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e Interdependence
and Marketing Assistance

F.A.CE

Ask this question about your bank.

“How can a potential customer
choose between two or more banks
... conveniently located ... and all
offering the same full services?”

One of the answers is market segmentation. In
simple terms, market segmentation is a method of
identifying groups of people with common charac-
teristics, needs, goals, attitudes. After these seg-
ments have been identified, packages of bank
services are developed to meet the needs of the

at your

executive
club

tlara
club

individual groups. Examples of market
segments are: Young people on the way up,
between the ages of 21 and 35; high income
executives, both male and female; people
age 60 and over; people who need investment advice,;
and people who have suffered a loss in the family.
As a Liberty Correspondent, you're invited to
inquire about these market segments . . . and how
your bank can take advantage of the packages we've
developed to meettheirspecific banking needs. We’'ll
give you facts, figures . . . marketing assistance, to
help your bank stand out from the competition.
Marketing assistance is just one of the ways we
help our correspondents. With this kind of help,
shouldn’t you be a Liberty Correspondent too?

LIBERTY

THE BANK OF MID-AMERICA

The Liberty National Bank and Trust Company P.O. Box 25848 Oklahoma City 73125 Phone:231-6164 Member F.D.I.C.
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Maybe you’ve thought
of NewOrleans banks
as sleeping giants.

*  As a banker in the Gulf South, you have watched New Orleans lag
behind other, newer cities in becoming centers of Southern finance.
Whatever the reasons, New Orleans, the nation’s second largest port, one
of the South's largest metro areas, may appear to have been financially
sleep walking. But as a banker you have noticed . ..

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

of course, our strategic location.

Our aim is to promote banking throughout the Gulf South,

if we wake up a few sleeping giants in the process, we’ll all benefit from
w  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

fS FIRST NATIONAL BANK OF COMMERCE

NEW ORLEANS

Digitized for FRASER
httpS: MNES stlQuisianal-800-362-8530. Alabama, Arkansas, Mississippi, Oklahoma and East Texas 800-535-8542. In other areas call collect 504-529-1371.
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Art Krebs
Arkansas-Louisiana

Ben Adams
Missouri

Jack House
lowa

Duncan Kincheloe
Texas-Oklahoma

Paul Libbert
Missouri

Verne Schweder
Kansas City Metropolitan

Jack Beets
Kansas

E. L. Burch
Vice President

We have a tiger
INn your territory.

Bob Widlund
Oklahoma

Our symbol of strength and
solidity is getting us everywhere.

People like a leader. And
when that leader can also get
behind a problem and give it a
push toward a practical solu-
tion-well, that’s United Mis-
souri Bank for you.

And for you, all the way.

We are ready to come to you

to help you with your credit
overlines, to help you design
your pension and profit sharing
plans, to help you with your
municipal and government bond
portfolios, and to show you the
many ways our expanded agri-
business department can help
you with your farm customers.
Call us at 816-221-6800.

Dave Van Aiken
Kansas

united missouri bank of kansas city, n. a.
None of the others come close.
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Convention Calendar

May

May 17: Bank Marketing Association Teller/
Customer Relations Program, Chicago, Con-
tinental Plaza Hotel.

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

May 18-2«: ABA Southern Trust Conference,
Williamsburg, Va., Williamsburg Lodge.

May 18-20: Bank Administration Institute
Northern Regional Convention, Louisville,
Galt House,

May 18-22: Independent Bankers Association
of America First Seminar South, Fayette-
ville, University of Arkansas.

May 18-23: ABA National Personnel School,
Atlanta, Atlanta Townehouse.

May 18-23: New Mexico Bankers Association
New Mexico School of Banking, Albuquer-
que, University of New Mexico.

May 18-31: School of Banking of the South,
Baton Rou?e, Louisiana State University.
May 19-24: Illinois Bankers Association Agri-
cultural Lending School, Normal, Illinois

State University.

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

May 25-30: Bank Marketing Association Es-
sentials Course of Bank Marketing, Boulder,
University of Colorado.

May 25-June 6: Bank Marketing Association
School of Bank Marketing, Boulder, Uni-
versity of Colorado.

May 26-28: AIB Convention, Minneapolis,
Leamington Hotel.

September

Sept. 7-9: Kentucky Bankers Association An-
nual Convention, Louisville, Galt House.
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NEWS ROUNDUP

News From Around the Nation

Bill-Paying From Savings Proposed

Proposals have been made by the Fed and FDIC to
permit holders of savings accounts to use the accounts to
pay any kind of bill. Currently, only mortgage payments
can be paid from savings accounts.

In a companion move, the Fed has given the OK for
withdrawing and transferring funds from savings accounts
by telephone, a practice that has been banned for 39
years. The FDIC already permits this practice.

The innovations have been proposed “to permit mem-
ber banks to offer more convenient banking services to
their customers,” according to a Fed statement.

Similar proposals have been made by the Federal Home
Loan Bank Board for S&Ls, but no action has been taken
at this writing.

No Time Deposit Penalty?

Regulatory agencies have proposed that banks be per-
mitted to pay time deposits before maturity without im-
posing any penalty for early withdrawal in cases where
the depositor has died.

Under the proposal, currently prescribed penalties for
early withdrawal would not be mandatory upon a request
for redemption after the death of an individual depositor.
However, a bank would have the option of either refusing
to pay the deposit early or agree to pay the deposit but
impose a penalty of its own.

The proposal would not apply to joint or irrevocable
trust accounts.

FHLBB Expands S&L Farm Loan Regs

The Federal Home Loan Bank Board has acted to per-
mit S&Ls to make farm loans when mortgage payments
are not made on a monthly basis.

The new regulations extend the maximum term of years
for loans on farm residences from 15 to 25 years and al-
low for annual rather than semi-annual interest payments.

For commercial farm loans, the loan-to-value ratio is
raised from 60% to 80% and the term of years is extended
from five to 25 years on loans that are made on “commer-
cial farming enterprises.”

Education Loan Revamp Proposed

Major congressional surgery has been called for by the
ABA to cure the ailing and poorly bandaged federally in-
sured student loan program.

The association’s plan calls for the payment of interest
by the Office of Education to lenders on all guaranteed

6

loans while a student is in school and during any grace
period that may follow graduation. Currently only stu-
dents who can pass a needs test qualify for an interest
subsidy. Students who don’t qualify must seek often
hard-to-get non-subsidized program loans.

The ABA proposes that the lender would reimburse the
Office of Education for the interest advanced on behalf of
the student and, at the same time, add that amount to the
payment note. Students normally must begin repaying
their loans within nine months of graduation.

The move would reduce the cost of the program by
about $250 million a year and enable more students to ob-
tain loans, the ABA said.

Credit Allocation Bill Halted

Action has been halted on a credit allocation bill in the
House because of mounting opposition from the banking
community and government agencies.

An effort is expected to be made to work out a com-
promise plan with the Fed that will give Congress some
control over the money management policies of the agen-
cy.

A resolution passed in March requires the Fed to give
the public 12-month targets for money supply growth,
asks the agency to seek lower long- and short-term inter-
est rates and keep a closer tracking of money supply
growth to growth of the economy.

ABA Supports RE Law Revamp

The primary objectives of the proposed Uniform Land
Transactions Act have received ABA support. The act
would simplify and modernize state real estate laws to en-
courage the flow of mortgage funds without regard to
state lines.

An ABA spokesman testified that it is in the best inter-
est of the lender, home builder and prospective home-
owner that the free flow of construction and mortgage
funds be encouraged.

Comptroller Rules on Travel Services

The Comptroller has ruled that national banks are with-
out power to operate full-scale travel agencies but may
continue certain travel-related activities such as making
travel loans, selling travelers’ checks, foreign currency,
letters of credit, transportation tickets and providing free
travel information.

Activities prohibited would include travel promotion,
soliciting travel business from the public at large and or-
ganizing or planning individual or group trips.
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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 have been times
when that has worked to
our disadvantage. But in
today’s economy, our
strength and 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. Member FDIC.
816/221-2800

FIRST NATIONAL BANK

An affiliate of First National Charter Corporation
MID-CONTINENT BANKER for May 15, 1975
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Selling/Marketing

For Easter:

Hanging Plants Draw $
During Spring Promotion
At Mercantile, St. Louis

Hanging plants proved to be popular
items in St. Louis prior to Easter, 1975!
Mercantile Trust conducted its first
premium promotion (other than small
gifts when promoting Christmas club
accounts) during a three-week period
in March. Plants came in eight-inch
diameter plastic hanging baskets and
varieties included Hoya, Boston Fern,
Sprengeri, Plumosa and Piggyback.

Although the bank does not release
figures as to money received, a spokes-
woman said that add-on deposits out-
numbered new accounts by about
three-to-one. Judging from the number
of people carrying hanging plants in
the downtown St. Louis area, a good
number of deposits were made.

Kathy Lia of Mercantile’'s customer service
department arranges supply of hanging plants
adjacent to redemption center in bank lobby.

Spanish courtyard atmosphere flavored display
of hanging plants at Mercantile Trust, St. Louis.

8

A plant redemption center was set
up in the main lobby. When a customer
opened a new savings account for $100
or more or added a like amount to an
existing account, he or she was given a
card which was taken to the redemp-
tion center where it was exchanged for
the plant of the customer’s choice.

A lobby display of hanging plants
also was set up in the Mercantile lobby
to show off the plants.

Ten Cent Beer, Too:

Bank, City Cooperate
To Put on Polka Fest
That Draws Thousands

With a minimum of cooperation
from Liberty Trust, Durant, la., the
city puts on a Polka Fest each year that
draws as many as 25,000 people into
a town of 1,500. So reports Oliver A.
Hansen, bank president.

“The first year, the bank did lend a
hand to get the affair started,” Mr.
Hansen said, “but in 1974, the affair’s
second year, it became entirely a com-
munity project. However, the bank
does arrange to have a plentiful supply
of change on hand and permit the
headquarters bus to park on its lot.”

The event is widely advertised—the
bank talks up the affair on its own bill-
boards—and draws people from states
as distant as Minnesota, Wisconsin, In-
diana and Ohio. And all they do is
dance the polka and presumably drink
beer because the only other feature is
an hour of 10-cent beer to start off the
big day.

Highway 6 through Durant is closed
off for the day, and four bands play at
one time while thousands dance. Many
amateur groups also appear and play
on side streets. The event was modeled
after a similar Polka Fest at New Ulm,
Minn.

'‘Check-Mate' Program:

Bank Offers Free Checking
To Customers of Area S&Ls

Free checking service is not limited
to a bank’s own customers anymore—
at least not at Madison Bank, Chicago,
and a growing number of other banks.

Customers of three S&Ls in the Chi-
cago area have the privilege of open-
ing free checking accounts at Madison
Bank, simply because these people
maintain savings accounts of a given

minimum balance at the participating
S&Ls.

The program is called “Check-Mate,”
and its key element is the use of wire
transfer to shift funds from the cus-
tomer’s S&L account to the customer’s
bank checking account.

The bank is a primary correspon-
dent for some 60 Chicago-area S&Ls
and expects to sign up as many as 30
of them in the Check-Mate program.

According to a bank spokesman,
Madison Bank expects to gain consid-
erable new demand deposits from the
program. At the same time, the partici-
pating S&Ls are placed in a stronger
competitive position by being able to
offer free checking to customers.

To comply with Illinois’ prohibition
of branching, checking accounts are
opened by mail. Upon customer au-
thorization, the bank uses wire transfer
to funnel funds between the S&Ls and
the bank.

Free Steaks:

Grand Opening Celebration
Puts Meat on the Table

Liberty National, Louisville, has
opened its 32nd branch office, the Plea-
sure Ridge Park Branch. As an entice-
ment, the bank offered free meat to
visitors, depositors and contest winners.

Liberty gave away a pound of bacon
to anyone who visited the branch dur-
ing the two-week celebration. Those
who established an account received
their choice of four 8 oz. strip steaks
or a 4 Ib. Boston rolled roast. As an
added incentive, customers were able
to register for a drawing. The prize?
A side of beef.

The branch, which occupies more
than 2,200 square feet of space, has
four drive-in lanes and includes a 24-
hour “Liberty Money Machine.”

This was offer to depositors during opening
of Pleasure Ridge Park Branch of Liberty
Nat'l, Louisville. Those visiting branch received
free pound of bacon, while customers could
enter drawing for side of beef.
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You'll find every

bank form we
printin our new

atalog,except
die ones you

design.

When you page through our new
Internal Forms catalog, you’ll
probably find the form you need to
do a better, more efficient job.

On the other hand, if you have
special requirements for forms not
contained in our catalog, you’ll find
a whole section devoted to custom
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(We'll print those, too.)

forms. (You design it—we’ll print it.)
We’re proud of our new internal
forms catalog. It displays everything
we have in actual size. So what you
see is exactly what you get.
No guesswork. It tells you exactly
how to go about designing any forms
you may need. We think you’ll find

CHECK PRINTERS,INC.

SALES HDQTRS. =« 1440 N. KEDZIE, CHICAGO, ILL. OOf18
STRATEGICALLY LOCATED PLANTS FROM COAST TO COAST

1975

it’s a most practical book that will
answer any questions you may have
about our internal bank forms.

If you didn’t receive your
copy of our new Internal Forms
catalog, just ask your DeLuxe
representative.



BMA Program:

Multi-Media Training
Helps Develop Sales

Bank Marketing Association (BMA)
is planning to release a new multi-
media training program this month,
entitled the “Know Program.” Its pur-
pose is to help customer contact peo-
ple, especially new accounts people and
tellers, to quickly develop skills needed
to sell their bank’s services.

The new program has the intention
of increasing the awareness of contact
people so they can better serve the cus-
tomer at various daily contact points
by knowing services, customers and
selling situations unique to their bank.
The systematic introduction to per-
sonalized banking is followed by ef-
fective methods of getting the customer
to make a commitment to the bank’s
services. BMA feels that any bank can
increase the number of services now
being used by its present customers.

The training program includes audio
cassettes, participant workbooks, role-
playing cards and a bank cassette for
skills practice. A cassette recorder/
player is the only piece of audio-visual
equipment needed to implement the
training program in the bank.

For self-instruction ideas, a trainer’s
manual is included in the package.

Bone China Attracts Dollars
For Eastern Institutions

China continues to be a crowd-
pleaser and a good source of new funds
for financial institutions. Witness the
case of Mechanics Co-operative Bank,
Taunton, Mass., which recently conclud-
ed a promotion featuring Royal Crest
English bone china.

During the three-month promotion,
the bank took in $665,946, split almost
evenly between new and existing ac-
count deposits. The first unit of china
was offered free with a $25 qualifying
deposit and additional units could be
purchased for $2.99 each with addi-
tional $25 deposits. Additional depos-
its averaged $348 instead of $25, how-
ever. Customers could select from 35
items to complete their collections.

Salection of bone china designs available as
incentives from International Premium Prod-
ucts, Des Plaines, Il

A REALLY NEW .. . LOW-COST PREMIUM

Help safe-guard your customers with this unique E.S.P. Door
Lock. Every home can use Extra Security Precaution. This
Door Lock can be your firm's EXCLUSIVE premium. The
E.S.P. Door Lock is only $1.49 @ This affords your program
a lower minimum savings requirement to attract maximum
new accounts or "add-on” savings. E.S.P. is easily installed
with an ordinary screwdriver. Each unit is attractively pack-

aged and offers full

buy-back privilege. ADVERTISING

CONCEPTS, INC., 6572 East Central, Wichita, Kansas 67206

(316) 684-0461.
10

Items offered were cup and saucer sets,
cake plates and coffee steins. All were
provided by International Premium
Products, Des Plaines, 111

A similar promotion at Attleboro
(Mass.) Trust netted $1.5 million in
three months. $1.6 million was depos-
ited for bone china items at Bay State
Savings, Worcester, Mass., and
$700,000 in new money was deposited
at County Bank, Cambridge, Mass., in
bone china programs.

Green Stuff Promotion:

Bank Celebrates Birthday
By Giving Trees, Bikes

First North County Bank, Jennings,
Mo., celebrated its 15th anniversary by
giving away 6,000 flowering redbud
tree seedlings and twolO-speed bicycles.

The seedlings, given to all customers
attending the two-day event, were ob-
tained from the Missouri Department
of Conservation as part of the bank’s
“We're Giving Away the Green Stuff”
theme.

Special guests at the party included
St. Louis TV-radio personality Grant

Horton, who serves as the bank’s
spokesman, and St. Louis TV clown
“Mr. Patches.”

A photo display of the milestones in
the institution’s history was exhibited in
the lobby, while balloons and refresh-
ments also were part of the party at-
mosphere.

Flower Fete Opens Bank

Bank of Ellisville, a brand-new institution in
suburban St. Louis County, Mo., used a 29-day
Flower Festival as its grand opening celebra-
tion. Starting with a ribbon-cutting by a local
celebrity on Saturday, April 5, and concluding
with a balloon ascension on Saturday, May 3,
the virtually month-long event featured free
flower seeds and what might be termed a
Festival of Free Garden Tools. Each adult who
came to see the new bank received a choice
of a packet of zinnia, aster or Mexican fire
bush seeds. Customers opening either a sav-
ings or a checking account with a minimum
of $100 could choose a gift from among 15
different garden tools or two different clocks.
In most cases the gifts were just that—free—
in other cases a small charge was made.
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“Wedo our
correspondin
INn personr

Left to right, Howard L. Shaw,
President, Liberty Savings
Bank, Mayfield, Ky., and Sam T
Adams, Vice President, Liberty
National Bank & Trust Co.,
receive a complete tour of plant
facilities from Jim Perella,
Plant Manager, Ingersoll-Rand
Co., Mayfield, Ky.
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In South Bend, Ind.:

Economy Since Studebaker
Is Topic of Bank Report

When American National, South
Bend, Ind., celebrated its 10th anni-
versary since local ownership and man-
agement took over from out-of-state in-
terests, officials felt that the 1974 an-
nual report should trace not only the
institution’s history from that time, but
the economy of the surrounding area
as well. A nostalgic view of the city
was the result.

South Bend’s economy has had sev-
eral sudden swings since the day in De-
cember, 1963, when Studebaker Corp.
announced that it was closing down
its car-making facilities and releasing
7,000 employees. The report opens
with a news clipping of that event,
entitled “Black Monday at Studebaker
Gate #1,” showing shocked workers
leaving the plant. In the background,
an American flag can be seen flying at
half mast in mourning for John F. Ken-
nedy.

That page, as the others that follow,
is done in a nostalgic sepia tone and
the economy narrative is accompanied
by a topical news clipping from that
year. Each historic page is placed op-
posite a full-color page recounting the
bank’s 10-year history, resulting in an
intriguing visual contrast on each
spread.

The area economic history traces the
various dips and gains in employment,
construction, bank deposits, industrial
development, etc. One economic gain
was the role played by American Na-
tional when it coordinated and as-

1974 annual report of American Nat'l, South Bend, Ind.,

area's business development for same decade.

ful, evoking favorable comment from businessmen mentioned

reproductions.
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sisted in construction of what is report-
ed to be the area’s tallest skyscraper—
the 25-story American National Bank
Building.

The structure has served as some-
thing of a catalyst for the city’s down-
town redevelopment by private business
and government. Since the bank erect-
ed the new building, over $60 million
in private and government funds have
come into the downtown South Bend
area.

Work on the report was directed by
Richard E. Coffey, senior vice presi-
dent, marketing, at American National.

Bicentennial Premium Disc

Pickwick International is offering this collection
entitled "The Americans—The Music of Our
Great Nation" on two records or twin tape as
an incentive item for financial institutions. The
records are offered at less than half current
retail price, according to Pickwick. Included
are 30 musical selections celebrating the bi-
centennial. Write: Pickwick International, Pick-
wick Building, Woodbury, NY 11797.

contrasts bank's 10-year history with
Bank officials say approach has been success-
in narratives and news clipping

Nonstop Banking Offered

Business never comes in too late at Colonial
National, Newburgh, Ind. Why? Because the
bank never closes! The bank is said to be the
first in the U.S. to maintain a nonstop sched-
ule of extended banking hours. Customers
choosing to do their banking in the wee hours
have a choice of using the bank's "mini-lobby,"
which is separate from the main office, or the
drive-in facility, which is equipped with a drive-
in window and three Diebold Visual Auto Teller
| remote banking systems. The bank maintains
two extended hour shifts, each manned by two
experienced female tellers. According to Gerald
R. Mclintyre, president, about 20% of the bank's
business is transacted at hours when the main
bank (as well as the bank's competitors) are
closed. All services are offered except loan
closing, credit approval and safety deposit box
access. Photos show day and night drive-in
service.

In Hartselle, Ala.:

Handicapped Get a Break
With Big Contract Order

Employees and residents of the Lur-
leen B. Wallace Developmental Cen-
ter, a Hartselle, Ala., institution for the
handicapped, have been awarded a
contract to assemble and package 100,-
000 coin bank replicas of the Lincoln
log cabin by Quality Incentives, a local
advertising novelties dealer.

The banks, which will be marketed
nationally as mementos of the Bicen-
tennial celebration, will be assembled
in the Sheltered Workshop at the Wal-
lace Center.

Lincoln log cabin coin bank will be assembled
and packaged by handicapped at Wallace De-
velopmental Center, Hartselle, Ala. Quality
Incentives, local advertising marketing firm,
awarded contract for center to construct 100,-
000 such banks, which will be marketed
nationally.

MID-CONTINENT BANKER for May 15, 1975

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



When ocean-floor cities are the newest frontier, BNO
will have the services to make banking easy.

BNO is running ads like this to sell
Teller 2000 Automatic Banking.

This is a look at BNO's leadership of the future—wild and

fanciful!
However—BNO leadership today is real—and productive. THE BANK OF
So—when leading bankers, like you, join up with your friends
at BNO, the result is bound to mean greater prosperity and NEW ORLEANS
progress for both of us. AND TRUST COMPANY

P.0. Box 52499, New Orleans, La. 70152
(This illustration is taken from a consumer campaign now CALL: 1-800-362-6718 (Within Louisiana)
running in New Orleans. We'll gladly send proofs of the series 1-800-535-6760 (From Miss., Ala,,

on request.) Texas, Ark., Okla.)
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Community Involvement

In Tulsa:

Something New at Bank:
Service for the Deaf

First National, Tulsa, is offering
banking services to the deaf.

Harry Mattix, assistant vice presi-
dent, who has completed courses in
sign language at the Tulsa Speech and
Hearing Clinic, says few deaf persons
are aware of the service, hoping word
will spread.

"Since we more or less do everything
for a customer in the way of checking
accounts, savings accounts, installment
loans and CDs, it seems the deaf
should be able to come to just one per-
son for all their banking needs, too,”
Mr. Mattix says.

Harry Mattix, a.v.p., First Nat'l, Tulsa, demon-
strates sign language he uses to communicate
with deaf customers. He says only thing that
slows financial conversations is lack of signs
for terms such as checking, savings or deposit.

In Tennessee:

Bank's $1,000 Donation
Saves Fire Protection

The city hall in Union City, Tenn.,
was about to close, bringing to an end
the hopes of townspeople who were
trying to save the under-funded rural
fire protection plan. Then, officials from
Farmers Exchange Bank appeared and
underwrote the remaining $1,000, res-
cuing the plan.

A few months previous to that,
Union City had been threatened with
an increase in fire insurance rates un-
less additional equipment was pur-
chased for the department, or rural
service abandoned.

By getting rural families to sign up
for fire service at $35 per piece of
property, $27,000 was raised. With
time running out, and the pool short
by 31 families, the situation seemed
hopeless. But, thanks to Farmers Ex-
change, the coverage was guaranteed
and new equipment was ordered.
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"We Live Here":

Bank's Public Services
Help a City's Growth

Continental Bank, Chicago, invested
about $3.4 million in public service ac-
tivities last year, mainly in the Chicago
area. Officials announced that this
year’s contributions would be aimed at
broadening the city’s financial base.

In a report entitled “. . . Because
We Live Here,” the bank disclosed
more than 40 projects in which it has
been involved in recent years, listing
all Chicago area agencies in the health,
welfare, education, cultural, urban and
related fields that were supported by
either the bank or its foundation, Con-
tinental Bank Foundation.

The $3.4 million public responsibili-
ty investment represented both direct
expenditures and estimated staff time,
according to bank officers.

Besides outlining key projects in
which the bank is involved, the report
shows that the Continental Bank Foun-
dation and direct bank contributions in
1974 aided some 130 organizations in
the Chicago area. Individual activities
described include:

e The Family Financial Education
Program is three series of money man-
agement education materials which the
bank provides without cost to area high
schools, social agencies and the Span-
ish speaking community.

= The bank has extended educa-
tional loans at lower than normal rates.

e It has made loans to community
nonprofit organizations, chiefly hospitals
and health centers.

= Continental has given direct grants
to hospitals.

= lhe bank "loans” executives for
periods of time to assist community
groups and agencies.

Continental officials announced that
the bank will turn its attention, in light
of current economic conditions, to
broadening the industrial base of the
community through the work of its
area development division this year.

The development division, reported-
ly the only one of its kind among mid-
west banks, has been successful in at-
tracting many major companies to lo-
cate their facilities in Chicago. The di-
vision will continue to work with local
groups such as the Chicago Area Cen-
tral Committee and the Mayor’s Com-
mittee on Economic and Cultural De-
velopment.

Part of the $3.4 million spent by Continental

Bank, Chicago, during its " . Because We
Live Here" program last year was PAL, up-
dated tutoring program run in cooperation

with Chicago Housing Authority. Julie Nause
(I.), properties management division, is one
of 40 bank staffers who help second-fourth
graders with reading, spelling, math.

Skilled, But Sightless:

Products of the Blind
Are Displayed by Bank

A Blindskills exhibit was held in the
cafeteria of Heritage/Pullman Bank,
Chicago, recently, during which bank
employees were invited to examine
products made by the blind.

An array of household items was dis-
played along with cuddle dolls, stuffed
animals and men’s and women’s wallets
for purchase.

The display was an assist to the
5,000 blind craftsmen employed in the
83 Blindskills workshops of National
Industries for the Blind.

Employees of Heritage/Pullman Bank, Chicago,
study products made by National Industries
for the Blind in their Blindskills workshops.
Many items were for sale to the bank's em-
ployees.
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Butasa Correspondent Banker,
he's a real craftsman.

In his spare time, Tommy Butts, Sen- Banker. With the result that he’s built

ior Vice-President and head of Third some of the Mid-South’s most lasting
National’s Correspondent Banking Divi-  correspondent banking relationships.
sion, likes to work with his hands. And Whatever your correspondent bank-
the many items of furniture he’s pro- ing need or problem, call Tommy Butts
duced in his home woodworking shop or another of Third National’s correspon-
attest to his considerable skill. dent banking professionals. Our Tennes-

Tommy brings the same craftsman- see WATS line is 1-800-342-8360. In
ship, the same careful attention to de- neighboring states, dial 1-800-251-8516.
tail, to his profession of Correspondent We're here to serve you.

THIRD NATIONAL BANK

|N NASHV|LLE Member F.D.I .C.
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Cass Bank and Trust Company
St. Louis, Missouri

Beat the pants
off your
competition!

Bring in new money . . .
and more business for all
services .. .your reward for
using the proven pulling
power of an AS&Il community
service/advertising display.
Time/temperature displays,
Message Centers, complete
signage and logo programs . ..
each produces results in
today’s competitive climate.
With AS&I you also get
environmentally-sound

design and a lifetime
guarantee of dependable
performance.

Over 5,000 financial
institutions are now enjoying
the rewards possible with
AS&I displays. You should be,
too. Return the coupon today
for full details!

