when
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assets totaled $19 million. With $40 
million in assets today, First State has 
achieved more than 100% growth in 
four years.

“W e have had years of opportunity 
to see the effectiveness of a theme 
line,” said Executive Vice President 
David A. Ruiz, who initiated the Gol- 
nick program. “The Golnick theme,” 
he noted, “ touches every major aspect 
of advertising and promotion, such as

the Gallup Independent, The Navajo 
Times and Radio Stations KQAK, 
KYVA and KHAC.”

This saturation of the “Best of all 
Possible Banks” theme has done more 
than create an image of service in the 
public’s mind, Golnick reported. As Mr. 
Ruiz pointed out, the theme line tells 
First State employees what customers 
expect from them— continuation of the 
best service.

These three case histories show how 
banks can adapt successful, market- 
tested, syndicated advertising/market­
ing programs that promote one theme. 
And, as is the case with the Golnick 
firm, these programs are copyrighted 
and are exclusive with one bank in its 
market area, thus eliminating the pos­
sibility of a competitor imitating the 
program in any way. * *

TAGGART CAPPS BARNES ELLISON CRENNELL JONES

NABW Installs Officers 
At Annual Convention 
At Walt Disney World

ORLANDO— Sally S. Buck, senior 
vice president and treasurer, Citizens 
Trust, Portsmouth, Va., has been elect­
ed president of the National Association 
of Bank Women for the 1974-75 year. 
Incoming vice president is Patricia 
Weninger, assistant vice president, Fi­
delity Mutual Savings, Spokane, Wash.

Elected to serve as secretaiy was 
Geraldine R. Eidson, vice president, 
Ridglea State, Fort Worth, and Mary 
F. Holstad, investment officer, Central 
National, Des Moines, la., is incoming 
treasurer.

Among the 15 newly elected regional 
vice presidents are six serving the Mid- 
Continent area. They are Marjorie

Crennel, v ic e  president, Warren 
(M ich.) Bank— Lake Region; June 
Darby Ellison, public relations officer, 
Mercantile Trust, St. Louis— Midwest 
Region; Doris Taggart, assistant vice 
president and public relations officer, 
Zions First National, Salt Lake City—

WENINGER BUCK

Rocky Mountain Region; Patricia T. 
Barnes, assistant vice president, Ameri­
can Bank, Baton Rouge— South Central 
Region; Caroline C. Capps, assistant 
vice president, Birmingham (Ala.) 
Trust National— Southern Region; and 
Marjorie Jones, assistant vice president, 
Peoples National, Tyler, Tex.— South­
western Region.

The new officers were installed at 
the organization’s annual convention 
held at Walt Disney W orld last month.

©Professional 
Creations 

Incorpora ted
San Antonio, Texas

YOUR PEOPLE AND THE IMAGE THAT THEY CREATE FOR 
YOUR COMPANY ARE YOUR MOST IMPORTANT ASSET

Professional Creations, Inc., as counselors and creators of career apparel, provides you a 
functional and high-fashioned career apparel program.

SPECIAL FEATURES OF OUR PROGRAM

1. A ll o f our garm ent fab rics  are to p  qua lity , com fo rtab le  and easy to  m ain ta in . 100% polyester doub le
knit, com p le te ly  machine washable and d ryab le . . . .

2. A l l our garm ents are cut in d iv idua lly , in accordance w ith the measurements o f the p a rt ic ip a tin g  
em ployee, tq^he lp  you satisfy your personal fashion tastes and preferences.

3. A m p le  garm ents o f your career appare l are m ainta ined in our warehouse to  e lim ina te  any long delay 
in ge tting  the  new em ployee in to  the app a re l.

4. A l l standard a lte ra tions are taken care of a t our expense through a lte ra tion  centers in your com ­
m unity area.

For more information, write
PROFESSIONAL CREATIONS, IN C ., 10834 Vandale, San Antonio, TX 78216 

(or call collect 512/349-1779)

NAM E ...................................................................................................................................................................

C O M P A N Y  ..........................................................................................................................................................

ADDRESS ...............................................................................................................................................................

CITY .......................................................  STATE .......................................................  ZIP ........................
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F ro m  th e  M id -C o n tin en t A re a
Alabama

■ FIRST NATIONAL, Birmingham, 
has named William Larry Hand an ex­
ecutive vice president. He had previ­
ously been senior vice president and 
head of the bond department. He has 
been succeeded by William J. Billings­
ley, vice president, who had been serv­
ing as portfolio manager. Other promo­
tions include Robert H. G. Waudby to 
vice president and branch manager, 
Mrs. Peggy K. Goodwin to assistant 
vice president and branch manager, 
David R. Pruet Jr. to assistant cashier 
and assistant branch manager and Rus­
sell S. Frazer to assistant branch man­
ager.

■ O. CLAYTON DOBBINS has been 
elected vice president and controller 
at Bank of the Southeast, Birmingham. 
He was formerly with an accounting 
firm.

H A N D

■ BENNETT S. WEST has been pro­
moted to business development officer 
of Central Bank of Alabama’s Hunts- 
ville-Madison County area banks. He 
joined the bank in 1965.

■ FIRST ALABAMA BANCSHARES, 
INC., Montgomery, has acquired Phe- 
nix National, Phenix City, and Farm­
ers & Marine Bank, Bayou La Batre. 
The HC is awaiting agency approval 
to acquire Citizens Bank, Moulton.

■ EXCHANGE SECURITY BANK, 
Birmingham, has promoted Delores H. 
Jacobs, Carol C. Lindsay and Catherine 
Parsons to assistant cashiers.

■ CITY NATIONAL, Dothan, has 
promoted Mrs. Robert L. Powell to as­
sistant to the president, Bill Cranford 
to auditor and Robert H. Harrison to 
loan officer.

■ WAYNE W. MALONE, president, 
First National, Russellville, has been 
chosen as one of the four outstanding 
young men in the state by the Alabama 
Jaycees.

■ FIRST NATIONAL, Tuscaloosa, 
has opened its new University Branch, 
located near the University of Alabama 
campus. Free houseplants were dis­
tributed each day of the grand open­
ing and a 10-speed bicycle was award­
ed at a drawing.

■ LEN B. SHANNON, former vice 
president and general manager, Harris 
Communications Systems, Dallas, Tex., 
has been named executive assistant to 
the president, Central Bancshares of 
the South, Inc., Birmingham.

■ NATIONAL BANK OF COM­
MERCE, Birmingham, has promoted 
Ronald W. Currin to executive vice 
president and Mrs. Gail K. Gentry to 
vice president and cashier. Mr. Currin 
joined the bank in 1970 and Mrs. Gen­
try in 1972.

■ FIRST NATIONAL, Montgomery, 
has named John E. Hixon and Charles
B. Savage vice presidents and market­
ing officers, Mrs. Jen Mooney vice pres­
ident and women’s division officer, 
R. Ray Rossell assistant vice president 
and branch manager and G. Guy 
Hayes assistant branch manager.

