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Here are six reasons why you're never out-on-a-limb if your Liberty
Correspondent Officer is out of the office. With the staff people pictured
here, you're always in touch with all the benefits of experience, knowledge
and courtesy. People on call who know how to answer your call...another
reason you can count on Liberty’s Correspondent Banking Department.

Top row.

left to right
Eunice Bachman
Mary Ann Lieber
Elaine Elliott

Bottom row
left to right

Shelley Clark
Erma Woods
Ruth Kortemeier
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Try us
forashortterm
on Short Terms

You'll discover why we call it
High Performance Securities Servicing:

Take the ChasePerformance Test.
We know that Chase has puttogether a
securities servicing system that cannot be
surpassed intoday'’s fast-paced money
marketplace. We want you to benefit from it.
It's very simple to take the Chase
Performance Test and find out how good
our service is. As simple as having Chase
process some of your short term
investment transactions for a short period
of time. It doesn’t require a major
commitment or changes in your internal
procedures.

Special Processing Unit. You'll have
immediate access to our specialized Short
Term Investment Processing Unit. Its sole
reason for being is the processing of short
term instruments. That means completion of
transactions fast—very fast. We do it
through direct communciation with the New
York Federal Reserve Bank for
government and government agencies’
securities transactions and for funds
settlement on commercial paper.

Same-D Because this
unit handles or| ansactions,
you'll get fast t Any
transaction re Dm (Eastern
time) will be d pe day.

And we’ll work hny system

you nOw use
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Start Today. Start taking advantage of
Chase’s fast short term investment
processing right away. All you have to do is
call your Chase Relationship Manager at
(212) 552-3192, or use the coupon.

Try us on short terms and you
soon see what our new High
Performance Securities Servicing
System is all about.

Chase Relationship Manager
Correspondent Banking Division
P.O.Box 217

Bowling Green Station

New York, New York 10004

I want to know more about how Chase High Performance
Securities Servicing makes short work of my short terms. Call me.

Name Titl@ommmmmmmmm e

Bank

Street

City_ .State. -Zip.

Phone (__)
Give your bank the Chase Advantage®

MEMBER FDIC ©Chase Manhattan Bank, N.A. 1977
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ABA CONVYENTION PLANS ANNOUNCED

Legislation, competition, EFT on agenda

ABA CHRONOLOG—I1976-77

President McPeters’ year in retrospect

HOUSTON AWAITS ABA

A pictorial view of 1977 convention city

NEW ABA AD CAMPAIGN

Full service to be theme of $4.1-million program

KANSAS REGIONALS PLANNED

Topics include lending opportunities

MISSOURI PLANS REGIONALS

Competition to be spotlighted

SPECIAL SUPPLEMENT (Between Pages 62 and 103)

BG/8 WRIST WATCHES SNAG AUTO LOANS AS INCENTIVE

BG/10 MORTGAGE FINANCING SEARCH SPARKED BY HOME BUILDING
BG/22 CHRISTMAS CLUB CUSTOMERS ARE LOYAL

BG/26 QUALITY TV PROGRAMMING BRINGS TANGIBLE BENEFITS

DEPARTMENTS

6 COMMUNITY INYOLYEMENT 18 OPERATIONS

12 COMMERCIAL LENDING

28 THE BANKING SCENE

22 SELLING/MARKETING 32 SECURITY
16 BANKING WORLD 26 EFTS

34 CORPORATE NEWS

STATE NEWS

148 ALABAMA
150 ARKANSAS
150 ILLINOIS
152 INDIANA

152 KENTUCKY
152 LOUISIANA
152 MISSISSIPPI
152 MISSOURI

154 NEW MEXICO
154 OKLAHOMA
156 TENNESSEE
156 TEXAS

L

Editors
Ralph B. Cox
Publisher
Lawrence W. Colbert
Assistant to the Publisher
Rosemary McKelvey
Editor
Jim Fabian
Associate Editor
Daniel H. Clark
Assistant Editor
Advertising Offices
St. Louis, Mo., 408 Olive, 63102, Tel. 314/
421-5445; Ralph B. Cox, Publisher; Mar-
garet Holz, Advertising Production Mgr.
Milwaukee, Wis., 161 W. Wisconsin Ave.,

53203, Tel. 414/276-3432; Torben Soren-
sen, Advertising Representative

4

MID-CONTINENT BANKER (publication
No. 346 360) is published 13 times an-
nually (two issues in May) by Commerce
Publishing Co. at 1201-05 Biuff, Fulton,
Mo. 65251. Editorial, executive and busi-
ness offices, 408 Olive, St. Louis, Mo.
63102. Printed by The Ovid Bell Press,
Inc., Fulton, Mo. Second-class postage
paid at Fulton, Mo.

Subscription rates: Three years $21; two
years $16; one year $10. Single copies,
$1.50 each.

Commerce Publications: American Agent
& Broker, Club-Management, Decor, Life
Insurance Selling, Mid-Continent Banker,
Mid-Western Banker, The Bank Board
Letter and Program. Donald H. Clark,
chairman; Wesley H. Clark, president;
Johnson Poor, executive vice president
and secretary; Ralph B. Cox, first vice
president and treasurer; Bernard A. Beg-
gan, William M. Humberg, James T. Poor
and Don J. Robertson, vice presidents;
Iéawrence W. Colbert, assistant vice presi-
ent.

Sept. 22-23: Robert Morris Associates Value
and Credit Assessment in Real Estate Lend-
ing Workshop, San Francisco, St. Francis
Hotel.

Sept. 25-27: ABA Secondary Market Work-
shop, Chicago, Hyatt Regency O’Hare.

Sept. 2 Bank Marketing Association Of-
ficer 1les Call Training and Train the
Trainer Seminar, Columbus, O., Columbus
Hilton Inn

Sept. 28-30: ABA Southern Regional Opera-
tions and Automation Workshop, Atlanta,
Hyatt Regency

Oct. 3-4: Robert Morris Associates Loan Qual-
ity Control Workshop, San Francisco, Miya-
Ko.

Oct. 15-19: ABA Convention, Houston

Oct. 23-27: Consumer Bankers Association
Convention, Phoenix, Arizona-Biltmore.

Oct. 26-28: ABA Midwestern Regional Opera-
tions and Automation Workshop, Chicago,
Hyatt Regency O’Hare.

Oct. 30-Nov. 1: ABA International Foreign
Exchange Conference, New York City, Wal-
dorf Astoria.

Oct. 30-Nov. 2: Robert Morris Associates An-
nual Fall Conference, New York City, New
York Hilton.

Oct. 30-Nov. 2: Bank Marketing Association
Convention, Honolulu, Hawaii, Hilton Ha-
waiian Village.

Nov. 2-4: Association of Bank Holding Com-
panies Fall Meeting, Boca Raton, Fla., Boca
Raton Hotel.

Nov. 6-9: Bank Administration Institute Con-
vention, Houston, Hyatt Regency

Nov. 6-17: ABA National Commercial Lending
School, Norman, Okla., University of Okla-
homa.

Nov. 13-16: ABA National Agricultural Bank-
ers Conference. Kansas City.

Nov. 13-16: ABA Mid-Continent Trust Con-
ference, Houston, Houston Oaks Hotel.
Nov. 13-18: ABA National Personnel School,

Dallas, Marriott Motor Hotel.

Nov. 14-16: Bank Administration Institute
Corporate Cash Management for Operations
Personnel Seminar, Boston.

Nov. 15-18: Bank Administration Institute
Trust Operations Short Course, Dallas
Nov. 16-18: Bank Administration Institute Fi-
nancial Accounting and Reporting Seminar,
Park Ridge, 11l

Nov. 17-18: Robert Morris Associates Value
and Credit Assessment in Real Estate Lend-
ing Workshop, New Orleans, Royal Orleans
Hotel.

Nov. 17-18: Bank Administration Institute
Tax Return Preparation Short Course, Dal-
las.

Nov. 21-22: ABA Tax Workshop, New York
City, Biltmore Hotel.

Nov. 21-22: Bank Administration Institute
Money Transfer Seminar, San Francisco.
Nov. 21-23: Bank Administration Institute Ac-
crual Accounting Short Course, Pittsburgh
Nov. 27-Dec. 2: ABA National Commercial
Lending Graduate School, Norman, OKla.,

University of Oklahoma.

Nov. 28-29: Bank Administration Institute
EEO Compliance Short Course, Park Ridge,
I1l.

Nov. 28-30: ABA National Correspondent
Banking Conference, New Orleans, Fair-
mont Hotel.

Nov. 29-30: ABA Tax Workshop, Chicago,
Hyatt Regency O’Hare.

Nov. 30-Dec. 2: Bank Administration Institute
Affirmative Action Program Short Course,
Park Ridge, Ill.

Nov. 30-Dec. 3: Bank Marketing Association
Trust Marketing Workshop, Miami Beach,
Fla., Americana of Bal Harbour.

MCB Staffer Promoted

Rosemary McKelvey
was promoted last
month from managing
editor to editor of MID-
CONTINENT BANKER,
which she joined in
1952 as assistant edi-
tor. She became as-
sociate editor in 1958
and managing editor
in 1968. Ralph Cox
remains publisher.
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Youwant a bank thatcan back
you...over-line oroverseas.

Count on the total capa-
bility of Mercantile Trust in
St. Louis.

We can provide the over-
line support you need to take
advantage of big opportunities

And we can support
you with a full range of
specialized services. For
instance, our International
Department can help you
and your customers with
overseas contacts, docu-
ments, financing, even
customs services.

When you have an
opportunity that calls
for something special-
call 314-425-2404.

We’'re
with you.

MERcCNNNI=
BRIK

Mercantile Trust Company N.A. « (314) 425-2404 + St. Louis, Mo. » Member F.D.I.C.

MID-CONTINENT BANKER for September, 1977
Digitized for FRASER

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



Community Involvement

Bank's Campaign De-Litters' City,

Brings in Dollars for Local Hospital

HAT BEGAN as a community-
Woriented program to clear a city’s
streets of unsightly cans blossomed into
a full-blown fund-raising campaign for
a local hospital.

United American Bank is quartered
in Knoxville, Tenn., a city surrounded
by five Tennessee Valley Authority
lakes. Knoxville, furthermore, is at the
foothills of the Smoky Mountains and
at the intersection of three major high-
way systems. Therefore, the town has
great numbers of tourists, who add to
its normal litter problem.

Because of that, United American
initiated its “De-Can Knoxville” cam-
paign. The bank worked with a local
radio station, which handled the logis-
tics of the cleanup campaign. The
three-month “De-Can” program was
advertised via radio, newspapers, post-
ers and outdoor signs. Citizens were
asked to collect cans (steel' and alumi-
num)—United American provided free
litter bags to collectors—and turn the
cans in at specified points. Fifteen of
the bank’s branches were used as col-
lection points, as well as other local
businesses that participated.

When a collector turned in a can, he
could fill out a raffle ticket to tiy to win
a fully equipped van worth $10,400.
The more cans a collector turned in,
the better his chances for winning the
prize!

Rex Moon (r.), pres.. United American Bank,
Knoxville, Tenn., is joined in litter pickup duties
by Vic Rumore, WKGN radio station gen'l
mgr. Duo was performing deed as part of
contest sponsored by bank and radio station
to "De-Can Knoxville," rid city of metal cans
littering streets. Free litter bags were given
away at all bank-branch locations.
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Just a few weeks into the promotion,
10,000 cans had been collected; by the
program’s end, more than 400,000 cans
—that would have wound up as litter
on the street—were turned in for re-
cycling, and the proceeds were donated
to Knoxville's Children’s Hospital.

At about the promotion’s midpoint,
a second program was initiated in con-
junction with the “De-Can” campaign:
“Dump on the Chamber.” Sponsored
by the Knoxville Chamber of Com-
merce beautification committee and
using the slogan, “Bury the Chamber
of Commerce with litter and make
Knoxville a cleaner city,” the “Dump”
campaign enlisted the aid of United
American and other businesses to dis-
tribute litter bags to the city’s children.
Each child bringing a bag of litter to
a collection point was given a chance
to pet or ride an elephant, llama or
donkey from the Knoxville Zoo. United
American contributed a savings bond
prize to the “Dump” effort.

United American officials are en-
thusiastic about the results of the
cleanup campaigns, noting that mem-
bers of the community were delighted
at receiving free cleanup bags, which
simplified the “de-litter” task. Another
benefit to the bank was that of having
the collection van driven to branch lo-
cations week after week, which result-
ed in the institution getting continual
radio and newspaper coverage! < #

Old and New:

'‘Big Band' Sound Returns
When Bank Holds Concert

The “big band” sound returned to
Evanston, 111, recently when State Na-
tional sponsored a free, outdoor lunch-
hour concert by the Roger Pemberton
Group.

The group is comprised of 16 profes-
sional musicians under the direction of
Mr. Pemberton, a local resident. The
band plays musical styles ranging from
dixieland to swing to contemporary
jazz.

The concert was the first outdoor
event to be presented by State National
on its re-landscaped plaza, which was
designed to be “more of a ‘people’ place
and have easier access for customers,”
according to a bank spokesman.

From Down Under:

Zoo0's Newest Residents
Honor Ex-Bank Director

Philip and Elkin are two of the At-
lanta Zoo's newest residents. Formerly
residents of Australia, the duo are wal-
labies and were presented to the zoo
by Citizens & Southern National in
honor of Philip H. Alston Jr., who re-
cently was appointed U. S. ambassador
to Australia.

The animals were named for Mr.
Alston, Atlanta lawyer and former C&S
director, and his wife. Mr. Alston re-
signed his directorship on being named
ambassador.

The wallaby is as well known in
Australia as the kangaroo, to which it
is nearly identical in appearance, ex-
cept for the wallaby’s smaller size.

‘Contributors”

Director-Solicited Business
Results in Charitable Gifts

A number of Oklahoma City-area
nonprofit charities and civic organiza-
tions have received contributions—a
total of $38,625—from Liberty Na-
tional via its “Contributors” program.

The Liberty Contributors program
offers contributions by the bank to pre-
designated organizations in proportion
to new bank business solicited by indi-
vidual directors.

This year's largest donation, $7,500,
went to the Uptown Kiwanis Club of
Oklahoma City and will be used to ex-
pand its youth-service activities. That
donation was the result of the achieve-
ments of C. A. Henderson, a banker,
Liberty National director and real es-
tate investor. For his efforts, Mr. Hen-
derson won the Sewell and Simmons
Award, one of six achievement levels
named for deceased Liberty directors
who were leading “Contributors” to
their bank and community.

'Fraud Proofing':

Houston CHA Program
Plots End to 'Con’ Artists

An end to the activities of “con”
(confidence) artists and others who
would defraud consumers and busi-
nesses in its area is the hoped-for re-
sult of a planned program of the Hous-
ton Clearing House Association.

The association has formed the Alert
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but they're watching as Mississippi's ETV
network shows them how to “Go Metric"
with a series produced for PBS... one of
the increasing number of programs from
the Mississippi Center for Educational
Television that are being viewed nation-
wide. We'll bet you don't know all the facts
about the good things we’re doing in
Mississippi.

Find outmore from
First National Bank eee

you’ll be interested
Inwhatyou hear.

Jackson, Mississippi Member FDIC
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Security Task Force to carry out a
wide-ranging information program on
a continuing basis. Task-force members
include representatives from Houston-
area banks, the district attorney’s office,
the U. S. attorney’s office, the FBI, the
local police and sheriffs departments
and the American Institute of Banking.

The project, a city-wide cooperative
effort by the area’s banks, is designed
to inform consumers and businesses on
methods to use in avoiding fraud, how
to train bank management and person-
nel in spotting fraud schemes and de-
veloping an efficient alert system for
the Houston banking community.

This information will be distributed
to the city’s consumers and businesses
via films, leaflets and public-service an-
nouncements on radio and television.

According to a project spokesman,
“All a smart con man needs is the ac-
count number, and the bank account
is vulnerable. In one well-run scheme,
trash cans in a certain neighborhood
were being searched for deposit slips
and signatures. Checks then were being
forged, and thousands of dollars were
obtained illegally from bank checking
accounts.”

Averting Energy Crunch:

70-Bank Coop in Okla.
Finances Electric Plant

A 70-bank cooperative, led by Tul-
sa’s Bank of Oklahoma and Oklahoma
City’s First National, are financing a
$30-million bond anticipation note for
the Grand River Dam Authority
(GRDA), Vinita.

The Authority will use the funds to
initiate construction of a $400-million,
coal-fired, steam electric generating
plant near Pryor. According to a
GRDA spokesman, the 490,000-KW ca-
pacity of the proposed plant is essential
to averting an electrical shortage by
1981.

The GRDA provides electrical power

Leonard J. Eaton Jr. (r.), pres., Bank of Okla-
homa, Tulsa, presents $30 million check to
James Sneed, board member of state's Grand
River Dam Authority.
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to 42 industries, 13 cities, four rural
electric coops and three state agencies
in northeastern Oklahoma

According to a Bank of Oklahoma
spokesman, the loan is believed to be
the largest ever made solely by in-state
banks to an Oklahoma entity. Bank of
Oklahoma and First of Oklahoma City,
the two co-agents, together took $15
million, with the other 68 institutions
participating on a pro rata basis ac-
cording to the individual bank’s loan
limit. The anticipation note will be re-
paid from long-term, tax-free revenue
bonds to be issued in 1978.

'‘Summer Safety":

Bank Hosts Free Show
On First Aid, Lifesaving

Chicago City Bank, in cooperation
with the American Red Cross, has
hosted a three-hour outdoor “Summer
Safety” show, in which Red Cross per-
sonnel demonstrated procedures for
first aid and lifesaving.

Red Cross member demonstrates bandage
technique on Chicago resident during "Sum-
mer Safety"” show held at Chicago City Bank.
Three-hour event was free to public.

The show paid special attention to
simple bandage techniques, artificial
respiration and airway obstruction due
to food or liquid and was free to the
public.

Historical Drawings:

Bicentennial Art Project
Ends With Evening Event

The bicentennial art project of Na-
tional Bank of Commerce, Pine BIuff,
Ark., ended with a reception and spe-
cial viewing at the Pine Bluff Country
Club.

Invited guests were able to view the
six historical pen-and-ink drawings in
the series, meet artist Richard DeSpain
and receive limited-edition copies of
the works. Framed first prints of 100
of each drawing were presented to se-
lected area organizations and agencies,

William H. Kennedy Jr. (r.), pres., Nat'l Bank
of Commerce, Pine Bluff, Ark., presents framed
portrait of Cotton Belt Locomotive, which was
built in city in 1937, to Mayor Charles E
Moore. Presentation of drawing to city was
part of ceremonies marking completion of
bank's bicentennial art project.

which previously had displayed the
original drawings before their retention
in the bank’s private art collection.

Purpose of the project was to have
a locally oriented bicentennial celebra-
tion; to provide something of signifi-
cant historical interest to the public;
and to contribute to the community’s
artistic climate.

The bank commissioned the creation
of a series of historical sketches illus-
trating key places and events in the
history of the Pine Bluff area. With the
assistance of the Jefferson County His-
tory Commission, the following subjects
were selected for inclusion in the proj-
ect by the artist: the Quapaw Treaty
signing of 1824; an 1890s Arkansas
River scene at Pine Bluff; a view of St.
Mary’s Church; a reproduction of the
800-series Cotton Belt Locomotive,
built in 1937; the Pine BIluff High
School campus as it appeared a few
years ago; and the Jefferson County
Courthouse as it looked the day before
it was destroyed by fire.

Estate Analysis Seminar

Pictured are participants in the "Estate Anal-
ysis for the Single Person” seminar held by
Webster Groves (Mo.) Trust. From I.: Warren
Druschky, bank pres, and chief admin, off;
Anita B. Butler, guest speaker and trust officer,
First Nat'l, Kansas City; and Janet Mahl, a.t.o.,
host bank. About 50 persons attended the
seminar, which was held in Webster Groves
Trust's community room.
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Now, M anufacturers Hanover

offers you the newest way
to keep employees smiling...

group dental insurance.

The fastest growing
employee benefit.

The new Dental Assistance
Plan from Manufacturers
Hanover Trust is an idea
whose time has come.
Everybody benefits. For
your bank, it means less
absenteeism due to dental
disorders. For employees,
it'sa“fringe” that

nearly all can put

to use.

Economical and
easy to administer.

Group participation by our cor-
respondents is the key to the
reasonable costs of our Dental
Assistance Plan. Also, rates
are based on regional dental
charges. And everything you
put into the Plan is tax deduct-
ible. You're not saddled with
administrative chores, either;
claims are filed directly by
employees with our

insurance carrier,

Connecticut

General Life

Insurance

Com-

pany.

“Painless” bills for
checkups.

To motivate your employees to
seek regular dental checkups,
the MHT Plan pays all “reason-
able and customary” costs for
preventive services. An ounce
of prevention today keeps
people on the job tomorrow.

Reduces bills for

major work.

The MHT Plan foots a hefty
portion ofthecostsforover400
dental procedures. Through a
Pre-Treatment Review of

benefits, employee anddentist
know in advance who’srespon-
sible for how much. And
because the Plan provides
benefits in specific dollar
amounts, you are able to
control the Plan’s costs.

MHT, for all your
benefit needs.

The Dental Assistance Plan,
which provides DENTAL in-
surance only, isjust the newest
headliner from Manufacturers
Hanover, the leading supplier
of Correspondent Benefit
Plans. These include group life
insurance, group major medi-
cal, long-term income protec-
tion, pensions. What can we do
for you?

For more information, write
or call Charles R. Burrows,
National Division,
Manufacturers Hanover, 350
Park Avenue, New York, N.Y.
10022. Tel: (212) 350-3359.

MANUFACTURERS HANOVER
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'Mr. Cub":

Ernie Banks Joins Bank
To 'Strike Out' Diabetes

Two Chicago “banks” have joined
forces to help “strike out” diabetes.
Ernie Banks, former Chicago Cub star
and baseball Hall-of-Famer, has teamed
with Chicago City Bank and the Amer-
ican Diabetes Association to generate
deposits at the bank for the ongoing
fight against the disease.

Ernie Banks, former baseball star, is one of
two "banks" in Chicago area that have
teamed with American Diabetes Association in
fight against diabetes. Anyone mailing dona-
tion to Chicago City Bank for diabetes fund
is entered in drawing for prizes held by Mr.
Banks—personally autographed baseball trad-
ing cards containing his photo.

The bank has donated a number of
old baseball trading cards picturing
Mr. Banks, which “Mr. Cub” auto-
graphed, and has offered the cards as
prizes for a drawing of names of peo-
ple making donations to the bank’s dia-
betes fund.

Bank Sponsored:

Dodgers '‘Dodge’ Little
In Youth Baseball Clinic

The San Antonio Dodgers did little
dodging as more than 1,500 youngsters
fired questions during the season’s sec-
ond Youth Baseball Clinic co-sponsored

by the ball club and Frost National.
Children aged 14 and under were
invited to meet with the Dodgers for
the 30-minute clinic by obtaining tick-
ets in the lobbies of Frost National,
Citizens National, Colonial National
and Liberty National. After the clinic,
the kids received a team photo and
were invited to attend the Dodgers-
Jackson Mets game at no charge.

'‘Evening Magazine":

Local-Events TV Show
Is Sponsored by Bank

“Evening Mazagine” is a Pittsburgh-
based television show about local per-
sonalities, places of interest in western
Pennsylvania, consumer tips and en-
tertainment in the area. The show is
being sponsored by Equibank.

The program is shot on location
throughout Pittsburgh and the tri-state
area and is seen on a Pittsburgh tele-
vision station each weeknight.

According to an Equibank spokes-
man, “ ‘Evening Magazine' is a whole-
some, entertaining program that will

William E. Bierer (c.), pres., Equibank, Pitts-
burgh, discusses on-site filming of "Evening
Magazine" television program with Edward
Wallis (l.), area v.p., Westinghouse Broadcast-
ing Co., and Donna Hanover, show's co-host.
Program, sponsored by bank, is shot on loca-
tion throughout Pittsburgh area, airs each
weeknight and features local personalities, in-
teresting places and consumer tips.

BLANKET SINGLE INTEREST INSURANCE

for installment loans on

Automobiles
Trucks

(2 ton or less)
Household Goods
Farm Machinery
Motorcycles

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

appeal to all segments of the commu-
nity. Equibank is sponsoring the show
because it offers lively, educational
television viewing for the entire family
as an alternative to other types of pro-
grams shown in the early evenings.”

Ronald O. Gorland, v.p., Heritage Standard
Bank, Evergreen Park, lll., assists customers in
choosing a gift for dad on Father's Day. In-
stitution offered choice of box of three golf
balls or package of five fishing lures as premi-
um with $50 deposit.

Remembering Dad:

Fathers Have Their Day
At Chicago-Area Banks

At least two Chicago-area banks re-
membered dads on their day, June 19,
by presenting gifts to all men who went
to Heritage First National of Lockport,
111, and Heritage Standard Bank, Ever-
green Park, 11

Men who visited the former institu-
tion were presented with five-in-one
knives of chrome-finished steel, while
dads who went to the latter bank and
made a $50 deposit were given a choice
of a package of three golf balls or a
box of five fishing lures.

Celebrity Auctioneer

Rodkey Craighead, pres., Detroit Bank, steps
into a "new" role, that of a "celebrity auc-
tioneer.” Mr. Craighead was performing auc-

PROTECT THESE LOANS AGAINST PHYSICAL DAMAGE LOSSES
call or write: G.D. VAN WAGENEN CO.

1006 Northwestern Bank Bldg., Minneapolis, Minn. 55402
(612) 333-2261

tioneering duties as a volunteer for a fund-
raising event for the local public television
station, WTVS. This year's auction was the
sixth in which the bank took part, donating
20 savings accounts to the cause, in addition
to the efforts of Mr. Craighead, who also
serves as a trustee of the Detroit Educational
Television Foundation.
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LeFebure Tel-Air...the free carrier drive-up system that’s
easy to operate.

Customers appreciate service — things you do to make
their banking easier, faster. That’s why they’ll appreciate the
new LeFebure Tel-Air System 50, with new ideas to increase
efficiency for both teller and customer.

Tellers like Tel-Air System 50 because it makes it easy to
handle transactions. Standing up or sitting down...there’s no
wasted motion to cause teller fatigue.

And, at the end of the day, there’s an added dimension in
teller convenience. All free carriers can be returned to the
teller, security doors locked, and the pneumatic system shut
down...all from the teller station...automatically!

Customers Hke Tel-Air System 50, because they don’t
have to wait for service. When they drive up, the teller is
alerted. And, there’s eye-to-eye contact and voice
communication between teller and customer.

It's easy for the customer to reach the carrier in the low
profile kiosk. It’s easy to see the teller. You give service that’s
just a little more personal.

And, the customer can place the big, side-opening carrier
in the kiosk — either vertically or horizontally. Makes no
difference

For the complete story, talk to your LeFebure Sales
Engineer.

LeFebure...first with a better way.

SIMPLE, RELIABLE AND EFFICIENT

Division of Walter Kidde & Company, Inc.
Cedar Rapids, lowa 52406
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Commercial Lending

Accelerated Promotions to Top Posts
Call for Formal Training for Lenders

By BRUCE ADAMSON
Chairman & President
First National Bank
Joplin, Mo.

URING the past 10 years, many
D rookies with varying backgrounds
have vaulted into prominence in bank
management. Until a few years ago,
top management positions were tradi-
tionally held by veteran bank officers
who had risen from the ranks of com-
mercial lenders after being thoroughly
steeped in line-lending experience and
long credit department training.

But times have changed. We have
seen many of the new breed of officers
come on the scene well-equipped with
multiple degrees from prestige schools,
exhibiting unlimited ambition—and
possessing absolutely no previous ex-
perience! Many of these people have
been given unusually large responsibil-
ities in lending and in bank manage-
ment, and, understandably, this has
produced problems. Perhaps we put
these young people into positions of re-
sponsibility far too rapidly. We de-
pended too much on their academic
and intellectual achievements, rather
than on firing-line experience.

I strongly suspect that many of us
have suffered loan losses which, in the
final analysis, could be directly at-
tributed to loan officer inexperience.
However, not all of the blame can be
placed in this area. Top management
also has been derelict by not providing
ongoing and in-depth training for all
its people. As a result, managers must
share the responsibility for creating
some of banking’s problems.

This article is based on remarks
made by Mr. Adamson at the 1977
ABA Credit Conference, and is taken
from a recent edition of “The Journal
of Commercial Bank Lendingpub-
lished by Robert Morris Associates,
Philadelphia.
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One of my continuing concerns has
been that too many (in fact, most)
present commercial lending officers
have gained their banking experience
in only one specialized area. As a re-
sult, many of them lack the broad
background experience and knowledge
of other major bank areas. We have
tended to breed specialists, a trend
that is probably detrimental to the
overall well-being of both the individ-
ual and the bank. This overspecializa-
tion, in the long run, produces top
managers who have no detailed and
knowledgeable grasp of banking’s prob-
lems outside of their own small sphere
of experience. Consequently, when
problems develop, some top people are
not equipped to cope with them.

If deficiencies in training and lack
of broad, general banking backgrounds
are actually causing loan losses, then
how should we be training commercial
lending officers today? What should we
be doing to avoid unnecessary future
tapping of the valuation portion of our
reserves for bad debts?

In our medium-sized bank, we be-
came concerned that our officers lacked
broad general banking backgrounds. In
1972, we instituted a formal manage-
ment training program. The basic ob-
jectives of this program are to furnish
a well-trained reservoir of talent to re-
plenish officer ranks and to provide
trainees with a broad learning experi-
ence in all areas of the bank.

Some may think that their bank is
too small to consider such a program
and that may be true for the smallest
banks. But if you intend to grow, add
additional services and expand existing
services, then you should seriously con-
sider such a program. We have found
it has saved our proverbial necks time
and time again over the years.

The end result of our efforts is the
assurance of a continuing supply of
trained people with a working knowl-
edge of all areas of the bank. Manage-
ment, on the other hand, gains a clear
indication of the trainees’ abilities and
suitability for filling specific positions
at the end of the training period.

The foundation for loan officer train-
ing should be clearly stated in the basic
loan policy of the bank. If that policy
is sufficiently flexible and specifies the
continuing need for loan officer training
and education, then bank management

can proceed from there. It has not only
the necessary tools, but the direct obli-
gation and responsibility to achieve
and maintain a well-trained, competent
and high-quality commercial lending
staff.

The actual training program begins
with the selection process when poten-
tial loan officers are hired. The selec-
tion process includes an analysis of of-
ficer candidates’ prior business and
credit experience. From that analysis,
individual deficiencies are carefully
noted and appropriate training pro-
grams are devised.

After the selection process, manage-
ment trainees in our program are re-
qguired to work, for a time, in each ma-
jor department of the bank. During a
15-month period, these people gain ex-
perience in all of the lending and op-
erations areas. They also spend time
in the trust and data processing depart-
ments.

We cap off the entire training sched-
ule by sending each trainee to one or
more of our smaller country bank affil-
iates for a month or so. This enables
trainees to see how the various ele-
ments they have studied during the
training program fit together into one
complete overall bank operation.

"\ strongly suspect that many
of us have suffered loan losses
which, in the final analysis,
could he directly attributed to
loan officer inexperience

After the trainee has completed the
formal training schedule and is tapped
to become a member of the commer-
cial lending staff, the in-depth educa-
tion process begins. | am still old-
fashioned enough to believe that credit
department experience is an invaluable
training ground for the potential com-
mercial lending officer. However, com-
mercial lending is partly a science and
partly an art. The scientific aspects
(financial statement analysis, ratios,
etc.) can be taught easily to anyone of
reasonable intelligence with a desire
to learn.

The portion that is art—intuitive
judgment—is learned through actual
experience, by dealing “eyeball to eye-
ball” with the bank’s customers. Con-
sequently, | don't advocate requiring
the future loan officer to spend an in-
ordinate amount of time in the credit
department. So, after a suitable period
of time spreading statements, answer-
ing routine credit inquiries and hound-
ing customers for up-to-date state-
ments, | like to see trainees move to a
lending desk and begin to get their feet
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Why bankssuggested
Atna Moneyfora larger
Inventory in cheese and more

salesin peanutbutter.

Anticipating arising market, aprocessor
wanted to quickly increase his inventory of
aging cheese« But this required a loan beyond
the bank’s lending limit*

The banker suggested the solution:
& /Etna Money!MParticipating with the
*  bank, we promptly approved aloan secured

by inventory and accounts receivable*
Result? Timely action guaranteed higher
profits for the processor —and amore profitable customer for the bank*

Although the future looked good for the peanut butter
processor, the immediate situation was sticky:
W orking capital was low, accounts payable were
due, and the bank was unable to increase its loan*
Solution? /Etna Money with accounts
receivable, inventory, machinery and equipment
as collateral*
Result? Payables were brought to current status*
Sales increased by 30% and profits rose 40% within
three years*

yEtna Money. It's flexible and quickly available for your customers.
It'saworkable alternative for you. Call us for details*
You getaction with /Etna N "W HI

because our business is w pSluUKI /EtnaBusiness Credit, Inc.
to help your business* E R E A

Although certain identifying facts have been changed to protect client confidentiality, these are authentic examples of dEtna Money at work.

200 West Monroe Street, Chicago, IL 60606 (312) 782-6189 «One Main Place, Dallas, TX 75250 (214) 651-0361 «One Allen Center, Houston, TX 77002
(713) 658-0349 <530 North Water Street, Milwaukee, W 153201 (414) 272-3102
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wet. Now, this is a major move, as new
loan officers leave the relative security
of the credit department and begin to
face the requests, needs and demands
of commercial loan customers. Here is
where an atmosphere of both constraint
and flexibility is absolutely vital.

I don't believe in a high lending lim-
it for a new loan officer. However, | do
feel that management should carefully
monitor an officer’s progress and should
raise lending limits on a continuing
basis as the officer gains more and
more experience and expertise on the
job. This is where a flexible lending
policy is of great help. It should pro-
vide management with the ability to
change lending limits without further
reference to the board.

As one of our young MBAs recently
put it, loan officers must have the op-
portunity to fail or they can’'t succeed.
Another one said that probably the dif-
ference between the new officer and
the more experienced one is the size
ponds they are allowed to flounder in!
Of course, at this critical stage of the
game, the new loan officer’s supervisor
must continually monitor the officer's
progress. The supervisor must ensure
that the new loan officer is not only be-
coming more proficient in his duties,
but learning additional skills.

One valuable concept employed by
many banks is the so-called “buddy”
system whereby the new officer is
paired with a more experienced senior
officer. This arrangement has the ad-
vantage of providing the junior officer
with a place to go for guidance and
counsel. It greatly strengthens the su-
pervision of the new officer’'s loans, and
it allows the officer to participate in the
more complicated credits being han-
dled by his senior partner. From the
bank s standpoint, this system also pro-
vides a backup officer familiar with
most of the credits handled by the sen-
ior officer.

Aside from the normal training in
the purely technical aspects of com-
mercial lending, several specific tech-
niques and routines have been used
that have proved most helpful.

First, there is the question of back-
ground lending training for future com-
mercial loan officers. Should they spend
some time in the consumer or personal
loan field? Although some of our
younger lending officers disagree with
me, | feel time spent on a personal loan
desk and in the personal loan collec-
tion area provides the future commer-
cial lender with a background not
available elsewhere. Through this ex-
perience, trainees have the opportunity
to make relatively minor credit deci-
sions on a volume basis. More impor-
tant, they have a chance to perfect in-
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7The training of a commer-
cial loan officer isn't a one-time
affair; it has to be an ongoing
thing."

terviewing techniques and methods of
handling a variety of types of cus-
tomers.

The self-confidence a young loan of-
ficer gains from dealing with personal
loan customers will make the future
commercial lending job easier. The of-
ficer will be more at ease and more
confident about dealing with the bor-
rowing public on a direct-contact basis.

Another specific training technique
involves junior commercial loan officers
in working up and preparing written
loan reviews. Although large banks
have specialists in this field, the tech-
nique can be used rather successfully
in a medium-sized bank. Most banks
in that size range can't justify the ex-
pense of a full-time loan review officer.
Consequently, loans in our bank, for
instance, are continually reviewed by
several teams of two officers each, one
of which is not familiar with nor han-
dling the actual line.

Our loan reviews are presented to
our executive loan committee on a bi-
weekly basis, and we want junior of-
ficers to make the presentations. This
has proved to be an excellent training
tool, and it has also helped senior man-
agement make continuing evaluations
of the abilities and progress of the
younger loan officers.

When | started lending money, |
was always disturbed by never having
the opportunity to sit in on the bank’s
discount committee meetings. | recall
seeing those elderly gentlemen disap-
pear into a conference room, close the
door, and, after a suitable period,
emerge with the gospel truth straight
from the summit. Observing this exer-
cise always left me with a sense of
helplessness and frustration!

When we consider the psychological
makeup of today’s young, well-educat-
ed lending officers, we must realize
that they, above all, want to be in on
the decision-making process. They ask
questions and they demand to know
the answers. Consequently, I am a firm
believer in not only allowing, but ac-
tually requiring, younger loan officers
to attend meetings of our executive
loan committee.

One specific technique we have de-
veloped is the appointment of a non-
permanent loan committee secretary.
This duty is assigned, on a rotating
basis, to all junior loan officers, who
each serve a month at a time as the of-

ficial committee secretary. They are ex-
pected to set up the agenda, schedule
the presentation of new loan requests
and loan reviews and prepare the min-
utes for eventual submission to the
board. We encourage their active par-
ticipation in the credit discussions and
often their views give us new insights
into areas that we had overlooked.

This technique is quite effective in
training and developing the younger
officer. He has an opportunity to learn
how major credit decisions are made
and how to participate in the discus-
sions. He becomes familiar with the
major credit lines of the bank and his
morale is improved because he isn't left
in the dark.

Another important aspect of training
is to provide the less experienced loan
officer with the opportunity to observe
and participate in loan workout ses-
sions, often with the bank’s attorneys
present. Exposure to these problems
and their possible solutions can be an
excellent learning experience. It can
add immeasurably to the loan officer's
knowledge and lending ability.

Training for all levels of officers must
be on a continuing basis. As new regu-
lations are issued, as laws are changed
or amended and as economic condi-
tions change, top management has an
obligation and a responsibility to see
that the lending staff is well-informed,
up-to-date and in compliance with the
various changes. With the flood of new
regulations and reports, it can be fatal
to allow this type of training to be
placed on the back burner or relegated
to a lower spot on the bank’s list of pri-
orities. Overlooking the continuing
training of senior officers is just as seri-
ous as not providing the younger offi-
cers with training in the basic skills of
lending!

Because we operate in a climate of
continuing, sudden and often oppres-
sive change, bank management should
always take advantage of the numer-
ous excellent schools, workshops and
seminars presented by banking asso-
ciations, colleges and universities. Al-
though the cost is high, money spent
in these areas almost always pays divi-
dends to the bank in the form of in-
creased staff efficiency and expertise.

We all attempt to do a good job
managing the bank’s assets. If we can
do an equally good job managing,
teaching and developing our human re-
sources, banking is going to benefit.
The training of a commercial loan of-
ficer isn't a one-time affair; it has to be
an ongoing thing. The bank that fails
to provide an atmosphere conducive
to continual learning today is the bank
that will almost certainly face a host
of problems in the future. =
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YOUR BANK REALLY
WANTS YOU TO
"APPROVE?..

BUT WITH CAUTION!

And the most cautious thing you can do is establish a proven Collateral Control
Program. That's where we can help. We're SLT Warehouse Company and
we've been guaranteeing and servicing inventory collateral for over 50 years.
Now that more and more customers are calling on you to finance expansion,
our experience and service becomes more important than ever. To learn

how we can help vou sav
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BANKING WORLD

< Archie R. Dykes, chancellor of the
University of Kansas, Lawrence, has
been elected to the board of First Na-
tional Bank, Kansas City. He has been
on the bank’s directors’ advisory council
since February. He has been KU chan-
cellor since 1973 and is a former chan-
cellor of the University of Tennessee at
both Knoxville and Martin.

e Charles M. Bliss has been elected
CEO and president, Harris Bancorp.,
and CEO of Harris Bank, both in Chica-
go. He has been president of the bank
since July, 1976. He will succeed Wil-
liam F. Murray, who has been chair-
man and CEO of the HC since 1971.
Mr. Murray plans to retire this month
after being with the bank for 43 years.
Stanley G. Harris Jr. has been elected
chairman of both the bank and HC.
Messrs. Bliss and Harris both joined the
bank in 1944.

e Conrad E. Lawlor, certified com-
mercial lender (CCL), has been
named regional director for the Small
Business Administration for Missouri,
Kansas, lowa and Nebraska. The ap-
pointment took effect July 31. Mr.
Lawlor, who had been acting regional
director since last March, has been
with the SBA 13 years and has held
various key executive positions in Re-
gion VII, which is composed of the
four states listed above.

e Leonard W. Huck, executive vice
president, Valley National of Arizona,
Phoenix, is the new chairman of the
Foundation of the Southwestern Grad-
uate School of Banking (SWIGSBIE),
Southern Methodist University, Dallas.
He succeeds B. Finley Vinson, chair-
man, First National, Little Rock. Mr.
Huck is immediate past dean for bank-
ers at SWIGSBIE and has been asso-
ciated with the school since 1963,
when he entered Class VI as a com-

BUSS HARRIS
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mercial banking major.
uated in 1965.

He was grad-

< Walter F. Gray has joined St
Louis’ Mercantile Trust as executive
vice president, trust division, and as a
member of its advisory board. Mr. Gray
was executive vice president and a di-
rector, Mercantile Safe Deposit & Trust
Co., Baltimore, and a director of the
bank’s parent organization, Mercantile
Bankshares Corp. He went to Baltimore
in 1969 following 16 years with First
National, Chicago, where he was vice
president, trust department. He belongs
to the Chicago and American Bar as-
sociations.

e Donald D. Folks became vice
chairman and CEO September 1 of
two Missouri banks— Farmers State, St.
Joseph, and Farmers & Merchants
Bank, Huntsville—and a Kansas bank,
Farmers & Merchants State, Dexter.
Mr. Folks had been with American
National, St. Joseph, Mo., since 1949,
most recently serving as senior vice
president in charge of operations and
systems. The three banks Mr. Folks
joined are owned by Robert Loughrey,
a Liberty, Mo., rancher. Mr. Folks also
has an interest in and is a director of
two other banks: Linn County State,
Linneus, Mo., and Union State, Everest,
Kan.

= John Samuel “Sammy” O’Donnell,
vice president, Pioneer Bank, Shreve-
port, has been elected president, Fresh-
man Class XX, Southwestern Graduate
School of Banking (SWIGSBIE),
Southern Methodist University, Dallas.
Other new class officers are: first vice
president, John L. O’Brien, president,
American Bank, Tulsa; second vice
president, Bruce W. Reeves, assistant
cashier, City National, Wichita Falls,
Tex.; secretary, Charlotte P. Bellamy,
assistant vice president, Mercantile Na-

MURRAY GRAY

LAWLOR

tional, Dallas; and treasurer, William
F. Hankins, senior vice president, Mis-
sissippi Bank, Jackson.

= Frank R. Rosenbach has been
elected president, Morgan Guaranty
International Bank, San Francisco. He
succeeds Richard C. Starrett, who has
returned to New York City to head the
banking group that specializes in the
British Isles and Scandinavian area.
Morgan Guaranty International is an
Edge Act institution that performs in-
ternational services for clients in the
western U. S. and Far East/Pacific
area. Mr. Rosenbach formerly was vice
president in charge of Morgan Guaran-
ty’s Rockefeller Center Office in New
York City.

< Theses written by three Mid-Con-
tinent-area bankers have been accept-
ed by the Stonier Graduate School of
Banking, Rutgers University, New
Brunswick, N. J., for circulation in the
permanent collections of three libraries
—at ABA headquarters, Washington,
D. C.; at Rutgers and at Harvard Uni-
versity Graduate School of Business
Administration, Cambridge, Mass. The
bankers and titles of their themes are:
William J. Renfro, vice president,
Corpus Christi (Tex.) State National,
“The Mobile Offshore Drilling Industry
in the Southwest and the Financing of
Mobile Offshore Drilling Units”; Hall
McAdams, executive vice president,
Union National, Little Rock, “Griggs
V. Duke Power Co.: The Aftermath,”
and Sheldon L. Morgan, senior vice
president, Merchants National, Mobile,
Ala., “Foreign Direct Investment in the
United States: An Opportunity for the
Local Bank.”

< William A. Longbrake and Sher-
win R. Koopmans have been named
special assistants to FDIC Chairman
George A. LeMaistre.

HUCK FOLKS
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Ron Sherwood

Head of American’s Correspondent Bank Department

After 25 successful years at Chase Manhattan Bank, New York City, Ron is
now head of our Correspondent Bank Department. At Chase Manhattan, Ron

had nationwide responsibility for correspondent banking for banks of $100
million and less. His experience in correspondent banking has given him the
background to help you make your bank everything you want it to be.

A former vice president of the Chase Manhattan
Bank, Ron hasa unique understanding of all aspects
of today’s correspondent banking. He previously
gained extensive experience as a Credit Analyst
when he joined the staff of Chase Manhattan in
1952.

Ron has a B.S. degree in Accounting from
Washington and Lee University in Lexington,
Virginia, and has completed selected post graduate
courses at New York University.

He is also a graduate of the Southwestern Graduate
School of Banking at SMU in Dallas.

Ron will be around soon to renew many old
acquaintances and to establish some new ones.

Whether you need specific help or just want to talk
things over, give him a call. Ron Sherwood and
American Bank will help.

Call Collect: 504/357-8641.

¢»»AMERICAN BANK

Member FDIC AND TRUST COMPANY
Baton Rouge, Louisiana 70821
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Operations

Forms Management Policy for Banks

Can Eliminate Deadwood, Save Money

By JULES KROLL
President
Kroll Associates, Inc.
New York City

ELL A banker that he’s wasting

money and his hackles will rise. Af-
ter all, a bank is a citadel of fiscal
prudence.

When talking about granting a loan
or establishing interest rates or paying
out dividends, prudence within the
bounds of competition and regulations
does indeed predominate. But there are
areas where costs are often permitted
to proliferate through habit or inertia
or simply because the bank’s manage-
ment doesn’t realize how much money
is being spent unnecessarily.

One such area involves the printing
and storage of business forms. Individ-
ually, these forms may represent a rela-
tively small expense, but cumulatively
and through the year, the total budget
can be substantial.

A relatively small bank could use as
many as 1,200 different forms, spend-
ing at least a quarter of a million dol-
lars on their production. Larger banks,
especially those with many branches,
could use as many as 12,000 forms,
spending well over a million dollars an-
nually for them.

It's true that many of these forms are
required for the proper pursuit of busi-
ness. It's also true, however, that there
can be substantial duplication, that
many forms are unneeded and that oth-
ers. are there just because they have al-
ways been used.

Based on experience with banks
across the nation, it has been projected
that a program of forms management
and control can reduce the number of
forms by at least 10%—and more like-

ly by 30%. Equally important, an inte-
grated forms management system can
save between 20% and 60% within
three to six months of the time the sys-
tem is instituted, depending on how
much the forms had proliferated over
the years.

Imagine, the average bank can save
$1 out of every $5 spent for forms
simply by eliminating obsolete forms,
aligning purchases of similar forms and
a variety of similar steps!

Specifically, we have seen many
cases where financial institutions
spending as little as $200,000 per year
for forms and stock paper could reduce
costs in this area by $50,000 annually
—or 25%—through a forms manage-
ment program. A bank spending over
$1 million a year was able initially to
cut costs by $150,000 and ultimately
will reduce annual expenditures by be-
tween $200,000 and $300,000 per year
in this way.

Obviously, the desire to effect such
savings is not enough to make it hap-
pen. It's vital that the institution’s man-
agement recognize that greater atten-
tion must be given to the area of forms
and understand that what has always
been done in the past may not be in
the best interest of the organization to-
day.

Any change, to be effective, must
start at the top. A “real” forms control
program must be established as a com-
pany policy. Each form should have
to fight for its own survival. Top man-
agement must give it priority and
should communicate all related pol-
icies to the full bank staff. To make
sure that proper controls are instituted
and maintained, a key person should
be appointed by management to de-
velop the program, to carry out policies

" Specifically, we have seen many cases where financial insti-
tutions spending as little as $200,000 per year for forms and stock
paper could reduce costs in this area by $50,000 annually—or
25%—through a forms management program. A bank spending
over $1 million a year was able initially to cut costs by $150,000
and ultimately will reduce annual expenditures by between $200,-
000 and $300,000 per year in this way.”
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and to coordinate all activities and
practices in this general area. The ulti-
mate success of such a program de-
pends not only on management’'s sup-
port by establishing policies and nam-
ing an executive to carry out those pol-
icies, but by its willingness to supple-
ment a forms control program with the
necessary tools and appropriate tech-
niques. For example, computer time
will be required to maintain adequate
control over inventory and the number
of forms that are in use, and bank man-
agement should be willing to make this
investment.

Following are suggestions to help
management establish an effective
forms management program:

The ultimate success of such a pro-
gram depends on management knowl-
edge of the number and types of forms
in use, where they can be located and
the number of copies of each used an-
nually. When one recalls that the num-
ber of different forms can approach
20,000, stocktaking and analysis can
be cumbersome. Our organization has
worked with institutions on such analy-
ses through integrated compilations of
each form currently in use, and analy-
sis and discussion with user depart-
ments to understand actual current
needs.

We have also found that detailed
specifications can be developed and
used for each form. This makes it pos-
sible for the purchasing agent to be
precise when he places orders for vari-
ous forms. Once the specifications are
established, they can be checked when
competitive bids are sought or when
existing forms are duplicated. As a
check, specifications should include—
but should not be limited to—the form
number, size, type of paper and width
of the margins.

If the institution were to establish
a forms catalog—which could consist
of copies of each form assembled in a
loose-leaf binder—the requisition pro-
cess would be simplified. In addition,
two different files should be estab-
lished. One would be the form number
file, which would contain the forms ar-
ranged numerically according to the
control number assigned to each. The
other would be the development of
functional files, which would separate
and classify each form according to its
use. Proper establishment and mainte-
nance of these two files would help
prevent duplication. More than that,
however, they would help in the design
of new forms and would help to identi-
fy forms when the numbers or their
titles were not known.

A periodic review of forms usage
would permit easy determination of
which forms have been discontinued
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RABBIT TRANSIT.

check-clearing system that
can dramatically improve
your availability of funds.

“Rabbit Transit.” It's an
improved system devised by
First National Bank in St. Louis
to expedite the clearing of cash
letters.

For you, it can mean two
important things: better avail-
ability and bigger profits.
Here’s how.

We’'re right in the heart
of the nation.

That's more important than
you might realize. Our location
in the heart of Middle America
permits ideal transportation into
and out of St. Louis and pro-
vides a superior transportation
network to all Federal Reserve
cities.

In addition, St. Louis is a
Federal Reserve city which
enjoys a proven advantage in
mail times, and is less than one
hour by air from Federal

Reserve Headquarters and
International Airports in
Chicago and Kansas City.

Our computer is
totally dedicated.

It's the latest Burroughs
computer system with IPS and
MICR technology.

It's used exclusively by our
transit operation. And delays
do not occur because of con-
flicting priorities or competi-
tion for computer time.

Our Proof-of-Deposit
system computes float on each
item processed by endpoint
and time of day.

Full-time specialized staff.

This staff monitors out-
going transit and keeps current
with any changes in transporta-
tion scheduling. Volumes and
endpoints are monitored con-
tinually so cash letters clear
efficiently.

MID-CONTINENT BANKER for September, 1977

With their up-to-the-minute
knowledge, our specialized staff
can also make a complete and
objective analysis of your check-
clearing system after an
appropriate test period. Then,
they’ll present a written recom-
mendation of how it can be
handled with increased speed
and efficiency.

