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<& Interdependence
and Industrial Development

Liberty's Industrial Development Division is commit-
ted to helping Oklahoma and the Southwest maintain
continuous growth in our economy. Our approach is to
encourage business firms of all sizes to locate in Ok-
lahoma.

Our files contain complete industrial and demo-
graphic information on every state community with indus-
trial development potential. And, possibly we have already
represented your community on a confidential basis be-
cause company criteria demanded it. As Oklahoma grows

at your

and prospers, we all grow and prosper.

We'd like to help you with any Industrial Develop-
ment opportunities you might have. We maintain almost
daily contact with State and Federal Agencies on the in-
tricacies of financing new industry. And, by working with
these agencies can save our Correspondent Banks time
and effort in finding Industrial Development funds.

So, if you've got industrial development oppor-
tunities, call the Correspondent Department to get us
started working for you . . . too.

«¢, LIBERTY
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Maybe you’ve thought
of New Orleans banks
as sleeping giants.

As a banker in the Gulf South, you have watched New Orleans lag
behind other, newer cities in becoming centers of Southern finance.
Whatever the reasons, New Orleans, the nation’s second largest port, one

* of the South’s largest metro areas, may appear to have been financially
sleep walking. But as a banker you have noticed . ..

% First National Bank of Commerce has identified the problem
and is moving to solve it. And our efforts are paying off. For us and
for our correspondents. We report more correspondents in a wider area than

» any other bank in the region. For a number of sound reasons. Our
aggressive calling program. Our desire and ability to meet, head on, any
correspondent requirement, quickly, confidentially and successfully. And,

* of course, our strategic location.

> Qur aim is to promote banking throughout the Gulf South,
if we wake up a few sleeping giants in the process, we'll all benefit from
the competition. Because only through an active, vitalized banking system
w 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!

N

A CORRESPONDENT BANKING
» » FIRST NATIONAL BANK OF COMMERCE
m NEW ORLEANS

Digiﬁ%g%'r":mgm 1-800-362-8530. Alabama, Arkansas, Mississippi, Oklahoma and East Texas 800-535-8542. In other areas call collect 504-529-1371.
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When you need
a helping hand,
try one of ours.

Our staff of professionals is ready,
willing and able to provide you
and your banking customers with
a full range of correspondent
banking services.

« Loan Participations

e Demand Deposit Accounting

* Bond Portfolio Analysis

* Federal Funds

e Savings Account Accounting

e Automated Accounting for CD’s
So if you have a financial
problem, big or little, ...don’t
hesitate to call for help. Contact
Earl Lassere, Vice President and
Manager, Correspondent Bank
Department at (713) 225-1551.

Bankofthe Southwest

910Travis Houston, Texas 77002 Member Southwest Bancshares, Inc. Member F,D.1.C.
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For bankers
who plan to build*

Free.coffee cup and coffee ... to settle your
nerves. Pencil and note pad . . . for your ideas.

Eraser ... if you change them. Nail clipper
reminder that you won’t bite them if you call us.
Aspirin and Turns ... in case you need them before

we talk to you. Information ...about opportunities
you don’t want to miss. Information that addresses
the problems you face when you think about

building program: Do you get a local planner? Local
builder? Do they have experience in building banks?

Do you want the responsibility of training both?

We’re a one-stop designing, building and furnish-
ing company. All our experts are under one roof.
You probably will save time and money with our
concept. But you’ll never know for sure unless you
call us. For your free kit, call Ted Luecke, President,
314-567-9000.

HBE Bank Facilities Corporation, Subsidiary of
HBE Corporation, 717 Office Parkway, St. Louis,
Missouri 63141-

1 Bank Facilities
Ia H B E Corporation
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9w Help! His competitionjust slashed prices to
the bone.

They’re really after his hide. Butdon’t let it

dampen his spirits.

Youradvice-it’stime to pool his resources.*

Make a splash with his new products. And
. flood the marketplace.

You tell him it’s still time to call Talcott in
Chicago or Dallas.

Our Business Finance Division offices can
put teeth into his expansion plans.

As abanker you know Talcott’s experts can
help him with financing.

So ifa competitor is biting off chunks of
s your client’s market, call us. Together we
«il can turn him into a poor fish.

“b »

For more information contact James Talcott, Inc.,
Business Finance Division, 230 West Monroe St.,
Chicago, Illinois 60606. (312)782-9044. Or 2222 Republic

National Bank Tower, Dallas, Texas 65201 (214) 742-2546.
i*»Sf v

Tell him to call Talcott. L

He’ssoaking up that sun whileit £

lasts. Your client sure is having

fun basking in the glow of success

while his orders simply flow in.

But, he knows if he dozes off, his ik f g 4
. . a

hungry competitors lurking below are

waiting for their chance.

He comes to the bank for help. You
recommend he sink more money into
market expansion. New product develop-
ment. Better channels of distribution.

You tell him it’stime to call Talcott in
Chicago or Dallas.

We’re specialists in floating loans to
businessmen who want to make waves.

Talcott’s Business Finance Division can
help his company avoid deep trouble. Like

when he springs a leak in working capital, . .
or his inventory runs dry. Still tell him to call Talcott.

M
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South Africa.
IfSgoodfor a lot.

Maybe you’'ve been buying or investing abroad but getting less than you bargained for.
We'll restore your faith. Maybe you've never given any thought at all to foreign products
or investment possibilities. We’ll give you an idea what you've been missing
in South Africa. It's not just what you do, it's where you do it. So, the next time, or for
the first time, think South Africa. It's better for your business. Four ways.

Consumer and industrial goods made with the skill
and care you thought had gone out of style. The

| one thing they have in common is the uncommon
products they are. And if you like what we
offer, you'll love the prices.

An agricultural bounty that includes some of
the best in wines, canned, dried and fresh
,fruits and fish products, as well as wool,

hides, sugar, corn and much more.
Our fabled riches of gold, diamonds, g

platinum, uranium and others, in-
cluding vital “space age” minerals
like vanadium, germanium, titanium,
beryllium, and molybdenum.

one of the best returns on invested capital
manywhere. We've got a climate for profitable
enterprise that makes you feel right at home.

1 Investment opportunities that will earn you

Find out what South Africa can do for your business.
Simply write us at the addresses below.

For product information contact:

|
The Consul (Commercial)
O u r I C a South African Consulate General
655 Madison Avenue, New York, N.Y. 10021
225 Baronne Street, New Orleans, La. 70112

For investment information contact:
The Minister (Economic), South African Embassy
3051 Massachusetts Avenue, N.W., Washington, D.C. 20008
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Packaged
Services:

One Way
to

buying from
a supplier

X Frank Wallace
Senior Vice President
Exchange Bank

amrrust Company
Dallas, Texas

In 1973, the concept of packaged
bank services really began to catch
on across the country. Everybody
wanted to get into the act and our
bank was no exception.

Over the previous two years, the
number of our individual checking
accounts had been slowly eroding
after a 3-2-1 service charge was intro-
duced and a number of small balance
accounts were closed. It was obvious
that something had to be done to
stop this trend and the packaged
services concept seemed to be what
we needed to stimulate business.

We contacted banks that already
had instituted service Packages and
studied the findings of a national
research firm on tne ﬁrograms. After
many discussions with other banks,
and a thorough evaluation of the
research report, we were convinced
'E)hatkthe concept would benefit our

an k.

Our package had to be designed to
accomplish two objectives: Stop the
run-off of individual checking
accounts and increase our service
charge income. While we had experi-
enced a drop in the number of
accounts, the average size had been
increasing, thus reducing our income
from individual account service
charges.

We'll be looking for you at our exhibit:

RESEARCH

. SHOWED THE WAY
Again, we referred to the results of
the research company’s survey on
packaged services. Income level had
surprisingly little relationship to
appeal of a package although that
appeal was slightly stronger in the
$10,000 to $15,000 range. The most
powerful determinant of appeal was
a person’s age.

Among heads of households in the
18-34 group, over 85 percent
responded favorably to the package
concept. Of the various services
offered, free checking drew the most
favor, overdraft protection ranked
second and the free major bank
credit card was rated as the least
attractive of the components
offered.

With these things in mind, we
determined that a “shopping list” of
services would be confusmg and
would, in fact, detract from'the sale-
ability of the product. Just to be
able to say we had more services

"W e wanted each element
ofour package to have very
real economic benefits to the
user.”

than the next ?uy wasn’t enough. We
wanted each element of our package
to have very real economic benefits
to the user.

Our program included the obvious
items: Free safe deposit boxes,
traveler’s checks, cashier’s checks
and a discount on rates on install-
ment loans of $1,000 or more.
Although an automatic overdraft
feature was included in one package
introduced in the Dallas market, we
were not able to incorporate it in
ours since we were not in the credit
card business and we did not have
time to develop a new computer
program.

. PURgHASED OUTSIDI?~I
While overdraft protection has cus-

tomer appeal, it does require credit
application and approval, thus
complicating the job of selling and
opening a packaged service account.
Consequently, we hid to look for
other components that would be
equally attractive and beneficial to
our customers.
Our need for saleable services was
| fulfilled when a representative of

- Financial Institution Services, Inc. inm

Nashville, TN, called on us.
[ |

A.B.A. BOOTH #108-109
B.M.A. BOOTH #314-315

For additional information write or call:

FINANCIAL INSTITUTION SERVICES ¢

P.O. BOX 40726 /725 MELPARK DRIVE / NASHVILLE, TENNESSEE 37204
WATS TELEPHONE: 800/251-8442 National 800/342-8303Tennessee

REPRINT from BANK MARKETING, July 1975

We learned that FISI was the
insurance administrator for that
phase of BanClub. BanClub, it was
explained, was a franchised package
of services that provided accidental
death insurance coverage to account
holders, plus discounts through
nationally known motel and auto
rental companies, and special travel
packages by the original travel
agency, Cook’ Tours.

BEFORETHEGOLD ACCOUNT
In addition to the services provided,
BanClub also was an established d
organization. It was founded in
1971, before the Wells Fargo Gold 4J
Account was introduced, and had
bank sponsor members and bank
customer members all over the
country.

We introduced our package of
services, called the TAB/Pacesetter
Account, in April, 1974. At the
close of May of the same year, we
showed a net increase of individual
demand deposit accounts for the
first time since May, 1971. Even
today, roughly one year after the
introduction of the TAB/Pacesetter
Account, we are still seeing an in-
crease in individual accounts each
time we renew our promotional

.efforts for the package.

lj

The growth of BanClub itself has
played an important part in the

tfcontinued acceptance of our pro-

gram. An important feature is the
referral business we get when
BanClub Account holders move into
our area. This service is free of
charge and is administered on a

Today, BanClub has more than
700 bank sponsor members from
Connecticut to California, and over
750,000 bank customer members. B

ance, BanClub continues to expand
its program of discounts and travel
tours. Members are keptinformed of
the ever growing list or services via a
BanClub Newsletter that is mailed to

m Itis our belief that our Packaged
Account is materially strengthened
by our association with BanClub and
the 700 other participating banks.
The economies of scale are obvious
in staging travel promotions and
obtaining discounts from retailers.
Additionally, the help we get from
the FISI staff is professional and
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Chase wants
to sharethe world’s
biggest BankRoll"

with you.

There have been some unfortunate mistakes
made in banking recently. So we've developed
an early warning system to lessen risks, and a
tool to help you analyze bank data. We call it
BankRoll and we’d like to share it with you.

How can we do it?

Since information reported by commercial banks
to their regulatory agencies has now become
public, we're able to take the call reports filed by
approximately 14,000 commercial banks and
analyze them over a five year period. This infor-
mation is updated semiannually as new call
reports become available.

We utilize a series of ten key ratios, designed to
measure liquidity, capital adequacy and profit-
ability. In addition, there are eleven supporting
ratios, useful in analyzing deposit mix, relation-
ship of key asset components to total assets,
and income and expense factors.

Member FDIC

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

How can you use it?

Since past performance is particularly relevant
in projecting future performance, the BankRoll
information and your analysis of it can help you
identify risk situations before they come full
bloom. But it can also do much more. Like help-
ing you to measure the performance of your
bank against others of the same size. Or banks
that are bigger or smaller than yours. It can assist
you in determining whether you should advance
credit to another institution. And whether a par-
ticular bank may be a customer for one or more
of your services. In fact, there are so many ways
you can use BankRoll, we don't have enough
room to tell you about them.

A free offer

If you would like to protect your bankroll by shar-
ing our BankRoll, fill out and mail the coupon or
call a Chase Relationship Manager collect at
(212) 552-3192. You'll receive, free of charge, a
detailed description of the BankRoll service, a
report on your bank and a national composite
containing the averages of the ten key ratios for
six deposit-size groupings of banks throughout
the country. BankRoll is another of the many
things we do for our Relationship Managers so
they can do more for you.

Chase Relationship Manager
Correspondent Banking Division
P.O. Box 6997

New York, New York 10249

I want to know more about BankRoll and how it will
help my bank.

Name = ——
Bank -
Street —

City State Zip

Phone ( )

MID-CONTINENT BANKER for September, 1975



Our big Southwestern Division.

Youradvantage comes from our Correspondent Banking Department being
an integral part of our Southwestern Division. That means whenever
you correspond with us, you have an automatic link with four other
highly specialized departments.

Two ofthose departments cover businessestypical throughoutthe Southwest
-our Agricultural and Petroleum/Chemical Departments.

And the othertwo-our Bond and International Departments-can help you /M ake the
whereveryou do business. ... IMost of
Our Southwestern Division, the only organization in the territory like it, N N at

isjustone ofthe ways we’re working to provide you with the best

Snodgrass, head of the Southwestern Division, today. (817) 336-9161.

First of Fort Worth

The First National Bank of Fart Worth  One Burnett Plaza, Fort Worth. Texas 761Q2

correspondent service. e
Make the most of your correspondent advantage now. Stop by or call Alan
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KL

Transit
Manager.

He found a way ont
ofthe day-late,
dollar-short clilemnia.

Dave has found a system that provides more ~cial centers throughout the country. complete, accurate data on deposit activity.
cash on hand for his bank through: Our Automatic Funds Program—a End result: Dave has more money

Our Rapid Transit System—The unique reporting system that gives him to- available to invest for more profit. You
Northern Trust’s own direct send program day’s information today on available could too. Our Trial Cash Letter will help.
accepts Dave’s unsorted cash letters later deposits. To set it up, contact your Calling Officer at:
than most deadlines in Chicago and pro- Our Deposit Analysis Service—a peri- The Northern Trust Bank, 50 S. LaSalle
vides immediate availability for many finan- odic, computerized analysis that provides St., Chicago 60690. (312) 346-5500.

The Northern Trust Bank

Bring your financial future to us.
Digitized for FRASER

https://fraser.stlouisfed.org
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Convention Calendar

The Financial Magazine of the Mississippi Valley & Southwest

September

Sept. 14-18: Consumer Bankers Association
Annual Convention, Colorado Springs, Colo.,
Broadmoor Hotel.

Sept. 14-19: ABA National Personnel School,
Dallas, Dallas Marriott.

Sept. 14-19: Oklahoma Bankers Association
Agricultural Lending School, Stillwater,
Oklahoma State University.

Sept. 17-18: Illinois Bankers Association Agri-
cultural Credit Conference, Champaign, Ra-

Volume 71, No. 10 September, 1975

mada Inn.
Sept. 17-19: Texas Bankers Association Install- FEATURES
ment Credit Section Convention, Houston.
Sept. 18: ABA Governing Council Meeting, 45 ABA PLANS CENTENNIAL CONVENTION
W ashington, D. C., Washington Hilton. .
Sept. 20-22: AIB Executive Council Meeting, Manhattan to be site October 4-8
W ashington, D. C., AIB Headquarters.
Sept. 21-24: ABA Supervisory Training Work- 47 ABA COMPLETES CENTENNIAL PROGRAM
shop, Chicago, Continental Plaza. i i ibit. fi i i i
Sept. '31-24° ABA Bank Card Division Annual Smithsonian exhibit, film, pictorial history ready
ﬁg?e}/len“on, Bal Harbour, Fla., Americana 52 FREE ENTERPRISE IS HANGING IN THE BALANCE!
Sept. 25-26: ABA Operations/Automation Di- Incoming ABA president speaks out /. Rex Duwe
vision Southern Regional Workshop, New 120 ELECTRONIC FUNDS TRANSFER SECTION

Orleans, Royal Sonesta Hotel.
Sept. 28-Oct. 1: Bank Marketing Association
Annual Convention, Las Vegas, Hilton Hotel.

Roundup of late-breaking news

150 KAN. REGIONAL MEETINGS SET FOR SEPTEMBER
October Economic education heads list of topics

O,y & ABA Annual Convention, New York 156 MO. REGIONAL MEETINGS BEGIN SEPTEMBER 15

Oc\}. 8‘2 ;(’:-\_BA Governing Council Meeting, New RESPA and campaign disclosure law on agenda

or ity.

Oct. 12-15: National Association of Bank-
Women Convention, Honolulu, Sheraton
W aikiki Hotel.

Oct. 12-15: Foundation of the Southwestern
Graduate School of Banking Conference on
Planning and Execution of Policy, Osage
Beach, Mo., Tan-Tar-A Resort & Golf Club.

Oct. 19-20: Kentucky Bankers Association
Trust _Conference, Louisville, Stouffer’s
Louisville Inn

Oct. 19-22: ABA Bank Trainer’s Workshop,
Atlanta. Sonesta Hotel.

Oct. 19-23: Independent Bankers Association
of America Seminar for Younger Bank Of-
ficers, Muncie. Ind., Ball State University.

SPECIAL SUPPLEMENT (Between Pages 62 and 115)

BG/8 DIRECT DEPOSIT OF SOCIAL SECURITY CHECKS

BG/22 HOW TO PLAN AHEAD FOR THE CHRISTMAS SEASON
BG/30 PREMIUMS DO THE JOB FOR BANKS

BG/38 HOW BANKS ARE CELEBRATING THE BICENTENNIAL

Oct. 20-22: ABA Bank Investments Regional
Workshop. Louisville. Galt House. 9 DEPARTMENTS

Oct. 23-24: Missouri Bankers Association Trust
goneferenccebOsage Beach, Tan-Tar-A Resort 14 COMMUNITY INVOLVEMENT 27 PERSONNEL 36

olf

Oct. 26-29: Balnk Administration Institute ICon- 16 THE BANKING SCENE 28 OPERATIONS 38
vention, Atlanta, Marriott Motor Hotel.

Oct. 26-29: Bank Marketing Association Trust 20 NEW CUSTOMER SERVICES 30 NEWS ROUNDUP 40
Marketing Workshop, San Francisco, San 22 NEW PRODUCTS 32 SELLING/MARKETING 42

Francisco Hilton
Oct. 26-31: ABA National Commercial Lend-
ing Graduate School, Norman, Okla., Uni-

OcvterszléySff ?(glr?sr_]aosr_naMllssouri and Nebraska STATE NEWS
B iy o N ™ e ave sy oot 160 ALABAMA 164 INDIANA 164 LOUISIANA 166 NEW MEXICO
Nebraska. 162 ARKANSAS 164 KANSAS 166 MISSISSIPPI 166 OKLAHOMA
November 162 ILLINOIS 164 KENTUCKY 166 MISSOURI 169 TENNESSEE
169 TEXAS

Nov. 2-5: Robert Morris Associates Annual
E'all IConference, San Francisco, Fairmont
otel.

Nov. 2.7: Kansas, Missouri and Nebraska i
Bankers Associations’ Advanced School of

Banking, Lincoln, Neb., University of Ne- Editors MID-CONTINENT BANKER is published
braska. 13 times annually (two issues in May)
Nov. 5-6: Missouri Bankers Association Con- by Commerce Publishing Co. at 1201-05
\ ance e Ralph B. Cox Bluff, Fulton, Mo. 65251. Editorial, execu-

sumer Finance Conference, Osage Beach,
Tan-Tar-A Resort & Golf C

Nov. 5-6: Illinois Bankers Association Bank
Management Conference, Champaign, Ra-
mada "Inn.

Nov. 5-8: Assembly for Bank Directors, Phoe-
nix, Arizona Biltmore.

Nov. 9-11: Bank Marketing Association EFTS
Conference. Chicago, Hyatt Regency Hotel.
Nov. 9-12: ABA National Correspondent Bank-
ing Conference, Los Angeles, Century Plaza.
Nov. 9-12: ABA National Personnel Confer-

ence, New O leans, Marriott Hotel.

Nov. 10-12: ABA Bank Risk and Insurance
Seminar, Pomona, Calif., Kellogg West
Center for Continuing Education, California
State Polytechnic University.

Nov. 10-20: ABA National Commercial Lend-
ing School, Norman, Okla., University of
Oklahoma.

Nov. 16-18: Association of Registered Bank
Holding Companies Fall Meeting, Palm
Beach, Fla., the Breakers.

Editor & Publisher
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Help for 'Suckers':

Bank, BBB Publish Book;
Explains Popular 'Cons'

Are you on the sucker list? If you
are, Chattanooga’s American National
and the local Better Business Bureau
have published and distributed a book-
let that may help.

Entitled “Are You on the Sucker
List?” the pamphlet’s aim is to give
warning clues and directions to area
citizens when strangers, posing as gov-
ernment officials or financial investment
officers, attempt to borrow one’s money
in possible confidence schemes.

The idea for the booklet came about
as a result of many incidents in Chatta-
nooga where older citizens gave money
to impostors, to later find they had
been tricked. The pamphlets were
available at all bank offices.

Dave Edmondson (l.), mktg.-sales mgr., retail

div., American Nat'l, Chattanooga, and Eric
Lund, mgr., Chattanooga Area Better Business
Bureau, peruse booklet, published and distri-
buted by bank and BBB, "Are You on the
Sucker List?."

Be Alert!:

California Poster Campaign
Warns of 'Con' Techniques

Bank of America, San Francisco, in
conjunction with the state attorney gen-
eral’s office, has produced warning post-
ers to alert senior citizens to “pigeon
drop” and “bank examiner” confidence
activities.

A bank spokesman says over 6,000 of
the posters have been circulated to sen-
ior citizen community centers and or-
ganizations throughout the state.

In the pigeon drop “con,” reported-
ly one of the most prevalent confidence
games, the purpose of the criminal is
to induce a susceptible person—usual-
ly an elderly woman—to withdraw cash
from a bank account for the purpose
of sharing “found money.” When the
victim’s money is obtained, the con-
fidence team vanishes.

The bank examiner “con” is a spinoff
of the pigeon drop. The victim is con-
tacted by someone posing as a bank
examiner who asks for money to be

14

Community
Involvement

used as “evidence” in the investigation
of a supposedly crooked teller.

The warning posters urge citizens to
consult a bank officer or local police if
approached by a stranger and asked to
withdraw money for suspicious reasons.

In a related development, Bank of
America has shown the film, “On
Guard,” in many of its community of-
fices. The movie explains the two con-
fidence games and is part of a series
of seminars to introduce the govern-
ment’s social security direct deposit
program.

Area Premiere:

Art of World's Children
Is Bank's Display Theme

An art exhibit never before shown in
the area has been displayed at Detroit
Bank. Entitled “Children’s Art From
Around the World,” the showing was
assembled from works of 11-year-olds
who have participated in the Children’s
International Summer Village (CISV),
a summer camp with worldwide loca-
tions, purpose of which is to foster in-
ternational understanding.

The exhibit, which includes paint-
ings, sculpture, drawings and crafts,
was assembled by CISV in conjunction
with the National Geographic Society
and was shown in its Explorers Hall in
Washington, D. C., last January and
February. Other portions of the exhibit,
not shown at Detroit Bank, are touring
the country.

Hello, Neighbor:

‘New Friend at the First’
Welcomes People to Area

A welcome to the South Bend, Ind.,
area is what First Bank offers new resi-
dents under its “New Friend at the
First” community service program.

Designed to help people moving into
the Michigan-Indiana area get ac-
quainted with and established in the
community, the program also provides
local businesses with a source of infor-
mation needed by prospective employ-
ers.

Offered without obligation, a packet
is furnished containing a booklet with
information about schools, utilities,
taxes, voting requirements, licensing
and the recreational, cultural and social
organizations around South Bend.

$100,000 Limousine:

Bank Boosts City Transit:
Offers Free Bus Rides

First National, Denver, recently gave
a boost to the metropolitan Bapid
Transit District (RTD), not to men-
tion the ecology. It offered free one-
way rides to its customers.

Joining in a city-wide promotion of
expanded RTD public transportation
services, First National placed fish-
bowls filled with pennies throughout
its lobby and in the bank’s new Con-
venience Banking Corner. Customers
could then take five cents, enough for
a special one-way fare on any RTD bus
in the metro area. Hundreds of people
were said to have taken advantage of
the free ride.

Self Nlanagement:

Senior Citizens' Solvency
Is Aim of Bank Series

American National, Chattanooga, in
conjunction with a local group, the Sen-
ior Neighbors, has sponsored a month-
long series of talks aimed at helping
older residents with organization of
their financial affairs and other related
topics.

Dannye Sue Brown, customer ser-
vices officer, Home Office, spoke on
“Decisions to Be Made When Left
Alone,” which concerned organization
of financial affairs, keeping records and
where to get help. lva Roark, credit
card officer, Master Charge depart-
ment, discussed “Staying Solvent in
1975,” which detailed credit manage-
ment and steps to follow to stay in the
black, and Jack Huguelet, vice presi-
dent and trust marketing officer, ex-
plained “Wills and Trusts,” featuring
the importance of an updated will,
what documents and papers to keep
and where and why.

Pictured (from 1) are Nancy Hale,
dir., Senior Neighbors, Chattanooga; and em-
ployees of American Nat'l, Chattanooga, Jack
Huguelet, v.p. & tr. mktg. off.; Iva Roark,
credit card off., Master Charge dept.; and
Dannye Sue Brown, customer services ofF.,
Home Office. They were assembled to discuss
program on financial management cosponsored
by bank and Senior Neighbors.

program
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Next time you call Paul or Gene,
you’ll know what they look like.

Behind every correspondent banker  “people back at the bank” direct, obtaining available funds as quickly
at First National Bank of Kansas anytime. as possible.
City, Missouri, there’s a team of Let’s say you have a check or Sound simple enough? It is.
specialists back at the bank. draft collection problem. You ’ |
Specialists like Paul Gregory in telephone your correspondent _That’s why we we come your
Operations and Gene Wisner in banker at First National and leam  S2ling our FNB specialists direct
International. , Because we want you to trust them
that he’s out. as much as we do

If you do your correspondent . :
banking with First National, youVve Your need cant wait. So telephone (816) 221-2800 and
probably known their voices for So you ask for Paul Gregory. ask for Paul or Gene. Maybe
some time. Because we encourage Paul can handle the coordination of  someday theyll find out what you
our correspondent banks to call the your collections and assist you in look like, too. Member FDIC.

FIRST NATIONAL BANK

Digitized for FRASER An Affiliate of First National Charrer Corporation
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The Banking Scene

By Dr. Lewis E. Davids

Hill Professor of Bank Management,
University of Missouri, Columbia

State-Owned Banks An Unworkable Idea

egislators in New York, coio-
Llrado, Massachusetts, Illinois and
Washington presently are considering
the establishment of state-owned banks.
For believers in the free-enterprise sys-
tem, there is the natural impulse to
dictate a letter to one’s state senator or
representative, condemning it as the
height of government’s abuse of power.

Those who feel that government can
do a better job in commercial banking
than is done by the private sector are
mistaken.

Many people, like the Arab, feel that
permitting the camel to stick his nose
in the tent would result in the camel
soon moving its entire body in, evicting
the Arab: Once the government starts
in the business of banking, it would be
only a step before the beginning of na-
tionalization of privately owned com-
mercial banks.

George Santayana, the philosopher,
once said, “Those who cannot remem-
ber the past are condemned to repeat
it.” Let’s look to the past and see just
how government-owned or government-
established banks have performed in
the United States.

Both the First and Second banks of
the U. S. had their charters terminated,
occurrences due mostly to political in-
terventions in which those banks’ ad-
ministrators engaged. Some historians
hold that the First Bank was viable and
thus, in the sense that it was a monop-
oly, was successful as a banking op-
eration. Even with the monopolistic
position it had, it should have been fi-
nancially successful, considering the
value of its government account plus
the tremendous growth potential that
our nation had in its infancy.

The Second Bank, under its presi-
dent, Nicholas Biddle, was involved in
a power struggle when U. S. President
Andrew Jackson, supported by U. S
Treasury Secretary Louis McLane, at-
tempted to remove government de-
posits from the bank. Biddle and Jack-
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son continually attempted to embarass
each other.

In Financial Development of the
United States, by Schultz and Caine,
the ensuing situation is described:
if the creation of an admonitory na-
tional depression was in Biddle’s mind,
he certainly achieved his purpose. By
November, 1833, the scarcity of cur-
rency became pronounced. A wave of
failure swept Philadelphia, New York
and Washington, where the contrac-
tion was the mildest in June, 1834. Dis-
counts could be had at 18%36% inter-
est, the notes of paying banks fell to
discounts ranging from 1/26 in New
England to 12% in Alabama. Deprecia-
tion on notes on doubtful banks was

"Those who feel that gov-
ernment can do a better job
in commercial banking than
is done by the private sector
are mistaken.”

much greater; by May, financial dis-
tress was extreme. Biddle accomplished
his national deflation, but the political
reaction was contrary to his expecta-
tions. Instead of gaining support for the
preservation of the bank, it alienated
the last friends that the bank possessed.
Even Pennsylvania, where formerly the
bank had found its first support, now
turned against it. Biddle’s display of
power terrified the country and gave
substance to Jackson’s wildest charges.
No private institution should be al-
lowed such life-and-death control over
the country’s finances. After the spring
of 1834, the charter of the Second
Bank was no longer considered in any
quarter.”

We know that at least eight western
and southern states made direct sub-
scriptions to the stock of local banks
during the 1830s and that those banks
frequently extended financial aid to

new institutions on a long-term basis.
Schultz and Caine note that many of
those new banks found themselves
handicapped by a lack of cash reserves
because a large proportion of their
stock subscriptions was made in the
form of mortgages on the subscribers’
properties, which supplied the funds
needed for banks.

They issued their own bonds to the
newly formed banks, which were sold
to raise initial capital. Subscription
mortgages were turned over to the
state and became securities for state
loans to banks.

Indiana, as an example, besides sub-
scribing to one-half of its state’s bank-
ing system, financed five-eighths of the
private subscription to institutions by
extending credit to subscribers.

By 1842, most of the state-owned or
partially state-owned banks had disap-
peared in America. Symptoms of the
failed state-owned institutions were
that they were unable to redeem their
own notes of issue and had tied up
their bond portfolios in nonliquid mort-
gages on farm properties, but for the
most part, political “expediency” was
the root cause.

The 1822 failure of the fairly well-
run Bank of Missouri resulted in a spe-
cial committee being appointed by the
state legislature to examine the reasons
for its failure, and it reported that the
bankruptcy wasnt attributable to any
active dishonesty on the part of the
bank’s directors. The president of the
broken bank, Mr. Riddick, gave two
reasons for its insolvency: “. . . the
present embarrassment is entirely ow-
ing to the relationship in which this
country (Missouri) stands with her sis-
ter states who have suspended their
banking on a specie capital.”

Mr. Riddick also blamed the Mis-
souri legislature for passing a law re-
defining the status of debtors in a way
that they no longer feared the conse-
quences of a lawsuit. The record of
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M ississippl

A Great Place to Hay

Mississippi, with its generally mild climate,
offers a variety of year-round outdoor activities.
Fifteen state parks provide excellent facilities
for camping and picnicking and Mississippi’s
rivers, hundreds of lakes and seven reservoirs
are fun spots for fishing and water sports. iE
Historic landmarks in Vicksburg, Natchez, the
Delta, Northeast Mississippi and throughout the
State combine modern Mississippi with a touch
of the past.*The Mississippi Gulf Coast, known
as “America’s Riviera,” is a vacation paradise.
The Gulf South's

most luxurious

hotels and motels

overlook the 26-mile

long beach. Sight-

seeing, golfing,

boating, fishing and

swimming are some

of the many Coast

attractions. Mississippi is a great place to play.
If you want to find out more about Mississippl,
Its people and where to relax, First National is
the best place to get the story.

r i FirstNationalBank

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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some of the other state banks is even
more depressing, since political deci-
sions outweighed prudent banking prac-
tices.

At the risk of overgeneralization,
here are some of my basic conclusions
about failures of state-owned banks.
One is that their method of raising
capital tended to be of an unreal na-
ture, that is, by issuing pieces of paper
rather than having full faith-and-credit
pledges of the sovereign or collateral of
tangible worth.

The other basic fault was the polit-
ical intervention in the selection of
those who would administer the state-
owned bank. This put the appointees
under considerable pressure to accom-
modate the wishes of the politicians,
often causing them to lend, beyond the
institution’s resources, to privileged in-
dividuals at below normal interest
rates. That was compounded by the
tendency of legislatures to make it dif-
ficult for the bank to collect on the
notes.

Only one state-owned bank present-
ly exists, the Bank of North Dakota.
According to the American Bank Direc-
tory, it was established in 1919 and is
neither a Fed nor FDIC member.

Ralph Nader recently testified before
the New York State Assembly Commit-
tee on Banks that the Bank of North

Dakota is highly successful. | wont at-
tempt to question his opinion here;
however, knowledgeable bankers may
surmise his meaning of the word “suc-
cessful” by comparing the bank’s listed
U. S. government holdings and the
composition of its modest proportion of
loans and discounts with its deposit
structure. Further, readers may recall
hearing adverse news of a political na-
ture involving the bank several years
ago.

Undoubtedly, bankers will be called
on in the months ahead to testify about
the desirability of a state-owned bank
being established to underwrite loans to
local governments, offer mortgages to
individuals in outlying areas and fi-
nance small businesses.

I submit that this is one of those
“damned if one does and damned if
one doesn’t” situations. A banker oppos-
ing such a financial institution appears
to be assuming a self-serving position.
To report to a political body that al-
most all state banks have been unsuc-
cessful will not sway legislators who
have interest in the area.

Let us stop for a moment and think:
Should an institution of this type be
established? It is charged with making
the kind of loans most bankers have
found to be unbankable.

To play the devil’s advocate, one

could note that having a state-owned
institution to make those unbankable
loans might take a great deal of pressure
off the private sector of banking, but
more than that, the nature of a govern-
ment bank being operated in an impru-
dent way will become evident in the
market. Thus, it would be pragmatic
for bankers not to oppose the establish-
ment of such an institution in their
state.

Bankers should insist that the pro-
spectus for the institution qualify under
the Securities Exchange Act in provid-
ing full disclosure of its proposal’s range
and of its scope of operations.

The necessity for proponents of a
state-owned bank to document such
items as pro forma balance sheets and
the other data normally required of a
prospectus, including a cost-to-benefit
analysis, will force advocates to go on
record concerning their philosophy and
intent.

Charitable organizations may find
that a state-owned bank might meet
their needs for a brief time, but it’s
doubtful if reasonably prudent individ-
uals, provided with such continuing
operational information as loan delin-
quencies, will support continuation of
an institution that cant be viable if it
attempts to operate in the market sug-
gested by its supporters. * *

INVESTMENT
CAPITAL

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

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

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

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

We will work for your client’s interest: Stern Brothers never
acts as an agent for another party. We invite you to inspect the list
of issues we've handled during recent years. The bankers’ banker.
We work for the same thing you do: the growth of your depositors.

Stefri Brothers 6 Co.

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

The Continental _
Correspondent Community

Portfolio Advisory
Service

» Expert Analysis « Timely Evaluations
* Profitable Recommendations
» Continuous Follow-Up

Where correspondents share
a banker’s approach to
investment opportunities.

CONTINENTAL BANK

CONTINENTAL ILLINOIS NATIONAL BANK AND TRUST COMPANY OF CHICAGO
231 SOUTH LA SALLE STREET, CHICAGO, ILLINOIS 60693
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We couldn’t be hap-
pier with our Golnick cam-
paign. Even though our
competition is tough with 3
banks and 2 savings and
loans in our market, our
profits are up 52% over last

year.
niHin
AN ALABAMA BANK i) if

The Golnick Company:

we know how to sell the people
in the place where you live. We
create a business image to add
measurable gain to your profit.
We build your bank with an image
of genuine credibility, and mag-
nify your business stature with a
warmth and sincerity your cus-
tomers believe in and buy. We
give you strong recognition. We
initiate immediate customer-re-
sponse. And we etch your image
deep into your customer’s mem-
ory, with a powerful campaign
concept that endures.

Call us Toll Free. We'll
prove a Golnick advertising/mar-
keting campaign can give your
Bank an image everyone in your
market will look up to, and make
them look you up today.

The World’s Largest
Bank Advertising Specialist

FEG iolnick

1123 N. EUTAW STREET BALTIMORE, MARYLAND 21201

Dial Toll Free (1) 800-638—5910

© 1975 Leon Shaffer Golnick Adv. Inc

New

'Town Elders' Club' Designed
To Aid Those Over 60

Central Bancshares of the South,
Inc., Birmingham, has introduced a
new service in its member banks to
aid those over 60. Called the “Town
Elders’ Club,” the program is a pack-
age of free services.

The package initially will include
free guaranteed direct deposit of social
security checks, free travelers checks,
no-cost will review and filing by the
HC’s trust department, discounts on
rental fees for available safe deposit
boxes and free checking accounts and
checks.

An HC official stated that the Town
Elders’ Club would be a dynamic and
ever-improving service, because mem-
bers would participate in planning for
additions to the package.

Same-Day Draft Service
Announced by Chase

Chase Manhattan Bank, New York,
has announced introduction of a new
high-speed draft collection service that
could make same-day collection pos-
sible.

Developed by the bank’s institutional
banking department, the new service
speeds collection through a specially
designed 25-city network of banks,
eliminating instructions between institu-
tions through courier service.

Drafts received from outside New
York City by 4 p.m. reportedly can be
collected as early as the following day,
with funds available no later than the
day after that. Bank officials say New
York City drafts received by 10 am.
will be collected the same day.

As an introductory offer, Chase is
making out-of-town service available at
no charge for a 30-day trial period.

Automated Trust Service Offered
By Three Banks in Indiana

Three banks in Indiana, National
Bank, South Bend; Lafayette National
and Old National, Evansville, have in-
stalled “Trust-Aid,” a fully automated
trust management and accounting ser-
vice.

“Trust-Aid” is available nationwide
through SEI Corp., Wayne, Pa.

Reportedly the first on-line computer
service designed for trust management

accounting, the program makes informa-
tion instantly available to department
officers and customers.

Providing all accounting and report-
ing functions for overall trust depart-
ment operations and individual trust ac-
counts, “Trust-Aid” calculates, posts,
summarizes and analyzes on demand
and produces checks, account reviews,
statements and management reports in
seconds.

Trust account records are stored in
the memory bank of the system and
can be retrieved through the typewrit-
er-like terminal in a bank’s trust de-
partment. It has unlimited capacity,
enabling the member bank to increase
trust business with no increase in per-
sonnel or overhead.

Bank's '‘Dynamic '60s' Club
Offered to Senior Citizens

Hampton Bank, St. Louis, in cooper-
ation with the Mayor’s Council for the
Aged and various local businesses, is
offering the “Dynamic ’60s” service
club for older citizens.

The program, in addition to provid-
ing many bank services, offers the op-
portunity to see entertainment at rea-
sonable cost and for people of that
age group to socialize at various func-
tions. No initiation fee or dues are re-
quired. Some of the *“Dynamic ’60s”
benefits are:

* Photographic |. D. and member-
ship card, enabling no-delay check
cashing ($100 maximum) at the bank.

* Free checking.

* Two trust consultations—estate
planning and administration—at no
charge.

* Free notary service.

* Two years’ safe deposit box use
for the price of one.

* Monthly investment service.

* Free financial counseling in social
security, medicare, etc.

* Free bus transportation to enter-
tainment outings that are offered at
reduced prices.

* Income tax preparation free or at
a reduced price, plus free year-around
information about taxes.

* Club newsletter.

* Automatic social security check de-
posit with guaranteed use of the money
the day it’s due.

New Option to Checking Accounts

Detroit Bank has added a new op-
tion to its “no charge” checking service.
Customers with any savings account of
$500 or more may write checks free.

Called “Check Il Plus,” the program
has been added to the previous options
of maintaining a monthly checking ac-
count balance of at least $175 or an
average of $500 monthly.
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a bank tnese days is

We know, we deal with banks every day, all
over the country. That’s why we developed
the Duo, a great, simple way to save money
on an existing service. Here’s how it works:

For every three-to”the-page business check
order, Harland will automatically produce
two books of commercial deposit tickets.
Although produced and shipped separately,
the cost of the tickets is added to the price of
the checks on the customer’s debit ticket total,
thus passing on to the customer an expense
usually incurred by the bank. It saves the
bank time (no separate order form is required)

and money (the customer pays for the deposit

ney
oniH:

not the bank), and thatsn
to start the Duo program at your
If you would like more details on this new
money"'saving offer, write for the Duo
brochure. Or talk to your Harland
representative.
He’ll show you how not to spend money.

MmHARIAND

BANK STATIONERS. PO. BOX 13085, ATLANTA, GEORGIA 30324



NATIONWIDE
MOTEL
BROKERS

MR. BANKER:

Have you found your-
self in the motel business
lately?

Let us help.

28 years experience, sold
millions, accounting back-
ground and 22 of the sharpest
motel brokers in the USA
nationwide to help.

NATIONWIDE MOTEL
BROKERS

BAUMAN REALTY

204 Jersey
Normal, Ill. 61761
(309) 452-1177

Whip Inflation Now
Special Offer From

H°TEL
AD°LPHUS
Dallas

The Hotel People Always Want to Come Back to

discount on any bedroom
1 any Sunday, Mon-
X t) /O day, Tuesday. Wed-
nesday, or Thursday

discount on any bedroom
Friday or Saturday

COUPON GOOD TIL 12/31/75

CALL TOLL FREE
In Texas

1800 792-8922
In Continental U.S.
1 800.433-8858
or write Arthur W. Lang, Jr.. Gen. Mgr.
HOTEL ADOLPHUS
1321 Commerce Street
Dallas, Texas 75221
*Sorry, but discount is not valid if you are attending

a convention or meeting in the Hotel.
PLEASE BRING THIS AD WITH YOU TO RECEIVE DISCOUNT
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New
Products
and
Services

* Mortgage Guaranty Insurance
Corp. MGIC, Milwaukee, shows in its
“Fact Book” that more than one-third
of one-to-four family mortgage debt
outstanding in the U. S. at 1974’s end
carried some form of insurance to pro-
tect lenders against loan-default losses.

MGIC’s “Fact Book” indicates that
$418 billion in total mortgage debt
was outstanding at year-end 1974
About $155 billion of that amount, or
37.1%, was insured either by govern-
ment or private mortgage insurance.

According to MGIC, the percentage
of insured mortgage debt hasnt
changed in the past 15 years. In 1960,
40.1% of the outstanding one-to-four
family mortgage debt was insured,
mostly under the federal government’s
FHA/VA programs. MGIC says the
lowest figure since that time was 35.7%
in 1966.

Small,

Medium-Sized Loan Service

The “Fact Book” shows a rising vol-
ume of mortgage debt carrying private
mortgage insurance and a correspond-
ing decrease in FHA/VA insurance
since 1960. That year, less than 1% of
insured loans were privately insured, a
figure that rose to 21% by 1974. The
number of privately insured loans is
expected to continue to grow, MGIC
states.

For further information, contact
MGIC, MGIC Plaza, Milwaukee, WI
53201.

« Continental Mortgage Insurance,
Inc. A new program providing special
mortgage insurance coverage for lend-
ers participating in government mort-
gage loan programs has been intro-
duced by this firm, which is a subsidi-
ary of CMI Investment Corp. The
program is called “Letter Perfect Pro-
tection” and it enables lenders planning
to sell mortgages to government agen-
cies to obtain insurance coverage tai-
lored to the requirements of the agen-
cies at reduced premiums. The firm
has developed a single-page application
form on which all rates and coverages
are detailed in chart form.

Write: CMI Investment Corp., 2
East Gilman Street, Madison, WI
53701.

Introduced

The financial systems division of Rand McNally & Co. has announced a new loan service directed
to the small- to medium-sized financial institution. The service, according to the firm, can provide
a bank's loan department with an up-to-date accounting system that includes a precomputed
ledger, computer-printed new loan list and payment book. Rand
McNally pointed out that the initial loan information is submitted on a 4 x 6-inch form. These
mailed. Write: Rand

computer-printed run list,

data are computer processed and the ledger and report prepared and
McNally & Co., P.O. Box 7600, Chicago, IL 60680.
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TIME

Sunday, February 1
3:30- 7:00 P.M.
6:30- 7:30 P.M.

Monday, February 2
7:15- 8:15 A.M.
8:30- 8:45 A M.
8:45- 9:15 A.M.
9:15- 9:45 A M.
9:45-10:00 A.M.

10:00-10:30 A.M.
10:30-12:15 P.M.
12:30- 2:00 P.M.
2:30- 4:30 P.M.
6:30- 7:30 P.M.
7:30- 9:30 P.M.

Tuesday, February 3
7:15- 8:15 A.M.
8:30- 9:00 A.M.
9:00- 9:30 A.M.
9:30-10:00 A.M.
10:00-10:15 A.M.
10:15-10:45 A.M.

10:45-12:15 P.M.
12:30- 6:30 P.M.
6:30- 7:30 P.M.
7:30-10:30 P.M.

Wednesday, February 4

7:15- 8:15 A.M.
8:30- 9:00 AM.

9:30-10:15 A.M.
10:15-10:30 A.M.
10:30-11:00 A.M.
11:00-12:15 P.M.
12:30- 2:00 P.M.

2:00- 6:30 P.M.
6:30- 7:30 P.M.
7:30-10:30 P.M.

Thursday, February 5
8:30- 9:30 A.M.

Schedule & Events

TWENTY-FOURTH ASSEMBLY FOR BANK DIRECTORS
The Sheraton-Waikiki and Royal Hawaiian
Honolulu, Hawaii
February 1-5, 1976

Eugene L. Swearingen, Director

DIRECTORS’ PROGRAM
TOPICORACTIVITY

Assembly Registration (Sheraton-Waikiki)
Reception for Early Arrivals

Breakfast

THE FOUNDATION AND THE ASSEMBLY

THE FINANCIAL OUTLOOK

THE LEGAL ENVIRONMENT OF THE DIRECTOR
Coffee

CODES FOR THE BANK-THE DIRECTOR'S ROLE
Discussion Groups

Luncheon and Talk—THE REGULATORY ASSIGNMENT
Sightseeing & Orientation Tour: Honolulu and Waikiki
Reception

Luau and Hawaiian Entertainment

Breakfast

CREDIT DEVELOPMENTS AND THE DIRECTOR

DIRECTOR RELATIONS WITH MANAGEMENT

THE BANK DIRECTOR’S ROLE IN MARKETING

Coffee

PLANNING AND BUDGETING-DESIGNING YOUR
BANK’S FUTURE

Discussion Groups

Lunch and Afternoon at Leisure

Hawaiian Reception (Trio)

Dinner and Talk—THE DIRECTOR IN A PERIOD OF
CRISIS AND CHANGE

Breakfast

WHAT THE DIRECTOR SHOULD EXPECT

EFFECTIVE REPORTING TO DIRECTORS

OFFICER EVALUATION

Coffee

HOW MUCH IS YOUR BANK WORTH?

Discussion Groups**

Luncheon and Talk—WHAT'S HAPPENING TO BANKING—
A REGULATORY VIEWPOINT

Afternoon at Leisure

Reception

Dinner and Talk—THE LEGISLATIVE CLIMATE

Concluding Breakfast

SPEAKER

Eugene L. Swearingen
Philip E. Coldwell
Robert H. Fabian
Fred M. Pickens, Jr.

Frank Wille

Roy D. Hartmann
Frank A. Plummer
J. W. McLean

Ben F. Love

Kenneth A. Randall

Robert L. Parker
Philip F. Searle
James L. Hayes
Nat S. Rogers

Lawrence E. Kreider

Willis W. Alexander

9:30 A.M. and thereafter Optional Golf or Deep Sea Fishing

**Special Disscussion Groups

C-Planning, Marketing and Director-Management Relations—Hartmann,
Hayes, Love, McLean, Parker, Plummer, Searle, Swearingen

D-Special Problems of the Small Bank and the New Bank—Agemian,
Baughn, Conn, Denman, Duwe, Pickens, Rogers, Smith, Van Horn

A-Trust Business—Fabian, Huck, Richardson, Stocker
B-Legislation, Regulation and Policy—Alexander, Coldwell, Kreider, Randall,
Terry, Vinson, Wille

Charles A. Agemian
William H. Baughn
Jack T. Conn
James H. Denman

TIME
Sunday, February 1
6:30- 7:30 P.M.

Monday, February 2
9:00-10:00 A.M.
10:00-10:30 A.M.
10:30-11:30 A.M.
12:30- 2:00 P.M.
2:30- 4:30 P.M.
6:30- 7:30 P.M.
7:30- 9:30 P.M.

Tuesday, February 3
9:00-10:00 A.M.
6:30- 7:30 P.M.
7:30-10:30 P.M.

Wednesday, February 4

9:00-10:00 A.M.
12:00- 2:30 P.M.
2:30- 6:30 P.M.
6:30- 7:30 P.M.
7:30-10:30 P.M.

Thursday, February 5
8:30- 9:30 A M.

Counselors

Robert W. Kneebone
Leonard W. Huck DeWwitt T. Ray

James H. Jones Will Mann Richardson
Oran Kite Van Smith

J. Rex Duwe

SPOUSES’' PROGRAM
TOPICORACTIVITY

Reception for Early Arrivals

Breakfast and Hawaii Orientation Talk

WHAT BANKING IS ABOUT

TRUSTS AND YOU

Luncheon and Talk—THE REGULATORY ASSIGNMENT
Sightseeing & Orientation Tour: Honolulu and Waikiki
Reception

Luau and Hawaiian Entertainment

Continental Breakfast

Hawaiian Reception (Trio)

Dinner and Talk—THE DIRECTOR IN A PERIOD OF
CRISIS AND CHANGE

Continental Breakfast

Luncheon and Fashion Show

Afternoon at Leisure

Reception

Dinner and Talk—THE LEGISLATIVE CLIMATE

Concluding Breakfast

Edward E. Stocker
Ronald A. Terry
Charles M. Van Horn
B. Finley Vinson

SPEAKER

Leonard W. Huck
Will Mann Richardson
Frank Wille

Kenneth A. Randall

Willis W. Alexander

9:30 A.M. and thereafter Optional Golf or Deep Sea Fishing

The 24th at The Sheraton Waikiki, Honolulu, Hawaii, February 1-5, 1976
The 25th at The Broadmoor, Colorado Springs, Colorado, September 4-7, 1976
The 26th at Pinehurst Hotel & Country Club, Pinehurst, North Carolina, November 4-7, 1976
The 27th at El Camino Real, Mexico City, Mexico, February 3-6, 1977
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What is the Assembly?

The purpose of the Assembly for Bank Directors is: to
increase the director’s understanding of how he can serve
his bank; to indicate the ways in which the director can
best serve as a representative of his bank in the commun-
ity; to provide better understanding of and respect for
bank management’'s functions; and to acquaint the di-
rector fully with issues of critical interest to his bank
and banking.

From 1968 through 1975, twenty-three Assemblies will
have taken place. While the program listed here is spe-
cifically for the Flawaii Assembly, other Assemblies fol-
low a similar format. Subjects for discussion are deter-

Faculty of the
Twenty-Fourth Assembly

DIRECTOR

Eugene L. Swearingen, Chairman of the Board and Chief Ex-
ecutive Officer, Bank of Oklahoma, Tulsa, Oklahoma

FACULTY

Charles A. Agemian, Chairman of the Board, Garden State Na-
tional Bank, Paramus, New Jersey

Willis W. Alexander, Executive Vice President, American
Bankers Association, Washington, D. C.

William H. Baughn, Dean, School of Business, University of
Colorado, Boulder, Colorado; and Director, Stonier Grad-
uate School of Banking

Philip E. Coldwell, Member, Board of Governors, Federal Re-
serve System, Washington, D. C.

Jack T. Conn, Chairman of the Board and Chief Executive Of-
ficer, Fidelity Bank, N.A., Oklahoma City, Oklahoma

James F. Denman, President, Citizens State Bank, Nevada,
Missouri

J. Rex Duwe, Chairman of the Board, Farmers State Bank,
Lucas, Kansas; and President-Elect, American Bankers As-
sociation

Robert H. Fabian, Sullivan, Roche <& Johnson, Attorneys at
Law, San Francisco, California

Roy D. Hartmann, Executive Vice President, Security Pacific
National Bank, Los Angeles, California

James L. Hayes, President, American Management Associa-
tions, Inc., New York, New York

Leonard W. Huck, Executive Vice President, Valley National
Bank, Phoenix, Arizona

Richard B. Johnson, President, The Foundation of The South-
western Graduate School of Banking, Southern Methodist
University, Dallas, Texas

James H. Jones, Deputy Chairman and Chief Executive Of-
ficer, The Bank of California, San Francisco, California

Oran H. Kite, Chairman of Loan Policy Committee, Retired,
Republic National Bank, Dallas, Texas; and Chairman,
Commercial Banking Major, Southwestern Graduate School
of Banking

Robert W. Kneebone, Consulting Vice President, Texas Com-
merce Bank, Houston, Texas

Lawrence E. Kreider, Executive Vice President-Economist,
Conference of State Bank Supervisors, Washington, D. C.

Ben F. Love, Chairman of the Board, Texas Commerce Bank,
Houston, Texas

J. W. McLean, Chairman of the Board, Liberty National Bank
& Trust Company, Oklahoma City, Oklahoma

Robert L. Parker, President, Parker Drilling Company, Tulsa,
Oklahoma

Fred M. Pickens, Jr., Partner, Pickens, Boyce, McLarty & Wat-
son, Newport, Arkansas

Frank A. Plummer, Chairman of the Board, First Alabama
Bank, N.A., Montgomery, Alabama

mined by trends and issues in banking at the time of
each Assembly.

Any inside or outside bank director, advisory director,
prospective director or senior bank officer is invited to
attend the Assemblies, and past registrants are invited to
attend again occasionally. Bank directors, senior officers,
senior level bank supervisors and bank educators
throughout the United States have acclaimed the Assem-
blies program. The Assemblies are endorsed by the
American Bankers Association, the Independent Bankers
Association, the Conference of State Bank Supervisors,
and by various state and regional banking associations.

