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

Top row, 
left to right 
Mary Ann Lieber 

l Elaine Elliott

Bottom row, 
left to right 

Kathy Bardel 
Eunice Bachman

LIBERTY
THE BANK OF MID-AMERICA

The Liberty National Bank and Trust Company of Oklahoma City • P. O. Box 25848 • 73125 • Phone 405/231-6164 • Member FDIC
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LeFebure
Vault Door is first

in world
to pass U/L test.

A security door by LeFebure is the 
first to be awarded a rating by 
Underwriters Laboratories on the 
basis of new standards.

Up to now, the industry had no 
independent standards or formal 
testing procedures for vault doors. 
But as crimes continued to increase, 
the financial community requested 
Underwriters Laboratories to 
establish the standards.

Once the standards were set, 
LeFebure requested Underwriters 
Laboratories to perform their tests 
on a LeFebure vault door in the 
LeFebure manufacturing plant. The 
newest tools and techniques were 
used.

The result? The LeFebure door, 
shown at left, exceeded every 
requirement of the newly 
established standards.

The LeFebure door was the first 
in the world to pass the U/L test.
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Does your correspondent bank 
bring full data processing 
capabilities within reach?

We d o -
through regional processing centers.

Not one, but four regional centers in 
Missouri help us respond to your pro
cessing needs faster. Usually over
night.
Just use the center most convenient 
for you: Kansas City, Macon, Spring- 
field or St. Louis. Each can provide 
you with these essential services.
For Your Retail Customers. We pro
cess demand deposits, savings, in
stallment loans, certificates of deposit 
and overdraft banking.

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

For Your Commercial Customers. 
Come to Mercantile for processing of 
payroll accounts, accounts payable 
and receivable, general ledger 
accounting, and account reconcilia
tion.
Don’t be afraid to ask. If your re
quirements aren’t met by any of 
these, contact us anyway. We handle 
processing for 81 banks, each with its 
own particular needs. Chances are, 
we have programs that are ideally 
suited to your situation.
Over 200 Mercantile computer pro
fessionals help keep us at the 
forefront of modern processing

technology. The expertise they’ve 
achieved offers one big advantage to 
you: you’ll get more done, with fewer 
people, in less time, and use less 
space.
Our system of regional data process
ing centers is just one of the reasons 
we are the Central Midwest’s largest 
correspondent bank. To discover the 
others, call your Mercantile Banker 
today.

We’re with you.
M ERCnnTILE
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C o m m u n ity  In v o lv e m e n t
Thanks to Proposition 13:

Bank Reinvests Tax Gains 
In Statewide Programs

Wells Fargo & Co., San Francisco, 
kept a pledge it made last June. It has 
returned to the community 1978 tax 
gains from Proposition 13 by giving 
$1 .2  million in grants to three 
statewide programs.

The $1.2 million represents the net 
difference between what the company 
will pay in California property taxes 
during the last six months of 1978 and 
the amount paid in the same period in 
1977.

Richard P. Colley, (I.), pres., Wells Fargo, pre
sents checks to Anthony S. Tiano (c.), pres., 
KQED-TV, and Warren Widener, mayor of 
Berkeley and exec, sec., California Neighbor
hood Housing Services Foundation, as part of 
bank's program to channel its $1.2-million tax 
gain from Proposition 13 to communities.

The company will give $400,000 
each to (1) public television stations in 
California to support their ongoing, 
in-class instructional programs; (2) the 
California Neighborhood Housing 
Services Foundation for high-risk 
loans for housing rehabilitation in de
teriorating areas; and (3) United Way 
and similar organizations throughout 
California for emergency funds to 
handle crisis needs of member agen
cies.

Richard P. Cooley, president, says 
his company reviewed hundreds of 
proposals on how it could best return 
Proposition 13 benefits to California 
communities before determining areas 
for its support.

“We believe the three grants ad
dress themselves to important and di
verse areas of need and opportunity in 
our communities,” he says.

Concerning the grants, he says, “In
structional TV in the classroom now 
reaches more than a million California

students and offers schools hope in a 
tim e of tight budgets. Housing- 
rehabilitation programs are a critical 
need if our deteriorating neighbor
hoods are to become revitalized and 
are a rightful concern of financial in
stitutions. Agencies supported by 
United Way and similar community- 
support campaigns play vital roles in 
our communities and as a result of 
Proposition 13 face rising chal
lenges. . . . ”

Town Benefits:

Bank's Community Commitment 
Backed Up by Performance

The concept of community involve
ment includes making the community 
a better place to live. Banks have long 
been putting this concept into practice 
in their communities because bankers 
realize that a prosperous community 
means a prosperous and growing bank.

“Helping You Grow” is the commu
nity involvement theme at Citizens 
National, Bowling Green, Ky. For 77 
years, the bank has been taking steps 
to improve the quality of life in its 
community.

Among its projects have been prop
erty improvement at the bank site, in
cluding a new building, a pedestrian 
park and a parking lot with a rest area. 
It sponsors a local youth symphony or
chestra concert each year, contributes 
to a community center for women and 
supports a new county arts commis
sion. It has financed planting of cherry 
trees in a park and dogwoods adjacent 
to a cemetery and has installed time- 
and-tem perature signs at its four 
branches. It also provides a com
munity-wide time-and-temperature 
service by telephone. jj

Two of the bank’s branch offices 
have been awarded beautification cer
tificates and the Main Office twice has 
received a five-year beautification 
award.

At Bank's Seminar:

Small Businessmen Learn 
To Cut Energy Costs, Bills

More than 50 small business repre
sentatives learned how to cut energy 
costs by 15% at an energy management 
seminar sponsored by Detroit Bank, 
principal subsidiary of Detroitbank 
Corp.

The M ichigan D epartm ent of 
Commerce’s Energy Extension Ser-

vice cosponsored the seminar, and 
consultants of Arthur Young & Co., an 
accounting firm, provided technical 
information and conducted the meet
ing.

“American business people are, by 
necessity, becoming more and more 
concerned with rising energy costs, 
which can seriously cut into bottom- 
line profits,” says Joseph W. Clark, a 
vice president in the bank’s commer
cial loan department. “They recognize 
both the need to lower energy costs 
and to conserve our lim ited re 
sources.”

Seminar attendants were instructed 
how to conduct their own energy au
dits.

The energy seminars are part of a 
federally funded program to assist 
small business owners in effective 
energy usage.

Firemen Saluted:

Fire Prevention Stressed 
In Photography Exhibit

The 1978 award-winning photo
graphs taken by members of the Inter
national Fire Photographers Associa
tion were part of an exhibit at Chicago 
City Bank honoring all firemen. Photos 
in black and white and color depicted 
human interest and the fire fighter’s 
rescue role.

Experienced cameramen from the 
association answered questions about 
their photographing specialty, and the 
Fire Prevention Bureau of Chicago 
displayed fire fighting equipment. In 
addition, representatives from the 
mayor’s fire prevention and awareness 
program distributed material on fire 
protection and safety.

"Salute to Fire Fighters" exhibit has held at 
Chicago City Bank to honor all firemen. Bank 
employees inspect Chicago Fire Department 
equipment in front of their building.
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First Commerce Corporation and 
First National Bank of Commerce
AND SUBSIDIARIES. NEW ORLEANS/TWELVE MONTHS ENDED DEC. 31, 1978

FIRST COMMERCE CORPORATION
CONSOLIDATED STATEMENT OF INCOME (In Thousands)

FIRST COMMERCE CORPORATION
CONSOLIDATED STATEMENT OF CONDITION (In Thousands)

Year Ended December 31, December 31,
1978

INTEREST INCOME
Interest and fees on loans ........................................... $ 51,052
Interest on obligations of states and political

subdivisions..................................................................  2,381
Interest on other investment securities............... . 4,356
Other interest income ...................................................  7,153

Total interest in co m e ............................................. 64,942

INTEREST EXPENSE
Interest on deposits .......................................................  21,369
Other interest expense .................................................  9,466

Total interest exp ense ........................................... 30,835

NET INTEREST IN C O M E ............................................. 34,107
PROVISION FOR LOAN L O S S E S ............................ 7,273
NET INTEREST INCOME AFTER  

PROVISION FOR LOAN L O S S E S .......................  26,834

OTHER INCOME
Service charges, exchange and other fe e s .............  5,867
Trading account gains and losses..............................  176
Gain on sale of finance company assets in 1978

and interest in real estate in 1 9 7 7 .........................  337
Other operating revenu e...............................................  2,125

Total other In co m e.................................................  8,505
OPERATING INCOME .................................................  35,339

OTHER EXPENSE
Salaries and employee benefits.......................................  13,021
Net occupancy expense ...............................................  3,050
Equipment e xp en se .......................................................  3,209
Other operating expense....................................................  10,526

Total other exp ense ............................................... 29,806

INCOME BEFORE INCOME TAX EXPENSE  
AND NET SECURITIES LO S S E S .....................

INCOME TAX EXPENSE ........................................
INCOME BEFORE NET SECURITIES LOSSES
NET INVESTMENT SECURITIES LOSSES 

Related income tax e ffe c t..................................
Net securities losses ........................................

NET INCOME ..............................................................

EARNINGS PER SHARE 
Primary

Income before net securities lo sses .....................  $1.91
Net income....................................................................  $1.45

Fully diluted
Income before net securities lo sses .....................  $1.70
Net income....................................................................  $1.35

WEIGHTED AVERAGE COMMON SHARES 
OUTSTANDING .......................................................... 2,109,276

5,533
1,511
4,022

(1,851)
889

(962) 
$ 3,060

1977

$ 44,197

2,425
3,551
4,715

54,888

18,112
7,887

25,999

28,889
3,749

25,140

5,952
190

971
2,844
9,957

35,097

13,115
3,261
3,460

10,498
30,334

4,763
674

4,089
(47)
22

(25) 
$ 4,064

$1.94
$1.93

$1.72
$1.71

2,107,111

1978 1977
ASSETS
Cash and due from banks............................. $135,873 $154,032
Due from banks —  tim e ................................. 37,000 29,500
Investment securities:

U.S. treasury securities ................................................. 27,302 49,807
Obligations of U.S. agencies and corporations . . . .  39,569 1,785
Obligations of states and political subdivisions . . . .  44,284 41,089
Other bonds, notes, debentures and corporate 

stock ..............................................................................  1,643 1,641
Total investment securities (market value 

$109,058,000 and $91,598,000, respectively). 112,798 94,322
Trading account securities ............................................... 45 154
Other short-term investm ents..........................................  247,290 154,161
Loans —  total ......................................................................  423,022 518,991
Allowance for loan losses ................................................. (6,246) (4,408)
Unearned income ................................................................ (5,543) (6,949)

Net loans ......................................................................  411,233 507,634
Direct lease financing, net of unearned income of

$1,063,000 in 1978 .........................................................  3,614 1,267
Bank premises and equipm ent........................................  14,588 15,561
Due from customers on acceptances............................ 3,598 5,186
Other real e s ta te .................................................................. 3,049 4,938
Real estate subject to contracts of s a le .......................  12,195 12,170
Accrued interest on securities and lo a n s .....................  8,342 8,093
Other assets............. .........................................................  3,366 5,109

Total assets .................................................................. $992,991 $992,127

LIABILITIES
Deposits in domestic banking offices:

Demand deposits ...........................................................  $357,606 $356,347
Passbook savings deposits..........................................  116,764 120,153
Other consumer time deposits ....................................  48,504 37,766
Time deposits of $100,000 and ov e r.........................  157,163 179,474

680,037 693,740
Deposits in foreign banking offices ................................ 14,839 22,874

Total deposits .............................................................. 694,876 716,614
Short-term borrowings .......................................................  200,451 180,317
Bank acceptances outstanding........................................  3,598 5,186
Accrued interest payab le ...................................................  5,492 6,011
Accounts payable and other accrued liabilities........... 5,638 4,449
Long-term debt ....................................................................  24,453 22,079

Total liabilities .............................................................  $934,508 $934,656

STOCKHOLDERS’ EQUITY  
Common stock, $5 par value 

Authorized —  10,000,000 shares
Issued —  2,182,190 and 2,179,966 shares...........  10,911 10,900

Capital surplus......................................................................  25,401 25,350
Retained earnings................................................................ 23,867 22,917

60,179 59,167
Less —  71,518 shares of common stock in treasury 

at c o s t ................................................................................. (1,696) (1,696)
Total stockholders’ equity ........................................  58,483 57,471
Total liabilities and stockholders’ e q u ity ...............  $992,991 $992,127

These financial statements are preliminary unaudited figures, and are subject to adjustments which may or may not be material.

OFFICERS OF FIRST NATIONAL BANK OF COM M ERCE/FIRST COMMERCE CORPORATION

THOMAS G. RAPIER FRANCIS C. DOYLE
President and Chairman of the Board
Chief Executive Officer

IAN ARNOF 
Executive Vice President 
Chief Financial Officer

CHRISTOPHER B. YOUNG* 
Executive Vice President 
Chief Lending Officer

A. PEYTON BUSH III* 
Executive Vice President 
Chief Operations Officer

JOHN H. PALMER 
Senior Vice President 
Chief Business Development

MICHAEL A. FLICK* 
Executive Vice President 
Chief Credit Policy Officer

JOSEPH C. WHITE* 
Senior Vice President 
Assistant to the President

Officer of First National Bank of Commerce only.

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



T h e  B a n k in g  S c e n e

Credit Scoring vs. Judgment Discrimination

By DR. LEWIS E. DAVIDS

Illinois Bankers Professor of Bank Management 
Southern Illinois University, Carbondale

HOSE WHO have gray hair re
m em ber when the word “dis

crimination” could have a positive 
connotation. A person with dis
criminating taste was considered to 
possess good judgment. One looked up 
to an individual who had discriminat
ing taste in clothing, music and the 
arts.

The connotation of discrimination 
has been reversed. Today the word is 
used to describe an individual with an
tisocial tendencies.

This new concept is a sensitive one 
for loan executives. They look in dis
may at the incredible array of federal 
and state regulations in the discrimina
tion area —  the same area in which 
their skill lies for exercising appraisals

Just as auto insurance under
writers found that young males 
have more accidents than ma
ture persons, lender statistical 
data revealed distinct payment 
differences between persons 
with varying characteristics.

as to the ability of a borrower to repay a 
loan. More and more loan officers are 
throwing up their hands, copping out 
and saying, “Let’s use another sys
tem.”

Could that system be credit scoring?
With the advent of the computer 

and better-educated individuals in
volved with computer and related op
erations, a number of financial institu
tions have engaged in post-auditing 
loans. That is, they split loans into two 
classifications —  good and bad.

Thus, a statistical profile of good loan 
borrowers was established, and a dif
ferent statistical profile was estab
lished of bad-loan borrowers.

Exceptions exist in both profiles, but

there was a tendency for certain 
characteristics to be evident in the 
good loans and certain other charac
teristics to be found in the poor loans.

Carrying this concept one step 
further, it was possible to assign rela
tive weights of importance to the vari
ous attributes. Just as automobile in
surance underwriters and actuaries 
have found that young males tend to 
have more accidents than mature per
sons of both sexes, statistical data of 
lenders revealed distinct payment 
differences between persons with var
ying characteristics. The successful in
stallment loan officer may have incor
porated this knowledge into his 
decision-making process.

Use of credit scoring formalizes this 
procedure. It’s interesting to recall 
why top executives of financial institu
tions tended to move in the direction of 
credit scoring in the past. They did so 
because they realized that using prob
ability theory applied to credit scoring 
meant that the delinquency rate on 
lending could be improved distinctly. 
That is, the judgment the loan officer 
had obtained over a period of many 
years could be refined and incorpo
rated into a mathematical formula 
whereby equitable weights were as
signed to various items of the loan ap
plication.

Thus, a bank wouldn’t need as large 
a number of highly experienced loan 
officers in installment lending. It could

have the applications processed on a 
computer.

Large retail merchants and con
sumer finance companies led the way 
in this area. To illustrate: Both mer
chants and finance companies learned 
that persons with telephones are good 
credit risks. The telephone company 
apparently does a good job of screening 
out bad credit risks. Those owning 
their homes tend to be more credit 
worthy than those who don’t. People 
who have worked for a number of years 
at the same place tend to be more 
likely to make regular payments than 
those who change jobs frequently. 
Salaried white-collar workers tend to 
have better payment records than, say, 
bartenders and cocktail waitresses.

Framers of regulations, in their 
desire for social justice, force 
lenders to discriminate against 
truth. This results in less- 
reliable decisions that must 
affect bottom lines of bank 
statements.

There are exceptions to all these 
generalizations, of course.

However, some valid credit-scoring 
weights rely on criteria, such as the 
above, that now are illegal under Reg
ulation B, the Equal Credit Opportu
nity Act.

Many reliable credit-scoring sys
tems used by major retailers invoke 
no-nos” such as marital status, age 

and gender. Though statistically valid, 
these practices come into conflict with 
Regulation B.

The paradox is that the Equal Credit 
Opportunity Agency states that credit 
scoring must be demonstrably and 
statistically sound, but it also must 

(Continued on page 16)
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FINANCIAL F U E L  FROM H E L L E R

The resource to tap when a customer 
wants to borrow more than  
you want to lend.

When a customer or prospect 
requests a larger loan than you may 
be willing to provide, you don’t have to 
lose him.

A Bank/Heller participation loan 
lets you maximize your customer’s 
credit availability. You continue to 
provide his normal banking 
functions, retain his deposit 
balances and generate interest 
from your portion of the loan. Heller 
assumes responsibility for all 
administrative and supervisory 
details.

Heller has provided banks 
with this kind of financial 
creativity for over a half century.
Which is why more resourceful 
bankers today are tapping 
Financial Fuel from Heller — 
the proven money resource.

HELLER
Financial Services

"Financiad Fuel from Heller" is a Service mark of Walter E. Heller & Company.

Walter E. Heller & Company 105 W. Adams St., Chicago, III. 60603 • New York • Boston • Philadelphia • Baltimore • Syracuse • Detroit • Kansas City • Denver 
Atlanta» Miami • Birmingham • Columbia, S.C. • New Orleans • Houston • Dallas» San Antonio • Phoenix »Tucson »Albuquerque • El Paso • Los Angeles 
Irvine, CA • San Francisco • Portland • Seattle • San Juan, P.R.
Heller services also available through Heller Companies in Canada and 20 other countries around the world.
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S e l l in g  / M a rk e t in g

Bank Displays Own Customer Rating Form
By KAREN KUECK
Assistant Editor

L IKE other national banks, Ameri
can National, Chattanooga, is 

displaying the customer complaint 
forms the Comptroller of the Currency 
says must be in all national bank lob
bies. However, the bank has turned a 
negative display into a positive one 
with the addition of its own “We’re 
Listening” exhibit next to the other.

The program is the result of corre
spondence between John P. Wright, 
the bank’s president, and the Comp
troller’s office concerning the com
plaint forms.

“I wanted to know why it seems 
we re always accentuating the negative 
rather than emphasizing the positive,” 
he said. “The Comptroller’s program 
allows a customer to register only 
complaints and is, in fact, a request by 
the customer for the OCC to investi
gate a specific claim. All comments are 
addressed to the Comptroller’s office.” 

In reply to Mr. Wright’s letter, the 
OCC suggested that a positive cus
tomer-communications program was a 
good idea, but should be implemented 
by individual banks.

“I felt a procedure should be estab
lished whereby our customers could 
speak directly to us . . .to  tell us what 
we are doing right as well as what we

"We're Listening" free-standing displays with 
folded response forms are in each American 
Nat'l of Chattanooga branch.

could improve on,” he said.
American National’s program works 

like this: Postage-paid customer re
sponse forms are displayed at each 
branch. Customers can rate the bank’s 
personnel in efficiency, friendliness, 
helpfulness and promptness and its 
services, i.e ., Teller 24, checking,

COMMERCIAL BANKERS
Through our network of regional offices, conveniently located in 
the nation's money centers, we are fortunate to represent some 
of the nation's finest and fastest growing banks.
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. All 
fees paid by employer.

_  Contact Tom Roberts

don H O W A RD IRersonnel Inc
360 N. Michigan Ave., Chicago, IL 60601 (312) 332-2341

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

A n  Executive R ecru iting  and P lacem ent A gen cy  fo r the F in anc ia l C o m m u n ity

savings, automatic savings, master 
charge, loans, safe deposit box, 
drive-in-tellers and bank-by-mail in 
five categories from excellent to poor, 
what he likes best and/or least about 
the bank and its services. Also, the 
customer may make subjective com
ments and ask questions he would like 
answered in detail by a bank officer.

The forms are addressed to Mr. 
Wright, who reads each customer’s re
sponse, then forwards the form to the 
bank’s marketing department, where 
the information is categorized by spe
cific area of bank operations and type of 
comment or inquiry. Then, it’s routed 
to the appropriate bank officer for a 
personal answer. Customers’ com
ments and answers to them are tabu
lated and periodically evaluated for 
trends and corrective action taken by 
the appropriate division.

“W e’re Listening” is a two-way 
street. It gives the customer a way to 
ask specific questions directly of the 
bank’s management about a service, 
policy or procedure. The bank officer’s 
response to policy or procedure ques
tions becomes a vehicle through which 
the bank helps its customers under
stand how a bank operates and helps 
customers better use its services.

“We believe our new program will 
be very constructive because it lets us 
see our customer’s view of American 
National,” Mr. Wright said. ••

American Nat'l of Chattanooga Pres. John P. 
Wright is shown with "We're Listening" display, 
bank's own consumer-response program.
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Can benefit from knowing something about Marketing:
The ASSISTANT CASHIER who acts as staff liaison to your advertising agency

The BUSINESS DEVELOPMENT OFFICER who calls on your bank’s top accounts
The VICE PRESIDENT & LOAN OFFICER who spends 20% of his time directing 

your bank’s marketing effort
The BRANCH MANAGER who is responsible for the marketing of your branches’ 

services
The COMMERCIAL LOAN OFFICER who needs a marketing plan for defining your 

market and developing new business

DO THEM A FAVOR. TELL THEM ABOUT BMA’S

ESSENTIALS OF BANK MARKETING COURSE
This intensive, one-week program  covering the basic princ ip les of m arketing 
may be jus t what they need.

APRIL 3-7 
TEMPLE UNIVERSITY- 
Chestnut Hill Conference 
Centers

MAY 27-JUNE1 NOVEMBER 27-DECEMBER 1
UNIVERSITY OF COLORADO UNIVERSITY OF HOUSTON-
(BOULDER) Continuing Education

Center

For additional information Call Debbie Hoover collect at (312) 782-1442

t a

BANK M ARKETING ASSO CIATIO N
309 W EST W A S H IN G TO N  STREET /  C H IC A G O , ILL IN O IS  60606
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Keep ’Em Sold Through Follow-Up
By JOHN R. GINSLER
President
Financial Training Resources 
Glen Ellyn, III.

H EY SU R E LO V ED  ME 
A  during the romancing period — 

but, oh, how quickly they forgot me 
after the marriage!” This is a not un
common criticism directed by many 
bank custom ers toward lack of 
follow-up attention by the banker who 
solicited and obtained their banking 
relationships. As such, it’s a major 
cause of customer turnover.

Establishing lasting and profitable 
customer relationships is governed not 
only by how well you sell a customer to 
begin with, but, equally important, 
what you do to keep him sold through a 
crucial dimension of professional sell
ing called follow -up.

As discussed in previous articles, 
professional selling is concerned with 
communicating a “promise of need- 
satisfaction” to your customers. If  the 
promise is sufficiently relevant, attrac
tive and believable, it will motivate 
your customers to initiate a relation
ship or to employ a particular service. 
While a promise of need-satisfaction 
will cause a customer to act or buy, it 
won’t keep him sold. Lasting relation
ships depend on your ability to deliver 
on your promises —  which is the es
sence of follow-up.

Properly executed, follow-up makes 
these important contributions to your 
customer relationships:

• It ensures proper implementation 
of what you’ve sold, both from the 
standpoint of what you must do and 
what the customer must do to produce 
promised need-satisfaction.

• It enhances and strengthens your 
continuing credibility and the credi
bility of the bank in your customers’ 
eyes. In the final analysis, the cus
tomer judges the value of his bank re
lationship not by what you promise, 
but by what you deliver.

• It enables you to stay on top of 
changing customer conditions and re
lated needs, so that you can tailor and 
tune what you’ve sold to changing re-
12

quirements. Customer needs are sel
dom static. Only as you stay on top of 
the dynamics of change through 
follow-up, can you deliver satisfaction 
that’s compatible with current cus
tomer needs and protect your cus
tomer relationships against your com
petitors’ selling efforts.

• It will motivate customers to rec
ommend you, your services and your 
bank to others as they experience the 
service quality and results that you do 
deliver. Word-of-mouth advertising, 
based on experienced satisfaction, can 
be one of your most productive sources 
of prospect referrals and new business.

"Typically, most 7plus ser
vices7 require no more than a 
few minutes of your time —  a 
modest investment to make in 
loyal and lasting customer re
lationships."

Keeping your custom ers sold 
through follow-up involves the per
formance of five related activities:

1. Perform  as prom ised  in executing 
action details involved in implement
ing services you’ve sold.

2. Monitor results to determine if 
your customers are realizing promised 
need-satisfaction and what correction 
in performance may be needed.

3. Provide plus service beyond what 
was promised to add extra value to the 
relationship and to cement customer 
loyalty.

4. Turn com plaints into com pli
ments with proper corrective action 
when performance falls short of what 
was promised.

5. Identify and sell additional needs 
to deliver more complete and con
tinuing satisfaction and to develop fully 
banked relationships.

Perform  As Promised. Details in

volved in implementing action on a 
particular service will vary with the 
nature of the service and how far 
you’ve progressed in your selling 
strategy. Typically, however, you’ll be 
concerned with implementing such 
details as analyzing financial state
ments to provide a tailored financ
ing proposal, conducting a cash- 
management study to tailor a lock-box 
arrangement to a customer’s needs, ar
ranging a meeting with a trust officer to 
develop an improved investment pro
gram or estate plan, converting a 
payroll procedure to use of direct de
posit, setting up phone transfer to im
plement business savings and checking 
accounts, installing a credit-card sys
tem for a merchant, etc. Only as such 
details are performed as promised can 
your customers realize the satisfaction 
that prompted their action on what 
you’ve proposed.

Performing as promised on details 
involved in implementing what you’ve 
sold involves consideration of the fol
lowing:

1. Keep prom ises within the limits o f  
your capacity to perform . Some sales
people operate on the premise of 
“promise them anything to get the 
business,” whether or not they’re ca
pable of producing on their promises. 
The fallacy of such reasoning is that it 
produces exaggerated expectations 
and results in eventual customer dis
appointment, dissatisfaction and turn
over. The key to lasting satisfaction is 
to play it honestly and conservatively 
by keeping what you propose to do 
well within the limits of what you know 
you can do. For example, if you’ve 
agreed to get back to a customer with a 
financing proposal within a specified 
time, allow several days leeway for the 
unanticipated so you can deliver as 
promised.

2. Summarize prom ised action im
mediately a fter  each  call. It’s easy to 
forget or overlook important details of
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HARIAND :

MA KG THE 
RIGHT IMPRESSION 

ON NEW

CROSS-SEI 1  W ITH CLASS

1 r 1 > I  r  1 Wui i 1 i l  à ~  J  i l i  1 1 b I  J
i M i ' T : K  i H t : 11 . . 4 J i J  J m

A SYSTEM WORKING FOR YOU
You'll score points w ith  your 
new customers when you w e l
come them w ith  Horland's 
new account starter set pro
gram. And your new accounts

people can get righ t to the 
selling point w ith  our sw ift 
system —each kit includes 
tw o dup lica ting -paper order 
form s and a deposit ticket

w ith  a dup lica ting  deposi
tor's copy. Ask for Harland's 
New Account Starter Set Ac
tion Pack and take a look at 
our good points.

H A R IA N D
John H. Harland Co., Check Printers, Box 105250, Atlanta, Ga. 30348, (404) 981-9460

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



a 5-character 
message center! 
Words change or 
travel. With time 
and temperature.

Now even the smaller financial institu
tions can afford a message center display 
fo r a d v e rtis in g  or p u b lic  se rv ice . 
Daktronics Venus 500 has 32 columns of 
lamps with seven 15-watt bulbs per column 
for displaying 18” high characters. Flash 
on as many as 16 words of five letters, or 
less, plus time and temperature or run a 
traveling message of up to 16 words of up 
to 16 characters each. (The word “ Con
gratulations” is shown traveling in the 
photo.) Plus time and temperature

Messages are programmed from a 
desktop keyboard console that lets you 
see the message on the screen before it 
appears at the message center.

At far less investment than our standard 
10-character display.

z>
DAKTRONICS

INC.

Write for literature and prices —
DAKTRONICS, INC.
Box 229-L Brookings, SD 57006 
Telephone 605/692-6145

what you’ve promised unless, im
mediately after each call, you make a 
written summary oiw hat  is to be done, 
how  it’s to be done, when  it’s to be 
done and who is responsible for doing 
it. This enables you to control and 
check progress on what is performed 
compared to what you’ve promised, so 
corrective action can be applied as 
needed.

3. Communicate prom ised perform 
ance to backup personnel. Because of 
the practical limits of time and diver
sity of services you sell, you frequently 
must look to others to perform on the 
promises you make, be it a credit 
analyst, trust officer, customer service 
representative, teller, etc. Unfortu
nately, here’s where a gap often will 
occur between what you promise and 
the performance that your backup 
people deliver. The primary cause is 
lack of clear and specific communica
tion.

To bridge the gap between what you 
promise and what your backup people 
perform, there are several things you 
can do:

• Know what your backup people 
are capable of doing, so you don’t 
promise more than they can deliver. 
Another cause of exaggerated promises 
is innocent ignorance of performance 
capacity. Only as you know what your 
backup people can do will you be able 
to communicate promises to your cus
tomers they can live with.

• Put instructions to your backup 
people in writing. While visualization 
of instructions'will not eliminate com
munication errors, it does provide im
proved control and mutual under
standing over the what, how, when 
and who of promised performance.

• Specify precisely how  promised 
action is to be implemented. When 
this is left to the backup person’s 
imagination, he’ll do what he feels is 
best — which may bear no re 
semblance to what you promised.

• Indicate why action is to be im
plemented in a particular way. Only 
when the backup person understands 
the reasoning behind promised action 
will he give it the priority attention or 
quality performance promised to your 
customers.

Monitor Results. Effective follow-up 
is concerned with making sure your 
customers achieve the need-satis
faction that was promised when you 
sold them. Consequently, a second 
element of follow-up is to monitor re
sults or level of satisfaction being 
realized by your customers to deter
mine what improvements or corrective 
action, if any, may be needed.

This assures customers of your de

sire to deliver and maintain quality 
service. It also permits you to adjust 
and fine tune application of a service to 
changing conditions to ensure con
tinuing satisfaction and to identify new 
customer needs that may call for ad
ditional services.

There are several ways to monitor 
performance results:

1. The personal follow -up call is the 
most effective way to monitor results 
because it enables you to determine 
firsthand the quality of service the cus
tomer is receiving and results he’s 
achieving. As a result, you can im
mediately identify where and how cor
rective action is necessary to bring 
performance up to what was promised 
and to implement necessary improve
ments on the spot. While the personal 
follow-up call is the most effective way 
to monitor results, it does have one 
serious drawback — the time it takes.

"Effective follow-up is con
cerned with making sure your 
customers achieve the need- 
satisfaction that was promised 
when you sold them."

2. The telephone follow -up  provides 
a practical method of overcoming the 
time limitations of personal follow-up 
since it enables you to multiply your
self in checking with your customers 
on the quality of service they’re re
ceiving, results they’re experiencing 
and any complaints they may have. 
While somewhat less personalized 
than the face-to-face call, the phone 
contact is an effective way to monitor 
results, since follow-up is more con
cerned with maintaining satisfaction 
than it is with changing thinking or 
practices. For specific ideas on how to 
use the telephone in keeping custom
ers sold, the Bell System has prepared 
an excellent series of self-study guides 
called “Phone Power.” You can obtain 
a set by contacting your local Bell mar
keting or business representative.

3. Bank records  such as the account 
analysis report provide another means 
of measuring results versus what was 
promised.

Provide Plus Service. A third impor
tant element in keeping customers 
sold through follow-up is providing 
“plus service” beyond what you prom
ised when initiating the relationship. 
By “plus service” is meant the extra 
things that are done for a customer 
above and beyond the normal call of 
duty. Plus service is not necessary to 
get a customer’s business initially, but 
enables him to derive maximum and 

(Continued on page 90)
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BANKING'S SHOWROOM This m ay look like the place
bankers get together with their customers, an area well-designed for that purpose 
and furnished tastefully. Actually, it's a place we at A rrow  Business Services get 
together with our customers. This is part of our 16,000 square feet of custom show
room  and there's 25,000 square feet of active inventory right behind it. You see, as an 
affiliate of Memphis Bank & Trust we uniquely understand the needs of bankers. 
Our Design Department caters to those needs. Furniture. Decor pieces and acces
sories. People and paper flow systems.
Even supplies. We'd like to get together S S S S R I P P O M / ^  
with you and discuss your needs. When m /C ESIN C
you call, you 11 find us more than reason
able and very understanding.

an affiliate of M em phis Bank & Trust 
3 0 5 0  M illbranch •  Memphis, Tennessee 38116  

901 /345 -9861
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B a n k  In v e s tm e n ts

Bond Insurance Guarantees Payment

WHEN Proposition 13 was ap
proved by California voters last 

June, many investors began to wonder 
how future state tax reforms would af
fect their municipal bond holdings. 
Many current bond issues are funded 
in large part by the type of property tax 
Californians voted to deny.

This situation has led many investors 
to investigate the advantages of insur
ing their municipal bond portfolios.

Municipal bond insurance guaran
tees the timely payment of principal 
and in terest on m unicipal bonds 
should they default. It’s used by indi
viduals and institutions who manage 
municipal bond mutual funds and 
sponsor tax-exempt trusts.

The primary appeal of the insurance 
is twofold: It increases security and al-

lows investors to buy higher-yielding 
bonds.

According to M GIC Indem nity 
Corp., Milwaukee, if an investor ag
gressively follows this approach, he 
usually can recoup the cost of the in
surance premium and increase the net 
yield from his holdings. For example, 
backed by insurance, an investor could 
buy BBB or A rated bonds, rather than 
the higher rated AA or AAA bonds. As 
a result, he could increase the interest 
he receives by as much as 1%. This 
would amount to $1,000 on a $100,000 
investment. The insurance premium 
would cost $250 or less, leaving a net 
gain of $750.

Before an investor can pursue this 
strategy, however, he must have a 
portfolio containing at least $50,000

par value of insurable bonds. MGIC 
Indemnity, which provides this ser
vice free of charge, evaluates the in
surability of municipal bonds in 
portfolios.

For the individual who does not 
wish to invest $50,000 in municipal 
bonds, but who would like to earn tax- 
exempt income from insured securi
ties, there are alternatives, says MGIC 
Indemnity. He can buy shares in an 
insured mutual fund or units in an in
sured investment trust, the portfolios 
of which are invested in municipal 
bonds. The major difference is that the 
fund is open-end and can grow in size, 
but a trust cannot. In either case, the 
investment permits individuals to earn 
tax-exempt income via pooled invest
ments, insured as to payment. • •

Credit Scoring
(Continued fro m  page 8)

exclude some of the validating factors 
of many of the credit-scoring systems 
due to prohibitions contained in Reg
ulation B. This “Alice in Wonderland” 
dilemma creates a situation in which 
valid statistical applications that have 
proved themselves in practice had to 
be abandoned and less reliable systems 
adopted.

This dilemma forces management to 
ask itself if it wishes to buy a legal suit 
from the Justice Department and be 
confronted with soaring legal fees and 
the time and effort of top management 
necessary to mount an objection to a 
Justice Department suit. The sad fact 
is that, in more than a few instances, 
organizations are abandoning their 
valid credit-scoring systems because 
they believe their use will expose them 
to the contingent liabilities of expen
sive suits charging lending discrimina
tion.

At the heart of the issue is the “ef
fects” test. As applied in discrimina
tion cases, this test holds that it’s pos
sible to discriminate against individu
als covered under the Equal Credit

Opportunity Act even though that isn’t 
the intent of the lender’s action.

Sometimes it’s less controversial to 
examine a sensitive topic such as this 
by showing that discrimination can 
work both ways. For example: Do we 
discriminate against women in using 
their life expectancy as a criterion? If a 
life insurance policy is written on a 
woman at the same premium as a 
similarly aged man, the woman could 
be discriminated against in terms of 
the premium.

However, if a woman is applying for 
an annuity based on the same premium 
as a similarly aged man, the reverse 
occurs. That is, the woman will be re
ceiving an advantage over the man be
cause mortality rates show women live 
longer than men.

To state that this type of reasoning 
shouldn’t be considered in credit 
scoring a long-term real estate mort
gage loan application involving credit 
life insurance ignores the realities of 
the basic statistics of society.

Bankers appear to be abandoning 
good and valuable techniques, such as 
credit scoring, because of fear of 
Justice Department suits. They are 
electing to take a step backward in 
technology to avoid regulatory ha
rassment.

The solution may begin with the 
realization that individual banks can’t 
afford to engage in the statistical jus
tification of the validation of a scoring 
technique. Even major financial in
stitution trade associations probably 
don’t have the time, effort, manpower 
or inclination to take on a thankless 
task that involves adverse publicity 
and much public misunderstanding.

However, an effort can and should 
be made to commission a nonpartisan 
study of the inconsistencies found in 
regulations such as “B .” Framers of 
these regulations, in their desire for 
social justice, force lenders to dis
criminate against truth. The law of 
large numbers shows there are signifi
cant statistical differences among men 
and women, young and old. It also tells 
us that to ignore these differences is to 
make less-reliable decisions that must 
affect the bottom lines of our financial 
institutions’ statement of condition.

• Aetna Business C redit, Inc. 
Michael A. Eberhardt has been ap
pointed financial sales officer of the 
firm’s corporate money center in East 
Hartford, Conn. He will be responsi
ble for commercial paper sales and will 
assist in Midwest bank relations.
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1. United Missouri 
Bond Department.
2. United Missouri 
Employee Benefit 
Department.
3. United Missouri 
Personal Trust Depart
ment. 4. United Missouri 
Investment Counsel 
Service.

Surprised? You 
might be. But, a lot 
of investors aren’t. They know that 
in investment management United 
Missouri is extraordinary, even for 
a large bank. And, many of these 
investors know why.

At United Missouri, each invest
ment department operates much 
like an independent investment firm. 
Responsible for its own success, in
vestments, and profits.

That is one reason why the 
United Missouri Bond Department 
ranks in the top 100 out of thou
sands of banks and other financial 
and investment houses who deal in

general obligation, tax- 
exempt bonds and 

government securities. 
But, it is far from 
the only reason. 

Our Bond De
partment carefully 

evaluates the 
credit worthiness 
of the bonds we 

sell. We don’t 
just sell it and 

forget it. We continually re-evaluate 
bond credits.

Last year we participated in 
nearly half of the municipal general 
obligation bonds offered at public 
sale in Missouri and Kansas. We 
have to know what we’re doing.

And we know that sol id, consistent 
performance takes quality research. 
So, we have superior research staffs.

The end result is careful and 
complete portfolio management.