Phone (314) 342-6222
for your own transit analysis.

For a copy of our Avail-
ability Schedule, to arrange for
an analysis of your check-
clearing system, or for more
information about “Rabbit
Transit,” phone us now. Or
contact your Correspondent
Banker at 510 Locust, St. Louis,
Missouri 63101.

First National Bank
in St.LouisW/"

Member FDICH I mm
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Some people have all the luck. Like our friend here who has just
found himself a beautiful bride.

But maybe it wasn't just plain luck. Maybe he knew just where to
look for female companionship. And it appears he had the "per-
suasion" he needed.

There are hundreds of bankers—just like our friend—who many
years ago learned "just where to look" for professional help in their
credit insurance programs. They learned that our representatives are
trained to understand the banker's NEEDS for all types of credit in-
surance; that we search out the best and most reliable underwriters;
and that our men are trained to "tailor" a program to fit the banker's
individual needs.

When you deal with Insurance Enterprises, it won't be just luck that
you have acquired the best possible insurance coverages for YOUR
BANK and YOUR CUSTOMERS!

Serving Banks in Kansas-Missouri-lllinois-Kentucky

Insurance Enterprises

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

What'’s this about

You haven’t heard?

Well, things have really been happening!

There's a virtual explosion in growth—more than a billion
dollars in new and expanded industry in just 3 years!

With the discovery of new energy sources just north of
Mobile and the completion of the Tenn-Tom Waterway draw-
ing closer, more growth is coming.

Merchants National is contributing to this growth . . . and
we can help you grow, too!

Contact: Henry F. Schaub, Executive Vice President

In Alabama: 1-800-672-3095
In the Southeast: 1-800-633-3017

Merchants National Bank

Mobile, Alabama
Member F.D.I.C.

AN AFFILIATE OF SOUTHLAND BANCORPORATION

at various branches of the institution.
This would help clear out any dead-
wood.

The announcement of a corporate
forms control policy will trigger sug-
gestions for revising existing forms.
This, in turn, will stimulate the design
of new forms and these should be done
to standard specifications, which would
have the dual benefit of making them
easier to use and much less expensive
to print.

It has been found that, as the need
to reorder forms occurs, department
heads should analyze how they are
used, how often they are used and de-
termine whether they can be simplified,
combined or even eliminated. This
alone can result in substantial econ-
omy.

By utilizing purchase alignment and
grid-contract buying, it has been pos-
sible to reduce direct costs for major
financial institutions by 20% and more.
Additional indirect savings also result
from increased efficiency and reduced
overhead. However, these can't be
measured by percentages or by dollar
figures.

Regardless of the merits of a new
proposal, there is always an inertia—a
reluctance to try something new—be-
cause the old ways may be so com-
fortable. But the old ways may also be
cutting into the profitability of the in-
stitution unnecessarily and should be
thoroughly reviewed and analyzed. In
most instances, it will become evident
that a forms management program has
been long overdue. =

State Laws Not in Conflict
With ECOA, Fed Rules

WASHINGTON, D. C.—State laws
making contracts enforceable against
married people at a younger age than
against those who are not married
don’t conflict with the Equal Credit
Opportunity Act (ECOA), the Fed has
ruled.

Therefore, creditors may act accord-
ing to such laws in making credit de-
cisions without violating the ECOA
or the Fed’s Regulation B.

The ruling came in response to
queries on whether sections of Ala-
bama and Nevada laws—Alabama
Code 34, sections 76 and 76(1) and
Nevada Revised Statute 38, Section
101—were inconsistent with and pre-
empted by federal law.

Those state regulations establish a
younger age of majority for married
persons than for unmarried persons.
The Fed ruled that this does not con-
flict with Regulation B or ECOA pro-
visions making it illegal to discriminate
in granting credit based on age or mar-
ital status.
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Manufacturers
Hanover
Commercial
Corporation.

A Capital Source
for Correspondents.

If you're a Manufacturers Hanover correspondent
and you've been forced to turn away or lose lucrative
receivables financing business, we have a plan that
can enable you to compete in this highly specialized
area. Use Manufacturers Hanover Commercial Cor-
poration as your commercial financing arm.

With MHCC, you can participate up to 50% in
all referrals as well as retain checking accounts and
other peripheral business. You'll be able to assist in
mergers, acquisitions, buy-outs and spin-offs. And
MHCC can also help you with difficult to handle loans,

i.e,, no clean-ups, highly leveraged situations or those
with high peak seasonal needs.

Manufacturers Hanover Commercial Corporation
requires no compensating balances and you wont
have to worry about exceeding your loan limits, or
about your customers using competitor's services.

Were already a capital source for a number of
correspondents, and we'd be glad to talk to you about
becoming yours. For more information contact your
National Division representative or write to us at the
address below. We ILhave some capital ideas for you.

MANUFACTURERS HANOVER
COMMERCIAL CORPORATION

It's a capital source.

Headquarters: 1211 Avenue of the Americas, New York, N.Y. 10036
Contact: Merwin Wallace, V.P. (212) 575-7472 or
F.X. Basile, Sr. VP. (212) 575-7444

Service Offices:

445 South Figueroa Street
Los Angeles, Calif. 90017
Contact: Jim Morrison, VP. (213) 489-4910

Jefferson First Union Plaza, Suite 1450
Charlotte, N.C. 28282
Contact: Michael Walker, VP. (704) 332-2689

5775-B Glenridge Drive, N.E., Suite 340, Atlanta, Ga. 30328
Contact: William Wilmot, VP. (404) 255-5612
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St. Louis Bank Seeks Long-Term CDs

By Offering Big-Ticket' Premiums

N AN EFFORT to attract long-term

deposits, St. Louis’ First National is
conducting a premium campaign featur-
ing a wide assortment of brand-name
merchandise that includes a grandfather
clock, 25-inch color TV set, swivel wall
recliner and large leather sofa.

Called “Super 7,” the program offers
certificates of deposit in amounts rang-
ing from $1,000 to $15,000, with the
money drawing 7% interest, which can
be paid annually or at maturity.

The program is unusual in that the
bank pays interest on the CDs in addi-
tion to giving premiums to the CD buy-
ers. This is possible because First Na-
tional is paying % below the legal CD
ceiling of 7/2% When added to the 7%
being offered, the value of the premiums
brings the total to an equivalent of 712%
The fair-market value of the merchan-
dise is treated as income for federal tax
purposes in the year in which the CDs
are purchased.

The premiums offered are divided in-
to categories as follows:

$1,000 CD—Panasonic AM/FM weather digi-
tal clock radio; Waterford ship's captain de-
canter; gumball machine; Hoover super portable
canister cleaner.

$2,000 CD—12-inch Magnavox black-and-
white TV set; Kodak XL 320 movie camera;
Franciscan "Madeira" dinnerware; Oster kitch-

en center (combination blender, mixer, ice
crusher, etc.).

$3,000 CD—Soundesign stereo system; Ome-
ga pocket watch with fob; Howard Miller rail-
road regulator clock; Revere 10-piece limited-
edition buffet service.

$5,000 CD—10-inch GE "Porta Color" TV set;
Tappan convertible trash compactor; Action
swivel wall recliner; Singer "Genie" portable
sewing machine.

$8,000 CD—19-inch Toshiba color TV set; Lit-
ton microwave oven; GE upright 14.8-cubic-
foot freezer.

$10,000 CD—Howard Miller grandfather
clock; Singer “Futura [I"™ portable sewing
machine; Minolta single-lens reflex outfit.

$15,000 CD—25-inch RCA color TV set; Fair-
field leather sofa; Kimball piano.

The bank allows CD buyers to “mix
and match” their premiums; that is, to
select items from several categories as
long as they add up to a customer’s
total purchase. For example, if a person
buys a Super 7 CD for $3,000, he can
select three items from the $1,000 cate-
gory or one item from the $2,000
category and one from the $1,000 cate-
gory or his choice from the $3,000 cate-
gory.

An attractive display of each pre-
mium has been placed in First Na-
tional’'s main office lobby, and smaller
displays are in the bank’s two facilities.
Each item bears a card indicating the
amount of the CD needed to get it.

Pictured at premium display in main office lobby of First Nat'l, St. Louis, are (. to r.): Jan Frick,
sales promotion mgr., marketing dept.; Marie Bono, a.v.p. & mgr., personal banking center; and
Ferd Vogt, v.p. & cash, and head of personal services div., retail banking.
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According to Ferd Vogt, vice presi-
dent/cashier and head of the personal
services division, retail banking, the dis-
plays have created a lot of lobby traf-
fic. Also, although most of the CD pur-
chasers are choosing items for them-
selves, some of them are getting them
as gifts. For instance, one man, who
bought a $15,000 CD, chose a piano as
a wedding present for his daughter.

The bank advertises the premium of-
fers through radio commercials and in
weekend editions of the two St. Louis
daily newspapers.

First National doesn’t have to worry
about storing or delivering the pre-
miums. Those jobs are handled by Mar-
itz, Inc.,, Fenton Mo., which arranges
with each CD purchaser for pickup or
delivery of the merchandise.

The program began July 15 and is
scheduled to end September 15, but—
according to Mr. Vogt—it has been so
successful that it may be extended be-
yond that date. About halfway through,

Super 7 was right on target, which is
a goal of $4-$5 million. Mr. Vogt says
the money will be used to fund fixed-
rate term loans.

What Did They Spend?

BMA Publishes Analysis;
Shows Marketing Decline

Bank marketing expenditures for
banks of all deposit sizes declined
slightly from 1975 to 1976, according
to Bank Marketing Associations Analy-
sis of 1976 Bank Marketing Expendi-
tures.

A spokesman for the Chicago-based
BMA noted that “the 1976 expendi-
tures report reconfirms that banks are
holding the line on marketing expenses,
a trend that has been detected over the
last several years.

In spite of the decreases in expendi-
tures last year, the spokesman contin-
ued, “expansion in various EFT ser-
vices continues to increase, such as new
installations of ATM and POS equip-
ment.”

BMA'’s analysis, which measured
debit-card issuance for the first time,
shows that 17% of all banks now are
offering some form of debit card and
that 30% of all banks surveyed will be-
gin or continue to offer debit cards in
1977.

Analysis of 1976 Bank Marketing Ex-
penditures is drawn from a sampling
of the entire U. S. commercial banking
industry and groups banks according
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THE LOOK OF HIGH FINANCE MM

traditional or contemporary, but it must have that feeling, that certain aura,
that says the person who occupies this space is a professional. We understand
that at Arrow Business Services. Our Design Department specializes in that
look. We cater to it with 16,000 square feet of custom showroom. Furniture.
Decor pieces and accessories. People and paper flow systems. Even supplies.
And all of itisin active inventory in our 25,000 square feet of warehouse behind
the showroom. We also understand some-

thing else at Arrow... even the look of HRROI4T

high finance should be supplied at a BUSINESS SERVICES INC.

reasonable cost. Call us, and let us take an affiliate of Memphis Bank & Trust
3050 Millboranch ¢« Memphis, Tennessee 38116
a look at your needs. (Onu 3PR-9861
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to deposit size. Banks are arranged in
nine categories ranging from under $5-
million to over $1-billion.

Marketing expenditures within each
size classification are broken down by
service and expenditure type. Expendi-
tures also are reported by population
size of market served.

Copies of the publication are avail-
able at $15 to BMA members and $20
to nonmembers. To order, contact Or-
der Department, Bank Marketing Asso-
ciation, 309 West Washington Street,
Chicago, IL 60606.

The State's Oldest:

First Nat'l of Arizona
Celebrates 100th Year

Arizona'’s oldest bank, First National
of Arizona, opened in Prescott as Bank
of Arizona on August 13, 1877. To
mark that event, the institution has
held its 100th birthday party and cus-
tomers and friends were invited.

The style of the party was “circa
1877,” with decorations, costumes and
other events designed around that
theme. Each of the bank’'s 135 branch
offices served sugar cookies baked in
the shape of the state of Arizona, while
individual offices planned special dis-
plays and festivities following the 1877
theme.

When the bank opened in Prescott,
the town’s streets were 100 feet wide,
a dimension necessary to accommodate
20-horse-team wagons. The streets now
are a more normal width, but the bank
still operates on the same comer.

In 1897 founders Martin Kales and
Sol Lewis opened a branch in Phoenix,
and Mr. Lewis stayed in Prescott. One
year later, he persuaded Will Hazeltine
to enter banking, beginning a family

This is how the early days of banking looked
when Bank of Arizona, Prescott, now First
Nat'l of Arizona, began serving customers in
this lobby on August 13, 1877. In this photo
are (from I): Judge Edmund Wells, bank v.p.;
D. W. Martin, teller; Buckey O'Neill, sheriff,
publisher and mine owner; Moses B. Hazeltine,
cash, and father of recently retired bank ch,,
Sherman Hazeltine; and Hugo Richards, pres.
Clock over vault was obtained in 1880 when
a previous tenent moved out of building one
night, leaving timepiece in lieu of rent. Clock
has hung on wall of bank since that day and
keeps "reasonably accurate" time to this day.
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banking tradition that was to extend
from Moses, Will's younger brother, to
Sherman, who retired as bank chair-
man August 31.

In 1887, Messrs. Kales and Lewis,
along with George H. Hoadley, Charles
Goldman and John Y. T. Smith, formed
a chartered corporation wunder the
name National Bank of Arizona. In
1926 the name was changed to First
National of Arizona; in 1937, Trans-
america Corp. acquired controlling in-
terest in First National and Phoenix
National, consolidating them under the
name First National Bank of Arizona.
Twenty-one years later Transamerica
transferred its controlling interest in its
banking facilities to the newly formed
Firstamerica Corp., whose name was
changed in 1959 to Western Bancorp.

From the BMA:

Proceedings of PR Conf.
Include Experts' Texts

The Bank Marketing Association,
Chicago, has announced publication of
the proceedings of its 1976 Public Re-
lations Conference. The publication is
titled “Change and the Public Relations
Response.”

“Change” includes edited texts of
many of the presentations made during
the conference by bank public relations
people. Included is a panel discussion
on the future of public relations, fea-
turing an analysis of the changing role
of public relations, technology and
change, economic and social changes
and the meaning of such changes.

Other topics covered in the proceed-
ings include commercial and retail
markets; human resources, financial re-
sources and delivery systems as public
relations tools; responses to consumer-
ism in banking; media and government
relations; public relations for communi-
ty banks and investor relations and an-
nual reports.

“Change and the Public Relations
Response” is available at $15 to BMA
members and $20 to nonmembers from
Order Department, Bank Marketing
Association, 309 West Washington
Street, Chicago, IL 60606.

'Hot' Time:

'Red-Hot Rendezvous'
Marks Post-Fire Return

A “hot” time was had by all at the
“Red-Hot Rendezvous” of the Donelson
Office of First American National,
Nashville'f The occasion was the bank’s
return to its permanent quarters 13

William H. Tippit Jr., v.p. and Donelson Office
mgr., First American Nat'l, Nashville, super-
vises drawing for winners of smoke detector,
fire extinguisher during office's "Red-Hot Ren-
dezvous."”

weeks after a fire damaged the building
heavily.

Besides the 300 customers who
turned out for the event, employees of
the Metro Fire Department were in-
vited as special guests, so the bank
could show appreciation for the fire de-
partment’s efforts on the night of the
fire.

The entire event, naturally, was de-
signed around a “fire” theme, with
drawings for a smoke detector and a
fire extinguisher. Guests were invited
to consume smoked cheese balls, toast-
ed crackerlings, water logs (watermel-
on bits and fruit) and sip fire-engine-
red punch.

A highlight of the evening came
when the children were given free
rides in a fire engine.

Trolley Is Birthday Participant

One of more visible "guests" at 15th anni-
versary celebration of Bank of Belleville, lil.,
was St. Louis' riverfront trolley. Guests at the
birthday party were able to travel via trolley
to the institution's Swansea Motor Bank, listen
to banjo bands and eat popcorn, hot dogs and
cotton candy. On display at Bank of Belleville
was a museum of antiqgue money, and a high-
light of the tour of the bank's expanded build-
ing was a "money tree,” which served as a
prize for the visitor who guessed closest to
amount of "fruit" the tree produced—$323.53!
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W e’re not name droppers, but
ifwe were, we could'list as
customers nearly every large
bank in our 20-state trade area,
and many more outside.

Bank envelopes of all sizes,
shapes and styles are an AECO
specialty!
PLANTS:
Atlanta / Birmingham / Charlotte

Houston / Little Rock / Louisville
Miami / Nashville / New Orleans

Nearly one-quarter of all
envelopes we produce are used
by banks. That means 500
million of the over 2 billion
envelopes we produce annually.

Bank envelopes of all sizes,
shapes and styles are an AECO
specialty!
PLANTS:
Atlanta / Birmingham / Charlotte

Houston / Little Rock / Louisville
Miami / Nashville / New Orleans

AECO’s deposit envelopes
work great as money droppers.
Choose the envelopes that
work bestfor your bank.
Twenty-four-hour, drive-in or
mail deposit envelopes in
whatever size, style or paper
you prefer.

Bank envelopes are an AECO
specialty!

PLANTS:
Atlanta / Birmingham / Charlotte
Houston / Little Rock / Louisville
Miami / Nashville / New Orleans -

DIVISION OF NATIONAL SERVICE INDUSTRIES. INCORPORATED

JTWNT1C ENVELOPE 6/VIBANY
P.O. Box 1267/Atlanta 30301
(4041351-5011

DIVISION OF NATIONAL SERVICE INDUSTRIES. INCORPORATED

ATLANTIC ENVELOPE &4ABANY
P.O. Box 1267/Atlanta 30301
(404) 351-5011

DIVISION OF NATIONAL SERVICE INDUSTRIES, INCORPORATED

ATLANTIC ENI/ELOPE ©A1BANY
P.O. Box 1267/Atlanta 30301
(404) 351-5011
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E FTS (Electronic Funds Transfer Systems)

Four Shopping-Center ATMs
Planned by Bank of Oklahoma

In Freestanding Buildings

TULSA—Bank of Oklahoma plans
to add four automated TransFund
tellers in major Tulsa shopping areas
by early September, thus, according to
the bank, making its ATM network the
most extensive in the state.

The bank currently operates six
ATMs: four downtown; another two
miles away at MAPCO, Inc., for that
firm's employees; and a public Trans-
Fund teller 10 miles out at Resource
Sciences Park. The latter, said to be
Oklahoma'’s first off-premises teller, has
one of the highest usage rates in the
nation, says a bank spokesman.

The new TransFund tellers, Mosler
Tellermatic 6100s, will be housed in
freestanding 18 x 18-foot buildings re-
sembling the base of the Bank of Okla-
homa Tower. Each center will be linked
directly by telephone with the tower.

A survey of south and east Tulsans
showed 43% of shoppers would patron-
ize an ATM at a retail center they visit
frequently. Consequently, the four
TransFund sites were chosen for their
retail characteristics, competitive en-

Bank of Oklahoma, Tulsa, will house its four
newest TransFund ATMs in 18 x 18-foot build-
ings resembling base of bank's tower. ATMs
are scheduled to start up early in September.

Bank of Oklahoma, Tulsa, is creating public
awareness of its planned four new ATMs by
sending this TransFund van around Tulsa to
show how ATMs operate. Vehicle was out-
fitted by Mosler and sports Bank of Oklahoma
colors.
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shopping and traffic pat-
and service-area

vironment,
terns, accessibility
growth potential.

The bank is creating public aware-
ness of its ATM locations with the
TransFund van, a vehicle outfitted by
Mosler and wearing the Bank of Okla-
homa colors. The van has been travel-
ing Tulsa since June 13 on its educa-
tional mission. Fifteen customer service
representatives alternately demonstrate
the external ATM to consumers. Hun-
dreds of bank customers and non-cus-
tomers who are visiting the van are
able to obtain TransFund card applica-
tions and complete information on per-
sonal banking services.

When the four TransFund tellers are
completed in September, bank person-
nel will be on hand to introduce cus-
tomers to the service, says Marketing
Director John M. Davis.

“Since Oklahoma statute prohibits
branch banking,” explains Leonard J.
Eaton, bank president, “a far-reaching
TransFund system is our primary
means of delivering services customers
need and want, where they want them.”

Supermarket EFTS Conference
Set for Dallas Oct. 6-7

A jointly sponsored conference on
supermarket EFT services has been set
for Dallas, October 6-7, by Bank Ad-
ministration Institute and Food Mar-
keting Institute.

Conference attendees will interpret
and analyze the results of an extensive
two-part research project into the de-
sign factors influencing consumer ac-
ceptance of supermarket EFT services.

Research findings were based on
over 1,000 surveys from nine focus
groups in three cities. The research ex-
amined and measured specific ways in
which system design contributed to
consumer usage of check authoriza-
tion, clerk-operated POS terminals and
ATMs.

Registration materials are available
from the BAI's registrar, P. O. Box 500,
Park Ridge, IL 60068.

2-State ATM System Formed
Through Interchange Agreement

What is termed the nation’s first in-
terchange agreement between inde-
pendent ATM networks has been de-
veloped by First National, Louisville,
and Central Trust, Cincinnati.

Under the arrangement, customers of
participating financial institutions in
each network may receive cash at any
machine in either ATM network. The

ATM merger agreement was arranged by this
threesome—(from 1) Jerry L Fessel, v.p., First
of Louisville; Robert M. Klinger, v.p., Central
Trust, Cincinnati; and William O. Rudd, e.v.p.,
First of Louisville.

funds can be charged against the cus-
tomer’s checking, savings or credit card
account at his home bank.

Participating financial institutions of
the Owl Network operated by Central
Trust include four banks, two S&Ls
and one credit union. Seven banks com-
prise the Card Intercharge Network
operated by First of Louisville.

Identifying symbols of each network
appear on all ATMs of the two net-
works and the procedure for withdraw-
ing funds is identical at all locations. A
statement of all transactions, regardless
of where they originate, will be issued
each month from the customer’'s fi-
nancial institution. Sixty Mosler ATMs
are in service in the two networks.

Henry Stahl Named Exec. Dir.,
Mid-America Payment Exchange

ST. LOUIS—Henry G. Stahl has
been named executive director of the
Mid-America Pay-
ment Exchange
(MAPEX). He
succeeds Ed True,
who served as ex-
ecutive director
during the initial
launching of MA-
PEX. Mr. True is
now serving as ex-
ecutive director of
RSU, Inc., an or-
ganization that re-
cently established a POS network in
the St. Louis area for a group of S&Ls.
Mr. Stahl was with Boatmen’s Na-
tional, St. Louis, for 34 years prior to
his retirement last December. He
served as senior vice president and
board secretary. Other positions with
the bank included senior vice president
and controller and vice president and
controller of Boatmen’s Bancshares.

STAHL
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Fingertip Control for Decision Makers

Central National Bank in Chicago offers thirteen automated * General Ledger * Accounts ReconlC|I|at|_on

financial systems designed to simplify your life by providing you : Mortgage_Loan * Central Informa_tlon File

with the bottom line benefits of total operational efficiency. These * Commercial Loe}n * Proof of Deposit

benefits include: * Payroll Processing

As part of our total capability, our systems have numerous op-

* Reduction of clerical workload tions to fit your specific needs and as more automated systems are
 Timely reporting developed for your use, they will be adaptable without any internal
* Simplified auditing procedures conversion of your present Central Automated Financial System.
: M:ﬂgﬁﬁ?&g gr?gt;r)?!)fitability evaluation In less than one year, we have introduced four additional new
« Increased accuracy and efficiency systems to meet the ever expanding needs of the market we serve.
Central Automated Financial Systems give you the ability to They are: . .

identify problems and trends, and the time to react quickly to profit + Bond Portfolio Analysis

effective opportunities. We give you batch and on-line capabilities * Accounts Reconciliation

and thirteen systems representing the most advanced state of the * Central Information File

data processing art. All are supported by a major national data * Proof of Deposit

processing organization with 3,800 computer people of whom over All reports are available in micro-fiche and microfilm.

900 are specifically dedicated to financial systems.

Our systems are:

e Savings
« Demand Deposit
« Certificates of Deposit

Take advantage of the opportunity to improve bottom line
benefits by calling us. We will be happy to discuss these systems

« Reserve Credit and how they can be custom-tailored to satisfy your needs. Call
« Installment Loan your Central Automated Financial Systems representative at
« Bond Portfolio Analysis (312) 443-7200.

We’re committed to progress. Yours.

CENTRAL AUTOMATED FINANCIAL SYSTEMS

A Division of Central National Bank in Chicago
120 South LaSalle Street « Chicago, lllinois 60603

Telephone: (312) 443-7200
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The Banking Scene

By Dr. Lewis E. Davids

Hill Professor of Bank Management,
University of Missouri, Columbia

The Evolution in Banking Education

T'VE BEEN A PART of banking since

the late 1930s, as a student and
educator, and in that time I've seen a
lot of changes take place. | think an
examination of banking education may
help many of my younger readers ap-
preciate those changes.

The present American Institute of
Banking (AIB) originally was known
as the American Institute of Bank
Clerks, which has evolved into one of
the largest, if not the largest and finest,
professional educational systems in
existence today. When the decision was
made to adopt the AIB designation,
dropping the term “Bank Clerks,” sub-
stituting “Banking,” ABA policymakers
signaled that those in banking shouldn't
limit their horizons to the idea that they
were frozen into clerical careers for
the rest of their working days.

During my early experience as an
AIB instructor, most students were
young men; relatively few women par-
ticipated in AIB programs at the time.
After World War |Il, however, that
changed and men became the minority,
but the more advanced banking schools
remained almost exclusively male.

When | was invited to join the newly
formed Graduate School of Banking in
the late 1950s, | found that its director
had made a momentous decision—to
encourage women bankers to seek ad-
mission to the school. The director had
met with substantial opposition from
the school’s board of trustees, who felt
that women would be a distracting ele-
ment, that they wouldn’t be comfortable

. ..women

. were not viewed by management as likely

to be permanent— career—bankers and thus were considered
bad risks for bank-financed higher education. Women were
thought to be . . . high school graduates who would spend a few
years working in a bank before marriage.”

as a tiny percentage of the student
body and that there would be problems
in assigning them to dormitory rooms
(as well as with extracurricular activi-
ties).

The director prevailed and the school
recruited about a half-dozen women to
enroll in a freshman class that num-
bered in the hundreds. Problems that
had been anticipated by the trustees
did not occur, but it was a long time
before other advanced banking schools
adopted similar stances and encouraged
women to attend. (It wasn't that women
weren't allowed to attend those schools;
rather, entrance requirements were
written in terms of educational, pro-
fessional and responsibility levels the
applicant had achieved, with the result
that few women met the standards.)

Several reasons for this situation were
given by women bankers during that
period. Some faulted their banks for
not providing clear-cut signals to apply.
Or, if they applied, women weren't
sure that their bank’s management
would support their application. Male
bankers didn't need such reassurances.
Thus, women—many in institutions
whose managements took a passive

"l suspect that male banking students will have to ‘'gird their
loins' and not matter-of-factly assume that they automatically will
find themselves on a faster ‘promotion track’ than their female

counterparts!”
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stance on the topic of women entering
banking schools—simply lost the op-
portunity for an education that would
have provided management skills, espe-
cially if they weren’t “pushy.”

In addition, women during this
period were not viewed by management
as likely to be permanent—or career—
bankers and thus were considered bad
risks for bank-financed higher edu-
cation. Women were thought to be,
typically, young high school graduates
who would spend a few years working
in a bank before marriage. Although
this may have been true in earlier
times, it wasn't the case in the late '50s:
Department of Labor statistics show
that women did not—and do not—
have significantly higher rates of ab-
sence, tardiness or job mobility than
males, but the perception by many that
they do has continued.

Not until this year, while teaching
at the Northwest Intermediate Banking
School (NIBS), Lewis & Clark Col-
lege, Portland, did | recognize just how
far—and how quickly—women have
moved in banking.

NIBS probably is the first such school
to offer an integrated overview of bank
operations, administration, credit func-
tion and interpersonal skills from a
marketing perspective. The school’s
philosophy encompasses a broad defi-
nition of marketing: every bank func-
tion that touches the customer or affects
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W hats mostimportant
INn a correspondent

When you evaluate a corre-
spondent bank, you look not
only for specialized financial
and operational expertise, but
also for a high quality of
service.

That's why throughout the
country, bankers rely on The
Northern Trust Bank. We offer
a complete range of advanced
banking programs, supported
by a tradition of excellence
that is unsurpassed.

How can we

serve you?

At The Northern Trust, all
correspondent services are
designed with your needs in
mind. And these services are
constantly being improved to

Quality.

keep pace with the latest
technology and regulations.

Accelerated Deposit
Collection. To help your bank
have more cash on hand, The
Northern Trust accepts
unsorted cash letters, offers
late deadlines, and provides
immediate availability on
major financial centers
throughout the country.

Bond and Money Market
Services. You have complete,
accurate market information
with just one phone call.

FOCUS.™ Your bank’s trust
investment officers have daily
access to the research that our
own portfolio managers use,
weekly reports that can reduce
their paperwork, and periodic

relationship?

seminars with top Northern
Trust officers.

Special Project Assistance.
When you need help with
operations analysis, float
reduction, marketing, or other
important projects, your
Northern Trust calling officer
and staff are available to assist
you. They will put you in
contact with other banking
specialists who provide
information and perspective
for your special assignments.
For a quality of corre-
spondent service that's rare in
banking today, contact the
calling officer for your area at
The Northern Trust Bank,
50 South La Salle Street,
Chicago, Illinois 60675.
Telephone (312) 630-6000.

The NorthernTrustBank

Bring your financial future to us.
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bank profitability.

One of its objectives is to equip
promising bankers with the skills and
understanding needed for competition
in the new financial marketplace, which
includes POS terminals, ATMs, non-
bank and nonfinancial competition,
national debit card and EFT systems,

St. Louis AIB Chapter

The new officers of the St

the changing regulatory climate and
changing consumer behavior.

Each participant in the school must
complete a preschool project that in-
volves submission of a written market-
ing position assessment of his or her
bank. This forces the student—and,
many times, the student's bank—to

Holds Awards Dinner

Louis AIB Chapter gathered for this photo during the annual

enrollment and awards dinner at St. Louis' Bel-Air Hilton Hotel (from 1): Judith A. Zeilmann,

Hampton Bank, St. Louis—associate v.p.;

Thomas M. Noonan,

v.p., St. Louis County Bank,

Clayton—2nd v.p.; Richard L Killmon, v.p., Fidelity Bank, Oklahoma City—nat'l v.p.; Michael P.
Dolan, e.v.p., Plaza Bank of West Port, St. Louis County—pres.; Rosemarie Stallings, a.v.p. and tr.
op. off., Edgemont Bank, East St. Louis, lll.—1st v.p.; and Joseph G. Steel, exec, dir., St. Louis.

WRHY THE

SCARBOROUGH MAN

FOR YOUR

BANK INSURANCE

SPECIALIST?

He is a professional who understands the
special insurance needs of banks.

Are you over-insured or under-insured? In
either case, you will be losing money ...
reason enough to see your Scarborough
man. His experience and the knowledge
gained from serving only banks provide
him with the expertise to recommend the
specific insurance coverage your bank
requires. Ask him about...

* Bankers Special Bond

¢ Trust Operations Surcharge Liability
Insurance

« Employee Accident, Health, Dental, Life
Coverages

« Directors and Officers Liability Insurance

* Credit-Life, Accident & Health Coverages

Doug Cushing
Missouri/Southern lllinois

To meet your bank insurance specialist
write or call

Scarbo rough the bank insurance people

Scarborough & Company, 222 N. Dearborn St., Chicago, lllinois 60601 Phone(312)346-6060
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ponder a marketing position.
Following that is an intense schedule.
From 8 a.m. to 9 p.m.—sometimes later
—students labor in formal classes, lec-
tures, case studies, simulations and role
playing. And it isn't unusual to find
students discussing banking problems
with faculty members until 2 or 3 a.m.!
What is my point? Over half the
students enrolled in the NIBS program
during its first year were women,
which is a far cry from the situation of
three decades ago when women rarely

—if ever—were enrolled in manage-
ment-oriented banking schools. The
NIBS faculty concurred that these

women are of management caliber, in
that they performed with superiority in
one of the most grueling two-week ses-
sions they ever will experience.

I think that the above illustration
should help lay to rest the mistaken
belief that women are in some way
lacking in the motivation or physical
strength needed to undertake the task
of management career development. In
view of this, | suspect that male bank-
ing students will have to “gird their
loins” and no longer matter-of-factly
assume that they automatically will find
themselves on a faster “promotion track”
than their female counterparts! « =

Bank Hails Home Town

Hailing its home town as "the one big city
you can bank on," Merchandise Nat'l, Chicago,
has installed a 49' by 26' reproduction of the
city's flag (top photo) on a building opposite
Merchandise Nat'l's headquarters. In the lower
photo, Chicago Mayor Michael A. Bilandic (r.)
accepts a commemorative photograph of the
flag from George B. Everitt (c.), bank ch., and
John L Cooley, pres., during a dedication cere-
mony.
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“Weglve
fast answers”

GENE DRUMMOND
DALLAS DISTRICT MANAGER
TALCOTT BUSINESS FINANCE

When your customer needs additional cash, he
usually needs it in a hurry. What's more, he's

looking to you for help. TALCOTT

If you can't say yes, call Talcott. For over 120 years
we've helped bankers like yourself help their
customers. Our experience in handling urgent
situations enables us to provide quick responses.
Don't take our word for it. Make us prove what we
say. Put us to the test. Watch our professionals

come up with fast answers to your particular
situation.

Call Talcott.

TALCOTT BUSINESS FINANCE
DIVISION OF JAMES TALCOTT, INC.
1200 HARGER ROAD

OAK BROOK, ILLINOIS 60521

(312) 654-3850

OTHER OFFICES:

ATLANTA, BOSTON, CHICAGO, CLEVELAND, DALLAS, DETROIT,
HOUSTON, LOS ANGELES. MIAMI, MINNEAPOLIS. SALT LAKE CITY,
SEATTLE. CREVE COEUR (ST. LOUIS), WEST ORANGE
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Security Techniques Must Be Upgraded

To Counteract Sophisticated Fraud

By VERN F. LOETTERLE
Vice President and
Director of Security
First National Bank

Reno, Nev.

TYPICAL branch today spends
A about $30,000 for security equip-
ment, including vaults, alarms and
cameras. It costs another $600 a year
to maintain this equipment. Therefore,
it's essential that it be in use for the
next decade or two and be designed
to meet both present and future re-
quirements.

Crimes against banks will continue.
Bank robberies now are at an all-time
high and, no doubt, will continue as
long as unemployment remains high.
Bank burglaries have declined in re-
cent years, but the loss potential is ex-
tremely high when vaults and safe de-
posit boxes are attacked.

Bank Protection Act requirements
for cash vaults constructed after Feb-
ruary 15, 1969, initially called for steel-
reinforced concrete walls 18 inches
thick. This subsequently was lowered
to walls 12 inches thick, with /8-inch
steel-reinforcing bars four inches apart.

"It should be plain by now
that when there are significant
assets to be protected, a good
vault alarm system is a must.”

A U. S. marshals’ survey in 1975
disclosed that while most large banks
had adequate vaults, 11% of the small
banks still had obsolete vaults that
didn't meet the new requirements.
Banks should not delay bringing obso-
lete equipment up to these new stan-
dards, which likely will remain firm in
the future.

Although there will be no drastic
technological change in vault and safe
equipment, some improvements will
continue to be made. For instance, one
large safe company now is using a con-
struction material that's said to have
excellent resistance to drills and
torches. It's made of thousands of small
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metal fibers embedded in a hard,
dense, composite material. If extra
drill resistance is required, around

combination locks for example, alumi-
num oxide nuggets, with hardness next
to that of diamonds, is added to the
material.

Vault walls and doors, no matter
how thick or strong, can be penetrated
if the burglar has enough time. One of
the largest bank burglaries of all time
occurred last year in a French bank,
which reportedly had no vault alarm
and depended on stone walls five feet
thick for security.

Even more recently, in January of
this year, vaults of the Vancouver
(B. C.) Safety Deposit were entered
by burglars, who escaped with loot
estimated in the “10s of millions of
dollars.” Over a weekend, the burglars
tunneled through 3412 inches of con-
crete and steel—including an inner
lining of armor-plate steel four inches
thick. These walls, too, were consid-
ered by police and bank officials to be
burglarproof.

It should be plain by now that when
there are significant assets to be pro-
tected, a good vault alarm system is a
must. Banking methods may change,
but the need for strong, secure vaults
to store cash and valuables safely never
will change.

Many banks today are “protected”
by obsolete alarm systems. Alarm com-
panies for years used the so-called
McCulloh circuit in which a number
of customers are connected in a series
arrangement to form a closed loop.
This system is vulnerable to sophisticat-
ed burglars who either can knock out
the entire loop so that the central sta-
tion is confused as to which location
the alarm is coming from or bypass the
circuitry altogether so no signal is
transmitted.

It was this type of alarm system that
burglars compromised one weekend sev-
eral years ago at a bank in Laguna
Niguel, Calif., resulting in a loss of sev-
eral million dollars to the bank and safe
deposit customers.

Bank security officers certainly
should find out whether they are con-
nected to this kind of system and, if so,
change either to a direct-connect sys-

tem with some type of live security or
a digital-multiplexing system. In the
latter, the central station transmitter/
receiver sends a series of random pulses
to a similar unit inside the bank vault,
which responds with a different series
of pulses. Any interruption, delay or

change in the signal and response
causes an alarm.
The common denominator and

Achilles’ heel of all alarm systems is the
telephone line. The electronic burglar,
with the aid of a few tools and a little
knowledge, can tap the phone line and
feed a properly calibrated signal to the
central station, which is unaware that
it is not receiving the original alarm
signal.

"The increased efficiency of
security equipment has caused
robbers to resort to kidnap-ex-
tortion attempts involving ran-
som payments."

A possible alternative for the future
is transmission of the alarm signal to
the central station by microwave, al-
though this, too, has its limitations.

The most significant progress in
alarm system technology has taken
place in motion-detection, beginning
with the ultrasonic systems and fol-
lowed by microwave with its controlled
pattern of radiation and insensibility
to air currents, and finally, infra-red
body heat detection which can see a
98.6-degree body moving against a nor-
mal 72-degree background.

An alarm system is only as efficient
as the people who will react when the
alarm is activated. Most systems termi-
nate either at a police station or some
other off-premise location. A recent
trend is the use of a so-called proprie-
tary system in which the alarm lines
terminate at a central bank location
and are monitored by the bank’s guard
force.

The increased use of computer sys-
tems, in which branch banks are con-
nected on-line with the computer cen-
ter, provides another alarm system
option for the bank of the future. Since
the telephone lines are already in place
for the computer network, they can be
used to transmit the alarm signal to the
computer center. There the alarm sig-
nal is diverted to a console monitored
by the bank’s guard force. A major fac-
tor in cost-justifying this system is the
savings realized through the dual use
of phone lines.

As long as bank robbers are active,
the surveillance camera will be an im-
portant piece of security equipment.
Film cameras produce better photos
but CCTV systems have been vastly
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Ifyou re notsure how anew mayor in
Minneapoliscan affectyourportfolio.
giveusacall

Government bonds are experts atanalyzing ~ you may have.

and municipal securities the value of these securi- When a new mayor
can often beam nvestor's ties in relation to your, or the price of manhole
nightmare. or your customer's, covers can affect your

Primarily because portfolio. portfolio, getintouch
their value isfrequently Guys like Ervin with people who know
subjectto changes in Buchanan, Jeff Bradley, exactly how and why
municipal and govern- and Wirt Harlan Call the Bank Investment
mental policies and pro- can assistyou Division, in Tennessee
cedures. Thus compli- with any 1800342.8240.
cating the evaluation government out of state
process of a particular securities 1800251.8514
Investment investment :
decision. First -

That's Am_e“Can
why First Nachville, Tennessee
American
has a squad

of investment
advisorswho
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improved in recent years and now cost
less than in the past. CCTV is also well
suited for coverage in sensitive areas
of the bank and computer center. Both
systems have their place and the se-
curity officer must decide which system
is best for what he wants to accomplish
in a particular location.

A relative newcomer to the field of
bank security equipment is the bullet-
resistant partition, which isolates the
teller from the customer. These parti-
tions have thus far proved to be quite
effective as a deterrent in high-risk
areas. They are mandatory at all count-
ers where cash is stored in Japan and
Germany.

Installation of these partitions in 90
branches of a Detroit bank is credited
with reducing holdups from 58 one
year to 12 the year following installa-
tion.

These partitions eventually may not
be needed. A bank designer says banks
of the future will have a machine area
and a personnel area. All money will
be handled by and contained in the
machines, which are invulnerable to
holdups.

Banking by TV is another concept
of the future that offers the ultimate
in security. Customers walk up to a
station, push a button and are imme-
diately connected with a teller. Teller
and customer can see each other on TV
screens and talk over an intercom sys-
tem while cash and transaction materi-
als are sent in pneumatic tubes.

The increased efficiency of security
equipment has caused robbers to resort
to kidnap-extortion attempts involving
ransom payments. While banks do not
at present utilize any specific type of
security hardware to protect against
this type of attack, the need is there
as these incidents will continue to oc-
cur.

Communication, a vital element in
any Kkidnap-hostage-ransom situation,
would be vastly improved if banks had
their own two-way radio systems for
use in emergencies. A miniaturized
transmitter in a wristwatch, necklace
or belt buckle could be used in con-
nection with such a system, even if
only to transmit a homing-type signal
to help locate the kidnap victim. Such
devices in some form are available, but
cost prevents their widespread use.

The checkless, cashless society is
still decades away. Meanwhile, banks
and merchants are sustaining losses
estimated at $4 billion annually in
forged and fraudulent checks. That's
far in excess of losses to robbers and
burglars. To stem this loss-tide, mer-
chants and banks have been looking for
simple, economical ways to identify
check cashing customers. Taking a fin-
gerprint from each customer is simple
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and fairly economical, but banks have
been slow to adopt this technique be-
cause of the time required to take a
fingerprint and possible customer op-
position.

(Continued on page 132)

Corporate
News
Roundup

e Bank Building Corp. This St
Louis-based firm has announced the
following appointments and promo-
tions: John F. Howe, vice president,
has been named director of marketing;
Jack R. Peat, formerly consultant ser-
vices manager, southern division, has
been promoted to general manager,
central division; and Stephen A. Baden
has been elevated from program ana-
lyst to consultant services manager,
central division. Mr. Howe joined BBC
in 1973, going from Hickory Valley
Farm, Inc., where he served as presi-
dent. Mr. Peat formerly had served as
general manager, Ames Bag & Packag-
ing, while Mr. Baden went to BBC
from First Missouri Bank, Creve Coeur.

e James Talcott, Inc. Jerry Andress
has been appointed assistant vice presi-
dent, Talcott Business Finance, a divi-
sion of James Talcott, Inc., New York
City. He will be responsible for new
business development in the division’s
St. Louis Office. In addition, James
Talcott, Inc., has named Dominick
Leavitt assistant secretary. He serves
as loan administrator in the Chicago
District Office of Talcott's Business Fi-
nance Division.

CROW KING

= First Ogden Corp. Allan Schuster
has been named senior vice president,
First Ogden Corp., Naperville, 111,
based bank service company. As the
firm’'s second in command, Mr. Schus-
ter will share overall responsibility for
corporate operations, concentrating on
management of First Ogden’s data pro-
cessing subsidiary, which has under-
gone expansion. Prior to joining First
Ogden, Mr. Schuster was assistant op-
erating general manager, systems tech-
nology, Continental Illinois National,
Chicago.

= Associates Commercial Corp.
Francis C. Suarino has been appointed
senior vice president and general coun-
sel of this Chicago-based commercial
financing subsidiary of Associates Corp.
of North America, a Gulf & Western
company. Mr. Suarino holds a doctor
of laws degree from Fordham Univer-
sity, Bronx, N. Y., and has 14 years’ ex-
perience in commercial financing and
leasing.

e John H. Harland Co. Joseph E.
“Pat” Patrick Jr. has been named vice
president of marketing, John H. Har-
land Co., Atlanta. Mr. Patrick joined
this check-printing company in 1969
as sales representative, later becoming
area sales manager in California.

= Diebold, Inc. This Canton, O.-
based firm has announced two new ap-
pointments. Walter Crow Jr., vice pres-
ident/marketing, has been given the
additional responsibility of product
management covering the entire Die-
bold Bank/Systems Division products
except automatic banking. Gilman R.
King has been made vice president and
assistant general manager of that divi-
sion.
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Correspondent
banking:
It takes a
specilal Kind
of banker.

Helping you is what correspondent
banking is all about. And it's what
we're good at.

We're a billion dollar bank. But we
have a team of correspondent bankers
that can tackle any problem, large or
small.

Let us hear from you.

For correspondent banking services,
call Earl Lassere at (713) 751-6100.
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See you at the American Bankers Association Convention!
Crosby Kemper Jerry Lynn Mitchelson

Mike Fleming Fritz Krohmer Duncan Kincheloe

UMTED MSSOURI BANKCFKANSAS CITY, N.A.
SB)1SR Ih United we grow. Together!

MM w i 1! * Member FDIC
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October 15-19, 1977 < Houston, Texas

Legislation, Competition and EFT

To Be Aired at ABA Convention

OR THE THIRD time in the his-

tory of the American Bankers As-
sociation, the ABA will hold its annual
convention in Houston—October 15-
19. The two previous ABA meetings
there were held in 1927 and 1938.

The most prominent topics for this
year’'s meeting will be bank profitability
and competition, existing regulations
and proposed legislation. The whole
thing will begin October 15 with dra-
matic grand-opening ceremonies at the
Astrohall in the city’s famed Astrodome
complex. Then, educational exhibits
will be opened, as will an EFT Show-
case (see page 50).

That afternoon will be highlighted
by two banking forums. The first will
focus on the nation’s economic and in-
vestment outlook, with special empha-
sis on bank portfolio managers’ needs.
The second will examine new federal
laws and regulations that affect bank-
ing.

On Sunday, October 16, Bishop Ful-
ton J. Sheen will speak at a fellowship
gathering in the Astrodome Arena.
More special events and presentations
in the exhibits hall and EFT Showcase
will fill out the Sunday program, fol-
lowed by a reception featuring Renais-
sance decor at Houston's Galleria Shop-
ping Mall.

On Monday morning, October 17,
the ABA will present a program on its
new Full-Service Bank ad campaign
(see page 42), which is designed to
be an essential element of banking's

competitive strategy against nonbank
competitors.

That afternoon, special-interest ses-
sions—many keyed to community
bankers’ needs—will be clustered in
two separate series. Topics to be cov-

ered will include:

< New national bank examination
procedures.

e Agricultural
flow crunch.

= Secondary market opportunities
for community bankers, including pro-

grams of the Small Business, Farmers

lending in a cash-

ABA Convention Schedule

Saturday, October 15

Grand-Opening Ceremonies.
Opening of Educational Exhibits.
Opening of EFT Showcase.

Two Banking Forums.

Sunday, October 16

Fellowship Gathering: Bishop Fulton J. Sheen, Speaker.
Special Events and Presentations in exhibits hall and EFT Showcase.
Reception in Galleria Shopping Mall.

Monday, October 17

Presentation on Full-Service Bank Advertising Campaign.

Special-Interest Sessions.

Tuesday, October 18

Discussion of Bank Regulatory Issues.
Forum on Community-Bank Profitability.

Forum on New Banking Services.
Gala Reception.

Wednesday, October 19

Program on ABA Business.
Noon Closing Ceremonies.
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ABA Officers for 1976-77

McPETERS MILLIGAN

Home and Federal National Mortgage
associations.

= Community-bank investment man-
agement, including special techniques
of portfolio planning.

= Role of spouses of community bank
CEOs.

< Management skills and tech-
niques applicable in banks of any size.

= Major government relations issues
of concern to banking.

= Methods of formulating lending
policies and administering credit,
keyed to medium-sized and larger
banks.

e Role of directors in community
banks.

= Employee stock-ownership plans.

e Community banks’ capital ade-
quacy.

e Community banks’ insurance cov-
erage.

= Marketing for new business and
cross-selling in community banks.

e Determinants of loan-portfolio
profitability in medium-sized and larger
banks.

e Asset and liability management
for medium-sized and larger banks.

1977 ABA Candidates

PERKINS SMITH

John H. Perkins, pres., Continental lllinois
Nat'l, Chicago, is the nominee for ABA pres.-
elect, 1977-78. Thomas R. Smith, pres., Fidelity
Brenton Bank, Marshalltown, la., is the nominee
for ABA treas. Mr. Perkins joined his bank in
1946, became s.v.p. in 1966, e.v.p. in 1968, v.
ch. in 1971 and pres, in 1973. Mr. Smith
also is v.p. and a director of Brenton Banks,
Inc., a $400-million bank HC, and is on the
boards of four other lowa banks.
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LYON ALEXANDER

The general session Tuesday morn-
ing, October 18, will feature a discus-
sion of bank regulatory issues by fed-
eral bank regulatory agency representa-
tives.

Two forums will highlight that after-
noon’s program. The first will focus on
community-bank profitability, and the
second will examine methods of coping
with new services such as NOW ac-
counts.

A second gala reception is scheduled
for that night.

On the final convention day,
Wednesday, October 19, the general
session will include a program segment
set aside for ABA business. Noon cere-
monies will mark the convention’s
close.

ABA Officers. W. Liddon McPeters,
president, Security Bank, Corinth,
Miss., will climax his year as ABA pres-
ident by presiding at the 1977 conven-
tion’s general sessions. A magna cum
laude (1943) graduate of Vanderbilt
University, Nashville, Mr. McPeters
also holds a master’'s degree and
Ph.D. in economics from Harvard Uni-
versity.

His banking career began in 1943,
when he was made a director of Se-
curity Bank. He was its cashier, 1947-
48, a vice president the following five
years and moved up to president in
1962. He headed the Mississippi
Bankers Association in 1967.

A. A. Milligan, now ABA president-

elect, will succeed Mr. McPeters as
president at the end of the convention.
Mr. Milligan is a 1938 graduate of
Stanford University, Palo Alto, Calif.,
and took graduate studies at the Stan-
ford School of Business and Stanford
Graduate School of Credit and Finan-
cial Management, 1938-39 and 1957-
59.

In 1940, he joined the Bank of
A. Levy, Oxnard, Calif.,, which had
been started by his grandfather. After
serving in the Navy during World War
I, Mr. Milligan became assistant secre-
tary of the bank in 1946, director and
executive officer in 1950 and moved up

to his present posts of chairman and
president in 1955.

Mr. Milligan is a. former president
of the California Bankers Association.

Now ending his second term as ABA
treasurer is Roger A. Lyon, president
and chief administrative officer, Valley
National of Arizona, Phoenix. He en-
tered banking in 1950 at the former
Chase National, New York City, now
Chase Manhattan, as a member of the
head office training force. Later, he
was in the correspondent bank port-
folio review division and the invest-
ment and financial planning depart-
ments. In 1972, Mr. Lyon was named
executive vice president in charge of
the institutional banking department,
which included responsibility for cor-
respondent banking relationships. He
went to Valley National April 1, 1976.

Mr. Lyon is a graduate of Princeton
University, Princeton, N. J., and holds
a master's degree from the Graduate

School of Business Administration,
Rutgers University, New Brunswick,
N. J.

Willis W. Alexander, ABA executive
vice president, joined the ABA imme-
diately after completing a year as ABA
president, 1968-69. He joined Trenton
(Mo.) Trust in 1947 and, while serv-
ing as that bank’s president, he headed
the Missouri Bankers Association in
1959-60.

e *

Shuttle Buses for ABA

HOUSTON— Three shuttle bus
routes will help ABA conventioneers
get around “Space City” next month.
Each route will serve one of the
hotel areas, and convention badges
will serve as free passes for board-
ing any of the fleet of 60 buses,
which will take riders from their
hotels to the Astrodomain in about
20 minutes. All buses will be marked
“ABA Convention.”

