
NOVEMBER, 1978

ABA officers for 
1978-79 include 

(from I.) Willis 
Alexander, e.v.p.; 

C. C. Hope Jr., 
pres.-elect; John

H. Perkins, pres.,- 
A. A. Milligan, 
ch., governing 

council; and 
Thomas R. Smith, 

treas.

INVESTMENTS
82 Capital-Note Issues: A Step-by-Step 

Guide to Their Preparation

86 Money-Market Funds Gain Acceptance

INSURANCE
45 Computerized System Features Total 

Collateral Protection

50 Promoting Insurance Coverage That 
Protects Customer, Bank

96 Cities Improving Credit Ratings
54 Collateral Protection Plan Cuts 

Installment Loan Risks

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



■ f

Ken Brown 
offers you 

sound
professional
investment
counseling

and
management

service.
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offers you 
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professional
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counseling

and
management

service.
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offers you 
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professional
investment
counseling

and
management

service.

Call Ken Brown 
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Investment and 
Money Market 
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Call Janet Lambert 
in the

Investment and 
Money Market 

Services Department.

Call Bill Smith 
in the

Investment and 
Money Market 

Services Department.
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CROSS-SELL WITH CLASS
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A U T O M A T I C  T R A N S F E R  F O R  Y O U R  M O N E Y .  
W a n t  g re a te r  e a r n in g s  f o r  y o u r  m o n e y , p lu s  o v e r 
d r a f t  p r o t e c t i o n ?  O u r  n e w  a u t o m a t i c  t r a n s f e r  
p la n  is y o u r  a n s w e r . It's  a  s m a r t  n e w  w a y  t o  g e t  
th e  m o s t  f o r  y o u r  fu n d s  o n  d e p o s it .  A sk. f o r  
d e ta i ls  a b o u t  th is  i m p o r ta n t  n e w  s e r v ic e .

■ ■ *;v

SAVINGS FOR YOUR INTEREST.
Are your eyes on travel, education, new homes 01 
fine possessions? Let our savings program bring 
your visions within easy reach. You can partici
pate with regular deposits, high-interest certif
icates or automatic transfers from checking, i  
Talk with us about a savings system that adds 1  
interest to your future.

SAFE DEPOSIT BOXES FOR YOUR TREASURES. 
Why tuck your treasures in drawers or closets? For 
keepsakes and documents, we suggest the security 
and convenience of our safe deposit boxes. Avail- j  
able for only pennies a month to  protect A 
valuables you can’t afford to lose. m

LOANS FOR YOUR DREAMS.
Dreaming about home improvements, new cars 
vacations or sporting goods? if you need money 
for these reasons or others, look to our install
ment loans. Well tailor a monthly payment 
system to make your dreams come true. i

TRAVELER’S CHECKS FOR YOUR ADVENTURES. 
Your world's open for exciting travel, but the fun 
ends if you arrive empty-handed. Next trip, pack 
our traveler's checks rather than your cash. If the . 
checks are lost or stolen, you get fast reimburse- A 
ment. And traveler's checks are acceptable A  
throughout the world.

MASTER CHARGE FOR YOUR COMFORT. 
Whether you’re shopping for plants or pearls, ot 
Master Charge card belongs with you. A monthly 
itemized statement lets you handle ail purchases 
with one payment. Or you can extend payments 
with interest charges. Complete a Master Charge 
application today and add comfort to your I 
money world.

VISA CARD FOR YOUR COMFORT.
Whether you're shopping for plants or pearls, oui 
Visa card belongs with you. A  monthly itemized 
statement lets you handle all purchases with one 
payment. Or you can extend payments with in
terest charges. Complete a Visa application today i 
and add comfort to your money world.

AUTOMATIC TRANSFER FOR YOUR MONEY. 
Want greater earnings for your money, plus over
draft protection? Our new automatic transfer 
plan is your answer. It's a smart new way to get 
the most for your funds on deposit. Ask for 
details about this important new service.

TRUSTS FOR YOUR FAMILY.
Providing the best for your family involves planning 
and professional advice. Our trust department can 
help you design your family's financial future.

Why not let your check program be
come an effective yet inexpensive way 
to sell your bank's most profitable 
services? Harland's elegant new 
cross-sell inserts can help you com
municate with your customers. And 
with class.

For example, our collection now in
cludes an insert to promote automatic 
transfer from savings to checking. This 
addition could be valuable for telling 
customers about this important new 
service.

We also have six other stylish in
serts to spotlight important programs. 
Savings. Loans. Trusts. Safe deposit 
boxes. Traveler's checks. Credit cards.

These mini-ads can be bound right 
into your new account starter sets. Or, 
if you have custom checkbooks, we can 
bind them in top position for in 
stant attention. And for a small charge, 
your logo can be added to personalize 
your program.

Harland's elegant, convenient 
cross-sell inserts. A classic op
portunity to put in a good word about 
your bank's services.

HARiAND
CHECK PRINTERS JOHN H.HARLAND CO 

PO. BOX 105250 ATLANTA, G A. 30348
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What’s most important 
in a correspondent 

relationship?

Quality.

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

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

How can we 
serve you?
At The Northern Trust, all 
correspondent services are 
designed with your needs in 
mind. And these services are 
constantly being improved to

keep pace with the latest 
technology and regulations.
Accelerated Deposit 
Collection. To help your bank 
have more cash on hand, The 
Northern Trust accepts 
unsorted cash letters, offers 
late deadlines, and provides 
immediate availability on 
major financial centers 
throughout the country.
Bond and Money Market 
Services. You have complete, 
accurate market information 
with just one phone call.
FOCUS.™ Your bank’s trust 
investment officers have daily 
access to the research that our 
own portfolio managers use, 
weekly reports that can reduce 
their paperwork, and periodic

seminars with top Northern 
Trust officers.
Special Project Assistance. 
When you need help with 
operations analysis, float 
reduction, marketing, or other 
important projects, your 
Northern Trust calling officer 
and staff are available to assist 
you. They will put you in 
contact with other banking 
specialists who provide 
information and perspective 
for your special assignments.

For a quality of corre
spondent service that’s rare in 
banking today, contact the 
calling officer for your area at 
The Northern Trust Bank,
50 South La Salle Street, 
Chicago, Illinois 60675. 
Telephone (312) 630-6000.

The NorthemTrast Bank
Bring your financial future to us.
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Don LacKamp. 
Livestock credit analyst.

Don LacKamp is your banker’s 
banker, specializing in livestock 
credit analysis. Feel free to call him 
or any one of the First National Cor
respondent staff for help at any time.

Other specialists in the Cor
respondent Division are George 
Dudley, Gene Foncannon, Bill Dexter,

John Fowler, John O’Connor, Bill 
Weis, Dean Howard, Greg Wartman, 
Bob Shultz and Paul Ward.

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

□
Charter Bank

FIRST NATIONAL BANK
OF KANSAS CITY

10TH AND BALTIMORE □  BOX 38 □ KANSAS CITY MO 64183 
(816) 221-2800 □  MEMBER FDIC
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Convention Calendar

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. 3-5: ABA Secondary Mortgage Market Workshop, 
Salt Lake City, Hotel Utah.

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.

(Continued on page 34)

Jim Fabian Resigns

Jim Fabian has resigned as as
sociate editor, M i d - C o n t i n e n t  
B a n k e r , effective November 15. He 
and Mrs. Fabian will move from the 
St. Louis area to Santa Barbara, 
Calif., where Mr. Fabian will take up 
new duties, as yet not announced. 
He joined MCB October 4, 1967.

Through his work on this publica
tion, Mr. Fabian has made many 
friends among bankers in and be
yond the 13-state area it serves.'We 
are certain these friends will wish 
him well as he begins a new phase of 
his life.

Mr. Fabian has become a valued 
MCB staff member, and those of us 
who have had the privilege to work 
with him the past 11 years will miss 
the cheerfulness with which he 
undertook his assignments and the 
optimism he always showed, no mat
ter what challenges or problems 
confronted him.

— The Editors
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Does your correspondent bank 
minimize float in 
check clearing?

A Mercantile Banker 
makes it smooth-sailing.

If check clearing were a one-bank 
operation, it would be easy. But it 
isn’t. It takes a solid, broad-based 
organization.
Mercantile has that organization — 
one set up to handle the two most im
portant elements in the check clear
ing process.
Availability. First, there's our 
geographical convenience. We 
operate four regional computer 
centers to speed processing: Kansas 
City, Macon, Springfield and St. Louis.

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

Over 200 direct send points to collect 
checks drawn on distant locations in 
a hurry. We continually keep tabs on 
airline schedules for daily deliveries to 
major banks around the country as 
well as to “ remote disbursement’’ 
banks.
Float. Just as important, Mercantile 
experts can provide fast, accurate 
cash letter analysis. And they’ll 
recommend ways to cut float to rock 
bottom. Another tool is the automated 
balance reporting system we make 
available to our customers.

Technology plays a big role, too. Our 
high-speed computers work 24 hours, 
processing 500,000 items every day. 
That’s why, on the average, your 
checks will clear in less than 0.9 days. 
All in all, 1600 Mercantile employees 
are ready to help make your check 
clearing job smooth-sailing. And 
that’s just one of the many cor
respondent services we provide.
To find out more about us, call a 
Mercantile Banker today.

W e’re with you.
M E R c n r m i =

BRfK
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Regulatory News

Oklahoma Controversy Follows Branch Ruling

COMPTROLLER John Heimann’s 
September 19th approval of a 

branch for First National, Okmulgee, 
in the non-branching state of Okla
homa has resulted in a court fight.

A lthough the  bank opened  the 
branch as soon as the ruling was made, 
Harry Leonard, state banking commis
sioner, the state banking board and the 
Independent Bankers Association of 
Oklahoma (IBAO) sought and won — 
on September 22 — a temporary re
straining order from U. S. District 
Judge Fred Daugherty to close the 
branch. Three days later, First Na
tional’s attorneys filed a motion to dis
miss and plea to the jurisdiction and 
venue in federa l court. Judge 
Daugherty told the attorneys, James S. 
Boese and R. L. Davidson Jr., that the 
temporary restraining order is in full 
force and effect and that he expects the 
bank to comply.

The three opponents of the ruling 
announced plans to go to federal court 
to stop the branching by national banks 
because, they say, present state law 
does not permit state banks to branch. 
Manville Buford, IBAO counsel, says

he will ask for a full hearing in federal 
court in Oklahoma City and will con
tend that Mr. Heimann overstepped 
his authority. Don Kiser, an assistant 
attorney general and counsel for Mr. 
Leonard, also plans to attack the ruling 
in court.

“The ru ling  has sh a tte re d  the 
equality principle for state-chartered 
and nationally chartered banks,” Mr. 
Buford maintains.

Until Septem ber 19, Oklahoma’s 
banks were limited to one main office 
and one off-premises office, with the 
latter allowed to take deposits, cash 
checks and receive loan payments, but 
not perm itted to make loans or conduct 
other commercial-banking business.

The Comptroller’s ruling rests on 
O klahom a law p e rm ittin g  state- 
chartered trust companies to branch 
and offer services that virtually are 
“undistinguishable to consumers from 
services p ro v id ed  by com m ercial 
banks.”

“National banks in Oklahoma,” says 
Comptroller Heimann, “are permitted 
to com pete equally  w ith state- 
ch a rte re d  com panies insofar as

branching is concerned.”
The IBAO believes trust companies 

have limited banking functions and do 
not fall under federal law. A state law 
passed in 1976, with the IBAO’s sup
port, says that if trust companies obtain 
deposit insurance from the FDIC or 
the Federal Savings & Loan Insurance 
Corp., they may open branches. How
ever, according to the IBAO, no trust 
company has such insurance, and so 
they are not banks.

The controversial branch was lo
cated in a house about a mile and a half 
from First National of Okm ulgee’s 
Main Office. A loan officer and a teller 
were on duty until the order to close 
came through.

A ccording to the  In d ep en d en t 
Bankers Association of Am erica 
(IBAA), Mr. Heimann’s decision in 
First National’s favor came as no sur
prise. The association points out that 
last January, the Comptroller notified 
the bank of his sympathies with it, but 
he wanted to give the state legislature 
time to act, and so he deferred ruling 
on the Okmulgee application until the 
legislative session was over. •  •

HC Foreign Subsidiaries 
Affected by New SEC Rule

Investors should be provided with 
clearer pictures of operations by bank 
subsidiaries of HCs in foreign coun
tries as a result of new accounting rules 
set in place by the Securities and Ex
change Commission.

The new rules also set firm require
ments for the disclosure by HCs of 
loans to officers, directors and larger 
shareholders and to certain of their rel
atives. The provision would cover any 
borrowing in excess of $500,000 or 
2.5% of consolidated HC and sub
sidiary capital, whichever is lower.

The rule is said to have been spurred 
in part by the loans and overdrafts as
sociated with former Budget Director 
Bert Lance and his family.

The final version of the rules follows 
the SEC’s bank-accounting proposals 
made last December. However, the 
final rule permits HCs to continue re
porting two final income figures — net 
income before gains and losses in sub
sidiary banks’ securities trading ac-
8

counts and net incom e after such 
transactions. Originally, the SEC con
sidered specifying that only net in
come after securities transactions be 
used.

ATS Promotion Guidelines 
Issued by Regulators

Guidelines for promoting automatic 
transfer services (ATS) have been is
sued by federal regulators.

All advertisements and promotional 
materials connected with ATS should 
indicate clearly that the ATS involves 
two separate accounts — checking and 
savings. Banks also were advised that 
ads for ATS should not convey the im
pression that interest is being paid on a 
checking account or that checks can be 
w ritten against an in terest-bearing 
savings account.

Terms such as “checking-savings 
p lan ,” “in terest/checking plan” or 
“savings/checking accounts” are ac
ceptable, according to regulators, 
since the wording indicates that two 
accounts are involved.

Banks should avoid referring to ATS 
as being equivalent or similar to paying 
interest on checking accounts. State
ments such as “interest on checking,” 
“ in te re st checking accoun t,” “ in 
terest-paying checking plan,” and “al
most like interest on checking” are not 
appropriate because these statements 
don’t accurately describe the nature of 
the service or indicate that two ac
counts are involved.

Interest on demand deposits is still 
illegal, regulators say.

It also is not appropriate to refer to 
an ATS as “checking on savings” or 
“checkable savings.” These terms are 
undesirable because they could result 
in the mistaken belief that checks may 
be drawn by depositors against their 
in terest-bearing  savings accounts, 
which is legal only in New England.

Banks were reminded by regulators 
that depositors must be informed at 
the time the ATS is authorized that the 
bank reserves the right to require a 
notice period of at least 30 days of in
tended ATS withdrawals of savings de
posits.

MID-CONTINENT BANKER for November, 1978

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



i m  ■. . a

ém®âgill

Someday you may need a 
good connection in 
Greenville, Mississippi. 
Well, you already have 
one in James Webb, presi
dent of Commercial 
National Bank. He knows 
who you may need to know.

Greenville, Mississippi? 
A lot of things are 
happening there .. .  
growing traffic on the 
busy Mississippi River, 
an emerging rice indus
try that is challenging the 
traditional cotton and

soybean money crops, 
plus a wide diversity 
of manufacturing 
operations.

In Greenville, the bank 
you need is Commercial 
National. The man you 
need is James Webb.
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Washington Wire

Congress Passes Major Banking Bill

MAJOR LEG ISL A T IO N , d e 
scribed by the ABA as “gener

ally acceptable,” was passed in the final 
hours of the 95th Congress October 15. 
What came out is the Financial Institu
tions Regulatory and* Interest-R ate 
Control Act, which provides equality 
of interest-rate ceilings for banks and 
thrifts on savings accounts linked to 
transaction accounts by prearranged 
transfer agreements. It authorizes all 
financial institutions in New York state 
to offer nego tiab le-o rder-o f- 
withdrawal (NOW) accounts.

Attention was focused on a Senate 
legislative package, although, pro- 
cedurally, the bill that finally was 
enacted into law originated in the

Central element of the new 
legislation is extension of the 
Interest-Rate Control Act for 
two years and granting of 
interest-rate-ceiling equality 
on all savings accounts linked 
to transaction accounts by au
tomatic transfers.

House. At several points, it appeared 
there would be no banking legislation 
because of objections by the ABA and 
bankers to totally unacceptable bills 
that had been  pu t forward in the 
House, as well as substantial tempo
rary disagreements between leaders of 
the House and Senate Banking com
mittees.

For example, at one juncture, a bill 
was in tro d u ced  to ex tend  the 
Interest-Rate Control Act for a year 
without providing rate-ceiling equality 
on automatic-transfer accounts. Ac
cording to the ABA, this omission 
would have escalated discrimination 
against bank savers in states where 
mutual savings banks can offer a higher 
interest rate than banks.

However, the ABA and numerous 
bankers made it clear that if the only 
choice was such a bill, no banking 
legislation should be enacted. This 
stance, compared with other factors,

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

prom pted congressm en to support 
automatic-transfer-account parity.

In legislation finally enacted, the 
central elem ent is extension of the 
Interest-Rate Control Act for two years 
(to December 15, 1980) and granting of 
interest-rate-ceiling equality (now 5%) 
on all savings accounts linked to trans
action accounts by automatic-transfer 
arrangements. The ABA strongly sup
ported this measure, although the as
sociation had urged that the act be ex
tended for only a year.

The legislative package also in 
cludes:

•  Language s treng then ing  bank 
regulators’ enforcement powers to deal 
with the rare cases where abuses are 
found to exist. It allows them (under a 
carefully established due-process pro
cedure) to issue cease-and-desist or
ders against bankers as well as banks; 
impose civil fines on bankers as well as 
banks and remove bank officers or di
rectors whose actions endanger the 
safety or soundness of their financial 
institutions. This provision applies to 
other types of financial institutions and 
had been supported by bankers as a 
less objectionable alternative to the 
former so-called Safe Banking Act.

•  Provisions prohibiting interlock
ing directors among depository institu
tions in the same standard metropoli
tan statistical area (SMSA) or in the 
same city, town or village. For institu
tions under $20 million, only the city, 
town or village prohibition applies. 
Existing interlocks would be grand
fathered for 10 years, and an exemp
tion permits interlocks among institu
tions for which the same group of per
sons owns more than 50% of the stock 
of the institutions.

•  Language allowing regulators to 
req u ire  p rio r no tice of p roposed  
change of control of a bank or HC. 
Regulators then have 60 days in which 
to disapprove the change of control.

•  A section requiring banks to re
port to regulators annually the aggre
gate indebtedness of all their executive 
officers and 10% shareholders and 
companies they control. Regulators 
may make such reports public on re
quest. Also, banks must make annual 
nonpublic reports to regulators on 
loans by correspondent banks to their

executive officers and 10% sharehold
ers.

•  Passed am endm ents to the  
Export-Import Bank Act that, among 
other things, extends the bank’s au
thority to September 30, 1983, raises 
the bank’s operating authority from 
$25 billion to $40 billion and subjects 
the bank to Congress’ appropriations 
process.

•  Provisions requiring that indi
viduals be no tified  of any gov
ernm ent-agency requests for their 
bank records. Customers will be al
lowed to challenge such requests. 
Agencies are required to follow estab
lished procedures when they seek such 
records and to reimburse banks for

Interlocking directorates are 
prohibited among depository 
institutions in the same 
standard metropolitan statisti
cal area or in the same city, 
town or village. Existing inter
locks are allowed a 10-year 
grandfather exemption.

costs of providing that information.
•  Electronic banking consumer pro

tection provisions similar to those pre
viously approved by the House after 
nearly a year of negotiations by the 
ABA and others. The provisions are 
seen as consistent with traditional con
sumer rights and protections and un
likely to hamper future EFT develop
ment.

•  Provisions establishing a central 
liquidity facility for credit unions, with 
certain controls as to use of the facility 
as suggested by the ABA and the Trea
sury Department.

•  Extension of federal deposit in
surance to a maximum of $100,000 on 
Individual-Retirement and Keogh ac
counts.

•  Language allowing existing 
mutual savings banks the option of 
switching to federal charters, with cer
tain limits on their branching powers 
the ABA had requested.

The new banking law doesn’t in-
(Continued on page 60)
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We can  solve your
problem !

Here’s how...
We can help you find the solution to that problem 

lying on your desk right now. Over the long haul, 
we can help you grow, a little at a time, or a lot. 
Let’s get together!
Account Services: Cash letters. Wire transfers. Coin 
and currency. Collections.
Loan Administration: Commercial, agricultural, and 
real estate overlines. Bank loan counseling.
Data Processing: “On-line” and “ Batch!’ Checking. 
Savings. Certificates of deposit. Installment and 
commercial loans. General ledger. Automated 
clearing house. Automatic teller machines. Payroll.

E.L. Burch
Senior Vice President 

Correspondent Bank Division

Investment: U.S. Gov’t ’s. Federal agencies. Munic
ipals. Federal funds. Commercial paper. Computer
ized bond portfo lio  accounting. Pricing and 
counseling. Securities safekeeping.
Trust: Public fund custodial accounts. Personal 
and corporate trusts.
Bank Cards: Master Charge. Visa.
Leasing: Direct. Or, participating.
International Banking: Worldwide correspondent 
network. Letters of credit. Foreign collections. 
Currency exchange.

Steve Blackburn Phil Straight
Vice President Vice President

Kansas Northern Missouri

Dick Muir 
Vice President 
Iowa-Nebraska

ÜBE

George Crews 
Vice President 

Kansas City Metro

David Bear
Assistant Vice President 

Oklahoma-Colorado

Dale Parker 
Corr. Bank Officer 

Missouri

Duncan Kincheloe 
Vice President 

Texas-Arkansas

UNITED MISSOURI BANK 
OF KANSAS CITY, N .A .

United we grow. Tbgether.
10th and Grand, Kansas City, Mo. 816/556-7000 M ember FDIC
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Community Involvement

Inner-City R estorationBank Assists
TWO YEARS AGO, Munger Place 

in inner-city Old East Dallas was a 
declining community of substandard 
houses sandw iched  am ong ap a rt
ments. Today, 106 of 149 structures in 
the 13-block area are in some stage of 
remodeling, and ownership has been 
transform ed from m ajority ren ter- 
occupied to majority owner-occupied.

The $2-million rehabilitation pro
gram was a joint effort of Lakewood 
Bank and the Federal National Mort
gage Association. In the two years, 
Lakewood Bank originated approxi
mately $1,700,000 in loans to buy and 
restore 52 homes in Munger Place. 
O ther lenders, such as Swiss Avenue 
Bank and Merchants State, now are 
active in the area. Long-time residents 
also have been joining the renovation 
campaign by financing their own im
provements.

Restoring old homes was not new to 
the area. Swiss Avenue, the city’s first 
official historic district, had been res
cued from decline a few years ago by

the H istoric P reservation  League 
(HPL), an organization of area home 
owners, with a $ 1-million loan com
mitment from Lakewood Bank.

But Munger Place was different. 
The two-story, frame houses were 
smaller, and many had been converted 
to m ulti-fam ily ren ta l p roperties , 
which were poorly maintained by ab
sentee landlords. The area’s distinctive 
architecture from the late 19th and 
early  20th cen tu ries  often was 
obscured by disrepair, overgrowth or 
misguided remodeling.

A trea su re  of “ P ra irie  School” 
houses was revealed through architec
tural detective work. A team surveyed 
the area under a grant from the Na
tional Trust to the Historic Preserva
tion League. Each house was 
catalogued by original style, altera
tions and features and the area was 
assessed as the largest intact assembly 
of “ Prairie School” hom es in the 
United States.

Next, each property was rated on a

l-to-5 scale of hopeless to district 
landmark. Approximately 70% were 
rated  substandard. Still, the team  
avoided demolishing and attempted to 
restore “hopeless” units.

Don Wright, bank president, says 
the money was only a catalyst to the 
project. The Historic Dallas Fund, an 
HPL spin-off, acquired 21 properties 
at the earliest stage of the program and 
offered them for sale. Public interest 
was immediate and snowballed.

Progress al$o can be seen, says Mr. 
W right, in o ther Old East Dallas 
neighborhoods where the bank has re
habilitation loans. Lakewood Bank’s 
property-improvement commitments 
now total more than $7 million. In 
addition, Lakewood has “packaged” 42 
loans for FNMA, totaling more than 
$1,470,000. Another group of loans, 
amounting to nearly $500,000, will be 
offered once the appraiser certifies the 
homes are completely restored. •  •

For City Neighborhoods:

Bank Loans Available 
For Owner-Occupied Sites

M ercantile T rust, St. Louis, in 
cooperation with that city’s Commu
nity Development Agency, has estab
lished  a $3-m illion m ortgage- 
guarantee program  to make funds 
available in deteriorating, but poten
tially healthy, city neighborhoods.

O w ner-occupied properties con
taining one to four living units are 
eligible for loan assistance under the 
program. Up to 90% of the property 
value will be considered in the loan, 
and interest rates will follow the cur
rent market rate. The mortgages will 
be similar to other Mercantile older 
property mortgages except they may 
be paid back over a 30-year rather than 
a 25-year period.

The announcem ent was made by 
Mayor James Conway, who introduced 
the plan with Donald B. Wehrmann, 
executive vice president, Mercantile, 
and Don Spaid, community develop
ment director. Mr. Wehrmann said 
the program is an attem pt to get more

qualified borrowers into city housing 
to “redevelop the St. Louis corps of 
neighborhoods.” Mr. Spaid added the 
loan program will aid the' city because 
St. Louis has been suffering from 
a “disinvestment syndrome” for 20 
years.

Financing will be easiest for prop
erty that has a median value of at least 
$4,000, located in blocks whose com
bined abandonment and vacancy rates 
are not more than 20%. Other areas are 
eligible if neighborhood or community 
groups, developers or public agencies 
rehabilitate.

For High Schoolers:

Banking Education Program 
Conducted by Mississippians

Four banks in Yazoo County, Miss., 
have been sharing the costs and re
sponsibilities of conducting “The How 
and Why of Banking” in the county’s 
high schools since 1974.

The program, which is designed to 
educate high school seniors about the 
banking industry, was started through 
the efforts of Delta National, Yazoo

City, Miss., and the Junior Bankers 
Section of the Mississippi Bankers As
sociation. The course has been taken 
by almost 1,300 students, 96% of 
whom have been awarded certificates 
of completion.

Banks taking part in the program, in 
addition to Delta National, are Bank of 
Yazoo City; Citizens Bank, Belzoni; 
and Bank of Bentonia.

The course includes a full week of 
classroom instruction and ends with a 
tour of one of the four banks. The fol
lowing week, an exam is administered 
and certificates are presented to those 
receiving passing marks.

Topics included in the course are 
primary and supplementary bank ser
vices; savings, in te re st and loans; 
checks and checking accounts; flow 
and control of credit; and trends and 
electronic funds transfer. Students 
learn what determines interest rates 
on loans, how to make a loan, how to 
open a checking account, what to do 
with a check when one is received, 
maintaining records and how checks 
are cleared and collected.

Also included is a review of the func
tion of the Fed, the importance of dol-
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W ere always 
just one call away
Whenever the situation arises that demands 
the immediate attention of a reliable 
correspondent bank, just call on the Whitney. 
For over 95 years, bankers have counted 
on the Whitney's expertise and dependable 
service in all areas of correspondent 
banking. Prompt personal service has always 
been the cornerstone of our successful 
working relationships.
The next time you need correspondent 
banking services, large or small, simple or 
sophisticated, just pick up the phone.
We're always just one call away.
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lar stability and how EFT services 
function.

Chairman for the program over the 
past year has been Joseph C. Thomas, 
loan officer, Delta National. He re
cently received a certificate of appreci
ation from the Junior Bankers Section 
of the Mississippi Bankers Association 
for his work with the program.

Bubbles and Balloons:

Bank Celebrates Opening 
Of First Parking Garage

In an effort to stimulate business and 
revitalize the downtown district, Sec
ond National, Ashland, Ala., opened a 
parking garage constructed for public 
use. The $2-million, eight-level park
ing center occupies half a city block 
and offers 420 parking spaces. A ramp 
connects the garage to one of the area’s 
largest department stores.

To celebrate the garage’s grand 
opening, the bank held a reception on 
top of the garage for merchants, offi
cials and media. The facility was offi
cially christened with champagne, and 
90 helium balloons were released, 
each containing $5 certificates for de
posit into a new or existing savings ac
count. The 90 balloons symbolized the 
bank’s 90th anniversary.

The theme of the event, “I’ve Been 
to the Top.” was printed on tee-shirts, 
bumper stickers and car litter bags, 
which were given away. In addition, 
children received balloons and adults 
received tickets to a drawing for a 1978 
Oldsmobile Cutlass, a grand prize 
chosen as an incentive to skeptical pa
trons who fear parking garage facilities.

Handgun Plow:

Bank Honors Victims 
Of Handgun Violence

Dramatizing the “call to put down 
the tools of death and plant the seeds of 
life,” renowned sculptor, John Kear
ney, welded inoperable handguns to a 
100-year-old wooden plow to com
m em orate victims of handgun vio
lence. The plow was displayed at 
Chicago City Bank in cooperation with 
the Committee for Handgun Control.

The display was a follow-up to last 
year’s “Survival Days,” which called 
for the voluntary surrender of firearms 
in Chicago, initiated by the National 
Coalition to Ban Handguns.

In a special presentation at the bank, 
cartoonist Chester Commodore gave 
an original drawing depicting the vio-
14

As part of a community service program, 
Chicago City Bank displayed this handgun 
plow, created in memory of victims of handgun 
violence. Sculpture illustrates biblical passage, 
"And they shall beat their swords into plow
shares," Isaiah 2:4.

lence of handguns to Estelle Jacobson, 
president of the Committee for Hand
gun Control, and Connie Seals, direc
tor of the Illinois Commission on 
Human Relations.

Time to Spare.-

Bank Pays 10 Cents a Tenpin 
In Charity Bowling Tourney

It was a s trik ing  success w hen 
Southern Ohio Bank, Cincinnati, col
lected spare change in a two-week 
“Bowling for Bucks” competition. The 
tournament, held in the bank’s lobby, 
raised $1,025 for a local charity and left 
participants on pins — and needles.

Cincinnati Mayor Jerry Springer of
ficially opened the competition with a 
match against a local pro bowler. Each 
day radio celebrities matched bank 
executives and then  the lane was 
opened to customers and passers-by. 
For each pin knocked down, 10 cents 
went to the charity.

The tournament was cosponsored by 
the Greater Cincinnati Bowling Prop
rietors’ Association.

For two weeks banking and bowling coexisted 
as customers of Southern Ohio Bank, Cincinnati, 
rolled balls to raise money for charity. Custom
ers, bank executives and local celebraties aimed 
for pins at 10 cents apiece.

No-Zone Industry:

Bank Releases Houston Map 
Showing Specific Plant Sites

A Houston map showing actual plant 
locations has been released by Bank of 
the Southwest.

Bank President John T. Cater said 
the maps are unique because Houston 
is the only major city in the United 
States that does not have zoning laws. 
Industria l maps from o ther cities 
would show industrial zones, rather 
than specific sites of plants, as does the 
Houston map.

The map identifies four groups of 
industries: chemicals, petroleum re
fining and natural gas products; pri
mary and fabricated metals; machinery 
and electrical; and all others.

The maps are expected to be useful 
to companies that want to determine 
the extent and sites of industrialization 
in Houston and to locate customers, 
competitors and suppliers.

Word Processing:

Video Technology Computes 
Student, Community Jobs

Students and community residents 
will have an opportunity to learn word 
processing in an experimental program 
begun by Continental Bank, Chicago, 
in conjunction with William Rainey 
Harper College.

As part of the program, Continental 
has installed five word-processing ma
chines at the college for educational 
and production purposes. Students 
will receive regular college credit for 
completing theory and practical ex
perience courses. Once qualified, they 
could be hired by the bank on a part- 
time basis.

Eugene R. Croisant, senior vice 
president, corporate personnel ser
vices, said, “We feel this program will 
enable us to continue to tap additional 
resources for recru iting  bank em 
ployees while exposing students to 
changes in the business environment.”

Bank supervisory personnel will 
train and assist in the operation of the 
program and work closely with the 
college secretarial science staff. Mr. 
Croisant said he hoped the program 
also would attract community resi
dents who have secretarial skills.
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First National Bank 
has a warm  
welcome for your 
preferred customers 
moving to Arizona.

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

Newcomers 
Information 

Kit È
m

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.

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 
P.O. 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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Commercial Lending

Loan Charge-Off Report Published by RMA

Gr o s s  c h a r g e -o f f s  of $1.95
billion, or .64 of 1% of the $305 

billion of all loans outstanding were 
reported by 87 of the nation’s 100 
largest domestic banks in the seventh 
annual survey of loan charge-off ex
periences of banks belonging to Robert 
Morris Associates.

Loan recoveries totaled $399 mil
lion, the survey indicated. After al
lowing for th ese  recoveries, net 
charge-offs stood at $1.55 billion, or 
.51 of 1% of the total loans outstanding 
for the year 1977.

The survey includes an international 
section th a t p re sen ts  statistics 
ga thered  from 127 R M A -m em ber 
banks, 84 of which are among the na
tion’s largest.

Average international loans and de
posits outstanding during 1977 stood at

$194 billion. Gross charge-offs were 
reported to be $406 million, equal to 
.21 of 1% of the total portfolio, while 
total dollar recoveries of $63 million 
resulted in net charge-offs equal to . 18 
of 1% of all loans and deposits out
standing.

Of the 127 responding banks in the 
international section of the survey, 
only 60 rep o rted  any charge-offs. 
These banks reported average interna
tional loans and deposits aggregating 
$182 billion.

For the first time, the survey’s do
mestic bank section provides gross and 
net charge-off statistics for seven dif
ferent types of lending: direct real es
tate, loans to financial institutions, 
loans for purchasing or carrying securi
ties, loans to farmers, commercial and 
industrial loans, loans to individuals for

personal expenditures and all other 
loans.

The survey also presents gross and 
net charge-off statistics for the entire 
portfolio, arranged by bank asset size 
and Federal Reserve district. In addi
tion, high-loss industry rankings for 
1977 have been tabulated by bank 
asset size, Federal Reserve district and 
nationwide.

Due to the expanded loan data base, 
the results of the survey’s domestic 
study can’t be compared with statistics 
published by RMA in previous years.

Copies of the report were sent to 
RMA m em ber banks this summer. 
Copies are available from the RMA 
Order Department, 1432 Philadelphia 
National Rank Ruilding, Philadelphia, 
PA 19107. The price is $5 for member 
banks; $7.50 for nonmembers. •  •

Solar Energy Legal Aspects 
Can Affect Loan Granting

If you were an officer responsible for 
real estate financing, would you ap
prove a loan for a home or a business to 
be heated by a solar energy system?

“Yes, but first I would satisfy myself 
th a t the ow ner had p rov ided  for 
guaranteed access to sunlight,” said a 
legal authority on the use of solar 
energy systems.

Sunlight access is the only strictly 
legal barrier to widespread use of solar 
energy collectors, says William A. 
Thomas, coauthor of “Overcoming 
Legal Uncertainties About Use of Solar 
Energy Systems,” a book published by 
the American Rar Foundation.

It’s obvious that direct sunlight is 
needed for efficient operation of solar 
energy collectors, Mr. Thomas says, 
but landowners have a right to receive 
sunlight only from directly above their 
property and not from adjacent prop
erty.

Solar energy doesn’t impinge on 
earth  from directly overhead any
where in the U. S. except Hawaii. 
Thus, Mr. Thomas says, “either pri
vate or public arrangements must be 
made to accommodate the needs of 
technology to the law.”

'Annual Statement Studies' 
Published by RMA

The 1978 edition of “Annual State
ment Studies” has been published by 
Robert Morris Associates.

The book gives commercial loan and 
credit officers a tool for analyzing fi
nancial statements of customers. The 
information contained in the book is 
designed to enable bankers to see if— 
and how — a firm fits into a general, 
nationwide profile of its particular in
dustry.

The 1978 edition contains composite 
balance sheets, income data and ratios 
on 305 different industries. It also pro
vides 16 commonly used operating ra
tios, presented as medians and quar- 
tiles, for 287 industries, each divided 
into five sections: m anufacturers, 
wholesalers, retailers, services and 
con tracto rs. C om posite balance 
shee ts , incom e s ta tem en ts  and 
operating ratios for each industry are 
listed by different asset sizes, ranging 
from under $250,000 to $50 million.

R M A -m em ber banks subm itted  
more than 52,000 statements of bor
rowing customers to generate data for 
the book. The statements were iden
tified only by lien of business and not 
by company name.

'Report to Commercial Lenders' 
Published by ABA Division

“ABA Report to Commercial Lend
ers” is the title of a new monthly 
newsletter published by the commer
cial lending division in cooperation 
with the association’s communications 
group.

The publication is designed to em
phasize the need for two-way com
munication between the division and 
bankers responsible for the commer
cial lending functions in their banks, 
according to commercial lending divi
sion director John Clark.

“ C om m ercial lend ing , like all 
banking, is on the threshold of big 
changes,” Mr. Clark said. “The many 
things that shape commercial lending 
today and in the future — legislation, 
regulation, court decisions, competi
tion and government actions — will be 
reflected and analyzed promptly and 
concisely.”

Annual subscriptions are $15 for 
ABA members and $22.50 for non
members.
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partners in profit.
Astute bankers have found that under today's conditions, when it's more difficult to 

approve larger loan requests, participations with Heller make more sense than ever.
Bankers look to Heller to  maximize their customers'credit availability because Heller 

applies financial creativity developed over more than a half-century of specialized experience 
in secured lending.

Hundreds of loans in our billion dollar portfolio have bank participations. Participants 
include about half of the nation's 25 largest commercial banks, but the great majority 
consists of aggressive banks of moderate size that are inclined to  think big about loans.

W ith a participation loan you profit tw ^  
ways: you continue to provide all the 
normal banking functions; and yo" 
generate interest income from 
your portion of the loan, 
typically 30% to 50%.
Heller assumes responsibility 
fo r all administrative 
and supervisory details but 
keeps you close to 
the situation with periodic 
examination reports.

Start profiting now.
Contact the Heller office 
nearest you. No home 
office red tape will hold 
things up. That's a 
promise.

HELLER
Financial Services

Walter E- Heller & Company 105 W. Adams St., Chicago, Illinois 60603 
New York • Boston • Philadelphia • Baltimore • Syracuse • Detroit • Kansas City 
Charlotte • Denver - Atlanta - Miami • Birmingham • New Orleans • Houston • Dallas 
San Antonio • Phoenix • Los Angeles • San Francisco • Portland • Seattle 
San Juan, P.R. Heller services also available through Heller Companies 
in Canada and twenty other countries around the world.
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BANKING WORLD

•  Neal J. Farrell, former senior vice 
president and group executive for in
ternational correspondent banking 
worldwide, Chase Manhattan, New 
York City, has been elected president 
and a director, Mercantile Trust, St. 
Louis. Mr. Farrell joined Chase Man
hattan in 1956 and served in a number 
of capacities, including group execu
tive in charge of 65 branches on Man
hattan Island. He also served in the 
international departm ent as group 
executive in charge of Asia and Aus
tralasia prior to moving to the Euro
pean sector. He will assume his new

post December 1. Interim Mercantile 
Trust President Harrison F. Coerver 
continues as chairm an, executive

committee. He has served as interim 
president since July.

•  Hobert Sloane, vice president, 
correspondent division, Liberty Na
tional, Louisville, has been appointed 
executive trustee of the School of 
Banking of the South by the Kentucky 
Bankers Association.

•  Clarence M. Kelley has been 
elected to the board, Red Bridge Mer
cantile Bank, Kansas City. Mr. Kelley 
is a former FBI director and Kansas 
City chief of police. Before joining the 
bank and immediately after his retire
m ent as FBI director, Mr. Kelley 
joined Diversified Management Re
search, Inc., Washington, D. C., as a 
principal and director of operations.

•  David B. Miller, Rocky Mountain 
calling officer, Republic National, 
Dallas, has been named vice president 
and manager of a Denver-based sub
sidiary. The new subsidiary, which is 
the bank’s first domestic loan produc
tion office, will develop energy-related 
banking relationships in the Rocky 
Mountain region and Canada. The 
Denver office will serve a 10-state 
area, including New Mexico and Kan
sas. Republic National, which has fi
nanced oil and gas since the 1930s, has 
expanded into coal, uranium and other 
mineral lending during the past dec
ade. Purpose of the Denver office will 
be to enhance petroleum and mineral 
business development efforts in the 
Rocky Mountain region.

•  Harris Bank, Chicago, has filed 
with the Florida State Comptroller’s 
Office for approval to open an invest
ment advisory representative office in 
West Palm Beach. The office, which is 
scheduled to open in 1979, will solicit 
and service investment advisory busi
ness, both individual and institutional.

This is no 
ordinary 
bank directory.