Need any type of investment 
management counsel? Quick, call 
United Missouri!

name 
four top 

investment 
firms in 

the midwest.

h i
UNITED MISSOURI BANK OF KANSAS CITY, N.A.

U n ite d  w e g ro w . T b g e th e r.
10th and Grand, Kansas City, Mo. 64141 Telephone (816) 556-7000

Member FDIC
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W a s h in g to n  W ir e

Significant Banking Bills Before Congress

WH ILE the complex of issues that 
make up the Fed question was 

the preeminent concern for bankers as 
the 96th Congress convened to begin 
its work last month, that question was 
only part of a substantial banking 
legislative and regulatory agenda on 
the national level for the coming two 
years.

Significant banking bills, including 
several having to do with the Fed 
issue, were among the several 
thousand measures introduced during 
the opening days of the Congress. As 
with past congresses, the cycle of con
gressional action this year will encom
pass a large number of bills, but the 
number of legislative proposals under 
active consideration will continue to 
shrink as the key issues become more 
clearly defined.

"Recent surveys suggest that 
the public is increasingly com
ing to believe that the time has 
come to reverse the decades- 
long trend toward increasing 
government interference in and 
over-regulation of the business 
community."

Beyond the Fed question, a series of 
other banking issues is emerging.

An Administration study of the 
McFadden Act and branching by fi
nancial institutions was mandated by 
the International Banking Act, which 
Congress enacted into law last year. 
Due later this year, that study could 
prompt new legislative initiatives 
having to do with financial institutions’ 
branching powers.

While it has not yet become clear 
w hether legislation on branching 
would receive significant support in 
Congress, the matter clearly is one 
bankers should monitor carefully.

A separate study by the Treasury 
Department of interest-rate ceilings

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

18

currently imposed on financial institu
tions is thought to be nearing comple
tion. That study also could lead to in
troduction of new bills, giving bankers 
an opportunity to renew their drive for 
an end to the current quarter-point 
interest-rate discrimination against 
banks and bank customers. In the last 
Congress, the ABA sponsored a bill 
that would have ended such interest- 
rate discrimination against bank savers 
on all types and classes of savings de
posits. At the time, that proposal was 
linked to extension of NOW accounts 
nationwide for all types of financial in
stitutions. Whether such a linkage of 
issues will continue to exist is an open 
question at present, but it’s certain 
that bankers and the ABA will continue 
to push for abolition of the interest-rate 
differential.

Efforts are being renewed to build 
momentum for legislation allowing 
banks to underwrite all types of reve
nue bonds issued by state and local 
governm ents. The ABA has long 
sought such legislation on the grounds 
it would increase com petition for 
revenue-bond-underwriting business, 
thereby reducing state and local gov
ernments’ interest costs. Leadership of 
the House Financial Institutions Su
pervision Subcommittee has indicated 
hearings would be held on such legisla
tion early this year.

Truth-in-Lending. A major legisla
tive priority — simplification and im
provement of the Truth-in-Lending 
Act —  also is expected to receive early 
attention in the 96th Congress. In 
addition to exempting agricultural 
loans from disclosure and paperwork 
provisions of that law, the ABA is 
seeking, among other things, to limit 
material disclosures (omission of which 
could result in civil liability) to items 
such as: rescission rights in closed-end 
and open-end credit, amount fi
nanced, dollar finance charge, annual 
percentage rate, total of payments and 
schedule of payments.

In the last Congress, legislation that 
would have taken major steps towards 
simplifying the Truth-in-Lending Act 
was approved by the Senate, but did 
not achieve passage in the House.

R estru ctu rin g  R eg u la to rs . I t ’s 
widely expected that perennial efforts 
to restructure the federal banking reg
ulatory agencies, or even to combine 
them into a single “super-agency,” will 
be revived this year. Whether such 
legislation would generate any sub
stantial support cannot be judged at 
present. In the past, the ABA and the 
agencies have successfully opposed 
sweeping proposals for change in this 
area, but attitudes of current regu
lators toward such change are not 
known.

Paperw ork Tangle. The outlook in 
Washington is encouraging for.un
raveling at least some of the tangle of 
federal regulations and paperwork that 
has built up over the years. While all 
three federal banking agencies have 
initiated the process of reviewing their

"It's widely expected that 
perennial efforts to restructure 
the federal banking regulatory 
agencies . . . will be revived 
this year. Whether such legis
lation would generate any 
substantial support cannot be 
judged at present."

regulations with the goal of simplifying 
the rules themselves and cutting back 
as much as possible on paperwork re
quirements, the most hopeful such 
program is one recently proposed by 
the FDIC.

The FD IC  plans to require that all 
future proposed regulations be accom
panied by staff reports on alternative 
approaches to, anticipated costs and 
benefits of and estimates of record
keeping or reporting requirements 
under the proposed rules. In addition, 
all existing FD IC  rules will be sub
jected to the same analysis if the plan is 
adopted.

The ABA has written to the FD IC 
expressing its strong support of such a 
program or rigorous cost-benefit 
analysis of its present and future regu- 

(Continued on page 28)
MID-CONTINENT BANKER for February, 19 7 9

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



A lot of futures 
depend on our 
farsightedness.

Over the past eleven years, 
we've acquired an impressive 
reputation as farsighted in
vestment bankers.

We've made timely deci
sions based on our view of the 
future. And we've taken some 
historical steps to insure long- 
range service for our clients.

For example, we hired a 
former federal FmHA admin
istrator to manage our Gov
ernment- Guaranteed Loan 
Department.

We instituted intensive 
educational programs for all 
sales representatives, combin
ing classroom training with 
on-the-scene experience.

Plus we've spent a lot 
of time—as well as money 
and effort—performing for 
thousands of banks, S&Ls, 
credit unions and institutional 
investors.

Our sales staff has kept 
long hours— nine hours a day, 
five days a week. Thanks to 
their experience and dedica
tion, they've been able to 
make quick and well- 
documented decisions 
on the trading floor.

At any given time, we've 
been active in municipals, 
Ginnie Maes, SB As, FmHAs 
and Freddie Macs. We still are. 
In fact, we're one of the active 
market makers in government 
and municipal securities.

As you can see, our past 
record of achievement is a 
good reason to trust your in
vestments to Hibbard & 
O'Connor.

We've got our eyes on 
your future.

t t f
HIBBARD, O'CONNOR & 

WEEKS, INC.
1300 Main Street

H ouston, Texas 77002 
(713)651-1111

Subsidiary Companies:
Hibbard & O'Connor Government 

Securities, Inc.
Hibbard & O'Connor Municipal 

Securities, Inc. (MemberS.I.P.C.)
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R e g u la to r y  N e w s

Early-Withdrawal Penalties 
Lightened on Certain Types 
Of Time Deposits by Fed

The penalty has been lightened for 
early withdrawal of certain types of 
time deposits at Fed-member banks. 
The Board of Governors said this ac
tion was taken to benefit particularly 
time deposits in long-term individual 
retirement accounts (IRAs) and Keogh 
Plan retirement accounts, thus fur
thering the congressional aim of pro
moting retirement savings.

At the same time, the board adopted 
an interpretation of Regulation Q, 
permitting withdrawal without penalty 
of interest earned on time deposits at 
member banks.

This latter action would affect two 
types of time deposits:

Time deposit open account (TDOA), 
which is a type of deposit that may 
provide for subsequent deposits to the 
account that may be viewed either as (1) 
resetting the maturity of the entire 
amount on deposit or (2) as having a 
separate and distinct maturity (equal to 
the same maturity as the original de
posit).

Notice accounts, which are accounts 
that don’t have a specified maturity, 
but require the depositor to give notice 
(for instance, 90 days) of intent to with
draw all or part of the account.

The revised penalty rule requires 
that in the case of early withdrawal at a 
member bank from:

A notice account, that the minimum 
penalty apply on the amount with
drawn for a period of time no greater 
than the required notice period.

A TDOA, that the penalty on the 
amount withdrawn apply only to the 
length of the maturity period specified 
for the original deposit. The original 
maturity period for IRA and Keogh ac
counts must be at least three years if 
minimum interest is to be paid on such 
accounts.

The Reg Q interpretation adopted 
by the FRB provides that: A member 
bank may permit a depositor to with
draw interest earned on a time CD at 
any time before maturity without pen
alty, irrespective of the basis on which 
the member bank compounds or cred
its the interest to the depositor’s ac
count. Previously, member banks had 
been advised that interest became part 
of the underlying principal deposit
20

and, thus, was subject to Reg Q 
early-withdrawal-penalty requ ire
ments when that interest was credited 
or posted to the depositor’s account.

Revised Income Reports 
For Small Banks Announced 
By Regulatory Agencies

The FD IC  has adopted reports of 
conditions and income for use by small 
state nonmember banks that will re
duce the number of reported items by 
more than 40%. Small banks are de
fined as those with assets of $100 mil
lion or less and no foreign branches. 
About 8,400 (95%) of insured state 
nonmember banks are in this category.

The revised report forms also have 
been adopted by the Comptroller and 
the Fed for small banks within their 
respective jurisdictions. The forms 
were made available for the year-end 
1978 call for financial data.

Forms adopted by all three agencies 
include the following revisions:

Elimination of numerous specific 
items from separate reporting, par
ticularly in details as to loans and de
posits.

Reduction of the frequency in re
porting whole sections and certain 
items in the income report from semi
annually to annually.

Addition of items for reporting on 
negotiable orders of withdrawal 
(NOW) accounts, automatic transfer 
accounts and money market CDs. 
(These items also have been added to 
the standard report forms.) „

Besides these revisions, the report 
forms have a new schedule that re
quests data necessary primarily for the 
regulatory agencies’ bank-monitoring 
systems.

Barksdale and Berry Reappointed 
To Federal Advisory Council

Clarence C. Barksdale, chairman 
and CEO, First National, St. Louis, 
and James D. Berry, chairman and 
CEO, Republic of Texas Corp., Dallas, 
have been reappointed to the Federal 
Advisory Council. Mr. Barksdale rep
resents the Eighth Federal Reserve 
District (St. Louis), and Mr. Berry 
represents the 11th (Dallas). Both 
originally were appointed to the coun
cil last year.

The council meets in Washington, 
D. C., at least four times a year and

BERRY BARKSDALE

confers with the Fed’s Board of Gover
nors on economic and banking mat
ters. It makes recommendations re
garding Federal Reserve System ac
tivities.

Mr. Barksdale also is chairman and 
C E O , F irst Union B ancorp ., St. 
Louis-based parent HC of First Na
tional.

SBA Development-Firm Loans 
To Be Checked by Congress

A congressional committee is being 
urged to investigate the Small Busi
ness Administration’s activities in 
loans to development companies in the 
upcoming session..

The urging came from Ike Skelton 
(D.,Mo.) and was prompted by con
cern with “bureaucrats who tend to 
exceed their authority in issuing regu
lations beyond the intent of the laws 
under which they operate,” according 
to Mr. Skelton.

The response came from a charge 
that the SBA has deprived Missouri 
firms of long-term credit authorized 
under Section 502 of the Small Busi
ness Investment Act. The section au
thorizes the SBA to make long-term 
loans to development companies to 
provide land, bipldings and equip
ment to small firms that are not other
wise able to secure such assets.

Jerry Stegall, executive vice presi
dent, First Missouri Development F i
nance Corp., Jefferson City, said that 
recent proposals by the SBA will re
strict the program to not-for-profit de
velopment companies that are funded 
under federal grants.

First Missouri Development F i
nance Corp. was formed 10 years ago 
with less than $500,000 in capital. It 
has authorized more than $20 million 
in term loans for Missouri business, 
creating and retaining more than 5,000 
jobs. The corporation operates on a 
$11,000 per month budget with 37 
loans outstanding and authorizations 
for 16 more loans. Since the first of this 
year, more than 140 firms seeking in 
excess of $36 million have contacted 
the agency and 24 loans exceeding $5 
million have been authorized this year.
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W hen Does a Rur of 
Aces Beat a Rill House?

W hen you deal w ith  Fourth National's C orrespondent Bankers.

Fourth strives fo r quality, not quantity . Gary Dobson and 
Tom Kellogg represent 20 years o f banking experience. They 
have the au thority  to  be accurate. They give you answers fast.

So you d o n 't have to  rem em ber an army o f names. 
All it takes is tw o.

And it just takes one phone call. (918) 587-9171.
Call Fourth National. Tulsa, O klahom a. M em ber F.D.I C. 

The Bank fo r Banking Entrepreneurs.
Digitized for FRASER 
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Speeding C ustom er Id en tification

A POSITIVE, quick way of iden
tifying bank customers is being 

introduced by Mosler, Hamilton, O. 
Called Mosler Identikey®, the system 
speeds up transaction tim e by 
eliminating multiple identification re
quirements that have annoyed cus
tomers in the past. A Mosler spokes
man says this system will help cut the 
rising rate of forgeries, especially at 
drive-ins.

Identikey works like this: Custom
ers select their own Personal Identifi
cation Codes (PICs), which can be any 
number or name, or a combination of 
both, and which may be any length and 
known only by that customer. When 
cashing a check or making a with
drawal, the customer gives the teller 
his or her passbook or card and enters 
the PIC on the Identikey customer 
key-pad at the drive-in or teller sta
tion. (The keypad has a pushbutton ar
rangement similar to a telephone.) The 
teller, without seeing the PIC, enters 
the last four digits of the customer’s 
account number into a keyboard. The 
Identikey system combines those two 
numbers to produce a third number 
displayed on the teller’s LED  display. 
Then, the teller compares that number 
to the customer’s passbook/card or the 
computer file for positive, split-second 
identification.

Customers’ personal codes cannot 
be derived from their account num-

Identikey push-button PIC pad results in quick 
customer identification at drive-in window.

bers by a formula or computer. Con
sequently, the system cannot be com
promised, according to Mosler offi
cials.

Identikey eliminates signature-card 
reference files, microfiche file ex
pense, inter-branch telephone calls 
and officer approvals, speeding trans
actions and keeping both the customer 
and employee satisfied.

The drive-in M osler Identikey 
Model 6250M has been developed for 
use with M osler’s window and 
pneumatic remote-transaction system 
Models Pneu-Vista® 800, Trans-Vista® 
II and Trans-Vista III.

Also, the system has a teller model

PORTABLE UNITS

TEMPORARY
BANKING
FACILITIES
FOR SALE 
OR LEASE

5' x 8' — 8' x 20' —  12' x 40' —  14' x 7 0 '—  28' x 70'
AVAILABLE THROUGHOUT THE MID-CONTINENT AREA

MPA SYSTEMS 4120 RIO BRAVO 
EL PASO, TEXAS 79902 

(915) 542-1345

and a portable unit available for use at a 
new accounts desk. The latter may be 
used to pre-identify customers in line 
and may be shared among personnel.

Identikey, now serving millions of 
bank customers, has proved to be se
cure, cost effective and easy to use, 
according to the firm. • •

This Identikey push-button PIC pad is mounted 
on pneumatic drive-in customer unit.

LEFT: Tellerline Identikey Model 6047 utilizes 
both customer PIC pad and teller key-pad in 
same unit. RIGHT: Remote-teller-line Identikey 
can be used at teller window. Customer's PIC 
pad is separated from unit by six-foot data 
cable.
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Accessibility to Capital is Fundamental to 
Our Economic and Social System.

Associates and banks have been wotting 
together to provide business with secured lending 
participation programs for over 60 years.
With Associates, you are assured of retaining 
your customers relationship while helping 
them grow. When you have the opportunity 
to think about secured lending, call Associates. 
We listen. We understand. We respond.

Associates Commercial Corporation

■ 55 East Monroe Street 
Chicago, Illinois 60603 
(312)781-5800

Associates Commercial Corporation is a 
subsidiary of Associates Corporation of 

©North America, a Gulf + Western Company.
Digitized for FRASER 
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A g r ic u ltu ra l N e w s

Bankers Meet Farmers’ Credit Needs
GRICU LTU RA L bankers con
tinue to meet the growing credit 

needs of their farm customers, sup
plying nearly one-third of the nation’s 
total farm debt of approximately $114 
billion, ABA figures show.

The ABA’s agricultural credit survey 
for mid-year 1978 indicates that this 
achievement requires increasing effort 
on the part of country-bank manage
ment to secure funds and to finance 
large and complex farm businesses.

Loan-deposit ratios of agricultural 
banks are at an all-time high and will 
increase, the survey shows. Bankers 
report the highest number of instances 
since 1974 where the demand for funds 
exceeds available funds. The largest 
gains occurred for general operating 
and machinery loans, with smaller in
creases for storage, livestock and real 
estate loans.

The ABA survey was sent to banks

that have a large amount of loan vol
ume with farmers. To be included in 
the survey, a bank under $10 million in 
deposits had to have farm loans equal 
to 10% or more of its deposits; 5% or 
more for banks with $10-50 million in 
deposits, and 1% or more for banks 
with more than $50 million in deposits.

Some 1,350 responding bankers in
dicate that while loan funds available 
are decreasing, farm credit-worthiness 
is improving. Bankers indicate that 
improved farm prices and incomes ap
pear to have more than offset the ef
fects of tighter credit.

More than three-fifths of those sur
veyed report that they expect deposits 
of farm families to increase between 
mid-1978 and the middle of 1979.

Other survey results include the 
following:

• Nearly three-fourths of the bank
ers report increases in farm-loan vol

ume between mid-1977 and mid-1978. 
More than 70% expect the dollar vol
ume of farm loans to increase by mid- 
1979.

• Bankers report two to one that the 
quality of their farm loans improved 
from 1977.

• Farm loan interest rates, after 
being relatively stable for several 
years, increased about V2 % between 
mid-1977 and mid-1978. About half 
the respondents expect farm loan 
interest rates to increase.

• In all regions of the country, more 
bankers expect loan demand to exceed 
available funds rather than to have a 
surplus of funds in mid-1979.

• More than 90% of all respondents 
indicate that farmers in their areas are 
receiving adequate credit from all 
sources.

• Bankers estimate that they will 
have to discontinue financing about 2% 
of current farm borrowers because of 
“poor farm management.”

• Bankers estimate farm land values 
increased about 8% between mid-1977 
and mid-1978 and project a slower rate 
of increase by mid-1979. More than 
60% indicate that sales to foreigners 
had almost no impact in their trade 
areas, or that they could not determine 
the impact. Only 14% surveyed know 
of farm-land purchases by foreigners.

• More than 40% report increases in 
volume of credit provided by mer
chants, dealers and others for pur
chases of machinery, fertilizer, feed, 
petroleum and other operating ex
penses. • •

First of Dallas Promotes 14

First National, Dallas, elected 14 
vice presidents. New vice presidents 
are Gaines P. Alexander and Charles 
R. Harb ison, custom er services; 
Robert C. Ammons, personnel; David 
A. Barrows, London branch; Robert 
M. Cramer, First International Ser
vices Corp.; Carol A. Denton, execu
tive; Thomas D. Frayer, Timothy R. 
High and M. Andrew Noel, metro- 
plex; John S. Frodsham, Americas; 
Gary D. Good, commercial finance; 
John H. Heberle and David Trinder, 
financial administration; and Gerard 
Roussel, Paris branch.

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

UNION BaiUK&TRUST GO.
60 Commerce St., Montgomery, Alabama 
Alabama’s Largest Independent Bank

24 MID-CONTINENT BANKER for February, 1 9 7 9

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



our corresponding
in person.

H. O. Peet, Jan e Hylton, Jim  M cKenzie, B. J. H all 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  M cKenzie and Jan e Hylton, Executive 

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

fp  Liberty National Bank
Louisville, Kentucky
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O p e r a t io n s

Tips for Better Time Management

TIM E. No one has enough of it, yet 
everyone has all there is. Whether 

life proves fruitful or frustrating ulti
mately depends on how we manage 
our time.

W hether planning your lifelong 
goals or trying to finish an important 
project by next week, a few essentials 
of time management can benefit us all, 
regardless of occupation or job level. 
As a matter of fact, time management is 
considered such an integral part of 
jo b  effectiveness that Southwest 
Bancshares, Inc., Houston, will de
vote an entire course and handbook to 
it as part of the managerial-devel
opment program.

Experts agree that the first step to
ward successful time management is to 
get control. You should be the master 
of how your time is spent, not the prey 
to the whims and demands of others. 
Supervisors should respect an em
ployee’s attempt to manage his time 
effectively and be willing to help by 
setting priorities and deadlines.

The telephone is a gadget 
that once was considered an 
enormous time-saver, but has 
become a time-waster. Mini
mize the chitchat and get to the 
point of the call.

The major time “thieves” seem to be 
just about the same for all business 
people. By learning to reduce the 
amount of time wasted each day and 
setting goals and priorities, you should 
make better use of your work time. 
Listed below are some tips to help you 
get started.

• Telephone calls. A gadget once 
considered an enormous time-saver 
has become a time-waster. If you don’t 
have anyone to answer and screen 
calls, you can take the call, but 
minimize the chitchat and wait politely 
for the caller to get to the point of the 
call. Another telephone time-waster is 
the call-back message. Rather than 
rushing to the phone to return each call 
one at a time, save all return calls for
Editors Note: This article is reprinted with 
permission from  The Teller, published by 
Southwest Bancshares, Inc., Houston.
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one regular time period (except in ob
vious crisis situations when a phone 
call must be made to complete busi
ness). When making a call, plan what 
you must accomplish and organize 
your thoughts before  lifting the re
ceiver. Keep note pad and pencil next 
to the phone. When calling someone 
notably long-winded, do so just before 
lunch or quitting time.

• Visitors: Of course, in a service- 
oriented business like banking, acces
sibility to customers and the public is 
important. If, however, your assigned 
job responsibilities do not require you 
to be accessible to the public, un
scheduled drop-in visitors can mean 
unnecessary interruptions. I f  you have 
an office, you can always close the 
door. I f  not, continue working and 
don’t look up every time someone 
walks by. If  someone drops by to chat, 
let him/her know you have only a few 
minutes before you must return to a 
project. Keep standing during the 
visit, or retain your work posture. Re
clining in your chair says that you have 
all the time in the world.

• Meetings: If you are in charge of 
organizing one, prepare an agenda and 
distribute it in advance. The agenda 
should state the purpose of the meet
ing, who should attend and what is 
hoped to be accomplished. (A good 
way to establish the purpose is to ask 
yourself, “What should be different 
after the meeting?”) Set a time limit, 
also communicated in the agenda, and 
don’t wait for latecomers. After the 
meeting, send a follow-up summary of 
conclusions, assignments made, those 
responsible for carrying them out and 
target dates for their completion. If 
you are called to a meeting, prepare 
your thoughts in advance, keeping in 
mind why you were invited and what 
you may be expected to contribute. 
Keep your remarks relevant to the es
tablished goals of the meeting.

• Paperw ork: Reading material, re
ports, informational data, memos, cor
respondence. How can we keep from 
being buried? Probably the best solu
tion for most paperwork is to make 
quick decisions about it. Handle corre
spondence only once —  the first time 
you pick it up. If  you receive similar 
requests over and over, draft form let

ters. If you perceive that something is 
completely irrelevant to your work and 
can’t think of anyone who might use it, 
throw it away! File space is costly. Dis
continue materials that never prove 
useful. Take reading material home 
and go through a few pieces a night 
with the evening paper. Or, carve out a 
few extra minutes for reading while 
commuting, traveling, waiting for an 
appointment or just before work be
gins in the morning. Read selectively, 
and read headlines first to determine if 
you need the details provided in the 
story.

• Fighting Fires: The only people 
successful at this are firemen. Yet, 
many workers find themselves spend
ing great amounts of time solving situa
tions that weren’t approached cor
rectly in the first place. One way to 
avoid “fighting fires” is to plan care
fully. But over-planning can be as 
hazardous as the lack of it. Recognize 
that human errors and machine break
downs will occur and allow a certain

Learn to plan your time. In
itially, this may seem to be a 
time-waster, but remember 
that this planning time is an 
investment in future efficiency 
and effectiveness.

percentage of each day for the unex
pected, based on the level of control 
you have over your job  responsi
bilities. Then, after a crisis has been 
solved, review the situation. What 
caused it? Could any of the conditions 
be expected to occur again? What steps 
might be taken to prevent a similar 
crisis?

• Procrastination/indecision: These 
two thieves are sly time-wasters and 
can be hard to pinpoint. Remember, 
whenever you put off a job, you’re 
wasting the time it takes to think about 
it and put it aside, and you’re risking its 
becoming a crisis later. Many people 
procrastinate because they are 
paralyzed by the fear of not doing 
something perfectly. Recognize that 
although we strive to do our best, mis
takes will be made from time to time. 
Consider them part of the learning
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Why choose between 
security and high yield?

Security or high yields for your 
municipals. Conventional wisdom says 
you must take your choice. And fiduciary 
responsibility demands that you put safety 
before yield.

But now you can get both. By insuring 
your portfo lio  w ith  a Municipal Bond 
Portfolio Protection Policy from  M G  1C 
Indemnity Corporation. O ur policy 
guarantees timely payment o f a bond's 
interest and principal, w ith  no interruption 
of cash flow. So your bonds are 100% 
secure from  default due to  tax revolts, 
crumbling tax bases, urban crises, or any 
other cause.

And there are bottom  line benefits too. 
W ith our insurance as your guarantee, you 
can safely move into lower rated bonds 
than prudence would normally permit. 
These bonds could increase your yield by 
as much as one hundred basis points. The 
annual cost o f coverage is low, usually less 
than 20 basis points. So you come out way 
ahead even after you deduct the cost of 
premiums (tax deductible fo r corporations).

To get complete details, mail the 
coupon or call MGIC today toll-free 
800-558-9900, ext. 6899.

If you send us a list of your bank's 
present holdings, we'll let you know which 
ones are insurable. There's no charge or 
obligation. And to  aid you in asset 
management, we can also tell you if an 
issue is insurable before you buy it.

M G IC  Indemnity Corporation mc2
Municipal Bond Insurance Dept.
M G IC  Plaza, P.O. Box 488 
Milwaukee, W I 53201
□  Enclosed is a list of my bonds. Please let me 

know if they are insurable.
□  Please send me information on portfolio 

insurance of municipal bonds.

N am e _________________________________
Bank__________________________________
Address_______________________________
C ity________ State___________ Zip________
Telephone_____________________________

MGIC
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process. Don’t be overwhelmed by the 
forbidding magnitude of a project. 
Force yourself to take that first step 
toward it, and it will get your mo
mentum going.

Plan your time to accomplish your 
goals and responsibilities.

Finally, better time management 
involves learning to plan your time. 
While initially it may seem that plan
ning itself is a time-waster, keep in 
mind that this time is an investment in 
future efficiency and effectiveness.

The time-planning process has sev
eral steps:

1. Set the objectives or goals you 
wish to accomplish.

2. Set priorities and timetables for 
attaining the objectives. Obviously, 
not all objectives will be of equal im
portance; so you, either on your own or 
with your supervisor, must decide 
which will be tackled first.

3. Plan the action and the time re
quired to accomplish each objective.

4. Review the results.
You may want to go through this 

procedure for all the projects you hope 
to accomplish in a year, and then re
duce it into quarters and months. 
Then, try planning the work you must 
accomplish each day. Experts suggest 
that at the end of each day, you fill out a

list of things to be done the following 
day, again including some “dead” time 
or time for the unexpected. After each 
day, review your plan. Did it work? If 
things went wrong, why? If several 
days of frustrated plans go by, check to 
see if time thieves may be lurking 
about, or consider that perhaps you are 
setting unrealistic expectations and 
should allow more time for the more 
complex tasks. Don’t give up if set
backs occur! Keep at it and you should 
find yourself more organized, more 
productive, more relaxed.

It’s trite but true —  time is like 
money: It can be spent, or it can be 
invested. • •

BAI Membership Post Goes 
To Gary J. Blanchard

PARK R ID G E, ILL. — Gary J. 
Blanchard has been elected vice presi
dent and director of membership and 
chapter services division, Bank Ad
ministration Institute.

As part of his new responsibilities, 
Mr. Blanchard works with the BAI dis
trict directors council in analyzing the 
institute’s chapter network. He said 
results will lead to restructured system 
of programming, communications and 
banker activities.

Mr. Blanchard, who joined the same 
BAI division last year as an assistant 
director, succeeds Sam F. DiCara, 
who has been named senior adviser- 
membership programs.

Before joining the BAI, Mr. Blan
chard was a vice president in opera
tions, Howard Bank, Burlington, Vt. 
H e is a former president of the BAI’s 
Vermont Chapter.

Mr. DiCara, who has been with the 
BAI for more than 26 years, will be 
assessing special problems and pro
grams relating to member services.

Banking Bills
(Continued fro m  page 18)

lations. The FD IC ’s action is seen as a 
move toward regulation by policy 
rather than by prescription or pro
scription. In many instances, it will be 
possible for the agency to set goals in 
its regulations —  goals that banks will 
adopt in their management policies 
and that can be enforced through the 
bank-examination mechanism.

“Policy regulation” could be both 
more effective and less costly than the 
traditional regulatory approach with its 
volumes of inordinately complex reg
ulations and tons of documents banks 
must produce to satisfy current re
porting requirements (and that, as 
often as not, finally serve no useful 
purpose).

In some cases, detailed, lengthy 
regulations in the traditional mold may 
be necessary to assure certainty of 
compliance. But in many cases, past 
overuse of excessively complex regu
lations and highly costly compliance or 
reporting procedures has produced 
severe misallocation of bank resources 
solely for the compliance effort, as well 
as needless litigation to resolve 
hairsplitting uncertainties. Worse, the 
current complexity and length of con
sumer disclosures often has engen
dered little more than widespread 
confusion.

Recent surveys suggest that the 
public increasingly is coming to be
lieve that the time has come to reverse 
the decades-long trend toward in
creasing government interference in 
and over-regulation of the business 
community. Where the evidence war
rants it, the public is willing to see 
unnecessary federal regulatory and 
paperwork requirements rolled back.

In this encouraging environment, 
the ABA has made its long-term battle 
against the tide of federal paperwork 
and regulatory complexity a top prior
ity for the coming year. • •

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.

woolsey
W V fiC O M P A N Y ''

INCO RPORATED

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

SÏPC
1401 First National Center East, Oklahoma City 405/239-7123 

1503 Philtower, Tulsa 918/584-5213 
Associate Member, Oklahoma Bankers Association

28 MID-CONTINENT BANKER for February, 1 9 7 9

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



First C ity believed in us.
Now our best custom er is even better.”
At First Gty National Bank of Houston, we 
loiow the value of a good customer.

That’s why we offer correspondent 
banking services to financial institutions 
throughout the Southwest. Services that 
help you help your customers.

At First City National, we believe
in you.

If your customers need to borrow 
amounts that exceed your legal lending 
limits, talk to us. We’re the largest bank 
in Houston and the lead bank in a 
financial institution with over $6 billion 
in assets.

With our international connections, 
we can extend your financing capabilities

to almost any place in the world.
And if you need corporate trust 

services, we can perform them efficiently 
and economically.

When you need correspondent 
banking services, work with a bank that 
offers strength. First Gty National. We 
believe in helping good customers.

■ ■ ■ .

Member FDIC

FIRST
CITY
NATIONAL 
R A N K

\\ë believe in you.
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Handling Employee Terminations
By LIPMAN  G. FELD, B.S., J.D.
Kansas City

NOT LONG AGO, the termination 
procedure for a nonunion em

ployee and his or her employer was 
share and share alike. Neither party 
had an obligation to the other. “You 
can quit without notice; so I can fire 
you without notice.”

The sign of termination often was 
nothing more than a pink slip attached 
to the last paycheck, greeted by the 
recipient with sobs, indifference or 
thoughts of revenge. A former bank 
officer could contact 10 of his old em-

What can a bank do about a 
"b lackm ailin g " employee? 
That is, one who knows too 
much about what's going on at 
the bank and threatens to "tell 
all" if the bank doesn't pay him 
a certain amount? Fortunately, 
there are corporate black- 
m ail/extortion statutes that 
carry both civil and criminal 
liab ilities for the alleged  
blackmailer.

ployer’s best customers and comment 
that their line of credit was being re- 
evaluated, but that he could save them 
money at his new connection. The 
former boss slyly could say, “Watch 
out for that fellow” in such a tone of 
voice that a prospective employer 
would suspect the ex-employee of 
having committed nonprovable em
bezzlement or of being a “dangerous 
troublemaker.”

Now the situation has changed sig
nificantly. Although the employer’s 
position has weakened, he’s not com
pletely without protection from acts of 
significant em ployees having a 
fiduciary capacity. Suppose Amos Sly, 
a significant vice president or member 
of the board of Fifth National, ap
proaches 25 of this bank’s best custom
ers and informs them he’s quitting

Fifth National and going to work as 
president of the Bank of North Subur
ban (fictitious name), where he will get 
these good customers lines of credit a 
half percent to their advantage. Also, 
the sly one displays a comparison chart 
of trust department services giving a 
decidedly competitive advantage to 
the new bank he proposes to head.

What can Fifth National do? This 
institution has a good chance for a suc
cessful lawsuit not only against Amos 
Sly personally, but against the Bank of 
North Suburban, based on the doc
trine of fiduciary responsibility, the 
obligation of a bank officer or director 
(an insider with responsibility and not 
merely one who bears a title for public 
relations).

Suppose the bank fires an overag- 
gressive employee, Mr. Bold, who 
knows too much about business mat
ters the bank would best leave unmen
tioned? Mr. Bold says, “I want $50,000 
or else.” This is not a situation where 
the bank’s operations completely lack 
virtue. It’s a cloudy situation where 
there can be an interpretation two 
ways on the facts. “Pay or I will tell,” 
says Mr. Bold.

There are corporate blackmail or ex
tortion statutes carrying both civil and 
crim inal liab ilities for Mr. Bold. 
Blackmail or extortion statutes can pro
tect a bank from trouble from a Mr. 
Bold, whether the bank is guilty of evil 
deeds, possibly guilty or innocent.

Of course the bank always has had 
the theoretical right to recover funds 
from an embezzling employee or the 
person who makes fictitious loans and 
pockets most of the proceeds. In most 
instances, the employee is bonded.

Whether the bank recovers depends 
on the circumstances. In some in
stances, it will appear futile to spend 
time, effort and legal fees where the 
black deeds cannot really be proved or 
where threats and guile of the embez
zler’s lawyer put caution in the mind of 
the bank officials whose funds have 
been pilfered.

Bonding companies come up with

surprising defenses. “The fictitious 
debtors are not fictitious. They are real 
live people who are completely judg
ment proof. ” “Your proof is inadequate 
to recover on your bond. I want this 
and I want that and I want something 
else.” Is the bank going to spend six 
months in expensive time to prove a 
$30,000 claim with a $10,000 deduct
ible? Does the bank want to spend the 
same effort in preparing a foolproof 
case for the grand jury when the mis
deed consists of hundreds of partial

The co ld -b looded , non- 
communicative pink slip has 
given way to the post
term ination interview. The 
bank can learn many things 
about its operation from a dis
cussion with a departing em
ployee. For instance, was there 
lack of rapport with his super
visor? Could the departing em
ployee be used elsewhere in the 
bank?

payments filched in consumer loans? 
Off the record, a claims officer of one of 
the nation’s largest bonding companies 
proudly told me, “You would be sur
prised what I get away with.” She 
meant she was avoiding suits by the 
insured against her bonding company 
for proof requirements beyond the 
capacity of the financial institution to 
produce.

Of course, not all financial officials 
lack courage. People do go to jail for 
embezzlement. Reimbursement oc
curs in many cases. Poor old people 
sell their homes to pay off the bank 
from whom their child has stolen or 
embezzled money.

The mechanics of employee termi
nation appear to be changing from the 
cold-blooded, noncommunicative pink 

(Continued on page 92)
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• Bank Building Corp. H. Bernhard 
Engel, senior vice president, has been 
appointed to the board and Leighton 
E. M cCorm ick has jo ined  Bank 
Building Corp.’s St. Louis headquar
ters as assistant communications di
rector-financial market. Mr. McCor
mick will be responsible for develop
ing internal communications pro
grams, assisting BBC’s eight financial 
divisions with communications pro
grams and providing convention guid
ance. Previously, he was public rela
tions supervisor for Southwestern Bell 
in Little Rock, and a marketing pro
gram director for Maritz, Inc., Fenton, 
Mo.

ENGEL McCORMICK

• Rand McNally. Edward C. (Ted) 
McNally and David A. Brown have 
been elected vice presidents of the 
bank publications division and finan-

New
Products

and
Services

• Harland Co. The check-printing 
company has a leather checkbook 
cover, which can be monogrammed on 
a solid brass plate with customer’s in
itials. The covers are available as clutch 
purses and include an ID  window, 
credit card and pen holders, currency

Corporate
News

Roundup

cial systems division, respectively, 
Rand McNally & Co., Chicago. Mr. 
McNally, who succeeds retiring di
visional vice president Richard B. 
MacCarthy, joined the firm in 1971 
and was named general manager, 
RandCard division, in 1974. Mr. 
Brown joined the firm in 1978 as finan
cial systems general manager. For
merly, he was sales development man
ager, Burroughs Corp., Rochester, 
N. Y.

• Hibbard, O’Connor & Weeks. Rick 
E . Pierson has been elected senior vice 
president/general sales manager, and 
W illiam A. Turner, senior vice 
president/sales, Hibbard, O’Connor & 
Weeks, Houston. Other newly elected 
vice presidents include Karen B. 
Turns and Andrew R. Moran, sales; 
Albert J. Johnson, training director; 
D. Ann Orr, compliance department; 
John A. Swinnea Jr., manager SBA/ 
FmHA department; and Davis Wet- 
more, trader. Peter W. Badger and Sol

Kirschner were elected assistant vice 
presidents/sales.

• Heitner Corp. William M. Wil
cox, formerly vice president, St. Louis 
office, Harris Trust, Chicago, has 
joined the Heitner Corp., also in St. 
Louis, as vice president/general obli
gation municipal bond department. 
Mr. Wilcox began his career in 1961 
with St. Louis’ Mercantile Trust and 
went to Harris Trust in 1965.

WALKER WILCOX

• Stifel, Nicolaus & Co. George H. 
Walker III has been elected president 
and CEO of the Midwest regional in
vestment firm, which has its home of
fice in St. Louis. George A. Newton, 
chairman, will continue in his post. 
Mr. Walker is a former executive vice 
president. Before joining the firm in 
1976, he was senior vice president and 
director of White Weld, Inc.

compartment, coin purse and snap clo
sure. Write: John H. Harland Co., 
P. O. Box 105250, Atlanta, GA 30348.

• Actron. High-intensity drive-in 
signs specifying lanes for commercial 
transactions are available from Actron.

COMMERCIAL
According to the manufacturer, the 
signs can be read in bright sunlight. 
The case is available in brushed stain
less steel or dark bronze finishes. 
W rite: Actron, 810 East Crabtree 
Drive, Arlington Heights, IL  60004.

• Diebold. A new software package 
makes it possible to provide a compati
ble operational environment. A 9510 
controller can interconnect with TABS 
910 systems to utilize the same host 
applications software. The new pack
age enables institutions now using 
Docutel machines to integrate them 
into on-line networks rather than write 
off the units or the host software and

build the network from scratch. Write: 
Diebold, Inc., Public Relations De
partment, Canton, OH 44711.

• LeFebure. A cash-handling bro
chure featuring unusual teller-counter 
layouts now is available from LeFeb
ure. There are photos of actual installa
tions of counter designs arranged in 
straight line, with returns and U- 
shaped. Write: LeFebure, P. O. Box 
2028, Cedar Rapids, IA 52406.
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Our
Correspondent 
Bankers have 
one important 
asset in common.

