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«  Interdependence...
and the Correspondent Banker

The Bankers attending L iberty’s 17th Annual 
Correspondent Conference came away with a 
better understanding of INTERDEPENDENCE in 
Banking. Interdependence . . .  the important and 
vital aspects of working together to serve all 
banking customers.

Oklahoma’s leading bankers were reminded of 
the myriad services Liberty has availab le . . .  to

help them help their customers, their communities 
and to help them manage their own banks more 
effic iently and profitably.

Here is a listing of the subjects covered and the 
people who talked about them. If you missed the 
conference and would like information on any of 
these subjects, con tac t the C orresponden t 
Department at your Liberty.

A U T O M A T IO N  AN D  
N A T IO N A L  S H A R E D A T A  
Wi l l iam A. Banks, Jr. 
Corpo ra te  V ice  Pres ident 
Nat iona l  Shareda ta  Corp.

C O M M E R C IA L  F IN A N C E  
R ichard  E. Wood 
V ice-P res iden t  
L ib e r ty -H e l le r  Factors, Inc

PROOF OF DEPOSIT  -  
A N E W  SERVIC E 
Leland Nelson 
V ice-Pres iden t

W H AT 'S  NEW  IN 
B A N K A M E R IC A R D  
Carl E. Grant 
S en io r  V ice-Pres ident

B A N K  SECURITY 
Robert  N. Dawson 
S ecu r i ty  O f f ice r

PA C K A GIN G SERVIC ES 
for D IF F E R E N T  MARKETS 
Wil l is  J. W heat  
S en io r  V ice-Pres iden t  — 
M arket ing

IN V E S T M E N T  SERVIC ES 
L. W. Smith  
V ice-Pres ident

ASS E T AN D  L IABIL ITY 
M A N A G E M E N T  
Jam es W. Bruce, Jr, 
V ice-Pres ident

E C O N O M IC  EDUCATION 
Jam es L. K ienho lz  
V ice-Pres ident

IN S U R A N C E  A N D  
B O N D IN G  
R obe r t  E. H ogue  
S e n io r  V ice-P res iden t

IN T E R N A T IO N A L  
B A N K IN G  
Harry  E. D eB ee  
V ice-Pres iden t

LE GAL A S S IS T A N C E  ON 
U N U S U A L  P R O B LE M S  
Jam es A. Jenn ings  
V ice-Pres ident

LOAN PORTFOLIO  
M A N A G E M E N T  
G ordon  G reer  
Execu t ive  V ice-Pres ident

TRUST SERVIC ES 
W. Kenne th  Bonds 
Chairman, Trust C om m it tee

H  r e a l  e s t a t e  s e r v i c e s
' " - ' H H j I  Wil l iam M Bell

J President
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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’ll find us in New Orleans. If we don’t find you first!

CORRESPONDENT BANKING

FIR ST NATIONAL BAN K OF CO M M ERCE
m  t r \ m  n o i  c  a m eNEW ORLEANS

ITS  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 c o lle c t 504 -529-1371 .

r

! Maybe you’ve thought 
b of New Orleans banks 
| as sleeping giants.
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DETROITBANK CORPORATION
Consolidated 

Statement of Condition, 
December 31,1974

ASSETS
Cash and Due from B an k s....................... $ 327,464,000

United States Treasury Secu rities. . . . 227,038,000
United States Government Agency

S ecu rities ............................................... 40,058,000
State and Municipal S e cu rities .............  377,240,000
Other S e c u r itie s ..........................................  9 ,660,000
Trading S ecu rities .......................................  16,877,000

Total S e c u r it ie s ..................................  670,873,000

Federal Funds Sold and Securities 
Purchased Under Agreements to
R e se ll....................................................... 96,076,000

Commercial L oans....................................... 935,518,000
Consumer Installment L oan s.................. 191,780,000
Real Estate L o a n s .......................................  676,635,000

Total Loans . : .......................................  1 ,803,933,000

Premises and Equipm ent.......................... 29,240,000
Customers’ Liability on A cceptances . 14,643,000
Accrued Income Receivable and

Other A s s e ts .......................................  42,032,000
TOTAL......................................................$2,984,261,000

LIABILITIES
Demand D e p o s its ....................................... $ 795,058,000
Savings and Personal Time Deposits . . 1,299,116,000
Other Time D eposits..................................  388,509,000

Total D ep o s its .....................................  2,482,683,000
Federal Funds Borrow ed.......................... 161,985,000
Securities Sold Under Agreements to

R ep u rch ase ..........................................  23,873,000
Other Borrowed F u n d s.............................  9,972,000
Unearned In co m e .......................................  22,618,000
Liability on A ccep tan ces.......................... 14,643,000
Accrued Expenses and Other Liabilities 43,823,000 

Total L ia b il i t ie s ..................................  2 ,759,597,000
RESERVE
Reserve for Loan L o s s e s ..........................  29,984,000

SHAREHOLDERS’ EQUITY
Preferred Stock —No par value

Authorized 500,000 
Issued

Common Stock —$10 par v a lu e ............ 33,705,000

Authorized 4,500,000 
Issued 3,370,483

Capital Surp lu s............................................. 125,000,000
Retained Earnings.......................................  42,583,000

201,288,000
Less Treasury Stock —182,282 shares

in 1974 at c o s t .....................................  6,608,000
Total Shareholders’ Equity .............  194,680,000
TOTAL......................................................$2,984,261,000

On December 31, 1974, securities having a par value of $132,125,000 were pledged where permitted or required by law to 
secure liabilities and public and other deposits totaling $84,336,000 including deposits of the State of Michigan of $16,964,000. 
Standby letters of credit amounted to $9,730,000 as of the same date.

B O A R D  O F  D IR E C T O R S  
E. A. C a fie ro
Execu t ive  Vice Pres ident 
Chrys le r  Corpora t ion  
W alker L. C is ler 
Chairman of the Board 
The Detro i t Edison Company 
F ran k  A. C o lo m b o  
Ret ired  E xecu t ive  V ice  Presi 
d e n t—The J. L. H udson  
Com pany  
R o d key  C ra ig h e ad  
President 
Louis A. F isher  
Direc to r

W alte r B. Ford II
Chairman of the  Board 
Ford & Earl Design 
Associates, Inc.
E d w ard  J. G ib lin  
President
Ex-Cel l-O Corpora tion  
W illiam  E. G ra c e  
Chairman of the Board 
F ruehauf Corpora tion  
W illiam  B. Hall
Ret ired Execu t ive  Vice Presi
d e n t— Detro i t Bank & Trust 
Jason L. H o n ig m a n  
Partner —Hon igman, Miller, 
Schwartz  and Cohn 
D o nald  R. M an d ich  
Execu t ive  Vice Pres ident 
D etro i t Bank & Trust

Jam es  M c M illa n
Direc to r  
Paul S. M irab ito
Pres iden t— B u rroughs  
Corpora t ion  
E. Jo s ep h  M o o re  
President — Detroi t Ball 
Bearing  Co. o f Mich igan 
R a ym o n d  T. Perring  
Ret ired  Chairman 
H . Lynn Pierson  
Chairman of the Execu t ive  
C o m m i t te e — Dura 
Corpora tion  
R o b e rt F. R o elo fs  
Execu t ive  Vice Pres ident 
Em p ire -D et ro i t  Steel

W. W arren  S h e ld e n
D irec to r
C. B oyd S to c k m e y e r
Chairman
A rb ie  O. T h a la c k e r
Pres iden t— Detrex  Chemical  
Industr ies, Inc.
C le v e la n d  T h u rb e r  
Counse l  — Miller , Canfie ld. 
Paddock  and Stone  
H e rb e rt  B. Trix 
D ire c to r—The Standard  
Products Company'
W illiam  R. Yaw 
President
Wabeek Corporation

D E T R O IT B A N K  C O R P O R A T IO N
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Convention Calendar

March
March 13-14: Mississippi Young Bankers Con

ference, Hattiesburg, Mississippi Southern 
University.

March 14-15: Mississippi Young Bankers Con
vention, Biloxi, Pete Fountain’s Buena Vista 
Hotel.

March 16-20: Independent Bankers Associa
tion Annual Convention, Las Vegas, Nev., 
International Hotel.

March 23-25: ABA National Marketing Con
ference, Chicago, Hyatt Regency.

March 23-28: Kansas-Missouri-Nebraska Com
mercial Lending School, Lincoln, Neb., 
University of Nebraska.

March 31-April 10: ABA National Commercial 
Lending School, Norman, Okla., University 
of Oklahoma.

*  April
April 3-5: Louisiana Junior Bankers Study 

Conference, Baton Rouge.
April 5-8: Association of Reserve City Bank

ers Annual Meeting, Boca Raton, Fla.
y 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 20-22: Bank Administration Institute 
Southern Regional Convention, San An
tonio, Tex., Palacio del Rio.

April 20-25: Robert Morris Associates Loan 
Management Seminar, Bloomington, Ind., 
Indiana University.

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

April 27-30: ABA National Conference on 
Real Estate Finance, Denver, Denver Hil
ton Hotel.

April 27-30: Bank Marketing Association Re
search Conference, Philadelphia, Bellevue 
Stratford Hotel.

April 27-Mav 2: ABA National Commercial 
Lending Graduate School, Norman, Okla., 
University of Oklahoma.

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: Illinois Bankers Association Annual 
Convention, Chicago, Palmer House.

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

May 7-9: Alabama Young Bankers Conven
tion, Gulf State Park, Gulf Shores.

> May 11-13: Association for Modern Banking in
Illinois Annual Convention, Chicago, Hyatt 
Regency Hotel.

May 11-13: Tennessee Bankers Association 
Annual Convention, Memphis, Holiday Inn- 
Rivermont.

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

May 11-14: ABA Operations and Automation 
Conference, Bal Harbour, Fla., Americana 
Hotel.

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

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

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

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

k 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.

* May 26-28: AIB Convention. Minneapolis.
s  June

June 8-20: ABA National Installment Credit 
School (Second Session), Boulder, Univer
sity of Colorado.

June 11-12: Indiana Bankers Association An
nual Convention, F'rench Lick, French

>  Lick-Sheraton Hotel.
June 11-12: Missouri Young Bankers Seminar, 

Osage Beach, Tan-Tar-A Resort.
U  June 12-14: New Mexico Bankers Association 

Annual Convention. Albuquerque, Albu
querque Hilton Hotel.

’ June 14: Arkansas Junior Bankers Confer
ence, Hot Springs, Arlington Hotel.
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The Banking Scene

By Dr. Lewis E. Davids

Hill Professor of Bank Management, 
University of Missouri, Columbia

Indexing Loan Principal: The End of Usury?

W H ILE LECTURING on banking 
and finance in Chile 15 years ago, 

I  repeatedly was questioned about 
common dollar accounting. This is a 
concept based on the idea of maintain
ing books of record in terms of constant 
dollars, through the use of indexing 
numbers. The books of record are kept 
in terms of an established index repre
sentative of the field of activity, i.e., 
using a consumer price index for a re
tail business, a wholesale price index 
for wholesale establishments or agricul
tural prices for those that are agri
culturally related.

There was great interest in common 
dollar accounting among bankers and 
businessmen in Chile because they 
were experiencing a 100%-per-year in
flation rate. Conventional bookkeeping 
practices were an exercise in futility. 
One borrowed as much as possible and 
bought anything. Inflation encouraged 
merchants not to sell because their 
merchandise grew in value while on 
their shelves, in terms of then-current 
prices. Techniques and principles used 
in North American banking were im
practical in Chile. Thus, credit files 
with profit and loss balance sheets and 
cash flow studies, backed up with rele
vant financial ratios, were valueless for 
making bank loans.

"Today, w hile  reading the 
financial press, one is m ore  
impressed w ith  the dissatis
faction th a t businessmen 
have in accounting sys
tem s."

Because of this, a Chilean banker 
would lend only to a friend who he 
knew possessed considerable property 
or to those designated by the govern
ment, so that lending policy had ad
verse social and economic implications.

The double-digit inflation we have 
been experiencing in the United States, 
though not as serious as that found in 
Chile, is serious enough to cause recon-

6

sideration of many of the conventional 
money and banking concepts we have 
almost assumed to be enduring truths. 
Today, while reading the financial 
press, one is more impressed with the 
dissatisfaction that businessmen have 
in accounting systems, be they LIFO , 
FIFO , or average cost inventory ac
counting.

One of the most significant observa
tions is that a dollar paid sometime in 
the future will not have the purchasing 
power it had at the time it was loaned. 
Union Planters National, Memphis, 
once considered a fairly conservative 
bank, innovated with indexing of loan 
principal as compensation for the rate 
of inflation.

An interesting lawsuit, involving 
Union Planters and Aztec Properties, 
arose from this concept. Union Planters 
lent Aztec $50,000 in July, 1974, at 
the state’s legal maximum interest rate, 
10%. Aztec waived its right to plead 
usury on the 31-day promissory note. 
Part of the loan arrangement had been 
that the principal be paid in constant 
United States dollars adjusted for infla
tion or deflation: “Amount of principal 
due shall equal amount of original 
principal multiplied by the consumer 
price index adjustment factor. This ad
justment factor shall be computed by 
dividing consumer price index at ma
turity by consumer price index on date 
of borrowing. Said consumer price in
dex number shall be for the most re
cent month available for borrowing and 
maturity dates.”

Between the time the loan was made 
and became due, there was an increase 
in the consumer price index that Union 
Planters computed to be the equivalent 
of $500. Aztec refused to pay this 
amount and was sued by the bank in 
Shelby County Court, Memphis.

Though Aztec Properties had waived 
its right to plead usury, it argued that 
it could not waive its defense of usury 
because that would be against public 
policy. The court found for Union 
Planters, stating that usury was not a 
legal or factual question in the suit, rul

ing that the $500 adjustment was not 
interest. (Aztec Properties is expected 
to appeal the decision.)

The concept of variable interest rates 
on loans that has been widely accepted 
in Europe and, to a lesser extent, in the 
United States is relating interest rates 
to some index (of interest), such as the 
yield on Treasury bills or U. S. govern
ment bonds of certain categories. In 
the Union Planters instance, however, 
it was related to the principal. Thus, 
an argument could be made that relat
ing loan agreements to both interest 
and  principal may be the next step 
down the road.

"An interesting law suit, 
involving Union Planters 
and Aztec Properties, arose 
from  this concept (indexing  
of loan principal)."

It is interesting to note that consum
ers or business borrowers have tended 
to view the variable interest rate or in
dexing of principal in the context of 
upward movement. In this context, 
they have been correct for the last sev
eral years, yet, the current modest drop 
in some of the key interest rates re
minds us that indices can and have 
moved in both directions.

It seems that the use of variable in
terest rates and indexing will help us 
come to grips with the problems of 
keeping records and responding to the 
workings of the marketplace that wish 
to preserve values of the principal and 
provide a real rate of return on the 
principal during periods of high infla
tion. Yet, the idea, in view of its philos
ophy, tends to be saddening and psy
chologically depressing, because it ap
pears to accept the thesis that govern
ment is unable to deal with an inflation 
rate that calls for the extra work and 
effort in the implementation of con
cepts of common dollar accounting,

(Continued on page 88)
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F IR S T  NATIONAL CITY;<BANK
fe  \  Bankers everywhere call u$ “Gitibiank’'

It takes tw o
to"cut it”

You qM^sum up the Citibank concept of correspondent banking 
in a word. 'ihhat word is cooperation—complete and wholehearted cooperation 
with ev ery & n k  we work with. Applied, through a mutual sharing of skills
and resouijbs and experience, to any situation—yours or ours—in which two banks 
can be bettppjthan one.

The r ^ f t  is a correspondent relationship thatOMts both ways, as it should.
To your adwriiage and ours. And that produces effective solutions to problems — 
solutions th ip p d  up to the sum of the parts, Not jh||som e of the parts.

W hene^l^our bank has a situation requiring teamwork, Citibank wants 
to help you cW rlght through it.
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BANKING WORLD

• T. Scott Fillebrown Jr., president, 
First American National, Nashville, 
recently spoke to members of the Japan 
Management Institute in Nagoya and 
Hamamatsu, Japan. His topics were 
'‘Management Philosophy” and “Bank
ing and the Music Industry.” Mr. Fil
lebrown also spoke to the Hamamatsu 
Chamber of Commerce on “The Bank 
and Community Development.”

FILLEBROWN

• Mrs. Claire Giannini Hoffman,
daughter of A. P. Giannini, founder, 
Bank of America, San Francisco, re

cently accepted an award honoring her 
father’s inclusion in the newly created 
Business Hall of Fame of Junior 
Achievement, Inc. The award was 
made in Chicago at the National Busi
ness Leadership Conference and hon
ors Mr. Giannini for his contribution 
to the advancement of the nation and 
the prosperity of its people.

• New members of the advisory 
committee on banking policies and 
practices for the Regional Administra
tor of National Banks, Kansas City, in
clude Oliver H. Hughes, chairman, 
Citizens National, Emporia, Kan., and 
Merchants National, Topeka, and 
Bruce Adamson, chairman and presi
dent, First National, Joplin, Mo.

• Five new members of the adviso
ry committee on banking policies and 
practices for the Regional Administra
tor of National Banks have been ap
pointed for the Eleventh National Bank 
Region. They are Charles Pistor, presi
dent, Republic National, Dallas; Nat

S. Rogers, president, First City Nation
al, Houston; Floyd F. Watson, presi
dent, First National, Pampa, Tex.; Ger- r 
aid R. Marshall, president, First Na
tional, Oklahoma City; and Ned Stuart, 
president, Shattuck (Okla.) National.

• Stanley C. Silverberg, former 
deputy director, FD IC Division of Re
search, has been appointed director of v 
the FD IC ’s new Office of Corporate 
Planning. Activities of the new office 
will be varied and will include the co
ordination of planning efforts within 
the agency; the conduct of specific 
planning projects involving matters 
likely to have a major impact on fu- ^ 
ture FD IC policies, operations, proce
dures or organization; and the exam
ination of possible changes in the eco
nomic and legislative environment to 
determine their future impact on bank
ing and the requirements of the FDIC. 
Mr. Silverberg joined the FD IC  in +. 
1967, coming from Bank of America, 
San Francisco.

INVESTMENT
CAPITAL

Long-term capital. Stern Brothers & Co. can arrange it.
We’re the bankers’ banker, and arranging capital for long

term use is our specialty. When your customers need more than 
a loan, when they need money to grow with or to expand with, 
Stern Brothers & Co. is the place to go.

Stern Brothers has been helping build businesses in the 
Mid-West for over 50 years, through the sale of securities to 
investors, either by public offering or private placement.

As one of the 50 best capitalized investment banking 
houses in the country, and with our regional expertise, we are 
able to gain the strong regional support that your client’s 
issue warrants.

We will work for your clien t’s interest: Stern Brothers never 
acts as an agent for another party. We invite you to inspect the list 
of issues we’ve handled during recent years. The bankers’ banker. 
We work for the same thing you do: the growth of your depositors.

Stirn Brottiefs 6 Co.
9 West 10th Street, Kansas City, Missouri 64199 (816) 471-6460
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INDIVIDUAL BANKS 
COMMITTED TO MUTUAL GROWTH

c ^

1./
Mi i i  |i; 11 . 
jfi) « f iiÌM» j ì J lLThe Continental 

Correspondent Conununity

Seminars
• Leasing • The Economy
• Legislation • Operations 

Marketing • The Consumer
• Competition • Planning

Where correspondents 
share knowledge 

and experience

tiU m

«an
«GXÏ, TA*»®

CONTINENTAL BANK
CONTINENTAL ILLINOIS NATIONAL BANK AND TRUST COMPANY OF CHICAGO 

231 SOUTH LA SALLE STREET, CHICAGO, ILLINOIS 60693
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• Lawrence Systems, Inc. Jack 
Leathers has been named senior vice 
president and general manager, Chica
go region, Lawrence Systems, Inc., 
Chicago. He is responsible for collat
eral control services in 12 mid western 
states. Mr. Leathers has 10 years’ ex
perience in business development and 
loan management with a commercial 
finance company in San Francisco and 
Chicago.

• Meilink, James J. Akers has been 
named president, Meilink, Toledo, ()., 
succeeding Stanley R. Akers, who was 
elected chairman. Mr. Akers joined the 
firm in 1971 as vice president. Previ
ously, he was director of finance, Lee

n n n  p p h p

p r fo r  th e
RIGHT MAN
r r o z a s r

r
f f f f V T P
f.P.OR THE 
RIGHT JOB

f?f

...executive personnel  ̂
for banking, finance 

and related fields 
contact

TOM CHENOWETH, > 
| i l ;  manager

ff FINANCIAL? 
PLACEMENTS

9̂12 Baltimore, Kansas City, Mo. 
phone 816 421-7941

Corporate
News

Roundup

filter division, Filter Dynamics Inter
national. Mr. Akers also was with Ar
thur Andersen & Co.’s Detroit Office 
and in Mexico City, where he was a 
manager, administrative services divi
sion.

AKERS LEATHERS

• Centennial Corp. Centennial Corp., 
Grand Rapids, Mich., has reassigned 
three executives in its subsidiary com
panies. Norman J. E. Roe has been 
named president and CEO, Sebrite 
Corp. He previously served as senior 
vice president, Centennial Corp., and 
as vice chairman, Foremost Insurance. 
Prior to that, Mr. Roe was executive 
vice president, Foremost Insurance, 
since 1966. A. C. Laughlin has moved 
from president, Sebrite Corp., to presi
dent and CEO, Minnehoma Financial 
Co. He will devote his efforts to re
structuring the firm to concentrate and 
specialize in the financing of used mo
bile homes. Mr. Laughlin joined Cen
tennial Coip. in 1972 as vice president 
and staff assistant to the president, lat
er becoming president, Sebrite Corp. 
K. George Paganis has resigned as 
president, Minnehoma Financial Co., 
to devote his attention to the presiden
cy of Minnehoma Insurance and Min
nehoma Life. Mr. Paganis had been 
president, the Minnehoma companies, 
since 1971.

• Heritage Bancorp., Evergreen 
Park, 111., has formed a new subsidiary

MURPHY ALVIN

Watching stocking of shelves at Heritage O f
fice Services Co. are (from I.) Larry E. Puntney, 
pres.; Robert H. Hammergren, sales mgr., both 
of Heritage Office Services, and Glenn Taylor, 
v.p., and W alter H. Ehrmann, v-ch., both of 
parent, Heritage Bancorp.

named Heritage Office Services, locat
ed in Chicago. The subsidiary supplies 
bank systems, business forms and office 
machines to banks. Subsidiary presi
dent is Larry E. Puntney, a member 
of the Heritage staff since 1972. Ac
cording to Mr. Puntney, the subsidiary 
can be described as a bank store where 
a banker can purchase all of his sup
plies for his operations in “one-stop 
shopping.”

• First Ogden Corp., Naperville, 
Ilk, has appointed William J. Murphy 
assistant vice president of its Banking 
Services Division. Mr. Murphy comes 
from First National, Chicago, where 
he served in the corporate banking de
partment. His duties will include as
sisting in the areas of new bank orga
nization and client bank services.

• James Talcott, Inc., New York, 
has elected Donald S. Alvin senior vice 
president for marketing and operations 
planning. He formerly was director of 
marketing and is responsible for the 
firm’s public relations, advertising, sales 
promotion and market research. He 
joined Talcott National Corp., parent 
firm of James Talcott, in 1970 as vice 
president and joined James Talcott as 
vice president in 1973.

Talcott National Corp. has elected 
four new directors, including Paul C. 
Maylone, Russell B. Donahue, Wallace 
A. Woodmansee and William R. Grut- 
temeyer. All are associated with vari
ous Talcott subsidiaries.

Complete Selection 

of Envelopes Designed 

Especially for Your Bank

MISSOURI ENVELOPE CO.
10655 GATEWAY BLVD.
ST. LOUIS, MO. 63132 

Phone 314/994-1300

DESIGNERS AND MANUFACTURERS

Y

r
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Bank on
more from Mercantile...

We solve problems that
don’t come up every day... every day.

At Mercantile, it ’s often “ busi
ness as unusual.’ ’

E x p e c t us to  h a n d le  th e  
unexpected.

We look upon p rob lem s as 
opportunities.

That makes us different.
We’re big on the little things for 

our correspondents, too.

We know that sometimes small 
p rob lem s can be big to your 
customers.

W ant some pe rsona l c o r re 
spondents? Call M ercantile at 
(314 )  2 3 1 - 3 5 0 0 .

Count on Mercantile.
Where you count.

M E R C n n T I I E
B M K

Central Group, Banking Dept. • Mercantile Trust Co. N.A.
St. Louis, Mo. • Member F.D.I.C.
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Commercial Lending

Booklet Outlines Credit Department Role 

In Training Commercial Loan Officers

THE IMPORTANCE of the credit 
department in training future com

mercial banking officers is the subject 
of a new publication from Robert Mor
ris Associates (RMA).

The Credit D epartm ent: Its Role in 
Training is the first of four paperbacks 
RMA plans to issue over future months 
on various credit department functions. 
The publication was authored for RMA 
by Charles S. Dickerson, senior vice 
president, First National, Princeton, 
N. J.

The booklet does not follow a “how 
to” format. Rather, it describes in gen
eral terms the various subject areas that 
should be covered to develop a well- 
rounded commercial banker, the author 
states. The specific methods that work 
best in one bank might not be the most 
appropriate for another; hence, oper
ating decisions must be left to the cred
it training officer.

LARGEST
IN

MICHIGAN

w
NATIONAL BANK OF DETROIT

assets over 
7 billion dollars

Member Federal 
Deposit Insurance Corporation

Chapter One describes the typical 
commercial officer’s assignment with 
emphasis on the wide variety of skills 
and knowledge needed for competent 
performance.

Chapter Two points up the need for 
senior management’s support for offi
cer training programs. It also discusses 
problems that may occur if that sup
port is lacking.

Chapter Three is devoted to a dis
cussion of various instructional meth
ods and techniques available to the 
credit training officer. The strengths 
and weaknesses of these educational 
approaches are discussed in detail.

Chapter Four offers what is said to 
be a “complete curriculum” for the 
credit trainee. In addition to a general 
discussion of the material to be cov
ered, the chapter suggests criteria to 
be used in the selection of applicable 
training methods and individuals with
in the bank who might be the best in
structors for each unit in the curric
ulum.

A self-testing exercise in Chapter 
Five is designed to assist responsible 
individuals in evaluating their present 
training procedures objectively. A sug
gested analytical approach can help de
termine where improvements might be 
made and what indirect, as well as di
rect, costs might be incurred.

The booklet also contains a list of 
some 100 additional related articles 
and materials previously published by 
RMA which might aid a training offi- r ' 
cer in developing a more complete 
training program.

Two free copies of the booklet were y 
sent to each of RMA’s 1,525 member 
banks. Additional copies are $3 for 
member banks and $5 for non-member 
banks and are available from the RMA 
National Office, 1432 Philadelphia Na
tional Bank Building, Philadelphia, PA 
19107. • •

ABA Presents Award

Charles M. Fugitt, sen
ior vice president, First 
National, Fort Worth, 
has been presented a 
special aw ard  by the 
ABA for "outstanding  
services and accom
plishments to the com
mercial lending profes
sion." Mr. Fugitt joined 
First of Fort Worth in 
1971 and also is vice 
president of First Unit
ed Bancorp, parent HC 
of the bank.

This is rvo 
ordinary 
bank directory.

$25
$ 3 5

standing
order

single
issue

AMERICAN
Bank Directory

6364 Warren Drive 
Norcross, Ga. 30071 

(404) 448-1011

W hat’s so special about the 
American Bank Directory?
It’s the only desk-top 
national bank directory, so 
compact you can hold it 
in one hand. ABD 's 
convenient thumb-indexed, 
two-volume format makes it 
easy to locate complete, 
essential facts and figures 
on every bank and multi-bank 
holding company in the 
nation. But that’s not all.
The American Bank 
Directory is still America’s 
lowest-priced complete bank 
directory. That’s what’s so 
special. Call or write today 
to order The Extraordinary  
Bank Directory.

‘P lus  sh ipping  and  handl ing
vl
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Electronic Value Exchange Service 

Speeds Midwest BankAmericard Billings

CUSTOMERS of First National, 
Chicago, using BankAmericards 

are now being served by what has been 
called the largest, most advanced “elec
tronic value exchange” system in the 
banking industry, designed to eliminate 
the mailing of more than one million 
pieces of paper a day among Bank
Americard banks across the country.

The system, developed by First of 
Chicago and the other member banks 
of National BankAmericard Inc. 
(N B I), San Francisco, went into na
tionwide operation last November 1, 
replacing the mailing of most Bank
Americard sales draft paper with elec
tronic transmission of sales draft data.

The result, according to John T. Bor
man, First National vice president and 
head of the BankAmericard division, 
is better service to BankAmericard cus
tomers in the Midwest area and to 
cardholders all over the country.

Blow does the cardholder benefit? 
“Billing information will be more up- 

to-date and more accurate,” Mr. Bor
man said, “reflecting more closely the 
cardholder’s current account status, 
which we think is important for bud
geting purposes. And because there is 
less handling of paper, there is less 
chance for error. Errors don’t happen 
very often, but when they do they are 
an inconvenience to the cardholder. 
The system has very stringent require
ments and numerous error-detection 
capabilities, which will reduce mistakes 
even further.

“We also feel that such a fast, ac
curate, economical system will provide 
the foundation for more cardholder ser
vices in the future,” he added, “and for 
enabling us to work more closely with 
BankAmericard merchants.”

Mr. Borman explained that nearly 
half the BankAmericard transactions 
taking place in the U. S. today involve 
two BankAmericard banks, one han
dling the merchant’s account and 
another handling the cardholder’ ac
count.

In the past, this meant that a sales 
draft signed by a First of Chicago card
holder making a purchase from a mer
chant located in another city or state, 
for example, had to be processed by 
the merchant’s bank, then mailed to 
First of Chicago for billing to the card-

MID-CONTINENT BANKER for March,

holder and settlement of accounts be
tween banks. This paper-handling sys
tem worked, Mr. Borman said, but 
with the number of these interchange 
transactions approaching one million 
per day nationwide and with postage 
costs rising, BankAmericard bankers 
could see the day when it might be
come overloaded, expensive and ineffi
cient.

Thus N BI’s member banks decided 
to proceed with the development of an 
electronic system for the transmission 
of sales draft data, called BASE II 
(BASE stands for BankAmericard Ser
vice Exchange, and this is the second 
in a series of computer-related services

ANEW, simplified consumer loan 
agreement written in everyday 

English instead of traditional, hard-to- 
understand legal language has been 
put into use by First National City 
Bank, New York City.

Reportedly the first personal loan 
form in simplified language in the 
banking industry, the new agreement 
contains only one-third as many words 
as the old form it replaces and also is 
available in Spanish.

Under terms of the new form, Citi
bank agrees to pay a borrower’s reason
able attorney’s fees and court costs if 
the bank takes a borrower to court for 
default and the borrower wins the case.

Furthermore, the bank gives up the 
right to consider a consumer automati
cally in default on a personal loan 
when he has defaulted on other loan 
payments, such as Master Charge.

The new loan agreement also drops 
the wage-assignment clause giving the 
bank the legal right to assign a portion 
of the borrower’s wages to the bank if 
he defaulted.

Bank officials feel this to be a long 
overdue step, giving the consumer a 
clear understanding of what the agree-

1975

developed by NBI and its members).
The system went into operation on 

schedule November 1, linking all 86 
BankAmericard processing centers in 
the U. S., including Alaska and Blawaii, 
on a computer-to-computer basis. As 
a result, most BankAmericard process
ing centers no longer separate, sort and 
mail interchange sales draft paper. In
stead, information from that paper is 
captured on magnetic tape and trans
mitted daily over telephone lines to a 
central NBI computer facility which 
in turn sorts and distributes the data 
to appropriate card-issuing processing 
centers. The interchange procedure, 
which used to take several days, is ac
complished overnight.

The nationwide BASE II System is 
already handling between 500,000 and 
750,000 items daily, Mr. Borman said. 
By March 1 it is expected to be han
dling one million items daily.

“BASE II is the largest, most sophis
ticated system of its kind in the coun
try. We feel it is the most significant 
project yet undertaken within the

(Continued on page 78)

ment means before he signs anything.
James D. Farley, executive vice pres

ident, stated, “We think this is the first 
time a consumer lender has given the 
borrower this benefit. We recognize 
that a wage assignment has the effect 
of immediately siphoning off a portion 
of a borrower’s wages without an op
portunity to be heard in court. The 
wage-assignment elimination will give 
consumers more time for adjustment 
when the question of nonpayment 
arises and will give the courts a chance 
to grant special relief in hardship cases.

“Through better understanding of 
what’s involved in taking out a loan, 
a consumer can do an even better job 
when it comes to borrowing,” Mr. Far
ley added.

The new consumer loan agreement, 
developed by Bess Myerson, the bank’s 
consumer affairs adviser, and Duncan 
MacDonald, Citibank’s urban affairs 
advisory group head, is the first step 
in the process of simplifying other con
sumer agreement forms, according to 
Mr. Farley. He concluded, noting that 
a simplified revolving-credit form is ex
pected to be ready for use in the com
ing months. * *

Installment Lending

Citibank s Plain Language Loans 

Are W ritten in Spanish or English
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Sell I ng / IVIarketi ng
W alking , Talking, Joking Robot:

EBS (Electronic Bank Spokesman) 

Draws Crowds to Opening Events

OFFICIA LS at South Hills Bank, 
Charleston, W. Va., felt that, in 

their area, one bank opening was much 
like the next. For their bank opening, 
they enlisted Klatu, a 240-pound robot- 
master-of-ceremonies, which proved to 
be the “extra touch” needed to gen
erate response from local residents. Of
ficials reported that Klatu’s opening al
so drew a good share of business from 
South Hills’ large downtown competi
tors.

“Since we offer every modern bank
ing convenience, we thought it only 
fitting to offer an equally ‘modern’ 
spokesman,” commented Joseph A. 
Turner, bank president.

In addition, a combination of many 
features added to the successful open
ing. A giveaway prize and account
opening incentives which were aimed 
at the total involvement of the local 
community counted as major factors 
in the celebration.

To make the new-accounts program 
attractive, South Hills gave away gift 
certificates redeemable at 49 stores, 
restaurants, gas stations and many oth
er establishments throughout the area, 
rather than the normal array of toast
ers, clocks, etc. A $5 certificate was 
given to each customer opening a new 
account of $50 or more.

Anyone attending the event could 
register to win one of two $50 gift 
certificates, or one of four $25 certifi
cates, and the grand prize, a color 
portable television. All gift certificates 
were in the form of 50-cent coupons, 
so the customer could choose his own 
gift or gifts from different merchants.

Two weeks prior to the opening, 
bright yellow posters appeared in the 
participating merchants’ store windows, 
giving the details of the event and 
stating that the certificates were re
deemable at that establishment. Small 
“teaser” ads began appearing in local 
papers and a direct mail campaign was 
launched, blanketing the market area 
with invitational mailers emphasizing 
the appearance of Klatu (“fun for the 
whole family”). The prizes, giveaways 
and convenience of the new neighbor
hood bank also were advertised. A 
nominal schedule of advertising in the

14

What's 5 ' 4 "  Tall, weighs 240 pounds and 
helps inspire over 3,800 people to come out 
in cold weather to attend small neighborhood 
bank opening? A w alking, talking, joking 
robot named "K latu ."

major media of the area was not started 
until four days prior to the event.

Klatu was built by the computer 
specialists of Quasar Industries and is 
programmed to walk, talk, answer 
questions, pass out literature and do 
almost anything his team of engineers 
wants. The robot has a 4,800-word vo
cabulary of his own, and his miniature 
memory banks were programmed with 
information about the bank, its services 
and the grand-opening details.

Excellent media coverage occurred 
during the pre-opening publicity and 
public relations campaign, when the 
robot appeared in Charleston the day 
before the event.

In addition to special interviews by 
the media, two benefit shows at the 
pediatrics ward of area hospitals were 
arranged. Local Cub Scout packs were 
invited to speak personally with Klatu, 
since it had been programmed with 
Cub Scout data.

During the two-day opening, or a to
tal of 15 hours, South Hills bank 
opened 370 new accounts, with depos
its in excess of $250,000. • •

In Los Angeles:

‘Know Your C ustom er’
Rings a Few Bells

The Buenaventura Center Branch, 
Security Pacific National, Los Angeles, 
held a promotion entitled “Get to 
Know Your Customer,” which had a 
few bells ringing at the teller windows. 
Eight-by-ten-inch posters were dis
played in each window, proclaiming, 
“If I don’t call you by name, ring the 
bell and you will get a prize.”

Each teller was supplied with items 
such as caps to reseal soda bottles, rain 
bonnets, key chains, etc., which were 
given to customers who rang a small 
bell when a teller forgot their names. 
At the end of the week, the teller with 
the largest number of items remaining 
won a dinner for two.

The idea, suggested by an employee 
rather than management, was termed 
a success by officials. It made tellers 
aware of the ease of using customers’ 
names, not numbers, by simply looking 
at checks or deposit slips. Many cus
tomers were reported to be so happy 
with the name-calling that they com
mented favorably about it.

Grenada Bank's Bags Score

Grenada (Miss.) Bank has presented 250 travel 
bags to the athletic departments of the three 
area high schools. J. M. Robertson, bank e.v.p. 
(I.), presents the bags, which bear each team's 
name and colors, to coaches of the public and 
private schools. Looking on is Pete Boone (far  
r.), a.c. and resident football expert for Gre
nada Bank.
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Mississippi
A  G reat Place To W>rk
Mississippi has achieved its goal of balancing 
agriculture with industry. As a matter of fact, in 
the year 1973 alone, 205 industries were built or 
expanded in our State providing almost 20,000 
jobs for Mississippians. These industries re
quired a total capital investment of over $810 
million.^Providing financial help is only part of 
the role played by First National Bank of 
Jackson in developing and expanding industry 
in Mississippi. We help seek out markets, locate 
resources, solve local problems, and find sources 
for training pro
grams for both new 
and existing indus- 
tries.^Mississippi 
is a great place to 
work. If you want to 
find out more about 
Mississippi, its 
people and its 
potential for you, First National is the best place 
to get the story.

r i  First N a tio n a l B a n k
Jackson, Mississippi Member FDIC 

BRANCHES: Amite County Bank, Gloster/Liberty;
Commercial National Bank. Greenville/Leland; First National Bank. McComb:
The Bank of Greenwood. Greenwood: Tylertown Bank. Tylertown
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At Chicago's H y a tt Regency Hotel:

Meeting Tom orrow s Challenges Today 

Is Theme of AB A Marketing Conference

group banks were listed beside the de
posit form and a business-reply enve
lope for the particular bank soliciting 
the account was enclosed.

The four Dynagroup banks are Clay
ton Bank, Bank of Crestwood, Hamp
ton Bank and Bank of Ellisville.

THEME of the ABA’s 1975 Nation
al Marketing Conference, set for 

Chicago March 23-25, is “Manage
ment/ Marketing—Meeting Tomorrow’s 
Challenges Today.”

Keynoter for the conference will be 
A. Robert Abboud, deputy chairman, 
First National, Chicago, and chairman, 
ABA Commercial Lending Division. 
He will discuss how marketing’s input 
can influence the balance sheet and 
earnings statement and how marketing 
can assist the CEO in explaining the 
financial markets and banking industry 
in a credible light.

Other speakers include Charles Age- 
main, chairman, Garden State Nation
al, Hackensack, N. J.; John J. Moriarty, 
president, Keefe Management Services, 
New York; and Richard M. Rosenberg, 
senior vice president, Wells Fargo 
Bank, San Francisco. These three will 
discuss “ Man agemen t/  Marketing— 
Who Needs the Partnership?”

Dr. Paul S. Nadler, professor of busi
ness administration, Rutgers Universi
ty, will speak on the extent of infor
mation needed by the marketing pro
fessional to properly assist the CEO’s 
needs. Dee W. Hock, president, Na
tional BankAmericard, Inc., will dis
cuss the significance and future plans 
of financial organizations other than 
banks. Dr. Morris Massey, associate 
dean, University of Colorado, will dis
cuss what changes to expect in asset 
and liability management. Clarence C. 
Barksdale, chairman, ABA Marketing 
Division, and president and CEO, First 
National, St. Louis, will address the 
conference on what management and 
the marketing professional must com
municate and why they must interact 
for banking to survive in the future.

The conference will include a series

Sport Fans Get Mini Basketballs

Cheerleaders from Glenbard West High School, 
Glen Ellyn, III., show miniature basketballs, 
donated by First Security Bank of Glen Ellyn, 
that are tossed to fans at the halftimes of all 
the school's home contests.

of five workshops, broken down by 
bank deposit size, each presenting a 
CEO and marketing professional dis
cussion on the management/marketing 
partnership.

The conference will close with in
formal “rap” sessions on such topics as 
advertising, product development, 
branch location, planning research, 
sales training, officer call programs, 
marketing legislation, holding company 
marketing and Keough plans. * *

Direct Mail Pays Off:

M onetary Bonuses Given 
To Purchasers of CDs 
In ’C oupon ’ C am paign

By blanketing their trade areas with 
a concentrated direct-mail campaign, 
four St. Louis-area banks describing 
themselves as the Dynagroup Banks 
obtained more than 300 new accounts 
and over $711,000 in new money. Of 
the new accounts, more than 200 were 
for four-year CDs.

The campaign was built around two 
coupons similar to the type housewives 
receive that advertise a new product 
available at the local supermarket. One 
coupon was worth $5 with the pur
chase of a four-year CD of $1,000 or 
more. The other was worth $10 with 
the purchase of a similar CD of $5,000 
or more. In each case, the bonus was 
to be added to the face value of the 
CD. In other words, the bonus money 
was only a bookkeeping entry until the 
CD was cashed.

To circulate the mailing, the banks 
used a direct-mail company, which ad
dressed and arranged the mailing by 
carrier routes. Thus, the carrier had 
individual letters addressed to “Resi
dent” at a specific address. Close to 
75,000 homes were circularized.

The mailing was broken up so that 
each of the three banks had what 
might be termed a “personalized” mail
ing. That is, letters delivered in the 
trade area of a particular bank con
tained a message on that bank’s letter
head, signed by that bank’s president.

The letter “sold” three services: four- 
year CDs at an effective annual yield 
of 7.62%, free checking and six-year 
CDs with an effective yield of 7.89%.

The reverse of the bonus coupons 
was a deposit form, which the new cus
tomer could fill out to purchase a CD. 
Names and addresses of all four Dyna-

For the Ailing Economy:

A  New ’D o c to r’ on C all: 
Banks O ffe r Rebates

Because of the current recession and 
poor new-car sales, Detroit is offering 
rebates to those buying certain new 
cars. The idea is being adapted by 
banks as well. People taking out loans 
on 1975 American-made autos are get
ting rebates, reductions or longer peri
ods in which to repay from a growing 
number of banks.

Frank West, assistant vice president, 
Cape State Bank, Cape Girardeau, 
Mo., says of the $50 rebate being of
fered by his bank to new-car loan cus
tomers, “The rebate reduces our yield 
somewhat, but if the customer pays it 
off over 36 months, well still make a 
good enough yield.”

Those financing at State Bank, Free
port, 111., or requesting financing with 
the bank through their local dealers, 
receive a 2% or minimum $50 cash re-

FEBRUARY ONLY!

SIMPLE INTEREST 
NEW CAR LOANS.

\MACCAMAW BANK IS DOING ITS PART 
TO HBJP GET AMERICA'S ECONOMY MOVWG!

Lagging automobile sales are having 
a senous etlect on our economy, from the 
national level right down to the local level 

Waccamaw Bank wants to help turn 
the economy around by ottering a special 

9% loan that wiM give the auto industry 
a boost M we« as give you a good deal

HERrS THE DEAL
Now through February 28,1975,

in ie^l^ns atTr^^Ted'bi9 t
9% The loan is applicable onty to the 

purchase of any new car and onty

"Recession fighting measures" are illustrated 
in new car loan ad of United Carolina Banc- 
shares Corp., W hiteville, N. C. Affiliate banks 
offer 9 %  loan rate or $200 rebate.
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bate on a new automobile. State Bank 
calls the campaign “W ere Banking on 
America.”

Colonial Bank, Waterbury, Conn., 
offers its employees $100 just to buy 
a new American-made car, and Farm
ers & Citizens, Lancaster, O., has set 
up a $100 plan for borrowers.

In Atlanta, Citizens & Southern has 
a 90-day offer of 42-month loans, low
ering payments on a $4,000 auto by 
$15.87 per month, compared to the 36- 
month rate. Manufacturers Bank, De
troit, offers reduced loan rates, as does 
another Motor City-area institution, 
State Bank of Escanaba.

According to Norbert A. Sylvester, 
Manufacturers Bank executive vice 
president, “Our program, along with 
other rebate programs, should stimu
late the economy and get us moving 
again. In short, it is a most attractive 
time to buy a car.”

An Iowa 'Caper':

'Take the M oney and Run' 
Ends Toy N a t'l O pening

Toy National, Sioux City, la., 
opened its new building with grand
opening ceremonies dubbed “the Great 
Toy National Bank Caper.” The “Ca
per” ended when Mrs. Carolyn Koes-

ters “got away” with $2,000.
The festivities, advertised on radio, 

TV and in the newspapers, featured 
free commemorative coins, each indi
vidually numbered. Those attending 
were given one and, at a later date, a 
drawing took place and whoever had 
the lucky number was allowed five 
minutes in which to remove as much 
cash ($10,000 maximum) as he or she 
could carry from the vault.

Bank officials termed the promotion 
a success, and the story was reportedly 
covered in every major U. S. city news
paper and TV news program.

Americana Exhibit:

Rockwell Pencil Drawings 
In Bank Lobby Showing

Pencil drawings by Norman Rock
well recently were exhibited in the lob
by of Corpus Christi Bank. The 35 
sketches were from a collection of more 
than 70 of the artist’s drawings com
missioned by Massachusetts Mutual 
Life, which used them for a series of 
national advertisements between 1950 
and 1964.

Included in the showing of popular 
Rockwell drawings were such works 
as “Girl in Front of Mirror,” “Boy at 
Mirror,” “Family With Pups,” “Father

Helping Son With Homework” and 
others. The collection, or parts of it, 
has been exhibited at many of the 
country’s well-known galleries and mu
seums.

Banker 'Picks' Name

Aston Kennedy, founding pres., Volunteer-State, 
Knoxville, Tenn., took to the air in a "cherry 
picker" to unveil a sign bearing the bank's 
new name, First American. In 1973, the bank 
became an affiliate of First Amtenn Corp., 
Nashville. Prior to the unveiling, M r. Kennedy, 
now ch. emeritus, announced that under the 
new name, additional banking services w ill be 
introduced to Knoxville and new offices w ill be 
opened during 1975. The ceremony was cov
ered by local newspapers, radio and TV sta
tions. In addition, the name change was an
nounced in morning and evening newspaper 
ads.

Take Your Best Look 
Through Creative Image
Todays corporate image is reflected in fashioned career apparel. 
Creative Image gives professionalism to today's career women. 
The woman comes first. ..and Creative Image presents a collection 
of designer ensembles that lets the woman and her spirit come 
through. Isn’t it about time you and Creative Image get together to 
put on your best look.

1709 N. Market • Dallas, Texas 75202 • 214/741-5231

Name of Co. 
Name____
Address 
Phone_
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No Religious Experience Necessary:

Exorcise Your O w n  Ghost (Writer): 

You Can Be a Man of Letters!

By Louis C, Fink

MOST males in my peer group— 
friends and banking associates— 

hate to write. They leave the Christmas 
messages and sympathy notes to their 
wives. They don’t mind dictating a let
ter if it’s similar to some they’ve dictat
ed before. (Bankers are well known for 
looking in the file to see what was 
written the last time.) But give the 
male banker a new idea to express on 
paper, and he’ll shy away as long as he 
can.

I know scores of men who are given 
highly paid secretaries to save time— 
and these men carefully write out their 
letters in long-hand and then dictate 
their messages to stenographers.

It’s not that bankers don’t know 
what they want to say. Put the cus
tomer face-to-face, and the banker can 
express himself concisely, pleasantly 
and accurately. But put paper in front 
of him, and he freezes.

This little-discussed character trait 
quite unintentionally gave me a second 
career. Whether I was a loan clerk on 
Wall Street during the Big Bust, a 
credit investigator later or an advertis
ing manager years after that, I found 
myself typing messages for men who 
knew what they wanted to say but 
couldn’t put it down in black and 
white.