$55
$45

standing
order

'single
issue

AMERICAN
Bank Directory
6364 Warren Drive 

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

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

►Plus shipping and handling

COM M ERCIAL 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.
C urren tly  we are engaged in a num ber o f searches fo r experi
enced personnel in areas o f Operations, Personnel, Com m ercial 
Lending, Ins ta llm en t Lending, F inancia l (A u d it and C ontro ller), 
T rust and M a rke tin g . These openings, in a wide choice o f 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 o n  H O W A R D  I Personnel Inc
360 N. M ichigan Ave., Chicago, IL 60601 (312) 332-2341

New York *  New Jersey *  Chicago *  Atlanta •  San Francisco *  Dallas 

A n  E xe cu tive  R ecru itin g  and P lacem en t A g e n cy  for the F in a n c ia l C o m m un ity
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Dallas has com e a long way since a bank draft 
spent three w eeks 

in a strongbox.
Today, the c ity ’s central location and 

its excellen t com m unications and trans
portation capabilities m ean inform ation  
and funds can be transferred betw een  
R epublic N ational B ank and our 
correspondents alm ost instantaneously. 
S o , you  can offer your custom ers the 
advantages o f  financial 
center services 
through R epublic.

M ore importantly, 
you  can provide these 
services w ith  the sam e 
speed , efficien cy , and 
personal attention as 
those you  provide 
directly. You can take 
advantage o f  the

capabilities o f  each o f  our departm ents— 
trust and investm ent, petroleum  and m inerals, 
international—and m aintain com plete  
control o f  your custom ers’ accounts.

In w orking w ith our correspondent 
banks, w e ’ve  helped m ake D allas a 
city  that understands that, even  w ith

instantaneous com 
m unications, there’s 
still no substitute for 
the personal contact 
you have w ith your 
custom ers. A s a 
result, w e ’ve helped  
m ake D allas the 
correspondent banking 
center o f  the 
Southw est.

Republic 
National Bank 

is  D allas.
MID-CONTINENT BANKER for November, 1978
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New Travelers Check E xp ected  in  1 9 7 9

ANEW NAME is expected to make 
its debut in the $22.6-billion 

worldwide travelers check arena next 
year, providing a court suit doesn’t 
delay implementation.

The Master Charge travelers check 
expects to take its place alongside such 
well-known names as American Ex
press, Citicorp and Bank of America, 
which currently account for about 95% 
of the $ 15-billion U. S. m arket in 
travelers checks.

However, Citicorp has filed suit 
against the M aster Charge venture 
into the travelers check arena, charg
ing restraint of trade. The Citicorp suit 
contends that banks issuing Master 
Charge travelers checks will favor that 
brand over those of other firms be
cause the checks can be sold as part 
of the bank’s own consumer-service 
package.

This refers to the fact that banks 
selling Master Charge travelers checks 
can sell them according to the bank’s 
own pricing schedule. In addition, 
they can take advantage of check float 
by holding and investing proceeds.

The Master Charge organization, 
however, takes the position that the 
new service will enhance competition 
among issuers of travelers checks.

MCTC Corp., a central, not-for- 
profit corporation set up to handle the 
adm in istra tion  of M aster C harge 
travelers checks, will take care of is
suance, accounting, security, national 
m arketing and advertising, check 
clearing and refund centers for banks 
sell ing M aster C harge trav e lers  
checks.

An MCTC spokesman said this is 
being done to ensure more effective 
control over expenditures and to facili
tate administrative flow. MCTC will 
be financed through a series of initia
tion  fees, annual dues and as
sessments. Additional financing for the 
program will come from member bank 
borrowings, to be repaid in annual in
stallments.

An MCTC spokesman said the cor
pora tion  expects sales in N orth 
America to reach $588 million during 
the first year of operation. By the 
fourth year, sales are expected to rise 
to $2.3 billion.
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Master Charge is placing its name on a new travelers check that is expected to make its debut next 
year. Checks will be issued by banks joining MCTC Corp., not-for-profit corporation that will provide 
administrative backup for service.

Mid-Continent-area banks that have 
signed up with MCTC include Bank of 
Louisiana, New Orleans; Union Plant
ers and Memphis Bank, Memphis; 
Capital Bank, Baton Rouge; American 
National, St. Louis; National Bank, 
O dessa, Tex.; L ib erty  N ational, 
Louisville; and Continental, National 
Boulevard and Bank of Ravenswood, 
Chicago. •  •

Record Fiscal Year Reported 
By CSI for Master Charge

ST. LOUIS — Credit Systems, Inc. 
(CSI), the Master Charge operating 
center for Missouri, Kansas, Iowa, Il
linois and western Kentucky, has re
ported nearly $1 billion in business 
volume during the fiscal year ending 
June 30, 1978.

Retail purchases and bank cash ad
vances making up the record-setting 
total were 17% higher than the previ
ous year. Individual Master Charge 
transactions increased 15% over last 
year.

Ten CSI board  m em bers w ere 
ree lec ted  at the  annual m eeting: 
William G. Travis, vice president, 
First National, St. Louis, chairman; 
Alan B. Collins, senior vice president, 
United Missouri Bank, Kansas City, 
vice chairman.

Other board members are: Walter 
Beck Jr., executive vice president, 
First National, Kansas City; Fred A. 
Dunmire, executive vice president, 
Commercial National, Kansas City,

Kan.; Charles A. Elfrank, senior vice 
president, Mercantile Trust, St. Louis; 
and James K. Figge, executive vice 
president, Davenport (la.) Bank.

Also e lec ted  w ere: C. Philip  
Johnston, vice president, Mercantile 
Trust, St. Louis; Paul M. Ross, senior 
vice president, F irst National, St. 
Louis; Ethan A. H. Shepley Jr., vice 
chairm an, Boatm en’s National, St. 
Louis; and Norman J. Tice, president, 
City Bank, St. Louis.

Richard P. Tennant was reelected 
president of the company, and Bruce 
E. Woodruff was reelected secretary.

J. C. Greene Elected President 
Of Monetary Card Services

James C. Greene, vice president, 
Boatmen’s National, St. Louis, has 
been elected  president, M onetary 
Card Services, Inc. This organization 
serves more than 470 Visa charge-card 
banks in Missouri, Kansas, Illinois, 
Iowa and western Kentucky.

Richard A. Marks was elected vice 
president and treasurer. He is assistant 
cashier, First National, Kansas City.
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You're known 
by the ni imbers

Only VISA card numbers starting with 
4647 or Master Charge cards starting 
with 53124 are issued through one of the 
278 Kansas banks who have joined with 
us as affiliates of the Kansas BankCard 
Center.

They've joined together to give cus
tomers worldwide convenience with 
hometown service by making everything 
happen here in Kansas.

Their cardholders get the best possi
ble personal service - from approval of 
their application and actual production of

their card to issuance of statements and
receipt of payment. And most impor
tantly, regardless of which card they use 
or wherever they use it, cardholders can 
get 24-hour authorization from the same 
people. And if they need a service ren
dered ora question answered, help is also 
close to home.

If the numbers on the cards your bank 
offers don't match ours, let us know. 
We'll help you get the numbers your cus
tomers will want to keep.

Fifth Floor, Fourth Financial Center P.O. Box 178 
Wichita, Kansas 67259 (316) 261-4671
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•  Associates Commercial Corp. 
Russell B. Donahue has been elected 
executive vice president and head of 
the business loans division and Oran 
W. Hark, senior vice president, has 
been named head of loan administra
tion in the firm’s new business loans 
offices. Mr. Donahue will be market
ing director. He and Mr. Hark joined 
Associates C om m ercial Corp. re 
cently, coming from a major commer
cial finance firm. The firm has an
nounced an expansion of its regional 
office concept, which includes estab
lishing full-service mini-financial cen
ters, called business loans offices, in 
areas where the firm’s services are in 
greatest demand. Associates Commer
cial Corp. also has acquired MDC 
Corp., a commercial finance and leas
ing firm headquartered in Cherry Hill, 
N. J.

p i||ggg

■1,4* [,» • **§
H k  Æ Ë1 /'Âw - «jJBmk *4* mmH, w* t  ,

III ' '
æÊÊ

H a  M i
DONAHUE HARK

•  Brandt, Inc. William P. Crane has 
been appointed a product manager and 
will be responsible for new product 
introductions including liaison with 
manufacturing operations, organiza
tion and conduct of training schools 
and correspondence with p roduct 
buyers. He formerly was a service 
manager.

JONES CRANE

•  Salem China Co. Bill Jones has 
been appointed national field sales 
manager of the financial division of 
Salem China. He was formerly key ac
count manager and has been with 
Salem for two years.

•  LeFebure. Norman Stemm has 
been  ap p o in ted  m anager of the 
Chicago branch of LeFebure, which is
22
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headquartered in Cedar Rapids, la. 
Mr. Stemm will supervise both sales 
and service in northeastern Illinois. 
He was formerly a sales engineer and 
joined the firm in 1970.

•  Mosler. John N. Pearce has been 
appointed marketing communications 
coordinator in the m arketing com
munications department. At his new 
post, he will be involved in all aspects 
of marketing communications includ
ing sales and installation brochures and 
the coordination of sales meetings and 
trade shows. He was formerly with a 
Cincinnati advertising agency.

•  American Express Co. Thomas K. 
Myers has been appointed executive 
vice p re s id en t-m ark e tin g  for the  
American Express card division. He is 
a former chairman of a New York- 
based'advertising agency. Four senior 
officers in the travel-related services 
group of American Express have re
ceived new responsibilities. Louis V. 
Gerstner Jr., executive vice president, 
and president, card division, has been 
named president, travel related ser
vices. Aldo Papone, president, travel 
division, and a senior vice president of 
the paren t firm, has been nam ed 
president, card division. Fred B. Pet- 
era, regional vice president, Europe, 
Middle East and Africa, travel divi
sion, has been elected a senior vice 
president and named president, travel 
division. George W. Waters, execu
tive vice president and former presi
dent, travel re la ted  services, now 
serves as senior executive responsible 
for the office of strategic development.

•  Aetna Business C redit, Inc. 
Ronald D. Clack has been appointed

KOSS CLACK HOUSTON

eastern division controller; Lawrence 
S. Koss has joined the firm as manager, 
business development; and Robert C. 
Houston has joined the firm as a loan 
officer. Mr. Clack is responsible for 
financial planning, forecasting and ac
counting systems within the division, 
which serves 21 northeastern, mid- 
Atlantic and southern states. Mr. Koss, 
based in Atlanta, will cover several 
states, including Alabama and Missis
sippi. Mr. Houston, based in Dallas, 
will cover Texas, Louisiana, Arkansas, 
Oklahoma and New Mexico. Mr. Koss 
was formerly with Commercial Credit 
Services Corp. and Mr. Houston was 
formerly with James Talcott, Inc.

•  Rand McNally & Co. Johns S. 
Bakalar has b een  e lec ted  vice 
p resid en t-fin an ce ; Bastian A. W. 
Knoppers has been appointed general 
m anager, R andC ard division and 
David A. Brown has been appointed 
general manager, financial systems di
vision. Mr. Bakalar formerly was with 
First Chicago Investment Corp. and 
has been with Rand McNally as trea
surer since 1976. Mr. Knoppers went 
to Rand McNally from Burroughs 
Corp. in 1975 and has served as mar
keting manager since that time. Mr. 
Brown is new to Rand McNally and 
formerly was with Burroughs Corp.

•  Diebold, Inc. C hristopher W. 
Hyser Jr. has been appointed product 
manager of automatic banking systems 
and Frank S. Piedad has been ap
p o in ted  m anager of all autom atic 
banking systems planning activities. 
Mr. Hyser joined Diebold four years 
ago and Mr. Piedad has been with the 
firm since 1970.

HYSER PIEDAD
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Wedo
our corresponding

in person.

H. 0. Peet, Jane Hylton, Jim McKenzie, B. J. Hall and Murphy Brock..

Because it’s a natural business 
communication tool, it’s only nat
ural for most bank’s correspondent 
departments to assist their custo
mers over the telephone.

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

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

Contact Liberty National’s cor
respondent department. You’ll 
have to use the phone, but in the 
end, you’ll deal with us person
to person. Jim McKenzie and Jane Hylton, Executive

Vice President, Delta Natural Gas, discuss 
the projected needs that LNB can provide 
Delta’s expanding operations.

Liberty National Bank
Louisville, Kentucky

MID-CONTINENT BANKER for November, 1978 23
Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



•  M osler. A new four-color 
brochure highlighting Go-Anywhere 
American Bank Safes has been pub
lished by Mosler. Classified TL-15 
(tool resistan t) by U n d erw rite rs  
Laboratories, the safes are available as 
bank deposit box safes or bank cash 
safes. Alarm protection options are 
available w ith the safes. W rite: 
Mosler, D epartm ent PR-154, 1561 
Grand Blvd., Hamilton, OH 45012.

•  MGIC. A new program package 
designed to aid lenders in the selling of 
conventional loans is available from 
Mortgage Guaranty Insurance Corp.

New
Products

and
Services

Called “MGIC Maze-Master,” the kit 
is a basic sum m ary of the most 
com m only-used F ann ie  Mae and 
F redd ie Mac conventional single
family loan-purchase programs. In 
cluded  in the  kit are separate  
brochures on FNMA and FHLM C 
purchase program s, a summary of 
FNM A/FHLM C com m itm ent p ro 
grams and a Maze-Master poster with 
illustrations of pitfalls to avoid. Write: 
Maze-Master, MGIC Plaza, P.O. Box 
488, Milwaukee, WI 53201.

•  ABA. A “Bank Card Standards 
M anual,” con tain ing  the basic 
standards necessary for participation in 
a plastic card nationwide interchange 
system, has been published by the 
ABA’s bank card division. The manual

brings together all the embossing, en
coding and physical specifications for 
bank cards plus the  data form at 
standards for Track 1, Track 2, Track 3 
and the standards on formsets and de
scriptive statem ent data elem ents. 
Cost is $80 for ABA members and $110 
for nonmembers. Write: ABA Order 
Processing D epartm ent, 1120 Con
necticut Ave., N. W., Washington, 
DC 20036.

•  NCR Corp. New item-processing 
equipment designed to facilitate the 
flow of checks and other documents 
through the nation’s banking system 
has been announced by NCR Corp. 
The systems include two additional 
models in the firm’s 7750-2000 family 
of proof and encoding systems and a 
new model of the NCR 6780 document 
reader/so rte r. The 7750-2400 and 
7750-2500 units can function either as 
free-standing systems or as work sta
tions in larger on-line d istribu ted  
docum ent-processing systems. The 
new 6780 reader-sorter operates at 
speeds of up to 1,440 documents per 
minute and has 14 pockets for docu
ments. Write: NCR Corp., Dayton, 
OH 45479.

•  Diebold. An electronic proprie
tary security system called the MPS 
1020 has been introduced by Diebold, 
Inc. The system uses intelligent ter
minals to monitor security-sensitive 
points and to communicate their secu
rity status to a central console. Each 
terminal unit has its own microproces

sor. The system is designed to control 
the security in a single building or in a 
network of facilities and has an ability 
to operate over many types of data 
communication lines. The use of in
telligent terminals as remote units en
ables them to maintain their functions 
even though communications between 
them and the control console are sev
ered. Functions of the MPS 1020 are 
divided into five primary categories: 
monitoring, communication, report
ing, control and recording. W rite: 
Diebold, Inc., Canton, OH 44711.

Colan CapytA, Ino.
1718 RESERVE ST. • GARLAND, TX. 75042 • 214/341-8841

DESIGNERS AND 
MANUFACTURERS 

OF CAREER APPAREL
DuPont »DACRON POLYESTER

C & x s s to  D e s i g n s  w t i l v  cu 

t o u c f i /

For additional information on an apparel 
program just for you, fill out the information 
below and return to the Marketing Department 
or telephone us at a.c. 214/341-8841. mc h

NUMBER 
OF WOMEN .

Color Preference.

NUMBER 
_OF MEN I

Please forward your brochure 
Have fashion consultant call

Mûkes t i ie>
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\bur future business 
is out there som ewhere. 

We can help you find it today.
Picking a location is a science, not an art. 
Neighborhoods change. New streets and 
highways can radically alter traffic patterns; 
Today’s choice location could be a handicap 
in just a few years.

We don’t guess if a location is right, we 
make sure. We are Financial Research 
Associates. A group of research professionals 
with a national reputation for independence 
and accuracy.

We work exclusively with financial 
institutions on problems most consultants 
can’t even approach—like site selection, 
deposit projections, market shifts, and 
a lot more.

To learn more about what we do and

how we do it, return the coupon. We’ll tell you 
all about ourselves.

Then maybe you’ll let us tell you about you.

BBC Financial Research Associates m c - i i 78 
A division o f Bank Building Corporation 
1130 Hampton Avenue 
St. Louis, MO 63139 
(314) 647-3800 Call Collect

OK, tell me what you do and how you do it.
Name___________________ _______________
Title ______ ______ ; : :: ;
Firm__  ; : : ________
Address ' ... 7; \ : Vo;' ; 1 =' ' ■ - ' ■■■'■' •: '•
C ity ..■ ; State________________________ -Zip

OFFICES: St. Louis, Washington, D.C., Hartford, CT; 

Chicago, Atlanta, Dallas, Denver, San Francisco.
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Package Plans Cement Customer Loyalty, 
Enable Banks to Offer More Services

FEW FINANCIAL institutions,, if 
any, would turn down an oppor

tunity to provide additional services 
and to increase revenues, by doing so. 
That’s why many institutions are of
fering package plans. Recent experi
ence has proved that these plans result 
in new customers,, more deposits and 
increased loyalty on the part of cus
tomers joining the plans.

One package plan being offered by 
numerous banks is the New Outlooks 
Club, marketed by Marketing Out
looks, Inc., New York City. The plan is 
called “Bonus Checking” by some par
ticipating banks.

First National, Belleville, 111., began 
offering its plan in 1974 because man
agement felt the plan provided ad
ditional services to customers as well as 
an opportunity to increase revenue by 
means of the service charge levied on 
club members.

G. Thomas Andes, executive vice 
president, said the New Outlooks Club 
was chosen over other package plans 
because the marketing program and 
support material of the New Outlooks 
Club was superior to that offered by 
other plans.

First National’s plan offers free per
sonalized checks, direct deposit of so
cial security checks, free travelers and 
cashiers checks, free bank money or
ders, free checking, free certified 
checks and bank drafts, bank-by-mail, 
an ATM-activating card and $10,000 
accidental death/dismemberment in
surance coverage.

Other services include counseling 
and estate planning, a national news
letter, motel discounts, vacation trip 
offers, auto rental and magazine sub
scription discounts, and other ser
vices.

Mr. Andes said the plan was sold to 
customers through newspaper ads and 
by cross-selling by new account repre
sentatives as they opened other ac
counts for customers.

As of August 31, about 3,500 cus
tomers belonged to the club. The total 
num ber of club members has more 
than doubled in the last six months, 
Mr. Andes said. About 30% of those 
signing up for the club are new cus
tomers, he added.

The base membership charge for the 
club is $3 per month, but joint ac
counts are available at $4 and family 
accounts at $5 per month. The family 
plan account covers children up to age 
19.

Mr. Andes said the plan offers defi
nite advantages to customers at a lim
ited expense, It benefits the bank 
through its ability to attract new ac
counts.

First National, Fort Smith, Ark., 
was the first bank in its city to offer a 
package plan, according to Jim Sparks, 
vice president. The plan was offered 
early in 1975 under the title Bonus 
Checking and the bank is said to be the 
national leader in number of members;
11,000 individuals holding 8,500 ac
counts.

First of Fort Smith originally was 
going to create its own package plan, 
Mr. Sparks said, but changed its mind 
when it considered the national bene
fits that could be gained through a plan 
such as Bonus Checking.

Services offered by the plan are 
similar to those offered at First of 
Belleville; however, automatic sav
ings, free  no tary  serv ice and 
safekeeping of wills also are offered, 
and senior citizens are en titled  to 
membership at half price.

Until September 1, the cost for the 
plan was $3 per month, but the fee now 
is $5. For an extra dollar per month, 
members can double their insurance 
coverage to $2,000, Mr. Sparks said.

About 40% of those signing up for 
club memberships are new customers, 
Mr. Sparks said, and total deposits at
tribu tab le  to m em bers am ount to 
about $3 million.

The club is p rom oted prim arily 
through newspaper, radio and TV ad
vertising, supported by lobby displays 
in the bank’s main office and five 
branches. Outdoor boards also have 
been used. When a new feature is 
added to the plan, statement stuffers 
announcing the fact are sent to the 
bank’s entire customer base.

Mr. Sparks said that 45% of the 
bank’s retail base participates in Bonus 
Checking.

One other bank in Fort Smith offers 
a package plan, but it doesn’t include

insurance, Mr. Sparks said. Insurance 
coverage is one of the principal attrac
tions of the club, he said.

He feels that customer loyalty to the 
bank increases with club membership, 
“A customer would think twice before 
changing hanks when he or she gets so 
many needed  services for a small 
monthly fee.” •  •

Man Against Machine:

Millionth ATM Customer 
Hits $450 Jackpot

A pitting of wits against wires left a 
First National, Birmingham, customer 
$450 richer and the bank’s William 
Teller ATM with its one-millionth 
transaction in less than two years of 
operation.

The race for riches began when Joel 
Cunningham made a withdrawal and 
was acknowledged as the machine’s 
one-millionth customer. In recogni
tion of this custom er-service mile
stone, First National gave him five 
minutes to withdraw as much money as 
he could, in $50 increments, from a 
special teller account. The event was 
held at a busy downtown ATM location 
with a crowd of bank employees and 
lunchtim e passersby cheering Mr. 
Cunningham on. When the time was 
up, he had withdrawn $450.

Two Birmingham television stations 
carried the story as a human-interest 
event, and the daily newspaper ran a 
story and photo.

To publicize its ATM's one-millionth transaction, 
First National, Birmingham, staged a race be
tween man and machine. In five minutes, Joel 
Cunningham (I.) had withdrawn $450. William 
M. Fackler, marketing director, congratulates 
him.
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The ins and outs 
of the agricultural 

lending market

A correspondent bank that’s in the ag overline 
market one year and out the next is just the kind 
of correspondent bank you don’t need. Your agri
business customers need credit they can depend on.

Continental Bank is committed to the ag market. 
This year. Last year. Next year. Not because it’s a 
good crop year, or because loan demand is down in 
other industries. We re in it for the same reason 
we re in the correspondent banking business. To 
build long-term banking relationships.

Continental Bank has always provided corre
spondents with seasonal loans and agricultural 
overlines. We’ve even developed a special cash flow

kit for our correspondents. With step-by-step, 
common-sense procedures their farmers can follow 
to sound financial management.

At Continental Bank, credit requests go directly 
to your account manager. The officer who can say 
“yes” or “no” on most loans. You get a decision fast, 
From the person who made it.

When you call John Tingleff at (312) 828-2191 
and tell him you're in the market for a farm credit 
,. .you can bet on one thing. We’ll be in the 
market, too.

We’ll find away.

CONTINENTAL BANK
231 SOUTH LASALLE STREET, CHICAGO, IL 60693

Continental Illinois National Bank and Trust Company of Chicago,
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How to R esolve Custom er R esistance
By JOHN R. GINSLER

President, Financial Training Resources 
Glen Ellyn, III.

RESISTANCE is a natural and 
normal elem ent of most sales 

calls. It’s caused, in many instances, by 
our own inefficient or incom plete 
communication, or, in other instances, 
by the customer’s inefficient listening, 
emotional reaction to our logic or ra
tional evaluation and testing of what 
we’ve proposed.

To resolve resistance, regardless of 
its cause, it’s essential first to view it 
with a positive attitude that enables 
you to react to it confidently and con
structively . H ow ever, to effect a 
change in customer viewpoint, you 
must, at the same time, be able to 
communicate facts, logic and reasons 
that warrant a change in his thinking. 
Resistance is the result of a breakdown 
or short circuit that occurs in com
munication between you and your cus
tomers. Following are practical and 
proved communication methods to 
troubleshoot and repair breaks in 
communication circuits as you en 
counter them.

Ask “Why?” and Listen. Most resist
ance encountered usually is stated in 
blunt, unclear, incomplete terms. For 
example, “I’d like to think about it.” 
“I’m satisfied.” “Your terms are too re
strictive.” “I had a bad experience with 
your bank ,” etc. The difficulty in 
dealing with resistance stated in this 
manner is that since you don’t really 
know what the customer means, you 
don’t know where to begin in modify
ing this viewpoint.

Consequently, the starting point in 
resolving virtually all resistance stated 
in imprecise or unclear terms is to 
clarify it by asking “Why?” and listen
ing. This accomplishes several useful 
purposes:

It enables you to get at the underly
ing and often hidden cause o f the re-
28

sistance, so you can treat it rather than 
superficial symptoms. For example, 
when you encounter resistance such 
as: “I’d like to think about it,” it could 
be due to any of several causes — lack 
of complete belief in what you’ve pro
posed, inab ility  to perce iv e  any 
urgency about acting, other priorities 
that command time and attention and a 
need to discuss the proposal with 
others because of limited authority, 
etc. Only as you flush out the true 
cause of indecision can you treat it with 
relevant and appropriate reasoning.

Use third-party experience. 
This simply involves relating 
another customers experience 
with the point of resistance 
that's been raised and showing 
through his experience the 
facts, logic or reasons that 
warrant a change in viewpoint.

It can cause a customer to reduce the 
intensity and size o f his resistance. 
Many points of resistance are based on 
outdated or stereotyped notions. By 
as king a custom er to explain his 
viewpoint, you encourage him to re
examine and evaluate it. In the pro
cess, he frequently sees holes in his 
own reasoning and often will modify it 
or even withdraw it. In any case, it 
causes him to supply you with a clearer 
understanding of what he means so you 
are better able to supply the facts and 
logic needed to modify his viewpoint. 
For example, a custom er may say 
“Your charges are too high!” Asking 
him to clarify w hat he bases his 
viewpoint on will enable him to recog-

nize that his viewpoint may be based 
on hearsay rather than direct experi
ence and that he needs more informa
tion to make a proper judgment.

It helps reduce the emotional pres
sure that frequently accompanies re
sistance so it can be dealt with through 
reason rather than through argument. 
By seeking clarification of a customer’s 
resistance, in effect, you say: “Look, I 
don’t want to fight with you. I’d just 
like to know more about the way you 
feel. As the customer is encouraged to 
talk out his viewpoint, it reduces the 
emotional stress of his resistance so it 
can be viewed objectively by both him 
and you.

It also enables you to control your 
own emotional reactions to resistance 
so you can deal with it rationally. 
When resistance is encountered, it’s 
natural to view it as directed at you and 
to react to it defensively or combat
ively — to prove how wrong the cus
tom er is. This leads to argum ent, 
which only serves to close the cus
tomer’s mind, rather than to open it. 
Asking the customer to clarify his re
sistance is like counting mentally to 10. 
It enables you to regroup your emo
tions and to organize facts and methods 
needed to bring about a meeting of 
minds.

Applying this method involves this 
simple procedure:

1. A cknow ledge the custom er’s 
viewpoint. In doing so, you neither 
agree nor disagree with the customer, 
but express respect or empathy for his 
viewpoint and his right to state it. This 
takes the sharp, emotional edge off his 
resistance and voids the natural incli
nation to argue. For example: “I can 
appreciate how you fee l.” “That’s 
understandable.” “You must have a 
good reason for saying that.” “I can
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QUALITY PLUS EXPERIENCE PLUS SERVICE 
EQUALS

NEW ACCOUNTS PLUS INCREASED DEPOSITS PLUS ADDITIONAL MARKET SHARE

SPECIALISTS IN CONTINUITY PROGRAMS

WRITE OR W. M . Dalton & Associates
CALL COLLECT. n  penns Trail, Newtown, Pennsylvania 18940
_______________________Telephone: (215) 968-5051_________________

FRENCH LEAD CRYSTAL BY J. G. DURAND

STAINLESS FLATWARE AND SILVERPLATED HOLLOWARE BY ONEIDA 

IMPERIAL FINE CHINA AND STONEWARE BY MIKASA
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“BY CONSOLIDATING 
THE MOUNTAIN OF 

ENVELOPES WE USED, 
WE SAVED $28,000.”

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

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

Tension found, after an analysis of their situation, 
the addresses on each form fell in approximately 
the same area ... so two envelopes could meet 
all their mail requirements.

Mountain Banks saved $28,000 per year by 
eliminating small uneconomical orders, while 
improving inventory control, processing, 
convenience and other factors.

For a FREE Idea File on envelope consolidation, 
send the coupon below.

T E N S I O N  j
E N V E L O P E  C O R P O R A T IO N

816 E. 19th S t., Kansas City, MO 64108

□  Yes, send me your Envelope Consolidation Idea File.

NAME_______________________________  —--------------------------------------
COMPANY________________________________ —---------------------------------------------
ADDRESS________________________________ — --------------------------------------------
CITY_______________________ STATE_________________ ZIP----------------------------
PHONE NUMBER_____________________________________________ ___________

T E 387_ ___|

Board Meetings 
Mode More Effective 
With More Effective 
BOARD REPORTS!

Here's a 2 0 0 -p a g e  manual entitled  
BOARD REPORTS that will help your bank 
determine the "quantity and quality" of 
monthly reports needed by your directors 
so they, and m anagem ent, can m ake  
proper decisions.

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

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

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

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

Included are examples of written reports 
most needed by bank directors who desire 
to create policies that lead to prudent bank 
management. In addition to material pre
pared by the author, contributions by 
well-known bank specialists are included.

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

To order your copy send your check for 
$ 2 0 .0 0  (add 4 .6 %  sales tax in Missouri) 
to: The BANK BOARD LETTER, 408 
Olive, St. Louis, Mo. 63102

I ( Adveriisemenf )
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> 
2 ake It 

"Super 
Tin-Lizzie" 
Christmas!*

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

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

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

only $720.00.
Standard color schem e is red, black, gold. G asoline engine, 3.2 HP.
Pneum atic tires. S teel frame, body. Fiberglass fenders, running boards.
Length 68”. Wgt. 220 pounds.

| TUCKER, I’M ECSTATIC! Please Rush__________Super Tin-Lizzie(s) •

Firm_________________________________________________________________
• Address______________________________________________________________
| City______________________________________State (Zip)___________________

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

i BOB TUCKER • Box 1222 • Pt. Arthur, Tx. 77640
i_______________________________________________________________________| ___________________

* ALL CARS NOW SHIPPED WITH DELUXE 
CHROME-PLATED ALUMINUM WHEELS! SHARP!
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Permanent good looking, energy 
sawing facilities w ithout cost over-runs.

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

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

DIEBOLD*
Contract Services. Inc.
SUBSIDIARY OF DIEBOLD, INCORPORATED 
CANTON, OHIO 44711
Manufacturing Facilities: Clearwater, Florida and 
Las Cruces, New MexicoDigitized for FRASER 

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



understand your desire to be sure 
about this,” etc.

2. A sk  th e  cu s to m er  to  c la r ify  his 
v iew p o in t. To encourage the customer 
to talk about his viewpoint, you should 
express a sincere desire to learn about 
it by asking open-end questions pref
aced with “W hy,” “W hat,” “W hen,” 
“Who” or “How.” For example: “I’d be 
interested to know why you feel our 
charges are too high, George.” “To be 
sure I understand your feelings on this, 
what was the nature of your bad ex
perience with our bank?” “In view of 
the benefits to be gained, there must 
be some question I haven’t answered 
causing you to hesitate — what might it 
be?”

3. L is te n  a t te n t iv e ly . This is the 
most crucial element of clarifying re
sistance, because only as you hear what 
the customer is saying can you select 
and apply appropriate facts and rea
sons needed to modify his viewpoint. 
It requires giving the customer your 
full and interested attention and let
ting him talk out his viewpoint without 
in te rru p tio n . This is w here many 
salespeople fail, since they tend to be 
more intent on getting their viewpoint 
across, rather than hearing the cus
tomer. However, as you listen with 
interest and empathy, it not only helps 
squeeze the emotion out of the resist
ance so it can be dealt with logically, 
but provides you with the u n d er
standing needed to cope with it.

4. P ro v id e  fa c ts /re a so n s  to  m o d ify  
v ie w p o in t. Once you’ve determ ined 
what the customer means by his resist
ance or what’s causing it, you then are 
in position to supply facts or reasoning 
needed to resolve it. This may involve 
explaining another feature of your ser
vice or capacities, using an example to 
let the customer see an answer to his 
resistance, putting the resistance in 
perspective by outweighing it with 
benefits, reducing uncertainty by sup
plying p roo f of perfo rm ance or 
motivating decisiveness with reasons 
to act. By itself, asking clarifying ques
tions usually will not resolve resist
ance. W hat it does is provide the 
understanding needed to select the 
appropriate logic and methods to re
solve it. Hence, the method is used 
p rim arily  as a preface to o th er 
methods.

D e sc r ib e  T h ird -P a r ty  E xperien ce . A 
lot of resistance is charged with emo
tion caused by prejudice, self-interest, 
pride, fear of change, misinformation 
or hearsay information, lack of knowl
edge or prior bad experience. Trying 
to meet such resistance head on with 
the force of your facts and logic often 
leads to emotional argument, because

it puts the customer on the defensive 
and puts you in the position of proving 
him wrong. Use of a third-party ex
perience is an effective way to deal 
with such resistance because:

•  It avoids head-against-head con
tention and subsequent argument by 
enabling a customer to “see” the an
swer to his resistance without forcing 
him to “agree” with you.

•  It makes it easier to get logic or 
evidence into a customer’s mind. Psy
chologically, it’s much easier for the 
customer to say, “I see that,” than to 
say, “I agree with that,” since through 
examination of the example, the cus
tomer discovers the principles or facts 
that warrant a change in his viewpoint 
without losing face in the process.

Listening attentively is the 
most cru c ia l elem ent of 
clarifying resistance, because 
only as you hear what the cus
tomer is saying can you select 
and apply appropriate facts 
and reasons needed to modify 
his viewpoint.

•  It reduces fears and doubts as
sociated with emotional resistance by 
demonstrating that others have ex
perienced the same fears and doubts, 
but have found an answer.

Using third-party experiences to re
solve resistance involves the following 
procedure:

1. C la r ify  re s is ta n ce  if it’s stated 
unclearly or incompletely by asking 
clarifying questions, as previously out
lined.

2. N eu tra lize  w ith  “fe e l-fe lt- fo u n d ’’ 
resp o n se  to take the emotional sting 
out of the resistance, to establish that 
others have experienced the same 
viewpoint but have found an answer 
and to direct the customer toward the 
third-party experience that supplies 
the answer. For example: “I can ap
preciate how you f e e l , Dr. Lawson, 
since a num ber of my professional cus
tomers re a c te d  much the same way 
when I first discussed use of. our 
credit-card system in handling their 
patient billing. However, let me tell 
you what one of them fo u n d  out about 
the point you’ve raised. . . . ”

3. D e sc r ib e  th ir d -p a r ty  experien ce . 
This simply involves relating another 
customer’s experience with the point 
of resistance that’s been raised and 
showing through his experience the 
facts, logic or reasons that warrant a 
change in viewpoint. For example:

“Dr, George Wilson is a successful 
internist. Like yourself, he questioned 
the applicability of our credit-card sys
tem to his practice. He felt it might be 
viewed as unprofessional by his pa
tients. However, when I pointed out 
that it had been used by a num ber of 
other professionals, he decided to give 
it a try. He found that his patients re
sponded enthusiastically to it, because 
it gave them a more convenient way to 
pay their bills. In three months, he was 
able to convert nearly half his patient 
billings to credit card. This enabled 
him to improve his cash position sig
nificantly, reduce his internal clerical 
time and expense and free his office 
assistant for more productive duties. 
His experience is typical of the more 
than 20 professionals in this area now 
using the system.”

4. G e t b ack  on  tra ck . This involves 
testing the customer’s acceptance of 
the facts and reasoning you’ve com
m unicated  to d e te rm in e  if his 
viewpoint has been changed and con
tinuing your communication at the 
point where the resistance was raised. 
For example: “Based on Dr. Wilson’s 
experience, can you see where use of 
our credit-card system could provide 
you with an improved and lower cost 
means of handling patient billings?”

O u tw e ig h  R esistan ce  W ith  B enefits. 
Some resistance is quite rational. It can 
be caused by reasonable doubts about 
the time, effort or expense required to 
use or implement what you’re pro
posing. When a customer raises resist
ance such as: “Your charges are too 
high” or “You’re not convenient,” what 
he often is questioning is: “Is it worth it 
to put up with the expense, time or 
effort this change will involve?”

Outweighing resistance with bene
fits is an effective method for resolving 
rational resistance because:

•  It puts resistance into balanced 
perspective and causes the customer to 
look beyond the expense, time or effort 
involved in a service to the benefits or 
values it can produce.

•  It helps a customer make sounder 
judgments by analyzing his resistance 
in relation to the values and benefits he 
can expect to derive from what you’ve 
proposed.

•  It communicates a more complete 
impression of value by answering the 
crucial question: “Is it worth it to 
change my viewpoint?”

Applying this method involves the 
following procedure:

1. A ck n o w led g e  a n d  c la r ify  re s is t
ance to avoid the tendency to argue 
with logic and to gain accurate under-

( C o n tin u e d  on  p a g e  43 )
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{Electronic Funds Transfer Systems)

Fed Approves EFTS Network; 
Efficiency Improvements,
Lower Costs Expected

WASHINGTON, D. C. — A na
tional electronic funds transfer system 
that permits consumers and corpora
tions to make almost any payment elec
tronically is in operation. The system 
became complete recently when four 
automated clearinghouse associations 
(ACH) in the Eighth Federal Reserve 
District joined 28 ACHs already in the 
system.

The payments system network is ex
pected to improve financial services to 
individuals and financial institutions 
and to make payment of funds more 
efficient and less costly.

Hooked into the system are about 
9,400 banks, 1,500 thrifts and 6,000 
customer corporations, according to 
the Fed. Any financial institution be
longing to an ACH can present pay
ment instructions to the nearest ACH 
for transmission nationwide. To date, 
most payments have been payroll de
posits, payments of recurring bills such

as m ortgages, or o th e r recu rrin g  
amounts such as Treasury deposits for 
social security beneficiaries.

The network makes use of 34 com
puters in Fed offices. No new facilities 
were required.

Network activity is expected to top
250,000 items monthly and efforts to 
make the public aware of the new sys
tem are increasing. Financial institu
tions are committing additional funds 
to marketing and education efforts as 
present facilities are expanded to ac
commodate increased volume.

Member ACHs of the national as
sociation in the Mid-Continent area 
are: Alabama ACHA, Birmingham; 
Arkansas ACHA, Little Rock; Indiana 
Exchange, Inc., Indianapolis; Ken- 
tuckiana ACHA, Louisville; Lou- 
isiana-Alabama-M ississippi ACHA, 
New Orleans; Mid-America ACHA, 
Kansas City; Mid-America Payment 
Exchange, St. Louis; M id-South 
ACHA, Memphis; Midwest ACHA, 
Chicago; Southwestern ACHA, Dallas 
and Ft. Worth; and Tennessee ACHA, 
Nashville.

NACHA's Annual Conference 
Planned for March 11-14
HOUSTON — The National Auto

m ated C learinghouse Association’s 
(NACHA) annual conference March 
11-14 at the Galleria Plaza Hotel, will 
concentrate on the effect of the new 
nationwide in terregional exchange 
capability.

Three workshops will cover case 
studies of autom ated clearinghouse 
(ACH) applications, a discussion of 
ACHs from th e  th rift -in stitu tio n  
perspective, contingency planning 
discussions and presentations on mar
keting and operational issues.

Three general sessions will look at 
NACHA’s present status and future 
applications of ACHs, consumer bill
paying services and the pricing issue.

In  add ition , th ree  co n cu rren t 
special-interest sessions will be con
ducted allowing participants to ex
change ideas relating to operations, 
corporate customers and consumers.

Convention Calendar
(C o n tin u e d  f r o m  p a g e  6)

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

Jan. 15-16: Robert Morris Associates Accounts Receiv
able and Inventory Financing Workshop, New Or
leans, Fairmont Hotel.

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 B&hk 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.

March 11-14: National Automated Clearinghouse An
nual Conference, Houston, Galleria Plaza Hotel.

March 11-15: Independent Bankers Association of 
America Convention, New Orleans, New Orleans 
Hilton.

March 11-16: ABA National Personnel School, College 
Park, Md., University of Maryland.

March 18-20: ABA National Credit Conference, 
Phoenix, Hyatt Regency.

March 18-21: Bank Administration Institute Commu
nity Banks Presidents’ Forum, Hilton Head, S. C.

March 25-28: ABA Community Bank Executive Con
ference, Kansas City, Crown Center Hotel.