Left to Right: Sam Hayes, Charles Rice and Marc Tower.

The authority to make decisions.
That’s what you’ll find when you talk to the men in our 
Correspondent Banking Department.
They’re experienced professionals trained in the science of 
making quick, accurate decisions on their own. Day-to-day 
decisions which affect futures . . .  in agri-business, oil and 
gas, petrochemicals, international business, and trust and 
management assistance.
You can’t afford to wait for advice or an answer. When you 
need it, you need it now. And we’re the authority. Call 
Charles Rice, department manager, 588-6254.

BANK OF 
OKLAHOMA
P.O. Box 2 3 0 0 /Tulsa, OK. 74192

Our Capabilities Expand Yours
Marvin Bray Bill Hellen Larry Koch Tom Quillin
588-6619 588-6620 588-6000 588-6334
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In  Face o f  Predicte

How Can Banks 
In Their Install

By ROSEMAR

I N STALLM EN T LEN D IN G  de
partments always have been con

sidered profit centers for banks. How
ever, with an economic downturn 
being forecast for 1979, these depart
ments —  because of the nature of their 
business —  could prove to be less 
profitable than in previous years. So, 
what can banks do to improve income 
and reduce expenses? A survey of 
banks around Mid-Continent 
Banker’s 13-state area shows that, 
generally, they are:

• Exercising tighter credit controls.
• Intensifying collection efforts.
• Using combined forms (although 

the unending stream of amendments 
and changes in regulations makes this 
difficult).

• Training installment lending per
sonnel, especially in the area of con
sumer regulations, through seminars, 
meetings, one-to-one conferences.

• Reducing delinquency notices by 
eliminating the five-day notice and 
sending only the 10-day notice, thus 
cutting postage and printing costs.

• Automating installment-lending 
operations wherever and whenever 
possible.

• Reducing number of employees in 
the department through automation, 
combining duties, doing away with 
some jobs.

• Having top management and 
other upper-echelon personnel main
tain greater supervision than formerly 
over the installment loan department. 
34

Specifically, here is what some 
banks are doing in the installment
lending area:

Third National, Nashville (James R. 
Sartor Jr., senior vice president) — 
The bank is monitoring its salary- 
budget increases closely, concentrat
ing more on telephone collections to 
cut down the cost and related expenses 
of outside collections, making a new 
effort throughout its direct-loan pro
gram to automatically debit a cus
tomer’s account for his monthly pay
ment and has turned to another com
pany, which does all follow-up work on 
insurance policies needed in connec
tion with secured loans. This latter has 
resulted in a reduction of the bank’s 
staff and, in management’s opinion, a 
cost savings.

All affected customer forms have 
been revised within the last few years 
to conform to various consumer regu
lations. In fact, the bank recently put 
together a joint form for installment 
loans combining into it the note, chat
tel and Truth-in-Lending disclosure. 
This has saved time for branch person
nel.

The in-house legal staff conducts 
meetings for lending personnel to keep 
them current on all the regulations. 
The bank also supervises and monitors 
lending personnel more closely than it 
did formerly.

Third National has set a goal of 
eliminating small loans that are un
profitable and those loans that cause a

large percentage of losses. In addition, 
a retail loan com m ittee has been 
formed to approve small business loans 
and to supervise all retail loans. The 
bank also is working harder in the col
lection area by accelerating its first 
collection effort.

* * *
U nited  M issou ri, K an sas C ity  

(Robert W. Sears, senior vice presi
dent) —  This bank is one of those that 
has eliminated a first notice, which 
used to be sent some five days after a 
due date. This was done in response to 
the rising cost of postage, and the bank 
reports, happily, the move has not 
been accompanied by an increase in 
delinquency ratios.

For some years, United Missouri 
operated with two full-time credit 
people. When one of them resigned, 
the replacement was a part-time high 
school student, who, according to the 
bank, is performing these duties satis
factorily, and there have been no com
plaints from other credit grantors 
about the slightly curtailed service. A 
credit-investigation person who re
signed was not replaced because 
new-loan volume has decreased, and, 
with short-term rates at their present 
levels, the bank isn’t aggressively 
seeking new installment loans.

United Missouri conducts many 
training sessions on Regs B and Z and 
the Fair Credit Reporting Act for all 
employees, including loan officers, 
credit investigators, credit reference
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Economic Downturn

educe Costs, Boost Profits 
nt Lending Departments?
cKELVEY • Editor

clerks, collectors and even tellers. The 
guide for these sessions primarily is the 
ABA’s C onsum er-C om pliance Man
ual. Also, because of these regulations, 
the bank has revised practically every 
form used by its installment loan de
partment.

United Missouri has been con
cerned for some months about the vol
ume of consumer debt and the possi
bility of layoffs caused by a downturn in 
the economy. With that in mind, the 
bank has tightened up in approving 
new loan applications. Its outstandings 
have increased about 40% the past 
year, with most of this boost coming 
from indirect auto paper. The bank has 
hired an additional collector to help in 
this area, contacting delinquent ac
counts earlier and resolving problem 
accounts sooner. The bank also has ar
ranged with a local garage for inside 
storage of repossessed cars, and this 
has eliminated theft and vandalism 
problems and has enabled the bank to 
keep these cars cleaner than if they had 
to sit outside, and thus the vehicles are 
more attractive to potential buyers.

* * *
First Security National, Lexington, 

Ky. (Stephen W. Johnson, vice presi
dent) —  The bank believes a major 
consideration in controlling costs is to 
know what they are. It has a relatively 
sophisticated profit-planning system 
under which income and expenses are 
projected. This gives the bank the op
portunity to know what each expense

is, determine what the fixed costs will 
be and budget the variables.

First Security’s philosophy is to in
volve its officers in efforts to control 
expenses in their respective areas of 
responsibility because if a number of 
persons are aware of expenses, the 
overall department is more successful 
in controlling them.

Because of the many regulations, 
the bank points out, employee training 
is complex. Generally, First Security 
has key management personnel attend 
applicable national or regional semi
nars. In addition, it holds internal 
seminars, which cover the new regu
lations, their impact and the bank’s 
policy. Then, additions to or revisions 
of the bank’s w ritten policy/doc- 
umentation manual are made. These 
manuals are updated continually and 
put in the hands, of loan officers and 
secretaries.

First Security believes it’s important 
to educate and train collectors, and so 
each of its collectors has been to a col
lection seminar. The officer in charge 
of that area also has been to a seminar 
and is scheduled to attend the same 
banking schools as do loan officers. 
Additionally, the officer in charge has 
met with the collection staff, explained 
1979 predictions and stressed the im
portance of delinquency control. The 
bank says its reporting system will 
allow early recognition of any adverse 
trends so that prompt action can be 
taken as needed.

Besides all the above, First Security 
has stressed the importance of eval
uating income versus debt in general 
discussions and meetings with install
ment officers. While the bank has not 
revised its credit policy, it does look 
closely at sizable consumer obligations 
and sources of funds for liquidating 
such debt. Finally, it says, an accept
able credit history is a prerequisite to 
granting a loan.

* * >!«

First National, Fort W orth (Tom F. 
Turner, senior vice president) —  New 
and more efficient systems are being 
devised at this bank to hold down 
operating costs. Specifically, the bank 
is trying to take advantage of more au
tomation and less manpower. First Na
tional is studying the possibility of ob
taining new equipment that will re
place people in the production end of 
the personal loan department. Steps 
also are being taken to see whether 
unnecessary procedures can be spot
ted and eliminated.

As is the case with many banks, First 
National has conducted in-house 
seminars for its loan personnel to help 
them understand and comply with 
Regs B and Z.

Although the bank believes the Fort 
Worth-Dallas trade area has a healthy 
economy and should keep it under 
normal recessionary circumstances, 
First National is becoming more selec
tive than formerly in buying third-
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60-M onth Auto Loans? This Bank 
Tells How They Can Be Profitable

8 RICES of 1979 cars are increasing continually, with no end in 
sight. Of course, 1980 models will not offer any relief from this 
price spiral. So, what can banks do to help consumers buy these 

expensive vehicles, and, at the same time, keep their installment 
lending departments profitable? Some banks have gone to 48-month 
auto loans, and 60-month loans are beginning to appear. In fact, one 
bank — Kanawha Valley Bank, Charleston, W. Va. — has been 
offering 60-month car loans since October, 1971, and, says Senior 
Vice President James L. Whytsell, the bank’s experience has been 
excellent.

What has this bank done to produce a successful 60-month-auto
loan program? Here’s what Mr. Whytsell says:

“ I . All prudent criteria, such as income to debts, past repayment 
habits, etc., are used, of course. The only other restriction is that we 
will not go beyond 36 months for those vehicles used by traveling 
salesmen because these cars would have an excessive amount of 
mileage and for vehicles used for business purposes.

“2. We have three distinct categories of borrowers and relate our 
down-payment requirements to them: (a) Those borrowers who have 
been employed less than three years on the same job and who are not 
home owners. Our maximum advance to this group is 85% of net cost, 
(b) Those borrowers who either  have been on their jobs three or more 
years or are  home owners. In these cases, we advance a maximum of 
90% of a car’s net cost, (c) Those borrowers who have been on their 
jobs three or more years with their present employers and  are home 
owners. On this class, we advance a maximum of 100% of a car’s net 
cost.

“3. Extended terms apply only to new automobiles. Our interest 
rate charged for each term is as follows: (a) 12-36 months —  11% 
annual percentage rate, (b) 37-48 months — 11V2% annual percentage 
rate, (c) 49-60 months —  12% annual percentage rate.

“4. We require all borrowers for new autos to maintain collision 
and comprehensive insurance as well as liability coverage. We allow 
an individual to choose his own company, but verify coverage on new 
borrowers or those with whom we may have had some problems in 
the past. Credit life and accident/sickness insurance are available to 
borrowers for an additional cost. Although it’s optional, we do try to 
sell this coverage.

“5. Our standards are set for direct loans only because we don’t 
have any indirect loans.’’

“6. We continually monitor our delinquencies and losses on all loan 
categories. When we went into this program in 1971, we decided to 
monitor it closely and have done so. Our experience has been that 
both delinquencies and losses have been under those losses on 
conventional-term new auto loans. We believe this is attributable to 
criteria built into the extended-term policies.

“7. On the contrary, we feel the credit risks in the program are 
better than normal.

“8. It’s been our experience that there’s been little reaction from 
our consumer loan customers to the additional interest for this 
additional term. The customer seems concerned about his monthly 
payment. The extended term provides our consumer customers with 
an opportunity to choose a payment that fits more readily into their 
budgets.

“9. For any bank considering going to extended-term auto loans, 
we believe the best advice is to build in set criteria that distinguish 
your different types of borrowers. If you have good, solid credit risks, 
your exposure really isn’t much more even with extended terms.’’

party (dealer) paper. Other than that, 
the bank is taking the usual steps in 
trying to make sound loans.

* * *
A lbuquerque National (Charles L. 

Jansen, vice president) — This bank 
has made an effort to encourage put
ting new installment loans on auto
matic charges to checking accounts in
stead of using payment coupons so as to 
reduce printing and postage costs.

Also, for a trial period, the bank is 
eliminating the five-day past-due no
tice to see if it has any effect on past- 
due collections. This also could reduce 
printing and postage costs. In another 
effort to cut down on postage, all mail 
leaving the installment loan depart
ment is pre-sorted by zip codes.

Over the past IV2 years, Albuquer
que National’s attorneys have re
viewed all consumer forms, and this is 
a continuing effort. In fact, no form is 
reordered without checking with the 
attorneys to see whether a change is 
needed.

The bank’s compliance officer has 
conducted workshops and seminars for 
its loan officers. A similar workshop 
was given by a member of the national 
bank examining staff for the bank’s loan 
personnel, correspondent banks and 
holding company banks.

Albuquerque National has not gone 
to the extended maturity on auto loans 
or mobile homes and, because of this, 
has cut back on its dealer line. The 
bank requires 25% down payments on 
these loans.

* * *
Pioneer Bank, St. Louis (Richard 

Benack, assistant vice president) —- 
This bank has cut costs through effi
cient training of new employees and 
periodic retraining of the present staff 
to minimize errors in performing 
time-consuming tasks, such as pre
paring loan documents. Another way 
it’s reducing costs is through more effi
cient use of storage space, including a 
periodic housecleaning to rid areas of 
unneeded items and to just plain reor
ganize.

Pioneer Bank is improving effi
ciency by cross training; that is, train
ing employees so that they can move 
around to fill vacancies created by ill
ness, vacation, retirement or termina
tion. The bank also makes maximum 
utilization of computer-generated re
ports and other output in lieu of manu
ally prepared items.

Because the bank believes most 
collection accounts become losses be
cause of incomplete loan applications, 
it makes sure that each such applica
tion is as complete as possible at the 

(Continued on page 58)
MID-CONTINENT BANKER for February, 197936

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



Installment Lenders Can Look Forward 
To Healthy, Active Year in 1 9 7 9

N STA LLM EN T L E N D E R S can 
look forward to a healthy and active 

year in 1979. Consumer debt is ex
pected to reach a new record-high 
level by the end of the year, but proba
bly won’t grow at the same swift pace of 
1978.

Interest rates are going to remain 
high and may edge even higher as the 
year progresses. Part of this rise is at
tributable directly to inflation and in
creased costs of doing business. On the 
other hand, increased costs for goods 
and services during the year will move 
the average loan size higher.

Installment lenders are learning 
about the inflation psychology that’s 
sweeping the country. Continued 
growth of inflation over the years has 
conditioned consumers in such a way 
that they’re more inclined to accept 
higher rates. The residential loan area 
is a good example.

In 1978, demand for residential-loan 
funds remained strong despite rising 
mortgage-loan interest rates. Even at 
10%, demand for residential loans is 
strong, and we at Continental are call
ing for a fairly good year in terms of 
new housing starts during 1979. Cur
rent projections list 1.738 million new 
houses for construction during 1979, 
compared with 1.986 million recorded 
during 1978.

P ro jected  auto sales also show 
promise. We are projecting sales of 
10.7 million cars during 1979, down 
only slightly from the 11.3 million sold 
during 1978.

Car sales during the year will ac
count for 35% to 40% of the installment 
loan business. Projected car sales also 
indicate a rather strong retail sales 
year.

Coupled with heavy consumer vol
ume is the dual-income household, a 
relatively new economic phenomenon 
that the installment loan industry has 
yet to fully understand. One thing 
that’s becoming clear is the realization 
that a number of installm ent loan 
standards no longer are valid. The tra
ditional one-fourth-of-income rule for 
determining a borrower’s ability to 
repay a mortgage is a good example.

According to the rule, a person 
earning $12,000 a year should allocate 
up to $3,000 or one-fourth of his in-

By JAMES A. MATTHEWS 
Vice President/ 

Consumer Lending 
Continental Illinois 

National Bank 
& Trust Co. 

Chicago

come for housing expenses. The re
maining $9,000 is discretionary in
come, which today is considered very 
little, especially if a person is support
ing a spouse and two children. But let’s 
assume the spouse goes to work and 
earns another $12,000. The couple 
easily can afford to increase its monthly 
housing payment from $250 to $500. 
What really is significant, however, is 
the increase in the amount of the 
couple’s discretionary income — from 
$9,000 to $18,000.

The dual-income household controls 
more discretionary income than ever 
before, which in turn should produce a 
corresponding amount of installment 
loan business.

Although 15% of dual and individual 
income is being used to repay install
ment loan debt, it’s not an excessive 
figure. In fact, the figure probably can 
go higher than postwar repayment 
levels of 13%% to 15 % because of the 
monumental rise in the amount of dis
cretionary income. In the postwar 
years, most consumers managed to

meet repayment obligations without 
the aid of dual incomes.

The single-incom e consumer in 
1979 will not be as fortunate, however, 
as his postwar counterpart. Further 
rises in the cost of living during 1979 
will force the single-income individual 
to postpone or cancel nonnecessity 
purchases. Emergency-necessity pur
chases will require individuals to seek 
installment loans in many cases.

The financial plight of the fixed- 
income individual will be intensified 
during the year as incomes fall further 
behind in the race against inflation. 
For the installment lender, this situa
tion should be disturbing because the 
fixed-income individual is disappear
ing from the consumer market in 
greater numbers each year. In turn, 
this removes this person from the in
stallment loan market.

Installment loan delinquencies are 
on the rise, but credit losses are not.

Ten years ago, all banks in the coun
try reported an annual delinquency 
rate that averaged 1.58%, according to 
a recent ABA report. In 1973, the rate 
average increased to 2.07%. A sharp 
rise came the following year, when the 
rate average recorded was 2.64%, ac
cording to the report. The rate average 
was on the decline through 1977. In 
1978, however, the rate average had 
begun to climb again and was reported 
at 2.38%.

Average bank installm ent-credit 
dollar losses listed as a percentage of 
gross outstandings display a steady de
cline from the .75% posted in 1975 to 
.50% posted in 1977, according to the 
same ABA report. Whether the de
cline will continue or reverse itself will 
not be known until the rapid rise in 
consumer debt slows to the expansion 
level of the 1975 base period.

Meanwhile, it’s important to note 
that installment lenders today are 
more inclined than they were formerly 
to give customers the benefit of the 
doubt where delinquencies are con
cerned. For example, repossessions 
are not carried out as quickly as in 
years* past. The same is true of lenders 
filing complaints with a delinquent 
customer’s employer or in wage-gar
nishment cases.

Installment lenders also are learning
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that today’s consumers are quite so
phisticated and informed about their 
rights. Many consumers know the “ins 
and outs” of avoiding payments for 
long as possible. As far as morality is 
concerned, there’s little change. Those 
consumers who see debt as an obliga
tion meet their obligations. Those who 
do not usually become another entry 
on a lender’s loss report.

Bankruptcies, for the most part, re

main unchanged. However, it’s possi
ble that bankruptcy may become more 
socially acceptable. Consumers will 
continue to view bankruptcy as a last 
resort. They will find that in the short 
term, bankruptcy is easier than re
paying their debts. However, in the 
long term, they will learn that the price 
that must be paid — a severely blem
ished credit record —  is far more dif
ficult to live with.

Installment lenders will be the pri
mary force that sets the standard for 
creating some of the long-lived, harsh 
realizations that bankruptcy promotes 
a continuing hardship.

No matter how socially acceptable 
bankruptcy may become, it still carries 
the stigma of an inability to handle per
sonal finances and should be reviewed 
carefully when consideration to risk is 
made. • •

Reg B’s Proposed Amendments 
Bring Comment From CBA

T HE CONSUMER BANKERS As
sociation has issued two comment 
letters to the Fed’s Board of Gover

nors: one dealing with several pro
posed amendments to Regulation B, 
based on a Federal Trade Commission 
staff petition; the other on Regulation 
Z Official Staff Interpretation FC- 
0155, to which the FTC objected. The 
CBA’s comment letters took issue with 
the FTC positions.

P ro p o sed  R eg B A m en dm en ts. 
These amendments were based on a 
petition to the Board of Governors by 
the FTC staff. The CBA objected prin
cipally to those changes relating to 
credit arrangers and business-credit 
transactions.

The FTC staff proposed that the 
definition of “creditor” be revised to 
include “arrangers of credit,” which 
would encompass those who refer ap
plicants to a source of credit or select 
creditors to whom requests will be 
made.

In its comment letter, the CBA 
pointed out that the definition of credi
tor under Reg B is limited to those who 
participate in a credit decision. “If an 
arranger has sufficient influence to af
fect the outcome,” said the CBA letter, 
“then it would appear to us that the 
arranger already is included under the 
definition of creditor. If the arranger 
does not participate in the credit deci
sion, then the arranger should not be 
included.”

The association also pointed out that 
the amendment would include auto 
dealers and loan brokers who refer ap
plicants to a financial institution to seek 
credit. This inclusion could increase a 
bank’s liability substantially, says the 
CBA, since it probably would have no 
knowledge of Reg B violations commit
ted by a dealer in a direct-loan situa
tion.

The comment letter noted that the 
FTC didn’t present “substantial evi
dence” of any enforcement problems 
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in the credit area, but, rather, its focus 
was on real property housing matters. 
Thus, the CBA recommended that the 
amendment be deferred. However, if 
the board wants to change the defini
tion, the CBA said it should apply only 
to real estate transactions. However, if 
the coverage is broadened, continued 
the CBA, language in the amendment 
should indicate that “no liability will be 
imposed on the creditor unless the 
creditor knew or had reason to know of 
the discriminatory activities of the 
dealer.”

The CBA objected, on numerous 
grounds, to the F T C ’s proposed 
amendment to eliminate the busi
ness-credit exemption for notification

Credit-Life Controversy

On January 31, the Independent 
Bankers Association of America 
(IBAA) filed a brief appealing a fed
eral court’s dismissal late last year of 
its challenge to the Comptroller’s 
credit-life ruling. The latter pro
hibits national bank officers, direc
tors and principal stockholders from 
receiving credit-life-insurance 
commissions.

The Comptroller has 30 days from 
the filing to reply, but can request an 
extension of another 30 days, if he 
wishes. After that, the IBAA has 14 
days to reply to the Comptroller.

Richard W. Peterson, IBAA leg
islative counsel, Washington, D. C., 
warns IBAA members that the con
troversy could go on for another two 
years, and, therefore, they should 
check with their individual bank 
counsels before allowing credit-life 
commissions to be paid their officers, 
directors and stockholders. In addi
tion, the IBAA offers its members a 
model trust agreement — which 
must be tailored to each bank — in 
which income from credit-life sales is 
put in escrow until a final decision is 
handed down by the courts on how 
and to whom it can be paid.

and record keeping in transactions in
volving direct loans under $100,000. 
The comment letter pointed out that 
there was no evidence of abuse pre
sented, and the FTC’s intended pur
pose of “raising consciousness among 
businesswomen and minority business 
owners” could be handled better by 
consumer education.

The CBA argued against the 
$100,000 figure, saying it doesn’t re
late to the degree of business sophisti
cation since many business persons 
maintain loan accounts with several fi
nancial institutions. Also, with regard 
to notification, the informal, “shop
ping” nature of many commercial-loan 
applications makes it difficult to pin
point when an application is made. 
Thus, “a bank would be in jeopardy if 
required to send out, on an automatic 
basis, the notification regarding ad
verse action.”

F C -0155  In te r p r e ta t io n .  In his 
comment letter to the Board of Gover
nors, CBA President Charles F. Pat
terson Jr. (group vice president, Trust 
Co. Bank, Atlanta) supported FC- 
0155, which provided that where dis
closures required by Section 226.8(c) 
of Reg Z (credit sales) are repetitive or 
inapplicable, disclosure of such terms 
may be combined or omitted. His let
ter also responded to major objections 
to the interpretation by the FTC ’s 
credit practices division.

The CBA letter said the FRB clearly 
has the authority —  indeed the re
sponsibility — to resolve uncertainties 
caused by inconsistent judicial in
terpretations of Reg Z’s meaning.

In conclusion, the letter said: “FC- 
0155 is supportive of the purpose of the 
Truth-in-Lending Act, which . . .  is to 
‘assure a meaningful disclosure of 
credit terms so that the consumer will 
be able to compare more readily the 
various credit terms available to him 
and avoid the uninformed use of 
credit. . . .’ ” The CBA pointed out 
that in this day of “information over
load,” consumers are best assisted in 
credit shopping by restricting disclo
sures provided to those that, at the 
very least, relate to the credit transac
tion at issue. • •
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Property-Improvement Loans:

An Important Profit Center for Banks
By R. D. "DICK" BEATTY 

Vice President 
Universal Assurors, Inc.

Omaha

URRENT MORTGAGE RATES 
tend to make a prospective home 

buyer defer purchase and to remodel 
his present home instead. Thus, high 
prime rates can translate into higher 
installment loan profitability if more 
emphasis is placed on higher-yielding 
property-improvement business.

These high mortgage rates are 
among many reasons in today’s lending 
market that indicate that an aggressive 
property-improvement-lending pro
gram can be a profitable part of a bank’s 
installment loan portfolio.

In the past, banks have concentrated 
their installment lending activities in 
the auto-financing area, either on a di
rect or indirect basis. However, the 
sharply increased cost of a new car 
today has tended to limit that product’s 
market base. As a result, many banks 
have found it necessary to examine, 
and usually diversify, their installment 
loan portfolios. One way such diver
sification can be realized is to solic
it home-improvement loans aggres
sively. Many prospect sources are 
open to a bank’s portfolio manager, 
among them his bank’s depositors, 
mortgage loan customers and the un
tapped community at large, which is 
accessible via advertising media.

New bank customers attracted by 
such property-im provem ent m er
chandising are home owners, of 
course, and the cross-selling of other 
bank services —  checking and savings 
accounts, safe deposit boxes, ready- 
reserve accounts —  can be done after 
closing a home-improvement loan. It’s 
this type of customer a bank wants in 
order to increase its deposit base.

Another way to attract this type of

loan customer is by purchasing con
tracts from sound, reputable home- 
improvement contractors in a bank’s 
service area. Remember that financing 
swimming pools, pole barns, tennis 
courts, sprinkler systems, etc., not

The increased cost of a new 
car has tended to limit that 
product's market base, and so 
many banks have found it 
necessary to examine, and 
usually diversify, their install
ment loan portfolios. One way 
to do this is to solicit home- 
improvement loans aggres
sively.

only securely builds a bank’s out
standings, but provides much larger- 
yielding loans than the formerly pre
dominant automobile paper.

Because of the so-called “energy 
cru n ch ,” any energy-related  im 
provements, such as fireplaces, new 
storm windows, insulation, siding, 
roofing, would be logical ideas to in-

Profit-Center Brochure
A new brochure, “An Important 

Profit Center for Your Bank,” ex
plains the advantages of a privately 
insured property-improvement loan 
portfolio. This booklet describes 
several ways a program can be tai
lored specifically for a bank. For 
further information, write: Universal 
Assurors, Inc., 365 North Saddle 
Creek Road, Omaha, NE 68131.

1979

corporate into the property-im 
provement advertising program. By 
concentrating a bank’s advertising 
dollars in this direction, a bank is in
creasing its chances of obtaining those 
significant benefits —  good, new bank 
customers and higher-yielding loans 
— and, indirectly, an improved bank 
image of community service.

Banks that formerly used the FHA 
Title I program also have found that an 
insured property-improvement pro
gram can greatly increase credit-life 
penetration and income. As the vari
ous state insurance departments con
tinue to lower credit-life rates that can 
be charged, the resultant lower com
missions to banks can be increased if 
banks offer these insured property- 
improvement programs. Since most 
property-improvement loans are joint 
husband/wife ventures, protection of 
both family and portfolio is assured 
when joint life protection is offered ap
plicants. It’s a natural for all parties 
concerned.

Consider that a property-im 
provement loan is a much higher- 
yielding loan than most other types of 
loans in a bank’s portfolio; that bank 
customers’ homes increase in value, as 
opposed to automobiles’ decreasing 
value; that a home owner, no doubt, is 
a higher-quality borrower than is a car 
buyer and that home-improvement 
loans can boost a bank’s credit-life 
commissions. Thus, everything points 
to the property-improvement program 
as a means of overcoming market- 
connected discrepancies in the in
stallment loan portfolio so that this 
portfolio becomes a more-than-ever 
important profit center for a bank. • •
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Small Banks Get Help on Reg B 
With Nashville CityBank Seminars

O N SU M ER REG U LA TIO N S 
may be “dirty words” to bankers, 

but they’re here, and they have to be 
followed. In fact, if a bank —  either 
innocently or by design —  doesn’t 
obey these regulations, the U. S. At
torney General could bring civil ac
tion, or an individual or group could 
file a lawsuit. Either way, the bank 
could lose a lot of money and receive 
some bad publicity.

Of particular interest to banks in the 
installment-lending area is the Equal 
Credit Opportunity Act (ECOA), im
plemented by the Fed’s Regulation B, 
which prohibits creditors from dis
criminating against credit applicants:

• Because of race, color, religion, 
national origin, sex, marital status, age 
(provided that the applicant has the 
capacity to enter into a binding con
tract).

• Because all or part of an applicant’s 
incom e derives from any public- 
assistance programs.

• Because an applicant has, in good 
faith, exercised any right under the 
Consum er C redit Protection Act 
(CCPA).

It was under the CCPA, which be
came effective in 1969, that consumer 
regulations came into being. In the en
suing years, five major pieces of legis
lation, including the ECOA, have 
been incorporated into the CCPA.

Of course, no matter how hard a 
bank tries to follow these regulations, 
th ere ’s danger of m isinterpreting 
them. Also, the regulations are being 
amended constantly so that it’s difficult 
to keep in compliance.

Because smaller banks find it dif
ficult to keep themselves current on 
these consumer laws and regulations, a 
number of city correspondent banks 
have held or are holding educational 
seminars to help these banks. Among 
sponsors of such seminars is Nashville 
CityBank, which gives ECOA and 
loan-documentation seminars to its 
correspondents in Tennessee. An 
ECOA seminar also is offered 
Nashville merchants because they, 
too, are required to comply with Reg
ulation B. This seminar is tailored to 
retailers. By the way, Nashville City- 
Bank has obtained several new mer- 
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chant accounts as a result of offering 
these seminars.

All the seminars are under the direc
tion of Arthur M. Willard, assistant 
vice president of the bank.

A set of fact sheets is prepared by the 
bank and distributed to participants of 
each seminar —  one set for bankers, 
the other for retailers. Included are a 
concise definition of Reg B, revised 
forms to help lenders/retailers keep up 
with changes in the regulation and a 
revised financial statement, whose 
purpose also is to keep creditors in 
compliance.

The fact sheets list 55 items for 
bankers and 45 for retailers, and all of 
them are covered in the seminars. For 
instance, they tell which agency ad
ministers the reg, what happens when 
there’s a violation and what the pen- 
alties/liabilities are. Under the latter 
for banks, Nashville CityBank says 
punitive damages to an individual are 
limited to $10,000, and class actions 
are limited to 1% of a bank’s net worth 
or $500,000, whichever is less. If  ei
ther is awarded, costs and/or attorney’s 
fees also are awarded.

In addition, the sheets cover the 
meaning of “adverse action” (“any re
fusal to grant credit or where we condi
tion the application, and the applicant 
turns us down”); “to discriminate” (“to

Arthur M. W illard, a .v .p ., Nashville 
CityBank, conducts Equal Credit Opportu
nity Act and loan-documentation seminars 
described in accompanying article.

MID-'

treat one applicant less favorably than 
other applicants”); “elderly” (“age 62 
or older”); and “unmarried” (“single, 
divorced and widowed”). In connec
tion with this, the seminar emphasizes 
that marital status is to be discussed 
only in terms of married, unmarried or 
separated.

Both sets of fact sheets and seminars 
tell creditors what information they 
may or may not request of applicants. 
Here are some “no nos”:

“You may not request an applicant’s 
marital status if the application is for 
individual unsecured credit.”

“A creditor shall not inquire 
whether any income is derived from 
alimony, child support or separate 
maintenance unless the applicant de
sires that this income be considered on 
the application.”

“A creditor shall not inquire as to the 
sex of an applicant.”

“A creditor shall not inquire as to the 
applicant’s intent, control or capability 
of child bearing.” But inquiry may be 
made as to present dependents.

“A creditor shall not inquire as to 
race, color, national origin or religion.” 
Inquiry may be made as to permanent 
address or immigration status regard
ing rights and remedies in repayment.

“A creditor shall not prohibit an ap
plicant from using a maiden name or 
surname.”

“A creditor shall not require the sig
nature of an applicant’s spouse or other 
person if the applicant qualifies for the 
amount and terms requested:

“A. Unless we rely on their property 
to establish credit-worthiness.

“B. A creditor may consider state 
law, the form of ownership of the prop
erty and its susceptibility to attach
ment in the event of default.”

The seminars spell out what to do 
after approving or disapproving an ap
plication, how to furnish credit infor
mation and how long to retain disap
proved applications.

In addition, a written true/false Reg 
B quiz is given seminar participants. 
This test is designed as a further 
learning process for creditors. The 20- 
statement test includes the following: 
“A refusal to increase an amount of 
credit available to an applicant when 
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THIS YEAR, MOSLER WILL INTRODUCE MORE  
NEW  PRODUCTS THAN ANY OTHER SUPPLIER 
OF SECURITY AND TRANSACTION SYSTEMS.

SO  W H A T  ELSE IS N E W ?
Mosler has always been a leader in new security and 

transaction products.
The important thing, however, is that a new product 

represent an innovative solution to a very real banking problem.
That’s why our research and development people spend 

most of their time getting to know, intimately, the problems 
facing the financial industry.

So a new product from Mosler is not just a manufac
turing exercise. It’s a carefully considered answer to a question 
that’s bothering you. A way to make your life a little easier.

This year, for example, you can look for some ways to 
cut security costs.

A new system to hel p cut down on check fraud. A way 
to speed up commercial transactions.

And a lot more.
Whatever your security or transaction needs, and what

ever the size of your operation, your Mosler representative 
has the equipment that meets your requirements.

And if we don’t have it yet, we will have it. Probably 
before anybody else.

YOU'VE GOT NEW QUESTIONS. WE'VE GOT NEW ANSWERS.

Mosler
An American-Standard Company
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an applicant requests said increase in 
accordance with normal guidelines is 
considered adverse action.” “A credi
tor may require a re-application or 
change the terms on an open-end ac
count if a person retires.” “A creditor 
cannot deny a loan to an applicant on 
the basis that the applicant recently 
took bankruptcy.” Each participant 
indicates with a check mark whether 
he believes the statements to be true 
or false.

Lenders are encouraged to use any 
of the forms in the seminar package if 
they find them satisfactory, says Mr. 
Willard. Thus, they can save them
selves printing costs of revising their 
own forms. However, he doesn’t rec
ommend using the loan application be
cause it’s designed around the bank’s 
computer.

For the loan-documentation semi
nars, a copy of the bank’s loan-doc
umentation manual is distributed and 
is put together so that, as changes are

made, sheets can be pulled and new 
ones inserted. This manual includes a 
lending officer’s work sheet, forms for 
personal-loan applications, collateral 
information, installment promissory 
note and security agreement, a disclo
sure statement for Truth-in-Lending 
and complete documentation for real 
estate loans.

“Preparation and completion of this 
manual have been critiqued by 20 
loan-documentation seminars,” says 
Mr. Willard. “As errors and omissions 
are brought up by class members, re
search has corrected the errors, caus
ing the final draft to be up to date with 
current laws and regulations in concise 
documentation.”

The manual is limited to consumer- 
type lending in Tennessee, but does 
include all documentation required by 
federal regulatory agencies. It also 
contains a considerable amount of bank 
policy on consumer lending.

Documentation seminars histori

Watch Delinquent Accounts!
Don’t let overdue accounts cool 

off! This should be top priority in any 
installment lending department. O f  
course, each bank has its  own  
schedule for following up on delin
quencies. For instance, St. Louis’ 
M ercan tile  Trust, on installm ent 
loans, sends a notice 10 days after the  
due date. Then, i f  there’s no reponse 
w ith in  another 10 days, the bank 
follows up by telephone or by p er
sonal contact.

W ith  credit-card delinquencies, 
the first statement M ercantile sends 
out following nonpayment carries a 
d e lin q u e n t n o ta tio n . Tw o  m ore  
notices are sent, at 10-day intervals, 
i f  no paym ent is received. Then, the 
bank follows w ith  a personal contact.

cally are considered somewhat dry and 
boring, Mr. Willard points out, and so 
he enlivens his with visual aids. He 
shows slides of documents from the 
manual and of autos, boats, airplanes 
and home improvements. The purpose 
is to teach lending officers the impor
tance of inspecting collateral and/or 
im provem ents funded by various 
loans.

During the seminars, there’s an 
additional series of slides on “Knowing 
Your Neighborhood.” They point out 
the necessity of a loan officer’s having a 
working knowledge of the quality of 
the neighborhood in which he’s lend
ing his bank’s money and stress the 
importance of on-site visits to real es
tate used as collateral, even though an 
independent appraisal may be in
cluded in the loan package.

These loan-documentation semi
nars, which last about two hours, have 
been given not only for Nashville 
CityBank officers and correspondents, 
but there also has been a demand for 
them from the bank’s law firm and from 
other Nashville banks. Mr. Willard 
says several of the latters’ officers and 
auditors have attended some of the 
sessions.

From a practical standpoint, Mr. 
Willard continues, the documentation 
seminars, as presented, are restricted 
to Tennessee banks. He suggests that if 
a bank in another state wants to initiate 
a similar program, it could use the 
basic format, merely inserting forms 
used in that bank’s state. Any banker 
interested in Nashville CityBank’s 
loan-documentation manual should 
contact Mr. Willard.

The ECOA seminars, on the other 
hand, have been held as far away as 
Iowa because, of course, this is a fed
eral regulation and applies to all banks.

Some Reg B Requirements
In the accompanying article, the Equal Credit Opportunity Act 

(implemented by the Fed’s Regulation B) is discussed in connection 
with ECOA seminars that are being given by Nashville CityBank. 
Seminar participants are shown what they can and cannot do under 
the regulation in granting credit.

The ABA has prepared a Compliance Manual, which also describes 
Reg B and alerts lending institutions on ways to conform to it. 
Following are just som e of the regulation’s requirements:

Treat all applicants the same, regardless of gender or marital 
status.

Allow all credit-worthy applicants to have separate accounts if they 
want them, whether or not they’re married.

Allow women applicants to use their maiden names, married 
names or hyphenated surnames —  whatever they choose.

In credit evaluations, consider reliable alimony, child support and 
separate-maintenance income in your credit evaluations.

Include both spouses’ income as long as it appears likely to con
tinue.

Be sure that both husband and wife are entitled to a credit history 
on user and joint accounts.

Retain all applications and credit-evaluation working papers for at 
least 25 months.

Notify applicants of your credit decisions, either orally or in writ
ing.

Do not say anything that might discourage applicants, especially 
divorced or widowed persons, from asking for credit.

Do not ask about an applicant’s spouse unless the applicant indi
cates the spouse will be using the account or will be contractually 
liable for it.

Do not use gender or marital status in credit-scoring systems.
Do not ask about childbearing intentions or capabilities.
Do not use statistics or assumptions based on the probability of 

childbearing in evaluating credit.
Do not arbitrarily require one spouse’s signature on the other’s 

account.
Do not discriminate against an applicant whose income entirely or 

in part is derived from any public-assistance program.
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Chances are many of your customers are 
insulted when they have to produce iden
tification when cashing checks or making 
withdrawals. Yet with the rising rates of 
forgeries (especially at drive-ins) guarantee 
ing positive identification is becoming a 
necessity.

Enter Mosler’s Identikey,® our positive 
instant identification system that's as 
foolproof as it is easy to use. Best of all, 
Identikey won't get a 
negative reaction from 
your customers. In fact, 
it will help speed up 
transaction time. Yours 
and theirs.

We'd like to tell you more about 
Mosler's Customer Identification System. 
About the way it can be added to your 
current or planned facilities. About how it 
can become a cost effective part of your 
operation.

For a copy of our new brochure on faster, 
easier customer identification, contact your 
local Mosler representative, or write 
Mosler, Dept. CID, 1561 Grand Boulevard,

Hamilton, Ohio 
45102.