The custom even spilled over into 
the Army. Just after I was drafted at 
Fort Dix, a sergeant half my age asked 
(ordered?) me to write a love letter to 
a waitress at a nearby cafeteria. He 
promised dire punishment if the letter 
was unsuccessful. I was shipped out 
before the results were in—fortunately.

In the three banks that paid me 
salaries—and the scores of correspon
dent banks with which I consulted—I 
never wrote any more love letters, but 
I did just about everything else.

A vice president drops by: “Lou, I ’m 
making a Fourth of July speech at the 
high school. Write me a rousing end
ing.” He said I wouldn’t need to see 
the beginning; just give him a closing 
paragraph.

A telephone call from a distance: 
“Lou, write a message for my annual 
report. We had a good year.”

One of the favorite (but not mine) 
requests was for “something funny” for 
the office party. If it could be a poem, 
so much the better. Parodies of well- 
known poems are always satisfactory, 
and my Oxford Book of English verse 
is well thumbed. So are Roget’s The
saurus, Bartlett’s Quotations, Bergen 
Evans’ beautifully indexed Dictionary 
of Quotations and even the Reader’s 
Digest’s 1,001 Inspirational Things. It 
impresses people if you throw in a 
classical quotation.

Sometimes the letters were delicate, 
like a short one for the man who was 
leaving for another job; he wanted to 
submit his resignation, but make sure 
the bank knew how much he loved it. 
He told me exactly what he wanted to 
say; I sat down and typed it very near
ly word for word, and he thanked me 
for composing his letter for him.

The most challenging ghostwriting 
efforts are always major speeches and 
magazine articles. There is nothing im
moral about using a ghostwriter, if you 
furnish the ideas and let the writer fur
nish the words. Bank presidents hire 
architects to design buildings and tell
ers to cash checks, so they have a right 
to use speech writers, too. It’s impor
tant that the speaker provide the ideas 
and that he edit the speech or article 
to give it his own personality. He’s tak
ing a chance if he doesn’t.

I wrote one speech for a bank officer, 
and he was in such a hurry that he 
rushed to the dinner without glancing 
at it. His plan was simply to read the 
speech, which is a sure-fire way to put 
your audience to sleep. Midway in the 
speech, I had rung in a joke or two to 
liven it up. The speaker read the hu
mor, realized that it was a joke gone 
wrong and muttered audibly, “Who 
wrote that?” The audience groaned.

The banker occasionally seeks a sec
ond opinion on his speech. Some wives 
are very helpful at this sort of thing. 
They can make constructive sugges
tions. But some are not so helpful. I 
remember the time I was asked for a 
very sentimental tribute, short, but 
sugary. I took one of Milton’s sonnets, 
followed the poet’s theme and his iam
bic pentameter scrupulously and was 
pleased with the result.

The next day I was thanked. “Your

poem was very good, but my wife no
ticed that you had two lines at the end 
which didn’t rhyme like the others. So 
she added two lines so it came out 
even.”

Of course, I frequently was on the 
other side, editing instead of being 
edited. I once was responsible for 
printing economic reports by two dis
tinguished economists. One realized 
that he was a better economist than a 
grammarian, and he let me correct any 
obvious errors. But when I pointed out 
a mistake or two to Economist Number 
Two, he nearly took my head off. No
body was going to monkey with his 
prose!

Bankers really should not be so 
afraid to write. The best way to learn 
to write is to write, as much as you 
can. If your vocabulary is weak, try 
spending 15 minutes a day on a cross
word puzzle; it will help. Most of us 
can improve the readability of our 
work by using the rules of Rudolf 
Flesch: short sentences, short para
graphs, no multi-syllabled words and 
lots of personal pronouns—YOU and 
I and W E. That’s the way we talk, and 
that’s the way newspapers are written. 
Like your letters, the purpose of a 
newspaper is to be read, not to com
pete for a Pulitzer Prize.

Banks can help their staff, of course. 
Every office should have a couple of 
good reference books—on rules of 
grammar, for instance, and on eti
quette, so we’ll know how to address 
an archbishop or a United States sena
tor.

Also, banks can provide instruction. 
The AIB has good courses, and attend
ance can be encouraged. Outside con
sultants can be hired. One bank in a 
large city uses a successful advertising 
man, now retired. He lectures on sev
eral aspects of writing, gives plenty of 
assignments, which he criticizes in a 
helpful way, and even gets file copies 
of letters his students have written. 
Those copies reveal as much as any
thing.

If all else fails, and you have a big 
speech coming up, hire a newspaper
man. He makes his living by reporting 
events and describing situations so that 
thousands of readers can understand, 
quickly.

If we could forget about glorious 
prose and confine ourselves to the mes
sage we want to convey, writing would 
be less of a chore. • *
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Those famous words, spoken by Patrick Henry in defiance of the British, 
truly reflect the feeling of colonial Americans as they fought to free them
selves from oppression.

That same spirit and flavor of revolutionary America is now captured 
in The Liberty Series from Harland, a collection of seven full-color checks 
depicting great people and memorable moments in American history, classic 
matching vinyl cover and simulated woodgrain check box. Beautifully differ
ent, The Liberty Series is a fitting tribute to America’s 200th Anniversary.

HARLAND FINANCIAL STATIONERS
P. O. BOX 13085, ATLANTA, GA. 30324
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In Norristown, Pa.:

Delinquency Problems?
H elp Them Find Jobs!

When John Carr, president, Subur
ban Bank, Norristown, Pa., learned 
that many of his loan customers were 
delinquent because of unemployment, 
his solution was simple and effective. 
He helped them get jobs.

After a meeting with the loan de
partment at Suburban, during which 
the idea of employment for idled loan 
delinquents was “kicked around,” Mr. 
Carr had lunch with a local manufac
turer of small motors. His plant had 
openings on the night shift, so the 
manufacturer agreed to work some
thing out.

Noreen Lawless, loan department 
manager, began calling delinquent loan 
customers that night. After finding 87 
unemployed because of recent layoffs, 
she began contacting local merchants. 
In three days, Miss Lawless had placed 
22 in new jobs.

According to bank officials, the men 
have been hired full- or part-time as 
maintenance workers, machinists, truck 
drivers or production workers.

“One became a production manager 
and got paid in the high teens, a job 
for which he had been looking for over 
two years,” Mr. Carr said.

Miss Lawless indicated that even 
though many firms in the area had 
been hit by job furloughs in recent 
weeks, employment does exist. “The 
problem is that the unemployed had 
been on the job for a long term, and 
now that they are out of jobs, they 
don’t know where to go because they 
think no one is hiring. But people are,” 
she stated.

Mr. Carr concluded, saying, “Since 
we placed the first ones, we have had 
calls from several other local busi
nesses. Firms are calling us, asking to 
be put in touch with available work
ers.”

Understanding Banking:

Bank-Sponsored Course 
Is for Jr. H igh Students

In conjunction with a “mini-course” 
program, Mary Ferguson, an employee 
of First Security Bank of Downers 
Grove, 111., is instructing seventh and 
eighth graders at St. Joseph’s Junior 
High, Downers Grove, in basic banking 
principles.

The course, called “Understanding 
Banking,” is part of a program to orient 
junior high students toward a profes
sion. It’s a combination of lectures, 
class participation, guest speakers and

20

Community
Involvement

M ary Ferguson teaches 7th and 8th graders at 
St. Joseph's Jr. High, Downers Grove, III. She 
is employee of First Security Bank of Downers 
Grove and part of bank's community involve
ment program designed to help students to
ward professions.

field trips, giving an in-depth look into 
bank operations.

In addition to regular course work, 
the class has heard presentations by ex
perts in various areas of banking. The 
class also took a field trip to see the 
computer center at First Data Services, 
Naperville, 111., a computer accounting 
firm servicing a number of the area’s 
suburban banks. After that, they visited 
LaSalle National, Chicago, to see how 
a large bank operates.

The Big 'C :

Milwaukee H C  Program 
Teaches C ancer D etection

One thousand women were told how 
to detect breast cancer, the leading 
form of cancer and leading cause of 
death among women, in its early stages 
through self-examination in a program 
for staff members and wives of employ
ees of Marine Corp., Milwaukee.

The American Cancer Society pre
sented the teach-ins at the 15 member 
banks of the HC, which is anchored by 
Marine National Exchange Bank, Mil
waukee.

An earlier program was held at cor
porate headquarters in conjunction 
with the Milwaukee Department of 
Public Health, and one case of breast 
cancer was detected among the 200 in 
attendance.

Eileen Sagar, registered nurse in 
charge of the corporation’s health ser
vices department, took advantage of 
the publicity generated by Mrs. Gerald 
Ford’s and Mrs. Nelson Rockefeller’s 
bouts with the disease to organize the 
initial program. She later served as liai
son between the HC and the American 
Cancer Society, which presented its 
teach-ins free of charge.

The programs, which resulted in

nearly 100% attendance, provided films, 
speakers and demonstrations of exami
nation techniques on anatomical mod
els.

In Prize-Winning Campaign:

Bank Promotes Town Mall, 
Generates Local Good W ill

The Jack Carpenter Award for com
munity service was given to Oak Park 
(111.) Trust, citing the bank’s television 
campaign for promoting the town be
fore the institution.

With construction of Oak Park Vil
lage Mall underway, the bank, in order 
to tell the public about its positive side, 
developed a campaign, using the theme 
“Heart of the Mall.” It used newspaper 
ads, billboards and direct-mail pieces 
in addition to television coverage. Dur
ing the mail’s grand opening, Oak Park 
Trust will be giving away “Heart of the 
Mall” shopping bags, buttons and bal
loons.

ABOVE: Oak Park (III.) Trust has added mes
sage "Heart of the M a ll"  to its clock, follows 
award-w inning ad campaign theme promoting 
Oak Park as "a  w ay of living."

BELOW: Bank has erected revolving, lighted 
"Heart of the M a ll"  sign in lobby. Display is 
nine feet tall.
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No matter what 
the economy does 
in the next 5 years.
\6ur home improvement 
loans can be 
fully, profitably, 
insured against loss.
Complete protection. Against recession, 
unemployment, strikes, divorce, 
sickness and every conceivable cause 
of default on your HIL portfolio. Insured 
Credit Services, world's largest private 
insurance source for home 
improvement loans, currently offers 
this invaluable protection to over 1,000 
leading banks. Call or write William F. 
Schumann, President, for complete 
details.

Visit our hospitality suite during the 
ABA Instalment Credit Conference 

in Chicago April 6-9

IN S U R E D  C R E D IT  
\  S E R V IC E S  1

307 N. Michigan Ave., Chicago, Illinois 60601 312/263-2375
America's No. 1 insurer of home improvement loans.
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Make sure your Career Apparel program 
does the job. Du Pont con help you.

If your career apparel program is to be effective, a lot of things hove to be done right.
You have to project the image you want for your bonk... satisfy employees' needs... 
decide on contem porary-looking apparel that's properly m ade w ith excellent- 
performing fabrics o t  Dacron* polyester... and assure yourself of continuity of supply to 
fit new employees, which means choosing reliable suppliers. If you'd Hike help in setting 
up a program that will do all of these things for your bank — 
contact our Career Apparel specialists at (302) 999-2854.
Or write: The Du Pont Company, Textile Fibers, Centre Road 
Building, Suite 31J6, Wilmington, Del. 19898.
*Du Ponr registered trademark.

POLYESTER
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1776! -§7ta¡nil mem

The timeless beauty o f  fine silver -  a tradition cherished by the time o f  the American Revolution. Master 
silversmiths took painstaking care with every detail to make each piece a masterpiece.

Salem recreates this proud tradition in “1 776!” silverware. Even at first sight its uncompromising quality is 
evident. The rich beading around broad, gently-curved handles is authentic Early American design. Each piece is 
finished to perfection with a softly-brushed sheen and dramatic highlights. Quality stainless steel, “1776!” needs 
no special care or storage to protect its beauty. All this, plus its solid weight and perfect balance make “1776!” 
a true masterpiece.

Catch the spirit and glow o f  our heritage in these Bi-Centennial years . . . “1776!” the newest addition to 
the Salem Collection o f  fine products. All Salem products are part o f  complete programs, including: successful 
track records, displays and advertising materials, direct-mail pieces, TV, internal control and report forms, 
personnel training, an exclusive market, and return privilege o f  unused merchandise.

Write for more information about “1776!” and other fine Salem programs. Better yet, Phone: (216) 332-4655

(Salem, (Silversmiths
A D IV IS IO N  OF THE SALEM CHINA COMPANY, SALEM, O HIO 44460
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There Is More To Running 
An Insurance Company 
Than Meets The Eye

“Common Sense Is 
Not So Common”
(and Voltaire didn’t even know about the problems of starting 
insurance operations} but at Old Republic we do. We have an 
uncommon sense about how to avoid pitfalls, serve customers 
well and achieve a sound operation quickly. It is based 
on 50 years of helping others get into the insurance business — 
hundreds of consumer finance companies, retailers and other 
consumer-oriented companies—and 50 years of managing 
our own life and casualty operations successfully.

Old Republic Areas of participation with Banks
Feasibility studies including pro-forma operation statements for bank holding 
company life and disability insurance subsidiaries.
All insurance coverages permitted in Regulation Y including:
> Consumer loan Credit „  Leasing

life and disability 
Agricultural Credit life 
and disability
Mortgage life and disability
Fire, extended coverage 
and homeowners
Credit guaranty 
Mobile home coverages

Crop Flail
Automobile coverages
Trust Department—Employee 
and Pension Plan Coverages
Maturity value savings plan insurance 
Usual bank holding company coverages 
Commercial Loans

PARTNERSHIP FOR PROFITS

OLD REPUBLIC
international corporation
INGENUITY IN INSURANCE

For more information, please contact
$6.1 billion life insurance in force William R. Stover. President

Old Republic Life Insurance Co.
$212 million consolidated assets 307 N. Michigan Avenue, Chicago, III. 60601

312-346-8100
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Our 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- \ \ [ i

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.

C & n n e & t
BUSINESS ENVIRONMEN'

/ f f

Offices also in Dallas, Denver, and Honolulu

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



Is your insurance file like . . . .

OPENING UP A
PANDORA S BOX?

Is your insurance file like opening up a PANDORA’S BOX? Has anyone 
really gone over your insurance file and given you a summary of what your 
insurance is all about? Do you know what the new pension reform act has to 
do with your operation? Do you know why you carry the insurance you now 
carry? Is your insurance current and complete?

There is only one answer. . . from the firm that counsels over 300 financial 
institutions throughout the Midwest.

Call or write . . .  Robert A. Carney, President

Insurance Programmers, Inc.
327 South LaSalle Street, Chicago, Illinois 60604— (312) 939-3366
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V

y

Holding
Companies

• The Fed approved an application 
by Bankshares of Indiana, Inc., Merrill
ville, to acquire Goodwin Brothers 
Leasing, Inc., Lexington, Ky.

• Application by Deposit Guaranty 
Corp., Jackson, Miss., to engage de 
novo in providing management consult
ing advice to nonaffiliated banks 
through DGC Services Co., wholly 
owned subsidiary, has received Fed 
approval.

• Merchants National Corp., Indian
apolis, has received Fed approval to 
acquire Pacific American Leasing 
Corp., Phoenix. The Fed also con
firmed the HC’s bid to form Plaza Life 
Insurance Co., Inc., a new wholly 
owned subsidiary that will offer credit 
life and disability and engage in under
writing as a reinsurer for credit life 
and credit accident and health insur
ance. The new company is an Arizona 
corporation with the head office in 
Phoenix, and it will have a branch in 
Indianapolis. Otto N. Frenzel III will 
serve as chairman; Howard Sites, as 
president; Richard A. Cantin, as vice

Fed Amends 'Y'

The Fed has issued a clarification 
of a portion of Regulation Y cover
ing acquisitions of assets by HCs in 
the normal course of business with
out Fed approval.

The Fed has amended Regulation 
Y by stating that if all, or substan
tially all, of the assets of a com
pany, or a subsidiary, division, de
partment or office are acquired by 
an HC in the ordinary course of 
business, the acquisition must be ap
proved by the Fed.

Comments on the provision are in
vited until March 19.

president; and Donald W. Tanselle, as 
secretary-treasurer.

• William H. Laird IV and Dennis 
R. Morrison, assistant vice presidents, 
and Peter F. Faletti, accounting man
ager, all of the comptroller’s depart
ment, Mercantile Trust, St. Louis, have 
been transferred as officers to the HC, 
Mercantile Bancorp., Inc., St. Louis. 
Mr. Laird will handle insurance ad
ministration and Mr. Morrison will 
head the tax administration area.

Free Checking at 1st of Tulsa 
Termed Anniversary Gift

TULSA—First National has begun 
offering unconditionally free checking 
to its personal account customers. The 
service, said to be the first free check
ing to be offered in the Tulsa area, has 
been termed a “gift” to the people of 

x Tulsa in observance of the bank’s 80th 
anniversary.

Existing checking accounts were au
tomatically converted to free checking 

* last month. The bank provides free 
checks imprinted with the customer’s 
name and account number, and there 

x is no limit to the number of checks that 
can be written.

Transit Token Vending Machine 
Installed at Continental Bank

CHICAGO—Customers of Con
tinental Illinois National can purchase 
transit tokens from a vending machine

in the bank’s personal banking depart
ment.

The one-of-a-kind machine, built for 
the bank, dispenses two tokens and 
gives 100 change when a one-dollar 
bill is inserted. It generates 10 tokens 
and 500 change when a five-dollar 
bill is inserted.

The machine provides 24-hour ser
vice and speeds up manual teller trans
actions by providing customers with 
a specific location for purchasing to
kens.

More machines are being built for 
future installation.

Check Cashing Service Card 
Offered by Illinois Banks

ROCKFORD, ILL.—Central Na
tional and five other banks have be
gun offering a check cashing service 
card to any preferred checking account 
customer at any of the participating 
banks. Customers, using ID cards, can 
cash personal checks for up to $100 at 
any of the banks.

To qualify for a photo ID card, cus
tomers must maintain a checking ac
count at any of the banks and have a 
good credit standing.

The service is being promoted on 
TV, radio, in newspapers and by direct 
mail.
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Beat the pants 
off your 
competition!
B rin g  in new m oney . . . 
and m ore b u sin ess for a ll 
serv ices  . . . y o u r reward for 
using  the proven p u llin g  
pow er o f an A S& I com m unity  
serv ice/ ad v ertisin g  d isplay . 
Tim e/tem perature d isp lays. 
M essage C enters, com plete 
sig n ag e  and logo p ro g ram s . . . 
each produces re su lts  in 
today’s com p etitive  c lim ate. 
With A S& I you a lso  get 
environm entally-sou nd  
design and a lifetim e 
guarantee of dependable 
perform ance.
O ver 5,000 fin a n c ia l 
in stitu tion s are now en jo y in g  
the rew ards p o ssib le  w ith 
A S& I d isp lays. You should be, 
too. R eturn  the coupon today 
for fu ll d etails!

American Sign 
& Indicator

C orporation
N. 2310 Fancher Way, Spokane, WA 

I  99206
;? GARDENA, CA DES PLAINES, IL 
I  DALLAS, TX JACKSO NVILLE, FL 

HARTFORD, CT
1 Representatives and Field Engineers 
I  Serving Every C ity

I  Name________________________________

I  T i t l e ____________________________________

■ C om p any_______________________ _

Address _________

C i t y ______________

S ta te__________ Zip
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Operations

Personal Data Use Task Force Proposed 
To Assess Situation, Draft Ethics Code

A PROPOSAL has been made by the 
Bank Administration Institute for 

the banking industry to form a top- 
level task force to study the ways bank
ers currently use personal data collect
ed in routine transactions with custom
ers. End result of the action would be 
to have the task force recommend a 
code of ethics to prevent abuses in the 
handling and dissemination of such 
data.

BAI also has urged that banking take 
an active role in the initiation of priva
cy legislation.

The recommendations appeared in a 
report entitled “Personal Data Privacy 
and Banking,” prepared by the Assess
ment of Concepts and Technology Di
vision of BAI. Division Director Robert 
H. Long said that BAI is awaiting the 
response of members before a decision 
is made concerning whether steps will 
be taken to implement the suggestions 
made in the study, and, if so, how they 
will be implemented. Depending on 
member response to the privacy report, 
Mr. Long said, he would like to see 
the formation of a “cooperative, coor
dinated committee” which would “de
fine what needs to be done, and do it.” 

The report states that, to date, “it 
appears that the industry’s awareness 
and participation in privacy studies 
and conferences has been minimal.” If 
banking’s best strategy is to “do noth
ing and simply react to regulations” as 
they are passed, then this strategy 
should be consciously arrived at, rather 
than being a decision by default, the 
report stated.

Through a survey conducted in 
1974, Mr. Long’s division discovered 
that banks were not very involved in 
the drafting of privacy legislation. In 
many cases, banks were not aware of 
the issue on a nationwide basis. Al
though banks often take steps within 
their own institutions to keep customer 
records confidential, Mr. Long said, 
they “often aren’t aware of what’s go
ing on in the outside world” on this 
matter.

The survey showed that procedures 
for confidentiality and codes of ethics 
concerning customers’ data files were 
either nonexistent or extremely infor
mal.

In addition to suggesting the forma
tion of a banking industry task force, 
the BAI report listed recommendations

that the study group might consider, 
including:

• Assignment of “degree of priva
cy” classifications to personal data com
monly collected by banks.

• Development of a code of person
al data ethics that can be communicat
ed to bank personnel and to customers, 
so as to clarify the bank’s position on 
the issue.

• Establishment of a program 
whereby customer data with the bank 
may have the same privileges in a doc
tor/ patient relationship.

• Establishment of penalties within 
the bank for violations of a personal 
data ethical code.

• Establishment of data safekeeping 
services that banks could offer to cus
tomers who might desire them.

It was concluded from the BAI sur
vey that banks are unclear on the re
sponsibilities of confidentiality and that 
consumers are often uninformed about 
what information they are required to 
supply for such things as credit appli
cations, business and government agen
cies and meeting registration lists.

“The key problem is that few defini
tions or guidelines exist,” the BAI re
port maintains. “Thus, an individual

ANEW standard window envelope 
for the collection of interest cou

pons from bearer bonds has been en
dorsed by the ABA Trust Division’s 
Corporate Trust Activities Committee.

The new envelope will be required 
by the members of the New York 
Clearing House and the Federal Re
serve banks after May 15, Robert I. 
Landau, chairman of the committee, 
said. The envelope was developed as 
a result of a study conducted by a task 
force of the nation’s Federal Reserve 
banks and New York Clearing House 
members, he added.

“The use of this new standard win
dow envelope will enable collection 
agents to identify the paying agents of 
the enclosed coupon(s) without open
ing the envelopes,” Mr. Landau said. 
He pointed out that under the new sys
tem, envelopes would be returned to 
the sender for a records check if the

Privacy Commission Praised

A senior vice president of Bank of 
America has urged leaders of busi
ness and industry to “cooperate fully 
and participate actively” in a con
gressional commission’s study of 
recordkeeping and the right to pri
vacy.

Russell L. Fenwick said that “the 
private sector should recognize that 
public interest in individual right to 
privacy is not likely to abate. On the 
contrary, it is likely to grow, to be
come more profound, to be tested 
through litigation and remain high 
priority for legislation.”

He said creation of the commis
sion “affords a golden opportunity 
for the private sector. . . . We ought 
to seize it immediately and take the 
initiative now—before we find our
selves saddled with elaborate and 
burdensome legislation that needless
ly impedes the efficiency of our op
erations and services for years to 
come. . . .”

is in a weak bargaining position when 
confronted with a government form, 
or an employment or loan application.

The report states that privacy and 
abuse of confidential information is “a 
strong emotional issue.” At the present 
time, a law does not exist that clearly 
defines personal data rights. Many citi
zens and legislators feel that there is 
no effective way to correct data abuse, 
and businesses and government agen
cies may unintentionally cause harm 
and frustration to the public through 
careless handling of personal data.

correct number of coupons listed on 
the outside of the envelope were not 
found inside.

Mr. Landau, who also is a vice presi
dent of Bankers Trust, New York, said 
the new system will reduce costs by 
eliminating the hundreds of types of 
envelopes in varying sizes, shapes and 
formats that now exist within the sys
tem. It also will improve the security 
of handling the coupons by retaining 
them in their original sealed envelope 
from depositor to paying agent, he 
added.

The New York Clearing House 
banks and the Federal Reserve banks 
will furnish each correspondent with 
an initial supply of the new envelopes, 
Mr. Landau said. Inquiries about the 
new system, he stated, should be di
rected to the coupon collection depart
ments of these organizations. • *

New Coupon Envelope Endorsed b y ABA
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“ I could have sent them Paul Revere’s I i !S 'ToT a series of Distinctive Checks from
ride, Betsy Ross, or the Spirit 
of ’76 itself. These are just 
some of the scenes depicted in 
DeLuxe Check Printers’ all new 
Spirit of America Series. So, 
thanks to my banker, I can give 
more than money to the world 
of art. I can give the Boston
Tea Party. Im  glad my banker did.

Spirit of America is just one in

CHECK PRINTERS, INC.
SALES HDQTRS. • 3440 N. KEDZIE, CHICAGO, ILL. 60618
STRATEGICALLY LOCATED PLANTS FROM COAST TO COAST

DeLuxe. Checks that let your 
customers express their per

sonality in flowers, Americana, 
wildlife and more. It’s their 
choice. Ask your represent

ative. He’ll help you display 
and promote colorful 

Distinctive Checks from DeLuxe.
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NEWS ROUNDUP

News From Around the Nation

Senate Forms Bank Probe Unit
A permanent investigations subcommittee with broad 

powers to probe the effectiveness of the nation’s banking 
system has been established by the Senate Banking, Hous
ing and Urban Affairs Committee. The investigative unit 
also will probe federal regulatory agencies, the central 
bank and the many housing, small business and other sub
sidy programs that fall under the committee’s jurisdiction.

It was the first time senators were willing to set up such 
a committee. It is chaired by William Proxmire (D .,W is.), 
banking committee chairman.

Critics of the action said they fear the subcommittee 
will be used for headline-grabbing examinations of finan
cial agencies and departments that should be protected 
from criticism while the economy remains in bad shape.

Proponents said the panel would be an important ad
junct to the committee and the Congress is reasserting 
control over the federal bureaucracy and balancing con
gressional power against the White House through the 
committee.

Possible studies by the unit include a review of Fed 
HC regulation, of bank failures, of Truth-in-Lending law 
and of the Export-Import Bank.

Rural Home Loan Pledge Proposed
The Farmers Home Administration has proposed regula

tions for a new program that would guarantee rural hous
ing loans made by commercial banks and other private 
lenders.

The agency said it would provide guarantees against 
90% of any loss on loans to build, buy and repair rural 
single-family houses and rental housing. The guarantees 
would be similar to those provided for private lenders’ 
rural business and industry and farm loans under the 
Rural Development Act of 1972.

Initially, the guarantees would apply to loans made to 
low or moderate income families. The program could be 
put into effect before mid-year.

S&Ls Rap Reform Bill Changes
An attempt by the Treasury to promote a compromise 

financial reform bill that would placate the thrift industry 
has backfired. The National Savings & Loan League has 
rejected the compromise bill, charging that it would make 
it harder for S&Ls to make housing loans.

The reform bill will include a provision to extend Reg. 
Q controls for 5/2 years, with the possibility of their being 
dropped after that time. This was a switch from previous 
plans to phase out rate controls during a four-year period.

Primary purpose of the reform bill is to give financial 
institutions more flexibility by erasing differences between

commercial banks and thrift institutions. But a spokesman 
for the S&L organization charged that dropping rate con
trols would force home buyers to compete with corporate 
giants for funds.

He said the thrift industry favors a plan under which 
S&Ls would be required to invest a minimum 70% in 
residential home and related loans, with the remaining 30% 
to go to areas considered appropriate by the Federal Home 
Loan Bank Board. Thrifts also favor a 14% increase in the 
savings rate differential thrifts have over commercial 
banks.

S&L Service Expansion Sought
The Federal Home Loan Bank Board wants Congress 

to allow S&Ls to offer many of the same services commer
cial banks do, including checking accounts, consumer 
loans, tax and trust services, investment programs and 
financial counseling and planning.

The FH LBB has sent its proposals to members of the 
House and Senate banking committees. Net result of the 
proposals, if adopted, would transform S&Ls into “family 
financial centers.”

The study predicts that 10% of commercial bank check
ing accounts would be transferred to S&Ls if thrifts were 
permitted to handle such accounts.

FDIC to Continue Exam Experiment
The FD IC plans to continue its experimental program 

covering the examination of about 525 insured state- 
charted nonmember banks in Iowa, Georgia and Wash
ington.

In making examinations in these states, FD IC  examiners 
rely heavily on the reports of state banking departments. 
Not all banks in any state are included in the experiment.

Credit Allocation Debate Cools
The question of whether the Fed should be required to 

allocate credit was decided last month with rejection of 
a mandatory credit allocation bill and issuance of a “sense 
of Congress” resolution expressing the desire of Congress 
that the Fed do what it can to allocate credit.

The Administration vigorously opposed the mandatory 
measure, as did the Fed, although a former Fed board 
member said the Fed has been promoting credit allocation 
on an informal basis for the past year, despite its stated 
opposition to a formal credit rationing program.

Proponents of the plan say the current housing slump 
could have been averted by credit allocation. The Ad
ministration says banks on their own can be more effective 
in allocating credit than the Fed could and the former Fed 
member says the Fed’s informal allocation plan has not 
been effective.
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And so muchmore.

Size alone does not determine the 
strength of a correspondent bank. A bank’s 
true strength evolves from much more.

Take experience.
There’s no asset like it, and in our bond 

department our 23 people rack up an average 
of 10 years’ investment services experience 
per person. They are especially knowledge
able in the tax exempt securities market — 
the reason why more and more banks are 
asking United Missouri Bank to help them set 
up effective municipal portfolios, and why 
our bond department is four times the size 
it was just four years ago.

Take leadership.
We administer more retirement plans 

than any other Kansas City bank. Our invest
ment performance and administrative excel
lence in this area rank United Missouri Bank’s 
trust department among the top in the nation.

Take foresight.
Agriculture has a stabilizing effect on 

our nation’s economy. We realized this many 
years ago when we first committed ourselves 
to this field by establishing a cattle loan 
department. Now this department has been 
expanded into an agri-business division 
headed by Joe Henderson, and is looking 
forward to playing an even bigger role in 
helping to expand middle America’s agri
cultural economy.

United Missouri Bank is strong, yes! 
But so much more.

Put our strength and capabilities to 
work on your correspondent needs. Write 
United Missouri Bank of Kansas City, Post 
Office Box 226, Kansas City, Missouri 64141. 
Or telephone 816-221-6800.

united m issouri bank 
of kansas city, n. a.

None of the others come close.
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Disposition of Lease Residuals: 
Problems and Opportunities

BANKS engaged in leasing that have 
written “true leases” are entitled 

to possession of leased equipment from 
the lessee as such leases terminate. 
Many banks facing this problem for the 
first time are understandably apprehen
sive about taking possession and sell
ing equipment coming off lease. The 
purpose of this article is to address 
some of these concerns and to identify 
opportunities which arise in connection 
with disposition of residuals.

In a properly negotiated lease, the 
return of the equipment at the conclu
sion of a lease should only create op
portunities. Although most banks book 
anticipated residual income, the rental 
income from a properly drawn lease 
should have made good economic sense 
on the basis of a zero residual.

The bank leasing company which 
has speculated on residual income to 
justify its pricing is justifiedly appre
hensive.

As in most business activities, plan
ning is necessary in order to achieve 
results which will maximize profits.

The first step a lessor should take 
when faced with the prospect of return 
and disposition of equipment under 
lease is to examine the lease documen
tation to determine the rights and ob
ligations of the parties. The following 
checklist may be helpful in this regard:

1. Does the lease contain a “put” for 
the lessor? Does the lessor have the 
right to require the lessee to purchase 
the equipment at some price?

2. Does the lessee have an option 
to purchase the equipment at the con
clusion of the lease for a set price? For 
a “fair market value” price?

By PETER K. NEVITT
President

First Chicago Leasing Corp.

3. Does the lessee have an option 
to renew the lease at the conclusion of 
the initial term? For a set rent for a set 
term? For a “fair rent”? (The purpose 
of a fair rent renewal option or a fair 
market value purchase option is to pro
tect the lessee by keeping the equip
ment from being sold out from under 
him.)

4. Under 1, 2 and 3 above, what 
steps must be taken by the lessor or the 
lessee to protect their respective rights? 
What notices must be given? What are 
the consequences for failure to give no
tice? If options are given both the 
lessee and lessor, which option over
rides the other?

5. Does all equipment under a lease 
terminate simultaneously? Do lease 
schedules vary the lease terms?

6. What is the lessee’s obligation to 
return the equipment? Must it be re
turned to one location by the lessee? 
Must the lessor pick up the equipment?

7. What is the lessee’s obligation to 
have maintained the equipment in 
good working order?

8. Does the lessor have all the lease 
documentation regarding the leased as
set? Are there any side letter agree
ments or understandings?

9. Does anyone other than the lessee 
or lessor have a right to the residual? 
Did the lessor ever transfer the residu
al? If a broker or packager put the deal 
together, did the lessor assign to him 
a part of the residual as a portion of 
his fee? If so, does he have any obliga
tion to take charge of the equipment 
and dispose of it at the end of the lease 
term?

10. Does the lease renew automati
cally if neither party terminates, either 
under the lease terms or by law? If so, 
at what rent?

After a lessor has determined the 
rights and obligations of the parties un
der the lease, he should take whatever 
steps, such as notification, as are neces
sary to protect his rights and be aware 
of changes in his rights which may re
sult from actions or inactions of the 
lessee. The lessor may wish to remind 
the lessee of lessee’s rights as a matter 
of courtesy and good business relations.

In order to sell the equipment to a 
third party or in order to obtain an ap
praisal of the value of the property, it 
is necessary to have a complete and 
exact description of the leased equip
ment. In the case of equipment such 
as trucks, construction equipment, ma
chine tools, material handling equip
ment, aircraft and computers, for ex
ample, the description should include 
the name of the manufacturer, serial
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number, model number, model name, 
year of manufacture, a list of all special 
features and accessories, and location. 
In the case of leases of furniture and 
fixtures, or numerous small items 
of equipment, a complete inventory 
should be prepared of each and every 
item of equipment with name of manu
facturer, year of manufacture, serial 
number (if any) and location.

Such detailed information can usual
ly be determined from the invoices. 
Additional information can be obtained 
from manufacturers’ brochures and cat
alogues.

This information also can be used 
as a checklist to make sure the correct 
equipment and all of the leased equip
ment will be returned at the conclusion 
of the lease.

Photographs of the equipment are 
also helpful for purposes of identifica
tion.

After determining exactly the equip
ment to be returned, the lessor should 
determine the current fair market value 
of such equipment.

The return of equipm ent a t 
the end of a tease should 
create opportunities fo r the  
bank.

Knowledge of how the equipment 
has been used is important in apprais
ing its value. Has it been used 24 hours 
a day or sparingly? Has it been used 
in a manner to quickly exhaust its use
ful life? In the case of a truck, what is 
the mileage? In the case of a machine 
or an airplane, what are the hours of 
use? Has the equipment been well 
maintained? Is the lessee currently 
using the equipment and how essential 
is the equipment to the lessee?

Many kinds of equipment typically 
leased are valued in published refer
ence works. Examples of such publica
tions for cars, trucks, construction 
equipment, material handling equip
ment and aircraft include the follow
ing:

• Cars (“Red Book”), trucks (“Blue 
Book”), and farm tractors and equip
ment: National Market Reports, Inc., 
900 South Wabash Avenue, Chicago, 
IL  60605.

• Aircraft: “Aircraft Price Digest,” 
Aircraft Appraisal Association of Amer
ica, Inc., Box 59985, Oklahoma City, 
OK 73159.

• Construction equipment, material 
handling equipment, trucks and trail
ers: “Green Guide,” Equipment Guide 
Book Co., 3980 Fabian Way, Palo Alto, 
CA 94303.

The reliability of these publications 
is attested to by their widespread use. 
The valuations are based upon an as
sumed state of repair that is usually 
stated.

Franchised dealers and manufactur
ers of the equipment to be valued are 
often a good source of information. 
Used equipment dealers are another 
source of information.

Where other reliable sources are not 
available, the counsel of a reputa
ble independent appraiser should be 
sought. Such consultation will cost 
money. On the other hand, you may 
be pleasantly surprised at the value of 
the equipment, or you may save your
self time and effort by determining that 
the value of the equipment is much 
less than you imagined.

The current fair market value of the 
equipment must be adjusted to arrive 
at a target sale price that is realistic in 
view of expenses and inconveniences 
the lessor or the lessee will incur.

Plus factors from the lessor’s point 
of view are as follows:

1. Lessee’s need for the equipment 
and replacement cost.

2. Lessee’s obligation (if required 
by the lease) to return the equipment 
to the lessor at a designated location 
at his expense.

3. Lessee’s ability (or inability) to 
return equipment (as in the case of 
furniture and fixtures or small item s).

4. Dismantling expense which lessee 
is obligated to pay.

5. Lessee’s obligation to have prop
erly maintained the equipment. Ex
pense of bringing equipment to the 
state of working order and mainte
nance required by the lease.

Negative factors from the lessor’s 
point of view are listed below.

1. Expense in selling equipment, 
such as advertising expense and bro
ker’s fees.

2. Expense or cost of storage, trans
portation to storage and transportation 
to purchaser.

3. Reconditioning expense.
4. Executive time in handling the 

sale of equipment.
5. Customer’s ill will incurred by in

sisting on strict adherence to lease 
terms.

6. Tax consequences of a sale or 
lease to a third party.

7. Negative residual, where equip
ment has no value and lessor must dis
pose of it. (Most leases give lessor 
right to abandon.)

With these factors in mind, the les
sor should determine an acceptable 
buyout price.

If the lessor is willing to renew the 
lease or obligated to renew the lease 
at fair rental value, he should deter

mine the term and rent he will find ac
ceptable. He should also decide wheth
er he wishes to grant a fixed purchase 
option at the end of the renewal term 
or whether he is willing to finance the 
purchase of the asset by the lessee.

After the lessor has prepared himself 
by researching the lease documenta
tion, reviewing the value of the equip
ment and determining his negotiating 
objectives, the lessor is ready to negoti
ate with his best prospect, the lessee.

If the lessee has any need for the 
equipment, continued use of the leased 
equipment at a reduced rent may be 
much more desirable than immediate 
replacement.

Comprehensive planning is 
necessary to achieve results 
th a t w ill m ax im ize  profits.

If the lessee does not need the 
equipment, his obligation under most 
lease agreements to return equipment 
to the lessor at some designated loca
tion in like-new condition, normal wear 
and tear expected, can place a consid
erable and in some cases an impossible 
burden on the lessee.

The lessor should give the lessee a 
timely written notice required by the 
lease documentation, and begin a dia
logue with the lessee on the subject of 
renewal or return of the equipment.

If the lessee desires to renew the 
lease or purchase the equipment, nego
tiations on terms for such purchase or 
such renewal can commence. So long 
as the lessor is armed with facts and 
knowledge of his legal rights, the out
come of such negotiations is a measure 
of his negotiating skill.

If the parties agree that their mutual 
negotiating objective is a purchase at 
fair market value or a renewal at fair 
rental value, or if such purchase or re
newal is called for by the original lease, 
each party may call in an independent 
outside appraiser to buttress their re
spective positions.

The lessor, being in many cases less 
familiar than the lessee as to the value 
of the equipment, may seek the help 
of an appraiser fairly early in such ne
gotiations. This has the added ad
vantage of setting a good tone for the 
negotiations. It indicates to the lessee 
that the lessor is serious, knowledgable, 
and not willing to settle for a nominal 
purchase price. The lessee is put some
what on the defensive. Even if the 
lessee is a good bank customer, it is 
difficult for him to argue for special 

(Continued on page 86)
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Banks Rely on Leasing Firm’s Capital 
To Finance Their Fixed Assets

A GROWING number of banks— 
whose principal business is lend

ing money—have found logical and 
sound advantages to using a leasing 
company’s capital instead of their own 
to finance fixed assets.

Leasing can be a form of borrowing 
capital because it permits a bank to de
crease non-eaming assets and increase 
earning assets, providing significant im
provements in key operating ratios.

There has been a growing trend on 
the part of banks and bank holding 
companies to lease as a means of con
serving capital, which is particularly 
evident in branch expansion and the 
EDP area.

In fact, estimates are that from 13% 
to 18% of all data processing and tech
nical equipment acquired by banks 
within the last three years is on lease.

Another advantage to leasing for 
banks is that it is truly “pay-as-you-go” 
financing; the bank has the use of the 
equipment while it is generating profits 
and can match lease payments with 
productivity. There are, of course, the 
benefits of simplified bookkeeping and 
flexible terms and options. Leasing 
terms are usually longer than more con
ventional forms of financing, and, de
pending on how the lease is written, 
the bank may be able to renew the 
lease after expiration, return or pur
chase the equipment.

One particular bank in the Mid- 
Continent area had undertaken a vast 
branch-expansion program to serve its 
customers’ needs. Equipment require
ments were extensive. The bank need-

By EDWARD G. HARSHFIELD
Senior Vice President 

Citicorp Leasing International, Inc.
New York City

ed coin and currency handling ma
chines, security systems, data process
ing and drive-in teller equipment.

“Our building program was a large 
one,” said the bank’s president, “but 
we didn’t want to tie up our capital in 
fixed assets; that’s not how we make 
money. We figured that it was less ex
pensive to lease,” he said, “and we 
didn’t have to float stock or add capital 
notes to raise funds. We simply leased 
what we wanted when we needed it.”

Technical equipment is really only 
a means to an end for banks; that is, 
the equipment doesn’t generate profits 
in itself, but only serves as a way to 
maintain services.

Computers are virtually a necessity 
in today’s banking world—and they are 
costly. One senior officer of a $200- 
million-deposit bank in the Midwest 
said, “We found it was less expensive 
to lease—that is, from a third-party

lessor—than it was from one or more 
vendors. We wanted their computer 
systems, so we went to a third party 
and saved money over the captive 
leasing companies’ rate.”

Leasing was better for him, he said, 
because the rate of interest is less than 
the return on equity, and with a lease, 
there is no debt obligation or risk to 
the depositor.

Basically, there are three types of 
leasing companies: general equipment 
lessors, those who are captives of man
ufacturers and specialists in specific in
dustrial fields.

A general-equipment lessor usually 
can provide for all financing needs.

For this particular bank, a master 
lease was drawn up, so that not only 
its computers, but also security equip
ment, furniture and fixtures were in
cluded in the package.

Leasing can also permit a bank to 
control its cash flow to most effectively 
reflect the useful and economic life of 
the equipment and maximize opportu
nities for effective tax planning.

Another bank president said, “We 
lease everything here except the bricks 
and mortar. That, for the moment, is 
the only way we’re able to keep pace 
with our expansion demands. Let me be 
quite candid,” he continued, “We were 
number three in our market and eager 
to move up. We decided that our best 
bet was a branch-building program 
that would give us good public expo
sure and increase our business,” he 
said. “Unfortunately, we didn’t have 
the means to invest in the sophisticated
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technical equipment needed to make 
a branch operation work effectively 
and smoothly. We know our business— 
the banking business—so we found 
someone else to handle the amenities,” 
said the president. That someone else 
was a bank-related leasing company 
with a formidable knowledge of bank
ing growth needs.

Leaders in the banking industry 
have been saying that the way to in
crease profitability, especially in these 
times of tight money, is to streamline 
their operations. To do this they need 
automation, because the paper flow 
generated today, in even the smallest 
operation, is overwhelming. People just 
can’t keep up with it, so machines are 
employed to do the job. But one prob
lem with machines is obsolescence. 
Technology is changing rapidly, espe
cially in the EDP area. Many banks 
have turned to leasing, rather than 
buying, for this reason.

Equipment depreciation is another 
consideration. A $35-million-deposit 
bank in the Midwest leases its fixed as
sets because it realizes that the expense 
that can be written off is more than the 
depreciation of the equipment. Another 
thing management kept in mind dur
ing a large building program was cap
ital versus fixed assets.

“When it came to vault equipment, 
such as the vault door, and cameras 
and other security equipment, it was 
simple,” said the bank officer. “There 
was no way we could continue to ex
pand and still purchase everything we 
needed. Leasing provided the best so
lution to our problem.”

From an equipment lessor stand
point, banks make excellent leasing 
customers for a number of reasons. 
First, they take the advice they give 
their own customers, which is to tell 
them how to better manage their 
money. Second, they usually have so
phisticated managers who can readily 
see the advantages of leasing. And 
third, they are good credit risks.

Citicorp Leasing, for instance, is ag
gressively marketing to those banks

that judiciously use leasing as part of 
the mix in their overall financial struc
ture. And, as an affiliate of First Na
tional City Bank, one of the world’s 
largest, Citicorp is well atuned to bank 
equipment needs.

There are other advantages to leas
ing for a bank, such as fixed rate fi
nancing and as a hedge against infla
tion.

There are also some interesting 
pieces of equipment banks can lease 
as an adjunct to their operation. One 
of these is helicopters. Helicopters are 
being used today by banks with main 
offices in metropolitan downtown areas 
and scattered suburban branches to re
duce float time.

Because the rotorcraft can make fast 
pickups and fly quickly between re
mote bank branches to a centralized 
heliport, checks reach the operations 
departments faster than by convention
al means. Work flow is improved and 
cycle times on computers can be 
smoothed out by going to a steadily
paced operation. One major Eastern 
bank saved 36% in check processing 
costs through use of helicopter collec
tions, and reduced float time consider
ably. National banks, which must keep 
a percentage of deposits with the Fed
eral Reserve Bank, find their faster col
lections enable them to obtain credit 
earlier.

In short, banks are aware that their 
capital has value only if it is kept in 
the marketplace. The greater the 
amount of funds kept in the market
place, the more income that bank cap
ital earns.

Leasing today is a $ 120-billion in
dustry growing at the rate of 15% to 
20% a year. Part of the reason for this 
growth is that more and more banks 
are turning to this viable financing 
method. * *

First O gd  en C o rpo ra tion  
Observes 5th Anniversary 
O f Service to  Banks

NAPERVILLE, ILL.—First Ogden 
Corp., a bank service firm, has cele
brated its fifth anniversary.

During its five years of operation, 
First Ogden has grown to include sev
en financially-related subsidiaries and 
seen its personnel roll swell from three 
to more than 100. The firm services 20 
small- and medium-size banks in five 
adjoining counties in the Chicago area.

The firm was formed as a framework 
of mutual cooperation for six suburban 
Chicago banks desiring to provide 
more and better services to their cus
tomers.

First Ogden functions primarily to 
form new banks and assist other banks 
in competing with larger banks. The 
company presently offers nearly 30 
services to clients, including advertis
ing, auditing, long-range planning, 
market research, central purchasing 
and special services for directors.

Assets of the 20 client banks are 
more than $422 million. Two addition
al banks are expected to become clients 
shortly and some 20 more banks have 
applications pending.

Shown preparing to cut fifth anniversary cake 
are (from I.) First Ogden Pres. Vernon S. "Tex"  
Hoesch; David S. Sutton, v.p.-marketing; and 
Edwin K. Siebert, v.p.-purchasing. Mr. Hoesch is 
founder of firm and is form er pres., Bank of 
Naperville, III.

National Bank Leasing Shows Gain
Direct lease financing operations of national banks increased 73% dur

ing the 12-month period ending in mid-October, 1974, according to 
Comptroller of the Currency James E. Smith.

“The totals reflect a continuation of the trend toward both increased 
volume of direct lease financing and the growing number of banks pro
viding the service,” Mr. Smith’s office said.

Direct lease operations of national banks for the period totaled $2.37 
billion, an increase of $1 billion over year-earlier figures. During the pe
riod covered by the report, the number of national banks engaged in di
rect lease financing rose from 579 to 655.

The report disclosed that only four of the 50 states did not have na
tional banks involved in leasing operations, none being in the Mid-Conti
nent area.
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A

Passive Position of Bond Holder 
Protected by Lease Transaction

IN THE RUSH to finance industrial 
expansion, there has been a tend

ency to view insured revenue bonds as 
a panacea for certain fundamental risks 
inherent in any real estate transaction.

The industrial development revenue 
(IDR) bond, which was popularized 
in the South in the early ’50s, is a 
financial instrument backed solely by 
the lessee’s credit. Therefore, natural 
calamities and economic stresses can 
alter the risk for all parties concerned.