American Sign
& Indicator

Corporation
N. 2310 Fancher Way, Spokane, WA
99206
GARDENA, CA DES PLAINES, IL
DALLAS, TX JACKSONVILLE, FL
HARTFORD, CT

Representatives and Field Engineers
Serving Every City

Double Prize:

Six-Foot Rabbit Is Feature
Of Bank's Easter Drawing

The Junior Bankers Savings Club at
State National, Evanston, 111, cele-
brated the Easter season with a gift to
Greater Chicago’s Easter Seal Foun-
dation. In addition, Junior Bankers were
invited to participate in a drawing for
“Hugs,” a six-foot stuffed rabbit.

One of the ways to enter the draw-
ing was to make a donation to the
foundation. All contributions were used
toward the purchase of a wheelchair
for one of several Easter Seal clinics
throughout Chicago.

Breezie the Clown, Junior Bankers
Club president, presented the wheel-
chair to the Easter Seal Foundation
during the foundation’s annual Easter
Seal Telethon.

Beth Hurrie, member of the Junior Bankers
Savings Club at State Nat'l, Evanston, Ill., do-
nates her gift to Easter Seal Foundation. Contri-
butions went towards wheelchair for foundation;
contributors were eligible to enter drawing for
six foot stuffed rabbit.

Goodbye, Ford:

Man Underwrites Program
As Foundation Withdraws

When it was learned that Ford
Foundation money was being with-
drawn from Oklahoma’s Public Broad-
casting System, many feared that the
network would die unless local funding
could be found.

Peter G. Pierce, president and chair-
man of First National, Bethany,
stepped forward as the first person to
completely underwrite a program for
a full year.

Mr. Pierce contacted the state Edu-
cational Television Authority a week
before its 11-day telethon, informing
the authority that he wanted to finance
the “Wall Street Week” show, which,
he said, seemed the logical choice be-

Financial Seminar:

Bank Teaches Planning
For Financial Future

Palatine (111) National has spon-
sored a free financial seminar for area
people interested in learning more
about financial planning, investing,
buying insurance, budgeting and other
money-related subjects.

The series, held at the bank on three
consecutive Monday evenings, featured
Alastair Duff, who has taught money
management in the Palatine Adult
Education program for three years. He
also has been a financial adviser the
past eight years and is licensed to
speak on the merits of equity invest-
ments.

The first of the series featured bud-
geting, achieving financial program bal-
ance and the importance of wills, while
the second covered insurance. The final
session highlighted advice on stock
market investments, mutual funds and
the new tax-exempt Individual Retire-
ment accounts and HR-10 plans.

Born Grown:

Bank-Commissioned Book
Wins 'Wrangler' Award

Bom Grown, a history book about
Oklahoma City that was commissioned
and published last year by Fidelity
Bank, has reportedly become the first
work written and published in Okla-
homa to win a Western Heritage
Award from the National Cowboy Hall
of Fame and Western Heritage Center.

Author Roy P. Stewart, an Oklahoma
City journalist, along with research-
editing associate Pendleton Woods,
won the “Wrangler” award in the local
history category.

The book contains many photo-
graphs recalling the history of the
town.

Name

. . From |) Dean Krakel, dir.,, National Cowbo
Title cau_se of its IntEI-'ESt to the Oklahoma I(-|all of)Fame and Western Heritage Centery;
Company business community. - Jack T. Conn, ch., Fidelity Bank, Okla. City;
Address Through a series of malllngs, Mr. and authors Roy P. Stewart and Pendleton
) Pierce hopes to encourage others in the Woods look over a copy of "Born Grown.” a
City state’s business Community to lend photggraphlc view of th(_e _C|ty's history, after
State Zip . . ~ learning that book, commissioned by bank, had
their Support to the broadcas“ng Sys won Hall of Fame's "Wrangler" award in local

tem. history category.
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Some of the things
you mightthink you need
to insure all your customers.

Everything you need.

Durham Life has putitallina
single, compact Kit.

All the credit life policies you
need to insure everything from
small loans to large, long-term
loans.

Instead of dealing with a
drawer full of different companies,

you’ll deal with one company, one
man. You’ll get a complete credit
life kit from him and much more.
He’s an expert who can set up a
system tailored to your system.
We even have a special policy
that covers the $10,000 to $15,000
loan. The unique feature of this

policy is a premium determined
by age. The form is short, easy to
fill out, and no physical is required.

You’ll have competitive pre-
miums and fast claim settlements
too.

Durham Life. It’s all you need
to knowwhen itcomes to credit life.

Durham Life

Durham Life Insurance Company-
Home Office: Raleigh, North Carolina
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BANKING WORLD

BARKSDALE WILLIAMS

= Clarence C. Barksdale has been
elected president and chief operating
officer of First Union, Inc., St. Louis.
He formerly was executive vice presi-
dent of First Union and will continue
as president and CEO of First Na-
tional, St. Louis, one of the HC’s lead
institutions. Eugene F. Williams has
been elevated to vice chairman apd
Richard F. Ford has been named exec-
utive vice president of First Union. Mr.
Williams, who formerly was executive
vice president of First Union, will con-
tinue as chairman and CEO of St
Louis Union Trust, First Union’s other
lead institution. Mr. Ford will continue
as executive vice president of First
National, St. Louis. Mr. Barksdale
joined First National in 1958, rose
through the ranks, and was named
president and director in 1970. He was
elected vice president and director of
First Union in 1971 and executive vice
president of the HC in 1972. Mr. Wil-
liams joined St. Louis Union Trust in
1947, becoming president in 1967 and
CEO in 1970. He was named execu-
tive vice president of First Union in
1972. Mr. Ford joined First National
in 1969 and became executive vice
president in 1973.

GOLDER HUSSEY

= Stanley C. Golder, president, First
Capita] Corp., Chicago, subsidiary of
First Chicago Corp., has been appoint-
ed chairman of the 13-member Small
Business Investment Companies’ ad-
visory council of the Small Business
Administration. The council works with
SBA officials in exploring innovations
to make the industry more effective.

e Paul L. Hussey has been promoted
to executive vice president from senior
vice president at Manufacturers Bank,
Detroit. Promoted to senior vice presi-
dents were Michael T. Monahan, na-
tional division; Robert E. Field, mort-
gage; Gerald V. MacDonald, consumer
loan; and Don B. Dean, commercial
loan division. Mr. Hussey will assume
responsibility for the retail banking
functions, including consumer loan,
branch, marketing, community relations
and government relations departments.
He joined the bank in 1950. Mr. Mona-
han is responsible for bank relation-
ships outside Michigan serving the fi-
nancial needs of bank customers.

MONAHAN FIELD

Roundup

= First Claren Corp. William J. Bur-
da Jr. has been appointed vice presi-
dent and general manager at First
Claren Corp., Naperville, 111 Formerly
assistant vice president, Mr. Burda has
been with First Claren since 1973. First
Claren is a wholly owned subsidiary of
First Ogden Corp., Naperville.

e Financial Insurance Service, Inc.
William Chris Eickhof Jr., has been
elected president of Financial Insur-
ance Service, Inc., Des Plaines, 111 He
had been executive vice president and
director since the firm was organized
in 1969. Earlier in his career he was
with Travelers Indemnity Co. at the
Richmond, Va., Chicago and Oklahoma
City branches.
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\}Ona For Your Next

uilding Continuity Program

ciCatto tainted

Now available for the first time, this brand new, genuine hand-painted stoneware in
the alluring Aloha pattern, an elegant design inspired by the gorgeous tropical
flowers of Hawaii, is already setting sensational new deposit records. In its first
savings promotion, it brought in over a million dollars in new money in ten days.
What better way to say “welcome” to qualified accounts, new and old, than by
giving them a place setting of this magnificent and practical stoneware. Rare is the
depositor who can resist adding more place settings and accessory units once she
acquires her first free place setting. Fired at extremely high temperatures, this
stoneware is the most versatile and durable dinnerware made, having the exceptional
strength to go from freezer to oven to table to dishwasher.

The Aloha promotion, complete with glamorous
displays, color brochures and advertising aids
is now available exclusively through Programmec
Marketing, Inc. For full details and a first
option in your marketing area, call or write

Mel Smith, President

RDGRfiMMED
makes the idea! complement to a stoneware continuity program. The ﬂﬂKETING’ I
combination appeals to both the formal and casual segments of the dinnerware An affiliate of D.F.S. Inc.
market. Let us show you how other institutions are securing maximum results Chadds Ford, Pennsylvania 19317

from properly structured continuity programs.
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Planning A Grand Opening
Build Big Traffic Fast, Speed Payout On Office Investine

With

Repeat business, year after year, is convincing evidence that DFS Incorpo-
rated has been able to help hundreds of institutions throughout the United
States shorten the pay-out period on their new office investments. How is
this accomplished? By using our packaged promotions built around the
exclusive Mystery Teller’s Window, which attracts maximum grand opening
traffic and maximum new business.

A Successful Strategy

It’s a fact that nine out of ten grand
openings produce new accounts in
direct proportion to the number of
people who attend. And the Mystery
Teller’s Window is a proven traffic
generating device. It works like this:

About a week before your Grand
Opening, a Mystery Gift Card is dis-
tributed to each home in the area

being promoted. Most cards are self-
mailers, but they can be designed as
mail or newspaper inserts. Your
prospects are invited to bring their
card to the Grand Opening, because
hundreds with invisible mystery
messages will entitle the bearer to a
free choice of the gifts shown. When
winning cards are put through the

COMMENTS 1ROJIA INTHUSIASTIC USERS

"We were very pleased with the results of
the Mystery Teller. During the two full
days, we opened 910 new accounts.”

"Our Association was very pleased with
the Mystery Teller. We made a mailing of
less than 3000 and . . . had about 1000
people at the opening ... we opened 165
new savings accounts.

"Am writing to tell you how delighted
we are at the results of our branch open-
ing. A great deal of the credit for the very
successful three day opening belongs to
your organization and the Mystery Teller.
The latter met with unusual customer
acceptance and is still a topic of conversa-
tion almost three months later. Any such
successful campaign as this one deserves an
encore, so please keep in touch with us."

"During the Grand Opening of our Up-
town Office we had traffic of 3,500 and
opened over 500 new accounts. The
entire program was a complete success.
Congratulations to you are in order for a
job well done. Thank you again for your
excellent services."

"Our Grand Opening was a tremendous
success. A large measure of credit was due
to your expert assistance. Our sincere
thanks for a job well done."

"The 'Mystery Teller' was most effective
in building traffic for the recent opening

of our new all-TV bank. We plan to use it
again for our next branch opening.”

..we were well satisfied with our
‘Mystery Teller' promotion. We mailed
about 4400 cards and gave away approxi-
mately 340 prizes. Total traffic for the
two days was estimated close to 4000
people. The continuous action of the
Mystery Teller created much interest and
we had many favorable comments on it.”

"Your Mystery Teller was better medicine
than prescribed by Old Dr. Boston. Our
employees, wives and daughters were all
involved to the point we never had time
to go to lunch; the fact is the lobby was
full — we could not get out the front
door. In one five hour period, 400
mailers went thru the Mystery Teller and
110 new accounts opened. The following
three hour day, 313 mailers came in and
92 new accounts were opened. We cannot
help think the Mystery Teller did the
trick."”

"Our Mystery Teller program was very
successful. We distributed 5000 gift cards

..and ... 1612 cards or 27% were re-
turned during the three days ... we
opened 193 new accounts ... | would
recommend the program to anyone . . ."
"We were pleased with the Mystery Teller.

It was the perfect alternative to a grand
prize drawing. *Names supplied upon request.
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Mystery Teller, the mystery message
becomes visible, lights flash and
fanfare of trumpets is sound
Winner or not, each visitor can seleU
one of the same gifts when he open*
an account.

Having lots of winners of low cos!
gifts costs less and produces fai
more traffic than most grand pri
drawings. And the more traffic, the
more new accounts.

Typical Mystery Gift Car,A

W orn®
¢ Delanare Savings

MYSTERY GIFT CARD

F- »°*

n>4

If you have a Grand Opening
your future, get the full story
the Mystery Teller Promotion. WitT]|
out cost or obligation, write or i

MEL SMITH, President

Ducci-ftcraten*

Diversified Financial ServU
An affiliate of Programmed Marketing,

Chadds Ford, Pa. 19317
Phone: (215) 388-738"



Financial Lessons of 1974:
A Regulator’s View

HE ECONOMY of 1974 and the fi-

nancial problems developing there-
from were of a highly unusual nature.
We were responding to the changes in
the energy situation and the sharply
higher prices for oil, natural gas and
their products. And these responses
brought even more rapid rates of infla-
tion throughout the economy. The con-
struction industry fell to quite low lev-
els as prices of houses rose rapidly and
credit became less available to home
buyers in this period of high and rising
interest rates reflecting, again, the dis-
intermediation of funds from thrift in-
stitutions.

The international developments rein-
forcing inflationary trends include the
coincident cyclical positions of the in-
dustrial countries, the pressure for re-
cycling petrodollars and the uncertain-
ties originating in the changing interna-
tional monetary reaction to floating
rates. There were rapid and wide gyra-
tions of exchange rates which kept the
markets off balance and increased the
uncertainties for dealers in exchange
and for the exporters and importers of
goods throughout the world.

The instabilities in our domestic
economy were accentuated by the po-
litical problems of the year and by the
shortages of basic raw materials early
in 1974, with the subsequent over-or-
dering which created a massive inven-
tory buildup. Recognizing these and
other major difficulties in the economy,
I want to write about the responses of
the financial institutions in meeting
these problems.

In evaluating the responses, | intend
to appraise four areas which | will call

the four “cs”—conceptualization, con-
trol, constraint and caution.
Conceptualization represents plan-

ning—the need for careful planning of
forward actions by managements of
banks to the changing economic and
financial conditions of an economy in
transition is a clear lesson of history.
It seems to me that most of us, includ-
ing bank managements, spend too

MID-CONTINENT BANKER for May 15,

By PHILIP E. COLDWELL
Member, Board of Governors
Federal Reserve System

much time reacting instead of plan-
ning. Without carefully conceived
plans and programs to meet changing
situations, bank managements are con-
stantly fighting fires and adjusting poli-
cies to day-to-day situations.

By April of 1974 it took no special
insight to know that the banking sys-
tem was going to have to respond to
another period of monetary restraint.
Some banks were able to plan their
programs in such a way as to be able
to respond appropriately when exces-
sive demands for credit hit their banks
and a rising proportion of outstanding
credit commitments were drawn down.
In too many banks, planning ahead to
conceptualize the framework within
which they must operate was merely
a day-to-day response of business as
usual and meet all the demands pos-
sible by borrowed funds, issues of new
CDs, purchase of federal funds, or
even Eurodollar acquisitions.

Too many banks relied too heavily
upon an upward ratcheting of interest
rates to control credit extensions, with-
out giving sufficient thought to the type

Mr. Coldwell’s remarks were de-
livered recently at the district meet-
ings of the Texas Bankers Association.

1975

of credit commitment they were ex-
tending nor the type of borrower being
accommodated. Planning for future ac-
quisitions by holding companies both
in foreign operations and domestic ad-
ditions also was often inadequate and
inappropriate to the developing situa-
tion and its problems. It almost seemed
that some bankers cared little about or
understood the necessity for the inter-
nal balance of assets, both in maturity
and product mix.

Planning for additions to capital was
especially weak. Now, | grant that
markets were poorly placed to accom-
modate new capital issues, but few
banks took actions in the areas where
they did have control, such as volun-
tarily retaining earnings to boost cap-
ital and limiting asset growth until
capital and liquidity became sufficient.

The first step in adequate bank man-
agement response to a developing situ-
ation should have been for planning
and conceptualizing the salient features
of the economy to which it must re-
spond. But often a satisfactory response
in this area was counteracted by a poor
response to the second “C,” that is, in
their follow-through in controlling the
activities of the banks.

Bank after bank found itself in a po-
sition heavily funded by short-term
funds because it did not adequately re-
view and limit the extensions of credit
or the commitments made by its man-
agement to would-be borrowers. 1
know that many bankers would re-
spond that they were merely accom-
modating the credit needs of their reg-
ular borrowers and that credit commit-
ments were made in past years when
expansion was the rule of the day. But
I submit that a careful well timed man-
agement response to the situation
would have curbed credit commitments
and found ways to curtail them in the
face of a reduced supply of credit and
a period of monetary restraint.

Control was insufficient in the area
of foreign activities where banks, par-
ticularly subsidiary banks of some of
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the large bank holding companies, per-
mitted officers to engage in foreign ex-
change operations with neither controls
nor adequate caution as to the type of
currencies being acquired nor the open
positions to which the bank might be
exposed. It is probably true that the
weaknesses of any organization and
especially one so highly service orient-
ed as banking become evident largely
in periods of stress. However, | believe
that such periods of stress in the past
have shown these same weaknesses,
and yet some bank managements have
been slow to respond to such develop-
ing problems and have failed to pro-
vide adequate controls or place limits
on their positions.

For a few banks, even the control
of day-to-day operations seems to have
slipped this past year and some of their
control procedures seem to be inade-
guate for modern day banking. The
sheer growth of banking operations, the
increased check processing, cash han-
dling, credit commitments and repay-
ment schedules have not been ade-
guately supervised. It is not sufficient
to develop a control program and walk
away from it without careful supervi-
sion and external audit checks. In a pe-
riod of rapid changes in banking and
of changes in the market places within
which banks must do business, controls
must be enforced with great diligence
and control procedures continually up-
dated to maintain efficiency and ef-
fectiveness, and to permit management
supervision of a growing institution.

The need for continued attention to
the adequacy, effectiveness and en-
forcement of controls is a lesson which
banks should have learned from prior
periods of stress but certainly from the
pressures of 1974. Hopefully, some will
learn in rapid fashion for there are still
banks presently in need of the develop-
ment of such controls to correct back-
office problems.

Our third lesson from the 1974 text-
book of banking and financial develop-
ments can be represented by the word
“constraint,” which, in the context used
here, means public service constraint.
It means self restraint for the economic
statesmanship required of the banking
industry and it may mean limiting prof-
its, interest income and even operating
revenues to contribute to the higher
goal of economic stability in the na-
tion.

| recognize that the individual bank-
er seeks a bottom line maximization
and | recognize that the banking indus-
try is now moving largely from owner
operators to professional managements.
But | also know that the banking in-
dustry is one of the most visible and
highly public service oriented indus-
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tries of our nation. Its public responsi-
bilities far exceed that of the normal
profit-oriented business, and may ex-
ceed those of other regulated indus-
tries. If banking does not live up to its
responsibility, the nation as a whole
will suffer. Under the pressures of com-
petition, many banks have been un-
willing to constrain their profit-making
activities for the benefit of the nation
as a whole and have operated “busi-
ness as usual” with growth and bottom-
line expansion as the sole targets.

Constraint is difficult but it is one of
the hallmarks of an enlightened bank-
ing management and a public service
oriented institution. One can wonder
aloud about those banks that rely ex-
cessively on purchased brokered funds
or the banks on the other end of the
transactions who sell most of their sur-
plus funds into the federal funds mar-
ket with too little regard for adequate
servicing of local credit needs. Con-
straint means saying no to some bor-
rowers for the benefit of the nation and
the banking institution.

In another context, constraint means
careful response to the problems of
banking. Far too many bankers become
back yard gossipers about the alleged
problems of other banks or bank cus-
tomers. Time after time the difficulties
of a particular bank were exacerbated
by the Monday morning quarterbacks
and the gossipy old hens of the bank-
ing industry. The efforts of the regu-
lators to aid in the correction of indi-
vidual bank problems have been par-
tially frustratel by the public gossip
of other bankers. It is long past time
when bankers should recognize that the
problems of one unit are the problems
of the industry and that the failure of
one compounds the difficulties of all.
I cannot say in too strong terms that
gossip has no place in a responsible in-
dustry of professional leaders. It is de-
meaning to the industry and all within
it to gossip about the problems of indi-
vidual units.

Finally, it seems to me that another
lesson not well learned by bankers in
1974 was the need for caution. It
would have seemed logical to me that
banks and bankers would have injected
a considerable degree of caution into
their operations and handling of bor-
rowers and credit extensions this past
year. But insufficient caution was exer-
cised by too many with a result that
expansions of credit in both over-all to-
tals and in specific areas became a na-
tionwide problem. It is of course easy
to generalize the headline problems of
a few banks and certainly the banking
industry as a whole is not in the kind
of operational or credit condition that
these banks represented. But there are
a number of other banks whose posi-

tions need strengthening and they
should learn from the troubles experi-
enced by others.

There are likely to be large loan
losses recorded as banks report their
year-end data. It is also apparent that
a good many of such losses will be
coming from the real estate and con-
struction industries. One can sympa-
thize with those banks that sought to
help the construction industry in their
communities and extended credit for
back-up lines of commitments, only to
find that financial conditions beyond
their control caused cash flow prob-
lems or even failures.

But it is hard to extend much sym-
pathy to the bank that merely accepted
the credit appraisal of another financial
institution and made no effort to cross-
check the validity of those appraisals
or to review and reappraise them as
changing conditions impacted upon the
construction industry. A generous mea-
sure of caution would have brought
bank managements into a posture of
checking, double checking and re-
checking every major line and assuring
themselves that bank funds were being
adequately safeguarded with additional
collateral as needed and take out com-
mitments reinforced.

Another type of credit problem sur-
facing too often these days is self-deal-
ing loans to directors and shareowners.
It would seem to me that such loan ac-
tivity should have been limited severely
in the difficult times of recent years.
Excessive credits to directors and their
industries can only bring grief to the
bank if nothing else than by the ap-
pearance of self-dealing. Similarly,
over-concentration of credits in a par-
ticular industry was a special problem
for some banks this past year. A bal-
anced portfolio of loans is still a de-
sirable objective and one particularly
appropriate in periods of economic
stress.

In still another area, it would seem
to me that adequate caution would
have required directors of banks and
other financial institutions to insure
that their managements were on top
of all situations and preparing reason-
able forward plans to meet developing
contingencies. Perhaps as a fallout to
the shift from owner-management to
professional-management, some bank
directors do not seem to have adequate
control, interest or even information to
appraise the adequacy of their manage-
ments and assure themselves that man-
agement is doing a proper and respon-
sible job.

It has been, and continues to be,
axiomatic in banking that management
is the critical key to the progress, safe-

(Continued on page 26)
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LEFT: Frank S. Craig Jr. (1.), pres. & CEO, and Donald F. Gerald, exec,
plans for
communications and selling skills program with Sally Lay, bank train-

v.p., Fidelity Nat'l, Baton Rouge, approve

» W

ing coordinator.

implementing
ing program.

RIGHT:
Group, lectures at leaders workshop prior to implementation of train-
Leaders are managers of branches or departments.

sAislis NHMMEM |

M

Bruce Krueger, instructor for The Innovative

Customer Communication Training Program
Develops Employee Selling Skills

F A PERSON should drop into any
I one of the 11 offices of Fidelity
National, Baton Rouge, La., and could
snoop a bit behind the scenes, he’d
probably be surprised by the sight of
a raft of shiny new decals plastered
about.

Placed on desks, telephones and at
tellers’ windows, these stickers contain
a list of basic principles governing com-
munication with the bank’s customers.
While none of these guidelines offers
any special magic, they do present log-
ical step-by-step reminders on how
to effectively communicate with cus-
tomers, beginning with a proper greet-
ing and ending with the sale of new or
additional bank services.

The placement of these stickers is
not the only noticeable change at Fi-
delity. Bank personnel, from branch
managers to tellers and bookkeepers,
have a new attitude which reveals itself
in many day-to-day employee interac-
tions. And it all stemmed from a train-
ing program recently developed for the
bank by The Innovative Group, a man-
agement consulting firm in La Jolla,
Calif.

To wunderstand how this program
came about, what it involved and what
the benefits to the bank may turn out
to be, it is helpful to realize that Fidel-
ity National is a progressive institution

run by some rather far-sighted execu-
tives. Although the bank, headed by
President and Chief Executive Officer
Frank S. Craig Jr., was already on the
upswing, employed about 400 people
and had just opened its ninth office, it
was on the threshold of a major, new
marketing thrust. Until 1974, it had
concentrated on service to the corpora-
tions and business firms in the east
Baton Rouge Parish area. To further its
growth, Mr. Craig, along with bank
board members, decided to make new
customers of the individual consumers
in the area and, in keeping with this
policy, instituted a number of special
consumer-oriented services.

During this same time, Ralph H.
Sims, Fidelity’s vice president of ad-
vertising and public relations, heard
about a program in communication and
selling skills being offered by the Cali-
fornia firm. He invited Jack Hayes, In-
novative’s president, to Baton Rouge
to discuss the program. However, this
consulting firm’s approach to selling its
services differed somewhat from the
typical.

Prior to meeting with Mr. Sims and
bank management, Mr. Hayes’ people
performed a “shopping” survey in
which they posed as prospective bank
customers, making in-person and tele-
phone inquiries about the bank’s ser-
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vices. Then, when Mr. Hayes met with
other bank officers, he asked these exec-
utives to express their opinions regard-
ing the communication skills of their
customer-contact personnel.

More specifically, he had them an-
swer a set of questions such as, “What
percentage of the time do you believe
that your customer-contact people:

= Speak clearly?

e Ask probing questions to deter-
mine the customer’s needs?

= Ask for the business?”

Mr. Hayes then compared responses
to these questions with results of his
communication effectiveness evaluation

Desk plaque serves as reminder to employees
to practice basic steps of improving communi-
cations and selling skills.
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(a formal tag for the shopping survey).
The reaction of this senior management
group, according to Mr. Sims, was
“shock at the weaknesses of our people
in communication and selling skills.”

As a result of this disclosure, fol-
lowed by the presentation of possible
solutions to the problem, Fidelity
agreed to have The Innovative Group
develop an improvement program
tailored to the bank’s needs. The firm
had implemented similar programs for
approximately 30 banks and 14 savings
and loan associations.

More importantly, according to Mr.
Sims and to Sally H. Lay, director of
educational programs, the communica-
tion and selling skills program ap-
peared to have “more of a lasting value
than the purely motivational type train-
ing programs to which we had previ-
ously been exposed.” Mr. Sims added,
“It made us realize that our greatest
asset is our own employees.”

Digesting Fidelity’s particular re-
quirements, The Innovative Group de-
veloped a two-part program which was
subsequently presented by the latter’s
specialists, Bruce Kruger and Jack
Mason.

The first session, a half-day period
called the “Top Performers’ Work-
shop,” addressed those customer-con-
tact people who had performed well
on the shopping survey plus others se-
lected by the bank as strong contrib-
utors—a total of 14 people.

The second session, two days in
length and designated as the “Leaders’
Workshop, was conducted for approx-
imately 36 of the bank’s branch mana-
gers, assistant managers, department
heads and assistant department heads;
those people who would be responsible
for conducting bank-run learning ses-
sions for most employees.

The top performers’ workshop was
a loosely structured session in which
the employees—made aware of how
they were selected, including details
on the shopping survey—were stimu-
lated to help determine what training
aids were needed and to help develop
a logical, bank-compatible approach to
better communication and selling skills.
Most of these “top performers” were
aware that the bank wanted to improve
customer service, but they also recog-
nized that no one had specifically in-
structed them how to do this. In addi-
tion, as top performers, these people
had good communication skills, but
generally lacked an understanding of
how they fit into the bank’s selling pro-
cess.

During the session, these people
were exposed to principles of behavior-
al science and then were given a pre-
view of the comprehensive sessions to

24

be held for the other employees. In
recognition that these individuals could
contagiously influence their colleagues,
they were encouraged to publicly voice
their opinions of the program and the
potential benefits. Portions of this ses-
sion were videotaped. Their supervisors
were shown the video-tapes and made
aware of the enthusiasm of these em-
ployees for producing more effective
service.