Arkansas
■ COMMERCIAL NATIONAL, Lit­
tle Rock, has promoted four branch 
managers to branch officer status. They 
are James B. Argue Jr., Jim Hallford, 
David A. Short and Alan Tegethoff.

■ W ORTHEN BANK, Little Rock, 
has elected Sister Margaret Vincent 
Blandford, Dr. Raymond P. Miller Sr. 
and Hardy Lathan Winburn to its
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Don Lamon is Vice President in 
charge of our expanded 

Correspondent Bank 
Department. He is widely known 

in banking circles throughout 
Alabama and has had many years 

of experience in the fields of 
investments and correspondent 

banking.
In Alabama call him 

toll free at 
1-800-392-5821.

UNION BaNK 
& TRUST GO.

60 Commerce St.
Montgomery, Alabama 

36104

M e m b e r FD IC

H e's  heading up our 
exp an d ed  correspondent 

bank d e p artm en t

Presenting Don Lamon
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Not all business trips 
have to be all business.

A lot of cor­
respondent bankers 
take you fishing. Or 
hunting. Or to play 
golf. But how many 
ever get around to 
solving your prob­
lems?

At First Na­
tional, we have ex­
perts to advise you 
on everything from 
investments, trusts, 
international de­
velopments, and 
marketing to for­
est management, 
oil exploration, 
geology, 
data pro­
cessing 
and auto 
leasing.
To name 
just a few.

We
think you’ll like do­
ing business with us 
whether we’re work­
ing together in your

hometown or ours.
And when you do 

spend some time with 
us here in Mobile, bring 
your golf clubs and 
fishing rod. There’ll be 
time for that kind of 
business too.

Why not cor­
respond with us today. 
At Post Office Box 
1467, Mobile, 36621 
or call us toll free on 
our WATS line. In 
Alabama dial (800) 
672-6709 and in the 
Southeast call (800) 

633-6710. 
First

# National 
Bank of 

Mobile.
^ We offer you 

a lot more 
than business as 

usual. 
Member FD1C.

First National 
Bankof Mobile
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board. Sister Margaret Vincent is a 
hospital administrator, Dr. Miller is a 
physician and Mr. Winburn is presi­
dent and chairman of a tile manufac­
turing firm.

■ MRS. BARBARA EVANS has been 
promoted to cashier at Merchants & 
Planters, Arkadelphia. She joined the 
bank in 1967 and had been assistant 
vice president since last November.

■ JAMES G. DICKSON, vice presi­
dent and cashier, Twin City Bank, 
North Little Rock, retired recently af­
ter 38 years with the bank. He joined 
Twin City Bank in 1932 and rejoined 
it in 1936, following service with the 
Federal Reserve Branch in Little Rock.

■ GRAND NATIONAL, Hot Springs, 
has promoted Mrs. Carolyn Phillips to 
assistant vice president and Jim Fer­
guson to assistant cashier and loan of­
ficer.

■ WALTER E. “WALLY” DeROECK 
has been elected president of Citizens 
Bank, Jonesboro. He was formerly ex­
ecutive vice president and has been 
with the bank nine years.

■ PULASKI BANK, Little Rock, has 
been acquired by Pulaski Investment 
Corp., a newly formed bank HC.

Illinois
■ UNION NATIONAL, Streator, cel­
ebrated its 100th anniversary in August 
with a two-week-long series of special 
events, including the lighting of a 100- 
candle, three-tier birthday cake by the 
Illinois Secretary of State, the unveiling 
of oil portraits of the bank’s past pres­
idents, the awarding of $100 cash for 
five days, an open house at which a 
seven-day Caribbean cruise for two was 
awarded and a guessing contest for 
youngsters with 10-speed bikes going 
to the two top winners. Officers and 
staff dressed in 1800-style clothes dur­
ing the celebration.

Portion of crowd of 7,000 who attended open 
house in observance of centennial of Union 
National, Streator. Note birthday cake on dis­
play.

140

HEADRICK

■ NATIONAL BOULEVARD BANK, 
Chicago, has promoted Howard J. 
Grimberg to vice president in charge 
of the bond department and Richard
C. Petersen to assistant vice president 
in the bond department.

■ BENTLEY G. M cCLOUD JR. has 
retired as executive vice president of 
First National, Chicago. He was with 
the bank 40 years, joining it in 1934. 
He had been in charge of the bond de­
partment since 1969.

■ FRANK B. CHAUNER has been 
named a second vice president in the 
investment management division of the 
trust department at Northern Trust, 
Chicago.

■ AMERICAN NATIONAL, Chicago, 
has named Howard E. Lovely admin­
istrative vice president, Richard F. 
Sherman vice president, Michael J. 
Byrne correspondent banking officer, 
Roger W. Keefner real estate officer, 
Fredrik C. C. Schokking, international 
banking officer in the London office 
and Charles W. Trautner educational 
loan officer. Mr. Byrne joined the bank 
in 1969 as a credit service representa­
tive and moved to the correspondent 
department last February. He will trav­
el in Missouri and Iowa.

■ JAMES E. OLSON, president, Illi­
nois Bell Telephone Co., has been 
named a director of Harris Bankcorp., 
Inc., and Harris Trust, Chicago. He 
succeeds Charles L. Brown, former Il­
linois Bell president, who resigned re­
cently.

■ JOHN M. HEADRICK has been 
elected assistant vice president of First 
National, Alton. He has been in bank­
ing since 1959 and will work in busi­
ness development.

■ MEREDITH NICHOLSON III has
been elected president of Glenview 
State. He succeeded John H. Beaulieu, 
who was promoted to vice chairman 
and CEO. Mr. Nicholson was former­
ly executive vice president at American 
Fletcher National, Indianapolis; chair­
man, First National, Evanston; and, 
most recently, president, American Na­
tional, South Bend, Ind.

■ MRS. MARY J. McNAY has been 
named installment loan officer at Town 
& Country Bank, Quincy. She has been 
with the bank three years.

Indiana

■ AMERICAN FLETCHER NA- 
TIONAL, Indianapolis, has named 
Aline F. Anderson vice president and 
trust officer, elected Peter Poolos as­
sistant vice president and named 
R. Dean Fasig and John M. Sturm 
banking center managers.

■ IRWIN UNION BANK, Colum­
bus, has named Carl VanZant, vice 
president and trust officer, head of the 
bank’s trust division. David L. Fisher 
has been promoted to assistant trust of­
ficer. They joined the bank in 1970 
and 1969, respectively.

■ DW IGHT G. DEETER has been 
named assistant vice president at 
American National, South Bend. He 
was formerly with a local finance firm.

■ W ILLIAM  H. MONTGOMERY 
JR. has joined First National, Kokomo, 
as assistant cashier in the commercial 
loan department. He was previously 
with Valley National of Arizona, Tuc­
son.

