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What Makes Liberty Different
Liberty People...and 

Liberty People Mean Business.
Let’s visit about the banking business at the 
OBA Convention, Sheraton Century Hotel. 

May 16, 17, Oklahoma City
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LET THE OTHERS TALK TENNIS, 
GOLF AND HORSE RACES. 

HARLAND PREFERS 
PERFORMING FOR YOU.

Some other check printers seem to talk more about tennis, golf 
and horse races than they do about check service. That's their business. 

Harland's business is performing for you.
Harland's day-to-day hard work can provide you with the best check products 

available today. Our personal service can help improve your checking program and 
cross sell bank services. And when it comes to Harland's fresh ideas, others in the

check industry are 
out of the race.
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So let them have their sports. We choose you.
HARLAND JO H N  H HA R LA N D  CO M PAN Y  

CHECK PR IN TER S
PO  BOX 105250, ATLANTA. GA 30348
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M anufacturers
Hanover

Commercial
Corporation.

A Capital Source 
for Correspondents.

If you're a M anufacturers H anover correspondent 
and you've been forced to  turn away o r lose lucrative  
receivables financing business, we have a plan that 
can  enable you to  com pete in this highly specialized 
area. U se M anufacturers H anover C om m ercial C o r 
poration as your com m ercial financing arm .

W ith  M H C C , you can participate up to  5 0 %  in 
all referrals as well as retain checking accounts and  
o th er peripheral business. You'll be able to  assist in 
m ergers, acquisitions, buy-outs and spin-offs. And  
M H C C  can also help you with difficult to  handle loans,

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

M anufacturers H anover C om m ercial C orporation  
requires no com pensating balances and you won't 
have to  w orry  about exceeding y ou r loan limits, o r  
about your custom ers using com petitor's services.

W e re  already a capital source for a num ber o f  
correspondents, and we'd be glad to  talk to  you about 
becom ing yours. F o r  m ore information co n tact your  
N ational Division representative o r w rite to  us at the  
address below. W e'll have som e 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. V.P. (212) 575-7444
Service Offices:

425 Shatto Place Jefferson First Union Plaza, Suite 1450
Los Angeles, Calif. 90020 Charlotte, N.C. 28282
Contact: Jim Morrison, V.P. (213) 383-3428 Contact: Michael Walker, V.P. (704) 332-2689

5775-B Glenridge Drive, N.E., Suite 340, Atlanta, Ga. 30328 
Contact: William Wilmot, V.P. (404) 255-5612
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Scarborough and Company...

HAS SOME GREAT
NEWS
FOR
BANKERS
We have designed a new Property and 
Casualty program that can pay participating 
banks a CASH DIVIDEND. As a group, 
banks are superior property and casualty 
insurance risks, producing consistently ex
cellent loss ratios. But, you probably haven’t 
been able to take full advantage of your good 
experience. Now Scarborough and Com
pany has done something about it.

We’re proud to announce Scarborough’s 
Bankers Business Guard Insurance Plan — 
a custom-designed program to help you 
meet your property and casualty insurance 
needs. Scarborough’s Bankers Business 
Guard Insurance Plan is an easy-to- 
administer specialized insurance program 
that offers comprehensive, yet flexible, 
coverage from a stable source and at com
petitive rates.

Most important, though, Scarborough’s 
Bankers Business Guard Insurance Plan 
can give participating banks the chance to 
get something in return for their good per- —  
formance. The plan allows participants in the H  
group to receive possible CASH DIV ™  
IDENDS based upon group performance.

'r r m a A  a n d  i
the bank ¿7 

insurance people
222 N. Dearborn Street, Chicago, Illinois 60601 (312) 346-6060

Write or call us.
Let us show you that when it comes to 
insurance for banks, Scarborough 
does it all—and does it better.

H  Please send me more ¡information on
Scarborough's Bankers Business Guard program.
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We do
our corresponding

in person.

H. 0 .  Peet, Ja n e  Hylton, J im  M cK enzie, B. J. H all an d  M urphy B rock.

Because it’s a natural business 
communication tool, it’s only nat
ural for most bank’s correspondent 

* departments to assist their custo-, 
mers over the telephone.

At Liberty National we prefer 
business over a cup of coffee. Face  
to face.

Especially Jim McKenzie and 
Murphy Brock of LNB’s correspon
dent department, who feel that when 
faced with a financial problem it’s 
nice to have another face there to 
help you find the solution.

Contact Liberty National’s cor
respondent department. You’ll 
have to use the phone, but in the 
end, you’ll deal with us person 
to person. J im  M cK en zie an d  Ja n e  Hylton, E xecu tive  

V ice President, D elta N atu ral G as, discuss 
the p ro jec ted  needs that LN B  can  prov ide  
D elta ’s expanding operations.

É  Liberty National Bank
"  Louisville, Kentucky

6 MID-CONTINENT BANKER for May 15, 1978

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



you pick won’t go that extra m ile for you, then nothing else counts.

* . _  ■  - ■  n i l .. I l l l i l l l l i l l

A t hirst in Dallas we understand. So when we do business w ith any 
business .w e  give you just what you expect from yourself: results. 
Results.*Thereal measnreofa hank p j ^  ||| ^ | | , ,

First National Bank in Dallas. Member F.D.I.C.
A subsidiary of First International Bancshares, Inc.
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For 24 years 
we've been 

competing with
fha Title I—

and winning.
Our specialty is cutting

red tape.
Here's how:
Greater profits. Net yields to lenders average 
25% more under the ICS Plan than under Title ll
More flexibility. ICS tailors a program to your 
needs. Loan amounts. Loan terms. Marketing 
help. Promotional planning. Special programs. 
Today over 1,300 Institutions—from the smallest 
to the largest—use the ICS Plan. And all property 
improvements are eligible. From room additions 
to swimming pools. From garages to tennis 
courts.

Superior service. Claims are paid In 7 to 10 
days. Not weeks. Not months. Reporting 
procedures are simplified, too. Our service

Includes counsel and continuing portfolio review 
and evaluation.

Risk-free security. You're shielded against 
every unpredictable default, strikes. Divorces. 
Skips. Bankruptcies. Layoffs.

Learn for yourself why insured credit 
Services has been competing with fha  Title l for 
24 years—and winning! We have now insured 
more than $2 billion In property improvement 
loans, we re ready to help you increase your 
profits today. Call or write william F. Schumann, 
President, for a plan tailored to your needs.

I N S U R E D  C R E D I T

307 N. Michigan Avenue 
Chicago. Illinois 60601

312/621-9400

America's No. 1 insurer o f property improvement loans.
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Our idea of
correspondent banking:

THE COMMITTEE O F ONE.
Our people are  real, live, experienced correspondent professionals, 

w ith y ears of correspondent banking behind them . They aren ’t  
m anagem ent trainees or ju s t goodwill am bassadors, so they  can  okay  

loans or serv ices-lik e  our new E F T S  se rv ice s -o n  the spot.
W ithout going through unwieldy, 

tim e-w asting com m ittees.

WE CALL YOU BY NAME* 
NOT BY PHONE*

You see, N ational Boulevard  
believes in person-to-person, 
eye-to-eye con tact with the  

m anagem ent of every  
correspondent bank. Right 
there a t  the correspondent 

bank. So things g et done 
faster, friendlier.

THE FUTURE STARTS TODAY*
And now our individualized services 
will be b etter th an  ever, because  
N ational Boulevard is ready for E F T S . 

E lectronic Funds Transfer 
System s. F o r instance, our 
C en tral Inform ation F ile  is 
capable of tran sm ittin g  
inform ation to correspondent 
banks. Soon, checking and 
savings accounts will be on line. 
Then, step-by-step, every  

correspondent service will be fully  
integrated  into the system  for m ore  
convenient, b etter banking.

The bank for the New Downtown
NATIONAL BOULEVARD BANK 

OF CHICAGO
400-410 North Michigan Ave., Chicago, 111. 60611 Phone (312) 836-6500 Member FDIC
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Subscription rates: Three years $24; two 
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& Broker, Club-Management, Decor, Life 
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Convention Calendar

May 13-17: Arkansas Bankers Association An
nual Convention, Hot Springs, Arlington Ho
tel.

May 14-16: Missouri Bankers Association An
nual Convention, St. Louis, Sheraton-St. 
Louis Hotel.

May 14-16: Tennessee Bankers Association An
nual Convention, Memphis, Holiday Inn- 
Rivermont.

May 14-19: ABA National Personnel School, 
Atlanta, Marriott Hotel.

May 14-19: Louisiana Banking School for 
Supervisory Training, Baton Rouge, Louisi
ana State University.

May 15-19: Bank Administration Institute
EDP Auditing Introduction Short Course 
($25 millions), College Park, Md., University 
of Maryland.

May 16-17: Oklahoma Bankers Association 
Annual Convention, Oklahoma City, Shera
ton Century Center.

May 16-19: Bank Administration Institute
Operations Management in Community 
Banks Short Course, Athens, Ga., Univer
sity of Georgia.

May 16-19: Bank Administration Institute Es
tate Taxation Short Course, Park Ridge, 111. 

May 17-18: Bank Administration Institute
Bank Security Planning Clinic, Atlanta.

May 18-20: National Association of Bank
Women Rocky Mountain/Western Regional 
Conference, Los Angeles, Century Plaza 
Hotel.

May 20-24: Mississippi Bankers Association 
Annual Convention, Biloxi, Broadwater 
Beach and Biloxi Hilton hotels.

May 21-23: ABA Consumer Compliance E x
amination Workshop, Washington, D. C., 
Dulles Marriott.

May 21-24: ABA National Operations and Au
tomation Conference, Atlanta, Peachtree 
Plaza Hotel.

May 21-24: ABA National Marketing Confer
ence, Anaheim, Calif., Disneyland Hotel.

May 21-27: Independent Bankers Association 
of America Senior Bank Officer Seminar, 
Boston, Harvard Business School.

May 24-25: Bank Administration Institute
Bank Investigations Seminar, New York 
City.

May 26-31: American Institute of Banking 
Annual Convention, Chicago, Palmer House. 

May 28-June 2: Bank Marketing Association 
School of Trust Business Development and 
Marketing, Boulder, Colo., University of 
Colorado.

May 28-June 2: Bank Marketing Association 
Essentials of Bank Marketing Course, Boul
der, Colo., University of Colorado.

May 28-June 9: Bank Marketing Association 
School of Bank Marketing, Boulder, Colo., 
University of Colorado.

May 30-31: ABA Uniform Accounting Proce
dure Seminar, Dallas, Airport Marina Hotel. 

May 31-June 3: Bank Administration Institute 
City Conference, New Orleans, Hilton Hotel. 

June 4-6: Illinois Bankers Association Annual 
Convention, Peoria, Hilton Hotel.

June 5-6: ABA Uniform Accounting Procedure 
Seminar, Chicago, Hyatt Regency O’Hare. 

June 6-8: Indiana Bankers Association An
nual Convention, Indianapolis, Hyatt Re
gency Hotel.

June 7-9: National Association of Bank Wom
en Lake/Midwest/North Central Regional 
Conference, Sioux Falls, S. D., Downtown 
Holiday Inn.

June 8-10: New Mexico Bankers Association 
Annual Convention, Albuquerque, Hilton 
Inn.

June 11-23: ABA Stonier Graduate School of 
Banking, New Brunswick, N. J., Rutgers 
University.

June 13-16: Bank Administration Institute
Operations Management Core Course (under 
$75mm), Norman, Okla., University of Ok
lahoma.

June 21-23: Association of Bank Holding
Companies Annual Meeting, Sun Valley, Ida. 

June 24-July 1: ABA Essentials of Banking 
School, Durham, N. C., Duke University. 

June 26-30: Bank Administration Institute
Labor Relations Seminar, Park Ridge, 111. 

June 26-30: Bank Administration Institute
Bank Auditing Core Course (over $75mm), 
Evanston, 111., Northwestern University. 

July 9-12: ABA I&PD Risk and Insurance 
Management in Banking Seminar, Spring- 
field, Mass., Springfield Marriott.

July 10: ABA Certified Commercial Lender 
Examination, Norman, Okla.
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You’re looking for extra profits 
Our cash letter analysis can

uncover ’em.

It’s surprising how much 
potential profit is buried under 
slow paper.

That’s why we’ve developed 
an effective action program to 
help you get things moving.

Our program includes 
computerized cash letter analysis 
... plus practical methods 
for improving proof operations 
and check collection.

Start us digging for those 
profits—call 314-425-2404.

We’re  w ith  you.

M=RcnnTii=
BRfK

Mercantile Trust Company N.A. • (314) 4 2 5 -2 4 0 4  • St. Louis, Mo. • Member F.D.I.C. 
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First of Dallas New M arketing Campaign 
Focuses on Needs of Corporate Clients

THE NEEDS of the customer rather 
than the bank is the new marketing 

focus at First National, Dallas, accord
ing to Richard Hart, the bank’s presi
dent.

A second aspect of the campaign is 
aimed at establishing awareness of the 
bank as the “results bank” for results- 
oriented people in the bank’s trade 
area.

Every print ad or commercial includ
ed in the campaign uses as an example 
one of the many different industries 
served by the bank. Ad copy focuses 
directly on the concerns of the top peo
ple in the industries. The idea, Mr. 
Hart says, is to elicit the response “I 
want to do business with these people. 
They think like I do."

Ads conclude with this statement: 
“At First National Bank in Dallas, when 
we do business with any business, we 
give you just what you expect of your
self—results. Results: The real measure 
of a bank.”

The bank is running 30-second com
mercials on TV news, sports, special 
and prime-time shows. Radio is utilized 
during drive time and print ads are ap
pearing in sports sections in the city’s 
two dailies. The campaign also uses 
outdoor boards.

To ensure the authenticity of the ad
vertising messages, chief executives of 
corporations doing business with the

Scene from  First N a t'l, D a lla s , TV com m ercial 
stressing needs o f corporate custom ers. This 
com m ercial dea ls  w ith  needs o f a p p a re l m anu
factu re rs . Second focus o f cam paign  is re
su lts custom ers get w hen  dea ling  w ith  b an k .

bank were interviewed to find out their 
real concerns, Mr. Hart said.

He added that research is an impor
tant part of the advertising. “The cam
paign was over a year in preparation. 
Our advertising in 1977 was minimal. 
We used this time to discuss the ap
propriate First in Dallas image with 
managers of each of the bank’s di
visions. The search for a singular theme 
that really got at what we’d come to 
call the ‘soul’ of the bank ended with 
the word ‘results.’ The bank’s opera
tional track record reflected it and bank 
executives felt it also reflected our 
philosophy of doing business and capa
bilities.”

Since the bank was effectively ab
sent from media advertising for a year, 
Mr. Hart felt it was important to give 
every bank employee an opportunity to 
preview the entire campaign. All 2,000 
employees saw a presentation of the 
campaign, staged by the bank’s adver
tising agency, Tracy-Locke Advertising.

The first two years of the campaign 
have been planned, but it is expected 
to run much longer, according to Mr. 
Hart. • •

Let's Cakewalk:

Residents Create Cakes 
For Bank's Anniversary

Who could resist trying to win $75? 
More than 100 home cake bakers 
couldn’t! They responded to an invi
tation put out by Simmons First Na
tional, Pine Bluff, Ark., to help cele
brate the bank’s 75th anniversary bv 
bringing cakes to the bank decorated 
with a 75th-anniversary theme.

Bakers were instructed to bring their

BRO CH
Market Analysis

Feasibility Studies
Site Evaluations

Charter Applications

BROCH G RSSOGflTES
3532 NW 23rd 

P. O. Box 12465  
Oklahoma City, Okla. 73157  

Phone (405) 942-8631

A fe w  o f cakes baked by residents of Pine B lu ff, 
A rk ., a s  part of 7 5 th -an n ive rsa ry  ce lebration 
o f Simm ons First N a t'l. More than 100 cakes 
w ere  entered in contest. Ten b akers took home 
$75 p rizes fo r the ir creations.

creations to the bank on a given morn
ing. They were judged that afternoon 
and the top 10 bakers received $75 
each. The decorations were varied. 
Some cakes took the shape of the bank’s 
11-story building; others incorporated 
the bank’s logo or its sign in icing.

After the judging, the cakes were 
given away to customers and visitors at 
a cakewalk.

About 3,000 people thronged the 
bank on that day, which was just one 
of a week’s worth of anniversary events. 
The bank served, not only the cakes, 
but punch and popcorn to those attend
ing.

Magazine Format Used:

Unusual Annual Report 
Wins Award for Bank

An annual report that looks like a 
consumer magazine and put out by a 
$ 150-million bank in Mississippi? Yes, 
Peoples Bank of Tupelo tied in its name 
with that of the popular weekly, Peo
ple, and came up with a 1976 annual

W . L. Dunlap (c .), ch ., Peoples B an k , Tupelo , 
M iss., holds N a tio n a l FAE A w a rd  g iven by 
Com m ittee fo r Bank  A dvertis ing  Exce llence to 
bank fo r its unusual and in fo rm ative  an n u a l 
report fo r 1976. At I. is W a lla ce  M cM illan , 
v .p ./m k t. d ir . o f b an k . Betw een him and Mr. 
Dunlap  is b an k 's  p res ., C harles T. C au sey . At 
r. a re  H arry  B ro w n , ch ie f co p yw rite r , and  Lew is 
C la rk , c rea tive  d ir ., M aris , W est & B a ke r, In c ., 
Jackso n , M iss.-based ad  agency th a t p repared  
w inn ing  report.
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A SIMPLE 
SOLUTION 
TO SIMPLE 
INTEREST 

BOOKKEEPING
If you’re thinking about converting to 

simple interest, think about Durham Life.
Because Durham Life can tailor a com

plete credit insurance program around your 
simple interest concept and provide the back
up services that will make it effective.

We'll show you some innovative ways 
to computerize credit life and accident and 
health insurance on simple interest loans.

We'll also show you ways to reduce / 
paperwork as well as help eliminate 
potential costly human errors.

In short, we offer a total service 
capability backed by thirty years of 
experience.

There’s no need to write individual 
certificates.

Computerize with a Durham Life simple 
interest insurance plan that can save you time 
and money, plus furnish you with valuable 
marketing information.

The best doesn't cost any more, and it 
can make life a lot 
simpler.

Call Dan Boney 
„today. 919/782-6110.

THE SIMPLE SOLUTION 
TO SIMPLE INTEREST.

Durham Life Insurance Company, Home Office: Raleigh, N.C. 27611 
P.O. Box 27807, Tel. 919/782-6110
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trö NG
trade MARK

SHREWD
BUYERS
AUTOMATE
WITH
AUTOMATIC
COIN
WRAPPERS

A U T O M A T I C  C O I N  W R A P P E R S
« Precision made on special machines from finest quality 

materials.
•  ^Patented Red Bordered Windows automatically indicate 

the total amount and denomination of contents.
■ Diameter of coin automatically positions value of contents 

in red window openings.
u Save time for tellers, buyers, stockkeepers and depositors. 

Eliminate errors.
■ For years a favorite with leading banks and financial 

institutions.
•  Wrap all coins from 10 to $1.00 in following amounts:

500 in pennies $10 in quarters
$2 in nickels $10 in halves
$5 in dimes $20 in dollars

■ Packed 1,000to a box. Tapered edges. Available Imprinted.
For details on other high quality "Steel-Strong" Coin Handling 
Products, call your dealer or send coupon.

The C. L. D O W N E Y  C O M P A N Y  /  h a n n i b a l , M i s s o u r i , d e p t . MC

This is cover o f 1976 an n u a l report o f Peoples 
B an k , Tupelo , M iss., w h ich  won n ationw ide  
a w a rd  from  Com m ittee fo r Bank A dvertis ing  
Exce llence . Report w a s  designed to duplicate  
fo rm at of "P e o p le "  m agazine .

report duplicating that publication’s 
cover and format.

The report won the 1977 Financial 
Advertising Excellence award in nation
wide competition with much larger 
banks and bank HCs. This award is the 
single highest award given for annual 
reports by the Committee for Bank Ad
vertising Excellence.

The bank’s annual report featured 
data in the form of magazine articles, 
with liberal use of photography to illus
trate activities of the bank and of some 
of its officers during 1976. For instance, 
President Charles Causey is pictured at 
the bank and at home with his family. 
Chairman W. L. Dunlap is shown at 
leisure at a “cabin” he maintains on the 
shore of a lake and where he tries to 
live off the land.

The report also features articles on 
other officers and on various promotions 
sponsored by the bank. In addition, 
there are the traditional statements of 
condition and income, financial high
lights, listing of officers and directors, 
etc.

The report was prepared by Maris, 
West & Baker, Inc., Jackson, Miss., 
working with Wallace McMillan, vice 
president/ marketing director, Peoples 
Bank.

PLEASE SEND FREE DETAILS ON "STEEL-STRONG" COIN HANDLING PRODUCTS TO;

Name_____________  — ------------------------------------------------------------------------Title—

F irm ------------------------------------------------------- — --------------------------------------------------------------------

A ddress________________________________________________________________________

City______________________________________________________________________State

A R O U N D  M O N E Y  T HE F I NEST IS " S T E E L - S T R O N G ”

■ ROBERT M. WILSON, senior vice 
president/real estate, Union National, 
Little Rock, and John S. Trombello 
have been elected to the bank’s board. 
Mr. Trombello is president/CEO, First 
Beehive Holding Corp., a wholly owned 
affiliate of New York Bank for Savings.
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In correspondent 
banking services, we’re 

the specialists.
Here’s how First Chicago, 

a $21 billion banking corporation, 
can help you serve your customers more productively.

You know what your correspondent 
banking needs are. You also know what 
services your present correspondent 
bank provides.

Check this list of First Chicago's com
prehensive services. See if there aren't 
many ways we can work together more 
productively.

Then call a correspondent banker at 
First Chicago, (312) 732-4101, or write us. 
DATA PROCESSING 
Point-of-Sale Techniques 
Bank Accounting Services 
Bank Information Systems 
Electronic Funds Transfers
CREDIT FACILITIES
Holding Company Lines of Credit
Participations: Upstream and Downstream
Intermediate Term Credit
Liquidity Lines of Credit
Commercial Finance Services: Inventory and

Receivable Financing 
Corporate Financing Advisory Services 
Leasing Activities and Analysis 
Credit Information 
Small Business Administration:

Loan Counsel
MANAGEMENT ASSISTANCE
Loan Portfolio Review Techniques
Economic Forecasting
Profit Planning and Forecasting
Marketing and Business Development Advice
Personnel Assistance
Operations Planning
Organization Planning
SPECIAL CORRESPONDENT SERVICES 
Annual Correspondent Conference 
Account Referrals 
Mini-conferences and Workshops,

Special Events Planning 
Record Retention and Reconstruction 
Cash Management Consulting: Collection,

Concentration, Disbursement and Control

Visual Aids: Slides and Closed Circuit 
TV Production

TRUST BANKING
Personal and Corporate Trust Services 
Trust Investment Advisory Services 
Monthly Investment Services 
Stock Transfer and Shareholders Services 
Dividend Reinvestment
PERSONAL BANKING ASSISTANCE 
Bank Promotions 
YES Card’“
Visa®
Savings Programs 
Automobile Leasing Program 
Bank-At-Work/Direct Deposit Program
OPERATIONAL SERVICES 
Cash Letter Clearings: End-Point &

Float Analyses 
Coin and Currency 
Collections 
Money Transfer
Federal Reserve On-Line Settlement
Securities Custody
Security and Coupon Collection
Payroll Accounting
Student Loan Servicing
INVESTMENTS
Government Securities
Municipals
Federal Agency Securities 
Federal Funds 
Repurchase Agreements 
Commercial Paper 
Certificates of Deposit 
Treasury Tax and Loan Accounts 
Money Desk Reviews 
Portfolio Analysis Services
INTERNATIONAL BANKING 
Worldwide Locations 
Merchant Banking 
Money Market Instruments 
Letters of Credit 
Foreign Exchange Transactions 
Transfers and Remittances 
Ex-Im Financing

MEMBER FDIC

MID-CONTINENT BANKER for May 15, 1978 15
Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



With Help of 'Officer Ugg':

Poison-Prevention Drive 
Cosponsored by Bank

Thanks to a computer-generated pro
gram made possible through a grant 
from American National, Amarillo, 
Tex., the city’s youngsters are much 
safer than formerly as far as swallowing 
poisonous substances is concerned.