Miss Lay, who coordinated the pro-
gram for the bank, had the highest
commendations for Messrs. Kruger and
Mason for their ability to get the par-
ticipants involved and, particularly, for
their use of open-ended questions. One
which stuck in her mind was, “What
unique services does the bank offer?”

The answers given to the question
made the participants realize that they
knew more about the bank than they
thought they did. “We’ve got midnight
teller service,” said one. “We offer a
24-hour Tel-a-bank service,” added an-
other. And a third said, “We offer free
checking accounts for senior citizens,
for the 18 to 25 age group and for non-
profit organizations. We must be the
friendliest bank in town!”

These answers also made the partici-
pants realize that they knew a great
deal about the services even though
they seldom told customers about
them.

Following this half-day session, the
two-day managers’ training was given.
This session (identified as the “training
the trainers” workshop) was broken in-
to two parts—an introduction on the
first day and “hands-on” practice in
leading small group learning sessions
on the second. The introduction in-
cluded a review of the shopping sur-
vey, the bank’s basic communication
and sales objectives, advances in learn-
ing theory and means of creatively
solving problems.

The second day was primarily devot-
ed to role playing. Managers alternated
as leaders and “staff members,” using
handbooks, visual aids and a set of
audio cassette tapes provided by The
Innovative Group.

The handbook and tapes presented
a systematic approach to practicing
customer interaction and skills and cov-
ered the following major steps: Greet-
ing the customer, identifying yourself,
probing the customer’s need, present-
ing services to meet the need, translat-
ing service features into customer bene-
fits, achieving agreement or decision,
applying cross-selling techniques.

At the end of this session, each man-
ager was requested to complete a sim-
ple questionnaire which asked, “In your
opinion, what additions would make
this program more effective?” Surpris-

ingly perhaps, few respondents sug-
gested such typical answers as “better
training facilities” or “more time for
training.” Instead, approximately 55%
indicated their belief that the program
would not work without the involve-
ment and total support of highest-
echelon management.

For this reason and because the “top
performers” had evoked similar senti-
ments (which seems to speak rather
well for the bank’s working environ-
ment), The Innovative Group devel-
oped a third session called the bank of-
ficer’s seminar and presented it about
five weeks later. Covering much of the
ground of the earlier sessions plus a re-
port on employee progress and enthusi-
asm, this session for the president and
all vice presidents resulted in unanim-
ity of program support and awareness
at every level of the objectives and
methods.

Representative of opinion at this up-
per level are the comments of Presi-
dent Craig. “We had investigated quite
a number of motivational programs,”
he said. However, the communication
and selling skills program provided us
with an organized format for develop-
ment of leadership and communication
skills. It gave us a clear point of refer-
ence for improvement of our services
to our customers.”

Although it is probably too early to
assess the total impact the program
will have, the program has already
stimulated a number of positive reac-
tions.

For example, a number of employ-
ees had become concerned about the
many potential customers who did not
receive immediate attention by the per-
son or department appropriate to then-
need. As a result, the bank is working
on faster response to inquiries.

Other employees have expressed se-
rious interest in learning more about
bank services than those in which they
are directly concerned.

Another measure of program effec-
tiveness is said to have come from
competitive banks in the area. One
bank wanted to hire away a Fidelity
employee who had been extra courte-
ous and informative. And an employee
of another bank was so impressed with
the new look that she promised to open
an account with Fidelity.

In short, the Fidelity people appear
to have developed a new awareness of
both their fellow employees and cus-
tomers. One teller, in fact, proclaimed,
“I’'m going to treat every customer as
if he had $1 million in our bank.” * *
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In-House vs. Service Bureau Requirements, Costs

To Market Automated Customer Services

UWHOM DO | need and what are

VW my projected expenditures in or-
der to successfully market data process-
ing services?”

This is a question often asked us by
Mid-Continent-area bank officials ex-
ploring alternative ways to offer com-
mercial data processing services.

As a nationwide supplier of data
processing services to banks and their
depositors, we have found that Mid-
Continent-area banks are concerned
not only with the cost, but with the
time and personnel required to develop
and provide a competitive automated
customer services program.

To understand fully the significance
of these concerns, some background on
why banks provide automated custom-
er services (ACS) and how service
bureaus enter the picture is both nec-
essary and revealing.

Since the mid 1960s, many banks
with data processing departments have
found their own data processing equip-
ment was not being used to full capaci-
ty. By offering ACS, the banks hoped
to fill the “hardware,” build a stronger
commercial depositor dependency, at-
tract new commercial accounts and,
hopefully, turn a profit.

Unfortunately, these banks found
that their customers’ data processing
needs began to exceed the bank’s origi-
nal commitment to data processing
services. For example, most banks initi-
ally provided a single service such as
payroll, but their ACS customers want-
ed labor distribution, accounts payable,
accounts receivable or general ledger
and financial accounting services. ACS
customers were often heard to say,
“You do our payroll, you should be
able to provide services for our other
needs.” The chance that banks might
jeopardize deposits and profitable
banking business because of an insuffi-
cient ACS program became a concern.

Moreover, banks without data pro-
cessing departments were finding that
in order to remain competitive in the
commercial deposits marketplace, they,
too, had to offer ACS.

The problems faced were serious
enough to cause many banks to seek
outside solutions from service bureaus.

These banks found more than one
option open to them. For example,
banks wanting to maintain a “total con-
trol” image with their customers could
enter into what we call a “manufactur-
ers arrangement.” Under this arrange-
ment the bank maintains complete ac-
count control, selling the services to the
user and, if it wishes, subsequently
handling customer training and servic-
ing requirements.

Service Bureau Co. (SBC) acts as
a “manufacturer” of the services pro-
vided to the customer by his bank. Our
applications, programs, educational and
reference materials, procedures and
“know-how” are utilized by the bank.
Marketing training, applications train-
ing and the required skills needed by
the bank to offer an effective ACS pro-
gram are provided by SBC.

The bank bills its customer, the
“user,” for the services provided. We,
in turn, bill the bank at our special
bank services rate.

Or, if a bank decides it is in its best
interest, SBC assumes full or partial
responsibility for marketing and cus-
tomer servicing. These banks enter into
what we call a “referral” arrangement.
Under this arrangement, the service
bureau marketing and servicing repre-
sentatives work directly with bank call-
ing officers to develop an effective
marketing program in which the bank
derives the benefits of offering SBC'’s
applications and expertise to its cus-
tomers.

For its assistance, the bank receives
a new account “commission” plus a
percentage of the processing revenue
for each customer referred with whom
SBC enters into a contract.

Whether the arrangement is “manu-
facturing” or “referral,” banks find out-
side services helpful in three particu-
lar areas:

= Eliminating the substantial cost
and time required to develop and ef-
fectively market a full line of ACS ap-
plications.

By S. CRAIG HEARNE
The Service Bureau Co.
Greenwich, Conn.
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= Providing the expertise and know-
how required to successfully provide
a viable “full service” ACS program.

e Providing the marketing support
to help become adept in an unfamiliar
marketplace.

Important considerations in any
bank’s determination of its best course
in ACS are the personnel and market-
ing support expenditures involved in
the different alternatives. Let’s examine
those considerations.

In attempting to market ACS, banks
find they need a marketing staff that
requires capabilities beyond and unlike
those of traditional banking services,
in that they must have skills not only
in data processing, business procedures
and accounting, but, just as important-
ly, they must be professional marketers.
Historically, banks have found it diffi-
cult to retain good marketing repre-
sentatives due to the limited bank ca-
reer growth available in ACS.

In addition, significant resource is
required to handle quality control and
customer servicing functions. Again,
this is outside of the realm of tradition-
al banking operations. These persons
are often required to work on the cus-
tomer’s premises to provide training
and assistance to the customer’s person-
nel. These persons have to be profes-
sionals, capable of solving a client’s ac-
counting, record keeping and manage-
ment information problems.

There is also the need for a continu-
ing management commitment to ACS.
Since ACS are outside the mainstream
of banking activity, finding capable
management in this area is often a
problem. This manager needs, in addi-
tion to data processing and sales skills,
experience in marketing, finance, edu-
cation, advertising and product promo-
tion.

And finally, a substantial and on-
going commitment of personnel and re-
sources is needed in product research
and development to maintain and con-
tinually enhance present services and
to develop new services.

Besides salaries for marketing and
technical personnel, considerable over-

head expenditures in management
time, clerical support, building space
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"Revenues from data processing services offered by
banks are expected to increase dramatically in the next

three to four years.”

and materials must be assumed.

Let’s look at the service bureau al-
ternatives many banks have elected.

Under the “manufacturing” arrange-
ment described previously, the bank
still bears the expense of its own mar-
keting and/or customer servicing staff.
We provide training on an ongoing
basis for a bank’s noncontact employ-
ees (bookkeepers, accountants, cash-
iers) and contact employees (loan of-
ficers, branch managers, etc.). The ob-
jective of this training is to provide
these people with the ability to recog-
nize a potential ACS customer and to
then refer this prospect to the appro-
priate “closer” in the ACS marketing
department.

Under the terms of a “referral” ar-
rangement, SBC trains both the con-
tact and noncontact employees so that
they may refer customers to SBC’s
marketing department. We have found
it useful to develop marketing pro-
grams in conjunction with the bank’s
marketing department, utilizing bank
calling officers and SBC marketing rep-
resentatives. In this sort of program,
a bank can utilize its own strengths in
marketing as well as those of SBC, plus
having SBC’s customer training ex-
pertise.

In both arrangements, banks receive
the full benefits of our product research
and development operations, eliminat-
ing the accompanying enormous per-
sonnel and support expenditure for the
bank.

Another area that banks have found
service bureaus to be helpful is in ad-
vertising and sales promotion.

The need to advertise and promote
becomes a significant factor. Develop-
ment of a campaign to challenge com-
petitors is not only a costly proposi-
tion, but again requires ACS expertise,
which many banks do not have.

We have found the key aspects in
developing an advertising campaign to
be:

* A coordinated campaign of news-
paper and business periodical advertis-
ing in conjunction with direct mail ad-
vertising.

* Product services brochures to be
used by bank ACS representatives and
calling officers in their customer call
programs.

* Statement stuffers, counter pieces
and direct mail pieces to be used as
part of a coordinated depositor cover-
age program.
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= Presentation materials to be used
in presenting ACS, such as desk top
flip chart presentations, and audio-
visual materials such as slides and foils
for presentations to large groups.

These are the necessary tools that
are required to effectively market data
processing services. The development
and production costs exclusive of me-
dia and printing can run well in excess
of $20,000 for each application service
offered.

National service bureaus, such as
SBC, on the other hand, are developing
these materials for a large number of
customers and can consequently spread
the cost over a large base.

Promotional material provided by a
service bureau varies with each firm,
but I can comment on what SBC pro-
vides for its banking customers. We is-
sue a comprehensive promotional kit
geared to tell the bank’s story, not
SBC’s, to the bank’s marketplace under
both the “manufacturing” and “refer-
ral” arrangements. This “banking ser-
vices promotional kit” provides news-
paper ads, direct mail pieces and rec-
ommendations for direct mail cam-
paigns, a full line of service brochures
for every product and counter display
materials. SBC also provides extensive
audio-visual sales aids, such as slide
presentations.

The goal is to create awareness that
a full line of ACS is available to the
commercial depositor through his bank.

Revenues from data processing ser-
vices offered by banks are expected to
increase dramatically in the next three
to four years.

Independent research organizations
have forecast increases as much as
260% by 1979. Surveys taken by the
ABA have also indicated a dramatic in-
crease in the emphasis banks will be
placing on ACS during this same time
frame.

It now seems clear that banks are in
the data services business to stay and
all indications from our offices support
this trend in the Mid-Continent area.

Banks will be offering more services
to a wider segment of the marketplace.
Competition for the businessman’s de-
posits will become more intense.

As a result, the need for new ser-
vices, professionally marketed, with ef-
fective advertising and promotional
programs will be more important than
ever.

The resulting expertise and expendi-
tures required by these services will,
we believe, cause more and more banks
to look for outside service bureaus for
solutions to these requirements. * *

Financial Lessons
(Continued from page 22)

ty and prosperity of the institution.
Meeting the economic, financial and
organizational pressures upon the insti-
tution and its policies are the tests of
management and too many manage-
ments had low scores on these tests in
1974. In fact, management develop-
ment is a key problem of banking as
it faces the challenges in the decades
to come. In my opinion, the training
of new and competent management has
not been given adequate attention by
the banking system, and will need a
great deal more attention in the future.

Perhaps of even greater importance
was the needed attitude of caution
respecting management competence.
Continuous appraisal of management
capabilities and performance is a char-
acteristic of an enlightened board and
action to remove an incompetent or
hazardous management is the true test
of such a board. Unfortunately man-
agement removal is such a traumatic
experience that boards are loathe to
take the action.

Moreover, with directors largely se-
lected by management and listening
to the explanations of management, the
directors’ loyalties and lack of indepen-
dent information or appraisal interferes
with their handling of director respon-
sibilities. With the very public exam-
ples of the past year where bank man-
agements were kept on the job long
beyond the time when incompetence
or unsound banking practices were evi-
dent, one could hope that every board
would look carefully at its own man-
agements and bank condition.

In summary, conceptualization, con-
trol, constraint and caution are syno-
nyms for policies which should have
been exercised to a high degree by
banking in 1974. To those of you who
did the job, my sincere congratulations.
To those who did not, | hope you have
learned these lessons just as we in the
regulatory agencies will need to learn
them. We are all involved in maintain-
ing the ongoing health, vitality and
progressiveness of this highly public-
service oriented industry and for the
benefit of our nation let us resolve to
learn from our mistakes of past years,
and repeat as few as possible in coming
years. < *
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Syndicated Commercials:
Good for Your Bank?

T ONE TIME or another, most

bankers have considered the use
of syndicated advertising. It seems that
every other day an unsuspecting secre-
tary opens the mail to find a new “Pro-
gram Just Released.” Or maybe some
salesman comes strolling into your of-
fice with a fistful of promises—and
goes strolling out with a signed con-
tract and a big chunk of your ad bud-
get.

The phrase “syndicated advertising”
brings to mind a negative connotation
for many bankers. | feel that this is
both understandable and unfortunate.

We have plodded through mounds
of syndicated materials, the major por-
tion related to newspaper advertising.
In fact, the phrase “syndicated adver-
tising” most often conjures up scenes
of print campaign after print campaign.

And now, more and more often,
we’re seeing radio jingles pave the way
into “our” syndicated trade. Just turn
your radio on. You’ll undoubtedly hear
10 different ways of describing our
venerable institutions in song. One-
word themes or catchy phrases in every
kind of music from hillbilly to soul
mark the acceptance we as bankers, in
general, have given this form of syndi-
cated advertising.

So, we can expect to be called upon
to look at 12 newspaper campaigns
and listen to five radio jingles a month
—right? Not quite, I'm afraid. You're
forgetting that multi-faceted, vast-
reaching electronic purge—television.
You guessed it—now we have to sit
down to evaluate a syndicated televi-
sion campaign.

By H. PHILIP HOWE
Chairman
Kansas State Bank
Manhattan

Most of us have had some sort of ex-
perience with TV advertising. We've
long since reassessed our understanding
of local advertising; and, although a
few of us still balk once in a while, we
are convinced that we really are spend-
ing that money to reach more of our
audience with greater effectiveness.
But a syndicated television commercial
—can it work?

Although it’'s sometimes mind-bog-
gling to try to sort out the myriad of
material available or to decide if there
is really anything you’re trying to say,
I would advise that it’s well worth all
the trouble.

Certainly, many of the campaigns
simply do not project the look or the
feeling you want your bank to have.
Some seem to have a “canned” appear-
ance—too general or too impersonal.
Some are too expensive. Others are
simply mediocre.

MID-CONTINENT BANKER for May 15, 1975

However, we've all seen good pro-
grams, too—the ones that work. Per-
haps we need to be more aware of our
own needs and be more intelligently
discerning as we look at the available
material.

Seeing the potential in a prospective
syndicated campaign is not a simple
matter. It takes the awesome processes
of visualization and creativity to imag-
ine the campaign personalized for you
—to picture it becoming “yours.” The
actual work of personalizing a syndi-
cated campaign, however, is a relative-
ly simple matter. It can be accom-
plished with the help of your advertis-
ing agency or the newspaper, radio or
television people you work with. The
artist, the copywriter, and the TV pro-
duction man will help you make the
elements of the syndicated campaign
work the way you want them to work
to meet your bank’s specific needs.

If it involves that much, you may
ask, why can’t | just create my own
and forget syndication. The answer—
you can. However, it has been my ex-
perience that using good syndicated
material can prove just as effective and
be much less expensive; and often, as
in the case of television commercials,
I can get special techniques and a pro-
fessional look that | simply can’t get
otherwise for the money.

For the past couple of years, our
bank has been using a syndicated radio
jingle and theme (print logos includ-
ed) from The Professional Advertiser,
Inc., based in Manhattan. Last fall, the
firm introduced a television campaign.
The program is syndicated, which
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means, as in regard to other media,
that it was produced and designed to
be used by a multitude of banks across
the country.

Admittedly, | .wondered about the
necessary generality of such a cam-
paign and worried about its possible
‘canned” appearance—but | wanted to
see it. Now we’re using it. This particu-
lar set of television commercials elimi-
nates much that concerned me.

A total of five commercials is offered.
Three are ready to air with the addi-
tion of our copy and logo as we want
it. The other two spots are open/close
commercials, “doughnut” or “sand-
wich” commercials, as they are some-
times called. That is to say, each of the
commercials has a predesigned “open”
of several seconds and a “close” of the
same scene. The time between the
open and the close can be used to fea-
ture current premium items, employ-
ees, promotions and the like, by means
of slides, camera cards, a live announc-
er or film that is on hand at the bank,
etc. So the open/close concept not
only allows flexibility; but the commer-
cials can be made into either 30-second
or 60-second spots—even 10-second
ones if that’s what we want!

For example, we recently offered a
color TV as “prepaid interest” on sav-
ings. Our first television spot was made
up of one of the open/close commer-
cials, using a well known local figure
“in the center” to do a personal expla-
nation of the offer. When we needed
a shorter version for a certain time slot,
it was simply a matter of asking our ad
agency to make the existing one-min-
ute commercial into a 30-second com-
mercial. The commercials looked good,
were economical to produce—and they
worked!

This particular syndicated package
also included a jingle with the televi-
sion commercials. We use it with our
TV spots as well as on radio to help
tie our advertising together. There are
16 different versions of the jingle and
music, so we have a variety of material
to work with.

All in all, we have been pleased with
the quality and the utility of the com-
mercial package.

Kansas State Bank was chartered
only six years ago and is the newest
bank in Manhattan. There are three
other banks in town, drawing from an
area of about 100,000 people. We are
a small bank, but we are considered
“the” suburban bank. Our nearest tele-
vision facility is in Topeka, about 50
miles away.

Television time, as we all well know,
does not come cheaply; so we are al-
ways looking for a way to keep our
production costs down. The syndicated
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package does just that. We have a va-
riety of material that is easy and eco-
nomical to use. Besides that, the com-
mercials have a professional look about
them that seems often available only
with network material.

We like the “image” the commercials
convey. The over-all feeling is that of
a people-concern; and we want our
bank to be thought of as concerned—
personal. The people in the commer-
cials are “real” people and the photog-
raphy and color are beautiful. The
open/close spots use a split-screen tech-
nique—the kind of production we sim-
ply couldn’t afford on an individual
basis.

Perhaps the most important advan-
tage of these commercials is that they
don’t have that “canned” look we’re all
so concerned about. With a minimum
of time and expense, along with some
creative and production advice from
our local advertising agency, the spots

do what we want—show our premi-
ums, our people, our own special im-
age. The program has real flexibility.

We've found that consistency in our
advertising is of vital and lasting im-
portance. By using the theme of our
campaign in all phases of our advertis-
ing—television, newspaper, radio, di-
rect mail and in-bank—we have a
more effective program. We back it
with good production and well planned,
consistent placement. We've found out
the hard way that theme-hopping and
slapped together commercials are not
the best way for a bank to spend its ad
budget.

In summary, we feel that using a
good syndicated program of television
commercials and a jingle has helped
us become more effective in our adver-
tising—and at the same time, has aided
us in becoming more efficient with our
advertising.

We tried it. We liked it! *

Aim of Newly Created FDIC Office
Is Protection of Bank Customers

HE FEDERAL Deposit Insurance

Corp. has established a special
“consumer affairs” unit, called the Of-
fice of Bank Customer Affairs. It will
report directly to the FDIC board and
will serve as a focal point for protect-
ing the legitimate interests of bank cus-
tomers in nonmember banks supervised
and examined by the FDIC.

Under the terms of Public Law 93-
637, signed into law by the President
last January, creation of a separate unit
within each of the federal bank regula-
tory agencies to “receive and take ap-
propriate action” on complaints with
respect to “unfair or deceptive acts or
practices ... by banks” is required. It
was indicated by FDIC officials that
the responsibilities of the new office
would not be limited to the unfair
practices described in the law or speci-
fied in regulations to be adopted later
this year by the Fed under the new
act.

The Office of Bank Customer Af-
fairs would also:

= Receive all bank customer com-
plaints and inquiries sent to the FDIC,
with responsibility for prompt investi-
gation and appropriate disposition and
for coordinating the work presently
performed within FDIC by members
of the Division of Bank Supervision,
the Legal Division and other personnel.

= Recommend to the FDIC board
proposed regulations and policy state-
ments applicable to nonmember banks

for the protection of bank customers,
e.g., in such areas as equal credit op-
portunity, fair housing lending, bank
advertising practices and real estate
settlement practices.

= Recommend to the FDIC board
formal enforcement action against non-
member banks where previous efforts
at voluntary compliance with the re-
quirements of “consumer legislation” or
bank customer regulations and policy
statements have been unsuccessful.

e Recommend to the FDIC board
special investigations and surveys re-
lated to bank-customer matters.

Officials of the FDIC also indicated
that the corporation will continue to
expect its examiners to determine the
facts relevant to a determination of the
degree of compliance by nonmember
banks with the protections afforded
bank customers in “consumer legisla-
tion,” applicable regulations and agen-
cy policy statements and to take rou-
tine steps to obtain voluntary compli-
ance if noncompliance is indicated. En-
forcement would be a responsibility of
the new office.

Pending the appointment of a full
time director for the new office,
Stephen C. Hansen, who now is special
assistant to the chairman, will take on
the additional responsibilities of acting
director. Mr. Hansen is a former New
York state legislator and, prior to join-
ing the FDIC in 1973, served as spe-
cial assistant to the under secretary of
Housing and Urban Development. * *
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all Maurine

When Red and Wilbur Waters are out, Maurine minds the bank,
those matters that relate to correspondent banking.
After many years of experience

in dealing with various divisions of

Fourth National, Maurine

Berry knows the ropes.

No matter what co-bank

service you need,

Maurine knows how

to get the job done.

If Red and Wilbur

re out, call Maurine.

You might like her

better than

Red and Wilbur

anyway!

Fourth

National Bank
Member FD IC

Call Maurine, the better banker’s banker.

*
TULSA, OKLAHOMA
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Kansas Banker Plugs Advocacy Advertising
To Give Public Free Enterprise Story

HEN WAS the last time your
bank ran an advocacy advertise-
ment?

A what?

Advocacy—or awareness—advertis-
ing by banks is not prevalent in many
places today, according to Clifford W.
Stone, chairman, Walnut Valley State,
El Dorado, Kan.

But one place advocacy advertising
is evident is EI Dorado. For Mr. Stone
is a strong believer in presenting argu-
ments supporting the free enterprise
system. He doesn’t just present them
in conversation or in speeches to civic
groups. He presents them in the form
of bank-sponsored advertisements in
the local press. In fact, more than 10%
of his bank’s annual advertising budget
is spent for advocacy messages.

And Mr. Stone says he has never re-
ceived criticism for his project.

“Just as the lives and well being of
the passengers on an ocean liner are
very much dependent upon the preser-
vation and safe conduct of the vessel,
so are we, journeyers in the American
Way, dependent upon the integrity of
its framework,” Mr. Stone said.

And that’s why Walnut Valley State
embarked on a program of dedicating
a portion of its advertising and public
relations efforts and budget to present-
ing explanatory reminders to the public
of the bare principles existing among
the variegated details of different busi-
nesses, according to Mr. Stone.

“In an age when ‘one man-one vote’
is of overriding concern to those who
make the laws under which our eco-
nomic system operates,” Mr. Stone said,
“business cannot afford to neglect any
precaution against the voters voting the
enterprise/incentive system out of ex-
istence—to everyone’s detriment.

“Our plan of action is based upon
a constant and continuing search of all
forms of written communication com-
ing our way for articles or advertise-
ments that tell a facet of the enter-
prise/incentive stoiy in a succinct and
interesting way.

“When we find something germane
to the issues involved, we seek permis-
sion to reproduce the material (with
full attribution) in our advertising.”

Among the ads sponsored by Walnut
Valley State in jrepent months were “A
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By JIM FABIAN
Associate Editor

Look at the Fuel Crisis,” written by a
geologist at Kansas State University.
Purpose of the message, according to
Mr. Stone, was to place the topic of the
fuel crisis in perspective, to enable the
citizens of EI Dorado to learn the facts
and form their own conclusions, rather
than be unduly influenced by one side
or the other.

Another ad presented “A Look at
DDT,” which reviewed some of the as-
pects concerning the pesticide problem.
Mr. Stone chose this subject as a
means of rebuttal to what he terms
one-sidedness on the topic by TV com-
mentators. As a farmer, Mr. Stone be-
came annoyed at those who would ban
DDT and thereby “run the real risks
of seriously reducing crop production
and increasing insect-borne diseases.”

Another advocacy ad took “A Look
at Oil and Profits,” which was designed
to present the opposing view to that
which condemned oil companies for

“If Our Government Shut The Door
On Exports,

Wouldn’'t My Food Be Cheaper?”

Farm exports have greatly helped the
U.S. balance of payments and without
exports the dollar would be in very serious
trouble. Inflation would be more rampant
than it is now and imports would cost
you more,

Look around your house and see all the
imported items you enjoy. How are ve
going to pay for them unless we have some-
thing to ship overseas? And what better
way dowe have to pay the bill than to
export farm products from our highly
productive agricultural plant?

Perhaps temporarily, but in the long-run
it would raise food prices.

Notonly that, but such a drastic action
would reduce the number of jobs in
shipping, processing, marketing, banking
and other activities. Someone inyour family
might hold one of thesejobs now.

Exports take the harvest from one out of
four acres of American farms and
these acres would be idled because we
cannot consume here at homeall that
farmers can produce. The costs of govern-
ment farm programs would rise and so
would taxes to pay for them.

One of three advocacy ads published by Wal-
nut Valley State on the topic of food prices.
Ads were lauded by Kansas Bankers Associa-
tion, which urged member banks to reprint
them locally.

making excess profits due to the fuel
shortage.

An ad entitled “A Look at Beefeaters
vs. Beef Feeders” was published, Mr.
Stone said, “to bring home the fact to
the public that the one sure way to
have lots of good quality meat is to
have lots of people making a profit out
of producing meat.”

The bank departed from its usual
advertising format to publish a list of
important events in the history of the
U. S. The ad bore the intriguing title
“Hardship and controversy are part of
our American heritage. So is overcom-
ing them.” Mr. Stone said that “these
great and not-so-great moments in
American history serve to remind us
that even in the face of adversity
America has always emerged a strong-
er nation.”

The president of Kansas State Uni-
versity was author of another Walnut
Valley State advocacy ad entitled “A
Look at the Farmer—Friend or Foe?”
Mr. Stone said that the president’s re-
marks “put the whole situation in prop-
er perspective in a few words. We re-
ceived many appreciative comments
from our farm customers and some
from ‘city folks.””