March 28-30: ABA Trust Investm ents Seminar, 
Chicago, Hyatt Regency O’Hare.

April 1-3: Bank Administration Institute National 
Conference on Bank Security, Washington, D. C., 
Shoreham/Americana Hotel.

April 1-4: ABA National Installment Credit Confer
ence, Chicago, Chicago Marriott.

April 5-8: 35th Assembly for Bank Directors, San Fran
cisco, Fairmont Hotel.

April 5-8: National Association of Bank Women South
western Regional Conference, Tulsa, Williams Plaza.

April 7-9: Louisian^ Bankers Association Annual Con
vention, New Orleans, New Orleans Hilton.

April 7-10: Association of Reserve City Bankers Annual 
Meeting, Palm Springs, Calif., Canyon Hotel.

TEMPORARY 
BANKING 
FACILITIES
FOR SALE 
OR LEASE

PORTABLE UNITS
5' x 8' — 8' x 20' —  12' x 40' — 14' x 70' —  28' x 70' 

AVAILABLE THROUGHOUT THE MID-CONTINENT AREA 

MPA SYSTEMS 4120 RIO BRAVO 
EL PASO, TEXAS 79902 

(915) 542-1345
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It takes more than 
die best software to be the best 

software company.
It takes the best people. Experienced, 

knowledgeable, courteous people. Because 
the support you receive with your software is 
often as important as the software itself.

At Florida Software Services, we're 
continually striving to not only provide 
superior software, but superior service as 
well. And the letters we've received from 
financial institutions all across the country 
have let us know we're doing just that.

Like the Bank in Kentucky who wrote to us 
to say: “The conscientiousness o f the  
Florida Softw are Services ' technical s ta ff  
. . • i s  o f inestim able value. Consequently, 
each o f our conversions went sm oothly .*' 
Or the Fidelity Trust Company in Connecticut 
who wrote: “To say they worked day and  
night . . . ( t o  help us g e t converted) would 
not be  ju s t a figure o f speech .“ Or the Bank 
in Detroit who said “Vie were im pressed by 
the level o f expertise  dem onstra ted  by 
your s ta ff and their willingness to go to  
great lengths to a ss is t us in every possib le  
way.“

From comprehensive programs so flexible 
they can be tailored to meet the needs of 
any financial institution, to complete 
standardization capability, from award
winning documentation, to the outstanding 
support you'll receive from the industry's 
finest people, Florida Software is the 
standard by which to compare.

But then, isn't that what you expect from 
the world-wide leader in financial software?

To find out what our software, and our 
people, can do for you, write Florida Software 
Services, P.O. Box 2269, Orlando, Florida 
32802 or phone (305) 831-3001.

■ I l  r L o r /a a  
■  m  s e n d e e s ,Nc

The Standard in Financial Softw are System s

nPlease send me inform ation concerning

■ N a m e ______________________________________________
Title ______________________________________________
Financial In s titu t io n ________________________________

I  A ddress____________________________________________
City _________________  State ______  Zip Code _____

|  Phone __________________  ABANo. ________________
Computer _________________________________________

■ Write for information about any of these outstanding systems: 
Central Information File, Certificates of Deposit, Demand

I  Deposit, Commercial Loan, Savings, Installment Loan,
|  Automated Dealer Floor Plan, Amortization Schedule,

LFinancial Management, Supplies Inventory Control,
Source Program Librarian, Corporate Trust, Mortgage Loan 
Extended, and General Purpose Payroll. FS"5
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How to Save on Unemployment Insurance

By UPMANG. FELD, B .S ., J .D .

S OME BANKERS haven’t directly 
considered the prospects for sav

ing money on unemployment taxes, 
which are larger than they imagine. 
Because the impact is smaller for such 
taxes, which are paid quarterly rather 
than in one lump sum, the savings 
don’t appear material at first. Yet a 
bank with long-time employees and 
small employee turnover can reduce 
these taxes to minimal amounts.

For financial institu tions w here 
m anagem ent can’t be b o th e red  
through lack of concern, these state 
unemployment taxes can creep up
ward unexpectedly.

Banks don't re a lize  how 
much they are paying in unem
ployment taxes because such 
taxes are paid quarterly rather 
than in one lump sum. Banks 
should learn how to minimize 
these taxes.

The taxes are based on a percentage 
of salary, but are not based on the en
tire wages or salary paid an employee. 
For example, the percentage could be 
based on the first $4,200 or the first 
$6,000 or even on the first $10,000 of 
salary paid depending on the particular 
state law. If care is taken to fight unjust 
claims and to keep employee turnover 
at a minimum, the percentage of salary 
paid in unemployment taxes can fall to 
1% or even less.

Let’s look at a 20-employee bank 
situation to illustrate the fluctuating 
expense of these taxes. The amount of 
salary subject to the tax in this particu
lar state I choose for my example is 
$6,000. The cost is constant because 
bank officials want to be nice guys and

Mr. F eld , a Kansas City attorney, has writ
ten more than 400 articles and two books 
and is involved in discrim ination cases in 
his legal work.
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don’t bother to battle unjust claims. 
The 20 employees at $6,000 salary or 
wage coverage mean that $120,000 out 
of salary paid is subject to the tax per
centage imposed each year. Depend
ing on the astuteness or laxity of man
agement, the percentage of unem 
ployment tax paid each quarter could 
be 1%, 3% or 4%. The quarterly pay
roll covered by the unemployment-tax 
rep o rt to th e  sta te  will average 
$30,000. The alert bank with 20 em
ployees whose tax percentage is 1% 
could be paying $300 a quarter or 
$1,200 a year. This means $100 per 
month in unemployment tax expense.

If the claims for unem ploym ent 
benefits by ex-employees grow and 
because of the extra pay-out the tax 
increases to 4%, the tax no longer is 
$300 per quarter, but $1,200 per quar
ter or $4,800 per year, a constant 
monthly expense of $400.

What do I mean by being a nice guy 
at termination?

Here are some examples.
•  A woman is constantly absent or 

late on the job, increasing the work 
load on other employees. She thinks 
she’s getting away with her erratic 
working habits because of her charm
ing personality. Never does her boss 
admonish her or make notes on the 
days she breaks the rules. Finally the 
boss says, ’ Peg, this just isn’t working
out. Your work is not up to __________
Bank standards. I’ll have to let you go.”

Peg can receive unemployment in
surance benefits that will help move 
upward the bank’s unemployment in
surance tax percentage on the total 
$120,000 of unemployment insurance. 
The covered pay thus becomes a direct 
financial p u n ish m en t for u n em 
ployment-insurance negligence. Be
cause of what she was told at termina
tion, the record will show she was dis
charged  for inefficiency, not for 
breaking rules. It could be a different 
result if she were advised in advance, 
frequently admonished and a record 
kep t of h e r noncooperation . Re-

member the difference between 1% 
and 4%. It’s possible to have a 0% tax or 
5%.

•  A male teller fabricates records 
and steals nearly $4,000 before he’s 
caught. Confronted with statements of 
depositors and fellow employees, the 
teller signs a full confession. Every
thing is hush-hush. The bank has a 
$1,000 deductible on its insurance 
policy covering employee dishonesty.

The culprit raises the $1,000 to 
cover the deductible. The teller knows 
his position full well. Says he to the 
banker boss, “The bank is out nothing. 
You will even be better off with your

Mr. Feld describes some 
h o rrib le  exam p les of how  
banks can be hit with high un
employment insurance p ay
ments if they are not alert as to 
how to reduce the number of 
claims.

loss ratio and have to pay less insurance 
premiums on your bond if I get another 
job and pay off the bonding company.

“I can get a better job with more pay
at t h e __________ Bank. If you show
on my records that I resigned to accept
a better pay job with ____________
Bank, your bank will end up better 
off.”

The banker sees the logic in all this. 
But he’s not as astute as his dishonest 
ex-teller. When the teller quickly loses
his new job w ith__________ Bank, the
culprit can draw unemployment bene
fits directly affecting the account of his 
original employer and not the new 
bank, which has put him to work for 
only a short time at higher pay before 
his weakness again is discovered. In 
most states, you cannot fight a “quit for 
higher pay.”

•  The bank manager felt sorry about 
the termination of his cleanup man, 
who was over 60, who suffered from a
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Manufacturers
Hanover

Commercial
Corporation.

A  Capital Source
few Correspondents.

«pumiwy

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.

We re 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  cap ital source.
Headquarters: 1211 Avenue of the Americas, New York, N.Y. 10036 
Contact: Merwin Wallace, V.P. (212) 575-7472 or 

F.X. Basile, Exec. V.P. (212) 575-7444 
Service Offices:

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

5775-B Glenridge Drive, N.E., Suite 340, Atlanta, Ga. 30328 
Contact: William Wilmot, V.P. (404) 255-5612 
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You can tell a 
lot abouta 

corporation by the 
way it grows.

• Our lead bank, National Bank of Detroit, 
is the largest in Michigan and eighteenth in 
the U.S. with assets of $8 billion.
• Five other subsidiary banks strategically 
located throughout the state of Michigan 
bring the total number of retail banking 
offices to 122.
• Full-service offices in London, Frankfurt 
and Tokyo, plus financial affiliates in 
Europe and Asia.
• Additional domestic subsidiaries engaged 
in mortgage banking, consumer finance and 
credit life insurance.

Our growth is made all the more significant 
to investors because of consistent profitability. 
In the last ten years, for example, earnings have 
grown at a compound annual rate of 9% and 
dividends paid to our shareholders have in
creased at a compound annual rate in excess of 
7 %. This earnings growth over the past decade 
compares favorably with that of the banking 
industry and the Standard & Poor’s 500 
(Composite) stock index.

National Detroit Corporation is listed 
on the New York Stock Exchange (ticker 
symbol NBD) and our latest financial 
reports are available by writing to our 
Financial Communications Department.

CONSOLIDATED BALANCE SHEET 
September 30,1978 
(dollars in thousands)
ASSETS

Cash and Due from Banks (including
Foreign Office Time Deposits of $812,446)...............  $2,002,553

Money Market Investments:
Federal Funds S o ld ........................................................  948,650
Other Investments..........................................................  33-145

981,795
Trading Account Securities—At Lower of 

Cost or M arket...............................................   1-325
Investment Securities—At Amortized Cost:

U.S. Treasury ................................................................... 514,192
States and Political Subdivisions................................  773,016
Federal Agencies and O ther.........................................  33,442

1,320,650
Loans:

Commercial ..................................................................... 2,302,443
Real Estate Mortgage .................................................... 887,836
Consumer .........................................................................  485,097
Foreign O ffice ................................................................... 414,899

4,090,275
Less Reserve for Possible Loan Losses...................... 53,406

4,036,869
Bank Premises and Equipment (at cost less

accumulated depreciation of $54,987)........................ 72,210
Other Assets......................................................- ................. 261,606

Total Assets ............................................................  $8,677,308

LIABILITIES AND SHAREHOLDERS’ EQUITY

Deposits: _
Dem and.............................................................................  $1,995,445
Certified and Other Official Checks............................  524,348
Individual Savings ..........................................................  1,418,367
Individual T im e ................................................................  905,839
Certificates of Deposits.................................................  775,233
Other Savings and Time.................................................  118,738
Foreign O ffice ..................................................................  1,118,856

6,856,826
Other Liabilities:

Short-Term Funds Borrowed...................  $918,588
Capital N o tes ...............................................  75,584
Sundry Liabilities .............................................  286,994 1,281,166

Total Liabilities........................................................  8,137,992
Shareholders’ Equity:

Preferred Stock—No Par V a lu e ...............  —
No. of Shares 
Authorized 1,000,000 
Issued —

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

Capital Surplus ............................................... 179,999
Retained Earnings..........................................  287,916
Less: Treasury Stock-

162,573 Common Shares at c o s t......... (4,552) 539,316
Total Liabilities and Shareholders’ Equity......... $8,677,308

Assets carried at approximately $531,000,000 (including U.S. Treasury Securities carried 
at $18,000,000) were pledged at September 30, 1978, to secure public deposits (including 
deposits of $33,838,058 of the Treasurer, State of Michigan) and for other purposes 
required by law.
Outstanding standby letters of credit at September 30, 1978, totaled approximately 
$32,000,000.

NATIONAL DETROIT CORPORATION
National Bank of Detroit
611 Wbodward Avenue, Detroit, M ichigan 48226

DOMESTIC SUBSIDIARIES' Grand Valley National Bank, Grandville; National Bank of Dearborn; National Bank of Detroit; NBD Commerce Bank, Lansing, 
NBD Insurance Company, Detroit; NBD Mortgage Company, Detroit; NBD Port Huron Bank, N.A.; NBD Troy JJank, N.A.; Instaloan Financial Services, Inc.
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BOARD OF DIRECTORS 

Robert M. Surdam
Chairman of the Board

Charles T. Fisher III
President

Norman B. Weston
Vice Chairman of the Board

A. H. Aymond
Chairman
Consumers Power Company

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

David K. Easlick
President
The Michigan Bell Telephone Company

Richard C. Gerstenberg
Director and Former Chairman 
General Motors Corporation

Martha W. Griffiths
Griffiths and Griffiths

John R. Hamann
President
The Detroit Edison Company

Robert W. Hartwell
President
Cliffs Electric Service Company

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

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

Richard Manoogian
President
Masco Corporation

Don T. McKone
President
Libbey-Owens-Ford Company

Ellis B. Merry
Former Chairman 
National Bank of Detroit

Irving Rose
Partner, Edward Rose & Sons
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American Natural Resources Company
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BASF Wyandotte Corporation
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Honorary Chairman and Director 
and Chairman of Executive Committee 
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President
The Stroh Brewery Company
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Former Chairman
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Peter J. Monaghan
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NATIONAL DETROIT CORPORATION
National Bank of Detroit
611 Wbodward Avenue, Detroit, Michigan 48226

disease that made his arms shaky, had 
no savings and had an elderly wife to 
feed. So when the custodian was dis
charged, he was given two months’ pay 
— one month’s pay for termination 
pay; the other for two years’ accumu
lated  vacation. The custodian ex
pressed no grief for the bank and im
mediately requested unemployment 
insurance benefits from the state. The 
bank has grounds for pro test both 
during the two months the custodian 
was paid and afterward since the ex
custodian was unavailable for work be
cause of sickness.

•  Laura is a handy girl around the 
bank. She’ll work several months and 
then stop working. The bank is lax 
about unemployment claim follow-up. 
She always manages to term inate  
under circumstances where she gets 
partial, if not complete, unemploy
ment benefits. True, she doesn’t al
ways tell the truth, but her claim is not 
disputed. Oddly enough, the bank’s 
personnel departm ent always finds a 
place for Laura when she wants to re
turn to work.

Bankers are warned to never 
disregard a letter from their 
state unemployment services 
announcing that a former em
ployee has filed for benefits. 
Reasons given by such an em
ployee for termination should 
be studied to see whether the 
claim is justified or whether it 
should be opposed.

Benefits paid the unemployed are 
not meant to encourage unemploy
ment. Laura gets paid $56.32 per week 
of full unemployment, but the money 
paid, even though i t ’s below  the 
minimum wage, is not subject to in
come tax. Laura goes back home to live 
with her mother and father at no ex
pense.

What would be starvation pay to the 
head of a family turns out to be a highly 
desirable allowance to daughter Laura 
who works at one bank or another from 
time to time. So Laura learns how to 
get tax-free paid vacations. She retires 
with an allowance from the state, using 
her former bank employer’s tax money 
to subsidize her vacations. If one bank 
does not rehire her, another will! The 
sum of $56.32 per week for 26 weeks 
doesn’t seem like big money; yet mul
tiply it out, and it comes to $1,464.32. 
If the bank allows three or four em 
ployees like Laura to come and go as 
they please, you can see that the in-
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crease in unemployment tax can be 
tremendous.

Finally, there are four basic money
saving points to remember about state 
unemployment insurance claims.

Persistency: Never disregard the 
notice when any letter comes from the 
state  unem ploym en t serv ice an 
nouncing a former employee has filed 
for benefits. Study the reasons the ex
employee gives for termination to see 
if the claim is just or whether the claim 
can be opposed.

Immediate Action: Never set aside 
the claim for later study. Persistently 
read the letter and make a decision one 
way or another to fight or to lose 
money. The claim for benefits must be 
answered in a definite number of days, 
such as five or 10. Don’t delay or you 
will lose your rights.

Social Security Number: Be certain 
your reply is sent to the proper unem 
ployment office address, and be sure 
your reply contains the prime identifi
cation required — your ex-employee’s 
social security number.

Certainty: Be certain your reply is 
not a generalization, but contains spe
cific dates and specific facts you can 
back up if there’s an appeal.

Carefully check whether the claim
ant was really employed by your bank. 
Sometimes, the last name has been 
changed through m arriage. Every 
once in a while, you get a phony name, 
but if you take no steps to protect the 
bank, the increase in taxes is not 
phony. •  •

TBA Offers Career Packet

A package o f materials on careers 
in banking is available from the T en
nessee  Bankers Association (TBA) for 
use by school and civic groups.

The “W hat About Banking?” pro
gram includes a slide  show and ac
com panying brochures. It was com 
piled by and is distributed by the  
TBA s young bankers division.

Topics covered  in the slide show  
include information on specific types 
o f Ci ireers in banks, such as teller, 
loan and credit officer, investm ents  
officer and operations departm ent 
personnel. Specia lized  job  oppor
tunities also are described , including  
com puter operators and program 
mers, international departm ent p er
sonnel and public relations and ad
vertising positions.

The accom panying brochures deal 
with the service role o f  banks, the 
kinds of jobs available, career and 
educational qualifications n eed ed , 
working hours, salary and benefits 
and the em ploym ent outlook for the 
field.
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The Banking Scene

The Effect of Inchoate Law on Bank Policy

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

I NCHOATE” LAW, developed 
by Professor Adolf Berle in 

Power W ithout Property  and Legal 
Problems o f  Economic Power, has be
come famous among lawyers. W eb
ste r’s D ictionary defines it as: “to 
begin, just begun; in the early stages; 
incipient, rud im en tary .” But, Dr. 
Berle refers to a more subtle concept: 
When public expectations are not met, 
legal sanctions are developed or “dis
covered” to achieve public goals by 
reinterpreting existing laws. Some
times even public pressure is not 
needed — just the will of a strong 
President, governor, mayor or activist 
bank regulator.

"Bank regulators, who pre
viously viewed decisions by 
measuring the impact of the 
action on the bank's solvency, 
now are pressuring for Socially  
good7 actions."

By not responding to exterior pres
sure, banks could be subjected to puni
tive conditions they otherwise could 
have avoided by complying with the 
public’s interest, even though it may 
be undesirable. Economist and Nobel 
recipient Milton Friedman agrees with 
this idea. He says only by supporting 
and defending corporate obligations to 
accrue profits can the company grow 
strong and be a good citizen in the 
community. He stresses that business 
profit must be viewed over a significant 
time period; windfall profits could be 
misinterpreted as monopolistic action. 
Dividends attest to a healthy company 
growth, which means more benefits for

society in the form of increased com
pany employment, tax payments and 
capital acquisition for expansion and 
reasonable support of community bet
terment.

In a philosophical context, this is the 
fundamental concept of a “prudent 
man,” meaning the bank executive is 
not p ru d e n t w hen he estab lishes 
policies that may backfire on the in
stitution—triggering inchoate law.

Policies are not static or carved in 
unalterable stone. What was consid
ered good policy at one time can be 
poor policy at another. Business con
duct standards have undergone re
markable changes since the Code of 
Hammurabi thousands of years ago. In 
the last two decades there probably 
have been more changes in bank policy 
than in the last century.

The “Golden Rule” may be an ex
ceptionally good guide to policy, but is 
not easy to apply in today’s society. For 
example, whom should the bank direc
tor represent in the controversial area 
of redlining? Should it be the share
holders, the depositors, the borrow
ers, the community? What about the 
employees and the regulators?

The board must weigh the conse
quences of its policies over time. It’s 
not easy; there are strong pressures on 
the board to be all things to all claim
ants. Almost unlimited demands can 
be made on the limited resources of 
the bank. The board should cooperate 
with top management to establish pol
icy to p ro ra te  those re so u rces— 
money, manpower, materials, time 
and space—to their maximum benefit.

Sociologists and bankers agree that 
recently there have been “increased 
levels of an tic ipation”; increasing 
numbers of vocal segments in society 
have made known their demands. In

several urban states the demand is for 
banks to fund investments in “socially 
good” activities rather than in safer, 
more remunerative loans and invest
ments. Is a home mortgage to a margi
nal borrow er in a d e te rio ra tin g  
neighborhood likely to produce bene
fits to bank-interested parties? Do 
these benefits compare to a commer
cial loan to a merchant or manufacturer 
with an established credit record?

Remember why commercial banks 
were called commercial banks. Their 
major function was to finance com
merce, not consumers. Some small 
banks still hold to this. Are they to be 
condemned by the public because they

"When public expectations 
are not met, legal sanctions 
are developed . . .  to achieve 
public goals by reinterpreting 
existing laws."

elected to serve that market? Why 
should society or government regu
lators be critical of an institution that 
has limited its sphere of services or 
geography?

One of the major criticisms of hold
ing company operations is that such 
operations have become too diverse 
and often expand over state borders. 
Since the 1930s, banks have expanded; 
in the 1960s, the Comptroller of the 
Currency encouraged national banks 
to innovate. Soon they were leasing, 
providing computer services, working 
with travel agencies and financing off
shore expeditions with Eurodollars. 
Many banks were highly profitable, 
but some, like Franklin National of
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In the worldwide financial industry, 
one name stands out 
for complete security systems 
and product capability.

Moslec
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

M osler
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Brandt's Countess‘825 is your 
efficient answer to check processing
Counts currency and checks up to 1200 per 
minute . . .  also endorses or cancels.
Slow, inefficient paper processing can be a 
costly mistake at any bank. It wastes good teller 
talent and invites inaccuracy — both big strains 
on budget. The Brandt Countess 825 brings 
new accuracy, efficiency and productivity.
Not only does Countess count, endorse and 
cancel at high speeds. . .  it also batch counts in 
any quantity from 1 through 999. Two conven
ient readouts give batch and accumulative totals.
Countess 825 is extremely easy to operate. 
Your teller simply selects the counting and/or 
endorsing mode, sets for continuous or batch 
count, and pushes the start button.
A variable speed control lets the teller match 
Countess’ speed to varying document conditions. 
Worn bills, inconsistent thickness in documents 
— Countess handles them all swiftly and reliably.

There’s no need to worry about two or 
more documents being miscounted as one. An 
indicator light on the 825 alerts the teller if more 
than one item at a time has gone through.
Put a Brandt Countess to work at your bank. 
See how high speed, accuracy and efficiency 
can help you greet, meet and beat your budget.
Call your nearby Brandt Representative for full 
details on the Countess 825 Currency & Docu
ment Counter-Endorser-Canceler. He’s in the 
Yellow Pages under “Coin and Bill Counting/ 
Wrapping Machines.”

B n  in d t
SINCE 1890

Brandt, Inc. Watertown, W l 53094 
Brandt® Cashier® Countess®
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New York and First National of San 
Diego were not. In defense, state- 
chartered banks asked for and usually 
got “wild-card” legislation, permitting 
them  the same powers or powers 
similar to those of national banks.

Parallel developm ent was taking 
place in Washington and in state legis
latures. Power was expanding but in a 
less direct sense. Bankers increasingly 
were advised that if they wanted leg
islative authorization — for a new 
branch or facility, or to relocate — they 
had to commit themselves to accom
plish what the regulator wanted. This 
included hiring and promotion prac
tices, “socially good” lending or pur
chasing illiquid  securities such as 
housing bonds. Sometimes it included 
“purchasing” and absorbing a problem 
bank. Jawboning and open-mouth op
erations were reinforced when the car
rot of granted permission was held out 
— provided the bank agreed to do 
something it would have preferred not 
to do.

Bankers suggest a paradoxical situa
tion has developed in the last few 
years. Bank regulators, who previously 
viewed decisions by measuring the 
impact of the action on the bank’s 
solvency, now are pressuring for “so
cially good” actions. These actions 
tend to work in a negative direction to 
their intent.

When banks had fairly high ratios of 
capital to liabilities, the losses such 
“socially good” actions produced were 
absorbed more readily than they can 
be in the future if the ratios of capital to 
total liabilities continue to drift down
ward.

These same bankers observe a stiff
ening of the spines of bankers who in
creasingly are not accepting the in
choate actions of federal and state reg
ulators. •  •

Customer Resistance
(Continued from page 33)

standing of the resistance when it’s 
stated in unclear or incomplete terms. 
For example: “I can appreciate your 
not wanting to spend any more than 
you have to in settling your estate. But, 
so that I have a clearer understanding 
of your views on this, why do you feel 
the charges of our trust department 
would be too high?”

2. Restate resistance as a question 
to confirm your understanding of the 
customer’s viewpoint and to put the 
resistance in a form that encourages 
rational analysis, ra ther than argu
ment. For example: “As I understand 
it, Mr. Townsend, you are questioning

whether there are sufficient values to 
be gained by having our bank’s trust 
department serve as the executor of 
your estate to warrant the fees that are 
involved. Isn’t that right?”

3. Add up the benefits and compare 
what the customer will gain with what 
he must invest or give up in modifying 
his viewpoint. This can be communi
cated with maximum effectiveness by 
using a “balance sheet” to visualize the 
com parison. F or exam ple: “ L e t’s 
analyze what you’ll gain by using our 
bank’s trust department as your ex
ecutor in comparison to the modest fee 
that will be involved:

“You ll invest executor fee of___% of
estate value.

“You’ll gain:
•  “Professional expertise in p er

forming varied and complex executor 
duties that can result in significant 
dollar savings by protecting an estate 
against unnecessary taxes and im 
proper claims, maintaining and en
hancing value of invested assets, effi
cient handling of estate details result
ing in lower legal expenses.

•  “Full-time attention devoted to 
performance of executor duties that re
sults in quicker settlement of an estate 
and prompt attention to beneficiaries’ 
needs.

•  “C ontinuity in perform ing ex
ecutor duties because of our corporate 
stru c tu re , assuring u n in te rru p ted  
professional performance that you con
tract for.

•  “Financial responsibility in han
dling an estate’s assets that protects the 
estate, while avoiding a costly bonding 
fee.”

4. Get back on track by testing the 
customer’s acceptance of the values 
you’ve communicated and determin
ing whether he’s ready to proceed. For 
example: “Based on this, can you see 
how our trust-departm ent fees are 
more than paid for by the values and 
savings produced for your estate?”

In our next “Let’s Talk Selling” arti
cle, we shall conclude our examination 
of how to resolve resistance by dis
cussing three additional methods — 
use of analogies in resolving both emo
tional and rational resistance, use of 
proof of performance to convert uncer
tainty into conviction and use of rea
sons to act to motivate decisive ac
tion. •  •

AMORTIZATION
SCHEDULES

•  All Types and Variations

•  Same-day Service

•  Quality Printed Forms

• Telephone Service with 
Immediate Answers

WRITE FOR DETAILS 
AND SAMPLES

Serving Financial Institutions 
Since 1956

B A N K « ? '

C O U N T  
SERVICE BUREAU 

RUDOLPH, WIS. 54475

Dept. MCB 
(715) 435-3131

AREA CODE 
'314'

TELEPHONE NUMBER 
883-5755

R I C l é è g D  L.

B/SDM
A l A ^ f i p E C T

A S ^ ^ P i 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
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A Bank Married Us For Life
If the number one major bank in service, 
solidarity and growth in its market 
wanted to affiliate with a life insurance 
company... 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-1 
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

In other states, 1-800-238-7477
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F o r  I n s t a l l m e n t  L o a n s

Computerized System Features 
Total Collateral Protection

I N INCREASING NUMBERS, in
stallment-loan bankers are turning 

away from conventional insurance 
follow-up systems and turning toward 
a more effective and viable system of 
total collateral-protection m anage
ment. The computerized program of
fers accurate and reliable monitoring of 
insurance while protecting the bank s 
loan portfolio against loss resulting 
from repossession or default by the 
customer due to uninsured damage.

Donald R. Simmons, vice president, 
Purdue National, Lafayette, Ind., be
came a pioneer of this trend when his 
bank signed up for National Under
w riters’ collateral-protection insur
ance (CPI) early in 1975.

Mr. Simmons decided to try a com
puter program because he was faced 
with two problems:

1. It was costing the bank a lot in 
time and personnel to follow insurance 
manually in a bank as large as Purdue 
National. Tracking insurance involved 
constant researching of files for insur
ance and a never-ending search for 
canceled and expired policies.

2. The element of human error was 
always present. Thus, no matter how 
efficient the Purdue National program 
was, Mr. Simmons was uneasy.

The solution: a totally computerized 
system such as CPI, in which National 
Underwriters successfully integrates 
every facet of a bank’s internal insur
ance and title administration.

Now, with CPI, says Mr. Simmons, 
he is at ease, especially with the 
errors-and-om issions coverage in 
cluded under the program.

“It has been proved in several in
stances that human error is there, and 
our new insuror always is ready, will

ing and able to take care of the situa
tion,” he says.

CPI is different from traditional 
types of single-interest insurance in 
that policies are written solely on cus
tomers who will not, or cannot, pro
vide their own insurance. Mr. Sim
mons considers single-interest insur
ance fair because “this type is charged 
only to the accounts directly affected. 
Customers who create the problems 
should bear the burden of the cost, ” he 
says. Policies are canceled  im 
mediately if the customer furnishes his 
own insurance or pays off the loan,

The bank’s program is simple, yet 
sophisticated. The insuror uses data 
received daily from the bank to create a 
“borrowers’ list,” which is an alpha
betical listing of all customers with 
secured loans and their collateral. In 
addition, the borrowers’ list details the 
insurance status of every borrower, as 
well as the title status if the bank has 
chosen to take advantage of the in-

suror’s free title follow-up, Barbara 
Smith, insurance adm inistrator for 
Purdue National, finds the borrowers’ 
list invaluable,

“If a customer calls, I have a full 
record of his account at my desk with
out going to the file,” she reports. She 
also finds two features of the computer 
printout particularly helpful: printing 
refund figures for customers with VSI 
insurance and cross-referencing loans, 
such as a comaker or a business, where 
a secondary name may relate to the 
primary borrower.

A weekly update of insurance infor
mation instructs the computer to gen
erate notices for those customers with
out insurance or whose insurance has 
expired or been canceled, The bank 
remains in full control of the program 
as the computer sequence stops when 
valid insurance or title information is 
entered into the system; and the no
tices, in pre-addressed mailers, are 
sent to the bank for review and dis
tribution. Three types of letters notify 
the customer of his current insurance 
status, and all are followed two weeks 
later by a final insurance reminder. 
Both notices are courteous, yet firm, 
with the second notice defining the 
term and cost of the insurance.

Bankers are finance minded, and so 
Mr. Simmons initially was apprehen
sive about the money required to op
erate such a program since policies 
originally were written from the last

TOP; Donald R. Simmons, v.p,, Purdue Nat'l, 
Lafayette, Ind,, has worked since 1975 with 
Nat'l Underwriters' collateral-protection insur
ance (CPI), which is described in article begin
ning on this page. BOTTOM; Barbara Smith, in
surance administrator, Purdue Nat'l, describes 
borrowers' list as invaluable part of CPI.
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date of known insurance coverage to 
the loan’s maturity date. With banks 
granting longer contract terms, this 
necessitated paym ent of large p re 
miums for 36- and 48-month policies. 
However, single-interest policies now 
can be written for a year at a time 
under a new annual term option.

A common, and understandable, 
concern of many bankers interested in 
a program of collateral-protection in
surance is: “Will we have a difficult 
time collecting the premiums? Is it 
likely that we will face a great number 
of charge-offs?” Mr. Simmons, with 
almost four years’ experience in work
ing with collateral-insurance p ro 
grams, has encountered “no major 
problem s with collection.” He ex
plains, “Our system of adding the 
premium to the end of the loan, with
out altering payments, finance charges 
or del in q u en t status, has w orked 
well.” The overwhelming majority of 
auto loans are paid off early, and if the 
loan does run to maturity — since the 
bank holds the title — the loan will not 
be closed nor the title released until 
the customer pays for his policy.

While most single-interest insur
ance affords coverage only to the bank, 
under CPI, coverage may be passed on 
to the borrower through the “bor
rower-option” clause of the policy. Be
cause the borrower can file a claim with 
the insurance company, the bank is not 
forced to repossess collateral that’s 
damaged or stolen. It’s estimated that 
one out of every five repossessions oc
curs for that reason. Both Mr. Sim
mons and Miss Smith have found claim 
procedures easy to im plem ent and 
claim settlements equitable.

“As a result of the program, we’ve 
been able to significantly reduce losses 
due to damage on repossessions,” Mr. 
Simmons says.

Skeptical bankers may w onder 
about customer reaction to the pro
gram. Mr. Simmons describes Purdue 
National as “conservative and con
sumer oriented, desirous of fulfilling 
the needs of the com m unity.” He 
doesn’t consider placing insurance on a 
customer out of line with that philoso
phy. “My only intent is to ensure that 
the bank’s collateral is protected prop
erly, as required by the contract. ” Be
cause insurance follow-up is so accu
rate, most borrowers never receive 
notices, but if a customer does call with 
a question, Miss Smith explains, “I can 
tell him exactly what has happened on 
his account.”

What she appreciates most about 
CPI is that she is “on top of my work 
and in tight control.” She states that 
the current system of insurance control
46

New-loan and paid-loan information is trans
mitted from Purdue Nat'l, Lafayette, Ind., to 
computer (shown here) at Nat'l Underwriters' 
office in Indianapolis.

is much more accurate and efficient 
than tracking insurance manually be
cause of the various reports and time
saving procedures built into the sys
tem to assist in maintaining records 
and speed up document processing. 
One aspect of the program, a unique 
system of handling insurance mail, 
saves Miss Smith at least three hours’ 
filing tim e a day and an hour in 
searching for insurance records.

Mr. Simmons also recommends the 
program for its efficiency and accuracy. 
“We are confident that the insurance 
follow-up is as accurate as it can be.”

He also likes the flexibility of the 
program as well as the insuror’s in
novativeness. He cites the example of 
the firm’s offering annual term pol
icies. The company saw a need for such 
an option, developed it into a workable 
alternative to full-term insurance and 
began offering the plan immediately to 
its clients. Also, Purdue National’s 
new-loan and paid-loan information is 
transmitted via computer tape to the 
insuror’s computer, a big time-saver 
for a bank as large as Purdue National.

With a rapidly expanding install
ment loan departm ent, Purdue Na
tional has found a reliable and efficient 
method of handling “uninsured bor
rowers,” and service to the customer 
has not been diminished in any way.

McGillicuddy Named Ch., CEO, 
Manufacturers Hanover Bank, HC 
As Successor to Gabriel Hauge

N EW  YORK CITY — John F. 
McGillicuddy has been elected chair
man and CEO, Manufacturers Han
over C orp. and M anufacturers 
Hanover Trust. The election becomes 
effective April 1, 1979, when Gabriel 
Hauge, present chairman, reaches re
tirem ent age. Mr. Hauge is expected 
to continue as a director of both firms. 
Mr. M cG illicuddy will rem ain  as

president, a post he has held since 
1971.

Other senior-management changes 
saw Harry Taylor and John R. Torell 
III elected vice chairmen and directors 
of both firms, effective immediately. 
They succeeded John A. Waage, vice 
chairman, who retired October 31.

Manufacturers Hanover Trust has 
elected Dwight G. Allen and Edward 
A. Farley executive vice presidents. 
Mr. Allen succeeds Mr. Taylor as in
ternational division head and Mr. 
Farley succeeds Mr. Torell as met
ropolitan division head. Both had been 
senior vice presidents and have been 
elected to the bank’s general adminis
trative board.

Donald G. McCouch and Donald H. 
McCree, senior vice presidents, have 
been elected to the additional posi
tions of deputy general managers of the 
international division and W. Trevor 
Robinson was elec ted  senior vice 
president of the bank. He is in charge 
of the London Branch.

The bank also has appointed five 
additional senior vice presidents: Mer
rill O. Burns, financial services group;

New management team at Manufacturers 
Hanover Corp. and Manufacturers Hanover 
Trust, New York City, will include (from 1.) John 
F. McGillicuddy, eh. & CEO; John R. Torell III and 
Harry Taylor, both named v.-ch. and dir.

Nathaniel S. Howe Jr., national divi
sion; Edward A. Jones Jr., national di
vision; Irwin L. Kellner, economics; 
and Charles H. McCabe Jr., market
ing. Tilford C. Gaines, senior vice 
president, will have the additional 
designation of chief economist.

As of April 1, the bank and the HC 
will function under an office of the 
chairman concept with Messrs. Taylor 
and Torell partic ipating  with Mr. 
McGillicuddy in the direction of both 
firms.

Mr. McGillicuddy joined the bank 
in 1959 as a management trainee. Mr. 
Taylor has been with the bank since 
1969. Mr. Torell joined the senior 
management team in 1970.
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Property-Improvement Loans 
Add Stability to Portfolios

By WILLIAM F. SCHUMANN, President, Insured Credit Services, Inc., Chicago

change their consumer loan portfolio 
mix and upgrade it w ith m ore 
property-improvement loans.

We are now in the early stages of 
a boom p erio d  in p ro p e rty -im 
provement activity. Fueling this boom 
are three major factors:

•  Dramatic increases in the cost of 
buying a hom e, forcing people to 
add -on rather than move.

•  Rapidly accelerating energy costs.
•  The prospect of government tax 

credits for energy-related property 
improvements.

What we re seeing today is a repeat 
of the mortgage-money crunch of a 
couple of years ago. Mortgage money 
is drying up and where it is available, 
rates are once again headed toward 
double-digits. At the same time infla
tion has created a situation where 
moving to a larger home is no longer 
affordable. So, families that would 
“norm ally” be moving to get that 
fourth bedroom or family room are un
able to do so. In stead , they  are 
im proving existing p roperties  and 
creating an enhanced lifestyle by add
ing on or including amenities that 
weren’t available when they originally 
bought the house.

There are also the “traditional” ele
ments of the property improvement 
lending industry. Even if there were 
no mortgage crunch or inflationary 
pressure, studies show that one in 
every five houses today needs major 
improvements like plumbing and elec
trical updating. And as people seek to 
improve the “quality of life,” we are 
seeing more luxury improvements like 
swimming pools, tennis courts, patios 
and greenhouses.

Energy Costs Going Through the 
Roof. Next, let’s look at the cost of 
energy. I t’s going through the roof.

Prices of petroleum-based fuels have 
more than doubled over the last three 
years. Electricity costs have increased 
from 25% to 40% in the last 18 months 
and natural gas has increased by more 
than 30% the past year in most parts of 
the country.

What this does to the consumer is 
create a strong desire to do something 
about energy conservation. Because 
many don’t have the funds necessary to 
do this kind of work, they will be com
ing — in increasing numbers — into 
financial institutions for energy-con
servation loans.

Proposed Government Incentives. 
Finally, there  are the Adm inistra
tion-proposed conservation incen
tives. When passed by Congress, this 
aspect of President C arter’s energy 
policy will c rea te  tax c re d its  for 
en ergy -re la ted  p roperty  im prove
ments.

We expect these incentives will give 
a tremendous push to the property- 
im provem ent loan industry . N or
mally, the industry has been growing 
by a healthy 10% a year. In 1977 indus
try sales were about $30 billion. Nor
mal expectations for 1978 would have 
been $33 billion. Because of govern
ment incentives, we anticipate maybe 
another $5 billion in industry sales. 
That’s an added push of 17% above the 
10% growth.

Beware o f “ Suede Shoe” Salesmen. 
However, this bonanza in property 
improvement loans also has brought 
the “suede shoe” salesman out of the 
closet. This modern-day con artist is 
easy to recognize. The “suede shoe” 
salesman always specializes in areas 
ripe for consumer fraud. Today energy 
conservation has all the ingredients to 
fit the swindler’s classic mold.

The two areas where the con artist is 
concentrating are solar heating and in
sulation.

The big problem with solar energy is 
that it is not yet cost-effective. Despite 
the salesmen’s wild promises, a solar 
heating system simply won’t pay for 
itself as well as has been said. Solar 
heating is in its infancy. I t’s what 
the Model T was to the auto industry. 
It takes a long time to go from a Model 
T to a Cadillac.

Even in high sun areas — current 
hot spots for “suede shoe” salesmen — 
solar heating units are taking consider
ably longer to pay for themselves than 
the five to six years the salesmen are 
claiming.

Beware of the solar-energy salesman 
who is peddling his paper on a “pays- 
for-itself’ in five to six years kind of 
deal.

In su la tio n  P itfa lls . Trouble area 
No.2 is insulation. It’s relatively easy 
to get into and doesn’t require a great 
deal of capital. Insulation has become 
a good sideline activity for many 
home-improvement contractors and it 
seems everybody is hopping on the 
bandwagon.

