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Brandi 936 can so rt count totalize 
and deliver up to 600 coins per minute
Operator-set automatic bag stops assure 
greater speed, accuracy, and efficiency.
Money is t im e . . .  wasted time, especially when 
it comes to coin sorting and counting-* Now  
Brandt brings you new time-saving accuracy 
and reliability with Automatic Bag Stops.
The operator can set the exact amount of coins 
to be delivered to each bag and go about other 
duties. When the Brandt 936 sorter/counter 
reaches the pre-set quantity, it stops automati
cally for quick bag replacement.
For quick money monitoring, the Brandt 936’s 
memory retains an accumulative total. And the 
electronic readout gives your teller batch and 
accumulative totals.
Ease of operation is just one PLUS with the 936. 
A n o th er is fle x ib ility . C hoose an optiona l 
printer to record totals and further free up your 
teller talent for other tasks.

Brandt has designed the 936 to be as attractive 
as it is functional. D istinctively styled and 
finished in a soft Desert Tan color, it will 
enhance any area in your bank.
Make coin sorting and counting more produc
tive, less costly, than ever before. Don’t let your 
tellers stand holding the bag!
Call your nearby Brandt Representative for full 
details on the Brandt Model 936 Sorter/Counter. 
He’s in the Yellow Pages under “Coin and Bill 
Countlng/Wrapping Machines”.

Brandt.
SINCE 1890

Brandt, Inc. Watertown, W l 53094 
Brandt® Cashier® Countess®
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Model 570 Electronic Cashier 
100% accurate  coin delivery, new  
simplified keyboard and visual 
audit display for instant verification.

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

Model 936 Coin 
Sorter/Counter 

Counts, sorts and totals 
up to 600 coins per 

minute, automatically 
delivers preset amounts 

to each bag.

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 V 
Automatic Coin Wrapper 
Economical coin wrapping system 
that’s small, lightweight and simple 
to operate.

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 customer services. 
They are the real sales people . . .  if you train them 
and give them time to sell.
Brandt money processing systems 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 
customers happy.
Up front or back in the money room, Brandt 
equipment is quietly at work helping to build a better 
profit p icture for you. Each piece of Brandt 
equipment, whether it is a sorter/counter, cashier, 
currency processor or automatic coin wrapper it’s 
designed to fit into a Brandt System. You may start 
with a coin wrapper or a cashier, but as you add 
equipment modules, it’s good to know that there’s a 
master plan to Brandt Systems. Every piece of 
equipment is compatible with the next.

But equipment is only half of the Brandt story. The 
other half is a service network that stretches  
nationwide with 130 service branches with Brandt 
trained servicemen backed by a ready supply of 
service and replacement parts.
Call your Brandt Representative for the full story 
this week. When it comes to Bigger Bottom Line 
Profits, come to Brandt for money processing 
answers.

Brandi,
SINCE 1890

Brandt, Inc. Watertown, W l 53094 
Brandt® Cashier® Countess®
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Put our staff 
on your staff

TRANSIT-CHECK COLLECTIONS

Sometimes it takes more than one to reach a goal. 
That is where the Whitney comes in. For over 90 years, 
the Whitney reputation for sound banking knowledge 
and reliability has been a strong factor for success in 
correspondent banking.

The Whitney would welcome the opportunity to join 
with your organization to achieve mutual goals. Reliability in banking since 1883
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Twenty-three stories of concrete, glass and steel, and the skills of 
nearly a thousand different people. For eighteen months of long 

hours, lousy weather and deadlines, she’s been your baby. But until 
the leases aresignedand your tenants move in, nothing else counts.

A t First in Dallas we understand. So when we do business w ith any 
business ,w e  give you just what you expect from yourself: results.
Results. Ihetw lm easuteofabank. FIRST IN DA1IAS

First National Bank in Dallas. Member F.D.I.C.
A subsidiary of First International Bancshares, Inc.
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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.

W ere 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, NY. 10036 
Contact: Merwin Wallace, V.P. (212) 575-7472 or 

F.X. Basile, Exec. V.P. (212) 575-7444 
,«ccl ... m Service Offices:
1 oc A att]° Pr-C? f  nnnnn Jefferson First Union Plaza, Suite 1450
U s 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

MID-CONTINENT BANKER for October, 1978 7

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



IM M IN EN T BANKER
* wbRHmIb f

The Financial Magazine o f the Mississippi Valley & Southwest

Vo/. 74, No. 11 October, 1978
FEATURES

42 ABA HEADS FOR HAWAII
‘Big gov’t’ to be spotlighted at convention

45 THE CONSENSUS PROCESS
How ABA speaks with one voice John H. Perkins

47 INFLATION: NO. 1 ISSUE
Can bankers help fight it? A. A. Milligan

49 OPERATION UNRAVEL
ABA’s effort to cut federal paperwork

SPECIAL SUPPLEMENT (Between Pages 58 and 99)
BG/4 HOW TO FOCUS ATTENTION ON ATMS
BG/10 A YEAR'S WORTH OF PREMIUM IDEAS
BG/16 HOW TO MAKE YOUR BANK THE TALK OF THE TOWN
BG/20 HOW TO AVOID SEX DISCRIMINATION LAWSUITS

CONVENTION REPORTS
120 AMBI 134 KENTUCKY

DEPARTMENTS
10 SECURITY 18 COMMUNITY INVOLVEMENT 30 OPERATIONS
13 SELLING/MARKETING 20 LET'S TALK SELLING 32 THE BANKING SCENE
14 COMMERCIAL LENDING 26 EFTS 36 BANKING WORLD

38 REGULATORY NEWS 40 CORPORATE NEWS

STATE NEWS
136 ALABAMA 
136 ARKANSAS 
138 ILLINOIS

138 INDIANA
139 KANSAS 
139 KENTUCKY

139 LOUISIANA
139 MISSISSIPPI
140 MISSOURI

141 NEW MEXICO
141 OKLAHOMA
142 TENNESSEE

142 TEXAS

EDITORS 
Ralph B. Cox

Publisher
Lawrence W. Colbert

Assistant to the Publisher
Rosemary McKelvey

Editor
Jim Fabian

Associate Editor
Lori Mandlman

Editorial Assistant

Advertising Offices
St. Louis, Mo., 408 Olive, 63102, Tel. 314/ 
421-5445; Ralph B. Cox, Publisher; Margaret 
Holz, Advertising Production Mgr. Milwaukee,

Wis., 161 W. Wisconsin Ave., 53203, Tel. 
414/276-3432; Torben Sorensen, Advertising 
Representative.
MID-CONTINENT BANKER (publication No. 
34 6-360) is published montly except 
semimonthly in May by Commerce Publishing 
Co., 408 Olive St., St. Louis, Mo. 63102. 
Printed by The Ovid Bell Press, Inc., Fulton, Mo. 
Second class postage paid at St. Louis, Mo., and 
at additional mailing offices.
Subscription rates: Three years $24; two years 
$18; one year $11. Single copies, $1.50 each. 
Foreign subscriptions, 50% additional.
Commerce Publications: American Agent & Bro
ker, Club Management, Decor, Life Insurance 
Selling, Mid-Continent Banker, Mid-Western 
Banker and The Bank Board Letter.
Officers: Donald H. Clark, chairman; Wesley H. 
Clark, president; Johnson Poor, executive vice 
president and secretary; Ralph B. Cox, first vice 
president and treasurer; Bernard A. Beggan, 
W illiam M. Humberg, James T. Poor and Don J. 
Robertson, vice presidents; Lawrence W. Colbert, 
assistant vice president.

8

Convention Calendar

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: BAI Bank EDP Audit Conference, San 
Francisco, Hyatt Regency Hotel.

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

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

Dec. 6-8: BAI Automated Teller Machine Conference, 
Houston.

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

Dec. 7-8: Bank Administration Institute Seminar on 
Money-Transfer Developments, New York City. 

Dec. 14-15: Bank Administration Institute Automation 
Alternative for Community Banks Seminar, Hous
ton.

Jan. 17-19: ABA International Banking Conference, 
New York City, Waldorf-Astoria Hotel.

Jan. 28-31: ABA Risk and Insurance Management in 
Banking Seminar I&PD, San Antonio, Tex., Hilton 
Palacio del Rio.

Jan. 31-Feb. 2: ABA Bank Investments Conference, 
Chicago, Chicago Marriott.

Feb. 4-6: ABA Corporate Marketing Seminar, New 
Orleans, Fairmont 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, Okla., University of Oklahoma.

Feb. 25-March 1: BAI Bank Auditors Conference, 
Phoenix, Hyatt Regency Hotel.

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, Okla., University of Ok
lahoma.

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

MID-CONTINENT BANKER for October, 1978

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



Does your correspondent bank 
have what it takes to be tops 

in the central Midwest?

We do—
and you’re looking at them.

If one of these people isn’t calling on 
you now, they should be.
These are the Mercantile Bankers. 
They’re making life easier for offi
cials in several hundred banks in a 10- 
state region in and around Missouri.
But even aggressive representatives 
aren’t enough to make Mercantile 
Number 26. It takes services, too. 
Lots and lots of them. The kind of 
services you’d expect from New 
York and Chicago. Mercantile makes 
them available right here in the heart 
of America.
Bond and Investment Services. 
With a staff tuned into domestic and 
international money markets. A ser
vice office on Wall Street. And com
prehensive safekeeping services.

Central Group, Banking Dept. 
Mercantile Trust Company N.A. 
St. Louis, Mo. (314) 425-2404

Check Clearing Service. Active in 
two Fed Districts (Mercantile Trust 
Company in the 8th, Mercantile Bank 
& Trust in the 10th). 200 direct send 
points and couriers throughout the 
country. We also help with float and 
cash letter analysis.
Loans of All Types. Overline. 
Direct corporate. Bank stock. Per
sonal. Mercantile has more loan 
capacity than any other bank in 
St. Louis or Kansas City.
Data Processing. Regional conven
ience with centers in Kansas City, 
Macon, Springfield and St. Louis. 
Overnight turn-around in most cases.
Trust Services. 300 professionals in 
our Trust Department manage $2.25 
billion in personal, corporate, tax, 
pension and profit-sharing trusts.
International Banking Services. 
In this fast growing area, we handle 
exchange rates, currency and

travelers’ checks for individuals. 
Import-export market investiga
tions and letters of credit for corpor
ations. Mercantile maintains the only 
bank brokerage operation in the 
interior U.S.
Your Mercantile Banker. No matter 
which account officers you work 
with, they’ll be tops in the business. 
With names like John McClure, Dan 
Jasper and Tom Fitzgerald in 
St. Louis.
These are men willing to get in
volved— to the point of helping you 
solve internal marketing and opera
tions  p rob lem s. Isn ’ t there 
something they can do for you?
For more information, get in touch 
with a Mercantile Banker today.

We’re with you.
M ER cn rrn is

BRfK
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Direct Verification: Best Audit Tool
By OSCAR W. JONES
Director, Loss Prevention Services 
Scarborough & Co., Chicago

NOT LONG AGO, two men rang 
the front door bell of a rather 

nice home. When the housewife an
swered, they asked if her husband was 
there. She smiled, said he was and 
turned to call him.

As she spoke, there came from 
another part of the house the sharp 
crack of a revolver. The two visitors 
rushed with her to find her husband, 
lying on the floor, critically wounded 
by his own hand. He was taken quickly 
to a hospital, where expert medical at
tention saved his life and put him on 
his feet again — to face a charge of 
embezzlement!

In direct verification, the 
surprise element is important; 
that is, no advance notice 
should be given bank em
ployees. Such a "leak" would 
give a defalcator time to cover 
up what he has done or scoop 
up funds and take off for parts 
unknown.

He was, or at least had been up to 
that time, a trusted executive officer of 
a bank in the Chicago area. The two 
men in the drama were from the FBI, 
called in to investigate a newly discov
ered defalcation that had gone to 
$363,000 in a relatively few months. 
The only reason it didn’t climb into the 
stratosphere was because the auditors 
who caught it did so, not through any 
basic auditing techniques, but because 
they used one of the most powerful 
checks available on the accuracy of 
bank customer records —  direct verifi
cation.

Direct Verification. Conventional 
auditing can go just so far. The finest 
techniques can reveal only those mis

takes, discrepancies and frauds that 
take place within the system. But 
when, as in this particular case, the 
defalcation is based primarily on 
nonexistent depositors or borrowers, 
or when there is any fiction in transac
tions on which the entries are based, 
the only way to make certain of discov
ery of error or fraud is to extend the 
checking procedure to those outside 
sources —  to the depositor and to the 
borrower. For example, there’s no way 
for an auditor to distinguish a genuine 
loan from a false loan by looking at the 
ledgers. He simply has to verify it to be 
sure about it.

There should be no misun
derstanding of the role of direct verifi
cation. It is not a substitute for good 
audits, but it is a logical and necessary 
companion piece if  the audit program 
is to be most completely effective. In 
the case cited here, the embezzler had 
used the ruse of fictitious loans to make 
away with the funds. Audit techniques 
did not, indeed ordinarily could not, 
detect his fraud. There was just noth
ing out of line in the bank’s internal 
records. But when the auditors sud
denly turned to direct verification, the 
unsavory truth was immediately ap
parent in the replies —  and in the 
statements returned because no such 
persons as those named could be 
found.

It’s said the average period of good 
concealment is a bit over 11 years. It 
seems obvious that a regular program 
of verification would cut this period 
down to the point where the most that 
the embezzler could hope for would be 
a few short months between verifica
tions —  hardly worth the trouble when 
exposure is almost certain. The fact 
remains that a signed confirmation is 
the best possible proof of the accuracy 
of a customer’s account. When the de
positor approves his balance and when 
the borrower approves the amount of

MID-<

his loan and the interest rate, you are 
well on your way to the knowledge that 
your accounts are in order.

Direct verification of deposit and 
loan accounts should occupy the most 
prominent place of importance in the 
various audit and control programs 
available to today’s banks. A simple but 
effective plan for preventing or dis
couraging the numerous methods for 
manipulating checking and savings ac
counts can be established through a 
continuous program of confirmation by 
direct correspondence with depos
itors. Also, many large embezzlements 
involving fictitious or forged notes

Sometimes, direct verifica
tion has salutary secondary 
effects. It may activate long- 
dormant accounts to a banjos 
benefit, or it could cause small, 
nuisance accounts to be closed 
out, thus elim inating non- 
pro fitab le  headaches for 
banks.

would have been discovered in their 
early stages if the banks had been 
periodically confirming their note bal
ances by direct correspondence with 
their borrowers. For opportunities for 
concealing shortages in loan operations 
are practically unlimited if periodic di
rect verification with borrowers is not 
accomplished.

With this in mind, here’s a little 
about the broader technique of direct 
verification:

Type. There must be some thought 
given to the manner of verification. 
Should it be a positive verification in 
which the custom er must answer 
whether his statement is correct or 

(Continued on page 58) 
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In the worldwide financial industry, 
one name stands out 
for complete security systems 
and product capability.

Moslen
In 50 states and 37 foreign countries, you’ll find 
Mosler systems and products serving financial 
institutions.

Mosler is the leader in facilities planning and 
product application. We provide transaction, security 
and surveillance systems and their product compo
nents, to make your facility function more effectively. 
And to make sure, we back you up with the largest 
service network in the industry.

Mosler expertise is on call to assist you every 
step of the way... from conception through all the

planning stages to completion. And even afterward, 
with marketing support.

Add up all the Mosler advantages and you’ll see 
why we stand out worldwide.

For our “Scope” brochure or for information 
about specific products, write to Mosler, Dept. SI, 
Hamilton, Ohio 45012.

You’ve got new questions
We’ve got new answers

Mosler
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Somebody has to set the standards.

*_ It’***'* * fol

0®

There are sports. Then 
there is baseball.

There are championships. 
Then there is the W orld 
Series.

To have played is to have 
reached the pinnacle of 
thousands of programs, 
leagues, players and games.

To have won is to 
have joined the tradition that 
has set the standards others 
must surely follow.

At Deluxe, we follow  the 
toughest standards we 
know. O ur own.

It's been our tradition to 
lead the way in quality

and service to customers.
It's a high price to pay. 

But there are other companies 
that print documents for 
financial institutions.

Then, there is Deluxe.

■M F DELUXE
CHECK PRINTERS, INC.

SALES HDQTRS • P.0. BOX 43399, ST. PAUL, MN. 55164 • STRATEGICALLY LOCATED PLANTS FROM COAST TO COAST
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Just Like Retailers:

Money Sold at Discount 
At New Orleans Bank

Liberty Bank, New Orleans, “sold” 
money at a discount last summer to call 
attention to itself and to increase busi
ness. During June and July, the bank 
held a “money sale,” with silver dollars 
going for 950 each (limit, one per cus
tomer). The unusual offer resulted in 
unsolicited radio talk-show publicity.

As the bank’s president and CEO, 
Alden McDonald J r ., points out, 
“With only two branches in the city 
and a modest advertising budget, Lib
erty strives to make its investment in 
promotion pay off in immediate re
sults, as well as add to the bank’s image 
as a helpful and innovative institu
tion.”

To show the public that the “money 
sale” was legitimate, the bank offered 
savings certificates in amounts of $250 
to $1,000 at $5 off, which is within 
premium limits set by the FDIC. As an 
alternative, those who bought $1,000 
savings certificates could choose free 
gifts from a selection of carving sets and 
coin banks.

SEVER BEFORE A SALE LIKE TBIS 0BE

Liberty Bonk’s 
M ONEY $A LEi

O  NOW THRU JULY 1 4 0
GET IN ON THE ACTIONI PRICES SLASHED ON GREAT "MONEY" I

COME ONE! COME ALL TO THE “MONEY SALE’ 
FREE SOUVENIRS FOR ALL-N O W -JU LY 14

Liberty Bank

Liberty Bank, New Orleans, advertised its 
"money sale" in ads like this one and on TV 
and radio.

In addition, Liberty Bank offered 
T-shirts for $2.50 each and sold more 
than 500 during the opening days of 
the promotion. Those depositing $250 
or more in savings accounts could 
choose from a selection of small 
appliances and sports equipment at 
wholesale, self-liquidating prices. 
Another “bargain” was a half-price re
duction of a year’s safe-deposit-box 
rental.

Liberty Bank offered new-car loans 
at the most competitive rate available 
among local banks for the limited pro
motion. Because of the full disclosure 
necessary in loan advertising, this fea
ture was promoted only in statement 
stuffers, where there was enough room 
to say everything required by law.

At no obligation, the public was in
vited to register for a grand prize —  a 
$500 savings certificate. An estimated 
5,000 persons deposited their entries 
for this at the two Liberty Bank offices.

The “money sale” was promoted 
with three weeks of 30-second TV 
commercials and daily radio spots on 
three stations aimed at the target audi
ence. Newspaper ads also were used, 
but the major thrust was in electronic 
media.

To back up its promotion, the bank 
decorated both offices with red, white 
and blue exterior banners and interior 
pennants, posters and wall signs high
lighting specific offerings, merchan
dise displays, etc. Bank tellers 
modeled the T-shirts and helped pro
duce many of the signs and decora
tions.

While the promotion itself hasn’t 
been fully assessed, a spokesman says 
assets grew $2.5 million from last 
year-end to $25.9 million as of June 30, 
1978.

Hubert Is 20!

Birthday Party Means 
Lion's Share of Fun

It was a gala affair that included bal
loons, cake and a meat pie when Harris 
Bank, Chicago, celebrated Hubert the 
Lion’s 20th anniversary in August at 
the Lincoln Park Zoo.

The guest of honor at the mascot’s 
birthday party was a live Hubert him
self —  the zoo’s Harris-sponsored, 
male African lion. While he shared a 
meat pie with the other zoo lions, a

MID-CONTINENT BANKER for October, 1978

Harris's "spokeslion," Hubert, and his friends 
celebrate mascot's 20 th  birthday party a t 
Chicago's Lincoln Park Zoo.

costumed Hubert handed out cake, 
Hubert posters and balloons to bank 
guests and the public.

The festivities also included a cele
bration at the Brookfield Zoo, where 
Harris sponsors another lion, and a 
recognition of fellow Chicagoans with 
the name of Hubert.

Hubert made his first appearance as 
“spokeslion ’Tor Harris in newspapers 
in 1958. Developed by the bank’s ad
vertising agency, Hubert quickly rose 
to fame and became a television celeb
rity in 1962. According to Frank Nel
son, the veteran actor who gives the 
lion his dignified banker’s voice, Hu
bert is one of the bank’s major intangi
ble assets. Regular independent sur
veys, he said, show Hubert is iden
tified with Harris by more than 97% of 
those interviewed in the Chicago area.

Hubert’s guests included Ben T. 
Nelson, senior vice president, retail 
banking activities; Edward J. 
Williams, convenience banking divi
sion; Dr. Lester E. Fisher, Lincoln 
Park Zoo director; and Robert Nolan, 
vice president and executive creative 
director, Leo Burnett, Inc., Chicago, 
the bank’s advertising agency.
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C o m m e rc ia l L en d in g

M ini-W orkshops P lan n ed  fo r  RM A C o n feren ce

Min i -w o r k s h o p s , group dis
cussions and panel sessions will 

dominate the 64th annual fall confer
ence of Robert Morris Associates 
November 5-8 at Dallas Fairmont 
Hotel.

Among those who will give major 
addresses are Fed Chairman G. 
William Miller, incoming RMA Presi
dent Edwin A. Schoenborn, Senator 
John Tower (R.,Tex.), Paul Nadler and 
Carter Golembe. Mr. Schoenborn is 
executive vice president and senior 
loan officer, Irving Trust, New York 
City; Mr. Nadler is professor of busi
ness administration, Rutgers Univer
sity, New Brunswick, N. J., and Mr. 
Golembe heads his own bank consult
ing firm in Washington, D. C.

The four concurrent, three-hour 
mini-workshops will cover: “Managing 
Your Loan Examination,” “Develop

ments in Commercial-Loan Training: 
1978,” “Loan Quality Control” and “A 
Wilderness Guide to Commercial- 
Loan Documentation.”

Plenary panel discussions will be 
held on these subjects: “Bank-Asset 
Management During the 1980s, or the 
Future Is Not What It Used to Be,” “A 
Practical Working Knowledge of 
1977-78’s Accounting/Auditing Rule 
Changes as They Affect the Lender” 
and “The Fallacies of International 
Lending.”

The conference will feature concur
rent panel sessions on: “Today’s Chal
lenges in Agricultural Lending,” “Reg 
B —  Compliance and Complexities for 
Commercial Lenders,” “Risk Rating 
—  Present and Future,” “Industrial 
Revenue Bonds and Other Forms of 
Tax-Free Lending,” “The Challenges 
of a Shift in Middle-Market Strategy

by the M oney-Center Banks,” 
“Commercial-Loan Marketing” and 
“Privacy Legislation — FCRA for 
Commercial Bankers?”

In addition, there will be concurrent 
group discussions of: “Lending to the 
H ospital/H ealth-Care Industry,” 
“ Lending to the Real-Estate- 
Development Industry,” “Lending to 
Automobile and Other D ealers,” 
“Lending to the Retail Industry” and 
“Lending to the Leasing Industry.” 
These discussions will be held accord
ing to bank size as follows: $10 million 
and under, $100 million-$199 million, 
$200 m illion-$499 million, $500  
million-$2 billion and $2 billion and 
over.

Conference chairman is Vincent 
Thompson, president, First National, 
Garland, Tex. • •

B asically O ptim istic  Is O utlook  
O f C om m ercial Loan O fficers

SENIOR COMMERCIAL LOAN 
officers across the country remain 

basically optimistic about the banking 
industry’s outlook for the next two 
years, despite high interest rates, infla
tion and the continued assault on the 
American dollar. This opinion was re
ported in initial findings from a survey 
of senior loan officers by the ABA’s 
commercial lending division. Accord
ing to the study, 70% of the respon
dents predict either moderate or rapid 
growth for banks in the next 24 
months.

Nearly three-fourths of bankers 
polled said they would be hiring more 
loan officers during the same time 
period, R̂ ilph B. Gilpatrick Jr. points 
out. He is chairman of the commercial 
lending division and executive vice 
president, Mellon Bank, Pittsburgh.

The survey went to 1,600 full- 
service banks with deposits of more 
than $50 million. Responses were re
ceived from 48% or about 764 senior 
commercial lending officers.

“While not all the findings are in,”

said Mr. Gilpatrick, “preliminary re
sults of the survey point out that the 
general enthusiasm of bankers is tem
pered by recognition of problems 
within the economic structure.

“Over 60% of the respondents be
lieve inflation to be a major economic 
worry for the next two years, although 
when asked of their long-range wor
ries, bankers indicated that govern
ment legislation and regulation are 
equally difficult problems for the in
dustry.”

As a group, senior loan officers think 
the prime lending rate will fluctuate 
above 9% for the remainder of 1978 
and into the first quarter of 1979. Very 
few predict it will top the 10% 
threshold in the next six months.

“One of the more interesting find
ings of the survey,” Mr. Gilpatrick 
continues, “is the bankers’ agreement 
that loan demand from small and 
medium-sized businesses is likely to 
increase during the next two years, 
while funds required by large national 
corporations will remain relatively
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m ore than your lending lim
think Bank erf America.

When your bank’s customers decide to 
expand their credit lines to carry additional 
inventory support sales growth or meet 
plant and equipment needs, they’re likely 
to turn to you for tltat financing. And if the 
amounts they ask for are greater than your 
-egal lending limit, you can answer their 
needs by letting Bank of America provide 
you with overline assistance.

In addition to offering funds, we can put 
the lending skills of our account officers to 
work for you.They have the decision-making 
capabilities to assist you with whatever it

B A N K  OF AMERI CA NT&SA

takes to help keep those borrowers your 
customers.

With over 1200 offices around the globe, 
we can provide a world of banking services, 
including import-export assistance, as well
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constant. Large banks in particular are 
enthusiastic about loan demand from 
small and medium-sized businesses.”

The survey shows an overwhelming 
majority of the respondents believe 
real-estate development and construc
tion lending pose special problems for 
commercial lenders and that these in
dustries should be monitored carefully 
during the next few years. The bankers 
see energy-related industries and con
sumer manufacturing as likely high- 
profit investments during the same 
period.

The ABA survey also inquired into 
internal operations within commercial 
loan departm ents, education and 
training patterns, manpower require
ments, loan charge-off rates, salaries 
and many other aspects of commercial 
lending that are not readily available 
elsewhere.

The full report —  complete with ta
bles and narrative analysis — will be 
made available later this year by the 
ABA’s commercial lending division.

■  GEORGE LEHR has been elected 
chairman and CEO of Traders Bank, 
Kansas City. A former Missouri state 
auditor, Mr. Lehr was formerly presi
dent of Empire Bank, Kansas City.

New Chapter Officers 
Are Elected by RMA 
In Mid-Continent Area

PHILADELPHIA —  Robert Morris 
Associates has announced the names of 
the new officers of its chapters in the 
Mid-Continent area. They took office 
September 1. These officers are:

Chicago C hapter —  president, 
Herbert A. Dolowy, president, Lin
coln National; first vice president, 
John L. Korun, Continental Illinois 
National; second vice president, Rhea 
P. Moody, assistant vice president, 
Lake View Trust; secretary, Curtis P. 
Goter, credit officer, Harris Trust; 
treasurer, Audrey G. Landerholm, 
First National.

Southeastern Chapter —  president, 
Gerry U. Stephens, executive vice 
president, American National, Chat
tanooga, Tenn.; vice president, J. Leo 
McGough, executive vice president, 
Calcasieu-M arine National, Lake 
Charles, La.; secretary, J. W. Collins, 
president, Bank of Mississippi, 
Tupelo; treasurer, Clyde O. Draughon 
Jr., executive vice president, First Na
tional, Augusta, Ga.

St. Louis Chapter — president, 
Hord Hardin II, executive vice presi

dent, Manchester Bank; vice presi
dent, Harold Uthoff, senior vice presi
dent, St. Louis Fed; secretary/ 
treasurer, Donald B. Wehrmann, 
executive vice president, Mercantile 
Trust.

Missouri Valley Chapter — presi
dent, Robert F . Henricksen, vice 
president, United Missouri Bank, 
Kansas City; first vice president, 
Charles J. Tice, vice president, Secu
rity National, Sioux City, la.; second 
vice president, Robert P. Priest, vice 
president, Merchants National, To
peka; secretary/treasurer, G. Phillip 
Smith, vice president, First National, 
Kansas City.

Texas Chapter — president, Rich
ard J. Goebel, senior vice president, 
First City Bank, Dallas; first vice 
president, Raymond G. Dickerson, 
senior vice president, Continental Na
tional, Fort Worth; second vice presi
dent, Robert V. Ullom, vice president, 
Capital National, Houston; secretary/ 
treasurer, Robert A. Jung II, Texas 
Commerce Bank-Garland.

Northern Indiana Chapter —  presi
dent, William R. Powers, vice presi
dent, Purdue National, Lafayette; vice 
president, M. James Johnston, vice 
president, Fort Wayne National; sec
retary, Thomas Payne, assistant vice 
president, St. Joseph. Valley Bank, 
Elkhart; treasurer, Willis E. Alt Jr., 
vice president, First National, War
saw.

Ohio Valley Chapter —  president, 
James O. Timbrook, executive vice 
president, American National, Mun- 
cie, Ind.; vice president, Wesley F. 
Cleaves, senior vice president, Win
ters National, Dayton, O.; secretary/ 
treasurer, Donald R. Lurding, vice 
president, Liberty National, Louis
ville.

According to an RMA spokesman, 
these chapters combined include 
1,016 RMA-member banks and 3,311 
individual bankers who represent the 
banks in the association. This is 
roughly 52% of total member banks 
and 45% of total number of representa
tives.

■  DAVID C. SH IN DELDECKER  
has been elected president of United 
Missouri Bank, St. Louis. He replaces 
Thomas J. Wood III, who resigned. 
Mr. Shindeldecker started with 
United Missouri Bank, Kansas City, in 
1976 as a vice president, commercial 
loans.

A SYSTEM FOR A BANK 
TO GENERATE BUSINESS 

WITH BANKERS’ 
ACCEPTANCE FINANCING

The Lawrence System provides collateral management and warehouse 
receipts so that any bank can create acceptances eligible for discount. 
This improves your liquidity, maximizes your yields, and helps you 
bring in new business by offering flexible financing at favorable rates.

For information, write or phone Lawrence Systems, Inc., 37 Drumm 
Street, San Francisco, CA 94111.415-495-8100 or 800-227-4644.

THE LAWRENCE SYSTEM
A  C O L L A T E R A L  M A N A G E M E N T  SU B SID IA R Y  O F IN A
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First National Bank 
has a warm 
welcome for your 
preferred customers
moving to Arizona.

ip°ul

»«*
171*

COW’

If you have a preferred customer moving to 
Arizona, we’d like to give him a warm wel
come ... before he arrives.

All we need is an officer’s letter of recommen
dation from you. 
Then we’ll imme

diately issue 
your customer 
our exclusive 

VIP check 
cashing card 
for use until 

his accounts are 
established in Arizona.

Upon presentation of the 
card at any of our more than 130 

offices throughout the state, your cus
tomer’s personal checks on your bank will 
be honored up to $500. No other identifica
tion will be required.

In addition, we’ll 
send him our 
famous New

comers Informa
tion Kit. It’s 

packed with book
lets, maps, and tips 

for new residents and contains a signature 
card which can be filled out and mailed to

us. We ll handle all the paperwork for an easy 
transfer of funds for.your customer so his 
banking relationship will be well established 
before his move to Arizona.

ï f e »
■Sfc/

1 **»«<*,

»«äs» •fi

When the check
ing account is 
opened,your 
customer will 
be issued a 
Guarantee 
Card. The 
Guardian Card 
will unequivocally guar- 
antee personalized First National 
Bank of Arizona checks for up to $600 in 
merchandise or services or $100 in cash at 
any of our more than 130 offices and at over 
15,000 merchants statewide.

For further information and a supply of bro
chures describing our preferred customer 
service, call or write:

G.Reed Macomber, Vice President 
First National Bank of Arizona 
RO. Box 20551 
Phoenix, Arizona 85036 
(602)271-1471

FIRST NATIONAL BANK OF ARIZONA
MEMBER F.D.I.C • FEDERAL RESERVE SYSTEM.
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C o m m u n ity  In v o lv e m e n t
Under Bank Sponsorship:

Students Taught Basics 
Of Financial Management

High school students in the Louis
ville area are being helped to under
stand the basics of financial manage
ment through a public-service pro
gram, “Banking Is.” The program was 
begun four years ago by Liberty Na-

Clark Bush, v.p., Liberty Nat'l, Louisville, intro
duces basics of banking to math students at 
Louisville's Southern High School as part of 
bank-sponsored "Banking Is" program offered in 
38 Louisville and Jefferson County, Ky., schools.

Southern High student uses practice checkbook 
to learn correct way to write check and balance 
checkbook. This exercise is part of Liberty Nat'l of 
Louisville's "Banking Is" program.

tional, and it’s designed to be taught as 
a unit in a regular curriculum of math
ematics, economics or related courses. 
It includes a filmstrip, cassette, over
head transparencies, study guides and 
practice checkbooks.

The course, approved by the Jeffer
son County (Ky.) Board of Education, 
covers these major topics: how the 
banking system and local banks are or
ganized, checking/savings accounts, 
credit and EFTS. It’s available to area 
students only through the bank.

Currently, 38 schools are taking part. 
Twenty bank representatives, mostly 
branch managers, work with the 
schools in an advisory capacity —  pro
viding materials, introducing the pro
gram and answering students’ ques
tions at the end of the program.

Southern High School in southeast
ern Jefferson County has been an en
thusiastic program supporter. Liberty 
Vice President Clark Bush, manager of 
the nearby Indian Trail Branch, has 
spent many hours with this high school 
to make the program a success. He has 
worked closely with Marilyn Patter
son, mathematics instructor, who has 
found “Banking Is” to be an “invalu
able aid in teaching the fundamentals 
of banking” after using the program in 
her classes for three years. Miss Pat
terson was on the planning committee 
for Jefferson County curriculum, and it 
was on her recommendation that the 
program was approved for use in pub
lic schools.

When questioned, students in one 
of Miss Patterson’s classes seemed 
positive in their responses to the pro
gram. Comments included, “I like the 
material because it teaches you how to 
write checks and how to understand 
the correct way to use credit.” Another 
junior high student believes the pro
gram has been useful in making her 
“feel more comfortable about bank
ing.” Mr. Bush sees the program as 
filling a definite need in educating the 
students in the basics of practical fi
nancial matters and wishes that every 
student could take such a course.

The program is coordinated by Lib
erty’s community relations director, 
Elizabeth Ruch, who recently com
pleted an evaluation of the program 
and its overall effectiveness. As she 
puts it, “We want to make maximum 
use of this important educational tool. ”

Liberty National plans to continue 
offering this program to area schools as 
a vital first step toward a sound finan
cial education for today’s students.

Animal Cracker

She’s got a face even her mother 
couldn’t love, but Mercantile Ban
corp., St. Louis, went ahead with the 
adoption anyway. The newly born 
orangutan, who weighs four pounds 
and has been placed on the 
endangered-species list, is being 
sponsored by the bank through the 
St. Louis Zoo Friends Association.

The Zoo Parents Program was in
itiated to offset increasing animal 
food costs, and the bank’s contribu
tion puts the program over the 
$100,000 mark. The baby is being 
bottle fed in the children’s zoo nur
sery since her mother has not dem
onstrated any interest.

Mixed Media:

Publication Shows Off 
Bank and Community

Charging that corporate citizenship 
often suffers from a “hardening of the 
categories,” viewing actions as either 
profitable or responsible, a publication 
by Manufacturers Hanover (MHT), 
New York City, set out to show it’s not 
always business-as-usual in the bank’s 
urban affairs or urban lending pro
grams.

The publication, which comes out 
about once a year, is a 24-page report 
in magazine format detailing MHTs 
urban and affirmative-action programs 
and listing five pages of contributions 
the bank has made within the city. But 
mixed among the usual promotional 
reports are interviews and photo 
stories with unusual persons MHT has 
cited for “unselfish community com
mitment, extraordinary personal drive 
and remarkable human kindness.” 
Each is connected with the bank —
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either as custom er, employee or 
bank-supported civic-group director 

and tells how he made it and how 
the bank was involved.”

Among them are a playwright-who 
started a children s theater group in 
Harlem and raised the money to travel 
with it to Europe, and an MHT assist
ant vice president of one of the city’s 
largest branches wdio began his career 
as a clearance clerk after high school 
and worked his way up.

The graphically designed, slick 
publication is circulated among 19,000 
bank employees and corporate cus
tomers. It also is distributed to MHT’s 
200 branches, to public affairs editors, 
to economic publications and to local 
legislators. Said Michael J. O’Neill, 
corporate communications, “ We 
started it as a way to generate new 
ideas, to give customers an idea of what 
we are doing —  and to let them tell us 
what we should be doing. ”

! Samaritan Honored:

Banker Receives Award 
For City Leadership

Jim Hotham, senior vice president, 
Zion (111.) State, has been given the 
“Golden Deed Award” by the Zion Ex
change Club.

Mr. Hotham has a long record of 
contributions to the Zion community, 
among them president of Zion- 
W inthrop Harbor Beach Park 
Chamber of Commerce in 1952 and 
eight years as Zion city treasurer. The 
award was for his leadership in initiat- 
ing a park district and in developing a 
Lake Michigan source of water for his 
community.

Jim Hotham, s.v.p., Zion (III.) State, accepts Zion 
Exchange Club's Golden Deed Award. His w ife  
helps him display awards.

$200 Encouragement:

Bank Sponsors Scholarships 
For Finance and Accounting

Victoria (Tex.) Bankshares, Inc., has 
begun a scholarship program to en
courage qualified area residents to 
enter the accounting and financial 
fields.

Under the program, begun this 
year, two scholarships, each for $200 a 
semester, are available for the Univer
sity of Houston/Victoria campus. This 
year’s recipients, Kathy Lynn Con-

nally of Victoria and Glenda Kay 
Moore of Ganado, Tex., were selected 
by the school’s scholarship committee. 
Both women are accounting majors.

Two more scholarships will be 
awarded for the fall, 1979, semester, 
bringing to four the total number of 
scholarships to be given by the multi
bank HC, which owns seven banks and 
three financial service companies.

For all your 
correspondence, 

contact
The First Team.

It takes teamwork to coordinate the variety of correspondent services you need. And 
The First has the team to do it.

Correspondent banking at The First puts you in constant communication with both 
domestic and international money markets. Our comprehensive list of correspondent 
services includes overline assistance and computerized record keeping. And 
correspondent banking with The First also puts important 
related services at your fingertips— with easy access to our 
Agricultural, Energy, International and Bond departments.

Wherever you’re located, you’ll find The First of Fort 
Worth has the people and the programs to serve your 
correspondent requirements quickly, efficiently and ex
pertly. So team up with The First. For more information call 
us at (817)390-6333.

T h e h r s t
1  ̂ First of Fort Worth

One Burnett Plaza, Fort Worth, Texas 76102 
Member First United Bancorporation • Member F.D.I.C.

^ 1

' l l
5  s

s* y

We’re not called The First for nothing*
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L e t 's  T a lk  S e ll in g

Meeting Challenge of Customer Resistance

By JOHN R. GIN5LER

President, Financial Training Resources 
Glen Ellyn, III.

THE CHALLENGE of all business 
development calls is that they sel

dom come off exactly as planned. You 
can research and plan a call with 
painstaking care and execute it with 
superior professional competence. In 
spite of this, however, you’re likely to 
encounter some form of resistance, be
cause you’re dealing with a human 
process subject to all the human fal
libilities present in transmitting and 
receiving ideas.

Types of Resistance. Resistance you 
encounter occurs in either of two basic 
forms —  active or passive.

Active resistance can occur any
where in a sales call — early, midway 
or as you seek decisive action. It’s the 
most demanding and challenging form 
of resistance, since it’s stated in the 
form of objections, rejections or rebut
tals to what you’re communicating. 
Typical statements of active resistance 
include: “I’m satisfied with my present 
bank.” “You can’t do anything that my 
present bank isn’t able to do.” “We re 
not big enough for another bank.” 
“Your bank is too big for us. ” “We had a 
bad experience with your bank.” “Your 
bank is not convenient. ” “Your charges 
are too high.” “Your terms are too re
strictive.” “That wouldn’t work in our 
situation.” “I couldn’t get my people to 
accept the change this involves.” 
“We’re not interested,” etc. Passive 
resistance normally occurs at the end 
of a sales call as you seek decisive ac
tion. It’s expressed in the form of inde
cision, hesitancy or reluctance to act. 
It’s not quite as difficult to cope with as 
active resistance, since it does indicate 
nominal interest and acceptance of 
what has been communicated. Nor
mally, you don’t get as far as seeking 
action, unless a customer sees some 
merit in what you’re proposing. How
ever, it still is a selling challenge, be
cause if passive resistance is not re
solved, it leads to time-consuming

delay and subsequent inaction. Typical 
expressions of passive resistance in
clude: “I’d like to think about it.” 
“Perhaps sometime in the future. 
“We’re too busy now.” “I’d like to dis
cuss this with ------------- .” “I want to
see what other banks can offer.” 
“We’re not ready for this right now,” 
etc.

Assuming the other guy is 
getting your message as 
clearly as you think you are 
communicating it is a common 
communications fa iling. To 
avoid misunderstanding and 
rejection of your ideas, test 
and check his understanding.

Causes o f Resistance. Resistance is 
symptomatic of a breakdown that has 
occurred in the communications pro
cess. Consequently, the starting point 
for resolving resistance is to get at what 
is causing it, so you can treat the cause 
not just the symptom. The primary 
causes of resistance include:

1. Incomplete or Inefficient Com
munication. We are not IBM machines 
programmed to communicate with 
100% efficiency. As a result, imperfec
tions do occur both in transmitting 
ideas and information to a customer 
and in receiving and interpreting ideas 
and information. This leads to misun
derstanding, distortions of meaning 
and subsequent resistance. Factors 
that contribute to communications in
efficiency include:

•  Use of Abstract Words that are 
necessary in explaining ideas, but 
which can convey different meanings 
to different persons. For example, the 
word “lockbox” may be viewed as a

MID-«

means of managing cash flow by one 
customer, but be interpreted as a 
means of protecting valuables by an
other.

•  Failure to Communicate in Terms 
Relevant to a Customer. When a cus
tomer can’t see the value of what 
you’re communicating, he quickly 
tunes out and turns off.

•  Failure to Test and Check Under
standing. A common communications 
failing is to assume the other guy is 
getting the message as clearly as you 
think you are communicating it. When 
you fail to test and check his under
standing, it’s easy to generate misun
derstanding and rejection of your 
ideas, no matter how good they may 
be.

•  Im perfect Listening. It’s esti
mated that most of us listen with less 
than a 25% level of efficiency. The re
sult — must of what you communicate 
gets lost along the way, producing dis
tortions in understanding and resist
ance.

2. Emotional Reaction to Com
munication. Effective communication 
essentially is a reasoning process. 
However, since all of us are a mixture 
of both reason and emotion, customers 
don’t always react reasonably to your 
reasoning. Factors in their emotional 
makeup that contribute to this include:

•  Fear of Change. Since change in
volves the unknown, we all tend to fear 
and resist it, because we re not sure 
about its consequences and whether 
we can control it. It’s not that people 
don’t change, because we re changing 
continually. But we all prefer evolu
tionary change that occurs slowly so we 
don’t feel it, rather than quick, revolu
tionary change where we feel its sharp 
impact. This is evident in the resist
ance to technological change that has 
been occurring in banks recently. For 
example, direct deposit of social secu
rity checks was heralded by the gov-
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“...A t  M anufacturers H anover, w e fully 
understand th a t— for all the technology and  
grow ing sophistication of banking tod ay— 
correspondent relationships are still a  one-to- 
one business. A business that requires bankers 
of the highest caliber to bring m oney-center 
services to urban and com m unity banks 
across the co u n try . . . ”   Llewellyn Jenkins

J  Executive Vice President
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From Casper to Nashville, 
Manufacturers Hanover 
is known as America’s 
premier “banker’s bank.”
It’s not surprising that Manufacturers Hanover is so 
widely regarded as the leading correspondent bank.

We did it by combining the latest technology 
with a traditional MHT strength: good old-fashioned 
personal service by professional people.

Today, MHT acts as correspondent for over 3,000 
banks across the U.S. and more than 1,600 banks 
in some 120 countries around the world.

Making your money available faster 
At MHT, we give high priority to quick conversion of 

funds into working assets for you and your customers.
For instance, we pioneered the “Early Bird” relay 

service—a helicopter shuttle from LaGuardia Airport 
that beats the 10 A.M. Clearing House deadline and 
converts 0210 items into immediately available funds.

A new era in securities processing 
IMPAC is the name of MHT’s revolutionary securi

ties system for immediate and accurate reporting, 
processing and settlement.

Through IMPAC, correspondents have direct 
communication with an MHT computer—to receive 
confirmations and affirm trades. Our timely 
TRANSEND/Securities Activity Report lets you know 
which funds are available—and when.

MHT is a leading advocate of book-entry depository 
processing. With MHT as your custodial bank, you 
“piggy-back” on our membership in the Depository Trust 
Company—and gain substantial savings in the holding 
and handling of certificates.

The extras in MHT service 
There is hardly an area of correspondent banking 

where MHT doesn’t offer something extra.
As Indenture Trustee, MHT puts 100 years of expe

rience to work—plus our computerized TRANSIFAC 
system for prompt, accurate certificate transfer and 
interest payment.

In the payment of bearer securities, MHT’s 
COUPAY is the world’s fastest and most effective 
payment and destruction system—with complete 
reconciliation at no extra cost.

For your own bank employees, MHT offers a 
complete program of fringe benefits including group 
life, major medical, pension—and group dental 
insurance, the newest and fastest growing benefit.

The global reach
Today, U.S. banks need an international capability 

as never before—for their own interests and those 
of their customers.

With MHT as your correspondent, you can call on 
the worldwide resources of a $37-billion organization. 
All of our facilities—over 100 of them in some 40 
countries—are your facilities, for everything from 
export/import financing to foreign credit information.

What it adds up to
It doesn’t just happen when one correspondent 

stands out among the others. It takes exceptional 
systems and exceptional people—all part of the 
Manufacturers Hanover goal to be recognized as the 
leader, from one end of the country to the other.

MANUFACTURERS HANOVER
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Securities

The si 
rentier

IMPAC Reporting, Processing and 
Settlement System 

Depository Processing —book-entry 
for eligible securities through 
MHT’s participation in the 
Depository Trust Company 

Safekeeping
Federal Book Entry—for 

government securities 
Coupon Collection 
Security Drafts

Cash Letter Services_______________

Early Bird Relay— helicopter service 
from LaGuardia Airport to beat the 
10 A.M. Clearing House deadline 

Non-Encoded Cash Letters

International Services 
Available through our extensive 
international network of branches, 
affiliates and representative offices

Export/Import Financing — 
including commercial letters of 
credit and acceptance financing 

Foreign Credit Information 
Foreign Exchange
Foreign Collections and Remittances 
SW IFT—International Payments 

Network
I MO —International Money Orders 
International Bank Statement 

Spreads 
Tip Packs

Portfolio and Investment Banking

Participations/ Overlines 
Investigations
Manufacturers Hanover Commercial 

Corporation —factoring, 
commercial financing 

Manufacturers Hanover Leasing 
Corporation—for the entire 
spectrum of leasing and equipment 
financing worldwide

General Banking

TRANSEND —a communications- 
based cash management system 
that provides information, 
analytical and on-line initiation 
services

Transit

Employee Benefits_______________ _
Available singly or in combination, 
tailored for the size and needs of 
each institution
Dental Assistance Plan 
Group Life Insurance Plan 
Long-Term Income Protection Plan 
Major Medical Plan 
Retirement Program

Corporate Trust___________________

Equity Services—TRANSIFAC
Automated Stock Transfer Services: 
Transfer Agent/Co-Transfer Agent, 
Registrar/Co-Registrar; Dividend 
Reinvestment Agent; Exchange/ 
Tender/Forwarding Agent 

Debt Services —Indenture Trustee, 
Bond Paying Agent/Co-Paying 
Agent and Registrar 

COUPAY Coupon Payment, 
Destruction and Reconciliation 
System—for domestic or foreign 
bearer obligations issued by 
corporations, municipalities or 
government entities 

Certificate of Deposit/Commercial 
Paper Issuance 

Escrow Services 
Meeting Rooms and Auditorium

Federal Funds
U.S. Governments, Federal Agencies, 

Municipals, Bankers Acceptances 
MHC Commercial Paper Other 

Commercial Paper 
MHT Certificates of Deposit 
Investment Counseling

Personal Trust ____________ _

Demand Deposit Facilities 
Domestic Collections 
Money Transfer and Wire 
Bank Money Orders 
MOREC — Money Order 

Reconcilement 
Gift Checks 
Register Checks

Professional Investment Research/ 
Computer-Aided (PIR/C)—a 
personalized service that makes 
available the investment research 
capabilities of the Manufacturers 
Hanover Trust Department 

Trust Development Course 
Trust Services for Correspondent 

Banks
Personal Financial Planning 

Program

Special Services_____________

Cash Management Consultant 
Economic and Business Publications 
Real Estate Participations 
Citizens Mortgage Corporation — 

full mortgage banking services 
Sales Training and Product 

Knowledge Programs 
Travel Service/Personal Service 
Marketing Consultant

To learn more about any of 
our Correspondent Services 
—and how they can benefit 
your bank and/or the 
custom ers of your bank— 
contact your M anufacturers 
Hanover Calling Officer.

Or call or write 
Donald E . Paul, V.P. 
National Division, 
M anufacturers Hanover, 
350 Park Avenue,
New York, N.Y. 10022. 
Telephone: (212) 350-6604.

Member FDIC
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ernment and banks as a safe, easy, con
venient way for senior citizens to de
posit their social security checks each 
month — all good, logical reasons. Yet, 
a sizable percentage of the elderly have 
resisted use of the service because of 
fear of losing control over their checks 
and losing the opportunity for monthly 
social contact at the bank.

• Habitual Resistance to Change. 
We feel comfortable and secure in 
doing things a certain way for a long 
time. Many habits die hard because we 
don’t have to give them a lot of thought 
to get an expected result. However, 
new methods require a change in 
thinking and practices. It takes consid
erable time before we become com
fortable with them. We’ll often stick 
with some habits, even when they’re 
not good for us, because we’ve become 
accustomed to them. This is why many 
customers find it difficult to change 
banks or particular banking practices, 
such as changing from passbook to 
statement savings, even when the 
change appears to be more beneficial.

• Prejudice and Stereotyping. Our 
personal likes and dislikes color our 
thinking and reactions about other 
people and cause us to jump to 
generalized and often irrational con
clusions about them. You hear this in 
such statements as: “All students are 
radicals; all hard-hats are conservative; 
all bankers are tightfisted; all banks are 
the same, and all salesmen are liars.” 
While we can always find some people 
who fit our stereotypes, there are 
countless numbers who don’t fit into 
these oversimplified generalizations. 
While the generalizations may not be 
valid, they contribute to such emo
tional reactions as: “You banks are all 
alike —  you don’t care about the little 
businessman.” “Your trust people are 
cold and indifferent.” “I could never 
get my people to accept the change this 
involves,” etc.

3. Rational Reaction to Communi
cation. Not all resistance is emotional 
in character. A considerable portion 
has its roots in the reasoning process 
and is caused by the customer’s careful 
and deliberate evaluation of what 
you’re communicating. Factors that 
contribute to rational resistance are:

• Desire to Re Sure and to Get More 
Facts. The smart customer frequently 
raises resistance, not because he re
jects the idea, but because he’s testing 
its validity and soundness. For exam
ple, when a customer raises resistance 
about charges or fees, he frequently is 
testing your pricing policy to deter
mine how firm it is and whether he can 
gain sufficient values to warrant what 
he must pay. If you meet his test of

Many customers find it dif
ficult to change banks or par
ticular banking practices be
cause it's human to stick with 
some habits, even if they are 
not good for them, because 
they have become accustomed 
to them.

value, he’ll usually accept your price as 
fair. If you don’t meet his test, he’ll 
either reject your proposition as un
sound or expect price consideration.

• Complacency With Status quo. 
When a customer’s existing bank re
lationship or current practices appear 
to be providing all that he expects of 
them, it’s only reasonable for him to 
want to maintain the status quo and 
resist change.

• Rad Past Experience. When a cus
tomer has had a specific bad experi
ence with your bank, such as a loan 
turndown or prior ineffective service, 
it’s perfectly reasonable for him to 
doubt and question your desire and 
capacity to serve his current needs. 
Dealing with this cause is made dif
ficult by the fact that it also contains 
considerable emotion.