■ NORTHERN INDIANA BANK, 
Valparaiso, has named William F. Ger- 
nand vice president and trust officer 
and James E. Hall commercial loan of­
ficer. Mr. Gernand was with Fort 
Wayne National and Mr. Hall was with 
First National, LaPorte.

■ L IN C O L N  N A T IO N A L , Fort 
Wayne, has elected Robert V. Dewart 
and Robert C. Marshall assistant cash­
iers. Mr. Dewart will continue as an as­
sistant branch manager and Mr. Mar­
shall will continue as a loan officer.

■ ANTHONY WAYNE BANK, Fort 
Wayne, has promoted Louis R. Wade 
II to assistant vice president and David 
J. Scheer to assistant cashier.
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INDIVIDUAL BANKS 
COMMITTED TO MUTUAL GROWTH

The Continental 
Correspondent Community

Sales training
• C on fidence • Logic • Attitude 

• Sensitivity • V iew point • M ood  
• E m otion • Habit • Desire

Where correspondents discover 
the art o f  persuasion
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Kansas

■ RICHARD LASHBROOK lias been 
named president and a director of First 
National, Manhattan, effective Novem­
ber 1. He was formerly vice president, 
Roeland Park State. He will succeed 
Alvin A. Hostetler in the president’s 
post. Mr. Hostetler will continue as 
chairman.

■ MRS. DORA L. HEAD has joined 
Union National, Wichita, as assistant 
trust officer. The bank has promoted 
Gary W. Fruits to assistant cashier 
from assistant auditor.

■ MIKE GLASS, vice president and 
cashier, Southwest National, Wichita, 
was elected president, Young Bank Of­
ficers of Kansas, at the group’s annual 
meeting last month. He succeeded 
Dale Esmond, executive vice president, 
Farmers & Merchants State, Derby. 
Other new YBOK officers are: vice 
president, Dale A. Bradley, executive 
vice president and cashier, Citizens 
State, Miltonvale; secretary, Terry 
Odle, vice president, First National, 
Salina; treasurer, Ray Makalous, cor­
respondent banking officer, First Na­
tional, Topeka, and directors, Murray 
Lull, vice president, Smith County 
State, Smith Center; Robert Hyde, vice 
president, Union State, Clay Center, 
and Peter Chine, Roeland Park State.

Young Bank Officers of Kansas' new officers 
are: (seated, I. to r.) Terry Odle, sec.; Mike 
Glass, pres., and Dale Bradley, v.p.; (standing, 
I. to r.) Ray Makalous, treasurer, and Dale 
Esmond, Robert Hyde and M urray Lull, di­
rectors.

LASHBROOK PAUL

■ KANSAS STATE BANK, Wichita, 
has installed a new 24-hour self-service 
teller unit that replaces its Action Cash 
dispensing machine. The new unit, a 
Diebold TABS total automatic banking 
system, will enable customers to make 
cash withdrawals, deposits and loan 
payments as well as transfer funds 
from one account to another.

■ PEOPLES NATIONAL, Burlington, 
has announced plans for a new bank 
building that will increase the bank’s 
floor area from 2,500 to 8,000 square 
feet. The new building will be located 
one block from the present 90-year-old 
site. Completion is planned for next 
summer.

vice president and trust officer. He was 
formerly a partner in a local CPA firm.

a LOUISVILLE TRUST has promot­
ed Richard L. Paul from senior vice 
president to executive vice president, 
Charles R. Smith and Walter I. (San­
dy) Beale from vice presidents to sen­
ior vice presidents and Thomas E. Pfau 
from vice president and senior trust of­
ficer to senior vice president and execu­
tive trust officer in charge of the trust 
division. Mr. Pfau succeeds William L. 
Jones, senior vice president, who re­
tired recently following 40 years with 
the bank.

a RICHARD P. ROYER has been 
elected trust officer at Peoples Bank, 
Pratt. He v/as formerly executive vice 
president and trust officer at St. Marys 
State.

■ c. r . ( d i c k ) McPh e r s o n  has
been elected a director of Citizens Na­
tional, Emporia. Mr. McPherson joined 
the bank last May as vice president 
and assistant to the president.

Kentucky
■ FRANKLIN J. KNOOP has joined 
Citizens Fidelity, Louisville, as vice 
president and manager of the purchas­
ing department. He was formerly with 
the Courier Journal and Louisville 
Times. He succeeds James E. Mark­
ham, who has been named a vice presi­
dent in the audit department.

■ JOHN D. GRIDER has joined Citi­
zens National, Bowling Green, as a

PFAU

■ JOSEPH R. GATHRIGHT, vice 
chairman and former president, First 
Kentucky Trust, Louisville, retired last 
month after 36 years with the firm. He 
joined First Kentucky Trust in 1938, 
following law practice and service as 
assistant city attorney for Louisville.

■ CITIZENS FIDELITY, Louisville, 
has promoted Robert E. Aldridge from 
vice president to senior vice president 
and operations manager of the corre-

GATHRIGHT

:

C O M M E R C I A L
N A T I O N A L
B A N K
6th & Minnesota Ave. 913 371-0035 
Kansas City, Kansas 66101

TELEMATION 70 - BIGGEST NEWS IN AUTOMATED SERVICE!

142 MID-CONTINENT BANKER for October, 1974

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



The
Manufacturers

Hanover
Early Bird

The only helicopter relay 
service to help you meet the 10 A.M. 

Clearing House deadline
Getting 0210 items to the MY. 

Clearing House in time to beat the 10 a.m. 
gavel can be a problem for out-of-town 
banks. Miss a plane connection or get 
caught in a traffic jam, and your funds 
aren’t ‘‘good" until the next day.

Manufacturers Hanover has found 
a better way to help you beat that clock. 
We call it the “Early Bird,” a service 
designed to expedite cash letters arriving 
at La Guardia Airport during the morning 
rush hours. Here’s how it works:

Send us your items via the 
priority parcel

service of the major airlines. One of 
our staff will personally pick up the 
parcel and board a helicopter as late 
as 9:10 a.m. to speed your items to 
our Check Processing Department. 
There, a team will be standing by to 
process your items with a speedy 
“check-out” system.

"Early Bird” is the only relay 
service of any major New York bank 
that uses a helicopter to convert 
your normally “ late” items into 
“ instant money.”

And Manufacturers Hanover is 
already doing it for correspondents

as far away as Houston, Texas.
If you’d like more information 

about how your bank can use our 
"Early Bird," call or write Herbert V. 
Fink, Assistant Vice President, Opera­
tions Department, 4 N.Y. Plaza, New 
York 10015. Tel: (212) 623-3506.

Just tell him you want "the 
word on the bird."