Insulation is sim ilar to the  wa
terproofing schemes of four to five 
years ago. The problem is you don’t 
know whether you’ve got a botched-up 
job until it’s too late, because you can’t 
see the improvement. You didn’t know 
the waterproofing job failed until the 
flood hit; you won’t know the insu
lation isn’t effective until the cold 
weather hits. In both cases, by the 
time you realize you’ve been taken, it’s 
too late.

Precautionary Measures. There are 
ways to guard against the “sharpies.” 
For example:

•  Know your project. Know the 
facts and statistics about insulation and 
solar energy. For example, thickness 
means very little to insulation, it’s the 
R-value that counts.

•  Know your dealer. Make sure he’s
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reputable and local. Check the Better 
Business Bureau. Look at previously 
completed jobs. Visit his sales office. 
Find out about those doing the selling 
and learn their backgrounds.

•  Know your law. Make sure you 
have a reasonable contract. Make sure 
the dealer is operating with a building 
permit, if required. Make sure the im
provem ent meets the zoning regu
lations and local ordinances.

•  Know your borrower. Make sure 
he’s aware of what he is getting into, 
and make sure he has the ability and 
willingness to repay your loan.

Property Loans vs. Auto Loans. Put
ting the con artist aside, the current 
energy/inflation situation makes the 
property-improvement loan highly at
tractive for lenders. It’s an especially 
good opportunity for institutions to di
versify.

There are roughly three times as 
many auto loans as property improve
ment loans in most portfolios today. 
But remem ber what took place just 
three years ago when we had another 
kind of energy crisis — the gasoline 
crunch. The bottom fell out of the 
auto-loan market.

One of two things happened at that 
time with imbalanced portfolios top- 
heavy in auto loans. E ither quality 
dropped because lenders were scur
rying around trying to maintain their 
outstandings and having to let down 
credit bars or outstandings dropped 
and control of funds decreased with 
regard to consumer lending.

Financial institutions can’t afford to 
put all their eggs in one basket. Sound 
lending dictates a m ore balanced 
portfolio, and there is no better diver
sification in consumer lending than 
property-improvement loans.

H ig h e r Q u a lity  B o rro w e r . Still 
another reason so many financial in
stitu tions are becom ing m ore in 
terested  in property  im provem ent 
loans is borrow er stab ility . The 
property-im provem ent borrow er is 
probably the most stable in any loan 
portfolio. He is investing in his most 
valuable asset. Collection costs are 
consistently lower than on any other 
type of consu mer loan and risk of loss is 
minimized. Moreover, there is stabil
ity of the collateral. Homes are an ap
preciating asset while auto loans, for 
example, are depreciating assets.

But above and beyond all these ar
guments, the “clincher” is bottom-line 
yield. A property improvement loan 
generally has double the bottom-line 
yield of the auto loan, after deducting 
operating expenses and money costs. 
Acquisition costs initially are not a lot 
different. The costs of handling the
48

Lending Brochure Offered

A new brochure entitled "The Risk-Free Profit 
Center" details opportunities for lending institu
tions in the area of property improvement loans. 
The brochure features specific ways loan pro
grams can be tailored to take advantage of the 
property improvement market. Write: Insured 
Credit Services, Inc., 307 N. Michigan Ave., 
Chicago, IL 60601.

loans once they are on the books is 
about the same. Yet with a property- 
im provem ent loan, the bottom-line 
yield is significantly greater.

Risk-free P ro fit Center. What makes 
this all the more attractive is that the 
lender can insure an entire property 
im provem ent loan portfolio against 
losses. Property improvement loans 
truly provide the lending institution 
with a risk-free profit center, and the 
timing couldn’t be better to take ad
vantage of this opportunity. •  •

both local law-enforcement officials 
and banking associations to see the FBI 
limit its bank-robbery-investigation 
role.

The FBI appropriation reduces the 
FBI’s funds for its bank-robbery inves
tigations by $2,591,000 and would 
eliminate 101 perm anent positions. 
The President originally asked for a 
reduction of $5,182,000 and a reduc
tion of 202 jobs.

Private Telephone Network 
To Highlight ABA Workshop

LOS ANGELES — Progress on a 
private bank telephone network feasi
bility study will highlight the 1979 
bank telecommunications workshop 
February 11-14 at the Century Plaza 
Hotel. The meeting is sponsored by 
the ABA’s operations and automation 
division.

The workshop will include general 
discussions of voice and data telecom
m unication with specific attention 
given to credit authorization, cash 
m anagem ent, co rresponden t bank 
services, international banking, secu
rities and money trading and bank se
curity systems.

The workshop is expected to attract 
several h u n d re d  bank te leco m 
municators, including bank operating 
officers, administrative vice presidents 
and telecommunications systems man
agers. It also will feature the largest 
exhibit ever presen ted  of systems, 
equipment and services.

Bank-Robbery Funds for FBI 
Cut 10% by Congress

WASHINGTON, D. G. — Con
gress rejected the C arter Adminis
tration’s request for a 20% cut in funds 
for FBI investigations of bank rob
beries, but did agree to a 10% reduc
tion.

Senator Charles McC. Mathias Jr. 
(R., Md.) led the effort in the Judiciary 
and Appropriations committees and on 
the Senate floor to hold the reduction 
to 10%. He said he would “continue to 
monitor the role of the FBI in ap
prehending bank robbers to determine 
what level of funding is required in 
future years.”

The senator questioned w hether 
local law-enforcement officials were 
either willing or equipped now to as
sume duties the FBI historically has 
had in probing and preventing bank 
robberies. He chaired a Senate Ju
diciary Committee hearing that un
covered much reluctance on the part of

Dividend Reinvestment Plan 
Offered by Continental

CHICAGO — A dividend re in 
vestment plan allowing stockholders to 
acquire additional shares without ser
vice charges or brokerage commissions 
has been offered by Continental Bank, 
a subsidiary of Continental Illinois 
Corp.

Stockholders may automatically re
invest their cash dividends and make 
additional cash investments in the cor
poration’s stock, accruing compound 
stock growth and dollar cost-averaging 
th rough  regu la r purchases. No 
minimum frequency is required for 
additional cash investm ents, which 
may total up to $3,000 per quarter if no 
single investment is less than $25. Par
ticipants can withdraw accumulated 
shares from the plan in certificates or in 
cash and the corporation absorbs all 
charges and commissions.

The plan has been offered to the 
corporation’s more than 19,000 stock
holders.
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M G IC  specializes 
in D & O  insurance for 
financial institutions.

And more of them  
oose us for this 

rotection than any other

¡perhaps 1 should. Please send me more

Title
Institution

Address

State

M GIC Indemnity Corporation
MGIC Plaza, M ilwaukee Wis. 53201 (800) 558-9900

A —XIII—A.M . Best Co.

Name
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Insurance-Oriented Bankers 
Tell How They Promote Coverage 
That Protects Borrower and Bank
By JIM FABIAN, Associate Editor

Y OU HAVE to believe in your 
product when you’re a loan offi

cer offering credit life, accident and 
health or mortgage insurance to a bor
rower, says Paul R. Kuenzel, assistant 
vice president, Bank of Washington, 
Mo., who is proud of his institution’s 
reputation as an “insurance-oriented” 
bank.

When a borrower understands the 
benefits such coverage can offer, he 
seldom rejects it because of the ad
ditional cost, Mr. Kuenzel says.

He believes in credit life, accident 
and health and mortgage coverage be
cause he’s seen the benefits firsthand, 
as has his associate, Robert L. Voss
brink, executive vice president.

For instance, the bank financed a 
new auto for a man who was involved in 
an accident one month later. The mis
hap laid the borrower up for three 
months. Because he had disability 
coverage that kept up the monthly 
payments on the auto, the borrower 
could keep the vehicle. “The man had 
enough worries without having to be 
concerned about losing his auto,” Mr. 
Vossbrink says.

Another borrower financed a pickup 
truck at the bank over a three-year 
term . After making only five pay
ments, the man had a disabling heart 
attack, was unable to work and thus 
couldn’t continue with the truck pay
ments. The bank’s disability coverage 
took over the payments and, even 
though the man isn’t able to drive the 
truck, his wife is, with no worries about 
losing the vehicle.

When asked what it takes to encour
age loan officers to offer credit life and 
disability coverage, Mr. Vossbrink re
sponded that a desire to benefit the 
customer and the bank must be up
permost.

“When a loan officer becomes con
vinced that such coverage protects 
both the customer and the bank,” he 
says, “he will take the extra time to 
explain the coverage and its cost to 
borrowers.”

At loan officer staff meetings, Mr. 
Vossbrink asks those who are hesitant
50

to offer insurance to borrowers if they 
would enjoy repossessing an auto from 
a woman whose husband had died be
fore the payments were completed.

He also reminds loan officers that 
the protection not only can save the 
day for customers, it can preserve the 
good image the bank has worked to 
build through the years. “Just think,” 
he says, “what the friends and relatives 
of a bereaved widow would say about 
our bank if we had to go in and repos
sess the widow’s auto — her only 
means of transportation.”

Mr. Kuenzel says joint credit life 
coverage is popular with borrowers. 
Since the Missouri legislature enacted 
a bill lowering the ceiling rate for 
credit life, joint coverage has become 
more of a bargain, he said. And in
creased volume resulting from the 
lower price has more than made up for 
any prem ium  loss to the bank, he 
added.

Under joint coverage, both husband 
and wife — or some other combination 
of borrowers — are covered. If one 
person dies, the other is cleared of the 
debt.

A major selling point for credit life 
and disability coverage, Mr. Kuenzel 
says, is the fact that physical exam-

Robert L. Vossbrink (I.) and Paul R. Kuenzel check 
out rates for credit life coverage for borrowers at 
Bank of Washington, Mo. Mr. Vossbrink is e.v.p.; 
Mr. Kuenzel is a.v.p. and heads installment loan 
department.

inations are often not required. Of 
course, a customer must appear to be 
in good health and sometimes a few 
m edically  o rien te d  questions are 
asked.

“Since we know most of our custom
ers quite well,” he says, “we know the 
status of their health in most cases.”

Among the reasons customers are so 
agreeable to signing up for credit life, 
disability and mortgage coverage, Mr. 
Vossbrink says, is the fact that most 
borrowers are living from paycheck to 
paycheck. An illness would pose a 
critical problem  because it usually 
would mean a reduction in income that 
could affect their ability to make loan 
payments. A borrower covered by dis
ability insurance knows that, if he be
comes disabled for more than 14 days, 
the insurance will cover his payments, 
leaving what funds he has available to 
pay for groceries, or other necessary 
items.

Mr. Kuenzel says many customers 
insist on the coverage once it has been 
explained to them or when they take 
out a loan after being covered on a 
previous occasion. A good number of 
borrowers are underinsured, he says. 
These are the people who need credit 
life, accident and health and mortgage 
coverage.

Another reason Bank of Washing
ton’s customers are willing to take on 
the insurance the bank offers is the 
ease of paying the premiums. In the 
case of a 12-month loan, one-twelfth of 
the premium is added to the loan pay
ment each month, so the customer 
hardly notices the insurance cost. This 
also applies to mortgage coverage.

First-time auto owners, including 
teenagers, also are agreeable to cover
age, Mr. Kuenzel says. “These people 
need cosigners on their notes,” he 
says, “and it’s much easier to get a 
person to cosign if he is assured that 
credit life and disability coverage are 
part of the loan. The cosigner knows he 
will not be required to make the pay
ments should the noteholder die or be
come disabled.”

It’s also good for a youthful borrower
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competing with
FHA Title I

...and winning.
Our specialty Is cuttingred tape.

H e r e ' s  h o w :
G re a te r  p ro fits . Net yields to lenders average 
25% more under the ICS Plan than under Title l.
M ore  fle x ib ility . 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.
S u p e rio r  se rv ic e . Claims are paid in 7 to 10 
days. Not weeks. Not months. Reporting 
procedures are simplified, too. Our service

includes counsel and continuing portfolio review 
and evaluation.
R isk -free  se cu rity . 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 I for 
24 years—and winning! we have now insured 
more than $2 billion in property improvement 
loans, we’re ready to help you increase your 
profits today. Call or write William F. Schumann, 
President, for a plan tailored to your needs.

I N S U R E D  C R E D I T  
\ S E R V I C E S /

307 N. Michigan Avenue 
Chicago, Illinois 60601 

312/621-9400

America's No. 1 1nsurer o f property Improvement loans.
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to recognize the benefits such cover
age holds for him, he says. Becoming 
familiar with insurance coverages is an 
im portant part of a young person’s 
economic education.

Bank of Washington has a rule that 
no customer is forced to buy insurance 
coverage. It is strictly an option. Loan 
officers are encouraged to sound out 
borrowers to see if they would benefit 
from the coverage. “After all, someone 
who has adequate insurance wouldn’t 
benefit from additional coverage, so 
such a person isn’t encouraged to buy, ” 
Mr. Vossbrink says.

Those who are interested in credit 
life are presented with quotations on 
the five coverages available: one for the 
loan payment alone, one for the loan 
paym ent plus individual credit life 
coverage, one for the loan payment 
with joint credit life coverage, plus the 
latter two quotations with disability 
coverage added. Customers usually 
are pleased that there’s such a small 
difference in the amount of the pay
ment after the credit life and disability 
coverage have been added.

Bank of W ashington has always 
maintained a policy of not permitting 
loan officers to pocket credit life pro
ceeds. This ensures that no loan officer 
will be tem pted to coerce a borrower 
into taking the coverage as a require
ment for obtaining a loan, Mr. Voss
brink says.

Bank of Washington is heavy on real 
estate loans, with 45% of the bank’s 
total loan portfolio earmarked for that 
area. About 50% of the bank’s real es
tate borrowers have mortgage cover
age, which is decreasing-term life in
surance. The figure would be higher, 
Mr. Vossbrink says, if the bank had 
begun offering the coverage earlier 
than it did. Any loan older than 15 
years doesn’t have the coverage be
cause the bank didn’t offer it then.

This insurance has been beneficial to 
bank customers, too. Mr. Vossbrink 
cites the instance of a young electrician 
who had a $34,000 balance on his home 
when he was killed in an auto accident. 
The man and his wife had built their 
own home and it meant a lot to the 
widow to keep the house and raise the 
couple’s children in it. Mortgage in
surance from the bank enabled the 
widow to do just that because the 
coverage paid the loan off.

Mr. Vossbrink says that awareness 
about mortgage insurance since the 
bank began offering the coverage has 
resu lted  in a 40% increase in the 
number of home owners having such 
coverage in the bank’s trade area. Not 
all this increase has been written by 
the bank; some of it has gone to local

insurance agents.
Mr. Vossbrink says the bank is 

careful not to antagonize local agents 
by offering other types of insurance to 
borrowers. After all, he says, local 
agents are bank customers, too.

About 60% of the bank’s direct and 
85% of its indirect loan customers take 
credit life coverage, Mr. Kuenzel says. 
Most of the com m unity’s auto and 
mobile home dealers are believers in 
the coverage, which accounts for the 
indirect loan figure being so favorable.

The bank has a mobile home loan

T HE COM PTROLLER issued a 
bulletin October 16 to all national 

banks, regional administrators and ex
amining personnel that he fully in
tends to enforce the credit-life regula
tion his office originally announced in 
July, 1976, and which became effective 
last January. This regulation prohibits 
national banks from paying credit- 
life-insurance commissions to bank of
ficers, directors, stockholders and em
ployees because, in the Comptroller’s 
opinion, this is an unsafe and unsound 
banking practice.

The bulletin, signed by Charles B. 
Hall, chief national bank examiner, 
points out that last September 13, the 
U. S. District Court for the District of 
Columbia granted the Comptroller’s 
motion to dismiss an action brought by 
the Independent Bankers Association 
of America (IBAA) challenging the va
lidity of the regulation — 12 C.F.R. 
Part 2. However, the dismissal order 
caused some confusion because it 
seemed to reduce the regulation to a 
statement of opinion. To clarify his 
September 13th ruling, U. S. District 
Judge Louis Oberdorfer — on October 
11 — deleted the part about the regu
lation being just a statement of opin
ion.

At the same time, Judge Oberdorfer 
denied two requests made by the 
IBAA: to judge the regulation null and 
void and to direct the Comptroller to 
withhold issuance of the bulletin that 
was subsequently released October 
16.

As a result of the court’s decision 
September 13 to dismiss the IBAA’s

portfolio amounting to about $2 mil
lion. One borrower financed a $12,000 
unit with the bank and died before his 
first payment was due. The mortgage 
insurance provided by the bank paid 
off the loan so the widow could remain 
in the mobile home.

Mr. Vossbrink says it takes very lit
tle time to get out the rate book and 
quote a price for insurance. “The 
number of customers who have bene
fited from such coverage is enough to 
make a believer out of any loan offi
cer,” he says. •  •

action without ruling on the regu
lation’s validity, the Comptroller em
phasizes that the regulation continues 
in full force and effect and remains 
binding on all national banks.

“The Comptroller,” says the bulle
tin, “intends to enforce the credit- 
life-insurance regulation through all 
appropriate means, including the initi
ation of administrative proceedings, 
private or public as may be warranted, 
to determ ine w hether an order to 
cease and desist should be issued 
under 12 U.S.C., 1818(b). In cases of 
first impression involving violations of 
the regulation, the Comptroller rec
ognizes, as the court noted in its opin
ion, that a national bank may introduce 
evidence during the administrative 
proceeding relating to the safety and 
soundness of its practices and may 
challenge the regulation both during 
the adm inistrative proceeding and 
during judicial review before the ap
propriate court of appeals. However, 
once the validity of the regulation has 
been upheld by a court of appeals, 
further attacks on the validity of the 
regulation in an administrative pro
ceeding within that judicial circuit 
would be foreclosed, and any further 
attem pts to justify the safety and 
soundness of practices that violate 12 
C.F.R. Part 2 would not be perm it
ted .”

Because the regulation’s validity still 
is in doubt, the IBAA urges that, until 
the court has ruled on the matter, indi
viduals affected not act hastily if their 
credit-life-paym ent status is chal
lenged. •  •

Credit-Life Reg Still in Force, 
Comptroller Tells Nat'I Banks
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Collateral-Protection Plan 
Cuts Installment Loan Risks, 
Protects Bank and Borrower

By JIM FABIAN, Associate Editor

A  MAN FINANCES his new car 
with your bank. He loses his job 

and the car is stolen. T here’s still 
$4,000 outstanding on the loan.

What can the bank do to recover the 
loss? Take the customer to court, in
curring legal fees and court costs, with 
little hope of satisfying the claim due to 
the customer s unemployed status? Or 
call on its collateral protection insuror 
and see the loan paid off, getting both 
the bank and customer off the hook? 
The former route would no doubt re
sult in loss of the customer for good, 
while the latter probably would enable 
the bank to keep the customer and 
prevent any loss.

Many banks are choosing the latter 
course because of the  advantages 
stated above — as well as others, such 
as reduced operating costs through use 
of services provided by the insuror, 
peace of mind that both the bank and 
the customer are protected and a more 
efficient operation.

L ad u e -In n e rb e lt Bank, L adue, 
Mo,, went from an in-house insurance 
follow-up program to the Kemper plan 
for collateral protection provided by 
John M. Kemper & Co. early last year. 
Barbara A. Sander, assistant vice 
president in charge of the installment 
loan d ep a rtm en t, says sh e’s very 
pleased with the service.

She’s impressed by the Kemper plan 
because it protects both lender and 
borrower. The lender is protected, she 
says, because the plan covers every 
secured loan with very few exceptions, 
such as real property. Coverage is au
tomatic from the day a loan goes on the 
books to the day it’s paid off in the 
event the borrower doesn’t provide 
the required coverage.

Should repossession be necessary, 
there’s no deductible to the lender, 
but there is “walk around” coverage. 
Settlement options for the bank in
clude the cost of repair or net loan 
balance, which includes the Kemper 
plan’s own earned insurance premium,

supplemental coverages for reposses
sion expense, mechanics lien expense, 
towing and storage charges.

The borrower, too, is protected, 
Miss Sander says, because the debtor 
may pay a deductible and have a vehi
cle repaired without repossession — 
with no subrogation against the bor
rower, Approximately 80% of all claims 
are in s titu te d  by th e  borrow er, 
eliminating the need for repossession.

Also, the plan enables banks to cut 
costs by eliminating the expense of a 
blanket errors and omission policy and 
by reducing insurance follow-up staff 
work. This means, she says, that the 
bank is guaranteed it will never suffer a 
loss due to uninsured collateral and, 
since the borrower also is insured, a 
significant reduction in repossessions 
is possible.

This co llatera l-p rotection  
plan enables banks to cut costs 
by eliminating the expense of a 
blanket errors and omission 
policy and by reducing insur
ance follow-up staff work.

Total cost of the program is borne by 
the uninsured borrower. Through a 
computer tracking system provided at 
no charge, the lender’s internal proce
dures are streamlined, enabling a re
duction in clerical personnel and the 
elimination of other administrative ex
penses, such as mailings, phone calls, 
letters, etc.

Miss Sander stresses that every ve
hicle that’s repaired for a customer, in 
lieu of repossession, means a customer 
preserved for the lender. Also, pre
miums are charged to the customer’s 
loan account, which increases the 
interest earned on the loan.

One thing a bank must plan for, she 
added, is making arrangements for 
collecting the premiums, which are 
over and above the loan payments. The

Barbara Sander, a.v.p., Ladue-Innerbelt Bank, 
Ladue, Mo., reviews reports in connection with 
bank's collateral protection plan with Donald R. 
Brown, pres., Financial Underwriters of Missouri, 
Inc., agent for the plan.

bank permits a customer covered by 
the Kemper plan to select a payment 
plan suited to his means, such as defer
ring payment of the premium until the 
loan has been paid off, which amounts 
to extending the loan; paying the pre
mium in a lump sum in the final in
stallment of the loan; or making higher 
payments to include the premium and 
added interest.

About 1% of Ladue-Innerbelt’s $4 
million installment loan portfolio is 
covered by the Kemper plan, Miss 
Sander says. That’s a much lower per
centage than was anticipated when the 
bank instituted the plan.

Also, the bank has the option of not 
insuring any particular customer and 
can set its own waive limit. “With us, 
anyone owing $1,000 or less isn’t cov
ered,” she said, “since we feel that this 
type of customer usually has proved 
himself to be dependable for a loan of 
this amount or by the time the loan 
gets down to this amount.”

Miss Sander says the program pro
vides a good opportunity for customers 
in the high-risk category to obtain the 
required physical damage coverage. 
Through the Kemper plan, uninsura- 
ble people automatically become in
sured, a fact that’s important to any 
lender because the lender can’t de
termine someone’s insurability.

“The custom er becomes insured 
simply by signing the loan papers,” she 
says, “which is one of the nicest fea
tures about the plan.”

Once it becomes known that a bank 
has signed up with a collateral protec
tion firm, local insurance agents tend 
to become prompt in delivering proof 
of insurance on the part of borrowing
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S carb o ro u g h  a n d  C o m p a n y ...

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

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

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

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

HAS SOME GREAT
NEWS
FOR
BANKERS

'e a r lx /r m a /t a n d  ((jw n tia /n /m
the bank 7  7

■ insurance people

*
■
■

222 N. Dearborn Street, Chicago, Illinois 60601 (312) 855-3100

Please send me more information on 
Scarborough's Bankers Business Guard program.

Nam«_

Title.

%
la
I
I

■ |  Ad 

Ctt

Address. 

City____ -S ta te .
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customers. The custom er becomes 
more conscientious, too, Miss Sander 
says, because he has to go to his insur
ance agent to obtain coverage. If he 
doesn’t, the Kemper plan premium 
will be added to his loan, with interest.

Agents don’t want to offend their 
customers by not being prompt in dis
charging their duties and they don’t 
want their customers calling them and 
com plaining that they ’ve been in
cluded under the bank’s coverage be
cause of an oversight by the agent.

The Kemper plan incorporates a 
com puterized tracking system that 
identifies the uninsured borrower.

Thus, the need for any in-house tickler 
system or any other costly followup 
program is eliminated.

Miss Sander likes the  fact that 
training for bank personnel on how to 
handle the system is provided without 
charge and that there is always some
one to call for assistance, should it be 
needed. “They will walk you through 
any transaction,” she says.

While the computer-assist tracking 
system streamlines the lender’s work
load, full control of the program and 
contact with the customer is main
tained by the bank — where it belongs, 
Miss Sander says.

Also, since the Kemper plan deals 
w ith source docum ents, the  b o r
rower’s loan file is always current. That 
is, the exact status of a borrower’s in
surance coverage can be readily de
termined at any time simply by pulling 
his loan file.

Miss Sanders says she appreciates 
the fact that the Kemper plan is less 
costly than the bank’s former in-house 
method. The bank is earning interest 
on insurance premiums and the pro
gram has enabled bank personnel to 
reduce time spent in this area from 
seven hours or more to 30 minutes or 
less per day. •  •

4 Crisis-Situation’ Help Offered by BAI

COMPREHENSIVE new train
ing program designed to help 

banks comply with the 1968 Bank Pro
tection Act has been produced by the 
Bank A dm inistration  In s titu te . 
Another objective of the program, 
called “Bank Security Today,” is to as
sist banks in meeting the obligation of 
preparing their employees to act in 
predeterm ined, consistently safe ways 
during crisis situations.

“The BAI’s ‘Bank Security Today’ is 
the first training program available to 
the financial community that covers 
the en tire  range of bank-security  
problems, with emphasis on the pro
tection of all employees, customers 
and bank assets,” says Ralph E. Ander
son, BAI security commission chair
man and vice president and corporate 
director of security, United Virginia 
Bankshares, Richmond. “Bomb-threat 
situations, fire, weather and medical 
emergencies also are covered.”

The entire training kit consists of 
two workshop programs to be p re
sented to all bank employees; four 
special-action modules for tellers (each 
module consisting of audio tape cas
settes, workbooks and slide presenta
tions); a special sequence called “A 
Question of Integrity,” which asks and 
answers questions without instructor 
involvement, and a Lender s Guide.

“Bank Security Today” teaches the 
comprehensive, standardized security 
know ledge each bank em ployee 
needs, according to the BAI. It pro
vides for the integration of individual 
bank policy and procedures and use of 
specific equipment as appropriate to a

bank using the program. The work
shops encourage open discussion and 
provide an opportunity to practice 
techniques. The workshops and teller 
modules can be used repeatedly, for 
both present and new employees.

The two general workshops for all 
employees include the following dis
cussions:

Kidnap I extortion: handling threat
ening calls; reacting in hostage situa
tions; developing a bank personal-data 
sheet; preventing a kidnapping outside 
a bank; protecting children and pre
paring for appropriate roles in preven
tion.

Bomb threats: ongoing bomb-threat 
precautions; procedures for handling a 
bomb-threat call; an evacuation plan.

Con games: types of external fraud; 
recognizing  con artis ts ; defenses 
against external fraud; roles in deter
ring external fraud.

In te rna l frau d : recognizing embez
zlement; bank policies for protection; 
tools for detection; individual bank’s 
policies and procedures.

R obbery/burg la ry : robbery tech
niques; guidelines for preventing rob
bery; established roles in robbery pre
vention ; d e te r re n t eq u ip m en t; 
robbery-reaction procedures; drive-up 
and w alk -up -te lle r p rocedures; 
ro b b ery -d esc rip tio n  sheets; p o st
robbery roles; burglary-prevention 
devices; burglary-follow-up proce
dures; roles in coping with burglary.

F ire /storm  safety: procedures for 
handling emergency situation; fire- 
safety procedures; individual bank 
procedures for fires and storms.

M ed ica l emergencies: handling  
m edical-em ergency situations; re 
searching first-aid procedures.

The four modules designed for tell
ers cover the entire gamut of fradulent 
practices that happen at tellers win
dows and how to recognize and handle 
them.

C heck-cash ing  p re cau tion s : r e 
quired and optional parts of a check; 
types of endorsements; endorsement 
rules and policies; tests an account 
must pass; legal obligations to cash 
checks; making a check-cashing deci
sion; acceptable identification; re 
questing, examining and recording 
identification.

F o rg e ry /s ig n a tu re  v e r if ic a t io n :  
techn iques of the forger; tracing, 
drawing, mirroring, freehand simula
tion, non-simulation; signs of forgery; 
determination of authorized signers; 
characteristics of handwriting; com
paring signatures.
Detecting counterfeits: counterfeit- 

note reports; signs that a check is coun
terfeit; detecting color-copier coun
terfeits; types of currency in circula
tion; distinguishing between genuine 
and counterfeit currency; knowing 
which portraits appear on each de
nomination; distinguishing between 
genuine and counterfeit coins; han
dling situations involving suspect 
money.

Fraud: characteristics, behaviour 
and goals of con artists; handling sus
pect con artists; checking-account 
fraud; material alterations; savings- 
account fraud; fraud involving financial 
instruments; cash-related schemes.
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In any bank, 
there’s a lot 
can go wrong.

We provide the coverages to make it right.
Bankers’ Blanket 
Bond
Excess Fidelity 
Safe Deposit 
Cash Letter 
Mail

Directors’ and 
Officers’ Liability 
Pension Trust 
Mortgage Impairment 
Single Interest 
Non-Filing

All the other forms of insurance your bank needs

We’ve just published our new Risk Management Pocket 
Seminar. You’ll be doing the right thing to write or 
phone for your free copy today.

Financial Insurance Service, Inc. 
1010 Meacham Road 
Box 94099
Schaumburg, Illinois 60194 
Tel: 312/884-3800
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Enlarged bus card advertisements calling public's attention to robbery reward program sponsored by 
Detroit CHA are examined by (from I.) O. Franklin Lowie, Detroit FBI; William J. Kalmar, a.v.p., 
Detroit Bank; William Hart, Detroit chief of police; and Francis O'Brien, FBI official from Washington, 
D. C. Fifty banks help sponsor the program.

Detroit Robbery Reward Program 
Hailed by FBI, Local Police 
As Most Effective in U. S.
N O ROBBERY reward program in 

use today in the U. S. is as effec
tive in controlling bank robberies as 
the one initiated three years ago by the 
Detroit Clearing House Association, 
according to senior officials of the FBI 
and the Detroit Police Department.

The program was started by the six 
member banks of the Detroit CHA —

National Bank of Detroit, Bank of the 
Commonwealth, City National, De
troit Bank, Manufacturers National 
and Michigan National. Recently, the 
50th bank m em ber joined the pro
gram. The institutions have combined 
assets in excess of $25 billion.

During the time the program has 
been in effect, 184 robberies have

been solved; 82 bandits have been ar
rested, and $72,000 in rewards have 
been paid.

Information provided by the FBI 
shows th a t rob b eries com m itted  
against financial institutions in the 
metropolitan Detroit area dropped 
from 237 in 1974 to only 25 for the first 
six months of 1978. FBI figures for just 
the city of Detroit show that in the first 
six months of this year only 12 rob
beries were committed against finan
cial institutions as compared to 155 
during all of 1974.

The plan is modeled after one origi
nated in Atlanta. Through the pro
gram, $1,000 rewards are paid to indi
viduals or concerned citizen groups 
supplying information leading to the 
indictment of robbery suspects, a pro
cess that takes about 10 days following 
arrest. Since its inception, however, 
the D etroit program  has been ex
panded to include burglaries, larceny 
and extortion.

D uring  the  past th re e  years, 
$285,000 has been spent on the pro
gram by supporting banks. Of this 
total, $72,000 was spent on rewards 
and $215,000 on advertising.

At the time the program was in
itiated, ads were prepared for use in 
newspapers and on poster cards in 
buses depicting suspects and provid
ing details about unsolved bank rob
beries that had occurred in the three 
counties making up the Detroit area. 
For the first 30 months, the advertise
ments ran monthly. The decline of area 
robberies perm itted the CHA to widen 
the interval between advertisements 
to every other month. This year, ex
perimentation TV spot advertising be
gan. •  •

Protected Work Stations Reduce Crimes
A bank has been able to reduce its holdup losses from more than half a million dollars to only $6,000 
in a year's time by installation of protected work stations like those pictured. The stations, manufac
tured by Mosler, make use of bullet-resistive material to shield teller areas. Banks equipped with 
shields place warning stickers on their premises that have been said to deter criminals from even 
entering the bank. The manufacturer states that the teller whose station is enclosed with bullet- 
resistive material is far less susceptible to armed robbery than the teller who's working at an open 
counter. The shields also are said to help keep insurance rates down. Cash and small valuables can 
be passed through window by means of deal tray backed by bullet-resistive steel. Larger packages 
can be passed through an optional package receiver equipped with interlocking doors.

Bottled History:

Bank Shows Antiques 
Depicting Early Chicago

A portion of Chicago history was 
captured in Chicago City Bank’s ex
hib it, “A ntique Chicago B o ttles.” 
Each bottle rep resen ted  a specific 
product’s advertising used in the city 
during 1860-1910.

Tonic and patent medicine bottles 
reflected the era of the home remedy; 
soda, beer and whiskey bottles re 
called the old eating and drinking es
tablishments, which elaborately em
bossed their trademarks on the bottles 
so their products could be set apart 
from the competition.

The bank’s display was in coopera
tion with the First Chicago Bottle 
Club.
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If you're 
interested in
bottom lines,
takealook  ato u rs._
We now have
$3.3 billion
life insurance 
in force,
$198 million 
total assets 
and net 
earnings
of $'12.9 
million.

Globe Life’s strength and stability is 
reflected in its earnings, assets and 

insurance in force. These figures, plus 
our service capabilities, add up to a 

better credit life program for you and your bank.
For more information about our credit life program, 

contact your Globe Life representative.
Call Toll Free: 1-800-654-4515

f i i r i R F  I IF F  AND ACCIDENT
L I F E  INSURANCE COMPANY

GLOBE LIFE CENTER □  OKLAHOMA CITY, OKLAHOMA 73184

MID-CONTINENT BANKER for November, 1978 59

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



Board-Approved Policy Essential Part 
Of Effective Risk Management Program

By DALE C. HATFIELD* 
Vice President 

Bank of California 
San Francisco

O NE OF THE best ways to or
ganize and administer a bank’s 

insurance and risk management pro
gram is to begin with the establish
ment of a policy that has board ap
proval.

The policy should consist of a broad 
statem ent for the risk management 
function and should include exposure 
guidelines. It should be included with 
the resume package of the corporate 
insurance program presented to the 
board for annual approval.

Self-insurance guidelines should be 
established according to the maximum 
exposure a bank’s management wishes 
to assume. Application depends on an 
acceptable balance between premium 
and exposure.

Usually, the bond carries the largest 
deductible and a rule of thumb is $100 
per $1 million in deposits. Another 
guideline includes loss equated to 
earnings per share. Insurance should 
be purchased where losses are unpre
dictable in nature, combining low or 
high frequency with high severity po
tential.

Total cost of the risk management 
department in a bank includes the sum 
of premiums paid, losses incurred and 
paid, administration costs and cost of 
preventive and safety features. The 
program should be measured by its 
effectiveness, considering the above

*Mr. H a tfie ld  is ch a irm an  o f  th e  A B A ’s 
in su ra n ce  com m ittee .

costs in relation to the bank’s other 
non-interest expenses.

The risk manager must consolidate 
the insurance responsibility through
out the organization. His department 
should assume the design, placement 
and administration of the corporate in
surance program. He should establish 
h im self as the  in -house expert/ 
consultant on all insurance matters. In 
some instances, employee benefits will 
be handled by a benefits committee 
with its own employee benefits man
ager.

The risk manager should be pre
pared to discuss major coverages — 
such as bankers blanket bond and di
rectors and officers liability — with 
management before placement. He 
should be prepared to make recom
mendations.

Also, he should discuss coverages 
before placement with the people and 
departm ents being insured  — for 
example: with the international divi
sion for international coverages; with 
the properties and buildings depart
ment for real and personal properties; 
and with the data processing depart
ment for EDP operations coverage.

The risk manager must have a high 
exposure th ro u g h o u t the bank so 
people with insurance or risk man
agement problems will know where to 
go to get answers. All avenues of inter
nal. bank communication can be used 
for this purpose.

The selection of a broker or brokers 
should be made with care. Expertise 
possessed by the broker is the most 
important selection criterion. The risk 
manager should ask himself how well 
the broker understands the banking 
business and its numerous unique ex
posures.

The broker’s knowledge of blanket 
bonds is most important. And his abil
ity to market the bank’s exposures to all 
potential insurers is imperative. This is 
the only method that can assure the 
bank of achieving maximum coverage 
for its premium dollars. The broker 
should be a person who works well 
with the risk manager during periods 
of stress.

The num ber of brokers a bank 
should deal with should be limited to 
the amount of premium and commis
sion dollars involved. Each broker as
signed to the account should have suf
ficient commission dollars to make him 
vitally interested in doing his best for 
the bank.

The broker should be considered as 
a m em ber of the bank’s staff. He 
should supply a breakdown of his 
commission dollars per policy and the 
hours spent on the bank’s account. 
These figures should be com pared 
with bank staff time and salary to de
term ine if the bank is getting  its 
money’s worth from the broker. '

This type of information will enable 
the  risk m anager to d e te rm in e  
whether the broker should be retained 
on a fee or commission basis.

With the fee basis, the broker will 
receive about 1% commission on the 
policy placement and the remainder of 
his service or hours spent marketing 
the policy and later servicing the ac
count. Such a practice is becoming 
more prevalent each day with large 
and medium-sized banks. •  •

Major Banking Bill
(Continued fro m  page 10)

elude an earlier provision that would 
have severely  lim ited  issuance of 
standby letters of credit. The ABA had 
opposed such restric tions. Absent 
from the package are restrictions — 
also opposed by the ABA — on bank 
HCs’ insurance activities.

The ABA points out that, regretta
bly, the law doesn’t include Senate- 
passed legislation that would have con
siderably improved and simplified the 
Truth-in-Lending Act. However, a 
strong record was made on that issue, 
and the ABA expects action next year.

The bill does extend the present na
tional bank single-borrower loan limit 
(an amount equal to 10% of capital and 
surplus) on all insured bank insiders, a 
change opposed by the ABA. How
ever, the definition of “insiders” in-
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More than a hundred banks from coast-to- computer even files your mail.) Compared to 
coast have successfully launched our ad- conventional insurance follow-up systems, it’s 
vanced computerized management system for like the difference between the automobile 
insurance administration. (For example, our and the horse and buggy.

A Revolutionary New Management System
It Eliminates Most of the Work You Do 
Forget about trying to track insurance manually . . .  
researching files for cancelled and expired pol
icies, preparing customer notices, management re
ports. National Underwriters has integrated every 
aspect of a bank’s internal insurance and title 
administration into a total computerized system 
adaptable to your operation.

We Do It All For You Faster, More Accurately 
Every week you’ll receive an updated “ Borrower’s 
List” detailing the insurance status of all collateral
ized loans. Refund figures are included for all cus
tomers with VSI insurance, and loans are cross- 
referenced where a secondary name may relate to 
the primary borrower.

All Your Accounts Are Fully Protected 
From inception to title release, every secured loan 
you make is protected with our Errors and Omis
sions Coverage with no cost to the bank. After all, 
even the best computerized system is subject to a 
few human mistakes.

Only Non-insured Borrowers Pay the Cost 
That places the burden where it belongs. And 
thanks to our Annual Term Option, these policies 
can be written a year at a time, keeping premiums 
to a minimum. Even the borrower benefits, because 
coverage can be passed on to him, reducing re
possessions by as much as 25%.

You Maintain Total Management Control 
The weekly update of insurance information auto
matically instructs the computer to prepare cus
tomer notices. We send you the pre-addressed 
mailers for review and distribution, so your bank 
management always retains ultimate control. Once 
valid insurance or title information is put into the 
system, the sequence of customer notices stops.

CALL TOLL FREE (800)428-4329
In Indiana (800)382-9831
For a listing of agents in your state, contact 

| Jan Gulden, Vice President-Operations

NATIONAL UNDERWRITERS, INC.
1828 North Meridian Street 

!  Indianapolis, IN 46202
THE SERVICE PROFESSIONALS!
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eludes only executive officers and 10% 
or more shareholders. In communities 
under 30,000, that threshold is 18%.

Legislation dealing with Fed mem
bership, focal point of congressional 
activity in early September, was de
layed until next year. Fed Chairman 
G. William Miller and House and Sen
ate Banking Committee leaders agreed 
that further study of issues involved is 
necessary before legislation on that 
matter is undertaken. The ABA had 
urged that such delay be allowed so 
that all affected parties can develop an 
accurate understanding of the issues. 
The ABA and banking leaders who set 
association policy will participate to 
the fullest possible degree in dis
cussions of these issues in anticipation 
of new legislative initiatives early next 
year.