An American-Standard Company

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



Bank-Package Holders:
Prime Targets for Installment Loans

I T’S A STAMPEDE! A pricing ex
pert finds that virtually every bank 

in the country either is re-examining 
its service-charge structure or is in
creasing service charges across the 
board. A bank in Pennsylvania comes 
off of free checking, not with a modest 
service charge, but with a whopping 
$400 minimum balance with a 150 item 
charge under that amount. A well- 
known marketing consultant writes an 
article, “If It Moves, Price I t .” 

Everywhere, the rush is on to re
price bank services. “Stop subsidizing 
low-balance, high-usage customers.” 
“Get rid of our low-balance depos
itors.” The litany is the same; only the 
fervor differs.

It’s an appealing logic, this return to 
charging for services rendered. Unde
niably, bankers have been negligent in 
recent years in pricing their services.

Yet, if the pendulum swings too far 
in the present “If It Moves, Price It” 
mentality, someone may end up hold
ing the bag. And that “someone” well 
may be the careless bank’s installment 
loan department, which wakes up to 
find it has no market. For if pricing of 
the customer’s primary bank relation
ship, the checking account, is carried 
out in a vacuum, you may be winning 
the battle, but losing the war. You may 
be getting rid of the customer who 
costs you a few cents each month in 
service charges, but you also may be 
losing the customer whose installment 
loan puts several dollars on your bot
tom line every month, year in and year 
out.

It really is no wonder that so many

By WILLIAM B. KING JR.
Chairman

Madison Financial Corp.
Nashville

bank customers aren’t crazy about 
their bankers. The latter are so incon
sistent with customers. There’s almost 
a love-hate relationship. Banks go 
through periods of wanting to be retail 
banks, wanting to be commercial 
banks. Wanting high-yield CDs, tol
erating high-yield CDs. Wanting to 
serve the public on Saturdays, wanting 
to play golf on Saturdays.

It must be especially confusing to be 
an installment loan customer. One 
minute, the bank showers him with 
toasters, license plates, first-aid kits 
and other incentives to finance a car. 
The bank sponsors auto shows, puts a 
shiny new car in its lobby, takes a home 
owner’s interest in urging the cus
tomer to paint up, patch up and fix up 
his home —  and is willing to provide 
the money to do it. Then, just when 
the customer finally is ready to tackle 
the driveway or turn in the family dune 
buggy, money is tight and, so sorry, no 
prizes this month. No loans, either, 
unless, of course, the customer is an 
established one.

Strange behavior, but that was about 
it. When things loosened up, the bank 
typically welcomed back the install
ment loan customer, and the barrage of 
premiums began again.

However, this time, things may be 
different. When the installment loan 
officer is called on to deliver some loan 
volume, he may find his reliable body

of customers just isn’t there. While 
banks shaped up their depository ac
counts by a drastic re-pricing, they ran 
off their best loan customers.

We really shouldn’t expect other
wise. Those in the banking business 
haven’t been very nice recently to 
their installment loan prospects. It’s a 
fact of life that the prime installment 
loan customer isn’t the high-balance 
depositor. He’s a relatively low-bal
ance depositor. He’s the guy, she’s the 
gal whose checkbook runs close to zero 
every month before it’s replenished. 
And because such people haven’t been 
the best checking  customers, and be
cause often they aren’t savers at all, 
banks recently have taken a tough at
titude. It’s the installment loan cus
tomer who, at about the time the 
President said, “No raises over 7%,” 
the bank said, “Due to rising costs, we 
are doubling your service charges on 
checking.” Now, that’s hard to take!

What can the installment loan officer 
do? For starters, he’d best realize his 
interest in protecting his market, 
which, for the most part, is the person 
who doesn’t check for free with the 
bank. It’s the customer who pays more 
dearly today for checking accounts and 
returned checks than he did the last 
time banks aggressively went after in
stallment loans. It may be the cus
tomer a bank’s operations man is trying 
to run off!

So how does a bank keep that cus
tomer? He needn’t be a loss leader. An 
installment loan customer potentially 
is a profitable bank customer. Don’t let 
that fact be lost on senior management.

Even now, when banks probably 
aren’t promoting installment loans 
heavily, there are steps to take to pro
tect this market:

First, aggressively cross-sell other 
services. Granted, it’s tough to make a 
buck off a low-balance-checking cus
tomer. But that customer uses other 
very profitable services. For example, 
he’s a prime user of lines of credit. He’s 
a prime charge-card customer. If  he 
has savings dollars, most likely they are 
in regular savings instead of in costly 
money-market certificates and CDs. 
And it’s this customer’s savings that 
probably are in your bank  rather than

"The holder of a checking-account package or 
club-type program is a prime installment loan cus
tomer. A few years ago, Wells Fargo Bank, San Fran
cisco, did a study on its Gold Account package. Wells 
Fargo found that while 10%  of its customers had 
installment loans with the bank, fully 17%  of the bank's 
package holders had installment loans —  nearly dou
ble. It's no wonder that Wells Fargo has promoted its 
package account consistently year after year."
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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.

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%.

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.

MID-CONTINENT BANKER for February, 1979

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. I 
1828 North Meridian Street 
Indianapolis, IN 46202

THE SERVICE PROFESSIONALS
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in an S&L. Because he needs to call on 
savings occasionally, his is not quite 
the rainy-day account in which the 
thrifts specialize.

Secondly, protect your installment 
loan customer by tying him into a 
package. The holder of a checking- 
account package or club-type program 
is a prime installment loan customer. A 
few years ago, Wells Fargo Bank, San 
Francisco, did a study on its Gold Ac
count package. Wells Fargo found that

There's almost a love-hate 
relationship between a bank 
and its customers. Banks go 
through periods of wanting to 
be retail banks, wanting to be 
commercial banks. Wanting 
high-yield CDs, to lerating  
high-yield CDs. Wanting to 
serve the public on Saturdays, 
wanting to play golf on Satur
days.

while 10% of its customers had install
ment loans with the bank, fully 17% of 
the bank’s package holders had in
stallment loans —  nearly double. It’s 
no wonder that Wells Fargo has pro
moted its package account consistently

year after year. It’s probably safe to 
assume the customer has appreciated 
Wells Fargo’s consistent attitude to
ward him.

Conversely, the prime installment 
loan customer is a prime candidate for 
a package. A marketing-oriented in
stallment loan officer might consider a 
club program that gives, say, a quarter 
percent off the annual rate to mem
bers. I t ’s not a costly discount. It 
makes the installment loan customer 
feel like a preferred customer. Look 
what you accomplish: You automati
cally get the checking account of that 
installment loan customer. You have a 
vehicle with which to sell that cus
tomer other services as well.

Most im portantly, you keep that in
stallment loan customer at the bank so 
that he’s a prime customer for the next 
installment loan he takes out. Reten
tion studies show the customer with 
the multiple services of a package is 
only half or less as likely to leave that 
bank for reasons other than leaving 
town. Use a package to your advantage 
in building a stable base of future in
stallment loan customers.

Finally , protect your installment 
loan base by showing the customer you 
care. As trite as it sounds, it’s more 
important than ever. Because of the 
way the small depositor has been 
treated in the introduction of auto

matic transfer and other recent prod
ucts geared to the high-balance depos
itor, now is the ideal time to make that 
installment loan customer feel wanted. 
You don’t need to give him a set of 
vinyl luggage or a handyman drill. Just 
let him know you want his business.

What's the installment loan 
officer's market? For the most 
p art, it's the person who 
doesn't check for free with the 
bank. He's the customer who 
pays more dearly today for 
checking accounts and re
turned checks than he did the 
last time you aggressively went 
after installment loans.

Take a leaf from the leading retail- 
oriented banks, like Bank of America, 
San Francisco, or Citibank, New York 
City. You’ll never see these consistent 
money-makers running off the small 
depositors. And you’ll never see the 
small depositor feel unwelcome at 
these market leaders. As a result, these 
banks will never lack for potential bor
rowers or  depositors.

And neither should your bank. • •

t -------------------------------------------------------------------------------------------

We GUARANTEE all your 
installment loans to have 
physical damage insurance 
or WE COVER YOUR LOSS 
. . .  without any charge!

/
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Financial If U n d erw rite rs

V J
FINANCIAL U N D ERW RITERS O F MISSOURI, INC. 
FINANCIAL U N D ER W RITERS O F ARKANSAS, INC.

36 WILDWOOD PLA ZA  BALLWIN (ST. LOUIS), MISSOURI 630 1 1  
(3 f 4 ) -2 2 7 -4 7 7 4

...C H ECK  OUR TIME— TESTED APPROACH TO PRO
TECTING YOUR PORTFOLIO AND ALSO BUILDING 
YOUR BOTTOM LINE PROFIT...

C O L L A T E R A L  PROTECTION SPECIALISTS

ARKANSAS ■  ILLINOIS ■  MISSOURI 
__________________ _____________________________ /

Don't Ask "Wrong" Questions 
Of Applicants for Loans

Don’t get “set up” by militant con
sumer groups by failing to conform to 
types of questions you now are “al
lowed” to ask a prospective installment 
borrower.

One banker (who wishes to remain 
unnamed) stated that his bank “paid 
off” two applicants when loan inter
viewers inadvertently asked several 
questions now on the “forbidden” list.

Shortly after the applicant was in
terviewed, an attorney appeared, 
notified the bank it had violated the 
“rights” of the applicant and intimated 
a lawsuit would be filed. Rather than 
go through the expense of a court case, 
the bank quietly “paid off’ the appli
cant.

Exam iners, of course, will be 
checking bank compliance with the 
new consumer regulations. But there 
can be other costly complications if the 
“sharpies” move into your community!
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For 24 years 
we've been

competing with
FHA Title 1

...and winning.
Our specialty is cutting

red tape.
Here's how:
G re a te r  p ro fits . Net yields to lenders average 
25% more under the ICS Plan than under Title l.
M o re  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 erio r serv ice . 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 lSk-free security . You're shielded against 
every unpredictable default, strikes. Divorces. 
Skips. Bankruptcies. Layoffs.

Learn for yourself why insured Credit 
Services has been competing with FHA Title 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.

INSURED CREDIT 
^ S E R V i C ^ /

307 N. Michigan Avenue 
Chicago. Illinois 60601 

312/621-9400

America's No. 1 1nsurer o f property improvement loans.
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Uniform Guidelines Adopted 
For Truth-in-Lending

U N IFO RM  G U ID E L IN E S  for 
enforcement of the Truth-in- 

Lending law and its implementing 
regulations have been adopted by the 
five federal agencies that regulate fed
erally insured com m ercial banks, 
mutual savings banks, S&Ls and credit 
unions. These agencies are: Comp
tro ller of the Currency (national 
banks); F D IC  (federally insured 
state-chartered nonmember banks and 
mutuals); the Fed (federally insured 
state-chartered member banks); Fed
eral Home Loan Bank Board (federally 
insured S&Ls); and National Credit 
Union Administration (federally in
sured CUs).

The agencies adopted the enforce
ment guidelines after consideration of 
some 300 comments received follow
ing publication of proposed guidelines 
in 1977. The guidelines call for reim
bursement to individuals for over
charges of $1 or more or for smaller 
overcharges that are part of a consist
ent pattern of violation or result from 
gross negligence or willful violations of 
the act.

Among the more significant aspects 
of the revised guidelines are the fol
lowing:

1. A minimum standard is set for 
enforcement of the Truth-in-Lending 
Act. Each enforcing agency retains the 
option of taking alternative action 
where warranted and is in no way pre
cluded from taking enforcement action 
for violations not covered by the 
guidelines.

2. Corrective action will be required 
for violations discovered on outstand
ing loans consummated after October 
28, 1974, and on terminated loans 
originated no more than two years 
prior to date of examination in which 
the violation is discovered.

3. A creditor who understates the 
annual percentage rate will be re
quired to adjust individual accounts to 
ensure that the customer pays no more 
than the disclosed annual percentage 
rate. A creditor understating the fi
nance charge must reimburse custom
ers for the difference between the ac
tual and disclosed finance charge. 
Where the creditor fails to disclose an 
annual percentage rate as required, 
the customer’s cost of credit must be 
48

adjusted to the amount of the rate 
shown on the note or contract. Where 
the annual percentage rate is undis
closed and no rate is shown on the note 
or contract, the creditor will be re
quired to reduce the actual annual per
centage rate by lA% in first-lien mort
gage transactions and 1% in other 
transactions.

4. A tolerance of Vs% is provided in 
disclosure of an annual percentage 
rate, meaning that an annual percent
age rate that understates the true cost 
of credit will be subject to corrective 
action only if the understatement is 
greater than Vs%. A tolerance also is 
provided for finance-charge disclo
sures. If  the disclosed finance charge 
understates the true finance charge by 
no more than $100 or 1% of the correct 
finance charge, whichever is lower, 
the understatement won’t be subject 
to corrective action.

The guidelines, viewed by 
the agencies as minimum 
standards for enforcement, 
apply specifically to violations 
in other than open-end trans
actions.

5. Reimbursement will be required 
for a violation resulting in an over
charge of $1 or more for an individual 
account. Some form of corrective ac
tion also may be required for amounts 
under this level where the violations 
are part of a consistent pattern or are 
due to gross negligence or a willful 
violation of the act.

6. Once the overcharge amount is 
determined to be above tolerance 
levels for annual percentage rate and 
finance-charge disclosures, and thus 
subject to corrective action, the credi
tor also will be required to reimburse 
that portion of the overcharge repre
senting the tolerance amount. The 
same principle will apply to the $1 
minimum amount necessary to trigger 
reimbursement. Thus, these amounts 
will be included in computing the total 
required to be returned to the cus
tomer.

7. At his option, the creditor may 
use either the lump-sum method or 
the lump-sum/payment-reduction 
method to reimburse where over
charges are discovered. These 
methods are defined in the guidelines 
and will be set forth fully in examina
tion procedures provided by each 
agency.

8. Corrective action will not be re
quired for violations involving disclo
sures of property-insurance charges 
under section 226.4(a)(6) and charges 
listed in section 226.4(b).

9. Reimbursement will be required 
for certain violations not involving dis
closure of the finance charge and an
nual percentage rate. These violations 
are related to disclosure of late-pay- 
ment charges, prepayment penalties 
and the method of rebating unearned 
finance charges.

10. A customer whose transaction is 
subject to reimbursement must be told 
that the reimbursement is the result of 
the creditor’s failure to properly dis
close information required by the 
Truth-in-Lending Act.

11. While the guidelines don’t apply 
specifically to open-end credit vi
olations, it’s understood by the agen
cies that such violations will be subject 
to general policies set forth in these 
guidelines and that reimbursement 
will be required in appropriate cases.

The guidelines, viewed by the agen
cies as minimum standards for en
forcem ent, apply specifically to 
violations in other than open-end 
transactions. Violations of disclosure 
requirements in open-end transactions 
(such as use of a credit card) will be 
treated on a case-by-case basis, but will 
be subject to the same general treat
ment as provided by the guidelines. 
Where violations are discovered in 
loans purchased by one institution 
from another, the enforcing agency for 
the holder of the loan must notify the 
supervisor of the institution that origi
nated the credit. Each enforcing 
agency retains authority to take appro
priate alternative action consistent 
with the guidelines.

The five-agency policy statement 
doesn’t preclude enforcement of pro
visions of the act not covered by the 
guidelines. • •
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jf you're
interested in
bottom lines,
takealook  
at ours.,
We now nave 
$3.3 billion
jiie 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 J  A R F I IFF AND ACCIDENT 
U L V / U L  L  INSURANCE COMPANY
GLOBE LIFE CENTER □  OKLAHOMA CITY, OKLAHOMA 73184
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ECOA/Regulation B:

Are Banks Learning 
To Live With It?

EDITOR’S NOTE: Opinions expressed 
in this article by Randall C. Sumner do not 
necessarily reflect those o f  the St. Louis 
Federal Reserve Bank or o f the Fed s Board 
o f Governors. Mr. Sumner is an examiner 
in the St. Louis Fed s consumer affairs de
partment.

* * *

C O N SU M ER REG U LA TIO N S
under which commercial banks 

now must operate have brought a flood 
of objections and comments from 
bankers, but they are learning to live 
with them and are trying hard to com
ply with them. In fact, says Randall C. 
Sumner, an examiner in the St. Louis 
Fed’s consumer affairs department, he 
cannot name a state-member bank in 
the Eighth Federal Reserve District 
that has tried deliberately to flout 
these regulations.

Specifically, in a Mid-Continent 
Banker interview, Mr. Sumner dis
cussed the Equal Credit Opportunity 
Act (ECOA), implemented by the 
Fed’s Regulation B, which took effect 
March 23, 1977.

The ECOA prohibits creditors (in
cluding retailers) fro m  discriminating 
against credit applicants on the basis 
o f  race, color, religion, national ori
gin, sex, marital status, age (provided  
that the applicant has the capacity to 
enter into a binding contract); because 
all or part o f  the applicant’s income 
derives fr o m  any pu blic-assistan ce  
program  or because the applicant has 
in good  fa ith  exercised any right under 
the Consumer Credit Protection Act.

Mr. Sumner believes most Reg B 
violations have occurred because of 
improper application forms, not be
cause of overt discriminatory actions 
on the part of banks. According to Mr. 
Sumner, a lot of banks, particularly 
smaller ones, continued to use their 
old credit-application forms after the 
regulation took effect instead of de
signing new ones. Because the old 
forms asked for some information that 
50

now cannot be requested, banks using 
those forms would be cited for vio
lations.

The Fed has model ECOA applica
tion forms, which all banks —  whether 
members or nonmembers — are wel-

During interview  w ith  MID-CONTINENT 
BANKER, Randall C. Sumner, examiner in St. 
Louis Fed's consumer affairs dept., says banks 
must use credit-application forms that comply 
with consumer regulations. He points out that 
some information requested on forms that pre
date these regs cannot be asked for today.

All banks, no matter how small, should have 
someone on their staffs act as consumer com
pliance officer, advises Mr. Sumner. This person, 
he says, should be well versed in consumer regs 
and changes made in them so that he or she can 
answer all questions on them.

come to use in drawing up their own 
forms, says Mr. Sumner. Each form is 
designed for use in a particular type of 
consum er-credit transaction. One 
sample form is intended for use in 
open-end, unsecured transactions; the 
second, for closed-end, secured trans
actions; the third, for closed-end trans
actions, whether unsecured or secured; 
the fourth, for use in transactions in
volving community property or occur
ring in community-property states; 
and the fifth, for use in secured resi
dential estate transactions. Bankers 
are advised to use the real estate form 
only when a lender’s representative is 
available to help an applicant complete 
the form.

By the way, Mr. Sumner points out, 
it’s only on written  applications for 
residential real estate loans that regu
lators require certain information for 
purposes of monitoring compliance 
with Reg B. At the applicant’s option, 
questions regarding race/national ori
gin, sex, marital status and age may be 
listed either on the application form or 
on a separate form that refers to the 
application. The applicant must be told 
that this information is requested by 
the federal government for the pur
pose of monitoring compliance with 
federal and discrimination statutes and 
that those statutes prohibit creditors 
from discriminating against applicants 
on those bases. The applicant — and 
joint applicant —  must be asked, but 
not requ ired , to supply the requested 
information. If either does not want to 
provide that information or any part of 
it, that fact must be noted on the form 
on which the information is to be ob
tained. Mr. Sumner says the regula
tion requires that an objecting appli
cant initial the form to show that he or 
she has been asked, but had declined 
to give the information.

Mr. Sumner admits that redesigning 
forms is expensive, but it must be 
done. Also, he adds, banks had to re
view their lending policies in light of
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ZZZ North Dearborn Street, Chicago, Illinois 60601. (31Z) 855-3100

A ll Risk 
Safe

u
Employee
Benefits

There’s nothing puzzling about 
bank insurance to Scarborough

For 60 years Scarborough’s only 
business has been to find solutions 
to bank insurance problems. This 
specialization has led us to design 
many original coverages to fit banks’ 
unique exposures to loss.

Scarborough’s exclusive Bankers 
Special Bond, for example, fills many 
of the important coverage gaps 
left open in the standard blanket 
bond form. Our Bankers Business 
Guard property/casualty program

automatically provides 60 days of 
coverage for trust properties, includes 
coverage for truth-in-lending liability, 
and contains a dividend provision.

Scarborough pioneered many of the 
coverages needed to complete the 
modern bank’s insurance picture. 
Among these are Directors and 
Officers Liability, Trust Operations 
Surcharge Liability, Transit Cash Letter 
Insurance, and Lenders Single Interest. 
Call or write us. Let Scarborough put 
the pieces together for you.

the bank insurance people
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Reg B to be sure they contained noth
ing that could be construed as being 
discriminatory in any way. The St. 
Louis Fed helps its member banks in 
this area by holding seminars for bank 
CEOs and middle-management per
sonnel at its St. Louis headquarters 
and at its branches. In addition, the St. 
Louis Fed provides speakers on con
sumer regs for just one bank, groups of 
banks or groups of individuals.

In m id-1977, according to Mr. 
Sumner, the Fed began what it calls its 
Advisory Visitation Program, under 
which it sends consumer specialists to 
individual banks. They don’t make 
formal examinations, but, rather, they 
give suggestions — on a one-to-one 
basis — as to how those banks can 
comply with consumer regulations. He 
says this program has been well re
ceived by banks.

Keeping up with consumer regs and 
their amendments and changes is a 
full-time educational process not only 
for bankers, but for those who examine 
their institutions as well. Mr. Sumner 
says all Fed examiners usually attend 
the Board of Governors’ School for 
Consumer Compliance at FRB head
quarters in the nation’s capital. In 
addition, examiners take in-house 
training on these regs on a continuing 
basis.

Mr. Sumner says the regulatory 
agencies advise all banks to designate 
someone on their staffs as a compliance 
officer and to have this person act as 
a clearinghouse for all consumer- 
regulation matters. In large banks in 
metropolitan areas, being a com
pliance officer usually is a full-time job, 
and the person filling it probably is an 
attorney. In smaller banks, being a 
compliance officer on a full-time basis 
simply is not practical. However, 
someone in those banks should devote 
part of his or her time to consumer- 
regulation matters and should be so 
well versed in them that all questions 
on the subject can be taken to and an
swered by that one individual.

During their formal examinations, if 
Fed examiners find some violations, 
they discuss corrective actions 
thoroughly with officers and personnel 
involved at the bank being examined. 
These violations also are described in 
an examination report, copies of which 
are sent to the Board of Governors in 
Washington and to the bank involved. 
When the bank gets its copy, it must 
begin im m ediately to correct any 
violations cited in the report. In cases 
of numerous or serious violations, Fed 
examiners return to the banks to check 
on whether these violations are being 
taken care of. Mr. Sumner says that a

majority of banks in his Fed district 
have had two consumer-compliance 
examinations and will undergo their 
third this year. Thus, many of the 
rough spots connected with consumer 
regs should be smoothed out by now. 
The complaining will continue, of 
course, especially when new amend
ments come out, but bankers have 
solved such problems successfully be
fore, and they will survive the 
consumer-regulation challenge. • •

Diversify Portfolios

Until recently, Thomas F. Bussey 
was v .p ., Riverdale (111.) Bank, 
where —  during his two-year service 
—  he was responsible for more 
than doubling consumer-loan out
standings. He recen tly  jo in ed  
Chicago’s Lake View Trust as a.v.p. 
and asst, mgr./consumer credit.

At Riverdale Bank, Mr. Bussey 
says, he was able to double install
ment-loan outstandings by diver
sifying the bank’s portfolio so that it 
was in a position to offer its custom
ers virtually every type of financing 
they might request.

This financing, he continues, in
cluded installment and three types of 
revolving credit. Additionally, the 
bank became active in offering sec
ond-mortgage financing on both a di
rect and broker basis.

Mr. Bussey’s consumer-loan ex
perience totals 20 years and includes 
12 years with Chicago’s Continental 
Illinois Nat’l, where he became 2nd 
v.p. and credit mgr. of the bank’s 
$ 130-million consumer credit divi
sion. At that bank, he was responsi
ble for establishing credit policies 
and for staffing the department and 
training its personnel.

Mr. Bussey is immediate past 
pres., Installm ent Bankers Asso- 
ciation/Chicago area, and is a direc
tor of that organization. He also has 
given a number of speeches to retail 
credit groups in recent years.t

IN SU RAN CE EN TERPRISES, INC.
5811 H A M P T O N  A V E .

S T . L O U IS , M O . 6 3 1 0 9  

P H O N E : 3 1 4 /8 3 2 -2 7 1 7
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1 ,0 0 0 oSS. SIGNS sss$2 6 7 0 0
(INCLUDES TITLE STRIPS & LOBBY PLACARDS!)

C’mon, Guys...
we all know Garage Sales are a big thing! And women will drive miles to get free signs! You’ll have lobby 
traffic you wouldn’t believe! Give ’em two or three signs . . .  or charge  25<P each! They tack ’em up all over 
town, and love you for it! Great advertising . . .  fine P.R. And we send a good stock of conversion strips, so 
the girls can change the header to “Rummage”, “Yard”, “Porch”, and so forth. Enclose a velox, letter
head, or something with your art on it, please! Order before prices go up! Our signs are in great demand 
nearly everywhere they are offered!

Hey, Sue . . .  We'll ta k e  a  shot at this! Bill us later!

Bank

Street.

City/State_

Box

Zip_

Name &  Title______ ______________________________________________________________________________________
(Be sure to enclose a velox, letterhead, or something with your art! Delivery takes about three weeks from time we receive 
your order!)

SEND US
□  1,000 Signs 

@ $267.00
□  2,000 Signs 

@ $436.00
□  3,000 or More 

@ $216.00/M

Fill O u t . . .  S en d  Coupon to Us Today!
Bob Tucker • Box 1222 • Pt. Arthur, TX 77640

‘SIN C E 1958”

□  500 Signs 
@ $161.00
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Financial Defenders, Inc«

FAST
Dependable Insurance
Your FDI Growing to Serve You

Ron Hunter, our new man in the M id-South, is review ing 
some of our program s with Doug Hayes, President of 
Citizens State Bank, Parsons, Tennessee. Mr. Hayes and 
his staff are helping their com m unity grow.

WE WOULD LIKE TO G RO W  WITH YOU.

Financial Defenders Inc.
1255 Lynnfleld Rd.. Suite 205. Memphis Tn. 38138 [901)767-5052
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Installm ent News Notes

Reduce Loan-Payment Cost 
With Preprinted Labels

A suggestion on how to reduce one 
cost connected with installment- and 
mortgage-lending operations is made 
by Besco, Hempstead, N. Y. It is to 
use envelope labels instead of en
velopes.

Besco points out that most banks and 
S&Ls prefer to direct mortgage- or 
installment-loan payments to a special 
post office box or department for pro
cessing. As a consequence, it’s been 
customary to supply a set of 12 pre
addressed envelopes with each year’s 
payment coupons. Besco says the cost 
of these envelopes and additional post
age and handling is between 250 and 
300 per account.

Besco claims it has reduced this cost, 
while maintaining all the positive fea
tures of this system, by 80% with its 
new mortgage/installment-loan en
velope labels. Instead of supplying en
velopes, a bank using Besco’s system 
supplies a sheet of 12 preprinted 
pressure-sensitive labels (with an 
additional area for instructions) that 
measure 914 inches and fit into No. 10 
envelopes.

According to Besco, a sheet of these 
labels costs a third less than envelopes, 
eliminates the added postage charges,

reduces handling costs and enhances a 
bank’s image.

For additional information, write: 
Besco, P. O. Box 395, Hempstead, NY 
11550.

Proposed Rationing Plan 
To Include RV Owners

The Recreation Vehicle Industry 
Association, based in Chantilly, Va., 
has won a round in the Department of 
E nergy’s proposed standby gas
rationing plan. The DOE tentatively 
has decided to revise the plan to in
clude allotments for RV owners.

The association’s president, David J. 
Hum phreys, wrote a le tte r  last 
November 29 to Energy Secretary 
James R. Schlesinger in which Mr. 
Humphreys complained about the 
DO E’s general attitude that recreation 
isn’t essential to Americans’ life-styles 
and, therefore, is expendable. The 
RVIA officer also chastised the gov
ernment agency for its lack of concern 
for the hundreds of thousands of 
Americans whose jobs directly depend 
on the travel/recreation industries.

Last August 22 at a hearing in 
Washington, D. C., Warren F. Jones, 
RVIA past chairman, testified on be
half of his industry, saying the pro
posed plan would cripple the RV in

dustry while not significantly improv
ing gasoline supplies in this country. If 
it’s the DO E’s intent to discourage rec
reational driving and if the “basic 
premise” of the proposed plan is that 
“all segments of the economy should 
share equitably in the shortage,” Mr. 
Jones testified , then golf courses 
should be shut down, attendance pro
hibited at all professional sporting 
events and movie houses be closed 
down.

Installment Lending Aided 
By Software Programs

Electronic data processing has be
come an invaluable aid in the in
stallment-lending area of banking just 
as it has in other banking operations.

For instance, there now are avail
able to banks an installment loan sys
tem that provides daily updating or 
updating on any other cycle desired 
and a dealer-floor-plan system that 
generates a complete set of manage
ment and control reports. They are of
fered by Tymshare Banking Systems, 
Birmingham, Ala., under the firm’s in
tegrated banking systems (IBS). These 
systems, says the firm, process all cur
rent bank applications and provide 
complete on-line inquiry/CIS-system 
capability. They can operate indepen
dently or can be installed for a com
pletely integrated banking system.

The installment-loan system auto
mates all bookkeeping, interest com
putation, accruals and notices and fur
nishes all reports needed by manage
ment. The system provides four ac
crual or rebate methods: actuarial 
method, 78ths method, amortized 
loans with 30-day/360-day interest and 
interest on unpaid balance, and inter
est can be calculated on loans with split 
rates.

The system maintains information 
on indirect dealer loans and loans 
bought from other banks, and it sup
plies comprehensive data reporting on 
those loans.

A complete account history card is 
generated on loans past due a given 
number of days (set by bank).

The dealer-floor-plan system main
tains a dealer master and unit master 
file, The dealer remains on file after

.5 5

Auto Loans Spotlighted

First National, Mobile, Ala., has been using this embellished license tag in local 
newspaper advertising and four-color outdoor posters to advertise its new and used 
car loan fund. The idea was the creation of Barney & Patrick Advertising, Mobile.
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reaching zero balance, until manually 
deleted; whereas, a unit will be 
dropped when it reaches a zero bal
ance and a unit paid-out report re
quested. Each unit carries its own 
interest rate — fixed or flexible. 
Principal-paym ent frequency and 
interest-payment frequency are set in
dividually and need not be the same. 
Frequencies may be monthly, quar
terly, semiannually, annually and at 
maturity. The first curtailment due 
date, curtailment amount and interest 
due date are entered for a new unit and 
are computed automatically thereaf
ter.

Write: Tymshare Banking Systems, 
11 West Oxmoor Road, Birmingham, 
AL 35209.

Credit-Protection Handbook 
Available From Fed Banks

The Fed has made available for pub
lic distribution a “Consumer Hand
book to Credit-Protection Law s,” 
which is the latest in a series of con
sumer-education publications.

The handbook explains consumer 
rights under the major credit-pro
tection laws and how borrowers can 
use them to shop for credit, apply for 
it, keep up credit standings and com
plain about possible abuses. The 
booklet also points out the laws’ so
lutions to credit practices that have 
been used in the past to discriminate 
against women and minorities.

Copies of this handbook may be ob
tained singly or in bulk free from the 
Board of Governors in Washington, 
D. C., or from any of the 12 Federal 
Reserve banks. Requests should be 
addressed to the FR B’s publications 
services or publication departments at 
the Fed banks of Boston, New York, 
Philadelphia, Cleveland, Richmond, 
Atlanta, Chicago, St. Louis, Min
neapolis, Kansas City, Dallas or San 
Francisco.

Consumer Banking Publication
The Consumer Bankers Associa

tion (CBA) is organizing a quarterly 
publication called the Jo u r n a l  o f  
Retail B anking, which it is sponsor
ing in cooperation with the Mclntire 
School of Commerce, University of 
Virginia, and which it hopes to have 
published by June.

The Jo u rn a l  has been designed to 
provide in-depth information about 
the rapidly changing retail banking 
field. Its target audience will be 
banking industry leaders, state and 
federal regulatory agency officials 
and members of the academic com
munity. A rticles will emphasize 
practical methods, innovative con
cepts, current issues and trends in 
retail banking functions, such as con
sumer credit, residential mortgage 
lending, consumer deposits, EFTS, 
branch administration and market
ing. Other articles will encompass 
consumer behavior, legislation and 
regulation, consumerism, economic 
trends and developments and com
petitive influences.

Frances B. Smith has been ap
pointed the Jo u rn a l’s editor. She is 
CBA director of communications and 
formerly was assistant director of 
publications for the ABA. She re
cently has served as director of pub
lications for the Am erican An
thropological Association and is the 
author of “Style Guide for Authors 
and Editors” (ABA, 1977).

Automated Systems Offered 
As Installment-Lending Aids

An installment lending department 
is one of the biggest profit centers in 
commercial banks, and so it behooves 
those banks to keep up to date on ways 
to improve their consumer-lending 
operations. An Orlando-based firm, 
Florida Software Services, believes its 
automated installment loan system and 
automated dealer floor plan can help 
banks achieve this objective.

Florida Softwares’ installment loan 
system called IL  IV is a multi-bank, 
multi-branch system that, says the 
firm, provides the necessary programs 
and procedures to account for install
ment loans by account, loan type, 
branch and bank. Rebates and accruals 
can be calculated by either the 78ths or 
straight-line method, with current 
payoff and next payoff listed on the trial 
balance along with rebate amounts. 
Sim ple-interest rebate and accrual 
methods can be calculated on interest 
paid with the payment or in advance. 
Accruals may be on daily or monthly 
bases. T here are five rebatable 
amounts and three accrual rates. The 
system accepts partial payments, 
handles extension fees, balloon pay
ments and acquisition fees and carries 
a complete loan history. It’s available 
for on-line use with separate name and 
address file and C IF number. Com
plete and in-depth reports are pro
vided for management daily, monthly 
and as required, including all informa
tion necessary for “redlining” and 
call-report analyses. Provisions also 
have been made to handle all known 
requirements of the Equal Credit Op
portunity Act (Reg B), including tape 
interface with major credit bureaus.

Automated dea ler f lo o r  plan. This 
system is available for IBM , NCR, 
Burroughs and Honeywell installa
tions. Each bank may assign each loan 
to one of the five loan classes: new, 
used, dem onstrators, leased and 
other. Florida Softwares says tremen
dous loan flexibility  is achieved 
through use of 100 reduction (pay
ment) plans for each of the five loan 
classes. Each plan may contain from 
one to five payment schedules, with 
each schedule containing these var
iables: increment of months up to 999; 
number of payments up to 999; reduc
tion amount derived by applying a per
centage figure to the original loan 
amount. Reduction plans are updated 
automatically as payments are re
ceived, and so a dealer is assured of 
accurate payment calculation, the firm 
points out.

The system offers automatic average 
daily-balance calculation and variable 
processing cycles. Florida Softwares 
says a special feature is delayed inter
est for those dealers who require 
delayed-interest loans. In addition, ac
cording to Florida Softwares, it pro
vides banks with delinquency control, 
com prehensive reporting, profit- 
producing marketing tools and in
creased communication.

Write: Florida Software Services, 
Inc., P. O. Box 2269, Orlando, FL  
32802.

Disclosure Statem ents

When you need to know:
• The amount of a final payment
• The total amount of interest
• An APR when “ points” are charged
• Any information about amortization

CALL BANK-A-COUNT 
715 435-3131

You’ll receive the information immediately. Two original copies of the actual amortization 
schedule shipped the same day. The normal charge is just $3.50!

B A N K ®
RUDOLPH, WIS. 54475 

C O U N T  Dept' MCB
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SLT can help you 
down the middle road.
In periods of tight money, lending policies become more 
selective.
Yet middle-sized company borrowing needs become 
greater than ever.
SLT has a solution. We can set up a collateral control 
program for your bank that enables you to make safe, high

yield working capital loans that 
will satisfy your customer's needs,

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

Call or write SLT 
today. Well ride along 

with you.
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Reduce Costs
(Continued fro m  page 36)

time it’s taken. The bank also has insti
tuted a more tim ely follow-up 
schedule for obtaining and confirming 
payment promises.

Pioneer Bank has improved its loan 
volume by introducing new programs, 
including check credit, leasing and 
purchases of retail contracts (auto and 
FHA T itle  I); through improved 
cross-selling by other bank depart
ments and by making sure customers 
are made aware of the various loan 
programs the bank offers.

In the credit-life area, the bank is 
increasing sales in the following ways: 
1. Seeing that em ployees have a 
thorough knowledge of the product. 2. 
Making sure they are able to com
municate that knowledge to consum
ers in terms of how the latter may ben
efit from purchasing the product. 3. 
Not using the term “insurance.” Call
ing it “payment protection” or any
thing else, but not insurance. 4. Em
phasizing that this insurance is op
tional. As the bank points out, if a cus
tomer insures his loan because he 
thought he had to and finds out later

that the coverage is optional, the bank 
could lose a good loan customer.

Pioneer Bank tries to improve its 
pricing policies through periodic con
sultation with other banks in its im
mediate trade area, development of 
preferred rates for bank customers and 
periodic consultation with others 
within the bank who may have more 
experience in the pricing area. The 
bank works on complying with con
sumer regulations by re-reading them 
from time to time and by attending 
seminars on them whenever possible.

* 5(! N«

Bank o f  the Southwest, H ouston  
(Norman R. Smart, vice president and 
manager/personal banking center) — 
To combat increasing operating costs, 
this bank utilizes its methods depart
ment and continues its thrust toward 
automation. Among recent additions 
to its automated operations are mini
computers for loan processing, a new 
com puter system  for more rapid 
availability of relative information and 
automated teller machines that can re
ceive loan payments. The bank be
lieves its new line-of-credit program 
should provide greater customer con
venience and eliminate the processing

expense on small loans to qualified ap
plicants.

As a member of Southwest Banc- 
shares HC, the bank is moving toward 
greater uniformity of forms and use of 
“simple-language” contracts.

The HC’s compliance officer helps 
train employees to comply with regu
lations by providing interpretations 
and written material on specific regs. 
Regular in-department training is con
ducted to assure employee knowledge 
of the new laws.

The bank’s loan department has 
taken several steps to guard against po
tential losses by tightening credit con
trols, with emphasis on quality credit 
and a more comprehensive review 
of procedures and documentation. 
Larger down payments are required 
for some loans, and the collection staff 
has been enlarged.

* * *

B oatm ens National, St. Louis (John 
M. Brennan, chairman, executive 
committee) —  The subject of con
sum er regulations has been ap
proached both from a holding-com
pany and individual-bank standpoint. 
Because each of the 14 banks belong
ing to Boatmen’s Bancshares is subject 
to the same federal and state regu
lations, the HC has standardized all 
loan documentation, including appli
cations, note forms, security 
agreements and disclosure statements. 
An HC officer is responsible for com
pliance with the regulations, and an 
individual compliance officer has been 
designated for each bank. Frequent 
meetings are conducted on regional 
bases to keep the appropriate staff 
members of each bank current on all 
consumer regulations. The HC staff 
conducts periodic loan audits in each of 
the affiliate banks and reviews com
pliance with the regs as part of the 
audit routine. The HC staff also re
views consumer-reg changes as well as 
changes in interpretations of those regs 
that are made by the regulatory agen
cies and keeps the individual banks ad
vised of the changes .