It is incumbent upon the investment 
banker and lease insurer to conduct a 
sound analysis of a proposed bond 
offering because it usually involves fi
nancing at 100% of costs. IDR financing 
is attractive to the corporate treasurer 
because little or no equity is required. 
With that kind of risk, however, under
writers for the bond dealer and lease 
insurer want to make sure that the 
borrower can add the proposed debt 
burden to his other fixed obligations.

Insisting on tightly written leases 
and adhering to sound underwriting 
guidelines, consistent with current 
economic stresses, have paid off for the 
investor. No losses have been experi
enced to date on industrial revenue 
bond issues backed by Commercial 
Loan Insurance Corporation (CLIC ) 
lease insurance.

George K. Baum & Co. has success
fully marketed $7.25 million in insured 
IDRs since 1972. The sale of the bonds 
was enhanced by the insured lease, 
structured to protect the passive posi
tions of the trustee, bond holder and 
municipal landlord.

MID-CONTINENT BANKER for March,

By ROBERT P. THOMPSON
Vice President 

George K. Baum & Co., Inc. 
Kansas City

In the lease itself, for example, sub
leasing can be permitted only with the 
approval of the insurer. A change in 
tenant obviously can alter the risk for 
all parties concerned and possibly re
sult in a default.

The obligations of all parties to the 
lease transaction must be spelled out 
clearly in the bond circular to satisfy 
securities laws. The lease insurer must 
approve the circular to be sure that 
such matters as deductibles, casualty 
and condemnation exclusions and the 
requirements of eviction, refurbishing 
and re-renting are clearly spelled out.

In all probability, the borrower still 
can realize the benefits of revenue 
bond financing after he pays for extra 
insurance measures.

Let’s look at an example of a 1974

1975

bond offering sold by George K. Baum.
Mid-West Chandelier Co., a private

ly-held manufacturer of lighting fix
tures, purchased an 84,000 square foot 
plant in the Fairfax industrial district 
of Kansas City, Kan., with the pro
ceeds of a $650,000 insured bond issue. 
The trustee and paying agent was Com
mercial National, Kansas City, Kan. 
The trustee purchased a portion of the 
bonds and George K. Baum sold the 
remainder of the offering through re
tail distribution to other investors.

The borrowing cost was 7%. Lease 
insurance premiums, which included 
costs for extended coverage in the 
event of a default, totaled $33,332. 
The effective interest rate on the in
sured bonds increased approximately 
4/10ths of 1% with lease insurance 
expenses.

The cost of insurance was offset by 
a reduction in the interest rate of ap
proximately 1%. George K. Baum felt 
that it could have marketed the bonds 
on a best-efforts basis without insur
ance for about 8/4%. With the insur
ance, a firm commitment to finance the 
project was obtained at the lower in
terest cost.

The saving in this instance amounted 
to approximately $51,000.

Based on an interest rate of 7%, the 
cost of borrowing, combined with the 
lease insurance premiums, came to 
$455,350. Interest costs for an unin
sured bond issue at 8/4% would have 
been $506,350.

The lease between Mid-West and its 
municipal landlord was insured by
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CLIC. The total amount of guaranteed 
rent is $1.075,250 for 15 years, the 
term of the lease. The amount of the 
guaranteed rental income is equal to 
the principal and interest on the bond 
issue, excluding the insurance premi
um, which was a pre-paid expense.

Through an assignee clause in the 
policy, the insurance proceeds in the 
event of a default will go to the 
trustee. The procedures for claim settle
ment, however, should be spelled out 
clearly in the lease agreement between 
the municipal landlord and lessee. The 
insurer has the option of purchasing 
the premises subsequent to the trustee 
foreclosing upon the mortgage. CLIC 
then would pay the trustee the unpaid

principal balance of the outstanding 
bonds, plus accrued interest to ma
turity.

Lease insurance for revenue bonds 
in 1974 exceeded the volume of the 
previous four years. As a wider range 
of properties become eligible for rev
enue bond financing, investors can be 
expected to look for the most security 
possible in this investment instrument.

And contrary to what may be im
plied by the introduction of lease in
surance, the investor should not con
sider a guaranteed bond a poorer risk. 
Rather, the insured bond should be 
viewed as coming to market with the 
triple endorsement of the trustee, un
derwriter and insurer. * *

Legislation, Gold, EFTS Discussed 

At First American s Seminar

ABOUT 190 bank executives from 
Tennessee, Kentucky, Mississippi 

and Alabama attended a correspondent 
bank seminar at which Nashville’s First 
American National was host. The day
long meeting was held at the Sheraton- 
Nash ville.

T. Scott Fillebrown Jr., the host 
bank’s president, started off the discus
sions by speaking on pending legisla
tion on national and regional levels 
and its impact on banking in the South
east. Trust Officer Dick Berquist ex
plained the Employee Retirement In
come Security Act of 1974. He empha
sized the legal aspects and implementa
tion of the individual retirement pro
grams and pension plans for corpora
tions and all employees. According to 
Mr. Berquist, the act is the most im
portant piece of legislation in this area 
since the Social Security law was 
passed in 1933.

Doug Campbell, gold bullion depart
ment head, talked about the gold-sale 
program in the U. S., its effect on the 
international market and how to estab
lish such a program.

The increasing use of electronic 
funds transfer and the proposed auto
mated clearinghouse in Nashville and 
its impact on point-of-sale terminals 
were the topics of Group Vice Presi
dent Jim Smith. Gary Sharp of the 
bank’s international division discussed 
methods by which correspondent banks 
can find buyers in the international 
market for products produced locally 
by their customers.

The seminar was closed with an eco
nomic forecast for 1975 by Vice Chair
man William F. Greenwood. He pre
dicted that the economy was entering 
a stabilization period and should begin 
to improve during the latter part of the 
year. * •

Andrew Benedict (2nd from r.)f ch.. First American N at'l, Nashville, visits w ith four Kentucky 
bankers during his bank's day-long correspondent bank seminar. With M r. Benedict are: George 
W arren (I.), exec, v.p., Sebree Deposit Bank; Charles Moore (2nd from I.), v.p., Paducah Bank; 
Roland Fitch (c.), ch., Bowling Green Bank; and Robert L. Kirkpatrick Jr. (r.), pres., Southern 
Deposit Bank, Russellville.
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Business Boost for Ireland

ST. LOUIS—The weather outside 
was dreary, but at a January 22nd 
luncheon, at which First National 
was host, the theme was “green.” 
The luncheon was given for a group 
of businessmen here so that they 
could hear about the advantages of 
locating one of their branches in the 
Republic of Ireland.

Sean Ward, Midwest manager, In
dustrial Development Authority of 
Ireland, and J. P. Whitty, Bank of 
Ireland, discussed incentives for do
ing so, including, no capital gains 
tax, 15 years of relief from taxes on 
export profits, ready-to-occupy fac
tories, and an expanding educated 
work force, which would be trained 
at no cost to American businesses 
locating in Ireland.

A question-and-answer session fol
lowed the presentations.

Top M anagem ent Seminar 
Planned by BM A-G olem be 
A t  N orthwestern University

CHICAGO—In cooperation with 
Northwestern University and Carter H. 
Golembe Associates, Inc., Bank Mar
keting Association will co-sponsor a 
two-day seminar, “Banking—An Era 
of Instability.-’ The seminar will air a 
wide range of management opinions 
about traditional economic decision 
patterns and examine new strategies 
for handling economic instability in 
financial institutions.

Senior marketing individuals and 
policy makers from commercial banks, 
S&Ls and mutual savings banks of all 
asset categories are invited to attend 
the two-day seminar, April 1-2, on the 
campus of Northwestern University, 
Evanston, 111.

Conference overview will be given 
by Daniel P. Jacobs, Ph.D., Morrison 
professor of finance, Graduate School 
of Management, Northwestern Univer
sity. Dr. Jacobs has been a member 
of the research staff of the National 
Bureau of Economic Research and was 
co-director of the staff of the Hunt 
Commission.

For more information, contact: Con
ference registrar, Education Depart
ment, Association Services Division, 
Bank Marketing Association, 309 West 
Washington Street, Chicago, IL  60606.
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Case Studies Reveal How Leasing Departments 
Help Correspondent, Corporate Clients

BANK leasing departments and HC 
leasing subsidiaries are being 

called upon more and more to assist 
correspondents and commercial cus
tomers with leases. This assistance can 
be in tangible form, involving partici
pations, or it can be in an advisory ca
pacity.

Birmingham Trust National recently 
announced that it had become the first 
bank in Alabama to negotiate a lever
aged lease with a major utility. The 
lease covers equipment cost of almost 
$12 million for Middle South Utilities, 
New Orleans. Equipment covered in
cludes four towboats and 16 barges for 
transporting fuel oil.

Guy H. Caffey Jr., president and 
CEO, Birmingham Trust, in comment
ing on the lease, said, “There are a 
number of factors which make this par
ticular lease unique. Not only are we 
the first bank in Alabama to consummate 
a lease of this type, we are among the 
first in the nation to successfully con
clude a leveraged lease for a major 
utility. The problem in the past has 
been due, in part, to various regula
tory agencies.”

Although the lease originated at 
Birmingham Trust, a portion of it was 
sold to U. S. Trust Co., New York, a 
reversal of the usual participation situa
tion. The bank bidded against major 
money-center banks and succeeded in 
retaining the business locally.

A hospital in the community of one 
of the correspondent customers of 
United Missouri Bank, Kansas City, 
wanted to lease equipment to be used 
in a new wing. The hospital asked the 
correspondent to make a proposal 
based on a list of the equipment. Since 
the correspondent had no prior expe
rience in equipment leasing, it went to 
United Missouri for assistance.

United Missouri’s lease department 
determined that some of the equipment 
was not suitable for lease financing. 
The bank came up with a specific pro
posal that was given to the correspon
dent to relay to the hospital and the hos
pital accepted the proposal. United 
Missouri’s lease department helped as
semble the necessary documentation, 
including purchase orders, basic lease,
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supporting schedules, insurance re
quests, UCC filings, etc., that were 
needed by the correspondent to estab
lish the lease. Equipment covered by 
the lease included an electrocardio
graph, a bookkeeping machine, beds, 
chairs and tables.

United Missouri’s correspondent was 
able to satisfy its customer’s leasing 
needs while earning a good rate of re
turn for its effort.

The president of a correspondent 
bank recently contacted First Arkansas 
Leasing Corp. (FA LC O ), an affiliate 
of First Arkansas Bankstock Corp., 
Little Rock, with a leasing request 
from a local lumberman who wanted to 
make a major equipment purchase. The 
lumberman happened to be a director 
of the correspondent bank and, thus, 
was aware of current economic condi
tions and saw the wisdom of not ex
hausting his line of credit with the 
bank.

Local bankers are  often sty
m ied when approached w ith  
a leasing opportun ity  from  
a customer,

He saw that a lease would enable 
him to utilize his credit line for operat
ing capital and use the tax advantages 
inherent to a true lease.

A FALCO representative visited with 
the lumberman, reviewed his financial 
statements and took a look at his opera
tion. The terms of a lease were agreed 
upon, the equipment was delivered 
and installed and the lease was final
ized.

Most of the recent growth of Liberty 
National Leasing, a subsidiary of Lib
erty National Bank, Louisville, has 
come from arranging leases for cus
tomers of correspondent banks. Nu
merous advantages can be realized by 
the bank that does not have a leasing 
department, but that can arrange lease 
financing through a second bank, a 
Liberty spokesman says.

The advantages are as follows:
• The banker solidifies the customer

1975

relationship by arranging for financing 
which is more suitable to his customer’s 
needs than conventional debt financing.

• Should the banker decide to par
ticipate in the lease agreement, he ben
efits from a better rate of return than 
with conventional debt financing.

• When a customer has utilized his 
full line of credit with the bank, lease 
financing can, in effect, provide an 
overline.

Liberty National Leasing recently 
provided lease financing for a general 
contracting firm that is a customer of 
a correspondent. Although the company 
had utilized its full line of credit at the 
correspondent bank, it remained in an 
expansion posture and was interested 
in acquiring an asphalt plant. The cor
respondent contacted Liberty’s leasing 
company about the possibility of a lease 
arrangement and the arrangement was 
made. Despite the fact that the cor
respondent declined participation, it 
benefited from being able to act as the 
customer’s agent in securing the lease.

Local bankers often are stymied 
when approached with a leasing op
portunity or request from one of their 
customers. This is not surprising, ac
cording to Donald L. Deters, head of 
the leasing department at First Na
tional, St. Louis, who fields lease-re
lated inquiries from perplexed bankers.

According to Mr. Deters, most in
quiries involved the standard full pay
out lease, which quite often is priced 
and accounted for in the same manner 
as an installment loan. It is not un
common, after a brief explanation of 
the leasing concept and the supplying 
of a few basic documents, that the 
local banker is well equipped to follow 
through and handle his leasing oppor
tunities.

The story is quite different, Mr. 
Deters says, when an officer in a small 
or rural bank is presented with an op
portunity to participate in a leveraged 
lease. Lured by the promise of ex
tremely high yields (even higher than 
1974 federal funds yields) from various 
lease brokers, these bankers are eager 
to make equity investments. However, 
without extensive analysis of each trans
action, it is impossible for even the

39

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



most knowledgable leveraged lease in
vestor to advise whether the transaction 
is suitable, Mr. Deters says.

He finds it useful to ask questions, 
such as, “How much taxable income is 
available for the shelter that this 
lease will provide?” “Is the participa
tion being considered so large that 
some of the shelter benefits will be lost 
(due to a low taxable income)?” “How 
does the bank’s control department 
look at this transaction (the stated 
yield on the analysis may be 20% pre
tax, but does this yield contain sinking 
funds earnings)?”

Other questions include, “Is the re
sidual realistic?” “Will the bank’s audi
tors allow you to accrue residual?” Mr.

Deters has seen many 20% yields on 
leveraged leases converted to 5% when 
accounted for under generally accepted 
accounting principles.

Another important consideration, Mr. 
Deters says, is this: “Is your bank al
lowed to participate in such a lease 
(since state banks have a maximum 
maturity limitation of five years)?” Of 
course, he adds, it always is necessary 
for a bank to have its attorney thorough
ly review the documentation for a lease.

Mr. Deters says that, if suitable an
swers can be made to these questions, 
banks most probably can enter into 
transactions that will be beneficial. But, 
if unsatisfactory answers are given, the 
transaction should be avoided. * *

Changing Service Station Into Branch 

Proves Practical Project for Bank
W H E N  A service station in Chat- 

tanooga, Tenn., closed because of 
the 1973 energy shortage, the building 
was boarded up and could have re
mained there empty and an eyesore. 
However, American National took over 
the former station and—with only

minor changes in the building’s struc
ture—turned it into an attractive, ser
viceable branch.

The changes included transforming 
what was the automobile bay service 
area into a lobby with an open-beam, 
cathedral ceiling, constructing an addi
tion to house teller operations and 
drive-up units and adding a safe-de
posit and vault area.

American of Chattanooga had three 
objectives in planning this unusual 
branch, said Bill King, executive vice 
president, retail division. They were:

1. The bank wanted to open the 
new branch as soon as possible so that 
the bank could service the area— 
around Highway 58—quickly. By 
choosing to renovate the vacant service 
station, rather than build an entirely 
new structure, said Mr. King, the bank 
opened a completely finished and 
fully operational branch within three 
months. He added that construction 
time to build a branch of comparable 
size normally would take six to 12 
months.

TOP: This form er service station looked like 
this last October 1 before American Nat'l, 
Chattanooga, Tenn., converted it into full- 
service branch.

SECOND FROM TOP: As of Nov. 1, structure 
was in midst of being remodeled. Building was 
lengthened at right and addition put on in 
rear.

SECOND FROM BOTTOM: By Dec. 27, less than 
three months after remodeling project began, 
new branch was open for business.

BOTTOM: This photo, also taken Dec. 27, shows 
interior of converted service station. Note 
cathedral-type, open-beam ceiling. Tellers area 
in background is in area that was added to 
original building.

2. The bank wanted to capitalize on 
the reduction in total cost in building 
a full-service branch. While construc
tion-cost total on the building has not 
been figured out yet, said Mr. King, 
estimated projections are calculated at 
a 10% to 20% savings.

3. The bank wants to take advan
tage of unused buildings within its 
general trade area. Also, American Na
tional thought it could be of assistance 
to other area merchants in modernizing 
the looks of the central trade area by 
redesigning the vacant store and there
by changing its detrimental appearance 
into a modern and attractive building.

“The results of this first attempt in 
establishing a full-service-branch oper
ation through the renovation of an 
available vacant structure have been 
most gratifying,” said Mr. King. “We 
are very pleased with the results and 
will strongly consider similar construc
tion plans in the future development 
of our branching facilities.” * •

In Chicago:

C ontinenta l's  Renovation 
H onored by Commission

Continental Bank, Chicago, has been 
cited by the Commission on Chicago 
Historical and Architectural Landmarks 
for its renovation on the first floor of 
the building called the Rookery.

The building, located in downtown 
Chicago’s Loop area, is one of the 
earliest forebears of the modern sky
scraper, incorporating skeleton-frame 
and wall-bearing construction. De
signed in 1886 by Burnham and Root, 
it’s one of the firm’s two commercial 
buildings in the Loop that are still 
standing. In 1905, Frank Lloyd Wright 
remodeled its central court.

Continental expanded its personal 
banking and international services fa
cilities into leased space in the Rookery 
in 1974, facing Wright’s lobby, and 
bank officials sought to protect the 
heritage of the design.

Detailed measurements and a series 
of photographs were taken of the origi
nal Frank Lloyd Wright frieze work, 
from which a mold was constructed. 
The design was reproduced throughout 
the first floor.

Continental also reinstated the origi
nal floor-to-ceiling windows on the pe
rimeter of the first floor. Previously, 
some windows had been raised above 
street level.

“What we hope we have done,” said 
John H. Perkins, bank president, “is to 
help preserve a historic piece of Chi
cago, yet provide a setting for a mod
ern and convenient banking facility.”
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Our new programs may not be of direct help to  
you, but they show these innovative marketing 
and leadership techniques that have become 
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New Financial Center Formally Opened 
By Arkansas Bank in Hot Springs

Ar k a n s a s  b a n k , Hot springs,
last month formally opened its 

new financial center, consisting of a 
new five-story tower and a completely 
renovated three-story building. The 
complex—comprising 100,000 square 
feet of space—is called ABT Plaza. 
The older building now is referred to 
as the East Wing; the new structure 
is the ABT Tower. The two are joined 
by a street-spanning Skyway Banking 
Lobby.

During the weekend public open 
house, adults were invited to tour the 
bank’s facilities, while children were 
entertained by stars of Animal Wonder
land, which trains animals and birds 
to perform unusual feats, many of 
them appearing on TV and in movies. 
Animal Wonderland is located just out
side Hot Springs. In addition, all vis
itors could register for three “adven
ture family vacations.” First-prize win
ner received four days and three nights 
at Walt Disney World, Orlando, Fla.,

plus $250 in travel and expense money 
or $1,000 in cash. Second prize was 
three days and two nights in Silver 
Dollar City, Mo., plus $150 in travel 
and expense money or $600 in cash. 
Third prize consisted of two days and 
one night at Dogpatch, USA, an Arkan
sas Ozarks attraction featuring the car
toon characters from “L’il Abner,” 
plus $100 for travel and expenses or 
$400 in cash.

Dignitaries present at ribbon-cutting 
ceremonies February 1 included Arkan
sas Bank Commissioner Harvel Adams 
and Hot Springs Mayor Tom Ells
worth. The national anthem was sung 
by Marjorie Lawrence of Hot Springs, 
concert and opera star.

The ribbon was cut by five-year-old 
Wendy Blenden, assisted by her grand
father, Cecil W. Cupp Jr., president 
and CEO of the bank, and her great
grandfather, Cecil W. Cupp, bank 
chairman. The elder Mr. Cupp is for
mer president of the Arkansas Bankers

Association.
During construction, ABT’s slogan 

was, “Building Dreams” because, ac
cording to Mr. Cupp Jr., ABT Plaza 
really was a dream then. However, 
from now on, he told those at the open
ing, ABT Plaza will be referred to as 
“Your Building for a Better Tomorrow” 
because the bank’s staff believes the ex
panded capabilities the new structure 
provides truly will enable the employ
ees to work in helping provide a better 
tomorrow for all the bank’s customers.

The ABT Tower is an all-electric 
building with rental space, plazas, 
fountains and walkways on its first lev
el, plus a security entrance for money 
transport and other areas for bank use. 
Elevator service is available to all 
floors, and there’s an escalator to the 
second floor, which extends across 
Broadway via the Skyway Lobby some 
15 feet above street level. The Skyway 
Lobby goes to the third floor of the 
East Wing. ABT Travel Service, insur
ance department, customer services, 
new accounts, loan officers, bookkeep
ing areas and the main tellers area are 
located on the tower’s second floor and 
in the Skyway Lobby. A mezzanine 
with a view of the entire lobby area is 
on the ABT Tower’s third level, which 
also includes executive offices, board 
room, executive dining room and kitch
en and a meeting room, called the Hot 
Springs Room.

The fourth and fifth floors are avail
able for lease to professional firms and 
are designed in the service-core con
cept.

The East Wing was Arkansas Bank’s 
main office and was completed in 1961. 
The former lobby on the second floor 
now houses the trust, correspondent 
banking and economic development 
departments and the Arkansas Abstract 
Co. The installment loan department 
remains on the ground level, but has 
been doubled in size.

ABT Plaza has a two-story parking 
facility for 200 cars and direct entry 
to the new ABT Tower from both lev
els. * -

This is street-spanning Skyway Lobby, which connects new ABT Tower of Arkansas Bank, Hot 
Springs, to original building, now called East Wing. Several departments and main tellers area 
are located here.

Lawrence Gallo Dies

Lawrence F. Gallo, as
sistant vice president, 
banks and bankers 
department, Mercantile 
Trust, St. Louis, died 
February 16 of a 
heart a t t a c k .  He 
joined the bank in 
1970 and traveled in 
southern Illinois and 
in Kentucky. Prior to 
joining the bank, he 
was in the insurance 
field.

This is ABT Plaza, new financial center of Arkansas Bank, Hot Springs. Five-level ABT Tower at 
right is new and is connected to bank's quarters at left that had been completed in 1961. Latter, 
now called East Wing, was completely renovated. A t center is glass-enclosed Skyway Lobby, 
which joins new structure to remodeled building.
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it gives people more reasons 
to do business w ith you.

T ha t’s the w hole  idea behind In ternational Incen
tives program  fo r the financ ia l industry.
Now, in add ition  to exclusive designs in In terna
tiona l S ilver d innerw are  and fla tw are, we o ffe r you
Fostoria  heavy-cu t lead crystal. W hich means you 
now have a to ta l tab le top  program . All from  one 
source.
You can o ffe r In ternational flatware, International 
d innerw are and Fostoria Crystal by International 
as ind iv idua l segm ents of a 3 part con tinu ity  p ro 
gram. O r as one in tegra ted program  offering all 
three products. The program  can be custom ized 
so you can present a short term  b lock buster or 
long term  continu ity.
To get the w hole  p ic ture  on the International In
centives prem ium  line, check  the coupon.

INTERNATIONAL SILVER COMPANY

If you want im m ediate  action, call C liff Cow les at 
(203) 265-2391.
He’ ll help you g ive people  more reasons to do 
business w ith you.

International Incentives 
A Division of International Silver Company 
Meriden, Connecticut 06450 
Attn: Cliff Cowles (203) 265-2391

□  Please call me right away, Cliff.
□  Please have your Area Sales Representative call 

for an appointment to bring me a catalog.

Name Title

Firm Tel.

Address

City/State ZIP_____________
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FLEETWOOD
WHAT’S IN IT FOR LENDERS?

In addition to being one of the nation’s leading manufacturers of housing 
and recreational vehicles, Fleetwood is also a leader in attitude. When you 
talk to a lender about Fleetwood, you’ll find that he’s POSITIVE. . .about 
our economics, about the product and about his portfolio. There’s some
thing special in this for all lenders. The Fleetwood attitude is based upon 
some very hard facts:

PRODUCT POPULARITY; Fleetwood recreation
al vehicles are the most popular in the U.S.A. As 
of NOW, Fleetwood is the world’s largest RV 
manufacturer. REPURCHASE AGREEMENTS 
HONORED; Fleetwood’s financial stability assures 
the lending community that our repurchase agree
ments WILL be honored. PRODUCT VALUE;
Fleetwood’s mobile homes and recreational ve
hicles are produced with VALUE as the criteria.
People generally don’t default if they like the pro
duct. HONEST INVOICING; Fleetwood’s invoic
ing practices are honest. Our invoices represent 
product value with no gimmicks or hidden deals.
SUCCESSFUL DEALERS; Fleetwood dealers are 
throughly investigated with regard to financial 
strength and reputation. Today, nearly 4,000 suc
cessful dealers are selling Fleetwood products.
FINANCIAL STRENGTH; Fleetwood’s net worth 
is over $80 million. We have substantial cash re
serves and no long or short term debt. PRODUCT 
WARRANTY; Fleetwood has a strong product war
ranty and a Consumer Affairs Department with the 
clout to assure customer satisfaction. NATIONAL 
OPERATION; Fleetwood has more than 60 plants 
on the North American continent dedicated to 
building shelter and leisure products. These plants 
are chartered to do three things: provide value, 
make a fair profit and be a good place to work.

That’s what’s in it for lenders everywhere. A Corporate commitment to 
today and the future. At Fleetwood it’s more than size that counts.

FLEETWOOD ENTERPRISES, INC. 
P.O. Box 7638 • Riverside, Ca. 92503

F le e tw o o d  N am e B rand  P ro d u c ts  In c lu d e :

MOBILE HOMES TRAVEL TRAILERS
Fleetwood, Glenbrook, Festival Terry, Taurus, Prowler,
Suncrest, Broadmore, Barrington, Sandpointe Intruder, Wilderness, Wild Country

MOTOR HOMES
Pace-Arrow, Southwind, Tioga, 
Jamboree, Santana
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North Central Life Regional Manager Bob Torcivia is shown discussing 
insurance programs with Joseph Lauber, president, Brownsville State Bank, 
Brownsville, Wisconsin.

Bob Torcivia 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.

Bob 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 Bob, 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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*400,000
in new time deposits...put on 

the books in less than two weeks!
We know of one bank that did precisely this, 
recently. And as far as they’re concerned, it’s 
only the beginning.
They put these new deposits on their books by 
promoting HR-10 plans and IRA’s —  the tax- 
sheltered retirement accounts that can now be 
established by se lf-em ployed persons and 
those not yet covered by qualified plans. And 
there’s even more to be gained by showing 
small corporations how to set up retirement 
plans and fund them through time deposits.
Each person creating an IRA can deposit up to 
$1,500 with you every year. Those creating 
HR-10 plans can set aside up to $7,500. And 
corporations can contribute up to 15% of pay
roll —  or even more! All contributions are fully 
tax deductible. And earnings compound tax 
free.

From your point of view, such plans are a 
brand-new source of time deposits —  long 
lasting time deposits, because withdrawals 
norm ally w on ’t be made until pa rtic ipan ts  
reach retirement age. Interest credited to the 
accounts will stay on deposit in the accounts. 
And additional annual contributions are virtu
ally assured.

How do you set these plans up . . .? What are 
the opera tiona l problem s . . .? How should 
these plans be marketed . . .? You can get the 
answers to these and other important ques
tions at our two-day sessions on building time 
deposits through tax-sheltered retirement a c 
counts. Use the coupon below to register, or to 
gain further information on this revolutionary 
new way to generate a steady flow of stable 
time deposits.

REGISTER NOW for sessions to be held in:
New York April 17-18 Chicago April 23-24 Dallas May 1-2

First day to cover IRA’s and HR-10 plans. Second day to cover plans for 
small corporations.
TUITION: $95.00 for either day, or $160.00 for both. All other expenses to be 
borne by participant. Registrations are transferrable. Complete details on 
hotel accommodations to be furnished on receipt of registration form. Space 
will be limited, so act now to be sure of getting a place.

524 Hamburg Turnpike, Wayne, New Jersey 07470 (201) 345-2000
IM C .

Please register the 
following for your
session to be held in_______________
We’ll be attending for
□  Both Days □  Day 1 Only

□  Day 2 Only
□  We aren’t ready to register yet, but 
please send us further information on 
your program.

Name and T itle _________________

Institution_____________________

Address_______________________

C ity_____________________ State Zip
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837 Banks keep moving 
more money today

with One guy named
Golnick.The G olnick Company is the w orld ’s 

largest specia list in creating and 
p ro d u c in g  c o m p le te  a d v e rtis in g  
r-marketing cam paigns for 837 lo c a l -  
m a r k e t  banks. We are successful because we know that 
most banks, but particularly small or independent ones, 
have a serious problem in today ’s m arket—an identity 
problem. How to take on an identity that sells. To solve 
this, we do n o t  give you a m illion-dolla r, one-o f-a-k ind  
ad campaign. We d o  give you a one-o f-a-k ind  image that

stands out and sets you apart from 
all com petition in your local m arket
ing area.

We can prove w e ’ ll increase your 
traffic flow, up the dollar-vo lum e you move, and improve 
your image. A n d  a t  a  s u r p r is in g ly  lo w  c o s t  to  y o u . How? 
It’s simple. Write or call us to ll-free  at (800) 638-5910 for 
com plete advertis ing-m arketing plans fo r your market. 
Joe Walderman, Vice President & General Sales M an
ager, 1123 N. Eutaw, Baltimore, Maryland 21201.

A MICHIGAN BANK Reports:
“ Five years with a  Golnick 
cam p aig n , and w e ’re s till 
growing. The first quarter gave 
us a 15% growth! The com- 

Ipleteness of the material en
ables us to successfully pro
mote all of our bank services.”

A CALIFORNIA BANK States:
“ We’ve only used our Golnick 

1 campaign a short time, but the 
public’s initial response has 
been excellent. The comments 
from  custom ers, n on -cus- 

4 tomers, and competitors have 
been nothing but complimen
tary.”

A NEW JERSEY BANK Says:
“ We have just renewed our 
G oln ick  cam paign  for the 
second time. We feel we are 
moving forward consistently 
while all the others are stand
ing still.”

A GEORGIA BANK Reports:
“Business is great. We’re very 
pleased with our campaign. 
We feel that ours is a f u l l  ser
vice bank, and our Golnick 
campaign advertises our ser
vices f u l l y . ”

AN ALABAMA BANK States:
“ We’ve got strong competition 
from a bank more than twice 
our size and a very aggressive 
Savings and Loan. Yet, we 
h a v e  an e x c e l le n t  7 .6 %  
growth in deposits, and antic
ipate the greatest growth in 
our history this year! I was 
skeptical at first, but it w a s  a  
great day when Golnick de
cided to call upon this bank.”

A S. DAKOTA BANK Says:
“ Last year we had a 22.9%  
increase in deposits! Our com
petition’s increase was only 
12% . W e  attribute this to ad
vertising. After many years 
with our Golnick Campaigns 
we’re still receiving comments 
on our advertising.”

A NEW MEXICO BANK States:
“ When som ebody does an 
outstanding job for us, we ap
preciate it and continue to 
use their products and ser
vice. We feel just that way 
about our Golnick campaign. 
We’ve renewed for the fifth 
year.”

A TEXAS BANK Says:
“ Our optimism this past year 
helped us launch a great new 
im a g e —aw areness G oln ick  
C am paign , sym b o lized  by 
th e ir them e, ‘ We are THE  
BANK WITH THE HEART OF 
GOLD.’ Result: We showed a 
record growth of 69 .5% !”

X

Proven Advertising/Marketing Campaigns for Banks

OlOLNICK
1123 N. EUTAW STREET BALTIMORE, MARYLAND 21201

Dial Toll Free (1) 800-638-5910
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MARKET TESTED 
RECORD SETTING 

BUSINESS GETTING
N  OM MC

AMERICA’S INNOVATOR IN QUALITY ALUMINUM BAKE & SERVEWARE

A LEADER IN PREMIUMS & ACCOUNT OPENERS

Leadingconsumerbrands have featured our prod
ucts as premiums such as: General Mills, Pills- 
bury, General Foods, Standard Brandsand Camp
bell Soup.
Leading financial institutions have featured our

products as premiums such as: Great Midwest 
Savings & Loan, Milwaukee; American National 
Bank, St. Paul; O ’Hare National Bank, Chicago; 
Midwest Federal Savings & Loan, Minneapolis; 
American Federal Savings & Loan, Des Moines.

LET US HELP YOU ACHIEVE YOUR MARKET OBJECTIVE!
FOR FAST ACTION OR MORE INFORMATION CALL 
US TOLL FREE 800-328-4310 OR W RITE US AT

NORTHLAND ALUMINUM PRODUCTS INC. 
Highway 7 at Beltline 
Minneapolis, Minnesota 55416 
Attention: Carl Cornell
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Mr.Traveling Credit 
can steer you 
to smoother 
credit sailing
The credit seas are rough these days, and filled 
with rocks and shoals. Call Douglas-Guardian’s 
Mr. Traveling Credit and let him chart a 
smooth, safe course for one of your major 
credit problems—inventory loans.
• We bring the warehouse to your inventory.
• You retain title and control.
• We smooth the way for your bank to extend 
the credit you need.
Call Mr. Traveling Credit today for details.

Douglas-Guardian Warehouse Corporation
P. O. Box 52978, New Orleans, La. 70152, Phone (504) 523-5353 
Offices in 15 principal cities
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fôolomech

FINEST PRECISION MADE WRITING 
INSTRUMENTS FOR OFFICE & HOME

R o la m e c h , Inc., P .0 . B o x  224 
S c o tts d a le , A Z  85252

Please send us a catalog and price list. 

Name

Bank or Savings & Loan

City State Zip

HAVE A PICNIC OPENING NEW ACCOUNTS. W hat 
more unique premiums to  stimulate new accounts than a t
tractive coolers and grilles? Ideal fo r the coming spring 
and summer season . . . and fo r BICENTENNIAL PRO
M O TIO N S! H ighest quality barbeque grilles and insulated 
coolers. Exterior has baked enamel wood-grain finish high
lighted with a brass eagle design. Distinctive and decorative, 
priced fo r give-aways with larger deposits or as self
liquidators with new accounts at lower figures. A ttra c t 
new accounts and stimulate old accounts with Prestige 
coolers and grilles. PRESTIGE PRODUCTS, INC., P. O. 
Box 42094, C incinnati, Ohio 45242. Phone (513) 793-6586.

Attract more drive-up business

High visability traffic control and 
information display for your 
drive-up customer convenience.

TEL LITE and TEL AD
feature brushed stain
less steel construction. 
Handsome, sturdy and 
weatherproof. Long life 
lighting systems. Eco
nomical to own and 
operate.

BUSINESS DATA SYSTEMS, INC.
578 Hillwood Dr., Milford, Mi. 48042 

313/698-2300
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INSURANCE

Better Coverage, Reduced Premiums 
Possible for Attentive Bankers

MANY bankers are asking them
selves why they are paying more 

total premium dollars today than for
merly.

There are a few reasons. Some, or 
all, of them may apply to your bank 
situation.

Expanded operations. Banking func
tions have grown into new areas of op
erations over the past several years so 
that you have increased your exposure 
to loss with new risks. For example:

• More foreign exchange trading 
and more domestic money management 
transactions.

• The advent of leasing autos and 
equipment on a large scale.

* Mobile home financing on a large 
scale.

• Bank charge card programs.
• Automated teller machines.
• Other operations in which you 

may have been involved in only a small 
way, if at all, in prior years.

Larger staffs and larger or more 
quarters. To handle new operations or 
the growth of existing operations, you 
have hired additional people and en
larged work areas with larger, new or 
additional buildings. People and build
ings are two of the most important pre
mium rating factors in much of the in
surance you buy.

Increased loan value. Your banker’s 
blanket bond premium for securities 
forgery or all-risk forgery is dramatical
ly affected by loan volume.

Higher insurance limits. Insurable 
values have grown over the years, call
ing for higher insurance limits. The in
surable and replacement value of every

MID-CONTINENT BANKER for March,

By NORMAN CLARK 
President

Scarborough & Co. 
Chicago

building in your system is greater today 
than it was last year.

Greater frequency and severity of 
loss. Ten years ago most banks had few 
losses to be considered at renewal of 
their banker’s blanket bond, and then 
it was unusual to have a deductible of 
even $100.

Today, if the bank does not have a 
sizable deductible on its bond, there 
very likely are forgery, holdup and 
even embezzlement losses to take into 
account in arriving at the premium. 
The average loss also is bigger than it 
used to be.

Changing times and more awareness 
of risk. The general public and certain 
lawyers have become legal-suit con
scious in the last 10 years. They have 
made bankers aware of the need for in
surance to cover their potential liabili
ty, should someone use hindsight to suc
cessfully allege prior negligent action

1975

by bank directors and officers. There
fore, you must consider director’s and 
officer’s liability insurance.

The same legal-suit consciousness 
has made bankers aware of liability for 
alleged negligence or even imprudent 
actions in trust department operations. 
More insurance is needed. This time, 
it’s trust department surcharge liability 
insurance.

Not only are holdups more common 
today than during the infamous ’30s, 
but an old type of crime has gained 
criminal popularity—extortion through 
kidnap or bomb threat. This risk must 
be insured. Kidnap extortion can be 
covered by the standard Form 24 
banker’s blanket bond. Kidnap and 
bomb threat extortion can be covered 
by broader forms of banker’s blanket 
bond.

It is no wonder that your total insur
ance bill has risen. But if you don’t 
feel any of these reasons account for 
your increased bill, I ’ll tell you one that 
does. The insurance company’s expense 
of procuring and servicing your bank 
as a customer has gone up. Just as your 
loan borrower must help pay your in
creased costs, so must you help pay for 
the insurance company’s increased 
costs.

What measures do you have to coun
ter rising insurance costs?

You can get more value for your pre
mium. Make sure you are getting the 
most or best coverage you can for your 
premium. The best is not always the 
most expensive. For almost all classes 
of insurance, there are especially de
signed or non-standard forms that gen-

51
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erally are broader than the standard 
forms.

Take a look at higher limits and 
higher deductibles. After all, insurance 
is supposed to cover the loss that 
would be too painful to absorb without 
insurance. By increasing your deducti
ble by $1,000 or $10,000, you might 
be able to increase your total limit of 
coverage by $100,000 or even $1 mil
lion, to give you greater protection for 
the catastrophic loss. And you may pay 
no higher premium.

Along the same lines, consider the 
possibility of eliminating certain insur
ance altogether. The risk of loss might 
be covered by more than one policy 
you carry. The loss that could be sus
tained might be one that you could 
easily absorb. Caution: sometimes poor 
publicity resulting from announcement 
of an uninsured loss is enough to cause 
you to wish you had paid the insurance 
premium.

At least once a year, make a com
plete review of all your bank’s opera
tions from the standpoint of the crea
tion of risk. Then, review your insur
ance program to determine its adequa
cy.

Take corrective action, if necessary, 
to eliminate or minimize loss potential, 
and take whatever action is necessary 
to improve your insurance protection. 
That may mean increased limits, in
creased deductibles, acquiring new 
coverage, replacing coverage with new 
forms. It might even mean reducing 
limits or eliminating certain policies.

Finally, do everything you can to 
make sure the bank’s management pol
icy is one that emphasizes tight opera
tional controls, whether or not there is 
insurance to cover potential loss.

In your consideration of insurance 
and risk management, you must answer 
many questions, such as these:

• Where are the risks? Identify 
every risk. Keep the information used 
in this process as current as possible at 
all times.

• Are all risks insurable? This is 
part of the evaluation of risk. All poli
cies have exclusions for some risks, but 
the exclusions of one policy may be the 
very nature of coverage in another pol
icy. On the other hand, the risk may 
simply be one that is so grave or so in
finitesimal that no insurance company 
wants to handle it.

• Can certain risks be self-insured 
or non-insured? Some areas of loss po
tential may have small limits of possi
bility in dollar amount and in frequen
cy, so just assume those losses with a 
large deductible or set up a reserve 
fund or just absorb the loss when it oc
curs.

• Can the risk be reduced or elim
inated? If the exposure to loss is great, 
then, by all means, look for ways of re
ducing the exposure. This might be 
done by tighter audit control, greater 
physical security, better local police 
surveillance, better building mainte
nance, better location of the activity- 
creating risk, fewer or more employees, 
etc.

• Is the risk greater than the value 
of the operation creating the risk? Is 
your bank in the business of floor plan
ning automobile or mobile home deal
ers? With some dealers the risk of out- 
of-trust sales is relatively great. Is the 
value of that dealer’s account worth the 
time you must spend with it and the 
money you must spend on it? Dealer 
fraud insurance is available to cover 
the out-of-trust situation, but the pre
mium might be too expensive as com
pared to your profit. It might be better 
to quit the operation.

• What is the effect on the risk of 
changing conditions? Does a branch lo
cated in a changing community require 
greater protection than previously? 
Does a worsening economy require 
that you tighten up your procedures 
to make sure consumer and commercial 
loan borrowers have adequate insur
ance protecting your interests?

• What is the degree of risk? This 
requires that you determine your larg
est possible single loss, maximum prob
able loss, average probable loss and 
frequency of loss. This information will 
help you to determine the adequacy 
of your present insurance limits.

• What would be the impact of an 
uninsured loss on the bank’s profits, 
public relations, employee morale and 
management opinion of the person re
sponsible for insurance placement?

I don’t know of any industry that has 
gone through more changes in the last 
10 years than has your industry. The 
insurance industry has not always re
acted as swiftly to these changes as you 
would like, but sometimes that’s be
cause you, too, have been taken up by 
changes before you are really ready for 
them. * *

Single-Interest Insurance Plan 
Designed With Aid of Bankers

Among the insurors offering single in
terest coverage to banks is Matterhorn 
Bank Programs, Timonium, MD. The 
firm’s non-filing single interest policy 
was designed with the assistance of con
sumer lending officers, according to Leo 
G. Rudolph Jr.

The Matterhorn program picks up all 
outstanding consumer loans of a bank 
upon initiation of the program, although

the premium is based only on new loans 
made from the effective date of the 
policy.

The premium is based on the num
ber of new loans each month, which is 
said to not only make it easier to com
pute the premium, but also to permit 
easier allocation of the premium cost to 
customers.

The program carries no limitation on 
the value of autos insured and there is 
no deductible. The company covers skip 
and confiscation losses and all coverage 
is in one policy.

According to Mr. Rudolph, a mem
ber of the Matterhorn staff visits with 
each bank prior to entertaining cover
age. All direct interviews and all con
tacts with a bank are made with a local 
insurance agent, often named by the 
bank. Claims are normally settled by 
local adjusters working in conjunction 
with the bank.

Insuring Commercial Loans
In today’s economic climate, com

mercial loans should be secured 
with life insurance, according to 
Wayne Williard, manager, credit in
surance department, Integon Corp.

In a large number of cases, Mr. 
Williard says, one or two people 
make a business go, see that it is 
managed properly and make certain 
that loans are repaid. If one of these 
key people dies, the business has 
less than a 50% chance of surviving 
—posing a potential collection prob
lem for lenders.

Most commercial loans are larger 
than the loans insured under regular 
credit life, he says. And because of 
the large amounts associated with 
commercial loans, few commercial 
borrowers are insured. However, 
several available plans insure the 
lives of these borrowers and many 
lenders use them, but not nearly the 
percentage that use normal credit 
life.

Mr. Williard feels the lender is 
doing the commercial borrower an 
injustice if he does not make credit 
life available. “The life insurance 
will protect the borrower’s estate to 
free his regular life insurance plan 
for family needs,” he says, “and the 
business, in all probability, will be 
debt-free in the event of the bor
rower’s death. As a debt-free busi
ness, it may continue to operate. If 
it is sold, the business will be an 
asset rather than a liability to the 
borrower’s estate.”

According to Mr. Williard, if 
commercial bankers are not offering 
life insurance on their individual 
commercial loans, they are not pro
viding all the services a borrower 
should expect.
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And now, som eth ing new and s p e c ia l. . .

BANKERS SPECIAL BOND,
an updated/" and now consolidated package of bank insurance 
available thru Scarborough & Company.

Eighteen separate coverages, individually designed, make up this 
broad cover blanket bond. Add to that the service and in-depth 
knowledge of Scarborough and you have an unbeatable combination 
working for you.

Check your bond, compare ours. D iscover why the Blanket Special 
Bond is acknowledged the best in the industry. Talk to a Scarborough 
bank insurance specialist today.

Scarborough
the bank insurance 

people
Scarborough & Company, 222 N. Dearborn St., Chicago, Illinois 60601 Phone: (312) 346 6060 
*Updated bond introduced thru Scarborough in Fall, 1974 
All coverages not available in all states
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INSURANCE

Banks Can Identify Areas of Highest Risk 
By Use of Risk Management Techniques

RISK MANAGEMENT is simply the 
determination of what to insure 

after careful scrutiny to identify and 
separate the known risks from the un
known risks. When viewing a corporate 
risk program with this risk manage
ment philosophy, purchasing insurance 
should be the last consideration. Risk 
management does not seek to eliminate 
insurance, it seeks simply to eliminate 
needless insurance.

When you know there is a great risk, 
it isn’t a risk at all because it is known. 
You take steps to mitigate its potential 
impact. It is only where there is uncer
tainty that you have a real area of con
cern. The highest area of risk is at 50%; 
up to that point we know there is risk, 
beyond that there is real uncertainty. 
It is at the latter point one must be 
watchful. How one reacts to these 
views will determine how to treat the 
risk.

About the most basic and commonly 
used starting point in risk management 
philosophy is to analyze the treatment 
of any given risk. First one must iden
tify the risk.

Certainly the most important link in 
the chain is that the exposures to which 
the bank is—or may be—subjected 
must be identified. This can be done 
by the careful study of past losses and 
an alertness to the continually expand
ing number of exposure points. There 
are really three basic phases of getting 
information about risks, and the dis
tinction between each should be clearly 
understood:

By CARL W. DESCH 
Senior Vice President 

and Cashier 
First National City Bank 

New York

• Getting knowledge about objec
tive things, such as new contracts, new 
operations, new services, buildings, and 
so on.

• Perceiving the risks in such things 
as the perils of fire, falling objects, 
burglary, third party risks, and so on.

• Appreciating the risk, i.e.: its pos
sible frequency, severity, and possible 
consequential effects.

None of the three phases can really 
be an isolated consideration, but they 
are there for the purpose of not for
getting any one of the points.

For the risk manager, the frustration 
revolves mainly around getting the in
formation in sufficient time to permit 
appropriate analysis of what to do with 
a possible risk, if, indeed, there is one.

The next link in risk management is 
the evaluation process.

Having identified the risks, one must 
then evaluate and determine what 
treatment is to be accorded them.

The easiest way out is to eliminate 
or avoid the risk; one can stop a con
struction or stop a process. On the oth
er hand, to do that means stagnation. 
We need to move forward, and growth 
and innovation bring with it the risk 
factor.

If we don’t eliminate the process and 
are constantly alert and exposed to pos
sible liabilities—and in the banking 
business they are many—then it is es
sential that high standards of loss pre
vention be instituted. Some of the more 
important factors to look for in main
taining these standards involve:

• Being informed about the bank’s 
operations.

® Constant inspection of premises.
• Developing and applying mea

sures—both physical and contractual— 
for loss prevention.

• Implementing and conducting 
training programs with continuous fol
low-up sessions.

• Keeping informed about applica
ble laws, regulations and practices.

If you have followed these and many 
other preventive measures, then noth
ing more is needed. As a result, much 
of the insurance industry folds up; 
there is no business for it. But it isn’t 
that easy. After taking all the preven
tive measures possible, there is still the 
stark uncertainty of what could happen 
and often does. Having perceived and 
appreciated the risks involved and the 
loss possibilities in such risks, we must 
now balance the risk/cost factors to 
the bank’s best advantage. Do you take 
the risk by self-insuring or do you 
transfer the risk by insuring?

One of the main factors in determin
ing the amount of risk retention is the 
bank’s financial position and what ef
fect a sizable loss would have on that 
position, or how seriously a loss might
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LIFE INSURANCE

With A SINGLE Premium
BUT OFFERING

MULTIPLE Benefits!
Protects the Borrow er . . . and the Bank . . .  in These Situations: 

Commercial Loans Inventory Loans
Construction Loans Leasing
Farm Loans Marine Loans
Home Loans Mobile Home Loans

(Any LARGE Loan With More Than Normal Risk)
W here ve r and whenever REPAYM ENT o f a 

loan depends on the  life  o f one in d iv idu a l, 
bankers should analyze the  borrow er's  insurance 
program . W hen necessary, the  banker should 
s trong ly  recom m end M O R E permanent li fe  in 
surance a n d /o r  the  use o f our S IN G LE-PR EM IU M  
TERM p o licy , which has been used by hundreds 
o f banks to  p ro te c t against BIG losses in those 
BIG loans!