Kenneth A. Randall, Chairman of the Board and Chief Exec-
utive Officer, United Virginia Bankshares, Inc., Richmond,
Virginia

DeWitt T. Ray, Sr., Investments, Dallas, Texas

Will Mann Richardson, Senior Vice President and Trust Of-
ficer, Citizens First National Bank, Tyler, Texas

Nat S. Rogers, President, First City National Bank, Houston,
Texas

Philip F. Searle, Chairman of the Board and Chief Executive
Officer, Flagship Banks, Inc., Miami Beach, Florida

Van Smith, President, Bank of Tuckerman, Tuckerman,
Arkansas

Edward E. Stocker, Executive Vice President and Trust Of-
ficer, Continental National Bank, Fort Worth, Texas

Ronald A. Terry, Chairman of the Board and Chief Executive
Officer, First Tennessee National Corporation, Memphis,
Tennessee

Charles M. Van Horn, Regional Administrator of National
Banks, Second National Bank Region, Comptroller of the
Currency, New York, New York

B. Finley Vinson, Chairman of the Board, First National Bank,
Little Rock, Arkansas

Frank Wille, Chairman, Federal Deposit Insurance Corpora-
tion, Washington, D. C.

The Board of The Foundation of
The Southwestern
Graduate School of Banking

James H. Denman, President, Citizens State Bank, Nevada,
Missouri

Leonard W. Huck, Executive Vice President, Valley National
Bank, Phoenix, Arizona

Richard B. Johnson, President, The Foundation of the South-
western Graduate School of Banking, Southern Methodist
University, Dallas, Texas

Robert W. Kneebone, Consulting Vice President, Texas Com-
merce Bank, Houston, Texas

Murray Kyger, Chairman of the Executive Committee, First
National Bank, Fort Worth, Texas

Kenneth A. Randall, Chairman of the Board and Chief Execu-
tive Officer, United Virginia Bankshares, Inc., Richmond,
Virginia

DeWitt T. Ray, Sr., Investments, Dallas, Texas

Will Mann Richardson, Senior Vice President and Trust
Officer, Citizens First National Bank, Tyler, Texas

Robert Stewart, Jr., President, Bank of the Southwest, Hous-
ton, Texas

Eugene L. Swearingen, Chairman of the Board and Chief
Executive Officer, Bank of Oklahoma, Tulsa, Oklahoma

Ronald A. Terry, Chairman of the Board and Chief Execu-
tive Officer, First Tennessee National Corporation, Mem-
phis, Tennessee

B. Finley Vinson, Chairman of the Board, First National Bank,
Little Rock, Arkansas
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THE SHERATON-WA IKIKI—HONOLULU, HAWAII

The Foundation has made special arrangements with the Sher-
aton-Waikiki Hotel for the Twenty-Fourth Assembly to be on the
American plan, and the daily rates which will be quoted to you
by the Travel Agency, CDU, which has been appointed to serve
the Assembly, include astandard breakfast, luncheon and dinner.
The Foundation will pay the hotel an additional amount to pro-
vide for breakfast buffet service, receptions with hors d’oeuvres,
and supplements to seated breakfasts, banquet meals, and special
luncheons.

Because of the extra length of the Assembly in Hawaii and
high offshore travel costs, faculty costs of the Twenty-Fourth
Assembly will be much greater than in a standard Assembly. To
meet these costs, the Hawaii Assembly Fee for directors is $350
instead of the standard fee of $300. The fee for spouses is being
held to $100.

Registrants and faculty will benefit from the flights available
through Convention Destinations Unlimited, and their hotel reser-
vations must be made through CDU, 605 East Algonquin Road,
Arlington Heights, lllinois 60005. Those using the Convention
Destinations Unlimited services will accomplish savings in travel
cost and will assure personal attention to their travel and depar-
ture needs in Hawaii.

Information on hotel reservations and reduced rate airline
transportation will be sent you upon receipt of Assembly registra-
tions.

REGISTRATION FORM
TWENTY- FOURTH ASSEMBLY FOR BANK DIRECTORS

The Sheraton-Waikiki

Honolulu, Hawaii

February 1-5, 1976

NAME:

Business Address:

Company P.O. Box

Profession or Principle Business Interest

Home Address:

Spouse will Attend?

Bank Directorship held in:

President:

Number of Directors on Board:

Bank Address:

P.O. Box

Directors Committees on which | have served:.

Main Interest: Credit Area Trust Area

Earlier Assemblies Attended:

.Name called by:.

.Phone.
City, State, Zip
.Title.
.Phone.
Zip
If yes, spouse’s name:__
Size of Bank?
Number of years on Board?
State Zip

Other

Deposit ($25.00) Attached:

Total registration fee ($350) enclosed:

Spouse’s registration fee ($100) enclosed:

The registration fee covers all materials, receptions, and supplements to scheduled breakfasts, luncheons, banquets; and all lectures,

discussion sessions and other scheduled activities. Payments for travel and hotel services will be remitted to the travel agent, CDU.

(Please make checks payable to: The Foundation of the Southwestern Graduate School of Banking. Mail to: The Assemblies for Bank

Directors, P.O. Box 1319 at S.M.U., Dallas, Texas, 75275.)
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Employee-Incentive Program Credited

With Success of Bank's Ad Campaign

HEN REPUBLIC NATIONAL of

Dallas told the public to expect
“star treatment” at the bank, it realized
that the success or failure of its new re-
tail advertising campaign lay with bank
employees. Republic had to motivate
them to back up the campaign theme,
“You get ‘Star Treatment” at Republic
Bank.” Republic decided on the star
emphasis to tie the promotion in with
its corporate symbol, a silver star.

Although getting a staff of around
2,200 persons to act with a single pur-
pose is difficult, it was made easier by
the fact that the bank’s management
always has stressed personalized ser-
vice. For the marketing division, the
challenge was to capitalize on that heri-
tage and find an effective channel of
internal communication.

While the marketing staff was eval-
uating the advertising approach, two
other projects were on the drawing
board—an employee incentive program,
and an internal briefing to employees
about the new marketing effort.

“During the planning process, it be-
came evident to us that all three ele-
ments should be part of an overall pro-
gram,” said D. J. White, vice president
of marketing. "Because the public’s
image of Republic National is so close-
ly tied to the employees’ self image,
the goals of external and internal com-
munications could be effectively dove-
tailed. Hopefully, when viewed as dif-
ferent phases of the same effort, the
total program could create an impact
larger than the sum of its parts.”

With that thought in mind, the mar-
keting division put together a *1-2-3
punch”; internal briefing, advertising
and incentive programs designed to
complement one another and create an
integrated impact at all levels.

Because customer service was to be
the dominant message of the ad cam-
paign, the presentation to employees—
which had been viewed at first solely
as a means of familiarizing the staff
with the incentive program—took on
added importance. Outside consultants
were asked to submit proposals outlin-
ing their approaches to employee mo-
tivation. The marketing division want-
ed to find an outside resource willing

to work with the staff throughout the
give-and-take planning process and up
to the actual briefing. That source
turned out to be Dr. Vincent Flowers,
assistant dean of business, North Texas
State University.

Dr. Flowers’ methods were designed
to identify those personality traits and
attitudes that could be appealed to ef-
fectively and channeled productively.
He looked for a way to motivate each
employee by finding his or her domi-
nant values and attitudes. After his re-
search had identified the most preva-
lent value systems, he and an associate
of the university’s audio/visual depart-
ment worked with a graphics firm to
transform the findings into a multime-
dia presentation.

The presentation was given over two
days to 11 groups of about 200 em-
ployees each. Every employee received
an elaborate, formal invitation from
Republic’s president, Charles Pistor,
with his or her name hand inscribed
on it. As each showing began, Mr.
Pistor commented that the bank’s high
standing is not due primarily to a few
aggressive persons in  management
posts, but instead to an ongoing sense
of loyalty and pride. He also empha-
sized the concept of the bank as a fam-
ily wherein every member is considered
valuable and is entitled to know the
bank’s viewpoint, an approach indi-
cated by Dr. Flowers’ research.

At this point, lights were dimmed, a
music track began to play, and a slide
show highlighting Republic’s heritage
filled the screen. The staff was given a
fast-moving trip back through time,
said Mr. White, and employees were
encouraged to identify with each event
and time period in their own way and
to justify further the pride they feel
toward the bank and their jobs.

According to Mr. White, this part
of the presentation resulted from Dr.
Flowers’ findings that the employees
desire for traditional roles should be re-
inforced. While slides pictorially indi-
cated how the bank had changed, the
message was growth through progress
because the focus was on people rather
than on numbers. Mr. White pointed
out that at the close of this first seg-
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ment of the show, employees applaud-
ed spontaneously.

Next came a film designed to pro-
vide methods by which employees
could channel the positive feelings pro-
duced by the first segment. By means
of a series of split-screen interviews,
personnel saw their co-workers describe
how they help customers with individ-
ual problems and the satisfaction that
gives them. At the same time, on the
other screen, Republic customers told
how much they appreciate the friendly
service of the bank’ employees.

The slide-and-film presentations pro-
vided the background for introducing
the new ad campaign to the staff. The
new print ads were shown on the
screen, TV spots were played and col-
lateral materials discussed.

“The ads showed that customer satis-
faction is a direct result of employee
pride,” said Mr. White. “The audience
was made to feel their intrinsic role in
‘Star Treatment,” and that, after all, is
what we were trying to do.”

In Dr. Flowers’ terms, the presenta-
tion had reinforced each employee’s
sense of “belonging.” Mr. White noted
that each part of the marketing effort
flowed smoothly into the next.

He said that because of the tre-
mendous reception the employee brief-
ing received, the bank’s retail ad cam-
paign was much more meaningful and
successful. The bank, he continued,
truly had full employee support, and,
of course, it believes it did a better
job than ever before because all mem-
bers of the bank family were informed
about the campaign’s goals.

On March 17, Republic launched the
program’s third phase, its “Reach for
the Stars” employee-incentive cam-
paign. Employees received points for
each piece of new business they
brought into the bank. In turn, the
points could be converted into a wide
assortment of prizes selected from a
special catalog.

“We are extremely pleased with the
entire effort,” said Mr. White. “Re-
public’s traditional corporate symbol,
the silver star, was used to create a
personal, warm image of the bank and
its employees. We offered our custom-
ers ‘Star Treatment’ and carried out
that theme in many ways, including
placing directors chairs in our custom-
er-contact areas and imitating the
voices of well-known movie stars on
our time-and-temperature telephone
service. Through the employee-briefing
and incentive programs, we gave every
employee the opportunity for direct par-
ticipation and created a good deal of
internal good will and pride. They be-
came our ‘star makers.”” * *

27

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



Operations

New IBM Finance Communication System

Put in Service at

LLINOIS National, Springfield, has

become one of the first commercial
banks in the nation to process customer
transactions with the IBM 3600 finance
communication system.

The computer-based system features
42 keyboard display terminals for teller
use at the bank’s new headquarters and
a nearby facility in downtown Spring-
field. Tellers in both lobby and drive-in
facilities are equipped with the com-
pact terminals.

“The 3600 system provides prompt
and efficient customer service; compre-
hensive management information; rea-
sonable cost and ease of operation,”
said President A. D. VanMeter Jr.

Using a keyboard display terminal, a
teller can process a wide range of cus-
tomer transactions, including checking
and savings account activity and in-
stallment loan and mortgage payments.

As information is entered through
the keyboard, a teller can display and
verify it, spotting and correcting errors.
The display also provides rapid re-
sponse to a keyed inquiry, such as the
customer’ current balance.

“Fast, efficient service is essential
since approximately half our customer
business is conducted at drive-in loca-
tions,” said Don S. Browning, vice
president and cashier. “Last year, more
than 500,000 transactions were con-
ducted at our drive-in facilities.”

Illinois National

Bank

Each teller terminal is linked to one
of three controllers which communi-
cates with an IBM System/370 Model
135 at the main bank. The controller
helps tellers handle entire transactions
—such as savings deposits. The teller
enters the amount for deposit and the
customer’s account number at the key-
board display terminal.

The information goes to the control-
ler which automatically performs com-
putations. The teller inserts the custom-
er’s passbook into the passbook and
document printer and the controller su-
pervises printing of the new total in
the passbook.

At day’s end, the finance communi-
cation system eases the task of teller
balancing. Each controller can instruct
a printer to list for every teller the
transaction, account number and
amount, including cash paid or re-
ceived.

The teller terminal helps process
transactions and train new tellers. The
terminal can flash step-by-step instruc-
tions to guide a new teller through
each transaction. Bank officials said this
feature is valuable in training part-time
tellers and reducing teller errors.

“The system increases the effective-
ness of the person customers see most
often—the teller,” said Mr. Browning.
“Routine transactions are processed
quickly and accurately; if a teller has

BLANKET SINGLE INTEREST INSURANCE

for installment loans on:
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New [BM finance communication system at II-
linois Nat'l,
than 500,000 drive-in transactions annually.

Springfield, he!ps process more

to make an inquiry, the system handles
it in seconds. During the transaction,
tellers can concentrate on serving cus-
tomers. They don't have to go look
something up while customers wait.”

With the 3600 finance communica-
tion system, the bank will have the
capability of implementing an on-line
self-service banking terminal—the 3614
consumer transaction facility. This com-
ponent of the 3600 system permits
customers to withdraw cash from up to
four different accounts—savings, check-
ing, credit card or a special account.
Customers can also inquire about the
current balance in their accounts.

To use the terminal, a customer in-
serts a plastic magnetic stripe identi-
fication card. If the ID card is valid, a
guidance display panel instructs him to
key in a personal ID number at the
terminal  keyboard. The customer
presses a series of keys on the keyboard
to indicate the desired transaction. The
system validates the transaction and
dispenses up to $400. The customer’s
account is debited and the card re-
turned.

Mr. Browning said the machine of-
fers computing capacity to handle both
the finance communication system and
a customer information system. The lat-
ter provides officers with up-to-date
profiles of any customer’s total relation-
ship with the bank. Using a code, an
officer can display a customer account
on the screen of one of five visual dis-
play stations. Previously, he had to
search many files for that information.

Illinois National employs more than
230 people and has assets of nearly
$200,000,000. Installation of the 3600
system coincides with completion of its
new headquarters opposite the Old
State Capitol. * *
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ftvwont costyou a cent to ask,
butitmaycostyou
$thousands notto.

As a service to our correspondent
banks Central Bank is sponsoring
BANKPLAN', one of the best man-
agement planning services available
anywhere.

Ask one of our correspondent rep-
resentatives (or even one of our 400
correspondents).

He’ll tell you all about BANKPLAN®.

CENTRAL BANK

OF BIRMINGHAM

YOUR PACESETTER CORRESPONDENT BANK

Call usat 1-800-633-6573 if you are in Florida, Georgia,
Mississippi, Louisiana, Tennessee, Kentucky, South Car-
olina. If you are in Alabama, call us at 1-800-292-8534.

Member F.D.I.C.
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NEWS ROUNDUP

News From Around the Nation

Third Party Payments Begin

Beginning this month, the Fed and the FDIC have au-
thorized banks to offer third-party payments to savings
depositors, putting the banks on a par with S&Ls in that
area.

The step is seen as one in the eventual elimination of
the distinction between demand and savings accounts.

The procedure requires the depositor to give the bank
the names of those organizations or individuals to whom
funds are to be transferred on a recurring basis, indicating
either the specific amount to be paid or a maximum
amount and the frequency of payment.

Subsequent additions to the list of transferees or
changes in instructions may be communicated to the bank
in person, by writing or by phone.

If the depositor uses a written withdrawal form to
convey transfer instructions to the bank, the form must
state that it is not negotiable or transferable.

The Fed has advised that member banks should main-
tain data on accounts subject to third-party payment au-
thorization in a manner “which will facilitate identifica-
tion of such deposits for reporting purposes.”

The Fed said the regulation will permit a savings de-
positor to authorize his or her bank to transfer funds to
third parties—whether or not the payment is in satisfac-
tion of a debt—or to the depositor’s bank to repay any
indebtedness to the bank, “except that incurred through
overdrafts or use of a checking account line of credit."

Aggregate Time Deposits Banned

The FDIC has ruled illegal the practice of aggregating
separate time deposits owned by different depositors into
various groups totaling $100,000 in order to pay the
higher interest rate allowed for deposits of that size.

The practice was begun by the Bowery Savings Bank
in New York City last year. The bank paid interest up
to 12/2%on aggregated accounts, none of the components
of which totaled $100,000. The accounts would have
earned between 5fi% and 6/26if they had not been ag-
gregated.

The FDIC ruled that there must be a single written
contract, regardless of the number of depositors involved,
in all time deposit accounts.

Branch Deposit Disclosure Required

Effective with the June 30 call reports, banks must
reveal the amount of deposits they draw from individual
branches. The procedure is designed to create greater uni-
formity in the method in which regulators treat applica-
tions for new branches or new banks, regardless of
whether they are located in branching or unit-banking
states, the Comptroller of the Currency said recently.

This information was considered proprietaiy prior to
the June 30 change.
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The regulatory agencies have indicated that all banks
should conform in reporting deposits for individual entities.

Corporate Savings Urged

The ABA is supporting the concept of permitting banks
to maintain savings accounts for profit-making organiza-
tions in order to place banks on a par with thrifts in of-
fering corporate savings accounts.

Proposed regulatory amendments offered by the Fed
would permit member banks to accept funds of corpora-
tions, associations and other organizations operated for
profit as savings deposits. However, the Fed would impose
a $100,000 ceiling on such accounts.

The ABA said such a restraint would prevent banks
from adequately servicing the savings account needs of
corporations and perpetuate the advantage now enjoyed
by thrifts in this area.

Reserve Requirement Drop Asked

The Fed has been urged to reduce reserve requirements
as a step toward improving the capital positions of all
member banks.

Dr. George W. McKinney, senior vice president, Irving
Trust, New York, said that “at a time like the present,
when the Fed and others have expressed concern that
capital shortages may inhibit bank lending needed to
spur economic recovery, it is clearly in the national in-
terest to do whatever is reasonable to rectify the prob-
lem.”

He said the capital positions of member banks could
be improved if the Fed would pay interest on Fed re-
serves of if the Fed reduced reserve requirements, or
both.

More Minority Bank Supervision

The president of a Chicago minority bank says examin-
ers should be more diligent in auditing minority banks
than in examining others.

The relationship of the regulatory agencies to these
banks should be “very much hands on,"” according to
George R. Brokemond, president, Highland Community
Bank. He said the attitude of examiners should be “stem
but helpful” to minority institutions, most of which are
under 10 years of age.

He said minority banks are under great pressure to
make socially desirable, but often high-risk loans for
economic development in inner cities. This reduces their
profitability and leads to serious problems for some banks.

A major task confronting minority banks is the striking
of a balance “between the preferences of their owners
and the expectations of third parties, while approaching
the norms of the industry in expenses, profitability and
growth,” he said.
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Bank on
more from Mercantile...

Our resources are assets to you.

The point is, at Mercantile, you get all the

services you'd expect from one of America’s
largest correspondent banks. And more.

But the biggest asset of all is our eagerness
to work for you!

Count on Mercantile. Where you count.

Central Group, Banking Dept. « Mercantile Trust Company N.A.
(314) 231-3500 « St. Louis, Mo. « Member F.D.I.C.
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Selling/Marketing

Will the 40 Million American People

Eligible for IRA Accounts Step Forward?

By GEORGE MORVIS
President & CEO
Financial Shares Corp.
Chicago

YOU WOULD think it would be
fairly easy to find 40 million peo-
ple in the U. S,, or to locate 1.5 million
firms throughout the country.

Why then have
financial organiza-
tions found such
difficulty in signing
up customers for
Individual Retire-
ment accounts?

Considering that

Congress imple-

mented this legis-

lation  (Employee

Retirement Income

Security Act of

1974—known as ERISA) to encour-
age people not covered by qualified
pension or profit-sharing plans to save
for retirement, one would believe that
those eligible would come crashing
through the door clamoring for sign-up
forms. Not so. Let’s attempt to analyze
why.

There are, in my estimation, two
basic reasons for the less than spectacu-
lar early return of IRA customers. One
is the educational process involved and
the second is the marketing process
generated.

The IRA, by many definitions, is a
complicated work. There are several
still unresolved areas concerning IRAs.
Both the Internal Revenue Service and
the financial regulatory bodies are even
now massaging the interpretation and
parameters of the IRA. For instance,
as of this writing regulatory agencies
are soliciting comments on issues such
as:

e Should IRAs be subject to the
same early withdrawal penalties as oth-
er time deposits?

e Should commercial banks be al-
lowed to pay the same rate of interest
on IRAs as thrift institutions?

e Should IRAs carry a special inter-
est rate?

e What affect on disintermediation
will IRAs have?
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e Should a new deposit instrument
be created for IRA funds?

Oblivious to these and other unan-
swered questions, financial organiza-
tions have stormed ahead with their
promotional programs equipped with
less than complete education and in-
formation, but an overabundance of
forms to help sign 'em up! As a matter
of fact, seldom are many new services
(and we’ll consider IRA a new ser-
vice) that come down the pike totally
understood —but they do have a
“form” and as long as that “form”
exists, the financial organization is ap-
parently happy and equipped to offer
the service.

What I'm alluding to is that very
often—and especially in the case of
IRAs—we do not take the time or
effort to fully understand the product
or service. Many times we just don't
have the time or personnel to devote
to the task. Add to that the fact that
ERISA was fashioned by the U. S
government, and we automatically
complicate the issue. Like so many
other products fathered by the Con-
gress, IRAs contain rigid requirements
which have a negative connotation to
any reader (i.e. contribution penalties,
severe withdrawal penalties, penalty
taxes, etc.).

The fact of the matter is that the
educational process is a difficult one
when it comes to IRAs. How do we ex-
pect the public to understand and com-
prehend a service when those who of-
fer the service do not fully understand
it? Simply put—IRAs are complex
both operationally and legally, and de-
serve close attention by financial or-
ganizations before they attempt to pass
it on to the public.

Another key reason IRAs haven’t
caught fire is that the marketing effort
carried out by many financial organiza-
tions has been misdirected. Two items
seem to stand out in the IRA litera-
ture and advertising that | have seen:
The words “tax-deferred” (or a varia-
tion thereof) and the figure $1,500. In
my estimation, both do not relate to
the majority of the market we are try-
ing to reach. Let me explain.

I visualize these 40 million eligible
people, wherever they might be, as

really two segmented markets. The first
and overwhelming majority is the blue
collar, lower- to middle-class “average
American,” the second is the profes-
sional person/company without quali-
fied pension or profit sharing plans.

The “average American” can’t relate
to socking away $1,500 and, | believe,
is not concerned with a “tax-defer-
ment.” This average person hardly has
any disposable income left after gro-
ceries, house payments and gasoline.
He certainly doesnt have $1,500 to put
into a long-term instrument.

Furthermore, 1’d guess that the aver-
age guy probably doesnt itemize his
deductions and isnt sophisticated to
the point of planning his year-end fi-
nancial position with a tax shelter in
mind. | further doubt that our “average
American” can relate to the words on
the many, many charts accompanying
IRA ads and literature, which read
“assumes 25% tax bracket” or “assumes
33% tax bracket.” For a quick justifi-
cation on that viewpoint, run down to
the corner and ask 10 people to recite
their tax bracket.

Perhaps, therefore, many of us (and
Il include myself) missed the real
thrust of selling to the need. Maybe
we should have stressed the basic need
for retirement money. Aren’t we really
borrowing a line from the insurance
companies? How many people really
understand insurance? But bless the in-
surance guy for his method—he goes
right to the need when he peddles his
wares, utilizing such mundane topics
as death and retirement as the catalyst.

Maybe we should structure our mes-
sage to sell the need for retirement and
stress saving a monthly sum of $15-$25
or less. This might not be impossible
for the “average American" to handle,
since it wouldn’t make a great dent in
his standard of living. The tax-defer-
ment angle can be worked into the
pitch, but not as the center of atten-
tion. Utilizing this message, we should
consider a touch of print and broad-
cast, heavier direct mail, statement
stuffers, point-of-purchase displays.
And, we should have knowledgeable
employees on hand to explain the in-
tricacies of the law when promoting
IRAs to the “average American.”

We have a different situation when
analyzing the professional person/com-
pany market. These people would be
the most logical candidates to sell on
the tax-deferment benefit of IRAs, as
well as the higher monetary figure of
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Are your new checking
customers goingto be customers
of other services?

That’s hard to say. But the
potential is certainly there

with any new checking

account customer to become

a user of several services

your bank has to offer.

The key is to make your
customers aware of the services
available. Your new accounts
people do that. And DeLuxe can
be of some help as well.

Our new series of what we call
Cross-Sell Fly-Sheets are color-
fully illustrated descriptions of
other bank services. And,
because they’re inserted
into the New Account Kit,

National St
YourCity. USA 123

CHECK PRINTERS, INC.

SALES HDQTRS. =+ P.O. BOX 3399, ST. PAUL, MN. 55165
STRATEGICALLY LOCATED PLANTS FROM COAST TO COAST

MID-CONTINENT BANKER for September, 1975

your customer has a take-along

reminder that you also have

savings, loans or other services.

We have several fly-sheets

illustrating most common

services. We also have

the flexibility to print any

special service informa-

tion you’d like. Just tell

us which ones and how

many you’d like in

your next order of New
Account Kits.

Your DelLuxe representative

will be glad to show you the

complete line of Cross-Sell

Fly-Sheets available.

33

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



$1,500. For the professional person, |
feel the best way to go after that seg-
ment of the market would be direct
mail.

The letter should be crisp and con-
cise, tell of the IRA’s benefit to the
professional person and stress the
$1,500 tax-deferment angle. You might
find that come December this market
segment will be very interested in a
tax-deferment, as people meet with
their accountants and bookkeepers to
assess their tax situation for the year.
Early Keogh experience showed this to
be a fact, as many people lined up at
year-end to open their accounts. IRAs
could generate the same interest.

In approaching the company portion
of this market segment, you might,
through current or future calling pro-
grams, visit companies and suggest
they establish an IRA plan (assuming
they don’t have a qualified plan). In
this way you could go into one place
and have a crack at signing up, not
just one individual, but several at one
time. This would benefit the company,
the employees, and the bank.

You should go through your com-
mercial accounts and attempt to de-
termine whether or not they have a
qualified pension or profit sharing plan
(call them on the phone if you don’t
have that information handy). If they
do not offer a qualified plan, a letter
can be directed to the chief executive
officer of the company, promoting the
availability of IRAs from your bank.
Follow this by an in-person call dis-
cussing IRA features. You can also pro-
vide the company with enough litera-
ture to pass on to their employees, to
familiarize them with the IRA.

If your bank is active in processing
payrolls, this information could be
used to identify corporations which
might be interested in IRAs. You might
even suggest a payroll deduction plan
for IRAs. Unions, trade and profession-
al associations can also establish IRAs
for the exclusive benefit of their em-
ployees or members and their bene-
ficiaries. Call on them. Also, if your
bank is active in indirect financing for
automobile, mobile home or recrea-
tional vehicle dealers, these dealers and
their businesses are good prospects for
IRA accounts. Normally, they do not
have qualified pension and profit shar-
ing programs.

These thoughts aren’t necessarily de-
signed to revolutionize IRA account
generation efforts because, quite frank-
ly, | believe the market will respond
on a gradual curve instead of a sharp
jump on the chart. The education pro-
cess takes a long time. The marketing
efforts have to be more closely aligned
with the needs and wants of the mar-
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ket segments.

IRAs will and should be a part of
your total customer package ... on a
continuing basis. The service should be
sold and cross-sold, like all of your
other goodies in the bag of services.
If, after a period of time, we still can’t
find those 40 million eligible individu-
als, then two things could have oc-
curred: IRA prospects misinterpreted
the initials and ran off to Ireland to
sign on with the military, or a govern-
ment statistician inadvertently added
an extra zero on the projected market
potential.

But, then again, those kind of things
don’t happen ... do they? = *

On the House:

'‘Good Old Days' Return;
Bank Gives Free Lunch

Passers-by in Kansas City's riverfront
industrial area probably were pleasant-
ly surprised when United Missouri of
Blue Valley brought back the “good
old days” by hosting a free picnic
lunch.

During the two-day event, more than
2,000 people feasted on 400 pounds of
barbequed hamburger, 200 pounds of
hot dogs, 36 gallons of beans and 40
watermelons on the lawn of the bank’s
new facility.

Open less than a year, it reportedly
is the only bank serving the industrial
area. Officials, faced with the problem
of reaching the thousands of people
employed there, felt that conventional
media and marketing techniques would
not be heard by them, since those
workers live throughout the Kansas
City area.

Free lunch was an excellent solution
to the problem, bank officers believe,
since the 100-foot-long lines of hungry
workers were attracted by nothing more
than two hand-painted signs and a box
of handbills. According to Doug Page,
United Missouri of Blue Valley presi-
dent, the picnic might become an an-
nual event at the bank. Mr. Page di-
vided his time between serving food
and visiting with bank customers.

More than 2,000 people attended free, two-
day picnic lunch given by United Mo. of Blue
Valley, Kansas City. Event was planned to at-
tract employees working in local riverfront in-
dustrial couldn't be
conventional advertising.

area, something which

done with

Sweet Success:

Bank's Opening Promotion
Puts Customers in Jam

Want to know how to put customers
in a jam and have them come back for
more? When Westgate State, Kansas
City, Kan., opened its Parkway Plaza
Drive-in Bank, prospective customers
received jars of jam as a way of an-
nouncing the event.

The jars of Smucker’s product, which
had an additional label with the West-
gate logo, were sent to each home in
the area. A letter from Bill Martin,
bank president, was included, inviting
the recipients to the opening cere-
monies.

Those depositing $250 to a savings
or checking account received their
choice from eight different Smucker’s
gift packages.

A contest was held in which custom-
ers guessed the number of cars using
the new facility during its first month
of operation. The winner was presented

Bill Martin,
Kan.,

pres., Westgate State, Kansas City,
shows one of eight different Smucker's
gift packages used by bank as premiums dur-
Bottles
of jam with Smucker's and bank's labels af-
fixed were sent to each home in area as in-

ing opening of new drive-up facility.

vitation to event. In all, over 3,000 jars were

distributed or given away as prizes and pre-
miums.

with a $250 savings account, and four
runners-up received wicker picnic bas-
kets filled with Smucker’s products.
The closest guess was only 11 away
from the final total of 8,302.

Other features of the opening cel-
ebration were an open house, which
was attended by bank directors, com-
mercial customers and civic leaders. A
100-foot-long ribbon, that had been au-
tographed by many of Westgate State’s
customers, was used in the official rib-
bon-cutting ceremony. The theme of
the opening was “Spirit of '76,” so em-
ployees were dressed in colonial cos-
tumes and patriotic tunes were played.
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Our new name
means business.

An old friend of yours has a new name.
National Bank of Tulsa is now Bank of
Oklahoma.

Along with our new name comes a new and
even more aggressive management philosophy
geared to our region's thriving business and
financial scene.

For 42 years we've grown up helping this
state grow. Today, we're one of the largest
banks in Oklahoma. With the proven expertise
—the reach—to give the Southwestern finan-
cial community the kind of leadership itdeserves.

We believe our new name more clearly
defines our scope, our ever-widening sphere
of influence, and the public for whom we work.

As Bank of Oklahoma, we're going to keep
moving ahead. Right along with our area.
Right along with you.

Leonard J. Eugene Marcus R Tower
Eaton, Jr. Swearingen Vice Chairman
President Chairman of the Board

of the Board

BANK OF OKLAHOMA

320 South Boston _Avenue/TuIsa, OK 74102 mP.O. Box 2300/Tulsa, OK 74192
Formerly National Bank of Tulsa

Member FD.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&I community
service/advertising display.
Time/temperature displays.
Message Centers, complete
signage and logo programs . ..
each produces results in
today’s competitive climate.
With AS&I you also get
environmentally-sound

design and a lifetime
guarantee of dependable
performance.

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

American Sign
& Indicator

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

Installment Lending

Auto Industry, Economy Interdependency

Brought Home by Global Developments

By W. L HURLEY
President
First Alabama Bank
Birmingham

HE AUTOMOBILE is basic to the
American way of life. To many mil-
lions of Americans, it is a possession
which could be considered as an in-
vestment. A (great
many Americans
conduct their sav-
ings programs
around this item.
As one of our au-
to advertisements
would have it, “hot
dogs, apple pie
and Chevrolet.”

Suffice it to say
that autos consti-
tute one of our
most important industries. And that
means it ranks No. 1 in sensitivity to
the business cycle. It also means that
every few years we have broad swings
in that cycle, resulting in considerable
volatility in the economy. The swings
can be upward, as in 1972-73, or
downward, as in 1974-75.

The industry has felt great shock
waves in the past few years from such
sources as the U.S. government and
the Middle East. We have seen the in-
dustry become at least semi-regulated.
Some people estimate that about $600
of the sticker price of each car is the
result of new pollution and safety-re-
lated devices that are now required on
U. S.-built cars. Based on requirements
now on the books, another $600-$800
increase is in prospect.

A wealth of energy legislation is
pending in Congress related to auto-
mobiles. It includes taxing or restrict-
ing oil imports, taxing or allocating
gasoline supplies, regulating or taxing
new cars with reference to gas mileage
and giving tax credits to purchasers or
manufacturers of gas-efficient new
cars.

for retooling for down-sizing in the in-
dustry would be enormous and there
might be one or more companies find-
ing it difficult to make the investment
necessary to be early in the mileage-
improvement race.

It may be that the energy crisis will
dictate a change of direction in federal
regulation. High unemployment in the
industry certainly should contribute to
a more favorable climate toward the
industry on the part of Congress.

What about the consumer and his
willingness and ability to buy? Most
of us buy on credit. Much depends
then on consumer confidence and the
ability or willingness of the consumer
to borrow.

Total installment debt at year-end
1974 was $190 billion (not including
90-day notes and home mortgages).
This amounts to $943.42 of consumer
debt for every man, woman and child
in the U. S. About $55 billion of this
was automobile paper.

Total debt of $190 billion is up
from about $30 billion in 1959 and $90
billion in 1965. During the last three
years, a total of about $13 billion in
new automobile debt has been in-
curred. Rates on new autos went from
about 10% in 1972 to an average of
11.5% at commercial banks over the
same period.

Commercial banks held $73 billion
in consumer debt at the end of 1974.
About $30 billion of that was auto-
mobile paper.

Lower interest rates are a plus fac-
tor for the auto industry. However,
the reduced prime rate will not reflect
itself substantially in auto paper rates.
Whether it does will depend on de-
linquency rates, greater liquidity and
lessened loan demand for banks and
finance companies.

| don’t believe 1976 will be an $11+
million auto year, due as much to con-
tinued unsettled economic conditions
and the increased cost of living as to
the debt load already in place. | do,

N}ame — An excise tax proposal stipulates that, however, believe that 1976 will show
Titte - by 1977, any auto that achieves less a good increase from 1975.
Company than 13 miles per gallon would be If the “patent medicines” that have
Address __- subject to a $200 excise tax. If 20 been injected into the economy result
City — miles per gallon were achieved, the in inflation rates back into the double-
State Zip tax would be removed. If such a bill digit area, then our recovery will be
were passed, the capital requirements short-lived. * *
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We pick up the pieces
before the smash-up

Things with motors or wheels—autos, boats,
trailers, tractors, farm equipment—run into
each other from time to time. When your
bank holds the loan on something that has
been damaged and you can’t depend on re-
payment, the repair cost, at least, could be
covered through Financial Insurance Serv-
ice whether or not your customert had insur-
ance.

(The customer’s insurance may have been
cancelled. Or he may have overlooked re-
newal.)

That's why so many banks across the
country come to Financial Insurance Service
for blanket single interest coverage to pro-
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tect tnemselves against loss.

You might say our deal is a smash hit. We
write more of this type of insurance than
anyone else. Our version of blanket single
interest insurance offers competitive low
rates and fast claims handling. We have
more experience than anyone else.

Financial Insurance Service can handle
any risk, provide any service a bank needs.
We deal only with the highest-rated insur-
ance companies. Our field force of highly
trained specialists serves banks—and only
banks—in 25 states. They’ll be happy to an-
swer any questions you have about any kind
of bank insurance.

Or call or write today for our free booklet,
The Risks That Take Bankers—before the
junk man cometh.



BANKING

= Pierce A. Hoggett, vice president
and trust officer, San Angelo (Tex.)
National, has been elected president of
the 1975 freshman class of the South-
western Graduate School of Banking,
Southern Methodist University, Dallas.
Other Texas bankers named to class
offices included Jess H. Hodges, vice
president and trust officer, Fritch State
—first vice president; Laurel P. “Sissy”
Austin, assistant vice president, First
National, Jacksonville—second vice
president; Yolanda L. Walker, assistant
vice president, National Bank of Com-

merce, Brownsville—secretary; and
William P. Liles, trust officer, Fort
Worth National—treasurer.

e Lawrence E. Nerheim, formerly

general counsel, Securities & Exchange

Commission, has joined BankAmerica
Corp., San Francisco, as senior vice
president. In that position, Mr. Ner-

heim will be responsible for the HC’s
nonbanking subsidiaries and for cor-
porate business planning for Bank-
America Corp. and its principal sub-
sidiary, Bank of America, San Fran-
cisco. He had been chief legal adviser
of the SEC for the past two years.

WORLD

= Jewel S. Lafontant, former deputy
solicitor general of the U. S., and Mar-
vin G. Mitchell, chairman, Chicago
Bridge & Iron Co., have been named
directors at Continental Illinois Corp.
and its principal subsidiary, Continental
Bank, both of Chicago. Mrs. Lafontant
resigned as deputy solicitor general in
June and now practices law.

e James L. Sexton, review examiner,
FDIC’s Dallas Office, has joined Re-
gional Director Roy E. Jackson and As-
sistant Regional Director Louis A.
Hurst Jr. as the FDIC’s senior manage-
ment, Memphis Region. That region
covers Arkansas, Louisiana, Mississippi

MMM has current assets — $375 million
— invested in highest quality CD’s.

MMM has no sales charge
to invest or withdraw.

MMM has no minimum
investment period.

MMM has daily dividends paid monthly.

MMM allows banks to transfer money in
and out by Federal Reserve Wire.

MMM has $1,000 minimum

investment

and provides computerized confir-
mations and monthly statements to

Trust Investment Officers
Use this short-term money
fund as your own

banks for each subaccount.

For complete information on MMM, call

our Bank Service Desk and ask for our

literature

and prospectus which

describes the Fund's investment policy,

MMM seeks high current income
consistent with stability of principal
by investing in money market in-
struments maturing in one year or
less.

management fee and expenses.

Call toil free: 800-245-2423.

Please read material carefully before you
invest or send money.

FEDERATED SECURITIES CORP. Distributor
421 Seventh Avenue, Pittsburgh, PA 15219
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and Tennessee. Mr. Sexton joined the
FDIC in 1965.

= Nine Mid-Continent-area bankers
received either “Thesis with Distinc-
tion” or “Senior Problems with Distinc-
tion” during the graduation ceremonies
of the 1975 session of the Southwestern
Graduate School of Banking, Southern
Methodist University, Dallas. Receiving
the former award were Charles A.
Lawrence, loan officer, Small Business
Administration, Houston; Robert P.
Martin, vice president and Carol Lynn
Peaster, trust administrative officer, Re-
public National, Dallas; Karen J. Cole,
vice president & trust officer, Houston
Citizens Bank; and Rita Robison Neal,
trust officer, First National of Lea
County, Hobbs, N. M. The latter award
went to Paul K. Lewey, assistant to the
president, National Bank of Com-
merce, Pine Bluff, Ark.; Larry B. Mar-
tin, assistant vice president, First Na-
tional, Memphis; Paul A. Rowntree, as-
sistant vice president, Bank of Com-
merce, Fort Worth; and Daniel .
Kelly, vice president and trust officer,
Lubbock (Tex.) National.

e John J. Early, formerly FDIC re-
gional director, San Francisco, has been
appointed director of the FDIC’s di-
vision of bank supervision. He suc-
ceeds Edward J. Roddy, who died
June 19. Mr. Early joined the FDIC in
1949.

« Edwin A. Schoenborn, executive
vice president and head of the loan
administration division, Irving Trust,
New York, has been elected executive
vice president, Charter New York
Corp., the bank’s HC. Mr. Schoenborn,
who also is the bank’s credit policy
committee chairman, joined Irving in
1941.

James E. Patrick Dies

James E. Patrick, 67,
pres. & ch.r
Nat'l of Ari-
Phoenix, and

retired
Valley
zona,
bankers
pres., 1961-1962, died
August 6. He joined
the bank in 1945, rose
through the ranks and
was named pres, in
1963, v. eh, 1968,
and ch., 1971.

state assn,
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Putting you first
makes us numberone.

Leonard Magruder Brad Sledge
And our Correspondent Bankers

keep you first with creative
answers to your banking needs.

Imaginative banking —it’s

our way of knowing what you
need before you need it.

It’s our way of being
tomorrow’s bank today.

Steve Aycock

ININXIOINJAL B A N K
100 West Houston Street « Post Office Box 1600
San Antonio, Texas 78296
(512) 220-4114
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Money Brokers
for Banks and Bankers

NATIONAL
MONEY
MARKET IN

Federal Funds

Brokers Call Loans
Eurocurrency Deposits
Repurchase Agreements
Term Federal Funds

Bonds Borrowed and Loaned
Domestic and Euro CD’s

Gaoge
Faunioo & Gy, Inc

Established 1962

GU
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2b BROADWAY, NEW YORK, N. Y. 10004
Cable: PALUMAC Tel: 212 269 3456
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forluxury
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m Spacious suite
with its own

all-electric
kitchen/bar.
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m Complimentary
continental
breakfast served
in your suite.

L]

1300 N. ASTOR ST.
CHICAGO, ILL. 60610

William C. Wolf,
Gen. Mgr.

(312) 943-1111

30 FLOORS OF DRAMATIC SUITES
& MASTER BEDROOMS
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in elegance
a t* * * } * *
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Commercial Lending

Three Major Aspects of Comm | Lending

To Be RMA Fall Conference Topics

ANEL DISCUSSIONS on three ma-

jor aspects of commercial lending
will be a highlight of the 61st annual
fall conference of Robert Morris As-
sociates November 2-5 at the Fairmont
Hotel and Tower in San Francisco. One
of the conference speakers will be the
1975-76 RMA president, Robert A
Young, president, Northwest Bank,
Vancouver, Wash.

On November 3, the business session
will be devoted to “Commercial Lend-
ing: Its Environment.” Panel discus-
sions will be held on “The Financial
Reporting Environment,” “Loan Loss
Reserves: Rationale and Evaluation”
and “Bank Loans and Lending: Three
Industry Reviews.” Talks will be given
on “The Banking Environment” and
“The World Monetary Environment.”

The following day, the business ses-
sion will focus on “Commercial Lend-
ing: Its Priorities and Direction.” Del-
egates will learn how “Lending Needs
and Priorities” are seen by Congress,
the regulators, the commercial customer
and banking.

Martin Mayer, author of the contro-
versial book, “The Bankers,” will be
the guest speaker at the November
4th breakfast, his topic to be “An In-
terested Outsider Looks at Banking and
Lending.” Mr. Mayer also will moder-
ate a panel discussion to follow the
“Lending Needs and Priorities” panel.

The overall theme of the November
5th business session will be “Com-
mercial Lending: Its Practice.” Panels
are planned on “Lending to and Among
Banks,” “How to Realize on Collateral,”
“Responsibilities in  Upstream-Down-
stream Loan Participations: Implemen-
tation of Guidelines,” “Management
and Mix of Loan Portfolios,” “Problem
Loans—Who’s to Blame: Credit De-
partments or Loan Officers?” and “Re-
sponsibilities in Multi-Bank Credits.”
Also scheduled is a talk on “Commer-
cial Lending: Where Do We Go From
Here?”

For the first time, RMA will open
its annual fall conference with an in-
spirational breakfast November 3. Joyce
Landorf, vocalist and author, will be
featured. Mrs. Landorf, whose husband
is a banker, has written “His Stubborn
Love,” "The Richest Lady in Town,”

“To Lib or Not to Lib” and “The Frag-
rance of Beauty.”

The conference will be opened of-
ficially November 2 with a cocktail re-
ception, and the Gaslight Band will en-
tertain. For the first time, the presi-
dent’s banquet, usually held on Tues-
day night, has been moved to Wednes-
day night, November 5. * *

Young Is RMA President;
Mitchell Named 1st VP

Robert A. Young, president, North-
west Bank, Vancouver, Wash., was
elected president, Robert Morris As-
sociates, August 8. He succeeded Frank
R. Dyer Jr., executive vice president,
Philadelphia National.

Other new RMA officers are: first
vice president, Dan W. Mitchell, presi-
dent, OId National, Evansville, Ind.;
and second vice president, Willis F.
Rich Jr., executive vice president,
Northwestern National, Minneapolis.
One of the new directors is George R.
Baker, executive vice president, Conti-
nental Illinois National, Chicago, who
was elected to a three-year term.

The new officers and directors took
office September 1.

BAKER MITCHELL
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It takes more than
four pretty faces to
srive vou Tast decisions
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It takes people who know banking like your bankers from
Boatmen’s. They are trained to give you the assistance you need.
Naturally, some situations arise that require special technology.
Your banker from the Boatmen’s will draw on the knowledge of a
marketing specialist, bond specialist or a computer technician,
whatever is necessary.

In reality, Boatmen’s staff is your staff, ready to assist you in any of
your banking needs. Fast decisions? Usually. Knowledgeable
decisions? Always. Call our Correspondent Banking Division at
421-5200. We’'d welcome the opportunity to show you. Member
Federal Deposit Insurance Corporation.

THE BOATMEN'S

NATIONAL BANK
OF ST.LOUIS



Corporate
News
Roundup

e First Ogden Corp. Vernon S.
Hoesch has been elected chairman and
CEO of First Ogden Corp., Naperville,
11 Succeeding him as president is
Donald H. Fischer, formerly senior
vice president. Frederic J. Robbins,
former chairman, will continue as exec-
utive committee chairman. In other ad-
ministrative changes at First Ogden,
former vice presidents G. G. Mat-

Life Insurance

HOESCH FISCHER

thaeus and David S. Sutton have been
elevated to senior vice presidents, fi-
nancial division and sales division, re-
spectively. Edwin K. Siebert has been
named vice president, administrative
division, and corporate secretary. First

WITH A SINGLE PREMIUM
But With Multiple Benefits!

Protects the borrower . ..
Commercial
inventory

loans, construction

loans, leasing,

and the bank ...
loans,
marine

in various situations:
loans, home
mobile home

farm loans,

loans, loans

wherever a LARGE LOAN has more than NORMAL RISK!

Whenever repayment of a loan
depends on the life of ONE indi-
vidual, bankers should strongly
recommend ADEQUATE life insur-
ance protection. Often this can be
accomplished with MORE perma-
nent life insurance and/or the use
of our SINGLE-PREMIUM TERM
POLICY ... now used by hundreds
of banks to protect against those

BIG LOSSES on those BIG LOANS!

Insuring a $2,000 auto loan is
important, but isn't it also im-
portant to insure the life of a

young businessman or farmer who
has just borrowed $50,000 for ex-
pansion, equipment, etc.?

Ask our INSURANCE SPECIAL-
ISTS to show you how this program
can work for YOUR BANK.

Serving Banks In Kansas-Missouri-lllinois-Kentucky

Insurance Enterprises

5811 Hampton St., St. Louis, Mo. 63109 314/832-2717

General Agents for Security Benefit Life Insurance CO

IMil;1 J.uii

Protect yourself, your family and your home with

this 7-shot automatic.22 caliber non-lethal tear
gas pistol. Instantly stop attackers, molesters,
rapists and muggers with this high quality

precision machined automatic. Fires 7 rounds as

—skk

Ogden, reportedly one of the pioneer
bank service firms in the U. S., began
die concept for a six-bank group in the
western Chicago suburbs in 1970. It
was set up to provide a complete range
of professional services for small- and
medium-size institutions at a cost that
otherwise would be unattainable for
each individual bank.

= Century 100 Corp. Century 100
Corp., New Orleans, has expanded its
operation from the Gulf South states
to other areas of Mid-America. Century
100 sells, installs and services vault
doors, safe deposit boxes, drive-up sys-
tems and all other types of bank equip-
ment.

WILSON WOODSON

e John H. Harland Co. H. Grady
Wilson Jr., vice president of sales, and
Robert R. Woodson, vice president of
finance and treasurer, have been named
executive vice presidents at John H.
Harland Co., Atlanta. Named vice
presidents at Harland were James E.
Hooper and A. Clyde Raxter 111, dis-
trict sales managers, and Donald K.
Voshall, director of manufacturing. Mr.
Wilson has been with the firm since
1957; Messrs. Woodson and Voxhall,
since 1964; Mr. Hooper, since 1959;
and Mr. Baxter, since 1967.

ENGSTROM IMPEY

CM KV nanC|aI Insurance Service, Inc.

ODEFENDER 1975

quickly as you can squeeze the trigger. Solid metal
construction — dependable operation. Convenient
trigger safety lock. No Federal Firearms License required. |
Don't be confused by cheap metal and plastic imitations

that might misfire or jam in an emergency.

FITS EASILY IN PURSE OR POCKET

nillvsQJl
unLT

DEFENDER DEPT. A 143

2

QO ADD $5.00 FOR 25 ROUNDS AND PREPAID,
INSURED DELIVERY. NO C.O0.D. S PLEASE.

* NEW CASTLE, DEL. 19720
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eter L. Engstrom, Jack W. Impey
and Robert M. Levi have been pro-

moted to senior vice presidents at
Financial Insurance Service, Inc., Des
Plaines, 111 Mr. Engstrom supervises

operations for FIS in an area including
the upper third of Illinois and Indiana,
while Mr. Impey oversees operations
for the firm in central and southern
Illinois, Missouri, Kentucky, Indiana,
Arkansas and Tennessee. Mr. Levi’s
territory includes Alabama and Ten-
nessee.

1975



DETROITBANK CORPORATION

Consolidated Statement of Condition, June 30,1975

ASSETS
Cash and Due from Banks.......ccceeevuenenn. $ 443,079,000

United States Treasury Securities......... 221,774,000
United States Government Agency

SECUTITIES. i 55,101,000
State and Municipal Securities............... 462,248,000
Other SECUTItIBS. i 7,377,000
Trading Securities 8,323,000

Total Securities....ocoovvveeeciecrccienns 754,823,000
Federal Funds Sold and Securities

Purchased Under Agreements

t0 RESEll.ciiiic e 76,450,000
Commercial Loans 826,258,000
Consumer Installment Loans.................. 198,706,000
Real Estate Mortgage Loans.......... 660,516,000

Total Loans.....ccoceeiieveciieeeeeceeeenns 1,685,480,000

Premises and Equipment........cccooevvienne 31,499,000
Customers’ Liability onAcceptances . . 11,203,000
Accrued Income Receivable and
Other ASSetS...cvcvvvevcieeieieeeve 44,823,000
TOTAL oot $3,047,357,000

LIABILITIES

Demand DepositS...ccimineierereecieiireenns $ 771,635,000
Savings and Personal Time Deposits. .. 1,452,341,000

Other Time DeposSitS....ccocevrveiirrnceenne 371,890,000
Total DeposSitsS...cccvvviinveieerriceenn 2,595,866,000
Federal Funds Borrowed...........ccccecevvennnns 87,475,000
Securities Sold Under Agreements
to Repurchase.....cccoovcvvveecciicnenne 11,603,000
Other Borrowed Funds.. 31,559,000
Unearned Income............... 23,936,000
Liability on Acceptances.......ccovveennns 11,203,000
Accrued Expenses and Other
LiabilitieS. oo 50,160,000
Total Liabilities......cccceoveuvnne. ... 2,811,802,000
RESERVE FOR LOAN LOSSES............... 31,745,000
SHAREHOLDERS’ EQUITY
Preferred Stock—No par value...............
1975 1974
Authorized 500,000 500,000
Issued — —
Common Stock —$10 par value............... 33,705,000
1975 1974
Authorized 4,500,000 4,500,000
Issued 3,370,483 3,370,483
SUTPIUS o 125,000,000
Retained Earnings.......nnninens 51,713,000
210,418,000
Less Treasury Stock—182,282 shares
in 1975; 115,568 shares in 1974,
6,608,000
203,810,000

$3,047,357,000

On June 30, 1975, securities having a par value of $14 4,370,000 were pledged, where permitted or required by law to secure
liabilities and public and other deposits totaling $76,354,000 including deposits of the State of Michigan of $22,196,000.
Standby letters of credit amounted to $19,276,000 as of the same date.

BOARD OF DIRECTORS

E. A. Cafiero
President Elect—
Chrysler Corporation

Walker L. Cisler

Retired

Chairman of the Board —
The Detroit Edison Company

Frank A. Colombo
Retired Executive

Vice President—

The J L. Hudson Company

Walter B Ford Il
Chairman of the Board
Ford & Earl Design Associates. Inc

Edward J. Giblin
President—EXx-Cell-O Corporation

William E. Grace
Chairman of the Board —
Fruehauf Corporation

Jason L. Honigman
Partner—Honig man,
Miller, Schwartz and Cohn

Donald R, Mandich
Executive Vice President-
Detroit Bank & Trust

James McMillan
Director

Rodkey Craighead
President

Louis A. Fisher
Director

Paul S. Mirabito
President—Burroughs
Corporation

E.Joseph Moore
President-

Detroit Ball Bearing
Company of Michigan

Raymond T. Perring
Retired Chairman

H. Lynn Pierson
Chairman of the Executive
Committee-

Dura Corporation

Robert F. Roelofs
President—Macomb County
Community College

W. Warren Shelden
Director

C. Boyd Stockmeyer
Chairman

Arbie O. Thalacker
President—
Detrex Chemical Industries, Inc.

Cleveland Thurber
Counsel-
Miller. Canfield, Paddock and Stone

Herbert B. Trix
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The Standard Products Company

William R. Yaw
President—Wabeek Corporation
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subsidiaries in: Livonia, Southfield, Troy and Warren.
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Commerce
means business
about wanting

{0 see everyone
atthe™
ABA convention.