How to Resolve Resistance. Dealing 
successfully with the various underly
ing causes of resistance so it can be 
converted to the understanding, ac
ceptance and action you seek involves 
the following three requirements:

1. Positive attitude that motivates 
you to deal constructively and confi
dently with the resistance you en
counter. Some people view resistance 
combatively. They feel the customer is 
questioning their integrity and judg
ment. This causes them to defend their 
viewpoint with argument, which 
polarizes thinking and causes the cus
tomer to harden his viewpoint, rather 
than modify it. Another reaction is 
to view resistance with mind-numb
ing fear or as an insurmountable 
roadblock. This causes the banker to 
agree with his customer’s viewpoint, “I 
guess you’re right, and I’m wrong.” 
This merely serves to reinforce his 
viewpoint, rather than change it. In 
contrast to these two extremes, the ef
fective sales communicator views re
sistance in these positive terms:

• Resistance is not absolute, but a 
relative viewpoint subject to change. 
An absolute can be defined as “an un
changing constant, true through all 
time, regardless of point of reference.”

MID-CONTINENT BANKER for October, 1978

Based on this definition, it’s evident 
that few things in this life or on this 
earth are absolute; certainly not the 
statements of resistance that you en
counter. While one can argue how to 
define an absolute truth, it’s essential 
to view resistance for what it is — a 
relative statement of truth as viewed 
by the customer, possibly true under 
some circumstances and at certain 
times, but subject to change when 
viewed from a different point of refer
ence and when facts can be supplied to 
warrant a change. For example, when 
all that a customer has to judge a ser
vice by is price, it almost always will 
appear to be too high. However, price 
is a relative fact. When you relate it to 
the values and benefits it represents, 
the customer then is able to perceive it 
as an attractive price.

• Resistance expresses a desire for  
more facts. As indicated earlier, resist
ance often is raised to draw out infor
mation and to test the validity of the 
idea. It’s an essential ingredient of 
evaluation. For example, when a cus
tomer raises resistance such as — “It 
seems to me I could get the same thing 
from my present bank” — what he fre
quently is seeking are facts about why 
your bank is different and the added 
values that you can supply. When 
viewed in this sense, resistance is to be 
welcomed, not feared.

• Resistance expresses a desire to be 
sure. Change of any kind breeds fear 
and insecurity. None of us wants to 
make bad decisions and be subject to 
criticism or possible loss. Hence, when 
confronted with decisions, it’s natural 
to be careful and deliberate. When a 
customer says, “I’d like to think about 
it” or “I’d like to discuss this with my 
attorney,” he’s not rejecting the idea, 
but expressing the natural desire to be 
sure. Your task is to communicate the 
facts and evidence that will reassure 
him.

• Resistance is a sign of interest. It 
may not express the kind of interest 
you want, but when resistance is 
raised, it does indicate the customer is 
hearing you and is involved in the 
communications process.

While a positive attitude motivates 
you to react to resistance with confi
dence, the two following requirements 
are essential to dealing with it with 
competence.

2. Facts, logic and evidence are 
needed to effect a change in a cus
tomer’s viewpoint. To resolve resist
ance you must be able to:

• Replace misunderstanding with 
facts that produce understanding.

• Replace fear and doubt with logic
(Continued on page 52)
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- E T C  (Electronic Funds Transfer Systems)

O k lah o m a B ank Uses EFT to M ove
To N o. 1 Spot in

A  BANK in Oklahoma’s third- 
largest city has used electronic 

funds transfer not only as a defensive 
move against potential “EFT invasion” 
from outside the city, but has become 
recognized in the process as having 
one of the most successful systems in 
the nation.

Also, Security Bank of Lawton has 
moved from the No. 2 bank in the mar
ket, a position it had held for many 
years, to No. 1 in both capital structure 
and total assets, says a bank spokes
man.

Security Bank’s system started with 
11 point-of-sale terminals, expanding 
to 21 terminals and one automatic 
teller machine now on line.

In its first year, the system brought 
in over $6 million in deposits, with an 
average of $445,800 per month coming 
through the POS terminals and 
$221,000 per month through the ATM.

From an initial level of 400 transac
tions a month, the system moved up 
to an average of 309 per day —  and in 
December, Security’s E FT  system 
went out in front of Oklahoma’s 
statewide EFT networks and systems 
by recording more than 13,000 trans
actions, says a Security spokesman.

To get a clear picture of Security’s 
success with its system, it’s important 
to examine the circumstances that led 
to its entry into electronic banking.

Security Bank, a downtown Lawton 
bank, found itself facing erosion of its 
consumer base by smaller, suburban 
banks located closer to outlying resi
dential areas. Compounding this 
problem was urban renewal, which al
ready had cleared out a good portion of 
Lawton’s downtown shopping area.

An EFT  system appeared to be the 
most viable solution to Security’s 
problems. Already, numerous banks 
around the country were reaping the 
benefits of increased market shares 
through implementation of EFT pro
grams.

Trips were made to various banks 
with EFT  programs throughout the 
U. S., to compare and contrast the 
different systems. It was decided that 
an EFT system would be installed at 
Security, using the best features of the 
other programs already in existence.
26

Its M a rke t
The only major concern about the 

success of the program was —  would 
the public accept a “computerized” 
form of banking?

The advertising agency for Security 
Bank, Ross Cummings & Co., realized 
the potential problems in gaining pub
lic acceptance of a totally new concept 
of banking. Other programs of this 
type reportedly were being greeted by 
lukewarm acceptance elsewhere in 
Oklahoma. However, in all cases, the 
new systems were being presented to 
the public in the light of their space- 
age computer electronics. The bank’s 
management and the advertising 
agency reasoned that this approach 
would create doubts rather than con
sumer confidence.

The agency proposed that a human, 
convenience-oriented approach be 
used throughout all phases of the pro
motion. POS terminals became 
Neighborhood Teller terminals; trans
action or debit cards became 
Neighborhood BanCards, and the 
whole E F T  system was term ed  
“Neighborhood Banking.”

Since the system initially consisted

An update on the Neighborhood 
Banking System' a tbecuri t\Na-  
tiotial, Lawton, Okla.,. draws con
tinued growth. It was announced in i 
August that Citizens Bank, another 
: Lawtou hank, had decided to join 
Security’s system after about a year 
of looking min other state systems.

- According to Brian Hooper; senior 
wee president and cashier, Citizens 
Bank, "Om decision to go with die 
Neighborhood Banking System was 
based on the feet that It is well ac
cepted locally, well advertised and 
continue* tn show a high volume and j 
usage from month tr> month Citi
zens Bank is projected to go on line 
b y  N o v e m b e r  1.

\ Jim Vineyard, .systems manager 
r for Seem it>, said that as of August„j 
average, monthly transactions were 
-lip 50% over 1977.- Mr. Vineyard 
addod lhat because of this growth in  
monthly' transact ions, S ecuri ty ‘ is 
projecting installation oilOnewJ’OS 
terminals and two new ATM loca
tions before year-end.

exclusively of POS terminals, Security 
Bank’s next step was to sell the idea of 
the terminals to local merchants. Ad
vantages of having an in-store terminal 
were discussed from the viewpoint 
that not only would it help the bank, 
but it also could benefit the store’s 
business by increasing store traffic, 
cutting bad-check losses and giving the 
merchant a certain amount of free ad
vertising.

It worked. The offer attracted the 
interest of Lawton merchants, and, by 
the kickoff date, Security’s Neighbor
hood Teller terminals were in 11 loca
tions.

With a good campaign theme and 
participation of local merchants as
sured, it now was time to launch the 
full promotion.

Prior to the actual operation of the 
Neighborhood Banking System, Secu
rity Bank launched an introductory 
phase aimed at informing the public of 
the convenience of transacting banking 
a few blocks from home in informal 
surroundings, without going to the 
bank lobby downtown. A series of 
newspaper ads and radio and TV spots 
explained the uses of the card and em
phasized the accessibility of the 11 lo
cations.

Newspaper ads included maps 
showing locations of terminals and de
scribed the transaction procedure. 
Television advertising demonstrated 
the actual procedure, and radio com
mercials advised customers of the 
stores featuring the terminals. Point- 
of-purchase banners, signs and decals 
provided visual tie-ins at terminal loca
tions. Purpose of these ads was to em
phasize the ease and safety of the actual 
transaction and the convenience to the 
public.

Near-saturation media promotion 
continued for several months. New 
stores with terminals were added, and 
after nine months an automatic teller 
machine —  christened the Neighbor
hood MiniBank —  was installed on 
Lawton’s busiest traffic artery, adja
cent to growing residential and com
mercial areas. The grand opening was a 
great success. Drawings were con
ducted for prizes and games and live 
music attracted some 3,000 Lawto
nians —  including newspeople from all 
media — who showed up on a hot 
summer night.

Security Bank has drawn praise from 
Thomas L. Mills Jr., formerly assistant
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Our idea of
correspondent banking:

THE COMMITTEE O F ONE*
. 0 ur people are real, live, experienced correspondent professionals, 

with years of correspondent banking behind them. They aren’t 
management trainees or just goodwill ambassadors, so they can okay 

loans or services-like our new EFTS services-on the spot.
Without going through unwieldy, 

time-wasting committees.

WE CALL YO U BY NAME* 
NOT BY PHONE*

You see, National Boulevard 
believes in person-to-person, 
eye-to-eye contact with the 

management of every 
correspondent bank. Right 
there at the correspondent 

bank. So things get done 
faster, friendlier.

THE FUTURE STARTS TODAY*
And now our individualized services 
will be better than ever, because 
National Boulevard is ready for EFTS. 

Electronic Funds Transfer 
Systems. For instance, our 
Central Information File is 
capable of transmitting 
information to correspondent 
banks. Soon, checking and 
savings accounts will be on line. 
Then, step-by-step, every 

correspondent service will be fully 
integrated into the system for more 
convenient, better banking.

The bank for the N ew  Downtown
NATIONAL BOULEVARD BANK 

OF CHICAGO
400-410 North Michigan Ave., Chicago, 111. 60611 Phone (312) 836-6500 Member FDIC
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vice president and communications 
manager, First National, Atlanta, and 
now with Datatrol, Inc., Hudson, 
Mass. Mr. Mills says, “Security Bank 
has the most complete and successful 
automatic-transfer-of-funds system for 
deposits and withdrawals in the United 
States.” • •

A. H. Raven Heads LAMACHA;
John Tullos Named VP

Arthur H. Raven, vice president, 
Bank of New Orleans, has succeeded 
John A. Rehage as president, 
Louisiana-Alabama-Mississippi Auto
mated Clearinghouse Association 
(LAMACHA). Mr. Rehage is vice 
president, First National Bank of 
Commerce, New Orleans.

Other new LAMACHA officers are: 
vice president, John B. Tullos, execu
tive vice president, First National, 
Jackson, Miss.; secretary, William E. 
Deneke, senior vice president, Mer
chants National, Mobile, Ala.; and 
treasurer, Rudolf H. Brunken, elec
tronic data processing auditor, Na
tional American Bank, New Orleans. 
Special advisory member to the board 
is Benjamin W ade, assistant vice 
president, New Orleans Branch, At
lanta Fed.

BAI to Hold ATM Conference 
In Houston Dec. 6-8

HOUSTON —  The Bank Adminis
tration Institute will hold an 
automated-teller-machine conference 
here December 6-8.

Topics will include: status and future 
of ATMs in banking s service array, 
cost analysis and transaction fees, pig
gybacking and sharing, security of on- 
and off-premises ATMs, comparative 
locational analysis and impact of auto
mated tellers on branch requirements, 
cooperative and interchange pro
grams, teller staffing and market share.

There also will be an extensive dis
play of the latest ATM equipment and 
technology.

MAPEX in St. Louis Becomes Part 
Of Nationwide ACH System

ST. LOUIS —  The Mid-America 
Payment Exchange (MAPEX) became 
part of a nationwide network of auto
mated clearing houses September 11. 
MAPEX is the ACH serving the St. 
Louis zone of the Eighth Federal Re
serve District.

Now that M APEX is part of a 
nationwide network, its member fi
nancial institutions can transfer pay
ments electronically, through the net

work, to other financial institutions 
anywhere in the country. Likewise, 
MAPEX can receive and forward to its 
members payments from any financial 
institution in the country that belongs 
to another ACH. For example, a St. 
Louis-based firm with plants in several 
cities across the country can issue 
virtually its entire corporate payroll 
electronically through its local 
M APEX-m em ber bank. Through 
MAPEX and the nationwide ACH 
network, each employee’s pay can be 
deposited directly into his or her ac
count at nearly any financial institution 
in the country.

The Fed coordinates movements of 
electronic payments among the net
work’s ACHs in 32 major cities.

MAPEX, founded 2V2 years ago, 
now has about 200 financial institutions 
as members.

■  BERNADINE T. ALEXANDER  
and Lawrence S. Ross, assistant vice 
presidents, First National, St. Louis, 
have been designated certified com
mercial lenders by the ABA’s commer
cial lending division. To receive cer
tification, candidates must successfully 
pass a comprehensive examination 
administered by a 10-member ABA ac
creditation board.

SFC and Banks:
The perfect blend of services.

When your customer's needs demand 
higher leverage than your bank allows, it 
makes sense to call in SFC. We can fund 
the difference between your bank's limit 
and the amount your customer requires.
SFC assumes part of the risk — or all of 
it if you choose not to participate. In fact, 
we can offer your clients a complete range 
of financial services.

SFC can finance current assets allowing your 
customers a revolving line of credit.

We'll finance his accounts receivable charging 
only for monies in use on a per diem basis.

Or we can factor his receivables, assuming the 
risks concerning credit, collections, and bad debts.

SFC is a subsidiary of American Credit 
Corporation (NYSE), a diversified financial com

pany with assets of more than 700 million.
SFC and Banks. Together we’re the perfect 

blend of services. To find out more, contact our 
representatives in Charlotte or Dallas.

Southeastern Financial Corporation
Charlotte: 201 South,Tryon St., Charlotte, N.C. 28202 (704)372-7000 
Dallas: 1111 Mockingbird Lane, Dallas, Texas 75247 (214)630-5101

Factoring — Accounts Receivable Financing — Equipment Financing — Inventory Financing — Leasing
A subsidiary of American Credit Corporation, Charlotte, N.C.
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“Morgan Guaranty stands ready 
to help correspondent banks 

meet their customers’ credit needs.”
—D a n ie l P. D avison  Executive Vice President 

Head of National Banking Division 
Morgan Guaranty Trust Company

Banks across the country want to continue to meet their customers’ 
credit requirements even when their own resources can’t fully cover 
lending needs, or when legal lending limits are reached. Because of its 
strong capital position, The Morgan Bank is a reliable source in filling 
the gap.

Morgan Guaranty’s approach is flexible. Some of the ways we help:
• providing overlines to a previously approved list of 

a correspondent’s customers
• participating in specific commercial loans on a 

case-by-case basis
• lending to a correspondent against a pool of retail 

receivables such as installment loans, charge cards, 
mortgages.

We also can develop special techniques for special situations. We’d like to 
discuss your needs, and we 11 give you a prompt response.

This service to our correspondent banks is consistent with our tradi
tional wholesale banking role. We work in tandem with our correspond
ents on local loan business. Thats why we dont have loan production 
offices or nationwide credit card services.

If you d like more information about how we can supplement a corre
spondent bank’s credit resources-or if you have a specific situation 
where you think we might help -talk  with your Morgan banker.

Morgan Guaranty Trust Company, 23 Wall Street, New York, N.Y. 10015.

The Morgan Bank
Member, FDIC
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O p e ra tio n s

Electronic Teller Terminals to Speed Operations

ANEW  computerized system of 
electronic teller terminals and 

associated data communications 
equipment valued in excess of half a 
million dollars is being installed at 
Bank of Indiana, headquartered in 
Gary. The new system will replace all 
teller machines at 90 windows in the 
bank’s 16 offices.

When completed early next year, 
the electronic changeover is expected 
to be the largest on-line bank system in 
northwest Indiana.

“The new machines, utilizing the 
most recent sophisticated technology 
available, will now make several 
banking advancements possible and 
pave the way for more services and 
conveniences for our customers,” said 
James L. Dandurand, president, Bank 
of Indiana.

With 35,000 DDA accounts and
50,000 savings accounts, the bank’s av-

erage transaction volume —  especially 
during peak periods —  has increased 
rapidly. By automating the processing 
of these accounts through on-line op
erations, the bank expects to increase 
the speed and accuracy of window 
transactions while shortening cus
tomer lines. The bank also anticipates 
its teller training program will be re
duced from three weeks to one week.

The bank is installing TRW validat
ing and receipting terminals, passbook 
print stations and terminal processors 
that are placed in strategic locations to 
concentrate messages before they are 
sent to the data center. This on-line 
network design is said to minimize the 
number of long distance phone lines 
being used, to speed transaction time, 
to provide local totaling capability and 
to increase network and computer op
erations efficiency.

Another advantage of the network,

according to Mr. Dandurand, is that it 
places Bank of Indiana in a position to 
expand customer services quickly. 
“We can add capability to accept mag
netically encoded credit or debit cards 
at any time,” said Mr. Dandurand. 
“This will allow us to bring automated 
teller machines and other EFT  termi
nals at retail locations into our on-line 
system when required.”

Going on line is expected to improve 
the bank’s internal operations. With 
updated customer account balances 
plus hold and stop payment informa
tion available at each window, check 
losses are expected to be reduced. Be
cause the system double-checks in
formation prior to validating and en
coding, fewer exception items are ex
pected to be encountered. Teller 
balancing is expected to be reduced 
from 30-40 minutes to 8-11 minutes.

“Our move to on-line operations,” 
said Mr. Dandurand, “gives us a cost- 
effective solution in meeting our needs 
for increased internal effectiveness 
while improving service to our cus
tomers.”

The electronic terminals, which will 
comprise the largest installation of 
TRW equipment in the Chicago met
ropolitan area, have been made to 
meet the needs of Bank of Indiana. The 
keyboard configuration, for example, 
required the coordination of several 
bank departments as well as the coop
eration of teller supervisors and train
ers.

Included in the 32 transaction totals 
the terminals will display are install
ment and commercial loan payments, 
savings deposits and withdrawals, 
money orders, fees collected and util
ity bills. A special feature will be an 
account inquiry key that provides the 
teller with immediate access to an ac
count’s current balance with the 
amount and date of the last deposit or 
withdrawal. A savings passbook im
printer, as an accessory to the termi
nals, now makes available the conveni
ence of automatic updating for the pre
vious five quarters.

The bank took nearly a year to re
search several systems and study 
equipment in operation at various 
banking centers in three states. • •

Cooperation.
In Correspondent Banking, Don Lamon 
and his associates have achieved a 
record of cooperation and friendly 
personal service. They’re anxious to be 
of service to you, too.

UNION BaniK&TRUST CO. c a l l
60 Commerce St., Montgomery, Alabama TOLL FREE
Alabama’s Largest Independent Bank 800-392-5821
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Shouldn’t  your bank form s be in their hands?
It takes a lot more than just a printing 
press to satisfy a bank’s forms needs, ft 
takes specialized equipment and ma
terials, a rigid quality control program, 
and a production system 
that will provide 
forms quickly and 
correctly. But 
mostly, it takes 
professionals 
who under
stand the 
unique forms 
needs of 
banks and 
how best to 
satisfy these 
needs.
This is exactly 
what you get 
when you place 
your forms needs 
in the hands of the 
Pro Formers at 
Deluxe. These pro
fessionals know 
how to design and 
produce forms that 
will help your internal 
operations function 
smoothly and efficiently.
There are standard forms 
to fit practically any need, 
including: Overdraft Notices,
Charge Back Forms, Debit and 
Credit Forms, Cash In and Cash

Out Tickets, Control Documents and 
Savings Deposits and Withdrawals; to 
mention a rew. In all, there are more 
than 80 standard forms. If you can’t

find one to suit 
your needs, a cus
tom form can be 

prepared for a 
modest one-time 
make up charge. 
Orders are pro

duced within 
10 days of re

ceipt, or earlier 
if needed, and 

the standard 
Deluxe guar
antee applies. 
If you are not 

completely satis
fied, the job will 

be rerun at no 
charge! 

Make sure your 
internal operation 

runs smoothly. 
Use the Pro Formers 

from Deluxe. For 
a catalog, price list and 

er information, contact:

DELUXE
CHECK PRINTERS. INC.

FORMS DIVISION/P.O. BOX 43497/ST. PAUL, MINNESOTA 55164
1-800-328-9584
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The Banking Scene

Is ‘Merchant Banking’ on the Horizon?

By DR. LEWIS E. DAVIDS
Illinois Bankers Professor of Bank Management 
Southern Illinois University, Carbondale

SEVERAL years ago, many com
mercial bankers were stunned to 

learn of the Hinkey Dinkey supermar
ket EFT program in Lincoln, Neb., set 
up by an aggressive S&L. Supermar
ket customers found the several Hin
key Dinkey locations to be most con
venient for the transaction of their 
banking business.

The marketing projections of First 
Federal S&L, Lincoln, originator of 
the EFT system, were considerably 
below-target as to volume, debits 
originated and credit-deposits result
ing from the service. Many more 
shoppers than anticipated deposited 
their weekly payroll checks as they 
passed through the checkout counters 
after purchasing their groceries.

"The fact is that some S&Ls 
that quickly jumped on the EFT 
bandwagon found that the ser
vice didn't result in the growth 
and profit that had been an
ticipated."

Since then, large and small banks 
have committed a good deal of time, 
effort and resources to researching this 
type of operation. E FT  equipment 
manufacturers have done likewise and 
bankers throughout the nation have 
debated hotly whether they should 
fight the EFT monster —  which they 
hold constitutes unauthorized branch 
banking. Some have concluded that, if 
they can’t beat the S&Ls on the EFT  
issue, they had better join them. 
Others have opted for a delaying ac
tion.

It can be generalized that the larger 
institutions, with their greater finan
cial resources and ability to hire highly 
trained EFT specialists, have viewed 
EFT as an opportunity to gain a com-
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petitive advantage over smaller in
stitutions.

Executives in smaller banks and 
S&Ls, rightfully concerned about the 
not inconsiderable expenses of EFT, 
have often opted for legal opposition. 
They have voiced concern that this 
E F T  revolution would lead to a 
monopolistic situation. Banking and 
financial institutions recognize the dif
ficulty in competing with large institu
tions, be they banks, S&Ls or nation
wide chains.

At the national level, former Comp
troller of the Currency James Smith 
decided that EFT terminals were sim
ply communication devices and that a 
transaction wasn’t consummated until 
it reached the bank’s computer. This 
took EFT out of the branching cate
gory and made large national banks 
happy and many more small banks un
happy.

The Supreme Court’s overruling of 
the Comptroller’s position reversed 
the situation. Some individuals had 
difficulty understanding how the 
Clayton Antitrust Act —  which had be
come effective decades before the con
cept or development of electronic 
technology had taken place —  should 
be the legal reference for a situation 
that certainly had not been or could not 
have been anticipated by the writers of 
the act.

Now is a good time to take a more 
dispassionate view of the issues. The 
fact is that some S&Ls that quickly 
jumped on the EFT bandwagon found 
that the service didn’t result in the 
growth and profit that had been antici
pated. There probably are valid rea
sons why this is so. What works in one 
geographic area and time may not work 
in another situation.

Stores differ in their response to an 
EFT “marriage” with a financial in
stitution. Staffing and customer con
venience aren’t simply a marketing

question. Mind-boggling legal and se
curity questions of contingent liability 
and the like must be resolved.

One West Coast retail chain has 
S&L branches in its structures. Other 
S&Ls have leased space in supermar
kets. These facilities release the store’s 
cashiers from the burden of cashing 
checks for customers. Some S&Ls pro
vide only limited service with live per
sonnel. Others rely on automatic teller 
machines with various on- and off-line 
computer-related capabilities. Still 
others appear to prefer free-standing 
locations at. shopping centers for their 
automatic tellers.

Again, the empirical track record 
appears to be quite mixed. One bank’s 
automatic teller at a busy location has

"While supermarkets gen
erally have been amenable and 
cooperative with S&Ls and 
banks, it's known that the 
major chains . . . are not sit
ting idly by."

generated a fantastic volume; how
ever, most users were querying their 
account balances. A competitor’s full- 
service ATM, located a block away, 
generates minimal traffic that is gener
ally limited to weekends.

State laws have widely different 
EFT branching features. Some state 
that ATMs must be physically attached 
to a bank’s building. Others hold that 
the units must be on the bank’s prop
erty but do not have to be attached to a 
building. This permits ATMs to be 
used as part of a drive-up operation. In 
some states, generally considered to 
be unit-banking states, EFT-ATM  
terminals are found at retail locations.

For example, First National, Great 
Bend, Kan., with assets of about $50
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For 24 years 
we've been 

competing with
FHA Title I

...and winning.
Our specialty is cutting

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

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

I N S U R E D  C R E D IT  
\  S E R V I C E S  J

307 N. Michigan Avenue 
Chicago. Illinois 60601 

312/621-9400

America's No. 1 1nsurer o f 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 why insured Credit 
Services has been competing with FHA Title l for 
24 years— and winning! we have now insured 
more than $2 billion in property improvement 
loans. We’re ready to help you increase your 
profits today. Call or write William F. Schumann, 
President, for a plan tailored to your needs.
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mi llio n, recently became the first 
commercial bank in Kansas to offer 
EFT  services at retail locations.

One interesting thing about its op
eration is that the bank’s supermarket 
mini-branches are operated by store 
employees, who operate the system 
with encoded plastic cards that have 
been issued to customers by the bank. 
This probably cuts down the high rate 
of errors made by customers unfamiliar 
with proper procedures.

I assume that the bank has been 
counseled on the legal ramifications 
and has adequate insurance coverage. 
But the issue of whether a supermarket 
checkout clerk acts as an agent, princi
pal or in some other capacity to the 
bank is a very important one to both 
the bank and the merchants.

Some of the Jewel Food Stores in 
Illinois are using a supermarket termi
nal system that permits customers to 
draw cash from the bank to settle their 
purchases of merchandise. Manage
ment of the sponsoring bank —  which 
is under $30 million in size in an area of 
less than 3,000 people — is reported 
pleased with the resulting growth in 
deposits and new accounts generated 
by the system.

Since some merchants in parts of Il
linois are open around the clock, full 
time banking has become a reality 
there.

An official at Oregon Bank, Port
land, has said the only important ser
vice the bank’s customers can’t get at 
their supermarket terminals in Safe
way stores are safety deposit boxes. 
Who knows, perhaps Safeway will pro
vide safe storage facilities next to its 
freezers some day. Then bank custom
ers will have no reason ever to visit 
their bank. This makes some conven
tional bankers wince. One major New 
York City bank has learned that some 
of its customers haven’t been in the 
bank for decades.

Think of the irony of it! Federal and 
state bank regulators increasingly are 
insisting that banks clutter their lob
bies with a wide range of posters on a 
wide range of topics, such as nondis
crimination in credit, Truth-in- 
Lending, etc. This comes at a time 
when direct deposit of checks is being 
encouraged by those same govern
ment bureaucrats!

Will there be a day when those ex
pensive bank buildings at prime loca
tions become technological anach
ronisms? Will the supermarkets have 
to post bank-related flyers next to signs 
the merchants must post on the car
cinogen properties of saccharin?

Merchant-associated E F T  is op
erating successfully in Kansas,

MID-CONTINENT BANKER for

souri, Illinois, Indiana, Michigan, 
Ohio, Oregon and New Jersey. It ap
pears that S&Ls have some greater 
legal maneuverability and flexibility 
over commercial banks. They also have 
that interest-rate differential.

One of the interesting aspects of 
many of the more innovative EFT  ap
proaches is that relatively small banks 
often are ahead of their larger cousins. 
They haven’t given up but have taken 
the initiative.

While supermarkets generally have 
been amenable and cooperative with 
S&Ls and banks, it’s known that the 
major chains, such as Sears, Mont
gomery Ward, Penney’s, etc., are not 
sitting idly by. More than one chain 
store executive has indicated that he 
has had extensive experience in the 
use of computer terminals at checkout 
counters.

With today’s high interest rates and 
disintermediation, there’s strong mo
tivation for such organizations to in
termediate the funds of their custom
ers and use them for financing, not 
only their working capital, but the con
sumer credit needs of their captive fi
nance companies.

In Europe, the term "merchant 
banker is quite commonly used. Will

it find similar use in the U. S. in the 
days ahead? • •

Mike Moody Elected President 
Of Swigsbie's Freshman Class

Mike Moody, vice president, First 
National, Weatherford, Okla., was 
elected president of Class XXI during 
freshman-class elections the first week 
of the 1978 session of the Southwestern 
Graduate School of Banking (Swigsbie) 
at Southern Methodist University, 
Dallas.

Other class officers are: first vice 
president, Neal Johnson, presidential 
assistant, First National, Artesia, 
N. M.; second vice president, Elaine 
Butler, assistant vice president, Capi
tal National, Houston; secretary, 
Carole Smith, marketing/business de
velopment officer, First National, Lit
tle Rock; and treasurer, Bill May, in
vestment officer, Commercial Na
tional, Little Rock.

Don A. Hughes, vice president, Ar
lington (Tex.) National, was given the 
1978 Spirit Award.

The school completed its 21st ses
sion July 28, with presentation of di
plomas to 229 graduates.

Mis-

Get to know 
ourpeople

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.

u/oolseyWV& COMPANY^
INCORPOR ATtD

IN V E S T M E N T  B A N K E R S

1401 First National Center East, Oklahoma City 405/239-7123 
1503 Phil tower, Tulsa 918/584-5213 

Associate Member, Oklahoma Bankers Association
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BANKING WORLD

• Arthur F. Burns, former chair
man of the Federal Reserve Board, has 
joined Lazard Freres 6t Co., a New 
York City investment banking firm, as 
a senior adviser. In his new position, 
he will consult on financial matters 
with special emphasis on international 
activities. Mr. Burns is currently a fel
low at the American Enterprise Insti
tute and a lecturer at Georgetown 
University, Washington, D. C.

• Lynn H. Miller has joined Hous
ton’s Bank of the Southwest as execu
tive vice president and advisory board 
member. He most recently was presi
dent, Mercantile Trust, St. Louis. Mr, 
Miller joined Mercantile in 1974 and 
became its president in January, 1977. 
Before going to St. Louis, Mr. Miller 
spent 26 years with Chicago’s 
Northern Trust,

• Stephen E. Erdel will be traveling 
northern Missouri and Arkansas for 
Commerce Bank, Kansas City, in his 
new position as assistant vice president 
in the correspondent department. Mr. 
Erdel formerly was assistant vice 
president, Commerce Bank, Mexico, 
Mo.

• James E . Louden has been named 
office manager at First National of 
Chicago’s new representative trust of
fice in Scottsdale, Ariz. The office will 
open this month. Mr. Louden is a tax 
attorney and vice president of the 
bank.

MUNSELL LOUDEN

• John F , Fisher has been elected 
vice president of Central National of 
Cleveland’s national division, corpo
rate banking department. Mr. Fisher 
joined Central’s management de
velopment program in 1974 and was 
assigned to the national division as 
corporate banking representative. He 
was elected assistant vice president in 
1976.

• Robert E . Matthews has been ap
pointed general auditor for the St.

MILLER BURNS

Louis Fed. He will direct periodic au
dits and examinations of the Fed and 
its branches in Little Rock, Louisville 
and Memphis. Mr. Matthews has been 
with the Fed since 1969. Prior to that, 
he was assistant general auditor fOf the 
Philadelphia Fed.

• Claude E . Munsell, president and 
a director of General Telephone Co. of 
Michigan, was elected to the board of 
Detroitbank Corp. and its principal 
subsidiary, Detroit Bank. He is also a 
member of the board of Hackley Bank, 
Muskegon, Mich.

• Continental Illinois National, 
Chicago, filed an application with the 
Fed for permission to establish an in
ternational banking subsidiary corpo
ration: Continental Bank Interna
tional, Miami. Roger E. Anderson, 
chairman of Continental Illinois Corp., 
said the subsidiary would serve the in
ternational financial needs of corre
spondent banks, corporations, gov
ernment entities and individuals in the 
Caribbean and Latin markets.

• Charles E . Bartling, president of 
CEBAR Communications, In c., 
Evanston, 111., is now vice president of 
the Bank Marketing Association. At 
the 1978 American Society of Business 
Press Editors convention, he was 
named honorary lifetime executive 
vice president.

COMMERCIAL BANKERS
Through our network of regional offices, conveniently located in 
the nation's money centers, we are fortunate to represent some 
of the nation's finest and fastest growing banks.
Currently we ore engaged in a number of searches for experi
enced personnel in areas of Operations, Personnel, Commercial 
Lending, Installment Lending, Financial (Audit and Controller), 
Trust and Marketing. These openings, in a wide choice of locales, 
are from the entry level to President.
Starting salaries range from $14-45 ,000 . Send resume in con
fidence, including geographical, and income requirements. A ll 
fees paid by employer.

d S M r a o n  HOWARD /
360 N. M ichigan Ave., Chicago, IL 60601 (312) 332-2341

New York •  New Jersey •  Chicago •  Atlanta * San Francisco •  Dallas 
An Executive Recruiting ond Placement Agency for the Financial Com munity
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A SIMPLE
SOLUTION 
TO SIMPLE 
INTEREST

BOOKKEEPING.
If you’re thinking about converting to 

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

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

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

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

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

There’s no need to write individual 
certificates.

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

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

Call Dan Boney 
v. 919/782-6110

T H E  S IM P L E  SOLUTION  
D TO S IM P L E  IN T ER EST .
Durham Life Insurance Company, Home Office: Raleigh, N.C. 27611 

P.O. Box 27807, Tel. 919/782-6110
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Regulatory News

Comptroller Calls for McFadden Act Review

THE COMPTROLLER of the Cur
rency has called for a more com

petitive environment for the commer
cial banking industry through relaxa
tion of government restrictions against 
branch banking.

In a speech in Chicago before the 
Association for Modern Banking in Il
linois, John G. Heimann said the op
portunity to create that environment 
has been presented by a congressional 
mandate to review the future of bank 
branching and the McFadden Act.

Passed in 1927, the McFadden Act 
generally authorizes the establishment 
of national bank branches where state 
law permits competing state banks, as 
defined in the act, to establish branch 
offices. The act is frequently described 
as creating competitive equality be
tween state and national banks.

“Today’s distorted notion of ‘com
petitive equality,’ coupled with other

legislative actions or inactions, cur
rently preserves a system that’s nei
ther equal nor competitive,’’ said Mr. 
Heimann.

Some commercial banks today, the 
Comptroller observed, are more con
cerned with protecting their own mar
kets from competitors and other com
mercial banks than with providing 
convenient banking services for the 
public. “The result is a doctrine that 
restricts banking services, reduces 
consumer choice and stifles competi
tion,” he said.

“It’s a philosophy that can best be 
characterized as pro-competitor rather 
than pro-competitive,” declared Mr. 
Heimann.

The Comptroller added that compe
tition is stifled, not only by branching 
restrictions, but also by restrictions on 
the types of services commercial banks 
can offer and the interest they are

permitted to pay on deposits. He 
noted that these restrictions create a 
gap between what the public needs 
and what the industry provides, a gap 
that is widened further by technology 
available to those who choose to use it 
and filled by other types of financial 
institutions not subject to similar mar
ket constraints.

“The dynamics of the marketplace, 
in effect, are leaving commercial banks 
behind,” he said.

In this environment, Mr. Heimann 
warned, “We must decide whether the 
commercial banking system will be 
permitted to engage its competitors on 
an equal basis or whether, secure in its 
cradle of governmental restrictions, it 
will be replaced, at least on the retail 
level, by other financial institutions 
that are better able to meet the needs 
of the banking public.” • •

Nancy Teeters Confirmed 
For Post on Fed Board

Nancy Hays Teeters, assistant staff 
director and chief economist, House 
Budget Committee, was confirmed 
last month by the Senate for a post on 
the seven-member Federal Reserve 
Board. Mrs. Teeters, who was nomi
nated earlier by President Jimmy Car
ter, will be the first woman to serve on 
the board. She was sworn in Sep
tember 18 and fills a vacancy left by the 
resignation from the board of former 
Chairman Arthur Burns. Mrs. Teeters 
term will run until January 31, 1984.

Mrs. Teeters had held her current 
posts since 1974. Her career, most of 
which has been spent in Washington, 
D. C ., has included being senior
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specialist, congressional research ser
vice, Library of Congress; senior fel
low, Brookings Institution; and fiscal 
economist, planning/analysis staff, Of
fice of Management and Budget.

She also has been an economist with 
the Fed, Bureau of the Budget and 
Council of Economic Advisers and. has

Consumerists Appointed

The Comptroller of the Currency 
has appointed Jo Ann Doman 
Barefoot director of customer and 
community programs and Zina Gef- 
ter Greene director of civil rights. 
Both will report to Cantwell F. Muc- 
kenfuss III, deputy comptroller for 
policy planning.

The appointments are designed to 
strengthen the agency’s efforts in 
consumer affairs, civil rights and 
community development.

Miss Barefoot was formerly with 
the National Association of Realtors, 
the Federal Home Loan Bank Board 
and has served on the HUD sub
com m ittee staffs of the Senate 
Committee on Banking, Housing 
and Urban Affairs.

Miss Greene was formerly with 
HUD’s Office of Fair Housing and 
Equal Opportunity.

taught at the universities of Michigan 
and Maryland. Mrs. Teeters was an 
instructor in Germany for the latter.

Workings of Federal Reserve 
Described in New Film

“The Fed . . . Our Central Bank,” is 
the title of a new educational film de
scribing the functions of the Fed. It has 
been released by the Board of Gover
nors of the Federal Reserve System.

The film goes behind the scenes to 
show how the Fed makes credit avail
able for economic growth and jobs —  
managing money and credit, clearing 
checks, putting coin and currency into 
circulation, destroying old currency, 
supervising banks and administering 
consumer credit laws.

The film includes a sequence show
ing the Open Market operations of the 
Fed’s New York trading room.

The 20-minute, 16mm film is avail
able on a free loan basis from Associa
tion Films, 866 Third Ave., New York, 
NY 10022 and its 10 regional film cen
ters, as well as from the Federal Re
serve System and the 12 district Fed
eral Reserve Banks.
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You can get business off the ground by 
forking over a lot of capital for new 
equipment Or you can do it by leasing.

On the surface, it might seem 
good business for a company to own 
its new equipment. But, when you 
consider the strain buying puts on 
capital and how quickly equipment 
depreciates, the ad vantages of leas
ing can become readily apparent.

At Third Lease, these advantages 
can be yours and your customers’.

We’ll lease almost any income-

producing equipment essential to 
business—plant machinery, business 
machines, production and construc
tion equipment, aircraft, computers, 
automated tellers, and more. And fast.

Our leases give you 100% financ
ing. We buy the equipment. You use 
it. And because our lease terms are 
usually longer than loan financing, 
equipment use tends to match your 
lease payments.

What’s more, we offer options for 
continually modernizing equipment

To keep it competitive, and at peak 
performance.

For further information call your 
correspondent banker. With a new 
equipment lease from us, you could 
give business a big lift without 
causing operating capital to go up, 
up and away.

Our Correspondent 
Tennessee WATS 
Line is (800) 342-8360.
For neighboring states, 
dial (800) 251-8516.

THIRD
NATIONAL

BANK

IN N ASHVILLE
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MINER

• Bank Building Corp. H. Berny 
Engel has been promoted from a group 
vice president to senior vice president, 
Bank Building Corp., St. Louis. Jo
seph P. Hopkins has moved up from 
vice president/administration to senior 
vice president/adm inistration. In

Corporate
News

Roundup
other action, BBC appointed William 
H. Miner sales manager, central divi
sion.

Mr. Engel joined the firm in 1965 
and Mr. Hopkins, in 1967. He recently 
was named to the corporate planning 
group. Mr. Miner formerly was with 
Prestige Services, Inc., St. Louis, as 
senior associate and sales director. 
Before that, he was north central man
ager for Diebold, Inc., Canton, O.

• Associates Commercial Corp. 
New headquarters city for the factor
ing operation of Associates Commer
cial Corp. is Charlotte, N. C. The divi
sion, which had been located in 
Chicago, became fully operative Oc
tober I in its new offices in the 
Wachovia Building. Charlotte was 
selected primarily because of its 
proximity to furniture manufacturers 
and textile mills.

In other action, Kalman R. Kaplan

was promoted from division controller 
to portfolio manager in the expanded 
Charlotte credit office, and James M. 
Luchansky was advanced from assist
ant controller to controller. Mr. Kap
lan went to the firm six years ago. Mr. 
Luchansky was with Commercial Dis
count Corp. when it was acquired by 
Associates Commercial in 1975.

YOST BARONE

• Diebold, Inc. This Canton, O.- 
based firm has named Robert P. 
Barone vice president and general 
manager, automatic banking systems, 
and Edwin A. Yost vice president and 
general manager, electronics group. 
Mr. Barone joined the firm in 1971 and 
most recently was general manager, 
automatic banking systems. Mr. Yost, 
with Diebold since 1973, was general 
manager, electronics group.

" V O W  YOUR DIRECT UNE TO 
y  PROMPT, PERSONAL 

CORRESPONDENT 
BANKING SERVICES
For knowledgeable, personalized 
attention to correspondent 
banking problem s...

you ought to know a 
D ETRO IT BAN K-erfo g Y ^ .

DETROIT 
BANK 
& TRUST

Member FDTC

• Geo. D. Barnard Co. James E. 
Brown, president, Mercantile Ban
corp., has been elected to the board of 
Geo. D. Barnard Co., St. Louis. Joe 
Pearcy has been made executive vice 
president; Frank Kasai, C. N. Bob 
Schaefer and Hairl Wilson were 
named vice presidents; William  
Hefflinger was appointed controller, 
and G. A. Gannett was elected trea
surer.

Louis J. Orabka Dies

Louis J. O rabka, 84 , 1 
ch airm an em eritus, 1 r*
Bank Building Corp., 1 
St. Louis, d ied of a 
heart a ttack  Sep
tember 6. Mr. Orabka

n
i l l:irv

jo ined the firm  in 
19T4, a year after it 
was founded. For the I

1 I
next 64  years, he 
watched it grow into 
the nation 's  largest

. ¡¡¡¡¡I

firm  sp ecia liz ing  in
planning, designing and constructing financial 
institutions. He once described his first job with 
BBC as "bookkeeper, office boy and janitor." Mr. 
Orabka advanced to vice president in T 937 and 
to executive vice president in T943, taking  
charge of all contract-manufacturing and opera
tional functions. W hen the firm 's founder, 
Joseph B. Gander, died in T 960, Mr. Orabka was 
elected its president. He became chairman and 
CEO in T 964 and retired in T 969, but continued 
as a consultant and chairman emeritus.
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Curving white beach at Waikiki attracts thousands of 
visitors annually. Located in Honolulu, 1978 ABA con
vention site, beach stretches from Ala Wai Boat Har
bor to world-famous Diamond Head. This photo and 
cover photo courtesy H a w a ii Visitors' Bureau.
Diamond Head also serves as backdrop for beach 
scene in cover photo.

6Big Gov’t,’ Laws, Regulations 
To Be Studied at ABA Convention

—  featuring William F. Ford, senior 
vice president, Wells Fargo Bank, San 
Francisco; and Alex Sheshunoff, presi
dent, Sheshunoff & Co., Inc., Austin, 
Tex.

Mr. Ford, formerly the ABA’s chief 
economist, will make a six-to-eight- 
month economic forecast and then 
suggest ways to cope with what is to 
come.

• “Whose Bank Is It?” —  featuring 
Samuel B. Chase, managing associate, 
Golembe Associates, Inc., Washing
ton, D. C.

The convention’s traditional eco
nomic investment outlook program 
will be held Wednesday morning, Oc
tober 25. Participants will, be Henry 
Kaufman, partner, Solomon Brothers, 
New York City; Leon Cooperman, 
partner and chairman, investment 
policy committee, Goldman, Sachs & 
Co., New York City; and Dewey

42 MID-CONTINENT BANKER for October, 1978

THE 1978 convention of the Ameri
can Bankers Association October 

21-25 will be held in Honolulu, but 
part of the program will be focused on 
the nation’s capital, reflecting bankers’ 
interest in actions taken there.

For instance, a question that seems 
to be on many Americans’ minds these 
days —  “Can We Contain Big Gov
ernment?” — will be discussed by a 
panel to be moderated by Robert 
MacNeil. He is the award-winning 
executive editor of the Public Broad
casting System’s “ MacNeil/Lehrer 
Report.” This panel will be. held at the 
general session Tuesday morning, Oc
tober 24.

Also in the federal area, a new fea
ture at this year’s annual meeting will 
be a series of workshops on how to cope 
with new laws and regulations. These 
workshops will be held Monday and 
Tuesday, October 23-24. In addition,

there will be meetings designed to 
allow conventioneers to take part in 
dialogues with their federal regulators.

Other subjects pertinent to banking 
are planned:

• “Profitability and Competition”

A T V X n E f T - )
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Daane, vice chairman, Commerce 
Union Bank, Nashville. Raymond 
Meany, treasurer, Connecticut Bank, 
Hartford, will moderate this panel, 
which will include discussions of bond 
and equity markets and international 
development.

There also will be dozens of 
special-interest sessions, in which 
bankers will be able to hear experts 
discuss issues of specific interest and 
concern to their institutions.

Keynote speaker will be David 
Rockefeller, chairman, Chase Manhat
tan Bank, New York City, who, along 
with Joseph Sisco, will talk on major 
international topics. Mr. Sisco, presi
dent, American University, Washing
ton, is the former undersecretary of 
state for political affairs. Both men will 
appear Monday morning, October 23, 
at the general business session, as will 
ABA President A. A. Milligan, presi
dent, Bank of A. Levy, Oxnard, Calif.

At the Tuesday general session,

On Spouses' Program

Ronald Barnes, pres.,
Transitions, Inc. (for
m erly M enninger  
Foundation), Phoenix, 
w ill hold sessions on 
coping with leadership 
stress and change as 
part of the spouses' 
program  during the  
ABA convention in 
Honolulu October 
21-25. Throughout the 
convention, a parallel 
program for spouses w ill be held on a broad 
range of topics relating to banking and self de
velopment.

ABA Executive Vice President Willis 
W. Alexander will speak, and 1978-79 
ABA officers will be elected and in
stalled.

As is traditional, ABA President- 
Elect John H. Perkins, president,

Continental Bank, Chicago, will suc
ceed Mr. Milligan as president. Taking 
Mr. Perkins’ post of president-elect 
will be C. C. Hope Jr., chairman, First 
Union National of North Carolina, 
Charlotte. He became the official can
didate last spring. Thomas E. Smith, 
president, Fidelity Brenton Bank, 
Marshalltown, la., will begin his sec
ond one-year term as treasurer. 
W. Liddon McPeters, who headed the 
ABA in 1976-77, will turn over his 
1977-78 post of governing council 
chairman to Mr. Milligan. Mr. McPet
ers is president, Security Bank, Cor
inth, Miss.

The large Neal Blaisdell Center 
(formerly the Honolulu International 
Center) will be the site of the two gen
eral meetings and of the fellowship 
gathering. The latter will be held from 
9-10:15 a.m., October 22. Hotels in 
the Waikiki Beach area will house all 
other convention activities and 200 ex
hibit booths. • •

A B A ’s O fficial Fam ily

A. A. MILLIGAN 
President

W. L. McPETERS T. R. SMITH
CH., Governing Council Treasurer
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JOHN H. PERKINS, 
President-Elect

A. A. MILLIGAN is president, Bank 
of A. Levy, Oxnard, Calif., which was 
founded by his grandfather and which 
he joined in 1940. Except for World 
War II service, he has been there since 
then, assuming his present post in 
1955.

JOHN H. PERKINS is president, 
Continental Bank, Chicago, a post to 
which he was elected in 1973. He, too, 
has spent his career —  since 1946 —  at 
the same bank.

W. LIDDON M cPETERS became 
president, Security Bank, Corinth, 
Miss., in 1962 after joining it in 1943 as 
a director. He served the ABA as its 
president in 1976-77.

THOMAS R. SMITH is president, 
Fidelity Brenton Bank, Marshalltown, 
la. He also is vice president and direc
tor, Brenton Banks, Inc., a multi-bank 
HC in Iowa.

C. C. HOPE JR. is vice chairman, 
First Union National of North 
Carolina, Charlotte, which was Union 
National when he joined it in 1947. He 
was nominated for president-elect by 
the ABA governing council.

c. c. HOPE JR.
Pres.-Elect Candidate

WILLIS W. ALEXANDER is chair
man, Trenton (Mo.) Trust, where he 
was president when elected ABA 
president in 1968. He became execu
tive vice president at the end of his 

W. W. ALEXANDER .. „ term in 1969.Exec. Vice Pres.
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The Consensus Process: 

How It Helps ABA 

Speak to Congress 

With One Voice

By JOHN H. PERKINS 
President-Elect

American Bankers Association

F OR EVERY trade association, 
there’s probably a slightly differ
ent policy-making process, varying to 

accommodate each organization’s 
membership and needs.

Over the past several years, the 
American Bankers Association has 
evolved a decision-making process I 
believe is uniquely well fitted to the 
needs of a profession as large and di
verse as banking. Specifically, a con
sensus process involving some 350 
bankers representing every facet of 
banking not only has renewed the 
ABA’s commitment to truly demo
cratic policy choices, but also has 
brought formidable “clout” to bear on 
the entire spectrum of our gov
ernm ent-relations efforts because 
bankers all over the country become 
involved personally in the entire pro
cess.

More important in a political sense, 
the consensus process helps to ensure 
that those who disagree with the 
majority opinion, or who chose to re
main silent, at least fully understand 
their colleagues’ decision and can ex
plain it to others who were not present 
for the extended time needed to 
understand, analyze and reach a con
sensus.

One of the most worthwhile aspects 
of the consensus process is that it al
lows for this “gentlemanly disagree
ment. ” When all parties have been in
volved in the discussion, when each 
and every person has had a full oppor
tunity to argue for his approach to the 
issue, it’s easier to respect the other 
person s viewpoint and understand the 
reasoning that motivated the majority.

American society seems to have be
come increasingly combative and ad
versary in many of its processes, and I 
believe the consensus process has 
helped the ABA avoid an excessive 
measure of divisiveness and fac
tionalism so that on the. major 
government-relations issues we are 
able to speak to Congress with one 
voice.

That happens through banking 
leadership conferences the ABA calls 
on an as-needed basis, usually three or 
four times a year. The government re
lations council, the governing council 
with members from every state, lead
ers of the state bankers associations 
and of other national banking trade as
sociations —  all of them participate in 
banking leadership conferences. Short 
of the ABA’s annual conventions, these 
conferences bring together the most 
representative group the banking in
dustry has. Every element within the 
industry is represented —  large banks, 
small banks, national banks, state-

Mr. Perkins also is president, Continental 
Bank, Chicago.
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John H. Perkins nears end of busy year, during 
which he has been serving as pres., Continental 
Bank, Chicago, and as ABA pres.-elect. A t ABA's 
annual convention in Honolulu this month, Mr. 
Perkins w ill advance to ABA presidency.

chartered banks, rural and metropoli
tan banks.

At these conferences, the govern
ment relations council, which has the 
mandate of discussing the issues of the 
day extensively in other meetings, 
presents to the larger 350-banker 
group first the given issue and then the 
consensus the government relations 
council has developed and the reasons.

That presentation often is sup
plemented by government officials and 
others and is followed by lengthy dis
cussion by the 350 bankers, who, in 
turn, register their approval or disap
proval of the posture adopted by the 
government relations council.

The 90-member government rela
tions council is the ABA’s prime legis
lative and regulatory policy-making 
group. While its decisions are subject 
to review by the association’s direc
tors, the council and its administrative 
committee continually review federal 
issues as they evolve and determine 
the focus of the ABA’s efforts on those 
issues.

While it was not a new idea, during 
my term as chairman of the govern
ment relations council several years 
ago, we continually noted that trade 
associations and other groups that deal 
with Congress most successfully were 
those that advocated a positive posi
tion, instead of simply reacting (nega
tively or otherwise) to proposals put 
forward by others. Rather than de
nouncing someone else’s position, we 
believe it’s much more productive to 
develop our own positive proposal and 
move ahead to advocate it in Congress.

To that end, those of us on the coun
cil at that time, working with our out
standing staff, put together four cri
teria the ABA uses not only to analyze
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other groups’ proposals, but also to de
velop our own posture on all public- 
policy issues. Those criteria ask the 
following four questions:

• How do bank customers benefit 
from the proposal?

• Will the proposal enhance the 
broad competitive environment? If the 
proposal is not pro-competitive, is it 
otherwise demonstrably necessary to 
achieve the objective of maintaining 
the safety and solvency of financial in
stitutions?

• Is the proposal consistent with na
tional economic and social priorities?

• Does the proposal provide the op
portunity for competitive financial in
stitutions to maintain viability and 
profitability regardless of size? Does 
the proposal achieve or maintain equal 
competitive ground rules among the 
various types of competing financial in
stitutions?

Given the complexity of many 
legislative proposals affecting banking, 
as well as the political rhetoric that 
often disguises the specifics of a given 
bill, it’s not easy to answer those ques
tions in just a few minutes —  or days —  
of analysis and discussion. Fortu
nately, the legislative process is such 
that we almost never have to make 
snap decisions.

