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When you’re ready to put your 
money to work, we help you find 
the right place for it.

We’re the people in Liberty’s Investment & Money Market 
Services Department. We offer you free up-to-the-minute 
information concerning the best commitment for your funds.

And since we know you want the best return available, 
consistent with safety, we wi 1 be totally professional 
in identifying your choices.

For example, if you can get a better rate on Com
mercial Paper than Liberty’s C.D.’s we’ll tell you so.
If Municipal Bonds are more attractive than Govern
ment Securities, we ll tell you so. In fact, we’ll show 
you the relative merits of many investment instruments 
And we do it without a counseling fee.

Please give us a call. Our number is 231-6185 or co 
see us on the 4th floor of Liberty Tower. Ask us all the 
questions you like about how to put your money to 
work. Helping you decide on the 
your money is precisel

Ken Brown,
Senior Vice-President 
investment & Money Market 
Services Department

The Liberty National Bank and Trust Company / P.O. Box 25848 / Oklahoma City, Oklahoma 73125 / (405) 231-6185 / Member FDIC
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LeFebure builds value, security 
and elegance into its Series 5000 
vault door.
Here is classic beauty to complement 
virtually any decor, plus the vault 
protection your customers exp ect.. .  
and at an affordable price.

This polished stainless steel clad 
door is accented by a black and 
stainless handle which activates a full 
length locking bar. Suspended on 
linear bearings, the locking bar moves 
easily .. .  smoothly. The door swings at 
the touch of a finger.

Dual spyproof com bination locks 
are accented with black inserts. The 
120 hour time lock and anti-lock-in 
m echanism  are concealed beneath a 
full-length hinged cover. W hen this 
cover is closed it provides a smooth, 
uncluttered look.

The door has exclusive 
Monolithiguard® torch and drill 
protection over the locking 
m echanism , and torch attack-resistant 
material over the entire surface. It 
meets all specifications of the Bank 
Protection Act and the Insurance 
Service Office requirem ents.

You can choose from four different 
architraves. Ask your LeFebure Sales 
Engineer to tell you more.

L e F e b u r e
A Division o f Walter Kidde & Company, Inc.

Cedar Rapids, Iowa 52406Attractive.
Secure.
Affordable.
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STATE NEWS

Sept. 20-22: ABA Senior Operations Management 
Seminar, Palm Beach, Fla., The Breakers.

Sept. 24-26: ABA National Correspondent Banking 
Conference, Chicago, Continental Plaza Hotel.

Sept. 24-27: ABA National Personnel Conference, 
Denver, Denver Hilton.

Sept. 24-27: Bank Marketing Association Bank Librar
ians Conference, Chicago, Water Tower Hyatt 
House.

Sept. 24-27: National Association of Bank Women An
nual Convention, Las Vegas, Nev., Caesars Palace.

Sept. 24-29: Graduate Institute of Bank Marketing, Los 
Angeles, University of Southern California.

Oct. 1-4: Bank Administration Institute Community 
Bank Presidents Forum, Colorado Springs, Colo.

Oct. 8-12: Consumer Bankers Association Annual Con
vention, Boca Raton, Fla., Boca Raton Hotel.

Oct. 15-18: Bank Marketing Association Annual Con
vention, Chicago, Palmer House Hotel.

Oct. 21-25: ABA Annual Convention, Honolulu, 
Hawaii.

Oct. 22-26: Independent Bankers Association of 
America Junior Bank Officer Seminar/Midwest, 
Muncie, Ind., Ball State University.

Oct. 29-Nov. 2: Bank Administration Institute Bank 
EDP Auditing Conference, San Francisco.

Oct. 29-Nov. 3: ABA National Personnel School, Nor
man, Okla., University of Oklahoma.

Oct. 30: ABA Certified Commercial Lender Examina
tion, Norman, Okla.

Oct. 30: ABA Certified Commercial Lender Examina
tion, Chicago.

Nov. 5-8: Bank Administration Institute Community 
Bank Presidents Forum, Phoenix.

Nov. 5-8: Robert Morris Associates Annual Fall Con
ference, Dallas, Fairmont and Dallas Hilton hotels.

Nov. 8-10: ABA Mid-Continent Trust Conference, 
Chicago, Drake Hotel.

Nov. 8-10: Association of Bank Holding Companies Fall 
Meeting, Mayflower Hotel, Washington, D. C.

Nov. 9-12: Assembly for Bank Directors, Phoenix, 
Arizona Biltmore.

Nov. 12-15: ABA National Agricultural Bankers Con
ference, Nashville, Opryland Hotel.

Nov. 12-15: Bank Marketing Association Officer Sales 
Call Training & Train the Trainer Seminar, New 
Orleans, New Orleans Hilton.

Nov. 12-15: Independent Bankers Association of 
America Bank Ownership Seminar, Las Vegas, Nev.,
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Sands Hotel.
Nov. 15-17: ABA Operations & Automation Regional 

Workshop, Kansas City, Radisson Muehlebach 
Hotel.

Nov. 15-17: Bank Administration Institute Financial 
Accounting & Reporting Seminar, Atlanta.

Nov. 15-18: ABA Trust Real Estate Workshop, 
Phoenix, Hyatt Regency Phoenix.

Nov. 19-21: ABA Consumer Compliance Workshop, 
Dallas, Fairmont Hotel.

Nov. 19-22: ABA Consumer Compliance Workshop, 
Dallas, Fairmont Hotel.

Nov. 26-Dec. 7: ABA National Commercial Lending 
School, Norman, Okla., University of Oklahoma.

Dec. 7-8: RMA/BAI Seminar on the Auditor’s Role in 
the Loan-Review Process, Denver, Brown Palace 
Hotel.

Feb. 8-11: 34th Assembly for Bank Directors, Boca 
Raton, Fla., Boca Raton Hotel & Club.

Feb. 11-14: ABA Bank Telecommunications Work
shop, Los Angeles, Century Plaza Hotel.

Feb. 11-14: ABA National Trust Conference, Los 
Angeles, Los Angeles Bonaventure Hotel.

Feb. 11-14: ABA Conference for Branch Adminis
trators, Miami, Omni International Hotel.

Feb. 11-23: ABA National Installment Credit School, 
Norman, Oklahoma, University of Oklahoma.

Feb. 25-March 2: ABA Community Bank CEO Pro
gram, Port St. Lucie, Fla., Sandpiper Bay.

Feb. 26-March 1: Bank Administration Institute Bank 
Auditors Conference, Phoenix.

Feb. 28-March 2: ABA Advanced-Construction Lend
ing Workshop, Norman, Oklahoma, University of 
Oklahoma.

March 11-14: ABA Trust Operations and Automation 
Workshop, Chicago, Chicago Marriott.
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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.

MSRcnrmis
BACK

Mercantile Trust Company N.A. • (314) 425-2404 • St. Louis, Mo. • Member F.D.I.C. 
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Commercial Lending

N ew  Tw ist fo r  B anks W ith  S B A  Loans
PROGRAM has been started by 

the Small Business Administra
tion that allows banks with good ex
perience with SBA loan guarantees to 
process, service and, to the extent pos
sible, liquidate loans with minimum 
SBA involvem ent. I t ’s called the 
Bank-Certification Program (BCP).

The program is being initiated on a 
pilot basis, with at least two banks from 
each region to be selected for partici
pation, based mostly on their perform
ances in SBA lending. Criteria for 
selection include:

• Number of loans in a bank’s 
portfolio.

• Lending activity for the current 
year and past 10 years.

• Loss-to-loan ratio.
• Performance in processing and 

servicing loans.
• Willingness to establish a recog

nized small-business-loan servicing 
program.

Certified banks will be expected to 
process guaranteed loans subject only 
to a summary SBA review. The agency 
will determine a borrower’s eligibility 
and will rely to a great extent on the 
credit analysis made by the bank.

The SBA believes the new proce
dure should reduce considerably the 
turnaround time for approval of a 
guaranteed loan. On extraordinary or 
special cases, nevertheless, or any 
time a bank so desires, the conven
tional procedure would be used.

Under the program, the bank also 
will be responsible for closing and ser
vicing the loan. The SBA will furnish 
standard forms to be used in the clos
ing. Without the SBA’s prior consent, 
banks will be able to perform most ser
vicing functions, such as releasing col
lateral to a limit of 20% of the original 
amount of the loan or the excess over 
the unpaid balance; releasing personal 
guaranty and authorizing alternative 
plans, including deferment of pay
ments.

The certified bank will be encour
aged to establish a departm ent 
specializing in SBA lending and man
aged by loan officers properly trained 
in the agency’s procedures. The de
partment’s services could be made 
available to the lender’s correspon
dents to help them prepare their cus-

tomers’ SBA loans. After a loan is 
closed, a bank may opt to purchase the 
guaranteed portion from the corre
spondent and either resell it on the 
secondary market or hold it for invest
ment.

The bank, with the SBA’s agree
ment, may liquidate defaulted loans 
where the SBA has purchased the 
guaranteed portion. The bank will de
velop a plan for liquidating the assets 
serving as collateral for the loan and 
any other guarantees. The plan must 
be submitted to the SBA for approval, 
and the latter will notify the bank in 
writing. After receiving approval, the 
bank will proceed with the liquidation 
following an agreed-on plan.

To meet legislative requirements, 
the SBA will implement a system for 
conducting periodic examinations of 
loan records maintained by banks. 
These exams, which will follow certain 
standards, will make sure that congres
sional directives, as well as SBA 
guidelines, are met. Compliance with 
established procedures will serve as 
the basis for renewal of the bank’s cer
tification every two years.

About 700 of the nation’s 15,000 
banks have been identified as having 
25 or more SBA-guaranteed loans in 
their portfolios. The goal eventually is 
to certify most of these banks. The SBA

NYC Office Opened
DALLAS —  First National has 

opened a loan-production office in 
New York City, with Assistant Vice 
President Frank L. C erutti in 
charge. The office is located in the 
Westvaco Building at 299 Park Av
enue.

This is First National’s second 
New York City facility. The bank an
nounced earlier the opening of First 
International Banking Corp. in New 
York, a wholly owned Edge Act sub
sidiary.

The loan-production office has 
been established, says a bank 
spokesman, to provide assistance to 
First National’s domestic and inter
national customers in Manhattan and 
to complement the bank’s network of 
international offices in Europe, Asia, 
South America and the Middle East.

says this will result in a cut in its loan
processing effort and permit a substan
tial increase in loan activity without a 
commensurate increase in staff. At the 
same time, because of the shorter time 
required for processing, banks will be 
able to respond faster to their small- 
business borrowers’ needs. • •

Manufacturers Hanover 
Announces New Structure 
For Its Trust Division

NEW YORK CITY —  Manufactur
ers Hanover Trust has announced a 
new organization structure for its trust 
division. The new arrangement, ac
cording to Joseph L. McElroy, execu
tive vice president in charge of the di
vision, is designed to increase external 
responsiveness and internal produc
tivity. Senior management will place 
additional emphasis on planning, mar
keting, new-product development and 
account administration. In addition, 
authority, responsibility and account
ability for all investment-management 
matters will be centralized.

Under the new structure, Willard L. 
W heeler Jr ., senior vice president, 
employee benefit trust, and Robert C. 
Williams, senior vice president, per
sonal trust, are responsible for such 
management functions as formulating 
and meeting divisional profit-planning 
objectives for their respective areas of 
account administration, assisting in 
development and implementation of 
services and developing and support
ing the marketing of non-investment 
services with significant revenue po
tential.

Victor J. Melone, senior vice presi
dent and senior investment officer, has 
been given responsibility for all as
pects of investment management, in
cluding developing and executing in
vestm ent policies and strategies, 
supervising all portfolio departments, 
investment research and customer in
vestment communications.

Mr. M elone, Mr. W heeler and 
Rudolph Abel, vice president in 
charge of investment research, consti
tute the investment policy committee, 
which is the senior policy-making body 
for trust-division investments.

6 MID-CONTINENT BANKER for September, 1978

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



Why banks suggested 
JEtnaM oneyfora 

holding company in M issouri 
and a  mill in New Jersey

A  holding company with widely scattered subsidiaries 
needed money for expansion, but had reached the end 
of its bank credit line.

The banker suggested /Etna Money™
In participation with the bank, we provided a loan 
secured by the subsidiaries’ receivables and inventories. 
This increased the credit availability by almost 40%.

Result? The borrower doubled his sales, and 
increased his business at the bank.

A  steel mill had a chance to acquire a multi-million-dollar 
finishing plant.

Management wanted to finance the acquisition with 
borrowings, not stock, but the funds required were beyond 
the bank’s lending limit.

Solution? .¿Etna Money.
Working with the bank, we 
provided a 10-year intermediate 
term loan secured by fixed assets, and 
the bank furnished short term credit to complete 
the package.

Result? The mill acquired the plant. And the bank kept a 
very good customer.

.¿Etna Money. It’s flexible and quickly available for your customers.
It’s a workable alternative for you. Call us for details.
You get action with 4Etna
because our business is K S tm TSI M in a  Business Credit, Inc. 
to help your business. ■ °neofthe/ETNALiFESi casualty companies

Although certain identifying facts have been changed to protect client confidentiality, these are authentic examples of 4Etna Money at work.

200 West Monroe Street, Chicago, IL 60606 (312) 782-6189 • One Main Place, Dallas, TX 75250 (214) 651-0361 • 530 North Water Street, Milwaukee WI 
53201 (414)272-3102
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The Banking Scene

T he P aradox o f C redit Cards
By Dr. Lewis E. Davids 
Illinois Bankers Professor 
Of Bank Management 
Southern Illinois University 
Carbondale

A  UNIVERSITY student in my bank 
administration class raised the 

issue of likely trends in EFT , including 
the use of electronic tellers and the 
value of off-site locations for ATMs.

The question was directed to a 
leading lobbyist —  formerly for retail 
chains, now for a state bankers associa
tion —  who was attending my class as a 
visiting lecturer.

It was the lobbyist’s belief that the 
major retailing establishments were 
moving more aggressively than bank
ers were in creating plastic credit card 
E F T  switching systems.

This is occurring because there’s lit
tle agreement among bankers as to 
what posture the industry should take 
on EFT. Large banks generally favor 
increased use of ATMs and small banks 
tend to be reluctant to use the ma
chines. For this reason, legislation to 
permit the use of ATMs by banks is 
difficult to come by at both the federal 
and state levels.

Merchants, on the other hand, have 
a longer track record with credit cards 
than do commercial bankers. Mer
chants also have many more outlets 
than do commercial banks. In addi
tion, a small but growing number of 
merchants are using credit cards for 
cash advances and other nontraditional 
services.

With the declining observance of 
“blue laws’’ in many states, merchants 
are moving toward longer hours and 
thus more availability of their services, 
giving them a leg up on banks. Excep
tions include a few banks in the 
Northeast, such as Chase Manhattan, 
that are providing 24-hour dial-a-bank 
services in many credit accommoda
tion areas. This comes at a time when 
knowledgeable bankers are recogniz
ing that major financial intermediaries 
—  mutual savings banks, S&Ls and 
credit unions —  are expected to intro-

duce credit cards in large numbers. 
Some have already done so.

The major en tree these in te r
mediaries will have to give them an 
advantage over commercial banks is 
imposition of an annual interest rate of 
only 12% instead of the traditional

It's paradoxical that overall 
interest rates have been edging 
up but that credit card rates 
appear to be declining or are 
under pressure to be lowered.

18%. This comes at a time when some 
merchants also are renegotiating dis
count rates with the two major bank 
credit card associations. If the lower 
interest rate and discount cuts spread 
—  and it appears likely that they will — 
banks will have to decide how they 
should meet the competition.

Michigan’s largest bank, National 
Bank of Detroit, recently lowered its 
credit card interest rate from 18% to 
12%. To be eligible for this rate, cus
tomers must purchase $1,000 CDs 
from the institution.

As more m ajor financial in te r
mediaries introduce credit card plans 
at the 12% rate, banks in the trade 
areas affected will be forced to meet 
the competition. Bankers agree that

they don’t mind meeting the competi
tion if the competition is intelligent. 
But is cutting the interest rate from 
18% to 12% intelligent?

If one considers that well over half 
the credit card users are now on re
volving credit, it becomes rather obvi
ous that a substantial rate reduction 
will have a definite impact on profits.

Let’s throw some numbers around. 
As of this writing, the prime rate stands 
at 9%. That rate is really an under
statement, because of compensating 
balance requirements, so the prime in 
reality stands in excess of 10%. Keep in 
mind that prime borrowers are the na
tion’s top corporations and can borrow 
in any market with no perceived risk of 
default.

On the other hand, credit card de
linquency ratios at times have been in 
the neighborhood of about 4%. When 
one considers that prime loans are 
made in large units and thus have in
herent economies and that credit card 
users usually maintain considerably 
lower balances, economies to the scale 
of size must be considered.

View it another way —  the prevail
ing rate for conventional mortgages in 
much of the country is 9%%. Most ob
servers believe the rate will move up. 
The prevailing rate as of this writing in 
California is 9%%. These mortgage 
rates are on secured property that has a 
delinquency rate of only a fraction of 
1% .

One interesting source of some 
background information is the Fed’s 
most recent functional cost analysis. It 
shows that the average loan per ac
count was $296 for 60 card banks with 
deposits of up to $50 million; the loan 
size was $343 for 97 card banks with 
deposits between $50 and $200 mil
lion; and for 79 card banks with depos
its over $200 million, balances aver
aged $386. The loss per active account
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from the same functional cost study 
shows that banks up to $50 million in 
assets lost $4.33, banks with deposits 
from $50 to $200 million lost $3.96 per 
account and banks over $200 million 
lost $4.64.

The five-year average net credit 
losses on these accounts were 1.899%, 
1.420% and 1.483%, respectively, but 
note that fraud losses are considered 
nonrecurring line expenses and are 
omitted from current expenses —  at 
least for the cost analysis study.

W hat’s probably most important 
about these figures is data from high- 
earning banks in the functional cost 
analysis: The most efficient banks 
found the loss per active account 
ranged from a low of $1.87 to a high of 
over $5.06. Thus, if high-performance 
banks find these accounts are not very 
profitable at an 18% rate, they will be 
less profitable at 12%.

As more major financial in
termediaries introduce credit 
card plans at the 12%  rate, 
banks in the trade areas af
fected will be forced to meet 
the competition.

While net earnings after adjustment 
of the total credit card operation — 
which includes merchants or retail 
volume —  range from a negative 1.6% 
for small banks to a high of 2.977% for 
large banks, it should be recognized 
that merchandise or retail volume — 
and its related discount income —  is 
increasingly coming under pressure.

It’s paradoxical that overall interest 
rates have been edging up but that 
credit card rates appear to be declining 
or are under pressure to be lowered. 
But posted declines on credit cards 
from 18% to 12% are much more 
traumatic than the movement of the 
prime or commercial paper rates.

It’s true that processing costs in a 
number of areas have been declining as 
greater use is made of computers.

If any solace can be taken from the 
above numbers, it’s this: The data 
shows that competition prevails in the 
area of consumer credit —  especially in 
the use of credit cards. • •

SHREWD
BUYERS
AUTOMATE
WITH
AUTOMATIC
COIN
WRAPPERS

A U T O M A T IC  C O IN  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.
■ 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. DOWNEY COMPANY /  h a n n ib a l , Mi s s o u r i , d e p t , m c

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

Name______________________________________________T itle -

F irm _______________________________________________________
A ddress____________________________________________________

City_________________________________________________State.

A R O U N D  M O N E Y  T H E  F I N E S T  I S  " S T E  E L - S T R  O N G "
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‘Sweet Charity’ Can Get Banks in Trouble
By OSCAR W. JONES

Director, Loss Prevention Services 
Scarborough & Co., Chicago

SW E E T  CHARITY! How many 
crimes have been committed in 

your name?
Too often, bankers are persuaded to 

become financial officers of or lend 
their names to charitable and other 
nonprofit organizations. We don’t 
want to discourage any bank or banker 
from participating in worthy commu
nity projects and civic affairs. Rather, 
we are concerned with alerting banks 
to the necessity of protecting them
selves against possible liability. Be
cause bankers are more vulnerable to 
this possibility than are other busi
nessmen, they must think twice before 
entering into undertakings without a 
clear picture of the liability they’re as
suming.

Bankers are  advised to 
protect themselves against 
possible liability when lending 
their names to charitable and 
other nonprofit organizations. 
They should not be discour
aged from doing so, but they 
must take steps to protect 
themselves and their banks 
when accepting such posts.

An em bezzlem ent involving 
$159,000 is a case in point. It happened 
recently and involved a religious or
ganization whose treasurer also was 
president of the bank. Shortly before 
the embezzlement was discovered, the 
community was mourning the death of 
a prominent citizen who had served 
many years as president of the bank 
and treasurer of that religious organi
zation.

About a month after the death of this 
man, a $1,000 shortage was discovered 
by the bank. It was traced to the ac-

This article is based on the June, 1978, 
issue of the Loss Protection/Prevention 
Bulletin published by Scarborough & Co.

count of the church district of which he 
was treasurer. Subsequent audits of 
the church books revealed the 
$159,000 shortage. In his dual capacity 
of church treasurer and bank presi
dent, this man had an unusual oppor
tunity to manipulate the church’s ac
counts. Intermingling of funds raised 
the question as to the bank’s liability 
for any acts committed by its presi
dent. The most crucial question cen
tered around determining what acts 
could be construed as having been 
committed in his capacity as a bank 
officer.

His formula for embezzling was ac
complished easily by means of keeping 
two account ledgers. One showed the 
correct receipts of the church district, 
and the other reflected the correct 
amount deposited at the bank. As dis
trict treasurer, the bank president had 
control of the district’s monthly bank 
statements and canceled checks. Be
cause he had the complete confidence 
of the district’s officers, it was simple 
enough for him not to show them the 
bank statements or canceled checks. 
Presentation of the duplicate books, 
which contained false entries of checks 
paid, gave a purported reconciliation 
that reflected income and disburse
ments. It didn’t disclose what collec
tions were deposited and what were 
converted to his own use.

The annual audit compounded the 
situation because of its lack of control. 
The audit committee merely verified 
collections and disbursem ents by 
checks and accepted the balances in 
the duplicate books as correct amounts 
on deposit at the bank. No verification 
ever was made of actual amounts of 
deposit.

To complicate things further, donors 
would mail checks or take them to the 
bank, and many were payable to the 
president personally rather than to the 
church he represented. Obviously, 
checks made out in this fashion often 
were cashed at the bank or elsewhere 
and converted to his own use. In his

capacity as bank president, this man 
had considerable leeway and could ob
tain cash easily from one of his tellers 
and, in return, could give the teller 
one of the checks he had received.

This pattern of serving as church dis
trict treasurer and functioning as a 
bank president is as dangerous as it is 
common. Losses —  often sizable —  
have occurred, and, where such a situ
ation is allowed to develop, it s almost 
impossible to untangle the affairs and 
establish where the liability lies. No 
bank officer or employee should have 
the unrestricted right to draw on char-

A bank president serving as 
treasurer of a religious organi
zation managed to embezzle 
$159,000 and was not found 
out until after he died. It 
seemed that in his dual capac
ity of church treasurer and 
bank president, this man had 
an unusual opportunity to ma
nipulate the church's accounts. 
His formula is described in this 
article.
ity accounts without proper counter- 
signature of checks.

No bank officer or employee should 
be permitted to serve such organiza
tions unless there are an outside audit 
and proper controls placed around the 
account. Lack of controls opens a Pan
dora’s box and charges the bank with a 
liability with respect to the account in
volved when the officer turns out to be 
dishonest.

Any good accountant will set up a 
control by which a bank statement is 
sent, not to the bank officer, but to 
some person in the organization. 
Further, controls will place a restric
tion on handling of the account at the 
bank and will provide for verification of 

(Continued on page 112)
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“ THEM  OLD COTTON FIELDS DOWN HOME“
are still going strong. So are Mississippi’s 
efforts at industrial expansion and in state 
processing of our agricultural products 
and timber resources for increased sales 
on the international market. We’ll bet you 
don’t know all the facts about the good 
things we’re doing in Mississippi.

Find out m ore from  
First National Bank ••• 
you’ll be interested  
in w hat you hear.

Jackson, Mississippi Member FDIC
MID-CONTINENT BANKER for September, 1978
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Let's Talk Selling

T h e N ex t Step to  D ecisive A ctio n
By JOHN R. GINSLER

President, Financial Training Resources 
Glen Ellyn, III.

PRO FESSIO N A L selling is con
cerned with helping a customer 

perceive and define needs that warrant 
a change in his situation, evaluate ser
vices and capacities that you can pro
vide to satisfy his needs and take the 
decisive action necessary to imple
ment satisfaction of his needs.

Why You Must Initiate Action. If 
you do an effective job of identifying a 
customer’s needs and explaining how 
your services and capacities will satisfy 
them, you might expect the customer 
to take the initiative in acting on what 
you’ve proposed. In some cases he 
may. However, as countless officers 
have learned from long and hard ex
perience —  don’t count on it! Even 
though a customer may be mentally 
sold on what you’ve proposed, he sel
dom will initiate action on his own be
cause of:

• Fear about the consequences or 
effects of change that cause the cus
tomer to be indecisive.

• Complacency about status-quo 
thinking or practices that cause the 
customer mentally to resist change.

• Uncertainty about how to take ac
tion that causes the customer to look to 
you for guidance.

Only as you take the initiative in 
seeking action can you realistically ex
pect to achieve productive results from 
your sales calls for both the customer 
and yourself.

Because the foundation for customer 
action is laid as you develop and define 
his needs, and as you explain services 
and capacities that will satisfy his 
needs, getting action should be the 
easiest part of a sales call. However, 
many calling officers acquire mental 
blocks about it that seriously limit their 
selling effectiveness. On more than 
one occasion, I ’ve heard calling officers 
say, “I like the public-contact part of

selling —  but what bugs me is having 
to ask people to buy.”

Three common attitudes that inhibit 
effectiveness in seeking action are:

• F ear o f  rejection. This causes a 
calling officer to avoid asking for action 
on the premise, “If I don’t ask, he can t 
say no, and the door is open to try 
again.” The fallacy behind this rea
soning is that he may not get a second 
chance, because a competitor fills the 
need, and prior time and effort have 
been wasted.

Using test questions in sales 
talks will elicit feedback and 
confirm understanding and ac
ceptance and also will quickly 
flush out misunderstanding or 
doubt so that it can be resolved 
immediately.

• Uncertainty or doubt about the 
action  being sought. This causes a 
calling officer to transmit uncertainty 
or doubt to the customer, resulting in 
indecision or inaction. Only as you 
seek action decisively can you expect a 
customer to react in kind.

• Feeling that it’s a fjnow -or-never” 
situation. This causes a calling officer 
to apply high pressure to force the cus
tomer to the action he seeks. We’ve all 
experienced this with the inept insur
ance salesman who figuratively drives 
a hearse up to the door in an effort to 
get us to buy. The fallacy of high pres
sure is that it’s offensive and frequently 
produces a strong defensive reaction 
from the customer, causing him to 
mentally tune out an otherwise benefi
cial and appropriate service.

Positive View o f  Seeking Action. In

contrast to these fearful, uncertain, 
negative views, the professional sales 
communicator perceives seeking ac
tion in these positive terms:

1. It’s a logical extension of what 
he’s already accomplished, since it en
ables a customer to satisfy his needs 
and to achieve the benefits implied by 
the services or capacities that have 
been proposed.

2. It helps a customer do what he 
needs to do to act on his needs deci
sively.

3. It supplies a motivating push that 
overcomes natural inertia and procras
tination. People tend to maintain 
status-quo thinking until an appropri
ate mental push is applied. The key to 
seeking action without high pressure is 
to impart a push that “educates” rather 
than a push that “irritates.” The differ
ence is in the reasoning employed. 
With a push that “irritates,” the sales
man tends to rely on fear or reasons 
that are relevant primarily to him to 
force desired action. In contrast, with a 
push that “educates,” the salesman not 
only informs the customer what the 
action entails, but shows why it’s desir
able in terms relevant and beneficial to 
him.

How to Seek Decisive Action. Ap
plying this positive view of seeking de
cisive action involves the following 
communication tactics:

1. C heck readiness to act before you 
do anything to be sure the customer is 
mentally ready to proceed and to flush 
out any questions, doubts or uncer
tainties that may block or delay deci
sive action. Some selling books suggest 
that mental readiness can be judged by 
such telltale signs as “nodding the 
head,” “rubbing the hands” or the 
“glint in the eye.” This is referred to as 
nonverbal communication or “body 
language.” While it may be possible to
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Not only are Christmas matchbooks effective and appreciated, they 
are also economical -- much more so than the usual Christmas card. 
They can be handed out to your customers at your bank, or mailed 
to them in special pre-packed Christmas design packages. Either way 
they will be a welcome “Season’s Greetings” to your customers, and 
a goodwill builder for your bank.

Like the season, Christmas matchbooks 
are many things. They are Christmas 
packs that are kept and carried by your 

I customers. . .and seen again and again, 
everytime a match is lit. They’re 
Christmas gifts appreciated and used. 
They’re advertisements in the finest 
spirit of the season.

iThere s no finer way of saying “Season’s Greetings” to your customers 
■than with a gift of Christmas matchbooks.

rder your new 
\IBAA CHRISTMAS 

IATCHBOOKS now!
F I L L  O U T  T H IS  H A N D Y  O R D E R  FO R M  B ELO W  -  D ET A C H  AN D  M A IL

37793
Jiblic Relations Department 
|dependent Bankers Association of America 

jk Centre, Minnesota 56378
[ease send me the quantity of matchbooks checked 

/ (1,200 matchbooks per case):

Date

[heck
[ere

No. of 
Cases

Cost Per 
Case

Total
Cost Freight

1 $68.06 $ 68.06 Prepaid
2 61.10 122.20
3 58.82 176.47 And
4 57.50 230.02
5 56.84 284.22 Charged

10 55.64 556.44
20 55.28 1,105.68 Back

When requested, may 
be packed 4 books in 
cellophane with tear 
tape at $9.24 
per case additional.

P L E A S E  IM PRIN T A S  F O LLO W S : 
No Logos Please

Bank:

Address:

City /State /Zip:

Telephone:_____

Ship To:
Perfect to use as 
calling cards.
Pack_________cases in cello.

bu will be billed open terms at time of shipment

By:
(Zip Code)

orders must be received by September 30, 1978
F H L A S S E M ________T  R A  J B 1 2 PPD C O L  P & C B  UPS X P  PP

177
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read something from such signs, I ’ve 
already had difficulty in interpreting 
them accurately, since I don’t have the 
gift of reading tea leaves or peoples’ 
minds. More productive ways of taking 
a factual reading of a customer’s under
standing, acceptance and readiness to 
act are:

• Ask test questions as you explain 
the services/capacities you’re propos
ing. Use of test questions was dis
cussed in our last “Let’s Talk Selling” 
article.

Example: “What’s your reaction to 
the significant savings in time and ex
pense that can be realized through 
Sure Pay?”

Through feedback elicited by test 
questions, you not only confirm under
standing and acceptance, but you can 
quickly flush out misunderstanding or 
doubt so it can be resolved imme
diately.

• Listen fo r  buying signals emitted 
by a customer as you explain services/ 
capacities. These are statements or 
questions initiated by a customer that 
picture him employing the service or 
capacity. For example, when a cus
tomer asks: “How can I get my people 
to accept the change in their pay habits 
that Sure Pay would involve?,” he’s 
indicating that he’s accepting the idea 
with reservations about his employees’ 
acceptance.

As you resolve the reservation, you 
then have a positive basis for seeking 
action, since buying signals are seldom 
raised without some degree of ac
ceptance.

• Ask “green -lig h t” questions  to 
check a customer’s understanding of 
your total explanation and to draw out 
questions that require further explana
tion.

Examples: “Do you have any ques
tions about the Sure Pay system?” 
“What questions might you have about 
anything we’ve discussed?”

This provides a safety check on the 
quality and completeness of your ex
planation, since you can seldom antici
pate all that a customer may need to 
know to make an action decision. If a 
question or doubt is raised in response 
to your “green-light” questions, you 
should answer it by supplying the facts 
requested and asking whether he has 
any further questions. If  a customer 
has no further questions, it indicates 
you have the “green light” to proceed.

2. Review key benefits a customer 
will achieve by acting on your pro
posal. This supplies a motivating push 
that educates by bringing into sharp 
focus benefits the customer will realize 
by decisive action and supplying rea
sons for action that are relevant to him.

Asking either/or choice  
questions involves offering the 
customer a simple choice of 
two alternatives for carrying 
out the "next-step" action be
cause it narrows the decision.

The review should be a brief 15- or 
20-second summary of the benefits 
that generated the strongest customer 
response during your service/capacity 
explanation.

Example: “Through use of Sure Pay, 
you will reduce your check and payroll 
preparation costs by more than $3,000 
a year; you’ll free clerical personnel for 
more productive activity; you’ll be re
lieved of the time and expense of han
dling special pays for personnel on va
cation, out sick or who travel, and 
you’ll reduce productive time lost on 
payday by employees taking extra time 
to cash and deposit their paychecks.”

3. D efin e “n ex t-step ” action  by 
stating in clear and specific terms what 
must be done to proceed on what 
you’ve proposed and to realize the 
benefits you’ve reviewed. Guidelines 
to observe in defining action are as fol
lows:

• The suggested action should lead 
to accomplishment of goals set in plan
ning your call. For example, if the goal 
of your call is to “get three years of 
financial statements to develop a tai
lored financing plan,” that’s the action 
you should request.

• Useful language to use in stating 
an action request is: “The next step 
. . . ” since it focuses the customer’s 
attention on what needs to be done.

Example: “To tailor a financing plan 
to your specific requirements, the next 
step is to analyze your financial state
ments for the last three years so that we 
have a basis for projecting growth 
trends.”

• O rient the action to the cus
tomer’s viewpoint by stating it in terms 
beneficial to him.

Example: “To provide you and other 
key members of your management 
team with details on how Sure Pay can 
be effectively implemented with your 
employees, the next step is a meeting 
with Bill Smith, who is the manager of 
our Sure Pay program.”

• D efine any conditions or re 
quirements associated with the action, 
such as time requirements.

Example: “The next step is to meet 
with Don Reed of our trust department 
to take the inventory of assets we dis
cussed and to develop a preliminary

plan that can be reviewed with your 
attorney. Such a meeting normally 
runs about 90 minutes to two hours, a 
modest investment to make when 
compared with your potential tax sav
ings.”

4. Im plem ent action with detail de
cisions to help the customer complete 
the details involved in executing 
“next-step” action, such as w hen, 
w here and how  the action should be 
implemented. There are several ways 
to accomplish this:

• Ask e ith er/or  cho ice questions. 
This involves offering the customer a 
simple choice of two alternatives for 
carrying out the “next-step” action. It’s 
useful in getting action because it nar
rows the decision, making it easier for 
the customer to decide.

Example: “Bill Smith is available to 
meet with you and your management 
team this coming Monday. However, 
if that’s not convenient, he can meet 
with you later in the week on Thurs
day. Which is better from your stand
point?”

In using either/or choice questions, 
it’s good practice to incorporate a rea
son into each alternative. This makes 
the choice a reasonable one and keeps 
the question from sounding like high 
pressure.

Example: “Recognizing how busy 
you are, we can arrange to set up the 
meeting with our trust officer at your 
office to save your time. However, be
cause of the confidentiality of the dis
cussion, you may prefer the privacy of 
meeting in our bank conference room. 
Which would you prefer?”

• Ask deta il-reso lv in g  questions. 
This involves asking open-end ques
tions to confirm action details related 
to methods, time, place or people in
volved in implementing “next-step” 
action. Such questions are useful when 
it’s not practical or awkward to use 
either/or choice questions.

Examples: “When is the best time of 
day for you to set up the meeting?” 
“Who can supply me with a set of your 
statements?”

• Use physical action. This involves 
completing physical details or proce
dures required to implement “next- 
step” action, such as completing signa
ture cards and corporate resolution, 
completing loan application, signing 
trust agreement, etc.

5. Thank and assure customer. This 
simply involves thanking a customer 
for the action he has taken and assuring 
him that you’ll follow through on the 
details necessary to implement his de
cision. This is good customer relations 
that reinforces a customer’s confidence

(Continued on page 18) 
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MID AMERICA MARKETING ASSOCIATES
y t a m -

Quality aluminum rangeware A

with interiors.
Thick, even-heating aluminum for durability 
and years of service. DuPont's super-tough 
SilverStone interiors offer unequaled non-stick

performance and fast, easy cleanup. Porcelain 
or natural exteriors.

RICH ALMOND  
EXTERIORS WITH 

BROWN TRIM.

COVERED SAUCEPAN S 10"
COVERED FRY PAN

VA PO R-SEAL CONSTRUCTION FOR MINIMUM W ATER COOKING. 
SA V ES ENERGY BY PERFORMING W ELL AT LOW HEAT.

6V2"
MINI

GRIDDLE
Just right for 1 
or 2 servings. 
Natural finish. 10 V2" 

SQ UARE GRIDDLE
Natural finish.

2Vz -QT. 
WHISTLING  
TEAKETTLE

Heats water fast. 
Push-button flip-cap.

SAUTE-FRY PANS
Sloped sides so foods 
slide out with ease.

J
r

ITEM
$50

DEPO SITS
$1 ,000 $5 ,000

Subsequent 
Deposits of $2

Mini-Griddle Free _ _ 3.85Teakettle Free — — 4.25
Saute Pan, 8" _ Free _ 4.95Saute Pan, 10" — Free — 6.00
Sq. Griddle, 10Vi" _ _ Free 6.851-Qt. Cov. Saucepan — — Free 6.752-Qt. Cov. Saucepan — — Free 7.2510" Cov. Fry Pan — — Free 8.955-Qt. Dutch Oven — — Free 9.95

j

MID AMERICA 
MARKETING ASSOCIATES 

QUASI-CONTINUITY* 
RANGEWARE

For More Information Write Today

MID AMERICA MARKETING ASSOCIATES 
408 Olive, Suite 505 

St. Louis, Missouri 63102

Here's a popular, value-packed program that 
w ill provide the new accounts and additional 
deposits you want. The program, designed to 
run for 45 days or for as long as 6 months, is a 
proven success.
Copyright applied for. J
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CHRISTMAS SPECIAL
TO: ALL BANKS & SAVINGS & LOAN ASSOCIATIONS

“A UNIQUE PROMOTIONAL PROGRAM ”

WITHOUT COST TO YOU
The Bel-Air Company proposes to offer to your customers and your potential customers a 
FR E E  “8 x 10” natural color portrait of their family. This program is designed to improve 
customer relations and add new accounts. W e provide advertising material plus trained per
sonnel, you only furnish the location.

A FEW  OF THE ACCOUNTS SERVICED B Y  BEL-AIR

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



Selling / Marketing

B ank C ustom ers, S taff G et in A ct
MalaWIKill

JUST ABOUT EVERYBODY at one 
time or other would like to be in 

show business —  movies, TV, the 
stage, etc. In Cedar Rapids, la., many 
people did get to become part of the 
world of television for a short time, 
thanks to that city’s Merchants Na
tional.

The idea for involving MNB cus
tomers and employees in some light
hearted, highly original TV spots was 
developed by Ron Howes and Peter 
Jacoby, creative director and pro
ducer, respectively, of Cresw ell, 
Munsell, Schubert & Zirbel, Inc. 
(CMS&Z), Cedar Rapids, the bank’s ad 
agency.

The commercials’ objective was to 
point out, in a memorable way, the 
many services that make banking 
easier at MNB, according to Mr. 
Howes.

“The theme we wanted to establish 
was Hey, That’s Easy!’ We wanted to 
talk about services such as MNB’s In
stant Access bank card, personal bank
ers, all-night banking, etc.

“In saying these services over and 
over in my head, they took on a sing
song meter that reminded me of the 
old French round, ‘Frere Jacque.’ ” 

Then, Mr. Howes reports, he was 
inspired by an old Nelson Eddy/ 
Jeannette MacDonald film in which 
Mr. Eddy and his troop of singing dra
goons marched through a swamp 
singing a husky version of 
“Stouthearted M en.” Why not, he 
thought, adapt this idea to the TV 
com m ercial and have dozens of 
“extras” marching down the bank 
lobby in the overdone manner of Mr. 
Eddy’s dragoons, lip-synching to a 
song actually performed by a profes
sional chorus?

Although Mr. Howes thought car
rying out such an idea would cost too 
much, he “bounced it off’ Mr. Jacoby, 
who went wild over it. He was outlin
ing shots within 60 seconds and came 
up with the idea of using MNB cus
tomers and employees for the march
ers as a way to reduce expenses. Even 
with this local talent, the two versions 
of the commercial would be the most

Lobby of Merchants Nat'l, Cedar Rapids, la., is 
transformed into sound stage as cast (all MNB 
customers and employees) rehearses for TV 
commercial's grand finale. Bank took unusual 
step of using not only amateurs in commercial, 
but its own employees and customers.

expensive the bank had ever ap
proved, but bank officials became so 
intrigued with the idea that they gave 
it the green light.

The campaign to net a bank full of 
budding talent was launched last 
winter with a multimedia effort, in
cluding radio, direct mail and handout

brochures and a large newspaper ad 
headlined, “So you wanna be in a tele
vision commercial. ” The ad, which ran 
in the local newspaper three weeks 
before the commercial was to be shot, 
invited MNB customers to stop by the 
bank and audition for parts.

The idea of possible stardom struck 
the fancy of some 100 customers and 
employees, who turned up wearing 
their most photogenic smiles. In true- 
to-Hollywood fashion, each was au
ditioned, photographed and informa
tion on them put on file cards for refer
ence. After hours of careful culling, a 
cast of 76 customers and employees 
ranging in age from 11 to 80 was 
selected.

On the day the commercial was to be 
shot, the MNB lobby was transformed 
into a sound stage, complete with 
lights, cameras and plenty of action.

The willing amateurs were led by 
Mr. Jacoby through the intricate 
moves of the musical commercial —  all 
lip-synched to an operetta score a la 
Gilbert and Sullivan that was pre
recorded at studios in Minneapolis. 
The cast acted out a series of vignettes 
depicting bank services with surpris-

This is no 
ordinary 
bank directory.

$35
$45

standing
order

single
issue

AMERICAN
Bank Directory
6364 Warren Drive 

Norcross, G a. 30093 
(404) 448-1011

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

»Plus shipping and handling
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ing finesse. Backed by a 48-piece in
strumental ensemble and a 24-voice 
chorus, they strutted and lip-synched 
their way to a spectacular close, ac
companied by tympany roll.

To increase interest in MNB’s cam
paign, a premiere night was planned 
and staged in the bank’s lobby, with 
more than 100 attending. The opening 
was similar to movie premieres of a 
generation ago: “Stars” arrived in long, 
black limousines. Celebrities wore 
tuxedos or gowns. A fountain gushed 
punch, and hors d’oeuvres were 
served to the melodic strains of a string 
quartet.

The evening’s festivities —  embel
lished with laudatory speeches by ad- 
agency and bank officials —  were 
climaxed with several showings of the 
completed commercials.

As a final reminder to Cedar Rapids 
residents, CMS&Z created another 
newspaper ad announcing the TV 
debut of the commercials, listing a 
schedule of air times. The ad, reminis
cent of those heralding such movies as 
“The 10 Commandments,” featured 
mock reviews and thumbnail photos of 
featured actors and actresses who 
would appear in, as the ad proclaimed, 
“The commercial all America is talking

about.” It was even given a “G” rating 
— for gangbusters!

Using local people in the commer
cials resulted  in several public- 
relations spin-offs. For example, the 
casting session was the subject of a 
segment of a local news show and pro
duced photo-and-story coverage in the 
local newspaper. L ater, a Cedar 
Rapids TV station sent a crew to film 
the actual shooting of the commercial 
in the bank.

“Hey, That’s Easy!” was aired first 
last January. Since then, the response 
has been unprecedented, according to 
MNB President James E. Coquillette. 
“I can’t remember when we’ve ever 
received so many congratulatory let
ters, kind remarks and phone calls 
from customers and others who said 
they enjoy the commercials,” he says. 
“People seem to find them fun and 
entertaining. We feel it’s an effective 
way to remind all our customers —  
present and prospective —  of the many 
services available to make banking 
easier at MNB.”

Because of the commercials’ unusual 
popularity, they will continue to be 
telecast through the end of the year, 
says Richard Holthaus, the bank’s ad
vertising manager.