The system—called Poisindex—is 
maintained at Northwest Texas Hos
pital, Amarillo. It provides rapid iden
tification of dangerous drugs, commer
cial products and chemical compounds 
and poisonous plants and insects. The 
system consists of a series of 50 4x6- 
inch cards, which list the 2,000 differ
ent poison entries contained on micro
fiche film and projected on a desk-top 
projector. Each poison is indexed three 
ways: alphabetically, numerically and 
by all known names, including manu
facturers’ names, brand names, slang 
terms, generic titles and even some 
common misspellings. Also included on 
the microfiche cards are imprint codes 
of tablets and capsules, as well as color 
photos of poisonous plants and mush
rooms.

Information and treatment pro
cedures are updated quarterly by a 
panel of clinical toxicologists and other 
experts.

Poisindex is produced in affiliation 
with the Rocky Mountain Poison Cen
ter, Denver General Hospital and the 
University of Colorado Medical Center

This "O ffice r U g g " sym bol ap p e a rs  on 
stickers , w h ich  p arents and  the ir ch ild ren 
a re  to a ffix  to p o ten tia lly  dangerous 
products in households and  thus, hope
fu l ly , p revent youngsters from  being poi
soned acc id en tly . Sym bol is p a rt o f poi
son-prevention cam paign  cosponsored by 
A m erican  N a t'l, A m a rillo , Tex .

Community
Involvement
and the National Center for Poison In
formation. The regional Poison Control 
Center is located in the Amarillo Emer
gency Receiving Center at Northwest 
Texas Hospital. The center provides 
24-hour availability of doctors, nurses 
and facilities for treatment of poison 
cases.

American National, Panhandle Phar
maceutical Auxiliary and the hospital 
district implemented an area-wide cam
paign in March to make sure that the 
message of the danger of accidental 
poisoning, poison and drug respect and 
treatment of accidental poisoning and 
drug overdose reaches preschool chil
dren and their parents.

The campaign included distribution 
to parents of “Officer Ugg” stickers, a 
children’s poison-prevention symbol, to 
be placed on potentially dangerous 
household products. “Officer Ugg” is a 
cartoon policeman with hands folded 
across the face in warning for children 
not to touch, taste or smell. The sym
bol was created by the Rocky Mountain 
Poison Center in Denver to be used as 
a visual device around which parents 
can build their own poison-prevention 
campaigns with their children. It’s sug
gested that they have the youngsters 
affix the stickers to all potentially dan
gerous products in their homes.

In addition, the bank provided chil
dren and parents with a list of poten
tially harmful products common to 
most households, along with an “Of
ficer Ugg” Poison Patrol booklet, which 
is designed to help parents teach their 
children about poisonous items.

Introduction to Business:
Workshop for Students 
Sponsored by Bank

Continental Bank, Chicago, has be
gun a program to introduce area com
munity college students to needs and 
opportunities in the business world. 
Called Student Career Insights Program 
(SC IP), it features a three-day work
shop and summer internships at the 
bank.

The workshop, held April 5-8, ac
commodated 44 students from 22 com
munity colleges who are enrolled in ac
counting, secretarial and computer- 
science courses. One man and one 
woman from each school were selected 
by their faculties to participate in the 
workshop, held at Starved Rock Lodge, 
Utica, 111. Each student received a $100

stipend, and 10 will be selected for the 
summer internships.

SCIP workshops were conducted by 
professional and business leaders from 
the bank and Chicago-area businesses 
and universities. Topics included es
tablishing career objectives, managing 
projects and people, enhancing com
munications skills and developing lead
ership potential. Role-playing sessions 
were held, with students’ performances 
assessed by workshop leaders.

The 101 students who will attend the 
summer internships were chosen by 
workshop leaders and bank personnel 
during the April workshop. They were 
judged, in part, on the basis of written 
presentations telling why they want an 
internship and how it relates to their 
career goals and objectives.

Additionally, a faculty representative 
from each of the community colleges 
took part in a day-long workshop that 
focused on the transition between 
schools and business and examined 
closely what employees look for in stu
dents entering the job market.

“SCIP is designed to recognize out
standing Chicago-area community col
lege students,” says John V. Egan Jr., 
vice president and director of corporate 
communications at Continental, “and 
present them with a practical view of 
the business world.”

Mr. Egan also points out that the stu
dents are exposed to a variety of busi
ness concepts and principles that, hope
fully, will broaden their understanding 
of the business and work environment 
and also make them more valuable as 
potential employees of Chicago firms.

Heart Fund Most Popular:

Depositors Choose Charities 
For Bank's Contributions

For the fifth year, Commercial Na
tional, Peoria, 111., has let its customers 
decide where a part of the bank’s an
nual charitable donations should be al
located. As a result, about 140 different 
tri-county nonprofit organizations were 
named recipients of contributions.

The organizations, all involved in 
charitable, religious and educational 
work, received $5 contributions each 
time their names were chosen by quali
fied depositors during the February rec
ognition period.

Most frequently chosen was the Illi
nois Heart Association’s Peoria County 
Heart Fund, which received a $500 
bonus contribution from the bank. Oth
er top organizations were the American 
Cancer Society and St. Jude Midwest 
Affiliate. Nearly half the organizations 
named to receive gifts were Peoria-area 
churches and their related organiza
tions.
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W hat else but a  Full Service Bank could help invent
a  new lifesaving device?

Some of our competitors are now offer
ing banking services once exclusively 
ours. But none of them serve the total 
community—consumers, business and 
government—as well as full service 
banks. That’s the subject of a new ABA  
commercial about a young inventor, 
Roy Harrigan, and his new invention, 
the cardiopulmonary resuscitator.

The commercial tells the story of how 
Harrigan’s full service banker helped 
him get his invention developed and 
produced. With half a million Americans 
dying of cardiac arrest each year, the

potential for this new medical device is 
tremendous. And the story serves as a 
dramatic example of what full service 
really means: service to the total 
community. The kind of story that’s 
true only of a full service bank.

It’s also the kind of story that people 
need to know about; the kind of story 
that deserves your bank’s full support. 
By joining the full service bank program, 
and promoting your bank as a full 
service bank, you can help the ABA  
get this important message across to 
the American public: No financial

institution can help you and your com
munity more than a full service bank.

For information on how the ABA can 
help you get this full service bank 
message to your customers, write: 
Advertising Manager, American Bankers 
Association, 1120 Connecticut Avenue, 
NW, Washington, D .C. 20036.

r A  F U L L '  
S E R V I C E  
l  B A N K - i

AMERICAN
BANKERS
ASSOCIATION
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• Brandt, Inc. A new “Countess Jr.” 
for fast counting, endorsing and can
celing of documents and currency has 
been introduced by Brandt, Inc. Called 
Model 815, the unit should win quick 
favor with banks where processing 
speeds of 750 items a minute are de
sirable, according to Brandt. The firm 
says that among its design and operat
ing advances is a “doubles-detection” 
feature, which alerts the operator when

two or more documents have passed 
through as one. Other features, as de
scribed by Brandt, include a large digi
tal display and a voltage-select wafer 
enabling the machine to operate on a 
choice of voltages. Brandt says the 
unit’s one-button control lets the op
erator quickly set the machine for con
tinuous counting or batch counting in 
quantities from one to 100. The 815 
shuts off automatically when the job is 
done. Write: Brandt, Inc., Watertown, 
W I 53094.

• Diebold, Inc. A new vault-alarm 
system now is available from Diebold, 
which says it is designed to overcome 
many shortcomings of conventional sys
tems. The new Diebold VP-800 reduces 
scheduling of protection on-off times to 
one of push-button simplicity, accord
ing to the manufacturer. For instance, 
to initiate around-the-clock protection, 
even during a midweek holiday, it’s a 
matter of pushing the control button 
for Wednesday. The day or days for 
which 24-hour protection is scheduled 
are displayed in English on the control 
panel by means of a liquid-crystal dis
play. Adjusting the seven-day digital 
timer also is a matter of pushing but
tons. Diebold points out that the VP-800 
has the capability to identify a tunnel 
attack on a vault. Within the auxiliary-

New
Products

control unit, located outside the vault, 
is a plug-in jack that permits listening 
inside the vault from the outside. 
Some optional features include ioniza
tion smoke detectors and provisions for 
plug-in police-alarm modules. Write: 
Diebold, Inc., Canton, OH 44711.

• Mosler. This firm has published a 
brochure on the ATM program at Com
munity State, Bloomington, Minn. The 
bank has three Mosler Teller-Matics 
that run oif the same controller and the 
capacity to expand its present system 
by three terminals. Among the bro
chure’s highlights is an explanation of 
how Community State effectively solved 
the problem of its expensive free check
ing with new options, including its 
Every-Ready Teller System. For a free 
copy of the brochure, write: Mosler, 
Department PR-141, 1561 Grand Boul
evard, Hamilton, OH 45012.

• Time-O-Matic, Inc. This firm has 
introduced its FlipOmatic time-and- 
temperature display and says it pro
vides new freedom from light bulbs as 
well as fewer servicing problems and 
costs previously required in periodic re
lamping. According to Time-O-Matic, 
there are no incandescent bulbs, but, 
rather, solid-state electronics-control 
metal discs that are flipped to expose 
their fluorescent yellow or black sur
faces. The firm goes on to say that a 
brilliant circle of reflected fluorescent 
light covers each disc’s entire area, in

stead of a glowing filament from a bulb. 
Further, says Time-O-Matic, sunlight 
poses no problem of fade-out, and 
nighttime readability is amplified by a 
single internal fluorescent tube. Write: 
Time-O-Matic, Inc., Box 850, Danville, 
IL  61832.

• Robert Morris Associates. A book
let on loan-review procedures now is 
available from Robert Morris Associ
ates. RMA says it gives practical infor
mation on setting up a bank’s commer
cial-loan-review procedures. The 36- 
page monograph shows how a bank can 
use loan review to help spot deteriorat
ing credits before they become work
outs and losses. Contents include: man
agement’s role in loan review, staffing, 
loan preview, documentation review, 
what to review and how often, what to 
look for, loan rating and grading sys
tems, profitability rating, preparing 
written reviews, review of weak credits 
and recommending corrective action. 
The monograph was written for RMA 
by P. Graham Conlin, vice president, 
Provident National, Philadelphia. Prices 
are $5 each to RMA-member banks and 
$7.50 each to nonmember banks. Write: 
Order Department, Robert Morris As
sociates, 1432 Philadelphia National 
Bank Building, Philadelphia, PA 19107.

• Catalyst. A booklet called “Have 
You Considered Banking?” has been 
published by Catalyst to help 1978 un
dergraduate women who want to enter 
banking. Catalyst is a national non
profit organization that helps women 
choose, launch and advance their ca
reers. The booklet was specially pre
pared to help women who seek a bank
ing career to bring their aspirations into 
focus, develop realistic career goals and 
launch an effective job campaign. It 
covers banking positions, education 
preparation and the employment out
look during the next decade. It also in
cludes interviews with women who have 
achieved success in the field. The price: 
$1.95 each. It’s available in bookstores, 
or write: Catalyst, Box H-13, 14 East 
60th Street, New York, NY 10022.
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Former Bad-Check A rtist Gives Tips 
On How to Spot Bad Checks, Bogus Bills

By FRANK W. ABAGNALE JR.

A S A FORM ER bad-check artist, I 
can help banks and businesses spot 

bad checks and counterfeit bills.
I think they need this help because 

even in this age of modern data pro
cessing equipment and numerous safe
guards, bank tellers still find them
selves being “taken” when an expert 
con artist decides to prey on them.

However, there are ways that tellers 
can protect themselves from the check 
forger or counterfeiter. Education is 
the key to recognizing when a check 
or bill is good and when it’s a phony.

When a check is presented, the first 
thing the teller should look for is 
whether the check is perforated. A real 
check will be perforated on at least 
one side; a phony check usually is 
smooth on all four sides. The only 
exception to this rule is the govern
ment-issued IBM card check, which 
usually has a bottom corner diagonally 
cut.

What if the counterfeiter decides to 
go to the trouble of perforating one 
side of a check? Is there another way

of telling whether the check is good? 
There is.

Look at the routing code at the bot
tom of the check. Most tellers, when 
using a computer to verify the amount 
of money in an account, are concerned 
only with the account number, but the 
routing number can be a sure sign of 
a phony check.

The reason is simple: Let’s say a man 
walks into the Chase Manhattan Bank 
in New York City and wants to cash 
a check drawn on that bank for $200. 
The teller will see immediately that 
the check is from the Chase Bank. 
However, the first two numbers of the 
routing code might be 12. This should 
be a tipoff that the check is a phony. 
Why? Because in New York, the first 
two numbers should be 02—no matter 
what bank a check is from. That num
ber represents the Federal Reserve dis
trict in which the bank is located.

There are 12 districts in the country 
(Boston is 01, New York 02, Chicago 
07, California 12, etc.) and lower num
bers are found in the East, higher 
numbers in the West. A bad-check 
passer wants time to be in his favor;

so naturally, if the first number is 12, 
and he is cashing a check supposedly 
issued by the New York bank, he ex
pects to gain at least a week, figuring 
that the check will be routed to Cali
fornia.

Of course, if the first two digits are 
35 or 23, the teller should have no 
trouble determining that the check is 
bad, since the numbers can run only 
from 01 to 12.

Another way of detecting a bogus 
check is to hold it so that light reflects 
off it. No light reflects off the numbers 
at the bottom of a good check, because 
the numbers are printed in magnetic 
ink, which will not reflect light. A bad- 
check passer is not going to have his 
checks include magnetic ink for two 
reasons: (1) It’s hard to obtain and 
(2) the check passer still wants to gain 
time. If the check gets past the teller, 
it will go through the day-end process 
of being cleared. And, as all bankers 
know, occasionally the magnetic ink on 
good checks doesn’t pick up, so the 
check will be diverted to a person who 
punches out the number on a piece of 
paper, which is then attached to the 
check. The check is then sent on. If 
the check is routed to California, the 
forger gains even more time.

Another problem tellers have to 
watch out for is the fast-growing use 
of copied checks. These checks are 
made on the new color copying ma
chines, now available in some airports, 
libraries, offices and many other public 
places. For a small charge, usually less 
than a dollar, one can take a perfectly 
good check and make an exact dupli
cate of it. And exact is what it is— 
even to the texture of the raised printing, 
if there is any. How then, to guard 
against these phony checks?

Obviously, the routing code can’t be 
depended on as giving a clue, since the 
check will be an exact reproduction of 
a perfectly good check. That leaves 
looking for the perforation (usually 
machine-copied checks must be cut 
out, since a copying machine will re
produce only on 8x10- or 8xl4-inch 
paper) and checking for the magnetic 
ink. Magnetic ink will copy like any 
other ink—and will have a sheen when 
held up to light.

Probably the best method of detect
ing a machine-copied check is to try 
to smear the colors with a finger. Regu
lar ink will smear the same color; a 
copying machine color will smear a 
totally different color, since it’s com
posed of chemicals combined to make 
the desired color.

A paper company is in the process 
of developing a check paper including 
a special chemical formula. Invisible 
to the naked eye is the word “void” on 

(Continued on page 70)

From Con Artist to Bankers' Friend

Frank W. Abagnale Jr., according to his own admission, once was 
one of the world’s most-sought con men and fraudulent-check writer, 
but now is considered an authority on white-collar crime. At 29, he 
heads his own firm in Houston.

Between the ages of 16-21, Mr. Abagnale cashed more than $2.5 
million in bogus checks in some 26 foreign countries and all 50 states, 
while successfully posing as an airline pilot, doctor, lawyer, college 
instructor or some other professional person. He served six months in 
a French prison, six months in a Swedish prison and nearly four years 
in a U. S. federal prison before being paroled in 1974. Before being 
finally imprisoned by U. S. authorities, Mr. Abagnale escaped from 
custody three times.

He now is retained by banks, department stores, hotels, airlines 
and other vulnerable big-business entities to lecture and conduct semi
nars on methods to prevent white-collar crime. He also lectures on 
criminology at both Rice University, Houston, and the University of 
Houston and is an instructor on staffs of seven police academies.

Mr. Abagnale instructs on check forgery, counterfeiting, bogus docu
ments, credit-card abuse, hot checks, internal fraud, short-change art
ists, all crimes he once was so expert in carrying out. However, these 
days, he tells how to expose such frauds and prevent such crimes.

20 MID-CONTINENT BANKER for May 15, 1978

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



Wfycp you look bettor, 
you feel better . . .

Wljep you feel better, 
you work better . . .

The first and most lasting impression a 
customer has of you and your bank are the 
people who work for you.

Ernest Dichter in his Handbook of 
Consumer Motivations and later stud
ies, voices two concepts basic to Career 
Apparel: "C lothes estab lish  a ro le  an d  
the action s ap p rop ria te  to it; an d  it 
m akes  the w earer  con sc iou s o f  the 
m eaning o f  his o r  h er  role.

"In d ay  to d ay  in teraction  . . . p erson s  
act tow ard  h er  on  the basis o f  the  
action s they  th in k ap p rop ria te  to the 
ro le  sign ified  by  h er  clothing. The 
w earer  acqu ires a con cep tion  o f  the 
m eaning o f  h er ro le  through interac
tion w ith others.

"Thus, if  clothing doesn't ev o k e  p os itiv e  
response, it defeats. The p erson  w h o  
w ears the garm en t respon ds n egatively  
to h er role, h er  jo b  . . . w h ich  in turn 
a ffec ts  her produ ctiv ity .

'W e fin d  basic to both  traditional an d  
new  c loth in g  an d  uniform  con cep ts is 
the b e lie f  that the b etter  a person  
lo o k s , the b etter  sh e  fee ls . T he b etter  
sh e  fee ls , the b etter  sh e  d o es  h er j o b . "

Career Apparel reflects positive, 
sound, organizational management. It 
creates pride in your employees, and 
when an employee feels good and well- 
dressed, their work tends to reflect that 
confidence.

Use career apparel for what it can do 
for you, and it will pay dividends in all 
areas of your operation.

Wear tbe best ip 
business fasljiops . . .

( j Y . g p r t u I e

^ t r u u e n
I N C O R P O R A T E D

FASHIONS FOR BUSINESS

300 West Congress Parkway 
Chicago, Illinois 60607 

(312) 922-8448
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More Effective Board Meetings

Begin With More Effective 
Board Reports

This manual will help your bank determine 
the "quantity and quality" of monthly 
reports needed by your directors so that they, 
and management, can make proper decisions.

s20p e r copy  

(P u b lica tio n  D a te : M a y  15, 1978)

Edited by Dr. Lewis E. Davids 
Editor, The BANK BOARD Letter

Well-prepared reports are a a MUST 
to enable a board to identify its policy 
aims... to diagnose bank problems... to 
find solutions to these problems... to 
make choices regarding appropriate ac
tions... to implement policy... and to 
evaluate the effectiveness of bank per
formance. Without adequate reports, a 
board lacks the information it must 
have in order to reach important deci
sions involving bank management.

This manual details the type of 
reports a board should have in order to 
place pertinent information at directors' 
fingertips. It illustrates the various fo r
mats board reports can take. . . from 
oral to detailed graphic presentations.

It tells how moderate-sized banks can 
prepare reports that normally could be 
afforded only by giant banks. It tells 
how such reports can be combined with 
information gained from local sources 
to present a clear picture of the local 
and national economic situation. . . a 
picture vital to the establishment of 
policies that promote bank growth.

Included are examples of written 
reports most needed by bank directors 
who desire to create policies that lead to

prudent bank management. In addition 
to  material prepared by the author, con
tributions by well-known bank special
ists are included.

Detailed information is present on 
such topics as effective reporting to 
directors. . . board reports to sharehol
ders. . . the report of examination. . . 
bank liquidity and capital analysis. . . 
bank operating ratios. . . management 
reports to the board. . . loan reports.. . 
financial statement analysis. . . bank 
market performance. . . financial infor-

r- ------------------
| THE BANK BOARD LETTER 

408 Olive St., St. Louis, Mo. 63102

............................ copies, BOARD REPORTS

mation for directors. . . AND MANY 
OTHERS!

Order copies TODAY. Note quantity 
prices. Each member of your board 
could benefit from a study of this 
manual.

QUANTITY PRICES
2-4 copies............................ $18.00 each
5-7 copies............................ $17.00 each
8-10 copies......................... $16.00 each

11-15 copies......................... $15.00 each

----------------------------------------------------- 1

$

T O T A L  ENCLOSED $ . .

N am e............................................................................................. T itle

B a n k .......................................................................................................

S treet.......................................................................................................

C ity , State, Z i p ........................................ ...........................................
(Please send check w ith order. In Missouri, add 4.6% tax.)

I________________________________________________________ I
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1978... 
the time
to plan for

1980

f '

\  T&

\  • & s& S s ‘Z > *
\  %>w«'en

Beef herds a ren 't bu ilt in a day, a week 
or a m onth . . . and they aren ’t built by 
chance. They are built by plan. A breeder 
of purebreds, seedstock or crossbreds 
can use artificial insem ination fo r som e 
real m oney-m aking advantages.

• a w id e  se lec tio n  of proved s ire s
• the availability of m any b re e d s  

for c ro ssb re e d in g  or c lu b  ca lf  
program

• in c re a se d  herd know ledg e
• profits from  su p erio r g en etics

1978 is the year to  s ta r t . . . it ’s the year 
to  s ta rt to  ge t the calves tha t will be the 
rep lacem ents in 1980 and 1981. Let us 
help. W e offer the bulls, m anagem ent 
program s, people and 37 years of 
leadership in cattle  genetics. W e can 
help you help your custom ers tow ard 
financial success.

• the right bull for e a ch  co w
• contro lled  calv ing

1978 is the year to  begin . . . send the 
coupon and we will have one of our beef 
specia lists call you. Just ask us!

Remember, your future depends on your customers’success
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Table Top Specialists
We're 1 . . .  and performance has made us the leader

THE SALEM CHINA COMPANY 
SALEM SILVERSMITHS 

SALEM, OHIO

Our products, program design, service and flexib ility  to react to  
your needs are all elements of our performance.
Salem continually performs effectively and efficiently for many 
of this country's large, medium, and small financial institutions... 
helping to create new customers, more deposits . . . and all at 
minimal or no cost. Salem has the experience that helps insure

smooth running programs.
We know what makes a good 

program; we have the pro
duct and the collateral 
material to support a 

good program; and 
we can assist you in 
developing the best 
one for your par
ticular needs.

Georgetown is the most versatile and complete stoneware 
program available. English Village ironstone and Lace Bouquet 
fine translucent china have outstanding track records also . . . 
French Lead crystal, Stainless flatware, four patterns . . . Silver 
goblets. Oven to tableware, too.
We would like to work with 
you. May we show you 
more? May we perform  
for you? Write for 
more information 
or better yet, call:

Jay H. Keller 
(216) 332- 
4655.

Our 80th Anniversary
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The NOW Account:

Lessons for Tomorrow

Editor’s note: In the May 1 issue, 
Mr. Furash discussed the lessons bank
ers have learned from the NOW ac
count experiment in New England. 
The following concluding portion of 
the article deals with the application 
of these lessons to the situation that 
will arise when NOWs appear in an 
electronic banking environment.

T F  PRICING is the key to surviving 
A the NOW account today, then it 
will be even more so when NOWs—or 
interest-bearing transaction accounts— 
appear in an electronic banking environ
ment.

The banker’s incentive to push E F T  
is clear: hoped-for cost reduction; re
moval of geographic market barriers; 
perhaps even increased market share. 
We know what we want from E F T  and 
try to bend the consumer to it.

The consumer’s incentive to adopt 
electronic banking is not so clear. I 
don’t think I need to recount for you 
the ample evidence available of the 
consumer’s underwhelming enthusiasm 
for EFT . Even the most successful 
E F T  systems are unprofitable as a re
sult.

Most consumers have little to gain 
from the E F T  systems in view today. 
Other than to gain a marginal im
provement in access convenience— 
which is accompanied by severe psy
chological negatives of banking trans
actions in a nonbanking environment— 
why should consumers pay to give up 
the traditional service they like very 
much and switch to electronic banking? 
Why should they switch from credit 
card buying with its generous free 
money periods to debit card banking 
with its instant loss of float?

It is a primary marketing rule of 
thumb that to attract or gain con
trol over a market, you must under
stand that market. Meredith Willson’s 
classic musical, The Music Man, opens 
with the traveling salesman lamenting 
that the bewilderingly fast pace at

By EDWARD E. FURASH 
Senior Vice President 

Shawmut Corp. 
Boston

which society is changing has made it 
tougher than ever to make a sale and 
that to make a sale, “Ya gotta know 
the territory.”