The bank took almost an entire page
in the newspaper for an ad that re-
printed a message written by the chair-
man of a large New York bank holding
company. The text took issue with the
“doomsday” syndrome that is preva-
lent in the national press.

Mr. Stone said that, before the ad
was run, he was informed by “sup-
posedly knowledgable” people that no
one would read it, because it was so
long.

“l can’t recall an ad which | have
had anything to do with in the last 20
years which elicited more favorable
comment,” Mr. Stone said. “No one on
our staff received even so much as a
hint that anyone did not approve of the
ad and all were surprised by the num-
ber of customers who mentioned it
Their comments indicated clearly that
the ad had been discussed in family
gatherings or in social groups or had
been clipped and sent on to someone
else who might be interested.”

A series of three advocacy ads deal-
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When it's a question of profit or loss...

M tidK.

Let’s talk. Let’s open new avenues of communication so that we get to
know each other better. So that we know, and better understand, your
problems. So that you know, and better use, our experience. As we've
traveled down the road of ninety years of banking, we’ve gained
worlds of experience. The kind of experience that helps banks

turn lossess into profits . . . the kind

of experience that it's easy —

and nice — to share. So —let’s talk.

Ask. Inquire. Question. Request.

Your man from the Whitney knows —

or knows where he can learn.
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Mr. Stone, ch., Walnut Valley State, appeared
at last year's BMA convention with his daugh-
ter, Sue Stone Hunter, who is marketing di-
rector, Twin City State, Kansas City, Kan. Both
took part in the convention program.

ing with the subject of food were so
well received that the statewide ad-
vertising committee of the Kansas
Bankers Association distributed copies
of the ads to all Kansas banks with the
suggestion that the ads be published
by banks in their communities. The ads
pointed to the fact that food, despite
the increase in its cost, was still a bar-
gain in the U. S.; that moves to pro-
hibit exports of food would be self de-
feating in the long run; and that food
could be abundant for a long time to
come because of the efficiency of the
free enterprise system.

Mr. Stone called on fellow bankers
at last year’s Bank Marketing Associa-
tion convention to join him in his advo-
cacy advertising campaign to fight
against the current anti-business mood
permeating the nation. He cited con-
gressional liberals who “are annoyed
by the softness of anti-business mea-
sures” and a prediction that the coun-
try is in “the worst anti-business mood
in history.”

He called on bankers to do their part

Have You Seen This?

A straightforward explanation of
the necessity for business profits is
presented in the April, 1975, Read-
er’'s Digest (pages 38-40). The arti-
cle (actually a paid advertisement
for The Business Roundtable) ex-
plains the cost of producing a $50
dress and explains how the purchas-
er of the dress is helping to main-
tain the free enterprise system in
the U. S. Reprints of the article
are available from the magazine
at the following prices: 10 copies,
500; 50 copies, $2; 100 copies,
$3.50; 500 copies, $12.50; 1,000
copies, $20. Write Reprint Editor,
The Readers Digest, Pleasantville,
N. Y. 10570.
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in influencing those (including college
students and their professors) who are
anti-business.

“We must not let the headiness of
the success of the free enterprise sys-
tem rob us of the will to work to main-
tain and enhance that success,” he said.
That is why, he continued, his bank
has resolved to try to do its bit for

"ourselves and those segments of our
economy most important to our own
region to try to help arm our friends
and neighbors with information that
we believe to be accurate, fair and
proper as a base for their own judg-
ments, votes and communication with
the representatives in government.”

Independent Community Banks in lllinois
Urge Careful EFTS Study, Installation

HE INDEPENDENT Community

Banks in Illinois (ICBI), a relative-
ly new organization of about 300 banks,
has gone on record as supporting legis-
lative study of Electronic Funds Trans-
fer Systems (EFTS). Its members also
belong to the Illinois Bankers Associa-
tion and the two are working together
in opposition to branching.

ICBI leaders state that branch bank-
ing would reduce the amount and
availability of credit for small business-
men, farmers and individuals, as well
as dramatically reduce the number and
competitiveness of Illinois banks.

They also state that, if the EFTS
study indicates the system would be in
the best interest of the public, the sys-

Pilot EFTS Strategy Study
To Be Sponsored by ABA,
10 Bankers Associations

WASHINGTON, D. C.—Three Mid-
Continent-area state bankers associa-
tions are among 10 that have been se-
lected to join with the ABA in sponsor-
ship of a Multi-State Pilot EFTS
Strategy Study. The three associations
are Indiana, Kansas and Oklahoma. In-
diana has limited branching and Kan-
sas and Oklahoma, no branching, but
both have facilities laws.

The seven other participating asso-
ciations are California, Colorado, Flori-
da, Massachusetts, Michigan, South
Carolina and Wisconsin.

Four distinct goals have been laid
out for the study by the ABA’s Pay-
ments System Planning Division, ac-
cording to Executive Vice President
Willis W. Alexander. These goals are:

tem should be adopted. ICBI officials
also state that adoption of EFTS,
should it occur, should be brought
about in a responsible manner, allow-
ing all financial institutions to partici-
pate fairly. This would enable all in-
stitutions to serve their customers in
the best manner.

President of the ICBI is Robert Mur-
ray, president, Citizens State Bank,
Milford. Director of the organization’s
Springfield office is Robert Wingert,
a graduate of Southern Methodist Uni-
versity. Dr. James D. Nowlan, professor
of government at Knox College, Gales-
burg, and former state legislator, as-
sists the ICBI as legislative counsel.

state of EFTS developments. From
this, an EFTS handbook will be writ-
ten for senior bank executives and
other interested groups.

2. Alternative strategies will be de-
veloped, based on individual analyses
of the EFTS market, competitive, legal
and regulatory environments in each
participating state.

3. A proved methodology will be de-
veloped for future EFTS strategy stud-
ies which may be utilized subsequentlv
in other states.

4. An educational presentation cus-
tomized to each state situation will be
provided for participating states.

Mr. Alexander noted that the EFTS
Strategy Study findings also will serve
as background material for the banking
industry member of the National Com-
mission on Electronic Funds Transfers.

Every 45-60 days, the ABA Pay-
ments System Policy Committee’s Sup-
port Group will conduct progress and
quality control reviews of the study,

1. The broad mix of the 10 states_WhiCh will be conducted by the Arthur

two with state-wide branching, four
with no branching and four with limit-
ed branching—will provide a sound
base from which to develop a national
assessment of the current and future

D. Little Co., Cambridge, Mass.

Each participating state association
will have substantial responsibilities in
providing legal counsel and coordinat-
ing logistics for instate work.
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Every Director and Officer Needs a Copy of - - -

The BANK BOARD Letter’s new manual

CONFLICTS
OF
INTEREST

For Directors and Officers
of Financial Institutions

By DR. LEWIS E. DAVIDS, Hill Professor of
Bank Management, University of Missouri

With A. Ruth Davids, Senior Research
Associate

EVERYTHING DIRECTORS AND OFFICERS SHOULD KNOW ABOUT
CONFLICTS OF INTEREST:

Presenting the Problem of Conflicts of Interest. . . . Examiners’ View of Directors' Business Relationships
with the Bank. . . . Ethical Pitfalls Involving Conflicts of Interest--—- Is the Elimination of Interlocking Di-
rectorates the Answer? . . . Conflicts of Interest in Trust Departments. . . . Positive Actions to Reduce Con-
flicts of Interest Potential _ The Comptroller’s Ruling on Statements of Business Interest of Directors and
Principal Officers of National Banks. . . . Sample Conflict of Interest Policies in Use Today.

MANUAL INCLUDES SAMPLE CONFLICT OF INTEREST POLICY STATEMENTS
ADAPTABLE BY ANY FINANCIAL INSTITUTION

Single Copy Price:
THE BANK BOARD LETTER

408 Olive St., St. Louis, Mo. 63102
$ 5 . 9 5 Please send.............. copies of “Conflicts of Interest.”

Quantity Prices:  Name .
2- 5 copies $5.25 each 11-15 copies $4.75 each BANK i
6-10 copies $5.00 each  16-25 copies $4.60 each Street
Over 25 copies $4.50 each _ )
City, State, ZIP ..o
The BANK BOARD Letter (Please send check with order. In Missouri, add 4Vz% sales tax.)
408 Olive St. * St Louis, Mo. 63102
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Prepare N O W for

A nnual M

eetings

Booklets That Aid (1) Bank Management
(2) Bank Directors
(3) Bank Stockholders

e 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.

e 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.

e 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.

e 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.

e 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.

e 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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PLANNING Keepsthe Bank Board Informed!
A few hours of advance planning PAYS OFF in the meeting.

* This 28-page booklet provides some workable agendas, suggestions for
advance planning and also lists types of reports that a board should re-
ceive monthly and periodically. It emphasizes the need for properly in-
forming the board as quickly and as concisely as possible. The booklet will
serve as an excellent supplement to PLANS that your bank already has

made for its board meetings.

Check Box

No. Il1l, $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, 8VIx 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.

e 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.

9 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.

SEE OPPOSITE PAGE FOR OTHER TOPICS

Please Send These Management Aids:

4-page study, contains 12 point-by-point

¢ - 101 ... copies $ .. 18 . copies $
appraisals of officer performance and ) )
potentials. No. 104, 3 copies for $1. 102 ... copies $ .. 19 ... copies $ Send Completed Coupon WITH CHECK
i A 103 ... copies $ .. 120 .. copies $ .... . g .
e Check List of Audit Procedures for 104 copies  $ o1 copies  $ to: Commer_ce Publishing Co., 4(_)8 Olive
Directors’ Examination. 23-part outline en- - oo - . _ St, St Louis, Mo. 63102, publishers of
compasses review of major audit cate- 105 ... copies $ .. 12 ... copies $ The BANK BOARD Letter, Mid-Continent
gories. Special 4-page study. No. 105, 3 106 ... copies $ .. 127 .... copies $ Banker and Mid-Western Banker.
copies for $1. 107 ... copies s .. 128 .... copies § ...
- Bank Board _Policy and the Preroga— 108 ... copies $ .. 129 . copies $
tives of Operating Management. Special 109 ... copies $ .. 130 . copies $ .... Enclose check payable to
study focuses on utilization of skills and . - ies $ The BANK BOARD Letter
knowledge of “outside” directors; should NO ... copies $ .. e COPIES B ...
the board do more than merely set I ... copies $ .. 18 . copies $
policy?; who should operate the bank—the 12 ... copies $ .. 134 ... copies $ N
board or management? No. 106, 3 copies .
for $1. 13 ... . copies $ .. Total $
114 ... . copies $ .. (In Missouri add Bank or Company........ccccccvecnincncnnnns
115 ... . copies $ . aA/2% Tax) $ .. ADAress. o
Digitized for FRASER 116 ... . copies $ .. TOTAL $ .
https://fraser.stlouisfed.org 117 $
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Mobile Home Industry Faces Challenges:
It Must Act, Not React, to Change

By EMIL SCHWARTZ and DON KNUST, Vice Presidents,
Advance Mortgage Corp., Detroit, and Nationwide

Financial Services Corp., St. Louis

~'H O IS the mobile home custom-

The 1970 census revealed that 42.5%
of all mobile home dwellers were be-
low age 35 and that 31.6% were 55
and older.

The mobile home market is concen-
trated among young marrieds, blue
collar and retired workers. Increasing
unemployment normally hits this group
first. This means as inflation continues,
many in this group will find themselves
working overtime, part-time or holding
down two jobs just to make ends meet.

The loss of additional income due
to economic conditions, coupled with
rising living costs, places added pres-
sure on this group just to sustain its
present standard of living. This cuts
into savings and may very well force
deferment of major purchases like a
mobile home.

As a result, the mobile home dealer
also suffers. As his prices increase, he
simply cannot pass along high money
costs to the consumer. In fact, many
states maintain regulatory rate ceilings.
Consequently, lenders themselves are
retaining a larger portion of the total
finance charges. When reserves for
losses are maintained, the amount of
reserves due or payable the dealer is
small or nonexistent.

Another factor contributing to the
dealer’s income is his revenue from in-
surance. Because of his difficulties in
increasing premium rates, along with
the increased loss ratios, this source of
revenue and daily cash flow are severe-
ly affected. Moreover, during the past
17 months, the dealer’s wholesale in-
ventory interest costs have doubled.

36

Even before the economic slump
was fully evidenced, many mobile
home lenders began to experience
problems within their own portfolios.
There was and still is a slow, but con-
tinual increase in the number of past-
due percentages. The average loan de-
linquency rate for mobile homes aver-
aged 4% in a 1973 survey under-
taken by the Mobile Home Manufac-
turers Association and is rising. While
repossessions are becoming more fre-
quent, an alarming and unfavorable in-
dicator is the frequency of voluntary
repossessions.

For the first time, lenders are begin-
ning to experience liquidation prob-
lems. Some are now facing losses.

How was this condition created?

Call it a swell sales promotion effort
by the service companies in soliciting
and signing new lenders and supplying
them with an abundance of retail
paper. Add the extension of maturities,
erosion of down payment requirements
and cession of credits until a buyer
could be found. Too many industry
leaders believed that profits and satis-
factory performance combined with
credit insurance was a sure thing. Con-
sequently, they neglected to employ
basic credit policies and sound judg-
ment. What followed was a bitter pill
for many to swallow and may continue
to be in the foreseeable future.

What of the future insofar as lend-
ing opportunities go?

As a result of what has happened in
the past 20 months, many in the lend-
ing community have not only become
more sophisticated, but much more
aware of money costs, product profit-

ability, etc. Financing the mobile home
industry with its tremendous appetite
for funds has taxed the liquidity of
many lenders. Others who have been
disappointed with their yields, port-
folio performance and rising adminis-
trative costs have abandoned the in-
dustry altogether and may never re-
turn.

It’s quite appropriate to point out
that those lending institutions which
have remained in the market have paid
a higher price for the financing of long-
term fixed-rate investments. These
lenders will have to maintain present
or higher spreads to justify the profit-
ability of mobile home receivables. The
dealers who sit back and yearn for the
good old days had better evaluate their
financial relationships.

The key to future industry growth

(Continued on page 54)

Financial Newsletter Started

A financial newsletter designed to
assist recreation vehicle manufactur-
ers and dealers in communicating
with their bankers has been pro-
vided to all members of the Recrea-
tion Vehicle Industry Association
(RVIA). Members were urged to
present the newsletter to their bank-
ers and dealers.

Called “RV Financial Facts,” the
newsletter cites the low delinquency
rate of RV loans, RV industry
growth, amount of RV loans at all
banks and detailed data on stan-
dards, owner profile and utilization
and recreation vehicle categories.

In his open letter to the financial
community on the cover of the
newsletter, RVIA President Douglas
W. Toms told bankers that “RV
loans have been rewarding to you,
and we want to keep it that way.”
Mr. Toms also said the RV industry
recognizes bankers’ problems, and
that the newsletter will assist them.
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PREMIUMS

bo"d DEPOSITS
This
MANUAL

tells you how to use
N Premiums to Build Deposits
~  Premiums to Attract Loans
N Premiums to Increase Cross-
Selling by Employees
By the Editors of
Mid-Continent Banker & Mid-Western Banker
Co-ordinated by Arthur C. Norris,
Author of “How to Plan, Organize and Conduct

a Bank Celebration,” “How to Write Bank
Publicity and Get It Published.”

How to Plan, Organize and Conduct an Incentive Marketing Campaign

tells you WHY premiums attract new deposits, new customers; helps you to CHOOSE premiums that
customers want; offers typical BUDGETS on which to base your own; pictures in-bank DISPLAYS
that draw customer attention; details how to SHAPE your program to your trade area; demonstrates
that PROMOTION is essential for a successful campaign; suggests means of TYING your promo-
tion to current events; and much more that represents literally an ABC of incentive marketing.

numerous examples of incentive marketing campaigns that worked for

markets.

Pre-Publication Price:

$0.95

Post-Paid

Publication Date: June 1, 1975

2- 5 Copies 9.00 each
6-10 Copies 8.50 each

Digitized for FRASER
https://fraser.stlouisfed.org
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both large and small institutions in small towns and in metropolitan area

MID-CONTINENT BANKER
408 Olivo St., St. Louis, Mo. 63102

Please reserve .............. copies of "How to Plan, Organize and
Conduct an Incentive Marketing Campaign.”
O Check enclosed $

Address ...

City/State/Zip

(Check should accompany order. We pay postage and handling. |
Missouri banks please include 4V2% sales tax.)
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Let G. Carlyle Struven
take your bank out of
the clothing business!
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If shuffling through suppliers
to find the right one for your
career apparel program has
resulted in disappointment,

frustration, aggravation an
empty promises, it’s time yo
switched to

d
u

G. Carlyle Struven.

Here you will find
an aggressive com-

pany with personnel
dedicated to satisfying
your every need. Backed
by years of experience
in the fitting and manu-
facture of outstanding
career apparel, the sales
and customer service
staff of G. Carlyle Stru-
ven provide you with
freedom from time-
consuming details. You
spend your time at what
you know best—Banking
- not clothing.

See our new brochure
the Career Apparel m
customers are satisfie
come back again

and again.

. . phone or write today to

anufacturer whose
d bankers who

404 SOUTH WELLS STREET
CHICAGO, ILLINOIS 60606

PHONE (312)922-8448



Financial Institutions Demand Service
From Career Apparel Suppliers

Anything less will result in a search for a new supplier

HAT MAKES for a satisfied cus-

tomer of career apparel? Wide se-
lection of outfits? Economy prices for
outfits? Way-out designs? Fast service
for additional outfits?

The best way to find the answer is
to contact banks that have reordered
apparel from the same supplier. Due
to the great number of apparel sup-
pliers, it is not always a simple matter
to find a bank that will give high
marks to its apparel supplier.

Yet such suppliers do exist, and they
are becoming better known among
bankers through the comments of their
satisfied customers.

One such supplier is G. Carlyle
Struven, Inc., of Chicago, 111 Numer-
ous other high quality apparel sup-
pliers are operating in the Mid-Conti-
nent area, but several Struven clients
are sufficiently pleased with their ser-
vice that they are willing to share with
our readers the elements that make
an apparel supplier a candidate for re-
peat business.

Teresa Lukach at Streator (111) Na-
tional says her bank is pleased with its
career apparel and the service rendered
by the supplier. She says the bank
would have done nothing differently
in arranging for its apparel, which has
been in use since early 1972. Miss
Lukach advises bankers shopping for
apparel to check the quality of any
garments offered and to make sure they
carry a good guarantee as to wearabil-
ity. Also, continuity of color is a must
when ordering additional outfits for
new employees, who are outfitted at
Streator National after being on the job
for 60 days.

According to Miss Lukach, the Stru-
ven outfits have worn well, as the sup-
plier said they would. She gave the

By JIM FABIAN
Associate Editor

supplier credit for taking the measure-
ments of each person to be outfitted
and, if alterations were necessary after
the outfits were delivered, paying for
them. When asked why the Struven
firm was selected as a supplier, Miss
Lukach replied, “After research of oth-
er banks, we decided he could supply
the look we were looking for.”

Proof of the bank’s satisfaction with
its apparel is the fact that it plans to
reorder from Struven next year.

The bank’s current apparel, worn by
all female employees, consists of brown
and gold outfits for winter wear and
orange, cream and brown frost plaid
with accessories of the colors contained
in the plaid for summer wear.

Employees at Greater Louisville
(Ky.) First Federal Savings have been
wearing career apparel since 1963. The
current batch of apparel was the first

Employees of Streator (lll.) National model
new career apparel featuring plaids in orange,
cream and brown frost. Woman in center is
Teresa Lukach, apparel coordinator at bank.

MID-CONTINENT BANKER for May 15, 1975

to be ordered from Struven and the
change from a previous supplier was
made primarily because the previous
supplier’s outfits gave the appearance
of uniforms, which is often anathema
to today’s bank employee.

In seeking out a supplier, according
to Jonathan C. Brooks, personnel direc-
tor, several things are important, in-
cluding the quality of the product, ease
of maintenance, the experience of the
manufacturer, his ability to keep deliv-
ery schedules, continuity guarantees,
provisions for proper fit and the stand-
ing of the supplier with other bank cus-
tomers.

Four suppliers were asked to make
presentations, according to Mr. Brooks.
A committee of 10 employees viewed
selections and made recommendations
to management as to style, color and
the supplier. According to Mr. Brooks,
the Struven firm was selected to supply
the garments because its outfits had the
“best style, color and quality of the
lines we looked at. In addition, his
company offered a product and service
of the quality we wanted at a reason-
able cost.”

The supplier sent a representative
to measure all employees, with those
at the Main Office being both mea-
sured and fitted with sample garments.
Those in the branch offices were mea-
sured only.

Mr. Brooks said that after the initial
order arrived, some 35% of the employ-
ees had fitting problems. The supplier
felt this percentage was too high so a
representative was sent to find what
was wrong and correct it. The largest
portion of improper fits were in the
branches because employees there did
not try on samples, but were merely
measured. According to Mr. Brooks,
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all complaints were adjusted satisfac-
torily by the supplier, whose policy is
to have alterations done locally.

Employees’ ensembles include eight
pieces in orange, cream and grey plaid
with solid coordinating colors of brown,
orange and cream for accessories. All
of the firm’'s female employees are out-
fitted. Newly hired employees are giv-
en smocks that harmonize with the ap-
parel to wear until their outfits arrive
from the supplier.

First Bank, Indianapolis, has been
using apparel for two years. The only
thing management would have done
differently when the apparel was or-
dered would have been to order a larg-
er selection of garments, according to
Joyce Nickol in the personnel depart-

avoid disappointment
in your Career Apparel Program

keep coming back again and again.

International

LEFT: Banks desiring to outfit male as well as female employees can obtain tailored career
fashions from firms such as Angelica Uniform Group, Inc., St. Louis, which offers this blazer
to create a distinguished image and raise employee morale. RIGHT: A total of 32 outfits can
be made from these four-piece ensembles made of 100% texturized Dacron polyester by Fashion
World of New York. Models illustrate how garments can be "mixed and matched."”

ment.

Stability and reputation of the sup-
plier are important things to look out
for when considering an apparel sup-
plier, Miss Nickol said. The bank mqgde

Creations, Inc.

Professional Fashions
ina TRADITION of
EXCELLENCE

Designed to create an
image of quiet elegance
based on comfort in wear,
up-to-date styling and

high quality in material and
workmanship.
Color-coordinated mix 'n
match ensembles provide
variety in looks, both casual
and tailored.

The VISA texturized
polyester knits are available
for groups of five or more
employees.

For information write:

International Creations, Inc. Sales Office
308 West 15th Street, Austin, Texas 78701
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Please send information on International Creations'
PROFESSIONAL FASHIONS to:

TITLE

BANK

ADDRESS

CITY/STATHZIP,

1

a concentrated study of apparel sup-
pliers before selecting Struven and the
firm has supplied the bank with a sec-
ond order of outfits that were first worn
in March. First Bank’s outfits, in blue,
green and white, are worn by all non-
officer personnel, with men wearing
coordinated suits and ties. Cost of the
outfits is split between the bank and
the employees.

First National, Evergreen Park, 111,
has been using apparel for seven years.
According to Jean Blasi at the bank,
things a customer should look for in its
apparel supplier are reliability and rap-
id processing of new employee small
orders.

The Struven firm was selected upon
recommendation by a neighboring
bank. First National’s outfits consist of
pantsuits, dresses and jackets in bone
and bittersweet and all customer-con-
tact personnel are outfitted. According
to Miss Blasi, the outfits are quite dur-
able.

A general consensus of what makes
a satisfied apparel customer is service.
The supplier that can provide altera-
tions locally, fill requests for additional
matching garments quickly and can of-
fer quality for a fair price is the sup-
plier most likely to get repeat orders
from his customers. * *
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Bank on
more from Mercantile...

liai

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

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

Expect us to handle the
unexpected.

We look upon problems as
opportunities.

We know that sometimes small
problems can be big to your
customers.

Want some personal corre-
spondents? Call Mercantile at
(314) 231-3500.

That makes us different.
We're big on the little things for
our correspondents, too.

MERcnnHIE
BACK

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

Count on Mercantile.
Where you count.
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Case History Reveals Banker’s Reasoning
Behind Adoption of Apparel Programs

REER apparel has had a signifi-

cant impact for Beloit State in
terms of employee turnover, recruiting,
controlling absenteeism and boosting
morale.

Since we introduced career apparel
in 1968, we have been able to cut
down our recruiting efforts because we
have more walk-in applicants than we
can use. Career apparel is an important
aspect of our recruiting and hiring of
new employees.

It has positive aspects for both the
potential employee and the employer
because girls looking for jobs at our
bank know they will be given clothing
and will save money. They also know
they won’'t have to compete with other
women as far as being well dressed
goes. As a result, many potential em-
ployees who would not ordinarily apply
for a bank job because they felt they
could not afford to spend all their mon-
ey on attractive clothing, can and do
apply.

This means that we have a wider
spectrum of applicants to choose from
and it also helps us in our hiring be-
cause career apparel eliminates the
need to judge an employee by appear-
ance during the preliminary interviews.
The way a person looks has a strong
effect upon hiring decisions since we
know that people who work for our
bank will be having public contact and
their appearance is important.

Before instituting our career apparel
program we had to concern ourselves
with the way the applicant dressed,
and, perhaps, we lost good potential
employees because they could not af-

avoid frustration

in your Career Apparel Program

keep coming back again and again.
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By LARRY SPOONER
Vice President and Cashier
Beloit (Wis.) State Bank

Employees of Beloit State model various com-
binations of outfits possible with the bank's
standard “corporate outfit." Colors are red,
white and blue.

ford good clothes. It doesn’t matter
now what the first impression is, we
get right down to the important points,
such as ability, intelligence and per-
sonality.

Since the introduction of career ap-
parel, once employees are with us, they
stay longer. Our turnover has been re-
duced by approximately 25% per year.
A good example of this is seen in one
section of our bookkeeping department
which, prior to career apparel, had a
high turnover. Employees rarely re-
mained in that department for more
than a year, but today, all employees
have been with us over two years.

We also have discovered that career
apparel reduces and controls tardiness
because girls know what they are going
to wear and they don’t have to spend
time in the morning staring at their
closets.

The aspects are most interesting be-
cause we started our program in 1968
for an entirely different reason. At that
time we were primarily concerned with
corporate image. To get our program
started we established a panel of 12
women who studied career apparel for

(Reprinted with permission from the “1975
Annual Guide to Career Apparel” by the
Career Apparel Institute, New York City.)

10 months and then prepared a 40-
page report in which they recommend-
ed style and color. In our first program
we purchased the first two outfits for
the employees. New employees shared
the cost with the bank on a 50-50
basis.

As our experience with career ap-
parel increased, we realized that there
is a basic need for people to look dif-
ferent and, as a result, we expanded
the program this year to include addi-
tional garments which the employees
may purchase on an optional basis. We
now give a yearly allowance for this
purpose.

Our standard “corporate outfit,”
which is required of all female employ-
ees, is a red trimmed blue skirt, jacket
and blouse. Optional garments are ad-
ditional skirts and jackets (either red,
white or blue) plus tunics, blouses,
vests and slacks.

The bank retains ownership of the
required outfits but employees who de-
part retain items they purchase them-
selves.

All our employees like wearing ca-
reer apparel including, and this may
come as a surprise, the young people.
They may reject uniformity at first, but
they also seem to place a great deal of
stock in identifying and being part of
something. When new employees are
going through training, they are not
wearing career apparel. When they fi-
nally are given their outfits they feel
that it is a mark of achievement and
that they “belong.”

Our employees have estimated that
they save between $200-$300 a year
on clothing. On our present plan,
through which they buy optional cloth-
ing, the average expenditure by each
employee is $50 per year.