“These com m ercials,” continues 
Mr. Holthaus, “continue to attract an 
unbelievable amount of local interest. 
The tune and lyrics seem to stick. Our 
bank officers and employees report 
dozens of recognition incidents daily. 
That’s why we are planning to incorpo
rate ‘Hey, That’s Easy!’ music and 
lyrics into some future spots, too.” • •

Decisive Action
(Continued fro m  page 14)

in his action decision and your desire to 
serve him.

In summary, as you practice the 
skills of initiating action —  checking 
readiness to act, motivating action with 
benefits, defining “next-step” action 
and implementing action with decision 
questions —  you not only will serve the 
interests of your customers by guiding 
them to satisfaction of their needs, but 
you’ll serve your own interests better 
by improving the productivity of your 
sales calls.

In our next two articles, we will 
explore the nature, causes and rem
edies of breakdowns that occur in sales 
communication —  better known as 
customer resistance. • •

INTERESTjed
in large, long term deposits?

Longines- 
Wittnauer 

Seth Thomas 
Uniroyal 
Polaroid 

Moulinex 
Skil 

Kimball 
Hoover

In partial lieu of interest-Certificate ol 
Deposit Promotions featuring quality, brand name 

merchandise are proven deposit generators!!!
Chicago Marketing Makes Available To You:

Brand Name 
Merchandise 
We work with every major 
manufacturer on a day- 
to-day basis, such as:
RCA, Magic Chef, Skil, 
Bulova, Marantz, Seth- 
Thomas, and many 
more.
All attractive to your 
customer and attractively 
priced to you.

"The Magnificent 7 "
Our pre-designed in 
partial lieu of interest 
promotion, "The Mag
nificent 7" is available to 
you complete with:
• Flyers
• Statement Stutters
* Counter Cards
* Order Forms, etc.
This is a "turn-key" 
package that can be 
ready to go within 30 
days.

Custom Promotion 
If our "Magnificent 7" 
promotion does not fit 
your institutional or 
marketing requirements, 
our creative staff will put 
together a special 
program fitted around 
your particular needs.

For information & our special C ertificate of Deposit 
portfolio, write or call us at:

QMIQAGO MARKETING SYSTEMS, INO.
Financial Marketing Division 
225 N. Arlington Heights Rd. 
Elk Grove Village, IL 6 0 0 0 7  
Phone (312) 956-7616
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How to make the perfect formt

can’t draw a straight line!
A form must fit the unique than $25) on the initial order. sign tools and a comprehens.
operational requirements of your and reorders are charged at the brochure with practical tips for
bank if it is to serve you efficiently, standard forms prices. Proofs are bank forms design. It s you
Deluxe offers standard forms to submitted for your approval prior FREE upon request. Write t<
fit almost any need, but some- to printing. Your completed form your Deluxe Do-It-Yourself
times a standard form will not do. will be shipped within 10 days of Forms Desipn Kit tnrlav anr 
This is why we have made it easy receipt of your approval, 
for you to have custom forms To nelp you design the perfect 
designed to fit your specifications, form for your needs, we have 

You pay a nominal one-time prepared a kit containing pre
preparatory charge (not more printed specification sheets, de-

The Pro Formers

•e shipped within 10 days of Forms Design Kit today and be 
)t of your approval. a Pro Former, tool

■ g H

m m m  I ■

CHECK PRINTERS, INC 
FORMS DIVISION/P.O. BOX 43497 

ST. PAUL, MINNESOTA 55164
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Community Involvement

Bankers Take Part in Contractors’ Finance Workshop

R e p r e s e n t a t i v e s  of three 
East St. Louis, 111., area banks 

served as panelists in a management 
workshop for construction subcontrac
tors sponsored by the Southern Illinois 
Builders Association recently.

On hand to share their financial ex
pertise with representatives of 26 local 
construction firms were Robert Kas- 
sing, Bill Kassing and Tom Haley, 
First National, East St. Louis; Wayne 
Highsmith and B. J. Holt, Edgemont 
Bank, East St. Louis; and R. J. Louis, 
Southern Illinois National, Fairview 
Heights.

The subcontractors participated in a 
four-week, 10-hour course that led 34 
participants representing 26 firms 
through the intricacies of obtaining 
financing, marketing construction ser
vices, obtaining bonding and manag
ing projects.

Mr. Louis took the class through an 
example of cash flow of a typical con
struction firm. He explained the im
portance of cash flow management and 
how critical good management is to the 
success or failure of an operation.

Mr. Holt’s presentation stressed 
things a banker needs to know about 
his customer and urged contractors to 
establish sound communicative re
lationships with their bankers.

Bob Kassing urged subcontractors to 
be honest with themselves and not to 
spread themselves too thin. If a sub
contractor oversells himself to a gen
eral contractor and then can’t perform, 
he said, he has lost his market to that 
general contractor and possibly to 
others as well.

A major consideration in the organi
zation of the course was meeting con
tact people from banks, insurance 
firms and general contracting firms.

Rather than meet a member of a bank’s 
board who would be unlikely to be
come directly involved in a small con
tractor’s loan application, the course 
arranged for contractors attending the 
workshop to meet bank loan officers, 
who explained what they would re
quire before approving a loan.

In addition to the bankers, five in
surance firms participated in the work
shop.

Bob Kassing told the class the rea
sons contractors go out of business in
clude poor estimating, lack of supervi
sion on projects, bad cash flow, poor 
record keeping and nonpayment of 
bills.

The need for a course of this type has 
been made more acute by federal 
spending programs that require gen
eral contractors to use some minority- 
owned subcontracting firms on 
government-funded projects. While 
the course was not aimed specifically at 
minorities, an effort was made to ap
prise minority contractors of the pro
grams’ availability.

In contrast to other programs that 
have been conducted by various gov
ernmental agencies, universities and 
consultants, this program brought 
subcontractors into direct contact with 
the people they would be bidding 
with. Each session included a short 
lecture or explanation of methods fol
lowed by a question and answer period 
where specific problems were ad
dressed and a subcontractor’s own 
methods reviewed.

Experience of participating firms 
ranged from a new contractor who had 
not completed his first job to a builder 
who had been in business for 30 
years. • •

Banker participants at recent management workshop for construction subcontractors included (from 
I.) W. H. Kassing, v.p., First Nat'l, East St. Louis, III.; B. J. Holt, e.v.p. & cash., Edgemont Bank, East St. 
Louis; Tom Haley, v.p., First Nat'l, East St. Louis; Wayne Highsmith, pres., Edgemont Bank; and R. J. 
Louis, e.v.p., Southern Illinois Nat'l, Fairview Heights.

News, Not Financial Data:

Banks Create Magazine 
To Meet Community Need

Commerce banks in the Kansas City 
area have begun publishing an 
attractive, well-illustrated magazine to 
keep customers and friends up to date 
on activities of the banks and on other 
happenings in the Kansas City area. 
Called N eighbors, it’s to be published 
on a yearly basis. Starting next year, 
similar magazines will be produced for 
Commerce banks in St. Louis, south
western Missouri and other areas.

The first issue, containing 18 pages, 
featured a four-color cover photo of 
three youngsters at C onn-W est 
Elementary School tending to a worm 
farm. This farm, which is being oper
ated by the school’s fifth and sixth 
graders, was made possible through a 
$30 loan granted by Commerce Bank 
of Grandview. It all started when the 
classes, as part of their “Economics in 
Action’’ course, toured various Grand
view businesses and then decided they 
wanted to go into business, too.

N eighbors also featured stories on 
what had been happening in Kansas 
City the past year, such as the flood in 
Country Club Plaza and the severe 
winter, new businesses or business 
additions coming into the area, articles 
on entertainment, sports, business/ 
finance and real estate. The publica
tion also spotlighted some staff mem
bers of the Commerce banks.

The magazine’s objective, according 
to the banks’ marketing director, 
Laura Kemper, was to create a highly 
readable magazine that would appeal 
to the general public. Thus, the banks 
followed a news-magazine format with 
stories on what Commerce bankers 
and customers have been doing in 
their own neighborhoods. According 
to Miss Kem per, in Com m erce 
Bancshares’ 1977 annual report, James 
M. Kemper Jr., chairman and presi
dent, pointed out that customers and 
shareholders often are more interested 
in activities at their own neighborhood 
Commerce banks than in the financial 
data of the holding company itself. To 
answer that need, the HC created 
Neighbors.

Miss Kemper edited the first edi
tion, with help from the banks’ ad 
agency, Valentine/Radford.
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UNMStlRED AUTOS
DO YOU STILL BELIEVE THAT ALL YOUR 

CUSTOMERS PROVIDE THEIR OWN INSURANCE?

CALL THE PROFESSIONALS
THE KEMPER PLAN for collateral protection provides 

physical damage insurance when your customers fail to.. .
800- 421-0331

(IN CALIFORNIA (213) 378-6294 CO LLECT)

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

JOHN M. KEMPER & CO.
BANCINSURE CORP.

23900 HAWTHORNE BLVD., TORRANCE, CALIF. 90505
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BANKING WORLD

ALDRIDGE BUTCHER BRUMMETT KRUSE RHODES POELKER

• R obert E . Aldridge jo ined  
Nashville’s First American National 
September 1 as senior vice president 
and manager, correspondent banking 
group. He had been with Citizens 
Fidelity, Louisville, for 20 years and 
had managed that bank’s co rre
spondent banking division since 1974. 
Before joining Citizens Fidelity, Mr. 
Aldridge was an advertising executive 
with Procter & Gamble Co. and a sales 
executive with Pillsbury Mills, Inci

• Jake Butcher, chairman of the 
board and executive committee and 
CEO, United American Bank, Knox
ville, last month won the Democratic 
nomination for governor of Tennessee. 
He will face a Nashville lawyer, Re
publican Lamar Alexander, in the 
Novem ber general election . Mr. 
Butcher also is chairman, United 
American Bank, Memphis, and First & 
Farmers National, Somerset, Ky.

• John S. Poelker has resigned from 
St. Louis’ Mercantile Trust to join 
Citizens & Southern National, Atlanta,

LOONEY BOWDOIN

as general vice president and chief fi
nancial officer. He had been senior 
vice president and comptroller at Mer
cantile Trust and served as chief finan
cial officer for the bank and for its par
ent HC, Mercantile Bancorp.

• The Fed eral Land Bank of 
W ichita has appointed three new 
senior officers. Ray L. Brummett has 
been named general counsel, and 
Thomas R. Kruse and Darryl W. 
Rhodes have been made regional vice 
presidents. Mr. Brummett, formerly 
principal attorney, joined the bank in

1965. Mr. Kruse will supervise 19 
Federal Land Bank associations in 
western Kansas, eastern Colorado and 
western Oklahoma. He joined the 
Land Bank system in 1972 and had 
been assistant vice president-field. 
Mr. Rhodes has supervisory responsi
bility for eight Federal Land Bank as
sociations in western Colorado and 
New Mexico. He joined the Wichita 
bank staff in 1976, going from the Fed
eral Land Bank Association of Col
orado Springs, Colo. Most recently, 
Mr. Rhodes was assistant vice 
president-field.

• Wilton Looney has been named 
chairman of the executive committee, 
Trust Co. Bank, Atlanta, succeeding 
William R. Bowdoin. Mr. Looney, a 
director of Trust Co. Bank and Trust 
Co. of Georgia since 1961, is chairman, 
Genuine Parts Co. Mr. Bowdoin re
tired August 1 as chairman, Trust Co. 
of Georgia Associates, and chairman of 
the executive committee, Trust Co. 
Bank, both in Atlanta. He joined Trust 
Co. of Georgia in 1948 and held several 
top posts there and at Trust Co. Bank.

ANC

Automobiles
Trucks

(2 ton or less) 
Household Goods 
Farm Machinery 
Motorcycles

Mobile Homes
RECREATIONAL VEH ICLES  

Snowmobiles 
Boats and Motors 
Travel Trailers 
Motor Homes

PROTECT THESE LOANS AGAINST PHYSICAL DAMAGE LOÍ

call or write: G.D. VAN WAGENEN CO.
1678 Northwestern Bank Bldg., Minneapolis, Minn. 55402 

(612) 333-2261

• Schubert J. Dyche, a former 
Treasury D epartm ent official, has 
joined Chicago’s First National as vice 
president and senior adviser/ 
international, business and economic 
research department. Mr. Dyche was 
Treasury representative in Paris, 
where he took part in monetary 
negotiations leading to the first eco
nomic summit meeting at Rambouil
let, France, in 1976. This meeting 
formed the basis for reform of the in
ternational monetary system. Mr. 
Dyche also served the Treasury in 
posts in Tokyo, Latin America and 
Washington, D. C.
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Helicopter Logging?
W hen The Oregon Bank asked us, 
we didn’t think it was so strange.”

Richard Pinncy, V icc President/District Executive, Correspondent Banking
MEMBER FDIC © Chase Manhattan Bank, N.A. 1978

Dick Pinney expects his correspondent banking 
Relationship Managers in the Western District to respond 
quickly to all loan participation requests, no matter how 
unusual they sound. That’s exactly what happened when 
The Oregon Bank called with a proposal on helicopter 
logging—the flying of fresh-cut timber from a remote cut
ting site to trucks on a logging road.

The Oregon Bank’s customer needed the loan to 
take advantage of an exceptionally good deal on buying 
used helicopters. But the seller wanted a fast commitment. 
So, The Oregon Bank had to give its customer a fast 
answer. An answer that depended on a quickly-approved 
upstream participation. That’s when they turned to Chase.

We immediately started to check the loan out. A 
call to the helicopters’ manufacturer confirmed that the 
aircraft were serviceable and a good buy. Meanwhile, the 
U.S. Forest Service and Chase’s own industry specialist 
gave assurances that helicopter logging is healthy 
and growing.

It wasn’t an easy participation. It took sound 
judgment and imagination—and the kind of responsiveness 
Dick and his Relationship Managers are geared to deliver. 
The result? The Oregon Bank got a fast approval on its 
participation proposal. And its customer got some 
bargain-priced helicopters.

Nobody responds faster.
If you’re looking for a fast response on a loan 

participation, call your Chase Relationship Manager.
He or she is ready and eager to help you quickly meet 
the lending needs of your customers.
No matter how complex or unusual 
their business may be.

C H A S E
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Master the'm aze'to
Money is getting tighter. So more and 

more lenders are going to Freddie Mac 
and Fannie Mae for mortgage money. To a 
lender using them for the first time, the 
route to these valuable secondary market 
sources can appear to be a labyrinth of 
complicated forms.

Initially this “maze” may confuse even 
the most dedicated mortgage lender. And 
delays and rejections caused by procedural 
errors can mean lost revenues for lending 
institutions.

But M G lC s new Maze-Master kit 
eliminates the pitfalls along the path to 
Freddie and Fannie. It covers every aspect of 
selling mortgages to them: how to become 
an approved seller/servicer; how to get a 
forward commitment; how to package 
loans for sale, etc.

M G lC s Maze-Master shows you how to 
avoid time-consuming and costly mistakes 
lenders most often make. Such as the seven 
pitfalls visualized below.

And M GIC offers you more than a kit.

If you bid incorrectly in 
mortgage auction, you 
won't get a commitment.

Mu*

AS Ì

If you're not 
j. an approved seller/
' servicer, you cannot 
t- even start down the path.

Maze-Master can get you 
past these pitfalls on the 
path to Freddie and Fannie.

H I  m/i.., J [^  #

* fetlll
...... .
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Washington Wire

R eg Q  M oves to  C en ter Stage
Interest-Rate-Control Act to Expire D ecem ber 15

T'H ERE is no dearth of major 
banking issues awaiting action in 

Congress— the Financial Institutions 
Regulatory Act (which is expected to 
be debated in the House of Represent
atives early this month); legislation on 
the Fed’s membership problem;¡a bill 
to consolidate the regulatory agencies; 
E FT  consumer protection-bills in both 
the House and Senate and the Interna
tional Banking Act, to name a few.

But with all these issues waiting in 
the wings, an old and still-unresolved 
issue has moved to center stage: the 
Interest-Rate-Control Act and Regula
tion Q. That law, first enacted in 1966 
and extended some 11 times since

According to ABA President 
A. A. Milligan, bankers have 
found items to praise and items 
to deplore in regulations pro
posed under the Community 
Reinvestment Act. The ABA is 
urging regulators to delete 
provisions that would impose 
burdensome and unproductive 
reports and other paperwork 
on banks.
then, originally imposed interest-rate 
ceilings on S&Ls. However, a 1975 
am endm ent to that act made the 
interest-rate gap in the S&Ls’ favor a 
part of federal law.

Looking ahead to Decem ber 15, 
when the Interest-Rate-Control Act 
would expire if it were not renewed by 
Congress, Representative Fernand J. 
St Germ aip (D .,R .I .) ,  chairm an, 
House Financial Institutions Supervi
sion Subcommittee, made the act one 
of the prime topics of a wide-ranging 
series of hearings in early August.

ABA President A. A. Milligan told 
the subcom m ittee that the 1975 
amendment mandating a statutory 
interest-rate differential should be re
moved from the law and that discre
tionary authority to manage all 
interest-rate ceilings should be re-

Editors Note: This column was prepared 
by the ABA’s public relations division.

26

turned to the regulatory agencies. 
(These legislative goals were set by the 
ABA’s government relations council in 
a late July meeting.)

Mr. Milligan, president, Bank of 
A. Levy, Oxnard, Calif., said the ABA 
would support a one-year extension of 
the act if it were combined with relief 
from the interest-rate differential. A 
Carter Administration task force on 
Regulation Q and housing questions is 
expected to complete its work before 
then. The Federal Reserve Board and 
the FD IC  also have endorsed exten
sion of the law to December 15, 1979.

(As of this writing, leadership of the 
H ouse of R epresentatives was 
suggesting that a post-election session 
of Congress might be necessary if Con
gress failed to agree on energy legisla
tion before the elections. In that event, 
the Interest-Rate-Control Act and 
other banking issues might not see 
final action until late this year.)

On other issues, Mr. Milligan told 
the House panel that bankers have 
found items to praise and items to de
plore in regulations proposed under 
the Community Reinvestment Act. 
The act requires regulators to take into 
account a financial institution’s record 
of meeting local credit needs in con
nection with decisions concerning any 
applications for changes in the status of 
financial institutions —  home-office 
relocation, new branches, new 
holding-company activities, etc. The 
law’s legislative history specifically 
provides that it’s not intended to im
pose new paperwork or regulatory 
burdens on financial institutions.

Proposed regulations would allow 
banks’ boards of directors to play a sig
nificant role in determ ining the 
bounds of their institutions’ com
munities, in deciding what local credit 
needs exist and in setting policies to 
meet those needs. Regrettably, the 
regs would require preparation and 
public posting of a “Community Rein
vestment Act Statement,” substantial 
paperwork and a “periodic public ac
counting” by banks —  none of which is 
consistent with the legislative history 
of the act. The ABA is urging regu
lators to delete these provisions from 
the CRA rules, provisions that would

impose burdensome and unproductive 
reports and other paperwork on banks. , 

In separate testimony before the 
House Banking C om m ittee, ABA 
P resid ent-E lect John H. Perkins, 
president, Continental Illinois Na
tional, Chicago, said that sharp reduc
tions of reserve requrements poten
tially could offer an attractive and rela
tively uncomplicated solution to the 
Fed’s membership problem. But the 
reductions would have to be more sub
stantial than those originally put for
ward by the Fed. (Cuts to one-half to 
10% on time and savings deposits, for 
example, have been proposed by the 
Fed.)

On the Fed's membership 
problem, the ABA suggests 
that pricing of Fed services 
should be on a basis that takes 
into account the Fed's real 
costs of providing services so 
that correspondent banks7 
ability to compete with the Fed 
would not be unfairly eroded. 
In other w ords, establish  
realistic prices.

Payment of interest on required re
serves and explicit pricing of Fed ser
vices, issues that are tied together, are 
philosophically desirable, but perhaps 
more politically difficult to achieve, 
Mr. Perkins said. For example, pay
ment of interest on required reserves 
would expose banks to unfounded 
political charges that they were recipi
ents of a “government windfall, ” just as 
was the case with non-interest-bearing 
funds in Treasury tax-and-loan ac
counts.

Mr. Perkins said the ABA’s govern
ment relations council, which arrived 
at a consensus on the Fed’s member
ship problem during its July meeting, 
rejected outright the concept of uni
versal Fed-established reserye re
quirements. While expressing a belief 
that the industry likely would never 
support universal reserve require-

(Continued on page 118) 
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We eat a lot of lunches at our desks 
at Hibbard & O'Connor Govern
ment Securities. Because when the 
market is moving, Ginnie Mae 
waits for no one.

Our sales staff works on our 
trading floor 8V2 hours a day, five 
days a week. So when you call for 
service, you won't be put on hold 
until after lunch. Instead, you'll 
get instant information when you 
need it the most— on the bid-and- 
ask, rates, the delivery of immé
diates or futures, whatever.

Our sales staff also delivers. 
They're constantly on the go,

happy to come to your office and 
chew over your investments at 
your convenience.

If you need assistance to com
plete a transaction, our back office 
has the experience, expertise and 
willingness to give you complete 
and accurate directions.

Availability and dependability 
are just two reasons we're one of 
the major secondary market makers 
in Ginnie Maes. You might say 
she's our bread and butter.

So when you're ready to break 
into the GNMA market, or just 
curious, give us a call. Because as

MID-CONTINENT BANKER for September, 1978

far as we're concerned, your 
phone call is our meat on the table.

HIBBARD & O'CONNOR 
GOVERNMENT

SECURITIES, INC.
1300 Main Street 

Houston, Texas 77002 
(713) 651-1111
Associate M ember: 

GNMA Mortgage Backed 
Securities Dealers Assn. 
Mortgage Bankers Assn.
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Regulatory News

Regulations-Analysis Office
Established by Comptroller

A new regulations-analysis office has 
been established by the Comptroller. 
Its purpose is to review the Comptrol
ler’s regulations and policies as well as 
National Bank Act provisions. The of
fice was created in response to a Presi
dential directive and is aimed at im
proving the efficiency and effective
ness of the regulation and supervision 
of national banks.

According to Comptroller John G. 
Heimann, it’s increasingly clear to all 
concerned that, in some instances, the 
regulatory apparatus has becom e 
overburdensome both to government 
and the private sector.

Mr. Heimann emphasizes that the 
problem is not that regulation and 
supervision of economic and commer
cial affairs are inappropriate, but 
rather that regulation often outlives 
the problem it was intended to ad
dress, that sufficient care is not always 
taken to choose the least-costly means 
to achieve the desired end and that, 
occasionally, regulation results in un
anticipated consequences that can be 
more severe than the problem the reg
ulation sought to remedy.

The office, says Mr. Heimann, will 
pay special attention to burdens placed 
on small institutions that don’t have 
the resources to handle the volume of 
paperwork or analysis involved in 
complying with existing regulatory re
quirements.

The new office is headed by Alan 
Herlands, who has been executive as
sistant to the first deputy comptroller 
since 1976. He joined the Comptrol
ler’s Office in 1974, going from the Se
curities and Exchange Commission.

Beginning Examiners' School 
Being Planned by CSBS

The C onference of State Bank 
Supervisors last month announced a 
program to increase significantly the 
C S B S ’s exam iner-education capa
bilities.

The Joint CSBS/FDIC Examiner- 
Training Program currently is educat
ing 190 state bank examiners, and that 
number will be increased to 220 next 
year. However, there are 500 applica
tions for the program this year.

The new School for Beginning Ex
aminers is being designed for exam
iners with state-banking-department

tenure of from about three months to 
one year. C SBS President E . D. 
“Jack” Dunn, Georgia banking/finance 
commissioner, has appointed a com
mittee to create a curriculum for the 
two-week resident schools, to train ex
perienced, high-level state examiners 
as instructors and to develop an exten
sive, preschool correspondence course 
that will serve as the foundation of the 
resident sessions and increase class
time efficiency.

A pilot school for beginning exam
iners from the state banking depart
ments of Alabama, Florida, Georgia, 
Louisiana, Mississippi, North and 
South Carolina and Tennessee has 
been scheduled for December 4-15 in 
Atlanta. Tentative plans are being 
made for several additional schools at 
different locations throughout the 
country beginning in March or April, 
1979. Eventually, the CSBS will or
ganize a series of regional schools in 
more-or-less permanent locations to 
m eet exam iner training needs of 
neighboring state banking depart
ments. Normal class size is expected to 
range from 25 to 30 students.

'Cooling-Off' Part of Reg. Z
Amended by Fed Governors

The Fed’s Board of Governors has 
amended its Regulation Z —  Truth- 
in-Lending —  concerning the 
“cooling-off’ period for consumers 
who pledge their homes as security in 
open-end credit arrangem ents. 
Credit-card and overdraft-checking ar
rangements are examples of open-end 
credit.

Truth-in-Lending requires that 
where a house is used as collateral for a 
consumer loan, the lender must give 
notice that the borrower has a three- 
day period in which to cancel the deal. 
Lenders have asked the FRB how this 
notice should be given when they ex
tend open-end credit that’s secured by 
an interest in a consumer’s home.

The amendment exempts from the 
notice requirement of Regulation Z in
dividual transactions under an open- 
end credit arrangement when the 
creditor and seller are not the same or 
related persons. For example, the 
exemption applies to use of a bank 
credit card to buy merchandise from a 
retail seller.

To qualify for this exemption under 
arrangements where the creditor and 
seller aren’t the same person, the

amendment requires that customers 
must be notified of their right to cancel 
mortgage-secured open-end-credit 
plans in four instances:

• When an open-end-credit plan is 
first opened.

• Whenever the credit limit is in
creased.

• Whenever terms of the account 
are changed.

• Whenever a security interest in a 
house is added to an existing open- 
end-credit arrangment.

Customers also must be reminded 
annually that their homes have been 
pledged as security for such accounts.

When the creditor and seller of 
goods and services are the same or re
lated persons (for example, in the case 
of a revolving charge account estab
lished with a merchant under which 
the customer may buy goods or ser
vices only from that merchant), Regu
lation Z specifies that notice of the 
right of rescission must be given 
whenever a transaction occurs on an 
open-end account secured by the cus
tomer’s home.

Fed's Consumer-Credit Survey 
Undergoes Several Changes

The Fed last month extended for 
three years its monthly survey of con
sumer credit at commercial banks. At 
the same time, it approved a number of 
changes in the report (F. R. 571 — 
Com m ercial-Bank Report of Con
sumer Credit) designed to reduce sub
stantially the reporting burden on 
banks while retaining the major as
pects of the analytical usefulness of the 
information gathered.

Some of the data is used by the Fed 
to prepare its monthly reports on con
sumer installment credit (G. 19) and 
automobile credit (G. 26).

In large part, the revisions were 
necessitated by the fact that distinc
tions among certain types of consumer 
credit are becom ing blurred by 
changing market practices. Revisions 
include elim ination of reporting 
number of loans made by reporting 
banks for autos and mobile homes and 
data for new and used auto loans, plus 
consolidation of check-credit and 
credit-card figures. The reporting 
panel of banks will be reduced from 
567 to 298.

The title of the report, as revised, is 
“Commercial-Bank Report of Con
sumer Installment Credit,” reflecting 
elimination of the only item in the re
port before revision that didn’t involve 
install m ent ere dit. The rep ort’s 
number has been changed from F. R. 
571 to F. R. 2571. The new form will 
be used first for the October report.
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Wedo
our corresponding

in person.

E d  Shapira, president, H eaven Hills Distilleries, Murphy B rock  and B ob  Sutherland, p res
ident, Wilson and Muir Bank and Trust Company, Bardstown, Kentucky.

Because it’s a natural business com
munications tool, it’s only natural 
for most banks’ correspondent de
partments to assist their customers 
over the telephone.

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

Especially Murphy Brock of 
LNB’s correspondent department. 
Murphy feels 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.

Liberty National Bank
Louisville, Kentucky
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Agricultural News
Non-Real Estate Farm Lending 
Again Led by Banks in 1977

WASHINGTON, D. C. —  Banks 
continued to be the leaders among 
major lending institutions in providing 
non-real estate agricultural credit in 
1977, according to figures released last 
month by the ABA.

Results of the annual farm credit 
study made by the association’s ag
ricultural bankers division indicate 
that last year banks provided $25.7 bil
lion in non-real estate loans —  10% 
more than in 1976 and about half the 
$50.9 billion loaned by all major lend
ers to farm operators.

By comparison, Production Credit 
associations, the next leading non-real 
estate farm lender, provided $13.5 bil
lion, while the Farmers Home Ad

ministration made $3.1 billion in non- 
real estate farm loans, the ABA report 
says.

Total farm real estate debt as of last 
January 1 was $63.3 billion, a 12% in
crease over the 1976 figure. Banks 
made approximately $7.8 billion in 
new farm real estate loans —  a 15% 
increase over 1976.

Federal Land banks provided $21.4 
billion; life insurance firms, $8.5 bil
lion, and the Farmers Home Adminis
tration, $3.9 billion.

Total national farm debt in 1977 for 
all major lenders reached a new high of 
$114 billion, a 13% boost over 1976 and 
a 79% increase over the last five years.

Banks in Iowa led the way in agricul
tural lending, providing $2.8 billion in 
non-real estate and $330 million in real

estate loans —  in all, a 15% increase 
over the previous year.

Agriculture Exhibit Is Held 
By Banking Group at Fair

Roles bankers play in Illinois’ ag
ricultural community were shown the 
public last month at the Illinois State 
Fair in Springfield. The Illinois Bank
ers Association had an agriculture dis
play in the AgriWorld Exhibit area.

The booth was staffed by members 
of the IBA’s ag division. Brochures de
tailing ag services offered by bankers 
were distributed, and a drawing for a 
CB radio was held.

As a part of the exhibit, a commodity 
news service ticker gave current grain 
and livestock prices.

New

• L eFebure Corp. A new U/L- 
listed combination bag and envelope 
manual depository has been intro
duced by LeFebure, which says it fea
tures an exclusive sliding, self-closing 
drawer for customer convenience. 
With the new Model 312, says the 
manufacturer, envelope customers can 
partially open the deposit drawer 
without a key, exposing a deposit slot 
that can accommodate extra-large en
velopes. Commercial bag customers 
insert and turn their keys, then pull 
the drawer open, fully exposing 
a 3% -inch-d eep -by-12%-inch-long 
opening. After depositing the bag, a 
customer simply releases the handle, 
and the drawer closes by itself. Built-in

30

finger baffles defy “fishing” and “trap
ping,” says LeFebure. Although the 
depository is operated manually, it 
may be connected to an electrically 
operated tamper switch. Write: L eFe
bure, P. O. Box 2028, Cedar Rapids, 
IA 52406.

• Diebold, Inc. The most recent 
development in this firm’s TABS® 
autom atic-banking systems is the 
Diebold TABS 9000 Series, consisting 
of modularly designed and functionally 
different customer-service delivery 
units. The new terminals operate on 
line to the TABS 9510 programmable 
control unit, which is the heart of the 
control system, and then to a host pro
cessor or other network supervisory 
devices. These terminals also can be 
directly on line to a host processor or 
other network supervisory device. The 
new customer terminals are the full- 
service automatic teller and the cash 
dispenser. Both can be modularly con-

figured to accommodate changing re
quirements. A cash dispenser, for 
example, can be modified on site for 
full-service ATM operation. The pro
grammable video instruction screen is 
a standard feature with the Diebold 
TABS 9000 Series. Write: Diebold, 
Inc., Canton, OH 44711.

• M osler. A new rem ote
monitoring system at Maryland Na
tional, Baltimore, is described in a 
six-page, four-color brochure pub
lished by the system’s manufacturer, 
Mosler. The BRM -X multi-plexing 
system can monitor branches as far as 
160 miles away, says Mosler, and can 
expand to include 100 additional 
branches. For a free copy of the 
brochure, write: Mosler, Department 
P R -145, 1561 Grand Boulevard, 
Hamilton, OH 45012.
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Harland ha? a tremendous number of; 
internal and external hank forms from : 
which to choose, but sometimes a stock ̂  
form just won’t do.

That’s when yoii need our Custom 
Form Design Kit.

Whether you want to add a line or two 
to an existing form or start from scratch 
and design a completely new one, the 
Harland Custom Form Design Kit has 
everything the budding artist needs to 
create the perfect form.

And Harland has the quality, experience and 
service to print the perfect form perfectly.

I PPPfi 
I  h !  I  hiI » ®

. So, if you feel the: need for k new and 
■ better formier if you simply feel a surge Hf 
fof creativity, call or write for your Custom 
Form Design Kit. Or tab your Harland 
representative you want to be an artist. 

He’ll understand.

M a  JU a m  a  jm m. g a m  john h. harland company 
# 1 ^ f l A r # / I A r # #  CHECK PRINTERS a  a*  u u /  wMWmJr: p.o. box 105250, Atlanta, ga . 30348Digitized for FRASER 
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Manufacturers
Hanover

Commercial
Corporation.

A Capital Source
for Correspondents.

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

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

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

Manufacturers Hanover Commercial Corporation 
requires no compensating balances and you won't 
have to worry about exceeding your loan limits, or 
about your customers using competitor's services.

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

MANUFACTURERS HANOVER 
COMMERCIAL CORPORATION

It’s a capital source.
Headquarters: 1211 Avenue of the Americas, New York, N.Y. 10036 
Contact: Merwin Wallace, V.P. (212) 575-7472 or

F.X. Basile, Exec. 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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Is A u tom atic  T ra n sfer a N ecessary  E vil?  
B an k ers G ive O pin ion s on  N ew  Service

By JIM FABIAN 
Associate Editor

BANKERS in the Mid-Continent 
area have mixed feelings about 

autom atic transfers, but the vast 
majority will be offering this new ser
vice should it becom e legal on 
November 1.

A survey of bankers in the Mid- 
Continent area turned up only one 
bank that does not plan to offer the 
service. The chairman of that bank told 
M i d - C o n t i n e n t  B a n k e r  that his 
bank will not offer the service unless he 
sees definite proof that the service fills 
a demand and can be profitable for the 
bank.

“In our opinion,” he said, “there are 
many similar gimmicks that banks use 
to try to justify the status of progres
siveness for which the use or demand is 
insufficient to avoid a ‘sapsucking” ero
sion of earnings.” The bank ranks 
among the 10% of highest-earning 
banks in the U. S. in its size classifica
tion.

Bankers approving autom atic 
transfers called attention to the bene
fits customers will glean from the ser
vice. Several also mentioned that the 
service will give banks at least a tempo
rary competitive edge over other fi
nancial institutions.

However, pricing of the service is a 
crucial factor, many respondents said. 
The vast majority of bankers surveyed 
expect to charge for the service, al
though quite a few haven’t established 
the amount of the charge yet.

Those who have established charges 
expect to levy one of the following fees: 
300 per transaction; four free transac
tions per quarter and 500 per 
additional transaction; 200 per transac
tion; three free transactions per month 
and $1 per additional transaction; $3 
per month or 500 per transaction. 
Typical of those who have not yet es
tablished a charge was the banker who 
replied, “We wish we knew what the 
charge would be!”

Most bankers said they would not 
place restrictions on the customers 
who would qualify for this service. 
Those who expect to place restrictions 
said only those with a minimum 
amount on deposit would qualify. Sev
eral respondents said that the service 
would not be feasible for low-deposit 
customers, since the service charge 
would exceed any interest received for 
deposits. Others commented that only 
customers with more than $1,000 on 
deposit could expect to make any gains 
in interest over charges.

The majority of responding banks 
stated they would not be offering au
tomatic transfers in connection with a 
package plan, although several banks 
were undecided on this point.

Only one bank responded that it 
doesn’t intend to advertise the 
availability of automatic transfer. 
They 11 find out about the service only 

if they ask for it,” the banker said.
Among the comments by those criti-

A Mid-Continent Banker Survey
MID-CONTINENT BANKER for September, 1978 33

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



cal of automatic transfers were the fol
lowing:

• “ I t ’s an operational m onster 
forced on banking by unthinking reg
ulators and it won’t bring better pric
ing to the consumer.”

• “I t ’s a step toward NOW ac
counts.”

• “I feel that most people who over
draw in their checking accounts don’t 
have a savings account from which to 
make an automatic transfer.”

• “It could be profitable, but I think 
we re creating a loss leader.”

• “It’s a costly and confusing ap
proach to NOW accounts or direct 
payment of interest on demand depos
its.”

• “We don’t like it but are being 
forced into offering automatic trans
fer.”

• “Automatic transfer is a necessary 
evil!”

• “The service is good for the large 
depositor, bad for the small depositor 
and expensive for the bank!”

• “It’s a sad state of affairs when 
grown men have to play such games (as 
automatic transfer) to circumvent the 
prohibition of paying interest on de
mand deposits.”

• “Automatic transfer is a real tur-

key! It’s a half-baked scheme that will 
be hard to sell, hard to administer, 
hard to price and very difficult for the 
customer to understand!”

But there’s another side to the 
automatic-transfer coin. Following are 
the views of respondents favoring the 
service:

• “Automatic transfer provides an 
opportunity for banks to give the cus
tomer better service.”

• “It seems to be the best way to 
allow us to compete. Credit unions and 
S&Ls will increasingly bid away our 
more profitable accounts if we don’t go 
the automatic-transfer route.”

• “It has to come, so let’s get on with 
it!”

• “It provides an opportunity to ob
tain S&L funds; however, the service 
must be properly priced.”

• “This service is a modified NOW 
account and has led us to become much 
more aware of pricing bank services. 
With accurate pricing and an efficient 
system in place, we have no objection 
to making the automatic-transfer ser
vice available to our customers.”

• “The bottom line will definitely be 
affected by automatic transfer. But, if 
we are to survive, we will have to com
pete with share drafts from S&Ls.” • •

Transfer Policy Announced
Among the banks that have 

worked out definite policies for au
tomatic transfer is Chemical Bank, 
New York C ity, which has an
nounced the introduction of its “5% 
Savings/Checking” service, which 
will start November 1, the date au
tomatic transfers are authorized to 
begin.

Customers signing up for the ser
vice will be asked to specify a 
minimum balance for checking ac
counts. If  the balance falls below the 
indicated level, funds will be trans
ferred from the customer’s savings 
account, according to the bank.

The service features a combined 
minimum balance for checking and 
savings accounts, a monthly service 
charge and a transfer fee. It will be 
applicable only for the day-of- 
deposit to day-of-withdrawal state
ment savings accounts.

Customers using the service and 
maintaining a combined minimum 
balance in their savings and checking 
accounts of $500 will be charged $3 
per month for the service with a fee 
of 250 each day a transfer is effected. 
There will be no charge per check.

Automatic Transfer Termed Fed's Answer to NOWs, Share Drafts

AUTOMATIC transfer is an at
tempt to cope with the statutory 

prohibition against paying interest on 
demand deposits in the face of en
croachment from competing financial 
institutions, such as credit union share 
drafts, NOW accounts, e tc ., said 
Eugene A. Leonard, senior vice presi
dent, Mercantile Bancorp., St. Louis, 
recently.

What the prohibition did was to, in a 
sense, drive underground what had 
been a legitimate banking activity for 
135 years —  the payment of interest on 
demand deposits, Mr. Leonard said.

The Banking Act of 1933 has never 
really prevented payment of interest 
on demand deposits, he said. There 
are many ways that banks pay interest 
on checking accounts implicitly; for 
example, services performed for bank 
customers, paying depositors in terms 
of convenience with more branches 
and facilities, entertainment of cus
tomers who keep large checking ac
counts, etc.-, Mr. Leonard continued.
34

There’s nothing wrong with explicit 
interest on demand deposits, he con
tinued. He termed such payment a 
way to foster competition.

“In fact,” he said, “the legal prohibi
tion can be viewed from an economic 
point of view as a serious mistake. For 
one thing, it was a political action, as 
are many decisions emanating from 
Washington.”

He commented that the prohibition 
was passed in the middle of the great 
depression, which was a time when 
demand deposit interest was thought 
to be responsible for bank failures.

One of the presumed advantages of 
automatic transfer is that substantially 
lower check handling costs would re
sult because fewer non-sufficient funds 
checks would be written. This premise 
is questionable, he said, since it s 
doubtful that most bad check writers 
have enough money in their savings 
accounts to cover their overdrafts.

Mr. Leonard said that automatic 
transfer will make it even more impor-

tant for banks to properly and accu
rately analyze the costs of providing 
services, and pricing these services 
profitably. “In other words,” he said, 
“we are going to have to do our own 
‘unbundling’ and pricing job .”

Automatic transfer is a step toward 
single, multipurpose bank accounts, 
he said. Such an account would pro
vide that when a balance is above a 
certain figure, banks will pay the de
positor. When the balance falls below a 
certain figure, the depositor will pay 
the bank.

He added that one-statement de
scriptive billing would be provided the 
customer so he wouldn’t have a sepa
rate statement for checking, savings, 
loan transactions, etc. Such a system 
would provide for the so-called “trun
cation” of paper. This means that can
celled checks wouldn’t have to be re
turned to the check writer because the 
essential information would appear on 
the statement. • •
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A u tom atic  T ran sfers C an B e  P ro fita b le !

W ITH ALL the legal dust being 
stirred  up over automatic 
transfer, it’s easy to forget the most 

important person involved: the cus
tomer. As soon as the Fed and the 
FD IC  approved automatic transfer, 
S&Ls sued, seeking a permanent in
junction.

Banks have the option to form an 
automatic transfer relationship with 
S&Ls, of course. However, those links 
will be rare, leaving S&Ls out in the 
cold.

Along with the legal confusion, 
many bankers are uncertain about the 
effect automatic transfers will have on 
profitability.

For some bankers, the prospect of 
automatic transfer disturbs ulcers that 
have been dormant since the “free” 
checking wave swept over us a few 
years back. They were able to fend off 
free checking; or, if they did offer it, 
they eventually found it a useless drain 
and then switched strategies. The 
crisis passed, but it left scars.

Automatic transfer, to them, seems 
like a sure-fire way to lose twice: pay- 
ing interest on what otherwise might 
be free funds and losing service fee 
revenue from returned checks and 
overdraft charges. They don’t want to 
offer automatic transfer, and they live 
in dread that the competition will push 
them into it.

A banker may not want automatic 
transfer, but a fair number of his cus
tomers would like to give it a try. The 
customers, fearing overdrafts, would 
like the protection automatic transfer 
provides.

When the regulation change be
comes effective, every competitive 
banking market will have at least one 
form of automatic transfer available to 
the public. It behooves each banker, 
then, to make sure that his or her au
tomatic transfer plan is the best in the 
market. The best plan, of course, is the 
one that turns over the highest profit 
per account and, beyond that, brings 
in the most new business.

The potential exists for profit on au
tomatic transfer. That may seem in
congruous since automatic transfer 
strips service fees and requires an 
interest outlay. Yet, the profit poten
tial is there because of some very basic 
things. Today s bapking customers 
want and expect services from their 
bank, and they are willing to pay for 
them. The foundation of every package

By TRAVIS ANDERSON 
Chairman

BanClub Association 
Nashville

checking account is based on that. In
stead of offering free checking or 
minimum-deposit checking, a.bank 
can actively market a package of ser
vices and amenities.

Package plans vary from bank to 
bank, but most include unlimited 
checking, personalized checks, travel
ers and cashier’s checks without issue 
fee and accidental death insurance. 
The customer perceives that the pack
age s total value is far more than the $3 
to $5 a month in costs.

Automatic transfer can be built into 
the package checking account pro
gram. It’s a service the bank offers with 
a full complement of other services, be
coming a true financial product. The 
customer understands that it costs 
something for the bank to transfer his

money from savings to checking. Since 
he’s getting unlimited checking and 
personalized checks —  not to mention 
accidental death insurance —  auto
matic transfer seems like an ideal ser
vice addition to the package from the 
customer’s standpoint.

Package-checking customers also 
are likely to take advantage of other, 
more profitable bank services, such as 
installm ent loans. And automatic 
transfer gives banks a tool for cross
selling savings accounts with package
checking accounts. Within the ac
count, there is a springboard for cross
selling other services.

The package account would be mar
keted with automatic transfer as an im
portant option available only to 
package-account depositors. The ele
ment of overdraft protection would be 
stressed. It would give present DDA 
depositors incentive to switch to pack
age accounts and improve the bank’s 
competitive position in attracting new

Fed to Review Automatic-Transfer Rule
A s  A RESU LT of'requests to reconsider or postpone the rule 

1  V. permitting automatic transfers, the Fed has announced a re
view of the proposal, probably at its mid-September meeting.

Several banks and at least one state bankers’ association had re
quested the action. In addition, the U. S. League of Savings Associa
tions had sued to block implementation of the rule, which was 
scheduled to take effect November 1.

Complaining bankers state they don’t have the processing capabil
ity to offer automatic transfers by the start-up date. Only a few banks 
maintain account information in such a manner that they could easily 
handle the transfers from savings to checking.