As far as the possibility of banks ex
periencing installment-loan losses be
cause of a future economic downturn, 
Boatmen’s says its experience in this 
area compares favorably with the in
dustry and with local competitors and 
that this reflects favorably on the 
bank’s credit criteria, the markets in 
which it operates and on its collection 
staff. The bank gives its charge-card 
operation as an example, saying its los
ses there traditionally have been much 
below national averages. Because of

AN  IMPORTANT PROFIT 
CENTER FOR YOUR BANK

Our Property Improvement Loan Insurance 
Plan insures all types of defaults in the 
modernization loan area such as bank
ruptcy, divorces, strikes, skips, etc.

universal assurors inc.

Has the know-how and expertise to custom 
tailor a program to meet the specific needs 
of your bank . . , dependent on your size 
and requirements.

Our Property Improvement Loan Insurance 
Program will add safety, diversity and help 
build volume to balance your current lend
ing operation.

For further information, write or call col
lect. Telephone: (402) 5 5 8 -9 00 0 .

R. D. "DICK" BEATTY 
UNIVERSAL ASSURORS, IN C .
365 N . SADDLE CREEK ROAD 

OMAHA, NEBRASKA 68131
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Every Director Should Have a Copy of Each One

BOARD REPORTS . . .  for The Bank Director $21.00
More effective board meetings begin with effective reports. This 200-page manual 
will help you determine the “quantity and quality" of monthly reports needed by 
directors so they (and management) can make proper decisions. Included are ex- 
amples of reports most needed by directors who want to create policies that lead to 
prudent management. Contains information on many topics such as effective re
porting. . . reports to shareholders. . . .report of examination.. .  bank liquidity and 
capital analysis. Manual illustrates various formats board reports can take. . .  from 
oral to detailed graphic presentation. Author: Dr. Lewis E. Davids.

PLANNING THE BOARD MEETING $5.00
This 64-page booklet provides some workable agenda, suggestions for advance plan
ning and also lists types of reports a board should receive monthly and periodically. 
It emphasizes the need for informing the board as quickly and concisely as possible. 
Contains a chapter outlining a "workable" board meeting, another on visual aids for 
the board meeting. Also contains a model for minutes of the board, plus sample 
forms to communicate status of bank to the board. An excellent “companion" to 
BOARD REPORTS. Author: Dr. Lewis E. Davids.

CORPORATE ETHICS . . .  What Every Director Should Know $23.00 
Society is demanding more disclosure from all businesses, including banking. Thus, 
bankers literally are forced to re-examine policies on types of information that can 
be disclosed publicly. The board's disclosure policy can be a major factor in the 
public's judgment of a bank. The fact that a bank is willing to discuss. . . or make 
public. . . any of its actions will encourage high standards of conduct by the bank 
staff. This manual (over 200 pages) will help directors probe “grey" areas of bus
iness conduct so that directors can establish written codes for their own bank. 
Author: Dr. Lewis E. Davids.

RESPONSIBILITIES OF BANK DIRECTORS $6.00
This book is "right" for today's banking problems. Due to the economic influence 
banks have on their communities, the rapid growth of HCs and the ever-growing 
“consumer" movement, directors must know what is expected of them and their 
bank in terms of responsibilities to depositors, shareholders and the public. This 
manual examines recent court decisions, investment return, continuity of manage
ment, long-range planning, effects of structural changes on competition, and more. 
Author: Raymond Van Houtte, president, Tompkins County Trust Co., Ithica, NV.

I The BANK BOARD Letter

QUANTITY PRICES
408 Olive St., St. Louis, MO 63102

Board Reports Planning The Board Meeting
2 - 4 ............................. $ 1 9 .0 0  ea. 2 - 5 .................. . . . . $ 4 .7 5  ea.

5-7 . . .................. $ 1 8 .0 0  ea. 6 -1 0 .................. . . . . $ 4 .5 0  ea.

8 -1 0 ............................. , $ 1 7 .0 0  ea. 1 1 -2 5 ............... . . . . $ 4 .2 5  ea.

Over 1 0 ...................... $ 1 5 .0 0  ea. Over 2 5 . . . . . . . . $ 4 .0 0  ea.

Corporate Ethics Responsibilities of Directors
2 - 4 .............................. $ 2 1 .0 0  ea. 2 - 5 .................. . . . . $ 5 .7 5  ea.

5 - 7 .............................. $ 2 0 .0 0  ea. 6 -1 0 .................. . . . . $ 5 .5 0  ea.

8 -1 0 .............................. $ 1 9 .0 0  ea. 1 0 -2 5 ............... . . . . $ 5 .2 5  ea.

Over 1 0 .................. . $ 1 7 .0 0 e a . Over 2 5 . . . . . . . . $ 5 .0 0  ea.

Please send:
____  copies, Board Reports $------------------

____  copies. Planning M eeting $ -----------------

_____ copies. C orporate  Ethics $ -----------------

_____ copies. Responsibilities o f D irectors $------------------

_____ T o ta l Enclosed $ -----------------

Nam e &  T i t l e ________________________ _ _ _________________

B a n k _______ __ _____________________ _______________________

S tre e t------------------------------ _ ------------------------------------------------------—

C ity , S ta te , Z i p -------------------------------------------------------------------------- -

(Please send check w ith  order. In  M issouri, add 4 .6%  tax .)

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



This Four Volume
MARKETING LIBRARY

Regular Price
$45.00

NOW
ONLY *3295

How to Plan, Organize and Conduct an Incentive Campaign 
. . . Mid-Continent Banker's newest how-to-do-it manual; a 
complete guide to procedure in evolving an effective in
centive campaign to sell bank services and/or increase bank 
deposits; 96 pages, 16 illustrations; starts by telling you 
premium terms and the history of incentives, roams 
through such topics as trade area studies, tying in with cur
rent events, getting new business from old customers, moti
vating staff members and concluding with a series of six 
case histories of actual bank promotions that obtained ex
ceptional results.

Regular Price: $12.00

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

Regular Price: $8.00

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

Regular Price: $18.00

How to Write Bank Publicity and Get It Published. . . The 
complete guide to procedure in writing publicity releases 
and how to prepare them so that newspaper and magazine 
editors will use them; 61 pages; 12 chapters with titles such 
as " Constructing the News Story," "Placing the News 
Story," "Handling 'Sticky' Situations," "Dealing with News 
Media"; another completely factual, step-by-step how-to- 
do-it manual.
Regular Price: $7.00

MONEY BACK GUARANTEE—If not completely satisfied, return 
within 10 days for full refund.

^ M ID -C O N T IN E N T  BANKER  
4 0 8  Olive, St. Louis, Mo. 6 3 1 0 2

Please send us books checked:

copies. Bank C elebra tion  Book @ $18.00 83. 

copies. Bank P ub lic ity  B ook @ $7.00 ea. 

copies. Planning an Incentive  Cam paign @ $12.00 ea. 

copies, P ro fit-B u ild ing  Ideas fo r  X m as @  $8.00 ea.

S E N D  A L L  F O U R  B O O K S  A T  T H E  LO W  P R IC E  O F  $32.95 
[ ] Check e n c lo s e d ........................................................................................

N a m e ...........................................................T it le

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

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

C ity , S ta te , Z ip

(Check should accom pany order. We pay postage and handling, j 
M issouri banks please include 4 .6 %  sales tax.)
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aggressive marketing programs by 
out-of-town banks, Boatm en’s has 
some concern about multi-cards being 
offered its customers. As the bank ex
plains, a customer who formerly had 
one card with a $500 limit now may 
have three or four cards, each with a 
limit of $500 or more. To measure the 
significance of this developm ent, 
Boatmen’s is reviewing a sample of its 
long-time charge-card customers to 
identify changes in their cred it 
standings on a continuing basis.

In the area of extended terms on 
auto loans, Boatmen’s again is watch
ing closely and is operating on the as
sumption that extended terms are an 
exception to its lending policy and are 
warranted only when a borrower’s 
credit standing justifies.

5jC 5̂

Bank o f  St. Ann, Mo. (Robert W. 
Partney, vice president) —  This bank 
says its installment loan department 
operates with what it believes are 
fewer employees than the national av
erage. Through efficient use of its staff, 
the bank has been able to maintain this 
situation and, thus, keep its costs 
down.

The bank has combined as many 
forms as possible so that some of them 
can be used for loans other than in the 
installm ent-lending category. The 
greatest problem the bank sees on re
vision of forms, and this opinion is 
shared by most bankers, is the numer
ous changes being made in regula
tions. Therefore, the bank tries to 
delay any revisions as long as possible 
since there might be still another re
vision that would require further 
change.

Bank of St. Ann believes it does a 
good job of training personnel. Em
ployees are required to attend certain 
classes, and weekly meetings are held 
with the loan department staff. Also, 
all personnel are made aware of all 
consumer-compliance regs, which, 
along with other loan activities, are 
discussed at instructional sessions.

For the immediate future, the bank 
will look closer at the amount of in
debtedness, value of collateral and 
credit performance of prospective cus
tomers. The bank is not a proponent of 
extended auto-loan terms. It held the 
limit at 36 months for many years, but 
recently went to 42 months. However, 
it doesn’t intend to go beyond these 
terms although it says its competition 
offers 48-month auto loans.

* * *

A m erican  B an k , B a ton  R ouge  
(Charles E. Bradley Jr ., vice presi

dent) —  Because this bank’s monthly 
reports began reflecting a notable in
crease in operating costs, it began 
looking for practical ways to reduce ex
penses. As a result, it has been looking 
for ways to improve department pro
cedures and utilize personnel more 
advantageously. In addition, American 
Bank is converting to a microfiche sys
tem, which should produce a more 
methodical, less costly operation, al
leviate space problems and boost em
ployee morale —  all of which should be 
conducive to reducing expenses.

American Bank’s senior manage
ment, internal audit and attorney help 
installment loan personnel keep up to 
date on consumer regs and revisions, 
and new loans are watched closely by 
management. If any infractions are 
noted, the loan officer is asked to make 
immediate corrections. Personnel 
training is done through seminars, 
monthly meetings and memorandums 
when the need arises.

The bank’s objectives this year in
clude reducing loan-loss risk by im
proving the quality of the installment 
loan portfolio and minimizing losses by 
more positive collection practices on 
delinquent accounts. To attain this 
goal, American Bank has asked officers 
making loans to upgrade their evalua

tion standards and adhere strictly to 
collection-policy instructions. Manu
als of recommended procedures are 
being provided for guidance in judging 
low-risk loans, equating collateral 
value to the amount loaned and collec
tion policies.

* * *

Harris Bank, Chicago (Richard J. 
Wholey, vice president and head/ 
installment finance division) —  Two 
years ago, after this bank found itself 
caught in a profit squeeze of rising 
costs and restrictive rate ceilings, it 
redirected its efforts to the more prof
itable business-lending areas such as 
machinery, corporate aircraft, com
puters, trucks and trailers. This em
phasis on larger-ticket item s has 
brought Harris Bank to the point 
where its current average receivable 
in business installm ent lending is 
$75,000, with an average yield return 
of more than 10%. In contrast, the av
erage outstanding in consumer in
stallment loans is $6,000, with a return 
of about 9.5%.

Most importantly, the bank points 
out, its experience is that the same 
standard costs apply to collecting a 
$75,000 loan as to a $6,000 auto loan, 
and so the implications of this for cost

Kentucky Bank Sued Over ECOA
Up to now, bankers have been looking at various consumer regu

lations as just “a pain in the neck.” However, a Kentucky bank has 
found that these regulations are to be obeyed to the letter.

It was involved in the first lawsuit ever filed by the Justice Depart
ment against a bank to enforce a federal equal credit law. Although 
the bank didn’t admit to violating the law, it agreed to a consent 
decree to conform to the Equal Credit Opportunity Act (ECOA).

Specifically, the bank has agreed to consider alimony, child- 
support payments and public assistance as income in evaluating 
credit applications. The bank also agreed to rectify past actions. The 
decree was filed in the U. S. District Court, Eastern District of 
Kentucky.

The Justice Department did not reveal what prompted the suit.
The suit accused the $3.5-million bank of violating the law by not 

considering married women’s income in loan applications, giving 
preference to men as cosigners of notes, failing to give credit appli
cants notice of loan terms and withholding denial notices and reasons 
for these denials from rejected applicants.

Also, the bank agreed to give Justice attorneys, on request, any 
future credit-decision records. To conform to the ECOA, the bank 
must keep copies of all credit applications and supporting documents 
for a minimum of 25 months after an applicant is notified.

Also, under the ECOA, it must maintain a written record of all 
credit applications made in person.

The decree is effective for 31 months and may be extended by a 
Justice Department request.

Fed Consumer Affairs Director Janet O. Hart says the action may 
make it easier for regulators to encourage lending institutions to 
comply with consumer regulations.
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Beat the
K«M iMM lil^l •M

activists 
to the 
punch!

Everyone—not only consumer 
activists—is up-tight about money 
in these inflationary times. Earning, 
spending, and saving it...making 
the most of it now and for the future.

That’s why Tel-Money—a tape- 
recorded library of 75 topics on 
money and its management—is 
such a timely, powerful advertising/ 
marketing/PR tool. Positions your 
bank as the one that really cares 
about people and their financial 
problems.

Tel-Money answers—over the 
phone and effortlessly on your 
part—questions people now want 
to ask about big and little financial 
matters.

You select topics from Tel- 
Money’s library, audit each, and 
revise if necessary. Tapes on 
unique services or products can 
be custom-made.

If you want your bank to be 
the most respected financial 
counselor in your community, write 
now. Exclusive sponsorship — 
affordable regardless of your size 
—is still available in some markets!

T E L -A M E R IC A LL
222 S. W illiam  Street, South Bend, IN 46625  

219 /23 4 -26 2 4

savings are clear. At present, out
standings in Harris Bank’s installment 
finance division are 75% business and 
25% consumer, compared with the re
verse proportion three years ago. 
Overall in this period, says the bank, 
outstandings have more than doubled, 
and the bank is operating with 20% 
fewer employees.

Harris Bank says one of the reasons 
for going in this direction is Illinois’ 
anti-branching laws. The bank be
lieves that without branching, expan
sion of consumer lending is difficult.

The bank took another step to hold 
down costs after studying its de
linquent-notice procedure. It used to 
issue the first such notice on the fifth 
day after the due date and the second 
notice on the 10th day. However, 
a survey of the U. S. mail system 
showed that slowness in deliveries 
often meant that the first reminders 
and customers’ payments were cross
ingin the mail. Therefore, the bank cut 
out the first notice and kept the 10th- 
day notice. Not only has this stream
lining had no adverse effect on delin
quencies, but the savings have been 
sizable in postage, staff time and forms.

As with most banks, Harris Bank 
believes it’s changing forms monthly. 
Its training and development division 
helps with formal classes for col- 
lection/lending people. These monthly 
classes, supplem ented by review 
classes, focus on Reg B and all other 
federal and state regs.

Lending personnel have been in
structed to tighten up on marginal 
risks. In consumer loans, overbuying is 
discouraged for the customer who 
should be purchasing a Pinto, not a 
Cadillac. The bank points out there’s a 
lot of hidden charge-card debt and so 
is urging its lending personnel to 
be more careful in direct/indirect 
screening. Younger buyers, espe
cially, says the bank, must be watched 
because they haven’t gone through a 
recession. In its floor-plan financing, 
Harris Bank watches car-dealer inven
tories closely because they’re a good 
warning sign of a downturn.

* * sH

In d ia n a  N ation a l, In d ia n a p o lis  
(Percy N. Clark, senior vice president) 
—  This bank, over the past three years, 
has reduced installment lending per
sonnel by approximately 20% as the 
result of several improvements:

Automation of many customer-ser
vice functions, such as year-end inter
est notification and coupon-book prep
arations; placing all new loan 
documentation on microfilm; prepara
tion of output reports on microfiche,

thereby substantially reducing cost of 
reports; automating the installment- 
loan-accounting function by interfac
ing it with the general ledger (financial 
control system); automating, review
ing and improving management and 
analysis reporting and eliminating 
some existing reports.

Cross-training of most regular job 
functions and a consolidation of those 
functions whenever possible; re-eval- 
uation of operating procedures, ter
minating several historical functions 
that provided no benefits; upgrading 
equipment to improve speed and effi
ciency, reducing telephone expense 
by completely evaluating usage of each 
phone assigned and removing costly 
phone options that were not being 
utilized or were not essential.

Combining computer applications 
into one operating system, thereby re
ducing multiple-control functions, and 
centralizing compatible functions and 
eliminating duplicate functions (for 
example, transferring the inquiry sys
tem from the installment area to the 
bank’s central inquiry system.)

To guard against potentially large 
loan losses, Indiana National is very 
selective in choosing loan customers, 
both direct and indirect. Its install
ment loan headquarters reviews each 
direct or indirect loan made for quality 
and adherence to its basic loan policy. 
Moderate-risk loans are emphasized, 
and loans are being liquidated in 
categories termed undesirable and 
high risk. The bank has become more 
stringent about requiring financial 
statements on unsecured borrowing. 
Loan authority at Indiana National is 
granted by position. The installment 
loan headquarters provides review and 
approval of large loans that are over the 
lending authority of branch personnel 
involved. The headquarters also pub
lished a direct-loan manual, which is 
available at every branch and which 
establishes loan policy and procedures 
for all types of consumer-loan re
quests. An indirect-loan manual also is 
available.

The bank’s indirect (dealer) area has 
analyzed the profitability of each 
dealer with which it does business to 
control or potentially limit high-risk 
loans. More stringent repossession 
controls have been developed to make 
sure all refunds and credits are made to 
accounts. Additionally, the bank limits 
advances on autos, links terms to a 
unit’s economic life and looks continu
ally for equity. • •
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W hen mistakes 
happen, it’s 
y o u r neck

W hy you need o u r n e w  insurance package
Even in the best-run banks, 
something w ill go wrong sooner or 
later. And people today sue bank 
officers and directors at the drop of a 
comma. So we’re offering a new 
insurance package tailored to suit 
your needs. You and your bank can 
have complete liab ility protection 
w ithout paying fo r more coverage 
than the actual exposure warrants.

Our d irectors’ and officers’ liab ility 
policy protects you individually from 
“ executive m alpractice” charges. It 
also covers the bank when the bank 
indemnifies d irectors and officers. 
The policy can be extended to 
include the bank’s fiduciary 
responsibilities to its employee 
benefit plan and Keogh 
and IRA funds. Another option is 
coverage of trust department

errors and omissions.
Trust department errors and 

omissions insurance can be 
extended to cover a variety of 
responsibilities, but only the ones 
that apply to your bank: stock 
transfer agent, registrar, trustee 
under bond indenture, dividend 
disbursing agent, fiscal agent, 
escrow agent or sinking fund agent.

You can also get fu ll coverage for 
pension trust liability, an exposure 
greatly increased since the passage 
of the Employee Retirement Income 
Security Act of 1974.

We do all this as part of your 
overall risk management program. 
Phone or write us today fo r a cost 
proposal. (And ask fo r our new free 
publication: Risk Managem ent 
Pocket Seminar.)

Financial Insurance Service, Inc.
1010 Meacham Road • Box 94099* Schaumburg, Illinois 60194* 312/884-3800
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Recession in 1979?  
No, Says Rockefeller 
At Jackson Meeting

By RALPH B. COX, Publisher

W ILL THE NATION have a re
cession in 1979? No, was the 

opinion expressed by Chase Manhat
tan’s David Rockefeller at an annual 
economic symposium sponsored last 
month by Deposit Guaranty, Jackson, 
Miss.

Mr. Rockefeller, chairman of the 
New York City bank, stated that the 
economy should grow “on average 
during the year in the area of 2% .” He 
was expressing the judgment of eco
nomic research performed by analysts 
at Chase Manhattan as he spoke to 
more than 1,400 businessmen and 
bankers assembled in Jackson.

The prediction, he said, actually was 
a conservative one, compared to other 
forecasts. “The Business Council, for 
example, recently predicted growth of 
2-3%. In any event,” said Mr. Rock
efeller, “if there were to be a recession 
this year, it would likely be shallow and 
of short duration.”

Inflation, said the New York banker, 
is still the most serious economic 
problem faced by the nation. But he 
was convinced that the Administration 
recognizes this and will address itself 
forcefully to the problem.

He was encouraged by the Fed’s re
cent posture and willingness to accept 
the economic implications of higher 
interest rates and slower growth in the 
money supply as the “unavoidable 
prices we must pay for a stronger dollar 
and an eventual reduction in the rate of 
inflation.”

For the near term, however, he re
ported that Chase economists see the 
recent OPEC oil-price increase adding 
to consumer prices and pushing infla
tion to around the 8% level this year.

“In real terms,” he continued, “we 
expect to see slower growth in con
sumer spending because of this con
tinued price inflation. Auto sales will 
drop, and volumes in other durable 
goods will be lower. Higher interest 
rates also will continue to slow housing
64

starts, with most of the decline in 
single-family units.

“As to business capital spending, 
this is likely to increase by only a few 
percentage points this year.” Capital 
spending, he explained, already is at 
low levels and is less vulnerable to a 
business downturn than other sectors 
of the economy.

U. S. exports could receive a boost 
from our newest trading partner, the 
Peoples Republic of China. Mr. Rock
efeller pointed out that in 1978 our 
trade with China topped the $ 1-billion 
mark, with more than half that amount 
coming from agricultural exports. That 
figure should be topped easily in 1979 
and continue upward in the years to 
come, he said.

Mr. Rockefeller concluded with 
comments on U. S. capital needs. 
Several years ago, he said, Chase esti
mated the nation’s capital needs at 
about $4 trillion through the decade 
ending in 1985. As we enter 1979, he 
said, we have made little progress to
ward this goal.

One factor undermining business 
investment, he said, is excessive gov
ernment regulation. Business spends 
some $85 billion each year — nearly

SPEAKER David C. Rockefeller (r.) poses with 
host bankers J. H. Hines (I.), ch., Deposit 
Guaranty, Jackson; and John P. Maloney, pres., 
Deposit Guaranty Nat'l Corp. Mr. Rockefeller is 
ch., Chase Manhattan, New York City.

BELOW: "Cast" of speakers for Deposit 
Guaranty's annual economic symposium: G. C. 
Cortright, Mississippi farmer; Philip C. Jackson 
Jr., former Federal Reserve governor; Mr. Roc
kefeller; Mr. Hines; John H. Holloman III, 
Jackson attorney and former member, Federal 
Power Commission.

—

SENATORS Thad Cochran (I.) and James O. 
Eastland (retired) are pictured at bank's lunch
eon session, where Senator Cochran expressed 
his philosophy as a "new" senator for Missis
sippi. In background: John P. Maloney.
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What m akes 
Manufacturers Hanover 
N a l inemployée benefit 
plans for correspondents?
30 years and 800 banks.

Thetrailblazer 
in benefit plans.
MHT stands 
alone
among 
banks in 
the scope
and variety of employee 
benefit plans provided for 
correspondents. We 
were pioneers in the field, 
launching a group life in
surance program in 1947. 
And we continue as in
novators —introducing 
group dental insurance, the 
newest and fastest growing 
fringe, in 1977.

The economy 
of numbers.
MHT currently ad
ministers over 
1,200 plans for 
over 8 0 0  
banks 
across the 
( IS . Our 
benefit 
plans cover 
enough correspon
dent employees 
to fill a stadium—

MHT handles it 
all for you.
Our involvement is total, 
from setting up a plan 
to taking the administration 
hassle off your hands.
We fill out the required 
government forms. We 
provide summary plan de

scriptions. We monitor 
claims. We don’t 
just total premi
ums; we spell 
them out per 
employee.
These days, it 
takes good bene

fits to attract and keep 
good people. With MHT- 

sponsored plans, banks of 
any size can compete 
with the plans offered by 
larger banks and 

businesses.

For more information, 
write or call 
Charles R. Burrows, 

National Division, 
Manufacturers 

Hanover, 3 5 0 Park 
Avenue, NewYork, 

N.Y. 1 0 0 2 2 . 
Telephone: 

(2 1 2 ) 3 5 0 -3 3 5 9 .

over 45 ,000  in all. With this 
kind of group power, we’re 
able to develop top cover
age at low prices. MHT 
group insurance plans are 

available singly or in com 
bination-life, 
major medical, 
disability and 
dental—and 

premiums for all are 
tax deductible, of 
course. Also, 
we’re able to 
build large-corpo
ration advantages 
into pension 
plans, tailored to 
the size and needs of 
each correspondent.

MANUFACTURERS HANOVER
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three-quarters of total private invest
ment in plant and equipment —  com
plying with government regulation.

Some government regulation, he 
admitted, was necessary and proper. 
But the unchecked growth of regula
tion (of over-regulation) poses a danger 
to free enterprise and “our system of 
capitalism.”

He urged all businessmen to ad
vance the message of free enterprise 
by enhancing public understanding of 
the dynamics of the economy, the im
portance of investment to promoting 
growth and prosperity and the inevita
ble relationship between spending and 
inflation.

Mr. Rockefeller noted that the cur
rent economic situation and current 
mood of the people have presented 
businessmen with a unique opportu
nity. “The interest of business, tax
payers, working people, average citi
zens —  all are becoming more and 
more convergent.”

Other speakers followed Mr. Rock
efeller and discussed the real estate 
market, agriculture and outlook for 
energy.

In discussing real estate, former Fed 
Governor Philip C. Jackson Jr. 
pointed out that housing no longer is 
purchased primarily as shelter. It’s an 
investment, he said, in which the 
buyer expects to make dollar profits at 
the same time he enjoys the shelter. 
The new home buyer is not afraid of 
debt, he said, and will commit a higher 
proportion of income to debt service. 
Mr. Jackson resigned the Fed post 
November 17.

In this market, said Mr. Jackson,

who was an Alabama mortgage banker 
before being appointed to the Board of 
Governors in 1975, the public does not 
appear to be deterred by double-digit 
interest rates.

The market also is affected, he said, 
by some purely speculative buying of 
homes, farms and recreational proper
ties. These buyers, he said, have 
added a new dimension to the market.

But despite this new “attitude” to
ward home buying, inflation will be 
the key to the housing market in 1979, 
said Mr. Jackson, and he anticipated a 
national decline in housing starts of 
about 15-20%. “ Multifamily starts 
should be off a higher percentage.” 
Reason: “Rents have not kept up with 
costs.”

Existing home sales, he said, would 
go down less proportionately than new 
housing starts to a pace of some 3 Ms 
million units. This compares with ap
proximately four-million units sold in 
1978.

Profits on commercial properties, he 
said, have been cut by higher costs for 
land, construction, operations and 
capital. But owners have learned that 
these investments have been good 
hedges against inflation in the past. So 
now they are willing to take a lower 
current profit in hope of recovering 
through higher prices later.

Speaking on the agricultural out
look, Mississippi farmer G. C. Cort- 
right told Mississippi businessmen and 
bankers that the current decline in the 
value of the dollar made U. S. agricul
tural products extremely attractive to 
foreign buyers. The export market in 
1978 amounted to $27.3 billion, and

exports are projected at $29 billion in 
1979, according to Mr. Cortright, who 
operates large farming interests in the 
state.

The importance of the export market 
was noted by Mr. Cortright. Total farm 
receipts in 1978 were slightly over 
$100 billion and are projected to 
$110-125 billion in 1979. With some 
30% of this market coming from ex
ports, the value of the dollar and pric
ing of farm products are extremely im
portant, he said. For that reason, he 
said, exports are heavily dependent on 
government “intervention and leader
ship.” Otherwise, he said, a greater 
instability of prices would be experi
enced.

On the subject of energy, busi
nessmen heard a scholarly and histori
cal presentation of the nation’s present 
pricing dilemma on oil and gas and 
“how we got there.”

John H. Holloman III, a local attor
ney and former member of the Federal 
Power Commission, established fairly 
good evidence that what once was 
cheap foreign oil effectively displaced 
our own development of energy re
sources — coal, oil and gas. Now that 
we are so dependent on foreign oil, he 
said, price increases by OPEC, plus 
the current situation in Iran and the 
Persian Gulf demonstrate our vulner
ability to this supply.

The morning conference concluded 
with a luncheon session highlighted by 
presentations from retired Senator 
James O. Eastland and Mississippi’s 
newly elected senator, J. Thad Coch
ran. • •

The Board of Directors is pleased 
to announce the election of

G E O R G E  H . W A L K E R  III 
as P resid en t and C hief E xecu tiv e  O fficer 
and the election of
ED W A R D  J . C O S T IG A N  
as V ice C hairm an

S T I F E L ,  N I C O L A U S  St. Louis •  Alton •  Bloomington 
Chicago •  Chicago Heights 
Clayton •  Denver •  Iowa City 
Kansas City •  Louisville 
Memphis •  Milwaukee •  Moline 
Oklahoma City •  Tulsa •  Wichita

* COMPANY INCORPORATED

500 N. Broadway, St. Louis, MO 63102

New Coupon-Payment System 
Introduced by Burroughs

Burroughs Corp. has introduced a 
new installment loan coupon system 
that permits a bank to encode and as
semble a book “within minutes” after a 
loan is approved.

The company calls its new program 
“Profit Plus.” It enables a bank to 
create a custom package for each loan. 
Information encoded includes name, 
address, descending balance, irregular 
final payment and year-to-date interest 
charges or just account number, 
amount and date.

The firm claims cost benefits from 
the system with elimination of postage, 
correspondence and accounts-payable 
expense when dealing with an outside 
supplier.

For further information, write: Bur
roughs Business Forms Division, 1150 
University Avenue, Rochester, NY 
14607.
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H ie  Illinois Team 
of the Harris Bank.

Meet some of Hubert’s friends, the 
Harris Bankers who travel in Illinois, 
outside of metropolitan Chicago.They 
are dedicated professionals. But, best 
of all, they’re backed by manage
ment that is truly committed 
to a winning effort.

When questions or problems arise, 
call any of these banking experts at 
(312)461-2121.You will get the help 

you need.
You should have 
a Harris Banker?

Left to right: 
Jim Hill, Lew Brown, 

Deborah Wilson, Hubert, 
Russ Holdych.

HARRIS
BANK

Harris Trust and Savings Bank, 111W. Monroe St., Chicago, III. 60690. Member F.D.I.C., Federal Reserve System.
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What Guidelines Should Banks Follow 
Under Community Reinvestment Act?

ROWTH POTEN TIAL for a 
bank today is tied closely to its 

interest in its community. A bank is 
chartered to serve all aspects of the 
community —  the wage earner, 
small-business man, professional and 
the corporation. The public expects, 
and rightly so, that bankers today 
undertake a new dimension of com
munity leadership.

As a rule, banks always have been 
“involved” in the civic life in their 
communities. Being on the board of 
the boys’ club or president of the 
United Way are certainly worthwhile, 
but that’s not the kind of involvement 
required of bankers today. We must 
involve ourselves in the business of 
solving the real problems facing our 
communities. By rea l  problems, I 
mean deterioration of neighborhoods, 
decline of central business districts and 
other related situations with which we 
should deal.

In the Community Reinvest
ment Act, there's no definition 
of "community," but regu
lators give specific dos and 
don'ts for banks to follow in 
developing their own defi
nitions.

The Community Reinvestment Act, 
or CRA, is the part of the 1977 Housing 
and Community Development Act 
that deals with banks’ community in
volvement, or lack of it, in these criti
cal areas. In passing this law, Congress 
was concerned that people who live in 
certain communities (particularly in 
poorer neighborhoods in metropolitan 
areas) may have difficulty obtaining 
mortgage loans, home improvement 
loans, consumer loans or other types of 
loans. Congress concluded that, in 
such cases, local communities can run 
short of needed capital for investment, 
that an already existing adverse condi
tion can be made worse and that a 
grave social problem can be created or 
aggravated.

The intended purpose of this act is to 
halt the practice of “disinvestment.” 
68

by GERALD L. BUSBY 
Vice President 

First National Bank 
Of Tuskaloosa 

Tuscaloosa, Ala.

Basically, disinvestment means lend
ing institutions, believing that certain 
neighborhoods will deteriorate, cease 
to extend housing, small business, per
sonal and other types of loans in those 
neighborhoods.

Congress found that regulated fi
nancial institutions are required by 
existing laws to demonstrate that de
posit facilities serve the convenience 
and needs of communities. The con
venience and needs of communities 
include the need for credit services as 
well as deposit services. Regulated fi
nancial institutions have a continuing 
and affirmative obligation to help meet 
the credit needs of the local com
munities in which they are chartered. 
Affirmative is a word that has become 
quite familiar to all of us. In this con
text, it refers to a “positive program of 
action.”

The mandate this act gives regu
lators differs somewhat from their tra
ditional duties. Regulators we are 
talking about here include the Fed, 
FD IC , Federal Home Loan Bank 
Board and Comptroller of the Cur
rency. In the past, these regulators 
have been responsible for assuring the 
financial soundness of the banking sys
tem. Now, however, they are being 
given the responsibility to see that 
banks comply with consumer laws and 
the Community Reinvestment Act.

Each of the regulators has its own 
way of dealing with this mandate. For 
example, the Office of Customer and 
Community Programs was created 
within the Comptroller’s Office, and 
one of its aims is to stimulate national 
banks to become involved in local re
development efforts. Responsibilities 
of this new office will include 1. Put
ting into effect and coordinating activi
ties of the Community Reinvestment 
Act. 2. Recommending legislative 
proposals. 3. Helping train bank ex
aminers in civil rights and consumer 
law compliance. 4. Liaison work with 
banks, governmental, institutional and 
public-interest and community groups 
concerned with redevelopment.

CRA regulations took effect No
vember 6, and there are some things 
which each of us must have completed 
by this month.

Let’s take a look at what will be re
quired. Financial regulators say that 
it’s more likely that community credit 
needs “will be met when members of 
the community are aware of the 
availability of credit; lending institu
tions are well informed about commu
nity credit needs, and such institutions 
make a sincere effort to meet those 
needs.”

The first part of the proposed regu
lations focuses on the responsibility of 
lenders (1) to define the entire com
munity they serve and (2) to adopt a 
CRA statement that describes types of 
credit being offered to credit-worthy 
members of that community.

The regulators offer no definition of 
“community.” They do, however, give 
specific “dos and don’ts” for banks to go

Bankers are warned not to 
take CRA regulations casually. 
They won't be used only in the 
event of a branch application 
or charter request, but as a 
matter of course in routine ex
aminations.

by in developing their own definitions. 
There are many factors that should be 
considered in this definition such as 
size of a bank, its geographic area and 
local tradition. The local community is 
considered the area that surrounds the 
office, or offices, of the bank, including 
any low- and m oderate-incom e 
neighborhoods in that area. Also to be 
considered are existing boundaries 
such as county lines and SMS As and 
the effective lending territory of the 
bank. Each definition will be examined 
for “reasonableness.”

The board of every bank is required 
to adopt a CRA statement within 90 
days after the regulations take effect. 
The statement must be posted at all 
offices and must include the address of 
the appropriate regulator to whom the 
public may send written comments
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n a m e
y o u r

...and 
it’s one 

dynamic 
package, 

all tied 
in with

Nam e

$ 2 5 0  C L U B
VJtXyOM-

,lá Oiny

Everyone’s favorite Christmas story

c X C h r i s t m a s  C a r o l

comes to life in your new
C h ris tm a s  C lub  P ro g l& m

The Incentive Book

A Dickens of a good PREMIUM
A. Ceramic Hie COLLECTION
B. Christmas Tree Ball

Get the facts about
C h r is tm a s  C lu b

Independent market research 
consistently identifies the Christmas Club 

member as your best customer in your 
most desirable services such as checking, 
savings, loans and certificates of deposit. 
Christmas Club members not only mean 

more business for you but remain loyal longer (75% 
stay with their financial institution 6 years or more). 
Add in the Incentive Book coupons that keep your 

customers coming in year-round, and the power of 
the promotional pieces and premiums. All together, 

they spell success as well as a surge of business 
activity for you from cross-sell throughout 1979!

C. Mug
D. Candle
E. Angel 

Decoration
F. Tray

A l l  to ld ,  **A C h ris tm as  Carol** is a 
multi-part, flexible, lively, promotional force that 
you can use throughout the year to increase 
business and profits.
•  Coupon Books & Jackets •  Passbooks •  
Application Folders •  Checks •  Statement En
closures •  Counter Displays •  Premiums 
Get in touch today to get your 1979 Christmas 
Club Program launched early. Call toll-free: 
(800) 523-9334 New York, New Jersey, Mary
land, Delaware; (800) 523-9440 all other states 
(except Pennsylvania) and ask for Renée Brett.

chRiscraas dab
a corporation

P.O. Box 20  • Easton, Pennsylvania 18042
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concerning the statement. The state
ment must include the bank’s delinea
tion of its entire community and local 
communities and types of credit being 
extended. Types of credit cover mort
gages, consumer loans or loans for 
small businesses, community devel
opment or commercial development. 
Also to be included is a copy of the 
bank’s Community Reinvestment 
notice. Each bank is encouraged to 
provide a periodic accounting of its 
record in meeting its specified 
community-credit needs. The board is 
required to review the statement at 
least annually and to approve any ma
terial changes. The bank also must 
maintain, for at least two calendar 
years, a public file of all CRA com
ments received.

Bank examiners will review the CRA 
statement and the bank’s marketing 
and lending policies and practices in 
assessing a bank’s record in helping 
meet its community’s credit needs. 
The following are factors that will be 
considered in evaluating a bank’s per
formance:

A. Activities conducted by the bank 
to ascertain its community’s credit 
needs, including extent of the bank’s 
efforts to communicate with members 
of the community regarding credit ser
vices the bank provides.

B. Extent of the bank’s marketing 
and special credit-related programs to 
make members of the community 
aware of credit services offered by the 
bank.

C. Extent of participation by the 
bank’s board in formulating the bank’s 
policies and reviewing its performance 
with respect to the CRA’s purposes.

D. Any practices intended to dis
courage applications for types of credit 
set forth in the bank’s CRA state
ments).

E. Geographic distribution of the 
bank’s credit extensions, credit appli
cations and credit denials.

F . Evidence of prohibited dis
criminatory or other illegal credit prac
tices.

G. The bank’s record of opening 
and closing offices and providing ser
vices at offices.

H. The bank’s participation, in
cluding investments, in local commu
nity development and redevelopment 
projects or programs.

I. The bank’s origination of residen
tial mortgage loans, housing rehabilita
tion loans, home improvement loans 
and small business or small farm loans 
within its community, or the purchase 
of such loans originated in its commu
nity.

J. The bank’s participation in gov

ernmentally insured, guaranteed or 
subsidized loan programs for housing, 
small business or small farms.

K. The bank’s ability to meet vari
ous community credit needs based on 
its financial condition and size and 
legal impediments, local economic 
conditions and other factors.

L. Other factors that, in the Comp
troller’s judgment, reasonably bear on 
the extent to which a national bank is 
helping meet credit needs of its entire 
community.

Please do not treat these regulations 
casually. There was some talk that the 
CRA would be important only in the 
event of a branch application or charter 
request. But as it stands now, the ex
aminers will be looking at our CRA 
statements and performances as a mat
ter of course in routine examinations. 
Most of the documentation required 
for compliance with the CRA is in
cluded under the reporting require
ments of the Equal Credit Opportu
nity and Home Mortgage Disclosure 
acts. I personally do not think the CRA 
will present any problem to those 
banks that are sincere about meeting 
the real needs of their communities. In 
fact, used correctly, it can give us 
another opportunity to explain to the 
people who live in our communities 
just what a full-service bank does. • •

Mid-South Bankers Attend CRA Seminar
A BOUT 300 Mid-South bankers at

tended a seminar hosted by 
Memphis Bank on the Community 
Reinvestment Act and the Financial 
Institutions Regulatory and Interest 
Rate Control Act of 1978.