James M. Kemper, Jr. P. V. Miller, Jr. B. M. Lamberson David A. Rismiller Frank E. Boesche Fred N. Coulson, Jr.
Chairman President Vice Chairman, Executive Vice President Senior Vice President Senior Vice President
Commerce Bancshares, Inc.
Larry E. Lumpe Tom C. Cannon Ben F. Caldwell Paul N. Shy Lee W. Peakes
Vice President Vice President Vice President Assistant Vice President

Senior Vice President

w , Commerce Bank

e 0fKansas City
9th & Main 12th and Charlotte Branch
10th & Walnut 234-2000
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This is New York City's skyline as it's seen
from old Brooklyn Bridge, opened to traffic in
1883, World Trade Center's 110-story twin
towers can be seen at right Photo
York Convention & Visitors

center.
courtesy New
Bureau.

mH

Biggest Program in ABA History Planned
For Centennial Convention Oct. 4-8

HE LARGEST PROGRAM ever

presented at an ABA convention is
planned for this year’s centennial con-
vention October 4-8 in New York City.
The first ABA convention, held July 20,
1875, in Saratoga, N. Y., attracted some
350 bankers from 32 states. Today, the
association represents nearly 14,000
banks, about 97% of the U. S. banking
industry, and the 1975 meeting is ex-
pected to draw 12,000 bankers and
their spouses. This year’s theme is “The
ABA—Helping Banks Help People.”

When the first meeting was held 100
years ago, this country was planning to
observe its centennial, and one of the
purposes of that first ABA convention
was to make “a proper representation
of the banks and moneyed interests of
the country at the U. S. Centennial Ex-
hibition in Philadelphia.” Today, the
ABA is combining the celebration of its
own 100th birthday with the nation’s
bicentennial (see page 47).

The 64 educational events that will
make up the ABA centennial conven-
tion program include:

= Two general sessions in New York
City’s Radio City Music Hall.

e A Sunday morning fellowship
gathering, also to be held in Radio City
Music Hall, with an inspirational mes-
sage from Dr. Norman Vincent Peale.

« Five banking forums on topics of
industry-wide interest.

COVER PHOTO: This is artist’s sketch of
ABA’s third annual (1878) convention in
Saratoga, N. Y.

« Forty-two special-interest work-
shops, many of them keyed to partic-
ular needs of community bankers.

< Five management sessions to be
led by nationally known specialists in
industrial management.

e Six Menninger motivational semi-
nars, in which psychiatrists will exam-
ine prejudice, power, pain and pretense
in the modern industrial setting.

e Two special spouses programs,
“Electronic Money: What Does It
Mean to You?” and a Tuesday Radio
City Music Hall salute to America en-
titled “Star-Spangled Rhythm.”

< An educational display including
330 exhibits of new products and ser-
vices of interest to bankers.

The Monday morning general session
in Radio City Music Hall will feature a
banker panel moderated by TV com-
mentator David Brinkley. Panelists will
include A. W. Clausen, president, Bank

Times Square in New York City is one of most
photographed sites in country. This view looks
north to where Seventh Avenue and Broad-
way intersect. In square is "TKTS" booth, where
half-price theater tickets are sold on day of
performance for Broadway and off-Broadway
shows. Photo courtesy New York Convention
and Visitors Bureau.

MID-CONTINENT BANKER for September, 1975

of America, San Francisco; Gaylord
Freeman, chairman, First National,
Chicago; and Walter B. Wriston, chair-
man, First National City, New York
City.

Tuesday’s program will be devoted
entirely to concurrent forums and spe-
cial-interest workshops, and Wednes-
day morning’s general session will fea-
ture NBC-TV'’s “Today” show produced
especially for the convention. Hosts
Barbara Walters and Jim Hartz will in-
terview a number of prominent per-
sonalities and authorities in various
fields of public life.

The five banking forums, scheduled

Itit:::
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Future ABA Conventions
1976—Washington, D. C.

1977— Houston
1978— Honolulu
1979—New Orleans
1980— Not set yet

1981—San Francisco

for Monday afternoon and Tuesday,
will examine the following subjects:

“Regulation and the Public Inter-
est.” Key banking regulators will dis-
cuss such questions as “Does present
banking regulation make sense, and is it
in the public interest?”

“Investment/Economic Outlook.”
Leading economists and bankers will
forecast activity in monetary and fiscal
policies and interest rates for the bal-
ance of 1975 and for 1976.

“Correspondent Banking Today.’
This session will explore new and de-
veloping relationships between corre-
spondent money center banks and their
respondent community financial institu-
tions.

“The Washington Scene.” The im-
pact of and outlook for banking legis-
lation and regulatory issues will be the
subject of this session.

“Electronic Funds Transfer Systems

Principals
At ABA

Convention

BICKMORE McPETERS

Central to this forum will be the impli-
cations and cold realities of EFTS de-
velopments, along with an exploration
of alternative strategies for community
banks.

The motivational seminars have been
developed especially for the ABA cen-
tennial convention by the Menninger

LYON ALEXANDER

to be conducted by senior staff mem-
bers of the foundation’s Center of Ap-
plied Behavioral Sciences—will explore
the person in stress, the person in dis-
tress, the person and change, the per-
sonal milieu and morale, the person and
prejudice and the person and leader-
ship. These sessions will be held daily

(EFTS) and Community Banking.” Foundation of Topeka. The seminars— (Continued on page 62)
ABA 1975 Centennial Convention
New York Convention
Summary Program Format
Saturday Sunday Monday Tuesday Wednesday
Oct. 4 Oct. 5 Oct. 6 Oct. 7 Oct. 8
Morning Grand Opening 8:30 a.m. - 8:00 a.m. to 8:00 a.m. to 8:00 a.m. to 9:00
Registration 10:00 a.m. 9:00 a.m. Special 9:00 a.m. Special Special Interest
Educational Displays Fellowship Gathering |Interest Sessions Interest Sessions (7)
Hospitality Center Norman Vincent Peale (7)
10:00 a.m. - 10:30 a.m. to 9:15 a.m. 9:30 a.m. to 9:15 a.m. General
11:00 a.m. Special 12:00 noon Menninger General Session 11:30 a.m.
Interest Sessions (/1 Exec. Seminar |11 Concurrent Forums :
-Investment/Economic
Outlook
-Correspondent Bankinj
Today
10:00 a.m. to -Menninger Exec. Seminar VI
12:00 noon Menninger -Management Series
Exec. Seminar |
Afternoon 10:00 a.m. to 11:30 a.m
1:30 p.m. to 2:30 p.m. to 2:00 p.m. to Spouses Program, "Star
4:30 p.m. Management 3:30 p.m. Menninger 4:00 p.m. Concurrent Spangled Rhythm"
Series Exec. Seminar IV Forums :
-Regulation & the 2:00 p.m. to 4:00 p.m.
2:30 p.m. to 2:30 p.m. to Public Interest Concurrent Forums:
4:30 p.m. Menninger 3:30 p.m. Special -Management Series -The Washington Scene
Exec. Seminar |1 Interest Sessions (7) -Menninger Exec. -EFTS & Community
Seminar V Banking
2:30 p.m. to 2:00 - 4:00 p.m. -Spouses Program, -Management Series
3:30 p.m. Special Management Series "Electronic Mone)
Interest Sessions
(7)
5:30 p.m. to 6:00 p.m. to 7:30 p.m.
7:30 p.m. Reception Reception
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ABA s Centennial Celebration Set to Begin

Observance to include Smithsonian Exhibit.

Pictorial History of Banking and Film

THREE-PRONGED educational
program designed to tell the
story of banking’s role in the growth
of the nation has been put together to
celebrate the American Rankers Asso-
ciation’s centennial. For the past three
years, the 10-member ARA Centennial
Commission and its chairman, W. Lid-
don McPeters, have been working on
this project. Mr. McPeters, scheduled
to become ABA president-elect during
this year’s ARA convention, is presi-
dent, Security Bank, Corinth, Miss.

“What better time than the joint cel-
ebration of the ABA centennial and the
U. S. bicentennial to acquaint the gen-
eral public with the fact that banking
and America grew up together,” said
Mr. McPeters. “From financing the Rev-
olution to financing modern community
improvement, you name the event and
banking was there.”

To delineate banking’s historical role,
the commission chose three mass-audi-
ence vehicles: a major exhibit in the
Smithsonian’s Museum of History and
Technology in Washington, D. C.; a
soft-backed pictorial history of banking
and a 30-minute documentary film.

The Smithsonian exhibit, American
Banking, will be inaugurated at a gala
reception the evening of September 17.
On hand for the ribbon-cutting cer-
emonies on the third floor of the
Museum of History and Technology
will be guests from the White House,
regulatory agencies, Congress and the
Cabinet, as well as ABA officials, the
ABA Governing Council and Centen-
nial Commission members.

The exhibit will occupy 3,400 square
feet of space next to the Hall of Money
and Medals and will remain on view
throughout the 1976 bicentennial year.
It’s being produced by Joseph Wetzel &
Associates, Stamford, Conn., described
as an experienced museum-exhibit de-

sign firm that was highly recommended
by the Smithsonian.

According to Mr. McPeters, the ex-
hibit will be vivid and dynamic and not
a “hands-off, under-glass” gathering of
artifacts. He said that its appeal will be
to the general public and that it will
grab their attention and hold it with
use of sound tracks, lights, computers,
color films and the opportunity for each
visitor to operate a 24-hour automatic
teller.

The first step into a giant bank vault
will take each visitor on an historical
walk through time, beginning with
banking’s contribution to the develop-
ment of this country from its earliest

W. Liddon McPeters, pres.. Security Bank, Cor-
inth, Miss., is ch., ABA Centennial Commission,
which—for past three years—has been work-
ing on plans to celebrate ABA's centennial.
Mr. McPeters also is scheduled to become ABA
pres.-elect during association's convention in
October.

MID-CONTINENT BANKER for September, 1975

days. A feeling of actual movement
through the years will be provided by
“time tunnels” connecting five major
periods of American history: Colonial
America, Westward Expansion, Indus-
trial Revolution, the New Deal and To-
day/ Tomorrow in Banking.

Adding to the feeling of historical
reality will be artifacts and memora-
bilia on loan by ABA-member banks, il-
lustrating authentic early American
banking and banking technology. Many
of the 30 million visitors anticipated by
the Smithsonian during the bicentennial
celebration are expected to visit the
banking exhibit.

Also to be unveiled September 17—
and paralleling the exhibit—will be a
pictorial history of banking. Titled
American Banking: Chartered for Prog-
ress, this soft-backed publication also
will be aimed at general audiences. Il-
lustrations and photographs, as well as
the story line and style of writing, are
designed to appeal to high-school-age
groups and older readers.

The publication’s authors, Dr. and
Mrs.  Vladimir Clain-Stefanelli, are
Smithsonian curators. The book is be-
ing published by Acropolis Books, Ltd.,
Washington, D. C., and will be avail-
able to the general public at $5.95 a
copy.

The ABA is offering the book to
member banks at special, pre-publica-
tion prices, which range from $4 per
single copy to $2 a copy for orders of
500 or more. Copies of the book are
expected to be available at the ABA
convention October 4-8, and they also
may be obtained from: ABA Order
Processing Department, 1120 Connecti-
cut, N.W., Washington, DC 20036.

Under current plans, the documen-
tary film will be shown at Radio City
Music Hall during the centennial con-

(Continued on page 60)
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ABA President-Elect and Mrs. J. Rex Duwe Rex and Winnie Duwe's main hobby is plan-

check out a newly installed street sign in Lu- ning and taking freighter trips on cargo ships.
cas, Kan., where Mr. Duwe is ch. & pres., Here they are making plans for future trips
Farmers State. The sign reflects a tribute paid after Mr. Duwe leaves his ABA office. They
by the the entire community to Rex and Winnie have taken eight such trips during the past 15
Duwe during ceremonies held last November years and have gone to such exotic places as
3. City officials proclaimed "J. Rex Duwe Day" Egypt, Hong Kong and Buenos Aires.

and named the street in the Duwes' honor in
recognition of the couple's community service
and personal achievements. Mr. Duwe will be
the first ABA president in the association's 100-
year history to come from a town as smoO as
Lucas, which has a population of 595.

J. Rex Duwe of Lucas —

Kansan Is Next in Line
For ABA Presidency

Mr. Duwe joins other Lucas businessmen and
farmers at a local coffee shop for an after-
noon coffee break. He believes sessions like
these have, many times, led to more produc-
tive planning for community improvement than
have formal meetings.

A Farmers State staff meeting is interrupted for a

photo. Mr. Duwe is shown with (standing, I. to
r.): Douglas Hickman, v.p.; Kathleen Herbel,

Mr. Duwe (c.) joins Wayne Naegele, plumbing bookkeep.er; Lola Brant, a.c.; Geraldine Parketr,
and heating contractor, and Ralph Wilson, cash.; Lois Cooper, a.c.; and Stephen R. McAllis-
building contractor, both of Lucas, on the site ter, e.v.p.
of the future home of Farmers State. The
bank's present quarters (background) were
erected in 1909.
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Mr. Duwe, always active in his community, was in large part
bringing this 62,000-square-foot manufactur-
ing company to Lucas. The firm makes double-wide mobile
homes and has provided about 50 jobs. Mr. Duwe helped
negotiate purchase of the site and arranged the financing to
attract the industry to Lucas.

responsible for

This modern, 50-bed nursing home in Lucas is a result of Mr.
Duwe's personal efforts and finance arranging. With Mr. Duwe

is Mrs. Faye Mesecher, administrator of
a staff of 25.

the home, who heads

Mr.

Duwe's many activities include being trea-

Stephen McAllister, e.v.p., Farmers State, re-
ports to Mr. Duwe on progress of construction
of the new Main Office building. An artist's

surer more than 25 years of Wesley Methodist
Church, where he convinced officials that it
would be possible for a small congregation to
replace a one-room building with a new one.
Mr. Duwe arranged the financing, and—under
a program called "A Venture in Faith"—the
membership actually built the new church
quarters themselves.

concept of the structure appears at right.
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Quality, Growth Stressed in Theme

Of ABA Correspondent Conference

HEME of the 1975 ABA National

Correspondent Banking Conference,
set for November 9-11 in Los Angeles,
will be “Strive for Quality—Plan for
Growth.”

The two-day business session will be
divided, with attention on the first day
focused on assessing the quality of in-
terbank credit and emphasis on the sec-
ond day on planning for future growth.

Conference chairman is William T.
Dwyer, vice president, First National,
Chicago.

Keynote speaker for the conference
will be Gaylord Freeman, chairman,
First National, Chicago. Mr. Freeman
is expected to set the tone for the con-
ference at its opening session. Also on
the speaker’s platform will be Roger A.
Lyon, executive vice president, Chase
Manhattan, New York, and chairman,
ABA Correspondent Banking Division.
Mr. Lyon will cover the loan officer’s
appraisal of bank ratios in arriving at a
credit decision. His approach is expect-
ed to be directed toward an evaluation
of the medium-sized bank.

“This evaluation will not be an ‘end
all’ approach to interbank credit anal-
ysis,” Mr. Dwyer said. “It is, rather,
a serious first step in the establishment
of techniques of credit appraisal of
banks as borrowers and is a recognition
of the correspondent loan officer’s
needs and responsibilities to start with
some basics and move progressively
toward refining the tools of his trade.”

The first day’s program will be con-
cluded with three concurrent work-
shops covering evaluations of the bank
holding company borrower, the medi-
um-sized bank borrower and generating
non-bank sources of funds.

The afternoon session will feature
three different concurrent workshops,
using a case study approach and in-
volving academicians. Topics covered
will be evaluating HC and/or big bank
borrowers, medium-sized bank borrow-
ers and bank stock loans.

Ten separate consulting sessions cov-
ering credit and correspondent services
will round out the afternoon schedule.

Speakers on the morning of the sec-
ond day will stress the basics of prod-
ucts and people, market and profits, ac-
cording to Mr. Dwyer, while EFTS will
dominate the afternoon. “EFT is a key
element of concern and study at all lev-
els of bank mangement today,” Mr.
Dwyer said, “and correspondent bank-

50

ers cannot help but be enmeshed in all
aspects of their banks’ EFT planning.”

The afternoon will begin with a third
general session on EFT aimed at the
correspondent banker, followed by 10
more consulting sessions.

“This will include,” Mr. Dwyer said,
“a discussion on the economics of EFT
for correspondents and their respon-
dents plus a review of the costs of cur-
rent systems, identification of major
cost elements—both developmental and
operational—and how to analyze the
risk and return.”

Registration materials for the confer-
ence are being mailed this month, ac-
cording to the ABA. * *

ABA s Annual

FREEMAN DWYER

LYON

Bank Card Convention

Will Cover EFTS, Government Regs

FTS and government regulation will

be the principal topics at the ABA’s
1975 annual Bank Card Convention, to
be held in Bal Harbour, Fla., Septem-
ber 21-24.

Theme of the convention will be
“New Challenges in the Mid-70s,” ac-
cording to Nicholas J. Ferrante, confer-
ence chairman, and vice president, Se-
curity Pacific National, Van Nuys, Calif.

Keynote speaker will be Kenneth V.
Larkin, chairman of the Bank Card Di-
vision’s government relations subcom-
mittee and senior vice president, Bank
of America, San Francisco.

“As we enter the second half of the
decade, bank card managers are faced
with many new challenges,” Mr. Fer-
rante said. “We can expect an accelera-
tion of attempts for new legislation at
both the state and federal levels.”

He noted that Mr. Larkin “will dis-
cuss some of the difficulties involved in
the translation of such legislation into
regulation.”

Another first-day speaker will be
Richard D. Hill, chairman of the ABA

Payments System Policy Committee
and chairman, First National, Boston.
Other featured speakers will include

D. Dale Browning, chairman of the
ABA Bank Card Division and president,
Colorado National, Denver; John J.
Reynolds, president of Interbank Card
Association; Dee W. Hock, president
of National BankAmericard, Inc., and

Senator Joseph R. Biden Jr. (D., Del.),
chairman of the Senate Banking Com-
mittee’s Subcommittee on Consumer
Affairs.

A panel on “Federal Regulatory
Views of EFTS” will include Russell
Browne, payments system advisor to
the Comptroller of the Currency; Wil-
liam Weber, staff counsel of the Sen-
ate Banking Subcommittee on Finan-
cial Institutions; and George Oram, di-
rector of the Federal Home Loan Bank
Board office that oversees EFT experi-
ments of federal S&Ls.

Bank card attorney Roland Brandell
will host a panel discussion on “New
Regulations, New Challenges,” which
will include Jerauld C. Kluckman, chief
of the Fair Credit Practices Section of
the Office of Saver and Consumer Af-
fairs, and Louis Goldfarb, director of
the task force on equal credit oppor-
tunity. Both men are from the Fed.
Subjects to be covered include fair
credit billing, equal credit opportunity,
unfair credit practices and privacy.

“Where Are We in the Life Cycle
of the Bank Card?” is the question that
will be posed for a panel discussion
led by Robert L. Jaynes, director of the
ABA Bank Card Division. Panelists will
include John Dillon, executive vice
president, National BankAmericard,
and John Fisher, vice president, City
National, Columbus, O. * *
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Call Owen 01

iIf Operations are on your n

Owen Kyle (left) and Charles Vier. Owen is our
Executive Vice President of Operations, and
Charlie is Senior Vice President in Bank Operations.
Together, they have over 56 years of Bank
Operations experience

Does your question involve a detail about a
certain transaction? Check with Charlie. Or, are
you more interested in discussing some new ideas
about operating techniques? Give Owen a call.

In any matter, from the expeditious transfer of
funds to the clearing of an item, call Owen or
Charlie, the better banker's bankers.

R | MH>«»

wko v P *"3] National Bank

 $j Tulsa, Oklahoma
fl @KM'iijuiﬁle
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FREE ENTERPRISE
Is Hanging In the Balance!

By J. REX DUWE, President-Elect, American Bankers Association

EXT YEAR marks the 200th birth-

day of our great nation, and already
we have begun to run up the flags in
celebration. But next year marks an-
other bicentennial that many Ameri-
cans may not care to celebrate: the
200th anniversary of Adam Smith’s de-
lineation of capitalism in his classic
book, The Wealth of Nations. This was
the book that helped launch an eco-
nomic revolution as Europe—and the
brand new United States—threw off
the last vestiges of a feudal economy
and emerged into the 19th century as
full-fledged capitalists.

Yet today, we who have reaped the
benefits of the free enterprise system
seem to see little cause for celebration.
As we approach our nation’s bicenten-
nial, the economic system that helped
give us 200 years of unprecedented
growth is under fire as never before.

Viewed in the harsh light of history,
this growing dissatisfaction with the
free enterprise system is difficult to
understand. For over the past 200
years, capitalism has managed to pro-
duce greater wealth and a higher stan-
dard of living than in all the previous
history of mankind. It’s difficult to real-
ize today how closely the living condi-
tions of the pre-capitalist world resem-
bled those of the middle ages.

No one would deny that totally un-
bridled capitalism has been without
serious flaws. The horrifying spectacle
of children working 14 hours a day, the
wrenching cycles of boom and bust, the
tyranny of monopolized industries at
the turn of the century—these were
abuses that cried out for remedies. In

52

1912, Woodrow Wilson, who was cer-
tainly no radical, condemned capitalism
as a “great economic system which is
heartless.”

But despite the problems, capitalism
persisted—Ilargely because no one could
think of a better system for producing
the goods and services our nation need-
ed. No one was able to find a better
people-motivator than that which drives
the free enterprise system: simple self
interest.

And the abuses were curbed. Begin-
ning with the progressive legislation of
Teddy Roosevelt and his trust busters,
U. S. companies and entrepreneurs have
gradually become more and more regu-
lated in the name of protecting the
American public. Regulations on raising
capital, consumer protection, antitrust,
environmental protection and affirmative
action—every banker is familiar with
the litany of laws and regulatory agen-
cies that now have an impact on almost
every aspect of our operations.

Some of us dislike those regulations,
but the fact is that, by and large, they
have not seriously hampered the ability
of American free enterprise to do what
it was designed to do: meet the needs
of the American people at a profit. In-
deed, only 10 years ago, many econ-
omists thought that the free enterprise
system was entering a kind of golden

This article is based on remarks
made by Mr. Duwe at the South-
western Graduate School of Banking,
Dallas, recently. Mr. Duwe is chair-
man and president, Farmers State,
Lucas, Kan.

age. Government regulation and inter-
vention appeared to have smoothed
out the cycles of boom and bust, and
the abuses of unfettered capitalism
were a thing of the past.

That being the case, what has hap-
pened in the past 10 years to raise so
many doubts about the economic sys-
tem that has played a major role in our
survival as a free nation?

To begin with, many people today
doubt whether capitalism can deal ef-
fectively with the twin problems of in-
flation and recession. As we emerge
from the nation’s worst recession since
the 1930s, few economists today are
talking about our ability to “fine tune”
the economy. The simple truth is that
we don’t know how to wipe out infla-
tion except with a recession. Yet reces-
sion hurts those who are least able to
defend themselves. And so we work to
stimulate the economy to bring it out
of a recession, thereby sowing the
seeds for a new bout of inflation.

The solution to this dilemma calls for
a careful balance between monetary
and fiscal policies. But because changes
in economic policy usually take some
time to work their way through the
economy, they may have to be made
before their need is recognized by most
of the electorate. For example, at some
point in the current recovery, it may be
necessary for the federal government to
switch to a restrictive policy—even
while unemployment remains high, in-
flation is slowing down and the voters
see no need for restraint. Given the fact
that 1976 is a presidential election year,
our government leaders will need an
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Since the early 1880’s, when the buildup in
cattle numbers on the Great Plains was followed
by a disastrous drop in prices, cattlemen have
been plagued with cyclical periods of low prices.
Price cycles, like drought and disease, have be-
come a part of the business. But the American
beef industry has remained strong and resilient
despite the setbacks. It will weather the current
economic storm, just as it has weathered others.
And when it emerges from the storm, it will
have more strength and more importance . ..
and it will be more rewarding . . . than ever.

_ong-term financing

oullds long-term confidence for
_and Bank borrowers in Kansas,
Oklahoma, Colorado and New Mexico.
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unusual blend of perception, courage
and persuasive ability to follow this
course of action. No one ever said de-
mocracy was easy.

Indeed, it is precisely this threat of
inflation that is most likely to convince
Americans of the merits of an authori-
tarian system. Such a system would fix
prices, production and employment by
flat—and it would brook no argument.
Given this bleak alternative, it’s encour-
aging to see that the polls show most
Americans adamantly opposed to any
return of wage and price controls—at
least for the immediate future.

In addition to the problem of infla-
tion and recession, the free enterprise
system is being attacked for its failure
to foresee and meet anything more than
immediate needs. For example, in the
area of environmental protection, we
failed to see the threat that pollution
posed to the environment and indeed,
to human life. Not that the socialist
nations did any better. The point is that
the need to clean up the environment
was not expressed through the market
mechanism, and American enterprise
therefore did very little in the way of
pollution control until it was required
by law. And now the cleaning-up proc-
ess is hampering economic growth.

Our current energy situation is an

even better example of where the free
enterprise system failed to foresee long-
range trends. For years, our society has
squandered energy because it was
cheap. We built office buildings with
windows that did not open. We built
a nationwide highway system and al-
lowed our railroads and trolley systems
to disintegrate. And we built automo-
biles with air-conditioning, automatic
transmissions—and the ability to get
about eight miles to the gallon.

The Arab oil embargo two years ago
showed us the error of our ways. Of
course, this was a politically induced cri-
sis for which the free market cannot
be blamed. But the fact remains that
some oil companies had been warning
American industry of a coming energy
squeeze for years. Their warnings were
not taken seriously because they were
not reflected in the price of oil. The
market’s price signals were giving our
industries the wrong guidance on ener-
gy use, conservation and development.
And we are now paying for that lack
of foresight.

These are some of the criticisms that
are being leveled at the free enterprise
system today. But all is not unrelieved
gloom. In fact, some of the signals now
emanating from Washington and the
news media are decidedly optimistic.

W hat’s this about

You haven’t heard?

Alabama?

Well, things have really been happening!

There’s a virtual explosion in growth— almost a billion dollars
in new and expanded industry in just 2 years!

And Merchants National is booming along with the
community, almost doubling in size in the past 5 years.

We're helping celebrate the bicentennial by observing our
own 75th year with a 5 million-dollar expansion program.

Mobile!

The nation’s economic bright spot!

fYWk : :
JvTl Merchants National Bank I

Mobile, Alabama
Member FDIC

AN AFFILIATE OF SOUTHLAND BANCORPORATION
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As the nation begins its climb out of re-
cession, there seems to be a new ap-
preciation of what the free enterprise
system can and cannot do.

Political columnist David Broder at-
tributes this remarkable occurrence to
what he calls “the dominant conserva-
tism of the public mood.” He believes
that Congress is beginning to under-
stand “how little public support there
really is for programs that involve in-
creased government intervention in the
economy or promise only marginal
benefits in relation to their cost.”

If Mr. Broder has read the public
mood accurately, that would indeed be
cause for celebration. Yet | fear it may
be too soon to break out the cham-
pagne. The public may in fact have
become disillusioned with government’s
ability to cope with economic problems.
But that does not mean it is any less
unhappy with what it sees as major
problems in the free enterprise system.

Dissatisfied Youth

Nowhere is this dissatisfaction with
capitalism more apparent than among
the young. Two years ago, Oklahoma
Christian College commissioned Dr.
George Gallup to do a survey of stu-
dent attitudes toward a variety of
things, including business and the free
enterprise system. The results of that
survey were based upon a random sam-
ple of 904 students in 57 colleges and
universities across the nation. And they
are not encouraging for American busi-
ness.

Students were first asked to rank the
honesty and ethical standards of people
in various fields. Business finished ninth,
behind medicine, engineering, journal-
ism, labor unions—and just ahead of
politics. About 657, of the graduating
seniors said they believed government
should place stricter controls on busi-
ness, but only 55% thought labor unions
also needed stronger government regu-
lation.

The students did oppose government
ownership of the banking, automobile
and telephone industries. But 49% of
them favored nationalizing the oil in-
dustry.

For some reason, however, banks
seem to be exempt from much of this
dissatisfaction. Last November, for ex-
ample, the Boper Organization asked
a national sample of adult Americans
how satisfied they were with the ser-
vices provided by various professions
and industries. Doctors and dentists
were on the list; so were radio and tele-
vision stations, hospitals, food and cloth-
ing stores and newspapers. All told, 16
types of services were listed.

Banking came out on top of this list.
About 58% of the people interviewed
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J A
“That Wonderful Town”

Towering skyscrapers, Broadway theaters and Times Square form a
glittering backdrop for the site of this year's American Bankers Associ-

ation Convention in October.

The Movers at Fidelity Bank look forward to being with all of our
correspondents and friends in this exciting city. To
make your stay at the Convention an enjoy-
able one, Fidelity has planned an eve-
ning yacht cruise of the Hudson
River and Manhattan Island. We
hope you’ll be our guest and join
us this autumn in New York.

Fidelity Bank...

Robinson at Robert S. Kerr Oklahoma City, Oklahoma
(405) 272-2141

(left to right)

Bill Williams
Jack Conn
Wilf Clarke
Forrest Jones
Bob Reichert
Olen Treadway
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'‘New York and |
hove this love/hate thing!

| go to New York
five or six rimes a year.
And | never wont to go
until 1 get there.
New York and |
hove this love/hate thing.

| know I'll work too hard, that I'll
crowd os much New York os | con into
just one week, stay up half the night,
every night, go home exhausted, and
love every second of it.

That's why | stay at The Bilrmore.

It's os much New York as you can
find in o hotel.

Something happens at The Bilrmore
thatjust doesn't happen in those
plosti-glass, modular hotels that hove
plopped themselves down in every
city in the country.

If 'm going to a city | love, why
should I stay in a
place | hate?

The Siltmote

43rd & Madison
(800) 221-2690. In New York State, coll
(800) 522-6449. In the city 683-6620.

were very well satisfied with banking
services, and 29% were reasonably well
satisfied.

But that doesn’t give us a license to
sit back and do nothing while the rest
of American business comes under fire.
For sooner or later, the economic illiter-
acy | have just described will make its
impact felt on banking. It is already
beginning to happen. Congressional
proposals for government credit alloca-
tion are the first sign. | believe it is
no exaggeration to say that the funda-
mental lack of economic understanding
evidenced by these proposals poses the
greatest danger to the future of the free
enterprise system we have yet seen.

It is up to us to do something about
it.

Business must do a better job of tell-
ing people how the free enterprise sys-
tem operates and how they fit into it
And we must use every tool at our dis-
posal—articles in newspapers and mag-
azines, appearances on talk shows, pro-
grams in local schools, support for the
councils on economic education.

There’s no reason that this education
program should be a difficult undertak-
ing—providing it is backed up by the
performance of American business. For
the greatest strength of capitalism is
that it is based on a realistic assessment
of human nature and most people have
little difficulty recognizing its merits.
Adam Smith said it best: “It is not
from the benevolence of the butcher,
the brewer, or the banker, that we ex-
pect our dinner, but from their regard
to their own interest.” The best defense
and explanation of the free enterprise
system is that it works. And this fact
has been demonstrated over and over
again, much to the chagrin of its critics.

I am convinced that free enterprise
will not disappear from the face of the
earth. It is based on such a fundamental
characteristic of human nature that I'm
certain it will continue to crop up in a
hundred different forms, no matter how
many times we try to stamp it out. I am
concerned, however, that in our efforts
to gain economic security and in our
ignorance of the workings of the free
enterprise system, we may irreparably
damage the health of American busi-
ness—that marvelous machine that has
produced the bounty this nation enjoys.
We cannot allow that to happen.
Through our improved performance
and our information efforts, the Ameri-
can public must regain respect for
American free enterprise.

It is not an easy task. But it is one
we must accomplish for our own sake
and for the sake of our descendents
who will live through the next 200
years. * *
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Well seeyau
Manattan!

We'll soon be on our way to help the

ABA celebrate its centennial.

Crosby Kemper, Jerry Scott, Ed Huwaldt,

John Kramer, Bud Cox, Don Thomason,

E L. Burch, Tom Wood, Mike Fleming, and
Fritz Krohmer—all look forward to greeting
our colleagues from over a thousand
correspondent banks we serve.

The ABA convention is a great place to see
familiar faces, a great time to meet new ones,
and a good opportunity to leave our mark

as Middle America's most corresponsible bank.

united missouri bank
of kansas city n. a.

None of the others come close.
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The"word”is out. Our System
for FNMA and government programs
IS In with thousands of lenders.

MGIC Sales Director,
explains how
MAGICUS is helping
lenders simpli
procedures an
achieve greater
profits using FNMA
and government
programs.

The “word,” MAGICUS,
how do you say it and
what does it mean?

“*According to Webster, it’s
pronounced “maj'-i-kus”
and means the ability to
produce extraordinary
results. But no matter how
you say it, it’s the meaning
that counts. The System is
already helping thousands of
FNMA, FHLMC, and
GNMA program users, and
it can produce extraordinary
results for you, too.”

What do you mean by
“extraordinary results”?

“Simply more profit, less
fuss for your company. To
begin with, our Loan Proc-
essors’ Kit is recognized by
experienced and new FNMA
and government users as a
valuable educational tool

to help shorten personnel
learning time. It also reduces
paperwork and substantially
cuts costs by reducing loan
rejection rates.

“In fact, our underwriting
department tells me that the
double check service per-
formedTor our customers has
revealed that 60 to 70% of
the loans reviewed have
failed to meet FHLMC
matrix requirements. The
most common failings are
incomplete information, and
the inability of the borrower
to meet 25% payment and
33% total obligation ratios.”

What about the new
plans and conversion
privileges?

“All of the elements in the
MAGICUS System are prov-
ing to be very helpful. Our
special FNM A and govern-
ment program plans make
coverage selection simple.
Yet the conversion privilege
on standard plans lets every
lender keep his options
open. He can enjoy higher
and more prudent standard
coverage on any loan today,
yet convert to lower-cost
FNMA and government
minimums later if he decides
to include that loan in any
government package. And
with the higher standard
coverage, he will enjoy
greater acceptance of the
loan should he decide to sell
in the conventional
secondary market.”

Can you report any addi-
tional hard facts on
lender response?

“Since our announcement,

over 3,000 institutions have
requested the use of one or
more elements in the
MAGICUS System. Nearly
10,000 guide Kkits have been
made available to loan
processors. In Florida sev-
eral institutions asked us to
conduct a special FHLMC,
FNMA, GNMA seminar for
their loan people—and even
paid a nominal fee to attend.
Every day we are receiving
phone calls and letters
requesting additional advice
and counsel on FNMA,
FHLMC, or GNMA deals.”

What can an institution
do to obtain help in its
own shop?

“Simply call the MGIC
representative. Today our
men in the field are being
called “FNMA and govern-
ment loan experts.” They
will be happy to work with
any mortgage officer and
his staff of loan processors.
Our goal is to continue the
MGIC tradition of taking
the lead in rendering the
highest degree of professional
service to the industry.”

FOR AFREE MAGICUS
KIT call your MGIC
Representative, or MGIC
direct: 800/558-9900. In
Wisconsin call: 800/242-9275.

MGIC

Better Homes
For More People

Mortgage Guaranty Insurance Corporation
A Subsidiary of MGIC Investment Corp.
MGIC Plaza, Milwaukee, WI 53201
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The 30-minute, 16mm color film pro-
duced for the ABA’s centennial will
include a segment that should prove
interesting to Mid-Continent-area bank-
ers, particularly those in the St. Louis
area. According to an ABA spokesman,
a key story in the film is about the
building of the Eads Bridge across the
Mississippi between Missouri and Illi-
nois. It connects St. Louis with East
St. Louis in the latter state. The film
is called “A Lifetime Account—the
Story of Banking” and was produced
by West Glen Communications, New
York City.

As the film narrative points out,
"Railroads had crossed the nation, but
all tracks stopped at the Mississippi,

TOP: This clip from ABA's centennial film
shows Eads Bridge over Mississippi at St
Louis as it looked long before being com-

pleted in 1874.

CENTER: In this film clip, Eads Bridge is near-
ing completion. Paddlewheeler in foreground
was soon to become thing of past since new
bridge was to bring railroad, as well as
vehicular traffic, across river and connect east-
ern and western sections of country.

BOTTOM: This film clip shows Eads Bridge

soon after it was completed. It featured first
major steel construction in world. Even today,,
bridge draws admirers from everywhere to
marvel at its design and longevity.

so wild and wide a river that all at-
tempts to bridge it had failed. Fascinat-
ed by the engineering challenge,
(James) Eads designed a bridge and
financed it with his own Bank of Mis-
souri.

This would be the largest bridge
ever built . . . and the first major
steel construction in the world. In fact,
the bridge was a series of firsts, from
its new metal alloys to its cantilevered
superstructure. And they were all ex-

pensive. When the cost reached $7
million, Mr. Eads’ bank faltered. But
in July, 1874, spellbound crowds

watched 14 50-ton locomotives chug
on to the central span.”

The bridge has withstood Hoods,
runaway barges and other types of
catastrophes and still stands today as
an outstanding engineering feat.

The film will be released early in
October to coincide with the ABA’s
centennial convention. The association’s
order processing department will begin
filling requests as early in October as
possible.  ABA-member banks auto-
matically will receive complete sales
information on the film prior to its re-
lease.

Banking Honored With

Modern Talking Picture Service’s
nationwide offices will have prints avail-
able for free-loan bookings starting
early in November. Bankers interested
should write to its headquarters at
2323 New Hyde Park Road, New
Hyde Park, NY 11040, or contact any
of its more than 25 regional libraries.
The number of prints is limited.

ABA Centennial
(Continued from page 47)

vention. The film, made up of a com-
bination of slides, original historical
film footage and on-location re-enact-
ments, depicts banking’s contributions
to the nation’s development and expan-
sion. The ABA said it will be appro-
priate for public TV and school use as
well as for general audience viewing.

Mr. MePeters said the 30-minute, 16
mm color film was produced by West
Glen Communications, New York City.
Its progress was reviewed by Gordon
H. Weber, president, Farmers State,
Lisbon, N. D., and Dr. Charles Hay-
wood, dean, College of Business and
Economics, University of Kentucky. Dr.
Haywood is historical consultant for
all three of the ABA’s major centen-
nial projects.

In addition to Mr. MePeters, the
ABA Centennial Commission has the
following members: Norville R. Gish,
senior vice president, First National
Charter Corp., Kansas City; Mrs. Mar-
cella D. Perry, chairman, First Pasa-
dena State, Houston; B. Finley Vinson,
chairman, First National, Little Rock;
M. A. Cancelliere, chairman, Equibank,

Commemorative Stamp

These twin stamps honoring banking and commerce will be issued by the U. S. Postal Service

Corp.

October 6 during the ABA's centennial convention

in New York City. First sets of the

multicolored commemorative stamps will be presented to ABA officers by Postmaster General

Benjamin F. Bailor at the convention's opening

session. The stamps, souvenir commemorative

panels and official ABA first-day covers then will go on sale in a temporary post office to be

set up in the convention exhibits area.

The stamps will be available there through the close

of the convention October 8 and will carry the then-current first-class denomination.
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Her friends know
Helen Miller asa polished
performer in the kitchen.

But it'sas a Correspondent
Banker that she really shines.

As our Operations Officer, Helen  generous helping of Southern charm.

Miller coordinates the activities of ~ Whatever your correspondent bank-
Third National’s far-ranging corres-  ing need, call Helen Miller and ask her
pondent bankers as they service to put you in touch with the Third
more than 360 customers in five National professional who serves your
states. It’sno easy job, but Helen area. Our Tennessee WATS line is

brings to it her own special mix of 1-800-342-8360. In neighboring states,
ingredients: a world of experience,  dial 1-800-251-8516.
an abundance of energy, and a We’re here to help you.

THIRD NATIONAL BANK
IN NASHVILLE Member F.D.I.C.

Making things happen for you.
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Pittsburgh; R. M. Eberhardt, president,
Bank of Stockton, Calif.; Harry Gatton,
executive vice president, North Caro-
lina Bankers Association, Raleigh;
Thomas S. Moon, president, Affiliated
Bankshares of Colorado, Inc., Boulder;
William W. Phillip, president, Puget
Sound National, Tacoma, Wash.; Les-
ter E. Thayer, executive manager, Ore-
gon Bankers Association, Portland; and
Gerald E. Warren, vice president, Na-
tional Bank of Detroit. * *

ABA Convention
(Continued from page 46)

Saturday through Tuesday.

Five management seminars will be
conducted by leading management de-
velopment specialists. Topics will in-
clude management of time, managing
by objectives and for results, commu-
nication in management effectiveness
and team building and management
development.

These forums and the Menninger ses-
sions are part of a three-track format
that will be used during the convention.
This format includes: (1) general ses-
sions designed for 4,000-5,000 del-
egates, with prominent speakers from
banking, business and government; (2)
forums designed for 500-2,000 persons,
to focus on such themes as regulation
and the public interest and EFTS and
community banking; and (3) special-

Candidate for Pres.-Elect

Arthur Achille "Bud"
Milligan, pres. & ch..
Bank of A. Levy, Ox-

nard, Calif., is the can-
didate for ABA pres.-
elect in 1976. He
joined his bank in
1940, took time out to
serve in the Navy, rose
through the ranks to
pres. & ch. in 1955. He
is a former pres., Cali-
fornia Bankers Assn.,
and Independent Bank-
ers Assn, of Southern
California.

interest sessions designed for discussion
groups of 50 to 200 persons.

About 42 of these special-interest ses-
sions are scheduled. They will provide
bankers with an opportunity to discuss
such timely subjects as the debit/credit
card, affirmative-action programs, auto-
mated tellers and the agricultural-lend-
ing outlook. Session topics were chosen
as a result of a survey of bankers across
the country who were asked what sub-
jects would interest them. The sessions
will be held from the opening of the
convention Saturday morning through
Wednesday morning.

During this year’s convention, Stonier
Graduate School of Banking (SGSB)
will celebrate its 40th anniversary at
special reunion ceremonies for SGSB
graduates on October 4. The graduates
will gather at the Americana Hotel
for a reception and program that will in-
clude awards and multimedia presenta-

ABA Salutes Bicentennial With Co-Sponsorship of

HE ABA, in addition to saluting its
Town centennial, is paying tribute to
the nation’s bicentennial by co-sponsor-
ing special Friday morning telecasts of
the NBC Television Network’s “Today”
show. The program’s bicentennial ser-
ies, which began July 4 with a tribute
to the District of Columbia, will con-
tinue every Friday for 52 weeks.

Each state will be the subject of the
two-hour “Today” program during the
year preceding the nation’s 200th an-
niversary. There also will be a single
telecast covering U. S. territories.

The 50 states are being saluted in
the reverse order of their admission to
the Union, beginning with Alaska and
Hawaii and concluding with the 13
original colonies. The final program on
Friday, July 2, 1976, will spotlight
Philadelphia, the center of bicentennial
activity.
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As each state is saluted, the
physical features and public events that
make it unique are described through
on-the-spot TV camera reporting. Bar-
bara Walters and Jim Hartz, cohosts of
the “Today” show, travel to on-location
spots for interviews with well-versed
and interesting people from the fea-
tured state. Interviews with public of-
ficials, live from Washington, D. C., or
the state’s capital, profile that state’s
economy, current problems and unique-
ness.

The special programs—recommend-
ed by the National Education Associa-
tion—are said to provide a rich and
varied history of the United States.

The first Mid-Continent-area state
to be honored was New Mexico on
September 5. The telecast schedule
for the other 12 states in Mid-Conti-
nent Banker’s territory is: Kansas, Oc-

tions of past SGSB classes and mem-
orable social activities.

ABA Officers. George L. Whyel,
ABA president the past year, will be-
come chairman of the ABA Governing
Council, succeeding Rex J. Morthland,
chairman and chief executive officer,
Peoples Bank, Selma, Ala. J. Rex Duwe,
chairman and president, Farmers State,
Lucas, Kan., will advance from ABA
president-elect to president during the
convention. W. Liddon McPeters, presi-
dent, Security Bank, Corinth, Miss.,
is scheduled to succeed Mr. Duwe as
president-elect. Mr. McPeters also is
chairman of the ABA Centennial Com-
mission, which has planned all aspects
of the association’s 100th-anniversary
celebration. The incoming ABA trea-
surer is Roger A. Lyon, executive vice
president, Chase Manhattan, New York
City. He will succeed J. Grant Bick-
more, president, Idaho Bank, Pocatello.
Willis W. Alexander continues as ABA
executive vice president. e

Investments Workshop Set

A regional bank investments work-
shop has been scheduled by the
ABA’s Bank Investments Division
for the Galt House, Louisville, Octo-
ber 20-22.

The workshop is designed for ex-
perienced investment officers of
banks with $50 million and under in
asset size. Attendance will be limit-
ed to 200 bankers from six states,
including Illinois, Indiana, Ken-
tucky, Missouri, Tennessee and Ohio.

Today s Friday Shows

tober 3; Oklahoma, November 28; II-
linois, December 5; Indiana, Decem-
ber 19; Arkansas, January 16; Mis-
souri, January 23; Texas, January 30;
Mississippi, February 6; Alabama,
February 13; Louisiana, February 27;
Tennessee, March 5; and Kentucky,
March 12.

During the year-long American bi-
centennial celebration, the ABA has
keyed its advertising to programs of
special interest on the history and
unique qualities of this country. Be-
sides the “Today” show specials, the
ABA is co-sponsor of a six-part series
of hour-long programs based on Carl
Sandburg’s biography of Abraham
Lincoln. Prepared for TV, the ABA
commercial announcements carry the
theme, “America’s Bankers—Helping
You Change Things for the Better.” « *

MID-CONTINENT BANKER for September, 1975
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To be a going, growing airline,
you've got to keep doing things
better. That’'s why you'll like
what’s new on Ozark Air Lines.
More jets. More nonstop flights.
Colorful new interiors. More
legroom, more comfort, better
looks. Our meals? Ask an Ozark
passenger about our new
International Flair dinners. Or our
wine-and-cheese baskets. Hy

on Ozark Air Lines; you'll see.

We're going all out to give you the
kind of flight you're looking for. Which
isone good reason we're one of
America's fastest-growing airlines.

Call your travel agent or
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HELP YOUR EMPLOYEES BECOME
VISIBLE ASSETS FOR YOUR BUSINESS.

Career Apparel of Dacron®can create a strong, favorable image
with your customers...and build employee morale as well!

Transform your employees into valuable
public-relations assets, projecting exactly the
image you want your customers to see. And,
at the same time, it builds employees into a
team.

The right Career Apparel has a fashion look
as modern as your company’s. But it’s also
practical and hard-working, because it’s made
with long-wearing, easy-care Dacron* polyester.

*Du Pont registered trademark.

BG/2

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

Now where can you find Career Apparel like
this? DuPont’s Career Apparel specialists will
help you decide what you need and give you
names of manufacturers who make the “tai-
lored-look™ coordinates you want. Just contact
Du PontCo., Textile Fibers

Div., Career Apparel, Suite fA |

31J6, Centre Road Bldg.,

Wilmington, Del. 19898.
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Catch the spirit of our heritage in these Bicentennial years...
Georgetown Stoneware, the newest addition to the Salem
collection of fine products. Georgetown is so appropriate in
today's more casual style of living and entertaining...authen-
tically designed with an early American feel.

Georgetown and all Salem products are part of complete
programs for generating new customers and new deposits.

They include a complete support package: displays and

advertising materials, direct mail pieces, internal control and
report forms, personnel training, market exclusivity, success-
ful track records, and return privilege of unused merchandise.

Write for more information:
SALEM CHINA COMPANY
South Broadway Extension
Salem, Ohio 44460

Better yet, phone:
(216) 332-4655
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Try CulpeperFirstwas

ndoubtedly

the most

uccessfulmarketing effort
Ve evertried. The real

onusw as the low cost. e . .

When Burton Stacy heard about the “Try (Your Town) First”

ogram, he knew it was a natural for Culpeper, Located within

_sy driving distance of Richmond and Washington, D.C., Cul-
per merchants suffered every year, when local residents did

uch of their Christmas shopping in the nearby large cities.

Things changed last year. The bank sponsored the “Try Cul-
per First” program, a tested, proven program for keeping local

oppers at home at Christmastime. This copyrighted program

abled the bank to provide each merchant in Culpeper with
means to promote hometown shopping within his store, in

e local newspaper, and on the area radio stations. The bank

ovided everything. It was a marketing masterstroke. The local

wspaper commended the bank in an editorial. Letters to the
itor praised the community spirit of the bank. Both the radio
tion and the local newspaper provided free press coverage.

the local merchants loved it. The bank was helping put

ney in their pockets.

Says Burton Stacy, “We not only gained their goodwill, but a
of their business.”

OW YOU CAN SPONSOR THE “TRY (Your Town)
RST” PROGRAM

When you sponsor the “Try (Your Town) First” program, you'’ll
d that several things will happen:

ou’ll keep needed dollars at home and in your bank.

pur bank will be a hero to local merchants, and will probably
ick up new commercial accounts.

ou’ll have an officer call program that works.

ou’ll receive free publicity in an amount that will surprise you.

E SECRET IS TOTAL COORDINATION

We know, of course, that encouraging people to “shop at
ne” is nothing new. Your Chamber of Commerce has tried
Or the downtown merchants association. Maybe your bank
s even made a stab at it
And that’s precisely why we’ve put it all together. In the course
working with nearly 300 communities on this program, we've
rned what makes a shop at home program go. It takes colorful
ality materials, for one. The kind that every merchant is proud
display (and the kind of quality
aterials that only volume buying
akes possible). Most important,
takes total coordination. That’s
y we provide you with material
all media. You’ll give every mer-
mt a kit which includes posters
his window, counter cards for
play shelves, buttons for his em-
oyees, vinyl stickers for his front
or. 0
Then you make it possible for
merchant to push the “Try (Your
wn) First” program in his adver-

TIME IS RUNNING SHORT

CALL COLLECT NOW
(615) 327-0173

tising. He may include the program logo in all his regular news-
paper ads. And he can have the local radio station record his
regular radio spots on top of the customized, “Try (Your Town)
First” jingle. Your merchants will appreciate that kind of effort.

But we want to bring the general public into the act, too. And
we want them to realize who’s making it all possible —YOU!

So we provide you with a press release for your local news-
paper. Generally, the newspaper will run a front page article
about your sponsorship of the program...along with a photo
of one of your bank officers pinning a button on a local mer-
chant’s lapel. We also provide you with newspaper ads that
announce the program, and your reasons for sponsoring it, to
the general public. And don’t forget the radio spots. Posters for
your bank lobby. And a complete operations manual, so that
you can take advantage of the many successful ideas for imple-
menting the program that have been generated by participating
banks.

Total coordination. It makes the difference between success
and failure. Your program will be a success.
BUT DOES IT REALLY KEEP DOLLARS AT HOME?

Ask Milton Dean about that. Milton bought the program for
the Eufaula Bank and Trust Company mainly as a public rela-
tions effort. Then he saw what it could do in dollars and cents for
Eufaula andfor his bank. The sales tax figures told it all:

JANUARY 1971...... $17,201.85
JANUARY 1972.... $18,992.10
JANUARY 1973 $18,525.28

JANUARY 1974 .. $26,565.34

What did the big jump in Christmas season salesrepresent?
Since sales taxes in Eufaula are 1% of sales, that meant that the
year the “Try Eufaula First” program was introduced, an extra
$800,000 was kept at home. The program was successful in
causing Eufaula residents to think about shopping at home.
Before heading out of town to do their Christmas shopping they
tried Eufaula first.

In McHenry, Illinois, the McHenry State Bank reports, “We had
several people comment that they
did as much as 90% of their shopping
in town this year. In other years,
they had done as little as 20%
to 40%.”

Goodwill among merchants. New
commercial accounts. Favorable
public reaction. Extra dollars stay-
ing in town. These are the things
you can expect from the “Try (Your
Town) First” program.

MADISON AVENUE ASSOCIATES. INC
2305 ELLISTON PLACE NASHVILLE, TENNESSEE 37203

And you and your bank will be
the hero.
BG/5
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There Is More To Running
An Insurance Company
Than MeetsThe Eye

Common Sense Is

Not So Common”

[and Voltaire didn’t even know about the problems of starting
insurance operations) but at Old Republic we do. We have an
uncommon sense about how to avoid pitfalls, serve customers
well and achieve a sound operation quickly. It is based

on 50 years of helping others get into the insurance business -
hundreds of consumer finance companies, retailers and other
consumer-oriented companies—and 50 years of managing
our own life and casualty operations successfully.

Old Republic Areas of participation with Banks

Feasibility studies including pro-forma operation statements for bank holding
company life and disability insurance subsidiaries.

All insurance coverages permitted in Regulation Y including:

m Consumer loan Credit

life and disability ™ Leasing
m Agricultural Credit life m Crop *all
and disability m Automobile coverages
m Mortgage life and disability m Trust Department- Employee
m Fire, extended coverage anc*Pension Plan Coverages
and homeowners m Maturity value savings plan insurance
m Credit guaranty m Usual bank holding company coverages
m Mobile home coverages m Commercial Loans

PARTNERSHIP FOR PROFITS

OLD REPUBLIC

International corporation
INGENUITY IN INSURANCE

n For more information, please contact
$6.1 billion life insurance in force William R. Stover, President
. i Old Republic Life Insurance Co.
$212 million consolidated assets 307 N. Michigan Avenue, Chicago, Ill. 60601

312-346-8100
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LEARN ALL ABOUT THE THREE

NEW WAYS TO GAIN MORE LONG-LASTING

DEPOSITS FOR YOUR INSTITUTION...

FIRST are IRA’'s and HR-10 plans — tax-shel-
tered accounts that let individuals put away
$1,500 or $7,500 respectively each year
deduct their deposits for income tax purposes
.and pay no tax on the interest that builds up.

An estimated 8 million people will deposit
$12.8 billion in such accounts this year.

SECOND are deposit based retirement plans
for any business: employer-sponsored IRA’s,
HR-10 accounts, and prototype plans for small
corporations. In today’s uncertain investment
climate, such plans, with their “guaranteed”
returns and no fees, have a significant appeal.

An estimated 300,000 firms will put aside an-
other $12 billion in such accounts every year.

THIRD, there’s the telephone cash transfer ac-
count — the plan that lets customers transfer

funds from savings to checking accounts by
simply making a phone call. These are guar-
anteed to mushroom — particularly when
commercial banks get approval to accept sav-
ings deposits from small businesses.

It’s estimated that nearly 700,000 small busi-
nesses plus an additional 11 million individ-
uals, could keep up to $57 billion a year in
new accounts like these!

How can you get your fair market share of
these accounts ... ? How should they be set
up ... ? What are the operational problems
. ? How should they be marketed? You can
get the answers to these and other questions
at our three-day sessions on these new ways
to build deposits. Use the coupon below to
register, or to request further information.