The ABA is conducting a study to 
determine the probable impact of sev
eral different approaches to pricing 
that the Fed may select. All these is
sues are expected to be prime agenda 
items for fall meetings of the ABA’s 
government relations council and re
gional meetings of members of the 
governing council. Also, early next 
year, the ABA will sponsor a special 
gathering of economists from the pub
lic and private sectors to address the

issues of the Fed’s role in the nation’s 
economy and the function of reserve 
requirements as a tool to help the Fed 
play that role.

In the closing days of its session, 
Congress approved the first com 
prehensive modernization of the na
tion’s bankruptcy laws in 40 years. 
Such legislation had been pending for 
six years. The ABA had worked ac
tively with Congress on the bill and 
supported the final measure, which is 
seen as balanced in its provisions, pro
tecting the rights of both creditors and 
debtors. The legislation creates an ele
vated bankruptcy court system, which 
will be an adjunct to federal district 
courts, but with Presidentially ap
pointed judges. It combines Chapters 
X, XI and XII of current bankruptcy 
law into a single chapter. The law also 
permits reaffirmation of debt by busi
nesses, but not for individuals except 
when specifically approved by the 
courts and then only with 30-day re
scission rights for individuals.

Effective date of the carry-over
tax-basis provisions of the 1976 Tax 
Reform Act was delayed to year-end 
1979. The carry-over basis not only 
would increase heirs’ taxes signifi
cantly, but also would make executors’ 
duties almost impossibly complicated.

For example, executors would be re
quired to determine the value of prop
erty at the time the decedent acquired 
it and then make four different adjust
ments to determine the property’s tax 
basis. The ABA supported the delay of 
the effective date of the carry-over 
basis of taxation and seeks its eventual 
repeal. •  •

Bond-Claim Seminars Planned 
By Memphis' Union Planters

MEMPHIS — Union Planters Na
tional will conduct two seminars this 
winter designed to alert business lead
ers, accountants, attorneys and others 
to the pitfalls surrounding pursuit of 
bond claims. The bank has first-hand 
knowledge of such claims because it 
spent more than $750,000 in a suc
cessful 2%-year struggle to recover 
$10.8 million in fidelity bond claims.

Union Planters’ experience will be 
revealed to seminar participants by 
speakers, who will include the bank’s 
chairm an and C EO , partic ipa ting  
lawyers, an assistant U. S. attorney 
and a representative of a casualty and 
surety company.

According to James A. Cook Jr., 
senior vice president for financial af
fairs, seminar speakers will discuss 
executive infidelity, related criminal 
matters and pursuit of bond claims. He 
says particular emphasis will be placed 
on loss-prevention techniques.

The first seminar will be held No
vember 30-December 2 at the Hyatt 
House, Palo Alto, Calif. The second is 
scheduled for February 15-17 at the 
Tamarron Resort, Durango, Colo.

Energy-Related Businesses 
To Get Financial Help 
From New Bank Dept.

MINNEAPOLIS — In an effort to 
meet the growing needs of commercial 
custom ers in energy-re lated  busi
nesses, Northwestern National has al
located an initial $100 million for new 
corporate loans for a new energy/ 
natural resources division.

The division, in conjunction with 
other Northwest Bancorp, affiliates, 
will finance the extraction and produc
tion of ore, coal, oil and gas and major 
pipeline construction projects in the 
upper Midwest and Rocky Mountain 
regions. The affiliates make it possible 
to extend the loans beyond the $100- 
million commitment.

The loan program, combined with 
others already on the books, will total 
more than $140 million in the energy/ 
natural resources loan portfolio by 
1982, according to John W. Morrison, 
chairman and CEO.

INSTALLMENT LOAN  
INSURANCE FOLLOW-UP A HASSLE?

Let Us Help!

inancial Underwriters
-of Missouri, Inc. 
-of Arkansas, Inc.

36 Wildwood Plaza 
Ballwin (St. Louis). Mo. 63011 

(314) 227-4774

[  wour/M\dependent Klnsuranceg/a g e n t  J

C ollateral Protection Specialists 
•  A rkansas •  Illinois •  Missouri
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A SIM PLE  
SOLUTION 
IO SIM PLE  
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 J§ 
paperwork as well as help eliminate 
potential costly human errors.

In short, we offer a total 
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 
lay. 919/782-6110.

THE SIMPLE SOLUTION 
TO SIMPLE INTEREST.

Durham Life Insurance Company, Home Office: Raleigh, N.C. 27611 
P.O. Box 27807, Tel. 919/782-6110
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Does the Farmer Know... 
YOU’RE the Bank for Farmers?

v_______________________________/

“Farming For Profit” Tells Him 
He Can Count On You... 

Because You Care About Him!
“ Farming fo r Profit” is a monthly 

newsletter chock-full of important 
facts and features for farmers and 
ranchers. W hat m akes it s p e c ia lly  
meaningful to YOU is that it goes out 
under YOUR BANK’S name. YOU are 
the  banker who cares enough  to- 
send this highly informative news
letter to farmers in your area.

The "Farming for Profit” news
letter covers such important topics 
as the best tim ing for the purchase or 
sale of livestock and crops. New pro
duction techniques. The latest news 
o f g ove rn m e n t ac tion s  and p ro 
grams. Crop and livestock price fore
casts. And much, much more.

Each month Doane publishes six 
d ifferent regional issues of “ Farming 
for Profit.” Mail the coupon below for 
more details and a FREE copy of the 
next six issues for your area.

D
D O A N E .

Doane Agricultural Service, Inc. mc ! 
8900 Manchester Road 
St. Louis, MO 63144

| Please send me more information and j 
| 6 FREE issues of “Farming for Profit!’ | 
I I
| NAME__________________________________  |
I I
j BANK__________________________________

I ADDRESS______________________________

CITY, STATE, ZIP_________________________  •

New Dollar Coin, Coming Next Year, 
Prompts Firm to Redesign Equipment

New dollar coin, to be issued next year, bears image of Susan B. Anthony on front, 11-sided border 
design on both faces and unusual pose of American eagle on back.

THE ISSUANCE of a new dollar 
coin next year has p ro m p ted  

Brandt, Inc., to announce a new prod
uct line with six-coin capability plus a 
conversion program for the majority of 
machines currently in use.

Brandt manufactures money pro
cessing equipment.

The firm also will offer certain  
equipment with five-coin capability, as 
it does now. Some equipment users, 
the firm maintains, process a negligi
ble num ber of half-dollar coins in daily 
operations and will decide against six- 
coin machines when making new pur
chases.

A new, four-model sorter/counter 
line from Brandt, and other equipment 
modified to handle six coins, will be 
ready early next summer when the 
new coin is expected to be placed in 
circulation. Conversion kits, which 
will alter a machine to accept the new 
dollar, will be available from Brandt 
district managers across the nation by 
early 1979. Local service staffs will 
perform the conversions.

Each of the new six-coin sorter/ 
counters will operate at a speed of 600 
coins per minute. Electronic counting 
at coin exits, rather than mechanical 
count mechanisms, will be featured in 
all m odels. C ontrols against coin 
back-up as well as double-capacity 
drawers and bagging attachments are 
available as options.

Four models of Brandt coin packag
ing equipment will be converted to 
handle all six coins. Coin payers and 
changers at teller stations also will 
undergo six-coin modifications if de
sired by buyers.

Most sorter/counters produced by 
Brandt in the past 10 years and most 
packagers made since the mid-1960s 
can be adjusted to handle the new dol
lar coin at minimal cost, a Brandt 
spokesman said.

L_
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DO YOU STILL BELIEVE THAT ALL YOUR 
CUSTOMERS PROVIDE THEIR OWN INSURANCE?

m|§gjUJSM®6*!■■MSS

SHlM

CALL THE PROFESSIONALS

THE KEMPER PLAN for collateral protection provides 
physical damage insurance when your customers fail to . . .

800-421-0331
(IN CALIFORNIA (213) 378-6294 COLLECT)

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

JOHN M. KEMPER & CO. 
BANCINSURE CORP.

23900 HAWTHORNE BLVD., TORRANCE, CALIF. 90505
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MBA's Legislative Program Outlined 
During 1978 Regional Meetings

T HE RECENT regional meetings 
of the Missouri Bankers Associa

tion provided MBA President Pat Lea 
with a forum for presenting the MBA’s 
legislative program to the m em ber
ship. Mr. Lea is president, First Na
tional, Sikeston.

The MBA plans to support six bills in 
the upcoming legislative session, ac
cording to Mr. Lea. They include:

•  Loan L is t B ill.  This proposed 
legislation requires new loan lists 
submitted to the bank’s board to cover 
all new loans of 5% of the bank’s lend
ing limit or $100,000 or more.

•  Bank Day B ill. This bill will insure 
that banks offering any services on 
Saturday, Sunday or legal holidays will 
not be required to include such days in 
meeting clearing deadlines.

•  Usury Penalty Equalization B ill. 
This proposal equalizes the penalties 
that state-chartered banks are subject 
to when they exceed the interest rate 
perm itted by law.

•  Late Report B ill. This item would 
permit reports required by the Mis
souri Division of Finance to be submit
ted up to 20 days late with no fine.

•  D iv is io n  o f  F inance Package. 
Among the aspects of this proposed 
legislation are an increase in the regis

tration fee for small loan firms and a 
change in the standards for granting 
facilities.

•  C redit Insurance B ill. This bill 
would permit level-term credit insur
ance on ag ricu ltu ra l loans for 60 
months rather than the present 36 
months and would eliminate the 40% 
commission presently placed on fees to 
credit insurance agents.

Mr. Lea said two additional bills are 
expected to be introduced this session 
that the MBA will oppose.

The first is the Financial Privacy Act 
that would regulate credit information 
exchanged when lending institutions 
try to find or confirm information on a 
bank customer’s credit standing.

The second is the Bank Tax Bill, a 
proposal to increase the present 70% 
bank tax.

Mr. Lea said the MBA’s priority bill 
for the 1979 legislative session is the 
delinquency fee bill. “This bill will ad
dress itself to three areas,” he said. “It 
will increase the ceiling of the Small 
Loan Act from the present $500 to 
$1,200. It will legalize the delinquency 
fee separate from usury charges and it 
will close the loophole in the usury 
statutes related to residential mort
gage loans.”

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

Bob Crawford (r.), MBA e.v.p., discusses political 
involvement at Region Five meeting in St. Louis. 
At I. is Robert Finley, e.v.p., Colonial Bank, Des 
Peres, outgoing regional v.p.

He said these three items previously 
have been introduced separately and 
have failed to pass. “It’s our opinion 
that if we present them in this package 
form, the likelihood of passage will be 
greatly enhanced.”

Mr. Lea called on MBA members to 
help bring the Delinquency Fee Bill to 
the attention of legislators. The MBA is 
developing a brochure that describes 
in detail the bill’s contents. Each 
banker receiving the brochure will re
ceive a request that he meet with his 
legislators to explain the bill and ask for 
support of the bill without am end
ment. A form will be included to ena
ble the banker to report back to the 
MBA regarding the legislator’s at
titude on the bill.

“We believe that if we hold such 
meetings with every legislator prior to 
the convening of the General Assem
bly we will be in a good position to pass 
this bill next year,” Mr. Lea said.

Mr. Lea also commented on the 
MBA’s successful effort to defeat a 
proposed constitutional amendment 
that would have let local governments 
pool their funds to be invested by the

TRY US
FOR YOUR NEXT 

ENVELOPE 
REQUIREMENT*

MISSOURI ENVELOPE CO.
1 0 655  GATEW AY BLVD.

ST. LOUIS, M O . 63 132  

Phone 3 1 4 /9 9 4 -1 3 0 0

*Ask for our new Plastic Sizer® Template — 
Free with your first inquiry.
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state treasurer. Mr. Lea pointed out 
that the effort was an example of the 
success that’s possible when bankers 
involve themselves in the political pro
cess.

He asked bankers to support Mo- 
BancPAC, a fund created a year ago to 
provide contributions for legislators 
running for political office. He pointed 
out that state-chartered banks now can 
make political contributions to Mo- 
BancPAC, thanks to the Campaign Fi
nance Act that became effective last 
August.

Nationally chartered banks still are 
prohibited from making such contribu
tions, he said, but individual contribu
tions from national bankers are in 
order.

Robert W. Crawford, MBA execu
tive vice president, also discussed 
political involvement at the regionals 
and Wade Nash, MBA staff attorney, 
discussed the ramifications of the au
tomatic transfer service (ATS) that took 
effect November 1.

Mr. Nash cautioned bankers to learn 
their costs in regard to ATS and to 
charge customers accordingly so they 
won’t get caught up in a no-win situa
tion such as happened in the past with 
free checking.

He stressed that offering ATS was 
voluntary, but banks opting not to offer 
the service risk the prospect of losing 
both checking and savings accounts.

Regional officers were elected at the 
meetings, to take office following next 
May’s MBA convention in Kansas 
City. Elected were:

Region One: v.p. — John R. Han
cock, vice p resid en t and cashier, 
Monroe City Bank; sec. — Glenn 
Miller, executive vice president, Can
ton State.

Region Two: v.p. — Ed Robertson, 
president, United Missouri, Brook-

MBA's new Dir. of Government Affairs Richard 
Mason appeared at Region Five meeting at 
Breckenridge-lnn Frontenac, St. Louis.

field; sec. — Richard Miller, chairman 
and president, Merchants & Farmers, 
Salisbury.

Region Three: v.p. — Larry E l
lington, vice president, Farmers Bank, 
Gower; sec. — Donald D. Folks, vice 
chairman, Farmers State, St. Joseph.

Region Four: v.p. — Thomas L. 
Palmer, vice president, Traders Bank, 
Kansas City; sec. — James E. Smith, 
executive vice president, Union State, 
Clinton.

Region Five: v.p. — Merle M. San- 
quinet, chairman and president, St. 
Louis County Bank, Clayton; sec. —

James W. Crismon, president, Iron- 
dale Bank.

Region Six: v.p. — Richard T. Reed, 
president, First Bank, East Prairie; 
sec. — James Moser, president, Bank 
of Poplar Bluff.

Region Seven: v.p. — George R. 
C urry , p re s id e n t, C en tra l Bank, 
Lebanon; sec. — Roy Cochran, execu
tive vice president, First National, 
Neosho.

Region Eight: v.p. — H. Duncan 
Edmiston, president, Rolla State; sec. 
— R. L. H im m elberg , p resid en t, 
Tri-Country Trust, Glasgow. •  •

Is your 
Bankets 
Blanket 
Bond

giving you 
an insurance 

headache?
Most bankers tell us their Bond • Rates are 

too high •  Deductible is out of sight •  Restrictions 
are ridiculous •  Security requirements are 
unrealistic.

If you have these problems, there is a 
solution. Have your Broker call Matterhorn for 
a quotation.

yHalterhorr\
*  BANK PROGRAMS, INC.

210 Allegheny Ave., Suite 300, Baltimore, Md. 21204 
(301) 821-9500
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Ground-Breaking Ceremonies 
Held for First Nat’l Building 
At IBM Plaza in St. Louis
I T WAS Missouri day at the site of 

IBM Plaza in downtown St. Louis 
October 12 as ground was broken for 
the new First National Bank Building, 
which will occupy the plaza when 
completed in 1981.

Ground was broken ceremoniously 
by a set of m atched, plow-pulling 
champion Missouri mules, guided by 
handlers and representatives of the 
three firms developing the site: First 
National, IBM Corp. and Equitable 
Life Assurance Society of the U. S.

Following the ceremony, an old- 
fashioned picnic featuring Missouri- 
grown products was served to the 
music of a four-piece band. Each of the 
200 business leaders attending the 
ceremony departed with a gift basket 
of Missouri products.

The object of the all-Missouri flavor 
at the event was to emphasize the 
statewide impact of the new office 
building/bank complex.

Site of the plaza is a two-block area 
bounded by Market, Walnut, Eighth 
and 10th streets.

The complex is being developed as a 
tri-venture by the three firms. Cost of 
the building, which includes a 31-story 
tower, is estimated at $48 million. The 
structure will contain 900,000 square 
feet of floor space.

During brief remarks by dignitaries, 
a no-strike pledge on the part of con
struction unions was made by Richard 
Mantia, executive secretary-treasurer 
of the Building and C onstruction 
Trades Council and co-chairman of 
the labor-management organization 
known as PRIDE.

On behalf of PRIDE, Mr. Mantia 
pledged that jurisdictional disputes 
among unions would not slow down 
or stop construction.

“Through PRIDE, labor and man
agement are working side by side with 
one common objective,” Mr. Mantia 
said, “and that is to make St. Louis the 
best labor city in the nation.”

St. Louis Mayor James F. Conway 
noted that, “Within two years, we will 
see the largest building in Missouri 
ready for occupancy on this site. The 
new First National Bank Building on 
IBM Plaza shows a strong commitment 
on the part of these three major corpo
rations to further strengthen and ex
pand the downtown area. We are ex
cited, not only for the partners in this 
tri-venture, but for what the project 
means to the economy of St. Louis, our 
metropolitan region and to the state of 
Missouri.”

Representing the tri-venture at the 
ceremony were Clarence C. Barks
dale, chairman, First National; John E. 
Guth Jr., vice president, marketing 
operations, IBM, Chicago; and Donald 
L. Bryant Sr., executive vice presi
dent, Equitable, New York.

Mr. Barksdale pointed out that the 
three major corporations cooperating 
in the project were demonstrating a 
strong commitment to the growth of 
St. Louis.

“We’re proud to be a part of this 
dynamic team and in having a role in 
assuring the continued growth of the 
community,” he said.

Mr. Guth added that IBM was “ex
tremely pleased” to significantly in

TOP: Set of matched, plow-pulling champion 
Missouri mules pulls wooden plow guided by 
(from I.) Clarence C. Barksdale, ch., First Nat'l; 
John E. Guth Jr., v.p., IBM; St. Louis Mayor James 
F. Conway; Richard Ford, pres., First Nat'l; and 
Donald L. Bryant Sr., e.v.p., Equitable. BOTTOM: 
Mr. Barksdale conducts brief ceremonies prior to 
groundbreaking, backgrounded by civic and 
political leaders.

crease its commitment to the city of St. 
Louis by being a partner “in this ex
citing new building. The building is 
yet another indication of the growth 
and revitalization of downtown St. 
Louis. IBM is proud to be a part of it.”

Mr. Bryant added that the Equita
ble’s total mortgage and real estate in
vestment in Missouri now stands at 
$406 million, with $300 million in
vested in the St. Louis metropolitan 
area.

“We at the Equitable are proud to 
be part of the tri-venture with IBM and 
First National to develop this impor
tant new building which will be an at
tractive and significant addition to 
downtown St. Louis,” he said.

Fruin-Colnon Corp., St. Louis, has 
been selected as contractor. Architect 
is 3/C International, Houston.

The initial phase of the construction 
project calls for building a 384-foot- 
high octagonal tower that will be clad 
in b ro n ze -tin ted , low -reflectance 
glass, selected to com plem ent and 
coordinate with both old and new 
buildings in the area. The tower will be 
located on the easternmost block of the 
site, with a low-rise three-story exten
sion over Ninth Street occupying a 
portion of the second block. Plans call 
for a matching tower to be built in the 
future, connected to the low-rise ex
tension on the west.

Between 5,000 and 6,000 people are 
expected to be employed by firms oc
cupying the building when it’s com
pleted. •  •
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Matchbooks that tell
YOUR story!
D E S I G N E D  E X C L U S I V E L Y  
F O R  T H E
I N D E P E N D E N T  B A N K .

Matchbooks are a universal give-away item 
for banks. Your association is making avail
able exclusively to members these deluxe, 
"jumbo size" matchbooks at group buying 
prices. The design features the Independent 
Bankers Emblem and Your Bank's imprint in 
type set copy. Inside the matchbook, the 
independent banking concept is briefly dis
cussed.

F ILL  OUT THE HANDY ORDER FORM BELOW -  DETACH AND M AIL

E08071 Date

Public Relations D epartm ent 
Independent Bankers Association o f Am erica 
Sauk Centre, M innesota 56378

Please send me the q u a n tity  o f m atchbooks checked 
below  (2,500 m atchbooks per case):

Check
Here

No. o f 
Cases

Cost Per 
Case

T ota l
Cost

Fre ight

1 $ 7 7 .6 7 $ 77 .67 Prepaid

2 70 .67 1 41 .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 .30 663 .0 0

20 65 .05 1 ,301 .00 Back

When requested, may be 
packed 6 books in cellophane 
w ith  tear tape at $11.75 
per case a dd itiona l.

Perfect to  use as ca lling  cards. 

Pack_______ cases in cello.

PLEASE IM P R IN T  AS FOLLO W S: 
No Logos Please

Bankj_____________________________ __

Ad d ress:____________________________

C ity /S ta te /Z ip j______________________

T e lephone:__________________________

Ship T o j_____________________________

(Z ip Code)
B y :______________________________________ _

You w ill be b illed  open term s at tim e  o f shipment* 578
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r  W HAT’S T  
MAKING BANKERS

SO EXCITED

★  “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.

★  “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-CONTINENT BANKER 
408 Olive St., St. Louis, Mo. 63102

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  of your 80-page manual,
PROFIT-BUILDING IDEAS FOR BANK CHRISTMAS  
PROMOTIONS.

I enclose our check* for $ ____________________________

N am e_______________________________ Title
Bank____________________________________
Street_________________________________________________ I
City, State, Zip________________________________________ |

* Check must accompany order. We pay postage and handling. I 
Missouri banks: please include 4 %% sales tax.
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Interest-Rate Rise, Growing Competition 
Share Spotlight at A BA  Convention

By RALPH B. COX, Publisher 
And LAWRENCE W. COLBERT, Assistant to the Publisher

ANKERS attending the ABA con
vention in Honolulu last month 

were told that the American credit 
markets are about to experience the 
most dram atic increase in in terest 
rates since the cyclical rise began in 
late 1976.

This is the view of Henry Kaufman, 
general partner and member of the 
executive com m ittee , Salomon 
Brothers, New York City.

“When I look at where we are now 
and try to assess where we are head
ing,” he said, “the conclusions to me 
are most disquieting. Disillusionment 
and new fears are beginning to envelop 
the credit markets.”

Mr. Kaufman cited ineffectual gov
ernm ent policies, the illusion of li
quidity which is encouraging borrow
ing and spending and double-digit in
flation as the factors that will propel 
interest rates even higher than they 
are now.

O ptions available to official 
policymakers are few, he said. One 
would be to continue the current ap
proach of feeding inflation, which 
would drive yields higher. A second 
option would be to tighten monetary 
policy, which in the near term would 
ratchet interest rates higher.

In discussing the Administration’s 
overall anti-inflation program, Mr. 
Kaufman projected that the exhorta
tion of wage and price restraint in 
“phase one” and the specific guidelines 
urged in “phase two” will lead eventu
ally to mandatory controls.

“But the imposition of these controls 
will be preceded by quite a few months 
of double-digit inflation and accom
panying excessive dem ands for 
credit,” he said. While the announce
m ent of mandatory controls would 
p rom pt a bond m arket rally, the 
longer-term significance for interest 
rates is far from certain , he said, 
pointing out that there are many im
ponderables.

He said that monetary policy itself is 
in a “no win” situation as far as interest

rates are concerned. The continued 
liberality of monetary expansion, or its 
opposite, the restric tion  of cred it 
availability, will each drive interest 
rates higher. He called the Fed to task 
for failing to place constraints on the 
spectacular growth of debt in this 
country.

“The Fed frankly has lacked the de
termination to overcome the fluidity 
and new resiliency of our financial sys
tem , w hich has been  enhanced  
through international flows and the in
novation of new and highly marketable 
instruments such as consumer CDs,” 
he said.

In the final analysis, Mr. Kaufman 
said, inappropriate monetary policy 
has prolonged the viability of housing 
which has been a substantial con
tributor to inflation and, equally as im
portant, to inflationary expectations.

Because of double-digit inflation 
which is “with us now and likely to be 
part of our economy for the foreseeable 
future,” money is cheap in the U. S., 
he said. “A 10% prime rate can’t really 
be described as inhibiting when the 
inflation rate is 10% and the cost of 
borrowing is an operating expense” so 
that the after-tax cost falls to about 5%.

Speaking on “ How to Stop the 
Growth of Big Government,” Murray 
L. Weidenbaum, director, Center for 
the Study of American Business, St. 
Louis, said if an effort to trim the size of 
government is to succeed, it will need 
the sustained interest and support of a 
large portion of the American people.

He recommended that such an effort 
focus on tax policy as th e  p rim e 
mechanism for achieving economy in 
government.

He called for a lid on the overall tax 
burden at the state level as the most 
sensible approach. At the federal level, 
he said the most direct method is a 
sustained, across-the-board reduction 
in income tax rates. He said the key 
point is to put substantial tax reduction 
at the top of the congressional agenda. 
He added that the Kemp-Roth tax re

duction bill is gaining support.
The most fundamentally necessary 

improvement in public policy required 
in the U. S. today can be summed up 
in an admonition to government deci
sion makers, “Physician, heal thyself,” 
Mr. Weidenbaum said.

He added that big governm ent 
needs to administer to itself a carefully 
p re sc rib ed  dose of se lf-restra in t. 
Otherwise, the aroused taxpayer will 
force on it a crash starvation diet which 
it would surely deserve.

Keynote speaker David Rockefeller, 
chairm an, Chase M anhattan, New 
York City, spoke of the most pressing 
challenges facing banking for the bal
ance of this century.

Among these challenges are inter
nationalization of banking, technologi
cal change, expansion of customer ser
vices, funding growth, pricing prod
ucts and — last, and the most impor
tant — competition.

Most commercial bankers are well 
aware that tho overall position of U. S. 
banks in the U. S. market has eroded 
significantly since the end of World 
War II, he said. At that time, commer
cial banks held about half the financial 
assets owned by the financial services 
industry. Today, the percentage has 
dwindled to about a third because bank 
customers have turned to other inter
mediaries for banking services.

He cited the growing competition 
offered by S&Ls, credit unions, non
banking firm s, foreign banks and 
commercial paper, in addition to in
surance firms, pension funds, invest
ment banks and finance companies.

One of the reasons banking is losing 
out to its competition, Mr. Rockefeller 
said, is because bankers are too preoc
cupied with branching statutes, and 
this preoccupation, he said, has been 
exaggerated beyond its true impor
tance. Such arguing has d iverted  
bankers’ attention from more critical 
m atters, such as dealing with new 
competitive pressures.

He said it’s critical that commercial
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LEFT: Colorful Hawaiian shirts liven ABA convention exhibit center. 
RIGHT: Official greeters bearing traditional Hawaiian leis prepare to 
meet ABA delegates at Honolulu airport.

bankers pull together to compete ag
gressively in the business and banking 
marketplace.

Speaking of government regulation, 
Mr. Rockefeller said that citizens ev
erywhere are coming to the conclusion 
that much of the protection derived 
from governm ent regu la tion  isn ’t 
worth the rising cost of providing it.

“The only way we can achieve really 
meaningful reform,” he said, “is if we 
stand together as an industry . . . and 
speak loudly and with a common voice 
against those forces which inexorably 
are driving to divide our industry and 
cripple our system.”

O utgoing ABA P resid en t A. A. 
(Bud) Milligan, president, Bank of 
A. Levy, Oxnard, Calif., discussed the 
Fed membership problem.

“We thought there was a very logical 
answer to it,” he said. “Simply right 
the wrong of the hidden tax on banking 
through paym ent of interest on re 
serves, more flexible reserve require
ments and explicit pricing of services.”

But Congress came up with a differ
ent solution, he added, virtually mak
ing F ed  m em bersh ip  m andatory , 
which goes against the grain of banker 
sen tim en t. A lthough the  recom 
mendation by Congress had attractive 
features, it raised two enormously 
complex issues: universal reserve re
quirem ents and nonvoluntary Fed 
membership.

Because of banker resistance, Mr. 
Milligan said, Congress and the Fed 
have come to agree that it would be 
better to wait until the questions bank
ers have on the topic are answered be
fore proceeding.

He cited banker involvement with 
derailing an EFT consumer protection 
bill that would have thw arted the

growth of EFT without doing anything 
to protect legitimate consumer inter
ests. The result was that Congress ap
proved legislation that protects con
sumer rights without killing EFT be
fore it ever gets out of the starting 
blocks, he said.

He said the Financial Institutions 
Regulatory and Interest-Rate Control 
Act is a generally acceptable piece of 
legislation — thanks to banker in
volvement. He said the bill codifies

Tax Revolt To Spread?
Bankers attending the ABA con

vention were told that tax revolt 
measures like California’s recent 
Proposition 13 will spread to other 
states as an expression of voter dis
satisfaction with big government.

The prediction was a consensus of 
banker viewpoints expressed at an 
ABA banking leadership conference 
last August and made public at the 
convention.

The banking leaders thought 
Proposition 13 was only the begin
ning of a tax revolt that would spread 
to other states because the federal 
government was too big, too power
ful, too centralized and too rigid.

Bankers found the following as
pects of federal government to be 
especially objectionable: the in
creased paperwork burden of regu
latory compliance, the inefficiency of 
the bureaucracy, government limita
tions on free competition of busi
ness, the number of areas of gov
ernment involvement, the number 
of government administrative units 
and government limitations on free 
choice for individuals.

Bankers felt strongly that signifi
cant cuts in federal spending would 
have a positive effect on inflation.

practices and procedures that regu
lators have long encouraged and which 
many bankers consider to be good 
management.

Secretary of the Treasury W. Mi
chael Blumenthal discussed inflation, 
which he term ed a “wheel-spinning, 
tail-chasing process in which no major 
economic group has achieved any sub
stantial gains.” He said some early 
warning signs have appeared that sig
nal that the economy is moving closer 
to the zone where demand factors will 
begin to aggravate the inflation prob
lem, including a tightening of the labor 
market and non-union wages begin
ning to rise more rapidly than union 
wages.

“Our problem is that we are living 
with the heritage of neglect and inap
propriate treatm ent of the economy by 
the federal governm ent,” Mr. Blu
m enthal said. “ Previous adm inis
trations and congresses have allowed 
inflation to become a way of life over 
the past decade.”

He said the responsibility for exor
cising the evils of inflation from the 
economic system falls squarely on the 
government. He said President Carter 
is determined to exercise the leader
ship needed to mobilize the resources 
to combat inflation.

During the convention, John H. 
Perkins, president, Continental Bank, 
Chicago, assum ed the ABA presi
dency. Mr. Milligan went from presi
dent to chairman of the governing 
council; C. C. Hope Jr., vice chair
man, First Union National of North 
C arolina, C h arlo tte , was e lec ted  
president-elect; and Thomas R. Smith, 
p resident, F idelity  B renton Bank, 
Marshalltown, la., was reelected trea
surer. •  •
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In correspondent banking services, we’re 
the specialists.

Here’s how First Chicago, 
a *21 billion banking corporation, 

can help you serve your customers more productively.

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

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

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

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

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

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

Concentratioa Disbursement and Control

Visual Aids: Slides and Closed Circuit 
T V  Production

TRUST BANKING
Personal and Corporate TVust Services 
TVust Investment Advisory 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 TVansactions 
Transfers and Remittances 
Ex-Im Financing
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Banking, Economy, Politics Discussed
At First

B ANKING, economic and political 
subjects took the spotlight at 

First City National of Houston’s 1978 
executive manager seminar for. its cor
respondent bankers.

“ W here Have all th e  Answers 
Gone?” was asked by Irving Kristol, 
co-editor, Public In terest magazine; 
Henry Luce professor of urban values, 
New York University; a senior fellow, 
American Enterprise Institute, and a 
member of the board of contributors, 
W a ll S treet Journa l. Mr. Kristol’s 
principal thesis was that the entrep
reneur is excluded from U. S. eco
nomic policy. As he p u t it, “The 
generating force of our economy is 
capital formation; yet economic policy 
ignores it.”

A community bank’s responsibilities 
were described by Horace Dunagan 
J r ., p re s id e n t, F irs t S ta te, Ca- 
ruthersville, Mo., and immediate past 
chairman, Bank Administration Insti
tute.

In  a talk on “ W ho Makes the

City National’s

Rules?,” Thomas I. Storrs spoke about 
bank regulation . H e is chairm an, 
NCNB Corp. and North Carolina Na
tional, Charlotte. “The rules of bank
ing,” said Mr. Storrs, “are, to a great 
extent, political rules. There are many 
people who are ready to write the rules 
for us, frequently from a narrow point 
of view.” They include, according to 
Mr. Storrs, special-interest groups, 
members of Congress and members of 
their staffs, federal supervisory agen
cies and financial institutions outside 
banking.

“We have no chance of a successful 
and prosperous future,” he concluded, 
“unless we partic ipate  actively in 
writing the rules. We have no chance 
of successful participation unless we 
make sure that we step outside a 
purely self-interest position and advo
cate rules that contribute to a sound 
financial system working for the suc
cess of our country.”

Luncheon speaker was Joseph J. 
Sisco, president, American Univer-

Seminar

sity, Washington, D. C., and former 
undersecretary of state for poltical af
fairs and the United Nations. In his talk 
on “International Decisions in Times 
of Crisis,” Mr. Sisco provided back
ground inform ation on th e  Camp 
David talks. He had been deeply in
volved in negotiating the cease-fire be
tween Egypt and Israel in 1970.

Exhibits of the bank’s correspondent 
services were set up for seminar par
ticipants. The bank’s international di
vision, item processing department, 
in v estm en t division and financial 
planning group and First City Services 
Co. (data processing subsidiary of First 
City Bancorp, of Texas) handled these 
displays.

Presiding at the seminar, held at the 
Galleria Plaza Hotel, were J. A. Elkins 
Jr., chairman, executive committee; 
Nat S. Rogers, chairman of the board; 
Richard G. Merrill, president, and 
George L. Risien, senior vice presi
d en t and m anager, reg ional/cor- 
respondent banking department. •  •

LEFT: Irving Kristol speaks to bankers at First City Nat'l of Houston's 
executive management seminar. Seated is Richard G. Merrill, bank pres. 
Mr. Kristol is co-editor, "Public Interest" magazine; Henry Luce professor of 
urban values, New York University; senior fellow, American Enterprise 
Institute, and member, board of contributors, "W all Street Journal."

CENTER: Another seminar speaker was Thomas I. Storrs, ch., NCNB Corp. 
and North Carolina Nat'l, Charlotte. Seated is N at S. Rogers, First City 
Nat'l ch. RIGHT: Financial planning group of First City Nat'l provided one 
of exhibits of correspondent bank services at seminar.
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When Commerce Bank 
handles your 

credit card processing 
your profits start now,

not 5-10 years down the road.

Immediate 
profits for 
your bank.

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

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

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

MID-CONTINENT BANKER for November, 1978

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

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

€* Commerce Bank
of Kansas City“
10th & Walnut
(816) 234-2000
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Trade-Area Boundaries, Files of Comments 
Included in CRA Implementation Regulations

F e d e ra l, s ta te  a gen cies  to  eva lu a te  banks

F INAL REGULATIONS im ple
menting the Community Rein

vestment Act (CRA) require that banks 
affected by the act must prepare maps 
delineating their community bound
aries, adopt CRA statem ents, post 
CRA notices on their premises and 
maintain files of public comments re
garding th e ir  perform ance u n d er 
CRA.

The regulations were issued by the 
C om ptroller of the C urrency, the 
FDIC, the Fed and the Federal Home 
Loan Bank Board in October. The act 
takes effect November 6.

Boards must adopt CRA 
statements for each community 
served by the bank that list the 
types of credit being offered to 
the community.

The regulations were issued in re
sponse to the act’s requirem ent that 
the agencies encourage institutions 
they regulate to help meet the credit 
needs of their communities, including 
low- and moderate-income neighbor
hoods, consistent with safe and sound 
operations.

Before issuing the final rules, the 
four agencies considered more than 
500 letters of comment from the public 
that contained suggestions that ena
bled the agencies to formulate the re
quirements. The agencies are charged 
with evaluating the local credit ser
vices of all financial institutions they 
regulate.

Key factors are listed in the regu
lations for examiners to use in assessing 
a lender’s record. An institution’s per
formance will be taken into account 
when it applies for branches, mergers, 
charters and insurance, as well as in 
cases of certain other approvals. If the 
institution’s performance is judged to 
be substandard, such applications can 
be denied on that basis. The regu
lations apply to all such applications 
pending on November 6 as well as to 
those filed on or after that date.

Views of state supervisors will be 
considered when state-chartered in
stitutions apply for federal deposit in
surance or other approvals.

The regulations include the follow
ing principal provisions designed to as
sist lenders in complying with the 
CRA, to inform the public and to help 
regulators discharge their respon
sibilities:

•  Delineation o f  the com m unity . 
Lenders subject to the CRA are re
quired to prepare and review, on an 
annual basis, a map delineating the 
local community or communities com
prising the lender’s entire trade area, 
including low- and moderate-income 
areas. According to regulators, a local 
community consists of the contiguous 
areas around each office or group of 
offices of the institution, but doesn’t 
necessarily take account of off-premise 
EFT terminals that accept deposits for 
more than one lender.

Three bases for delineation of a 
community are included in the regu
lations:

1. Boundaries such as those of the 
Standard Metropolitan Statistical Area 
(SMSA) or counties where an institu
tion’s office or offices are located. 
W here appropriate, adjacent areas 
may be included and adjustments may 
be made for boundaries such as state 
lines. Small institutions may delineate 
those areas of an SMSA or county they 
may reasonably be expected to serve.

2. A lender may use its effective 
lending territory, defined as the area 
where it makes a substantial portion of 
its loans and other equidistant areas 
around each of its offices, to delineate 
its local community.

3. A lender may use any other rea
sonably delineated area that meets the 
purpose of the act and doesn’t exclude 
low- and moderate-income areas.

•  C om m un ity  R einvestm ent A c t 
statement. Within 90 days after the 
CRA takes effect, the board of each 
institution subject to the act is to adopt 
a CRA statement for each delineated 
local community. The statement must 
include the following main features:

1. The delinea tion  of the local 
community.

2. A list of the principal types of 
credit the lender is prepared to extend 
to the local community.

3. A copy of the CRA notice de
scribed in the next section of the regu
lations.

Regulators would like lenders to in
clude in their CRA statements a state
ment of how they are helping to meet 
community credit needs, a periodic 
report on their record of helping to 
meet those needs and how they at
tempt to ascertain what the needs are.

The CRA statem ent must be ¡re
viewed and updated annually by the

Affected banks must main
tain files of public comments 
about the bank's CRA per
formance. These files must be 
available to the public.

institution’s board.
•  C om m un ity  R einvestm ent A c t 

notice. Within 90 days after the CRA 
has been implemented, each lender 
must post the following notice:

“The Federal Com m unity Rein
vestment Act (CRA) requires the reg
ulator to evaluate our performance in 
helping to meet the credit needs of this 
community, and to take this evaluation 
into account when the regulator de
cides on certain applications submitted 
by us. Your involvement is encour
aged.

“You should know that:
“You may send signed written com

ments about our CRA statement(s).
“You may obtain our current CRA 

statement for this community in this 
office.

“You may send signed written com
ments about our CRA statement(s) or 
our performance in helping to meet 
community credit needs to (title and 
address of bank official) and to Com
munity Reinvestment Officer, Comp
troller of the Currency, Washington, 
DC 20219. Your letter, together with

(Continued on page 94)
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Great craftsmen are infinitely that must be practiced 
patient and skillful with the and developed by men and 

tools of their trade and their women who, like artisans of 
lives are animated by a spirit great skill, care about the 

that dares to be different. the lasting quality of
Good banking is a craft their work.

First National Bank O f Commerce
CORRESPONDENT BANKING DEPARTMENT M""b'rFDIC

210 Baronne Street /  N ew  Orleans, Louisiana 70112
Louisiana 1-800-462-9511 /  Alabama, Arkansas, Mississippi, East Texas 1-800-535-9601 /  Elsewhere (collect) 504-561-1371 
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Consumer Protection Laws:
How They Are Enforced by the FDIC
By CARMEN J. SULLIVAN, Acting Director, Office of Consumer Affairs and Civil Rights, FDIC

T HE FDIC places a high priority on 
ensuring that the credit needs of 

communities and individuals are being 
met in an affirmative, nondiscrimina- 
tory manner.

F D IC  en fo rcem en t of an tid is- 
criminatory statutes is the subject of 
criticism  on two sides. C onsum er 
groups and other organizations always 
are concerned that enforcement efforts 
aren’t as vigorous as they should be. 
On the other hand, bankers complain 
about the costs g enerated  by pa
perwork required by regulations im
plementing these statutes and point 
out that bank customers ultimately 
bear these costs. The FD IC ’s policy is 
to design the most effective and effi
cien t regu la to ry  and superv isory  
mechanisms to enforce fair-lending 
laws.

My focus here is on the FD IC ’s en
forcement activities in the areas of 
equa l-cred it opportun ity  and fair 
housing. I will attempt to present our 
initial difficulties in ascertaining bank 
compliance with these statutes, how 
these difficulties are being resolved 
and the direction our present and pro
posed enforcement program is taking.