From the time a bill is introduced, 
and as it moves through subcommit
tee, full committee and then through 
the House or Senate, the government 
relations council considers and dis
cusses the bill for as long as it takes to 
get to the root of what it means for bank 
customers and banks — and to formu
late a positive posture of advocacy on 
the issue addressed by the bill. In 
many cases, when it’s apparent that a 
legislative proposal will be put for
ward, these deliberations begin even 
before a bill actually is introduced.

Banking leadership conferences 
truly are an exercise in participatory
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democracy. Disagreements are fre
quent, especially at the start of a 
meeting. Issues are fully aired. And as 
these discussions continue at some 
length, a consensus almost always 
emerges —  a consensus most bankers 
can support.

That factor completes the formula 
for successful government relations in 
Washington — compelling facts, per
suasive arguments, political involve
ment and a united front.

In the course of discussions in our 
government relations council meet
ings and banking leadership confer
ences, virtually all the facts are 
brought forward by those who know 
the facts best —  bankers plus outside 
experts at times when needed. As the 
facts are developed, so are the argu
ments, both pro and con.

With those facts and arguments in 
hand, both the ABA staff and bankers 
who participate in our leadership con
ferences plus other bankers from all 
over the country are fully equipped to 
take the issue to Congress or to the 
regulators in the best way possible —  
with a united front, with unassailable 
facts and with strong political argu
ments based on our personal knowl
edge of marketplace realities in repre
sentatives’ and senators’ home states.

As of this writing, numerous bank
ing issues still are hanging fire in Con
gress, but the one major piece of legis
lation that seems likely to be enacted 
into law this year —  the Financial In
stitutions Regulatory Act —  is one on 
which we bankers have had a construc
tive impact indeed. (It started out as 
the so-called Safe Banking Act.) In 
more than a year of analysis and fact
gathering through the consensus pro
cess, accompanied by some of the most 
effective educational effort by bankers 
with Congress and regulatory agencies 
I have ever seen, that bill was trans
formed from something that was ab
solutely objectionable to something we 
can live with and whose passage we 
ultimately supported.

Using the consensus process, the 
ABA has developed a strong record —  
and an equally strong lobbying posi
tion — on a number of issues that may 
see final congressional action next 
year.

For example, we concentrated on 
the NOW-account issue last year, 
seeking a constructive approach to 
what began as a difficult issue. As a 
result of those efforts, NOW accounts 
are tied firmly to our goal of ending the 
interest-rate gap that discriminates 
against bank savers.

We worked at great length earlier 
this year on an electronic-banking-

consumer-protection bill. As of this 
writing, the House has passed a bill 
that protects the legitimate interests of 
consumers without hampering the fu
ture growth of EFT. On another front, 
the Senate has passed a bill that would 
take a small, but much-needed, step in 
the direction of simplifying the 
Truth-in-Lending Act.

Next year, bankers will face several 
relatively difficult issues, probably in
cluding congressional reconsideration 
of some phases of the McFadden Act 
and branching by financial institutions, 
a new thrust to reorganize the banking 
regulatory agencies into a single 
superagency, perhaps even the entire 
question of interest-rate ceilings. In all 
likelihood, the questions of Fed mem
bership and the pool of reserves con
trolled by the Fed, combined with 
explicit pricing of Fed services, will 
continue to be major concerns for us in 
the coming year.

Remaining before us are the ABA’s 
long-standing priorities — ending 
interest-rate-ceiling discrimination 
against bank customers, achieving a 
level playing field for all depository in
stitutions, working methodically to roll 
back or modify costly and unnecessary 
federal paperwork and regulatory bur
dens. Through the consensus process, 
bankers have arrived at a highly effec
tive way of making progress through 
the federal legislative and regulatory 
processes.

We have built a good record, one I 
expect we will improve on in the com
ing year. That depends on the 350 
bankers who participate in the ABA’s 
direct consensus process, but even 
more, it depends on the growing in
volvement of every American banker 
in the larger consensus and implemen
tation process that is continually 
evolving throughout our industry. • •

ABA Awards Fellowship

WASHINGTON, D. C. —  The ABA 
has awarded the Whitney M. Young, 
Jr. Fellowship for the 1978-79  
academic year to Paul D. Adams, a 
doctoral candidate in corporate fi
nance, Ohio State University, Colum
bus. It covers Mr. Adams’ tuition costs 
and fees and provides a $4,000 stipend.

The fellowship is given annually to a 
minority-group member in the final 
year of a doctoral program in banking, 
finance, economics, business adminis
tration or related subject areas. It was 
established in 1971 in memory of the 
late executive director of the National 
Urban League.
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Inflation: No. 1 National Issue- 
Can Bankers Help Fight It?

P RESIDENT Carter has called in
flation the “worst domestic prob

lem we have,” and a recent Gallup poll 
shows that more than half the Ameri
can public agrees with him.

Americans did not need to see the 
latest inflation figures to know that 
prices were going up. In April, con
sumer prices advanced at an annual 
rate of almost 11%. Most economists 
now are saying the annual rate of infla
tion for this year will top 7%.

It s true that the wholesale price 
index increased at a somewhat slower 
annual rate in May— only 6%, com
pared to almost 13% for the first quar
ter of this year. But that does not 
change the underlying trend in our 
economy. The fires of inflation are 
burning brightly again, and we must 
take action now to see that they do not 
get out of control.

The ABA president points 
out the truth of the adage that 
there is no such thing as a free 
lunch, th a t, one way or 
another, all of us will wind up 
paying fo r government ser
vices.

Of course, every American is con
cerned about inflation. But as bankers, 
our reasons for concern are even more 
compelling.

We are concerned because our 
customers—particularly our savers—  
are especially hurt by inflation. When 
inflation begins to top 7%, bank savers 
have no place to hide. They can only 
watch the value of their savings washed 
away by the tide of rising prices.

So far, at least, Americans still be
lieve it makes more sense to save 
rather than spend. A recent New York 
Stock Exchange study shows that most

MID-CONTINENT BANKER for October,

By A. A. MILLIGAN 
President 

American Bankers 
Association

Americans favor savings accounts, 
CDs, life insurance and real estate as a 
means of investing for the future.

But that could all change if inflation 
continues. People could decide to 
spend their savings before their money 
loses even more of its value. If that 
happens, not only banks but the entire 
financial system will be in serious 
trouble.

We bankers are concerned for 
another reason: We see what inflation 
is doing to our ability to meet the needs 
of our customers and communities. As 
inflation causes interest rates to begin 
climbing again, bankers once again 
find themselves bumping up against 
usury ceilings. At a time when bank 
regulators are trying to put together 
regulations to implement the Com
munity Reinvestment Act, this nasty 
fact of financial life is no small concern 
to the banking community.

Finally, we bankers are concerned 
because we also are citizens of the 
communities in which we work. We 
know that inflation destroys our 
chances for future economic growth. 
We know that it eats away at the fabric 
of our society. We know that it can 
destroy this nation, both economically 
and socially, if it’s not brought under 
permanent control.

1978

If we are so concerned, what can we 
do?

One thing we must do is make sure 
were attacking the root causes of infla
tion, not just its symptoms.

Almost everybody agrees about the 
source of our inflationary problems: 
government actions. You know the 
litany as well as I . . . continued deficit 
spending as we enter the fourth year of 
economic recovery . . . government 
regulation that stifles competition . . . 
import restrictions to protect Ameri
can industries from competition with 
less expensive foreign products. . . . 
The list goes on and on.

However, government is not the 
only contributor to the problem. Once 
the inflationary spiral begins, we all 
attempt to protect ourselves. Business 
raises prices. Labor campaigns for

Bankers, says Mr. Milligan, 
know that inflation destroys 
our chances fo r future eco
nomic growth. They know that 
it eats away at the fabric of our 
society.

higher wages. We bankers raise inter
est rates to take into account expected 
rates of inflation. We all try to find 
shelter from the ravages of inflation 
because we expect inflation to con
tinue, and, in so doing, we make the 
problem worse.

Outside factors, such as increases in 
the price of foreign oil, add to our in
flationary woes.

If we all understand that the root of 
the problem lies with government, 
why do we find it so difficult to do 
something about it?

I think part of the answer to that 
question comes from the way we look
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The ABA president believes inflation is a symptom of 
our unwillingness to pay for the things y e  warit:-|h^; 
democracy. He adds that it stems from the fact that we 
jivellhici < Jem o 0facy <V 9 iy 6 m e c  ̂ by^.tnen
and women who periodically must take their chances at

r^fe:pd|b||IP

at inflation. Because inflation hurts us 
in our pocketbooks, we think of it as an 
economic problem. In fact, it s much 
more of a political problem.

Inflation is a symptom of our un
willingness to pay for the things we 
want in a democracy. It stems from the 
fact that we live in a representative 
democracy, governed by men and 
women who periodically must take 
their chances at the polls. To stay in 
office, they try to do what their con
stituents ask them to do. And what we 
have been asking them to do is deliver 
the sun, the moon and the stars— all 
without raising taxes.

Somewhere along the line, we got 
the idea that government could solve a 
great many of our problems without 
any real cost to us. But we forgot one 
basic fact: All that government has—  
including money and power— must 
come from the people, from us. If we 
are not willing to finance government 
services through our taxes— and if we 
still demand that those services con
tinue and be increased— government 
has no choice but to finance them 
through deficit spending. Under cur
rent economic circumstances, the re
sult is inflation.

The adage about there being no 
such thing as a free lunch really is true. 
One way or another, we still wind up 
paying for government services. If the 
government is forced to finance its op
erations through budgetary deficits, 
the resulting inflation drives us all into 
higher tax brackets. Higher real estate 
prices mean more revenues from gov
ernment in the form of property taxes. 
Government is in the enviable position 
of increasing its revenues without 
having to increase tax rates.

There’s only one catch to this neat 
little arrangement: It cannot go on 
forever. Sooner or later, the bubble 
has to burst, and when it does 
everyone suffers— consumers, busi
ness, retired people, even govern
ment.

Even before we reach that point, 
however, the signs are clear that the 
public is fighting back against the indi
rect tax of inflation. For years we have 
talked about the possibility of taxpayer 
revolt. Well, in California, as I’m sure 
you know, possibility has become re
ality. California taxpayers voted yes on
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an initiative that severely limits the 
ability of local government to tax real 
estate.

Proposition 13 cuts property taxes 
by 57%. It limits property taxes to 1% 
of market value and limits reassess
ment increases to 2% a year, as long as 
the property is not sold. It imposes 
severe constraints on state and local 
spending, but that’s not the only rea
son it passed. It passed because 
California home owners could not 
swallow another round of higher prop
erty taxes merely because inflation had 
pushed the nominal value of their 
homes through the roof. They had had 
enough.

Proposition 13 has gained a great 
deal of national attention. But it’s not 
the only symptom of the brewing tax
payer revolt. Perhaps equally impor
tant is the so-called tax-expenditure 
limit. By process, a state can put a 
ceiling on the amount of money it can 
collect or spend, or both.

These caps on spending already 
have been enacted in New Jersey, 
Colorado, Tennessee and Michigan. 
Seventeen other states are slated to 
consider similar proposals.

Legislatures in these states are not 
acting out of pure benevolence or al
truism. They’re acting because they 
are politicians, and they can read the 
political signs. Those signs tell them 
that American taxpayers have had 
about all they can take. They will not 
put up with de facto increases in their 
tax rates from inflation. If their state 
legislators won’t do something about 
it, they’re ready to take things into 
their own hands, as they did in Califor
nia.

What’s true of state arid local taxes 
also is certainly true of federal taxes. I 
would be willing to bet that most tax
payers would vote for similar proposals 
to limit federal taxation. But there the 
similarity ends because the federal 
government can run deficits if it s un
able to increase its revenues. And that 
is precisely what will happen if tax
payers shut off the flow of revenue to 
the federal government— without at 
the same time shutting off public de
mands for federal programs.

That’s the crux of the problem— our 
demand for federal programs. We have 
become a nation of special-interest

groups— in our work as well as our lei
sure. We have become highly effective 
in letting government know what spe
cial programs we want for our particu
lar group.

Today, a legislator who wants to stay 
in office can do so only by satisfying the 
largest number of special interests—  
consumer groups, environmentalists, 
labor, retired persons, farmers— even 
bankers. Somehow the greater good 
seems to get lost in the shuffle. There s 
no special-interest group fighting to 
stop inflation.

Who is at fault here— we or the 
elected officials? I think there’s enough 
blame to go around for everyone.

However, sharing the blame won’t 
stop inflation. What is needed is a 
change in our attitude toward 
government—a willingness to pay the 
full price for government services, and 
a willingness to forego those services if 
they are too expensive. W hat is 
needed is a change in political 
climate— a change that makes it politi
cal suicide for a representative or 
senator to vote for a program without 
accurately assessing its inflationary 
impact.

This change must begin at the grass 
roots, and bankers must play a key role 
in bringing it about. We are the finan
cial leaders of our communities. If we 
don’t speak out about inflation, who 
else will?

We must speak out at every 
opportunity— in our advertising, in 
our public relations, in our contacts 
with customers, in our contacts with 
legislators and regulators. We must 
organize our communities into 
special-interest groups against infla
tion, and we must make sure their 
voices are heard in Washington.

I don’t have to point out how quickly 
Congress can respond to the will of the 
people— once the people find a way to 
get the message to Capitol Hill. Nor do 
I have to tell how difficult it can be to 
effect a truly significant change in the 
political climate of this nation. We 
cannot persuade ourselves that the 
task will be easy.

But I am convinced we at least can 
make a good beginning. I am reminded 
of an interview Katharine Hepburn 
once gave to People magazine in which 
she expressed her distaste for the in
creasing permissiveness in our society. 
The reporter asked whether Miss 
Hepburn did not think this era would 
pass.

“Yes,” she replied, “the pendulum 
eventually will swing back. But some
one has to begin by giving it a push.”

It’s time for bankers to begin push
ing. • •

MID-CONTINENT BANKER for October, 1978

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



O p e r a t io n  U n r a v e l :

ABA Gives Progress Report on Its Effort 
To Cut Federal Paperwo, Regulations

/ " O p e r a t i o n  u n r a v e l  —  it
sounds as though it could be a 

spy operation. Actually, it’s the ABA’s 
long-term government-relations effort 
to reduce federal paperwork and reg
ulatory complexities with which bank
ers must deal.

The project, announced last fall, has 
three goals:

• To roll back or modify burden
some laws and regulations that have 
little or no benefit for bank customers.

• To prevent further layering of un
necessary bank laws and regulations.

• To provide a rallying point for 
bankers and their allies in other busi
nesses, in government agencies and in 
Congress who are determined to com
bat over-regulation.

To start the project off, the ABA 
asked for input from every ABA com
mittee, and suggestions went into the 
association’s headquarters in Washing
ton, D. C., from across the country. 
The greatest number of ideas were 
contributed by the community bank
ers, bank card and installment lending 
divisions. Most of the requests for 
simplification were for the Truth-in- 
Lending and Fair Credit Billing acts.

The ABA reports that a growing tide 
of anti-red-tape sentiment has been 
reinforced in recent months with sev
eral substantive, if modest, beginnings 
on the part of Congress and the Ad
ministration. Also, bankers have re
corded several initial successes in their 
campaign against unnecessary pa
perwork and regulations. Where prog
ress has been made, it has been 
achieved through cooperation of nu
merous persons and groups —  bank
ers, bank regulators, members of Con
gress and Administration officials.

Regrettably, the association adds,
MID-CONTINENT BANKER for October,

the past several months have seen new 
paperwork tangles and potential new 
regulatory mazes begin to loom on the 
horizon. The ABA suggests that con
certed action can prevent these poten
tial problems from taking concrete 
form.

Operation Unravel has four current 
top-priority items, 11 areas in which 
progress has been recorded since last 
fall, two major new regulatory tangles 
and some 38 items of regulatory com
plexity and paperwork that are long
standing targets of the program.

Current Top Priorities

1. Truth-in-Lending simplification 
appears possible this year, although 
Congress’ crowded calendar makes the 
prognosis doubtful. The Senate has 
approved S. 2802, which would sig
nificantly improve the Truth-in- 
Lending Act. The House Banking 
Committee chairman, Henry Reuss

(D.,W is.), has introduced a related 
measure.

Some of the more important pro
visions of the bill would: exempt ag
ricultural loans from the act’s pa
perwork and strictures; limit “mate
rial” disclosures —  omission of which 
can result in civil liability —  to items 
such as rescission rights, amount fi
nanced, dollar-finance charge, annual 
percentage rate, total of payments and 
schedule of payments; and require the 
Fed to issue model TIL disclosure 
forms that, when used correctly, 
would not be subject to civil-liability 
claims.

2. Simplification of call reports for 
small banks is in the offing. All three 
federal banking regulatory agencies 
are expected to issue proposals soon to 
reduce the paperwork connected with 
small banks’ quarterly income and 
condition reports. These changes 
could be made final by year-end.

3. Reducing banks’ paperwork and 
account costs under the federal food- 
stamp program may be possible under 
the Food Stamp Act amendments of 
1977, which eliminated the require
ment that food-stamp recipients pay 
for their stamps. As a result, the ABA 
points out, there seems to be little rea
son for banks to continue their previ
ous costly level of involvement in the 
food-stamp program. The ABA is 
working with the Agriculture Depart
ment to explore this opportunity for 
banks to cut their red-tape and ac
counting costs associated with food- 
stamp handling.

4. Repeal of the carryover-tax-basis 
provisions o f the Tax Reform Act of 
1976 remains a distant, but necessary, 
goal. The provisions not only increase 
heirs’ taxes significantly, but also make
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executors’ duties almost impossibly 
complicated. The ABA gives this 
example: Executors would be required 
to determine the value of the property 
at the time the decedent acquired it 
and then make four different adjust
ments to determine the property’s tax 
base.

A bill now before the Senate would 
postpone the effective date of the car
ryover basis until the end of 1979, and 
the ABA is actively urging that hear
ings on the issue be held during the 
proposed moratorium —  hearings that 
bankers hope will lead to complete re
peal of the carryover basis.

Hopeful Signs
President Carter s Executive Order 

12044 requires all federal agencies that 
report to the President to establish 
procedures for developing new regu
lations that increase public participa
tion in federal rule setting; to analyze 
the potential impact of new federal 
regulations and to reform existing rules 
that are outdated or excessively bur
densome. The Office of the Comp
troller of the Currency is initiating a 
regulatory review under this order, 
while the FDIC has established a task 
force of senior officials to examine 
existing rules to determine whether 
they can be improved, simplified or 
eliminated.

The Fed has reactivated a com
prehensive plan —  Project Augeas 
(named for the mythical Augean sta
bles, which Hercules cleaned after 30 
years of neglect) —  to review all Fed 
regulations by 1979, starting with rules 
affecting banks and bank HCs and then 
moving on to all other regulations, in
terpretations, policy letters and op
erating circulars.

The Paperwork Reduction Act of 
1978 (H .R. 12158), sponsored by 
House Banking Committee Chairman 
Reuss, would require every new piece 
of federal legislation to include a 
paperwork-impact statement (which 
could help Congress avoid future mis
takes like the Real Estate Settlement 
Procedures Act. The same measure 
would terminate federal agencies’ au
thority to gather statistics unless spe
cifically re-authorized to do so by Con
gress within five years after the bill’s 
enactment. It also would simplify pro
visions of the Truth-in-Lending Act.

Bills now pending in both the Senate 
and House (S. 2 and H.R. 1756) would 
provide for a six-year schedule of con
gressional reconsideration and re
authorization of nearly all federal pro
grams. Under such sunset legislation, 
programs not re-authorized would be

terminated automatically. The bills are 
intended to strengthen the congres
sional budgetary process, halt over
regulation and improve Congress’ 
oversight of the executive branch. Al
though both bills have numerous spon
sors, the pressure of other legislative 
business is such that only strong and 
visible public interest could give them 
a chance of being enacted this year.

“Sunrise” legislation (H.R. 10421), 
introduced by Representative Butler 
Derrick (D.,S.C.) and 100 cosponsors, 
would require any new authorization 
bill to include a statement of specific 
objectives and planned annual accom
plishments of the federal program or 
programs involved. It’s intended to 
improve congressional oversight of 
federal programs by providing infor
mation on the extent to which those 
programs are achieving their stated 
objectives.

Operation Unravel has four 
current top-priority items, 11 
areas in which progress has 
been recorded since last fa ll, 
two m ajor new re gu la to ry  
tangles and some 38 items of 
regulatory complexity and pa
pe rw ork  tha t are long 
standing targets of the pro
gram. Truth-in-Lending sim
plification is a top goal of the 
project.

The Financial Regulation Simplifi
cation Act, which has been added to 
the Financial Institutions Regulatory 
Act (H.R. 13088), would direct all fed
eral financial regulators to review their 
existing regulations to determine 
whether they are simple and clearly 
written, whether they achieve legisla
tive goals effectively and efficiently 
and whether they impose unnecessary 
costs and burdens on the economy, fi
nancial institutions or consumers.

At the ABA’s urging, the Senate 
Select Committee on Small Business 
has decided to eliminate from a pend
ing bill a provision that would have 
required federal banking agencies to 
conduct annual surveys of credit needs 
of small and moderate-size businesses 
—  a project the ABA believes to have 
dubious merit and to be costly to banks 
and bank regulatory agencies. Instead, 
the committee plans to ask regulators 
to recommend a less costly method of

determining small businesses’ credit 
and capital needs.

Preventive Medicine

One of Operation Unravel s goals is 
to prevent further layering of unneces
sary, complex and costly regulations on 
banking. In that connection, two issues 
stand out as areas in which strong ac
tion now can prevent the future neces
sity of going back over old ground and 
unraveling mistakes made now.

1. Regulations to be issued under 
the Community Reinvestment Act 
could be one of the most significant and 
burdensome developments banking 
has faced in many years. Depending on 
how the law ultimately is interpreted 
by regulators, it could mean anything 
from universal political allocation to a 
declaration of intent by regulators that 
local lending should be encouraged. 
The law requires regulators to take into 
account a lender’s record of meeting 
community-credit needs when regu
lators evaluate a lending institution’s 
application for any change in status —  
new branch, new headquarters loca
tion, new HC activity or acquisition, 
etc.

The law is so vague that all four 
financial regulatory agencies —  the 
Fed, FDIC, Comptroller and Federal 
Home Loan Bank Board —  believe it s 
necessary to hold hearings in Washing
ton and several other cities across the 
country to try to determine how 
people interpret the law. The ABA and 
many bankers have told regulators that 
only a regulation as broad and general 
as the law could satisfy the spirit of the 
law. At the most, the ABA argues, the 
law’s requirements should be met by 
instructing bank examiners to work 
informally with lending institution 
boards to review local credit needs and 
the extent to which they are being met.

Proposed regulations implementing 
the CRA do incorporate the concept of 
having financial institutions’ boards 
play a major role in determining and 
responding to local communities’ 
credit needs. However, the proposed 
process for subsequently determining 
whether those credit needs have been 
met seems unnecessarily complex and 
inflexible.

2. A standby gasoline-rationing 
plan, which has been announced by 
the Energy Department, would use 
banks as gas-rationing coupon issuers 
and collectors. According to the ABA, 
the political and economic reality is 
that gas rationing isn’t a matter that can 
be relegated safely to the distant fu
ture, but the key issue involved in the 
department’s plan is that private busi
nesses would be used in a potentially
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disruptive way as agents of a costly, 
complex and labor-intensive govern
ment program —  without reimburse
ment. Even with reimbursement, the 
ABA believes it wouldn’t be practical 
for banks to participate in the program 
as it’s envisioned by the government. 
The paper-based coupon transactions 
could overload banks’ processing 
capabilities to a dangerous point; 
numerous additional personnel would 
have to be hired, and bank lobby traffic 
would be seriously disrupted, The 
ABA is working with the Energy De
partment toward the goal of achieving 
a contingency gas-rationing program 
that is as efficient as possible and that 
minimizes the fundamental incon
venience to people that’s inherent in 
any rationing system.

Long-term targets of the ABA’s 
legislative efforts are divided into 
these areas: consumer (including the

Conference for Executives 
Of Community Banks 
Planned by ABA for March

KANSAS CITY —  The ABA will 
hold its first community bank execu
tive conference March 25-28 at the 
Crown Center here. The theme will be 
“The Challenge of Managing Change: 
Legislation, Competition, Innova
tion.”

According to Jack O. Weatherford, 
conference chairman for the ABA’s 
community bankers division, the con
ference planning committee is de
veloping a full schedule of concurrent 
forums, special-interest sessions and 
general sessions from a priority list of 
topics suggested by community bank
ers as the areas of greatest concern to 
them. Mr. Weatherford, chairman, 
Murfreesboro (Tenn.) Bank, explains 
that a community bank generally is 
identified as one with $100 million or 
less in total resources. About 92% of 
the nation’s 14,000 full-service banks 
are considered to be community 
banks.

The goal of the conference, Mr. 
Weatherford continues, is to provide 
community-bank CEOs and other 
senior policy-making management 
with one national forum specifically 
designed for them, an opportunity for 
an exchange of ideas among their peers 
and an exposure to people, materials 
and programs that will challenge man
agement action,

“Our hope,” he says, “is to foster 
personal growth and motivation among 
the attendees and encourage a greater 
awareness of bankers’ opportunities for

Regulations to be issued 
under the Community Rein
vestment Act could be one of 
the most significant and bur
densome developments bank
ing has faced in many years 
. . . CRA could mean anything 
from universal political alloca
tion to a declaration of intent 
by regulators that local lending 
should be encouraged.

Fair Credit Billing and Equal Credit 
Opportunity acts), trust, funds 
allocation/acquisition, operations/ 
services and general. • •

community and political involve
ment.”

Besides the working program, there 
will be an educational display and an 
activity center. A spouses’ program 
will be heavily focused on the confer
ence program.

Space restrictions require that regis
tration be limited to 700 bankers, who 
will be accepted on a first-come-first- 
served basis.

Agricultural Bankers to Meet 
In Nashville Nov. 12-15

NASHVILLE —  National spokes
men in agricultural finance, federal 
legislators, bankers and industrial 
leaders will take part in the ABA’s na
tional agricultural bankers conference 
November 12-15 at the Opryland 
Hotel here.

One of the speakers will be Senator 
Howard H. Baker Jr. (R.,Tenn.), mi- 
nitority leader, U. S. Senate.

The conference will feature outlook 
presentations on such topics as the 
general economy, cattle, grains and 
soybeans, cotton and hogs. An added 
feature to the outlook session will be a 
consumer-viewpoint presentation by 
Barbara Keating, president, Con
sumer Alert Council, Stamford, Conn.

Daniel G. Sisler, professor, agricul
tural economics, Cornell University, 
Ithaca, N. Y., will discuss world mar
ket opportunities in agriculture.

An array of forums and workshops 
will offer bankers ample opportunity to 
exchange their views with experts 
leading the sessions.

First Standards Workshop 
To Be Scheduled by ABA 
W ill Be Held Dec. 13-15

DALLAS —  The ABA’s first stan
dards workshop will be held De
cember 13-15 at the Fairmont Hotel 
here. The program will be designed for 
all bankers concerned with application 
of standards, particularly middle man
agers, product-planning officers and 
operations officers for bank cards, 
checks and EFT  services.

The program will feature discussions 
of standards issues in three key areas:

• Bank cards —  key information on 
security and communications.

• Checks —  MICR (magnetic-ink 
character recognition), OCR (optical 
character recognition) and latest 
check-truncation developments.

• EFT  — consumer-network-user 
interface, OCR remittance bills and 
telephone bill paying.

Those attending will have the oppor
tunity to take part in give-and-take dis
cussions with those bankers and other 
representatives from related indus
tries who participate regularly in the 
standards activities of the ABA, the 
American National Standards Institute 
and the International Standards Or
ganization.

“What bankers will learn at this 
workshop and what the ABA will learn 
from a better understanding of bank 
needs during open discussion,” says 
ABA Standards Director James T. 
Booth, “will influence the future direc
tion of positions to be taken on 
standards for the banking industry.”

Customer Resistance
(Continued from  page 25)

and reasoning that produce belief and 
acceptance.

• Replace indecision and procrasti
nation with conviction and urgency 
that produce decisive action.

For example, when a customer 
questions the amount of your charges, 
you must be able to clearly show suffi
cient values to justify them, or when he 
expresses concern about the incon
venience of your bank, you must be 
able to demonstrate sufficient com
pensating values to warrant trading off 
convenience.

3. Effective communication meth
ods are needed to transmit facts, logic, 
evidence into a customer’s mind so his 
viewpoint can be changed. Because of 
the emotional origin of much of the 
resistance that you’ll encounter, it isn’t 
always possible to get your facts, logic
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and evidence directly into a customer’s 
mind. His fears and doubts can cause 
him to build an emotional wall in the 
front of his mind that will deflect your 
reasoning, no matter how sound it may 
be. Effective communication methods 
are needèd to scale the customer’s 
emotional wall so your reasoning can 
be delivered into his mind to alter his 
viewpoint. Methods by themselves 
will not resolve resistance, but when 
properly used in combination with ap
propriate facts, logic and evidence, 
they can produce desired under
standing, acceptance and action. Ef
fective methods for resolving resist
ance include:

• Ask clarifying questions —  to 
identify and define the underlying 
causes of resistance, so that you can 
employ relevant reasoning and 
methods to resolve it. Only as you 
understand the customer’s viewpoint 
can you hope to change it. This method 
frequently is used as a preface to the 
other methods.

• Describe third-party experience 
— to let the customer see —  through 
the objective experience of another 
custom er —  how and why his 
viewpoint can be changed. This 
method is particularly effective with 
emotional resistance, because it avoids

contention and lets the customer see 
the answer to his resistance without 
requiring him to agree with you.

• Outweigh with benefits —  to put 
the customer’s resistance into a bal
anced perspective by causing him to 
analyze his viewpoint in relation to the 
benefits to be gained by changing it. 
This method is particularly effective in 
resolving resistance involving price, 
time and convenience.

• Educate by analogy —  to help the 
customer see through his own experi
ence the answer to his resistance by 
drawing a parallel from what he knows 
to the viewpoint he’s expressed. This 
method is effective with both emo
tional and rational resistance, since the 
customer supplies much of the rea
soning used to modify his viewpoint.

• Add proof of performance —  to 
remove uncertainty or doubt that can 
cause a customer to become indecisive 
when confronted with an action deci
sion by supplying number proof or case 
proof to reinforce his conviction. This 
method is most effective when a cus
tomer’s indecision is caused by lin
gering doubts about the capacity of 
your service and bank to deliver 
promised benefits.

• Give reasons to act now —  to 
motivate decisive action by pointing

out disadvantages and risks of delay 
and stressing advantages and benefits 
of immediate action. This method is 
most effective when a customer is 
procrastinating because he feels no 
urgency about acting or because he 
perceives a valid reason for delay.

In our next “Let’s Talk Selling” arti
cle, we shall examine how to apply 
each of these methods in specific de
tail. • •

Operations/Automation Workshop 
Planned Nov. 15-17 in KC

KANSAS CITY —  The ABA’s opera
tions and automation division will hold 
its central regional operations/au- 
tomation workshop November 15-17 at 
the Radisson Muehlebach Hotel here. 
The workshop will focus on changes in 
banking and how banks can profit bet
ter by greater knowledge of the future 
and its effects on banking.

The program is designed for the 
mid-level bank officer with respon
sibilities in bank-operations manage
ment, data management, administra
tive management, program manage
ment or general management.

There will be special-interest ses
sions, limited to 25 individuals each, 
repeated up to three times. In addi
tion, there will be a morning general 
session featuring an EFT symposium, 
to be followed by a management semi
nar on strategic planning in the after
noon. Peer-group sessions will offer 
bankers an opportunity to discuss is
sues and problems and share experi
ences with others who have the same 
responsibilities in similar-size banks. 
Each peer group will select its own 
topics, such as bank-operations man
agement (from postal issues to check 
processing), data processing (from 
time sharing to equipment-capacity 
planning) and EFT (from automated 
clearinghouses to shared ATM net
works).

Robert H. George Dies

MEMPHIS —  Robert H. George, 
48, died of cancer this summer. He 
served Union Planters National as a 
correspondent-banking representa
tive for many years. His territory 
covered Mississippi, Arkansas and 
Texas.

Mr. George, who was with the 
bank 25 years, was a member of a 
banking family. His father, the late 
L. L. George, and grandfather, the 
late Henry George, were Mississippi 
bankers, dating back to 1907.
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Truth-in-Lending Holds First Place  
As Most Odious Federal Regulation

‘  How to Cope’ Session Set fo r  ABA Convention

P ROBABLY the most popular event 
on the ABA convention program 

will be the series of workshops on how 
to cope with new laws and regulations.

And the second-most popular activ
ity could well be the series of meetings 
designed to allow bankers to engage in 
a dialogue with federal regulators.

A survey of Mid -C o n tin en t  
Banker readers reveals that Truth- 
in-Lending (Regulation Z) is the 
greatest thorn in the side of bankers, 
followed closely by the Real Estate 
Settlement Procedures Act (RESPA).

Other consumer regulations that are 
unnerving bankers, listed in descend
ing order of their dislike, include the 
Equal Credit Opportunity Act, 
Home-M ortgage disclosure regu
lations and Fair Credit Billing regu
lations.

Many bankers agree that Regulation 
Z causes additional expense to banks 
and customers alike. In addition, it 
makes credit much more costly and 
harder to obtain, especially for small 
customers borrowing small amounts. 
That’s the opinion of E. A. Luce Jr., 
president, First Security Bank, Sour 
Lake, Tex.

Emphasizing the cost burden Reg
ulation Z places on banks, Leon Page, 
president, Franklin (Ky.) Bank, says 
the regulation changes so often that it’s 
almost impossible for a bank to stay in 
compliance unless it hires a full-time 
employee to keep abreast of changes.

To make matters worse, customers 
don’t really care about Truth-in- 
Lending, says an Indiana banker, and 
they often feel that the regulation is 
something the bank has imposed on its 
customers to make it tougher to get a 
loan.

A more moderate appraisal is given 
by Ira B. Hyde, chairman and presi
dent, Peoples Bank, Mercer, Mo. He 
thinks Regulation Z is OK for install
ment loans, but not for agricultural 
loans. J. F. Suellentrop, president, 
State Bank, Colwich, Kan., adds that 
Regulation Z increases the work load at 
the bank, but “we are somewhat used 
to

Comments about RESPA include 
the following:
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By JIM FABIAN 
Associate Editor

• “It’s too involved with needless 
paperwork.”

• “It’s not appropriate for small 
banks. The regulation has changed so 
many times we can’t keep up with the 
changes.”

• “It causes red tape for our custom
ers and is just another piece of time- 
consuming paperwork.”

• “RESPA is nonproductive and has 
no merit.”

• “It increases costs for both the 
bank and the customer, causes delays 
and makes real estate loans much 
harder to obtain.”

Bankers criticising the Equal Credit 
Opportunity Act regulations term  
them a good idea that has been carried 
too far and unneeded regulations that 
cause additional costs without bene- 
fitting the public. One banker com
plained that the regulations cause 
banks to let down their guard and 
take credit risks they shouldn’t — or 
wouldn’t —  take if it were not for the 
regulations.

A critic of the Home-Mortgage Dis
closure Act regulation said it causes 
red tape for customers. “I’ve not had 
one customer who cared. The disclo
sure statement gets filed away with 
other papers and isn’t used to make 
comparisons with rates of other lend
ers,” the critic said.

The ABA has been supporting its 
members in their complaints about 
federal regulations, especially in the 
area of Regulation Z.

The ABA has charged that conflict
ing court interpretations of the law, 
combined with lengthy and complex 
rules issued by federal regulators, have 
created unnecessary complexities for 
lenders and escalated costs for borrow
ers.

“It is today almost impossible for a 
creditor to prepare a closed-end dis
closure statement for consumer-credit 
transactions that doesn’t violate some 
court holding somewhere in the coun
try,” said Walter W. Vaughan, senior

vice president, Lincoln First Bank, 
Rochester, N. Y., in testimony before 
the Consumer Affairs Subcommittee of 
the House Banking Committee. Mr. 
Vaughan is chairman of the executive 
advisory council of the ABA’s install
ment lending division.

One difficulty with present Truth- 
in-Lending disclosure requirements is 
that many courts have held that sec
ondary information contained either in 
consumer-loan contracts or in as
sociated documents should be re
peated in formal Truth-in-Lending 
disclosure statements.

“The question isn’t whether the cus
tomer has been notified of the provi
sion, but simply whether that notifica
tion should have been set forth in 
the Truth-in-Lending-disclosure- 
statement portion of the contract,” Mr. 
Vaughan said.

Lenders have responded by 
lengthening their disclosure state
ments, creating an “information over
load” that detracts from the usefulness 
of the disclosure statements to cus
tomers.

Mr. Vaughan said that Truth-in- 
Lending disclosure statements would 
be more useful to consumers if they 
simply revealed the amount financed, 
annual percentage rate and total of 
payments, as well as the number, 
amount and due dates of payments.

Because of the escalating confusion 
and complexity associated with the 
Truth-in-Lending Act, the ABA 
spokesman said, it’s time for Congress 
to reassert its authority and to deter
mine as a matter of legislative policy 
how the act’s objectives should be ful
filled.

A bill to simplify Regulation Z has 
been approved by the Senate 
(S. 2802), but it’s unlikely that the bill 
will make it through both houses of 
Congress this session.

The bill would exempt agricultural 
loans, limit “material” disclosures and 
require the Fed to issue model TIL 
disclosure forms that would not be 
subject to civil-liability claims.

The new Community Reinvestment 
Act (CRA) is expected to be a popular 
discussion topic at the ABA convention
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Jerry Scott

United Missouri Bank 
is happy to be in Hawaii 
to meet and greet our 
colleagues from over a 
thousand correspondent 
banks we serve. 
Representing us at the 
American Bankers 
Association Convention > 
this year are Jerry 
Scott, Lynn Mitchelson, \ 
E. L. Burch, Mike 
Fleming and Crosby ’l  
Kemper III.

Lynn Mitchelson

E.L. Burch

Mike Fleming

Crosby Kemper III

UNITED MISSOURI BANK OF KANSAS CUT, N.A.
United we grow. Together.
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sessions, too.
Regulations to implement the act 

are designed to encourage banks to 
fulfill the intent of the act in their own 
way rather than by following lengthy 
regulations to the letter, said Comp
troller of the Currency John G. 
Heimann recently.

The CRA is designed to encourage 
financial institutions to invest in their 
local neighborhoods and to show proof 
of such investment before any request 
for merger or relocation is honored by 
the Fed.

CRA regulations are part of a new 
approach on the part of regulators to 
relax the implementation procedure of 
such legislation. In effect, regulators 
are stating, “Do it any way you want, 
but do it!”

Many bankers wish such a policy 
could apply to other regulations, espe
cially Regulation Z and RESPA! • •

Direct Verification
(Continued from page 10)

not, or should it be a negative verifica
tion in which he answers only if dis
crepancies are found? There are argu
ments both ways.

Perhaps the positive gives a certain 
greater degree of control, since with 
the negative you never can be sure 
whether the account is correct or 
whether the custom er is just too 
lethargic to answer. Recause of this, 
the positive form is used almost four to 
one over the negative, even though it 
requires greater thought and prepara
tion plus handling of the mechanics.

Surprise Element. The program will 
do less than it should if advance notice 
is given to the bank’s employees. 
“Leaks” give the defalcator a chance to 
cover up, or, if he feels pressed, to 
make a real haul in one big scoop, tak
ing off thereafter for parts unknown.

But the bank must let its customers 
know what to expect. This is best done 
by explaining to new customers that 
it’s a “regular banking procedure . . . 
for your own protection.” To present 
customers with printed announce
ments of the bank’s protective meas
ures will prepare them for what’s to 
come. A short description of the pro
cess and what will be expected of them 
is in order.

Mechanics. The actual verification 
procedure will vary from bank to bank, 
but there are some sound, basic rules 
that are good in every case. These in
clude:

1. Seize control of ledgers or print
outs at time of verification. No adjust-
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ments should be allowed, nor should 
the ledger or printouts be released 
until the work is done and the accounts 
balanced.

2. Confirmation forms should be 
prepared and sent out to the selected 
customers.

3. As confirmations come in, they 
should be checked oft at once. It’s 
helpful to have a pre-numbered series 
so that no time need be wasted hunting 
through alphabetical lists and the like. 
This not only makes the checking 
easier, but makes it easy to catch omis
sions.

4. No confirmations brought to the 
bank in person should be accepted. If 
the customer appears at the bank with 
his confirmation, he should be asked to 
retain possession of it until he can give 
it directly to the auditor. Or, failing 
this, he should be given an envelope 
into which the confirmation may be 
placed. The envelope then should be 
sealed and signed by the customer.

5. Be certain the signatures are the 
same as those on file. Accept no 
changes or perversions such as “signed 
for Mr. Smith by his secretary.” These 
are worthless.

6. Investigate all exceptions im
mediately! For here’s the crux of the 
whole matter. Each exception is a pos
sible source of trouble and should be 
treated as such.

Number of Notices. Second notices 
are usual when replies fail to come in. 
Beyond that, much depends on the 
particular account, so persons with 
knowledge of it should be consulted. It 
may be that the customer is aged or 
infirm or it may be that attorneys have 
mistakenly advised him “not to sign 
anything.” In any case, further notices 
may antagonize these people, so it’s 
well to proceed cautiously if at all. Suf
fice to say, these accounts should be 
double-checked by the auditor.

Where to Verify. Commercial ac
counts are paramount in importance. 
Most are agreed on the wisdom of ver
ification in this area, and it’s routine in 
many banks to reconcile all accounts of 
business firms and the like.

Incidentally, verification in the 
savings department may, and often 
does, have salutary secondary effects. 
In the case of long-dormant accounts, 
such procedures may activate them to 
the bank’s benefit. In the case of small, 
nuisance accounts, the items may be 
closed out, thus saving banks non- 
profitable headaches.

Many banks across the nation are 
directly verifying their savings ac
counts 100% — at little expense to the 
banks. This is done by a slight pro
gramming change coupled with a rede

sign of the 1099 form already required 
of banks to mail to their savings cus
tomers following the close of each year. 
No extra postage is necessary, since 
the verification form is mailed to the 
customer in the same envelope with 
the 1099 form.

On loan-department notices, it’s 
well to show: 1. Account number. 2. 
Original loan amount. 3. Interest rate.
4. Number of payments made (on in
stallment loans). 5. Amount of each 
payment (on installment loans). 6. 
Collateral involved. 7. Date and 
amount of last payment. 8. Present 
balance.

One last caution: Notices are never 
to be prepared by anyone who ordi
narily handles ledgers, computer rec
onciliations and/or posting work.

Response. Responses to direct- 
verification notices, for the most part, 
are very good. In most cases, replies 
are over 80%, with some up to over 
99%.

Direct verification has a place, a 
definite place, in audit control. It’s one 
more way in which you can and should 
make life increasingly difficult —  and 
certainly unprofitable — for a dishon
est employee. There’s no greater de
terrent to crime than the knowledge 
that exposure is inevitable. When used 
properly, the verification procedure 
makes concealment all but impossible. 
It is added protection for you and for 
your customer. • •

ATMs Renamed by BofA

Bank of America has changed the name of its 
ATM service from "Bank-Ameriteller" to "Ver- 
satel." The new name is said to be more flexible 
and suggests the versatility of the services pro
vided by the ATM, a spokesman said. BofA has 
five ATMs in grocery stores in Los Angeles as part 
of a pilot program.
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IF YOU KNOW SOUND ECONOMIC 
ADVICE WHEN YOU HEAR IT, YOU’LL WANT TO 

LISTEN TO BERYL SPRINKEL.
Few economic forecasters are as widely 

respected as Dr. Beryl Sprinkel. His 
credentials are impressive, his influence 
significant in national economic and 
governmental circles.

Hundreds of banks profit from Dr. 
Sprinkel’s crisp, monthly economic 
briefings contained in the Sound of 
Business cassette tapes. Others benefit 
from the Barometer of Business newsletter.

The straightforward publications of Dr. 
Sprinkel and his associates—Dr. Herbert 
Neil, Dr. Robert Genetski and Dr. Donald 
Kemp—are available upon request. The

timely and useful information contained in 
the Sound of Business cassettes can be 
yours for a modest annual fee of $100.

If your bank or business can benefit from 
the interpretation and analysis of current 
economic events, the Sound of Business 
could be one of the most helpful sounds 
you’ll ever hear.

For more information or a sample 
cassette, write on your letterhead to Dr. 
Beryl Sprinkel, get in touch with your 
Harris Banker, or call (312) 461-2697.

You should have a Harris Banker.®

HARRIS
| t u £  b a n k .
Harris Trust and Savings Bank, 111 W. M onroe St., Chicago, IL 606 90 . M em ber F.D.I.C., Federal R eserve System.
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Signage: A v ita l m arketing link, 
Call Federal Sign.
Your sign is the first impression your potential 
customers have of your business. Federal Sign has 
more experience and facilities to help you make 
that impression a good one.

Since 1901, Federal Sign has provided 
full line signage services including site f  
evaluation, design, engineering, permit /  C |  
procurement, manufacturing, installation, /  1
and maintenance through outright 
purchase or leasing programs. I

Whatever your signage ¡needs— 
identification, informational, directional 
or the extra motivational effect of an 
electronic message center, call Federal Sign.

Write for a free brochure or call toll free today, 
800-323-7431. Federal Sign, Dept. FBG-37, 140 E. 
Tower Drive, Burr Ridge, Illinois 60521.

Federal Sign: The Professionals
FEDERAL SIGN

Division Federal 5ignal Corporation
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If you need deposits or if you need addition
al customers, we can help you achieve your 
goals at minimum or no cost. One of Salem’s 
trained consultants is ready to help. We are 
the industry’s largest supplier of continuity 
programs and can design a program to meet 
your specific objectives.

May we show you what we can do? Write 
for more information:

The Salem China Company 
1000  South Broadway 

Salem, Ohio 4 4 4 6 0

Better yet, phone Jay H. Keller: 
(216 /3 32 -4 6 55 )
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Shopping Sprees, Hot Air Balloon 
Focus Public Attention on ATMs

Indiana housewife loads up on meat during two-minute shop
ping spree sponsored by First Bank, South Bend, during ATM 
promotion at supermarket facility.

Buy one Dinner Box, get 
one free when you use your 
Third National 24-Hour Teller 
for W °  or more,
May 15, 1978 through June 15,1978.
This otter is good, one per 
UniService Card, upon verification of 
your 24-Hour teller receipt at your 
favorite Kentucky Fried Chicken outlet.
To be eligible you must take 
your 24-Hour Teller receipt with you, 
showing the date used for a 
minimum $20 transaction- 
then have chicken on the Colonel!

"It's nice to feel 
so good about a meal"

THIRD NATIONAL BANK
THIRD IS FIRST IN SERVICE

Newspaper ad announced two-for-one Kentucky Fried Chicken 
dinner offer to customers using ATM of Third Nat'l, Ashland, Ky.

THERE ARE as many ways to promote auto
matic teller machines (ATMs) as there are 

financial institutions using them. And, as more 
ATMs are installed by banks, thrifts and credit 
unions, there’s more demand for innovative ideas 
on how to persuade the public to want to use the 
machines.

The problem is to come up with intriguing pro
motion ideas that aren’t too “far out’’ for the custom
ers of financial institutions. Following are reports on 
several ATM promotions that have worked well for 
sponsoring banks. They range from food giveaways 
to hot air balloons and from humorous TV commer
cials to satellite transmission credit authorizations.

Many recent ATM installations are in grocery 
stores, where they are convenient to shoppers who 
are looking for ways to consolidate the stops they 
must make during the week.

First Bank, South Bend, Ind., recently installed 
ATMs at new full-service branches in two markets, 
and, when developing a market program for the 
units, bank officials worked closely with market 
managements to set up a food giveaway promotion 
that would underscore the bank-supermarket re
lationship.

During the first two weeks each new office was 
open, the public was invited to register for $20 
baskets of groceries, one given each day. A second 
drawing was held each Saturday of the grand open
ing period that enabled winners to take home $100 
worth of foodstuffs.

On the final day of each opening, a grand prize 
drawing was held. One winner at each store was 
given the opportunity to go on a two-minute shop
ping spree at the market, with First Bank paying the 
bill.

To publicize the grand prizes, the bank arranged 
for a local disc jockey to open his studio phone lines 
to solicit his listeners’ guesses as to the retail dollar 
value of the food the grand prize winners would 
accumulate during the two-minute shopping 
sprees. The listener who came closest to the actual 
value won a duplicate of everything the grand prize 
winner picked up at the market.

Each shopping spree was broadcast live by the 
disc jockey and the grand-prize winner was inter
viewed on the air after the spree. The first winner 
picked up about $400 worth of groceries; the second 
packed almost $700 worth of items in her carts.

The level of public interest in the sprees was 
evident from the volume of listeners trying to call in 
to the radio station. The telephone company esti
mated that 34,000 persons tried to call the station in 
a one-hour period. Less than 40 could complete 
their calls to register their guesses as to how the
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YOUR OWN CUSTOM DESIGN "FINE ARTS” TRAY/PLAQUE

1 - TRUMBULL SAVINGS & LOAN CO., Warren, Oh., 
beautifully illustrating their new M A IN  OFFICE being 
dedicatedf.this October. It replaces, in fine character, the 
orig inal b u ild ing  they opened  fo r business in 1889, 
celebrating  88 years of progressive service to th e ir  
community.

2 - BANK OF MIDDLESEX, Urbana, Va., celebrating their 
75th Anniversary, depicting Steamer “ Middlesex” which 
plied the Rappahannock River at the time the Bank first 
started in 1902. Gave to 5000 guests of the Bank during the 
celebration, a “tremendous success” .

3 - OLD PHOENIX NATIONAL BANK, Medina, Ohio, 
reproducing a painting they have of the original building 
the Bank started in 1857, showing the horse-drawn coach 
of the time, which is the Bank’s trademark. 25,000 used 
effectively over an extended promotion celebrating 120 
years of continuous service, a historical “ collectors” item 
sought after and proudly displayed by thousands.

4 - FIDELITY TRUST COM PANY, Stamford, Conn. One of 
six murals in their main office, this Historic scene “ First 
Train to S tam ford, Christm as, 1848” reproduced  in 
beautiful original colors, a tremendous success with their 
1976 Christmas Club, 7200 used, with continuing requests 
for this “ local” bit of history during the ensuing year.

We can reproduce any picture or scene you desire, in full 
FOUR-COLOR process on our duro-gold finish metal, a 
rich, high quality, permanent public relations tool.

Send photo or tearsheet and advise quantity interested in. 
We will make suggestions and quote - NO OBLIGATION  
ON YOUR PART.

FABCRAFT, INC., Frenchtown, N.J. 08825 
(201) 996-2113

IN-STOCK FOR IMMEDIATE SHIPMENT
CURRIER & IVES SERIES. Popular Americana with 
proven appeal throughout the United States. Eight 
of the more significant scenes available.

FOR CHRISTMAS CLUB PROMOTION

Used effectively for ANNIVERSARY or BRANCH OPENING 
CELEBRATIONS, or local HISTORICAL promotions

A FEW TYPICAL EXAMPLES

See us at the October ABA Hawaii Convention — Booth 180
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spree winners would do.
The bank was pleased with the promotion. Ac

cording to a spokesman, “There was superb cooper
ation and organization among all the parties in
volved, and everyone derived some benefits from 
the promotion. We were able to have fun and gen
erate excitement in the community while helping 
some consumers cut their grocery bills. . . . The 
entire food giveaway program was the perfect tie-in 
for the opening of our supermarket branches. There 
can’t be very many people in this market who don’t 
know that First Bank has two full-service offices in 
local supermarkets.”

Another ATM promotion involving food was 
sponsored by Third National, Ashland, Ky. Ron 
Dixon, marketing director for the bank, proposed 
that customers using the bank’s ATMs from May 15 
to June 15 be given the opportunity to purchase two 
dinner boxes of Kentucky Fried Chicken for the 
price of one simply by showing their ATM receipt at 
local chicken outlets.

The offer was publicized in the local press, on the 
radio and with lobby display cards, which were 
posted at all branches and at all Kentucky Fried 
Chicken outlets in the bank’s trade area.

According to Mr. Dixon, the results were as
tounding. Interest in the bank’s 24-hour teller in
creased dramatically, along with applications for 
access cards and inquiries. “A 21% increase in total 
number of transactions — above the normal in
crease expected during this period —  really got the 
program everything we expected, and more!” Mr. 
Dixon said. He added that he expects the promotion 
will be repeated soon.

What’s the best way to get college students to sign 
up for ATM service? Send an owl to campus!

This is what the Owl Network did this fall at the 
University of Cincinnati. The “owl” is really a per
son dressed in an owl costume. It joined freshman 
orientation leaders at the university as the fall term 
began, welcoming new students and acquainting 
them with some of the features of campus life. The 
owl’s real role, of course, was to introduce incoming 
students to the Owl Network Day and Night Teller 
located at the university and to encourage students 
to open accounts with Central Trust, processing 
bank for the ATM/check guarantee network that 
operates in southwestern Ohio and northern Ken
tucky.