A l l  to o  o ften  bankers (and o ther lenders, to o )

w ill p lace c re d it li fe  on a $2,000 auto loan, 
bu t fa il to  recognize the  im portance  o f insuring 
the  life  o f a young fa rm e r or businessman who 
has just borrow ed $50,000 fo r  equipm ent, ex
pansion, etc.

O ur IN S U R A N C E  SPECIALISTS are tra in ed  
to  he lp  you recognize the various insurance 
needs of your bank. W o n 't  you le t us show you 
how we can he lp your bank? Phone or write to
day.

PAUL V. H ELEIN  
President

JU L IA N  PAUK 
Vice-President

JO H N  D. C A U LFIE LD  
Vice-President

BERT R. C O R N  ELI SON 
Vice-President

JA M ES W. FINGER 
Field Representative

D O U G LAS H ELEIN  
Field Representative

S erv in g  B an ks  in  K a n sa s—M issouri—Illinois—K e n tu c k y

JthJuraHce ENTERPRISES
Complete Insurance For All Financial Institutions 

5811 Hampton Avenue, St. Louis, Mo. 63109 Phone 314 VE 2-2717

*G e n e ra l 

A gen ts  fo r

SECURITY BENEFIT LIFE 

INSURANCE COMPANY
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5 ways Integon m akes 
your credit insurance 

m ore profitable and
less problem.

1 Y O U ’R E 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. 
Of course, if anything comes up be
tween his regular visits, he’s at your 
call.

2 YOU G ET TH E 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 of 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 G ET TH E 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 of the training, you receive 
a thorough Reference Manual detail
ing the whole Integon program of 
Life and Health coverage, contract 
limits, maximum terms, samples of 
all charts, forms and certificates, pro
cedures for claims, refunds and re
ports, and how to sell.

4 YOU KNOW
W H ERE 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 YO U ’R E 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 TLIE 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^ ^  INTEGON’ 
919/725-7261. LIFEINSURANCE

LIFE INSURANCE 
CORPORATION

*■

¥■

A
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V

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 
rarleton Territory Manager; Ray M. Shore Territory Representative; James E. Hollingsworth, Territory Manager; Truman I. 
Re^rresentath'eS1Stant Presldent’ Reglonaì Sales Manager West; H. Lester Morris, Jr., Agency Supervisor; Joe B. Bass, Territory
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impact earnings at any given time. 
Public relations may also play a part: 
for what it is worth, there is always 
some comfort in saying that a loss is in
sured. The final important ingredient is 
the availability  of insurance for any 
given risk.

A consideration in the self-insuring 
aspects of risk management is appro
priate coordination with the insurance 
buyer. The insurance buyer in this in
stance is any one of a large number of 
forces within your own shop—the 
premises man who concerns himself 
with fire and liability problems, the 
chairman who worries about directors 
and officers liability, the operating

chief who has to worry about the grow
ing matters covered in blanket bonds.

When considering a deliberate risk 
retention, a coordinated total loss pre
vention program is essential, since self- 
insurance and loss prevention go hand 
in hand. Too frequently, however, the 
right hand has not been coordinated 
with the left.

A total loss prevention program de
pends upon the right person being in 
the right place at the right time and 
perceiving and performing in the right 
way. Frequently, programs are adopted 
which seem costly, but such costs can 
often be offset by an increased reliance 
on self-insurance and premium savings.

We now come to the next step in our 
program of risk management, and that 
is the decision to insure the risk.

Having made the determination not 
to self-insure, we proceed to transfer 
the risk to an underwriter. Now, for the 
first time, insurance enters the risk 
management picture. Risk management 
begins with the determination of what 
is and what is not a risk, using a list of 
insurances. Insurance management is 
only a part of it.

I don’t need to touch much on what 
the rules are once you have decided to 
insure. Quite obviously, one of the 
more important ones is that cover be 
provided on as extensive a basis as one 
can afford.

On the other hand, there is no sense 
in swapping unnecessary dollars. Our 
own philosophy is that you insure real
ly against catastrophe and that, of 
course, can start at any level, depend
ing upon the size of the organization, 
its capital base and its general run of 
earnings.

In certain circumstances, the bank 
is under an obligation to carry insur
ance, but, apart from those circum
stances, the coverage in point of perils 
should be as broad as needed. Thus, 
for example, the ultimate objective in 
covering real property is by means of 
all-risk insurance, but attempting to 
minimize the premium expense by utili
zation of as high a deductible as can 
be afforded. Never should the risk in
sured be less than adequate in amount, 
and never should it reach an amount 
that would seriously affect the bank’s 
economic position.

What happens when a loss has been 
sustained and what efforts at reclama
tion or salvage should be made? The 
third leg of the stool functions simul
taneously as a claims department, legal 
section, salvage bureau, investigation 
area and a general advisory depart
ment.

An important task of this unit is 
quick knowledge of whatever loss or 
damage or injury has been sustained. 
In any specific case, prompt investiga
tion is required to protect the bank’s 
interest, insured or not. Only with 
prompt action can a proper loss analy
sis be made which, in turn, may sug
gest improvements in loss prevention 
measures, determine the advisability of 
placing insurance where none exists 
and, importantly, provide for possible 
recoveries.

Where insurance applies, appropri
ate cooperation with the underwriters 
in investigating the loss, obtaining 
statements and, if required, the giving 
of evidence and legal proceedings is 
an absolute necessity.

Another ingredient in this whole 
area, but centered more specifically on

WALTER BIRMINGHAM

JOHN MONTGOMERY

NORBERT SCHINDLER

BRUCE BLUME

Helping 
You 
Sell . . .
. . . is our job

DON OHL

O u r experienced personnel and fie ld -  

tested program s o ffe r  you:

► H e lp  in a d a p tin g  qu ick ly  to  industry 
changes.

► H e lp  in personaliz ing you r c re d it in
surance program .

► H e lp  in pe ne tra ting  you r m arket to  
g e t a h igher pe rcen t o f loans covered.

►- Service th a t goes beyond the o rd inary  
to  hand le your "o u t o f the  o rd in a ry " 
risks or problem s.

Credit Life Is OUR BUSINESS.
Let Us HELP YOU Increase 
YOUR Credit Life Business.

National Fidelity Life
405 B EAST V A N D A L IA  
EDW ARDSVILLE, ILL. 62025 
618/656-0095
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Citizens Fidelity Provides Garden Plots 
For 5,000 Familes in Louisville Area

liability, is brought about by the Fed
eral Occupation Health and Safety Act. 
To assure appropriate implementation 
of the requirements under that act, it 
is essential that a safety man be in 
place. In a large organization, he may 
be a specific individual charged with 
analyzing accident claims, to look for 
appropriate measures to forestall sim
ilar accidents in the future and, finally, 
to look around the shop for possible 
unforeseen exposure points. Someone 
should be charged with these responsi
bilities.

In summation then, the risk manage
ment function is, in principle, an inte
gral one and it should be organized 
to the degree possible within the bank’s 
organization. An integrated risk man
agement program calls for defining the 
area of risk, minimizing that area 
through loss prevention, determining 
what portion of the risk the finances 
of the bank can withstand, the transfer 
of the risk which cannot be assumed 
to avoid catastrophic impairment of the 
bank’s capital and assets and, finally, 
where losses or potential losses are in
curred, working toward their reclama
tion or minimization. # *

Protect Bank Employees

Although all banks like to get 
good publicity about themselves or 
their employees, it would be wise— 
in these hazardous times— to omit 
certain personal information about 
their staff members when preparing 
news releases.

For instance, any release about 
an employee being promoted or 
honored in some way should not 
contain that employee’s home ad
dress. The reason: There’s always 
danger that an employee or a mem
ber of his or her family may become 
the victim of a kidnap/extortion 
plot, or threatening calls may be 
made to an employee’s home.

Another suggestion: If a bank is 
robbed during business hours, it 
would be wise not to release the 
name and address of the teller/ 
victim to the press or to allow that 
teller to be interviewed by news
papers and/or TV, or to be photo
graphed by either media. If the 
robber got away, it’s possible that, 
if he learns who the principal wit- 
ess against him is and where he or 
she lives, he might try to harm, per
haps even kill, that witness. Even if 
the robber is caught, he may have 
friends or relatives who would try 
to intimidate the witness.

UP TO 5,000 families in the Louis
ville area will be tilling home 

garden patches this summer, courtesy 
Citizens Fidelity Bank.

The bank has arranged for the crea
tion of that many 20' x 40 ' plots from 
April 15 through October 15 at four 
locations. Any family, whether or not 
it is a bank customer, can contract for 
a plot for a one-time fee of $20, which 
is charged to cover the bank’s expenses 
in preparing the ground, fencing the 
areas and providing security and expert 
advice.

It is estimated that each plot can 
yield several hundred dollars worth of 
vegetables.

Purpose of the project is to ease the 
pressures of inflation for participating 
families, according to Maurice D. S. 
Johnson, bank chairman. The bank 
does not intend to make a profit on the 
operation. Should income exceed ex
penses, any profit will be contributed 
to a local charity, Mr. Johnson said.

Plots will be leased on a first-come, 
first-served basis, will be easily ac
cessible and have ample parking fa

cilities. The ground will be complete
ly prepared in advance, including 
plowing, disking, soil testing and fer
tilizing, if necessary.

Each of the units, called Family 
Farms, will be fenced to protect the 
plots against possible damage from 
animals or vandalism, and security peo
ple will be on duty around the clock. 
During daylight hours, an experienced 
gardener will be available at each of 
the four farms to assist families with 
crop planning and to deal with prob
lems.

Each applicant will receive an ID 
card permitting entry to his plot, along 
with a copy of 10 suggestions on how 
to be a good gardening neighbor. Each 
applicant will be asked to attend an 
area meeting on the project.

Classes for those wishing them will 
be held prior to the planting season 
under the direction of several local gar
dening experts.

Each gardener must supply seed and 
utensils. It is estimated that the seed 
bill for a typical plot will not exceed 
$15. * *

The Pension Reform Act of 
1974 created a new liability...

& we have 
5 policy for it!

For further details have your agent contact us.

J.H.BLADES&CO.JNC.
P. O. Box 22003 • Houston 77027 • (713) 526-6551 

P. O. Box 17187* San Antonio 78217* (512) 826-2378
To reach us toll free, simply ask your local operator in the following cities to call 
the number listed for your city. «New Orleans-Enterprise 7021 
• Los Angeles-Zenith 9-0216 »Dallas, Austin or Corpus Christi-Enterprise 70216
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INSURANCE

Insuring Fiduciaries’ Potential Liability 
Under New Pension Plan Legislation

E RISA—the Employee Retirement In
come Security Act of 1974—will 

reshape America’s private pension and 
retirement plans and imposes new 
standards, limitations and risks for fi
duciaries. Anyone who helps control, 
manage or administer a pension plan 
must do so with prudence as required 
by the law. And he can be liable for a 
loss.

Bankers seeking adequate protection 
in this area will probably find that the 
fidelity bond requirement under ERISA 
will be of little concern. ERISA calls 
for fidelity insurance on fiduciaries, but 
it is thought that there is a strong 
possibility of exemption of most banks 
to this requirement, similar to the 
exemption under the earlier Welfare 
and Pension Plans Disclosure Act.

If a bank is subject to the bonding 
requirement, there is little doubt that 
its banker’s blanket bond will cover the 
amount of required protection, but it 
is important to examine the definition 
of “employees” in the blanket bond. 
Bonds issued through Scarborough & 
Co., for instance, extend coverage under 
definitions of “employee” to include 
“any natural persons who are trustees, 
administrators, managers or employees 
of any pension, retirement, profit-shar
ing or welfare plan or fund established 
by the insured for the benefit of its 
employees. . . .” It should be noted that 
this does not necessarily extend to every 
person or entity who may be con
sidered a fiduciary within the act.

Most bonding firms are expected to 
endorse banker’s blanket bond forms to 
name any ERISA plans in effect for the 
bank’s employees.

By WARREN T. GEARY 
Vice President 

Scarborough & Co. 
Chicago

The subject of insuring individual 
fiduciaries’ potential liability is an ex
tremely complex one. The first place 
one might look for coverage would be 
under the bank’s comprehensive general 
liability insurance or a package policy 
which provides premises and operations 
liability coverage. Most companies make 
available an endorsement to give certain 
coverage in this area, but they fall far 
short of the extent of protection made 
available through other forms.

Many in the insurance industry are 
inclined to the view that the proper 
place for insuring trustees’ liability is 
under the directors and officers liability 
policy. Before ERISA, trustees of bank 
pension plans had frequently been in
cluded within the definition of D&O 
on such policies. The pension trust had 
also occasionally been included within 
the definition of “company.”

Directors and officers liability insur-

ED1TOKS NOTE: Due to the im 
portance o f the topic o f potential fi
duciary liability under the new pension  
legislation, two articles appear in this 
issue. W hile the articles are similar in 
general scope, each  presents valuable 
information not found in the other arti
cle. Both authors are w ell qualified to 
com m ent on this topic. The first article 
appears on this page, the second on 
page 64.

ance was first marketed by Scarborough 
in 1963 by virtue of an exclusive con
tract arranged with certain underwriters 
at Lloyd’s, London. Many changes have 
taken place over the years, but under
writers still play an important role in 
the coverage through reinsurance of 
many U. S. companies that now offer 
the coverage.

Underwriters have taken a conserva
tive approach to the subject of extend
ing their policies (and their reinsured 
policies) to provide ERISA liability pro
tection. On new and renewal policies 
since January 1, a complete exclusion 
of ERISA liability is required, but a 
buy-back provision in two stages is 
made available.

Option A is made available to pro
vide ERISA liability protection to di
rectors and officers insured under the 
policy. An a d d itio n a l premium is 
charged for the extension. It frequently 
ranges from 5% to 7/2% of the D&O 
policy premium.

Option B offers an amendment of the 
definition of “directors and officers” to 
include directors, officers or regular- 
salaried employees of the bank while 
acting in a fiduciary capacity for the 
bank’s own pension plans, which must 
be scheduled in that same endorsement.

An exclusion is also added to the 
policy for liability of others assumed 
by directors and officers under any con
tract or agreement relating to ERISA, 
but this does not apply to the agree
ment and declaration of trust of the 
bank’s own plans.

Underwriters make a further require
ment that they be furnished copies of 
any changes in the declaration of trust
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Some of the things 
you might think you need 

to insure all your customers.

Everything you need.

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 s te a d  of d ealin g  w ith a 
drawer full of different companies,

Durham Life
Durham Life Insurance Company- 

Home Office: Raleigh, North Carolina

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. I t ’s all you need 
to know when it comes to credit life.
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Insuring Fiduciaries’ Liability (Con’t.)

within 30 days after the effective date 
of such change.

The additional premium for Option 
B can range as high as 17/2% of the 
base policy premium.

A concise rating scale for these ex
tensions had not been fully agreed 
upon by all underwriters at Lloyd’s at 
the time of this writing.

It must be noted that there may be 
some disadvantages for the bank that 
chooses to obtain its ERISA coverage 
by endorsement to its D&O policy. Un
less otherwise specified, the extension 
is subject to the policy deductible, 
which may be $5,000 or more. Also, the 
cost of defense will most likely be a 
part of, rather than in addition to, the 
limit of liability specified in the policy.

Some D&O insurers have notified 
their customers that they are providing 
a short extension of coverage to include 
ERISA liabilities, subject to the furnish
ing of full data on the bank’s pension 
plans, a subsequent quotation and ac
ceptance by the bank of the offered 
extension endorsement.

A number of insurance companies, 
including some that have not previously 
been involved in D&O, have developed 
separate pension trustees’ liability poli
cies. These might be of particular 
interest to banks that do not currently 
have D&O coverage in force. Some of 
the plans offer low deductibles (such 
as $1,000 for each loss) and some offer 
defense costs in addition to the limit 
of liability. D&O underwriters initially 
offered their policies this way, but after 
a few years of loss experience, they de

termined that the defense costs had to 
be made part of the limit of liability.

The rating plans of these separate 
policies make possible premiums as low 
as a few hundred dollars annually, but 
range into the several thousands of dol
lars for plans with sizable assets and 
numerous trustees. Plans that are man
aged by the bank or company itself, 
rather than insured outside, are par
ticularly liable for high premiums.

If consideration is to be given to 
obtaining insurance under each of these 
possible sources, then particular at
tention needs to be directed to the ex
clusions of each policy.

The exclusions under the usual sep
arate trustees’ liability policy are rather 
complete. For instance, if there were 
an allegation of any libel or slander 
action in connection with any wrong
doing of a trustee, then the separate 
policy would not even provide defense 
of the action. Similarly, if there were 
a charge that the trustees failed to 
effect and maintain proper insurance 
(such as fidelity), the separate policy 
would not defend that action or pay for 
the cost of the defense.

Other separate policies go further 
and exclude personal profiting of trust
ees, excess salary or bonus, intentional 
breach of fiduciary duty, dishonesty, 
etc.

Not even a brief discussion of the 
potential liabilities and ways to insure 
them would be complete without men
tioning the exposure to bank trust de
partment officers and employees under

ERISA. Trust operations covered by 
either a D&O policy or a trust oper
ations surcharge liability policy may 
have a fair amount of protection for 
liabilities created under the new act.

It would appear that most D&O 
policies would respond to an action 
against a trust officer or a director of 
the bank arising out of administration 
of a customer’s pension plan. Non
officer employees would probably not 
be covered. A trust operations sur
charge liability policy (trust department 
errors and omissions insurance) would 
protect the bank against alleged mis
handling of a customer’s pension plan, 
but there is serious question about how 
far it would go to pick up individual 
fiduciary liability.

New and renewal D&O policies will 
most likely stipulate a complete ex
clusion of any ERISA loss for other than 
the bank’s own pension plans.

It is expected that underwriters of 
surcharge liability policies will either 
exclude liability or make a sizable ad
ditional premium charge for the in
clusion of it. Some may do this at the 
next expiration, while others may re
quire action sooner.

Many bankers may choose to avoid 
any special insurance for their pension 
plan trustees unless or until they have 
more overwhelming indication that it 
is needed.

The proper place for the insurance, 
if selected, is with the D&O policy. 
Banks without this coverage should give 
serious consideration to D&O for the 
very reason of the added ERISA liabili
ties.

For banks with trust operations, it 
is suggested that close touch be kept 
with D&O and surcharge liability in
surers. # *

BMA Develops Pension Plan Training Program

PLANS are underway by the Bank 
Marketing Association (BMA) for 

development of a new training pro
gram entitled “Qualified Benefit Plans.’’ 
The program will be directed toward 
persons working in trust areas.

BMA’s new training package will as
sist trust department personnel in ob
taining a better understanding of the 
marketing and servicing of qualified 
benefit plans. The new program will 
upgrade, broaden or requalify the 
knowledge of the employee, answering 
essential questions about pension plans, 
deferred profit sharing and thrift plans.

In developing the content of the 
training package, geographic sampling 
was taken of small- to large-sized BMA 
member banks in the midwestern,

southern, and eastern regions of the 
U. S. Members were asked for sug
gestions to help guide and direct course 
content. As a result of this survey, the 
following 12 major areas will be cov
ered in the training package: Social 
security, history of qualified plans, tax 
advantages of qualified plans, plan de
sign, actuarial practices, installation 
and administration of plans, opinion 
number eight of the American Institute 
of CPAs, investment performance 
measurement, trustees’ responsibilities, 
serving the corporate customer, sources 
of new business and obtaining new 
customers.

The training package will capsulize 
the technical aspects of benefit plans, 
utilizing workbook and audio-visual

techniques adaptable to a bank’s in- 
house audio-visual facilities.

The program will include a brief 
history and familiarization of early 
pension/benefit plans and will move 
into an overview of current activities. 
Of special interest are the timely im
plications of the complex Pension Re
form Act of 1974.

BMA’s new training package, “Quali
fied Benefit Plans,” is scheduled to be 
released to the banking industry this 
spring.

For further information, contact Don 
W. Oker, director, In-Bank Training 
Service Department, Association Ser
vices Division, Bank Marketing Asso
ciation, 309 West Washington Street, 
Chicago, IL  60606. • *
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5

name the 5th-most-wanted 
customer service in your bank.

(And tell us how much it costs you to provide
□  Check Cashing
□  Savings
□  Checking
□  Money Orders
□  Drive-Up Banking

Sorry. If  you didn’t answer 
“money orders” in two seconds flat, 
you’ll have to go to the foot of the 
banking class.

Money orders rank just a hair 
behind checking accounts, savings 
accounts, check cashing and drive- 
up banking on the list of services 
most wanted by bank customers.

Which means that by paying 
more attention to your money order 
sales, you can increase your share 
of a $22 billion market and take ad
vantage of great opportunities for 
cross-selling more bank services.

tution Money Order Program 
(F.I.M .O .), created to make life 
easier —and more profitable —for 
banks.

We designed it to relieve you of 
costly bookkeeping overhead in the 
backrooms and expensive exposure 
to stolen or raised documents. We 
designed it to relieve you of handling 
troublesome customer problems.

Best of all, it’s set up to provide 
you with immediate profits and im
mediate cost controls.

We do all the work.
American Express Company 

has been processing financial docu
ments, like our new F IM O  docu
ment, since 1882. Our know-how 
and our facilities are probably un
matched anywhere in the world.

So when your bank signs up for 
our FIM O  Program, we process the 
money orders for you. We furnish 
the forms; we do the reconciling, 
proofing, filing, storage, researching 
and adjusting.

You’re free to do the selling 
(you set your own fee, of course) 
without the burdens of costly chores 
or expensive exposure.

Double assurance 
for your customers.

Cost per item ?. . .
Well I . . . .

But if you can ’t tell us how 
much it costs to operate your cur
rent money order program, that’s 
par for the course. Most banks can’t.

We can tell you, however, on 
the basis of our experience with 
many banks, that money orders may 
presently be your least profitable 
service. Because bookkeeping over
head, the cost of forms and storage 
space, and losses in stolen and 
raised money orders can gnaw your 
profits down to losses.

But we’ve got that all figured 
out for you. And we’re here to tell 
you that your 5th-most-important 
service can also be  one of your most 
profitable services.

How?

F.I.M.O. was made for banks.
The answer is the American 

Express Company Financial Insti-

Your bank’s good name goes 
on the money order along with the 
name of the world’s best-known 
financial-service institution — Amer
ican Express Company. Your cus
tomers have double assurance that 
their money orders will be accepted 
anywhere — at home or abroad.

We provide attractive point-of- 
purchase and advertising materials 
to help you tell your customers that 
this convenient joint service is avail
able to them.

A double-duty document for you.
T h e r e ’ s s till 

another cost-saver 
tucked away in the 
FIM O  Program that 

appeals to bank
ers who like to 
think creatively 
about services — 
and costs.

With face values of up to 
$1,000, American Express Money

this valuable service.)
Orders can also be used in place of 
ordinary cashier’s checks. With the 
same benefits of reduced exposures, 
savings of teller time and overhead, 
and immediate profits that you get 
when you use them as money orders. 
Two money-making documents for 
the price of one.

Call it value added.

The American Express Com 
pany Financial Institution Money 
Order Program doesn’t take your 
own personalized money orders or 
cashier’s checks away from you. It 
ju st makes them stronger, with 
world-wide acceptance for your cus
tomers, and tight cost controls and 
immediate profits for you.

Our 92 years’ experience in 
creating financial services has en
abled us to put the FIM O  Program 
together in such a way that it adds 
value to your product and to ours.

All that FIM O  takes away from 
you are the chores.

We must be 
doing it right.

The proof of our program is it* 
the rapidly growing number of banks 
who use it. Already, hundreds of 
banks across the country count on 
F IM O . F or very good reasons. 
We’ve told you some of them. And 
we’d like to tell you the rest.

After all, if there’s a more prof
itable way to handle your 5th-most- 
important service, you owe it to your 
bank to know the whole story.

American Express Company — 
Money Order Division

Write or call:
William H. Box 
Vice President —Sales 
American Express Company 
Money Order Division 
7655 West Mississippi Avenue 
Denver, Colorado 80226 
Phone:(303)986-2211
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Liabilities Loom for Trust Officers Under ERISA
By DENNIS J. LAYNE, Vice President, MGIC Indemnity Corporation, Milwaukee

THE FINANCIAL impact of the 
Employe Retirement Income Se

curity Act of 1974 (ERISA) on trust 
officers is largely an unknown specter 
for now. Until the first case reaches 
court—the issue may very well be a test 
of the prudent man rule as defined in 
the act—trust managers are likely to be 
groping in the dark.

It will be difficult to measure their ex
posure to loss in the exercise of their fidu
ciary responsibilities. The imposition of 
reporting requirements, the elimination 
of exculpatory clauses in pension plans, 
and, indeed, the broad definition of 
“fiduciary” make it obvious that a 
trust officer will have to be insured.

Various approaches have been tried 
by insurance companies in efforts to 
help fiduciaries solve the liability di
lemma. Some have introduced pro
grams designed to cover the worst 
possible losses resulting from court- 
awarded damages. Other policies offer
ing minimum protection at low costs 
have been structured primarily to pro
tect against nuisance suits. Costs nat
urally vary a great degree since there 
is no actuarial experience upon which 
to base premium schedules.

A different approach is offered by 
some directors’ and officers’ (D&O) 
liability insurance carriers like MGIC 
Indemnity Corp. MGIC’s response has 
been to offer additional coverage 
through the basic D&O policy.

Here is how a trust officer would 
be protected:

The D&O policy offered by MGIC 
provides coverage for the bank’s trust 
officers in the event the institution has 
trust powers. Trust officers who may 
be sued in their capacity as an officer 
of the bank are insured by the D&O 
policy, even though the suit is based 
upon the bank’s fiduciary role with an 
outside pension fund. At this point, 
MGIC normally considers this type of 
exposure to be a part of the trust offi
cer’s responsibilities.

Directors and officers of the bank 
also may be covered in their fiduciary 
roles with the bank’s own employee 
benefit plans. This extension of cov
erage is provided by some D&O car

riers as an endorsement of the bank’s 
D&O policy.

The limits of liability under the pro
gram remain the same, which in most 
D&O policies range from $1 million to 
$10 million. In the event of a suit 
against a trust officer, the insurer 
would indemnify the individual for 
legal costs and damages eligible for 
reimbursement under the standard 
D&O policy.

Directors and officers who serve as 
trustees of an outside pension plan 
cannot be covered by the MGIC policy. 
They are likely to obtain fiduciary lia
bility coverage from the sponsoring 
employer of the outside plan.

The merits of ERISA will be de
bated until the legislation’s most con
troversial issues are settled in court or 
regulations are issued to reconcile op
posing points of view. But the time 
needed for the courts to interpret such 
sections as the prudent man rule in no 
way constitutes a reprieve for fiduci
aries. They assumed a broadened range 
of responsibilities and liabilities when 
the law became effective last Janu
ary 1.

Those responsibilities are awesome.

Keogh Liberalization Policy 
Prevents Savings O utflow  
Despite Economic Turmoil

Liberalized tax deferments on pen
sion funds for self-employed persons 
have been cited as one of the principal 
reasons a savings drain failed to appear 
at year-end 1974, despite the rocky 
economic picture.

Savings as part of a personal pen
sion plan suddenly gained new popu
larity after President Ford signed the 
Pension Reform Act into law on Labor 
Day, 1974. Under the new legislation, 
self-employed persons can contribute 
a maximum of 15% of their annual in
come, up to $7,500, to a Keogh ac
count. Previously, the maximum was 
10%, up to $2,500. The money is not 
taxable until withdrawn.

Banks have been reporting consid
erable new business in Keogh savings

There are 1,300 bank trusts that man
age assets of at least $15 million each. 
Total assets managed by this group 
total $412 billion. It is estimated that 
there are another 2,300 bank trusts, 
each managing assets of under $15 
million.

The reform measures incorporated 
into the new law invite, and indeed, 
encourage, close scrutiny of a trust 
officer’s performance. In the past, a 
capricious lawsuit might have been dis
couraged by legal costs. That barrier 
has been somewhat neutralized.

A pensioner can hire an attorney 
and sue in any U. S. district court if he 
feels the law has been violated. He 
may file a complaint with the U. S. 
Labor Department if he decides that he 
can’t afford the expense of an attorney. 
If the department thinks there is merit 
to the charges, the litigation will be 
handled at government expense.

All contingencies should be covered 
through the expanded coverage of the 
basic D&O policy. Limits of liability 
will have to be expanded, however, if 
future interpretations of the law pre
sent a greater degree of liability than 
is now anticipated. * *

instruments.
Continental Illinois National, Chi

cago, established 350 new Keogh plans 
for customers last December, compared 
with about 80 the previous December.

Bank of America, San Francisco, has 
seen a 40% increase in its Keogh ac
counts. Normal increase is 10%.

Wells Fargo Bank, San Francisco, 
said that its Keogh accounts, which 
had totaled 1,500 over the past 10 
years, have increased to nearly 2,000 
because of the increased tax deferment.

Chase Manhattan, New York, re
corded three times the normal year-end 
volume of Keogh activity and Repub
lic National, Dallas, more than doubled 
its normal Keogh activity.

Other types of financial institutions 
are benefitting from the new regula
tions, as are insurance firms, whose 
agents are encouraging individuals to 
place their Keogh funds in life insur
ance policies.
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Where does the energy capital get its energy?
Ask the Petroleum Department 
at H ouston’s largest bank.

E nergy . T h e  petro leum  industry 
around Houston is helping supply the 
w orld.

T h is  area ranks first in petro leum  
refinery  output.

First in the manufacturing and dis
tribution of petroleum equipm ent and 
supplies.

And is the national headquarters 
for the production and tran sp orta
tion o f natural gas.

P etro leu m  and related industries 
have tran sform ed  H ouston and the 
T exas G u lf Coast into a m u lti-b illion  
d ollar energy ce n te r. Sm all w onder 
that today, H ouston is the largest city 
in the Southw est.

F o r the last 40  years m u ch “fin an 
cial energy” has com e from First City 
N ational B ank. W e’ve grown up along-

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

Energy and finance. W hat we know 
is yours. F irst City N ation al proves 
to Correspondents — that more service 
is the result o f m ore exp erien ce .

U n d erstand ing  business as well as 
banking has helped m ake us . . .

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

FIRST CITY NATIONAL ■
Bank of Houston

A First City
Bancorporation
Member
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Clever Advertisements Draw Readers’ Attention 
To Long-Perm Retirement Savings Plans

O N E O F the best ways to attract 
long-term funds to a bank is to ad

vertise the “All-American Tax Loop
hole,” according to D. H. Guyton Jr., 
vice president, First Citizens National, 
Tupelo, Miss.

The bank’s advertising agency coined 
the unique title to the new service that 
enables individuals not covered by an 
existing company pension plan to salt 
away up to 15% of their yearly earnings 
in a tax-free savings plan.

The ads, run in the bank’s trade area 
during January, carried two eye-catch
ing headlines. One began with "Psst. 
W ant to beat the government out of 
taxes on $1,500 of your salary, and end 
up a rich old so and so?” The other (il
lustrated on this page), said, “Now 
there’s a tax loophole for the working 
man and woman. Salt away up to $1,- 
500  a year tax free.”

Copy for both ads described how in
dividuals could set up their own tax- 
free retirement plans under the Em 
ployee Retirement Income Securitv Act 
of 1974.

Following is a partial text of the ads: 
“So you’re a working man or woman 

and you’re not covered by a retirement 
plan. Not by your employer. Not by 
anybody.

“Well, Uncle Sam has built in a new 
income tax ‘loophole’ to let you start 
your own tax-free retirement plan. 
Starting now you can salt away up to 
15% of your earned income, not to ex
ceed $1,500 a year. And you don’t 
have to pay federal taxes on it until 
you retire. And you don’t have to pay 
taxes on the interest your retirement 
money earns either. Until you retire.

“Finally, the working man and wom
an have gotten a tax break, too. W e 
call it the All-American Tax Loophole.

“How do you get in on it? Easy. All 
you do is make application at any 
branch of First Citizens National Bank. 
You can start your plan with a lump 
sum of up to $1,500—which could be 
transferred from your savings— or you 
can invest as little as you like. And be
gin building your retirement kitty right 
now.

she can also have her own All-Ameri
can Tax Loophole. That means that the 
two of you can set aside up to $3,000 
a year tax-free. So that if you each earn 
$10,000, you’d be paying taxes only on 
$17,000. Not $20,000. And you’ll both 
earn high interest rates on the money 
— also tax-free— that you can build 
toward retirement.

“L et us give you an example of one 
$1 ,500 retirement plan. See just how 
rich you’ll be after, say, 30 years in the 
plan.

“At $1,500 a year investment, let’s 
say, you earn interest conservatively 
at 6%. Your kitty will grow to $19,771 
in 10 years. To $55,178 in 20 years. 
And to $118 ,587  in 30 years.

“Suppose that, on the other hand, 
you had to pay taxes on the $1,500 and 
invest the after-tax remainder in a reg
ular taxable investment. In 30 years, 
you would have only $68,633 if you 
are in the 25% tax bracket, and only 
$35,682 if you are in the 50% bracket.

“Is there any hitch? But what if you 
need your money before you retire or 
reach age 59/2? You pay a 10% penalty 
on the amount you withdraw prema
turely. And you pay income tax that 
year on the amount you withdraw.

“Your employer can also participate. 
Even if your employer doesn’t have a 
retirement plan, he can still choose to 
contribute to your All-American Tax 
Loophole. He can put in, say, $500, 
and you can contribute the $1,000 bal
ance (assuming, again, you don’t ex
ceed 15% of your salary). In both cases, 
the money is non-taxable. Your employ
er can deduct the $500. And you can 
still deduct the full $1,500. You do not 
have to be someone who itemizes de
ductions to participate. It applies to 
you even if you use the standard de
duction.

“Don’t waste your big chance. This 
is truly a brand new and rare oppor
tunity for the working man and wom
an. Our banks have been trained to set 
up your personal plan and to answer 
all your questions. It’s a First Citizens 
National Bank ‘first’ in Mississippi.”

The ads were prepared by John Mal
mö Advertising, Inc., Memphis. * *

“Then, any time between age 59/2 
and 70/2, you can start withdrawing 
from your retirement fund. You can get 
your money in one lump sum. Or you 
can take it out in regular smaller 
amounts, just like a pension. Of course, 
you will have to pay taxes on the mon
ey you withdraw at retirement, but 
chances are you will be in a smaller tax 
bracket by then. W hich means you’ll 
be saving a lot of money on taxes over 
the long haul.

“W hat will we do with your money? 
One of two things. W e’ll either invest 
it in high-interest certificates of depos
it, in which case you can earn up to 
7/2% interest. Or we’ll put it in another 
savings plan, paying 5/2%. This depends 
on your age, and the amount you put 
in your plan.

“The All-American Tax Loophole is 
like receiving a compounded invest
ment yield on money that ordinarily 
would be lost to income taxes.

“Mr. and Mrs. can each participate. 
If your wife works, too, and she’s not 
covered by any other retirement plan,

Now there’s a tax loophole 
for the working m an  

and woman. Salt away up to 
T500 a year tax free.
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RE-INTRODUCING 
THE AMERICAN WAY OF 

CREDIT INSURANCE FOR 1975

Solving unusual problems as usual
American Bankers can solve the protection puzzle once and for all. With our unique 
credit life approach. With our distinctive accident and health programs. And with 
our exclusive Safegard plan. As the 5th largest writer of credit insurance, 
we know how to take the guess work out of profitable protection puzzles for you.
You’ll be learning more from us. Piece by piece. 
Package by package. And that’s a fact of life.
For more information about American Bankers 
call Sonny Thomas at, (901) 761-1340.

.¿¡¡¡¡fe, AMERICAN 
__II BANKERS

Regional Office: P. O. Box 4855, Crosstown Station,
Memphis, Tennessee 38104  Phone (901) 761-1340

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



National Bank of Com m erce, Pallas Plaza Com m erce Bank, Houston

Moöer

'

Bank of the Southwest, Houston

In the Southwest, there’s 
a special name far 
television banking. 

Mosler.

When you see a TV banking system in 
the Southwest, check the name. Odds 
are, it’s a Mosler.

We introduced TV banking in the 
Southwest. And today you’ll see more 
Mosler installations there than any other 
manufacturer.

When it comes right down to it, there’s 
only one thing you need to know about 
TV banking. Our name.

Mosler
Security/Customer Transaction Systems
An Am er ican-S tandard  C om pany  
Dept. MC-375 
Hamil ton, Ohio 45012
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W hat is the Assembly?
The purpose of the Assembly for Bank Directors is: to 
increase the director’s understanding of how he can 
serve his bank; to indicate the ways in which the direc
tor can best serve as a representative of his bank in the 
community; to provide better understanding of, and 
respect for bank management’s functions; and to ac
quaint the director fu lly with issues of critical interest 
to his bank and banking.

Between 1968 and the spring of 1975, twenty-one As
semblies have taken place. While the program listed here 
is specifically for the Homestead Assembly, other As
semblies follow a similar format. Subjects for discus
sion are determined by trends and issues in banking at

the time of each Assembly.

Any inside or outside bank director, advisory director, 
prospective director or senior bank officer is invited to 
attend the Assemblies, and past registrants are invited to 
attend again occasionally. Bank directors, senior of
ficers, senior level bank supervisors and bank educators 
throughout the United States have acclaimed the Assem
blies program. The Assemblies are endorsed by the 
American Bankers Association, the Independent Bankers 
Association, and by various state associations.

Three Assemblies will be conducted between May, 1975 
and February, 1976.

22nd at The Homestead, Hot Springs, Virginia, May 26—29, 1 975 
23rd at The Arizona Biltmore, Phoenix, Arizona, November 5—8, 1 975 

24th at The Sheraton—Waikiki and Royal Hawaiian, Honolulu, Hawaii, February 1—6, 1976

SCHEDULE <& EVENTS
TW ENTY-SEC ON D ASSEMBLY FOR BANK DIRECTORS

The Homestead 
Hot Springs, Virginia 

May 2 6 -2 9 , 1975

Director—Kenneth A. Randall 

DIRECTORS’ PROGRAM
TIME TOPIC OR ACTIVITY SPEAKER

Monday, May 263:30 5:00 p.m. Registration
B. Finley Vinson5:00 5:15 p.m. THE FOUNDATION AND THE ASSEMBLY

5:1 5 5:45 p.m. THE FINANCIAL OUTLOOK Chaunccy E. Schmidt
5:45 6:15 p.m. BANK ETHICS NEED FOR A CODE Charles W. McCoy
6:30 9:00 p.m. Reception and Banquet

Tuesday, May 278:30 9:00 a m. LEGAL RESPONSIBILITIES Jack H. Chambers
9:00 9:30 a.m. CREDIT ADMINISTRATION Frank A. Plummer
9:30 10:00 a.m. WHAT A BANK SUPERVISOR EXPECTS FROM DIRECTORS lohn G. Henscl

10:00- 10:1 5 a.m. Coffee10:15 12:00 p.m. Discussion Groups
12:00 6:30 p.m. Open
6:30 7:30 p.m. Reception
7:30 9:00 p.m. Dinner and Talk THE DIRECTOR AS PROTECTOR OF 

THE BANKING SYSTEM
Frank Wille

Wednesday, May 288:30 9:00 a.m. EVALUATING MANAGEMENT Eugene L. Swearingen
9:00 9:30 a.m. CAPITAL PLANNING AND THE MARKET VALUE OF 

BANK STOCK
William H. Dougherty

9:30- 10:00 a.m. PLANNING, BUDGETING AND CONTROL Philip F. Searlc
10:00- 10:15 a.m. Coffee10:15 12:00 p.m. Discussion Groups
12:15-  2:00 p.m. Luncheon and Talk THE PRACTICAL APPROACH TO 

BANKING
Charles A. Agemian

6:30 9:00 p.m. Reception and Dinner
Thursday, May 298:30 9:00 a.m. THE DIRECTOR AND THE MARKETING EFFORT Warner N. Dalhouse

9:00 9:30 a.m. THE ECONOMIC OUTLOOK Herbert Stein
9:30-  9:45 a.m. Coffee9:45- 11:30 a.m. Discussion Groups

11:30 a.m. Assembly Concludes

Grunselors

M. V. Burling C. C. Hope, Jr. George A. LeMaistre Fred L. Patty
Owen Daly, 11 Paul M. Horvitz Charles Emmet Luccy Fred M. Pickens, Jr.
James A. Davis Leonard W. Huck W. Gibbs McKcnncy Van Smith
James H. Denman Oran Kite William E. Midkiff, III 

SPOUSES’ PROGRAM

Norman A. Wiggins

TIME TOPIC OR ACTIVITY SPEAKER
Monday. May 266:30-  9:00 p.m. Reception and Banquet

Tuesday, May 279:00- 10:30 a.m. Champagne Brunch10:30 11:00 a.m. WHAT BANKING IS ABOUT Leonard W'. Huck
11:00- 12:00 p.m. TRUSTS AND YOU Norman A. Wiggins
6:30-  7:30 p.m. Reception7:30— 9:00 p.m. Dinner and Talk-THE DIRECTOR AS PROTECTOR OF 

THE BANKING SYSTEM
Frank Wille

Wednesday, May 2812:15-  2:00 p.m. Luncheon and Talk-THE PRACTICAL APPROACH TO 
BANKING

Charles A. Agemian

6:30-  9:00 p.m. Reception and Dinner
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The Board o f Tlie Foundation of 
The Southwestern Graduate School o f Banking

James H. Denman, President, Citizens State Bank, Nevada, 
Missouri

Leonard W. Huck, Executive Vice President, Valley National 
Bank, Phoenix, Arizona

Richard B. Johnson, President, The Foundation of The 
Southwestern Graduate School of Banking, Southern 
Methodist University, Dallas, Texas 

Robert W. Kneebone, Consulting Vice President, Texas 
Commerce Bank, Houston, Texas 

Murray Kyger, Chairman of the Executive Committee, First 
National Bank, Fort Worth, Texas 

Kenneth A. Randall, President and Chief Executive Officer, 
United Virginia Bankshares, Inc., Richmond, Virginia 

DeWitt T. Ray, Sr., Investments, Dallas, Texas 
Will Mann Richardson, Senior Vice President and Trust 

Officer, Citizens First National Bank, Tyler,Texas 
Robert Stewart, Jr., President, Bank of the Southwest, 

Houston, Texas
Eugene L. Swearingen, Chairman of the Board and Chief 

Executive Officer, National Bank of Tulsa, Tulsa, Oklahoma 
Ronald A. Terry, Chairman and Chief Executive Officer,

First Tennessee National Corporation, Memphis, Tennessee 
B. Finley Vinson, Chairman of the Board, First National Bank,

Little Rock, Arkansas

Faculty o f the Twenty-Second Assembly
DIRECTOR

Kenneth A. Randall, President and Chief Executive Officer, 
United Virginia Bankshares, Inc., Richmond, Virginia

FACULTY

Charles A. Agemian, Chairman of the Board, Garden State 
National Bank, Hackensack, New Jersey 

M. V. Burling, President, Herget National Bank, Pekin, Illinois 
Jack H. Chambers, Partner, Mahoney, Hadlow, Chambers & 

Adams, Jacksonville, Florida
Warner N. Dalhouse, Executive Vice President, First National 

Exchange Bank, Roanoke, Virginia 
Owen Daly, II, Chairman of the Board, Equitable Trust 

Company, Baltimore, Maryland 
James A. Davis, Chairman of the Board and President, Central 

Bank & Trust Company, Owensboro, Kentucky 
James H. Denman, President, Citizens State Bank, Nevada 

Missouri

William H. Dougherty, Jr., President, NCNB Corporation, 
Charlotte, North Carolina

John G. Flensel, Regional Administrator of National Banks, 
Fifth National Bank Region, Comptroller of the Currency, 
Richmond, Virginia

C. C. Hope, Jr., Executive Vice President, First Union National 
Bank of North Carolina, Charlotte, North Carolina 

Paul M. Horvitz, Director of Research, Federal Deposit 
Insurance Corporation, Washington, D. C.

Leonard W. Huck, Executive Vice President, Valley National 
Bank, Phoenix, Arizona

Richard B. Johnson, President, The Foundation of The 
Southwestern Graduate School of Banking, Southern 
Methodist University, Dallas, Texas 

Oran H. Kite, Chairman of Loan Policy Committee, Retired, 
Republic National Bank, Dallas, Texas; and Chairman, 
Commercial Banking Major, Southwestern Graduate School 
of Banking

George A. LeMaistre, Director, Federal Deposit Insurance 
Corporation, Washington, D. C.

Charles Emmet Lucey, Chairman of the Board, Century 
National Bank, in organization, Bethesda, Maryland 

Charles W. McCoy, Chairman of the Board and President, 
Louisiana National Bank, Baton Rouge, Louisiana 

W. Gibbs McKenney, Attorney at Law, Taxes and Estates, 
Baltimore, Maryland

William E. M idkiff, III, President, First National Bank &Trust 
Company, Steubenville, Ohio

Fred L. Patty, Chairman of the Board and President, American 
Bank, New Albany, Indiana

Fred M. Pickens, Jr., Partner, Pickens, Boyce & McLarty, 
Attorneys at Law, Newport, Arkansas 

Frank A. Plummer, Chairman of the Board, First National 
Bank, Montgomery, Alabama

Chauncey E. Schmidt, President, First National Bank,Chicago, 
Illinois

Philip F. Searle, President, BancOhio Corporation, Columbus, 
Ohio

Van Smith, President, Bank of Tuckerman, Tuckerman, 
Arkansas

Herbert Stein, Professor, Department of Economics, University 
of Virginia, Charlottesville, Virginia 

Eugene L. Swearingen, Chairman of the Board, and Chief 
Executive Officer, National Bank of Tulsa, Tulsa, Oklahoma 

B. Finley Vinson, Chairman of the Board, First National Bank, 
Little Rock, Arkansas

Norman A. Wiggins, President, Campbell College, Buies Creek, 
North Carolina

Frank Wille, Chairman, Federal Deposit Insurance Corporation, 
Washington, D. C.

Billy C. Wood, Regional Administrator of National Banks, 
Sixth National Bank Region, Comptroller of the Currency, 
Atlanta, Georgia
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TH E  H O M E S TE A D  -H O T  SPRINGS, V IR G IN IA

Registration
The Homestead is on the modified American plan, 

and the quoted daily rates include a standard break
fast and dinner. The Foundation w ill pay the hotel an 
additional amount to provide breakfast buffets, seated 
breakfasts, receptions w ith hors d ’oeuvres, and 
banquet meals, as well as the scheduled luncheons.

Registrants and faculty may choose to benefit from 
the flights available through Convention Destinations 
Unlim ited, and to make their hotel reservations 
through CDU, 605 East Algonquin Road, A rlington 
Heights, Illinois 60005. Those availing themselves o f 
the Convention Destinations Unlim ited services should 
accomplish some savings in travel cost and w ill assure 
personal attention to their arrival and departure needs 
in Hot Springs.

REGISTRATION FORM
TWENTY-SECOND ASSEMBLY FOR BANK DIRECTORS

The Homestead 
Hot Springs, Virginia 

May 26-29, 1975

NAME:. Name called b y

Business Address: Phone
Company

Profession or Principle Business Interest
P.O. Box City ,  State, Z ip

T it le

Home Address: Phone

Wife Will Attend?
Zip

If ves. wife’s nam e:

Bank Directorship held in:

President: S i/e  o f  Rank?

Number of Directors on Board: Number of years on Board:

Bank Address:
P.O. Box

Directors Committees on which 1 have served:
City State Zip

Main Interest: Credit Area___________________ .Trust Area_______________________ Other_____________________________

Deposit ($25.00) Attached:_______.Total registration fee ($300) enclosed:_________Wife’s registration fee ($100) enclosed:______

The registration fee covers all materials, receptions, and scheduled banquets, luncheons; and all lectures, discussion sessions and other 
scheduled activities.

(Please make checks payable to: The Foundation of the Southwestern Graduate school of Banking. Mail to: The Assemblies for Bank 
Directors, P.O. Box 1319 at S.M.U., Dallas, Texas 75275.)