The play’s hero, Professor Harold 
Hill, seems, to them at least, to con
tinue to make his sales effortlessly. He 
arrives in River City, la., to vend his 
wares: a complete boy’s band. And in 
the classic song, “Ya Got Trouble,” he 
proceeds to demonstrate that he knows 
the territory well by selling his boy’s 
band as an antidote to the hidden par
ental concern that their boys are spend
ing too much time in “pool halls”— 
the work of the devil.

I ’m sure you know the rest of the 
story. I ’ve simplified it to make a point: 
Harold Hill makes his money from 
selling instruments, uniforms and phony 
music lessons. His customers are buying 
a boy’s band that will bring them a 
cure for their real or imagined prob
lems—better social order, culture, 
morality, good children and the spirit 
of the Fourth of July. He conquers his 
market by knowing and merchandising 
to its heart’s desire. More bluntly, im
plicitly or explicitly, he’s done his mar
ket research and knows the territory.

How many of you can say with such 
certainty that what you are selling as

MID-CONTINENT BANKER for May 15, 1978

E F T  is what the customer is really buy
ing? Charles Revson of Revlon fame is 
often quoted as having said: “What we 
make in the factory is cosmetics. What 
we sell in the store is hope.”

What you manufacture in your bank 
is something called EFT . What is it 
that the consumer really wants to buy? 
Is it financial peace of mind? Freedom 
from worry? Hassle-free banking? Low 
cost? Not standing in line? Not being 
dehumanized by electronics and ma
chines? All of these have a value for 
which we can charge a price.

We really don’t know yet—and have 
done precious little research on—what 
the customer wants that we can deliver 
by EFT . And to get consumers to ac
cept E F T  delivery, we need to find a 
good value transaction.

Plainly and simply, I  believe that the 
heart of such a value transaction re
quires an economic incentive for the 
customer. We could, for example, charge 
higher fees for paper versus electronic 
transactions. But given both banking’s 
intense competition and its traditional 
inability to price effectively, such di
rect action is highly unlikely. Bankers 
are going to need a dynamic reason to 
change pricing to give consumers an 
incentive to adopt EFT .

And this is where the NOW account 
can be banking’s best helper. It is the 
dynamic reason bankers need to change 
their pricing philosophy. NOWs give 
all banks a “once-in-a-lifetime” oppor
tunity for a profitable swap with the 
consumer. The movement toward pay
ing interest on transaction balances will 
force all bankers to reexamine the hal
lowed system of implicit prices and in
terest payment and move toward charg
ing explicit prices and paying explicit 
interest.

Put most simply, NOW  accounts—or 
any form  o f explicit interest on trans
action accounts—should b e  saved for a 
value swap with the consumer as an 
incentive to adopt electronic banking,
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cut down paper transactions and even  
to get them  to perform  more work on 
their own. We already have in E FT  
the technological systems needed to in
dustrialize or “supermarketize” the de
livery of banking services in order to 
cut costs. What we need is consumer 
acceptance—and there is no substitute 
for personal profit as an incentive.

Let me explore with you two scenar
ios that could bring this about. First, 
assume that NOW accounts are ap
proved and introduced nationally. The 
ultimate result will be the move away 
from paying interest in kind in the

Congress and the total 
banking industry should look 
hard at tying payment of in
terest on transaction banking 
to electronic-based house
hold accounts.

form of free checking and heavily sub
sidized transaction services and toward 
paying interest in cash and charging 
explicit service prices. This will force 
bankers to impose full-cost and value 
pricing on the services they provide.

Frankly, despite such optimism, 
given the slow and painful pricing ad
justment in New England, I have great 
doubts that this scenario will come 
about quickly. As I noted, pricing 
change has been happening in New En
gland but very  slowly. The Massa
chusetts mutual savings bankers have 
recently received a study by Ernst and 
Ernst that should help their members 
understand what commercial bankers 
already know too well: Transaction 
banking is expensive.

In our second scenario, let’s assume 
that NOW accounts are sidetracked and 
that consumers get de facto  interest- 
bearing transaction accounts via easy 
electronic access to existing savings ac
counts. If interest-bearing transaction 
accounts emerge via the E FT  scenario 
rather than via extension of NOW ac
counts, the challenge will be to use 
such access to improve profitability 
through pricing and not merely through 
hopeful, evanescent cost reduction.

Don’t be in a rush to give away the 
store. Stop and think before giving this 
marvelous consumer incentive away 
without getting anything in return. I 
need not document for you the bank
ing industry’s urgent need to restore 
profitability to consumer banking. And 
the way to do it will be to design E FT  
products to take advantage of explicit 
interest as a consumer incentive; to 
make a value transaction with the con
sumer that makes electronic banking

more profitable to him than paper- 
based banking.

Dig in now to set up explicit prices 
that can be traded off against explicit 
interest payment. Every new E FT  
product design should be subject to this 
test.

For example, consider designing 
products that swap cash interest for 
loss of float; products that pay layered 
interest by balance size or time matur
ity in return for higher service charges; 
and, even consider the unthinkable: 
Products that cost more the more you 
use them—by paying higher interest on 
low transaction accounts, higher charges 
for greater volume instead of current 
quantity discount or no-charge prac
tices, or by charging for return of 
checks or paying higher interest on 
electronic bank accounts. You can con
jure up as many possible options as I 
can.

It’s crucial to remember that prod
ucts introduced today must be designed 
with an eye to this future value swap 
when NOWs or de facto  interest on 
transaction accounts occurs via EFT . 
The imperative need to do this can be 
seen in New England where the in
terest incentive has already been given 
away to the consumer.

For example, a recent survey in Con
necticut, where NOW accounts already 
exist, showed substantial consumer re
sistance to bill-paying plans or ATMs 
when a service fee was attached. With

Our Error on Harris
In the March issue of M id- 

C on tinent  Banker , it was re
ported that Harris Bank, Chicago, 
had started an affirmative-action pro
gram to monitor its hiring and pro
motion practices and that Nathaniel 
Walton had been named program 
coordinator.

This was partially in error because 
Harris Bank has had an affirmative- 
action program since the late 1960s 
and a formal affirmative-action pro
gram since May, 1973.

In his new post, Mr. Walton has 
charge of the equal-opportunity pro
gram, which includes monitoring the 
bank’s hiring and promotion prac
tices.

Mr. Walton joined Harris Bank in 
1967 as a computer programmer 
trainee, systems development di
vision. Prior to his 1977 appointment 
as EEO analyst, he held a succession 
of posts in the operations depart
ment, including senior programmer- 
analyst and technical adviser. He 
holds a bachelor’s degree in com
puter sciences from Roosevelt Uni
versity, Chicago, and is working 
toward a master’s degree at the 
University of Chicago.

out something more to swap, the con
sumer value transaction just doesn’t 
seem to be there.

Given the inevitable evolution of in
terest-bearing transaction accounts in 
one way or another, it is perhaps too 
much to hope that it could be saved as 
a swap for electronic banking. But since 
implementation of NOW accounts by 
the time they are authorized nationally 
is at least two or three years away, 
both Congress and the total banking 
industry should look hard at tying pay
ment of interest on transaction banking 
to electronic based household accounts.

This is an old idea, first proposed by 
former Fed governor George Mitchell.
I think it’s time to revive it. Either way, 
your future E F T  products should be 
planned with this potential swap in 
mind. Once past, it’s like an opportunity 
gone forever. You aren’t going to get 
many chances to survive.

For those who wish that NOWs 
would just go away and who like the 
cozy world of status quo, I can offer 
no solace. The NOW account is just 
one of many changes to come in bank
ing. It is the current manifestation of a 
continuing revolution and challenge. So 
let me leave you to ponder the follow
ing parable:

And it came to pass that there was 
a great upheaval on the bottom of the 
ocean, generating an immense tidal 
wave. And word went forth over the 
media that all life on earth was doomed: 
that this tidal wave was higher than 
the highest mountain and would sweep 
all things away as it passed over the 
land. As the final hour approached, 
three bankers met upon the street and 
fell into discussion about the impend
ing tragedy.

And the first banker spoke as fol
lows: “Brothers, I have no fear. For I 
have built a moat, a wall, an under
ground bunker, and I shall hunker down 
and stonewall it.”

And thus replied the second banker: 
“My friend, you have been wise. But I 
have faith that this will not happen. 
I have gone unto the temples of the 
regulators and legislators. I have made 
them burnt offerings, given incense and 
myrrh and crossed the palms of the 
legal priests with silver. And I have 
prayed unto them, ‘Surely you will not 
let your good and faithful servant per
ish. Surely you will lift up your hand 
and save me.’ I know my prayers will 
be answered.”

And the third banker, having listened 
to all this wisdom, spoke simply and 
said: “My brothers, there is much wis
dom in what you have done. But while 
you boys have been doing all that, I 
have been taking lessons and have 
learned how to breathe under water.”
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Effect of Farm Strike Minimal, 
According to Ag Bankers

Biggest benefit gained—attention of public

THE NATIONWIDE farm strike has 
had some effect on the farmers’ eco

nomic situation, but is seen as not con
stituting a major threat to the nation’s 
food supply or the operations of banks 
serving agriculture. This is the con
sensus of the majority of ag bankers 
participating in a M id-C o n t in e n t  
B a n k e r  telephone poll.

Bankers interviewed included mem
bers of the ABA’s agricultural bankers 
division, both those serving on the 
executive committee and those desig
nated as “action bankers.”

Farmers have been extremely effec
tive in publicizing their situation, mak
ing Washington, D. C., very aware of 
their situation, said M. Max Dickerson, 
senior vice president, Commercial Na
tional, Kansas City, Kan. Many people 
are surprised at the effectiveness of 
farmers’ attempts to tell their story to 
the public and to legislators.

They’ve been persistent in all they’re 
attempting to do, he added. People 
thought parades would be the extent 
of their activities, but they were wrong.

Mr. Dickerson said the U. S. Senate 
responded to the farmers’ strike by pass
ing two separate, but overlapping, bills, 
thinking that the House would either 
combine them or eliminate one. But 
the House didn’t do that, forcing a 
compromise situation. However, he 
added, no matter what Congress does, 
it won’t be done soon enough to in
fluence the spring planting plans of 
most Kansas farmers. (The House killed 
the bill after it was termed inflationary 
by President Jimmy Carter.)

The effectiveness of the strike can’t 
be assessed in dollars and cents, Mr. 
Dickerson said, although prices for corn 
and milo are up 300-400 and wheat is 
up 250. He said a number of factors 
contributed to this price rise, one of 
which is the strike movement. However, 
he added, the principal benefit of the 
strike for farmers is the attention they 
are getting—and will continue to get— 
from legislators.

There has been some plowing under 
of crops in Kansas, but not much, he 
said. Actually, just enough was plowed

By JIM FABIAN 
Associate Editor

under to gain publicity in the nation’s 
press. Some wheat is always plowed 
up, he said. If farmers had known the 
market situation for this year last fall 
when they planted their winter wheat, 
they might not have planted as much 
as they did.

Mr. Dickerson said that, although 
the strike has had little effect on ag 
bankers, it has had considerable effect 
on agribusiness as a whole. Farmers 
are delaying purchases of farm equip
ment, continuing a trend that began a 
year ago, even before the strike. He 
said sales of implements were down 
50% last year and prospects don’t look 
good for sales this year.

Some farmers were overequipped, he

Butz on Farm Strike

Former Secretary of Agriculture 
Earl L. Butz said the farm strike 
has had an “almost zero impact” on 
farm production and food prices. 
All the strike did was call the at
tention of the public to the farmers’ 
plight, he said at a press conference 
last month in Kansas City. Mr. Butz 
was luncheon speaker at a corre
spondent bank conference hosted by 
Commerce Bank, Kansas City.

Farmers learned that they don’t 
gain anything by parading shiny 
tractors around state capitol build
ings or stooping to destructive acts 
in attempts to publicize their plight, 
he said.

He said modern farmers are 
capitalists and it’s inconceivable that 
capitalists can gain anything by 
striking against themselves.

Most farmers are not as bad off 
as they would lead the public to 
believe, Mr. Butz said. “You don’t 
go broke fast with $6 soybeans,” he 
added. Wheat and corn farmers are 
suffering, and many other types of 
farmers are going along with the 
grain farmers to try to present a 
united front, he said.

added, and they traditionally stop pur
chasing supplies and equipment when 
they are strapped for cash, whether or 
not they are on strike.

Mr. Dickerson predicted that most 
Kansas farmers would plant this spring, 
but they will try to anticipate acreage 
allotments that will be incorporated into 
federal legislation.

In Arkansas, the economic situation 
seems to have had as much influence 
over farmers as the strike has, accord
ing to Marlin D. Jackson, chairman and 
president, Security State, Paragould.

Wheat acreage in the state is down 
50% this year, he said, due primarily 
to low prices, not the strike. The de
cision to plant less wheat was made 
prior to the beginning of the strike, he 
said. Although some wheat may be 
plowed under, in most cases it will be 
due to a poor crop and the improved 
market for soybeans. Arkansas weather 
has not been good this winter, he 
added.

He predicted that farmers won’t re
fuse to plant this spring because of the 
strike. Rather, they’re taking a wait- 
and-see attitude because of the set- 
asides to be contained in the farm bill 
in Congress. They will be willing to set 
aside land from planting if the bill 
provides for it, he said.

However, he added, their indecision 
has resulted in seed not being ordered, 
which could result in a seed shortage 
or later-than-normal planting.

Bankers in Arkansas are sympathetic 
to farmers and their situation, Mr. Jack- 
son said. Most bankers are farmers 
themselves, or have been in the past. 
However, he added, bankers are not so 
sympathetic as to make imprudent loans 
or waive good banking practices. Bank
ers can’t make bad loans for good 
causes, he said.

Farmers will be eager to take mar
ginal land out of production in a show 
of sympathy with the strike, Mr. Jack- 
son said. Also, they probably won’t 
bother to try to upgrade marginal land 
this year.

A significant economic impact has re-
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suited from the strike, he said. Imple
ment dealers report that sales are very 
low and Mr. Jackson’s bank reports 
its rate of growth is substantially below 
normal. Deposits are down but loan de
mand is strong, reflecting the effect of 
the strike on the economies of rural 
communities.

Farmers don’t expect to gain all their 
goals, he said. They don’t expect 100% 
parity, but they want whatever they 
can get—and they are getting some
thing.

Not many farmers in Missouri and 
Illinois will refuse to plant this spring, 
said Verman C. Bachman, agricultural 
officer at Mercantile Trust, St. Louis.

When spring comes, farmers get the 
urge to plant, he said. It would be very 
hard for them not to do so this year.

He added that many counties in Mis
souri (as well as in other states) quali
fy for disaster aid for farmers, which 
means they are eligible for 3% loans 
from the SBA that can be used to fi
nance this year’s crop as well as to 
bail farmers out of some of their exist
ing debt. He said the SBA expects to 
loan $500 million in 1978 from just 
its Kansas City regional office. Thus,

1978 could be the year that many farm
ers extricate themselves from much of 
their debt, he said.

Cattle and hog prices are now good; 
many of the farmers who are suffering 
are grain farmers.

Much of the farmers’ problems, Mr. 
Bachman said, have come about be
cause they have found it so easy to 
borrow. Thus, they’ve become over
extended and are looking for ways to 
pay off their debts.

Although a few farmers in Oklahoma 
are plowing up their winter wheat, 
more of them will use the crop for 
grazing cattle, said James R. Eatherly, 
president, First National, Tonkawa, 
Okla.

The question of whether or not 
Oklahoma farmers will plant their next 
crop won’t be raised until fall, when 
the new wheat crop goes in, he said. 
The present crop was planted prior to 
the strike.

The majority of local farmers aren’t 
spending any money they don’t have 
to, Mr. Eatherly said. This is seen as 
an indication of support for the farm 
strike. Farm implement sales are off 
more than they were in 1977. No new

combines and very few tractors have 
been purchased this year by farmers 
in Mr. Eatherly’s area.

First of Tonkawa is highly loaned, he 
said. He would prefer that the loan 
ratio was lower. However, he said the 
bank can make loans because the aver
age wheat farmer has a land equity of 
$400,000. The value of land is the farm
er’s key to survival. It enables bankers 
to provide funds.

Many farmers have been living off 
their land equity for two years or more, 
he said. They’ve had to, since there’s 
been no profit from farming for that 
period. They might just as well not 
have farmed for the last two years, he 
added.

Mr. Eatherly said there’s a good deal 
of solidarity among farmers in his area. 
About 40% are hard-core strike support
ers and quite a few are older farmers 
who are relatively well off financially. 
Another 25% of the farmers are strike 
sympathizers. He said this is the first 
time farmers in his area have been so 
unified.

There has been no effect from the 
farm strike in Indiana, according to the 
chairman of the agriculture committee 
of the Indiana Bankers Association— 
Adolph Haines, president, Bright Na
tional, Flora, Ind.

There has been a substantial carry
over of farm debt, he said, but not 
because of the strike. It’s due to weath
er conditions and the prices farmers 
have been getting for their products.

He said the strike was not even men
tioned at the I BA’s recent ag confer
ence.

Neil F. Bergenthal, vice president, 
First National, St. Louis, said that farm
ers who are plowing their winter wheat 
crops under are farmers whose crops 
are poor. Most farmers in his bank’s 
trade area are planning to plant this 
year, he added.

He termed the Talmadge/Dole farm 
bill a Christmas tree bill—it has some
thing for everyone. The bill is an ex
ample of how the farmer has caught 
the attention of the public and legisla
tors. Farmers will continue their lobby
ing efforts, he said, but, as spring plant
ing gets under way, things will simmer 
down.

Ag bankers don’t seem to be too 
concerned about the strike and any of 
its effects, Mr. Bergenthal said. Last 
summer they were fearful as predictions 
pointed to many problems for this year, 
but the problems haven’t materialized. 
“The situation has eased a bit, but 
farmers are not out of the woods yet,” 
he said.

Bankers are keeping low profiles be
cause they want to appear neutral.

Strikers are primarily young farmers

Farmers Reappraise S trike  Role
A significant number of farmers responding to a survey about the 

farm strike have reappraised the role of the farm movement, accord
ing to Doane Agricultural Service, St. Louis, which conducted the 
survey.

Doane’s March survey was a follow-up of a similar survey taken last 
December. More than 200 farmers in 23 states participated, all mem
bers of Doane’s Countrywide Farm Panel.

In the winter survey, participating farmers were asked if they be
lieved the strike movement would be successful. Of those responding, 
28% said yes, 55% said no and 17% had no opinion. In the March sur
vey, participants were asked the same question. This time, 20% said 
yes, 25% said no and more than 55% said yes, with qualifications.

In the winter survey, 58% of the panel members said they planned 
to cut sales of farm products or limit purchases of machinery or sup
plies in the immediate future, 37% said no and 5% weren’t sure. Of 
those who said they would withhold sales or defer purchases, about 
25% said they would do so “as long as necessary” and 40% said “a 
short hold or no longer than spring.”

Over 75% of the farmers surveyed in March said they had not 
changed their purchase plans from normal, with about 24% indicating 
they had held back on purchases. On the sales side, about 20% in
dicated they had sold less than normal in the three-month period be
tween surveys, sharply fewer than had indicated they planned to delay 
sales when surveyed in December.

The key question in the March survey was: “Do you plan to plant 
less this spring then you would normally plant?” Almost 77% replied 
“no change,” but the remainder said they would reduce plantings 
from normal. On the average, farmers planned to leave 31.5 acres idle. 
Average crop acreage of all respondents was 473. These farmers 
expected other farmers in their area to cut plantings 7.6%, or slightly 
more than they expected to cut on their own farms.
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Charles Vier, Senior Vice President, Operations.
As a Systems Analyst Charles Vier is well versed in finding 
the fastest and most efficient way of solving a problem.
His knowledge of banking systems can help you plan the 
best check collecting method suited to your bank s or your 
customer's specific needs.
Charles Vier is just one of the experts at Fourth that could 
be working for you.
Fourth National is The Bank for Entrepreneurs, even banking 
entrepreneurs like you. Develop your operating strategy, 
then use us for that specific information only an expert 
can provide.
An expert, like Charles.
MID-CONTINENT BANKER for May 15, 1978

Fourth
National Bank

Tulsa, Oklahoma. Member F.D.I.C.
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The MONTELEONE is "a way of 
life”  . . .  the largest Hotel in the 
fabulous French Quarter. 600 luxur
ious Rooms and Suites— a Roof top 
Swimming Pool— the French Cuisine 
of the Supper Club Restaurant—  
the revolving Carousel Bar and the 
sidewalk atmosphere of Le Cafe 
Restaurant. Located just one block 
from famous Bourbon Street— min
utes from International Trade Mart 
and Rivergate Exposition Center.

A WORLD OF SERVICE
• 3 Cocktail Lounges— 2 superb res
taurants • Radio-Color TV in every 
room • Garage in Hotel • Swimming 
and Wading Pools • Putting Practice 
Green • Variety and Gift Shops
• Complete Valet • Barber Shop
• Beauty Salon • Car Rentals
• Sight-Seeing Tours

MEETING FACILITIES 
The ultimate in Convention, Sales 
Meeting and Banquet facilities—to 
serve 15 to 1,380 people. Ideal for 
dinner-dances and exhibits alike.
YOU KNOW YOU’RE IN NEW ORLEANS 

WHEN YOU’RE AT

214 RUE ROYALE 
NEW ORLEANS, LOUISIANA 70140 

Phone: 504/523-3341 
For further information and brochure 

Write Dept. RH Sales.

who are in cost-price squeeze situ
ations, he said.

The farm strike is not the primary 
problem in Alabama, it’s the lack of 
rain, according to Mark C. Espy, vice 
president, Headland (Ala.) National.

He said that almost half the local 
farmers were pro-strike, but they are 
realizing that they’re not going to get 
everything they asked for.

Headland National is standing by its 
farm customers and most are making 
loan payments on time. Although many 
farmers are overextended, most are 
still on a sound financial footing.

The strike has pretty much simmered 
down, although things were touch and 
go during the winter months, said Ger
ald York, vice president, First National, 
Corsicana, Tex. During the winter 
farmers had a lot of time on their hands 
and they did a lot of talking about the 
strike and their economic situation.

About 25 local farmers participated 
in the tractor parade in Washington, 
D. C., he said, but they’re back on the 
farm now.

Planting this spring looks close to 
normal, he said. There has been little 
destruction of crops, partly because lit
tle winter wheat is grown in the area.

The strike has had no effect on First 
National. Loan demand is good and 
no farm loans have been charged off

this year. As he was being interviewed, 
Mr. York finalized a $100,000 ag loan.

He stressed the fact that farmers 
were not overstating their situation, 
which is due to the twin negative fac
tors of drought and low prices. How
ever, a rise in cattle prices has served 
to improve the attitudes of many farm
ers.

No machinery is being purchased by 
farmers so far this year, he said. This 
isn’t due to the strike, but to the poor 
economy in the area.

Most striking farmers are young, Mr. 
York said. They’re the ones who haven’t 
seen adverse circumstances in the past. 
The older farmers decided to weather 
out the storm rather than strike.

Militant young farmers, in general, 
want to buy equipment, but don’t 
qualify for financing, he said. On the 
other hand, veteran farmers don’t want 
to make purchases because they realize 
the dangers of overextending them
selves.

Several uncertainties existed on the 
farm scene when this article was pre
pared. Some areas had not yet begun 
spring planting, the farm bill was pend
ing in Congress and the weather was 
not cooperating in many areas. These 
and other factors could result in a differ
ent assessment of the farm situation 
at a later date, according to bankers 
who were interviewed. * *

PERSONNEL PROBLEMS?
WHETHER YOU ARE A PERSONNEL MANAGER 
LOOKING FOR AN OFF ICER .  . .

OR A BANKER WISHING TO RELOCATE

WE CAN HELP
Put this confidential and guaranteed 
service to your use today.

FINANCIAL
PLACEMENTS
a division of Bank News, Inc.
912 Baltimore, Kansas City, Mo. 64105 816-421-7941 TOM CHENOWETH, Manager
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NATIONAL DETROIT CORPORATION
Parent Company of

___  NATIONAL BANK OF DETROIT
March 31,1978

CONSOLIDATED BALANCE SHEET (dollars in thousands)
ASSETS BOARD OF DIRECTORS
Cash and Due from Banks (including 

Foreign Office Time Deposits
of $738,039).....................................