The owl appeared at the university’s student 
center daily during the orientation period and met 
with different students and their parents each day. 
The owl demonstrated use of the ATM and Central 
Trust customer service representatives were on 
hand to conduct demonstrations and open accounts.

Every student watching an ATM demonstration 
received a poster commemorating the 3,000th hit of 
Cincinnati Reds baseball star Pete Rose; those 
opening accounts received free owl T-shirts. Owl 
appliques and magnets were distributed as

(Continued on page BG/36)

Owl Network hot a ir balloon is readied for flight over Cincinnati 
to attract attention to network's ATMs, which operate in portions 
of Ohio and Kentucky.

One of six "Pockets" ATM facilities operated by First Nat'l, Still
water, Okla. During introduction of units, transactions were 
authorized via orbiting satellite.

Tooth fairy TV commercial for BayBanks, Boston, is shot at 
Diebold National Display Center. TV spots promoted HC's ATM 
service using broadcast comics Bert Berdis and Dick Orkin.
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Concepts

BANCASH 24 — Cost-Justified 24-tm
Hour Banking...Automatic Transfer 
from Savings to Checking...each of 
these new concepts in banking services 
generates a need for research, planning 
decisions. And BANCLUB is always 
there, one step ahead, ready with 
a cohesive, expanding pack- 
age designed especially for 
your needs.

BANCLUB...That one word sums 
up the most innovative approach to 
bank services today. It’s not just bank
ing of today, but banking of tomorrow, 
properly researched and designed to of
fer you versatility and profitability.

Building a comprehensive cus
tomer service base is the 

name of the game these 
^ ^ 1  days. Hundreds of 

I  BANCLUB bankers 
I  are doing this at a 

profit. BANCLUB 
i  ll  -i* also can provide 

I  you the key to
profita- 

bility.

See Us at 
the Conventions

Financial Institution Services, Inc.
725 Melpark Drive 
Nashville, Tennessee 37204 
800-251-8442

W elt be at the ABA Conven
tion (Booths #41 & #42) and the 
BMA Convention (Booth #87 
Upper Hall). Take a look inside our 
package. YouH like the answers 
BANCLUB has for you.
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Firm Trains Thrift’s Personnel 
To Give Better Quality Service

F OOTBALL tickets, promotions and wholesale 
appliances may attract new customer accounts 

to your shop like flies to honey, but poor customer 
relations won’t make their stay so sweet. Train your 
best assets —  your customer-contact personnel —  
in the art of consistently good customer service and 
you may end up with results paralleling those of 
Reliance Federal Savings, Jamaica, New York: cur
rent accounts maintained and new accounts de
veloped.

In January, Reliance embarked on a customer- 
retention program designed to train all customer- 
contact employees in the areas of customer rela
tions, cross selling and customer service. “Since our 
advertising slogan is ‘Rely on Reliance, said 
Raymond L. Nielsen, Reliance president, “we de
cided that part of our marketing strategy should 
include a commitment to deliver even better ser
vice to our present customers.”

Management went outside the organization and 
hired the Behavioral Consultants Division of Martin 
Greenfield Associates (MGA), Great Neck, N. Y. 
The firm held interviews with top management, 
visited each Reliance branch and “shopped” teller 
window transactions. All surveying was conducted 
on a confidential basis to create a trusted and re
laxed environment, maximizing the flow of observa
tions, comments and criticisms, said Burton Fisch- 
ler, MGA’s training director, who compiled infor
mation for the first training sessions.

The program began by training managers and 
assistant managers on a one-on-one basis. Two-hour

Training for tellers of Reliance Federal Savings, Jamaica, N. Y., 
was held at studio of Behavioral Consultants Division of Martin 
Greenfield Associates, Great Neck, N. Y., considered to be a 
neutral environment. Two-hour classes were limited to three 
customer-contact personnel, giving Trainer Burton Fischler (I.) 
opportunity to work with individual problems.

classes were conducted at the consultant’s studio, a 
neutral environment that led to a more open at
titude on the part of trainees. Participants were 
given an oral and a slide presentation consisting of a 
key word and a bold geometric design connoting the 
word, either “cross-sell,” “telephone marketing,” 
“customer retention” or “request action.

The presentation was reinforced with discussion 
questions and a written exam. Next, trainees role- 
played exercises on videotape that were watched on 
a monitor and discussed. When the training was 
completed, certificates were awarded to each par
ticipant.

Feedback from management trainees was favora
ble, so Reliance structured similar sessions for tell
ers. “Although providing good customer service 
may sound like one of the easier aspects of a teller’s 
job,” said Mr. Fischler, “it may actually be one of 
the most difficult to accomplish. Here’s why: The 
customer’s attitudes or moods change more fre
quently than do policies regarding association oper
ations and procedures.”

Tellers came from different branches, which 
opened up communication lines across the institu
tion and let each person see he may not have been 
the only one experiencing certain problems.

The sessions were conducted in groups of three, 
the small number allowing the trainer to discuss 
branch differences, such as serving younger or older 
residents, blue- or white-collar neighborhoods and 
lower- to upper-income socioeconomic groups. 
Each session cost $200, $100 less than the firm 
would have charged to hold sessions at the bank and 
to move in all its equipment.

Tellers also used the videotape-recording  
equipment for role playing. They learned the best 
ways to handle difficult customer-contact situations, 
such as “available balance exceeded” situations, 
turning regular transactions into cross-selling op
portunities and converting customers, intent on 
closing accounts, into high-interest certificate de
positors.

Responses to the program were discernible al
most immediately through Mr. Fischler s column in 
the Reliance house organ. Each month he included 
a quote relating to customer service and encouraged 
readers to submit anecdotes or problems.

A vault attendant wrote to say he had held a 
customer’s baby while she completed her transac
tion. “She was ever so grateful,” he wrote, “and she 
complimented me on being so friendly and oblig
ing-”

Others offered helpful hints, such as Don t wear 
out the same greeting,” “Slow down your expla- 

(Continued on page BG/32)
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AUTOMATIC COIN W R A P P E R  
Amounts and denominations automatically in d ica ted  by 
patented red bordered windows". Am ounts in windows 
always in register. . . eliminates mistakes. Accommodates 
all coins from lc  to $1.00.
T U B U LA R  COHN W R A P P E R
Especially designed for machine filling . . .  a real time-saver. 
Packed flat. Instant patented "Pop Open” action with finger 
tip  pressure. Denominations identified by color coding . .  .6  
different standard colors.
RAINBOW  COIN W R A P P E R
Color coded for quick, easy identification. Red for pennies. . .  
blue for nickels . ..g re en  for dimes . . .  to indicate quantity 
and denominations . . .  eliminates mistakes. Tapered edges. 
DUZITALL COIN W R A P P E R
Extra wide . . .  extra strong. Designed for areas where halves 
are wrapped in $20.00 packs . . . “ red bordered window” for 
ease of identification. Accommodates $20.00 in dollars, $20.00 
In halves. Tapered edges.

9 BANDING S T R A P S

5

6

7

8

O L D  S T Y L E  C O IN  W R A P P E R  
Basic coin wrapper in extra strong kraft stock. Printed In 6  
different standard colors to d iffe re n tia te  denominations. 
Trip le  designation  through colors, p rin tin g  and letters. 
Tapered edges.
K W A R T E T  C O IN  W R A P P E R
Wraps 4 denominations in half size packages. A miniature o f 
the popular Automatic W rapper". . .  25c in pennies, $1.00 in 
nickels, $2.50 in dimes, $5.00 in quarters.
F E D E R A L  B IL L  S T R A P
Package contents clearly identified on faces and edges by 
color coded panels with inverted and reverse figures. Made 
of extra strong stock to assure unbroken deliveries. Only pure 
dextrine gumming used.
w u v n c u  dill o i r\Ar
Entire strap is color coded to identify denomination. Printed 
amount appears on top and bottom of package. Extra wide 
for marking and stamping. Extra strong stockforsafe delivery 
and storage. Pure dextrine gumming.

Ideal for packing currency, deposit tickets, checks, etc.. . .  do not break or deteriorate with age. Size 10 x % inches and made of strong brown Kraft stock with gummed end for ease of sealing. Packed 1000 to a carton.
S E E  Y O U R  D E A L E R  O R  S E N D  F O R  F R E E  S A M P L E S

T H E  C. L. D O W N E Y  C O M P A N Y  • H A N N I B A L ,  MIS S O U R I  • DEPT# F
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Year’s Worth of Premium Ideas 
Tie Them in With the Seasons!
By ORVILLE GOERGER, Contributing Editor

R EM EM BER the old joke about the salesman 
who tried to sell bikinis in Alaska and snow 

shovels in Death Valley?
Don’t snicker. Some banks’ premium promotions 

could be just as ridiculous. At least they achieve the 
same effect when their premium is out of “sync’’ 
with the calendar.

With premiums, of course, being out of this 
time-step is not necessarily fatal. A good premium 
usually brings in some business no matter when 
offered. But even the best premium offered will get 
better results when there is a built-in seasonal de
mand for that product.

You don’t believe it? Try selling snow-cones at 
Christmas or skis in July. It’s possible, but not likely 
to produce record results. So why do it the hard 
way? Give people what they want, when they want 
it most —  and results will be good.

Security Savings Says,

'goodbye winter freeze...
hello summer frees!"

It’s been a long, cold winter. So 
enough! Security declares 

that summer has officially 
arrived .. .at every Security 

office. Visit us today 
for a warm welcome, 
a warm sm ile . . .and 

free gifts that 
will warm 

you all 
over!

Free Yourself Of The Hassle ^ __
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Ŝecurity Savins*

It’s easy to discover “in-season” products. Watch 
retail stores. Their sales success depends on good 
seasonal timing. Play “follow their leaders and you 
won’t be off target in selecting seasonal premiums.

One caution: Few premiums offer guaranteed 
success. Even veteran retailers guess wrong at 
times. That’s why you see markdown sales after the 
season.

Remember, too, premiums do not enjoy equal 
success in every locality. An item may sell out in one 
city, but hardly create a ripple in another.

On the bright side, few premiums are “bad.” 
Most offer customers good value and few people can 
resist getting something “for nothing” or at a saving. 
Yet it’s good business to offer a product at the right 
time. It costs just as much to promote a moderate 
success as it does a blockbuster. Blockbusters give 
more return on your promotion dollar.

Successful premium use requires good promo
tion. Effective avenues are usually newspaper, 
radio, TV, lobby displays and direct mail.

According to one formula, you get 80%-85% of 
new business from present custom ers, only 
15%-20% from prospects. So let customers know 
about your premium offers. Good lobby displays 
reach those who come into the bank; a folder en
closed with statement mailings contacts those who 
don’t.

Mass media —  newspaper, radio and TV —  of 
course, reach both customers and prospects.

One other thing. It’s helpful to plan premium 
promotions for the year —  just as you budget. De
cide now what services you will promote in 1979 and 
when. Then start looking for the best premiums for 
those seasons.

Here are several suggestions to start your think
ing. Obviously, these are not the only choices, but 
they help illustrate how extra promotion wallop can 
be obtained by keeping premium offers in tune with 
the calendar.

Suggestions also are given for capitalizing on 
promotion opportunities. Again, these are merely 
illustrations to spark your own thinking.

JANUARY
Blankets, a well-tested premium, are ideal for

Security Savings, Madison, Wis., took advantage of changing 
seasons to promote savings accounts. Items such as lawn chairs, 
plastic boats, picnic baskets, tennis raquets and household 
appliances were given in exchange for $500 and $1 ,000 depos
its. Coupons entitled customers to free soft drink and flower seed 
packets. Large coupon could be used by savers to authorize 
transfer of funds from competitor to Security Savings.
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Frame not included.

( j i v e \ 6 u  f 1 g i ÿ > t © m e £ A . 8 x  lO <Tàir(ily~ Portraits

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

G O LD  CROW N  PO R TR A ITS
1734 Broadway
San Antonio, Texas 78215
512/226-1351
Division of Fox-Stanley Photo Products, Inc.
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New Low Cost 
Tim e/tem p 
Saves Energy

It's the best priced unit with low cost 
maintenance. LampOmatic enables you 
to cut back power consumption by 25% 
as well as drastically reduce lamp failure. 
On this new model, just flip a switch to 
select any temperature readout you 
wish, F°, C°, or both. Tim e-O-M atic  
advanced technology can update your 
present displays with solid-state controls 
that add Celsius to existing tim e/tem p  
units just as First City National converted 
theirs.

N e w  L a m p O m a tic  e n e rg y -s a v in g  
tim e/tem peratu re  signs by T im e-O - 
Matic can sharpen your bank's image to 
the prestige level you try to maintain in 
all your advertising. They reliably project 
your image of service to the community 
24 hours a day—365 days a year.

Tim e-O-M atic, the recognized leader in 
the electric sign industry, has more than
3,000 tim e/tem perature display installa
tions around the world—some 25 years 
old and operating as well now as when 
initially installed. The new LampOmatic 
displays are distributed through an 
extensive network of area sign manufac
turers. For brochure and installation 
near you, just dial the toll-free hot line.

Call Toll Free 800-637-2642  
In  III. Call C o llec t 217-442-0611

^ ^ T I M E O M A T I C , )

DISPLAY CONTROLS FOR OVER 45 YEARS

Box 850A, Danville, Illinois 61832

cold-weather months in most of the 
nation. When everyone is shivering, 
offer this easy, economical way to be 
warm and cozy. An extra blanket saves 
on heating bills, too, for thermostats 
can be set lower.

In newspaper ads, show a blizzard 
scene. On radio use a howling-winds 
sound effect. In your lobby, flank 
similar winter-storm visuals with an 
eye-catching blanket display. Use 
similar copy and art in statement- 
stuffer folders.
FEBRUARY

Valentine’s Day suggests gifts for a 
loved one, such as those offered in a 
wristwatch promotion. “The perfect 
gift for someone you love — or for 
yourself!” Costume jewelry also can 
serve this purpose.

Newspaper, TV and mail advertising 
suggests liberal use of hearts, lace and 
flowery language to “romance” the 
promotion. Radio spots can blend sales 
copy with a background of romantic 
music. Lobby displays may be framed 
in a huge “heart” border —  with a dis
play of old-fashioned Valentines (if 
available) to add extra attention value. 
As a further tie-in, give a “kiss” (candy) 
to each customer on February 14.

MARCH
W inter-weary sportsmen start 

dreaming of a new season of golf, ten
nis and fishing. Catch their attention
—  and their business — by offering 
sports equipment as premiums.

Catch their eye in newspaper, TV 
and mail advertising with action pic
tures of various sports activities. Show 
short sports movies in the lobby (with 
continuous-play equipment). Set up a 
golf practice green. Stage a putting 
“tournament.”

Fishing fans might enjoy a large 
aquarium stocked with a variety of in
teresting fish. One bank displayed a 
man-eating piranha and attracted huge 
crowds. Still another displayed an 
empty tank labeled “Rare Invisible 
Fish” and also attracted crowds.

APRIL
Early days of spring are “green-up” 

times, prompting many to flex their 
green thumbs. Help them dream by 
offering plants, shrubs and trees. In
vite local garden clubs — or your 
community’s park department — to set 
up a living display of greenery in your 
lobby. Send a pack of flower seeds 
(suitably imprinted) with customer 
statement mailings.

Feature your plant giveaways 
glowingly in print advertising and TV. 
Your mailing folder enclosure —  which 
can also be distributed via lobby tellers
— can be a desire-building vehicle.

Theme suggestion: “Plant your sav
ings here and get a garden of beautiful 
flowers (shrubs, etc.).” Or, “Put spring 
in your savings and beautiful plants in 
your home!”

When flower seeds are distributed, 
make that the start of a flower-growing 
contest. Entrants plant seeds now, 
send in pictures of their garden later —  
with suitable gardening prizes for win
ners.

MAY
This is the time of year when 

America rediscovers outdoor living. 
It’s the perfect moment to offer what 
they’ll need to make that living even 
more enjoyable. Lawn furniture. 
Hammocks. Barbecue equipment. 
Lawn-care accessories. All the other 
things that complement a patio.

Create a patio display in your lobby, 
showing the premiums in a natural set
ting. Invite customers to try out the 
lawn chairs. Have the local nursery set 
up an eye-appealing, attention- 
grabbing backyard display. Put bar
becue aprons on bank personnel.

Theme suggestion: “Enjoy spring 
days and evenings — get these gifts for 
luxurious outdoor pleasure!”

JUNE
These are vacation days — when 

customers and their families pack their 
bags for memorable trips. These are 
also great days to offer luggage as 
a premium incentive. Families are 
growing steadily. There is always a 
need for more luggage. Offer them 
luggage at a big saving and watch them 
respond.

Ask a local travel agency to help with 
your lobby display. Show a wide array 
of vacation scenes and activities —  
with your premium luggage promi
nently displayed. You may even use 
the travel agency to help customers 
arrange trips.

If your newspaper has a travel sec
tion, run an ad or two there. Follow the 
lobby theme for visual art in news
paper, TV and mail folder. Use travel 
sound effects — plane taking off, bus 
accelerating, etc. — to back up radio 
copy.

Suggested theme: “Here are your 
bags. Start packing for your dream va
cation!”
JULY

Picnic time! The season of the year 
when folks pack food and refreshments 
and head for outdoor gatherings. 
Tempt them with coolers, thermos 
jugs, plastic dish sets, take-along 
games such as badminton and other 
traditional picnic equipment. Chances

(Continued on page BG/28)
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Regular Price 
$41.00

NOW
ONLY « 2 9

9 5

How to Plan, Organize and Conduct an Incentive Campaign 
. . . M id -C ontinent Banker's newest how -to -do-it m anual; a 
com plete guide to  procedure in evolving an effective in
centive campaign to  sell bank services and /or increase bank 
deposits; 96  pages, 16 illustrations; starts by telling you  

prem ium  term s and the history o f incentives, roams 
through such topics as trade area studies, tying  in w ith  cur
rent events, getting new business from  old customers, m o ti
vating staff members and concluding w ith  a series o f six 
case histories o f actual bank prom otions tha t obtained ex
ceptional results.
Regular Price: $ 1 1 .0 0

Profit-Building Ideas for Bank Christmas Promotions. This  
is N O T  a Christmas C lub book, although O N E  chapter is 
devoted to  Christmas savings prom otion  plans. O ther chap
ters: selling various bank services during the Holidays: using 

lobby decorations most e ffectively; helping children at 
Christmas; rem embering employees in Christmas planning; 
using the "good w ill season" to  build bank good w ill; get
ting the most benefits from  H oliday pub lic ity ; planning fo r  
the Holidays from  m id-sum m er to  New  Year's. In 80  pages 
are packed tested H oliday ideas used by banks, big and 
small, from  coast to  coast.
Regular Price: $ 7 .0 0

How to Plan, Organize & Conduct Bank Anniversaries. . .  
The com plete guide to  procedure when holding a form al 
opening, an open house, any kind o f bank celebration; 166  
pages, m any illustrations; 12 chapters starting w ith  "F irs t  
Things F irs t,"  ranging through "A d d  a L ittle  Pizazz and 
O om -pah ," concluding w ith  "  Expect the U nexpected"; 
eight appendices containing actual plans, budgets, programs 
used by banks in actual celebrations; a com pletely  factual, 
step-by-step how -to -do-it book now in its second printing. 
Regular Price: $ 1 7 .0 0

How to Write Bank Publicity and Get It Published. . . The  
com plete guide to  procedure in w riting  pub lic ity  releases 
and how  to  prepare them  so th a t newspaper and magazine 
editors w ill use them ; 61 pages; 12 chapters w ith  titles such 
as "  Constructing the News S to ry ,"  "Placing the  News 
S to ry ,"  "H andling  'S tic k y ' S itua tions ," "D ealing  w ith  News 

M edia"; another com pletely  factual, step-by-step how-to- 
d o-it manual.
Regular Price: $ 6 .0 0

M O N E Y  B A C K  G U A R A N T E E — If  not com ple te ly  satisfied, return  
w ith in  10 days fo r  fu ll refund.

! COM M ERCE P U B LIS H IN G  CO.
| 408 Olive, St. Louis, Mo. 63 102

J Please send us books checked:

copies, Bank C elebration Book @ $ 1 7 .0 0  ea. 

j copies. Bank P ub lic ity  Book @ $ 6 .0 0  ea.

copies, Planning an Incentive Cam paign @ $ 1 1 .0 0  ea. 

copies, P ro fit-B u ild ing  Ideas fo r  Xm as @ $ 7 .0 0  ea.

S E N D  A L L  F O U R  B O O K S  A T  T H E  LO W  P R IC E  O F  $ 2 9 .9 5  

[ ] Check e n c lo s e d ...........................................................................................

! N a m e .......................................................... T i t l e ........................................................

J Bank ...............................................................................................................................

■ S tre e t...............................................................................................................................

I C ity , S ta te , Z i p .........................................................................................................

• (C h e c k  s h o u ld  a c c o m p a n y  o rd e r. W e pay  pos tag e an d  h a n d lin g .
I  M iss o u ri b a n k s  p lease in c lu d e  4 .6 %  sales ta x .)

I ------------------------------------------------------------------------------------------------------------------------------1
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S& L Proves W orth of Solar Heating, 
Concept Provides Marketing Plan Thrust

S OLAR HEATING has proved itself at Home 
Savings’ branch office in Stoughton, Wis., ac

cording to Roderick A. Ritcherson, director of mar
keting for the Madison-based S&L. The Stoughton 
Office not only saves money for the S&L, it has won 
fame in its area.

The Home Savings solar system provides heat 
and hot water for the office that opened for business 
a year ago last May. The solar system cost about 
$18,000 and was designed to provide up to 70% of 
the heating needs of the office. The sum covered the 
cost of designing and installing the system as well as 
the costs of the collectors and duct work, the solar 
water heater, air handling and the storage facility, 
Mr. Ritcherson said.

The branch building is designed so that the roof,

TOP: Home Savings' solar branch features special architecture to 
blend in w ith Norwegian heritage of Stoughton, Wis., where it s 
located. Solar panels on steep roof collect energy to heat bank 
and provide hot water. BOTTOM: Three peaks of solar collectors 
accent roofline of State Mutual Savings office in Othello, Wash., 
which is said to be first solar-heated financial building in state.

which slants steeply at a 52-degree angle and faces 
directly south, takes maximum advantage of the 
sun’s rays in winter. To prevent heat loss during 
cold weather, the roof areas have 12 inches of 
blown-in insulation; a vapor barrier film is on all 
walls and ceilings and all windows are double- 
glazed insulated glass.

The building is equipped with a warm-air system. 
Heat from the solar panels is circulated through the 
building by a fan that is part of an air-handling unit 
in the basement. The only difference between the 
Home Savings warm-air system and that in‘ most 
homes is the heat source.

Heat is collected in 22 large flat boxes on the roof. 
The boxes are connected to allow air to flow through 
them when the system is operating.

On sunny winter days, the heated air is circulated 
automatically by thermostats and controls that 
monitor and maintain temperatures at a comforta
ble level. As soon as the correct temperature is 
reached, the control system automatically redirects 
surplus warm air from the collectors to an insulated 
“rock box” in the basement that stores heat. Should 
solar energy not be available when heat is needed, 
air is forced through the rock box where it is heated 
by the warm rocks. It’s then circulated through the 
building, Mr. Ritcherson said.

To heat water, warm air is forced through a heat 
exchanger that preheats water in a separate storage 
tank. This hot water is pumped into a conventional 
electric water heater at a much higher temperature 
than ordinary water, saving electricity, Mr. Ritch
erson said.

“Our building’s heating bills during the first 
winter of operation —  October, 1977, to April, 1978 
—  totaled just under $186,” Mr. Ritcherson said. 
“Our highest monthly bill was for January and to
taled only $51. Our bills for the entire winter were 
about 43% less than those of another of our branches 
of comparable size.”

The construction of the branch was a newsworthy 
event. From groundbreaking to installation of the 
solar panels on the roof, the S&L received local, 
regional and national media coverage.

The solar office has affected the thrift’s marketing 
program. The S&L’s logo now includes radiating 
sun rings around Home Savings’ traditional lion 
symbol. When the branch was opened, Stoughton’s 
mayor declared the day “solar energy day.” Grand 
opening prizes included an energy-saving solar- 
powered water heater, a solar-powered watch and a 
solar-powered calculator.

To encourage customers to conserve energy by 
(Continued on page BG/38)
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They know something 
about money orders 
you should know.

“Our money order business 
improved when Travelers 
Express took it over.”
Joe Cole, Teller Supervisor, 
Northwestern National Bank of 
Minneapolis, Minneapolis, MN

“We have been delighted with  
the public acceptance.. 
Bernice M. Smith,
Vice President and Treasurer, 
Heritage Federal Savings and 
Loan, Daytona Beach, Florida

“We recognize good service.’ 
Douglas R. Smith, Chairman 
of the Board and Chief 
Executive Officer, National 
Savings and Trust Company, 
Washington, D.C.

They know us.
We're Travelers Express.

“We like the simplified 
reporting system and other 
backroom economies,”
John R. Bryan, Vice President, 
Correspondent Banking 
Department, The Mississippi 
Bank, Jackson, MS

More and more financial institutions are turning to Travelers Express for money 
orders. Because much of our business involves transferring money electronically, 
millions of times a year, we have become extremely efficient at it. Easy-to-use 
forms and simplified reporting are also part of our story. We handle all the 
“backroom” operations. And, we do it less expensively than you can do it yourself!

You should get to know us, too. Call toll free at 800-328-5678, 
or write, 5075 Wayzata Blvd., Minneapolis, MN 55416

T r a v e l e r s  E x p r e s s
A GREYHOUND ^ ^ ^ g ^ C O M P A N Y  ®
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Residents Select Slogan for Bank; 
Contest Becomes Talk of Town

W HEN ELGIN (ILL.) National realized it 
needed a new slogan to replace its old one, 

“Where You Rate,” it looked at 10 suggestions from 
a Chicago consulting firm. Then, the bank s chair
man, Bill Snellgrove, and president, Lee Coffman, 
did something that startled some traditionalists (the 
bank was founded in 1892). In consultation with 
others, the two officers decided to ask the people 
themselves, whether or not they were customers, 
what kind of slogan they wanted.

The two officers were backed in this decision by a 
comprehensive marketing report they had just re
ceived. The report urged increased community in
volvement and said that even though more than 
80% of the bank’s customers were satisfied once 
inside its doors, much more business was becoming

Slogan contest winner Mrs. Norman Pflueger receives check for 
$500 from Elgin National Pres. Lee E. Coffman (r.), as Ch. 
W illiam  F. Snellgrove looks on.

available in the fast-growing Fox River Valley, 
where Elgin is located. The self-contained city of
60,000 residents lies 35 miles northwest of Chicago 
(within commuting distance, but not the typical 
“bedroom” community like those closer to the 
Windy City).

What should the bank do? The report recom
mended the usual: becoming more of a center for 
community activity, with displays and various tie-in 
programs, increased attention to publicity oppor
tunities and a carefully planned, long-range adver
tising campaign. The bank wanted to start things off 
by adopting a new slogan, but those suggested by 
the Chicago firm could be applied to banks in 
Caribou, Me., or Emporia, Kan., as well as to Elgin 
National. It was at this point that Messrs. 
Snellgrove and Coffman decided to ask the public s 
help.

After all, they noted, the local Chamber of Com
merce slogan is “Elgin Has It All! So why not put 
that slogan to the test and see whether the “all” 
included talent for creating a bank slogan?

The CofC was the first to applaud the bank’s 
decision to draw from local resources, and a slogan 
contest was launched two weeks before last Memo
rial Day. It was to extend for a month, with $500 to 
go to the winner and other cash prizes to be given 10 
runners-up.

The ad campaign began with quarter- and half
page newspaper ads and dozens of daily radio com
mercials. A tie-in was made with the Indianapolis 
500 race that was to be held on Memorial Day 
weekend, and the contest itself was called “Win the 
ENB 500.” Calls and letters began pouring in as the 
slogan contest intensified, and as the Indianapolis 
race grew nearer.

Directing the campaign was Richard Jakle, presi
dent, Elgin Broadcasting Co., and head of the bank 
board’s marketing committee. Mr. Jakle s station, 
WRMN, carried live daily reports from Indi
anapolis. The “ENB 500” commercials were aired 
especially during the race’s time trials.

With help from Elgin National’s officers, Mr. 
Jakle coordinated the newspaper campaign. Ad 
copy, which included brief descriptions of all bank 
services, read in part: “We re a part of this fine 
community, and our identity is here . . . and has 
been since 1892. We need your help to find our new 
slogan, and we know the answer is right here in the 
Elgin area. . . . ”

Residents were urged to stop by the bank during 
regular business hours, and all they had to do was 
simply to say to any employee, “I d like to enter the 
‘ENB 500’ slogan contest.” Cards were kept handy 
for anyone to complete, and an “ENB 500” box was 
nearby to receive the entries. Contestants also were 
able to mail their suggestions to the bank.

In addition to the various advertising media Elgin 
National was using on the contest, an effective 
method was simply word of mouth. The community 
began thinking “Elgin National Bank” in a. continu
ing way, rather than casting just a one-shot glance, 
which often happens — even with large and expen
sive ads. All signs indicated that the citizenry in
deed had become involved in the contest and, at the 
same time, was learning a lot about ENB services.

Their thoughts were running like this: “Hmm, let 
me see now, how can I win that contest? What kind 
of bank is it? What kind of slogan should it have? 
What do I want from a bank? What really is its role 
in my community? What have I thought about ENB 

(Continued on page BG/25)
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Until now, floor stands and literature 
racks seldom enhanced a well 
conceived business decor. But now, a 
contemporary design has been 
conceived through our European 
design division. It can be featured in

now, POP displays 
th a t enhance 
your deco r
an original contract design yet works 
in any existing decor. A combination of 
polished and brushed aluminum, the 
literature rack’s adjustable shelves and 
cantilever design extends literature 
to the customers. The companion

2-sided floor stand with front loading 
patented PosterGrip frame can be 
put right out where the people are. 
Write today for specifications on our 
full line of display stands, racks and 
frames or custom design needs.

THE PEOPLE STOPPERS

m
marketing displays,inc.
P.O. Box 576, Farmington Hills, Ml 48018 Phone: (313) 478-1900.
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Map and Community Data Are Featured 
In Bank's Business-Development Kit
A NEW business development kit 

that includes a new and detailed 
city-county map and a special package 
of bank service information has been 
introduced by Mutual Trust Bank, 
New Albany, Ind. The kit also includes 
a collection of color-coordinated com
munity data inserts.

Designed primarily for new resi
dents to the community and county, 
the program was created to have a local 
appeal to upper-income, executive 
families looking forward to —  or in the 
process of —  moving to larger homes.

Keystone of the program is the map. 
Subdivisions, parks, schools and his
toric sites are pinpointed on both the 
city and county map sites, as are 
Mutual Trust’s office locations.

The kit was designed for a variety of 
uses. The community data cards, for 
example, featuring information on 
local tax rates, government agencies, 
emergency numbers and utility ser
vices, are valuable to newcomers and 
established residents alike.

In addition, the companion bank

service package provides a method of 
conveying essential information, such 
as types of checking plans, interest 
rates on savings, etc., in a readable and 
manageable package. Because changes 
in data, rates and facilities occur so fast 
and frequently, the kit’s components 
had to be designed to be updated easily 
and economically.

Fred Hale, vice president, Mutual 
Trust, said the new program is a “tan
gible method of getting your name out 
early to the newcomer market —  nor
mally before the new resident has es
tablished a local banking relationship.

“Naturally, to accomplish that task, 
we needed some method of publicizing 
the availability of the kit at points 
where newcomers tend to visit first, 
Mr. Hale continued. “We devised a 
‘Good News for Newcomers’ card with 
a special questionnaire panel. The re
cipient simply fills the special section 
out and mails it back to us free of 
charge and we take whatever action is 
requested. In this way, we normally 
have the first opportunity to make con

tact with the newcomer.”
One of the major sources of potential 

newcomer accounts is real estate firms, 
said Mr. Hale. “We’re zeroing in on 
realtors, for they represent the largest, 
ongoing source of new business for the 
bank.”

To kickoff the program and the new
comer kits, the bank staged a banquet 
with over 200 realtors attending. Each 
firm received a quantity of “Good 
News” cards promoting the availability 
of the kit to pass along to newcomers 
and local citizens involved in house

Newcomers to New Albany, Ind., can obtain 
Mutual Trust Bank's, newcomer's kit with map 
and community data by sending in coupon in
cluded in "Good News" card pictured at top, or 
responding to ads in "Homes" magazine af 
right. Kit was developed by K. D. Stearley Adver
tising and Public Relations, Louisville.

hunting. The realtors were told that 
each kit is accompanied by a personal 
letter from the bank to prospective 
new residents, requesting their busi
ness and welcoming them to the city 
and county.

Results in the form of replies from 
newcomers using the “Good News” 
cards began arriving at the bank within 
a week after the banquet. “The pro
gram, however, wasn’t designed to be 
a ‘one shot’ deal,” added Mr. Hale, 
“We re expecting to achieve some sig
nificant numbers of new accounts 
month by month for quite a long time. ”

Although the realtors were the 
bank’s first marketing target, a 
second-phase program in the form of 
personal visits to leading industries 
and upper-income apartment com
munities was inaugurated. To further 
publicize the bank’s newcomer pro
gram, selected home and real estate 
magazines and classified columns of 
local newspapers received special ad 
copy.

“Considering the relative newness 
and originality of the program,” Mr. 
Hale said, “the results we’ve achieved 
already have been quite surprising. I 
suppose it’s that old ‘find a need and fill 
it’ axiom at work, but in any event, it’s 
producing new contacts and new ac
counts —  and the programs belong ex
clusively to us in our market.” • •

CONSULTANTS TO FINANCIAL INSTITUTIONS

Æ

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 IBBC in the 
financial and commercial building fields.

IBBC
20180 GOVERNORS HIGHWAY OLYMPIA FIELDS, ILL. 80461 312/481-2800
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MID AMERICA MARKETING ASSOCIATES
T /U U K z-

Q u ality  a lu m in u m  ra n g e w a re
with Sil 5 interiors.

Thick, even-heating a lum inum  for durab ility  
and years of service. DuPont's super-tough 
SilverStone interio rs offer unequaled non-stick

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

RICH A LM O N D  
EXTERIORS W ITH  

BROW N TRIM .

5-QT.
DUTCH OVEN

2Vi -QT. 
W H ISTLIN G  
TEAKETTLE

Heats water fast. 
Push-button flip-cap.

COVERED SAUCEPANS 10"
COVERED FRY PAN

VA PO R -SEA L CONSTRUCTION FOR M IN IM U M  W ATER COOKING. 
SAVES ENERGY BY PERFORMING W ELL AT LOW  HEAT.

6V2"
M IN I

GRIDDLE
Just right for 1 
or 2 servings. 
Natural finish.

V

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

101/2" 
SQUARE GRIDDLE

Natural finish.

J

r
ITEM

$ 5 0
DEPOSITS

$ 1 ,0 0 0 $ 5,000
Mini-Griddle Free _
Teakettle Free — —
Saute Pan, 8" _ Free
Saute Pan, 10" — Free —
Sq. Griddle, ^ 0 V ^ " _ _ Free
1-Qt. Cov. Saucepan — — Free
2-Qt. Cov. Saucepan — — Free
10" Cov. Fry Pan — — Free
5-Qt. Dutch Oven — — Free

Subsequent 
Deposits of $25

3.85
4.25
4.95  
6.00
6.85 
6.75
7.25
8.95
9.95

For More Information Write Today

M ID  AMERICA M ARKETING ASSOCIATES  
4 0 8  Olive, Suite 505  

St. Louis, Missouri 631 0 2

with 
MID AMERICA 

MARKETING ASSOCIATES 
QUASI-CONTINUITY* 

RANGEWARE
Here's a popular, value-packed program that 
will 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.
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Avoid Sex-Discrimination Lawsuits 
By Careful Attention to Statutes
By LIPMAN G. FELD, B.S., J.D.

I N THIS ARTICLE I review the sex- 
discrimination situation at financial institutions 

that have job openings at any level, from top execu
tive to clean-up person.

Note that I use the word person. Based on the 
background of unemployment discrimination, a fi
nancial institution dares not advertise for a man or 
woman. Sex-discrimination cases apply to discrimi
nation against men as well as women. If all or most 
tellers are women, an unsuccessful, but qualified, 
male job applicant would be in a strong position to 
recover money from the institution.

A financial institution not only must comply with 
Title VII of the Civil Rights Act (federal), but with 
numerous state fair-employment laws covering the 
same situations. Charges under both state and fed
eral statutes can be filed.

A financial institution can put itself at a disadvan
tage through the wording of its newspaper help- 
wanted ads. A person claiming sex discrimination 
can use an imprudently worded advertisement to 
support his or her claim for money from the institu
tion based on wages lost through the institution’s 
refusal to employ on the grounds of sex discrimina
tion.

Such claims at first may appear ridiculous be
cause they’re expressed in the almost incomprehen
sible language of bureaucrats. However, they can 
cost a financial institution thousands of dollars. 
Even when settled for less money than asked by the 
Equal Employment Opportunity Commission 
(EEOC), a financial institution must face payment 
of hundreds of dollars in fees to its lawyers.

Proper wording in advertisements can be the first 
line of defense for a financial institution.

Following is a comparison of terms considered 
discriminatory and nondiscriminatory in employ
ment advertising:

Instead of using “attractive,” “pretty” or “hand
some,” use “well-groomed” or “presentable.” In
stead of using “cleaning woman” or “cleaning lady,” 
use “cleaning” or “clean-up.” Instead of using 
“credit girl” or “credit man,” use “credit man or 
woman” (only when used together). Instead of using 
“girl Friday,” use “secretary.”

Rather than using “janitor” or “janitress” (each 
used alone), try “custodian.” Instead of mainte
nance man,” use “maintenance work.” Rather than 
using “female,” “lady,” “gal,” “gentleman,” use 
“applicant,” “man or woman,” “male or female.”

The following words used in want ads are consid
ered neutral as to sex preference: accountant, ad
ministrator, adviser, aide, analyst, assistant, atten
dant, auditor, bookkeeper, cashier, clerical clerk, 
closer, consultant, coordinator, counselor, custo
dian, director, dispatcher, estimator, executive, 
guard, helper, instructor, interviewer, manager, 
programmer, receptionist, representative, secre
tary, stenographer, superintendent, supervisor, 
technician, teller, trainee, typist, worker, writer.

In 1978 it’s the boss who must be careful what 
questions he asks a job applicant in a work force 
where the number of women job applicants has 
increased greatly among families fighting inflation. 
Title VII of the U. S. Civil Rights Act has been 
interpreted by the EEOC to prohibit discrimina
tion on the basis of sex-related characteristics and 
stereotypes. Women must not be considered capa
ble only of doing detail work. It can’t be said that 
men have broader vision or can bring in more busi
ness.

Examples of such discrimination also include a 
policy of denying employment to women with 
young children. In some situations, it’s dangerous 
to ask for names and ages of children on the em
ployment application. The same goes for questions 
at the preliminary interview. Questions concerning 
pregnancy also are dangerous.

Job tests given women must be the same as those 
given men. If a woman scores higher than a man, 
there must be a good business reason for hiring the 
man with the lower score.

The act states it shall not be an unlawful employ
ment practice for an employer to hire workers on 
the basis of sex where sex is a bona fide occupational 
qualification reasonably necessary to the normal
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Some off Our 
Best Friends 
Are Bankers
We started out four years ago, trying to make friends in the banking industry, with our 
commemorative customized belt buckle programs. It wasn’t easy, but our programs soon 
proved themselves. As of today, we have sold and serviced over 1,100 financial institutions We 
nave yet to fail them . Some of our customers have realized over three and one-half million 
dollars a week in deposits. With a record like that, it has become easier to make new friends.

HERE IS W H A T  T H E Y  S A Y  A B O U T US:
Robert Lida, Director of Marketing, Fourth National Bank & Trust, Wichita, Kansas.

receivejTnl7?om™ni?yb"CkleS' *  *eS' im° ny ° f the outstandin8 the bUCk'eS

Pat Young, Vice President, Director of Advertising, First Federal, Lincoln, Nebraska.

We feel that a promotion of this type is unique. In fact, this fall, we will be offering another 
series of brass buckles. This collection will be called Nebraska W i ld l i f l ” 8

Larry D. Brower, Vice President, First Security Corporation, Salt Lake City, Utah.

buck,e P’'°Sran? has exceeded our expectations in all respects, including buckles 
sdd  outright, and deposits generated. Consumer acceptance has been almost unbelieva-

Dakota.Renken’ Assistant Vice President- National Bank of South Dakota, Sioux Falls, South

We found the buckle collection to exceed even our most optimistic projections More 
ars were taken in during this promotion, than any other previous promotion o ffer.”

LoufsianaUrk’ V 'Ce President and Marketing Director, Louisiana National Bank, Baton Rouge,

did 1 dream’ or even hope that the buckles would grab
Arkansas.1” ^ '  Vi° e President' First Federal Savi"8 s & Loan Assoc, of Little Rock, Little Rock,

a I n L bUCklt S helped create a good public relation image for our association, and attracted  
a good number of new customers. We were very pleased with the results of this program.”

Al Wibergh, Vice President, Arizona Bank, Phoenix, Arizona.

sT marif S ° ,Ur opinion and confidence in your product and that, simply 
1978 ” th * h3Ve P aC6d an 0rder with you for a second new buckle Program for

corporafe M l historical landmarks, state seals, and university mascots. 
A L°L j  Ck ,es are JewelrV finished, numbered for registration with the American Collector 
and handsome|y packaged in leather pouches. We aré also licensed for most professional 
sports. Got a marketing objective? Give us a call. We are always looking for new friends.

HERITAGE M IN T, LTD.
2 2 2 1  Barry Avenue
Los Angeles, California 9 0 0 6 4

(2 1 3 )  4 7 3 -4 5 3 8

All buckles shown are one half the actual size.
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operation of that particular business or 
enterprise. Such bona fide occupa
tional qualifications don’t legally exist 
in the financial industry.

For example, women bank and thrift 
presidents are rare. Some persons 
think it takes a man to run a bank or a 
thrift.

It’s possible that the EEOC soon 
will cast a critical eye at chain-banking 
operations without at least one or two 
women chief executives. A well- 
qualified and experienced woman em
ployee of a bank or thrift can easily 
build a case on improper preemploy
ment questions or improper words 
used in job turndowns.

For example, customer preference 
for masculine bankers isn’t a strong 
defense against turndown of a capable 
woman. Nor is a state law containing 
maximum work-hour restrictions for 
women, but not for men, a valid de
fense for a financial institution’s refusal 
to hire a woman executive on the 
grounds that the previous president 
spent over 50 hours each week directly 
concerned with financial institution 
business. Nor will a turndown be suc
cessful based on the grounds that a 
married woman’s first loyalty is to her 
family.

In addition to the EEOC, the wrong

preemployment questions can cost a 
financial institution money under the 
Equal Pay Act of 1963, which requires 
all employers subject to the Fair Labor 
Standards Act (FLSA) to provide equal 
pay for men and women performing 
similar work. This act, now adminis
tered by the Labor Department, is 
known as the “Wage-and-Hour Law.’’

If a female applicant for a teller’s job 
is to be paid less, if hired, than a male 
applicant, discrimination is being prac
ticed.

The defense that the financial in
stitution is hiring men tellers as man
agement trainees usually will not pre
vail. Extra duties must be substantial 
to justify a difference in starting pay. 
Mere differences in job title (“agricul
tural specialist,” for example) or loca
tion wouldn’t justify a difference in be
ginning pay.

If the male candidate for the teller’s 
job also can handle a general ledger 
because he has bookkeeping experi
ence, there would be a substantial dif
ference. Thus, it wouldn’t be dis
criminatory to pay him more than a 
woman applicant for a teller’s job who 
doesn’t have bookkeeping experience.

Finally, financial institutions may be 
subject to affirmative-action require
ments without knowing it. Affirmative

action in a financial institution in con
nection with sex discrimination usually 
would mean special affirmative action 
throughout the institution to overcome 
the effects of past discrimination in 
which women have been under
utilized, being employed only in low- 
paying jobs without real executive re
sponsibility.

A financial institution would be 
subject to affirmative action if it had a 
contract with the federal government. 
Since most banks have deposit con
tracts with governmental agencies, 
they are subject to Executive Order 
11246, requiring affirmative-action 
programs.

A financial institution in which fed
eral funds are deposited or that han
dles U. S. savings bonds or notes also 
is subject to affirmative action and 
must provide equal-employment op
portunity in accordance with Treasury 
Department rules.

The Federal Home Loan Bank 
Board prohibits sex discrimination.

Finally, President Jimmy Carter is 
setting up a more positive approach to 
sex discrimination than has been the 
case in the past. If his effort gets off the 
ground, the full impact will result in an 
even greater list of sex-discrimination 
lawsuits against financial institutions.

m ere's a b etter solution than shredding
. . .  or incineration. If you have to destroy confidential material 

you don’t need additional headaches. A Security Disintegrator 
destroys confidential material completely and efficiently. No pollu
tion. And, none of the massive disposal problems and hazards you 
get with shredding. No baling. A Security Disintegrator chops up 
waste into miniature confetti that’s automatically compacted and 
bagged. .

The job’s done quickly. Unlike a shredder, a Security Disinte
grator does not have to be fed a few sheets at a time. It will destroy 
bound manuals, unburst computer printout, stacks of punched 
cards or microfiche, whole reels of microfilm —  even crumpled 
paper.

Installation is simply a matter of making an electrical connection. 
If you’d like our new brochure and a sample of disintegrated 
material, write Security Engineered Machinery, 5 Walkup Drive, 
Westboro, Massachusetts 01581 or telephone TOLL FREE 
800-225-9293.

p S u ?  security engineered machinery
5 Walkup Drive, Westboro, Massachusetts 01581 (617) 366-1488

THE

GOLDEN TRIANGLE
TELLER TRAINING 

FILM SERIES

u p g r a d e s  p r e s e n t  T e l l e r s
TO NEW PRODUCTIVITY,

TRAINS NEW TELLERS THE RIGHT WAY, 
RECRUITS TOP JOB CANDIDATES,

6 KEY SUBJECTS 
THE TELLER'S JOB 

DEALING AT THE COUNTER 
DEALING ON THE PHONE 

HANDLING THE "DIFFICULTS" 
'THIS IS A HOLDUP"

THE OFFICE FAMILY-TEAM
LISTED IN NEW ABA FILM GUIDE. 

A vailab le  in all form ats  — 16m m  Reels,
8m  Cartridges or V id eo  Cassettes. 

Rentals can include auto -p ro jecto r.
Ask fo r  free  litera ture  

and 25-page Leader's G u ide

DATAFILMS (Charles Palmer)
2625 Temple St., Los Angeles 90026 

(213 -385-3911)
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To Move or Stay Put? 
Points To Be Considered

It’s sometimes difficult for the man
agement of a financial institution to 
know whether the bank should relo
cate to a new building or stay put in its 
present location, says Burt Richmond, 
president, Richmond Manhoff Marsh, 
Inc., commercial design firm with of
fices in Chicago and Denver.

Financial institutions considering 
relocation should ponder the following 
questions, according to Mr. Rich
mond:

• Location. Are existing facilities 
accessible and convenient for em
ployees? Are they close to public 
transportation for employees who 
don t drive? Is it easily accessible to 
customers? Is the location prestigious 
or in line with the financial institution’s 
image? Are changes coming about in 
the neighborhood or within the tenant 
type of the building? Will these 
changes affect business?

• Space. What are projected spatial 
needs of the financial institution in five 
years? How about 10 years? Will the 
present building accommodate short- 
and/or long-term expansion? Is the 
quality of the current office space good 
and are the premises attractive and 
well lighted? Is the location comforta
ble for employees? How much might 
the institution benefit from improved 
inner office communication in a one- 
level, open, high-rise design?

• Economics. Is existing office space 
adequate or does the building’s ineffi
cient layout force the company to oc
cupy more space than is actually 
needed, thus increasing rent? Could 
rental costs be lowered by moving to 
smaller but more efficiently designed 
quarters or would higher rent diminish 
the savings? Would moving to an 
energy-efficient building lower power 
costs enough to justify such a reloca
tion?

The firm’s reports do not specifically 
recommend whether or not a financial 
institution should move, according to 
Mr. Richmond, but offer data needed 
to help management make a decision.

HIGH-INTENSITY C l f * I M C  
SOLAR SCREEN D  111  111 O

Single
Message

Signs

Drive-in deposit facilities are intended to give customers fast and efficient 
service and ELECTROTEC Solar Screen Signs are designed to do just that 
fo r your depositors. They invite more drive-in business by saving time and 
trouble for both tellers and depositors. The high-intensity message is easily 
visible even in bright sunlight and can be changed by just touching a but
ton. The exterior case is well-designed to harmonize with a modern decor 
and sturdily constructed of weather-proof, stainless steel to last for many 
years. Complete instructions make them easy to install and maintain.

Satisfaction guaranteed! Send for literature and prices. Other products include 
patented Lobby Control, Drive-up Alert, Automated Drive-In Control Systems, and  
Customer Identification Systems.

m
For Powerful Year-Round Profit Building 

AMERICAN FLAG KITS
3' x 5' Double-Stitched Cotton Flag 

With 6 Ft. Jointed Metal Pole & Accessories 
Immediate Delivery

FLAG HEADQUARTERS 
FOR FINANCIAL INSTITUTIONS

Write or Call Today 
for Catalog SheetMade in U.S.A.

ATLAS FLAG CORPORATION OF AMERICA
Eldorado, III. 62930 *  618 273-3376
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Singer Serenades Seniors at Bank-Sponsored Party

Singer Gordon MacRae serenaded between 3,000 and 4,000 members of 
Mark Twain Bancshares' "60 Plus" club last month at a St. Louis shopping 
center. The event was staged by the HC's banks in appreciation of the 
business club members bring to its banks —  each member has at least one 
account at one of the Mark Twain banks in the St. Louis area. Club 
members are entitled to an array of free bank services. The club took over 
the entire shopping mall for the Sunday afternoon party, which also

featured a live band, a dance troupe and dancing. Food was available  
from mall restaurants. Photo at I. shows Mr. MacRae performing. Photo at 
r. was taken at special champagne reception for Mr. MacRae attended by 
all "60 Plus" club members maintaining at least four accounts at Mark 
Twain banks. Club has more than 7,000 members and is three years old. 
Pre-party publicity in local newspapers was responsible for new club 
memberships.

Senior Citizens Gain New Importance 
As Profitable Customers for Banks

S ENIOR citizens —  those over 60 
years of age —  could eventually 

comprise the largest segment of a fi
nancial institution’s customer base.

That’s why many financial institu
tions are establishing programs for 
senior citizens now. Financial mar
keting people realize that it’s good 
business to cultivate older customers, 
many of whom are enjoying generous 
retirement benefits and are expected 
to be on the scene for many more 
years.

One financial organization catering 
to those 60 and over is First Midwest 
Bancorp., Inc., headquartered in St. 
Joseph, Mo. Lead bank of the HC is 
First National, St. Joseph.

The HC’s “Dimension 60” program 
was started in early 1976 and, accord
ing to Gary Mowrey, marketing direc
tor, the program has been a “great suc
cess for the First Banks.” Mr. Mowrey 
says Dimension 60 has more than 
4,500 members and the program con
tinues to grow daily.

According to Mr. Mowrey, Dimen
sion 60 is a program of valuable ser
vices and benefits for individuals 60 or 
better in age. To join, individuals must 
have reached age 60 and have a savings 
account at any of the banks in the HC’s 
system. Members are entitled to all 
benefits at no cost.

Every service of the program, ac-

cording to Mr. Mowrey, is designed to 
make life more enjoyable for mem
bers. The services also make life easier 
for members — especially in regard to 
bank services.

Members are entitled to free photo 
identification membership cards, free 
checking with free personalized  
checks, free seminars on topics of 
interest to the older generation, a per
sonal banker, free will and trust coun
seling, free traveler’s checks, free in
vestment counseling, free cashier’s 
checks and money orders, free guaran
teed check card, special discount sav
ings at area business firms, automatic 
deposit of social security checks, social 
events, low-cost group travel and a 
news bulletin.

Dimension 60 was organized, ac
cording to J. M. Ford II, chairman and 
president of the HC, to recognize the 
contribution of senior citizens to the 
community and to fill some of their 
needs for information, saving money 
and keeping active in the community.

According to the HC’s research, 
senior citizens comprise more than 
20% of the population of the com
munities in which First Midwest Ban
corp. affiliates are located.

Banks participating in the program, 
in addition to First National, St. 
Joseph, include First Trust and First 
Stock Yards Bank, St. Joseph; Home

Bank, Savannah; First Midwest Bank, 
Maryville; and Farmers Bank, Gower, 
all in Missouri.

Dimension 60 members are entitled 
to discounts on merchandise, services 
and restaurant meals at the more than 
130 merchants participating in the 
program. All members need to do to 
obtain their discounts is to show their 
membership card.