One point that cannot be overem-
phasized is the tremendous psychologi-
cal influence of working on a team. Ap-
pearance is important. Girls often feel
they have to look good to be liked. If
they do not look good, or if they can-
not afford to buy the clothing which
would help them look as good as some-
one else, they are likely to become
psychologically depressed. Ambition and
enthusiasm are suppressed.

There is, for example, the typical
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When adriver leaves your Credit life with every loan is
loan departmentwith an auto not only good banking, you're
loan, butwithout credit life doing your loan customer a

insurance, you may have favor. Asthe company that
created a problem for yourself, writes more credit life in this
How much ofaproblem de- areathan any other company,
pends on your own credit life  nobody knows that better than
claims experience, buteven we do. For professional credit
a few uninsured drivers life service, call one ofthe
can be expensive. Standard Bearers.

How many

b\IAf,_\é

doyou have

*(DriversWithoutlnsurance)

Insurance Company
P. O. Box 1729 ¢ Jackson, Mississippi 39205 «(601) 948-5300
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problem of a single girl, who lives at
home and is able to spend all her mon-
ey on clothes, standing next to a moth-
er of six who can’t afford the same va-
riety and quality of clothing and, as a
result, feels inferior if not jealous. Ca-
reer apparel breaks this barrier and al-
lows all employees to use their native
abilities.

Obviously we are enthusiastic about
our career apparel program and what
it has done for Beloit State Bank. |
firmly believe that career apparel is
one of the best things that ever hap-
pened to this bank. * <

Apparel Guide Published

The 1975 edition of the “Guide
to Career Apparel,” has been pub-
lished by the Career Apparel Insti-
tute (CAl) offering information on
the growing business tool called
career apparel.

The guide explains how career ap-
parel has been used in a number of
different fields. Case histories are

Copies of the “1975 Guide to
Career Apparel” may be obtained
for $1 plus 25¢ handling and postage
by writing to the Career Apparel
Institute, 1156 Avenue of the Ameri-
cas, New York, NY 10036.

included about companies that have
found career apparel programs help-
ful in their advertising campaigns,
in reducing absenteeism, changing
images, improving employee morale
and stimulating recruitment pro-
grams.

Information on how to start and
how to replace programs is included
in the guide, as well as descriptions
of the various accessories available
and how individual components can
be worn in different combinations.

A directory of CAl members and
their specialties, along with a list
of the literature which they make
available, provides the opportunity
to acquire further information.

keep your bank out of
the garment business

* Where satisfied bankers
keep coming back again and again.

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 gettogether to
put on your best look.

Qneafive [Image

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

Name of Co No. of Girls.

Name __ Title
Address

Phone__
City
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Ozark means business. Coming
and going. Ozark Air Lines
connects over 60 cities in America's
heartland of business. With 486
departures a day... convenient
schedules, convenient connecting
flights. You can't beat that for
service-in-depth. You can't beat
the comfort either. Our new Comfort
Class service gives you the same
comfort, convenience and
attention no matter where you

st Whenever you're going places
in America's heartland of business,
Ozark is going your way.

BUSH NES%\%

we’'re big on that

Call your professional travel agent or
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SHREWD
BUYERS
AUTOMATE
WITH

AUTOMATIC
COIN

WRAPPERS

AUTOMATIC COIN WRAPPERS

m Precision made on special machines from finest quality
materials.
m *Patented Red Bordered Windows automatically indicate
the total amount and denomination of contents.
m Diameter of coin automatically positions value of contents
in red window openings.
m Save time for tellers, buyers, stockkeepers and depositors.
Eliminate errors.
m For years a favorite with leading banks and financial
institutions.
m Wrap all coins from 10 to $1.00 infollowing amounts:
500 in pennies $10 in quarters
$2 in nickels $10 in halves
$5 in dimes $20 in dollars

m Packed 1,000to abox. Tapered edges. Available Imprinted.

For details on other high quality "Steel-Strong" Coin Handling
Products, call your dealer or send coupon.

The C. L. DOWNEY COMPANY / HANNIBAL, MISSOURI, DEPT. MC

PLEASE SEND FREE DETAILS ON "'STEEL-STRONG™ COIN HANDLING PRODUCTS TO:

Name _ Title-
Firm

Address

City - -- State.

NABW Dinner Speakers

Exchanging greetings at a dinner given re-
cently by the Metropolitan St. Louis group of
the National Association of Bank Women are
(I. to r.) Marjorie Crennel, Lake Region v.p.,
and v.p., Warren (Mich.) Bank; Violet Hosey,
ch., Metropolitan St. Louis group, and a.v.p.,
Godfrey (lll.) State; and June Darby Ellison,
Midwest region v.p., and public relations of-
ficer, Mercantile Trust, St. Louis.

Financial Planning Program
Offered Bank Customers

DENVER—A personal financing
plan is being offered by First National,
Denver. The plan is a computerized
home-study course that provides profes-
sional, individualized counseling to
bank customers.

The program allows customers to set
their own pace in covering six subjects:
Investments;  employment  benefits;
building a financial foundation; taxes,
gifts and property ownership; trusts
and wills; and plans and prospects.

Each lesson is mailed to customers
and takes about two hours to read. A
quiz is included to test the customer’s
knowledge. Answers are critiqued by a
computer, then mailed to the customer
along with the next lesson. When the
computer determines that an answer is
incorrect, it is programed to explain
why it is incorrect.

The personal financial planning pro-
gram was produced by First National,
Boston, through Rutland & Co., an
educational firm. First of Denver has
rights to the program in a seven-state
area. The bank offers the program to
customers for $36 and to non-customers
for $50.

avoid empty promises
in your Career Apparel Program

Switch to

Where satisfied bankers
keep coming back again and again.

AROUND MONEY THE FINEST IS "STEEL-STRONG™
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Employees
Go Bananas/
Bring 'Bread'
To Bank

Mrs. Diane Woods holds Nat'l Blvd. Bank's
“Top Banana" trophy, appropriately bedecked

UST ABOUT everybody on the staff at National Boulevard Bank, Chicago, i the tropical fruit.

went bananas last year. To be exact, 83% of all personnel participated in the
bank’s employee incentive promotion entitled “How We Make Bread from Ba-
nanas.”

The promotion was a tie-in to the bank’s 10-month publicity blitz to establish
itself as the “number one bank in the new downtown”—Chicago s near north side.

When the dust had settled and new business figures were totaled, bank man-
agement learned that a staff that has gone bananas was a staff that really brought
the bread into the bank, to the tune of more than 5,000 new checking accounts,
more than 5,000 new regular savings accounts and many new customers for the
trust, consumer credit and safe deposit departments.

Teams of employees competed for days off, athletic event and theater tickets,
which were awarded throughout the promotion. Grand prizes for 17 individual
winners were trips for two to Acapulco last January.

According to a bank spokesman, an important fringe benefit of the promotion
was the cross-training and cross-selling done by many employees. 1he program
encouraged employees from every department to become involved in new busi-
ness efforts, the spokesman said. * *

ABOVE. Special sign designates check-in area
at airport for Nat'l Blvd. Bank employees
traveling to Mexico as reward for sales ef-
forts.

RIGHT: Nat'l Blvd. Bank employees relax at
restaurant in Acapulco during all expenses
paid vacation they won as top performers in
bank's "bananas" congest.
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Are Package Plans All Alike?

Not Those With Tax Saver Checking!

ACKAGE plans are no longer found
Pin isolated banks. Like incentives
and free checking, they have prolifer-
ated to the point that they have lost
some of their attraction.

For this reason, promoters of bank
package plans have been searching for
"that something extra” that can rein-
state their plan as the unique plan in
any given area. Tax Saver checking has
been found to fill the bill and is being
adopted as part of package plans by
numerous banks throughout the nation.

What is Tax Saver checking? It’'s a
unique plan, developed by Exchange
National, Chicago, that makes it simple
for checking account customers to keep
records of expenditures that are tax de-
ductible. Thus the system enables cus-
tomers to receive the maximum deduc-
tion when figuring their income tax.

Tax Saver checking is not just a new
personal check, but a new personal
checking system. It consists of specially
coded checks, a check register and an
organizer file. Each Tax Saver check
includes 12 numbered boxes cor-
responding to itemized deduction cate-
gories on Internal Revenue Service
Form 1040. When a check is written
for a deductible expense, the check-
writer simply marks the appropriate
box on the check.

The Tax Saver check register pro-
vides deduction information to assure
that the checkwriter marks the correct

avoid aggravation

in your Career Apparel Program

keep coming back again and again.
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By JIM FABIAN
Associate Editor

box on the check. It also helps him
from overlooking a possible deduction
through ignorance of what is and what
isn’t deductible since it contains an
explanation of the kinds of personal ex-
penditures that are deductible.

The writer’'s canceled checks are
filed in the organizer, which is in-
dexed according to the 12 categories
of deductibles. When the taxpayer pre-
pares his return, the checks are orga-
nized in such a way as to make the job
easier. Even if the taxpayer hires some-
one else to prepare his return, the or-
ganizer enables the other person to
spend less time on the job, thus lower-
ing the cost of preparing the return.

When Exchange National began of-
fering Tax Saver checking, it realized
a tripling in the number of new check-
ing accounts opened. Within the first
year of the new service, new checking
accounts increased by 140%.

The bank began marketing Tax Sav-
er checking in 1973 and has sold indi-
vidual rights to the plan to some 170
banks, including Bank of America, San
Francisco, and First National City
Bank, New York. Exchange National
has also made arrangements for Tax
Saver checking to be included in a
package of retail banking services called
BanClub™, originated by Financial In-
stitution Services, Inc., Nashville. To
date, approximately 700 banks in 33
states offer Tax Saver checking to 700,-
000 package club members.

BanClub is one of the pioneer pack-
age plans offered to banks, and pro-
vides clients with services such as un-
limited free check-writing privileges,
unlimited personalized checks, national
discounts on merchandise, accidental
death insurance and travel and market-

ing support.
Tax Saver was seen as a strengthen-
er for BanClub and, in December,

1973, the two firms joined forces to of-

fer Tax Saver to BanClub accounts
while, at the same time, leaving Ex-
change National free to market Tax
Saver independently.

Banks licensing Tax Saver checking
from Exchange National or BanClub re-
ceive marketing kits that include re-
search on customer reactions to Tax
Saver checking. Included in the re-
search is the fact that a bank can ex-
pect up to 13% of its regular checking
account customers to switch to Tax
Saver checking.

In the case of BanClub accounts,
this is a significant fact, since those
customers  switching from  regular
checking (which often is free) to Tax
Saver checking as a part of a package
plan offered for a monthly fee, are ex-
pressing their willingness to pay for
something they formerly received at no
cost simply to qualify for the Tax Saver
concept.

(Continued on page 78)

introducing First BartsGiife from Fill Rational,
for amonthyou canget fustaboutall
the bankingserti« fowl«er need.

Portion of brochure promoting First BankClub
package plan at First Nat'l, Mobile, Ala., fea-
tures Tax Saver checking plan among other
services.
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Correspondent banks serve
their customers best when
they can say “yes.” We don't
have to tell you banks make
money lending, not declining
credit needs.

But there are times in
every well managed bank
when management has to say
“no.” When you have to turn
down a loan. And nobody
likes it. The borrower, nor
the bank. But when it happens
there is usually a sensible
reason.

If it never happens, you can
guess what would eventually
happen to that bank.

We can participate in
sound loans today. And we
are. Were looking for wise
loan investments to help
everybody involved. When
you meet a correspondent
officer from First National,
you can be sure he’s not
dealing from a rigid position,
imposing inflexible policies.
He’s anxious to serve you
and your borrower. And your
community.

At First National we
consider your borrower and
your bank. We’'re trying to
say “yes.”

Sometimes
we had to say “no!’
Thats why we can still

say ‘‘yes.”

FIRST NATIONAL BANK
OF MEMPHIS
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NEW IBAA OFFICERS are (I. to r.): treas., William P.

Givens, pres.,
Kenneth J. Benda, pres.,
v.p., Charles O. Maddox Jr.,

Merchants Nat’l,
Hartwick (la.) State; 1st

Muncie, Ind.; pres.,

pres., Peoples Bank,

Winder, Ga.; and 2nd v.p., Edward A. Trautz, pres.,

East Lansing (Mich.) State.

EFTS Takes Spotlight
At IBAA Convention

FTS (electronic funds transfer sys-

terns), which has been in the
news in banking since early 1974, was
the dominant issue at the 45th annual
convention of the Independent Bankers
Association of America in Las Vegas
in March. EFTS was explored from
every point of view—in President Em-
bree K. Easterly’s address, in commit-
tee reports, in resolutions and in a spe-
cial panel presentation.

Association spokesmen emphasized
that the IBAA is not opposing elec-
tronic funds transfer, but is trying to
see that the terminals are controlled
properly. In a resolution addressed to
“national EFTS issues,” the convention
unanimously referred to EFTS as “a
technology which has not yet really
found a clear market. EFTS offers to
relieve some of the burden of handling
a great volume of checks and other
records and to allow banks to serve
their customers better. However, elec-
tronic banking, as a whole, raises many
critical questions of public policy that

LEFT: Members of family of IBAA Pres.
ly at buffet breakfast are (. to r.):

(1974-75) Embree K. Easter-
Polyet Breaud, Mr.

have not been answered and which,
according to their solutions, eventually
will greatly affect whatever scope will
evolve for these new systems.”

The resolution declared that the
IBAA represents more than 7,300
smaller and medium-sized state and na-
tional banks that would be put at a
substantial competitive disadvantage
by the proliferation of customer-bank
communications terminals (CBCTs) on
a preferential basis.

“The Comptroller’s position,” accord-
ing to the IBAA, “favors large banks
with more sophisticated research and
development facilities with the con-
nected ability to dominate particular
markets through use of EFT systems
to the detriment of smaller state and
national banks. The IBAA is concerned
that the Comptroller’s ruling permitting
CBCTs to expand without being sub-
ject to the branching provisions of fed-
eral law will permit the type of preda-
tory and anti-competitive practices
which will erode the congressionally

Easterly's

law of Embree Easterly,
tended the convention. Sharon Easterly had charge of convention tennis

mandated federal banking policy and
undermine the banking system general-
v
yThe resolution also strongly endorsed
a moratorium bill—S. 245 and H.R.
1619—in Congress that would stop use
of EFTS for deposit and non-preautho-
rized loan activities by federally in-
sured institutions of all types during
the period of the EFTS Commission
study. The IBAA, continued the resolu-
tion, believes EFTS activities should
be decelerated to give all financial in-
stitutions and regulators sufficient time
to determine the best course to follow
in the orderly development of electron-
ic banking and to consider, in a less
pressured atmosphere, the National
Commission’s report, an interim version
of which is due in October of this year.
In a second resolution addressed
“state issues,” the IBAA urged adoption
of state statutes “to prevent domination
in use of EFTS” to preserve a dis-
persed system of federal and state fi-
nancial institutions. In addition, the as-

and the latter's daughter, Sharon, also at-

father-in-law; Robert Easterly, son of Mr. Easterly, who is pres.. Capital tournament. RIGHT: Also enjoying buffet breakfast are (. to r.): Mr.
Bank, Baton Rouge; young Robin Easterly, granddaughter of Embree and Mrs. D. A. Ghrist, Kansas City, Kan.; A. G. Lawson, Lincoln, Il
Easterly; Mrs. Robert Easterly and James Easterly, another son. All are Dean Bright, Farmer City, Ill; Mrs. Lawson and Mrs. Bright.
from Baton Rouge. Mr. and Mrs. Richard Easterly, son and daughter-in-
-
If.r7 Y ; :
' i Vv -
J * e # -'4
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LEFT: Attending buffet breakfast are (I.
Foehner, Highland, IIl.; Mrs.
Cabool, Mo.; and Mrs.

sociation’s resolution advocated that
customers using EFT systems be as-
sured that their privacy and confidenti-
ality are protected as a tradition and
as a legal right. Such customers, said
the IBAA, include individuals, partner-
ships, corporations, governmental units
and banks as customers of other banks.

The president on EFTS. The IBAAs
outgoing president, Embree K. Easter-
ly, president, Capital Bank, Baton
Rouge, told his audience that “of all
the important issues facing indepen-
dent banking, none is more urgent than
EFTS.”

He said that the IBAA—just the Fri-
day before the convention began—took
part in a congressional hearing on a
moratorium bill that would suspend
EFTS activity until the National Com-
mission on Electronic Funds Transfers
has submitted its recommendations.

“When Congress created the com-
mission,” said Mr. Easterly, “the intent
was that there be no action by federal
agencies in this field until the commis-
sion had completed its report. How-
ever, Congress left the door open a
crack by permitting EFTS activity on
a limited and experimental basis.”

The Comptroller of the Currency,
continued the Louisiana banker, then
swung the door wide open last Decem-
ber by issuing his interpretive ruling
on CBCTs for national banks without
regard for state branching laws and
without geographic restrictions. Ac-
cording to Mr. Easterly, the Comptrol-
ler’s ruling “had the effect of pressur-
ing state legislatures into changing
state laws so that state-chartered banks
could use EFTS terminals as freely as

national banks. State-chartered banks
could not branch into another state,
however.”

Mr. Easterly pointed out that when
the IBAA filed a petition asking the
Comptroller to rescind his ruling, and
he would not do so, the association
filed suit in U. S. District Court for the
District of Columbia to block imple-
mentation of the ruling.

EFT seminar. EFTS was discussed
further during the IBAA convention at
an EFT seminar. Emergence of elec-

to r.):
Merle McCubbins and Mr.
E. E. Coldwell and Mr.
CENTER: Shown at men's luncheon are three Missouri bankers (I. to r.):

Coldwell,

Mr. and Mrs. Elvin
McCubbins,

Marion, O. r). Mr. and Mrs.

Henderson, Tex.

tronic banking in Nebraska was dis-
cussed by H. L. Gerhart Jr., president,
First National, Newman Grove. He
talked about the electronic terminals
installed by a federal S&L in the Hinkv
Dinky grocery stores and about the
lawsuits by Nebraska’s attorney gen-
eral and others charging that such in-
stallations violate both state and feder-
al law.

With reference to a proposed elec-
tronic banking system for his state, Mr.
Gerhart enumerated a number of ques-
tions to be answered before precipitate
enactment of legislation. These ques-
tions included: What additional costs
would an electronic system involve for
banks, and what would be the effect
of passing these costs on to borrowers?
Would such a system enable larger
metropolitan banks to siphon funds out
of rural and suburban communities and
decrease the availability of credit to
rural and suburban borrowers?

Another panelist, Robert E. Knight,
research officer and economist, Federal
Reserve, Kansas City, said that in de-
signing an electronic banking system,
it's important to preserve the individu-
al’s freedom in how to make or receive
payments.

Mr. Knight, after discussing the
background and development of elec-
tronic banking, pointed out that many
fundamental problems remain to be
solved, among them the legality of

Mr. and Mrs. R. P. Gabbard of Beattyville, Ky,,
are pictured at buffet breakfast.
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M. A. Buxton, Pleasant Hope; Frank R. Carter, Pierce City, and Robert
E. Smith, Marshfield. RIGHT: Another buffet breakfast group are (I. to
Luther Keitt and Mr. and Mrs. John Wright,

all of

using a savings account like a checking
account at a point-of-sale (POS) termi-
nal, sharp consumer dissatisfaction with
reduced personal control over finances,
cost of justification of a broad electron-
ic system, security problems and po-
tential for computer fraud and the
great potential for infringement on our
basic freedoms as transactions flow
through computers owned by the gov-
ernment or private financial institu-
tions.

A Michigan banker—Edward A.
Trautz, president, East Lansing State—
explained the federal government’s di-
rect-deposit program for social security
beneficiaries, a program that will be
implemented nationwide later this
year.

According to Mr. Trautz, to partici-
pate in an electronic payments system,
bankers must become members of an
automated clearing house. He said the
main beneficiaries of an ACH will be
larger banks because costs are reduced
as volume of electronic items cleared
increases. Nevertheless, he continued,
small banks must have access to the
electronic system.

The correspondent bank’s role in
helping smaller banks hook into an
EFT system was discussed by William
J. Davis, vice president and manager,
correspondent bank division, American
National, Chicago. He said that corre-
spondent banks could help by provid-
ing a means of access into an EFT sys-
tem through the larger bank’s comput-
ers. He added that a correspondent
bank also could act as a technical con-
sultant to smaller banks, providing edu-
cational assistance and staff training.

Although Mr. Davis conceded that
many electronic banking problems
were still to be resolved, he expressed
confidence that such problems were
amenable to ultimate solution.

Bank ownership. The basic problem
in maintaining a bank’s independence
“is how to arrange for the orderly
transfer of ownership and succession
of bank management without surren-
dering the bank to a large multi-bank

(Continued on page 54)
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Representatives of Banking, S&Ls, Gov't

Present Opinions at CBCT

BOUT 34 persons appeared at a

two-day hearing held in the na-
tion’s capital April 2 and 3 by Comp-
troller of the Currency James E. Smith
on his customer-bank communication
terminal (CBCT) interpretive ruling.
The witnesses spoke for and against
the CBCTs.

Comptroller Smith’s ruling, issued
last December, allows national banks
to establish CBCTs (electronic termi-
nals) off premises without regard to
geographic limitations. Such terminals
may be in the form of automated teller
machines (ATMs) or point-of-sale
(POS) terminals. The latter may be
installed in such places as supermar-
kets.

ABA President-Elect J. Rex Duwe
(president and chairman, Farmers
State, Lucas, Kan.) was one of those
who testified for the CBCT ruling. He
pointed out that electronic banking is
new only in method of delivering the
services, not in the services themselves
and that CBCT services allow for fast-
er, safer and more efficient banking
convenience than do mail and tele-
phone services—traditional methods of
access to banks from the outside.

Significant events leading to the
Comptroller’s ruling were outlined in
the ABA testimony:

= Major retailers turning to POS
terminals.

e The Federal Home Loan Bank
Board authorizing S&Ls to establish re-
mote-service units, not defined as
branches.

= A Lincoln, Neb., S&L initiating
off-premise service terminals at the
Hinky Dinky supermarkets.

= Nebraska banks responding by
developing plans for NETS (Nebraska
Electronic Transfer System), to be
shared by participating banks in the
state.

= Innovative legislation in Washing-
ton state, providing for terminal shar-
ing by depository institutions in that
state.

Because of these events, continued
Mr. Duwe, the Comptroller’s ruling in-
tended “to provide national banks with
competitive equality.”

According to the ABA official, the
ruling will benefit bank customers
through expanded hours of service and
the greater convenience of an increased

52

number of locations where financial
transactions can be conducted.

He said the same type of privacy
controls placed on existing customer
data files used for extending credit or
cashing checks can be placed on CBCT
services.

Mr. Duwe added that the ruling will
allow for the proposed National EFTS
Commission to make recommendations
based on experience rather than mere
conjecture, while allowing for EFT de-
velopments to be monitored by finan-
cial institution regulators, Congress and
the people in the marketplace.

ABA's Duwe cites ruling
for providing "competitive
equality”; independents
point out disadvantages, say
smaller banks can't com-
pete.

First Federal Lincoln. The Comp-
troller’s December ruling was advocat-
ed at length in testimony given by
John E. Dean, president, First Federal
S&L, Lincoln, Neb., which—early in
1974—established POS terminals in
two Hinky Dinky supermarkets. Al-
though their operations were halted
temporarily by legal action, they were
started up again last summer. In fact,
Mr. Dean told the Comptroller, the
Hinky Dinky program now is in effect
in Omaha, Fremont and Wahoo, Neb.,
in addition to Lincoln, and soon will
be started in the Nebraska communities
of Grand Island, Hastings and Kearney
in conjunction with two other S&Ls—
Nebraska S&L, Omaha, and Nebraska
State Savings Association, Fremont.

The Hinky Dinky project is being
conducted under the name, “The Mon-
ey Service” (TMS).

Mr. Dean listed what he described
as “cardinal points” relating to the
TMS (or any POS) system.

The savings customer, he said, is af-
forded a new and more convenient ser-
vice than ever before by being able to
conduct his financial transaction and
having access to his savings funds from
supermarkets (and other merchants
soon to install terminals) at home or
from other cities he may visit. The cus-

Hearings

tomer, continued Mr. Dean, is provid-
ed financial service without having to
pay a transaction charge or fee and,
most of all, earns interest on his money
while it remains on deposit. According
to the S&L official, the customer is bet-
ter served now that his funds are acces-
sible to him whether or not he’s known
by the merchant, because wherever he
is, his computer knows him and is will-
ing to transact business.

The merchant, without investment
of his capital funds or payment of dis-
counts, fees or transaction costs, said
Mr. Dean, now may offer newer and
better customer services that will dis-
place check-cashing transactions and
reduce bad-check losses and cash-work-
ing fund previously required for check-
cashing services. The merchant may
anticipate new customer services, in-
cluding grocery sales to bank POS cus-
tomers (having overdraft privileges) at
par (no discounts or fees). This will
be a first, emphasized Mr. Dean, in the
bank/supermarket community.

Financial institutions, he went on,
will derive many benefits from the sys-
tem. TMS, he explained, is an intro-
duction and meaningful approach and
beginning to electronic banking. This
is of major import, in Mr. Dean’s opin-
ion, as a means of establishing early
automatic clearing house (ACH) use
and traffic, hopefully justifying ACH
programs now in existence. TMS offers
a customer service and convenient ac-
cess to his money, said Mr. Dean, to
an extent capable of making TMS a
primary  S&L/customer relationship
and a base for cross-selling future fam-
ily financial services. Participants in
such a system, Mr. Dean testified, will
experience operating cost levels never
before considered possible and will
start the much-needed change in the
mix of funds held on deposit by attract-
ing a higher and more favorable mix,
thereby stemming the increase in the
cost of deposit/savings account/CDs, re-
versing the five years’ upward trend.

As part of his presentation, Mr.
Dean said that the rights of small inde-
pendent merchants, S&Ls and banks—
to fully and fairly participate in such
systems at costs within their means—
must be protected and preserved in
law. He said he believes this can be
achieved only through mandatory ter-
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minal sharing without discrimination of
any sort. Otherwise, he continued, “We
will fail in our duty to protect all par-
ties and, most of all, the American peo-
ple from anti-competitive and monopo-
listic practices.

“Make no mistake, it is truth and
fact that EFT is a friend of the small
and independent banks and small S&Ls
wherein their rights of participation
and fair competition are and will be
fully preserved and guaranteed to
them in law.”

Mr. Dean outlined several stages of
the TMS program and then said that
the next and most important one will
get underway in midsummer 1975. At
that time, he said, the $37-million
state-chartered Gateway Bank of Lin-
coln will offer to its depositors full
direct-debit EFT/POS deposit and
withdrawal services on customer ac-
counts. In addition, he said, his S&L
is, under terms of a written contract,
working together with a large metro-
politan national bank in developing a
plan for sharing terminals, clearing ac-
counts and computer switching tech-
niques. This plan, he predicted, will
be available to all banks, S&Ls and
merchants without regard to size or lo-
cation.

Justice Department. The Comptrol-
lers ruling was backed by the Justice
Department, which was represented at
the hearing by Donald I. Baker, deputy'

assistant attorney general, antitrust
division. Operation of off-premises
CBCTs by national banks, said Mr.

Baker, is sound from a public policy
standpoint, and Comptroller Smith’s
decision has vital pro-competitive as-
pects.

Mr. Baker’s lengthy testimony de-
scribed in detail why his department
believes EFT services will not injure
the public interest. It has not yet
been demonstrated, he continued, that
CBCTs pose any massive threat either
to banking or to the public. According-
ly, he said, there’s no need for any new
and extensive pattern of regulation
specifically aimed at controlling CBCTs
and particularly no need for the type
of regulation presently imposed on the
operation of full-service branches.