It’s been estimated that about 20% of the nation’s banks are 
equipped to handle automatic transfers. This means that the non- 
equipped banks would have to process transfers manually until their 
capabilities were updated.

The Independent Bankers Association of America estimates that 
thousands of banks won’t have the wherewithal to handle automatic 
transfers effectively due to lack of capacity. It takes a central informa
tion file to enable a bank to handle automatic transfers, a spokesman 
has said.

S&Ls state that the rule would permit banks to pay interest on 
checking accounts and the S&L League has charged the Fed with 
deliberately usurping the power of Congress in the decision.”
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accounts.
How would automatic transfer be 

tied into a package checking account 
program? It’s impossible to outline one 
plan that is suitable for every bank. 
The approach a bank takes depends on 
several variables, including market 
com petition, data processing 
capabilities, the bank’s size and the 
local economy.

A package program in operation 
opens several options worth consider
ing for banks. If transfers must be 
made manually, one transfer a month 
could be made without charge for each 
special-checking customer. After that, 
each transfer would cost some fee less 
than the current overdraft charge. If 
the bank computerizes transfers, pro
cessing costs go down, and three au
tomatic transfers per month could be 
included in the package, with a service 
fee added for additional transfers.

Still another approach would be to 
provide one transfer without charge, 
then assess a $1 fee for each additional 
$100 transferred. Banks will have the 
option, depending on their data pro
cessing capabilities, to make transfers 
in predetermined amounts, such as 
$50 or $100.

In the beginning, we stated that it’s 
easy to forget the customer. Now is the 
time to start remembering him. As 
soon as a bank maps out its automatic 
transfer strategy, it should prepare 
customers for the new service, and do 
so well before writing the first press 
release or advertisement.

Remember, there will not be just 
one customer. When starting an au
tomatic transfer marketing plan, there 
are three types of customers: (1) the 
customer with both a checking and 
savings account; (2) the customer with 
a checking account who very likely has 
a savings account elsewhere; and (3) 
the customer with a savings account 
but no checking account. Each should 
be prepared for the coming innova
tion.

The dual-account customer already 
perceives that the checking account 
has overdraft protection. This cus
tomer believes that, if an overdraft oc
curs, the bank would honor the check 
because of the savings balance. The 
letter to the dual-account customer 
will announce that pre-authorized 
transfers are available to eliminate 
confusion in case the checking account 
is accidentally overdrawn or an 
emergency forces the customer to 
overdraft. The checking customer will 
be informed by letter that there is a 
new reason —  namely, overdraft pro
tection —  for opening a savings ac
count. The savings customer, likewise,

Transfer Handbook Offered
A handbook on automatic transfer 

of funds from savings to cover de
mand overdrafts has been published 
by the Weiland Computer Group.

The free handbook explores issues 
surrounding enabling legislation for 
th e service, discusses data process
ing features and functions necessary 
to support automatic transfers and 
offers planning and implementation 
guidelines.

For a free copy, write: Jim Miller, 
vice president, marketing, Weiland 
Computer Group, 1515 W. 22nd St., 
Oak Brook, IL  60521.

will be advised that overdraft protec
tion is available by opening a checking 
account.

In each case, the package will be 
stressed as the vehicle for tying the two 
accounts together. The letters will sell 
the other services and amenities, with 
automatic transfer as a prime reason to 
take advantage of the package.

By combining automatic transfer 
with the package account, a very mar
ketable device for generating new rev
enue is created. The loss of overdraft 
and insufficient funds fees may be 
overemphasized. It should be pointed 
out that the income from these sources 
is substantially diluted by handling 
costs and loss of investment and in
come that banks experience from “re
verse float balances.”

The package account, it should be 
noted, was developed to counteract 
free checking offers. When correctly 
marketed, it does the job. Package ac
counts help banks retain customers — 
and deposits -— and bring in revenue 
on what might otherwise be another 
giveaway.

Now, with autom atic transfer 
looming ahead in a cloud of dust, pack
age accounts still offer a way to retain 
business and increase revenue. • •

George LeMaistre Resigns
George LeMaistre re
signed last month as 
FDIC chairman to teach 
law at the University of 
Alabama. Comptroller 
John G. Heimann, an 
FDIC director, will be 
acting FDIC chairman 
until President Jimmy 
Carter chooses a per
manent replacement.
Mr. LeMaistre joined 
the FDIC as a director in 
1973 and became chairman in the summer of 
1977. Previously, he was pres.. City Nat'l (now 
First Alabama Bank), Tuscaloosa. Before taking 
that post in 1960, he practiced law in Tus
caloosa.

Football in Spotlight 
Of ABA Ad Campaign

The ABA and 14,000 full-service 
bankers will kick off the biggest fall 
football program ever. During the 
1978-79 pro season, the ABA will spon
sor 22 games across the country, in
cluding the play-offs and the Super 
Bowl.

The association has developed a se
ries of new full-service TV commer
cials that will continue to tell millions 
of viewers why “no other financial in
stitution can help you or your commu
nity more” than a full-service bank. 
The ABA has increased its budget to $5 
million for its total 1978-79 ad cam
paigns.

An extensive line of tie-in materials 
has been created by Full Service Bank 
Productions, Inc., Bethlehem, Pa., a

Tune in NFL FOOTBALL
on CBS-TV and NBC-TV

THE COMPLETE Q.B.

YO URS FREE — this whimsical "Complete Quarterback" wall poster — big, 
bright, and colorful — an estimated $3.25 retail value, but FREE (as long as the supply 
lasts) when you open a new savings or checking account with $25 or more, or add $25 to 
an existing account.

NFL Football telecasts brought to you in part b ^ ^^ _

SERVICE

Here's "Complete Quarterback," which will be 
featured in ABA ad campaign during 1978-79 
pro football season. Graphic will be used as 
tie-in with full-service banks' sponsorship of 22 
games, including play-offs and Super Bowl.

division of Christmas Club a Corpora
tion, which was awarded the contract 
last year by the ABA. Utilizing the 
imaginative and artistic talents of 
sculptor John Martin Gilbert, Full 
Service Bank Productions has created 
“The Com plete Q uarterback,” an 
eye-catching, impossible-to-pass-by 
graphic, says John H. Guinan, presi
dent, Full Service Bank Productions.

“The Complete Quarterback” is 
available as a 17x22-inch easel-back 
display card with a “take-one” box for 
bank lobbies and teller stations, state
ment enclosures imprinted with bank 
name, pocket schedule cards with local 
pro team and bank name printed on 
the reverse side and a 28x20-inch wall 
poster for giveaways and promotions.
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Frame not included.

( j iv e T f ^ u r g u ß t o m e g A 8x10 ̂ Fkrrjiiy* PortrâiO

You are guaranteed extra traffic when you 
use this unique portrait promotion.

You give a free 8 x 1 0  color portrait to each 
customer and prospective customer. Our low 
cost promotional package includes materials 
such as ad slicks, statement stuffers and radio 
spot copy. These items are designed to attract 
families into your bank not once, but twice. And 
our Gold Crown Portraits are sure to please 
your customers.

Fox Promotional Services assures that 
your customers receive a professional, high 
quality product. Our 74 years of portrait and 
photofinishing experience are behind every 
proof and portrait.

We would like to tell you more about our 
successful promotional programs. Drop us a 
line at 1734 Broadway, San Antonio, Texas, 
78215 or call us at 512-226-1351.

FOX
PROMOTIONAL

SERVICES

MARKETING

GOLD CROWN PORTRAITS
1734 Broadway
San Antonio, Texas 78215
512/226-1351
Division of Fox-Stanley Photo Products, Inc.
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Model 1780 Autom atic C o in  W rapper 
TheM odel 1780 handles unculled coins 
with reliability, e ffic iency and high 
speed . . .  up to 24 w raps per minute. It’s 
quiet, portable and easy to operate. S ix  
sim ple settings control the total coin 
packaging operation. The  1780 will 
count, verify, and batch in quantities of 
five to 99,999. And the Model 1780 
offsorts co ins sm aller than the 
denom ination being packaged
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Brandt helps you find 
time to make money
...then we sort, count, endorse, cancel, wrap it • '

Brandt products support the people who meet your public 
and perform the up-front custom er serv ices. T hey  are the 
real sa le s  p e o p le . . .  if you train and give them time to sell.
Brandt m oney processing  system s are designed to do just 
that . . .  to reduce errors, speed money handling and 
increase  efficiency . . . free more time for your tellers to 
service, sell and keep your custom ers happy.

But equipm ent is only half of the Brandt story. T h e  other 
half is a serv ice  network that stretches nationwide with 
130 serv ice  branches with Brandt trained servicem en  
backed by a ready supply  of replacem ent parts.
C all your Brandt Representative for the full story this 
week. W hen it com es to B igger Bottom Line Profits, com e  
to Brandt for m oney processing  answ ers.

Up front or back in the m oney room, Brandt equipm ent is 
quietly at work helping to build a better profit picture for 
you. E a ch  p iece of Brandt equipm ent, w hether it is a 
sorter/counter, cash ier, cu rren cy  processor or autom atic 
coin w rapper it’s  designed to fit into a Brandt System . You  
may start with a coin w rapper or a cash ier, but as you add  
equipm ent m odules, it’s  good to know that there’s a 
m aster plan to Brandt System s. Every p iece of equipm ent 
is com patible with the next.

Brandt
SINCE 1890

Brandt, Inc. Watertown, Wl 53094 
Brandt® Cashier® Countess®

Model 570 Electronic Cashier 
100% accurate coin delivery, new 
simplified keyboard and visual 
audit display for instant verification

Model 936 Coin 
Sorter/Counter 

Counts, sorts and totals 
up to 600 coins per 

minute, automatically 
delivers preset amounts 

to each bag.

Model 825 Countess 
Counts, batches, endorses 
or cancels checks and currency 
up to 1200 per minute.

Model 748 Electric 
Coin Counter/Packager 
Processes hundreds of coins per 
minute, ideal for processing large 
quantities of coins for bagging 
or packaging.

Model 815 Countess Jr. 
Counts, batches, endorses or 

cancels checks, currency & food 
stamps . . .  up to 750 per minute.

Model 1702 t 
Automatic Coin Wrapper 
Economical coin wrapping system 
that’s small, lightweight and simple 
to operate.
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W hat R egulatory Issues 
Lie Ahead fo r  B ankers?

RECENTLY, I marked the comple
tion of my first full year as the 

24th Comptroller of the Currency. As 
this is an opportunity for reflection, I 
will review some accomplishments of 
the past year and consider develop
ments we’re likely to witness in the 
future.

Undoubtedly, the most important 
contribution of governmental supervi
sion to banking’s welfare has been the 
periodic examination. Since the na
tional banking system was created in 
1863, it has prospered under the tute
lage of seasoned, professional, objec
tive examiners.

A watershed in the evolution of the 
commercial-bank-examination process 
was reached in 1976, when the Comp
tro ller’s Office adopted the most 
sophisticated examination procedures

After a year in office, 
Comptroller Heimann reviews 
some accomplishments and 
discusses some long-standing 
regulatory issues still to be re
solved.

ever designed. We now are into the 
second complete year under the new 
approach, and real progress has been 
made.

Accounting for much of this success 
is the continuing refinement of the 
national-bank-surveillance system 
(NBSS). Since its inception three years 
ago, the division responsible for its op
eration has compiled a seven-year his
tory of call-report data on every na
tional bank. This data is distilled 
periodically for each bank into a 20- 
page bank-performance report (BPR), 
which displays trends of various ratios 
and dollar figures and generally shows 
the effects of management decisions on 
a bank’s performance. Since the start of 
1977, BPRs have been mailed quar
terly to all banks.

In a significant advance in NBSS, 
our data base now has developed to the 
point where we can make special runs 
for specific items of interest. For 
example, if we expect interest rates to

By JOHN G. HEIMANN 
Comptroller 

Of the Currency 
Washington, D. C.

rise, we can extract a list of banks that 
depend on rate-sensitive deposits or 
that exhibit declining capital ratios. In 
addition, we now have the capacity not 
only to analyze individual banks, but 
also to observe trends of the national 
banking system as a whole. All this 
information is proving increasingly 
useful in formulating broad policies for 
our office.

NBSS has received national and 
worldwide recognition during the past 
year. In accordance with recently con
cluded agreements, we expect — by 
year-end 1978 —  to be producing 
BPRs for the Fed and bank supervisors 
in two states. We also are hopeful that 
an accommodation soon can be 
reached with the FD IC  to extend 
coverage of NBSS to state nonmember 
banks. From this enlarged data base, 
we should have, by 1979, the unprece
dented capability to monitor trends of 
the entire U. S. commercial-banking 
system.

Closely allied with N BSS are 
specialized examinations in the inter
national, trust, consumer and ED P 
areas. In recent months, we have de
termined that conducting specialized 
examinations at the same time as gen
eral commercial examinations will 
greatly reduce the burden on national 
banks. This combined examination re
port also will provide directors with a 
complete analysis of bank operations.

Combined examinations now are 
being conducted in selected regions on 
a test basis. With experience gained 
from these tests, we hope to issue for

mal standards and procedures soon. 
Our year-end goal is to combine all 
examinations for large banks and to al
ternate combined and separate exam
inations for small ones.

Some of the most significant im
provements in bank supervision this 
past year have been made by the rela
tively new Inter-Agency Supervisory 
Committee (ISC), representing the 
three federal banking agencies, the 
Federal Home Loan Bank Board and 
the National Credit Union Administra
tion. The IS C ’s accom plishm ents 
range from a uniform bank-rating sys
tem and a uniform review of shared 
national credits to joint examinations of 
data processing centers, joint policy on 
excessive management fees and joint 
training of examiners in trust and con
sumer areas. Topics currently under

Mr. Heimann warns that a 
substantial capital shortfall 
may occur by the early 1980s 
unless banks begin imme
diately to plan their capital 
needs.

discussion should result in even 
greater progress. These include, 
among others, joint training facilities 
for examiners in all examination areas, 
a uniform country-classification system 
and a uniform early-warning/mon- 
itoring system.

Clearly, the art of bank examination 
has come a long way. However, gov
ernmental oversight at its best should 
serve only as a guide. Never can it 
substitute for internal controls gener
ated by banks themselves to reflect and 
preserve the integrity and prudence 
that are quintessential to a successful 
banking system.

Almost invariably, self regulation 
ensures that banks are better attuned 
than government to the play of com
petitive market forces. Marketplace 
forces long have been recognized as 
fostering an acute sensitivity to 
changing public needs. For this rea
son, the Comptroller’s Office has given 
high priority to a concerted program of
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W hen Commerce Bank 
handles your 

credit card processing 
your profits start now, 

not 5-10 years down the road.

Immediate 
profits for 
your bank.

Other bank credit card processing 
programs can take years to become 
profitable for your bank. With Commerce, 
however, there are no development costs 
charged against your accounts. You get 
immediate earnings from both merchant and 
cardholder activity, plus greater income 
potential.

You deal with full-time bank card 
representatives whose sole function is to 
make sure that both you and your customers 
get knowledgeable, prompt, courteous 
service.

And you have the assurance of working 
with the most experienced credit card center 
in this part of the country. One with an 
unequalled, ten-year record of customer 
satisfaction.

Last year, we provided a full range of 
credit card services to over 250 banks, 
15,000 merchants and more than 500,000 
cardholders. Our Visa sales volume alone 
placed us among the top card-issuing banks 
in the nation.

Whether you’re just starting your card 
system or are already operating one, talk to 
your Commerce Correspondent or contact 
the Bank Card Center direct. Find out how 
your bank can immediately profit from our 
service.

€* Commerce Bank
of Kansas City™
10th & Walnut
(816) 234-2000
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deregulation and has been successful 
so far in several areas.

One achievement, in the trust area, 
is the forthcoming elimination of two 
reports relating to holdings of equity 
securities by national banks. We ex
pect this move to reduce by more than 
7% total working hours related to re
porting requirements imposed by the 
Comptroller’s Office. The need for this 
information has been obviated by new 
SEC reporting requirements.

In response to a Presidential direc
tive, we plan to undertake —  in the 
coming months —  a fresh and even 
more comprehensive review of our 
regulations. The four major areas 
targeted initially are investment secu
rities, office organization, real estate 
loans and trust powers.

Our deregulation efforts will con
tinue, but responsibility also rests with 
bankers, who must work with the rules 
on a daily basis. We urge bankers not 
only to bring problems to our atten
tion, but also to suggest specific ap
proaches to their solutions.

The need is clear for increasing our 
sensitivity to the burdens of over
regulation. At the same time, we will 
not abandon our responsibility to exer
cise our authority whenever the need 
arises.

One of the most active issues during 
my first year in office has been insider 
abuse. Our office has dealt firmly with 
insiders, holding them to the highest 
standards of public trust and accounta
bility. All directors, all officers and all 
principal shareholders have a solemn 
obligation to preserve the financial in
tegrity of banks, contribute to the sta
bility of their local economy and pro
vide financial leadership for their 
communities. To this end, we encour
age all banks to adopt strict standards 
of conduct. These expectations are not 
exaggerated. In June, a Gallop poll 
found that of nine American institu
tions, only organized religion ranks 
above banking in the level of public 
confidence it evokes.

In the past year, the Comptroller’s 
Office has taken two major actions 
aimed at curbing misdealings by insid
ers: 1. A regulation barring bank offi
cials from profiting personally from 
sales of credit life insurance. 2. A pol
icy statement warning against insider 
transactions on preferential terms. For 
the most egregious cases, we have de
veloped a computer system, called the 
enforcement and compliance informa
tion system, for more effective tracking 
of criminal referrals.

On the legislative front, we have 
worked with the Administration and 
Congress in promoting legislation that

authorizes civil money penalties 
against insiders who violate banking 
laws and that permits supervisors to 
regulate changes in bank control.

In the courts, the Comptroller’s Of
fice has been particularly successful. 
Last January, the Eighth Circuit Court 
of Appeals, in the first decision ever to 
be handed down on the Financial 
Supervisory Act since its enactment in 
1966, unheld a final cease-and-desist 
order directing insiders to reimburse 
their bank for many thousands of dol
lars in excessive salaries. In May, the 
Fifth Circuit Court of Appeals handed 
down a landmark decision that 
strengthened the C om ptroller’s 
cease-and-desist powers and specifi
cally interpreted the law to allow the 
Comptroller to fashion a final order in 
as broad a scope as necessary to pre
vent future abuses.

Integrity and good faith unquestion
ably are cornerstones of successful 
banking, but even in the earliest days, 
it was plain that no matter how be
nevolent the intent or honest the pur
pose of bank management, no bank 
could remain healthy for long without a 
strong capital base.

Unfortunately, today the capital 
growth of the nation’s banking system 
simply has not kept pace with expan

AMORTIZATION
SCHEDULES

• All Types and Variations
• Same-day Service
• Quality Printed Forms
• Telephone Service with 

Immediate Answers

WRITE FOR DETAILS 
AND SAMPLES

Serving Financial Institutions 
Since 1956

B A N K ®

C O U N T  
SERVICE BUREAU 

RUDOLPH, WIS. 54475

Dept. MCB 
(715) 435-3131

sion of the resource base, particularly 
risk assets. This development probably 
has occurred more as a function of the 
dramatic growth in bank resources, in
fluenced by the inflationary environ
ment of the 1970s, rather than as a 
result of any conscious effort on the 
part of bankers to accept a lower level 
of capital.

Bank-capital ratios, in general, have 
been declining, and I ’m concerned 
that a substantial capital shortfall may 
occur by the early 1980s if the trend 
continues.

The answer to the problem is an 
immediate effort by banks to plan their 
capital needs. As an aid to the industry, 
our national-bank-surveillance system 
is generating projections of individual 
banks’ capital requirements for the 
next two years. I call for the commit
ment of all bankers to incorporate for
mal capital targets in their strategic 
planning efforts. Only in this way can 
individual banks expect to remain ca
pable of serving existing markets effi
ciently and achieving new long-range 
objectives.

Any plan for sound capitalization 
must recognize the need to protect 
against concentration of loans.

During the past year, the Comp
troller’s Office has focused squarely on 
this principle as it relates to 
international-banking activities. With 
the increase in public-sector lending 
by commercial banks in recent years, 
our office recognized that the applica
bility of legal lending limits under 12 
U. S. C. 84 to foreign governments, 
their agencies and instrumentalities 
eventually would become an issue. In
tending to clarify conceptually the tra
ditional application of the law, we pro
posed an in terp retive ruling in 
January. The thoughtful comments re
ceived have aided us significantly in 
grappling with difficult definitional 
questions and countervailing needs for 
specificity on the one hand and flexi
bility on the other.

In anticipation of the final ruling, 
even now some discipline has been 
added to the international-banking 
market. Today, we see bankers asking 
more thorough and probing questions 
about balance-sheet and cash-flow fig
ures. Some foreign government bor
rowers already have responded by 
strengthening their financial informa
tion systems to demonstrate more 
clearly their economic capabilities. 
These developments can only benefit 
the entire banking community, in
cluding, in the long run, the borrowers 
themselves.

Mindful of the need for careful 
evaluation of overseas loans, we have
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W hat’s m ost im portant 
in a correspondent 

relationship?

W h e n  you  e v a lu a te  a  c o rre 
sp o n d e n t b a n k , you  look  n o t 
o n ly  fo r  sp e c ia liz ed  fin a n c ia l 
a n d  o p e ra tio n a l e x p e r tis e , b u t  
a ls o  fo r a  h ig h  q u a lity  o f  
se rv ic e .

T h a t ’s w h y th ro u g h o u t th e  
co u n try , b a n k e rs  r e ly  on  T h e  
N o rth e rn  T r u s t  B a n k . W e o ffer 
a  co m p le te  ra n g e  o f  ad v an ced  
b a n k in g  p ro g ra m s, su p p orted  
b y  a  t ra d it io n  o f  e x c e lle n c e  
t h a t  is  u n su rp a ssed .

H o w  can w e 
serve you?
A t T h e  N o rth e rn  T r u s t , a l l  
co rre sp o n d e n t se rv ic e s  a r e  
d e sig n ed  w ith  y o u r n eed s in  
m in d . A n d  th e s e  s e rv ic e s  a r e  
c o n s ta n tly  b e in g  im p rov ed  to

Quality.

k e e p  p ace w ith  th e  la te s t  
te ch n o lo g y  an d  re g u la tio n s .

Accelerated Deposit 
Collection. To h e lp  y o u r b a n k  
h a v e  m o re  c a s h  on  h a n d , T h e  
N o rth e rn  T r u s t  a cce p ts  
u n so rte d  c a s h  le t te r s ,  offers 
la te  d e a d lin e s , an d  provid es 
im m e d ia te  a v a ila b il i ty  on  
m a jo r  f in a n c ia l c e n te rs  
th ro u g h o u t th e  co u n try .

Bond and Money Market 
Services. Y ou  h a v e  co m p le te , 
a c c u ra te  m a r k e t  in fo rm a tio n  
w ith  ju s t  on e ph on e c a ll .

FOCUS.™ Y o u r b a n k ’s t r u s t  
in v e s tm e n t  o fficers h a v e  d a ily  
a cce ss  to  th e  r e s e a rc h  t h a t  o u r 
ow n p o rtfo lio  m a n a g e rs  u se , 
w e e k ly  re p o rts  t h a t  ca n  red u ce  
th e ir  p ap erw o rk , an d  p eriod ic

s e m in a rs  w ith  top  N o rth e rn  
T r u s t  o fficers.
Special Project Assistance. 
W h e n  you  n eed  h e lp  w ith  
o p e ra tio n s  a n a ly s is , flo a t 
re d u c tio n , m a rk e tin g , o r o th e r  
im p o rta n t p ro je c ts , y o u r 
N o rth e rn  T r u s t  c a ll in g  officer 
an d  s ta f f  a re  a v a ila b le  to  a s s is t  
you . T h e y  w ill p u t you  in  
c o n ta c t  w ith  o th e r  b a n k in g  
s p e c ia lis ts  w ho provid e 
in fo rm a tio n  an d  p ersp ectiv e  
fo r  y o u r sp e c ia l a ss ig n m e n ts .

F o r  a  q u a lity  o f  c o rre 
sp o n d en t se rv ic e  t h a t ’s r a r e  in  
b a n k in g  to d ay , c o n ta c t  th e  
c a ll in g  o fficer fo r y o u r a r e a  a t  
T h e  N o rth e rn  T r u s t  B a n k ,
5 0  S o u th  L a  S a l le  S t r e e t ,  
C h ica g o , I ll in o is  6 0 6 7 5 . 
T e le p h o n e  (3 1 2 ) 6 3 0 -6 0 0 0 .

The Northern Trust Bank
Bring your financial future to us.
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worked intently to promote inter
agency discussions on a joint federal 
supervisory approach to analysis of 
“country risk.” These discussions have 
been fruitful. The three agencies are in 
conceptual agreement, and we are all 
committed to settling on the various 
particulars in the near future. I expect 
the resulting program to encompass 
not only the difficulties experienced by 
certain borrowers, but the risk mon
itoring and control capabilities of 
lending banks as well.

Returning to domestic shores, since 
the end of World War II, our economy 
—  and particularly methods of deliv
ering financial services —  has moved 
increasingly toward fulfilling con
sumer needs. Almost everyone has a 
checking account and at least a credit 
card or two. Last year, consumers bor
rowed more than $200 billion. Banking 
has entered the most personal areas of 
our lives by providing the wherewithal 
to rear families, expand educational 
opportunities and generally ameliorate 
living conditions and life-styles.

Needless to say, the responsibility 
entrusted to our nation’s bankers has 
taken on heroic proportions. The re
sponsibility of bank supervisors is no 
less challenging.

On taking this office, I promised my
self that it would be highly sensitive to

consumers’ needs and aspirations. 
With this goal in mind, I met in Au
gust, 1977, with representatives from 
22 consumer, civil-rights and fair- 
housing groups to discuss areas of con
cern and exchange ideas. As a result, 
our office now enjoys a positive re
lationship with a variety of 
consumer-interest groups. This re
lationship has been extremely benefi
cial in soliciting comments and sugges
tions on such matters as our new con
sumer-complaint pamphlet, the Fair- 
Debt-Collection-Practices Act and 
enforcement guidelines for Truth-in- 
Lending and Equal-Credit Opportu
nity.

We also have improved our direct 
assistance to individual consumers. 
The 8,224 written complaints handled 
in 1977 represented a 25% increase 
over the 6,593 received the previous 
year. Already as of this writing, we 
have handled more than 5,000, and 
this doesn’t reflect complaints from 
bank customers who soon will be using 
our new consumer-complaint pam
phlet. Our consum er-com plaint- 
information system, now in its third 
year of operation, is used to record and 
process all complaints. Data provided 
by the CCIS not only is useful to ex
aminers in their consumer exams, but 
also helps us identify specific areas of

concern.
The special consumer examination, 

initiated by our office in late 1976, has 
been the prototype for all federal 
banking agencies. During the past 
year, more than 82% of all national 
banks have undergone their first such 
exam. Results so far suggest that the 
program is effective both in detecting 
violations of consumer-protection laws 
and in delivering the supervision 
necessary to promote future com
pliance. We anticipate that all banks 
will have been examined once by the 
end of this year and twice by year-end 
1980.

The task of correcting monetary and 
other harm to consumers resulting 
from violations of law is one of the most 
important challenges we face and one 
of the most difficult. The Comptroller’s 
Office has been actively involved with 
the other federal banking agencies in 
developing uniform guidelines for en
forcing Truth-in-Lending and Equal- 
Credit Opportunity. The agencies now 
have outstanding for comment a pro
posal that would require banks to take 
affirmative action to correct violations 
of the law prohibiting discrimination in 
lending.

Enforcement of civil-rights laws also 
received special attention during the 
past year. Six Fair-Housing exams 
were conducted jointly by the Comp
troller’s Office and the Justice D e
partm ent’s Civil Rights Division. 
These examinations generated an ex
change of ideas and investigatory tech
niques that enabled us to improve our 
procedures. In addition, we expect 
soon to add to our staff a civil rights 
officer who will coordinate our en
forcement program. We currently are 
considering several alternative data 
collection and analysis systems for use 
in detecting discriminatory real estate 
lending patterns and practices.

The most recent effort of the bank
ing agencies on behalf of consumers is 
implementation of the Community 
Reinvestment Act, which requires the 
agencies to encourage financial institu
tions to help meet their local com
munities’ credit needs consistent with 
safe and sound operations. Soon after 
the act was passed, federal supervisors 
scheduled several months of joint 
hearings around the country to solicit 
the assistance of financial institutions 
and the public in designing a regu
latory approach. Comments received 
were given full consideration and were 
invaluable to our deliberations.

In July, proposed regulations were 
published that, we believe, will ac-

(Continued on page 112)

A SYSTEM FOR A BANK 
TO TAP THE 

MIDDLE CORPORATE  
MARKET

The Lawrence System can eliminate the risk of lending to mid-sized 
corporations, and open up a whole new lending market. W ith  
Lawrence monitoring 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 information write or phone Lawrence, the oldest and largest 
system o f its kind in the world. Lawrence Systems, Inc., 37 Drumm 
Street, San Francisco, Ca., 94111. 415-981-5575 or 800-227-4644 .

THE LAWRENCE SYSTEM
A COLLATERAL MANAGEMENT SUBSIDIARY OF INA
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the leases are signed and your tenants move in , nothing else counts.

m
1 1

A t First in Dallas we understand. So when we do business w ith any 
businessjw e give you just what you exp ea from  yourself: results. 
JKesults. The real m easm eofabank. ||^

First N ation al B an k  in Dallas. M em ber F .D .I.C .
A subsidiary o f  First International Bancshares, Inc.

MID-CONTINENT BANKER for September, 1978 45
Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



46 MID-CONTINENT BANKER for September, 1978

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



Heller...the difference 
between what your 
custom er wants 
to borrow  and what 
you are w illin g to lend

Under today’s conditions, you may 
find that you aren’t willing to lend 
as much as a customer requests. 
As a result, you may create cash 
problems for established custom
ers or turn away new business.

When you’re in that situation, 
think in terms of Heller and a par
ticipation loan. Very simply, your 
bank funds the portion of the loan 
it wants to extend; Heller provides 
the difference up to your custom
er’s full borrowing capacity on a 
secu red  basis. Then Heller does the 
administrative work on the loan.

So you have the comfort of a 
secured loan without the cost of 
handling it. And your bank contin
ues to render all other bank ser
vices to the customer. Through 
participation, smaller banks up to 
many of the 25 largest commercial 
banks in the country are benefiting 
from Heller’s more than 50 years of 
secured financing experience.

Heller help is important to 
your bank and your customers 
today more than ever. And avail
able right now.

Walter E. Heller & Company 105 W. Adams 
St.,Chicago, Illinois60603»NewYork*Boston
• Philadelphia • Baltimore • Charlotte • 
Syracuse • Detroit • Kansas City • Denver • 
Atlanta • Miami • Birmingham • New Orleans
• Dallas • Houston • San Antonio • Phoenix
• Los Angeles • San Francisco • Portland • 
Seattle • San Juan P.R. Heller services also 
available through Heller Companies in Canada 
and twenty other countries around the world.
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Forms-Management Program  
Produces Price Stability, 
Savings, Assured Supply

By J. B. GRANBERRY JR.
Operations Officer 

Fourth National Bank 
Wichita

A FORMS-MANAGEMENT pro
gram, initiated when we became 
aware of our vulnerability to paper 

shortages, has brought us a capital in
vestment savings of close to $71,000, 
assured us of supply and price stability 
and provided us with such valuable an
cillary benefits as technical advice, 
forms-design assistance, reduced pur
chasing paperwork, saving of time and 
other benefits.

We decided to adopt such a program 
in 1973, when our vendors at the time, 
selected by low bid, began to fall be
hind in deliveries. The result was a 
series of forms stockouts that seriously 
affected our operations. As the largest 
bank in Kansas, Fourth National pro
vides data processing services of vari
ous kinds for 72 sm aller banks 
throughout the state. To fulfill our ob
ligations, we must have a dependable 
supply of forms, particularly those 
used in our data processing operations.

The paper shortage of 1973 alerted 
us to our situation. The one-vendor 
concept augmented by forms man
agement appeared to be the answer to

our problem. We suggested this solu
tion to our management, and it was 
accepted. We called in the major na
tional forms companies and asked for 
proposals. To help them, we gave each 
a sample of every form involved with 
information as to average monthly 
usage. Standard Register Co. provided 
the most professional and complete 
approach and, since 1973, we have 
worked closely with its specialists in 
monitoring and administering the pro
gram.

At the time of our changeover, we 
were using between 185 and 190 con
tinuous forms, both stock and custom 
designed. There now are more than 
200 because of additional clients and 
operations. The purchasing depart
ment was responsible for maintaining 
inventories, and this was done by 
posting withdrawals from stock to 
ledger cards. Using departm ents 
would file requisitions with us for their 
needs. This gave us a perpetual inven
tory record of sorts. When records in
dicated a need to order a form, we 
advised our seven vendors, who bid for

LEFT: Fourth Nat'l of W ichita's forms-
management program covers continuous forms 
associated with computer and data processing 
operations. Bank performs data processing 
services for smaller Kansas banks.
CENTER: Forms under program include DDA 
documents, bank credit-card statements and 
card carriers and variety of other documents.
RIGHT: Standard Register representative checks 
inventories of forms in three bank locations, re
ports quantities to Home Office computer, which 
turns out monthly reports reflecting their status.

MID-'

the order. Except in special instances, 
the low bid usually was awarded the 
order.

While the paper shortage was the 
primary reason for wanting to change 
procedures, there were other prob
lems associated with this operation. 
Data processing personnel, for exam
ple, work in shifts and must, therefore, 
have keys to the stockrooms. Occa
sionally, withdrawals by the night shift 
would not be recorded or postings 
would be illegible or made on the 
wrong cards. Because we couldn’t trust 
the perpetual inventory completely, 
we had to take a physical inventory 
every two months —  a time-wasting 
job.

Misinformation brought about un
foreseen shortages requiring rush or
ders (at increased cost) and delayed 
data processing operations on occa
sion. Incorrect postings also resulted 
in ordering some forms too often, re
sulting in overages. We also handled 
our own design work and simply gave 
the supplier a copy of what we wanted. 
As a result, some forms did not meet 
machine specifications. It was obvious 
that we needed proficient, professional 
forms management.

Assurance of supply was the primary 
requisite, and our current forms- 
management program, which incorpo
rates Standard Register’s FORM IC 
plan (forms management and inven-
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Frank Nichols, Senior Vice 
President, directs Correspondent 
Bank Division services.

Jim Burkholder, 
Assistant Vice President

Wayne Whisman, Representative

reasons fo 
service

□  Frank Nichols, Jim 
Burkholder and Wayne 
Whisman are dedicated to 
giving you excellent 
service.
□  You can count on getting 
it quickly, pleasantly, and 
efficiently from the 
Louisville Trust Bank. One 
convenient number— 
502/589-5440... and you 
get action.. . no runaround 
to waste your time.
□  Louisville Trust Bank’s 
growing correspondent 
banking group is backed 
up by every other bank 
employee. That means that, 
regardless of the type of 
counsel or financial service 
you need, it’s available 
instantly through our 
Correspondent Bank 
Department. The emphasis

still continues on a quality 
of personal service that 
really contributes to your 
growth as well as ours. It 
can be pension p lan... 
operations information.. . 
portfolio investment 
serv ice .. . key executive 
personnel placem ent...or 
the usual loan participation 
□  Whatever your needs— 
in any area of your bank or 
ours—give us a ca ll... 
Frank, Jim or Wayne!

Louisville Trust Bank
One Riverfront Plaza 
Louisville, Kentucky 40202 
502/589-5440

Member Federal Reserve System 
Federal Deposit Insurance Corporation
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tory control), meets that objective. 
The vendor s representative keeps 
close watch on forms supplies, inven
torying them at least once a month. We 
maintain stocks in three bank locations 
—  two close to data processing for im
mediate needs and a third holding 
large volumes of supplies.

In preparing its proposal, Standard 
Register surveyed all our forms with 
the idea of redesigning them for 
standardization of sizes. This was one 
of the first steps taken. The objective 
is to bring as many forms as possible 
into as few standard size groups as pos
sible. This enables the supplier to pro
duce several forms at the same time, 
reducing the per-thousand prices sig
nificantly. We were able to cut the 
number of size groups by 50% and now 
have seven accounting for over 80% of 
our forms. This approach, known as 
grouping, is a continuing operation.

The representative taking the inven
tory reports it to Standard Register’s 
data processing center. The informa
tion is added to the existing data base, 
started when the program was ini
tiated, and each month the basic re
ports are issued —  one covering stock 
status, the other a grouping analysis. 
The first lists forms by their assigned 
identifying numbers and gives infor
mation as to usage, dollar value, open 
orders, etc., to help determine which 
to order and in what quantities. The 
grouping analysis lists forms by their 
size groups and augments the first re
port to help determine which should 
be ordered, what the combination 
should be and when the orders should 
be placed.

These monthly reports are checked 
against our inventories and updated. 
They serve as guides so we can deter
mine which forms must be studied for 
possible changes as well as what to 
order. They also help us reduce our 
inventories because we now have more 
accurate figures with which to work. 
Through the life of this program, we 
have been able to reduce our invest
ment in forms substantially. At its in
ception, inventory levels were ap
proximately 10-11 months. Two years 
later, that had dropped to seven-eight 
months, and currently we are operat
ing with supply levels at 5 ^ -6 îé  
months. At current usage levels, this is 
a capital investment savings of about 
$71,000.

Another valuable element in our 
forms-management program involves 
design work. This aspect covers more 
than simply moving features around on 
the sheet to achieve efficiency and at
tractiveness, It includes the knowl
edge required to make sure that form

50

Bank Shows High School Art

Detroit Bank exhibited the art works of students 
at Marian High School in its lobby recently, in
cluding this watercolor rendition entitled "Fri
day Night at an Irish Pub," painted on a large 
grocery bag. The school has received national 
recognition for the work of its student-artists. 
The show included 90 pieces of art.

layout does not become distorted in its 
translation from raw art to finished 
product. It also includes proper selec
tion of papers needed to do the job 
correctly , knowledge of the ca
pabilities of printing equipment and 
familiarity with the equipment over 
which the forms are to be processed.

The initial surge of redesign, for effi
ciency improvement as well as for 
grouping purposes, covered a large 
percentage of forms. Since then it has 
tapered off. The FORM IC plan, how
ever, includes a continuing program of 
review, study and discussion by the 
supplier and personnel in using de
partments, data processing and pur
chasing —  the objective being to up
grade the forms and maintain or im
prove their efficiency as working 
documents.

As noted above, Fourth National 
performs many data processing ser
vices for 72 banks in Kansas. As a re
sult, we are dealing with about 225 
different forms. For example, we do 
demand-deposit accounting for 30 of 
those banks; savings accounting for 35 
of the banks; trust-related work for a 
number of others. All these continuous 
forms for computer-related operations 
are monitored and inventoried under 
the forms-management plan. They in
clude Visa and Master Charge state
ments and card carriers, loan state
m ents, checks, loan applications, 
forms for bond-portfolio programs and 
many others in addition to a variety of 
report forms for management review 
and use.

While our principal objectives were 
to ensure a reliable source of form sup
ply and to have price protection, we 
have benefited in a number of other 
ways from this program. There has 
been the saving of one person’s time 
that used to be spent inventorying our

stock, getting bids, writing orders and 
handling all the other paperwork as
sociated with maintaining form 
supplies. Standard Register handles 
these aspects, and the purchasing de
partment’s job is to oversee it and re
view requirements as they arise.

Thus, we have one person who 
knows the forms, their rate of usage, 
who uses them and how they are used. 
Inventories have been reduced and 
stockouts cut to almost zero. There’s an 
occasional problem due largely to un
foreseen events such as an additional 
computer run of a form.

It might be possible to obtain lower 
prices through the bidding procedure, 
but benefits accruing from the one- 
vendor concept far outweigh that 
single advantage. And through use of 
grouping and associated redesign 
work, our forms cost less than did their 
counterparts in 1974 despite price in
creases occasioned by inflation. We 
have become firm believers in the 
forms-management concept. • •

Marketing Seminar Set 
For St. Louis Sept. 18 
By III.-Mo. BMA, MBA

The 1978 Marketing Seminar spon
sored by the Illinois-Missouri BMA 
Chapter and the Missouri Bankers As
sociation will be held September 18 at 
the Cheshire Inn, St. Louis.

The day-long meeting will spotlight 
automatic transfer, marketing com
munications, effective use of premi
ums, video production, misconcep
tions about marketing and other top
ics. Registration is limited to 180 per
sons.

Speakers will include Eugene A. 
Leonard, senior vice president, Mer
cantile Bancorp., St. Louis; Ernest A. 
Malone, vice president, Millikin Na
tional, Decatur, 111.; and Jon Housand, 
Jr ., vice president, First National* 
Elkhart, Ind. Keynoter will be Donald 
McCoy, president, Communications 
Centers of America.

Illinois-Missouri BMA officers are: 
president —  Larry D. Bayliss, vice 
president, Boatm&n’s National; first 
vice president —  Fletcher E. Wells, 
senior vice president and cashier, St. 
Johns Bank; second vice president — 
Marcy Massie, vice president, Bank of 
St. Louis; and secretary —  Carl T. 
Martinson, manager, advertising and 
promotion, Mercantile Bancorp., all 
from St. Louis; and treasurer —  Bon
nie J. Booten, assistant vice president, 
First National, Alton, 111.
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John Fowler. 
Participation specialist.

See John Fowler for help on excess 
loans or loans that you need to sell 
for liquidity purposes. He has the 
backup of the entire Correspondent 
Banking Division, as well as a top- 
notch Credit Department and staff of 
specialists.

Other specialists in the Corres
pondent Division are George Dudley,

Gene Foncannon, Bill Dexter, John 
O’Connor, Bill Weis, Dean Howard, 
Don LacKamp, Greg Wartman, Bob 
Shultz and Paul Ward.

They will be happy to help you 
with transit, securities, loan par
ticipations, credit inquiries, money 
market transactions, grain drafts and 
collections.

O
Charter Bank

FIRST NATIONAL BANK
OF KANSAS CITY

10TH AND BALTIMORE 0  BOX 38 □  KANSAS CITY, MO 64183 
(816) 221-2800 0  MEMBER FDIC
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Complete Internal Control 
Over Proof/Transit Operations 
Achieved at Louisiana Bank

D ISTRIBUTIVE-docum ent pro
cessing offers important bene

fits to banks relying on service bureaus 
as well as financial institutions with 
their own data processing depart
ments, says Robert J. Fabacher, vice 
president, First National, Lafayette, 
La.

First National began distributive- 
document processing last February, 
with installation of six NCR 7750 
m ulti-pocket proof machines con
trolled by a central mini-computer. Its 
primary goals were to gain complete 
internal control over proof and transit 
operations and to upgrade quality 
standards.

Though First National still depends 
on a service bureau to handle all other 
data processing applications, its item 
processing is totally independent. 
Items never leave its proof and transit 
department until they are filed by 
bookkeeping or sent out in cash letters.

Mr. Fabacher credits distributive- 
document processing with a variety of 
benefits: better security, faster prepa
ration of cash letters, fewer lost items, 
faster and more dependable retrieval 
of microfilmed exception items, de
creased mainframe memory require
ments, backup for item processing and

TOP: Installation at First Nat'l, Lafayette, La., of 
six NCR 7750 multi-pocket proof machines has 
enabled bank to maintain total internal control 
over item processing, even though service 
bureau handles all other data processing appli
cations.

SECOND FROM TOP: Robert J. Fabacher, v.p., 
First of Lafayette, uses NCR 796 data display 
terminal to enter commands for central pro
cessor that controls bank's six NCR 7750 proof 
machines.

THIRD FROM TOP: With First of Lafayette's NCR 
7750 equipment, items never leave proof/ 
transit department until they are filed by book
keeping or sent out in cash letters. Here, one of 
department's six operators begins separating 
incoming items into in-clearing and on-us 
batches for processing.

BOTTOM: NCR 7750 proof machines offer one- 
step item processing. Unit edits MICR numbers 
and keyed-in information, microfilms, proofs 
and sorts items. Items with errors are delayed in 
view station indicating error for immediate cor
rection. However, such items can be processed as 
unqualified and be pocketed for handling next 
day, eliminating processing delays.

flexibility to adapt to whatever the fu
ture holds in store.

In First National’s case, future op
tions are important, since statewide 
branching reportedly soon may be
come a reality in Louisiana. Because of 
this, the bank is contemplating ex
panding its correspondent/processing 
services to smaller banks in a larger 
geographic area.