The bimonthly newsletter includes a 
list of participating merchants and the 
specific terms of their discount pricing.

The HC sponsors a number of semi
nars each year for Dimension 60 mem
bers, Mr. Mowrey said. Recent semi
nars have covered the following topics: 
changes and updates on social security 
and medicare, how to protect one’s self 
against theft and confidence schemes, 
saving money on utility payments and 
prescription drugs, estate planning 
and hearing difficulties. Average at
tendance at the seminars is more than 
500.

A sidelight to the seminars is parties, 
Mr. Mowrey said. Members have 
been invited to Christmas discotheque 
parties and Dimension 60 anniversary 
parties. More than 800 attended the 
program’s second-anniversary event.

Travel events have included trips to 
Hawaii, Mexico, Florida and the deep 
South, Colorado, Nashville, Silver 
Dollar City, Mo., and other local and 
distant points, Mr. Mowrey said.

Each participating bank has an em
ployee who is designated as the Di
mension 60 coordinator. This person is 
responsible for explaining the program 
to inquirers and to senior citizens’ or
ganizations. • •
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Residents
(Continued from  page BG/16)

in the past, and what do I expect for the 
future?”

The slogan contest started the public 
talking about the bank, rather than the 
bank’s tooting its own horn. There was 
a ripple effect, with one person starting 
another person or several persons 
thinking about the contest and the 
bank.

Hundreds of persons of all ages en
tered the contest, including some from 
surrounding communities. An Elgin 
housewife was declared the winner, 
with her suggestion being, “Service to 
Share From People Who Care.” Ten 
runners-up were selected, also in
cluding several who live outside Elgin, 
but who do reside in the bank’s mar
keting area. Photos were taken of bank 
officers presenting the winner with her 
$500 check. Publicity was given all 
winners and included a full-page color 
ad, “Thank You, Elgin, for Our New 
Slogan.”

Mr. Coffman wrote thank-you let
ters to all contestants, including a large 
number of non-customer entrants, 
who were urged to consider ENB for 
future banking service. They also were 
asked to give permission for their slo
gans to be kept on file at the bank for 
possible future use.

The contest follow-up didn’t stop 
there. Employees were invited to take 
part in a series of get-acquainted 
breakfasts, both to meet new officers 
and to get to know one another better 
than formerly. In this relaxed atmo
sphere, the new slogan was explained 
in detail to them, with emphasis on 
“people who care” making the differ
ence between one bank and another. 
Earlier, the bank carefully explained to 
its employees that they were not eligi
ble to enter the contest because Elgin 
National wanted “an objective, outside 
point of view.”

Since the end of the contest, a 
spokesman says employees apparently 
have taken to heart the public’s opin
ion that they are “people who care.”

The staff breakfasts, with Mr. Jakle 
as master of ceremonies, also were 
used to provide tips on how to maintain 
good customer relations, as well as to 
explain the new slogan. During his 
talk, Mr. Jakle played radio commer
cials airing that particular day and 
featuring the new slogan. The bank’s 
employees, therefore, were among the 
first to hear announcer John Doremus 
talk about “Service to Share From

This announcement appears as a matter of record only.

$ 2 ,2 5 0 , 0 0 0

¿ H e r i t a g e  B a n k

Milwaukee, Wisconsin

SUBORDINATED CAPITAL NOTES 
9'/4%  due Ju ly  1, 1988 —  Price 100%

The undersigned has arranged the public sale of the Notes.

B.C. Ziegler and Company
“ A Quality Name in Investment Service Since 1913”

215 N. Main Street, West Bend, Wisconsin 53095 
Phone 414-334-5521

This announcement appears as a matter of record only.
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FIRST MISSISSIPPI 
NATIONAL BANK

Hattiesburg, Mississippi

SUBORDINATED NOTES
9.50% due Sept. 1, 1988 —  Price 100%  
9.65% due Sept. 1, 1990 —  Price 100%

The undersigned has arranged the public sale of the Notes.

Z
B.C. Ziegler and Company

"A Quality Name in Investment Service Since 1913”

215 N. Main Street, West Bend, Wisconsin 53095 
Phone 414-334-5521

We Invite You To Visit With Us 
At Our Booth #186 

At The ABA Convention — Honolulu
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SPECTRUM has made available the very best and least 
expensive method of removing improperly encoded 
magnetic ink characters.

Re-encoding directly on original document without effecting signatures.
You save up to 300%  in the cost of time and material. SPECTRUM’S 
NEW  built in Flow Control Valve:

Reduces to absolute minimum contact with liquid and fumes and 
eliminates all spillage and splash. It prevents evaporation— impor
tant because of extremely high rate of vaporization. It allows many 
more corrections per ounce of fluid.

Price: 1 dozen tw o  ounce bottles to a box $ 9 .40  
O rd e rs  fo r  6  d o z e n  or m o re  — d e d u c t  1 0 %

F.O.B. NEW YORK, N.Y.

SPECTRUM M.I.R. LTD.
P.O. Box 72A • Rockaway Beach, N.Y. 11694 

Telephone 212-634-0500

1 1  m m P l  m m

AN ECONOMICAL MAGNETIC INK ERASER!
NOW IN THE NEW 2 OUNCE SIZE! SUITABLE FOR “BLUE CORE" IMPRINTS

MOTIVATION —  ON A 
“ SILVER” PLATTER!

ppd. sample $3.95

A truly lavish account opener, 
self-liquidator, or all around 
people-motivator at a surprisingly 
low cost. The king size Beef ’N’ 
Bird Platter is a superb reproduc
tion of the elegant servers pro
duced by the world’s finest silver
smiths. Looks so much like the real 
thing, it is just incredible. Its 
bright, nickel-plating is so lus
trous, it looks inches deep! Has the 
classic ‘ well-and-tree’ design and a 
richly engraved foliage center to 
e f f e c t iv e ly  m ask c a rv in g  
scratches. A full 18"xl3W , this 
tarnish-proof beauty holds a huge 
24 lb. turkey or a large, family-size 
roast.
For quantity price details, write us. Got a 
question? Call Ray Yodlowsky toll free at 
800 526-1242. NJ firms, call 201 997- 
0880. To get a postpaid sample shipped 
fast, send your business card and a check 
for $3.95.

REDWOOD BOUSE
Dept. FB10 P.O. Box 438 
North Arlinotnn N.T 07032

People Who Care!”
Chain reaction to the contest con

tinues. An employee newsletter that 
had lain dormant for a year was re
sumed. Employee morale seemed to 
improve each time the slogan ap
peared or was heard. The fall ad cam
paign features a series of “Meet ENB 
People Who Care” institutional mes
sages, which include photos of and 
quotes from individual employees.

Although Elgin National has an
nounced no details, a spokesman indi
cates there will be many other projects 
that will be natural follow-ups to the 
contest. In other words, the bank has 
no intention of seeing the community 
involvement it produced fade. As the 
spokesman puts it, “The people of the 
Elgin area have indicated they care —  
about the bank and its future. To
gether, neither the people nor the 
bank can lose.” • •

New Indoor Computer Sign 
Introduced by One-Up

A new type of computer sign de
signed for indoor advertising use in fi
nancial institutions is being manufac
tured by One-Up, Inc., Santa Ana, 
Calif.

Known as the PE MS 3001, the sign 
flashes or pulses messages on its light- 
emitting diode display board in seg
ments as opposed to the previously in
troduced scanning type machines. 
This permits users to program key
word phrases that can be played back 
instantaneously.

PEMS 3001 display sign (top), programmer (I.) 
and power pack (r.) make up new One-Up com
puter sign.

The unit features a variable speed 
control to regulate the flashing or 
pulsing speed of the messages as they 
appear on the display board. Another 
control permits the user to simulate a 
strobe effect while the messages ap
pear. A third control lets the user ad
just the light intensity of the two-inch 
high characters for improved visibility.

The basis system features a compo
nent design made up of a display sign, a 
power pack and a programmer. Once 
the display sign has been pro
grammed, the programmer can be dis
connected and the sign and power pack 
moved to any location to display the 
message.
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Move Away From L< 
Can Hurt Earnings,

T HE traditional move by lenders 
away from low down-payment 

loans during periods of tight money 
could have a significant affect on future 
earnings, according to an analysis by 
Mortgage Guaranty Insurance Corp.

In an examination of the current 
state of the housing industry, Leon 
Kendall, MGIC president, said, 
“Faced with the current diminishing 
supply of funds, many mortgage lend
ers have begun rationing available 
mortgage money by withdrawing from 
making low down-payment mortgage 
loans. At first glance, this may seem 
like a logical tactic. However, more 
careful analysis suggests that this is not 
necessarily true, but is a misconcep
tion that can have a significant bearing 
on earnings.”

Key reasons cited as having an im
portant effect on future earnings were 
both short run and long run. For the 
near term, there’s the loss of potential 
savings dollars. Also, there are the 
long-term losses due to a decline in 
number of middle-income Americans

>w Down Payments 
Analysis Notes

able to enter into home ownership and 
become not only first-time but second- 
and third-time home owners, as well.

“When restricting loans to 80% loan 
to value and under,” Mr. Kendall 
notes, “loan officers must ask them
selves where the larger down pay
ments come from. In most cases, the 
down payment is drawn from the bor
rower’s (or in many cases, the bor
rower’s parents’) savings account, thus 
reducing the amount of funds available 
to the lender for future mortgages. The 
result is an earnings loss for the lender.

“Even if the larger down payment 
is made from equity on a previous 
home,” Mr. Kendall continues, “it 
may still represent a lost opportunity 
for savings deposits. The institution’s 
loan officers should look at the entire 
picture and treat the down payment as 
a cost/benefit opportunity.”

An example of this is the case of a 
lender committed to support $1 mil
lion of home sales. In this situation, a 
lender financing 20 home loans for 
$50,000 each, and restricting these

loans to 80% LTV, would pay out 
$800,000 in loaned funds. The down 
payments represent $200,000 of po
tentially lost savings deposits. If, how
ever, the loans are made at 95% LTV, 
the potential for lost deposits drops to 
$50,000 —  one fourth of the amount 
produced with higher down-payment 
loans. Furthermore, a 95% loan in
sured for its top 25% represents a 72% 
risk to the lender.

“ Even with th is,” Mr. Kendall 
points out, “it is still true that mortgage 
lenders can charge higher interest 
rates on low down-payment loans, with 
a net result of increased earnings.”

Another point to be considered, ac
cording to Mr. Kendall, is the long
term effect on earnings caused by ex
clusion of young first-tim e home 
buyers from the market.

In the case of the first-time home 
buyer, you have the situation of the 
lending community biting the hand 
that feeds it. These people have the 
income and the potential to meet 
mortgage payments, but lack the large 
down payments required by restrict
ing funds to higher loan-to-value mort
gages. If associations do not stretch to 
invest in these first-time home buyers, 
from where will tomorrow’s second- 
and third-time home buyers come?,” 
he concluded. • •

W hat E v ery  D irector 
Should  Know  A bout

OVER 200 Pages
$ 2 2  p e r copy

Society as a w hole is dem anding more 
disclosure fro m  all its segments, including  
banking. This posture litera lly  forces 
bankers to  re-exam ine policies on types  
o f in fo rm ation  tha t can be disclosed pub
licly.

The disclosure policy o f a board can 
be a m ajor fac to r in the public's judgm ent 
o f a bank's conduct. The fac t th a t a bank 
is w illing  to  discuss — or m ake public — 
actions th a t have a significant bearing on 
ethical considerations w ill encourage high

CORPORATE ETHICS
standards o f ethical conduct on the  part 
o f the bank's entire staff.

I t  should be the responsibility o f E V 
E R Y  B A N K  D IR E C T O R  to  aid in devel
oping a code o f ethics fo r his bank. A ll 
too  o ften , however, directors lam ent: 
"W e w ant to  do the right thing but we 
aren 't sure w hat the right thing is!"

This manual w ill enable directors  
to  probe the "g re y "  areas o f business 
conduct so they  can establish w ritten  
codes o f ethics. Such codes o ften  can 
help banks avoid "ta in ted  business prac
tices" tha t can place the bank — and its 
officers and directors — in "u n c o m fo rt
ab le" positions in th e ir com m unities.

This manual contains several com plete  
codes o f ethics adaptable to  Y O U R  
B A N K . O R D E R  T O D A Y !

Q U A N T IT Y  P R IC E S
2-4 copies.............................. $20.00 each
5-7 copies.............................. $19.00 each
8-10 copies.............................. $18.00 each
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ACTRON

Year's Worth
(Continued from page BG/12)

are they will respond enthusiastically 
to such premiums at this time.

Once again, these premiums lend 
themselves to lobby displays of picnic 
activity. And a picnic theme provides 
lots of copy and art potential for ap
pealing ads in all media.

Remember, too, the fall sports scene 
is just ahead and many of these picnic 
premiums will be welcomed by fans 
soon heading for football, soccer and 
other outdoor sports contests.

HIGH INTENSITY
DRIVE-IN SIGNS

A C T R O —L IT E  S IG N S  im m ed ia te ly  a ttrac t 
and d irec t drivers entering the. fa c ility . The  
e xtraord inarily  b rillia n t O P E N /C L O S E D  or 
R E D /G R E E N  message even pierces d irect 
sunlight. Stainless steel o r statuary bronze  
fin ish. Easily installed and m ainta ined. 

Versatile  m ounting . Im m ed ia te  delivery. 
Satisfaction G uaranteed!
Call o r  W rite Today  

F o r  i  .
D eta iled  In fo rm atio n  &  Prices

810 East Crabtree 
11 j (*. Arlington hits.. III.

(312) 398-0633
60004

D
liiMliELii

ORDER NOW FOR 1978 
CHRISTM AS SEASON

INDOOR-OUTDOOR »LIFE-SIZE 
FIBERGLASS NATIVITY SET

Full-round, durable, in natural color or white. Standing 
figures nearly 6 ft. Order by set or piece.

3 piece starter set: $ 895.00 [stable extra]
Complete 17 piece set: $5850.00

ADDITIONAL  
FIBERGLASS FIGURES:

Life-size reindeer team w/Santa, sled - full round, 
fawn color or white. Order by set or piece.

Santa, sled, one deer: $1045.00
Additional Deer: $ 295.00

YOU MAY ORDER DIRECTLY FROM:

25 CHRISTMAS LANE 
FRANKENMUTH, MICH. 48734

AUGUST
The month children dread but par

ents welcome —  back-to-school time. 
Parents, beset with back-to-school 
bills, welcome an opportunity to save 
on some of their needs. Help them 
with premiums such as calculators, 
dictionaries, typewriters, tote bags 
and similar items their youngsters will 
soon be needing.

Suggested theme: “Big savings on 
your children’s school needs!” Art: A 
slate bearing childish sketches of 
“Kat,” “Teechur,” etc. Use school bell 
sound effects on radio and TV.

Note that some back-to-school pre
miums —  calculators and dictionaries, 
for example — also can be offered as 
helpful additions to the home, 
broadening the audience appeal of 
your promotion.

SEPTEMBER
This is the season of hammering and 

sawing and other sounds of the 
home-improvement worker getting 
ready for winter. It’s an opportune 
time to offer the tools and accessories 
he needs. Almost every home needs 
new or replacement tools of some kind 
—  hammers, saws, screwdrivers, 
wrenches, power equipment and the 
like. Offer a money-saving way to get 
them and folks will be interested.

Suggested theme: “Save money —  
save repair bills —  with these handy 
to-it-yourself tools!” Lobby display 
idea: Set up a simulated home work
shop.

Tie-in possibility: Some who re
spond may also be prospects for 
home-improvement loans. Make loan 
literature available at your premium 
desk.

OCTOBER
People start spending more time in

doors —  and becoming more aware of 
home furnishings. Offer them “big 
merchandise” items for the home — a 
new TV, microwave oven, reclining 
arm chair, dinette set and the like —

and they will be interested. Seven per
cent certificates, held for seven years, 
make such offers possible —  and there 
are premium supply companies that 
make it easy to participate. (In effect, a 
part of the certificate interest is paid in 
advance in the form of the gift.)

Premium suppliers furnishing this 
service generally offer a complete 
promotion package, including all ad
vertising materials. Gifts are shipped 
directly from the supplier; it is not 
necessary to carry an inventory at the 
bank.

NOVEMBER
The year’s last months highlight two 

great family-feast occasions —  
Thanksgiving and Christmas. It’s a 
perfect time to offer premium gifts that 
enhance these festive meals: Table 
dishes, blenders, coffee makers, cut
lery, food processors, mixing bpwls, 
sauce pans and the like.

The greater variety of gifts offered, 
the more people will be interested. 
These food-related items are popular 
in any season. At holiday feast times, 
they are especially effective.

Suggested theme: “A special treat 
for your holiday dinners —  at big sav
ings!” In the advertising, illustrate as 
many of the premium gifts as possible.

DECEMBER
Almost any premium offer in this 

season will do well — especially if also 
usable as a Christmas gift by the cus
tomer. A silver bowl, for example, is 
welcome in any home and also can be 
used as a Christmas gift for a friend. So 
offer holiday-related merchandise: gift 
candles, holiday decorations, silver
ware —  even toys. This double-use po
tential greatly increases the attractive
ness of a pre-Christmas promotion.

Suggested theme: “Save shopping 
money —  shop at our Christmas gift 
bazaar!” Use lots of holiday art —  Santa 
Claus, Christmas trees, bells, wreaths, 
etc., in advertising material.

These suggestions, as mentioned, 
are a few of the premium possibilities 
for any given month. They illustrate 
premium ideas that benefit from a spe
cial tie-in with a season.

Plan premium promotions at least 
three months in advance. This gives 
you time to uncover premiums with 
good seasonal “bonus” appeal. Bank 
magazines help you track down pre
mium suppliers; they will help you 
plan productive programs for a date.

It pays to tie your premium pro
motions to the calendar. Why knock 
yourself out trying to sell snow shovels 
in Death Valley when it’s so much 
more profitable to invest the same ef
fort in Alaska? • •
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F  YOU WINŒ AT THE THOUGHT 
OF NOVEMBER t  CALL USi

The Club is the simple way to integrate Automatic Transfer into 
your present systems... profitably. It*s the Automatic Transfer account. 

Call Larry Kown or Bill King at (615) 790-2330 for the specifics, 
or look us up at the ABA Convention. Well be in booth #88.

Madison Financial C orporation
RO. BOX 12338 NASHVILLE TENNESSEE 37212 (615) 790-2330
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Stalking Goodwill With Popcorn: 
‘Poppers’ Make it Easy for Banks

F EW  THINGS advertise themselves as well as 
freshly popped, aromatic popcorn!

More financial institution marketing depart
ments are discovering this as new ways are found to 
use popcorn wagons on or near the premises of 
banks and thrifts.

Popcorn marketing has gone beyond grand 
openings and lending “poppers” to church and civic 
groups. Here’s how a few banks are using their 
colorful wagons to “pop” success:

• The popcorn wagon at Deposit Guaranty Na
tional, Jackson, Miss., draws considerable attention 
to the bank’s premises at Deposit Guaranty Plaza. 
And the bank’s name, painted prominently on the 
popper’s sides, generates free advertising wherever 
the wagon appears.

When the wagon was installed at the bank’s plaza 
in 1975, Ellis “Pop” Adams was hired as popcorn 
proprietor. His friendly nature (“You’ve got to like 
people and popcorn and I like ’em both! ) caused 
the local newspaper to interview him. Naturally, 
the story included photos of the bank s Gay 90s 
popcorn machine, complete with the bank s name!

The bank sponsors noontime events at the plaza 
with live entertainment, at which Mr. Adams gives 
away soft drinks, flowers and —  of course —  pop
corn, compliments of Deposit Guaranty.

Ellis "Pop" Adams dispenses popcorn at a quarter a box at 
Deposit Guaranty Plaza, headquarters of Deposit Guaranty 
Nat'l, Jackson, Miss. "Pop" sometimes sells more than 200 boxes 
of popcorn each day.

A box of popcorn costs a quarter and there have 
been days when more than 200 boxes were sold, 
accounting for more than 250 pounds of corn in the 
average week.

• “The zest for fresh popcorn is unbelievable. We 
consider our machine a useful and valuable asset, 
said a spokesman for Kansas State, Newton. The 
bank’s machine has been used in conjunction with 
Newton’s annual sidewalk sale and with savings 
promotions sponsored by the bank.

• The popcorn wagon at Fourth National, 
Wichita, Kan., doubles as a piece of art in the bank’s 
huge glassed-in concourse when it s not busy pop
ping corn for bank visitors.

The wagon has shown up at shopping center 
openings, at a remote radio broadcast and at cus
tomer business openings and fund-raising events. 
The bank made good use of the machine when 
promoting its charge card —  in three days 10,000 
sample bags of popcorn were dispensed to those 
interested in signing up for a Visa card.

• In Saginaw, Mich., there’s a popcorn wagon 
that has traveled all over the state and has been 
dispensing free popcorn at its home at Second Na
tional every weekend during the summer.

The wagon also has been used to help boost the 
city’s image as part of a downtown campaign, to 
raise funds for a local band and to promote grand 
openings of commercial-customer firms.

• The wagon at Central National, Sterling, 111., 
has been to bank family picnics where it has dis
pensed free popcorn to 200 employees and their kin 
and supported high school booster clubs and proms. 
It’s even been rented to firms doing business with 
the bank, and it’s been on the scene for such things 
as a “Mexican Fiesta” party for residents of Mexican 
heritage.

• Profits from the wagon at National Bank of 
Commerce, Starkville, Miss., are donated to char
ity. Recently, $500 in popcorn profits went to a 
community fund drive and $200 was raised for the 
local March of Dimes last year. When the popper is 
loaned, the bank furnishes a staff and supplies.

The wagon is used two days a week at the bank 
and is moved outside on pleasant days.

• The wagon at Citizens National, Bowling 
Green, Ky., has been used effectively to celebrate 
national events, such as the Bicentennial, when it 
played a part in the reenactment of “bolin’ on the 
green.” The bank has used the wagon at employee 
meetings and it was on the scene during a renova
tion promotion for Bowling Green s downtown
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Four Fad-Filled Manuals for The Bank Diredor
Every Director Should Have a Copy of Each One

RESPONSIBILITIES OF BANK DIRECTORS $5.75
This book is " r ig h t"  fo r today's banking problems. Due to  the econom ic influence  

banks have on the ir com m unities, the rapid growth o f HCs and the ever-growing 

"consum er" m ovem ent, directors must know  w hat is expected o f them  and their 

bank in terms of responsibilities to  depositors, shareholders and the public. This  
manual examines recent court decisions, investm ent return, con tin u ity  o f manage
m ent, long-range planning, effects o f structural changes on com petition , and more. 
A u th o r: R aym ond Van H o utte , president, Tom pkins C ounty  Trust Co., Ith ica, N Y .

CONFLICTS OF INTEREST $7.00
This new, revised edition  o f the fast-selling Conflicts o f Interest manual presents 

everything directors and officers should know  about the problem  o f conflicts. It  
gives exam iners' views o f directors' business relationships w ith  the bank, examines 
ethical pitfalls involving conflicts and details positive actions fo r reducing the  
potential fo r conflicts. Also included is the C om ptro ller o f the Currency's ruling on 
statements o f business interest and sample conflict-o f-in terest policies in use today  
th a t can be adapted by your board. A u th or: D r. Lewis E. Davids, ed itor, The  
B A N K  B O A R D  Letter.

THE BANK D IRECTO R'S W ORLD $6.25
This im portan t manual fo r directors examines the bank director's relationships w ith  
the holding com pany, the certified  public accountant, legal counsel, stockholders, 
correspondents and advisory boards. It  includes models and exhibits to  enable 
directors to  grasp the scope o f the w orld  o f bank directorship — a w orld  th a t in
volves m any com plex relationships. Both new directors and veterans o f the board- 
room  can p ro fit  from  the perspective this manual offers on existing and emerging 
trends. By Dr. Lewis E. Davids, ed itor, The B A N K  B O A R D  Letter.

BEHIND BOARDROOM DOORS $6.00
This im portan t manual provides insights into the fine points o f bank board m em 
bership. Sam ple chapter topics: C E O  selection, reim bursem ent; m anagem ent audits; 
find ing customers; board m inutes; d irector fees, retainers; com m on law liab ility  fo r 
director negligence; capita lization ; influence on the econom y o f the com m unity ; 
subcom m ittees o f the board; and m any m ore. Also included: a chapter on how  to  
open the boardroom  doors to  establish ongoing com m unication  between the bank 
and the public. A u th o r: D r. Lewis E. Davids, ed itor. The B A N K  B O A R D  Letter.

Q U A N T IT Y  PRICES
T h e  B A N K  B O A R D  Le tte r  
4 0 8  O live S t., S t. Louis, M O  6 3 1 0 2

Responsibilities o f D irectors Bank D irector's  W orld
2 - 5 ............................. $ 5 .2 5  ea. 2 - 5 ...............

6 - 1 0  .......................... $ 5 .0 0  ea. 6 - 1 0  . . . .

1 1 - 2 5 .......................... $ 4 .7 5  ea. 1 1 - 2 5 . . . .

over 2 5  ...................... $ 4 .6 0  ea. over 2 5  . . .

C onflic ts  o f In terest Behind B oardroom  Doors
2 - 5 ............................. $ 6 .5 0  ea. 2 - 5 ...............

6 - 1 0  ...................... $ 6 .0 0  ea. 6 - 1 0  . . . .

1 1 - 2 5 .......................... $ 5 .5 0  ea. 1 1 - 2 5 . . . . . . . . $ 4 .7 5  ea.
over 2 5  ...................... $ 5 .2 5  ea. over 2 5  . . .

Please send:

______copies. Responsibilities o f D irectors

______copies. C onflic ts  o f In terest

______ copies. Bank D irector's  W orld

______copies. Behind B oardroom  Doors

T o ta l Enclosed

N am e &  T i t l e ______________________________

B a n k ____________________________ __________

S treet ______________________________________

C ity , S ta te , Z ip  ____________________________________________

(Please send check w ith  order. In  M issouri, add 4 .6%  ta x .)
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area.
• First National, Belleville, 111., has 

turned over the operation of its pop
corn wagon to the Belleville Area 
Senior Citizens. The bank provides the 
wagon, which is located on the city’s 
public square, but the senior citizens 
stock and run it. They keep the profits, 
too!

• A bank with a popular popcorn 
wagon never knows what form public
ity about the wagon will take. Re
cently, Attleboro (Mass.) Trust loaned 
its wagon to a local church group to 
promote a Christmas fair. To garner 
free newspaper publicity for the fair, 
three women from the church group 
arrived at the bank to pick up the

wagon. Right during the bank’s pay
day rush hour, the women got behind 
the wagon and pushed it out the door 
and down the street to the church. A 
newspaper photographer followed 
them, snapping pictures. The unusual 
photo that was published in the news
paper not only called attention to the 
church fair, but to the bank owning the 
popcorn wagon! • •

Firm Trains
(Continued from  page BG/8)

nations to customers” and “Go out of 
your way to accommodate senior citi
zens, especially on the days social se-

curity checks are cashed. Open some 
windows that normally cash checks 
only. Pensioners won’t have to stand in 
long lines.”

Customers also appreciated the bet
ter service. Reliance received many 
letters praising bank personnel by 
name. One man was especially thank
ful for the assistance he received from 
the bank when he took over his sick 
mother’s account. The staff helped him 
fill out required paperwork, inquired 
about her health and even suggested 
proper medical care. He was im
pressed that the assistant manager 
phoned him on her day off from work to 
offer additional help.

Reliance has completed training 10 
branch managers, eight assistant man
agers and 110 tellers. A customer- 
retention program is being developed 
for platform and internal personnel 
using the same techniques. Mr. 
Nielsen said he is so impressed with 
the program that he has planned 
branch-wide and inter-branch incen
tive programs and a system for new 
employees to receive training.

Said Mr. Nielsen, “At Reliance we 
have become acutely aware of the fact 
that our approach to training has ena
bled us to provide our employees with 
a training program they strongly iden
tify with and benefit from, one that 
teaches them how to provide even bet
ter service to our valued custom
ers.” • •

Utility Trays Available

A polished aluminum utility tray 
bearing a financial institution’s logo or 
sketch of its building is available for use 
as a gift for new accounts, as a giveaway 
for business development officers or as 
an advertising piece for civic groups. 
Size: 4%" X  3V2" X  y4" deep.

A larger size can be ordered for use 
as a gift for retiring personnel or as an 
executive gift for special customers.

Write: Buddy’s Promotional Adver
tising, 9542 Mammoth, Baton Rouge, 
LA 70814.
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Tim e to update your b lack light system ?

A re you still using little  gray boxes? That’s the kind of lamp you bought 
when w e introduced the firs t black light signature verification  system  
back in 1958. They still do the job, but w e have since updated styling  
considerably. (W e ’re still giving our im itators som ething to shoot at.)

The la test BLAK-RAY lamps com plem ent the m ost m odern decor, 
the m ost e legant “ new  accounts” desk or counter. They are com patible  
w ith  both com puterized and non-com puterized operations — on-line  
system s and o ff-lin e  system s.

Send for our catalog. See the varie ty  of designs and uses of the  
BLAK-RAY signature verification  system s. Plus the la test in transfer  
papers and o ther equipm ent tha t m akes black light use fas ter and 
m ore convenient.

BLAK-RAY® SIGNATURE VERIFICATION SYSTEM
Escuti ve or New Accounts Desk

ULTRA-VIOLET PRODUCTS, INC.
5 10 0  W A L N U T  G R O V E  A V E . • SA N  G A B R IE L , C A L IF . 917 7 8

Specialists in specialty tamps since 1932 ____
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W ith These Four Board-Related Manuals

( 1 )  B O A R D  P O L IC Y  O N  R IS K  
M A N A G E M E N T .  T h is  n ew  160-page  
m an ual p rovides th e  v ita l in fo rm a tio n  
a b oard  needs to  fo rm u la te  a system  to  
recogn ize  insgrab le  and  u n insu rab le  
risks and  e va lu a te  and  p ro v id e  fo r  
th e m . In c lu d e d  are an insurance gu ide
line  and  checklis ts  to  id e n tify  and  p ro 
te c t  d irec to rs  against various risks. 
Bonus feature: A  m o d el b oard  p o lic y  
o f risk  m a n ag em en t a d a p ta b le  to  th e  
u n iq u e  s itu a tio n s  a t  an y  b ank. E very  
m e m b e r o f  y o u r b an k 's  b oard  should  
have a cop y!

Q U A N T IT Y  P R IC E S  
2 -5  cop ies—$ 1 3 .5 0  ea.
6 -1 0  cop ies—1 2 .5 0  ea.

( 2 )  T H E  E F F E C T I V E  B O A R D  
A U D IT .  T h is  184-p age  m anual p ro 
vides co m prehen sive  in fo rm a tio n  a- 
b o u t th e  d ire c to rs ' a u d it  fu n c tio n . I t  
o u tlin e s  board  p a rtic ip a tio n , selection  
o f  an a u d it  c o m m itte e  and  th e  m ag n i
tu d e  o f  th e  a u d it. I t  p rovides g u ide
lines fo r  an a u d it  c o m m itte e , deals  
w ith  social re s p o n s ib ility  and gives in 
sights on  engaging an o u ts id e  a u d ito r.  
I t  includes checklis ts  fo r  social respon
s ib ilities  aud its , a u d it  en g agem en t le t
ters and  b an k  aud its . N o  d ire c to r  can  
a ffo rd  to  be w ith o u t  a c o p y !

Q U A N T IT Y  P R IC E S  
2 -5  cop ies—$ 1 5 .0 0  ea.

6 -1 0  cop ies—$ 1 3 .5 0  ea.

(3 )  T H E  B A N K  B O A R D  A N D  L O A N  
P O L IC Y . Just o f f  th e  press! T h is  re 
vised and  e x p a n d e d  m an ual enables  
d ire c to rs  to  be a step  ahead o f  b an k  
regulators  b y  p ro v id in g  c u rre n t loan  
and  c re d it  po lic ies  o f  n um erou s  w e ll-  
m anaged banks. These polic ies a d a p t
ab le  to  a n y  b an k  s itu a tio n , can aid  
y o u r b a n k  in estab lish ing  b ro ad  gu ide
lines fo r  lend ing  o ffic ers . Bonus fea
ture: Loan  p o lic y  o f  one o f  th e  na
tio n 's  m a jo r banks, load ed  w ith  ideas 
fo r  y o u r  b an k! R e m e m b e r: A  w r it te n  
loan  p o lic y  can p ro te c t d ire c to rs  f ro m  
law suits  arising fro m  fa ilu re  to  estab 
lis h  sound lend ing  polic ies! O rd e r  
enough  copies fo r  all y o u r d irec to rs !

Q U A N T IT Y  P R IC E S
2 -5  cop ies—$ 7 .0 0  ea.

6 -1 0  cop ies—$ 6 .5 0  ea.

(4 )  C O N F L IC T S  O F  IN T E R E S T .  C o n 

flic ts  o f  In te re s t presents every th in g  

d ire c to rs  and o ffic e rs  should  k n o w  

a b o u t th e  p ro b le m  o f  " c o n f l ic ts ."  I t  

gives e x a m in e rs ' v iew s o f  d ire c to rs ' 

business re la tio n sh ip s  w ith  th e  b an k , 

exam ines  e th ica l p itfa lls  invo lv in g  c o n 

flic ts  and d eta ils  pos itive  ac tio ns  fo r  

reducing  th e  p o te n tia l fo r  c o n flic ts . 

A ls o  inc lu d ed  is th e  C o m p tro lle r 's  

ru ling  on  s ta tem en ts  o f  business in te r

ests and sam ple c o n flic t-o f- in te re s t  

p o lic ies  in use b y  o th e r  banks w h ich  

can be ad ap ted  b y  y o u r  b oard .

Q U A N T IT Y  P R IC E S  
2 -5  cop ies—$ 6 .5 0  each  
6 -1 0  copies $ 6 .0 0  each

I
I
I
I

I
I
I
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T H E  B A N K  B O A R D  L E T T E R  
4 0 8  O liv e  S t . ,  S t  L o u is , M O  6 3 1 0 2

............cop ies, B oard  P o licy  o n  R isk  M an a g e m e n t $

............cop ies, T h e  E ffe c tiv e  B o ard  A u d it  $

............copies, B an k  B oard  &  L oan  P o licy  $

............cop ies, C o n f lic t  o f  In te re s t $

T o ta l Enclosed $

N a m e .....................................................................................................................T it le
B a n k ..................................................................................................................................

S tre e t ...............................................................................................................................

C ity ,  S ta te , Z i p ...........................................................................................................

1

I
I

(Please send check w ith  o rd e r. In  M isso u ri, add 4 .6 %  ta x .)
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Prepare NOW for Annual Meetings

Booklets That Aid (1) Bank Management

(2 ) Bank Directors
(3 ) Bank Stockholders

• Bank Directors and Their Selection, 
Qualifications, Evaluation, Retirement. 24 
pages. Answers key questions concerning 
director selection, retention and retire
ment. Special section: the prospective di
rector and how he should be expected to 
contribute to the bank’s success. No. 101, 
$3.00 per copy.

• Bank Shareholders’ Meeting Manual. 60 
pages, 8)2 x 11". Designed to aid directors 
of state-chartered banks, this book dis
cusses conflict of interest, minority rights, 
fuller disclosure, voting of trust-held se
curities, preparation of stock purchase and 
stock option plans, also capital notes and 
debentures.

The manual also is helpful in updating 
annual shareholders’ meetings at a time 
when stockholders are becoming more in
sistent on receiving meaningful information 
at annual meetings and in annual reports. 
No. 102, $8.00 each.

• A Policy Manual for the Bank Board. 
24-pages, reviews typical organizational 
chart, duties and responsibilities of man
aging officers and various standing com
mittees, loan, investment and collection 
policies, and an outline of a suggested in
vestment policy. No. 103, $3.00 per copy.

• The Board of Directors and Effective 
Management. Harold Koontz, 256 pages. 
Critical look at directors’ role: functions 
and responsibilities, decision areas, control, 
relationship of success to more productive 
management. No. 107, $14.00 per copy.

• A Business Development Policy. A plan 
for the small bank in setting up objectives 
and establishing responsibilities in the of
ficer staff for getting new business, holding 
present business. No. 109, 2 copies for $1.

• SALES: How Bank Directors Can Help. 
Detailed outline of a program that has 
developed more than $40 million in new 
business for a holding company chain in 
the Southeast. No. 110, 2 copies for $1.

• Policy Statement for Equal Employ
ment Opportunity. 4-page study contains 
suggested Equal Opportunity Program 
aimed at preserving a bank’s eligibility to 
serve as federal depository. No. 112, 2 
copies for $1 .

• A Code of Ethics. 4 pages. Sample 
policy statements by two banks, covering 
personal conduct of officers, inside and 
outside the bank. Example: sets criteria 
for conflict of interest, political activity, 
outside interests, trading in bank stock, 
gifts and entertainment that can be ac
cepted by officers. No. 116, 2 copies $1.

• Capital Adequacy. 4 pages. When does 
a bank have enough capital? Should a 
bank resist supervisory pressure to increase 
capital? Should a committee of board mem
bers keep abreast of capital requirements 
for their bank? These and other questions 
discussed. No. 117, 2 copies for $1.

• Bank Audits and Examinations. This 
study, written in non-technical language, 
is designed to be helpful (1) to an inde
pendent accountant engaged to conduct 
an opinion audit, (2) to an internal bank 
auditor who wishes to make his work more 
effective and (3) to a bank director who 
wishes to compare procedures followed by 
his bank with the modern methods out
lined. No. 121, $33.

• What Every Bank Director Should 
Know About Bank Counsel. A pithy dis
cussion of the advantages and disadvan
tages of a bank maintaining full-time coun
sel, and whether that counsel should be an 
elected director. The counsel-director re
lationship is also covered—a vital relation
ship in these days of complicated legal 
maneuvering. No. 129, 2 copies for $1.

• Management Policies for Commercial 
Banks. 2nd edition by Howard D. Crosse 
and George H. Hempel. Substantially re
vised edition dealing with major policies of 
liability and asset management in banks. 
Includes examples of major policies and 
the relationship of policy makers and the 
issuing of policy. Examines lending prac
tices, personnel, marketing management 
and portfolio management and capital 
structure. No. 131, $17.95.

• Commercial Problem Loans. A study 
that makes a significant contribution to 
improving lending skills by filling a 
void in the loan department’s litera
ture. Hie problem loan is identified in 
detail and a program of supervision is 
outlined. The volume includes a 41- 
page chapter on collecting problem 
loans and a case study of a fraud that 
brings all the points discussed into full 
play. Also included are a complete 
sample credit file and a hypothetical 
credit policy statement. Published in 
1974. No. 137, $20.

FIVE NEW STUDIES

• Risk Management for Bank Directors. 
An outline of what bank directors should 
know about risk management in order 
to adequately protect their bank and 
themselves in light of their position of 
fiduciary trust. No. 140, 2 copies for $1.
• Bank Ethics and the Board. A hypo
thetical case study called “The Water
gate Bank,” which outlines various un
ethical practices engaged in by a “fic
titious” management. Problems are 
presented; questions asked; and poten
tial solutions offered. No. 141, 1 copy 
for $1 .
• What Every Director Should Know 
About Employee-Stock Ownership Flans 
(ESOPs). Ever since the Employee Re
tirement Income Security Act (ERISA) 
became law in 1974, a tremendous 
amount of publicity has been given to 
pensions, particularly the use of ESOPS. 
What is an ESOP? Is it for your bank? 
This study poses some questions and an
swers. No. 142,1 copy for $1.
• What Every Bank Director Should 
Know About ERISA. The Employee Re
tirement Income Security Act presents 
new challenges to directors who have 
ultimate responsibility for administering 
employee retirement plans for their 
banks and for other firms. Common law 
precedents have been modified by 
ERISA to the extent that the so-called 
“prudent expert” has replaced the “pru
dent man.” This study advises con
cerned directors on the steps they can 
take to minimize their exposure to the 
penalties stipulated by ERISA. No. 143, 
2 copies for $1 .
• What Every Bank Director Should 
Know About Courting Stockholder 
Business. Stockholders, though recog
nized as important by their firms, are 
seldom used to their full potential by 
banks. What is often overlooked is their 
potential as prospective bank customers! 
This study gives pointers that enable 
banks to court their stockholders, result
ing in stockholders bringing all their 
business to their bank, which, in turn, 
improves profits and results in larger 
dividends for stockholders. No. 144, 2 
copies for $1 .

Order by Number Using Coupon on the Opposite Page
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THE BANKERS HANDBOOK
Edited by William H. Baughn and Charts 
E. Walker
This book is considered to be the most 
complete and definitive reference source 
covering current banking practices. It 
places the money knowledge of 90 of the 
country’s leading bankers at the fingertips

of the banker or bank director in a concise, 
analytical style. In it are the answers to 
most questions anyone would ask about 
banking. Easy to use . . . contains 11 ma
jor sections . . .  in 87 chapters. Over 1200 
pages! Every bank, every bank boardroom 
needs this reference book.

Check Box No. 120 , $ 3 5 .0 0  per copy

OTHER MANAGEMENT-DIRECTOR MANUALS
• Management Succession. 8-page study. 
This has been termed the number one 
problem in banking. Directors have the 
legal duty to staff their banks and this 
publication provides invaluable aids to as
sist directors in this area. Includes a com
prehensive checklist for management de
velopment. No. 133, $1.

• Bank Stock Prices. How the price range 
of a bank’s stock should be determined is 
discussed in this four-page study. The pros 
and cons of high and low stock prices are 
examined so directors can determine where 
to set the price of their bank’s stock. No. 
134, 2 copies for $1.

• What Every Bank Director Should 
Know About Public Relations. A veteran 
journalist and PR man describes what PR 
is and how a message can be relayed to 
the public: how the good works of your 
bank can be publicized* Includes an ex
ample of a deposit-building program that 
worked; also describes how the bank’s 
personnel were “sold” on the program, 
thus insuring its effectiveness. No. 135, 2 
copies for $1.

• What Every Director Should Know 
About Personnel Management. One im
portant aspect: evaluation of employment 
policy . . . the director should understand 
this. Also, each bank should have a re
cruitment policy and a general policy with 
respect to the role of fringe benefits. No. 
139, 2 copies for $1.

• WOMEN: The “Forgotten” Directors. 
20-page booklet. Would be most helpful to 
banks contemplating the election of a 
woman or women to the board. A national 
survey shows how women view their rela
tionships to other directors of their banks, 
what they feel are their relationships to 
men and women staff members of the in
stitution, frustrations and delights encoun
tered in board service and what they see 
as today’s major banking problems. No. 
145, $2.00 per copy.

• A Trust Guide for the Bank Director. 
40 pages. Since introduction of the Keogh 
Act (H.R. 10), many small firms and self- 
employed individuals have established pen
sion trusts. Thus the number of banks add
ing trust functions has increased substan
tially. Directors of banks with new trust 
departments or newly elected directors of 
banks with established trust functions of
ten aren’t fully conversant with direction 
of trust activities. They will find this book 
to be a valuable aid. It delineates trust 
department examinations, policies. Includes 
Comptroller’s Regulation 9, covering fidu
ciary powers of national banks, collective 
investment funds and disclosure of trust 
department assets. No. 146, $5.00 per copy.

• Leasing Principles & Methods. For the 
bank interested in leasing; It’s an “en
cyclopedia” of information that covers the 
entire range of leasing of capital goods, 
with fully documented financial instru
ments, of contracts, letters of credit, agree
ments, etc. There are chapters devoted to 
insurance, tax fees and tax credits. Latest

rulings (for 1977) are included to give the 
reader a complete library on tax problems 
associated with leasing of airplanes, rail
road cars, rolling mills, oil tankers, auto
mobiles, television sets, etc. The author 
serves as a consultant to some of the 
nation’s leading leasing companies. Over 
300 pages. No. 147, $49.95.

• What Every Director Should Know 
About Executive Compensation. 4 pages. 
Some observations on executive compensa
tion that can help improve initiative and 
performance and that will attract and hold 
competent employees. No. 148, 2 copies 
for $1.

• What Every Director Should Know 
About Proxy Voting. 4 pages. Proxy voting 
of stocks held in trust is a sensitive area, 
one that the media often considers a
conspiracy.” This study discusses the 

problems, sets up a sample five-step guide
line that banks might follow. No. 149, 2 
copies for $1.

SEE OPPOSITE PAGE FOR OTHER TOPICS 

Please Send These Management Aids:
101 . . . . copies $ . . . . 137 . . . .  copies $ .
102 . . . . copies $ . . . . 139 . . . .  copies % Send Com pleted Coupon W IT H  C H E C K
103 . . . . copies $ . . . . 140 . . . .  copies $ to : Com merce Publishing Co., 408 O live
107 . . . copies $ . . . . 141 . . . .  copies $ . . .  St. Louis, M o . 63102, publishers o f
109 . . . copies $ . . . . 142 . . . .  copies $ The BANK BOARD Letter.

MO . . . . copies $ . . . . 143 . . . .  copies $
M 2  . . . . copies $ . . . . 144 . . . .  copies $
116 . . . copies $ . . . . 145 . . . .  copies $ . . .  Enclose check p a y a b le  to
117 . . . copies $ . . . . 146 . . . .  copies $ The B A N K  B O A R D  Letter
120 . . . copies $ . . . . 147 . . . . copies $
121 . . . copies $ . . . . 148 . . . . copies $ Nam e ...................
129 . . . copies $ . . . . 149 . . . . copies $
131 . . . copies $ . . . . Total $ .

Bank or C o m p a n y ...............

133 . . . copies $ . . . . (In  Missouri add
A d d re ss ........................

134 . . . . copies $ . . . . 4 .6 %  Tax) $ .
135 . . . copies $ . . . . TO TA L $ . C ity ................................S t a t e ............... Z ip .
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C o m p u te r S ign

Break- % £3»

through
A new  m ic ro -e le c tro n ic  te c h n o l
o g y  g ives y o u r business access 
to  a com pact, fu ll- fe a tu re  co m 
p u te r s ign  at an a ffo rd a b le  p rice .

You’ve already been introduced to comput
erized signs. But here’s one that is different. It 
offers more value for your invested dollar than 
any other sign system on the market.
The new PEMS™ 3001 is a completely pro

grammable electronic flashing sign. It flashes a 
message on the display board in segments 
exactly as you instruct it. This way you can 
maximize reader attention and retention by 
using "key word” phrases. Messages flashed 
on the display board will become photographi
cally imprinted in the reader's mind. 

Probably the most significant breakthrough 
feature of the 3001 is its newly developed 
interface LSI (large-scale integrated circuit). 
This new “computer chip” was designed spe
cifically for signing applications and allows for 
the manufacture of a "full feature” computer 
sign at tremendous savings. And that means a 
big difference for you — Now you can get the 
finest computer sign system available at the 
lowest possible cost.
Call us or write today for more information. 

You'll be glad you did.

The new PEMST* 3001 with 
programmer, power pack and 
adjustable pedestal (optional).

CALL USI
WE’LL HELP YOU DESIGN 

YOUR OWN CUSTOM SIGN.

125 E. Alton Avenue 
Santa Ana, CA 92707
Phone: 714-540-3944

©One-Up, Inc., 1978

Shopping Sprees
(Continued from page BGI6)

souvenirs to everyone.
Another way the Owl Network s 

ATMs are publicized is by a hot air 
balloon made of bright yellow nylon 
and measuring 55 feet in diameter and 
63 feet in height.

On the balloon s maiden flight, it 
passed by Cincinnati s Riverfront 
Stadium during a baseball game. The 
balloon’s 28-foot Owl logos were easily 
identified by baseball fans.

The balloon will appear at various 
events, including bank openings, 
celebrations, balloon events, air shows 
and races.

A series of humorous TV commer
cials is credited for a large measure of 
the success of the ATMs operated by 
BayBanks, Inc. , HC headquartered in 
Boston.

Two well-known broadcast comics 
made a series of TV spots promoting 
the HC’s “X-Press 24” ATM service. 
The commercials were made at the 
Diebold National Display Center in 
Canton, O., where TV production 
crews could work out of the public s 
eye. Diebold ATMs are used by 
BayBanks.

Two spots were made. In one, comic 
Bert Berdis describes himself as the 
tooth fairy and explains how conve
nient X-Press 24 is for him since he 
sometimes needs cash right in the 
middle of the night,” to the obvious 
bewilderment of his sidekick, Dick 
Orkin.

In the other spot, as Bert completes 
an ATM transaction, Dick walks up to 
the machine and shouts an order for 
burgers, shakes and fries. Bert inter
rupts to explain that the ATM doesn t 
deliver food but does deliver banking 
convenience. Dick appears to under
stand what Bert is saying but then 
turns back to the ATM and shouts that 
he also needs an order of onion rings to 
go.

During the week in which First Na
tional, Stillwater, Okla. , introduced its 
six “Pockets” ATMs, on-line transac
tion information was relayed to the 
bank’s data center by way of the 
space-orbiting Westar communica
tions satellite. The bank’s publicity 
pointed out that customers using the 
ATM during that week were setting 
precedents by being the first to have 
their banking transactions authorized 
and confirmed in a couple of seconds 
even after a journey through space of 
10s of thousands of miles.

H ere’s how the system worked:
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More Effective Board Meetings

Begin With More Effective 
Board Reports

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

s20 per copy

200 pages

W ell-prepared reports are a a M U S T  
to  enable a board to  iden tify  its policy  
a im s .. .  to  diagnose bank p ro b lem s .. .  to  
find  solutions to  these p ro b lem s.. .  to  
m ake choices regarding appropriate ac
tions. . .  to  im plem ent p o lic y .. .  and to  
evaluate the effectiveness o f bank per
form ance. W ith o u t adequate reports, a 
board lacks the in fo rm ation  it must 
have in order to  reach im portan t deci
sions involving bank managem ent.

Planning Board M eetings
Planning The Board M eeting (Revised 

E d itio n ). This 64-page booklet provides 
some w orkable agenda, suggestions fo r  
advance planning and also lists types o f  
reports a board should receive m o n th ly  
and period ically. It  emphasizes the need 
fo r inform ing the board as q u ick ly  and 
concisely as possible. A n  excellent 
"co m p an io n" to  B O A R D  R E P O R TS .

$4.75
2 -5  copies 

4 .2 5  ea.

6-10  copies  
4 .0 0  ea.

This manual details the type o f 
reports a board should have in order to  
place pertinent in fo rm ation  at directors' 
fingertips. I t  illustrates the various fo r
mats board reports can take . . . fro m  
oral to  detailed graphic presentations.

I t  tells how  m oderate-sized banks can 
prepare reports th a t norm ally  could  be 
afforded only  by giant banks. It  tells 
how  such reports can be com bined w ith  
in fo rm ation  gained fro m  local sources 
to  present a clear picture o f the local 
arid national econom ic situation. . . a 
picture vital to  the establishm ent o f  
policies tha t prom ote bank growth.

Included are examples o f w ritten  
reports most needed by bank directors

|  T H E  B A N K  B O A R D  L E T T E R  
4 0 8  O liv e  S t., S t. L o u is , M o . 6 3 1 0 2

............ copies, B O A R D  R E P O R TS  $
............ copies, P L A N N IN G  B O A R D  M E E T IN G S  $

T O T A L  E N C L O S E D  $

N a m e ...................... ... ............................................................................T it le

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

S tre e t................................................................................................................................

C ity , S ta te , Z i p ...........................................................................................

(Please send check w ith  order. In  M issouri, add 4 .6%

w ho desire to  create policies th a t lead to  
prudent bank managem ent. In  addition  
to  m aterial prepared by the author, con
tributions by w ell-know n bank special
ists are included.

Detailed in fo rm ation  is present on 
such topics as effective reporting to  
directors. . . board reports to  sharehol
ders. . » the report o f exam ination. . . 
bank liqu id ity  and capital analysis. . . 
bank operating ratios. . . management 
reports to  the boar-d. . . loan re p o rts .. .  
financial statem ent analysis. . . bank 
m arket perform ance. . . financial in fo r
m ation fo r directors. . . A N D  M A N Y  
O T H E R S !

O rder copies T O D A Y . N ote  q uantity  
prices. Each m em ber o f you r board  
could benefit fro m  a study o f this
manual.

Q U A N T IT Y  P R IC E S
2 -4  cop ies......................................$ 1 8 .0 0  each
5 -7  cop ies......................................$ 1 7 .0 0  each
8 -1 0  c o p ies .................................. $ 1 6 .0 0  each

1

I______ I tax .)
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a 5-character 
message center! 
Words change or 
travel. With time 
and temperature.

Now even the smaller financial institu
tions can afford a message center display 
fo r a d v e r t is in g  or p u b lic  s e rv ic e .  
Daktronics Venus 500 has 32 columns of 
lamps with seven 15-watt bulbs per column 
for displaying 18” high characters. Flash 
on as many as 16 words of five letters, or 
less, plus time and temperature or run a 
traveling message of up to 16 words of up 
to 16 characters each. (The word “Con
gratulations” is shown traveling in the 
photo.) Plus time and temperature

M essages are program m ed from a 
desktop keyboard console that lets you 
see the message on the screen before it 
appears at the message center.