Money Market Investments:
Federal Funds S o ld .........................
Other Investments...........................

Trading Account Securities—At Lower
of Cost or Market.............................

Investment Securities—At Amortized 
Cost:
U.S. Treasury...................................
States and Political Subdivisions...
Federal Agencies and O ther..........

Loans:
Commercial.....................................
Real Estate Mortgage.....................
Consumer .......................................
Foreign O ffice .................................

Less Reserve for Possible Loan 
Losses .........................................

Bank Premises and Equipment (at cost 
less accumulated depreciation of
$51,607) ..........................................

Other Assets.......................................
Total Assets.....................

LIABILITIES AND SHAREHOLDERS’ EQUITY
Deposits:

Demand ..........................................
Certified and Other Official Checks
Individual Savings .........................
Individual T im e ...............................
Certificates of Deposits.................
Other Savings and T im e .................
Foreign O ffice .................................

Other Liabilities:
Short-Term Funds Borrowed.......... $974,795
Capital Notes .................................  91,237
Sundry Liabilities ...........................  214,202

Total L iab ilities.......................
Shareholders’ Equity:

Preferred Stock—No Par Value . . . .
No. of Shares 
Authorized 1,000,000 
Issued —

Common Stock—Par Value $6.25. . . 75,953
No. of Shares 
Authorized 20,000,000 
Issued 12,152,465

Capital Surplus.........................  178,746
Retained Earnings...........................  263^421
Less: Treasury S tock-

267, 084 Common Shares, at cost. (6,651)
Total Liabilities

and Shareholders’ Equity

$1,953,510

1,166,900
43,055

1,209,955

Robert M. Surdam 
Chairman of the Board

Charles T. Fisher III 
President

Norman B. Weston 
Vice Chairman of the Board

A. H. Aymond
18,888 Chairman-

Consumers Power Company

Henry T. Bodman
Former Chairman—National Bank of Detroit

574,596
737,905
33,087

1,345,588

1,989,370
807,371
370,397
403,510

3,570,648

51,479
3,519,169

Harry B. Cunningham
Honorary Chairman of the Board— 
K mart Corporation

David K. Easlick 
President—The Michigan Bell 
Telephone Company

Richard C. Gerstenberg
Director and Former Chairman- 
General Motors Corporation

Martha W. Griffiths
Griffiths & Griffiths

John R. Hamann 
President—
The Detroit Edison Company 

Robert W. Hartwell
President—Cliffs Electric 
Service Company

68,670
178,186

$8,293,966

$2,021,775
376,780

1,482,807
860,128
574,910
155,625

1,030,238
6,502,263

1,280,234
7,782,497

511,469

$8,293,966

Joseph L. Hudson, Jr.
Chairman—
The J. L. Hudson Company

Walton A. Lewis
President—Lewis &
Thompson Agency, Inc.

Don T. McKone 
President—
Libbey-Owens-Ford Company 

Ellis B. Merry
Former Chairman—National Bank of Detroit

Irving Rose
Partner—Edward Rose & Sons 

Arthur R. Seder, Jr.
Chairman and President—
American Natural Resources Company

Robert B. Semple
Chairman—BASF Wyandotte Corporation 

Nate S. Shapero
Honorary Chairman and Director 
and Chairman of Executive Committee— 
Cunningham Drug Stores, Inc.

George A. Stinson 
Chairman—National Steel Corporation

Peter W. Stroh
President—The Stroh Brewery Company

ADVISORY MEMBERS 
William M. Day
Former Chairman—The Michigan Bell 
Telephone Company

A. P. Fontaine 
Former Chairman—
The Bendix Corporation

Ralph T. McElvenny
Former Chairman—
American Natural Resources Company

Peter J. Monaghan
Monaghan, Campbell, LoPrete & McDonald

Assets carried at approximately $508,000,000 (including U.S. Treasury 
Securities carried at $18,000,000) were pledged at March 31, 1978, to 
secure public deposits (including deposits of $35,322,452 of the Treasurer, 
State of Michigan) and for other purposes required by law.

Outstanding standby letters of credit at March 31, 1978, totaled approxi
mately $26,000,000.
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Bank Teller Counter Configurations 
Match Purpose to Aesthetics

HE SHORTEST distance between 
points may hardly be a straight line 

anymore. At least, not when the points 
are bank teller counter design and cus
tomer service, according to LeFebure 
Corp.

An exciting trend toward creatively 
combining function with form has 
evolved in bank architecture, says the 
Cedar Rapids, Iowa-based manufac
turer of banking equipment and secur
ity systems.

Straight-line counters are by no 
means a thing of the past. Rut added 
to this conventional choice now are 
oval, circular, curved, zigzag, L-shaped, 
U-shaped and a variety of other con
figurations that can best match purpose 
to aesthetics.

And beyond the general shape of the 
counter itself, there is near limitless 
flexibility in teller station layout within. 
For instance, an oval counter may have 
equipment arranged in a straight line, 
right- or left-hand returns—or combi
nations may be selected.

According to many bankers today, a 
teller counter must make a pleasing 
contribution to interior design. More

importantly, it must function efficiently. 
The key to unifying these basic prin
ciples is understanding the unlimited 
potential of teller counter design and 
the great variety of equipment avail
able.

“We feel it doesn’t make sense to 
expect a bank to purchase a pre
designed counter configuration from 
miles away,” said LeFebure President 
Ken Watts. “It’s more practical, we 
think, for a bank to involve a sales en
gineer as a member of its local design 
team, with bank officials, the architect 
and the contractor right from the start.

“We also feel it’s important for a 
bank to be able to draw on a wide 
variety of basic cash-handling and 
storage units, plus a lot of internal 
equipment options,” observed Mr. 
Watts.

Holabird & Root, a major Chicago 
architectural firm, has worked on a 
number of banks, among them Chi
cago’s LaSalle National. Jerry Horn, 
director of design, likens efficient han
dling of customers at a teller counter 
to a fast-food service. “You want to 
bring people in fast, get them to the

tellers and, especially on a busy day, 
maintain a turnover that’s as rapid as 
can be consistent with good service.

“Bank people have different ideas of 
what looks nice and also on the atmo
sphere they want to achieve on the 
banking floor. Some bank executives 
want to get a busy atmosphere, one 
that shows customers that this is a busy, 
bustling place. And certainly the way 
the teller counter is set up can have a 
lot to do with this.”

Citizens Bank, Costa Mesa, Calif., 
was after a different effect. Starting 
business in a trailer six years ago, this 
bank put up a building whose interior 
keynote is spaciousness. The focal point 
of the lobby is a bronze chandelier sus
pended from the second floor ceiling 
and surrounded by a glass and cedar- 
enclosed balcony. On the first floor, the 
banking floor, this sense of openness is 
accentuated by the sweep of the 
U-shaped teller counter.

“We are opposed to the roped-off, 
next-in-line concept of serving custo
mers at teller stations,” says John 
Walsh, the bank’s vice president and 
cashier. “We wanted our teller area to

LEFT: C ircu la r te lle r counter arrang em ent a t  Brenton B a n k , C ed ar R ap ids, 
la . ,  is  accented b y tr ia n g u la r  LeFebure check desks. A rrangem ent w a s  
chosen to soften b u ild ing 's a n g u la r  design and  reduce crow d ing  on

i !« 9 f8

busy d a ys . R IG H T: H e xa g o n a lly  shaped  w o rk  a re a  inside  c ircu la r 
counter a t Brenton B anks p ro vides spacious counters fo r te lle rs . A  back 
counter (r .)  o ffers ad d it io n a l w o rk  a re a  in center o f enclosure .
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W hen a custom er asks for 
m ore than your lending limit 
think Bank of A m erica.

When your banks customers decide 
to expand their credit lines to inventory 
equipment, whether farm machinery, 
earth-moving equipment, automobiles or 
whatever, they’re likely to turn to you for 
that financing. And if the amounts 
they ask for are greater than your legal 
lending limit, you can answer their needs 
by letting Bank of America provide you 
with overline assistance.

In addition to offering funds, we can 
put the lending skills of our account officers 
to work for you. Backed by specialists in

equipment finance, they can assist you with 
whatever it takes to help keep those 
borrowers your customers.

With over 1200 offices around the globe, 
we can provide a world of banking services, 
including import-export assistance, as well 
as domestic overline participations. The 
next time you need a correspondent bank, 
remember us: were the banker s banker. In 
San Francisco, call (415) 622-6909. In Los 
Angeles, call (213) 683-3526. V J T f e

B A N K o f  A M E R I C A  t f j
Correspondent Banking Services

Bank of America NT&SA
Digitized for FRASER 
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Te lle r counter a t  P la za  First N a t'l o f W estport, St. Louis, a p p e a rs  to be stra ig h t- lin e  in s ta lla tio n , but 
each statio n  is a w o rk  a re a  set a p a rt  b y right-hand  returns.

lend itself to handling a lot of people. 
We have 12 teller windows and when 
we need additional personnel . . . we 
have three women in new accounts who 
are brought over.”

The U-shaped teller line roughly 
follows the dramatic ceiling line, sweep
ing around most of three sides of the 
lobby perimeter. Here, paying and re
ceiving stations use a right-hand return.

“We wanted to give the impression 
of lots of room,” Mr. Walsh added. 
The banking floor is 10,000 square 
feet, and glass-enclosed executive of
fices add to the feeling of space and 
light.

According to Charles Herbert of 
Charles Herbert & Associates, a Des

Moines, la., architectural firm, the cir
cular counter of Brenton Bank in Ce
dar Rapids is an example of combining 
aesthetics and practicality. This bank 
is situated in a building that has an 
angular shape and the round counter 
provides a soft form in the bank’s in
terior.

“The teller counter is one of the con
tributing forces in the interior architec
ture of a bank,” Mr. Herbert said. 
“Things can be done with a round 
counter, for example, which can be 
very different.

“On the practical side, a round coun
ter configuration for a particular bank 
can help reduce the crowding effect on 
a busy day because customer lines at

Z igzag  counter a t United Southwest N a t'l, Santa  Fe , M. M ., in co rporates s ix  stations in sm all 
a re a . Equipm ent fo r th ree statio ns is a rra ng ed  in an  open-ended sq ua re  w ith  both le ft- and 
right-hand  retu rns. LeFebure security  cash pedesta ls  perm it d aytim e  currency and  coin sto rage .

teller stations fan out like spokes in a 
wheel,” Mr. Herbert added. “Obvious
ly this can be significant on payday at 
a bank in an industrial city.”

“The counter at the Brenton Bank 
was a strong factor in the planning and 
design of this bank,” said Robert De 
Meulenaere, senior vice president. 
“Customers enter the bank from differ
ent angles and can be serviced quickly 
and conveniently by tellers inside the 
circular counter.”

Although circular on the outside, the 
equipment for six teller stations em
ploys a “straight line” arrangement in 
a hexagonal form.

Circular counters creatively solve 
problems at a great variety of financial 
institutions today.

Another good example is the instal
lation at an S&L in the metropolitan 
Washington, D. C., area. There, a four- 
station round counter dominates an ele
gant lobby. The counter front finish 
blends in with the wall treatment, giv
ing a striking illusion of spaciousness. 
Cash handling pedestals, media fixtures 
and custom fitted LeFebure “USE- 
engineered” machine base units en
hance counter functionality.

Here, as at the Brenton Bank, a 
“straight line” arrangement is employed 
on the teller side. Because of the count
er’s smaller circumference, equipment 
was fitted to form a more perfect circle.

Modern bank buildings seem to have 
few limitations to reaching out to new 
designs, new effects. United Southwest 
National, Santa Fe, N. M., is said to be 
the first bank structure to be solar 
heated. It has stained glass windows on 
each side of the main entrance doors, 
a foliage-filled atrium, a fountain and a 
statute of San Mateo—Saint Matthew— 
patron saint of banking.

The bank’s lobby features a unique 
zigzag (staggered) teller counter ar
rangement. According to a bank official, 
this permits several teller stations to 
be operated efficiently while accom
modated within a compact area. While 
reducing waiting time for customers in 
line, this unusual counter design also
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W hy not offer 
both cards and receive 

both deposits.

At First National, 
we now process 
VISA. And already 
we're servicing VISA 
for over 120 customer 
banks. Why us? 
if you're one of our 
Master Charge banks, 
it simply makes sense to have us 
provide both your Master Charge 
and VISA programs. That way, 
you can offer both Master Charge 
and VISA to your merchants 
and customers... instead of 
sharing their business with 
another bank.

Why come to us if you're not 
one of our Master Charge banks?

e
¡¡T \

V IS A

^ -----

The best reason is that we 
know more about 
successful credit 
card programs 
than any other 

bank in the 
region. And we 
have the experi

enced personnel
that can help you set up a profit
able credit card operation.

Call Mark Fetter or Diane 
Flelm toll free for more informa
tion. In Kentucky, caJJ_ 
1-800-292-4574. '
Surrounding states! 
call 1-800- 
626-5506.

is s s
Mark Fetter

Diane Helm

Our wealth is good people! national

Member Federal Deposit Insurance Corporation.
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Left fthis man help 
your bank profit.

A loft of bankers do.
Call Jimmy Gaskell (205/832-8219) President 
of First Alabama Bank of Montgomery, N. A.

R i s t  A l a b a m a  B a n k
#  of Montgomery™.

Cr ed i t  Life
S i n g l e - P r e m i u m  Te r m  

Lenders  S i ng l e  Interest  
N o n - F i l i n g  I n s ur an c e  

Conf iscat ion  a n d  Sk i p  I n s u r a n c e  

Repos se s se d  Pr oper t y  I nsurance  
H o l d e r - I n - D u e - C o u r s e  I ns u r an c e

LET’S TALK ABOUT IT.
•

1

r ~  IN SU R A N C E EN TER P R ISES, IN C .

^  5811 HAMPTON AVE.
ST. LOUIS. MO. 63109 
PHONE: 314/832-2717

fits in well with the warm and informal 
bank interior.

At another bank, once again it’s 
practicality plus pleasing form.

“W e like the universal teller ap
proach,” said C. S. Miller, president, 
Fargo (N. D.) National. “We wanted 
to do something with a teller counter 
that could give our tellers convenient 
access to all teller functions and yet 
permit us to handle a lot of customers 
efficiently.”

The answer was an oval-shaped teller 
counter that melds harmoniously into 
the rectangular shape of the banking 
floor. The straight-line arrangement of 
teller pedestals provided sufficient space 
in the center of the oval for a large 
back counter with storage pedestals and 
filing units. Within a few steps, each 
teller has access to loan records, check
ing and savings records, CDs and mi
crofiche equipment.

Over the entire teller area is a grid 
lighting expanse that is also oval in 
shape.

At another midwestern bank, the tel
ler counter was designed in a horseshoe 
configuration to wrap around a massive 
white staircase that dominates the floor 
and leads to bank departments on the 
second floor.

Architectural elements were, of 
course, a strong factor in this design. 
But this bank also saw advantages in 
confining teller activity to a compact 
area. According to the cashier, the bank 
wanted to get as much customer service 
as possible on the main floor. This was 
brought about by a tight and precise 
grouping of the bank’s customer func
tions—new accounts, loans, trust de
partment and others—and also by using 
a bit of imagination in aligning the tel
ler counter around that dramatic stair
case.

Plaza First National of Westport, St. 
Louis, as well as a Connecticut bank, 
offer two such examples. At the Mis
souri bank, each paying and receiving 
station is a completely separate teller 
work area, employing a right-hand re
turn.

The Connecticut bank teller counter, 
with seven paying and receiving sta
tions, features an extremely functional 
arrangement of cash-handling pedestals 
and mobile teller buses. The portable 
units, on rollers, are easily wheeled into 
the vault at the end of each business 
day. Relief tellers may change stations 
with minimum inconvenience.

Variations are nearly endless. One 
thing is for certain. Teller counters 
aren’t the same anymore. Especially 
when equipment manufacturers, sales 
engineers, bank officials, architects and 
contractors work together to make cash 
handling operations more efficient, more 
visually exciting. • •
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Are your money orders 
burying you in costly paper work?

If so, American Express can 
take a load off your hands. With 
the American Express® Financial 
Institution Money Order (FIMO). 
We start by taking over the print
ing-printing your name promi
nently next to ours on distinctive 
gold money orders. Then we keep 
you constantly supplied at no cost.

But we don’t stop there. We 
do the proofing and processing. 
Filing, storing and tracing. 
Research. Refunding. And recon
ciliation. Which saves you not 
only time but headaches.

And along with the red tape

goes the risk. Because we take over [~ 
the responsibility for lost and 
stolen money orders.

So all you have to do is sell 
them. And we make that easy 
too. It takes less than 60 seconds.
Little more time than the average 
deposit transaction. Which is 
good for your customers and your 
tellers too.

With FIMO® we control the 
costs and you control the profits, 
because the price is up to | 
you. You pay only a small 5 
predetermined charge 
for each money order. L.

American Express FIMO. The money-making money order.

Send to: Mr. Gil Rosenwald,
Vice President—Sales Development 

American Express Company 
American Express Plaza 
New York, N.Y. 10004 Ak5

Yes. I want to find out more about FIMO.

Name
Titii

Bank
Address
City
State Zip
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Agriculture Holds Center Stage 
A t Commerce Correspondent Day

By JIM FABIAN 
Associate Editor

GRICULTURE was one of the 
primary topics aired at last month’s 

correspondent bank conference spon
sored by Commerce Rank, Kansas City. 
About 450 bankers attended the day
long program at the Alameda Plaza 
Hotel. Host for the meeting was Fred 
N. Coulson Jr., senior vice president 
and head of the correspondent depart
ment.

Morton I. Sosland, president Sosland 
Companies, Inc., and publisher/editor, 
“Milling and Raking News,” started 
the agriculture topic rolling with a 
keynote talk assessing the state of the 
nation’s agricultural economy and pro
posing ways to get things off dead cen
ter for farmers. Former U. S. Secretary 
of Agriculture Earl L. Rutz delivered 
the luncheon address, calling for strong 
incentives to encourage farmers to pro
duce enough foodstuffs to feed the 
world. Edwin R. Lewis, Commerce vice 
president, presented his views on the 
farm picture that afternoon.

Mr. Sosland addressed the question 
of the stimulating sales of agricultural 
products abroad as a method of boost
ing the farm economy. He said too lit
tle thought is being given to regu
lating consumption of ag products. He 
pointed out the dangers of allowing 
prices for ag products to rise so high 
that they become self-defeating. He 
said high prices will cure high prices, 
referring to the fact that, once a com
modity becomes so high priced that sec
tors of the economy can’t afford to buy 
it, a radical change results in a dra
matic lowering of prices because of 
oversupply.

Ry the same token, he asked if low 
prices would cure low prices, because 
low prices make commodities readily

Host Fred N . Coulson J r . ,  s .v .p . and  head o f 
correspondent dept, a t Com m erce B an k , K an sa s  
C ity , g reets b an ke rs  a t  correspondent confer
ence held in KC last m onth.

available and affordable to a larger por
tion of the world than had formerly 
been the case. This in turn, would re
sult in scarcity and a boosting of prices.

Mr. Sosland seems to espouse the 
policy of making the most of low prices 
rather than cutting back on production 
through set-asides, so farmers would 
experience more prosperous times.

He said that Russia bought grain 
from the U. S. last year because it was 
cheap, not because a poor harvest was 
anticipated. He criticized government 
policy of setting price minimums for 
grain and announcing that the minimum 
would not be lowered. Such a policy 
invites competing nations, such as Can
ada and Australia, to price their excess 
grain slightly lower than ours, thus 
effectively underselling the U. S. and 
depriving our farmers of the income 
they need to make a profit, he said.

The only reason China bought grain 
from us last year, he said, was because 
Canada and Australia had exhausted 
their supplies. He said that government 
policy forces us to hold on to our wheat

Bankers Give Opinions
Each year, bankers attending the 

Commerce Bank correspondent meet
ing have an opportunity to predict 
banking conditions at year-end.

A tabulation of responses to last 
month’s survey shows that 44% of 
those attending the meeting expect 
general business conditions to be 
better, 6% worse and 50% about the 
same, come year-end 1978.

A whopping 71% predicted that 
inflation would be worse; 60% said 
unemployment will be about the 
same; 70% said short-term interest 
rates will be higher; 64% said long
term interest rates would rise; 51% 
said wheat will be more than $2.50/ 
bushel, and 56% said cattle prices 
would be up.

A little over half predicted farm
land prices to be stable; 49% said 
the prime rate will be 8/2% by year- 
end, and 45% said the Fed funds 
rate will be 7% by the end of 1978.

In commenting on conditions at 
their own banks, 94% of the re
spondents predicted higher total de
posits; 54% said their loan-to-deposit 
ratios would be up; 60% think the 
need for overline assistance will be 
about the same as it is now, and 
60% predicted earnings would be 
higher.

Sixty percent said their banks do 
not plan to participate in an EFT  
system in 1978.
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P. V . M ille r J r . (1.), p res ., Com m erce B an k , 
K a n sa s  C ity , and  Ea rl L. Butz , fo rm er U . S. 
Sec. o f A g ricu ltu re , a t luncheon held during 
Com m erce B an k 's  correspondent conference. M r.
Butz w a s  luncheon speaker.

until every competing nation sells off 
its supply. Then, and only then, does 
the U. S. farmer make foreign sales.

He added that China could afford to 
buy our wheat because it’s getting a 
high price for the rice it’s exporting. 
China sells its rice on the world market 
for three times the price it has to pay 
for our wheat, he said.

The U. S. is in the driver’s seat this 
year, he said, due to its grain reserves. 
He recommended that an export sub
sidy in limited form be set so the U. S. 
will no longer be undersold by compet
ing nations. The subsidy might not be 
used, he added, but it should be in 
existence for use if needed. He called 
the subsidy a tool to let the U. S. com
pete effectively with the Wheat Roard 
of Canada.

Mr. Sosland applauded the defeat 
of the farm bill in the House of Repre
sentatives. It would have been a dis
astrous thing in the long term if the 
bill had passed, he said. The U. S. should 
concentrate on supplying the world’s 
food needs, he said, because the world 
wants to improve its standard of living.

Mr. Rutz called the modern American 
food machine the nation’s number one 
source of foreign exchange. At the same 
time, he said, it’s one of the real power 
bases undergirding our foreign policy.

He said we are face-to-face with the 
fact that the world’s number one prob
lem is how to feed 80% more people 
in the next 25 years—that’s as many 
people as we’ve learned to feed since 
the dawn of history, he added.

Too many nations, including our 
own, have an underlying, but powerful, 
urge to pursue a cheap food policy, he 
said, making it difficult for the man on 
the land to reap the reward for the in
novations he makes.

Consumers the world around welcome 
such a cheap food policy, he said, and 
politicians respond, whether they’re 
capitalist or communist. As nations be
come less agricultural and more urban, 
the incentive base for the farmer be
comes less certain. It becomes more 
susceptible to political pressures and 
special interest dealings.
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DO YOU STILL BELIEVE THAT ALL YOUR 
CUSTOMERS PROVIDE THEIR OWN INSURANCE?
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CALL THE PROFESSIONALS
THE KEMPER PLAN for collateral protection provides 

physical damage insurance when your customers fail to . ..
8 0 0 - 4 2 1 - 0 3 3 1
(CALL TOLL FREE)

CALL TO ARRANGE FOR A LOCAL REPRESENTATIVE TO 
EXPLAIN HOW YOU CAN BENEFIT.

J O H N  M .  K E M P E R  &  C O .  
B A N C I N S U R E  C O R P .
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The Great Escape at
G re a t H a r b o u r  Q u b

BERRY ISLANDS. BAHAMAS

4 D A Y S  S - f C C  
3 N I G H T S  f r o m I Q O

8 D A Y S  $ O Q K  
7 N I G H T S  f r o m ^ K S

INCLUDING AIR 
FARE FROM 
FT. LAUDERDALE

INCLUDING AIR 
FARE FROM 
FT. LAUDERDALE

Per person -  Double occupancy
INCLUDES: Free GOLF (Greens fees) and TENNIS (Court time) • Ground 
transportation from airport to Great Harbour Cay • Full breakfast and dinner 
with French cordon bleu cooking • Welcome drink • Free Bicycle

(Expires 12-15-78)

Don’t waste another minute of your 
precious leisure time. Call your travel 
agent or Great Harbour Cay toll free 
800 327-0142 Ft. Lauderdale 421-2112

A SYSTEM FOR A BANK 
TO TAP THE 

MIDDLE CORPORATE 
MARKET

The Lawrence System can eliminate the risk o f lending to mid-sized 
corporations, and open up a w hole new  lending m arket. W ith  
Law rence m onitoring inventories and receivables, a bank can be 
confident that loan collateral is properly managed and secured.
It’s a system that can help diversify a bank’s loan portfolio, and 
increase its profits.