First National, established in 1891, 
is Lafayette’s second-largest commer
cial bank with total assets of $180 mil
lion and more than 65,000 DDA, sav
ings, commercial and loan accounts. 
An average of55,000-60,000 items flow 
through its proof and transit area daily, 
with peak volumes of up to 100,000 
items. Daily cash letters must be ready 
for 6 p.m. courier pickup to reach New 
Orleans by deadlines set by First Na
tional’s correspondent bank and the 
New Orleans Branch of the Atlanta 
Fed.

“Proof/transit is a critical area for any 
bank,” Mr. Fabacher says. “Items 
simply can’t be held over for next-day 
processing if something goes wrong. In 
fact, if a bank has a three-day item
processing backlog, the Fed can close 
its doors. Even a one-day delay in item 
processing can be costly in terms of 
negative public opinion and loss of 
interest on excess cash.

“If customers deposit money in their 
accounts, and the funds aren’t credited

Proof operators discuss cause of balance problem 
detected by NCR 7750 proof machine. According 
to Robert J. Fabacher, v.p. of bank, one of ad
vantages of distributive-document processing is 
centering of responsibility with experienced 
bank employees who are intimately familiar 
with source documents and potential causes of 
item-processing problems.
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H arlan d  em p lo y ees striv e  fo r  p erfe c tio n  in p ro 

d u ctio n  an d  serv ices e ach  day. B ecau se w e k n o w  
y o u r  cu sto m ers d em ap d  q u a lity  and  th a t 
y o u  depend o n  us to  m eet the ir req u ire- 
m en ts. A n d  fo r  55  y ears , H arlan d  h as f  i j j  
w o rk e d  to  o ffe r  ex ce llen ce  fo r  y o u . /  Æ Ê  

T o  p ro v id e  co n sisten t q u a lity , w e / 
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b e tter  q u a lity  c o n tro l. H arlan d  realizes 
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when they want to write a check or 
make a withdrawal, they may be pub
licly embarrassed as well as inconveni
enced,” he continues. “A day’s cash 
letters may represent $2 million to $3 
million worth of investable funds that 
can earn 10% interest. So, backup is 
crucial.”

First National, however, did not 
have adequate item-processing backup 
with its service bureau. In fact, in re
cent years, it experienced two 30-hour 
processing delays when the service 
bureau’s high-speed reader/sorter was 
out of commission. The nearest com
patible backup equipm ent with 
MICR-capture capabilities was located 
in Lynchburg, Va.

Now that First National is using the 
NCR 7750 proof m achines and 
software written by NCR to make tapes 
created by the system compatible with 
the host computer, it has a number of 
backup options within driving dis
tance.

With the old system, duplication of 
efforts in the proof department and the 
service bureau slowed preparation of 
cash letters and updating procedures.

“We are getting our cash letters out 
an hour earlier, and we are ready for 
updating two to three hours earlier,” 
Mr. Fabacher says. “That’s because

B rokers in 
F in an cia l M arket 
Instrum ents

NATIONAL 
MONEY 
MARKET IN
Federal Funds 
Brokers Call Loans 
Eurocurrency Deposits 
Repurchase Agreements 
Term Federal Funds 
Bonds Borrowed and Loaned 
Domestic and Euro CD’s

George
Palumbo & Company, Inc.

Established 1963
iG f i l
m p I

2b BROADWAY, NEW YORK, N. Y. I00M 
Cable: PALUMAC Tel: 212 269 3456 

Toll Free 800-221-3330

there is no reject/reentry delay with 
the new system. Invalid account num
bers or operator mistakes are detected 
immediately, and errors either are cor
rected or the document is processed as 
an unqualified item and pocketed for 
qualification the next day.

When the service bureau handled 
item processing, items went first from 
teller stations to the proof department 
for separation of bond coupons, Master 
Charge and other documents. Then, 
NCR 7750 single-pocket proof 
machines were used to encode the 
documents and proof the batches, 
which were assem bled in larger 
blocks.

Next, the items were microfilmed 
on a rotary microfilmer. Finally, they 
were sent to the service bureau, lo
cated one floor up in the same build
ing, to be read on the 830-document- 
per-minute reader/sorter. That s when 
MICR numbers were captured. The 
items then had to be proofed again and 
fine-sorted. Reject items weren’t de
tected till midway through processing 
and had to be sent to keypunch to go 
back through the entire system again.

With the new system, items are 
separated into in-clearings and on-us 
items in the proof and transit depart
ment. Usually, three of the NCR 7750 
units handle in-clearings, while the 
other three process on-us items. How
ever, either type of item can be run on 
any proof machine when workloads 
aren’t evenly distributed or when 
there is a delay in receipt of in 
clearings.

Proof machines read MICR informa
tion and dollar information coded by 
the operator and edit the information 
to validate account numbers, balances, 
etc. Items are microfilmed as they pass 
before a camera on their way to being 
deposited in pockets for the various 
banks.

Though the equipment also will 
fine-sort items in account-order se
quence, First National has elected to 
retain the high-speed reader/sorter for 
this function. The reader/sorter now 
operates as a stand-alone unit and has 
been moved to the proof/transit de
partment. The high-speed tapes gen
erated by the NCR mini-computer, 
which controls the six proof machines, 
are sent to the service bureau to up
date accounts.

“Elimination of a separate microfilm 
operation really has improved ex
ception-item retrieval, Mr. Fabacher 
says. “The consecutive number now is 
imprinted on the film below the docu
ment, so the image is cleaner. The pig
gybacking problem has been elimi
nated. With our old system, we often

would have to search 200 to 300 items 
to find a particular exception item in a 
3,000-document block. Now, we usu
ally can go directly to the document.”

Another advantage is that control is 
in the hands of proof station operators 
who are experienced bank employees 
and intimately familiar with source 
documents. “No keypunch or reader/ 
sorter operators in the service bureau 
handle the items,” Mr. Fabacher adds. 
“With fewer people involved, there 
are fewer problems and lost items.”

The cost of the new system is almost 
identical to the service bureau’s charge 
for item processing. For banks with 
their own data processing depart
ments, reduction in mainframe mem
ory resulting from a conversion to 
d istributive-docum ent processing 
might provide sound cost justification, 
Mr. Fabacher points out.

Since little  mainframe tim e is 
needed to read in the highspeed tapes 
generated by the NCR system, First 
National now can expand its 
correspondent-banking relationships 
and offer processing services. Distance 
presents no difficulty, and the addition 
of smaller banks would not put a bur
den on the service bureau.

“We could add banks just by chang
ing headings on rep o rts ,” Mr. 
Fabacher says. “As far as item pro
cessing, we have two options for re
mote NCR 7750 installations. We can 
transmit the data on-line or physically 
have tapes brought in, depending on 
the distance involved.

“If statewide banking goes into ef
fect, the same alternatives would be 
open to us for First National branches 
outside of our current parish bound
aries. We have much more flexibility 
than we ever had before.” • •

Stephens Is Elected President, 
RMA's Southeastern Chapter

Gerry U. Stephens, executive vice 
president, American National, Chat
tanooga, T enn ., has been elected 
president, Southeastern Chapter, 
Robert Morris Associates.

Other new officers are: vice presi
dent, J. Leo McGough, executive vice 
president, Calcasieu-Marine National, 
Lake Charles, La.; secretary, J. W. 
Collins, president, Bank of Missis
sippi, Tupelo; and treasurer, Clyde O. 
Draughon Jr., executive vice presi
dent, First National, Augusta, Ga.
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DEPOSIT
GUARANTY

Grow with Us NATIONAL BANKMember F.D.I.C.

Jackson • Centreville • Greenville 
Greenwood • Hattiesburg • McComb • Monticelk 
Natchez • Newhebron • Petal • and offices in 
Clinton and Pearl.
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When you think
Mississippi... think, also, 
about a billion dollar 
Regional Ban
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 som e other 
historic or scenic feature.

But, there are many other things to think about the 
Mississippi of today The third highest growth rate in 
per capita 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 2  billion 
in total assets with 5 0  offices in 12 Mississippi cities.

If you or your custom ers have any need for financial or 
financially-related services in Mississippi, contact our 
Correspondent Bank Department, One Deposit 
Guaranty Plaza, Jack son , MS 3 9 2 0 5 .
Phone: 6 0 1 /3 5 4 -8 0 7 6 .
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This is artist's sketch of new building planned by 
First Nat'l, Amarillo, Tex. It will be across street 
from main bank and will be called First National 
Place, not First National Plaza as indicated in 
this photo.

6Fast-Track9 Method to Be Used 
In Texas Bank-Building Project

F IR ST  NATIONAL, Amarillo, 
T ex., which occupied a new 

building just last year, has announced 
plans to erect another structure just 
across the street from and immediately 
southeast of the existing one. The site 
has been used for employee parking.

The new building will contain seven 
stories, with 100,000 square feet of 
leasable space. It will be called First 
National Place, and there will be a 
convenience banking center on the 
ground floor, offering a full range of 
services, and lease space on the six 
upper floors. Construction begins this 
month, and completion is set for early 
in 1980. The cost will be approximately 
$5 million.

The fast-track method, previously 
used to build First National’s quarters 
that were opened last year, will be 
used at First National Place. That 
method permits construction to begin 
almost immediately and allows work to 
proceed on lower portions of the 
building while plans for upper areas 
are still being completed.

The building is a project of Clark 
Brothers, a development firm, which 
has leased the entire block —  bounded 
by Eighth and Ninth avenues between 
Fillmore and Pierce —  from the bank. 
In turn, the bank will lease the first 
floor from Clark Brothers. The site had 
been acquired by the bank early in 
1977.

“We knew that the best use for the 
land was a multistory office building, 
rather than surface parking,” says 
Gene Edwards, First National’s presi
dent and chairman. “Because banking
56

regulations restrict how the bank could 
build on the site, the proper course for 
us was to lease to a developer, who 
would construct the appropriate struc
ture.”

The new building’s design will har
monize with the existing First National 
complex. Like the main bank building, 
First National Place will have an un
usual configuration. The base will be 
an oblique parallelogram, with north 
and south sides parallel to Eight Av
enue and east and west sides at 45- 
degree angles to the street. The ex
terior will be earth-tone brick and 
bronze-colored glass, similar to that 
used on the present banking house. A 
balcony will surround the seventh 
floor, and some offices on other floors 
will have individual balconies. An un
derground parking area, covering 
much of the block, will provide spaces 
for approximately 90 cars, and surface 
and structured parking will be avail
able for about 180 cars.

First National Plaza will be con
nected to existing bank facilities by a 
tunnel under Fillmore, leading to the

Gene Edwards (c.), pres, and ch., First Nat'l, 
Amarillo, Tex., discusses new-building plans 
with Eddie Clark (I.) and David Clark, partners in 
firm that will erect new structure.

bank’s parking garage. The main en
trance of the new building will be on 
the west side, diagonally across the 
Eighth and Fillmore intersection from 
the bank.

Grounds around the new structure 
will be extensively landscaped.

According to Mr. Edwards, the bank 
is exercising options on other adjacent 
land, equivalent in size to the block 
being leased to Clark Brothers, for use 
as employee-parking areas.

The convenience banking center in 
the new building will offer almost all 
services available in the main bank. In 
addition to teller transactions, the 
mini-bank will handle installm ent 
loans, sell CDs and open new ac
counts.

Ten m otor-banking lanes are 
planned, with one lane to be served by 
an automatic teller machine, which 
will be accessible at all hours. The new 
ATM will be the fourth such machine 
in the bank’s complex and the second 
provided for drive-up custom ers. 
Traffic for all drive-up banking will 
enter from Ninth Avenue and exit to 
Fillmore.

The convenience center in First Na
tional Place will be able to offer full 
services, explains Bob M cM urry, 
executive vice president/admini- 
stration, because the new building will 
be within 500 feet of the main bank, 
thus conforming to state banking law.

The design of First National Place 
and the surrounding block of land will 
accommodate construction of a sec
ond, identical building along Pierce in 
the future. • •
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FRENCH LEAD CRYSTAL BY J. G. DURAND
STAINLESS FLATWARE AND SILVERPLATED HOLLOWARE BY ONEIDA 
IMPERIAL FINE CHINA AND STONEWARE BY MIKASA

QUALITY PLUS EXPERIENCE PLUS SERVICE 
EQUALS

NEW ACCOUNTS PLUS INCREASED DEPOSITS PLUS ADDITIONAL MARKET SHARE

WRITE OR 
CALL COLLECT:

SPECIALISTS IN CONTINUITY PROGRAMS

W. M. Dalton & Associates
11 Penns Trail, Newtown, Pennsylvania 18940 
Telephone: (215) 968-5051
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“BY CONSOLIDATING 
THE MOUNTAIN OF 

ENVELOPES W E USED, 
W E SAVED $28,000.”

After Tension's analysis, 2 envelopes replaced 39 different mailing envelopes.

After examining the variety of envelopes they 
were using, Mountain Banks, Ltd. found they had 
24 different window envelopes and 15 non-window 
envelopes to mail 74 different forms.

Tension found, after an analysis of their situation, 
the addresses on each form fell in approximately 
the same area... so tw o envelopes could  m eet 
all th eir m ail requirem ents.

Mountain Banks saved $28,000 p er y ear by 
eliminating small uneconomical orders, while 
improving inventory control, processing, 
convenience and other factors.

For a F R E E  Idea F ile on envelope consolidation, 
send the coupon below.

I

TEN SIO N
E N V E L O P E  C O R P O R A T IO N  

816 E. 19th St., Kansas City, MO 64108

□  Yes, send me your Envelope Consolidation Idea File.

NAME___________________________________I -----------------
COMPANY________________________________ __________
ADDRESS___________________________________ —---------
CITY______________________STATE________________ ZIP.
PHONE NUMBER___________________________________-

T E 3 8 7

Board Meetings 
Made More Effective 
With More Effective 
BOARD REPORTS!

Here's a 200-page manual entitled 
BOARD REPORTS that will help your bank 
determine the "quantity and quality" of 
monthly reports needed by your directors 
so they, and management, can make 
proper decisions.

It is edited by Dr. Lewis E. Davids, editor 
of The BANK BOARD Letter, and sells for 
$20. Just O N E improvement in reporting 
procedures . . . just one BETTER decision 
made by your board can MORE than repay 
this small investment.

Well-prepared reports are 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 perform
ance. Without adequate reports, a board 
lacks the information it must have in order 
to reach important decisions involving bank 
management.

This manual details the type of reports a 
board should have in order to place perti
nent information at directors' fingertips. It 
illustrates the various formats board re
ports can take . . . from oral to detailed 
graphic presentations.

It tells how moderate-sized banks can 
prepare reports that normally could be af
forded 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 estab
lishment 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 pre
pared by the author, contributions by 
well-known bank specialists are included.

Detailed information is present on such 
topics as effective reporting to directors 
. . . board reports to shareholders . . . the 
report of examination . . . bank liquidity 
and capital analysis . . . bank operating 
ratios . . . management reports to the 
board . . . loan reports . . . financial 
statement analysis . . . bank market per
formance . . . financial information for 
directors . . . AND MANY OTHERS!

To order your copy send your check for 
$20.00 (add 4 .6 %  sales tax in Missouri) 
to: The BANK BOARD LETTER, 40 8  
Olive, St. Louis, Mo. 63 102

I I (  Advertisement )
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Ma k e  It 
A "Super 
Tin-Lizzie" 
Christmas!*

Put a /'Tin-Lizzie" in your lobby. Take color pic
tures of kids seated in the car with Santa standing by.

Fill with toys, have a drawing on Christmas eve.
Use in Christmas parades, display at mall and shop

ping center.
This is our busy season. So, please order now. Price 

only $720.00.
S tan d ard  co lo r  sch e m e  is red , b lack , gold. G asolin e engine, 3 .2  H P. 
P n e u m a tic  tires . S te e l fram e, body. F ib erg lass fenders, running b oard s. 
Len gth  6 8 ”. W gt. 2 2 0  pounds.

--------------------------------------------------------------------------------------------------------------------------------------------------
| TUCKER, IM ECSTATIC! Please Rush______ Super Tin-Lizzie(s).

F ir m _____________

I A d d re s s________ _______________________ _____________________________________________ ____________  I

I C ity —  -------------------------------------------_------------------------- —S ta te  (Zip) ___________________________ j

W e  u n d ersta n d  w e I

are  to  b e  billed later. M y N a m e  (P osition )

¡BOBTUCKER • Box 1222 • Pt. Arthur, Tx. 77640 ^

* ALL CARS NOW SHIPPED WITH DELUXE 
CHROME-PLATED ALUMINUM WHEELS! SHARP!
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Pgpmanent good looking,energy 
sawing facilities without cost over-runs.

Your branch or satellite office options have increased 
significantly since the addition of new models to the 
line of Diebold Financial Buildings. Esthetically, these 
buildings speak for themselves — and eloquently. 
More important is the energy efficiency we've given 
these new buildings. They're amply insulated in the 
wall, in the roof, and in the floor. All windows are 
double-glazed . . .  all doors are weatherstripped . . . 
every point of possible air loss is firmly sealed.
Moreover, these new Diebold Financial Buildings 
retain the important advantages of their predecessors. 
You save time: once you choose the specific building 
that fits your needs, Diebold takes charge. You don't 
get involved in endless details, cost over-runs, elusive 
completion schedules. Y e t . . .  in only 3 to 4 months 
you can be in business — attracting new deposits, 
new customers, earning a  return on your investment. 
Although they utilize conventional building materials, 
Diebold Financial Buildings offer an important

advantage conventional buildings cannot*offer — 
expansion speed (often over a  week-end) and the 
opportunity to recover an important part of the 
original investment if the building must be relocated 
for any reason.
With a  Diebold Financial Building you can be in 
business fast, can count on energy savings, and can 
be as flexible as your marketing requires. Doesn't 
that sound like YOUR kind of building? Write for 
complete details and case histories.

DIEBOLD*
Contract Services, Inc.
SUBSIDIARY OF DIEBOLD, INCORPORATED 
CANTON, OHIO 44711
Manufacturing Facilities: Clearwater, Florida and 
Las Cruces, New Mexico
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F u n ction al, Y e t A ttractive  
Is V erd ict fo r  B uilding  
D esign ed  fo r  Sloping Site

THE NEW  HOME of First Na
tional, Lawrenceburg, Tenn., con

tains three stories, but —  from the 
front —  gives the appearance of a two- 
story structure. The reason: It’s lo
cated on a lot that slopes away from the 
town square, and so the three stories 
are visible only at the rear of the 
building. The structure is a welcome 
addition to the plaza with its brick pav
ers, planters and benches. First Na
tional is an affilitate of Third National 
Corp., Nashville.

This is the latest bank project of 
James M. Wilson, architect and en
gineer, and Beverly Anderson of Inte
rior World, Nashville. The building, 
which contains 29,184 square feet of 
space, has a contemporary design and 
contains brick and white precast con
crete with gray solar glass and bronze 
aluminum.

As in other buildings he has worked 
on, Mr. Wilson’s objective at First of 
Lawrenceburg was to create a struc
ture that is both attractive and 
functional, with the bank’s operations 
and customer convenience being of 
prime importance. Mr. Wilson has 30 
years’ experience in designing bank 
buildings. His affiliated firm, Interior 
World, is responsible for continuing 
his good design throughout by using 
pleasing interior colors and coordi
nated furnishings.

The ground floor contains the board- 
room, bookkeeping department, em
ployee lounge, drive-up facilities and 
several storage areas. On the first floor 
is the main banking area with eight 
teller stations, four note teller stations, 
officers’ platform, five private offices 
with one conference room and a large 
credit department. The second floor is 
roughed in for expansion with two rest 
rooms and air conditioning completed. 

The main lobby has a terrazzo tile

floor in a soft brown tone with gold/rust 
carpeting in the officers’ area. Sup
porting columns are faced with black 
marble and vinyl wall covering coordi
nated with lobby walls. A custom- 
designed “tree” mural decorates the 
wall behind the teller stations. Walnut 
wood is used on these stations, officers’ 
railing and repeated in desks and 
chairs. Furnishings are contemporary 
in shades of gold, green and orange 
with a soft green/gold striped fabric. 
Both vinyls and fabrics are used. Pri
vate offices have either gray, gold or 
green vinyl wall coverings resembling 
grass cloth and more traditional fur
nishings. Of interest is a mixture of 
wildlife prints and works of art by local 
artists. Live plants also help soften the 
furniture’s straight lines.

The boardroom presents a dramatic 
appearance, with deep rust carpeting, 
walnut wainscot, natural rust/tan grass 
cloth with a bold linen print of black/ 
rust/white used on two love seats and

TOP: This artist's sketch shows exterior of new 
home of First Nat'l, Lawrenceburg, Tenn. Note 
how structure sits on sloping site so that it ap
pears to have two stories in front, but actually 
has three floors, as can be seen at back.

SECOND FROM TOP: Main lobby of new quarters 
is uncluttered. "Tree" mural behind teller station 
is complemented by live plants placed strategi
cally around lobby.

THIRD FROM TOP: Other side of lobby has offi
cers' area and private offices. Gently curved 
railing is made of walnut, as are desks and 
chairs.

BOTTOM: Boardroom features 24-foot-long wal
nut table, walnut wainscot, natural rust/tan 
9 r**ss cloth with a bold linen print of black/rust/ 
white used on two love seats and in draperies. 
Paneling also is walnut, and there are three 
brass chandeliers.
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in the draperies. The lighting is de
signed for multiple uses, with cove 
lighting, three brass chandeliers and 
recessed spots over the seating area in 
front of the fireplace. The latter is 
flanked by walnut built-in bookcases 
filled with old books and pieces of Ten
nessee pottery with brass pieces used

THE N EW  H O M E of Bank of 
Southwest Louisiana in Oakdale is 

an excellent example of how a pre
engineered” building can provide at
tractive quarters for a bank and still be 
erected generally at a lower cost and 
more quickly than through conven
tional methods. So says Butler Man
ufacturing Co., Kansas City.

The bank’s two-story structure is the 
product of Brown Builders, Inc., Bos
sier City, La., which is authorized to 
market and erect Butler’s building sys
tems. For the Oakdale bank, Brown 
Builders offered com prehensive 
turnkey services that included com
missioning of design, construction, 
bank equipment, landscaping, interior 
decorating and furnishings.

At a completed cost averaging about 
$55 a square foot, the bank saved 
perhaps $60,000 to $75,000 and four to 
five months’ time over what a facility 
built in the conventional manner 
would have required, estimates Leroy
G. Fontenot, a bank director who was 
building committee chairman. By the 
way, Mr. Fontenot is a general con
tractor and in the building materials 
business.

According to B u tler, the p re
engineered building offered several 
advantages to this $22-million institu
tion, chartered in 1961. Not only did 
the contractor’s “single-source” ser
vices greatly facilitate the program,

as accents. Several hunt-scene en
gravings blend well with large photos 
of past directors. The 24-foot-long 
table was designed by Mr. Wilson and 
manufactured by a local Lawrenceburg 
firm out of walnut from trees in the 
area. The table is finished to blend 
with walnut paneling. Chairs are black

but using the system enabled more 
predictable pricing for major material 
requirements and better management 
of labor once it was mobilized at the 
work site. Only eight months’ time 
elapsed from the tim e the design 
commitment was signed to completion 
of the building.

A Shreveport architect who de
signed the structure says he wanted to 
take the basic design premise and then 
prove that pre-engineered buildings 
don’t all have to look as though they 
came out of the same cookie cutter. He 
believes that goal was achieved in 
Oakdale through proper use of mate
rials and careful attention to interior 
spaces.

Ordinary masonry in warm, earthy 
tones is the predominant side-wall 
treatment except for a contrasting 
horizontal band of white stucco mid
way up the building. White stucco also 
was used effectively to define the en
trance and to provide a strong, visual 
identity to the building from either of 
its two traffic approaches.

Access to the lobby is separate from 
the one serving the upper level. 
Separating the lobby access from the 
executive offices and boardroom up
stairs enables officers to enter and 
leave without passing through the 
lobby. Also, the boardroom is used for 
community functions whose traffic 
otherwise might disrupt lobby activi
ties during regular banking hours. • •

B. A. Wright (r.), ch., First Nat'l, Lawrenceburg, 
Tenn., confers with James M. Wilson, architect, 
who designed bank's new quarters along with 
Interior World, Nashville.

leather-like vinyl in a traditional club- 
chair design. Chairman B. A. Wright, 
his directors and staff have said they 
are especially pleased with the board- 
room.

The entire building was designed to 
provide a warm and pleasing atmo
sphere, yet be able to take heavy traf
fic. This objective, says Mrs. Ander
son, was achieved through a close 
working relationship she and Mr. Wil
son had with Mr. Wright. This, she 
believes, resulted in a well-designed, 
extremely functional and aesthetically 
pleasing new main office for First Na
tional of Lawrenceburg. • •

It's Not Junk!

Curios, Collectibles Show 
Sponsored by Detroit Bank

“Curios, Collectables and Conversa
tion Pieces” was the title of an exhibit 
of some of the more unusual items 
people accumulate. It was sponsored 
by Detroit Bank recently.

Merry-go-round memorabilia was 
featured at the display, including two 
carousel animals, both dating from the 
19th century, tickets, postcards, song 
sheets and other items associated with 
carousels.

Another portion of the exhibit was 
devoted to items associated with cats, 
including reproductions of all kinds 
from a variety of materials, such as 
glass, ceramic and wood.

Other items displayed included toy 
fire engines, antique glass salt wells, 
silver church ornam ents used in 
memorial services, decorative brass 
hardware, decorative boxes, carvings 
of angels, a cigar band collection, au
tographs of famous people and a rare 
collection of blue onion pattern china 
by Meissen.

The bank’s exhibits are open daily on 
weekdays at no charge to the public.This new home of Bank of Southwest Louisiana, Oakdale, is example of pre-engineered building.
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Thinking about Issuing plastic cards
to your customers?

Talk to  Indiana National about handling 
your card issue fo r 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.
MID-CONTINENT BANKER for September, 1978

w e’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

NDIANA NATIONAL BANK
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N ew  B uildings P rovid e N eed ed  Space  

F or B anks in  A rk an sas, T ex a s

SPACE is a vital ingredient to any 
efficient bank operation. Without 

enough of it, banks can’t offer the scope 
and quality of services their com
munities need.

Lack of space, occasioned by in
creased business, often forces a bank’s 
management to consider relocating. 
That’s what the managements of Mer
chants National, Fort Smith, Ark., and 
First State, Gainesville, Tex., did. 
Both are now located in new buildings 
that are expected to provide ample 
space for years to come.

Merchants National had outgrown 
its latest location, an eight-story struc
ture. The bank had limited space in the 
building and its offices were scattered 
among the various floors. The bank 
didn’t own the building, so it didn’t 
have control over it.

A new building —  which is the 
bank’s fourth home since its founding 
in 1882 as part of a grocery company — 
was constructed on property adjacent 
to the previous home of the bank. The

By JIM FABIAN 
Associate Editor

bank already had a two-lane drive-up 
on the site and there is plenty of space 
available for future expansion.

The bank opened its doors in its new 
37,000-square-foot two-story building 
in September, 1976. The buff-colored 
brick structure features large arched 
bronze glass windows and a covered 
brick canopy that extends over the 
sidewalk at the main entrance. Every
thing about the structure is contempo- 
rary.

The interior is decorated in earth 
tones of rust and gold accented with 
touches of blue. A brick floor comple
ments the color scheme.

The massive modern furniture is 
made of walnut and the same kind of 
wood is used throughout the building, 
especially in the tellers’ area, which is 
highlighted by blue pearl granite deal 
plates.

A focal point of the interior is a stair
way leading to the trust department on 
the second floor. The stairway wraps 
around an elevator shaft.

When Merchants National opened 
its new home, management staged 
three events, including one for direc
tors and out-of-town customers, one 
for employees and their families and a 
general open house for the public. 
Grand prize was a microwave oven.

Damon Bowersock, bank president, 
had this to say about his bank’s new 
Main Office: “Studies established in 
advance the growth of our new build
ing, the size, timetable and cost. When 
we finished we were on time, within 
budget and found that growth was well 
ahead of schedule.

“It was predicted that our invest
ment in a new building would stimu
late our growth by now to $75 million,” 
he added. “Instead we re at $101 mil
lion. W e’ve grown more than $25 mil
lion in the past four years.

“If a banker friend of ours visited our

LEFT: Contemporary exterior of First State, Gainesville, Tex., features 
recessed bronze windows. Steel frame structure is covered with a 
golden-brown-tone brick. Skylight allows sunlight to flood interior.

RIGHT: Interior of First State features carpeted stairway and antique 
grandfather clock. Copper, blue and gold accent decor.

ihU B
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ON THE COVER
This is colorful interior of new home of Merchants 
National, Fort Smith, Ark. Growth of bank was 
established by studies made by Bank Building 
Corp., consultant and construction manager. 
When construction was finished, growth was 
found to be ahead of schedule, according to 
Pamon Bowersock, bank president.

TOP: Exterior of Merchants National, Fort Smith, Ark., features arched windows and canopied main 
entrance. BOTTOM: Zigzag teller station with 12 windows is set off by warm-toned walnut paneling 
and earth-tone brick floor.

bank and asked our advice about 
building —  and many have —  I would 
emphasize the critical importance of 
having the best possible professional 
assistance,” Mr. Bowersock said.

Bank Building Corp., headquar
tered in St. Louis, was the consultant 
and construction manager for Mer
chants National. “With a minimum of 
input from us, Bank Building deter
mined what we wanted, took over and 
preated for us a beautiful and work- 
efficient bank,” Mr. Bowesock said.

F irst State, G ainesville, T ex., 
needed more space, too —  not only 
inside its building, but outside in the 
parking lot. So it pulled up stakes and 
relocated some eight blocks away from 
its previous home, which it first oc
cupied 15 years ago. The new site is in 
a residential part of the community.

The bank moved into its four-story, 
contemporary brick building on Feb
ruary 1, 1977. The exterior is a steel 
frame structure covered with a 
golden-brown-tone brick and accented

with recessed dark bronze windows. A 
large, solar bronze glass skylight allows 
sunlight to flood the interior, creating 
an open, outdoor atmosphere.

A carpeted stairway with walnut 
handrails provides a focal point to the 
interior. Varying tones of copper, blue 
and gold are used throughout in car
peting, wallpaper, wall coverings and 
upholstery.

The transitional-style walnut furni
ture is square in shape.

Near the stairway is a large antique 
grandfather clock that hangs on a brick 
wall that doubles as a stairway support.

The new building is First State’s 
third home since its establishment in 
1905. The bank has the distinction of 
holding the second oldest state charter 
in Texas.

The top two floors of the 20,000- 
square-foot, four-story structure are 
being leased until the bank needs the 
space. The second level houses the 
bookkeeping department and a coffee 
bar.

MID-CONTINENT BAN KER for Septem ber, 1 9 7 8

The bank has already enlarged its 
drive-in area from four to six lanes, one 
of which is for commercial use. A 
time-and-temperature message-cen
ter sign publicizes community activi
ties.

According to William Lewie, chair
man and CEO, the bank held a grand 
opening celebration with an uninvited 
guest —  almost nine inches of new 
snow! Despite the bad weather, more 
than 4,000 persons attended the event 
and two of them won free trips to sunny 
Hawaii. Door prizes included a TV and 
microwave oven.

Bank Building Corp. was the consul
tant and construction manager for First 
State.

Both Merchants National and First 
State now have enough space to carry 
on their operations efficiently. Should 
the need arise for them to enlarge their 
quarters, plenty of space remains.

Both banks testify to the fact that 
pleasant surroundings and ample 
space are good for business! • •

65

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



After Move to New Building

‘ G arage Sale’ H elps B ank  
Get R id o f Surplus Furniture 
A nd M ake Som e M on ey, T o o

A “GARAGE SA L E ” at a bank?
W ell, not exactly, but Com

merce Union Bank, Nashville, did 
hold a public auction of furniture, 
equipment and removable structural 
items when it moved last year from its 
old quarters to a new home. Thousands 
of items were offered, including two 
elevators, which, by the way, were 
sold. After deducting expenses, the 
bank realized about $100,000 from the 
auction.

Commerce Union wanted to get rid 
of all items that weren’t being moved 
to the new building, do it quickly and, 
at the same time, make some money. 
The answer was to hold one public sale 
and have it conducted by a professional 
auctioneer. This precluded a private 
sale to employees and/or friends of the 
bank. However, according to William 
E. Burt, the bank’s manager of admin
istrative services, an auction had these 
advantages:

1. It would save bank employees’ 
administrative time. 2. It would elimi
nate the problem of placing values on 
all items to be sold. 3. It would provide 
for complete disposal; whereas, many 
items could be left after a private sale, 
4. It would be more equitable for items 
requested by more than one em 
ployee.

The bank thought first of making 
items from the old building available 
first to staff members, then to the pub
lic. However, because so many em
ployees had expressed interest in ob
taining these items, Commerce Union 
thought holding a sale on a bid basis 
would be the fairest for all employees. 
Because it wasn’t practical to have a 
private auction first and then a public 
one, the bank scheduled one public 
auction, but made it as easy as possible 
for employees to take part. For exam
ple:

1. It was held on Saturday (June 18, 
1977), instead of on a weekday.

2. Employees were given several 
days to inspect and select items on
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which they wanted to bid.
3. Employees who could not, or did 

not want to, attend the auction in per
son could submit in writing a sealed 
maximum bid. A bank employee then 
could bid on the employee’s behalf and 
purchase the desired item at the lowest 
possible price up to the maximum bid. 
If the two highest bids were sealed 
bids, the highest sealed bid was given 
the item at $1 above the second- 
highest sealed bid.

4. The sale was an absolute auction, 
which means that all items were sold 
regardless of bid prices.

5. Successful bidders were respon
sible for removing purchased items. 
However, Commerce Union offered to 
obtain delivery service for its em
ployees, if needed, for nominal fees.

The following items were put up for 
auction: furniture, pictures, draperies, 
lamps, plants, unattached and at
tached carpets, wall paneling, doors, 
m arble, rest-room  fixtures, vault 
doors, brass (mailbox, rails, elevator 
doors), elevators, boilers/air con
ditioner and windows. Even the flag
pole was purchased and donated to a 
local school.

Commerce Union then used this 
five-step approach to the auction: 1. 
Employees were notified of the pend
ing auction. 2. Items available for sale 
were labeled with auction numbers. 3. 
Employees were invited to the old 
building to look at the available items. 
4. Employees were invited to submit 
sealed bids containing maximum 
prices for items they wanted. Em 
ployees also were informed that a bank 
representative would be available to 
bid on their behalf (limited to em
ployees for their personal use, not for 
friends or relatives). 5. Employees 
would have the option of attending the 
auction in person.

In addition, the bank sent letters 
about the auction to such non
employees as directors and advisory 
directors and made arrangements for 
them to submit sealed bids.

Available items were placed on dis
play from 8 a.m.-5 p.m. for three days 
preceding the auction.

The bank hired a professional auc
tioneering firm, located in Nashville, 
to conduct the auction. This firm an
nounced the sale to the public through 
ads in the Nashville Tennesseean  on 
two successive Sundays just prior to 
the date of the auction. The bank also 
publicized the sale with auction circu
lars, which were sent to the main bank 
and its branches for distribution among 
customers.

The bank wanted the items moved 
as quickly as possible after the auction 
was over and so set up a schedule to get 
this done:

June 18 (date of the auction) —  re
move small items that can be carried 
by one person without the aid of han
dling equipment.

June 18-20 —  remove furniture, 
equipment and other loose items on 
the first floor only.

June 19-20 —  remove furniture, 
equipment and other loose items on all 
floors but the first one.

June 20-25 —  remove structural ma
terials, except elevators, front doors, 
marble and light fixtures.

June 26-30 —  remove elevators, 
front doors, marble and light fixtures. 
Removal of these items had to be coor
dinated with designated Commerce 
Union officials.

All auction buyers had to sign 
agreements that they would follow this 
schedule or forfeit items purchased 
with no recourse. The agreement also 
stipulated that each item was being 
sold “as is” and without any warranty 
whatsoever, and it contained a “hold- 
harmless” agreement to indemnify the 
bank in the event of an injury to a 
buyer. • •
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M an u factu rers H anover ca n  t  
D ep o sito ry  P ro cessin g

W e ca n  give

1. You take a giant leap 
into the future.
The switch is on—from the 
costly, cumbersome proce
dures of certificate handling 
to the economy and efficiency 
of depository processing.
In a depository environment, 
transactions are done by 
book-entry. It’s the most 
advanced way to hold, deliver, 
receive and pledge securities.
Depository processing is no 
utopian promise. It’s fully 
operational today at 
Manufacturers Hanover 
Trust Company.

2. Automatic entrée 
through Manufacturers 
Hanover.
Establishing a direct link 
with a depository takes a 
sizable initial investment 
in manpower and computers. 
But never mind. MHT has 
done it for you.
With MHT as your custodial 
bank, you automatically 
participate in the Depository 
Trust Company, the nation’s

largest holder of stocks and 
corporate bonds.
You don’t even have to put up 
the cash deposit and collat

eral required of a DTC 
participant. You “piggy
back” on ours.

®mrn 3. Removing the
certificate barrier. 
With book-entry 
transactions, 

depository processing 
eliminates the physical 
holding and manual handling 
of both stock and corporate 
bond certificates.
Gone are such direct and 
indirect expenses as clerical 
processing, mailing, vault 
space and your own security 
measures.
Now, costs of safekeeping 
and processing are fixed 
rather than variable. Budget- 
able items, at last.

4. We get low depository 
rates. So do you.
Perhaps the most telling 
evidence of MHT’s commit
ment to the depository 
approach is that a majority 
of our own trust assets are 
on deposit at DTC.
These, along with the total 
holdings of our clients, make 
MHT a major DTC partici
pant. As such, we’re entitled 
to lower rates—which we 
pass right along to you. In 
fact, charges for MHT’s 
Depository Processing

Service are even less than 
those of a traditional safe
keeping service.

5. Early-morning 
confirmation of trades. 
MHT’s expertise 
in DTC’s Institu
tional Delivery 
system means 
the stream
lining ofcon-

firms and 
settlement.
When your 
broker identifies 
trades as I.D. items, our 
IMPAC Securities Processing 
facility works through the 
night. Usually by 11 A.M. 
the next day, confirmations 
await you for review and 
validation.
MHT pulls out all stops to 
minimize fails. And to give 
you better control of 
your funds.

6. In step with the 
options trend.
Taking the depository route, 
via MHT, overcomes many 
of the problems that options 
pose. There are no capital 
restrictions whatsoever. No 
processing delays either, as
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give you o n e g oo d  rea so n  to  u se  
o f se cu ritie s .

you eleven .
MHT reports such trades on 
a day-to-day basis.

7. A dividend in 
dividend payment.
MHT’s sophisticated proces
sing techniques also mean 
improved dividend service.
Dividends are automatically 
credited to your account on 
the payable date in clearing 
house funds, and we advise 
you that your account has 
been so credited. I

8. A master in the 
art of reconcilement.
MHT reconciles its 
account with DTC every 
day. MHT reconciles 
each customer’s posi
tion everyday.
Through 
these
dual actions, 
w ere able to 
provide you with 
a daily report of 
your MHT securi
ties transactions 
for the previous day.
In addition to con
ventional reporting 
means, our exclu
sive IMPAC 
Securities Report
ing system pro
duces an itemized 
transaction journal j 
of your account on 
a daily basis. So
complete—including | _
such vital information as

MID-CONTINENT BAN KER for Septem ber, 1 9 7 8

fails, completions and pend- * 
ing transactions—that you 
know exactly whereyoustand.x^

9. Depository and non
depository items: parts 
of a whole.
You have more effective 
control when you designate 
MHT to handle the process
ing of alj your securities.
Were as proficient in the 
clearance of those not el igible 
for DTC—including Federal 
Reserve book-entry securi

ties, municipals and 
short-term paper —as 

we are in the 
transactions 

of DTC 
eligibles.

10. Our people.
Technology 

and hardware 
can’t do itali. 
Smooth and 
accurate 

securities
processing 
requires 
knowledge

able, dedicat
ed people 
with a record 
of limited 

turnover.
At MHT, you 
deal with a staff 

whose
experience in

securities administration 
with our bank averages 
well over 10 years.

11. A guiding hand in the 
change over.

When you 
join the trend 

to certificateless 
§  processing, MHT 
® works closely with 

you to convert 
your institu
tion’s eligible 

securities to 
the depository 
environment. 
We have the 

| experience
to carry it off smoothly and 
with dispatch.

Sooner or later, you’ll switch 
from holding and handling 
certificates to certificateless 
depository processing. Why 
not sooner?
Talk to us now, about how 
your institution can profit 
by MHT’s relationship with 
DTC—and by our handling of 
non-eligibles as well.
C o n ta c t  y o u r N atio n a l  
D ivision re p re s e n ta tiv e , o r  
B rian  V. C arty , V ice P re sid e n t, 
3 5 0  P a rk  A v en u e , N ew  York, 
N. Y. 1 0 0 2 2 , (2 1 2 ) 3 5 0 -4 6 5 8 , o r  
L o u is V. S eg alin i, V ice  
P re s id e n t, 4 0  W all S tre e t ,  
N ew  Y ork , N. Y. 10015 , (2 1 2 )  
6 2 3 -7 5 9 3 .

M A N U F A C T U R E R S  H A N O V E R
Member FD IC
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In Drive-Up Installations:

Elim inate T renching Costs 
By Using U p-Send System

R e c e n t  d e v e l o p m e n t s  in
drive-up construction have 

opened new possibilities for banks that 
had been reluctant to expand because 
of the high cost of digging culverts.

Three Texas banks provide excellent 
examples of how to use these new ap
proaches to saving on installation costs 
and possibly on operating costs as well. 
In some instances, pneumatic tubing is 
concealed in planters, adding to a 
drive-up area’s attractiveness.

At El Paso’s First City National, a 
new 10-lane motor bank operates five 
days a week from 7:30 a.m. to 6 p.m. 
Thousands of dollars in trenching costs 
were avoided by using an up-send sys
tem, which sends carriers to an over
head teller station, under which driv
ers pass after they complete their 
transactions.

According to Jim M. McVay, senior 
vice president and cashier, “Not only 
did our priorities include cost savings 
and aesthetics of an up-send system, 
but we wanted to provide a wide-open, 
well-lighted atmosphere where our 
customers would feel secure and com
fortable. In addition, after detailed 
traffic pattern studies were made, spe
cial attention was given to ease of in
gress and egress. We now have the 
capacity for 55 cars off the street either

COVER PHOTO: This 10-lane motor bank 
at First City Nat l, El Paso, Tex., makes use 
o f Mosler Pneu-Vista® 3 system described 
in the article beginning on this page.

being serviced or waiting for service. 
Additional security is built in with our 
continuous videotape coverage of 
every customer transaction. Recently, 
this equipment was instrumental in 
apprehending a known check forger.”

By using the Mosler Pneu-Vista® 3 
System, First City National is able to 
keep personal contact with a customer. 
A number of customers have com
mented on the relative ease with which 
the system works. The captive-carrier 
system allows the teller to see the cus
tomer and transaction tray in a head-on 
configuration. The customer pushes a 
button, and the transaction tray ap
pears immediately. Then the customer 
places his transaction beneath a clip on 
the tray. He applies slight upward 
pressure to the tray to send the trans
action to the teller on the second floor. 
Sight contact always is maintained be
tween teller and customer.

First City National tellers like the 
PV3: The transaction tray opens im
mediately on carrier arrival, and there

are no buttons or switches to worry 
about. When the teller completes the 
transaction, she simply places the item 
or items beneath the clip on the tray 
and applies slight upward pressure to 
the tray. The carrier then returns au
tomatically to the customer.

A G arland Installation. First Secu
rity Bank, Garland, installed an up- 
send system in December, 1976. The 
bank uses a Mosler Trans-Vista® Vision 
System. Three lanes are equipped 
with TV monitors in the traditional 
drive-up system. Maximum use is 
made of available space by locating 
tellers on the second floor of a tower. 
First Security has been able to realize 
considerable savings by using an up- 
send transmission system for its carrier 
so that trenching costs were avoided.

Assistant Vice President Martha 
Dillard has been closely associated 
with the drive-up operation since First 
Security moved into its five-story 
building in 1971. At that time, the 
bank installed four Mosler drive-up 
lanes with underground pneumatic 
tubing. These were serviced from tell
ers at a drive-up window that also pro
vided com m ercial service. The 
drive-up was so successful, and Gar
land, a Dallas suburb of 120,000 
people, was growing so rapidly, the

gauge

m

Drive-up installation at First 
City Nat'l, El Paso, Tex., features 
Mosler Pneu-Vista® 3 System, 
which allowed bank to save 
thousands of dollars in trench
ing costs. This up-send system 
sends carriers to overhead teller 
station, under which drivers 
pass after completing transac
tions.
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bank believed five lanes no longer 
were adequate.