At far less investment than our standard 
10-character display.

Write for literature and prices -
DAKTRONICS, INC.
Box 229-L Brookings, SD 57006 
Telephone 605/692-6145

D
DAKTRONICS

INC.

When the customer activated the 
ATM, the terminal control unit (TCU) 
was called. The TCU then utilized 
land-based lines to call the earth 
beaming station, which, in turn, sig
naled the satellite. The satellite then 
sent the information to the earth re
ceiving station which, again using 
land-based lines, communicated with 
the data center where the customer’s 
files were checked. The reverse route 
was used to transmit the transaction 
authorization.

The system served to demonstrate 
that personal electronic banking can be 
immediate and available on a coast-to- 
coast basis, a bank spokesman said.

One of the bank’s ATM facilities is 
located within one and a half miles of 
every home in the city, said bank 
President Thomas M. Reyburn. The 
bank serves 20,000 college students at 
Oklahoma State University, and, ac
cording to Mr. Reyburn, “By intro
ducing EFT  and joining a statewide 
network, we have allowed our student 
citizens to continue their established 
banking relationships in their 
hometown by offering them access to 
their accounts at our ‘Pockets’ loca
tions.”

To promote its new ATM, Broadway 
National, Kansas City, introduced its 
Broadway star, called “Broadway Val,” 
to the public. The introduction was 
done with a Gay-90s theme and the 
ATM was outfitted in a beaded skirt, a 
feather headband and long eyelashes. 
During the time the ATM was demon
strated to the public, an antique player 
piano provided background music.

The name of the ATM comes from 
the bank’s location, which is the corner 
of Broadway and Valentine.

Bank employees dressed in Gay-90s 
outfits during the promotion period 
and a bank spokesman said interest in 
the unit was high on the part of the 
public. • •

S&L Proves
(Continued from  page BGI14)

making use of solar energy in their 
homes, the thrift lowered its mortgage 
rates by one-quarter of 1% per year for 
customers seeking loans for construc
tion of homes that were solar heated. 
Five loans totaling more than $300,000 
were approved at the_ reduced rate, 
Mr. Ritcherson said.

On sun day last May, tours of the 
branch were given to school children 
and other interested individuals.

“We don’t consider solar power as 
the absolute answer to the energy 
problem,” said James Bradley, Home

Savings president, “but we do see it as 
a step in the right direction. After all, 
we re in the business of helping people 
save money. Now we’re helping to 
save energy and our natural resources 
as well.”

Other financial institutions will be 
testing their solar heating systems for 
the first time this winter.

State Mutual Savings, Othello, 
Wash., opened its solar-heated branch 
in July. The building is said to be the 
first solar-heated bank building in 
Washington.

According to State Mutual President 
Douglas G. Erwin, the sun’s energy is 
captured by 27 sheet-metal solar pan
els covered with greenhouse fiberglass 
that are located on the roof of the 
building. The heat is transported 
through a duct to the bottom pf an 
underground storage bin containing 
350 tons of rock. A take-off from the top 
of the rock bin distributes the heat 
throughout the building via a forced- 
air system.

A solar display panel mounted on a 
wall in the branch’s lobby records the 
outside temperature, the panel tem
perature of air coming into the build
ing, the temperature of the rock bin 
and the temperature of the bank inte
rior, so customers can see how the 
solar heating system is working.

Solar heating is expected to provide 
75% of the heating needs at a new 
facility of Central State, Edmond, 
Okla. Seventy-five solar collectors 
provide hot water to a 4,000-gallon 
storage tank that can maintain enough 
energy to heat the building for up to 
three days without sunshine.

Recessed areas and bermed soil 
around the foundation provide 
additional heat retention for the new 
facility.

The bank is said to be the first to be 
solar-heated in the state, and it s be
come a tourist attraction, according to 
Jack Frisby, vice president and 
cashier.

He said students are doing science 
projects about it and many people are 
interested in having tours of the 
building.

First Federal Savings, Pine Bluff, 
Ark., is building what it claims to be 
the state’s first solar-powered financial 
facility. It’s located at White Hall, Ark.

According to Del L. Brannon, 
president, the solar system is expected 
to utilize considerably less energy than 
a facility of the same size powered by 
conventional means. The S&L s initial 
investment on the project, although 
relatively high, “will be more than 
offset by the energy savings in the long 
run,” he said. • •
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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 & A ssociates
11 Penns T ra il, N ew to w n , P ennsy lvan ia  18940 
T e lephone : (215) 968-5051

FRENCH LE  
STAINLESS 
IMPERIAL FI

DEPOSIT BUILDERS FROM DALTON
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“Our NCR 
Electronic Funds 
Transfer System 
is paperless.”
Joseph F. Phernetton, President 

Banks of Iowa Computer Services, Inc., Cedar Rapids, Iowa

“ You lose the greatest advantage of an 
electronic funds transfer,”  maintains Joe 
Phernetton of Banks of Iowa Computer 
Services (BICS), “ unless you eliminate the 
processing of paper. And that’s what our 
NCR system does for us. Last month, we 
displaced over 100,000 pieces of paper.”
BICS provides online paperless service to 
18 banks. As well as participation in the 
Iowa Transfer System, the first statewide 
EFTS system to go into operation. Bank 
customers receive a printed receipt. The 
terminal records transactions on its journal 
to establish an audit trail. But all the 
processing is purely electronic.
BICS’ online system, including teller termi
nals and ATM’s, is all NCR, while master 
files are maintained by a 370. The NCR 
computer is current around the clock. The 
370 is updated once a day by a simple 
exchange of tapes. The 370 software is 
untouched.
“ NCR hardware and software are ideal for 
running our online teller and EFT system,” 
says Joe Phernetton.
Find out what an online NCR system can 
do for you. Call your local NCR 
representative.
Or write to Financial 
Systems, NCR 
Corporation, Box 606,
Davton. Ohio 45401.

N C □
ComDlete ComDuter Systems
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Banks Announce ATS Account Specifics 
As Implementation Date Approaches

S THE DATE for the start of au- 
tomatic transfer service (ATS) 

approaches, banks are announcing de
tails of their plans for the service.

The nation’s largest bank, Bank of 
America, San Francisco, plans to offer 
two ATS accounts beginning No
vember 1. One will be an interest/ 
checking plan and the other a savings 
overdraft coverage plan.

The interest/checking plan will tie a 
zero-balance checking account to a 
new special 5% savings account. Cus
tomers must deposit $500 to qualify 
and the bank plans to charge a $3 per 
month maintenance fee, plus 100 per 
check used. But if the customer keeps 
a minimum balance of $2,000, the 
maintenance and check fees will be 
waived.

The second plan will permit cus
tomers to use a savings account as pro
tection against overdrafts. The bank 
will charge 750 on any day a transfer is 
made to cover a check. The minimum 
amount of transfer will be $25.

Customers with large balances are 
expected to use the new accounts and 
the bank expects 20% of its total de
mand deposits to be switched into the 
new accounts during the first year. 
This will include only 5% of the bank’s 
checking account customers.

No Delay in ATS Start

¡The Fed has refused to delay; the 
implementation of automatic trans- ' 
fer service, which begins on No- '

• v'etnber 1. /,. ■.'// / . ‘ • ' ■ '■
A six-month postponement had 

been requested by the Independent 
Bankers Association of .New York ■ ;

. State to give Congress time, to con-. 
•»¡der legislation oil min.iltug the " 
interest-rate differential between 
commercial banks and savings in- 

■;\ stitutioiis. Some banks had' asked for 
a delay due to operational problems 
in gearing up for the program.

The IBAA charged that savings 
banks, with their quarter-percent 
interest advantage, would have an 
unfair competitive tool m olTenng 

■ ATS.
■ ' The U. S. League of Savings AsV*V 
sociations has a suit pending against 
the Fed1, and the FD.IC seeking to 

■ ■ prevent ATS from being im 
plemented ; •, /’ ■ / '•A ; • /  V

First Banc Group of Ohio, Colum
bus, has announced its Checkable 
Savings Plan, a checking account with 
zero balance. Transfers will be allowed 
from savings in $50 increments and the 
monthly price will be $5 for customers 
maintaining a balance of $500, plus 200 
per transfer.

Com m erce Bancshares, Kansas 
City, will call its ATS the “Combina
tion Account. It will automatically 
combine a customer’s checking and 
regular savings balances into the 5% 
savings portion and automatically 
switch enough funds back to cover 
checks written.

The Combination Account will be 
offered at all Commerce Bancshares 
affiliates.

Louisiana National, Baton Rouge, 
plans to offer an account called “The 
Money Maker” which involves np 
minimum balance but will cost cus
tomers $4 per month and 200 per 
transaction for each check written. 
Funds will be deposited only in 
checking and everything over $50 au
tomatically will be transferred to a 5% 
savings account.

As customers write checks, funds 
will be transferred automatically to the 
checking account to cover them.

Northwestern National, Min
neapolis, plans an ATS that will feature 
a zero balance checking account. 
Checks written on the account will 
create overdrafts that will be covered 
by automatic transfers from special 
savings accounts. Each transfer will be 
for the exact amount of the overdraft.

Customers will receive free person
alized checks, free traveler’s checks, 
free notary service and a $3 annual 
credit on safe deposit rentals.

A monthly maintenance fee of $1 
will be charged, plus 250 for each 
check written. No minimum balance 
will be required.

Boatmen’s Bancshares, St. Louis, 
plans to offer Option accounts at each 
of its affiliates. The Option Account is a 
combination checking and special 
savings account. A zero balance will be 
maintained in the checking account 
and funds will be transferred automati
cally from savings to checking to cover 
disbursements.

Pricing information was not avail
able at press time. • •
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yPre-Authorized Transfer Service" Starts in Chicago

A  BANK in Chicago jumped the gun 
on automatic transfer service last 

month when it began offering a unique 
version of the service to customers.

According to a spokesman at First 
Security Bank of Chicago in Water 
Tower Place, the bank is the first in the 
nation to offer a “linked” checking and 
savings account program, one that 
permits customers to receive interest 
on funds previously kept in regular 
checking accounts.

The service is called “Authorized 
Transfer Service” (ATS) and checks is
sued to account holders include an area

Consumer-Credit Jump 
Shown in ABA Survey,
But Profit Goes Down

WASHINGTON, D. C. —  Total 
consumer credit outstanding jumped 
16.9% last year, a boost over the 12.4% 
increase registered in 1976, according 
to the ABA’s 1977 Installment/ 
Consumer Credit Report. The report, 
which provides a statistical overview of 
bank consumer-credit operations, was 
the association’s largest and most com
prehensive, with 900 of 3,500 banks 
surveyed responding.

The report shows automobile-credit 
outstandings increased by slightly less 
than 20% and home-improvement 
credit by about 18% last year. Both 
were slightly under the 25% growth 
of the industry’s key gainers, bank- 
credit-card and bank-check credit, but 
well over the 3% growth counted in 
mobile-home credit.

Thirty-six-month new-car loans 
were an industry standard. Also, while 
energy-conservation loans were made 
and promoted by a number of banks, 
they were not widespread in 1977.

Although gross installment-loan in
come was up, the report says profit 
went down because of loan demand 
and rising internal costs and the fact 
that banks didn’t adjust prices upward. 
Reduced loan losses prevent further 
erosion of profits, says the report.

The study concludes that the 1978 
consumer-credit outlook is less favora
ble than in 1977, primarily because fac
tors that give consumers confidence 
and influence them to buy (personal- 
income growth, higher employment 
and moderate inflation rates) are likely 
to be less favorable this year than they 
were in 1977.

where customers can indicate with 
checkmarks if the funds for any given 
check should be taken from their sav
ings account and transferred to their 
checking account for payment.

The program is said to have had the 
approval of regulatory authorities. The 
bank is said to be relying bn a 1975 
federal law that permits “pre
authorized third-party payments” for 
telephone transfers as well as clearance 
from the FDIC, which is said to have 
sanctioned the service through its 
Chicago and Washington, D. C., of
fices.

After November 1, the bank is ex
pected to rename the service the “Au
tomatic Transfer Service.”

The new program is offered to cur
rent and new customers. Current cus
tomers must order new personal 
checks to participate. According to 
bank President Vernon S. Hoesch, the 
new check design represents one of the 
few major changes in standard check 
appearance in several decades.

According to Mr. Hoesch, First Se
curity’s ATS customers don’t actually 
earn interest on their checking bal-

Automatic-TransferAdvertising
Newspaper ads Radio commercials Brochures

If you're confused about how to 
m arket Autom atic-Transfer A c
counts, we have a solution for you.

Our Advertising Agency is in
volved in the production and ex
ecution of financial advertising.

We are currently developing a 
complete program of Automatic- 
Transfer advertising material that 
can be "customed" for your bank.

This program is designed for the 
small to medium bank that wants 
to stay competitive, yet can not 
afford a large advertising budget.

For Information 
Call Collect 
405-226-4436

John Fw  
B a g w e l l ^  
Company

P. O. BOX 851 • ARDMORE, OKLA. 73401

ances, but keep the money in their 
savings accounts until the moment it’s 
needed for payment of a check.

“When the check arrives at the bank 
for payment,” Mr. Hoesch said, “we 
transfer the money from the cus
tomer’s savings account to his checking 
account, then pay the check. The dif
ference is that the customer earns 
interest on his savings balance in the 
meantime, and that can be a significant 
amount for some depositors.” First Se
curity is located in the posh near north 
side area of Chicago.

“With Authorized Transfer Service 
the customer controls which checks 
generate savings transfers, with the re
sulting fee, and which don’t ,” Mr. 
Hoesch said. “The customer can make 
his own judgments about the fre
quency and amount of transfers.”

The bank makes it clear to the cus
tomer that he doesn’t earn interest on 
his checking account balance, but “he 
earns interest on his savings until the 
moment it’s needed for his checking 
account,” Mr. Hoesch said.

The bank requires that ATS users 
maintain an average balance of at least 
$300 in their checking account and pay 
500 per transfer. There is no specified 
minimum savings account balance to 
qualify. Customers must maintain 
both a checking and savings account, 
which have a common number.

“Our feeling is that most users will 
not code each check, but only those of 
larger amounts that merit the transfer 
fee,” Mr. Hoesch said. • •

$3,000 Award:

24th Police Scholarship 
Granted by Republic, Dallas

Republic National, Dallas, awarded 
its Fred  F . Florence Police 
Scholarship to a 24th recipient re
cently.

The $3,000 grant awarded by the 
bank will finance study at the Southern 
Police Institute at the University of 
Louisville for Dallas Police Captain 
Raymond H. Hawkins.

Since the program was established 
in 1955 by Republic’s late president, 
Fred F. Florence, the bank has con
tributed more than $40,000 to further 
the professional development of Dallas 
police officers.

Selection of the recipient was made 
by the police department.
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Harland's 55-year history is a chronicle of 
classic innovations. We’ve constantly pro
vided fresh ideas for you and your custo 
mers. Alertness in meeting your needs 
with products and services has made 
us champions for classic concept^.

For instance, we introduced top- 
stub checks for easier balancing. We 
presented the Odyssey check, a 
unique desk style with a Memory ,
Stub™ for travel purposes. We also devel 
oped a new system to validate account 
numbers on check orders. And we were early to 
offer computerized installment loan coupons.

In the past year alone, Harland paced the indus
try in applying optical scanning charac

teristics to check design. And realizing 
your need for convenient, rapid check- 

selling tools, Harland developed an 
effective catalog with our complete 
product line in one compact book. 

How does Harland continue as the 
checking industry's innovative pio

neer? By having a permanent concern 
for you and a commitment to meet your 

future needs with classic innovations. Because 
3t Harland, our ideas aren’t a matter of keeping 
up, but a philosophy of staying ahead.

HARLAND
CHECK PRINTERS • JOHN H. HARLAND CO. * P.O. BOX 105250 • ATLANTA, GA. 30348
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A B A ’s P e rso n a l E co n o m ic  E d u catio n  C ou rse  
T o  B e  In tro d u ce d  in K ansas Schools

Young Bank Officers to serve as coordinators

T H E  ABA and the Kansas Bankers 
Association —  through its Young 

Bank Officers of Kansas (YBOK) group 
—  are about to embark on a formal 
econom ic education program for junior 
and senior high school students. Kan
sas is one of two states —  the other 
being Florida —  to present the pro
gram to school children on a pilot basis.

The program , entitled “Education  
in Personal Econom ics P rogram ,” ac
tually form alizes the efforts Kansas 
Young Bank Officers have been mak
ing to spread the concept of econom ic 
education for years, said Ray Makal- 
ous, YBO K president, and vice presi
dent in th e corresp o n d en t d ep art
m ent, First National, Topeka.

YBO K m em bers now will have a 
formalized econom ic education pro
gram, thanks to the ABA, and they will 
attend a workshop on the im plem enta
tion of the program at the YBO K an
nual convention this month in H utch
inson.

The prim ary purpose of the program  
is to provide young people with realis
tic, practical financing knowledge to 
b etter prepare them  as consum ers and 
future banking custom ers, Mr. Makal- 
ous said.

“The program also is designed to 
make banking com e alive to young 
people,” he said. “Too often, a bank
e r ’s im age is m isu n d erstood  and, 
through the Education  in Personal 
Econom ics Program , the banker can  
project him self to students as he is —  
the friendly, concerned, interested, 
k now led geable b usin ess and civ ic  
lead er.”

Another goal of the program is to 
give the student public a m ore in
formed understanding of the Am erican  
free enterprise system and the role 
banks play in it.

During the YBO K convention, each 
m em ber will be given instruction on 
how to en ter the classroom to present 
the econom ic education material. D el
egates will be given guidelines, hints, 
instruction and materials to adequately 
represent the banking industry in the 
classroom.

At the convention, YBO K m em bers 
will learn about the logistics of the pro
gram, how to develop their product 
and market it to educators, how to de
liv e r th e  p ro d u ct and m ake th e  
classroom  presentation  and how to 
handle post-presentation followup and 
bank tours.

Key to the en tire  p rogram , Mr. 
Makalous said, is each bank’s school 
coordinator.

“The school coordinator is responsi
ble for making classroom presentations 
in the com m unity and for conducting 
tours of the bank, ” he said. “The school 
coordinator also should be creative  
enough to generate favorable publicity 
through the news media for the local 
bank.”

The money budgeted by the ABA’s 
fund for education in economics will 
co v er p rin tin g  and m ailing co sts , 
supplies and travel expenses for YBOK  
mem bers.

In addition, the ABA is providing 
training materials, informational bro
chures and training manuals.

The training materials are filmstrips 
and booklets covering six topics: banks 
and banking services, checking ac
count m anagem ent, consum er credit 
and loans, the business of banking, 
p erson al m on ey m an ag em en t and  
careers in banking.

C EO s at all Kansas banks have been  
asked to appoint school coordinators at 
their banks and to support the YBO K  
in educating young, potential bank 
custom ers in the specifics of the indus
try.

The ABA will closely monitor the 
YBO K effort and a report will be p re
sented to the ABA at its winter m eet
ing in February, Mr. Makalous said.

Following the Kansas and Florida 
pilot program s, the program  is ex
pected to be expanded to other states.

The ABA program is patterned after 
one developed in Alabama, w here 250  
banks are helping teach students and 
the general public about the practical 
aspects of financial m anagem ent, the 
Am erican econom ic system and the 
role of banks. More than 2 .5  million

MID-1

stu d en ts h ave p a rtic ip a te d  in th e  
Alabama program during the past 20  
years.

The Young Bankers Section of the 
Alabama Bankers Association is the  
state-w id e co ord in ator for all p ar
ticipating bankers in the program.

The program originated with H enry  
Schaub, now executive vice president, 
M erchants National, Mobile, in 1956. 
Mr. Schaub’s wife, who was a school 
teacher at the tim e, realized that her 
students knew little about the services 
and institutions in their community. 
She arranged tours for her students 
and one of the stops on the tour was her 
husband’s bank.

After speaking with the students, 
Mr. Schaub decided to start a state
wide organization whose prim ary pur
pose would be to present econom ic 
education to high school students.

After serving as president of the 
Young Bankers Section of Ala. BA, Kay 
Ivey, assistant vice president, M er
chants National, Mobile, was loaned to 
the ABA by h er bank so she could de
velop the Education in Personal E co 
nomics Program .

Many of the elem ents of the new  
program are traceable directly to the 
program Miss Ivey supervises at M er
chants National. Prior to 1970, the 
bank supplied school teachers with 
printed materials concerning financial 
education. Now, the bank has for
malized its school program and offers 
teachers an organized plan covering  
various b a n k -re la ted  to p ics . M e r
ch ants N ational works w ith about
10 ,000  students annually.

Miss Ivey said the success of the 
Alabama program can be attributed to 
the fact that Alabama bankers discuss 
the Am erican econom ic system and 
the role of banks, but they don’t try to 
sell their individual banks to the pub
lic. The bankers provide a valuable 
function because they are outside fi
nancial authorities who are willing to 
share their expertise with students. A 
key to the Alabama program ’s success 
has been that educators recom m end  
the program to fellow educators. • •
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“Some people thought we were 
a little extravagant to remodel 
our 21-year-old building...until 

they saw the resultó’
“The bottom line is where it counts. O ur growth 

since the remodeling of our bank has been
very strong”

t

Richard E. Sitzer, President 
Lee Savings Bank 
Lee, Massachusetts

“Our present Lee Savings 
Bank building was constructed 
in 1954. Its pure classic exterior 
design is as attractive today as the 
day it was completed. The interior, 
however, had become outdated... 
both aesthetically and functionally.

“That’s when we turned to 
Bank Building Corporation. They 
probed and analyzed our business 
to determine our future people, 
equipment and space requirements.

“The result is an interior

that not only beautifully com
plements our exterior design, but 
more importantly it accommo
dates our business development 
in the future and enhances our 
bottom line.

“When we decided 
recently to build a branch in 
Stockridge, we didn’t consider any 
firm other than Bank Building. 
When you’ve got a good thing 
going, you don’t drop it.”

Bank Building 
Corporation v U

We’ll build you a business.

OFFICES! St. Louis, Washington, D.C.; Hartford, Conn.; Chicago, Atlanta, Dallas, Denver, San Francisco

Bank Building Corporatio 
1130 Hampton Ave.
St. Louis, MO 63139 
Telephone: (314) 647-380<

Please send information about how 
you can help build my business.

. State .Zip
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D o Y o u  K now  How to  R ate  

Y o u r B an k ’s P e rfo rm a n ce ?
By OSCAR W. JONES 

Director
Loss Prevention Services 

Scarborough & Co. 
Chicago

. . The business of banking is af
fected  by the monetary and fiscal 
policies of the federal government. In 
particular, the Federal Reserve Sys
tem regulates money and credit condi
tions in order to influence general eco
nomic conditions, primarily through

open market operations in U. S. gov
ernment securities, varying the dis
count rate on member bank borrow
ings, setting reserve requirements 
against member bank deposits and 
regulating interest rates payable by 
member banks on certain time and

savings deposits. These policies have a 
significant influence on overall growth 
and distribution o f bank loans, in
vestments and deposits and affect 
interest rates charged on loans and 
earned on investments or paid fo r  time 
and savings deposits. . . . ”

W E R EM EM B ER  the above 
“axiom” from our days back in 

banking school! Today, it has become a 
familiar formula, trite from usage, 
which echos and reechos through the 
dim halls of our memory as we think of 
the great influences Fed policies have 
wielded in the past.

Fed policies always have had a sig
nificant effect on the operating results 
of commercial banks in the past, and 
this generally is expected to continue. 
However, today’s banker would be 
wise to consider that the precise effect, 
if  any, of such policies on the future 
earnings of today’s banks cannot be 
predicted accurately! For today, the 
banking industry is encountering un
certainties of considerable magnitude. 
Already fueled by a seemingly runa
way acceleration of inflation, the na
tional economy —  processed largely, 
of course, by the banking industry —  is 
believed by many to be influenced 
more today than in the past by the 
dollar devaluation in the world money

markets. Many people now are wor
rying whether the Administration’s 
anti-inflation policy will curb price in-

MID-

creases, and, if not, will the Fed con
tinue to send interest rates even 
higher?

Yes, even our best recognized  
economists and analysts are in full dis
agreement today! Add to this gloomy 
picture the radical changes taking 
place in the world’s socioeconomic sys
tems and the big roles played in this by 
many large banks, and we now have 
the biggest uncertainty of them all 
“. . . What’s the future for commercial 
banking in the United States?. . . .”

We would quickly and severely 
doubt the prudence (and integrity?) of 
anyone bold enough to claim to be able 
to answer this question. Certainly, we 
make no such claim.

H owever, we do suggest that a 
banker, instead of attempting to an
swer such a complex question, ask 
himself a few questions about his own 
bank.

Just how well does he know his own 
bank?

How well does he know his total 
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At Hibbard, O'Connor & Weeks, 
we've completely re-orchestrated 
our act. Starting with the brass.

Instrumental in this revamp
ing is our Chief Executive Officer. 
He believes in the management 
team concept. Not in being a 
one-man band.

Accompanying him is a staff 
of experienced professionals in all 
the key areas of responsibility. 
They know their jobs. And call 
their own tunes.

We have a virtuoso trio of 
outside directors for objective 
guidance and counsel in manage

ment techniques. They play an 
active role in developing policy 
and heading up major committees.

Our Compliance Department 
is well-chaired by experienced 
personnel, who cue in our staff 
on ethics, rules and regulations.

The back office is also in tune 
with the times. It7s been stream
lined, updated and computerized 
by our Chief Operating Officer.

This top talent working in 
unison means a better perfor
mance for you.

So, when you deal with 
Hibbard, O'Connor & Weeks,

you can be sure you're dealing 
with a solid group of professionals 
who know the score.

HIBBARD, O'CONNOR & 
WEEKS, INC.

1300 Main Street 
Houston, Texas 77002 

(713) 651-1111
Subsidiary Companies:

Hibbard & O'Connor Government 
Securities, Inc.

Hibbard & O'Connor Municipal 
Securities, Inc.
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bank  and financial figures that make up 
his bank’s balance sheet and income 
statem ent?

W e often are asked by bankers just 
what information they should have 
daily about their banks.

Space won’t allow us to list the many 
items of information we believe today’s 
banker should keep abreast of. How
ever, listed below are 35  questions rel
ative to a bank’s financial perform ance. 
W e believe this list to com prise a 
minimum  that the banker needs to ask 
h im self daily  in to d ay ’s u n certa in  
banking climate.

Can you respond  immediately to these 
questions?

1. How do you com pute your li
quidity ratio? W hat is your bank’s li
quidity ratio?

2. W hat w ere the bank’s earnings 
last y e a r (after tax and lo an -lo ss- 
reserve contribution)? W hat w ere the 
bank’s earnings through Septem ber, 
1978 (after tax reserve, profit sharing 
and loan-loss reserve contribution)?

3. W hat is the present federal funds 
rate, and is it anticipated to go up or 
down over the next six days?

4. W hat was your average loan yield 
and investm ent yield for 1977 and 
through Septem ber, 1978?

AREA CODE 
¡314'

TELEPHONE NUMBER 
883-5755

R IC ^ D  I
m

A lA M p lfh C T3 3 1 w
A S æ m k T E S

P.O. BOX 403 
342 MARKET STREET 

STE. GENEVIEVE, 
MISSOURI 63670

ARCHITECTURAL/ENGINEERING  
SERVICES FOR THE SMALL & 
M EDIUM  SIZE BANK PROJECT

BROCHURE AVAILABLE U PO N  
REQUEST

5. W hat is your present loan-loss 
reserve (volume amount and as a p er
centage of outstanding net loans)?

6. W h at is you r b ank ’s p re se n t  
tim e-to-dem and-deposit ratio?

7. W hat did you pay in dividends 
during 1977, and what have you paid 
during the first three quarters of 1978?

8. How many shares of stock out
standing do you have, and what w ere  
your net earnings per share through  
Septem ber, 1978? W hat is the book 
value of your stock?

9. W hat percentage of your assets 
are non-earning assets?

10. W h at is your p e rce n ta g e  of 
margin betw een cost of funds (interest 
expense) and loan and investm ent in
com e (in te re s t in co m e); i .e . ,  1% - 
2% -3% -4% ?

11. W hat am ount of your bank’s 
liabilities is made up of capital notes, 
subordinated debentures? W hen are 
they due, and what rate are you paying 
for them ?

12. W h at con tribu tion  have you  
made to loan-loss reserve through Sep
tem ber, 1978, and what effect does this 
have on your capital position?

13. W hat was your total capital-to- 
asset ratio on Septem ber 30 , 1978?

14. W hat was your return on assets 
in 1977?

15. W hat was your return on capital 
in 1977?

16. W hat is the present rate paid on 
large 30-, 60-, 90-, 180-, 270- and 360- 
day CD s (New York and Chicago)? Do 
you generally follow these rates?

17 . W h at is th e  a d v an tag e  of 
municipal vs. U. S. governm ent secu
rities as a bank investm ent?

18. W hat p ercentage of your de
posits do the branches contribute (av
erage)?

19. W hat percentage of your loans 
do the branches control?

20. W hat is your bank’s advertising  
budget for 1978?

21. W hat is your earnings goal after

profit sharing, taxes and loan-loss re 
serve contribution for 1978?

22. W hat p ercen tage of loan (in
stallment, com m ercial and real estate) 
—  demand deposit —  time deposit —  
market do you have?

23. W hat are the bank’s trust assets 
(am ount)? W hat w ere the trust d e
partm ent’s gross earnings for 1977 and 
year-to-date 1978?

24. W ho are the 20 top demand- 
deposit accounts in the bank?

25. How many checking accounts 
do you have? How many savings ac
counts do you have?

2 6 . W h at d ollar e ffe ct d oes  
checking-account service charges have 
on your earnings? That is, how much 
monthly incom e does it generate?

27 . W h at is you r bank’s annual 
payroll expense including payroll taxes 
and em ployee benefits?

28. How do you com pute the bank’s 
bonus (profit-sharing) con tribu tion , 
and how much have you reserved for 
this through Septem ber, 1978?

2 9 . W h o are  y o u r m ajor c o r 
respondent-bank relationships, and  
what average collected balances do you 
keep with them  for the services they 
perform for you?

30. W hat is the current investm ent 
policy of your bank?

31. W hat are the current yields on 
90-day, one-year and five-year gov
ernm ent securities?

32. W hat’s the current prim e rate 
and current discount rate?

33. W hat type of security is pledge- 
able to your city, state and county?

34. Of total bank expenses, what 
percentage is made up of operating ex
penses (those exp enses o th er than  
interest expenses)?

3 5 . D oes you r bank se rv e  an 
“affluent” or “depressed” trade area?

These are only a few  of the facts and 
figures you should be aware of before 
you start an analytical process for your 
bank during these trying times in our

Disclosure Statem ents

When you need to know:
• The amount of a final payment
• The total amount of interest
• An APR when “ points” are charged
• Any information about amortization

CALL BANK-A-COUNT
715 435-3131

You’ll receive the information immediately. Two original copies of the actual amortization 
schedule shipped the same day. The normal charge is just $3.50!

B A N K ®

C O U N T

RUDOLPH, WIS. 54475 

Dept. MCB
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"F irst C ity believed in us.
Now our best custom er is even better.”
At First Gty National Bank of Houston, we 
know the value of a good customer.

That’s why we offer correspondent 
banking services to financial institutions 
throughout the Southwest. Services that 
help you help your customers.

At First City National, we believe
in you.

If your customers need to borrow 
amounts that exceed your legal lending 
limits, talk to us. We’re the largest bank 
in Houston and the lead bank in a 
financial institution with over $6 billion 
in assets.

With our international connections, 
we can extend your financing capabilities

to almost any place in the world.
And if you need corporate trust 

services, we can perform them efficiently 
and economically.

When you need correspondent 
banking services, work with a bank that 
offers strength. First Gty National. We 
believe in helping good customers.

FIRST 
CITY 
NATIONAL 
RANK

Member FDIC

Wfe believe in  you.
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nations economy. You will know of 
others more pertinent to your own 
bank’s circumstances. Collect them; 
tabulate them, and use these tabula
tions to keep yourself informed, on a 
day-to-day basis, as to how your bank 
relates to the overall national banking 
picture. During these uncertain times, 
you can’t afford to be even one day 
delinquent in your awareness of your 
bank’s economic status!

No, you can’t answer all the ques
tions about the future of commercial 
banking in the United States! But, 
after all, that’s really not your job! Your 
job is to contribute toward properly 
guiding your bank down the path that 
leads to a profitable tomorrow. To ac
complish this, you will need to monitor 
the bank’s progress as it travels in that 
direction. Also, you will need to use 
the data you accumulate in this 
monitoring process to guide you in 
making the sound decisions necessary 
in managing the bank in these perilous 
times.

Perhaps these few paragraphs will 
help propel your thoughts in this direc
tion. • •

Insurance Premiums 
Cost $200 Million, 
Bank Survey Shows

WASHINGTON, D. C. —  Full- 
service banks paid almost $200 million 
for insurance premiums last year, a 
confidential bank insurance survey 
shows. The study was made by the 
ABA’s insurance and protection divi
sion. About 1,000 banks responded to a 
questionnaire intended to identify de
velopments and trends with respect to 
the banking industry’s insurance 
coverage and loss experience.

Most commonly reported types of 
losses identified by responding banks 
were from check frauds, miscellaneous 
occurrences such as property damage, 
overdrafts, stop payments and coun
terfeit bills, robberies, mysterious dis
appearances, employee dishonesty.

The survey, which was sent to 3,393 
banks, selected at random by deposit 
size, also found that:

• About half the $200 million paid 
by banks for insurance premiums was 
for bond coverage. Overall, total bond 
coverage cost banking 15.6% more in 
1977 than in 1976.

• More than $37 million in 1977 
bank losses were attributed to check 
fraud, the type least likely to be recov
ered through insurance.

• Ninety-six percent of losses due to 
check fraud were absorbed by banks.

108

A 'Roaring' Ribbon Cutting

To dramatize the commitment to maintaining 
fast, efficient service at its new West 10th Street 
Branch, American Nat'l, Chattanooga, Tenn., 
called on a national record-holding drag racer to 
"cut" the ribbon at the branch's opening. Cotton 
Perry is shown here roaring through a bank ban
ner in his H-modified Perry-Headrisk Chevy II. 
Service at the branch, located in the downtown 
area's "golden gateway" section, is limited to 
drive-up, inside teller and 24-hour ATM transac
tions and opening of new accounts. Thus, says 
Bill King, e.v.p./retail division, customers w ill be 
assured of the convenient, fast and efficient ser
vice for which the branch was designed.

Only 1% was recovered. Banks’ ab
sorption of unrecovered losses in
creased the actual cost of insurance- 
related items to several times that of 
the premium alone.

• Banks absorbed 48% of losses from 
employee dishonesty. (Because of the 
significant size of embezzlement losses 
and the sampling technique used in 
the survey, the ABA had expected 
many embezzlement losses to go un
reported. Data made available by the 
Surety Association of America (SAA) 
show there were at least 33 embezzle
ment losses greater than $500,000 in 
1977. They totaled $41.4 million.)

• About 87% of the banks were in
sured for kidnapping/extortion threats.

• Nearly 90% of the banks surveyed 
had comprehensive general-liability 
insurance, while 67% had umbrella- 
liability insurance.

• Among increases in bond pre
miums, the largest was 21% for banks 
with deposits of $25 million-$99 mil
lion.

This was the ABA’s second annual 
confidential bank insurance survey re
flecting insurance trends for the entire 
banking industry, says Francis H. 
Herndon, insurance and protection 
division chairman and vice president, 
First National of South Carolina, Co
lumbia.

“Increasing premium costs, de
ductible amounts and numerous 
exclusionary riders have focused bank

ers’ attention on the growing and 
troublesome problem of securing 
adequate insurance,” he says.

Mr. Herndon points out that bank
ers have taken direct steps to deter the 
cause of loss by installing alarms and 
other devices and by using audits and 
verifications to detect attempts at theft 
by employees.

“Th ese efforts are positive,” he 
adds, “and sometimes can be reasons 
seen by insurance companies to hold 
the line on an individual bank’s pre
mium rate.”

Memphis Banking School 
Gets New Name, Director

MEMPHIS —  The name of the 
Memphis School of Banking has been 
changed to Mid-South School of 
Banking, and Clifford Y. Davis Jr. has 
been named director of the school. He 
is president, Walk, Young & Wells, 
Inc., a marketing management firm lo
cated here. The school’s seventh an
nual session will be held next May.

According to Jack B. Donaldson, 
chairman of the school’s board of re
gents, the name change resulted from 
a broader base of enrollment. Mr. 
Donaldson, executive vice president, 
First Tennessee Bank, Memphis, says 
the school’s more than 200 students are 
from all parts of the Mid-South.

The school, organized in 1971, is an 
intermediate school, bridging the gap 
between no training and advanced 
banking schools. The three-year 
course is limited to 80 students each 
year, when, for one week, they attend 
classes at the College of Business Ad
ministration at Memphis State Univer
sity. The faculty is composed of leading 
bankers from ail over the country. The 
curriculum emphasizes supervisory 
and management principles and asset 
management.

Mr. Davis spent 17 years in banking 
before organizing Walk, Young & 
Wells and is a director,of City National, 
Memphis. He was president, Bank 
Marketing Association, 1976-77. He 
has been an instructor at a number of 
graduate banking schools.
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Tom Kellogg, Assistant Vice President, Correspondent 
Banking Department.
As the newest member of Fourth's Correspondent Banking 
team, Tom comes to us with over 9 years of first hand 
experience in banking.
His job as Assistant Vice-President will be to put this 
successful experience to work for you and your customers.
Should you need commercial loan services, financial 
investment advice or specialized help tailored to your 
specific needs, Tom knows who to contact and how to 
get the job done.
Tom Kellogg, the man on the move for you. Call him.
Fourth National is The Bank for Entrepreneurs, even 
banking entrepreneurs like you. Develop your operating 
strategy, then use us for that specific information only an 
expert can provide.
An expert like Tom.

Tulsa, Oklahoma. Member F.D.I.C.
The Bank for Banking Entrepreneurs.
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Fireworks Generated in Capital 
Over Fed-Membership Problem

HE SO -C A LLED  Fed-m em - 
bership problem has resulted in a 

lot of fireworks in the nation’s capital in 
recent weeks as the House and Senate 
Banking committees began to consider 
new and radically different solutions. 
In fact, as an ABA spokesman points 
out, it rapidly became apparent that 
the issue before the committees no 
longer was Fed membership, but 
rather whether mandatory Fed re
serve requirements could be imposed 
this year on all banks over a certain 
size.

On Septem ber 14, the House 
Banking Committee approved legisla
tion that, if passed, will subject many 
banks to reserve requirements for the 
first time. Approval came despite what 
was described as an “ABA airlift of 
bankers” into Washington to lobby 
against the proposal.

Under this plan, all banks with $50 
million or more in demand deposits, 
negotiable order of withdrawal (NOW) 
accounts and savings accounts and $50 
million or more in time deposits would 
be required to hold reserves with the 
Fed. The legislation would impose re
serve ratios in a range of 6% to 8% for 
demand deposits, 1% to 6% for time 
deposits maturing under 180 days and 
1% to 3% for longer maturities.

It also would require the Fed to pro
pose an explicit pricing schedule by 
July 1, 1979. However, it would not 
require a date by which such a 
schedule would have to be imple
mented.

The committee’s bill, which would 
become effective next July 1, also 
would allow the central bank to gather 
liability and asset information on all 
financial institutions through their 
federal regulators for monetary- 
control purposes.

The ABA believes there are too 
many unknowns in the equations for 
change and continues to urge that any 
such massive changes as proposed re
quire exhaustive study so that all af
fected groups can accurately under
stand what’s at issue before they make 
any decisions.

The ABA also emphasizes that no 
legislative proposals connected with 
Fed reserves exist in a vacuum. In
stead, according to the association, 
parallel to, but independent of, any 
congressional action, Fed Chairman 
G. William Miller has made it clear the 
Fed will establish explicit prices for its 
services to all users of those services. 
Congressional leaders support the Fed 
in this regard.

The net effect of the proposed legis
lation and Fed pricing, continues the 
ABA, would be that Fed-held  
required-reserve balances would buy 
no compensating services whatsoever.

As of this writing, no proposed Fed 
pricing system had been made public. 
Yet, says the ABA, even with ex
tremely significant unknowns —  the 
philosophical structure of Fed pricing 
and a specific pricing schedule — re
maining to be resolved, bankers and 
others were being asked to endorse the 
entire package of changes being of
fered by the House Banking Commit
tee.

The ABA believes that, without 
question, congressional proposals 
would erode the effectiveness of the 
dual-banking system by removing the 
option of alternative reserve-setting 
authority for banks above the specified 
deposit-size limit and by ending the 
necessity for national banks below that 
deposit limit to maintain required re
serves. The latter result could cause a 
dramatic shift to national charters, se
riously weakening the state-chartered

Interest Amendment Passed

An amendment authorizing payment of 
interest on reserves held at the Fed was 
made recently to legislation setting Fed 
reserve requirements. The amendment 
was passed by voice vote over the opposi
tion of House Banking Committee Chair
man Henry S. Reuss (D .,W is .). The 
amendment would authorize payment of 
interest on reserves unless either house of 
Congress acts within 60 days to strip the 
Fed of the authority to pay interest on re
serves.

banking system, says the ABA.
Until recently, the ABA goes on, the 

Fed was proposing —  and bankers 
were supporting —  legislation to re
duce reserve requirem ents for 
member banks, allow some form of 
compensation for reserve balances and 
establish explicit pricing of Fed ser
vices. Except for Fed pricing, all that 
now has been set aside.

The focus of the new proposals is not 
Fed membership, says the ABA, but 
rather the pool of bank reserves the 
Fed can control. Regrettably, it con
tinues, the new proposals could inter
act in potentially destructive ways with 
Fed pricing.

The ABA continues to urge that, 
while study of the new legislative 
proposals and analysis of the probable 
impact of Fed pricing continue, Con
gress move to cut minimum statutory 
Fed reserve requirements, allowing 
the Fed, in turn, to cut actual reserve 
levels and thus reduce the Fed-mem
bership burden.

In a related move, the ABA has 
selected Abt Associates, Inc., Cam
bridge, Mass., as the prime consultant 
to conduct a study of the possible ef
fects of pricing by the Fed for services 
it provides banks.

The study, which is expected to be 
completed by next March, will de
velop alternative scenarios for the 
pricing of Fed services and estimate 
their impact on banks and, indirectly, 
on bank customers, says P. Michael 
Laub. He is the ABA’s director of eco
nomic and financial research.

Arthur Andersen & Co., Washing
ton, will conduct a portion of the study, 
focusing on Fed and correspondent- 
bank-cost data. The latter will be used 
to analyze the impact of Fed pricing on 
the banking industry’s structure, in
cluding money center and regional 
banks, small banks, member banks and 
nonmember banks.

According to Mr. Laub, the study is 
structured to complement the Fed’s 
current discussion of the pricing issue 
and possible means of easing its mem
bership concerns. • •
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It’s  A Pleasure...
To know Beverly Anderson of Interior World. She 
specializes in interior design for banks. She offers 
complete planning. Proposals include furnishings, 
carpets, draperies, and accessories. For even the 
most modest budget. Beverly Anderson is ready 
to design the look you want. A t your bank . .  . 
at your pleasure.

124 Seventh Ave.,South • Nashville,TN 615/256-3017
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State/Local Tax Reform Is Not Enough:

Demand Budget Cutting 
At Federal Level, Too

A  RECENT EVENT promises to 
have a profound effect on the fu

ture course of our nation’s fiscal and 
monetary policy.

On June 6, some 4.2 million Califor
nia voters ratified Proposition 13 and, 
by their action, mandated a drastic 
cutback of tax revenues available for 
expenditure by state and local gov
ernments in that state. Their action 
was hailed nationally. Newspaper 
headlines trumpeted, “Taxpayers’ Re
volt Thunders Out of the West.” The 
governor of California called it “the 
strongest expression of the democratic 
process in a decade.” Words like “tax 
quake” emerged as additions to the 
lexicon of American politics.

California is only the tip of the 
iceberg. Citizen initiatives like those 
culminating in Proposition 13 cur
rently are underway in at least 26 
states. While they differ in form, they 
have one common characteristic. They 
reflect a concern on the part of many 
Americans that government has grown 
too large and expensive at a time when 
many citizens are feeling the pocket- 
book pinch of increasing inflation.

Origins of the anti-tax movement are 
readily discernible. They are an out
growth of some sobering facts, among 
them the realization that nearly $4 in 
every $10 of national income now goes 
for taxes or other government receipts; 
one in every five workers in this coun
try is employed at some level of gov
ernment, drawing $244 billion a year 
in pay and fringes; that a 1967 dollar is 
now worth 580 in purchasing power, 
and inflation again is accelerating.

These are disturbing facts, and they 
call for remedial action. Proposition 13 
and similar citizen initiatives indeed 
do mark an important beginning effort 
to arrest ballooning government. But 
it’s important that they be viewed for 
what they are, a beginning. It not only

By DONALD W. MORIARTY JR.
First Vice President 

Federal Reserve Bank 
St. Louis

would be self-defeating, but it also 
would be counterproductive if we 
were to let ourselves be lulled into a 
belief that, by applying the screws on 
spending at only the state and local 
levels while at the same time ignoring 
spending at the federal level, we could 
accomplish what Proposition 13 sup
porters had in mind.

Essentially, anti-tax initiatives have 
three broad goals: 1. Reduce the total 
tax burden by reducing the size and 
scope of government. 2. Increase the 
efficiency of government services at all 
levels; 3. Reduce inflationary pres
sures. It has been suggested that this 
current taxpayer rebellion would not 
exist if it were not for widespread con
sternation about inflation. Many voters 
seem to believe their elected repre
sentatives are no longer capable of 
withstanding various pressure groups. 
As former Fed Chairman Arthur Burns 
noted about the aftermath of Proposi
tion 13, “Congress seems to be going 
on its old-fashioned way. Yes, we have 
had a few cuts here and there, but they 
don’t amount to much.”

Donald W. Moriarty Jr. 
joined the St. Louis Fed 
in 1968 and moved up 
to his present post from 
s.v.p. and controller in 
the la te  sum m er of 
1977. He gave the talk  
on which this article is 
based at a meeting of 
the Society of Logistics 
Engineers in St. Louis.

I shall try to point out some reasons 
why, unless we look beyond city hall 
and the state capitol and address our 
attention to what’s happening in 
Washington, these efforts will not 
achieve their intended goals.

There are various reasons why the 
federal level presents a potentially 
more productive target for spending- 
control efforts than state and local gov
ernments. Actually, state and local 
governments are necessarily con
strained in their spending because 
they must meet current expenses out 
of current income and can borrow only 
for capital expenditures financed by 
bond issues, which usually require 
voter approval. In contrast, the federal 
government does not have to seek 
voter approval or even raise taxes to 
increase its expenditures beyond its 
revenues. This is because the federal 
government has the authority to en
gage in deficit spending and can 
monetize its debt through Federal Re
serve purchases of government-debt 
instruments on the open market. It 
gives the federal government access to 
the printing press, a “privilege” de
nied other levels of government.

Evidence shows that this privilege 
has been utilized extensively over the 
past decade. Total federal borrowing in 
the 10 years from 1967 to 1977 
amounted to $250 billion, of which $50 
billion was monetized or purchased by 
the Fed. This translates into an expan
sion of $125 billion in the money stock, 
a 44% increase. Such rapid monetary 
expansion, outpacing the nation’s pro
duction of goods, has been a principal 
cause of inflation.

Furthermore, taxpayers are better 
able to exercise control over local gov
ernment spending than they are of the 
spending of federal dollars. New local 
and state expenditures generally are 
evaluated on a case-by-case basis, es-
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W  W e’re  a ^  
C orrespondent ̂  

B ank
th a t g ets  dow n to  
L  e a rth  A

m f c a ,
nPpRel

In to d ay ’s agricu l- 
tural market, the in
vestment is a stagger 
ing figure.
The high cost of livestock, .ASSmi 
machinery, chemicals, fuel, 
and fertilizer gives you all the more 
reason to know a correspondent 
bank with the resources to finance 
agricultural business.
In Bank of Oklahom a’s agri-business

department, your 
problems are our 

opportunities. Just tell 
us what you or your 

custom ers need. We can  
work out the details. 

When your business requires a cor
respondent bank that gets down to 
earth . . .  get down to Bank of Okla
homa. Contact Charles Rice, Depart - 
ment Manager, (918) 588-6254.

BANK OF 
OKLAHOMA

P.O. Box 2 3 0 0 /Tulsa, OK. 74192

Our Capabilities Expand Yours
Correspondent Bankers

Marvin Bray Lee Daniel Bill Hellen Larry Koch 
588-6619 588-6334 588-6620 588-6000
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pecially if they entail an increase in 
taxes. If a city or county or state wants 
to expand its police force, develop a 
new park system or build new roads, 
the proposition usually is aired 
thoroughly in the local press, and the 
taxpayer has an opportunity to express 
an opinion on the issue. Furthermore, 
if the expanded program entails an in
crease in property taxes, the increase is 
dramatically visible to the taxpayer at 
the time he receives his annual prop
erty-tax bill.

Not so at the federal level, where the 
very vastness of the budgeting process 
makes citizen scrutiny exceedingly 
difficult. Individual programs com
prising the federal budget are so 
numerous and complex that they are 
beyond the ability of most individuals 
to comprehend. Furthermore, the 
practice of withholding federal taxes 
through payroll deduction reduces the 
impact and visibility of the federal tax 
burden as compared with local taxes. 
Finally, when federal expenditures are 
financed by deficit spending, and the 
debt is monetized by the central bank, 
the inflationary effect is not felt until 
several years later. Then it’s too late to 
block the expenditure.

The relative remoteness and vast 
scope of the federal budgeting process 
make that level of government much 
more susceptible to influence from 
special-interest groups than in the case 
of state and local governments. Any
one familiar with the Washington 
scene knows of the enormous influence 
wielded by lobbying organizations 
representing all kinds of constituencies 
who share a common interest in the 
seemingly inexhaustible fountain of 
federal funding. Taxpayers, by and 
large, are not fully aware of the clout 
exercised by special-interest groups in 
achieving legislative support for fed
eral expenditures in behalf of programs 
in which they are interested. This 
phenomenon does not exist to the 
same extent in state capitols and city 
halls, and, where it does exist, the citi
zen has a better opportunity to become 
aware of what’s going on.

Still another reason for not concen
trating solely at the state and local 
levels is the tendency for those juris
dictions, when deprived of the ability 
to support their own activities, to look 
to federal funding as a means of filling 
the void. But once federal involvement 
is solicited, dependence on this new 
funding source becomes greater and 
greater.

Statistics show that federal involve
ment in support of states and localities 
already has reached alarming propor
tions. In 1977, all levels of government

spent a total of $621 billion, of which 
$265 billion represented state and local 
spending. During the same 12-month 
period, the federal government trans
ferred $67.4  billion to states and 
localities in the form of revenue shar
ing and grants-in-aid —  or about 23% 
of all state and local receipts.

So there’s every reason to believe 
that, if current efforts to reduce gov
ernment spending are successful at the 
local level, states and localities will at
tempt to tap the ever-expanding re
sources of federal government to meet 
any shortfall that may occur.

Finally, and perhaps most impor
tantly, we must curtail federal deficit 
spending if we want to impede infla
tion. To understand why, perhaps we 
should consider just how the federal 
government goes about raising money 
to finance its spending.

The federal government can raise 
money in one of three ways. The first 
and most obvious way is through col
lection of taxes. Paying for increased 
expenditures by increasing taxes 
avoids inflation, but does create politi
cal problems for elected officials be
cause increased taxes tend to displease 
voters, and displeased voters tend to 
vote elected officials out of office.

A second way government can raise 
money is by borrowing from the pri
vate sector. The federal government 
borrows money by selling government 
securities. When the Treasury bor
rows from the private sector by selling 
bonds to the general public, it must 
compete with all other borrowers for 
available credit dollars. Such competi
tion for available credit usually causes 
interest rates to rise. And high interest 
rates, like high taxes, are politically 
unpopular.

There’s a third way to satisfy spend-

Bank Bookcover Bonanza

Heritage/Standard, Evergreen Park, III., remem
bered back-to-school time this year by handing 
out children's book covers decorated with the 
country's presidents. Tony O'Grady, aud., and 
Barbara Sherman, exec, sec., display them to 
area children.

ing demands at the federal level. It’s a 
little more tricky in that it provides the 
government with more money, while 
at the same time it gives the appear
ance there’s no additional cost to the 
taxpayer. It entails a bit of financial 
wizardry that works like this: The 
Treasury offers securities on the open 
market. The Fed accommodates the 
needs of the Treasury by purchasing 
other government securities in the 
same market. For every bond the Fed 
buys, the Treasury has more money to 
spend without interest rates being 
forced up and apparently without the 
taxpayer contributing a cent. Sounds 
good, doesn’t it? Well, you know that 
you can’t create something from noth
ing. The secret of this process is that 
it’s really only a sophisticated version 
of the old printing-press trick: The 
government needs some money; so the 
government prints itself some money. 
But the cumbersome printing press is 
eliminated.