For inform ation write or phone Law rence, the oldest and largest 
system o f its kind in the world. Law rence Systems, Inc., 37  D rum m  
Street, San Francisco, Ca., 94111. 415 -981-5575  or 8 0 0 -2 2 7 -4 6 4 4 .

T H E  LAW RENCE SYSTEM
A COLLATERAL MANAGEMENT SUBSIDIARY OF INA

John  C . M essina (I .) , v .p ., host b an k , chats 
w ith  D ayton L. M ackey , e .v .p ., & t .o ., F irst 
N a t'l, M onett, M o., a t Com m erce Bank  corre
spondent conference .

“We must not dampen the incentives 
that have made our farmers the pro
ducers that they are,” he said. “We 
must not signal to them in the language 
of price-—the language they understand 
best—that we want less, not more.

“We must not constrain their access 
to markets, both domestic and foreign, 
by politically inspired price and pro
duction directives that create the illu
sion, even in the short run, that a gov
ernment warehouse constitutes an en
during market.”

He said the U. S. must make a 
stronger commitment than ever to keep
ing its farmers healthy and to helping 
others help themselves by instituting a 
strong system of incentives for the 
farmer.

Mr. Lewis said farmers in the Mis- 
souri-Kansas area are doing pretty well 
overall, but some won’t make it through 
the current low-price situation. In
creased prices for products won’t be 
sufficient to enable some farmers to 
overcome a negative cash flow.

Many wheat farmers are grazing out 
their wheat, he said, which will help 
reduce any surpluses. He predicted that 
a 10% setaside could result in $120 per 
acre for the farmer.

A wet spring has been predicted, 
with no major drought seen for this 
summer, even though moisture is ex
pected to be below normal in the corn 
belt.

The cattle picture looks brighter this 
year, he added, with 5% less cattle be
ing marketed this year than last year. 
The calf crop is the smallest since 1970 
and 10% more cattle are on feed this 
year than last.

Beef production is less, due to the 
severe winter, he said, resulting in 
lower-weight cattle being marketed and 
little non-fed cattle being sold.

He predicted that beef consumption 
would be 120 pounds per capita this 
year, dropping to 110 pounds next year.

Pork producers are in excellent shape, 
he said, because there has been little 
new expansion, due to gloomy predic
tions. • •
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Rally
April 30-May 2— Nebraska Bankers Convention, 
Omaha— P. V. Miller, Jr., Fred N. Coulson, Jr.,

Edwin B. Lewis

May 7-9—Texas Bankers Convention, 
San Antonio— P. V. Miller, Jr., Fred N. Coulson, Jr., 

Michael D. Steinmetz

May 13-17—Arkansas Bankers Convention, 
Hot Springs—P. V. Miller, Jr., Fred N. Coulson, Jr., 

Thomas J. Brown, George W. Porter

May 15-17—Oklahoma Bankers Convention, 
Oklahoma City— P. V. Miller, Jr., Fred N. Coulson, Jr., 

H. C. Bauman, Michael D. Steinmetz

May 10-12— Kansas Bankers Convention, 
Topeka-—P. V. Miller, Jr., Fred N. Coulson, 

Jr., H. C. Bauman, John C. Messina, 
Frampton T. Rowland, jr ., Michael Brixey
May 14-16—Missouri Bankers Convention, 

St. Louis— James M. Kemper, Jr., P. V. Miller, 
Jr., Fred N. Coulson, Jr., Thomas J. Brown, 

John C. Messina, George W. Porter

June 1-3—Colorado Bankers Convention, 
Colorado Springs— Fred N. Coulson, Jr., 

Michael D. Steinmetz

June 8-10— New Mexico Bankers Convention, 
Albuquerque— Fred N. Coulson, Jr., 

Michael D. Steinmetz

'round the men from
Commerce Bank
Visit the midwest's most 
experienced correspondents 
at your state convention.

C o m m er c e  Ba n k
o f  K a n s a s  C / ty NA
10th & W alnut 
Phone AC 816-234-2000

Member FDIC
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A GREAT INTERNATIONAL BANK 
MUST SPEAK THE LANGUAGE

The language of international trade must be understood in a great international city like New Orleans. First NBC with its vast network 
of correspondent banks and international offices speaks that language as though born to it.

First National Bank Of Commerce
INTERNATIONAL BANKING D IV ISIO N

Grand Cayman New Orleans, Louisiana, USA (504) 561-1970 Mexico City

letters o f credit • collections • foreign exchange/funds transfer • Eurodollar market • Eximbank •
Private Export Funding Corp. (shareholder) • FCIA * Eurodollar lending and investments •

Project Financing • Commodity Financing • Export Financing
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Banking Profitability 
Given Thorough Airing 
At LBA Convention

By RALPH B. COX, Publisher

F OR TH E SECOND YEAR in a row, 
the Louisiana Rankers Association 

has held its annual convention in a 
brand new hotel in New Orleans. This 
year, it was the Hilton, overlooking the 
Mississippi River. All convention ac
tivities, including exhibits, were housed 
under one roof. The convention was held 
last month.

Profitability was the convention 
theme, and the principal speakers dis
cussed that topic. Among them was 
ARA President-Elect John Perkins, 
president, Continental Illinois National, 
Chicago.

He cautioned delegates that it’s vital
ly important for bankers to maintain a 
climate that is conducive to bank profit
ability.

“Rankers have an obligation to do 
more than just assume a leadership 
role,” he said. “Bankers also need to 
communicate the positive nature of that 
role to the public at large. Without this 
understanding, we run a real risk of ad
verse developments for our communi
ties, our customers and our banks.” 

Bankers, by and large, do a good job 
of assuming leadership in their com
munities, he said, but they’re not doing

as good a job as they could in making 
sure the public is aware of the positive 
thrust of bank-sponsored programs.

“Most of us are reluctant to blow 
our own horns,” he said, “but we must 
communicate the positive leadership 
achievements of banking.”

He reminded his audience that legis
lators are extremely sensitive to public 
opinion. If bankers forget this, he add
ed, they are flirting with legislative dis
aster—especially during an era in which 
lawmakers tend to confuse unnecessary 
legislative activism with problem-solv
ing and serving the public interest.

In most respects, Mr. Perkins said, 
the public’s opinion of banking is favor
able. Public opinion polls indicate that 
the public has respect for banking as 
an institution.

“But there’s one area where public 
opinion toward banking isn’t so favor
able,” he said. “And that’s the vital 
area of leadership. We simply have not 
communicated banking’s positive thrust 
in this area as well as we should have.” 

He said some of the most effective 
community and urban development pro
grams were stimulated by banks, rather 
than government. But in the legislative 
arena, he added, banking’s positive rec
ord is often ignored.

Self-appointed consumer representa-

N ew  A B A  councilm an fo r Lo u is ian a , R. L. V a n - 
derpool J r . ( I .) , p res ., O uach ita  N at I, M onroe, 
chats w ith  A B A  Pres.-Elect John Perk in s , p res ., 
Continenta l Illin o is  N a t'l, Ch icago , and  con
vention speake r, and  Pat F. W illis , A B A  state  
v .p ., and  v .p ., F ide lity  N a t'l, Baton Rouge.

tives—particularly in Washington—
seize on an isolated problem that has 
not been solved. They ignore the fact 
that it’s an exception and describe it as 
typical. The press plays it up as typical. 
Then they devise some grandiose pro
gram to solve it. Too often, such a pro
gram is aimed at financial institutions.

When bankers rightly point out that 
the program is unnecessary, the self- 
appointed watchdogs respond by say
ing, “You bankers are always against 
everything.”

Mr. Perkins termed this situation a 
“difficult dilemma.” He said bankers 
want to be positive, but they can’t en
dorse one proposal after another that 
they perceive to be bad for everyone.

Numerous legislators, he said, have 
picked up what they think is banking’s 
negativism and they take every oppor
tunity to chide bankers for what they 
perceive as blind opposition to every 
program developed by their committees.

The chiding isn’t so bad, he said. It’s 
the legislation they pass, which turns 
out to be as bad in practice as bankers 
testified it would be when it was being 
discussed in Congress. He cited legis
lation such as RE SPA, which often cre
ates more problems than it corrects.

The reason banking is afflicted with

LBA  officers fo r 1978-79 a re  (from  I.) Jam es G . 
Boyer—p re s .; H . G rah am  Schneider—pres.-e lect; 
and  Jo e  M ontero I I—tre a s .
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E xh ib its  a g a in  w ere  a m ajo r p art o f the LBA co nvention , w ith  m ore than  60 b an k  supp lie rs exh ib iting  
th e ir products and  serv ices . E xh ib its  ranged  from  tra d it io n a l co ntinu ity  incentive  p ro g ram s, such a s  those 
d isp layed  by S&H F in an c ia l Prom otions ( I .) , to sp ec ia lly  p repared  b an k  lobby d isp la y s  fo r  the C hristm as 
season (c .) and  even a  custom sh irtm aker w ho  took o rders and  m easured b ankers fo r a "p e rfec t f it ."

programs of this type, he said, is be
cause bankers didn’t come forward 
with their own programs to deal with 
the nation’s problems.

Mr. Perkins said that bankers who 
automatically oppose everything Con
gress proposes are out of touch with 
reality. They are hurting themselves, 
their banks and their customers.

Those who have been projecting a 
more positive stance have begun to dis
arm banking’s critics, he said. This has 
resulted in some tangible legislative re

Specializing 
in Louisiana and 

Mississippi 
Municipal Bonds

Hattier, Sanford 
& Reynoir

IN V E S T M E N T  B A N K ER S  
Whitney Building, New Orleans, La. 70130 

(504) 525-4171

suits, including derailing the Safe Bank
ing Act.

Positive banker reaction is the key 
to stemming the tide of so-called “re
form” legislation, he said. He told how 
a positive stance, taken against NOW 
account legislation, has resulted in a 
stalemate, which is much preferred to 
legislation authorizing S&Ls to offer 
NOW accounts without giving up their 
interest differential.

He called on bankers to take a simi
lar positive approach to implementation 
of the Community Reinvestment Act. 
Bankers lost the battle to keep the act 
from being passed; now they must let 
regulators holding hearings about how 
to implement the act know the poten
tial pitfalls of issuing specific regula
tions based on the vague wording of 
the act.

“That law,” he said, “has all the 
potential to be a disaster, and it will 
be if the regulators come up with regu
lations that, in effect, mandate political 
credit allocation and lower credit stan
dards and require bankers to bear the 
expense of a mountain of new report
ing requirements, all on the basis of 
detailed, uniform regulations for the 
entire country.”

The law doesn’t have to be that bad, 
he said, provided bankers join together 
to propose implementation procedures 
they can live with.

“Louisiana Bank Profitability” was

the title of a talk given during the 
Monday afternoon session by James V. 
Baker Jr., executive vice president, F i
delity Bank, Oklahoma City.

He said that, although Louisiana 
fared better than most states during 
and after the recent recession, its bank
ers were still confronted with problems 
associated with charging unusually 
high interest rates and by weakness in 
selected areas such as real estate, con
struction and agriculture.

These problem lending areas caused 
a dramatic increase in Louisiana net 
chargeoffs, he said, which increased at 
a compound annual growth rate of 
436.7% from 1972 to 1976.

He congratulated Louisiana bankers, 
however, on their recent loss experi
ence, which is well below the national 
average. Loan loss reserves represented 
about 1% of outstanding loans at the 
end of 1976. Only three other states had 
lower ratios, he said.

Turning to the national scene, he 
said the banking industry has fared 
well despite the malevolent forces it 
has faced recently. The year 1977 
marked the ninth consecutive year in 
which banking had an after-tax return 
on equity capital in excess of 10%.

“This performance,” he said, “is 
especially impressive when you consid
er that, during the past 50 years, from 
1928 through 1977, our industry’s after
tax return on equity has exceeded 10% 
only 12 times.

“W e still, however, have a long way 
to go compared with other industries,” 
he said. Banking ranks 48th out of 55 
major industries with an after-tax re
turn on equity of 7.8%.

Mr. Baker spoke out against NOW 
accounts. “It’s an anomaly to me how 
some of our leading industry spokesmen 
can lecture us about the need to re
verse the decline in our profit margins 
while at the same time they tell us we 
should push for NOW accounts and 
the payment of interest on demand de-

ST. MARY BANK & TRUST CO.
FRANKLIN, LA.

Special Attention 
to Collection 

and Cash Items! 
TOTAL RESOURCES 

$22 MILLION

W . McKERALL O'NIELL, Chairman & CEO  

W . McKERALL O'NIELL, JR., President 
DO N T. CAFFERY, V.P.
EDMUND A. N A Q U IN ,

Vice President & Cashier

Member F.D.I.C.
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C o n gratu la tin g  n ew  LBA Pres. Jam es G . Boyer 
(I.) a re  outgoing Pres. W a lte r S tuart (e.) and  
outgoing T reas . John J .  Doles J r . M r. Boyer is 
ch . & p re s ., G u lf  N a t'l, Lake  C h a rle s ; M r. 
S tu art is v . eh. & tre a s ., F irst N at'l B ank  o f 
Com m erce, N ew  O rle a n s ; M r. Doles is p res ., 
F irst S ta te , P la in  D ea ling .

posits.”
NOW accounts originated in New 

England and have been spreading west, 
he said. “If  Massachusetts is any ex
ample of what you can expect, then I 
would suggest that you sell your bank 
before NOW accounts reach Louisi
ana!,” he said.

Mr. Baker also rapped payment of 
interest on demand deposits.

“In all the articles I’ve read on this 
subject,” he said, “no one has bothered 
to mention two important facts. First, 
very few banks now have the technical 
ability necessary to determine the col
lected balances in all their checking 
accounts.”

The second point was that some 
bankers still believe that bigness is 
synonymous with greatness. These are 
the people, he said, who will likely be 
the first to adopt payment of interest 
on checking accounts and the last to 
realize the cost of other bank services 
must be increased to compensate for 
the loss such interest will bring to the 
bank.

Retiring LBA President Walter B. 
Stuart III  complimented LBA members 
on the strength of their association. He 
warned bankers of the threat from all 
sides by S&Ls and credit unions that are 
trying hard to “get into our business” 
minus the reserve requirements, the tax
ation and the equalized interest rates.

“It has never been more important 
for bankers to strengthen their common 
bond,” he said. “The people of Louisi
ana and their elected officials do not 
see us as 255 separate financial institu
tions scattered across the face of Louisi
ana, but as cohesive members of one of 
the most essential industries in our 
state.”

He called attention to the fact that 
the LBA supported five pieces of state 
legislation last year, all of which were 
enacted unanimously by both houses.

“People must come to know that our 
industry is ready, willing and able to 
serve all of their financial needs and 
that the success of our industry is laced 
tightly to their own success.

Let American Bank 
of Baton Rouge help.

American Bank is uniquely organized to handle 
“odd sort” checks (including non-par items), which require 
much time and trouble for a bank outside Louisiana to 
process.

American Bank can handle odd sorts for you on 
an availability schedule that will add substantially to your 
collected funds.

Each working day we send to practically every 
bank in Louisiana, covering more than 100 sending points. 
American has the system and the experience that can 
solve the odd sort problem for you.

Call Jack Sanders collect at American Bank — 
504-357-8641. We’ll help you eliminate this inconvenience 
and save your bank a significant amount of time and 
money.

A M E R IC A N  B A N K
ONE AMERICAN PLACE 

Baton Rouge, Louisiana 70825
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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 W ritten Loan Policy 
or Update an Existing One!
A  must fo r b an ks , th is  96-page m anual 
te lls  w h y  a ll b an ks should  h ave  w ritten  
loan  policies and  h o w  they  can fo rm u
la te  or update  such policies to serve  a s  
gu ides fo r  lending officers and  to help 
protect the b an k  from  m aking  costly 
com m itm ents.
The m an u a l presents the loan  policies 
o f fo u r w e ll-m an ag ed  b an ks and  con
ta in s  a  ra ting  fo rm u la  fo r secured and  
unsecured lo a n s , co nd itiona l sa le s  con
trac ts , a ll m o rtgages, governm ent and  
m un ic ipal bonds and  governm ent 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?
n  . (Missouri banks addPrice: $7.50 4.6% tax)

ORDER TODAY!
(Sorry, no billed orders)

The BANK BOARD Letter
408 Olive St., Suite 505 

St. Louis, M O  63102

O utgoing LBA Pres. W a lte r S tuart (I.) rece ives 
T reasu ry  S av in g s Bond a w a rd  on b eh a lf o f 
LBA from  J .  C . W illia m s , sta te  d ir. fo r U . S. 
T reasu ry .

“They must be made to see that 
S&Ls, though excellent providers of 
home loans, were never designed to op
erate as full-service banks; that credit 
unions operating outside the free enter
prise system are not the answer; that 
credit unions are socialistic by design 
and that their continued growth as 
non-taxed providers of financial services 
is not in the long-range best interest of 
our state or nation; that so-called con
sumer advocates who work from the as
sumption that bankers . . . succeed by 
corrupt means and at the expense of 
the common man and that over-zealous 
bureaucrats who would so over-regulate 
our industry that we can’t operate as 
profitable providers of financial services 
are operating in direct opposition to 
the best interests of every American.”

Mr. Stuart, who is vice chairman, 
First National Bank of Commerce, New 
Orleans, said that bankers can’t combat 
most of these threats on an individual 
basis. “Together, through the ties of 
the Louisiana Bankers Association and 
working closely with the American 
Bankers Association, we are a strong 
force in this state and nation,” he said.

He called attention to the fact that 
bankers throughout Louisiana pooled 
more than $100,000 to purchase adver
tising on virtually every available media 
to place banking’s message before the 
people. The advertising pointed out 
the three major differences between 
full-service banks and S&Ls and credit 
unions.

He also called attention to the LBA’s 
establishment of a directors’ workshop. 
He said the workshop came about be
cause the role of directors has changed 
significantly over the past several years.

James G. Boyer, chairman and presi
dent, Gulf National, Lake Charles, was 
advanced to LBA president during the 
convention. Elected president-elect was 
H. Graham Schneider, president, First 
National, Lake Providence. New trea
surer is Joe Montero II, executive vice 
president, Assumption Bank, Napoleon- 
ville.

Elected to three-year terms on the

LBA board were James G. Alario, exec
utive vice president and cashier, State 
Bank, Golden Meadow; J. R. Foxall, 
president, Bank of the South, Gretna, 
and Joseph M. Connolly, chairman, 
Century National, New Orleans.

More than 2,000 bankers attended 
the convention. • •

• Mosler. A case-history brochure on 
Republic National of Dallas’ Autobank 
is available from Mosler. According to 
the firm, selection of its Trans-Vista® 
Remote-Transaction System has in
creased dramatically the bank’s ability 
to serve its drive-up customers. For a 
free copy of the brochure, write: Mos
ler, Department PR-138, 1561 Grand 
Boulevard, Hamilton, OH 45012.

• American Bankers Association. The 
ABA has produced a new Interest-Bear
ing-Transaction Accounts H andbook, 
designed to help member banks pre
pare for the possibility of having to pay 
interest on personal-transaction ac
counts, referred to as IBTAs. Early 
chapters discuss the New England ex
periment with NOW accounts from the 
perspective of three banks that met the 
challenge successfully and suggest op
erating, marketing and planning criteria 
that should be factored into a bank’s 
current considerations. Supplementing 
the handbook are four cassettes giving 
highlights of the ABA regional seminars 
on IBTAs held last summer. In addi
tion, a leader’s guide has been pre
pared to assist in development of in- 
house workshops or seminars on the 
subject. Cost of the handbook (includ
ing cassettes) is $22.50 for ABA mem
bers and $30 for nonmembers (Order 
No. 247300). The leader’s guide costs 
$7.50 for ABA members and $10 for 
nonmembers (Order No. 247400). 
Write: ABA Order Processing, 1120 
Connecticut Avenue, N. W., Washing
ton, DC 20036.
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Correspond 
w ith  us.

Reliability in banking since 1883

By keeping in touch, your bank and the W hitney 
can successfu lly  w o rk  together. Now, as fo r 
m ore than n inety years, the W hitney stands 
ready to go to w ork w ith  co rrespondent banks, 
sm all and large, to achieve mutual progress.
It’s tim e fo r us to get to know each other better. 
C orrespond w ith  us!
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New Mexico Convention
President

JO P LIN

C h arle s  A . Jo p lin , N M BA p res ., jo ined First 
N a t'l, Lubbock, T e x ., in 1955. In 1957, he 

jo ined Republic N a t'l, D a lla s , and  attended  la w  
school a t  n ight. A  y e a r  a fte r  g rad u a tin g , he 

returned to Lubbock a s  v .p ., C itizens N a t'l. 
He w o rked  fo r tw o  other banks before  jo in ing 

Security N a t'l, R o sw ell, in 1973. He w a s  
nam ed pres, th a t sam e y e a r .

President-Elect

HARM ON

Leon G . H arm on , p res.-e lect, N M BA , is p res ., 
N ew  M exico  B an k , Hobbs, w h ich  he jo ined a s  
p res , in 1963 a fte r  serv ing  w ith  P lan te rs 
S tate , S a lin a , K a n . He is a  fo rm er A B A  v .p . 
fo r N ew  M exico and  is a member 
o f the N ew  M exico State Board  
o f Educatio na l F inance .

Treasurer

K A LA N G IS

N M BA tre a s . is Ike  K a la n g is , p res. & CEO , 
C a p ita l B an k , San ta  Fe. He is a  g rad u ate  of 

the Southw estern  G rad u a te  School of B anking , 
Southern M ethodist U n ive rs ity , D a lla s , and  is 
a  d ir ., First N ew  M exico B an ksh a re  Co rp . He 

is sec ., N ew  M exico Council 
on Economic Education .

Albuquerque, June 8-10

P R O G R A M
Headquarters—Hilton Inn 

FIRST SESSION, 10 a.m., June 9

Call to Order— CHARLES A. JOPLIN, president, New Mexico Bank
ers Association, and president, Security National, Roswell.

National Anthem—CARMOLINE GRADY, Albuquerque.
Invocation—CHARLES R. THIGPEN, Methodist minister, Albu

querque.
Address of Welcome—DAVID RUSK, mayor of Albuquerque.
Response—LEON G. HARMON, president-elect, New Mexico Bankers 

Association, and president, New Mexico Bank, Hobbs.
Address—JERRY APODACA, governor of New Mexico, Santa Fe.
Address—STANLEY J. SCOTT, chairman, American Institute of 

Certified Public Accountants, and partner, Alford Meroney & Co., 
Dallas.

SECOND SESSION, 9 a.m., June 10

Call to Order— CHARLES A. JOPLIN.
American Bankers Association Meeting—WAYNE STEW ART, ABA 

state vice president, and president, First National Bank, Alamogordo.
Report of the Executive Vice President—DENTON R. HUDGEONS.
Recognition of 25- and 50-Year Club Members—CHARLES A. 

JOPLIN.
Address—HARRISON SCHMITT, United States senator, Silver City.
Report of the Audit Committee—HAROLD C. QUINTON, committee 

chairman, and assistant vice president, First National Bank, Albu
querque.

Report of the Resolutions Committee—RICHARD G. ELKINS, com
mittee chairman, and president, Rio Grande Valley Bank, Albu
querque.

President’s Annual Report—CHARLES A. JOPLIN.
Report of the Nominating Committee—W. R. NICKS, committee chair

man, and president, Western Bank, Springer.
Election of Officers.
Presentation of Past President’s Pin and Certificate.
Remarks by New President.
Selection of 1980 Convention City.
Announcements.
Adjournment.

New Mexico Bankers Association Convention Speakers

A P O D A C A  SCOTT V A N  DERBUR SCHM ITT
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Governor, Football Players 

Among Speakers Announced 

For NMBA Convention
A L B U Q U E R Q U E —An estimated 

1,500 bankers are expected to attend 
the 67th annual convention of the New 
Mexico Bankers Association set for 
June 8-10 at the Hilton Inn here.

Registration for the three-day con
vention will open Thursday, June 8, at 
the Hilton Inn and a reception is sched
uled that evening with entertainment 
by the “Mariachi de Santa Fe.” Other 
events on June 8 include the past presi
dents’ luncheon with NMBA President 
Charles Joplin presiding and entertain
ment by the “Desert Sounds.” Mr. Jop
lin is president, Security Bank, Roswell.