As Mrs. Dillard puts it, “There was a 
serious problem of insufficient space 
and, with heavy traffic through the 
drive-up lanes, we couldn’t afford any 
serious interruption in service. Since 
we were very happy with the previous 
Mosler installation, we were receptive 
to ideas about locating the new 
drive-up lanes behind the existing 
ones and off at an angle and using over
head tubing and TV tellers located on 
the second floor of our main office 
building.

“The three new lanes began 
operating in December, 1976, and 
have been a huge success. Even 
though the TV screen and customer 
station are 160 feet from the teller, 
there is almost no delay.

“Customers and tellers find the sys
tem easy to operate. The three TV 
lanes are serviced by two tellers even 
under extremely busy conditions.

“Waiting time has been cut substan
tially with the three new lanes.”

First Security handles as many as 
7,000 cars a week at its drive-up lanes 
and offers service there from 7 a.m. to 
7 p.m. Monday through Thursday and 
from 7 a.m. to 8 p.m. Friday.

According to Mosler Regional Sales 
Manager Tom Spaid, “We expect in
creasing use of up-send systems as con
struction costs increase sharply. When 
expansion is taking place on rocky soil 
or in other unusual subsurface condi
tions, we look immediately to the ad
vantages that an up-send system can 
provide. Even in relatively easy soil 
conditions, a bank usually can enjoy 
considerable savings by combining an 
up-send system with one of the wide 
variety of drive-up installations avail
able.”

Up-Send in Irving. At Las Colinas 
Bank, Irving, President John West 
studied the relative merits of trenching 
versus an up-send system. He says, “In

the very active soil in this part of the 
country, we felt we could not justify 
the sizable additional installation ex
penditure that burial of the pneumatic 
tubes would involve.”

As a result, the bank now has tubes 
that run up and overhead and are con
cealed by planters, columns and a 
canopy.

The Las Colinas Bank installation 
makes use of Mosler Trans-Vista up- 
send systems. The seven lanes have six 
remote units with a side-view config
uration.

Las Colinas Bank has had the instal
lation in operation for about nine 
months, and customer response is re
ported to be enthusiastic.

“As construction costs continue to 
m ount,” says M osler’s Mr. Spaid, 
“bank management owes it to itself to 
make sure that it has thoroughly 
checked out the possibilities of an up- 
send system in its planned drive-up 
installation.” • •

Installing Drive-Up 
Eliminates Bank's '
SEV ERE GROWING PAINS com

bined with a prohibition of 
branching in Texas presented a prob
lem to Plains National, Lubbock.

When the bank was opened in 1955, 
it had one drive-up lane. In 1957, 
another facility was built —  this one 
with three drive-up lanes. In 1962, ex
pansion again became necessary, and 
the bank erected a one-story structure 
with a one-quarter basement and five 
lanes. In 1971, Plains National ex
panded to its parking lot, where it built 
a five-story structure with full base
ment and seven drive-up lanes.

Then, in the last several years, the 
bank began to need additional space 
and found it in a vacant lot across the 
street from its main office. The bank 
could make use of this site since it was 
within a maximum number of feet al
lowed, under Texas legislation, from a 
bank’s main office.

On this lot, the bank installed 18 
M osler Pneu-Vista® 800 drive-up 
units, possibly the largest single 
drive-up banking facility in the coun
try. The site on which the former seven 
units were located now is being used as 
a much-needed parking area.

Nine tellers operate the 18 Pneu- 
Vista 800 lanes, and the facility is com
pletely self sustaining. In its small 
commercial lobby are four Mosler pro
tected  work stations that feature

Across Street 
Growing Pains'

TOP: This is aerial view of Plains Nat'l, Lubbock, 
Tex., including its recently opened drive-up in
stallation (in foreground). Bank solved its 
"growing pains" by locating new facility across 
street from main bank (building at top of photo) 
and thus freeing up area containing old drive-up 
units for much-needed parking.
CENTER: As seen from this angle, new facility of 
Plains Nat'l, Lubbock, presents seemingly end
less line of drive-up units. There are 18, thus 
reportedly making installation largest single 
drive-up banking facility in country.
BOTTOM: New Plains Nat'l of Lubbock facility is 
completely self sustaining, with four Mosler pro
tected work stations inside in addition to 18 
drive-up units at rear, Mosler money vault and 
Mosler Photoguard surveillance cameras.

bullet-resistive glass and an armored 
service window. The latter also is be
hind bullet-resistive glass. A Mosler 
money vault with lockers and coin bins 
services these windows and the 
drive-up lanes. Protecting the vault is a 
Mosler American 3^-inch vault door.

Mosler also supplied Photoguard 
surveillance cameras throughout the 
new facility. All outside doors, work 
areas and night depository are 
monitored from the home-office con
sole, which already had a complete 
surveillance system.

Plains National, located in suburban 
Lubbock, has nearly doubled its de
posits since 1972, when they were $37 
million, to $73 million as of last De
cember. • •

Sbb;
|j|jp

MID-CONTINENT BA N KER for Septem ber, 1 9 7 8

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



Don’t Overlook Effective Identification 
When Planning a Construction Project!

| ’AN you name the business lo- 
cated in the big glass and 

aluminum tower you see on the skyline 
as you come in from the airport?”

This question was asked of 500 new 
residents of a city. All those questioned 
were heads of households, had college 
degrees, were under 50 years of age 
and had above-average incomes. They 
had moved into the community during 
the previous 60 days.

Obviously, they were potential bank 
depositors.

Only 9% of these people could give 
the name of the bank that was located 
in the tower. And all of the potential 
depositors had placed their bank ac
counts elsewhere.

The bank located in the tower had no

Sign Brings Publicity to Bank

SêêMARSHALLl

Message-center signs are useful in 
attracting the public’s attention as they 
operate on bank property, but they can 
also be the focus of wider publicity.

For instance, Marshall (Tex.) Na
tional recently had its message-center 
sign pictured prominently in the local 
newspaper on the first day the temper
ature hit fOl this year in the commu
nity. A perspiring passerby was pic
tured trying to cool off in the shade of 
the sign while the sign’s temperature 
display registered the 100-plus read
ing!

By JACK BUCKLEY 
Marketing Manager 

Federal Sign Division 
Burr Ridge, III.

identification other than its name in 
five-inch letters over the front en
trance!

Effective identification signage is a 
vital link in the marketing plan of any 
financial institution. How effectively a 
bank operates among its competitors 
has a strong impact on its growth. How 
well it fares in competition for replac
ing or obtaining business from the 
one-in-five families that move annually 
can be decisive in the bank’s marketing 
success.

Convenience is a prime reason for 
selection of a bank by potential depos
itors. Sound identification of a bank’s 
convenient location and its image is 
inseparable from effective signage. 
Sound identification planning is a good 
marketing investment.

Among their identification objec
tives, many bankers make plans to 
meet such needs as building recogni
tion among corporate customers, im
proving morale and pride of em 
ployees, meeting new competitive 
thrusts, boosting the market value of 
the bank’s stock, etc.

Preliminary signage planning as it 
assists in implementing the marketing 
plan starts with these considerations:

• Basically, there are just two ways 
to increase business —  by attracting 
new customers and by selling more 
services to present customers.

• Attracting new customers must 
come from two sources — new cus
tomers moving into the area and per
suading customers of other financial 
institutions to switch.

• To sell more to present customers, 
sales must be expanded in two direc
tions: by selling the full-service aspect 
of the bank and by selling one or more 
added services, such as checking and 
savings accounts, safety deposit boxes, 
small loans, etc.

Studies indicate that the typical 
bank customer uses an average of 
fewer than two services out of a total of 
10 to 50 available and that the more 
services any custom er uses, the 
greater his loyalty to the bank.

Many bankers, recognizing how im
portant cross-selling is to their institu
tion’s growth and earnings, put em
phasis on it in print and electronic ad
vertising. On-premise advertising can 
provide a basic, strong, continuing and 
economical method of helping to sell 
and cross-sell other products and ser
vices.

E lectronic display signs can be 
highly effective in establishing a bank’s 
location. Timely and newsy informa
tion on time-and-temperature displays 
may meet individual business needs.

There are six basic steps in the plan
ning and implementation of a sign pro
gram:

• Analysis and survey. The objec
tives should be defined in the areas of 
image desired and directions or infor
mation to be transmitted. Details that 
should be covered include traffic 
counts, local codes, surrounding visual 
environment and installation require
ments.

• Design. An effective sign must be 
creative, yet practical. It should be 
custom -designed to achieve the 
aesthetics and prominence desired. It 
should project the bank’s image in a 
manner that will result in new busi
ness.

(Continued on page 94)

St. Louis-area banks make good use of indi
vidual letters of titles that tie in with logos. Top: 
Landmark Bank; bottom: Mark Twain Bank. 
Signs were made by Federal Sign.
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Signs o f the Times:’

Banks Put Signs to G ood Use 
T o Iden tify , P rom ote , In form

A  BANK that isn’t properly iden
tified by signs stands to lose out, 

as evidenced by the case described in 
the preceding article by Jack Buckley 
at Federal Sign.

Signs tell the public where a bank is 
located; they lead customers to their 
destination, from "open” drive-in 
lanes to the new accounts desk; they 
enable a bank to provide a public ser
vice via a message-center sign or a 
time-and-temperature unit; they ena
ble the bank to promote its services. In 
short, signs are vitally important.

Following are brief articles about 
sign installations in various parts of the 
Mid-Continent area that attest to the 
importance of signs to the banking 
business.

* H:

Bank's Message-Center Sign 
Gives 'Best' Advertising

Electronic message-center sign enables bank to 
promote services, present civic messages. This 
FED 3000 unit is at Worth (III.) Bank and was 
made by Federal Sign.

new message-center sign.
The sign, which graces the front of 

the bank, has been in operation since 
May and, according to Mr. Kelly, 
Each day our officers and employees 

receive favorable comments’’ about it. 
The unit is a F E D  3000, manufactured 
by Federal Sign, Burr Ridge, 111.

But the people at the bank and in 
Belton don’t refer to Peoples Na
tional s sign as “the sign”; rather, they 
call it “Flicker,” said Mr. Kelly.

The bank gained an extra measure of 
publicity when it erected its sign by 
conducting a “name the sign” contest. 
“Flicker” was the winning entry be
cause the word aptly describes the 
messages that play across the 
signboard.

Mr. Kelly says the messages are 
fed to the sign via a keyboard com

puter that can be operated by almost 
anyone. The messages are provided by 
nonprofit organizations in the bank’s 
trade area. They include coming 
events, sports news —  almost anything 
of a nonprofit nature.

Of course, the bank makes use of the 
message-center sign to promote its 
services, Mr. Kelly says. One of the 
unusual features of the sign is its ability 
to flash symbols, such as a car, a house 
or a boat, that can be used to “illustrate” 
sales messages. These symbols are 
especially useful in promoting various 
types of loans, he added.

Services most often promoted with 
the sign include home improvement 
loans, drive-ups and bank-by-mail. 
Time and temperature appear regu
larly on the message center.

The bank’s message center staff has a 
sense of humor, according to Mr. 
Kelly. For instance, as the May date 
for increased first-class postage rates 
approached, the message center ad
vised passersby to mail their Christmas 
cards early to avoid the increased post
age! Another instance: “Don’t kiss our 
girls; some of them are tellers!”

Public -service messages ̂ re carried, 
too, in connection with events in the 
area. After a bad flood, the sign asked 
people to help the victims by donating 
food, clothing or other useful items.

Bank's Sign Stops Cars 
As Drivers Scan Messages

IT S WORTH a bank’s while to 
have the only message-center 

sign in town,” said Robert A. Lemler, 
president, State Bank, Sullivan, 111.

His bank had a message-center sign 
installed a year ago that was manufac
tured by Daktronics, Inc., Brookings, 
S. D. The sign is capable of presenting 
traveling and changing messages, 
tim e-and-tem perature information 
and displays in single- and double
stroke letters. The unit can store more 
than 500 characters, which can be dis
played up to 18" in height.

Mr. Lemler said his bank’s sign 
sometimes slows traffic on the busy 
state highway on which the bank is 
situated. “We’ve had cars park along 
the curb so their occupants could read 
our sign’s messages,” he said.

The sign comes in handy for adver
tising bank services, he added. Some
times the sign’s messages tie in or 
reinforce advertising in the local 
newspaper and sometimes he places an 
“exclusive” message on the sign. Last 
winter the sign pushed loans for 
snowmobiles and, within minutes, two 
people came in to inquire about 
snowmobile loans, he said.

Other bank services advertised on 
the sign include Christmas club, 
license plate distribution and safety 
deposit boxes. Mr. Lemler said there 
has been a noticeable increase in the

Message-center sign at State Bank, Sullivan, III., 
is traffic-stopper. It's only such sign in town and 
was made by Daktronics, Inc.

MID-CONTINENT BAN KER for Septem ber, 1 9 7 8 73

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



use of these services since they have 
been advertised on the bank’s sign.

The sign is also available to promote 
community events, as long as the event 
is not a commercial one, Mr. Lemler 
said. Service messages are often 
flashed on the sign, as are announce
ments about school and church 
functions. All a person has to do to get a 
noncommercial message on the sign is 
to call Mr. Lemler or his secretary and 
dictate the message. It takes only min
utes to type the message into the sign’s 
memory apparatus, Mr. Lemler said.

State Bank’s sign is operated around 
the clock, but the message center op
erates only during bank hours, Mr. 
Lemler said. Time-and-temperature 
messages are flashed during other 
hours. Mr. Lemler feels messages re
tain more of their freshness if they are 
not flashed to the community continu
ously.

He said the bank purchased the sign 
because it knew it would be the only 
m essage-center sign in town. The 
additional cost over that for a conven
tional tim e-and-tem perature sign 
wasn’t that significant, he said. One 
other bank and one S&L are in Sulli
van.

“Our sign is one of the most effective 
forms of advertising I ’ve ever used,” 
Mr. Lemler said when asked to assess 
the value of the sign to the bank.

Sign Without Light Bulbs 
Has Fluorescent Discs

YOUR public image and identity 
can shout in a subtle whisper,” 
say the people at Time-O-Matic, Inc.,

FlipOmatic II time-and-temperature display by 
Time-O-Matic, Inc., is owned by Gary (Ind.) Na
tional. Sign features metal rectangles to form 
numerals, eliminating light bulbs.

sign manufacturer headquartered in 
Danville, 111.

The firm is marketing a sign called 
“FlipOmatic” that operates with discs 
that are je t black on one side and bril
liant fluorescent yellow on the other. 
The discs reverse electronically to 
show time and temperature in Fahr
enheit or Celsius. The system is said to 
be more effective than using light 
bulbs.

Sales points for the signs center on 
the facts that less energy is needed to 
operate them and there are few burned 
out bulb problems.

Waterford (Wis.) Bank recently pur
chased one of the FlipOmatic time- 
and-temperature signs and had it in-

corporated into the sign that hangs at 
the bank’s entrance.

“The fact that its electrical consump
tion is considerably less than the bulb- 
type sign is only one factor in our deci
sion to purchase the unit at this time,” 
a spokesman said. “It’s also easier to 
service and therefore less costly to 
maintain.”

The spokesman said the bank has 
had excellent customer reaction to the 
sign. Customers are intrigued by the 
way the numerals change in sequence 
and the sign has been a conversation 
starter.

“The sign is easily readable, both 
during the daylight and at night,” the 
spokesman said.

Howard Savings Bank, Newark, 
N. J ., also has installed a FlipOmatic 
time-and-temperature sign.

“Now that the unit is in operation, it 
has exceeded all our expectations,” 
said Henry W. Mueller, senior vice 
president and secretary. “The 
readability and clarity of the unit are 
tremendous. The precision move
ments from left to right of the numerals 
add to the attention-gaining aspect of 
the entire sign. The first week the sign 
was in operation, our branch manager 
reported over a half-dozen comments, 
all favorable, regarding the sign.”

FlipOmatic signs are said to operate 
on less power than an instant-on color 
TV set, while most time-and-tempera
ture signs using bulbs consume as 
much energy as an average household. 
It’s been estimated by the firm that 
FlipOmatic signs can save up to $100 
per month in electricity costs.

Time-O-M atic’s newest sign is a 
solid-state time-and-temperature bulb 
display unit that is said to utilize 25% 
less electrical energy than that re
quired on other manufacturer’s time/ 
temp electric displays.

Known as the LampOmatic line, the 
displays feature electronics with fewer 
components and improved reliability, 
according to the manufacturer. Light 
bulb replacement and maintenance 
are said to be greatly reduced as a re
sult of new technology and a Time- 
O-Matic innovation known as Sta- 
Alive. Solid-state dimming circuitry 
also is said to extend lamp life and con
serve energy.

Glare-Proof Drive-up Signs 
Are Readable in Bright Sun

SIGN AGE is very important at 
drive-up facilities, says Mac 

O’Malley, assistant vice president, 
Beverly Bank West, facility of Beverly 
Bank, Chicago.

C U S T O M ER S  A U T O M A T IC A L L Y  
S IG N A L  T H E IR  A R R IV A L  W ITH

DRIVE-IN A LERT
Pleasant chime sounds when car passes 
over electronic detection area, alerting 
tellers who may be away from drive-in 
window. Customers receive fast service. 
Tellers operate more efficiently. Also 
counts cars.

G U ID E  Y O U R  C U S T O M E R S  TO  T H E  
F A S T E S T  S E  RVI C E  AVAI LA B  L E  Wl TH

HIGH INTENSITY
DRIVE-IN SIGNS

A C TR O —L IT E  SIGNS immediately attract 
and direct drivers entering the facility. The 
extraordinarily brilliant OPEN/CLOSED or 
R ED /G R EEN  message even pierces direct 
sunlight. Stainless steel or statuary bronze 
finish. Easily installed and maintained. 

Versatile mounting. Immediate delivery. 
Satisfaction Guaranteed!

jlU lL. 810 East Crabtree «Arlington Hts., III. 60004 •  (312) 398-0633 (Continued on page 76)

74 M in .r .n N T lN E N T  R A N K E R  for Septem ber. 1 9 7 8

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



Bank Building Corporation 
1130 Hampton Ave.
St. Louis, MO 63139 
Telephone: (314) 647-3800

Please send information about how 
you can help build my business.

Name _  
Title _
Firm __
Address

MC-978

‘Studies by Bank Building forecast 
e potential growth of our new banl 
its size, the construction timetable

and the cost.*.”
“Bank Building Corporation is 

known for assuming full responsibility 
for the full project, and that was a 
major reason for selecting them. 
Another important factor was a 
guaranteed cost factor as well as a 
guarantee on the job itself.

“Prior to any design and 
construction contracts, they did a 
major feasibility study. The completed 
report included short- and long-term 
space, personnel and equipment 
requirements.

“Our new 37,000 square-foot 
bank was finished substantially below 
our anticipated figure and within the

time schedule, despite area labor 
problems. When the detailed building 
resolution was signed, it was predicted 
that our investment in a new building 
would stimulate our growth by now 
to $75 million . . .  instead Merchants 
National is currently at $96 million.

“When any of our banker friends 
ask advice about building, I emphasize 
the critical importance of having the 
best possible professional assistance. 
With a minimum of input from us, 
Bank Building determined what we 
wanted, took over and created for 
us a beautiful and work-efficient bank.”

Daman Bowersock, President 
Merchants National Bank 
Fort Smith, Arkansas

“ ♦ ♦ and when it was finished, 
we were on time and within budget 
our growth is well ahead of projections”

Bank BuildjngCorporation
W e’ll build you a business.

OFFICES: St. Louis, Washington, D.C.; Hartford, Conn.; Chicago, Atlanta, Dallas, Denver, San Francisco
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Drive-up lane signs at new Beverly Bank West, 
facility of Beverly Bank, Chicago, were installed 
by Actron, Inc. Signs are readable despite inten
sity of sun.

The new facility opened last month. 
It features 11 inside teller windows and 
a five-lane drive-up, staffed by three 
tellers.

“It’s important to have ‘open’ and 
‘closed’ signs on your drive-up lanes 
that are readable even if the sun shines 
directly on them,’’ Mr. O’Malley says. 
Beverly Bank’s other drive-ups have 
experienced difficulty with lane signs 
due to the sun, he says. At one installa
tion, where the signs face due east, 
motorists couldn’t tell what the signs 
said when the sun was shining directly 
on them during morning hours.

The lane signs at the new drive-up 
were supplied by Actron, Inc., Ar
lington Heights, 111. Mr. O’Malley 
liked the Actron equipment because 
it’s glare-resistant and is generally “a 
good piece of goods.”

Actron also installed a queue system 
inside the bank that assures fast service 
for customers waiting for free tellers.

Beverly Bank W est is the third 
drive-in facility of the bank. It’s located 
about a mile and half from the Main 
Office.

The new facility is busiest on Fridays 
and Saturdays, Mr. O’Malley says. The 
bank is open until 1p.m. on Saturdays.

Gerard J. Creamer Dies
Gerard J. Creamer, 62, 
s.v.p./administration, 
national division, 
Manufacturers Han
over Trust, New York 
City, died August 3 
after suffering a heart 
seizure. Mr. Creamer 
also was deputy gen
eral loan officer. He 
joined the national di
vision in 1946; was 
v.p. in charge of the 

Mid-Atlantic district, 1958-61; headed the 
northeastern district, 1961-66; assumed super
vision of the Southwest-western district in 1966 
and became s.v.p. and head of Region III in 
1969. In 1975, Mr. Creamer was named s.v.p./ 
administration.

BMA Convention Oct. 15-18 in Chicago 
To Feature 'Ways to Win' as Theme

W ITH “WAYS TO WIN” as the 
theme, the Bank Marketing As
sociation has announced the program 

for its 63rd annual convention October 
15-18 at Chicago’s Palmer House.

Muriel Siebert, superintendent of 
banks, New York, will make the key
note address. Miss Siebert, who has 
held her post since July, 1977, became 
the first woman member of the New

SIEBERT ALLEN
York Stock Exchange in 1967 while 
chairman and president, M uriel 
Siebert & Co.

Also scheduled to speak are former 
Secretary  of D efense Donald H. 
Rumsfield, now president and CEO, 
G. D. Searle & Co., and James E. 
Finks, executive vice president and 
general manager, Chicago Bears Foot
ball Club, Inc.

As is traditional, the program will 
consist of general sessions, departmen
ta l ,  workshops and rap sessions. The 
general sessions will feature a discus
sion of “What It Takes to Be a Winner” 
October 16, “The Future Is Here” by 
Fortune magazine’s editors’ panel the 
next day and “How We View the Com
petition” October 18. At the latter, the 
Golden Coin awards will be an
nounced. That afternoon, the “Best of 
TV” film screening is planned along 
with a discussion of “The Future Is in 
Your Hands.”

Departmentals will cover: “The 
Changing C om petitive Environ
ment,” “The Changing Legal Envi
ronm ent and Bank-M arketing 
Strategies,” “Customer Perceptions of 
Financial Institutions,” “The Impact of 
Changing Consumer Demographics 
on Product Sales,” “Will Changes in 
the Bank Balance Sheet Affect Busi
ness Priorities?,” “New Deposit Prod
ucts —  Their Effect on Market Share,” 
“Electronic Banking — Which Direc
tion Is Best?,” “Sales-Training and 
Employee-Incentive Programs —  Ad

vertising or C om pensation?,” 
“ M easuring Success in Today’s 
Econom y,” “Pricing Strategies — 
Market Driven or Cost Based?,” “Bank 
Advertising —  Budgets, Media and 
Markets” and “Direct Bank Marketing 
Comes of Age.”

Workshops will feature these sub
jects: “Commercial Marketing —  a 
Line and Staff Job,” “Product Knowl
edge in Sales Training,” “How to 
Measure Advertising Performance,” 
“ E lectro n ic vs. Branch Banking: 
Which Is More Profitable?,” “Pre
miums,” “Women in Banking —  the 
Wave of the F u tu re ,” “Corporate 
E F T S ,” “Sales Training —  Investment 
or Expense?,” “Goals and Objectives
—  How Premiums Can Help Achieve 
Them,” “Market Planning and Effi
cient Advertising,” “How to Sell Man
agement on Marketing” and “Getting 
the Most Out of Image Advertising. ”

Rap sessions will be held on: 
“Location-Analysis Procedures and 
Techniques,” “Branch Profitability,” 
“How to Close a Branch,” “Facilities as 
Part of the Marketing and PR Plan,” 
“How to Increase Community Busi
ness Deposits,” “Personal Financial* 
Planning/Counseling,” “Going Dual
—  How To,” “E F T  Hardware and Ac
cess Instruments,” “Managing the Ad
vertising Function More Efficiently,” 
“Employee-Incentive Programs That 
Work,” “How to Train for Product 
Knowledge,” “Motivating Your Staff to 
Sell,” “Newest Premium Approaches 
and Ideas,” “Consumer Compliance
—  Get Ready,” “Direct Mail —  What 
You Need to Know,” “How to Get 
Your Marketing-Dollar Request En
dorsed,” “Entering the ATM Market 
Late,” “Issuing Debit Cards,” “NOW 
Accounts —  What to Do About 
Them,” “How to Position Your Bank in 
the Marketplace,” “Market Planning
—  How It Pays Off,” “What a, Full- 
Service Application Can Do for You” 
and “Automatic Transfer From Savings 
to Checking.”

Current BMA president is Martin J. 
Allen Jr., senior vice president, Old 
Kent Bank, Grand Rapids, Mich. • •
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SAY CHEESE... 
THE OLAN MILLS WAY

t 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 custom ers.

o J g ü J t ß
T H F  N A T

For more information contact the
Bank Marketing Division 
1101  Carter Street, 
Chattanooga, TN, 
Telephone ( 6 1 5 )  

6 2 2 - 5 1 4 1  Ext. 2 1 3

THE NATION’S STUDIO

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



Credit Life
Single-Premium Term 
Lenders Single Interest  
Non-Fi l ing Insurance  
Confiscation and Skip Insurance  
Repossessed Property Insurance  
Holder-In-Due-Course Insurance

i ! i + :  i . E T ’ S  T A L K  A B O U T  I T .

%

i

I N S U R A N C E  E N T E R P R I S E S , INC.
^  5811 HAMPTON AVE.

ST. LOUIS, MO. 63109  

PHONE: 3 1 4 /8 3 2 -2 7 1 7

Two Reference Books 
That Aid Bank Executives 
In Lending Decisions

Here are two books that can be 
helpful to bank management.

THE BANK BOARD AND LOAN POLICY 
($7 .50). This manual enables bank 
management to be a step ahead of 
regulators by providing loan and credit 
policies of numerous well-managed 
banks. These policies, adaptable to any 
situation, can aid your bank in estab
lishing guidelines for lending officers.

THE BANKERS HANDBOOK ($35.00). 
Edited by William H. Baughn and 
Charls E. Walker (former ABA execu
tive manager and former Assistant 
Secretary of the Treasury). This book is 
considered the most complete and defin
itive reference source covering current 
banking practices. It places the money 
knowledge of 90 of the country's lead
ing bankers at the fingertips of the 
reader in a concise, analytical style. 
Easy to use: contains 11 major sections, 
87 chapters. Over 1,200 pages!

To order, send check (in Missouri add 
4 .6 %  sales tax) to: The BANK BOARD 
LETTER, 408 Olive, St. Louis, MO 
63102.

(Advertisement)

s m Q S

4 big reasons
■ ¡ S f neslems

__ ~ ReduceBad Awwinte before they’re open
Hk 2 . Redil

: =5? CJteduce Data Proc
u  d e s ig n e d  to p re ve n t td s s e s

befoc^ t iw y  o c c u r  O u r “E a rly  W arning S y s te m ” le ts you  
know  if you r potential n ew  acco u n t o p e n e r or borrow er 
h a s  a  history of defrauding  financia l institutions. All it 
ta k e s  is  o n e  phone ca ll + 15 se c o n d s .

Find  out how  o ver 2 ,8 0 0  financia l 
institutions, throughout the nation, 
s a v e  th o u sa n d s  of d o llars daily, with 
C h e x  S y s te m s . C a ll Irwin Pentel, 
P resident, at (800) 328-5 120 .

¡ m m m w .
A  C ustom  S e rv ice  for F inancia l Institutions  
1301 E a s t  79th Street •  M inneapolis, MN 55420 
612-854-3422
Offices in Minnesota • Kansas • Ohio • Texas • Wisconsin
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Wlfeif you look better, 
you feel better . . .

Wfyeij you feel better, 
you work better. . .

Wear tlje best ii) 
business fashions

9 ^ a r l y l e  

g r a v 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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THE
PLUS

GROUP

DANK DESIGN FOR BANKERS . . .  
FUNCTIONAL, UNIQUE AND 
COST-EFFECTIVE. WRITE OR 
CALL COLLECT FOR 
INFORMATION.
THE PLUS GROUP 
10758 Indian Head Blvd.
St. Louis, Mo. 63132 
1-314-426-2244
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To Overcome Possible Objections:

B ank Checks Facility Plans 
W ith  L ocal R esidents

H OW DOES a bank win public 
support for a drive-up facility in 

an area where residents traditionally 
oppose any kind of commercial de
velopm ent? Especially  when two 
similar facilities had been turned down 
in surrounding communities? This op
position was based on fears of in
creased traffic congestion, polution 
and traffic hazards for children.

State National, Evanston, 111., is a 
$250 -m illion bank located in a 
downtown shopping area. When Il
linois banking laws were changed to 
allow an off-site banking facility within 
two miles of the main bank, State Na
tional began looking for an appropriate 
site. Last spring, a lot formerly oc
cupied by a service station was put up 
for sale. The bank found the location 
and accessibility attractive except for 
possible objections from nearby resi
dents.

Clearly, what the bank had to do was 
to win public support for and political 
(City Council) approval of the project. 
In analyzing where other plans had 
failed, the bank realized that commu
nity input was not solicited and that 
seldom were community concerns in
corporated into these projects’ plan
ning stages. Usually, it’s only after a 
bank goes public with such projects 
that community residents react or, in 
some cases, overreact to them. State 
National determined that if commu
nity concerns existed, they should be 
listened to and dealt with before  actual 
planning for the project began.

To get local people involved, the 
bank sent 7,500 letters last April 19 to 
residents of northwestern Evanston 
and Skokie, along with mail-in ques
tionnaires and postage-paid return en
velopes. These letters were the first 
public announcement of any kind. The

This is architectural model of proposed drive-up 
facility of State Nat'l, Evanston, III. It may have 
solar power to generate part of energy that will 
be needed;' hence, slanted windows on roof. 
Bank obtained comments from local residents 
before going far with plans for facility.

bank wanted to be a “good neighbor” 
and let the residents involved be the 
first to know. Next, the media were 
informed that the bank had bought the 
site for a banking facility. According to 
a bank spokesman, local media gener
ally are opposed to any expansion they 
believe won t enhance residential 
areas, but they took a wait-and-see ap
proach to the bank’s announcement.

Within a short time, the bank re
ceived 1,527 (20.4%) responses to the 
questionnaire. Many contained 
lengthy comments expressing prefer
ences for such things as a low, attract
ively designed structure, well land
scaped. Many welcomed the bank to 
their area and expressed gratitude for 
the letter. More than 50% of the re
turned questionnaires contained 
comments of some kind, and they were 
overwhelmingly favorable. The only 
conclusion the bank could draw was 
that those who responded were 
pleased to have a banking facility 
coming to their neighborhood, but 
wanted it to fit into the area’s residen
tial character.

After sending out the question
naires, the bank selected a representa
tive group of residents and designated 
them neighborhood advisers who were 
to act as liaison between the bank and 
community. One of the advisers is a 
homemaker who has been active in 
ecology issues. Another is a local busi
nessman. There are a minority repre
sentative and a home-owned associa
tion member.

The next step was to hold a public 
meeting on May 10, and the place cho
sen was a room in the Ecology Center,

which is less than a block from the site 
of the proposed facility. The turnout 
was good, and a presentation by the 
bank and a traffic consultant was short. 
Questions were asked by the audience 
and answered by bank personnel.

Questions such as the following 
were asked and answered: Will the exit 
on McCormick be dark during the 
winter months? Will traffic back up on 
McDaniel? Will traffic back up on 
Golf? Can the bank add a fifth drive-up 
lane to take care of excess traffic if cars 
are stacked up? Will this change cause 
speeding on McDaniel? Increase traf
fic northbound on McDaniel? Would 
the bank be willing to join its neighbors 
in asking the city to reduce the speed 
limit on McDaniel to 25 miles per 
hour? Regarding the exit of drive-up 
traffic on McCormick, is a left turn 
safe, and would it be possible to put up 
a right-turn-only sign? What type of 
barrier would be erected on the north 
side of the property between the bank 
facility and houses? The bank points 
out that the person who asked this 
question lives in a house directly north 
of the site and hoped that a fence would 
not be erected.

During the meeting, the project 
leader and neighborhood advisers 
were introduced, and the function of 
the latter was explained. After the 
meeting, a number of residents stayed 
for coffee and cookies baked by bank
ers wives. The bank describes this 
meeting as informative and cordial for 
both sides.

The advisers have met regularly 
with bank executives as plans for the 
facility have progressed. The bank has
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To gain public support for its proposed drive-up facility, State 
National, Evanston, 111., sought advice from local residents of the 
area in which the facility is to be located. One method used was a 
questionnaire sent to 7,500 persons. It asked the following questions:

1. If you were to use a banking facility located at Golf Road and 
McCormick Boulevard, which services would you use?

______ Checking-Account Services
______ Savings-Account Services
______ Master Charge
______ Travelers Checks
______ 24-Hour Automated Teller Machine
______ Other ------------------------------- ----------------------------—

2. What weekday banking hours would be most convenient for you 
(Circle One)?

7 a.m.-5 p.m.
8 a.m.-6 p.m.
9 a.m.-7 p.m.

3. If the banking facility were open on Saturdays, would you use 
it?

Yes______  No----------
4. If  a 24-hour automated teller machine were available, would 

you use it?
Yes______  No----------

5. Would you make application for personal loans such as auto, 
home-improvement, vacation at a bank facility if allowed by Illinois 
banking laws?

Yes______  No----------
6. If a bank facility were located in your neighborhood, would it 

save you trips to your main commercial bank’s office?
Yes______  No----------

How many trips would it save per month?
7. General Comments (use reverse side if necessary):

kept them informed every step of the 
way, and their advice has been valu
able. By the way, they are working 
strictly on a volunteer basis. The bank 
explains that the best reward they can 
have is a facility compatible with their 
interests.

After careful review of the question
naires and comments made at the 
meeting, the bank selected an ar
chitect for the project. Among qualifi
cations for the job were that the firm be 
locally respected and have previous 
experience in erecting bank buildings.

One concept the bank still is study
ing is the feasibility of solar power. If 
possible, the plans will include such 
power to generate part of the energy 
necessary for the facility. Although this 
has not been decided definitely yet, 
the architects have incorporated the 
concept into the initial renderings and 
architectural model. The bank be
lieves its neighbors would like this. It 
also believes they will be pleased with 
the way trees and extensive landscap
ing now on the site will be used, not 
destroyed.

A bank spokesman says the commu
nity input the bank has received has 
been a positive force in the project.

82

Many corollary public relations bene
fits have accrued, but the main one is 
that State National has proved itself to 
be responsive to neighborhood needs. 
Both customers and prospects in the 
area are aware that the bank has given 
its facility careful consideration and has 
listened to their concerns. • •

Bank Sponsors Derby Entry

City Bank (formerly Grand Avenue Bank), Kan
sas City, sponsored an entry in the local 1978 
Soap-Box Derby. The car was built by bank Vice 
Chairman Frank Victor (r., foreground) and his 
12-year-old son, Paul (I. foreground), who also 
drove the vehicle. The car featured the bank's 
sunrise logo and was displayed in the lobby of 
the bank's Crown Center Facility prior to the 
race.

Six Correspondent Services 
To Be Phased Out Over Year 
By Continental Bank, Chicago

CHICAGO —  Over the next year, 
Continental Bank plans to phase out six 
com puterized-accounting services 
now used by 45 of its correspondent 
banks in the metropolitan area here. 
Vice President John B. Tingleff, head 
of the financial institutions division, 
says the move is “a stand-alone deci
sion” that won’t affect any other ser
vices Continental Bank provides to its 
more than 2,500 correspondent banks 
across the country.

As Mr. Tingleff explains, during the 
year-long phase-out, the bank will help 
correspondents select new suppliers 
for the six accounting services: 
demand-deposit accounting, on-line 
savings, mortgage and installment 
loans, CDs and check-credit process
ing.

“While on the surface it might ap
pear that the data processing needs of 
Continental and its correspondents are 
the same,” continues Mr. Tingleff, 
“from a systems-design standpoint, it 
becomes clear that there is little com
patibility between the system best 
suited to Continental’s internal needs 
and a system that would meet the re
quirements of our correspondents.

“The data processing needs of corre
spondent banks are developing along 
different lines from those of major 
money-center banks such as Continen
tal. Correspondent-bank activities are 
more oriented toward the retail sector, 
and there also is a major difference in 
scale of operations.”

The six affected services currently 
are profitable to Continental and use
ful to correspondents, according to 
Mr. Tingleff, but Continental’s in
creasingly complex data processing 
network “may not be the kind of sys
tem that can most effectively serve 
correspondent-bank needs in years to 
come.”

CBA's Central/Western Section 
Elects Madden to Top Post

Thomas J. Madden, senior install
ment loan officer, F irst National, 
Louisville, has been elected president 
of the Consumer Bankers Association’s 
Central/Western Section.

Other new division officers are: vice 
president, Richard A. True, vice 
president, United Bank of Arizona, 
Phoenix; and secretary, Charles S. 
Hourigan, second vice president, Na
tional Bank of Detroit.

The division will hold its 1979 
meeting June 10-12 at Detroit’s Ren
aissance Plaza Hotel.
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BANKINGS SHOWROOM This m ay look like the place
bankers get together with their customers, an area well-designed for that purpose 
and furnished tastefully. Actually, it's a place we at A rrow  Business Services get 
together with our customers. This is part of our 16,000 square feet of custom show
room  and there's 25,000 square feet of active inventory right behind it. You see, as an 
affiliate of Memphis Bank & Trust we uniquely understand the needs of bankers. 
Our Design Department caters to those needs. Furniture. Decor pieces and acces
sories. People and paper flow systems.
Even supplies. We'd like to get together 9 S S 5 H P P O I / l / i  
with you and discuss your needs. When
you call, you'll find us more than reason- ^
able and very understanding.

an affiliate of Memphis Bank & Trust 
3050  Millbranch • Memphis, Tennessee 38116 

901/345-9861
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Bank’s Decision to Stay Downtown Results 
In Beautifully Remodeled Quarters

Focal point of first-floor lobby is 60-foot custom-woven carpet 
hung behind teller line and designed expressly for Citizens Nat'l, 
Decatur, III., by St. Louis artist, Rich Schallert. Mural pattern

depicts various stages of land use in central Illinois in collage of 
textures and color. All Citizens National of Decatur, III., photos, 
including cover, by Barbara Elliott Martin of St. Louis.

C ITIZENS NATIONAL, Decatur, 
111 ., soon will complete a major 

remodeling project that boldly exhibits 
unique foresight and the courage to 
follow a commitment it had made to 
remain in the city’s central area. The 
bank is located adjacent to the central 
park and borders one side of the re
cently completed landmark mall. 

Citizens National was faced with a

jbby at remodeled Citizens 
lat'l, Decatur, III., is bright 
nd cheerful thanks to effec- 
ve use of overhead lighting 
/stem. Strategic placing of 
lants and small trees adds 
9 attractiveness of area. In- 
ormation booth is in fore- 
I round.

COVER PHOTO: White granite pre
dominates in remodeling program at 
Citizens Nat'l, Decatur, III. It's used on 
exterior of two buildings that have 
been made into one unit and is carried 
through to interior walls and columns 
of lobby, shown here. Behind teller 
line is custom-woven carpet, designed 
for bank by St. Louis artist, Rich Schal
lert. Customer lounge area is in fore
ground.
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problem a few years ago: facilities not 
adequate enough to provide good cus
tomer service, operational efficiency 
and physical growth. The answer was 
to undertake a major remodeling and 
expansion program, which has trans
formed a cramped and dated layout, 
confined within the walls of the origi
nal building, to a spacious, efficiently 
planned, contemporary banking envi
ronment. To achieve this goal, the 
bank utilized the design, planning and 
construction management services of 
the Bunce Corp., St. Louis.

The first floors of an adjacent build
ing were tied to the original building to 
create greatly expanded ground-level 
bank space. The separate structures 
were unified by cladding the exteriors 
with white granite and completely 
rearranging the interior space. A mez
zanine level and second and third 
stories of the original building also 
have been included in the remodeling 
process.

The Bunce Corp. carefully studied 
the engineering, architectural and 
economic aspects and thoroughly re
viewed operational and organizational 
factors with the management and own
ership of the bank. Then, the firm de
veloped a plan to expand the ground- 
level bank space and remodel upper 
floors of the existing building.

The overall project, completed this 
fall, will have extended over 25 months 
since construction began in Sep
tem ber, 1976. An expanded time 
frame was selected to avoid interrupt
ing bank operations during construc
tion. All departments were relocated 
tem porarily in convenient space 
nearby. An area of the existing build
ing to be remodeled in the second 
phase of the project absorbed the main 
custom er-service functions. A 
neighboring building took those de
partments that depend to a lesser ex
tent on heavy walk-in customer con
tact.

During the planning process, sev
eral important objectives and consid
erations were addressed by the Bunce 
Corp. in planning and designing the 
layout and project schedule.

1. Space Adequacy and Flexibility
Each functional area meets today’s

demands plus projected needs for the 
next 10 years. These estimates were 
determined by carefully projecting 
personnel and equipment needs, using 
a sophisticated forecasting system de
veloped by Bunce, based on input 
from Citizens National’s management.

The changing role of banks in pro
viding more and different financial 
services is addressed by providing suf
ficient space in lobby and loan areas for 
additional personnel. Space is pro
vided for additional automatic-teller- 
machine units and increased after- 
hours traffic.

2. Efficiency and Convenience of 
Layout

The efficiency of communication 
and operation is maximized by physi
cally linking closely associated de
partments. Trust officers and the trust

LEFT: Bright red chairs grouped in circle in em
ployee lounge of Citizens Nat'l, Decatur, are 
complemented by colorful framed posters, easily 
maintained tables and chairs and light from 
many windows. RIGHT: Quiet elegance that 
pervades remodeled quarters of Citizens Nat'l, 
Decatur, is followed in trust department. Indi
vidual trust offices maintain open appearance 
through use of large glass panels in partitions.

Boardroom of Citizens Nat'l, Decatur, located on 
second floor, is tastefully rich in appointments, 
with parquet floors, rugs of oriental design and 
traditional furnishings, highlighted by 16- 
foot-long table.

work area are in adjacent rooms. The 
tellers line and cash vault are stacked 
above each other with a “dumb waiter” 
to transport currency between the two 
floors. The coin-counting operation is 
situated in the cash vault. The com
mercial loan department, located at 
one end of the first floor, with its own 
outside entrance besides the lobby en
trance, has a separate notes counter, 
three conference rooms and a collat
eral record storage nearby. Farm man
agement is placed immediately off the 
elevator lobby on the third floor. It’s 
convenient to the elevator and de
signed to provide a comfortable atmo
sphere for its particular customer sec
tor. Bookkeeping and auditing occupy 
more isolated areas of the building be
cause direct customer contact or regu
lar interaction with other departments 
is not a critical factor. A spacious, 
brightly decorated employee room and 
cafeteria serving line with a kitchen are 
located on the third floor.

Also convenient to the trust and 
marketing area on the second floor is a
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separate employee lounge with a cof
fee bar. Extensive storage rooms are 
located on the second, third and lower 
levels.

Executive offices have been placed 
on the mezzanine level in sight of all 
who enter the bank lobby. These of
fices, however, are buffered by their 
own reception area. Situated a half 
floor above the lobby, they are visible 
to all customers, but still physically 
separated from the traffic. Privacy and 
minimum distraction are ensured by 
limiting direct access from the operat
ing departments. The safe deposit op
eration is directly below the executive 
offices, also easily accessible from the 
lobby area. Executive offices on the 
mezzanine level and safe deposit oper
ation are serviced by an elevator, in 
addition to a handsome staircase in full 
view of the lobby entrance.