The only refinement in the new ver
sion is that when the Fed buys Trea
sury securities, money is created not in 
the form of dollar bills, but as reserves 
of commercial banks. Generally, banks 
hold reserves as a percentage of the 
level of their deposits. In the case of 
banks that are members of the Fed, 
their reserves are held as balances at 
the local Federal Reserve bank. Be
cause the so-called monetization pro
cess is one that largely involves the 
New York Fed and other New York 
banks, I will use them as an example. 
The New York Fed, acting on authority 
of the Central Bank policymaking body 
—  the Federal Open Market Commit
tee —  will purchase U. S. Govern
ment securities, a form of federal debt. 
It pays for the securities with a check 
payable to a New York securities 
dealer who, in turn, deposits the check 
with his bank. A key step is taken at 
this point. When the check is cleared 
by the New York Fed, it’s credited 
automatically to the reserve account of 
the member bank by the full amount of 
the check. If the reserve requirement 
were 10%, the banking system could in 
theory now expand its deposit by 10 
times the amount of the cleared check. 
But for various reasons, the multiplier 
between new reserves and the level of 
new deposits is not 10 times, but about 
2.5 times the amount of new reserves, 
as noted earlier. So we can see that, 
although no printing press, per se, is 
involved, the results are exactly the 
same.

For simplicity purposes, the deposit 
level of which we are speaking closely 
approximates the nation’s money sup
ply. Thus, through the monetization
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800-421-0331
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JOHN M. KEMPER & CO 
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process, the total stock of money ex
pands. And, if the total stock of money 
grows more rapidly than the total 
quantity of goods and services avail
able for purchase, we have inflation, 
which we all know is presently ac
celerating at an alarming rate.

Let no one be misled into believing 
that monetization of the federal debt 
protects the public from the burden of 
higher taxation. Inflation is a real form 
of taxation. The erosion of purchasing 
power is in itself the equivalent of 
an added tax. As economist Milton 
Friedman has noted, the only differ
ence between the usual form of taxa
tion and inflation is that “inflation is the 
only tax that can be enacted without a 
vote.”

So what of Proposition 13? June 
forecasts indicated many dire pros
pects, including speculation that Los 
Angeles would release more than
8,000 employees and that San Fran
cisco transit fares would double. Re
ports on the consequences to date re
veal that Los Angeles adopted a no- 
layoff policy and that San Francisco’s 
cable-car fare remains a quarter. The 
expected $7-billion first-year property 
tax shortfall is being soothed by the 
diversion of $5 billion from state-tax 
surpluses. The state also was expected 
to take over $1 billion in county outlays 
for welfare, food stamps and health. 
Efforts also were reported to nullify 
the intent of Proposition 13 by com
pensating local governments for lost 
revenues through imposition of new 
fees, added taxes on businesses and 
other assessments. In general, the 
reaction has been one of cushioning 
the impact to the greatest extent possi
ble through use of alternate revenue 
sources.

California’s governmental reaction 
to Proposition 13 certainly is not atypi
cal of what probably would happen in 
any other state that passes similar 
legislation. To be sure, there have 
been and continue to be notable exam
ples of frugality in the local sector, with 
major cities —  New York, Boston and 
Newark are recent examples —  tight
ening their fiscal belts with massive 
layoffs. Again, these are isolated in
stances. And it’s clear that Proposition 
13 proponents will not achieve their 
goals if they persist in concentrating 
solely on the local level. The mere 
shifting of program-support responsi
bility to the federal government 
promises serious repercussions for 
local communities.

With federal funds come many 
strings. Under locally financed gov
ernment, people are free to choose be
tween residing in areas that provide

many public services (and collect 
commensurate taxes) and those that 
impose lower taxes and offer fewer ser
vices. This is an important element of 
our national commitment to individual 
freedom that is lost to a great extent 
with increased dependence on federal 
taxing and spending.

In short, as a result of intervention 
by higher governmental bodies, local 
autonomy for program control will be 
lost or at least severely curtailed; pro
gram selection and funding will be 
made in a distant city or state and for 
reasons not necessarily tied in to the 
best interests of those persons who 
would be affected; and improved gov
ernmental efficiency and control of 
bureaucratic expansion — goals of 
Proposition 13 advocates — probably 
would suffer irretrievably.

Another real problem is the poten
tial long-term impact of the assump
tion of former local authority by state 
or federal agencies. When the need for 
funds is immediate, it’s difficult to turn 
down federal intervention, particu
larly in the form of block-grant aid to 
assist a financially distressed program. 
But the long-term view must be con
sidered at the same time. For instance, 
what are the implications if the city or 
state in question would have to hire 
additional employees to qualify for 
federal benefits? Simply, when federal 
money becomes the sole support for 
key programs, many states become in
extricably tied to the Washington 
funding source and would encounter 
serious trouble if that source should 
be cut off. A University of Chicago 
economist was quoted as saying that 
“many cities have become fiscal junk
ies of the federal government.”

So I would repeat that, in our de
termination to reduce our tax burden 
and lessen the impact of inflation 
through more effective control of gov
ernment spending, it’s important to 
apply a wide-angle lens and view gov
ernment spending in its entirety. This 
is not to suggest that the current tax 
initiatives at state and local levels are 
not steps in the right direction. Rather, 
it is an observation that unless gov
ernment spending is reduced at the 
federal, as well as state and local levels, 
the total cost of government will not be 
reduced. It’s true that the tax burden 
may be shifted around or might be
come less obvious, but it would re
main, and someone would have to pay 
for it.

The spirit of the Proposition 13 
legislation will not be carried out fully 
as long as there’s a higher authority to 
which the case for continued support 
can be appealed. And the highest au

thority —  the federal government —  
will remain receptive to such program 
involvement as long as it can provide 
financial assistance while condoning 
large deficits, encouraging forced ex
pansion of the money supply and 
thereby fueling inflation. And inflation 
will levy the ultimate tax on the well- 
meaning citizen whose only “sin in 
voting for Proposition 13 was one of 
omission —  failing to take a broader 
view of the possible ramifications of a 
proposal that will not have any real 
impact on the federal government like 
the fiscal restraints the voters have 
placed on California.

It’s clear that we no longer can con
tent ourselves with narrow solutions to 
the problems of taxation of inflation. 
Voters in this country are showing re
newed concern for their own destiny 
and that of their nation, and it’s impor
tant that elected officials and leaders of 
organizations spawned by activists like 
Howard Jarvis take a realistic view of 
the problems they wish to address. It 
would be ironic, indeed, if the tax
payers’ revolt were to halt at the local 
level and not to permeate the federal 
bureaucracy, where the real problem 
lies. It’s up to each of us as bankers, to 
speak out and, wherever possible, to 
act decisively to see that total govern
ment fiscal responsibility is achieved 
and that the new taxpayer awareness as 
demonstrated in California and 
elsewhere is properly nurtured, intel
ligently directed and pursued with 
vigor. If we do so, and only if we do so, 
will the economic, political and social 
future of our nation be secure. • •

Directors’ Assembly Planned 
For Nov. 9-12 in Phoenix

PHOENIX — Thirty-six faculty 
members from banks, regulatory  
agencies, banking associations, uni
versities and law firms will conduct the 
33rd assembly for bank directors 
November 9-12 at the Arizona 
Biltmore here. The program will be 
directed by Roger A. Lyon, president, 
Valley National of Arizona, Phoenix.

The subject matter will be focused 
on relationships banking, Congress 
and the regulatory agencies have to 
one another and developments that 
will affect banks during 1979. Special 
discussion sessions will consider cur
rent banking legislation, regulation 
and policy changes, banking’s re
sponse to NOW accounts and EFTS 
and services an outside director should 
perform for his bank, both in the inde
pendent bank and the bank belonging 
to an HC.

The 34th assembly will be held Feb
ruary 8-11 in Boca Raton, Fla.
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We do
our corresponding

i ii person.

Ed Shapira, president, Heaven Hills Distilleries, Murphy Brock and Bob Sutherland, pres
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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Louisiana Buckle Collection Premium Offer 
Scores High at Louisiana Nat’l, Baton Rouge

P REMIUMS have proved them
selves for Louisiana National 

(LNB), Baton Rouge, where for the last 
15 years LNB has offered a grab bag of 
good things ranging from bibles to 
wigs.

But nothing has taken off as fast nor 
brought the bank more new accounts 
than the Louisiana buckle collection, 
the latest in a special premiums series 
called the Louisiana Collection.

“Never in my wildest expectations 
did I dream, or even hope, that the 
buckles would grab people’s fancy as 
they have,” LNB Marketing Director 
Jerry Turk says.

In the first three weeks the buckles 
were offered, LNB sold 1,500 and 
during the initial 13 weeks of the pro
gram deposits topped $10 million.

“The buckles were hot items and 
they pulled in money fast,” Mr. Turk 
claims.

And he goes to his research depart
ment to back up his claims.

“Twice in the decade and a half we 
have been offering premiums we have 
researched our account base to learn 
what good our promotions were to us. 
We found out. We know that savings 
accounts opened through premiums 
stay longer with LNB and build faster 
than do other savings accounts.

“And we know from experience that 
if we offer a quality product that the 
consumer perceives as a good buy, 
then that premium is going to move, 
and move well.

The buckle promotion began in 
March and by the end of August some 
6,700 buckles had been either sold or 
given away to LNB depositors, while 
another 11,000 buckles had been 
distributed through 22 LNB corre
spondent banks in Louisiana.

“Perhaps it’s the casualness of the 
times with blue jeaus and work shirts 
and changing styles that made the 
buckles a timely item. I think so. But 
we didn’t jump into them right away, 
not the first time Heritage Mint out of 
Los Angeles approached us with the 
idea,” Mr. Turk says.

“That was three years ago. Frankly, 
we saw their quality, knew they were 
fine items, but we just didn’t feel there 
were enough prospects out there. But 
we kicked the idea around for two
118

Louisiana Gov. Edwin W. Edwards (r.) holds 
Louisiana Buckle Collection he received from 
C. W. McCoy (I.), pres. & ch., Louisiana Nat'l, 
Baton Rouge, and Jerry Turk (c.), bank's mar
keting dir.

years and decided to tie the buckles 
into our state’s history as part of our 
Louisiana Collection which began with 
a Bicentennial collection of fine china 
dinnerware with plantation homes de
picted on the plates.

“And what more can I way but that it 
worked. It has definitely paid off.”

The buckle collection was originally 
conceived as a set of three, but a 
fourth, the Louisiana State University

Three of the four brass buckles offered by 
Louisiana N a t'l , Baton Rouge, m ake up 
original buckle collection. They could be or
dered singly or in this group, complete with 
plaque. Buckles snap off so they can be worn as 
well as displayed. Buckle premium brought in 
$10 million in business during initial 13 weeks.

(LSU) Commemorative, was intro
duced in September as an addition to 
the collection.

The buckles are made of heavy solid 
brass, are hand cast in sand molds and 
are then finished in three handwork 
steps to bring out their deep-relief 
sculpture.

Designed by artist Jim Leonard of 
Baton Rouge, the collection includes, 
in addition to the LSU buckle, the 
1812 State Seal, traditional and histori
cal buckles.

The State Seal has outsold each of 
the other two by about two to one. The 
historical buckle shows the six flags 
that have flown over Louisiana since 
1776 and its shield highlights historic 
Louisiana moments. The traditional 
buckle spells out “Louisiana” inside an 
oak leaf border. Both were necessary 
to satisfy the tastes and imagination of a 
wider market.

Measuring approximately three- 
and-a-half inches by two-and-a-quarter 
inches, the large buckles are sup
plemented by smaller dress buckles. 
High-quality leather belts also are 
available on request.

The pricing schedule for all buckles, 
large or small, is $14.95 with no de
posit; $10.95 with a deposit of $100- 
$1,000; $6.95 with $l,000-$5,000, and 
free for deposits from $5,000 up.

Mr. Turk points out that premium 
promotions for LNB do well for about 
13 weeks and then taper off. This has 
been true for the buckles.

The two previous standout pro
motions were for dinnerware and 
stainless flatware, which were each as
sociated with deposits over $10 million 
but which took two and three times 
longer to hit that mark than did the 
buckle promotion.

New deposits, though, are not the 
only reason LNB uses premiums.

“We feel that by offering a top- 
quality product that promotes the 
image of our state and ties into the 
‘Louisiana’ in Louisiana National, we 
are enhancing our image as a bank,” 
Mr. Turk says.

The Louisiana Departm ent of 
Commerce and Industry also feels the 
buckles are image builders and bought 
100 as gifts for use in their efforts to 
bring new business into the state.
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People are any bank’s most important asset.. . one that should be protected and 
developed to the fullest extent possible. Since 1975, DGC Services Company, an 
affiliated organization of Deposit Guaranty National Bank, has been providing human 
resource consulting services to banks in the Middle South area. The experience and 
expertise of DGC Services covers the full spectrum of employee relations at every 
level, from senior management to entry level employees. For a preliminary discussion 
as to how DGC Services might be of help to you and for a copy of the booklet — 
Human Resource Consulting Services For Financial Institutions — write or call:
W. E. “Bud” Irish, DGC Services Company, One Deposit Guaranty Plaza,
Jackson, Mississippi 39205; telephone 601/354-8040.

■  W Jackson •  Centreville •  Greenville
Greenwood •  Hattiesburg •  McComb •  Monticello

■  ■  Natchez • Newhebron •  Petal •  and offices in
Grow with us Clinton and Pearl.
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Ambitious Goals Outlined at AMBI Meeting 
As Association Organizes for 1980s

LEADERS of the Association of 
-i Modern Banking in Illinois 

(AMBI) revealed their ambitious set of 
goals for the coming five years at last 
month’s annual meeting in Chicago. 
The goals showed that the association 
is living up to its annual meeting 
theme, “Organizing for the 80s.” 

Outgoing AMBI President Loren 
M. Smith and AMBI Executive Vice 
President James B. Watt outlined the 
goals during the association’s business 
meeting. Mr. Smith is chairman, 
United Bank of Illinois, Rockford.

He stated that the organizing plan of 
action was formulated after AMBI’s 
close-call legislative defeat in the Il
linois legislature last year. In order to 
give the association more stature 
among legislators, he said, AMBI is 
embarking on a five-year plan of pre
senting high-quality programs de
signed to further AMBI’s major thrust, 
which is modernization of Illinois’ 
banking structure.

Mr. W att, appearing with Mr. 
Smith, said that, in the next five years, 
AMBI hopes to reach the point where 
it is the best-regarded full-service 
banking association in Illinois and that 
it will be recognized as such by associa
tions such as ABA. He added that he 
expects AMBI to be the dominant 
banking political force in the state and 
that the association will advance pro
fessionalism through education, 
through federal legislative information 
and through effective association fiscal 
and administrative management. He 
also said AMBI will attempt to increase

By J IM  F A B IA N  
A s s o c ia te  E d ito r

W illiam  C. Harris (I.), commissioner of banks & 
trust companies for Illinois, and Ray G. Livasy, 
pres., M illikin Nat'l, Decatur, and pres., Elec
tronic Funds Illinois (EFI). Mr. Harris reported on 
state of Illinois banking ("very good") and Mr. 
Livasy reported on the status of EFI.

its membership base.
Mr. Smith said AMBI’s activities 

will fall into four categories: legislative, 
membership growth, education and 
organization/administration. He said 
AMBI’s leaders see thrifts and credit 
unions as banking’s most threatening 
form of competition and that this com
petition is forcing bankers to accept the 
inevitability of change.

Bankers have a choice to make, he 
said, either to help mold this change or 
ignore it, and the latter choice would 
be disastrous.

Mr. Smith sees AMBI’s role as one 
of trying to establish a common ground 
within the banking industry in Illinois

so that legislative compromise can be 
achieved.

Mr. Watts said AMBI is developing 
a strong central office and that the as
sociation will depend on the political 
involvement of its members to help 
AMBI make friends in the state legisla
ture.

Methods of influencing legislators 
will include contact bankers, key 
bankers and the new AMBI/PAC. 
Contact bankers are encouraged to 
meet with legislators and file reports 
on legislative issues. Key bankers are 
“assigned” to specific legislators as 
AMBI “ambassadors.” AMBI/PAC 
raises funds that are distributed to 
friendly candidates running for public 
office.

AMBI/PAC’s goal for this year is 
$100,000 and the PAC’s purpose is to 
show those running for public office 
that the association does not desert its 
friends in their time of need and that 
AMBI is determined to see its legisla
tive program passed.

M ember communication tools are 
being strengthened, Mr. Watt said. 
“The Springfield News Briefs” will re
port on the legislative sessions; “AMBI 
Alert” will circulate special news bulle
tins to the membership, and a tele
phone chain will be utilized for im
mediate action affecting proposed 
legislation as needed.

In the area of improving public 
understanding about the need for re
vised banking statutes, Mr. Watt said 
news releases detailing the problems 
caused by antiquated bank statutes will 
be circulated and solutions will be pre
sented. Studies by college people will 
be utilized to provide background in
formation in this area.

M ore advertising will be done by 
AMBI and news briefings will be held

AMBI officers for 1978-79 include (from I.) Loren 
M. Smith, ch., United Bank of III., Rockford —  ch.; 
W illiam  E. Weigel, e.v.p. & CEO, First Nat'l, Cen- 
tralia —  pres.; W illiam  R. Wandrey Jr., pres., 
M idwest N a t'l, M oline —  v.p.; Richard M. 
Bishop, pres., First Galesburg Nat'l — v.p.; John 
E. Brubaker, e.v.p., First Nat'l, Springfield —  
treas.; A. Andrew Boemi, ch. & pres., Madison 
Bank, Chicago —  sec. During convention new  
Pres. Weigel pledged to make innovative bank
ing practices a reality in Illinois and called for a 
personal commitment of time and resources on 
part of all AMBI members.

120 MID-CONTINENT BANKER for October, 1978

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



In correspondent banking services, we’re 
the specialists.

Here’s how First Chicago, 
a *21 billion banking corporation, 

can help you serve your customers more productively.

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

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

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

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

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

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

Concentration, Disbursement and Control

Visual Aids: Slides and Closed Circuit 
TV Production

TRUST BANKING
Personal and Corporate Thjst Services 
Thist Investment Advisoiy Services 
Monthly Investment Services 
Stock Transfer and Shareholders Services 
Dividend Reinvestment
PERSONAL BANKING ASSISTANCE 
Bank Promotions 
YES Card™
Visa®
Savings Programs
Bank-At-Work/Direct Deposit Program 
OPERATIONAL SERVICES 
Cash Letter Clearings: End-Point &

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

MEMBER FDIC
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throughout the state for the news 
media.

Mr. Smith said task forces will be 
created to carry out research work in 
the areas of legislative review. Experts 
will identify questionable legislation 
and specialists will review such legisla
tion in an attempt to come up with 
recommendations for improving it.

Mr. Smith said the AMBI leadership 
intends to increase the association’s 
membership by improving the associa

tion so that it will be more attractive to 
bankers in the state.

The new membership expansion 
program will be announced shortly, he 
said. He reported that AMBI’s mem
bership rolls grew more than 12% last 
year.

At the end of the business meeting, 
AMBI’s new officers were announced. 
They are: Mr. Smith as chairman, suc
ceeding Gerald Sinclair, executive 
vice president, Salem National;

William E. Weigel, executive vice 
president and CEO, First National, 
Centralia, as president, succeeding 
Mr. Smith; Richard M. Bishop, presi
dent, First Galesburg National, and 
William R. Wandrey Jr., president, 
Midwest National, Moline, as vice 
presidents; A. Andrew Boemi, presi
dent and chairman, Madison Bank, 
Chicago, as secretary; and John E. 
Brubaker, executive vice president, 
First National, Springfield, as trea
surer.

Mr. Sinclair reported on AMBI’s 
structure commission, stating that a 
statewide survey of banks indicated 
there was agreement that thrifts and 
CUs are banking’s major competitors, 
that unit banking would be gone in five 
years and that bankers could live under 
a new system of banking statutes. The 
commission’s goal, he added, was to 
establish policy to obtain the broadest 
appeal to all bankers in Illinois. Input 
for the survey included the 100 largest 
banks holding membership in the Il
linois Bankers Association and 107 
chain bank groups operating in the 
state.

The commission reviewed banking 
statutes in all 50 states in order to find 
ideas for a compromise plan it pre
sented recently.

The plan calls for abandoning tra
ditional branch banking concepts in 
favor of a small number of limited- 
service facilities.U nder the com 
promise plan, banks would be au
thorized to establish only one 
additional limited-service facility per 
year in each of three years, making a 
total of five limited-service facilities 
per bank after three years (two have 
already been authorized).

The present limited-service facility 
statutory home office protection rule, 
which prohibits a bank from estab
lishing a limited-service facility within 
600 feet of another bank, would remain 
in force.

The additional three limited-service 
facilities could be located anywhere 
within the county in which the bank is 
located or 10 miles from the bank, 
whichever is greater.

The compromise proposal would 
permit 101 of the state’s 107 banking 
chains to organize their banks into re
gional multi-bank HCs. Five banking 
regions would be established and re
gional multi-bank HCs would be au
thorized to operate in any two contigu
ous regions, one of which must be the 
region in which the home office is lo
cated.

HCs would be permitted to acquire 
existing banks within their area of op
eration with regulatory agency ap-

Luncheon Speakers at AM B I Meeting

PERKINS HEIMANN CONNOR

Keynote speaker at the AMBI convention last month was John H. 
Perkins, ABA president-elect and president, Continental Illinois 
National, Chicago. He spoke on the 95th Congress and its accom
plishments.

He suggested that Congress adopt a go-slow approach before it 
considers final passage of a reserve requirement bill tentatively ap
proved by the House Banking, Finance and Urban Affairs Commit
tee. It will take time, he said, for the major changes in industry 
structure provided by the bill to be fully comprehended.

He added that the bill might solve the Fed membership problem, 
but, as was learned with the Truth-in-Lending legislation, it s ex
tremely difficult to change a law once it’s enacted, no matter how 
unworkable it proves to be in practice.”

John G. Heimann, Comptroller of the Currency, and acting chair
man, FDIC, told AMBI members what they wanted to hear, namely, 
that prohibitions on branch banking as outlined in the McFadden Act 
curtail competition and hinder the banking industry.

During the question period, Mr. Heimann said changes to the 
Community Reinvestment Act will be minor and that the act gives 
bankers a chance to back up what they’ve been saying all along about 
investing in their local communities.

In answer to another question, he said his office is concerned with 
the cost of compliance with consumer-related regulations and all 
regulations are being reviewed to see if any can be eliminated. He 
added that regulatory agencies are trying to examine banks from the 
standpoint of intent, rather than by adherence to long-winded regu
lations.

David E. Connor, chairman of AMBI/PAC and president, Com
mercial National, Peoria, said AMBI is playing catchup in fund 
raising for the forthcoming election campaigns. He said AMBI/PAC 
was a long way from achieving its goal of $100,000 and he urged 
bankers to contribute and encourage others to contribute to the fund.
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Matchbooks that tell
YOUR story!
DESIGNED EXCLUSIVELY 
FOR THE
INDEPENDENT BANK.

Matchbooks are a universal give-away item 
for banks. Your association is making avail
able exclusively to members these deluxe, 
"jum bo size" matchbooks at group buying 
prices. The design features the Independent 
Bankers Emblem and Your Bank's im print in 
type set copy. Inside the matchbook, the 
independent banking concept is briefly dis
cussed.

F IL L  O U T  TH E H A N D Y  O RDER FORM  BELOW -  D ETA C H  A N D  M A IL

E08071

Public Relations Department 
Independent Bankers Association of America 
Sauk Centre, Minnesota 56378

Please send me the quantity of matchbooks checked 
below (2,500 matchbooks per case):

Check
Here

No. of 
Cases

Cost Per 
Case

Total
Cost

Freight

1 $ 7 7 .6 7 $ 7 7 .67 Prepaid
2 7 0 .67 141 .34
3 68 .17 204.51 And
4 67 .17 2 6 8 .7 0
5 66 .80 3 3 4 .0 0 Charged

10 66 .30 6 6 3 .0 0
20 65 .05 1 ,301 .00 Back

When requested, may be 
packed 6 books in cellophane 
with tear tape at $11.75  
per case additional.

Perfect to use as calling cards. 

Pack_______ cases in cello.

Date____________

PLEASE IM P R IN T  AS FOLLOW S: 
No Logos Please

Bankj________________________________

Add ress:_____________________________

C ity/S tate /Z  ipj_______________________

Telephone:__________________________

Ship Toj_____________________________

(Z ip Code)
B y:________________________________________

You will be billed open terms at time of shipment; 578
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C U

WHAT’S 
MAKING BANKERS 

SO EXCITED f 
ABOUT THIS 

BOOK?

★  "Very down to earth. It really stimulates your 
thinking".

"B iff"  Roberts, V.P., First National Bank, 
Louisville, Ky.

★  "Should open bankers' eyes. It's surprising what 
opportunities banks overlook at Christmas."

Norville Gish, Sr. V.P., First National 
Charter Corp., Kansas City, Mo.

'A' "Like a Christmas stocking filled with good 
things! Innovative and profitable marketing ideas 
at a very modest price."

Dick Pennington, Sr. V.P., First National 
Bank, Mobile, Ala.

Bankers who've seen this practical 80-page book hail it as a 
profit-building addition to their library. Use its ideas to get 
the most from your year-end promotions in '78 and for years 
to come. Includes dozens of ways to boost —

Bank-wide new business 
Public relations 
Employee relations 
Publicity 
Advertising 
"Children" relations 
Bank decorations 
Campaign planning
Even how to create your own year-end ideas

M ID -C O N T IN E N T  B A N K E R  
4 0 8  Olive S t., St. Louis, M o. 6 3 1 0 2

Ideal for any bank, large or small, coast to 
coast. Start year-end planning now. Order 
your copy today!

MONEY-BACK GUARANTEE

Unless completely satisfied in every respect, 
return within 10 days and get full refund.

Please send ____  copies @$7.00 o f your 80-page m anual,
P R O F IT -B U IL D IN G  ID E A S  F O R  B A N K  C H R IS T M A S  
P R O M O T IO N S .

I enclose our check* fo r $

Nam e T itle

Bank

_________________________I
Check m ust accom pany order. We pay postage and handling. | 
Missouri banks: please include 434% sales tax.

ty , State, Z ip .
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TOP: Taking part in AMBI business meeting were (from I.) Gerald Sinclair, e.v.p., Salem Nat'l, and 
outgoing AMBI ch.; Loren M. Smith, ch., United Bank of III., Rockford, and outgoing AMBI pres.; James 
B. W att, AMBI e.v.p.; and Theodore H. Roberts, e.v.p., Harris Trust, Chicago, member, AMBI structure 
commission. BOTTOM: III. legislators taking part in panel a t AMBI convention included (from I.) Rep. 
Gilbert L. Deavers, assistant minority leader, Illinois House of Representatives; Sen. Thomas C. 
Hynes, pres., Illinois Senate; Sen. David C. Shapiro, minority leader, Illinois Senate; Rep. W illiam  A. 
Redmond, speaker, Illinois House of Representatives.

proval.
HCs would be authorized to estab

lish only five newly chartered (de novo) 
bank affiliates with a limit of one per 
county. All of the newly chartered 
banks must be within the permissible 
geographical areas.

After the proposal is enacted, newly 
chartered banks couldn’t be acquired 
by the HCs until they have been in 
existence for five years.

These proposals offer some relief to 
everyone, said Theodore H. Roberts, 
executive vice president, Harris Trust, 
Chicago, appearing with Mr. Sinclair. 
And the proposals are designed to ena
ble all Illinois banks to agree on the 
issues and form a solid front in support 
of them, he said. He described AMBI’s 
compromise action as “taking one step 
back from branching in order to take 
two steps forward later.”

He emphasized that the proposal 
doesn’t guarantee victory in the 1979 
Illinois legislature, but that it consti
tutes a beginning in the right direc
tion.

Ray Livasy, chairman, Electronic 
Funds Illinois (EFI), and president, 
Millikin National, Decatur, said 50% 
of AMBI members belong to EFI. The 
organization’s goal is to provide an 
EFT  delivery system when it’s possi
ble to do so by law. He said the organi
zation is developing a check cashing 
program, details of which will be 
announced soon. To critics of E FI  
charging delays in taking action, he 
said the organization had no intention 
of rushing into a program because too 
much was at stake. He said E FI is con
fident of success in building a system 
that will serve all Illinois banks.

He announced the formation of an 
EFI legislative committee that will in
clude participation on the part of all 
Illinois banking associations, including 
the presidents of the three associations 
and five other bankers. He said the 
work has been slow, but much prog
ress has been made. The goal is to ar
rive at EFT  legislation that banks can 
support in the 1979 legislature. He 
added that arriving at a consensus is a 
challenge, but “the more we talk, the 
better are chances of achieving our 
goals.”

A parade of speakers crossed the 
AMBI platform during the meeting, 
including Comptroller of the Currency 
John G. Heimann; ABA President- 
Elect John H. Perkins; former Agricul
ture Secretary Earl L. Butz; and Louis 
Rukeyser, host of Wall Street Week, 
TV program on the PBS network. • •

• Aetna Business Credit, Inc. This 
firm, headquartered in East Hartford, 
Conn., has established its eastern divi
sion headquarters in Atlanta. The divi
sion —  previously located in East 
Hartford —  includes seven of Aetna’s 
major operating offices situated in Bos
ton, Hartford, New York City, Wash-

ington, D. C., High Point, N. C., At
lanta and Miami, as well as the com
pany’s factoring center in High Point. 
The division’s manager is Irwin Teich, 
senior vice president, who was ap
pointed to the post last April. He had 
been regional manager in the Los 
Angeles office.

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 econom y and 
what’s being said on Wall Street. UNITED STATES INVESTOR 
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. * 
* * * * * * * * * * * * * * * * * * * * * * * A i t i t ) t ) k ) t i t j t ) k ^ ^  

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.
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United Missouri, Kansas City, Hosts 1,600 
At Correspondent/Corporate Conference

By JIM FABIAN 
Associate Editor

Ap p r o x i m a t e l y  1 ,6 0 0  indi
viduals from the banking and 

corporate communities of the Midwest 
took part in the annual Financial Con
ference sponsored by United Missouri 
Bank, Kansas City, late in August.

The bank’s guests filled the meeting 
rooms of the Radisson Muehlebach 
Hotel for business sessions, ate a buffet 
luncheon at the sprawling Kansas City 
Convention C enter and received  
political insights at the Municipal Au
ditorium on the first day of the two-day 
meeting.

The primary reason for the large 
turnout was the speakers appearing on 
the afternoon program —  William F. 
Buckley, publisher of the National Re
view, andU. S. Representative Jack F. 
Kemp, co-author of the Kemp-Roth tax 
cut bill in Congress.

Congressman Kemp’s theme was re
storing incentive to America through a 
sound tax program.

“The real problem with our Ameri
can economy today,” he said, “is that 
incentive is being taxed away.” He said 
that taxes at all levels now constitute 
more than 44% of the national income. 
This policy tends to strangle the pri
vate enterprise economy’s ability to 
create jobs and generate higher real 
incomes, he said.

Representative Kemp wants to re
duce all individual income tax rates by 
about one-third, reduce the corporate 
tax rate by three percentage points and 
increase the corporate surtax exemp
tion to $100,000 to help small business 
obtain expansion capital.

Joe Kropf (I.), Livestock Business Advisory Ser
vices, Kansas City, spoke at ag session during 
United Missouri correspondent conference. At r. 
is bank host Gene Davenport, a.v.p., agribusi
ness dept.

He said his program is designed 
along the lines of a program proposed 
by President John F. Kennedy in 1963 
which resulted in high real investment 
growth, a low inflation rate, great real 
industrial output growth and fast
growing real disposable income.

He called on Americans to make 
their wishes known regarding taxes by 
contacting their congressmen.

Mr. Buckley commented on the 
world scene in his unique manner.

Bankers attending the conference 
attended special-interest sessions on a 
number of topics, including agricul
ture, leasing and investments.

Joe Kropf, livestock analyst for 
Livestock Business Advisory Services, 
Kansas City, presented a market out
look at the ag session.

He predicted that cattle prices 
would be generally on the uptrend for 
the next three to four years as cattle 
inventories continue to be reduced. 
The first increase in cattle inventory 
isn’t expected until 1981, he said.

He predicted that cattle inventories 
probably will peak by 1985-86; that 
choice fed steer prices will average be
tween $50 and $55 in the fourth quar
ter of 1978 and between $52 and $57 
for the first quarter of next year; that 
choice 600-700 pound feeder steer 
prices will be in the $57 and $62 range 
in the fourth quarter and between $60 
and $65 in the first quarter of 1979; and 
that choice 400-500 pound steer calf 
prices will average within the $68 to 
$75 range from next month through 
March, 1979.

Choice-fed steer prices will continue 
in an uptrend throughout 1979, he 
said, with average quarterly prices be
tween $55 and $65 during the last

Press conference featured U. S. Rep. Jack F. 
Kemp (I.) and W illiam  F. Buckley (c.), publisher, 
National Review. At r. is R. Crosby Kemper III, 
who introduced speakers to capacity crowd in 
Municipal Auditorium.

R. Crosby Kemper, ch. & CEO, United Missouri 
Bancshares and ch., United Missouri Bank, gave 
opening remarks at conference.

three quarters of 1979; choice 600-700 
pound feeder steer prices will average 
between $62 and $72 next year; and 
choice steer calves weighing 400-500 
pounds will trade at prices over $75 by 
the fall of 1979.

During the next six to eight 
months, supplies of fed cattle will be 
m oderately larger than the same 
month a year earlier, Mr. Kropf said. 
Monthly placement of feeder cattle in 
feedlots will be slightly larger than last 
year. The excellent prospect for a large 
corn crop and subsequent low feeding 
costs will encourage large placements 
and feeding to heavier weights, he 
added.

He predicted a strong demand for 
beef for the next 18 months, due to 
increasing consumer disposable in
come. He said that higher retail beef 
prices will appear to be bargains com
pared to the prices of many other food 
and nonfood items.

He said the hog cycle is in its third 
year of expansion, which is longer than 
normal. The expansion has been 
moderate when the substantial profit 
margins of producers over the past two 
years is considered, he said.

Some weakness in hog prices is ex
pected this month, followed by higher 
prices into January, he said. The 
winter price rally will improve prices 
to the low $50s, but a downturn in 
March and April may drop prices 
below $40. Price strength from May to 
July, 1979, will likely be moderate.

The last half of the 1979 price out
look is difficult to project, he said, but 
the average price is likely to be in the 
low $40s.

Turning to the grain market, Mr.
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A Bank M arried Us For ¡Lift
If the number one major bank in service, 
solidarity and growth0 in its market 
wanted to affiliate with a life insurance 
com pany.. .  can you imagine how solid 
and dependable that life insurance com
pany has to be?

That's us, Central Guardian Life. As 
an affiliate of Memphis Bank & Trust, 
we're proud to keep up the family tra
dition of personal service and solidarity, 
but the similarity ends there.

There's a full-service bank in the 
family, but we're a full-service life insur
ance company in our own right.

Central Guardian Life is licensed and 
doing business in your state and eight 
others in the South-Central United 
States. We offer all products of per
manent and term insurance^ We special
ize in credit insurance and other 
bank-related policies. And we back 
every policy with the kind of profes
sionalism and performance that might 
even make our affiliate the bank a 
little envious.
7 Call us, toll-free, for your bank life 
insurance needs. We'll treat you 
like family.

CENTRAL GUARDIAN LIFE
an affiliate of Memphis Bank & Trust
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Board Meetings 
Made More Effective 
With More Effective 
BOARD REPORTS!

H ere 's  a 2 0 0 -p a g e  m anua l e n t it le d  
BOARD REPORTS tha t w ill help you r bank 
determ ine the "q u a n tity  and q u a lity "  o f 
m onth ly reports  needed by you r d irecto rs 
so th e y , and  m a n a g e m en t, can m ake 
p ro p e r decisions.

It is ed ited  by Dr. Lewis E. Davids, e d ito r 
o f The BA N K BOARD Letter, and sells fo r  
$20 . Just O N E  im provem ent in repo rting  
procedures . . . just one BETTER decision 
made by you r b o a rd  can MORE than repay 
this small investment.

W e ll-p re p a red  reports  a re  a MUST to  
enable a b o a rd  to  iden tify  its po licy  aims 
. . .  to  d iagnose bank problem s . . .  to  
find  solutions to  these problem s . . .  to  
make choices rega rd ing  a p p ro p ria te  ac
tions . . .  to  im plem ent po licy  . . . and to  
evaluate the effectiveness o f bank pe rfo rm 
ance. W ith o u t adequa te  repo rts , a b oa rd  
lacks the in fo rm a tion  it  must have in o rde r 
to  reach im p orta n t decisions involving bank 
m anagem ent.

This manual deta ils  the type  o f reports a 
b o a rd  should have in o rd e r to  place p e rti
nent in fo rm a tion  a t d irec to rs ' finge rtips . It 
illustrates the various fo rm ats b o a rd  re 
ports can take . . . from  o ra l to  de ta iled  
g raph ic  presentations.

It tells how m odera te-s ized  banks can 
p repa re  reports  tha t no rm a lly  could be a f
fo rd e d  on ly by g ia n t banks. It tells how such 
reports  can be com bined w ith in fo rm a tion  
ga ined  from  loca l sources to  present a c lear 
p ic ture  o f the local and na tiona l econom ic 
s ituation . . .  a p ic tu re  v ita l to  the estab
lishm ent o f po lic ies th a t p ro m o te  bank 
g row th .

Included a re  examples o f w ritten  reports 
most needed by bank d irecto rs who desire 
to  create policies tha t lead to  prudent bank 
managem ent. In a d d itio n  to  m ateria l p re 
p a re d  by  the a u th o r, c o n trib u tio n s  by 
w e ll-know n bank specialists are  included.

D eta iled in fo rm a tion  is present on such 
topics as effective rep o rtin g  to d irecto rs 
. . . b oa rd  reports  to  shareholders . . . the 
re p o rt o f exam ina tion  . . . bank liq u id ity  
and cap ita l analysis . . . bank ope ra ting  
ra tio s  . . . m anagem ent repo rts  to  the 
b o a rd  . . . loan repo rts  . . . financ ia l 
statement analysis . . . bank m arket pe r
form ance . . . fin a n c ia l in fo rm a tio n  fo r  
d irecto rs . . . A N D  M A N Y  OTHERS!

To o rd e r you r copy send you r check fo r  
$ 2 0 .0 0  (add 4 .6 %  sales ta x  in M issouri) 
to : The BANK BOARD LETTER, 4 0 8  
Olive, St. Louis, Mo. 6 3 1 0 2

(  Advertisement )

During conference, correspondent bankers a t
tended showing of "Insights," film  made by Mis
souri Bankers Assn. Bank host at session was 
E. L. Burch (I.), s.v.p., shown with MBA Executive 
Vice President Robert W. Crawford.

Kropf said feedgrain prices will remain 
under pressure for the near-term. Bar
ring an early frost, a 6,500-million- 
bushel corn crop is expected.

He predicted that Russia will buy 
closer to five million tons of corn for 
1978-79 versus 12 million the previous 
year. So, exports will be 100 million 
bushels lower next year than this year.

A 5%-6% increase in domestic corn 
consumption is predicted for 1978-79.

Wheat prices will continue to re
ceive support from good export inter
est, he said. From time to time, as 
farmers make sales of their wheat crop, 
prices will decline, but the underlying 
trend will remain up for the near-term.

Soybeans and product markets will 
remain firm until production is more 
certain, he said. Bean prices could de
cline 10% into harvest, he added, but 
the demand for beans, meal and oil is 
expected to be good and prices will 
recover into winter. • •

Books Published by Banks 
in Alabama and Oklahoma 
Commemorate Milestones

When banks reach milestones, they 
try to commemorate them in various 
ways so as to create good public rela
tions. Two Mid-Continent-area banks 
—  one in a large southwestern city and 
the other in a small northeastern 
Alabama town —  chose to commission 
books about themselves, their officers 
and their communities as their way of 
observing certain memorable events.

In Centre, Ala., with a population of
3,000 and a trade area of 20,000 per
sons, Farmers & Merchants Bank 
reached two milestones in 1977 —  
completion of a new building and its 
60th anniversary. In appreciation for

customers’ and friends’ support that 
enabled the bank to need a new home 
and to stay in business 60 years, the 
bank asked the Idea Agency, Mont
gomery, Ala., to prepare and write a 
book. The objective was to combine 
the histories of the bank and of Centre 
and to pay tribute to past and present 
bank officers, employees and direc
tors.

Called “Heart Strings and Purse 
Strings,” the book was written by 
Edwin Strickland and Charles Burns. 
It’s subtitled “The Bank With the 
Heart of Gold,” which is F&M Bank’s 
slogan.

The 164-page, hardcover book tells 
how Mary George Jordan Waite 
switched from being a teacher of En
glish and a librarian at Cherokee 
County High School in Centre to be
coming president of F&M Bank on the 
death of her father, J. Oleus Jordan, in 
1957. Mr. Jordan had brought the bank 
from being a small institution in 1923, 
when he became its CEO, to one with 
assets of $5 million when he died. 
Then, in the 21 years that Mrs. Waite 
has guided the bank, its assets have 
grown to $38 million. As the book 
points out, Mrs. Waite is known not 
only in her own city, but throughout 
Alabama and the U. S. as well. She 
became the first woman president of 
the Alabama Bankers Association (in 
1971) and the first woman to head a 
state bankers association anywhere. 
She combines being chairman, presi
dent and CEO of the bank with being a 
wife, mother and grandmother. In 
addition, Mrs. Waite is active in many 
banking organizations, and her volun
teer activities range from the Centre 
Chamber of Commerce, which she 
served as president for two years, to 
the American Cancer Society, Future 
Farmers of America, Boy Scouts of 
America and 4-H. She also is active in 
her church.

Although the book pays special trib
ute to Mrs. Waite, it also spotlights in 
words and pictures — past and present 
officers, directors and employees.

In Oklahoma City, the $436-million 
Fidelity Bank became 70 years old last 
April 6 and, in commemoration, pub
lished a book called “The Life of a Suc
cessful Bank, 1908-1978.” It was writ
ten by Odie B. Faulk, Pendleton 
Woods and Welborn Hope. Mr. Faulk 
has written about 30 books and is 
editor of the “Trackmaker” and “Hori
zon” series of books published by the 
Oklahoma Heritage Association. Mr. 
Woods is director of “Oklahoma Living 
Legends,” an oral history program 
conducted for the Oklahoma Historical 
Society at Oklahoma Christian Col-
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lege. He also is an editor and author or 
co-author of books. Mr. Hope is known 
as Oklahoma’s “tramp p o et,” and his 
works have been published in The New  
R epublic, Saturday Review  and Poetry 
M agazine.

The book is described as the story of 
Fidelity Bank —  its people, officers 
and directors, custom ers and fellow 
residents of Oklahoma City.

The hardcover book, containing 88  
pages, takes read ers from April 6, 
1908, when the bank was founded as 
First State, through the first W orld  
W ar, a switch to a national ch arter and 
adoption of a new name —  Fidelity  
National —  in 1921, the G reat D epres
sion, the second W orld W ar, another 
name change —  to Fidelity Bank, Na
tional Association (N. A.) —  in 1970, 
up to the present. It spotlights Chair
man Jack T. Conn, form er president of 
both  th e  O klaho m a B an k ers  and  
Am erican Bankers associations, as well 
as many other past and present officers 
and directors. The book pictures and 
describes the bank’s form er homes and 
Fid elity  Plaza, which the bank o c
cupied in 1972.

Banking School Students 
Pick Class Officers

The classes of 1978 and 1979 from 
the Graduate School of Banking, Uni
versity of W isconsin/M adison, have 
chosen their class officers.

The class of ’78 has chosen Robert 
W . Klockars, vice president, Farm ers  
S tate, L indsborg, K an., p resid en t. 
R. Steven Robb, vice president, Iola 
(Kan.) State, was elected vice presi
dent; Peggy M. Howard, cashier, Bank 
of W olcott, Ind ., was elected secre
tary; and Michael D. Hogg, executive  
vice president and C E O , Texas Com 
m erce  Bank, H ouston, was chosen  
treasurer.

F or the class o f ’79, Burtwin L. Day, 
presid en t, Benton C ounty Savings, 
Norway, la ., was elected by the juniors 
to be president. Thomas H. Peters, 
vice president, Gary (Ind.) National, 
was e le c te d  v ice  p re s id e n t; Ann  
Kram er, vice president and cashier, 
North Point State, Arlington Heights, 
111 ., was chosen secretary; and Bonnie 
L. Morrow, assistant vice president, 
First N ational, E lkhorn, W is., was 
elected treasurer.

With Don Quixote's Help:

Bank Unveils New Program 
By Offering Free Movie

First National, W auwatosa, W is., 
invited the public to a free showing of 
the movie, “ Man of La M ancha,” as a 
way to introduce its new savings pro
gram. The movie stars P eter O’Toole, 
Sophia Loren and Jam es Coco and is 
the musical story of Don Quixote.

T he p ro g ram , ca lled  Tosa F irs t  
Savings Club or T FS  (true financial se
curity), offers a high-interest savings 
account, increased banking benefits 
and special monthly club activities. 
M embership requires a minimum de
posit of $ 1 ,0 0 0 . M em b ers rece iv e  
m em bership cards and badges and 
check-guarantee stickers to increase  
acceptance of personal checks.

Among the monthly activities is a 
monthly free movie at a Wauwatosa 
theater, w here “ Man of La M ancha” 
was shown. Bank officers believe these  
activities, especially the free movies, 
will appeal especially to senior citi
zens.

When You're in St. Louis,

Why Not Go One Step Further 

And Take Advantage of the Finest Hotel Accommodations

the City Has to Offer . . . Cheshire Hobge

Located between, and only minutes From,
Downtown St. Louis and the Clayton Business District

Jmt $c ICoögp
6300 CLAYTON ROAD S A IN T LO U IS , M O . 63117 

(314) 647-7300
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John E. Kam, pres., First Stock Yards Bank, is flanked by Mike Million (I.), panel moderator, and dir., 
St. Joseph Market Foundation, and W illiam  F. Wachendorfer, panelist representing Graham Grain 
Co., St. Joseph.

Cattle, Hog, Corn 
At Annual Market

By JIM FABIAN 
Associate Editor

MA R K ET  predictions for 1979, 
m ad e by p an elists  at last 

m on th ’s 22n d  annual M arket D ay  
C onference in St. Joseph, M o., in
cluded the following: The price for fat 
cattle is expected to peak at betw een  
$55 and $60; hog prices won’t exceed  
$50; the price of corn will stay at about 
$2 and the top price for feeder cattle  
will be in the $70 range.

C o n feren ce  sponsors w ere  F irs t  
Stock Yards and F irst National banks, 
St. Joseph, m em bers of F irst Midwest 
Bancorp.

The predictions w ere made at the 
close of the day’s sessions. The day 
began with tours of Missouri Chem ical 
C o., m anufacturer of chemicals for ag
riculture. Following the tour, the two 
busloads of guests w ere dropped off at 
the new cattle auction cen ter at the St. 
Joseph Stock Yards to see the new auc
tion floor that is a giant scale that au
tomatically weighs each group of cattle  
being auctioned and then posts total 
and average weights.

A summary of the livestock market 
for Septem ber 6 was presented during 
the luncheon, after which guests ad
journed to the St. Joseph C ountry  
Club for a speech on ag imports and 
exports and the panel discussion.

A sum m ary of panelists’ rem arks 
follows:

F eed er  Cattle. The num ber of ani-

Prices Predicted 
Day in St. Joseph
mals is down 7% from a year ago. This 
decline should im prove prices for the 
next couple of years. It cam e about 
because producers w ere in cash bind 
situations due to low b eef prices. This 
caused them  to cull their herds and sell 
off cattle.

Heifers will continue to be m arketed  
through the fall months to enable cattle  
people to benefit from cu rren t higher 
prices arid to im prove their cash flows. 
F eed  lots hold 20%  more heifers this 
year than last; heifers make up 48%  of 
slaughter animals, which indicates that 
cattle people are not building up their 
herds now.

The large corn crop that is expected  
will be a plus factor in feeder prices. 
The supply of hay is up due to plentiful 
rain during the summer.

Almost 5% less b eef is being m ar
keted this year than last, which is re 
sulting in less beef consum ption by 
consum ers. Increased pork and poul
try production is hurting cattle people 
and is forcing them  to investigate adop
tion of a marketing program for beef.

U SD A  P ro gra m s. T h re e  m illion  
dollars in set-aside payments are now 
being made in Missouri and $25 mil
lion in farm storage loans have been  
made in the state. Considerable grain 
loan activity is expected this fall. A 
logistics problem is occurring in the 
takeover of the 1977 corn and milo 
crops, which is taking place at the same 
time that the new crop is being har
vested.

Two hundred million bushels of corn

have been deposited in the govern
m en t grain  re s e rv e  p ro g ra m , b ut 
a n o th e r 3 0 0  m illion  b u sh els  a re  
needed to fulfill the program . Twenty  
percent of the acreage for the 1979  
wheat program has been set aside.

Pork. Prospects for the hog man look 
good down the road, despite the flap 
over nitrates in bacon. Dem and for 
pork is good and pork producers are 
doing well with their marketing ef
forts. The quality of m eat is improving 
and a large price fluctuation is seen, 
both for the near- and long-term . Av
erage weight of fat hogs is dropping, 
which is a good sign. Producers are 
optimistic on hog prices for 1979.

Fat Cattle. The market is as healthy  
as it’s ever been. The only problem is a 
lack of animals. Producers still are not 
over the psychological effects of the 
C arter Administration’s im ported beef 
program. C attle prices are expected to 
rise, which is good news; but cheap  
feed is resulting in overw eight ani
mals, which is bad news.

“A griculture’s best hedge against 
the uncertainties of the future is to do 
its very best to find new opportunities 
for expanding exp orts,” said Lloyd D.

H. H. "Beanie" Broadhead (I.), eh., host bank, 
and Lloyd D. Miller, Market Day speaker and 
senior consultant, American Angus Assn., St. 
Joseph.

Don Ebersole (I.), pres., Bethany (Mo.) Trust, and 
Benton O'Neal, s.v.p., First Nat'l, St. Joseph, one 
of host banks sponsoring market day.
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Trio of retirees in 
cludes (from I.) Tom 
McCullough, former 
pres, and dir., First 
Stock Yards Bank, St. 
Joseph (host bank); 
Don Smith, formerly 
with State Savings, 
Bedford, la .; and  
M e rritt B lanchard, 
form erly w ith  host 
bank.

Miller, speaking on the im portance of 
imports and exports to farm markets. 
M r. M iller, who retired  in May as 
executive secretary of the Am erican  
Angus Association, St. Joseph, is now 
senior consultant for the association. 
H e also is a director of F irst Stock 
Yards Bank.

P rojects p rom otin g exp orts have  
been the major force behind the sixfold 
gain in U. S. farm m arketing abroad 
since 1958, Mr. Miller said. “Today’s 
farm and trade problems call for even  
greater efforts if U. S. agriculture is to 
maintain its ascendancy in the world 
m arket, he added. These efforts in
clude the opening of an agricultural 
trade office in London, with others 
planned.

The question is often asked why the 
U. S. doesn’t export m ore beef, Mr. 
Miller said. Historically, the U. S. has 
been known as the high price market of 
the world, which has made it an im 
porter and not an exporter. W ith cu r
ren cy  realign m en ts and in creasing  
demand for b eef abroad, Mr. Miller 
said , th is p ric e  d isad v an tag e  has 
ch an g ed . “ S ev eral co u n trie s  h ave  
higher b eef prices than we d o ,” he 
said.

H e said that opportunities to export 
b eef to Japan, w estern E u rop e and 
o th e r a reas  should  be m ore  fully  
exploited. H e cited a case of progress 
in this area when the Honda Co. of 
Japan, using a ship that brought 2 ,8 8 0  
autos to this country, took back to 
Japan 120 slaughter cattle averaging 
1 ,380  pounds each when they left the 
feedlots.

In the p ast,” he said, “our produc
e rs , p a ck e rs , fe e d e rs  and o th e rs  
haven’t been sufficiently interested in 
export trade. The emphasis has been to 
produce b eef for the home market and 
only a relatively few brave individuals 
and firms have tried to export beef. 
This is beginning to ch an ge.”

H e said that grain-fattened choice 
b eef is known and appreciated only in 
Canada and Japan. Few  consum ers in 
the rest of the world are acquainted  
with U. S. choice beef. H e said the

MID-CONTINENT BANKER for October,

U. S. M eat E xp o rt Fed eration  was 
created in 1976 to lead an industry
wide thrust for the expansion of over
seas markets for livestock and m eat 
products. The federation has opened  
offices in Tokyo and London.