Justice doesn’t believe these termi-
nals should be operated under a com-
pulsory-sharing rule, said Mr. Baker.
Among reasons for this opinion, accord-
ing to Mr. Baker, are that the rule
would generate substantial pressures to
standardize and freeze CBCT technol-
ogy, could promote the organization
of CBCT systems as a single monopoly
utility and would significantly lessen

Independent Bankers Association of
America (IBAA) presented their views
at the hearing.

Fred T. Brooks, president, Merchants
State, Dallas, and a past president of
IBAA, expressed concern over the
Comptroller’s ruling because it “per-
mits national banks to ‘branch’ in clear
violation of federal law and without
regard for state law.” Mr. Brooks stated
that the ruling “ignores the basic prin-
ciples under which the dual banking
system has operated for many years and
puts many state banks at a real and
immediate disadvantage because they
cannot do what you have authorized na-
tional banks to do.”

Mr. Brooks, who is president, Inde-
pendent Bankers Association of Texas,
predicted that the ruling will disrupt
and eventually destroy the dual bank-
ing system. He accused the Comptroller
of revising the entire banking structure
“in a way which is procedurally inad-
equate, basically unfair, not in accord-
ance with the specific provisions of the
National Bank Act and beyond the
scope of the authority granted to you
by Congress. We are concerned that a
government official believes he may
‘repeal’ an act of Congress.”

He stated that the IBAA is not op-
posed to EFTS, but is opposed to “a
premature, unregulated, unrestrained
and unequal system in which we were
not allowed to participate by operation
of state law.”

He said the IBAA strongly supports
existing legislation calling for a EFTS
study commission. He said the Comp-
troller’s ruling is in direct opposition to
the intent of this legislation.

He said the ruling is “like laying out
a new paved road without stripes or
speed limits.” He also said there is no
evidence that EFTS would be more
economical than the present paper-
transfer system and that there is evi-
dence that the public in general does
not desire EFTS.

Mr. Brooks said that the IBAA is
greatly concerned with problems of

how smaller banks can attain access to
EFTS systems and how entry of per-
transaction fees will be determined and
regulated. “We are concerned that un-
regulated use of these systems by the
largest national banks and HCs may
well ‘freeze out’ smaller banks and cause
a multiplication of problems through-
out the country.”

Ralph Tilley, president, Vevay (Ind.)
Deposit Bank and president of the In-
dependent Bankers Association of In-
diana, expressed concern at the pos-
sibility of large national banks en-
croaching on his bank’s trade area with
CBCTs. He said smaller banks cannot
afford the equipment to install such
machines as can large national banks;
therefore smaller banks will suffer at
the hands of the larger banks. * *

CBCT Limit Expected

At press time, the Comptroller of
the Currency was expected to an-
nounce momentarily the placement
of geographic restrictions on the
placement of CBCTs by national
banks. The consideration of such a
restriction is thought to have re-
sulted from testimony given at a
hearing airing the pros and cons of
CBCTs held in Washington by the
Comptroller’s office recently (see ad-
joining article).

A spokesman for the Comptroller
said one possible restriction would
be limiting the CBCT’s of any one
bank to an area up to 50 miles from
the bank’s headquarters. He said it
would “be unconscionable to limit
CBCTs to the artificial boundaries of
state lines.”

The 50-mile restriction would per-
mit national banks located near state
lines to cross them. Banks in St
Louis, Kansas City, Memphis, Louis-
ville and other cities in the Mid-
Continent area would thus be per-
mitted to install CBCTs in adjacent
states as long as the installations
were not more than 50 miles from
a bank’s headquarters.

BLANKET SINGLE INTEREST INSURANCE

for installment loans on:

Automobiles
Trucks

(2 ton or less)
Household Goods
Farm Machinery
Motorcycles

Mobile Homes
RECREATIONAL VEHICLES
Snowmobiles
Boats and Motors
Travel Trailers
Motor Homes

PROTECT THESE LOANS AGAINST PHYSICAL DAMAGE L

coll or write: G.D. VAN WAGENEN CO.
1006 Northwestern Bank Bldg., Minneapolis, Minn. 55402
(612) 333-2261

the competitive incentives of an in-
novative organization to develop a
unique funds-transfer technology.

A number of representatives of the
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Convention

(Continued from page 51)

holding company,” said Robert D. Dix-
on, chairman of the IBAA’s Bank Own-
ership and Management Succession
Subcommittee. He’s president, Rolfe
(la.) State.

According to Mr. Dixon, his subcom-
mittee has agreed to give priority to es-
tablishing a forum or seminar-type
program for buyers and sellers of banks
and for people involved in manage-
ment succession. He said the forum
will focus on these subjects:

1. The mechanics of organizing a
one-bank HC and discussion of modifi-
cations of regulations to make the one-
bank HC vehicle more workable for
the independent banker.

2. Bank-stock appraisal, methods of
stock transfer and ways to finance such
transfers.

3. Tax problems involved in transfer
of bank stock, what’s possible under

Quick Quiz

present regulations and what alterna-
tives there may be for various situa-
tions of stock transfer.

4. Estate planning for bankers con-
cerned with bank-ownership transfer
within their own families or within
their own banks.

5. Succession of bank management
that may or may not involve transfer
of bank stock or, at most, a minority
interest in bank ownership.

New officers. Kenneth J. Benda,
president, Hartwick (la.) State, suc-
ceeded Mr. Easterly as IBAA presi-
dent. He was its first vice president.
Advanced from second vice president
to first vice president was Charles O.
Maddox Jr., president, Peoples Bank,
Winder, Ga. By tradition, he will be-
come IBAA president next year. Elect-
ed second vice president was Edward
A. Trautz, president, East Lansing
(Mich.) State. William P. Givens,
president, Merchants National, Muncie,
Ind., was elected to a two-year term
as IBAA treasurer.

Next convention. The IBAA’s 1976
convention will be held March 14-18
at the Sheraton Waikiki Hotel, Hon-
olulu.

e *

For Busy Bankers

Question:

What kind of .Advertising is most effective?

The kind that gets itself read! People read what
interests them, not what interests you or your
bank. Why not give people what they like?

TOWN CRIER PUBLICITY offers a compelling combination
of human interest selections and personal friendliness and it
lets your bank reach the entire family with a message of value

and
appreciated.

interest. An effective method because it

is read and

Mobile Home

(Continued from page 36)

lies in the need to recognize and man-
age change—to act rather than react.

Past experience indicates that banks
and other financial institutions have
and will continue to play an important
role in the mobile home financing pic-
ture. They have profited from this rela-
tionship and the potential for more of
the same is there.

The demand for low- to moderate-
cost housing is a strong consumer-
driven need.

How the industry positions itself to
serve this need is the greatest chal-
lenge mobile home financing faces to-
day. = =

Mobile Home Portfolio Help
Planned by Trade Association

A program to assist lenders in ser-
vicing their mobile home loans has
been announced by the National Asso-
ciation of Mobile Home Service Com-
panies (NAMHSC), trade association
for financial service companies special-
izing in originating, servicing and in-
suring mobile home and recreation ve-
hicle loans.

The association intends to serve as
a “clearing house” for any lenders who
may need help in servicing and/or in-
suring their mobile home loan portfolio,
according to T. O. Wantuck, president
of the trade group.

Mr. Wantuck noted that some ser-
vice companies have been casualties
of the current economic situation.

“The result has been that some lend-
ers are left in the position of having to
service their own mobile home paper,
which they may not be prepared to
do,” Mr. Wantuck said.

“It is our aim to offer a means of
bringing these lenders together with
viable mobile home service firms.

"The lender and the service com-
pany could then work out the details
of how the portfolio in question would
be handled,” Wantuck said.

— H I

— MOMMI

Inquiries should be directed to the
association’s headquarters at 2002 Mid-
west Plaza, 801 Nicollet Mall, Minne-

WRITE FOR DETAILS apolis, MN 55402,

and samples of how other bankers are using
our exclusive low cost service.

Town Crier Publicity

P. O. Box 40 Litchfield, Illinois 62056
A service of HENRICHS PUBLICATIONS, INC.
Since 1924
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Advancement Opportunities Are Good
For Dedicated Branch Managers

EW BANK presidents have stopped
Fat the branch manager’s desk on the
way to the top, nor have many other
members of senior management.

National and international banking,
commercial lending and trust manage-
ment are the assignments that have tra-
ditionally led to the executive suite.
But | am not writing about the past or
the present, but what | see for tomor-
row.

The fact is that the branches of to-
day have little relevance to the branch-
es in existence when today’s presidents
started their banking careers. The role
of branches has been greatly expanded,
new responsibilities have been added
and new requirements for branch man-
agers have been developed. The bank-
ing business is changing and thus,
branch managers should reap benefits.

Obviously, states that permit state-
wide branching provide the most op-
portunities for branch managers.

In North Carolina, for example, ex-
pansion by banks has created many job
opportunities for branch managers. At
the end of 1969, North Carolina Na-
tional (NCNB) had 91 offices in 27
communities. In less than five years,
the number has grown to 155 in 53
communities. A few of these additional
branches resulted from mergers, but
more than 50 represent new offices—
and new branch manager positions.

Such expansion creates branch man-
ager assignments and increases promo-
tional opportunities for employees
throughout the bank. When interstate
branching comes there will be even
more opportunities.

Promotional opportunities also are
enhanced if there are not just more
branches, but more types of branches.
For example, at NCNB we have three
levels of branches. Each type provides
the basic transaction services, including
teller services and customer service ac-
tivities. The second type adds con-
sumer lending and the third type in-
cludes commercial lending and mar-
keting. Branch managers are assigned
to all three, plus assistant managers in
larger facilities.

Where limited or no lending activi-
ty exists, the branch manager position
can be filled by promoting individuals

By HUGH L. McCOLL JR.
President
North Carolina National Bank
Charlotte, N. C.

from operations coordinator positions
or elevating experienced customer ser-
vice employees or tellers.

The other two levels of branches can
be staffed with employees who have
participated in NCNB’s branch man-
ager development program. It’s a major
source of individuals, assuming these
assignments are people employed origi-
nally in the consumer credit depart-
ments as collectors and having subse-
quently served as assistant branch
managers or consumer lending repre-
sentatives.

This three-level system provides im-
portant management opportunities as
well as experience and training for
other assignments.

"Unlike people in most
other banking assignments,
the branch manager must be
ageneralist”

One of the next steps after being a
branch manager is supervising a group
of branches. In Charlotte, for example,
where we have 25 branches, we have
four area managers and a director of
branches. Supervising an entire city’s
retail operations is another step. We
have 38 city executives, seven regional
executives and, at the top of our retail
ladder, a statewide banking group ex-
ecutive who is a member of our man-
agement committee.

Each of these categories involves
varying levels of responsibility and
challenge. For example, one particular-
ly challenging assignment is managing
a new office—either in an existing city
or in an entirely new community.

Consumer credit, commercial bank-
ing, administration and marketing are
other avenues for promotion. And it is
possible to move in and out of these
areas. Let me use one individual as an
example. He started out as a manage-
ment trainee, then served as assistant
branch manager and then branch man-

MID-CONTINENT BANKER for May 13. 1975

ager before moving to international
banking. He then supervised marketing
functions in one of our cities and was
recently named city executive in a
community where we had never had
an office before.

This is the kind of career path a
branch manager can think about and
plan for. He should decide what he
wants and let his boss and his bank
know what he wants.

I would like to elaborate about why
the responsibilities of the branch man-
ager prepare him or her for other bank-
ing assignments.

Anyone who is a manager or aspires
to be one in any organization knows
that a good manager is a generalist—
someone who can handle responsibili-
ties in many broad areas of business.

Unlike people in most other banking
assignments, the branch manager must
be a generalist, and on a daily basis
must perform a wide variety of func-
tions, including marketing, consumer
lending, commercial banking, person-
nel administration, customer service
and sales. To carry out these responsi-
bilities successfully, the branch man-
ager must be well organized, decisive,
people-oriented, attuned to detail and
much more.

The best way for me to describe the
scope of the branch manager’s function
is to outline the nearly three-month
branch manager development program
at NCNB.

Before sitting in a classroom, our
candidates are assigned to a branch for
a few days to gain an appreciation of
how a branch should be run. The con-
cept of modeling is a valuable training
technique for developing good man-
agers. While in the branch, the trainee
gains exposure to teller functions, cus-
tomer service, direct lending and gen-
eral operations.

Following this exposure, the trainee
is sent to our consumer lending school
to develop the requisite skills for mak-
ing direct loans. The one-week school
also provides exposure to indirect lend-
ing, collection/adjusting practices and
dealer floor plans.

Continuing to place emphasis on the
real world of banking, we next place
our trainees in a consumer credit de-
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partment for 30 to 45 days. The
trainee is given the opportunity to
make direct loans under the supervi-
sion of an experienced direct lender.
After the practice period, the trainee
is tested and provided with a skills de-
velopment plan when need for im-
provement is indicated.

The trainee then goes to our five-
week branch manager school to be-
come thoroughly familiar with the ad-
ministrative practices, techniques,
forms, rules and procedures of operat-
ing a branch. The school covers the
seven areas of commercial lending,
bank services, branch operations, sales

training, branch administration, super-
visory training and personnel policies.

The commercial lending workshop,
for example, is designed to provide
commercial lending skills, with major
emphasis on small commercial loans.
However, the trainees learn enough
about large commercial loans to be
able to spot potential customers and
refer them to other supporting units.

There are four areas of responsibility
that provide important experience for
future assignments in banks.

If the bank is truly profit-oriented,
the branch manager should be the first
level of the profit-planning and control

Let our
billion dollar

organization

, help your

y

bank profit.

Call John Hixon, a member
of our correspondent

banking team.

First Alabama Bancshares, Inc.

Affiliate Banks
First Alabama Bank
First Alabama Bank

of Montgomery, NA.
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
First Alabama Bank

of Baldwin County, NA.
of Guntersville

First Alabama Bank of Hartselle
Phenix National Bank, Phenix City
Farmers & Marine Bank, Bayou La Batre

process. For a bank, the best overdraft
protection is competent branch man-
agers who understand assets and liabili-
ties.

The branch manager should have a
solid grounding in selling techniques.
The manager should cross-sell bank
services as well as bring in new ac-
counts.

The branch manager should be ca-
pable of maximizing the human resour-
ces under his or her jurisdiction. The
branch manager should insure that all
branch employees are properly moti-
vated, developed and promoted. Any-
one really wanting to move up from
the branch manager spot should find
and develop a replacement.

Finally, the branch manager is the
major community contact. To many
customers, he is really the president of
the bank. His is a 24-hour job, for
wherever the manager goes, he or she
is representing the bank. The manager
who speaks to the Rotary Club about
the economy is really promoting the
bank. The manager who participates
in the United Appeal drive is really
helping the bank be a good corporate
citizen. This community participation
benefits the bank’s image and con-
tributes to the manager’s leadership
training, for skills acquired through
these experiences are important in
higher-level managerial positions.

The job of branch manager, like
many jobs, can be a dead end or a
stepping stone. The opportunity for ad-
vancement is there, but it won’t hap-
pen unless the individual makes it hap-
pen. I've had a lot of people working
for me, in a lot of positions, who spent
a great deal of time telling me how
good they were and why they deserved
to move rapidly up the ladder. I've had
other employees who didn’t have to say
anything, because they showed me
through their work that they were ca-
pable of accepting further responsibility.
You can guess the category from which
most promotions have come.

In today’s banking world, | cant
think of a better stepping stone job than
that of branch manager, provided it is
approached with dedication and deter-
mination.

RrsyUabama
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EDWARDS JOHNSON
- - - - -
Convention “"First-Timers
These new faces will be rep- New Mexico Convention
resenting city-correspon- e W p )
= George W. Porter is a correspon-
d_ent ba_nks at state conven- dent banking representative with Com-
tions this year. merce Bank, Kansas City. He joined
the bank as a management trainee in
Mississippi Convention 1973.
- William S. Johnson represents the = John H. Cope is a vice president
correspondent bank department at Endk_mar(ljagertof tthet Fgor:ef\ﬁ)otr_ldenlt
Merchants National, Mobile. He has anking hepar ment at Frs ationa,
served in many departments at the Fort Worth.
bank and_ holds a BS degre_e in agricul- = Duncan E. Kincheloe Jr. is an as-
tural business and economics from Au- . . - . -
burn sistant vice president at United Mis-
‘ souri Bank, Kansas City, which he
= James A. Edwards is an assistant joined in 1973. He travels in Texas and
vice president in the banks, bank hold- New Mexico.
ing companies and related activities di-
vision at First National, Chicago. He = Rex B. House is a vice president
joined the bank in 1965. in the correspondent banks department
i at Texas Bank, Dallas. He travels in
= Andrew O. Watson is a member \yest Texas and New Mexico.
of the national banking division of
Morgan Guaranty Trust, New York, » Daniel Flynn, senior vice presi-
which he joined in 1973. He holds de-  dent, represents Texas Bank, Dallas,
grees from the University of California jn south Texas and the Rio Grande
and the University of Chicago Gradu- valley. He is assistant manager of the
ate School of Business. correspondent banks and southwestern
. . accounts department.
Indiana Convention _
= Robert E. Taubenheim, loan of-
e Charles L. Mountz joined the ficer at First National, Chicago, joined
correspondent team at First National, the bank’s banks, bank holding com-
St. Louis, last October, coming from panies and related activities division
the credit department. He joined the in 1971 and represents the bank in
bank last year as a credit analyst. southwestern states.
FLYNN TAUBENHEIM
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In 1925, what was then known as
Deposit Guaranty Bank and Trust
Company opened its doors for
business at a single office location

on Capitol Street in downtown Jackson
with capital and surplus of $125,000.

Today, fifty years later, what is now
Deposit Guaranty National Bank has
over $65,000,000 in capital resources
and over $800,000,000 in total assets.
From the new main office in Deposit
Guaranty Plaza the Bank system
operates eighteen offices within the
city of Jackson, plus two offices in
Clinton and an office in Pearl, as well
as branch bank operations in
Greenville, Greenwood, Natchez,
McComb, Monticello, Newhebron
and Centreville.

Encompassing thirty-nine banking
offices, this comprises the largest
banking system in the state and one
of the largest in the middle
South area.

DEPOSIT GUARANTY

NATIONAL BANK

Grow With Us/Jackson. Mississippi/Member F.D.I.C.

This growth, we believe, is due to
Deposit Guaranty’s dedication to
sound fiscal policies, to the
guardianship of those funds entrusted
to its care, to the protection of its
shareholders' investment, to a
continuing involvement in the civic
affairs of the communities it serves
and the state as a whole, to a concern
for the welfare of its staff and to
providing complete and up-to-date
financial services for its
loyal customers.

It is through your faith,
confidence and continuing patronage
that our growth and progress are
made possible.

Centreville. Farmers Exchange Bank/Greenville, Greenville Bank/

Greenwood, LeFlore Bank/McComb. Mechanics Bank/

Monticello, Monticello Bank/Natchez. City Bank &Trust Co./
Newhebron, Newhebron Bank/And Offices in Clinton and Pearl.
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M ississippil Convention

President

LAMPTON

R, Ben Lampton, MBA pres., is pres., First Nat'l,
Jackson. He is a graduate of the School of
Banking of the South and is a past pres.,
Jackson Chamber of Commerce.

Vice President

HOWARD

W. E. Howard Jr., assn, v.p., is pres.,
Commercial Nat'l, Laurel, which he joined as a
dir. in 1954. He has served MBA as ch., Bank
Management Conference. He is a graduate of
the School of Banking of the South.

Treasurer

MITCHELL

John H. Mitchell Jr., MBA treas., is v. ch. &
CEO, Nat'l Bank of Commerce (formerly
Peoples Bank), Starkville. He is a former pres.,
Young Bankers Section, and has served as ch.
of several MBA committees.
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Biloxi, May 17-21
Headquarters-BUENA VISTA HOTEL

PROGRAM

FIRST SESSION, 9:15 a.m., May 19

Call to Order and Invocation.

Executive Committee Report—W. E. HOWARD JR., committee chair-
man, vice president, Mississippi Bankers Association, and president,
Commercial National Bank, Laurel.

Resolutions—JOHN J. HARRY, committee chairman and president and
CEO, First National Bank, Laurel.

Financial Report—JOHN H. MITCHELL JR., treasurer, Mississippi
Bankers Association, and vice chairman and CEO, Commercial Na-
tional Bank, Laurel.

Chair of Banking Report—DR. HARVEY S. LEWIS, head of chair of
banking, University of Mississippi.

Young Bankers Section Report—BOBBY L. HARPER, president, Young
Bankers Section, and vice president, National Bank of Commerce, Co-
lumbus.

Address—ROY E. JACKSON, regional director, FDIC, Memphis.

SECOND SESSION, 9:30 a.m., May 20

Call to Order and Invocation.

President’s Address—R. BEN LAMPTON, president, Mississippi Bankers
Association, and president, First National Bank, Jackson.

Report on the School of Banking of the South—ORRIN H. SWAYZE,
director emeritus, School of Banking of the South.

Meeting of the Mississippi Members of the American Bankers Associar
tion—LEO W. SEAL JR., immediate past president, Mississippi Bank-
ers Association, and president & CEO, Hancock Bank, Gulfport.

Presentation of 50-Year Club Certificates.

Address—J. REX DUWE, president-elect, American Bankers Associa-
tion, and chairman, Farmers State Bank and Trust Company, Lucas,
Kansas.

Necrology Committee Report—ORRICK METCALFE, committee chair-
man, and chairman, Britton & Koontz First National Bank, Natchez.

Resolutions Committee Report—JOHN J. HARRY.

Report of Nominating Committee and Election of Officers.

1975



More Than Sun and Sand
Promised by Miss.BA
For 87th Annual Meeting

FDIC regional director Roy E. Jack-
son from Memphis and J. Rex Duwe,
ABA president-elect, and chairman,
Farmers State, Lucas, Kan., will be
highlighting the 87th annual Mississip-
pi  Bankers Association convention,
which will meet May 17-21 at Pete
Fountain’s Buena Vista Hotel in Biloxi.

The MBA golf tournament is set to

Active Markets
Mississippi

Municipal Bonds

ALVIS & COMPANY
JACKSON, MISS.

Investments

LAMAR BLDG.

PHONE 353-6326

LESTER ALVIS LESTER ALVIS, JR.
FERRILL BATTLEY

Deposit Guaranty Plaza Dedicated

TOP: J. H. Hines,
chairman, Deposit
Guaranty National,

Jackson, makes open-
ing remarks at re-
cent dedication of
new Deposit Guar-
anty Plaza complex.
Mississippi Governor
William L. Waller
and other dignitaries
participated at the
dedication, which
featured traditional
ribbon cutting. Un-
traditionally, ribbon
extended from top
to bottom of 310-foot
tower and a 14-foot-
wide pair of scissors
was used to cut it
BOTTOM: Shortly af-
ter dedication, bank
hosted its correspon-
dents at an open
house and tour of
new complex.

begin at 8:30 a.m. Saturday, May 17,
at the Broadwater Beach Sea Course
and the MBA tennis tourney will kick
off at noon at Pete Fountain’s Buena
Vista tennis courts. First-day registra-
tion will start at 2 p.m. in the hotel
lobby and the Greater Mississippi Life
party will be from 6-8 in the Hurricane
Room.

Registration on May 18 will begin
at 9 am. and the golf match will wind

For Every Banking Service

HIHTY

HM(CORINTH, MISSISSIPPI wemberraic.

omplete

orrespondent

overage

IN AN EXPANDING

EAST MISSISSIPPI

MARKET

Merchants & Farmers
Bank meridian, miss.

up that day, with tee-off time at noon.
At 2 will be the First National of New
Orleans party in the Pete Fountain
Room and Fountain Terrace, with the
5:30 Deposit Guaranty National of
Jackson fete at poolside.

Registration will begin at 9 am.
Monday and the first business session
will start 15 minutes later in the Re-
gency Room Arcade. R. Ben Lampton,
MBA president, and president, First
National, Jackson, will preside.

Following the opening ceremonies
will be the executive committee report
by Chairman W. E. Howard Jr., MBA
vice president, and president, Com-
mercial National, Laurel. Committee
Chairman John J. Harry, president and
CEO, First National, Laurel, will then
provide the resolutions committee re-
port. John F. Mitchell Jr., MBA trea-

HOWARD IVY J. S. LOVE, 1l

J. S. Love Company

Investment Securities

DEPOSIT GUARANTY BANK BLDG.
Suite 1164

Jackson, Miss. 39205

1935 - 40th Anniversary - 1975

Phones:
e P.O. Box 216
Capital, Surplus and Reserves Exceed $5,200,000.00 Area Code - 601
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Condensed StatementofCondition

Hancock Bank

GULFPORT, MISSISSIPPI 39501
PER COMPTROLLER'S CALL AS OF APRIL 16, 1975

RESOURCES
Loans and DiSCOUNTS.......ccccocvveiiriieieeeseee s $ 83,682,999.84
United States Bonds and Securities... 22,173,592.83
Other Bonds and Securities........ccccoovevveeviceeeveeeeeseenan, 34,572,167.41
Federal Funds Sold..........cccoooevvivieiinennn, 8,400,000.00
Banking Houses, Furniture andFixtures................ 3,225,547.89
Other Real EState......iviiiiiiicieceeeceeceecve e 659,020.61
Other Assets.................. 2,510,605.34
Cash and Sight Exchange.......ciniinnicnens 19,918,845.96
Total ASSEtS..ccviccciciiecieree s $175,142,779.88

LIABILITIES

Capital StocK....cooocvvvvvceiirvecee $3,015,200.00

Capital NOtesS.....ccoovviivicienreccen 480,000.00

Surplus.....cceeevviae. ....8,564,080.00
Undivided Profits.....ccceouenne ... 975,470.55

Reserve for Contingencies............ 2,301,595,97
Total Capital Accounts... $ 15.336,346.52
Reserve for Interest, Taxes, etc. .. 3,923,374.01
Federal Funds Purchased.......... .. 3.425,000.00
Other Liabilities....coovvvvvvcvcee. L 86.000.00
DePOSItS. oo . 152,372,059.35
Total Liabilities... $175,142,779.88

Hancock Bank

New Light on Modern Banking rsib

OFFICES: Bay St. Louis, Gulfport, Pass Christian, Long Beach,
Northeast (Pass Road, Gulfport), Mississippi City-Handsboro,
Edgewater, Norwood Village, Mississippi Test Facility,

U S. Navy CB Center, Poplarville (Bank of Commerce).
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surer, and vice chairman & CEO, Com-
mercial National, Laurel, will read the
financial report. The chair of banking
report will be given by Dr. Harvey S.
Lewis of the University of Mississippi.
Dr. Lewis is the head of chair of bank-
ing at Ole Miss. Bobby L. Harper,
Young Bankers Section (YBS) presi-
dent, and vice president, National
Bank of Commerce, Columbus, will re-
port on the YBS. The first session will
then be rounded-out by an address by
Mr. Jackson of the FDIC.

Beginning at 11 am. will be the
First National of Jackson party in the
Pete Fountain Room and Fountain Ter-
race. At noon, the lunch for the execu-
tive committee and past presidents will
be served in Hurricane Room E, after
which, the executive committee will
meet.

Specializing
in Louisiana and
Mississippi
Municipal Bonds

BB

Hattier, Sanford
&Reynoir

INVESTMENT BANKERS
Whitney Building, New Orleans, La. 70130
(504) 525-4171

Evening activity will commence at
4 p.m. with the Hancock Bank, Gulf-
port, oyster bar in the Sun Room and
Terrace, followed at 6:30 by the MBA
cocktail party in the Pete Fountain
Room and Fountain Terrace. Ben’s
“Happy Times” party, a seafood jam-
boree, is slated to start at 7:30. Enter-
tainment will be provided by The
Shoppe.