Buses will depart from hotels at
15- to 20-minute intervals, with ser-
vice beginning about an hour prior
to the earliest morning session. The
service will continue throughout each
convention day, long enough to pro-
vide transportation for everyone leav-
ing the convention center after the
last session.

New to the convention this year
will be a special evening bus service.
The buses will shuttle around the
three hotel areas until 10 p.m.

MID-CONTINENT BANKER for September, 1977

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



ABA CHRONOLOG-1976-77

A listing of highlights of major ABA activities during the term of office of W. Lid-
don McPeters, ABA president for 1976-77. Mr. McPeters is president, Security

Bank, Corinth, Miss.

OCTOBER
The ABA board of directors ap-
proves new procedures for electing

ABA officers, “designed to clarify and
simplify the selection process and to
assure that the entire membership is

represented.”
Speaking at a meeting of the lowa
Bankers Association, newly elected

ABA President Liddon McPeters calls
on bankers to “rally around our com-
mon objective, which is: what's best
for the financial consumer is best for
banking.”

In testimony before the National
Commission on  Electronic  Funds
Transfers (NCEFT), an ABA spokes-
man says EFT terminals providing sup-
plemental but limited services to estab-
lished customers should not be con-
sidered as branches.

NOVEMBER

The ABA sponsors five regional
workshops to review the Tax Reform
Act of 1976, each probing the new
law’s meaning for trust departments.

Over 1,800 farm lenders travel to
New Orleans for 25th National Agri-
cultural Bankers Conference and near-
ly 450 bankers attend the 1976 Na-
tional Correspondent Banking Confer-
ence in Dallas.

An ABA representative tells the
Commission on Federal Paperwork that
the highest cost of required paperwork
often comes from maintenance of rec-
ords which are unclear, contain ques-
tions that lack purpose and that clearly
will be put to no use.

Liddon McPeters tells those attend-
ing the Southern Conference of State
Bankers Associations that the ABA and
state bankers associations are mutually
dependent on each other to satisfy the
industry’s three main needs: communi-
cation, education and government rela-
tions.

DECEMBER

National Commercial Lending Grad-
uate School, sponsored by the ABA at
the University of Oklahoma, graduates
108.

ABA Executive Vice President Willis
Alexander, testifying before the
NCEFT, says there should be a less re-
strictive environment for EFT termi-
nals than for brick and mortar
branches and that federal regulations
should apply equally to all who offer
electronic banking services. He offered
a three-part legislative approach that
the commission could recommend to
Congress.

JANUARY

Minbanc Capital Corp., the closed-
end investment company founded by
the ABA to supply capital to minority
banks, reports an additional investment
of $650,000 in Consolidated Bank &
Trust, Richmond, Va., and American
State, Tulsa, bringing the corporation’s
total investment to $2,750,000 in eight
banks.

Lawyers for ABA and co-plaintiff
Tioga State, Spencer, N. Y., ask U. S.
district court to dismiss “without preju-
dice” their lawsuit against the National
Credit Union Administration (NCUA)
over the legality of check-like share
drafts, stating that NCUA has agreed
to hold hearings before authorizing ad-
ditional credit unions to offer share
drafts under the experimental program.

The ABA announces results of an in-
dependent survey indicating that the
association is communicating with its
members to their general satisfaction.
Arthur Young & Co. based its findings
on interviews with 148 randomly se-
lected bankers.

FEBRUARY

Atlanta is the site of two national
meetings—the National Bank Invest-
ments Conference, which attracts some
1,500 registrants, and the National
Conference for Branch Administrators,
with nearly 200 registrants.

MID-CONTINENT BANKER for September, 1977

Speaking before an audience of near-
ly 2,000 at the National Trust Confer-
ence in New Orleans, ABA President
Liddon McPeters says bankers will
have to be more unified in presenting
industry positions than they have in the
past or run the risk of having damag-
ing laws passed.

The ABA sponsors its first banking
leadership meeting in Washington.
Those attending, including the ABA
Governing Council, state association
presidents and managers, and repre-
sentatives of other banking organiza-
tions, decide to keep all options open
in developing legislative proposals that
would establish parity in interest rates
paid to bank savers, make consumer
savings accounts more useful and make
Federal Reserve membership less bur-
densome.

The ABA asks the House Ways and
Means Committee to deny a Justice
Department request that certain rec-
ords-privacy provisions of the Tax Re-
form Act of 1976 be suspended, saying
that the law—for the first time—"guar-
antees by statute certain procedural
rights for taxpayers.”

MARCH
In testimony on Capitol Hill, ABA
spokesmen oppose one proposal that

would give the Federal Trade Commis-
sion jurisdiction over banks in certain
matters and another that would require
disclosure of beneficial ownership of
stock.

Appearing before the Senate Bank-
ing Committee, ABA president-elect
A. A. Milligan says the Community Re-
investment Act would be “a major step
toward political allocation of credit”
and could weaken rather than strength-
en the economies of local communities.

Speaking at the National Installment
Credit Conference in New Orleans,
Liddon McPeters discusses the con-
sumer confusion and higher costs that
result from consumer protection acts
such as Truth in Lending, Equal Cred-
it Opportunity and Real Estate Settle-
ment Procedures.

(Continued on page 50)
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The ‘Lusty Adolescent’ City Welcomes ABA

OUSTON has been described as

“a lusty adolescent,” a city that

“stands ready to take its place among
the great cities of the world.”

Bankers who attended the last ABA
convention in Houston—in 1938—are
in for a surprise. There’'s little of the
pre-World War Il Houston to be seen
today. Rather, what they'll be greeted
with is a dramatic skyline of towering
buildings and a sprawling urban area
spread across the broad Texas plain.

Now the sixth largest city in the
U. S., Houston is also recognized as
the fastest growing major city in the
nation. An average of 60,000 families
moves to Houston annually, according
to Stephen P. Gubitz, senior vice
president-marketing, Houston
National.

Among the first sites convention
goers will become acquainted with is
the Astrodomain, the complex that
includes the Astrodome sports arena,
the Astroarena meeting hall and the
Astrohall exhibition center. Most
convention activities will take place in
the Astroarena and Astrohall. Seating
capacity at the Astroarena is 8,500 and
the Astrohall contains half a million
square feet of exhibit space.

The convention reception will be
held at the Galleria, an enclosed
shopping center that features three
floors of shops and an ice skating arena,

all covered by an arched glass skylight.

Adjacent to the Astrodomain
complex is Astroworld amusement
park, a place most convention goers
with children will visit.

Those seeking more mature
entertainment will head for the Alley
Theater, said to be one of the most
striking theater buildings in the world.
The Alley, recognized as one of the
two or three foremost repertory
companies in the nation, has played in
Houston for 25 years.

An often-visited outdoor attraction
is the San Jacinto Monument, the
world’s tallest masonry shaft. It marks
the site where Texas’ independence
was won in 1836. The monument is on
the grounds of a 460-acre wooded state
park and stands 570 feet high and
bears, at its apex, a 220-ton star,
symbol of the Lone Star state. Nearby
is the battleship Texas, which lies at
permanent berth.

Other places of note in the Houston
area include the Museum of Fine Arts,
well known for its Remington western

paintings; the Lyndon B. Johnson
Space Center, headquarters for NASA'’s
man-in-space effort; the Port of
Houston, among the top three ports in
the U. S. in total tonnage; and the Old
Market Square, home of shops,
galleries and restaurants.

Average temperature in Houston in
October is in the 70s, with highs in
the 80s and lows in the 60s. = '

Interior of Astroarena, site of general sessions of ABA
convention. Seating capacity is 8,500.. Adjacent Astrohall has
half a million square feet of exhibit space; will be location of
convention registration and exhibits.

Astrodomain complex features Astrodome (bottom), Astrohall
(center) and Astroarena (left), plus parking for 30,000 autos.

Adjacent to Astrodomain are Astroworld amusement park and
1,000-room hotel. Most convention activities will be held

in this area.
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Alley Theater provides example of startling architecture in
downtown Houston. Building was designed by Ulrich Franzert.

San Jacinto Monument is world's tallest

Ice rink is focal point of Galleria enclosed shopping center, site of ABA
convention reception. Shops are situated on three levels and entire masonry shaft and marks site where
area is covered by arched glass roof. Texas won its independence in 1836.
Nearby is permanent berth of battleship
Texas.

Astroworld amusement park is home of such atractions as Dexter Frebish Electric
Roller Ride, Black Dragon, Astrowheel, Astroway and, projecting 340 feet into the

air, Astroneedle.
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A $4.1-Million Ad Budget:

New ABA Campaign

Spotlights Theme

OfFull Service

HE American Bankers Association
Tis on location in Dallas early this
month, sporting a 20-member film
crew, a $4.1-million advertising budget
and a new message for the American
people.

The crew is filming one of three new
television commercials scheduled for
network airing beginning October 17.
(For the schedule, please see “ABA
Full-Service Lineup.”)

The new budget represents a 40%
increase over the 1976-77 budget and
has enabled the ABA to cosponsor
prime-time top 20 shows, such as
“M.A.S.H.” and “Rhoda,” for the first
time.

This activity and commitment under-
score the importance of the banking in-
dustry’'s new Full-Service message—
“No financial institution can help you
and your community more than a Full-
Service Bank.”

The Full-Service campaign is de-
signed to increase public awareness of
the unique, pivotal role banks play in
their communities by serving the finan-
cial needs of individual borrowers,
businesses, municipalities and govern-
ment.

The rationale for the new advertis-
ing approach, says ABA Communica-
tions Council Chairman Lee E. Gun-
derson, is simple: “People who have
a good image of banking are more like-
ly to be bank customers and less like-
ly to support government policies det-
rimental to banking.”

Moreover, the ABA hopes the new
campaign will help stem the continu-
ing erosion of deposits held by the na-
tion’s 14,700 banks.

Part of this problem, the ABA feels,
comes from the inability of the public
to distinguish between banks and non-
banks. Part of the problem, too, comes
from the increasingly unequal competi-
tive advantages that nonbanks are en-
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joying in the marketplace.

While the ABA is aiming its nation-
al advertising at the general adult pop-
ulation, Mr. Gunderson said the key,
primary audience “comprises this na-
tion’s 96 million bank savers. Ninety-
six million people who should be more
aware of the integral role of Full-Ser-
vice banks in their communities. Only
then will these depositors realize that
discrimination against banks in favor
of nonbanks truly is not in their own
best interest.”

Thus, the long-range goal of the
campaign is to generate a collective
public opinion strong enough to reach
the makers of public policy.

“‘Elected and appointed government
officials, too, must be made aware of
how much the quality of community
life depends on the resources of Full-
Service banks,” Mr. Gunderson stated.

“We are confident,” he added, “this
awareness will stimulate a reversal of
the trend of increasingly unequal com-
petition banks face in the market-
place.”

The message itself is most succinctly
summed up by the ABA in a full-page
magazine ad to its members: “It's time
people learned that banks do it all—
and do it better.”

To illustrate that Full-Service banks
“do it all,” the ABA commercials will
feature documented case studies of
Full-Service bankers reinvesting depos-
its, time and energy back into their
communities.

The commercial being filmed in Dal-
las is based on a revolutionary rede-
velopment of an older part of the city
that was led by a Full-Service bank—
Lakewood Bank—and a Full-Service
banker, A. L. (Artie) Barnett, senior
vice president.

Three miles from the heart of Dallas
is an area comprising approximately
200 houses built between 1905 and

Blue Full-Service symbol, once familiar at many
of nation's commercial banks, will appear
again. This registered trademark of ABA has
been expanded to include full scope of services
provided by banks within their communities to
consumers, business and government. Full-Ser-
vice concept is theme of ABA's new $4.1-
million national ad campaign.

1925. It is, perhaps, the largest intact
neighborhood of turn-of-the-century
houses in the Southwest.

Problem was, the neighborhood had
deteriorated into a classic example of
urban blight. Scores of houses had
been subdivided. Others had suffered
fire, vandalism and lack of concern by
owners.

Two key elements came together,
however, to successfully restore the
neighborhood. First, a group of nine
people living in the remaining “best
homes” formed an organization to pro-
mote restoration of the area.

Second, a Full-Service bank com-
mitted $1 million to the heart of the
area. Lakewood Bank established four
criteria for the mortgage money: The
neighborhood must have an organiza-
tion; the individual owner must be an
owner-occupant; the loan must include
sufficient funds to restore the property,
and the borrower must have an ade-
guate credit rating to carry the loan.

With this commitment, things began
to happen rapidly. Other financial in-
stitutions approved loans. Young peo-
ple moved in. Homes were restored
and, as the net result, the bank has
expanded its original commitment to
less-desirable adjacent neighborhoods,
which are also now being restored.

The documented Dallas case study
is just one example of community in-
volvement by Full-Service banks which
the ABA is going to present to the
public.

Two other new commercials were
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Asthe newest member ot our
correspondent banker team,
Gary R Dobson isa man on
the move.

Hisjob, as Vice President of
Correspondent Banking, isto
help with your problems, and its
. easierfor him to do that if he
>knows them. He already knows
Fourth National and he knows
whdj*m ~pecidiized:

Wait for him towheel Onin, orfor
- and advice...
- V%ngn 1; justcall Gary, Hel|n 0 ~ e

i driving an Excalibur, but he will

hind him. _

W
sMiCallGary.A Better
Banker'sBanker.
3138)587-9171
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filmed late last month in Ames, la., and
in Ashtabula, O. Both illustrate the
personal involvement of a Full-Service
banker in helping a small business
grow and provide more jobs within the
community.

The new advertising campaign al-
ready is scheduled through May, 1978,
on TV and includes continuing cospon-
sorship of National Football League
telecasts and various network specials.

Even more than an ambitious adver-
tising campaign, the Full-Service con-
cept will be adopted throughout the
ABA, from government relations to
public relations.

The campaign will be supported by
a national public relations program, by
ABA elected officers at public forums
and by a broad-scale member commu-
nications effort designed to stimulate
member bank involvement at the com-
munity level. The ABA is supplying
Full-Service decals and an information
kit to each bank and plans to follow up
with a complete array of supporting
marketing materials.

The major shift in theme—from the
present emphasis on bankers helping
people to the Full-Service concept—is
designed to supplement more effective-
ly the retail advertising normally done
at the local level by individual banks.

Banks spent an estimated $644 mil-
lion last year on individual consumer
advertising programs, but virtually all
of this was to promote retail services.

In comparison, the combined adver-
tising expenditures of individual S&Ls,
mutual savings banks and credit unions
were an estimated $446 million last
year. But, the Savings & Loan Founda-
tion spent an estimated $5 million last
year on «advertising, about twice the
ABA'’s national ad budget for the same
period.

Mr. Gunderson, who is president of
the Bank of Osceola, Wis., said the
new advertising campaign is crucial be-
cause, “The overall role of Full-Service
banks—using deposits to serve individ-
ual customers, commercial customers
and government at all levels—is rarely

illustrated in individual bank advertis-
ing nor experienced first-hand by the
general public.”

Mr. Gunderson added 'that every
ABA-member bank is, indeed, a Full-
Service bank, “even if it does not offer
every financial service imaginable.

“That bank is still part of the Full-
Service team, and that means bank cus-
tomers can take advantage of services
provided by a bank’s correspondents,
as well as the bank itself.”

It's the ability to be Full Service,
says the ABA, that distinguishes banks
from nonbanks. The phrase “A Full-
Service Bank” and an identifying blue-
circle symbol are registered trademarks
of the ABA.

“If the banking industry is going to
realize the full, potential impact of
such a campaign,” Mr. Gunderson
added, “a large majority of ABA mem-
ber banks are going to have to active-
ly participate by displaying the blue
Full-Service symbol and by marketing
the Full-Service concept to their own
customers.”

It will take time to build such a base
of support.

Even during the old Foundation for
Full-Service Bank’'s membership peak
in 1970-71, only about 6,500 banks
were displaying the Full-Service decals.

Now that the scope and meaning of
Full Service has been expanded to in-
clude all banks, the association is aim-
ing for Full-Service visibility from each
of its 13,252 members. * =

J. Rex Duwe Award Contest
Seeks Painting for ABA

The Kansas Bankers Association and
the Kansas Arts Commission are co-
sponsoring a competition among Kan-
sas artists for the J. Rex Duwe Award.

Kansas artists are invited to submit
entries of their work for consideration
for the award, the purpose of which is
to select a painting to be hung in the
ABA headquarters in Washington,
D. C., to enable Mr. Duwe to “leave
a touch of Kansas” at the ABA when
he retires as chairman of the ABA gov-

ABA "Full-Service" Lineup

Program (1977-78)
Alice

All in the Family
Ed Asner Show
M.A.S.H.

Rafferty

Rhoda

Switch

Tony Randall Show
NFL Football
Network Specials
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Cosponsorship Months

Jan., May

Feb.

Ocf., Dec., Feb.

Dec., May

Nov., Feb., May

May

Oct., Nov., Dec., March, May
Nov. saP

Oct., Nov., Dec., Jan.

Nov., April

1978 ABA Candidates

Lee E. Gunderson, pres., Bank of
Osceola, Wis., and C. C. Hope,
e.v.p., First Union Nat’l of North
Carolina, Charlotte, are candidates
for ABA pres.-elect for 1978.

Mr. Gunderson was the choice of
ABA’s Region Five and was unop-
posed. Mr. Hope won an election in

ip Region Three where he was op-
posed by Hovey S. Dabney, ch. &
pres., Nat'l Bank, Charlottesville,
Va.

The two candidates now must vie
for selection as the official nominee
of the ABA’s Governing Council, a
choice that will be made at the coui#
cil’s spring meeting next April.

erning council in October. Mr. Duwe,
who is immediate past president of the
ABA, is chairman and president, Farm-
ers State, Lucas, Kan.

The winning artist will receive
$1,500 from Mrs. Robert F. Bennett,
wife of Kansas' governor, on November
11 at the governor’'s mansion in Topeka.
The award money is being provided by
Mr. Duwe.

26th ABA Ag Conference
Will Meet Nov. 13-16

KANSAS CITY—The ABA’'s 1977
National Agricultural Bankers Confer-
ence will be held here November 13-
16. More than 1,000 CEOs, directors
and ag specialists are expected to at-
tend.

Chairman of the 26th annual meet-
ings planning committee is C. N.
(Chick) Finson, president, National
Bank, Monticello, 111

“The conference will feature a full,
expanded schedule of forums, special-
interest sessions, workshops and smaller
breakout clinics,” Mr. Finson said. “De-
tailed workshops on such topics as
cash-flow lending, managing the *agri-
cultural bank for high performance,
agri-business financing, experience fac-
tors on Farmers Home Administration
and Small Business Administration
loans, customer counseling, pricing
loans management and a workshop on
weather influences will offer bankers
opportunities to analyze and adapt new
concepts to present ag financing pro-
grams,” he said.

General sessions are expected to fo-
cus on major banking and world trade
issues, the ag outlooks and perspectives
from Congress. The forums will an-
alyze the legal aspects of ag banking,
land strategy, crop marketing manage-
ment and estate and tax planning.

More information is available from
the ABA'’s Agricultural Bankers Divi-
sion, 1120 Connecticut Ave., N. W,
Washington, DC 20036.
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Two new Brandt CoinWrapping Systems
deliver convenience and productivity

Brandt’s new 1702 and 1780 . .
accurate and quiet.

Costly and tedious manual coin wrapping is athing of the
past when you select one of Brandt's new coin wrapping
systems.

The Model 1702 is Brandt's portable answer for totally
economical coin wrapping. Small and lightweight, it
moves easily where you need it and operates with a
minimum of noise.

The Model 1780 is Brandt's high speed answer for totally
efficient coin wrapping. It automatically packages up to
1440 wraps per hour with uncompromising Brandt
quality, accuracy and reliability.

. reliable, efficient,

Both new units are extremely simple to operate.
Denomination changeover is fast and easy. And both
models have large-capacity hoppers for fast loading.

Brandt's unique modular design is another important key
to total coin wrapping productivity. This construction of
the 1780 allows you to add other components and
accessories as your coin wrapping needs increase. And
the 1702's hinged cabinet gives quick access when
service is necessary. That means less downtime.

The new Brandt Model 1702 . . . portable and
economical. The new Brandt Model 1780... fast and
efficient. Both deliver top coin wrapping productivity.

the mostfor
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The center court at
Wimbledon. It's there for
all who can meet the
challenge.

Service. Ace. Volley.
A shot down the line. Game.
Set. Match.

It's the standard.

At Deluxe, the challenge
is to meet the standards
we've set for ourselves.

Service. Quality.
Accuracy. A complete line of
products that meet our

customers' needs. Unmatched
in the industry.

But the key is service. We
work hard to keep it strong
and reliable. It's demanding.
But then, our customers
love it.

ICMUME

CHECK PRINTERS, INC.

SALES HDQTRS e P.O. BOX 3399. ST PAUL. WN 55165 « STRATEGICALLY LOCATED PLANTS FROM COAST TO COAST
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ABA Convention Director Gives Details

Of Staging Annual Meeting in Houston

N ADVANCE party of 100 people
A equipped with 10 tons of supplies
and using radio control is headed for
Houston. It will be closely followed by
the main force estimated at 11,000.

This friendly bunch of convention
planners and bankers may spend as
much as $11 million during the five
days it will occupy the nation’s sixth
largest city. This year, for the third
time in its 102-year history, the ABA
convention will be held in Houston.
The dates are October 15-19.

Heading the logistical side of the
convention undertaking is Arthur L.
Johnson, director of convention and
meeting services for the ABA. Mr.
Johnson’s description of the event is
loaded with boxcar figures: 630,000
printed items, 1,500 purchase orders,
a fleet of 70 buses and as many as
200,000 hors d’oeuvres!

In order to appreciate the planning
being done by Mr. Johnson’s full-time
staff of 21, you have to understand the
enormity of the convention. Some
11,000 bankers, spouses and guests will
occupy rooms in more than 30 hotels
and motels. Charter buses—60 to 70
of them—will be used to transport reg-
istrants from their hotels to the Astro-
domain, location of all functions but
one, an evening reception, Mr. Johnson
says.

Transportation, admits Mr. Johnson,
will receive a lot of attention. “We've
worked closely with Houston officials
to arrange for one-way streets and spe-
cial bus lanes during periods of peak
movement.” In the evenings, when
bankers will be more interested in
traveling between hotels for special re-
ceptions, bus routes will be adjusted.

Houston is unique as a conference
city, with good accommodations spread
throughout the city. “Normally,” says
Mr. Johnson, “we look for a site that
offers 6,000-7,000 rooms near the con-
vention center. We were able to make
an exception in Houston's case, since
freeways make it possible to move reg-
istrants from almost any hotel or motel
to the Astrodomain in 20 minutes or
less.

Conventions are big business. Hous-
ton’s economy stands to gain an esti-
mated $40 to $50 million, according
to Mr. Johnson, just from ABA’'s annual
meeting. “That doesn't mean bankers
will spend that much,” he adds, “but
by the time you consider the number
of times every dollar spent changes
hands, it adds up.”

The total is determined, he says, by
11.000 registrants staying five days and
spending an average of $200 per day.
It is generally believed that every dol-
lar spent by a registrant finally adds $3
to $4 to the local economy.

Our job, says Mr. Johnson, “is to
plan as much as we can, as far ahead
as we can.” As long as two years ago
ABA had designed the tentative format
for the Houston convention. “We
planned on three general sessions, sev-
eral concurrent forums and another 10
to 20 special-interest sessions,” he said.

Detailed program planning, how-
ever, can't be accomplished that far
ahead. The convention, Mr. Johnson
said, has to reflect banking concerns.

But promotion can’'t wait for the pro-
gram to be finalized. “We mailed the
first promotion, a relatively simple one,
in March,” says Mr. Johnson, “and fol-
lowed it up with a more detailed mail-
ing April 15" A third package was
mailed in late July.

“We try to get registrations in as far
in advance of the convention as we
can,” Mr. Johnson explains. “That way
we're able to get a head start on con-
firmations with hotels and can let bank-
ers know where they'll be staying as
early as possible.”

Printing the promotional literature
and other conference support material
is one of the most complicated and de-
manding jobs associated with the con-
vention. Mr. Johnson estimates that
630.000 brochures, program guides,
registration badges and other items
were printed in support of last year's
Washington convention.

With promotion almost complete,
and registrations coming in, Mr. John-
son and his staff begin the final phases
of preparation. Every function is listed
separately in the convention “staging
guide,” a bulging loose-leaf book that
is something akin to the convention
planner’s bible.

The details of every event, whether
a coffee break or general session, are
listed with unerring precision. Armed
with layouts of every room or area that
will be used, Mr. Johnson's staff pre-
pares a list of requirements that specify
everything from placement of chairs
to how tables are to be covered—and
they do this for more than 500 separate
functions.

During the last few months before
the convention, the size of the conven-
tion staff begins to grow. “Our full time
contingent is augmented by people
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from other ABA offices, says Mr. John-
son. These staff members will assist in
planning and supervising traffic control,
security, public relations—and the list
goes on.

“By the time we arrive in Houston,”
Mr. Johnson continues, “we’ll have a
combined convention staff of nearly
100, just from our Washington office.”
Additional people will be added once
the meeting begins, many coming from
the Houston Convention and Visitors
Bureau.

If you think the convention/meeting
services staff will take a few weeks va-
cation after the 1977 convention is re-
cessed, consider this: They’ll already
have mailed the first promotion for the
1978 annual convention in Honolulu!

Correspondent Conference
Set for November 28-30

NEW ORLEANS—The 1977 ABA
National Correspondent Banking Con-
ference will be

held November

28-30 at the Fair-

mont Hotel here.

The sixth annual

conference is ex-

pected to attract

more than 400 cor-

respondent bank-

ers. Its theme is

“The Professional
—Prepared for
Change.”

Featured on the program will be
workshop sessions, panel discussions,
correspondent consulting sessions and
general sessions. Conference chairman
is Ronald A. Loose, senior vice presi-
dent, First National, Denver.

Attendees will be brought up-to-
date on current banking regulations
and legislation, how to meet increasing
competition, new correspondent ser-
vices to offer, how to determine cost
of services and other current banking
issues.

“Correspondent bankers are faced
with an acceleration of change in bank-
ing at a level that is a challenge to the
industry,” Mr. Loose said. “The con-
ference is geared for candid discussion
of these changes to aid the corre-
spondent banker to assist their re-
spondent banks in dealing with these
issues.”

Information about the conference is
available from Desdie Withrow, Cor-
respondent Banking Division, ABA,
1120 Connecticut Ave. N. W., Wash-
ington, DC 20036.
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To face growing competition
ABA introduces new meaning
to (A Full Service Bank®

Banks are meeting new—and growing—
competition. You can see it in the
expanding retail banking powers of the
“thrifts” and credit unions. And in the
growing share of deposits these
competitors are enjoying. It's time our
industry did more about it.

That's why the American Bankers
Association, in a major shift of its
advertising theme, is taking this
important message to the public: No one
serves the financial needs of people,
business, government, and institutions as
well as banks—full service banks.

That's the new meaning behind
“a full service bank” It's a total view of
the many ways banks serve America.
And it's our competitive edge.

Now, more ABA advertising than
ever before is committed to carrying the
full service bank story. But the ABA
campaign can't do the job alone. We need
your bilk’s help. Use “a full service
bank” —and the blue-circle emblem—in
all your communications and advertising.
Promote your bank as “a full service
bank”

For information on how the
ABA can help you get the “full service
bank” message to your customers, write
Advertising Manager, American Bankers
Association, 1120 Connecticut Avenue,
N.W., Washington, D.C. 20036; or call
202-467-4187.

Nobody is going to help us if we
don’t help ourselves.

AMERICAN BANKERS
ASSOCIATION



EFT Village' Will Be Realistic Highlight
Of ABA's 1977 Convention Exhibit Area

N “EFT VILLAGE” will be a high-

light of the ABA’s convention in
Houston October 15-19. The village—
complete with stores, restaurants, snack
areas, landscaping, street signs and
EFT demonstrations—will be brought
to life in the Astrohall.

“This will be the most dramatic EFT
event ever developed by the ABA for
bankers,” says Arthur L. Johnson Jr.,
director, Convention/Meetings Ser-
vices Department. “Bankers attending
the convention know about the theo-
retical approach to electronic banking
and its potential for banks and their
communities. However, many have not
had a chance to see EFT in action.”

In EFT Village, manufacturers of
EFT-related products or services will
construct specially created working
models of consumer-oriented retail out-
lets to demonstrate their wares.

The village will include a pavilion

with music, a village green offering the
only lounge area in the Astrohall and a
special theater to present EFT pro-
grams and seminars conducted by man-
ufacturers and bankers.

According to Mr. Johnson, the retail
environments will be real-life working
models of buildings, with exhibitors
providing plastic cards for bankers to
test the EFT equipment in actual store
settings. He adds that bankers will be
able to find out for themselves how
EFT would work for their customers.
He also notes that the small-town set-
ting is designed especially to relate to
community bankers, making it easier
for them to visualize EFT at work.

Approximately two dozen manu-
facturers are expected to exhibit in the
village. The village will be adjacent to
the regular exhibits area in the Astro-
hall, which will feature the traditional
display of banking services and equip-
ment. * e

YOU MAY NEVER HAVE TO
BUY T-BILLS AGAIN...

TRUST FOR SHORT-TERM
U.S. GOVERNMENT SECURITIES

CURRENT ASSETS EXCEED $210,000,000

« Exclusively in U.S. Government Secur-

ities.

e Ownership of various government
issues with different maturity dates.

¢ No minimum holding period.

¢ Stability of principal — constant net
asset value $1. Portfolio priced at
amortized cost.

¢ First day’s interest; dividends 365 days a

year.

» Telephone transfer of monies.

For more complete information on TRUST FOR SHORT-TERM
U.S. GOVERNMENT SECURITIES management fees and
expenses, call our Bank Service Desk. Ask for our literature and
prospectus. Be sure to read before you invest.

Toll free: 800-245-2423. No charges to buy. No charges to sell.

FEDERATED SECURITIES CORP., Distributor J
Dept. ST-4 Federated Investors Bldg., Pittsburgh, PA. 15219
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Consumer Advertising Code
Endorsed by ABA Board

The ABA has endorsed a “statement
of principle on financial advertising”
designed primarily to assist ABA mem-
ber banks in the new examination pro-
cedures recently implemented by the
Comptroller of the Currency.

A major portion of the new examina-
tion process is known as the “consumer
examination,” part of which deals spe-
cifically with bank advertising content.

“Increasing activity in the legisla-
tive/regulatory arena, increasing inter-
est on the part of consumer groups and
increasing competition among banks
themselves have all called more atten-
tion to the way we advertise our ser-
vices,” said Hans W. Wanders, chair-
man of an ABA task force that con-
sidered advertising standards. He is
chairman, Wachovia Bank, Winston-
Salem, N. C.

The statement, which has been en-
dorsed by the ABA board of directors,
states that: “An advertisement is eth-
ical (1) when it is truthful; (2) when
the intended audience can reasonably
be expected to understand the mes-
sage. Because of media physical limita-
tions, it is not necessary for an adver-
tisement to contain all the details about
a service. However, any features, any
terms (including prices), or any pur-
chaser benefits should be presented in
a manner that does not mislead. The
purchaser should not be misled by
what is stated nor have false impres-
sions created by what is omitted.”

The major input for the ABA state-
ment came from the Financial Adver-
tising Code of Ethics, formulated by
the Bank Marketing Association.

Among those serving on the ABA
task force was Gene Edwards, chair-
man and president, First National,
Amarillo, Tex.

ABA Chronolog

(Continued from page 39)

Television special “The Miracle
Months” attracts 30 million viewers,
a record for an ABA-sponsored pro-
gram.

APRIL

An ABA spokesman testifies before
the Senate Banking Committee in sup-
port of two alternative methods of
home financing proposed in the Young
Families Act.

Liddon McPeters says the rule that
would grant share draft powers to fed-
eral credit unions would be illegal and
create competitive inequity in hearings
before the National Credit Union Ad-
ministration.

The ABA holds its second banking
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Chairman President Vice Chairman,
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Executive Vice President Senior Vice President Vice President Vice President

1l Commerce Bank
of Kansas City*
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234-2000
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leadership meeting in conjunction with
the annual spring meeting of the Gov-
erning Council. Participants decide
that the questions of greatest concern
to the industry “all boil down to one
thing: fair treatment of bank customers
and banks” in areas of rate parity, re-
serve requirements, service restrictions,
regulations and taxation. The ABA is
instructed by banking leaders to pursue
equality for bank customers.

The Governing Council selects John
H. Perkins, president, Continental Illi-
nois National, Chicago, as official can-
didate for ABA president-elect and
Thomas R. Smith, president, First Na-
tional, Perry, la., as official candidate
for office of treasurer in the elections
to be held during the 1977 annual con-
vention in Houston.

MAY

Agricultural bankers tell the news
media at a special seminar in Omaha
that drought conditions and the pricing
situation of grain and cattle make it
difficult to help farmers in many states
stay in business.

J. Rex Duwe continues to call for
equality for bank customers at a meet-
ing of the Alaska Bankers Association,
while ABA treasurer Roger Lyon
speaks against the Community Rein-
vestment Act at a meeting of the Vir-
ginia Bankers Association.

The National Operations and Auto-
mation Conference opens in New Or-
leans, and the Housing and Real Estate
Finance Conference is held in San
Francisco.

JUNE

An Administration-sponsored bill to
extend NOW accounts nationwide and
allow the Fed to pay interest on re-
quired reserves is introduced in the
Senate. Also introduced is a bill draft-
ed by ABA that would close the “inter-
est rate gap,” and eliminate other in-
equities that discriminate against bank
customers, in addition to authorizing
NOW accounts nationwide and allow-
ing the Fed to pay interest on required
reserves.

The ABA sponsors workshops on
coping with NOW accounts in Dallas,
Chicago, San Francisco and Washing-
ton, focusing on experience gained by
banks in New England.

The ABA board of directors endorses
a statement of principle on financial
advertising, designed primarily to as-
sist banks in the consumer examination
portion of new examination procedures
implemented by the Comptroller of the
Currency.
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JULY

An ABA spokesman endorses the ef-
forts of individual senators and the
Federal Reserve to seek simplification
of Truth in Lending laws. In testimony
before the Senate Banking Committee,
the ABA representative says the “time
is right to put an end to the spiral of
complexity” that has twisted the orig-
inal intent of the law.

The ABA holds a third banking lead-
ership meeting to evaluate the status
of NOW account legislation and pro-
vide industry leaders with an opportu-
nity to affirm their drive for equality
for bank customers.

Lee E. Gunderson, president, Bank
of Osceola, Wis., and C. C. Hope, vice
chairman, First Union National Bank,
Charlotte, are selected as regional can-
didates for the office of president-elect
for ABA for 1978.

Too Early to See Trends,
ABA EFT Survey Reveals

It's too early to draw meaningful
conclusions about the competitive im-
pact of EFT, said respondents to a sur-
vey made by the Payments System
Planning Division of ABA.

A report of the survey was submitted
to the National Commission on Elec-
tronic Fund Transfers. The report stat-
ed that since EFT is still in an early
state of development, the competitive
market is “very volatile.” The report
also said there are a great number of
participants and market experience will
be necessary before the preference of
consumers, corporations, vendors and
financial institutions will be developed
and accurately reflected.

The report concluded that: quantifi-
cation of market impact from EFT is
premature; any evidence available, or
reasonable speculation leads to the con-
clusion that shifts in market share will
be minimal unless financial institutions
ignore the options and opportunities
presented by the new service, that
smaller institutions will be able to of-
fer EFT as a result of development of
an actively competitive environment
among service providers.

The report also said that actual in-
volvement of most banks in EFT is
generally minimal and limited to a test-
ing phase.

ABA Plots EFT Scenario
To Determine Trends

The ABA recently projected an
eight-point scenario for EFT develop-
ment within the financial industry to

determine the future shape and pace
of EFT growth.

According to the scenario, a number
of competing systems offering terminal
services will develop, most owners of
systems will aggressively seek sharing
arrangements with other institutions of
all types, some few medium-to-large
institutions will elect sole proprietor-
ship of EFT systems in their own mar-
ket areas, early entry into EFT could
cause providers to experience initially
some increase in local market share.

The scenario also revealed that some
attempts will be made to penetrate
new geographic market areas by means
of remote terminals; that, eventually,
interchange capability among systems
in different geographic areas will de-
velop; that there will be some prema-
ture market entry and costly learning
exercises in the trial-and-error process
as a result of inexperience with new
systems and services; and as competing
systems develop, suppliers will begin
to offer a wider range of service pack-
ages to financial institutions.

Management Skills Library
Available From ABA

A six-part library to help bankers de-
velop their management skills is being
offered by the ABA’s Bank Personnel
Division in cooperation with the Com-
munity Bankers Division.

The Management Skills Library is
geared to assist the banker who wants
to continue to learn and to reinforce
previous knowledge in six areas: time
management, decision making, plan-
ning, communicating, interviewing and
coaching/counseling and management
by objectives.

Responses to a survey initiated by
a task force showed that CEOs recog-
nized that management is “a distinct
body of knowledge and practices, quite
apart from banking knowledge and
ability.”

The instructional package is de-
signed to be used for self-study, for
group training in a bank and for special
seminars. The six modules can be pur-
chased separately or as a set.

To help identify individual manage-
ment skills, the ABA is sending mem-
ber banks two separate self-assessment
guides: one for CEOs and one for bank
managers. The guides allow individuals
to score their own experiences and
identify their own self-development
needs.

Cost of the complete package is
$350. It is available from the Order
Processing Department, ABA, 1120
Connecticut Ave., N. W., Washington,
DC 20036.
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The vitality and energy of Houston is a source of pride to the
people of the Southwest, That’s why Oklahoma’s Bank of
/Im Excellence, Fidelity, is especially pleased with the choice of
Houston as this year’s site for the 1977 American Bankers
Association Convention. This year we couldn’t find a boat
big enough for Fidelity’s convention cruise. We’ll carry on
that tradition next year in Hawaii. However, a view of the
/Im Battleship Texas is part of the special evening we have
planned for our correspondents and friends
at the famous San Jacinto Inn near Houston.

OKLAHOMA'S
BANKOF EXCELLENCE

LOOKS FORWARD
TO SEEING YOU

INHOUSTON.

I Fidelity B a n k |

« Robinson at Robert S. Kerr
Oklahoma City ¢ (405) 272-2139
Member F.D.I.C.
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Banks Can Compete for Consumer Accounts

If They Know Their Competition

OMETIMES in trying to understand
S something, you have to back off
and take a fresh look at it in an objec-
tive manner. Banking is no different
and | recently did this. The industry
was frustrating me and so to better un-
derstand it, | tried to back off and take
a new look at the entire scene. You
know what occurred to me as | did
this?

| realized that there is a great sim-
ilarity between banking and religion,
which helps explain a lot of things.
The connection goes back for hundreds
of years because it was even written
up in the Bible. For example, in Mark
11:15-19, it describes how “Jesus threw
the moneychangers out of the temple.”
This is when bank architecture got its
beginning. After being thrown out, our
moneychanging ancestors had to go
build their own places, and as you
might expect, they copied many of the
designs from their former places of
business—marble pillars, gold leaf ceil-
ings, massive doors, inlaid wood panel-
ing.

Religious beliefs are normally ac-
quired at a very young, impressionable
age and they are held against all ap-
peals from reason, changing times, holy
people, admonitions of the devil and
assorted other attempts to shake those
beliefs—valid or not. Banking is very
much the same. We form our opinions
about how banking is to be conducted
early in our careers. We battle valiant-
ly to prevail against any change that
might shake our confidence in the basic
system and the way we originally
learned how it was to be done. (This
may be the banking version of “orig-
inal sin.”) For instance, “We've always
done it that way” is heard frequently.
Why do we do it that way? Because
we have always done it that way!

Then there is a tendency to think
that my religion is the only religion
and that everybody else’s has missed
the point. Everyone knows the only re-
ligion is Presbyterian! If you think
bankers aren’'t this way, you haven't
been in on discussions between the in-
dependent and holding company faiths.
There is no question that the holding
company believers are all going to the
bad place!

Now, most religions tend to rejuve-
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By DUANE McCULLOUGH
Senior Vice President
Fannin Bank
Houston

nate themselves from time to time with
enthusiastic sessions that we normally
call revivals. There are all kinds of vig-
orous preaching about the evils in the
world, the laws from on high and what
might happen if you don’t do right. A
lot of revival preaching is about that
“old time religion.”

As you well know, banks have re-
vivals also. They go by a lot of differ-
ent names, but for the sake of a better
word, let's call them workshops and
conventions. At these conventions,
there is a lot of preaching. There is
vigorous preaching about the evils in
the financial world, the laws from on
high and what might happen if you
don’'t do right. A lot of the bank re-
vival preaching is about that “old time
banking.”

Of course, in religion we think any-
thing this good should be offered to
everyone; therefore, we have all kinds
of what we call “missionary efforts” in
our churches. We send people to the
far corners of the world to save the
souls of the savage—the heathen and
the non-believers—to uplift the ig-
norant and the downtrodden. We
seem to think the most fertile ground
for missionary work that will reap the
most profitable evangelical rewards is
in foreign countries.

Banks, not surprisingly, think very
much the same way. We send our mis-
sionaries to the far countries of the

This article is based on remarks
made by Mr. McCullough at the 1977
Indiana Bankers Association conven-
tion.

world to heap economic salvation on
the heathen which, more recently, we
have come to call “the lesser developed
countries—LDCs.” We export our
banking product and message.

Then there is the strongly held con-
viction that the last real scripture was
written eons ago and that there is no
holy writ being handed down any long-
er.

And speaking of scripture, both in
religion and in banking, people take
comfort in their version of the law. “It's
in the book!” We like to refer to it as
being in the “Good Book.” That's be-
cause it is good for us if everybody
reads the same version. Of course, all
good bankers, in the same manner, like
to say “it's the law, it's in the book and
the Good Book will save us . . . the law
will protect us.” Notice how both the
Bible and Fed regulations are bound
in black with gold print! However,
some bankers are now wondering what
has happened to the protection of the
old good law; perhaps we need some
new prophets to interpret the law as
before. Sometimes the new ways are
difficult!

And then every so often there comes
a new breed to test our faith. Wild-
eyed young people who don’'t seem to
hold tight enough to the old ways.
They challenge our churches and the
things they preach sound blasphemous
to us. Our churches are shaken by the
pronouncements of these rebels from
the new generation.

The same is true in banking. We see
the new generation coming out of the
college wilderness wearing beards, long
hair, leisure suits, puka shell beads and
high-heeled shoes saying blasphemous
things.

They attach to themselves new sym-
bols like plastic cards of blue and
gold. They seem to discard the old se-
cured ways. They speak in tongues—
languages they call Cobol and Fortran
—and they utter phrases that terrify
us and make us wonder what is hap-
pening to the order of things. They
take the banking pulpits and say things
like: EFTS (a four letter word), con-
sumerism, EDP, and right in public
they say “women’s liberation,” CIF,
REIT (another 4 letter word), EEOC,
data base, ACH and APR (remember
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f# to make the necessary
decisions that keeps your bank out

in front of the competition. Boatmen’s
correspondent bankers know
conserving your time is an important
part of their job. Time is precious, and
more than ever before, the need for a
correspondent banker that stays on
top of the relationship . .. one that’s
sensitive to your specific needs and
requirements ... is crucial. Ted
Smothers, Harold Smith, Al Ackermann,
Phil Setterlund, Bill Springer . , .
correspondent bankers from
Boatmen’s who are determined to set
you free.



". .. at least one major reason the smaller banks continue to
be profitable in an area that many large banks seem ready to
abandon is that they ... know their market

when APR was only an abbreviation
for April?)

I'm here to tell you, folks, that these
prophets have shaken our very founda-
tions, but | also want to tell you some-
thing else. Are you listening, brothers
and sisters? The preaching is over and
the lessons have begun!

What is the major lesson that we are
being taught? It's a very simple one.
We, as bankers, have not listened to
our prophets, but someone else has and
they are doing the teaching. We aren’t
going to like the teachers, though. I
can tell you that! Why? Because they
don’'t use the same “Good Book” that
we use. They're heathens!

What's happening when S&Ls can
branch all over and we can’'t?

What are we to do when credit un-
ions put ATM machines in shopping
centers and we can’t?

What happens when Sears & Roe-
buck offers more financial services than
we do and from more locations?

| tell you it's the work of the devil!

But, knowing this and calling down
eternal damnation on these heathens,
we still throw some of our most vigor-
ous efforts into combatting a friendlier
enemy—other banks. We snipe at each
other: holding company versus inde-
pendent, city bank versus country
bank, branching versus non-branching,
state charter versus national charter.

It's more fun because they read the
same scripture we do. But facing up
to the real competition—that's no fun!

Okay, I'll quit preaching at you for
awhile, but | hope you get my message
that too many of us look on banking
more as a religion or a holy institution
of some sort rather than as a business
to be run and managed by good busi-
ness practices. When we view our
banks as “the blessed or chosen ones,”
it tends to make us think we are above
the competitive struggles that are nec-
essary to make us compete out there
in that dirty old secular marketplace.
But that's where we have to live!

That is where we have to compete
with the S&Ls, credit unions, captive
finance companies, retail chains and
others. Many prophets of doom are
wringing their hands and saying we
can't compete in this area, that the out-
look is bleak, that we had better get
out. | want to address this mood that
seems to engulf some of our brethren.

56

All across the country we are hearing
a growing chorus of those who say
“Retail banking has lost its allure,”
“We are placing less emphasis on retail
banking” or “Consumer banking is
more trouble than it's worth.” More re-
cently, | heard a banker say, “We are
getting out of consumer lending and
leaving it to the suburbs.” | could go
on with many other recent statements
from business and bank publications.

Interestingly enough, the rhetoric is
coming from the giants and pacesetters
of the industry more than from the
rank and file banks. Its coming from
those institutions considered to be the
“smart” guys in the banking field. Yes,
it is definitely coming from the same
industry leaders we hear from fairly
regularly these days.

In the last couple of years we heard
the wails and moaning about REIT
problems coming from many of the
same critters—not from the many
banks who were too “unsophisticated,
archaic and conservative” five and six
years ago to see the allure of the REIT
creation that was destined to become
a Frankenstein. Whether caused by
subsidiaries, investments or loans, the
cries of anguish over REITs were loud.

And, come to think of it, weren't
these the same innovators of the “cap”
and “bullet” loans? Many lesser lights
in banking could not see the wisdom
of this type of lending. During our last
monetary bind, so many teeth were
lost biting all those bullets that if we
get into another crunch of similar pro-
portions, we will have to call them
“Jello” loans!

And just prior to those wonderful
discoveries was the zippy period of
“asset management.” We were all
going to the promised land of profits
from our “trading accounts.” They for-
got Chisholm’s Second Law of Human
Interaction—“Anytime things appear to
be going better, you have overlooked
something.”

We have also seen in recent years
some major banks charging into dis-
asters related to the credit card busi-
ness and subsidiary problems stemming
from holding company activities. Also,
the battles that were fought to keep
from flowing loan loss provisions
through the income statement, growth
for growth’'s sake and others. | am
forced to conclude that, as a respected

associate once told me, “Financially,
banks are tough organizations and you
really have to work like hell to bust
one!”

But, with some of these minor de-
bacles aside, our industry leaders have
seldom made such a lemming-like rush
over the cliff of the unknown as they
did after the Booz Allen study of the
late sixties. The industry swing toward
“consumer” banking probably even
surprised some old retailers with its in-
tensity. Banks in metropolitan areas
that had never had retail departments
blossomed with fully staffed “consumer
banking divisions.” Banks that had nev-
er experienced a funds shortage raced
for additional deposits. Banks with lim-
ited credit card penetration installed
automated, card-activated teller ma-
chines at $40,000 a whack. Banks that
previously thought a marketing depart-
ment was where you kept the baseball
tickets and key chains suddenly had
elaborate marketing staffs. Branches
became increasingly in vogue and the
race was on for every available street
corner. And, adding to all this lunacy,
some of the major banks in the country
began giving away their most widely
used service, the checking account.

Now, after a few years of this helter-
skelter, “leap before you think” chaos,
we have the chief officers of some of
the nations’ leading banks saying (in
carefully modulated, authoritative
banker tones, of course), “We find re-
tail banking to be unprofitable.” It's got
to be the funniest line since Will Rog-
ers.

Bankers who have made their living
on retail business for years must be
amused about this entire scenario.
They made good profits from consumer
banking before 1970, have made good
profits during the past six years and |
suspect will make good profits over the
next several years—contrary to the
dire pronouncements of our Chicago
and New York friends.

In my estimation, at least one major
reason the smaller banks continue to
be profitable in an area that many large
banks seem ready to abandon is that
they, with a great lack of sophistica-
tion, know their market. Retail business
is not a sideline. They know what
business they are in and what market
they are after. They see the consumer
as a customer, not merely a funds sup-
plier or as a panacea to some new
wave of the future.

One of the real areas of abuse re-
cently is the installation of automated
teller equipment. This equipment is in-
novative and serves to fill a need of the
banking community, both now and in
the future. In order for it to be success-
ful in a bank, however, management
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think, also, about a
major Regional Bank!

Many people, when they “think Mississippi,” have over $1 billion in total assets - with the capability of

in mind the state’s Old Capitol Museum in Jackson,  handling virtually any need you or your customers may
or a civil war battlefield, or a beautiful antebellum have for special services in Mississippi.

home, or some other historic or scenic feature A call to the Regional Bank Officer serving your area
for which Mississippi has long been famous. will bring you the kind of prompt and efficient

But, there are many other things to think about in service you expect from a major regional bank.

Mississippi today: A per capita income growth rate that
is third highest in the nation and a five per cent

increase in employment for the year 1976. And, The _Co_rre_spo_ndent _Department
Mississippi's largest commercial bank - now reporting of Mississippi’s Regional Bank
Barney H. Jacks Jim Crawford
Senior Vice President and Manager Southwest Mississippi
. & Louisiana
Bill Lloyd

D E P O Srr Northwest Mississippi EdKeeton
& Arkansas Northeast Mississippi,

Joel Varner West Tennessee &

GUARANTY Souitheas Mississpi Northiest Acbara

& Southwest Alabama
NATIONAL BANK wember Foic.
Jackson ¢ Cemtreville « Greenville
Greenwood « McComb « Montjcello

Natchez « Newhebron ¢ and
offices in Clinton and Pearl.

Main Office: Jackson, Mississippi
Area Code 601 354-8076
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and its marketing staff must understand
the best use of the equipment. Unfor-
tunately, up to this time, many of those
who raced headlong into the purchase
of automated teller equipment thought
that it could replace live tellers or
branch operations. This has not been
the case. Those fellows are just shovel-
ling fog.

The fact is that, as of this date, the
most effective advantage of ATMs is
as a cross-selling tool: A terrific reason
for people to maintain several different
kinds of accounts with a hank; i.e.,
checking, savings, credit card, etc. Sec-
ondly, the machines serve as excellent
function in extending banking hours
through the evenings and weekends.

To line the lobby with rows or clus-
ters of automated teller machines in or-
der to reduce the number of human
tellers or to stick one in the wall of
every branch just because the branch
is there is ridiculous. The cost of such
an operation will not be recouped for
a long while, if ever.

It is not surprising that many banks
are finding it difficult to market ATMs
profitably to the consumer. What is
surprising is the lack of understanding
the whys. And to say that it cannot be
done at a profit is ignoring the facts

Analyzing the figures published by
the FDIC for year-end 1975 on com-

parative bank statistics and examining
the Fed’s “Functional Cost Analysis,”
we see an interesting fact: Small banks
on the average make a higher return
on assets and equity than large banks.