M A N U F A C T U R E R S
H A N O V E R

.„j
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ALDRIDGE SLOANE MILES DRIES BARR RUE

spondent banking division. Hobert 
Sloane has been promoted from assist­
ant vice president to vice president in 
the same division. In addition, William 
Fox, vice president, has assumed new 
duties in the bond department and 
Michael Walz, vice president, has 
joined the correspondent department 
staff and is calling on banks in central 
Kentucky. Darrell Thore, assistant 
cashier, has been named inside officer 
manager in the correspondent depart­
ment. In other action, the bank has 
elected S. Terry Irvin and Frank O. 
Keener vice presidents.

rn JOHN W. BARR III will become 
chairman and A. Stevens Miles presi-

dent and CEO of First Kentucky Na­
tional Corp., Louisville, January 1. On 
December 31, Hugh M. Shwab, now 
chairman, will retire at 65 under the 
regular retirement program. Mr. Ban- 
now is vice chairman, First National 
Bank, a subsidiary of the HC. Mr. 
Miles is president of the bank and also 
of First Kentucky Trust, Louisville, an­
other HC subsidiary. In other action, 
the HC has elected William M. Rue ex­
ecutive vice president and secretary 
and Sylvester I. Dries vice president 
and treasurer. Mr. Rue also is execu­
tive vice president, corporate and fi­
nancial services group, First National 
Bank, where Mr. Dries is a vice presi­
dent.

Louisiana

AIB Chapter Honored

The Northeast Louisiana AIB Chapter was hon­
ored recently as the outstanding chapter of 
the year in District V. Pictured are (from I.) 
Wendell Shelton, incoming chapter president; 
Ed Crump, North Louisiana associate council­
man; and Roy M artinez, last year's chapter 
president.

■ BANK OF NEW  ORLEANS has 
promoted Jose M. Bonilla and Jose A. 
Gonzalez to international officers in the 
international banking department.

Downtown Facility for ICB

International City Bank, New Orleans, has 
opened a "w alk-thru , see-thru" office in the 
downtown business section. Included on the 
premises is this 24-hour Mosler Tellermatic 
unit. At left is Eads Poitevent, president and 
chairman, and at right is Donald E. Feldheim, 
assistant vice president and manager of the 
office. The facility also offers lobby hours six 
days a week.

m u s m  i s m  m ï ï )

C t s  r e a s o n  e n o u g h , 

f o r a  t r ip  to - C h ic a g o -

Modern elegance with a truly 
French flair.
The elite atmosphere of an exclu­
sive international hotel.
Spacious suite with its own all­
electric kitchen/bar fully equipped 
for gracious entertaining.

f  i e t n t l f

for true Parisienne tone of haul
cu isin e.

Complimentary continental break­
fast served in your suite.
Overlooking shore of Lake Michi­
gan. Adjacent to business Loop 
and shopping.

STAY AT THE

30  Floors of Dram atic Suites 
and M aster Bedrooms

SURPRISINGLY ATTRACTIVE RA TES
WRITE TODAY FOR COLOR BROCHURE AND TARIFF 

CONTACT WILLIAM C. WOLF, Gen’l Mgr. (312) 943-1111
1300 NORTH ASTOR STREET, CHICAGO, ILLINOIS 6 0 6 1 0
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When it’s a question of profit or loss...

M t id k
Let’s talk. Let’s open new avenues of communication so that we get to 
know each other better. So that we know, and better understand, your 
problems. So that you know, and better use, our experience. As we’ve 
traveled down the road of ninety years of banking, we’ve gained 
worlds of experience. The kind of experience that helps banks 
turn lossess into profits . . . the kind 
of experience that it ’s easy — 
and nice — to share. So — let’s talk.
Ask. Inquire. Question. Request.
Your man from the Whitney knows — 
or knows where he can learn.
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HUGHES RICHLEY BYRD WILD McNEECE SEWELL

■ FIRST NATIONAL BANK OF 
COMMERCE, New Orleans, has ap­
pointed Guy W. Byrd as senior vice 
president and coordinator of the corre­
spondent and regional banking divi­
sions. He was formerly with First Na­
tional City Bank, New York City, serv­
ing in Louisiana, Alabama, Arkansas 
and Mississippi. Two other senior vice 
presidents were appointed— Robert D. 
Richley, who is manager of marketing 
and public relations for First Com­
merce Corp. and director of First Ad­
vertising Agency, a division of the HC, 
and Samuel D. Hughes, who is coor­
dinator of the national and internation­
al banking divisions of First NBC. Al­
len E. Frederic was promoted to vice 
president and manager of the national 
accounts division, Glen W. Hayes was

named vice president and manager of 
the cash management department, 
Keith D. LaRose was named banking 
officer, Julian C. Freel Jr. was named 
cash management officer and John H. 
Palmer was named chairman of the 
trust committee and vice chairman of 
First Investors Management Co., Inc.

■ IRWIN W ILD  has retired as vice 
president of Guaranty Bank, Alexan­
dria, following 37 years with the bank. 
He joined the bank in 1937 and had 
been in the correspondent department 
since 1972. The bank has promoted 
Lee H. McCann to assistant vice presi­
dent. He joined the bank in 1972.

a RICHARD A. McNEECE has been 
appointed financial vice president and

treasurer of Hibernia Corp., HC con­
trolling Hibernia National, New Or­
leans.

Mississippi

a BROOKHAVEN BANK has pro­
moted Lee Roy Sanders and Mrs. Re­
becca Vaughn to assistant vice presi­
dents. They joined the bank in 1967 
and 1962, respectively.

B CHARLES H. SEWELL has been 
elected executive vice president, De­
posit Guaranty Corp., Jackson. He con­
tinues as president of DGC Services 
Co. and senior vice president of Depos­
it Guaranty National. He will also con­
tinue to serve as coordinator of the De­
posit Guaranty Plaza construction proj­
ect.

Missouri

a JAMES ANTHONY has been elect­
ed executive vice president, Summers- 
ville State, and will act as chief execu­
tive officer. Mrs. Margaret Bell has suc­
ceeded her late husband, Lee, as presi­
dent. Mr. Anthony came from the Bank 
of Iberia. He attended the Graduate 
School of Banking, University of Wis­
consin.

a ROBERT C. SCHMIDT JR. has
been promoted to vice president at 
First National, St. Louis. He is man­
ager of client services. Also promoted 
were Michael F. Timmerman to inter­
national banking officer and Nellie M. 
Russell to manager of the Chippewa 
Banking Center.

■ AN APPLICATION for a charter 
to organize Mehlville National, St. 
Louis County, has been filed with the 
Comptroller of the Currency. Among 
the organizers of the new bank are 
William E. Peterson Jr., chairman and 
CEO, and Clifford A. Schmid, presi­
dent, Chippewa Trust, St. Louis. No 
official relationship between the two 
institutions is planned.

24 Hour Banking—
everything
you
ever
wanted
to
know
about
it.

Whether you ¡ust want to know more about the concept of 24 hour 
banking, want a feasibility study, want to lease the equipment, or 
need a complete operations and marketing plan, we can help you. We 
have designed a fully coordinated program known as Banker 24 that 
we'll be happy to share with you. Call Jim Morris or E. J. Guzzo 
(collect) at 318-4424631, or write to P.O. Box 351. There's no obligation 
of course.