The Tuesday, May 20, schedule will
be kicked off by the breakfast for grad-
uates of the School of Banking of the
South (SBS) in the Fountain Terrace.
Ray K. Smith, SBS executive trustee,
and president & CEO, First National,
Greenville, will preside. Registration
will open at 9, followed by the 9:30
beginning of the second general session
in the Regency Room Arcade.

President Lampton will start things
off with the president’s address, then
Orrin H. Swayze, SBS director emeri-
tus, will report on that institution. A
meeting of the Mississippi members of
the American Bankers Association will
then ensue, headed by Leo W. Seal Jr.,
immediate past MBA president, and
president and CEO, Hancock Bank,
Gulfport. Following that will be the
presentation of 50-Year Club certifi-
cates, then an address by J. Rex Duwe,
president-elect of the ABA, and chair-
man, Farmers State Bank, Lucas, Kan.

Orrick Metcalfe, committee chair-
man, and chairman, Britton & Koontz
First National, Natchez, is slated to
give the report of the necrology com-
mittee, after which, Mr. Harry will
provide the conventioneers with a reso-
lutions committee report. The report
of the nominating committee and elec-
tion of officers will end the second ses-
sion.

Your Canton Business Invited

CANTON
EXCHANGE

B ANK

we welcome
THE OPPORTUNITY

to serve you

CANTON, MISSISSIPPI

"In OQur 95th Year"

BRANCH OFFICES: MADISON—RIDGELAND—
EAST CANTON SHOPPING CENTER

Common Capital
$450,000.00

Earned Surplus
$885,000.00

Total
Resources
Over $29,000,000.00

MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION
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For the women, a social hour and
luncheon will commence in the Hurri-
cane Room at 11:30 a.m., with enter-
tainment by Glenda Brundage of Hat-
tiesburg.

Hancock Bank’s oyster bar will once
again open at 4 p.m. in the Sun Room
and Terrace. The annual banquet is set
for 7:30 in the Hurricane Room. Dur-
ing the banquet, there will be an an-
nouncement of the winners of the golf
and tennis tournaments, an address by
convention speaker “Mick” Delaney,
the introduction and installation of of-
ficers and convention adjournment.

The breakfast for the executive com-
mittee begins at 8:30 Wednesday
morning, to be followed by a meeting
of the executive committee. Both
breakfast and meeting will occur in the
Hurricane Room.

CRAWFORD BERRYHILL

Three Bankers Will Leave
MBA's Exec. Committee

Three bankers are retiring this year
from the Mississippi Bankers Associa-
tion executive committee. They are
Farrell F. Berryhill, president, First
National, Pontotoc; William F. Craw-
ford, chairman, State Bank, Brook-
haven; and N. L. Cassibry Jr., presi-
dent, Cleveland State.

Mr. Berryhill is a past president of
the Young Bankers Section of the MBA
and a past president of the Northeast
Mississippi Chapter of the Bank Ad-
ministration Institute. He also has
served as MBA Group One vice presi-
dent. His education took place at
Hendrix College, Conway, Ark., and
the School of Banking of the South.

Mr. cCrawford joined State Bank,
Brookhaven, in 1954, as a clerk, was
elected assistant cashier the same year
and, in 1958, became assistant vice
president. He was elevated to the posi-
tion of vice president in 1960, becom-
ing vice chairman in 1965. Later that
year, he was named chairman, a posi-
tion he still holds. Mr. Crawford has
been an MBA executive committee
member since 1973 and is a past MBA
president. Information about Mr. Cass-
ibry was not available at press time.
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Mississippl

A Great Place 16 Learn

Mississippi knows that its future depends upon
the quality education of its young people. That’s
why sixty percent of the State’s general fund is
spent on education, one of the highest percent-
ages in the nation. With 43 junior and senior
colleges and universities spread across our State,
Mississippians know they have an opportunity
for quality education.*Vocational and technical
centers play an important role in the education
scene, too. A state-wide system of 69 training
centers enroll almost 100,000 students in various
fields. & Mississippi

IS a great place to

learn. If you want to

find out more about

Mississipplt, Its

people, and its

educational facilities,

First National is the

best place to get the

story.

r i FirstNational Bank

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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Rally "round the men from

May 4-6 —Nebraska Bankers Convention,
Omaha —P. V. Miller, Jr., Fred N. Coulson, Jr,,
Tom C. Cannon, Edwin B. Lewis

May 4-6 Texas Bankers Convention,
Houston —P. V. Miller, Jr., Fred N. Coulson, Jr,,
Tom C. Cannon, George W. Porter

May 4 -6 - Arkansas Bankers Convention,
Hot Springs—P. V. Miller, Jr., Fred N. Coulson, Jr,,
Tom C. Cannon, Ben F. Caldwell

May 13-15 —Oklahoma Bankers Convention,
Tulsa-P. V. Miller, Jr,, Fred N. Coulson, Jr.,
Tom C. Cannon, Ben F. Caldwell

May 14-16 —Kansas Bankers Convention,
Topeka-P. V. Miller, Jr., Fred N. Coulson, Jr.,
John C. Messina, Ben F. Caldwell,

Frampton T. Rowland Jr., W. Thomas Falls, Jr.

May 11-13 Missouri Bankers Convention,

Kansas City —James M. Kemper, Jr., P. V. Miller, Jr,,
Fred N. Coulson, Jr., Larry E. Lumpe, Elmer Erisman,
John C. Messina, Paul F. Langewisch

June 4-7 —Colorado Bankers Convention,
Colorado Springs—P. V. Miller, Jr,
Fred N. Coulson, Jr, Tom C. Cannon

May 29-31 —New Mexico Bankers Convention,
Albuquerque —Fred N. Coulson, Jr.,
Tom C. Cannon, George W. Porter
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Commerce Bank

Visit the midwest's most
experienced correspondents
at your state convention.

10th & Walnut
Phone AC 816-234-2000
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New MexicoConvention

President

JARAMILLO

Henry Jaramillo Jr., NMBA pres., is pres.,
Ranchers State, Belen, which he organized in
1960. He is past ch., Group 4, and served

on the NMBA budget and legislative
committees.

Pres.-Elect

STEWART

Wayne Stewart, assn. pres.-elect, is pres.. First
Nat'l, Alamogordo. He began his banking
career in 1950 at Panhandle State, El Paso,
Tex., going to his present bank in 1956. He
has been a dir., El Paso branch, Dallas

Fed, since 1972.

Treasurer

LOCKHART

Robert Lockhart, assn, treas., is sr.

v.p., Santa Fe Nat'l, which he joined in 1958
as a management trainee. He is a past pres, of
BAI's Rio Grande Chapter.
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Albuquerque, June 12-14
Headquarters Hotel—HILTON INN

PROGRAM

FIRST SESSION, 10 a.m., June 13

Call to Order—HENRY JARAMILLO JR., president, New Mexico Rank-
ers Association, and president, Ranchers State, Belen.

National Anthem—GENE IVES of “The Company.”

Invocation—FATHER GEORGE SALAZAR, San Felipe de Neri
Church, Old Town Plaza, Albuquerque.

Address of Welcome—HARRY KINNEY, mayor of Albuguerque.

Response—WAYNE STEWART, president-elect, New Mexico Bankers
Association, and president, First National, Alamogordo.

Address—JERRY APODACA, governor of New Mexico.

Address—“The AIB—Its Heritage, Its Contributions and Its Potential,”
RUDOLPH R. FICHTEL, director, AIB, Washington, D. C.

Address—FRANCINE NEFF, treasurer of the U. S.

SECOND SESSION, 9 a.m., June 14

Call to Order—HENRY JARAMILLO JR.

American Bankers Association Meeting—ROBERT H. ALLAN JR., ABA
state vice president, and president, First State Bank, Gallup.

Report of the Executive Vice President—DENTON R. HUDGEONS.

Recognition of 25- and 50-Year Club Members—HENRY JARAMILLO
JR.

Address—W ILL ROGERS JR.

Report of the Audit Committee—DAVID A. RUIZ, chairman and execu-
tive vice president, First State Bank, Gallup.

Report of the Resolutions Committee—JAMES K. LUSK, chairman and
president, Roswell State Bank.

President’s Annual Report— HENRY JARAMILLO JR.

Report of the Nominating Committee—JAMES A. CLARK, president,
First National, Albuquerque.

Election of Officers.

Presentation of Past President’s Pin and Certificate.

Remarks by New President—WAYNE STEWART.

Selection of 1977 Convention City.

Announcements.

Adjournment.

Principal Convention Speakers

Principal speakers on the program for the NMBA convention include Jerry Apodaca,
governor of New Mexico; Rudolph P. Fichtel, AIB director; Francine Neff, treasurer of the
U. S.; and Will Rogers Jr., publisher and actor.
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Local, National Speakers
Set for NMBA Convention
In Albuquerque June 12-14

New Mexico bankers will have the
opportunity to hear local and national
views on banking during the 64th an-
nual convention of the New Mexico
Bankers Association in Albuquerque
June 12-14. Headquarters for the event
will be the Hilton Inn.

Presenting the local views will be
such dignitaries as Mayor Harry E.
Kinney of Albuquerque, Jerry Apoda-
ca, governor of New Mexico and the
association’s officers and members. Ru-
dolph R. Fichtel, AIB director, and
Franeine Neff, U. S. treasurer, both of
Washington, D. C., along with Will
Rogers Jr., actor and newspaper pub-
lisher from Beverly Hills, Calif., will
offer examinations from the national
standpoint.

The convention committees’ dinner
will be held in the Granada Room at
the Hilton Inn at 6:30 p.m., June 11.
Entertainment will be by Louis Cap-
po.

Registration will commence at 8
a.m., Thursday, June 12, in the Garden
Room. Those wishing to enter the
men’s golf tournament may tee off be-
tween 8 am. and 1 p.m. at the Para-

dise Hills Country Club, while the
women’s event will be at the Rio
Rancho Country Club. An 8:30 con-
tinental breakfast for the women will
be featured, with tee-off time set for
9.

The past president’s luncheon is
slated for the Florentine Room at the
Hilton at noon, with entertainment by
The Collegiates. The reception that
evening will begin at 6 and last until
7:30. Site of the reception will be the
patio and the Bob Martinez Mariachi
Band will stroll amongst the conven-
tioneers.

Activities on Friday, June 13, will
begin at 8 a.m. with the annual prayer
breakfast in the International Ballroom.
Kenneth Bonnell, breakfast chairman,
and chairman and CEO, First National,
Roswell, will preside. Dr. Rex P. Ky-
ker, head, department of communica-
tions, Abilene (Tex.) Christian Col-
lege, will give the address and The Liv-
ing Word will provide the musical ren-
ditions.

At 9:30 a.m., the first general session
will begin the Mediterranean Ball-
room. The call to order will be issued
at 10 by Henry Jaramillo, association
president, and president, Ranchers
State, Belen. This will be followed by
the singing of the National Anthem by
Gene lves of “The Company.”

We don't just want to be bigger.
We want Albuquerque to be better.

The First National Bank in Albuquergue

Where people come first.

«ember FOC

The officers, directors and employees of

RANCHERS STATE BANK OF BELEN, N. M.

are proud that our president, Henry Jaramillo Jr.,
has served the New Mexico Bankers Association as

president during the year, 1974-75.

We appreciate the assistance and cooperation
given to Mr. Jaramillo by New Mexico bankers dur-
ing his term of office in his efforts and program on
behalf of the New Mexico Bankers Association.
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Henry Jaramillo, Jr.

Special Convention Speakers

KYKER MEINCKE

Giving the address at the June 13 prayer
breakfast during the NMBA convention will
be Dr. Rex P. Kyker, head, dept, of communi-
cations, Abilene (Tex.) Christian College. Wil-
liam A. Meincke, FBI special agent in charge,
Albuquerque, will present his speech, "Kidnap
and Extortion as Related to the Wife of a
Banker,” at the June 13 women's luncheon.

Father George Salazar of San Felipe
de Neri Church in Old Town Plaza,
Albuquerque, will offer the invocation,
followed by the address of welcome by
Albuquerque Mayor Harry E. Kinney.
Wayne Stewart, NMBA president-
elect and president, First National,
Alamogordo, will give the response.

Jerry Apodaca, governor of New
Mexico, will then address the conven-
tion attendants. Also on the dais will
be Rudolph R. Fichtel, director, AlIB,
Washington, D. C., who will speak on
“The AIB—Its Heritage, Its Contribu-
tions and Its Potential,” followed by
the session’s final speaker, Franeine
Neff, treasurer of the U. S.

An 8 am. women’s tennis tourna-
ment will kick off the social events for
Friday. A continental breakfast will be
offered at the Indoor Tennis Club,
then, at 8:30, the play will begin. At
11:30 the luncheon for the women will
start and Elsie Jaramillo will preside,
with Paulette Jaramillo Koch as mistress
of ceremonies. The social hour will con-
tinue from that time until noon, when
the food will be served. William A.
Meincke, FBI1 special agent in charge,
Albuquerque, will give an address en-
titled “Kidnap and Extortion as Related
to the Wife of a Banker.”

To continue the calendar of Friday’s
social events, Henry Jaramillo Jr. will
host the president’s noon luncheon at
the indoor pool. Entertainment will be
by The Enchanters. At the same hour,
a men’s tennis tournament will start at
the Indoor Tennis Club. The women
will have a bridge tournament in In-
ternational Ballrooms E, F, G and H.
A cocktail party will begin at 6 p.m.
on the patio, courtesy of State Nation-
al, El Paso, Tex., and a buffet supper
is planned to commence at 6:30 in the
International Ballroom. The square
dance group, The Bell Ringers, will do
the entertainment honors.
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The convention’s final day, June 14,
is slated to be kicked off by a 7:15
buffet breakfast in the International
Ballroom, thanks to First National of
Roswell, Roswell State Bank and Se-
curity National in Roswell.

At 8:30, the organ music of Mark
L. Davis will signal the beginning of
the final general session. The call to or-
der will once again be made by Henry
Jaramillo Jr., followed by a meeting of
the New Mexico members of the Amer-
ican Bankers Association headed by
Robert H. Allan Jr., ABA state vice
president, and president, First State
Bank, Gallup. Purpose of the meeting
will be election of state delegates to the
ABA convention and election of a
member to the ABA governing coun-
cil.

Following the ABA business, Denton
R. Hudgeons will give the report of the
executive vice president. Mr. Jaramillo
will then preside over the recognition
of 25- and 50-Year Club members. Will
Rogers Jr., the guest speaker of the
day, will then address the audience.

After Mr. Rogers’ words the finishing
business of the session will take place.
David A. Ruiz, chairman and execu-
tive vice president, First State Bank,
Gallup, will give the audit committee’s
report, then James K. Lusk, chairman
and president, Roswell State Bank, will
offer the report of the resolutions com-
mittee. Mr. Jaramillo’s president’s re-
port will then ensue, after which James
A. Clark, chairman and president, First
National, Albuquerque, and immediate
past association president, will give the
report of the nominating committee.

Election of officers will be next on
the session’s schedule, with presenta-
tion of the past president’s pin and cer-
tificate, remarks by the new president,
selection of the 1977 convention city
and announcements comprising the fi-
nal events before adjournment.

A 2 p.m. meeting of the executive
council will occur in the Riviera Room.

Saturday’s social events are set to be-
gin at 5 p.m. with a cocktail party,
courtesy of El Paso (Tex.) National,
on the patio. At 7, the banquet will
start in the International Ballroom. Mr.
Jaramillo will preside, Father Salazar
will provide the invocation and the din-
ner show and dancing will be by the
talents of The Shoppe and Bill Mason
and His Band, respectively.

m BOB GOODMAN and Ben Wyne
have been promoted to senior vice
presidents at Citizens Bank, Albuquer-
que. Mr. Goodman is in charge of bank
administration and Mr. Wyne heads
loan administration.

STATEMENT OF CONDITION

THE FIRST
NATIONAL BANK

OF ARTESIA, NEW MEXICO

At close of Business December 31, 1974
RESOURCES

Loans and Discounts

m DR. MANUEL FERRAN has been
named president of El Valle State, Al-
buquerque, while Sadie Sanchez has

been promoted from vice president to $14,400,401.42

senior vice president. Larry Lamb, an Querdrafts .. 2300000
attorney, has been named a director. Banking House Furniture &Fixtures 370,000.00
U. S. Bonds $1,999,859.99
Obligations of U. S.
m DANIEL A. SISK has been elected Govt. Agencies .  697.603.96
i i i R Other Bonds 8503,159.06 20,912,179.94
chairman of First New MeX|_co_ Bank Pateral CRnds sold 1 eop00000
share Corp., Albuquerque, filling the Cash & Due From
Vacancy left by the death of Robert L. Banks ... 7,911,556.93
. . . Income Earned, Not Collected 460,802.76
Tripp. Mr. Sisk is an attorney and for- TOTAL o $36.107.036.77
mer justice of the state supreme court.
! p LIABILITIES
- - Capital $  500,000.00
[ TRAVI_S WALLER, president, First surplus 50000000
State of Sierra County, Truth or Con- Undivided Profits & Reserves 2,656,718.35
. Other Liabilities 179,745.92
sequences, has resigned to accept the Income Collected, Not Earned .. 22238192
i i Deposits 32,088,190.58
preSIdency _Of Buena Vista (COIO') Dividend Checks Outstanding 50,000.00
Bank. He will be succeeded by Johnny TOTAL oo $36.,197.036.77

Taylor, who has been serving as vice

. K OFFICERS
president and cashier.

CHAS. K. JOHNSON, President
C. F. HAMMETT, Sr. Vice-President
VERNON WATSON, Vice-President
DAVID T. SIMONS, Vice-President
GEORGE H. FERRIMAN, Cashier-
Trust Officer
FLOYD E. HALL, Asst. Vice-President
ROBERT ASLINGER, Asst. Vice-President
E. G. HUBBARD, Asst. Cashier
BRENT HAMMETT, Asst. Cashier

m GEORGE S. JENKS, chairman and
CEO, Albuquergque National, and Jer-
ry Pritchard, a businessman, have been
named directors, Security National,
Roswell. Mr. Pritchard is an advisory
director.

ReserveaJleaveql/
ocean beach this summer.

Three ways to enjoyenjoy,enjo/
and get'your sixth day free

It's True! Your room will be free on the
sixth day of your stay at any one of these
Paradise Resorts plus all these extras:

Enjoy golf, tennis, entertainment, sun
decks, cocktail parties, Olympic size pool,
kiddie pools, private ocean beaches.

Select one to fit your budget.

CALL YOUR TRAVEL AGENT OR SEND IN COUPON.

Th«“Critic* Choie#”

m il RIVAGE $io*>

OCEANFRONT AT 99th ST v RBAL HARBOUR

Informal come asyou are

ITA $8°°

P parad ise resorts OCEANFRONT AT 183rd ST., MIAMI BEACH

j P.O. Box 6725, Miami Beach, Fla. 33154 N .
Frlendiy personai touch

CHATEAU $7S0

| BY THE SEA

CITY STATE
ZIP PHONE
| Date of vacation | FOR RESERVATIONS CALL TOLL FREE:
SPECIAL FAMILY RATES AVAILABLE . 1 800 528 1234
Rates based on per person double occ. Jun.25-Aug.25. Kitchenettes available. 2 children

under age 12 Free at the Beau Rivage. 6th day Free offer good from Mayl-Oct.31,1975.
Also lower Spring and Fall rates available.

OCEANFRONT AT 191st ST.. MIAMI BEACH
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The Citibankedge.

Wed like to cutyou in
onsome ofourextras.

Naturally, you expect the basic correspondent services from Citibank, but we also have a
pocketful of extras for you.

Want to improve communications with your employees? Well share our experience in effective
employee relations with you. Interested in developing a more effective profit planning and control
program? Our "Planning for Profitable Growth" portfolio contains valuable information. Want helpful
suggestions on the latest bank protection and security techniques? We've assembled a package of
material, prepared by our protection specialists. Would you like a more up-to-the-minute means of
getting the latest figures on municipals? Try our computerized Bond Portfolio Service. Want to provide
helpful information to your directors? Let us help you. Want to build, expand or remodel with confi-
dence? Our real estate services can help show you the way.

Open up the whole spread of functional tools at Citibank, the all-purpose correspondent. Write our
Correspondent Banking Department at 399 Park Ave., New York, N.Y. 10022. Or call (212) 559-2411.
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INndiana

President

LIFE

Richard A. Life, assn, pres., is pres., Wabash
Valley Bank, Peru, which he joined in 1954. He
was elected pres, in 1966. He has served IBA
as ch. of the convention com. and has served
on numerous other committees.

Vice President

GRIFFis

C. Lloyd Griffis, assn, v.p., is pres., Old-First
Nat'l, Bluffton, which he joined in 1963. He is
a former IBA treas. and is a past ch. of the
legislative com. and a past pres, of Region
One.

Treasurer

BRENNER

Howard Brenner, assn, treas., is pres.. Tell

City Nat'l, which he first joined in 1937. After
serving in other banks he rejoined Tell City
Nat'l in 1959 as pres. He has served on several
IBA committees.
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Convention

FRENCH LICK, June 11-12
Headquarters—RENCH UCK-SHERATON HOTEL

PROGRAM
FIRST SESSION, 9:30 a.m., June 11

Call to Order and President’s Message—RICHARD A. LIFE, president,
Indiana Bankers Association, and president, Wabash Valley Bank,
Peru.

Treasurer’s Report—HOWARD BRENNER, treasurer, Indiana Bankers
Association, and president, Tell City National Bank.

Meeting of Members of American Bankers Association—WILLIAM C.
FARRELL JR., ABA state vice president, and president, Elston Bank,
Crawfordsville.

Address—“Washington, Energy and the Future,” WILLIAM D. RUCK-
ELSHAUS, attorney, Washington D. C.

Address—*“Regulatory Structure in the '80s,” JAMES E. FARIS, presi-
dent, Conference of State Bank Supervisors and director, Indiana De-
partment of Financial Institutions, Indianapolis.

Address—“AIB Anniversary Message,” DONALD R. JULIAN, AIB as-
sociate councilman, and assistant trust officer, Old National Bank,
Evansville.

SECOND SESSION, 9:30 a.m., June 12

Call to Order—RICHARD A. LIFE.

Report of Nominating Committee.

Election of Officers.

Address—“EFTS Update,” STEPHEN R. LOW, consultant, Arthur D.
Little, Inc., Cambridge, Massachusetts.

Address—“Banking Issues—1975,” GERALD M. LOWRIE, executive di-
rector-government relations, American Bankers Association, Washing-
ton, D. C.

Address—DONALD S. FIOWARD, senior vice president, First National
City Bank, New York.

Adjournment.

Convention Speakers

HOWARD LOWRIE
1975
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Wegive
your

employees

maore ¢nan

justa tax

deduction.

Recently, ina New
Jersey city asecretary in
a large company saw her
house burn down. A total
loss.

The personnel man-
ager advised the distraught
girl to“Call the Red Cross*

Invery short order, the
young secretary and her
family found a temporary
home, thanks to the local
Red Cross Chapter. Plus
help with clothing, furnish-
ings—even food.

The point?
~ Were notjusta“col lec-
tion agency” that once a
year asks you and your em-
ployees for money.

Were here toserve
you and your employees—
and anyone else who
needs help. Across this
land we do over one hun-
dred“helping people“jobs
—everything from hurri-
cane relief...to helping
elderly people get to their
doctors’appointments.

American Red Cross.
Americas biggest self-help
program. And it lives where
you live. Join us.

TheAmerican
Red Cross.
The Good
Neighbor.

A Public Service of This Magazine & The Advertising Council

Changing Things for Better
Is Theme of IBA Convention
Set for French Lick June 11-12

The 78th annual convention of the
Indiana Bankers Association will deal
with the theme “Helping You Change
Things for the Better” when it convenes
at the French Lick-Sheraton Hotel June
1112

Convention speakers were selected to
support the theme. They include Wil-
liam D. Ruckelshaus, Indianian who was
the first head of the Environmental
Protection Agency and who also served
as acting director of the FBI and as
deputy Attorney General, who will dis-
cuss “Washington, Energy, and the Fu-
ture.” Slated to discuss the regulatory
structure of the 1980s is James E. Faris,
president, Conference of State Bank
Supervisors and director of the Indiana
Department of Financial Institutions,
Indianapolis.

Other featured speakers will include
Stephen R. Low, consultant at Arthur
D. Little, Inc., Cambridge, Mass, whose
topic will be “EFTS Update”; and Ger-
ald M. Lowrie, ABA executive director
of government relations and Donald S.
Howard, senior vice president, First Na-
tional City Bank, New York, who will
discuss 1975’s banking issues.

The Wednesday evening banquet
speaker will be Chris Schenkel, Hoosier
sportscaster now with the ABC TV net-
work. He is a director of Counting
House Bank, North Webster, Ind.

Entertainment for wives will include
a talk entitled “How to Have an Af-
fair With Your Husband,” presented by
Coleene McCollum from the broadcast
media.

Chairman of the convention program
committee this year is Thomas L. Dust-
himer, president, First National, Elk-
hart. Serving on the committee are the
following:

Merrill H. Bell, secretary, Fountain
Trust, Covington; Jerry Gidley, presi-
dent, Marshall County Bank, Plymouth;
John P. Gourley, president, First Na-
tional, Mishawaka; Joseph H. Huber Jr.,
executive vice president and controller,
Peru Trust; Harry J. Johnson, president,
Batesville State; Gerald R. Mclintyre,
president, Colonial National, Newburgh;
Gary K. McWilliams, vice president, In-
diana National, Indianapolis; and Don-
ald L. Norman, president, Peoples Bank,
Brownstown.

Chairman of the women’s convention
program committee is Mrs. Robert R.
Park, Muncie. Committee members in-
clude Mrs. Howard Brenner, Tell City;
Mrs. John Gourley, Mishawaka; Mrs.
C. Lloyd Griffis, Bluffton; Mrs. Robert

Laue, Indianapolis; Mrs. Richard A
Life, Peru; Mrs. Robert C. Nelson, In-
dianapolis; Mrs. Donald Norman,
Brownstown; Mrs. Robert Shawler, Gas
City; and Mrs. Dale Siekman, Rising
Sun.

Farrell, Firestone Nominated
For IBA Officer Positions

The IBA nominating committee has
made the following selections for IBA
officer positions for 1975-76:

C. Lloyd Griffis, president, Old-First
National, Bluffton—IBA president; Wil-
liam C. Farrell Jr., president, Elston
Bank, Crawfordsville—IBA vice presi-
dent; Wayne E. Firestone, president,
State Bank, Rensselaer—IBA treasurer.

Nominated for directors at large are
Edgar P. Hughes, senior vice president,
National City Bank, Evansville; Kent
Simpson, president, Farmers-Citizens,
Salem; and Robert Park, senior vice
president, Merchants National, Muncie.

Mr. Farrell is current chairman of the
IBA’s EFTS task force and is immedi-
ate past president of Region Four. He
has been president and CEO at his
bank since 1969 and his banking ca-
reer began in 1947 at American Fletch-
er National, Indianapolis, where he
served in the correspondent department.

Mr. Firestone has been with his bank
since 1957 and is a former president of
Region Two and has served on the
legislative committee of IBA. He is a
past president of the Independent Bank-
ers Association of Indiana and is cur-
rently serving on that group’s resolu-
tions committee.

FARRELL FIRESTONE

m RICHARD A. STRAIN has been
named vice president in charge of data
processing at American Fletcher Na-
tional, Indianapolis. He joined the bank
in 1973.

m LAFAYETTE NATIONAL has
acquired Collings Farm Management
Service, Inc., Lafayette, as part of the
bank’s farm management department.
Roy A. Smith, Collings’ owner and op-
erator, has been elected assistant vice
president in Lafayette’s farm manage-
ment staff.
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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 158 fact-packed pages . . .

How to BRIORGANIZE and CONDUCT
BANK ANNIVERSARIES... FORMAL OPENINGS... OPEN 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 . . .