REGISTER NOW for sessions to be held in:

NEW YORK October 28-30

CHICAGO November 5-7

First day to cover retirement plans for individuals. Second day to cover
plans for businesses. Third day to cover telephone cash transfer

accounts.

TUITION: $95.00 for one day, $175.00 for two days, $250.00 for three

days. All other expenses to be borne by participant.

Registrations are

transferrable. Complete details on hotel accommodations to be furnished
on receipt of registration form. Space will be limited, so act now to be

sure of getting a place.

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

Name and Title

Please register the
following for your

session to be held in Institution

We’ll be attending for

O Dayl O Day 2 O Day 3 Address

O We aren’t ready to register yet, but

please send us further information on

your program. City State Zip
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Direct Deposit of Social Security:
How Big Is the Market?
What Are the Opportunities?

W THAT direct deposit of so-

cial security checks can be offered
by financial institutions across the na-
tion, will this service bring in new
business to banks and S&Ls? What are
the marketing opportunities?

As shown in the chart on this page,
there are about 26 million persons
getting approximately $5 billion in so-
cial security payments throughout the
country. The greatest number—2.4
million receiving $477.8 million—live
in California, while Alaska has the
smallest number of SS recipients—
12,798 receiving $2.6 million.

Granted, this market may not be a
big one. The direct-deposit program is
entirely voluntary on the part of fi-
nancial institutions and social security
recipients, but most banks and S&Ls
will want to participate. Banks offering
the program may not gain a great deal
of new business as a result, but they
certainly could lose business (or good
will) by not offering direct deposit of
social security checks. In addition, di-
rect deposit of these checks is the first

of several direct-deposit programs
planned by the Treasury Department.
The system later will be extended to
civil service, railroad retirement, veter-
ans’ and other payments. Thus, by tak-
ing part in social security direct de-
posit, banks and S&Ls will gain expe-
rience that will be helpful when the
other payment programs go on a di-
rect-deposit basis.

Before going nationwide with direct
deposit this summer and fall, the Trea-
sury Department tested the direct de-
posit of social security checks in two
pilot programs—one in Georgia that
began last November and the other in
Florida, beginning last April.

As of July, 1975, a report from a
Treasury official indicated these results
were achieved in Georgia and Florida
since initiation of the pilot programs
in those two states:

« In Georgia, out of approximately
550,000 beneficiaries, banks and S&Ls
had signed up 35,000 for direct deposit
and were continuing to enroll new-
comers at the rate of about 3,500 per

month.

e In Florida, out of approximately
1,350,000 beneficiaries, banks and
S&Ls had signed up 220,000 and were
signing up newcomers at the rate of
approximately 11,350 per month.

Although somewhat disappointed in
initial results, Treasury officials believe
that the pilot programs in those two
states will pave the way for better and
quicker results as other states move into
the program.

How did Florida and Georgia banks
and S&Ls market their programs to
social security recipients? Direct mail,
newspaper advertising, statement stuff-
ers, visits to nursing homes and talks
before retiree groups. In many in-
stances, these financial institutions
found that the one-on-one approach
(officer visiting with applicant) was
the best way to explain and market
the program.

In most cases, these institutions re-
ported low-key programs aimed at “in-
forming” their customers, but not
necessarily selling hard or spending a

Social Security Payments State by State

No. of Dollars
State Checks (In Millions)
Alabama 471,752 $ 945
Alaska 12,798 2.6
Arizona 252,188 50.4
Arkansas 322,059 64.4
California 2,389,085 477.8
Colorado 238,359 47.7
Connecticut 361,980 72.4
Delaware 62,534 125
Florida 1,342,089 268.4
Georgia 547,225 109.4
Hawaii 72,920 14.6
Idaho 95,462 191
Illinois 1,304,131 260.8
Indiana 639,668 127.9
lowa 401,922 80.4
Kansas 303,100 60.6
Kentucky 457,522 91.5

¢Approximate figures as of August, 1974, based on
average SS check of $200.
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No. of Dollars
State Checks (In Millions)
Louisiana 422,444 $ 845
Maine 153,271 30.7
Maryland 46791 1 93.6
Massachusetts 736,196 147.2
Michigan 1,050,636 210.1
Minnesota 490,289 98.1
Mississippi 317,252 63.5
Missouri 679,997 135.9
Montana 91,167 18.2
Nebraska 204,326 40.9
Nevada 52,523 105
New Hampshire 105,403 21.8
New Jersey 885,974 177.2
New Mexico 114,382 22.9
New York 2,344,353 468.9
North Carolina 650,756 130.2
North Dakota 82,699 16.5

No. of Dollars
State Checks (In Millions)
Ohio 1,259,205 $251.8
Oklahoma 371,566 74.3
Oregon 312,157 62.4
Pennsylvania 1,610,519 322.1
Rhode Island 132,427 26.6
South Carolina 318,130 63.6
South Dakota 95,835 192
Tennessee 544,036 108.8
Texas 1,313,498 262.7
Utah 104,346 20.9
Vermont 61,809 124
Virginia 526,413 105.3
Washington 433,867 86.8
West Virginia 284,336 56.9
Wisconsin 597,650 1195
Wyoming 38,660 7.7
Total 26,128,827 $5 billion

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



I—iiES!§ |fS|f8|f|

rfhe bank

with
[Character.

Why buy

a creative
department,
when you

can lease one
at a fraction
of the cost!

(erkrend
T he.
menean ~ +The. «
. ;* American
cter Collection
EREEREN
Witshii had it... Putyour 1
Adams, J >e got it... in the Ou
of th
men and '
inourt
M ‘I 0 , An=
- Cy Treterkwithi
E ,/he bank with
/ Character...
(kg

Digized HEEEAENI™
https://fraser.stlouisfed.org
Federal Reserve Bank of St. Louis

Heres your opportunity tobe
“The Bank With Character”

The Bank With Character and “The American Character Collection™
are offered exclusively to 150 banks in The United States. This pro-
gram created by bankers for bankers in cooperation with the profes-
sional marketing and advertising staff at Liberty Productions. This
Hard Hitting, Image Building and Effective marketing program will
build deposits and your banking image.

RADIO...

15 custom tailored spots 30 and 60 seconds
NEWSPAPER...

a complete campaign-just add your logo

DIRECT MAIL...
5-color brochures for statement stutters and passouts

TELEVISION...
optional upon request

PRESS RELEASES...
plus photos, for “The American Character Collection”

DEPOSIT RECEIPTS...
complete with theme and bank logo in 2-color

‘THE AMERICAN CHARACTER COLLECTION™...
minted in 23 Karat Gold, 200 sets of this exquisitely
detailed Bicentennial tribute to twelve of our
founding forefathers —men with integrity who
molded the character of our nation.

POINT OF PURCHASE MATERIAL...
Includes: Window Decals —2-color
Lobby Posters-22"x28" 2-color
Desk Signs —5-color
Teller and Officers Badges —2-color
Lobby Display

CUSTOMER EVALUATION
MARKETING EVALUATION
MEDIA EVALUATION

a complete year long program for
UNDER $3,500!

We would be pleased to send you a FREE sample Set of our marketing
material. Just complete this form.

Name
Bank Name

Address

MAIL TO TODAY



lot of money to penetrate a market
that was not particularly large in re-
spect to the amount of problems that
would be encountered.

Whether to market SSDD accounts
must be left up to individual financial
institutions. In a survey made by edi-
tors of this publication of banks and
S&Ls in Georgia and Florida, some of
the institutions reported a great deal
of marketing effort, while others did a
minimum, staying with lobby signs and
statement stuffers.

First National of Atlanta went all
out in promoting the service. As a
major part of its marketing program,
the bank employed a team of retired
employees, who set up meetings at re-
tirement homes, church clubs for re-

tired people and company retirement
clubs. At these meetings, the new ser-
vice was described and its benefits
explained. These efforts primarily were
educational and of a public relations
nature. There was no concerted effort
to promote First National except that
at those meetings, team members in-
troduced themselves as First National
representatives and explained that the
bank’s employees could help in filling
out the 1199 authorization forms and in
answering any questions. Information
on the service usually was available at
those meetings.

The only formal newspaper adver-
ising was done on two Sundays pre-
ceding the beginning date of the pro-
gram, November 3. Quarter-page ads

Do you want to open
directdeposit accounts
for Senior Citizens?

You can open hundreds of airect deposit accounts for Social Security
checks by reaching Senior Citizens directly at their home addresses.
Here is an opportunity to offer a service designed for people 62 or over. Each month
Senior Citizens in your community receive Social Security checks...now, you can
write to them offering a new service where their monthly checks are de-

posited directly to their checking account at your bank.

By having their checks mailed directly to your bank by the U.S. Government and
immediately credited to their checking account, you are offering them convenience
and safety. They are assured of funds being immediately deposited and readily
available. It eliminates check cashing problems and provides uninterrupted depos-
its. It reduces operating costs and generates increased deposits, new depositors,

and improved customer relations.

To help you to promote a direct deposit Program to the Senior Citizens in your com-
munity, we can provide a current mailing list of the names and addresses of elderly
married couples, widows and single persons over-62 on personally-addressed
gummed mailing labels in zip numerical sequence that you can readily affix to your
envelopes, at the rate of $40.00 per thousand names for one-time use.

Once you select the cities and towns in your service area and send us your order,
we will air mail your Senior Citizen mailing list on gummed labels in two weeks.

Most important...you are assured of a 30-day exclusive of the Senior Citizen bank-

ing market in your service area,

Please send information on your 1975 Senior Citizen list for the following cities/ 1

towns/zip codes:

Name_ -Phone_

Bank-

Address-

City____ State ]

Direct-Deposit Booklets

A number of booklets on direct
deposit are available from the
American Bankers Association. They
include:

Guideline for Direct Deposit of
Social Security Checks—No. 0669
—$6.

An Introduction to the Direct
Deposit of Federal Recurring Pay-
ments—No. 0675—$3.

A Platform Officer’s Guide to Di-
rect Deposit of Social Security
Checks—No. 0674—$6.

Marketing Guidelines for the Di-
rect Deposit of Social Security
Checks—MNo. 2455—$4.

The entire set of four may be
ordered for $15—No. 0680.

In addition, the ABA has put to-
gether a six-page folder, What You
Should Know About Direct Deposit
of Social Security Checks, which
banks can distribute to potential
direct-deposit customers. Various
quantities may be ordered.

Write: Order Processing Depart-
ment, American Bankers Associa-
tion, 1120 Connecticut Avenue,
N. W., Washington, DC 20036, or
call Lois Krueger at 202-467-4119.

in local newspapers were used then.

First National described the program
in brochures, which were sent out with
statements and given to all tellers, who
were encouraged to give one to each
customer presenting a social security
check for cash or deposit. Tellers also
were told to refer such persons to bank
personnel for full explanations.

The Atlanta bank conducted train-
ing sessions for all branch personnel
to educate them on the entire SSDD
program and to prepare them for any
problems they may face. Written ma-
terial was distributed at this time, along
with case studies of possible situations.
In addition, the bank made available
at a central location an individual to
help customers and new accounts peo-
ple with problems encountered in com-
pleting the authorization forms. A
separate post office box number was
established for any mail (including
checks) related to social security and
a phone number was set up to be used
for all problems and questions. The
phone number was published in the
bank’s ads and distributed to all branch
personnel.

First Federal S&L of Bradenton, Fla.,
reported a retention of approximately
94% of all social security money being
deposited each month. This amounts
to about $70,000. The S&L’s marketing

Call (914) 632-1595 or 779-8585
SENIOR CITIZENS, unuimiteD

273 Columbus Avenue, Tuckahoe, N.Y. 10707

program was largely a one-on-one sales
effort toward existing customers and at
large gatherings of retirees, where
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Death. Financial disruption. Default. Foreclosure.
Forced sale. Probate.

Cold, hard words? Yes, but, unfortunately, all part of
the language of the bank loan officer.

There are other words that work their way, subcon-
sciously, into the bank’s vocabulary. Emotionally-tinged
words like heartbreak. Fear. Frustration. Remorse.
Needlessness.

Mixed together, the two groups of words evoke a pic-
ture of tragedy. Senseless tragedy. Avoidable tragedy.
Tragedy that is a by-product of economic dislocations
caused by a default on an uninsured loan.

Death, of course, may or may not be avoidable. But
the tragic aftermath certainly can be. For both the bank
and its loan customers.

That’s why North Central Life has been a long-time
leader in marketing credit insurance to customers of
financial institutions. And that’s why North Central has
developed FACT ... Farm And Commercial Term
insurance.

FACT protects short-term loans up to $100,000 with
level life insurance. It pays off the full original amount
of the loan in case the borrower dies before it’s repaid.

It protects the borrower’s family or business from ((d
having to disturb other financial resources or M
regular insurance benefits to pay back the loan 11

Redcoat "I
Service

obligation. And it protects the bank from the “villain’s”
role in default situations.

FACT coverage is easy to apply for, easy to get. FACT
can be issued without underwriting in most instances.
And in all other instances it can be requested over-the-
phone with one quick, toll-free “Hot-line” call to North
Central Life and approved within 24 hours of application.
No medical is required.

“Hot-line” underwritten cases up to $50,000 can be
renewed without further underwriting for a period up to
five years if approved originally.

FACT protection is designed for all large-scale, short-
term obligations such as commercial loans, feeder loans,
operating loans, construction loans, equipment loans,
specialty applications, inventory loans, and supply loans.

FACT costs are rated by age, providing a lot of pro-
tection for very little cost.

And, the FACT program can provide an important
extra source of profit to your bank.

We think that you should have FACT insurance avail-
able at your bank. You and only you can help solve loan
default problems for your customers and your bank.

FACT or friction. The choice is yours.

Get all the FACTs by calling North Central’s
Red Coat Desk.

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

North Central Life Insurance Company

NORTH CENTRAL LIFE BUILDING. 275 EAST FOURTH STREET, ST. PAUL. MINNESOTA 55101
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We build banks. But we don’t just build banks.
There’'s a lot more to it than that, as our new
symbol indicates.

Our service to financial institutions is many
sided. It involves the careful, efficient integration of
four elements to produce a new building. We bring
together the client, the marketing consultation, the
architectural engineering skills and the construction
know-how and experience that results in satisfying,
esthetically pleasing, economical and functional bank
buildings.

And so, our new symbol. One element tying to-
gether four areas into an interesting, synergistic unit—
the whole that is greater than the sum of its parts.

Write or call for complete information
on full service building, the BOA way.

Bank Consultants of Rmerica

HQ.: 6464 W. 14th Ave., Denver, Col., 80214, 303-232-7498

Midwest: 2701 Algonquin Rd, Rolling Meadows, Ill. 60008, 312-394-5370

S.W.: 4230 LBJ Freeway, Dallas, Tex., 75234, 214-387-2999
S.E.: 452 Londonberry Rd, NW, Atlanta, Ga,, 30327, 404-252-6125

I N S T A N T 9
LOBBY DIRECTION

REQUEST CATALOG

ARMENTO BANK DESIGN
1011 MILITARY RD.
BUFFALO, N.Y. 14217

Phone 716-875-2423

BG/12

sales presentations were made (its
county, Manatee, has a large retiree
population). The S&L ran one media
ad on the day social security checks
were received in April, when the pilot
program started in Florida. This fall,
when seasonal retirees return from the
North, First Federal plans a much
stronger campaign to attract SSDD
savers.

First National of Clearwater, Fla.,
doesn’t believe it gained new customers
from its marketing efforts—statement
stuffers, ads in newspapers and in a
large local condominium complex news-
letter and a special lobby table manned
by two marketing department em-
ployees. However, it reported gaining
automatic deposits of checks other than
social security (pensions, annuities,
dividends, etc.). Additional employees
were hired to carry the increased work-
load created in the mail-in department.
In one month alone, the number of new
direct-deposit customers was increased
by 650 persons.

First Bank of Boca Raton, Fla.,
found out what its social security mar-
ket was by contacting the Social Se-
curity Administration in Washington.
The latter advised the bank that about
10,000 persons were receiving social
security or supplemental security in-
come (SSI) payments in its trade area,
which is fairly well limited to one zip
code number. The bank spent $1,500
in marketing its SSDD program and
reported a 6% increase in new checking
accounts as a result.

Florida Federal S&L of St. Peters-
burg mounted a direct-mail promotion
that produced a 15% to 20% response
in beneficiaries—1,900 participants—
signing up for the SSDD program as
of the end of June.

First Federal S&L of Augusta, Ga.,
contacted potential SSDD customers
personally or by mail after determining
that about 600 social security checks a
month were being cashed, deposited
or paid on home loans at the S&L. The
S&L now is receiving about 100 SSDD
checks a month totaling about $11,000.
All indications are that participants are
leaving the bulk of this money in for at
least a month, and the average balance
for all SS accounts is $3,800. All were
original account holders with First
Federal.

Financial Federal S&L in Miami
Beach, Fla., signed up 1,300 bene-
ficiaries the first month. It reportedly
ran the first social security ad in the
city, but didn’t advertise in newspapers
after that. Instead, the S&L used dis-
play booths, banners and posters in its
offices to remind customers of the new
service.

During its first month, American
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M. TravelingCrediit
can steeryou
tosmoother
creditsailing

The credit seas are rough these days, and filled
with rocks and shoals. Call Douglas-Guardian’s
Mr. Traveling Credit and let him chart a
smooth, safe course for one of your major
credit problems—inventory loans.

« We bring the warehouse to your inventory.
* You retain title and control.

« We smooth the way for your bank to extend
the credit you need.

Call Mr. Traveling Credit today for details.

Douglas-Guardian Warehouse Corporation

P. O. Box 52978, New Orleans, La. 70152, Phone (504) 523-5353
Offices in 15 principal cities
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Federal S&L of Orlando, Fla., signed
up 300 beneficiaries. It prepared for
the SSDD program by using internal
records to identify SS beneficiaries.
Work started four months before the
Social Security Administration notified
beneficiaries that direct deposit would
be available.

American Federal categorized pros-
pects into four groups: existing cus-
tomers who deposited their whole
checks; existing customers who de-
posited part of their checks; customers
who cashed their entire checks and a
control list of possible beneficiaries.
The last group was obtained from
membership lists of the S&L’s savers
club, from elderly customers who en-
tered a prize drawing and from at-
tendees at programs for senior citizen
organizations. In all, the S&L identified
about 4,500 prospects.

Goals were set for sales to each
group: Management expected to sign
up half the first group, 30% of the
second group, 20% of the third group
and 15% of the last group.

The S&L had trained savings coun-
selors to make presentations at retire-
ment homes or in lobby visits by pros-
pects. Beneficiaries were encouraged
to deposit checks in a First Americount,

SOCIAL SECURITY
DIRECT DEPOSIT

Advertising Package
Available Now
$28.00

e Camera ready newspaper

advertisement

« Radio script

e Colorful lobby display

Call or write
today!

BANK MARKETING SYSTEMS, INC.

J. Roy Smith

The First National Center

P. O. Box 25189 (405)232-1952
Oklahoma City, Oklahoma 73125
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DD Help for S&Ls

Slide presentations on direct de-
posit of social security checks are
available to members of the U. S.
League of Savings Associations. They
are:

Direct Deposit of Social Security
Payments: A Plan for Action.

Direct Deposit of Social Security
Payments: A Better Way.

These slide presentations may be
borrowed free of charge or pur-
chased for $50 from: Funds Transfer
Research Department, U. S. League
of Savings Associations, 111 East
Wacker Drive, Chicago Il 60601.

a plastic card-statement savings ac-
count featuring telephone transfers,
free money orders, free travelers
checks, bill payments and pre-autho-
rized payments.

Direct-marketing expense was mini-
mal, an S&L officer reported, with the
association running only one or two
ads. Most of the effort was put into
counseling with the customer about his
or her needs and providing services
that would fulfill these needs.

Invisible
Signature
Verification

for: Passbooks

[.D. cards

BESCO's Black Light Invisible Sig-
nature Verification System is the
most efficient, economical way to
offer faster more dependable cus-
tomer service.

Simple and inexpensive to install,

this time tested and universally ac-

cepted method for ON-THE-SPOT

signature verification:

0O Eliminates referring to signature
cards

O Facilitates
tions

O Complements ON-LINE systems

0O Uses existing passbooks

O Is adaptable to ANY, including
plastic embossed, I.D. card.

interbranch transac-

For information call or write:

BESCO

57 Madison Ave.,
Hempstead, N.Y.

(516) 481-4222

Dealer Inquiries Invited

Coral Gables (Fla.) Federal S&L re-
ported signing up 1,500 direct-deposit
customers as of the second week in
August, and more are coming in regu-
larly. The S&L started six months prior
to the effective date by listing all SS
checks that crossed the counters in all
its offices. From these 4,300 items, the
S&L compiled a mailing list, which was
used in a promotion one month before
SSDD went into effect. This letter was
accompanied by a brochure explaining
the new service and was augmented
with radio, TV and newspaper adver-
tising.

In marketing SSDD, what benefits
should be stressed? Perhaps a bank in
Missouri, where the program is just
getting underway, said it best in one of
its newspaper ads. Plaza First National
of West Port, a suburban St. Louis
bank, listed these benefits:

< No more worry about lost or stolen
checks from the mail.

e No more delay in
checks.

= No more extra trips to the bank
to deposit the check.

« The certainty of having money in
an account on the exact date each
month, thus enabling the recipient to
start using it immediately. * *

receiving

HOW TO DO
A BETTER JOB

Increase profits, get the edge on
competition, keep your customers
happy, and attract new business --
all without spending a lot of money,
hiring additional people, or becoming
involved in complex, time-consuming
activities.

How? Financial institutions large
and small across the nation are achiev-
ing these goals through use of a new,
easy-to-establish guideline for action
known as MARKETING AUDIT . ..
a 10-section, comprehensive (but
easy) questionnaire which you answer
yourself.

When completed, you will know
at once the public relations and mar-
keting strengths and weaknesses of
your financial institution and, just
as important, what should be done
for improvement.

Written and copyrighted by an
experienced marketing officer who
has been in the business more than
20 years, MARKETING AUDIT is
worth far more than the $25 it costs.
Full refund if you don't agree!

MARKETING AUDIT
1760 Boxford Road
Trenton, Michigan 48183
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Heller...the difference betweenwhat

your customerwantstoborrow
andwhatyouarewilling to lend.

Under today’s conditions, you may find that you
aren’t willing to lend as much as a customer
requests. As a result, you may create cash prob-
lems for established customers or turn away
new business.

When you’'re in that situation, think in terms of
Heller and a participation loan. Very simply,
your bank funds the portion of the loan it wants
to extend; Heller provides the difference up to
your customer’s full borrowing capacity on a
secured basis. Then Heller does all the admin-
istrative work on the loan.

So you have the comfort of a secured loan
without the cost of handling it. And your bank
continues to render all other bank services to
the customer. Through participations, smaller
banks up to many of the 25 largest commercial
banks in the country are benefiting from Heller’'s
more than 50 years of secured financing
experience.

Heller help is important to your bank and your
customers today more than ever.

And available right now.

Walter E. Heller & Company 105 W. Adams St., Chicago, Illinois 60690

HELLER

Financial Services

New York « Boston ¢ Philadelphia ¢ Baltimore ¢ Syracuse e« Detroit
Kansas City « Atlanta ¢« Miami *« Birmingham ¢ New Orleans ¢ Dallas -
Houston»Phoenix»Los Angeles»San Francisco»Portland*San Juan P.R.
Heller services also available through Heller Companies in Canada
and twenty other countries around the world.
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How To Put

The Human
Touch In Your
Customer
Communications.

Here’s an inexpensive way to
show your special interest in
the people most important to
your business—your customers,
employees, and prospects.

Send them an exclusive good-
will magazine packed with
human interest — the kind of
wholesome material that gives
the reader a lift. Create the en-
during goodwill and confidence
that builds business and profit.

Cost is surprisingly low for a
fully-individualized publication
you’ll offer with pride.

For samples of how other bank-
ers are using this effective ser-
vice, mail coupon below.

TOWN CRIER PUBLICATIONS

P.O. Box 40, Litchfield, Illinois 62056
A service of Henrichs Publications

Yes, send me a FREE Town Crier Pub-
lication and details about an exclusive
edition for our bank.

Direct-Deposit Program:

Major Problems Encountered

IRECT DEPOSIT of social security

checks, which now can be offered
by financial institutions everywhere,
has marketing opportunities as shown
in the preceding article. However,
there are problems connected with it,
too, as shown in a survey made by
editors of this publication among banks
and S&Ls in Georgia and Florida,
where direct-deposit pilot programs
have been going on since November,
1974, and April, 1975, respectively.

In summary, these problems are:

= Social security checks are not
available from post offices until 12:01
a.m. of day of receipt. Thus, bank and
S&L personnel must come in early that
day—and sometimes on weekends—to
deposit checks to proper accounts on
day of receipt.

< Many social security offices are
slow in processing 1199 authorization
forms so that checks sometimes don’t
start arriving at financial institutions
for two, three or four months after
recipients sign up for direct deposit.

e Many SS recipients call banks and
S&Ls on day checks are received to
make sure they did arrive and were
posted to their accounts.

e Treasury has set up slow and
cumbersome claim procedure for miss-
ing checks.

e When SS recipients die, financial
institutions  receiving their checks
don't always learn of these deaths and
continue to post the checks. Some sort
of checkup is needed for these ac-
counts so that checks are returned im-
mediately to the Treasury when recip-
ients die.

800-424-9340
SS ‘Hot Line’

Have a question not answered in
your training manual on the social
security direct-deposit program? Use
the Treasury Department’s “hot
line”—800-424-9340, a toll-free
number. Trained personnel should
be able to answer your question or
“research” it for you.

Correspondence on the program
should be directed to: Department
of the Treasury, Fiscal Service,
Operations Planning and Research
Staff, Madison Place and Pennsyl-
vania Avenue, N.W., Room 226,
Washington, DC 20226.

S&Ls in Georgia and Florida managed
to solve many of the difficulties that
arose. Here’s how they did it:

In order to process all SS checks by
the end of banking hours on the third
of each month, when these checks are
received, First National of Clearwater,
Fla., now pre-types the deposit tickets
with the amount of previous checks.
This is fine as long as there are no in-
creases or decreases in amounts. The
bank said it hopes changes in amounts
can be kept to a monthly minimum of
3%. If such is the case, the bank can
handle the changes without problems,
but if the minimum goes up, First
National said it will have to look for a
better solution, at least for now. It will
be getting more sophisticated computer

Name - Missent checks sometimes take a equipment next year than it has now,
Title long time to be rerouted to the right and then the problem should be elimi-

financial institution. nated.
Bank = Authorization forms sometimes are Because SS checks aren’t available
filled out incorrectly. from the post office until 12:01 a.m.
Add = Sometimes when a husband and on day of receipt, First Federal S&L
ress ) ) ) X ) A N
wife both receive social security, but of Bradenton, Fla., simply brings in
City only one signs up for direct deposit, tellers at 6:30 a.m. to post these checks.
the check is posted to the spouse who Because of the slowness of many
State Zip did not sign up. social security offices in processing the
= Sometimes a great number of peo- 1199 authorization forms, Dade Fed-
Phone ple try to sign up at one time for di- eral S&L of Miami suggests that finan-
rect deposits. cial institutions just starting the direct-
Where there are problems, there deposit program tell their customers
usually are answers, and the banks and not to expect the first direct depositing
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around money the finest is ST

AUTOMATIC COIN WRAPPER

Amounts and denominations automatically indicated by
patented "red bordered windows”. Amounts in windows
always in register. . . eliminates mistakes. Accommodates
all coins from Ic to $1.00

TUBULAR COIN WRAPPER

Especially designed for machine filling ... a real time-saver.
Packed flat. Instant patented "Pop _Open” action with finger
tip pressure. Denominations identified by color coding ... 6
different standard colors.

RAINBOW COIN WRAPPER

Color coded for quick, easy identification. Red for pennies ...
blue for nickels ... green for dimes ... to indicate quantity
and denominations ... eliminates mistakes. Tapered edges.

DUZITALL COIN WRAPPER

Extra wide ... extra strong. Designed for areas where halves
are wrapped in $20.00 packs ... “red bordered window” for
ease of identification. Accommodates $20.00 in dollars, $20.00
In halves. Tapered edges.

9 BANDING STRAPS

5 OLD STYLE COIN WRAPPER

Basic coin wrapper in extra strong kraft stock. Printed in 6
different standard colors to differentiate denominations.
Triple designation through colors, printing and letters.
Tapered edges.

KWARTET COIN WRAPPER

Wraps 4 denominations in half size packages. A miniature of
the popular "Automatic Wra&)per". .. 25c in pennies, $1.00 in
nickels, $2.50 in dimes, $5.00 in quarters.

FEDERAL BILL STRAP

Package contents clearly identified on faces and edges by
color coded panels with inverted and reverse figures. Made
of extra strong stock to assure unbroken deliveries. Only pure
dextrine gumming used.

COLORED BILL STRAP

Entire strap is color coded to identify denomination. Printed
amount appears on top and bottom” of package. Extra wide
for marking and stamping. Extra strong stock for safe delivery
and storage. Pure dextrine gumming.

Ideal for packing currency, deposit tickets, checks, etc.... do not break
or deteriorate with age. Size 10 x % inches and made of strong brown
Kraft stock with gummed end for ease of sealing. Packed 1000 to a carton.

SEE YOUR DEALER OR SEND FOR FREE SAMPLES

THE C L. DOWNEY COMPANY = HANNIBAL, MISSOURI DEPT* MC
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to begin for at least 45 days.

As to the problem of phone calls
from recipients inquiring whether their
checks have been deposited, Dade
Federal has this solution: The S&L
has its computer—on the same day the
checks are accredited—print receipts,
which are mailed to the recipients. The
S&L believes that once SSDD custom-
ers become accustomed to this pro-
cedure, they will stop the phone calls.

The Sun banks of Florida offered
this solution: They modified their
statement drop cycle so that SSDD
recipients’ statements could be dropped
the day after deposits had been made.

NEW RESPA FORMS

SAVE TIME AND MONEY WITH

« Disclosure forms supplied in six parts
in two convenient sections, featuring
the advance and final disclosure sec-
tions. Also separate work sheet is
supplied as guide for typist.

» Spot carbonizing used on disclosure
form ADS-A to allow separate dis-
closure of borrower and seller fig-
ures. This can save customer em-
barrassment.

« Disclosure form and revised truth in
lending form feature signature blocks
for customer verification.

1.S.l. FINANCIAL PRODUCTS, INC.
P.O. Box 763
Alhambra, Calif. 91801

*«urte

nneapohs.

ter

This eliminates the necessity of send-
ing these customers credit advices.
Another advantage is foreseen down
the road. At least four times a year,
said the Sun banks, the Social Security
Administration sends informational fly-
ers to SS recipients along with their
checks. Now banks and S&Ls must
forward these flyers to direct-deposit
customers. This can be accomplished
easily, suggested the Sun banks, by in-
serting the flyers in the customers’ reg-
ular monthly statements instead of
mailing them separately.

The Treasury’s slowness in tracing
missing checks has not been corrected

UPDATED
TIME SAVING

ISI STOCK CARBON FORMS

» Complete instructions supplied with
each order.

¢ Custom imprinting available and im-
mediate delivery.

Forms are typewriter spaced and con-
form to all legal requirements of
RESPA act effective June 20, 1975.

Each form is color coded for proper
distribution of copies.

FREE SAMPLES AVAILABLE

(213) 466-7341

N\

need$

*SSS

your

tMim-

in either the Georgia or Florida pilot
program. It probably will be as the
project goes nationwide.

Deaths of recipients not reported to
financial institutions can result in po-
tential liabilities in years to come if
these recipients’ checks continue to be
posted to their accounts. Therefore, a
comprehensive checkup procedure is
needed—not only should newspaper
obituaries be watched, but other means
also must be sought to keep abreast of
recipients’ deaths.

The missent-check problem can be
solved only on a one-on-one basis, as
several banks and S&Ls pointed out.

First National of Miami Beach said
its main problem was incorrectly filled
out forms. The suffix letter of the social
security number was the offender most
of the time. The bank’s solution was
to have recipients bring in either their
Medicare card, social security card or
award letter. Minor items such as in-
correctly spelled names were corrected
on the spot, the bank added.

Dade Federal S&L of Miami also
has an answer to the problem of in-
correctly filled out forms. As the S&L
pointed out, authorization forms con-
tain the depositor’'s claim number,
which is not necessarily his SS number,
along with a letter suffix found directly
under the claim number on the SS
check. Customers will proffer their SS
number without realizing that they are
claiming through a different number,
said Dade Federal. To assure correct
processing of the authorization form,
Dade Federal suggested filling out the
authorization form with information
taken directly from a recipient’s check.

Occasionally, continued Dade Fed-
eral, a husband and wife receive sepa-
rate checks under one claim number.
The only difference on the checks is
that the husband will have the suffix
A and the wife, suffix B. The S&L re-
ported instances where the local SS
office has authorized both checks to go
to the S&L even though only one party
had authorized direct deposit. To com-
plicate matters, some checks meant for
the unauthorized party have been
credited to the authorized party’s ac-
count. To make sure that checks are
deposited to the correct account, Dade
Federal has programed its computer to
accept checks by claim number and
suffix so that unauthorized checks are
rejected.

When hundreds of people try to sign
up at one time, First National of Holly-
wood, Fla., uses this system: It sim-
ply photocopies the social security
checks, has each recipient sign the
1199 authorization form, verifies ad-
dresses as shown on the checks and
obtains other pertinent data. Then
these forms can be executed accurately
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STOP
CUSTOMER FRAUD

Photo-identity cameras have been effectively stopping bad
checks and fraudulent new accounts for over 10 years. The
policy of recording both the face and the
document on a single frame of film has
proven to be an effective deterrent to
customer fraud. This also provides positive
identification of customers for any future
reference. MICRO-CHECK cameras are
being used successfully by banks to
record all cash-out
transactions, both
over the counter
and through
drlve-In banking
windows, and for
Sample Picture protection
against illegal
safe-deposit box entry. LA
The introduction of the new
MICRO-CHECK camera with its
exclusive "Drop-in” film cassette makes
photo-identity transactions easier and
safer than any other method. Let us
show you how easy itisto reduce your
fraud losses by as much as 80%. That’s
a nice profit for your bank.

Contemporary
Design
East Coast Office:
East 36 Midland Avenue ¢ Paramus « New Jersey
07652+ Tele: (201) 265*8990
Manually
Operated Midwest Office:
Lever 19530 South Kedzie- Flossmoor

llinois- 60422- (312) 799-8710

West Coast Office:
1501 So. Alameda Street - Los Angeles
California 90021 « (213) 749-6211

MICRO-CHECK
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America’s
finest values
In bank

equipment

SALES - INSTALLATION

SERVICE

» Vault Doors
» Safe Deposit Boxes

¢ Pneumatic Tube Drive-Up
Systems (Underground-
Overhead - TV)

* Night Depositories

. everything needed to
equip a modern banking
facility.

CENTURY ICO
CORPORATION

P.O. Box 23275
New Orleans, Louisiana 70183
(504) 866-2553 / 737-9792

FLUOR-O-CHEK

at a later date by the bank’s personnel
department. First National added that
the customers were delighted at not
having to wait in long lines to sign up.

There are problems other than those
listed earlier in this article. For in-
stance, First National of Clearwater,
Fla., said that some customers wanted
to have other checks—pension, divi-
dend, etc.—deposited directly to their
savings accounts and their SS checks
placed directly in their checking ac-
counts. The bank found this almost im-
possible to do on the third of each
month without making errors. There-
fore, it now requires that all checks
for one person be deposited to the
same account number with a provision
that the bank can charge the checking
on a certain day of the month and
then transfer to savings. For example:
Pension and annuity checks are de-
posited to checking on the first of each
month; the SS check is deposited on
the third; on the fourth or fifth, First
National transfers a specified amount
from checking to savings. A customer
must sign an authorization card to ef-
fect such a transfer.

Whether to guarantee SSDD checks
is up to individual financial institutions,
of course. However, as the Sun banks
of Florida pointed out, those that don’t
guarantee may lose this business to
banks and S&Ls that do. By last April

1T

THE NEW SIGNATURE VERIFICATION SYSTEM
AFFORDS GREATER PROTECTION FOR YOUR

CUSTOMER
* Instantaneous signature verification — inter-branch transactions
* Flexible — can be used with customer check cashing card

« Affords greater security for mail account transactions
¢ Can be combined with black light system for greater security
e Inexpensive — can be installed for as little as $250 per branch

and 3-to-5i per account.

Write today for procedures and a 60-day trial evaluation kit — no obligation.
The FLUOR-O-CHECK Il is offered only through
ULTRA-VIOLET PRODUCTS, INC.

5100 North Walnut Grove Avenue, San Gabriel, Calif. 91778
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1, 35 of the 37 Sun banks had chosen
to guarantee and to waive all service
charges for anyone 62 or older taking
part in SSDD. As of July, the banks
guaranteeing SSDD deposits had not
reported any major difficulties.

In guaranteeing the date of deposit
for SSDD checks, the Sun banks as-
sured their customers that the amounts
of their checks will be available to
them on the date they’re scheduled to
be received, whether the banks actual-
ly have received the checks. The
mechanics of programing for the guar-
antee feature depend largely on each
financial institution’s computer setup,
added the Sun banks.

The Sun banks found that a guaran-
tee system could best be achieved with
an overdraft-type report. When a cus-
tomer signs up for SSDD, his name,
SS number and amount of the check
is recorded on a listing. From this in-
formation, a master file change is made
to the DDA record establishing an
overdraft allowance on the account in
the amount of the check. In this way,
the banks could easily administer the
guarantee feature and assure their
customers that their checks would be
honored even if their SS checks are
not received.

The Sun banks added that SSDD
participants’ accounts are flagged in
the customer service department so
that overdrafts that might appear on
account records can be distinguished
as being connected with the direct-
deposit program and are not being
viewed as a detriment to customers’
administering of their accounts. Each
such account is coded with designa-
tions identifying them as recipients of
benefit checks. These codes indicate
whether the check is due on the first
or third of the month. Additionally,
codes were developed on the banks’
audio-response system that inform the
teller that the account is a direct-de-
posit recipient.

In this way, if a withdrawal is made
on a recipient’s account on the first or
third, and the amount is NSF, the
teller would receive the direct-deposit
code. Another inquiry would result in
the amount of the check that’s due, and
the customer would be honored up to
that amount. * *



THE automare0 PERSONNEL SYSTEM

e A practical, modern approach to maintaining personnel records by computer.

* A pre-packaged system that is customized to fit your requirements.

e A system that can be up and running within 30 days.

e Provides a single data entry point for interfaced systems.

e The ability to access the automated file quickly for those special one-time reports.

A way of quickly establishing, maintaining and accessing employee personnel records with the
speed and accuracy of the computer.

IF YOUR INTERESTIS ... * MORE COMPLETE/ACCURATE PERSONNEL RECORDS
+ QUICK ACCESS OF PERSONNEL DATA
personnel + WAGE ADMINISTRATION
data + BENEFITS-STATEMENTS
systems « ABSENTEE REPORTING
ine ' + STAFFING CONTROL

¢ SKILLS INVENTORY, ETC.

TAKE AL OOKATPASS ... THEAUTOMATED PERSONNEL SYSTEM.

WHITEMARSH PLAZA, 15 EAST RIDGE PIKE, CONSHOHOCKEN, PA. 19428  (215) 828-4294

apremium promotion
guaranteed tomake people

feelwarm all over!
andyoull haveawarm feelingwhenyousee theresults

Faribo blankets, robes and throws have proven
themselves to be ideal premiums year after year.
They don't break, never need repair, a family can
always use another, and they even qualify as
energy savers. On top of all that, they’re colorful
and beautiful.

We've developed a premium program, exclusively
for financial institutions, featuring four of our most
popular items. It's backed by acomplete and color-
ful promotion package with the fun theme...“an
offer from us guaranteed to make you feel warm all
over!” And behind the whole program is Faribo service,
proven through more than ten years of working with
financial institutions.

Even though we've just released the program the
response has already been tremendous. If you'd
like to explore the idea of
havingthe“warm feeling”
premium program as an
exclusive in your market,
just write us or call
Charlie Champlin at 507-

334-6444.
We'll fill you in on all the ;500 yw. 2nd Ave.
detalils. Faribault, Minnesota 55021
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Make Your Next Christmas ‘Greener’

By Planning Ahead for the Season

ERRY Christmas!

Right: And as most banks and
savings and loan associations have
learned, the earlier one starts thinking
“Christmas,” the more likely that it
will be a merrier one—as far as busi-
ness is concerned.

In improved public relations—in-
ternal and external. In better customer
relations. Even in new business. That
is why so many financial institutions
take a practical interest in the Yuletide
Season. It’s just good business.

For this there are several reasons.
First, Christmas is a sentimental season.
And since customers, like most people,
respond more readily to emotional ap-
peals, there is immediate rapport with
an emotional environment—the kind
so many financial institutions exude at
holiday time. That’s why customer re-
lations then can easily reach an all-
year high.

In September?

Secondly, lobby traffic is usually high
during this season. There are a number
of reasons why customers come in then
—which gives the institution face-to-
face relationships with many of the
people they serve. So, if the institution
reflects the warm spirit of the season,
much can be done to offset the cold,
dehumanized impact of the computer
age.

Finally, Christmas is a season when
financial institutions can put sizable
new business on their books. Over the
years, many ingenious gift ideas have
been originated by banks and S&Ls,
and while no threat to Christmas
volume of department stores, banks
and S&Ls do serve many “shoppers.”

With so many reasons for strong
holiday tie-ins, it’s natural that a goodly
number of companies specialize in
supplying these holiday needs. An ever-
growing demand by the financial

W hatdoes Smuckers have
that Santa doesnt?

A shop-early, take-charge business gift program.
Customers and employees alike will appreciate a Smucker
gift box. After all, its a famous name everybody
knows. A product everybody enjoys. Attractively
packaged. Many with beautiful, useful retentive
items that serve as reminders of your thought-
fulness for years to come. No wonder 80% of
our previous gift customers repeat their buy.

Best of all, theres a Smuckers gift for
everyone on your list, priced $3.75 to $29.95.

Be a smart Santa. And spread joy and

Smuckers this holiday season.

Withaname like Smuckers, ithas tobe

Very good business gifts.

Send to: Smuckers Preserves and Jellies
PO. Box 55
Orrville, Ohio 44667

Or, call John Jacobs,

Sales Manager (216) 682-0015

world has, in turn, led to important
mass-production economies. As a result,
virtually any financial institution—even
the smallest—can share important
Christmas benefits without jeopardizing
a meager budget.

Rasic supplies, of course, include
decorations for lobby, offices and drive-
up facilities. Because of the fire hazard,
live trees are about the only “no-no” in
a decorative plan. Wreaths, garlands,
electric candles, a wide variety of arti-
ficial trees in all sizes, corsage pins for
tellers, cutout displays of Christmas
scenes, elaborate displays (both in-
terior and outdoor)—literally anything
that might be desired or dreamed of—
are readily available to put the visual
spirit into a financial institution. Shop
the ads in this and other trade journals
for ideas. Most such decorations are re-
useable and can be amortized over a
number of years.

Some banks and S&Ls also use “ear-
appeal” to warm the holiday spirit.
Seasonal organ music is frequently em-
ployed to good effect. Local singing
groups and carolers offer lobby recitals.
In many institutions it’s not difficult to
recruit a good group from staff mem-
bers for this purpose.

Other customer-pleasing touches are
added with complimentary coffee,
candy for the kids and useful year-end

I am a potential buyer of 12 or more gift boxes.

O Please have your representative call on me with the details of the
Smucker Business Gift Program and a free gift of an old-fashioned
apothecary jar filled with Smucker’s Prestige Strawberry Preserves.

D Please send me your illustrated gift catalog.
Name . .Company
Title . .Street

_ State
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EXCLUSIVE “FINE ARTS” TRAY/PLAQUES

All beautiful full color authentic reproductions

A LOW COST - HIGH QUALITY - HIGH POWER - INCENTIVE AND PUBLIC-RELATIONS TOOL

CURRIER & IVES “WINTER”
A CHRISTMAS CLUB WINNER!

Dramatically successful in all areas
of the USA Memberships increased
by 200% and more!

Letters available confirming above

BICENTENNIAL SERIES FOR
YEAR-ROUND PROMIOTION

Unique opportunity to help your
community Bicentennial-wise and
yourselves good public relations-
WIS, at little or NO cost.

Write for details and exclusive

A “TRAY IS A TRAY IS A TRAY” JUST IS NOT SO!

There are trays of all kinds, cheap, intermediate and good, most of ordinary run designs and quality
reproduction, all generally sold retail, many discounted.

“FINE ARTS” trays are created for promotion use only, NONE SOLD IN STORES ANYWHERE! A truly
“exclusive” incentive and public-relations item of the Highest Quality Authentic Full Color Reproductions of
Originals, WITH HIGH BLIND VALUE IMPRESSION!

THE BEST VALUE FOR YOUR PROMOTION DOLLAR COMPARED WITH OTHER TRAYS
AND OTHER ITEMS

“Believe it or not”—a woman can have a dozen trays at home, she’ll want and go out of her way for still another
one IF UNIQUELY DIFFERENT AND BEAUTIFUL. Our “Fine Arts” trays are just that, particularly in our
unusual and lovely Oval shape and richly reproduced designs NOT SEEN IN STORES ANYWHERE, a real

“impulse desired” item.

Write for exclusive in your trading area. Send $1.00 to cover postage and handling for free tray.

FABCRAFT, INC. “The Tray People,” Frenchtown, NJ. 08825
See us at Las Vegas “Bonanza '75 - Booth #820.
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gifts such as calendars, budget forms
And the like. Caution: Such materials
must be ordered well in advance!

Many holiday touches have direct
new-business tie-ins. Long-time favor-
ites as gifts are such things as a new
savings account, specially decorated
Christmas checks and new currency in
an imprinted gift envelope. In recent
years, new currency also has been
‘packaged” as ingeniously folded
Christmas trees, Santa boots and dozens
of other designs that have proved pop-
ular. Other new ways of giving gift
currency include “canning” it in sealed
cans and offering money for sale “by
the pound,” using new coins packed
in transparent gift containers.

Many gift suggestions are available
to financial institution customers each
Christmas in the form of self-liquidating
premiums. Christmas record albums,
books, silverware and other gift sug-
gestions are offered at attractive prices,
providing bargains for customers and
desirable lobby traffic for the institution
“—at virtually no cost to the bank or
S&L. Check the suppliers advertising
premiums (many in this issue) for ap-
pealing ideas in this field.

Christmas, traditionally a time of
good will, is an excellent opportunity
for “coldblooded” institutions to add
warmth to their “good will.” The holi-
day season is especially appropriate for

thank-you messages to customers and
friends of the bank or S&L. Least ex-
pensive is a variety of insert folders
(available from many sources) to add
to year-end statement mailings and
other correspondence. For especially
good customers, a personal letter is
even better and pays big customer-
relations dividends for a nominal in-
vestment.

One of the oldest (and most suc-
cessful) Christmas promotion ideas, of
course, is a Christmas club. Customers
like it, so do financial institutions, and
each year—with a little promotional
push—it continues to be a good source
of deposits. Full details are obtainable
on request from any of the firms offer-
ing Christmas clubs.

One of the newest Christmas-pro-
motion areas is an idea used by small-
town banks to keep Christmas shoppers
in their hometown stores, instead of
losing them to nearby metropolitan
centers. In Deerfield, 111, for example,
the local bank joined with the town’s
Chamber of Commerce and Merchants
Association in a “Christmas Gift Guide”
drawing. With it, residents—when
shopping in Deerfield—became eligible
for special drawings and prizes, thus
providing an appealing incentive for
shopping in their hometown.

In a similar vein, Madison Avenue

M usic Pays Big

Dividends

E»incustomers

Music makes the world go 'round and nothing can create
customer traffic within your banking establishment like

the offering of today's top sounds sung by today's top
stars! Whether your customer's preference be for the
honesty of country music, the heavy sounds of the rock
scene, or the fresh excitement of today's pop stars
Pickwick's got the music! For account openings the offer
of music can't be beat, Pickwick premiums have always
For complete details, write;

Mr. S. Gordon Strenger, Pickwick International, Inc.

135 Crossways Park Drive, Woodbury, N.Y. 11797.

performed in the black...

(516) 364-2900

Pickwick Records & Tapes

BG/24
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Associates, Nashville, has syndicated
an effective campaign enabling a small-
town bank to keep more Christmas
shoppers’ dollars at home. Titled “Try
(name of city) First,” this promotion
provides everything needed by a bank
to mount a successful community cam-
paign—including window stickers,
counter cards, shopping bags, radio
announcements, camera-ready news-
paper ads, press releases, logos, letters
—even lapel buttons for participating
companies and bank employees.

Many banks have found this an
effective way to keep shoppers’ Christ-
mas dollars in the community. In
Eufaula, Ala., for instance, this cam-
paign kept an additional $800,000 “at
home” last Christmas when the local
bank first used this idea. Banks using
this service report in addition an in-
crease in commercial accounts, a stimu-
lated officer call program and added
public relations benefits throughout the
community.

Christmas promotion ideas for banks
and S&Ls are many and cover a wide
field. Most are well advertised (in this
journal and others), and a check of
these suppliers will prove interesting
and profitable to any institution wish-
ing to make its holiday seasons
“greener.”

Let us be the first this year to wish
you “Merry Christmas!” * *

OUTSTANDING CHRISTMAS DECORATIONS Designed
especially for your Bank by One of the Nation's Largest
Display Manufacturers
BOUGH WREATHS . .
GARLAND DRAPE . ..
Useable for Years . .
form to your decorating theme
catalog of ideas ...

. Interior/Exterior PINE
. WALL SWAGS ... TREES . ..
BELLS . . . ETC. Fireproof . . .
. Custom designs produced to con-
. Write for colored
or phone James Duncan collect.

126 NORTH PARK
GLEN ELLYN, ILL. 60137

DISPLAY CORPORATION 312 - 858-1631
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.. TIMETABLE FOR FEDERAL TAXES

When you deposit your Federal business taxes with this bank you enjoy these advantages:

CONVENIENCE—Make your tax deposits while attending to your other banking needs. This

bank is an authorized depositary of the U.S. government and is prepared to accept your tax
payments either by mail or in person.

PROTECTION—Guard your firm against late-payment penalties. The date we accept and date
your deposit establishes the date of payment. This bank maintains complete tax deposit records
which are always available to verify payment dates.

INFORMATION—We always stand ready to guide you and provide you with full tax deposit
information.

BANK NAME IMPRINT HERE

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



TYPE OF TYPE OF PORTION OTES AND REQUIREMENTS

DATE DUE FEDERAL TAX DEPOSIT FORM FINAL DATE FOR PAYMENT OF: iril"UE NOTES
Jan. 6,1975 Payroll 501 Withheld Income & FICA Tax for December 23-31,1974 Al (a) Assumes cumulative undeposited payroll tax liability reached $2,000
| during the quarter monthly period shown. See below: "REQUIREMEN
Jan. 10 Payroll 501 Withheld Income & FICA Tax for January 1-7,1975 Al (a) DEPOSITING PAYROLL TAXES™.
Jan. 20 Payroll 501 Withheld Income & FICA Tax for January 8-15,1975 Al (a)
Jan. 27 Payroll 501 Withheld Income & FICA Tax for January 16-22,1975 Al (@ ®) $§“€§§WT‘9TSE'5U?§EE'& Nf;‘; ;ggiggpggﬁnste 'gisYthﬁoTE;tE;{{fS than
Jan. 31 Payroll 501 All Undeposited 1974 Withheld Income & FICA Tax All (©
Jan. 31 Excise 504 All Undeposited 1974 Excise Tax Al (e) (c) Assumes undeposited quarterly payroll tax liability was under $2,000. See
. "REQUIREMENTS DEPOSITING PAYROLL TAXES”.
Jan. 3L Unemployment 508 All Undeposited 1974 Unemployment Tax All ) N FoR °
Feb. 5 Payroll 501 Withheld Income & FICA Tax for January 23-31,1975 All (@)
. (d) Assumes excise tax liability exceeded $100 for the month shown. Deposits
Feb. 12 PayroII 501 Withheld Income & FICA Tax for February 1-7,1975 All (a) or less are permissible but not required. See below: "REQUIREMENTS |
POSITING EXCISE TAXES” .
Feb. 18 Payroll 501 Withheld Income & FICA Tax for January, 1975 All (b)
Feb. 20 Payroll 501 Withheld Income & FICA Tax for February 8-15,1975 All (@ (@) Assumes undeposited excise tax libility for the calendar quarter exceed
Feb. 26 Payroll 501 Withheld Income & FICA Tax for February 16-22,1975 Al @) e RN TS o o B Ky Saramunication
Feb. 28 Excise 504 Excise Tax of January, 1975 All (d)
Mar. 5 Payroll 501 Withheld Income & FICA Tax for February 23-28,1975 _ MA (a) (f) Assumes cumulative undeposited unemployment tax liability exceeded 3
X X the quarter or for a period of two or more quarters within the same calend
Mar. 12 Payroll 501_~P\P"4d-i"ome & FICATax for March 1*u}97i5 (@ See below: “REQUIREMENTS FOR DEPOSITING UNEMPLOYMENT TAXES''
Mar. 17 Payroll» A Tax foj¢, P fy f v

THIS IS AHIRST

Our friends at this publication tell us that this is the first adver-
tisement that is also a product sample. _

While we don’t think we’re going to end up in the GuirlBss Book
of Records, it does show you how anxious we are to get our Tax Cal-
endar into your hands. Then it sells itself.

More than*38ft»banks, from the top ten down, are already using
our T. T. and L. material, but we think that every bank*, regardless of
size, should be aware of its usefulness and potential value.

THE PRUDENT BANKER, especially in these unusual times, we
feel, would wish to service and to hold on to his present T. T. and L.
accounts and to try to add additional ones. And our Tax Calendar can

Digitized for FRASER help. . .
https://fraser.stlouisfed.org WE SUGGESTS) give Tax Calendars to 3l commercial accounts,

Federal Reserve Bank of St. Louis m n



the Bank. (2) Use a Tax Calendar as a catalyst when opening new
commercial accounts. It's the surest way we know of to get new T. T.
and L. business. (3) Make it a tool in your Officer Call Program Kkit.
It's probably America’s #1 officer call tool.