Banker 24
Guaranty
Bank & Trust Co.
P. O. Box 351 
Alexandria, Louisiana 71301Member FDIC
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Looking for Profitable Growth?
We’ve been where yon plan to go.

In the past ten years Deposit Guaranty has 
grown from a $192 million bank to a $778 
million bank.

During this growth period we have en­
countered certain problems that you may 
now be facing.

We feel that we have solved these problems 
with a degree of success as our continuing 
growth seems to indicate.

In solving these problems we have em­
ployed the services of specialists in many 
areas and have developed a certain amount

of expertise among our other staff members.
This expertise is available to you through 

our Correspondent Bank Department in 
such areas as: Investments, Loan Evaluation 
and Participation, Management by Objective, 
Profit Planning and Budgeting, and many 
other specialized services.

Our size is such that we can perform the 
desired functions of a regional bank but 
without losing the personal touch. When 
calling, ask for Howard, Alan, Bill, Joel or Ed.

C O R R E S P O N D E N T  D E P A R T M E N T

DEPOSIT GUARANTY NATIO NAL BANK
GROW WITH US/MEMBER F.D.I.C.

P.O. Box 1200 Jackson, M ississippi/601/354-8076

CENTREVILLE, FARMERS EXCHANGE BANK/GREENVILLE, GREENVILLE BANK/GREENWOOD, LEFLORE BANK/ 
McCOMB, MECHANICS BANK/MONTICELLO, MONTICELLO BANK/NATCHEZ,

CITY BANKS TRUST CO./NEWHEBRON, NEWHEBRON BANK/
AND OFFICES IN CLINTON AND PEARL.
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'Bank-Fest' Gets Underway

The ribbon is cut to open officially the new 
facility of Boatmen's Bank of Concord V illage. 
Pictured, I. to r., are: Bernard Kloster, a bank 
director; Edwin J. Kadlec, pres.; Earl J. Gates, 
ch.; State Senator Frank Mills; Donald N. Bran- 
din, eh., Boatmen's Bancshares, Inc., St. Louis, 
multi-bank HC to which Boatmen's of Concord 
Village belongs; Carl W. Breihan (partia lly  hid­
den behind Mr. Brandin), unsuccessful candidate 
for the Republican nomination for St. Louis 
County supervisor in the August primary; Don 
Anton, successful candidate for the Democratic 
nomination for the same post, and W illiam  F, 
Unwin, v.p. & cash. Mr. Brandin also is ch., 
CEO and pres., Boatmen's N at'l, St. Louis, lead 
bank of the HC. About 14,000 persons attend­
ed the opening—called a "Bank-Fest"—between 
2 and 8:30 p.m. on a Saturday. There were free 
food and cotton candy for everyone, free 
games for youngsters and entertainment that 
included music by a German band.

■ COMMERCE B A N C S H A R E S ,  
INC., Kansas City, has promoted James 
Fowler to vice president in charge of 
real estate and construction and named 
John Wells an assistant vice president

in the personnel department, where he 
serves as director. Mr. Fowler joined 
the HC in 1970 and Mr. Wells joined 
in 1969. In other action, the HC has 
received Fed approval to acquire 
Mound City Trust, St. Louis.

■ UNITED MISSOURI BANK, Kan­
sas City, has elected Joseph D. Hender­
son a vice president. He will head a 
new agricultural business division and 
will assist correspondents in the food 
producing and processing areas. In oth­
er action, the bank has promoted F. W. 
Stutz Jr. to vice president and trust 
operations officer, Dean W. Tucker to 
trust real estate officer, Mary Sue Nel­
son to bond underwriting officer and 
Stephan P. Blackburn to assistant cash­
ier.

FOWLER HENDERSON

■ RA^ L. RUBY has been promoted 
from executive vice president to presi­
dent and CEO at Charter Bank of Jen­
nings. He succeeds Alfred R. (Bo) 
Naunheim, who has been named exec­
utive vice president of First National 
Charter Corp., Kansas City-based HC 
with which Charter Bank of Jennings 
is affiliated. Mr. Naunheim will con­
tinue as chairman of Charter Bank of 
Jennings.

■ AMERICAN NATIONAL, Spring- 
field, has received Comptroller ap­
proval to exercise trust powers and has 
named Dean Alumbaugh its trust offi­
cer and Richard E. McEachen, senior 
vice president, First National, Kansas 
City, as advisory trust officer. Mr. 
Alumbaugh joined the bank last year.

RUBY NAUNHEIM

When You're in St. Louis,

W hy Not Go One Step Further 

And Take Advantage of the Finest Hotel Accommodations

the City Has to Offer . . . Cheshire Hohge

Located between, and only minutes from,
Downtown St. Louis and the Clayton Business District

( U h r a h ir r  J m t  S c tE u iig p

6300 CLAYTON ROAD SAINT LOUIS,  MO. 63117 
(314) 647-7300
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It takes more than 
four pretty faces to 
give you fast decisions

It takes people who know banking like your bankers from 
Boatmen’s. They are trained to give you the assistance you need. 
Naturally, some situations arise that require special technology. 
Your banker from the Boatmen’s will draw on the knowledge of a 
marketing specialist, bond specialist or a computer technician, 
whatever is necessary.
In reality, Boatmen’s staff is your staff, ready to assist you in any of 
your banking needs. Fast decisions? Usually. Knowledgeable 
decisions? Always. Call our Correspondent Banking Division at 
421-5200. We’d welcome the opportunity to show you. Member 
Federal Deposit Insurance Corporation.

T H E  B O A T M E N 'S  
N A T I O N A L  B A N K
OF ST. LOUIS
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TOOLEY LICHTENSTEIN LUNDSTROM PATTERSON

■ APPLICATION has been made for 
Commerce Bank of Clay County, Kan­
sas City. Organizers include D. Peter 
Newquist, Konrad L. Heid, Thomas J. 
Brown and Gary Callaway, all of Com­
merce Bancshares, Inc., Kansas City- 
based HC. The HC plans to acquire 
the bank after it is organized.

Rau Named AVP

James J. Rau, a mem­
ber of the regional 
banking department 
at First National, St. 
Louis, has been pro­
moted to assistant 
vice president. He was 
formerly a commercial 
banking officer. He 
travels for the bank 
in Tennessee, A la ­
bam a, Texas, O kla­
homa and Louisiana.

RAU

■ CHABLES T. TOOLEY has been 
elected a vice president at Mercantile 
Trust, St. Louis. He joined the bank 
in 1940. Also promoted were John C. 
Conrades to trust officer, Bobert P. 
Cange and Thomas M. McCoy to inter­
national banking officers and Joseph B. 
Fitzsimmons to manager, customer ser­
vice center. Mercantile Bancorp, has 
completed affiliation with Lewis & 
Clark State, St. Louis County, and has 
received Fed approval to acquire Dro­
vers & Merchants, St. Joseph.