Ten years ago, the FDIC was dele
gated responsibility for enforcing the 
Fair Housing Act. That act prohibits a 
bank from denying a loan or other fi
nancial assistance to an applicant for 
the purpose of purchasing, construct
ing, improving, repairing or main
taining a dwelling, or from discrim
inating against the applicant in fixing 
terms and conditions of that loan or 
other financial assistance because of 
the applicant’s race, color, religion, na
tional origin or gender.

In 1974, the Equal Credit Opportu
nity Act was passed which makes it

This article is based on testimony Mr. 
Sullivan presented to the Commerce, Con
sumer and Monetary Affairs Subcommittee 
of the House Committee on Government 
Operations.

unlawful for any lender to discriminate 
against any applicant with respect to 
any aspect of a credit transaction on the 
basis of race, color, religion, marital 
status, age, gender, receipt of public 
assistance or because the applicant has 
in good faith exercised any right under 
the Consumer Credit Protection Act.

In 1975, the Home Mortgage Dis
closure Act was enacted, requiring 
banks with $10 million or more in total 
deposits located in standard metropoli
tan statistical areas (SMSA) to make 
available to the public on request data 
disclosing the amount and location 
of their residential real-estate- and 
home-im provement-lending activity 
for each fiscal year.

Finally, in 1977, the Community 
Reinvestment Act was passed requir
ing federal financial supervisory agen
cies — when examining financial in
stitutions — to encourage them to help 
meet the credit needs of the local 
communities in which they are char
tered and to take into account their 
record in meeting community credit 
needs when passing on applications for 
branches, mergers, etc.

These four statutes are designed to 
eliminate discriminatory lending prac
tices that adversely affect individuals, 
organizations, neighborhoods and 
communities. However, because dis
criminatory lending practices often are 
subtle and were difficult to detect on 
the basis of available records, our in
itial enforcement program didn’t turn 
up many violations. With adoption of 
racial-notation requirements in Regu
lation B as am ended  and reco rd 
keeping and racial-notation require
ments in the FD IC ’s Fair Housing 
regulation (Part 338), our ability to 
enforce the Equal Credit Opportunity 
and Fair Housing acts has been en
hanced. Retention of racial, financial 
and other information on applicants 
and property that is the subject of the 
application are essential elements in 
an effective civil-rights-compliance- 
enforcement program.

The F D IC ’s initial com pliance-

enforcement program was limited to 
an evaluation of compliance with con
sum er laws, p rim arily  T ru th -in - 
Lending, as a part of the regular ex
amination. On December 17, 1971, 
the FD IC ’s board adopted a statement 
entitled “Policy on Nondiscrimination 
in Real Estate Activities,’’ which re
quired a bank to give notice of equal
lending opportunity in its advertise
ments for loans and public disclosure of 
equal-credit opportunity on a bank’s 
premises.

As of January 1, 1974, the FDIC 
developed a separate compliance re
port. This report was developed in 
conjunction with our withdrawal from 
the examination of banks for safety and 
soundness in three states. The FDIC 
continued to examine these banks for 
compliance with federal laws and reg
ulations. Recognizing that there were 
certain advantages to the new ap
proach, the FDIC required the use of a 
separate report for compliance in ex
aminations of all state nonm em ber 
banks effective September 9, 1974.

Recognizing the need for a still more 
effective com pliance-enforcem ent 
program, the FDIC developed and 
implemented a separate compliance- 
examination program early in 1977. 
Essentially, this program includes an 
examination of each FDIC-supervised 
bank at least once every 15 months for 
com pliance w ith co n su m er-p ro 
tection, civil-rights and related laws 
and regu la tions. E xam iners are 
selected to participate in the examina
tion program generally for a six-month 
tour of duty. They receive special 
training in consumer protection and 
civil rights prior to their participation 
in the program.

This program has resulted in a sig
nificant increase in commitment of ex
aminer resources. It also has resulted 
in more thorough compliance exam
inations and a recognition by FDIC- 
supervised banks that the FDIC takes 
very seriously the banks’ compliance 
with consumer-protection and civil- 

(Continued on page 104)
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“NCR has the 
system for the 
community bank.”

ft W. label, President 
First National Bank in Lenox, Iowa

“ Ours is a $20 million community bank in Lenox, 
Iowa, about a hundred miles from the nearest city, 
Des Moines. So far that we chose to do our own 
processing. And NCR has provided the system we 
need,”  says Ralph Zabel, president of First National.

The system consists of NCR’s interactive 1-8230 
low-cost computer, an NCR 775 in the proof 
department and an NCR record display unit on the 
teller line.
Formerly, three operators were busy most of the 
day every day, updating demand deposit accounts. 
Now, one operator does the proofing, auto
matically capturing the information on a series of 
four magnetic tape cassettes during the normal 
day. The computer reads the cassettes and

updates the accounts in just two hours.
The computerized records consolidate information 
that was formerly distributed among up to five 
different sources. And all the records are instantly 
available through the computer or through the 
display unit on the teller line.
Eventually, the entire bank accounting system can 
go online at the bank’s discretion.
Find out what an interactive NCR system can do 
for your community bank. Call the NCR office near 
you. Or write to Financial Systems,
NCR Corporation,
Box 606,
Dayton, Ohio
45401. Complete Computer Systems
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Frame not included.

8x 10 ‘Tkiriiiy* Portraits

You are guaranteed extra tra ffic  when you 
use this unique portrait prom otion.

You give a free 8 x 1 0  co lor portrait to each 
customer and prospective customer. Our low 
cost prom otional 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 portra it and 
photofin ishing experience are behind every 
proof and portrait.

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

FOX
PROMOTIONAL

SERVICES

MARKETING

GOLD CROWN PORTRAITS
1734 Broadway
San Antonio, Texas 78215
512/226-1351
Division of Fox-Stanley Photo Products, Inc.
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Fed Strives to Assure Consumer Act Compliance
By PHILIP C. JACKSON JR., Governor, Federal Reserve System

T HE FEDERAL Reserve Board is 
firmly committed to the goal of 

eliminating unlawful discrimination in 
credit transactions and to make sure 
that banks subject to its jurisdiction 
comply with these laws.

I want to discuss the topics of red
lining, recent and future enforcement, 
civil litigation and consumer informa
tion.

Unfortunately, the term “redlining” 
is used to describe a wide variety of 
credit underwriting practices. Thus, it 
becomes necessary to describe the 
practices to which the word applies.

To some, “redlining” describes the 
refusal to consider loan applications 
relating to properties in a geographic 
area because of the area’s racial or 
ethnic characteristics. That practice 
has been declared unlawful by the 
courts under the Fair Housing Act. It’s 
also prohibited by Regulation B, which 
implements the Equal Credit Oppor
tunity Act (ECOA). While it doesn’t 
refer to the practice as “redlining, ” the 
regulation makes clear that it’s unlaw
ful to discriminate against an applicant 
because of the characteristics of per
sons to whom the extension of credit 
relates (e. g ., the prospective tenants in 
an apartm ent complex to be con
structed  with the proceeds of the 
credit requested), or because of the 
characteristics of other individuals re
siding in the neighborhood where the 
property offered as collateral is lo
cated.

To others, “redlining” refers to the 
arbitrary refusal to consider loans in a 
geographic area without any apparent 
rational economic basis for doing so. 
This type of lending practice, to the 
extent that it may exist, is not prohib
ited under present federal law. While 
several bills on the subject have been 
introduced in Congress, none has been 
enacted.

Congress has addressed the prob
lems that flow from this latter concept 
of “redlining” in a different way under 
the Com m unity R einvestm ent Act 
(CRA).

The fundamental purpose of the 
CRA is to help the nation’s com 
munities by emphasizing to insured fi
nancial institutions and their federal

This article is based on testimony given 
by Mr. Jackson before the Subcommittee 
on Commerce, Consumer and Monetary 
Affairs of the House Committee on Gov
ernment Operations.

regulators that the standards imposed 
by federal'banking statutes with regard 
to the “convenience and needs” of the 
com m unity  being  served  include 
credit as well as deposit and other ser
vices. The CRA objective is similar to 
that of the Home Mortgage Disclosure 
Act (HMDA) of 1975, although the ap
proach taken by the CRA is quite dif
ferent and promises to be far more ef
fective than the HMDA approach. The 
HMDA requires major depository in
stitutions in metropolitan areas to fur
nish to the public information about 
the location of collateral-securing resi
dential real estate loans. This was re
quired in the belief that local public 
officials and private citizens could take 
appropriate action on a local level if 
they had the proper information.

The CRA directs the four financial 
regulatory agencies to encourage the 
institutions they regulate to fulfill their 
continuing and affirmative obligation 
to help meet the credit needs of their 
com m unities (including low- and 
m odera te-incom e neighborhoods) 
consistent with the safe and sound op
eration of those institutions. The board 
believes that the CRA approach — 
which permits evaluation of a state 
member bank’s credit services in the 
context of local circumstances and the 
community’s perceived needs — may 
prove to be a more effective way to deal

Philip Jackson Resigns
Philip Jackson has 
resigned from the Fed
eral Reserve Board of 
Governors, effective 
November 17. He cited 
"personal reasons." Mr. 
Jackson, a former 
Alabam a mortgage 
banker, was sworn in 
as a board member 
July 14, 1975, to fill a 
term that expires 
January 31, 1982.

Governor Jackson had special responsibilities for 
the Fed's consumer affairs operations, including 
the drafting of regulations under the Equal 
Credit Opportunity Act.

with the problem of geographic red
lining than a legal prohibition against 
geographic discrimination in the ex
tension of credit.

At the same time, the board recog
nizes that a better understanding by 
Federal Reserve examiners and by 
state member banks of racial redlining 
and of creditor practices that result in 
unlawful discrimination will enhance 
examination techniques and will im
prove compliance with credit nondis
crimination laws.

To assist the enforcement agencies 
in monitoring compliance, Regulation 
B requires a creditor to request infor
mation about an app lican t’s race/ 
national origin, gender, marital status, 
and age when it receives a written 
mortgage loan application for the pur
chase of residential real estate. This 
information is used for monitoring 
compliance with the ECOA and the 
Fair Housing Act.

The board has no present plans to 
expand the detail or scope of Regula
tion B monitoring information. The 
regulation applies to many types of 
creditors subject to the enforcement 
jurisdiction of different federal agen
cies. It permits an enforcement agency 
to substitute its own monitoring pro
gram for the one specified in the regu
lation. The Federal Home Loan Bank 
Board and the Federal Deposit Insur
ance Corp. have done so. The board 
believes it is preferable to evaluate the 
effectiveness of these  cu rren t 
monitoring programs before consid
ering more extensive data notation re
quirements for state-member banks.

In reviewing our recent enforce
ment, we find that Federal Reserve 
consumer affairs examinations of 861 
state-member banks were conducted 
betw een April, 1977, and August, 
1978, and that examiners found a total 
of almost 18,000 possible violations of 
the two acts. The vast majority are pro
cedural ra th e r than  substan tive  
violations.

For example, of 17,525 violations 
relating to noncompliance with the re
quirements of Regulation B, almost 
half related to nonconforming applica
tion forms (8,000). Another quarter in- 

(Continued on page 93)
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Capital-Note Issues:

A Step-by-S tep  Guide
On Their P reparation

By WILLIAM H. SHARP 
Vice President
McCourtney-Breckenridge & Co. 
St. Louis

I N RECENT YEARS, an increasing number of banks 
have turned to the capital note as an alternative to 

traditional use of equity capital. W hether the popularity of 
capital notes is due to the relative scarcity of equity capital 
in today’s market or in recognition of capital notes’ unique 
characteristics, most banks planning a capital-expansion 
program in the immediate future at least will consider an 
issue of capital notes.

Capital notes are an extremely flexible vehicle for capital 
expansion and can be structured in any number of ways to 
m eet the issuing bank’s particu lar needs. M aturity 
schedules may be amortized or set on a term basis to reflect 
the bank’s own expectations as to its cash flow and extended 
growth rate. Call provisions allowing the bank to redeem 
all or part of the notes at its option after a specified period of 
time can be added to enable the bank to adjust its capital 
structure to changing market conditions. Conversion fea
tures are available to banks that wish to convert the debt to 
equity before maturity. In addition to the general flexibility 
they offer, capital notes are attractive for their preferred 
treatment under existing tax law and as a means of avoiding 
control problems that may arise from an equity offering.

Once a bank has initiated a study of its capital needs and 
decided on a capital-note issue, the first step should be to 
formulate a distribution plan. For larger banks, private 
placement with an insurance company is a popular source 
of funds, but for smaller banks, generally those under 
$100,000,000 in footings, main sources of distribution are 
the lobby sale and the underwritten issue.

Selling from the lobby has been a successful means of 
distribution for some banks and a disappointm ent to 
others. The most important factors in a lobby sale are the 
ability of the bank’s market area to absorb the issue with 
minimal impact on the bank’s time deposits and the bank’s 
ability to prepare and present the issue to investors without 
disrupting the productive operation of the bank during the 
sales period.

In developing a successful distribution plan, the bank 
must understand first that, unlike some conventional bank 
products, capital notes are not bought; they are sold. They 
are not deposits, are not insured by the FDIC and must be 
presented to the prospect by means of an offering circular 
containing an abundance of legal language, which by intent 
or otherwise, intimidates all but the most sophisticated 
investors.

Many of the successful lobby sales we are familiar with

have been around a core list of sophisticated investor pros
pects who are called on preliminarily by a bank officer and 
invited to participate in the proposed issue. This is a pru
dent course to follow for two reasons:

First, the bank can estimate the overall potential of its 
market area without actually committing itself to a specific 
distribution plan. Many banks have em barked on a 
capital-note campaign from the lobby only to find they had 
overestimated their markets and must conclude their is
sues far short of the original goals. In regard to amortized 
issues with early maturities, under seven years, the bank 
must allow investors 90 days to redeem their notes if the 
entire issue isn’t sold.

Secondly, the bank is presenting its notes to a group of 
prospective investors who are more likely to understand 
the product and, therefore, more likely to be attracted to 
the notes. In selling from the lobby, the bank is selling a 
security that it cannot repurchase or allow as collateral to an 
investor who’s likely to be a bank customer. Obviously, due 
care in selection of prospects and presentation of the notes 
can increase the opportunity for a successful offering while 
avoiding many potential problems of a lobby sale.

Aside from the difficulty in estimating the quantity of 
notes the bank can sell successfully, and the related oppor
tunity for misunderstandings with bank-customer inves
tors, the primary disadvantage of selling from the lobby is a 
general tendency to capitalize the bank’s own savings and 
time deposits. Even to the extent that a bank meets its goal 
in distribution of its capital notes, some degree of deposit 
capitalization generally is unavoidable in selling from the 
lobby.

There are obvious advantages to selling from the lobby. 
In presenting the notes to prospects familiar with the 
bank’s operation, the bank may enjoy a more attractive 
interest rate than would otherwise be necessary to attract 
investor participation. Further, there’s no investm ent 
banking fee as is the case in an underwritten issue.

The Underwritten Issue. As investment bankers active in 
underwriting bank capital notes, we have found that banks 
choose an underwritten issue for three primary reasons: to 
ensure that the issue will be sold in its entirety; to avoid 
capitalization of deposits and to avoid the opportunity for 
negative customer relations arising from some misun
derstanding at time of sale. In addition, approximately 50% 
of the banks we have represented as underwriter have 
previously completed a sale from their lobbies and, based
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It takes a back seat 
driver like us to get you 
where you want to go.

When it comes to SB As and 
FmHAs, we're all back seat 
drivers at Hibbard and 
O'Connor Government Secu
rities. Because a lot of our 
clients know what they want 
but aren't sure how to get 
there.

We know the route well. 
And we can show you the way.

Over the years, we've 
developed a professional back 
office staff that knows the gov
ernment-guaranteed traffic 
situation and how to navigate 
through rush hour market 
jams.

Our sales staff is on our 
trading floor eight and a half 
hours a day, five days a week, 
to answer your calls. At the 
same time, we're constantly 
on the road bringing our 
services to your office.

At Hibbard and 
O'Connor, we believe gov
ernment-guaranteed SB As 
and FmHAs are like Ginnie 
Maes were a few years ago: 
growing in popularity To
day we're sold on them. In 
fact, last year we had a major 
share of the SB A market.

So if you're stuck in the 
traffic snarl of government se
curities, call us. We've got the 
green light for SB As and 
FmHAs.

W f 1
HIBBARD & 
O'CONNOR 

GOVERNMENT 
SECURITIES, INC.

1300 Main Street 
Houston, Texas 77002 

(713)651-1111
Associate Member:

GNMA Mortgage Backed 
Securities Dealers Assn. 
Mortgage Bankers Assn.
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on that experience, believe staff time 
involved in a lobby sale is not justified 
when an underwriter is available.

There are two forms of underwriting 
applicable to bank capital no tes, 
standby and firm commitment under
writing.

Standby underwriting involves use 
of the underwriter as the purchaser of 
last resort. If the bank is unsuccessful 
in distributing the notes in its market 
area, the underwriter purchases the 
remaining balance for resale. Standby 
underwriting assures the bank that the 
issue will be sold in its entirety, either 
by the bank or the underwriter. In this

regard, the underwriter generally is 
involved in structuring the issue, set
ting up the rates and, to some degree, 
in the legal preparation of the issue. 
The in v estm en t banking fee for 
standby underwriting generally con
sists of a retainer plus an agreed sales 
commission on any portion of the issue 
the underwriter may be required to 
distribute.

As the name implies, firm commit
ment underwriting involves purchase 
of the entire issue at a specified date for 
resale by the underwriter. In addition 
to providing a single takedown of the 
total issue, the underwriting agree

ment also should provide some protec
tion to the bank’s market area in dis
tribution of the notes by the under
writer and include an agreement by 
the underwriter to maintain a second
ary market in the notes so long as they 
remain outstanding.

Fees for firm commitment under
writing may vary depending on ser
vices provided and issue costs included 
in the investment banking fee. Some 
underwriters include all issue costs for 
preparation, legal counsel, printing, 
etc., in their fees; whereas, others re
quire that issue costs be borne by the 
issuer and base their fee solely on dis
tribution costs.

While there’s much broader interest 
among underwriters for the larger is
sues, banks issuing smaller amounts of 
capital notes may find an in terest 
among regional investment banking 
firms. In the past, we have underwrit
ten several issues below $1,000,000, 
the smallest being $300,000. Regard
less of issue size, small banks that feel 
an underw ritten issue would be in 
their best interest should not hesitate 
to investigate the matter.

Banks contemplating cap
ital-note issues are advised to: 
initiate a thorough study of 
their market area; consult their 
correspondents regarding  
availability of underwriter as
sistance, if required; and con
fer with appropriate bank reg
ulatory agencies prior to com
mitting themselves to any pre
scribed plan of action.

As a sensible course in seeking an 
underwriter, we suggest that the bank 
consult its correspondent for names of 
investment banking firms active in the 
field of bank capital notes. In all proba
bility, they will have been asked for 
this advice before and will be in a posi
tion to recommend a firm that may 
have an interest in an issue of the size 
and type proposed.

Regulatory Requirements. Capital- 
note issuers are subject to approval by 
the FDIC or the Comptroller of the 
Currency, depending on whether the 
issuer is a state or national bank. In 
addition, some states may find their 
state banking authority has a proce
dure to be followed in the issuance of 
capital notes.

Regulatory review consists of initial 
approval of the capital increase and a

M u n ic ip a l B o n d s

C s x c fu iiu e fu

S p ec ia liz in g  in

ALL GENERAL MARKET BONDS

Y o u r  " C orresponden t” fo r  M u n ic ip a l B onds

In vestm en t B ankers •  M u n ic ip a l B on ds
O N E TWENTY SEVEN WEST TENTH

KANSAS CITY, MISSOURI 64105
(816) 221-4311
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legal review of the resolutions, note 
form, offering c ircu lar and o th er 
documents related to the issue.

Purpose of this review is twofold; 
first, to confirm that the issue of capital 
notes is justified and, secondly, to pro
vide mutual protection for prospective 
investors and the issuing bank.

Prospective bank issuers would be 
well advised to discuss their prelimi
nary plans to issue capital notes with 
the appropriate regulatory agency. We 
have found the advice of the FDIC and 
the Comptroller invaluable in the or
derly completion of capital-note issues 
and strongly recommend that banks 
avail themselves of their good counsel.

The Legal Opinion. A legal opinion 
is a letter from legal counsel to the 
effect that he has reviewed documents 
relating to the issue and that, in his 
opinion, the notes have been duly au
thorized and represent valid obliga
tions of the bank. This is required as a 
matter of course in underwritten is
sues.

In our opinion, banks initiating 
lobby sales also should consider ob
taining a legal opinion. Further coun
sel may be helpful in advising the bank 
as to the legality of its sales activities. 
A lthough bank capital notes are 
exempt from registration under the 
United States Securities Act of 1933, 
they are subject to provisions regard
ing securities-sales practices. In the 
sale of capital notes, an honest state
ment of enthusiasm by an officer of the 
bank regarding the relative safety of 
the notes, etc., could constitute an 
unfair sales practice. The advice of 
legal counsel in developing the sales 
presentation can avoid potential legal 
problems arising from lobby sales.

Summary. Capital notes have be
come a popular source of bank capital 
and, barring any substantial change in 
tax law or investor attitude, seem likely 
to con tinue  to enjoy a w ider ac
ceptance among banks seeking capital 
expansions.

As a prudent course of action, we 
recommend that banks contemplating 
capital-note issues initiate a thorough 
study of their market areas, consult 
th e ir  co rresp o n d en ts  regard ing  
availability of underwriter assistance, 
if required, and confer with appropri
ate bank regulatory agencies prior to 
committing themselves to any p re 
scribed plan of action.

Preparation pays big dividends. This 
is especially true in the successful 
com pletion of a capital-expansion 
program. •  •

Am. Express Buys Into Firm

A group formed by American Ex
press International Banking Corp., 
New York City, has purchased 35% of 
the total common shares outstanding of 
Maisons Phénix, manufacturer and as
sem bler of single-fam ily, pre-fab  
housing units located in Paris.

The transaction  rep resen ts  the 
equivalent of $50 million, of which $10 
million was taken by American Ex
press.

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.

TH E LAWRENCE SYSTEM
A COLLATERAL MANAGEMENT SUBSIDIARY OF INA

Let United States Investor 
Show You How to Profit 
from the Stock Market...
This 16-page weekly guide to the stock market analyzes readers’ 
portfolios, reports in detail on fast moving stocks, reviews money 
markets and features lively commentary on the economy and 
what’s being said on Wall Street. UNITED STATES 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. 
* * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * *  
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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Money-Market Funds Gain Acceptance 
As Assets Rise Significantly

S IN C E  the  in v estm en t vehicle 
known as the money-market fund 

began to develop significant assets in 
January, 1973, it has gained great ac
ceptance by bank trust departments.

A money market fund is generally 
considered to be a “no-load” invest
ment company investing in interest- 
bearing or debt securities and paying 
interest on a periodic basis, generally 
daily. As money-market rates began to 
rise rapidly along with the prime rate 
charged by banks on short-term busi
ness loans, the attractiveness of high 
yields supported by a quality portfolio 
of diversified short-term holdings be
came apparen t. Early skepticism , 
overcome by high returns and con
venience, faded as individual trust offi
cers and then  en tire  departm ents 
started to use the new investment ve
hicle.

Arguments of a double-management 
fee were set aside as the net return to 
the client including a fee becam e 
higher than that available through di
rect purchase in the market because 
the fund could buy high yielding, 
short-term paper in large amounts.

Flow of assets into money-market 
funds increased with rising short-term 
rates, but even when rates declined in 
1975 and 1976, the funds continued to 
attract new money.

Today the industry records itself at 
over $8 billion, and recent projections 
of $10 billion by year-end — if short
term interest rates continue to climb 
— seem m oderate in light of the 
growth of the last few months.

By FREDERICK W. NEWCOMB 
Vice President 

And Director of Marketing 
Scudder Fund Distributors, Inc.* 

Boston

lion or $30 million, bank certificates of 
deposit of $10 million and commercial 
paper of up to $8 million at one time. In 
this regard, funds with diversified 
portfolios of Treasury and Government 
issues, bank CDs and commercial 
paper had the  flexibility  to seek 
higher-yielding categories of money- 
market instruments while maintaining 
quality standards within these groups 
of securities (see chart on varying 
portfolio composition).

Besides the advantages of diversifi
cation and high yield, convenience and 
service-cost savings also have led to 
greater use by cost-conscious trust de
partments. There are no transaction 
charges to reduce the effective yield 
with the purchase or sale of money- 
market-fund shares as there are with 
direct purchase and sale of short-term 
instrum ents. In addition, trust-de
partment personnel can save a great 
deal of time that normally would be 
spent reviewing short-tim e invest
ments once the overall credit and re
search practices of a money-market 
fund have proved acceptable to a bank. 
The entire investment history should 
be available for comparison purposes, 
and a monthly portfolio listing enables 
the trust officer to verify whether the

SCUDDER MANAGED RESERVES - A MONEY MARKET FUND HISTORY

1974 1975 1976 1977 1978

12/31 6/30 12/31 6/30 12/31 6/30 12/31 6/30 9/29

COMPOSITION OF PORTFOLIO

Commercial Paper 35.6% 38.2Z 21.8Z 29.3Z 35.6% 41.5Z 61.2Z 31.8Z 39.2%

Certificates of Deposit and 
Bankers Acceptances 54.4% 42.0Z 14.2% 11.2Z 19.9% 19.6% 17.4Z 62.5% 58.6%

Treasury & Agency 1 0 . oz 19.5Z 63.7Z 54.9Z 39.9Z 30.3Z 18.3% 2.9Z -

Other - 0.3Z 0.3Z 4.6Z 4.6Z 8.6Z 3.1Z 2.8Z 2.22

TOTAL 100Z 100Z 100Z 100Z 100Z 100Z 100Z 100Z 100Z

MONEY MARKET FUND's 
ANNUALIZED NET RETURN 8.9Z 5.8Z 5 .8% 5.3% 4.7Z 5.0Z 5.9Z 6.8% 7.4Z

REPRESENTATIVE SHORT-TERM 
(90 day) INTEREST RATES

Finance Company 
Commercial Paper 8.81% 6.04Z 5.78Z 5.72Z 4.66Z 5.54Z 6.69Z 7.74Z 8.86Z

Certificates of Deposit 8.70Z 6.60Z 5.50Z 5.75Z 4.65Z 5.38Z 6.80Z 8.10Z 8.90%

Treasury Bills 7.18Z 5.91Z 5.292 5.45Z 4.412 5.032 6.28Z 7.28Z 8.06%

Date

Jan. 1973 6
Jan. 1974 9 .7 5
Jan. 1975 10 .25
Jan. 1976 7
Jan. 1977 6 .2 5
Jan. 1978 8
O ct.  1978 10

Size of the funds enables them to 
purchase money-market issues in large 
sizes. It has not been unusual for a fund 
to purchase Treasury bills of $25 mil-

*Scudder is a distributor of Scudder 
Managed Reserves and Scudder 
Cash Investment Trust.

Assets

$ 7 .1  m i l l i o n  
$92 .9  m i l l i o n  
$ 2 .4  b i l l i o n  
$ 3 .7  b i l l i o n  
$ 3 .8  b i l l i o n  
$ 3 .8  b i l l i o n  
$ 8 .5  b i l l i o n

The effectiveness of investment re
sults d e riv ed  from a d iversified  
portfolio has been demonstrated by 
comparable returns in money-market 
funds w ith rep resen ta tiv e  90-day 
interest rates (see annual-report-type 
chart on 90-day paper and rate com
parison).

fund is maintaining its investment- 
quality criteria.

Providing information on rates of re
turn on a daily and monthly basis is a 
standard practice within the industry, 
and most funds also will provide an 
interim  rate for any time betw een 
month-end periods. Ability to move 
money by telephone and the Federal 
Wire System is an additional conveni
ence by virtue of not requiring banks to 
change their established procedures in 
order to use the new service.

Adaptation of money-market-fund 
reporting systems to trust-department 
requirements also has led to conveni
ence and cost savings and thus higher 
usage by the trust officer. Many trust

Effective Prime Rates
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N e e d  in v e stm e n t  
a d v ic e ?

ImEM

W e  c a n  h e lp !
Solid investments made today can mean extra strength 
and growth for your bank or your customers 
tomorrow.
Contact Bank of Oklahoma for free investment 
counseling. We’ll help you translate your bank’s 
unique needs and goals into specific investment 
objectives. Then we will help you identify your best 
opportunities and alternatives. If you’re considering 
U.S. Government securities, Federal funds, state and 
municipal bonds and notes, or money-market 
instruments of any type, that’s all the more reason to 
call us. We can help you identify your best investment 
alternatives.
It makes good business sense!

B A N K  O F  
O KLAH O M A
P.O. Box 2 3 0 0 /Tulsa, OK. 74192

Our Capabilities Expand Yours
Contact Rob Rainey, Investment Division Manager,
Doug Keffer, Department Manager,
Steve Woodley, Monty Butts, Phil Burns, or Tom Toburen 
(9 1 8 )5 8 8 -6 7 8 1 . Member FDIC
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departm ents either hire an outside 
software service or use internal pro
grams to record individual accounts for 
their bank master notes. In either case, 
attendant systems costs can be re 
duced substantially by using the fund’s 
sub-accounting system, which usual
ly provides account numbers in the 
bank’s own num bering system for 
bookkeeping continuity and easy ac
count identification.

At present, more and more bank 
trust departments are adopting total 
securities appraisal and reporting sys
tems of their own. Many of these sys
tems are purchased or leased from out
side sources, and most provide rec
ord-keeping for money-market funds.

Sponsors of m oney-market funds 
have spent a great deal of time and 
effort in demonstrating the benefits of 
their service to the banking industry. 
Management companies have given 
seminars, sponsored user conferences, 
written articles and made radio and 
television appearances on behalf of 
their funds.

With a large number of trust de
partments already successfully using 
money-market funds, and with grow
ing awareness of the need for service, 
efficiency and investment diversifica

tion, it appears that money-market 
funds will continue to expand as an 
integral part of trust management. •  •

Computerized Statement Spreads 
Aid International Bankers

NEW YORK — Computerized fi
nancial statem ent spreads of some
4,000 different banks around the world 
are being  sold by M anufacturers 
Hanover Trust. The new subscription 
service is being offered publicly for the 
first time.

The spreads are aim ed at U. S. 
banks engaged in international bank
ing business, foreign banks that are ex
panding international trade and multi
national corporations involved in 
choosing foreign banks.

Each spread includes a balance 
sheet, income statem ent, cash flow 
reconciliation, net worth reconcilia
tion and six categories of ratios for 
analysis of trends. The ratios are 
itemized under subheadings and are 
computer calculated.

Each international bank statement 
spread is a copy of that prepared for 
and used by the lending officers of 
Manufacturers Hanover and encom
passes the most recent complete four 
fiscal years for each overseas bank. An

nually, the most recent fiscal year is 
added to the spread and the oldest year 
is dropped off to keep the spread cur
rent.

According to a M anufacturers 
Hanover spokesman, the spreads ena
ble correspondent banks to greatly re
duce the overhead cost and language 
problem associated with international 
banking practices. Use of the spreads 
also minimizes the need for gathering 
the information in-house.

Economic Forecaster:

Alabama Quarterly Review 
Discusses Economy Cycles

Alabama Bancorp., Birmingham, 
has introduced a quarterly economic 
review that will appear in major daily 
newspapers throughout the state. Pre
pared by the School of Business, Uni
versity  of A labam a/B irm ingham , 
Alabama Outlook will keep the public 
informed of economic activity of inter
est to the state, the Southeast and the 
nation.

The first issue in Septem ber ex
plored the current recessionary cycle 
at the national level as revealed by key 
econom ic ind icators and why the 
Alabama economy would weather the 
effects of the decline better than most 
areas of the nation.

Anti-Theft System Available 
To Loan Customers, Drivers
PROVIDENCE, R. I. — An anti

theft device for cars will be given away 
to any automobile loan customer bor
rowing $3,500 or more from Industrial 
National (InBank). The bank is using 
the offer as a public service aimed at 
decreasing the high num ber of auto 
thefts in Rhode Island. InBank will sell 
the Sav-Car system at cost to anyone 
wishing to buy it.

The system surrounds a car’s start
ing system in armored steel and deac
tivates the ignition switch until an in
dividually registered key is used. The 
device can be installed by most au
to dealers or mechanics and also will 
be available from num erous auto 
dealerships that finance through the 
bank.

According to its manufacturer, no 
automobile with a Sav-Car system has 
ever been stolen. In addition, Massa
chusetts drivers get an automatic 15% 
discount on car-theft insurance when 
they install approved anti-theft sys
tems. The device makes it impossible 
to “jump start” the car, spokesmen say.

Get to know 
our people

Woolsey & Company offers you over a 
century of combined municipal investment banking 
experience, plus the opportunity to increase your 
lending capacity to small business through our full 
government guaranteed loan services.

If you have any questions about investment 
and municipal finance or government loans, get to 
know the people who know. Get to know the people 
at Woolsey & Company.

u f f i t e yINCORPORATED
INVESTMENT BANKERS

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

Associate Member, Oklahoma Bankers Association
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SAY CHI ESE... 
THE OLAN MILLSWV

Sharp and mellow. That’s the sum 
and substance of the new Olan Mills 
Bank Marketing Program.

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

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

This campaign will be made t 
available to you at a very 1^ #§ 
nominal cost and will Altlf /
include a year-round 
program of newspaper ^  
ads, radio spots, 
billboard designs,

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

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

For more information contact the
Bank Marketing Division 

I il 1101 Carter Street, ¿æêIIQ Chattanooga, TN, 
JllllO Telephone (615)

622-5141 Ext. 213

THE NATION’S STUDIO
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Credit Life
Single-Premium Term 
Lenders Single Interest  
Non-Fi l ing Insurance  
Confiscation and Skip Insurance  
Repossessed Property Insurance 
Holder- In-Due-Course Insurance

ET’S TALK ABOUT IT.
•

1

r" I N S U R A N C E  E N T E R P R I S E S, IN C .
^  5811 H A M P T O N  A V E .

S T. L O U IS , M O . 6 3 1 0 9  

t f c »  P H O N E : 3 1 4 /8 3 2 -2 7 1 7

Two Reference Books 
That Aid Bank Executives 
In Lending Decisions

Here are two books that can be 
helpful to bank management.

THE BANK BOARD AND LOAN POLICY 
($ 7 .5 0 ). 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 W illiam  H. Baughn and 
Charls E. W alker (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 1 1 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, M O  
63102.

(Advertisement)

prevent losses
ur ‘‘Early Warning System” lets you 

potential new account opener or borrower 
has a history of defrauding financial institutions. All it 
takes is one phone call + 15 seconds.

Find out how over 2,800 financial 
institutions, throughout the nation, 
save thousands of dollars daily, with 
Chex Systems. Call Irwin Pentel, 
President, at (800) 328-5120.

m m m m
A Custom Service for Financial Institutions 
1301 East 79th Street •  Minneapolis, MN 55420 
612-854-3422
Offices in Minnesota • Kansas • Ohio • Texas • Wisconsin
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Wljeif you look better, 
you feel better . ..

Wbeif you feel better, 
you work better...

Wear tbe best ip 
business fashions.

C a r l y l e

g r a v e nWKÊF i N C O R P O R A T E  O

FASHIONS FOR BUSINESS

300 West Congress Parkway 
Chicago, Illinois 60607 

(312) 922-8448
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DANK DESIGN FOR BANKERS . . .  
FUNCTIONAL, UNIQUE AND 
COST-EFFECTIVE. WRITE OR 
CALL COLLECT FOR 
INFORMATION.

THE PLUS GROUP 
10758 Indian Head Dlvd.
St. Louis, Mo. 63132 
1-314-426-2244

THE
PLUS

CROUP
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DDA Interest Planning Taught at KBA Regionals

Help in planning for interest on DDAs and automatic transfers was given to bank executive officers 
attending the recent series of regional meetings sponsored by the Kansas Bankers Association. 
Presenting topic in working sessions was Carl Nielsen, chairman, department of administration, 
Wichita State University. Left photo shows session held in Wichita as Dr. Nielsen conducts program. 
Right photo shows Dr. Nielsen in action.

Fed Strives
(Continued from  page 81)

volved incomplete notifications of rea
sons for credit denials (4,000). Failure 
to comply with data notation require
m ents (2,000) and reco rd k eep in g  
violations (700) accounted for the bulk 
of the remaining citations. Similarly, 
the Fair Housing citations (about 300) 
related almost exclusively to failure to 
display the Equal Housing Lender 
poster.

The major substantive violation of 
Regulation B (almost 2,000 instances 
reported) related to improper requests 
for the signature of a nonapplicant 
spouse. Other substantive violations 
included failure to give reasons for de
nials and failure to report jointly held 
accounts in the name of each account 
holder.

Second examinations of 105 banks 
indicate that about half of them were 
still not in full compliance. Again, 
violations were largely procedural: 
three-fourths related to forms (65 in
volved applications and 15 involved 
statements of adverse action). A good 
number of these institutions have now 
been brought into compliance after 
further clarification as to what Regula
tion B requires. The Federal Reserve 
banks are dealing with the others on a 
case-by-case basis.

The Federal Reserve’s enforcement 
program  seeks to effect voluntary 
com pliance w henever possible. In 
most instances, corrective action is in
itiated by bank management as a result 
of an on-site, post-examination discus
sion. Subsequently, the bank’s board 
of directors also is apprised of the ex
aminer’s findings, and where appro
priate, a special follow-up examination 
is scheduled.

Where warranted, the Federal Re
serve Bank will take appropriate ad
m inistrative action against a state 
member bank. That action includes 
proceedings under the Financial In
stitutions Supervisory Act of 1966, 
which empowers the board to issue an 
order requiring a bank to cease and 
desist from the unlawful action and to 
correct the conditions resulting from 
the violation. The board also is au
thorized under the ECO A to refer the 
matter to the Attorney General, who in 
turn may file an appropriate civil ac
tion.

With regard to future enforcement, 
the board and four other federal regu
lators (the Comptroller of the Cur
rency, the FD IC , the Home Loan 
Bank Board and the National Credit 
Union Administration) have published 
proposed guidelines for the enforce
ment of Regulation B and the Fair 
Housing Act. The guidelines indicate 
the corrective actions that creditors 
will be required  to take regarding 
violations discovered in the course of 
examinations or through investigation 
of com plaints. The proposed  
guidelines do not directly require a 
bank to inform an applicant of vio
lations. However, some of the correc
tive actions that a bank would be re
quired to take will give notice to appli
cants of the bank’s noncompliance (for 
example, the required resolicitation of 
applicants in cases where a bank has 
been found to have discriminated un
lawfully).

The board does not now contem
p late  ro u tin e ly  pub lic iz ing  viola
tions of the ECOA, Fair Housing or 
other consumer credit regulations. If 
repeated violations occur and volun
tary compliance is not obtained, the 
board could decide to make the iden
tity of the institution public.

With regard to possible criminal
MID-CONTINENT BANKER for November, 1978

prosecution against banks or their offi
cers, there is no criminal liability pro
vision under either the ECOA or the 
Fair Housing Act for any failure to 
elim inate discrim inatory practices. 
Hence, the board is without authority 
to seek criminal prosecution.

The ECOA and the Fair Housing 
Act give private individuals the right to 
sue a creditor for unlawful discrimina
tion. The board believes that the pos
sibility of money damages and adverse 
publicity resulting from a lawsuit pro
vides creditofs with an important in
centive for complying voluntarily. It is 
impossible to establish the extent to 
which the civil damages provisions 
have deterred creditors from unlawful 
discrimination, but we do know that 
creditors are keenly aware of the po
tential liability. Many of them cite 
their exposure to the civil damages 
provisions when they write to ask the 
board for in terp re ta tions of regu
lations.

Consumers can exercise their legal 
rights, however, only if they know 
about these rights. The consumer edu
cation activities of the Federal Reserve 
inform consumers about laws barring 
credit discrimination in a variety of 
ways:

•  Through brochures explaining the

Brokers in 
Financial Market 
Instruments

N A T IO N A L  
M O N E Y  
M A R K E T  IN
Federal Funds 
Brokers Call Loans 
Eurocurrency Deposits 
Repurchase Agreements 
Term Federal Funds 
Bonds Borrowed and Loaned 
Domestic and Euro CD’s

George
Palumbo & Company, Inc.

Established 1963

|G S |« P I
26 BROADWAY, NEW  YORK, N . Y. 10004 

Cable: PALUMAC Tel: 212 269 3456 
Toll Free 800-221-3330
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purposes and basic provisions of the 
statutes; about seven million copies 
have been distributed through credi
tors, federal agencies, schools, con
sumer organizations, civic associations 
and other community groups.