3. Architectural and Interior Design
William Bliss, manager of interior 

design for Bunce, summed up the 
overall design criteria, “A design was 
specified that would be striking in ef
fect, timeless in its appearance, sophis
ticated, yet inviting in its style and 
durable and practical in its material 
components.” Bunce says both the ar
chitectural and interior design admir
ably meet each of these points.

The exterior catches one’s eye im
mediately as one walks along Land
mark Mall. White granite walls update 
the facade and tie the two remodeled 
buildings into one unit. The granite is 
carried through to the interior walls 
and columns of the bank lobby. En
trance to the lobby is over a bridge that 
spans a large fountain and planter lo
cated on the lower level. This dramatic 
space is softened by a custom-woven 
circular carpet, which is hung above 
the planter on the two-story white 
granite wall. Blue-gray quarry tile 
floors, accented with a rich charcoal- 
brown quarry tile border, extend 
throughout the lobby space. A sandy 
brown carpet is used in lighter traffic 
areas. Bold grained red oak furniture, 
tellers line, doors and railings lend 
warmth and richness to the lobby. This 
same wood is used throughout all office 
areas of the building. Focal point of the 
first-floor lobby is a 60-foot custom- 
woven carpet hung behind the tellers 
line and designed expressly for Citi
zens National by artist Rich Schallert of 
St. Louis. A mural pattern depicts 
various stages of land use in central 
Illinois in a collage of textures and 
color. This striking piece of art graphi
cally illustrates the area’s various uses 
of land resources that are so vitally im
portant to the livelihood of the Decatur 
community.
86

Cafeteria and vending area on third floor of 
Citizens Nat'l, Decatur, feature sand-colored tan 
quarry tile and diagonal plank paneling. In 
right background is employee lounge.

Very important to the design is the 
interplay of space and floor levels. De
scribing this visual effect, Glenn 
Pauly, senior architectural designer for 
Bunce, com m ented, “The eye is 
quickly caught by the intrigue of 
changing floor and ceiling heights — 
the upper or lower mezzanine, the 
elevator lobby several steps above the 
bank lobby or the lower-level planter 
and fountain. The variety of work 
spaces, each with a character of its 
own, and a multitude of floor and ceil
ing levels, produces a fascinating com
posite of spacial units.”

The overall impression, as one views 
the first floor, is one of dramatic space, 
tempered slightly by warm wood tones 
and humanized by the easily defined 
functional areas. The classic white 
granite lends dignity and a hint of tra
dition to the fresh contemporary de
sign of this main floor.

Stepping off the elevator onto the 
second floor —  which houses the trust 
and marketing departments, board- 
room and executive lounge —  one is 
immediately impressed by the warmth 
and sophistication of the traditional de
sign employed in this area.

Corners in the entryway and in each 
trust office are curved to soften the 
lines and provide a more formal atmo
sphere. Individual trust offices main
tain an open appearance through use of 
large glass panels in the partitions.

The boardroom and executive 
lounge are tastefully rich in their ap
pointments. Parquet floors, rugs of an 
oriental design and traditional fux.- 
nishings, highlighted by a 16-foot-long 
mahogany board table, convey this 
impression.

The third floor houses the farm man
agement and accounting departments 
and employee lounge and cafeteria. 
Sand-colored tan quarry tile  and 
diagonal plank paneling lend a warm 
and casual atmosphere to the lounge

and cafeteria. A grouping of bright red 
lounge chairs, colorful framed posters 
and light from the many windows bring 
brightness and a feeling of vitality to 
the area.

The floor plan is designed so that 
employees enter the lounge through a 
food-service corridor bordered by a 
cafeteria line on one side and vending 
machines on the other. A kitchen is 
located im m ediately behind the 
cafeteria line.

4. Minimization of Inconvenience to 
Customers During Construction 

To minimize disruption of everyday 
banking business, Bunce planned the 
project to allow the construction to be 
separated into two phases. While de
molition and remodeling activity took 
place in the original bank space, the 
tellers, installment loan officers and 
customer service personnel moved 
temporarily to the adjacent “Phase II 
area. While somewhat cramped, all 
primary retail functions were repre
sented in the area. In the temporary 
quarters, informative and decorative 
graphics were painted on the walls de
picting a construction worker bearing 
Citizens National’s logo. This colorful 
figure was used on all direction signs 
and bank publicity. This technique 
helped customers become more in
volved and aware of the p ro ject, 
thereby promoting understanding and 
tolerance of any necessary inconveni
ence caused by the construction. The 
temporary bank lobby was isolated 
from noise and dirt by the building 
elevator lobby. Com m ercial loan, 
trust, farm and executive offices, as 
well as the employee cafeteria, were 
moved to an adjacent building across 
from the bank’s parking garage.

Because they were separated from 
the distractions of nearby construction 
activity, banking operations were car
ried on with little interruption.

Chairman William Barnes III dis
cussed the project, “This 25-month 
period of demolition, reconstruction 
and remodeling was accomplished 
with a minimum of disruption and in
convenience to our customers. The re
sult is a striking new banking operation 
that we are proud to offer to the De
catur community. The remodeled 
space will allow us to continue to pro
vide the best service possible to our 
customers and much-needed space for 
our continuing growth.”

This project stahds as a bold declara
tion of Citizens National’s stake in the 
economy of central Illinois. The de
sign, said to be one of the most distinc
tive in the Midwest, appropriately 
dramatizes the unique style of this suc
cessful $180-million bank. • •
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we've been competing with
FHA Title I...and winning.

Our specialty is cuttingred tape.
Here's how:
Greater profits. Net yields to lenders average 
25% m ore under the ICS Plan than under Title i.
More flexibility. ICS tailors a program  to yo u r 
needs. Loan amounts. Loan terms. Marketing 
help. Promotional planning, special programs.
Today ove r 1,300 institutions— from  the smallest 
to  the largest— use the ICS Plan. And all property 
im provem ents are eligible. From  room  additions 
to  swim m ing 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

IN SU R E D  CREDIT  
\ S E R V IC E S  J

307 N. Michigan Avenue 
Chicago, Illinois 60601 

312/621-9400
America's No. 11nsurer of property Improvement loans.

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 w h y  insured Credit 
Services has been com peting w ith FHA Title l fo r 
24 years— and winning! w e  have no w  insured 
m ore than $2 billion in property Im provem ent 
loans. We re ready to  help you increase yo u r 
profits today. Call o r write William F. Schumann, 
President, fo r a plan tailored to  yo u r needs.
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Building Idea ‘Library’ Can Help Planners

YOU’RE giving thought to con
structing a new bank or remodel
ing your existing quarters. You know 

you can ask a competent bank con
struction firm, bank designer or re
modeling expert for advice. But you 
think you really should have some 
ideas of your own to contribute to the 
discussions that will take place during 
the planning stages. Where can you go 
to obtain reliable information?

To bank construction and equip
ment firms.

But you don’t have to do any travel
ing, or ask a representative to call 
when you’re in the thinking stage. You 
can write for brochures such as those 
described below and build a library 
of information that can be useful when 
it comes to making decisions about the 
project.

The literature on bank building and 
equipment described in this article is 
merely the top of the iceberg. It is 
presented to offer a few possibilities of 
“volumes” you might want to place in 
your “library” of building and re
modeling ideas.

* * *

• Bank Building Studies. A colorful 
booklet describing more than a dozen 
building projects carried out by Bank 
Building Corp., St. Louis. Each proj

ect is described in the words of the 
customer and the projects vary in size 
and are located in all parts of the U. S. 
Emphasis is placed on new business 
traceable to the “new look” each bank 
has taken on as a result of its construc
tion project.

Write: Bank Building Corp., 1130 
Hampton Ave., St. Louis, MO 63139.

* * *

• TWIG —  a Small Branch. This 
brochure, published by Bank Consul
tants, describes the firm’s pre-built 
permanent or relocatable drive-up, 
walk-in banking facility, which is said 
to be economical and quicker to build 
than a brick-and-mortar project. De
signs range from limited facilities to 
full-service offices.

Write: Bank Consultants, Inc., 5155 
E. 65th St., Indianapolis, IN 46220.

* *

• Cawthon Concepts. This bro
chure describes financial buildings for 
a wide range of applications, all of 
which are capable of being relocated. 
Also described are free-standing ATM 
facilities that are factory-built and 
equipped. The firm also offers a free 
booklet entitled “How to Plan a Finan
cial Building on a Low Budget.

Write: Cawthon Building Systems,

Inc., 505 Interstate, 35E, De Soto, TX 
75115.

* *

• Choosing a New Bank Site: 
Guidelines to a Decision. This book
let, written by a vice president at Real 
Estate Research Corp., St. Louis, 
gives guidelines on locating a new 
banking office that will be profitable 
because the location decision was 
made with the use of a strategy study. 
The booklet tells how to define a ser
vice area, how to estimate deposits in a 
given area, how to obtain cost informa
tion and how to compare costs and de
sirability.

W rite: The Bunce C orp., 1266 
Andes Blvd., St. Louis, MO 63132.

* * *

• Design Services. This pamphlet 
describes the services a banker should 
expect to receive from the designer of a 
financial construction project in the 
areas of feasibility studies, site selec
tion, building planning and design, 
working drawings and specifications, 
bidding procedure and the construc
tion process.

W rite: Richard L. Bacon & As
sociates, P. O. Box 403, Ste. 
Genevieve, MO 63670.

* * *

• Design a Profitable World. This 
booklet presents concepts of interior 
design for financial institutions. The 
author says that effective interior de
sign is more than icing on the cake. It’s 
a basic element to be considered in the 
analysis of profit and loss.

Write: Interior World, 124 Seventh 
Ave. South, Nashville, TN 37203.

* * *

• A Guide for Building Planners. 
This folder presents factors to be con
sidered before building. It discusses 
size, location, building codes, topo
graphic surveys, insurance rates, ex
terior appearance and people needs. 
Another section is devoted to energy 
sources and costs. Included is a build
ing planner’s checklist that covers 
numerous aspects of a project, from 
design to landscaping.

Write: Star Manufacturing Co., Box 
94910, Oklahoma City, OK 73143.
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lovers of two of numerous brochures available from firms involved in construction and equipping of 
financial buildings. LEFT: Mosler handbook is helpful in planning for safe deposit operation. RIGHT: 
Building Planners Guide includes checklist for smoother construction project. (Continued on page 90) 
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CONDENSED STATEMENT OF CONDITION
AS OF JUNE 30,1978

RESOURCES
Cash and Due from B an ks....................................................................................................  $ 198,762,725.01
U. S. Treasury Securities ......................................................................................................  403,197,540 18
U. S. Government Guaranteed Securities.......................................................................... 40 000 771A7
Obligations of States and Political Subdivisions...................................................  75 231 806 82
Stock in Federal Reserve Bank ...........................................................................................  1 500 000 00
Federal Funds Sold and Securities Purchased Under Agreements to R esell............  23,650,000.00
^ f 118 •;........ 1............................................................................................................................ 782,287,437.85

Less: Valuation Portion of the Reserve For Possible Loan Losses........................... 7,482,097.12

_ , „ 774,805,340.73
Bank Premises and Equipment............................................................................................  10 882 893 02
Other Real E sta te ....................................................................................................................  23,577.21
Customers' Acceptance Liability.......................................................................................... 413 957 g7
Accrued Income Receivable ................................................................................................  15 943 543 45
Other Assets .....................................................   8,959,808.62

T0TAL ................................................................................................................................... $ 1,551,371,964.88

LIABILITIES
Deposits....................................................................................................................................... $ 1,212,133,355.56
Federal Funds Purchased and Securities Sold Under Agreements to Repurchase . . .  192,130,000.00
Acceptances Outstanding ......................................................................................................  413 957 97
Dividend Payable July 3, 1978 ............................................................................................ 1 873 725 io
Special Dividends Payable ....................................................................................................  2 381 734 94
Accrued Taxes, Interest and Expenses.............................................................  7̂ 265 827 59
Deferred Income Tax Portion of the Reserve For Possible Loan Losses......................  1,692,027.20

TOTAL LIABILITIES ............................................................................................................  $ 1,427,890,628.36

CAPITAL ACCOUNTS
Capital S to ck ................................................................................... ........................................  $ 2,800,000.00
Surplus ....................................................................................................................................... 47,200,000.00
Undivided Profits ....................................................................................................................  70,785,299.10
Capital Portion of Loan Loss and Securities Reserves...................................................  2,696,037 42

TOTAL CAPITAL ACCOUNTS............................................................. ..............................  $ 123,481,336.52

T0T A L ..................................................................................................................................... $ 1,551,371,964.88
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• HBE Bank Facilities Corp. offers 
a folder describing the services of this 
firm that includes sketches of bank 
building projects.

Write: HBE Bank Facilities Corp., 
717 Office Parkway, St. Louis, MO 
63141.

* *

• Guide to Bank Building Security. 
This booklet explains how financial in
stitutions can protect them selves 
against various types of crime. Sections 
deal with protection against burglary 
and robbery; protecting sensitive 
areas, such as the computer depart
ment; the use of surveillance cameras; 
outside alarm connections and prop
rietary systems. A digest of the pro
visions of the Bank Protection Act of 
1968 is also included.

W rite: M osler, H am ilton, OH 
45012.

* * *

• The M osler Local M arket 
Analysis Handbook. This publication 
tells how to gather and interpret data 
about a bank’s “best customer” to be 
used to provide a profile of safe deposit 
box customers that will help a bank 
planner anticipate the future of the in
stitution’s safe deposit operation. The 
handbook can be used in conjunction 
with “The M osler M arket Audit 
Study,” which is conducted nationally.

W rite: M osler, H am ilton, OH 
45012.

s|c *  *

• Diebold Financial Buildings. This 
illustrated brochure presents color 
photos and floor plans of p re
manufactured financial buildings in 
use in the U. S. These buildings are 
constructed in a factory and trucked to 
the building site. They are expandable 
and enable banks to set up new 
branches or facilities quickly.

Write: Diebold Contract Services, 
Inc., Canton, OH 44711.

* * *

• Drive-up Systems. Brochures de
scribe bay window and flush installa
tion designs for drive-up windows for 
multi-lane systems. The designs are 
engineered to enable tellers to handle 
more drive-up business in less time.

Write: LeFebure, Cedar Rapids, IA 
52406.

* * *

• Vault Doors. Brochures are avail
able describing two LeFebure vault 
door series —  the 7000 and the 5000. 
The 7000 is considered top-of-the-line, 
while the 5000 is considered to be

moderately priced.
Write: LeFebure, Cedar Rapids, IA 

52406.
* * *

• Signs and Your Business. A publi
cation from the Small Business Ad
ministration gives advice on how signs 
can improve a business. It Includes a 
checklist for ordering a business sign. 
The authors are from the University of 
California and the Institute of Signage 
Research.

W rite: U. S. Small Business Ad
ministration, Washington, DC 20416.

* * *

• A Signage System for Financial 
Institutions. This folder discusses basic 
types and the history of financial sign
age. It includes illustrations of various 
types of financial signs from pylons to 
computerized message centers.

Write: Arrow Sign Co., Inc., 401 N. 
Trumbull Ave., Chicago, IL  60624.

* * *

• M essage-C enter Signs. This 
brochure describes message-center 
signs as they are being used by finan
cial institutions. The signs are consid
ered to be community service oriented 
and the brochure illustrates their use 
in promoting civic activities.

Write: American Sign & Indicator 
C orp ., N. 2310 Fancher Way, 
Spokane, WA 99206.

* * *

• Drive-in Signs and Sensors. 
Printed information is available de
scribing drive-in lane signs and elec
tronic sensor alert systems that make 
drive-in operations flow smoothly. The 
signs enable customers to determine 
which drive-in lanes are open and the 
sensors alert tellers to the presence of 
an auto.

Write: Actron, Inc., 810 E. Crab
tree D r., Arlington Heights, IL  60004.

* i  *

• Next Customer System. A catalog 
sheet describing a stanchion system for 
bank lobbies is available to explain the 
merits of the system that enables tell
ers to handle customers on a “first 
come, first served” basis.

Write: Actron, Inc., 810 E. Crab
tree Dr., Arlington Heights, I L 60004.

MID-1

Illinois Banker Dies 
Of Burns Suffered 
While Being Robbed

MASCOUTAH, ILL. —  Joseph H. 
Dressier, 34, vice president, Mas- 
coutah Bank, died August 12 of burns 
over 90% of his body suffered August 
6, when he was abducted and set on 
fire by two unknown assailants.

According to what Mr. Dressier was 
able to say, he was leaving the Mas- 
coutah homecoming celebration when 
he was taken in his car to a lonely sec
tion south of the city. There, the men 
demanded money from him, and he 
gave them what he had although he 
told them he had no “big money” on 
him. The men poured gasoline on him 
and on the car, forced Mr. Dressier 
inside the vehicle and set it on fire. A 
nearby farmer heard the banker s 
screams, found Mr. Dressier wander
ing outside the car with nearly all his 
clothes burned away. Mr. Dressier 
was rushed to a hospital in Belleville, 
111., and then transferred to one in St. 
Louis.

Mr. Dressier was born in Yugoslavia 
and came to this country in 1951. After 
working with Edgemont Bank, East 
St. Louis, 111., and Illinois Bancser- 
vices, Inc., Fairview Heights, 111., he 
joined Mascoutah Bank in 1973. He 
was married and has two children, 
Joseph, 8, and Judy, 5.

Mascoutah Bank’s trust department 
has set up a $5,000 fund, with money 
collected for it to go to the person or 
persons who contribute information 
leading to arrest and conviction of 
those responsible for Mr. Dressier s 
death. Anyone may contribute to the 
Joseph Dressier Fund by making a 
check out to Mascoutah Bank & Trust 
Co. and sending it to the bank at 9 East 
Main Street, Mascoutah, IL  62258. If 
more than $5,000 is raised, the surplus 
will be given to Mr. Dressler’s family. 
Also, if after a certain length of time, no 
one qualifies for the $5 ,000 , that 
money will be given to the Dressier 
family.

The Illinois Department of Investi
gations (IDOI), which is conducting 
the search for the killers, has set up a 
special number —  618/397-0380 — 
that anyone with any information on 
the case can call between 8:30 a.m. and 
5 p.m. any day. The caller will be 
treated in strictest confidence and if he 
or she wishes to remain anonymous, 
will be assigned a number and code 
name to be used in future calls. During 
the hours when the special number is 
not available, the Illinois State Police 
are to be contacted at 618/345-1212.
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We can solve your
problem !

Here’s how...
We can help you find the solution to that problem 

lying on your desk right now. Over the long haul, 
we can help you grow, a little at a time, or a lot. 
Let’s get together!
Account Services: Cash letters. Wire transfers. Coin 
and currency. Collections.
Loan Administration: Commercial, agricultural, and 
real estate overlines. Bank loan counseling.
Data Processing: “On-line” and “ Batch” Checking. 
Savings. Certificates of deposit. Installment and 
commercial loans. General ledger. Automated 
clearing house. Automatic teller machines. Payroll.

E.L. Burch
Senior Vice President 

Correspondent Bank Division

Investment: U.S. Gov’t ’s. Federal agencies. Munic
ipals. Federal funds. Commercial paper. Computer
ized bond po rtfo lio  accounting. Pricing and 
counseling. Securities safekeeping.
Trust: Public fund custodial accounts. Personal 
and corporate trusts.
Bank Cards: Master Charge. Visa.
Leasing: Direct. Or, participating.
International Banking: Worldwide correspondent 
network. Letters of credit. Foreign collections. 
Currency exchange.

Steve Blackburn Phil Straight
Vice President Vice President

Kansas Northern Missouri
Jack Beets 

Vice President 
Kansas

Dave Van Aken 
Vice President 

Kansas

Dick Muir 
Vice President 
Iowa-Nebraska

George Crews 
Vice President 

Kansas City Metro
David Bear

Assistant Vice President 
Oklahoma-Colorado

Dale Parker Duncan Kincheloe
Corn Bank Officer vice President

Missouri Texas-Arkansas

UNITED MISSOURI BANK 
OF KANSAS CITY, N.A.

United we grow. Together.
10th and Grand, Kansas City, Mo. 816/556-7000 Member FDIC
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Pre-Manufactured Buildings Find Favor 
As Solution to Bank ‘Growth Pains’

A BANK has several options when it 
comes to obtaining a new build

ing to solve its “growth pains.” It can 
buy an existing structure and renovate 
it to meet its needs, it can contract for a 
“stick-built” edifice, it can arrange for a 
mobile home-type office to be wheeled 
to the site and it can order a pre
manufactured building.

Each option has its supporters and 
each can be beneficial to a bank. But, if 
you talk to C. Vernon Cooper, vice 
president and security officer at 
Peoples Bank, Hazard, Ky., or John A. 
Eggert, vice chairman and cashier, 
First National, Mishawaka, Ind., you’ll 
find out why these men selected pre
manufactured structures.

Mr. Cooper is about to order a third 
pre-manufactured unit for Peoples 
Bank. He’ll place his order as soon as 
the bank receives regulatory approval 
for a new branch that is expected to 
open before the end of this year.

Mr. Cooper ordered his first pre
manufactured branch building from 
Diebold Financial Buildings in Clear
water, Fla., some five years ago. He 
ordered a large, five-unit structure 
that measures 40x60 feet because he 
wanted his building in a hurry and he 
didn’t want to deal with numerous con
tractors.

On the Cover
Peoples Bank, H azard, Ky., operates  
out o f  this pre-m anufactured building, 
one o f  three such facilities ow ned by 
the bank, which is located  in a coal
mining area.

“Diebold is a well-known name,” he 
said, “and they have a good service 
department in this area.” He said the 
pre-manufactured route was “the eas
iest way to go,” because the finished 
bank was in place within the 90 days 
promised by the manufacturer.

The five units were bolted together 
in less than 24 hours, he said, and the 
next day the roof was finished. Within 
two weeks after the units had arrived in 
Hazard by truck, he added, the unit 
was open.

He likes the fact that the p re
manufactured units can be ordered 
complete with pictures on the walls 
and carpets on the floors. “All you have 
to add are money and personnel,” he 
said.

After five years of service, Mr. 
Cooper says the building “looks like 
new.” It requires little maintenance 
other than an occasional hosing down 
of the brick exterior.

TOP: Front view of pre-manufactured building housing Peoples Bank, Hazard, Ky. BOTTOM: Side 
view of bank shows drive-up at rear of building. Structure was made by Diebold Financial Buildings,
Clearwater, Fla.

The second building Mr. Cooper 
ordered from Diebold was a 48x48-foot 
four-section unit that includes a 
drive-in. The unit was scheduled to 
open last month as the bank’s Airport 
Gardens Branch. It includes a drive-in 
window serving two lanes and three 
interior teller stations.

Mr. Cooper likes the pre-m an
ufactured buildings because they’re 
structurally sound, they save time and 
he doesn’t have to deal with numerous 
contractors. He said that Diebold ar
ranges for the foundation with a local 
contractor so everything is ready when 
the units arrive on the site.

One reason Peoples Bank has been

Energy-Saving Units Offered
A new line of financial buildings 

that emphasizes design and con
struction keyed to lower energy 
usage is being offered by Diebold 
Contract Services, Inc., a subsidiary 
of Diebold, Inc.

The energy-conservation features 
of the new buildings have been ef
fected without sacrificing the basic 
advantages of the structures, such as 
their functional flexibility and in
stallation speed, a spokesman said.

The new designs include 6" 
fiberglass batt insulation in exterior 
walls; seals, sealants and weath-

erstripping that protect potential air 
leakage points; double-glazed win
dows tinted bronze for heat absorp
tion; minimal-height ceilings to save 
on heating and cooling costs; and roof 
insulation of rigid fiberglass with 
joints staggered in both directions to 
minimize vapor leakage.

Heating and air conditioning con
trols are installed in each section of 
the building so temperatures can be 
varied in each unit.

Optional energy-saving features 
include single- or double-door ves
tibules, “eyebrows” for solar protec
tion at windows and additional ceil
ing insulation.
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We’re glad we’re here.
Welcome to our special corner of the world. We’re American 
Bank, over 600 people and half-a-billion dollars strong. We’re 
Batpn Rouge’s community bank, large enough to provide the 
capital and services your business needs, and small enough 
to make every one of your people feel right at home. We’re 
experienced and innovative professionals, but there’s more.

For all of us, living and working in Baton Rouge is a matter of 
pride. And that spirit is an everyday, everyway attitude at our 
bank, from the board room to the telephone switchboard.

W R ITE  O R  C A LL : Welcome. To Baton Rouge and American Bank. We’re part of
Ja c k  H. S a n d e rs , Vice P residen t  your new  life’ and  we like our P|ace-
Am erican  Bank and  Trust Com pany
One Am erican P la ce
Baton R ou ge , Louisiana 70825
(504) 357-8641

AMERICAN BANK
BATON ROUGE, LOUISIANA
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expanding so rapidly is the new em
phasis on coal as a fuel. The bank grew 
from $19 million to $50 million in a 
recent 12-month period due to the 
rising fortunes of the coal industry.

Mr. Eggert says his bank’s 40x60- 
foot full-service pre-manufactured 
branch is furnished with a vault and 
safe deposit area. “It looks like a stick- 
built structure,” he said, “and has a 
brick facade.” The bank also has a 
pre-manufactured drive-in building 
that is one-third the size of the branch. 
The drive-in unit is positioned adja
cent to a mall that houses a walk-in 
branch of the bank.

Mr. Eggert described how the 
building arrived on four trucks from 
the factory. If it hadn t been that one of 
the units was damaged in a traffic mis
hap, the building would have been 
completed within the 30 days adver
tised by the manufacturer, he said.

“The branch is very attractive, said 
Mr. Eggert. “We’ve had compliments 
on both the interior and exterior. It’s 
very functional and has a customized 
floor plan. It’s an easy way to order a 
building —  you don’t have to work 
with a number of builders and dec
orators.”

He liked the fact that no architect

Business Apparel 
lor women and Men

We manufacture 
what we sell: 

tailored, designer-styled 
ensembles fashioned for 

the business world.

We offer the 
modern touch, 

backed by 
old-line stability.

Let us show you 
how a CA REER LO O K  

PROGRAM can be both 
an employee and 

an employer benefit.

For more information 
w rite or ca ll: 

C A R E E R L O O K  
P. O . Box 215 

K a n sa s  C ity, MO 64141 
816-474-7000

“Fashions the business world"
A DIVISION OF UNITOQ COMPANY

was necessary and that the elimination 
of working with contractors enabled 
him to concentrate on his banking 
duties while the building was being 
manufactured in Florida.

The primary advantages to pre
manufactured structures are their 
simplicity and the short time between 
placing an order and using the build
ing, he said.

“And the price is comparable to 
stick-built buildings,” he added. • •

Identification
(Continued from  page 72)

• E n gin eerin g . Construction as
pects to consider include structural 
strength, combinations of materials, 
climatic conditions, building codes, in
stallation needs, ease of maintenance, 
appearance, etc.

• Manufacturing. Rugged durabil
ity must be combined with pleasing 
appearance to make a sign a good 
long-term investment. The correct 
combination of quality materials and 
craftsmanship is essential, especially 
when a sign is exposed to the elements.

• In sta lla tion . Physical require
ments must be met and built-in design 
objectives must be maintained. Com
pliance to safety standards and codes is 
vital. Proper specialized equipment 
and sound engineering skills are musts 
when installing signs.

• F in an cin g  a n d  m a in ten an ce . 
Some sign firms offer the option to 
purchase the sign or lease it. Leasing 
results in tax write-off advantages and 
usually includes all major mainte
nance.

No matter how large or small a sign 
job is, it’s important to select a sign 
firm that’s capable of doing the job cor
rectly. Once such a firm has been en
gaged, on-site identification can be de
veloped that will result in a strong 
marketing assist for a bank. • •

Bank Spotlights Zoo

New welcome sign pointing way to zoo in Ft. 
Wayne, Ind., was erected by Peoples Trust as 
part of community involvement program. De
sign of sign provides a "crushing" welcome to Ft. 
Wayne!
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Career Apparel Adds to Pleasing Decor 
At Boatmen's City Center Square in KC

E v e r y b o d y  likes our career 
apparel —  employees, man

agem ent and custo m ers,” said 
D. Eugene O’Connor, executive vice 
president, Boatmen’s Bank, Kansas 
City.

The bank’s customer-contact em
ployees began wearing career apparel 
when the bank moved into its new City 
Center Square two-level downtown 
office in early 1977.

It was the first time we’d used ap
parel,’’ Mr. O’Connor said, “and it has 
enabled us to present a more profes
sional appearance to our customers.” 

The bank, formerly known as Balti
more Bank, moved a short distance up 
Baltimore Avenue from its former loca
tion when the City Center building 
opened.

About 40 employees —  women and 
men —  are outfitted in the apparel, 
which was supplied by the Careerlook 
Division of Unitog Co., Kansas City. 
They are all stationed in the bank’s 
retail lobby in the contemporarily de

signed skyscraper in the heart of the 
downtown financial district.

The bank’s quarters feature three 
splashing brickworked fountains, a 
wood-and-glass modified Empire-style 
stairway, large expanses of glass and 
numerous tropical plants. Decor colors

are earth tones of beige, soft gold, 
brown and muted orange.

“The apparel fits in well with the 
bank’s decor,” Mr. O’Connor said. “It 
picks up most of the bank’s colors.” 

He added that wardrobes of each 
employee vary somewhat, since em
ployees were permitted to select the 
items of apparel they wanted. So, some 
employees have no dresses, but have 
more pantsuits than others.

The bank subsidizes the cost of the 
wardrobes, he added, and employees 
can keep the apparel if they leave the 

(Continued on page 124)

"Unified" rather than 
"uniform" look gives 
each employee of 
Boatmen's Bank, Kan
sas City, opportunities 
to create individual 
career-look ensemble. 
Colors of outfits are 
brown check, bit
tersweet and parch
ment. Supplier: C a
reerlook, Division of 
Unitog Co.

we ll handle the headaches. You cut the ribbon.

Call us collect
314/991-3344

PLANNED
PROJECTS,
INCORPORATED
9378 Olive Boulevard 
St. Louis, MO 63132

Originators and coordinators of construction projects for the financial community.
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Career Apparel Concept Expands Again; 
M aterials, Colors, Policies Updated

MeanSfeCareer Apparel,.

W e
p e r s o n a liz e  
c a re e r a p p a r e l 
f o r  y o u r  
B a n k

h j f  A sign of a successful 
\ r  company is instant 

public recognition. Image 
and attitude is reflected 
by how its people look.

Our objective is to provide 
a career apparel program 

that's personalized for 
you — whether for 

customer contact, sales, 
identification, security 

or service personnel.
Means Career Apparel 

helps provide a pro ap
pearance and attitude. 

Top designer styles and 
colors are coordinated 

with creativity for func
tion, flair and comfort. 

Continuity of styles, 
sizes and easy care 

makes Means Career 
Apparel a dedicated 

source for the Look of 
Success. We are fully  

devoted to your career 
apparel needs, from  

the initial planning to 
implementation and 

throughout the life 
of your program.

Mail coupon now for 
^  complete details.

Mail to: MEANS Career Apparel
division of F. W. Means & Co.
7890 Quincy St.
Willowbrook, Illinois 60521 

I would like to know more about Means Career 
Apparel. Please contact us to arrange for a 
Fashion Show of your collections at our facilities.
Name
Title
Company
Address______________________-—-----------------—-
City_____________________  State ---------Zip ------
Phone number

AFTER REACHING a plateau of 
being adopted by financial in

stitutions as a way to present a better 
image to the public, the career apparel 
concept is on the move again.

Most financial institutions in the re
cent past used apparel only for cus
tomer contact employees —  and they 
were mostly women. Now, banks and 
other financial intermediaries are out
fitting non-contact people of both 
sexes, resulting in organizations that 
previously outfitted only a small por
tion of their staffs now putting 100 or 
even 200 people in career apparel.

According to the Career Apparel In
stitute in New York City, some banks 
that have charge card sales representa
tives who call on potential clients and 
existing accounts are dressing these 
personnel in outfits that are color- 
coordinated with the colors of the 
charge card. This practice also is be
coming popular with banks issuing 
plastic debit cards that activate ATMs.

Career apparel has long been seen 
by financial institutions as a tangible 
fringe benefit that provides a “boost” 
to both employer and employee, for 
the following reasons:

• It cuts the cost of work wardrobes 
for employees.

• It solves the nagging problem of 
what to wear to work.

• It eliminates dress competition 
among employees.

• It enables a bank to present a uni
fied corporate image to the public.

• It solves dress code problems.
• It aids in recruiting new em 

ployees.
• It cuts down on employee turn

over and absenteeism.
Since its inception, the traditional 

career apparel wardrobe has included 
skirts, blouses and pantsuits for 
women and sports jackets, blazers and 
slacks for men.

A large number of outfits for both 
sexes are featuring graphics of corpo
rate logos in their print designs. This is 
expected to become even more prev
alent in the near future, according to 
the Career Apparel Institute.

Polyester knits remain a basic fabric 
in apparel programs because of their 
easy care, flexibility and wearability. 
W oven texturized polyesters are 
gaining popularity because of their 
wearability and long life. They also 
help present a crisp, tailored look that

is appealing to employer and em
ployee.

A growing interest in a nylon knitted 
soft satin clinging fabric is being noted. 
This fabric wears well and is primarily 
used for blouses and men’s shirts. The 
material denotes a casual appearance.

Fashion colors, which were pre
dominantly red, white and blue, have 
lately changed significantly toward 
dark green, brown and earth tones. 
Muted, lighter colors in pastel and 
“heather” shades are still popular, the 
Career Apparel Institute says.

One of the most significant changes 
in the career apparel concept in finan
cial institutions has been the trend 
away from any sense of “institutional 
appearance. When the concept was 
new in banks, every outfitted em
ployee was dressed alike; now their 
outfits are coordinated in style and 
color, and the variety of different items 
in a typical wardrobe enables em
ployees to mix and match so that few 
wear the same outfit on any given 
day. • •

Two Illinois Banks 
Lease Career Apparel;
Each Outfits 50 Persons

Career apparel can be leased as well 
as purchased by banks. Such an ar
rangement eliminates the need to pur
chase a sizable stock of outfits, to not 
only clothe existing employees, but to 
maintain a backlog of outfits for new 
employees.

Among banks leasing apparel are

Outfits worn by employees of Springfield (III.) 
Marine Bank include blazers, slacks, vests, skirts, 
blouses. Apparel is leased from Means Career 
Apparel, Willowbrook, III.
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At last, a look at 
the unheard-of: 

an actual overline ad.

You may have noticed that not 
many banks exactly advertise the fact 
that they offer overlines to their 
correspondents.

But Continental Bank does. In fact, 
w ere running this ad to make a bid for 
overlines—from our correspondent 
banks, and from a lot of other banks 
we’d like to have as correspondents.

We have a simple approach to each 
overline request we get: if our corre
spondent values a customer enough to 
lend its legal limit, we think its overline 
deserves some pretty serious considera
tion on our part.

At Continental Bank your credit 
requests don’t go from committee 
to committee to committee. They go to 
your account manager—one officer who 
has the authority to say “yes” or “no” 
on most loans. So you get your decision 
fast—direct from the person who 
made it.

Call John Tingleff at 312/828-2191 
with your request. If we can get together 
with you over an overline, Continental 
might just become more important to 
you overall, as a correspondent. And 
that’s exactly what we’re trying to do.

We’ll find away.

C O N T IN EN T A L B A N K
231 SOUTH LA SA LLE  STREET, CHICAGO, IL 60693 

Continental Illinois National Bank and Trust Company of Chicago.

MID-CONTINENT BANKER for September, 1978
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It's 5:15 on a Friday night. A mean crowd is out there. Out 
there in the lobby, and bumper to bumper in the drive-up lanes.

They've put in a whole week working hard. It's been tough.
Their feet ache. Their heads throb. Their backs are ready to cave-in. 
One more upset and they'll riot.

And, unfortunately, one more upset is just what some financial 
institutions give them. Especially when the drive-up lanes outside 
are as hopelessly backed-up as the lobby lanes inside.

Consider this: Many new drive-up systems are designed to 
lessen the aggravation of banking, and not only fail to do so but 
make it even worse.

The solution? The first time you buy a system, buy the right one.
The right system for you could be our new Trans-Vista EH® 

Because its fast, reliable performance is backed by Mosler engi
neering. Mosler installation. And Mosler service. All of which 
reflects our years of experience in designing a variety of 
transaction systems.

And it's priced surprisingly low. We've just dropped the frills.
So all you pay for is performance.

The kind of performance that will bring peace at the Friday 
Night Fights.

Trans-Vista E l  is one of nine different Mosler drive-up systems. 
And it could be the one for you.

Our new Trans-Vista D3 is a 
simple-to-operate, single-tube 

carrier system, easily installed in 
either upsend or downsend 

configurations.

See the Trans-Vista III 
at the BAI and ABA 
conventions"

Mosler
An American-Standard Company

Hamilton. Ohio 45012
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Springfield (111.) Marine and Cham
paign County Bank, Urbana, 111. Both 
banks lease their outfits from Means 
Career Apparel, headquartered in 
Willowbrook, 111.

Springfield Marine has been sup
plying apparel to its personnel for 
more than 10 years. Colors and pat
terns have varied through the years, 
but every outfit has included royal 
blue, the bank’s “marine” color.

The bank provides each outfitted 
employee with six pieces of apparel.

Female employees receive a blazer, a 
reversible vest, two skirts and two pair 
of slacks. Male employees are issued 
two blazers, a reversible vest and three 
pairs of trousers.

It’s up to each of the 50 employees 
outfitted to mix and match the outfits.

Champaign County Bank has been 
leasing apparel for five years and out
fits between 50 and 55 employees. 
Each person is issued four pieces of 
apparel —  two bottoms and two tops — 
and the outfits are worn for 18 months

For your successful 
and professional 
image.

way a person looks 
; so m uch —  contem - 

i fresh and lively 
i  . . . take a good 

look and get a good look. 
Our designer collection 
includes an outstanding 
selection of sm art styles 
and hues for all seasons 
—  vibrant mix and m atch 
colors, all m ade from 
fashionable, carefree 
DACRON® polyester fiber.

Take a good look . . . 
the image is you through

H ' l C a f i v e  O h u m F

DACRON® is a registered trademark of 
E.I. duPont de Nemours & Co.

m m

CREATIVE IMAGE mc-9 
For the corporate image.

1709 N. Market, Dallas, Tx. 75202

Name of C o .-------------------------------
N am e______________________ - —
Phone---------------------------- -----------
Address------------------------------—-----
C ity_____________ . State -------------
Zip_________ # of Women------------

before being replaced. Colors are 
brown, camel and cinnamon.

Employees leaving the bank have 
the choice of purchasing the apparel. 
Outfits not purchased are recycled to 
fit new employees, if possible.

One of the best things about the 
Means program, says Edith Wool- 
ridge, assistant cashier, is that outfits 
can be ordered one at a tim e as 
needed. The outfitter, not the bank, 
maintains the backup supply.

The two banks pay flat monthly fees 
for leasing the outfits. All clothing is 
made from fabrics that are easily cared 
for. Employees are responsible for 
maintenance.

The Means people customize their 
apparel for bank clients and offer to 
present fashion shows to bank person
nel when outfits are being considered.

AREA C O D E 
'314'

TELEPH O N E N U M BER 
883-5755

RICbiéRD L. 
M g O N

a i a ^ » e c t  

1 M  MHr
A S S ë f f À T E S

P .O . BOX 403 
342 M ARKET STREET 

STE. G EN EV IEV E , 
M ISSO URI 63670

ARCHITECTURAL/ENGINEERING  
SERVICES FOR THE SMALL & 
MEDIUM SIZE BANK PROJECT
BROCHURE AVAILABLE UPON  
REQUEST
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Need investment advice?

We can help!
Solid investments made today can mean extra strength 
and growth for your bank or your customers 
tomorrow.
Contact Bank of Oklahoma for free investment 
counseling. We’ll help you translate your bank’s 
unique needs and goals into specific investment 
objectives. Then we will help you identify your best 
opportunities and alternatives. If you’re considering 
U.S. Government securities, Federal funds, state and 
municipal bonds and notes, or money-market 
instruments of any type, that’s all the more reason to 
call us. We can help you identify your best investment 
alternatives.
It makes good business sense!

BANK OF 
OKLAHOMA
P.O. Box 2300/Tulsa, OK. 74192

Our Capabilities Expand Yours
Contact Rob Rainey, Investment Division Manager,
Doug Keffer, Department Manager,
Steve Woodley, Monty Butts, Phil Burns, or Tom Toburen 
(918) 588-6781.

MID-CONTINENT BANKER for September, 1978
Member FDIC  
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Recent Bank Modernization Projects
New Buildings, Remodeling Projects Stress Originality

Topping-Out Ceremony Held 
By Central Trust and HC 
For Future Headquarters

CINCINNATI —  A topping-out 
ceremony was held July 18 at Central 
Trust Center, future headquarters for 
Central Trust and its parent company, 
Central Bancorp., Inc. The obser
vance consisted of a ceremonial raising 
of the last bucket of cement to be 
poured on top of the 27-story office 
tower. Flags of the U, S ., state of Ohio 
and city of Cincinnati were hoisted to 
positions atop the tower along with the 
final concrete.

The center is a joint venture of Cen- 
tralbanc Realty Co., affiliate of Central 
Bancorp., and Gerald D. Hines Inter
ests, a Houston investment building 
firm. It encompasses about 545,000 
square feet of executive office space 
and ancillary retail space. Scheduled 
for completion early in 1979, the tower 
and a connecting five-story, 500-car 
parking facility constitute the first 
phase of development of Cincinnati’s 
urban-renewal Block E, which, when 
fully developed, will consist of ap
proximately 1,000,000 square feet of 
space.

Waiting to take part in topping-out ceremony for 
Central Trust of Cincinnati's Central Trust Center 
are, I. to r.: Kenneth W. Hubbard, v.p., Gerald D. 
Hines Interests, developers; Thomas D. Owens of 
Gerald D. Hines, project mgr., Central Trust 
Center; Richard Keating, associate partner, 
Skidmore, Owings & Merrill, architects; Francis 
R. Dugan, pres., Dugan & Meyers Construction 
Co., Inc., gen'l contractor; Oliver W. Birckhead, 
pres, and CEO, Central Trust and Central Ban
corp., Inc.; and Gustave A. Linder of Dugan & 
Meyers, project director. Central Trust Center.

Turn-of-Century Decor 
Featured at Facility 
In Historic Building

Problem: How to place a modern 
bank facility in a building constructed 
in the 1860s, a time when a neighbor
hood bank was as much a part of the 
community as it was a place of busi
ness.

Merchandise National, Chicago, 
faced this issue when it was planning 
its Germania Club Building facility, 
which opened for business this sum
mer.

The building, located on Chicago’s 
fashionable near north side, retains its 
turn-of-the-century appearance. The 
bank’s management wanted to have its 
facility blend in with that appearance.

It engaged Bank Building Corp., 
headquartered in St. Louis, to tackle 
the project. According to the firm, the 
interior decor of the facility is in keep
ing with the old-world atmosphere of 
the building. The most desirable de
tails of the period were adapted and 
combined with functional, traditional 
furnishings.

The custom -designed te lle r ’s 
counter is walnut with a granite ledge. 
The lobby floor is designed in three 
colors of granite set in similar rectan
gular patterns. The pattern is repeated 
on the ceiling with a Victorian chan
delier suspended from the middle of 
each pattern. Custom-designed leaded 
glass panels are set in the window 
transoms.

It’s expected that the look and feel of 
this new, old-fashioned facility will 
help Merchandise National bring back 
the old-fashioned attitudes toward 
banking, including a relaxed, personal,

B a n k  M oves In to  D e p o t, R eta in s D e c o r

There's something about trains that's good business for Union National, 
Tulsa! The bank moved into a building resembling a train depot last year 
when new management took over and assets grew from $9 million to $32 
million in the ensuing 13 months! At I. is exterior view of "depot," which is 
a former restaurant. Center photo shows ticket-window decor of teller

stations. At r. is loan department, with plush decor associated with 
railroad days of yesteryear. Bank has adopted steam engine as its logo 
and uses railroad terms in its advertising, such as "We're on the right track 
to serve you best."
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TOP: Exterior of facility of Merchandise Nat'l, 
Chicago, in German Club Building. BOTTOM: 
Interior decor recreates 1890 look with granite 
fixtures and floor, chandeliers. Project was 
handled by Bank Building Corp.
friendly place in which to do business.

The grand opening of the facility in
cluded a variety of turn-of-the-century 
entertainment —  a calliope, a Dixie
land band, popcorn from an antique 
wagon and a grand prize of a grand
father clock.