■ W ADE HAMPTON has been elect­
ed chairman of Central Trust, Jefferson 
City. He joined the bank in 1937. He 
was formerly executive vice president.

■ GAYLE W. LICHTENSTEIN, 
president, Brentwood Bank, has been 
elected chairman of American Nation­
al, Brentwood and City banks. He suc­
ceeds his father Philip F. Lichtenstein, 
who died in June. American National 
and City Bank are in St. Louis. Brent­
wood Bank is in a St. Louis suburb. 
Gayle Lichtenstein is former vice chair­
man of American National and City 
Bank.

150

■ JERR7 D. LUMPE has been ap­
pointed chairman of Community Bank, 
Warsaw, succeeding his father, W. J. 
Lumpe. Jerry Lumpe continues as vice 
president and his father continues as 
president.

a FIRST CITY BANK, Springfield, 
has changed its name to United Mis­
souri Bank of Springfield. The bank 
was recently acquired by United Mis­
souri Bancshares, Inc., Kansas City- 
based HC.

a FARMERS & MERCHANTS BANK, 
Bolivar, has changed its name to Com­
merce Bank of Bolivar. The bank was 
acquired by Commerce Bancshares, 
Inc., Kansas City-based HC, earlier this 
year.

a MICHAEL P. DOLAN has been 
elected executive vice president at First 
National of Wellston, St. Louis. He was 
formerly senior vice president and a di­
rector of Commerce Bank, University 
City.

a HARVESTER NATIONAL, St. 
Charles, has appointed Charles Hafer 
and Carleton Bruns to its advisory 
board.

a CASS BANK, St. Louis, has raised 
Harry J. Krieg, former president, to 
chairman, and named Douglas E. 
Lundstrom, former executive vice pres­
ident, as president. Mr. Krieg succeeds 
H. C. Hartkopf, who retired as chair­
man earlier this year. Mr. Krieg joined 
the bank in 1955, Mr. Lundstrom in 
1958.

B FIRST NATIONAL, St. Louis, has 
promoted J. Benjamin Courrier Jr. and

bmsi

David A. Dierks of the regional bank­
ing department from commercial bank­
ing officers to assistant vice presidents. 
Also advanced from commercial bank­
ing officer to assistant vice president 
was Peter Gray Mills of the cash man­
agement department. Jennie M. Pipi­
tene was named a personal banking 
officer in the personal banking depart­
ment.

■ FIRST NATIONAL, Joplin, has 
promoted Charles L. Patterson to vice 
president, Tim Johnson to second vice 
president and Mickie LaNear to assist­
ant cashier.

New Mexico
■ EDDIE YBARRA has joined Mim- 
bres Valley Bank, Deming, as assistant 
cashier. He was with Farmers & Mer­
chants, Las Cruces.

■ SANTA FE NATIONAL has 
named Robert E. (Ed) Lockhart, sen­
ior vice president, senior loan officer 
and credit officer at the head office. 
Larry L. Logan, vice president, has 
been named manager of the Southside 
Branch to succeed Mr. Lockhart. Jerry 
T. Wolff, vice president, has been 
named manager of the Cerrillos Road 
Branch.

■ CITY NATIONAL is the name of 
a proposed $5 million bank to be es­
tablished in the downtown area of Al­
buquerque if its application for a char­
ter is approved. Spearheading the char­
ter drive is Cale Carson Jr., a former 
president of First National.

■ FIRST NATIONAL of Dona Ana 
County, Las Cruces, has broken ground 
for its new South Main Motor Branch. 
The quarter-million-dollar facility is ex­
pected to be open by Christmas.

■ WESTERN BANK, Clovis, has re­
ceived FDIC approval to organize. Ed­
die Pullman has been named president 
and CEO. The bank is expected to 
open next July 1 in a building soon to 
be constructed.

COURRIER DIERKS ■ CITIZENS BANK, Gallup, has
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Republic National Bank of Dallas 
is up for lease.

When your bank leases 
Republic’s Portfolio Advisory 
Service, it’s almost like adding 
an entire department to your 
facilities. At Republic, you get 
the thinking, constant review 
and advice from 40 of the best

investment people in the 
business, enabling you to 
obtain the maximum yield 
from your portfolio.

People who are constantly 
aware of what’s happening, 
where, and how to best take 
advantage of the opportunities.

In addition, complete 
computer reports of your 
investments are included. So, 
you get instant advice-instant

action. And a full accounting 
system for your portfolio each 
and every month.

Republic Portfolio Advisory 
Service to correspondent banks. 
It could give your portfolio 
a new lease on life

REPUBLIC NATIONAL BANK.
THE ACTION BANKERS
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elected Jerry R. Spurlin vice president 
and Nada P. Cline cashier. Billie G. 
Gray has been elected assistant cash­
ier.

■ THE FEDERAL RESERVE BANK 
of Kansas City and the New Mexico 
Bankers Association sponsored an eco­
nomic forum for northern New Mexico 
bankers recently in Albuquerque. 
Speakers were Thomas E. Davis and 
Sheldon W. Stahl, vice presidents; and 
C. Edward Harshbarger, research offi­
cer, all with the Kansas City Fed.

■ FIRST NATIONAL, Tucumcari, 
has moved into its new building, 
which combines a contemporary look 
with New Mexico’s traditional Spanish 
architecture. The interior features a 
black wrought iron stairway, a multi­
colored, circular rug in the visitors’ 
area and two distinctive chandeliers— 
one huge modernistic one made of 
metal to which clear glass globes are 
attached like diamonds on a ring; the 
other one a more delicate design and 
imported from Mexico. The building 
has three drive-in lanes and a mini­
bank area. The latter allows First Na­
tional to provide many types of bank 
services during extended hours after 
the main lobby is closed.

This is new home of First N at'l, Tucumcari. 
Although it has contemporary design, its 
architecture also suggests Spanish heritage 
of bank's area. Note unusual location of time- 
and-tem perature sign at left.

Oklahoma
■ W ILFRED A. CLARKE has been 
elected president of Fidelity Bank, Ok­
lahoma City, succeeding the late Grady
D. Harris Jr. He was formerly presi­
dent and CEO of Bank of New Mexico 
and president of the Springer Corp., 
both in Albuquerque. Forrest D. Jones 
has been elected an executive vice 
president of the bank and its HC, Fi­
delity Corp. of Oklahoma, and Pierce 
M. Gandy has been elected to the 
board and executive committee of the 
two firms. Mr. Jones was a senior vice 
president of the bank.

■ JOSEPH T. CREPPS has been 
elected a senior vice president at First

CLARKE CREPPS

National, Oklahoma City. He was for­
merly president of May Avenue Bank. 
The bank has formed three new bank­
ing groups, each headed by a senior 
vice president. Mr. Crepps heads the 
corporate group, which includes the 
national, international and correspon­
dent bank divisions; the commercial 
group is headed by Eldon Beller; and 
the special industries group is headed 
by Greg Ireton.