•  Through public speeches by the 
staff of the Fed banks and of the board.

•  Through the staff*s responses to 
consumer complaints, including refer
rals for investigation.

•  Through other means of an ex
perim ental character. The Reserve 
Bank of Chicago, for example, has 
been experimenting with information 
booths at national meetings of profes
sional groups, and I understand that 
the response has been excellent.

In closing, I want to emphasize again 
that the board is committed to the en
forcement of the laws against credit 
discrimination. We have already taken 
a number of steps toward this end. We 
are constantly seeking better ways to 
do so. •  •

INTERESTing PLAN:

Bank Includes Warning 
In ATS Advertising

“ C aution: The IN T E R E ST ing
PLAN may be injurious to your finan
cial health if you cannot be sure of 
maintaining a minimum balance of 
$1,500.”

This is the wording that appears in 
the advertising calling attention to the 
new ATS service “The INTERESTing 
PLAN” offered by Liberty National, 
Oklahoma City.

The caution warning is an attempt 
by the bank to promote its ATS service 
in a responsible manner, said Chair
man J. W. McLean. “As interested as 
we are in bringing this creative new 
service to our thrift-conscious check
ing customers,” he said, “we also are 
d e te rm in ed  to do it responsib ly ; 
otherwise, we would only create an
tagonism for the entire industry.”

Liberty’s ATS program includes a 
$4-a-month service fee, with a charge 
of 250 per check written, according to 
Willis J. Wheat, senior vice president 
and director of marketing for the bank.

Mr. Wheat said the bank researched 
the program and figured the break
even point for a depositor who writes 
as many as 20 checks per month is at 
least $1,500, perhaps h igher, d e 
pending on activity. “We feel the cus
tomer should be warned that the only 
way ATS can be profitable for him is if 
he plans to maintain a sizable balance 
constantly,” Mr. Wheat said.

The bank requires a minimum of 
$1,000 in an ATS account. If the bal

ance is less, interest for that month is 
forfeited. All deposits to the IN 
TERESTing PLAN are made to the 
checking account and are automati
cally transfered to savings. As checks 
come in for payment, funds are au
tomatically switched from savings to 
checking.

The bank has offered a special “Save 
’n’ Check” program for some time that 
offers free checking to those main
taining a $500 balance in a savings ac
count. A new automatic transfer option 
has been added to this account to pro
tect against overdrafts. A fee of $2 is 
charged for each transaction.

Trade-Area
(Continued fro m  page 76)

any responses by us, may be made 
public.

“You may look at a file of all signed, 
w ritten  com m ents received by us 
within the past two years, any re
sponses we have made to the com
ments, and all CRA statements in ef
fect during the past two years at our 
office located at (address).

“You may ask to look at any com
ments received by the Comptroller of 
the Currency or its regional office.

“You also may request from the 
Comptroller of the Currency or its re
gional office an announcement of ap
plications covered by the CRA filed 
with the Comptroller of the Currency.

“We are a subsidiary of (name of 
HC), a bank holding company. Appli
cations filed by bank HCs that are cov
ered by the CRA are included in the 
Com ptroller of the C urrency’s an
nouncement of applications referred to 
in a previous paragraph.”

C onsum ers may re q u es t to be 
placed on a roster of people to receive 
announcements of CRA-covered ap
plications that have been filed with the 
supervisory agency.

•  Files o f pub lic comments. Each 
lender must maintain files of all signed

written comments received from the 
public within the past two years that 
refer specifically to any CRA statement 
or to the len d er’s perform ance in 
helping to meet the credit needs of its 
community. These files must be avail
able to the public on request. Lenders 
may include their responses to such 
comments in the file and any com
ments reflecting adversely on the good 
name or reputation of anyone violating 
specific provisions of a law shall not be 
included. Also, files on all offices of a 
lender shall be maintained at the head 
office. Materials relating to a local 
community shall be maintained at an 
office in that community.

All letters in the files must be open 
for public inspection. •  •

ABA Announces Changes 
In Three Divisions

W ASHINGTON, D. C. — The 
ABA’s international banking division 
became more closely related to its 
com m ercial lend ing  and co rre 
spondent banking divisions November 
1. The objective is to provide more 
effective liaison for and support to 
bankers who share common program 
interests.

John S. Clark, director, commercial 
lending and correspondent banking 
divisions, has assumed staff responsi
bility for the international division in 
addition to his other duties. The assist
ant director of the international bank
ing division, Mary Ellen Ledwith, has 
joined Mr. Clark’s staff and has a sig
nificant role in management of activi
ties in the international area.

Roger Hawkins, who was interna
tional banking division director, has 
been given new duties relating to the 
bank HC area and continues as direc
tor, housing/real estate finance and 
bank investment divisions.

According to Donald E. Stevens, 
executive director of the ABA’s bank
ing professions group, the grouping of 
the three divisions at the staff level will 
permit the association to better serve 
the overall credit needs of smaller re
gional banks as well as other areas of 
mutual interest for those financial in
stitutions.

Mr. Stevens points out that the 
liaison among the three divisions cor
responds organizationally to the struc
ture of many banks and will provide 
more effective communication and 
identification of programs, projects 
and government-relations issues at the 
bankers’ level.

Mr. Stevens also says this is a natural 
organizational change that has been 
under consideration for several years.
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accounts

A s  of November 1,1978 
regulation Q makes it legal for 

banks to automatically transfer 
funds between savings 

and checking

Deluxe can help.
The new regulations permitting auto
matic transfer of funds from savings 
to checking accounts to cover over
drafts and other needs offer several 
interesting challenges. One of these is 
how to handle the transactions effi
ciently. Perhaps we can help.

We have, for example, the Deluxe 
Automatic Transfer Form N2310, a 
standard 3 part carb-out with Cus
tomer Notification copy, Debit copy 
and Credit copy. These forms are eco
nomical and premanufactured for

immediate shipment.
Or, you may wish your own custom 

transfer forms printed to your specifi
cations, with or without MICR encod

ing. There is a modest one-time make 
up charge (not to exceed $25), and re
print cost is at standard catalog prices.

Contact your Deluxe Sales Repre
sentative for automatic transfer forms 
or any other internal form. The Pro 
Formers of Deluxe help make your 
Operations run smoothly.

DELUXE
Check Printers, Inc. 

Forms Division/P.O. Box 43497 
St. Paul, Minnesota 55164
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Cities Improving Credit Ratings

NOT ALL large cities are in finan
cial trouble, despite New York 

City’s much publicized woes of the 
past few years. According to a credit 
study made by Chicago’s Continental 
Bank, many large U. S. cities show 
stable credit prospects. In fact, says 
David G. Taylor, some major cities are 
even improving their credit ratings. 
Mr. Taylor is executive vice president 
and head of Continental’s bond and 
money market services department.

Mr. Taylor and another Continental 
Bank bond specialist, G ordon E. 
McDanold, also report that total vol
ume in the municipal bond market is 
expected to be up only slightly this 
year, despite a recent surge in new 
issues. Mr. McDanold is vice presi
dent and head of the bank’s public fi
nance group.

Continental made the credit study, 
which is a comparative analysis of 62 of 
the more actively traded city credits, 
to help m unicipal bond investors 
evaluate general-obligation munici
pals. The cities were selected on the 
basis of three criteria:

•  A 1970 population greater than 
150,000.

•  A M oody’s Investo rs Service 
rating of either “Aaa,” “Aa” or “A l.”

•  Sufficient general-obligation debt 
outstanding to be considered a general 
market credit.

Mr. McDanold points out that the 
study helps investors in general-ob

ligation municipals by comparing cities 
with other municipalities in their own 
rating categories.

“This gives valuable insights into the 
relative strengths and weaknesses of 
the cities and gives the investor a 
sound basis for making credit deci
sions,” says Mr. McDanold.

He adds that because of the financial 
difficulty experienced by a few large 
cities, investors have become increas
ingly concerned about the fiscal health 
of all large cities. In addition, he says, 
because general-obligation bonds are 
secured by the taxing power of the is
suer and not by a specific source of 
revenue, the riskiness of general-ob
ligation bonds sometimes is difficult to 
assess.

“This study,” Mr. McDanold points 
out, “reveals the wide disparities be
tween similarly rated city credits and 
dem onstrates that credit decisions 
should be based on more than credit 
ratings.”

The study contains reports on these 
Mid C ontinent-area cities: “ Aaa” - 
rated cities — Austin, Tex.; Dallas; 
Houston; Indianapolis; “A a” -ra ted  
cities — Albuquerque; Chicago; Cor
pus C hristi, Tex.; F o rt W orth; 
Jackson, Miss.; Kansas City; Louis
ville; Memphis; Nashville; Oklahoma 
City; San Antonio, Tex.; Tulsa; 
Wichita; “A l ” -rated cities — Birming
ham, Ala.; El Paso, Tex.; Knoxville, 
Tenn.

M unicipal-bond volume in 1978 
should reach a record $47 billion, up $2 
billion over 1977, according to Mr. 
Taylor. He adds that municipal-bond 
yields — as of this writing averaging 
about 6% — should continue to in
crease as interest rates rise during the 
last half of the year.

Mr. Taylor, a m em ber of the 
M unicipal Securities Rule-M aking 
Board, explains that the recent in
crease in municipal-bond activity re
sulted from issuer response to changes 
in Treasury regulations making the 
refunding of existing municipal bonds 
less profitable in the future.

“This encouraged a number of cities 
to refund existing bond issues in May 
and August before the new regulations 
went into effect in two stages,” Mr. 
Taylor points out.

Mr. McDanold says that although 
banks and insurance firms are major 
purchasers of municipals, individual 
investor interest in that market has in
creased in the past two years. He cites 
this reason for this development: Infla
tion has pushed individuals into higher 
incom e-tax brackets, thus making 
municipal-bond yields more attractive 
to them. As an example, he says a tax- 
exempt municipal bond with a 6% 
yield is equivalent to a 7.7% taxable 
bond for an individual in the 22% tax 
bracket and equivalent to a 10% taxa
ble bond for a taxpayer in the 40% 
bracket. •  •

E. Smith Elected President; 
Replaces R. Smith as Head 
At Annual NABW Convention

LAS VEGAS, NEV. — Esther H. 
Smith, vice p residen t, Com merce 
Union Bank, Lebanon, Tenn., was 
elected president, National Associa
tion of Bank Women, at the associa
tion’s 56th annual convention here in 
late September. She was NABW’s vice 
president and, in her new post, suc
ceeds Ruth I. Smith, president, First 
State, Kansas City, Kan.

Other new officers are: vice presi
dent, Josephine M. W ebster, vice 
p resid en t and investm ent officer, 
A m erican F le tch e r N ational, In 
dianapolis; secretary, Dorothy Row
land, senior vice president and com
munity relations director, Capital Na-
96

SMITH ROWLAND CROW WEBSTER

tional, Austin, Tex., and treasurer, 
Betty L. Crow, vice president, Com
merce Bank, Kansas City.

The tw o-year term s of the 
northeastern and southeastern quad
rant directors will be filled by Joan L. 
Palmer, assistant vice president and 
manager, Delaware Trust, Fenwick 
Island, and Joyce M. Hardwick, assist-

ant vice president, Security Bank, 
Corinth, Miss., respectively. Each di
rector coordinates the activities of re
gional vice presidents in her quadrant. 
The northwestern and southwestern 
quadrant directors, Janet G. Pender, 
cashier, F irst National, Dickinson, 
N. D., and Cynthia Hazeltine, assist
ant vice president, First National of
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CAN YOU BANK ON YOUR 
CORRESPONDENT’S

INVESTM ENT KNOWLEDGE AND EXPERIENCE?

COMPARE OURS!
BANK ON

SALES AND UNDERWRITING

Charles Kilpatrick Granville Ramsay Richard Fletcher 
15 years 6 years 25 years

Stuart McCown
21 years

BANK ON BANK ON
INVESTMENT OPERATIONS FEDERAL FUNDS

Margaret Colucci Oral Kee Pam Nelson Debbie Totty
12 years 10 years 3 years 6 years

U.S. TREASURY BILLS, NOTES AND BONDS 
GOVERNMENT AGENCY BONDS 

TAX EXEMPT BONDS 
FEDERAL FUNDS 

SAFEKEEPING OF SECURITIES 
BOND PORTFOLIO ANALYSIS AND ACCOUNTING 

WEEKLY MARKET REPORT

BANK ON OUR 
INVESTMENT DEPARTMENT

MEMPHIS BANK 
©»TRUST

Incoming WATS Tennessee 1-800-582-6277 Other states 1-800-238-7477
Direct Line 1-901-529-3361
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Arizona, Phoenix, respectively, w ill 
continue to serve in the second year of 
their terms.

Also elected  w ere 15 regional vice 
presidents who coordinate the activi
ties of all NABW  m em bers and groups 
within their respective regions. The 
regions and their vice presidents are: 
Florida, Nancy A. Crotty, senior vice 
p resid en t, Sun Bank o f S em in o le , 
F ern  Park; L ak e, G e ra ld in e  D . 
Marston, assistant vice president, Park 
National, Newark, O.; M iddle Atlan
tic, Eva T. Pantaleone, assistant vice 
p resid en t, In du stria l V alley  Bank, 
P h ila d e lp h ia ; M id w est, F aye E.

M inium , ex ecu tiv e  v ice  p resid en t, 
Citizens State, Morland, Kan.; N ew  
England, H. Sylvia M cFarlane, vice 
president and controller, N ortheast 
Bank, Farm ington, M e.; North Atlan
tic, Marion T. Cirello, assistant vice 
president, Yardville National, Tren
ton, N. J.; and North Central, Bernice 
D. Johnson, assistant vice president, 
First National, St. Paul.

A lso serv in g  in th e se  posts are: 
Northwestern, Betty Lou Smith, as
sistant vice president and trust officer, 
P acific  N a tio n a l, S ea ttle ;  R ocky  
Mountain, Betty Shrader, vice presi
dent, First National Bancorp., D en-

For your successful 
and professional 
image.

The w ay a person looks 
says so m uch —  contem 
porary, fresh and lively  
fashion . . . take a good  
look and get a good look. 
Our designer collection  
includes an outstanding  
selection of smart styles 
and hues for all seasons 
—  vibrant mix and match 
colors, all m ade from  
fashionable, carefree 
DACRON® polyester fiber.
Take a good look . . . 
the image is you through
Q'leoGve [Image
DACRON®1 is a registered trademark of 
E,t. duPont de Nem ours & Co.

CREATIVE IM A G E mc-11 
For the corporate im age.

1709 N . M arket, D allas, Tx. 75202

N a m e of C o ._______________________
N a m e ______________________________
P h o n e ______________________________

A d d r e s s ____________________________
C it y _______________ State __________

Z ip ___________#  of W o m en _________

ver; South Atlantic, Anna B elle Am- 
brosen, market developm ent officer, 
U n ite d  V irg in ia  B an k sh ares, 
Richmond; South Central, E llen N. 
Cole, vice president and trust officer, 
Merchants Marine Bank, Pascagoula, 
Miss.; Southeastern, Frances J. Ship- 
ley, assistant vice president, South  
Carolina National, Moncks Corner; 
Southern, Juanita Milton, vice presi
d en t, C itiz e n s  N ation a l, B ow lin g  
Green, Ky.; Southwestern, Joan Riv
ers, assistant vice president, Corpus 
Christi (Tex.) National; and W estern, 
Sally A. Ramsey, trust officer, Security 
National o f Nevada, Reno.

Nam ed to the board of trustees are: 
H ellen H. R eese, senior vice presi
dent, American Bank, Odessa, Tex., 
and Karen Thom son, vice president, 
St. Joseph Valley Bank, Elkhart, Ind.

Second Financial Seminar 
Set by Nat'l Boulevard

CHICAGO —  “Perspective 79” is 
the them e of the second annual finan
cial sem inar to b e h e ld  for corre
sp o n d e n t c u sto m e r s  o f  N a tio n a l 
Boulevard Bank on N ovem ber 15 at 
the Hyatt R egency H otel here.

Speakers for the all-day event will 
include congressm en H enry J. H yde  
(R .,I l l . )  and W illiam  A. S te ig e r  
(R .,W is.). Rep. H yde serves on the 
judiciary and banking com m ittees and 
Rep. Steiger is a m em ber of the ways 
and means com m ittee. Among other 
speakers set for the ev en t is E liot 
Janeway, econom ist.

D aniel N. Q uigley, executive vice  
president, host bank, and chairman, 
Illin o is E lec tro n ic  F un ds Transfer  
Study Com m ission, w ill report on the 
progress the com m ission is making to
ward EFT enabling legislation in Il
linois.

H ost for the day w ill b e H enry  
G ard n er , p r e s id e n t , N ation a l 
Boulevard.

R ep resen ta tiv es  from  about 200  
banks are expected  to attend.

Mercantile Goes Brazilian

ST. LOUIS — Mercantile Trust 
has opened a regional South Ameri
can representative office in Rio de 
Janeiro, Brazil. The office is headed 
by Wilbur C. Andrews Jr., a veteran 
of 24 years in international banking, 
including 13 years in Brazil as First 
National of Boston’s representative.
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Our idea of
correspondent banking:

THE COMMITTEE OF ONE*
Our 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 YOU BYNAME 
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 New Downtown
NATIONAL BOULEVARD BANK 

OF CHICAGO
400-410 North Michigan Ave., Chicago, 111. 60611 Phone (312) 836-6500 Member FDIC
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The Case for a ‘ Go-Slow’ Approach 
To the Fed-Member ship Problem

THE PROBLEM  of F ed  m em ber
ship is one that goes not only to the 
heart o f the banking industry’s struc

ture, but also appears to have profound  
im plications for correspondent bank
ing. Not all these im plications have b e
com e clear yet.

The problem  is basic: The F ed  is 
losing m em bers and is concerned that 
this loss ultim ately could threaten its 
ability to have an effective monetary 
policy.

The cause of this m em bership loss 
likew ise is quite straightforward: Fed  
m em bers have to keep their required  
reserves in sterile accounts. On the 
other hand, nonm em bers frequently  
h ave lo w er  re se r v e  r e q u ir em en ts  
and/or the ability to keep those re
serves in interest-bearing accounts or 
securities.

More than a year and a half ago, the 
F ed  cam e forth with its plan to solve 
the problem . The F ed  would lower re
serve requirem ents, pay interest on 
required reserves and explicitly price 
whatever services it provides banks.

B ankers s tu d ie d  that F e d  p lan  
thoroughly —  and I do m ean thor
oughly —  and found it to be both direct 
and workable. So at a banking leader
ship conference last year, a consensus 
em erged  to support the F ed  plan, with  
a few  modifications.

Then the frustration set in, because 
n oth in g  h ap p en ed . W hy? At least  
partly because a new  issue arose —  
how to replace revenues the Treasury 
D e p a r tm e n t w o u ld  lo se . C ritics  
charged that paying interest on re
serves would be little less than a raid 
on the Treasury by the banking indus
try.

L eg isla tion  recen tly  em erg ed  to 
take that criticism into account. And 
because this legislation was proposed  
by H ouse Banking C om m ittee Chair
man H enry Reuss (D .,W is.) and en 
dorsed by both Senate Banking Com 
m ittee Chairman W illiam  Proxmire 
(D .,W is.) and Fed  Chairman G. W il
liam Miller, it has m oved along with  
unprecedented  speed.

Congressm an Reuss has proposed  
the F ed  be given authority to set man
datory reserves for all banks, not just 
Fed  m em bers. H ow ever, he would  
exem pt the first $50 million of tim e 
deposits and the first $50 million of 
com bined dem and and savings depos-
100

case is this: W e, and Congress, are 
confronted with a far-reaching p iece of 
legislation, the ultimate ramifications 
of which are so num erous that tim e is 
need ed  for a thorough understanding  
and analysis o f just what is involved.

Already, in fact, a few  m isconcep
tions have taken hold am ong som e of 
the plan’s banking supporters.

Som e larger banks have b een  at
tracted by the prospect o f an im m e
diate reduction in reserves and man
datory m em bership for all depository 
institutions —  including thrifts. From  
a leg is la tiv e  stand point, th e latter  
seem s highly unlikely, although thrifts 
are included  in Senator Proxm ire’s 
version of the bill.

Any initial reduction in reserves  
may or may not be com pletely offset in 
the long run, d ep en din g  on future 
Federal Reserve price schedules. This 
assum es that Congress actually would  
perm it much lower reserve levels for 
larger banks —  an assumption that may 
or may not be realistic.

Some sm aller banks think the pro
p osed  plan w ould  g ive them  what 
would am ount to a free lunch, since 
they could get F ed  m em bership —  and 
access to Fed  services —  without hav
ing to m eet reserve requirem ents.

That sim ply is not about to happen. 
The Fed  is not about to give a free 
lunch to any bank. It has said it intends 
to go ahead with plans to price its ser
vices explicitly no matter what hap
pens with this legislation. I m ight add 
that the F ed  doesn’t n eed  any new  
legislative authority to m ove in this di
rection. Also, it m ust be noted that 
basic changes in pricing ultim ately will 
affect all banks —  large or small, m em 
ber or nonm em ber.

A n o th e r , tro u b lin g  q u e stio n  is 
w hether this really would enhance the 
F ed ’s ability to set monetary policy.

Fed  Chairman Miller indicated to 
the banking leadership conference in 
August that the ability to adjust re
serve requirem ents really is not an es
sential part o f setting m onetary policy.

E ven if it is, one m ust question the 
efficacy of this approach. Realistically 
nonbank depository institutions still 
would not be subject to the F ed ’s re
quirem ents, and these institutions are 
gaining an increasing share of the na
tion’s deposits. Furtherm ore, the per
centage o f total bank deposits subject

By JOHN H. PERKINS 
President

American Bankers 
Association

its from a n y  reserve requirem ents. 
The Reuss proposal also includes a re
duction in the range o f reserve re
quirem ents that could be im posed by 
the Fed.

N ot su rp r is in g ly , th is p lan  has 
draw n c o n s id er a b le  su p p ort from  
bankers and others. Bankers want to 
work with the F ed  and Congress to get 
at the m em bership problem .

The bill does offer these attractions: 
It would lower reserve requirem ents 
im m ed ia te ly  for F ed  m em bers; it 
w ould totally elim inate reserve re
quirem ents for more than 90% of all 
banks, and it would halt attrition of 
F ed  m em bership of those banks over 
the exem pt am ount of reserves.

It all sounds attractive enough. Yet I 
feel that it w ould be a mistake to go full 
speed  ahead on this plan at this time.

The banking leadership conference 
cam e to this conclusion at its m eeting  
in late August, w hen it had an oppor
tunity to hear all sides of the problem  
and at least begin  an analysis o f what 
turned out to be extrem ely com pli
cated issues.

Arguments for a go-slow approach 
are substantial. Basically, though, our

John H. Perkins gave talk on which this 
article is based a t ABA's 1978 corre
spondent banking conference. Mr. Perkins, 
pres., Continental Bank, Chicago, became 
ABA pres, at association's annual conven
tion in Honolulu last month.
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Right now your newest well is nothing but a hole in the Texas 
prairie. A nd you’ve invested plenty just to get this far. But 

until you bring it in and get it producing, nothing else counts.

A t First in Dallas we understand. So when we do business w ith any 
business/we give you just what you expect from yourself: results. 
Results. The real measure ofabank. piOCT

First N ational Bank in  Dallas, M em ber F .D .I .C .
A  subsidiary o f  First International Bancshares, Inc.
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LEFT: Panelists on Fed-membership problem at ABA's correspondent 
banking conference are, I. to r.: Andrew J. Shepard, ch. & pres., Exchange 
Bank, Santa Rosa, Calif.; James E. Brown, pres.. Mercantile Bancorp., St. 
Louis; Edward D. Dunn, Georgia banking commissioner; and panel 
moderator, Ronald A. Terry, ch., First Tennessee Bank, Memphis. RIGHT:

Pictured during correspondent banking conference are, I. to r.: John S. 
Clark, director, ABA correspondent banking div., Washington, D. C.; 
Llewellyn Jenkins, ch. of div. and e.v.p., Manufacturers Hanover Trust, 
New York City; and R. Molitor Ford, ch. of conference and s.v.p., First 
Tennessee Bank, Memphis.

to Fed  requirem ents w ould actually 
drop under this bill —  from 73% at the 
end of last year to 68%, for whatever 
impact that may have.

It m ight w ell be that the Fed  actu
ally could solve its problem  more effec
tively  by low ering reserve require
m en ts to th e  e x is t in g  sta tu to ry  
m inim um s. Lowering the m inimum  
statutory reserve to zero would give 
the Fed  even  more flexibility to pursue 
an innovative solution to its m em ber
ship problem .

C erta in ly , lo w er in g  re se rv e  r e 
quirem ents would not do violence, as 
this bill does, to one fundam ental prin
ciple of Federal Reserve operations —  
the principle of voluntary m em ber
ship. U nder the Reuss proposal, banks 
above a certain deposit size would have 
no choice about their reserve require
ments; they would be set by the Fed. 
These banks then would have access to 
Fed  services at an unknown, future 
price —  even  if they w ere not Fed  
m em bers. In effect, they would be Fed  
m em bers in everything but name, re
gardless o f w hether they w anted Fed  
m em bership.

That brings up the question of the 
effect this bill would have on the dual
banking system .

B e tw e e n  200  and 3 0 0  s ta te -  
chartered nonm em ber banks w ould  
fall into the classification of banks that 
would have to m eet Fed reserve re
quirem ents. True, they could keep  
their reserves with a correspondent, 
but the correspondent would have to 
pass them  along to a Federal Reserve 
regional bank on a one-for-one basis. 
So the net effect would be that these  
large nonm em bers would be paying 
the cost o f Fed  m em bership w hether  
or not they actually joined.

The ABA has sounded out quite a

few o f these large nonm em bers, and, 
almost w ithout exception, they said 
they will opt for a national rather than 
state-charter if they have to m eet the 
F ed ’s reserve requirem ents.

In 12 states, these large nonm em 
bers have more than half the deposits 
placed in state-chartered nonm em ber 
banks. In three more states, they con
trol nearly half. State banking depart
m ents often dep en d  on banks they  
su pervise for their reven u es, so it 
doesn’t take a degree in higher math to 
realize how departure of large non
m em bers could devastate them . This is 
another area that needs thorough ex
amination. It also w ill show interesting  
political ramifications as the bill b e
com es better understood.

And then there is the correspondent 
banker. What w ould this bill do to 
him?

It would cost nothing for a small 
bank to join  the F ed . Thus, many 
would, and that would grant them  ac
cess to F ed  services —  at a price. Large 
n on m em b ers w ou ld  have to m eet  
F ed -se t reserve requ irem en ts, and 
they, too, would gain access to Fed  
services, at a price.

The F ed  has said it will go ahead 
w ith its plans to price its services  
explicitly, so these banks would have 
to pay for any services they bought 
from the Fed. A key unknown is how  
the Fed  finally w ill price these ser
vices. Therefore, the matter of how a 
correspondent bank can com pete is a 
major question for the future.

W ill this pricing be on the basis of 
marginal costs or fully allocated costs? 
What about an inputed profit and tax 
level? What about the cost of capital? 
What happens to float? All these are 
significant unknowns, and they don’t 
even  touch on the w hole question of

ea rn in g s a llo w a n ce s  on b a la n c es , 
which obviously affect the final result.

And the F ed ’s pricing list presum 
ably w ill not be published until next 
year, w hen it w ill be too late to do 
anything if this bill is enacted now in its 
present form. It takes little imagina
tion to visualize what could happen in 
the marketplace sim ply because of this 
pricing decision.

There are other questions raised by 
this proposal. H ow  would lowering the 
F ed ’s reserve requirem ents and pric
ing Fed  services affect the F ed ’s in
com e and thus Treasury receipts? It 
seem s that several sets o f theoretical 
figures, which do not reconcile, are 
being used to investigate this question. 
H ow  will the proposal affect other is
sues on the horizon, such as consolida
tion of bank regulatory agencies or 
other important and related issues?

And what could it mean for potential 
legislative divisions am ong banks if w e  
have one set of banking rules and laws 
for banks that have mandatory reserves 
and another set for the other banks; if 
w e divide the system  into a small group 
of larger banks with Fed  requirem ents 
and a large group of all other banks not 
directly involved? Experienced people  
in the banking legislative area are con
cerned that this type of division could  
make it more difficult to deliver one 
m essage in an effective way on behalf 
of our custom ers when key, controver
sial issues are at stake.

I think it’s sufficient to say that a 
large num ber of serious questions have 
been  raised by the current Reuss pro
posal in the H ouse for which w e simply 
have not had tim e to find answers. Nor 
has there b een  tim e for a thorough 
analysis of even  the probable answers.

If there w ere a real crisis, perhaps 
one could justify hasty action on a bill
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W  We’re a ^  
Correspondent ̂  

Bank
that gets down to 
k  earth A

In today’s ag ricu l
tural market, the in
vestment is a stagger
ing figure.
The high cost of livestock, 
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 Oklahoma’s agri-business

■

■ i . ¿ïW— IB. ^

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. B ox 2 3 0 0 /T u lsa , OK. 74192

Our Capabilities Expand Yours
Correspondent Bankers

Marvin Bray Lee Daniel Bill Hellen Larry Koch
588-6619 588-6334 588-6620 588-6000 Member FDIC
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raising this many serious questions. 
But there is no crisis over F ed  m em 
bership. There is a real problem , and 
one has to share Chairman M iller’s real 
concern about it. But perhaps that 
p ro b lem  w o u ld  b e  b e tte r  so lv e d  
through taking en ou gh  tim e for a 
thoughtful, reasoned  approach that 
elim inates existing problem s without 
creating new  ones. •  •

Consumer Protection
(C o n tin u ed  fr o m  page 78)

rights laws and regulations. In turn, 
banks h ave  in c r e a se d  th e ir  ow n  
vigilance and most try hard to com ply  
with laws and regulations. F D IC  ex
aminers try to assist bankers w henever  
p o ssib le  in  u n d erstan d in g  th e  re 
quirem ents of applicable laws and reg
ulations.

To m easure the effectiveness of our 
separate com pliance examinations, w e  
undertook a survey of examination re
ports to com pare our experience un
der th e n ew  separate com p lian ce-  
examination system  with that o f the old 
system . W e found w e are better able to 
detect instances in which the bank, 
either through inadvertance or other
wise, has failed to com ply with con
sum er regulations. Accordingly, w e in
tend to continue to exam ine banks for 
com pliance in a separate examination 
w ith  sp e c ia lly  tra in ed  ex a m in ers. 
These exam iners are helpful, not only 
with respect to detection of apparent

violations, but also in obtaining correc
tive action on the part o f banks.

Corrective action on violations dis
covered during the course o f a com 
pliance examination generally begins 
with the exam iner pointing out to bank 
m anagem ent the violations discovered  
and the corrective actions necessary to 
make the affected individual w hole and 
to preclude a recurrence.

After review  in the regional office, 
the report o f com pliance examination 
is transmitted to the bank’s board. If 
the violations are not corrected volun
tarily  or sa tisfa cto r ily , a s tron g ly  
worded supervisory letter is addressed  
to the bank’s directors. In som e cases, 
the directors are requested to sign a 
w r itten  a g r e e m e n t on  c o r r e c t iv e  
measures. A continuation of unsatisfac
tory com pliance generally w ill result in 
a recom m endation for formal cease- 
and-desist action.

At th e tim e o f th is w riting, the  
F D IC ’s board has issued  13 cease- 
and-desist orders since January, 1977, 
in which one o f the item s stated was 
substantial noncom pliance w ith the  
Equal Credit Opportunity Act and its 
im plem enting Regulation B. Correc
tive action required of the bank in
cluded providing rejected applicants 
with written notices o f adverse action, 
designating a com pliance officer in the 
bank, adopting a written com pliance 
program subject to the regional office 
approval and providing periodic prog
ress reports on com pliance efforts to 
the regional director. The foregoing  
represents a summary o f our present 
approach to achieving com pliance with 
fair-lending statutes by FD IC -super-

vised banks.
Apart from the com pliance program  

I have described, w e have considered  
public release of names of institutions 
that have refused or failed to elim inate 
discriminatory lending practices.

There are two reasons w hy such  
public disclosure might not be advisa
ble. First, disclosure could present a 
m isleading picture unless a full expla
nation of the nature of the violation is 
g iv e n . S e co n d , p u b lic  d isc lo su r e  
w ould deny an institution the benefit 
of asking for an administrative hearing 
and the attendant safeguards such a 
h earing cou ld  entail. It should  be  
noted in this regard that final cease- 
and-desist orders, issued after an ad
m inistrative hearing or after b ein g  
consented  to, are available to the pub
lic on request.

The law presently doesn’t authorize 
criminal prosecution of either a bank or 
its officers who fail to com ply with the 
fair-lending statutes. H ow ever, the  
E qual C redit O pportunity  Act au
thorizes the F D IC  to refer cases to the 
D ep artm ent o f Justice, w hich may 
seek appropriate relief in court, in
cluding injunctive relief. The FD IC  
presently has no statutory authority to 
penalize a bank or a bank official for 
failure to elim inate illegal discrimina
tory le n d in g  p ra c tic e s . H o w ev e r , 
when the Financial Institutions Regu
latory Act of 1978 becom es law, the 
FD IC  will gain the power to im pose 
penalties for violation of federal laws 
and regulations. If it’s determ ined that 
civil penalties can be im posed for such 
activity by an en forcem en t agency  
under state law, the FD IC  would refer 
the m atter to the appropriate state 
agency for disposition.

During the course of the safety and 
soundness examination, bank officers 
are required to provide information on 
all litigation involving the bank, in
cluding civil-dam ages litigation. W hile 
litigation information is collected, it 
has never b een  collated system atically. 
Thus, w e don’t know the extent to 
which custom ers of FD IC -supervised  
banks have pursued such litigation as a 
means of corrective action and redress 
for discriminatory lending practices. 
W hile civil damages litigation can be 
an effective way of achieving general 
com pliance with laws against credit 
discrim ination, such litigation is ex
pensive, tim e consum ing and gener
ally applicable only to the facts of the 
specific case adjudicated. H ow ever, 
w e reco g n ize  that w e ll-p u b lic iz ed  
cases involving substantial penalties 
can have a salutary effect in encourag
ing com pliance.

COMMUNITY REINVESTMENT ACT?
You have a PROBLEM!

We have the SOLUTION!
Through COMPUTER MAPPING TECHNOLOGY C.F.C. is in a 
unique position to help financial institutions REPORT and EXPLAIN 
their loan portfolio and define the community they serve by map
ping their computer data!

For further information contact:

CONTINENTAL FINANCIAL CORPORATION
5100 Eden Ave., Suite 301 

Edina, Minn. 55436  
Telephone: 612/920-7314
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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.

Grow with Us

DEPOSIT GUARANTY
NATIONAL BANK Member F.D.I.C.

Jackson •  Centreville •  Greenville 
Greenwood •  Hattiesburg •  McComb •  Monticello 
Natchez •  Newhebron • Petal •  and offices in 
Clinton and Pearl.
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enforcing the Equal Credit Opportu
nity Act and its im plem enting Regula
tion B w ere proposed by those federal 
agencies that regulate banks, thrift in
stitutions and credit unions. The basic 
objective of these guidelines is to re
quire offending institutions to take cor
rective action to make am ends to their 
cu sto m e rs  w h e re  p r o h ib ite d  d is 
criminatory practices are uncovered.

O th er  F D IC  C ivil-R igh ts A ctiv ities. 
Investigation of consum er complaints 
has been  another means of determ in
ing com pliance with fair-lending laws 
and regulations. Prior to the Equal 
Credit Opportunity Act, w e received  
few  com plaints. In 1975, for exam ple, 
w e re ce iv e d  on ly  e ig h t cr ed it-d is
crim ination  com plain ts. S ince that 
tim e, the num ber of com plaints has 
increased. In 1976, w e received  78 
com plaints, and in 1977 w e received  
219. W e think this increase is due  
primarily to the Equal Credit Oppor
tunity Act notice.

This notice, giving the nam e and ad
dress of the creditor’s federal supervis
ory agency, has b een  of considerable 
h e lp  in  a ss is t in g  co n su m e rs  w ho  
wanted to register a com plaint of dis
crim inatory len d in g  practices. The  
F D IC  has developed  and distributed  
several information brochures to assist 
co n su m ers in  u n d er sta n d in g  fa ir
lending laws and their rights under 
these laws.

During the past year, w e have dis
tributed over six m illion educational 
pam phlets on antidiscrimination laws. 
One of these pam phlets briefly sum 
marizes federal consum er protection  
statutes applicable to banks, explains 
how to file a com plaint and provides a 
form for filing an inquiry or complaint. 
In addition, w e attem pt to provide 
every consum er who inquires or com 
plains to the F D IC  about credit dis
crimination with information on his or 
her rights under laws. W e intend to 
expand our educational efforts with  
m ateria ls on our fa ir -h o u s in g -e n 
forcem ent activities, the H om e Mort
gage D isc lo su r e  and C o m m u n ity  
R einvestm ent acts, and the steps in
volved in applying for and obtaining a 
loan.

R edlin ing. The term “redlining” has 
evolved  to mean a financial institu
t io n ’s re str ic tio n  o f  cred it, e ith er  
wholly or partially, in the com m unity it 
serves based on characteristics o f the 
inhabitants o f that com m unity and age 
or location of housing stock.

Urban decay surely has b een  aggra
vated by redlining practices, as has 
b een  p o in ted  out in con gression al 
hearings on the H om e Mortgage D is
closure and Com m unity R einvestm ent

acts. But to consider redlining prac
tices and urban decay m erely  as a 
c a u se -a n d -e ffe c t  s itu a tio n  is too  
sim plistic. Poverty, decline in city ser
vices due to a deflated tax base, crim e, 
u nem p loym en t, coun ter-produ ctive  
subsidy program s, usury laws, rent 
control and inflation also contribute 
significantly to urban decay.

Bank-agency promulgation and en 
forcem ent of regulations to prohibit 
redlining conceivably w ould ensure  
more equitable treatm ent o f individual 
loan applicants. Such regulations re
ally can have only a significant impact 
on urban d ecay  in  tandem  w ith  a 
united partnership at federal, state and 
local levels to provide adequate public 
services and other forms of assistance 
to solve urban problem s.

During the past year, we 
have distributed over six mil
lion educational pamphlets on 
antidiscrimination laws.

The F D IC ’s legal division has ad
vised us that w e have the authority to 
issue nondiscrim ination regulations to 
prohibit redlining. The legal division’s 
view  is that the F D IC  may prohibit age 
and location of dwelling redlining prac
tices on grounds that these practices 
are arbitrary and unnecessary and that 
they conflict with a bank’s obligations 
under provisions of the Com m unity  
R einvestm ent and Federal D eposit In
surance (FDI) acts.

Specifically, the foregoing conclu
sion is based on the following: (1) that 
Congress found in enacting the Com 
m unity R einvestm ent Act that finan
cial institutions have a continuing ob
ligation  to m eet com m u n ity -cred it  
needs; (2) that the Senate report on the 
C o m m u n ity  R e in v e s tm e n t  A ct 
suggests that such an obligation always 
has ex isted  under the corporation’s 
statutory authority in the F D I Act re
lating to application requirem ents; (3) 
that the corporation has statutory au
thority under Section 9 of the F D I Act 
to prom ulgate regulations to im ple
m ent the act’s provisions; (4) that the 
purpose o f the Com m unity R einvest
m ent Act is to revitalize com m unities; 
(5) that the national policy as noted in 
the Fair H ousing Act prom otes fair 
housing; (6) that lending discrimina
tion based  on age or location o f a 
dwelling is inequitable and has adverse 
effects on com m unity developm ent; 
and (7) that such an arbitrary practice

can b e e lim in a ted  w ith o u t u n d u e  
hardship to banks.

CRA regulations becam e effective 
Novem ber 6. It’s expected that, under 
the regulations, banks w ill be required  
to publish CRA statem ents no later 
than F eb ru ary  6, 1979. G enerally  
speaking, statem ents w ill include a 
delineation of the com m unity and a list 
of the com m unity’s credit needs the 
bank is prepared to serve. A notice that 
this statem ent is available for public 
com m ent w ill be posted in the lobby of 
the bank so that agencies w ill have the 
benefit o f the public’s reaction to the 
bank’s intentions as w ell as its per
formance. W e hope banks w ill com ply 
faithfully with the act’s spirit as w ell as 
its purpose.

F D IC ’s F a ir-H ousing  R egu la tion . 
Part 338 of the F D IC ’s regulations es
ta b lish e s  re co r d -k e e p in g  r e q u ir e 
m ents for insured state nonm em ber  
banks with respect to one-to-four fam
ily hom e-loan inquiries and applica
tions. In addition, each insured state 
nonm em ber bank having an office lo
cated in a SMSA and assets exceeding  
$10 m illio n  is re q u ir ed  to re ta in  
credit-related information for hom e- 
loan applications.