What's the point? The small banks
(under $50,000,000) normally depend
by-and-large on the retail customer for
their livelihood. It's the large banks
who concentrate on the supposedly
very profitable “wholesale” business.
But the numbers say that, on the aver-
age, small banks primarily serving the
retail customer are more profitable than
their larger counterparts serving the
corporate customer. So why do we hear
so much about how unprofitable the
retail business is? Because in some of
the nation’s major banks the job has
been done poorly, with abominable
planning, with little perception of what
was to be accomplished and with ex-
tremely poor cost control.

Success in operating a profitable re-
tail banking operation is largely a mat-
ter of attitude. Management must view
the consumer market as a serious seg-
ment of the market mix and not as just
a bother to be put up with. Once this
is accomplished, things begin to hap-
pen internally that give the organiza-
tion the direction and structure it needs
to be successful.

And that brings me to the thought

Nationwide NOW Account BiIll
Passed by Senate Committee

WASHINGTON, D. C.—A bill that would create an interest-bear-
ing checking account is scheduled to be voted on by the Senate some-
time this month. The so-called NOW (negotiable order of withdrawal)
bill was approved by the Senate Banking, Housing and Urban Affairs
Committee August 3 before Congress took a summer recess.

The ABA is holding a leadership meeting this month to decide
whether to initiate an all-out drive to kill the bill.

Basically, the Senate bill would extend NOW accounts from the
six New England states where they now are permitted to the other
44 states. Rate ceilings on such accounts would be established by a
committee of officials from federal financial regulatory agencies. In
addition, only individuals would be allowed to have NOW accounts.

Businesses would not be eligible.

The proposal would liberalize Fed reserve requirements for smaller
banks, authorize the Fed to pay interest on required reserves, extend
Regulation Q to December, 1979, provide that state-chartered mutual
savings banks could convert to federal charters and authorize an
increase in federal deposit coverage from $40,000 to $100,000 on
individual retirement and Keogh retirement accounts at all financial

institutions.

The bill approved by the Senate Banking Committee was largely
the version drafted by the committee staff under the supervision of
Senator Thomas Mclintyre (D.,N.H.), described as a strong backer of

NOW accounts.
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I want to leave with you. Banks can
compete in the financial marketplace
today for the consumer’s accounts, but
we must recognize who we are compet-
ing with. Other banks, of course, but,
more importantly, we are competing
with those heathens who do not read
the same Good Book we do—those
who don’t necessarily abide by the
same rules. Even with their branch ad-
vantages, rate differentials and tax
breaks, we can do a better job. If we
have to ask for legislative help, let's
seek relief by asking for fewer restric-
tions on banks rather than more re-
strictions on our competitors.

Marketing or business development
is a grass roots endeavor. In banking,
the operations area is grass roots. Truly
successful bank programs involve the
ideas and suggestions of people
throughout the bank. Costly errors—
both in dollars and in judgment—can
be avoided by having early participa-
tion in the planning process by those
persons who must carry out the sup-
port functions that make a banking
service work. People in the operations
area of banks must be encouraged to
look for ways to improve services, to
improve pricing, to increase fee income
and to do a better job of serving the
customer.

Maybe, due to the nature of the
beast, operations departments quite of-
ten seem to do a better job in holding
the line on costs than they do on pro-
viding a consistent level of good ser-
vice. Much of this may be a result of
operations personnel not being made
to feel a part of the business develop-
ment programs. Involvement can come
in many forms, some as simple as get-
ting a group of employees together and
asking them what they think some
good new services might be. In any
event, not involving the operations de-
partment from the beginning of any
marketing program is a common fail-
ure of many bank marketing officers.

Operations folks needn’'t get smug,
however. As many good programs have
been killed by “hard-headed” opera-
tions departments as any other way.
Operations people must take a greater
interest in what goes on in their bank’s
marketing place. They must realize
that a customer is our livelihood, not
a bother.

Why shouldn’t operations people be
invited to go out and meet customers
and potential customers? | think they
would enjoy it and | know the results
for the bank would be rewarding, not
only in new business but also in atti-
tudes of people throughout the bank
concerning the true meaning of mar-
keting and business development.

During the course of a successful
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Don Ingram Fred Greer John James Rick Wilson

Barbara Day Buddy Hobbs Doug Bangert Bill Waidelich

Meetthe bankerswho
bringyouC&S.

Any one of them can bring our bank to yours.

They're the C&S team of correspondent bankers. And no matter what your needs,
they’ll bring you the kind of committment and responsiveness you’'d expect from your own
banking staff—whatever it takes to make your bank bigger, stronger, better.

Like information about land, labor, resources, markets, anything to do with agri-
business in Georgia or the Southeast.

Like seminars on current banking legislation, administration, commerual lending,
more.

Like valuable assistance in loan participations and bond invest-
ments; or help and long-term consulting in property management.

Like one of the most advanced cash letter services in the country;
or sophisticated data processing/computer services programs.

In short, they’ll bring you the full resources of one of the most pro-
gressive banks around: C&S.

For more information, write Correspondent Banking, The Citizens
and Southern National Bank, 99 Annex, Atlanta, Ga. 30399. Or call
toll-free: (800) 241-5832. In Georgia, (800) 282-5840.

TheCitizens and Southern National Bank

MID-CONTINENT BANKER for September, 1977
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MGIC writes more mortgage
insurance than any other company.
That makes us the primary source for
the secondary market.

For example, in the first six months
of 1977, MGIC transacted almost half of
total industry secondary market
activity. On an average workday wve put
together over $9 million in secondary
market deals. And these are verified
transactions.

No deal istoo big. None too small.
Whether it's a $100 thousand or a $100
million deal, MGIC iscommitted to
provide you with the fastest, most
productive, and most personalized
service.

In addition to our field
representatives, we have secondary

market specialists in each of our
divisional headquarters. If you've never
invested, these people can help you get
started. If you're a seasoned buyer or
seller, they will utilize our vast network
to make the best deal for you.

Our specialists can assist you with
your variable rate purchases, planned
forward programs, perfected security
interests. Also, they can update you on
national or regional technicalities.

For primary access to the secondary
market, contact MGIC. The source with
the most optiors. Call your nearest
MGIC division office listed on the right.

Mortgage Guaranty Insurance
Corporation, amember of the MG IC
investment Corporation family. MGIC
Plaza, Milwaukee, Wisconsin 53201.

Mortgage Guaranty Insurance Corporation

Federal Reserve Bank of St. Louis
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corporate business development cam-
paign in our bank last fall, we uncov-
ered some real salesmen among our op-
erations people. They discovered a
whole new world of effectiveness they
can have for their bank. One of our top
producers was our building manager,
our auditor brought in two new ac-
counts, a prospective customer wrote
a letter to the president of the bank
saying that the personnel manager had
made the best bank call on his firm
that he had ever experienced. These
people have gotten a taste of marketing
in the trenches and they like it. Person-
ally, I think they will he much more

effective operations people from now
on.

We must have a good solid interface
and mutual respect between these dis-
ciplines—marketing and operations.
We need each other! | was once told
if 1 wanted to be a good marketing
man | should know as much about the
balance sheet as the controller does.
That may be over-zealous, but the con-
troller conversely should know some-
thing about the marketplace.

How do we make consumer business
profitable? Do you know where the
answer is—the answer to handling re-
tail business profitably, the answer to

meeting the competitive struggle we
are in? Do you know where this battle
will be won or lost—little by little, day
by day?

Right in the operations areas of your
banks, right in the guts of where cus-
tomer accounts are handled, right in
the invisible part of our banks. That's
where attitudes touch customers. That's
where mistakes are made or not made.
That's where efficiencies are achieved.
That's where marketing efforts are
launched or torpedoed!

If we don’t learn these lessons, it will
be time for the preacher again, and this
time there will be slow walking and

sad singing. But rejoice, there is a day
of glory coming for those who believe!

Check Processing Program
Modification Urged Now

The ABA is urging banks to make
simple but essential modifications in
their check processing equipment now
so they will be prepared to handle a
change in the routing number field on
next July 1.

The plan calls for the removal of the
dash in the MICR line at the bottom
of the check and the insertion of a
modulus-10 check digit as the last digit
in the routing number field.

The new digit can be used to correct
any single misread character in the
routing number field as is currently
done by many banks in the account
number field. This is expected to elimi-
nate a major cause of manual proces-
sing in check handling.

Use of the new modulus-10 check
digit on checks will be voluntary, but
banks must be prepared to process
checks with the new format by July 1.
The voluntary part of the proposal was
aimed at the large inventories of checks
outstanding in bank customers’ hands
and inventories of internal checks.

While the new formula is not author-

Inthe
HnestTradition
of Service.

Liddon McPeter’s outstanding year of
service to the American Bankers Associ-
ation comes as no surprise to his colleagues
and friends. For we admire and appreciate
his dedication, his sincerity, his earnest
endeavor to make all things around him the
very best they can be.

We have known him for many years as
a friend, and now as a competitor. We praise
him for his achievements on behalf of the
American Bankers Association and honor
him for upholding the finest tradition

of service. ized for use until next July, many banks
W e ram ceeeoceee; are planning future check inventories
now.
| The ABA'’s recent publication, “Rout-
1 t 1 ing Number Excerpts From the Final

Report of the ABA/FRS Check Digit

Task Force,” could be helpful in pre-
r paring new programs for check proces-
sing reader/sorters. It's available at $5
from the ABA Order Processing De-
partment, 1120 Connecticut Ave,,
N. W., Washington, DC 20036.

BANK OF’:iEII\'\AFISCSISSIPPI

Administrative Offices: Tupelo, MS 38801
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(Every Director Should

The Bank Director’s World.
$6.25

“(Many) directors are unable to adopt (an)
easy solution to the conflicts dilemma.
They must recognize that conflicts of in-
terest always have and always will exist
in bank boards . . . the board obviously
can't have each director resign whenever
a conflict . . . presents itself. Rather, the

WOMEN: the “Forgotten” Directors.
$2.00

Could be most helpful to banks contem-
plating the election of a woman or women
to the board. Survey results from women
directors across the country show how
they view their relationships to other di-
rectors of their banks, what they feel are

A Trust Guide for the Bank Director.
$5.00

Since introduction of the Keogh Act
(H.R.10), many small firms and self-em-
ployed individuals have established pen-
sion trusts, so the number of banks adding
trust functions has increased substantially.
Directors of banks with new trust depart-
ments or newly elected directors of banks

Behind Board Room Doors.
$6.00

Dr. Lewis E. Davids, Editor, The BANK
BOARD Letter, provides insights to fine
points of bank board membership. Sam-
ple chapter topics: CEO selection, reim-
bursement; management audits; finding
customers; board minutes; director fees,
retainers. Typical paragraph: “The chair-
man . . . receiving an examination report,

Quantity

Have a Copy!)

board should . . . police itself (and) openly
discuss factors involving conflicts.” That
quote illustrates one of many overlooked
points of bank board membership that are
examined in this book by Dr. Lewis E.
Davids, Editor, The BANK BOARD Let-
ter. Director relationships with the HC,
CPAs, legal counsel, stockholders, corre-
spondents and advisory boards are cov-
ered. Includes models, exhibits.

their relationships to men and women
staff members of the institution, frustra-
tions and delights encountered in board
service and what they see as today’s ma-
jor banking problems. By A. Ruth Davids,
Senior Research Associate, with Dr. Lewis
E. Davids, Editor, The BANK BOARD
Letter.

with established trust functions often aren’t
fully conversant with direction of trust
activities. They will find this book, by Dr.
Lewis E. Davids, Editor, The BANK
BOARD Letter, to be a valuable aid. It
delineates trust department examinations,
policies. Includes Comptroller's Regulation
9, covering fiduciary powers of national
banks, collective investment funds and dis-
closure of trust department assets.

verbally briefs the board on its contents,
not permitting each to . . . review it in
its entirety. A top bank supervisor told
me of an instance (where) a bank director
demanded to see the report. He saw it,
but only after the CEO had removed
pages containing the examiner's comments
and conclusions and violations of law and
regulations. Fortunately, the director had
the foresight to note the missing page
numbers.”

The BANK BOARD Letter

Prices 408 Olive St., St. Louis, MSO 63102
) Please send us:

Listed Below copies, Bank Director’'s World $
copies, Women: the “Forgotten” Directors $
copies, Trust Guide $
copies, Behind Board Room Doors $

WOMEN: the Total Enclosed $
"Forgotten" Directors
2. 5 $1.90 11-25 $1.75 Name & Title ..o,
6-10 $1.80 over 25 $1.70 BANK oot es ettt ees
Behind Board SEIEEL ettt
Room Doors

City, State, Zip .o

2- 5%5.25 ea. 11-25 $4.75 ea.
6-10 $5.00 ea. over 25 $4.50 ea

(Please send check with order. In Missouri, add 4%% tax.)
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Smile.

Oian Mills is making
your bank picture

brighter.

There’s something to smile brand new Bank Advertising For all your bank marketing
about when people are flock- Campaign is being produced. needs, contact the Bank Mar-
ing to your bank in droves. And keting Division at Olan Mills. If

This campaign will be made
available toyou atavery nom
inal costand will include a
year-round program of news-
paper ads, radio spots,
billboard designs, statement
But Olan Mills doesn’tfeel like stuffer designs plus abudget
that’'s enough. So just recently guide promotion. A special

we don'thave it—we’ll find a
way to get it. Keep on smiling
and have a nice day.

that’s exactly what happened
in East Tennessee when 8,000
families discovered the Olan
Mills Portrait Promotion at
United American, N.A.

they decided to give you some- feature of the campaign is the
thing toreally smile about. free color portrait promotion
Through its newly formed for individuals and family
Bank Marketing Division, a groups—tried, tested and

guaranteed to work.
THE NATION’S STUDIO

Bank Marketing Division

1101 Carter Street

Chattanooga, Tennessee
Telephone (615) 622-5141 Ext. 213

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



Performance... has made us the leader

Our products, program design, service and flexibility We know what makes a good program; we have the
to react to your needs are all elements of our product and the collateral material to support a good
performance. program; and we can assist you in developing the best
Salem continually performs effectively and efficiently one for your particular needs.

for many of this country's large, medium, and small Call us . . . watch us perform.

financial institutions . . . helping to create new Jay H. Keller 1216)332-4655

customers, more active customers, more deposits . . .

and all at minimal or no cost. SALEM CHINA COMPANY

Salem has the experience that helps insure smooth SALEM SILVERSMITHS
running programs. South Broadway Extension
Salem, Ohio 44460
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CHKISTMAS SPECIAL

TO: ALL BANKS & SAVINGS & LOAN ASSOCIATIONS
“A UNIQUE PROMOTIONAL PROGRAM®

WITHOUT COST TO YOU
The Bel-Air Company proposes to offer to your customers and your potential customers a
FREE "8 x 10” natural color portrait of their family. This program is designed to improve

customer relations and add new accounts. We provide advertising material plus trained per-
sonnel, you only furnish the location.

A FEW OF THE ACCOUNTS SERVICED BY BEL-AIR

2606 Dixie Highway
Louisville, Kentucky 40216
O Please contact me, I'd like to discuss a portrait program.
O Please send me additional information on your program.

F7/AML aNDTHLw

INSTITUTION NAME

ADDRESS

CITY STATE ZiP PHONE

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



A / £ >
2 ¥ V

M i
HOW MUCH DOES ERISA COST YOU?
ARE YOU AND YOUR COMMUNITY LOSING
VALUABLE DEPOSITS THAT COULD BE WORKING IN
THE COMMUNITY FOR YOU? A i
THETHT fUIM U PEOPLE g i
IS ils
PRESENT gsga 'v-" N

The first in a totally new concept to enable Financial Institutions
to provide full retirement planning services including Corporate
and Keogh plans.

While increasing deposits dramatically, we eliminate all ad-
ministration and other related expenses.

#1 In the Western United States having administered over 4000
Retirement Plans since ERISA.

For additional information about our fully computerized ERISA
service for Financial Institutions, write or call.

TRt FL iMGY

303/750-2211
or outside Colorado 1/800/525-8079

817 17th Street Suite 1020
Denver, Colorado 80202
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"With Travelers Express,
we make money on
each transaction.

J. Larry Carter, President and Chief Executive Officer
The First National Bank in Albuquerque, Albuquerque, New Mexico

“Because Travelers Express Money Orders are
easy to issue, our tellers enjoy selling them.

It helps teller lines to move faster. In fact,
we’re now able to sell money orders

through our drive-up windows—something

we couldn’t do before.

In the past, we viewed our own money orders
as something of a ‘loss leader.” But with
Travelers Express, we make money on each
transaction. It was quite a turnaround

for us

Travelers Express people have cooperated
with us in every possible way. We're
entirely satisfied with the service.”

Does First Albuquerque
know something about
Money Orders that you

ought to know?

Call us toll-free at 800-328-4800*

*In Minnesota call collect 612-546-6161

[ravelers Express zuw

_ : _ D SERVICES«
1400 Lilac Drive South, Minneapolis, Minn. 55416 "B a creyhound subsidiary ht J
©1977, Travelers Express Company, Inc®
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"FINE ARTS” TRAY/PLAQUES

AN EFFECTIVE “DUAL-PURPOSE” PREMIUM
FOR CHRISTMAS CLUB & YEAR ROUND USE

Our exclusive OVAL SHAPE adds an elegance which
makes them equally desired as a beautiful wall plaque
and as a fine and practical serving tray.

This double-appeal is further enhanced by their limited
exclusive availability - ONLY THRU YOU!
(none sold in stores anywhere)

A HARD-TO-CET ITEM LIKE THIS IS ALL THE MORE
WANTED! IT WILL OUT-PERFORM ALL COMPETITION

JUST A FEW OF MANY TESTIMONIALS
“We more than doubled Christmas Clubs to over 7000 this yr.”
“Sold 1500 1st order in two days at $1 ea., 9000 altogether”
“Acceptance of your tray/plaques this year was tremendous”
“Re-ordered two times, completely sold out, people love them”
“Your trays helped us attain a 64% Club increase this year”
(We’ll gladly send you copies of original letters)

YOU GET A "DUAL” BENEFIT TOO

A powerful incentive item to begin with, then a residual
goodwill advertising benefit, for many years to come.... Unlike
Christmas candles, cookie cutters, records, etc., which have a
short Holiday life, “FINE ARTS” Tray/Plaques remain in active
year-round use, exposed to visitors (asaproudly used tray or wall
decoration) and, not seeing the like of them in stores anywhere,
they ask wnere procurred, - your good name then mentioned
endless times as THE source, a hign-level goodwill advertising
BONUS few if any other premium items can offer you!

WRITE NOW FOR EXCLUSIVITY IN YOUR TRADING AREA
(FREE TRAY: send only $1 to defray postage and handling)

WE RECOMMEND ONE SCENE FOR ANY ONE PROMOTION, “WINTER” OF
THE FAMOUS “FOUR SEASONS” FOR YOUR FIRST TIME AROUND.

FABCRAFT, INC., 504 Sixth St., Frenchtown, N.J. 08825 (201) 996-2111

We are the manufacturer, selling to you direct to your advantage
QUALITY-WISE, PRICE-WISE, and SERVICE-WISE. We recommend at all
times ordering conservatively, we guaranteeing maintainance of ample
stocks to assure prompt (often same day) shipments of re-orders. We buy
back 25% of any last order. Quality of Product and Quality of Service are
our credo. You'll like us.



W atch Incentive Snags Auto Loans;
Record Amount of New Business Gained

HAT DO WATCHES and car loans have in
Wcommon?

A 53% boost in installment loan volume at New
Jersey Bank!

According to James R. Kerr, advertising and pro-
motion manager at the bank, which is headquartered
in Paterson, N. J., loan business was pretty scarce
last fall. Even though the economy was picking up,
customer spending was cautious at best. New-car
buying was up, too, but many of those buying autos
were paying for them out of their savings.

So an incentive was needed to enable the bank
to get a piece of the action through its 43 northern
New Jersey offices.

Mr. Kerr mapped out a three-month promotion
featuring Helbros watches. Any customer taking out
a personal installment loan of $2,500 or more be-
came eligible for any one of eight different watches
with suggested retail prices ranging from $80 to
$110.

The offer applied to loans other than auto, but
since most loans in the $2,500 range fell into the
auto category, this aspect was stressed in advertising.

Readers of newspapers were advised to “take out
a car loan and take home a watch.” They were told
in the body of the bank’s ads that the bank realized
that most people needed time to shop for a new car,
so, they were told they could come into the bank,
apply for a loan, get it approved and then have up
to 90 days to use it. Once the loan was consummated,
the customer received his free watch.

Newspaper ads pushed free watches for new auto loan
customers.
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In addition to newspaper ads, radio and direct
mail were used to publicize the offer. Radio spots
were geared to reach two different audiences—
higher-income, higher-educated adults and the
young adult group.

Current loan customers were a prime target for
direct mail. According to Mr. Kerr, this category
of customer—with loans about half paid up—is
among the best loan prospect any bank can have.
About 10,000 customers were solicited and every
effort was made to contact only those with good pay-
ment records. Between 5% and 6% of these customers
took out new loans, Mr. Kerr said.

To help promote the program, watch displays
were set up in each bank office. A brochure rack was
also put into use at each office to enable customers
waiting in teller lines to be exposed to the terms of
the offer. The watch display was eye-catching and,
according to Mr. Kerr, gave a better sense of unity
to the promotion than some of the bank’s previous
incentive programs that featured unrelated premiums.

In conjunction with the promotion, the bank put
employees to work by setting up competitions among
groups of branches. Employees were given quotas of
new loan business and those in the top loan-pro-
ducing branch in each of four groups received free
watches. Periodic memoranda to the branches kept
the competition strong.

Cross selling was also emphasized. Each premium
order form included space for the employee to in-
clude a record of his cross-selling efforts. After the
dust settled on the promotion, it became evident
that 28% of the customers taking out loans were sold
an additional service, such as a checking or savings
account or a safe deposit box.

The promotion broke all records for incentive suc-
cess at the bank. This was quite a feat, since the
bank is a frequent user of incentives.

Mr. Kerr said the offer began in late September
and loan volume for October rose 13% over figures
for the previous year. November was even better,
with a 51% gain. December rattled the charts with
loan volume a whopping 67% over that of the pre-
vious year.

Dollar-wise, the bank registered a 53% increase in
direct consumer loans for the year, which translates
into $4.5 million in new business.

Of the more than 4,000 individual loans written,
more than 2,000 were large enough to qualify their
makers for free watches. Men’s watches outpulled
women'’s by five to three.

At the outset of the promotion, Mr. Kerr had en-
visioned a 10% increase in business. The watch in-
centive provided the bank with $3.6 million more
than planned! = <



Financial institution marketing is
no small-time operation.

Your needs are great. You need
different types of promotions to meet diffe-
rent marketing objectives. Training pro-
grams. Incentive campaigns. Premium

development programs . .
financial institutions.

. exclusively for

And because we're S&H, we have
the motivational expertise, the near-by
warehousing, and the brand-name merchan-

dise to guaran-

promotions. Continuity promotions. Mail- tee you a profit- Financial

order promotions. And more. able program. Promotions
That's where S&H Financial Think

Promotions comes in. of us as the one 3003€.KemperRd.
We're the only firm in the business place to shop for Cincinnat,Ohio 45266

that offers a full-range of full-service business super marketing. Phone (513)771-5590

New Account Acquisition Programs e Staff Training and Business Development Programs < Loan
Generation Programs < Credit Card Programs < Continuity Programs <« Branch Openings

A Sperry and Hutchinson Company
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Hunt for New Mortgage Financing
Caused by Increased Home Building

OMEBUILDERS in the United States will start

close to 1.9 million new housing units in 1977,
economists for the Federal Home Loan Mortgage
Corp. (FHLMC) estimate.

And, because mortgage lenders—principally sav-
ings and loan associations—will have insufficient new
savings to support this level of home-building ac-
tivity, an expanded fortune hunt for new sources of
mortgage financing for homes will develop, they said.

Kenneth M. Plant, vice president-research, said:
“Housing starts in March exceeded the two-million-
unit annual rate, partially reflecting the deferred
starts from January and February. The seasonally
adjusted annual rate should . . . total around 1.85
million to 1.9 million for the year.

“This increased housing start level and the con-
tinuing strong demand for existing homes will in-
crease total mortgage financing substantially. Total
residential mortgage originations equalled $12 billion
in 1976, and are likely to increase to $155 billion-
$160 billion in 1977,” he added.

“S&Ls increased residential mortgage holdings by
$46.6 billion in 1976 and in 1977 will probably
record a net increase of $52 billion-$54 billion.”’

FHLMC was chartered by Congress in 1970 to
increase the supply of money available for housing
primarily by developing a secondary market for
conventional residential mortgages. It buys and sells
more conventional residential mortgages than any
other institution in America.

Among the options available to a mortgage lender
that has insufficient funds to meet mortgage demand
in its area is to sell mortgages it has already made
to FHLMC or other investors. It can then use the
funds realized by such secondary market sales to
make new loans.

Financial Economist lra D. Measell said: “It is
evident that (in) 1977 .. . renewed fears of higher
inflation, higher short-term interest rates and record
demand for mortgage loans will sharply reduce the
amount of excess capital that S&Ls carried in 1976.
As a result, S&Ls will be more dependent on the
secondary mortgage market and Federal Home Loan
Bank advances and other borrowings to acquire
needed lending capital. . . .

“S&Ls will close a record dollar amount of (mort-
gage) loans in 1977.

“Loan demand has been strong in the West and
is beginning to pick up elsewhere, especially in the
South Central, North Central and Florida markets.

“In the first quarter, S&Ls closed $18.9 billion in
(mortgage) loans, a 38.7% increase over the first-
quarter 1976 level, while mortgage loan commit-

ments outstanding in March were $19 billion, up
33.4% from the March, 1976, level.

“For the year, total loan closings should be in the
$95 billion-$105 billion area, up from $77 billion in
1976.”

Mr. Measell forecast that the West region will
account for about one-third of total mortgage loan
closings this year. He forecast that the Northeast
and North Central regions will begin to purchase
a larger share of mortgage loans and participate in
a lower share of mortgage sales. He forecast that
the South Central and West regions will increase
their share of loan sales and decline in their share
of loan purchases.

Traditionally S&Ls, which account for the great
bulk of conventional residential mortgages in Ameri-
ca, have also been the principal purchasers of mort-
gage loans in the secondary market.

According to Mr. Measell's analysis, “The reduced
levels of excess capital will act to reduce the rate
of increase in loan purchase volume by S&Ls in
1977 T

Mr. Measell concluded, “It is likely that S&Ls
will increase their efforts to sell mortgages to in-
vestors other than thrift institutions, as most S&Ls
will have a lower level of funds with which to
invest in the purchasing of loans in the secondary
market in 1977, compared to 1976.”

In his analysis, Mr. Plant concluded that many
consumers may have anticipated and pre-spent the
income tax rebate proposed and then withdrawn by
the Carter Administration.

Mr. Plant commented, “The consumer has been
almost single-handedly fueling the current economic
recovery, through increased levels of expenditures.
Real consumer spending (adjusted for inflation) in-
creased 6.2% in the first quarter, following a 7%
rise in the fourth quarter, when real disposable in-
come was increasing only 3.5% and 3.2%, respectively.

“This high-level spending has been supported by
a declining savings ratio. In the fourth quarter of
1976, the savings ratio of 5.6% was down from 7%
increase earlier in the year and almost 8% in 1975.

“Consumer spending should continue on the up-
beat, but not as strong as the immediate past two
quarters. . . .

“Savings inflow in the first four months of 1977
has been $1.8 billion less than the inflow in the
comparable period of 1976. This reflects the higher
level of consumer spending and the lower level of
overall personal savings in 1977 versus 1976.”

FHLMC's economists concluded that, since S&Ls
finance most of their mortgage lending activity from
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Enlargement from Polaroid negative of actual monitor image.

Instantrecall.

You've got a drive-up banking operation.

You’'d like a security system that provides a
reviewable record of all transactions. You'd like it
to be foolproof, with good evidentiary information,
easily accessible. And you'd like to be sure

it's working properly. All the time.

Consider Javelin’s InstantRecall™ Drive-up
Security System.

It videotapes each customer in his car, the license
plate, the date and time of each transaction.
Automatically. With up to afull week’s business
recorded on a standard one hour tape.

While conducting business, the teller, operations
officer, V.P. or security officer can glance at a
monitor and see exactly what is being recorded.

So you have instantaneous positive feedback,
ensuring you that the system is functioning properly.

And you can review the videotape anytime you want.
Right now, if necessary, or as much later as you wish.

Suppose a transaction is in question.

Using the date/time stamp on the check, you can
locate that exact transaction on the videotape in a
matter of seconds. Switching to frame by frame
operation, you can then review the entire transaction
in great detail.

Or photograph it for verification. Or evidence.

Call Bob Milecki of our Bank Systems
Division. Find out how easy it is to afford total
transaction verification. On InstantRecall™ by
Javelin Electronics.

Your local bank systems dealer will assist in
planning and designing your video security system.

javelin _
electronics

bank systems division

los angeles, calif.

Javelin Electronics/ 6357 Arizona Circle, Los Angeles CA 90045/(213) 641-4490/Telex: 69-8204
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the savings of their depositors, mortgage
financing to support the housing industry
recovery in 1977 would have to come in
increasing measure from investors who
have not previously traditionally in-
vested in housing finance. They forecast

greatly increased secondary market ac-
tivity to reach these investors as well
as to circulate available financing ef-
fectively within the mortgage finance
industry.

Pension Fund Participation in Mortgages
Could Be Possible With New Vehicles

EW VEHICLES now available for
N investing in home mortgages
may permit pension funds to begin
participating in this segment of the
capital markets, according to Roger F.
Murray, S. Sloan Colt professor emer-
itus of banking and finance at the
Graduate School of Business at Co-
lumbia University.

Dr. Murray, a scholar in the pension
fund field, said the new vehicles of
entry into the mortgage market respond
to the preferences of investment man-
agers. His remarks appear in the July
issue of the MGIC Newsletter, pub-
lished by Mortgage Guaranty Insur-
ance Corp., Milwaukee.

He said passage of the Employee Re-
tirement Income Security Act (ERISA),
emphasizes diversification of risk. “Af-

firmative steps to diversify a portfolio
of pension fund assets involves spread-
ing present and planned holdings
among the range of alternatives,” he
said.

Dr. Murray pointed out that mort-
gage-backed securities, having a rela-
tively short maturity, appeal to pension
fund portfolio managers because they
improve the liquidity and marketability
of the securities.

“1f enough thrift institutions in vari-
ous parts of the country issue mortgage-
backed securities, it will be possible for
an investor to obtain geographical di-
versification.”

He said the success of GNMA pass-
through certificates has opened the
pension fund market to insured and
guaranteed loans in a most effective

Gay 90’s Wagon $1329.00
Other Antique Models from $719.00
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The proven p.r. tools which more than pay
for themself. POPCORN and COTTON CANDY.
Sold inside or outside your savings institu-
tion, these fun foods create a friendly atmo-
sphere. Create excitement and be a good
neighbor. Sell it, or give it away. A regular
serving costs only 3120, retails @ 150 to
250. For interest/income it’s great for you,
and your customers.

Write today for details and success
stories. Gold Medal... the nation’s leading
producer of fun food equipment.

Two Wheel Wagon with machine $1359.00

manner.

“The public and private pension fund
investment manager has become in-
creasingly interested in this new se-
curity form. The secondary market has
become more liquid and the repayment
schedule provides a pension fund with
liquidity over time,” he wrote.

He said that, in the past, net yields
on residential mortgages have not been
generally attractive compared to other
investment opportunities.

He also said other elements favorable
to greater interest in the mortgage
market include the general increase in
private pension fund commitment to
fixed income securities. “While a strong
stock market would undoubtedly cre-
ate resurgence of interest in equities,
the experience of the last decade and
the influence of ERISA will tend to
keep the commitment to fixed-income
securities near the upper end of the
range of the last few years,” he said.

DRIVE-IN BANK
TELLER SIGNALS

A dependable aluminum Bank Signal
Light is now offered with a new inven-
tion. Five year 20,000 hour incandescent
lamps, complet? with remote teller con-
trol. A solid state flashing warning light
for drive-way entrances is also available.

BANK LANE SIGNALS, PLAQUES
ARCHITECTURAL LETTERS

LAKE SHORE MARKERS
ERIE, PA. 16512



Value Line looks at...

Major Stocks
With

P/E’s Under 5
And

Yields Over 6%

Plus the potential to double in price,
we estimate, within 3 to 5 years.

Among 1650 major stocks under its continuing review,The
Value Line Investment Survey fI

§nds 4.. -
» 129 stocks are selling at mm«gstimated

current earning$= mpared with past P/E ratios up
to 10 times or .

» 105 of these low-P/E stocks also o%ﬂ:ﬁm
Potentials in the next 3 to 5 years of 0

. based on Value Line’s estimates of their earnings
and P/E ratios in that future span. (31 offer long-term
Appreciation Potentials of more than 200%.)

« In addition, a significant mj j
bination” stocks currently
based on our estimate of dividends in the 12 months
ahead. (In many of these stocks, moreover, we look for
sizable dividend increases—from 50% to 100%—in the
next few year.

But we urge you to leap into stocks like these, good as

they may so i Lﬁ@ We Line’s current
ratings for and—most im-
portantly— This is easy to do:

UPDATED EVERY WEEK

Every week, Value Line’s regular &I‘ﬂ%resents
up-to-date ratings of EACH of 1650 stockS o all the
others, as follows ...

a) Rank for Probable Price Performance in the Next
12 Months—ranging from 1 (Highest) down to 5
(Lowest).

b) Rank for Investment Safety (from 1 down to 5).

C) Estimated Yield in the Next 12 Months.

d) Estimated Appreciation Potential in the Next 3 to 5
Years—showing the future “target” price range and
percentage change from current price.

e) P/E ratio and current price, plus estimated annual
earnings and dividends in current 12 months. Also
latest quarterly results against a year ago.

PLUS FULL-PAGE REPORTS
ject of a com-

In addition, each of the 165 (
prehensive new full-page
every three months—including series of vital financial

at least once
and operating statistics going back 15 years and estimated
3 to 5 years ahead. About 125 new full-page Reports like
this are issued each week ... 1650 every 13 weeks. All this
material is so organized in your binder that you can turn to
a continually updated report on almost any leading stock.

SPECIAL INVITATION

You are invited to receive the complete Value Line Invest-
ment Survey (with 30-day money-back guarantee) for the

next 10 weeks for only $29—about HALF the regular rate—if
no member of your household has had a Value Line sub-

scription in the last two years.

This invitation will by — %%ine’s com-
plete 2000 page MS (available
separately for $45) with our very latest full-page Reports on
all stocks under review. These will then be systematically

updated by new reports to be issued weekly.

(These Pages Are Reduced From Actual 8%" x 11” size.)

Investing in
And—as Gomon
receive by
Arnold Bernhard, Value Line’s founder and
research chief. This 64-page book explains
how even inexperienced investors can ap-
ply thousands of hours of professional re-
search to their own portfolios by focusing on only two un-
equivocal ratings,one for Timeliness (Performance in next
12 months) the other for Safety. This book is YOURS TO
KEEP even if you return the other material under your
money-back guarantee.

This subscription is tax-deductible if utilized to aid in the
management of your investments.

To accept this invitation—and to pinpoint the current list of
low-P/E “combination” stocks referred to above—mail the
coupon today.

il also

The Value Line Rankings
and other Criteria of
Stock Value

The Value Line Investment Survey

Arnold Bernhard & Co., Inc.
5 E. 44th St,, N.Y,, N.Y. 10017

0O Begin my 10-week trial to The Value Line Survey
(limited once to any household every two years) and send
me the two bonuses listed above. Check for $29 is
enclosed. (Trial subscriptions must be accompanied by
payment.)

SPECIAL EXTRA BONUS

This famous-make pocket-size ELECTRONIC
CALCULATOR (with full memory) given to you
when you order The Value Line Investment
Survey for one year—and send payment now.

O lyear for $285. My payment is enclosed—send me the
CALCULATOR as my extra special bonus. (There are no
restrictions with this annual subscription.)

O Bill me for $285. (Does not include the calculator.)

SIGNATURE
NAME (please print)

ADDRESS APT. NO.

CITY STATE ZIP
GUARANTEE: If dissatisfied for any reason, | may return
material within 30 days for full refund of the fee I have paid.
Subscription tax-deductible and non-assignable. Foreign rates on
request. (NY residents add sales tax.) 63NEO1

J
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Individualized Instruction for Employees
Permits Them to Learn at Own Pace

Replaces Costly One-on-One Teaching Method

HAT IS THE STATE of training in financial
Winstitutions today? Is there room for com-
placency? Do traditional methods meet the need?
How can one measure the effectiveness of training?
Are financial institutions getting a satisfactory return
on their training dollars?

Although it is difficult to generalize, certain ob-
servations can be made.

The “sit by Nelly” method—one-on-one training
of a new employee by an experienced worker—is
widely practiced in financial institutions. On the
surface, this method appears to be fairly practical.
But, how does one measure the effectiveness of each
particular “Nelly” situation? Is it wise to assume
that a worker who does a superb job in one skill
area will also be an excellent teacher?

How much does this training method cost? If
Nelly was hired to operate an accounting machine
but spends much of her time training new employees,

Employee of Fifth Northwestern Nat'l, Minneapolis, uses sound
page system to review teller job skills. Unit employs pages
that "talk" to employee—back side of each page is coated
with magnetic material that holds up to four minutes of sound.
Unit is manufactured by 3M Co.
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isn't her lack of productivity a drain on operating
costs? If someone else does her work, Nelly's time
must be considered a real training cost. And if there
is no accurate meaure of Nelly's effectiveness as a
teacher, how does a financial institution discover
whether its training dollar is being well spent?
Moreover, will Nelly’'s tutoring guarantee that the
trainee becomes as productive as he or she is capable
of becoming?

Many times, Nelly, the proved worker, is moved
into a classroom for group training. Here the great
gap between her work skills and her teaching ability
is most evident.

This problem, under the best of circumstances,
can be serious. Today, when many financial insti-
tutions are forced to settle for underqualified, mar-
ginally educated people, it can become intolerable.
Group lectures, however well prepared, cannot allow
for the individual differences found in any group—
differences that can cover an extreme range of skills
and abilities.

Any school teacher or trainer knows the dilemma
this poses. Since a teacher can't teach many ways at
once, he or she often aims for some low common
denominator, hoping to deal with the differences in
abilities that way. The result is usually boredom for
most trainees, frustration for the teacher and un-
satisfactory results for the financial institution.

Group training also poses the problem of sched-
uling. It has to be fairly rigid, with fixed times set
for the training cycle. This fails to take into account
the fact that people usually are not hired in groups
or in fixed cycles—especially in urban areas where
high turnover is the rule.

Some financial institutions are seeking to sidestep
these problems by incorporating modern methods
of instruction that allow for the real needs of trainees.
In particular, they are looking at proved methods
of individualized instruction that replace Nelly with
sophisticated audiovisual teaching systems.

Individualized instruction is not new. Long used
in schools, the military and many business, industrial
and government sectors, it addresses itself to realities.

It recognizes that people possess individual abili-
ties and, therefore, learn at different rates. It lets
the individual move through a program at a pace



Announcing Two New Manuals on,.,

MINIMIZING DIRECTOR RISK

"BOARD POLICY on

RISK MANAGEMENT"
$15.00 per copy
2-5 copies $13.50 eo.
6-10 copies $12.50 ea.

"THE EFFECTIVE

BOARD AUDIT”

$17.00 per copy
2-5 copies $15.00 ea.
6-10 copies $13.50 ea.

Both Manuals Authored
by
Dr. Lewis E. Davids
Editor, The BANK BOARD Letter

PUT THESE MANUALS TO WORK TO PROTECT
YOUR BANK AND ITS DIRECTORS!

THE BOARD'S POLICY OF RISK MANAGEMENT.
Director liability increases as the risks associated with the
bank increase due to crime, more stringent regulatory con-
trols and an increasing tendency for shareholders to sue dir-
ectors for suspected dereliction of duty. Directors should
be well acquainted with the risks facing their bank so they
can establish risk and insurance policies for the institution.
This 160-page manual provides the vital information for a
board to formulate a system to recognize insurable and un-
insurable risks and evaluate and provide for them.

Included in the manual are an insurance guideline and
checklists to identify and protect against various risks.
Checklists cover insurance needs and risks, security and
crime reduction, emergency protection, preservation of
records and internal routine and controls. Bonus feature: A
model board policy of risk management adaptable to the
unigue situation at any bank. Every member of the board
should have a copy! Order today!

THE EFFECTIVE BOARD AUDIT. Directors' audit com-
mittees can order proper bank audits, but to assume that
well-trained internal and external auditors will not need
some insight would be optimistic. This 184-page manual
provides comprehensive information about the directors'
audit function. It outlines board participation, selection of
an audit committee and the magnitude of the audit. It
provides guidelines for an audit committee, deals with
social responsibility and gives insights on engaging an out-
side auditor.

It includes checklists for social responsibilities audits,
audit engagement letters and bank audits. Other topics:

Charitable contributions permitted by regulators, conform-
ing trust audits, correspondent bank director audits, audits
of nonbank affiliates, audits through the computer, com-
munication between audit committees and CPAs, dis-
closure and responsibility, conflicts of interest and audit-
ing forecasts. Every boardroom should have a copy of this
manual in its library!

AVAILABLE FOR DELIVERY APPROXIMATELY SEPT. 25th

The BANK BOARD Letter
408 Olive St., St. Louis, Mo. 63102
Please send manuals, as follows:

| copies, "BOARD POLICY on RISK

MANAGEMENT" @$ ea. $.
copies, "EFFECTIVE BOARD AUDIT"
@% ea $.
Total Enclosed $.
Name.
Title.
Bank
Street.

City, State, Zip.

(Please send check with order. Missouri residents add 4% % sales
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suited to his or her unique abilities. It
also allows a person to begin training
when he or she is hired, rather than
having to wait for a new training cycle
to begin.

Audiovisual systems are used because
people are apt to learn better when they
can follow a classic learning sequence:
see, hear, do. Audiovisual eliminates the
problems that a textbook approach
creates for marginally educated indi-
viduals. Many trainees are turned off by
books, often because they can't read
well.

If individualized instruction is to be
successfully incorporated in a bank
training program, care must be taken to
acquire audiovisual systems that are
simple to operate. When a trainee is
going to teach himself a skill, he should
not have to struggle with the teaching
medium. He should be able to progress
comfortably at his own pace and move
forward or backward through a pro-
gram at whatever rate is necessary to
insure maximum comprehension.

One example of such a system of
individualized training is one that con-
sists of “sound pages,” sheets of paper
containing text and illustrations on one
side and a magnetic coating on the
other side that holds up to four minutes
of sound. Visual materials and narration
are locked together. The trainee
places a page on a player/recorder—
about the size of a portable typewriter
—and studies the visual material as a
revolving stylus beneath the page plays
back the narration.

Because these programs are con-
structed in individual components, a fi-
nancial institution can use the system
to meet the specific needs of its own

YOUR BANK
NEEDSATIETH
SAYSTHE BEST
ABOUT YOU

A Chelsea-created necktie conveys
the finest possible image of your
company. Let'stalk ideas ...

for executive wear, gifts, awards.
Our people the most experienced,
our long customer list the blue-
book of American prestige. We’ll
make as few as 150 ties ...
impeccably yours. Phone or write

'XTSCHEISEA

P.0.Box 159 irn
Scarsdale, N.Y. 10583 1_1
Tel: 914-725-2040
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operation. Or, supplementary pages can
be produced by the financial institution
on its own.

A variety of systems lend themselves
to in-house production of programs.
Basically, in choosing such a system, a
financial institution should look for a
format that simplifies program creation.
At the same time, since forms and pro-
cedures change so often in a financial
institution, a training system should
lend itself to easy revision.

For institutions that prefer to work
with slides, another unit being used
successfully is a sound-on-slide system.
It consists of a compact projector that
gives each slide a separate sound track.
The slide is mounted on a small plastic
frame that contains a re-recordable
audio disc that gives each picture its
own narrative. The frames are loaded
into a slide tray and inserted into the
projector.

A single slide or its sound track can
be changed or replaced without affect-
ing the rest of a program. Or, a pro-
gram can be “customized” for a par-
ticular trainee simply by adding or
rearranging a few slides.

The advantage of this system over
conventional slide/audio tape cassettes
lies in the fact that a sound disc is
easier to edit or revise than is a tape.
Moreover, a slide and tape must be
synchronized, since they are separate
systems, and therefore can get “out of
synch,” greatly confusing the learner.
Also, cassette systems advance an in-
structional sequence at a pre-arranged
rate of speed, which greatly limits the
ability of students to learn at their own
pace. The machine controls them, rather
than they the machine.

Bankers Trust
Company

CUSTOM CREATED TIES, SCARVES, BADGES

Many Kkinds of audiovisual systems
are available in the marketplace: video
tape, tape cassette/workbook, movies,
filmstrip, sound pages, sound-on-slides,
slide/cassette, etc. However, the range
of commercially prepared programs that
fit these formats is restricted.

To supplement these prepared ma-
terials, firms should seriously consider
creating their own programs. Unmet
training needs or inadequate training
methods simply won’'t go away if an
organization ignores them. They will
just continue to chip away at produc-
tivity and profitability. = -

Training/Motivation Program
Developed for Employees

A joint venture combining staff train-
ing for financial employees with moti-
vational programs was announced re-
cently by the Sperry & Hutchinson Co.
and Hubbard & Associates, Inc.

According to John W. Kreuzburg,
general manager of S&H’'s Financial
Promotions Division, the two firms
work together to provide clients with
a new concept in business development.

“We not only provide the training
necessary for financial institution em-
ployees to be more effective in cross-
selling new business, but we provide
the incentive for them to achieve more
and the measurement system for man-
agement to assess results,” Mr. Kreuz-
burg said.

S&H has contracted with Hubbard &
Associates to provide a customized
training program the firm has developed
for financial personnel. The firm, whose
principals are all former bankers, pro-
vides training services to banks and
thrifts and is noted for its performance
in helping them achieve cross sales.

“This concept has evolved from our
experiences in providing motivational
programs for well over 80 years to
hundreds of industries,” Mr. Kreuzburg
said. “As we've looked at motivational
programs that have been most success-
ful, we've always found a key ingredi-
ent of their success was well trained
employees. Equally important, we've
found that once employees are trained,
a new business program that rewards
them for using their skills helps them
retain a cross-sales attitude. Most im-
portant, this combined approach helps
banks and thrifts acquire new business
with a lower acquisition cost. From all
our experiences, we definitely con-
cluded that asking employees to de-
velop new business without providing
them with the tools is not effective.”
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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. Accomhnodates $20.00 in dollars, $20.00
In halves. Tapered edges.

9 BANDING STRAPS

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 Wrapper” . ,. 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. F
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Premiums/Iincentives: profit Builders for Financial Institutions

LEISURE CLOTHING

Bank: St. Joseph Valley Bank, Elk-
hart, Ind.

Premium: Variety of “Faded Glory”
dress denims.

Offer: Reduced prices on clothing to
those opening new checking or
savings accounts with $50 or more
or taking out an installment loan.
Additional deposits of $25 qualified
customer to purchase additional gar-
ment. Free T-shirt given with each
purchase.

Supplier: Faded Glory, 537 Uni-
versity Ave., Norwood, MA 02062.
Results: After the first four weeks of
the promotion, the bank reported a
22$%$ increase in the number of new
checking and savings accounts over
the number of new accounts opened
during the same period the previous
year. Photo shows bank employees
modeling garments at fashion show
for bank employees. Bank personnel
wear their Faded Glory outfits to
work each Friday.

VE\EMOVED

WE'VE MOVED CARDS

Thrift: First Federal Savings, Albert
Lea, Minn.

Offer: Box of cards given as gift to
people taking out mortgage loans.
Supplier: Gilbertson Advertising Co.,
5277 Lochloy Dr., Minneapolis, MN
55436.

Results: Goodwill established be-
tween thrift and customer. The card

BG/18

gift gives the thrift an opportunity
to write a thank you letter to the
customer. The letter discusses other
services the customer can obtain at
the thrift. “The idea of a gift of
appreciation to our new home
owners, we feel, is very good public
relations and also convenient to im-
plement. The letter serves as a
welcome tool to tell about our other
services,” said Virginia Gaasedelen,
assistant vice president and secre-

tary.

ELECTRIC DRILL KITS

Bank: National Boulevard, Chicago.
Premium: W' two-speed drill Kit.
Offer: Kits given free to customers
taking out home improvement loans
of $1,500 or more.

Supplier: Black & Decker Manu-
facturing Co., 701 E. Joppa Rd.,
Towson, MD 21204.

Results: National Boulevard gave
away 34 drill Kkits representing loans
in amount of $132,900. The money
involved is about three times more
than any previous nonpromoted
period, according to Robert G. Hef-
ner, head of the consumer credit
department. The kits are valued at
about $32 and include accessories
and storage case. Promotional litera-
ture called attention to the offer by
stating “We've put a hole in your
last excuse for not making those
home improvements you've been
talking about.”

HOME DECOR ITEMS

Thrift: Citizens Federal Savings,
Matteson, 111

Premium: Various gifts with Christ-
mas theme.

Offer: One gift free to those opening
Christmas club accounts.

Supplier: R. J. Gaffney Co., 75 E.

Main St Heights, IL
60411.

Results: A dramatic increase in the
number of Christmas clubs during
each of the four years the gifts have
been offered. The first year, holiday
trivets were offered, resulting in 350
additional club accounts. The second
year, glass candles were offered, re-
sulting in an increase of 600 ac-
counts. The third year, wind chimes
resulted in 1,200 additional accounts.
The fourth year, pre-seeded planters
resulted in 2,000 additional accounts.
The thrift's management feels the
expense of the gifts is justified by
the results.

Chicago

Bank: First National Bank, Elkhart,
Ind.

Offer: Customer can purchase smoke
alarm at reduced cost when he de-
posits $25 or more in checking or
savings account.

Supplier: The Nelson Co., Inc., 220
S. Sixth St., Logansport, IN 46947.
Results: During the two-month pro-
motion, 816 alarms were sold at
$23.95 each. The intent of the pro-
motion was not to gain large deposits
but to provide a service to the com-
munity. Advertising carried this
headline: “First National wants you
to protect your family. And save
money doing it.” President Thomas
L. Dusthimer said, “We'd like to

(Continued on page BG/37)
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New Application Center
Promotes Financial Services

“Focal Point” is the name of an ap-
plication center designed to generate
customer action at the point of sale by
featuring a service of consumer interest.
At the same time, the unit physically
permits the means to obtain and com-
plete an application for that service.

Primarily designed for credit card
programs, loan promotions and other
similar financial service applications, the
unit calls attention to the product or
service by means of interchangeable
graphic headers.

For information, write: Images, Inc.,
F. W. Ford, national sales manager for
“Focal Point,” 84 Beacon Street, Wor-
cester, MA 01609.

Low-'Down' Home Mortgages
Explained in New Booklet

A new booklet outlining to lenders
and realtors the advantages of low
downpayment insured loans is avail-
able from Mortgage Guaranty Insur-
ance Corp. (MGIC).

Titled “The MAGIC Home Loan Can
Cut the Downpayment in Half,” the
free booklet shows lenders, realtors and
their prospects the advantages of a
MAGIC loan and explans how a low
downpayment loan insui'ed by MGIC
can help sell more houses and close on
them faster by eliminating government
red tape.