On Friday, June 9, activities will 
begin with the annual prayer break
fast, featuring an address by Danny 
White, back-up quarterback of the Dal
las Cowboys, and prayers offered by 
Dallas Cowboy Fullback Robert New- 
house.

NMBA President Joplin will call the 
first general convention session to order 
at 10 a.m. Friday. Highlights of the 
opening session will include an address 
by New Mexico Governor Jerry Apo- 
daca.

STATEMENT OF CONDITION
of

THE FIRST N A TIO N A L BANK
OF ARTESIA, NEW MEXICO

A t close of Business December 31, 1977

RESOURCES
Loans and Discounts ........................ $26,272,715.55
Overdrafts ..........................................  26,822.11
Stock in Federal Reserve Bank . . . .  60,000.00
Banking House Furniture & Fixtures 639,642.20

U. S. Bonds............. $ 4,443,741.35
Other U. S.

Obligations .......  1,369,401.39
Other Bonds .........  9,149,881.97 32,141,327.03
Federal Funds Sold 2,000,000.00
Cash and Due

From Banks.......  15,178,302.32
Income Earned, Not Collected . . .  676,267.21
Other Assets ....................................  246,980.67

TOTAL ..........................................  $60,063,754.77

LIABILITIES
Capita l ...............................................  $ 1,000,000.00
Surplus ...............................................  1,000,000.00
Undivided Profits and Reserves . . .  3,324,177.66
Special Reserves ...............................  455,371.74
Income Collected, Not Earned . . . .  683,749.61
Deposits .............................................. 53,525,455.76
Dividends Outstanding ....................  75,000.00

TOTAL ..........................................  $60,063,754.77

OFFICERS
CHAS. K. JOHNSON, President 

C. NEAL JOHNSON, Presidential Asst.
C. F . HAMMETT, Sr. Vice-President 
VERNON WATSON, Vice-President 
DAVID T. SIMONS, Vice-President 
GEORGE H. FERRIMAN, Cashier- 

Trust Officer
FLOYD E. HALL, Asst. Vice-President 

BRENT HAMMETT, Asst. Cashier 
BILL R. CARPENTER, Asst. Cashier 

KIMERICK F. HAYNER, Asst. Trust Officer

P * Bant{share

Charles Joplin
President, Security National Bank 

of Roswell

Salutes
Charles
Joplin

First New Mexico Bankshare 
Corporation and the Security 
National Bank of Roswell are 
proud to have had Charles 
Joplin serve as president of 
The New Mexico Bankers 
Association. On his behalf, 
we’d like to extend our 
gratitude to all of the 
Association members for the 
great cooperation extended 
during his term in office.

F irs t TVeiv Aiexico

0 *  B a n k s h a r e
%  C orporation

ALBU Q U ERQ UE N A TIO N A L BANK  
Albuquerque, (Mew Mexico

B A N K  OF LA S CR UC ES, N A 
Las Cruces, New Mexico

F IR S T  N A TIO N A L B A N K  IN RATON  
Raton, New Mexico

F IR S T  N A TIO N A L B A N K  OF RIO  A R R IB A  
Española, New Mexico 

G R A N T C O U N TY  B A NK  
Silver City, New Mexico

S E C U R ITY  N A TIO N A L B A N K  OF ROSW ELL  
Roswell, New Mexico 

THE C A P ITA L B A NK  
Santa Fe, New Mexico

TH E C L O V IS  N A TIO N A L B A NK  
Clovis, New Mexico

THE M E R C H A N TS  BANK
Gallup, New Mexico 
VALLEY B A NK  

Farmington, New Mexico

Independent 
Bankers 

do it Better.
See you at the Convention 

The First National Bank in Albuquerque
New Mexico's Largest Home-Owned Independent Bank

m m ------» - - r r wM0OTWX ru iv
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A  n o te  fr o m  h is to r y :

-1937 The Citizens National Bank of Decatur, 111., establishes 
the first correspondent bank department in Illinois outside 
of the Chicago metropolitan area. John H. Crocker 
pioneered in establishing the correspondent bank service 
over a wide area in Illinois.

Toddy Citizens National Bank provides all correspondent
banking services available at "money center’’ banks and 
we’re personally available promptly—

Just Phone: Dale Arnold or 
Dave Weber 217/424-2063

17=3 T H E  C IT IZ E N S  
^=3 N A T IO N A L  B A N K  

O F  D E C A T U R
LANDMARK MALL 
DECATUR, ILLINOIS 62525

U k'ht (m etc f tu b
Member FDIC
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Illinois Convention

President

M O N TG O M ERY

John  R. M ontgom ery I I I ,  IB A  p res ., is p res ., 
Lakeside  B an k , C h icago , w h ich  he jo ined in 
1966, fo llo w in g  serv ice  w ith  N orthern Trust, 
Ch icago , th a t began in 1952. He has attended 
the IB A  Trust Developm ent School.

1st Vice Pres.

BACKLUND

Serv ing  a s  IB A  1st v .p . is B . F. B ack lund , p res ., 
B a rto n v ille  B a n k , w h ich  he jo ined in 1970. He 

entered banking  w ith  the N eb raska  Banking  
Dept, in 1955 and  is a  g rad u ate  

o f the G ra d u a te  School of Banking  
a t  the  U n ive rs ity  o f W isconsin

2nd Vice Pres.

W EIR

IB A  2nd v .p . is G a v in  W e ir , ch . & p re s ., 
C h icago C ity  B a n k , w h ich  he jo ined a s  p res, 
in 1970. He w a s  fo rm erly  w ith  Pu llm an B an k , 
C h icago , w h ich  he jo ined in 1950.

Peoria, June 4-6

Headquarters—PEORIA HILTON

T E N T A T IV E  P R O G R A M
FIRST SESSION, 9:30 a.m., June 5

Presiding—JOHN R. MONTGOMERY III, president, Illinois Bankers 
Association, and president, Lakeside Bank, Chicago.

Presentation of Colors.
Invocation.
Welcome— RICHARD CARVER, mayor of Peoria.
Address—GEORGE LeMAISTRE, chairman, Federal Deposit In

surance Corp., Washington, D. C.
Address—GERALD M. LOW RIE, executive director, government 

relations, American Bankers Association, Washington, D. C. 
American Bankers Association Annual Meeting and Election.
Door Prize Drawing.
Adjournment.

SECOND SESSION, 9:30 a.m., June 6 

Presiding—JOHN R. MONTGOMERY III.
Address—“A View From Washington,” FRANK REYNOLDS, senior 

correspondent, ABC News, Washington, D. C.
Address—To Be Announced.
Address—To be Announced.
Door Prize Drawing.
Adjournment.

THIRD SESSION, 2 p.m., June 6

Presiding—JOHN R. MONTGOMERY III.
IBA Annual Meeting and Business Session.
Election of Officers.
Adoption of Proposed Resolutions.
Annual Reports—JOHN R. MONTGOMERY and W ILLIAM HOO

TER, executive vice president, Illinois Bankers Association, Chicago. 
Adjournment.

Convention Speakers

LeM AISTRE LO W RIE
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LeMaistre, Lowrie 
Head List of Speakers 
At I BA Convention

PEORIA—FD IC Chairman George 
LeMaistre and Gerald M. Lowrie, exec
utive vice president of government re
lations for the ABA, head the list of 
speakers at this year’s annual Illinois 
Bankers Association convention, set for 
the Peoria Hilton Hotel June 4-6.

The convention gets under way at 
noon on Sunday, June 4, when the 
registration desk and exhibitors’ section 
open. Also on the calendar for that day 
is a dinner for past presidents, treasur
ers and wives.

Monday’s program begins with the 
first business session, presided over by 
IBA President John R. Montgomery III, 
president, Lakeside Bank, Chicago. 
Peoria Mayor Richard Carver is ex
pected to welcome the delegates prior 
to Mr. LeMaistre’s address.

Mr. Lowrie’s address will consist of 
a legislative report and will precede the 
annual meeting of Illinois ABA mem
bers, at which elections will be held to 
select delegates to the ABA convention.

At noon, the 50-Year Club will meet

IH CHIC mo
..the BIST mm 

far
tuntr mm f

• 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 P A R IS

TOWER
HOTEL*

Second V.P. Candidate

Ja c k  D. Lem m erm an, 
p resident, N a t i o n a l  
B an k , M onm outh, is 
the nom inee fo r IB A  
2nd v .p . fo r 1978-79. 
He jo ined his b an k  30 
y e a rs  ago and  has 
been p resident since 
1966. He is a  past 
IB A  tre asu re r and  a  
p ast p resident o f 
G roup S ix . He is a 
m em ber o f the A B A 's  
govern ing  council and  
a  d irecto r o f the W est
ern Illin o is  C hap te r o f 
A IB .

for luncheon and a spouses’ program 
will be conducted in the afternoon.

Tuesday’s general business session 
will open with an address by Frank 
Reynolds, senior correspondent, ABC 
News. His topic: “A View From Wash
ington.” Two other speakers will appear 
on the morning program, but they had 
not been confirmed at press time.

The convention luncheon will be 
held at noon, with the name of the 
speaker to be announced.

The closing business session will be
gin at 2 p.m. and will include the IBA 
annual meeting and annual reports by 
Mr. Montgomery and IBA Executive 
Vice President William Hocter.

The convention will wind up with a 
6 p.m. reception and 7 p.m. banquet. 
Entertainment will be provided by 
Woody Herman and his orchestra.

IBA Opens Springfield Office 
Headed by R. C. Schrimple

The IBA recently opened an office 
in Springfield headed by Robert C.

Schrimple, legisla
tive consultant and 
former executive 
vice president of 
the IBA.

Opening of the 
downstate office re
flects the rising at
tention being de
voted by the bank
ing industry to 
state legislative is
sues, Mr. Schrim
ple said.

He added that the facility is expected 
to improve the liaison with the vast 
majority of IBA member banks that are 
located downstate.

The IBA joins the Association for 
Modern Banking in Illinois and the In
dependent Community Banks in Illinois 
in maintaining offices in Springfield.

Others on the IBA Springfield staff 
are John Ryerson, Robert Marlowe and 
C. Russell Hamilton, all legislative as
sistants. Mr. Ryerson is a former staff

SCHRIM PLE

assistant to the Democratic leadership 
in the state senate. Mr. Marlowe served 
as a lobbyist for the Illinois Railroad 
Association and Mr. Hamilton was a 
member of the Illinois General Assem
bly for eight years.

Arseneault Completes Term 
As Treasurer of IBA

is president, Soy 
Capital Bank, De
catur. He joined 
the bank in 1959 
and has been presi
dent since 1966. 
He entered bank
ing in 1954 at 

A RSEN EA U LT Connecticut Bank, 
Hartford.

He has served as vice chairman of 
the state legislation committee and as 
a member of the bank management, 
insurance and protection and executive 
committees of the IBA.

SIN Q U EFIELD

■ R EX A. SIN QU EFIELD , vice presi
dent, American National, Chicago, has 
been named senior vice president, head 
of the trust department and trust com
mittee chairman. He joined the bank 
in 1972 and had been a vice president 
since 1976.

IBA Treasurer Candidate
Raym ond C . Bur

roughs, p resident, C ity  
N a t i o n a l ,  M urphys- 
boro , is a  can d id ate  
fo r IB A  tre asu re r. He 
has been nom inated 
by the IB A  nom inating  
com m ittee. M r. Bur
roughs jo ined his bank  
in 1966 a s  p resident, 
fo llo w in g  serv ice  w ith  
B an k  o f  A m erica , B ak 
ersfie ld , C a l if . ,  and  
W ayn e  County B an k , 
Fa irf ie ld , III .

Edmond J. Arseneault is completing 
his year-long term as IBA treasurer.

He was elected to 
the post during last 
year’s convention. 

Mr. Arseneault
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When you work with a correspondent bank, 
your correspondent banker is  that bank.
You choose a correspondent bank b ecau se 
you n eed  and ex p ect th e norm al 
correspond ent bank services: fast check  
clearing, com puter services, overline loan 
participation, securities safekeeping, 
investm ent help and exp ertise  in special 
banking areas like agricultural financing.

B u t m ore than that you look directly to your 
banker for help. H e's your personal key to 
opening  th e services that correspondent 
banking has for you to profit from. H e has to 
know  your territory like you do, b e  aware of 
your special n eed s and he's got to b e  th ere 
w hen you n eed  h im —with th e answer.

Jim M ontgom ery has over 20  years exp erien ce  
as a correspondent banker in Sou thern  
Illinois. H e know s th e land, h e knows the 
people. H e know s how to m ake correspondent 
banking with us work for you. Ask around.
A lot of Sou th ern  Illinois bankers already know 
Jim, shouldn't you?

Jim Montgomery's our kind of banker, 
we think he's your kind, too!

F I R S T
N A TIO N A L
B A N K
O F  B E L L E V I L L E  

Member FDIC

19 Public Square Belleville, Illinois 62222 (6 1 8 )2 3 4 -0 0 2 0
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Same Ground Rules Needed 
For Banks as Are Allowed 
S&Ls and Credit Unions

By John R. Montgomery III 
President 

Lakeside Bank 
Chicago

As legislation and regulations con
tinue to be introduced at the national 
level that will further restrict banks and 
bankers, we have seen expanded powers 
allowed to S&Ls and credit unions 
(CUs) in the past several years. In 
Illinois, a unit-banking state with 1,233 
community banks, S&Ls already have 
opened over 600 branches. The Cater
pillar Employees Credit Union has 13 
branches in Peoria.

Advocates of branch banking point 
to this branching by S&Ls and CUs and 
suggest that banks are being disad
vantaged and banking should be af
forded the same branching powers. 
But our ability in the banking industry 
to compete effectively goes beyond the 
ability of these institutions to branch; 
indeed, it goes beyond the /4% interest 
rate differential.

First, it’s important to recognize that 
most S&Ls and CUs are mutual, not- 
for-profit associations. They don’t have 
to show a profit. Banks, on the other 
hand, are for-profit corporations and 
management is charged with generating 
a profit on bank capital that is com
petitive—or hopefully more competitive 
—with that which can be achieved by 
investors in alternative investments.

This basic difference between these 
financial institutions can be seen in a 
Chicago S&L that closed out 1976 with 
assets of $1.9 billion. A bank of com
parable size would hope to return 1% 
on assets, or $19 million in income. This 
S&L earned less than $5 million! Thus 
it had upwards of $14 million more 
than a bank of comparable size to put 
into full-page newspaper ads, pay more 
interest on savings, subsidize NINOW 
accounts or build branches.

A corollary disadvantage banks suffer 
is Federal Home Loan Bank Board per
mission to S&Ls to operate with con

siderably lower capital positions than 
bank regulators insist on for banks of 
comparable size.

The Chicago S&L referred to above 
had a capital-to-asset ratio at year-end 
1976 of less than 6%, even though its 
loan-to-deposit ratio exceeded 100%.

A $400-million S&L in Chicago has 
a 3.5% capital-to-asset ratio but a loan- 
to-deposit ratio of 120%! A commercial 
bank would be closed by examiners if 
it was found in that condition.

Is not a depositor in an S&L entitled 
to the same protection a depositor in a 
commercial bank receives? Regulators 
expect banks to maintain capital-to- 
asset ratios of 7% to 8%, yet S&Ls with 
higher risk asset ratios are permitted to 
operate with much less capital. Those 
who speak of parity of interest rates 
should be equally concerned about 
parity in regulatory treatment.

CU powers have been appreciably 
broadened in the past several years. But 
what should be important to the general 
public is that regulation and super
vision of CUs is significantly less strin
gent than it is for banks. Again, the 
public deserves the same protection for 
its funds in a CU as is provided by a 
bank.

There is, of course, a broad historic 
precedent for CUs where employees of 
a given business or affinity group have 
formed an association for their own 
benefit. But what we are seeing today is 
a broadening of the definition to em
brace a much larger affinity group. 
Thus, we have credit unions in Illinois 
where the affinity group is “all Catho
lics” or that require people simply to 
reside in one or two counties to qualify 
as members.

Our legislatures should review state 
and federal statutes as they apply to 
CUs that adopt a public posture by 
b u ild in g  fre e -s ta n d in g  b u ild in g s , 
branches and broaden their affinity base 
definition to take in a large segment of 
the local population. Those CUs that 
choose to adopt a more public posture 
should be subject to the same regula
tory supervision and reserve require
ments that other financial institutions 
are subject to.

Obtaining parity on interest rates 
should continue to be a major thrust by

bankers in contacts with their repre
sentatives and senators. But it’s im
portant to recognize that there are basic 
problems that run much deeper. And 
despite parity on interest rates, if 
achieved, and branching, there are 
fundamental differences in treatment of 
these other financial institutions which, 
if not rectified, will continue to make it 
difficult to compete.

Banks are willing and able to com
pete, but they are forced to play the 
game under ground rules different from 
those of their competitors.

Seven First-Timers 
To Attend Convention

Seven first-timers, representing three 
St. Louis banks, will be attending the 
Illinois Bankers Association convention 
this year.

• Carlton A. Sterr is a vice president 
and manager of the bond department 
at Boatmen’s National. He has more 
than 13 years’ experience in investment 
and commercial banking.

• D. Phillip Setterlund is a corre
spondent bank officer at Boatmen’s Na
tional, which he joined last year. He 
has been in banking for several years.

• Ernest K. Hellmich joined Boat
men’s National last November. He has 
been in banking for 14 years.

• Larry D. Bayliss is vice president 
for advertising and public relations at 
Boatmen’s National. He joined the bank 
in 1968.

• John W. McClure is a vice presi
dent at Mercantile Trust, which he 
serves as head of the central group of 
the regional banking division. He joined 
the bank in 1971.

• Neil F . Bergenthal is a vice presi
dent at First National. He joined the 
bank in 1974 and was formerly a super
visory loan examiner for the Farm 
Credit Administration, St. Louis.

• Earl N. Haldeman III  is an assis
tant vice president at First National, 
which he joined in 1976. He has at
tended the Southwestern Graduate 
School of Banking.

STERR BA Y LISS  SETTERLUND HELLM ICH BERG EN TH A L H ALDEM AN  M cCLURE
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FOR
EVERY CORRESPONDENT 
SERVICE IN CENTRAL ILLINOIS

IT’S THE

PHONE (217)753-6000

Springfield

M A R IN E  B A N K  4 3 ? S o u th  S ixth" ^
Member, F.D.I.C.
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Form er w areho use  (top) w a s  transfo rm ed  by 
C o ntinenta l B an k  into o perations bu ild ing  (2nd 
from  top) during th ree-year reno vation  p ro ject.

n iiljS H  • ■¡tl - l y ^ w . i u r lËÉ
H E *

" wwtmm mt*
N M i  * r  E m m  W Ê Ê S S IS Ê m

Bank s Operations Building 
Rebuilt From Top to Bottom 
And From Outside In

WHEN Chicago’s Continental Bank 
began to renovate its six-story op

erations building at 840 South Canal 
Street in 1975, the project that lay be
fore it included practically rebuilding 
the structure from top to bottom and 
from the outside in and completely re
placing the plumbing, electrical and 
heating systems. All this had to be done 
while the bank continued to use the 
building.

The 38-year-old building was pur
chased in October, 1975, from the 
General Electric Co. for $1,950,000.

The finished product was unveiled 
April 19, when the city’s mayor, Mi
chael Bilandic, and bank officials plant
ed a 35-foot "“Chicago tree” in a two- 
story atrium to symbolically open the 
building. Joining Mayor Bilandic were 
Continental’s chairman, Roger E. An
derson, and president, John H. Perkins, 
ABA president-elect.

The bank pursued a renovation pro
gram that called for completing the

upper floors first because they were 
needed soonest to minimize interference 
with bank operations.

Because of an inherent problem in 
the original construction’s design, the 
building’s interior and exterior walls 
were joined, placing continuous stress 
on the structure’s outer skin. As a result, 
tuckpointing on the building’s brick 
veneer was required every few years. 
The problem was solved by demolishing 
the walls floor by floor to expose the 
building’s core. After the removal of 
existing walls on each floor, the struc
ture was re-clad from the top down 
with new brick.

As a means of avoiding disruption of 
bank operations, a perimeter corridor 
was built between the building’s outer 
wall and computer areas. This corridor 
also was designed to contain the build
ing’s new mechanical and fire-protec
tion systems and other equipment re
quiring frequent maintenance. Service
men can gain access to this equipment

C o ntinenta l Ban k  covered ligh t court (bottom ) 
o f o rig in a l build ing  w ith  tu b u la r steel and 
g lass  sky ligh t to create  tw o -sto ry  a trium  (r ig h t), 
w h ich  co nta ins em ployee ca fe te ria  and  lounge 
a re a s . N ew  floor of a trium  covers o rig in a l 
roof. Trees and  p lan ts heighten outdoor effect.
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T H E  O LA N  M ILLS  WAY
Sharp and mellow. That’s the sum 

and substance of the new Olan Mills 
Bank Marketing Program.

This program is designed for 
maximum customer appeal. It’s hard to 
resist a family portrait. . . when it’s your 
family. . . and it’s a gift from your bank.

Believe us. Family portraits are 
appealing. We ought to know. We’re the 
largest photographic concern of its kind 
in the nation. And we’ve been at it for 
forty years. We’ve got to know more 
about family pictures than 
anybody else!

This campaign will be made 
available to you at a very 
nominal cost and will 
include a year-round 
program of newspaper 
ads. radio spots, 
billboard designs.

statement stuffer designs plus a budget 
guide promotion. A special feature of 
the campaign is the free color portrait 
promotion for individuals and family 
groups — tried, tested and guaranteed 
to work.

When we ask our customers to say 
“Cheese,” they keep on grinning . . . 
from ear to e a r . . .  from year to year! 
So will your customers.

For more information contact the
Bank Marketing Division 
1101 Carter Street, 
Chattanooga, TN, 
Telephone ( 615)  

622 -5141  Ext. 2 1 3
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T h is  F o u r  V o lu m e
MARKETING LIBRARY

Regular Price 
$41.00

NOW
ONLY « 2 9

95

t \ H° PL«S .
t e a s

c B m p ß 'cW

How to Plan, Organize and Conduct an Incentive Campaign 
. . . Mid-Continent Banker's newest how-to-do-it manual; a 
complete guide to procedure in evolving an effective in
centive 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 cur
rent events, getting new business from old customers, moti
vating staff members and concluding with a series of six 
case histories of actual bank promotions that obtained ex
ceptional results.
Regular Price: $11.00

Profit-Building Ideas fo r Bank Christmas Promotions. This 
is NOT a Christmas Club book, although ONE chapter is 
devoted to Christmas savings promotion plans. Other chap
ters: selling various bank services during the Holidays: using 
lobby decorations most effectively; helping children at 
Christmas; remembering employees in Christmas planning; 
using the "good w ill season" to build bank good w ill; get
ting the most benefits from Holiday publicity; planning for 
the Holidays from mid-summer to New Year's. In 80 pages 
are packed tested Holiday ideas used by banks, big and 
small, from coast to coast.
Regular Price: $7.00

How to Plan, Organize & Conduct Bank Anniversaries. . . 
The complete guide to procedure when holding a formal 
opening, an open house, any kind of bank celebration; 166 
pages, many illustrations; 12 chapters starting with "F irst 
Things First," ranging through "Add a Little Pizazz and 
Oom-pah," concluding with "  Expect the Unexpected"; 
eight appendices containing actual plans, budgets, programs 
used by banks in actual celebrations; a completely factual, 
step-by-step how-to-do-it book now in its second printing. 
Regular Price: $17.00

How to Write Bank Publicity and Get It Published. . . 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: $6.00

M O N E Y  BACK G U A R A N T E E —If not completely satisfied, return 
within 10 days for full refund.

r ,MID-CONTINENT BANKER 
408 Olive, St. Louis, Mo. 63102

Please send us books checked:
copies, Bank Celebration Book @ $17.00 ea. 
copies, Bank Publicity Book @ $6.00 ea. 
copies, Planning an Incentive Campaign @ $11.00 ea. 
copies, Profit-Building Ideas for Xmas @ $7.00 ea.
SEND ALL FOUR BOOKS AT THE LOW PRICE OF $29.95 
[ ] Check enclosed............................................................................

Name.................................................. T it le ..............................................
B a n k ...........................................................................................................
Street...........................................................................................................
City, State, Z ip ........................................................................................