Speakers included representatives 
of major regulatory agencies, who tried 
to explain the two bills’ meaning. They 
said the exact regulations would be

formulated by government agencies 
and will have an impact on the way 
banks operate and how they treat cus
tomers.

The seminar’s host was Earl Trip
lett, chairman of Memphis Trust Co., 
Memphis Bank’s parent HC.

Comments from Mr. Triplett and 
audience members indicated they be
lieved the new laws were an unneces

sary burden. Most bankers believed 
they already had enough regulations 
and paperwork to deal with.

Speakers included Scott Lawyer, 
FD IC regional counsel; John Ros- 
brugh, consumer affairs examiner, St. 
Louis Fed; Joe H. Hemphill, Tennes
see commissioner of banking and a 
former Memphis Bank officer; Henry 
Beaty, general counsel, Memphis 
Bank; Bruce Heitz, regional counsel, 
Comptroller of the Currency, Mem
phis; and Gary Jewel, staff counsel, 
Memphis Bank.

The CRA places “an affirmative ob
ligation on banks — to help meet the 
credit needs of their communities,” 
said Mr. Lawyer. And he predicts 
more rigid legislation if banks do not 
comply.

How a bank observes the law may 
influence regulators’ approval or dis
approval of its applications to open 
branches, merge, relocate offices and 
other matters, said Mr. Rosbrugh.

He said examiners will assess a 
bank’s adherence to CRA policy by re
viewing the public file, lending activi-

Among speakers at Memphis Bank's CRA seminar were (from I.) Bruce Heitz, Comptroller of Currency 
regional counsel, Scott Lawyer, FDIC regional counsel, and Gary Jewel, Memphis Bank staff counsel.
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N ow ... accurate, reliable counting/batching 
o f hard-to-process currency and docum ents
Brandt’s Countess® 829 brings new efficiency 
to banks, retail stores, supermarkets and 
vending operations.
Brandt’s Countess 829 specializes in counting/ 
batching currency and documents in excellent- 
to-poor condition. Thin documents, mutilated 
bills . . .  Countess handies them all quickly and 
accurately.
Countess also features Doubles Detection, so 
there’s no need to worry about two or more 
documents being miscounted as one. An 
indicator light immediately alerts the operator 
if more than one item at a time has gone 
through.
Ease of operation is assured, too. The 829 
counts continuously or in batch quantities from 
1 through 999. And a new, extended stacker 
makes it easier to view documents fed to the 
output hopper during processing.
A variable speed control lets the operator 
reduce speed when counting poor-quality

documents. When documents are in good 
condition, the 829 can count/batch up to 1200 
per minute!
Attractively finished in a soft Desert Tan color, 
Countess 829 is handsomely styled to enhance 
a variety of environments. Even better, it will 
also bring new accuracy, efficiency and 
profitability to your operation.
Call you r nearby Brandt Representative fo r fu ll 
details on the Brandt Countess 829. He’s in the 
Yellow Pages under “Coin and B ill C ounting / 
Wrapping Machines.”
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. . .  f o r  t h e  

BANK DIRECTOR!
BOARD R EPO RTS $21.00

More effective board meetings begin 
with more effective board reports. This 
200-page manual will help you determine 
the “quantity and quality” of monthly re
ports needed by your directors so they, and 
management, can make proper decisions.

Included are examples of reports most 
needed by bank directors. Contributions 
by well-known bank specialists are in
cluded.

CORPORATE ETH IC S $23.00

What every bank director should know 
about CORPORATE ETH ICS. This man
ual (over 200 pages) indicates why bankers 
are re-examining policies on types of in
formation they will disclose to the public.

Bank disclosure policies will encourage 
high standards of ethical conduct by bank 
personnel. This manual will help directors 
establish such codes for their banks. Sev
eral complete sample codes are included.

I f  not *at it fie  d, return book* 
within 10 day* fo r  full refund.

TH E BANK BOARD L E T T E R  
408 Olive St., St. Louis, Mo. 63102

__copies, BOARD REPORTS $ ___
_  copies, CORPORATE ETH IC S $ _  

TOTAL EN C LO SED  $ _

Name _________________ Title___________
Bank___________________________________
Street ___________________________________
City, State, Zip__________________________
(Please send check with order. In Missouri, add4.6% tax.)

ties, loan distribution, advertising and 
board participation in decisions.

The move toward uniform banking 
regulations was attacked by Mr. 
Hemphill. He fears the power that the 
council of the five agencies regulating 
financial institutions could wield and 
added that they could prevent some 
businesses from obtaining loans from 
any regulated institution.

Mr. Beaty questioned the constitu
tionality of the new laws because they 
do not include due process or equal 
protection. Also, they conflict with 
privacy laws at the Tennessee and na
tional levels.

Defending the new laws, Mr. Heitz 
disputed many of Mr. Beaty’s points 
about excessive regulation and possi
bility of unfair enforcement.

“Penalties will not be assessed in an 
arbitrary, capricious manner,” he said.

Mr. Jewel complained about the 
provision that requires insiders to re
port loans from banks with corre
spondent accounts at their own banks. 
Even if the loans were made on a non- 
preferential basis, the new law makes 
them a matter of public record.

The speakers fear that local owner
ship of banks will decline because of 
the new law. Bankers said the provi
sion that requires a detailed audit 
submitted 60 days in advance of ac
quiring more than a 25% interest in a 
bank is almost impossible for most in
dividuals. They feel this provision will 
make it easier for large holding com
panies with their own legal and audit 
staffs to acquire small-town banks. • •

Cost of Making Loan

What does it cost to make an in
stallment loan?

According to the Fed’s 1977 
functional cost analysis, these costs 
were: $41.35 for banks with deposits 
up to $50 million; $43.21 for banks 
with deposits between $50 million 
and $200 million; and $44.48 for 
banks with deposits of more than 
$200 million.

The Fed’s study shows that costs 
to collect payments were, respec
tively, $2.91, $2.77 and $3.48.

Product Development/Management 
To Be BMA Conference Subject

WASHINGTON, D. C. —  The 
Bank Marketing Association will hold 
its first national conference on product 
development/product management 
here March 11-13.

According to the BMA, product-line 
segmentation rapidly is becoming one 
of the most popular and effective 
methods of improving not only cus
tomer-need satisfaction, but bottom- 
line profitability as well. Because reor
ganizing along product lines is a rela
tively new concept in banking, the 
BMA has responded by developing 
this conference.

For early birds, there will be a tour 
of the National Gallery of Arts, with a 
reception and banquet, featuring Rep
resentative Frank Annunzio (D.,I11.).

Community Reinvestment Act Notice
Here is the kind of CRA statement banks must post at all their 

offices. This statement must include the address of the appropriate 
regulator to whom the public may send written comments concern
ing the statement.

“The Federal Community Reinvestment Act (CRA) requires the 
Comptroller of the Currency to evaluate our performance in helping 
to meet the credit needs of this community and to take this evaluation 
into account when the Comptroller decides on certain applications 
submitted by us. Your involvement is encouraged.

“You should know that:
“You may obtain our current CRA statement for this community in 

this office. (Current CRA statements for other communities served 
by us are available at our head office, located a t ------------------------ )

“You may send signed, written comments about our CRA state
ments) or our performance in helping to meet community-credit 
needs to (title and address of bank official) and to the Regional 
Administrator of National Banks (address). Your letter, together with 
any response by us, may be made public.

“You may look at a file of all signed, written comments received by 
us within the past two years, any responses we have made to the 
comments and all CRA statements in effect during the past two years 
at our office located at (address). You also may look at the file about 
this community at (same name and address of designated).”

72 MID-CONTINENT BANKER for February, 1 9 7 9

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



Get to know 
your Commerce 
banker.

Michael Brixey of our 
Correspondent Department 
worked as an FDIC Senior Bank 
Examiner before joining the 
Commerce system in 1977. 
Michael relaxes with golf, 
fishing, hunting and 
archery. He knows all 
phases of 
banking—loans, 
operations and 
investments.
When it comes to 
correspondent banking,
Michael Brixey can 
do the most for

Frampton Rowland 
joined Commerce in 1963 
after studying at Indiana 
University, Oklahoma and 
K-State, and stints with the 
U.S. Army Medical Corps 
and a large finance 
company. Now he’s an 
experienced Calling Officer 
for our Correspondent 
Department. Whatever 
your needs, Frampton 
Rowland can help.

H.C. Bauman went to William Jewell 
College. Before joining Commerce in 
1975, he was chief executive officer of 
a Kansas City area bank. Today, he’s 
Manager of our Kansas and Oklahoma 
Groups. This former Air Force captain 
enjoys racquetball and tennis, as well 
as helping you with all your 
correspondent requirements. Look for 
him soon.

you.

We’re the leading correspondent bank in the Midwest.
What can we do for you?

MCommerce Bank of Kansas City-1 niL O IA/-I A r.A/- /oo a onnn MEMBER FDIC w10th & W a ln u t 8 1 6 /2 3 4 -2 0 0 0
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B o a r d r o o m  N e w s
Promotions • Appointments • Retirements

COOK HARRISON SOUTHWOOD DeLACEY

began working for the bank in 1950. 
He became vice president and trust 
officer in 1970, senior vice president in 
1971 and executive vice president/ 
trust division in 1973.

Rismiller Named President 
Of Commerce Bank of KC; 
Miller Is Vice Chairman

Senior-Management Changes 
Made at 3rd Nat'l Bank, HC; 
To Be Effective April 18

NASHVILLE —  Charles W. Cook 
Jr. has been named president of Third 
National, and John E. Southwood has 
been named president of the bank’s 
holding company and bank vice chair
man. Both promotions will become 
effective April 18 at the HC’s annual 
stockholders’ meeting.

J. G. (Gib) DeLacey, executive vice 
president of both organizations, will 
become vice chairman of the bank and 
HC. Clifford J. Harrison Jr., executive 
vice president, will become a bank vice 
chairman.

Mr. Cook, who started working 
part-time at the bank at age 15, joined 
it full time in 1959. He was promoted

to vice president, banking division, in 
1969 and senior vice president, com
mercial loan division, in 1972. He was 
elected executive vice president in 
1976.

Mr. Southwood joined the bank in 
1952 and became a vice president in 
1968. He was named senior vice presi
dent, commercial loan division, in 
1972 and executive vice president in 
1976.

Mr. DeLacey joined the HC in 1977 
as executive vice president and in 1978 
was made an executive vice president 
and cashier of the bank. A certified 
public accountant, he came to the bank 
from Federated Department Stores, 
Cincinnati, where he was treasurer 
from 1971-76.

Mr. Harrison is responsible for the 
trust, retail, services and operations 
and human resources divisions. He

KANSAS CITY —  David A. Rismil
ler, formerly executive vice president, 
has moved up to president of Com
merce Bank. He succeeds P. V. Miller 
Jr., who was elected vice chairman.

Mr. Rismiller joined the bank in 
February, 1974, as senior vice 
president/metropolitan division. Sub
sequently, he worked in thè retail, na-

RISMILLER MILLER

tional and correspondent divisions. In 
Decem ber, 1974, he was elected  
executive vice president and, the fol
lowing October, was made a director. 
Before going to Commerce Bank, Mr. 
Rismiller was with National Bank of 
Columbus, O.

Mr. Miller, with Commerce Bank 
since 1947, became vice president in 
1954, senior vice president in 1964 and 
president in 1966.

Leslie Elected President 
At Union of Montgomery

MONTGOMERY, ALA. —  Henry 
A. Leslie has become president and 
chief executive officer, Union Bank. 
He replaces John Maples Jr., who re
tired in December. Robbins Taylor has 
become chairman of the board.

Mr. Leslie was on the faculty of the

DU QUOIN STATE BANK
DU QUOIN, ILLINOIS

Comparative Condensed Statement December 31, 1978-1977

RESOURCES
1978 1977

Cash and Due From Banks ............................................... ........................... $ 2,747,806.79 $ 3,214,132.40
U. S. Government Securities ............................................ ............................. 6,240,297.11 7,225,520.39
State, County, Municipal Bonds & Warrants ................ ........................... 6,616,595.81 6,255,571.94
Other Domestic Securities ................................................. ............................. 719,103.32 932,939.47
Federal Reserve Bank Stock ............................................ ............................. 90,000.00 84,000.00
Federal Funds Sold ............................................................ ............................. 250,000.00 450,000.00
Loans & Discounts .............................................................. .............................  23,152,079.84 20,129,718.68
Banking Premises (Inc. Furn. & Fixtures) ........................ ............................. 874,934.54 298,538.64
Interest Earned and Not Received .................................... ........................... 418,308.81 360,363.80
Other Assets ....................................................................... ............................. 22,893.43 21,025.93

TOTAL .............................................................................. ............................. $41,132,019.65 $38,971,811.25
LIABILITIES

Capital Stock ..................................................................... ............................. $ 500,000.00 $ 500,000.00
............................. 2,500,000.00 2,300,000.00

Undivided Profits................................................................ ............................. 1,108,895.68 812'728.27
Reserved for Bad Debt Losses .......................................... ............................. 203,481.81 191,753.25
Other Reserves ................................................................... ............................. 27,000.00 79,806.59

............................. 35,881,966.09
Interest Collected But Not Earned.................................... ........................... 529^090.87 480^013.41
Accrued Interest and Expenses Payable ......................... ............................. 381,585.20 344,738.88

TOTAL .............................................................................. ............................. $41,132,019.65 $38,971,811.25

O FFICERS K. J. Eaton, Assistant Cashier
Kenneth E. Cook, President Charlotte Schafer, Assistant Cashier

W. A. Jaseeko, Exec. Vice Pres. & Cashier Dolores Bryant, Assistant Cashier
Harold Kuehn, Vice President George Edward Watson, Assistant Cashier
W. C. Pfeiffer, Vice President Edward Morrison, Assistant Cashier

Member Federal Deposit Insurance Corporation Member Federal Reserve System
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The Board of Directors of First National Bank in Little Rock 
proudly announces the election of Edwin C. Kane as 
Chairman of the Board and Chief Executive Officer and 
William L. Cravens as President.
Chairman since 1967, B. Finley Vinson will serve 
the Board as Vice Chairman and as Chairman of the 
Trust Committee.
This broadened senior management team has established 
a proven record of corporate and community leadership 
virtually unmatched in Arkansas.
At First National, leadership continues to mean more.

FIRST NATIONAL BANK IN LITTLE ROCK

MID-CONTINENT BANKER for February, 1 9 7 9 75

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



University of Alabama for more than 10 
years, beginning in the College of 
Commerce, later as professor of law 
and assistant dean of the Law School.

Mr. Taylor has been a director since 
1966 and has served as vice chairman

since 1974. He is chairman and presi
dent, Standard-Taylor Industries, 
Inc., Montgomery.

Mr. Maples, after a banking career 
of 44 years, joined the bank in 1964 as 
executive vice president. He became

CONSOLIDATED STATEMENT OF CONDITION

MERCHANTS NATIONAL BANK OF

MOBILE, ALABAMA

AND THE MERCHANTS NATIONAL BUILDING CORPORATION

At the Close of Business December 31, 1978

ASSETS

Cash and Due From Banks ............................................... $ 80,524,909
U. S. Treasury Securities ................................................... 61,878,408
Securities of Other U. S. Government Agencies and

Corporations ....................................................................... 8,199,006
Obligations of States and Political Subdivisions ......... 31,700,605
Other Securities ................................................................ 2,788,472
Federal Funds Sold ............................................................ 8,750,000
Loans ............................................................................. 364,099,317

Less: Reserve for Possible Loan Losses ................ (4,550,000)
Unearned Interest on Loans ...................................... (9,052,456)
Net Loans ....................................................................... 350,496,861

Bank Premises and Equipment ........................................ 13,744,810
Customers’ Acceptance Liability ...................................... 1,467,864
Income Earned But Not Collected ................................. 6,925,213
Other Assets ....................................................................... 2,097,814

TOTAL ASSETS .............................................................. $568,573,962

LIABILITIES
Deposits ................................................................................ $502,100,738
Federal Funds Purchased and Securities Sold

Under Agreement to Repurchase ............................... 15,700,000
Liabilities for Borrowed M on ey ........................................ 5,577,211
Mortgage Payable (Merchants National Building Corp.) 125,000
Bank’s Acceptances Outstanding ...................................... 1,467,864
Reserves for Accrued Taxes, Unearned Income,

Interest and Expenses ..................................................... 3,752.152
TOTAL LIABILITIES ................................................... $528,722,965
SUBORDINATED CAPITAL N O T E S ...................... 10,000,000

CAPITAL ACCOUNTS
EQUITY CAPITAL

Common Stock .............................................................. 3,500,000
Surplus ................................................................................ 16 500 000
Undivided Profits .............................................................. 9,850,997

TOTAL EQUITY CAPITAL ACCOUNTS ........... $ 29,850,997
TOTAL LIABILITIES, RESERVES AND

CAPITAL ACCOUNTS ............................................ $568,573,962

Contingent Liability on Letters of Credit Issued
But Not Drawn Against ................................................. $ 9,073,448

MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION

LESLIE

director in 1966 and will continue as 
such. Prior to joining Union Bank, he 
was senior vice president, Birming
ham Trust National.

Clarke Elected Chairman, CEO; 
Jones Elected President 
Of Fidelity Bank of OC

OKLAHOMA CITY —  Wilfred A. 
Clarke, president, Fidelity of Ok
lahoma, Inc., has become chairman 
and chief executive officer, Fidelity 
Bank, and chief executive officer of the 
HC. Jack T. Conn continues as chair
man of the HC and is now vice chair
man of the bank.

Forrest D. Jones, executive vice 
president, has been elected president 
and chief administrative officer of the 
bank.

Mr. Clarke, a native of Ontario, 
Canada, joined Fidelity in 1974. He 
was president of Springer Corp., a 
New Mexico conglomerate, for two 
years. During his 10 years at Bank of 
New Mexico, Albuquerque, he was 
CEO, president and chairman. Also, 
he has been vice president, United 
California Bank, San Francisco, and 
worked in a variety of management po
sitions at Royal Bank of Canada from 
1950-60.

Mr. Jones joined Fidelity in 1964 as 
vice president, consumer lending. 
Prior to joining the bank, he had been 
with a commercial finance company for 
25 years. He was promoted to senior 
vice president in 1966 and to executive 
vice president in 1974. He has served 
on the bank’s board and executive 
committee since 1970 and on the HC’s 
board since its formation in 1974.

CONN JONES CLARKE
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Louis H. Brigham has been elected 
senior vice president/division adminis
trator of marketing of the bank. He 
joined the bank in 1968 and was ap
pointed vice president in 1972.

New vice presidents are Vernon 
Bowen, manager, consumer loans/ 
retail banking; Ron Bowles, trust offi
cer and director/trust operations; 
Karen C arter, administrative di- 
rector/support division; and Dan 
Love, manager, automated loan 
control/credit administration depart
ment.

Hobson, Morris and Newman 
Promoted at Memphis Bank

MEMPHIS —  Lynn Hobson, C. G. 
“Gus” Hobson and James M. Newman 
Jr ., all of whom head Memphis Bank’s 
correspondent bank department, have 
been promoted to senior vice presi
dents.

Mr. Hobson, who has been at the 
bank 14 years, has been in its branch

system and in the public affairs and 
correspondent bank departments.

Before joining Memphis Bank in 
1976, Messrs. Morris and Newman 
were managers of Union Planters Na
tional of Memphis’ correspondent 
bank department. They have been 
trust vice presidents since 1976 at 
Memphis Bank.

J. M. Hi rs Elected President 
Of American of Mobile

MOBILE, ALA. —  James M. Hirs 
has been named president and a direc
tor of American National. C. M. A. 
Rogers III has retained his position as 
chairman and CEO of the bank.

Mr. Hirs previously was executive

Statement of Condition
December 31, 1978 

RESOURCES

Cash and Due from banks . . 
U. S. Government Bonds 
Other Bonds and Securities
Federal Funds ........................
Loans ......................................
Bank Building and Equipment
Other Assets ..........................

TOTAL RESOURCES ___

$10,262,260.36
21,428,840.79 $ 31,691,101.15

............................. 8,072,414.12

............................. 25,700,000.00
............................... 37,987,202.90
............................... 1,914,053.69
...............................  1,511,402.48
.................................$106,876,174.34

Capital Stock ......................
Surplus .................................
Undivided P ro fits .................
Reserves ...............................
Demand Deposits ..............
Savings Deposits.................
Interest Collected Unearned
Other Liabilities .................

Total Liabilities ..............

LIABILITIES

............  $ 750,000.00

............  2,800,000.00

............  4,221,977.28

............  898,213.39 $ 8 ,670,190.67
................................................ 60,448,361.54
................................................ 33,838,096.43
................................................ 554,554.10
...............................................  3 ,364,971.60
...............................................  $106,876,174.34

O FFI CE RS
SYLVESTER F. WITTE ...........
WALTER C. BRANNEKY
FLETCHER E. WELLS ...........
HUBERT V. KRIEGER ...........
JERRY L. BYRD .....................
EARL R. LUNDIUS ...............
WILLIAM O. ROBARDS........
FRED G. FETSCH .................
LEONARD W. HUDDLESTON
JACK K. ISHERWOOD -----
MARIE WELLINGHOFF .........
BARBARA H. BELL ...............
DOUG BRANNEKY .............
NANCY COLE .....................
RUTH DICKEY.......................
VIRGINIA F. HAUSER .........
CHARLES C. SMITH .............
EARLENE TAYLOR ...............
WALLACE J. SHEETS .........
FLETCHER E. WELLS II ___
F. GILBERT BICKEL .............
IRMA G. HASTINGS ...........
PHYLLIS SPELL .....................

.......................................Chairman
...................................... President
Senior Vice President and Cashier
.............Auditor and Comptroller
................................ Vice President
................................ Vice President
................................ Vice President
...............Assistant Vice President
...............Assistant Vice President
...............Assistant Vice President
...............Assistant Vice President
............................Assistant Cashier
............................Assistant Cashier
............................Assistant Cashier
............................Assistant Cashier
............................Assistant Cashier
............................Assistant Cashier
........................... Assistant Cashier
..................................Trust Officer
.............Manager Woodson Road
..............................Vice President

.........Manager Proof Department
........ Assistant Manager— Facility

DI RE C TO RS
SYLVESTER F. WITTE, Chairman 

F. GILBERT BICKEL, D.D.S.
WALTER C. BRANNEKY

SANDY J. CORTOPASSI
ANDREW W. GAROFALO 

LOUIS H. GRONE JR.
ROBERT E. JONES 

EARL R. LUNDIUS
HARRY A. McKEE, JR.

WALTER F. ROCKLAGE 
EDWIN C. RYDER, JR. 

FLETCHER E. WELLS

...bigger to 
serve you better

BANK & TRUST CO.
8924 St. Charles Road 
St. Johns, Mo. 63114 

MEMBER F.Dn.C.
N O W , THREE LOCATIONS —  New Mini Bank at 

3 580  W O O D S O N  ROAD & 9229  NATURAL BRIDGE
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vice president and senior vice presi- 
dent/asset management.

Also promoted were L. Duane Lane 
to vice president/trust officer and Har
rison Galloway and Ronald M. Moore 
to assistant cashiers. Mr. Lane joined 
American National in 1961; Mr. Gal
loway, in February, 1978; and Mr. 
Moore, this past summer.

First of Fort Worth Adds 
Operations Services Unit

FORT WORTH — B. J. Crow, 
senior vice president and trust officer, 
has been named head of the new oper
ations services unit in the investment 
management group (trust services) of 
First National. The unit is responsible

MANUFACTURERS BANK & TRUST COMPANY OF ST. LOUIS 
COMPARATIVE STATEMENT OF CONDITIONS  

DECEMBER 31, 1978 AND DECEMBER 31 , 1977

Assets

Cash and Due from B anks......................................
U. S. Government Obligations .............................
U. S. Government Agencies Securities ................
State and Municipal Bonds ....................................
Other Bonds, Notes and Debentures....................
Stock-Federal Reserve Bank ..................................
Federal Funds Sold and Securities purchased 

under agreement to resell ..................................
* Loans and Discounts ...............................................

Furniture, Fixtures and Equipm ent.........................
Bank Premises ..........................................................
Overdrafts ........... .....................................................
Accrued Income Receivable and Prepaid Expenses 
Other Assets ............................................................

Liabilities

Capital Stock .........................................................
Surplus .....................................................................
Undivided Profits .....................................................
Accrued Taxes, Interest and Expense ..................
Federal Funds Purchased and Securities Sold . . . 
Interest-bearing Demand Notes issued to

the U. S. Treasury .............................................
Deposits ...................................................................

* Loans as shown are less Loan Reserves.

1978
$ 16,705 ,898 .00

27.800 .132 .00
18.839 .130 .00
11.578 .755 .00  

203 ,000 .00
248 .450 .00

21,000,000.00
5 3 .117 .150 .00

627 .958 .00
854 .586 .00
211 .456 .00

2 .007 .351 .00
808 .477 .00  

$154 ,002 ,343 .00

$ 1 ,951,280 .00
6 .3 3 0 .12 0 .0 0
2 .567 .176 .00
1 .097.896 .00
9 .2 0 7 .60 6 .0 0

15.717 .191 .00  
117 ,131 ,074.00

$154 ,002 ,343 .00

1977
14.688 .996 .00
36 .104 .208 .00
14.087 .036 .00
12.950 .356 .00  

—0—
245 .700 .00

17,000 ,000 .00
44.5 11 .4 7 0 .0 0

381 .251 .00
883 .160 .00
202 .912 .00

2 .193 .222 .00  
46 ,756 .00

$143 ,295 ,067 .00

$ 1 ,858,370 .00
6 .330 .120 .00
2 .144 .138 .00
1 .054.813 .00
3 .452 .464 .00

—0—
128,455 ,162.00

$143 ,295 ,067 .00

We are a strong, attractive alternative for your correspondent banking needs in St. Louis.

c ,M a n u f a c t u r e r s  ° B a n l^

& TRUST COMPANY of ST. LOUIS 
1731 SOUTH BROADWAY •  ST. LOUIS. MO. 63104 

314/421-3200
MEMBER FEDERAL RESERVE SYSTEM 

MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION

CANTON EXCHANGE BANK
CANTO N, MISSISSIPPI

Condensed Statement of Condition as of December 29, 1978

ASSETS
Cash on Hand and Due Bank Premises,

from Banks ........................... ......................... $ 4,838,000.00 Furniture and Fixtures ...................... ...........  340,000.00
United States Other Real Estate .................................. ...........  4.00

Government Bonds .............. ......................... 1,870,000.00 Accrued Income Receivable and Other
Obligations of Resources............................................. ...........  894,000.00

Federal Agencies .................. ......................... 3,600,000.00 TOTAL........................................ ...........  $46,553,004.00
State, County, Municipal, Other

Bonds and Securities ........... ......................... 6,199,000.00 LIABILITIES
........................  4,500,000.00

25,017,000.00 Capital Stock ........................................ ........... $ 810,000.00
Surplus ................................................... ...........  2,050,000.00

373,000.00 Undivided Profits .................................... ...........  234,000.00
Other Liabilities ...................................... ...........  455,000.00

Valuation Reserve ........... 332,000.00 Deposits................................................... ...........  43,004,004.00
TOTAL ............................................. ...........  $46,553,004.00

O F F IC E R S
FRANK E. ALLEN ........... ...................... Chairman of Board MRS. NANETTE E. SUTHERLAND ........... Asst. Cashier

and President MRS. EDITH H. EVERETT . . . . ..................Asst. Cashier
MRS. FLORA J. RIMMER ......................................Exec. Vice MRS. DOROTHY MEASELLS .. ..................Asst. Cashier

President and Trust Officer MRS. ELWYN S. LATIMER ___ ..................Asst. Cashier
EARL J. QUINN ................ .............................Vice President MRS. ZELLA D. BUNTYN ......... ..................Asst. Cashier
DOUGLAS RASBERRY . . .............................Vice President EDWIN A. LOFTON ...................... ............. Mgr. Ridgeland

and Cashier Branch Bank and Asst. Vice President
JAMES M. CHANDLER . .............................Vice President MRS. SELENA OAKLEY ............. ................Asst. Cashier,
F. E. ALLEN, JR .................. .............................Vice President Ridgeland Branch Bank
JIMMY JAMES .................... ...................... Mgr. East Branch MRS. JANE HENDERSON ......... ................Mgr. Madison

and Asst. Vice President Branch Bank and Asst. Cashier
Member Federal Deposit Insurance Corporation

IN OUR 99th YEAR

for the following services: asset man
agement, corporate and professional 
services, operations and personal fi
nancial.

In other action, G. L. Weaver, vice 
president and trust officer and a pe
troleum engineer, has assumed ad
ditional responsibility of managing 
asset management services, including 
securities, oil and gas property and 
urban, suburban and agricultural real 
estate.

Don Jancosek, vice president and 
trust officer, has been named manager, 
securities management area.

KING CROW

King Named Vice Chairman, 
United Mo. Bank of KC

KANSAS CITY —  Richard C. King 
has been elected vice chairman of the 
board and chief administrative officer 
of United Missouri. He joined the 
bank from Planters State, Salina, Kan., 
where he served as president. Mr. 
King fills a newly created position on 
the bank’s executive committee re
porting to the chairman for the opera
tions and retail customer services de
partments of the bank.

Mr. King also is president and a di
rector of United Bancshares, Inc., 
Salina, the one-bank HC of Planters 
State. In addition, he is a director of 
the Exchange Bank of Schmidt & 
Koester, Marysville, Kan.

Seventeen Promotions Announced 
At Liberty Nat'l of Louisville

LOUISVILLE —  Liberty National 
has announced the following officer 
promotions: Oscar S. Bryant Jr. to 
executive vice president; Malcolm B. 
Chancey Jr. to executive vice presi
dent, cashier and member of the 
executive committee; Vincent Welch 
to executive vice president/bank policy 
and planning; Hugh M. Shwab III to 
executive vice president/leasing  
group; and R. K. Guillaume to execu
tive vice president/corporate group.

Newly elected senior vice presi
dents of the corporate group are J. K.
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Volkerding and C. Louis Edmondson, 
commercial division, and John L. G. 
Richards, national banking division.

In the retail group, J. H. Shipman 
has been named executive vice presi
dent. John P. Knight Jr. has been 
named senior vice president/branch 
banking.

Robert G. Scherer, head of Liberty’s 
trust group, has been appointed execu
tive vice president. Named senior vice 
presidents in that group were H. Scott 
Davis, William G. Duncan Jr. and 
Benjamin F. Few Jr.

Ted R. Frith has been appointed 
senior vice president/marketing.

In the mortgage loan group, John Y. 
Van Bibber has been elected execu
tive vice president, and William J. 
Bremner has been promoted to senior 
vice president/money management.

Smith to Take New Post 
At Northern Trust HC;
Other Changes Announced

CHICAGO — The board of North
ern Trust Corp., parent company of 
Northern Trust Bank, has accepted 
Edward B. Smith’s plan to resign as 
chairman of the corporation and be
come chairman of its executive com
mittee following the annual stock
holders’ meeting in March.

E. Norman Staub will continue as 
chairman and CEO of the bank and in 
March will become chairman and CEO 
of the parent company.

Philip W- K. Sweet Jr. continues as 
president of Northern Trust Corp. and 
Northern Trust Co.

In other action, the board named 
five senior vice presidents. They are 
Harold E. Hindsley, metropolitan; 
Perry R. Pero, financial services; Cur
tis E . Skinner, Mid-Continent; and 
Stephen B. White, national, all of the 
banking group; and James N. von 
Germeten, trust department. Richard 
W. Resseguie, senior vice president, 
became deputy department head, 
banking department.

Named vice presidents were: John 
A. Camphouse, administration; Glen 
T. Rey and Richard D. Schonhoff, 
banking; Sibrand S. Jurriaans, Robert 
S. Phillips and Norman A. Plagge, in
ternational; Richard A. Arndt, Bruce 
W. Burnham, John J. Borland, Gifford 
H. Hampton III and J. Terrence Mur
ray, trust.

Northern Trust Corp., parent HC of 
Security Trust, Miami, opened a trust 
company in Naples, Fla., in mid- 
January.

Robert T. Morse Jr. is president, 
Security Trust, Naples. He had been 
vice president, Security Trust, Miami.

STATEMENT OF CONDITION, DECEMBER 31, 1978
RESOURCES

Cash and Due From Banks .......................................................... ...............................................................................  $ 13,640,000.00
U. S. Treasury Securities .............................................................................................................................................. 11,158,000.00
Securities of U. S. Government Agencies .................................................................................................................  6,145,000.00
Obligations of State and Political Subdivisions ........................................................................................................  9,206,000.00
Other Securities ..............................................................................   165,000.00
Federal Funds Sold ......................................................................................................................................................   7,900,000.00
Loans, Net ................................................ ..................................... ....................................... * .......................... * • • * 64,751,000.00
Bank Premises and Equipment ...............................................................................................................* .................... 1,336,000.00
Real Estate Owned Other Than Bank Premises ...........................................................................................................  30,000.00
Interest Accrued— Not Collected  ............................. ................................................................................. 1,012,000.00
Other Assets ....................................................................................................................................................    420,000.00

$115,763,000.00

LIABILITIES
Capital .......................................... ....................................................................................................... * ............. $ 1,000,000.00
Surplus ........................................................ .................................................... .............................................................  1,000,000.00
Undivided Profits .................      5,048,000.00
Reserve for Contingencies and Other Capital Reserves ................................................. ..................................................  68,000.00
Accrued Payables .........................................................................     924,000.00
Dividend Payable ...............................................      50,000.00
Other Liabilities ...........................................................................    377,000.00
Deposits......................................................................................    107,296,000.00

$115,763,000.00

OFFICERS
W. E. TERRY, Chairman WALTER BARNES, President DAVID NEWELL, Exec. V.P.

J. HOUSTON COCHRAN 
JAMES L. ELLIS, Auditor 

BENNY D. FRESMIRE 
JAMES FREEMAN 

WILLIAM A. GUNTER, JR.

NATHAN BUCKLEY

JOE BUTLER 
POLLY CARROLL 

BARBARA GILLIAM

ROBERT A. CALDWELL 
Trust Officer

Vice Presidents 
J. RAY HIGHT 

M. H. MADDOX 
TED MOORE, Cashier 
RAYMOND E. MOTT 

Secretary to the Board

Assistant Vice Presidents 
MARGUERITE HOLDER 

CHARLES BUTCH MADDOX

Assistant Cashiers 
JUDY HUBANKS 
VARA HUDSON 

PATTI LONG 
JAMES STEVE WEST 

Assistant Auditor

J. H. SCOTT 
Trust Officer 

GEORGE SHELTON 
J. BEN SHELTON 

Security Officer 
FLOYD T. WATKINS JR.

GERALD LONGMIRE 
CHARLES VUNK

JUNE MOTT 
SCHERRY PRIDDY 

IRWIN VANN

J. DAVID WALL 
Data Processing Officer

The First National Bank
of Jackson
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PROPOSED AFFILIATE

THAT’S US, 
ALL OVER
First Alabama has 16 
affiliate banks and six 
bank-related affiliates, with 
a total of 110 convenient 
offices throughout the 
state to serve you.
And more are coming.

first 
Alabama

/Bank
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BOARD OF DIRECTORS

HEFNER SCHROEDER GRIFFITHS

National Boulevard, Chicago, has named several top-management 
personnel: Richard T. Schroeder, Edward G. Griffiths and Robert 
G. Hefner, all senior vice presidents, and David M. Ransford, vice 
president.

New senior vice presidents at Harris Bank, Chicago are: RollandS. 
Carlson, operations; F. W endell G ooch, trust; and Joh n  L. Ste
phens, public/employee relations. M ichael M. Karnes, group execu
tive in charge of money market/investment portfolio group, was 
elected senior vice president.

CARLSON GOOCH STEPHENS

John D. Lewis has been named vice president, controller depart
ment, Detroitbank Corp. In action at Detroit Bank, Donald E . 
Draper and Robert W. Reas were made vice presidents, personal 
trust and trust real estate, respectively.

St. Louis’ Mercantile Trust has promoted R obert I. Bean, Leslie M. 
Boll and Glennon C. Reitz to vice presidents and R ichard M. Cox, 
G en eE . G illespie, W alter W. Granneman  and N. Randall Phillips to 
assistant vice presidents. Mr. Reitz also assumed additional respon
sibilities as senior officer, trust probate.

First National, Oklahoma City, has announced several promotions: 
Edw ard G. Alexander and Sam C. G ilm ore, senior vice presidents; 
William B. Strecker  and Herman L. W indsor, vice presidents; and 
Dan L. G raham , assistant vice president.

D. Phillip Setterlund was elected vice president/operations divi
sion, Boatmen’s National, St. Louis.

New appointees at Fourth National, Wichita, are: R obert W. As- 
mann, executive vice president; Kay Walton, Shari Bevan, William 
E. Akers, M artha Butler, Edwin T. Coons and David Strohm, all 
assistant vice presidents.

Jesse Q. Ozbolt has joined First City National, Houston, as vice 
president/chief petroleum engineer, petroleum and minerals de
partment. Previously, he was manager of engineering, Texas Eastern 
Transmission Corp.

New appointees at First American National, Nashville, are: Roy 
W. Calvert, Larry B. Eley  and M ark D. Linville, all vice presidents 
and trust officers.

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

M artha 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. M cKone
President
Libbey-Owens-Ford Company

Ellis B. M erry
Former Chairman 
National Bank of Detroit

Irving Rose
Partner, Edward Rose & Sons

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

Robert B. Semple
Chairman
BASF Wyandotte Corporation

Nate S. Shapero
Honorary Chairman and Director 
and Chairman of ExecutiveCommittee 
Cunningham Drug Stores, Inc.

G eorge A. Stinson
Chairman
National Steel Corporation

Peter W. Stroh
President
The Stroh Brewery Company

Advisory Members 

Ralph T. McElvenny
Former Chairman
American Natural Resources Company

Peter J. Monaghan
Monaghan, Campbell, LoPrete & McDonald

NATIONAL DETROIT CORPORATION
National Bank of Detroit
611 Woodward Avenue, Detroit, Michigan 48226
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You can tell a 
lot about a 

corporation by the 
way it grows.

• Our lead bank, National Bank of Detroit, 
is the largest in Michigan and eighteenth in 
the United States.
• Six other subsidiary banks strategically 
located throughout the state of Michigan 
bring the total number of retail banking 
offices to 133.
• 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 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 10% and 
the dividend rate has increased at a compound 
annual rate of 8%. 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 and our latest finan
cial reports are available by writing to our 
Financial Communications Department.