*not available in California

m TAX CALENDARS

100-499 .....cooeeiiiiennne, 300 1,000-9,999 ................ 170 £Lre */ iM
500-999 ....oiiiiiiien, 240 10,000-or more.......... 14v20 Y/re///te & r
& priees

Calendars may be imprinted in any amount. Minimum charge for set-up and plates to imprint is $30.00 for the first time. Plates
held from year to year at no charge. Set-up charge is $15.00 for each additional usage. Imprinting charge is $5.00 per thousand

with a $5.00 minimum charge.

NOTE: The Printing Industries of America's printing standards call for a possible
10% overrun or underrun. PLEASE DO NOT ATTACH CHECK, wait for final bill.

motivational systems, Inc.

400 Madison Avenue m New York, N.Y. 10017" (212)688-9250

f a Now on Ute-froirtdouer- rfk reall<j 'P /fi/tiAtiTg//

[ In Addition to Tax Calendars check for other product samples.

i\ A

oo

(ZIP)'ScoreYourself Self Qualifying Applications for Loans, Charge Cards,
etc., etc.

Quick-Key Non-Scoring Applications for Loans, Charge Cards, etc., etc.
Custom printed applications for Loans, Charge Cards etc., etc. Free mock-
ups and prices available. (ZIP or Quick-Key) OF be-ttP" or *TOO* .

Gold Key Auto Charge Card — Exclusive with one bank in an area. Qqc/rr& rf
New Collection pieces. A different look can help. Great for your Collection
Dept. 3 ? ¢ Or V&vBVS/AA&cs-j
Trust Charts (TIP) new tool to bring in qualified estate planning -------------------
Our new goal oriented Savings Program: Exclusive with one bank in an area.
A complete Tax Calendar sample plus Tax Brochures #1 and #2 to increase
T. T. and L. profits.

Any questions: call collect (212) 688-9250 —Jack Wolf, Exec. V.P.

Digitized for FRASERe cute cue A y altl
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QUANTITY IMPRINTED
O yes O no

O lam enclosing logo ‘slicks’ for front and back

O lam enclosing logo, please adjust to size

NAME OF BANK

YOUR NAME TITLE

ADDRESS
(No P.O. Box please)

STATE ZIP CODE TELEPHONE
(area code)
SHIPPING ADDRESS (IF NOT SAME AS ABOVE)

*NOT AVAILABLE IN CALIFORNIA



ENERAL RULES FOR
DEPOSITING FEDERAL TAXES

VHAT FEDERAL TAXES ARE ELIGIBLE FOR
JEPOSIT AT THIS BANK:

Vithheld Income and FICA Taxes (Tax Reported on Forms 941,941E, 941 PR,
941(010), or 941SS)

torporate Income and Estimated Taxes (Taxes Reported on Form 1120)

ixcise Taxes (Taxes Reported on Form 720)

tailroad Retirement Taxes (Taxes Reported on Form CT-1)

nemployment Taxes (Taxes Reported on Form 940)

oluntarily Withheld Income and FICA Taxes for Agricultural Workers (Taxes
Reported on Forms 943 or 943PR)

ax Withheld at Source on Non-Resident Aliens, Foreign Corporations, and
Tax-Free Covenant Bonds (Taxes Reported on Form 1042)

I/IHERE TO MAKE FEDERAL TAX DEPOSITS:

enerally, the eligible taxes listed above should be deposited in an author-
ed depositary. As a service to our business customers, this bank, an
uthorized depositary of the United States Treasury, accepts Federal tax
eposits.

\IHEN TO MAKE FEDERAL TAX DEPOSITS:

usinesses must periodically deposit certain Federal taxes in an authorized
epositary of the United States treasury on or before the pre-established
ue dates included here. Msny rules have been established by the gov|rn-
lent for these tax deposits, and t'he%ppHcation of these rules can vary
etween depositors. The No'es included with the Timetable will Help deter-
line if a due date applies to your situation.

OW TO MAKE FEDERAL TAX DEPOSITS: * M,

. Verify all the information preprinted on the appropriate Federal tax deposit
form.

. Complete the appropriate form and the stub following the directions otf
lined on the deposit form. All deposits must be accompanied with the
appropriate Federal tax form.

. Draw your checks payable to this bank.

. Bring or mail your payments o us by the dates shown on the Timetable,
together with the completed Federal tax form. Keep the stub with your
tax records.

IOW TO MAKE FEDERAL TAX PAYMENTS WITHOUT
EDERAL TAX DEPOSIT FORMS:

ederal tax depositaries are prohibited from accepting any Federal tax
eposits without appropriate or correct tax deposit forms. Tax payments
without appropriate or correct forms must be mailed directly to the Internal
evenue Service Center where your returns are filed by the dates due.
Iclude your check payable to the Internal Revenue Service together with
letter stating your business name, address, taxpayer identification number,
'pe of tax, tax period ending date, and the amount of the enclosed deposit.

IOW TO ORDER FEDERAL TAX DEPOSIT FORMS:

he following forms can be ordered at the Internal Revenue Service Center

r District Office where you file your returns:

orm 501 —Withheld Income and FICA Taxes

orm 503 —Corporate Income and Estimated Taxes

orm 504—Excise Taxes

orm 507—Railroad Retirement Taxes

orm 508—Unemployment Taxes

orm 511 —Voluntarily Withheld Income and FICA Taxes for
Agricultural Workers

orm 512 —Income Tax Withheld on Non-Resident Aliens,
Foreign Corporations, and Tax-Free Covenant Bonds

IOW TO APPLY FOR AN EMPLOYER
ENTIFICATION NUMBER:

mployers that have not applied for an identification number can do so on
orm SS-4, available from any local Internal Revenue Service office.

FEDERALTAX RETURN
FORMS AND DATES

Withheld Income and FICA Taxes:

Form 941,941E, 941 PR, 941 (010), or 941 SS
*(Filed Quarterly: 4/30/75, 7/31/75, 10/31/75,
2/2176)
*(1/31/75 for Fourth Quarter 1974 return)

Corporation Income Taxes: Form 1120
**(Filed Annually: 3/15/76)
**(3/17/75 for 1974 return)

Excise Taxes: Form 720

***(Filed Quarterly: 4/30/75, 7/31/75, 10/31/75,
2/2176)

***(1/31/75 for Fourth Quarter 1974 return)

Railroad Retirement Taxes: Form CT-1
(Filed Quarterly: 6/2/75, 9/2/75, 12/1/75,
3/1/76)
(2/28/75 for Fourth Quarter 1974 return)

Unemployment Taxes: Form 940
*(Filed Annually: 2/2/76)
*(1/31/75 for 1974 return)

Voluntarily Withheld Income and FICA Taxes for
Agricultural Workers: Form 943 or 943PR

‘ (Filed Annually: 2/2/76)

*(1/31/75 for 1974 return)

Income Taxes Withheld on Non-Resident Aliens,
Foreign Corporations and Tax-Free Covenant Bonds
Form 1042

(Filed Annually: 3/15/76)

(3/17/75 for 1974 return)

FOOTNOTES

Mftimely deposits were made of the full amount of t
taxes due for the quarter, the return may be filed

or before the tenth day of the second month folio
ing the quarter.

'‘Or, on the 15th day of the third month following t
close of the taxable year when the corporation is
a calendar-year taxpayer.

‘Returns for excise tax may be filed on or before
tenth day of the second month following the end
the quarter when full and timely deposits have be<
made for the quarter (applies to all returns excr
those for air transportation and communicatioi
taxes). Returns for air transportation and commu
cations taxes are due on or before the last day of it
second month following the end of the quarter.
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Officer Ugg
directs traffic
and goodwill
to financial
Institutions.

The largest agency in the U.S. has
developed a poison prevention
program as part of a complete
financial marketing package.

A really successful community rela-
tions program is one that involves a vital
and tangible service to the community,
and also happens to be so unique as to
be impossible for the competition to
copy.

It must be a consistent, continuing
program that will reach up to 80% of
the population, as opposed to the tradi-
tionally sporadic community programs
which have been hard pressed to claim a
20% impact.

You have just read a description of
the Officer Ugg Poison Patrol program
developed and packaged by Frye-Sills,
Inc., Denver division of Young &
Rubicam, in conjunction with its client,
Rocky Mountain Poison Center.

This highly successful community
relations program centers on a micro-
fiche readout machine called a Pois-
index. The system provides complete
treatment information on any one of
more than 100,000 dangerous products
and substances within less than 25
seconds. As a hospital emergency room
aid, its potential lifesaving and disability
prevention capability is limitless.

The system was authored by a na-
tional review board of clinical toxicol-
ogists and pharmacologists, who update
the information quarterly with the
addition of 12,000 to 15,000 products.
Renowned  toxicologist Dr. Barry
Rumack of Rocky Mountain Poison
Center heads the national board.

The program begins with the gift of a
Poisindex Machine by a financial insti-

tution or other sponsor to a local
hospital. That in itself is more than
worthy of a press conference.

At that time, or soon afterward,
Officer Ugg and his Poison Patrol are
introduced to the community. Advertis-

ing and publicity create awareness of
poison prevention and give useful infor-
mation on dangerous materials.

The public is urged to start a Poison
Patrol at home, using Officer Ugg
stickers to identify items that should
not be “touched, smelled or tasted.”

The stickers are available free-of-
charge at the offices of the sponsor,

along with information on poison
prevention.
Lives are saved, and injuries are

prevented or minimized, while the
sponsor’s image is enhanced, and traffic
is generated in his offices.

The program has been or is about to
be inaugurated by a number of financial
institutions from Casper, Wyoming to
Amarillo, Texas. A major dmg store
chain is considering it for a midwest test
market.

Officer Ugg and the entire com-
munity relations program can be pur-
chased as a separate package, or as part
of a full-blown bank marketing program
created and sold by the Programmed
Marketing Division of Frye-Sills, Inc.
The package includes a separate Com-
munity Involvement Program, Public
Relations Program, Special Promotions,
Cross Selling Program and a complete
advertising campaign. It’s much more
than a book of ads.

Also available through PMD is a large
selection of premium merchandise,
internal training and motivation pro-
grams and other marketing tools.

Frye-Sills accepts collect telephone
inquiries directed to either Al Ross or
Bill Talley.

Frye-Sills, Inc.

A Division of Young & Rubicam International Inc.
1200 Lincoln St. Denver, Colorado 80203
(303) 573-7335
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Premiums Do the Job’ for Banks, Thrifts

ITH LOAN demand easing, fi-
Wnancial institutions have been
placing less emphasis on incentive
promotions as a means of boosting de-
posits. Nonetheless, many banks—and a
higher percentage of S&Ls—are con-
tinuing to use premiums as a means of
attracting new customers through those
big front doors and as a means of main-
taining deposits—particularly savings
deposits—at current levels. The obvi-
ous purpose is to be prepared for any
unforeseen surge in loan demand.

Following are a selection of incentive
promotions used by banks and S&Ls
in recent months.

= Banks and S&Ls in cities scattered
widely throughout the country have
come up with new ideas to spark po-
tential savers’ interest in incentive
marketing programs.

Suburban S&L, EImwood Park, N. J.,
staged a branch-wide contest in which
depositors competed for 14 different
awards, including $50 worth of grocer-
ies every week for a year, or six months,

ORIGINAL OIL PAINTINGS

or three months, or one month, or one
week.

Oak Park S&L, adjacent to Chicago,
offered coupons which brought a 5%
discount on up to $50 worth of
groceries at any unit in a supermarket
chain. A deposit or add-on from $250
to $999 was required.

First National, Chicago, offered dis-
count coupons at 36 area businesses.
The book of discount coupons was
available to savers depositing $200 in
a new or existing account.

Lafayette S&L, St. Louis, tied in
with Show Case (a discount store)
catalog showrooms to offer savers bonus
gift certificates cashable with pur-
chases at any Show Case showroom.
Depending on the amount of the de-
posit, the certificates ranged from
$3.49 to $10. Depositors were given
money orders made out to Show Case.
A selection of Show Case merchandise
was displayed in each of six Lafayette
offices.

Both banks and S&Ls have been

A PRESTIGE PROMOTIONAL PROGRAM
GUARANTEED TO GET BIG RESULTS

Building new checking/savings deposits
and consumer loans with exciting original
oil paintings imported exclusively for you
from Spain, France, Austria, Italy and
Holland.

= Completely self-liquidating
= Paintings on 100% consignment

= Imported hand-carved frames, gal-
lery lites, decor book included FREE

= Unlimited supply of styles and sizes
« Priced from $5 to $55

= Complete advertising program pro-
vided at our cost

Because there is no middle man, you can offer these exquisite works of art at
amazingly low cost—at prices customers would expect to pay for the frames alone!
This means not only NEW business, but tremendous GOOD-WILL because of the
cultural benefits you will be providing to your community.

If interested in this program that has established PROVEN results, write or phone
TODAY. We'll send information or a personal representative.

CARLYLE IMPORTS

Elliott Zirlin, President

1591 Elinwood

Des Plaines, IL 60016

offered and have accepted opportunities
to tie in with national advertising of
standard grocery items. Member banks
of Affiliated Banks Corp., Wisconsin,
using the soup company’s slogan,
“Campbell’s like money in the bank,”
as a basis, gave a free can of soup to
every customer transacting business at
one of its banks on two February days.

Community Federal S&L, with six
suburban St. Louis offices, cooperated
with the manufacturer’s advertising
agency to offer a box top deal on Fab
detergent. Two dollars, plus three giant
size box tops, or $2 and two king size
box tops opened an account with a $5
deposit.

e Tying in with the national bi-
centennial, a host of banks and S&Ls
are using as an incentive promotion
a campaign built around a selection of
jewelry labeled American Heritage.
The collection includes almost a score
of ornaments, each of which has as its
center piece a United States coin. In-
cluded are the Eisenhower dollar, the
Kennedy half dollar, Lincoln pennies,
Jefferson nickels, Roosevelt dimes,
Washington quarters and even prized
Indian-head pennies. Reports indicate
that this last item has proved the most
frequently selected.

Banks using this premium collection
include Hoosier State, Hammond and
First National, Lincolnwood, 11
Among the S&Ls are First Federal,
Maywood; First Federal, Proviso Town-
ship; Cook County Federal, Chicago,
all Illinois; First Federal, Orlando, Fla.,
and East Cleveland S&L, Mayfield
Heights, O. The promotion was de-
veloped by Brandmark Sales Co.,
Lincolnwood, 111 Typical items whole-
sale at $.95 each.

- Starting approximately two years
ago, St. Louis S&Ls have become
virtually unanimous in offering selec-
tions of premiums in complementary
groups; that is, offering a list of premi-
ums, all of which have some relation-
ship to the others. A case in point is
Lafayette Federal Savings, whose ad-
vertising campaign pictured a bug-eyed
Alladin staring at his lamp in awe as
“A  Magical Selection of Spaulding
Gifts . . . FREE or at Legendary Prices

” swelled out of it. Thirteen self-
liquidators were offered for “prices”
ranging from $1.49 for a can of tennis

312/298-5777 balls to $41 for a man’s or woman’s

seven-piece golf set. Plus, of course,
BG/30
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a let of premiums with a
e to increase your
vings levels. And because they
come from international Silver, you
know they already have built-in
consumer acceptance.
\C1l/; ft;
lere’s more to our premiums,
oremiums. There’s our
m experts. They’ll work with
you,e!bow to elbow to design a
. zed program that will ‘work
w fe i» ell. And work well within your
udget. Be it for shod term

continuity. Or
Whatever your
objectives. We
nave a premium
program to fit.

For open-

ers. call

Cliff Cowles at

(203) 265-2391. Cr send for our
free premium catalog. ETher way,
you’'llbe ahead.

INTERNATIONAL
SILVER COMPANY

» international Incentives
{ A Division of
* d] International Silver Company
j Meriden, Connecticut 06450

I Attn: Cliff Cowles
| Pieasesendyourfreepremiumcala og. j
1 Nare

j Tdgdoe
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ANNOUNCING
THE NEW WINTERS
SIGN CATALOG

In Full Color

Our latest catalog will soon be avail-
able with magnificant four color photog-
raphy of every conceivable financial
sign. It makes it easy for you to see the
full range of signs available, the latest

a $250 deposit. Sports represented by
Spaulding merchandise in addition to
tennis and golf were volleyball, basket-
ball, soccer, football, and badminton.

e Omaha (Neb.) National, in a
campaign coincidental with the distri-
bution of last spring’s income tax re-
bate, found that an electronic digital
watch out-performed 42 other time-
piece styles in drawing new deposits
into the bank. The five-function watch
—it shows hours, minutes, seconds,
month and date—could be obtained for
$114.50, down to $89 with deposits
ranging from $200 to $10,000.

Jerry Anderson, second vice presi-
dent-marketing, attributed the high
incidence of requests for the digital
watch to three factors: It was a new
model never offered before in the
Omaha market; it had an obvious value
of well over $160 retail; and most pro-
motional advertising—television, news-
paper and direct mail—concentrated on
the particular model.

e “Time and temperature” was the
theme of a program used last spring by
Community Federal S&L which has
seven offices in suburban St. Louis.
In the promotion, 16 time-or-temper-
ature items were offered on a basis
that ranged from free to a top

selection of colors, materials, designs
and contemporary typography. Each
sign is designed to preserve the good
taste and dignity of the financial institu-
tions we serve.

The Winters Sign of Reputation

Over the years the Winters Sign Com-
pany has enjoyed the reputation as the
most prominent institutional sign com-
pany in the country. With a Winters
Sign you can enjoy the finest in mate-
rials, craftmanship and service and each
product carries with it a guarantee if
you are not completely satisfied ....

Write for your full color Catalog if
you are not already on our mailing list.. .

WINTERS SIGNS

157 Jefferson Avenue, Elizabeth, N.J. 07207
OR CALL: (201) 352-3725

A shredder simply doesn't destroy confidential material.
All it creates is a massive disposal problem and fire
hazard. If you want Security you need a Security Disinte-
grator. It will reduce unburst computer printout, bound
manuals, whole reels of microfilm, crumpled paper and
even offset plates into miniature confetti. And, it auto-
matically compacts and bags the waste.

Whether you want to destroy a few documents at a
time in your office or tons of material at a central loca-
tion, Security Engineered has the disintegrators and
tamper-proof confidential waste containers to match
your needs. Mail coupon for complete
information and a sample of disinte- B T «nrilili
grated material. Or telephone (617) IcJcoll
366-1488. Vommmmmmomemeeenne e )

Gentlemen: Please send me your catalog G“rmrm.lrﬂy

NAME *

Security Engineered Machinery

COMPANY NAME 5 Walkup Drive, Westboro, Massachusetts 01581

ADQRESS »
Position__
CITY.LINE— Company.
Address.
STATE ZIP city. Zip.
J—11
BG/32
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What S&H knows about
premiums, promotions and

merchandise could probably

fill a bank.

So Sperry & Hutchinson has
created Financial Promotion
Services— to fill your bank
with new deposits and loan
applications.

FPS has been developed to pro-
vide the expertise and expe-
rience necessary to successfully
generate increased deposits
and loans through the use of
premium promotions. Asa
division of S&H, one of
America’s oldest and largest
promotional organizations, FPS
benefits from an already estab-
lished network of trained
premium specialists, sophisti-
cated computer systems and
coast-to-coast warehouse facil-
ities which enable us to imple-
ment premium offers
immediately.

In addition, we guarantee full
return privileges of all mer-
chandise to participating

financial institutions. D

Digitized for FRASER
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Programs for financial institu-
tions include:

Direct Premiums

Continuity Programs

Internal Staff Incentive Programs
Travel Incentive Programs
Credit Card Programs

FPS offers a wide range of
quality merchandise for your
customers. Among the nation-

ally known and advertised
brands available:
Corning Ware

General Electric
Spalding Sporting Goods
Revere Copper & Brass
Oneida Silverplate

Seth Thomas Clocks
Cannon Linens

Levi's

Reed & Barton Silver

For complete information on Financial Promotion Services
contact Jack Kreuxburg General Manager, FPS at
(513)771-5590 or by returning the coupon below.

OFPS

FINANCIAL PROMOTION SERVICES
A DIVISION OF SPERRY & HUTCHINSON

3003 EAST KEMPER ROAD
CINCINNATI, OHIO 45266

Please send me full information on Financial Promotion Services.

Name

BG

Title or Position

Financial Institution

Address

State zip
O Please call me at

BG/33



Thumbody
ISa warm
and friendly
way of saying
you care
about your
customers

and your
community!

99

That’s the report from one enthusiastic
marketing officer. Similar praise is coming
from officers of the more than one hundred
banks and S&Ls of all sizes who have
used Thumbody, America's most successful
new advertising and promotion concept.
Capturing in dramatic fashion for the first
time the essential but elusive element of
customer service, it builds traffic, boosts
goodwill, bolsters staff morale and gener-
ates the most effective word-of-mouth
awareness you've ever seen. Today's con-
sumer demands individual service, and
Thumbody proves your determination to
serve each customer as somebody spe-
cial, as unique as his individual thumb-
print. Unusually flexible yet comprehensive,
a Thumbody program can be an exciting
short-term promotion or a long-term ad
theme - tailored to your goals, your market,
your budget. An extra-
ordinary competitive

6 edge exclusively

£ yours in your

if market! For all the

| facts (including

£ the complete

§ testimonial quoted

® above) call or

t write today.

is Call:
© EASTI(609) 924-3749
WEST 1(602) 279-8007

or send in this handy coupon:

PRINCETON PARTNERS, INC.

EAST: WEST:
245 Nassau St. 4747 N. 16th St., Suite D102
Princeton, NJ 08540 Phoenix, AZ 85016

I'd like the full story on the extraordinary

THUMBODY program-plus free sample materials.

name title

institution

assets phone

address

city state zip

BG/34

price of $10.95. A minimum $200 de-
posit was a prerequisite. Most popular
items in the campaign—which drew
8,587 new accounts and more than
15,000 add-on deposits—were an in-
door/outdoor thermometer and a hu-
midity meter/thermometer, both of
which were free, and a “weather
station” priced at $5.95 with a $200
deposit or free with a $500 deposit.
Total deposit gain during the seven-
week promotion was in excess of $12
million.

e Two banks in Chicago suburbs
offered premiums that were imagina-
tively different. They supported their
promotions with displays that ap-
proached the spectacular.

Heritage/ Oak Lawn Bank displayed
in its lobby a broad range of authentic
Indian jewelry that included rings,
bracelets, pendants and bolas, priced at

Indian jewelry incentives attract interest at
Heritage Bank, Oak Lawn, Il

savings of more than 50% from retail
value. Savers who deposited $100 or
more in either savings or checking ac-
counts could choose from the selection.
A deposit of $300 or more obtained
either an authentic Indian bead choker
or a ring, without charge.

Heritage/Olympia Bank, Chicago
Heights, trumpeted “Deposit today—
watch TV tonight!” In lieu of interest,
the buyer of certain CDs—$1,000 for
48 months, $2,000 for 30 months, or
$5,000 for 12 months—could take home
a table model television set. The Pana-
sonic color sets had 13-inch screens,
were 100% solid state and were avail-
able in walnut or white. However, if
the CD should be redeemed before ma-
turity, the value of the set would be
charged against the certificate.

= Fidelity Bank, Creve Coeur, Mo.
(a St. Louis suburb) has been flying
high with a selection of 10 household
items, including a percolator, a label
maker, a heating pad, a teflon griddle,
sun glasses, a clothes steamer, um-
brellas, a trouble light, an electric
alarm clock and an untangler comb.
Any one of the 10, plus “A host of

other gifts, too” was free with a $100
deposit to open a no-cost checking ac-
count.

= First National, Chicago, which in
recent years has been having phenome-
nal success with timely, current-events-
oriented promotions, last spring built
a campaign around the theme: “Save
money; eat in tonight.” Featured in
the promotion were three self-liqui-
dators, each of them an electrical ap-
pliance. By making a savings deposit
of $250, new or old customers could
buy a West Bend Slo-Cooker for
$13.95. A drip coffee maker of the
same brand cost $15.95 and a Proctor-
Silex toaster cost $16.95.

= Big Bend Bank, Webster Groves,
Mo. (a St. Louis suburb), introduced
to its market a comparatively novel
continuity premium, a series of six
cookbooks under the “Ideals” label. Each

Scott Hunter (l.), v.p. at Heritage/Olympia
Bank, Chicago Heights, IlIl., discusses TV pro-
motion with customer. Color TVs were given
in lieu of interest.

book in the set was available for a
savings deposit of $100. Early ads
featured the “Family Garden Cook-
book,” which included in its 64 pages
a vegetable gardening guide, how-to-
do-it chapters on canning and freezing
vegetables, as well as recipes featuring
home-grown vegetables.

e Industrial Valley Bank, Philadel-
phia, obtained more than 12,999 new
savers and 20,000 new members for
its “Bernie Parent Savers Club,” named
for the goal tender of the Philadelphia
Flyers hockey team. With a $50 deposit,
members received a Flyers warmup
jacket, a photograph of Bernie Parent
and other hockey items.

= Commercial National, Kansas City,
Kan., attracted $2 million in four-year
CDs during a six-month promotion that
offered a 12-inch Sony color TV in
lieu of interest. Lloyd O. Burton, the
bank’s marketing officer, reported that
at the campaign’s height, one employee’s
full-time job was loading televisions
into customers’ automobiles. * *
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What are You Goir

The "Second Signing of the
Declaration of Independence"
has been called, "the best
bank promotion of the decade.

g to Do

About the BICENTENN

Here's a Prestigious Program
With Maximum Community
and Employee Involvement

Public Relations...

Pronotions...

m The Heritage Highlights series includes six
powerful community-involvement promotions
such asthe "Second Signing of the Declaration of
Independence," scholastic promotions, merchan-
dise promotions, all with detailed instructions.

Newspaper Ads...

Digitized for FRASER

m Heritage Highlights features 45 one and two-
color newspaper ads, ready to run with your
bank logotype, including 27 authentic historical
story ads, teaser and announcement ads plus
prestigious promotional and merchandise ads.

For Complete Information on How
You Can Have Exclusive Use...Plus
Free Kitand Demonstration Tape,
Write or Call Today, Bill Conway

AC 615/688-3151.

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

m Heritage Highlights features a publicity and
public relations program, complete with pre-
written press and radio releases, plus instructions
for use, to maximize the benefits of local media
coverage of your bicentennial community-in-
volvement programs.

Radio Stories...

{

m Master storyteller Bob Barton has produced
90 gripping, one-minute radio stories on our na-
tion's past. These authentic historical spots are
personalized head and tail with your bank name
and slogan in Bob's own voice.

Heritage Institute Division
Davis-Newman-Payne
4700 Coster Road
Knoxville, Tenn. 37912

TO:

Please Send Free Kit Without Obligation To:

NAME TITLE
ORGANIZATION
CITY STATE ZIP




Is your insurance file like

OPENING UP A
PANDORAS BOX?

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

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

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

Insurance Programmers, Inc.

327 South LaSalle Street, Chicago, lllinois 60604— (312) 939-3366
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This premium works sowell

*They used It.

‘(Walter Bolliger, President, or Jerry Thompson, Director of Marketing, Roosevelt Federal Savings and Loan, St. Louis, Mo.)

The best way to find out if a of cookware and electrics on the
product will be any good is to ask market today. And here’s your chance
someone who'’s used it. Right? to offer it

Well, we want you to do We know we have some-
just that. thing special. But don’t take our

We’re offering the best in word for it. Call Walter or Jerry today
modern cookware with a complete ad and find out for yourself just how
package. Newspaper ads, radio, TV, good a premium offer can be.
4-color mailers, counter cards — Then call us.
everything. The luxury weight alumi- We're Creative Resources
num provides quick, efficient heating IMS Harney St.,, Omaha,
and prevents hot spots. Durable por- Nebraska 68102. (402) 342-4657.
celain resists staining and scratching. Chicago office— 1651 Elk Blvd.,

And if we do say so our- Des Plaines, Illinois
selves, we have the only matched set 60016, (312) 297-7310.
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Bicentennial Celebrating: The Thing to Do!

T APPEARS that few banks, S&Ls

and other financial institutions will
be overlooking the benefits of promot-
ing the nation’s founding in some way
or another between now and July 4,
1976. Many financial institutions either
have begun or have completed their
bicentennial celebration plans, but
many more are still searching for good
ideas.

Following are a few samples of bi-
centennial celebrations that are show-
ing the public that financial institutions
are leaders in congratulating the U. S.
on its big anniversary.

= State Bank, Rensselaer, Ind., got
off to a good start by unveiling a replica
of the Liberty Bell in its lobby. Purpose
of the display is to “help renew our
dedication to the ideals of this country
during the bicentennial year,” accord-
ing to Wayne Firestone, president. The
bell has been installed on a specially
built table, flanked by the U. S. and
Indiana flags. Throughout the lobby are
bouquets of red, white and blue flowers
in gold Liberty Bell vases. The bank

is offering small ringing bells to
customers. Bank employees have made
bonnets and dresses in colonial design
to be worn occasionally during the cele-
bration, which will extend through July
4, 1976. The bicentennial theme is
carried out through the bank’s advertis-
ing and with printed material on its
stationery.

= An exhibit entitled “In the Minds
and Hearts of the People” is on display

Mayor of Wichita, Kan., Connie Peters (l.),
participates in opening of bicentennial exhibit
in courtyard of Fourth National.

1776

LINCOLN
REPLICA

72
* 144
i 288
432
1,008

LOO CAGIN

Over 75,000 sold
since March 1st.

$2.00
$1.75
$1.65
$1-60
$1-50

THIS COIN-BANK IS TRULY A COLLECTOR'S ITEM.

IT IS BEING ASSEMBLED AT
WALLACE DEVELOPMENT CENTER,
WORKSHOP, DECATUR, ALABAMA.

See us at
booth 810
Bank Marketing
Convention
in Las Vegas

difij Incentives i

LURLEEN B.
SHELTERED

in the courtyard of Fourth National,
Wichita, Kan., in honor of the bicen-
tennial. The exhibit is a prologue to the
American Revolution and is one of 25
exhibits being circulated throughout
the U. S. by the Smithsonian Institute.
It covers the years 1760-1774, the
period when colonists became con-
vinced there was no turning back in
their quest for independence.

< American National, Chattanooga,
Tenn., has included an exhibit of the
wills and estates of famous Americans
of colonial times as part of its series of
bicentennial-related lobby displays. The
exhibit shows wills and estates of such
men as George Washington, Paul Re-
vere and Benjamin Franklin. The dis-
play was arranged through a museum.

e The Huntington Banks of Ohio
are sponsoring a major film project as
part of Ohio’s bicentennial commemo-
ration. The project includes a half-hour
dramatic motion picture and accom-
panying descriptive filmstrip that por-
trays the 200 years of Ohio’s develop-

1976

BANK

SAMPLE SENT BY
REQUEST ON
LETTERHEAD

MADE IN THE USA COF ASSORTED WOCDS
YOUR NAME OR LOGO SILKSCREENED AT NO EXTRA COST

Dear Mr. Swanson:

Please ship an additional 1,008 log cabin banks as soon as possible. We are

having phenomenal

1305 U.S. 31 South, P.O. Box 700, Hartseile, Ala. 35640

Phone 205-773-4595

BG/38

success with these
branches. Some of our branches sold their entire allot-
ment the first day. These very fine coin banks are the best
item that we have ever used and we hope that you can
get us our additional order very soon.

in all of our

SERVING OVER 1,000 FINANCIAL INSTITUTIONS
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DOLLAR BILLS

Draw Maximum

Interest Everywhere!

Genuine

SANTA CLAUS DOLLARS

for an Exciting

Christmas Promotion!

LEGAL — REAL U.S. CURRENCY
PERMITTED BY U.S. GOVERNMENT

Classic Line of

LAMINATED
PLAQUES

Lersimelty

DOLLAR BILLS ~

for a FANTASTIC Bicentennial Campaign

“Personality Dollar Bills” are genuine U.S. currency and our
letters of approval from the Treasury Department go back to
1967; copies of letters sent on request. Single bills are
negotiable because the die-cut photos which are applied over
Washington can be removed . .. they are done so beautifully
that it looks like the Mint printed them.

Our unigue product is very successful. “Personality Dollar
Bills” retail in stores for $3.95 — people are fascinated and
love to collect them. We have over 500 world famous per-
sonalities in stock, including every President.

We can also “Personalize” Dollars with photos of your choice
.. . bank executives, clients, employees, etc. What a sensa-
tional gift! Our Plagues and Lucite pieces are elegant and

.the “Ultimate” in

Personalized
EXECUTIVE GIFTS

beautiful decorative pieces for your offices, as well as appeal-
ing account openers. You are in the business of money so
here’s your chance to display and promote your product in a
unique manner.

The Government has ruled that “Personality Dollar Bills” can
be shown on television as long as they are on videotape and
not film. They can be attractively displayed in your lobby and
windows. And like you, your customers will be amazed and
curious. Can you imagine seeing Santa Claus Dollars on the
TV screen?

Please send for our complete catalog. Enclose $3.95 if you
wish a sample Santa Claus Dollar, sent in an attractive
engraved Christmas Gift currency envelope.

THURSTON MOORE and ASSOCIATES
MEMBER: American Numismatic Association ¢ Advertising Specialty Institute
1100 West Littleton Boulevard « Suite 211 « Littleton, Colorado 80120 « (303) 798-9493
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'‘BOB WHITE")
Computing &}
Software, inci

the LITTLE *
COMPANY with
LITTLE PRICES...
but with BIG
RESULTS for you.

FAST and/' _
PERSONAL All Accounting

Systems
SERVICE cIF

Overdraft

COMPLETE Banking

PRODUCT

LINE oH
BANK

SOFTWARE

Funds
Transfer

Single
Statement

On-Line

Responsibility
Reporting

Our
Universal
REFERENCES 1>

are MANYy,

If you have a little bank (under
500 million), with a little bud-
get, and want an innovative
system, please allow us to show
you the BWCS systems.

We want to show you how
much your money should buy!

(P.S. Even if your budget is
large, we would still like to
show you how much your
money can buy!)

WHITE

COMPUTING &
SOFTWARE, INC.

830 Diane Lane

Naperville,

Illinois 60540

(312) 357-1070
BG/40

ment as seen through the eyes of two
fictional characters. The motion picture
and filmstrip will be distributed to TV
stations, schools and civic organizations.

e Commercial Bank, Olivette, Mo.,
recently redecorated its premises and
held a colonial-flavored open house to
show off its premises. Customers were
invited to register for a free trip to bi-

centennial country; a week-long
“Boston Tea Party” was held that
featured refreshments; and historic

medallion coasters and parchment
copies of the Declaration of Indepen-
dence were offered to those making de-
posits of $300 or more.

e Oak Park (111) Trust & Savings
is exhibiting a painting, entitled “The
First Fourth,” in honor of the bicen-
tennial. The painting portrays the re-
action of colonials to the reading of the
Declaration of Independence in Phila-
delphia. Shown in the painting are
Thomas Jefferson, Benjamin Franklin,
Alexander Hamilton and John Adams.
The artist is Paul Strayer, a well-known
illustrator.

= A family theater production, en-
titled “The Fourth of July,” was pre-
sented recently in the courtyard of De-
posit Guaranty Plaza, Jackson, Miss.,
by the “Deposit Guaranty Puppeteers.”
The one-act play recreated the birth of
independence in the U. S. An average
of 15 showings per day was arranged
to satisfy all who came to the event.

Antique popcorn wagon was popular at-
traction at family theater production at De-
posit Guaranty Plaza, Jackson, Miss.

Free popcorn and soft drinks were dis-
pensed and balloons and miniature
flags were distributed to the crowd.

= Commercial National, Kansas City,
Kan., is celebrating the bicentennial
with flags! Its lobby features 12 his-
torically significant flags in use during
the Revolutionary War; desks and
countertops feature sets of the flags in
miniature and the historic Bennington
flag is flown from a mast atop the
bank’s building.

= Chase Manhattan, New York City,
plans to give major corporate support
to the Whitney Museum of American
Art’s main bicentennial exhibition, “200
Years of American Sculpture,” which
will open next March. The exhibit will
contain the works of about 165 artists.

e A special TV documentary, en-
titled “Patriotic Music: Its Influence
on U. S. History,” was presented as the
U. S. began its bicentennial observance
and as the program’s sponsor, National
City Bank, Evansville, Ind., observed
its 125th anniversary—which happened
to fall on July 4. The TV show was en-
dorsed by the President’s Bicentennial
Committee and was awarded the
George Washington Honor Medal from
the Freedoms Foundation. A week-long
open house celebration was also held.

e A “Count Me American” celebra-
tion, which included a giant birthday
party for the U. S., is being sponsored
by American Fletcher National, Indi-
anapolis, in honor of the bicentennial.
The bank distributed bumper stickers,
window decals and lapel pins bearing
the “Count Me American” theme,
which salutes the greatness of the U. S.
Several thousand passersby attended
the festivities, where ice cream, cake
and balloons were given away.

= Louisiana National, Baton Rouge,
has produced a bicentennial memento
incorporating the state’s antebellum
homes in a limited edition china series.
The plates are of transulucent china

Write to: Don Adams Co., P.0. Box 173, Chauvin, La. 70344

FREE Bicentennial

*

Catalog

can use the ready-made

Vdeas and Bicentennial
Ltems contained in this

JBEAS

| catalog. Patriotic ways

appreciate The American
0 yOur firm at the same

to show
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Beautiful Spirit of 76 Stoneware

From mid-America comes this collection of antique-
like, drip-glaze stoneware pottery. Spirit of '76 Stone-
ware is limited edition, especially created for the Bi-
centennial. Still made as it was in Colonial times,
each piece is glowing with the craftsman's pride. The
great amount of handwork makes each piece differ-
ent from all others; truly an original.

When you offer your savers these heirlooms of the fu-
ture, they'll keep coming back again as the incentive
to create sets is built into the charm and variety of
the pieces and their surprisingly low costs.

Deposits are sure to multiply as word gets around of
your exclusive offering of these historic originals fea-
turing glazed-in art from the National Gallery of Art,
W ashington, D.C.

To help spread the word of this most successful Bi-
centennial offering, Redwood House has a complete
promotional campaign which will save you time, dol-

155 River Road, No. Arlington, N.J. 07032
Phone (201) 997-0880

lars, and headaches. Ready-for-reproduction news-
paper ads, authentic Colonial hutch lobby display,
full color mailing inserts, even a custom-produced
radio commercial. We've made this an easy program
to get into and our 100% return privilege on unused
merchandise makes things end on a happy note, too.

Contact us now by collect phone call or use the cou-
pon. We'll reserve exclusive rights for you in your
market area. No obligation, of course. We'll arrange
to show you Spirit of '76 Stoneware, the advertising
material, plus give you detailed information on com-
pleted programs.

Ray Yodlowsky MCB t
REDWOOD HOUSE

155 River Road, No. Arlington, N.J. 07032

(201) 997-0880

Please reserve the Spirit of '76 promotion for us in our
market area, and rush complete information. No obliga-
tion of course. i

Name Title

(please print)
Financial Institution |
Street Address i
Town State Zip Il

Phone Number 1
area code’
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Digitized for FRASER
https://fraser.stlouisfed.org
Federal Reserve Bank of St. Louis



and feature lithographic reproductions
of famous Louisiana plantation homes.
The plates are ringed in 24-carat gold
with a repetitive American eagle border
design and carry a coat of arms de-
signed to depict periods in the history
of Louisiana. The plates will be sold
throughout the state by participating
banks. Bank customers making desig-
nated deposits can obtain the plates at
reduced prices. The series includes six
plates, to be introduced at three-months
intervals.

Coin Bank 'Ghost'

Log cabin coin banks are wunique in them-
selves, but when you build one that sports
a smiling face, you have something that's
really unusual! The face on the roof of this
bank appeared as the bank was assembled
at the sheltered workshop of Lurleen B. Wallace
Development Center, Decatur, Ala. The face
resulted from a knot in the wood and was not
touched up. Bank will be shown at forthcoming
Bank Marketing Association Convention in Las
Vegas at booth of Quality Incentives, Inc.,
Hartselle, Ala.

Bicentennial Planner

If you haven't buttoned down
your firm’s bicentennial celebration
yet—or even if you have and think
it can be improved—you’ll find use-
ful information in a bicentennial
premium booklet entitled “The Bi-
centennial Bonanza, or How to Make
Gold out of Silver,” offered by Inter-

national Incentives, a division of
International Silver Co., Meriden,
CT 06450.

The booklet is loaded with ideas
that can help you effectively mer-
chandise your participation in the
bicentennial to your customers and
prospects. It gives examples of bi-
centennial-related premiums and in-
centives, along with promotional ad-
vice to help make your firm’s in-
volvement in the bicentennial cele-
bration both meaningful and pro-
ductive.

The booklet is free.

Show them how toknock thenibbleouto fthe Uibbledebuck
with UMrriUiWi's

MILLIONAIRES KIT

Savers fill adime saver
with $5.the first week, a
quarter saver with $7. the
next. . injust afew short
weeks they will have added
$100. to their accounts.

(312)383-0822

BG/42

7001 West North Avenue

A SHORT-TERM,
SMALL CHANGE
PROGRAM FOR SAVING $100.00
Let that sneaky villain. . .the
Nibbledebuck,show your savers how
this plan can stophim from nibbling
away at their money. It’s Fun. . .It’s

Fast... It Works!

W £ JiX et**** service company, ine.

Oak Park. Illinois 603021

WRITE ORCALL for samples ofthese and the many other patented unique coin savers.

Fompo Il ak's —

New LOW PRICES
on 3 Top Premiuns

HAWKEYE INSTAMAT1C
POCKET CAMERA
OUTHIT.

Good news. And timely. A
proven track record for success,
and now reduced to $10*, so
you can offer Free or liquidate
with deposit.

POCKET CALCULATORS

Incredibly High production from
this leader leads to new low
prices of 6-digit models: $8.50*
and on 8-digit with floating
decimal: $10*. Perfect for Back-
To-School offers. (Just out—A
honey of a slim checkbook-style
model: $21-24 units or more.)

Same story. Sophisticated mass
production results in significant-
ly lower prices . .. $39.75*. A
quality product. A strong new
account incentive.

*Special pricing based on quantity
used by Financial Institutions.
On Camera & Watch, 100 units or
more. On Calculator, 288 units

or more, f.0.b. shipping point.
(Cameras shipped ppd.)

MORE INFORMATION? ~

SAMPLES?
CONTACT POLLAK’S

Digitized for FRASER
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Join the Bicentennial celebration and encourage your customers to participate
aswell. Whether as a Gift for Savers, Traffic Builder or Public Service offer,

Betsy Ross Flag here are carefully selected items that are both dignified and appropriate.

TIICENTENNIoAL FLJAC

Nice idea. We've included a 50-Star Flag, a Colonial Flag and
longer pole so BOTH can be displayed at the same time.
(Later, by removing a section of the pole and using the Eagle Top,

it converts to a standard Flag Set. $5.00 per set.*
50-Star, 100% Cotton American "200-Year" Bicentennial top,
Flag, size 3'x5'" plus "Eagle" top.
Either 13-star Betsy Ross or Flag holder bracket, halyard
Bennington  "76" Flag, 100% plus American Flag Descrip-
cotton, 2" x 3'. tive Folder.
. 3-Section 8' steel pole. Storage Carton.
Bennington Flag

GHIi Cast in metal and finished in bronze tones, this is the
Is CON DOCUMENTS OF same official replica sold in Independence Hall. 21/4"

high. Actually rings. Boxed, $1.35 each.*

A set of 7 Historical Documents
re-created on aged parchment
paper suitable for display and
framing. Astonishingly realistic,
they have the Ilook, feel and
"crinkle"” of 200-year-old origin-
als. In colorful display envelope.
$1.35 a set.

(THERE'S MORE.. . For other
documents, individually or in sets,
just ask.)

1. The Declaration of
Independence
Approximate six«: 11" x 14"

. The Bill of Rights

Approximate six«: 11" x 14"

)

An appropriate keepsake, this commemorative medal
is 2" in diameter and made of Amerlite, a lustrous
pewter-like alloy. $1.35 each.*

w

The Constitution of the United
States

Approximate size: 12" x 20"
Revolutionary War Battlefield
Map

Approximate site: 11" x 14",
In red and black.

~

o

. George Washington's CALL TO
ARMS poster

Approximate site: 11" x 9"

Boston Tea Party poster
Approximate site: 9" x 11"

. Patrick Henry's Speech

Approximate site: 9" x 11"

o

—~

SPECIAL SAMPLE OFFER

Interested? Why not order samples and full information
for your evaluation. W e will be happy to accept your sample
order for any of the items advertised at the quantity prices

Shown, p|us Shlpplng Charges_ (P'ease_ No more than | of This set of replicas includes four coins and six "aged"
h . Colonial Bills dated 1776, in a colorful folder. $1.35
eac Item-) each set.* (Individual coins or documents are avail-

able on special order.)
+PRICES ARE BASED ON ORDERS OF 150 OR MORE PER ITEM.

F.O.B. Shipping point.

POLLAK'S POLLAKS et

170 Associated Road 470 Smith Street
o So. San Francisco, California 94080 Farmingdale, L.l., New York 11735
Digitized for TeIgSHoRe: (415) 873-3232 Telephone: (516) 694-4777

https://fraser.stlouisfed.org
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Items to Help Celebrate the

ELEBRATING the bicentennial
C now can be classed in the category
of supporting motherhood and apple
pie. Financial institutions have been
quick to realize this fact—as have pro-
ducers of bicentennial-related gifts and
services.

The following premiums were culled
from the hundreds being offered to
banks and S&Ls to help them celebrate
the nation’s founding.

e A new stainless pattern called
“1776” is available from Salem Silver-

BG/44

smiths, a division of Salem China Co.,
Salem, O 44460. The items are made
to resemble antique silver, but require
no special polishing. The stainless
comes in five-piece place settings and
matching accessory pieces are available
to give the premium offer continuity.
Salem also offers bicentennial tile-
trivets for collectors, featuring colonial
scenes.

= A rack holding spoons from the
13 original colonies, which can be of-
fered as a bicentennial premium, is
shown in the photo. Spoons are avail-
able in silver or gold finish from Inter-

Bicentennial

national Silver Co., 500 S. Broad Street,
Meriden, CT 06450. The firm also of-
fers a pewter collection featuring
candlesticks, tankards and plates; pewter
flatware; a bicentennial plate and other
items.

= Phonograph records featuring bi-
centennial-related music and sound
effects are offered by Pickwick Inter-
national, Inc., Woodbury, N.Y. 11797.
Included in the collection of records
are “Happy Birthday to America!” and
“Sounds of '76.” Also included is the
“Pledge of Allegiance,” the “Star
Spangled Banner,” “America the Beauti-
ful” and “Stars and Stripes Forever.”
The sound effects record includes the
sound of “the shot heard around the
world” and the tolling of the Liberty
Bell.

Sounds of 76

hear WEEEEBEEBEFEEKEKX: >

HEAR HEAR

HEAR
HEAR

HEAR

Think of the advantages of renting a new, completely

furnished and fully equipped financial facility!

 Start business immediately atyour new location ...
« Establish traffic flow before your permanent struc-

ture is completed .. .
* Rent asite and test your expansion plans!

Financial Facilities portable modular units can even

be customized to match your main structure.
Units include deluxe features:

< Air Conditioning « Camera
« Electric Heat « Teller's Counters and
« Kitchen Area Check Desk

> Carpeting « Teller's Undercounters
« Desks, Chairs and with Coin Chests
Files « Night Depository
« Drive-Up Window (Optional on 600P)
« Cash Safe * One Hour Fire Rating

« Hold-Up and Burglar
Alarm Systems

« Site Planning
« Insurance

As little as $1,200 per Month Fully Equipped

Designed by Mayes, Williams & Partners, Architects A.LA
Planners of over 300 Financial Institutions.

A variety of floor plans:

ana
aff
i=n n
irh rk-"ri
(24 ft. x 56 ft.)

H TELLERS
n~"-iw
Model 1300P

A Complete Analysis of Your Needs Without Obligation

CALL FINANCIAL

FACILITIES
at 312/858-1950

799 Roosevelt Road
Glen Ellyn, lIl. 60137
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Imagine this page in full color!

Our artist did, and it came out beautiful

but so did Patriotism, Religion, Communications,

Education, Agriculture, Science, Business, Industry,
Pastime, Transportation, and Freedom.

The BankVertising Company is proud of America, its achievements, its opportunities, its ideals,
and its freedoms. We wanted to create a worthwhile memorial for its 200th anniversary — one
that you would be proud to share with your customers and community. For your free booklet
"AMERICAN DREAM MAKERS" simply drop us a note or phone; we'll be happy to fulfill
your request.

BankVertisl n L7% . .
C MPAN? 1300 Hagan, Champaign, lllinois 61820 (217) 356-1339

BG/45
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Ibislogo
IS yours for the
asking

AlmlliRfiniiigiinuuiuu,,

American |
Bicentennial

1775-1975

Next year when our nation celebrates its 200th anniversar{), most American
firms ‘and businesses would like to publicly reaffirm their belief in America.
To help make it possible for everyone to say “Happy Birthday America,”
the 1,600 member firms of the Specialty Advertising Association Interna-
tional would like to donate, free of charge and without obligation, the use
of the logo shown above.

Separations suitable for one-color and two-color reproduction are available
for use on any firm’s:

e One way to call attention to your
institution’s bicentennial program is to
stripe your parking lot with red, white
and blue stripes! A bicentennial striping
machine is offered by Fox Valley Mark-
ing Systems, Inc., Bartlett, IL 60103,
that can decorate a parking lot surface
with concrete, asphalt or blacktop. It
also can be used for other striping jobs.
Photo shows machine loaded with three
cans of paint, laying down three colors
at once.

WANTED
IN BMA TERRITORY!

Any Commercial Bank
that is not a member of the
Bank Marketing Association of
Chicago

Non-member banks have been robbed of
a valuable source of ideas and informa-
tion by their continuing non-
membership in the Bank Marketing
Association. Join up with the BMA gang
and capture a gold shipment of new

« Letterhead « Exhibits « Invoices * P-O-P marketing ideas by attending BONANZA
« Direct Mail « Outdoor « Postage Meter Displays '75 our 60th Annual Convention, Las
« Sales Advertising « Catalog * Transit Vegas, Nevada on September 28-

Literature » Packaging « TV Spots/ Advertising October 1, 1975. Make a fast getaway
» Calling Cards » Annual Report Commercials * Shipping from your competition by capturing
« Newspaper « Employee « Magazine Materials business development, advertising, public

Advertising Communications Advertising * House Organ

Naturally we feel Specialty Advertising should head the list and your local
advertising specialty counselor will certainly be happy to help you select
some useful article that combines the Bicentennial logo and your own to
help your firm celebrate the occasion. But there’s no obligation to use
Specialty Advertising if it doesn't fit into your selling plans. To obtain
separations of the “American Bicentennial 1776-1976" logo, simply ask
the specialty advertising counselor that calls on you (look under “Calen-
dars” or “Advertising Specialties” in the Yellow Pages) to order one for
you. You'll receive your American Bicentennial one-color and two-color
separations by first-class mail. Free.

HAPPY BIRTHDAY AVERICA

from the 1,600 member firms of the

Specialty Advertising Association International

relations and sales training tips from
BMA Territorial Headquarters which
houses the largest bank marketing library
in the world. Lasso practical how-to-
do-it ideas from more than 20 publi-
cations avaliable to BMA members.

Join up with the BMA gang by contact-
ing D. J. White, Vice President, Republic
National Bank of Dallas (214) 653-5000
or Culver Turlington, Vice President,
Bank of the Southwest, Houston, Texas
(713)225-1551.

t o
BANK MARKETING ASSOCIATION

309 WEST WASHINGTON STREET. CHICAGO ILL 60606

312/782-1442
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George

Powers

Leathers

SAN FRANCISCO, CALIFORNIA

QUALITY 101« LAST»« TOP «BAIA LEATHERS
»ESIME» FOB BAlI | 1«

SHOW CASE FURNISHED WITH

* TOP-GRAIN LEATHER PRODUCTS DESIGNED FOR .
BANKING DISPLAYED IN THE ABOVE FURNISHED
LOBBY SHOW CASE

¢« THIS SHOW CASE FITS SNUGGLY

CARPET OR RAPID-SERVICE LINE

« A TERRIFIC AND MANAGEABLE

AND PROMOTIONAL DISPLAY

* A MARKETING DOLLAR ($) SAVER

« EFFECTIVE AND CONTINUAL ADVERTISING:
ITEM GIVES

YOUR

LOGO EMBOSSED ON THE

IN YOUR RED-

MARKETING

CONTINUOUS CUSTOMER AND PERSON-TO-PERSON AD-

VERTISING—

HOME OFFICE:
Pacific Northwest
New England States
Florida

Arlz, New Mexico,

Colorado, Utah, Nevada,

W. Texas, So. CA
N. lllinois, Minn,
Upper Mich, Wise.

Cent. lllinois,
Michigan, Ohio

Idaho, Utah, Wyoming

Ak, Kansas, Miss,

"A NEW ACCOUNT GETTER

GEORGE POWERS LEATHER
W.H. BENNETT &ASSOC.
CHASES SONS

DEL INDUSTRIES
MESSENGER BANK PRINTERS

GENE R NYLAND

D. RILEY, INC.

THE 21 CORP.

Missouri, So. lllinois, Tennessee

Digitized for FRASER
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W.H. Bennett, Jr.
Robert Chase
Virginia B. Davis
Ron Masters

Gene R Nyland

D Riley

Thomas J. Thompson
D. Van Hellen-Bourque

EACH PACKAGE PLAN

OUR PRODUCTS ARE OF LONG-WEARING TOP-
GRAIN COWHIDE LEATHER AND LATIGO SADDLE
LEATHER WHICH IS HAND STAINED, CARNUBA
WAXED AND POLISHED

ALL OF OUR PRODUCTS AND MATERIALS ARE
MANUFACTURED IN THE U.S.A.

SERVICE AVAILABLE TO THE INDEPENDENT
BANK AS WELL AS MULTIPLE BRANCH BANKING

FOR |NQU|RYI write or phone our representa-

tive NEAR YOUR LOCATION. SEE
BELOW.
OTHER INTERESTED REPRESENTA-

TIVES PLEASE WRITE TO OUR HOME
OFFICE.