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



O 3 1 S 3 n 0 3 d  N 0 I1 D 3 3 3 0 D  S S 3 3 0 0 V

SLZSL SDXd± ‘SDHDQ 
6 1 £ l * o g  o 'd  

ZjisjdAiup is ip o q id iy  u jd i/jn os

sy0133>)!a MNV9 ^Od SdmWdSSV 3H1

THE FOUNDATION OF THE SOUTHWESTERN GRADUATE SCHOOL OF BANKING ANNOUNCES

A ssem bly for Bank Directors
The Homestead .H o t  Springs. Virginia 

M ay 26-29,1975
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Oops! His orders are pouring in but it 
will take a smooth cash flow to cover his 
new customers.
He'll need to dip-in to more warehouse 
space so he can mix in some more 
inventory.
You tell him again it’s still time to call 
Talcott in Chicago or Dallas.
Our Business Finance Division is primed 
to give him full flexibility in cash 
support.
We can be his helper and get him cash to 
pay his bills and restock.
As a banker you know Talcott’s Chicago 
or Dallas experts can come to his aid 
with financing.
So remember, before he takes the next 
step, tell him it’s time to call Talcott.
For more information contact James Talcott, Inc., 
Business Finance Division, 230 West Monroe St.,
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 laying it on thick.
His business has a great new product, 
and he’s spreading his sales message in 
every corner of his market.
But, it’ll cost him plenty of green.
And his receivables tend to be sticky, 
his bank balance is thin, and he could 
end up with an empty bucket. So he’s 
come to the bank for more cash than you 
can supply.
You tell him it’s time to call Talcott in 
Chicago or Dallas.
We hate to give the brush to customers 
whose financing needs are stiff. Our 
Business Finance Division might custom 
blend a loan for him.
Were experts at stirring up collateral 
he didn’t think he had.

Still tell him to call Talcott.
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Peter Bruck 
(314) 434-6979 
St. Louis

C huck W alston 
(314) 434-6979

Chet K rouse 
(913) 341-5080' 
Kansas City

D oug Carr 
(402) 895-0211 
Omaha

B ill Chop 
(913) 341-5080
Kansas City

Roy W ingers 
(319) 235-6969 
Waterloo

Howard Rapp 
(309) 676-5340 
Peoria

Leroy Lo tt > 
(214) 741-3466
Dallas

Cam M urch inson  
(214) 741-3466 
Dallas V

Dan K irk land  
(501) 375-4848
Little Rock

Earl C row  
(713) 468-8085
Houston

Dave Lesher 
(502) 583-3821
Louisville

Lee H am m ond 
(214) 741-3466 
Dallas

Wherever you are.. .whatever your 
special opportunities. . .  our man is nearby 
to help analyze and project your growth.

We have a man who knows your local 
situation, because he lives nearby and 
understands conditions in your part of 
the country. Representing the recognized 
leader in improving bank profitability 
through improved physical facilities, he 
is eager to show you how to plan for 
future growth and achieve it.

100 Progress Parkway

Call today and leave word; our man 
will call you back. You just might be 
surprised how much he knows about your 
community and your business.

We're the people who organize growth.

Bank Building 
Corporation

• M aryland Heights, M issouri 63043 • (314) 434-6979
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IN SU R A N C

Directors & Officers Liability Insurors 
Explain Details of Coverage

D IR E C T O R S and officers liability in
surance is considered to be a rela

tively new type of coverage. In a few 
years, it has become well known among 
bankers, but has not been purchased by 
more than one third of the nation’s fi
nancial institutions.

There is a vast difference between 
being aware of D&O  and of knowing 
much about its benefits, according to 
insurors. There are many bankers who 
would like to know more about D&O, 
but don’t normally have the opportunity 
to ask questions of knowledgable peo
ple.

The following questions are said to 
be those most often asked of D&O in
surors.

• Just what is D&O? D&O  is a pol
icy that protects a bank’s directors and 
officers against suits brought by inter
ested parties involving alleged acts or 
omissions while managing the bank’s 
affairs. The insuring clause generally 
states that wrongful acts are insured 
and such acts as actual or alleged error 
or misstatement or misleading state
ment or act or omission or neglect or 
breach of duty.

• Does D&O insure the bank? D&O
provides coverage for the bank for the 
amounts spent to indemnify its directors 
and officers for defense, judgment or 
settlement of suits. The policy does 
not provide insurance for suits brought 
against the bank.

• Are directors and officers of a 
bank personally liable? Yes.

• What is the extent of this personal 
liability? Individual directors and of
ficers of a bank are jointly and severally

liable for their entire personal assets. 
There is no limitation by common law 
or statute on this liability.

• How can a director and officer 
protect himself from a personal liability 
suit? Safeguards can be taken to limit 
the liability of directors and officers, 
but no absolute protection is provided 
against a possible suit for alleged 
wrongful acts. The individual can seek 
to perform his duties with the utmost 
care, require indemnification by the 
bank and have insurance in force and 
he will still be subject to suit based 
upon his own actions or those of other 
board members or officers.

• How complete is the protection 
provided by an indemnification agree
ment? If a bank has an indemnification 
agreement in its bylaws, it may not be 
drawn to include certain actions or 
wrongful acts. It may cover only legal 
fees if the director or officer is proved 
innocent. The bank may not be solvent, 
in which case the indemnification agree
ment would be meaningless. A stock
holder may block payment on the 
grounds that the bank is using the 
stockholder’s money. The courts may 
make a determination that would pro
hibit the bank from indemnifying.

• Do the directors and officers of a 
bank bave coverage under any other 
insurance policies that would duplicate 
D&O coverage? Many bankers think 
they have duplicate coverage, but they 
do not have the coverage under the 
normal personal umbrella policy, cor
porate umbrella policy, comprehensive 
general liability policy or bankers blan
ket bond. The particular coverage re

quired must be provided under D&O.
• Why is the cost of D&O so high?

Recause of numerous payments, most 
made as out-of-court settlements and, 
thus, not reported in the press. A num
ber of claims have not been settled, al
though they may be reserved for the 
policy limit. Attorney’s fees, court costs 
and other expenses must be paid even 
if the allegations of the suit are false.

• Are D&O premiums tax deduct
ible? Yes.

• Do most other professional busi
nessmen carry liability coverage for 
alleged wrongful acts? Most profes
sional men buy a form of errors and 
omissions insurance to protect them 
against suits for alleged wrongful acts.

• What is the recommended D&O 
limit for a bank? There is none. If a 
bank’s directors feel they are judgment- 
proof, a limited amount of coverage to 
take care of possible legal fees is suf
ficient. However, the total personal as
sets of a bank’s directors and officers 
could be the maximum loss. Coverage 
to protect against a loss of this magni
tude would probably be prohibitive. 
Most banks purchase $1 million of cov
erage.

• Are all D&O policies the same?
There is a wide misconception that all 
policies are the same no matter which 
contract is purchased. Many policy con
ditions tend to limit coverage and, in 
some instances, eliminate most of the 
coverage. Sound advice should be 
sought before any policy is purchased.

• How is a claim handled under 
D&O? As soon as the bank or any in
dividuals are aware of a possible claim,
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“The key difference between our 
Directors’& Officers’ liability insurance and 
others is an exclusive combination of features 

that give banks total coverage.”

Dennis Layne,
Chief Operating 
Officer, D & O 
Division of MGIC 
Indemnity Corp., 
explains how our 
highly specialized 
Directors’ and 
Officers’ liability 
policy provides 
comprehensive 
protection for banks 
when a lawsuit 
strikes.

“E ach  of M G IC ’s special 
features—in combination 
with “standard” features— 
interacts to provide exclu
sive total protection. Very 
im portant is waiver of 
exclusions. I f  your board 
legally indemnifies your 
officials, exclusions which 
would otherwise lim it cov
erage no longer apply. Also, 
deductible options from 
$2,500 to $20,000 or more 
provide higher coverage at 
very low cost. Other features 
include protection for retired 
officers and directors, and 
an extended coverage option 
with full original lim its of 
coverage when a policy is 
cancelled or not renewed.
“ Perhaps the most im
portant difference 
between our policy and 
others is the way our 
individual limits can pro
tect you in case of 
lawsuits.

“As an example, le t’s take a 
million-dollar coverage pol
icy. M ost provide ju st a 
simple total annual lim it of 
one million dollars. N ot ours. 
M G IC  lets you choose a 
million dollars of coverage 
for each individual director 
or officer, no m atter how 
many you have. This means 
many millions of extra cov
erage in case of multiple 
lawsuits in a given year.
“ Should a lawsuit strike, 
we support you all the 
w ay—the way you want.
“Some D & 0  insurers take a 
very strong stand and take 
over the case, period. Some 
avoid any involvement.
We like to act as a helpful 
partner. For example, when 
you tell us about a lawsuit, 
you have the right—with our 
approval—to select counsel. 
Then we’ll work with you 
on any significant steps th at 
are taken. W hat we don’t  
like to do is take control, 
because we believe no out
sider should determine the 
proper course for you in such 
a serious situation. After all, 
it  isn’t  only money th a t’s 
involved, the reputations of 
the individuals and the 
institutions also are at stake.
“ Ours is the one policy 
specifically designed for 
banks.
“W hen you buy from us, you 
get insurance specially ta i
lored to your needs, right 
down to the application 
form. As a subsidiary of 
M G IC  Investm ent Corpo
ration (a respected member 
of the financial community),

we are thoroughly fam iliar 
with bank operations and 
needs. Our underwriting, we 
think, is of higher quality 
due to this expertise. So, 
when you jo in  the more than 
1,400 financial institutions 
insured by M G IC , you’re 
keeping good company.
“ For a point-by-point 
comparison between 
MGIC and any other D & O 
policy, w e’ll be happy 
to talk with you, or your 
attorney.
“ You m ay feel more com
fortable having your a ttor
ney contact us because he’s 
the expert you head for fast 
when threatened with a law
suit. And he’s probably best 
qualified to help you make 
the right decisions on cover
age. H e’s also probably best 
able to show you what we 
mean by “total protection” 
and why, dollar-for-dollar, 
you get a better value with 
M G IC  D irectors’ and Offi
cers’ liability insurance. So 
for the full story, I suggest 
either you or your attorney 
call me or our M arketing 
D irector, A rt Barnard, 
toll-free, at 800-558-9900.
Or write today.”

MGIC
Total D & O liability protection. 

And we mean total.
MGIC Indemnity Corporation

A Subsidiary of MGIC Investment Corp. 
MGIC Plaza, Milwaukee, Wl 53201
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M a jo rity  of B an ks Don't C a rry  D&O

According to a recent survey, about 65% of the nation’s banks do not 
carry directors and officers liability insurance. Of the banks that carried 
D&O in 1974, 4% had plans to increase their coverage.

The survey, conducted by MGIC Indemnity Corp., Milwaukee, indicated 
that D&O is most common among the largest banks (deposits of $100 mil
lion or more) and least common among smaller banks (deposits under $25 
million).

The survey also revealed that, among banks currently carrying D&O, 81% 
purchased the coverage since 1970.

The primary reason banks do not carry D&O is the cost. Some 34% of 
respondents to the MGIC survey put this reason foremost. Other reasons 
given for not carrying D&O were: not necessary, 14%; insufficient risk ex
posure, 7%; and board felt no need for it, 6%.

The chart shows a breakdown of banks carrying D&O by deposit size.

Deposit Size ($000,000) 

Under 25 25-49

Have
D&O

insurance

the insurance company should be noti
fied. The insurance company, through 
its counsel, works with the attorneys 
employed by the individuals being sued 
to provide a defense or to settle the 
claim. Through this system, counsel is 
employed that has had experience in 
handling D&O  coverage.

® Who are the plaintiffs in a D&O 
suit? They could be stockholders, cus
tomers, employees or regulatory au
thorities.

• Why is the deductible so high and 
how does it apply to a loss? The de
ductible is normally $5,000 for each 
loss because the insuring company feels

that individuals should share to some 
extent in the loss. The deductible also 
makes sure that the insuring company 
has the cooperation of the individuals 
being sued. It also is split among those 
being sued so that, in many cases, an 
individual’s deductible is small.

• Are dishonest acts covered under 
D&O? Suits for alleged dishonest acts 
or intent to defraud are insured for 
costs and legal fees where final ad
judication holds that there was no such 
dishonesty or attempt to defraud.

• Why do so few insurance firms 
offer D&O? Because D&O is a special 
form of coverage and most companies 
do not have underwriting experience 
in regard to D&O. Also, many insur
ance carriers have great fear of the 
potential liability.

• How do the exclusions in the pol
icy apply to innocent directors? An ex
clusion may apply to an individual in
sured under the policy because a 
wrongful act was deliberate, such as a 
conflict-of-interest situation, but the in
nocent directors and officers who also 
may be sued would have coverage.

• Does D&O coverage apply to an 
officer or director serving on another 
board at the bank’s request? Coverage 
can be provided under endorsement.

• Is D&O coverage available to pro
tect a fiduciary against pension fund 
suits? Partial coverage is available, by 
endorsement, in respect to a bank’s own 
pension plans (see article beginning on 
page 6 0 ) .

• Has the risk for directors and of
ficers of banks multiplied in the last 10
years? Yes, the increasing amount of 
litigation in this area indicates that 
the risk has increased substantially. The 
awareness by the public that a director 
or officer can be sued is one of the rea
sons litigation has increased. * ®

Electronic Value
(C ontinued  from  p ag e  13)

banking industry to eliminate the inef
ficiencies and high costs of handling 
paper transactions,” Mr. Borman com
mented.

Information received through the 
BA SE II  System can be entered direct
ly onto descriptive billing statements, 
which First of Chicago cardholders 
have been receiving since May, 1974. 
The descriptive billing statement is a 
single document listing all transactions 
for the billing period, each specifically 
described by a date, merchant identity 
and dollar amount. The statement also 
shows the total amount of the bill, the 
minimum payment due, finance 
charges and other account informa
tion. * *

OVER 44%
of the Kansas Banks

have protected their Officers and Directors 
with

DIRECTORS AND OFFICERS LEGAL DEFENSE AND 
LIMITED LIABILITY INSURANCE

are yours PROTECTED?
Full legal defense coverage— No deductible requirement 

Call or Write

THE KANSAS BANKERS 
SURETY COMPANY

1110 First National Bank Tower 
Topeka, Kansas 66603 

913 234-0876

THE KBA INSURANCE 
DEPARTMENT

707 Merchants National Building 
Topeka, Kansas 66612 

913 235-3448
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Mercantile can work for you.
We have what you need as a full 
service correspondent bank ... 
immediate response to any situation 
... a staff able to solve your problems 
.. .and more than willing to helpyou 
grow through our resources and 
expertise.

Mercantile Bank & Trust Company
1101 Walnut, Kansas City, Mo.
(816) 842-2000
Affiliate Mercantile Bancorporation 
Member FDIC

M ERCnnTIIE
B R fK
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A t  C h i c a g o  s  H a r r i s  T r u s t :

Optional Investment Funds 
Offered Bank Employees

I T ’S HA RD LY N ECESSA RY to re
mind anyone that the last few years 

have been tough ones for investors. The 
stock market has been on a real merry- 
go-round. From the 1966 lows, com
mon stock prices rose in 1967-68, only 
to collapse in the 1970 recession. Ry 
the end of 1972, stocks had climbed 
to new highs, but reversed direction in 
1973. The downward trend accelerated 
in 1974, and year-end found stocks at 
their lowest price levels since 1962. 
Rond prices have not been immune 
to the ups and downs as interest rate 
changes caused significant erosion in 
fixed-income values during several of 
the past few years and particularly in 
1970.

Historically, assets of a typical de
ferred profit-sharing plan have been 
invested in some types of balanced 
bases. The trustee has been forced to 
decide on the proportions of the trust 
assets which should be invested in 
equities and in fixed-income invest
ments. W ith just one investment port
folio, each participant in the plan gets 
the same mix.

P roblem s fo r  O lder Participants. Of 
great concern the last few years has 
been the erosion of profit-sharing bal
ances for those participants facing im
minent retirement. Younger employees, 
with many years of participation in the 
profit-sharing plan ahead, at least have 
an opportunity to recoup paper losses 
through longer-range upward secular 
market trends (even though interim in
vestment results are not pleasant when 
the market has collapsed). On the 
other hand, retirees generally are 
forced to accept whatever balances are 
in their accounts on retirement with 
minimum opportunities to recover from 
bad investment experiences. ( I t  is 
strongly recommended that retirees be 
allowed to select, as an option, the in
stallment method of payment and that 
their remaining balances participate in

By JOHN W. COOPER
Vice President 

Harris Trust & Savings Bank 
Chicago

the longer-range investment experience 
of the trust.)

The Employee Retirement Income 
Security Act of 1974 magnifies the 
problems of those responsible for the 
investment of profit-sharing assets. The 
fiduciary responsibility section of the 
act establishes a federal prudent-man 
rule, which includes the duty to di
versify assets. The diversification re
quirement is waived for plans that spe
cifically call for investment in employer 
securities or real estate (although the 
investment still must be “prudent” ). 
The liability for bad investment judg
ment could be severe.

O ptional In vestm ent Funds. W hat is 
the answer? One approach is to estab
lish separate investment funds with

J o h n  W . C o o p e r  
jo ined H arris  B ank's 
trust departm ent in 
1952 an d  has been a 
vice president since 
1969. He attended the 
A B A 's  N atio n a l Trust 
School in 1960 and is 
a 1966 g ra d u a te  of 
the Stonier G ra d u ate  
School of B an k in g  at 
Rutgers U n iversity. Mr. 
Co op er holds a B.S. 
degree  from  In d ian a  
U n ive rsity  an d  a  m as
ter's degree f r o m  
N orthw estern U n iver
sity. He has w ritten 
se ve ra l artic les on 
profit sh a r in g , is a 
lecturer at the N a 
tio na l Trust School and 
has g iven  m any ta lks  
on pension leg islation .

differing types of objectives and, ac
cordingly, different types of invest
ments. Then let each participant select 
the fund which seems to best meet his 
personal requirements. W hile this is 
not an all-encompassing solution to the 
trustee’s investment dilemma, it does 
go a long way toward overcoming 
problems encountered when all partici
pants, regardless of personal circum
stances, are forced to accept the same 
investment approach. I suggest, also, 
that, under the new federal legislation, 
allowing individuals to select their own 
investment mix will minimize the pos
sible liability incumbent on the trustees.

T h e H arris’ A pproach . Harris Trust 
adopted the multiple-investment-fund 
approach for its “Employees Savings 
and Profit-Sharing Trust,” effective as 
of January 1, 1969. Separate invest
ment funds were only one of many 
changes we made in our plan to make 
it more meaningful to participants. 
However, this has been one of the most 
significant changes in our profit-sharing 
philosophy over the years.

Harris Rank started its profit-sharing 
plan in 1916 and is proud of its pio
neering role. As one of the very first 
deferred-profit-sharing plans in the 
country, it has served as a model for 
many other plans adopted since that 
time. Our profit-sharing fund was in
vested on a balanced basis for many 
years. At the time separate investment 
funds were offered to participants, our 
balanced fund was approximately 60% 
equities— 40% fixed income. W e estab
lished two new optional funds: 1. 100% 
Common stock fund. 2. Fixed-income 
fund— short term.

W e do not have the space here to 
describe all the considerations relative 
to the decision to establish optional 
investment funds, basically, we felt 
that younger participants, facing many 
years of employment and participation 
in profit sharing, might well desire the
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opportunity for long-range capital ap
preciation possible in an all-equity 
fund. At the other extreme, those par
ticipants nearing retirement, or who 
do not care to assume the greater risk 
inherent in an all-equity approach, 
place safety of principal before all 
other considerations. For this group, a 
fixed-income fund invested primarily 
in obligations of 18 months or less min
imizes the possibility of principal de
terioration. A balanced fund completes 
the package. It is available for those 
persons who desire this type of mix or 
do not want to make an independent 
decision on how their profit-sharing 
money should be invested.

Other optional investment funds 
were considered, but eventually were 
ruled out. However, some organizations 
that have adopted the idea of separate 
investment funds have established 
long-term bond funds, employer stock 
funds, speculative common stock funds 
and other specialized funds. Harris 
Bank felt that offering more than the 
three funds mentioned above would 
have been unduly complicated and that 
other funds would be utilized by only 
a small percentage of participants. 
There are certain tax advantages in 
using a bank stock fund and then 
distributing in stock rather than in 
cash. However, using employer stock 
creates some special problems of its 
own, and we decided to avoid the 
complexities of this type of operation.

H ow  D oes It  W ork?  New partici
pants in the bank’s profit-sharing pro
gram have the option of selecting either 
the balanced fund, common stock fund 
or the fixed-income fund—-short term 
as the investment vehicle for their 
mandatory 2% of salary contributions 
and the bank contribution. They can 
direct their contributions, in even per
centages, into any one or any combina
tion of the three available funds. The 
bank contribution then is allocated to 

y the funds in the same percentage as 
the participant’s contribution. Optional 
additional employee contributions of 
up to 10% of salary are permitted, and 
the same investment-fund alternatives 
apply.

It is important to emphasize that the 
new participant is given the option  of 
selecting these funds. Every effort is 
made to explain adequately how the 
funds are invested, investment objec
tives of each and risk inherent in each 
fund. However, we are careful to avoid 
suggestions or personal opinions as to 
the fund that should be used. Fund 
selection has to be the participant’s 
decision. If the participant does not 
want to make this decision, his con
tributions are automatically put into 
the balanced fund.

Individualized Statements
Harris Bank of Chicago’s profit- 

sharing program is described in the 
accompanying article. In connection 
with this program, the bank each 
year sends a beautifully illustrated 
booklet to each participant giving 
him or her not only a general ac
count of tire year’s benefits, but 
also individual figures for each par
ticipant.

For instance, each booklet con
tains the person’s name, age, num
ber of years’ service to the bank, 
annual salary, which benefit plans 
cover the employee, his or her an
nual statement of account ( which 
includes the balance in his or her 
account as of the first of the year), 
net primary and supplementary sav
ings for all years after withdrawals, 
total withdrawals in all years, his 
or her disability income and survivor 
benefits, a list of designated bene
ficiaries for life insurance, voluntary 
accident, bank travel accident and 
profit-sharing plans and his or her 
retirement income at age 65.

In addition to this personalized 
information, the booklet contains 
several pages devoted to general 
information about the bank’s em
ployee benefits.

C hanges an d  Transfers. Each year, 
participants can change the investment 
fund for their new contributions. Thirty 
days’ prior notice is required for any 
change, which is effective each Janu
ary 1.

Further, it was decided that it would 
not be fair to “lock” participants into 
a fund forever. Accordingly, partici
pants may transfer all or a part of a 
balance in an investment fund to one or 
more of the other investment funds on 
December 31 of any year that’s a sec
ond anniversary of employment up to 
age 55. Age 55 is the early retirement 
date for bank employees. Therefore, 
investment-fund transfers also may be 
made at age 55, every two years there
after and also on December 31 in the 
year of retirement. Thirty days’ prior 
written notice is required for any of 
these transfers.

W hen we started the investment- 
fund option, the initial rule was that 
transfers could be made every fourth 
year until age 55 and then every two 
years. W e were concerned that allow
ing investment transfers too frequently 
would encourage market speculation on 
the part of participants and, conceiv
ably, might disrupt investment policy 
if large dollar balances were continu
ally being transferred. Our experience 
has been that few transfers are made. 
Accordingly, the four-year waiting pe
riod was reduced to two years. W e

do not feel this added element of flexi
bility will have a disruptive effect on 
the investment policy of the funds, and 
it certainly does allow participants to 
“call their own shots” to a much greater 
extent.

A W ord  o f  W arning. Establishing 
optional investment funds doesn’t auto
matically guarantee a “happy life ever 
after” for a profit-sharing plan. O b
viously, the alternatives and options 
require much more complex account
ing. Further, the communications job is 
made much more difficult. Banks 
should have these problems worked out 
in advance before introducing the op
tional investment fund concept to their 
employees.

Sum m ary. The best argument for 
adoption of separate investment funds 
to invest profit-sharing dollars is that 
it is an ideal way to personalize a 
profit-sharing plan. Allowing each par
ticipant to select his own mix of in
vestments simply has to make the profit 
sharing more meaningful and of more 
long-range benefit.

However, don’t forget the problems 
of communications. The need for com
plete dissemination of information is 
increased 100-fold by the introduction 
of the more complicated plans involv
ing investment options. The accounting 
problems can, and probably will, be 
difficult, and this drawback should be 
carefully considered before embarking 
on this program.

In the final analysis, each organiza
tion must consider its overall employee- 
benefit program and the makeup of its 
work force. Every plan should be in
dividualized to take into account other 
benefits available and then be designed 
so the profit-sharing plan characteristics 
and objectives fit together to provide 
the most complete and flexible em
ployee-benefit package. • •

Bank Honored for Lipchitz Show
Mrs. R ichard  D. A u stin , ch., Tennessee Arts 
Com m ission, a id e d  by W illiam  Huettel (2nd 
from  r.), trustee, Brooks M em orial A rt G a lle ry , 
M em phis, presents a certificate of ap p re ciatio n  
to W illiam  W. M itchell (2nd from  I.), ch., and 
Cullen Kehoe, pres., First N atio n a l, M em phis. 
The b a n k  w a s  a w ard e d  the certificate fo r its 
sponsorsh ip  of the Ja cq u e s  Lipchitz sculpture 
exh ib ition  at the g a lle ry . The certificate noted 
First N a tio n a l's  "o u tstan d in g  contribution to the 
cultura l clim ate of M em phis" by m akin g  the 
1974 exh ib ition  possib le. The show  opened 
O ctober 11 an d rem ained at Brooks through 
Decem ber, d ra w in g  more than 32,000.
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Bank's Consumer Loans Are Monitored by Computer Service Firm

A  SO PH ISTIC A TE D  computer ser
vice now handles the monitoring 

chores of a bank’s consumer loan port
folio insurance program. The machines 
have revolutionized the process once 
done by large clerical staffs. The result 
is better service to borrowers and less 
work for bank staffs.

Insureco, Inc., Burbank, Calif., is 
said to have been the first firm in the

S t a n d  o u t  in  a  c r o w d
The Matterhorn Bank Program (MBP) 

is really a unique lien holders single in
terest program. We don’t use the word 
unique lightly.

MBP Is the only program that gives you 
coverage for single interest physical 
damage, non filing losses, confiscation, 
skip losses as well as errors and omis
sions. MBP is also the only program that 
will pick up all the loans you have booked 
prior to program initiation. without 
charge! Now that’s unique. Best of all it 
very likely will not cost you a cent.

Because we really understand your 
needs the Matterhorn Bank Program has 
an easy payment plan with no complicat
ed formulas. We assign you one low rate 
and you simply multiply that rate by the 
number of automobile, watercraft or other 
chatties you write each month.

You need to know more about this 
exciting new plan if you want to be a 
leader in a competitive market. Call or 
write for a proposal and specimen policy.

MBP is underwritten by Northwestern 
National Insurance Group of Milwaukee, 
Wisconsin a A+ AAAAA rated company.

M I Q P  MATTERHORN
■ I l l J l l  b a n k  p r o g r a m

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

201 Padonia Road, West 
Timonium, Maryland 21093 

Phone (301)252-3600

nation to develop an automated insur
ance management concept and United 
California Bank (U C B ), Los Angeles, 
is said to have been the first bank to 
adopt the system. Each of the bank’s 
42 dealer-finance centers was converted 
to the computer program within a re
cent six-month period.

Much of the insurance previously 
written was vendor single interest, 
which meant that only the bank could 
collect— the borrower had no participa
tion in the coverage. Along with the 
automated insurance management, the 
insurance coverage was modified so 
that the owner now participates in the 
coverage.

The cost of the policy (written for 
the term of the loan) is handled by the 
bank as a side loan at a flat handling 
cost, regardless of the policy amount. 
The borrower now pays $100 deducti
ble, and 20% of the additional loss up 
to $100. No claim is paid for more than 
the unpaid balance of the loan.

The program is geared to the con
sumer— the way the customer is han
dled and the way the claims are set
tled, a spokesman said. “W e have be
come part of the bank and yet we 
remain at arm’s length.”

All customer contact regarding in-

In A llentow n, Pa.:

TH E A LLEN TO W N , Pa., police 
bunco squad, the department that 

investigates the swindling of the local 
citizenry by confidence men, probably 
has less work, thanks to a program 
sponsored by Merchants Bank. The 
bank is educating people, especially 
senior citizens, on the tactics used in 
the “pigeon drop,” “bank examiner” 
and other ploys.

Either of these “cons” involves the 
victim’s withdrawal of money from his 
bank account and giving it to the confi
dence man (or w om an), who disap
pears with it. The “pigeon” is usually 
putting up earnest money for a share 
of some fantastic amount of money 
supposedly found in a lost wallet, or 
he is proving to a foreigner that Ameri
can banks are trustworthy and will let 
their depositors withdraw money.

The “bank examiner” assumes that 
character in order to catch a nonexis-

surance matters is referred to the In
sureco office, where personnel function 
— as far as the caller knows— as bank 
employees.

A customer only need give frag
mentary information about his cover
age and the representative, seated at 
a video display terminal, can institute 
a computer search and come up with 
the customer’s loan history in seconds.

All such loans are monitored con
stantly and compared regularly with 
new input from the bank’s branches. 
Thirty days before a customer’s insur
ance is to expire, the customer receives 
a notice from Insureco. Another notice 
follows 15 days after expiration, and, 
after five days, if there is no action, 
Insureco writes the policy and bills 
the bank.

Aside from a monthly per-item ser
vice charge, Insureco’s main source of 
revenue is the insurance. However, the 
firm advises the borrower several times 
during the process to get in touch with 
his own insurance agent.

About 7% of the U CB loans require 
constant insurance followup, and, ulti
mately, policies have to be provided by 
the bank for 3%.

Insureco expects to expand its sys
tem nationwide by mid-year. • *

tent dishonest teller, enlisting the help 
of a depositor to withdraw money from 
that teller, catching him in the act. In 
either case, the con artist will switch 
the real money for a roll of newspaper 
cut to size, or simply disappear.

It sounds simple, but many fall for 
variations of these schemes every year. 
Merchants Bank, through flyers, news
paper ads and mailers, invited people 
to attend one of the four free presenta
tions of the anti-fraud program which 
included a film, “On Guard— Bunco,” 
presented by the Pennsylvania State 
Police.

Those in attendance becam e ac
quainted with various schemes and 
were given an opportunity to learn how 
banks can help them protect their mon
ey from being stolen or mishandled.

Free refreshments were served, and 
several bank services geared to the el
derly were discussed briefly. * *
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“We d o  o u r  
c o rre s p o n d in g  

in  p e rso n ?

Visiting the exciting new offices 
of the Farmers Bank and Trust 
Company in Princeton, Ky., are 
(left to right) Murphy Brock, 
Vice President, Liberty; John 
H. earner, President, Farmers 
Bank & Trust Company; and 
Sam Adams, Vice President, 
Liberty.

O ur
TOLL FREE  
n u m b er
1 - 8 0 0 - 2 9 2 - 5 5 7 7

Liberty
National
Bank
and Trust Company 
of Louisville
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At Missouri Bank M anagem ent Conference:

Menninger Foundation Seminar 
Well Received by Mo. Bankers; 
Economic Outlook Cloudy

By LAWRENCE W. COLBERT
Assistant to the Publisher

C. W . R isley Sr. (I.), M BA pres. & pres., E x 
celsior Trust, Excelsio r Sp rin g s, and R ichard 
M. R eilly  (r.), ch., b ank m anagem ent com. & 
pres,, Nat'! Bank of AfFton, fla n k  D arry l R. 
Francis, keynote spe ake r an d pres., Federal 
Reserve B ank of St. Louis.

LA K E O F T H E  OZARKS, M O.—A 
record crowd of almost 700 bankers and 
their wives gathered at Tan-Tar-A Re
sort February 11-13 for the 35th an
nual bank management conference 
sponsored by the Missouri Bankers As
sociation.

“Banks/Bankers— A Look at Problem 
Areas” was the theme of the two-and- 
a-half-day conference.

Darryl R. Francis, president, Federal 
Reserve Bank of St. Louis, speaking the 
first day, said that the outlook for the 
economy is “cloudier this time than I 
have ever seen it.” Speaking of the de
velopments in 1974, he said this is the

JOHN W. RIDGEWAY 
AND ASSOCIATES

Banking Consultants 
and Auditors

Experienced in Banking, 
State and Federal 

Supervision

Offering
In Depth Audits 
Procedure Advice 
Feasibility Surveys 
Tax Service
Official Reporting Assistance

909 M is s o u ri B o u le v a rd  
J e ffe rs o n  C ity , M o. 65101 

314-635-6020

first time we have moved from a high 
level of activity to a recession without 
economic policy to bring it on.

Mr. Francis conceded that the econ
omy has problems, but found it difficult 
to share the gloom and doom that 
some have expounded. He remains a 
“bit of an optimist.”

A bond panel consisting of Frank K. 
Spinner, senior vice president, First Na
tional, St. Louis; William F . Enright, 
executive vice president, American Na
tional, St. Joseph; Thomas L. Ray, exec
utive vice president, Mercantile Trust, 
St. Louis; and Harold R. Hollister, senior 
vice president, United Missouri Bank, 
Kansas City, made their annual “fear
less forecasts” for various rates.

The panel, which has become a tradi
tion at the conferences, made the fol
lowing forecasts as “low rates during 
1975.” Fed funds drew a 5% figure 
(average of four separate forecasts). 
The prime rate low was predicted to be 
7%. One-year Treasury bills drew a 4/1% 
figure. Seven-year governments were 
forecast to fall to the 6 /2% level. Ten- 
year municipals drew a 4 /2% response, 
and 20-year municipals drew a 5/1% re
sponse. The Fed ’s discount rate was 
predicted to fall to the 5 /2% level.

In an unusual departure from tradi
tional bank management fare, the MBA 
brought the famed Menninger Founda
tion executive seminar series “Toward

Ch. ReiUy v isits w ith  Drs. Herbert L. Klem m e 
(!.) and D av id  E. M orrison (r.) du ring  a break 
iiri the M enninger Foundation sem inar.

Understanding Human Behavior and 
Motivation” to Missouri bankers and 
their wives. Drs. Herbert L. Klemme 
and David E . Morrison conducted the 
sessions. The doctors traced psycholog
ical problems likely to be encountered 
from birth to death.

Wives were encouraged to attend the 
conference this year, specifically to 
share the experience of the seminars 
with their husbands. The sessions were 
designed to convey a sound understand
ing of what really makes people do 
what they do and thus enable them to 
lead happier, healthier and more pro
ductive lives.

As the doctors stated at the begin
ning of the sessions, “You don’t have 
to be sick to get better.” * •

The perenn ia l investm ent pane l m akes its forecasts. W illiam  F. Enright (I.), exec, v.p ., A m erican  
N at'l, St. Jo se p h , m akes a  point as  M essrs. H ollister, R ay  and Sp inner listen.
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If you have a banking problem 
here are nine great solutions.

Joyce Brewington

Mike Milier First American 
National Bank

: Nashville, Tennessee 
§ | W 7 ' 2 3 737237

f ? \  F i r s t

^  A m e r ic a n
First Amtenn Ban<group
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Lease Residuals
(C ontinued  from  p ag e  34)

price consideration in the face of an 
outside appraisal.

The fee for a written appraisal of the 
value of used equipment may range 
from $50 to $500 or more, depending 
on the time the appraiser must spend 
on the assignment and whether an in
spection is necessary. In most cases the 
appraisal is based upon an assumed 
state of repair and an inspection is not 
necessary. The appraisal fee should be 
settled with the appraiser prior to per
formance of the appraisal and after a 
brief discussion as to the probable re
sult.

The lessee may seek a month-to- 
month renewal. This should be resisted 
by the lessor unless the minimum re
newal term is sufficient to cover the ex
pected residual. Otherwise, the lessor 
may compromise his advantageous bar
gaining position while the lessee satis
fies an immediate need or shops for 
new equipment.

" The most usual w a y  of dis
posing of used equipm ent is 
through an honest used 
equipm ent dea ler / '

Many lessees who need and want to 
retain leased equipment initially con
tend, as a negotiating stance, that they 
do not need or want the equipment 
with a view to driving a good bargain 
on a purchase or re-lease. As in any ne
gotiation, the lessor must determine 
whether the lessee is “negotiating” or 
is serious when he declines interest in 
the equipment. I f  the lessor is properly 
prepared going into the negotiations, 
knows his rights, knows the approxi
mate value of the equipment, and 
knows his alternatives, the lessor is in 
a good position to stand pat and smoke 
out the real intention of the lessee. Ar
rangements for a prospective buyer or 
two to inspect the equipment while 
still in the lessee’s hands prior to the 
end of the lease may hasten a decision 
by the lessee as to his interest in re
newing the lease or purchasing the 
equipment.

If the lessee does not want the 
equipment, arrangements should be 
made for an orderly delivery from the 
lessee in accordance with the lease pro
visions.

The equipment should be in work
ing order. If the lessee has added ac
cessories or units to the leased equip

ment, the lessor may be entitled to 
such units.

If the lessee cannot return the equip
ment or if the equipment returned has 
not been kept in good working order, 
the lessor may be able to declare a 
breach of the lease agreement whereby 
the lessee is liable for the fair market 
value of similar used equipment in 
good working order. (A casualty loss 
might also be declared under such cir
cumstances if— and only if— the casu
alty loss schedule of the lease supports 
a reasonable recovery.)

The most difficult negotiations in
volve equipment with little resale val
ue. Furniture and fixture leases are 
examples. The equipment has low re
sale value and must be stored and in
sured pending a sale. The leased equip
ment may include signs, carpeting, 
light fixtures, shelving and custom fur
niture with practically a negative resid
ual. Typically, the lessee is a retailer 
who is a fairly skilled negotiator.

The negotiation strength of the les
sor centers around the value of the 
equipment to the lessee, the ability of 
the lessee to identify and return the 
equipment, the cost to the lessee of as
sembling and returning the equipment 
if required by the lease and the ability 
of the lessor to convince the lessee he 
can resell the equipment if it is re
turned.

Negotiations over store fixtures can 
sometimes become quite spirited and 
may not be settled until the eleventh 
hour and the lessor’s truck is parked 
at the loading dock. The ability of the 
lessor to offer a short-term renewal 
lease with a purchase option usually 
provides an equitable and face-saving 
solution to both parties. It is reasonable 
to expect some residual on store fix
tures.

The lessor can undertake the sale or 
disposition of returned equipment in 
a number of ways.

The most usual way of disposing of 
used equipment is through an honest 
used equipment dealer specializing in 
sales of the particular equipment in
volved. Generally, such dealers work 
on commission plus out-of-pocket ex
penses. Commissions are on a sliding 
scale based on the size of the deal. 
Such dealers are often equipped to ar
range for the pick-up and storage of 
equipment pending a resale. They also 
can arrange for rehabilitation of such 
equipment if that will enhance its val
ue.

W ith the growth of leasing, the num
ber of honest reputable used equip
ment dealers will grow. Quite likely in 
a few years there will be a number of 
used equipment dealers specializing in 
performing resale service for leasing 
companies.

If the leased units are large, a fran
chised “new equipment” dealer for that 
brand of equipment probably also sells 
used equipment taken as trade-ins and 
may be a good prospect for a purchase 
or a good agent for resale. Such a deal
er can sometimes substantially increase 
the value of used equipment by reha
bilitating the equipment in his own 
shop as fill-in work. The best arrange
ment with a franchised dealer is a per
centage arrangement. If  the dealer is 
willing to purchase the equipment for
cash, he probably expects a quick turn
over at a much higher mark-up than 
the commission. On the other hand, a 
cash offer anywhere in the lessor’s tar
get price range should be accepted.

Some kinds of equipment, such as
cars, trucks, construction equipment 
and even private aircraft, are sold at 
regularly scheduled and well-attended 
auctions.

" The most difficult negotia 
tions involve equipm ent w ith  
little  resale v a lu e /'

The lessor can undertake the sale of 
the returned equipment himself by ad
vertising the equipment and contacting 
prospective buyers. There are publica
tions which specialize in advertise
ments for used machinery and equip
ment. “Surplus Record” (20  North 
W acker Drive, Chicago, IL  60606) 
consists of a carefully indexed, exhaus
tive list of used machinery and con
struction equipment available for sale 
throughout the United States and is 
widely consulted by users and dealers 
seeking second-hand equipment. In ad
dition, various trade publications, mag
azines and newspapers are good adver
tising media for used equipment. Large 
established leasing companies have 
found it economical to have a person 
engaged full time in disposition of used 
equipment. Some leasing companies 
undertake rehabilitation of equipment 
on their own as an aid to resale.

An article in a national financial 
magazine which appeared several 
months ago expressed concern over the 
ability of bank leasing companies to 
dispose of used equipment as it came 
off lease. Such concern is groundless.

In many cases, lessees will continue 
to use the equipment for its economic 
life. W hen equipment is returned, leas
ing companies will dispose of it in the 
same manner as users of such equip
ment would have sold the equipment 
had they bought it. More leased equip
ment will now be available than in the 
past. Used equipment will merely be 
owned and resold by different owners.

(C ontinued  on p ag e  88)
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You may never have 
to buy another piece 
of equipment.

There's
FALCO.

a better way.
First Arkansas Leasing Corporation leases equipment.
All kinds. Whether you need heavy industrial equipment, 
sophisticated equipment for medical or diagnostic use, 
or specialized business machines, we can lease it.
And it’s a better way than buying. Here’s why:
Your Monthly Payments Are Lower. Our leases are 
long term, so your monthly payments are lower than 
financing costs.
Leasing Doesn’t Affect Your Credit Line. You can still 
finance your other needs, giving you additional borrowing 
power.
There’s No Down Payment. Only your first month's 
lease payment is due upon receipt and acceptance of 
your equipment.
You Retain More Working Capital. By saving your money, 
your cash is left free for other business needs.
Leasing Is A Big Tax Break. Your leasing payment is all 
tax deductible.
Need more information? Give us a call. We'd like to give 
you a new lease on business.

F IR S T  A R K A N S A S  LE A SIN G  C O R P O R A TIO N
Worthen Bank Building
Little Rock, Arkansas 501-378-1656
AN AFFIUATE QF FIRST ARKANSAS BANKSTOCK CORPORATION ( B b c O
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Lessors have the added advantage of 
being able to offer financing to pro
spective buyers, thereby broadening 
their market.

Tax-oriented leasing should be at
tractive to lessors because of the po
tential profit to be made upon realiza
tion of residual values of leased equip
ment. If priced correctly, a lease will 
make economic sense for the lessor 
without taking residual value into con
sideration. The ultimate realization of 
revenue on sale of returned equipment 
under such a lease will have a direct 
impact on bottom-line profits. Proper 
lease documentation, selection of leased

equipment and planning for resale or 
re-lease negotiations will maximize the 
profit opportunities inherent in tax- 
oriented leasing. * *

• The Board of First National, Belle
ville, 111., has authorized an agreement 
with Illinois State Trust Co., East St. 
Louis, setting out a plan of reorganiza
tion, forming an HC which will acquire 
capital stock of the two institutions. 
Sanction by shareholders and regula
tory agencies is needed to complete 
the merger.

End of Usury?
(C ontinued  from  p ag e  6)

variable interest rates and indexing of 
loan principal.

Furthermore, the nature of indexing 
becomes an interesting variation on the 
concept of usury. Should “usury” be 
interpreted in terms of indexed num
bers, we may find ourselves in a state 
of uncertainty regarding such things 
as truth in lending and usury laws.

If our economy continues to inflate 
at the double-digit rate, it is hypothe
sized that many of the techniques of 
indexing, of variable interest rates and 
of common dollar accounting will be 
adopted by business firms and financial 
institutions to the extent that they are 
legally permitted. However, should our 
government resolve the rate of infla
tion, bringing it down to 1% or 2% per 
year, much of the rationalization for 
indexing is removed.

History shows that when such ideas 
are found necessary to preserve pur
chasing power relationships between 
borrowers and lenders, a corruption of 
the integrity of the indices develops, 
a result of subsequent political pres
sure. *  *

Th ree Trainers' Workshops 
Scheduled by A B A  Division

The ABA has announced three bank 
trainers’ workshops, to be given by the 
Training and Management Develop
ment Committee of the ABA’s Bank 
Personnel Division.

Two separate bank trainers’ work
shops are set for April 6-9 in Denver 
and October 19-22 in Atlanta. The 
workshops are designed to maximize 
individual participation and will focus 
on how to choose from a variety of 
teaching techniques, how to use such 
techniques for improved training re
sults and how to assist others in con
ducting training programs. Techniques 
presented will include lecturing, con
ference leadership, case studies, role 
playing, programed instruction and 
simulation games.

A supervisory training workshop will 
be held September 21-24 in Chicago 
to round out the series. It will assist 
participants in learning the most appro
priate subject matter for a supervisory 
training program, how to get manage
ment support, how to organize and ad
minister a program and how to use ap
propriate instructional techniques.

Enrollment information is available 
from Thomas J. Calo, assistant director, 
Bank Personnel Division, ABA, 1120 
Connecticut Ave., N .W ., Washington, 
DC 20036.

L e a s e A m e ric a
W h e re  yo u ’re  a  p e rs o n , 
n o t a  p u n c h  c a rd

A computer can be a vital asset to 
a company, but did you ever try 
telling one about your special 
problems?

At LeaseAmerica, you talk 
to people. We know that 
each customer has indi
vidual needs when it comes to equipment types
and rental payments. That’s one of the reasons why our leasing scope 
includes anything and everything your business requires.

Sure. If you want it, we can lease you the most sophisticated computer 
available . . . but we’ll never run you through one.

We service all of the continental U.S. So call or write one of our regional 
offices today!

L E A S E A M E R IC A

DeWayne Allen 
LeaseAmerica Corporation 
230 South Bemiston 
Suite 222
Clayton, Missouri 63105 
Phone (314)721-4020

ZA
Gary Larkin
LeaseAmerica Corporation 
One First National Center 
Suite 1420
Omaha, Nebraska 68102 
Phone (402)346-4144

John Cornwall 
LeaseAmerica Corporation 
400 American Building 
Cedar Rapids, Iowa 52401 
Phone (319)366-5331
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Manufacturers Hanover Leasing
introduces

Blue Key Equipment Financing

It’s the 
financing 
alternative 
ofthe70’s.

Blue Key is the 
name we’ve given to the 
vast range of equipment 
financing plans available 

through Manufacturers 
Hanover Leasing Cor

poration, an affiliate of 
Manufacturers Hanover Trust Company. 

In Blue Key, equipment users and 
manufacturers have a viable financing 

alternative for all their needs, from the small
est to the largest, from a sophisticated lever
aged lease to a flexible chattel mortgage, for 
everything from machine tools to a jumbo jet.

And Blue Key is available on a multi
national scale, through MHLC offices in pivotal 
cities across the U.S. and overseas, and the 
world-wide network of a $26-billion bank.

Find out what Blue Key can do for you. 
Call or write Robert J .  Merritt, Executive Vice 
President, Manufacturers Hanover Leasing 
Corporation, 350 Park Avenue, Hew York, H.Y. 
10022. Telephone: (212) 350-6666.

It could open doors for you.

Manufacturers Hanover 
Leasing Corporation
Total equipment financing. Worldwide.
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F r o m  a  M e m p h i s  B a n k e r :

An Economic Policy Package 
For Improving the Economy

O LIC Y R ECO M M EN D A TIO N S on 
how to improve the country’s econ

omy were outlined to the Memphis Ki- 
wanis Club in January by Ronald T er
ry, chairman, First Tennessee National 
Corp., Memphis-based bank holding 
company, whose lead bank is First of 
Memphis.

In his talk, Mr. Terry also made a 
plea to raise Tennessee’s 10% interest- 
rate ceiling on business loans, recapped 
1974 economic developments, gave his 
forecast for this year and described a 
change in emphasis at his bank HC.

Mr. Terry made four policy recom
mendations:

“First, despite heavy pressure from 
both Congress and the public, wage 
and price controls absolutely should be 
avoided. Prices operate in a market 
economy as the adjustment mechanism 
which causes needed resources to be 
shifted from one area to another. . . . 
In the end, the controls are bound to 
break down as they have always done 
in the past.

“Instead of imposing add ition al con
straints on the markets, I believe the 
government should adopt the recom
mendation submitted by the Economic 
Summit Conference to rem ove  current 
restrictions on prices an d  productivity, 
initiate an active antitrust policy 
against monopoly price-fixing and con
trol and introduce legislation that 
would limit the monopoly powers of 
major unions.

“Second , I must recommend that the 
Federal Reserve not abandon its pres
ent policy of moderate monetary ex
pansion. I know this policy will be un
popular and that a very large federal 
deficit will make it even more difficult 
for the Fed to refrain from becoming 
excessively expansionary. However, if 
the Fed can stick to its present policy, 
then inflation can be brought under 
control, and a return to stable econom
ic growth is possible.