Solar-Heated Drive-Up 
Passes Practicability Test 
For Bank in Tennessee

An experiment to try solar heating 
for a bank has proved to be successful, 
according to Jerry Garrett, executive 
vice president, Bank of Goodlettsville, 
Tenn.

The bank opened a new drive-up

branch directly across from its main 
office recently. Solar heating was in
cluded in the branch so management 
could determine if solar heating would 
be feasible for its new main bank office, 
which will be built soon.

“Even during the severe winter last 
year, our solar heating in this branch 
proved practical and efficient,” Mr. 
Garrett said.

(Continued on next page)

Success of solar-heated drive-up branch of Bank of Goodlettsville, Tenn. (pictured), helped bank 
decide to use solar heating in its new main office.

Galleria Bank Opens Remodeled Lobby
Galleria Bank, Houston, opened its 

newly remodeled lobby recently. The 
remodeling doubled the floor space of 
the bank and provided for a new en
trance onto the Galleria Shopping Mall 
adjoining the bank.

The additional 3,800 square feet of 
lobby space enabled the bank to ex
pand facilities for paying and receiving 
tellers, collections, commercial loan 
and new accounts. Installment loan 
personnel also are accommodated.

Since we opened our entrance onto 
the mall, our new account openings 
have increased by about 150 per 
month,’ said Jay Barbee, senior vice 
president. Lobby traffic has shown a 
significant increase since the re 
modeling.

A highlight of the new lobby is a wall 
of mirrors with “Galleria Bank” in let
ters in unsilvered areas. The mirrored 
wall is covered by 10 panels 12 feet 
high extending more than 49 feet in

length. The lettered mirrors stand 
about a foot from a white stuccoed wall 
that serves as a background. Fluores
cent tubes backlight the mirrors.

The new paying and receiving win
dows are set at an angle to the mall 
entrance and the floor area features 
hardwood strips laid at the same angle 
as the windows. Behind the teller win
dows is a large piece of sculptured wall 
relief made of handwoven aluminum 
and linen entitled “Procession.”

LEFT: Newly remodeled lobby of Galleria Bank, Houston, features bank's Hardwood floor strips guide customers to teller windows backgrounded by
name on mirror-wall stretching almost 50 feet in length. RIGHT: Angled woven aluminum and linen wall relief.
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Solar-Heated
(Continued from  page 103)

Four southern-exposure rooftop 
panels heat circulating water and a fan 
blows the heat from this water 
throughout the building. “With this 
experience behind us, we wouldn t 
hesitate to use solar energy for our new 
main office,” said Mr. Garrett.

With the opening of the drive-up 
branch, the bank expanded its 
drive-up services from three lanes at 
its main office to seven across the street 
at the branch. Four lanes of Mosler 
Trans-Vista remote transaction system 
units are on one side of the building 
and three on the other.

The seven lanes have enabled the 
bank to triple its drive-up traffic, which 
now averages 2,000 cars per week. 
Documents and money are transferred 
from the new facility to the main office 
through pneumatic tubes installed 
under the street separating the two of
fices.

Parking Control System 
Used by Kenosha Nat'l

How can a bank’s management be 
happy about running a five-level 
parking garage that’s lim ited to 
monthly parkers?

When the garage is equipped with 
an automatic access control system!

Kenosha (Wis.) National took over 
an adjacent 180-car parking garage re
cently so tenants of its building would 
have a convenient place to park during 
the day. It enjoys a 97% occupancy 
rate.

In searching for an access control 
system, the bank’s officers discovered 
the Cintac system, made by Cincinnati 
Time Recorder Co.

Key to the system is a plastic card 
that is punch coded with the parker’s 
number. The card is inserted into a 
reader that automatically raises the en
trance gate if the card is valid. A similar 
procedure is used by parkers to leave 
the garage.

Mounted in a small guard enclosure, 
the Cintac unit automatically prints

Monthly parker inserts card into Cintac access 
control system reader to gain entrance to park
ing garage at Kenosha (Wis.) Nat'l.

Bank Finds "Togetherness7 Solution 
By Adept Placement of Panel Dividers

H OW CAN four distinct banking 
departments be housed in a 

one-floor, open-space area without in
truding on one another? Memphis 
Bank found the answer by calling on 
Arrow Business Services, Inc., also in 
Memphis.

Arrow utilized its design staffs ex
pertise in the placement of Steelcase 
panel systems to develop facilities for 
correspondent banking, real estate, 
bank card center and central informa
tion on the sixth floor of the bank 
building.

Along the south side of the area, 
Arrow developed an executive-office 
setting, complete with informal con
versational area, a conference room 
and private offices (see the two top 
photos). Glass panels create the 
spaciousness desired and —  coupled 
with movable, solid panels —  give two 
executive departments six private of

fices with adjacent reception and 
meeting facilities.

The Master Charge/Visa bank card 
center (bottom-left photo) requires ex
tensive filing capabilities, which Arrow 
produced. Note the horizontal record 
storage cabinet in the top right of the 
picture and the open-tray storage 
equipment at left. The latter gives 
quick accessibility to credit-card in
formation.

In the bottom-right photo are Mem
phis Bank’s computer terminals, which 
are on line to the data processing 
center’s central information file. These 
terminals feed dates and figures to all 
bank departments and branches. Pri
vacy and sound deflection are provided 
each operator through use of Steel- 
case’s panel system. The panel color 
matches the daisies’ golden center and 
brightens the work area. • •
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the date, time and card number of any 
invalid attempt from either of two 
readers. Should a card be invalid, a 
buzzer sounds to alert a parking 
attendant, who investigates the situa
tion.

Invalid attempts are usually made 
by parkers who have not paid their 
monthly fees, which are due by the 
fifth of the month. After that date, all 
nonpayers are removed from the sys
tem until payment is made.

The system also has an anti-passback 
feature that can be used to deny gate 
operation if the proper sequence of en
tering and exiting isn’t observed by the 
parker.

Each Cintac is programmed for a 
particular installation.

Customer Service Enhanced 
By New Motor Facility

One of the primary reasons First Na
tional, Magnolia, Ark., has grown from 
$28 million in assets in 1970 to more 
than $71 million today is the bank’s 
concept of customer service.

Included in that concept of service

TOP: First Nat'l East is newest motor bank to 
serve customers of First Nat'l, Magnolia, Ark. 
MIDDLE: Facility features three LeFebure Tel-Air 
kiosks, bag and envelope depository and electric 
deal drawer built into 12-foot-wide flush 
drive-up window. BOTTOM: Drive-up window 
accommodates two tellers who can serve up to 
five lanes. Window features bullet-resistant 
glass, formica countertop, two-way sound sys
tem, deal drawer and teller pedestals.

are the bank’s three drive-up installa
tions, all located in Magnolia. Since 
1975, two new motor banks have been 
built and a third has been expanded. 
All the facilities have proved to be ex
tremely profitable, according to First 
National President William H. Handy.

The newest installation, the bank’s 
East Main Motor Bank, was completed 
recently. Located in the vicinity of a 
proposed shopping center, the branch 
is already doing well, having contrib
uted more than $2 million to the bank’s 
resources.

The facility has a flush drive-up win
dow measuring 12 feet in length, three 
kiosks and a bag and envelope deposi
tory. All equipment was supplied by 
LeFebure, Inc., Cedar Rapids, la.

‘One reason we have chosen motor 
banks over full-service branches is 
their lower cost of construction, main
tenance and staffing,” said Mr. Handy.

Another reason is the small size of 
Magnolia —  12,000 population. “It’s 
never a problem for customers to come 
to our main office for major banking 
tasks, he said. “So drive-ups are the 
simplest way of providing our patrons 
added convenience for most transac
tions and —  as a result —  bringing in 
new business.”

Bank Plans Lion Head Pedestal

Four of the 21 ornate lion heads removed from 
the roof of First Alabama Bank, Montgomery, 
when the bank's building was modernized will 
be preserved as part of a pedestal-style monu
ment in First Alabama Plaza, adjacent to the 
bank's building. The monument (see sketch) will 
include a plaque indicating the historical sig
nificance of the heads. The Montgomery 
Museum of Fine Arts and the State of Alabama 
Department of Archives and History each have 
received a lion head for their exhibits and a 
committee is considering requests from indi
viduals and organizations for the remaining 
heads. The lion heads had "guarded" the bank's 
building for more than 70 years.

C o l u t i  C c u p y t A , Ino.
1718 R E S E R V E  ST. • GARLAND, TX. 75042-214/341-8841

DESIGNERS AND 
MANUFACTURERS 

OF CAREER APPAREL
DuPont »DACRON PO LYESTER
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NUMBER 
OF WOMEN. NUMBER 

-OF MEN _ htcthes tfie/ dlfjfjemvoe/

Color Preference________________
Please forward your brochure 
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EFT's Effect on Building Plans Minimal

A  SURVEY of predominantly rural 
banks in the Mid-Continent area 

reveals that E FT  has had little or no 
effect on plans to build or remodel 
bank structures.

Of 95 banks responding to the sur
vey, only one said E F T  had influenced 
a construction project “extensively,” 
18% said E F T  had “moderately” af
fected  plans and 81% said E F T  had no 
influence on building or remodeling 
plans.

Banks that have had their building 
or remodeling plans influenced by 
E F T  stated that the influence centers 
around the installation of an ATM or 
the expectation to install such a device.

Yet, 81% of the respondents said 
they do not use ATMs and 48% said 
they do not expect to have ATMs in
stalled by 1980.

The number of responding banks 
that have included E F T  services in 
their building or remodeling plans 
coincides roughly with the number of 
banks actually planning to build (25%) 
or remodel (16%) in the next two years. 
However, only 8% of the respondents 
said they expect to have an ATM on

their premises by 1980.
Thirty-five percent of the banks re

ported that they had constructed new 
buildings in the last five years and 47% 
said they had remodeled buildings in 
that time period. Thirty-two percent 
reported building facilities over the 
last five years and 22% said they plan to 
build new facilities in the next two 
years. Fifty-four percent said their 
bank has one location, 24% have two 
locations, and 11% have three offices.

Among services banks offer at their 
off-premise facilities are new accounts 
(40%), drive-up (38%), walk-up win
dows (31%), loans (30%) and safe de
posit boxes (30%). Ninety percent of 
the respondents offer direct-deposit 
services to customers.

When a banker contem plates a 
building or remodeling project, he 
normally considers what special fea
tures he wants the project to include. 
Survey respondents listed the follow
ing features they would prefer, in de
scending order: customer conveni
ence, employee convenience, ade
quate parking, adequate security and 
an operation that saves energy. • •

Provide for Insurance
As bankers make plans for build

ing or rem odeling, they are re 
minded to beware of short-term risks 
involving construction. The warning 
comes from the July issue of R isk  
M a n a g e m e n t  N ew s.

As the publication put it, 
“. . . you probably have indemnifi
cation and ‘save-harmless’ agree
ments in your favor from here to the 
middle of the next century. So what’s 
to worry about? Plenty.”

Then, R isk M a n a g e m e n t  N ew s  de
scribed what “surprises” could lie 
ahead that could become a bug in a 
bank’s balance sheet for years. The 
publication suggested that bankers 
make up a “risk diagram,” which 
should follow the construction 
schedule and be designed to provide 
a closer look at the design and 
building contracts so as to pin down 
the bank’s specific obligations.

The publication asked several 
questions bankers should ask them
selves: Will the “save-harmless,” 
legal liability or indem nification 
agreem ents hold up? Are they 
clearly and tightly written to reflect 
the mutual intent of the parties? Or 
is the “canned” language so broad 
that a court might throw out such an 
agreement entirely? Who’s respon
sible for site preparation? Are there 
subcontractors involved? W hen? 
Who’s responsible for construction- 
site safety and security including ac
cess and egress on or across public 
roads? What happens if, due to acci
dent, default or other circumstance, 
the new or extended facility is de
layed from opening on schedule?

Many other questions also were 
posed and insurance suggestions 
made.

For a copy of that issue, write: R isk  
M a n a g e m e n t  N e w s , Cornerstone 
Publishers, Inc., 262 Mountain Av
enue, Springfield, NJ 07081.

Bank Cited by Committee 
For Support of Arts

Liberty National, Louisville, has 
been honored with a business in the 
arts award by the publishers of F orbes  
magazine and the New York-based 
Business Committee for the Arts.

The bank was cited for its “out
standing record of support of the arts in 
the Louisville area.” It published a 
commemorative book on the historical 
community of Anchorage, established 
an art gallery in its Main Office, pro
posed and underwrote a series of heri
tage weekend art posters and sup
ported a Rembrandt portrait acquisi
tion fund at a local museum.

CONSULTANTS TO FINANCIAL INSTITUTIONS

Shown here the new corporate head
quarters for Illinois Bank Building Cor
poration in Olympia Fields. Designed 
and constructed by the members of our 
firm, it typifies the quality and func
tional design offered by I BBC in the 
financial and commercial building fields.

20180 GOVERNORS HIGHWAY OLYMPIA FIELDS, ILL. 60461 312/481-2800
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The language of international trade must be understood in a great international city like New Orleans. First NBC with its vast network 
or correspondent banks and international offices speaks that language as though bom to it.

Grand Cayman

First National Bank O f Commerce
INTERNATIONAL BANKING DIVISION
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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Victorian Facility Opened by Bank

The first new building to be built in the historic community of Ferndale, Calif., since 1890 is this 
facility of Bank of Loleta. The structure is said to come as close to duplicating the Victorian style of 
architecture as was economically feasible. When the facility opened, the community celebrated 
"Bank of Loleta Week" with a parade featuring the high school band wearing bank tee-shirts and 
three horse-drawn buggies filled with dignitaries. The bank made a $500 donation to the Ferndale 
Museum in the name of all guests attending the grand opening. Cost of the 1,600-square-foot 
structure was $160,000.

Let this man help 
your bank profit*

A lot of bankers do*
Call John Holleman (205/832-8370)

Senior Vice President & Investment Officer 
of First Alabama Bank of Montgomery, N. A.imaßank

Montgomery®
RrstAlaba

È  of Montgom

ABA Correspondent Conf. 
Planned September 24-26; 
Reuss to Be Keynoter

CHICAGO —  Topics ranging from 
the Fed membership dilemma to com
peting in a changing market will be 
featured at the ABA’s national corre
spondent banking conference Sep
tember 24-26 at the Continental Plaza 
Hotel here. It will be sponsored by the 
ABA s correspondent banking divi
sion. The theme will be “Encounter: 
Expertise Meets Opportunity.’’

R ep resentative H enry Reuss 
(D.,W is.), chairman, House Banking 
C om m ittee, will be the keynote 
speaker for the opening general ses
sion September 25. He will be intro
duced by ABA President-Elect John 
Perkins, president, Continental Bank, 
Chicago. Long considered a foe of 
banking, Representative Reuss earlier 
this year told bankers, “It’s time we 
buried the hatchet and pooled our re
sources.”

In a panel on “Competing in a 
Changing Market,” industry leaders 
will exchange views on factors having 
the greatest impact on changing corre
spondent relationships, according to 
the conference chairman, R. Molitor 
Ford, senior vice president, First 
Tennessee Bank, Memphis. He says 
emphasis will be on how the traditional 
correspondent-banking structure is 
changing and how these changes affect 
correspondent-banking services.

In a panel on “Fed Membership —  a 
Regulatory and Banking Dilemma,” 
bank and regulatory perspectives will 
be shared on the Fed’s efforts to re
solve its membership problem. Among 
issues to be spotlighted will be explicit 
pricing of services, access by non
members and interest on required re
serves.

In addition, the conference will fea
ture a series of concurrent workshops 
and special-interest sessions. Work
shop sessions will cover organizing for 
performance, the respondent’s per
spective, effective selling, credit — 
correspondent style, profit manage
ment and asset/liability management 
—  meeting the respondent’s needs.

Luncheon speakers will be Gerald 
M. Lowrie, executive director, ABA 
governm ent relations; and Bruce 
McClory, president, Brookings In
stitution, Washington, D. C.

A special program for newcomers to 
the conference will be held at 7:15 
a. m ., September 26. It will be directed 
as an interbank lending case study. 
Moderator will be William T. Dwyer, 
vice president, F irst National, 
Chicago.
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YOU’LL NEVER M ISS SLT...UNTIL
YOU NEED US • And then it’s too late.

A protective Collateral Control Program 
should be part of your loan negotiation.
For over 50 years SLT Warehouse Company 
has been serving banks by guaranteeing and 
servicing inventory collateral. W e’ll be glad to 
set up a workable program for your bank.

Call or write today 
for complete details.
Be sure SLT’s Program is 
there when you need it.

SLT WAREHOUSE COMPANY
P.O. Box 242, St. Louis. Mo. 63166 • 314/241-9750 • Offices in Major Cities
N A T IO N W ID E  C O L L A T E R A L  C O N T R O L  S E R V I C E S
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'Winning Game7 Is Theme 
Of NABW Convention 
Sept. 24-27 in Las Vegas

LAS VEGAS, NEV. —  “The Win
ning Game/Strategies for a Competi
tive Era” is the theme of the 56th 
annual convention of the National As
sociation of Bank Women September 
24-27 at Caesar’s Palace here. Ruth 
Smith, president, First State, Kansas 
City, Kan., is NABW president.

G eneral-session and workshop 
speakers will answer such questions as: 
“What will our services be? What will 
the rules of the game be? What mar
kets will be profitable for us? How will 
we sell our services most successfully? 
How will we deliver those services 
most effectively?”

Participants also will discuss how 
their banking careers may change with 
the industry in the next decade.

Speakers will include U. S. Air 
Force Major General (Ret.) Jeanne M. 
Holm, former special assistant to the 
President for women, who will deliver 
the keynote address, “The Name of the 
Game for Professional Women.” Hank 
E. Koehn, vice president, Security 
Pacific National, Los Angeles, will 
have the topic, “The Future Begins in 
Three Days.” Alene H. Moris, consul
tant to NABW’s Educational Founda
tion, will talk on “Making the Odds 
Work for You.”

In addition, there will be concurrent 
workshops September 24 and 25 on 
“Form ing the Strategies for Your 
Bank,” “Forming the Strategies for 
Your Career,” “Match Your Present 
Skills to Your Future Career,” “Your 
Management Style —  Is Flexibility the 
Key?,” “Communication: the Selling 
of Ideas,” “Negotiation,” “What Are 
Our Services Going to Be in the ’80s?, 
“What Are the Rules —  Regulation, 
D eregulation, Consum er-Credit 
Laws, e tc .? ,” “Where Should Our 
Market Be —  Corporate, Community, 
Retail or a Balance of All?,” “How Will 
We Sell Our Services Tomorrow?” and 
“How Will We Deliver Them —  Cop
ing With the Needs of People While 
Creating a Computerized Banking 
System?”

no

Banks Can Have Facelifts, Too!

These photos show the dramatic effect a facelift can have on a bank building! At f. is facade of First 
Nat'l, Alma, Kan., prior to remodeling by HBE Bank Facilities Corp., St. Louis. At r. is finished job, 
which features native fieldstone pilasters and solar bronze colored glass in windows and doors.

Bank to Feature Atrium

Security Bank, Harri
son, Ark., has an
nounced plans to build 
this new bank and 
tower structure, with 
completion expected 
by 1980. Connecting 
the two buildings will 
be a five-story atrium 
that wi II include a 
glass-backed elevator 
that w ill enable 
visitors to view coun
tryside from tower 
floors.

Publications on Security 
Are Available From ABA

W ASH INGTON, D. C. —  The 
ABA’s insurance and protection divi
sion has three new publications con
nected with bank and customer secu
rity.

“Computer Security Guide for F i
nancial Institutions” explains in non<- 
technical language how to provide 
safeguards for electronic data pro
cessing operations. The guide is spe
cially geared for those concerned with 
bank operation, automation and pro
tection. Because of the confidential na
ture of the publication, it’s being made 
available only to bank security and risk 
management officers. Its objective is to 
help bank security and protection offi
cers form ulate, im plem ent and 
evaluate safeguards for a bank’s EDP 
resources.

A folder called “Robbery Without a 
Gun —  Don’t Let It Happen to You” is 
available to banks for distribution to 
their depositors. I t ’s intended to 
familiarize individual and business

checking-account holders with safe 
check-handling and cashing methods. 
An illustration highlights the parts of a 
check and purposes they serve, while 
guidelines for consum ers cashing 
checks and business people accepting 
checks identify how to avoid becoming 
a check-fraud victim.

“Operation EYES: Equip Yourself 
With Effective Security” was adapted 
from a successful educational service 
folder developed by D etroitbank 
Corp. It’s available to banks also as a 
consumer service for their customers.

The folder is designed to help 
people look at their houses as criminals 
might and tells how to shore up weak 
points with clear illustrations and 
step-by-step security measures for 
crucial areas like construction, locks, 
doors, windows and exteriors.
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After 8 8  years 
of comparative 
silence we fed  
compelled to  
toot our horn:

Our size is not
as important as how we got there.
We’ve grown because of our ever broadening variety of 
investment services-capably delivered. We have the people, 
the resources, the modern facilities and the enthusiasm 
to serve your needs well. And we have more ways 
to make your money work than you might imagine.

It’s tim e we got to  Ŝ L ^ LA,  
know each other. ^ 9 1 ^ 1

» C O M P A N Y  IN CO R PO RAT ED

Members: New York/American/ 
Midwest Stock Exchanges 
St. Louis • Alton • Bloomington
• Chicago • Chicago Heights • Clayton
• Denver • Iowa City • Kansas City
• Louisville • Memphis • Milwaukee
• Moline • Oklahoma City • Tulsa

• Wichita

Contact our office most convenient to you:

BLOOMINGTON, ILLINOIS 61701  
111 East Monroe Street, 309 -828-6201

CHICAGO, ILLINOIS 60606  
200  W. Monroe Street, 3 12 -7 8 2 -5 7 7 0

CHICAGO HEIGHTS, ILLINOIS 60411  
165 West 10th Street, 312 -7 5 4 -7 3 0 0

CLAYTON, MISSOURI 63105  
One No. Brentwood, 3 14 -8 6 2 -9 6 0 0

KANSAS CITY, MISSOURI 64112  
4 63 4  J. C. Nichols Parkway, 8 16 -756-0460

LOUISVILLE, KENTUCKY 402 7 0  
201 West Main Street, 5 02 -587-6053

MEMPHIS, TENNESSEE 38137  
Clark Tower —  5100  Poplar Avenue, 901 -7 6 7 -2 6 4 0

MOLINE, ILLINOIS 61265  
1533 5th Avenue, 309 -7 6 2 -0 7 9 3

OKLAHOMA CITY, OKLAHOMA 73102  
First National Arcade, 405 -235-6601

ST. LOUIS, MISSOURI
500 No. Broadway, 6 3 1 0 2 - 3 1 4 - 3 4 2 - 2 2 0 0

TULSA, OKLAHOMA 74104  
Utica Tower, 1924 S. Utica

WICHITA, KANSAS 67202  
111 South Main, 316 -264-6321
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Regulatory Issues
(Continued fro m  page 44)

complish the purposes of the CRA 
while preserving the flexibility every 
bank must maintain to operate with 
prudence and imagination. Basically, 
it’s left to the individual institution to 
define community and to draft an ap
propriate statement of loan policies. 
Oversight will come through regular 
agency evaluations of these state
ments, an inspection of loan files and a 
review of public comments.

In an even broader attempt to in
volve financial institutions in urban re
vitalization, at the President’s direc
tion, I have organized the Commercial 
Reinvestment Task Force. Its purpose 
is to expand the Urban Reinvestment 
Task Force housing concept to the 
commercial-credit area, using local or
ganizations composed of merchants, 
residents, government officials and 
private lending institutions. The new 
task force, which includes the depart
ments of Commerce and HUD, the 
Small Business Administration and the 
federal banking agencies, now is for
mulating a nationwide policy. It soon 
will begin four new innovative

neighborhood commercial projects 
geographically d istributed in the 
Northeast, Southeast, Midwest and 
West.

Our vision always must be to the 
future. I consider the challenges I have 
faced in the first year in office to por
tend greater challenges to come.

The call is increasingly urgent to ad
dress a number of long-standing regu
latory issues:

• EFT. We must support develop
ment in this area in such a way as to 
encourage innovation and, at the same 
time, protect consumers and assure 
the public’s right to privacy.

• Community Development. Banks 
must rethink their lending and in
vestment priorities when the Commu
nity R einvestm ent Act is im ple
mented.

• Allocation o f  Resources. We must 
consider the effects of paying interest 
on demand deposits, removing usury 
ceilings, elim inating the savings- 
interest-rate ceiling and differential 
(Regulation Q) between commercial 
banks and thrifts and authorizing 
nationwide NOW accounts:

• Banking-System  Structure. We 
must undertake a comprehensive re
examination of statutes (e .g ., the 
McFadden and Glass-Steagall acts)

that no longer may reflect the current 
market environment in which all types 
of financial institutions are competing.

• Inter-Agency Coordination. Fed
eral and state banking authorities must 
join in a productive partnership to 
share expertise and develop modern 
examination standards and tech 
niques.

• R ationalization  o f  the Existing 
Regulatory Structure. We must estab
lish a federal bank examination coun
cil, as conceived in the Financial In
stitutions Regulatory Act, and realign 
jurisdiction over bank HCs to give the 
federal agency responsible for super
vising the lead bank authority to 
supervise the HC as well.

• International. We must broaden 
our understanding of the global finan
cial market as we gauge the impact of 
foreign bank expansion in the U. S. 
and the growing involvement of U. S. 
banks abroad. • •

'Sweet Charity'
(Continued fro m  page 10)

the bank balance through a source 
other than the bank officer handling 
the account.

A short time ago, an unfortunate in
cident occurred that, once again, 
brought to our attention the impor
tance of an outside audit. A prominent 
banker allowed a charitable organiza
tion to use his name as treasurer. 
However, this banker didn’t partici
pate actively in the role of treasurer, 
but left the operation in the hands of an 
individual who was raising funds. This 
professional fund raiser created sizable 
losses through forgery and theft. As in 
similar situations, an attempt was 
made to charge the bank for the loss 
because its officer technically was the 
organization’s treasurer, and the bank 
had the funds on deposit. I t  was al
leged that the bank should have known 
what was going on in its midst.

In the name of sweet charity, if you 
do serve or if any of your staff serves in 
an official capacity for a charitable or 
not-for-profit organization, by all 
means insist that there be an outside 
audit for the good of the organization 
itself as well as for the bank. Other
wise, your bank unwittingly may do
nate, via a “shotgun,” a large sum to 
charity. • •

Get to know 
our people

Woolsey & Company offers you over a 
century of combined municipal investment banking 
experience, plus the opportunity to increase your 
lending capacity to small business through our full 
government guaranteed loan services.

If you have any questions about investment 
and municipal finance or government loans, get to 
know the people who know. Get to know the people 
at Woolsey & Company.

INCORPORATED

IN V ES T M EN T  B A N K E R S

1401 First National Center East, Oklahoma City 405/239-7123 
1503 Philtower, Tulsa 918/584-5213 

Associate Member, Oklahoma Bankers Association
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OF KANSAS CITY
One Security Plaza 

Kansas: City, Kansas 661Ü 
Dial D ire ct-913-281-3165
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Farming 
has changed. . .
Never have so few.. .  produced 
so much, for so many, for so 
little! Today’s farmers are faced 
with more than their share of 
challenges. But their courage 
will prevail, as will their profes
sion. Our own state’s motto 
may be the encouragement 
needed for the farming com
munity of today. Ad astra per 
aspera. To the stars through 
difficulty. Hutchinson National 
Bank and Trust Company, and 
our correspondent bank team, 
is proud to be a part of this 
important and viable industry.

Dean LuAlan Dean
Johnson Willems Thibault

“ HuichmsoiTNational
bank and trust company

ONE POLARIS PLAZA. HUTCHINSON. KANSAS
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION
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At Regionals This Month

Automatic-Funds Transfer 
To Be Studied in Kansas

First Week
September 19 —  Region One —  
Lawrence —  Union Bldg.

September 20 —  Region Four —  
Wichita —  Wichita Hilton

September 21 —  Region Two — 
Chanute —  Neosho County Com
munity Junior College’s Administra
tion Bldg.

Second Week
September 26 —  Region Five — 
Colby —  Colby Community Col
lege’s Cultural Arts Center

Septem ber 27 —  Region Six —  
Dodge City —  Dodge City Commu
nity College’s Little Theater

September 28 —  Region Three —  
M anhattan —  K -State  U nion’s 
Forum Hall

U TOM ATIC T R A N SFE R S of 
funds will take the spotlight at 

the annual series of regional meetings 
of the Kansas Bankers Association this 
month. Beginning November 1, as the 
result of a Fed ruling, commercial 
banks will be able to transfer funds 
from customers’ savings accounts to 
their checking accounts to cover over
drafts on demand-deposit accounts or 
to maintain specified positive balances 
in checking accounts. The service will 
be optional for banks.

At the KBA regionals, Carl C. 
Nielsen, chairman, College of Busi
ness Administration, Wichita State 
University, will discuss, "Financial 
Planning for In terest on DDA- 
Automatic Transfers . . . and B e 
yond.” The session will present “the

bad news —  What’s It Going to Cost? 
—  and “the good news” —  “Survival: 
How You Can Protect Your Bottom 
Line.”

Under the bad news, these ques
tions will be answered: How much 
interest are banks going to be paying? 
How much OO and NSF income will 
banks lose with automatic transfers? 
How many accounts probably will con
vert to interest-bearing form or utilize 
automatic transfers from savings to 
checking? Delegates to the regionals 
will be shown how to estimate added 
costs for their banks for the first few 
years of interest-bearing checking ac
counts.

Under the good news, these ques
tions will be answered: What can banks 
do to offset added costs? What are

Regional Vice Presidents

NICHOLS OAKES

JELINEK
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some approaches to increasing reve
nues and cutting costs? Attending 
bankers will be shown some pricing 
strategies for automatic transfers, un
bundling and repricing services, asset 
allocation and maintaining “spreads.”

The automatic-transfer discussion 
will be held during the chief executive 
officers’ session, as will a talk on 
“Guaranteed Student Loans” by Dyce 
Bonham, Kansas Higher Education 
Assistance Foundation, which will be 
followed by a look at legislative and 
regulatory matters.

Other officers and supervisors will 
have a session on “Improving Supervi

sion Skills,” which will be presented 
by Kent Stickler, executive vice presi
dent, Financial Shares C orp., 
Chicago. Front-line sales people (tell
ers, new accounts, customer service) 
will hear about “The Bottom Line and 
the Changing Banking Environment” 
from Trish Faulkender, training direc
tor, Financial Shares.

During the first week of regionals — 
September 19-21 —  Arthur J. Holst, 
president, Promotivation, Inc., Peoria 
Heights, 111., will speak on “The Chal
lenge of a Banking Pro.” During the 
second week —  September 26-28 — 
humorist Charles Jarvin, San Marcos,

Tex., will tell how “Things Are More 
Like They Are Now Than They Ever 
W ere.”

Each regional will be opened with 
an agricultural key-banker luncheon at 
11:45 a.m., followed by registration at 
1:15 p.m. and general sessions from 
2-5 p.m. A social hour is planned for 
5 :15p.m. andabanquet at 6:30, except 
at the Wichita regional, which will 
hold its social hour at 5:45 and banquet 
at 7 o’clock.

R eg ion a l O ffic ers . Heading the 
KBA regions this year are: Region One, 
David A. Nichols, president, Tower 
State, Kansas City; Region Two, W. E. 
Oakes, president, State Exchange 
Bank, Yates Center; Region T hree, 
E lm er F. Heim an, president, 
Baileyville State; Region Four, Robert 
W. Asmann, senior vice president, 
Fourth National, W ichita; R egion  
Five, Jay L. Jelinek, president, Mun- 
den State; and Region Six, Howard K. 
Loomis, president, Peoples Bank, 
Pratt.

Mr. Nichols entered banking in 
1961 and joined his present bank in 
1965. He moved up to president in 
1972.

Mr. Oakes worked part time at First 
National, Wichita, from 1951 to 1955 
while attending college. He joined his 
present bank in 1958 and was pro
moted to president in 1969.

Mr. Heiman went into banking in 
1939 at Baileyville State and moved up 
to president in 1970. A photo of Mr. 
Heiman was not available.

Mr. Asmann’s entire banking career 
—  since 1955 —  has been spent at 
Fourth of Wichita, where he began as a 
management trainee. He becam e 
senior vice president/operations divi
sion in 1971.

Mr. Jelinek became a banker in 1946 
and became president of his bank in 
1965.

Mr. Loomis has spent his whole 
career, since 1963, with Peoples Bank, 
Pratt, where he became president in 
1967. • •

Federal-Funds Plan Initiated 
By Commercial Nat'l, KCK

KANSAS CITY, KAN. — Assurance 
of the highest rates available for federal 
funds is offered by Commercial Na
tional to its correspondent banks. 
Called F*F*R *A *N  (Federal-Funds- 
Rate Advantage Now), the new system 
is based on an electronic link with the 
nation’s major money market centers, 
enabling CNB officers to provide cus
tomers with the highest rate available 
at any center in the nation at the time 
of the call.

Calls may be made to Commercial

Municipal Bonds
f^ x c t u iiv e lu

ALL GENERAL MARKET BONDS

Your "Correspondent” for Municipal Bonds

¿ m m

Investment Bankers • Municipal Bonds 
ONE TWENTY SEVEN WEST TENTH

KANSAS CITY, MISSOURI 64105
(816) 221-4311
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Lauren Kingryand Terri

Check Guarantee I
• Lawrence
• Wichita
• Chanute
• Colby
• Dodge City
• Manhattan

Away we go to the KBA 
Regional Meetings

to show you the advantages of First’s 
Master Charge, VISA, and 

MONEYCARD
We hope to see you at the KBA 

Regional Meetings. We’d ap
preciate an opportunity to explain 
the advantages of MONEYCARD to 
you.

MONEYCARD is a combination of

a check guarantee card that may 
also be used to access an ATM sys
tem.

And there are several advan
tages to processing both Master 
Charge and VISA through First Na

tional Bank In Wichita.
One advantage is that your mer

chants can send all tickets in one 
batch. No sorting necessary.

We’re looking forward to talking it 
over at a KBA meeting.

FIRST !% I ¿k9mwmt p ik I a s  A  H&

First National Bank in Wichita
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National’s investm ent or co rre
spondent divisions between 9:30 a.m. 
and 2 p.m. Monday through Friday, 
excepting holidays. Late calls are sub
ject to money market conditions at the 
time of the call. Funds may be left 
without instructions and will receive 
maximum rate, with next-day confir
mation of the transaction. Interest is 
paid weekly, and customers are fur
nished detailed statements showing 
rates and amounts of daily business.

According to Senior Vice President 
Max Dickerson, correspondent divi
sion, the bank believes F*F*R *A *N  is 
the ultim ate service to provide 
maximum profitability from federal 
funds. He reports that Commercial 
National has had many requests for 
such a service, since many of its corre
spondent banks depend on federal 
funds for an income source.
■  THE OPERATIONS CENTER of 
Wichita’s Fourth National will be oc
cupied November 15. The renovation 
project, costing more than $1 million, 
will provide 60,000 square feet of space 
and will house the Kansas BankCard 
Center, Via debit-card program and all 
operating departments of the bank. 
The building, previously occupied by 
the J. C. Penney Co., is being com
pletely remodeled internally and ex
ternally. Following completion of the 
operations center project, the Fourth 
Financial Center will undergo a re
modeling program.

■  M IC H A EL T. R O SA LES has 
joined First National, Wichita, as as
sistant vice president/commercial 
lending. He formerly held manage
ment positions with the Kansas office 
of Minority Business Enterprise.

■  MERCHANTS NATIONAL, To
peka, has elected David J. Clark and 
Edward D. Marchant Jr. vice presi
dents, Joyce Binkley, James H. Mai 
and Thomas R. Pfannenstiel assistant 
vice presidents, Rosemary Strole, Ste
ven D. Reichle and Marguerite Slo
cum assistant cashiers and Maxine 
Seaman manager, Fifth and Jackson 
Facility. Miss Slocum also was made 
manager, White Lakes Facility.

■  THE FE D  has approved the appli

cation of First Hays Bancshares, Inc., 
Hays, to become a bank HC by ac
quiring First National, Hays. On com
pletion of the acquisition, the HC will 
control the 77th largest commercial 
bank in Kansas. First National has de
posits of $33.9 million.

■  APPROVAL has been given by the 
Fed of the application of First Kansas 
Bancorp., Leavenworth, to become a 
bank HC by acquiring First National, 
Leavenworth, which has deposits of 
$35.9 million. The acquisition will give 
the HC control of the 64th largest bank 
in Kansas.

■  IN D E P E N D E N C E  STATE has 
filed an amendment with the state 
banking department allowing for full 
trust powers.

■  BANK OF TH E SOUTHW EST, 
Dodge City, has filed an amendment 
with the state banking department al
lowing for limited trust powers.

■  S IL V E R  LAKE STATE has 
changed its name to Silver Lake Bank.

Reg Q
(Continued fro m  page 26)

ments, the bankers said they were ab
solutely convinced this would be the 
case if the universal reserve require
ments were to apply only to commer
cial banks.

Instead, Mr. Perkins suggested, the 
Fed should be authorized to establish 
reserve requirements on transaction 
accounts for all federally chartered fi
nancial institutions (including federal 
credit unions), state-chartered Fed 
members and state-chartered S&Ls 
that are members of the Federal Home 
Loan Bank Board.

Pricing of Fed services should be on 
a basis that takes into account the Fed’s 
real costs of providing services so that 
correspondent banks’ ability to com
pete with the Fed would not be un
fairly eroded, Mr. Perkins continued. 
Establishment of realistic prices on 
Fed services would allow fair and equal 
access to those services by all types of 
financial institutions.

The government relations council s

conclusion was that a simple but sub
stantial reduction of reserve require
ments in all likelihood would increase 
desirability of Fed membership.

Legislation proposed by the Fed 
would allow it to lower reserve re
quirements, establish universal re
serve requirements on transaction- 
account deposits, pay interest on re
quired reserves it holds and establish 
prices on Fed services.

By contrast, House Banking Com
m ittee Chairman Henry S. Reuss 
(D.,W is.) has introduced a counter
proposal, which would permit the Fed 
to pay out in interest on reserves no 
more than it takes in on fees for its 
services. The bill also would link the 
Fed’s discount rate inflexibly to that of 
92-day Treasury bills and would make 
specific required-reserve levels for 
Fed members a part of law.

At press time, additional proposals 
by both Representative Reuss and the 
Fed were being studied by the ABA.

Mr. Perkins told the House panel 
the Fed should not be deprived of 
flexibility in administering its discount 
rate and that specific reserve levels 
should not be incorporated in federal 
statutes. Only broad ranges of reserve 
levels should be included in such 
legislation, he said. • •

Two Appointments Announced 
By Bank of America 

SAN FR A N C ISC O  —  Bank of 
America has named Richard Puz 
executive vice president, world bank
ing division, where he heads adminis
trative services, and M errill Ring 
senior vice president and head of the 
research department, bank invest
ment securities division.

Mr. Puz headed credit administra
tion, world banking division, as a 
senior vice president before being 
named earlier this year to head global 
administrative services for the divi
sion. He joined BofA 19 years ago. On 
leave in 1972 and 1973, Mr. Puz was on 
the President’s Commission for Per
sonnel Interchange at the Commerce 
Department.

Mr. Ring, with the bank since 1964, 
has headed investment research in 
BISD  for six years and became a vice 
president in 1973.

*Federal*Funds*Rate*Advantage*Now
■ ■ ■  COMMERCIAL

PAT BALDWIN M EIS1 NATIONAL
M M  BANK

6th and Minnesota Ave. • Kansas City, Kansas 66101 • Member F.D.I.C

MAX DICKERSON
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southwest Kansas.
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MUNICIPAL BONDS
TAX EXEMPTION

The major attraction of state and municipal bonds is their exemp
tion from the federal income tax. \C ĥile income from corporate 
bonds, stocks and other securities is subject to federal income 
taxes, the interest on municipal bonds is all take-home free money. 
Municipal bonds are especially appreciated by not only investors 
in the higher income tax brackets but are appreciated by all in
vestors who want to save money.

It will be our pleasure to serve you and we ask that you give us a 
call or write us a note if you have the need for a good, sound in
vestment of this sort.

K. R. ADAMS, Chairman of Board 
JACK L. PERRY, President
NORMAN E. LEWIS, Vice-President, Secretary-Treasurer

ROBERT P. MILLER, Vice-President GARY E. GREER, Vice-President
DONALD R. McDo n a l d  

JACK C. DILLINGHAM 
TAMMY H ILES, Cashier 

RITA BUDDEM EYER, Assistant Cashier

PERRY, ADAMS & LEWIS SECURITIES, INC.
• 1012 B altim ore A v e ./  K an sas  City. M issouri 6 4 1 0 5

Investment Bankers Phone 816/221-4090
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Automatic Transfers Head List of Topics 
For Missouri Bankers’ Regional Meetings

AUTOMATIC transfers, blanket 
bonding programs, political ac

tion and the 1979 Missouri legislative 
program will be spotlighted at the 1978 
regional meetings of the Missouri 
Bankers Association, which begin Sep
tember 11 in Hannibal and conclude 
September 28 in Springfield.

MBA President Pat Lea will speak at 
all sessions, as will Wade Nash, MBA 
counsel, and Richard Mason, head of 
Missouri BankPAC. Mr. Lea is chair
man and president, First National, 
Sikeston.

Banquet speaker will be Robert E. 
Shepherd, psychologist and manage
ment consultant from Independence. 
His topic will be “Don’t Just Stand 
There —  Worry.”

The Region One meeting will be 
held September 11 at the Holiday Inn, 
Hannibal. Registration will begin at 
3:30 p.m., followed by a business ses
sion at 4:30, social hour at 6 and ban
quet at 7.

Region Two will meet September 25 
at the Trenton High School. Program 
hours will be the same as those for 
Region One.

Region Three will meet September 
26 at the Ramada Inn, St. Joseph. 
Registration will begin at 11 a.m., fol
lowed by a men’s luncheon at noon, 
the business session at 1:30, the social 
hour at 4:30 and the banquet at 6:30.

Region Four will meet September 
27 at the Radisson Muehlebach Hotel, 
Kansas City. Registration will begin at 
3:30 p.m., with the business session 
set for 4:30, the social hour at 6 and the 
banquet at 7.

Region Five will convene Sep
tember 12 at the Breckenridge Inn, 
Highway 40 at Lindbergh, St. Louis. 
The business session is set to begin at

3:30 p.m., followed by the social hour 
at 6 and the banquet at 7.

Region Six is set for September 13 at 
the Ramada Inn, Sikeston; Region 
Seven will meet Septem ber 28 at 
Howard Johnson’s in Springfield; and 
Region Eight will meet September 14 
at the Ramada Inn, Jefferson City. All 
three regionals will follow the Region 
One schedule.

J. W. Ballinger III, executive vice 
president, Bank of Cairo, is Region 
One vice president. He entered 
banking in 1974 at Bank of Cairo and 
has been executive vice president 
since January, 1975.

Region Two vice president is Larry 
Richards, president, Community 
Bank, Chillicothe. He entered bank
ing in 1963 at Bank of Gallatin and 
joined his present bank in 1975. He 
was named president in 1976.

Charles D. Maxwell, executive vice 
president, Farmers State, Cameron, is 
Region Three vice president. He en
tered banking in 1947 in Stanberry and 
joined his present bank in 1957. He has 
been executive vice president since 
1974.

Heading Region Four is Paul E. 
Warren, senior vice president, First 
National, Liberty. He entered banking

1978 Regional Meetings
Region 1 —  Sept. 11 —  Hannibal 
Region 2 —  Sept. 25 —  Trenton 
Region 3 —  Sept. 26 —  St. Joseph 
Region 4 —  Sept. 27 —  Kansas City 
Region 5 —  Sept. 12 —  St. Louis 
Region 6 —  Sept. 13 —  Sikeston 
Region 7 —  Sept. 28 —  Springfield 
Region 8 —  Sept. 14 —  Jefferson City

at First of Liberty in 1957 and has been 
senior vice president since 1975.

Robert E. Finley is vice president of 
Region Five. He is executive vice 
president and CEO, Colonial Bank, 
Des Peres, a title he has held since 
joining the bank in 1967. He entered 
banking in 1958 at St. Johns Bank, St. 
Louis County.

Region Six vice president is Doyle 
Horne, president, Missouri Delta 
Bank, Hayti. He entered banking in 
1955 at Cardwell State, served as a 
bank examiner from 1958 to 1970, 
joined Bank of Sikeston in 1971 and 
served as executive vice president 
until March of this year, when he 
moved to Missouri Delta as president.