The booklet shows how married
couples, single men or women, single
parents and non-related buyers can buy
their dream house through a little-
known helper called private mortgage
insurance.

Write for a free copy: MGIC Book-
let, MGIC Plaza, Milwaukee, W1 53201.

Three Booklets Offered
On RV Facts, Financing

Three booklets on recreation vehicle
financing, statistics and consumerism
are available from the Recreation Ve-
hicle Industry Association (RVIA).

“RVIA Facts and Trends” contains
production and sales statistics on the
RV industry from 1961 to the present;
a five-year production forecast (1977-
1981); RV sales factors; and sales and
shipment data for each state for the
years 1976-77.

“The Way to Go” is a consumer

booklet containing a description and
price range on each type of RV, their
relative costs, methods of financing,
economics, insurance, rent, storage, tips
on purchasing, campgrounds and other
information.

“RV Financial Facts” is a quarterly
publication that gives up-to-date re-
ports on RV production, delinquencies,
economic trends and other financial in-
formation on the industry.

The first two booklets are available
for $1 each, the third is free. Write:
RVIA Public Relations, Box 204, Ghan-
tilly, VA 22021.

Im pressively

Present

—Your Corporate
Image
—Your Services
—Your Identity
all new
the Bright Light
time/temperature

Action Center
without bulbs

You've Got to see it to Believe it!
New freedom from light bulbs and free-

dom from service problems!

No more

burned out bulbs that reflect your bank

poorly to the public. Accurate time with
temperatures displayed either in C° or in
F°, or both alternately! The left to right
precision movement of each numeral
adds to the attention gaining aspect of
the entire display. It operates on a frac-
tion of the electric power required by an
incandescent sign. FlipOmatic presents
your public service image more brilliantly,
more legibly and much more reliably than

Exclusive FlipOmatic

Solid state electronics control metal
discsthat are flipped to expose their
fluorescent yellow or black surfaces.
A brilliant circle of reflected fluor-
escent light covers entire area of
each disc — instead of a single
glowing filament from a bulb. Sun-
light poses no problem of fade out
as experienced with incandescent
displays during peak traffic hours.

any bulb lighted display ever could. For

full

information and color brochure

enclose your business card in envelope to
personal attention of Ed Griffin, Market-

ing Manager.

PIONEERS AND LEADERS
IN SIGN CONTROLS SINCE 1932
Box 850, Danville, Illinois 61832
Ph: 217/442*0611
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When the Mosler marketing, systems and
service professionals meet, they represent
more than 150 years of cumulative experience
in all facets of EFTS. About as many years as
Mosler has been servicing the financial indus-
try. These professionals fly in from all over
the United States and Canada to share and
discuss the newest concepts concerning the
burgeoning world of EFTS. They know this
latest information will affect the financial
industry. Many of them come to Mosler from
the marketing, data processing and opera-
tions departments of all types of financial
institutions.

When you call Mosler, you can share
insight into EFTS with some of the most
knowledgeable minds in the country,
including many with extensive automated
retail banking experience.

MOSLER MARKETING PROFESSIONALS
ASSURE YOUR SUCCESS FROM THE
WORD “GO.”

Much of the success of any EFTS program
revolves around your marketing efforts. The
Mosler marketing group offers you the most
experienced consulting team in the financial
industry. This experience allows them to help
you plan your long-range EFTS strategy, start-
ing from a bas$ of Teller-Matic* automated
tellers.

To get ydu started off right with a success-
ful Teller-Matic program, Mosler offers you
another first—total ATM responsibility. Mosler
continues where other vendors leave off.
Mosler goe”beyond basic sales, installation
and service, with complete marketing imple-
mentation programs, including cards and sup-
plies and advertising/promotional campaigns.
We call it ~complete, single-source program
assistance”—something no other ATM vendor
offers today.

MOSLER SYSTEMS PROFESSIONALS
GUIDE YOU ALONG THE WAY.

Buying an ATM system is a lot easier than
selling it to your customers. There’s more to
EFTS than equipment alone. A lot of attention
to details and follow through are necessary to
fit the ATM smoothly into an existing opera-
tions and data processing system.

Mosler provides you with a systems
coordinator with in-depth knowledge of EDP
equipment and operational requirements to
assist you every step of the way. He helps you
establish an “EFTS Critical Path” for

implementing your Teller-Matic program.
And what’s more, he can help you plan for
orderly expansion of your ATM system into
a full EFTS network, from introduction to
implementation to expansion.

MOSLER SERVICE PROFESSIONALS
HELP PREVENT COSTLY DOWNTIME.

Mosler has a service organization com-
mitted to excellence. ATM’s are sophisticated
electronic systems, and as such, require ser-
vice by skilled specialists to maintain reliability.
We provide a nationwide service team, the
largest in the industry, that responds to your
needs 24 hours a day, 7 days a week.

In addition to superbly trained technicians
in the field, we have ATM professionals at our
service headquarters available to help you solve
any systems problems. Of course, the best,
most economical service is preventive service,
and Mosler has a variety of service contracts
designed with this in mind.

BANKING 1985:
ARE YOU READY FOR IT?

There are startling, new developments about to
occur in the banking industry which could dra-
matically affect your success or failure.
BANKING 1985: A FORECAST, is an 85 page
booklet which describes
and summarizes data of
pertinence to the financial
industry. It includes
dozens of examples and
charts depicting past
economic and operational
projections plus trends
for the future. Copies of
this very important study
are available to you
postpaid, at $15 each. For your copy write
Mosler: Banking 1985, 1561 Grand Blvd.,
Hamilton, Ohio 45012

Mosler brings you the People...the System
...and the knowledge to get you ready for
banking 1985.

Share the knowledge
of the Professionals

An American-Standard company
Hamilton, Ohio 45012
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Survey of Christmas Club Customers
Shows Better-Than-Average Loyalty

Premiums Can Help Boost Number of Accounts

INCE THEIR INCEPTION 67 years ago, Christ-

mas clubs have chalked up continual growth
records. Today, approximately 12% of all households
in the U. S. maintain a Christmas club with some
type of financial institution. Currently, more than
19 million accounts are held nationwide, representing
about $4 billion.

A recent study of the Christmas club market,
conducted by Unidex Corp., Bloomington, Ind.,
demonstrated that almost 80% of the dollars in
Christmas clubs are wused strictly for Christmas
shopping.

The study also demonstrated that Christmas club
users are more loyal to their financial institutions
than non-users. More than 70% of the users of Christ-
mas clubs stated that they had been with their
financial institution for more than six years, while
only 61% of the non-users had been with their
financial institution for that period of time.

The Unidex study also demonstrated that users of
Christmas clubs are more likely to avail themselves
of other major services offered by financial insti-
tutions than non-users.

As Table A illustrates, in seven of the eight major
services listed, a higher percentage of Christmas club
savers made use of the services. In six of these cate-
gories (indicated by asterisks), the greater utilization
by Christmas club users as opposed to non-users is
statistically significant.

TABLE A

Demographically, the study illustrated that users
of Christmas clubs tend to be young to middle
aged, medium income and blue collar; but, sur-
prisingly, high percentages of users are in the white
collar and professional categories.’

While the study showed that almost 12% of the
nation’s households presently use Christmas clubs,
it also demonstrated that there is another 12.5% of
the households that consider themselves likely to
participate.

An indication of where this 12.5% is most probably
located is shown in Table B on page BG/24.

Those areas indicated with an asterisk are below
the national average and must be viewed as market
areas with great potential.

However, averages are misleading. Since the
Northeast is where Christmas clubs began and where
now over one-in-five households participate, it is
reasonable to expect the other areas of the country
to eventaually reach that level.

This means that the Midwest and Pacific areas,
as well as the South and Mountain areas, have
excellent growth potential.

Christmas clubs offer an incentive to save. The
decrease in the number of payments that are left
in the coupon book as the months go by provides
inspiration for the club user to continue to com-
pletion. But what better way to assure both an in-

Service Usage of Christinas Club Users as Opposed to Non-Users

Service

Checking Account
Savings Account
Certificate of Deposit
Installment Loan
Overdraft Checking
Other Savings Clubs
Bank Credit Card

Other Credit Card

User - Non-User
2. . 4% 92, M
85..7%* 79, -
29..9%* 22,.6%
39..3%* 34, 4%
18, .6%* 18,.2%
11, .0%* 2, %
57, .0%* 50, .O%
40. . 2%* 35,.8%

BG/22

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



WTITRINYRS

LOOKING FOR
NEW

CHRISTMAS IDEAS?

To build savings accounts. Put added
sizzle in Holiday selling. Create valu-
able publicity opportunities. Collect
public relations dividends for your
bank.

Then put this new, profit-building
publication to work now. Its 80 pages
are packed with tested Holiday ideas
used by banks, large and small, coast
to coast — PLUS brand new ideas
built from sound selling techniques.

It even gives a formula for creating
your own ideas — custom-fitted to
your bank's image and personality.

AN INVALUABLE AID FOR THE PERSON IN YOUR BANK
RESPONSIBLE FOR CHRISTMAS PROMOTION PUNNING

To give your bank the most out of Christmas, start
with a sound plan. Use this manual for a complete,
step-by-step outline of how to go. Here are a few
samples of the many practical topics covered:

« How to use lobby decorations most effectively.

e The many ways banks promote Christmas
savings.

* Selling other bank services to Holiday shoppers.

» What your bank can do for children at Christmas.

* Most effective ways to remember employees in
Christmas planning.

» How to cash in with Holiday direct mail.

» Using the "good will"" season to build bank good
will.

» Getting the most benefit from Holiday publicity
opportunities.

* A tested way to create your own Christmas ideas.

» Planning — with a step-by-step schedule from
midsummer to New Year's.

Here is a timely reference you can use right now
and for many years to come. It deserves a place in
your reference file.

Successful Christmas promotions are born early.

Now is the time to start planning. Here isthe tool
that makes this job easier arid more resultful. Send
for it today.

It is the best "gift" Santa can bring your bank this
Christmas!

MONEY BACK GUARANTEE - If not completely satis-
fied in every respect, return within 10 days for full refund.

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

Please send copies @ $7.00 of your 80-page manual,
PROFIT-BUILDING IDEAS FOR BANK CHRISTMAS
PROMOTIONS.

| enclose our check* for $

Name .Title
Bank
Street —

City, State, Zip
* Check must accompany order. We pay postage and handling.
Missouri banks: please include 4%% sales tax.
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crease in new accounts and the com-
pletion of present accounts than the
offering of premiums?

As anyone who has taken an ele-
mentary psychology course knows,
people tend to avoid behavior that has
been punished and tend to continue
behavior that has been rewarded.

That, in essence, is the principle be-
hind the incentive industry. For new
customers, the message transmitted
through advertising describes the exact
behavior required to obtain this reward.
Ads read, “By depositing X number of
dollars in a new account you can ob-

Want More
BUSINESS

From Your
STOCKHOLDERS?

Surveys indicate that banks don't “talk”
enough to their stockholders. The result
is that stockholders know little about
their banks. Thousands of stockholders
who might have become customers or
grass-roots public relations emissaries
for bank interests are lost by default!

Don't let this happen at your bank!
Send for

“WHAT EVERY BANK DIRECTOR
SHOULD KNOW ABOUT COURT-
ING STOCKHOLDER BUSINESS”

a study that tells how to get more busi-
ness for the bank from stockholders,
and, in turn, make the bank more profit-
able for its stockholders!

Find out:

= What banks gain by promoting ser-
vices to stockholders.

= How banks can take advantage of
stockholder opportunities.

e What good communication with
stockholders costs.

Learn how to:

= Put more personal
stockholder relations.

= Help stockholders get involved with
the bank.

= Encourage stockholders to keep and
increase their holdings.

= Maintain a steady promotion of bank
services to stockholders.

= Invite stockholders to visit the bank.

Make the stockholder feel important.

= Make stockholders feel your bank is
a good investment.

ALL this information and MORE in this
special study!

touches into

Your bank can't afford to be without it!
PRICE: 3 copies for $1

Send your order and check (sorry, no
billed orders) to the publisher:

The BANK BOARD Letter
408 Olive St., St. Louis, MO 63102
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TABLE B

Percentage of Christinas Club

Users in Regions of Country
Region User %
Northeast 21.2%
South Central 8.2%*
Midwest 14.3%
South Atlantic 8.8%*
Mountain 6.7%*
Pacific 12.8%*

tain an electric blanket,
watch, etc.”

For present customers, use of premi-
ums by your institution will be re-
warding behavior they have done in
the past and will continue to do in the
future. What the reward has done is
to reinforce that behavior.

Studies have shown that random re-
inforcement is as effective as scheduled
reinforcement. Paychecks are scheduled
reinforcements. If a paycheck comes
every other Friday, there is little
question the worker will show up. But
if the paycheck suddenly stops, the be-
havior is likely to cease just as suddenly.

In random reinforcement, on the
other hand, the person has no way of
knowing when the reward is coming.
Even though there hasn't been a pay-
off in a long time, the person knows
he is due and will stick around a little
longer. Purely random reinforcement
is the principle on which the gambling
industry operates. Of course, it wouldn't
work for paychecks, but it works well
for premiums.

Purely random reinforcement, how-
ever, might defeat one of the main pur-
poses in offering a premium—picking
the right time to attract new customers.

Several factors determine when a
premium should be offered as well as
what premium should be offered. Con-
sider these questions:

= What is your competition doing?
If it has been scoring big with several
premiums, the time is ripe to start
investigating what premiums are avail-
able.

e What do customers want? Since
one of the reasons your institution will
be offering premiums is to reward on-
going behavior on the part of cus-
tomers, it makes sense to find out what
these customers want. Of course, it
won't be possible to please them all,
but at least it will help in making a
choice of premiums.

= What do potential customers want?
Some projections can be made from
present customers. Since people choose
financial institutions primarily because
of convenience, it stands to reason that

a toaster, a

potential customers are similar to
present customers in many ways—
neighborhood, socio-economic back-
ground, etc.

= What types of premiums are avail-
able for what price? It would be a
mistake to decide on a marketing pro-
gram without considering cost. One of
the simplest ways to decide what
should be offered is to seek the highest
guality merchandise available for the
lowest possible price.

In making a choice of a premium,
choose a recognized name brand with
a good reputation. The reliability of the
firm manufacturing the premium is par-
ticularly important in repairing or re-
placing defective merchandise. Retailers
can tell you that, despite the warranties
and guarantees against defective
merchandise that direct the purchasers
to take complaints to suppliers, a dis-
satisfied customer will always complain
at the point of sale. In the case of
premiums, this means your institution.
Irate customers do not make for a
pleasant scene.

There is always a danger when a
financial institution desires to have the
inventory available at the point of de-
posit. This requires large inventories,
which, in the case of large items, can
be a real hassle. Compact premiums,
such as wrist watches, can keep inven-
tory problems to a minimum.

Timing of self-liquidating premiums
offered in conjunction with Christmas
clubs is relatively simple. Many financial
institutions offering premiums do so
either at the opening of a new club
term to attract new business or at the
successful completion of a club to re-
ward those who have made all their
payments. In either case, the self-
liquidating premiums are offered in the
autumn around gift-giving season.

Another option is to offer premiums
to club users during the payment year
at either regular intervals or randomly.
The regular intervals could be quarterly
or semi-annually or could coincide with
gift-giving holidays such as Mother's
Day, Father's Day or Valentine's Day.

All of these marketing decisions take
time and expertise. Not all bank and
thrift officers—not even marketing di-
rectors—have the time—and in some
cases, the expertise—to make all the
decisions.

It would probably be a good move
to let professionals handle it. A good
agency can handle your local adver-
tising and survey marketing potential.
A national firm with expertise in the
field can offer prepared campaigns and
promotional material for a variety of
customers.
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FREE: 1976 TAX REFORM ACT CASSETTE

This 65 minute tape free when you buy

Y\
ARN NEIL HARL'’S cassette and script programs—
fi): v 41 “How to Hang on to Your Assets”

MID-CONTINENT BANKER is happy to offer educational materials
\ by lowa State University Lawyer-economist Neil E. Harl, a nationally-
known authority on estate planning and business organization. We've re-
viewed Dr. Hart’s materials and find them among the most complete and simple
to understand of any we’ve seen. His educational recordings are already in use in
44 states plus Canada.

0.:
-d - SPECIAL BONUS: Order both updated programs 1 and 2 described below and send check
and you save $30 compared to buying programs singly, plus we’ll include Hart's 65-minute
cassette and script summarizing the major estate and gift tax changes in the Tax Reform Act of 1976

—the most far- reaching estate and gift tax legislation in 35 years.

Harl’s educational materials have wide usage in your banking organization:

» Save your time by letting prospective trust customers
hear or read in Harl’s materials how a trust may be useful
in their estate plan.

e Useful to train new representatives or as a refresher for
experienced bank officers.

« Helpful as a sales aid to alert your customers to the real
dangers of poor planning.

* An excellent resource for conducting customer seminars
or meetings.

¢ All materials are current—incorporate changes you and
customers need to review in updating estate plans due to
the Tax Reform Act of 1976.

Harl's materials come in both tape cassettes and printed form—you can either listen or
read them to make most efficient use of your time.

But don’t take our word for it... listen to two of your peers already using these helpful
materials:

Carl Bowman, Trust Officer at Western Ohio National Bank and Trust Co.: “I surely ap-
preciate Dr. Harl's clear, concise exposition on ‘Estate Planning for All Ages’ as well as
‘Farm Business Organization’ ... these recorded messages from an unbiased authority
such as Dr. Harl can help many farm families see the urgent need to plan for their future

. .We have a waiting list of people who are anxious to absorb the fundamentals the
messages outline ... Thank you for making these helps available! | surely can recom-
mend them. They have greatly assisted us in helping our customers and providing them
with that personal service that they truly deserve.”

Cashier Terry Conner, Citizens State Bank, Oakland, lowa: ‘“The recorded programs are
avaluable training aid to familiarize lenders with many principles of estate planning that
they need to know to help customers. With land prices high now, thousands of farmers
need and are seeking estate planning help ... the Harl programs are a fine tool to help
answer all the customers’ questions ... The tapes have greatly enhanced our marketing
program in the trust area.”

HOW TO HANG ON TO YOUR ASSETS COMES IN TWO PARTS:

1. Estate Planning for All Ages... 12 messages running over 3 hours on 6 cassettes, with printed text, checklists, inventory forms, tax
tables, worksheets, written examples and sample estate analysis. Here are the topics Harl discusses:

1. Introduction and need for estate planning 6. What's subject to Federal Estate Tax? 10. Income tax angles, settlement costs and
2. Ways to own property. 7. How the Federal Estate Tax is calculated. liquidity concerns. )

3. Death with no will. o 11. How to use trusts in estate planning.

4. Making a will. 8. Ways to minimize Federal Estate Tax. 12. Final pointers on gifts to minors, life
5. Settling an estate. 9. Federal gift tax. insurance, and installment land sales.

Programs 1 & 2 tapes and all printed
materials come in neat durable
binders as shown.

2. Farm Business Organization . . . aimed at the specific concerns of organizing the farm or other small business, this is uniquely
helpful to you and other members of the estate planning team. 12 messages run over 3 hours on 6 cassettes, with written text and ex-
amples, questions and checklists to use before incorporating, glossary, inventory forms, sample incorporation, federal tax dates and
comparison of federal income taxes for a farm taxed under 3 types of organization. Message topics are:

1. Basic choices in business organization. 5. What incorporation means.
2. Essential features of a partnership. 6. Forming the corporation.
X X . 7. Income tax effects and the regular way of
3. Partnership—taxation and use in estate taxation.
planning. . 8. The tax option or sub-chapter S corporation.
4. Uses of the corporation. 9. The corporation employee status.

10. Relationship of employees to the corpora-

tion.

11. Financing considerations and doing busi-

ness across state lines.

12. Estate planning features of the corporation.

Order now to insure prompt delivery—
() Send me How To Hang On To Your Assets, No. 1,

Estate Planning for All Ages......ccccccovuuee.. price $89.95
( ) Send me How To Hang On To Your Assets, No. 2,
Farm Business Organization.................... price $89.95

() Send both programs at special price (a $30 saving) and
include the 65-minute Tax Reform Act cassette and
script—all for $149.90

Make check payable to and mail order to:
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SHIP MY ORDER TO:

(No billable orders, please. MO. residents add 4Vfe% sales tax)

Name

Address

City State Zip.

Mid-Continent Banker, Book Dept.,
408 Olive St., St. Louis, Mo. 63102
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How Quality TV Programming
Can Bring Tangible Benefits

Assets Rise

80%at Houston National

By STEPHEN P. GUBITZ, Senior Vice President-Marketing, Houston National Bank

HEN TV is good, there is nothing better. But
when TV is bad, nothing is worse.

I invite you to sit down in front of your TV set
when your station goes on the air—without a book,
magazine, newspaper, profit-and-loss sheet or rating
book to distract you—and keep your eyes glued to
that set until the station signs off. | can assure you
that you will observe a vast wasteland.

You will see a procession of game shows, violence,
audience participation shows, formula comedies
about totally unbelievable families, blood and
thunder, mayhem, violence, sadism, murder, western
badmen, western good men, private eyes, gangsters,
more violence and cartoons.

And endlessly* commercials—many screaming, ca-
joling and offending. And most of all—boredom.
True, you will see a few things you will enjoy, but

TV Programming Policy

= Consider TV as an excellent vehicle for cross-
promoting other activities, cultural and civic en-
deavors, as well as products.

= Do not participate in any joint ventures or co-
sponsorships.

« Put the shows together yourself, allowing com-
mercials where you want them. Limit spot com-
mercials to one-half the norm. Audiences appreci-
ate this policy.

e Local programming helps satisfy Federal Com-
munications Commission requirements on the part
of the station. This is a positive negotiating point.

e Programming can cost significantly less than
equivalent spots, while providing many pluses and
few minuses.

e The right TV station management is a must.
Management must exercise foresight, judgment and
understanding.

= Encourage the TV station to run promotional
spots about your programs on its own during the day.

= The best sources of programming are Time/Life
Films, Inc., BBC and Thames TV Ventures.

= Consistent hours are critical from audience
and control standpoints.

« Audience loyalty builds during a season and
summer audience loyalty is outstanding.

they will be very, very few. And
exaggerate, try it.

Given a choice between the “vast wasteland” and
quality programming, enough people will choose the
guality to make it profitable to the sponsor and
therefore the medium.

Before | get into the details of the whys and hows
of our TV experiment, let me position Houston
National:

Were located in the major downtown business
section surrounded by Harris County’s 2.8 million
residents.

Houston has an average of 60,000 new families
moving in annually.

Competitively, were fourth in assets and fifth in
deposits; there are 154 individual banks with no
branches, as Texas is a non-branch banking state;
there are 40 S&Ls with 198 locations; 147 credit
unions;. 152 finance companies with 270 locations;
Sears; Penney’'s; GMAC and others.

So you can see that creating meaningful noise in
our market is quite a challenge.

Fortunately, there happened to be a TV station
in Houston operated by a man who shared some-
thing in common with us—a belief in quality pro-
gramming. The result: our first venture as a sponsor
in 1973 with the introduction to Houston's com-
mercial TV of two critically acclaimed British Broad-
casting Corp. (BBC) series—“The Six Wives of
Henry VIII” and “Elizabeth R.” We ran these pro-
grams during the summer at 7:30 p.m. following
“Sanford and Son,” at that time the number one-
rated show in America.

The results: 21 rating points and a 38 share of
the viewing audience, hundreds of letters and phone
calls and a knowledge that we were right in our
premise.

1974 saw our second venture into quality pro-
gramming. Armed with the success of “Henry” and
“Elizabeth,” and the desire to continue building on
our image, we decided to experiment with three new
dimensions—fringetime, another TV station and local
programming involvement.

For 14 consecutive Sundays, we aired Kenneth
Clark’s “Civilisation” series at 5 p.m. In addition
to the Series, we produced 14 five-minute segments
filmed at the Houston Museum of Fine Arts parallel-
ing Lord Clark’s episodes with artwork compatible

(Continued on page BG/28)
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Customer-Oriented lJingles, Single Voice

Help Make Radio Advertising Better Buy

NE OF THE LEAST UNDER-

STOOD, most misused forms of
advertising is radio, says Allan Horn II,
vice president, marketing manager and
chief account executive for Barbara
Allan Financial Advertising, Inc., Kala-
mazoo, Mich.

“Since the cost of radio is generally
quite low compared to newspaper and
TV,” he says, “most people believe that
it isn't as effective and don’t do it
justice. Radio, when utilized properly,
can be the strongest medium in your
marketplace.”

People listen to radio primarily for
entertainment and news, he says. There-
fore, the radio advertising of a financial
institution should be interesting or
entertaining in nature. People are not
listening to radio for facts and figures
in mind-boggling quantities; such sta-
tistics should be clearly outlined in
newspaper ads, not in radio.

Mr. Horn, who counsels more than
300 financial clients for Barbara Allan,
recommends musical jingles as a means

MODULAR

CUSTOM BUILT TO YOUR SIZE AND
SPECIFICATIONS IN ACCORDANCE
WITH LOCAL CODES FOR INTERIM

OR PERMANENT USE.

of identification. When choosing a
jingle, he says, certain important fac-
tors should be considered.

“First, it must be customer oriented;
it must convey what the customer wants
to hear.

‘Next, it should appeal to your po-
tential customer’'s style preferences,
bearing in mind that, as a banker or
S&L officer, your tastes may be con-
siderably more sophisticated than your
average customer’s taste.

“Finally, a good musical jingle has
strong retention factors built in: Your
institution’s name is sung in, the melody
is catchy, the orchestra is large enough
to give a quality impact and there are
certain instrumental ‘cues’ built into the
music so the announcer comes in at
the proper time.”

Mr. Horn says no single factor is the
most important in creating good broad-
cast advertising, but one factor that is
absolutely necessary to effective adver-
tising on radio is the believability of
the announcer.

A good announcer does not sound as
though he is reading a script, Mr. Horn
says. A good announcer must sound re-
laxed, sincere and persuasive. He
should exude confidence, enthusiasm
and sincerity through the airwaves. He
should possess a solid mature male
voice, or, when humor is desired, mul-
tiple voices can be wused, including
female voices.

“Even though a local radio station

"SU-COMAG,;

| HKSALASTICSNON
MmMBMS2MEE*4E

LuV el SIDTSE LLCOCKS E/roduct‘ having the
SUPER STRI and THREE TRACKS AVAILABLE “Itis
™ 'V o In®*“ * esed approved by banking machine
manufacturers, customers, competitors, I; and others It is

aour Jtelley maghineagl{?urgsné ﬁr&jo’;\; E&WEH%' E&ﬁi”]@ﬂ%&f
over the details of your*buénk's speciaT 75qu“%‘;nér;ls.us and talk
THE sillcocks-miller company
310 Snyder Ave., Berkeley Hats., NJ 07922
NJ (201) 665-0300 NY (212) 695-0440

THSISYARGYDRIR198

MOBILE

STANDARD FEATURES INCLUDE
CENTRAL AIR CONDITIONING &
HEATING, DRAPES, CARPETING,

TELLER COUNTERS, CHECK
DESKS. SIZES: 12 x50, 24 x50,12 x56

ALL UNITS ARE READILY AVAILABLE, EITHER NEW or USED « YOU CAN LEASE, BUY or LEASE PURCHASE

MOBILE LEASING, Inc. /

Affiliated with MCDONALD MOBILE HOMES. Inc. i

23820 W. 8 MILE ROAD
SOUTHFIELD, MICHIGAN 48034

CALL DICK MILLER Phone 313/356-0366
18 YEARS IN THE TEMPORARY BANKING BUSINESS + OVER 100 UNITS THROUGHOUT THE COUNTRY
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may have a good announcer on its staff,
bear in mind that he is probably heard
locally for numerous other business
firms, possibly including that of your
competition. Such an announcer often
loses much of his audience credibility,”
Mr. Horn says.

He advises against using the services
of a well-known personality as an an-
nouncer. Few people in a small city
will believe that a national personality
comes to that city each week to make
a savings deposit, he says. “Your an-
nouncer should be a professional out-
side voice, one that becomes the voice
of your institution alone!”

Placement of times in radio is also
important, Mr. Horn says. Most radio
stations suffer an ambivalence about
their own commercial time. The station
must have sponsors to survive, however,
and the station manager knows that if
he loads the airwaves with back-to-back
commercials, his audience ratings will
suffer.

Mr. Horn advises the use of 60-
second commercials, since research re-
veals that such commercials are nearly
three times as effective as comparable
30-second spots. Costs are usually better
with a 60-second time, he says. For only
20% to 30% more money, an advertiser

YOU CAN SEE

THE WORLD
By Leland T

IN 40 DAYS

. Waggoner

SEE THE WORLD IN 40 DAYS?

Sure, not just around it but really see it

Read how one busy executive like you, a senior vice president

can get twice as much exposure.

The best time to air a commercial
is during the morning rush hour, Mr.
Horn says. Second-best time is during
the evening rush hour. If the station
charges an excessive premium for such
prime time, it's usually better to “float”
commercials within the regular pro-
gramming day.

“Don’t forget the midday times,” he
says, “since the housewife controls
many of the financial decisions and
midday exposure usually has greater
impact since there are generally fewer
commercials aired that time of day.”

No advertising material, no matter
how good it is, can work for its sponsor
if it's not exposed, Mr. Horn says.
Quantity varies from market situation
to market situation. He advises a mini-
mum of 18 to 20 exposures per week
in most cases, more if the budget can
stand it.

Up to 50% of a financial institution’s
advertising dollar can be budgeted for
radio—but only if the commercials are
of professional quality.

He says that today, even the smallest
markets are exposed to much quality
advertising through TV and network
radio. As a result, more radio listeners
than ever before are skeptical about
advertising that is not of high caliber.

of Home Life Insurance Company, did what you can do—
meet monks in Khatmandu, drug smugglers in Kyber Pass,
belly dancers in the Middle East, on a trip without ruinous
expenses which not only circles the globe but criss-crosses it too.

Quality TV

(Continued from page BG/26)
YOU CAN SEE THE WORLD IN 40 DAYS by Leland T.
Waggoner also gives you complete information on charter

flights— OTC, ITC, TGC—and the "new” ABC approved
by the CAB.

to his discussion.

The results, for the time period were
most acceptable—nine rating points and
a 33 share. Additionally, the press
coverage, publicity and consumer re-
sponse were most exhilarating.

Unfortunately, this particular experi-
ment taught us a valuable lesson. In the
process of airing “Civilisation,” we pre-
empted “60 Minutes” for 14 weeks! Our
target audience being similar to this
fine show made the letters and phone
calls all the harder to take.

We broadened our choice of previ-

This also makes the perfect gift book for the experienced,
novice, or even armchair traveler.

Ilustrated with color photographs, 240 pages, 6" x 9"

Commerce Publishing Co.

408 Olive Street
St. Louis, MO 63102

ously produced programming in 1975,
added a number of locally produced

MCB specials and began Houston-area spon-
sorship of local and national elections.
Pleasesend me........... copy(s) of AROUND THE WORLD This was our first so-called “Houston

IN 40 DAYS by Leland T. Waggoner at $9.30 per copy. |

enclose the payment.*

Address

City/State

* The above price represents a 15% discount to readers of this publication.
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National Bank Television Season.”
Our prime-time entries included “The
Commanders,” a series about World
War |l leaders; a number of entertain-
ment specials featuring well-known
musical stars; and two locally produced
specials: “Cures to Come,” a docu-
mentary about the work done at the
Baylor Medical Center; and “Seven
Days,” a special highlighting Houston
high school students’ involvement in
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the national Close-up program. Ad-
ditionally, on Sundays at 5 p.m., we
gave an encore to “Henry” and “Eliza-
beth.”

1976, in addition to being our na-
tion’s bicentennial, Was the centennial
year for Houston National. Therefore,
it was only appropriate to present Alis-
tair Cooke’s “America” series.

This BBC/Time-Life co-production
had won four Emmys and a Peabody
Award. We feel it was the ideal bi-
centennial program—our gift to the
Houston community.

An unforeseen community relations
opportunity presented itself when Rice
University proposed a joint venture
with the “America” series: .mini-courses
to feature all facets of American life
from architecture to fine arts to govern-
ment.

We underwrote the cost and ran five-
minute mini-programs in each “Ameri-
ca” segment to cross-promote these
public events. “Interpreting America”
was a grand success for Rice University
and a project we were pleased to be
involved in. The ancillary public re-
lations benefits are still being felt.

We sponsored a NBC News World
Public Affairs special held at Rice Uni-
versity and aired locally; as well as
coverage of the primaries and election
returns.

We also presented for 26 consecutive
Sunday nights Thames Television’s
“World at War.” This program afforded
us a great deal of personal feedback
from the consumer. The three following
excerpts from letters typify the reaction
of the viewing public:

« “l intend to bring as much of my
banking business to Houston National
as possible. | think your choice in
sponsoring this sort of programming
indicates that you are a serious, clear-
thinking, responsible institution.”

= “l would like to take this oppor-
tunity to tell you how very much our
family has enjoyed the ‘World at War’
series you have sponsored. . With
the conclusion on tonight, it was like
saying good-bye to a friend we shared
each Sunday night with for quite some
time.”

= “l have never written any com-
pany before or expressed my opinion
in writing to any group. ... | was so
moved by the military documenting
films and the startling sights of war and
destruction that | think it would be a
good series to televise about every five
years to let our children, as they grow
older, see how startling and cruel war
can be.”

Now for 1977. After four years of
what started as an experiment, our TV
venture has blossomed into a full-
fledged love affair with TV. This year

we have our own Houston National
Bank Television Hour, shown each
Sunday night.

This last summer we began 13 con-
secutive weeks of the premiere showing
of “The Fall of Eagles,” a series docu-
menting the three European ruling dy-
nasties and their ruination by World
War 1.

We also presented “We Are What
We Build” last January, an excellent
documentary covering Houston’s archi-
tecture; where it's been and where it's
going.

Since we started our programming

venture in 1973, our assets have risen
80%, deposits 51% and earnings 68%.
However, | must leave the last word to
the TV viewer:

= “To whom it may concern. | have
been planning to write to express to you
how much we appreciated your spon-
soring ‘World at War.’ It has been the
only program on TV recently that I
have looked forward to and made
efforts to arrange my schedule around.

“l am 28 years old, a housewife,
pacifist and dairy goat herdsman. |
believe the ‘World at War’ series was
informative and valuable. | never paid

DRIVE-IN BANKontrol* for

FINANCIAL

INSTITUTIONS

INCREASES RETURN ON YOUR INVESTMENT

« Balances Customer Traffic
« Increases Auto Capacity
« Speeds Up Transactions

Modern banking requires fast,

* Equalizes Customer Service
* Permits Design Flexibility
* Automatic — No Guesswork

efficient handling of customer’s drive-in

transactions. Electrotec’s BANKontrol System helps solve this problem by
controlling traffic flow through a monitoring procedure that directs waiting

cars to “open” tellers electronically.

Incoming traffic is held by a sign reading “STOP HERE.” When a teller
has almost completed a transaction, the “CALL” button is pushed. This
changes the message at the holding point electronically to read “DRIVE TO
TELLER” with the number of the “open” teller. Waiting time is minimized
and the “electronic memory” in BANKontrol does the directing to eliminate
human error. Traffic flow is balanced to increase teller efficiency, speed up
transactions, spread the work load more evenly and increase operating

capacity by 30% or more.

Write now for Bulletin No. B-610, and if you'll send a site plan of your drive-in layout
we’ll submit a complete proposal at no cost or obligation. Also inquire about the ETC Lobby
Control System, Drive-up Alert and Solar Screen Signs.
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a5-character

message center!
Words or

travel. With time
ad temperature.

Now even the smaller financial institu-
tions can afford a message center display
for advertising or public service.
Daktronics Venus 500 has 32 columns of
lamps with seven 15-watt bulbs per column
for displaying 18" high characters. Flash
on as many as 16 words of five letters, or
less, plus time and temperature or run a
traveling message of up to 16 words of up
to 16 characters each. (The word “Con-
gratulations” is shown traveling in the
photo.) Plus time and temperature

Messages are programmed from a
desktop keyboard console that lets you
see the message on the screen before it
appears at the message center.

At far less investment than our standard
10-character display.

Write for literature and prices—
DAKTRONICS, INC.
Box 229-J Brookings, SD 57006
Telephone 605/692-6145

attention in school when it came to
wars. They were never presented from
a human or understandable viewpoint.

“Although | am absolutely opposed
to violence, | believe a great service
was performed when you offered

‘World at War.’ | have appreciated the
series that you have run so far.
“Since we moved to Houston about
three years ago, the Houston National
Bank has impressed us as one business

in Houston that gives thought to what
it sponsors and that tries to offer pro-
grams of value to the community.

“l believe you should consider run-
ning ‘World at War' again at some
point in the future. Meanwhile, I am
really looking forward to what interest-
ing and educational thing you may
have planned.

“You have been thoughtful.” « *

Customer Attitudes About EFT Services

Revealed in Study by Thrift Institution

NDIVIDUALS making use of elec-

tronic funds transfer systems (EFTS)
offered by financial institutions are
much more people-oriented than non-
users, according to a study made re-
cently by American Federal Savings,
Des Moines, la., in association with
Grey Matter, Inc., also in Des Moines.

The study revealed that consumers
in general are satisfied and comfortable
with the traditional ways of handling
their money and feel that EFTS may
give them less control over their fi-
nancial affairs.

Customers using certain types of
EFT services, on the other hand, think
they have more control over their
money because of the ability to make
timely deposits and withdrawals from
interest-bearing accounts.

Financial organizations that position
EFTS programs as being different are
causing latent anxieties on the part of
much of the adult banking population
that is comfortable with the status quo.

The study also revealed that many
people are using EFTS for avant-garde
reasons—being the first in their group
to use the service. They derive satis-
faction from telling others about it.

There is a definite vocabulary that
certain market segments are more com-
fortable with in connection with EFTS.
Nonusers tend to have a traditional vo-
cabulary, using words such as “bank,”
“cash,” “checks,” “deposits,” “loan” and
“receipts,” while EFTS customers talk
about their “accounts,” “cards,” “codes,”
“money,” “payment,” “transactions” and
“transfers.”

The study shows that people select
their financial institutions and financial
services as much on emotional as prac-
tical bases. They are more likely to be
influenced by positive or negative feel-
ings associated with the personalities
in the financial institution or the per-
sonality/appeal of the financial insti-
tution or product—as opposed to choos-
ing the institution or product for

" o

convenience (location and hours) and
price (interest earned and charged).

The analyses were obtained from a
series of personal interviews using a
copyrighted word analysis program that
evaluated and compared the attitudes
of persons (1) who did not use any
EFT services and (2) who used a
variety of those services, including bill-
paying by phone, automated teller
machines, remote service units, auto-
matic transfer of funds and direct de-
posit of funds.

The main purpose of the research
projects was to uncover the latent atti-
tudes—ranging from positive character-
istics to negative concerns—that certain
market segments focus on when they
discuss specific EFT products and con-
cepts.

“It is only when we know what is
turning one group on and/or another
group off that we can really begin to
understand the things that can change
nonusers into users,” spokesmen for the
two firms said.

It is in this context, they added, that
it becomes important to know that
EFTS users are more people-oriented
than nonusers.

“On the surface, it may seem contra-
dictory to say that people who use
machines to do their banking are more
people-oriented than those who do not
use automated programs, but it is really
guite logical after you closely examine
consumer attitudes,” they said.

EFTS users—who, in most instances,
are under 40 years of age and have
graduated from college— are more trust-
ing and less suspicious of unfamiliar
persons, institutions and situations.
They are less rigid about the way they
do things and are more willing to con-
sider change. They are more mobile,
encounter more new friends and new
situations and are less concerned about
losing control over situations—mostly
because they are more focused on the
immediate than the future, the spokes-
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Must Reading for Every Director and Officer!

These Three Board-Related Books

(Including Revised Edition of Conflicts of Interest)

(1) CONFLICTS OF INTEREST FOR
DIRECTORS AND OFFICERS OF
FINANCIAL INSTITUTIONS $6.50

. The new, revised edition includes
everything directors and officers should
know about the topic: Presents the
problem of “conflicts,” gives examiners’
views of directors’ business relationships
with the bank, examines ethical pitfalls
involving conflicts, conflicts in trust de-
partments, details positive actions for
reducing potential for conflicts. Other
important data are the Comptroller’s
ruling on statements of business interest
of directors and principal officers of
national banks and sample conflict of
interest policies in use today that can be
adapted by your board. New material
includes FDIC regulation on insider
transactions.

QUANTITY PRICES

$5.00 ea.
$4.75 ea.

11-25
over 25

2-5 $6.00 ea.
6-10 $5.50 «a.

(2) RESPONSIBILITIES OF BANK
DIRECTORS $4.95 Written by
Raymond Van Houtte, president &
CEO of Tompkins County (New York)
Trust Co., this book is “right” for to-
day’s problems. Due to the economic
influence banks have on their commu-
nities, the rapid growth of holding
companies and the ever-growing “con-
sumer” movement, directors must know

what is expected of them and the bank
they serve in terms of responsibilities
to depositors, shareholders and the pub-
lic. Responsibilities examines recent
court decisions, investment return, con-
tinuity of management, long-range
planning, effects of structural changes
— HCs, branching, mergers—on com-
petition, and more.

QUANTITY PRICES

11-25
over 25

$4.25 ea.
$4.10 ea.

2-5 $4.75 ea.
6-10 $4.50 ea.

(3) COMPOSITION AND COMPEN-
SATION OF BANK BOARDS $4.25

Conflicts
of Interest

Responsibilities
of Bank Directors

Composition
and Compensation
of Bank Boards

author, Dr. Lewis E. Davids, editor of
The BANK BOARD Letter. This book
will give the reader an insight into the
variety of occupations represented on
bank boards; the number of inside and
outside directors; frequencies of meet-
salaries paid. Also included are
showing retirement ages
for directors, per-meeting and annual
fees, highest paid directors, etc. De-
signed to help you make comparisons
and put your board structure and fees
in proper perspective.

ings;
many tables,

QUANTITY PRICES

. A statistical analysis of bank boards 2-5 $3.85 ea. 11-25 $3.35 ea.
based on comprehensive surveys by the 6-10 $3.60 ea. over25  $3.10 ea.
THE BANK BOARD LETTER
408 Olive St., St. Louis, Mo. 63102
Send These Books:
............................. copies, Conflicts of Interest $
copies, Responsibilities of Bank Directors $
copies, Composition & Compensation $
Total enclosed $
STFEET oo
CitY, STAE, Z 1P coioiereiie ettt e saean
(Please send check with order. In Missouri, add 4Vi%to».)
BG/31
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A 'M U ST'
for Directors of

State-Chartered
Banks!

man said.

“In addition, many of them work in
positions where the computer provides
the answers to their everyday office
problems. EFTS is a comfortable ex-
tension of the situation they work with
and what they grew up with— the elec-
tronics and automated eras.

The bottom line is that EFTS cus-
tomers— younger people— are willing to
let others (including personal bankers
and machines) help them with their
financial affairs if they feel comfortable

with the situation, if it is perceived as
something that fits into a need and life-
style.

“Our analysis of the situation is that
to most effectively market EFTS, the
financial institution must show people
that these services are not so different
that they challenge current established
methods of handling financial affairs,
but complement them and fit into an
already existing lifestyle.

“In terms of having EFTS fit into
their lifestyles, our research determined

that words like ‘time’ and ‘money’ were
quite significant. Many persons see the
use of machines and electronic services
as things that allow them to spend
more time on themselves, doing the
things they really want to do.

“Further, those who use more than
one or two EFT services also believe
that they have more control over their
financial affairs because these services
allow them to leave money in one ac-
count where it can earn interest until
the last minute when it can be trans-
ferred to another account.” #

5* 7 PHOTO
CHANGE YOUR PHOTOS
-Season to Season
-Year to Year
JOHN LUCICH
President
P.O. Box 23447A San Diego, CA 92123
(714) 484-1668

"Bank Shareholders®

Meeting Manual”

A 60-page book designed to enable
directors of state-chartered banks to
bring their operations up-to-date. It
was developed in recognition of several
new trends in business and society—
trends involving an increased sensitivity
of the public regarding conflicts-of-
interest; greater concern for minority
rights; greater demand for fuller dis-
closure; data on control and ownership
and of related business interests, includ-
ing voting of trust-held securities.

Introducing

"“DEPOSITPLUS’

A simple, noreceipt systemthatcancutyour,
mail deposit costs up to 60%.

The book also provides a means for
state bank directors to modify pro-
cedures to bring their banks into com-
banking
statutes and regulations. Its use can

result in economies and efficiencies for
banks.

pliance with current state

Can Your Bank Afford to be
Out-of-Date?
EXCLUSIVE IN YOUR MARKET AREA
ENCOURAGE MAIL DEPOSITS
SAVE BIG ON POSTAGE—NO RETURN RECEIPTS
PROVIDES SIMPLE RECEIPT SUBSTITUTE
ANOTHER STEP AWAY FROM PAPER
PRE-ASSEMBLED KITS, READY TO HAND OUT OR MAIL

SEND YOUR ORDER AND
CHECK (sorry, no billed orders)
TO THE PUBLISHER: For free sample folder and distributor in your area contact:

JOE PORTTEUS, BANK GRAPHIC SYSTEMS
P.O. BOX 24287/SEATTLE, WA 98124 (206) 322-7471

ABETTER FUND TRANSFER IDEA FROM BANK GRAPHIC SYSTEMS

The BANK BOARD Letter

408 Olive St. (Suite 50S)
St. Louis, Mo. 63102
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New-Car Displays Used by Banks
To Stimulate Automobile Loans

NASHVILLE—As the fall season
approaches, so does the time for intro-
ducing 1978 models of automobiles.
Thus, this also is a time when banks
should promote new-car loans.

A promotion that's growing in popu-
larity is to invite local car dealers to
display their products on bank lots or
in their lobbies. Last October, the
Eighth & McGavock Office of Nash-
ville’s First American National dis-
played a new Pontiac Firebird in its
lobby and four additional Pontiacs of
various models on the branch’s parking
lot. On a Friday during the promotion,
live entertainment was offered in the
form of a bluegrass band, and the tell-
ers, secretary, Manager Thomas A.
Wright and assistant manager all
dressed in blue jeans and flannel shirts
to carry out the hoedown theme. In ad-
dition, the 500 visitors were treated to
apple cider and doughnut holes.

By the way, Mr. Wright reports that
his branch has seen a significant in-
crease in auto loans, and he intends to
repeat the new-car display this fall.

Mr. Wright received the 1976 An-
drew Benedict Salesman of the Year
Award from First American National.
The award, named for the chairman of
First Amtenn Corp., is given for ex-
emplary salesmanship, and each bank
affiliate of First Amtenn is asked to
submit a nomination. Since being
named manager of the Eighth & Mc-
Gavock Office in April, 1976, Mr.
Wright has launched several promo-
tions to stimulate customer interest,
such as the new-car display.

'Summer 'IT:

Bank Aids Community;
Helps Finance Guides

For the third consecutive year, a
grant from Avenue Bank, Oak Park,
111, has covered distribution costs of
“Summer '77,” a 24-page activity guide
published jointly by the local park dis-
trict and recreation department.

Due to the organizations’ savings from
Avenue Bank’s participation in the pro-
gram, the organizations used those
funds to expand summer services to
community residents.

“Summer '77” lists such regular ser-
vices as swimming, fishing, golf, gym-
nastics and handicrafts and offers in-
formation op stress clinics, belly danc-
ing and discotheque dancing, geneal-
ogy, crime prevention, assertiveness
training, wig styling and make-up ap-
plication, how-to-quit-smoking classes
and others.

For a Super Christmas!

OUR SUPER TIN LIZZIE

gets instant attention. Perfect as a
Christmas attraction. Ideal as a prize
at opening of main office, drive-in,
or branch. Used in parades instead
of a float. A great car loan and sav-
ings incentive. Fine to give away in
cooperation with local retail promo-
tions. Hundreds of different uses
made by banks and thrift firms each
year. Price, $670.00. Please place
Christmas orders right away, so as
to assure delivery/

America’s Best Promotional Value

Steel frame and body. Length 68”. Width 34”. Wgt. 200 pounds. Pneu-
matic tires. Gasoline engine, 3.2 HP. Top speed 17 MPH. Parts always
available. Standard color scheme red, black, and gold.

BOB TUCKER ASSOCIATES
Box 1222
Port Arthur, Tx. 77640

“Since 1958”
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Prepare NOW for Annual Meetings

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

= Capital Adequacy. 4 pages. When does
a bank have enough capital? Should a
bank resist supervisory pressure to increase
capital? Should a committee of board mem-
bers keep abreast of capital requirements
for their bank? These and other questions
discussed. No. 117, 3 copies for $1.

= The Bankers’ Handbook. Considered the
most complete and definitive reference
source covering current practices. It places
the money knowledge of 90 of the country’s
leading bankers at the fingertips of the
banker or businessman, in a concise, ana-

lytical style. In it are the answers to most
of your questions about banking—easy to
use. 11 major sections—in 87 chapters.
1230 pages. No. 120, $35.00.

= Bank Audits and Examinations. This
study, written in non-technical language,
is designed to be helpful (1) to an inde-
pendent accountant engaged to conduct
an opinion audit, (2) to an internal bank
auditor who wishes to make his work more
effective and (3) to a bank director who
wishes to compare procedures followed by
his bank with the modem methods out-
lined. No. 121, $32.

« What Every Bank Director Should
Know About Bank Counsel. A pithy dis-
cussion of the advantages and disadvan-
tages of a bank maintaining full-time coun-
sel, and whether that counsel should be an
elected director. The counsel-director re-
lationship is also covered—a vital relation-
ship in these days of complicated legal
maneuvering. No. 129, 3 copies for $1.

= Management Policies for Commercial
Banks. 2nd edition by Howard D. Crosse
and George H. Hempel. Substantially re-
vised edition dealing with major policies of
liability and asset management in banks.

Includes examples of major policies and
the relationship of policy makers and the
issuing of policy. Examines lending prac-
tices, personnel, marketing management
and portfolio management and capital
structure. No. 131, $16.95.

< Management Succession. 8-page study.
This has been termed the number one
problem in banking. Directors have the
legal duty to staff their banks and this
publication provides invaluable aids to as-
sist directors in this area. Includes a com-
prehensive checklist for management de-
velopment. No. 133, $1.

= Bank Stock Prices. How the price range
of a bank’s stock should be determined is
discussed in this four-page study. The pros
and cons of high and low stock prices are
examined so directors can determine where
to set the price of their bank’s stock. No.
134, 3 copies for $1.

= What Every Bank Director Should
Know About Public Relations. A veteran
journalist and PR man describes what PR
is and how a message can be relayed to
the public: how the good works of your
bank can be publicized. Includes an ex-
ample of a deposit-building program that
worked; also describes how the bank’s
personnel were “sold” on the program,
thus insuring its effectiveness. No. 135, 3
copies for $1.

 What Every Director Should Know
About Personnel Management. One im-
portant aspect: evaluation of employment
policy . . . the director should understand
this. Also, each bank should have a re-
cruitment policy and a general policy with
respect to the role of fringe benefits. No.
139, 3 copies for $1.

= Commercial Problem Loans. A study
that makes a significant contribution to
improving lending skills by filling a
void in the loan departments litera-
ture. The problem loan is identified in
detail and a program of supervision is
outlined. The volume includes a 41-
page chapter on collecting problem
loans and a case study of a fraud that
brings all die points discussed into full
play» Also included are a complete
sample credit file and a hypothetical
credit policy statement. Published in
1974. No. 137, $18.

FIVE NEW STUDIES

< Risk Management for Bank Directors.
An outline of what bank directors should
know about risk management in order
to adequately protect their bank and
themselves in light of their position of
fiduciary trust. No. 140, 3 copies for $1.