■ CECIL EPPERLEY has been 
named assistant cashier at First Na­
tional, Bartlesville. He joined the bank 
last year. The bank has opened a new 
“Minibank” in the downtown area that 
includes about 1,000 square feet of 
floor area.

■ NATIONAL BANK OF TULSA has 
elected C. Steven W oodley assistant 
vice president and promoted John M. 
Davis to planning officer and Robert 
A. Jolley to accounting officer.

■ SHAMROCK BANCSHARES, INC., 
Coalgate, has become a bank holding 
company through acquisition of First 
National, Coalgate.

■ NATHANIEL “NATE” ROSS has 
been elected a senior vice president 
and commercial officer at May Avenue 
Bank, Oklahoma City. Robert L. Vick 
was named an assistant vice president.

■ JON BLOCKER has been elected 
assistant cashier and installment loan 
officer at City Bank, Tulsa. He joined 
the bank in 1972, coming from Nation­
al Bank of Tulsa.

Grady Harris Jr. Dies

Grady D. Harris Jr., 48, 
pres., Fidelity Bank, 
Oklahoma City, died 
August 22 in a Hous­
ton hospital. He en­
tered banking at his 
father's bank, First 
N at'l, A lex. A f t e r  
World W ar II service, 
he joined Liberty N at'l 
of OC and was sr. v.p. 
and a director when 
he joined Fidelity Bank 
(then Fidelity N at'l) as 
pres, in 1960.

IRETON BELLER

■ MICHAEL A. PATTEN has joined 
American National, Chattanooga, as 
trust officer. He recently retired from 
the U. S. Navy.

■ ALLEN KENNEDY, assistant vice 
president, Third National, Nashville, 
has been elected president of the Nash­
ville AIB Chapter. Other officers (see 
photo) include (from 1.) Reba Harris, 
Memphis Fed, second vice president; 
Ruth Dobbs, First American National, 
first vice president; Frank St. Charles, 
Commerce Union, chief consul; Mr. 
Kennedy; Betsy Anderton, Nashville 
City Bank, treasurer; Nancy Lane, sec­
retary.

■ NATIONAL BANK OF COM­
MERCE, Jackson, has promoted Ray 
Martin from loan collection officer to 
assistant vice president and Ted Welch 
from consumer lending officer to assist­
ant vice president. The two will direct 
the consumer lending effort of the bank 
as a team.

■ BENNY R. LOWE has been elect­
ed assistant cashier by Hamilton Bank, 
Johnson City. He joined the bank in 
1970.

■ DONALD E. FREE has been 
named president and CEO of Hamil­
ton Bank of Warren County, McMinn­
ville. He succeeds F. C. Boyd, who 
was president and chairman since 1971 
and who remains as chairman.

B HAMILTON NATIONAL, Chatta­
nooga, has elected Robert B. Adams 
assistant cashier and Miss Mary D. 
Simmons business development officer.
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The Movers
work together to serve
you and your bank.
Correspondent officers .. . to p  officers . . .a ll  
the Movers at Fidelity believe the key to a 
mutually profitable relationship is knowing you 
and the people in your bank. You always have 
access to their experience and knowledge. 
And, they work together to provide a full range 
of services to your bank.

Correspondent Officer Olen Treadway is a 
Mover who is eager to become the vital link be­
tween your bank and the total resources and 
services of Fidelity. Give Olen a call.

W e  u n d e rs ta n d  b a n k s  o n  th e  m o ve , 
b e c a u s e  w e ’re  M o v e rs , to o .

Fidelity Bank
Robinson at Robert S. Kerr 

Oklahoma City, Oklahoma (405) 272-2141
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BLOOM DONOVAN

■ FIRST NATIONAL, Memphis, has 
named Frank Bloom vice president in 
the correspondent bank division, pro­
moted Robert S. Swords to controller 
and appointed Kenneth Balogh to ad­
vertising manager. Mr. Bloom joined 
the bank in 1968.

■ JOHN E. DONOVAN, vice presi­
dent and specialized lending officer at 
First American National, Nashville, has 
joined the bank’s correspondent bank­
ing division. He joined the bank in 
1950.

■ UNITED BANK, Chattanooga, has 
elected Wilbert P. Rundles executive 
vice president and Ray C. Albright 
and Bert L. Hicks senior vice presi­
dents. Mr. Rundles was also elected a 
director.

■ CHARLES E. DIXON has been 
elected assistant vice president in the 
real estate department at First City 
National, Houston. First City Bancorp, 
of Texas, Inc., has received Fed ap­
proval to acquire Southwood Bank, 
Houston, a proposed new bank.

■ MRS. OLETA CARLIN has been 
promoted from assistant cashier to vice 
president in charge of the special ser­
vices department at Dublin National. 
Mrs. Carlin has been with the bank 27 
years.

COOK NASH

a SAM MONROE, president, Port Ar­
thur College, has been named an ad­
visory director of First National, Port 
Arthur.

■ GEORGE T. COOK has been elect­
ed senior vice president at Great 
Southwest National, Arlington. He was 
with First National, Fort Worth, for 19 
years and served in the correspondent 
banking department.

■ EDW ARD C. NASH JR. has been 
elected president and a director of 
National Bank of Commerce, Dallas. 
He had been executive vice president 
and joined Empire Bank, which 
merged with NBC, in 1963. He suc­
ceeds Lewis H. Johnson Jr., who re­
signed as president in July.

■ H. DON GILL has joined Amarillo 
National as vice president in the cor­
respondent bank division. He was for­
merly in the correspondent department 
at First National, Dallas.

■ CLARENCE E. BLAND has been 
elected vice president at First National, 
Arlington. He was formerly assistant 
vice president at First National, Fort 
Worth.

■ FRED T. BROOKS, president, Mer­
chants State, Dallas, was elected presi­
dent of the Independent Bankers As­
sociation of Texas at a recent meet­
ing in Austin. L. Scott Anderson, pres­
ident, Atlanta National, is first vice 
president, and Arthur F. Hoehn, presi­
dent, Lockwood National, Houston, is 
second vice president.

■ FROST NATIONAL, San Antonio, 
has promoted Lois M. Scott to vice 
president and Jon J. McLinden to as­
sistant vice president. Allen L. Courn- 
yer was elected automation officer and 
James M. Caruth was named personal 
banking officer.

■ FIRST DENTON COUNTY NA­
TIONAL, Denton, has promoted Tom­
my Turner to senior vice president and 
Ray Massey to vice president.

GILL BROOKS

■ THEODORE P. BRACKMAN has 
joined Bank of the Southwest, Houston, 
as vice president, trust officer and man­
ager of the employee benefits depart­
ment. He came from Pittsburgh Na­
tional and had been with Fifth Third 
Bank, Cincinnati.