(C heck  should accom pany order. We pay postage and handling. 
M issouri banks please include 4 .6%  sales ta x .)
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W ith These Three Board-Related Manuals

W A H A ^ ENt

The
Effective 
Board Audit

Bs--~

BOARD POLICY ON 
RISK MANAGEMENT

*15.00

THE EFFECTIVE 
BOARD AUDIT

*17.00

BANK BOARD and 
LOAN POLICY

(Third Edition)

*7.50

Edited by Dr. Lewis E. Daviidls 
Editor, The BANK BOARD Letter.

(1) BOARD POLICY ON RISK 
MANAGEMENT. This new 160-page 
manual provides the vital information 
a board needs to formulate a system to 
recognize insurable and uninsurable 
risks and evaluate and provide for 
them. Included are an insurance guide
line and checklists to identify and pro
tect directors against various risks. 
Bonus feature: A model board policy 
of risk management adaptable to the 
unique situations at any bank. Every 
member of your bank's board should 
have a copy!

QUANTITY PRICES
2-5 copies—$13.50 ea.
6-10 copies—12.50 ea.

(2) THE EF F EC T I V E  BOARD  
AUDIT. This 184-page manual pro
vides comprehensive information a- 
bout the directors' audit function. It 
outlines board participation, selection 
of an audit committee and the magni
tude of the audit. It provides guide
lines for an audit committee, deals 
with social responsibility and gives in
sights on engaging an outside auditor. 
It includes checklists for social respon-

sibfl¡ties audits, audit engagement let
ters and bank audits. No director can 
afford to be without a copy!

QUANTITY PRICES 
2-5 copies—$15.00 ea.

6-10 copies—$13.50 ea.

(3) THE BANK BOARD AND LOAN 
POLICY. Just off the press! This re
vised and expanded manual enables 
directors to be a step ahead of bank 
regulators by providing current loan 
and credit policies of numerous well-

THE BANK BOARD LETTER 
408 Olive St., St. Louis, MO 63102

managed banks. These policies, adapt
able to any bank situation, can aid 
your bank in establishing broad guide
lines for lending officers. Bonus fea
ture: Loan policy of one of the na
tion's major banks, loaded with ideas 
for your bank! Remember: A written 
loan policy can protect directors from 
lawsuits arising from failure to estab
lish sound lending policies! Order 
enough copies for all your directors!

QUANTITY PRICES
2-5 copies—$7.00 ea.

6-10 copies—$6.50 ea.

copies, Board Policy on Risk Management $ 
copies, The Effective Board Audit $
copies, Bank Board & Loan Policy $
Total enclosed $

Nam e.........................................................................................Title
Bank...................................................................................................
Street . .................................................................................... ..
City, State, Z ip .......... .......................................................

(Please send check with order. In Missouri, add 4.6% tax.
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So You Thought 
Your

Cadillac J  
Was p j

Something. . .

:  P  - v  ;

Well, check our Super Tin-Lizzie !
Will liven up a long hot summer like nothing you’ve ever 

seen before.
Perfect door prize for fairs, home shows, grand openings, 

anniversaries. Ideal for parades, instead of a float. Great car 
loan and deposit builder.

Or just for the heck of it.
And still only $670.00

Standard color scheme is red, black, gold. Gasoline engine, 3.2 HP.
Pneumatic tires. Steel frame, body. Fiberglass fenders, running boards.
Length 68”. Wgt. 220 pounds.________________________________________ __

TUCKER, I’M ECSTATIC! Please Rush_____ Super Tin-Lizzie(s) . |
Firm_____________________ _—--------------------------------------------------------------- ---------------------

Address.---------------------------- -------------------------------------------------------------------------------------—
City___________________________________________State (Zip)_----------------------------------------- I

We understand we i
are to be billed later. My Name (Position) /

BOB TUCKER • Box 1222 • Pt. Arthur, Tx. 77640 ¿¿ y  
_______________________________________________

SPECIAL
Three For $1850.00
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O rig in a l in terio r (I) . o f 38-year-o ld  operations build ing  o f 
C h icago 's Co ntinenta l Bank  w a s  com plete ly re fu rb ished . Re
designed floors include office space  fo r b an k 's  com puter sys
tem s support s ta ff  ( r .) , a s  w e ll a s  space fo r other bank 
operations.

by using the perimeter corridor and 
without entering the data processing 
area.

The atrium, which extends over the 
fifth and sixth floors and contains a 
cafeteria and employee lounge, was 
created by covering the original build
ing’s light court with a tubular steel 
and glass skylight and placing a new 
floor over what was the building’s roof. 
Seventeen tropical fica trees—a variety 
of fig—as well as numerous plants are 
arranged throughout the area to height
en the outdoor effect in the atrium.

Continental Bank is “reinvesting” the 
heat generated by computer equipment 
in the building by recycling it to heat 
other areas. The result is a super-so
phisticated energy system that con
serves fuel and saves money for the 
bank.

In simplified terms, the system works 
this way: Heat generated by computers’ 
operation rises and is captured by re
turn-air grilles in the ceilings. The 
heated air is carried by ducts to cooling 
coils. As the air passes over these coils, 
its heat is conducted to water inside 
the coils. This heated water is piped 
from the coils to chillers, where the heat 
—instead of being dissipated through

cooling towers into the open air and 
lost—is transferred to a heat exchanger, 
through which the heat is passed to 
water used in the building’s heating 
system.

The heated water runs through the 
building’s heating fan coils. Fans blow
ing air across these coils circulate the 
heat into building work spaces.

Energy also is being conserved in 
the two-story atrium area. Needs for 
heat and air conditioning there were 
reduced by more than half through use 
of special glass in the atrium skylight. 
Alternate layers of clear, opaque and 
tinted glass panes greatly reduce the 
escape of heat in winter and prevent 
the atrium from becoming overheated 
by the sun in summer.

To conserve electric power, there’s 
a control panel in the security center 
equipped with switches that can turn 
off unnecessary lighting on any floor. 
Lights can be reduced by one-third or 
two-thirds during non-peak working 
hours or turned off completely when no 
one is working on a floor.

According to Continental Bank, the 
entire renovation cost 20% less than a 
new building would and also saved 14 
months’ time. • •
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Thinking about issuing plastic cards
to your customers?

Talk to Indiana National about handling 
your card issue for you.

If there's one thing you don't need when 
you decide to issue plastic cards to your 
customers, it's having to call around to 
lots of different suppliers to get the job 
done. Forms designers and suppliers. 
Service Bureaus. Mailing houses. Plastics 
designers and manufacturers. Embossers. 
Encoders.

Indiana National can handle the entire 
project for you. From start to finish. 
First we sit down with you and lay out a 
complete schedule of events. Indiana 
National can handle everything for 
you—from the design of your card to 
arranging for production, design and 
printing of forms, embossing, encoding, 
inserting and mailing. If automated teller 
machines are involved, we can produce 
and mail those very important "personal 
identification numbers" to your customers.

we d like a chance to bid on your 
next card issue.
if you're planning a mass issue of a new 
card, reissuing an existing card, or just 
need assistance on the daily issue of cards, 
we’ve got the people, the equipment and 
the experience to do the job for you at 
competitive prices.
For more information and a card issue 
package, tailored to your specific needs, 
call or write:

Ken Waddell, Manager 
Indiana National Bank 
Bank Card Service Department 
One Indiana Square, MS1375 
Indianapolis, Indiana 46266 
317/266-6329

INDIANA NATIONAL BANK
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Indiana Convention

President

voss

IB A  pres, is Tom G . V o ss , p res ., Seym our N at'l, 
w h ich  he jo ined a s  t .o . in 1967. He had been 
elected a  d ir. the p rev ious y e a r . In 1970, 
he w a s  elected pres. He is a  g rad u a te  o f the 
G rad u a te  School o f Banking  a t the U n ive rs ity  
o f W isconsin  and  is a  CPA .

Vice President

SHAFFER

A ssn . v .p . is Pau l E. S h a ffe r, ch. & p res ., 
Fort W ayn e  N a t'l. He entered banking  in 

1945 a t  Rockford  (O .) N a t'l, jo ined his present 
b an k  in 1952, w a s  elected an  officer in 1955, 

pres, in 1968 and  ch. in 1970. He is 
a  certified  com m ercial lender.

Treasurer

M cW h o r t e r

Russell R. M cW horter, IB A  tre a s ., is  p res ., 
C itizens B an k , M ich igan C ity . He entered 
b anking  in 1947 in D an v ille , I I I ., and  joined 
his present b an k  in  1962 a s  v .p . He has 
held his p resent title  since 1972. He is on the 
fa cu lty  o f the G rad u a te  School o f Consum er 
Banking  a t  the U n ive rs ity  o f V irg in ia .

Indianapolis, June 6-8 

Headquarters-HYATT REGENCY INDIANAPOLIS

P R O G R A M

FIRST SESSION, 9:30 a.m., June 7

Call to Order—TOM G. VOSS, president, Indiana Bankers Associ
ation, and president and CEO, Seymour National Bank.

Welcome—W ILLIAM HUDNUT III, mayor of Indianapolis.
Report of Nominating Committee.
Election of Officers.
Address—LEE H. HAMILTON, U. S. congressman from Columbus, 

“U. S. Foreign Policy in an Interdependent World.”
Address—JOHN H. PERKINS, president-elect, American Bankers As

sociation, and president, Continental Illinois National Bank, Chicago.
Address—JOHN G. HEIM ANN, Comptroller of the Currency, Wash

ington, D. C.
Adjournment.

SECOND SESSION, 9:30 a.m., June 8

Call to Order and President’s Message—TOM G. VOSS.
Meeting of Members of the American Bankers Association.
Address—TILFO RD  C. GAINES, senior vice president and economist, 

Manufacturers Hanover Trust Co., New York City.
Address—TO BE ANNOUNCED.
Panel—“Legislative and Regulatory Outlook—the Department View.”
Adjournment.

G A IN ES  PERKIN S H EIM AN N
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Changing Dimensions'
Is Literal Theme 
For Indiana Meeting

“Changing Dimensions” is the theme 
of this year’s Indiana Bankers Associ
ation convention, set for June 6-8. One 
of the basic dimensions being changed 
is the convention location, moved from 
traditional French Lick to Indianapolis, 
with headquarters at the Hyatt Regency 
Hotel.

The annual meeting is being billed 
as a “new-type” convention, and a 
number of innovations will take place 
this year throughout the three-day 
event.

Heading the speaker list will be Til- 
ford Gaines, senior vice president and 
economist, M a n u fa ctu re rs  Hanover 
Trust, New York; John Perkins, ABA 
president-elect, and president, Conti
nental Illinois National, Chicago; and 
John G. Heimann, Comptroller of the 
Currency, Washington, D. C.

Other speakers will include U. S. 
Congressman Lee H. Hamilton from 
Columbus, whose topic will be “U. S. 
Foreign Policy in an Interdependent 
World,” and a speaker to be announced.

A legislative and regulatory outlook 
panel will be held during the second 
general business session. Moderator will 
be Donald Hatke, chairman, IBA legis
lative committee, and president, Han
cock Bank, Greenfield. Panelists will in
clude George N. Lane, chairman, Citi
zens Bank, Jeffersonville; G. Eugene 
Yates, president, First Savings & Loan 
Association of Central Indiana, Ander
son; and James E. Faris, director, Indi
ana Department of Financial Institu
tions. Messrs. Lane and Yates are mem
bers of the Department of Financial 
Institutions.

A special-interest session will be held 
on the afternoon of June 7 by Alex 
Sheshunoff, president, Sheshnoff & Co., 
Austin, Tex. Title of the session will be 
“Increasing Your Service-Charge In
come.”

Dr. Norman Vincent Peale will sneak 
at the final convention activitv, which 
is a luncheon for bankers and spouses. 
Dr. Peale will discuss “Why Positive 
Thinkers Get Positive Responses.”

This year’s convention will include 
an exhibit area of 50 booths, a first for 
the IBA. The exhibits will be open on 
all three days of the meeting.

Highlights of the first day will be a 
reception and luncheon for members of 
the IBA’s 50-Year Club, the opening of 
the exhibit area in the Indiana Con
vention Center and correspondent bank 
social functions.

The second day will start with the

past presidents’ breakfast, the first 
general business session, separate lunch
eons for bankers and wives, the special- 
interest session, reception and banquet.

Thursday’s activities will begin with 
a breakfast for the ABA official family, 
with the second business session and 
the joint banker/spouse luncheon fol
lowing.

Banquet entertainment will be pro
vided by the Regeneration singing 
group, said to be one of America’s 
premier performing groups.

A women’s program will include a 
special tour of the Indianapolis Museum 
of Art, the governor’s residence, the 
new City Market, the Morris-Butler 
Home and the Children’s Museum.

Two Are First-Timers

ISBELL M ATH IA S

Ph illip  B. Isbe ll and  Robert J . M ath ia s w ill be 
first-tim ers a t the In d ia n a  B ankers Association 
convention th is y e a r . M r. Isbe ll is a v ice  p resi
dent in the correspondent banking  d iv is io n , 
Boatm en's N a tio n a l, St. Louis. P rio r to jo in ing 
Boatm en 's, he served  in the correspondent d i
v ision  o f N a tio n a l Stock Y a rd s  N a tio n a l. M r. 
M ath ia s  is a  banking  officer in d iv is io n  A  o f 
the centra l group a t M ercantile  Trust, St. Louis. 
He jo ined the b an k  in 1974 and  w a s  nam ed 
a banking  officer in 1976.

■ BERYL W. SPRINKEL, executive 
vice president/economist, Harris Bank 
Chicago, was the featured speaker at 
an economic seminar sponsored by St. 
Joseph Valley Bank, Elkhart, April 27. 
The program was one of a continuing 
series of such seminars for local busi
ness people. In other action, Michael I. 
Neff, assistant vice president, was made 
head of the newly established loan re
view department. He joined the bank 
in 1974 as an audit trainee. In Janu
ary, 1975, he was made staff auditor, 
and the following August, he was pro
moted to audit supervisor. Mr. Neff 
advanced to assistant vice president in 
1976 and remained in the auditing de
partment until assuming his new duties.

■ ST. JOSEPH BANK, South Bend, 
promoted Joseph Koloszar, Phillip E. 
Byrd and Steven Watts to vice presi
dents and named John McBride assist
ant vice president. Mr. Koloszar is

manager, Roseland Office. Mr. Byrd is 
a commercial loan officer. Mr. Watts 
heads the international department, and 
Mr. McBride is in the consumer loan 
department.

■ COMMUNITY STATE, Huntington, 
has promoted Nora E. Hill to vice pres
ident and secretary, James K. Bledsoe 
to vice president and trust officer, Rob
ert J. Kyle and John H. Easterday to 
assistant vice presidents and Nancy 
Denman to assistant vice president and 
branch manager.

■ W ILLIAM L. SIMONSON JR. has 
been named assistant vice president, 
corporate banking division, Peoples 
Trust, Fort Wayne. He was formerly 
with Lorain (O.) National.

■ FIRST BANK, Whiting, has two new 
directors—Gerald Thomas Clusserath 
and Donald O. Cassaday. Mr. Clusser
ath is president, Budd Mechanical Sys
tems, Hammond, and Lake Specialties, 
Inc. Mr. Cassaday is senior vice presi
dent, loan division, First Bank.

■ TERRY LEW IS and Michael Schec- 
ter have been promoted to assistant 
vice presidents at Citizens Bank, Jeffer
sonville. Mr. Lewis joined the bank 
in 1970 and has been Greentree Branch 
manager since last July. Mr. Schecter 
went to the bank in 1973 and was made 
Hallmark Branch manager in 1976.

■ ST. JOSEPH BANK, South Bend, 
has promoted Lloyd Taylor to senior 
vice president, Barbara Lenczowski to 
vice president and Donald Dennig to 
assistant vice president. New officers 
are Suzanne Case, assistant investment 
officer, and William Corbett, trust of
ficer.

■ INDIANA NATIONAL, Indianapo
lis, has promoted James R. Wood and 
Paul C. Munson to vice presidents and 
trust officers. Mr. Wood heads the new 
business development department, trust 
division, and Mr. Munson is in the re
search area, trust. Both formerly were 
assistant vice presidents. A. Ernest Wil
liams, manager, car leasing, was made 
an assistant vice president, installment 
loan department.

■ DONALD L. ALFORD SR. has 
been promoted to manager, Sample 
Street Office, First Bank, South Bend. 
He joined the bank in 1974 as opera
tions manager and has been in that 
post at the Ewing Avenue, Western 
Avenue and Airport offices.
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Seated, left to right, Frank Nichols and Jim Burkholder,
Leonard Marshall, standing.

□  Friendship is more than just a word at Louisville Trust Bank. 
We try to make it happen with our person-to-person corres
pondent banking service, which is administered by bankers 
you know, who believe in practicing good service. ,, not just 
talking about it. We call that friendship and rapid Louisville 
Trust Bank response.
□  It’s also efficient, regardless of the current difficulties.
□  At Louisville Trust Bank, our correspondent banking team 
is backed up by the Chairman of our board, and Chief 
Executive Officer, Leonard Marshall, as well as every other full 
service specialist in our bank.
□  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.
□  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.
□  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.

Louisville Trust Bank
One Riverfront Plaza • Louisville, Kentucky 40202 • 502/589-5440
M em ber Federal Reserve System, Federal Deposit Insurance Corporation
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MISSISSIPPI HAS AN ATTITUDE WORTH CATCHING!
We believe in hard work for what we want, 
and we know how to work hard together.
We think our attitude is one of the most 
important, most positive of our state’s many 
resources. We’ll bet you don’t know all the 
facts about the good things we’re doing 
in Mississippi.

Find out more from j H
First National Bank ••• 
you’ll be interested 
in what you hear*

Jackson. Mississippi Member FDJC
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President

SMITH

Ray K. Smith, MBA pres., is pres. & CEO,
First Nat'l, Greenville, which he joined in 1957. 
He was elected a dir. in 1967 and pres. &
CEO in 1972. He has served MBA as ch., 
uniform consumer credit code, installment 
credit and bank management committees and 
as a member of the legislative committee.

Vice President

GAGE

Serving as v.p. of the MBA is R. D. "Bobby" 
Gage III, pres. & CEO, Port Gibson Bank. He 

joined the bank in 1952 as cash./v.p. after 
five years as an attorney. He was appointed 

pres. & CEO in 1967.

Treasurer

McMULLAN

MBA treas. is Paul W. McMullan, ch.. First 
Mississippi Nat'l, Hattiesburg. He entered 
banking in 1954 in Newton, Miss., and joined 
First Mississippi Nat'l in 1965. He has held 
his present title since 1973.

Biloxi, May 20-24

Headquarters—Biloxi Hilton & Broadwater Beach Hotels

PROGRAM

FIRST SESSION, 9:15 a.m., M ay 22

Call to Order.
Executive Committee Report—RAY K. SMITH, president, Mississippi 

Bankers Association, and president and chief executive officer, 
First National Bank, Greenville.

Resolutions—V. E. BERBETTE, committee chairman, and president, 
First Citizens National Bank, Tupelo.

Financial Report—PAUL W. McMULLAN, Mississippi Bankers Asso
ciation treasurer, and chairman and chief executive officer, First 
Mississippi National, Hattiesburg.

Presentation of 40-Year Club Certificates.
Chair of Banking Report—DONALD L. MOAK, chair of banking.
Young Bankers Section Report—CHARLES A. JORDAN, president, 

Young Bankers Section, Columbus.
Standing Committee Reports.
Address—LAWRENCE K. ROOS, president, Federal Reserve Bank 

of St. Louis.

SECOND SESSION, 9:30 a.m., May 23

President’s Address—RAY K. SMITH.
Report on School of Banking of the South—ORRIN H. SWAYZE, 

director emeritus, School of Banking of the South.
Meeting of Mississippi Members of American Bankers Association— 

LEO W. SEAL JR., member, ABA governing council, and president 
and chief executive officer, Hancock Bank, Gulfport.

Presentation of 50-Year Club Certificates.
Address—THOMAS R. SMITH, treasurer, American Bankers Asso

ciation, and president, Fidelity Brenton Bank, Marshalltown, Iowa.
Necrology Report.
Resolutions Committee Report—V. E. BERBETTE.
Report of Nominating Committee.
Election of Officers.
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ABA Treasurer, Fed Pres. 
Set for Miss. Convention 
In Biloxi M ay 20-24

BILO XI—ABA Treasurer Thomas R. 
Smith and Lawrence K. Roos, presi
dent, St. Louis Fed, head the list of 
speakers for this year’s annual Missis
sippi Bankers Association convention, 
set for May 20-24. Mr. Smith is presi
dent, Fidelity Brenton Bank, Marshall
town, la.

The convention gets underway on 
Saturday, May 20, with the annual 
tennis and golf tournaments. Registra
tion opens at 2 p.m. in the Hilton 
Hotel lobby.

Specializing 
in Louisiana and 

Mississippi 
Municipal Bonds

Hattier, Sanford 
& Reynoir

IN V E S T M E N T  B A N K E R S  
Whitney Building, New Orleans, La. 70130 

(504) 525-4171

Convention Speakers

SMITH ROOS

Parties set for Saturday include a 
welcoming affair sponsored by Missis
sippi Bank, Jackson, and an evening 
party sponsored by First Mississippi 
National, Hattiesburg.

A devotional service will be held on 
Sunday morning, May 21. Other events 
include the tennis tournament finals, the 
executive committee/past presidents’ 
dinner and parties sponsored by Cen
tral Bank, Birmingham, Deposit Guar
anty National, Jackson, and National 
Bank of Commerce, Memphis.

The first general business session 
starts at 9:15 a.m. on Monday, May 22, 
in the Hilton Grand Casino. At 11 a.m., 
First National, Jackson, will hold its 
annual party in the Hilton Grand Ball
room. A golf tournament will begin at 
1 p.m. and the traditional oyster bar 
will start at 4 p.m., sponsored by Han
cock Bank, Gulfport.

Evening events will be held at the 
new Mississippi Coast Convention Cen
ter. The social hour will begin at 6:30 
and the banquet, entitled “Ray’s River- 
boat Ramble/Seafood Jamboree,” will 
begin at 7:30. Entertainment will be 
provided by the New Christy Minstrels.

Your Canton Business Invited

C A N T O N  WE w e l c o m e

THE OPPORTUNITY
E X C H A N G E  t o  serve  y o u

B A N K  CANTON, MISSISSIPPI

"In Our 98th Year"

BRANCH BANKS—MADISON—RIDGELAND 
BRANCH OFFICE—EAST CANTON SHOPPING CENTER

Common Capital 
$810,000.00

Earned Surplus 
$1,900,000.00

Total

Resources

Over $42,000,000.00

MEMBER FEDERAL DEPOSIT INSURANCE CO R PO R ATIO N

Tuesday’s events begin with a break
fast for graduates of the School of Bank
ing of the South, followed by the sec
ond general business session, beginning 
at 9:30 a.m. at the Broadwater Beach 
Hotel.

A stag luncheon and a women’s buf
fet will be held at 11:30 a.m., the oys
ter bar will reopen at 4 p.m. and the 
annual banquet will begin at 7:30 p.m.

Bankers Should Expect 
To Pay for All Deposits, 
Within Few Years

By RAY K. SMITH 
President

First National Bank 
Greenville, Miss.

For a number of years, most banks 
have experienced a larger percentage of 
their total deposits flowing into interest- 
bearing accounts. The trend has ac
celerated and we can likely expect it 
to continue.

Not only have individual and com
mercial depositors become more con
scious about investing their excess funds, 
but public officials also are leaving 
smaller balances in their demand ac
counts so they can employ more dollars 
and earn more interest.

The U. S. Treasury’s recent move to 
changing its T&L accounts from being 
interest-free to interest-bearing is just 
another example of what we might 
expect in the future.

Whether or not we see nationwide 
NOWs, automatic transfers from sav
ings to checking or interest-bearing 
checking accounts, there’s a definite 
influence moving in that direction and 
we might expect to be paying for all 
our deposits in a few years.

There’s a rather strong feeling by a 
certain number of people on the federal 
level that Regulation Q should be 
abolished altogether so small savers 
would have access to the same market 
rates as larger depositors. That philoso
phy can have much voter appeal, but it 
also could have disastrous results.