“Third, a comprehensive program 
aimed at reducing our dependence on 
foreign oil must be undertaken immedi
ately. W e cannot afford to have our

Ronald  Terry joined 
First N at'l of M em phis 
in 1957 as a  m an
agem ent trainee and 
becam e e.v.p . in 1970. 
In 1971, he w a s  nam ed 
a  director an d  pres, 
of the b a n k 's  parent 
H C , First Tennessee 
N at'l C o rp ., and ch. 
& CEO  in 1973. He 
a lso  is v. ch. an d a 
d irector o f the bank.

wealth slowly eroded, nor can we live 
under the constant pressure of another 
embargo. The voluntary program has 
not been effective, and sterner mea
sures are now required. Consumption 
of foreign oil must be reduced now and 
a program designed to develop alterna
tive sources as soon as possible. Such 
a program will surely result in higher 
gasoline and utility prices, but these 
are prices of independence.

“Fourth , and finally, the federal gov
ernment must take an active role: first, 
in minimizing the impact of the reces
sion on people and business; and sec
ond, in providing an environment in 
which real economic growth can be re
sumed as soon as possible . . . there are

When Ronald Terry, ch., First 
Tennessee Nat’l Corp., Memphis, 
gave the talk described in the ac
companying article before the Mem
phis Kiwanis Club, he received 
“equal billing” with the President of 
the U. S. in the Memphis Com
mercial Appeal.

Across the top of the first page 
of the paper’s January 16th edition 
appeared pictures of Mr. Terry and 
President Gerald Ford. Mr. Terry’s 
photo was accompanied by an ex
cerpt from his Kiwanis talk. Parts of 
the President’s State of the Union 
address appeared next to the picture 
of President Ford.

A considerable portion of a page 
in the newspaper’s financial section 
was devoted to a resume of Mr. Ter
ry’s speech.

many small-business men who are 
threatened by the losses of their busi
nesses and their whole life savings as 
a direct result of this recession. To help 
them, I recommend the Small business 
Administration be authorized to make 
low-interest, disaster-type loans to busi
nessmen unable to liquidate excess in
ventories because of large cutbacks in 
sales.”

Mr. Terry said he supports the Presi
dent’s program to reduce taxes on both 
individuals and firms because the net 
effect will be to shift $16 billion of pur
chasing power into the hands of the 
low-income customer and to stimulate 
business investment. Such a program, 
in Mr. Terry’s opinion, should serve to 
stimulate consumption and help restore 
consumer confidence and, at the same 
time, begin to create new jobs. If  it’s 
tied in with a moderate monetary 
policy, said Mr. Terry, it doesn’t have 
to be inflationary.

Mr. Terry coupled his discussion of 
his bank HC with an explanation of 
why a higher interest rate for business 
loans is needed in Tennessee. He said 
that during the late 1960s and early 
1970s, the emphasis at First Tennessee 
—like that of the entire banking indus
try—was on growth and expansion. 
The HC had developed confidence in 
the ’50s and early ’60s, continued Mr. 
Terry, in the strength of the nation’s 
economy and had observed that aggres
sive, growth-oriented firms— not only 
in banking, but in most industries— 
were the ones favored by both custom
ers and investors.

W ith passage of the Bank Holding 
Company Act of 1956 and widespread 
acceptance of liability management in
volving purchased funds as the major 
source of bank liquidity, said Mr. Ter
ry, his industry was transformed in a 
few short years from a non-innovative, 
status quo business to one of the na
tion’s most progressive and dynamic in
dustries. He pointed out that banks, 
like his own, organized holding compa
nies and moved into many new fields 

(C ontinued  on p a g e  99)
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3100 Hill Avenue, Toledo, Ohio 43607
Phone (419) 255-1000

“We’re now serving more people faster with less personnel’,’ affirms 
Benjamin P. Koerber, President, National Bank of Ypsilanti, Michigan.
"Since we added a four lane Meilink Sentinel system to our Grove Road 
facility to replace two conventional drive-up windows, lobby congestion 
decreased 35  percent. The net result is a stronger bottom line at this 
profit center.

"Customer and staff acceptance has been excellent!
“This is our third Meilink system. Ours is an auto oriented banking 

market and we intend to keep pace. We currently have two additional 
branches with Meilink systems built in for future expansion!'

Make Meilink your choice now and for the future.
Call or write for information.

C M e i l i r i h
R A N K  P m i l D M F M T

g »
" ' ***»-*> ..... * -

! i iff Sm  *** ~ — ' ■> •' ■ • '
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CHRISTMAScaN-o
Junior 
Ecology Club
Opens NEW savings accounts 
w ith youngsters and their 
parents. Encourages interest 
in ecology AND savings. Self 
liquidates. Complete year- 
round program includes A LL  
materials. Reserve your firm 's  
exclusivity.

f c w * * jn0£*
c a N  

o -  oasH

□  m a i l  f r e e  s a m p l e
K I T  A N D  L IS T  OF 
R E F E R R A L S

□  R E S E R V E  
E X C L U S I V I T Y

□  C A L L

N A M E  O F  F I R M

N D I V I D U A L S  N A M E  (Please p r in t )

600 Banks 
and S & L's 
have proven 
Can-O-Cash 
to be their 
BEST Christmas 
Customer 
Relations 
program. Self- 
liquidates, and 
attracts new 
customers. 
Reserve your 
firm 's
exclusivity NOW.

Please send FREE sample Can-O-Cash and details on 
program to :

N A M E  O F  F IR M

I N D I V I D U A L S  N A M E  (Please p r in t )

A D D R E S S  C IT Y S T A T E ZIP A D D R E S S C IT Y S T A T E

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

Responsibilities of Bank Directors $4.50
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

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.

Q U A N T IT Y  PR IC ES ORDER A COPY 
FOR EACH

THE BANK BOARD LETTER 
408 Olive St., St. Louis, Mo. 63102

.................  copies of “Responsibilities of Directors”

Name .........................................................................
2-5 copies $4.25 each DIRECTOR! ■ Bank . . . .
6-10 " 4.15 " 1

11-25 " 4.00 " * Street . . . .

O ve r 25 " 3.90 " ! City, State,
( P l e a s e  s e n d  c h e c k  w i t h  o r d e r .  I n  M i s s o u r i ,  a d d  4 %  s a l e s  t a x . )

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



Increase deposits with today's 
THREE HOTTEST PREMIUMS

NOVUt E

■MM

lili »»»*>

TIMEX Q uartz D ig ita l W a tch
Offer free in lieu of interest with 
qualifying certificate of deposit.

Offer for as 
low as $4.00 
with qualifying 
deposit.

Cl Cl -I .1 i” « i _l l.l l_ r l.jl  l.l

liquid crystal  display

o to

7 8 9
1— 1 i  Z:.:M I

4 5 6 X
□ Q I"1 ^1 j a

1 2 3 — 1
D 6 m l d l„..1
c 0 ENT +

1.... "J

K O D A K
Pocket

Cam era
O u tf it

N ational Sem iconductor D ig ita l C alcu lators
Offer for as low as $3.00 with qualifying deposit.

These three "H ot” ones are just for openers. Only a 
sample of the outstanding nationally advertised 
merchandise we offer: Name brands such as Sony,
General Electric, Corning, Samsonite, Better Homes 
and Gardens, Oneida and many others.

And they’re available to financial institutions with 
the right programming and at the right low national- 
user’s prices.

I ■ -  ■— ---------------------------------------------------------------- 1
Let us provide full information in the areas of your specific interest.
Please complete and return this coupon.

YOUR NAME & TITLE....................... ......... .....................

F IN A N C IA L INSTITUTION N A M E ___________ ____  _______ __________

STREET.........................  ....  ......................... ............  .............PHONE ....... ...................

CITY .........  ........................................STATE.............................  ZIP.......................

I'd like full information on: □  Your 3 hottest premiums □  Free gifts for savers
□  More expensive premiums for Liquidation and C.D.'s □  Employee In-House 
Incentive Programs.

IP o L L A K ’S U PoLL A K 'S  e a s t
170 ASSOCIATED ROAD 470 SMITH STREET

SO. SAN FRANCISCO, CALIF. 94080 FARMINGDALE. L.I., NEW YORK 11735
TELEPHONE: (415) 873-3232 TELEPHONE: (518) 894-4777

M erchandise  Incent ive Specialists for over 35  years,  with  of f ices  and warehouses in San Francisco and New York to  serve you.Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



REASE BUSINESS
with Weigl 

Self-liquidating 
Continuity and 

Individual Programs.

)(c Quality English dinnerware ^  
Fine china ^  Lenox/S heridan  

silverplate Hand crafted stainless 
flatware Bicentennial premiums )(c 
Crystal stemware )(c “Collectors” art 
programs )(c Much, much more.

NO RISK -  GUARANTEED SALE.

W r ite  o r  c a l l  f o r  i l lu s tr a te d  m a te r ia l .

Weigl Company, Inc.
230 Fifth Avenue / New York / N.Y. 10001 

(212) 686-9070

L e a d e rs  in ba nk  p rem iu m s s in ce  1 9 3 0 .

DRESS-A- DOLL*
The community-relations program 
where everybody benefits.
When your institu tion  sponsors a program that involves direct 
partic ipation by the com m unity and results in needy children 
receiving beautiful dolls at Christmas . . . everybody wins. Financial 
institutions (names on request) call it their finest PR effort, 
year after year. W rite  today.

Please send me more information about Dress-A-Doll.

NAME _____________________________ __________

FINANCIAL INSTITUTION___________________________ _____

ADDRESS_____________________________________— ----------

STATE___________________ CITY_______________ ZIP______
‘ Trademark ©  Copyright 1972 by Richard Stebbins & Associates, Inc.

430 OAK GROVE, MINNEAPOLIS, MINNESOTA 55403
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PHOTO ENGRAVE YOUR OWN 
PLASTIC CARDS.. .

on the spot. . .
in 70 seconds.. .

... w ith a Data Card Photo Engraver.

Your customer need only bring in a 
small personal photo -  either black 
and white or color —or an on-the-spot 
snapshot can be taken with a Polaroid 
camera. The photograph of the subject 
is inserted in the Photo Engraver and 
optically scanned. A metal stylus en
graves a facsim ile image into a black 
rectangular patch which has been pre-

printed on the plastic card —producing 
an image which cannot be altered or 
replaced.

Uses standard printed and laminated 
PVC cards. Photo can be added a f t e r  
em bossing/encoding.

Low cost... no photo processing... no 
die cutting, pasting or laminating.

DATA C A R D
CORPORATION

Data Card’s Plastics Division produces quality-contro lled 
plastic cards under tigh t security conditions.

7625 Parklawn Avenue • Minneapolis, Minnesota 55435 • (612)835-5511
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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, $23.95.

• 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. 11 major sections—in 87 chapters. 
1230 pages. No. 120, $30.00.

• Bank Stock Prices. How the price 
range of a bank’s stock should be de
termined is discussed in this four-page 
study. The pros and cons of high and 
low stock prices are examined so direc
tors can determine where to set the 
price of their bank’s stock. No. 134, 3 
copies for $1.

• 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 bank director 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.

• 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.

• The Effective Branch Manager. This 
book was written to show ways in which 
bank branch managers can develop man
agement skills which are indispensable for 
the effective functioning of any branch. It 
is recognized that management involves 
several clearly definable functions: plan
ning, organizing, motivating, controlling 
and communicating. Each of these skills is 
examined and then applied to the specific 
problems of branch management. Examples 
are used to demonstrate the effects of each 
approach. No. 128, $14.

• 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, $15.95.

• Management Succession. 8-page study. 
This has been termed the number one 
problem in banking. Directors have the 
legal duty to staff their banks and this 
publication provides invaluable aids to as
sist directors in this area. Includes a com
prehensive checklist for management de
velopment. No. 133, $1.

Order by Number Using Coupon on the Opposite Page
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P LA N N IN G  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 qu ick ly  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
• 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, $13.00 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 written 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.
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Economic Policy Package
(Continued from  page 90)

such as mortgage banking, leasing, con
sumer finance, insurance, investment 
management and data processing. In 
banking, as in many other fields, ac
cording to Mr. Terry, much of this ex
pansion was financed through an addi
tional dependence on debt as opposed 
to equity capital under the assumption 
that income always would continue to 
grow, and debt markets always would 
be accessible. For many, said the Mem
phis banker, that assumption was fal
lacious because income didn’t grow in 
1974; in fact, for many individuals and 
firms, it decreased. Companies and 
people who traditionally had easy ac
cess to debt markets were either com
pletely excluded or were able to get 
funds only at extremely high rates, said 
Mr. Terry.

In such a high-interest-rate environ
ment, he continued, borrowers every
where suffered, but in Tennessee, mon
ey became practically unavailable to 
many small-business men. Banks, tra
ditionally importers of the capital re
quired for the state’s economy to grow, 
were forced by what Mr. Terry called 
Tennessee’s “antiquated and unwork
able usury law” to cease the flow of 
badly needed money into the state for 
most of the year. At the same time, ac
cording to the Memphis banker, major 
public bodies, such as the state govern
ment, began to export dollars in search 
of higher returns available elsewhere. 
He said business then slowed dramati
cally; capital stopped flowing into the 
state; Tennessee, for much of 1974, 
was an island of economic desperation 
because of the absence of just one law 
—the one that would give business 
borrowers in the state the right to pay 
interest rates, at their option, high 
enough to attract needed funds.

Mr. Terry told the Kiwanians that 
the state legislature, which had just 
convened in Nashville, must enact leg
islation that will give the state’s small- 
business men permanent relief from the 
threat of having their sources of funds 
diminished by high interest rates again. 
Business borrowers, he emphasized, 
must have their liquidity protected by 
a good law that will give them the 
right to pay a going rate for then- 
money.

Here’s how he described the prob
lem: Banks can, under the Tennessee 
Constitution, charge only 10% interest 
on loans. The increase in bank deposits 
in Tennessee falls far short of providing 
funds for the loans needed to sustain
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the state’s economic growth. The short
fall must be provided by banks, pri
marily by issuing CDs to out-of-state 
depositors and also by being able to 
pay rates high enough to keep idle dol
lars within the state. Twice in the past 
18 months, interest rates nationally 
have exceeded 10%. The first time, 
banks continued to import the money 
and lend it at a rate lower than their 
cost, sustaining sizable losses. The sec
ond time, they stopped importing the 
money. Big business was able to get its 
money elsewhere and was not affected. 
Because of more modem laws related 
to consumers, the latter didn’t feel the 
impact. Small-business men and build
ers were “clobbered.”

Mr. Terry warned his listeners that 
this will happen again the next time 
rates go up unless the state legislature 
acts because Tennesseans live in a 
world economy and cannot be as ob
livious to that world around them as 
were their forefathers who wrote the 
usury statute into their Constitution 
more than 100 years ago.

Turning to a discussion of his bank 
HC, Mr. Terry pointed out that First 
Tennessee’s size had been reduced dur
ing 1974 by about 10%, almost $200 
million. Almost every large bank did 
the same, he added. With a much 
stronger capital base relative to First 
Tennessee’s size, said Mr. Terry, and 
substantially less reliance on short-term 
CDs and borrowings, the HC is look
ing to the future with optimism and is 
planning to continue to aggressively 
serve the needs of its community. How
ever, he continued, the HC’s emphasis 
has been shifted from growth  to quality 
groivth, with more weight given to 
capital adequacy, liquidity and sound 
credit analysis.

“This process of changing emphasis 
will not be an easy one for banking or 
for other industries,” Mr. Terry told the 
Kiwanians, “nor will the changing em
phasis immediately transform the econ
omy from an inflationary economy to 
a more stable one. Therefore, we must 
be patient and accept 1975 as a period 
of transition.

“On the other hand, we cannot be 
indifferent to the social and economic 
costs to all of us of changing the eco
nomic character of our country. Thus, 
every effort must be made to minimize 
those costs and spread them through
out our society. In other words, we all 
must shoulder the burden of this re
sponsibility and not leave it to just an 
unlucky few.”

The Memphis banker warned that 
the people who should be careful now 
are the consumer groups who are 
screaming about the inflationary impact 
of higher oil prices while saying noth-

1975

ing about the fact that the very con
sumers these groups say they represent 
are the ones who need their jobs back, 
who need their real income increased 
and who must exercise their individual 
options as to where to use their pur
chasing power.

In summarizing his talk, Mr. Teny 
said 1975 offers us the opportunity to 
remove the excessive inflationary bias 
from our economy and return the lat
ter to a stable growth path. • #

Real Growth Prospects:

Bank Donates Pine Trees 
To C om m unity Schools

Of more than 3,000 pine tree seed
lings given away during its grand open
ing, First National, Plymouth, Mich., 
had about 300 left. The bank has do
nated these Colorado Spruce seedlings 
to the Plymouth Community Schools, 
to be cared for and cultivated for fu
ture distribution around the communi
ty.

The baby trees were used as live 
symbols of First National’s emblem, 
three stylized triangles configurated to 
represent a pine tree.

Kept moist in the greenhouse located 
at Plymouth Salem High School, the 
seedlings were transferred to seeding 
beds on the school farm. Planted by 
two juniors at the school as a project 
for their Community Services course, 
the young plants will remain on the 
farm for two years.

Not a Goodbye:

Endangered Species Exhibit 
Features Live Animals

Endangered species was the subject 
of a special month-long exhibit at Re
public National, Houston. The display, 
set up by the Houston Zoological Gar
dens, is part of the bank’s year of spe
cial free exhibits and shows.

The exhibit featured information and 
photographs of endangered Texas wild
life, species that will soon disappear 
from the earth unless protective mea
sures are taken to insure survival.

A live American alligator and live 
Berlander’s tortoise were included in 
the exhibition.

“Endangered Species” was the fourth 
display to be presented by Republic 
National. Plans call for exhibits, includ
ing art, fashions and health, to continue 
through September.
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In Jackson, Miss. :

Deposit Guaranty Observes 50th Year 
With Dedication of Plaza Complex

COVER PHOTO: Recently open ed  D e
posit Guaranty Plaza includes 22-story 
tower and four-story wing. Latter 
houses hanking floor and executive o f
fices. Tow er is said to b e  tallest building 
in Mississippi.

De p o s i t  g u a r a n t y  p l a z a  will
have its formal opening this 

month, culminating more than two 
years of construction in downtown 
Jackson, Miss. The 22-story building, 
home of 50-year-old Deposit Guaranty

National Bank and its parent HC, De
posit Guaranty Corp., is said to be the 
state’s tallest building at 310 feet. De
posit Guaranty National personnel 
moved into the 400,000 square foot 
complex in mid-February.

The building is of white concrete 
and features gray solar glass curtain 
walls and Italian marble accessories. 
It is adjacent to the new Holiday Inn 
Convention Center, which is set for a 
fall opening.

Dedication ceremonies will be held 
this month to correspond with the 
bank’s 50th-anniversary annual meet
ing. A highlight of the ceremony will 
be the snipping of a gold ribbon that 
is nine feet in width and that will ex
tend from ground level to the top of 
the plaza building. An 18-foot pair of 
scissors will be used.

Following the dedication ceremony, 
three weeks of formal opening activi
ties will begin, including special show
ings for correspondent bankers, nation
al account customers, government offi
cials and the general public.

In conjunction with the opening, 
Deposit Guaranty has adopted a new 
visual identification symbol that is ex
pected to set the bank apart visually 
and make its communication efforts 
more effective. Also, an official 50th 
anniversary symbol has been designed 
to incorporate the events taking place 
in 1975—the bank’s golden anniversa
ry, opening of the plaza and the incor
poration of the identification symbol. 
An antique bronze medallion has been 
struck commemorating the opening.

Deposit Guaranty National occupies 
the second through eighth floors of the 
new tower. The main banking floor 
encompasses 38,000 square feet of 
space on the second floor and features 
massive walls of blue suede vinyl and 
a 90-by-25 foot wall behind the tellers 
area that is surfaced with split-face 
marble from Italy and highlighted by 
strips of bronze and oak. Work stations 
on the banking floor for commercial

TOP: Deposit Guaranty's
management team is head
ed by (from I.) J. H. Hines, 
eh. & CEO, HC and bank; 
Julian L. Clark, bank pres.; 
and Ray R. McCullen, bank 
v.-ch., adm inistration. BOT
TOM: Also high on m an
agement team  are (from  
I.) John P. M aloney, HC 
pres.; Charles R. Arrington, 
bank exec. com. ch.; and 
Robert C. G arraw ay, bank 
v.-ch., financial.

100 MID-CONTINENT BANKER for March, 1975

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



LEFT: Multi-level board room features built-in audiovisual equipment "golden girls" are specially trained tour guide/hostesses during bank's 
controlled from any of three areas in room. RIGHT: Deposit Guaranty's golden anniversary.

loan officers feature the same materials.
Bank executive offices are on the 

fourth floor and open onto a land
scaped terrace that forms the roof of 
the main banking area. The reception 
area features white marble floors and 
black cherry suede vinyl wall covering 
and offices are panelled in pecan and 
are furnished with 18th century Ameri
can antiques and Chinese objects as 
well as traditional furnishings.

The ground level of the plaza is a 
retail mall housing stores, shops and 
other businesses on both sides of a 
wide pedestrian corridor. A feature of 
the mall is an abstract bronze sculpture 
commissioned by the bank.

The ninth through 21st floors are for 
tenants and a private club tops the 
building.

A security system monitors each floor 
and the building’s mechanical system 
is geared to reuse heat generated by 
interior lighting in addition to exterior 
solar heat.

Two courtyards adjoin the building 
and are equipped with fountains. The 
Capitol Street entrance includes a rec
tangular pool with a 20-foot geyser 
and large native trees. A planting area 
fronts on Lamar Street and features a 
square courtyard with a large pool, a 
“dandelion” fountain and exotic plant
ings.

Plans for Deposit Guaranty Plaza 
were announced in September, 1972, 
and construction began two months 
later. The tower was topped out in 
April, 1974, with a native magnolia 
tree hoisted to the top instead of the 
traditional evergreen. To commemorate 
the event, the bank distributed more 
than 5,000 magnolia tree seedlings as 
mementos.

J. H. Hines, chairman and CEO of 
the bank, says that the plaza “expresses 
our complete confidence in the eco
nomic future of Jackson and the state 
of Mississippi. Jackson is the business 
and financial center of the state and

must preserve a viable and aggressive 
identity. We believe that the plaza 
tower and the adjoining Holiday Inn 
Convention Center and municipal 
parking facility will serve to stimulate 
additional commitment to central city 
improvement by our fellow corporate 
citizens. Without doubt, the opening 
of the plaza is the single most momen
tous event in the 50-year history of 
Deposit Guaranty.”

The bank first opened its doors in 
1925 in the Pythian Castle Building, 
which was located on the plaza site. In 
1937, the 18-story Merchants Bank 
Building was purchased at Lamar and 
Capitol. An extensive remodeling pro
gram in 1958 resulted in an 18-story 
addition being built. The bank’s staff 
now exceeds 1,000, assigned to 36 of
fices throughout Mississippi.

Opening the new plaza is a fitting 
culmination of 50 years of banking ser
vice on the part of Deposit Guaranty 
National! * *

LEFT: M ain banking floor of Deposit Guaranty N at'l contains approxi- metropolitan banking area is on main banking floor on second level
m ately 38,000 square feet of space. Decor features white Italian of Deposit Guaranty Plaza,
split-faced m arble walls w ith blue suede vinyl accents. RIGHT: Spacious
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Illinois Bankers Hear Structure Plan,

W ill Vote on Branching, HCs This Month

A SERIES of group meetings was 
held throughout Illinois in January 

by the Illinois Bankers Association to 
present the IBA structure committee’s 
proposals for branching and multi-bank 
HCs in the state. The committee was 
formed by a resolution passed at the 
IBA’s 1974 convention.

Briefly, the recommendations pro
pose to permit banks in Illinois one 
new branch per year in the same city 
as the head office or within five miles 
of the city limits; home office protec
tion based on population; and a provi
sion to permit banks in distressed areas 
to relocate, retaining the former head 
office as a branch. Facility regulations 
would not be changed, but any facility 
being converted to a full branch would 
count in a bank’s quota for new 
branches.

The HC proposal would permit one 
acquisition per year to each multi-bank 
HC, limited to home and contiguous 
counties, with mandatory divestment 
of any acquisitions located in other 
areas. HCs would be permitted to con
trol up to 25% of the assets in their 
trade areas.

A more detailed description of the 
proposals appeared in the February is
sue of Mid-Continent Banker.

As the series of meetings drew to a 
close, general consensus was that the 
branching proposals had a better 
chance of membership approval than 
the HC proposals.

Input from the group meetings was 
considered by the structure committee 
early last month and revised proposals 
were sent to member banks February 
15, along with ballots. Each member 
bank has two votes—one for the branch
ing proposals and one for the HC pro
posals. Voting will be completed by 
March 15. Should one or both of the 
proposals be adopted, legislation incor
porating the provisions will be pre
pared for submission to the Illinois 
legislature next month.

Opposition to the HC proposal was 
made at each group meeting by Ken
neth H. Fox, director, First National, 
West Chicago, who called for home of
fice protection in the HC proposals 
similar to those in the branching pro
posals.

A statement was read at each meet
ing giving the viewpoint of the Inde
pendent Community Bankers of Illinois 
(IC B I), a splinter group of 265 mem
bers of IBA that has gone on record as 
rejecting the IBA proposals.

Participants at Group Nine IBA meeting in 
Belleville last month were (from I.) Arthur F. 
Busboom, IBA 1st v.p.; W illiam  O. Kurtz, IBA 
pres.; and Dean E. Kamper, ch., Group Nine. 
M r. Busboom is ch., IBA structure com. Mr. 
Kamper is exec, v.p.. First N at'l, Belleville.

The rejection came as a surprise to 
IBA leadership, according to Arthur 
F. Busboom, chairman of the IBA 
structure committee and first vice pres
ident of IBA. He is also president, 
Bank of Rantoul.

Mr. Busboom explained that repre
sentatives of IC BI had taken part in 
the work of the structure committee 
and had predicted a degree of coopera
tion from ICBI. However, when ICBI 
held a meeting of its own in Springfield 
last month, a two-to-one majority of its 
members voted to reject the IBA pro
posals and take a stand for unit bank
ing.

The IC BI rebuttal stated that no ac
tion should be taken on branching until 
the EFT S situation becomes clearer be
cause the adoption of EFTS is expect-

ACCORDING to Alabama bankers, 
■ the primary economic issue in the 

state is the need to raise the usury 
ceiling from 8% to 10% so the housing 
and consumer finance industries can be 
revitalized.

However, Governor George Wallace 
didn’t agree, and the legislature ended 
up passing a bill concerned with in
terest on state deposits and nothing 
about raising the usury ceiling.

The Alabama Bankers Association 
actively supported both measures, con
sidering that the issues of state de
posits and usury relief should be en
acted simultaneously during the special 
legislative session called by Governor 
Wallace. However, the governor would 
not consider a usury rate hike at that 
time, so Ala.BA concentrated its efforts

ed to eliminate the need for branches. 
The statement also accused the IBA of 
presenting a structure plan that would 
serve banks rather than the public.

At its meeting in Springfield, the 
IC BI voted to hire lobbyists and open 
an office near the state capitol to fur
ther its unit banking stance. According 
to Arthur F. Murray, ICBI chairman 
(and chairman of IBA’s Group 2 ), 
each ICBI-member bank has been 
asked to contribute $500 toward the 
expenses of furthering the unit banking 
cause in Illinois. Mr. Murray is presi
dent, Citizens State, Milford.

IC BI’s break with the IBA—at least 
as far as structure issues go—has 
caused a three-way split in banker unity 
in Illinois. The Association for Modern 
Banking in Illinois (A M BI), represent
ing 80% of the state’s banking assets, 
broke with the IBA in 1973 and is sup
porting two bills in the current legisla
ture proposing branching and the crea
tion of multi-bank HCs.

According to IBA President William 
O. Kurtz, hope of a reconciliation be
tween AMBI and IBA has been aban
doned for the time being. However, if 
the IBA membership approves the re
vised structure proposals, observers 
state, the stage will be set for coopera
tion between the two groups, if not 
reconciliation, since both organizations 
would be proposing relatively similar 
legislation.

Mr. Kurtz warned against the frag
mentation of banking’s viewpoint. He 
said three voices for banking in Illinois 
could lead to confusion in the legisla
ture that would defeat the ambitions 
of all three groups. Mr. Kurtz is presi
dent, Metropolitan Bank, Chicago. * *

on the state deposits legislation, com
ing up with an acceptable law.

Through the efforts of Alabama 
bankers, the determination of the in
terest banks pay on state deposits was 
not given to the Economic Stability 
Commission, and an effort to amend the 
legislation to include the requirement 
that banks bid on state deposits was 
squashed. The legislation prohibits 
S&Ls from being designated state fund 
depositories.

The legislature’s Interim Economic 
Stability Study Committee is expected 
to take up the usury question and hear
ings are expected to be conducted 
throughout the state on the question 
of Alabama maintaining a usury ceiling 
that is below national money market 
rates. * *
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Effort to Raise Usury Ceiling Thwarted by Governor
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You have 
to move quickly 
when you offer 
same day 
collection service.

Your Commerce correspondent 
knows that with the average draft 
size tripling in the last three years, 
speed of collection is very 
important.

A
SB? Commerce Bank

o
UL

NG o f Kansas C ity NA 10th & W alnut 
(816) 234-2000

That's why Commerce has twice 
daily messenger service to the Board 

of Trade —to offer same day 
presentation and collection. Since 

over 80% of Board of Trade members 
do business with us, our service is the 
fastest around. We also provide 
speedy service for foreign collection 
through our International Department 

The midwest's leading 
correspondent is also the quickest.

% Give your Commerce man a call.

Don’t forget to dial direct. Its faster!
Main Bank Number.................  234-2000

pC Fred N. Coulson, Jr.................  234-2479
"v S  Thom Falls .................................  234-2622

Elmer Erisman..........................  234-2482
\f John C. M essina.......................  234-2486

Edwin B. Lewis.........................  234-2487
Tom C. Cannon........................  234-2481
Ben F. Caldwell........................  234-2483
Frampton Rowland .................  234-2485
Paul Langewisch...................... 234-2480

, i—d
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BOARD ROOM NEWS
Promotions • Staff Changes

Rice Succeeds Lindow 
As Charter NY Pres.

NEW YORK—Joseph A. Rice has 
been elected president, Charter New 
York Corp., succeeding Wesley Lin
dow, who will retire in June. Mr. Lin
dow has been named vice chairman.

Mr. Rice, also president and a di
rector, Irving Trust, the principal bank, 
joined the HC through the bank as 
vice president in 1967.

Mr. Lindow joined Irving Trust in 
1947, after serving as head economic 
analyst, U.S. Treasury Department. He 
was instrumental in establishment and 
growth of the HC, serving as senior 
vice president during its founding in 
1966. Mr. Lindow became its president 
in 1972.

Mayer, Shackelford 
Promoted in K.C.

KANSAS CITY—Michael F. Mayer 
and William H. Shackelford III, senior 
vice presidents, First National, have 
been promoted to executive vice presi
dents. Paul E. Gregory has been pro
moted from vice president to senior 
vice president, while James E. Stewart, 
assistant vice president, was named

MAYER GREGORY

vice president. Emmett W. Buettner 
and Neil T. Douthat were elevated 
from assistant cashiers to assistant vice 
presidents.

Mr. Mayer joined the bank in 1963 
and is in charge of the national divi
sion, working with corporate customers, 
while Mr. Gregory, who joined in 
1943, heads the check handling group, 
operations division.

Mr. Stewart, a member of the com
mercial banking division, joined the 
bank staff in 1973.

Day Promoted to EVP

JACKSON, MISS.—Frank R. Day 
has been elected executive vice presi
dent, First National. Associated with 
the bank since 1958, Mr. Day also is 
chairman, Smith County Bank, Taylors
ville, Miss.

Named to the First National board 
were: W. R. Clinton, president, Jack- 
son Coca-Cola Bottling Co.; Leon S. 
Thomas, treasurer, S. N. Thomas’ Sons; 
and J. B. Thompson, president, Jack- 
son Paper Co.

DAY W OOD

Wood Named Correspondent Head

DALLAS—Clyde H. Wood has been 
named head, correspondent division, 
Mercantile National, succeeding David 
M. Bernardin, senior vice president, 
who has assumed increased responsi
bilities in the commercial loan depart
ment.

Associated with the bank since 1958, 
Mr. Wood was elected vice president 
in 1969. He has been with the corre
spondent division seven years, and has 
been responsible for coordinating its 
operations.

Three Corr. Officers 
In Bank Promotions

HOUSTON—John E. Davis, Thomas 
Harper III and Robert C. Baldwin 
have been promoted to vice presidents, 
regional and correspondent banking de
partment, First City National. All were 
assistant vice presidents.

Other First City National promotions 
were: Robert Edward Lain, loan re
view manager; Bert E. Linda Jr., 
retail services departments manager; 
Al J. Newman, credit department man
ager; Yale Smith Jr., metropolitan de
partment manager; and Thomas G. 
Stevens, assistant manager, petroleum 
and minerals department, to senior vice 
presidents. Timothy J. Blair, Bill L. 
Thomas, Robert C. Fisher, Edward H. 
Austin, Ronald T. Ingebritson and 
G. Benjamin Beauchamp were elected 
vice presidents and trust officers.

Anthony C. Bicocchi and Frederick 
L. Bollerer, international department; 
Gerald M. Hurley, Rose Ann Lauer 
and Charles S. Rawls, retail banking; 
Margie I. Tucker, teller and vault ser
vices; Robert W. Sullivan, real estate; 
Edward B. Perkins, corporate services; 
and Michael F. McBride, planning and 
operational analysis, were named vice 
presidents.

Promoted to assistant vice presidents 
were: Carlos T. Baez, Ted Bland, Hu
bert S. Fonville, Lillian E. Glancy, 
Jack R. Hamilton, Thomas A. Hillin, 
Jim K. Jones, John M. King, John H. 
Kuykendall, William K. Lovett Jr., 
Maurice J. Potts, Guy Bryan Thomp
son, Louis Vetrano and Frederick G. 
Wedell.

Mr. Davis joined the bank in 1969, 
Mr. Harper in 1973 and Mr. Baldwin 
in 1971.

Named vice presidents, regional and corre
spondent banking department, First City N a
tional, Houston, were (I. to r.): Thomas Harper 
II I, Robert C. Baldwin, John E. Davis.

SHACKELFORDRICE
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HARRIS
BANK

Consolidated Statement of Condition
ASSETS December 31, 1974
Cash and Due from Banks...................................................  $ 602,594,027
Time Deposits in Other Banks.............................................  146,052,792
Federal Funds Sold and Securities Purchased

under Agreement to Resell.............................................. 378,197,500
Investment Securities:

U.S. Treasury Securities.................................................... 247,433,082
State and Municipal Securities........................................ 293,645,678
Other Securities.................................................................  5,566,834

Trading Account Securities..................................................  164,257,406
Loans......................................................................................  1,975,224,410
Direct Lease Financing........................................................  54,745,115
Customers Acceptance Liability...........................................  41,616,688
Bank Premises and Equipment............................................  82,636,987
Other Assets...........................................................................  68,393,252
Total Assets............................................................................  $4,060,363,771

LIABILITIES
Demand Deposits..................................................................  $1,163,299,886
Savings Deposits and Certificates.......................................  574,562,579
Other Time Deposits.............................................................  988,867,583
Deposits in Foreign Offices..................................................  453,662,068

Total Deposits.................................................................... $3,180,392,116
Federal Funds Purchased and

Other Short Term Borrowings.........................................  459,167,381
Acceptances Outstanding.....................................................  42,196,586
Accrued Interest, Taxes and Other Expenses.....................  58,621,106
Mortgage Payable.................................................................  4,193,504
Other Liabilities.....................................................................  38,640,821
Total L iabilities.....................................................................  $3,783,211,514

RESERVE FOR POSSIBLE LOAN LOSSES....................  $ 37,056,634
CAPITAL
Capital Stock ($16 Par Value).............................................. $ 50,205,040
Surplus....................................................................................  83,809,160
Surplus Arising from Assumption of Convertible

Capital Notes by Parent Company..................................  24,170,700
Undivided Profits...................................................................  81,910,723
Equity Capital.........................................................................  $ 240,095,623
Total Liabilities and Capital.................................................. $4,060,363,771

DIRECTORS
W IL L IA M  F. M U R R A Y
Chairman o f the Board  
STANLEY G. H A R R IS , JR. 
Vice Chairman o f the Board  
CHALKLEY J. H A M B L E T O N
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Baird & Warner, Inc.
JOSEPH A. B U R N H A M
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Marshall Field & Company 
J A M E S  W . B U T TO N  
Senior Vice President —  
M erchandising  
Sears, Roebuck and Co.
ROBERT W . G ALVIN  
Chairman o f the Board  
Motorola, Inc.
S A M U E L  S. GREELEY  
President and Chief 
Executive O fficer 
Masonite Corporation 
ROBERT C. G U N N E S S  
Vice Chairman o f the Board  
Standard Oil Company (Indiana) 
H U N T IN G T O N  H A R R IS  
Trustee
Estate of Norman W. Harris 
D O N A L D  P. KELLY
President and Chief 
Operating Officer 
Esmark, Inc.
JOSEPH B. L A N T E R M A N
Chairman
AMSTED Industries Incorporated
r e m i c k  M c D o w e l l
Retired Chairman o f the 
Executive Committee 
Peoples Gas Company 
A R T H U R  C. NIELSEN, JR.
President
A. C. Nielsen Company 
J A M E S  E. OLSON
President
Illinois Bell Telephone Co. 
GEO RG E A. R A N N E Y  
Vice Chairman 
Inland Steel Company 
DANIEL C. SEARLE  
Chief Executive Officer 
G. D. Searle & Co.
M A Y N A R D  P. V E N E M A  
Chairman o f the Executive 
Committee
Universal Oil Products Company 
F R A N K  H. W O O D S
President
Sahara Coal Company, Inc.

Harris Trust and Savings Bank
Wholly owned subsidiary of HARRIS BANKCORP, Inc.
MAIN BANKING PREMISES: 111 West Monroe Street, Chicago, Illinois 60690 
OPERATIONS CENTER AND BANKING FACILITY: 311 West Monroe Street, Chicago, Illinois 60690 
INVESTMENT DEPARTMENT REPRESENTATIVE OFFICES: New York; St. Louis; San Francisco 
INTERNATIONAL OFFICES: London; Mexico City; Nassau; Sao Paulo; Singapore

Harris Bank In ternational C orporation: 77 Water Street, New York, N.Y. 10005 
Harriscorp Leasing Inc.: 111 West Monroe Street, Chicago, Illinois 60690 
W holly owned subsidiaries of HARRIS TRUST AND SAVINGS BANK
ORGANIZED AS N.W. HARRIS & CO.,1882 • MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION, FEDERAL RESERVE SYSTEM 
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Mackay Named Vice President, 
Merchants National Bank

INDIANAPOLIS—James I. Mackay, 
assistant vice president, Merchants Na
tional, has been promoted to vice presi
dent. He is responsible for the Indiana 
division, commercial department, in
cluding corporate and correspondent 
bank relationships throughout the 
state.

Jan P. Adams and Randall D. Rogers 
were promoted from assistant cashiers 
to assistant vice presidents, both in the 
commercial department, while Gary 
Woodrum and Phillip D. Bostock were 
named managers, County Line South 
and 30th and Post Road offices, respec
tively. Mr. Woodrum replaces Richard 
A. Nagel and Mr. Bostock succeeds 
Glen R. Jacobs, who both went to the 
commercial department.

MACKAY ROGERS

SPARKS MORRISON

Hueben, Sparks and Morrison 
New Second Vice Presidents

KANSAS CITY, KAN.—Alfred J. 
Hueben, Donald G. Morrison and C. E. 
Sparks have been promoted to second 
vice presidents, Commercial National.

Mr. Hueben is manager, Parkway 
Drive-In Bank, Mr. Morrison is in the 
operations-marketing division and Mr.

Sparks is in the commercial banking 
division.

J. Stephen Marrs has joined the ac
counting and auditing division as as
sistant auditor, while Allen Cinnamon 
is a new trust officer at the bank.

Jenks Named Chairman, CEO 
At Albuquerque National

ALBUQUERQUE—George S. Jenks 
has been named chairman and CEO, 
Albuquerque National, replacing Rob
ert L. Tripp, who died December 11. 
Paul H. Barnes was elected a director 
of the bank, filling the board vacancy 
created by Mr. Tripp’s death.

Mr. Jenks, who has been with the 
bank since 1950, was elected director 
and vice chairman in 1973. He also is 
a director, Grants State. Mr. Barnes is 
president, First New Mexico Bankshare 
Corp.

Owen New Exec. Vice President

KANSAS CITY—John R. Owen has 
been elected executive vice president, 
Commerce Bank. He is in charge of the 
bank’s trust division.

Mr. Owen most recently served as 
senior vice president in charge of the 
trust department, Baltimore Bank, 
which he joined in 1966.

Officer, Board Changes Revealed
At National Bank of Commerce

DALLAS—National Bank of Com
merce has named P. W. Callaway, 
Henry S. Goldsmith Jr. and Tom 
Hudgins as vice presidents and Wil
liam R. Mathis Jr. and David Bishop 
as assistant vice presidents. John T. 
Sharpe was elected a director.

Mr. Callaway, who joined the bank 
last year, is responsible for marketing, 
advertising and public relations, while 
Mr. Goldsmith, with NBC since 1973, 
is responsible for business develop
ment. Mr. Hudgins joined the bank 
last year, and was president and CEO, 
Tecor, Inc., a photographies company.

Mr. Sharpe has been chairman and 
president, Transport Life, Fort Worth, 
since its formation in 1969.

Charles Chandler Is Chairman, 
First National, Wichita

WICHITA—First National has 
elected Charles Q. Chandler president 
and chairman. He formerly was presi
dent and succeeds his late father, 
Charles J. Chandler, as chairman.

Robert L. Darmon, senior vice presi
dent, has been named executive vice 
president and George T. Chandler, 
president, First National, Pratt, Kan., 
has been elected a director of First of 
Wichita.

Charles Chandler has served First 
of Wichita as a director since 1960 and 
Mr. Darrnon joined the bank in 1970, 
coming from Parsons (Kan.) Commer
cial Bank.

CHANDLER DARMON

Mulkern, Bolin Named EVPs 
At Bank of America

SAN FRANCISCO—Louis J. Mul
kern and William H. Bolin have been 
promoted to executive vice presidents, 
Bank of America. Mr. Mulkern is in 
charge of the Asia division, headquar
tered in Tokyo, and Mr. Bolin heads 
the Latin America division.

Named senior vice presidents, Asia 
division, were Chalmers A. (Chad) 
Macllvaine, who becomes deputy chief 
for Asia, and Roy D. Taylor, who will 
have charge of credit administration.

Mr. Mulkern, who has been with the 
bank 26 years, formerly was senior vice 
president and head of Asian interna
tional banking operations. Mr. Bolin 
moves up from senior vice president 
in charge of Latin America operations, 
the post he held in San Francisco six 
years. He joined that department in 
1947.

Hibernia Promotes McConnell

NEW ORLEANS—Edward B. Mc
Connell, vice president at Hibernia Na
tional, has been promoted to manager 
of the corporate division. He continues 
to be responsible for the national de
partment and the EDP marketing divi
sion. The oil and gas department has 
been added to the division.

Mr. McConnell joined the bank in 
1973.
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Kiipsch Joins Louisville Trust

LO U ISVILLE—M. David Kiipsch 
has joined Louisville Trust as senior 
vice president in charge of the com
mercial banking division. Prior to that, 
he was vice president in charge of the 
loan administration division, Winters 
National, Dayton, O., and previously, 
assistant vice president, metropolitan 
banking department, American Fletch
er National, Indianapolis.

CRELL KLIPSCH

Gets Correspondent Post

JACKSON, MISS.—James M. Crell 
has been promoted to correspondent 
bank officer, Mississippi Bank. Mr. 
Crell joined the bank staff in 1972 and 
was assigned to the correspondent de
partment in January, 1974.

Rodes HC, Bank Director 
At Citizens Fidelity

LO U ISVILLE—Joe M. Rodes has 
assumed the position of director, Citi
zens Fidelity and Citizens Fidelity 
Corp. He is executive vice president 
and manager of the bank’s financial 
group and joined the bank in 1973. Mr. 
Rodes previously was associated with 
an investment consulting firm.

Due to extended illness, the status 
of Frederick J. Johnson, a director for 
12 years, has been changed from active 
to advisory.

Reynolds Retires in Mobile, 
Cowart Named to Directorship

M OBILE—Albert E. Reynolds, sen
ior vice president, First National, has 
retired after more than 50 years’ ser
vice. He joined the bank in 1923, go
ing up through the ranks and attaining 
his last position in 1968. Mr. Reynolds’ 
retirement date was in 1971, but he 
continued his duties by special ar
rangement with the board. In 1973 he 
was elected to the branch advisory 
board.

David R. Cowart, CEO, Morrison, 
Inc., has been named a director at the 
bank. He also is a director, Marine 
Bank, Tampa, Fla., and the HC, Flag
ship Banks, Inc., Tampa.

Maloney HC Pres., 
Succeeds McMullen

JACKSON, MISS.—John P. Malo
ney has been elected president and 
chief operating officer, Deposit Guar
anty Corp., succeeding W. P. McMul
len, who continues as a director and 
executive committee member there and 
at the bank, Deposit Guaranty Nation
al.

Mr. Maloney joined the bank in 
1969 as senior vice president, and later 
was named secretary to the bank board 
and general counsel for the bank. He 
was elected HC vice president in 1972, 
became the corporation’s executive 
committee chairman, 1973, and be
came an HC director in 1974.

Officer Promotions, New Director 
Announced by 1st American

NASHVILLE—C. Richard Bobo
has been elevated to vice president and 
controller; Henry T. Berglund III and 
Charles J. Waterston, to vice presi
dents; Ronald B. Deal and Bob O. 
Graham, to assistant vice presidents; 
and Norman A. Carl and Emmett Rus
sell III, to trust officers at First Amer
ican National. Charles M. (Mike) Mil-

MILLER

BOBO

DEAL
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1er, correspondent banking division, 
was named assistant cashier.

Bernard Werthan Jr., senior vice 
president, Werthan Industries, Inc., has 
been elected a director of the bank.

Langewisch Is Promoted 
To Correspondent Post

KANSAS CITY—Paul F. Lange
wisch has been elected a correspondent 
banking officer, Commerce Bank. He 
travels in northern Missouri and has 
been with the bank since 1973.

John R. Landefeld, metropolitan di
vision, commercial department, and 
Roger Van Pelt, commercial credit de
partment, have been named vice presi
dents. Named assistant vice presidents 
were: Jerry L. Botts, trust division; 
Ralph Little, head, 12th and Charlotte 
Facility; Lee W. Peakes, commercial 
banking division; and William C. 
Tempel, trust investment.

LANGEWISCH RAY

Mercantile Names Ray Exec. VP

ST. LOUIS—Thomas L. Ray, senior 
vice president and chairman, invest
ment portfolio committee, Mercantile 
Trust, has been elected executive vice 
president. He serves with the asset and 
liability committee, heads the bond and 
investment department and is an execu
tive committee member.

Mr. Ray joined the bank in 1945 as 
a bond salesman and was named senior 
vice president in 1969. He also is a 
director, Mercantile Mortgage Co., a 
subsidiary of Mercantile Trust.

Yount Named First National VP

TULSA—John G. Yount, national 
accounts officer, First National, has 
been promoted to assistant vice presi
dent. Pi'ior to joining the bank in early 
1974, Mr. Yount was an account offi
cer with First National City Bank of 
New York.

Townsend Joins Commercial Nat'l

L IT T L E  ROCK—A. E. (Jack) 
Townsend has been named trust officer, 
Commercial National. Prior to joining 
the bank, he was a director, secretary 
and legal counsel for Mountaire Corp.
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Beachly and Domer Promoted 
At Security National

KANSAS CITY, KAN.—Ramey E. 
Beachly, vice president, has been 
named senior vice president and Ken
neth A. Domer, assistant cashier, agri- 
business-correspondent department, has 
been elevated to assistant vice presi
dent, Security National.

Mr. Beachly joined the bank in 1973 
as vice president and Mr. Domer, in 
1972 as assistant cashier.

BEACHLY DOMER

Hogue Leads Promotion List 
At Liberty National

OKLAHOMA CITY—Robert E. 
Hogue has been elevated to senior vice 
president, Liberty National. With the 
bank since 1973, he is in charge of op
erations and had 22 years’ previous ex
perience in operations, cost controls 
computer processing and corporate sys
tems and procedures on the manage
ment level.