All insured state nonm em ber banks 
are required by Part 338 to request 
from the applicant and to retain any 
information provided on the name, 
address, race/national origin, gender, 
marital status and age of persons mak
ing inquiries about applications for 
hom e loans. In addition, these banks 
are required to request and to retain 
inform ation on the location  o f  the  
property involved. If the inquirer re
fuses to provide information concern
ing race/national origin or gender, the 
bank is required to note the informa
tion on the basis o f observation or sur
name.

During the course of com pliance ex
aminations and fair-lending-complaint 
investigations, F D IC  examiners w ill 
review  log sheets and loan records in 
conjunction with a data collection and 
analysis program for evidence of possi
ble discriminatory practices concern
ing inquiries and applications for hom e 
loans. Banks identified as possibly en 
gaging in such practices by the analysis 
system  will be subjected to a more de
tailed examination. This data collec
tion and analysis system  is presently  
under developm ent, and full im ple
m entation of the program is not ex
pected  before early 1979.

W hile the Fair-H ousing regulations 
are intended  to assist in detection of 
discrimination against individuals on 
the basis o f race, gender, age or marital 
status, information required under the
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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 w idely 

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

tim ely 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  
f t t t g  BANK.
Harris Trust and Savings Bank, 111 W. Monroe St., Chicago, IL 60690. Member F.D.I.C., Federal Reserve System.
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regulation on location of property and 
age of structure could prove useful in 
investigating redlining practices.

H om e M ortgage D isclosure A ct. In 
addition to using information retained  
by banks pursuant to Part 338 of FD IC  
regulations, F D IC  examiners w ill em 
ploy H om e Mortgage D isclosure Act 
data as an auxiliary tool in exam ining  
banks for evidence of redlining prac
tices. Information generated  by re
quirem ents o f this statute includes  
total am ount and census-tract locations 
o f  h o m e -m o rtg a g e  and h o m e -im 
provem ent loans made by a financial 
institution in the SMSA during the re
porting period. H ow ever, this infor
mation by itse lf cannot confirm or dis
prove the existence of redlining prac
tices.

Possibly the m ost beneficial aspect 
of the H om e Mortgage D isclosure Act 
disclosure statem ent is that it shows 
the extent of an institution’s housing- 
related lending to specific geographic 
areas. This provides the basis to those 
using the disclosure statem ent to raise 
questions regarding an in stitu tion ’s 
policies in extending housing credit to 
particular areas. To som e degree, the 
data also help  to show availability of

housing credit in specific neighbor
hoods. H ow ever, the usefulness o f the 
H om e Mortgage D isclosure Act data is 
affected by basic conceptual difficul
ties.

Taken by them selves, the data are 
susceptible to m isinterpretation b e
cause they reveal little about actual 
dem and for housing credit in specific 
geographic areas. Furtherm ore, the  
disclosed data cover only a portion of 
the total housin g  cred it flows to a 
neighborhood or market area. Institu
tions not subject to the act can be sig
nificant mortgage originators. Credit 
flows within a particular area w ill be 
understated to the extent that non
d ep o sito ry  in s t itu t io n s  reta in  th e  
mortgages they originate or sell them  
to institutions located either outside of 
the SMSA of origination or to institu
tions not covered by the H om e Mort
gage D isclosure Act. In addition, ex
clusion of secondary-m ortgage-m arket 
in s t itu t io n s  su ch  as F N M A  and  
FH LM C from H om e Mortgage D is
closure Act coverage also w ill cause 
housing credit flows to be understated.

T h ese  co n ce p tu a l and tech n ica l 
problem s, as w ell as statutory respon- 
si b ilit i es for en fo rc in g  th e  H om e

Mortgage D isclosure Act and for rec
om m ending im provem ents in the act, 
prom pted the F D IC  and the Federal 
H om e Loan Bank Board to fund a 
com p reh en sive study o f the H om e  
Mortgage D isclosure Act. D isclosure 
of hom e loan data is effective only if the 
information provided is tim ely, accu
rate, meaningful and useful to poten
tial users of the information.

W hile H om e Mortgage D isclosure 
Act data appear to possess the first two 
qualities, there’s doubt about the other 
two. If it’s deem ed  appropriate to con
tinue som e form of mandatory disclo
sure after expiration o f the H om e  
Mortgage D isclosure Act, a more use
ful system  of disclosure should be de
signed. In designing such a system , the 
costs to financial institutions and to the 
p u b lic  sh ou ld  b e d eter m in ed  and  
should be m easured against antici
pated benefits.

Results o f the F D IC /F H L B B  study 
should be useful in designing an effec
tive and cost-efficient H om e Mortgage 
D isclosure Act. •  •

Seven-Story Facilîty/Office Building 
Being Built by Chicago's Continental

Co n s t r u c t i o n  o f  a n ew
se v en -sto ry , 1 0 0 ,000 -sq u are-  

foot neighborhood banking facility and 
office building for Continental Bank, 
Chicago, began recently. The building  
is at the corner of Clark and Division

streets.
The first floor and m ezzanine of the 

brick and glass structure w ill house the 
b ank ’s p erso n a l and co m m erc ia l 
banking services. Floors three through 
seven, with a total o f64,330 square feet

of space, w ill be leased to tenants. 
Com pletion of the structure is set for 
late next year.

The new  building will replace the 
bank’s tem porary facility, built last 
year. The facility’s present staff o f 35 is 
expected to increase to about 50 when  
the new  building opens.

Teller w indow s w ill be increased  
from eight to 14 and four windows for 
com m ercial custom ers w ill be added. 
Drive-up windows w ill be increased  
from two to three.

D esigner of the building is Skid
more, Owings and Merrill, Chicago. 
The energy-efficient structure w ill in
clude insulating tinted reflective glass 
for all g lazed  p ortions ex cep t th e  
ground floor lobby. Insulated brick 
m asonry  w ill e n c lo se  60% o f  th e  
building.

H e a tin g  w ill b e p r o v id e d  b y  a 
storage-type boiler that w ill consum e 
energy only during non-peak electric
ity consum ption periods. The heating  
and cooling system  is designed to per
mit conversion to fossil fuel or solar 
energy.

The building is the first new  con
struction for the bank in more than 50 
years. The facility serves the bank’s 
custom ers located on Chicago’s near 
north side. •  •
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A landscaped courtyard w ill be included at the southern perimeter of Continental Bank's new 
neighborhood personal banking facility on Chicago's near north side. Drive-up w ill adjoin seven- 
story building, which is scheduled for completion late next year.
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YOU’LL NEVER M ISS SLT...UNTIL
YOU NEED US. And then it’s too late.

A protective Collateral Control Program 
should be part of your loan negotiation.
For over 50 years SLT Warehouse Company 
has been serving banks by guaranteeing and 
servicing inventory collateral. We’ll be glad to 
set up a workable program for your bank.

Call or write today 
for complete details.
Be sure SLT’s Program is 
there when you need it.

SLT WAREHOUSE COMPANY
P.O. Box 242, St. Louis, Mo. 63166 • 314/241-9750 • Offices in Major Cities
N A T IO N W ID E  C O L L A T E R A L  C O N T R O L  S E R V IC E S
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From  the Mid-Continent Area

A la b a m a
■  FIRST NATIONAL, Birmingham, 
has made the following promotions: 
A. Fox deFuniak, senior vice presi
dent, corporate banking services d e
partment, and M. L. Kendrick, senior 
v ice p resid en t, central inform ation  
departm ent. O ther prom otions are: 
W aymon Paul, vice president and trust 
officer, natural resources department; 
Joel D. Cornett, vice president, real 
estate loans; Martin Salmon, assistant 
vice president, properties departm ent 
and Rhodes L. Watkins, assistant vice  
president, com m unications, market
in g  d ep a r tm e n t. T h ree  a ss is ta n t  
ca sh iers  h ave b e e n  nam ed: R. S. 
Graves, credit; John S. M eriweather, 
c o m p tr o lle r ’s o ffice; and B o b b ie  
Rhodes, main office lobby branch.

■  EASTERN SHORE NATIONAL, 
D aphne, has b ecom e an affiliate o f 
First Bancgroup-Alabama, Inc., head

quartered in M obile. The ribbon for 
the cerem ony that officially annexed  
the bank was made of dollar bills of 
varying denom inations. The w inner of 
a drawing won a savings account in the 
ribbon amount. In other action, Clar
ence E. Davis was elected  to Eastern  
Shore National’s board. H e is a senior 
executive vice president and adm inis
trative officer o f F irst B ancgroup- 
Alabama, Inc. Mr. Davis also is senior 
executive vice president, First Na
tional, Mobile.

■  S O U T H E R N  B A N C O R P ., B ir
mingham, has announced the retire
m ent of board m em bers W illiam T. 
C othran , L ee  C. B rad ley  Jr. and  
William H. H ulsey. Mr. Cothran, past 
president o f the Alabama Bankers As
sociation, formerly was president, di
rector and chairm an, B irm ingham  
Trust National. Mr. Bradley is a senior 
partner o f Bradley, Arant, R ose & 
W hite. Mr. H ulsey, presently chair

man of Garber, Cook & H ulsey, Inc., 
an investm ent banking firm, also is 
chairman, Com puter Services Corp.; 
director, A llied Products; and chair
man, Beaver Construction Co.

■  F IR ST  A L A B A M A  B A N C - 
SH A R E S, IN C ., M ontgom ery, has 
acquired First State, Cullman. It is 
First Alabama’s 15th affiliate bank and 
has b e e n  ren a m ed  F irst A labam a  
Bank, Cullman.

Gentry A. Martin Dies
Gentry A. Martin, 55, 
s.v.p. and director of 
public relations, Union 
Bank, M ontgom ery, 
died of an apparent 
h eart a ttack  Sep
tem b er 28 . Before 
jo in ing the bank in 
1968, Mr. Martin was 
in the life insurance 
f ie ld . In 1 9 5 1 , he 
joined Guaranty Sav
ings Life Insurance Co. 
as special agent and rose through several posts 
to sec. in 1957. Two years later, he was named 
sec. and asst, treas. and also was made asst, 
sec., United Security Life Insurance Co., Des 
Moines, la. He became sec./treas. and chief ad
ministrative officer in 1965.

■  W O R TH EN  BANK, Little Rock, 
has p ro m o te d  six o f  its  o fficers:  
Dwayne Cary, John Stanley and Mary 
W atson to v ice presidents; D onn ie  
Cook and Ed Springs to assistant vice 
presidents; and Thom as Narrell to 
trust operations officer.

■  COM M ERCIAL NATIONAL, Lit
tle Rock, sponsored a m eeting of its 
national advisory board October 3 on 
“Energy for Arkansas: A Challenge to 
Survival.’’ The board is made up of 19 
Arkansas natives who have achieved  
national and international prom inence 
as business, civic and com m unity lead
ers. It m eets annually to discuss im por
tant state issues. Results of its energy  
study w ill be published at year-end. In 
conjunction with the energy m eeting, 
the bank sponsored a lecture by John 
F. O ’Leary, d eputy secretary, D e 
p artm ent o f E n ergy , W ash ington , 
D. C ., for the third annual d istin 
guished lecture series, held  October 
13 in honor of past and present advis
ory board m em bers.

Left this man help 
your bank profit.

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

f ir s t  A la b a m a  Bank
#  of M ontgom eryNA

no MID-CONTINENT BANKER for November, 1978

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



■  N A T IO N A L  B A N K  O F C O M 
M ERCE, Pine Bluff, has purchased  
land in the downtown area in order to 
build a new  main bank building.

■  D O U G  HALE has joined  City Na
tional, F ort S m ith , as a m ortgage  
lending officer. H e has eight years’ 
lending experience and form erly was 
w ith  N ational Bank o f C om m erce, 
Pine Bluff.

Illinois

■  H A R R IS B A N K , C h ica g o , has 
elected  five vice presidents: H enry J. 
Pierm attei, business services division; 
and C h arles E . W ilcox , M id w est  
group; and in the trust departm ent,

C ecil R. Colem an, em p loyee trust; 
R obert L. N ew m an , fix ed -in co m e  
m anagem ent section; and Arnold P. 
Robinson, equity research division.

■  G L E N N  W. RAM SHAW  has re
tired from Continental Bank, Chicago, 
after m ore than 45 years of service. As a 
vice president, com m ercial banking 
services, he specialized in lending to 
financial institutions. Mr. Ramshaw  
joined the bank in 1933 as an office boy 
and becam e vice president in 1968. 
Continental also has made the follow
ing promotions: G. Douglas Hurley, 
Charles A. H uston, Dirk B. Landis, 
R andal B. N e l son  and D a v id  R. 
Rhodes, vice presidents. Second vice 
presidents are: Margaret G. Fisher, 
T im o th y  L. F re em a n , A rn old  T. 
Grisham, Mary Kathleen S. Kenefick, 
Martin J. M indling, Stanley C. Sub- 
ol esk i, G. Jackson T an k ersley  Jr., 
Linda Y. Walker, Ray L. Brownfield, 
Thomas M. Cleary, David A. Folz, 
D enis R. Hart, Ronald W. Landen, 
D eepak D ev  Raj, Theodore Rodes Jr., 
Evan L. E van s, Jack R. H ey d e n ,
J. Lennard Barker, Jane F. Briggs, 
P eter  G. K am beros, B enjam in  S. 
Phinney, John B. Sorum and Anthony  
W. Arredia.

■  FRANK H. CREAM ER has b een  
appointed a petroleum  engin eerin g  
o ffic er , n atu ral r e so u rc es  u n it, 
Northern Trust, Chicago. H e formerly

Roundup Time

Drovers Bank, Chicago, corralled a new symbol 
—  a bull —  to symbolize strength and modernity 
of its financial services. Drovers is located in 
heart of stockyards area and was named after 
men who drove cattle to market. Sidney J. Taylor 
(I.), ch., gets ready to rope bank's symbol as 
Frank J. Bauder, pres., looks on.

was a senior engineer for Amoco Inter
national, working at Standard Oil of 
Indiana.

I  CHARLES L. DAILY, chairman of 
five individual, autonom ous Illinois 
banks, which have their own boards, 
has announced the renam ing of the 
banks to accom m odate structure laws 
in the state. E dgem ont Bank now is 
M idAmerica Bank, Edgem ont; Leba
non Trust now is M idAmerica Bank, 
Lebanon; Lincoln Trail Bank, Fair- 
v iew  H eig h ts , now  is M idA m erica  
Bank, Fairview  Heights; Mascoutah 
Bank now is M idAmerica Bank, Mas
coutah; and Metropolitan Bank, Alton, 
now is M idAmerica Bank, Alton.

I  M ERTON BALTZ, chairman, First 
National, Millstadt, has b een  awarded 
the Illinois Bankers Association’s 50- 
Year Club pin. Mr. Baltz’s father, the 
late G. F. Baltz, also was given the pin  
in 1953. Both the elder and younger 
Mr. Baltz spent 50 years with the bank, 
which has never b een  w ithout a Baltz 
as president since its founding in 1903. 
Merton Baltz’s uncle, F. L., was the 
first president and was succeeded  in 
1915 by his brother, W. N ., who, in 
turn, was succeeded  by G. F. Baltz in 
1940. M erton Baltz su cc ee d e d  his 
father as president in 1958, and his 
brother, W oodrow, was elected  to that 
post this year.

Indiana
■  TIM OTHY J. FRANK has b een  ap- 
pointed assistant cashier and Roanoke 
branch manager, Com m unity State, 
Huntington. Mr. Frank formerly was 
with State Bank of Amboy as an assist
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ant cashier and was secretary of its 
board. His experience is in real estate, 
com m ercial, agricultural and install
m ent loans.

■  T H O M A S D . W A SH B U R N  has 
b een  nam ed v ice  p res id en t, Irwin  
Union Bank, Colum bus. H e joined  the 
bank as an accounting officer in 1976 
and was e lected  assistant vice presi
dent, financial planning and analysis, 
in 1977. Prior to that, he was an assist
ant vice president and branch man
ager , F ir st  V irg in ia  Bank, F a lls  
Church.

■  IN D IA N A  NATIONAL CORP. has 
announced new  corporate officers and 
prom otions in the corporation’s sub
sid iaries. IN C  v ice p resid en ts are: 
David T. Fronek, senior vice presi
dent, loan administration, Indiana Na
tional, Indianapolis, and D onald J. 
Stuhldreher, senior vice president, in
vestm ents, Indiana National. Robert 
D. Lowrie was prom oted to vice presi
dent, Indiana National. Assistant vice 
presidents are: John W. Dyar, invest
m ent adm inistration and portview ; 
Jean M. Lamm, public relations; Paul 
N. N obbe, 38th Street and Post Road 
Branch; and James R. Recker, leasing. 
Terry J. Sanderson has b een  m ade au
ditor.

Want More BUSINESS 
From Your STOCKHOLDERS?
Surveys indicate that banks don’t “ talk” 
enough to their stockholders. The result is 
that stockholders know little about their 
banks. Thousands of stockholders who might 
have become customers or grass-roots public 
relations emissaries for bank interests are lost 
by default!
Don’t let this happen at your bank!
Send for
“WHAT EVERY BANK DIRECTOR SHOULD 
KNOW ABOUT COURTING STOCKHOLDER 
BUSINESS”
a study that tells how to get more business 
for the bank from stockholders, and, in turn, 
make the bank more profitable for its stock
holders!
Find out:
•  W hat banks gain by promoting services to 

stockholders.
•  How banks can take advantage of stock

holder opportunities.
•  What good communication with stockhold

ers costs.
Learn how to:
•  Put more personal touches into stock

holder relations.
•  Help stockholders get involved with the 

bank.
•  Encourage stockholders to keep and in

crease their holdings.
•  Maintain a steady promotion of bank' 

services to stockholders.
•  Invite stockholders to visit the bank.
•  Make the stockholder feel important.
•  Make stockholders feel your bank is a good 

investment.
ALL this information and MORE in this 
special study!
Your bank can’ t afford to be without it! 
PRICE: 2 copies for $1
Send your order and check ( sorry, no billed 
orders) to the publisher:

THE BANK BOARD LETTER 
408 Olive St., St. Louis, MO 63102
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■  FOURTH FINANCIAL CORP. of 
W ichita’s board has approved a 5% 
stock dividend, the fourth declared  
since formation of the corporation. Its 
principal subsidiary is Fourth  N a
tional, Wichita.

■  A CHARTER APPLICATION for a 
new  bank in Lenexa has b een  filed with  
the Kansas bank com m issioner by a 
group of Lenexa and Kansas City-area 
businessm en and professionals. Initial 
capitalization for the proposed Coun
try H ill State Bank will be $1.5 million. 
Lenexa, w ith a population o f about
20,000 and 10,000 em ployed  in its in
dustrial parks, has one bank at present.

■  K ANSAS STA TE, W ich ita , has 
begun a major rem odeling of the first 
floor lob b y  o f th e V ickers-K SB & T  
Building. Cost of the total renovation, 
through its wholly ow ned subsidiary, 
KSB Building C orp., w ill be $300,000.

Kentucky
■  VAN C. T H O M P SO N  has b een  
nam ed representative, correspondent 
departm ent, Liberty National, Louis
ville. H e joined  the bank in 1977 as a

THOMPSON

m anagem ent trainee after receiving a 
com m erce d egree from the University  
of Virginia.

■  F O R D  D IX O N  has r e t ir e d  as 
executive vice president, Second Na
tional, Ashland, but continues as a 
bank consultant. Mr. D ixon joined  the 
bank in 1950 as a teller and becam e 
auditor, cashier, vice president and

cashier and then executive vice presi
dent in 1966.

■  MALCOLM  LEE G A R D NER  has 
b een  elected  controller at First City, 
Hopkinsville. Mr. Gardner formerly 
was with Old National, E vansville, 
Ind., as an assistant controller.

■  H A R O L D  D . T H O M A S and  
Tom m y Cole have b een  elected  assist
ant cashiers, C itizens National, Bowl
ing Green. Mr. Thomas has b een  a 
bank em ployee since 1970 and pre
viously was credit card manager. Mr. 
Cole has b een  with the bank since 1976 
and was a junior loan officer prior to his 
new  position.

Louisiana
■  W . J. “ D U B ” N O E L  has b een  
nam ed senior vice president, Great 
American Corp., and will head bank
ing services as senior vice president

and cashier, American Bank, Baton 
Rouge, a w holly ow ned subsidiary. 
Mr. N oel, with the bank since 1964, 
had b een  executive assistant to the  
president.

■  M. J. “ K ELLY” S IM O N E A U X , 
senior vice president and cashier, City 
National, Baton Rouge, has b een  ap
pointed to the board. Mr. Simoneaux 
has b een  em ployed at the bank for 23 
years and currently is serving as ch ief 
operations officer.

■  W ARREN C LIFFO R D  JONES has 
b een  appointed  v ice p resident and  
cashier, Continental Bank, Jefferson 
Parish. The bank has offices in Harvey 
and M etairie. Prior to joining Conti

nental, Mr. Jones was vice president 
and c a sh ie r , C o m m ercia l Bank, 
M etairie, for four years.

■  F R E D  B. MORGAN III has been  
appointed vice president and cashier, 
First City Bank, N ew  Orleans. Mr. 
Morgan served as cashier at C ontinen
tal Bank, Harvey, for IV2 years before 
joining First City.

■  LIBERTY BANK, N ew  O rleans, 
has nam ed three assistant cashiers: 
Irvin S. Daniel, Joseph M ontelepre 
and Carl S. Nogess.

Mississippi
■  B. R. “RUSTY” BURKE JR. has 
joined M ississippi Bank, Jackson, as 
vice president and real estate officer 
and W illiam C. Patterson has joined  as 
vice president and security officer. Mr. 
Burke, w ho currently is serving as 
president of Jackson Mortgage Lend
ers A ssociation, has m ore than 17 
years’ experience in mortgage lending  
and real estate. Mr. Patterson formerly 
was w ith  First International Bank, 
Houston, for six years and left as a vice 
president and security officer.

■  HANCOCK BANK, Gulfport, has 
an n ou n ced  th ree  staff prom otions: 
R obert E . A n d erso n , to a ssistan t  
comptroller; Gwen Burge, to assistant 
cashier; and Raymond A. Saucier, to 
assistant loan officer. Mr. Anderson 
has b een  with the bank five years; Mrs. 
Burge, 11 years; and Mr. Saucier, 
three years.

Missouri
■  HARRY E. H A Y N E S has b een  
elected  vice president, trust invest
m ent, U nited Missouri Bank, Kansas 
City. Judy Clasen has been  elected  as
sistant cashier, international depart
m ent.

■  FIRST NATIONAL, St. Louis, has 
announced the election  of the follow
ing vice presidents: Gardner R. Lloyd  
Jr., John S. McCarthy and Frederick J.

We make portfolio management easier for you!
COMMERCIAL
NATIONAL Max Dickerson

_____  BANK
6th and Minnesota Ave. • Kansas City, Kansas 66101 »Member F.D.I.C.

CNB
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Zamon. E ugene J. M eyer has b een  
elected  an assistant vice president.

■  ST. L O U IS  C O U N T Y  B A N K , 
Clayton, has announced the election  of 
the following consum er credit officers: 
D ennis L. Hassler, Gregory F. Kel- 
leher Jr., Theresa S. Kroner and Mary 
B. W hite. All have lending respon
sibilities in the consum er mortgage 
loan division.

PFISTER HARDIN

■  G E O R G E  H. PFIST E R , form er 
president and ch ief executive officer, 
M anchester Bank, St. Louis, has been  
nam ed chairman and ch ief executive  
officer. H ord  H ardin II has b een  
nam ed president and ch ief operating  
officer and a d irector. Mr. Pfister  
joined  the bank in 1943; Mr. Hardin in 
1972.

■  G ERALD G. BROOKS has been  
elected  assistant vice president, corre
spondent banking division, Boatm en’s 
National, St. Louis. H e has about 15

BROOKS

years’ financial experience. In other 
action, the bank nam ed James C. Knop 
assistant cashier, bond departm ent. 
Mr. Knop has b een  in the banking field  
15 years.

■  M ERCANTILE TRUST, St. Louis, 
has nam ed three new  officers: Robert 
A n th o n y , in v e s tm e n ts ;  D a v id  S. 
G riesem er, trust; and Ralph W. Babb 
Jr., com ptroller. Mr. A nthony is a 
former senior security analyst and as
s is ta n t in v e s tm e n t  o fficer . Mr. 
G riesem er form erly was em ployed  by 
the bank as a tax accountant. Mr. Babb 
is a form er audit manager with Peat,

FIRST NATIONAL BANK
St. Joseph, Missouri 64502 Telephone (816) 279-2721

Call: Benton O’Neal, Ed Boos, Bill Manring,
Dale Maudlin, Macon Dudley.

A ffilia te  of First Midwest Bancorp, Inc. Member F.D.I.C.

MID-CONTINENT BANKER for November, 1978 113

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



New Facility

St. Johns Bank, St. Louis, has opened an 
additional facility at 3580 Woodson Road that 
has more than 900 square feet of lobby space, 
four drive-in lanes and 25 parking spaces. 
Fletcher Wells II is manager of the new building.

Marwick, M itchell & C o., w here he 
was responsible for accounts of m ulti
bank HCs.

■  CHARLES R. KRUGER has b een  
elec ted  com m ercial lend ing officer, 
m etrop o litan  d iv is io n , C om m erce  
Bank, K ansas C ity . H e form erly  
served as assistant cashier, Central Na
tional, Chicago.

■  HARO LD D. LEW IS, real estate 
departm ent m anager, and Gary E. 
M esnier, installm ent loan departm ent 
m anager, h ave b e e n  p ro m o ted  to  
sen ior v ice  p res id en ts  at W eb ster  
Groves Trust Co. Both w ere formerly 
vice presidents.

■  W A L T E R  R O C K L A G E , c h ie f  
executive officer, Com m unity Federal 
S&L, St. Louis, has b een  elected  to 
the board at St. Johns Bank, St. Louis. 
Mr. Rocklage has b een  chairman of the 
Com m unity Federal board since 1965 
and assum ed the additional role of 
president this year.

Died: James J. Hickey, 66, retired  
senior vice president, W ebster Groves 
Trust, on O ctober 9. H e retired in 
January, 1977, after 50 years in bank
ing, 27 of those years with W ebster 
Groves Trust. H e once was with St. 
Louis’ First National.

New Mexico
■  ROBERT E. CLAYTON has joined  
Security National, Roswell, as a vice 
p resident, m ortgage loans. H e for
merly was with First City National, 
Houston.

■  W E ST E R N  BANK, Las C ruces, 
has an n o u n ced  th r ee  p rom otion s:  
Margaret Rosas, assistant vice presi
dent; W illiam F. Mayton, auditor; and 
Steve B. Brown, assistant vice presi
dent, com m ercial loans and market
ing.

■  M A L C O M  P E T R E E  has b e e n  
n am ed p res id e n t, Bank S ecu r ities

In c., the HC of Am erican Bank of 
C om m erce, A lbuquerque. Mr. Petree  
succeeds Kenneth Bonnell, who re
tired.

■  SAM M Y  K. P R IC E  has b e e n  
nam ed assistant vice president, Lib
erty National, Lovington. H e formerly 
was with Farmers H om e Administra
tion as assistant county supervisor.

Oklahoma
■  FRANK X. H E N K E  III has been  
elected  chairman and ch ief executive  
officer, Fourth National, Tulsa. H e  
was vice chairman and ch ief operating  
officer. Ben D. F loyd Jr. w ill continue 
as chairman of the board’s executive  
com m ittee. The board has accepted  
th e resign ation  o f John D . Izard, 
president, but he w ill continue as a 
consultant until the first o f the year. In

HENSON HENKE

FLOYD MECKFESSEL

addition, Tom P. H enson has b een  
e le c te d  p res id en t, and C harles G. 
M eckfesselhas b een  elected  executive  
vice president. O ther prom otions are: 
D on Onstott, senior vice president and 
senior trust officer; Robert J. Roesler, 
vice president and trust officer; Scott 
Gardner, assistant vice president, op
erations; Richard M awdsley, assistant 
vice president and assistant secretary; 
and Joan Brewer, assistant cashier and 
installm ent loan officer.

■  F IR ST  N A T IO N A L , O klahom a  
City, has announced the election  of 
four officers: Richard Stark, vice presi
dent and trust officer; Ed W ells, assist
ant vice president; Roger Steed, assist
ant trust officer; and Clinton Bowling, 
banking officer.

Bank of Oklahoma, Tulsa, and its parent com
pany, BancOklahoma Corp., have revised top 
management. From left, Eugene Swearingen, 
ch., bank and HC executive committees; Marcus 
R. Tower, continuing as v. ch. of bank and HC 
and ch., credit policy and trust committees; 
Leonard J. Eaton Jr., ch. and CEO, bank and HC; 
and Samuel Banks Hayes III, pres, and chief 
operating officer, bank and HC.

■  E U G E N E  S W E A R IN G E N  has 
b e e n  n am ed  ch a irm an , e x e c u t iv e  
com m ittees, Bank of Oklahoma, Tulsa, 
and its HC, BancOklahoma Corp. H e  
was succeeded  in his post as chairman 
and ch ief executive officer, Bank of 
Oklahoma and the HC, by Leonard J. 
Eaton Jr., who had b een  president of 
the bank and the corporation. Samuel 
Banks H ayes III has taken over as bank 
and HC president and ch ief operating  
officer. H e was executive vice presi
d en t, banking d ivision . Marcus R. 
Tower w ill continue as vice chairman 
of the bank and HC and as chairman, 
credit policy and trust com m ittees. In 
addition, Bank of Oklahoma has named  
Charles Pyle and Tom H um phrey vice  
presidents, Francis J. P. Carey, vice 
president and account administrator, 
trust d ivision, and Len Fears, vice  
president, data services.

Walk-ln/Drive-Up ATM

First National, Bartlesville, has opened a new 
facility a t Adams Road and Adams Boulevard, 
adjacent to the Quarters Shopping Center. The 
facility is open 24 hours and is fully automated. 
It has a walk-in lobby with two ATMs and a 
drive-up lane for ATM accessibility. The building 
was designed, planned and constructed by 
Bunce Corp., Shawnee Mission, Kan.
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Complete Banking School

Five Oklahoma bankers have completed the 
ABA's Essentials of Banking School, a week-long 
in tensive o rien ta tion  in basic comm ercial 
banking to give bank specialists with nonbank
ing professional backgrounds a working knowl
edge of the banking business. The school, in its 
first year, is taught by university professors and 
professional bankers a t Duke U niversity , 
Durham, N. C. Graduates, pictured (I. to r.) are: 
John R. Burks, public relations and marketing 
officer, First Nat'l, Pauls Valley; Linda Moore, 
marketing officer. Liberty Nat'l, Oklahoma City; 
Susan Cook, management trainee, Liberty Nat'l; 
and Bernard Tonquest, a.v.p. and marketing of
ficer, Fourth National, Tulsa. Not pictured is 
David White, cash., City Bank, Muskogee.

■  JAM ES L. RO BERTS has b een  
prom oted to senior vice president and 
staff counsel, Third National, Nash
ville. Also prom oted were: C. Kennon  
Buttrey, H. E llis H olt, Lynn E. H unt

ROBERTS

and John H. McAlister, from assistant 
v ice p resid en ts to v ice p resid en ts. 
Beth C. Stephens has been  prom oted  
from com m ercial officer to assistant 
vice president.

■  W. LANE ABERNATHY, senior  
vice president and trust officer, First 
American National, N ashville, has an
nounced his early retirem ent. H e has 
b een  with the bank since 1949 and was 
prom oted to vice president in 1962, 
senior vice president and trust officer 
in 1970. In other action, Nancy Zoretic 
and Kendall S. Reinhardt have b een  
nam ed vice presidents and Richard E. 
Herrington was nam ed controller.

■  JIM D. SM ITH has been  prom oted  
to vice president, collection depart
m ent, Com m ercial & Industrial Bank, 
M em phis. H e has been  with the bank 
since 1970.

Texas
■  FIRST NATIONAL, Amarillo, has 
appointed Joe K ennedy supervisor, 
m anagem ent and operations, o f all 
farms and ranches adm inistered by the

\

KENNEDY

bank as executor and trustee. H e has 
spent his life in Panhandle and South 
Plains agriculture and will be respon
sible for properties in the tri-state area.

■  FIRST N A TIO N A L, D allas, has 
announced the following vice presi
dents: Steve Casella, m oney m anage
ment; Richard V. Elmblad, municipal 
bond; Nathan O. Finke, trust business 
d e v e lo p m en t;  P erry  L. F le e m a n , 
Americas group; Karl J. Lombar, cus
tom er serv ices; John D . Lybrand, 
Southw est group; Joseph J. Nostro, 
Americas group; and Philip R. W ood, 
U n ited  S tates and C anada group. 
Prom oted to assistant vice presidents 
were: Mary Joan Baldwin, retail; Er
nest C. Bryant III, credit administra
tion; Leroy D roem er, factoring; Row
land K. Robinson, U nited States and 
Canada group; and Richard C. Van- 
D uyne, retail.

■  D O N A L D  G. CATES II has been  
prom oted to assistant vice president 
and p etroleum  en g in eer, F irst N a
tional, Fort Worth. H e has b een  as
signed to the energy loan area and for
m erly was w ith  M idland N ational, 
Conoco Oil Co. and Signal Oil and 
Gas.

■  BANK O F TH E SO U T H W E ST , 
H ouston, has nam ed the following vice  
presidents: Gary J. G ehring, office 
services, and Richard D. M oore, trust. 
Also nam ed w ere Steven D. Gould, 
trust real estate officer, and W illiam A. 
Neim an and Frederick Oswald, trust 
investm ent officers.

■  N A T IO N A L  BA N K  O F C O M 
M ERCE, San Antonio, celebrated its 
75th anniversary in October. The pub
lic was in v ited  to attend th e open  
house and register to win several nos
talgic prizes, such as an antique rolltop 
desk, a 1903 $20 gold p iece valued at 
$325, a pair of tiffany-style lamps, an 
antique wall clock and 75 sets o f his
torical scenes o f San Antonio.
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■  FIRST CITY BANCORP, of Texas 
and F irst Security N ational C orp., 
Beaum ont, have agreed in principle to 
m erge. In other action, Gerald R. 
Williams has b een  elected  executive  
vice president, First City Bancorp, of 
Texas. H e also is executive vice presi
dent, First City National, H ouston, 
the H C ’s largest subsidiary bank. John 
J. Dalnoky has joined the bank as vice 
president after seven  years with Con
solidation Coal C o., Pittsburgh.

■  FIR ST PA SA D E N A  STATE has 
com pleted  its enlargem ent and reno
v a tion  p rogram . T h e o p e n -h o u se  
celebration this month was a com bina
tion Veterans Day observance and an
niversary for the bank, which is enter
ing its 60th year of service. The new  
banking quarters feature a 16-foot-tall 
fountain.

■  FROST NATIONAL, San Antonio, 
has prom oted the following vice presi
d en ts: T ex C orrigan , C h arles A. 
Thom pson and Juan J. Valdes. Jim 
Lohse and Dan Van D e W alle have 
been  prom oted to assistant vice presi
dents.

Collector's Money:

Turn-of-the-Century Monies 
Document Eras of Commerce

Rare coins and bills docum enting  
history and com m erce in Texas have 
been  assem bled by First City Bancorp, 
of Texas, H ouston, for display by its 26  
m em ber banks across the state.

The exhibit, currently showing at 
First City National, H ouston, includes 
specim ens with a face value of about 
$900 and a collector’s value of about 
$10,000. E ighteen  of the 24 coins are 
from the U nited States and w ere is
sued betw een  1882 and 1921. The six 
Mexican coins w ere issued  betw een  
1840 and 1905. The display’s 73 bills 
include paper m oney issued by the 
Republic o f Texas, national currency 
issued by individual banks in the early 
20th century —  including First City 
National’s predecessors —  and U. S. 
m oney in  silver certifica tes, U. S. 
notes and Federal Reserve notes. The 
display also has sam ples of fractional 
currency, or stamp m oney, issued in 
the late 1880s.

"Historical Currency of Texas," compiled by First 
City Bancorp, of Texas, Houston, w ill be on dis
play at HC's member banks across Texas. Bills 
and coins in exhibit represent eras of state his
tory. Pictured are J. A. Elkins Jr. (I.), exec. comm, 
ch., and Nat S. Rogers, ch.
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NOW  
For Only $3.00
You May Purchase 
This Valuable Manual 
As a Guide for Your 
Board of Directors!

A Model Policy for a 
Bank's Board of Directors
This 32-page booklet will be a valuable 
addition to your bank's library, for it 
contains a wealth of information that 
will aid your board and your top man
agement in organizational problems.

Here are some of the sections it contains:

1. A  typical organizational chart.
2. Duties and responsibilities, of man

aging officers and various standing 
committees.

3. Management philosophy.
4. Policies to be adopted by the board.
5. Operation and policies for the loan 

and discount committee.
6. Loan, investment and collection pol

icies.
7. Outline of a suggested investment 

policy.

Every bank should have a ' 
w rit te n  set of policies ap
proved and adopted by the 
board. This manual can help 
your bank in preparing such 
a manual or in updating the 
manual you now have in op
eration.

SEND YOUR ORDER AND CHECK (sorry, 
no billed orders) TO THE PUBLISHER:

The BANK BOARD Letter
408 Olivo St. (Room 505)

St. Louis, Mo. 63102

STATEMENT OF OWNERSHIP, MANAGEMENT 
AND CIRCULATION (REQUIRED BY 39 U.S.C. 
3685)
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•  UMIC Securities Corp. T his  
M em phis-based in vestm ent banking 
firm has opened a branch office in Lit
tle Rock. The office is m anaged by  
Harry T. Rosenblum , formerly with  
Jon R rittenum  & A ssociates, L ittle  
Rock. The office is located in the First 
National Building.

EQUIPMENT FOR SALE
THREE RT 2001 Burroughs Remote Teller units with 
printers for transaction data. On line capability avail
able late October. Contact E. Carroll Culpepper, Vice 
President, Merchants National Bank, P.O. Drawer 
2527, Mobile, AL 36622. Area Code 205-690-1042.

FOR SALE
Î3 NCR 152-70 teller machines. Own NCR mainte
nance. Excellent condition. Four years old. $735.00 
each. Call: 512-452-0656.

FOR SALE
One NCR 775-2000 proof machine with eight pockets. 
Additional pockets available. NCR maintenance will 
transfer. $11,255.00 or best offer. Call: 512-452-0656.
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AL ACKERMANN DON BALDWIN VIC GRANDA BOB HELFER

PHIL SETTERLUND BILL SPRINGERERNIE HELLMICH TED SMOTHERS

Part of 273 years of banking experience. Boatmen’s has a team, your team, of correspondent bankers that 
know every phase of banking . .  . because they learned from the ground up. They understand your problems 
and are ready to serve your needs. Boatmen’s, 273 years of correspondent banking experience.

MEMBER FDIC
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A  correspondent bank 
should give you more 

than just a
correspondent banker.

We do.
When you choose First National Bank in 

St. Louis as your correspondent bank, you get 
more than a correspondent banker.

You get an entire 
»staff of specialists who 

offer you daily assis- 
I tance for daily needs. 

For example,
the “Rabbit Transit” check
clearing systems our 
people have developed 

can help improve your earnings, because your 
transit items become collected 
balances rapidly.

We also offer you the 
services of agricultural fi
nance specialists who can 
help you provide your cus
tomers with expert advice as well as flexible 

loan arrangements.
In the area of Fed Funds, 

investments and the safe
keeping of securities, 
we offer a performance rec
ord that’s highly regarded 
in our industry.

Our electronic data processing team brings 
you the most sensible systemc 
for getting work done— 
reliably and accurately. Andj 
our computer specialists 
offer counsel and advice in j 
all phases of EDP systems.

Our capacity 
for overline lending, 
based on our sizable 
assets, allows you 
opportunity to make 

larger loans than you otherwise might.
We sponsor timely seminars where 

you and other top management of 
your bank meet with the top 
management of our bank 
to exchange ideas and 
share expertise. These 
seminars also serve to 
keep you up-to-date on 
developments in our industry.

Of course, your correspondent 
banker is always available for 
* individual consultation. He’s the 

key to our relationship and the 
person we depend on to make 
fast decisions on our behalf. 
He’s the one you can depend 
on, too, when you want to get 
more from your correspondent 
bank. He can help you plan 
for your bank’s future and for 
our future together.

If you’re not already seeing 
a First National Bank in St. Louis 
correspondent banker, just call 

Chuck Betz at (314) 342-6386. He’ll
make sure you get a correspondent banker... 
and a whole lot more.

First National Bank in St.Louis
A First Union Bank Member FDIC
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