The only way the banking industry 
can maintain a sound structure is to 
continue to earn a reasonable return 
on its equity. Being confronted with the 
prospect of much higher interest costs, 
we will certainly have to offset that 
expense through pricing of services 
and/or loans. Should Regulation Q be 
abolished and we experience an esca
lating rate environment, it’s doubtful 
that many states would have usury 
ceilings that would allow an adequate 
spread between interest paid and 
interest charged.

It would be too politically unpopular
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to expect state legislatures to abolish 
their own usury ceilings, so if it should 
turn out that Congress does eliminate 
Regulation Q so all savers earn the 
same rates set in the marketplace, 
it also should have the courage to 
abolish usury ceilings and let the 
marketplace set the price on loans 
rather than having the price be re
stricted artificially.

Bad-Check Tips
(Continued from  page 20)

the check. However, when that paper 
is copied, light from a copying ma
chine will activate the chemicals form
ing the word “void” and the check 
will be reproduced exactly, but with 
the word “void” across it.

How about counterfeit bills?
Here comes the copier again. If the 

new color copying machines can re
produce a check exactly, they can 
reproduce money, stock certificates and 
travelers’ checks.

But three tests will help you spot a 
counterfeit bill and any one of them 
will work. Tellers should choose the 
one that’s easiest and fastest.

First, on the face of a real bill, 
where the presidential photo appears, 
there are tiny cross-hatches a counter
feiter cannot adequately reproduce.

Neither can the copying machine pro
duce them. Therefore, the photo on a 
counterfeit bill usually will contain a 
gray area. If there are no lines, the 
bill is a phony.

Second, check at the left of the bill’s 
face for the seal from the Federal Re
serve branch where the bill has been 
issued. If the bill is counterfeited or 
copied, the spokes of this seal will be 
slightly rounded—not sharp as on a 
real bill.

Third, in the upper left comer of the 
bill’s face (and also in the lower right 
corner) you’ll find a capital letter and 
one or more numbers. The letters and 
numbers on a real bill are sharply in 
focus. On a counterfeit or copied bill, 
they will seem slightly out of focus.

If your teller is still not sure whether 
a bill is real or counterfeit, the best 
way to check is to take a bill out of 
the cash drawer and compare the two. 
Real money is almost three dimension
al in appearance, due to the way the 
money is printed. There is no way a 
counterfeiter can reproduce this three- 
dimensional quality. The minute the 
two bills are compared, it will become 
obvious that one is a fake.

Another problem for banks and busi
nesses are invalid personal checks. 
These checks usually are written by 
persons who have had their accounts 
for less than a year, so their checks 
will usually bear numbers in the 100s. 
One policy I feel should be instituted 
in all banks is numbering checks from

101 and up. This policy ought to be
come a national standard.

It’s one of the few ways a merchant 
or businessman can protect himself 
from checks that bounce. It helps him 
judge whether a customer is a risk by 
how long he’s had the account. Of 
course, we all know that banks do not 
encourage the writing of checks on ac
counts with insufficient funds, but it’s 
an established fact that over half the 
bad checks written on personal accounts 
are from those who have had their ac
counts less than a year.

There is another way to make it safe 
to accept personal checks drawn from 
other banks, and that is through the 
check-verification services now avail
able. The advantage of such a service 
is that the check isn’t merely verified, 
it’s guaranteed. If a bad check is pre
sented, and it bounces, such a service 
will buy that check back, so there is no 
loss to the bank. And it’s good for the 
consumer, since he knows that if the 
bank subscribes to the service, he’ll be 
able to cash his personal check whether 
or not he has an account there.

Banks are making inroads in the loss 
of revenues through bad checks and 
counterfeit money, but more has to be 
done. Tellers must be trained in the art 
of detecting frauds. It’s much better 
to be protected against losses than to 
absorb them. • •

■ ROY F. W H ITE has been promoted 
to vice president, Merchants & Farmers 
Bank, Columbus. Others advanced 
were: to assistant vice presidents, Jean 
Sudduth, Ralph Olier and Robert Pal
mer. Mr. White was vice president. 
Mrs. Sudduth and Messrs. Olier and 
Palmer were assistant vice presidents. 
Mr. Olier is manager, Mid-City Drive-In 
Branch; Mr. Palmer is manager, Gate
way Branch. The bank also elected 
Lynn Goodman assistant cashier. She is 
at the New Hope Branch.

For Every Banking Service

PINKCORINTH, MISSISSIPPI MEMBER F.D.I.C,

Specializing in

MISSISSIPPI A N D  SOUTHERN M UNIC IPAL BONDS
and

Industrial Revenue, Hospital Revenue, and 
Leased Housing Revenue Bonds

—T
V *

THORN,/4LVIS, WELCH, INC.
INVESTMENT SECURITIES

Suite 1726 Capital Towers— P.O. Box 806— Jackson, Mississippi 39205 
(601) 969-9200

JO H N  THO RN JAMES H. ALVIS LO NN IE  W ELCH
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Regional Bank!
Many people, when they “think Mississippi,” have in 
mind one of our State’s beautiful antebellum homes, 
or fields of cotton, or a civil war battlefield or some 
other historic or scenic feature.
But, there are many other things to think about the 
Mississippi of today: The third highest growth rate in 
pencapita income in the nation. New capital investment

in manufacturing averaging approximately $275 million 
per year for the past several years. And, Mississippi’s 
largest banking system, now reporting over $1 billion 
in total assets and with the capability of handling 
virtually any need you or your customers may have for 
special services in Mississippi. A call to the Regional 
Bank Officer serving your area will bring you the kind 
of prompt and efficient service you expect from a 
major regional bank.

The Correspondent Department 
of Mississippi’s Regional Bank

think, also, about 
a billion dollar

Grow with Us

DEPOSIT
GUARANTY
NATIONAL BANK Member F.D.I.C.
Jackson • Centravi le  • Greenville • Greenwood 
Hattiesburg * McComb • Monacello • Natchez 
Newhebron • Petal and offices in Clinton and Pearl.

Barney H. Jacks Jim Crawford
Senior Vice President and Manager Southwest Mississippi
Bill Lloyd
Northwest Mississippi 
& Arkansas
Jimmy L. Walden 
Southeast Mississippi 
& Southwest Alabama

& Louisiana 
Ed Keeton
Northeast Mississippi, 
West Tennessee & 
Northwest Alabama

In Mississippi call Toll Free WATS Number 1-800-222-7640 
Out-of-State, call: Main Office, Jackson, Mississippi 

Area Code (601) 354-8076
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NEWS
F r o m  t h e  M id -C o n t in e n t  A r e a

Alabama Illinois Kansas

■ UNION BANK, Montgomery, has 
promoted the following: from assistant 
vice president to vice president, J. Da
vid Golson; from trust officer to vice 
president/trust officer, James G. Haw
thorne Jr.; from installment loan officer 
to assistant vice president, Paul C. 
Casey; from assistant cashier to as
sistant vice president/manager, Eastern 
Branch, F. Robert Lawson; from as
sistant trust operations officer to trust 
operations officer, Melba Burdette; and 
from assistant trust officer to trust of
ficer, Sarah J. Price.

■ GEORGE C. PIERCE has been pro
moted to senior vice president at First 
National, Opp. He was formerly vice 
president.

■ WORTHEN BANK, Little Rock, has 
elected H. T. Herold Jr. to its board. 
He is vice president, general manager 
and a director of Teletype Corp., Little 
Rock.

■ W ILLIAM H. BOWEN, president 
and CEO, Commercial National, Little 
Rock, has been named a member of the 
Stonier Graduate School of Banking 
Board of Regents. He is a graduate of 
the school and serves as a lecturer on 
banking ethics.

100-Year Correspondent Observed

Willard Bunn Jr. (c.), chairman, Springfield Ma
rine Bank, received plaque observing 100 years 
of correspondent banking relationship from 
Dan Jasper (2nd from I.), vice president, Mer
cantile Trust, St. Louis, recently. At far I. is 
Robert J. Mathias, banking officer, Mercantile 
Trust. At far r. is John W. McClure, vice presi
dent, Mercantile Trust. At Mr. McClure's r. is 
J. D. Fagan, president, Springfield Marine Bank.

■ NORTHERN TRUST, Chicago, has 
announced several promotions, includ
ing that of Arthur M. Wood Jr. to com
mercial banking officer. Mr. Wood is in 
the southwestern division of the bank
ing department. He joined the bank in 
1975, going from R. H. Sterns, Boston, 
where he was a supervisor.

■ RONALD L. WATSON has joined 
Belleville National Savings as a vice 
president. He was formerly with Na
tional Stock Yards National, National 
City.

WOOD

■ GARY RESER has joined the Kansas 
Bankers Association, Topeka, as associ
ate director of public relations. For the 
past five years, he has been with the 
Greater Topeka Chamber of Commerce 
in various capacities as public relations 
director and manager of the Convention 
and Tourism Council, Trade-Area De
velopment Council and other activities 
sponsored by the CofC. Before his affili
ation with the latter organization, Mr. 
Reser was executive director, Kansas As
sociation of Public Employees (KAPE). 
At the KBA, his responsibilities involve 
public relations, advertising and public 
affairs, assisting in editing its monthly 
magazine, Kansas Banker, and other 
administrative duties.

G FARMERS STATE, Yoder, has pro
moted Reg Gray from cashier to vice 
president and cashier. He also is a di
rector.

■ FIR ST NATIONAL, Chanute, has 
opened First National/South, which of
fers sit-down banking in its lobby and 
two drive-up windows. Promotions at 
the bank include R. David Bixby and 
Lou Lucas to vice presidents, Mark El- 
dridge and Paula Bevans to assistant 
vice presidents, Marcia Eldridge to as
sistant cashier and Sharon Trout to 
assistant supervisor.

W e make correspondent banking easier for you!

COMMERCIAL
NATIONAL Fred D u n m ire

BANK
6TH & MINNESOTA AVENUE • KANSAS CITY, KANSAS 66101 • 913 371-0035 • MEMBER F.D.I.C.

CNB
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Harris Trust and Savings Bank, 111 W. Monroe St., Chicago, IL. 60690. Member F.D.I.C., Federal Reserve System. 
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The Illinois Team  
of the H arris Bank,

Jim Hill
Phil Fazio

When questions or 
problems arise, call any 
of these banking experts 
at (312) 461-2121. You 
will get the help you 
need.

You should have a 
Harris Business 
Banker.SM

Russ Holdych

These are the Harris 
Bankers who travel in 
Illinois, outside of metro
politan Chicago. They are 
dedicated professionals. 
But, best of all, they’re 
backed by management 
that is truly committed to 
a winning effort.
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WOOLDRIDGE WEDAN STANLEY BYERLEY DUGUID

■ JAMES J. STANLEY, head of First 
National of Wichita’s correspondent 
bank division, has been promoted from 
vice president to senior vice president. 
He joined the bank in 1968. Also ad
vanced from vice presidents to senior 
vice presidents were James L. Woold
ridge, Dick Wedan, William A. Byerley 
and E. A. Duguid. Mr. Wooldridge, also 
with First National since 1968, con
tinues to work in oil, gas and business 
lending. Mr. Wedan continues as head 
of the bankcard division, a post he had 
held since its inception in 1968. He also 
has been instrumental in developing 
Moneycard of Kansas. Messrs. Byerley 
and Duguid continue as trust officers. 
Mr. Byerley has been in the trust di
vision 30 years and is a past president 
of the Kansas Bankers Association’s 
trust division. Mr. Duguid went to First 
of Wichita in 1953 and is a director of 
First National, Newton.

Kentucky

■ FIR ST NATIONAL, Louisville, has 
promoted James E. Bowman Jr. from 
associate international loan officer to 
international banking officer; James C. 
Martin from associate international 
banking officer to international banking 
officer; S. Darrel Hollen from assistant 
operations officer to operations officer; 
William R. Wilson and Kenneth A. 
Young from assistant accounting officers 
to accounting officers; Helen J. Bland- 
ford to assistant operations officer; 
Kathy N. Getsinger to assistant ac
counting officer and Bluford Tinnell Jr. 
to associate retail security officer.

■ LIBERTY NATIONAL, Louisville, 
has announced an interchange agree
ment with three other Kentucky banks 
that will permit customers of the par
ticipating banks to have card access to 
Liberty’s Money Machine ATMs. The 
participating banks are Citizens Na
tional, Bowling Green; Peoples Bank, 
Madisonville, and Central Bank, Owens
boro.

Missouri

■ MERCANTILE TRUST, St. Louis, 
promoted Wayne D. Kerwin and Ter
rence J. Boyer to vice presidents last 
month. Mr. Kerwin, who also was made 
manager, data processing operations, 
joined the bank in 1965. Mr. Boyer, 
named manager, information planning/ 
control within the data processing de
partment, has been with Mercantile 
since 1970.

■ UNITED MISSOURI BANK, Kan
sas City, has appointed Richard W. 
Brooks an assistant vice president/ com
mercial division. He formerly was se
nior vice president/cashier, Farley 
State. Kenneth F. Harris was promoted 
to assistant vice president/credit analy
sis at United Missouri, and Larry E. 
Franklin was advanced to trust opera
tions officer. J. Roger McDonald, presi
dent, Western Auto Supply Co., Kansas 
City, has been elected to the bank’s 
board.

■ E. RANDOLPH W HITELAW , vice 
president in charge of the metropoli
tan division, First National, St. Louis, 
was promoted to senior vice president 
last month. Dominic A. Carlucci, Mi
chael E. Jennings and R. Greg Kintz 
were named assistant vice presidents. 
Mr. Whitelaw joined the bank in 1968, 
was named an assistant vice president 
and opened First National’s representa
tive office in Los Angeles in 1974, was 
elected vice president that same year

WHITELAW KERWIN

and, in 1976, returned to St. Louis to 
head the newly formed metropolitan 
division, where his area of responsi
bility is client services. Mr. Carlucci is 
with First National’s representative of
fice in London.

■ COUNTY NATIONAL BANCORP., 
Clayton, has completed acquisition of 
Bank of Louisiana.

■ UNITED MISSOURI BANK, Kan
sas City, has begun construction on its 
permanent banking facility at State 
Line and 1-435. The building also will 
house an office complex and restaurant. 
The four-story structure will contain 
53,000 square feet of space on a three- 
acre site. The bank’s temporary facility 
on the site will continue to operate dur
ing the construction period.

Oklahoma
■ BANK O F OKLAHOMA, Tulsa, has 
elected three vice presidents—Ben Sim
mons, Glenn Elrod and James N. 
Young. Mr. Simmons joined BOK in 
1972 and currently manages the home 
loan department. Mr. Elrod, who has 
charge of designated commercial ac
counts, was in the office of the regional 
administrator of national banks in Dal-

YOUNG SIMMONS

BOYER ELROD
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las nine years. Mr. Young returned to 
BOK’s metropolitan department after 
having been with Tulsa’s Republic 
Bank. He previously had been with 
BOK four years. The latter bank elected 
Billie Coffee, trust, and Allen Nelson, 
data administration, assistant vice presi
dents.

■ FIR ST NATIONAL, Oklahoma City, 
has promoted Dave Gallman and Guy 
Harrell to senior vice presidents and 
group managers and elected Ron 
Burks a senior vice president and group 
manager. Also promoted were Bruce 
Williams, to trust investment officer; 
Edna Blunk, to correspondent banking 
officer; and Darrell Chambers, to vice 
president. Raymond Kolker was pro
moted to vice president and trust of
ficer. Miss Blunk is contact correspon
dent officer for Oklahoma.

■ W ESLEY C. MOORE, vice presi
dent, Fidelity Bank, Oklahoma City, 
has been promoted to director of the 
international banking department. He 
joined the bank in 1971 and was in the 
marketing division. The bank has 
elected William E. Durrett, president, 
American Fidelity Assurance Co., to its 
board and to the board of Fidelity of 
Oklahoma, HC controlling the bank.

■ LIBERTY NATIONAL, Oklahoma 
City, has promoted Leland C. Nelson 
to vice president in the operations de
partment, Stanley LaChance to assistant 
vice president in the commercial and 
construction lending department and 
G. Steven Puckett to personnel officer. 
The bank’s HC, Liberty National Corp., 
elected three new directors, including 
Henry W. Browne Jr., vice president, 
Oklahoma Coca-Cola Bottling Co.; Dan 
Hogan III, president, Journal-Record 
Publishing Co.; and Barth P. Walker, 
attorney, and president, NFC Petroleum 
Corp.

■ THIRD NATIONAL, Nashville, has 
promoted C. Campbell Brown Jr. from 
real estate officer to vice president/ 
real estate officer, Johnny B. McDon
ough to administrative assistant and 
Jean K. Young to operations officer. Mr. 
Brown joined the bank in 1973 and 
heads the real estate section of the 
trust division. Mr. McDonough, with 
Third National since 1966, is in the 
stock transfer department. Mrs. Young 
went to the bank last March as man
ager/ systems programming. She for
merly was with National Life & Acci
dent Insurance Co.

BLUNK LEACH

■ THOMAS E. LEACH, vice presi
dent and manager, South Clinton Office, 
Union Peoples Bank, Clinton, has been 
elected president of the Smoky Moun
tain Chapter, BAI. Other new officers 
include Jane Householder, assistant vice 
president, Bank of Knoxville—vice pres
ident; Bill Carroll, senior vice president 
and cashier, Citizens National, Sevier- 
ville—treasurer, and Ralph Monroe, 
president, First State, Maynardville— 
secretary.

■ COMMERCIAL & INDUSTRIAL 
BANK, Memphis, has promoted John 
Knowles to vice president, Raymond 
S. Aycock to assistant vice president 
and Roberta McMillan to assistant 
cashier.

■ PLAINS NATIONAL, Lubbock, has 
promoted Jim Ed Waller from presi
dent to vice chairman and T. J. Wallace 
from executive vice president to presi
dent. The vice chairman title is new to 
the bank. Mr. Waller joined the bank 
in 1955 and Mr. Wallace has been with 
the bank since 1974.

50-Year Bankers Honored

First National, Amarillo, recently honored a 
group of bankers who have been active in the 
Texas Panhandle for 50 or more years. They 
include: (back row, from I.) C. T. Hubbard, 
Wellington State; Ben Parks, First National, 
Memphis; Floyd Imel, Citizens Bank, Pampa. 
In next row are O. R. Stark, First National, 
Quitaque; Carvin Carlile, First National, Tulia; 
Raymond Thompson, First State, Vega. In next 
row are Clay Gibner, First State, Spearman; 
Ralph Bort, Gruver State; Cecil Culver, State 
National, Groom. In front row are C. E. Bed- 
well, Sunray State, and Virgil Patterson, First 
National, Amarillo.

MID-CONTINENT BANKER for May 15, 1978

RODGERS

■ BANK OF THE SOUTHWEST, 
Houston, has promoted Thiers Y. (Ty) 
Anderson, Samuel L. Mead and W. E. 
Rodgers to vice presidents; Ronald J. 
Karel and Patrick Mountain to assistant 
vice presidents; Hugh H. MacPherson 
to trust investment officer, and J. Mi
chael Patton to financial planning officer. 
Mr. Anderson joined the bank recently, 
going from First National, St. Louis; 
Mr. Mead also is new to the bank, 
going from Arizona Bank, Phoenix; and 
Mr. Rodgers went to the bank recently 
from another Houston bank.

■ CHARLES BOLLS has been elected 
senior vice president at First National, 
Dallas. He joined the bank in 1951 and 
has headed the item processing group 
since 1969.

VAUGHN BOLLS

■ GRADY H. VAUGHN has been 
elected to the board of First National, 
Dallas. He is president, Grayrock Corp., 
oil and gas exploration firm.

■ FROST NATIONAL, San Antonio, 
promoted six members of its executive 
committee last month. R. E. Fawcett 
Jr. moved up from executive vice presi
dent to senior executive vice president. 
Fred C. Lepick was advanced to execu
tive vice president and continues as 
executive trust officer. Named executive 
vice presidents were Kenneth A. Trapp, 
Stephen M. Dufilho, Richard W. Evans 
Jr. and George C. Mead. Mr. Trapp 
heads the administrative group. Mr. 
Dufilho is senior financial officer. Mr. 
Evans has charge of the banking group. 
Mr. Mead heads the investment group.
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Kansas Banks, S&L 
Share EFT System 
Via Topeka Switch

TOPEKA—A group of seven com
mercial banks in Kansas has teamed up 
with the state’s largest S&L to share 
an E F T  system that supports POS 
banking transactions through a central 
switching center in Topeka.

More than 40,000 banking customers 
in four cities currently have access to 
the network.

The two systems in the network are 
the ZIP Card System and the Money- 
Matic System. The former was devel
oped by Merchants National, Topeka, 
and the latter is operated by Capitol 
Federal S&L, Topeka. National Share- 
data, which manages the computer op
erations at Merchants National, de
signed and implemented the ZIP Sys
tem for the bank.

The E F T  switching network is said 
to be the first to be interfaced in this 
fashion, tieing in the computer facility 
of a commercial bank with a like fa
cility at an S&L and accommodating 
POS banking transactions.

The switching network links National 
Sharedata’s computer facility in Topeka 
with Capitol Federal’s computer facili
ty. National Sharedata’s Topeka com
puter center ties in with 16 ATMs in 
Topeka, Emporia, Lawrence and Man
hattan. Capitol Federal’s system ties in 
with 37 POS terminals in various super
markets in Kansas.

The interfacing of these systems 
makes it possible for banking customers 
of Merchants National and its partici
pating correspondents to make deposits 
and withdrawals to their checking and 
savings accounts at Money-Matic termi
nals.

The ZIP System, operational virtually 
around the clock, also permits banking 
customers to conduct banking trans
actions at unmanned ATMs located in 
bank lobbies and other sites away from 
their banks.

To use the ZIP System, customers are 
provided plastic cards that activate the 
ATMs, enabling them to make deposits, 
withdrawals, money transfers, loan pay
ments and account balance requests. 
They can also leave messages for the 
bank concerning their accounts.

The system uses Diebold ATMs, 
most of which are shared by partici
pating banks. The ATMs are proving 
to be extremely active in the state, espe
cially those located at three major uni
versities. • •

GUDINAS RETHERFORD

Gudinas Reelected President,
Mid America Payment Exchange

ST. LOUIS—Richard J. Gudinas, ex
ecutive vice president, Boatmen’s Na
tional, has been reelected president of 
Mid America Payment Exchange 
(M APEX). The St. Louis-based auto
mated CHA has a membership of 218 
banks and 11 credit unions.

Thomas H. Brouster, president, Jef
ferson County Bank, Hillsboro, and 
Raymond C. Hutchison, secretary-treas
urer, Missouri Corporate Central Credit 
Union, St. Louis, were elected to the 
board of MAPEX.

Plans have been announced for the 
implementation of an inter-regional ex
change of electronic payments between 
a ut om ate d  CHAs. Inter-regional-ex- 
change capability is expected before the 
end of the year.

First Shared ATM Facility 
Opened by Bankmatic System
KANSAS CITY, KAN.—The Bank

matic 24-hour ATM system of Commer
cial National has been expanded with 
the addition of a shared unit in John
son County, Kan. The unit is in the

Standing before free-standing Bankmatic 24 
ATM installation in shopping center are Fred 
A. Dunmire, e.v.p., Commercial Nat'l, KCK; Ben 
Craig, pres., Metcalf State, Overland Park; and 
Robert W. Chenoweth, v.p., Commercial Nat'l. 
Installation is first of series of shared facilities 
planned for Bankmatic system.

Valley View Shopping Center, Over
land Park.

Participating with Commercial Na
tional is Metcalf State, Overland Park. 
The installation is said to be the first of 
its kind in Kansas. Other shared units 
are being considered for various loca
tions in eastern Kansas, according to 
Commercial National.

• Howard J. Blender Co. Larry L. 
Retherford has joined Howard J. Blend
er Co., Dallas, as vice president of this 
consulting firm that deals exclusively 
with banks. He formerly was senior 
vice president, Central National, Des 
Moines, la. He is a director, National 
Automated Clearinghouse Association; 
vice chairman, National ACH legal/ 
legislative committee; chairman, Iowa 
ACH steering committee, and secre
tary of the board.
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Part of 273 years of banking experience. Boatmen s has a team, your team, of correspondent bankers 
that know every phase of banking... because they learned from the ground up. They understand your 
problems and are ready to serve your needs. Boatmen’s, 273 years of correspondent banking experience.
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A  correspondent bank 
should give you more 

than just a
correspondent banker.

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 system0 
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 

the 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... 
anrl a whole lot more.

First National Bank in St.Louis
A First Union Bank Mem ber FDIC
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