854 Folsom Street, San Francisco, CA 94107; (415) 777-1022
1820-184th Ave,, N.E., Bellevue, Washington 98008; (206) 746-5707
15 Franklin Street, Watertown, Mass. 02172; (617) 924-9539

P.0 Box 381 777, Miami, Florida 33138; (305) 949-6882

2619 South 21 st Street, Phoenix, Ariz. 85030; (602) 244-9748

1846 Stephenson Street, Marinette, Wisconsin 54143; (715) 735-6475
2100 City National Bank Bldg., Detroit, Mich. 48226; (313) 964-5010

2727 Wardway Drive, Salt Lake City, Utah 84117; (801) 484-0243
1255 Lynnfield Road, Suite 110, Memphis, Tennessee 38138; (901) 767-7550
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chiRiIsIraas club... ?

O N L Y E 'V ER Y T H IN G I

4 fully integrated marketing programs de-

signhed to meet present day banking needs...

The "New Faces of Christmas"... a dynamic

coordinated program concept that will gen-
erate uncommon interest ...

An all new view of Data Capture*

SEE IT ALL... IN ACTION

at B.M.A. Sept. 28-Oct. 1 Booth 610.
at A.B.A. Oct. 3-6 Booth 54.

or contact Marketing Dept.

P.O. Box 20, Easton, Pa. 18042

~Research program successfully underway and significant data available on request.

BG/48
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IN C R E A S E

$500.00 Deposit

7 piece Kitchen Tool Set
with stainless finish!

6 piece Steak Knife Set
in wood block!

6 piece Cutlery Set!

AID N SALES

Y O U R

S AV

$1000.00 Deposit

3 speed Hand Mixer!
Automatic electric Can Opener!

$2000.00 Deposit

G.E. steam & dry Iron!
G.E. electric Can Opener!
G.E. 3 speed Hand Mixer!

D E P O S

$5000.00 Deposit

G.E. Styler/Dryer/Detangler!
G.E. digital Alarm Clock!

Steam & dry Iron— non-stick finish!
2 slice Toaster with extra wide slots!
G.E. Clock Radio!

PREMIUMS THAT WILL ENHANCE ANY PROGRAM!!

ONE PROFESSIONAL. SQUARE WOODDALE. ILLINOIS 60191

PHON E 595-1 102

Information, pricing and orders can be handled by phone or mail. Call or write today!

WK K-\t w
8
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How The

Best Known Banks
Get BetterKnown

Take a tip from Chase Manhattan, First
National City, Chemical, and Continental

Bank of America. To publicize

their

names, they turn to Harvale ties and
scarves. As identifying accessories for
employees. As premiums for new ac-
counts and safe-deposit box holders. As
gifts to suppliers. You get new visibility

for your corporate image,

at minimal

cost. Ask Ftarvale to weave YOUI bank
logo into top quality, 100% polyester ties
and scarves that spot-wash easily. For

quick follow-up, write or call today.

[ Minimum order, ties 1gross, scarves 300.)

A division of Palm Beach Company
1290 Avenue of the Americas,

New York, N.Y. 10019 [212] 581-7520

T

. AREA CODE 312

S
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BRANDMARK SALES COMPANY

f\ A Jlio(e5a ie <& t)iitributor5 oj! f-~romotiona( m ,rckandide
6428 N. Ridgeway Ave., P.0. Box 59320, Lincolnwood, lllinois 60645, Telephone (312) 588-5533

Brandmark’s

"AMERICAN INDIAN JEWELRY?”

Tremendous For AIll Your Promotional Programs
YOUR COST: $4 .95 each

Beautifully crafted in rich silver finishes, arrayed with simulated turquoise stones,

. R B " See Opposite Pag
these unusual jewelry items are fabulous re-creations of authentically styled

for Illustrated Iterr
Indian jewelry. Available at the fantastically low price of $4.95 each.

#1 - PRINCESS. 2-pc. set. #5 - INDIAN LORE TOTEM NECKLACE.

Bracelet and Pierced Earrings. Crescent shaped naja with 24" adjustable chain.

PACK: 12 Your Cost: $4.95 Per Set PACK: 12 Your Cost: $4.95 Ea
# 6 -GODDESS.

#2 - GODDESS. 2-pc. set. Squash Blossom necklace with 24" adjustable

Bracelet and Pierced Earrings. chain.

PACK: 12 Your Cost $4.95 Per Set PACK: 12 Your Cost: $4.95 Ea,
# 7 -PRINCESS

#3 - LITTLE FLOWER. 2-pc. set. Squash Blossom necklace with 24" adjustable

Adjustable Necklace and Pierced Earrings. chain.

PACK: 12 Your Cost: $4.95 Per Set PACK: 12 Your Cost: $4.95 Ea
# 8 -POCAHONTAS.

#4 - POCAHONTAS. 2-pc. set. Squash Blossom necklace with 24" adjustable

Bracelet and Pierced Earrings. chain.

PACK: 12 Your Cost: $4.95 Per Set PACK: 12 Your Cost: $4.95 Ea!

— ALL ITEMS COME PACKAGED ELEGANTLY IN GIFT BOXES —

YOUR COST: $4.95 EACH

TERMS: Net 15 days - F.O.B”~ Lincolnwood, (Chicago), Il

PROMOTIONAL MATERIAL: GLOSSIES available at no charge.
COLOR CATALOG SHEETS: $25.00 per thousand
COUNTER DISPLAY CASES: available on LOAN

BUY-BACK: BRANDMARK will BUY-BACK all our "AMERICAN INDIAN
JEWELRY" after your-promotion ends. Under our BUY-BACK
agreement - just ship merchandise to BRANDMARK "Freight
Prepaid” and we will forward payment upon arrival.

P S.— Because we maintain LARGE INVENTORIES on all items - shipments can be made immediately.
SAMPLES may be purchased at above price plus shipping charges and can be returned for full credit. -

bg/50 Mike Brand
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AMERICAN INDIAN JEWELRY

YA 1 hi ”|
FABULOUS RE-CREATIONS OF
AUTHENTICALLY STYLED AMERICAN
INDIAN JEWELRY
Arrayed with Simulated Turquoise Stones
Rich Silver Finishes . Pierced Earrings Have

_ 1/20 14Kt Gold wires.

Q PRINCESS. 2-pc. set. Bracelet and Pierced Ear-
rings.

0 GODDESS. 2-pc. set. Bracelet and Pierced Ear-
rings.

1D LITTLE FLOWER. 2-pc. set. Adjustable Neck-
ace and Pierced Earrings.

@ POCAHONTAS. 2-pc. set. Bracelet and Pierced
Earrings.

© INDIAN LORE TOTEM NECKLACE. Crescent
shaped naja with 24" adjustable chain.

© GODDESS. Squash Blossom necklace with 24"
adjustable chain.

Digitized for FRASER gdjﬁgztg\tlﬁigiﬁéiﬁquash Blossom necklace with 24"
https://fraser.stlouisfed.org A;: CniioeHi
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Plug to plug! No automatic teller system
goes on-line easier than leller-Matkf.

Order most autom atic teller
systems and you'll get hardware.
Order the Mosler Teller-Matic and
you'll get not only the industry’s
most advanced autom atic teller,
but a system that is plug-to-plug
compatible with 90% of all main-
frames. You read that right:
plug-to-plug!

We began by specifying
the most capable mini-computer
ever used in automated teller
design: the DEC PDP-11. We
chose it for its flexibility and popu-
larity as a telecommunications
processor.

To its 4K of non-volatile
memory, we added an additional
64K of rotating mass memory, and
tied it all together with a VS oper-
ating system developed by Mosler.
The result is a 68K processing
system. [And wouldn't you rather

BG/52

put that on-line than a 4K or
8K mini?}

We continued in the Mosler
systems development laboratory.
Here, our specialists developed
emulations for a wide range of
controllers and terminals operating
Teller-Matic in an on-line relation-
ship. The result was a series of
complete software packages for
the EDP equipment most widely
used by today’s financial institutions.

The point is, there’s more
to Mosler Teller-Matic than just
hardware. Pre-designed software.
Consultation with our staff of
systems specialists. Customer
experience profiles. The complete
autom atic teller package.

Write us. We'll send you
our software services portfolio,
including a software block diagram
for your equipment.

Mosler

An American-Standard company

HAMILTON, OHIO 45012
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'Hot Topics' to Be Spotlighted
At Bank Marketing Convention

EFTS, CBCTs, Direct Deposit of Social Security Checks
To Be Among Subjects on Program Sept. 2 8-Oct. 1

P LECTRONIC FUNDS transfer
systems, customer bank communi-
cations terminals, automated clearing
houses and direct deposit of social se-
curity checks—all “hot” topics of 1975
—will be discussed at the annual con-
vention of the Bank Marketing Associa-
tion. The meeting has the theme, “Bo-
nanza 75—a Gold Mine of Informa-
tion,” which is appropriate since it will
be held in Las Vegas September 28-
October 1. The Las Vegas Hilton will
be the headquarters hotel, while con-
vention sessions will be held at the Las

Vegas Convention Center.
In addition to these newsmaking sub-

Convention Program

Sunday, Sept. 28:
First Timers Orientation and Re-
ception.
Early Birds Reception.
Educational Exhibits Open.
Spouses Hospitality Suite Open.
Monday, Sept. 29:
Special General Session Keynote
Speaker: Ronald Reagan.
Spouses Program.
Poolside Luncheon Break.
Hospitality Suites.
Educational Exhibits.
Tuesday, Sept. 30:
1975 Best of TV Commercials

Film.

Special Golden Coin Awards Pre-
sentation.

Chapter and Membership Recog-
nition.

Special Spouses Tour of Lake

Mead and Hoover Dam.
Poolside Luncheon Break.
Educational Exhibits.

Wednesday, Oct. 1:
Special General Session Speaker:

Ed McMahon.

Poolside Luncheon Break.
Pre-Banquet Reception.
Dinner Dance and Banquet, With

Les Brown and the Band of Re-

nown.

jects, BMA members also will hear a
newsmaking personality—Ronald Rea-
gan, who will be the keynote speaker
at the September 29th general session.
Mr. Reagan, former two-term California
governor and movie actor, is considered
by many to be a potential candidate for
President on the Republican ticket in
1976.

The traditional rap sessions/continen-
tal breakfasts, departmentals and work-
shops, along with the general sessions,
will take up most of the convention pro-
gram.

Rap sessions, scheduled for Septem-
ber 30 and October 1, will be held con-
currently for large banks and for com-
munity banks. During the large-bank
segment, topics will include “Public Af-
fairs—What Happens to Programs
When There’s Earnings Pressure,” “De-
mand Deposits—Cash Management,
Bundled Accounts, the Return to Ser-
vice Charges—Can They Really Be
Marketed?,” “EFTS and the New
Technologies—Will They Dictate New
Product Strategies?,” “Electronic Trans-
actions—Who Will Be Your Competi-
tion in 1978” and “Positioning—All
Banks Are Not Alike.”

Commuity-bank rap sessions will be
held on such subjects as “How to Use
an Advertising Agency or Marketing
Staff Man,” “Novel Approaches to Mar-
keting Situations,” “Premium-Sharing
ldeas—Community  Support  Versus
Giveaways,” “Extended Hours—How
Profitable?,” “Special Groups—Special
Service Packages?” and “Selecting Me-
dia in a Community-Bank Market.”

Departmentals will be held Septem-
ber 29 and October 1 and 2 and will
cover topics like “The Implications of
Consumerism for Advertising,” “Mar-
keting’s Role—Wholesale Banking,”
‘Manpower Development via Incentive
Programs,” “What’s the Purpose of the
Annual Report?,” “Should Banks Ad-
vertise Their Opinions on Public Is-
sues?,” “Bankers Buy EFTS—Will the
Public?” and “What an Advertising Di-
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BMA Officers

CALLAN DOMM

HERMAN OAVIS

Convention Speaker

rector Should Know About Research.”

Workshops also are scheduled for
September 29 and October 1 and 2.
During the large-bank portion of the
workshops, topics to be discussed will
include “The Competition—NOWS in
the East, Terminals in the Midwest,
Chain Stores in the West,” “New Op-
portunities for Building Time Deposits
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Through HR 10s and IRAs,” “Sales
Training—Who Needs It?,” “The Mar-
keting Potential for Direct Deposits,”
“Automated Clearing Houses—How to
Adapt to the Environment,” “CBCTs—
How Do You Use Them? Where Do
You Put Them? How Do You Market
Them?” and “Bank Services as Em-
ployee-Benefit Packages—Will They
Sell?” Subjects planned for the com-
munity-bank  workshops will cover
“EFTS I—An Overview for the Small
Bank,” “EFTS Il—the Impact of Auto-
mated Clearing Houses (ACHs) and
Point-of-Sale Systems on Your Bank,’
“How the 1976 Economy Will Affect
Your Growth and Profits,” "The New-
comer—Your Easiest Prospect,” “Sales-
Training Programs That Work,” “Small
Banks Should (Should Not) Have an
Advertising Agency” and “Marketing
Trust Services and the Independent
Retirement Account.”

“Marketing for Nonmarketing Exec-
utives” again will be part of the con-
vention program. This special session is
conducted for line and executive of-
ficers who seek a solid grasp of market-
ing principles.

Ed McMahon of the “Tonight” show

will discuss Anheuser-Busch’s market-
ing story.
The “Golden Coin” awards—the

BMA'’s annual awards competition for
the best marketing and public affairs
campaigns—will be announced during

the meeting. The awards program will
include “best of TV” and chapter and
member recognition.

Winner of the “best of show” trophy
in the Golden Coin awards competition
will receive a scholarship to the BMA
School of Bank Marketing at the Uni-
versity of Colorado, Boulder.

BMA Officers. Current officers of the
association are: president, C. Harry
Domm, vice president, Girard Bank,
Philadelphia; first vice president, Eu-
gene J. Callan, executive vice president,
New York Bank for Savings, New
York City; second vice president, Clif-
ford Y. Davis, vice president-corporate
planning, First Tennessee National
Corp., Memphis; and treasurer, Ray-
mond O. Herman, executive vice pres-
ident, Dardew Research Corp., Atlanta.

Golden Coin Entries Offered
On Michrofiche by BMA

The Bank Marketing Association now
offers its entire collection of 1969-74
Golden Coin entries in convenient mic-
rofiche format. The Golden Coin com-
petition is conducted annually to select
and award banks that have produced
outstanding marketing programs or so-
cially productive public affairs cam-
paigns during the year. In the past,
only original copies of Golden Coin
contest entries have been available to
BMA members.

With the new microfiche method of

'‘Bank Amerrycard' Campaign Wins Awards

Pictured above is an example of the city bus advertising used by First Nat'l,

November and December,

and "Best in the Seventh 'Deep South’

Memphis, during

1974. The "Bank Amerrycard"” logo tied in with the Christmas season
and was chosen by the American Advertising Federation as winner of the
District,"

"Best in Memphis"

qualifying it for national competition. John

Malmo Advertising, Memphis, originated the design.
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distribution, bank marketers can de-
velop their own desk-side library of
these bank marketing efforts. When
banks ordered Golden Coin material in
the past, they often would have to wait
for the loaned original to be returned
to BMA headquarters before they could
obtain it. Now, members can purchase
and receive their own original copies
immediately.

More information about the micro-
fiche program may be obtained from:
Nancy Klaprat, Director, Information
Services, Bank Marketing Association,
309 West Washington Street, Chicago,
IL 60606.

How Much?

New BMA Publication
Lists Marketing Costs

To help bank officers gain a clearer
insight into expenditures by other in-
stitutions, the Bank Marketing Associa-
tion has published an Analysis of 1974
Bank Marketing Expenditures.

Drawn from a sampling of the entire
commercial banking industry in the
U. S., the analysis groups institutions
in seven categories according to deposit
size. Groups range from "under $25
million” to “over $1 billion.” Expendi-
tures are given according to service and
type of expense, as well as by popula-
tion size of market served. Salary dis-
bursement information is included.

The study contains other findings
pertinent to the topic: The use of ad-
vertising agencies, marketing research
firms, public relations agencies and
management consultant firms continued
to increase during 1974, despite the
uncertain economic conditions.

Newspaper and radio were the larg-
est expenditure type, except in banks
having over $500 million in deposits,
where TV was the No. 1 medium, ac-
cording to the BMA report.

Copies of the Analysis of 1974 Bank
Marketing Expenditures are available
for $12 each to BMA members and $25
each to nonmembers by contacting: Or-
der Department, Bank Marketing As-
sociation, 309 West Washington Street,
Chicago, IL 60606.

e Samuel J. Tenuto has been named
director of the Bank Marketing Associa-
tion’s in-bank training services depart-
ment. Prior to his appointment, Mr.
Tenuto was creative services manager,
McDonald’s Corp., Oak Brook, 111
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When itcomes to student loan
administration, bring the

mountain to First Minneapolis.

There are claims to file. Billing of interest and
special allowance. Conversion of Interim to Payout.
And, collection practices with “ Due Diligence”
A mountain of work that takes hundreds of
hours, qualified people and equipment. In other
words, it takes the Student Loan Servicing
Center at First Minneapolis.
We're specialists. We've got the people,
the equipment and the dedication necessary
to efficiently handle all your student loan work.
Over 325 lenders from 32 states have
turned their problems over to us. How about
you? Call us collect at (612) 370-4114.
The Student Loan Servicing Center.
First National Bank of Minneapolis.

First
Minneapolis

Student Loan Servicing Center e« First National Bank of Minneapolis « 120 South Sixth St.,, Minneapolis, Minnesota 55402 * Member FDIiC
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Changes in Policies, Practices, Operations

Planned for Comptroller's Office

N UPDATED examination and su-

pervision function, an early warn-
ing system and other changes are
planned by the Office of the Comp-
troller of the Currency as a result of
an outside study made of the of-
fice. This was the first comprehensive
review of the office in the latter’s 112-
year history.

The study was promoted by the
rapid evolution of dramatic change
within the banking industry in recent
years. In May, 1974, the Comptrollers
office commissioned a consortium head-
ed by Haskins & Sells, an accounting
and consulting firm, to analyze the
office and recommend specific proce-
dures for modernizing and improving
its structure and operations to ensure
the highest possible degree of effective-
ness and efficiency.

After reviewing the office’s current
policies, practices and procedures and
evaluating the extent to which it has
achieved its stated objectives, Haskins
& Sells developed the following major
recommendations:

Update the examination and super-
vision function, with more emphasis on
reviewing, analyzing and evaluating
bank-management decisions and less on
performing detailed verification pro-
cedures. Examination techniques will
be applied with greater emphasis on
banks with problems relating to sound-
ness or liquidity.

Establish an early warning system,
to be known as the National Bank Sur-
veillance System (NBSS) to identify
changing situations in the banking in-
dustry and in individual banks. This
system will encompass certain modifi-
cations in reporting by banks to ensure
uniformity and timely availability of
the data.

When fully operational, the NBSS
will include a computer-assisted system
utilizing financial and nonfinancial data
supplied by banks. This information
will be compared with similar data
from other national banks on a peer-
group basis according to size and other
factors. The comparison will be de-
signed to point up variances that might
show trends developing within the in-
dustry that should be brought to the
attention of the senior policy committee
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of the office for consideration.

In addition, an analysis of the data
is expected to reveal anomalies in in-
dividual banks. These anomalies will
be referred to the NBSS staff in Wash-
ington during the initial stages of the
system’s installation. As the system is
more fully developed, variances in in-
dividual banks also will be examined
by NBSS specialists who will be added
to the regional office staffs.

In conjunction with the NBSS, the
office’s enforcement and compliance
capabilities will be strengthened to deal
more effectively with banks that im-
peril the soundness of the national
banking system.

The NBSS’ implementation will be
supervised by the deputy comptroller
for special surveillance, a newly desig-
nated top-level function. Bobert A.
Mullin has been given this post. A
member of the Comptroller’s staff since
1948, Mr. Mullin had been a statutory
deputy comptroller since last January.

In the corporate regulatory function
area, recommendations include trans-
ferring to the 14 regional offices some
of the responsibilities currently as-
signed to the Washington office, thus
permitting the latter office to concen-
trate on overall policy decisions. The
corporate function relates to such ac-
tivities as charters, mergers, conver-
sions, capital changes and name and
location changes.

Among specific recommendations in
this area are delegating branching and
certain other decisions to the regional
offices; adopting formal written policies
regarding all corporate activities and
improving application forms and proc-
essing procedures for corporate func-
tions.

In line with other recommendations
in this area, the Comptroller’s office
will issue periodic bulletins to national
banks and the public containing
changes in rules and regulations that
affect national banks, relevant legisla-
tive developments, etc. These bulletins
will be supplemented in the regions
with data on applications filed and
actions taken.

One of the principal recommenda-
tions made by Haskins and Sells after
an analysis of the office’s internal or-

ganization and operations was to form
a senior policy-making group. This was
done in July with the appointments of
Robert Bloom as first deputy comp-
troller for policy and H. Joe Selby as
first deputy comptroller for operations.
Mr. Bloom was chief counsel for the
Comptroller’s office, and Mr. Selby had

been regional administrator for the
14th Region (San Francisco).
The senior policy-making group

principally is charged with identifying
strategic objectives and implementing
the steps necessary to attain these ob-
jectives.

Additional line functions under the
restructuring of the Washington office
personnel will be delineated as the
various recommendations are imple-
mented. The office also will be formal-
izing its planning process to assist the
senior policy-making group in plan-
ning, coordinating, managing and con-
trolling its policy decisions affecting
bank supervision and regulation.

Another significant advance in the
internal organization and operations of
the office is adoption of an operations
review' program. This new function wall
be directed by a senior-level execu-
tive, the newly named deputy comp-
troller for operations review, Thomas
G. DeShazo. He has been with the
Comptroller’s office since 1949 and had
been a statutory deputy comptroller
since 1963. In his new post, he will
provide a continuous evaluation of all
activities of the Comptroller’s office.

In connection with other recommen-
dations on the internal organization
and operations of the office, the human
resources division will be strengthened
for the purpose of improving such
areas as training, manpower planning,
recruitment, employee relations, com-
pensation and benefit programs and ca-
reer development.

In addition, improvements have been
recommended for processing data re-
lating to the office’s internal operations™
in the area of administrative and fiscal
activities.

The Comptrollers’ office currently is
working with Haskins & Sells to initiate
the study’s implementation phase,
which is expected to take nine to 18
months. * *
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ANNOUNCING THE NEW FIXED INCOME
PORTFOLIO SERVICE FROM THE HARRIS BANK.

IT'S THE SOURCE OF CORPORATE BOND INVESTMENT
INFORMATION YOU'VE BEEN WANTING.

The management of corporate bond investments is no longer the buy-and-
hold affair it used to be. It's a complex business.

That's why the Harris Bank created FIPS. A Fixed Income Portfolio Ser-
vice that will become an indispensable tool for managers of corporate bond
investments.

FIPS provides regular reports in three main categories:
1. Portfolio strategy.
2. Quality review analyses of working list issuers.
3. Weekly data on yields and spread relationships.

With FIPS, you get the full fruits of the research conducted by the
Harris Bank on its own behalf. In this respect, FIPS is a companion to our very
popular Institutional Investment Service for equity investments.

The fee for FIPS is $1500 per year, payable in cash or through charges
to a deposit account analysis.

For complete information and sample copies of our reports, write or
call John Alexander, (312) 461-7515; Jerry Jurs, (312) 461-7612; or Fred Younq,
(312) 461-7525. y

HARRIS
BANK.

Harris Trust and Savings Bank, 111 West Monroe Street, Chicago, lllinois 60690
Organized as N.W. Harris & Co., 1882. Member F.D.I.C., Federal Reserve System.

MID-CONTINENT BANKER for September, 1975 119

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



All member banks of the FCS network may
participate from one of three user categories,
here designated as "X,"
article text for further explanation.

POS and FCC terminals will be linked over an

electronic

"Y" and "Z." See banks,

banks.

communications
switching and processing center (SPC),
maintains constant contact with

network to FCS's
which

participating

or with in-house files provided by some

Nation's First EFT Consumer Banking System

Prepares to Sign Up Bank Participants

Inform ation al

RECENTLY organized firm head-

guartered in St. Louis soon will
bring into being the nation’s first opera-
tional electronic consumer banking
communications system, involving up
to 2,300 banks in a five-state area.

The firm is Financial Communication
Systems (FCS) and its task is to de-
velop a five-state EFT system that
eventually will consist of some 130 fi-
nancial convenience centers (FCCs)
and 6,000 point-of-sale (POS) ter-
minals. The system will permit the cus-
tomers of any participating bank to use
any of the FCCs or POS units to do
their banking or pay vendors for goods
and services.

The five states are Missouri, Kansas,
most of Illinois, western Kentucky and
a portion of lowa.

FCS has a big story to tell bankers
in the five-state area, and it will begin
informing bankers about its plans about
October 15, when it begins a series of
half-day seminars in key locations in
the system, such as St. Louis, Kansas
City, Davenport, la., Jefferson City,
Mo., and Springfield, 111

At these meetings, bankers will be
filled in on the details of the FCS op-
eration and they will be given the op-
portunity to sign up as participants in
the network, which is scheduled to be-
gin initial operations in the third quar-
ter of 1976.

FCS was formed early this year as
a not-for-profit corporation to intro-

120

m eetings to be held

By JIM FABIAN
Associate Editor

duce a system of shared electronic fa-
cilities for consumer banking. The sys-
tem, according to John G. Regan, ex-
ecutive vice president, will consist of
an electronic communications network
that will enable participating banks to
provide remote access to a wide range
of consumer banking services to their
customers.

By using the FCCs, bank customers
will be able to obtain funds from their
checking or savings accounts, make
deposits, make transfers between ac-
counts and obtain charge card cash ad-
vances, etc. Depending on the bank
with which they are doing business,
they will be able to transact other ser-
vices, such as using a prearranged line
of credit.

At the POS terminals, an account
holder will be able to have his check
guaranteed by the bank or, in lieu of
a check, the amount of payment will
be automatically transferred from the
account holder’s checking or savings
account to the account of the store in
which the POS terminal is located.
Other services will be available, de-
pending on the policies of the store
involved.

Thus, upon completion of the FCS
network, any participating bank’s ac-
count holder will be able to travel

in O ctober

throughout the five-state area without
taking money or checkbook, as long as
he has his plastic bank services card
and remembers his personal indentifica-
tion number (PIN), both of which are
necessary to make use of the system.
Initial sponsors of FCS are 10 banks
from throughout the FCS network:
Boatmen’s National, City Bank, First

National and Mercantile Trust, St
Louis; Traders National and United
Missouri, Kansas City; Commercial Na-
tional, Kansas City, Kan.; Central
Trust, Jefferson City, Mo.; First Na-
tional, Belleville, 111, and Davenport
(la.) Bank.

The sponsoring banks are providing
funds for FCS’s initial operations. Per-
sonnel from the 10 banks also staff
FCS’s many committees, now at work
designing and preparing to implement
the system. But none of the 10 are as
yet members of the FCS network.

FCS came into being with excellent
credentials. It was formed by Credit
Systems, Inc. (CSI), which is the Mas-
ter Charge operating center for the
same general area that will comprise
the FCS network. FCS officers and de-
sign personnel also developed CSI, but
the two corporations are separate and
distinct from each other, according to
Mr. Regan. The expertise that CSI has
shown in its Master Charge activity
and that has won acclaim throughout
the nation uniquely qualified CSI per-
sonnel to aid in the formation of FCS,
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BNO PROGRESS

January toJuly,: s 7 s

THE BANK OF NEW ORLEANS AND TRUST COMPANY
AND SUBSIDIARY

Consolidated Statement of Condition

ASSETS June 30 June 30
1975 1974
Cash and Due from Banks........ccccoiiiiiiiiiiinnnns $ 42,000,076 $ 49,234,017
U. S. Treasury Securities.........c.cocovivninnnns e 22,282,008 16,047,468
Securities of Other U. S. Government Agencies . .. 22,433,818 15,997,265
Obligations of States and Political Subdivisions . . 42,719,602 46,282,206
Other Securities ............... 780,000 780,000
Federal Funds Sold 32,000,000 34.950.000
Securities Purchased under Agreements to Resell 1,093,500 13.400.000
Loans Outstanding ..........cccoovveiiininiiininicen 211,248,512 208,348,188
Bank Premises and Equipment.................. 3,084,355 2,988,215
Interest Earned but Not Collected...... 3,305,161 3,451,609
Customers’ Liability on Acceptances... 100,677 39 990
OthEr ASSEIS ettt ee e e e eees 2,634,461 2,926,665
TOTAL ASSETS ..cooiiiiiiieeeeeeeeeievveeeveveeee $383,682,170 $394,445,623
LIABILITIES
Demand DeposSits.........coevieiiiiiiiiicics . $119,775,298 $116,925,633
Savings Deposits ..........ccccvevviiiiiiiiee 42,387,710 37,035,817
Time DepositsS....ccooviiiiiiiiiiiecee e 149,468,343 147,173,099
TOTAL DEPOSITS ...cccooeeeevvviieeees $311,631,351 $301,134,549
Federal Funds Purchased ..., 29,400,000 38.385.000
Securities Sold under Agreements to Repurchase . 4,011,000 18.030.000
Accrued Taxes and Interest 4,485,975 3,793,640
Unearned Discount .............ccc......... 4,748,850 5,770,702
Quarterly Dividend Payable 141,430 141,430
Liability on Acceptances.................. 100,677 39,990
Other Liabilities .......cccccoeeeiiiiiiin 407,081 25,198
TOTAL LIABILITIES ...coovviieeeeieeeceeeeeeevee e $354,926,364 $367,320,509
RESERVE
Reserve for Possible Loan LOSSES..........ccoceevinnee. $ 3,580,357 $ 3,381,674
CAPITAL

Capital Notes

.................................................. $ 4,250,000 $ 4,250,000

Common Stock, $12.50 Par Value, 400,000 Shares
Authorized, 250,000 Shares Issued

and Outstanding.......cccoecveeviienieeniienee e 3,125,000 3,125,000
SUIPIUS ...t i, 12,875,000 12,875,000
undivided Profits ........ccooceeeiiiiiiinnnnnn, e 4,925,449 3,493,440

TOTAL SHAREHOLDERS' EQUITY ....uvvveeeennn. $ 20,925,449 $ 19,493,440

TOTAL CAPITAL. .. $ 25,175,449 $ 23,743,440

TOTAL LIABILITIES, RESERVE AND CAPITAL $383,682,170 $394,445,623
Contingent Liability on Letters of Credit Issued but Not Drawn Against........... 6/30/75—$ 6,732,245

DT

VT/

I\

f

6/30/74—$14,210,830

I\ BANKERS WITH IDEAS

r i THE BANK OF NEW ORLEANS
and. Trust Company Member FDIC
P. O. Box 52499, New Orleans, La. 70152

CALL: 1-800-362-6718 (Within Louisiana)
1-800-535-6760 (From Miss., Ala., Texas, Ark., Okla.)
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Survey indicates public is willing to pay for FCS services,

in form of transaction charge and/or yearly card fee.

Mr. Regan said.

FCS is in what is known as “phase
one” of its development, which, when
completed in the third quarter of 1976,
will see the initiation of the network
in its first markets, which would in-
clude the St. Louis and Kansas City
metropolitan areas. At that time, FCS
officials estimate that up to 30 FCCs
and 1,000 POS terminals will be in
operation.

Completion of the original network
configuration is tentatively scheduled
for early 1979, when 130 FCCs and
6,000 POS terminals will be in use.
Estimated cost of the system is $38
million.

Participation in FCS is open to any
bank in the five-state area of the net-
work. All banks, regardless of their
data processing capabilities, will be
able to participate.

Each participating bank will be
placed into one of three user cate-
gories:

= Banks whose demand deposit and
savings account files are retained in-
house and which will have on-line, real-
time interface with one of FCS’s switch-
ing and processing centers (SPCs).
These files would be linked with the
customer by the new communications
network to accommodate transaction
of the customer’s business from either
POS terminals or FCCs. There would
be a daily reconciliation of traffic be-
tween the SPC and the bank.

e Banks that would place a con-
densed subset of their demand deposit
and savings account files at the SPC.
These files can be updated over a com-
puter communications link from time-
to-time throughout the day. All trans-
actions would be cleared using the
files at the SPC during the day and
reconcilation with the bank files would
be completed during off-hours process-
ing.

« Banks that would have a subset
of their demand deposit and saving
account files at the SPC, but with no
computer communications link. This
type bank would have access to the
SPC files by video terminal or a sim-
ilar communications device.

It is expected that each bank’s ini-
tial contractual fee will be proportion-
ate, based on the number of personal
accounts, number of accounts it places
in the network, etc. There may also be
an account set-up service charge for
each bank services card.

The network’s facilities will be com-
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posed entirely of POS terminals and
free-standing FCCs. The FCCs will
contain automatic teller units and will
be available 24 hours a day. The sup-
plier of the hardware has not been
selected yet, but it is expected that the
units will be specially tailored to con-
form to FCS’s standards.

The FCCs and POS terminals will
be activated by a bank services card
and, in some cases, a four-digit personal
identification number (PIN). Existing
bank cards, such as Master Charge or
BankAmericard, were found to be in-
appropriate for such a network, accord-
ing to Mr. Regan, since only a minority
percentage of the typical bank’s cus-
tomers carries or qualifies for charge
cards. The FCS network has nothing to
do with typical charge card activities
and, since participating banks can be
expected to offer FCS cards to almost
every account holder who wishes to
participate, there is a need for a special
card.

Cards will be given to each person
for his account. Those holding more
than one account of the same type can
be issued a separate card for the ad-

Gudinas Named FCS Chairman

Six bankers have been named to the
board of Financial Communication Ser-
vices Corp. (FCS),

St. Louis-based
not-for-profit  cor-
poration created to
develop and oper-
ate an electronic
consumer banking
communications
system for banks

in Missouri, Kan-
sas, lowa, lllinois
and western Ken-
tucky. All of the
bankers represent banks active in the
initial funding of FCS.

They are Richard J. Gudinas, senior
vice president, Boatmen’s National, St.
Louis, who has been named chairman;
Charles A. Elfrank, senior vice presi-
dent, Mercantile Trust, St. Louis; Rob-
ert S. Schmidt Jr., vice president, First
National, St. Louis; Dan S. Spencer Jr.,
executive vice president, United Mis-
souri Bank, Kansas City; James K.
Figge, vice president, Davenport (la.)
Bank; and William S. Badgley, presi-
dent, First National, Belleville, 111

GUDINAS

ditional account. Those holding ac-
counts in more than one bank will re-
ceive cards from each bank.

Participating banks may elect to
charge their customers for cards, per-
haps on a yearly basis. In addition, a
charge for certain types of transactions
is also a possibility. According to FCS,
studies indicate that bank customers
would be willing to pay for such a ser-
vice.

FCS authorized a market study to
anticipate network use, conducted by
Booz, Allen & Hamilton. A total of be-
tween 600 and 700 interviews were
conducted with people who maintained
accounts with commercial banks, most
having free checking available. About
50% of the interviewees were willing
to pay for FCS’s services.

In the larger urban areas, the survey
revealed that 60% would pay a monthly
fee for the service and 54% would be
willing to pay a fee for each transac-
tion. In other urban markets, the figures
were 72% and 50%, respectively.

Of those willing to pay a fee, 72%
said they would pay a $2.50 monthly
fee for the use of the network, while
81% said they would pay a $5 annual
card fee; and 32% said they would pay
a $5 annual card fee plus 200 per trans-
action.

The public does not seem to be con-
cerned about possible errors, security
problems or losing float with the net-
work. Some 40% said they preferred
the FCS system over the charge card
system.

In the area of verifying account bal-
ances, many of those interviewed said
they would prefer to get this informa-
tion from an automatic teller unit than
from a live teller.

About 75% said they would use the
check guarantee feature while few were
interested in transferring funds from
one account to another. Seventy-three
percent said they would use the POS
system, and 75% said they would use
the cash withdrawal option.

Of the merchants surveyed, 28% said
they would pay for POS terminal and
transaction fees; 28% said they would
accept rental charges and consider
transaction fees; 15% said they would
acept only the rental fee and another
15% said they would accept only the
transaction fee.

The vast majority of the banks sur-
veyed by Booz, Allen & Hamilton in-
dicated they were positive about the
system and were willing to make fi-
nancial commitments as soon as per-
mitted.

Mr. Regan thinks it is unlikely that
the FCS system would evolve into a na-
tionwide EFT system. Rather, he sees
a number of geographical systems sim-
ilar to FCS developing. A national in-
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Howour bank can help your bank
grow with your farmers and ranchers.

The world’s appetite for food and fiber is getting bigger
all the time. So today’s demands for agricultural financing
may be more than you can handle with available funds.

First National Bank in St. Louis is ready to help
you and your customers.

With funds for operating and production loans,
machinery and equipment loans. With leasing
plans and exporting assistance.

Even investment and estate planning
to help them conserve their assets.

You'll find us easy to work with, and
we’re staffed to respond quickly. Our
Agricultural Department is headed by
Neil Bergenthal, Vice-President, who
has 20 years of farm credit experience
in agribusiness and the U.S. Farm
Credit Administration.

Call Neil at (314) 342-6695. And
send for our new brochure, “The
Changed Nature of Agricultural
Financing.”

And grow with your farmers
and ranchers.

First National Bank
in St. Louisw /m

Member FDIC |
510 Locust, St. Louis, Mo. 63101
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terchange network could then link all
of the individual systems.

Banks on the fringes of a system
might find it necessary to participate in
an adjoining system in order to receive
maximum results from participation;
however, few banks in the center of
a system such as FCS would find it
profitable to participate in an adjoin-
ing system.

FCS will determine the location of
all its wunits, although participating
banks can sign up merchants for POS
terminals on a competitive basis.

A unique feature of the FCS network
is that all participating banks will share
in the terminals. This means that if a
bank has an existing automated teller
in its lobby, every other participating
bank would be accessible to its cus-
tomers on that terminal. It is expected
that the majority of FCCs will not be
in bank lobbies; rather, they will be
in shopping centers or other areas of
high traffic, such an airports, hospitals,
etc. All units will be identified with
FCS logos.

Any bank with an existing automatic
teller system, wishing to include that
system in FCS, will have to make the
hardware conform to FCS’s standards.
Existing automatic teller equipment that
a bank wishes to retain on an exclusive
basis cannot be incorporated into the
FCS network.

FCS officials expect that the majority
of banks in the five-state area will want
to join the network quickly. In addi-
tion to the benefits of the system, an-
other incentive to joining as soon as
possible is the expectation that higher
entrance fees may be established as
the network becomes more complete.

FCS could be termed a bold experi-
ment. Time and possible developments
in the EFT sector will determine
whether this project which seems so
radical today will develop into a net-
work that will some day be considered
commonplace. * *

Money Order-by-Phone Program
Extended by Western Union

MAHWAH, N. J.—Western Union
has extended its money order-by-phone
service to all 48 contiguous states. The
service—introduced last October 1 in
Missouri on an experimental basis—
eliminates the requirement of deposit-
ing cash in person at a Western Union
office or agency for regular money or-
der transactions.

Master Charge card holders now can
transmit up to $300 in cash by charg-
ing it to a Master Charge account on
a single toll-free call. They can call a
toll-free number at any hour of the day
or night. Western Union checks the
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individual account and advises the call-
er of the location and hours of the pay-
ing office nearest the designated recip-
ient. The sender then can provide the
information to the recipient by tele-
gram or phone.

Delivery to one of more than 5,000
Western Union offices or agencies is
guaranteed within two hours during
hours when the office or agency is
open. According to Western Union, so
far most of the delivery transmissions
can be made within 30 minutes.

Fees for the service vary and are,
of course, in addition to the cash
amount requested.

EFTS to Be Spotlighted
At BAIl's Convention

Oct. 26-29 in Atlanta

SMITH

ATLANTA — Special emphasis will
be placed on recent developments in
electronic funds transfer systems at the
Bank Administration Institute’s 51st
national convention October 26-29 at
the Marriott Motor Hotel here. The
spotlight will be turned especially on
point-of-sale terminals in supermarkets,
department stores and factories.

Comptroller of the Currency James
E. Smith and John F. McGiilicuddy,
president, Manufacturers Hanover
Trust, New York City, will head the
list of more than 50 speakers.

The program also will provide an
extensive review of the audit function,
with speakers sharing their views on
such subjects as long-range audit plan-
ning, developing audit personnel for
the coming banking environment and
an evaluation of continuous auditing
and review auditing.

The control segment of the program
will focus on costing customer services
and determining the profitability of
bank services. A session on loan-loss
accounting will examine reserve-bal-
ance adequacy, accounting problems
concerning book and tax aspects, inter-
period tax allocation, financial-state-
ment presentation and the method of
recording and disclosing the component
parts of the reserve.

In the bank-operations segment, top-
ics will range from small bank auto-
mation to development of techniques
of responsibility reporting, costing and
allocation of resources necessary to re-
cover data-processing costs. Other op-
erations subjects include a review of a
300-bank survey relative to the Bank
Protection Act.

The program also will feature discus-
sions of employee training and develop-
ment and problems arising from the
new Pension Reform Act and a session
designed to help bank managers adapt
to the changing life styles of their em-
ployees.

The traditional “Meet the Experts”
session will provide an informal forum
for individuals to discuss their immedi-
ate banking problems with the BAI’s
technical commission members.

Beverly Sells DP Division
To Chicago's First Nat'l

CHICAGO—First National has
bought Beverly Bancorp’s data process-
ing division, which has been renamed
First Chicago Data Corp. and continues
to serve its customers as a wholly
owned operating subsidiary of First of
Chicago. The subsidiary retains the
data processing division’s management,
headed by Thomas V. Markle. Mr.
Markle has resigned as president of
Beverly Bancorp, and Beverly Bank.

The new subsidiary will allow First
of Chicago to offer expanded retail
banking services to other banks, es-
pecially in the electronic funds trans-
fer area, said President Chauncey E.
Schmidt.

The former Beverly unit provides
banks with an extensive package of
on-line data processing services, which
are interrelated by a central informa-
tion file that is accessible through a
variety of terminals. Services presently
are provided for 25 banks in the Chi-
cago area and 12 banks in the Minne-
apolis/St. Paul area through remote
processing facilities.

'Tallulah' Sells Banking

A voice that sounds like the famous actress,
the late Tallulah Bankhead, is heard fay users
of the 24-hour teller machine at the recently
opened OIld Farm Branch of Exchange Na-
tional, Montgomery, Ala. Not only does the
LeFebure Corp.'s 724 ACT machine talk, but it
puts forth some wunusual comments. For in-
stance, someone using the device at 2 a.m.
may be told by "Tallulah the Anytime Talking

Teller" that "Dahling, you're looking simply
glorious" in the throaty tones unique to Miss
Bankhead, an Alabama native. In addition to
"chatting" with customers, the pre-recorded

messages describe bank services.

*%
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Some ideasgo
on and on.

Because theywork.

Take the idea of correspondent banking. We think it's a bigger, broader, more
relevant concept today than ever before. For the same reason that breathed
life into the correspondent system in the first place: to let banks extend their services
without over-extending their resources.

Citibank is behind the system of correspondent banking because we know it works.
Decause We do a lot of things to help make it work—using the skills, the systems, the
experience, the innovativeness that have made Citibank a leader in every area of banking.

ye always ready to put our shoulder to your wheel. Just get in touch with your
embanker, Correspondent Bank Department, 399 Park Avenue, New York N Y 10022
—or call (212) 559-2411.

FIRST NATIONAL CITY BANK

Bankers everywhere call us “Citibank”

Member F.D.I.C.
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Comptroller Seeks Delay on Ruling Banning CBCTs

T PRESS TIME, a new appeal for

a delay in enforcing the ban on
the use of customer-bank communica-
tion terminals (CBCTs) was being
asked by Comptroller of the Currency
James Smith.

The new plea was made to the Cir-
cuit Court of Appeals in Washington
following denial of a previous request
for delay, made after a district court
judge ruled July 31 that national banks
must cease operating CBCTs in states
with restrictive branching laws. The
judge ruled that CBCTs are branches
as the term was construed by Congress
when it passed the MeFadden Act 48
years ago. The act stipulates that na-
tional banks must conform to state law
in regard to branching activities.

While the Comptroller’s appeals are
awaiting rulings, he has authorized na-
tional banks to set their own courses
on whether to obey the district court
ruling. Some 26 national banks have
installed more than 70 CBCTs in va-
rious parts of the nation under an
interpretive ruling by the Comptroller
first issued last December. Not all the
CBCTs are located in states with re-
strictive branching statutes.

CBCTs Run

ONTINENTAL ILLINOIS NA-

TIONAL, Chicago, is continuing
to operate two remote electronic ter-
minals following a federal district
judge’s refusal to issue a temporary in-
junction to halt the operation. Judge
Hubert L. Will acted on a suit brought
by the lllinois attorney general’s office
on behalf of the Illinois commissioner
of banks and trust companies. The
latter maintains these terminals violate
the state’s branching prohibition. Judge
Will is expected to issue an opinion
October 20 on the terminals, which
are located in the Illinois Center Con-
course and in the Chicago & North
Western Railroad terminal.

However, in an agreement between
Continental Bank and the state attorney
general’s office, the bank has cut off
expansion of its terminals in Dominick’s
Finer Foods stores while litigation over
the other electronic terminals is in
progress.

Last June, before litigation began,
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Into Flak in

Although decisions on the Comp-
troller’s appeals have been made rather
swiftly, the appeal process could be
lengthy, especially if it goes to the
Supreme Court.

The Comptroller’s attorneys state the

original ban ruling should be over-
turned because the plaintiffs in the
suit did not show irreparable injuiy

arising from the Comptroller’s ruling.
The plaintiffs are the Independent
Bankers Association of America, nine
state banks, one individual and the
banking commissioner of Minnesota.
The Comptroller’s lawyers also stated
in their appeal that shutting down the
existing CBCTs affected by the district
court ruling would cause “severe injury
to the banking industry’s competitive
position vis-a-vis nonbanks and S&Ls
in the developing and growing field of
EFTS designed to permit rapid and
reliable transfer of funds by bank cus-
tomers.”

A spokesman for the Comptroller has
said that no formal declarations on
CBCTs will be made by the Comp-
troller until the appeals process is
completed.

Eighteen states have enacted specific

EFTS legislation, generally permitting
state banks to establish CBCTs on a
par with the Comptroller’s ruling for
national banks. Some states require
that terminals be shared.

Kentucky’s Governor Julian Caroli
issued an executive order last month
allowing state-chartered banks to in-
stall remote terminals. The order was
issued at the request of the state
commissioner of banking and securities,
John L. Williams Jr., who said he was
acting in the interest of preserving
competitive equality between state-
chartered and federally chartered finan-
cial institutions.

The order provides that state banks
can install CBCTs without going
through traditional application proce-
dures for branches. The machines must
be located within county lines, in ac-
cordance with Kentucky’s county-wide
branching law. Only POS terminals
must be shared.

The Kentucky legislature is not ex-
pected to write an EFT law of its
own when it convenes next year, al-
though such a possibility exists. Legis-
lative action would overrule the gov-
ernor’s executive order. * e

Illinois, But Operate Smoothly in Branching States

Continental Bank announced plans to
establish 63 customer-bank communica-
tion terminals (CBCTs) in the Chicago
area on or around July 1. Sixty-two of
these facilities were to be for the Dom-
inick’s chain, with 60 of them an ex-
pansion of customer services already
provided in the stores. The other two
units were planned for Dominick’s
stores under construction.

The bank began its EFT relationship
with Dominick’s late last year, when it
installed automatic terminals enabling
the chain’s customers to pay for gro-
ceries with their Master Charge cards.
Under plans now set aside pending
Judge Will’s decision, Continental Bank
customers would have been able to use
their Continental banking cards to de-
posit money into their savings and
checking accounts via the existing ter-
minals in the Dominick stores. They
also would have been able to cash
checks with their banking cards. Dom-
inick’s personnel were to operate these

CBCTs.

Although Continental Bank has run
into trouble with its CBCTs, plans for
such terminals by banks in branching
states are proceeding smoothly.

Central Trust, Cincinnati, opened its
second mini-bank inside a Kroger su-
permarket July 18. The mini-bank,
called the Central Trust Day and Night
Bank and in reality a CBCT, features
Mosler Tellermatic equipment. It of-
fers complete teller service to Central
Trust customers during store hours. For
a time after the facility was opened,
bank personnel were on hand to in-
struct customers in using the automatic
teller.

Services provided by the mini-bank
include checking-savings deposits and
withdrawals, transfer of funds between
accounts and utility-bill and loan pay-
ments.

During the two-day grand opening
of this latest of 16 mini-banks, Central
Trust gave 100 Top Value stamps to
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Ifyour correspondent banker
doesn't get around much anymore,
coll us.

Correspondent banking is too important to han-
dle with o letter here, a phone coll there. And nobody
knows that better thon Cullen Center Bonk &Trust. That's
why our correspondent bonkers spend most of their
time on the rood, taking our correspondent services to
bonks near and far.

After all, when you're talking about important
business like loon participation, help with bonds, cosh
management and investment advisory services, you
need to discuss the transaction face to face, banker to
banker. Which is exactly whot you
get with Cullen Center Bonk os your
correspondent bonk. Another thing

MID-CONTINENT BANKER for September, 1975

you get is the expertise of one of the fastest growing
bonks in the country. A bonk that's reached $200 mil-
lion in deposits in a little over five years. A bonk with
the financial muscle to help out with the big problems.

If oil this sounds like the kind of correspondent
bonk you're looking for, coll Milton Block, Croig Pem-
berton or Bob Greer ot Cullen Center Bonk 0 Trust. We'll

come see you.
Cullen Center Bank 0 Trust. Smith and Jefferson,
Houston. Phone 713/224-0778. Member FDIC.

CULLEN
H | CENTER
BANK OF

IDEAS
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each of the first 2,300 persons request-
ing demonstrations of the automated
teller. Top Value stamps are trading
stamps given with Kroger purchases.

According to Robert M. Kilingler,
vice president and head of Central
Trust’s electronic banking division,
withdrawals from checking accounts
make up a majority of the transactions
on these mini-bank tellers, followed by
Master Charge cash advances, then
checking-account deposits, which—in
frequency and in dollar amounts—sur-
pass checking-account withdrawals. In
other words, said Mr. Klingler, the
bank’s customers are using the Teller-
matic as a bank rather than just a cash
machine.

In other action, Central Trust in-
stalled what it terms is the first auto-
mated teller inside an industrial firm in
the city. This Mosler Tellermatic CBCT
went into operation July 1 at Cincinnati
Milacron, Inc., on an experimental
basis. The bank hopes to expand the
industrial banking concept because
several other firms have expressed in-
terest in a Day and Night Bank on
their sites.

Citizens Fidelity, Louisville, has ar-
ranged with several local retailers—
including Convenient Food marts and
Winn-Dixie—to provide CBCTs in 20
off-bank-premises locations. At these
stores, Citizens Fidelity customers will
be able to use special plastic cards,
along with their personal security num-
bers, to deposit to or withdraw from
their checking or savings accounts,
transfer funds from one aeount to an-
other and cash personal checks. The
program utilizes a special transaction
telephone recently produced by AT&T.

Called Service Tree Service, this is
the first phase of a broad, long-range
program at Citizens Fidelity for increas-
ing personal banking convenience.

First National, Memphis, has an-
nounced installation in supermarkets
of three automated teller machines,
which are on line to the bank’s com-
puters. The latter can verify imme-
diately that a person has an account at
First National and tell how much is
in that account. These “First Banking”
“tellers” allow bank customers to make
withdrawals from their checking and
savings accounts, to obtain cash ad-
vances from their checking or savings
accounts and to obtain cash advances
from their BankAmericard accounts.
Customers may withdraw up to $200 a
day from each account.

These new installations are in ad-
dition to the First Banking tellers that
are located at six 24-hour-a-day First
Place facilities in Memphis. * *
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Deposits, Withdrawals, Check Cashing

Offered by S&L in Kansas Stores

OMPETITION from S&Ls became
greater for Kansas banks July 1,
when Capitol Federal S&L of Topeka
became the first financial institution
in the state to offer deposit, with-
drawal and check-cashing services from

supermarkets through an electronic
funds transfer system. Remote-teller
service units have been installed at

stores in three cities—Topeka, Over-
land Park and Lawrence. Money-Matic
is the name chosen by the S&L for its
new system. The trademark on the
system is pending.

The terminals—manufactured by
FDS/i, Orlando, Fla.—are connected
with Capitol Federal’s on-line com-

puter-accounting system in its home
office by data phone lines.

A transaction on Money-Matic takes
only 10-15 seconds, said John C. Dicus,
president of Capitol Federal. The ter-
minals offer savings-account deposit
and withdrawal services and special
check-cashing facilities. They are locat-
ed in the supermarkets’ courtesy
booths.

Key to the system is a customer’s
Passcard, a wallet-sized plastic card
for which the customer chooses his
own personal passcode—the name of a

Capitol Federal offers Caphtol
this important new Federal
convenience for our 0 01 IBRW
Passcard savers...

One of the most important new sf

ever offered savers. Passcard

simply sign the money’matic

and carry their passcard to t

matic supermarket to make ¢
withdrawals and to make check cashing
easier. And you have access to your
savings during the store hours: 8 a m.to
10p.m.-every day of the week. You still
eam highest interest on your insured
safe savings, compounded daily until
you use it If you don't have a Passcard
Account—now is the time to open one —
and take advantage of money*matic.

PASSCARD SAVINGS

Fstic 5,250

Capitol Federal
Savings

This
service

newspaper ad announced Money-Matic
of Capitol S&L, Topeka. S&L
says it is first financial institution in Kansas to
offer deposit,
services from

Federal
withdrawal and check-cashing
supermarkets through EFT sys-

tem.

This is type of computer terminal being used
by Capitol Federal S&L, Topeka, in its
Money-Matic service. Under this program, S&L's
passcard savers can go to certain supermar-
kets in Topeka, Overland Park and
deposits to or withdrawals from
their Capitol Federal accounts or cash checks.
These computer terminals—FDS/i Teller Ter-
151— have ABA/Track 2 magnetic card
reader as integral part.

new

Lawrence
and make

minal
They are installed in
participating supermarkets and are connected
by data phone lines with Capitol Federal's on-
line computer-accounting system in its home
office. Terminals are by FDS/i,
Orlando, Fla.

manufactured

pet, a child, a grandchild, a series of
easily remembered numbers, anything
as long as it contains four to nine
characters and doesn’t start with zero
or contain Qs or Zs.