Mr. Miller said that many countries 
prefer to im port raw materials rather 
than finished products in ord er to 
utilize facilities and labor within their 
countries. “This policy accounts for 
large purchases of feed grains, soy
beans and other feedstuff's by such 
c o u n trie s  as Ja p a n , R u ssia , th e  
N etherlands and many o th e rs ,” he 
said. “Actually, the U. S. can produce  
high quality choice b eef from its feed 
grains at home cheaper than people 
can in other countries.

“If we increased our b eef production  
and fully used our processing capacity, 
technology, econom ies of large scale 
operations and m odern perform ance 
tested b eef cattle, both the U. S. con
sum ers and people overseas would 
benefit from our greater efficiency in 
converting feed to food.”

H e said there are definite cost sav
ings in shipping one pound of pro
cessed, ready-to-cook b eef in place of 
12 to 15 pounds of grain.

Exports of livestock, m eat and live
stock products reached a record  $2 .1  
billion in 1977, illustrating the growing 
im pact of the Am erican livestock in
dustry on foreign trade, Mr. Miller 
said. Exports of livestock and livestock

Harry Lanpher and George Constant, a.v.p. and 
s.v.p., respectively, Trenton (Mo.) Trust, receive 
spatulas from Josie Wood and Carolyn Bieri at 
Market Day registration desk.

1978

products this year are  exp ected  to  
reach $2 .3  billion. Most of this increase 
is due to the expansion of beef and hide 
sales to Japan, unexpected demand for 
tallow and significantly higher unit 
values partially caused by inflation and 
ch an ges in in tern atio n al cu rre n cy  
rates.

Live cattle exports are expected to 
continue at the same pace this year as 
last, he said. L arg er shipm ents of 
breeding animals have been offsetting 
the red u ction  in th e m ovem ent of 
slaughter cattle.

“ Much m ore attention is now being 
directed toward increased m arket ac
cess w here we enjoy a com petitive  
edge and trem endous growth poten
tial. The U. S. is the most liberal im
port market in the world and it’s high 
tim e we received guaranteed access to 
other countries. W ith reciprocal m ar
ket access and the possible elimination 
of some of the trade barriers, the po
tential for export meat sales is esti
mated to be at least $3 billion annu
ally,” he said. • •

ACORN Again Asks Fed 
To Stay Proposed Merger 
O f Mo. Multi-Bank HCs

A new roadblock was thrown up last 
month before the proposed m erger of 
M anchester Financial C orp ., St. Louis 
m u lti-b an k  H C , w ith  C o m m e rce  
B a n csh a re s , K ansas C ity -b a se d  
m ulti-bank H C . T he Association of 
Com m unity Organizations for Reform  
Now (ACORN), a St. Louis citizens- 
action group, filed a petition with the 
F ed eral R eserve B oard to stay the  
m erger pending the outcom e of the 
group’s request of the U. S. C ourt of 
Appeals in W ashington, D. C ., to re 
view the F e d ’s approval of the m erger.

ACORN initiated action opposing 
th e  m erg er last w in ter u n d er th e  
Com m unity Reinvestm ent Act of 1977  
(CRA). In an unprecedented  m ove, 
the F ed  held a hearing last M arch in 
St. Louis on the proposed m erger, 
with representatives of ACORN and 
the two H Cs presenting their cases. In 
June, the F ed  announced approval of 
the m erger and reaffirmed its decision 
in August.

Follow in g an n o u n cem en t of th e  
reaffirm ation, M anchester Financial 
Corp. set N ovem ber 1 as the date on 
which it will ask its shareholders to 
approve the m erger. As of press time, 
this m eeting was still going to be held  
unless the F ed  accedes to ACO RN ’s 
request to stay the m erger.
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Marketing Communications, CUs, ATS 
Presented at BMA/MBA Seminar

A  S E L E C T  group of bank marketing 
people spent a day last month 

boning up on the myths and realities of 
marketing comm unications at the 1978  
Marketing Seminar sponsored jointly 
by the Illinois-Missouri Bank M arket
ing A ssociation  and th e  M issou ri 
Bankers Association in St. Louis.

“Banks have created  an image with 
the public w hether they realize it or 
n o t,’’ said keynote speaker Donald  
M cCoy, president, Com m unications 
Centers of Am erica, St. Louis.

H e said a recen t Gallup poll shows 
that the public ranks banks in 13th  
place in  their efforts to make the com 
m u n ity  a b e t te r  p la ce  to  liv e . 
C h u rch es , civ ic grou p s, re ta ile rs , 
newspapers, TV and radio stations all 
rank ahead of banks in this area.

But the same poll showed that bank
ers, as individuals, ranked fifth b e
cause of th eir h onesty  and ethical 
standards, Mr. M cCoy said.

“The bank cu stom er,” Mr. M cCoy  
said, “believes he will be talked down 
to by the banker. H e doesn’t like to be 
evaluated or approved for a loan.”

Mr. M cCoy said that bankers desir
ing to im prove the public’s perception  
of banking should strengthen market
ing efforts and realize that every p er
son working for a bank —  every act 
created by a bank —  gives off a signal to 
a custom er or a potential custom er. 
“It’s not what the bank thinks it’s ac
complishing, but what the custom er 
perceives the bank is accomplishing 
that counts,” he said.

H e suggested that the m arketing  
departm ent isn’t the only section of a 
bank involved in the selling of bank 
services. “E very  em ployee is a full par
ticipant and a bank must understand its 
own personnel and its own policies,” 
he said.

Once a bank has com plete knowl

edge of its personnel, its policies and 
its strengths and weaknesses in ser
vices —  in addition to knowing as 
much as possible about its market area  
—  it will be able to take advantage of 
opportunities and overcom e obstacles 
that might be hindering its acceptance  
by the public, Mr. M cCoy said.

B ankers w ere  asked to con sid er  
cred it unions to be partners rather 
than com petitors by M erritt Heddon, 
general m anager, Scott C redit Union, 
Scott Air Force  Base, 111. H e suggested  
that banks and credit unions should 
explore the possibility of establishing 
correspondent relationships because 
the average credit union is too small to 
supply its own support services.

H e said credit union m em bers are 
requesting m ore sophisticated finan
cial services from their CU s and that 
CUs are looking to banks to provide 
th e se  se rv ice s  via c o rre s p o n d e n t  
setups. H e said that bank profits lie in 
servicing C U s, such as in the area of 
data processing.

H e predicted that about 15% of the 
C U s in Illinois, for exam ple, will even
tually reach the assets size of $1 million 
necessary for them  to provide m ort
gage loans to shareholders. But these 
15% will rely heavily on banks for sup
port services.

Mr. H eddon said bankers should not 
fear CU  com petition, since most CUs 
are too small to offer much com petition  
to banks. The median size of CUs in 
Illinois, he said, is 300  m em bers, with 
about $2 6 0 ,0 0 0  in assets. The average 
loan size is $ 1 ,2 0 0  for a tw o-year  
period.

He said that banks should leave the  
small loan area to C U s, the m ortgage 
loan area to thrifts and reserve com 
mercial business and C U  servicing for 
them selves.

He also predicted that C U s will be

Eugene A. Leonard (I.), s.v.p., Mercantile Ban
corp., St. Louis-based HC, and Lawrence W. 
Kown, pres., Madison Financial Corp., Nashville, 
shared ATS podium at marketing seminar.

taxed within two years, rem oving one 
of the com petitive advantages they  
currently have over banks.

“Bankers are in the tool and die 
business,” said Eugene A. Leonard, 
senior vice president, M ercantile Ban
corp ., St. Louis, at the closing session 
of the seminar. “W e either tool up for 
automatic transfer service (ATS) or we 
die!”

H e predicted  that banks will see 
their dem and deposit totals decline 
after N ovem ber 1, the date ATS b e
com es effective. H e added that bank
ers shouldn’t expect to see a lessening  
of bad checks after ATS has been im
plem ented, since most account hold
ers who write such checks don’t have 
any savings to transfer to checking ac
counts to cover the deficits.

He advised bankers to consider their 
custom ers and their com petitors when  
making ATS policy. H e sees ATS as a 
step toward a trend to single, multi
purpose bank accounts.

Bankers shouldn’t be concerned if a 
com petitor establishes a price for ATS 
that’s lower than their bank’s price. In 
fact, th ey should be relieved , said 
Law rence W . Kown, president, Madi
son Financial C orp ., Nashville, who 
shared  th e ATS podium  w ith M r. 
Leonard.

The reason they should be relieved, 
he said, is because the com petitor who 
posts the lowest price for ATS is going 
to becom e known as the “garbage col
lector” of non-profitable ATS accounts.

The real question bankers should be 
asking them selves, Mr. Kown said, is 
“How are you going to effectively de
liver ATS to your custom ers?”

He said he sees low volume usage of 
ATS, with smaller banks handling the 
record keeping manually, at least at 
first.

He recom m ended that ATS be tied 
in with a bank’s package plan, so that 
the cost of publicizing it can be spread  
over the other services in the plan.

Don’t emphasize the cost of ATS, he 
added, but the service it gives the cus
tom er. • •

LEFT: Larry Bayliss, pres., Illinois-Missouri Bank Marketing Assn., and v.p., Boatmen's Nat'l, St. Louis, 
is flanked by keynote speaker Donald McCoy (I.), pres., Communications Centers of America, St.
Louis, and Pat Lea, pres., Missouri Bankers Assn., and pres., First Nat'l, Sikeston, Mo., at marketing 
seminar. RIGHT: Pat Bartsokas (r.), a.v.p., First Nat'l, Belleville, III., w ith representatives of advertis
ing agencies. They are Ben Fitzpatrick (I.), v.p., Keller Crescent Co., Evansville, Ind., and Peter Smith,
D'Arcy-Mac Manus & Masius, Inc., St. Louis. Mr. Fitzpatrick was a seminar speaker.
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Bill Weis knows the roads as well as he knows correspondent 
banking. He will come to visit with you in your bank about any 
one of your banking problems.

Other specialists in the Correspondent Division are 
George Dudley, Gene Foncannon, Bill Dexter, John Fowler, 
John O ’Connor, Dean Howard, Don LacKamp, Greg Wartman, 
Bob Shultz and Paul Ward.

They will be happy to help you with transit, securities, 
loan participations, credit inquiries, money market transac
tions, grain drafts and collections.

FIRST NATIONAL BANK
OF KANSAS CITY

10TH AND BALTIMORE □  BOX 38 □  KANSAS CITY MO 64183 
(816) 221-2800 □  MEMBER FDIC
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Kentucky Bankers Attack CUs, Usury Law 
During Annual Convention in Louisville

TAXATION of credit unions and the 
inequities of the state usury law 

held the spotlight at last month’s 84th  
annual convention of the Kentucky  
Bankers Association in Louisville.

The KBA passed a resolution calling 
on Congress to enact legislation to pro
vide for taxation of cred it unions on the 
same basis as other financial institu
tions. The resolution noted that tax 
subsidies such as those given credit 
unions aren’t warranted for financial 
institutions of dem onstrated strength  
and diversity. It was noted that the 
tax-exem pt status of credit unions has 
served to subsidize the growth of some 
C U s to the point that they have b e
com e quasi-public thrift institutions.

A resolution on the usury law situa
tion in Kentucky called on the KBA  
legislative com m ittee, directors, offi
cers and staff to work with state legis
lators to study alternative solutions to 
the problems created  by the present 
usury statute prior to the next general 
assembly in 1980.

Many Kentucky bankers have been  
re lu ctan t to m ake sim p le-in terest, 
single-paym ent loans because the rate 
lim itation  sq u eezes profit m argins 
when the cost of obtaining money is 
Considered. The present statute p re
scribes an 8 V2% limit on all loans of 
$1 5 ,0 0 0  or less.

The low interest rate has prom pted  
investors to seek b ette r returns on 
their money by switching to states that 
don’t have restrictions and that can re 
sult in a shortage of lendable funds in 
states like Kentucky.

T he in te re s t ra te  on loans o ver  
$1 5 ,0 0 0  is negotiable.

By RALPH B. COX 
Publisher

Speakers at Monday morning session of KBA 
convention included (from  I.) Donald W. 
Moriarty Jr., 1st v.p., St. Louis Fed; John H. Per
kins, ABA pres.-elect, and pres.. Continental Il
linois Nat'l, Chicago; and Kendall S. Reinhardt, 
v.p., Citizens Fidelity, Louisville.

The usury rate resolution was passed 
d esp ite  op position  from  K en tu ck y  
B anking C o m m issio n er Joh n  W il
liams, a form er KBA president. Mr. 
Williams said he opposes any revision 
at the present time because legislators 
might find it politically unpopular to 
support changes that could result in 
higher costs for consum ers. H e also 
called attention to the fact that most 
Kentucky banks’ earnings are up.

The KBA also took action to stymie 
the growth of thrifts in the state by 
calling on Congress to subject federally 
chartered S&Ls to the same branching 
limits that apply to state-chartered in
stitutions.

K en tu ck y b ank ers ap p ear to be 
against im plem entation of automatic 
transfer service on N ovem ber 1. O ut
goin g KBA  P re s id e n t T om  J u e tt ,

president, Citizens State, Wickliffe, 
said the service will add to the profit 
squeeze at Kentucky banks. Although 
most Kentucky banks will be offering 
the service, many bankers expressed  
doubts about being able to price the 
service profitably, due to lack of pric
ing expertise.

Inflation was a major topic at the 
convention. Donald W . M oriarty J r ., 
first vice president, St. Louis F ed , 
pointed out that “W e can’t have the 
g o vern m en t d eliv er m ore services  
without increasing taxes, without in
creasing interest rates or without an 
acceleration in inflation. W e can’t have 
higher wages than productivity dic
tates without m ore resultant unem 
ployment or without an acceleration in 
inflation.”

He pointed out that “the bill for the 
free ride we want to take, presumably  
at governm ent expense, eventually re 
turns to us in the more subtle form of 
higher p rices.”

H e added that, while price increases 
are obvious to most people, the sever
ity of the inflation problem  is most de
ceptive to the man on the street who 
believes he is keeping pace with rising 
p rices b ecau se his p aycheck  is in
creasing, too.

Higher income tax brackets and the 
falling purchasing power of the dollar 
nullify the im pact of many years of 
steady wage increases, he said.

G overnor Julian Carroll also spoke 
on inflation. H e told the bankers that 
he is working to com bat inflation on the 
national level as chairm an of the na
tional governors’ conference as well as 
chairm an of a coalition of m ayors,

Outgoing KBA Pres. Tom Juett (I.) congratulates 
incoming officers Pat McCuiston, pres.; Vernon J. 
Cole, pres.-elect; and Floyd T. Hensley Jr., treas., 
at KBA convention.
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county officials and governors.
H e added that the state is playing a 

leadership role in the establishm ent of 
a federal energy program .

Kendall S. Reinhardt, vice presi
dent, C itizens F id elity , Louisville, 
spoke on the im pact of financial legisla
tion and regulations on the banking 
industry. His talk was based on his 
award-winning speech given at the re 
cen t AIB convention.

H e said that many cu rren t regu 
lations w ere hastily drawn and are ill- 
con ceived , causing m ore problem s  
than they resolve. H e cited the Real 
E sta te  S ettlem en t P roced u res A ct, 
which originally provided for a 12-day 
advance disclosure of closing costs.

W hen it w ent into effect, he said, 
the consum er found that he had to wait 
these additional days to settle his loan. 
This feature has been am ended due to 
complaints from banks and custom ers.

Nearly every tim e a regulation is 
am ended, banks have to change or re 
place th eir p rinted  form s, he said. 
Som eone has to interpret the changes, 
oversee the printing of new forms, 
educate personnel on the new p roce
dures and ensure com pliance.

The com plexity and frequency of 
regulatory changes has resulted in the 
extensive use of legal counsel and an 
overhaul of advertising program s. The 
end result is a substantial increase in 
operating costs, he said.

H e said the long-range answer is to 
ensure that banks perform in such a 
m anner as to forestall additional regu
lations of this type.

D u rin g  officer e le c tio n s , P at  
M cCuiston, chairm an and president, 
Planters Bank of Todd County, T ren 
ton, was named KBA president. New  
p re sid e n t-e le ct is V ernon J. C ole, 
executive vice president, Harlan Na
tional, and chairm an and president,

Guaranty Deposit Bank, Cum berland. 
Floyd T. H ensley J r .,  chairm an, ex
ecutive vice president and cashier, 
Taylor County Bank, Campbellsville, 
was elected treasurer.

New directors include R obert L . 
Shoulty, president, Farm ers National,

KBA Passes Resolutions

A number of resolutions were 
passed during the recent Kentucky 
Bankers Association convention in 
Louisville, giving a good indication 
of the problems bankers in that state 
are facing.

Resolutions included:
• A call to seek alternative so

lutions to the problems created by 
the Kentucky usury statute that 
holds interest rates to 8%% on all 
loans under $15,000.

• A request that federal regulators 
recognize the counterproductivity of 
overregulation and take immediate 
steps to lift the resulting burdens.

• A statement of opposition to
ward efforts to centralize credit allo
cation and a call to regulators to en
sure that any assessment of a bank’s 
lending record in connection with 
the Community Reinvestment Act 
take into consideration a bank’s obli
gation to follow safe and sound 
banking practices.

• A request to keep the McFad
den Act in force and to make it apply 
to thrifts and CUs, too.

• A statement opposing compul
sory Fed membership and holding of 
reserves at the Fed by nonmember 
banks.

• A call to tax CUs as other finan
cial institutions are taxed.

• A request that Kentucky bank
ers grant permission to KBA/PAC to 
solicit officers and directors for con
tributions.

LEFT: (from I.) Robert E. Sutherland, outgoing KBA treas., and pres., 
Wilson & Muir Bank, Bardstown; Richard Van Hoose, pres., Kentucky 
Council on Economic Education, Louisville; outgoing KBA Pres. Tom Juett; 
and Peter D. Louderback, Peat, Marwick, Mitchell & Co., Newark, N. J. 
Messrs. Van Hoose and Louderback were convention speakers. MIDDLE: 
(from I.) O. T. Dorton, pres., Citizens Nat'l, Paintsville, is congratulated for 
being elected to the ABA's governing council for a two-year term by ABA

Pres.-Elect John H. Perkins (r.), who spoke during meeting of ABA mem
bers during KBA convention. In center is John W. Woods III, pres.. Third 
Nat'l, Ashland, ABA v.p. for Kentucky. RIGHT: (from I.) Kentucky artist 
W alter A. Smith Jr., shown with his painting "Otter Creek," which was 
presented to Kentucky Gov. Julian M. Carroll (c.) at convention. Looking 
on is KBA Pres. Tom Juett.

Danville; Clay Parker Davis, presi
dent, Citizens National, Som erset; and 
W . J. S cheb en  J r . ,  execu tiv e  vice  
president, Com m unity Bank, E rlan 
ger. • •

MILES

■  A. S T E V EN S  M IL E S , president 
and C E O , F irst Kentucky National, 
Corp. and First National, Louisville, 
has b een  e le c te d  p resid en t of the  
board of the G reater Louisville Fund  
for the Arts. John W . Barr III, chair
man First Kentucky National C orp ., 
was reelected  to the Fund for the Arts 
board  for an additional th re e -y e a r  
term .

Phelps Heads Campaign
J. W. Phelps (r.), pres., Liberty National, Louis
ville, is the general chairman of the 1978 Metro 
United Way campaign, which covers counties in 
Kentucky and Indiana. He w ill be working with  
Ran Holcomb (I.), the campaign director and 
funds raised w ill be used to support 65 area 
m ember agencies. Interestingly, the Metro 
United Way offices are located in the former 
Liberty National Building in Louisville.
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F ro m  th e  M id -C on tin en t A re a
A la b a m a
■  SO U T H L A N D  B A N C O R P .,. Mo- 
bile, has announced the retirem ent of 
E rn est F . Ladd Jr ., chairm an, presi
dent and C E O . Mr. Ladd is a former 
president, Alabama Bankers Associa
tion. He will remain a director of the 
H C and its affiliate, M erchants Na
tional, and has been designated chair
man em eritus of the H C . H e has been  
su cceed ed  by Ken L o tt , form erly  
p resid en t, and now ch airm an  and  
C E O , M erch an ts N ational. At th e  
bank, C arl E . Jon es Jr . has b een  
named president and director, suc
ceeding Mr. Lott. On retirem ent of 
G aret V. Aldridge this month, Thomas 
A. Horst Jr ., executive vice president, 
will becom e assistant to the chairm an, 
and William B. Inge Jr ., executive vice 
president and trust officer, will head 
the trust departm ent. Also prom oted  
were Melvin R. Coxwell, Robert G.

Let this man help 
your bank profit.

A lot of bankers do.
Call John Hixon (205/832-8343) Vice President 
of First Alabama Bank of Montgomery, N. A.

first Alabama Bank
#  of MontgomeryNA

Myers and Robert E . Wojohn to senior 
vice presidents.

■  FIR ST  N ATIONAL, Mobile, pro
m oted H enry G. Richardson Jr. to as
sistant vice president from trust opera
tions officer. The bank also announced  
the appointments of David E . Younce 
as assistant vice president in the retail 
division and Steven M. B aron e as 
branch officer in the retail division. 
Jack F . Busby has joined the bank as 
assistant cashier.

■  D. P A U L  JO N E S  JR . has b een  
named senior vice president, general 
co u n sel an d  d ire c to r  o f C e n tra l  
Bancshares of the South, Birmingham. 
Mr. Jones, a form er partner in a B ir
mingham law firm, is a m em ber of the 
lawyers com m ittee of the Association 
of Bank Holding Companies.

■  C O M M E R C IA L  G U A R A N T Y  
BANK, Mobile, announced the pro
motion of Richard R. Brady to assistant 
vice president and trust officer.

■  PATRICK McKAY has joined Bank 
of Marvell as vice president and loan 
officer. Mr. M cKay formerly was with 
First National, Ashdown, as president.

■  E . RAY C LIN T O N , form er systems 
and program m ing officer, has been  
named systems and operations officer, 
autom ated services division, Simmons 
First National, Pine Bluff. Donald V. 
G reen has been prom oted to auto
m ated custom er service officer. H e  
was formerly an administrative assist
ant, autom ated services division. Jerry  
L . Smith has been prom oted to ac
co u n tin g  officer from  acco u n tin g  
supervisor.

■  N E W T O N  C O U N T Y  B A N K , 
Jasper, has prom oted George Land
rum to cashier and Kathleen B reed
love to assistant cashier. Mr. Landrum  
is a form er assistant vice president who 
has worked at the bank since 1973. 
Mrs. B reedlove joined the bank in 
1967 and is a secretary/receptionist in 
charge of new accounts.
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BANKS COME IN

ALL SIZES...

... and you’ll find detailed 
information about every single one 

in the North American 
and International Editions of 
Polk’s World Bank Directory

S WORLD BANK nnCTORV

1C - 1 /  F O L I C  &  C O .
publishers

P .  O. Box 1340, Nashville, Tennessee 37202 
Telephone 615/889-3350 Cable Address ENCYCOBANK
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Illinois

■  A M E R IC A N  N A T IO N A L , C h i
cago, designated President Michael E . 
Tobin as chief executive officer, shift
ing the designation from Chairm an  
Allen P. Stults. The shift was made in 
anticipation of Mr. Stults’s retirem ent 
at the end of the year.

TOBIN SIZER

■  THOM AS R. S IZ ER , an attorney, 
has joined Harris Bank, Chicago, as 
vice president in the corporate activi
ties office. Form erly, Mr. Sizer was 
vice president in the office of the cor
porate secretary, M anufacturers H an
over Trust, New York City.

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.

(A dvertisem ent)

ICBI Seeks Moratorium

SPRINGFIELD —  Support for a 
moratorium on bank-structure  
legislation in Illinois has been re
quested of the Association for 
Modern Banking in Illinois and the 
Illinois Bankers Association by the 
Independent Community Banks in 
Illinois.

The ICBI wants to end, at least 
tem porarily, brick-and-m ortar- 
branching and multi-bank-HC  
legislation. According to the group’s 
president, Gene L. Kirk, executive 
vice president, First State, Calumet 
City, many bankers across the state 
have responded favorably to this 
suggestion. He adds that these 
bankers agree with the ICBI that 
such a moratorium would improve 
chances for enactment of an equita
ble EFTS law in Illinois. As a result 
of this response, the ICBI decided 
to make a formal request for 
moratorium support from the IB A 
and AMBI.

In calling for a halt to legislation on 
brick-and-mortar branching and 
multi-bank HCs, the ICBI indicates 
that it’s aware of two basic factors:

First, the structure issue has cre
ated divisiveness in Illinois banking 
for many years.

Second, E FT  is a relatively recent 
development, and its technological 
impact and the many questions it 
raises deserve the full, undivided at
tention of the entire industry and the 
General Assembly without the di
visiveness of a struggle over struc
ture.

■  C O N T IN EN T A L BANK, Chicago, 
has appointed John A. Redding, head  
of the bank’s energy and mineral re 
sources division, a senior vice presi
dent. In this position, Mr. Redding, 
w ho was a v ice  p re s id e n t, has 
worldwide responsibility for corporate

Banking Center Opened

Chicago's mayor and his w ife, Mr. and Mrs. 
Michael Bilandic (I.) , joined Edward Byron 
Smith, ch., Northern Trust Corp., in cutting the 
ribbon that officially opened Northern Trust 
Co.'s new Oak Street Banking Center last month.

lending to energy-related companies. 
The bank also has elected  the following 
vice presidents: John M. Busscher, 
bond and m oney m arket serv ices ; 
G. Douglas H urley, Charles A. Hus
ton, D irk B . Landis, Randal B. Nelson, 
David R. Rhodes, com m ercial banking 
services; Neil R. Gunn, multinational 
banking services; David S. Conley Jr ., 
Jam es A. Crawford, Karlheinz P eter, 
operations and m anagem ent services; 
and Roger B. Gatewood, real estate  
services. Continental has named Barry  
L . Clark, Stephen J. Krelle and Joseph  
A. Piraro second vice presidents in the 
bond departm ent. In other action, the 
bank opened two suburban rep resen t
ative offices for trust and investm ent 
services last m onth —  one in Oak 
Brook and one in Northbrook. E ach  
unit is staffed by two financial planning 
officers and a staff assistant.

■  ED G A R  F . C A LLA H A N , director 
of financial institutions, announced  
formation of a com m ittee to study con
sum er finance laws in Illinois. The  
co m m itte e  will study o v erlap p in g  
legislation in consum er credit and will 
offer proposed changes to the General 
Assembly when it convenes in Jan
uary.

Indiana

■  E D W A R D  M AN G O N E has been  
elected senior vice president of retail 
b ank in g, S t. Jo sep h  B ank , South  
Bend. H e has had m ore than 18 years’ 
experience in the financial field.

■  IN D IA N A  N A T IO N A L , In 
dianapolis, has m ade th e following 
changes in its executive personnel: 
John Walsh was nam ed president of 
the bank’s property m anagem ent sub
sidiary, Indiana Properties, In c.; Vice 
P resid en t E ld on  C am pbell has as
sumed direction of the bank’s public 
relations and com m unity affairs activi
ties. Mr. W alsh was vice president and 
PR director of the bank. Prom oted to 
vice presidents in the branch system  
are: Jack  C . F ray m an , Allisonville  
Road; Daniel T. Gillespie, Pendleton  
Pike and Post Road; and John E . Hol- 
lett, Illinois and W estfield. In the fi
nancial controls division, there have 
b e e n  tw o p ro m o tio n s : S tev en  J. 
Schenck, vice president and assistant 
controller, and William R. Austin, vice 
p resid en t and assistant co n tro ller. 
Jam es E . Friars, Speedway Branch, 
has been prom oted to assistant vice 
president.
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■  R. J. “JA Y” B R E ID E N T H A L  JR. 
has been prom oted from senior vice 
president to executive vice president, 
Security National, Kansas City. In his 
new post, he is responsible for virtually 
all the bank’s daily operations. Mr. 
Breidenthal, who joined the bank in 
1 9 6 9 , is th e  gran d son  of th e  late  
M aurice L. Breidenthal S r., who was 
the bank’s first president when it was

BREIDENTHAL DOMER

formed in 1933. In other action, Secu
rity National made R. R. D om er as
sistant to the president and George 
Breidenthal J r .,  credit administration  
officer. Mr. D om er had been execu
tive vice president, and G eorge B rei
denthal had been assistant operations 
officer.

■  C IT IZ E N S  S T A T E , Paola, held  
open house last month to celebrate its 
75th anniversary. Cash gifts of $200  as 
first prize, $100  as second prize and 
$50 each for eight winners w ere given 
away. Recipients w ere chosen from  
those who registered at the open house 
Septem ber 10. William Schwartz, a 
native of G erm any, founded the bank 
in 1903 after having helped organize 
Bank of Louisburg in 1880. W hen he 
died, the Paola bank’s presidency w ent 
to his youngest son, Thomas Edw ard  
“T. E . ” Schwartz. Now holding that 
post is the latter’s son, L . M. Schwartz 
S r., who joined the bank on a part-tim e  
basis in 1932 and full time in 1935. The 
fourth generation of the Schwartz fam
ily is represented  at Paola State by 
David Schwartz, cashier and assistant 
trust officer, son of L . M. Schwartz Sr.

John L. Peterson Dies
John L. "Pete" Peter
son, 71, v.p., Security 
Nat'l, Kansas City, died 
Septem ber 17. He 
started his career in 
1924, when he was 16, 
with the old Security 
State, KCK, and spent 
the rest of his life with  
that bank and its suc
cessor, Security Nat'l.
Throughout much of his 
career, Mr. Peterson 
traveled throughout Kansas calling on the 
bank's correspondent-bank customers. Most re
cently, he headed safekeeping operations. Mrs. 
Peterson died just three months before her hus
band did.

■  D E R Y L  K. S C H U S T E R  has joined  
Liberal’s F irst National as president 
and C E O . E arlier this year, he re 
signed as execu tive vice president, 
Overland Park State, to run for the 
U. S. Senate. Mr. Schuster entered  
banking in 1957, left in 1966 to be Kan
sas administrative assistant to Senator 
Pearson for 2Vz years and then joined  
the Small Business Administration. H e  
spent eight years with the SBA, first as 
W ichita district director and then as 
regional director, overseeing Kansas, 
Missouri, Iowa and Nebraska.

K en tu cky

■  R. H E L M  D O BBIN S has joined  
Liberty National, Louisville, as an as
sistant vice president in the national 
division  o f th e  co rp o ra te  banking  
group. Mr. Dobbins formerly was af
filiated with Mellon Bank, Pittsburgh, 
and Morgan Guaranty, New York City.

■  DAVID B E C K E R  has joined Sec
ond National, Ashland, as a vice presi
dent in the mortgage loan departm ent. 
M r. B e c k e r  fo rm e rly  was w ith  
W achovia M ortgage C o., W ilmington, 
N. C. In other action, Second National 
expanded its facilities to rural Boyd

C o u n ty , o p en in g  a b ran ch  ca lled  
M ead e S ta tio n . D on S m ith , v ice  
president, is the manager.

L o u isian a

■  R ICH A R D  E . HYSOM  has been  
prom oted to senior vice president of 
F irst National Bank of C om m erce, 
New Orleans. Mr. Hysom is manager 
of the personal banking division and 
First Bankcard, In c., a subsidiary of 
First N BC. H e was a vice president.

■  G A REY M. TRAHAN has joined  
Bank of New Orleans as vice president 
and m anager, real estate division. Mr. 
Trahan has seven year’s experience in 
real estate lending and managem ent. 
Rosem ary N. Cam bre has been ap
pointed assistant cashier. Form erly a 
safe deposit vault supervisor, Miss 
C am bre also is treasurer of the W om 
en’s Bond Club of New Orleans.

■  F R A N K  E . L E W I S  has b een  
named m anager, Greenw ell Springs 
Road Branch, Am erican Bank, Baton  
Rouge. Mr. Lewis formerly was em 
ployed in the insurance field.

I  JO H N  A. R E H A G E  was elected a 
senior vice president, National Bank of 
C om m erce in Jefferson Parish, Jeffer
son. Mr. Rehage joined the bank after 
22 years of service with F irst National 
Bank of C o m m erce , New O rleans, 
w here he was a vice president.

■  M IC H A E L  M. B U SH  has joined  
C ontinental Bank, H arvey , as vice  
president and com m ercial loan officer. 
Mr. Bush previously served as vice 
president and com m ercial loan officer 
for Jefferson Bank, Jefferson.

M ississip p i

■  W IL L IA M  J. H A R R E L L  has been  
elected senior vice president and trust 
officer at Mississippi Bank, Jackson. 
Mr. H arrell, a lawyer, formerly served

*Federal*Funds*Rate*Advantaqe*Now
COMMERCIAL
NATIONAL MAX DICKERSON

__  BANK
6th and Minnesota Ave.« Kansas City, Kansas 66101 •Member F.D.I.C.
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as a senior administrative and legal of
ficer in the trust division at National 
Bank of C om m erce, Memphis.

M issouri

Consumer Finance Conf.
To Feature Talks, Panel 
And Workshop Sessions

ST. LO U IS —  The Missouri Bank
ers A ssociation’s con su m er finance  
conference N ovem ber 8 -9  will feature 
c o n c u rre n t w ork sh op  session s on  
“ Maximum Interest Rates and C osts,” 
“Leasing and Lease Financing,” “R e
possession and Collection C osts,” “In
surance Follow-up” and “Regulations 
and Com pliance.” The sessions will be 
held on the first afternoon and will be 
repeated twice. The conference will be 
held at the St. Louis M arriott, with 
Robert F . Haake Jr. presiding. H e is 
ch airm an , M BA con su m er finance  
c o m m itte e , and v ice  p re s id e n t,  
Southwest Bank, St. Louis.

K ey n o te  sp eak er w ill be Jam es  
Smith, senior vice president, Security

For faster 
service on

CREDIT
INSURANCE
CALL THESE SPECIALISTS
Harold E. Ball •  Carl W. Buttenschon 
John E. King •  Milton G. Scarbrough

214/559 1173

Foster (Horsey) Latimer 
Missouri General Agent

INDUSTRIAL
U fE  INSURANCE COMPANY
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Pacific National, Los Angeles. “Adver
tising, Public Relations and M arket
ing” will be discussed by Arthur Zeis, 
A d v ertis in g  A sso cia te s , I n c . ,  St. 
Louis. Then, M essrs. Smith and Zeis, 
alon g w ith  R ich ard  P fleg in g  and  
William E . Smith, will take part in a 
bank presidents’ panel. Mr. Pfleging is 
chairm an and president, Bank of St. 
Ann; William Smith, president, E x 
change Bank, Richmond.

The following day, N ovem ber 9, a 
legislators’ panel will open the m eeting  
and will be followed by talks on “ State 
of the Automobile Business” and “Take 
a Look at Your Business.” The form er 
will be given by Dave Sinclair, Dave 
Sinclair Ford , St. Louis County, and 
the latter by Robert Shanahan, execu
tive vice president, Liberty National, 
Buffalo, N. Y.

The m eeting will be opened No
vem ber 8 by MBA President Pat Lea, 
president and C E O , F irst National, 
Sikeston. T here will be a banquet and 
entertainm ent that night.

CURL POELKER

■  B O A T M E N ’S N A T IO N A L , St. 
Louis, has nam ed two vice presidents 
and a trust officer. They are: Gregory  
L. Curl, vice president and staff loan 
officer, loan administration; and E u 
gene B. Poelker, vice president. David 
G. Hendrix has been nam ed trust offi
cer.

■  JA M ES  E . D E N N Y  was elected  
vice president and C. Edw in M cCas- 
kill Jr. was prom oted to assistant vice 
p resid en t of M ercan tile  Bank, St. 
Louis. T he following assistant vice  
presidents in data processing w ere  
named: David W . C arter, Donald C. 
F ro eh lich  S r ., P at R. M obley and  
Jerom e P. Shaw.

■  C. B. W A L K E R  has been elected  
vice p resid en t of U n ited  M issouri 
Bancshares, In c ., Kansas City. Mr. 
W alker is a form er district supervisor 
of Credithrift Financial Corp. in Kan
sas and Oklahoma.

■  FIR ST  N A TIONAL, Kansas City, 
has made changes within its trust de
partm ent: Anita B. Butler and Michael

J. P atton , trust officers, w ere p ro
m oted to vice presidents. Donald O. 
Borgm an, assistant trust officer, was 
p rom oted  to tru st officer. Jean  F . 
Bishop, John E . Frerking, John D. 
H auser and George A. Knittle w ere  
elected  assistant trust officers.

■  C O M M E R C E  BANK, Kansas City, 
named two assistant vice presidents in 
its metropolitan division: John M cG ee  
and Steven Stoecker. Mr. M cG ee for
m erly worked as a representative in 
the national and correspondent divi
sion. Mr. Stoecker has worked for the 
bank five years and was an assistant 
manager in the credit departm ent.

■  G R EG O R Y E . PO TH  has joined St. 
Louis County Bank, Clayton, as vice 
president of a com m ercial banking di
vision in the corporate banking de
partm ent. Mr. Poth formerly was an 
assistant vice presid en t, M ercantile  
Trust, St. Louis.

■  TOM  B O S C H E R T , executive vice 
president, F irst National, St. Charles, 
has been nam ed director of the Mid- 
A m erica Solar E n erg y  C om plex by
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Governor Joseph Teasdale. T here is 
one director from each of 12 states in 
the energy com plex. In other action, 
Alan D. Pohlman has been named as
sistant cash ier and con sum er com 
pliance officer of F irst National.

■  U N IT E D  M IS S O U R I B A N K  of  
Blue Valley, Kansas C ity, has elected  
Charles F . M ehrer III chairman and 
C E O . Mr. M ehrer began his career in 
1958 with City National (now United  
Missouri Bank), Kansas City, and was 
the form er president of Red Bridge  
M ercantile Bank, Kansas City. Most 
recen tly , he served  as president of 
Reese Enterprises, In c., Raytown.

RICHMOND MEHRER

ENRIGHT SPRONG

■  R O B E R T  F . K E A T L E Y  has r e 
signed as chairman of the executive, 
trust and investm ent com m ittees and 
as a director at Am erican National, St. 
Joseph. The bank has realigned senior 
m an agem en t p erson n el as follows: 
Gerald R. Sprong has gone from presi
dent to chairm an and C E O . Charles K. 
Richmond has been named president. 
H e was form erly board vice chairman. 
W . F . Enright Jr. has gone from board 
chairman to chairm an of the executive  
com m ittee. Mr. Sprong continues as 
president and C E O  of the bank’s H C , 
A m eribanc.

■  JO H N  W . K O E H L E R , M .D  ., was 
elected  to the board of F irst National, 
Joplin. Dr. Koehler maintains a pri
vate p ractice  of in ternal m edicine. 
Clifford E . W ert was elected assistant 
cashier of the bank and has been as
signed to the com m ercial lending divi
sion. M r. W e rt form erly was with  
Com m unity National, Joplin.

■  R O B ER T  B. M U L L E N  was elected  
vice president and chief operating offi
cer, Oakville Bank. Mr. Mullen p re
viously was with Jefferson Bank, St. 
Louis, as assistant vice president for 
two years and Jefferson-Gravois Bank, 
St. Louis, for 25  years.

H JU N E  W A L T H A L L  has celebrated  
h er 25th  anniversary with Community  
Bank, W arsaw. Miss W althall began in 
1953 as a teller-bookkeeper and is a 
vice president in the loan departm ent.

N ew  M ex ico
■  G E R A L D  D. M U S E C A D E S  has 
b een  e le c te d  v ice p resid en t, New  
Mexico Bank, Hobbs. H e has charge of 
the new mortgage loan departm ent. 
P rio r  to m ovin g to  H o b b s, M r. 
Musegades was vice president and as
sistant manager, main office, United  
National, Sioux Falls, S. D.

B  JO H N  A. FO U S T  has been pro
moted to assistant vice president and 
B end er Branch m anager, F irst Na
tional of L ea  C ounty, H obbs. Mr. 
Foust had been the branch’s assistant 
manager since 1977. P ete Leyva has 
been prom oted to assistant cashier and 
assistant branch manager. Mr. Leyva 
joined FN B  in 1975 and had been with 
the real estate departm ent.

H C E C IL  B O W E N  has been made 
cashier, Ruidoso State. Mr. Bowen  
was formerly a Dallas F ed  bank exam 
iner.

I  W E S T E R N  BANK, Alamogordo, 
celebrated the grand opening of its 
building last month with the them e, 
“Banking Through the Y ears.” C ele
bration events contrasted old banking 
ways with new ways used today. The 
opening included music, awards, his
torical coin and currency exhibition  
and an antique car show. Food was sold 
at o ld -fash io n ed  p ric e s , su ch  as 
hom em ade ice cream , fresh popcorn  
and lem onade for a nickel.

■  S O U T H W E S T  N A T IO N A L , 
H ob b s, h as o p en ed  a te m p o ra ry , 
modular trailer facility on its perm a
nent site. Construction of the perm a
nent building will begin in O ctober 
and should be com pleted within one 
year. The bank received approval in 
June from the Kansas City Fed . The 
bank was formed by Southwest Na
tional C orp ., Albuquerque, H C  which 
also owns Southwest National Bank, 
Albuquerque.

O k lah o m a
■  C H A R L ES  A. V O SE JR ., for the  
past three years president, F irst Na
tio n al, O k lah om a C ity , has b een  
n am ed p re sid e n t, F ir s t  O klahom a  
B ancorp ., parent company of the bank. 
H e continues as the bank’s vice chair
man. Prom oted to bank president was 
Dale E . Mitchell, formerly executive  
vice president and head of investm ents 
at the bank. The H C ’s executive vice 
president and chief financial officer,

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

OR A BANKER WISHING TO RELOCATE

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

FINANCIAL
PLACEMENTS
a division of Bank News, Inc.
912 Baltimore, Kansas City, Mo. 64105 
816-421-7941 TOM CHENOWETH, Manager
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MITCHELL VOSE BEHNKEN HOYE

Edw ard M. Behnken, was elected  a 
director of the H C , as was Mr. M itch
ell. L . Dean Hove moved from presi
dent of the H C  to vice chairm an. Mr. 
Vose had been H C vice chairm an and 
director since 1974. Mr. M itchell went 
to the bank in 1975. Mr. Behnken  
joined the H C  in 1972, and Mr. Hoye 
went there eight years ago.

■  M IC H A E L  C A R R O L L  has been  
prom oted to trust officer, First Na
tional, Oklahoma City. He will super
vise the accounting section of trust op
erations. Before going to F irst Na
tional, Mr. Carroll was with Daniel In
ternational.

■  DAVID CRAIN has been named as
sistant vice p resid en t and auditor, 
Penn Square Bank, Oklahoma City. 
Mr. Crain has been Penn Square s au
ditor for six years.

Hospital ChecOKard

Liberty Nat'l, Oklahoma City, has installed a 
ChecOKard Banking Center next to the Baptist 
Medical Center Canteen. The center serves cus
tomers of Liberty and 14 other Oklahoma banks. 
Customers can make checking and savings 
transactions and inquire about balances. A re
ceipt is issued and the transaction is autom ati
cally recorded in the customer's banking records, 
regardless of the participating bank with which 
the customer has his account. ChecOKard repre
sentative Kathy Walters (I.) explains the system 
to hospital personnel while Harry L. Wilson, v.p., 
development and community relations, and 
Linda Moore, Liberty Marketing officer (r.) look 
on.

■  AN TH ONY D. A L L E N  has been  
nam ed assistant vice president and  
credit review  officer, Fourth  National, 
Tulsa. He is head of credit analysis op
erations.

■  PARK N ATIONAL, Knoxville, has 
named Robert M. Calloway Jr .,  David 
W . F arr and Benny J. Rolland vice 
presidents. Mr. Calloway joined the 
correspondent departm ent from Third  
N ation al, N ash ville . H e was p re -

B QUAND CALLOWAY BARB

viously associated with North Carolina 
N ation al, C h a rlo tte , an d  N ational 
Bank of C om m erce, M emphis. Mr. 
Farr, head of real estate lending, was 
previously w ith B irm ingham  (A la.) 
Trust .National. Mr. Rolland, now au
ditor, also was with N BC , Memphis.

■  D O N  A. S H R IV E R  has b een  
named vice president, and Peggy S. 
Johnson has been named assistant vice 
president, Third National, Nashville. 
Mr. Shriver is Midwest m anager, na
tional accounts. Mrs. Johnson is man
ager, South Nashville Office.

■  JO H N  E D W IN  C R O C K E T T  has 
joined City National, M emphis, as vice 
p re sid e n t, co m m e rcia l loans. M r, 
C rockett, who has been in banking 11 
years, was form erly vice president, 
First T ennessee Bank, Memphis.

■  N O R M A  W I L H E L M  w as p ro -

m oted to assistant cashier, C om m er
cial & Industrial Bank, Memphis. She 
is assistant to the financial officer and 
started with the bank as an accounting 
clerk in 1972.

■  H . DAN SH A N N O N  has b een  
named manager of the correspondent 
departm ent, F o rt W orth National. H e  
is a vice president and joined the bank 
in 1975 as a trust officer. Mr, Shannon

will report to Frank Mackey, senior 
vice presid en t and m anager of the  
c o rre s p o n d e n t/n a tio n a l a cco u n ts  
group. Mr. M ackey had been serving  
as m anager, corresp on d en t d ep art
ment.

■  R ICH A R D  A. D U RH AM  has been  
elected  vice president and auditing of
ficer, and William L. Sturhan has been  
prom oted to assistant vice president 
and auditing officer, F irst City Na
tional, Houston. Mr. Durham joined  
the bank in 1976 after five years in a 
public accounting firm. Mr. Sturhan  
joined F irst C ity National in 1976 after 
working with a bank and public ac
counting firm in Chicago.

■  E U G E N E  C . F I E D O R E K  has 
been elected  executive vice president 
and m anager, petroleum  and minerals 
departm ent, Republic National, Dal
las. He succeeds E d  E . M onteith J r ., 
who retired  to en ter a private business 
venture. Mr. Fiedorek joined the bank 
in 1965 as a petroleum  engineer, ad
vancing to vice president in 1969 and 
to senior vice president in 1976.

■  H O LT  H ICK M AN  has been named  
to the board of Southwest Bancshares, 
In c,, Houston. Mr. Hickm an, presi
dent and chief executive officer, Lone 
Star Manufacturing C o ., also is a direc
to r of C o n tin en ta l N ation al, F o r t  
W o rth , an  affilia te  o f  S o u th w est  
Bancshares. In oth er action, the fol
low ing v ice  p resid en ts  h ave b een  
nam ed  at Bank o f th e S ou th w est, 
Houston, another affiliate: John W . 
Norris, Jerry  M. B rew er and Dale S.
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MID

Bob and Larry 
will handle your 
hot potatoes, 
and give you all 
the trimmings 
to boot!
They are quick about it, too. Whether 
it’s high-speed cash letter clearings or 
fast-action on overlines, overnight wire 
transfers or excess of federal funds, 
when it’s too much for you to handle 
alone, Bob and Larry can handle those 
“hot potatoes” to get you the results 
you want. And they’ll give you all the 
trimmings to boot.

Get to know Bob Rook and Larry Reed 
at the First National Bank of Amarillo. 
They are fast-action correspondent 
bankers backed by the expertise and 
strength of the largest, and one of the 
oldest banks between Ft. Worth and 
Denver. Give them , or any of the 99  
officers and directors at the First a 
call. They’ll handle your hot potatoes 
fast, and see to it personally.

The
F I R S T

n e t i o n e l  B e n k  of* R m aniio
Correspondent Banking (806)378-1747, P.O. Box 1331, Amarillo, Texas 79180 
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O ’R eilly . W illiam  H . E llio tt  was 
named assistant vice president, and 
R ebecca A. Bruckner was prom oted to 
accounting officer.

■  H U G H  M cD A N IE L  has been ap
pointed vice president and loan officer, 
Parker Square Bank, W ichita Falls. 
Mr. M cD aniel has m ore than nine 
years’ previous experience as a loan 
officer for another bank and for a fi
nance company.
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EQUIPMENT FOR SALE
TH REE RT 2001 Rurroughs Remote Teller units with 
printers for transaction data. On line capability avail
able late October. Contact E. Carroll Culpepper, Vice 
President, Merchants National Rank, P.O. Drawer 
2527, Mobile, AL 36622. Area Code 205-690-1042.

MISSOURI 
DEPARTMENT OF 

REVENUE 
ANNOUNCES 

COMPETITIVE BID 
PROCEDURES

The Departm ent of Revenue 
will be investing all available  
funds under its control on a 
competitive basis. Banks in 
Missouri interested in bidding 
on these funds should submit 
their names and addresses to: 
Investment O fficer, D epart
ment of Revenue, P .O . Box 
4 7 5 , Jefferson C ity , M O  
6 51 01 . Detailed bid proce
dures will be provided to all 
responding banks.
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Robbery-Reward Program

H O USTO N  —  The Houston 
Clearinghouse Association is offering 
up to $5,000 for information leading 
to arrest and indictment of persons 
involved in bank robberies as part of 
a new reward program.

The FB I, the Houston police de
partment and the Harris County 
sheriffs department are working 
with the association to solve Hous
ton’s bank robberies, which have 
been increasing. Photographs and 
composite sketches of four suspects 
involved in July and August crimes, 
the first suspects covered by the re
ward program, have been displayed 
in area banks.

Persons with information about 
the suspects are encouraged to call 
the police department or the FBI. 
Police have promised to protect in
formants’ identities.

“The association is confident this 
reward program will help produce 
infortnation about the city’s unsolved 
bank robberies,” says Fred J. Rede- 
ker, executive vice president of the 
association. “The Houston reward 
program has been modeled after 
some very successful programs in 
other metropolitan areas in the na
tion. We have developed one we are 
confident will work in Houston.”

TEMPORARY BANKING FACILITIES 
Portable units for lease or sale. Units 
available throughout the Mid-Continent 
area¡$5’ x 8’, 8’ x 20’, 12’ x 40', 14’ x 70’ and 
28’ x 70’. MPA SYSTEMS, 4120 Rio Bravo, 
El Paso, Texas 79902 (915) 542-1345.

360 COMPUTER 
SYSTEM 

FOR SALE
Available Now!

1 2030 64K 
1 2030 128K
1 2314-1 Disk Storage w/ 

2844-1 auxiliary control 
unit

1 1403-2 Printer 
1 1259-2 MICR Reader 
1 2415-4 Tape Drives

Principles only 
Contact:

MEMPHIS BANK & 
TRUST CO.

Ken Brown (901) 529-3270 
Bob Williams (901) 529-3354
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DON BALDWINAL ACKERMANN KEN BROWN CHARLIE EATHERTON VIC GRANDA

ERNIE HELLMICH BILL BAGOT PHIL SETTERLUNI) RUSSELL SPAULDING

Part of 273 years of banking experience. Boatm en’s has a team, your team, of correspondent bankers 
that know every phase of ban k in g . . .  because they learned from the ground up. They understand your 
problems and are ready to serve your needs. Boatmen’s, 273 years of correspondent banking experience.
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What vou see.
When First National Bank in St. Louis 

is your correspondent bank, you can bet 
you’ll see your own personal bank officer 
on a regular basis.

And if you need to see him more 
frequently, you will.

Of course, he’s available to you 
by phone almost every day. So, you 
can get fast, on-the-spot service 
whenever you need it.

Your First National Banker 
really knows his business—and 
how it can help your business.
He’ll keep you up-to-date on all

our bank’s services, on recent legislation, 
new technology, competitive practices 
and other developments.

We put a lot of faith in our correspondent 
bankers. We give them the authority to 

make decisions for us and to make loans 
in our behalf. You can put your faith in 
them, too.

If you’re not already seeing a 
First National Bank in St. Louis 
correspondent banker, you should 
call Chuck Betz today at 
(314) 342-6386. He’ll make sure 
you see one soon.

What you get
Good as he is, your correspondent banker 

cannot do all the work connected with your 
bank’s account.

That’s why First National Bank 
in St. Louis maintains special staffs 
to give you daily assistance for 
daily needs.

For example, our people 
have developed “Rabbit Transit” 
check-clearing systems that 
can improve your earnings, 
because your transit items 
become collected balances 
rapidly.

Another way we can help you 
is with our Fed Funds, investment and 
safekeeping capabilities. Our performance 
record in this area is highly regarded 
throughout our industry.

We also offer your bank the ser- ^  
vices of our skilled data processing team. 
They can bring to your operation reliable and 
sensible systems for getting your work done.

Our capacity for overline lending, based

. ( I S S I

on our sizable assets, allows you the opportunity 
to make larger loans than you otherwise might.

For agricultural loans specifi
cally, we offer specialists who can help 
you provide your customers with 
expert advice as well as flexible 
loan arrangements.

We sponsor timely 
seminars where you and 
other top management 

of your bank meet with the top 
management of our bank. This is 

. an excellent opportunity for us to 
exchange ideas and share expertise.

Of course, we are always 
available to you for individual con

sultation through your correspondent 
banker.

When you want to get more from a 
correspondent bank, get with the bank that 

gives you more. First National Bank in 
St. Louis. For additional information or an 

appointment with a correspondent banker, call 
Ghuck Betz at (314) 342-6386.

First National Bank in St.Louis
Member FDICA First Union Bank
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