Doug Belshe, Alvene Bonner, B. J. 
Chilless, Kenneth F. McKinzey, Jim 
R. Sales, Neal Stephens and Jim Sul
livan were promoted to vice presidents. 
Joe H. Blair, Gaylon Brown, Ben Hall 
and J. D. Jensen were named assistant 
vice presidents.

HOGUE BARNES

Hartig AVP, Barnes Director 
At First National, HC

ST. LOUIS—Donald C. Hartig, 
bond investment officer, First National, 
has been appointed an assistant vice 
president. Since joining the bank in 
1968, he has served as credit approver, 
sales representative, U. S. government 
bond trader and money desk assistant 
manager, bond department.

Zane E. Barnes, president and CEO, 
Southwestern Bell, has been elected a 
director, First National, and its HC, 
First Union, Inc. He has served as a 
member of the bank’s advisory board.

Staff Changes, Additions Made 
At First National, Birmingham

BIRMINGHAM—Elgin O. Thomas, 
vice president and manager, Ensley 
Branch, First National, has been trans
ferred to the branch administration de
partment as vice president and regional 
branch manager. With the bank since 
1934, he has served in bookkeeping, 
auditing and as credit department man
ager.

George G. Ruff, vice president and 
manager, North Birmingham Branch, 
has transferred to the Bessemer Branch 
as vice president and assistant man
ager. Mr. Ruff, who has served as teller 
and in the auditing and loan depart
ments, was manager, Pinson Branch, 
before his North Birmingham position. 
He has been with the bank since 1947.

M. L. Kendrick, vice president, 
branch administration department, has 
been named EFTS coordinator, opera
tions division. He has been with First 
National since 1946.

A new addition has been made to 
the bank’s international department. 
Nicholas H. Scielzo was named vice 
president in charge of foreign business 
development. He formerly served Na
tional Bank of Atlanta and First Na
tional City Bank of New York.

Richard L. Jackson, previously of 
First National, Lima, O., and Hunting- 
ton National, Columbus, O., has joined 
the bank as vice president and trust of
ficer.

Williamson New HC Director

BIRMINGHAM—William A. Wil
liamson, board and executive commit
tee chairman, Durr-Fillauer Medical, 
Inc., has been elected a director, Ala
bama Bancorp. He also serves as di
rector, Alabama National, Montgom
ery, HC affiliate.

Willis Promoted at Hamilton Nat'l

CHATTANOOGA—C. Woods Wil
lis has been promoted from assistant 
vice president-operations to vice presi
dent at Hamilton National.

Since joining the bank last year, Mr. 
Willis has served with the BankAmeri- 
card department and general opera
tions supervision. Formerly with Citi
zens & Southern National, Atlanta, he 
has spent his banking career working 
in the areas of data processing and 
credit card functions.

Montgomery Tops Promotions 
At First of Okla. City

OKLAHOMA CITY—David J.
Montgomery, head, international divi
sion, First National, has been promoted 
to vice president. He joined the bank 
in 1971.

Named assistant vice presidents at 
the bank were: Hal Clifford, corre
spondent bank department; Lynn Ed
wards, international division; and Mary 
Morris, investment securities depart
ment.

Vassar E. Lewis, Thomas W. Nor
wood, J. Douglas Sauls and Carl L. 
Shortt Jr. were elevated to assistant 
vice presidents and trust officers.

Boatmen's Promotes Bayliss

ST. LOUIS—Larry D. Bayliss, as
sistant vice president, Boatmen’s Na
tional, has been promoted to vice pres
ident. He joined the bank in 1968 in 
the advertising and public relations de
partment, which he now heads.

Four Officers Win Promotions 
At 1st NBC, New Orleans

NEW ORLEANS—First National 
Bank of Commerce has made four pro
motions. George R. Pabst Jr. was 
named vice president and manager, 
data services division. He was formerly 
vice president and manager, corre
spondent banking department.

Lansdale J. Madere Jr. was named 
vice president in the loan review de
partment; Michael Jesse Shannon was 
promoted to vice president in the ma
rine financing division; and James T. 
May was named assistant vice presi
dent in the national accounts depart
ment.

Mr. Pabst joined the bank in 1960, 
Mr. Madere in 1951, Mr. Shannon in 
1971 and Mr. May in 1972.

Kelly Named HC, Bank Director

CHICAGO—Donald P. Kelly, presi
dent and chief operating officer, Es- 
mark, Inc., has been elected a director, 
Harris Bankcorp, Inc., and Harris Trust 
& Savings.

BAYLISS CLIFFORD
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W e want the best for you.

□One way to make it happen is with our person-to-person 
correspondent banking service...administered by bankers 
who believe in practicing good service, as well as talking 
about it. We call that quick Louisville Trust Bank response. 
It’s also efficient, as rapid as possible, regardless of the 
current difficulties.
□A t Louisville Trust Bank, our correspondent banking team 
is backed up by the cooperation of every other full service 
specialist in our bank.
□Yes, you can find everything you’re looking for in one 
convenient correspondent arrangement. Don’t worry about • 
lost time when you work with our banking team, headed up’ 
by Frank Nichols, Vann Doyle and Jim Burkholder.
□To make your business grow in 1975, Louisville Trust 
Bank offers you the best of experience, sensitive service, 
and understanding... the type of service you need.
□  If you’re too busy to call on us, give us a phone call and 
we’ll stop in to see you. We’d like to bring the best of 
Louisville Trust Bank to your bank. To start the ball rolling, 
call 502/589-5440 and ask for Frank or Vann or Jim in our 
Correspondent Banking Department.

Louisville Trust Bank
One Riverfront Plaza •  Louisville, Kentucky 40202 •  502/589-5440
Member Federal Reserve System, Federal Deposit Insurance Corporation
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Duncan Elected Vice President

HOUSTON—Bruce A. Duncan, con
tact representative, national depart
ment, Bank of the Southwest, has been 
elected vice president. Mr. Duncan re
joined the bank in December, after a 
year’s absence managing business in
terests in Canada.

American Fletcher Names Two 
In Recent Promotions

INDIANAPOLIS—Paul J. Cortellini
was elected assistant vice president, to 
be in charge of the Luxembourg 
Branch, and Eric A. Manterfield was 
named trust officer, American Fletcher 
National.

Mr. Cortellini, a CPA, has been in 
the financial field the past five years. 
He joined American Fletcher National 
in December.

Mr. Manterfield joined the bank’s 
trust department recently, following 
two years with a law firm.

Fuller Elected President 
At Bank in Shreveport

SHREVEPORT, LA.—W. Warren 
Fuller, senior vice president, Commer
cial National, has been elected presi
dent, succeeding Emmett R. Hook,

Golf, tennis, 
and a lot of horseplay!

Were 57 miles from Tucson and 12 miles from Nogales. That puts 
you right in the middle of beautiful Rio Rico's 60,000 acres...atop 
a mountain.

Every guest room is decorated 
is a little American, a little Mexican 
Cowboys will lead you to our riding 

And you’ll have our 9 hole 
golf course, heated swimming 
pool, tennis, shuffleboard, and a 
big, friendly cocktail lounge for 
socializing. Oh yes, you’ll also 
have the charm and shopping 
buys of Mexico at your doorstep 
We’re one resort that really 
bo rde rs ... on the fantastic!

with a panoramic view. The food 
and a lot of deliciousness. Real 
stables.

A Sun Country Resort
Atop a mountain in Southeastern Arizona. For information and 
reservations, telephone: Outside of Florida,TOLL FREE 800-327-6862. 
In Florida,TOLL FREE 800-432-0237. In Miami, 756-2075.

M cCOURTNEY-BRECKENRIDGE & C O M PAN Y
INVESTMENT SECURITIES 

SAINT LOUIS, MISSOURI 63102

1 PHONE 231-5730 (Area Code 314) 1030 BOATMEN’S BANK BUILDING

who continues as chairman and CEO. 
Oliver O. Moore was promoted from 
senior vice president and cashier to 
executive vice president and cashier.

Mr. Fuller, who was a member of 
the commercial loan division as senior 
loan officer, is secretary to the board 
and serves as a member of the loan 
and discount committee and the invest
ment committee. He joined the bank 
in 1946.

Mr. Moore joined the bank in 1970 
and is executive in charge of adminis
tration of the bank’s operations.

Pearsall Elected Vice President,
Central Bancshares of the South

BIRMINGHAM—Gil Pearsall has 
been named vice president, Central 
Bancshares of the South, Inc. He will 
manage the general systems division, 
which will be responsible for develop
ing long-range operational plans and 
systems to support strategic objectives 
of the HC.

Prior to joining Central Bancshares 
in January, Mr. Pearsall was employed 
by Chase Manhattan, New York, as a 
systems analyst.

1st of St. Louis Names A.V.P.

ST. LOUIS—Kenneth S. Franklin 
Jr. has been named an assistant vice 
president in the commercial banking 
division at First National. He joined 
the bank in 1971 as a trainee.

Schmid Elected Director

TORT WORTH—Walter A. Schmid 
Jr., executive committee chairman, 
American Quasar Petroleum Co., has 
been named a director, Fort Worth 
National.

Two AVPs, New Director Named

NASHVILLE—Robert M. Ligon 
and Sam D. Hodges were promoted 
from loan review officers to assistant 
vice presidents, Third National, while 
Robert P. Beasley, executive vice presi
dent, finance, Firestone Tire & Rubber 
Co. of Akron, was elected a director.

First of Okla. City Names A.C.s

OKLAHOMA CITY—First Nation
al has elected Mrs. Vi Boston, Jody 
Lippmann, Mrs. Mary Marsh and Mrs. 
Irene Rider assistant cashiers. Mrs. 
Boston and Mr. Lippmann joined the 
bank in 1973, Mrs. Marsh in 1956 and 
Mrs. Rider in 1957.
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This is the new look of BAI
But BAI —the largest technical banking association in the 

world —is changing only in its attempt to bring more help and 
services to the banking community. The publications, conventions, 

workshops, seminars, school, chapter network, and the 25,000 bankers 
who attend these meetings each month, are the basics of BAI.

BAI also presents nearly 100 educational events each year. We're 
proud of our role in the banking industry, bringing innovative 

thinking, training, and planning to our financial system, 
making it the strongest in the world.

Plan now to attend one or more of the 
following major events in 1975!

Security Conference
Western Regional
Southern Regional
Holding Company Conference
Northern Regional
Eastern Regional
Bank Planning Conference
School For Bank Administration
National Convention

Dallas. Texas 
San Diego. California 
San Antonio, Texas 
New Orleans. Louisiana 
Louisville. Kentucky 
Rochester. New York 
Hanover. New Hampshire 
Madison. Wisconsin 
Atlanta. Georgia

Feb. 9-11 
April 6-8 
April 20-22 
May 4-6 
May 18-20 
June 8-10 
June 23-24 
July 27-Aug. 8 
Oct: 26-29

0
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Problems of C om ing Year 
Main C onvention Topic 
O f LBA Jr. Bankers

BATON ROUGE—The Louisiana 
Bankers Association Junior Bankers 
convention will be held April 3-5 at the 
Belmont Motor Hotel. Asset and liabil
ity management, future interest rates, 
bank marketing, the legislature and 
bank service pricing will be examined.

Convention registration will take 
place from 4 to 6 pan., April 4, and 
will resume at 8:30 a.m. the next day.

Topics covered by speakers on Fri
day, April 4, will be: “Asset and Lia
bility Management,'’ by Richard Mc- 
Neece, senior vice president and admin
istrative group executive, Hibernia Na
tional, New Orleans; “Inflation-Reces
sion: Interest Rates 1975,” by Eugene 
A. Leonard, first vice president, Fed
eral Reserve Bank, St. Louis; “Bank 
Marketing 1975—An Adman’s Perspec
tive,” by Paul F. Steen, vice president, 
Bank of New Orleans; and “Pricing 
Bank Services,” by Donald A. Babin, 
senior vice president, cashier and man
ager, operations division, Bank of the 
Southwest, Houston. A panel discussion 
of consumer lending will round out 
Friday’s business activities. The panel 
will be moderated by William Benard, 
president and CEO, American Bank, 
Shreveport.

ACOSTA FIELDER

After dinner on April 4, a “River- 
boat Gambling Party” will be held, be
ginning at 7:30,

The Saturday morning business ses
sion will include Hermann Moyse Jr., 
president, City National, Baton Rouge, 
who will speak about “The LBA and
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the Louisiana Legislature.” Allen R. 
Houk, executive vice president, South
ern National, Houston, will conclude 
with “Lending: An Era of Uncertainty.” 
The Junior Bankers will then hold a 
business meeting, to end at noon.

A cocktail party will begin at 6:30 
p.m., followed by the president’s ban
quet one hour later.

An 11:30 Friday luncheon for wom
en is planned at the Baton Rouge 
Country Club and a women’s bingo 
party is planned from 9:30 to 11 Satur
day morning, April 5.

Officers of the LBA Junior Bankers 
are: president, Henry Toups Jr., vice 
president, Terrebonne Bank, Houma; 
vice president, Ray McElveen Jr., vice 
president, First Guaranty, Amite; sec
retary, Jerry Fielder, vice president, 
Louisiana Bank, Shreveport; and trea
surer, Larry J. Acosta, assistant vice 
president, Hibernia National, New 
Orleans.

H attiesburg , Biloxi H ost 
Miss. Young Bankers 
C onference, C onvention

Mississippi Young Bankers will hold 
their annual conference March 13-14, 
at the University of Southern Mississip
pi, Hattiesburg. Three hundred are ex
pected to attend. Their convention, 
March 14-15, at Pete Fountain’s Buena 
Vista, Biloxi, will have 900 delegates 
on hand.

Young Bankers officers are: president, 
Robert H. Alexander, executive vice 
president, Commercial National, Green
ville; vice president, Bobby L. Harper, 
vice president, National Bank of Com
merce, Columbus; treasurer, Cecil R. 
Burnham, executive vice president, 
Truckers Exchange, Crystal Springs; 
and, secretary, James L. Alford Jr., as
sistant vice president, First National, 
Jackson.

After a keynote address by Joe H. 
Davis, executive vice president, gov
ernment affairs, First National, Mem
phis, Ronald W. Tew, assistant vice 
president and director of manpower 
planning and development, Deposit 
Guaranty National, Jackson, will speak 
about “Motivation and Staff Manage
ment.”

Other key speech topics will be “Ba
sic Principles of Real Estate Evaluation 
and Financing,” by Jack K. Mann, 
president, Wortman & Mann, Inc., 
Jackson; “Commercial Lending—Docu
mentation and Follow-Up,” by Jack R. 
Crigger, executive vice president, 
American National, Chattanooga; “New 
Challenges for Bank Management,” by 
Robert E. Kennington II, president, 
Grenada Bank Systems, Inc.; “Employ

ALEXANDER

BURNHAM

ment of Funds-Asset Management,” by 
James J. Conway Jr., assistant vice 
president and investment officer, First 
Security National, Beaumont, Tex.; 
“EEOC and the Banking Industry,” by 
Louis Fuselier, Fuselier, Ott, McKee & 
Flowers law firm, Jackson; and “The 
Economic Outlook,” by Robert W. 
Elsasser, New Orleans management, 
economic and statistical analyst.

After registering for the Young 
Bankers convention during the after
noon of the 14th, a “Get Acquainted 
Hour” is planned, to be followed by a 
“Western Theme” costume party and 
seafood jamboree, with dancing to the 
music of the Krazy Kats.

Saturday morning will consist of 
breakfasts and business meetings, but 
a brunch and fashion show, presented 
by the Riverside Cotton Wives of the 
Mississippi Delta, will be given for the 
women in attendance.

After lunch, guests will be able to 
participate in bridge, tennis, golf, a 
tour of the Jefferson Davis Shrine, a 
harbor cruise, or a “Shrimp Train” 
sightseeing tour.

The evening will be completed by 
a social hour, a banquet with entertain
ment by the Royal American Showmen 
and then dancing to the Krazy Kats’ 
music.

MID-CONTINENT BANKER for March, 1975
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How many ways 
can you CUT a RIB BON?

* BASED ON ACTUAL RESULTS reported by hundreds of banks, 
our Bank Celebration book tells in I 58 fact-packed pages . . .

How to PLAN, ORGANIZE and CONDUCT
* BANK ANNIVERSARIES . . .  FORMAL OPENINGS . . .  HOUSES

By Arthur C. Norris 
and the

Editors of Mid-Continent Banker 
and Mid-Western Banker

READ our Bank Celebration book . . . and 
learn a score of publicity-spawning ways 
to conduct the traditional ceremony . . .

j  SEE how much news meat you can pack into 
the opening of a new or remodeled building 
or a new facility.

LEARN more than 50 different attention
demanding ideas that attracted crowds to 
actual bank celebrations . . . pulled 
hundreds of new customers . . . new accounts.

ADAPT any one of these ideas to your own 
needs to achieve a new approach, a novel 
twist that makes new business.

TWELVE CHAPTERS and EIGHT APPENDICES jammed with SPECIFICS tell you from 
*  first step to final clean-up how to make sure YOUR Bank Celebration is a star-studded success . . .

Here's How to Publicize 
Your Opening—and Other News
HOW TO WRITE BANK PUBLICITY . . .
AND GET IT PUBLISHED! Here’s a primer 
for the bank officer who wants to get news 
about his bank into the newspaper, on the radio 
and on TV. Handy reference or teaching man
ual for the newcomer into the field. Contains 
14 fact-packed chapters. In the very beginning, 
the reader is given some background on “news 
lingo.” Later chapters define publicity as op
posed to public relations and community rela
tions. Also discussed: mechanics of the news 
release, placing the news story, how to handle 
photos . . . and those “sticky situations” . . . 
dealing with news media, and how to “tie-in” 
for better publicity results. $4.95.

MID-CONTINENT BANKER for March, 1975

Price: $15.00
Order your copy today so you'll be ready to plan your celebration to
morrow.

MID-CONTINENT BANKER 
408 Olive St., St. Louis, Mo. 63102

Please send us—
—  copies, Bank Celebration Book @ $I5 each.
—  copies, Bank Publicity Book @ $4.95 each.

□  Check enclosed. $ ..........................

Name ................................................................. Title .........................

Bank ...........................................................................................................

Street ........................................................................................................

City, State, Zip ......................................................................................

(Check should accompany order. We pay postage and handling. 
Missouri banks please include 4 ,/2% sales tax.)

i

I

I
I
I
I
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Im plications of EFTS 
To Be C onvention Topic 
O f Tenn. Young Bankers

KNOXVILLE, TENN.—The Hyatt 
Regency will be the scene of the 1975 
Tennessee Young Bankers Convention 
April 8-9. EFT S, communication and 
motivation and current controversies 
will be the major topics examined.

After first-day registration, which be
gins at 3 p.m., a 5 :30 reception will be 
held, followed by a banquet and dance, 
with entertainment by the 19 th 
Amendment.

Young Bankers President-Elect Rob
ert J. Williams will call the second 
day, April 9, to order at 9 a.m., fol
lowed by opening remarks by W. W. 
Mitchell, president, Tennessee Bankers 
Association, and chairman, First Na
tional, Memphis.

The day’s program will include: “An 
Introduction to E FT S,” by Charles 
Chappas, executive vice president, 
Hamilton Bancshares, Chattanooga; 
“The Implications of E FT S,” by Allen 
Lipus of Payment Systems, Inc., Atlan
ta; “Communication and Motivation— 
the Critical Skills,” by Dr. Michael H. 
Mescon, chairman, department of man
agement, Georgia State University, At
lanta; and “Current Banking Contro
versies,” moderated by Jack R. Crigger, 
executive vice president, American Na
tional, Chattanooga, and with panel 
members Walter G. Birdwell Jr., ex
ecutive vice president & cashier, Citi
zens Bank, Carthage; Representative 
W. Thomas Burnett, Jamestown; Jake 
F. Butcher, chairman, City & County 
Bank, Knoxville; and William F. 
Earthman, chairman, Tennessee Val
ley Bancorp., Nashville.

The midday luncheon will feature 
Bill Battle, head football coach, Uni
versity of Tennessee, as speaker. The 
convention will draw to a close with 
the 3:30 business session, with the 
president’s report and election of of
ficers and directors for groups two, four 
and six scheduled.

At 5:30, a reception will take place, 
then a 6:30 banquet, with entertain
ment by the University of Tennessee 
Singers.

WILLIAMS BEEMAN
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R. Murry Hawkins Jr., president, 
National Bank, Murfreesboro, who was 
the organization’s president this year, 
joined the Tennessee Bankers Associa
tion as associate manager and director 
of economic affairs. Therefore, Robert 
J. Williams, cashier and director, First 
National, Savannah, the Young Bank-

ers’ president-elect, has been serving 
as acting president in Mr. Hawkins’ 
stead. Mr. Williams will become presi
dent and serve a full term in 1975.

Vice president of the organization 
is Lee Beeman, executive vice presi
dent and director, Dayton Bank. He 
will become president-elect at the April 
convention.

Small Computer Pares Electric Bills, 
Saves Energy for Major Atlanta Bank

A MAJOR Atlanta bank is learning 
there’s more to energy than Ein

stein would have us believe.
The management of Trust Co. Bank 

knows energy is more than mass times 
the speed of light squared. It’s infla
tion, patriotism, ecology, diplomacy 
and a host of other things that have lit
tle to do with the speed of light.

But most of all it’s money, lots of 
money, particularly if the energy is 
bought each month at ever-increasing 
rates.

For example, in September, 1972, 
the bank’s electric bill was about 
$25,000. In September, 1973, the bill 
was almost $35,000. The cost of energy, 
like the cost of gold or groceries, is 
heading out of sight.

Then, last spring, Trust Co. installed 
an IBM System/7 computer in its 26- 
story headquarters and instructed it to 
do something about those electric bills. 
And it did. It came up with a way to 
save $127,000 in 1975 with no loss of 
comfort or safety to customers or em
ployees.

Harold L. Myron, vice-president and 
general manager of the bank’s real 
property management office, calls the 
concept “power management.” It’s a 
technique the ultimate goal of which 
is strict control of power, and it goes 
light years beyond the last-one-out- 
shut-off-the-lights notion of energy man
agement.

“Power management,” said Mr. 
Myron, “is based on the monthly power 
bill, which in our case is in three parts: 
power demand, power consumption 
and fuel adjustment.

“The portions of the bill dealing 
with consumption and fuel adjustment, 
which reflect the growing cost of fuel 
to run the power company’s generators, 
are pretty simple,” said Mr. Myron. 
“But the power demand section of the 
bill is more complex.

“The power company measures our 
demand for power every 30 minutes. 
It then takes our peak demand during 
the summer and uses that as a basis for 
billing for the rest of the year. Need

less to say, if we can hold that demand 
down, we can affect the total bill 
dramatically. That’s where the com
puter comes in.”

The machine, about the size of a 
small refrigerator, costs the bank ap
proximately $12,000 a year to lease.

“The unit is instructed to limit our 
power demand to a given level, in our 
case about 4,000 kilowatts. In the past 
our demand has gone as high as 5,700 
kilowatts. But now, as demand ap
proaches 4,000 kilowatts, the computer 
begins to shut down electrical devices 
in a programmed sequence for specific 
periods of time. This has resulted in a 
24% reduction in billing demand,” Mr. 
Myron said.

“It also gives me a daily report on 
what my peak was the day before, so 
I know what my demand is every day. 
With that information, I can project 
my costs for billing demand.

“We installed the computer in May 
—in time for the summer cycle. When 
I did that, I took advantage of saving 
kilowatt hours by cutting consumption. 
When we compared our June, July, 
August and September ’73 billings with 
our ’74 billings for the same months, 
we averaged savings in consumption 
alone of $4,000 monthly. This is the 
result of a 26% reduction in kilowatt 
hours.

Computer-assisted power manage
ment not only saves money, but ener
gy,” said Mr. Myron. “I was using 
more energy in kilowatt hours in 1973 
than in 1974, and I have more things 
on the line now—electrical equipment 
and so forth. It’s ironic, but by adding 
the computer, which draws electricity, 
I ’m saving electricity.”

But the dramatic saving is measured 
in dollars. When he budgeted the com
puter system, Mr. Myron estimated the 
equipment would pay for itself in three 
years. It will actually pay for itself in 
less than one year of operation.

Asked how a utility rate increase will 
affect the system, Mr. Myron said, 
“We’ll save even more money.” ® *
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lb  offer a
“free” checking account...

doesn’t mean you have to
give it away.

When your bank gives away free checking, 
you are giving away profit. There is a 
better way. BanClub.

According to the Unidex Report on 
Service Packages, 34% of a bank’s 
customers would consider changing banks 
. . .  for a package of services that costs 
$3.00 a month and includes free, unlimited 
personal checking. BanClub is such a 
package. It includes $10,000 accidental 
death insurance. BanClub Newsletters that 
offer national discounts, special purchases, 
and travel opportunities.

A free Tax Saver® Checking Account. 
(That is a checking account that helps your 
customers remember and get all the tax 
deductions that are rightfully theirs.) And 
free personalized Tax Saver checks.

In less than 30 days, you can offer your 
customers BanClub. . .  a package of 
services which your competitors cannot 
duplicate . . .  a package of services so 
valuable to customers that over 450,000 
are now paying $3.00 a month for it. . .  a 
package of services so profitable to banks 
that 550 have already chosen it.

I Financial Institution Services, Inc 
1 Administrator,
I 725 Melpark Drive 
I Nashville. Tennessee 37204
I
j Gentlemen:

Please send me more information on how 
BanClub can work for our bank.

i Name

I Title

Bank’s Name

Address City

I State 
V-------- Zip

J
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VERIFIES FINGERPRINTS IN CHECK AND CREDIT 
CARD TRANSACTIONS. No special training required to 
use this automatic system for comparison and verification 
of fingerprints. Has applications in retail credit and check 
transactions and is an economical, portable desk-top unit 
which compares a master or file fingerprint with a transac
tion fingerprint in less than four seconds. Vericomp "reads" 
from a standard plastic identification card, data processing 
card and documents of all kinds. Indicator lights display 
"green" for verified comparison and "red" for nonveri- 
fied comparison. VERIPRINT SYSTEMS CORP., 20747 
Dearborn St., Chatsworth, CA 9131 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 90 banks and S&Ls who have used this y 
extraordinary program. THUMBODY dramatizes your 
bank's determination to serve each customer as somebody 
special, as unique 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.

1776 d j T T -  c  e 1076

LOO CABIN BANK
LINCOLN
REPLICA

TH IS  C O IN-BANK IS T R U L Y  A C O L
LE C TO R ’S ITEM. IT  IS BEING A S 
SEM BLED A T  LU R LEEN  B. W A LLA CE 
D E VE LO P M E N T C EN TER , S H E LTE R E D  
W ORKSHOP. DECATUR, ALABAMA.

SAMPLE S E N T BY R EQUEST 
ON L E TTER H EA D

72.......................... $2.00
144........................ $1.75
288........................ $1.65
432........................ $1.60
1008.....................  $1.50

HIRE THE HANDICAPPED

MADE IN THE U.S.A. OF ASSORTED WOODS
YOUR NAME OR LOGO SILKSCREENED AT NO EXTRA COSTIlfalitij Incentives I N C .

416 Highway 31 North, P.O. Box 700, Hartselle, Ala. 35640 
Phone 205-773-4161

SERVING OVER 1,000 FINANCIAL INSTITUTIONS
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What S&H knows about 
premiums, promotions and

merchandise could probably
fill a bank.

So Sperry & Hutchinson has 
created Financial Promotion 
Services— to fill your bank 
with new deposits and loan 
applications.
FPS has been developed to pro
vide the expertise and expe
rience necessary to successfully 
generate increased deposits 
and loans through the use of 
premium promotions. Asa 
division of S&H, one of 
America’s oldest and largest 
promotional organizations, FPS 
benefits from an already estab
lished network of trained 
premium specialists, sophisti
cated computer systems and 
coast-to-coast warehouse facil
ities which enable us to imple
ment premium offers 
immediately.

Programs for financial institu
tions include:
Direct Premiums 
Continuity Programs 
Internal Staff Incentive Programs 
Travel Incentive Programs 
Credit Card Programs

FPS offers a wide range of 
quality merchandise for your 
customers. Among the nation-

0 FP S

ally known and advertised 
brands available:
General Electric 
Waltham Watches 
Corning Ware 
Debonaire Cookware 
Rockwell Calculators 
Hamilton Beach 
Ports of England Dinnerware 
Spalding Sporting Goods 
La-Z-Boy Chairs 
GAF Cameras

FINANCIAL PROMOTION SERVICES
A DIVISION OF SPERRY & HUTCHINSON
3003 EAST KEMPER ROAD 
CINCINNATI, OHIO 45266

Please send me full information on Financial Promotion Services.

For complete information on Financial Promotion Services 
contact Jack Kreuzburg General Manager, FPS at 
(513)771-5590 or by returning the coupon below.

Name

MC
In addition, we guarantee full 
return privileges of all mer
chandise to participating 
financial institutions. D

Title or Position

Financial Institution

Address

State zip
□  Please call me at
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BRANDMARK SALES COMPANY
m  ofeóale triluitorá oß P rom otiona i  n u  andióe

6428 N. Ridgeway Ave., P.O. Box 59320, Lincolnwood, Illinois 60645, Telephone (312) 588-5533

l ü ffAMERICAN HERITAGE JEWELRY
Trem endous For A ll Your Prom otional Program s

YOUR COST: $ 4 .9 5  each
Beautifully crafted in gold finish, many with hand-set stones, these unusual 
jewelry items featuring Genuine U.S. coins are yours at the fantastically low 
cost of $4.95 ea.

#8137— "IKE" DOLLAR PENDANT
Genuine EISENHOWER Silver Dollar Medallion in 
24K gold plate mounted into an airy filigree setting. 
30 inch heavy 24K gold plated chain.
PACK: 6 Your Cost: $4.95 Ea.

#8217— "KENNEDY" HALF-DOLLAR PENDANT
Genuine KENNEDY Half-Dollar Medallion. Sur
rounded with a row of fiery simulated diamonds in 
a heavy 18K gold plate setting. 24 inch gold plate 
double linked chain.
PACK: 6 Your Cost: $4.95 Ea.

#8166— "KENNEDY" HALF-DOLLAR PENDANT
Genuine KENNEDY Half-Dollar Medallion in 18K 
gold plate. Mounted into an airy filigree setting. 
24 inch 18K gold plate double linked chain. 
PACK: 6 Your Cost: $4.95 Ea.

#6820— THREE COINS IN THE FOUNTAIN 
BRACELET

Genuine Penny, Nickel, Dime - each in beautiful 
14K gold plate setting. Attached to 14K gold plate 
triple linked chain.
PACK: 6 Your Cost: $4.95 Ea.

#8219— "WASHINGTON" QUARTER PENDANT
Genuine WASHINGTON Quarter Medallion. Sur
rounded with a row of fiery simulated diamonds in 
heavy 18K gold plate setting. 24 inch 18K gold 
plate double linked chain.
PACK: 6 Your Cost: $4.95 Ea.

#8221— "MERCURY" DIME PENDANT '
Genuine MERCURY (WINGED LIBERTY HEAD) 
Dime Medallion. Surrounded with a row of fiery 
simulated diamonds in heavy 18K gold plate set-y 
ting. 24 inch gold plate double linked chain.
PACK: 6 Your Cost: $4.95 Ea.
#7195— "INDIAN HEAD" PENNY PENDANT
Genuine INDIAN HEAD Penny ensconced as a mag
nificent pendant. Collector's coin is surrounded 
with a row of simulated Turquoise stones and en
hanced with silver finish. 24 inch silver finish *■ 
double linked chain.
PACK: 6 Your Cost: $4.95 Ea.
#8167— "INDIAN HEAD" PENNY PENDANT *
Genuine INDIAN HEAD Penny ensconced as a mag
nificent pendant. Collector's coin is surrounded 
with a row of fiery simulated diamonds and en
hanced with a 14K heavy gold finish. 24 inch 14K 
gold plate double linked chain. *
PACK: 6 Your Cost: $4.95 Ea.
#2613— "INDIAN HEAD" PENNY MONEY CLIP
Genuine INDIAN HEAD Penny in beautiful 14K gold ) 
plate mounting.
PACK: 6 Your Cost: $4.95 Ea.
#2611— "IKE" DOLLAR MONEY CLIP a
Genuine EISENHOWER Silver Dollar in beautiful 
14K gold plate setting.
PACK: 6 Your Cost: $4.95 Ea.
#2612— "KENNEDY" HALF-DOLLAR MONEY 

CLIP
Genuine KENNEDY Half-Dollar in a beautiful gold 
plate setting. -k
PACK: 6 Your Cost: $4.95 Ea.

—  ALL ITEMS COME PACKAGED ELEGANTLY IN GIFT BOXES —
YOUR COST: $4.95 EACH
TERMS: Net 15 days - F.O.B., Lincolnwood, (Chicago), III.
PROMOTIONAL MATERIAL: GLOSSIES available at no charge.

COLOR CATALOG SHEETS: $25.00 per thousand 
COUNTER DISPLAY CASES: available on LOAN

BUY-BACK: BRANDMARK w ill BUY-BACK all our "AMERICAN HERITAGE 
JEWELRY" after your promotion ends. Under our BUY-BACK 
agreement - just ship merchandise to BRANDMARK "Freight 
Prepaid" and we w ill forward payment upon arrival.

P.S.— Because we maintain LARGE INVENTORIES on all items - shipments can be made immediately.
SAMPLES may be purchased at above price plus shipping charges and can be returned for full credit.

Mike BrandEnel.
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6820
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8167
7195

A l l  C reat ions are  
Shown A c tu a l  Size 
a n d  Come P a cka g e d  
E legan t ly  in G i f t  
Boxes
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Color V.
Another first from Mosler. 

Start with it, or convert to it.
More than a decade ago, Mosler introduced 
television to banking. So it's not surprising that 
Mosler is first to improve on TV banking. With 
color TV banking.

Now, with color TV at the customer end, 
transactions are even more personal. Smiles 
are brighter. And service-sensitive customers 
are more receptive.

If you are considering TV banking, Mosler 
already has walk-up color TV systems operating 
beautifully in the field. And if you now have 
Mosler black-and-white TV units, you’ll be glad 
to know they can be easily converted to color.

You gave your customers banking with con
venience. Now give them banking in color.

Mosler
AN A M E R IC A N -S TA N D A R D  C O M PAN Y 
Dept. FBG-375 
H AM ILTO N , O H IO  45012

Security/Customer Transaction Systems
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Comptroller's Aid Terms CBCT Applications Just a Trickle, Not a Flood

T V E S P I T E  PREDICTIONS that 
'  Comptroller of the Currency

James E, Smith’s December interpre
tive ruling on customer-bank communi
cations terminals would lead to a flood 

' of applications for permission to have 
these CBCTs, actually little has hap
pened since the ruling was announced,

V said David H. Jones, special assistant 
to the Comptroller.

In a speech given last month before 
the Bank Marketing Association’s 
E FT S Conference in Atlanta, Mr. Jones 
said that from December 12—when 
Mr. Smith announced his ruling— 

•f through February 7, the Comptroller’s 
Office had received notifications from 
only two national banks in two states. 
Of the 10 CBCTs these two banks will 
put into place, continued Mr. Jones, 
nine are to be located in supermarkets 
and other retail business establish- 

w ments, while only one will be located 
in a place of employment. In one in
stance, he said, his office received 
branch applications for two CBCTs, 
but they were returned promptly to 
the initiating bank. CBCTs are not 
branches, Mr. Jones emphasized, and, 
therefore, no branch application should 
be filed.

•« “We will not accept branch applica
tions for CBCTs, only notifications pro
viding the information we have re
quested in the announcement of De
cember 12,” he advised.

The Comptroller’s reasoning that 
CBCTs are not branches, said Mr.

V Jones, is that a branch generally is 
considered as a building containing 
teller windows, desks and chairs, cus
tomer counters and bank personnel 
with whom the banking public may 
transact a full range of banking ser
vices. A CBCT, said Mr. Jones, is not

a an office, and only a few of the kinds 
of transactions normally associated with 
a banking office can be initiated at a 
CBCT. Rather, he continued, a CBCT 
is closer to a mail box or a telephone 
through which a bank customer may 
communicate with his bank to accom- 
plish certain routine transactions.

In further explaining Mr. Smith’s ra
tionalization that CBCTs are not 
branches, Mr. Jones said that all the 
things that can be done on a CBCT— 
cash withdrawals from checking and 
savings accounts, crediting funds to 

> checking and savings accounts, trans
ferring funds between accounts or 
transfers of payments from one per

son’s account to another person’s ac
count—may be accomplished by mail.

Mr. Jones also quoted Donald Baker, 
deputy assistant attorney general, anti
trust division, Justice Department, as 
urging that these new types of facili
ties not be treated as branches and 
subjected to restrictive state banking 
laws, but, instead, that they be allowed 
liberal entry.

When Comptroller Smith announced 
his interpretive ruling, said Mr. Jones, 
he didn’t say that additional regula
tions will not be needed or will not be 
forthcoming. The Smith ruling, contin
ued Mr. Jones, simply is a recognition 
that a test of this technological de
velopment is needed to see where it’s 
going.

According to Mr. Jones, there are a 
number of safeguards connected with 
CBCTs now. For one thing, costs of 
installing such devices will prevent 
banks from spreading CBCTs indis
criminately. Also, he said, automated 
teller machines (ATMs) are the only 
operational electronic devices availa
ble at this time.

Mr. Jones said he believes that, as a 
result of the Smith ruling, over the 
next few months, many state statutes 
will be drafted dealing with CBCTs.

Mr. Jones pointed out that there are 
some in banking who contend that the 
interpretation infringes on the rights of 
the states and, therefore, they are ask
ing the states not to act on this matter, 
but await recommendations of the Na
tional EFTS Commission. This, said 
Mr. Jones, clearly is a clash of philos
ophies, because the EFTS Commission 
is a national commission, created by 
and reporting to Congress, not to the 
states.

Mr. Jones then reminded his audi
ence of the public hearings Comp
troller Smith will hold on CBCTs April 
2, and anyone wishing to present his 
or her views should notify the Comp
troller before March 26.

Mr. Jones turned to the smaller 
banks in connection with CBCTs and 
the question of their capacity to re
main or become competitive. Too often, 
he said, small banks believe they can
not compete in EFT S and, therefore, 
because they perceive they cannot, they 
would prohibit any institution from 
offering such services to consumers.

This new E F T  technology must and 
will be developed, said Mr. Jones, and 
there’s plenty of room in this new
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environment for the small bank that’s 
willing to compete. In fact, CBCTs and 
subsequent electronic financial develop
ments, he continued, can be a real op
portunity for the smaller bank.

He listed some options for smaller 
banks: One is to emphasize better 
human services for customers who dis
trust or dislike computerization. An
other might be to create joint ventures 
to offer point-of-sale and CBCT 
services.

More importantly, according to Mr. 
Jones, smaller banks still have an op
portunity to gain access to E F T  ser
vices through their correspondents. In 
fact, he said, the correspondent- 
respondent relationship likely will as
sume new importance as the corre
spondent provides access for the small
er bank to a regional or national elec
tronic data communications network. 
Such relationships should bring more 
sophisticated services to a bank’s cus
tomers, he stated, regardless of the 
bank’s location. • •

Magnetic-Stripe Standard 
For ATM  Use Scheduled 
For Completion in 1975

WASHINGTON, D. C.—The ABA 
has announced that it is approaching 
completion of a magnetic-stripe stan
dard for use on debit cards in un
manned or automated teller machines 
(ATM s). The association is negotiat
ing with committees of the American 
National Standards Institute and Inter
national Standards Organization. The 
ABA hopes to publish the new specifi
cations by the end of this year, follow
ing approval by the ABA Bank Card 
Division.

Development is being handled by 
the Debit Card Subcommittee of the 
ABA Bank Card Standards Committee. 
Subcommittee chairman is Bert Tobin, 
vice president, Chase Manhattan, New 
York City.

The new specifications will be com
patible with existing ABA specifications 
for cards used in point-of-sale (POS) 
terminals and will provide for usage in 
on-line automated tellers in a multi
vendor, interchange environment, as 
well as for off-line, local use.

Mr. Tobin said that under the en-
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hanced magnetic-stripe specifications, 
banks, for the first time, will have the 
opportunity to encode information re
lating to debit cards such as the rout
ing/transit number and checking and 
savings account numbers.

Fortunate timing is allowing incor
poration in the new specifications of 
recommendations by M ITRE Corp. for 
improvement of magnetic-stripe securi
ty. Within a few months, an executive 
summary of the Mitre security study 
should he available to ABA members 
from the Bank Cards Standards Com
mittee.

Because of these developments, the 
ABA has deferred issuance of its Bank 
Card Standards manual containing the 
present mag-stripe standard. When the 
new specifications for tracks two and 
three are ready, a revised manual will 
be issued containing such specifications 
in a more convenient format.

Mr. Tobin suggested that, in the 
meantime, bankers contemplating mag
netic-stripe-card issuance and auto
mated-terminal installation should re
quest the latest working paper on mag
netic-stripe encoding dealing with the 
dual reading of tracks two and three.

Inquiries on ABA standards should 
be sent to James T. Booth, assistant 
director, Standards, American Bankers 
Association, 1120 Connecticut Ave., 
N.W., Washington, DC 20036. * *

Boesche Nam ed President 
O f M id-A m erica  A C H A

Frank E. Boesche, senior vice presi
dent, Commerce Bank, Kansas City, 
has been elected president of the newly 
incorporated Mid-America Automated 
Clearing House Association (MACHA), 
which is scheduled to become opera
tional this month. MACHA represents 
Kansas, Oklahoma, Nebraska and 
western Missouri and has been or
ganized after several years of study 
and research to prepare area banks for 
automated-payments exchange.

Vice president of MACHA is Gerald 
C. Schmid Jr., vice president, First 
National, Lincoln, Neb.; treasurer is 
Tracy Kelly, president, American Na
tional, Bristow, Okla.; and executive 
director and secretary is John P. Bor
den, who has been holding the same 
posts with the Greater Kansas City 
Clearing House Association.

Mid-Continent-area d ire c to rs  of 
MACHA are: from  Kansas—John
Cooley, senior vice president, Fourth 
National, Wichita; John J. Sullivan Jr., 
president, Roeland Park State; and 
Robert H. Jennison, president, Kansas 
Bankers Association, and president, 
First State, Healy; from  Missouri— 
Charles K. Richmond, treasurer, Mis
souri Bankers Association, and execu

tive vice president, American National, 
St. Joseph; and Henry R. Czerwinski, 
senior vice president, Federal Reserve, 
Kansas City; and from Oklahoma—

ROPOSED FED ERA L LEGISLA
TION to halt operation of cus

tomer-bank communications terminals 
(CBCTs) has drawn objections from 
the Conference of State Bank Super
visors. Identical bills have been intro
duced by Senator William Proxmire 
(D.,W is.) and Representative Fernand 
St. Germain (D .,R .I.) that would pro
hibit any federally insured financial in
stitution from operating a CBCT until 
December 1, 1976.

The bills were introduced January 
17 because of Comptroller of the Cur
rency James E. Smith’s interpretative 
ruling—issued last December—that 
CBCTs are electronic terminals that 
may be established off premises by 
national banks without regard to geo
graphic limitations. According to 
Comptroller Smith, these CBCTs are 
not branches, but he asked that na
tional banks wait until July 1 of this 
year before beginning to operate them 
to give legislatures in nonbranching 
states time to enact laws that would 
allow their state-chartered banks to 
have such CBCTs, too.

First National, St. Louis, already has 
two such CBCTs in operation—one at 
Emerson Electric Co. and another at a 
food store, both in north St. Louis 
County. They were installed in Decem
ber, but don’t accept deposits. How
ever, First National and Missouri F i
nance Commissioner William Kostman 
are in litigation over the bank’s CBCTs 
because Mr. Kostman says the bank’s 
CBCTs are branches, and Missouri is 
a nonbranching state.

The Proxmire-St. Germain bills 
would prohibit CBCTs being operated 
from December 19, 1974, until Decem
ber 1, 1976, or at such other time as 
Congress would determine while it con
siders the report of the National Com
mission on Electronic Funds Transfers.

The Conference of State Bank Super
visors (CSBS) pointed out that Sena
tor Proxmire said he would be amen
able to some reasonable modification 
of the moratorium to accommodate any 
CBCT experimentation that can be 
demonstrated to be necessary. The 
CSBS said that this remark of the Wis
consin senator was most welcome be
cause the moratorium, as presently 
drafted, would be disruptive of the 
dual-banking system in that it apparent-

Kenneth Olinger, executive vice presi
dent, First National, Tulsa; and Robert 
Hogue, senior vice president, Liberty 
National, Oklahoma City.

ly is designed to preempt related legis
lative action that already is under con
sideration in several states and to over
ride existing state statutes in others.

States now actively considering 
whether to permit or prohibit these off- 
premises E FT  facilities, said the CSBS, 
should not be preempted by Congress 
from exercising their responsibilities to 
shape the financial services within their 
borders to meet the financial needs of 
their residents.

The CSBS said its position is that if, 
in the exercise of these responsibilities, 
a state decides to prohibit CBCTs for 
its state-chartered financial institutions, 
it would be illegal for any bank, state 
or nationally chartered, to establish 
such facilities in contravention of state 
statute or regulation. The Conference 
said it had outlined this position care
fully to the Comptroller during continu
ing conferences with him before he is
sued his final comments on his inter
pretive ruling on CBCTs.

The Conference pointed out that it 
sees the proposed moratorium as defi
cient because it would override existing 
statutes where state legislatures already 
have taken action to permit off- 
premises electronic transfer facilities 
under specified conditions. As exam
ples, the CSBS cited the state of Wash
ington, which adopted legislation last 
year authorizing commercial banks and 
thrift institutions to have unmanned 
facilities, subject to approval of the 
appropriate state supervisory authori
ties; and Massachusetts, which, during 
1973, enacted legislation permitting 
three wholly owned and 10 automated 
teller facilities owned with others to be 
established in the same county, subject 
to prior approval of the bank commis
sioner.

Where states such as Washington 
and Massachusetts have chosen to au
thorize orderly experimentation in this 
area as a means of responding to legiti
mate consumer demands, continued the 
CSBS, it is the view of many that such 
innovation should be permitted to con
tinue under state supervision, in the 
absence of some compelling national 
interest to the contrary. The ability to 
innovate at the state level is one of the 
strengths of this country’s decentralized 
banking system, said the Conference, 
and the experience gained as a result of

State Bank Supervisors Oppose CBCT Moratorium
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W hen you coll our 
Correspondent Deportm ent, 

you've m ode the right 
bonking connection.

Cullen Center Bonk b  Trust has all the banking 
connections you need, whether it's loon participation, 
help with bonds, cosh management, investment advisory 
services or a total financial package.

Give us a call. We're very easy to get to know. 
We're not so big that we're never around when you 
need us. Yet we're big enough to help you out with oil 
the services you expect from o correspondent bonk.

One other thing about us. We're just about the 
fastest growing bonk in the country, reaching $210 mil
lion in deposits in just five short years. And you could be 
growing with us.

So if you can't seem to get the help you need 
from your present correspondent bonk, talk to us. You 
won't be getting just another correspondent deportment. 
You'll be getting a complete bank working for you.

Coll Milton Block, Craig Pemberton . . .  or Bob 
Greer at Cullen Center Bank 
b  Trust. You'll know you've 
mode the right connections.

Cullen Center Bonk b  
Trust. Smith ond Jefferson,
Houston, 713/224-0776.
Member FDIC.

A  CULLEN 
CENTER 

BANK OF 
IDEAS
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State experimentation will prove of con
siderable interest and value to the Na
tional Commission on Electronic Funds 
Transfer in connection with its delib
erations. * *

CBCT Moratorium Support 
Urged in Action Letter' 
Sent to Independents

WHAT WAS TERM ED  an "action 
letter’ was sent to members of 

the Independent Bankers Association 
last month by the IBAA’s president, 
Embree K. Easterly, president, Capital 
Bank, Baton Rouge. The letter urged 
IBAA members to write members of 
the Senate Committee on Banking, 
Housing and Urban Affairs and the 
House Committee on Banking and 
Currency, telling them of their support 
of the proposed moratorium on cus
tomer-bank communications terminals 
(C B C T s).

The letter included names of the 
chairmen and members of each com
mittee, as well as the two committees’ 
addresses and phone numbers. The 
moratorium—to December 1, 1976—is 
contained in bills introduced January 
17 by Senator William Proxmire 
(D.,W is.), chairman of the Senate 
Banking Committee, and Representa
tive Fernand St. Germain (D .,R .I.), a 
member of the House Banking Com
mittee.