Charles Spangler is vice president of 
Region Seven. He’s president of Au
rora Bank and Bank of Carthage. He 
entered banking at Aurora Bank in 
1953 while still in high school and 
moved to Bank of Carthage in May of 
this year.

Region E ight vice president is 
Waldo F. Mottaz, president, State 
Bank, Hallsville. He entered banking 
in 1940 at Bank of Wellsville, which he 
still serves as chairman. He became 
affiliated with his present bank in 1966 
at president. He is vice president, Lit
tle Dixie Chapter, BAI.

The following people are expected 
to be elected to regional offices at the 
meetings this month:

Region One: John R. Hancock, vice 
president and cashier, Monroe City 
Bank —  vice president; Glenn Miller, 
executive vice president and cashier, 
Canton State —  secretary.

Region Two: Ed Robertson, execu
tive vice president, United Missouri 
Bank, Brookfield —  vice president; 
Richard Miller, chairman and presi-
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TRY US
FOR YOUR NEXT 

ENVELOPE 
REQUIREMENT*

MISSOURI ENVELOPE CO.
10655 GATEWAY BLVD.

ST. LOUIS, MO. 63132 
Phone 314/994-1300

*Ask for our new Plastic Sizer® Template — 
Free with your first inquiry.

dent, Merchants & Farmers, Salisbury 
— secretary.

Region Three: Larry Ellington, vice 
president, Farmers Bank, Gower — 
vice president; Don Folks, vice chair
man, Farmers State, St. Joseph —  sec
retary.

Region Four: Thomas L. Palmer, 
vice president, Traders National, Kan
sas City —  vice president; James E. 
Sm ith, executive vice president, 
Union State, Clinton —  secretary.

Region Five: Merle M. Sanguinet, 
chairman and president, St. Louis 
County Bank, Clayton —  vice presi
dent; James Crismon, president, Iron-

PERSO N N EL PRO BLEM S?
WHETHER YOU ARE A PERSONNEL MANAGER 
LOOKING FOR AN OFFICER. . .
OR A BANKER WISHING TO RELOCATE

WE CAN HELP

P u t  this confidential and guaranteed 
service to your use today.

F I N A N C I A L
P L A C E M E N T S
a division of Bank News, Inc.
912 Baltimore, Kansas City, Mo. 64105 
816-421-7941 TOM CHENOWETH, Manager

Let United States Investor 
Show You How to Profit 
from the Stock Market...
This 16-page weekly guide to the stock market analyzes readers' 
portfolios, reports in detail on fast moving stocks, reviews money 
markets and features lively commentary on the economy and , 
what's being said on Wall Street. UNITED STATES INVESTOR1' 
has effectively served over 20,000 professional and private 
investors since 1930.

* Money back guarantee — If you are dissatisfied with UNITED STATES INVESTOR at *
* any time, you may cancel your subscription for a full refund on all unmailed issues. *

Subscribe today for concise, reliable "straight talk” about profitable investments.
Mail this coupon for your free issue.
UNITED STATES INVESTOR • ONE RIVER RD. •  COS COB, CONN. •  06807

Please send me:
( ) U.S.I. for 12 weeks

at $19.50
( ) U.S.I. for 52 weeks

at $78.00
( ) A sample issue

Name

Address

City State_______Zip

dale Bank —  secretary.
Region Six: R. T. Reed, executive 

vice president and cashier, First Bank 
of East Prairie —  vice president.

Region Seven: George R. Curry, 
president, Central Bank, Lebanon —  
vice president.

Region Eight: H. Duncan Edmis- 
ton, president, Rolla State —  vice 
president; Lanham L. Woods, presi
dent, Jonesburg State —  secre
tary. • •

R elo ca tio n  o f  O n e B a n k, 
E stablish m ent o f  A n o th er  
S o u gh t in W ellston

W ELLSTON —  Landmark Central 
Bank has asked the Missouri finance 
commissioner, Edgar Crist, for per
mission to move to Clayton, which, 
like Wellston, is a St. Louis suburb. 
The bank also has requested permis
sion to open a new bank in Wellston 
that would be called Landmark Bank of 
W ellston. I f  the Clayton move is 
granted, Landmark Central Bank will 
change its name to Landmark Bank of 
Clayton.

At hearings last month in Clayton 
and in Wellston, opposition to the pro
posed move was voiced by Darryl R. 
Francis as official spokesman for a 
group of Clayton banks. He formerly 
was president of the St. Louis Fed. 
The Association of Community Or
ganizations for Reform Now (ACORN) 
also appeared to protest the move. 
Richard Ratcliff, ACORN’s research 
coordinator, charged that, according to 
public records, Landmark Central 
Bank made no mortgage loans to 
Wellston residents last year and that 
the bulk of its home improvement 
loans were made to residents of the 
county’s affluent areas. Mr. Ratcliff 
also maintained that evidence showed 
that a smaller community bank would 
not serve Wellston’s financial needs 
any better than has Landmark Central.

Ralph G. Broeker, the bank’s senior 
vice president, told Mid-C ontinent

MISSOURI
DEPARTMENT OF REVENUE 

ANNOUNCES
COMPETITIVE BID PROCEDURES

The Department of Revenue will be investing 
all available funds under its control on a 
competitive basis. Banks in Missouri in
terested in bidding on these funds should 
submit their names and addresses to: Invest
ment Officer, Department of Revenue, P.O. 
Box 475, Jefferson City, MO 65101. De
tailed bid procedures will be provided to all 
responding banks.

122 MID-CONTINENT BANKER for September, 1978

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



B a n k e r  that the bank is drafting a 
reply to Mr. Ratcliff s charges and will 
send it to Commissioner Crist this 
month. He said there wasn’t enough 
time to answer the charges during the 
hearings. The commissioner has indi
cated he would rule on the two peti
tions —  one for the move and the other 
for a new bank —  within seven weeks 
of the hearings.

Mr. Broeker emphasized to M i d - 
C o n t i n e n t  B a n k e r  that the bank will 
not leave Wellston unless it’s allowed 
to open a new bank there.

According to Mr. Broeker, the bank 
wants to go to Clayton because its cus
tomer base is there, with 67% of the 
bank’s deposits coming from that area. 
The bank believes that it can serve a 
large metropolitan area better from 
Clayton than it can from Wellston, 
which is only four-tenths of a square 
mile in area.

What the bank proposes is to split its 
assets so that $20 million will go to its 
new Wellston bank and $80 million to 
the bank in Clayton. Mr. Broeker 
points out that the building housing 
the bank in Wellston is only 23 years 
old and that its drive-up facilities were 
opened just two years ago. The new 
bank would use the building and 
drive-up. In addition, the data pro
cessing firm that services all banks be
longing to Landmark Bancshares 
Corp. is headquartered in the 
Wellston bank and will remain there.

If the bank is allowed to move to 
Clayton, it will lease quarters in a 
colonial-style building at South 
Brentwood and Carondelet.

■  HORD HARDIN II, executive vice 
president, M anchester Bank, St. 
Louis, has been elected president, St. 
Louis Chapter, Robert Morris As
sociates. Other new officers are: vice 
president, Harold Uthoff, senior vice 
president, St. Louis Fed ; and 
secretary/treasurer, Donald B. 
Wehrmann, executive vice president, 
Mercantile Trust.

I  FIRST NATIONAL, Kansas City, 
has promoted Roy A. Paul and John M. 
Ericsson from assistant vice presidents

PAUL HARDIN

CAMARADERIE
That s a word you don’t hear too often these days. But, it's what the MBA

ar® f 11 about — comradeship and good fellowship. We 
f j ° 0klln8 forward to seeing our Missouri friends at the meetings to 

change ideas, share good fellowship. In other words, camaraderie!

MARKETING SEMINAR 78
The Missouri Bankers Association and the Illinois-Missouri Bank Marketing As
sociation jointly invite you to attend the 1978 MBA/BMA Marketing Seminar 
September 18 at the Cheshire Inn, St. Louis.
Seminar Highlights 
General Sessions

Keynote Speaker Dr. Donald McCoy, President, Communication Centers of
America

Some of the topics that will be discussed in rap sessions and workshops:
•  Marketing Communications — Myths and Realities
•  Automatic Transfer
•  Missing Signals
•  Positioning
•  The Media
•  Effective Use of Premiums
•  Misconceptions About Marketing
•  Video Production and the Bottom Line
•  Credit Unions

Our Mini-Bank provides 
drive-in and walk-up service 
at 9229 Natural Bridge (and 
coming soon a facility at 
3580 Woodson Rd.).
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to vice presidents, Fred Adams, James 
Hopkins and Paul Weeks to assistant 
vice presidents and Si P. Kendall, 
Gary A. Thompson, Judith A. Benja
min, Kathryn A. Webster, Ron H. Al
lison, Mark T. Massey and A. Abigail 
Woods to assistant cashiers.

■  MERCANTILE TRUST, St. Louis, 
has named these assistant vice presi
dents: Douglas C. Drawe and Thomas 
S. Lombardo. Lona L. Friedman was 
elected a trust officer and Paul H. Gar
rison, an assistant trust officer. William
H. Marvin was elected an assistant vice 
president, Mercantile Bancorp.

C all Us First 
(417) 624-1234

Arkansas, Kansas, Oklahoma 
or Missouri. . . 

for all correspondent services, 
we're the one.

■  R U S SE L  K A N STEIN ER  has 
joined First State, Union, as vice 
president and cashier. He formerly 
was senior vice president and cashier, 
First State, St. Charles, and has been 
in banking 30 years. The Union bank 
also promoted Sue Hellebusch to loan 
officer.

FIRST NATIONAL BANK
8.TRUST COMPANY OF JOPLIN

Fourth & Main / Joplin, Missouri 
Member First Community Bancorporation 

Member F.D.I.C.

JOHN W. RIDGEWAY 
AND ASSOCIATES

Banking Consultants 
and Auditors

Over 35 years experience in 
Banking, Examining, 

Supervision
Contact us for

Independent Audits 
Bank Appraisals 
Bank Sales Assistance 
Feasibility Surveys

P.0. Box 1242 
909 Missouri Boulevard 

Jefferson City, Mo. 65101 
314-635-6020

■  ST. L O U IS COUNTY BANK, 
Clayton, has elected Gerald P. Fagin 
assistant vice president. He had been 
data processing officer. The bank also 
named two trust officers: Gerald L. 
Wedemeier and James T. Dodds. Mr. 
Fagin joined the bank in 1962; Mr. 
Wedemeier, in 1974; and Mr. Dodds is 
a new addition, having previously 
been president, L ad ue-Innerbelt 
Bank.

■  COM M ERCE BANK, Kansas City, 
has announced these appointments: 
vice president/marketing, trust de
partment, David B. Anderson; assist
ant vice president, correspondent de
partment, Stephen E. Erdel; assistant 
vice presidents, retail banking, Alice 
Slepekis, and E. Wendell Williams; 
and senior trust officers, Thomas E. 
Weiford and George H. Wood. Mr. 
Erdel formerly was assistant vice 
president, Commerce Bank, Mexico.

George I. Baggott Dies
George I. Baggott, 68, 
retired pres, and CEO,
Manufacturers Bank,
St. Louis, died August 
18 after a long illness.
He entered banking in 
1933 at a small south
ern Illinois bank, spent 
some time with the St.
Louis Fed, first as an as
sistant examiner and 
then a senior exam
iner, then joined Man
ufacturers Bank as v.p. in 1952, became e.v.p. in 
1956, pres, in 1960 and ch. and CEO in 1964. He 
retired in 1976. His son, George M. Baggott, is 
v.p. of Manufacturers Bank.

H C s9 P ro p o sed  M erg er  
R ea ffirm ed  by F e d  
D esp ite  C h a llen ge

Com m erce Bancshares, Kansas 
City, and Manchester Financial Corp., 
St. Louis, took one more step toward 
their proposed merger August 16, 
when the Fed reaffirmed its decision to 
approve the merger.

The Fed originally approved the 
merger in June following an unprece
dented hearing last March in St. Louis, 
held by the Fed’s Board of Governors 
at the request of the Association of 
Community Organizations for Reform 
Now (ACORN), a St. Louis citizens- 
action group that opposes the merger 
under the new Community Reinvest
ment Act (CRA). This hearing was the 
first to be held under the new act, 
which yet is to be implemented. Ac
cording to ACORN, the merger would 
result in a reduction of service to the 
community around Manchester Bank, 
lead bank of Manchester Financial, 
and would have an adverse impact on 
community credit needs.

Another challenge to the merger 
came from William H. Kester, fi
nancial columnist, St. Louis Post- 
Dispatch. He based his opposition in 
large part on what he says was an un
equal offer to majority and minority 
shareholders of Commerce Bank of 
Mound City, St. Louis, by Commerce 
Bancshares, which purchased the 
Mound City bank in 1974.

On the basis of the reaffirmation by 
the Fed of its approval of the merger, 
M anchester Financial will ask its 
shareholders to vote on the proposal 
November 1.

Career Apparel
(Continued fro m  page 95)

bank. Employees are encouraged to 
mix and match their outfits so they all 
won’t wear the exact outfit on a given 
day. On Fridays, they can wear their 
own clothing, but many elect to stay 
with the career outfits.

The Unitog Careerlook people, who 
have their office across the street from 
the bank, were asked to make a presen
tation when the bank decided to take 
the career apparel route. The presen
tation was made to a committee of em
ployees, who made their recom 
mendations for outfits to the bank’s 
personnel department, which placed 
the order.

Periodic additions of garments are
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made to the wardrobes, a feature that 
makes them “open end” as far as 
wearability time is concerned, Mr. 
O’Connor said.

The bank’s m anagem ent is ex
tremely pleased with the career ap
parel effect, Mr. O’Connor said, be
cause it presents a coordinated appear
ance that’s not regimented in any way. 
The outfits are eye-pleasing and they 
have eliminated clashes that had oc
curred at times before the career ap
parel program was begun.

“Employees appreciate the outfits, 
too, he added. “They consider them 
to be a fine fringe benefit —  something 
they didn’t expect when they joined 
the staff. They realize that they’re 
wearing high-quality clothing that is 
costing them very little, due to the 
bank picking up part of the tab.”

New employees usually are outfitted 
by the time their probationary period 
is over —  which is 90 days, Mr. 
O’Connor said.

“Career apparel has enhanced the 
pleasing effect customers see when 
they gaze at the bank’s quarters,” Mr. 
O’Connor said. “Everything blends in 
harmoniously to make ours one of the 
most beautiful banking floors in Kansas 
City!” • •

EFT Association Plans Forum 
Sept. 24-26 in Washington

W ASH INGTON, D. C. —  The 
Electronic Funds Transfer Association 
will hold a forum here September 
24-26 to discuss the impact of current 
federal legislation on E F T  systems and 
service.

The forum, open to association 
members and guests on a first-come- 
first-served basis, will review current 
legislation and permit discussion be
tween congressional staffs responsible 
for E F T  legislation and conference 
delegates.

Taking part in the discussion will be 
Lewis Taffer, assistant counsel, U. S. 
Senate Subcommittee on Consumer 
Affairs, who will discuss the Riegle bill; 
Jam es McMahan, counsel, House 
Subcommittee on Consumer Affairs, 
who will talk about the Annunzio bill; 
and Philip Manuel, staff member, 
U. S. Senate Subcommittee on Per
manent Investigations, who will re
view the Computer-Security bill spon
sored by Senator Abraham Ribicoff 
(D.,Conn.).

The Communications Act of 1978 
will be reviewed by American Tele
phone & Telegraph Co. staff members.

FIRST NATIONAL BANK
St. Joseph, Missouri 64502 Telephone (816) 279-2721

Call: Benton O’Neal, Ed Boos, Bill Manring,
Dale Maudlin, Macon Dudley.

Affiliate of First Midwest Bancorp, Inc. Member F.D.I.C.
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From the Mid-Continent Area
A l a b a m a

Faunsdale Bank Closed
FAUNSDALE —  The Watkins 

Banking Co., by a vote of its direc
tors, was placed in the hands of Ken
neth R. McCartha, acting superin
tendent of banks for Alabama, July 
21. Mr. McCartha appointed the 
F D IC  receiver and liquidating 
agent.

On July 24, the FD IC  began pay
ing insured deposits. Virtually all the 
bank’s deposits, estim ated  at 
$1,276,000, either were insured or 
within the $40,000 FD IC  maximum, 
according to the FD IC . The bank 
had about 492 depositors.

■  FIRST NATIONAL, Birmingham, 
has promoted C. Dowd Ritter from 
vice president to senior vice president 
and Michael G. Gyurko from vice 
president and comptroller to senior 
vice president and comptroller. Mr. 
Ritter joined First National’s training 
program in 1969. He was made head of 
the branch administration department 
this year. Mr. Gyurko joined Alabama 
Bancorp, in 1974 and had been vice 
president and comptroller since 1976.

■  W. ROSS WRIGHT, formerly re
gional auditor, F irst Alabama 
Bancshares, Montgomery, has been 
named assistant vice president and au
ditor, with expanded responsibilities. 
Bryan Poole has been elected credit 
officer, corporate loan department. 
Mr. Wright went to First Alabama in 
1967 and Mrs. Poole, in 1976.

■  FR ED  L. CAVER became presi
dent, CEO and a director, Eastern 
Shore National, Daphne, August 31. 
He has been a banker 18 years.

■  COMMERCIAL NATIONAL, Lit
tle Rock, has elected C. Randolph 
Warner Jr. to its board. He is presi
dent, Fairfield Communities, Inc., 
Little Rock. He also is a partner in the 
law firm of Warner and Smith, Fort 
Smith.

■  UNION BANK, Benton, plans to 
relocate its Bryant Branch this year. It 
will be moved from Reynolds Road in 
downtown Bryant to the southwestern

corner of Reynolds Road and Interstate 
30. Its new location will be in Union 
Plaza, a 15,000-square-foot shopping 
center and office complex. The branch 
will have quarters more than double 
the size of its present building, plus 
four drive-up lanes and a 24-hour 
ATM.

■  LARRY C. W HITLEY has joined 
Elk Horn Bank, Arkadelphia, as presi
dent. He formerly was president and 
trust officer, First National, Warren. 
In other action, Elk Horn Bank has 
opened what it says is Clark County’s 
first full-service branch at 26th and 
Pine in Arkadelphia. Called the West 
Pine Branch, it is managed by Johnny 
McAnally and has three drive-up sta
tions and a community room.

I l l i n o i s
■  JOHN J. CROTTY JR. has joined 
Drovers Bank, Chicago, as senior vice 
president in charge of the corre
spondent banking division. He was 
vice president, correspondent banking 
division, LaSalle National, Chicago, 
serving banks throughout Chicago and 
the Midwest. Before that, Mr. Crotty 
serviced correspondent and corporate 
accounts for nine years at Chicago’s 
National Boulevard Bank.

■  DuQUOIN STATE last month un
veiled its completed expansion and 
remodeling project, which included a 
4,200-square-foot addition on the west 
and south sides of the building and the 
addition of about 1,000 square feet of 
space on the mezzanine floor. All re
ceiving, paying and discount tellers 
stations were relocated and enlarged. 
All ceilings were lowered approxi
mately eight feet, and an integrated 
heating/cooling system was installed. 
The building’s interior was rede
signed, and new lobby and office fur

This is architect's sketch of remodeled and ex
panded quarters of DuQuoin State.

nishings were installed. The program 
gave the bank four new eye-level visual 
drive-up kiosks. Two two-story com
mercial structures were razed for the 
expansion project. Bank Building 
Corp., St. Louis, was prime contractor 
and architect.

■  NATIONAL BO U LEV A R D  
BANK, Chicago, has elected Mark H. 
Fromm assistant vice president, mar
keting department, and William W. 
Reynolds bond officer. Both men 
joined the bank late in July. Mr. 
Fromm was a vice president, salesman 
and trader, George H. Elliott Co. Mr. 
Reynolds now is a salesman in munici
pal bonds and government securities 
for National Boulevard. He also is re
sponsible for portfolio management for 
correspondent banks. He has 20 years’ 
experience in sales and before going to 
National Boulevard, was at another 
Chicago bank, where he sold munici
pal and government securities to cor
respondent banks.

■  JA M ES V. B O W E R S becam e 
president, First State, Rockford, Au
gust 1. He had been president, Com
munity Bank, Beloit, Wis., since 1974.

■  M ICH AEL D. TRA VELSTEAD 
has been named president, First Na
tional, Tuscola, effective August 7. He 
formerly was vice president, Univer
sity Bank, Carbondale.

■  NORMAN C. P E T E R SO N  has 
been named administrative vice presi
dent, Illinois Bankers Association, 
Chicago, and Donald X. Murray was 
made vice president and general coun
sel. Mr. Peterson formerly was IBA 
assistant secretary. Mr. Murray was 
general counsel.

■  JOHN J. POSH has joined Bunce
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The Illinois Team 
of the Harris Bank.

Jim Hill

Russ Holdych

Phil Fazio

Lew Brown

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.

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 Banker!

¡5^1 HARRIS 
¡(jyg BANK.

Harris Trust and Savings Bank, 111 W. Monroe St., Chicago, IL. 60690. Member F.D.I.C., Federal Reserve System. 
MID-CONTINENT BANKER for September, 1978 127

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



Corp., St. Louis, as contract manager, 
northern Illinois, including Chicago, 
and southern Wisconsin. Mr. Posh was 
regional manager in M ilwaukee, 
bank/systems division, Diebold, Inc., 
Canton, O.

■  LOUIS E. RIEG ER has been made 
chairman em eritus, Old Orchard 
Bank, Skokie. He was a founding di
rector and officer in charge of the 
bank’s organization and was director 
and president from 1957 to 1975, 
chairman from 1973 to 1976 and direc
tor and consultant from 1976 to last 
April 15. He was a founding director 
and CEO, Sheridan Bank, Peoria, and 
now is president, Bank of Illinois, 
Normal. Harold R. Pehlke, president, 
Old Orchard Bank, presented Mr. 
Rieger with a certified resolution rec
ognizing his services to the bank and an 
engraved silver platter and portrait. 
The latter is displayed in the bank s 
boardroom.

■  M. J. MARTY JR. has succeeded 
Harry H. Hans as chairman, First Na
tional, McHenry. Mr. Hans resigned 
for personal reasons, but remains on 
the board. Mr. Marty is president, 
Chicago Manufacturing Co. Ronald L. 
Graves, formerly executive vice presi
dent, Riverside National, has joined 
the M cH enry bank as president. 
William J. Busse Jr. was made execu
tive vice president of F irst of 
McHenry, going from First National, 
Mount Prospect State, where he was 
investment officer. Messrs. Graves 
and Busse also were elected bank di
rectors, as was Marian H. Busse, vice 
chairman, Mount Prospect State. In 
other action at McHenry, Guenter O. 
Scheel was promoted to assistant vice 
president, loan department. He joined 
First National in 1971.

I n d i a n a
■  JE N E  R. L IN D S E Y , form erly 
executive vice president, Etna Bank, 
Etna Green, has moved up to presi
dent, succeeding Avis Iden Mason, 
who became chairman. Mr. Lindsey is 
chief trust officer and a director of the 
bank. Anna M. Lindsey, daughter of 
Mrs. Mason, has been elected a vice 
president and director. Also elected to 
the board were Jack I. Hamlin, Robert 
R. Knepper Jr., William Fackler and 
Dennis Schori. Mr. Hamlin lives in 
Annandale, Va.; Mr. Knepper, in 
Madison, Wis.; Mr. Fackler is presi
dent, Poulson Ford, Inc., Etna Green; 
and Mr. Schori is cashier and secretary 
to the board of Etna Bank. The bank 
was opened in 1900 by its first presi
dent, Seth B. Iden, father of Avis Iden

Mason, Vice President Amy I. Knep
per and Althea I . Hamlin, a bank direc
tor.

■  N EIL AILES resigned September 
1 as senior vice president, Northern 
Indiana Bank, Valparaiso, because of 
health reasons. He joined the bank in 
1956 and had been senior vice presi
dent since 1974. He was honored at 
several bank functions before leaving.

■  JAMES E. PETERSON has moved 
up from investment officer to vice 
president and investment officer at 
Lafayette National, which he joined in 
1967.

■  GORDON JOHNSON, director, 
adm inistrative services division, 
Peoples Trust Bank, Fort Wayne, has 
been named senior vice president. He 
joined the bank in 1971. In other ac
tion, the bank promoted Madelyn 
Taylor from accounting officer to as
sistant vice president. She has been 
there since 1972.

K e n t u c k y
■  FRANK J. GITSCH IER has been 
named security director, Liberty Na
tional, Louisville. He recently retired 
from the Federal Bureau of Investiga
tion after 23 years’ service in New York 
and Kentucky. He was a football coach 
at the U niversity of Louisville, 
1950-53.
■  J. THOMAS Z ETT EL has been 
named vice president and regional 
manager, branch division, First Na
tional, Louisville. He had been senior 
banking officer. Douglas J. Wright was 
made associate bank investment officer 
at the bank’s affiliate, First Kentucky 
Trust, Louisville. Margaret L. Eggin- 
ton was made counsel for First Ken
tucky National Corp. She is the HC s 
first woman counsel.

■  MICHAEL N. HARRELD, senior 
vice president, C itizens Fidelity, 
Louisville, has been named manager, 
correspondent banking division. He 
succeeds Robert A. Aldridge, who 
resigned to join another bank. Mr. 
Harreld most recently was marketing

HARRELD REINHARDT

director of the bank, which he joined in 
1969. In other action in Citizens 
Fidelity’s correspondent department, 
Kendall S. Reinhardt was promoted 
from assistant vice president to vice 
president.

■  PAYTON F. ADAMS, president, 
General Telephone Co. of Kentucky, 
has been elected  to the board of 
Lexington’s First Security National. 
He replaces E. L. Buddy Langley, 
who recently was promoted by the 
telephone company.

L o u i s i a n a
New Whitney Nat'l Branch

>wmÊÊÊÊÊm

• i r B B l t i l
JUflpSSil

This is the Read Boulevard Branch of New Or
leans' Whitney Nat'l. The two-story concrete and 
steel structure has a multi-lane drive-up facility 
that currently has four lanes in operation and 
four units available for future use. The interior, 
like the exterior, is contemporary in design and 
decoration. Although the branch is modern in 
every respect, it has the outdoor Whitney clock, a 
New Orleans tradition. The four-faced timepiece 
was placed on a wrought-iron pylon at the prop
erty's sidewalk edge.

■  M. WAYNE McVADON has joined 
American Bank, Baton Rouge, as vice 
president and marketing director. He 
formerly was with another bank in 
Baton Rouge. Mr. McVadon is a fac
ulty member of the Louisiana Banking 
School for Supervisory Training at the 
University of Southwestern Louisiana, 
Lafayette, and a member of the board 
of advisers of the Graduate Institute of 
Bank Marketing, sponsored jointly by 
the University of Southern California 
and Louisiana State University.

■  W A LTER B. STUART III , im 
mediate past president, Louisiana 
Bankers A ssociation, has jo ined

McVADON STUART
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American Bank, Lafayette, as presi
dent and CEO. He formerly was vice 
chairman, First Commerce Corp. and 
First National Bank of Commerce, 
New Orleans. At American Bank, John 
B. Hutchison retired as president and 
chairm an August 11. His post of 
chairman was taken by J. J. Burdin Sr., 
M.D. Both Mr. Hutchison and Dr. 
Burdin were founding directors of the 
bank. Mr. Hutchison remains on the 
bank’s board.

■  FIR ST GUARANTY BANK, Ham
mond, has promoted Parker C. Ga
briel to executive vice president, 
banking division, and Anil C. Patel to 
executive vice president, administra
tion division. Richard E. Brown was 
made vice president and trust officer 
and John C. Adams, trust officer.

H IAN ARNOF has joined First Na
tional Bank of Commerce, New Or
leans, as executive vice president and 
chief financial officer and First Com
merce Corp. as treasurer. He was a 
senior executive, First Tennessee Na
tional, Memphis. In other action at 
First NBC, Vernon P. Grundmann, 
Harvey A. Timberlake and Donald B. 
Vallee were promoted to vice presi
dents and Charles D. Catlett, William 
B. Dudoussat Jr., Ricardo B. Kawas, 
Arthemise B. Luke, Lawrence J. Mil
ler and Andrew T. Whitley to assistant 
vice presidents.

■  CITIZENS NATIONAL, Colum
bus, held its grand opening August 
24-25, with ribbon cutting and other 
festivities. The new bank is located in a 
leased building called Court Square 
Towers in the city’s downtown section. 
The bank has eight teller stations and 
two drive-up windows. William Aston 
Covington is president, and Ronald L. 
Good is vice president and cashier. 
Mr. Covington entered banking in 
1958 at Jackson-Hinds Bank (now Mis
sissippi Bank) in Jackson. He also has 
been with two other Mississippi banks 
—  Bank of Hazlehurst and Bank of the 
South, Crystal Springs. He was presi
dent and cashier of the latter until last 
November, when he began to set up 
the new Columbus bank. He also 
served with Planters Bank, Hop
kinsville, Ky.  ̂ during his career. Mr. 
Good had spent his entire career — 
since 1963 —  with the Hopkinsville 
bank before joining Citizens National. 
Most recently, he was vice president 
and cashier and had charge of the oper
ations division and personnel function

at Planters Bank. The new bank has 
capital and surplus of $625,000 each.

■  FIR ST NATIONAL and its HC, 
F irst Capital Corp., Jackson, has 
elected  these advisory directors: 
Ruben V. Anderson, Hinds County 
Court judge; G. D. “Sonny” Fountain, 
owner, Fountain E lectric Co. and 
Fountain Fixture & Supply Co.; Nor
man B. Gillis Jr., a McComb attorney 
and real estate developer; and William 
Neville III, president of two men’s 
stores, Rogue, Ltd., Jackson, and 
Rogue & Co., Memphis.

New Mexico
■  SECURITY NATIONAL, Roswell, 
has promoted George M. “Corky” 
Fernandez to vice president. He 
joined the bank in 1975 and is agricul
ture officer in the commercial loan de
partment.

■  FIRST NATIONAL, Santa Fe, has 
promoted Glenna Jarvis and Fred W. 
Reynolds to vice presidents and trust 
officers, Cindy Perez to assistant vice 
president and assistant trust officer and 
Renee Duran to assistant branch man
ager. In addition, Phyllis I. Crist has 
joined the bank as assistant vice presi
dent and trust officer. She has been 
practicing law since 1975 and had been 
with a Santa Fe law firm. Miss Jarvis 
and Mr. Reynolds formerly were as
sistant vice presidents and trust offi
cers, and Miss Perez was an assistant 
trust officer. Miss Duran, head teller, 
Main Office, now supervises the lobby 
and tellers there.

■  FIRST NATIONAL of Lea County, 
Hobbs, plans to open a branch in 
Eunice in December. The full-service 
office will have a drive-up window, 
three teller stations, safe deposit boxes 
and night depository.

Oklahoma
■  RANK OF OKLAHOMA, Tulsa, 
has elected Len Duren and Larry D. 
Sweet assistant vice presidents. Mr. 
Duren, regional department, joined 
BOK last April after eight years’ bank
ing experience in Tennessee and Ken
tucky. Mr. Sweet has just joined the 
energy department after four years 
with Atlantic Richfield Co. and two 
years with Houston’s First City Na
tional.

I  BEN R. BYERS has been promoted 
to vice president, Liberty National, 
Oklahoma City, and Raymond R. 
Burch has joined the bank as assistant

vice president. Mr. Byers, with the 
bank since 1972, is manager, corporate 
trust and employee benefit plan ad
ministration department. Mr. Burch 
formerly was with Citizens Commer
cial & Savings Bank, Flint, Mich.

■  F IR S T  NATIONAL, Oklahoma 
City, has elected two vice presidents, 
Jerry Baskin and Kenneth E. Schuer- 
man, and an assistant vice president, 
Rodney D. Stell. Mr. Baskin has been 
with the bank 16 years. Mr. Schuer- 
man, savings department, formerly 
was with American First Title & Trust 
Co., a subsidiary of First Oklahoma 
Bancorp. Mr. Stell, municipal bonds, 
had been with Thomson McKinnon as 
a salesman.

I  FID ELITY  BANK, Oklahoma City, 
has elected Richard Gallman and Gary 
Spence assistant vice presidents. Mr. 
Gallman joined the bank July 1 as a 
marketing dfficer, going from Ok
lahoma Publishing Co., where he was a 
marketing representative. Mr. Spence 
also was named financial planning di
rector. He served in the same capacity 
at Bank of Oklahoma, Tulsa.

I  LARRY WATSON has joined  
Bartlesville’s First National as trust in
vestment officer. For the past 10 years, 
he specialized in stocks and fixed- 
income securities at Merrill Lynch, 
Pierce, Fenner & Smith, Oklahoma 
City. Felix Roquemore has been pro
moted to assistant trust officer and 
manager/home sale division at First 
National.

I  DOUG CARTER has been named 
personal lending officer at F&M Bank, 
Tulsa. Karen Smith was elected opera-

Here's Liberty!

Ed McMahon (I.) of the "Tonight" show is pic
tured with two officers of Oklahoma City's Lib
erty Nat'l, for which Mr. McMahon is the new TV 
spokesman. In the photo are Marketing Officer 
Linda Moore and W illis  J . W heat, s.v .p ./  
marketing. A series of 30-second commercials 
has been videotaped in Hollywood, and they 
highlight the professionals of Liberty Nat'I's 
commercial banking department. The picture 
w as taken during a taping session.

MID-CONTINENT BANKER for September, 1978 129

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



tions officer/central information files, 
and Mary Alice Smith was named per
sonal lending officer/operations. Mr. 
Carter and Karen Smith joined the 
bank in 1976 and Mary Alice Smith, in 
1960.

■  H ERSH EL SCHWARTZ has been 
promoted to senior vice president/ 
commercial loans, United Oklahoma 
Bank, Oklahoma City. He joined the 
bank 25 years ago. Marsha J. Henry, 
who recently joined the bank, has been 
promoted to vice president. She has 
charge of the investment department. 
She formerly was a bond investment 
officer, Northern Trust, Chicago, and 
Sun First National, Orlando, Fla. In 
other action at United Oklahoma, 
A. Thomas Loy and Bob Westerman 
were promoted to assistant vice presi
dents.

■  DAVID W. N EW ELL has joined 
Jackson’s First National as executive 
vice president, director and member 
of the executive committee. He for
merly was senior vice president and 
manager/regional and international di
visions, Citizens Fidelity, Louisville. 
Mr. Newell is the son of W. E . 
Newell, who was chairman, First Na
tional of Sullivan County, Kingsport, 
at the time of his death last December. 
Before going to Citizens Fidelity, the 
younger Mr. Newell was with North 
Carolina National, Charlotte, from 
1967 to 1974. He also taught night 
school for five years at Central Pied
mont Community College, Charlotte. 
The subjects were related to business 
and finance.

NEWELL CLARKE

■  E. B. “P E T E ” CLARKE, executive 
vice president, Nashville CityBank, 
has been named head of its marketing 
and correspondent division. He for
merly had charge of the lending divi
sion and has 31 years’ banking experi
ence. J. Richard Chambers has moved 
up from.senior vice president to execu-

130

tive vice president and has assumed 
responsibility for commercial lending, 
loan administration and branch opera
tions.

■  TH IRD  NATIONAL, Nashville, 
has promoted the following: to vice 
presidents and trust officers from trust 
officers, Calvin W. Fite Jr. and Earl 
W. Hagler; to vice presidents from as
sistant vice presidents, J. Allen Ken
nedy, Bobby T. Logue and Timothy 
W. Wagner; to assistant vice president 
from investm ent officer, Jack C. 
Herndon Jr.; to assistant vice presi
dent from commercial officer, Barbara 
S. Malone; to assistant vice president 
from commercial officer, Ruth G. 
Mitchell; and to trust officer from as
sistant trust officer, Joseph K. Presley. 
James A. Ives, who joined Third Na
tional in June as systems development 
director, has been named a vice presi
dent.

COBBLE

■  PAUL R. C O B B L E  has joined 
Commerce Union Bank, Nashville, as 
a senior vice president and manager, 
correspondent banking department. 
He reports directly to Executive Vice 
President Jerre R. Haskew, who also is 
responsible for Tennessee Valley Ban
corp.’s planning, human resources 
and management-trainee programs. 
Charles Ozier continues as associate 
manager, correspondent banking. Mr. 
Cobble formerly was executive vice 
president, Commerce Union Bank, 
Chattanooga, also an affiliate of TVB. 
He also was manager, correspondent 
banking department, at the former 
Hamilton National, Chattanooga.

THOMPSON

■  JACK T. THOMPSON, regional/ 
correspondent banking, First City Na
tional, Houston, has been elected an 
assistant vice president. The bank 
elected David W. Howe and Robert 
D. Wagner Jr. vice presidents. Both 
recently joined the bank. Other new 
assistant vice presidents are: Michael 
P. Adkins, Kenneth Cordova, Milton 
D. Hall, Barry J. Macklin, James C.

Thomas, Alfred F. Woodson Jr., Law
rence S. Spooner, Latrell A. Bellard 
Jr. and John Phillips. Mr. Spooner and 
Mr. Phillips also are trust officers.

■  J. HARLON IZARD has been pro
moted to assistant vice president, Bank 
of the Southwest, Houston, which he 
joined in 1951.

■  C. BARRY BROWN has moved up 
from vice president to senior vice 
president and executive committee 
member, Republic National, Dallas. 
He joined the bank in 1969 and since 
1974 has been manager, special loans 
division, a post he continues to hold. 
He also manages the loan review divi
sion. He is a CPA.

■  M ER C A N TILE NATIONAL, 
Dallas, has reached an agreement in 
principle with the Hunt interests to 
take part in a joint-venture construc
tion of an office-building complex in 
downtown Dallas on land presently 
owned by N. B. and W. H. Hunt. The 
complex would be called Mercantile 
Plaza. Completion is set for 1981. 
However, Mercantile National’s pri
mary banking facilities will remain at 
their present location, and specific 
banking functions to be located in the 
new complex have not been deter
mined.

■  TEXAS BANK, Beaum ont, has 
elected Rupert Leon Hamilton senior 
vice president, cashier and secretary to 
the board. He formerly was with First 
National, Lancaster.

■  FIRST NATIONAL, Longview, has 
announced plans for a three-phase 
renovation program. F irst, an 
anodized aluminum and glass canopy 
will be erected  around the main 
building. Next, the parking garage will 
be completely refaced. Then, the main 
building’s interior will be extensively 
remodeled. Completion is scheduled 
for this year-end.

■  GERALD A. KELLER , chief oper
ations officer, Citizens National, San 
Antonio, has been elected senior vice 
president and cashier. He went there 
in 1968. Dexter D. Babcock Jr., with 
Citizens National since 1971, has beenMarlar, Randall B. Pettit, Donald E.
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CAN YOU BANK ON YOUR 
CORRESPONDENT’S

INVESTMENT KNOWLEDGE AND EXPERIENCE?
COMPARE OURS!

BANK ON
SALES AND UNDERWRITING

15 years 6  years 25  years 21 years

BANK ON BANK ON
INVESTMENT OPERATIONS FEDERAL FUNDS

12 years 10 years 3  years 6  years

U.S. TREASURY BILLS, NOTES AND BONDS 
GOVERNMENT AGENCY BONDS 

TAX EXEMPT BONDS 
FEDERAL FUNDS 

SAFEKEEPING OF SECURITIES 
BOND PORTFOLIO ANALYSIS AND ACCOUNTING 

WEEKLY MARKET REPORT

BANK ON OUR 
INVESTMENT DEPARTMENT

M EM PHIS BANK 
© ’ TRUST

Incoming WATS Tennessee 1-800-582-6277 Other states 1-800-238-7477
Direct Line 1-901-529-3361
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promoted to vice president. He is op
erations manager.

■  ROBERT E. CHENOWETH has 
been named assistant vice president, 
commercial lending, Capital National, 
Houston. He was a commercial bank
ing officer with another Houston bank.

■  FRANK D. ARNOLD of Santa Fe, 
N. M ., has joined Plains National, 
Lubbock, as senior vice president. He 
is a third-generation banker and 
rancher.

Planning/Budgeting Conference 
To Be Held Oct. 16 in Dallas

DALLAS —  The third annual bank 
planning and budgeting conference 
will be held October 16 at the Fair
mont Hotel here by the Foundation of 
the Southwestern Graduate School of 
Banking. William S. Townsend, the 
school’s director, is conference direc
tor.

The program will feature discussions 
and talks on “Profit Planning and the 
Budgeting P ro cess ,” “ Business- 
Condition Outlook in 1979,” “Finan
cial Markets in 1979,” “Strategies in 
Bank Asset-Liability Management in 
1979” and “Analyzing Your Bank’s 
Performance.”

\ COMMUNICATIONS \ ) MANAGER (
(  Marketing Services Communica- \ 
/ tions Manager wanted for large mid- (  
j  western financial institution. Must ^ 
\ be familiar with marketing disci- \ 
/ plines of sales promotion, merchan- \ 
j  dising, advertising, direct mail, ^ 
\ public relations and internal com- \ 
f  munications. Must have proven f  
j  writing ability. Above all, must be ^ 
\ innovative, resourceful and able to \ 
/ provide leadership to outside agen- f  
j  des and to subordinate involved in ^ 
\ implementing marketing functions. \ 
/  Must be familiar with budgeting f  
j  systems. Financial experience de- J 
\ sirable but not necessary. A \ 
/ minimum of 5 years experience in f  
j  sales promotion, public relations or ^ 
\ advertising necessary. Will report to \ 
}  Marketing Director. Send resume f 
\  and salary requirements to: ^

J  BOX 8 9 -M  (
\ c /o  M ID C O N T IN E N T  BANKER J
(  4 0 8  O LIVE  STR EET ;
/  ST. L O U IS , MO 6 3 1 0 2  /

Equal Opportunity Employer M/F

Consumer-Compliance Workshop 
Scheduled November 19-22

DALLAS —  The ABA will hold a 
consumer-compliance workshop at the 
Fairm ont H otel here Novem ber 
19-22. It will be designed to help 
bankers comply with the growing 
number of consumer regulations.

The three-day session will review 
requirements of consumer laws and 
compliance-examination procedures, 
with special em phasis on the 
Truth-in-Lending, E qual-C redit- 
Opportunity and Fair-Housing acts. 
The format will be instructional with 
support coming from consum er- 
compliance examiners and regional 
consumer specialists from the Office of 
the Comptroller of the Currency, plus 
representatives of the Fed and FD IC.
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PRODUCTDEVELOPM ENT 
MANAGER

Product Development Manager 
needed for large midwestern com
mercial bank. Must have 3-5 years 
of commercial banking experience. 
Will be responsible for analyzing 
situations and developing recom
mendations for new or revised prod
ucts and services for banking mar
kets. Should know and understand 
commercial/wholesale banking con
cepts. Must have leadership ability 
to effectively function in a project 
team environment, interfacing with 
peers and superiors. Needs to know 
how to develop cost/benefit analyses 
and to effectively use marketing dis
ciplines of conceptualizing new 
products, packaging, promotion; 
and to be able to develop effective 
pricing strategies. Should have 
familiarity with marketing research 
techniques and will supervise this 
function. Reports to marketing di
rector. Send resume and full salary 
requirements to:

BOX 9 0 -M
c /o  M ID C O N T IN E N T  BANKER  

4 0 8  O LIVE  STREET  
ST. L O U IS , MO 6 3 1 0 2

Equal Opportunity Employer M/F
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A  correspondent bank 
should give you more 

than just a
correspondent banker.

Wfedo.
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 syster 
for getting work done— 
reliably and accurately. And 
our computer specialists 
offer counsel and advice in 
all phases of EDP systems.

Our capacity 
for overline lending, 
based on our sizable 
assets, allows you 
opportunity to make 

larger loans than you otherwise might.
We sponsor timely seminars where 

you and other top management of 
your bank meet with the top 
management of our bank 
to exchange ideas and 
share expertise. These 
seminars also serve to 
keep you up-to-date on 
developments in our industry.

Of course, your correspondent 
banker is always available for 

individual consultation. He’s the 
key to our relationship and the 
person we depend on to make 
fast decisions on our behalf. 
He’s the one you can depend 
on, too, when you want to get 
more from your correspondent 
bank. He can help you plan 
for your bank’s future and for 
our future together.

If you’re not already seeing 
a First National Bank in St. Louis 
correspondent banker, just call 

_  ^  Chuck Betz at (314) 342-6386. He’ll 
make sure you get a correspondent banker...  
and a whole lot more.

First National Bank in St.Louis
A First Union Bank Member FDIC
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