If a customer wants to make a de-
posit to his account or a withdrawal
from it or cash a check, he walks up
to the service booth and locates the
security pad, a small punch machine
similar to a touch-tone telephone, lo-
cated on a shelf just outside the cour-
tesy booth. To begin the transaction,
he punches his personal passcode into
the security pad, hands the attendant
his Passcard and tells him what kind
of transaction he wants to make. The
courtesy booth attendant passes the
Passcard through a magnetic tape read-
er on the terminal inside the booth.
The terminal reader records the in-
formation encoded on a magnetic stripe
on the back of the card. The attendant
then enters the type of transaction and
amount on the terminal. That informa-
tion is transmitted to the home office
computer, which processes the transac-
tion, updates the files on the account
and sends a response to the terminal
that enables it to print a complete re-
ceipt. However, the customer’s account
remains confidential as the attendant
does not have access to the balance
or account history.

Deposits may be made by cash or
check, but withdrawals are made ex-
clusively by cash. Also, anyone wanting
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Ouridea of
correspondent banking:

THE COMMITTEE OF ONE.

Our people are real, live, experienced correspondent professionals, with
years of correspondent banking behind them. So, since they arent shiny new
management trainees or just goodwill ambassadors, they have the authority
to okay loans or services on the spot. Without going through a committee.

WE CALLYOU BY NAME
NOT BY PHONE.

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

the correspondent bank, things
get done faster. Friendlier.

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

WE'RE BIG ENOUGH TO SERVE YOU, BUT
SMALL ENOUGH TO TAKE CARE OF YOU.
] Thats why we can ?_iye you
literally dozens of Services. Like™ loan
participations. Bond portfolio analysis
and advice. Safe-keeping of securities. ,
Credit information. Use of our
computers. Executive search.
And more. It% all Eart of being
whatever kind of bank you
need us to be.

BANKER TO BANKER.
NOT BANK TO BANK.

The bank for the New Downtown
NATIONAL BOULEVARD BANK

OF CHICAGO
400-410 North Michigan Ave., Chicago, 11160611 Phone (312) 467-4100 Member FDIC
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to open a new account or transfer
money from a passbook to a CD must
go to a full-service office of the S&L.

Mr. Dicus said that at the end of the
first 30 days of Money-Matic’s opera-
tion, 825 different accounts had used
the service, making a total of 1,803
transactions—an average of 15 per store
per day. However, he continued, the
two Lawrence stores reported process-
ing a total of 850 transactions, an
average daily total of 28. The 825
accounts represent 4.2% of the S&L’s
card base.

To prepare for Money-Matic’s de-
but, Capitol Federal conducted a
training program for personnel of the
supermarkets. An overall orientation
program was held for management and
all employees, while training on use
of the terminals was given only to those
persons who would be working in the
courtesy booths.

Mr. Dicus said that marketing the
supermarket terminals was made easier
because residents in the S&L’s trade
area are accustomed to obtaining cash
from stores. He pointed out that a
L. S. Savings & Loan League survey
showed that, nationally, 19% of families
get cash from stores, but in Capitol
Federal’s area, 26% to 33% go to stores
for check-cashing services.

Mr. Dicus pointed to the conve-
nience factor of the terminals. They are
available to customers any time the
stores are open—8 am. to 10 p.m.,
seven days a week. The Money-Matic
store locations are relatively conve-
nient to 71.7% of the S&L’s customers,
he said. * *

Merchant-Verification System
Set Up by Nashville Banks
Designed to Cut Check Losses

NASHVILLE—Five banks in this
city, which comprise the membership
of the Nashville Clearing House Associ-
ation, have set up a merchant-verifica-
tion system. The objective is to reduce
the amount of bad checks given store-
keepers in the area.

The five sponsoring banks, which
represent more than 98% of Davidson
County’s bank deposits, are: First
American National, Commerce Union,
Third National, Nashville Bank and
Hamilton Bank.

The service is being marketed inde-
pendently by the banks, and each has
established its own per-check fee. The
banks began selling the service June 2
—after six months of planning—and,
after 30 days, 76 merchants with about
100 locations in the metropolitan area
had signed up.

Each participating merchant makes
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arrangements with South Central Bell
Telephone Co. to have a Touch-a-
Matic telephone installed. This set has
a memory for 31 phone numbers. Each
bank provides its own direct phone
line into its computer on the Touch-a-
Matic Telephone so that the merchant
virtually is tied directly to the city’s
major banks.

When the merchant uses the set, he
punches one button, which connects
him with the bank from which he
wants verification. When he’s connect-
ed with that bank’s computer, he
presses the same button again, and his
merchant-identification number is giv-
en automatically to the computer. He
then uses the touch-tone keys and en-
ters the checking-account number and
amount of the check. If the account is
open, the computer indicates whether
funds are available to cover the check.
Checks called in are not guaranteed,
but studies show the system is highly
accurate, said a spokesman for the
banks. The entire check-verification
process takes less than 30 seconds.
Merchants may use the service from
8 a.m.-10 p.m. Monday through Satur-
day and noon-6 p.m. Sunday.

Show Your Honest Face;
Check-Cashing Privileges
Are Yours in Atlanta

ATLANTA—With a new plan in-
stituted by First National, all a shopper
needs to do in a grocery store here is
show his Honest Face in order to get
a check cashed.

Sounds unbelievable, doesnt it? With
a new piece of plastic—called the
Honest Face Card—and a system of
check-verification terminals, people who
cash checks in grocery stores reportedly
are able to do so faster and more con-
veniently than in the past. Nearly all
A&P, Big Apple, Big Star, Colonial,
Food Giant, K-Mart Foods, Kroger and
Richway Foods in this area offer the
service in conjunction with the bank.

Here’s how Honest Face works: A
cardholder inserts the card in the ma-
chine, enters his or her secxet code,
selects the type of transaction (person-
al, payroll, social security, welfare
checks, etc.), inserts the check, and
after it has been processed, removes
the check, as well as the Honest Face
card. The approval stamp thus is im-
printed on the back of the check, which
is accepted by the store clerk without
question.

According to a First National spokes-
man, more checks are cashed in gro-
cery stores here than in any other
places of business, except banks, so the
system was developed to help speed

This is Honest Face check-cashing terminal be-
ing offered by First National, Atlanta, for use
in local food stores. Customer inserts card,
punches secret code, selects type of transac-
tion, inserts check, and machine verifies or
prohibits transaction in about 30 seconds. Sys-
tem is offered in most major grocery chains in
area, is said to lower overheads through re-
duction of returned checks, faster check-out
lines.

up grocery lines and avoid delays for
those cashing checks. The process is
said to take only 30 seconds.

The terminal, bank officials state, is
not a credit check, but only verifies
that there are no bad checks outstand-
ing for the customer using the device.
In addition, the machines will not
accept checks above amounts speci-
fied by store policy and will limit the
number of checks cashed by a custom-
er in one day.

Reportedly 1.5% of all checks cashed
in this area’s grocery stores are re-
turned for insufficient funds, and since
food stores operate on what is said to
be one of industry’s smallest profit mar-
gins, the service is expected to cut over-
heads.

Bank officials say First National will
profit by annual charges to the grocery
companies and card holders and
through cost reductions brought about
by Honest Face.

e Charles F. Mansfield, president,
Marine Midland Bank—New York, has
been named CEO, following the resig-
nation of John S. Lawson as chairman.
Mr. Lawson also resigned his positions
as president and director of the bank’s
parent company, Maxine Midland
Banks, Inc. Edward W. Duffy, chair-
man and CEO of the HC, has been
elected chairman of the bank, while
Russell H. Knisel, execxxtive vice presi-
dent of the bank and HC, has been
elected vice chairman of the bank, Mr.-
Duffy’s former post.
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n fed o o ur

corresponding
In personr

W. L. Hale lll, Vice President,
and Howard L. Shaw, President,
Liberty Savings Bank, Mayfield,
Ky., turn serious banking
matters into a casual and
friendly discussion with Phillip
R. Hayes, Senior Vice Presi-
dent, Liberty National Bank
and Trust Company.
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Missouri Begins Hearings on Pros, Cons of EFTS

HE FUTURE of EFTS in Missouri

is being considered by members of
the House and Senate Banking commit-
tees, which began a series of hearings
on the topic last month.

Purpose of the hearings is to familiar-
ize legislators with the pros and cons
of EFTS so they can determine if and
how to regulate it. Presiding over the
first hearing, held in Clayton, was Sena-
tor Albert M. Spradling Jr. (D.), chair-
man of the Senate Banking Committee
and chairman, Farmers & Merchants
Bank, Cape Girardeau.

The first day of the two-day hearings
heard proponents of EFTS, while op-
ponents testified the second day. Other
hearings are scheduled for Cape Gi-
rardeau in mid-September and Kansas
City in mid-October,

A presentation was made outlining
the establishment of a five-state con-
sumer banking system by Financial
Communication Services (FCS), St
Louis, by John G. Regan, FCS execu-
tive vice president. The system, which
has the support of the Missouri Bankers
Association, will consist of a network of
customer convenience centers including
automated teller machines (ATMs) and
point-of-sale (POS) terminals through-
out Missouri, Kansas and parts of lowa,
Illinois and Kentucky (see article on
page 120).

Mr. Regan said supporters of FCS
believe consumers will benefit from the
service because they can have immedi-
ate round-the-clock access to their ac-
counts through the numerous units
FCS will install. He also said that the
chance for loss or fraud will be mini-
mized with FCS.

Since POS terminals and ATMs
would be installed at locations where
consumers conduct their everyday busi-
ness, Mr. Regan said, bankers believe
consumers will benefit from EFTS’ con-
venience.

Bruce E. Woodruff, an attorney for
FCS, said he felt no violation of Mis-
souri’s branch banking laws was in-
volved with FCS since the actual trans-
action of the business would take place
at the bank. The communication of that
transaction, he reasoned, was little dif-
ferent from a customer using a mailbox
to make a deposit or his telephone to
order stocks or bonds.

He said that only one state, Utah, has
legislated a moratorium on EFTS, while
32 states have authorized some form of
remote banking. He added that all fed-
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erally chartered S&Ls are permitted to
participate in EFTS in some form. He
said that it was important that Missouri
banks not be hindered by restrictive
EFTS legislation which would enable
S&Ls to gain a competitive edge.

Horace Dunagan, president, First
State, Caruthersville, testified that he
wants his customers to be able to use
debit and credit cards anywhere in the
nation and participation in FCS is one
step in implementing such a service. He
added that he is not concerned about
small banks being overrun by large
banks in the EFT area, partly because
all participating banks in FCS and other
cooperative ventures can maintain their
identities by having their names im-
printed on the plastic access cards.

Another small bank president, Jim
F. Pludson, South County Bank, Ash-
land, said he wants his bank to be a
part of FCS so it can compete with the
two S&Ls that have opened branches
in Ashland. He said he expects public
acceptance of the service to be slow in
developing but that it will grow as the
network becomes established. He also
said that the cost of joining FCS would
be less than building a new facility.

Regarding the cost of joining FCS,
James E. Brown, senior vice president,
Mercantile Trust, and president, Mer-
cantile Bancorp., stated that tentative
cost figures for a bank joining FCS
would be $800 per $1 million of per-
sonal deposits and $5 per account
placed on the system. He said that not
every customer of a participating bank
would desire to make use of FCS, there-
fore no charge would be made for non-
participants. He added that the initial
fee would be a one-time charge.

He also said that it is expected that
FCS would charge participating banks
250 per transaction and that the banks
would have the option of assuming this
cost or passing it on to their customers,
either as a transaction fee or under a
yearly card fee—or both.

Mr. Brown said that small bank sur-
vival depends on the capability to com-
pete with S&Ls through an EFT net-
work such as FCS.

Missouri State Finance Commissioner
William R. Kostman said he favors a
go-slow approach to the introduction of
the new ATM and POS equipment be-

cause of the “possibility of concentration
of economic power that could result
from full use” of them.

He told the hearing there is no doubt
the new technology will offer more con-
venience for bank customers and a way
for banks to reduce the heavy costs of
check handling.

He said the new systems undoubted-
ly will be developed nationwide and
the people of Missouri have a right to
share in their benefits.

He proposed that use of the terminals
be restricted to existing customers of
participating banks rather than be used
as market extension devices or as a
means to gain new customers. He said
this “half a loaf” concept would protect
the small banks while enabling large
banks to reach customers in a larger
area.

This testimony flew in the face of a
comment made by Senator Richard M.
Webster (R.) of Carthage, who said,
“Every banker | talk to says they don't
want to go into this area.” He said
bankers in his area were afraid the big
banks would use the machines for
branching and had asked him to “do
what you can to keep us out of this
mess.”

Also testifying in favor of EFT was
Lawrence R. Chapman, vice president,
operations, First National, St. Louis. He
outlined reasons why all banks should
be allowed the use of POS terminals
and ATMs.

» Convenience is a must for banks to
keep their customers. If it isn’t offered,
customers will go to other businesses to
find the service they want.

» Lower costs will occur in the long
term through the elimination of check
handling.

He cited the fact that more people
are doing their banking after working
hours and they want access to their
bank acoounts at any hour of the day.
He also stated that sharing of EFT
devices is economical and should be en-
couraged, but not mandated, so that
the potential of EFT services is not re-
stricted by legislation that might be-
come outdated as EFT is refined.

Testifying against EFT were repre-
sentatives from the Missouri Independ-
ent Bankers Association, including Don-
ald E. Thompson, executive vice presi-
dent, Peoples Bank, Hawk Point—MIBA
president—and John C. Harris, presi-
dent, Callaway Bank, Fulton.

Mr. Thompson raised the question of
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how the small-town merchant could
compete effectively in a network such
as FCS, since the small merchant would
probably not qualify for a POS terminal
and thus his customers might be in-
duced to travel to a larger community
that had such terminals. Mr. Harris ex-
pressed concern about an unregulated
EFT system. He wanted to know how
such a system would be regulated and
what new regulation techniques would
be required.

The general opinion of the inde-
pendents was that they are not against
EFT, yet they want all doubts to be dis-
pelled before going ahead.

A similar reaction came from repre-
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sentatives of J. C. Penney and Sears
stores, who expressed fears that EFTS
could lead to a “one credit card econo-
my,” one that would effectively block
retailers from offering their own card
plans. They emphasized that retailers
are not against EFTS, but that a system
should not be set up hastily and without
thought.

Although the proposed FCS system
does not provide for credit services, par-
ticipating banks probably will have the
option of offering overdrafts to selected
customers. Retailers with sophisticated
electronic systems already in operation
express concern about having to install
an additional system at their checkout
counters to handle services such as
FCS, which, if overdrafts were offered,
could erode their profitable credit ser-
vices.

Senator Spradling announced that
an EFTS survey will be sent to all
banks and S&Ls in Missouri shortly and
that he hopes responses will be re-
ceived and tabulated prior to the mid-
October hearing in Kansas City. * *

St. Louis S&Ls to Install
POS Terminals in Markets

The establishment of an experimental
EFT system linking 11 St. Louis-area
S&Ls with stores of the Schnuck’s super-
market chain was revealed last month
by the Greater St. Louis Savings &Loan
League at the Missouri EFTS hearings
(see page 132).

The service, which tentatively is set
to begin operation in early 1976, will
have the characteristics of a Hinky-
Dinky-type operation, in that customers
of the participating S&Ls will be able
to make deposits and withdrawals to
their savings accounts at the super-
markets. It differs from Hinky-Dinky in
that it is a shared service, with custo-
mers of all participating S&Ls able to
tap their accounts through one POS
terminal in each store, located at cour-
tesy counters.

According to Robert Drohlich, exec-
utive secretary of the Greater St. Louis
S&L League, the service will consist of
a switching device that permits all par-
ticipating S&Ls to share the system.
The device, which will be one-of-a-kind,
has not yet been designed. It will inter-
face with IBM, NCR and Burroughs
equipment in use at the participating
S&Ls. Estimated cost of the switching
device is $350,000.

Each store will be equipped with a
POS terminal, costing about $1,400.

The service, which has been author-
ized by the Federal Home Loan Bank
Board (FHLBB), is limited to St. Louis
city and county. Any expansion of the

system would require FHLBB approval.

Mr. Drohlich said that up to 27
S&Ls in the St. Louis area could eventu-
ally participate. He also said that com-
mercial banks would be welcome as
participants, providing banking regula-
tions permitted such participation.

Initially, the system will not offer
granting of credit or bill-paying ser-
vices.

Senior Bank Officers Workshop
Planned Sept. 21-23 by ABA

DENVER—AN ABA workshop for
senior bank officers September 21-23 is
designed to help them prepare for the
immediate and long-range future. It
will be held at Stouffer’s Denver Inn.

In the keynote address, Robert K
Wilmouth will review the major issues
banks must plan for in the current en-
vironment. He is president, Crocker
National, San Francisco. The program
also will offer an environmental ap-
praisal in which economic, social and
political issues will be analyzed, with
consideration given to sources of infor-
mation, how information is used for
analysis, how analysis results affect
establishment of corporate objectives
and are transferred into goals, who is
involved in the process and timing of
the process.

There will be two concurrent ses-
sions on “Evaluation of Internal
Strengths and Weaknesses.” One session
will take the large bank/holding com-
pany approach; the other, the medium-
sized bank approach.

Other topics will include “Planning
for EFTS,” “Bank Planning Process”
and “Interrelationship Between Plan-
ning and General Management.” The
workshop will close with a talk by
George W. Mitchell on “Legislative and
Regulatory Considerations in Planning.”
Mr. Mitchell is vice chairman, Board of
Governors, Federal Reserve System.

Continental Bank, Chicago,
Restructures Comm/| Div.

Continental Bank, Chicago, has re-
structured its national commercial
banking divisions. The bank’s western
division has been separated into what
now will be called the central and
western divisions.

The central division will work with
correspondent and commercial custo-
mers in an area including Arkansas,
Kansas, Louisiana and Missouri. It will
be headed by Hollis W. Rademacher,
vice president.

Garry J. Scheming, vice president,
has been named to head the western
division, which includes New Mexico,
Oklahoma, Texas and the Houston rep-
resentative office.
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In 1954,

Insured Credit Services
originated the idea

of privately insured
home improvement loans.

Today,

1,002

banks

are glad we did.

ICS insured home improvement
loan portfolios enjoy a
guaranteed profit return with
100% credit protection against
every unpredictable default such
as bankruptcy, divorce, strikes
and recessionary causes.

We can demonstrate how
your ICS protection program
provides a significant increase
in profits, compared to other
types of loans.

The Insured Credit Plan, with its
guaranteed high profitability,
complete default protection and
on-going counseling services,
enables lending institutions to
expand and diversify their
lendingoperations in thegrowing
property improvement market.

For complete details on the
advantages of the Insured Credit
Plan, call or write William F
Schumann, President, today.
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Missouri Banks Will Be Affected
By New Credit Life Regulations

egulations affecting the sale

of credit life insurance in the state
of Missouri are scheduled to go into
effect September 15, 1975, unless
Missouri’s insurance commissioner,
H. E. Edmiston, should announce a
last-minute delay. Such a delay is not
expected, however, despite objections
voiced by insurance industry repre-
sentatives at a special hearing in Jef-
ferson City on August 26.

Those affected by the new regu-
lations are banks, finance companies,
credit unions, savings and loan associ-
ations, auto dealers—in fact, any lender
presently offering credit life in con-
junction with consumer-type loans. Al-
though the regulations contain many
technical details that will affect pri-
marily the company underwriting the
insurance, the regulations do have two
major concerns for banks and other
lenders:

1. Charges for credit life insurance

will be limited to 75 cents for each
$100 of outstanding debt.

2. Commissions paid to originators
of credit life will be limited to 40% of
the charge, which, based on the fore-
going paragraph, will amount to 30
cents maximum for each $100 of debt.

The regulations, which apparently
were developed by Missouri’s Divisions
of Insurance and Finance, brought
heated protests from insurance repre-
sentatives. While conceding that regu-
lation of industry practices was needed
in the state, those testifying at the
August 26 hearing expressed doubt that
the insurance commissioner had the
statutory authority to “issue regula-
tions.” Without exception, those testify-
ing urged the commissioner to delay
his regulations so that the legislature
would have an opportunity to act on an
industry-sponsored bill.

It was pointed out during the hear-
ings that early in 1975 the industry had
agreed on the need for regulation and
also had agreed on the major provisions
of the insurance commissioner’s new reg-
ulations, including a 75-cent maximum
rate. Accordingly, a bill was introduced
in the legislature on February 15, which
passed Senate committee hearings but
was not acted on in the General As-
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sembly because of its late introduction.

Representatives argued that they
“agreed to legislation,” but not to
“regulation.” In fact, industry repre-
sentatives hinted they would possibly
seek an injunction, until it could be
established that the commissioner did
have the authority to “regulate” by
executive order.

Undaunted, Commissioner Edmiston
claimed that his office does have this
power and indicated, during the hear-
ings, that the regulations would go into
effect September 15, 1975. He stated
that his office and that of Finance Di-
rector William R. Kostman had un-
covered numerous abuses that con-
vinced him that regulations should go
into effect immediately rather than wait
for legislative action.

Commissioner Edmiston did leave
the door open, however, for support of
an industry-backed bill that could be
introduced in the next session of Mis-
souri’s legislature. The commissioner
met with a “study group” of insurance
company representatives following the
hearing and later issued a memorandum
indicating his department would sup-
port an “appropriate” bill to be intro-
duced in the 1976 legislature. During
the interim period, he stated, his regu-
lations would take effect.

While the commissioner did not cite
his “authority” for the issuance of regu-
lations, industry representatives “specu-
lated” that it was under a section
governing “unfair discrimination” in the
sale of insurance. In his regulation, the
commissioner also pointed to “unfair
discrimination” in stating the “purpose”
of the regulation:

“This regulation (13.0) is designed
to prevent unfair discrimination against
those persons purchasing insurance in
connection with a credit transaction.
While the cost of insurance in Mis-
souri is generally regulated by compe-
tition in the marketplace, the sale of
insurance in connection with the lend-
ing of money or granting of credit
stifles that competition. As a result,” the
commissioner stated in his regulation
13.0, “insureds purchasing coverage
through a creditor often find their

premium dollars buying less insurance
than those dollars would purchase in
the open market.”

The commissioner indicated during
the hearings that his department found
that many borrowers were being co-
erced into buying insurance through
the lender, and many borrowers, he
stated, believed that it was a require-
ment that they carry credit life on their
indebtedness.

Accordingly, the regulations contain
a provision that requires the lender to
inform the debtor that he has the right
to provide “alternate coverage” through
any insurance firm licensed to do busi-
ness in Missouri.

In addition to establishing a 75-cent
maximum rate on decreasing term life,
the regulations establish a maximum
rate of $1.15 for “monthly premium
per $1,000 of outstanding balance.”

For single-premium level term life
insurance, a premium of $1.38 per $100
of insurance for a period of coverage
equal to 12 months has been established.
Also, level-term credit life may be writ-
ten only when the insurance does not
at any time exceed the indebtedness.

Regulations also establish maximum
rates for credit health and accident and
procedures for handling refunds of
premiums on prepaid loans.

The regulations, in establishing maxi-
mum commissions (40%) to be paid
to lenders and others, also prohibit
other types of payments to agents in
lieu of commissions, such as bank de-
posits, merchandise, rewards, bonuses,
trading stamps, script, convention trips,
vacations or “other rewards of any kind
given, paid or allowed to the creditor
as an inducement or payment for sales
made or volume obtained.”

The regulations do permit an insur-
ance company to invest in bank CDs
if the interest paid on these CDs is at
least equal to that being paid by the
bank (or S&L) on other CDs. Premiums
received by a creditor, however, actu-
ally must be remitted to the insurance
company within 45 days after the sale
of the insurance!

Bankers in Missouri can learn the
complete details of the new regulations
through their insurance agents. * *
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It5 tim e you took
a second look

SAVINGS QUALITY

at Kansas Bank Note Company.

Take a look at savings.

Wi ith the specialized equipment, the experienced management
and staff we have at Kansas Bank Note, our prices are very
competitive . . . lower priced than many. Our central location
helps a lot on shipping too. All we ask is a chance to prove it.

Take a look at quality.

W e've been specializing in printing bank forms and checks since
1920 and experience has taught us that our customers deserve and
get top quality all the way. The paper, ink, format . . . every-
thing is inspected and quality checked. We’ll be happy to show
you samples to prove it.

KANSAS BANK NOTE has a brand new customer check-
selection brochure. We think it’s a knockout. Pages and pages of KANSAS BANK NDTE COMPANY
FIFTH & JEFFERSON STREETS ¢« FREDONIA. KANSAS 66736 « 316-378-2146

full color check and cover reproductions of every style and de- .
scription. With this marketing and advertising aid, you'll know VVe're that Second Look.

you re offering real quality at a price that you and your customers For your total
will like. Give us a call. bank printing needs.
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of freight cars and locomotives that will form

. OV large market for equipment trust financing in
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Railroad Equipment Trust Certificates

Are High

THE RAILROAD INDUSTRY, vital
to the American economy, basical-
ly strong and with renewed potential
for growth, is enjoying increasing pop-
ularity in the financial community.
Banks, pension fund managers and oth-
er professional investors are taking a
fresh look at high yielding and well-
secured railroad equipment trust certifi-
cates.

More than $15 billion worth of rail-
road equipment trust certificates have
been issued by rail carriers since 1870,
with an infinitesimal number of de-
faults—none in this century. Standard
& Poor’s says: “Considering the remark-
able record of railway equipment trust
certificates over the years, this type of

NoK tm ft

Yielding and Well Secured

By THOMAS H. O'LEARY
Vice President-Finance
Missouri Pacific System

St. Louis

security stands preeminent among rail-
way and other corporate debt obliga-
tions.”

Railroads have an essential role in
the economic development of the Unit-
ed States. The railroad share of the
transportation market increased in
1973 and again in 1974, reversing a
trend that began after World War II.
Rail freight service is the dominant
form of transportation for moving most
of the raw materials and agricultural
products essential to the nation’s econ-
omy. For example, railroads handle
over 70% of the inter-city transporta-
tion of coal and 60% of grain. They
also haul between 60% and 80% of
automobiles and parts, pulp and paper
products, chemicals and allied prod-
ucts, food and primary metals.

Expanded future demand for rail
freight service s virtually assured.
Even assuming no improvement in
market share, by 1990 traffic is expect-
ed to double and annual ton-miles of

TOP: Several kinds of railroad freight carriers
are shown here lined up in freight vyard.
Article by Mr. O'Leary tells why banks, pension
fund managers and other professional in-
vestors are taking fresh look at high-yielding
and well-secured railroad equipment trust cer-
tificates.

BOTTOM: This long line of Missouri Pacific
engines symbolizes prediction by Mr. O'Leary
that, by 1990, rail traffic is expected to double
and annual ton-miles of freight service to
increase to 1.7 trillion.

freight service increase to 1.7 trillion.
In 1974 the figure was 860 billion ton-
miles. Many contemporary forecasts,
moreover, project a larger market share
in future years, based on the railroads’
recent progress and national concerns
with fuel conservation and the environ-

ent.

In both areas, railroads have clear
advantages. They use fuel more effi-
ciently than do other freight modes—
about four times more efficiently than
trucks, about 60 times more than air-
planes. Railroads also have less adverse
impact on the environment.

The technology needed to meet ex-
panded future traffic demand, while
providing improved service, is largely
available today. Increases in railroad
research activities by the industry, its
suppliers and the Federal Railroad Ad-
ministration point to continued im-
provement in railroad technologies.

The national freight car and locomo-
tive fleets increased last year for the
first time since 1966, and significant
improvement was realized in utiliza-
tion of the freight car fleet for the
third straight year. At the same time,
America’s strong railroads continued
extensive  maintenance-of-way  pro-
grams, replacing crossties and laying
new rail.

Railroads have learned to compete.
Faced with losses of traffic to trucking,
they regained freight business with
piggyback service and the multi-level
auto-carrying car. They continue to
find new ways to price transportation
services through volume and incentive
rates, unit trains and specialized cars.

In the last 10 years, major railroads
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Whatever your management problem, for you, better for us. Ask your man
chances are that we have solved it be-  from the Whitney today!

fore in our more than ninety years of

banking experience. Or, that we know

someone who has. Helping correspon-
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making correspondent banking better
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have maintained capital spending at
record levels, mostly for new freight
cars and locomotives. An estimate by
the Association of American Railroads
has placed the amount of money rail-
roads need to spend on capital im-
provements over the coming decade at
$38 hillion, more than twice what they
spent in the previous decade. Of that
total, about $24 billion would go for
new cars and locomotives, a large share
of which could be financed by equip-
ment trust certificates.

All equipment trusts are structured
under an arrangement known as the
“Philadelphia Plan.” The carrier ac-
quires the use of freight cars and loco-
motives exactly as it would under a
conditional sale, but with a down pay-
ment of 20% Title does not pass to the
carrier until the final payment has
been made. In most cases today, the
principal is repaid in annual or semi-
annual installments over a period of 15
years. Interest is paid semiannually.
This makes possible the purchase of
certificates with a schedule of princi-
pal maturities and interest payments
to coincide with needs of a pension
fund or other portfolio.

A major difference between the
Philadelphia Plan and a conditional
sale is the marketability of the obliga-
tion. Equipment trust certificates are
offered in amounts as small as $1,000
while conditional sale obligations nor-
mally are placed privately with institu-
tional investors in large blocks. In ad-
dition, equipment trust certificates are
securities, and thus an issue requires
the approval of the Interstate Com-
merce Commission.

Philadelphia Plan obligations offer
yields consistently higher than almost
all government securities. As the table
on this page shows, 10-year double-A-
rated equipment trust certificates pro-
vide significant advantages over U. S.
Government and Agency issues of com-
parable maturity.

Last year, 12 of the nation’s major
railroads, including such  familiar
names as the Union Pacific, Southern
Pacific, Norfolk & Western, Burlington
Northern and Missouri Pacific, issued
some $360 million worth of equipment
trust certificates. This was up from
$295 million sold in 1973, but well be-
low the average of $705 million issued
annuallv during the 10-year period
1964-73.

The amount of Philadelphia Plan ob-
ligations probably will increase in
1975. Certificates are offered frequent-
ly to investment banking firms partici-
pating in the two syndicates that cur-
rently are handling all the industry’s
equipment trusts. The certificates then
are re-offered to the investing public
by the winning syndicate.
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Yields and Yield Spreads
10-Year Aa Equipment Trust Certificates*

Yields
Aa 10-Yr. 10 Yr.
Equip. Tr. U.S. Agency
Certif. Issues
Year New Issue (Seasoned)
1970 8.73% 7.91%
1971 7.46 6.91
1972 7.06 6.76
1973 7.54 7.18
1974 8.83 8.16

*Source: Salomon Brothers

One syndicate, managed by Salomon
Brothers, includes Blvth Eastman Dil-
lon & Co., Inc., and Drexel Burnham
& Co., Inc.

The other, jointly managed by Hal-
sey, Stuart & Co., Inc., and Merrill
Lynch, Pierce, Fenner & Smith, Inc.,
includes L. F. Rothschild & Co.; E. F.
Hutton & Co., Inc.; Hibbard & O’Con-
nor Securities, Inc.; McMaster, Hutch-
inson (division of Rodman & Renshaw,
Inc.); Elkins, Morris, Stroud & Co,;
Hayden Stone Inc.; and W. H. Norton
&Co,, Inc.

These investment bankers expect to
find a ready market for equipment
trust obligations this year despite the
unfavorable news concerning the Rock
Island and some eastern railroads.
More than 80% of the mainline track-
age in this country is operated by
strong railroads, which, in 1974, earned
$747 million, paid $222 million in fed-
eral income taxes and $440 million in
state and local taxes. But even in the
event of bankruptcy, the right of the
owner to take possession of the equip-
ment (which is personal property) is
not affected by provisions of section 77
of the Bankruptcy Act. Seven railroads
have declared bankruptcy in recent
years, but their equipment trust obli-
gations have been honored by court-
appointed trustees.

Thomas H. O'Leary is

pres., Mississippi River
Corp., in addition to
being v.p.-finance and
chief finance officer,
Missouri Pacific System.
He is a former banker,
having worked for
four years at First Na-
tional City, New York
City, before joining
MoPac in New York as
finance committee ch.
about 10 years ago.
He has been MoPac's
pres, since May, 1974.

Yield Spreads
(in basis points)

10 Years:

10 Yr. Aa Equip, vs.

Govt's Agencies Govt's
7.21% + 82 + 152
611 + 55 + 135
6.23 + 55 + 135
6.73 + 36 + 81
7.31 + 42 + 152

There are three basic reasons for the
inherent strength of equipment trust
obligations.

First, freight cars and locomotives
are indispensable to a railroad’s oper-
ation.

Second, freight cars and locomotives
are readily interchangeable between
railroads. Should a trustee ever find
himself with, say, 1,000 coal cars on
his hands, there are a number of rail-
roads that would be willing to purchase
them.

Third, the 20% down payment made
by the railroads provides a margin of
safety between the cost of pledged
equipment and the amount of the orig-
inal issue. In addition, as John M.
Clair, senior associate at Salomon
Brothers, states: “. . . inflation is on the
side of the investor. The freight car
that cost, say, $18,000 a year or two
ago now goes for more than $20,000,
so the resale value of the asset remains
high.” This, taken together with the 30-
year useful life of most rail cars, as-
sures that the value of pledged equip-
ment remains well above the outstand-
ing debt over the life of the equipment
trust issue. That—plus the fact that
even troubled carriers continue to meet
their equipment trust payments—un-
derscores the strength of this type of
security. * *
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Ittakes more than petroleum
to fueltheworlds energycapital.

Helping on many levels is First City
National Bank.

Houston and the Texas Gulf Coast’s
leadership in the petroleum industry goes
undisputed. And though it all began back
in 1901 with the discovery of the famous
Spindletop Oil Field near Beaumont, it
has taken more than just oil to build the
energy capital of the world.

Gulf Coast energy dominance is the

FIRST CITY NATIONAL =

product of a successful formula — a
strong economic base, the right mixture of
physical and human resources, a central
national location, convenient port facili-
ties and the availability of technical and
scientific personnel and services.
Providing financial solutions in the
energy field is a major part of First City

AWEoroioC

National Bank. What we’ve learned is
yours.

We’re becoming involved with more
and more industries every day. And we’re
proving to correspondents that more ser-
vice is the result of more experience.
Understanding business as well as bank-
ing has helped us become . ..

A major financial strength behind
Texas industry.

A First City
Bancorporation
Member

Bank of Houston
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SALES TAXES:

Deposits Most Banks Overlook

By Dr. Jerry Prock, Associate Professor of Finance, Middle Tennessee State University, Murfreesboro, Tenn.

N THESE DAYS of tight money,

what banker wouldnt like a new
source of deposits—deposits that would
supply funds for investments and local
development? In at least one state,
bankers are overlooking a ready-made
source of funds that can provide de-
posits of 5% to 15% of area sales. Such
deposits can be realized if local busi-
nesses can be induced to deposit their
state sales taxes in local banks, provid-
ing statutes permit.

In February, 1974, Citizens Central,
a growing new bank in Murfreesboro,
Tenn., launched a sales campaign that
is expected to increase monthly depos-
its by $200,000 or more. As with many
large deposits, a good bit of selling is
necessary to develop the new business.

It started when two of Citizens Cen-
tral’s officers, President Don Moser and
Vice President Bruce Plummer, took
the local managers of a chain store to
lunch. Citizens Central wanted some
of the chain store’s business; but be-
cause of the store’s home office regula-
tions, this was proving difficult. While
talking with the manager, the bankers
discovered that one group of monies
the local store did have control over
was the deposit of Tennessee state sales
taxes. Under Tennessee law, state sales
taxes can be deposited in any approved
bank in the state. The state treasurer
can draw on these accounts when the
state wants the money.

Since Citizens Central already had
eight customers who were depositing
a total of about $8,000 per month, why
not expand the service offered by the
bank and actively solicit the deposit of
sales taxes from other firms?

Mr. Plummer had seen this done on
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a limited basis at a bank in Cookeville,
Tenn., while he was assistant vice-
president of marketing and business
development.

Mr. Plummer was put in charge of
Citizens Central’s sales tax program
and given full responsibility for devel-
oping the promotional campaign.

The campaign quickly took shape
around several features, the major one
being a take off of the local merchants’
frequent admonition to “buy local.
Since Murfreesboro is near metropoli-
tan Nashville, merchants actively cam-
paign for residents to “buy local.” Mr.
Plummer gently turned the tables with
Citizens Central’s campaign to get the
merchants to keep money locally by
depositing sales taxes in Rutherford
County. Based on the belief that any
monetary growth in the county would
eventually benefit Citizens Central, Mr.
Plummer urged merchants to deposit
locally—if not with Citizens Central,
then with one of the other banks in
town.

The potential for funds from sales
taxes is tremendous in most areas. Al-
though Rutherford County has a popu-
lation of only 65,000, state and local
sales taxes in only one month (Septem-

As far as can be determined, Ten-
nessee is one of the few states that
permits the deposit of sales taxes in
local banks, as described in the ac-
companying article. However, pass-
age of enabling legislation would
change this situation, permitting
banks to profit from the use of sales
tax monies as Citizens Central, Mur-
freesboro, Tenn., has been doing.

ber, 1974) were just under $800,000.

Of course, Citizens Central cannot
hope to get all the sales tax deposits,
but only a small part of them will boost
the local supply of funds. Most of these
new deposits are funds that would
have been deposited directly with the
state treasurer.

To encourage merchants to deposit
their sales tax funds locally, Citizens
Central established a sales campaign
that utilized newspaper ads and a flier
that was sent to all area merchants.

The announcements explained how
the service works. Merchants were ad-
vised that they didnt have to mail their
sales tax deposits to the State Depart-
ment of Revenue each month. Rather,
they could receive the same credit for
tax payment if they mailed the return
as a check to Citizens Central, en-
abling the money to remain in the local
area until it was collected by the state
treasurer.

The announcements reminded mer-
chants of the benefits of the local ser-
vice, including a few extra days’ float
on the funds and no concern about in-
terest penalties levied by the treasurer
for late returns.

The bank offered to furnish mer-
chants with bank-by-mail envelopes
and receipts of deposit to provide proof
that deposits had been made on time.

Although the newspaper ads proved
ineffective, the mailers and personal
calls made by the bank began to show
positive results. Over an eight-month
period, sales tax deposits at Citizens
Central increased from $8,000 to
$125,000 per month.

Eighty percent of the checks depos-
iting the sales taxes are drawn on other
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The new
19/5 MHT COUPAY

Our fully automatic, fast, and accurate
coupon paying and destruction system.

COUPAY, the first fully
automated coupon paying and
destruction system, could put
your state and municipal bond
business into high gear. A shift
into COUPAY at Manufacturers
Hanover can actually save you
money.

Compare these exclusive
MHT COUPAY features with your
present system:

* no sorting of coupons by hand
* no costly storage of unreconciled
coupons

COUPAY is so foolproof
that Manufacturers Hanover
guarantees all items listed on our
destruction certificate as well as
all “stops”that have been properly
placed with us.

Get all the details about
COUPAY from your National
Division Representative or
Lawrence M. Masterson,
Manufacturers Hanover, 40
Wall Street, New York, N.Y.
10015. Tel: (212) 623-2691.

* no risk of destroying today’s MANUFACTURERS f | |
high denomination coupons HANOVER U
* N0 coupons without a numerical
listing
saL.
MID-CONTINENT BANKER for September, 1975 143

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



banks, and in one month, 18% of the
checks were drawn on banks outside
Rutherford County. Several of the new
tax accounts have been brought in by
board members and bank employees
who have been an integral part of sell-
ing the program to the community.

With the exception of the promo-
tion, the expenses of handling the new
program are variable; but with the
number of tax depositors at 80, the ex-
penses for Citizens Central are averag-
ing $51.20 per month. With the state
treasurer leaving the sales taxes depos-
ited locally for about 30 days, income
is exceeding direct expenses by about
600%. (Earlier in the year the treasur-
er was leaving tax monies deposited lo-
cally for about 90 days.)

These deposits have increased the
supply of funds in Murfreesboro. Citi-
zens Central has used the idea of in-
creasing the supply of company funds
through float as a selling tool. All sales
tax depositors have longer use of their
funds because Citizens Central holds
all tax checks until the 20th, no matter
when they are received. This aspect of
float was a heavy selling tool, but for
many depositors an additional three-
to five-day float is generated by compa-
nies that draw their sales tax check on
out-of-town banks.

The increased float for merchants,
one-to-one selling, the merchant re-
minder on the 19th and the concept of
keeping money local have paid off with
an increase in bank funds for Citizens
Central. Nevertheless, the bank has
had to guard against some misconcep-
tions. It must frequently be explained
that the bank serves only as a collec-
tion agency; it cannot fill out tax forms
for merchants and it cannot make out
checks for taxes.

The biggest stumbling block to get-
ting merchants to deposit sales taxes
locally is the fact that the tax figures
are an open book to the sales figures
of merchants. For this reason, Citizens
Central has been careful to build a sys-
tem to safeguard confidentiality. Only
two people—Mr. Plummer and a bank
employee who is the exclusive handler
of tax information within the bank—
have access to the deposit figures.

The sales tax deposit program has
been a success for Citizens Central. It
has added new deposits and new in-
come to the bank. But, it has also in-
creased the funds available to local
borrowers, funds that are sorely needed
at this time. The supply of these funds
could easily be increased if the state
treasurer decides to leave the funds de-
posited locally for more than the cur-
rent 30-day period.

Some by-products of the program
have been to build the image of the
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bank and to convince more local busi-
nessmen that Citizens Central is a bank
that cares. Mr. Plummer is now consid-
ering an active campaign to encourage
merchants to deposit FICA and federal
withholding taxes with Citizens Cen-
tral.

As these programs develop, deposits
should increase, not only for Citizens
Central, but for its competitors as well.
This growth will add to the supply of
local funds—a significant key to area
growth and development. « *

Banks' Caduceus:

Plastic Card Is Premium;
Shows Medical History

A new kind of premium has been
introduced that may help save the life
of a customer and can bring new ac-
counts to a bank.

Called the Medical Data Card, it
resembles a standard credit card, ex-
cept it contains a piece of microfilm
with the bearer’s medical history.
Marketed by MIS Sales, Inc., New
York, the program has been used by
several banks with great success.

Northgate National, Hutchinson,
Kan., reportedly has given the cards to
approximately 300 customers who add-
ed to or opened $100 savings accounts.
There was no charge.

Northgate National advertised the
program heavily in local newspapers,
radio and via statement stuffers. A 30-
second TV spot also was used. To kick
off the campaign, the bank donated a
microfilm viewer to the local hospital
and thus received the hospital staff’s
support for the program. The donation
was publicized in the Hutchinson news-
paper.

MIS guarantees market exclusivity
to financial institutions using the Medi-
cal Data Card, which details to a doc-
tor immediate warning signals, previ-
ous and existing conditions, names and
phone numbers of relatives, the bear-
er’s personal doctor’s name and phone
number and other pertinent informa-
tion such as blue cross number, blood
type, etc. In case a hospital isn’t
equipped to read microfilm, the MD
Card includes an emergency number
that can be called at any time for a
readout of the information.

First National, EI Dorado, Ark., be-
gan issuing the cards for a deposit of
$50, offering additional cards at the
self-liquidating price of $5. Officials at
the bank say just under $100,000 in
deposits were attributable to their is-
suance and nearly 40% of those were
new accounts.

A customer applies for the service

by merely filling out a medical history,
which is kept confidential. MIS pro-
vides an advertising package at no
cost, which includes newspaper, out-
door and radio ad copy and statement
enclosures.

Elk Horn Bank, Arkadelphia, Ark.,
has offered the service as a part of its
Total Account Club and Golden Oppor-
tunity Account (for those over age 60).
Billboards and local newspapers have
been used by the institution to an-
nounce the availability of the cards,
and since January, officials report that
over 500 have been issued.

Lake County National, Painesville,
O., has found the card to be a source
of good will from the community, ac-
cording to a bank spokesman. That
bank offers the program to senior citi-
zens and new or existing Total Two
Program members for $4 per card,
while checking or savings customers
are billed $5 for the service.

Lake County National has used stuff-
ers, lobby displays, newspaper and
radio advertising to promote the MD
Card and also donated Kodak micro-
film reading machines to all local hos-
pitals. The health centers there report-
edly are quite enthusiastic about the
program and bank officials report a
great deal of success with the premium.

ABA Agricultural Conf.
To Feature Workshops

The ABA’s 24th national Agricultural
and Rural Affairs Conference, which
will be held November 16-19 in Hous-
ton, is expected to attract more than
1,000 bank chief executive officers and
agricultural specialists, said Rex G.
Plowman, chairman of ABA’s Agricul-
tural Bankers Division, which sponsors
the conference.

The conference theme, “Agri-Bank-
ing: Perspective, Professionalism, Prof-
its,” will be developed in a wide va-
riety of detailed workshops on such
topics as financing the young farmer,
techniques of customer counseling and
problem loans, said Mr. Plowman, who
is also president and chairman, Lewis-
ton (Utah) State.

A press seminar on America’s agri-
cultural-economic outlook will be a
major segment of the conference.

The first registration mailing for the
conference will go out this month.
Bankers who wish to receive the mail-
ing should contact the Conference Co-
ordinator, Agricultural Bankers Divi-
sion, American Bankers Association,
1120 Connecticut Ave., N. W., Wash-
ington, DC 20036.
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WRITE CREDIT
LIFE WITH THE REST

Standard Life pioneered
credit life insurance in this area,
and we've been the pacesetters
ever since. We've never con-
sidered credit life a sideline.
Our company's top manage-
ment is active in the department
as Board Chairman George
Gear and President Richard
Newman actively service credit
life accounts.

The other "Standard Bear-
ers" in the credit life depart-
ment, Austin Clay, Glen Knight,
Bill McReynolds and Rick Hud-

gens, are professionals in their
own right.

Our credit life customers
look to Standard Life for solid,
professional service. And, they
appreciate dealing with a strong
company with over one and
one-half billion dollars of all
types of life insurance in force.

Service and strength are
two good reasons why Standard
Life sets the pace in credit life.
For professional credit life ser-
vice, just call on the Standard in
the business.

INSURANCE COMPANY/1ACKSON, MISSISSIPPI
P.0. BOX 1729/JACKSON, MS. 39205/(601) 948-5300
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Economical Audio Response System

Saves Time in Obtaining Account Info

ITH the installation of a low-

cost audio response informa-
tion system, Rapides Bank, Alex-
andria, La., has been able to sig-
nificantly reduce the amount of time
required to handle several important
bank transactions.

Through the use of the new sys-
tem, which utilizes an IBM System
7 computer, the bank has put all of
its tellers and many other employees
instantly in touch with checking,
savings and installment loan account
information. The Rapides Bank sys-
tem is said to be the first such in-
stallation in a commercial bank in
the United States.

Called “SIS” (Special Informa-
tion System), the computer responds
with an electronically simulated
“voice” to coded inquiries made by
telephone by tellers and other em-
ployees.

One of the primary advantages of
this system is its low cost. Rapides
Bank has 85,000 accounts on file
with approximately 140 employees
authorized access to the system and
is averaging about four calls per
minute. Configured to handle this
volume, the system costs approx-
imately $3,000 a month for the Sys-
tem 7 computer and the necessary
telephone equipment.

Robert H. Bolton, bank president,
said the system was installed when
it became apparent that the book-
keeping and note department staffs
would have to be expanded to
handle the increased volume of in-
formation requests caused by the
opening of three branches in 1974
and early 1975. He feels that the
personnel savings has amounted to
four to five employees.

Employees at any of the bank’s
eight branch offices can “call the

Mary Rushing of Rapides Bank's bookkeep-
ing department demonstrates System 7
audio response system.

System 7 in the bank’s main office
downtown. Up to six separate in-
quiries can be handled simultaneous-

y Here’s how the system works:
J. B. Doe presents a savings with-
drawal for $500 on his account to
a teller at the bank’s Bolton Avenue
Office. Without leaving her station,
the teller dials the computer on her
telephone, keys in her identification
code, a transaction code, Mr. Doe’s
savings account number and the
amount of the withdrawal.

Instantly, the teller receives a
spoken,  computer-controlled re-
sponse, “Balance six seven five point
three two. Five zero zero point zero
zero good.” The teller can then up-
date Mr. Doe’s account to reflect the
$500 withdrawal so the proper bal-
ance will be given to the next caller,

and the teller completes the trans-
action immediately. At no time was
it necessary for the teller to contact
another staff member at the branch
office or the main office for informa-
tion needed to handle the with-
drawal.

Before the bank installed the
IBM system, employees called the
bookkeeping department to obtain
information on checking and sav-
ings accounts. Now the bookkeeping
department can work without inter-
ruption and the telephone lines are
open for requests from customers.

The system is updated daily after
processing of the day’s work on the
370 is complete, and then operates
independently the rest of the time,
freeing the 370 for other jobs. Daily
updating takes only five or six min-
utes. * *
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"FIRSTAMERICAN
HAS BEEN OUR

CORRESPONDENT
SINCE MY FATHER

WAS PRESIDENT
OF THIS BANK.

WHICH DOESN'T HAVE

ANYTHING TO DOWITH
WHY THEY STILL ARE.”

Mose E Dorton, Chairman & President
First National Bank
Crossville, Tennessee

TO

U ut, it does point up the fact weve stuck
with a winner. First American is our correspon-
dent today because they do more for us. Always
have.

“They ve helped our town and county
prosper. And supported our industry. In fact, it
seems to me that the people at First American
are as interested in the growth of our bank and
community as they are in their own.

“What more could you ask from a corre-
spondent bank.7”

Thanks, Mose.

If you get the idea that you could be getting
more out of your correspondent banking rela-
tionship, you might want to give us a call.
1-800-342-8240 in Tennessee. 1-800-251-8514 in
bordering states. First American Center,
Nashville 37237.

/»mi First
American

FirstAmtennBankgroup Member F.D.I.C,
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Credit Card Holders
Can't Stop Payments

Because of Bankruptcy

ST. LOUIS—A federal judge ruled
here hist month that credit-card hold-
ers who accumulate large debts while
their general financial position is “des-
perate” cannot wipe out the obligations
by filing for bankruptcy.

The ruling—believed to be the first
of its kind in this area—was handed
down by United States Bankruptcy
fudge Robert E. Brauer. He held a St.

Charles, Mo., couple liable for a $5,200
debt to BankAmericard even though
they otherwise were declared bank-
rupt.

IEliJnder federal bankruptcy laws,
debts of persons who file voluntary
bankruptcies generally are set aside so
that they can start over again. How-
ever, Judge Brauer said, “l have . . .
seen instances of fraudulent use of
credit cards. None of these instances
has been as flagrant as the (couple’s)
use of credit cards here.”

In essence, the judge held that if a
credit card firm can prove that a card
holder incurred debts that he had no
intention or ability to repay, the card

WALTER BIRMINGHAM BRUCE BLUME DON OHL
Helping
You
Sell ...
... Isour job
Our experienced personnel and field-

EMERY MONROE

tested programs offer you:

» Help in adapting quickly to industry

changes.

» Help in personalizing your credit in-

surance program.

» Help in penetrating your market to
get a higher percent of loans covered.

» Service that goes beyond the ordinary

to handle your

JOHN MONTGOMERY

"out of the ordinary"

risks or problems.

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

National Fidelity Life
405 B EAST VANDALIA
EDWARDSVILLE, ILL. 62025
618/656-0095

NORBERT SCHINDLER
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holder cannot clear the debt by filing
a bankruptcy petition.

The attorney for BankAmericard
views the ruling as a landmark that
will aid credit card firms in their cur-
rent crackdown on unpaid bills.

BankAmericard contended that the
couple in question ran up the credit
charges “willfully and with the intent
to defraud” the credit card firm. In
addition, BankAmericard alleged that
the couple had been contemplating
bankruptcy when they used their credit
card frequently in the summer and fall
of 1974.

An appeal is unlikely, the couples
attorney indicated, because the hus-
band failed to appear for a final hear-
ing in the case August 7, and the wife
came in 50 minutes late.

The BankAmericard lawyer said he
believed the ruling will encourage
credit card firms to intervene more
often in bankruptcy cases. However,
he said Judge Brauer’s ruling does not
contradict the spirit of the bankruptcy
law because it’s designed to “let an
honest debtor out from under his
debts.”

The couple had a credit limit of
$700, but managed to run up a $5,200
debt before their card was suspended.

Tips, Autographs:

Bank Sponsors Visits
By Sports Figures

Want to improve your batting swing
or putting technique? Residents of
Schaumburg, 111, had the chance to
pick up a few tips on baseball and golf
and to add an autograph or two to their
collections when Suburban National of
Woodfield sponsored guest appearances
by Jose Cardenal of the Chicago Cubs
and Emil Esposito, golf pro from Mt.
Prospect, 111

Mr. Cardenal, who was named
“Chicago Player of the Year” in 1973,
led that team in 1974 with 159 hits, 35
doubles and 23 stolen bases. Noted for
his showmanship and crazy antics on
the field, the ball player answered fans’
questions and signed autographs.

Mr. Esposito, who is head pro at Mt.
Prospect’s Dominion Golf and Country
Club, is a two-time winner of the state
Open Golf Championship and is a Pro-
fessional Golfer’s Association member.
During his appearance at the bank, he
demonstrated golf stances and correct-
ed grips and gave other pointers.

Admission to the events was free and
refreshments were served at no charge.
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MUNICIPAL BONDS

TAX EXEMPTION

The major attraction of state and municipal bonds is their ex-
emption from the federal income tax. While income from cor-
porate and other securities is subject to federal income taxes
ranging up to 70%, the interest on municipal bonds enjoys com-
plete exemption from these levies. This means that each dollar
of income from municipal bonds is spendable— not just the re-
mainder after the tax collector takes his due. Speculators are

not attracted to these securities because of this stable base.

K. R. ADAMS, President
JACK L. PERRY, Vice-President, Secretary-Treasurer
NORMAN E. LEWIS, Vice-President & Asst. Sec.-Treas.

ROBERT P. MILLER, Vice-President NELLIE M. SHIPMAN, Cashier
GARY E. GREER, Vice-President KAREN BURRIS, Asst. Cashier
J. MICHAEL NAUMAN, Vice-President MILTON WEST

CAL CAULFIELD, Vice-President MICHAEL G. McMAHON

PERRY. ADAMS & LEWIS, INC.

L 1012 Baltimore Ave./ Kansas City, Missouri 64105

Investment Bankers
Phone 816/221-4090
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AYRES PINNICK

Regional Speakers

PULASKI

Economic Education Heads List of Topics
For KBA Regional Meetings This Month

Regional Vice Presidents

ADAIR McNAY
GRUTZMACHER SUELLENTROP
HOFFMAN CHANCE
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CONOMIC education will high-

light the program for Kansas
bankers attending the 1975 regional
meetings of the Kansas Bankers Asso-
ciation this month. Identical programs
will be held at six locations, beginning
September 16.