CONSOLIDATED BALANCE SH EET-D ecem ber 31,1978
(dollars in thousands)
ASSETS

Cash and Due from Banks (including  
Foreign O ffice  Tim e Deposits of $836,173)......................  $2,314,887

M oney Market Investments:
Federal Funds S o ld ....................................................................  1,139,600
Other Investm ents.......................................................................  36,532

1,176,132
Trading Account S ecurities—At Lower of 

Cost or M arket...................................................................................  42,814
Investm ent S ecurities—At Amortized Cost:

U.S. T reasury .................................................................................  512,615
States and Political Subdivisions........................................  771,569
Federal A gencies and O th er..................................................  41,239

1,325,423
Loans:

C om m ercial....................................................................................  2,214,950
Real Estate M ortgage ................................................................  940,860
C onsum er........................................................................................  546,801
Foreign O ffic e ...............................................................................  417,994

4,120,605
Less Reserve for Possible Loan Losses............................ 54,090

4,066,515
Bank Premises and Equipment (at cost less

accum ulated depreciation of $58,250)...............................  78,214
Other Assets....................................................................................... 316,963

To tal A ssets...............................................................................  $9,320,948

LIABILITIES AND SHAREHOLDERS’ EQUITY
Deposits:

D em a n d .......................................................
Certified and Other O fficial Checks
Individual S av ings ..................................
Individual T im e ........................................
Certificates of D eposits ........................
O ther Savings and T im e ......................
Foreign O ff ic e .........................................

O ther Liabilities:
S hort-Term  Funds B orrow ed........................  $1,147,040
Capital N otes .......................................................  74,246
Sundry L iab ilities ...............................................  361,565

To tal Liabilities

$2,321,745  
431,775  

1,370,714  
974,365  
883,740  
136,860  

1,066,141 
7,185,340

1,582,851 
8,768,191

Shareholders’ Equity
Preferred Stock —No Par V a lu e ...................  —

No. of Shares  
Authorized 1,000,000  
Issued —

Common S to ck— Par Value $ 6 .2 5 ..........  75,953
No. of Shares  
Authorized 20,000,000  
Issued 12,152,465

Capital S urplus...................................................  180,121
R etained Earnings.............................................  300,019
Less: Treasury S to ck—

119,139 Common Shares, at c o s t......... (3,336) 552,757
To ta l Liabilities and Shareholders’ Equity............... $9,320,948

Assets carried at approximately $542,000,000 (including U.S. Treasury Securities carried at 
$19,000,000) were pledged at December 31, 1978, to secure public deposits (including 
deposits of $47,064,038 of the Treasurer, State of Michigan) and for other purposes required 
by law.
Outstanding standby letters of credit at December 31,1978 totaled approximately $28,000,000.

NATIONAL DETROIT CORPORATION
National Bank of Detroit
611 Woodward Avenue, Detroit, Michigan 48226

D O M ESTIC  SU BSID IA R IES: First State Bank of Saginaw; Grand Valley National Bank, Grandville; National Bank o f 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 Bank, N.A.; Instaloan Financial Services, Inc.
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VINSON CRAVENS KANE CHAPMAN

Top-Management Changes 
Made at First N a tl, LR;
Kane Is Elected CEO

LITTLE ROCK — First National 
has elected Edwin C. Kane chairman 
and CEO and William L. Cravens 
president. B. Finley Vinson, chairman 
since 1967, will serve the board as vice 
chairman and as chairman of the trust 
committee.

Mr. Kane, who was elected bank 
president in 1970, is a former head of 
the correspondent banking depart
ment.

Mr. Cravens joined First National in 
1976 after 14 years with an Arkansas 
CPA firm.

Mr. Vinson joined the bank in 1954, 
was elected its president in 1964 and

chairman in 1967. He is a past presi
dent of the Arkansas Bankers Associa
tion and is on the board of the Little 
Rock Branch of the St. Louis Fed.

Chapman Elected Advisory Director; 
St. Louis Bank Opens London Branch

ST. LOUIS — First National has 
elected William J. Chapman, execu
tive vice president, an advisory direc
tor and has opened its new full-service 
branch-banking operation in London.

Mr. Chapman joined First National 
in 1964 as a vice president. In 1967, he 
was elected senior vice president and 
senior loan officer. He was elected 
executive vice president in 1972.

Mr. Chapman is chairman of the 
loan policy committee and is responsi

ble for credit and loan services, audit
ing, operations improvement and eco
nomics departments.

The new London branch offers de
posit and loan services as well as a va
riety of other foreign investment ser
vices except foreign exchange trading. 
Permission to begin foreign exchange 
trading is expected soon.

The London branch’s staff of six offi
cers from the U. S. and three from 
England is headed by Richard Al Mur
ray, vice president.

Internat'l Banking Office 
Is Opened by Continental
CHICAGO —  Continental Illinois 

National appointed Vice President 
Robert B. Tankersley general manager 
of its new international banking sub
sidiary, Continental Bank Interna
tional, Miami, which opened in early 
1979.

Approved by the Fed, the new sub
sidiary will be responsible for Conti
nental’s international customers in the 
Caribbean basin.

Also, four new division heads have 
been named in Continental’s general

%
OFFICERS

J. RICHARD FURRER 
President

RICHARD J. TIEMEYER 
Executive Vice President 

WAITER C. HAMMERMEISTER 
Senior Vice President ir  Cashier 

TERRANCE P. FOGARTY 
Trust Officer 

GEORGE F. BENNER 
Vice President 

ALBIN F. OEHLER 
Vice President 

FRED BRINKOP, JR.
Vice President 

RAYMOND KNORPP 
Vice President 

WILLIAM E. MUHLKE 
Vice President b  Auditor 

CAROL S. ALEXANDER 
Vice President b  Secretary to the Board 

LEON A. BREUNIG
Vice President in Charge o f  Commercial Loans 

ARTHUR L. JEANNET, JR.
Vice President b  Personnel D irector 

WALTER E. GOEBEL 
Assistant Vice President 

ALYCE L. SCO n  
Assistant Vice President 

JOSEPH E. MAGER
Personal Loan Officer b  Assistant Vice President 

JAMES R. KOEHLER
Personal Loan Officer b  Assistant Vice President 

GEORGIA L. KING 
Personal Loan Officer 
MARGUERITE CIBULKA 
Safe Deposit Officer

DIRECTORS

JOSEPH W. BEETZ 
WALTER E. COLLINS 

RALPH CRANCER, JR. 
HOWARD F. ETLING 

C. J. FURRER, JR.
J. RICHARD FURRER 
JAMES E. GODFREY 
THOMAS J. HEJLEK 

CHARLES F. HERWIG 
EARLE J. KENNEDY, JR. 

RICHARD J. TIEMEYER 
EDWARD G. ZEISLER

South Side National Bank
GRAND AND GRAVOIS IN ST. LOUIS

Statement of Condition, December 31, 1978 

RESOURCES
Cash and Due from Banks .............................................................  $ 8 ,514 ,067 .59

13 ,089 ,898 .03
8 ,377 ,278 .56

105,000.00
6 ,675 ,876 .83
2 ,800 ,000 .00

82

U.S. Govt. Obligation, Direct and Guaranteed .................
U.S. Agency Bonds . .....................................................................
Federal Reserve Bank Stock ........................................................
Obligations of state and political subdivisions ......................
Federal Funds Sold .......................................................................
Loans and Discount .........................................................................  69 ,882 ,012 .73
Banking House and Parking Lot ...................................................  947 ,443 .29
Furniture, Fixtures & Safe Deposit Vaults ................................  291,036.41
Other Resources ................................................................................  1 ,241,662.25

$111 ,924 ,275 .69

LIABILITIES

Capital .................................................................................................  $ 1 ,200,000.00
Surplus .................................................................................................. 2 ,300 ,000 .00
Undivided Profits ..............................................................................  3 ,376 ,340 .49
Reserve for Taxes, Interest, etc..............................    2 ,176 ,134 .80
Deposits:    100,959,963.45

Demand Deposits .......................................  $24,929 ,537 .43
Time D eposits..............................................  76 ,030 ,426 .02

Unearned Discount ............................................................................ 1 ,911,836.95
$111 ,924 ,275 .69

Member Federal Deposit Insurance Corporation
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CONDENSED STATEMENT OF CONDITION
AS OF DECEMBER 31, 1978

RESOURCES
Cash and Due from B an ks....................................................................................................  $ 208,405,899.26
U. S. Treasury Securities........ .................. ............................................ ..............................  397,495,679.53
U. S. Government Guaranteed Securities............................................................. ............ 10,001,007.73
Obligations of States and Political Subdivisions......................................... ....................  66,334,332.52
Stock in Federal Reserve Bank ........................... ............... . . ..............................................  1,500,000.00
Federal Funds Sold and Securities Purchased Under Agreements to R ese ll..........  17,200,000.00
Loans .........................................................................................................................................  875,426,487.22

Less: Valuation Portion of the Reserve For Possible Loan Losses........................... ............7,482,097.12
867,944,390.10

Bank Premises and Equipment.............................................................................    11,237,161.46
Other Real E sta te ...................................................................................................    28,895.15
Customers' Acceptance Liability......................   1,679,145.73
Accrued Income Receivable ...................................................................................   18,120,241.18
Other A ssets........ ............................................................................... . . . ..............................  ............7,126,018.23

TOTAL .................................................... .......................................... .............................. $ 1,607,072,770.89

LIABILITIES
Deposits.......... ........................................................................................... ..............................  $ 1,255,864,659.34
Federal Funds Purchased, Securities Sold Under Agreements to Repurchase

and Note Option Account....................................................... ........................ .................. 193,937,359.10
Acceptances Outstanding ......................................................................................................  1,679,145.73
Dividend Payable January 2, 1979 ........................ ............................................................... 1,873,725.34
Special Dividends Payable .................................................................................................... 2,381,734.94
Accrued Taxes, Interest and Expenses........................................... ....................................  19,824,360.84
Deferred Income Tax Portion of the Reserve For Possible Loan Losses.................. .... ............1,692,027.20

TOTAL LIABILITIES ................................................................................. ..........................  $ 1,477,253,012.49

CAPITAL ACCOUNTS
Capital S to c k ...............................................................   $ 2,800,000.00
Surplus ................................................. ........................................ .............................. .. 47,200,000.00
Undivided Profits .................. .................................................................................................  77,123,720.98
Capital Portion of Loan Loss and Securities Reserves...................................................  ............2,696,037.42

TOTAL CAPITAL ACCOUNTS........ .............................    $ 129,819,758.40
TOTAL..................................................................................................................................... $ 1,607,072,770.89
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CRAIN SMITH MacCARTHY

James T. Crain Jr ., senior vice president and senior trust officer, 
has been named head of Louisville Trust Bank’s trust group. He 
succeeds Thomas E. Pfau, who died in November. Also, John W. 
Compton has been elected vice president/installment loan division.

Jam es A. Smith has been elected president and a director of Man
ufacturers Bank, St. Louis. He had been executive vice president 
since joining the bank in 1976. For 22 years he was with St. Louis’ 
Mercantile Trust.

Eugene F . Williams Jr ., chairman and CEO, St. Louis Union 
Trust, plans to recommend that John Peters MacCarthy be elected 
CEO at the directors’ annual meeting in April. Mr. MacCarthy is 
president and chief operating officer. Mr. Williams will continue to 
serve as chairman.

■ .......... . immmmm mmmmztmwmmmtms - m
MALONE MADIGAN MADDEN

H arold Madigan has been promoted to senior vice president/ 
loan administration, Bank of Oklahoma, Tulsa. Promoted to vice 
presidents were Joan  H alfbreed , bookkeeping, and Steve Britland, 
pension and profit sharing.

Bank of the Southwest, Houston, has appointed two officers: 
William L. Madden, senior vice president/bank investments de
partment, and John A. Rossitto, vice president/Southwest corporate 
department.

R obert J .  Malone has been elected senior vice president and head 
of the Chicago corporate service office, Bank of America, Los 
Angeles. He is succeeding Senior Vice President Jerry  Thompson, 
who will become the bank’s representative for Australia, New Zea
land and Papua New Guinea.

Bobby R. Pennington has been named senior vice president and 
head of First National of Arizona’s retail banking group. He will be 
based in Tucson.

Carol B. Claypool has been appointed vice president/data pro
cessing and data systems support departments at the St. Louis Fed. 
She joined the Fed in 1970 and was named assistant vice president in 
1974.

banking services department. They 
are William L. Gunlicks, vice presi
dent, Africa/Middle East division, in
ternational banking; William L. 
Staples, vice president, multinational 
banking, New York City; Garry J. 
Scheuring, vice president, multina
tional banking, Chicago; and Roger H. 
Sherman, vice president, western 
states group of the national division.

Robert F. Edmonds, who calls on 
Missouri customers, has been named a 
second vice president. He joined the 
bank in 1977 and was named a banking 
officer later that year.

EDMONDS FARISS

Three Promotions Announced 
At Bank of Oklahoma, Tulsa

TULSA —  Three new department 
managers have been named vice 
presidents of Bank of Oklahoma: John 
Edward Fariss, national; Gary M. 
Hurley, small business and banking 
center; and Thomas H. Graham, per
sonnel.

Don Townsen has joined BancOk- 
lahoma Agri-Service Corp., a sub
sidiary of the holding company. For
merly, he was with First National, Per
ry ton, Tex. He will be in charge of 
AgBanc of Oklahoma, Guymon.

Mr. Fariss had been senior vice 
president, commercial group at Union 
Planters National, Memphis. He also 
has six years’ previous experience with 
North Carolina National, Charlotte.

Daniel Keating, who had headed a 
combined national/international de
partment, will concentrate on the 
bank’s expanding international ser
vices and on industrial development 
efforts statewide.

Mr. Hurley is responsible for a com
bined department that serves small 
businesses and executive financial 
needs. He was with First City Ban
corp., Houston, for 10 years.

Mr. Graham will serve as director of 
human resources and was in a similar 
position at F irst Amtenn C orp., 
Nashville. He succeeds Francis J. P. 
Carey, who had transferred to the trust 
division.
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Wrigley Building * 400*410 N. Michigan Ave. * Chicago, III. 60611 * (312) 836-6500

ASSETS
Cash and Due from Banks.................... .......................................... $ 74,568,000
Securities:

Investment Securities:
U.S. Treasury........................................................................... 47,155,000
U.S. Government Agencies....................................................  1,075,000
Obligations of States and

Political Subdivisions.................................•........................  45,338,000
O th e r...........................................................................................  500,000

Total Investment Securities......................................... $ 94,068,000
Trading Account Securities...............................................................  1,089,000

Total Securities........................................................... $ 95,157,000
Federal Funds Sold and Securities

Purchased Under Agreements to Resell......................................  13,700,000
Loans, Less Allowance for Possible

Loan Losses of $3,236,000 ......................................................... 220,286,000
Leasehold Improvements and Equipment......................................... 2,082,000
Other Assets......................................................................................  9,582,000

$415,375,000

LIABILITIES & SHAREHOLDERS' EQUITY
Demand D eposits...............................................................................$154,288,000
Time D eposits.................................................................................... 186,451,000

Total Deposits...............................................................$340,739,000
Federal Funds Purchased and

Other Borrowed Funds.................................................................. 33,258,000
Other Liabilities.................................................................................. 7,390,000
81/4% Subordinated Notes...............................................................  7,500,000

Total Liabilities ...........................................................$388,887,000
Shareholders' Equity:

Common Stock (200,000 shares,
par value $20 .00)....................................................................  4,000,000

Surplus........................................................................................... 8,500,000
Undivided Profits........................................................................... 13,988,000

Total Shareholders' E quity.........................................$ 26,488,000

Board of Directors
MYRON RATCLIFFE
C hairm an
ROBERT C. BARTLETT
President, Commerce C learing House
ROBERT H. BURNSIDE
G roup Vice President and Director-Retired,
In te rna tiona l Harvester Com pany
HENRY K. GARDNER
President
JOHN E. GUTH, JR.
Vice President, M a rke ting  Operations, 
In te rna tiona l Business Machines 
Corporation 
CARLA. KROCH
President, Kroch's & Brentano's, Inc.
M. JOSEPH LAMBERT
Senior Vice President, K raft, Inc.
W. W. McCALLUM
President, W. W. M cC ollum  & Associates 
JOHN C. MEEKER 
Executive Vice President,
Amoco In te rna tiona l O il Company 
JAMES L. O'KEEFE 
O'Keefe, Ashenden, & Lyons 
THOMAS H. PEARCE
C hairm an , N a tiona l-S tandard  C om pany
DANIEL N. QUIGLEY
Executive Vice President
CHARLES E. SCHROEDER
President, M iam i Corporation
WILLIAM L. SEARLE
Vice C ha irm an , G. D. Searle & Co.
JOHN W. SHELDON 
C ha irm an , Chas. A. Stevens & Co.
CHARLES B. STAUFFACHER
President, C hief Executive
O ffice r and C hairm an
Executive Com m ittee, Field Enterprises, Inc.
O. EVERETT SWAIN
Executive Vice President,
Kraft, Inc.
HENRY G. VAN DER EB
C hairm an and C hief Executive Officer,
C onta iner Corporation of Am erica
MAX E. W ILDMAN
W ildm an , H arro ld, A llen  & Dixon
WILLIAM WRIGLEY
President, W m. W rig ley Jr. Com pany

$415,375,000
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Bill Webber 'Semi-Retires' 
From Security of KCK,
But Will Stay Active There

KANSAS CITY, KAN. —  Bill Web
ber, dean of Kansas bankers and 
chairman, Security National, has en
tered what he calls "semi-retirement. ”

Mr. Webber, who has been with Se
curity National 35 years, will retain the 
title of chairman, but will cut back on 
daily activity at the bank. He will con
centrate on the bank’s correspondent 
activities, as well as new business and 
customer liaison.

Mr. Webber began his banking ca
reer in 1925, when he became cashier 
of Bush City (Kan.) State. He was a 
state banking examiner from 1931-33

f T ,  V i c t o r i a

N a t i o n a l  B a n k

P. O. Box 1338/101 S. Main Street
Victoria, Texas 77901
Area 512-573-6321

Statement of Condition

December 31, 1978

RESOURCES
Loans .......................
Federal Funds Sold ............... 2,825,000.00
U.S. Treasury Securities ......... 23,599,632.30
U.S. Government Agency

Securities...................
State, County, & Municipal

Securities ....................... 24,623,227.27
Federal Reserve Bank Stock 480,000.00
Bank Building, Furniture &

Fixtures .....................
Interest Earned— Not Collected 2,721,689.47
Other Assets .......................
Cash on Hand and With Banks 20,993,444.14

$198,190,678.35

LIABILITIES
Capital ...................
Surplus ..........................
Undivided Profits.................
Reserve for Contingencies &

Other Capital Reserves ......... 1,340,907.61
Unearned Interest . . . . . . . . 1,697,105.79
Other Liabilities....................... 850,000.00
Reserve for Interest, Taxes, etc. 4,271,458.33
Reserve for Dividend Payable

1-2-79 ...................... 120,000.00
Deposits ..................... . .  169,238,697.60

$198,190,678.35

OFFICERS
W. B. Callan Chairman of the Board
John J. Welder Vice Chairman of the Board
David E. Sheffield Presi dent
Roger Williams Vice President
W. L. Zirjacks Exec. V.P. & Sr. Trust Officer
Billy W. Ruddock Senior Vice President
John V. Larson Senior Vice President
Aaron A. Wieland Sr. Vice President & Cashier
Patricia McMullen Senior Vice President
Charles Lass man Vice President
Elvin Koehn Vice President & Asst. Trust Officer
James R„ Hartman Vice President
Harry A. Slotnick Vice President
Otto Kalischko Vice President
Donald A. Bolton, Jr. Vice President

MEMBER FEDERAL RESERVE SYSTEM
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION

and a national bank receiver from 
1934-36. In 1937, he was named assist
ant bank commissioner for the Kansas 
banking department. He became a 
senior examiner for the FD IC’s 10th 
district in 1939. He then joined Secu
rity National in 1943 and started its 
correspondent banking department.

In other action af Security National, 
four have received promotions. They 
are Ted Fields, second vice president; 
Barbara Rohrbach, Pam Grisnik and 
Rick Switala, assistant vice presidents.

WEBBER CLAY

Clay Retires After 41 Years 
At Third National, Nashville

NASHVILLE —  John W. Clay re
tired as senior chairman, Third Na
tional, in December after a banking 
career that spanned more than 41

years. He reached the bank’s manda
tory retirement age of 65 December 4.

Mr. Clay will continue to serve as 
president of the $1.5-billion Third Na
tional Corp. until the annual share
holders’ meeting in April. He con
tinues to serve as a director of both the 
bank and HC and as chairman of the 
bank’s executive committee.

He joined Third National in 1937. 
He became president in 1970, board 
chairman in 1972 and senior chairman 
in 1974.

New Chairman, President
At 1st Bancgroup-Alabama, Inc.

MOBILE, ALA —  H. Taylor Mor- 
rissette has been named chairman and 
Clarence E. Davis has been elect
ed president of First Bancgroup- 
Alabama, Inc., an HC whose lead bank

DAVIS MORRISSETTE

O FFICERS

W. V. ALLISON, Chairman o f  the 
Board 1? C hief Executive Officer 

DONALD D. DOTY, Pres. 6- C h ief 
Operating Officer 

R. W. BUTLER, Sr. V.P.
BARRY M. HUDSON, Sr. V.P. 
BRUCE E. OAKLEY, Sr. V.P. 
NEAL T. SEID LE, Sr. V.P. 6- Sr.

Trust Officer 
PAUL D. BROWN, V.P.
E. LYNN CASWELL, V.P.
BETTY D ALRYM PLE, V.P. <6- 

Trust Officer
JOHN SPANGENBURG, JR ., V.P. 
RONALD E. SWIGART, V.P. 
DENNIS O. CUBBAGE, JR., 

Cashier
DALE J. SMITH,

Mgr.—Em ployee Relations 
GLENN BONNER, Asst. V.P. 
CHARLES BRANNAN,

Asst. V.P.
FRED  N. BROWN, Asst. V.P. 
CECIL P. EPPERLEY,

Asst. V.P.
ALLEN MORGAN, Asst. V.P. 
GLENN JAMISON,

Trust O fficer 
LARRY WATSON, Trust 

Investment Officer 
RICHARD F. LE E, Auditor 
WILLIAM B. DAVIS,

Asst. Cashier 
TERI NANCE,

Asst. Cashier 
STEVE WARWICK,

Asst. Cashier 
KENNETH YOUNG,

Asst. Cashier
BERTHA LANCKRIET, Asst.

Trust Officer—Operations 
FELIX  ROQUE MORE, Asst.

Trust Officer—Mgr. Home Sale

CONDENSED REPORT OF

FIRST NA TIO N AL BANK 
IN  BARTLESVILLE 
BARTLESVILLE, OKLAHOMA

AT CLOSE OF BUSINESS D ECEM BER 29, 1978 

RESOURCES
Cash and Sight Exchange .......................................... $ 43,030,877.10
Federal Funds Sold ..................................................... 47,325,000.00
U. S. Government Securities ...................................  28,040,119.40
Municipal Bonds ...........................................................  38,251,812.85
Other Securities ...........................................................  153,601.00
Loans ...............................................................................  90,826,270.96
Leasing............................    3,972,318.79
Bank Premises, Furniture, Fixtures and

Equipment ................................................................ 2,442,265.99
Interest Earned—Not Collected .............................  2,751,971.95
Other Assets ................................      33,742.53

$256,827,980.57
Deposits LIABILITIES

Demand ...................................... $136,337,547.14
Time and Savings ....................  53,411,719.10

Total Deposits ...............................................................
Federal Funds Purchased ..........................................
Demand Notes— U. S. Treasury .............................
Other Liabilities ...........................................................
Reservations ........... ......................................................
Capital Accounts

Capital .......................................  $ 2,100,000.00
Surplus .......................................... 3,020,000.00
Undivided Profits ....................  20,636,614.87

Total Capital Accounts ................................................

$189,749,266.24
3,175,000.00

33,534,673.01
347,329.70

4,265,096.75

25,756,614.87

Total Liabilities and Capital Accounts ....................$256,827,980.57
Member Federal Deposit Insurance Corporation
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is First National. James S. Crow has 
resigned from those positions.

Two new board members also were 
elected. They are Alto V. Lee III and 
Martha H. Simms. In addition, Bobby 
L. Trawick was promoted to assistant 
auditor and Lavern R. Schuerman was 
promoted to trust real estate officer.

Mr. M orrissette recently was 
elected chairman of the bank. Mr. 
Davis, prior to being named president, 
served as senior executive vice presi
dent and administrative officer for the 
HC in addition to serving as a director 
of Eastern Shore National, Daphne, 
Ala.

Hegarty Elected President 
Of First Midwest Bancorp.

ST. JOSEPH, MO. —  Roger Heg
arty has been elected president of First 
Midwest Bancorp., Inc. Formerly,
J. M. Ford II held the joint title of 
board chairman and president.

Mr. Hegarty, who has been presi
dent of First National, St. Joseph, 
since 1972, will continue as its presi
dent. First National is the holding 
company’s lead bank. Mr. Ford will 
serve as board chairman of both the 
HC and bank.

FRICK BOOS DUDLEY

Benton O’Neal, formerly senior vice 
president of the holding company, has 
been elected its executive vice presi
dent. In his new capacity, he will work 
with Messrs. Ford and Hegarty in the 
formulation and implementation of 
holding company policy. Mr. O’Neal

remains a senior vice president of First 
National and will continue to supervise 
the agricultural and correspondent 
departments.

Dale Maudlin was elected executive 
vice president of the bank, which he 
joined in 1957. Currently, he is re
sponsible for the commercial, real es
tate and investment departments. In 
his new position, he will assume ad
ditional responsibilities as a member of 
the bank’s executive management 
committee. Mr. Maudlin will continue 
as HC senior vice president.

Macon Dudley and Lyman Frick 
were elected senior vice presidents of 
the bank. Mr. Frick, who has been 
with the bank since 1970, was elected 
senior trust officer.

New vice presidents are Robert 
Sanders, commercial; Edward Boos, 
agricultural and correspondent bank 
departments; and Bartlett Ford, trust 
department.

Louisiana National Elects 
President, Board Members

BATON ROUGE —  G. Lee Griffin 
has been elected president and Lynn 
B. Gueymard has been elected a direc
tor of Louisiana National.

Mr. Griffin succeeds Charles W.

What Every Director 
Should Know About

$22 per copy
OVER 200 Pages

Society as a whole is demanding more 
disclosure from all its segments, including 
banking. This posture literally forces 
bankers to  re-examine policies on types 
o f information that can be disclosed pub
licly.

The disclosure policy o f a board can 
be a major factor in the public's judgment 
of a bank's conduct. The fact that a bank 
is willing to discuss — or make public — 
actions that have a significant bearing on 
ethical considerations w ill encourage high

CORPORATE ETHICS
standards o f ethical conduct on the part 
of the bank's entire staff.

It should be the responsibility o f EV
ERY BANK DIRECTOR to aid in devel
oping a code of ethics for his bank. A ll 
too often, however, directors lament: 
"We want to  do the right thing but we 
aren't sure what the right thing is!"

This manual w ill enable directors 
to probe the "grey" areas of business 
conduct so they can establish written 
codes of ethics. Such codes often can 
help banks avoid "tainted business prac
tices" that can place the bank — and its 
officers and directors — in "uncom fort
able" positions in their communities.

This manual contains several complete 
codes of ethics adaptable to  YOUR 
BANK. ORDER TODAY!

Q U A N TITY  PRICES
2-4 co p ie s.........................$20.00 each
5-7 co p ie s..............   $19.00 each
8-10 copies.........................$18.00 each
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McCoy, who was reelected board 
chairman and given the additional title 
of chief executive officer. Mr. Griffin 
was a senior vice president and cashier 
before being elected president and was 
elected a director in 1976.

Mrs. Gueymard, the first woman on 
the board in the bank’s 97-year history, 
has been with the bank since 1958. She 
retired in 1978 as vice president/con- 
troller, but continues as a bank consul
tant. GRIFFIN LacKAMP

If inventory loans have been costly 
to make, tedious to service —  

then it’s time to call in Douglas.
If your bank’s experience with inventory loans has proven 
to be topheavy with endless paper work and excessive 
expense, there’s a better way.
Over the years, and in the course of establishing security 
for inventory loan collateral for thousands of accounts, 
Douglas Guardian has developed ways and means that 
save both your client and you many hours of work and 
worry.
The cost is small, the results surprisingly pleasant and 
profitable.
To start making more from your inventory loan portfolio, 
call or write us at our Executive Office, P.O. Box 52978, 
New Orleans, La. 70152, Area Code (504) 523-5353. 
We’ll get a Douglas man to you at once from the nearest 
of our 15 nationwide offices.

Douglas Guardian 
Warehouse Corporation

Total Inventory Control—Nationwide

First National, K. C., Promotes 
Vice Presidents, Asst. Cashiers

KANSAS CITY —  First National has 
announced the following promotions: 
Donald R. LacKamp to vice president 
from assistant vice president; Barret S. 
Heddens III and Philip T. Rogers to 
assistant vice presidents from assistant 
cashiers; and Paul G. Ward, a corre
spondent banking officer, to assistant 
cashier.

Mr. LacKamp has responsibilities in 
the correspondent banking and live
stock loan divisions. Mr. Heddens has 
commercial lending duties, and Mr. 
Rogers has been associated with the 
bank since 1974.

Deposit Guaranty Bank and HC 
Announce Planned Changes 
In Top Management for 1979

JACKSON, MISS. —  Herman 
Hines, chairman and CEO of Deposit 
Guaranty Corp., has announced his 
official retirement as of December 31, 
1979. He will remain CEO of Deposit 
Guaranty National, the HC’s lead 
bank, until June 30.

HINES HOOD

MALONEY

Warren A. Hood has been named to 
succeed him as chairman and CEO of 
the HC effective January 1, 1980, and 
John P. Maloney will succeed Mr. 
Hines as chairman and CEO of the 
bank on July 1, 1979. Mr. Maloney also 
will continue in his present position as 
HC president.
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Our 1978 Statement Is a 
Nice Reflection on Kansas

M H
: ' ' : : : . ' . : : .  ,

The progress of The Fourth and the prosperity of Kansas 
have always gone hand-in-hand. And 1978 was no exception.

Kansas had a great year.
And so did The Fourth.
Assets approached $700,000,000, with deposits 

reaching an all-time high. And The Fourth committed this 
added financial strength right back into the state to support 
our manufacturing, agricultural and energy industries.

Customers had good reason to invest their dollars 
at The Fourth in 1978.

Six Month Money Market Certificates provided 
the same U.S. Treasury Bill rates that larger investors 
enjoyed, and The Fourth's exclusive Money Manager 
Program offered overdraft check protection and more 
from savings and checking account dollars.

And the future looks even brighter Our new 
Operations Center and expanded Towne East Facility will 
add a new level of service for all our customers, and 
provide the capacity for continued growth of The Kansas 
BankCard Center and Via 24-hour statewide banking.

Statement of Condition...December 31
Assets 1978 1977
C a s h  a n d  d u e  f r o m  b a n k s  . . . . $ 1 4 4 ,3 9 0 ,0 0 0 $ 1 2 2 ,8 7 4 ,0 0 0
In v e s tm e n t  s e c u r it ie s :

U .S . G o v e r n m e n t
o b l ig a t io n s ................................ 2 3 ,7 4 4 ,0 0 0 2 1 ,5 1 0 ,0 0 0

F e d e ra l a g e n c y  s e c u r it ie s  . 6 ,9 9 7 ,0 0 0 6 ,9 9 7 ,0 0 0
O b lig a t io n s  o f s ta te s  a n d

p o litica l s u b d iv is io n s  . . . . . 5 8 ,6 5 5 ,0 0 0 5 5 ,4 8 9 ,0 0 0
O t h e r ................................................. 1 ,2 0 5 ,0 0 0 1 ,1 8 3 ,0 0 0

T o ta l in v e s tm e n t
s e c u r i t ie s .............................. 9 0 ,6 0 1 ,0 0 0 8 5 ,1 7 9 ,0 0 0

T ra d in g  a c c o u n t  s e c u r it ie s  . .  . 3 , 7 6 9 ,0 0 0 1 4 ,0 3 4 ,0 0 0
F e d e ra l fu n d s  s o l d ........................ . 3 3 ,0 7 5 ,0 0 0 2 8 ,3 2 5 ,0 0 0
S e c u r it ie s  p u rc h a s e d  u n d e r

a g r e e m e n ts  to  r e s e l l ............. . 4 1 ,5 5 0 ,0 0 0 5 9 ,0 0 0 ,0 0 0
Loans .................................... . 345,802,000 3 2 1 ,7 7 8 ,0 0 0
B a n k  p r e m is e s  a n d

e q u i p m e n t ...................................... . 2 7 ,6 5 6 ,0 0 0 2 5 ,3 1 1 ,0 0 0
In c o m e  r e c e iv a b le  a n d

o th e r  a s s e t s ................................ 8 , 9 2 6 ,0 0 0 7 ,9 0 6 ,0 0 0

$695,769,000 $ 6 6 4 ,4 0 7 ,0 0 0

L ia b ilitie s  and 1978 1977
S tockh o ld e rs ' Equ ity  
D eposits .............................................. . $528,380,000 $ 5 0 3 ,2 4 2 ,0 0 0

F e d e ra l fu n d s  p u rc h a s e d  . . . 3 1 ,4 9 5 ,0 0 0 4 7 ,8 8 5 ,0 0 0

S e c u r it ie s  s o ld  u n d e r  
a g r e e m e n ts  to  
r e p u rc h a s e  ................................. . . 4 3 ,8 9 3 ,0 0 0 5 2 ,4 6 5 ,0 0 0

O t h e r  b o rro w in g s  ........................ 2 7 ,2 0 4 ,0 0 0 -0 -

A c c ru e d  in te r e s t ,  ta x e s  a n d  
o th e r  lia b ilit ie s  ........................ 7 ,1 7 4 ,0 0 0 6 ,6 0 6 ,0 0 0

C a p ita l n o te  ................................... . . 1 0 ,0 0 0 ,0 0 0 1 0 ,0 0 0 ,0 0 0

6 4 8 ,1 4 6 ,0 0 0 6 2 0 ,1 9 8 ,0 0 0

S to c k h o ld e rs ' e q u i t y ................ 4 7 ,6 2 3 ,0 0 0 4 4 ,2 0 9 ,0 0 0

$695,769,000 $ 6 6 4 ,4 0 7 ,0 0 0

Member FDIC A neighborhood bank as big as Kansas itself.TheFourth IT
The Fourth National Bank & Trust Company, Wichita, Ks 67202
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Comptroller, Fed Chairman, 
Connally to Be on Program 
During I BAA Convention

NEW ORLEANS — Comptroller 
John G. Heimann and Fed Chairman 
G. William Miller are among those 
scheduled to speak at the Independent 
Bankers Association of America’s 49th 
annual convention March 11-15 at the 
New Orleans Hilton. Other speakers 
will be John B. Connally, former Texas 
governor and former Secretary of the 
Treasury, and IBAA President Ivan D. 
Fugate, president, Western National, 
Denver.

A panel discussion, “Trends in 
Banking,” will be m oderated by 
Richard. W. Peterson, IBAA chief 
legislative counsel, Washington, 
D. C. Participants will be representa
tives of the Fed and the Comptroller’s 
office and Edward A. Trautz, im
mediate past president of the IBAA 
and president, East Lansing (Mich.) 
State. Following this panel, Repre
sentative Henry Reuss (D.,Wis.) ten
tatively is scheduled to speak.

Another panel will be held on 
“Prospect That Congressionally Man
dated Study of the McFadden Act May 
Bring Recommendation for Interstate 
Branch Banking,” with Terrence G. 
Klasky, IBAA legislative counsel, 
Washington, as moderator.

Various IBAA committee reports 
will be given during the convention.

The spouses’ program will feature a 
panel discussion, “the Banking Couple 
— a Partnership,” with Mrs. Ivan D. 
Fugate presiding.

MILLER HEIMANN

CONNALLY FUGATE

Nondiscriminatory Policy Notice 
Issued by Banking School

The Mid South School of Banking 
(formerly the Memphis School of 
Banking) admits students of any 
race, color, national and ethnic ori
gin to all the rights, privileges, pro
grams, and activities generally ac
corded or made available to students 
at the school. It does not discrimi
nate on the basis of race, color, na
tional and ethnic origin in adminis
tration of its educational policies, 
admissions policies, scholarship and 
loan programs and athletic and other 
school-administered programs.

Split-Lending Rate Offered 
By Another Major Bank

DENVER —  First National has 
joined the small business prime rate 
bandwagon. Certain small business 
loans will be based on a lending rate 
that is 1% lower than the bank’s pre
vailing prime rate.

Using a two-tiered structure, the 
bank will make available short-term 
working capital loans based on the 
“lower prime” to commercial, indus
trial, retail or agricultural businesses 
with assets of less than $1 million and 
total borrowings of less than $350,000 
exclusive of long-term real estate 
mortgages.

Rates for other borrowers will con
tinue on the bank’s “upper prime,” 
now 11%%.

The floor of the lower prime is
101/2%.

Bruce D. Alexander, president, says 
his bank offered a split-prime schedule 
during the tight-money market of 
1974-75. The main reason he gave for 
the new rate structure is to help small 
business borrowers in meeting in
creasing operating costs caused by in
flation.

Keep 'Em Sold
(Continued fro m  page 14)

continuing benefit from the relation
ship once it’s established.

The willingness to “go the extra 
mile” in servicing customers contrib
utes to lasting customer relationships 
in several ways:

• It differentiates you and your bank 
from competition. While there’s a rela
tive sameness about many bank ser
vices, the primary difference is the 
quality of service provided by the indi
vidual banker as reflected in his inter
est, integrity and initiative in putting

himself out to serve his customers.
• It builds a barrier against inten

sive selling efforts of competition by 
supplying the customers with special 
extra values that competition can’t du
plicate, since they’re not you.'

• It cements customer loyalty by 
demonstrating the value you place on 
your relationship and by recognizing 
his worth and importance as an indi
vidual, not just another piece of busi
ness.

Plus services bankers have used to 
build loyal and lasting relationships 
with their customers include the fol
lowing:

1. Keep up to date on trends in 
economy, market, pricing, etc.

2. Advise on changes and effects of 
government regulations.

3. Provide ideas and information on 
what’s happening in the customer’s in
dustry and related industries.

4. Provide leads and introductions 
for delivering new business.

5. Help obtain new personnel.
6. Help train personnel.
7. Provide information on new 

equipment, new methods, sources of 
supply, etc.

8. Provide help in buying or selling 
businesses or acquiring merger 
partners.

9. Provide referrals for obtaining at
torney, accountant, business consul
tant or other sources of professional 
help.

10. Speak to or help locate speakers 
for company meetings and seminars.

11. Help obtain- memberships in 
professional, service, social, civic and 
charitable organizations.

12. Provide counsel or contacts 
within your bank for handling personal 
or family financial needs.

13. Obtain tickets for sports events, 
plays and other events.

14. Invite participation in golf, ten
nis or other social events.

15. Invite customers to have lunch at 
your bank with key management per
sonnel.

16. Send clippings from newspaper 
or trade journals on personal accom
plishments or achievements of com
pany, personnel or family to the people 
involved.

Typically, most “plus services” re
quire no mure than a few minutes of 
your time — a modest investment to 
make in loyal and lasting customer re
lationships.