= Bank Ethics and the Board. A hypo-
thetical case study called “The Water-
gate Bank,” which outlines various un-
ethical practices engaged in by a “fic-
titious” management. Problems are
presented; questions asked; and poten-
tial solutions offered. No. 141, 1 copy
for $1.

e What Every Director Should Know
About Employee-Stock Ownership Plans
(ESOPs). Ever since the Employee Re-
tirement Security Act (ERISA) became
law in 1974, a tremendous amount of
publicity has been given to pensions,
particularly the use of ESOPS. What is
an ESOP? Is it for your bank? This
study poses some questions and an-
swers. No. 142,1 copy for $1.

< What Every Bank Director Should
Know About ERISA. The Employee Re-
tirement Income Security Act presents
new challenges to directors who have
ultimate responsibility for administering
employee retirement plans for their
banks and for other firms. Common law
precedents have been modified by
ERISA to the extent that the so-called
“prudent expert” has replaced the “pru-
dent man.” This study advises con-
cerned directors of the steps they can
take to minimize their exposure to the
penalties stipulated by ERISA. No. 143,
3 copies for $1.

« What Every Bank Director Should
Know About Courting Stockholder
Business. Stockholders, though recog-
nized as important by their firms, are
seldom used to their full potential by
banks. What is often overlooked is their
potential as prospective bank customers!
This study gives pointers that enable
banks to court their stockholders, result-
ing in stockholders bringing all their
business to their bank, which, in turn,
improves profits and results in larger
dividends for stockholders. No. 144, 3
copies for $1.

Order by Number Using Coupon on the Opposite Page
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Be a Step Ahead of Bank Regulators!

Examiners expect banks to have Written Loan Policies.

Send TODAY for your copy of the revised and enlarged edition of The Bank
Board and Loan Policy, a 40-page manual that discusses the reasons for a bank
having a written loan policy. Included are current loan and credit policies of
four well-managed banks that can aid your bank in establishing broad guidelines
for its lending officers. A written loan policy can protect directors from lawsuits
arising from failure to establish sound lending policies!

Check Box No. 113, $4.25 per copy

OTHER MANAGEMENT-DIRECTOR MANUALS

= Bank Directors and Their Selection,
Qualifications, Evaluation, Retirement. 24
pages. Answers key questions concerning
director selection, retention and retire-
ment. Special section: the prospective di-
rector and how he should be expected to
contribute to the bank’s success. No. 101,
$2.85 per copy.

= Bank Shareholders’ Meeting Manual. 60
pages, 8 x 11". Designed to aid directors
of state-chartered banks, this book dis-
cusses conflict of interest, minority rights,
fuller disclosure, voting of trust-held se-
curities, preparation of stock purchase and
stock option plans, also capital notes and
debentures.

The manual also is helpful in updating
annual shareholders’ meetings at a time
when stockholders are becoming more in-
sistent on receiving meaningful information
at annual meetings and in annual reports.
No. 102, $7.75 each.

= A Model Policy for the Bank’s Board
of Directors. 24-pages, reviews typical
organizational chart, duties and responsi-
bilities of managing officers and various

< A Business Development Policy. A plan
for the small bank in setting up objectives
and establishing responsibilities in the of-
ficer staff for getting new business, holding
present business. No. 109, 3 copies for $1.

e SALES: How Bank Directors Can Help.
Detailed outline of a program that has
developed more than $40 million in new
business for a holding company chain in
the Southeast. No. 110, 3 copies for $1.

< Planning The Board Meeting (Revised
edition). This 64-page booklet provides
some workable agenda, suggestions for
advance planning and also lists type of re-

ports a board should receive monthly and
periodically. It emphasizes the need for in-
forming the board as quickly and concisely
as possible. An excellent supplement to
plans your bank already has. No. 111,
$4.50 per copy.

= Policy Statement for Equal Employ-
ment Opportunity. 4-page study contains
suggested Equal Opportunity Program
aimed at preserving a bank’s eligibility to
serve as federal depository. No. 112, 3
copies for $1.

e How to Prepare for Kidnap/Extortion
Threats. 4-page study outlines security
precautions to take at the bank and at
home, sample “alert” system, action to
take during and after threat. No. 114, 3
copies for $1.

= A Code of Ethics. 4 pages. Sample
policy statements by two banks, covering
personal conduct of officers, inside and
outside the bank. Example: sets criteria
for conflict of interest, political activity,
outside interests, trading in bank stock,
gifts and entertainment that can be ac-
cepted by officers. No. 116, 3 copies $1.

standing committees, loan, investment and
collection policies, and an outline of a

SEE OPPOSITE PAGE FOR OTHER TOPICS

suggested investment policy. No. 103,
$3.00 per copy. Please Send These Management Aids:
= Annual Review for Officer Promotions. 01 ___ copies $ Vil copies $ ..
4-page study, contains 12 point-by-point 102 .... copies $ 129 .... copies $ .. Send Completed Coupon WITH CHECK
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= The Board of Directors and Effective MI copies  $ 141 .... copies $ ..
Management. Harold Koontz, 256 pages. ) o copies $
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'Smoke Signals

Bank Provides Record
Of Grand Opening Activity
Sometimes the best-laid plans of

bank marketers go awry, forcing a re-
vision. That's what happened after the

grand opening of Housatonic Bank,
Ansonia, Conn.

The new bank had planned on a
modest number of people attending its
open house celebration. Its president
was going to send personal letters to
everyone who entered the drawing for
a new car that was awarded during the

RV BOOKLETS

Three colorful, well-written Recreation Vehicle Industry As-
sociation publications will acquaint you with all facets of
RV financing, statistics on the industry from 1961 to pres-
ent, a five-year forecast, and many consumer-buying guide-
lines. Check publications desired.

O RV Facts and Trends— $1

O The Way to Go—$1

O RV Financial Facts— Free*
Mail Check or Money Order to RVIA, Dept. FBG, Box 204,

Chantilly, VA 22021

Name
A33ress
City, State & Zip Code

* Printed quarterly, presenting up-to-date industry financial statistics.
O Check here if you wish to be placed on the regular mailing list.

festivities.

But, alas, more than 6,000 people
registered—not exactly a modest num-
ber of people! The president would
have gotten writers’ cramp if he had
tried to correspond with each person
attending.

So, the bank’s stockholder publica-
tion “Smoke Signals” was utilized. A
special issue was printed that included
four pages of candid photos of the peo-
ple attending the event. The publica-
tion provided a diary of the grand
opening and a thank-you message from
the president was included. The name
of the winner, of the drawing was also
printed.

The publication provided a means
for the bank to contact all its customers
and friends and give them a record of
the grand opening. It also served its
original function well, as it provided
the bank’'s 900 stockholders with a
permanent pictorial record of the im-
portant day their bank opened.

The management at Housatonic
Bank is aware of the benefits of keep-
ing stockholders informed of bank ac-
tivities—not only at annual meeting
time, but throughout the year!

Need a financial premium promotion?

We've “gotcha
covered” with a variety
of top-quality, trouble-
free Faribo incentives!

Blankets, Sports
robes, Afghan throws,
Poncho-blankets, and
Pak-a-robes belong, no
matter what the season.

Especially now!
With thermostats turned
down, these turn up as hot
items. Everyone can use
another one.

And they’re truly
trouble-free for you: no size

See us at the New York
Premium Show. Booths 1625-1627.
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problem, no breakage.

Faribo’s “Gotcha Covered”

program contains everything

you'll need to make it go:

newspaper ads, stuffers, counter cards,
posters, radio and TV materials.

For afree Promotional Kit,

call or write Charlie Champlin,
Incentive Sales Manager, Faribo
Blankets, Faribault, Minnesota 55021.
507/334-6444.

Purveyors of warmth
and comfort since 1865.



Premiums

(Continued from page BG/18) Ban kve r t i S i n g .
_ thepanker's answer 1 advertising

see a smoke alarm in every Elkhart

home. So we're making it as easy BankVertising...the recognized leader in the publication of
and inexpensive as possible for our personalized financial newsletters for agricultural and com-
customers to get this early warning mercial banks. Our 4-page professional publications not only
Guard-All smoke alarm.” give your customers a monthly overview of economic trends

and changing business conditions, but they also promote the
many financial services available at your bank.

Our four editions of THE FARM PICTURE present com-
modity market forecasts, advanced farming techniques, and
new government policy developments—all tailored to meet
the regional interests of agricultural banks across the nation.
Our MONEYWISE and MONEYWISE Il publications are
written to help interpret the nation's economy, govern-
mental policy, and business conditions affecting every
businessman and his family. In addition, these three news-
letters provide helpful articles on managing personal and
business finances. Sponsoring banks may even personalize
all or part of page 4 with an ad or special message pertinent

COLORFUL METAL TRAYS to their locale. TUP
Bank: Tri-City Bank, Bristol, Tenn. Call or write for our FREE TWO
Premium: Metal serving trays. - TEST SUBSCRIPTION (up to BANKVERTISING
Offer: One tray free to each person 200 copies) and see why BankVertising
opening or renewing a Christmas newsletters are the best investment in COMPANY
club account. bank advertising for 1978.
Supplier: Fabcraft, Inc., French- 1300 Hagan Street * Champaign, lllinois 61820 * 217/356-1339

town, NJ 08825.

Results: More than 2,500 Christmas
club accounts opened, resulting in
almost $200,000 in deposits. The
promotion ran at the bank’s six of-
fices for almost two months. “This
was a very successful promotion, not
only from the standpoint of club
savings, but from the excellent good-
will garnered from showing our cus-
tomers how to save systematically
through the use of Christmas clubs,”
said Bruce D. Martin, vice president.

FARMERS1 ALMANACS
Bank: Northeast Bank, Lewiston,
Maine.

Premium: Farmer's almanacs.

Offer: One almanac free to each per-
son opening or renewing a Christ-
mas club account.

Supplier: Farmers Almanac, Lewis-
ton, ME 04240.

Results: A 9.1% increase in number
of clubs for 1977 over 1976. The
bank distributed 50,000 Almanacs
and utilized radio commercials made
by the Almanac’s editor to announce
the offer. The commercials were
played on 19 AM and FM stations.
The bank chose the Almanacs be-
cause of their low cost and useful-
ness throughout the year. The bank’s
management felt the Almanacs were
more useful than most other Christ-
mas-oriented premiums.
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Bank's $ 100,000 Grant
Provides Work for Youth

Morgan Guaranty Trust, New York
City, through its Charitable Trust, has
provided summer jobs for 162 needy
boys and girls aged 14-19. The trust
made grants totaling $100,000 for the
project.

CUSTOMERS AUTOMATICALLY
SIGNAL THEIR ARRIVAL WITH

DRIVE-IN ALERT

Pleasant chime sounds when car passes
over electronic detection area, alerting
tellers who may be away from drive-in
window. Customers receive fast service.
Tellers operate more efficiently. Also
counts cars.

il 810 East Crabtree

This is the third year that Bedford-
Stuyvesant Restoration Corp., Chil-
dren’s Aid Society and Jobs for Youth,
Inc., nonprofit agencies in New York,

have received grants
Guaranty.

The youths involved in the program
including
mainte-

will do a number of jobs,
painting, welding, carpentry,
nance, clerical and other work.

GUIDE YOUR CUSTOMERS TO THE
FASTEST SERVICE AVAILABLE WITH

HIGH INTENSITY
DRIVE-IN SIGNS

ACTRO—LITE SIGNS immediately attract
and direct drivers entering the facility. The
extraordinarily brilliant OPEN/CLOSED or
RED/GREEN message even pierces direct
sunlight. Stainless steel or statuary bronze

from Morgan

finish.

Easily installed and maintained.
Versatile mounting. Immediate delivery.
Satisfaction Guaranteed!

Arlington Hts., Ill. 6.0004 « (312) 398-0633

GONBLLTANTS TO AHNANJIAL INSTTTUTICNS

We design the function first and then
encase your operation in a building
that reflects the Bank's commitment to
the strength and progress of the com-
munity.

20180 GOVERNORS HIGHWAY
SUITE 21, 4617 NO. PROSPECT RD.
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OLYMPIA FIELDS, ILL. 60461
PEORIA HEIGHTS, ILL. 61614

IBEC

312/481-2800
309/688-8373

Honors:

Top Students' Photographs
Displayed in Bank Foyer

Following a longtime tradition, First
City Bank, Hopkinsville, Ky., has hon-
ored the top 10 graduates from each
of the area’s two high schools by dis-
playing the students’ photographs in
the foyer of its Main Office.

As part of the tradition, the portraits
will remain on display until they are
replaced by photographs of 1978's top
10 graduates from Christian County
High School and Hopkinsville High
School. At that time the 1977 students
will receive framed photos from First
City Bank.

Thrift Starts Energy Newsletter;
Offers Gas Stove Igniters

Saving energy and money is the
theme of a newsletter entitled “Saving
Your Money,” published quarterly by
Niles (111.) Savings.

The first issue presented ways to
save energy in the home. This can be
done by turning off the pilots on gas
ranges and using igniters instead. The
institution offered the igniters free to
all comers while a supply lasted.

Subsequent issues will tell readers
how to save money on taxes and food
in addition to energy.

LaVeme Sampson, a.v.p., Niles (lll.) Savings,
demonstrates use of gas range igniter that
takes place of pilot lights. Igniter can cut gas
consumption from 35% to 47% by eliminating
use of fuel to keep pilots burning.
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Atime and temperature display
that says eight great things about your
business.The FED 2 ¢ o o T&T Plus.

Now you can pre-program up to eight messages or
simple pictorials that will travel or change thousands
of times each day— developing the full market
potential that’s right outside your door.

Your newest promotion ... special sale ... public
service message... featured attraction or package is
in front of your customers’ eyes, within easy access
of your business.

Here's away to combine the promotional impact of
an electronic message center—and the customer
recognition that comes with atime and temperature
display.

AT&T Plus can enhance your image and
location when pedestrians and motorists
alike rely on your business for accurate
time and temperature.

And you have the choice of displaying
temperature in Celsius, Fahrenheit or
both— a standard feature. You can even
make your T&T Plus an attention-getting
calendar with an option that automatically
shows the date.

All this motivational power is available
in your choice of ten standard models—
packed into 100% solid-state electronics
for dependability—at a cost that’s little
more than a conventional T&T display.

Find out what the Federal T&T Plus has
done for other businesses— and what it
can do for you.

Write for a free brochure or call toll free today,
800-323-7431. Federal Sign, Dept. FBG-97,140 E.
Tower Drive, Burr Ridge, lllinois 60521.

Federal Sign: The Nationwide Professionals FEDERAL S I G N

Division Federal Signal Corporation
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‘Managing Marketing for Profits’ Is Theme

Of 62nd

Annual

BMA Convention

Association to meet in Honolulu Oct. 29-Nov. 2

' NANAGING erketrs for Bl
annual convention of the Bank Market-
ing Association, which will convene in
Honolulu from October 30 to Novem-
ber 2. Headquarters hotel is the Hilton
Hawaiian Village.

Three full days of meetings are
scheduled, with general sessions each
morning followed by workshops, rap
sessions and departmental meetings.

Convention keynoter will be former
NBC news correspondent Robert Go-
ralski, currently public relations direc-
tor, Gulf Oil Corp., Washington, D. C.
He will be followed on the platform by
Carter Golembe, Golembe Associates,
Washington, D. C., who will speak on
the future of banking. Continuing the
future theme during the first general
session will be a panel moderated by
Jack W. Whittle, chairman, Financial
Marketing Group, Chicago.

Workshops on the first day will cover

plastic cards, cross-selling and retail
banking and customer needs and
wants.

Four luncheon rap sessions for com-
munity banks will address NOW ac-
counts, officer calls, premiums and
press relations. Six raps will be held for
large banks covering direct mail, staff
training, employee incentive programs,
marketing department organization,
NOW accounts and premiums.

Most of the afternoons and all of the
evenings of the first two days of the

DAVIS

1976-77 BMA officers are Clifford Y. Davis Jr.,

convention will be free time.

Tuesday’s events will begin with the
Golden Coin awards and Best of TV
film during the general session. Three
departmental sessions will follow that
will feature panel discussions covering
the changing competitive environment,
marketing research and planning and
the future of EFT. Four workshops will
round out the morning program and
will cover bank positioning, public re-
lations, staff motivation and evaluating
a marketing department.

A Hawaiian “punch” reception will
be hosted by exhibitors prior to lunch-
eon.

Another set of luncheon rap sessions
will be held—six for community banks
and five for large banks. The communi-
ty bankers will have a choice of attend-
ing sessions on bank contributions, di-
rect mail campaigns, the Financial Ad-
vertising Code of Ethics, holding com-
panies, director power and how BMA
can help its members.

Large banks will discuss debit cards,
institutional advertising, investor rela-
tions, in-house market research and
how BMA can help its members.

Wednesday's program will begin
with a general session featuring John
E. O'Toole, president, Foote, Cone &
Belding, New York. His topic will be
the implications of advertising in the
years ahead. Also on the program is a
progress report on the Financial Adver-
tising Code of Ethics given by Thomas

1976-77 BMA Officers

ALLENI ZIEGLER

v.p., City Nat'l,

Memphis—pres.;

D. Rogers, vice president and director
of corporate marketing, State Street
Bank, Boston.

A series of departmental discussions
will focus on EFTS, advertising and
marketing strategies for the small busi-
ness market. The last item on the pro-
gram is three workshops covering new
marketing ideas, retail banking and
measuring consumer understanding
and response to electronic services.

The convention will close with a re-
ception and luau.

New BMA officers were elected in
August by mail ballot. At press time,
final results were not in, but Martin J.
Allen, senior vice president Old Kent
Bank, Grand Rapids, Mich., was ex-
pected to be elected president. New
first vice president is expected to be
Arthur B. Ziegler, executive vice presi-
dent, Marine Midland Bank, Buffalo.
Norwood W. Pope, vice president, Sun
Banks of Florida, Orlando, is expected
to be elected second vice president,
and Ronald E. Hale, senior vice presi-
dent, City National, Bryan, Tex., is ex-
pected to get the treasurer’'s post.

Three bankers from the Mid-Con-
tinent area are expected to be elected
to the board of directors. They are
Robert M. Maddox, president, Peoples
Bank, Meridian, Miss.; Alex W. Hart,
senior vice president, First National,
Elgin, 111; and Marshall Tyndall, senior
vice president, Texas Commerce Banc-
shares, Houston. * *

WHITTLE

Martin  J.

Allen Jr., s.v.p.. Old Kent Bank, Grand Rapids, Mich.-*-Ist v.p.; Arthur B. Ziegler, e.v.p., Marine
Midland, Buffalo, N. Y.—2nd v.p.; and Jack W. Whistle, Financial Marketing Group, Chicago—treas.

MID-CONTINENT BANKER for September, 1977
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Financing Via Gov't Guaranteed Loans

Explained at Hibbard, 0 Connor Meeting

By LAWRENCE W. COLBERT
Assistant to the Publisher

NDIVIDUALS interested in, and

qualified for, loans to start small
businesses, obtain franchises that re-
quire investment or for making im-
provements to farms or rural communi-
ty homes can do so without going into
short-term indebtedness, installment
debt, finance companies or lease pro-
grams.

This is the message presented by
Hibbard & O’Connor Government Se-
curities, Inc., Houston, at a recent
seminar for representatives of financial
institutions, government agencies, fran-
chise reps and others. Title of the pro-
gram was “New Directions in Profit-
ability.”

Those attending learned that the
problem today is that not enough peo-
ple understand how to go about get-
ting proper financing for their busi-
nesses or farms. Also, too many think
getting a government-guaranteed loan
is too complicated. Hibbard & O’'Con-
nor says this isn’t so.

The purpose of Hibbard & O'Connor
Government Securities, which is a sub-
sidiary of Hibbard, O'Connor & Weeks,
is to provide the service whereby the
small businessman and farmer can ob-
tain proper long-term debt that will
give him the best opportunity at mak-
ing a success of his business.

Among the speakers at the three-day

104

conference was Robert Marshall, act-
ing director, Office of Program De-
velopment for the Small Business Ad-
ministration (SBA).

He said there are 10 million small
businessmen and three million farmers
in need of loans. However, the SBA
can't guarantee a loan if the borrower
has adequate funds of his own, if the
money is used to repay owners’ invest-
ment or creditors, if the loan is for
speculation or investment, if it is for
a non-profit organization or if it is for
the news media.

He said many bankers don't know
how to use the SBA to full advantage
to satisfy the loan needs of their cus-
tomers.

Requirements to qualify for an SBA
loan include good credit risk, adequate
collateral and management ability. The
SBA requires of the borrower an ap-
plication form, a personal history, a
personal financial statement and a col-
lateral statement.

SBA loans don't require a lot of time,
Mr. Marshall said. Normally, four
months is the time between the appli-
cation and loan approval.

He presented the following statistics
about small businesses in the U. S.:

e 96.7% of all businesses in the
U. S. are classified as “small busi-
nesses.”

« 55% of the private, non-ag work
force is employed by small businesses.

= Small businesses generate 43% of
the gross national product.

Participants at Hibbard
& O'Connor "New Di-
rections in Profitabil-
ity" program included
(from 1) Miles Mac-
Intyre, counsel, U. S
House of Representa-
tives, and Robert Mar-
shall, SBA, both from
Washington, D. C;
Alton M. Bathrick, v.p.,
host firm; Ky. Congress-
man John B. Brecken-
ridge; and Michael R

Thomas, SBA  con-
sultant, Washington,
D. C.

= Small business accounts for 64%
of the dollar volume of wholesaling,
73% of the dollar volume of retailing,
57% of the dollar volume of service in-
dustries and 76% of the dollar volume
of the construction industry.

e 100 million Americans earn their
living from small business.

An impetus for increased interest in
guaranteed loans has come from the
availability of a stronger secondary
market into which financial institutions
can sell their guaranteed portions of
loans.

Spokesmen for Hibbard & O’'Connor
said their firm has been a pioneer in
the concept of secondary lending mar-
kets for government guaranteed loans.
The firm operates a lender locating ser-
vice that finds buyers for the guaran-
teed portions the financial institutions
wish to sell.

Alton Bathrick, vice president and
manager of the government guaranteed
loan department at Hibbard & O’Con-
nor, told the audience how a bank can
increase its yield through a government
guaranteed loan.

A bank, he said, lending $100,000
at 10% can sell off the guaranteed por-
tion, which is $90,000. Assuming the
bank can get 8% on the $90,000, the
2% spread will make the bank $1,800
on that portion of the loan. The bank

will also be making 10% on the
$10,000 portion of the loan that is not
guaranteed, resulting in total gross

earnings of $2,800—or 28%.

He said the Comptroller of the Cur-
rency has ruled that only the non-guar-
anteed portion of a bank’s loan goes
against its legal lending limit, so the
bank not only earns 28% in the above
illustration, but it uses only $10,000 of
its loanable funds.

Lower rates is a principal advantage
to small businesses taking out guaran-
teed loans, Mr. Bathrick said. “If we
don’t pass the benefits on to the bor-
rower in ways of lower rates and long-
er terms, the sources of such funds,
such as the SBA, will dry up.”

The differences in characteristics of
SBA and Farmers Home Administra-
tion (FmHA) loans were spelled out
at the meeting.

SBA loans have a maximum limit of
$500,000, while FmHA loans have no
limit. Terms for real estate loans can
extend as long as 20 years under SBA
rules and up to 30 years under FmHA
regulations.

Working capital loans can extend
only seven years under terms of both
agencies.

FmHA loans are distributed through
the agency’s business and industry pro-
gram, which was designed to improve

MID-CONTINENT BANKER for September, 1977

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



YOUR BANK'S LO

SAlm' -™1

No worry if you have LSI Insurance through Scarborough

Sure you require evidence of primary auto Single Interest Insurance through Scarborough
coverage at the time of your loan, but what & Company can:

happens when your borrower's vehicle is unin- m Reduce installment loan charge-offs.
sured, his auto is stolen, damaged or ) )

destroyed, and he defaults? One thing for sure, ® Reduce expense involved in follow-up
you have problems. systems.

With Lenders Single Interest Insurance Auto ® Provide protection for extended auto loan
Insurance through Scarborough, you can terms up to 48 months.

protect your bank's loan . . . because you have ® Include towing and storage.

coverage up to replacement value, unpaid

balance or cost to repair. Because you deal directly with Scarborough

on claims, you receive prompt, fair and

No follow-up system requiring borrowers to professional service, with a minimum of red
continue primary insurance is foolproof. That's tape. Another reason to think of Scarborough
why the policy available through Scarborough for Lender Single Interest Auto Insurance.

is vital. It provides positive, continuous protec-
tion. Protection on a blanket basis for all in-
dividual auto loans (dealer or direct).

Call or write Bob Marshman or clip the
coupon below for more information.

Fill in this coupon to receive the free booklet
"Lenders Single Interest Automobile

Scarborough e

the bank insurance Name

people Title__
Scarborough & Company Bank
222 N. Dearborn St. Chicago, lllinois 60601
Address
Phone (312) 346-6060 VIC 9/77
City__ State.
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the quality of rural life by boosting the

economic climate. FmHA loans can't
be offered in towns with more than
50,000 inhabitants.

Both types of loans enable medium-
sized banks to serve their business com-
munities directly through leveraging
the loans and promoting jobs, said John
B. Breckenridge, congressman from
Kentucky. He said the loans were a
great way for banks to help create
jobs in the private sector.

Referring to the numerous job bills
introduced in Congress, he said, “Most
of these jobs are public works jobs that

absorb tax revenues, increase the fed-
eral deficit and thereby contribute to
our inflation problems.

“To resolve our economic difficulties,
we need to concentrate more on in-
creasing private-sector rather than pub-
lic-sector employment, particularly in
small business. You people here today
by your contribution to this important
conference can contribute to this pro-
cess.”

He said he believes strongly that the
guaranteed loan programs of SBA and
FmHA are the key to solving the na-
tion’'s employment and inflation prob-

PERSONNEL PROBLEMS?

WHETHER YOU ARE A PERSONNEL MANAGER
LOOKING FOR AN OFFICER.

OR A BANKER WISHING

WE CAN HELP

Put this

service to your use

FINANCIA
PLACEME

a division
912 Baltimore,
816-421-7941

confidential

of Bank News,
Kansas City,
TOM CHENOWETH,

TO RELOCATE

and
today.

guaranteed

L
NTS

Inc.
Mo. 64105

Manager

4,400 BANK DIRECTORS FROM

1,160 BANKS
PUERTO RICO AND

IN 47 STATES,
MEXICO ATTENDED

THE FIRST 28 ASSEMBLIES

The next will be held:

The Twenty-ninth in
The Fairmont— San Francisco, Calif.
Nov. 3-6, 1977

The Thirtieth in
The Riviera—Palm Springs, Calif.
Jan. 26-29, 1978

For information, write or call

Dr. Richard B. Johnson
SMU Box 214, Dallas, 75275; 214/691-5398
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lems.

“Only through your aggressive and
active support and participation in the
SBA and business and industry and the
guarantee programs can this country
ever hope to achieve a balanced
budget and preserve the economic free-
dom and future of America,” he said.

Mosler Anti-Crime Seminar
Set for KC Oct. 12-13

KANSAS CITY—A two-day anti-
crime seminar is set for October 12-13
at Ramada Inn Central, sponsored by
Mosler. The program will include pre-
sentations on executive kidnap and
hostage/extortion by FBI agents as well
as bomb threats and search by members
of the U. S. Army Bomb Disposal Unit.
A special session will be devoted to an
explanation of the Bank Protection Act
of 1968 as it relates to the requirements
of the Insurance Services Office.

Also included on the program will be
an exhibition of safecracking, the use
of a burning bar to enter a safe, a
demonstration of electronic alarm de-
feats and the showing of safes that
have been peeled, ripped, core drilled,
punched and water bombed.

The program is designed for anyone
concerned with crime prevention. For
information, write: Robert Rosberg,
Mosler, Hamilton, OH 45012.

Classified Board Measure
Approved by First Charter

KANSAS CITY—Stockholders  of
First National Charter Corp., parent
HC of First National, Kansas City,
voted recently to divide the board into
three classes of five directors each.

The meeting was the completion of
the annual meeting of last April which
had adjourned pending disposition of
litigation involving the classified board
proposal.

The HC is said to be the third major
bank HC in Missouri having a classified
board. One class of directors will be
elected each year under the system.

Newly elected to the board is Stan-
ley H. Durwood, president, Multi-
Cinema, Inc.

Frank P. Syms Dies

Frank P. Syms died recently. Be-
fore his retirement several years ago,
Mr. Syms was eastern advertising
representative for M id-Continent
and several other regional

banking journals.

Banker
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Whi»ley
works woHcfwide

In the world of international banking, effectiveness
requires transacting business across the ocean as quick-
ly as across the street. It also requires being up-to-the-
minute on trading techniques and knowing what makes
world trade successful. To serve your customers' needs
your bank needs a correspondent bank with interna-
tional efficiency, experience, and expertise to back you
up. That's where the Whitney can help. We make inter-

national-and correspondent-banking just a little NATIONAL BANK CF NEWGRLEANS =M
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This advertisement is neither an offer to sell nor asolicitation of offers to buy any of these securities.
The offering is made only by the Prospectus.

NEW ISSUE August 11,1977

4,000,000 Shares

Chemical New York Corporation

$1,875 Cumulative Convertible Preferred Stock

(without par value)

The Convertible Preferred Stock is convertible, unless previously redeemed,
into Common Stock of the Company at a conversion price of
$56 per share, subject to adjustment in certain events.

Price $25 per share

plus accrued dividends, if any, from date of issuance

Copies of the Prospectus may be obtained from any of the several underwriters,
including the undersigned, only in States in which such underwriters are qualified
to act as dealers in securities and in which the Prospectus may legally be distributed.

The First Boston Corporation Kuhn Loeb & Co. Dean Witter & Co.
Incorporated Incorporated

Morgan Stanley & Co. Bache Halsey Stuart Shields Blyth Eastman Dillon & Co. Dillon, Read & Co. Inc.
Incorporated Incorporated Incorporated

Donaldson, Lufkin & Jenrette Drexel Burnham Lambert Goldman, Sachs & Co.
Securities Corporation Incorporated

Homblower, Weeks, Noyes & Trask E. F. Hutton & Company Inc. Keefe, Bruyette & Woods, Inc.

Incorporated

Kidder, Peabody & Co. Lazard Fréres & Co. Lehman Brothers Loeb Rhoades & Co. Inc.
Incorporated Incorporated

Merrill Lynch, Pierce, Fenner & Smith Paine, Webber, Jackson & Curtis Reynolds Securities Inc.

Incorporated Incorporated

Salomon Brothers M. A. Schapiro & Co., Inc. Smith Barney, Harris Upham & Co. Warburg Paribas Becker

Incorporated Incorporated
Wertheim & Co., Inc. White, Weld & Co. Bear, Stearns & Co. Shearson Hayden Stone Inc.
Incorporated
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This advertisement is neither an offer to sell nor asolicitation of offers to buy any of these securities.
The offering is made only by the Prospectus.

NEW ISSUE August 11,1977

$100,000,000

Chemical New York Corporation

8%% Debentures Due 2002

Price 99.47%

plus accrued interest from August 1, 1977

Copies of the Prospectus may be obtained from any of the several underwriters,
including the undersigned, only in States in which such underwriters are qualified
to act as dealers in securities and in which the Prospectus may legally be distributed.

The First Boston Corporation Kuhn Loeb & Co.
Incorporated
Morgan Stanley & Co. Goldman, Sachs & Co. Merrill Lynch, Pierce, Fenner & Smith Salomon Brothers
Incorporated Incorporated

Bache Halsey Stuart Shields Blyth Eastman Dillon & Co. Dillon, Read & Co. Inc. Donaldson, Lufkin & Jenrette

Incorporated Incorporated Securities Corporation
Drexel Burnham Lambert Hornblower, Weeks, Noyes & Trask E. F. Hutton & Company Inc.
Incorporated Incorporated
Keefe, Bruyette & Woods, Inc. Kidder, Peabody & Co. Lazard Fréres & Co. Lehman Brothers
Incorporated Incorporated

Loeb Rhoades & Co. Inc. Paine, Webber, Jackson & Curtis Reynolds Securities Inc. M. A. Schapiro & Co., Inc.

Incorporated
Smith Barney, Harris Upham & Co. Warburg Paribas Becker Wertheim & Co., Inc. White, Weld & Co.
Incorporated Incorporated Incorporated
Dean Witter & Co. Bear, Stearns & Co. <« Shearson Hayden Stone Inc.
Incorporated
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New headquarters building of Texas Bankers Assn, in downtown Austin is located directly across
street from governor's mansion. Designed in Texas colonial style, $1.2-million structure is TBA's
first home of its own in its 92-year history.

New Texas Bankers Assn. Headquarters

Formally Opened by Governor Briscoe

HE TEXAS Bankers Association
T not only has a home of its own for
the first time in its 92-year history, but
now one of its neighbors is the gover-
nor of Texas, Dolph Briscoe. In addi-
tion, the new structure, located at 203
West 10th Street in Austin, is just a
short distance from the capitol.

Governor Briscoe crossed the street
to cut the ribbon July 23 officially
opening the new headquarters, which
has two stories and a basement park-
ing and storage area and is designed
in Texas colonial style, conforming to

the historical neighborhood in which
the building is located.
The 75 x 75-foot structure is sur-

rounded by porticos with tall brick pil-
lars. Shepherd and Boyd of Dallas was
the architectural firm, and interior dec-
orating was provided by Corporate De-
signs, Inc., Dallas.

The cost, including land, furnishings,
landscaping and other facilities, was
$1,240,000, which was fully funded by
the TBA’s membership.

C. Truett Smith, president,
State, Wylie, is credited with propos-
ing that the association have a home
of its own when he was TBA president
in 1973-74. Mr. Smith, fittingly, was
chairman this year of the committee
that planned the grand-opening cere-
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First

Texas Governor Dolph Briscoe (c.) snips rib-
bon formally opening new headquarters build-
ing of Texas Bankers Association. Assisting
him are TBA Pres. Charles L Childers (I.) and
immediate Past Pres. S. R Greenwood. Mr.
Childers is pres., Tyler Bank; Mr. Greenwood,
pres.. Temple Nat'l.

mony and festivities.

Intensive studies were made of the
feasibility and desirability of the un-
dertaking, and it was explained to Tex-
as bankers in a series of district meet-
ings. A building or “new-facilities”
committee was appointed, with S. R.
Greenwood, president, Temple Nation-
al (later TBA president, 1976-77), and
Edward A. Wood Jr., senior vice presi-
dent, Preston State, Dallas, as co-
chairmen.

A ground-breaking ceremony was
held December 30, 1975, and, except
for some landscaping and other last-
minute work, the building was com-
pleted last May.

At the opening ceremony in July,
TBA President Charles L. Childers
(president, Tyler Bank) presided and
introduced the governor and other
guests, including Austin Mayor Carole
McClellan. Several past association
presidents attended the festivities, as
did former Governor Preston Smith of
Lubbock, State Treasurer Jesse James
and Ernest T. Baughman, president,
Dallas Fed.

The TBA, said to be the oldest state
banking organization in the nation, was
formed in 1885 at Lampasas. The ad-
ministrative staff is headed by Sam O.
Kimberlin Jr., executive vice president.

MID-CONTINENT BANKER for September, 1977

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



Banks all over
the Southwest bank
on Dallas.

Republic National Bank
Is the major reason why. The
city’s central location and
excellent distribution services
certainly have been major
factors in our growth in
correspondent banking.

But there’s much more
involved in correspondent
banking leadership than
location. It requires a special
attitude toward service—the
attitude you’ll find at
Republic. Through
Republic, you can
offer your customers a
full range of banking
services. And be assured
we’ll provide the same high
guality of service that you
provide your customers.

There is one other
factor. The expertise you can
offer through our specialized
departments—International,
Trust and Investment, and
Petroleum and Minerals.

In helping our
correspondent banks grow,
we’ve helped make Dallas the
correspondent banking
center of the Southwest. And
Republic National Bank
is Dallas.

Republic National Bank
Is Dallas. &

Member FDIC
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Energy Division to Finance Coal Industry

Formed by Citizens Fidelity, Louisville

ORMATION of a new bank divi-
Fsion, called Citizens Fidelity En-
ergy Co., has been announced by Citi-
zens Fidelity Bank, Louisville. The
new company is an extension of the
bank’'s expanding commitment to the
region’s coal industry, according to
J. David Grissom, chairman.

“As the consequences of the current
energy crisis become more and more
apparent, it becomes clear that Ken-
tucky, as the No. 1 coal-producing
state, has a special responsibility to the
nation,” Mr. Grissom said.

“The coal industry requires a unique
kind of financial expertise and we at
Citizens Fidelity have been acquiring
this special knowledge over the past
several years. It is a natural transition
for us to set up a special division that
will be devoted to serving the financial
needs of this region’s coal industry,”
he said.

Joe M. Rodes, president, Citizens Fi-
delity Corp., will also assume the presi-
dency of Citizens Fidelity Energy Co.
George M. Bigg, currently vice presi-
dent and manager, special industries
division, will become senior vice presi-
dent of the bank and the new division.
Tabb Hazelrigg, currently an assistant
vice president with special industries,
will join the new division, and Rick

Ad Wins Award for

This transit poster for BankAmericard service offered by Third National,
bank a national "Addy" award from the American Advertising Federation, Washington,

GRISSOM RODES

Bartholomew has joined the bank and
will be assistant vice president of the
new division.

One of the primary goals of the new
division, according to Mr. Rodes, will
be to better serve the needs of the re-
gional coal producer who wishes to ex-
pand his mine, undertake a new pro-
duction project, build a coal processing
facility or otherwise improve his access
to economical transportation.

He said the new division will con-
tinue to rely heavily on the corre-
spondent banking network that it has
established throughout the region.
“Our correspondent bank partners will
continue to be one of our best sources
of information and aid in assessing our
loan or leasing prospects in the coal in-
dustry,” he said. = =

Third Nat'l, Nashville

Overhauls

ctudenft bodi™f

Nashville, won the
D. C

The poster featured a photo of the son of bank Vice President Donald F. Schleicher. The back-to-

school promotion was featured on 20 city buses from

late July to early September last year.

The same concept was used on outdoor, TV, radio, newspaper and magazine advertising and
on statement stuffers. A similar campaign featuring the new Visa card ran this summer.
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MARKETING SEMINAR

ST. LOUIS— The annual market-
ing seminar sponsored by the Mis-
souri Bankers Association and the
Illinois-Missouri Bank Marketing As-
sociation will be held September 19
at the Cheshire Inn here.

The day-long meeting will in-
clude general sessions, workshops
and rap sessions. Among the speak-
ers and topics will be Alex Sheshun-
off, Sheshunoff & Co., Austin, Tex.—
“High-Performance Banking”; Rob-
ert J. Bennett, senior vice presi-
dent-planning and development,

Boatmen’s Bancshares, St. Louis—
“NOW  Accounts”; Mrs. Marcie
Massie, vice president, Bank of St

Louis— “Advanced Staff Training”;
R. Ted Pepple, vice president, Amer-
ican National, St. Louis— “Public
Relations”; and Jim Weitzel, Kel-
ler Crescent Advertising Co., Evans-
ville, Ind.— “Market Share Analy-
sis.”

Luncheon speaker will be Dr.
George M. Dupuy of the University
of Virginia. His topic: “Bank Mar-
keting— Where It's Going.” Wrap-up
speaker will be Jerry R. Thornton,
vice president and director of mar-
keting, National Bank of Commerce,
Lincoln, Neb.

Registration fees ($60 for asso-
ciation members and $75 for non-
members ) should be sent to: Bonnie
Booten, First National Bank, P. O.
Box 517, Alton, IL 62002.

FDIC Examination Policy Changes
Promote Dialogue With Directors

WASHINGTON, D. C.—Policy
changes by the FDIC encourage more
frequent meetings between examiners
and bank officials and the duplication
of examination reports by banks for
their directors.

The revised policy on meeting with
directors requires, as a minimum, the
examiner-in-charge to meet with the
board or a committee of the board at
each full-scope examination. In banks
that have significant problems, the
regional director or his representative
will attend either the board or com-
mittee meeting held during the exami-
nation or a meeting of the entire board
held at the request of the regional di-
rector subsequent to the examination.
The state banking authority will be in-
vited to participate and a written sum-
mary of the meeting will be furnished
to the board, along with corrective
commitments and/or reactions of those
in attendance.

Even though the FDIC examination
report is confidential, it will be made
available to each director for review.
Duplication of the report for this pur-
pose is encouraged by the FDIC.
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il  Wiutsker,
lane Whitaker lottes, Assis*
Ip, D. WIi&s&er, Executive
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“Our bank is a family bank
and always has been. And
we look to the First for help
just like one of the family.”

The Farmers Bank of Blairstown,
Missouri is a true success story. A
correspondent bank relationship has
added financial strength and a team of
specialists.

The Whitaker family, two

and a sister, continue modem
banking into the second family
on. They understand
customer’s personal ail
in the best traditions/
, small

In a town with a
161, their customers are their friends
and neighbors. And they can give them
most services they might require.

But the Whitaker family bank has
a correspondent relationship with the
First National Bank of Kansas City to
help them handle those services their
customers may need from time to time
that they cannot give.

Together, with the First, the
Farmers Bank of Blairstown has the
added strength of both economic and
manpower resources.

If your bank could benefit from
assistance with overline loans, *
investments, transit collection, bonds,
international services, trusts, cash
management and other financial
services, call the professional staffof
the First National Bank Correspondent
Department.

We take pride in the success of
the Whitaker family and the Farmers
Bank of Blairstown.

Our correspondent banking
tradition has been built on becoming
part of the family.

Why not put our strong tradition
of excellence to work for your success.

Your success is our tradition.

féliudnal
B arilgoaseem

An Affiliate of First National
Charter Corporation Member FDIC
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Merrill Lynch and Columbus, Ov Bank

Unveil New Kind of Brokerage Account

NEW KIND of brokerage account

has been announced by Merrill
Lynch, Pierce, Fenner & Smith, Inc.,
New York City-based securities firm.
Called Cash-Management Account, it
will combine interest on investment in
a money market fund and direct access
to margin loans and free credit cash
balances through bank drafts and use
of the Visa card issued by Visa/Bank
Americard.

The account will be introduced ini-
tially this month in Atlanta, Denver
and Columbus, O., with special Visa
cards to be issued to Merrill Lynch
customers in those cities through City
National of Columbus. The latter is the
only commercial bank in the country
that will be associated with Merrill
Lynch in the program.

After a test period, Merrill Lynch of-
fices throughout the country are ex-
pected to offer and promote the ser-
vice.

Here's how the program will work:
Customers who qualify will be able to
open a Cash Management Account
(CMA) by leaving securities in a mar-
gin account at Merrill Lynch. Although
a minimum amount has not been estab-
lished for opening an account, the firm
has indicated that the account could
be opened for as little as $2,500. After
the account is opened, all securities
transactions and services will continue
in the normal manner.

Each CMA customer’s securities, in-
cluding money market fund shares, will
be protected up to $300,000, the same
as the coverage provided all Merrill
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Lynch customers. This protection con-
sists of the Securities Investor Protec-
tion Corp. (SIPC) coverage of uo to
$50,000 (including up to $20,000 in
cash) and the supplemental securities
protection of up to $250,000 per cus-
tomer, arranged by Merrill Lynch with
Aetna Life & Casualty, Inc., for the
balance.

Funds in the account will be invest-
ed automatically once each week in a
money market fund where dividends
will be earned daily, based on prevail-
ing short-term rates.

Balances invested in money market
fund shares can be utilized at any time
by writing drafts or using Visa cards
to be issued to all CMA customers (as
noted above by City National of Co-
lumbus). Sufficient money market fund
shares will be sold automatically to re-
lease the necessary monies. The Visa
cards will be honored at any of 50,000
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New Orleans Bank Fails

NEW ORLEANS— Republic National, chartered in 1974, was declared in-
solvent July 29 by Comptroller of the Currency John G. Heimann. The
FDIC was appointed receiver for the bank, which had $4.9 million in de-
posits.

The FDIC announced that First City Bank of New Orleans, a newly
chartered state nonmember bank, has assumed the failed bank’s liabilities.
The new bank was organized by a group of investors headed by R. Preston
Wailes and Elton A. Arceneaux, Jr., bankers in this area, and opened August
1. Initial capitalization is $600,000.

According to the Comptroller, Republic National “has never operated on
a profitable basis, sustaining net operating losses for each year of its exist-
ence. Net losses for 1974, 1975 and 1976 were $29,000, $107,000 and $76,-
000, respectively. In addition, the percentage of classified assets to gross
capital funds increased from about 4% in 1974 to 171% as of April 29, 1977.
During the next three months, the bank experienced a sharp deposit decline,
which, when combined with the bank’s fixed and poor-quality asset struc-
ture, forced a severe and continuing liquidity crisis. A special portfolio
examination, commenced by national bank examiners July 25, 1977, and
concluded July 29, disclosed loan losses in excess of the bank’s capital and
reserves.”

worldwide branches of the 8,700 banks
in the Visa/BankAmericard system, as
well as at all establishments accepting
the card.

Checking and card transactions also
will be backed by a direct line of cred-
it, based on the margin value of the se-
curities in the account. With the se-
curities as collateral, the customer’s in-
terest loan rates will be at Merrill
Lynch’s regular margin-account rates,
which, according to the firm, are sub-
stantially below those commonly avail-
able on other cards or revolving or in-
stallment plans.

This collateral-based loan is available
on a, standby basis to cover drafts,
bank-card purchases or securities trans-
actions, but is put in effect only after
all investment funds in the account—
including those invested in the money
fund—have been utilized.

Merrill Lynch will charge a nominal
monthly service fee. All standard
brokerage commissions and margin in-
terest charges will apply to securities
transactions.

City National will provide banking
services to Merrill Lynch customers in
the form of check and credit-card pro-
cessing, immediate debiting of charges
against accounts and record keeping.
In turn, Merrill Lynch will effect pay-
ment for CMA holders and provide a
consolidated-account statement.

Why is Merrill Lynch offering such
an account? Here's the answer given
at a press conference announcing the
program: “Frequently, securities in-
vestors leave cash balances resulting
from securities sales in their accounts.
Generally, these balances do not earn
interest. Through the Cash-Manage-
ment-Account agreement, Merrill
Lynch will invest these cash balances
and any other cash in the account in
money market shares and thus earn
daily dividends for the account holder.
This eliminates the need for customers
to transfer funds out of their accounts,
wait for the mails and re-deposit the
funds before they have access to the
money or are able to earn interest.”

According to Merrill Lynch and City
National, “CMA holders will be able
to carry the financial power of all their
liquid assets in their pockets, rather
than leave them in a number of sep-
arate accounts. And all transactions—
purchase and sale of securities, divi-
dends received or interest due, drafts
and credit-card purchases—will appear
on a single convenient monthly state-
ment. That statement will present a
financial picture showing the holders
getting maximum convenience for all
their liquid assets.” * *
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When
you can't offer

Profit Sharingand
Retirement

Trust Services

ofvolirom™.

offerours. S

Callon our
experience.

Now, through the Corres-
pondent Banking Division
of Third National, you can
offer your customers the
complete Trust Services they need, includ-
ing Profit Sharing/Retirement Plans developed
individually to fit each company situation. We
relieve you of almost all responsibilities, includ-
ing management of the ongoing investment,
legal work relative to IRA, and various other

time consuming functions. We save you the ex-
pense of developing a full-service Trust Depart-
ment of your own while helping you to remain

competitive inyourcommunity.

Get full information on the

many and varied services from

the largest Trust Division in

Tennessee. Talk to the Third

National CorrespondentBanker

who serves your areatoday.Our

Tennessee WATS line is (800)

342-8360. In neighboring states

dial (800)251-8516 in nashville

Member FDIC

Celebrating 50years of service.
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Telephone Transaction System
Expanded by Continental Bank

CHICAGO—Continental Illinois Na-
tional has added 46 telephone units to
its transaction telephone system, bring-
ing to 79 the total number of transac-
tion telephones installed in the Chicago
area as part of the bank’'s computer-
linked credit verification network.

The new installations are at a variety
of retailer and merchant locations, in-
cluding auto service stations, a flower
shop, an auto dealership, a car rental
agency, hotels and a gift shop.

Continental signed the first 13 mer-
chants to its transaction telephone sys-
tem in December and currently has a
total of 38 merchants with 54 locations
on its system.

The phones, which tie into regional
credit card authorization centers, offer
computerized, voice-response authori-
zation for credit purchases. Merchants
may obtain authorization for Master
Charge, Visa or American EXxpress
credit card purchases.

Participating merchants are process-
ing 1,300 transactions per week
through the system. Each authorization
takes an average of 20 seconds. The
system eliminates the need for a print-
ed list of revoked or lost cards, since
the computer notifies the merchant if
a card being presented by a customer
has been revoked or reported lost or
stolen.

If a card being presented has been
reported lost or stolen, the computer
will automatically switch the mer-
chant’s telephone call to a bank securi-
ty officer who works with the merchant
to determine whether the customer pre-
senting the card is an authorized user
of the card.

Also, if the intended purchase would

Salesclerk uses transaction phone to verify pur-
chases made with Master Charge, Visa or
American Express cards on Continental Bank of
Chicago's computer-linked transaction phone
network. Bank has expanded the system and
added new services.
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put the customer over the credit limit
for his card, the computer will give the
merchant a phone number for credit
clearance.

ABA Publishes Information
On Tactics of Swindlers

The ABA is offering for bank use a
statement stuffer describing the activ-
ities of con artists or swindlers.

Entitled “Don’'t Be Swindled,” the
leaflet outlines nine of the more com-
mon schemes—actual cases of swindles
that are perpetrated on the public.

The material came from material
created by Detroit Bank, which gave
ABA permission to make it available
to all ABA members.

The folder points out that Americans
suffer thousands of criminal fraud of-
fenses annually. It is estimated that for
each reported swindle two others oc-
curred but were not reported because
the victims were too embarrassed to
admit they had been taken in.

The publication notes that, although
elderly people are the principal target
of swindlers, others are also suscepti-
ble. The best defense against swindlers
is an awareness of their tactics, the
statement stuffer advises.

Voters Favor Branching,
AMBI Survey Shows

SPRINGFIELD, ILL.— Illinois voters
favor giving banks the right to have
branches like federally chartered S&Ls,
by a margin of 4/2 to 1, according to
an A. C. Nielsen survey conducted for
the Association for Modern Banking in
Ilinois (AMBI).

Nielsen surveyed voters in all 59
legislative districts in this midwestern
state and found that 66% of those
polled favor branches; 14.5% didn't
know, and only 8.1% expressed no
opinion. The poll, which covered 2,447
persons in the state, is said by Nielsen
to be accurate to within 6.7%.

Nielsen interviewers asked the make-
up of each household called, whether
the family had a bank account and
the following key question: “We would
like your opinion of branch banking.
By branch banking, we mean the abil-
ity of a bank to be able to offer a full
range of financial services at more than
one office or location. Would you favor
or oppose a law permitting lllinois
banks to have branches within the
county in which the bank is now lo-
cated?”

To avoid bias, the order of “favor
or oppose” was changed in every other
interview.

A branching bill in the state senate
(SB 1051) had been amended shortly
before the poll to permit branching
within a county or 25 miles from the
bank if the branch is in another county.

Bank's 'Dog-Gonest' Problem
Solved by 'Puppy Power

Gene Harkey, property and purchas-
ing engineer at Merchants National,
Mobile, Ala., was in the dog house re-
cently. He was installing electronic
banking equipment designed to help
speed up customer transactions at a
tellers window when he realized that
there wasn't enough room for him to
squeeze between a false ceiling and the
roof to install some wiring.