As usual, concurrent sessions will be
held for CEOs and other officers and
personnel, each beginning at 2 p.m.

The CEO meetings will be presided
over by the KBA regional vice presi-
dents. The programs will include pre-
sentation of plans for understanding
and building the profit system. The first
presentation will be made by Dr. Emer-
son Hazlett, executive director, Kansas
Council on Economic Education, Kan-
sas State University, and Dr. John
Guenther, director, Center for Eco-
nomic Education, University of Kansas.
The second portion will be handled by
KBA President Richard Ayres, presi-
dent, Citizens State, Miltonvale, and
George Doak, president, Kansas De-
velopment Credit Corp.

Final topic on the CEO program
will be a report on the KBA/A. D. Lit-
tle study about planning for EFT, pre-
sented by KBA President-Elect Floyd
Pinnick, president, Grant County State,
Ulysses, and EFT Committee Chair-
man John Cooley, senior vice presi-
dent, Fourth National, Wichita.

Regional secretaries will preside at
the meetings for other officers and per-
sonnel. The programs will include a
talk on the advantages of being a
banker in Kansas by Clifford W. Stone,
president, Walnut Valley State, El Do-
rado, and member of the KBA Banking
Education Commission; presentations

Regional Meeting Dates

Region 1—Sept. 25— awrence
Region 2—Sept. 24—ola
Region 3—Sept. 18—Manhattan
Region 4—Sept. 23—Wichita
Region 5—Sept. 17—Hays
Region 6—Sept. 16—Dodge City

on economic education at the state
level, and how to sell banking in your
community, given by Drs. Hazlett and
Guenther; and a presentation entitled
“How to Make $50,000 Extra—With-
out Really Trying.”

After-dinner  speaker at  each
meeting will be Countess Maria Pu-
laski, who served as a spy for the
Allies during World War Il. She will
present some of the highlights of her
experiences while serving as an agent
for British Intelligence.

Details of individual regional pro-
grams are as follows:

Region One—September 25—Law-
rence. Registration, Kansas Student
Union lobby; key banker Iluncheon,
English Room; CEO meeting, the
Forum; other officers’ meeting, Big
Eight Room; banquet, Ballroom. The
social hour will be at the Elks Club.

Vice president of Region One is John
A. Adair, president, Exchange Nation-
al, Atchison. He is also a director at
First National, Goff, and Farmers &
Merchants State, Cawker City. He was
formerly with Northern Trust, Chicago.

Region Two—September 24—Iola.
Registration and key banker luncheon,
Allen County Community College;
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Our correspondent people talk your language because
they've had experience with your kind of bank—and

plenty of experience at First to make decisions.

So, when you see John Riesen, Jim Stanley, Dean
Thibault and Paul Richmond at your KBA regional
meeting give them a chance to help you with a

problem.

Since 1876 First in Wichita has been the Kansas bank

of correspondent banking specialists.

It means to stay that!

FIRST NATIONAL BANK IN WICHITA

CORRESPONDENT BANKING SPECIALISTS SINCE 1876 + MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION
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Letus help you
put it alltogether

PERSONAL SERVICE « ON-THE-SPOT COMMITMENTS
PROFESSIONAL KNOWLEDGE « TRUST DEPARTMENT
COMPUTER SERVICES (EDP) « BOND DEPARTMENT
AGRICULTURAL LOANS « COMMERCIAL LOANS
INVESTMENT COUNSELING « ~

-]

fu ) ffl\l,iATI%l\-er'L'S

B AN K OFSTIE

Simply call (1-816-279-2724)
Martha or Nita. They'll

put you in touch with
pro’s. Men who will come

to your bank and help you
put it all together.

FIRST NATIONAL BANK

of St. Joseph, Missouri 64501 « Fourth at Felix « 816-279-2724
Member Federal Deposit Insurance Corporation

STRENGTH - INTEGRITY - EXPERIENCE

Thanks to our correspondents and friends
for their business. For those of you not
acquainted with our service, visit with
Noel Estep, Exec. V.P., who is ready to
meet your future needs.

DOUGLAS AND TOPEKA « WICHITA, KANSAS 67202
316-264-5303

CEO meeting, Lecture Hall; other offi-
cers’ meeting, Oread Room; social hour,
Allen County Country Club; banquet,
Community Building, Riverside Park.

John G. McNay, president, City Na-
tional, Pittsburg, is vice president of
Region Two. He served as vice presi-
dent, First National, Topeka, prior to
joining City National as president in
1965. He has served on numerous com-
mittees of KBA.

Region Three—September 18—Man-
hattan.  Registration, KSU Student
Union; key banker luncheon, Univer-
sity Club, Ramada Inn; CEO meeting,
Little Theater, Student Union; other
officers’ meeting, Forum, Student
Union; social hour, Ramada Inn; ban-
quet, Student Union Ballroom.

Charles E. Grutzmacher, president,
First National, Onaga, is vice president
for Region Three. He joined his bank
in 1945 as assistant cashier, became
cashier in 1950, vice president in 1961,
president in 1966 and chairman in
1967. He served as KBA treasurer in
1972-73.

Region Four—September 23—Wich-
ita. Registration, Convention Hall, Cen-
tury 1l; county key banker luncheon,
Terrace Room, Holiday Inn Plaza;
CEO meeting, M-201, Century II;
other officers’ meeting, M-101, Cen-
tury 1l; social hour and banquet, Ex-
hibition Hall, Century II.

Vice president of Region Four is
John F. Suellentrop, president, State
Bank, Colwich. He joined the bank as
a part-timer in the mid ’30s and be-
came a full-time staff member in 1946.
He was elected president in 1968, suc-
ceeding his father, John A. Suellentrop.
He is serving on the fiscal policy com-
mittee of the Independent Bankers As-
sociation of America.

Region Five—September 17—Hays.
Registration, Art Gallery, Fort Hays
Student Union; key banker luncheon,
Frontier Room; CEO meeting, Ball-
room; other officers’ meeting, Black and
Gold Room; social hour, Smokey Hill
Country Club; banquet, Ballroom, Stu-
dent Union.

C. N. Hoffman Jr., president, Na-
tional Bank of America, Salina, is vice
president for Region Five. He has been
with his bank for 20 years and has been
president since 1961. He is a former
chairman of the KBA automation com-
mittee and is a graduate of the Stonier
Graduate School of Banking.

Region Six—September 16—Dodge
City. Registration, Dodge City Com-
munity College, Little Theater Lobby;
key banker luncheon, Santa Fe Trail
Room; CEO meeting, Choral Room;
other officers’ meeting, Little Theater;
social hour, American Legion Club;
banquet, Silver Spur Convention Cen-
ter.
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BURY TOUR DELAYED

GRADI DRAFT
COLLECTIONS

Our unique collection system gives all

banks immediate, one-day credit

If you have a customer who ships grain through
Hutchinson, we have a collection system that can save you
time and money.

With an account relationship at the First, you can
eliminate float and stop losing the ability to invest funds.

A draft mailed right to us will be paid the day of
receipt. You won't have to wait three days, four days
or a week. Your funds will be available to invest,
usually the day after you've mailed your draft. Think,
for a minute, how that will increase your bottom line
at the end of a year!

To discuss how your bank can benefit
from this unique, one-day collection system, call
Gary Karrer or Merle Starr at our new
Correspondent Center. (316) 663-1521

First National Dank
of Hutchinson

Sherman and Main/ Hutchinson, Kansas 67501
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Vice president for Region Six is
Voyle E. Chance, president, Fowler
State. He is a veteran of 28 years in
banking, 21 of which have been with
Fowler State. * *

New Regional Representatives
Elected to Governing Council
Of Kansas Bankers Association

Six newly elected regional repre-
sentatives have begun serving three-
year terms on the governing council
of the KBA. They were elected last
spring. During the third year of their
terms they will serve as regional vice
presidents.

They are Eugene C. Hegarty, presi-
dent, Farmers & Merchants State, Ef-
fingham—region one; W. G. Bodley,
president, Bank of Commerce, Chanute
—region two; George Maxwell, presi-
dent, Citizens State, Osage City—re-
gion three; C. A Williams, chairman,
Halstead Bank—region four; Jack B.
Berkley, chairman and president, Stock-
ton National—region five; and Mrs.
Helen Recknor, first vice president,
Peoples National, Liberal—region six.

Mr. Hegarty has been with his bank
since 1950, beginning as a book-
keeper. He served on the Kansas State
Banking Board from 1969 to this year.

Mr. Bodley joined Bank of Com-
merce in 1958 as vice president and

There's more
tob

d
COIre

eing
00CH
pondent

bank

It takes men ready to be-
come personally involved
in your problems. Men
with the authority tomake
decisions, and the knowl-
edge in their field to make
the right ones. Men like
Beanie Broadhead, John
Karn and Phil Miller...
agricultural pro’s fromthe
First Stock Yards Bank.

Just give them the chance
to show you the difference

between talking about
good correspondent ser-
vices and actually giving
them.

Credit information. Fi-
nancing assistance. Col-
lection and remittance ser-
vices. Just give them the
chance and they’ll show
you the personal, profes-
sional servicesyou'vebeen
looking for in your cor-
respondent bank.

FIRST STOCK YARDS BANK

MEMBER
F.D.I.C.
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Livestock Exchange Building, St. Joseph, Mo. 64504 « 816-238-1738

was elected president in 1960. He is
a former KBA treasurer and is a gradu-
ate of the Graduate School of Banking
at the University of Wisconsin. Prior to
his banking experience, he was in the
petroleum and aircraft industries.

Mr. Maxwell has been in banking
since 1966. Prior to that time, he was
in the life insurance business. He
joined his bank as assistant vice presi-
dent in 1966 and was named president
in 1971. He is a past president of the
Osage City Chamber of Commerce.

Mr. Williams is also president, State
Bank, Bentley, and has seen service
with Haven State and Home State,
McPherson. He is a former member of
the Kansas State Banking Board and
has served on the banking committee
of the Kansas House of Representa-
tives.

Information about Mr. Berkley was
not available at press time.

Mrs. Recknor joined Peoples Na-
tional in 1942 as a bookkeeper, became
an officer in 1949 and a director in
1963. She is a former Region Six secre-
tary and is a member of the Banking
Education Committee of KBA. She is
past president of the Southwest Chap-
ter of BAI and has served in many
capacities with the National Association
of Bank-Women.

BODLEY

HEGARTY

MAXWELL WILLIAMS
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At\bur
Service

The "Security" Agri-Business Bankers
are at your service every day-the year
Yound-in person-by phone-by corre-
spondence-with "personal service" and
"full banking service"_

And theyll be at your service at the
KBA Regionals too-all of them!

S E c U R I T Y
NATIONAL B ANK

Seventh and Minn —Kansas City, Kansas 66117
Dial Direct-913-281-3165 Member F.D.I.C.
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PFLEGING

Regional Speakers

DALE NASH

HIELSCHER

RESPA and Campaign Disclosure Law
Set for MBA Regional Meetings

Regional Meeting Dates

Region 1, Sept.
Region 2, Sept.
Region 3, Sept.
Region 4, Sept.
Region 5, Sept.
Region 6, Sept.
Region 7, Sept.
Region 8, Sept.

Regional
INCE

WILSON
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22—Hannibal
23—Trenton
24—St. Joseph
25—Kansas City
16—St. Louis
17—Sikeston
18—Springfield
15—Columbia

Vice Presidents

BELSHE

PLUMMER

Federal Reserve Bank of St. Louis

ESPA—the Real Estate Settlement
Procedures Act—will be the prin-
cipal topic at this year’s regional meet-
ings, sponsored by the Missouri Bankers
Association. The meetings begin Sep-
tember 15 and conclude September 25.
Each of the eight regional meetings
will feature a 45-minute overview of
RESPA, conducted by MBA staffer
Wade Nash. A question-and-answer
session will follow and bankers will be
given the opportunity to register their
complaints about the act. Mr. Nash
said the MBA expects to serve as a
means for routing bankers’ complaints
about RESPA to the proper officials in
Washington.

Also set for the program is a discus-
sion of the Federal Election Campaign
Act amendments of 1974 by MBA Gen-
eral Counsel Dick Dale. A thorough
explanation of the complexities of the
act and how it affects contributors will
be presented at each of the eight re-
gional programs.

MBA President Richard J. Pfleging,

FURRER HARPER

president, Bank of St. Ann, is expected
to make a brief address at each regional
and brief business sessions also will be
held at each meeting.

At the Region Three meeting in St.
Joseph, Al Ward, regional manager,
Pillsbury Co., St. Joseph, will speak on
the state of the grain market.

Banquet speaker will be Newt Hiel-
scher, humorist from Shreveport, La.

Following is background information
on the regional vice presidents:

Region One. Ralph E. Ince joined
Bank of Louisiana in 1946, following
service with the Air Force. He was
named assistant cashier in 1949, cashier
in 1965 and executive vice president
and director in 1967.

Region Two. Charles Belshe joined
First National, Gallatin, in 1959 after
serving as a county extension agent for
the University of Missouri. He is cur-
rently senior vice president at the bank.
He has served MBA as chairman of the
agricultural committee and is a past
president of the Four County Bankers

STONE DAVIDSON
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You'll ike Our New

Correspondent
Officer

because
he knows

the business

outside In

and
Inside out!

Vleet John Jennings, another
Manchester Performance Man
Dn the move for you.

Someone who knows the business outside in, and out?
"hat’s right. It’'s the perfect combination of qualities for a
Manchester correspondent representative. Outside in . ..
lohn’s acclimated and trained for correspondent services,
nside out ... he came up through the cashier ranks

vith day-to-day staff operational and problem-solving
experience. Couple all that with his computer data
>rocessing expertise and we think you'll see why

lohn Jennings should be your man.

f you'd like to discuss any of your correspondent needs
vith John, just give him a call collect at 314 « 652-1400.

Manchester Bank

Vandeventer and Chouteau Avenues

St. Louis, Missouri 63110
MANCHESTER
FINANCIAL
BANKS I PISI Ipf a g i i ft Pat#
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FULL
SERVICE
BANK
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As we near
Johns Bank

We're a home-town bank run by home-town people.
Not many metropolitan banks can boast that fact these
days. The families who founded St. Johns Bank still are
represented in its management. We think that has nu-
merous advantages— who knows the trade area better
than those who helped build

We're 50 years old in 1976! We're already beginning

to celebrate.

looks forward to

1976 and the nation's bicentennial,
its 50th anniversary of
service to northwest St. Louis county. 50 in 1976. We
may be only one fourth as old as the nation, half as old
as a century, but we're a full measure to our customers.

it?

OFFICERS

SYLVESTER F. WITTE .
WALTER C. BRANNEKY
FLETCHER E. WELLS
HUBERT V. KRIEGER
JERRY L. BYRD
FRED G. FETSCH
LEONARD W. HUDDLESTON
JACK K. ISHERWOOD ...
EARL R LUNDIUS .....
WILLIAM O. ROBARDS
MARIE WELLINGHOFF
VIRGINIA F. HAUSER .
CHARLES C. SMITH
WALLACE J. SHEETS
F. GILBERT BICKEL
HARRY C. MUMMERT
RUTH DICKEY

IRMA G. HASTINGS
EARLENE TAYLOR ...

.................................... President
Executive Vice President
Vice President and Cashier
Auditor and Comptroller
roeirnens Vice President
Assistant Vice President
___ Assistant Vice President
___ Assistant Vice President
. Assistant Vice President
___ Assistant Vice President
Assistant Vice President
Assistant Cashier
ssistant Cashier
.. Trust Officer
Vice President
Vice President
Mgr. Loan Dept.
Mgr. Proof Dept.
.............. Mgr. New Accounts

DIRECTORS

HERBERT W. ZIERCHER, Chairman
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JOHN H. ARMBRUSTER
F. GILBERT BICKEL, D.D.S.

WALTER C. BRANNEKY

ANDREW W. GAROFALO

FRANK J. LAMA

EARL R. LUNDIUS

HARRY A. McKEE, JR.

HARRY C. MUMMERT
EDWIN C. RYDER, JR.
FLETCHER E. WELLS

SYLVESTER F. WHITE

8924 St. Charles Road * St. Louis, Mo.
(Facility— 9229 Natural Bridge)
MEMBER F.D.I.C.

Federal Reserve Bank of St. Louis

Association and the North Central
Chapter of BAI.

Region Three. lvan D. Wilson is vice
president and cashier at First State,
King City. He began his banking career
in 1964 and is a graduate of the Grad-
uate School of Banking at the Univer-
sity of Wisconsin.

Region Four. Robert V. Plummer is
vice president, Columbia Union Na-
tional, Kansas City. He joined the bank
in 1970 and was assigned to its cor-
respondent bank department, traveling
in Missouri and Kansas. He recently
served as manager of the bank’s data
processing department, which he
helped establish.

Region Five. J. Richard Furrer joined
South Side National, St. Louis, in 1965,
following service with Webster Groves
Trust, Ford Motor Credit Corp. and
Commercial Credit Corp. He is execu-
tive vice president at the bank.

Region Six. L. Delbert Harper joined
National Bank, Caruthersville, in 1959
as assistant cashier. He was elected
president in 1967.

Region Seven. Jack Stone has been
with Bank of Table Rock Lake since
1960, and was named executive vice
president in 1964. He has attended the
National Commercial Lending School.

Region Eight. J. Helm Davidson be-
gan his banking career about 30 years

JOHN W. RIDGEWAY
AND ASSOCIATES

Banking Consultants
and Auditors

Experienced in Banking,
State and Federal
Supervision

Offering

In Depth Audits

Procedure Advice

Feasibility Surveys

Tax Service

Official Reporting Assistance
909 Missouri Boulevard

Jefferson City, Mo. 65101
314-635-6020
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ago with Farmers & Merchants, Han-
nibal. In 1952 he joined First National
City Bank, New York, which he served
until 1962, when he returned to Mis-
souri to join Columbia Savings (now
First Bank of Commerce), where he is
a vice president. * °©

Bankers Learn Farmers' Needs
At Mo. Agricultural School

Missouri bankers attending the first
Basic School of Agricultural Banking
at the University of Missouri in June
were told how they can help their farm
customers in three basic ways.

According to Tom Brown, agricul-
tural economist for the university,
bankers can help farmers by (1) pro-
viding the credit needed, (2) serving
as counselors on financial matters relat-
ed to farming and (3) advising farm
operators on managerial and technical
aspects of agriculture.

Thirty-seven students from as many
banks attended the school, which was
brought into being by the Missouri
Bankers Association.

m BOBERT D. HULL has joined First
National, Montgomery City, as agri-
cultural representative. He went there
from Bank of Osborn.

m FED APPROVAL has been given
for acquisition of Farmers State, Prince-
ton, by Ameribanc, Inc., St. Joseph.
Approval for the merger of Ameribanc
and First American Banschares, Inc.,
St. Joseph, is pending.

m WILLIAM F. ENRIGHT JR, ex-
ecutive vice president, American Na-
tional, St. Joseph, has been named by
Missouri Governor Christopher Bond to
the state banking board. Mr. Enright
also serves as vice president and direc-
tor of the bank’s HC, Ameribanc, Inc,
St. Joseph, and is a former Missouri
Independent Bankers president.

m A BAYARD CLARK has joined
Bank of Ladue as vice president. Prior
to that, he was assistant cashier, com-
mercial lending, Boatmen’s National,
St. Louis.

m BEN M. GLASSEN has been elect-
ed chairman of Commerce Bank, Mob-
erly. He joined the bank as a teller in
1939 and was serving as vice chairman
prior to his recent election. Mr. Glas-
sen served as Missouri Bankers Asso-
ciation president in 1962.

MUNICIPAL BONDS

— Exclusively—

Specializing in
the States of ...

J and

ALL GENERAL MARKET BONDS

Y our "Correspondent” for Mimicipal Bonds

FIRST NATIONAL BANK
8. TRUST COMPANY OF IOPLIN

Downtown/Southtown/Westown/Member FDIC
Member, First Community Bancorporation

FUNDS AVAILABLE FOR
LONG TERM CORPORATE
BUSINESS FINANCING
FIRST MISSOURI

Working Capital
Equipment
Construction
Acquisitions

Sale Leaseback
Financial Counseling

$50,000 to $500,000

5 to 15 years

JERRY STEGALL, E.V.P.

302 Adams St.

LOAN POOL

Investment Bankers ¢ Municipal Bonds P.0. Box 252
ONE TWENTY SEVEN WEST TENTH Jefferson City,
Mo. 6510t
KANSAS CITY, MISSOURI 64105 314-635-0138
(816) 221-4311
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From the Mid-Continent Area

Alabama

m REX J. MORTHLAND, chairman,
Peoples Rank, Selma, and former Amer-
ican Rankers Association president, has
been awarded an honorary doctor of
laws degree by the University of Ala-
bama. Mr. Morthland presently is chair-
man, ABA Governing Council.

a HENRY F. SCHAUB, Roger J.
Geil, Thomas A. Horst Jr. and Carl E.
Jones Jr. have been promoted to execu-
tive vice presidents at Merchants Na-
tional, Mobile. William B. Inge Jr. has
been named senior vice president and
trust officer, while Walter 1. Cleverdon
and James P. Vinson were elevated to
assistant vice presidents at the bank.
Mr. Vinson also was named petroleum

Let our

billion dollar
organization
help your bank
profit. Call

Sam Malone (205/328-0300),
a member of our correspondent

banking team.

First Alabama Bancshares, Inc.
Affiliate Banks

First Alabama Bank of Montgomery, N.A.
First Alabama Bank of Birmingham

First Alabama Bank of Huntsville, N.A.
First Alabama Bank of Tuscaloosa, N.A.
First Alabama Bank of Dothan

First Alabama Bank of Selma, N.A.

First Alabama Bank of Gadsden, N.A.
First Alabama Bank of Athens, N.A.

First Alabama Bank of Baldwin County, N.A.
First Alabama Bank of Guntersville

First Alabama Bank of Hartselle

First Alabama Bank of Phenix City, N.A.
First Alabama Bank of Mobile County

RrsyUabama
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engineer. Mr. Schaub joined the bank
in 1938; Mr. Geil, in 1954; Mr. Horst,
in 1950; and Mr. Jones, in 1962.

Congratulating one another after the an-
nouncement of their promotions to e.v.p. at
Merchants Nat'l, Mobile, are (seated, from 1)
Thomas A. Horst Jr. and Henry F. Schaub and
(standing, from 1) Carl E Jones Jr. and Roger
J. Geil.

m GORDON P. SWEENEY has
joined First National, Birmingham, as
senior vice president and human re-
sources division head, going there from
Wachovia Bank, Winston-Salem, N. C.
David L. Thomas, formerly trust officer
at First National, has transferred to
Alabama National, Montgomery, as
vice president and trust officer. He
will coordinate trust division functions
there. Alabama National and First Na-
tional are affiliates of Alabama Ban-
corp., Birmingham. At First National,
Thomas M. McCulley, William C.
Powell, William M. Arnold Jr. and
C. Stanley Bailey have been promoted
to assistant vice presidents, data pro-
cessing department.

m LEN B. SHANNON has been
named senior vice president-general
manager of marketing at Central Bane-
shares of the South, Inc., Birmingham.
Mr. Shannon, who went to the HC
from Sperry Rand in 1974, also will
serve on the Central Bancshares execu-
tive management committee and will
be a director of Central Computer
Services, Inc., a wholly owned subsidi-
ary of the HC.

m CITIZENS BANK, Thomasville, has
opened. The new institution offers all
banking services. T. A. Branch serves
as president and CEO.

B SOUTHLAND BANCORP., Mobile,
plans to acquire First National, Fair-
hope. Approval is pending.
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Letters take time to write, to travel and to get a
response. And even phone calls can't always convey
the full scope of a situation.
So when these measures just won’t go the
distance for you, it's good to know we will. Whether
it’s meeting with you at your bank or setting up
a conference at ours.
Because at First National, being your
correspondent banker means much more than
handling problems by correspondence. It means
being there when you need us, with all the
help you need.
And you’ll have plenty of assistanc - -
to draw from. Our Correspondent Banking/At FI rSt N atIO nal :

I?ivisi(_)n takeg in some 16 separate areaso -
e e e COrresponding
s mermatona bannge - \WIENLUS Meansmore

Among the hundreds of people at work

for you, you’ll find experts in such specialized areas th anj USt

as geology, forestry and oil exploration. i
But to get the complete picture, calf Jim t I tt

Andress or Jack Andrade toll free. In Alabama dial er Ing e e rS .

(800) 672-6709 and in the Southeast call

(800) 633-6710. And we'll send you a copy of our

free correspondent brochure. Or chances are, we'll

be in your area in the next week or two and can
bring it by in person.

© First National BankofMobile

A First Bancgroup- Alabama, Inc. Affiliate. Member FDI1C.
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m FIRST NATIONAL, Birmingham,
has opened its Civic Center Branch in
a temporary office. Larry O. Holt, as-
sistant cashier, serves as manager. Con-
struction of the permanent facility at
that location is under way.

Arkansas

m ROBERT P. TAYLOR has been
named vice chairman at Worthen Bank,
Little Rock, going from his position as
president and CEO, Arkansas Blue
Cross and Blue Shield, Inc. He pre-
viously was senior vice president at the
bank (1966-1972) and has served as
executive vice president at the bank’s
parent HC, First Arkansas Bankstock
Corp., Little Rock.

B AGNES HARWELL and Allen Te-
gethoff have been named assistant vice
presidents at Commercial National, Lit-
tle Rock, while Kirk Dixon has been
promoted to commercial loan officer.
Connie True has been elevated to trust
operations officer and Harry Gibson
has been named branch administration
officer at the bank. In other news at
Commercial National, A. M. Feland 111l
has been elected a director. He is
general manager, Southern Farmers
Association.

B W. D. BRATTON, automated ser-
vices division manager, has been
elected vice president at Union Na-

tional, Little Rock. J. O. Kumpe, re-
cently retired from the University of
Arkansas’ cooperative extension service,
has joined the bank as agricultural
consultant. Mr. Bratton joined Union
National in 1972.

IHlinois

B ROBERT F. COREY, senior vice
president in charge of the investment

division at Drovers National, Chicago,
has assumed additional responsibilities
as head of correspondent banking. Mr.
Corey will work with correspondent
bankers in an area including Illinois.
Richard P. Griffith has been appointed
to the correspondent division.

a HERBERT P. EVERT and Leonard
M. Spalding Jr. have been elevated to
senior vice presidents, trust department,
at Northern Trust, Chicago.

In Kansas City
You're in the center
of everything
when you stay Sheraton

A True Experience In

Hospitality, Accessibility & Economy

(816) 842-6090

CONVENTIONS

LIMOUSINE and BUS
SERVICE TO KCI

BUSINESS MEETINGS

{ift

Prom-Sheraton MotorInn

TOLL FREE 800 325-3535

(Missouri Only 800 392-3500
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B KEENE H. ADDINGTON has been
named administrative vice president at
American National, Chicago. He pre-
viously was president, Pandick Press
Midwest, Inc., Chicago, and will have
responsibilities in the bank’s marketing
and operations areas.

B J. ROY WEST, second vice presi-
dent in American National of Chicago’s
correspondent division, has retired. He
joined the bank in 1934 as an office
boy, rose through the ranks, and was
appointed to his last position in 1949.
Mr. West has joined Wayne Hummer
Sc Co., Chicago.

B KATIE FIENE, who combines
working for First National, Steeleville,
with writing for the Sparta News-Plain-
dealer, won a first-place award from
the National Federation of Press
Women. She was honored for her “Ka-
tie’s Kolyum,” which appears weekly in
the Sparta paper. In the column, which
she has been writing for 19 years, Mrs.
Fiene presents “a woman’s viewpoint”
on various issues. She went to Sun
Valley, ldaho, for the award presenta-
tion. Mrs. Fiene handles advertising
and public relations at the bank.

fl HARRIS BANK, Chicago, has an-

nounced several promotions. John S.
Dunhill, trust department., has been
elected senior vice president. Edward

K. Banker, senior vice president, has
been named deputy group executive,
international group; H. Charles Becker
has been promoted to senior vice
president and succeeds him as U. S.
group executive; Edward W. Lyman
Jr., vice president, replaces Mr. Becker
as U. S. group division administrator;
John A. Sivright has been elevated to
senior vice president and deputy group
executive, Chicago group; and Frederick
E. Bishop, vice president, succeeds him
as that group’s division administrator.
Robert P. Seass has been elected vice
president and controller and group
executive, planning and control. Mr.
Seass has been succeeded as planning
office head by J. William Gimbel I,
assistant vice president. Richard J.
Egan, vice president, has been named
accounting division administrator, while
P. David Hubbard, vice president, has
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GRAIN
DRAFTS

Grain Drafts get immediate
attention at

Grain draft collection problems and de-
lays will disappear when you turn their
handling over to Millikin National Bank.

Our collection system can save you time, and more important, money.

Your account at Millikin enables you to substantially reduce float and increase
investable funds.

A draft sent to the Millikin will receive same-day ledger credit. With many of
Illinois’ largest grain companies located in Decatur, you have no three, four and
five day delays.

Find out how your bank can take advantage of this payment system, telephone
L. Dean Clausen at 217/429-4253.

THE “BANKERS’ BANK OF CENTRAL ILLINOIS”
IN OUR SECOND CENTURY OF SERVICE

THE MILLIKIN NATIONAL BANK

o OF DECATUR
Service Since 1860 Member F.D.I.C.

Decatur, lllinois
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been promoted to vice president and
secretary and Charles D. VVesselhoeft,
vice president and senior accounting
officer, has been moved to the group
level, where he is responsible for taxa-
tion, expense control and related finan-
cial analyses.

m JAMES E. NEVELS has joined
Heritage/Pullman Bank, Chicago, as
vice president, industrial banking,
while Laverne VanKooten, assistant
vice president, personal banking, and
Larry Van Haren, real estate inspector,
have retired. Both joined the bank in
1955. Mr. Nevels has worked at several
Chicago banks.

Indiana

O'CONNOR FRONEK

m DAVID T. FRONEK and Lawrence
A. O’Connor Jr., vice presidents and
metropolitan division group heads, In-
diana National, Indianapolis, have been
named to head two new INB corporate

banking divisions, which will replace
the metropolitan division. Mr. Fronek
will head division “A,” while Mr.

O’Connor has been appointed head of
division “B.”

m GORDON F. GAYLORD has been
elected assistant vice president and se-
curity officer at Purdue National, La-
fayette. Succeeding him as auditor is
Lillian M. Conrad. Mr. Gaylord joined
the bank in 1954, and Mrs. Conrad, in
July. She was with Purdue University,
Lafayette.

= MAURICE R. KIRKWOOD has
been named vice president and secre-
tary to the board at American Fletcher
Corp., Indianapolis, while C. Harris
Weerts has been promoted to vice pres-
ident and controller and John S. Hawks
has been elevated to vice president and

assistant  treasurer. Mr. Kirkwood
joined the HC’s bank, American Fletch-
er National, Indianapolis, in 1952; Mr.

Weerts, in 1971; and Mr. Hawks, in
1961.
Kansas

B JAMES R. HEFLEY has been ap-
pointed correspondent bank officer at
Commercial National, Kansas City. He
has completed the bank’s management
training program.

B KEITH O. GARDNER, Alvin D.
Koons and Darwin D. Roberts have
been elected vice presidents at First

National, Wichita. Paul L. Richmond
has been elevated to correspondent
bank officer. Messrs. Gardner and

Koons joined the bank in 1974, while
Mr. Roberts joined First National in
1959.

B JAMES R. GRIER Il1l, senior vice

president, Fourth National, Waichita,
and Richard J. Boushka, president,
Vickers Energy Corp., Wichita, have

been named director and advisory di-

rector, respectively, at the bank and
its HC, Fourth Financial Corp.,
Wichita.

B VICTOR D. WHITAKER has been
elevated to vice president and cashier,
while Thomas J. Runyon has been
named vice president-real estate at First
State, Salina.

Died: Earl C. Woodward, 86, chair-
man, National Bank of America, Salina,
after a short illness. Mr. Woodward had
been on the bank’s board since 1950
and became president in 1954, serving
in that position until 1961. He was
elected chairman in 1971. Besides his
board service at NBA, Mr. Woodward
was a member of the loan, trust, salary
and examining committees.

Kentucky

B DR. DAVID S. COLVIN has been
elected chairman at Fort Knox Nation-
al. Dr. Colvin, who practices general
medicine in the Radcliff area, has been
a director of the bank since 1967.

MERCIAL

COM
NATIONAL
B AN

K

HEFLEY SIMONEAUX

a LEWIS J. WILLIAMS has been
elected president at American National,
Newport, succeeding August H. Eiler-
man, who retired June 30. Robert J.
Borchers and William J. Williams have
been elevated to vice presidents, while
Clara McAtee has been named cashier.

B DOUGLAS J. RICHARDSON has
been named vice president and auto-
mated customer services director, Citi-
zens Fidelity, Louisville; Clay B. Mor-

ris Jr. has been elected assistant vice
president and Medical Center Office
manager, and Robert Ray Robinson

has been promoted to assistant vice
president and manager, Louisville Data
Center.

Louisiana

s M. J. "KELLY” SIMONEAUX,
senior vice president and cashier, City
National, Baton Rouge, has been
named a state director of Bank Admin-
istration Institute, Park Ridge, 111 Dur-
ing his two-year term, Mr. Simoneaux
will represent the BAI in Louisiana as
a volunteer official, coordinating state-
wide membership services. He will con-
tinue in his position at the bank. Mr.
Simoneaux is a past president of the
local BAI chapter, which he helped
organize in 1962.

B PAUL E. SKRETNY has been
named president and CEO at Century
National, New Orleans, while Adrien
E. Dupuis, who formerly held that
position, has been elected vice chair-
man. Mr. Skretny goes there from Bank
of Buffalo, N. Y., where he served as
vice president in charge of branch bank
administration.

6th & Minnesota Ave. 913 371-0035
Kansas City, Kansas 66101

CALL THE PROFESSIONALS ABOUT MACHA
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The case for quality
INn correspondent

banking.

It’s brought to you by Joe Hamilton, Bob Aldridge, and
the entire Citizens Fidelity team of correspondent
banking professionals. In it you’ll find the widest range
of services available in the region, designed by bankers
for bankers and backed by Kentucky’s largest financial
institution. Get the inside story about the services below
by calling us today. Let us make our case for quality in
correspondent banking.

Transit Check Clearing * Twelve Automated Services
* Auto and Equipment Leasing Services ¢
BankAmericard® « Trust and Investment Services ¢
Loan Participation * Federal Funds ¢ International
Banking « and many other profit and performance-
minded correspondent services.

©

Citizens | Fidelity Bank&Trust Company

CITIZENS PLAZA—LOUISVILLE, KENTUCKY
(502) 581 -3280

Joe Hamilton and Bob Aldridge

Servicemarks Citizens Fidelity Bank & Trust Co.
Servicemarks owned & licensed by BankAmerica Service Corp
Member FDIC
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m DONALD E. ALLRED, H. Ford
Bell, Thomas A. Boone, J. Errol Gaut-
reau, Robert Jennings and E. Cole
Thornton have been named vice presi-
dents at Louisiana National, Baton
Rouge. Messrs. Allred, Bell and Jen-
nings joined the bank in 1965; Mr.
Boone, in 1970; Mr. Gautreau, in
1963; and Mr. Thornton, in 1973.

m CHARLES C. “BUSH” LeBOUR-
GEOIS, senior vice president, has been
named bond and money market group
executive at First National Bank of
Commerce, New Orleans. In other pro-
motions at First NBC, John H. Palmer,
trust committee chairman, has been
elevated to investment and trust group
executive and Robert D. Richley, sen-
ior vice president, has been named per-
sonal banking group executive. Elected
assistant vice presidents at the bank
were David E. Browning, Minia B.
Hamilton, Edwin F. Martin, Donald
W. Seeley and David E. Trahant.

Mississippi

m NELL S. MITCHELL, vice presi-
dent in charge of marketing, Fidelity
Bank, Jackson, has been awarded a
scholarship to Bank Marketing Associa-
tion’s graduate course in bank market-
ing management. The BMA is head-
quartered in Chicago. Mrs. Mitchell
graduated from the BMA School of
Bank Marketing at Boulder, Colo., and
was voted top student by the school’s
faculty, staff and her classmates. She
may attend the graduate course, a one-
week program, at the university of Wis-
consin, Madison, within the next two
years.

m A. OWEN BUNN, vice president
and computer services manager, Han-
cock Bank, Gulfport, has graduated
with honors from the Bank Adminis-
tration Institute’s School for Bank Ad-
ministration, University of Wisconsin.

J. T. Brown Dies

J. T. Brown, 89, ch.
and CEO (ret.). First
Nat'l, Jackson, died
July 8. At the time
of his death, he was
serving as counsel for
the Miss. BA. Mr.

Brown was pres, of
that assn., 1956-57,
and served as state
banking dept, attny.,

1917-37. He was elect-
ed pres., Capital Nat'l,

Jackson, 1933, and
pres, of First Nat'l
after Capital Nat'l
and Jackson State
Nat'l merged to form

that bank in 1949.
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Missouri

m PATRICK J. BRENNAN, formerly
vice president, international depart-
ment, Mellon Bank, Pittsburgh, has
joined Mercantile Trust, St. Louis, as
senior vice president, international

group.

m ROBERT H. HOFF, formerly vice
president, Commerce Bank, Kirkwood,
has been appointed regional vice presi-
dent at Commerce Bancshares, Inc.,
Kansas City, HC for the bank. He will
have responsibilities for affiliate banks
in the St. Louis metropolitan area,
Bonne Terre and Festus. Mr. Hoff
joined Commerce of Kirkwood in 1964.
In other news at the HC, Laura L.
Kemper has been named assistant vice
president. She is manager, advertising
and public relations, marketing depart-
ment. Miss Kemper joined Commerce
Bancshares in 1972.

m JOHN P. COLLINS has been elect-
ed an assistant vice president, bond

department, at Mercantile Bank, St
Louis. He is primarily responsible for
bond sales in Missouri. Charles L.

Yager, trust tax division, has been ele-
vated to trust officer, while Charles H.
Waalkes, special industries division, St.

Louis group of commercial banking,
has been named banking officer.
G. Richard Degen, comptroller’'s de-
partment, has been promoted to ac-

counting officer; Shirley K. Burton, who
manages the customer service division
of the credit card department, has been
elected consumer credit officer; and
La Rissa M. Stevens and Leo A. Schu-
macher 111, data processing, have been

named assistant data processing of-
ficers.

m GREGG L. CURL, Edward F.
Doczy and Lois Scott have been

elected assistant cashiers at Boatmen'’s
National, St. Louis. Promoted to as-
sistant trust officers were O. Frank
Deremiah and R. Keith Richter, while
Armand J. Loehr and Thomas J.
O’Brien have been named data process-
ing officers. Keith D. Miller has been
elevated to assistant auditor.

New Mexico

m RICHARD C. EVANS has been ap-
pointed executive vice president at
Centinel Bank, Taos, going there from
First National, Albuquerque, where he
served as vice president. Mr. Evans has
16 years’ banking and 10 years’ related
business experience.

m PLAZA del SOL NATIONAL, re-
portedly Albuquerque’s second minor-
ity-owned institution, has opened at

BRENNAN WHEAT

600 Second NW. Paul Hernandez
serves as president and CEO and pre-
viously was with Bank of America and
Pan-American National, Los Angeles,
reportedly the nation’s first Spanish-
American  bank. Serving as vice
president of Plaza del Sol National,
which occupies about 4,850 square feet
of space in the Plaza del Sol Building,
is Raoul Cordova, former president, El
Valle State, reportedly the city’s first
minority bank. Arthur J. Ortiz, who
previously served with First National,
Albuquerque, is the new bank’s cashier.

m SANDRA CARPENTER has been
named assistant vice president at West-
ern State, Albuquerque, and manager
of the bank’s new branch at Juan Tabo
and Sierra Grande NE. She goes there
from Albuquerque National, where she
served as an assistant cashier.

m ELIZABETH M. BARRERAS has
been elected vice president and data
processing manager at First National,
Santa Fe. She joined the bank eight
years ago and reportedly is the first
woman to hold that office in any of the
state’s banks. Mrs. Barreras is a former
director, New Mexico Association of
Bank Women.

m R. D. SKELTON has been named
vice president and cashier at Western
Bank, Clovis, a new bank. Mr. Skelton
goes there from Winkler County State,
Wink, Tex., where he was president
and CEO.

Oklahoma

s WILLIS J. WHEAT, senior vice
president-marketing, Liberty National,
Oklahoma City, has been appointed to
a two-year term on the Oklahoma Dis-
trict & Advisory Council of the Small
Business Administration. Council mem-
bers advise the SBA administrator and
staff on the effectiveness and need of
current and proposed programs and
channel information about SBA pro-
grams to local business, commercial and
investment interests.

s ARLIN E. CARROLL has been
elected vice president, marketing di-
vision, at Fidelity Bank, Oklahoma
City. Promoted to assistant vice presi-
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..our50th

anniversary.

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 Plazathe 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.

DEPOSNn 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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Youdon't havetobe
abillion dollar bank to get
billion dollar service.

At First National Bank in Dallas, we
don’t believe the quality of our corre-
spondent banking service should vary
with the size of our correspondents.

You deserve consistently excellent ser-
vice regardless of your size.

That’s why banks from the largest
to the smallest turn to Firstin Dallas for
a wide range ofimportant correspon-
dent services. Loan participation, invest-

ment assistance, factoring, leasing, international services and a
check collection system second to no other. Services that can
provide the financial strength and operational technology to
help you operate more efficiently and profitably.

So whatever your correspondent banking needs, give the
people, resources and experience of First National Bank in
Dallas a chance to help. Call our Correspondent Banking Divi-
sion at (214) 744-8030, where there’s no such thing as an unim-
portant correspondent relationship. W hether your assets are in
the millions or billions, we’d like to talk business with you.

First National Bank in Dallas

Member FD IC. A subsidiary ol |aa Kirtf Intcnutionul tkincsliurcs. Inc.

Branch offices in London, Paris, Singapore and Cayman Islands *sRepresentative offices in Tokyo, Sao Paulo and Beirut.

1875-1975. Ybulearn a lotina 100 years.
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dents were Robert E. Amyx, com-
mercial loan division; Randall W. Fer-
guson, Master Charge unit, consumer
loan department; and Retty J. Yeargain,
personnel department. Nelson R. Pick-
rell, vice president, commercial loan
department, has been elected president
of Fidelity Leasing Co., Oklahoma
City. He will remain as vice president
at the bank.

m GROUND has been broken for City
National of Lawton’s new multi-storied

building at 500 City Center. The
ceremony featured local bands and
dignitaries. Shovels wused for turning

the earth were painted in a bicentennial
motif of red, white and blue with a
large white star in the center of each.

m C. RANDOLPH EVEREST has
been elected executive vice president
and senior trust officer at First National,
Oklahoma City. Earnest L. Upton Jr.
has been named vice president and
Lynn McClenny has been elevated to
assistant vice president. Mr. Everest
returns to First National after seven
years as head, personal trust division,
North Carolina National, Greensboro.
He originally joined the bank in Okla-
homa in 1959. Mr. Upton has been
with First National since 1961 and Mr.
McClenny, since January.

SMITH COPE
n JAMES W. SMITPI has been pro-
moted to senior vice president at First
American National, Nashville, while
Francisco Jimenez and Thomas L. Mar-
tin have been elevated to assistant vice
presidents. Mr. Smith joined the bank
in 1952; Mr. Jimenez, in 1973; and
Mr. Martin, in 1970.

m ANDREW G. COPE has been
named trust investment department
head at American National, Chatta-
nooga. Mr. Cope is a vice president and

trust investment officer.

B BORBY T. LOGUE has been pro-
moted to assistant vice president at
Third National, Nashville. Formerly
regional development officer, Mr.
Logue has been with the bank since
1972.

COFER

m NEIL B. COFER has been named
senior vice president and trust officer
and trust department manager at Ham-
ilton National, Chattanooga. Mr. Gofer
joined the bank in 1961 as a tax ac-
countant, advanced through the ranks,

and was elected vice president and
trust officer in 1970.

m CRAIG PEMBERTON has been
named assistant vice president, cor-

respondent banking, at Cullen Center
Bank, Houston. He joined the bank in
1972 and was elected assistant cashier,
correspondent banking, in 1973.

B RUFUS F. PARR, assistant vice
president, Fort Worth National, has
retired after nearly 46 years with the
bank. He joined the institution as an
office boy in 1929 and was named to
his last position in 1972.

B WILLIS C. FRITZ has been named
senior vice president, national division
manager and executive committee
member at Republic National, Dallas.
He goes there from Charter New York
Corp., where he served as senior lend-
ing officer.

B FRED E. WIGGINS has been
named vice president at Bank of the
Southwest, Houston. Pie joined the
bank in 1968, becoming a special rep-
resentative in the correspondent de-
partment, 1971. Mr. Wiggins was as-
sistant vice president and loan officer,
metropolitan Houston department,
prior to his recent promotion.

FRITZ WIGGINS

MID-CONTINENT BANKER for September, 1975

B JAMES P. CAFFREY, correspon-
dent bank representative, BankAmeri-
card center, has been appointed mar-
keting officer at Bank of the Southwest,
Houston. He joined the bank in 1973.

B H. GLENN McWILLIAMS, corre-
spondent banking and southwestern ac-
counts; C. Larry Colgin, metropolitan
accounts; and J. Thomas White, Bank-
Amerieard, have been promoted to vice
presidents at Texas Bank, Dallas.

Messrs. McWilliams and White joined
the bank in 1968, while Mr. Colgin
joined in 1969.

CAFFREY McWILLIAMS

m HOWARD L. ECKOLS has been
promoted to vice president, correspon-

dent banking, at Houston National.
Churchill W. Jones has been named
vice president, commercial banking,
while John B. Woolston, commercial

banking, and A. Wayne Young, em-
ployee relations, have been elevated to
assistant vice presidents. Mr. Eckols
joined the bank in 1969; Mr. Jones, in
July; Mr. Woolston, in June; and Mr.
Young, in 1968.

ESKEW ECKOLS

B JERRY ESKEW has been promoted
to vice president and trust officer at
First National, Fort Worth. He joined
the bank in 1974 as trust officer and
petroleum engineer. Prior to that, he
served as senior secondary recovery
engineer, George Mitchell & Associates,
Inc., Bridgeport.

B MARTIN ZWICKY has been elect-
ed vice president and trust officer at
First City National, Houston. Prior to
joining the bank in July, Mr. Zwicky
managed his own real estate and in-
vestment interests.
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For Your Banking Equipment

Needs, Call HEGCO!

Drive-Up Windows
After-Hour Depositories
Vault Ventilators

Safe Deposit Boxes

Burglar Alarms

Metal Under Counter Equip.
Surveillance Cameras
Pneumatic Tube Systems

Fire Resistive Products

Used Equipment of All Types
Vault Engineering Service

HEGCQO Industries, Inc.

4618 N. Post Rd., Indianapolis, Ind. 46226

Complete Selection
of Envelopes Designed
Especially for Your Bank

MISSOURI ENVELOPE CO.
10655 GATEWAY BLVD.
ST. LOUIS, MO. 63132
Phone 314/994-1300

DESIGNERS AND MANUFACTURERS

SALES REPRESENTATIVE
WANTED

If you’re now calling_on banks and S&Ls,
we” offer an extraordinary opportunity to
add proven promotional programs to your
line. Exclusive representation offered at
generous commission. Send complete re-
sume to Princeton Partners, Inc., Suite
D102, 4747 N. 16th St., Phoenlx, AZ 85016.
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AMERICAN
Bank Directory

6364 Warren Drive
Norcross, Ga. 30071

a SIDNEY W. HOWARD, senior
vice president, State National, El Paso,
lias retired. He joined the bank in 1928,
advanced through the ranks, and at-
tained his last position in 1972. Ron-
ald J. Scott has been promoted from
vice president to vice president and
cashier at the bank. He joined State
National in 1953 and additionally
serves as secretary-treasurer, PanNa-
tional Group Inc., El Paso-based HC.
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First Nat’l Bank, Jackson 17
First Nat'l Bank, Kansas City 15
First Nat’l Bank, Minneapolis 117
First Nat’'l Bank, Mobile ... 161

First Nat’l Bank, St. Joseph, Mo.................. 152
First Nat’l Bank, St. Louis .
First Nat’l Bank, Wichita ....
First Nat'| Bank & Trust Co., Joplin, Mo. . 159

W hat’s so special about the
American Bank Directory?
It’s the only desk-top
national bank directory, so
compact you can hold it

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

First Nat’l Bank of Commerce,
New Orleans
First Nat’'l City Bank, New York City .
First Stock Yards Bank, St. Joseph, Mo. .. 154
Fourth Nat’l Bank, Tulsa ............ .

Frost Nat’l Bank, San Antonio 39
Golnick Advertising, Inc., Leon Shaf
Baltimore 20
H B E Bank Facilities Corp... 5
Harland Co., John H., Atlanta 21

Harris Trust & Savings Bank, Chicago 119
Hegco Industries, Inc., Indianapolis
Hotel Adolphus, Dallas ...
Insurance Enterprises, Inc., St. Louis .... 42
Insured Credit Services, Inc., Chicago .... 135
Kansas Bank Note, Fredonia, Kan.... .
Liberty Nat’'l Bank & Trust Co., Lou
Liberty Nat'l & Trust Co., Oklahoma City 2
MGIC—Indemnit{ Corp., Milwaukee ........ 58-59
Manchester Bank, St. LouiS .......ccccoveeneeen. 157
Manufacturers Hanover Trust Co.,

New York City

Mercantile Bank, St. Louis 31
Mercantile Bank & Trust Co., Kansas Clty 133
Merchants Nat’l Bank, Mobile 54
Millikin Nat’l Bank, Decatur, Ill. 163
Missouri Envelope Co., St. Louis. 170
Nat’! Boulevard Bank, Chicago .. 129
National Fidelity Life .............. 148
National Stock Yards Nat’l Bank . 171
Northern Trust Co., Chicago 12

Palumbo & Co., Inc., George, New York .. 40
Perry, Adams & Lewis .
Prom Sheraton Hotel, Kansas City
Ridgeway, John W. & Associates,
Jefferson City, Mo
St. Johns (Mo.) Bank & Trust Co .
Security Nat’'l Bank, Kansas City, Kan. .. 155

South ‘Africa 8
Southwest Nat’l Bank, Wichita 152
Standard Life Insurance Co.,

Jackson, Miss 145

Stern Brothers, Kansas City . 18
Talcott, Inc., James ........... 6
Third Nat’l Bank, Nashville 61
United Missouri Bank, Kansas City 57
Van Wagenen Co., G. D.,, Minneapolis 28
Whitney Nat’l Bank, New Orleans 139
Zahner & Co.. 159
Index to Supplement
(For Advertising Appearing Between
Pages 62 and 115
Adams Comf)anies, Don BG/40
Bank Consultants of America BG/12
Bank Marketing Association BG/46
Bank Marketing Systems, Inc BG/14
Bankvertising Co. BG/45
Beemak Plastics BG/42
Besco ... BG/14
Brandmark Sales C 'BG/50-51
C. R. Sales Corp.... BG/37
Carlyle Imports . BG/30
Century 100 Corp... BG/20
Christmas Club, A Corporation BG/48

Data Card Corp
Douglas Guardian Warehouse Corp.
Downey Co., C
DuPont Co....
Fabcraft, Inc..

Faribo Woolen Mills BG/21
Financial Facilities BG/44
Financial Promotion S BG/33
Flo-Go Signal System BG/12
Forbes Products™ Corp BG/44
Frye-Sills, Inc............. BG/29
Garland Display Corp.. BG/24
Heller & Co., Walter E. BG/13
Henrich’s Publications BG/16
Heritage Highlights ...... BG/35
ISI Financial Products, Inc BG/18
Insurance Programmers Co, BG/36
International Silver Co... BG/31
Kennedy Sinclaire, Inc.. BG/7
Liberty Productions, Inc.. BG/9
Madison Avenue Associate BG/4-5
Marketing Audit .................. BG/14
Meshes & Associates, J. G. BG/49
Micro-Check ......... BG/19
Moore, Thurston BG/39
Mosler Safe Co....... BG/52
Motivational Systems ... BG/25-28
North Central Life Insurance Co. BG/11
Old Republic Life Insurance Co. BG/6
Ozark Air Lines BG/1
Palm Beach Co..... BG/49
Personnel Data Systems, Inc.. BG/21
Pickwick International, Inc BG/24
’ BG '42-43

. BG/A7

Princeton Partners, Inc.... BG/34
Quality Incentives, Inc BG/38
Redwood House BG '41
Salem China Co. BG/3

Security Englneered Machinery Co., inc. BG/32
Senior " Citizens, Unlimited
Smuckers Jams & Jellies

Specialty Advertising Association BG/48

Ultra Violet .......cccvveeene BG/20

Unique Service Co., Inc.. ... BGl42

) White Computing & Software, Inc., Bob BG/40
winters Signs ... BG/32
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from cock’s crow till nightcap, Vic Granda stays on call.

in charge of computer and transit operations, Vic, another
hard-driving man of SYB keeps those hundreds of thousands of
items a day flowing harmoniously through transit. He masterminds
two complete automation systems and overcomes human and
mechanical setbacks to give you the fastest and most accurate
service possible.

All this and more, he sitill insists on knowing customer bankers
personally rather than as a row of binary numbers.

Another reason why you get more than just a number when you
ask for Vic or anyone else after dialing 618-271-6633.

"YOUR BANKER'S BANK". ..

A7 Justacross the river from St. Louis

THE NATIONAL STOCK YARDS NATIONAL BANK

OF NATIONAL CITY

NATIONAL STOCK YARDS, ILLINOIS 62071

Member Federal Deposit insurance Coi

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



Work with a banker
who knows what his bank
can do for you.

At First National Bank in St. Louis, our corre-
spondent bankers are trained in what our bank can
do for you. Across the board. Department by
department.

The result is men with solid experience and
individual authority. So they can make fast decisions
for you on their own.

They’re backed by a bank with strong, steady
growth. And total banking capabilities including
overline loans, bond department services, computer-
ized check collection, cash management systems.
Plus our annual correspondent seminars where you
can exchange ideas and learn about new profit
opportunities.

Get to know your First National correspondent
banker. He knows his bank. He’d like to put us to
work for you.

First National Bank inSt.LouisH™

Member FDIC IH | H

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