In January, the IBAA had filed a suit 
in the Washington, D. C., district court 
asking for a declaratory judgment that 
would nullify or stay Comptroller of 
the Currency James E. Smith’s inter
pretive ruling on CBCTs or result in 
an injunction against its implementa
tion. Mr. Smith last December ruled 
that off-premises automated teller ma
chines—or CBCTS—could be installed 
by national banks without regard to 
geographic limitations.

Mr. Easterly’s letter asked IBAA 
members to call, send a mailgram or 
write members of the two congres
sional committees requesting immedi
ate action on the moratorium bills. He 
also asked them to contact their own 
senators and representatives, requesting 
that they support the moratorium pro
posals. Mr. Easterly urged such actions 
before last February 10.

The Easterly letter listed the follow
ing points to raise in the congressional 
contacts:

1. The Comptroller’s action patently 
disregards the congressional mandate

for a National E FT S Commission, Pub
lic Law 93-495.

2. The Comptroller’s proposed rul
ing would permit interstate banking 
to the competitive disadvantage of 
state-chartered lending institutions.

3. Consumer interests are disregard
ed summarily. Federal consumer credit 
laws apply only to “credit” transactions, 
which do not include many non-credit 
transactions under an EFT.

4. State branching laws would be 
overrun by a federal mandate clearly 
in violation of federal banking law 
(National Bank Act, Sections 36, 81, 
etc.).

5. Long-established banking con
cepts such as “stop orders,” holder-in- 
due-course doctrine, Uniform Commer
cial Code, acceptable court evidence 
and a host of other established princi
ples are in jeopardy.

6. State legislatures are being stam
peded into quick legislative action in 
response to federal regulatory activi
ties. Much bad legislation is likely.

7. The moratorium simply says halt 
and take a look at what we are doing 
to banks, the fiduciary relationship, ac
count privacy, the people who don’t 
have a lending-institution relationship, 
individual rights and the money system.

8. Finally, unless a moratorium is 
enacted, the country technologically 
could be forced into a national banking 
system controlled by a few major banks 
. . . the people did not have a hearing 
either in the regulatory agencies or the 
legislature. They should be heard!

Mr. Easterly then listed actions al
ready taken by the IBAA:

1. Suit was brought by the associa
tion, 10 state banks and one individual 
against the Comptroller, seeking to en
join him from implementing the ruling 
and, hopefully, having his proposal de
clared illegal.

2. Letters and opinion memoranda 
have been sent to each governor, at
torney general, bank supervisory offi
cial and the respective committee 
chairmen on banking matters in every 
state.

3. Over 200 press packets have been 
directed to business editors for major 
newspapers in every state.

4. Senators and congressmen have 
been advised.

5. President Gerald Ford has been 
addressed on the Comptroller’s action, 
the delay in implementing the National 
Commission on E FT S and the need for 
moratoiium legislation.

6. There have been discussions and 
correspondence with bank supervisors, 
consumer groups and others who 
should have an interest in the problem.

Pilot Strategy Study 
On EFTS Begun by ABA; _ 
States Are Cooperating

THE ABA plans to begin its multi
state pilot EFTS strategy study 

early this month in cooperation with 
participating state bankers associations.
The study is scheduled to begin follow- * 
ing selection of state participants and 
a final review by the ABA’s Payments 
System Policy Committee Support 
Group. The latter will advise the asso
ciation on the study’s objectives and * 
approach as well as the mix of partici
pants, said Frank Curran, director, v 

ABA Payments System Planning Divi
sion.

The decision to continue developing 
the study followed a meeting January 
31 between the ABA and representa- »  
tives of 30 state associations. The con
cept of the E FT S strategy study was 
endorsed at the meeting, which was 
attended by representatives of eight 
Mid-Continent-area states: Alabama,
Indiana, Kansas, Louisiana, Missouri, 
Oklahoma, Tennessee and Texas. »

There are three goals of the study, 
said Mr. Curran: i

1. A national assessment of current 
and future state of developments in 
EFTS will be prepared. From this, an 
EFTS handbook will be written for 
senior bank executives and other in
terested groups.

2. Individual state analyses of the  ̂
EFTS environment will be prepared 
for participating state bankers asso
ciations.

3. This pilot EFT S strategy study 
will aim to develop a proved method
ology for future E FT S studies. ^

Mr. Curran pointed out that the 
study’s overall results will be shared -•* 
with the soon-to-be-formed National 
Commission on Electronic Funds 
Transfer.

Each state association taking part in 
the study will play an active role. The 
associations’ responsibilities will in
clude: *

• Providing legal counsel to respond 
to consultant’s need.

• Acting as liaison for identification 
of key contracts within the state.

• Coordinating logistics for in-state 
work. ^

• Providing basic data.
• Establishing a monitoring group 

within each state to provide a mech
anism for testing conclusions and rec
ommendations, as well as identifying « 
key individuals for interviews and is
sues to be examined within the state. 4 

The ABA Payments System Policy
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Committee Support Group will conduct 
a final advisory review of the study 
approach and objectives, as well as 
the mix of participating states.

Progress and quality control reviews 
of the study will be made by the sup
port group every 45-60 days and by 
state monitoring groups.

The ABA Payments System Planning

Division and Arthur D. Little Co., 
Boston—which has been selected to 
conduct the pilot multi-state EFT S 
strategy study—will develop jointly the 
national assessment and the EFTS hand
book.

According to Mr. Curran, the find
ings of this multi-state EFTS strategy 
study will provide bankers with a con

tinuing means of educating themselves 
on the need to act or react on EFTS 
matters. He added that “the study find
ings should raise the level of awareness 
within the state on the potential and 
threats of EFTS activity, plus provide 
a basis for further analysis of market 
situation and development of imple
mentation plans, if necessary.’5 * *

Banks Petition for Corporate Savings 

As S&Ls Utilize Telephone Transfers

MANY BANKERS think 1975 is the 
time to lift the prohibition against 

banks accepting passbook savings de
posits from business customers.

In part, this is because S&Ls like 
Roosevelt Federal Savings in St. Louis 
are making the most of the fact that 
S&Ls can accept corporate savings ac
counts and they can arrange for tele
phone transfers of funds to and from 
corporate accounts in commercial 
banks.

Roosevelt Federal calls its corporate 
savings service “MPS,” which stands 
for MoneyPhone Service. MPS is de
scribed as a unique service for business 
and professional people that pays inter
est on funds normally held in checking 
accounts. Yet MPS savings accounts 
provide the liquidity and flexibility 
needed by corporate customers.

MPS funds earn interest no matter 
how long or short a period the money 
is on deposit, and interest at present 
stands at 5/4%, compounded daily from 
date of deposit and paid monthly.

The S&L states in its advertising that 
MPS funds can be withdrawn instantly 
as needed by telephone. The S&L 
makes the transfer in a matter of hours.

Roosevelt Federal began its MPS 
service last September and initial re
sponse to the service was 200 new cor
porate savings accounts. Word of the 
new service was circulated throughout 
the St. Louis area by a team of 12 full
time salesmen who made follow-up 
telephone calls to some 20,000 corpora
tions that had previously been solicited 
by direct mail.

S&Ls always have had the authority 
to offer corporate savings accounts, but 
it wasn’t until the Federal Home Loan 
Bank Board authorized telephone 
transfers that S&Ls began marketing 
accounts like MPS aggressively, said 
Earl St. Amand, marketing director at 
Roosevelt Federal.

Most of the transfers at Roosevelt 
Federal are one-way—from the S&L 
to any commercial bank in the St.

Louis area, Mr. St. Amand said. This 
is because corporate customers are en
couraged to make deposits directly to 
their MPS accounts, rather than de
positing incoming funds to commercial 
bank checking accounts and then 
transferring any excess funds to the 
MPS accounts.

The majority of firms with MPS ac
counts build up the funds in their ac
counts until certain periods in the 
month when funds are transferred to 
commercial bank checking accounts to 
cover payment of bills.

A sure sign that commercial banks 
are chafing at the advantage S&Ls have 
in this area is evidenced by the fact 
that the ABA recently petitioned the 
Fed and the FD IC  to take regulatory 
action allowing businesses to establish 
savings accounts at commercial banks. 
The petitions were filed at the urging 
of small- and medium-sized banks.

S&Ls are “openly and aggressively 
soliciting and accepting such accounts 
from existing corporate customers of 
banks,” the ABA petition stated. 
“While we realize that, at the present 
time, corporate savings represent only 
a small portion of the total deposits at 
S&Ls, nevertheless it is easily recog
nized that the growth potential is enor
mous, particularly as S&Ls develop 
new devices for accomplishing trans
fers of funds from corporate demand 
deposits in banks to savings deposits 
in S&Ls, and vice versa.”

Roosevelt Federal in St. Louis de
clined to state the amount of funds in
volved in its initial 200 MPS accounts, 
but “Savings & Loan News” has stated 
that six S&Ls in as many states had 
gained 2,508 telephone transfer ac
counts with total combined balances 
of $293 million.

The ban against corporate savings 
accounts in banks has been in effect 
since 1935 and is based on the ration
ale that passbook accounts should be 
limited to the purpose of “thrift” and 
thus are only for individuals, not cor

porations.
The ABA’s petition contends that 

defining passbook accounts exclusively 
in terms of thrift is outmoded. “We are 
convinced that a reexamination of the 
prohibitions on corporate savings ac
counts in light of modern banking op
erations and practices will clearly dem
onstrate that such a prohibition is an 
anachronistic restraint on banking.”

The petition also stated that S&Ls 
have a distinct and inequitable com
petitive advantage over banks in so
liciting what otherwise would be cor
porate time money.

Both the Fed and the FD IC could 
authorize corporate savings accounts at 
banks by regulatory action without the 
need for legislation by Congress, but 
the agencies prefer that Congress act on 
the matter in terms of overall financial 
reform. * *

Bank Card Workshops 
To Be Held in Area

In an effort to address more directly 
the management of bank card opera
tions, the ABA’s Bank Card Division 
will hold regional workshops in the 
Mid-Continent area.

The midwestern regional workshop 
will take place at the Crown Center 
Hotel, Kansas City, April 16-18, and 
the southern regional workshop will be 
at the Birmingham Hvatt House, May 
7-10.

Topics covered during the work
shops will be the bank card’s role in to
day’s economic environment, such as 
credit and collections; POS systems; 
cost reduction; asset management; and 
automated tellers. Recently enacted 
federal legislation and its impact on 
plant operations will be another subject 
of the workshops.

For further information, contact 
Robert L. Jaynes, division director, 
ABA, 1120 Connecticut Ave. N.W., 
Washington, DC 20036.

The Bank Card Division’s annual 
convention will be September 21-24 
at the Americana Hotel, Bal Harbour, 
Fla.
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From the Mid-Continent Area
Alabama

■ LUCKETT COLLINS SR. has been 
named president, Bank of Pine Hill, 
having served as executive vice presi
dent and director since 1972. Prior to 
joining the bank, Mr. Collins was with 
Earle (Ark.) State.

■ CHARLES CALDW ELL has been 
elected assistant cashier at First Na
tional, Auburn. He joined the bank in 
1973.

■ FIR ST ALABAMA BANK, Dothan, 
has promoted David Bryant and Rex 
Kirkland to assistant cashiers.

11 Banks Change Names

Eleven affiliate banks of First A labam a Banc- 
shares have changed their names to First 
Alabam a Bank, including First N ational, Mont
gomery, lead bank of the HC, which is now 
known as First A labam a Bank of Montgomery. 
Photo shows new signs being positioned by 
workmen. More than 80 new signs were  
required to convert the bank names.

■ FIR ST NATIONAL, Russellville,
recently announced the following pro
motions: Joel Carter and Charles
Cashion Jr., to executive vice presi
dents; Bill Pugh and Tommy Epperson, 
to senior vice presidents; and Evelyn 
Martin, to vice president and cashier.

Arkansas
■ UNION BANK, Monticello, held an 
open house at its new quarters in civic 
center square last month. The new 
bank, costing $730,000, has 16,000 
square feet of floor space, is two-and- 
one-half stories and covers half a block. 
The renovation project resulted in nine 
walk-up windows, three drive-in win
dows and three note teller windows.

■ MILLARD E. AUD has been elect
ed president, Merchants & Planters, 
Arkadelphia, succeeding Jett Black, 
who becomes vice chairman. L. L. 
(Larry) Lineback was promoted to vice 
president and loan officer and Nina 
Dickson was named assistant vice pres
ident. Mr. Aud joined the bank in 
1956, becoming a director, 1966, and 
executive vice president, 1971. Mr. 
Black began his banking career with 
First National, Hope, and later worked 
for banks in Vivian and Shreveport, 
La., before his employment with M&P 
in 1943. He has served as president 
since 1971. Mr. Lineback went to the 
bank in 1960, after 15 years with Na
tional Bank of Tulsa. Mrs. Dickson 
joined M&P in 1965, after 18 years at 
First National, Honey Grove, Tex. She 
is manager, West Branch.

L e t  o u r  
b i l l io n  d o l l a r  
o r g a n iz a t io n  
h e lp  y o u r  
b a n k  p r o f it .

C a l l  L y n n  M o s le y ,  P r e s id e n t
First Alabama Bancshares, Inc.
Present and Proposed Affiliate Banks
First Alabama Bank of Montgomery, N.A.
First Alabama Bank of Birmingham 
First Alabama Bank of Huntsville, NA.
First Alabama Bank of Tuscaloosa, N.A 
First Alabama Bank of Dothan 
First Alabama Bank of Selma, NA.
First Alabama Bank of Gadsden, NA.
First Alabama Bank of Athens, NA.
First Alabama Bank of Baldwin County, NA.
First Alabama Bank of Guntersville 
First Alabama Bank of Hartselle 
Phenix National Bank, Phenix City 
Farmers & Marine Bank, Bayou La Batre 
The Citizens Bank, Moulton

RrsyXIabama
MID-CONTINENT BANKER for March, 1975126

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



10th Branch Opened

Commercial National, Little Rock, opened its 
10th branch recently. It's called the Cantrell 
West Facility and features a 24-hour postal 
service center and a branch travel service. 
Shown at ribbon-cutting are (from I.) W illiam  
H. Bowen, pres.; Richard Butler, ch.; Roy 
Sharpe, Little Rock postmaster; and Clyde 
Courtney, br. mgr.

Illinois
■ M IL L IO N  NATIONAL, Decatur, 
has promoted Eugene G. Pride to as
sistant vice president, Mrs. Carol F. 
Oldinski to assistant cashier and Mi
chael J. McClure to assistant trust offi
cer.

■ RO BERT N. AUBRY has been 
named vice president at First Trust 
Bank, Kankakee. He was formerly an 
assistant cashier and joined the bank 
in 1969, following service with Ameri
can National, Chicago.

■ SHERIDAN BANK, Peoria, has 
promoted Mrs. Mary F. Ringel, Glen 
L. Burbrink and George T. Abbott to 
vice presidents.

■ WARREN P. CHAPPEE has been 
elected president and Ruby M. Fritz, 
vice president and assistant secretary, 
Alton Banking & Trust. Mr. Chappee

joined the bank in 1951 and was pro
moted to executive vice president in 
1972. Mrs. Fritz joined the bank in 
1946 and became assistant vice presi
dent and assistant secretary in 1972.

■ RICHARD K. LIGNOUL was ap
pointed Commissioner of Banks and 
Trust Companies for Illinois recently, 
succeeding H. Robert Bartell Jr., who 
resigned the post last year. Mr. Lignoul 
was formerly first deputy commissioner, 
then acting commissioner. He joined 
the department in 1973. He is a former 
bank officer from Belleville.

■ FIR ST NATIONAL, Belleville, has 
appointed Virgil L. Kirchoff a director. 
He is president and director, Service 
Oil Co., Moto, Inc., and Williamson 
Coal Co., Belleville, and also is direc
tor, Forsyth Carterville Coal Co. and 
Missouri Real Estate and Insurance 
Agency, both in Clayton, Mo.

■ RONALD A. RAUCCI has been 
promoted from assistant vice president 
to vice president, Northwest Trust, 
Arlington Heights.

■ CONTROLLING IN TEREST in 
Heritage Bank, Addison, has been pur
chased by a group of investors headed 
by Martin L. Gecht, Eugene P. Hey- 
tow, Marcel Lutwak and Richard M. 
Rieser Jr. Mr. Gecht, chairman, Amal
gamated Trust and Metropolitan Bank, 
both of Chicago, was named chairman, 
Heritage Bank. Mr. Heytow, president 
and CEO, Amalgamated, and vice 
chairman, Metropolitan, and Mr. Lut
wak, director at those banks, were 
named vice chairmen at Heritage and 
Mr. Rieser, senior vice president, Amal
gamated, was named Heritage presi
dent. Others named officers were: Rob
ert C. Buenger, vice president, former
ly assistant vice president, Metropoli
tan; Kathleen Orzada, cashier; and 
Lola Donofrio, comptroller. Sam V. 
Mozzotti was promoted to assistant 
vice president.

■ E. L. JURGENS, president, State 
Bank, Arthur, recently completed 50 
years in banking. He started his bank
ing career at First National, Arthur, as 
a janitor and, in 1940, went to State 
Bank, where he became president in 
1947.

Indiana
■ CALUMET NATIONAL, Ham
mond, has promoted Thomas S. Goz- 
decki to senior vice president and trust 
officer and Thomas J. Dwan to assist
ant vice president.

■ AMERICAN NATIONAL, South 
Bend, has appointed Winifred Jaqua 
Wulf vice president and promoted 
Philip A. Rau manager, BankAmericard 
division and Kenneth A. McCormack 
assistant cashier and branch manager.

Kansas
■ N ED ELE DUTT and Kathy Martin 
have been promoted to assistant cash
iers, Topeka State. Mrs. Dutt has been 
with the bank since 1963 and Mrs. 
Martin, with the bank since 1973, is 
manager, Brookwood Facility.

■ BRUCE ROBERTS has been elect
ed a director, Planters State, Salina, 
succeeding Howard Eagle, a director 
and honorary chairman, who died Jan
uary 1. Mr. Eagle had been associated 
with the bank 41 years. Gary Cassel 
was promoted from controller to vice 
president and controller, while Kermit 
L. Dorf became loan operations officer. 
Mr. Cassell joined the bank in 1957 
and Mr. Dorf, in 1972.

■ GARRY W. PRESTON and John 
A. Kreissler were advanced from as
sistant cashiers to assistant vice presi
dents, National Bank of Pittsburg, 
while Norma M. Massa, Barbara A. 
Bollwinkel and Terry L. Callow be
came assistant cashiers. Barry L. An
derson was elected assistant trust of
ficer.
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■ GEORGE HOLTHAUS, farmer, 
has been elected to the board of Citi
zens State, Seneca.

■ FIR ST NATIONAL, Derby, has 
promoted James A. Meredith from 
cashier to vice president and R. J. 
Mosier from assistant cashier to cashier.

■ MIDLAND NATIONAL, Newton, 
has elected Mrs. Katherine Hanna, re
tailer; Richard F. Hrdlicka, attorney, 
and Jim R. Dicken, veterinarian, to its 
board.

Kentucky
■ FRANKLIN A. McCRACKEN has 
retired as chairman and trust officer, 
Newport National, remaining as a di
rector. He began his career with Fifth 
Third Bank, Cincinnati, 1920, and 
joined Newport National in 1929. Mr. 
McCracken was elected chairman in 
1973. Cecil W. Stookey, vice president 
and manager, Ft. Thomas Office, also 
has retired. Patrick J. Klocke was ele
vated from vice president and control
ler to executive vice president; Donald 
R. Bauer, from assistant vice president 
to vice president; and Michael W. Ke- 
hoe, from assistant trust officer to trust 
officer. R. L. Bichlmeir, president, has 
assumed additional duties as assistant 
trust officer.

Louisiana
Whitney Branch Enlarged

The Holiday Drive Branch of Whitney National, 
New Orleans, has been more than doubled in 
size and now encompasses more than 2,700 
square feet of space. The unit features addi
tional teller spaces, enlarged lobby, a new 
safe deposit department, an increased number 
of drive-in lanes and a larger parking lot.

For Your Banking Equipment 
Needs, Call HEGCO!

Drive-Up Windows 
After-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

H E G C O  Industries, Inc.
4618 N . Post Rd., In d ian a p o lis , In d . 46226

BNO Opens Branch

Ralph M. France (I.), exec, v.p., and Michael R. 
McGrail Jr., a.v.p., Bank of New Orleans, 
watch Mrs. McGrail cut ribbon marking official 
opening of bank's newest branch in Aurora 
section of Algiers in New Orleans. Branch 
features four drive-in tellers and a 24-hour 
automatic teller unit.

■ G ILBERT H. VORHOFF, senior 
vice president, Hibernia National, New 
Orleans, has been named president, 
New Orleans Board of Trade. The 
Board of Trade, a nonprofit organiza
tion established in 1880, is responsible 
for weighing, sampling, and classifying 
grain moving through the Port of New 
Orleans.

■ ROBERT S. TOMLINSON JR., as
sistant vice president, St. Landry Bank, 
Opelousas, has been named a director.

Bank Collects for Honduras

John Hernandes, University Branch manager. 
City National, Baton Rouge, presents a $4,500  
fund check to M argie Welch of the American 
Red Cross, while M aria  Tavara, fund originator, 
looks on. City N ational was named collecting 
agency for aid to victims of Hurricane FiFi in 
Honduras.

■ DON PATTERSON has been ap
pointed a sales engineer in the New 
Orleans branch of LeFebure Corp.

PATTERSON WORLEY

■ GUARANTY BANK, Alexandria, 
has elected Harold W. Turner to assist
ant auditor; Mike D. Jones to account
ing officer; Arthur T. Potter Jr. to vice 
president-the Marketing Concern, Inc.; 
Diane A. Miller to credit card officer; 
Roger Q. Allison to assistant purchas
ing and supply officer, and Shirley J. 
Lewis to administrative assistant.

Mississippi
■ VALLEY BANK, Rosedale, has pro- 
moted Lyndle R. Bullard to senior vice 
president, Mrs. Bernice Ferguson to as
sistant vice president and cashier and 
Mrs. Doris Garner to assistant vice 
president.

Banking Scholarships Awarded

Three University of Mississippi students were 
awarded banking scholarships recently through 
the Mississippi Bankers Association chair of 
banking. Participants are (from I.) Garner Hick
man, pres., First N at'l, Oxford; Donald C. 
Horton, recipient; Jim Collins, exec, v.p., Bank 
of Mississippi, Tupelo; Dr. Harvey S. Lewis, 
head of MBA chair of banking; Ole Miss 
Chancellor Porter L. Fortune Jr.; and recipients 
Robert H. Millis and James W. Bounds.

■ FIR ST NATIONAL, Meridian, has 
promoted Mrs. Tena Brown and Mrs. 
Carolyn Smith to assistant vice presi
dents, Mrs. Mable B. Davis to assistant 
trust officer and Miss Bonnie Drinkard 
to assistant cashier.

■ GEORGE E. W ORLEY JR. has 
joined Bank Building Corp. in the 
Southern Financial Facilities Division 
as a consultant services manager. He 
represents the company in Mississippi.

Missouri
■ GARY L. PETERS has been elected 
president, Commerce Bank, St. Joseph, 
and Elton Klamm was named chair
man, replacing Joseph R. Bushman, 
who retired. Mr. Peters, who served as 
executive vice president since 1970, 
joined Commerce Bank, Kansas City, 
an affiliate bank, in 1964, working in 
various HC and correspondent bank 
capacities. Mr. Klamm, with Commerce- 
St. Joseph since 1950, has been pres
ident since 1965.
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The case for quality 
in correspondent 

banking.
It’s brought to you by Joe Hamilton, Bob Aldridge, and 
the entire Citizens Fidelity team of correspondent 
banking professionals. In it you’ll find the widest range 
of services available in the region, designed by bankers 
for bankers and backed by Kentucky’s largest financial 
institution. Get the inside story about the services below 
by calling us today. Let us make our case for quality in 
correspondent banking.

Transit Check Clearing • Twelve Automated Services 
• Auto and Equipment Leasing Services •
BankAmericard® • Trust and Investment Services •
Loan Participation • Federal Funds • International 
Banking • and many other profit and performance- 
minded correspondent services.

© .
Citizens I  Fidelity Bank&Trust Company

CITIZENS PLAZA —LOUISVILLE, KENTUCKY
(502) 581-3280

Joe Hamilton and Bob Aldridge

Servicemarks Citizens Fidelity 
Servicemarks owned & licensed by BankAmerica Service Corp. 
Member FDIC
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Mayor Opens Facility

St. Louis M a y o r John H. Poelker w ie ld s  scissors 
to  open C h ip p e w a  Trust's n e w  fa c ility  in Bevo 
shopping district. Looking on a re  (fro m  I.) 
A ld e rm a n  A lb e rt Holst; Robert L. Toburen, 
fa c ility  m gr. and  asst, treas ., C h ip p e w a  Trust; 
C lifford  A . Schmid, b an k  pres.; M a y o r Poelker; 
W illia m  E. Peterson Jr., ch. & CEO, C h ip p ew a  
Trust; an d  N o rm an  B. Leppo, pres., P lanned  
Projects, Inc.

■ PETER C. BAERVELDT JR. has
been named president, Brentwood 
Bank. He succeeds Gayle W. Lichten
stein, who was president and chairman. 
Mr. Lichtenstein will continue as 
Brentwood chairman; he also is chair
man, American National and City 
banks, St. Louis. Mr. Baerveldt has 
been executive vice president, Brent
wood Bank, since 1968 and a director 
since 1970. He joined the bank in 
1957. Also promoted were: George J. 
Hawthorne, vice president and cashier, 
to vice president; Robert D. Stewart, 
assistant vice president, to vice presi
dent and cashier; Pat Dayton, assistant 
vice president, to vice president; and 
Gregory J. Downey, director of internal 
audit, to vice president.

■ M ERLE M. SANGUINET has been 
elected chairman, president and CEO, 
St. Louis County National, Clayton. 
Edward H. Schmidt, who was chair
man and CEO, was elected executive 
committee chairman and Martha R. 
Sheerin was promoted to assistant vice 
president, commercial loan depart
ment, and secretary of the board. Mr. 
Sanguinet joined the bank in 1952, was 
elected a director in 1965 and presi

S A N G U IN E T SILVA
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dent in 1973. Mrs. Sheerin joined the 
bank in 1956.

■ CHARLES E. SILVA has been 
elected executive vice president and 
treasurer, First Northwest, St. Ann. Mr. 
Silva began his banking career at First 
North County, Jennings, an affiliate 
bank, which he left in 1974 to join 
First National, St. Louis. There he es
tablished and developed its investment 
advisory services for correspondent 
banks.

■ HENRY P. RAUCH, president, 
Rauch Lumber & Grocer Co., St. 
Charles, has been elected chairman, 
Commerce Bank, St. Charles, succeed
ing Henry C. Vogt, who is retiring. 
Mr. Rauch has been a director since 
1966. Mr. Vogt has been chairman 
since 1967 and a director since 1949. 
Also retiring from the board is Henry 
C. Fuerhoff, who has been a director 
since 1954. Mr. Fuerhoff is a retired 
machine firm president.

■ JIM  SMITH has succeeded Row
land L. West as executive vice presi
dent, Union State, Clinton. Mr. West, 
who served at Union State since 1969, 
has accepted the presidency of United 
Missouri, Warrensburg. Mr. Smith has 
been a vice president with Union State 
since October, 1974, and previously 
served 6/2 years with Union National, 
Springfield, where he was assistant vice 
president in charge of the correspon
dent bank department.

■ M ERCANTILE NATIONAL of Clay 
County, Kansas City, observed its 
opening last month. The new bank, an 
affiliate of Mercantile Bancorp., St. 
Louis, is headed by Edward S. Garber, 
president.

■ TRADERS NATIONAL, Kansas 
City, has elected Charles C. Oliver Jr. 
president and CEO, succeeding Ray 
Evans, who resigned February 1 due 
to illness. G. Lynn Mitchelson has been 
elected first executive vice president, 
chief administrative officer. He was 
formerly a senior vice president at First 
National, Kansas City. Mr. Oliver was 
executive vice president and continues 
as executive trust officer.

BAERVELDT NASH

Bank Names Two Directors

H. Preston Pate  (I.) and D uane D. Law ellin , 
executive vice presidents, First N a t'l ,  Jop lin , 
w e re  recently nam ed directors o f th a t bank. 
M r. Pate  has been w ith  the  b an k since 1958  
and M r. Law ellin  since 1960.

■ DENTON MATTESON, president, 
American Electric Co., has been elect
ed to the board of First National, St. 
Joseph.

■ WADE L. NASH has been appoint
ed to the Missouri Bankers Association 
staff in Jefferson City. Mr. Nash, an at
torney, formerly was employed by the 
commercial department, General Mort
gage Co., St. Louis. At the MBA, he 
will be concerned with federal legisla
tion and regulations.

■ UNITED MISSOURI, Warrensburg, 
has elected Rowland L. West presi
dent, CEO and director, after Edwin 
C. Houx, chairman, and James H. 
Houx, president and director, an
nounced their resignations. Edwin 
Houx will continue as a director, Unit
ed Missouri Bancshares, Inc., Kansas 
City, bank HC. Mr. West began his 
banking career in 1945 as cashier, 
Bank of Holden, until 1954, when he 
went to Citizens Bank, Warrensburg. 
He then served Union State, Clinton, 
from 1969 to the present. Edwin Houx 
began his banking career in 1933 and 
James Houx, in 1963. In other news at 
United Missouri, Warrensburg, Wilmer 
R. Preston, senior vice president, was 
elected executive vice president. He 
began his banking career there in 1939.

■ W ESLEY C. HOUSER has been 
elected president, Commerce Bank, 
Joplin, and John S. Leffen has been

SM ITH OLIVER
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LET’S TALK ABOUT 
OUR STRENGTH 

AND YOUR SECURITY.
First National 
Bank of Kansas 
City has a 
reputation for 
being a strong, 
conservative 
bank. Strong 
because we have 
one of the largest 
capital structures 
of any bank in the 
region, and some 
of the longest 
standing 
correspondent 
relationships. 
Conservative 
because we 
obtain and invest funds 
cautiously.

Razzle dazzle has 
never been a part of our 
approach. And there

conservatism 
are looked upon 
as something of a 
financial fortress.

Our policies 
and people, of 
course, are what 
make the 
difference. We’ve 
always placed 
strong emphasis 
upon financial 
security and 
service for our 
correspondent 
banks.

That’s one 
reason we call 

ourselves The First 
People. First of all, 
we’re bankers. And 
we take money very 
seriously.

have been times when 
that has worked to our 
disadvantage. But in 
today’s economy, our 
strength and

MEMBER
F.D.I.C.

FIRST NATIONAL BANK

(816) 221-2800 A Charter 
B a n kf^ l
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named chairman, succeeding Bill Lef- 
fen, who remains a board member. Mr. 
Houser has been executive vice presi
dent and secretary since 1973. He 
joined Commerce Bank, Kansas City, 
an affiliate bank, in 1963, working in 
various positions in the HC, Commerce 
Bancshares, Inc., Kansas City, and af
filiate banks. John Leffen joined the 
bank in 1962 and has been president 
since 1968.

■ JAMES E. McCLURE, president, 
Commerce Bank, Springfield, has been 
named chairman, H. P. (Jude) Mont
gomery, a local businessman, and Omer 
W. North, executive vice president and 
senior credit officer, were elected direc
tors, succeeding James A. Jeffries, for
mer chairman, who retired, and Wil
liam V. Turner, who resigned to pursue 
his S&L interests. Mr. Jeffries joined 
Citizens, the present bank’s predeces
sor, in 1938. Mr. McClure has been 
president since May, 1974. Prior to 
that, he was president of the affiliate, 
Commerce Bank, Lebanon. Mr. North 
joined the bank in 1938 and was 
named executive vice president in May, 
1974. In other promotions, Robert L. 
Wan tuck was elevated to vice presi
dent and William T. White to assistant 
vice president. Mr. Wantuck joined the 
bank in 1960, as did Mr. White.

■ COMMERCE BANK, University 
City, recently held a grand-opening 
celebration for its Inner-Belt Branch. 
After officials cut the ribbon—made up 
of customer signatures gathered for two 
months—free refreshments were given 
and a contest was held, with the win
ner receiving $500 for free groceries. 
The new facility, colonial in style, fea
tures four inside teller windows, a vault 
with over 300 safe deposit boxes and 
three drive-in units.

■ PRELIMINARY APPROVAL has 
been granted to Commerce Bancshares, 
Inc., Kansas City, to organize a nation
al bank under the name Commerce 
Bank of Grandview. Fed approval is 
needed before proceeding with plans 
for the new bank.

■ DOUGLAS J. M cDOW ELL has
been elected executive vice president, 
Missouri State, St. Louis. He will func
tion as head, operations and adminis
tration. Mr. McDowell most recently 
was vice president and cashier, Mark 
Twain Parkway Bank, Chesterfield, 
which he joined in 1972.

■ DEAN DERKS was named execu
tive vice president and Lynn Harmon, 
vice president, Farmers Bank, Stover. 
They also serve as directors, Central 
Mortgage Bancshares, Inc., a bank af
filiate. Bank capital has been increased

from $50,000 to $150,000 and surplus 
from $50,000 to $100,000.

■ DON SCHOOLER JR. has been 
elected president, CEO and a director, 
United Missouri, Springfield. Joe F. 
Rayl, former president and chairman, 
will remain as chairman. Mr. Schooler, 
formerly president, United Missouri, 
Brookfield, has been in banking since 
1962. Mr. Rayl assumed the manage
ment of United Missouri, Springfield, 
in 1971, when it was known as First 
City Bank.

Died: Virgil W. W ilhite, 92, chair
man, Commerce Bank, Moberly, fol
lowing a brief illness. His banking ca
reer began in 1902 with National Bank 
of Commerce, Kansas City. He joined 
Mechanics Bank, Moberly, in 1905. 
Mechanics Bank is the predecessor of 
Commerce Bank. LcRoij J. Meyer, 40, 
vice president and manager, Halls 
Ferry Road Facility, Florissant Bank, 
suddenly on February 11 while attend
ing the MBA Bank Management Con
ference at Tan-Tar-A in Osage Beach. 
Mr. Meyer had been with the bank 22 
years.

New Mexico
■ CHARLES F. DICKERSON was 
promoted to vice president-agricultural 
loans, and Mrs. Dell Avant to vice 
president, installment loan department, 
First National of Dona Ana County, 
Las Cruces. Previous to joining the 
bank in 1971, Mr. Dickerson spent five 
years as an agricultural management 
specialist with the U.S.D.A., Farmers 
Home Administration. Mrs. Avant 
joined the bank in 1960.

■ THE F E D  approved application by 
Southwest National Corp., Albuquer
que, to become an HC through acquisi
tion of Carlsbad National, Bank of Las 
Vegas and a proposed new bank, 
Southwest National, Albuquerque.

■ RICHARD TOTARO has been 
elected senior vice president of the 
western zone of Sebrite Corp., Grand 
Rapids, Mich. He will manage all 
Sebrite western zone activities in 12 
states, including New Mexico.

Oklahoma
■ FIR ST NATIONAL, Tulsa, is launch

ing a complete remodeling project at 
its First Person Banking Center to in
crease customer convenience and pro
vide better working conditions. Con
struction is to begin immediately on

the east end of the First National 
Building’s second-floor banking area, 
with a second-phase project to begin 
later this spring on the adjoining sec
ond floor of the First National Tower. 
The project includes relocation of the 
check service center and collection ser
vice and installment loan operations 
departments. Original designs will be 
featured on two large area rugs, which 
were handmade in Hong Kong. The 
rugs’ color scheme will complement the 
Fred Conway mural, “Birth of Okla
homa,” which will remain on the west 
wall of the banking floor. The demoli
tion work involved in removing exist
ing marble counters along the south 
and north walls will be performed in 
the evenings, allowing for as little dis
ruption of normal banking as possible, 
according to officials.

■ RAYMOND L. BACON has been 
promoted to assistant cashier, Citizens 
National, Oklahoma City. Mr. Bacon 
joined the bank in 1970.

■ V. M. THOMPSON JR., has been 
appointed a director, Oklahoma City 
Branch, Kansas City Fed. Mr. Thomp
son is president and CEO, Utica Na
tional, Tulsa, and serves as vice chair
man, First National, Stillwater.

■ H. O. McINTOSH, senior vice pres
ident, and Edith B. Rockecharlie, as
sistant vice president, Utica National, 
Tulsa, have retired. Mr. McIntosh 
served a national finance company af
ter graduating from college, then went 
to First National Bank of Ada in 1950. 
He joined Utica National’s staff in 1959 
as vice president and director. Mrs. 
Rockecharlie was one of the first em
ployees when Utica National opened 
its doors in 1953 as Utica Square Na
tional. She has headed the new account 
department and was director of adver
tising until 1971. Utica National offi
cials also have announced the following 
promotions: David D. Nunneley, to sen
ior vice president; Thomas J. Maloney, 
to vice president and controller; Luis 
B. Diaz and Edward M. Harper, to 
vice presidents; Mary Bradley and Vir
ginia Miller, to assistant vice presi
dents.
■ HOWARD N. SMITH has been 
named president and CEO, Sand 
Springs State, succeeding William R. 
Shaw, who is now president, Boulder- 
bank, Tulsa. Formerly senior vice pres
ident with Sand Springs State, Mr. 
Smith began his banking career there 
in 1969, after holding positions in the 
retail, manufacturing and oil industries.

a  W ILLIAM R. SHAW has been 
named president and CEO, Boulder- 
bank, Tulsa, succeeding Mahlon S. 
Neal, who resigned. Mr. Shaw, former-
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Turn to Charles
McNamara.

A sk,.
and get 

action!
Ask him about NBT’s variety of Cash Management 
services.

Ask him about collection and remittance .. . 
pension and profit-sharing plans . . . Fed funds 
services, and Federal and municipal bonds trading.

He’s one of five who can fit your needs into 
NBT’s capabilities—fast.

Ask Charles McNamara. And find out why 
we re the bank that the Southwest is turning to.

(918) 584-3411
M E M B E R  F.D.I.C.

N A T IO N A L  
B A N K  
O F  T U L S A
THE PACESETTER® BANK

Bray Philpott

Scott
Martin

Charles Rice
D epartm en t
M anager
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ly president and managing officer, Sand 
Springs State, began his banking career 
at Fourth National, Wichita, and—in 
1957—joined National Bank of Tulsa, 
where he remains a director.

■ FRED  A. SETSER, senior vice 
president, Fourth National, Tulsa, has 
been reelected chairman, Economic 
Development Commission of Tulsa. He 
has served as chairman of the commis
sion since it was formed in 1969. Other 
Tulsa bankers serving as members are: 
Houston Adams, president, F&M Bank; 
William E. Bender, senior vice presi
dent, First National; Jerry S. Frank, 
senior vice president, National Bank 
of Tulsa; and Leroy Thomas, chairman, 
American State. The commission is re
sponsible for promotion of industrial 
and office locations, convention and 
tourism development and general eco
nomic support and national advertising 
for Tulsa.

■ RALPH CASHON JR., municipal 
bond representative, First National, 
Tulsa, has been elected president, As
sociation of Municipal Bond Dealers 
of Oklahoma, Inc. Tom Thompson of 
First National, Oklahoma City, was 
named treasurer.

■ EXCHANGE NATIONAL, Ard
more, has announced the following 
promotions: Roy C. Tompkins, agri
business department head, to senior 
vice president; C. D. Ashcraft and Clay 
Greenwood, to vice presidents; and 
Jim Bartel and David Hunt, to assistant 
cashiers.

■ BILL BUSH, executive vice presi
dent and CEO, First National, Britton, 
has been elected president. He has 14 
years’ experience in finance and bank
ing, most recently with Plaza National, 
Bartlesville.

■ ROBERT H. CROAK was elected 
vice president and cashier; Henry E. 
Laakman, assistant cashier; and Laura 
B. Robinson, Don R. Allison, Gerald 
Scott and Noal T. Shuffield, assistant 
cashiers, First National of Midwest 
City. Virgil E. Smith has resigned from 
the bank, having acquired control of 
Farmers State, Allen. He will take over 
active management there.

■ C. HAYDEN HYDE has been elect
ed president and Robert J. Sawyer was 
promoted to vice president, Bank of 
Commerce, Jenks. Mr. Hyde previous
ly was a national bank examiner, head
quartered in Dallas, and Mr. Sawyer 
joined the bank in 1972, after 18 years 
with National Bank of Tulsa.

■ C. S. CARNEY JR., president, Bank 
of Ripley, has been elected chairman, 
while James R. Fitzhugh, executive 
vice president, was elevated to presi
dent. Jerry Coleman, cashier, was 
named vice president; Lila Wilson, as
sistant vice president, became cashier; 
and Jim Seeley, assistant cashier, was 
promoted to assistant vice president.

■ LOUIS LEROY RAMSEY has been 
promoted from operations assistant to 
operations officer and manager of cred
its and collections, City Bank, McMinn
ville. Also promoted were Berry 
George, Betty Parker and Betty Phil
lips to assistant cashiers.

■ KENNETH A. GROSS has been 
named president and CEO, Hamilton 
Bank of Jefferson County, White Pine, 
succeeding John R. Allen, who remains 
as chairman, the post he has held since 
1973. Robert A. Glenn has been named 
assistant cashier. Mr. Gross joined the 
bank as assistant vice president in 
1973, following seven years with Ham
ilton National, Chattanooga. He has 
been executive vice president and a di
rector since October 1. Mr. Glenn 
joined the bank in October.

■ WALKER L. W ELLFO RD  III has
been promoted to senior vice president, 
Memphis Bank, in charge of business 
development. Lynn Hobson has been 
named to direct correspondent bank
ing and public affairs at the bank, 
while Ronald L. Ireland was named 
vice president. Promoted to assistant 
vice presidents were Luther Wayne 
Peyton, Terry W. Grant, Terry M. 
Frasier, Ray E. Maddox and Louis R. 
Hodnett Sr. In news at Memphis Trust 
Co., Dr. T. Kyle Creson Jr. was elected 
a director.

■ ELBER T R. SELLERS has joined 
Bank Building Corp., St. Louis, in the 
Central Financial Facilities Division as 
consultant services manager. He will 
represent the company in northeast 
Texas. Prior to joining Bank Building,

SELLERS

Mr. Sellers was a sales representative 
for Petersen Publishing Co., Dallas.

Bank Gets Indian Tapestry

Jack I. Lindsay, op. o ff. (I.); Sue M e rrit t, safe  
deposit supervisor; an d  E d w ard  H. M o ffa tt , v .p . 
and  b u ild ing  m gr., a d m ire  a ta p es try  recently  
w oven  fo r  First N a t'l ,  Fort W o rth , by the  Z a p a -  
tec Ind ians  of O a x a c a , M ex . The tap es try , con
ta in in g  First N a t'I 's  logo , w as  one of several 
commissioned by a Fort W o rth  businessman  
and  hangs in the  ban k's  safe  deposit a re a .

■ JOHN L. “JACK” PLACKE has
been elected a director at Citizens 
State, Giddings. Mr. Placke is district 
attorney in Giddings.

■ TOM R. SNODGRASS, president, 
First National, Port Arthur, has been 
named CEO. He succeeds W. G. Thor- 
nell, who retired December 31. Mr. 
Snodgrass previously was executive 
vice president, Continental National, 
Fort Worth. Both are affiliated with 
Southwest Bancshares, Houston. His 
banking career began in 1953. Mr. 
Thornell had been associated with First 
National since 1959.

Independents Appoint Two
Don Cavness, former state rep

resentative (D.,Austin), and Tom 
Prentice, formerly special assistant 
to Senator Oscar H. Mauzy (D.,Dal
las), have been appointed to posi
tions with the Independent Bankers 
Association of Texas.

Mr. Cavness was appointed legis
lative adviser, to be assisted by Mr. 
Prentice. They will present the as
sociation’s program, concerning pres
ervation of the local, community 
bank, to the Texas legislature.
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Make the most of nähere wz operate.

First of Fort Worth Correspondent Bankers cover a lot of territory. That means 
wherever you’re located, our team of experts will deliver your bank the 
very best in correspondent services. When you need overl ine assistance, 
computerized record-keeping, or help from the first money market 
center in the Fort Worth area, be sure to give us a call.

And when you need assistance in other areas, remember that our 
Correspondent Department is a part of our Southwestern Division, 
under the direction of Alan Snodgrass.

You now have easy access to not only our expert correspondent bankers, 
but also to our Agricultural Department, our Petroleum and Chemical 
Department, our International Department and our Bond Department.

Make the most of what you've got and where we operate by teaming up 
with the First of Fort Worth. Call Correspondent Banker John Cope 
today. (817)336-9161.

/Make the 
. . / M°st ° f
NNhat
J/ouVeGot

First of Fort W orth
The First National Bank of Fort Worth One Burnett Plaza, Fort Worth, Texas 76102 M ember F D I C
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NOW
For Only $ 2 »
You May Purchase 
This Valuable Manual 
As a Guide for Your 
Board of Directors!

A Model Policy for a 

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

Here are some of the sections it contains:

1. A  typical organizational chart.
2. Duties and responsibilities of man

aging officers and various standing 
committees.

3. Management philosophy.
4. Policies to be adopted by the board.
5. Operation and policies for the loan 

and discount committee.
6. Loan, investment and collection pol

icies.
7. Outline of a suggested investment 

policy.

Every bank should have a 
written set of policies ap
proved and adopted by the 
board. This manual can help 
your bank in preparing such 
a manual or in updating the 
manual you now have in op
eration.

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

The BANK BOARD Letter
408 Olive St. (Room 505)

St. Louis, Mo. 63102
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Leaves of Absence Given to Lasater 

By St. Louis HC and Its Lead Bank
ST. LOUIS—Donald E. Lasater re

quested and received leaves of absence 
March 3 from his posts of chairman 
and CEO of Mercantile Bancorp, and 
its lead bank, Mercantile Trust. Harri
son F. Coerver, vice chairman of the 
holding company and president of the 
bank, now is CEO of both corporations.

According to boards of the HC and 
bank, Mr. Lasater—while on his leaves 
—will take no part in management or 
operations of either firm or any of the 
HC’s affiliated companies.

Mr. Lasater was indicted for perjury 
the week of February 24 on the basis 
of testimony he gave before a federal 
grand jury in Kansas City on certain 
loan transactions between Mercantile 
Trust and the late J. V. Conran in 1968 
and 1969. Mercantile Trust’s board an
nounced it is having an independent re
view made of the transactions involved.

An official announcement from Mer
cantile Bancorp, said Mr. Lasater is

seeking the earliest possible trial and 
will not return to his banking and HC 
duties until he has been acquitted or 
otherwise cleared of the charges made 
against him.

Boards of the HC and bank, the an
nouncement continued, have expressed 
their confidence in the strong, capable 
and experienced management team that 
will continue to expand the “Mercantile 
tradition of sound and progressive bank
ing.” In addition to Mr. Coerver, this 
management team includes James E. 
Brown, president of the HC; W. Board- 
man Jones Jr., vice chairman of the 
bank, and Lynn H. Miller and Thomas 
L. Bay, executive vice presidents of the 
bank.

In addition, the boards expressed 
their confidence in Mr. Lasater’s integ
rity and their sincere belief that the 
charges made against him would quick
ly be determined to be unfounded. * *
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“Because our traveling office^ .iave authority to 
make decisions;’ says Tax and Trust officer,
Ron Watson, “We can direct our energies straigl 
to the bullseye for best results!’

In his particular domain, Ron, too, has authority 
to make decisions . . .  so when you aim your 
problem^nh^Tard-driving men of S.Y.B., 
you’ll hit dead center every time.
Why not trigger your dialing finger tothe numerals 
618-271-6633? We reiterate, with men like Ron 
on true target area, you can’t miss.

YOUR BANKER S BANK

Just across the from St Louis

OF NATIONAL CITY

Member Federai Deposit Insurance Corp

NATIONAL STOCK YARDS. ILLINOIS 62071
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who
¥>u can’t find a banker 

can give you faster decisions
than Paul Ross.

Paul M. Ross 
Senior Vice President 
(3 1 4 ) 342 -63 85 First National Bank 

in StLouis Member FDIC

Because he speaks for First.

No bank anywhere gives its 
correspondent bank officers more 
freedom to act on their own.
Because we know our men.
And they know their bank.
For any special services from 
overline loans to computerized 
bond analysis, get the job done 
better . . .  by working with a man 
who speaks for First.
Fast.

Bond Department services, 
including fast computerized 
portfolio analysis. Our investment 
experts 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 educational seminars.

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 transit and clearing 
activities speed up collections with 
the new RCPC’s.
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