But it was “puppy power” to the
rescue when Mr. Harkey called on the
services of his miniature dachshund,
Friskey. The wires were tied to the
dog's collar and then the canine was
hoisted into the area above the ceiling.
Mr. Harkey went to the opposite end
of the building, raised a ceiling tile,
called his dog and waved a flashlight
for direction. Friskey pulled the wires
through, enabling the installation to
continue on schedule.

"Puppy power" comes to rescue at Merchants
Nat'l, Mobile, as Gene Harkey (r.), property
and purchasing engineer, and Russell Harris,
v.p. and br. mgr.,, place Mr. Harkey's dog,
Friskey, in area above ceiling to run wiring
for automatic teller. Space above false ceiling
was too small to admit human, so Friskey was
called on to assist.

Commercial Finance Institute
Set for Marquette University

MILWAUKEE—Current  business
credit developments will be given ma-
jor emphasis in the Commercial Fi-
nance and Factoring Institute course
being offered by Marquette Universi-
ty’'s Continuing Education Division and
the National Commercial Finance
Conference, Inc., with classes starting
September 12 at the university cam-
pus.

Director of the course is Robert J
Katcha, vice president, Aetna Business
Credit, Inc. The course will employ a
practical approach to providing appli-
cable, up-to-date information on com-
mercial financing, its impact on work-
ing capital and its role in business cred-
it availability.
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Murphy Brock [at left), Vice
President and Jim McKenzie
(at right), Asst. Cashier of
Liberty Bank, correspond per-
sonally with Bobby M. Jenkins
(center), Vice President and
Cashier of the National Bank of
Middlesboro, at the bank’s
main office.
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Third Nat'l, Nashville,
Celebrates 50th Year
With Week-Long Program

NASHVILLE—A week-long celebra-
tion was held in July to commerorate
the 50th anniversary of Third National.
The bank was founded July 18, 1927.

Special events included a dinner for
about 300 correspondents and spouses
with entertainment by the bank’s “Third
Dimension” choral group and the Opry-
land USA'’s Dixieland band.

Open house celebrations were held
in all of the bank’s 30 branches on
July 18 and a luncheon for a group of

Sampling 50th anniversary cake during week-
long celebration at Third Nat'l, Nashville, are
(from 1) Charles J. Kane, ch. & pres.; Nash-
ville Mayor Richard H. Fulton; and John W.
Clay, bank sr. ch.

How well do your present

Charles J. Kane (I.), ch. and pres., Third Nat'l,
Nashville, draws winning entries in customer
giveaway program celebrating bank's 50th an-
niversary. Looking on is John W. Clay, senior
ch. Top prize in drawing was a Caribbean
cruise for two; second prize was a 25-inch
color TV. More than 100,000 entries were sub-
mitted.

original shareholders was hosted by
Charles J. Kane, chairman and presi-
dent. All bank directors were enter-
tained by Mr. Kane at his home. Among
the original directors being honored was
Sam M. Fleming, former ABA presi-
dent, who served as CEO from 1950 to
1973.

Third National was the idea of the
late Frank M. Farris, who resigned from

savings passbooks,
or statement savings registers,
promote your image ?

Have you ever stopped to think what your statement or
regular savings passbooks are doing for your image?
Or, how much more attractively designed passbooks
could do? Well, the people at Rand McNally have, and
as a result, have come up with some great ideas in
color, style and design that can work for you. Or, if you
prefer, they have a staff of talented artists that will help
you create an image all your own.

another Nashville bank in 1927 to or-
ganize Third National, which operated
out of the lobby of the then-indepen-
dent Life Building at Fourth and
Church streets. More than $1 million in
deposits was taken in on the first day of
business—a record at that time for a
new bank in the South. Banking quar-
ters were enlarged in 1938 and the
bank’s present building was opened in
1967. The bank became the flagship
bank of Third National Corp. in 1972.
The HC now has eight bank affiliates.

From Life:

Eisenstaedt Photo Show
Draws Crowds to Lobby

An exhibit of more than 100 photo-
graphs by Life magazine photographer
Alfred Eisenstaedt in the lobby of
Frost National, San Antonio, has
proved to be an excellent drawing card
for the bank.

“Witness to Our Time,” as the dis-
play was titled, covered subjects from
Hitler to Will Rogers. The photos are
part of a larger collection assembled
by Time-Life, Inc., and were on loan
to Frost National from the Smithsonian
Institution.

A name you know, a company
you should know more about

Rand M?Nally

Financial Systems Division

P.O. Box 7600 / Chicago, lllinois 60680 / (312) 267-6868
10 East 53rd Street / New York, New York 10022 / (212) 751 -6300
206 Sansome Street / San Francisco, California 94104 / (415) 362-4834
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‘A holding company
Is a holding company
Is a holding company”

Oorisit?

Let’s face it. Holding companies aren’t
always alike.

So if your correspondent bank thinks all holding
company financing is the same, maybe it's time to
look for a different correspondent bank.

Like Continental Bank. At Continental we don’t
have any pre-cbnceived notions about what a
holding company in your situation might need.We
put together a credit especially made for a holding
company of just your size, in your state and in your
circumstances. With just the combination of terms
y.Qur individual situation calls for. And with any
necessary regulatory modifications, evaluation

analyses and even negotiation assistance you
might require.

At Continental Bank your credit requests
don’t go from committee to committee to committee.
They go to your account manager—one officer who
has the authority to say “yes” or“no” on most loans.
So you get your decision fast—direct from the
person who made it. Call John Tingleff at (312)
828-2191 about your holding company financing.
Whether your needs are extraordinary or routine,
the creditwe work outwill fityourcompany just right.

We'llfind away.

CONTINENTAL BANK
231 SOUTH LASALLE STREET, CHICAGO, IL 60693

Continentéil Illinois National Bank and Trust Company of Chicago.
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Brokers in
Financial Market
Instruments

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

Gaote
Funioo & Gy, I

Established 1963

G1
mfa

26 BROADWAY, NEW YORK, N. Y. I0OM
Cable: PALUMAC Tel: 212 269 3456

RADIO g~Ss

| BUBXRBa || MRENGa
I Newspaper/iiBikg

& ii
L L0&O5

HPhotography

a a s

Yes, advertising and
everything that goes with it can
sometimes be confusing.

So why not get back to basics?
Basics like you will find in our

total advertising program.
Designed specifically for banks.

Kenneth
Mills
Advertising

P. 0. Box 853 e Searcy, Ark. 72143

11B' E. Center e 501-268-4891
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Lenders Liable for Tax Consequences

From Delinquent Commercial Loans

ENDERS involved in resolving de-
L linquent commercial loans should
be aware of the tax consequences and
liabilities because of two often over-
looked provisions in the Internal Rev-
enue Code (IRC), according to Ed-
ward A. Dauer, associate professor of
law, Yale Law School.

Mr. Dauer's warning is included in
the current issue of “Counsel,” quarter-
ly publication for directors’ and officers’
liability insurance policyholders of
MGIC Indemnity Corp., Milwaukee.

Mr. Dauer notes that lenders—and
even individual employees of lenders
—have been held liable by the IRS for
delinquent taxes of the borrower.

He cites the 1962 case of Mueller
v. Nixon, whereby an officer of a fi-
nance company approved a loan to a
machinery company that failed to re-
mit federal income, taxes. Following the"
machinery company’s bankruptcy, the
IRS sued the finance company and the
lending officer for the back taxes and
won.

“This case was decided under sec-
tion 6672 of the IRC, which provides
that ‘persons required to collect and
pay federal taxes, but fail to do so, are
liable for a penalty equal to 100% of the
unpaid tax,’” he notes. This section
normally applies to corporate officers
who fail to remit the taxes of their own
corporations, but the wording can be
misleading.

Mr. Dauer says that since the finance
company had pur two of its own offi-
cers in charge of the machinery com-
pany’s troubled financial operations,
the court ruled the lender had knowl-
edge of the tax delinquency and au-
thority or control over the decision to
pay it, and thus was liable.

He pointed out that, although this
case was decided under section 6672,
another similar section, 3505, is even
more ambiguous.

“Under this section, if a lender (or
surety or other person) pays the wages
of its borrower's employees directly,
the lender is liable to the IRS for any
FICA and FIT wage withholdings the
borrower fails to pay,” Mr. Dauer says.
This situation is not uncommon with
construction Urms that delay paying
taxes due to cash-flow problems.

Mr. Dauer notes that part (b) of
section 3505 covers the case of a lender
who merely provides funds to a bor-
rower to meet a payroll. “If the lender
knows the borrower cannot or did not
pay the withholding taxes, the lender

may once again be liable to the 1RS for
the unpaid amounts,” he writes.

The practical significance of these
examples is not a question of placing
liability, he says, but involves paying
the huge sums of defending the law-
suits.

Lenders involved in the construction
loans, especially those made directly
to the contractor-developer to finance
the project, should be aware of the lia-
bilities resulting from tax delinquencies
of the borrower, Mr. Dauer says.

A copy of the article is available
from MGIC, MGIC Plaza, Milwaukee,
W1 53201, attention Edward Berger,
communications department. = *

Investment Guide Published
For State Housing Bonds

CHICAGO—A state housing finance
and mortgage finance agencies guide
has been published by Continental
Bank. The publication is said to be the
securities  industry’s only complete
guide to state housing authority bonds.

The guide gives detailed, compara-
tive evaluations of 77 bond issues and
provides a framework for judging the
overall credit quality of these types of
securities.

The comparative evaluation of each
issue contains an analysis of significant
credit features, an appraisal of its prin-
cipal strengths and weaknesses and a
ranking of credit quality relative to
other housing bonds issued under simi-
lar programs.

The guide provides a basis for the
review and analysis of new issues as
well as secondary market offerings,
highlights the inherent strengths and
weaknesses of each agency’s bond is-
sue, provides" a basis' for making credit
decisions, allows for the review of in-
vestment holdings and provides infor-
mation for credit files and gives in-
vestors an independent appraisal of the
underlying credit quality of each issue.

Stonier Registration Open

WASHINGTON, D. C —Applica-
tions are now being accepted for thé
1978 session of the Stonier Graduate
School of Banking. The two-week resi-
dent session will be held June 11-23
at Rutgers—the State University, New
Brunswick, N. J.

Brochures and application forms
have been mailed to CEOs, personnel
officers and training and development
officers of banks. Applications must be
returned by October 15 to be consid-
ered for next year’s session.
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Correspondentbanking
IS a two-way street.

We work with you. You work with us. And
together, we work for the benefit of your
customers.
That’s what correspondent banking is all
about at First City National Bank of Houston.
When your customers need to borrow
money over and above your legal lending limits,

you can turn to us instead of turning them away.

You can also turn to First City National
Bank for loan participations. Or for help on an

international level. As the largest bank in the
nation’sfifth largest city, our financial capabilities
can extend yours around the world.

We can also help out in the area of corporate
trust services— as transfer agents and registrars
— and work with you at a more efficient cost
than money center banks.

Contact the Regional/Correspondent
Department, First City National Bank, P.O. Box
2557, Houston, Texas 77001.

FIRST
CITY
NATIONAL
BANK

OF HOUSTON

We can do it all.
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Conventional methods of planning
O l I r l I a ra n e e normally involve three basic steps.
1.) The preparation of expensive pre-
liminary drawings by an architect;
2. ) your analysis of these plans; and

|} [}
3.) the acceptance of formal bids from
IS S I I I I e one or more general contractors.

] Unfortunately, the price often turns out
to be far higher than the original
estimate... and you have four ways
to go: back up and start over again;
scrap the whole idea until later; com-
promise your original plan by modifica-
tion, or bite the bullet and pay the
higher costs... hoping of course,
that the final tab will not be even higher.

Bank Building Corporation has a better
way. When you work with us, we’ll
guarantee the total cost of your new
facility before you invest a penny in
expensive working drawings. And if the
completed cost exceeds the price we
guaranteed, you pay only a fraction of
the difference. Bank Building picks up
the rest. And if it costs less... you get
practically all of the savings!

There’s not another firm in your city or

in the country that can back up a cost
estimate with a guarantee like ours, and
the only reason we can do it is because
we've been in this business for 64 years,
and have planned, designed, and built or
remodeled more than 6,000 buildings.

Our preliminary presentation gives you
complete floor plans; outlines the full
scope of work, completion timetable, and
materials; and color sketches to show
what your facility will look like when
completed ... and a GUARANTEED
COST ESTIMATE. We’ll be happy to
discuss your next facility. We have a

Bank Building Corporation
1130 Hampton Avenue mc-977
St. Louis, MO 63139

"A (314) 647-3800
Please send information about how
you can help build my business.

Name__ . i
Title__ Bank Building
Fi -

o Corporation
Address. well buildyou a business.
City___ State. OFFICES: St. Louis, Washington, D.C.; Hartford, Conn.;

Chicago, Atlanta, Dallas, Denver, San Francisco
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The Changing Future of Commercial Banking

A Matter of Alternatives

S THE FUTURE for retail banking
I so dim that alternative types of
banking business—primarily in the
corporate and government sectors—
must be sought? Evidence of disen-
chantment with the prospects for retail
banking is becoming more noticeable,
and concern has been expressed that
a kind of bandwagon philosophy is de-
veloping, on which unwary bankers
may jump, to their ultimate dismay.

Bankers should not make precipitous
changes in plans on the basis merely
of industry talk or gossip. Banking has
a long history of herd-like reactions to
changing circumstances or new devel-
opments. Many bankers have come to
regret the acceptance of intriguingly
simple explanations of movements that
were in reality much more complex.

The issue of the future of retail
banking and of the alternatives open
to commercial banks is real and it is
important. In this situation there may
indeed be more fire than smoke, at
least as one looks down the road. |
would like to explore this subject
which, for shorthand purposes, we can
pose as “commercial or retail?,” not
with the thought that really specific an-
swers can be provided but, rather, with
an idea that perhaps some of the more
important questions may be asked, and
some of the basic trends identified.

Perhaps we should dispose first of
the troublesome matter of definitions.
By “retail” business, | mean depository
and credit services provided for indi-
viduals or households, who select their
banks largely on the basis of conve-
nience. By commercial business, |
mean depository and credit services
provided for business entities and gov-
ernmental units. Locational conve-
nience is not a primary factor in the
selection of a bank by these customers,
who are typically more concerned with
the bank’s ability to handle their needs
and with professional relationships with
individual bank officers. Between these
two broad categories is an important
“gray” area, consisting of customers
who may, depending on the whims of
the definer, fall into the “commercial”
or “retail” categories.

It seems inevitable, particularly as
one grows older, that the past is
viewed as having been a more orderly
and more pleasant time than the present.
Nevertheless, it does seem that not so

By CARTER H. GOLEMBE
Chairman
Golembe Associates
Washington, D. C.

long ago commercial bankers resided
in a rather tidy world. A principal
characteristic of that world was func-
tional specialization among financial in-
stitutions, reflecting in part the work-
ings of the marketplace, but in a much
more important way, the workings of
government regulation.

Two of these kinds of specialization
should be of particular interest and
concern now. One involves the drawing
of lines between commercial banking
and the functions that have been main-
ly the province of thrift institutions;
the other involves the line dividing
commercial from investment banking.

For individuals and households, a
variety of thrift institutions have tradi-
tionally specialized in the business of
collecting savings and relending them
in various ways to the same constitu-
ency. S&Ls and mutual savings banks,
for example, invested their funds pri-
marily in residential real estate loans,
while credit unions, industrial banks
and similar organizations focused on
consumer installment lending. Various
inducements and restraints were de-
vised by government to further this
kind of specialized activity, and for
most of the institutions involved, sep-
arate supervisory and regulatory sys-
tems were maintained.

Many of the credit needs of cor-
porate business and government were
taken care of by another set of special-
ized institutions, the investment bank-

This article is based on remarks
made by Mr. Golembe at the recent
convention of the New York State
Bankers Association.
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ers. To the extent that these customers
have to tap the market for funds—
usually but not always of a long-term
nature—they were served by invest-
ment bankers who, through private
placements or public underwritings,
brought together those with surplus
funds and those who had the need for
their use. Securities services of the
brokerage type were also available
from a well-defined group of institu-
tions, and many firms providing this
service also provided investment bank-
ing services. Again, a separate and dis-
tinct regulatory system was established,
which regulates the securities business
primarily for the protection of the in-
vesting public.

The unique position of commercial
banks is that they offer all of these
services, whether on the funds-collect-
ing side, or the funds-disbursing side,
or acting as “matchmakers” between
borrowers and non-bank investors. In-
deed, it is not the easiest thing in the
world to identify a commercial bank,
but there have been two characteristics
that have been useful, at least until re-
cently.

First, although commercial banks
were never the only suppliers of short-
term credit to business—the commer-
cial paper market is only one of a wide
variety of alternatives—the banks en-
gaged in this activity during their en-
tire history.

Second, and again until recently,
only commercial banks possessed the
ability to offer demand deposit facili-
ties to the general public.

It is therefore not surprising that
even today, when the legislature or the
courts seek to identify commercial
banks with some specificity in order to
carve them out from the many types
of other financial institutions, the abili-
ty to lend to business firms and to offer
demand deposit services over the en-
tire spectrum of economic activity are,
in combination, the characteristics
deemed sufficient to describe commer-
cial banks.

It might be observed that the de-
mand deposit function was not always
unique to commercial banks. Many in-
vestment bankers, for example, also
used this tool until 1933, when the
Glass-Steagall Act took deposit powers
away from those firms at the same time
that it took certain investment banking
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A Revealing Analysis

of Today's Important Issues
and Controversies

in BANK CAPITAL

BANK

capital

$16.50 per copy

In this newly-published book, two lead-
ing financial specialists provide the banker
with an in-depth analysis of what bank
capital is all about. Objectively directed
to the opposing viewpoints of bankers
and regulators, it focuses on the all-im-
portant issues of definition, function,
melasurement, and adequacy of bank cap-
ital.

An important section puts forth the
views of bankers and investors . . . and
all those who might loosely be character-
ized as subscribing to a free market view
of bank capital.

Sources of bank capital are fully de-
scribed from the perspective of costs, and
the institutional framework of the capital
markets. The genesis of the bank holding
company and how it relates to the bank
catpital decision are discussed in detail.
After the discussion has been couched in
a regulatory-free environment, the role
and the influence of the regulator on the
bank capital decision are introduced.

The book presents the regulator’'s view
on how capital serves to control and regu-
late risk. With emphasis on social bene-
fits and costs, it considers and compares
the policies and practices of the three
federal regulatory agencies . . . the Fed-
eral Reserve Board, Comptroller of the
Currency and the FDIC.

EVERY BANK NEEDS A COPY FOR
TOP MANAGEMENT AND ITS BOARD
OF DIRECTORS. ORDER YOUR COPY
TODAY. IF NOT COMPLETELY SATIS-
FIED, RETURN WITHIN in DAYS AND
YOUR MONEY WILL BE REFUNDED!

TO: MID-CONTINENT BANKER

BOOK DEPT
408 Olive St.
St. Louis, Mo. 63102
Please send __ copy(s) of BANK CAP-
ITAL @ $16.50 each to:
Name
Title
Bank
Address
City State Zip.
Check for $ ... enclosed.
(In Missouri add \x% tax—no billed

orders please.)
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powers away from commercial banks.

There is no question that the ability
to provide demand deposit facilities
has been a powerful competitive tool
for commercial bankers. At times it has
appeared to be more powerful than it
really was, since the prohibition of pay-
ment of interest on demand deposits
seemingly gave banks access to “free”
money. The fact is that in order to
compete for deposit balances commer-
cial banks have had to pay implicit in-
terest, in the form of a variety of ser-
vices provided to depositors free of
charge or at less than cost. Thus it is
not clear at all that the prohibition on
demand deposit interest has been ad-
vantageous for the banks and, as a
matter of fact, at least in some respects
it has been disadvantageous. But in
any event, it was not the prohibition
of interest that made the offering of
demand deposit services so valuable
to commercial banks but, rather, the
fact that they were the only depository
institutions permitted to offer this ser-
vice.

The world of yesterday was not only
tidily arranged with respect to the vari-
ous functions that financial institutions
might perform but was rather neatly
arranged geographically. Through a
variety of interlocking federal and state
statutes, this country has managed to
construct a set of imposing limits on
the geographic expansion of commer-
cial banks. State lines were intended
to serve as the ultimate barrier to geo-
graphic expansion (domestically), and
in many states the boundaries were
even more tightly compressed, encom-
passing single counties or groups of
counties, or single cities, or even just
one single banking office. The result
has been a balkanization of the com-
mercial banking industry and, to a con-
siderable extent, of the other deposi-
tory industries. However, in the latter
cases, the degree of balkanization was
less.

It requires no great insight or intel-
ligence to say that the neat and tidy
world | have described has come un-
glued. In fact, it has been crumbling
for at least a decade, and although one
should not anticipate any cataclysmic
series of events that will reshape the
world, it would be unrealistic if not
downright foolhardy to ignore the fact
that the crumbling is continuing, and
at an ever-increasing pace. Functional
specialization is disappearing, as the
depository thrift institutions obtain
checking account powers—previously
one of the hallmarks of commercial
bank identification—and doubtless many
of them look forward to achieving at
some future date the full range of com-
mercial bank powers. Geographic
boundaries are crumbling within states

and even state lines are under assault.

The explanation for these develop-
ments is fairly simple. Obviously, the
consumer movement has played a ma-
jor part in bringing about change, pri-
marily by challenging limitations on
deposit interest which, although pos-
sibly useful for distinguishing among
classes of financial institutions, never-
theless have discriminated against the
holders of small- to moderate-sized
savings accounts. And consumerism al-
so is an important factor in eroding the
geographic limitations on bank expan-
sion, primarily because of the adverse
effect such limitations have on cus-
tomer convenience.

While consumerism has been and is
likely to continue to be a driving force
in effectuating change, we cannot over-
look some other important factors.
High on the list would have to be
technology. Because technological de-
velopments have begun to change the
very nature of the processes by which
transactions are accomplished, they
have pointed up the anachronistic na-
ture of the McFadden Act, which sup-
ports the crazy-quilt pattern of limita-
tions on geographic expansion main-
tained among the states.

Another factor, frequently over-
looked, arises out of the combined ef-
fect of deposit insurance and of the
relative strength of the economy that
has now lasted nearly 40 years since
the economy began to emerge from the
Great Depression of the early 1930s.
Congressional attitudes (as well as the
attitude of the courts) toward competi-
tion among financial institutions have
changed markedly. In the 1930s there
was a kind of anxious solicitude over
exposing depository institutions to the
rigors of competition. Today, however,
there is a strong belief that financial in-
stitutions should compete vigorously,
and that deposit insurance enables the
economy to withstand the shock of the
occasional failures that must result.

My major point is that none of those
| have mentioned or could mention ap-
pears to be a transient phenomenon.
All are deep-rooted so that it would be
unrealistic to assume that somehow or
other the process of change can be
stopped. Indeed, as an economist |
must applaud much of what has hap-
pened and what appears likely to hap-
pen, since—however difficult it may
be—we do seem to be moving toward
a more competitive environment.

In any event, it is not too difficult to
see why commercial bankers are faced
with some knotty choices, particularly
as they seek to shape their plans and
plot their strategies for the next several
years. Given the wide diversity of
powers available to commercial banks,
the problem is not so much the attain-
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ing of new powers but, rather, know-
ing where to put their business empha-
sis in the future, where to allocate the
always scarce resources of capital and
managerial talent and where it may be
necessary to fight off efforts to restrict
or even eliminate some of the powers
now held by commercial banks.

There are precious few guidelines
available to aid in this process—a cir-
cumstance that undoubtedly accounts
for the tendency to embrace any for-
mula or prescription that may seem to
have general acceptance. In the early
1970s, one such road map for the fu-
ture argued rather persuasively that
whereas individuals in the 1960s had
been major suppliers of funds to the
banking system while business firms
had been net users of funds, by the end
of the 1970s individuals would surpass
businesses as the major customers of
the banking system. The implications
of projecting this trend were that the
banking system would be heavily con-
sumer oriented, with individuals domi-
nating both the supply and use sides
of the banking system’s balance sheet.
Put another way, the future of com-
mercial banking, it was argued, was to
be found on the retail side of the busi-
ness. Meanwhile, some of the tradition-
al elements of the commercial side,
such as demand deposits and short-

term business credit, were expected to
become relatively less important in
commercial banking.

Acceptance of this proposition would
have important implications for a
bank’s planning process. If one believes
that the future lies in this direction,
then decisions with respect to deposit
gathering—for example, through retail
branches rather than through corporate
balances—and about marketing, train-
ing of personnel, recruitment practices,
etc., would all be strongly influenced.

One might argue that there is noth-
ing essentially wrong with this partic-
ular road map; that it is still essentially
valid. However, my argument with this
scenario is with the one-dimensional
nature of the forecast. It did not take
into account the crucial environmental
changes that are underway or in the
offing, particularly those changes relat-
ing to the single most important en-
vironmental factor affecting banking—
government. For example, it is impos-
sible, it seems to me, to say anything
meaningful about the future of demand
deposits without taking into account
the question of paying interest on such
balances.

When we take a cold and dispassion-
ate look at the nature of change, there
appears to be some reason for thinking
that, for commercial banks at least, the
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Rand McNally’s bankcard
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long-run prospects for growth or expan-
sion in the retail banking area are not
entirely favorable. Consider three quite
likely developments:

= The gradual erosion of functional
distinctions among depository institu-
tions means, in effect, that the number
of such institutions competing over a
broad range of commercial banking ser-
vices is almost certain to increase mark-
edly. Indeed, changes in the powers of
the depository thrift institutions alone
over the next several years could have
the same effect as that of adding many
thousands of new commercial banks to
the financial structure, as credit unions
and S&Ls enter the checking account
business and obtain expanded loan and
investment powers and, in some in-
stances, trust powers.

< Demand deposit interest clearly
seems to be on its way, and although
one may assume that the market will
eventually straighten out questions of
pricing, there is little doubt that the
transition to explicit payment of inter-
est on demand deposits will require a
costly adjustment process.

e The continued relaxation of geo-
graphic restrictions on bank expansion
in many states seems almost a certain-
ty, and there is at least the possibility
of even further relaxation of these
limitations with respect to state
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line barriers because of technological
change. Developments of these kinds
are going to require substantial addi-
tional expenditures by banks, partic-
ularly in those states that now have
restrictive laws.

The significant feature of the
changes that | have just described is
that their impact would seem to be pri-
marily—if not wholly—upon the retail
side of the commercial banking busi-
ness. The new competition for commer-
cial banks will come from institutions
that are already operating on the retail
side of the financial business and these
institutions can be expected to use their
enlarged powers to expand their indi-

\D ~

vidual and household business, rather
than to attempt to obtain the commer-
cial business done by the banks. Unless
all present signs are incorrect, the elim-
ination of the prohibition of interest on
demand deposits is likely to begin with
household accounts, rather than with
all demand deposit accounts, although
the latter may be expected eventually.
And the relaxation of geographic re-
strictions on banking is intended pri-
marily to allow banks to gather de-
posits at retail over broader areas. This
is a power eagerly sought by banks in
many states, but it is also one that in-
volves substantial startup costs.

A bank planning officer contemplat-
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ing the future must be weighing the
various new opportunities available to
him as the process of change unfolds.
For example, in the long run some of
the competitive impediments on banks
will almost certainly be removed, such
as the present interest differential be-
tween savings at banks and at thrifts,
which in any event gives signs of erod-
ing in the case of IRA and Keogh ac-
counts. Yet the planner must balance
this favorable possibility against the
fact that there will be a substantial in-
crease in the number of competitor in-
stitutions and that there will be strong
upward pressures on the cost side of
the retail banking business.

One of these pressures, which | have
not emphasized before, is the basic
shift in the nature of regulation of fi-
nancial institutions by government.
Much of the legislation enacted in the
1920s and 1930s had to do with re-
straints on competition for the purpose
of assuring bank soundness. Today the
emphasis has shifted to protecting con-
sumers—resulting in new requirements
for disclosure, credit reporting, etc.
One need not argue here the merits or
lack thereof of these various pieces of
legislation or of proposed additional
legislation. It is sufficient to observe
that, merited or not, the new require-
ments add to the cost of doing busi-
ness. And the business in this instance
is, for the most part, on the retail side.

It should not be surprising, there-
fore, that there is renewed or fresh in-
terest on the part of commercial bank-
ers in the non-retail side of banking.
This is, after all, the less-regulated por-
tion of the banking business. It is the
portion least affected by the multiplici-
ty of consumer protection statutes, in-
cluding usury statutes. It is the portion
where adequate spreads between inter-
est paid and interest received appear
more likely to be maintained. It is the
part of the business where commercial
banks of all sizes already enjoy a com-
parative advantage in terms of experi-
ence and expertise.

There is still another attraction to
dealing with business and governments.
Fee income is almost certain to become
a more important part of bank earnings
in the future than in the past. Perhaps
as never before in our history, capital
is acting as a restraint on bank expan-
sion so that fee income provides a
means of bolstering earnings (and
capital) without at the same time en-
larging the asset and deposit bases
against which the adequacy of capital
is measured. And, for the most part,
fee income is more likely to be generat-
ed out of the commercial than from the
retail side of the banking business.

Some banks, of course, are doing
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more than just looking at the idea of
shifting the focus of their energies. Sev-
eral have moved to expand their activi-
ties aggressively in the corporate side
of the banking business. But in so do-
ing they have touched off a controversy
with the investment banking industry.
That industry is reacting by beseeching
Congress to extend the reach of the
Glass-Steagall Act in order to serve a
purpose for which it was never intend-
ed—to protect investment bankers
against commercial bank competition.
The emerging controversy between
commercial bankers and investment
bankers deserves more treatment than
is possible here. Of primary interest,
however, is the basic thrust of the in-
vestment banking industry’s efforts,
which is to persuade Congress that
commercial banks, in their dealings
with business enterprise and govern-
ments, should be restricted to the nar-
rowest possible role. Investment bank-
ers interpret the Glass-Steagall Act as
having had a broad purpose of exclud-
ing commercial banks from doing any
kind of business in which investment
bankers are allowed to engage. This is
what they call the “spirit” of the act.
They therefore argue that even where
the actual act of the 1933 Congress
does not explicitly call for such restric-
tions, its “spirit” certainly does— and

that Congress should do something
about putting some flesh and bones in-
to that “spirit.”

The position of the investment bank-
ing industry is set forth clearly in ma-
terials it has already submitted to the
Congress. That industry is asking, for
example, that commercial banks be
precluded from rendering financial ad-
vice or assistance to customers, when
such advice or assistance involves such
things as long-term credit needs, merg-
ers, or acquisitions. It is questioning
whether certain types of term loans
should be permitted for commercial
banks. It is insisting that commercial
banks not be permitted to underwrite
or deal in revenue bonds issued by
states and municipalities, although the
volume of such bonds has become
quite important, rivaling in importance
the general obligation issues for which
commercial banks may act as under-
writers, distributors and dealers. It is
demanding that a banker be prohibited
from assisting a customer in obtaining
funds from other sources—say life in-
surance companies or pension funds.
In short, the investment banking indus-
try would have Congress draw a nar-
row circle around commercial banking,
so that, with only a few exceptions,
banks may engage only in the business
of providing short-term financing to

business and government.

In the immensely complex process
of change through which we are now
moving at an accelerating rate, it seems
clear that the impact will differ for
various segments of the commercial
banking industry, and this impact will
occur at various times. This inevitably
will lead to divisions within the indus-
try which, if allowed to persist, can be
especially harmful.

It is irrational to assume that change
can be stopped. Not only is this virtual-
ly impossible, but also, we may lose
sight of the fact that change can be
beneficial to commercial bankers. For
example, attempts to halt payment of
interest on demand deposits, particular-
ly on household accounts, are doomed
to failure. But it is not unrealistic to be-
lieve that such change, which is in the
public interest, can be made to bring
with it an elimination of the competi-
tive inequities that commercial banks
now face on the retail side of the bank-
ing business. Thus, such change also
would be in the interest of bankers. 1|
have in mind not only the spread of
N OW accounts, but also such inequi-
ties as the differential in interest ceil-
ings now contained in Reg Q and the
higher rates that credit unions can pay
while offering share-draft facilities
that are close substitutes for checking
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accounts.

Among some larger banks— particu-
larly those already heavily in the com-
mercial side of banking—there is a
tendency to dismiss the importance of
the proposed NOW account legisla-
tion. But for those banks heavily de-
pendent on household customers, most
of which are small banks, the issue is
of major importance. The position
taken by the ABA on this issue is prag-
matic and in the long-run best interest
of the industry. So far as | can deter-
mine, it is beginning to gather substan-
tial support. More support will be
needed in the future from all banks.

It is also of the utmost importance
that organized banking recognize that
the controversy just now emerging be-
tween a handful of large commercial
banks and the investment banking in-
dustry involves a matter that affects
virtually every commercial bank in the
country. Indeed, if the investment
banking industry were ever successful
in attaining its legislative goals, the
alternatives of retail or commercial
business might never really be avail-
able to most banks, for the investment
bankers would have Congress eliminate
many of the things that any commer-
cial banker, large or small, might do
in handling the credit or depository
needs of business and government.

It is unfortunate that this particular
controversy seems to be a battle among
the giants. It is not just the giants who
deal with business customers and pro-
vide advice or assistance; who have
active trust departments; who finance
municipalities and school districts and
public hospitals; who participate in
term loans; or who engage in the other
activities that the securities industry
wants Congress to preclude for com-
mercial banks.

Assume, however, that the securities
industry is unsuccessful and that com-
mercial banks continue to be limited
only by the express provisions of the
Glass-Steagall Act that prevent acting
as underwriter or dealer in corporate
debt and equity issues. Does this mean
that, with today’s freedom to move
away from retail banking and toward
the wholesale side of the business,
commercial banks are likely to do just
that?

This seems to me extremely doubt-
ful. Retail banking is far from “dead.”
Moreover, it will always be an impor-
tant part of commercial banking. For
many banks the retail banking business
is all that is available, at least for the
present, and to give it up as a lost
cause is to give up being a bank alto-
gether.

But this is not the same thing as say-
ing that, at the margin, commercial
bankers should not begin to tilt quite
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heavily toward the commercial side of
the business. Retail and commercial is
not an “either-or” proposition; it is a
matter of the proper mixture. | suggest
that the mixture in the future may be
somewhat heavier on the commercial
side. The underlying economic forces
seem to point this way. And if in fact
we are moving into a more competitive
environment, where specialization may
be expected to reflect comparative ad-
vantage, commercial banks in large
numbers may tend to draw more on the
expertise and experience they have ac-
cumulated in serving the needs of busi-
ness and governments, while competing
depository institutions can be expected
to draw on their backgrounds in deal-
ing with consumers and households.

Perceptive bankers may have noted
a bit of “fudging” on my part; | said
that the “tilt” to the commercial side
is likely to become necessary “in the
future.” But just what does this mean?
Well, for some banks it may mean
more than four or five years out. Fur-
ther, a proper analysis of individual
cases may suggest that while the “fu-
ture” may call for much more attention
to the commercial side of the banking
business, the near-term may call for
increased emphasis on the consumer
side. The opportunity to build the kind
of “core” deposit base available from
the retail side of the banking business
may never be better than at the pres-
ent. Those banks that do not move
firmly and aggressively now to stake
out their market shares may find the
task impossible a few years hence, as
some of the developments | have de-
scribed come into play.

The implications of the environ-
mental and structural changes | have
mentioned are significant for banking.
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If time permitted, other possible
changes could be mentioned. The point
is that they deserve extensive study by
individual banks concerned about the
future; and such study will not be easy
nor facilitated by simplistic analysis.
Some banks are doing their homework;
many others are not.

For the latter | would leave the
message that the old, regulated, com-
partmentalized world is eroding out
from under you. Hard choices will
have to be made. They ordinarily will
not involve anything so radical as the
abandonment of one kind of business
or the embracing of another. Rather,
they will involve determining for each
period of time the most effective allo-
cation of capital and human resources
among different uses, at the margin, as
banking moves through a most chal-
lenging period. « *

Security Techniques
(Continued from page 34)

However, Security Pacific National,
Los Angeles, recently began using an
inkless fingerprinting system in all its
branches. The result? A 3% drop in
forgeries during a test period, com-
pared to a 26% increase on a bankwide
basis. Banks in New York are investi-
gating installation of the system and
other banks may have to follow suit as
a defensive measure.

The maturing of EFTS is expected
to reduce the number of banks in the
nation— especially the number of
branches. One would think that securi-
ty problems would decrease as a result.
This is not necessarily so. A report pub-
lished by the Institute for the Future
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directory. That's what's so
special. Call or write today
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predicts losses of $52 million annually
in the early 1980s from credit card
fraud, automated transaction fraud by
programmers and interbank transfer-of-
funds fraud.

Four vulnerable areas exist in an
EFT environment, according to the of-
fice of the Comptroller of the Curren-
cy: Fraudulent cards, message security,
computer hardware and terminal se-
curity and file and record security. The
most critical area is communications
or message security. A funds transfer
system dependent on electronic im-
pulses and account information stored
in computer files will be susceptible to
theft and fraud.

When a national EFT system be-
comes operational, most banks will be
using on-line systems that are vulner-
able to live taps, message modifications
and systems interruptions. Even fur-
ther in the future, EFT will be accom-
plished by satellite communications,
opening the system to compromise on
an international scale.

Communications integrity will not be
accomplished by any security equip-
ment purchased or installed by the se-
curity officer. The only practical meth-
od will be data encryption or message
scrambling accomplished by building
such capability into equipment.

The security officer will need to be
concerned about safeguarding access to
the bank’s computer facilities and im-
proving customer identification proce-
dures. Both involve identification of
people and a fast, accurate, low-cost
means of doing this is one of the great
needs of security today and in the fu-
ture.

One technique receiving much at-
tention now is the use of physical-at-

tribute systems in which distinctive
personal characteristics are codified.
These include fingerprint, face, hand

geometry, signature and voice systems.

Face systems range from simply
comparing a TV picture of a person
with a photo on file to the program-
ming of a computer that can see, recog-
nize and remember a human face.

One fingerprint system compares a
live fingerprint with one stored in a
central computer file. In another sys-
tem, the individual places a card con-
taining a holographic image of his fin-
gerprint into a terminal and then places
his own finger in the terminal at the
same time. Positive identification or re-
jection takes about five seconds.

Hand geometry involves a compari-
son of fingertips to finger webbings and
measurement of light transmission
through the skin.

A new technique that measures the
angle and pressure of a signature re-
portedly has great potential as an ac-
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Seated, left to right, Frank Nichols and Jim Burkholder,
Leonard Marshall, standing.
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Executive Officer, Leonard Marshall, as well as every other full
service specialist in our bank.

O Yes, you can find everything you're looking for in one con-
venient correspondent arrangement. Don’t worry about lost
time when you work with our banking team, headed up by
Frank Nichols and Jim Burkholder. -

0O To make your business grow, Louisville Trust Bank offers
you the best of experience, sensitive service, and understand-
ing ,. .the type of service you need.

O If you're too busy to call on us, give us a phone call and we’ll
stop in to see you. We'd like to bring the best of Louisville
Trust Bank to your bank. To start the ball rolling, call
502/589-5440 and ask for Frank or Jim in our

Correspondent Banking Department.

Irust

One Riverfront Plaza * Louisville, Kentucky 40202 + 502/589-5440

Member Federal Reserve System, Federal Deposit Insurance Corporation
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cess technique. Signatures can be
forged quite easily, but the pressure

one puts on the pen as he writes his

name is much more difficult to dupli-
cate.
Voice identification is accomplished

by a person speaking into a terminal.
This sound is converted into a digital
code that is compared with information
stored in the computer.

None of these systems has been in
use if they
will stand up under hard use or if they
can be defeated by persistent effort. Of
all, the fingerprint systems would seem
to have the best chance of survival.

long enough to determine

The day has come when the security
officer needs to be better equipped to
cope with electronic-age security prob-
He needs more than a law en-
background.
edge of electronics and possibly physics
is a must if he is to make an intelligent
decision in security equip-
in the future. Training in psy-
chology in order to enable him to deal
with people and to establish cost/bene-
fit ratios and justify security as a profit
operation may also be necessary.
MacArthur and other
present-day security offi-

lems.

forcement Some knowl-

selecting
ment

Like General
old soldiers,
cers will just fade away! < =

M BIST m i

fw

b b iit m b b i
= Spacious suite
with its own
all-electric
kitchen/bar..
+ Complimentary
continental
breakfast served
in your suite.
1300 N. ASTOR ST.

CHICAGO, ILL. 60610

William C. Wolf,
Gen. Mgr.

(312) 943-1111

30 FLOORS OF DRAMATIC SUITES
& MASTER BEDROOMS
where you dine
in elegance

de PARIS
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Work Begins on Central Trust Center;
27-Story Tower Will House Bank, HC

C onstruction has begun on a

27-story office tower to house the
headquarters of Central Trust and Cen-
tral Bancorp., Cincinnati.
is set for spring, 1979.

The
545,000
space,
utilized by the bank and HC.
project
banc Realty Co.

Completion
include about

square feet of executive floor
about half of which will be
The
is a joint venture of Central-

tower  will

(an affiliate of Central
Bancorp.) and Gerald D. Hines Inter-
ests, Houston.

The bank’s future headquarters is
the first phase of the redevelopment of
an entire urban renewal block by Cen-
Bancorp, to be known as Central
Trust Center. Total
the project will be about one million.
A four-story, 500-car garage adjacent
to the bank is part of the initial phase
of development.

tral
square footage of

The energy-conserving building will
feature bronze dual pane glass window
units that enclose dry air chambers that
insulate the building and reduce heat
loss in winter and heat gain in summer.
It is said to deflect 80% of the sun’s
glare. Glass surfaces are minimized by
widening the building columns and in-
troducing insulated aluminum panels
that inches from the floor.
These panels reduce the size of the
windows to a slight extent while in-

rise 30

creasing the insulating properties of the
building.
In addition to energy

criteria for the tower in-

efficiency,
architectural
complementing existing down-
town buildings as well as achieving a
unique appearance for the tower. The

clude

building’s exterior wall will be a warm
earth-toned travertine marble, which,
with the bronze-tone glass, will com-
plement surrounding structures.

The new tower will feature an offset
roofline of the upper floors and a series
of carved-out setbacks at the corner of
Fifth and Main,

trance to the building will be

where the main en-
located.
The setbacks are intended to create un-
floor plans and interior spaces,
simultaneously increasing the

usual
while
number of corner offices. A bay win-
dow effect is being used to replace the
traditional flat building surface.

A 3,000-square-foot plaza at the cor-
ner of Fifth and Main, extensive land-
scaping and 18-foot-wide sidewalks are
planned. A continuity of interior and
exterior decor will

ordinating

be effected by co-

exterior landscaping and

Oliver W. Birckhead, pres. & CEO, Central
Bancorp, and Central Trust Co., Cincinnati, ex-
amines model of 27-story tower that will house
two firms in downtown area. Construction has
begun and will be complete by spring, 1979.
Central Trust's present building is represented
by pyramid-topped structure at far right.

architectural materials with interior de-
be visible from the
outside through large panes of glass.

sign, which will

The plaza will be paved in flame-cut
granite, the
used throughout the ground floor of the

same stone that will be

tower. Planters rimming the exterior
of the ground floor will feature ivy
cover as well as seasonal flowers.
Permanent mortgage financing in ex-
cess of $26 million will be provided by
Western Southern Life
Cincinnati. The Centralbanc Mortgage
Co.,

construction financing. * *

Insurance Co.,

another HC affiliate, will provide

Bank Directors' Assembly
Planned for Nov. 3-6

Registration is underway for the 29th
Assembly for Bank Directors, which will
be held November 3-6 at the Fairmont
in San Francisco. The assembly
sponsored by the Foundation of the

is co-

Southwestern Graduate School of Bank-
ing and the California Bankers Associ-
ation.

Topics to be discussed will
“The Public Assignment of Bankers,”
“Changing Standards of Bank Regu-
lation,” “Qualifications of Directors of
Financial Institutions,” “Selecting Man-

include

agement,” “Managing Bank Costs” and
“Financial Management in 1978.”
The 30th assembly will be held Janu-

ary 26-29, 1978, at the Riviera in Palm
Springs, Calif.
For information on both assemblies,

write: Richard Johnson, SMU Box 214,
Dallas, TX 75275.
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We eat alot of lunches at our desks
atHibbard & O'Connor Govern-
ment Securities. Because when the
marketis moving, Ginnie Mae
waits for no one.

Our sales staff works on our
trading floor 8V2hours a day, five
days aweek. So when you call for
service, you won'tbe puton hold
until after lunch. Instead, you'll
get instant information when you
need itthe most— on thebid-and-
ask,rates, the delivery ofimmé-
diates or futures, whatever.

Our sales staff also delivers.
They're constantly on the go,

happy to come to your office and
chew over your investments at
your convenience.

Ifyou need assistance tocom-
plete a transaction, our back office
has the experience, expertise and
willingness to give you complete
and accurate directions.

Availability and dependability
are just two reasons we're one of
the major secondary market makers
in Ginnie Maes. You might say
she's our bread and butter.

So when you're ready to break
into the GNM A market, or just
curious, give us a call. Because as

far as we're concerned, your

phone call is our meat on the table.

HIBBARD & O'CONNOR
GOVERNMENT
SECURITIES, INC.

1300 Main Street
Houston, Texas 77002
(713) 651-1111

Associate Member:
GNMA Mortgage Backed
Securities Dealers Assn.
Mortgage Bankers Assn.
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“Take Five with these
good ol’ Wichita Boys
from First National

Lauren Kingry Jim Stanley Paul Richmond
We believe it will be to computerized Bond Portfolio take great pride in 101 years of
your advantage to visit with system? correspondent banking
one of us for five minutes at one Last, and not least, we tradition.

of the regional meetings in
Kansas or the ABA Convention
in Houston.

Let us explain our new
check-guarantee and ATM
MONEYCARD system.

Also there are advantages

for you, your cardholders, and FIRST NATIONAL BANK

your merchants when you let
us process both Master fic First National Bank in Wichita
Charge and Visa.

And may we tell you the

advantages of First's Correspondent banking specialist since 1876
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Lending Opportunities, Customer Relations
On Agenda for KBA Regional Meetings

L ENDING opportunities and cus-

tomer relations are two of the main
topics to be discussed at the upcoming
Association regional

held the last two

Kansas Bankers
conferences to be
weeks of September.

Highlighting the sessions for CEOs
at each of the six afternoon meetings
will be Byce Bonham, manager of Ven-
ture Capital, Inc., Topeka, whose topic
will be “Increased Lending Opportuni-
ties With Kansas Venture Capital, Inc.”
Venture Capital is a subsidiary of the
Kansas Development Credit Corp.
Other topics on the agenda are “Polit-

Regional Meeting Dates

Region
Region
Region
Region
Region

Region

1—Sept.
2—Sept.
3—Sept.
4—Sept.
5—Sept.
6—Sept.

22—Overland Park
21—Chanute
29—Manhattan
20—Wichita
28—Hays
27—Dodge City

Regional Vice Presidents

ical Opportunities We See” and “Cost-
ing Your Bank Services.”
Concurrent with the CEO sessions
will be sessions for other officers. Over-
all topic is “Profitable Customer Rela-

tions and Selling.” Kent Stickler, execu-

tive vice president, Financial Shares
Corp., Chicago, will speak on such
things as the changing banking en-

vironment,
other contact personnel, a word for su-
pervisors and how to measure the quality
of service at your bank.

implications for tellers and

Each regional will feature a social

hour and dinner following the concur-

HEGARTY BODLEY MAXWELL

WILLIAMS BERKLEY RECKNOR
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loIn the

Team

Dedicated to Growth Leadership

Mid Year
1977 Analysis

Total Deposits = or 27.3%

Up $33,820,389.88

Total Resources i
Up $31,505,422.16

Net Earnings |
Up $118,496.76

or 21.1%

or 30.3%

The Action Bank

KANSAS STATE BANK
AND TRUST COMPANY

Wichita, Kansas

Main Office, 123 North Market Motor Bank, 122 North Main

Lincoln Heights East, KSB&T-West,
Douglas and Oliver 13th and West Street

Ifyou were on our “On Line System”,
these unique services would be available
to your customers also.

e Combined Statement
e |nstant Statement

= On Line Services Member fdic
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Regional Speakers

DELANEY STICKLER

rent sessions.

Banquet speaker at the first week’s
conferences will be Mick Delaney, Se-
attle. His topic will be “A Change— A
Challenge— A Choice!” Mr. Delaney is
well known for his talks on private en-
terprise and individual freedom, his
humor and challenging inspiration.

Evening entertainment without a
speaker will be presented during the
second week of regionals.

A KBA president’s breakfast will be
held in Wichita at the Royale Hotel on
September 20, with another breakfast
set for September 28 at the Silver Spur
Corrali Room in Dodge City.

The program for each meeting will
open with registration at noon and a
luncheon sponsored by the KBA Agri-
cultural and Commercial Lending
Commission for county agricultural key
bankers. The afternoon general sessions
will open at 2 p.m. and will run until
4:30.

The meeting schedule is as follows:
September 20: Region Four, Century
II, Wichita; September 21: Region
Two, Chanute; September 22: Region
One, Overland Park; September 27:
Region Six, Dodge City; September
28: Region Five, Hays; September 29:
Region Three, Manhattan.

Eugene C. Hegarty, president,
Farmers & Merchants State, Effingham,
is Region One vice president. He
joined his bank in 1950 as a bookkeep-
er and has served on the Kansas State
Banking Board.

Vice president for Region Two is
W . G. Bodley, president, Bank of Com-
merce, Chanute. He joined his bank in
1958 as vice president and was elected
to his present post two years later. He
is a former KBA treasurer and is a
graduate of the Graduate School of
Banking at the University of Wiscon-
sin. Prior to his banking experience, he
was in the petroleum and aircraft in-
dustries.

George Maxwell, president, Citizens
State, Osage City, is vice president for
Region Three. He has been in banking
since 1966. Prior to that, he was in the

MID-CONTINENT BANKER for September, 1977



Our four-of-a-kind —
Bill Webber, Bob Fitzpatrick,
Bob McDowell and

Ken Domer —Ilook forward
to seeing you at the
upcoming Regional Meetings.

We welcome your comments |\|ATIC]\IAI_ BANC

on how we can better serve your
banking needs...we'd like to OF KANSAS CITY
. One Security Plaza
give you a hand. Kansas City, Kansas 66117
e Dial Direct—913-281-3165
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Municipal Bonds

C~xciuiivelu

Spenalizing in

ALL GENERAL MARKET BONDS

Yonr "Correspondent” for Municipal Bonds

Investment Bankers « Municipal Bonds
ONE TWENTY SEVEN WEST TENTH

KANSAS CITY, MISSOURI 64105
(816) 221-4311

life insurance business. He joined his
bank as assistant vice president and
was named president in 1971. In 1976,
he assumed the duties of CEO. He is
a past president of the Osage City
Chamber of Commerce.

Vice president for Region Four is
C. A. Williams, chairman, Halstead
Bank, and president, State Bank, Bent-
ley. He 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 Representatives.

Jack B. Berkley, president, Stockton
National, is vice president for Region
Five. He joined Bank of Tescott as
cashier in 1948 and moved to Stockton
National in 1956, where he served as
cashier. In 1960, he was named presi-
dent of the bank.