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 . . .

Price: $15.00

Order your copy today so you'll be ready to plan your celebration to-
MOrrow.

Here's How to Publicize
Your Opening—and Other News MID-CONTINENT BANKER i

408 Olive St., St. Louis, Mo. 63 102
HOW TO WRITE BANK PUBLICITY . . .

AND GET IT PUBLISHED! Here's a primer Please send Us— I
for the bank officer who wants to get news — copies, Bark Celebration Book @ $I5 each.

about his bank into the newspaper, on the radio — copies, Bark Publicity Book @ $4.95 each.

and on TV. Handy reference or teaching man-

ual for the newcomer into the field. Contains O Check enclosed. $. -

14 fact-packed chapters. In the very beginning, )
the reader is given some background on “news NAME oo Title i
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.

SEITEET oo 1
City, StAte, ZIP it i

(Check should accompany order. We paypostage and handling. ,
Missouri banks please include 4 /2% salestax.) I
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From the Mid-Continent Area

Alabama

m ROSS BYRD has been appointed
electronic funds transfer systems spe-
cialist for the Ala.BA. His primary
duty will be to keep abreast of devel-
opments, studying legal, technical and
competitive aspects. Mr. Byrd has 10
years’ experience in banking and 10
years in computer sales, systems and
communications terminals. In addition,
he has designed computer systems for
several banks.

Trust School Set for July

The Alabama Trust School, a one-
week session of intensive trust study,
will hold its third annual session
July 20-26 on the campus of Bir-
mingham-Southern College.

Established to meet training needs
of banks from throughout the South-
east, the school offers a three-year
curriculum designed for new trust
personnel, but senior clerical or ex-
perienced trust officers may find it
helpful in broadening their knowl-
edge.

Each session consists of 35 hours
of on-campus classroom instruction
taught by recognized trust profes-
sionals. First-year students get a
wide-angle view of the business,
with introductory courses in nine
areas of study. Second- and third-
year students focus more closely on
management, taxation and fiduciary
law, along with other advanced sub-
jects.

All students are issued study
manuals, which outline subjects to be
taught. A comprehensive examina-
tion is given at week’s end, covering
the material, then each student re-
ceives a grade report. Permanent
grade records are maintained at the
school.

The Trust School is sponsored by
the Ala.BA’s Trust Division, in con-
junction with  Birmingham-South-
ern’s Edward L. Norton Center.
Registration fee, which includes tui-
tion, room and board, is $175 per
session. Deadline for submitting ap-
plications and fee payments is May
31.

For application forms and more
information,  write: Coordinator,
Alabama Trust School, P.O. Box
844, Birmingham-Southern College,
Birmingham, AL 35204.
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BYRD MATTHEWS
Arkansas
m BILL MATTHEWS has been

named vice president, business devel-
opment, at Commercial National, Little
Rock. The new post was created to ca-
ter to the expanding need of Arkansas
businesses for specialized financial ser-
vices. Mr. Matthews also will provide
marketing support for clients of the
bank through specialized financial sub-
sidiaries and departments. Before his
appointment at Commercial National,
Mr. Matthews was a vice president at
Dallas International Bank.

m BANK BUILDING CORP, St
Louis, has named two Mid-Continent
area banks as winners of its third de-
sign awards program. Winners of
awards of excellence are National Bank
of Commerce, ElI Dorado, and Grant
County Bank, Sheridan.

m SAM M. WALTON, chairman, and
Carl Baggett, president, both of Bank
of Pea Ridge, lead a group which has
bought controlling interest in First Na-
tional, Rogers. They have assumed
their respective titles at First National.
Ray Harris will continue as a director
and an active operating officer at First
National, while L. W. Harris, the
bank’s CEO, has retired after 40 years’
service.

IHlinois

m JAMES T. SHEEHAN has been ap-
pointed vice president, loan depart-
ment, Commercial National, Chicago.
Mr. Sheehan began his financial career
with a Hammond, Ind., bank and, prior
to joining Commercial National, served
as vice president of two Chicago-area
banking institutions.

Bank Opens in Sugar Grove

(From 1) G. Ward Stearns, ch., Bank of Sugar
Grove, Arlyn Jahr, Sugar Grove mayor, and
Frederick R. Mason, bank CEO, cut the ribbon—
made of over-sized souvenir checks—at the of-
ficial opening of the new institution. The at-
tractions were refreshments, gifts and the offer
of a free one-year checking account for new
depositors.

m GIRARD W. SENESAC has been
promoted from cashier to vice president
and cashier; David Kuczenski and
Vivienne Coe, from assistant cashiers
to assistant vice presidents; and Alice
Acquaviva has been named assistant
vice president, personal banking de-
partment, First National, Harvey. Mr.
Senesac joined the bank in 1958; Mr.
Kuczenski, in 1967; Mrs. Coe, in 1955;
and Mrs. Acquaviva, in 1960.

m KENNETH J. ROEH has been
named vice president and trust officer,
First National, Rockford. He was as-
sistant to the president.

m RICHARD J. TOBIN has been
named vice president and controller,
First National, Skokie. He previously
had been with a public accounting
firm.

Branching Bill Defeated

SPRINGFIELD—A last-ditch try
to keep legislation alive permitting
limited branching in Illinois has
been defeated in the state Senate.
A motion on April 8 to overrule the
Senate Finance Committee’s rejec-
tion of the bill was five votes short
of a majority. No attempt was made
to revive a companion bill permit-
ting HCs.

Both bills had been sponsored by
the Association for Modern Banking
in lllinois (AMBI).
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BOOKS FOR THE BANK DIRECTOR

QUANTITY PRICES

2-5 copies $4.25 each

6-10 " 4.15

11-25 " 4.00
Over 25 " 3.90

MANY TABLES are contained in this study, e.g.,
Ages of Directors (Inside and Outside)
Salaries . . . Salary and Bonus of Chairman .
Executive Committee, Advisory Board
Regular Meetings and ANNUAL Fees .
Fees . . . Highest Paid Directors. THESE STATISTICS WILL
HELP YOU MAKE COMPARISONS AND PUT YOUR BOARD
STRUCTURE AND FEES IN PROPER PERSPECTIVE.

2.5 3.85 ea. Send These Books:
6-10 3.75 ea. "
11-25 3.60 ea.
over 25 3.50 ea.

Responsibilities of Bank Directors 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, tire rapid growth of holding com-
panies and the impact of “consumerism”
dictate that directors not only know
what is expected of them but also what
is expected of the bank they serve in
terms of responsibilities to depositors,
shareholders and to the public-at-large.

In this new book, the author has
done an excellent job of compiling in
one short volume information on the
traditional, functional and legal respon-
sibilities of the bank director. In evalu-
ating the director’s legal liability, it
would be impossible, of course, to set
forth all federal and state statutes
governing such liability. However, the

THE AUTHOR, Raymond Van Houtte,
is currently president of the $100-mil-
lion Tompkins County Trust Company,
Ithaca, N.y., where his service as a
director and the interest of fellow
directors made him personally aware
of this subject. Thus, it was "natural”
for him to write his thesis for The
Stonier Graduate School of Banking
on this topic. His education and ex-

author has examined recent court de-
cisions to determine whether significant
trends have developed and whether
changes in social awareness have eroded
pre-existing notions as to the director’s
responsibilities.

The author examines the director’s re-
sponsibilities to shareholders in terms
of investment return, continuity of man-
agement, long-range planning, the ef-
fects of structural changes on competi-
tion, e.g., bank holding companies,
branching and merger trends. One
chapter also is devoted to potential re-
actions to the various social responsibili-
ties being thrust today upon banking
and other businesses.

It is a book worthy of retention in
any bank library, with copies being
made available to new directors as they
are elected.

perience as a lawyer, C.P.A. and
banker lend themselves ideally to
give the author additional insights
into the problems faced by the direc-
tor. In his book, Mr. Van Houtte
blends with his knowledge extensive
hours of research, correspondence and
interviews to bring to the banking
field a timely reference on "Responsi-
bilities of Bank Directors."”

A Copy For Each Member Of The Board!

Composition and Compensation

Of Bank Boards

This statistical analysis of bank
boards provides the banker with a
wealth of information on the “Compo-
sition and Compensation of Bank
Boards” . . . the title of the book.

Data, based on comprehensive sur-
veys by the author, Dr. Lewis E. Da-
vids, editor of the BANK BOARD Let-
ter, give the reader an insight into the
variety of occupations represented on
bank boards . . . the number of inside
and outside directors . . . frequency of
board meetings held by various size

$4.00

banks in different sections of the coun-
try.

ySalaries paid to directors and top
bank management also are analyzed, as
well as range of pay scales, bonuses and
fees paid to directors attending and
those NOT attending meetings.

For the first time, directors will have
available to them material which will
make it possible to compare the struc-
ture and operation of their board with
those of banks of similar size.

QUANTITY THE BANK BOARD LETTER
PRICES 408 Olive St., St. Louis, Mo. 63102

Name ...
Retrement Bank .
Executive
. . Fees of Directors, Street

Director Fees for
.. Savings Bank Trustee
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(Please send check with order. In Missouri, add 4Vz% sales tax.)

copies of “Responsibilities of Directors” $
..copies of “Composition & Compensation” $
Total Enclosed
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Kansas

KBA Management Clinic
Features Ability Update

The Kansas Bankers Association will
hold its 1975 bank management clinic
June 10-12 at the University of Kansas,
Lawrence. Theme for the clinic is “Up-
date Your Management Abilities!” and
several speakers and films are on the
program.

Speakers include Dr. Michael H.
Mescon, chairman, department of man-
agement, Georgia State University, At-
lanta. He will address the audience on
“Some Observations on Break-Even
Administration—and the Daughter of
the Sensuous Manager,” and “The
Sensuous Manager Looks at the Eco-
nomic Outlook.”

MESCON JENNINGS

Archie Dykes, U of K chancellor,
will provide “Greetings from the Uni-
versity” and Conant Wait, chairman,
KBA Recodification Task Force, will
offer views on “Enjoying the New
Kansas Banking Code.”

“Stress Management—the Antidote to
Future Shock,” “Bank Management in
1976” and “Maze Brightness—And
Executive Reaction to Stress” are speech
topics of Dr. Eugene Jennings, professor
of management, Graduate School of
Business, Michigan State University.
Harry Garrett, director of personnel,
Citizens & Southern National, Atlanta,
will answer the question “Do Personnel

Management, Regulations and Salary
Administration Bug You?”
Group sessions featuring distin-

guished panel members and moderators
will round out the program by giving
those in attendance a chance to ques-
tion panelists and to voice opinions.

C
N

Topics covered will include state and
federal legislation, EFTS, MACHA,
administration, H.R. 10 and IRA, HCs,
and other topics.

Films to be shown during the clinic
include Kansas Banking Is for Every-
one!” and "The Future in Your Hands.”
Footage by the National Football
League entitled “Football Follies” will
be the event’s final offering.

Gabriel Succeeds O'Leary
In State Banking Post

Arthur Gabriel, president and man-
aging officer, DeSoto State, has been
named Kansas new bank commissioner
by Governor Robert F. Bennett. Mr.
Gabriel succeeds Carl O’Leary, who
has resigned.

Mr. Gabriel also is a director and ex-
ecutive committee member at Lenexa
State and a director at Centennial
State, Mission. He is a former presi-
dent, Johnson County Bankers Associa-
tion, and has served as a member of
the state legislature for eight years.
During four of those years, he was
chairman, House Commercial and Fi-
nancial Institutions Committee.

Mr. O’Leary indicated that his early
resignation was to permit Mr. Gabriel
early planning time in conjunction with
the state legislature’s consideration of
a recodification bill that is up for pas-
sage.

Mr. Gabriel said, “This bill is the re-
sult of two years of work by a KBA
task force, and in addition to a general
housecleaning of all banking laws, it
gives the State Banking Commissioner
and the banking board broader powers
for closer supervision of state banks.”

Mr. O’Leary said he will become
piesident, Baxter State, Baxter Springs,

while Mr. Gabriel indicated that he
will remain as president of DeSoto
State.

GABRIEL

OMMERCIAL
ATIONAL

BANK

6th & Minnesota Ave. 913 371-0035
Kansas City, Kansas 66101

CALL THE PROFESSIONALS ABOUT MACHA
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m LARRN GRAHAM, assistant vice
president at First National, Topeka,
has been named manager of the corre-
spondent division.

Kentucky

m JAMES R. BURKHOLDER IV has
been promoted to assistant treasurer,
correspondent banking division, at
Louisville Trust. He visits banks in the
territory south of Indianapolis.

m ROY D. WYNN and Gerald R.
Hovermale have been promoted to as-
sistant cashiers at Traders National,
Mt. Sterling. Mr. Wynn has been with
the bank since 1972 and Mr. Hover-
male, since 1973.

m ANDY LEE COLBURN has been
promoted to assistant vice president at
Bank of Danville. He joined the bank
in 1974 and presently is manager, in-
stallment loan department.

m JOSEPH A. PLATT has joined
Citizens National, Somerset, as vice
president and cashier, the position he
held at his previous bank, Powell
County Bank, Stanton.

m AL FLORENCE has been elected
vice chairman at Central Bank, Lexing-
ton.

m JOHN DELANEY has been pro-
moted from assistant vice president to
vice president at Peoples Bank, Berea,
and Joan W. Broaddus has been ap-
pointed to assistant vice president. Mr.
Delaney joined the bank in 1973 and
Miss Broaddus, in 1967.

m CHARLES ELZA has been named
assistant vice president at Corbin De-
posit Bank, while Betty Wilder and
Maxine Parker have been promoted to
assistant cashiers. Mr. Elza has been
with the bank since 1973.

Kentucky Convention Set

The Kentucky Bankers Associa-
tion will hold its 1975 convention
September 7-9 at the Galt House
in Louisville.

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



MID-CONTINENT BANKER for May 15, 1975

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

A new handle on
equipment financing.

Money’s tight. And favorable terms for financing your
equipment needs can be hard to find. But not if you
lease your equipment from us—the Citizens Fidelity

Leasing Corporation.

We order the exact equipment you specify, then pay the
invoice which can include taxes, insurance, and installation.
In turn, you pay us in monthly, quarterly, semi-annual, or
even seasonal installments. Your payments may be
considered tax-deductible, and the term of the lease can
be tailored to the useful life of the equipment.

In effect, leasing from us means 100% long term
financing of your equipment needs. And that means you
conserve credit and capital at the same time. For more
information, call Mike Maxwell at (502) 581-2686. He'll
help keep your working capital working . . . for you.

CitizensT Fidelity Leasing Corporation

Citizens Plaza-Louisville, Ky.
A leasing service of Citizens Fidelity Corporation

Servicemark of Citizens Fidelity Corporation
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Louisiana

m LUTION B. HILL has been ap-
pointed executive vice president and
treasurer of First Commerce Corp. and
executive vice president of its principal
subsidiary, First National, New Or-
leans. He will be in charge of the HC’s
finance and administrative group.

Missouri

MONTGOMERY MAUZE

m JAMES F. MAUZE has been elect-
ed a senior vice president at Mercan-
tile Trust, St. Louis. He will have gen-
eral administrative responsibilities in
the trust department. Scott A. Mont-
gomery has been promoted to vice
president and placed in charge of the
bank’s metropolitan division |l, St.
Louis group, banking department,
while James H. Baughman, Michael C.
Erb and Schuyler G. Herbert have
been named assistant trust officers. Mr.
Montgomery, who has been with the
bank since 1967, served as a corre-
spondent banking officer for a number
of years.

m STEVEN E. VAIDA has joined
Bank Building Corp., St. Louis, Cen-
tral Division, as a consultant services
manager. He will represent the com-
pany in Missouri. Prior to joining Bank
Building, Mr. Vajda had been assistant
vice president and director, public re-
lations and marketing, Southern Illi-
nois National, Fairview Heights. Previ-
ously, he had been St. Louis area sales
manager, bank card division, Com-
merce Bank, Kansas City.

m JAMES DALE FELTZ JR. has been
elected cashier at Missouri State Bank,
St. Louis, while James N. Gemignani
has been named assistant operations
officer. Mr. Feltz most recently was ad-
ministrative assistant to the vice presi-
dent-administration, Mark Twain Banc-
shares, St. Louis, and Mr. Gemignani
had previously been customer repre-
sentative, business development, for
the bank.
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MacCARTHY VAJDA

m JOHN PETERS MacCARTHY has
been elected president and chief op-
erating officer of St. Louis Union Trust.
He also serves as secretary at First
Union, Inc., controlling HC. He was
elected executive vice president at
Union Trust in 1969 and had previous-
ly been a partner in a St. Louis law
firm.

Oklahoma

m JERRY BARKER, senior vice presi-
dent, has been elected president and a
director, City National, Lawton; Lieu-
tenant General (retired) Harry Critz,
general executive vice president, has
been elevated to president, Fort Sill
National, affiliate bank; and George C.
Whitten has been named chairman of
the two banks, all succeeding Jacob
R. (Dolph) Montgomery. Mr. Mont-
gomery, 68, died February 23 of a
heart ailment. He became president
when he and his family purchased con-
trol of City National in 1931. Mr. Mont-
gomery established Fort Sill National
in 1946, serving as its president and
chairman until his death. He had been
inducted into the OBA Hall of Fame.

m LAURA MARIE MARBERRY has
been elected a director, First National,
Midwest City. She has been associated
with the bank since 1954 and became
vice president in 1961.

m LAWRENCE E. UNDERHILL JR.
has been elected executive vice presi-
dent and a director, Shepherd Mall
State, Oklahoma City. He was with
another Oklahoma City bank.

Died: Kenneth S. (Boots) Adams,
director, First National, Bartlesville,
and former chairman, Phillips Petrole-
um Co., March 30, at St. Lukes Hos-
pital, Houston, where he had been a
patient for several days. He was 75.
Mr. Adams was a director at First Na-
tional from 1937 to 1954, when he re-
signed to accept a directorship at the
Kansas City Fed. In 1966, he was
again elected as director, First Nation-
al.

Tennessee

m JAKE F. BUTCHER has been
named CEO and chairman, while Rex
Moon has been named president and
chief administrative officer at Hamilton
National, Knoxville. Both formerly
were associated with C&C Banking
Group, Knoxuville.

MOON BUTCHER

m JAMES S. FOX, loan officer in the
correspondent department at Bank of
the Southwest, Houston, has been pro-
moted to assistant vice president. Mr.
Fox has been a loan officer since 1973.
He calls on correspondent bank cus-
tomers in west Texas, New Mexico and
Oklahoma.

GRANT FOX

H JOSEPH M. GRANT, currently
president and chief operating officer
at Capital National, Austin, has been
elected executive vice president and
advisory director at Fort Worth Na-
tional. Prior to joining Capital Na-
tional, Mr. Grant was a senior vice
president and economist at Texas Com-
merce Bank, Houston, and a senior
vice president of Texas Commerce
Bancshares. He began his banking ca-
reer in 1961 with First National City
Bank, New York.

Died: Oscar R. Weyrich, 88, on
March 21, 44 days after celebrating his
70th year with Houston Citizens Bank.
He was serving as an advisory director
at the time of his death. Mr. Weyrich
began his banking career in 1905 with
the old Houston Land & Trust as an of-
fice boy and rent collector. He rose
through the ranks, becoming president
in 1944 and chairman in 1958.

MID-CONTINENT BANKER for May 15, 1975

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



LEFT: Harriscorp Finance's Money Stores are located in Chicago-area shopping centers.
Person-to-Person Financial Centers are located in Denver,

wide Financial Services'
City and New Orleans.

RIGHT: Nation-
Phoenix, Salt Lake

HC Subsidiaries Penetrate Consumer Market
With Money Stores and Financial Centers

ANKERS often have been criti-

cized for not entering various fi-
nancial markets and thus forfeiting
those markets to competitors. Examples
include the unwillingness of many
bankers to grant long-term mortgage
loans, which set the stage for S&Ls, or
an aversion on the part of some bank-
ers to grant agriculture loans, giving
rise to production credit associations.

Bank holding companies cannot be
accused of negligence in entering fi-
nancial fields that their banks may
have shunned for one reason or anoth-
er. Witness the trend toward the estab-
lishment of loan offices in areas outside
the normal trade area of the HC’s
banks. Cases in point are the new
Money Stores in the Chicago area es-
tablished by Harriscorp Finance, a
wholly owned subsidiary of Harris
Bankcorp, Chicago, and the opening
of Person-to-Person Financial Centers
by Citicorp, New York.

Both these projects enable the HCs
to cultivate business outside the trade
area of their banks. Harris Bankcorp’s
Money Stores are located outside the
city limits of Chicago—an area where
the HC’s bank, Harris Trust, Chicago,
cannot venture, due to Illinois’ no-
branching law. Citicorp’s Person-to-
Person Financial Centers are more far-
flung, being located in New Orleans,

By JIM FABIAN
Associate Editor

Salt Lake City, Denver and Phoenix—e
areas where the HC’s bank, First Na-
tional City, New York, is not a house-
hold word among consumers.

The setups of the two projects are
not the same, but the purpose is—to
put HC funds to work.

Harriscorp Finance’s Money Stores
are designed to provide convenient,
low-interest personal loan facilities in
Chicago’s metropolitan area shopping
centers.

“The Money Stores offer the public
convenient locations for personal bor-
rowing plus the low interest rates usu-
ally associated with a bank,” said Wil-
liam L. Johnson, vice president and
general manager of Harris Finance. He
added that “an important feature of the
Money Stores is simple-interest loans
on which interest is charged only for
the time the loan is outstanding.”

Customers can establish revolving
lines of credit so they can write unse-
cured loans for themselves with drafts
that can be used like checks.

Customers with approved credit can
take out loans in amounts up to $15,-
000, payable on a regular installment
basis with a 10-year maximum repay-

ment period. Considerable emphasis is
given to the fact that interest rates at
Money Stores are approximately %
lower than those charged by Chicago-
area finance companies.

Money Store machines make loans
by disbursing cash during all shopping
center hours to customers with revolv-
ing credit privileges. The machines
dispense cash up to a daily maximum
of 10% of the customer’s approved
credit line, with the cash becoming a
loan.

Money Stores advertise one-day loan
approvals to persons applying by tele-
phone or in person.

Initially, last December, five Money
Stores were opened, with several more
scheduled to be opened this year.

Citicorp’s Person-to-Person Financial
Centers offer a broader scope of ser-
vices than the Money Stores. The con-
cept has been touted as “a new type
of consumer financial services institu-
tion.”

Person-to-Person is set up specifical-
ly to provide personal services to the
broad consumer market only, accord-
ing to W. James Tozer Jr., senior vice
president at Citicorp. He says this is
an important distinction from most
banks, which focus also, if not primari-
ly, on business firms. Each Person-to-
Person customer is assigned to an ac-
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count executive who helps satisfy the
customers financial needs on a person-
to-person basis, Mr. Tozer said.

“In developing this new kind of fi-
nancial center,” he continued, “we
talked with literally thousands of con-
sumers and designed Person-to-Person
to provide what the customer says he
needs in financial services and does not
feel has been readily available in the
marketplace.”

Mr. Tozer said that Person-to-Person
offers a wider variety of financial ser-
vices than loan companies and many
services not generally offered by banks.

Interest rates charged by Person-to-
Person are billed as being slightly high-
er than those charged by banks, but
lower than those charged by finance
companies.

Among the services available at the

four Person-to-Person offices are the
following:
= Mortgage-in-advance—a mortgage

commitment offered to prospective
homebuyers before house hunting be-
gins. Mr. Tozer said this enables the
prospective homeowner to know in ad-
vance what he can afford. FHA, VA
and conventional mortgages up to $55,-
000 are available.

« Tailored loans, designed to meet
an individual’s needs through a variety
of repayment plans.

e Family money management
courses, to help consumers understand
the basics of family budgeting and fi-
nancial planning.

= A Person-to-Person card that
qualifies customers for free services,
such as notary public, check cashing,
money orders, gift checks and travelers
checks.

= Convenience account payment or-
ders that permit customers to write
checks that are charged to their ac-
counts as loans.

< Homeowners’ loans that enable
customers to borrow up to $25,000 on
the equity of their homes.

For Your Banking Equipment
Needs, Call HEGCoT"

Drivo-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

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

Industries, Inc.

78

Time Deposits Accepted

One of the offices of Person-to-Per-
son Financial Centers has been con-
verted to an industrial loan corpo-
ration, thereby enabling it to accept
time deposits.

The office, located in Murray,
Utah, was scheduled to begin offer-
ing thrift certificates in April follow-
ing Fed approval and an OK by the
Utah Commissioner of Financial In-
stitutions.

Called Citicorp Person-to-Person
Financial Center of Utah, the new
industrial loan corporation insures
deposits up to $40,000 per person,
with the coverage arranged with a
private insurer. It is the only in-
dustrial loan corporation in the state
to offer deposit insurance.

The Fed’s Regulation Y permits
bank HCs to operate industrial loan
firms so long as they conform to
state law and do not accept both
demand deposits and make com-
mercial loans.

The Utah operation
experimental basis.

is on an

= Fact sheets that provide helpful
financial information and enables cus-
tomers to make more effective use of
their money.

Person-to-Person Financial Centers
are designed to serve those in the
$7,500 to $15,000 income bracket.

A total of 15 offices are open in the
four cities as part of a test run. The
cities were selected because they were
located where Citicorp had some pres-
ence through its subsidiary, Nation-
wide Financial Services, which is based
in St. Louis. According to Carl Feisen-
feld, vice president, market surveys in
the four cities showed they were suited
to Person-to-Person service.

Nationwide Financial Services op-
erates 148 offices in 18 states and has
gross receivables exceeding $230 mil-
lion. * *

Package
(Continued from page 48)

Among Mid-Continent area banks
offering Tax Saver checking in Ban-
Club plans is First National, Mobile,
Ala., which has offered Tax Saver for
almost a year. Every First BankClub
member is automatically issued Tax
Saver checks, the register and file box.
Approximately 12% of the bank’s per-
sonal checking accounts are now in the
club plan. A bank spokesman says that
the primary purpose of offering Tax
Saver checking is to provide differen-

tiation to its plan. It serves as a promo-
tional boost in the face of competition.

Longview (Tex.) National officials
term Tax Saver checking “a very valu-
able marketing tool in our area.” They
estimate that some 35% of the bank’s
BanClub members are checking off the
deduction boxes on their checks as the
checks are written.

Bankers admit that Tax Saver check-
ing requires customers to expend a lit-
tle more effort when writing and filing
checks, but they agree that the service
is a valuable one and its incorporation
in a package plan assures the bank that
no competitor in its trade area can of-
fer a duplicate plan. This factor is one
that brings new accounts to a bank!

e Detroit Bank has paid $11,000 to
110 of its employees under its Buy-A-
Car-Now program. Under terms of the
program, the bank offers a $100 bonus
to any employee who purchased a new
car between January 16 and March 1
built or distributed by any American
auto manufacturer. The program was
initiated to help boost domestic auto
sales in Detroit.
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THE HARD-DRIVING
MEN OF STOCK YARDS
BANK, OF COURSE.

And another standout! While you re
convening with officers of S.Y.B., your staff still
can be profiting from authoritative correspondent
services from S.Y.B. s staff on duty for
your convenience, and ready to answer all
calls to 618-271-6633.

YOUR BANKER'S BANK'

Jtrst across the river from St Louis

THE NATIONAL STOCK YARDS NATIONAL BANK

OF NATIONAL CITY

NATIONAL STOCK YARDS. ILLINOIS 62071

Tiber Federd D'pe-u
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You can’t find a banker
who can give you faster decisions
than Paul Ross.

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.

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.

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.

Paul M. Ross
Senior Vice President

14 3205 First National Bank
IN SLLOUIS  emser rorc
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