■ JAMES H. MADDUX, auditor, Fort 
Worth National, has earned the desig­
nation of chartered bank auditor from 
the Bank Administration Institute.

■ J. HOW ARD SHELTON, senior 
vice president, First National, Fort 
Worth, has been appointed by the 
White House as metro chairman of the 
Fort Worth office of the National Al­
liance of Businessmen. Assisting Mr. 
Shelton is James Scribner, vice presi­
dent.

In San Antonio:

F ro s t N a t io n a l  H e lp s  Boys  
By D o n a t in g  P h one Books

Frost National, San Antonio, gave a 
boost to the Boys’ Clubs of San Antonio 
recently when it contributed more than 
1,000 old telephone directories to the 
club’s “Books for Boys” program.

The books represent more than 2/2 
tons of paper and gave the clubs a good 
start in collecting more than 700,000 
discarded San Antonio phone directo­
ries. The sale of the paper provides 
funds for club activities.

Collection of the books has been 
termed a significant contribution to the 
conservation of natural resources.

SHELTON SCRIBNER
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There are a  lot of bright business ideas 
just waiting for a  six-figure loon.

Don't w ait any longer.

Somewhere out there, there's a tremendous busi­
ness opportunity just waiting to get the wheels turning. 
All it needs is the right bonk.

Cullen Center Bonk con help you out with the 
business loon or line of credit you need. Even if it’s 
six figures and up. We may even find that you 
need to borrow more than you think.

You see, we re not just any bank. We 
see things a little differently, because we look 
at your ideas first os businessmen, then as 
bonkers. We con usually find strong points 
that sometimes elude other commercial 
lenders. Sometimes,we point out the weak 
spots and send you back to the drawing 
board. In many coses, well sit down at the ' 
drawing board with you to moke your 
plan workable.

Another thing about us. We're

o young bonk that vigorously pursues new ways of 
doing things. And while we’re careful to stay within the 
bounds of sound bonking practices, we're not ofroid to 

deport from fhe norm if on idea looks particularly 
good to us.

If you've got a bright business ideo that 
just needs a good bonk behind it, coll Cullen 
Center Bonk b Trust. You'll like the way we 
do business. We're just about the fastest 
growing bank in the country, reaching $210 
million in only five years. We'd like to hove 
you growing with us.

Cullen Center Bank b Trust. Smith and Jeffer­
son, Houston, 71 0/224-0778. Member FDIC.

| t |  CULLEN 
m C E N T E R  
BANK O F  

IDEAS
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TMS Program
(Continued from page 72)

basis of a customer’s check-cashing his­
tory and would have covered checks 
drawn on other banks. The plan would 
have required merchants who sub­
scribed to supply continuous informa­
tion on the status of bad checks and on 
persons holding the HC’s check-ap­
proval cards.

In denying the Atlanta HC, the Fed 
said that although the plan might in­
volve some extension of credit when 
a bad check was assumed, the service 
■“would more closely parallel the activ­
ities of a credit bureau” than a lending 
or data processing activity.

The Fed also indicated that it was 
concerned that the HC would dispense 
financial information from many dif­
ferent sources to merchants on their

WOMELDORFF & LINDSEY
1030 TOW ER BLDG. LITTLE ROCK

PARTNERS:
J. E. WOMELDORFF R. P. LINDSEY

For Your Banking Equipment 
Needs, Call HEGCO!~

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

HEGCO In d u str ie s , In c .

customers. According to the Fed, all 
this information could be made avail­
able to a merchant on a card holder’s 
request.

The Fed suggested that First Hold­
ing Co. could refile to have the service 
considered as a new HC activity. * *
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20th Year:

P o lic e  S c h o la rs h ip  A w a r d  
G iv e n  b y  R e p u b lic  N a t ' l

Republic National, Dallas, has pre­
sented its 20th Police Scholarship 
Award to Lieutenant Richard P. Horn, 
who plans to study at Northwestern 
University’s Traffic Institute in Evans­
ton, 111.

The award was initiated in 1955 by 
the late Fred F. Florence, then the 
bank’s president. The recipient, selected 
each year by the police department, 
must be an outstanding supervisor and 
have potential for further advancement.

The $3,000 award covers tuition and 
fees for the recipient.

Child Snips Ribbon

Grand opening ribbon of dollar bills is cut by 
Kurt Atkins, representing Douglas County Asso­
ciation of Retarded Children, at First National, 
Lawrence, Kan., ceremony opening new South 
Bank. The ribbon was presented to the Asso­
ciation follow ing the ceremony. Others in photo 
include (from I.) Lynn L. Anderson, vice presi­
dent and trust officer; Warren Rhodes, bank 
president; and David Gast, president, Douglas 
County Association of Retarded Children.

4618 N . Post Rd., Indianapolis, Ind. 46226

McCOURTNEY-BRECKENRIDGE & COMPANY
INVESTMENT SECURITIES 

SAINT LOUIS, MISSOURI 63102
PHONE 231-5730 (Area Code 314) 1030 BOATMEN'S BANK BUILDING
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CONNECTIONS
Pick up your phone. Complete your call. Ask for Phil Isbell. And then your secretary 
announces that Phil is at your bank and would like to see you.

A rare coincidence? Of course it is. But not impossible. You see, Phil—just like his 
fellow traveling officers —spends most of his time garnering facts, figures and 
trends of the agri-business activities in your particular localities so that he can offer 
you effective service.

So, push in your Touch-Tone Cor tw ist a wrist) and if you don’t reach Phil—tough! 
Not at all. Phil shares his firsthand knowledge with his fellow officers. They, too, 
have authority to make decisions. You still enjoy direct connections when you call 
618 - 271 - 6633 .

YOUR BANKER'S BANK'

Just across the river from St. Louis

THE NATIONAL STOCK YARDS NATIONAL BANK
OF NATIONAL CITY

NATIONAL STOCK YARDS. ILLINOIS 62071
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Orlando, Flier and Rathgeb.
\bu can’t find bankers 

who can give you faster decisions
than these men.

Joseph Orlando 
V ic e  P r e s id e n t  

(314) 342-6391

Michael D. FI 
A s s t .  V ic e  

P r e s id e n t  
(314) 342-6394

F lie r

Richard M. Rathgeb 
A s s t .  V ic e  P r e s id e n t  

(314) 342-6392

Because they speak for First. . .  
in Illinois, Indiana, Iowa and Kentucky.
N o 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 
Our Correspondent Banks:

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 transitand clearing activities speed 
up collections with the new RCPC's.
Bond Department services, including fast com­
puterized portfolio analysis. Our investment ex­
perts are in constant contact with bond dealers 
nationwide.
Personal and Corporate Trust services through 
St. Louis Union Trust. Largest trust company in 
Missouri. Over $4 billion in assets.
Exchange ideas at our Annual Conference of 
Bank Correspondents . . . plus special educa­
tional seminars.

First National Bank 
in St.Louis
Member FDIC
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