Mrs. Helen Recknor, first vice presi-
dent, Peoples National, Liberal, is Re-
gion Six vice president. She joined
Peoples National in 1942 as a book-
keeper, became an officer in 1949 and
a director in 1963. She is a former
Region Six secretary and has served as
a member of the KBA Banking Educa-
tion Committee. She is a past president
of the Southwest Chapter of BAI and
has served in many capacities with the
National Association of Bank-Women.

m WILLIAM J CRAWFORD has
been named vice president and install-
ment loan division manager at Kansas
State, Wichita. He joined the bank Au-
gust 1 and was formerly with Jasper
County Savings Bank, Newton, la.

m JIM WILL has joined the staff of
Halstead Bank as cashier. He was for-
merly with State Bank, Bentley, and
has had experience as a public ac-
countant.

m RICHARD C. KING has been
named president, Planters State, Salina,
moving up from executive vice presi-

We make agribusiness easier for you!

COMMERCIAL
Max Dickerson C N B NATI O NAL

BANK

Jim Hefley

6TH & MINNESOTA AVENUE « KANSAS CITY, KANSAS 66101 - 913 371-0035 « MEMBER F.D.I.C.
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can re
roomandacarfor$' 77

what'’s the hotel like?

liawoni> itstejiinc.

O’'Hare Motor Inn hasjust been completely remodeled to the tune of a
snappy one million dollars. And now we have a special offer to convince
you to stay with us.

A beautifully decorated room with queen size bed, color TV —plus
swimming pool, restaurants, the Dancing & Drinking Emporium, everything
élse you'd expect from a full service hotel—and, a 1977 rental car.

All for the incredible rate of $27.77 aday.

That's enough to make Holiday Inn, Howard Johnson and the other
franchise operations blanch.

Next time you land in Chicago, grab our free, direct line for instant
limo service. At this rate, we could make you a customer for life.

O’'Hare Motor Inir

6 minutes south of O'Hare Airport
3939 Mannheim Rd., Schiller Park, Ill. 312/678-4800
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dent. William M. Cole, who was chair-
man and president, remains chairman.

m FIRST NATIONAL, Hutchinson,
has received supervisory approval to
open an extended facility at 2501 North
Main Street. The structure on the site
will be remodeled to include four drive-
up lanes, 2,500 square feet of lobby
space and safe deposit boxes. It is ex-
pected to be in operation around the
first of next year.

m GERALD W. HALL, who was sen-
ior vice president, Douglass State, Kan-
sas City, has moved up to president.
He succeeds Sharnia “Tab” Buford,
who resigned to become president and
CEO, Freedom National, New York

BUFORD

City. Mr. Buford has been with Doug-
lass State since 1967 and is a former
president of the National Bankers Asso-
ciation. Mr. Hall joined the bank in
1968. In other action, Douglass State
promoted Michael Sanders to Vvice
president and cashier.

It's Your Nickel:

Lobby Is‘Phone Booth'
During Historic Display

Mission (Kan.) State turned its lob-
by into a “telephone booth” during a
2/2-week display of antique telephones.

The collection is the result of the 15-
year-old hobby of Jerry Wilhelmi, a lo-
cal resident, and consists of 100 early
telephones, including wooden and steel
wall telephone sets; a phone designed
as a piece of furniture called a “van-
ity”; and a 1913 city telephone book.

The oldest telephone in the collec-
tion is an 1882 Kusel, which was built
only six years after Alexander Graham
Bell made his famous call to his as-
sistant, Thomas Watson. Other items
in the display include a 1915 switch-
board, intercoms, European telephones
and others.

The display was held during regular
banking hours and the public was in-
vited.



Investment Banking Since 1890

UNDERWRITERS-DISTRIBUTORS- DEALERS

GENERAL MARKET
MUNICIPAL BONDS
INDUSTRIAL, PUBLIC
UTILITY, RAILROAD
LISTED and UNLISTED
BONDS & STOCKS
INSURANCE,
DEFERRED ANNUITIES
& OPTIONS

Direct Wire to
the Exchange Floors

CONTACT OUR OFFICE

KANSAS CITY, MO 64112
4634 J. C. Nichols Parkway
816-756-0460

ST. LOUIS, MO 63102
500 N. Broadway
314-342-2000

LOUISVILLE, KY 40270

Suite 400

201West Main St.
502-587-6053

STIFEL, NICOLAUS

& COMPANY INCORPORATED

MEMBERS NEW YORK STOCK EXCHANGE, INC.
AMERICAN STOCK EXCHANGE, INC.
MIDWEST STOCK EXCHANGE, INC.

MOST CONVENIENT TO YOU:

OKLAHOMA CITY, OK 73102
First National Arcade
405-235-6601

TULSA, OK 74104
1924 South Utica
918-743-3361

WICHITA, KS 67202
11 | South Main
316-264-6321

ST. LOUIS « ALTON ¢« BLOOMINGTON e« CHICAGO e« CHICAGO HEIGHTS
CLAYTON e« DENVER * IOWA CITY * KANSAS CITY ¢ LOUISVILLE ¢« MEMPHIS « MILWAUKEE

MOLINE ¢« OKLAHOMA CITY ¢ TULSA « WICHITA
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MUNICIPAL BONDS

TAX EXEMPTION

The major attraction of state and municipal bonds is their exemp-
tion from the federal income tax. While income from corporate
bonds, stocks and other securities is subject to federal income
taxes, the interest on municipal bonds is all take-home free money.
Municipal bonds are especially appreciated by not only investors
in the higher income tax brackets but are appreciated by all in-

vestors who want to save money.

It will be our pleasure to serve you and we ask that you give us a
call or write us a note if you have the need for a good, sound in-
vestment of this sort.

K. R. ADAMS, Chairman of Board
JACK L. PERRY, President
NORMAN E. LEWIS, Vice-President, Secretary-Treasurer

ROBERT P. MILLER, Vice-President GARY E. GREER, Vice-President
DONALD R. MCDONALD
JACK C. DILLINGHAM
KAREN VAN VOORHEES, Cashier
TAMMY HILES, Assistant Cashier

U PERRY. ADAMS & LEWIS SECURITIES. INC.

1012 Baltimore Ave. £ Kansas City. Missouri 64105

Investment Bankers wip, ;. g16/221.4000 | " ! 7
safe». eiCT
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Competition From Financial Institutions
To Be Discussed at Missouri Regionals

C OMPETITION from other financial

institutions and the latest word on
such topics as NOW accounts, EFT
and legislation are on tap for the eight
regional meetings of the Missouri
Bankers Association. The meetings are
scheduled for September and October
throughout the state.

Each meeting will be called to order
by the regional vice president; minutes
of the last meeting will be read or
waived and committee appointments
will be announced. Mills H. Anderson,
MBA president, will speak at each
meeting on “Competition With Other
Financial Institutions.” He is president,
Bank of Carthage.

Also scheduled for the business por-
tion of each meeting is the latest word
on NOW accounts, EFTS, grass root
politics and the MBA’s legislative pro-
gram for 1978. Presenting these topics
will be MBA Executive Vice President
Robert Crawford and MBA staffer
Wade Nash. Question-and-answer ses-
sions are expected to be held following
these presentations and various com-
mittee chairmen will give reports.

Following the meetings, a social hour
and banquet will be held at each
regional. After-dinner speaker this year
will be Joe Griffith, humorist and
raconteur, Dallas.

As usual, the Region Three meeting
in St. Joseph will have an expanded
program. Following the men’s luncheon
and the regular business meeting, a
livestock outlook will be presented by
Glenn Grimes, livestock marketing
specialist at the Department of Agri-
cultural Economics, University of Mis-
souri, Columbia. Also scheduled is “A
Grain Man’s Opinion of the Market,”

Regional Meeting Dates

Region 1—Sept. 12— Kirksville
Region 2—Sept. 13— Trenton
Region 3—Sept. 14— St. Joseph
Region 4—Sept. 15— Kansas City
Region 5—Oct. 3— St. Louis
Region 6—Oct. 4— Poplar Bluff
Region 7—Oct. 5— Springfield
Region 8—Oct. 6— Columbia

to be given by John A. Dotson, man-
ager, Far-Mar-Co., Inc., St. Joseph. The
traditional awarding of the hat will
conclude the St. Joseph program.

Regional Vice Presidents

BURCH CcLuUBB
JOHNSON SIMS
BOATMAN DRESSEIL

HOLT SINGLETON

MID-CONTINENT BANKER for September, 1977

Following is background information
on the MBA regional vice presidents:

Region One: The meeting will be
presided over by Will Ben Sims, presi-
dent, City Bank, Moberly. He joined his
bank in 1946 as assistant cashier, was
promoted to cashier and elected a direc-
tor in 1951, was named vice president
in 1958, executive vice president in
1967 and president in 1975. He is a
former mayor of Moberly and is a grad-
uate of the Graduate School of Banking
at the University of Wisconsin.

Region Two: Vice president is Ed-
ward E. Holt, vice president, Trenton
Trust. He holds a BS degree in business
administration from the University of
Missouri-Columbia, a standard certifi-
cate from AIB and is a graduate of
the Graduate School of Banking at the
University of Wisconsin-Madison. He
has served on the young bankers and
public relations committees of the MBA
and is a member of the board of
trustees of the Missouri Council on
Economic Education.

Region Three: Harold L. Boatman,
first vice president, Farmers & Valley
Bank, Tarkio, is regional vice president.
He joined his bank in 1962 as vice
president. He and his two sons pur-
chased lowa State, Hamburg, in 1975,
and he is chairman of that bank.

Region Four: Vice president of this
region is E. L. Burch, vice president
and head of the correspondent division
at United Missouri Bank, Kansas City.
Mr. Burch joined the bank in 1965 after
graduating from Northwest Missouri
State University, Marysville. He is a
director of the Platte County banks in
Dearborn and Camden Point, Bank of
Lancaster and the MBA.

Region Five: John H. Dressel, presi-
dent, Gravois Bank, St. Louis, is vice
president. He joined his bank in 1938
and has served as president since 1967.

Region Six: Vice president is Mrs.
Pauline E. Clubb, executive vice presi-
dent and cashier, Bollinger County
Bank, Lutesville. She joined the bank
in 1945 as assistant cashier, advanced
to cashier in 1964, vice president in
1967 and executive vice president in
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Regional Speakers

Our
correspondent

men

can approve
aloan...

GRIFFITH NASH

1973. She has been board secretary
since 1950 and is a director. She is a
past president of the Tri-County Bankers
Association and has served on several
MBA committees.

Region Seven: Darrell W. Johnson,

alone.

JOHN W. RIDGEWAY
AND ASSOCIATES

Banking Consultants
and Auditors

Over 35 years experience in
Banking, Examining,
Supervision

Contact us for

Independent Audits
Bank Appraisals

FIRST NATIONAL BANK Bank Sales Assistance

St. Joseph, Missouri + 816-279-2721 Feasibility Surveys

Call Benton O’Neal « Ed Boos ¢ Dale Maudlin « Macon Dudley _ )
909 Missouri Boulevard
Jefferson City, Mo. 65101

314-635-6020

Affiliates of First Midwest Bancorp MEMBER F.D.I.C.
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executive vice president, Sac River
Valley Bank, Stockton, is vice president
for this region. He joined his bank in
1959 as an assistant cashier and has
been executive vice president since
1974. He is a past president of the
Ozark Bankers Association.

Region Eight: Vice president is Don
L. Singleton, vice president and cashier,
Century State, Columbia, which he
joined last year. Prior service was with
Columbia National (now Commerce
Bank of Columbia), which he joined
as a teller in 1962. He was promoted
to assistant cashier in 1963, cashier in The

ers, po

EXCHANGE OF IDEAS!

That's what the MBA regional meetings offer, among other things. Bank-

ssibly more than any other group, are willing to share ideas for

better banking. Attend your region meeting. Share your ideas. You might
become a better banker!

Serving our community now for more than 50 years.

MARKETING
SEMINAR 77

Missouri Bankers Association and the Illinois-Missouri Bank Marketing

1967 and vice president in 1972. He is Association jointly invite you to attend the 1977 MBA/BMA Marketing Seminar

a past president of the Little Dixie
Chapter of BAI and the Columbia
CHA. = -

Sem

m THE FIRST LOT in the new Air-
port Industrial Park in south Kansas Some
City has been purchased by United
Missouri Bancshares, headquartered in
Kansas City. The land was bought for

future expansion of the HC’s banking .
facilities, but no definite plans have N
been made yet. The site is located near .
United Missouri Bank of Hickman .

Mills’ motor bank. The Airport Indus-
trial Park is a 181-acre, master-planned
industrial-business park, with full de-
velopment expected to take about 10
years.

FIRST NATIONAL BANK
S. TRUST COMPANY OF IOPLIN

Downtown/Southtown/Weslown/Mem ber FDIC
Member, First Community Bancorporation
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September 19, at the Cheshire Inn, St. Louis.

inar Highlights

General Sessions

“HIGH PERFORMANCE BANKING” ... ALEX SHESHUNOFF
of the topics that will be discussed in rap sessions and workshops:

Automatic Tellers ... Are They For You?

Public Relations Programs For Rural Banks

Installment Loan Advertising

Community Banking

Market Share Analysis

Advanced Staff Training

Bank Marketing—Where We're At In 1977 And Where We’ll Be In 1980

at 9229 Natural Bridge.
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From tlie Mid-Continent Area

Alabama Tom Bevill saluted the $1-million struc-

ture by saying that the bank is “one

known throughout the nation as a prime
m FARMERS & MERCHANTS RANK, example of private enterprise.” Howard
Centre, held an open house to celebrate  Morris, executive vice president, Ala-
its 60th anniversary, completion of its bama Bankers Association, paid tribute
new building and the birthday of its to Mrs. Waite, a former association
president and chairman, Mary George president. Other speakers were Orrin
Jordan Waite. Alabama Congressman Swayze, former director, School of

Let our
bllllon dOIIar Mary George Jordan Waite, pres. & ch,

= . Farmers & Merchants Bank, Centre, and Ala-
Org anlzatlon bama Congressman Tom Bevill are shown at

ribbon-cutting ceremonies that opened bank's

help your bank new home.
prOfIt_ Ca” Banking of the South, Louisiana State

University, Baton Rouge; State Repre-
sentative Kerry Rich; Cherokee County

JOhn Hlxon (205/832-8343), Commission President Tom Wade

Hampton and Rex Dunlap, vice presi-

a member of our Correspondent dent, Bank Building Corp., Atlanta. The

. FFA String Band of Hokes BIluff, re-
ban klng team_ cently named No. 1 in the state, played
during the festivities, which included

. an exhibit of prize-winning cars by the
Flrst Alabama BanCShareS’ InC_ Gadsden Antique Automobile Associ-
ation. The new red brick quarters have

a colonial design. The cupola is topped

Afflllate Ban kS by a metal figure of Leo the Lion,
First Alabama Bank of Montgomery, N.A. signifying Mrs. Waite’s zodiac sign.
First Alabama Bank of Birmingham " COMMERCIAL GUARANTY, Mo-
First Alabama Bank of Huntsville, N.A. bile, has named Edward L. Hilliard

. and Erby D. Long assistant cashiers
First Alabama Bank of Tuscaloosa, N.A. and elected Robert L. Ray 111 assistant
First Alabama Bank of Dothan comptroller. Mr. Ray was formerly
First Alabama Bank of Selma, N.A. w_it_h Jacksonville (Fla._) National and
FiI’St Alabama Bank Of Gadsden NA Citizens & Southern National, Atlanta.
First Alabama Bank of Athens, N.A. '\'AE’\F‘QTE'OQA'-_ :ANKh OF EOM'

. . y irmingnam, as name sev-
First Alabama Bank of Baldwin County, N.A. en new assistant cashiers. They are
First Alabama Bank of Guntersville Patricia Cooper, Alneada S. Hill, David
. LeGrand, Jean Norris, Marie O. Mar-
F!I’St Alabama Bank Of Harts.elle. tin, Julie A. Wesson and Patricia A.
First Alabama Bank of Phenix City, N.A. Wood.

First Alabama Bank of Mobile County . WILLIAM C. YOUNGSTROM has

joined First National, Mobile, as vice
m president and investment officer. He
rS a a a was formerly with an investment firm
in Montgomery.

m FIRST NATIONAL, Birmingham,
has added Dave Hall to its staff as vice
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If ftcairtbedonephone”™o-phone,
w ell be there race-to-face.

No matter how much distance there is between you and our correspondent bankers,
we promise you this: We're going to be more than a voice on the other end of the phone.

Jim Andress and Jack Andrade will see to that.

They work hard to make sure each of our cor-
respondents get the personalized service they've
come to expect from us over the years.

And the professional service, too. In data proc-
essing, operations, marketing, international
banking and investment securities. Even services
in such specialized areas as land management,

One phone call toJim (left) orJack (right) willgetyoustarted.  geology, forestry and oil exploration.

It's all covered in afree brochure we’d like to send you. Just call toll free. In Alabama
(800) 672-6709 and in the Southeast (800) 633-6710.

One phone call to First National will get you started. And, whenever you're ready,

.# FirstNationalBankof Mobile

P.O. Drawer 1467, Mobile, Alabama 36621. A First Bancgroup-Alabama, Inc., Affiliate Member FDIC.

T
n

wWITiE
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COoX SMART
president and regional branch man-
ager in the branch administration de-
partment. He was formerly with North
Carolina National. Maurice R. Cox has
joined both the bank, as vice president,
and the parent HC, Alabama Bancorp,
as vice president and national division
manager. He was formerly with Ari-
zona Bank, Phoenix.

Two Branches Opened

Merchants National, Mobile, opened two
branches recently as part of an expansion pro-
gram. TOP: opening of Pritchard Branch was
attended by (from 1) John Myrick and John
Sanderson, Pritchard councilmen; Ken Lott, Mer-
chants National president; Mayor A. J. Coop-
er; and Leighon Stone, branch manager. BOT-
TOM: Open House week at new Semmes Branch
was highlighted by visit from local postmis-
tress. From left: Ronnie Harrison, assistant vice
president and branch manager; Mrs. Sims, post-
mistress; Mr. Lott; and Roger Geil, executive
vice president, branch administration.

Arkansas

s ROBERT A. HAMMERSCHMIDT
JR. has been appointed marketing of-
ficer at Arkansas Bank, Hot Springs.
He was formerly with First National,
Russellville.

m BANKSTOCK ONE, INC., Ozark,
has had its application to become a
holding company approved by the Fed.
The HC has acquired Bank of Ozark.

150

OLSON SPAHN
m JAMES N. KENNEDY JR. has been
promoted to senior vice president at
Commercial National, Little Rock. He
joined the bank in 1974 as a trust of-
ficer.

IHHlinois

m JACKSON D. SMART JR. has been
elected president and CEO, Central
National, Chicago, and the HC to
which it belongs, Central National Chi-
cago Corp. Joseph G. Lutz, chairman
and president of the bank and HC
since 1976, remains chairman. In other
action, Paul D. Olson was promoted
to senior vice president and is responsi-
ble for the bank’s correspondent bank-
ing, Central automated financial sys-
tems and personal banking depart-
ments; Gary F. Spahn was advanced
to vice president and manager, corre-
spondent banking department; Ronald
D. Garnett was made senior vice presi-

dent, agribusiness, foods and com-
modities banking department, and
Frank L. Dwojacki was named vice

president and manager, retail banking.
Mr. Smart formerly was chairman of
the finance committee and on the exec-
utive committee of Federal Express
Corp., which he joined earlier this
year. Before that, he had been presi-
dent and CEO, Delos International
Group, Inc., Princeton, N. J. Messrs.
Olson, Spahn and Garnett joined the
bank in 1974. Mr. Olson had been vice
president and group head, corre-
spondent banking, since 1975. Mr.
Spahn was made second vice president
that year. Mr. Garnett became vice
president a few months after going to
the bank. Mr. Dwojacki joined Central
National in 1968 and became second
vice president in 1973.

m THOMAS S. HARDIN, Clifford M.
Lind and Craig H. White have been
elected vice presidents, Harris Bank,

Chicago. Elected assistant vice presi-
dents were: Larrance M. Noel, James
M. Deegan Ill, Stephen W. Theobald

and Mildred T. Sass. Mr. Hardin is na-
tional sales manager, municipal bond
division. Mr. Lind is in the trust de-
partment, and Mr. White is in the gov-

GARNETT

KENNEDY ABELT
ernment bond division. Messrs. Noel,
Deegan and Theobald are in the in-

vestment department, Mr. Noel in the
New York City office. Miss Sass is in
the personnel division.

s RALPH W. ABELT, formerly a
vice president in Continental Illinois
National of Chicago’s correspondent

banking division, joined Lake County
National, Painesville, O., August 11 as
president,
and a director.

chief administrative officer
Mr. Abelt joined Con-
tinental Bank in 1953 and became
manager, correspondent banking/mid-
western division, in 1973. He traveled
in Illlinois and Indiana.

s RICHARD D.
been promoted to assistant -cashier,
Central National, Sterling, which he
joined in 1976 as loan officer, consumer
credit department. In his new post, he
retains loan responsibilities and also is
assistant administrative officer in that
department.

NOWATKA has

m C. W. WOLF has been elected
chairman and CEO, Bank & Trust Co.
of Arlington Heights. He succeeds the
late John Henricks as chairman and has
been president since the bank opened
in 1960. The bank is undergoing an ex-

Henry Karandjeff Honored

GRANITE CITY-Henry D. Kar-
andjeff, officer of two banks here,
has been cited by the Illinois House
of Representatives for his more than
60 years of work to have Horse-
shoe Lake designated a state park.
Mr. Karandjeff is chairman and
president, American Heritage Bank,
and honorary chairman, Granite
City Trust.

A House resolution, dated June
30, and signed by William C. Red-
mond, House speaker, and Joe Lus-
so, Mr. Karandjeff's representative,
was presented to Mr. Karandjeff. It
pointed out that Mr. Karandjeff was
an immigrant boy who made good,
that he has called his Horseshoe
Lake project his “labor of love” and
that he continues as chairman,
Horseshoe Lake Area Commission.
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The lllinois Team
ofthe Harris Bank.

These are the Harris When questions or
Bankers who travel in problems arise, call any
lllinois, outside of metro- of these banking experts
politan Chicago. They are at (312) 461-2121. You
dedicated professionals. will get the help you

But, best of all, they're need.

backed by management You should have a
that is truly committed to Harris Business
awinning effort. Banker.3vi

HARRIS
BANK.

Harris Trust and Savings Bank, 111 W. Monroe St., Chicago, IL. 60690. Member F.D.I.C., Federal Reserve System.
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pansion program, which will cost al-

most $1 million.

s JAMES W. BEUTEL has moved
up from executive vice president to

president, Community Bank of Edge-
water, Chicago. He once was a vice
president, National Boulevard Bank,
Chicago.

m ROBERT B. REW has joined First
National, Danville, as president and
CEO, going from Union National, Chi-
cago, where he was president. Albert
N. Schrishuhn, who was chairman and
president, continues as chairman. In
other action, First National named
Kenneth J. Koerber vice president, trust
officer and head of the trust depart-
ment. He was trust officer and vice
president, Plymouth (Ind.) Branch,
State Exchange Bank, Culver, Ind.

Indiana

s JAMES U. MASON has been
named president, Union Bank, Delphi,
succeeding John F. Klepinger, who has
retired but continues as a director. Mr.
Mason was formerly executive vice
president. Mr. Klepinger joined the
bank in 1938 and was elected president
last year.

m KENNETH J KOERBER has re-
signed from the State Exchange Bank,

Culver, where he was vice president
and trust officer at the Plymouth
Branch, to join First National, Dan-

ville, 11 At the latter bank, he is vice
president, trust officer and head of the
trust department. He has been a bank-
er 21 years with trust experience at
various banks.

s GEORGE A. SCHRAMM has
moved up from executive vice presi-
dent to president, American National,
South Bend. He succeeds Lex B. Wil-
kinson, who was chairman and presi-
dent and now is chairman and CEO.
Mr. Schramm joined the bank in 1967,
is a director and chairman of the lend-
ing committee.

Kentucky

m PHILLIP R. HAYES, president and
CEO, Citizens Bank, Elizabethtown,
has bought controlling interest in the
bank through a stock purchase made
by a tender offer, completed July 11.
Before the offer was made, Mr. Hayes
controlled about 32% of the stock, and
his recent purchase gives him 74% of
ownership. Before becoming president
of the bank in February, 1976, he was
a senior vice president and head of the
correspondent banking department at
Louisville’s Liberty National.
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s WILLIAM G. EARLEY, vice presi-
dent, First National, Louisville, has
been appointed head of the coal indus-
tries department. He was formerly a
vice president in the metropolitan
banking division. He serves corre-
spondent banks and other customers
in Kentucky and adjoining states. He
joined the bank in 1962.

s WILLIAM M. WALTERS has been
named an assistant vice president at
Bank of Danville. He was formerly a
credit analyst at Richmond Bank.

m CITIZENS FIDELITY, Louisville,
has named S. Terry Irvin senior vice
president and retail division manager,
succeeding R. Gene Smith, who has re-
signed. Mr. Irvin joined the bank in
1974. James N. Proffitt Jr. has joined
the bank as a vice president in the
marketing division. He was formerly
with First Tennessee Bank, Memphis,
where he served as manager of market-
ing research, planning and advertising.
Richard A. Bartholomew joined the
bank as an assistant vice president in
the special industries division. He was
formerly with C.1.T. Corp.

Louisiana

s AMERICAN BANK, Baton Rouge,
has named Ron Sherwood head of its
correspondent bank department and
given W. J. “Dub” Noel, vice president,
the additional title of cashier. Mr. Sher-
wood is a former correspondent bank
officer with Chase Manhattan, New
York, and is taking over the department
from Merle Davis, vice president, who
is expected to retire next year. Robert
“Skee” Songy, vice president, has asked
for an assignment that does not require
traveling. Mr. Noel joined American
Bank in 1964.

m CHARLES A. DAVIS JR. has been
named senior vice president in charge
of commercial lending, United Mercan-
tile Bank, Shreveport. He also has been
elected a director. Mr. Davis is a past
chairman, Northwest Group,
Bankers Association.

Louisiana

m ALAN R. MEADOR has joined Bank
of New Orleans as assistant vice presi-
dent, commercial loan division. He
formerly was assistant vice president,
commercial loan division, Bank of the
Southwest, Houston.

Mississippil

m JERRY M. HALL has joined Bank
of Greenwood as executive vice presi-
dent and advisory board member. He

was formerly president, Amite County
Bank, Gloster/Liberty.

m W. RALPH SHURTLEFF has been
named president, Amite County Bank,
Gloster/Liberty. He was formerly with
First National, Jackson.

Missouri

m MERCANTILE TRUST, St. Louis,
has named Donald B. Wehrmann ex-
ecutive vice president and elected John
E. Ashenfelter a vice president. Mr.
Wehrmann joined the bank in 1959

and now is in charge of the regional
banking department® which includes
correspondent banking. Mr. Ashenfel-

ter serves in the bond-investment de-
partment, heading the money/central
division.

WEHRMANN ASHENFELTER

m COMMERCE BANK, Kansas City,
has elected Virginia Carrington a trust
officer. She was formerly with Boat-
men’s Bank of Kansas City. The bank
has elected Fred W. Lyons Jr. and Jack
W . Steadman to its board. Mr. Lyons
is president and chief operating officer,
Marion Laboratories, Inc., and Mr.
Steadman is president of the Kansas
City Chiefs Football Club and Mid-
America Enterprises.

MID-CONTINENT BANKER for September, 1977

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



buttoogood topassu
V\e’Uhelg youdo busmgs

% % First Security would like to help
you get your share of the big loan business
in your market.

Not only by participating in the loan,

but by making our credit and marketing
analysis capabilities available to you. We
can help you judge the feasibility of a loan
request and assist in structuring the credit.
In short, you enjoy the benefits of large
amount loan business while minimizing the
risks and headaches.

Sam Adams, YiJE&Pi

<Andgwecan provid~he exper~i%

tise you'neeaft™pse speci®market V*j
situations. Like tgbaeqQ &aren”using
loans. Where expérience and specialized
knowledge are so important in making
loan decisions.

So when you're faced with a
loan request that calls for fast and
efficient service, call on us.

Call 1 (800) 432-9380. We're
anxious to go to work for you.

NATIONAL BANK & TRUST COMPANY « LEXINGTON. KY. 40507
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GARBARINI MORIARTY

m THE ST. LOUIS FED has named
Donald W. Moriarty Jr. first vice pres-
ident, Joseph P. Garbarini senior vice
president and controller and Robert W.
Thomas vice president. Mr. Moriarty
is now chief operating officer and is
next in authority to Lawrence K. Roos,
president. He joined the bank in 1968.
Mr. Garbarini succeeds Mr. Moriarty
as controller and joined the bank’s
Memphis Branch in 1960. Mr. Thomas
joined the bank in 1967 and is respon-
sible for the money department.

m FIRST NATIONAL, St. Louis, has
elected Lawrence R. Chapman a senior
vice president and James A. Beal a vice
president. Elected assistant vice presi-
dents were William J. Barnett Jr., Ed-
ward L. Campbell, Michael E. Mur-
phy, James E. Welzbacher and Joseph
C. White. David C. Farrell, president,
May Department Stores Co., was elect-
ed an advisory director. Mr. Chapman
joined the bank’s HC in 1971 and con-
tinues as HC vice president. Mr. Beal
joined the bank in 1975.

m J A. CACY has been promoted to
vice president and senior economist at
the Kansas City Fed. He joined the
bank in 1964.

m UNITED MISSOURI BANK, Kan-
sas City, has promoted James J. Water-
man, Jerry B. Holder and Mrs.
W. Maxine Hahs to assistant cashiers.
Mrs. Hahs is in the correspondent bank
division and has been with the bank

TRY US
FOR YOUR NEXT
ENVELOPE
REQUIREMENT*

MISSOURI ENVELOPE CO.

10655 GATEWAY BLVD.
ST. LOUIS, MO. 63132
Phone 314/994-1300

*Ask for our new Plastic Sizer® Template—
Free with your first inquiry.
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THOMAS CHAPMAN

Farm Credit Maintained

Missouri banks maintained their
leadership in ag credit services in
1976, providing $1.3 billion in loans
to fanners.

Of that amount, almost $900 mil-
lion was in nonreal estate loans (up
20% over 1975) and $380 million was
in farm real estate loans (up 13%
over 1975).

PCAs provided $280 million and
the Farmers Home Administration

granted $117 million in nonreal
estate farm loans in 1976. In real
estate loans, Federal Land Banks

provided $588 million, life insurance
companies $222 million and the
FHA $118 million.

more than 25 years. Messrs. Waterman
and Holder joined the bank in 1973.

m COUNTY NATIONAL BANCORP,,
Clayton, has announced an agreement
to acquire Bank of Louisiana. It will
be the HC'’s fifth acquisition.

m JOE J CURTIS has been elected
chairman, president and CEO of Com-
merce Bank of Mound City, St. Louis,
but continues as president and CEO,
Commerce Bank, Florissant. He joined
the latter bank in 1965. He succeeds
John L. Chleboun Jr., who resigned re-
cently to join State Farm Insurance
Co., Bloomington, 111 Commerce Banc-
shares, parent of Commerce Bank of
Mound City, has announced a stock ex-
change offer to minority shareholders
in which 1.2 shares of HC stock will
be exchanged for each share of Com-
merce Bank of Mound City stock.

m GAYLE P. PIERCE has been elect-
ed assistant vice president at Chippewa
Trust, St. Louis. He is manager of the
Gravois Facility and recently rejoined
the bank following four years with
Citizens Bank, Jonesboro, Ark.

m THOMAS H. BROUSTER has been
named president and chief operating
officer at Jefferson County Bank, Hills-
boro. He joined the bank in February
following service with Tower Grove
Bank, St. Louis.

PIERCE

BEAL HAHS

New Mexico

m SOUTHWEST NATIONAL, Hobbs,
a new bank capitalized at $1.5 million,
is scheduled to open next spring on
Bender Boulevard.

s MARION HERLIHY,
president, First National, Belen, retired
July 1 after spending 51 years in bank-
ing. She joined the bank in 1925 as a
stenographer and bookkeeper. She is
a member of the 50-Year Club of the
New Mexico Bankers Association.

senior vice

m D.W. CLIFFORD, who was execu-
tive vice president, Western Bancorp.,
Los Angeles-based bank HC, has been
elected chairman and CEO, Bank of
New Mexico, Albuquerque. Bill Craig,
formerly executive vice president of the
bank, has been named president and
a director. Bruce J. Pierce, former pres-
ident and CEO, resigned July 12. H. L.
Galles Jr.,, Albuquerque auto dealer,
stepped down as Bank of New Mexico’s
chairman, but continues on its board.
A new bank director is John F. Harri-
gan, HC president.

m DOUGLAS MOORE has been pro-
moted from vice president to senior
vice president, First National, Roswell.
He joined the bank in 1973 and spe-
cializes in agricultural lending.

m BANK OF SANTA FE plans to con-
struct a full-service branch in the
DeVargas Mall. The opening of the fa-
cility is scheduled for December.

Oklahoma

m SIX TRUSTEES have been elected
by participants of the Oklahoma Bank-
ers Association insurance program.
They are: N. L. McClain, president,
Republic Bank, Oklahoma City;
Thomas W. Treadwell, chairman, Peo-
ples State, Holdenville; Tracy Kelly,
chairman and president, American Na-
tional, Bristow; Ralph McCalmont,
chairman and president, First National,
Guthrie; Royce C. Rochell, president,
Security State, Comanche; and Robert
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Bank of Oklahoma
Tower.

Left to right: Charles Rice, Bill Hellen, Russ Snow

systems to
help you achieve
cash management

profitability

To start generating new income through advanced
cash management techniques, call on one of our five
Correspondent Bankers.

With Bank of Oklahoma’s expertise working for you,
results come quickly. First, a detailed float analysis of
your cash letters ... then specific plans for faster
clearing and better overall cash availability ... then a
healthy increase in your investable funds.

You have nothing to lose, and profitability to gain.
Call our Correspondent Banking Department, and get
our cash management systems working for you.

It makes good business sensel!

Correspondent Bankers
Charles Rice,
Department Manager
588-6254

Marvin Bray
588-6619

Lee Daniel

588-6334

Bill Hellen

588-6620

Phillip Hoot
588-6617

BANK OF OKLAHOMA

P.O. Box 2300 / Tulsa, Oklahoma 74192
Member F.D.I.C.
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L. Moser, president, Quail Creek Bank,

Oklahoma City. Mr. McClain is chair-
man of the organization.
s HAROLD C. PRICE has been

elected a director, First Bancshares,
Inc., and First National, Bartlesville. He
is director and CEO, H. C. Price Co.,
and a director of Price affiliated com-
panies.

m FOURTH NATIONAL, Tulsa, has
promoted Susan Birks Brown from
auditor to vice president and auditor,
Patricia C. Anderson from trust officer
to vice president and trust officer and
Anthony D. Allen to assistant cashier
and credit analysis officer. Mrs. Brown
joined the bank in February, 1976;
Miss Anderson in August, 1976, and
Mr. Allen in September, 1975.

s BANK OF OKLAHOMA, Tulsa, has
named Samuel Banks Hayes executive
vice president, Jack C. Vanderburg vice
president for agricultural loans, Steve
Britland assistant vice president and
trust officer, Sue White trust officer and
Sterling McHan assistant vice president.
Mr. Mayes formerly was regional credit
officer, Australia-Oceania region, Citi-
bank, New York City. In his new post,
he has charge of the commercial and
metropolitan divisions and reports di-
rectly to President Leonard J. Eaton Jr.
Mr. Vanderburg formerly was vice
president, correspondent banking, Mer-
cantile National, Dallas. Mr. Britland

High-Powered Shovelers

Fidelity Bank, Oklahoma City, broke ground
this summer for a $575,000 modernization and
expansion project at its Express Bank. The fa-
cility is remaining open during the expansion,
which is scheduled to be completed in the first
quarter of 1978. Pictured wielding shovels are,
I. to r.. Oklahoma City Mayor Patience Lotting;
Jack T. Conn, bank ch.; W. A. Clarke, bank
pres.; Ralph Adair, county commissioner; Dean
A. McGee, corporate and civic leader; and Paul
Strasbaugh, e.v.p., Oklahoma City Chamber of
Commerce. In a switch in banking trends, the
modernization project will replace automation
with people. Four tellers positions will be
added, for a total of seven drive-up tellers
and six inside tellers, all people. To provide
round-the-clock service, the Express Bank will
keep its ATM, called the Anytime Bank.
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MAY KELLY

went to Bank of Oklahoma about three
years ago; Miss White has been there
seven years and Mr. McHan a year.
The HC to which the bank belongs—
BancOklahoma Corp.—has a new di-
rector, Robert Curtis Lindstrom, newly
appointed vice president and general
manager, McDonnell Douglas Corp.,
Tulsa.

m KEITH MAY has been promoted
from vice president to senior vice presi-
dent, Fidelity Bank, Oklahoma City,
which he joined in 1970. He has taken
the post of division administrator, com-
mercial/retail banking division.

m TOM DUNLAP has been named
senior vice president, First National,
Oklahoma City. His promotion is part
of the reorganization of the bank’s
marketing functions. He now has direct
responsibility for the marketing depart-
ment and the bank’s community re-
lations programs. Barney Lehmbeck,
who was the marketing and advertising
director, has moved into First Oklahoma
Bancorp., where he coordinates the HC's
advertising program. First National also
elected the following officers; vice presi-
dents, Johnnie Cassady, Jerald D.
Koehn and Charles A. Viane; assistant

cashiers, Judy Harmon and Delories
Hensley. In other action, the bank
elected Dale E. Mitchell to its board.

He is executive vice president and trust
officer. The HC has two new directors,
Gary M. Gray, executive vice president
of the bank, and Bob Bowers, an inde-
pendent oil and gas producer.

m THOMAS V. LUCK JR. has been
named president, Moscow Savings
Bank, succeeding Howard Moore. Mr.
Moore resigned the post after having
held it 10 years. Mr. Luck formerly
was manager, Airways Branch, Union
Planters National, Memphis, which he
joined seven years ago. Mr. Luck also
was elected a director of the Moscow
bank.

m THIRD NATIONAL, Nashville, has
elected Raymond Zimmerman and Mon-
son Hayes Jr. to its board. Mr. Zimmer-
man is president, Service Merchandise
Co.,, and Mr. Hayes is president,
Northern Telecom.

m THEODORE L. LAMB and Larry
D. Pack have been promoted to vice
presidents, United American Bank,
Knoxville. Mr. Lamb, formerly assistant
vice president and assistant director of
marketing, now is director of marketing
functions. He went to the bank in
January from American National, Chat-
tanooga, where he was director of ad-
vertising and public relations. Mr. Pack,
with the bank since 1968, is responsible
for commercial loans in the special loan
division. In other action, United Ameri-
can elected Charles R. “Burt” Jordan
vice president and trust officer, John D.
Lambdin vice president and Robert M.
Adams assistant vice president and
manager, Western Plaza Branch. Mr.
Jordan has been in banking 19 years,
including service at Valley Fidelity
Bank, Knoxville, C&S National, Atlanta,
and Flagship First National, Miami
Beach, Fla. Mr. Lambdin joined the
correspondent banking division in June,
going from City & County Bank, White
Pine, where he was executive vice presi-
dent. Mr. Adams formerly was assist-
ant manager, Fountain City Branch.

m CARTER B. KELLY has joined First
National, Amarillo, as senior vice presi-
dent and controller. He succeeds James
Cox, who resigned to enter public ac-
counting practice. Mr. Kelly was presi-
dent of an Amarillo data processing
service the past seven years.

m REPUBLIC NATIONAL,
has announced these promotions: to
vice presidents, Ronald C. Wolfe,
Robert E. Schlette, Jerry M. Watson,
Michael F. Schiff and Stephen Ray In-
man; to vice presidents and trust offi-
cers, Allen B. Clark Jr., John L. John-
son and Fred Zimmerman; to assistant
vice presidents, Donald Moore, R. Dale
McKinney, Floyd D. Holland, Jean
Paul Samuel and Joan Kelly; to assist-
ant vice presidents and trust officers,
Gary B. Williams and Joanne North; and
to trust officers, Mary E. Capps, Webb
M. Holbert Jr., Weldon J. Newsom,
Lorenzo Ortiz Jr.,, Arledge Brashers Jr.
and David C. Wilson. Two vice presi-
dents were promoted to group man-
agers: A. G. Avinger Jr.,, metropolitan
department’s executive and professional
lending group, and Jack E. Bishop,
metropolitan department’s commercial

Dallas,
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Now, at a Special LOW Price . ..

This 3-Volume Marketing Library
All Three Manuals ONLY $25.95

1. How to Plan, Organize & Conduct Bank Anniver-

saries. . . . The complete guide to procedure when
holding a formal opening, an open house, any
kind of bank celebration; 166 pages, many illus-
trations; 12 chapters starting with “First Things
First,” ranging through “Add a Little Pizazz and
Oom-pah,” concluding with “Expect the Unexpect-
ed”; eight appendices containing actual plans,
budgets, programs used by banks in actual cele-
brations; a completely factual, step-by-step how-
to-do-it book now in its second printing.

Regular Price: $16.00

. How to Write Bank Publicity and Get It Pub-
lished. . . . The complete guide to procedure in
writing publicity releases and how to prepare them
so that newspaper and magazine editors will use
them; 61 pages; 12 chapters with titles such as
“Constructing the News Story,” “Placing the News
Story,” “Handling ‘Sticky’ Situations,” “Dealing
with News Media”; another completely factual,
step-by-step how-to-do-it manual.

Regular Price: $5.25

. How to Plan, Organize and Conduct an Incentive
Campaign. . . . Mid-Continent Banker's newest
how-to-do-it manual; a complete guide to proce-
dure in evolving an effective incentive campaign to
sell bank services and/or increase bank deposits;

96 pages, 16 illustrations; starts by telling you
premium terms and the history of incentives, roams
through such topics as trade area studies, tying in
with current events, getting new business from old
customers, motivating staff members and conclud-
ing with a series of six case histories of actual bank
promotions that obtained exceptional results.
Regular Price: $10.95

MONEY BACK GUARANTEEHf not com-

pletely satisfied, return within 10 days
for full refund.

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

Please send us by return mail:

— copies, Bank Celebration Book @ $16 each

— copies, Bank Publicity Book @ $5.25 each

— copies, How to Plan an Incentive Campaign @ $10.95 each
— SEND ALL THREE BOOKS AT THE LOW PRICE OF $25.95

(Please send check with order. In Missouri, add 4/2% tax-)

nmlinupuananuaaanusaugnanaauananiangne ]
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NOW
For Only $3.00

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

A Model Policy for a

Bank's Board of Directors

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

Here are some of the sections it contains:

1. A typical organizational chart.

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

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

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

6. Loan, investment and collection pol-
icies.

7. Outline of a suggested investment
policy.

Every bank should have a
written set of policies ap-
proved and adopted by the
board. This manual can help
your bank In preparing such
a manual or In updating the
manual you now have in op-
eration.

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

The BANK BOARD Letter

408 Olive St. (Room 505)

FULGHAM

lending group. Republic of Texas Corp.,
multibank HC to which the bank be-
longs, has a new director— Wilton E.
Scott, chairman and CEO, Tenneco,
Inc., Houston.

m CITY NATIONAL, Austin, has been
acquired by First City Bancorp, of
Texas, Houston, a multibank HC.

m WALTER WORTHINGTON has
joined First National, Brownwood, as a
vice president and loan officer. He
formerly held the same posts at Cole-
man Bank.

m W. DEWEY PRESLEY, president
and chief administrative and financial
officer, First International Bancshares,
Dallas, will take early retirement May
31, 1978, but will serve as a consultant
to the board for five years—June 1,
1978-May 31, 1983. This move is in
line with policy previously established
by the board that neither the CEO nor
the president of the corporation should
serve in those posts after their 60th
birthdays. Mr. Presley will be 60 next
May. On Mr. Presley’s retirement, El-
vis L. Mason is scheduled to be elected
First International’s vice chairman and
Rawles Fulgham, president. Mr. Mason
is president and CEO, First National,
Dallas, and Mr. Fulgham is vice chair-
man, First International.

m GENE S. PIRRECA has been
named vice president and chief finan-
cial officer, Coronado State, EIl Paso.

m LUBBOCK NATIONAL has pro-
moted five officers: to vice president,
real estate loan division, Joe Mays; and
to assistant vice presidents, Mary Jane
Alberding, Gary Cocanougher, Tommy
Ogden and Nick Williams.

Texas Goes Par

All commercial banks in Texas
now remit checks at par, following
conversion to par on August 15 by

MASON

PRESLEY

Houston CHA Reorganized;
Houk Elected President

HOUSTON—The Houston Clearing
House Association was reorganized at
a recent meeting of the membership to
meet the changing needs of the greater
Houston area banking community, ac-
cording to Executive Vice President
Fred J. Redeker.

In addition to the new-accounts sys-
tem, which helps area banks avoid
checking-account losses, the CHA has
announced plans to start a program to
inform consumers and businesses of
ways to avoid being defrauded.

Four at-large board members were
elected: Ernest Deal, president, Fannin
Bank; Jerry E. Finger, chairman, Re-
public National; John W. Hazard, pres-
ident, North Side Bank; and Thomas
W. Wren, president, University State.

Directors from the eight CHA-mem-
ber banks are: Ronald Brown, chair-
man, Houston National; John T. Cater,
president, Bank of the Southwest; Allen
R. Houk, president, Southern National;
Walter E. Johnson, president, Allied
Bank of Texas; Ben F. Love, chairman,
Texas Commerce; Gerald R. Marshall,
chairman, Capital National; Nat S.
Rogers, president, First City National;
and Marvin L. West, chairman, First
International.

The board elected the following of-
ficers: president, Mr. Houk; vice presi-
dent, Mr. West; executive vice presi-

dent, Mr. Redeker; and secretary,
James A. Haralson.
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S a nice,
new addition
toyour bank
operation.

The new First National Bank building

When a new building gives correspondent bankers like
Bob Rook and Larry Reed the additional space and
equipment to work more effectively for you, it can be a
plus to your bank operation. And the new First National
Bank building does.

Drop by and see the convenience, the service our new
building is already providing other banks in Texas,
Oklahoma, New Mexico, Kansas and Colorado ... or
give Bob or Larry a call at their new number. They'll
gladly tell you how an 88-year-old bank, in a brand new
building, could make a nice, new addition to your bank
operation.

The
FIRST
national Bank

oT Rmanillo

P.0O.Box 1331 Amarillo, Texas 79180
CORRESPONDENT BANKING SERVICES .. .(806) 378-1747
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WRITTEN
LOAN
POLICY

Every Bank Should
Have One!

"The Bank Board
And Loan Policy"

Provides the Information
Needed to Formulate

a Written Loan Policy

or Update an Existing One!

A must for banks, this 40-page manual
tells why all banks should have written
loan policies and how they can formu-
late or update such policies to serve as
guides for lending officers and to help
protect the bank from making costly
commitments.

The manual presents the loan policies
of four well-managed banks and con-
tains a rating formula for secured and
unsecured loans, conditional sales con-
tracts, all mortgages, government and
municipal bonds and government agency
securities.

Topics spotlighted include:

« Conditional Sales Contracts
« All Mortgages

¢ Loans for Education

Also included are sections on who
should have lending authority, lending
procedures, loan limits, credit depart-
ment responsibilities and loan examiner
responsibilities.

Can your bank afford to be without

this manual?
. (Missouri banks add
Price: $4.25 202% tax)

ORDER TODAY!
(Sorry, no billed orders)

The BANK BOARD Letter

408 Olive St., Suite 505
St. Louis, MO 63102
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ADVERTISING PROGRAMS

Market protected advertising programs in-
clude camera-ready newspaper ads, re-
corded radio spots, billboard design, TV
application, etc. Kenneth Mills Advertising,
Box 853, 115th E. Center, Searcy, AR 72143.

For Marketing Officers:

BMA Slates Seminars
For Atlanta Sept. 12-15

The Bank Marketing Association, Chi-
cago, has slated four one-day, self-con-
tained marketing seminars, to be held
at Atlanta’s Omni International Hotel.
Dates for the series are September 12-
15.

The seminars will focus on four ma-
jor areas of concern to financial mar-
keting officers: “How Your Bank Should
and Must
Consumerism and Communications,”
“Banking With NOW Accounts and
Share Drafts” and “Corporate Bank
Marketing for Profitability.”

During the first seminar, September
12, subjects of discussion will include

Advertise,” “Compliance,

“How to Produce Newspaper Advertis-
ing That Makes Competitor
Drool,” “How to Use Radio Advertising
to Meet Your Mark” and “How to Use

Your

Direct Mail the Way It's Supposed to
Be Used.”
September 13's seminar will study

problems that consumerism poses for
bank officers in charge of public rela-
tions, consumer compliance, media re-
lations, etc. Special emphasis will be
placed on preparation for the Fed's
consumer law compliance examinations
and new examinations launched by the
Comptroller’'s Office.

The third seminar will be held on
September 14 and will examine the
aspects of interest-bearing
“checking” accounts and will conclude
with a session on free checking.

On September 15 the final seminar
will be held. It will investigate such
topics as “How Does a Small Bank Go
After a Commercial Market?,” “Banker/

various

Salesman— Winning the Business” and
“Improving Cash Flow for Small Busi-
ness— a Marketing Approach.”

For registration information, write
Conference Administrator, Education
Department, Bank Marketing Associa-
tion, 309 West Washington Street, Chi-
cago, IL 60606.

ATTENTION: BANKERS, TRUST DEPART-
MENTS, AND ATTORNEYS: NEED TO LIQUI-
DATE ESTATES OR LOAN DEFAULTS? We
purchase sterling silver, gold jewelry, caoin
collections and bullion for ‘cash. Call or write
Mr. Neff, W.F.N. Enterprises-MC, 2260 North-
lake Parkway, Suite 307, Tucker, GA 30084.
PH. (404) 938-0744.

FOR SALE: 1976 Space Assemblies Modular
bank building, 24 x 64 (2-12 ft. mobile units).
Includes drive-in window, teller stations, chec

desk, 2 air conditioners. For information call:
Donald E. Van Horn, President, Colonial Bank
of Granite City, Illinois (618) 931-1776.
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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 618-27\1-6633.

YOUR BANKER’S BANK

7 Just across the river from St. Lc
I m I THE NATIONAL STOCK YARDS NATIONAL BANK

OF NATIONAL CITY

NATIONAL STOCK YARDS. ILLINOIS 62071
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A correspondentbank
should giveyou more

than justa
correspondentbanker.

We do.

When you choose First National Bank in
St. Louis as your correspondent bank, you get
more than a correspondent banker.
You get an entire
staff of specialists who
offer you daily assis-
tance for daily needs.
For example,
the “Rabbit Transit” check-
clearing systems our
people have developed
can help improve your earnings, because your
transit items become collected
balances rapidly.
We also offer you the
services of agricultural fi-
nance specialists who can
help you provide your cus-
tomers with expert advice as well as flexible
loan arrangements.

In the area of Fed Funds,
investments and the safe-
keeping of securities,
we offer a performance rec-
ord that's highly regarded
in our industry.

Our electronic data processing team brings
you the most sensible systemc
for getting work done—
reliably and accurately. And
our computer specialists
offer counsel and advice in
all phases of EDP systems.

Our capacity
for overline lending,
based on our sizable
assets, allows you
opportunity to make
larger loans than you otherwise might.
We sponsor timely seminars where
you and other top management of
your bank meet with the top
management of our bank
to exchange ideas and
share expertise. These
seminars also serve to
keep you up-to-date on recent
developments in our industry.
Of course, your correspondent
banker is always available for
individual consultation. He's the
key to our relationship and the
person we depend on to make
fast decisions on our behalf.
He's the one you can depend
on, too, when you want to get
more from your correspondent
bank. He can help you plan
for your bank’s future and for
our future together.
If you're not already seeing
a First National Bank in St. Louis
correspondent banker, just call
Chuck Betz at (314) 342-6386. He'll
make sure you get a correspondent banker...
and a whole lot more.

First National Bank in St.Louis

A First Union Bank Member FDIC
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