In our next “Let’s Talk Selling” arti
cle, we’ll examine the last two ele
ments of effective follow-up — how to 
convert complaints to compliments 
and how to identify and sell additional 
needs. • •
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Jim Burgar, Vice President and Division M an ager......... 272-4098
Kendall Hert, Vice President................................. ................ 272-4094
Jerry Hudson, Assistant Vice President I .............. ........2 7 2 -4 0 9 5
Steve Porter, Assistant Vice President........... ................... 272-4087
Richard Pralle, Assistant Vice President........... .................... 272-4121
Tom Sherman, Assistant Vice President — ...................272-4096
Edna Blunk, Banking O fficer..................  272-4091
Steve Sims ..........      272-4048
Joan Zubik ............................................. ....272-4092
Susan Ferstl.................................................    272-4097

THE FIRST NATIONAL BANK AND TRUST COMPANY OF OKLAHOMA CITY

OVER $100,000,000 CAPITAL STRUCTURE 
MEMBER F D .I.C ./A  SUBSIDIARY OF 
FIRST OKLAHOM A BANCORPORATION, INC.
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Employee Terminations
(Continued fro m  page 30)

slip to the post-termination interview. 
The bank can learn many things about 
its operation from a discussion with a 
departing employee. It’s productive to 
know:

• Attitudes of the employee toward 
his supervisor. Why was there lack of 
rapport?

• Could the departing employee be 
used elsewhere in the bank?

• Could the bank help its termi
nated employee get a job elsewhere?

Listening to the terminated em
ployee talk not only can be productive 
for the bank’s own operation in the 
future —  because it may turn out 
someone else at the bank was in the 
wrong — but an atmosphere of cour
tesy at departure often can release 
some of the employee’s surging hostil
ity. If the bank can help the employee 
get a job elsewhere, this action can 
help hold down state unemployment 
taxes. Also, gainful employment often 
will reduce the number of post
employment claims and lawsuits now 
available.

In certain touchy situations such as 
those described below, careful notes of 
what the employee states are the real 
reasons for termination should be 
transcribed as well as what the bank’s 
representative said at the termination 
interview. Such notes are a valuable 
backup in a possible future discrimina
tion lawsuit such as:

• A black employee is replaced by a 
white.

• A person between 40 and 70 and 
reasonably efficient is fired.

• A male is replaced by a woman at 
less pay.

When the basis for defense in later 
lawsuits is that the discharge was for 
business necessity, it’s more valuable 
to have termination notes with state
ments, questions and answers with 
dates at the time of termination than it 
is to trust employee memories two 
years later when a money-hungry civil 
rights lawyer strikes. Often at the time 
of a civil-rights-violation lawsuit, the 
bank’s supervisory employee — as well 
as the disgruntled worker —  is long 
departed.

Generally, the bank’s obligations to 
a departing nonunion employee are 
based on uniformity. If every termi
nated employee gets vacation pay or 
termination pay, the bank is obligated 
to do the same for the insolent person 
whose departure is a relief. There’s no
92

obligation to make such termination 
payments under state laws.

If the bank is going to have a policy 
on termination pay or vacation pay at 
departure, its best protection is to put 
the rules down in black and white and 
distribute copies to all employees. If 
employees are not entitled to such 
payments when they’re discharged for 
“cause,” then cause should be defined 
in bank regulations. A carefully drawn 
list of reasons for discharge without 
termination pay or vacation pay signed 
by the employee at the beginning of 
employment will put the employee on 
notice of what he must not do. For 
example:

• A rule that all vacations must be 
taken in the applicable year and will 
not be carried over or accrued.

• The necessity of a driver’s license 
if the employee’s job involves driving 
an auto on bank business.

• On what the petty-cash fund can 
be expended.

• Actions away from work that re
flect on the bank’s public image.

A bank cannot be required to give a 
letter of reference, but it’s better for 
the bank to keep silent and face the

Policies on termination/va- 
cation pay should be put in 
writing and copies distributed 
to all employees.

consequences when there are bad 
stories to tell about a departing em
ployee’s activities. A bank for the pub
lic means money, and the bank is fi
nancially vulnerable to charges of libel 
and slander. There’s an endorsement 
to the bank’s liability insurance policy 
titled the personal injury endorse
ment. This covers libel, slander and 
invasion of privacy. For any banking 
operation these days this endorsement 
is valuable, but there’s a joker. If the 
endorsement excludes employees, it 
affords no protection in the event of 
lawsuits concerned with termination. 
So you should check your personal- 
injury clause to determine whether 
you should get this clause changed to 
include employees.

Someone asked me what to say 
about a former employee, explaining, 
“I must say something. If I keep my 
mouth shut, prospective employers 
will think the ex-employee was in
volved in certain practices for which 
our organization has been criticized.”

I told him what an Equal Employ
ment Opportunity Commission 
(EEOC) person told me privately at 
the time of settlement of a discrimina

tion case to keep my client out of trou
ble, “Give the dates of employment 
and the nature of the job. Do not say 
anything about why she was termi
nated or that she filed a claim with the 
EEO C .”

Generally, the employer can save 
himself a peck of trouble by refusing to 
talk at all in a touchy situation, but this 
is not completely true. In one case 
after an employee theft, the prospec
tive new employer inquired about the 
ex-employee’s record. Although his fi
nancial institution had been embez
zled, the former employer said nothing 
at all about his ex-employee’s defalca
tions. This employee had a tremen
dous ability in the field of white-collar 
crime so that within a few months, he 
also had appropriated many thousands 
of dollars of his new em ployer’s 
money.

When the new employer filed the 
bonding claim, the adjuster boldly 
suggested that the new employer file a 
suit for misrepresentation against em
ployer No. 1 for not revealing the first 
defalcation. I don’t believe such a re
quirement by the bonding company 
will hold up. There are many defenses 
for employer No. 1, such as, “At the 
time of inquiry, I had not established 
the embezzlement.”

It’s best not to comment about the 
banking career of the questionable 
employee. It’s always best for the em
ployer to be pleasant and helpful at 
termination. An abusive termination is 
an expensive luxury these days. For 
most terminated employees, the ex
boss can think of something nice to say. 
No ex-employee completely lacks 
some good qualities. • •

Retail Banking Services 
Focus of New ABA Unit

WASHINGTON, D. C. —  The 
ABA’s government relations group has 
organized a specialized support unit 
for “retail banking services.” For the 
first time, the new unit will combine 
both the federal legislative and regu
latory support functions for the areas of 
consumer credit, privacy and elec
tronic banking.

“This new unit —  headed by Frank
P. Curran — reflects the growing in
terdependency of these issues within 
the banking industry,” said Gerald M. 
Lowrie, ABA government relations 
executive director.

Mr. Curran has been director of 
payments system planning since 1974.
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WE'RE BUILDING 
THE FASTEST GROWING 

CORRESPONDENT BANK 
DEPARTMENT 

IN THE SOUTH WITH 
SOLID EXPERIENCE.

Transit
24-hour transit service 
Fast Cash Letter Collections 
Personal attention 
on reconciling items 
and operational problems

Commercial Paper 
Portfolio Analysis
Federal Funds 
Purchase and Sale
Wire Transfers

Data Processing Service 
Stockholder Records 
Stock Purchase Plans 
Dividend Reinvestment 
Bond Portfolio Analysis 
Demand Deposits 
Savings
Certificates of Deposit 
Installment Loans 
Commercial Loans 
Central Information File 
Payrol I
Visa and Master Charge
Draft Collection 
Cotton, Grain, Auto 
and Other Drafts
Regulatory Affairs 
Department to advise on 
government regulations 
such as: ECOA,
Truth in Lending, 
Regulation Z
Investments 
Certificates of Deposit 
Government Bonds 
Government Agencies 
Municipal Bonds

Assistance in 
Credit Analysis
Safekeeping 
Coupon and Security 
Collection 

Pledging Securities
Account Referral
Training Personnel
Advice and Research 
New Banking Services 
Marketing and Advertising
Loan Participation
Personal Services 
Reservations, Tickets, etc.

MEMPHIS 
B A N K ^ f  
TRUST
Member FDIC

Correspondent Bank Department 
In Tennessee, 1-800-582-6277 
In other states, 1-800-238-7477
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1979 Agri-Bankers7 School 
Is Accepting Enrollment; 
Seminars Begin in June

MANHATTAN, KAN. — The Kan
sas School of Agricultural Banking has 
announced its 1979 school program. 
Bankers in Kansas and surrounding 
states can attend classes June 3-9 to 
learn about topics such as banking 
legalities and making farm visits.

Enrollment in the school, which is 
assisted by the Kansas Bankers Associ
ation, among other sponsors, is up to 
$170 per person, including meals and 
lodging. The program is limited to 60 
persons in the first-year courses and 50 
in the second year.

During the same week, the com
mercial and agricultural loan sec
retaries’ seminar will be held at Great 
Bend. Normally this session is held in 
conjunction with the banking school 
here, but it was set up this year to 
reduce travel requirements. The one- 
day seminar costs $25 a person and 
includes meals and materials.

First-year students can look forward 
to presentations on agricultural lend
ing, updating the Uniform Commer
cial Code, farm case-history dis
cussions and several financing topics.

Second-year students will attend 
some joint sessions with first-year stu
dents, but will attend some of these 
seminars exclusively: fundamentals of 
bank ownership, financing swine and 
swine facilities and standardization of 
loan documentation.

For more information write: T. Roy 
Bogle, Department of Economics, 
Waters Hall, Kansas State University, 
Manhattan, KS 66506.

Automatic Teller Machines 
In Kansas Are Hooked Up 
To United Missouri of KC

United Missouri Bank customers 
who live in Kansas and work in Mis
souri, or vice versa, now have the op
portunity to com plete personal
banking transactions at the bank’s 
Ultra automatic tellers on both sides of 
the state line.

The Ultra system became the first 
such network to serve both sides of the 
state line in the Kansas City area, ac
cording to a bank spokesman, with the 
addition of two on-line automatic tell
ers at Overland Park (Kan.) State in 
December. These are the first ATMs 
United Missouri has installed at an in
stitution other than one of its affiliate 
banks.

Overland Park State is United Mis

souri’s first correspondent bank to join 
the system.

Now there are 14 automatic teller 
machines in the regional system, all 
open 24 hours a day, seven days a 
week. The new machines are located at 
the bank’s office at 80th and Metcalf 
and at Santa Fe and Nieman Road. 
Another Ultra location is planned for 
the bank’s third facility, currently 
under construction at 111th and Roe, 
scheduled to open next spring.

Ultra customers from United Mis
souri Bank may withdraw cash from a 
checking account; transfer money be
tween checking and savings accounts; 
request account balances; obtain Mas
ter Charge cash advances; and transfer 
money from a Master Charge to a 
checking account. By law, customers 
can make checking and savings account 
deposits only at their own banks.

The ATM network is connected di
rectly to the bank’s downtown com
puter center. The machines are acti
vated by the customer inserting a plas
tic Ultra card and punching in his per
sonal identification number.

Banking experts predict that Ultra’s 
success, and that of more than 8,000 
electronic bank teller machines in op
eration throughout the country, even
tually will lead to a reduction of paper 
checks. ABA estimates show that 
Americans write about 30 billion 
checks a year and that they cost from 30 
to 40 cents each to process.

The Ultra system was created in 
May, 1977, when nine machines were 
installed at bank locations in Kansas 
City and St. Joseph, Mo.

Business Credit Exchange 
Subject of Guidelines 
Issued by Robert Morris

Two sets of guidelines to assist banks 
in the exchange of business credit in
formation have been released by 
Robert Morris Associates (RMA). 
“Statement of Principles for the Ex
change of Credit Information Between 
Banks and Business Credit Grantors” 
applies to nonbanks also. It was de
veloped with the National Association 
of Credit Management (NACM), 
which is made up of nonbank credit 
executives. The other publication is 
“ Guidelines for the Exchange of 
Foreign Credit Information.”

“Statement of Principles” is a re
vised version of the 1955 edition, em
phasizing the need for free and respon
sible flow of commercial credit infor
mation to support the credit-based 
economic system. It complements 
RMA’s “Code of Ethics for the Ex

change of Credit Inform ation,” 
guidelines for commercial credit ex
change between banks. The guidelines 
cover the importance of confidentiality 
when exchanging credit information, 
of basing inquiries and responses on 
fact, of stating the purpose of the in
quiry and the amount involved, of pro
viding proper identification of inquir
ers and responding promptly and accu
rately to inquiries. Information on in
quiry involving actual or contemplated 
litigation was added.

“Foreign Credit Information” is de
signed to assist credit investigators in 
responding to credit inquiries on 
foreign accounts relationships. The 
guidelines are an extension of and an 
adaption to an international context of 
RMA’s Code of Ethics, particularly ar
ticles three and seven.

To Teach Customers:

Bank Sponsors Series 
Of Economic Seminars

In the extrem ely independent 
American culture, there are only two 
things a person has to do — die and pay 
taxes. The latter was the topic of mini
business seminars that were sponsored 
last fall by Albany Bank of Chicago.

Tax shelters were discussed at one of 
the seminars by Jacob R. Brandzel and 
Kenneth I. Solomon of Laventhol & 
Horwath’s Chicago branch. Laventhol 
& Horwath is a national accounting 
firm. “Tax Credits for Part-Time Help” 
was the first seminar’s topic discussed 
by Alexander Grant & Co. employees.

Another seminar featured Harold 
Finley, a Chicago Tribune business 
columnist, who spoke on “Prospects 
for the Stock Market.”

Average attendance is about 75 pro
spective and current bank customers, 
who are invited by direct mail. How
ever, “word-of-mouth” advertising is 
beginning to account for some who at
tend, according to a bank spokesman.

Another series of seminars is 
scheduled for spring.

Commercial Lending Bibliography

The ABA library staff has prepared 
an annotated bibliography on com
mercial lending, which is available free 
of charge. The 21-page publication is a 
list of information available at the ABA 
library on the subject with subtitles 
such as asset and liability manage
ment, credit analysis, policies and 
small business. A supplemental list of 
information sources on educational 
and training materials also is included.
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Goins O ur Way?
If you're headed for Tulsa, Oklahoma, head 
for the Best Western Roadside Inn. We're just 
one mile from the airport and minutes away 
from the city center. Business travelers like 
our excellent location and meeting facilities; 
vacationers enjoy rodeos, museums, fishing, 
theaters and our beautiful state parks - all 
nearby.
Make your reservations now, and whether 
you're traveling on business or pleasure we'll 
make you comfortable with the kind of 
service and convenience you expect from 
the World's Largest Lodging Chain.

• R estaurant • Pool • C ourtesy c a r  to  a n d  
from  a irp o rt

Roadside Inn
7 4 7 5  E. A d m ira l P la c e »Tulsa, OK 74115 
(918) 936-8101
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How Can Community Bankers 
Compete in Future Marketplace?

W HAT is a community bank? A 
good definition would be “that 

bank that closely identifies with the 
community it serves.” It may be a 
small bank, or it could be a bank that 
encompasses a large trade area and 
represents many depositors. The key 
is that management is community 
minded and relates closely to its mar
ket.

Let’s take a look at the marketplace 
for all of us in the future. For the 
banking industry as a whole, I see the 
following:

• More electronic locations.
• Fewer full-service institutions. 

Financial transactions will be in places 
removed from brick and mortar, and 
many banks of today will be used as 
places of counsel, advice and negotia
tion.

• Onrush of removal of Regulation
Q. Competition for the consumer sav
ings dollar will be more avid as ceilings 
are lifted from savings interest.

• Onrush of paying interest on de
mand deposits, especially in view of 
the automatic transfer provision that 
took effect November 1.

• More institutions competing for 
the same dollar. A 10-year comparison 
shows total deposits of financial institu
tions growing faster overall for mutual 
savings banks, S&Ls and credit unions 
than in commercial banking. In 1977, 
thrifts outgrew our industry some 
10% .

• A stricter enforcement of regu
lations. Hopefully, the pendulum now 
is beginning to swing the other way for 
this fast enactment of regulations. But 
I believe that whatever is enacted will 
be enforced with more knowledge and 
in a stricter manner by the regulators 
than in the past few years.

• The trend toward a federalized 
banking system.

Now, let’s look at the community 
bank and see how it will perform in the 
marketplace in the future.

In our smaller communities, we find 
the consumer is aware of prime rate, 
market trends, negotiable CDs and 
other more sophisticated money in
struments that a few years ago really 
did not hit the smaller markets for a 
year or two after they began in the 
money-market centers.
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By JACK O. WEATHERFORD

The community banker will have to 
be more professional because if he 
isn’t, sorpeone down the street or in 
the next community will be, and he 
will continue to lose his share of the 
market.

How will the community banker 
compete?

• He must set specific objectives for 
his bank and review them periodically. 
Looking at the liability side of the 
ledger, he should consider deposit 
growth; how much does he want to 
grow, how is he going to get those 
funds, what mix does he want —  that 
is, how much is he willing to have in 
savings in relation to checking ac
counts; is he willing to pay for it to get 
it?

• He should be profit oriented. 
Banks have been remiss in planning for 
profits, and I think this has become 
more evident in recent years as banks 
have grown. So many have not been 
prepared with the proper capital for 
that growth. So, I would say, at least 
annually, he should have a profit objec
tive for his bank and decide how he’s

Jack O. Weatherford is vice chairman, ABA 
community bankers division executive commit
tee, and chairman and CEO, Murfreesboro 
(Tenn.) Bank.

going to get it. This requires tax plan
ning; it also requires him to look at his 
costs, to price his loans and to know his 
spread. Then, as he is making those 
plans, he should consider capital 
adequacy. There is only one of two 
ways to have adequate capital —  the 
first, and most desirable, is through 
profits. The second is through selling 
additional stock or debentures or some 
other capital instruments that can be 
used to increase a bank’s capital. If a 
bank consistently is earning under 1% 
on daily average assets, it will be dif
ficult to build capital through earnings.

On the asset side, the banker has to 
continually assess his loans, consider
ing service to the community as far as 
loan types and where they are commit
ted. Government credit allocation is a 
poor substitute for the banker serving 
his community. We should not be told 
to put'' depositors’ money in areas 
where we know a loan loss will result. 
The banker should allocate credit for 
the good of the community and the 
bank.

The banker must determine how 
he’s going to maintain a reasonable li
quidity. In planning, he will need to 
look specifically at consumer loans be
cause that is where there’s an opportu
nity to serve his public, to be profitable 
in the bank and to build the bank on 
the basis of direct lending to consum
ers.

He must consider the investment 
portfolio. It will be imperative that this 
portfolio be handled professionally. If a 
banker does not know bonds, he must 
know his bond man, be it a corre
spondent banker or a professional in
vestment person who deals totally in 
this area.

Quality must be considered here, 
and the community banker tradi
tionally has had a fixed-investment 
philosophy in mind based somewhat 
on what other people do. However, I 
feel he’s going to have to tailor this 
more to his own bank and to market 
conditions than perhaps has been done 
in the past.

We must look at fixed assets. We 
need a certain amount of brick and 
mortar to operate, but each banker 
needs to assess his own situation and 
have attractive, adequate quarters, but
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Help Stamp Out Director Liability Risk
With These Four Board-Related Manuals

$15.00 $17.00
(Third Edition)

$7.50
(Second Edition)

$7.00

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

Q U A N TITY  PRICES
2-5 copies—$13.50 ea.
6-10 copies—12.50 ea.

(2 ) T H E  E F F E C T I V E  B O A R D  
A UD IT. This 184-page manual pro
vides comprehensive information a- 
bout the directors' audit function. It 
outlines board participation, selection 
of an audit committee and the magni
tude of the audit. It provides guide
lines for an audit committee, deals 
with social responsibility and gives in
sights on engaging an outside auditor. 
It includes checklists for social respon
sibilities audits, audit engagement let
ters and bank audits. No director can 
afford to be without a copy!

Q U A N TITY  PRICES
2-5 copies—$15.00 ea.

6-10 copies—$13.50 ea.

(3) THE BANK BOARD AND LOAN 
POLICY. Just off the press! This re
vised and expanded manual enables 
directors to be a step ahead of bank 
regulators by providing current loan 
and credit policies of numerous well- 
managed banks. These policies adapt
able to any bank situation, can aid 
your bank in establishing broad guide
lines for lending officers. Bonus fea
ture: Loan policy of one of the na
tion's major banks, loaded with ideas 
for your bank! Remember: A written 
loan policy can protect directors from 
lawsuits arising from failure to estab
lish sound lending policies! Order 
enough copies for all your directors!

Q U A NTITY  PRICES
2-5 copies—$7.00 ea.

6-10 copies—$6.50 ea.

(4) CONFLICTS OF INTEREST. Con
flicts of Interest presents everything 
directors and officers should know 
about the problem of "conflicts." It 
gives examiners' views of directors' 
business relationships with the bank, 
examines ethical pitfalls involving con
flicts and details positive actions for 
reducing the potential for conflicts. 
Also included is the Comptroller's 
ruling on statements of business inter
ests and sample conflict-of-interest 
policies in use by other banks which 
can be adapted by your board.

Q U A NTITY  PRICES 
2-5 copies—$6.50 each 
6-10 copies $6.00 each

I 
I  
I  
I  
I  
I  
I
k ,
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......... copies, Board Policy on Risk Management $

......... copies, The Effective Board Audit $

......... copies, Bank Board & Loan Policy $

......... copies, Conflict of Interest $
Total Enclosed $

N a m e ............................................................................................... Title
Bank..........................................................................................................
Street ........................................................................................................
City, State, Z ip .......................................................................................

(Please send check with order. In Missouri, add 4.6% tax.
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N O W  
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. Outl ine of a suggested investment 

policy.

Every bank should have a 
w ritten  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

not try to build monuments.
L e t’s look at reasons the com m unity  

banker will not com pete:
Governm ent Regulations. T hey’re  

costly, and our consum ers have had to 
pay. W e have these regulations —  all 
of us should speak out against the bur
den they are creating —  but we ll have 
to live with some of them . W e will deal 
with them  by assessing them  as soon as 
they’re received and by finding out 
how we are going to operate best under 
them . The com m unity banker should 
keep a total book of all regulations af
fecting the bank and have some p er
son, him self or someone else in the 
bank, be directly responsible for com 
pliance with all regulations.

C o m p la c en c y . I f  a co m m u n ity  
banker is com placent and decides h e’s 
going to sit back and one of these days 
respond to som ething if he has to —  
th at som ething being com p etition , 
regulation or any num ber of things —  
he will find him self behind and not 
com peting and not m aintaining his 
portion of that banking market.

Negativeness. How many times have 
we had some creative idea presented  
to us and received the old answer, 
“W e’ve never done it that way before,” 
or “I don’t think th ere’s any way that 
will w ork,” or “If it works, I’m not 
going to like i t .”

Anything that’s been done for five 
years in the bank should be changed or 
an explanation given as to why it’s not 
being changed. Not everything should 
be changed, but everything at least 
should be reviewed.

P re fe r en t ia l  T reatm en t. This is 
treatm ent that gives an unfair or unde
served interest rate or a loan that’s 
weak or deviating from normal bank 
policy ju st because of personal re 
lationships.

Management Succession. Although 
it ’s unpleasant in many cases, the  
banker should pick the next boss —  
both the im m ediate and long range —  
because it’s im portant. If we don’t deal, 
properly with it, a bank can find itself 
in a lurch without leadership. This can 
do long-term  damage to the posture  
and profits of a bank.

L e t’s look at reasons we will com 
pete:

W e will com pete if we com m it our
selves h e a rtily  to d ev elo p in g  ou r 
people and if we resolve to be good 
managers and to be people-oriented. 
First of all, we should give employees 
every opportunity to use ABA m ate
rial. The ABA’s com m unity bank divi
sion has a trem endous amount of edu
cational material that can be helpful to 
the com m unity banker. O ur state as
sociations have seminars and other ma

terials that will assist in developing 
people. So often, th ere is a Junior 
Banker or Young Banker School, and 
there are AIB courses available in each  
state. W e will grow and becom e more 
sophisticated in our service because 
we allow our people to develop. There  
also a re  lo ca lized  o p p o rtu n itie s  
th ro u g h  u n iv e rs itie s , ex te n sio n  
courses, etc. I’m a great believer that if 
people are motivated to participate in 
con tin u in g  ed u catio n , and th e y ’re  
willing to give their tim e, the bank 
should pay the tuition and encourage  
them  to go. I don’t believe in requiring  
anyone to go because a person not 
properly motivated will waste his tim e 
and the bank’s money.

"W e should not seek per
fection, but something that will 
work. All of us must try harder, 
work smarter, and know our 
m arketplace better than 
others."

W e will com pete because we are de
term ined to be good  managers. This 
does take a positive attitude. W e must 
consider why we are in the bank and 
what our purpose is.

Another way to be good managers is 
to have specific objectives, to know 
what we want to do within our own 
lives as far as the bank is concerned and 
know what we want the bank to do. 
The m ore specific we can be in these  
objectives, the m ore helpful they will 
be. O nce again, the ABA’s com m unity  
bank division has some great helps and 
some m anagem ent tapes, “ Managing 
by O bjectives,” “Time M anagem ent,” 

D ecision M aking,” “ C om m u n icat
ing” and others that will be helpful and 
worth the small cost.

W e will be determ ined to be good 
managers, and we will achieve this by 
com m itting ourselves to being manag
ers people are glad to follow. They 
want to see stability, in tegrity  and  
dedication, and it takes this personal 
com m itm ent to be the kind of leader 
with whom people are glad to be as
sociated.

W e will com pete because we will be 
people oriented. W e are living in the 
day of the consum er, and in these days 
if we re not people oriented, we will 
not achieve much as bankers.

In looking at service for our custom 
ers, we should consider three groups 
and try to have a balance in considera
tion for them  and in what we do for 
them . First, the customer. W ithout 
him, we re not there; th ere’s no reason
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for us to be th ere. That person must be 
given good serv ice ; we m ust have 
genuine interest in the custom er, and 
it should be our desire to be of real 
assistance to him.

Secondly, we should consider the 
stockholder, the owner of our bank. 
It’s only reasonable that the stock
holder would be entitled to a fair re 
turn on his in vestm ent and that it 
would com e into our profit planning.

, Thirdly, the em ployee  should be 
considered with good fringe benefits, 
good salary, good working conditions. 
At the same tim e, we, as managers, can  
expect from that em ployee good pro
duction and good care for the cu s
tom er.

If a com m unity banker always will 
keep in mind those three —  custom er, 
stockholder, em ployee —  and give 
proper attention to all th ree, he will 
have a well-balanced, ongoing bank.

W e will com pete if we take advan
tage of being a full-service financial in
stitution. W e have the right to use the  
full-service em blem , and surveys show  
that people relate positively to full- 
service banking.

To m arket our services, C EO s of 
com m unity banks m ust learn m ore  
about m arket research  and profes
sion al p ric in g . S p e cifica lly , th e y  
should learn why they have the cus
tom ers they have and how the beliefs, 
values and wants of those custom ers 
are changing. In the past, market re 
search rarely was sought by the com 
munity banker, but today I feel it’s 
im perative for him to know more about 
his marketplace.

W e w ill see  ev e n  m ore  d ra stic  
change in the next five to 10 years in 
banking than we’ve seen in the last five 
and probably m ore drastic change than  
we’ve ever seen before.

W hat should we be doing to attract 
more liabilities —  deposits —  and to 
com e out with a profit that is reason
able and desirable? H ere are 12 sug
gestions we should consider in m ar
keting, especially as we look toward 
electron ic fund transfers and o th er  
types of electronic banking:

1. U n d e rsta n d  re q u ire m e n ts  of  
packaged goods in marketing, i .e ., a 
listing and understanding of all your 
services so that you might display them  
and that you might have them  as you 
make a sales pitch to your custom ers 
and to prospective clients.

2. Find out how your bank stands in 
th e minds of your cu stom ers. This 
again alludes to market research.

3. D eterm ine whom you must out- 
gun. You can know your com petition  
today through information from pri
vate sources and through regulators’

MID-CONTINENT BANKER for February

reports.
4. Unify all outward com m unica

tion signals. It’s bad to have two offi
cers giving different signals about the 
same bank.

5. Use your name on all services. If 
you have BanClub, which we have, it 
should be M BT BanClub or F irst Na
tional BanClub, or w hatever it hap
pens to be, to let your custom ers know 
it’s from your bank.

6. This is m ost im portant: Learn  
how to price your services. W e bank
ers have been lax in this area, and it 
takes courage sometimes to price your 
services.

7. Study b u y er b eh avior. Know  
what people like. Try to fit your service 
into that buyer behavior.

8. B eef up consum er-lending activi
ties. T here are great opportunities in 
that area for home im provem ent, au
tomobiles, many personal goods that 
people require today.

9. Becom e skilled with direct-m ail 
techniques. It’s amazing how many 
people we reach if we handle direct 
mail properly.

10. Cross-sell like crazy.
11. Assign one service to a person so 

that person can keep up with all the 
trends and know the specifics about

" If  a community banker 
gives his customer, stockholder 
and employee proper atten
tion, he will have a w ell- 
balanced bank."

that one service. Of course, in a com 
munity bank, one person may be han
dling several services, but at least have 
every service in the bank assigned to 
someone to monitor and to teach to the 
rest of the staff.

12. Be sure to have operating and 
m arketin g  p eop le  in term in gle  and  
com m unicate with one another.

After considering those marketing 
techniques, let me list a few m anage
ment characteristics of a good com m u
nity bank that will enable you to pro
vide outstanding services to your cus
tom ers. The m ore efficient banks ad
here to cost control and pricing, but 
also have a m anagem ent philosophy.

Forem ost in good m anagem ent is: 1. 
T ig h t-f is te d  e x p e n se  co n tro l . 2 . 
Knowing which fees can be pushed to 
the maximum and which fees should 
be com petitive. 3. Focusing on your 
natural strengths (you cannot be some
thing you’re not). 4. Ability to select 
and stick to a w ell-thought-out game 

(Continued on page 104)
, 1979

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 for Profit” is a monthly 

newsletter chock-full of important 
facts and features for farmers and 
ranchers. What makes it specially 
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 timing forthe purchase or 
sale of livestock and crops. New pro
duction techniques. The latest news 
of government actions and pro
grams. Crop and livestock price fore
casts. And much, much more.

Each month Doane publishes six 
different 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.

O
DOANE.

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

j Please send me more information and | 
| 6 FREE issues of “Farming for Profit” j
I I
| NAME________________________________ |
I Ij BANK________________________________ j

ADDRESS____________________________  !
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Prepare NOW for Annual Meetings

Booklets That Aid ( I )  Bank Management
e Bank Directors and Their Selection,
Qualifications, Evaluation, Retirement. 42 
pages. Answers key questions concerning 
director selection, retention and retire
ment. Special section: the prospective di
rector and how he should be expected to 
contribute to the bank’s success. No. 101,
$4.50 per copy.

(2 )  Bank Directors
(3 ) Bank Stockholders

• Bank Shareholders’ Meeting Manual. 60 
pages, 8J2 x 11". Designed to aid directors 
of state-chartered banks, this book dis
cusses conflict of interest, minority rights, 
fuller disclosure, voting of trust-held se
curities, preparation of stock purchase and 
stock option plans, also capital notes and 
debentures.

The manual also is helpful in updating 
annual shareholders’ meetings at a time 
when stockholders are becoming more in
sistent on receiving meaningful information 
at annual meetings and in annual reports. 
No. 102, $8.25 each.

• A Policy Manual for the Bank Board. 
24-pages, reviews typical organizational 
chart, duties and responsibilities of man
aging officers and various standing com
mittees, loan, investment and collection 
policies, and an outline of a suggested in
vestment policy. No. 103, $3.25 per copy.

• A Business Development Policy. A plan 
for the small bank in setting up objectives 
and establishing responsibilities in the of
ficer staff for getting new business, holding 
present business. No. 109, 2 copies for $1.

• SALES: How Bank Directors Can Help. 
Detailed outline of a program that has 
developed more than $40 million in new 
business for a holding company chain in 
the Southeast. No. 110 , 2  copies for $1.

• A Code of Ethics. 4 pages. Sample 
policy statements by two banks, covering 
personal conduct of officers, inside and 
outside the bank. Example: sets criteria 
for conflict of interest, political activity, 
outside interests, trading in bank stock, 
gifts and entertainment that can be ac
cepted by officers. No. 116, 2 copies $1.

• Bank Audits and Examinations. This 
study, written in non-technical language, 
is designed to be helpful (1) to an inde
pendent accountant engaged to conduct 
an opinion audit, (2 ) to an internal bank 
auditor who wishes to make his work more 
effective and (3 )  to a bank director who 
wishes to compare procedures followed by 
his bank with the modem methods out
lined. No. 121, $34.

• Management Policies for Commercial 
Banks. 2nd edition by Howard D. Crosse 
and George H. Hempel. Substantially re
vised edition dealing with major policies of 
liability and asset management in banks. 
Includes examples of major policies and 
the relationship of policy makers and the 
issuing of policy. Examines lending prac
tices, personnel, marketing management 
and portfolio management and capital 
structure. No. 131, $18.95.

• Dictionary of Banking and Finance. 
This dictionary with over 6,000 definitions 
has been compiled to serve as a reference 
for those concerned with banking and fi
nance terminology. The terms defined have 
been obtained from 100 authoritative 
agencies in the financial field. Can serve as 
reference book for directors, trainees, sec
retaries. Cross references to related or 
comparative definitions are supplied for 
many entries. No. 152, $7.95 per copy.

• Banking Tomorrow . . . Managing Mar
kets Through Planning. An approach to 
strategic, long-range planning, from initial 
concept through implementation. With the 
help of this volume you can make con
fident projections about the probable de
velopment of your bank in years to come. 
Equally important, you will find at your 
fingertips a wealth of practical planning 
techniques you can put to immediate use 
in your daily operations to help make 
these projections come true. No. 153, 
$18.50.

• Commercial Problem Loans. A study 
that makes a significant contribution to 
improving lending skills by filling a 
void in the loan department’s litera
ture. The problem loan is identified in 
detail and a program of supervision is 
outlined. The volume includes a 41- 
page chapter on collecting problem 
loans and a case study of a fraud that 
brings all the points discussed into full 
play. Also included are a complete 
sample credit file and a hypothetical 
credit policy statement. Published in 
1974. No. 137, $21.

FIVE NEW STUDIES

• Risk Management for Bank Directors. 
An outline of what bank directors should 
know about risk management in order 
to adequately protect their bank and 
themselves in light of their position of 
fiduciary trust. No. 140, 2 copies for $1.
• Bank Ethics and the Board. A hypo
thetical case study called “The Water
gate Bank,” which outlines various un
ethical practices engaged in by a “fic
titious” management. Problems are 
presented; questions asked; and poten
tial solutions offered. No. 141, 1 copy 
for $1 .
• What Every Director Should Know 
About Employee-Stock Ownership Plans 
(ESOPs). Ever since the Employee Re
tirement Income Security Act (ERISA) 
became law in 1974, a tremendous 
amount of publicity has been given to 
pensions, particularly the use of ESOPS. 
What is an ESOP? Is it for your bank? 
This study poses some questions and an
swers. No. 142,1  copy for $1.
• What Every Bank Director Should 
Know About ERISA. The Employee Re
tirement Income Security Act presents 
new challenges to directors who have 
ultimate responsibility for administering 
employee retirement plans for their 
banks and for other firms. Common law 
precedents have been modified by 
ERISA to the extent that the so-called 
“prudent expert” has replaced the “pru
dent man.” This study advises con
cerned directors on the steps they can 
take to minimize their exposure to the 
penalties stipulated by ERISA. No. 143, 
2  copies for $1.
• What Every Bank Director Should 
Know About Courting Stockholder 
Business. Stockholders, though recog
nized as important by their firms, are 
seldom used to their full potential by 
banks. What is often overlooked is their 
potential as prospective bank customers! 
This study gives pointers that enable 
banks to court their stockholders, result
ing in stockholders bringing all their 
business to their bank, which, in turn, 
improves profits and results in larger 
dividends for stockholders. No. 144, 2 
copies for $1 .
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TH E  B A N K E R S  H A N D B O O K

Edited by William H. Baughn and Charls 
E. Walker
This book is considered to he the most 
complete and definitive reference source 
covering current banking practices. It 
places the money knowledge of 90 of the 
country’s leading bankers at the fingertips

of the banker or bank director in a concise, 
analytical style. In it are the answers to 
most questions anyone would ask about 
banking. Easy to use . . . contains 11 ma
jor sections . . .  in 87 chapters. Over 1200 
pages! Every bank, every bank boardroom 
needs this reference book.

Check Box No. 120 , $ 3 5 .0 0  per copy

O T H ER  M A N A G EM EN T-D IR EC TO R  MANUALS
• Management Succession. 8-page study. 
This has been termed the number one 
problem in banking. Directors have the 
legal duty to staff their banks and this 
publication provides invaluable aids to as
sist directors in this area. Includes a com
prehensive checklist for management de
velopment. No. 133, $1.

• Bank Stock Prices. How the price range 
of a bank’s stock should be determined is 
discussed in this four-page study. The pros 
and cons of high and low stock prices are 
examined so directors can determine where 
to set the price of their bank’s stock. No. 
134, 2 copies for $1.

• WOMEN: The “Forgotten” Directors. 
20-page booklet. Would be most helpful to 
banks contemplating the election of a 
woman or women to the board. A national 
survey shows how women view their rela
tionships to other directors of their banks, 
what they feel are their relationships to 
men and women staff members of the in
stitution, frustrations and delights encoun
tered in board service and what they see 
as today’s major banking problems. No. 
145, $2.00 per copy.

• A Trust Guide for the Bank Director. 
40 pages. Since introduction of the Keogh 
Act (H.R. 10), many small firms and self- 
employed individuals have established pen
sion trusts. Thus the number of banks add
ing trust functions has increased substan
tially. Directors of banks with new trust 
departments or newly elected directors of 
banks with established trust functions of
ten aren’t fully conversant with direction 
of trust activities. They will find this book 
to be a valuable aid. It delineates trust 
department examinations, policies. Includes 
Comptroller’s Regulation 9, covering fidu
ciary powers of national banks, collective 
investment funds and disclosure of trust 
department assets. No. 146, $5.00 per copy.

• Leasing Principles & Methods. For the 
bank interested in leasing. It’s an “en
cyclopedia” of information that covers the

entire range of leasing of capital goods, 
with fully documented financial instru
ments, of contracts, letters of credit, agree
ments, etc. There are chapters devoted to 
insurance, tax fees and tax credits. Latest 
rulings (for 1977) are included to give the 
reader a complete library on tax problems 
associated with leasing of airplanes, rail
road cars, rolling mills, oil tankers, auto
mobiles, television sets, etc. The author 
serves as a consultant to some of the 
nation’s leading leasing companies. Over 
300 pages. No. 147, $49.95.

• What Every Director Should Know 
About Executive Compensation. 4 pages. 
Some observations on executive compensa
tion that can help improve initiative and 
performance and that will attract and hold 
competent employees. No. 148, 2 copies 
for $1.

• Bank Director’s World. This manual ex
amines the bank director’s relationships

with the holding company, the CPA, legal 
counsel, stockholders, correspondents and 
advisory boards. It includes exhibits to 
enable directors to grasp the scope of the 
world of bank directorship. Both new and 
veteran directors can profit from the per
spective this manual offers. No. 150, $6.25 
per copy.

• Behind Boardroom Doors. Provides in
sights into the fine points of bank board 
membership. Sample chapter topics: CEO 
selection; reimbursement; management 
audits; finding customers; board minutes; 
director fees; retainers; common law li
ability for director negligence; subcommit
tees of the board; capitalization; and in
fluence on the economy of the community. 
Also, a chapter on how to open boardroom 
doors to establish ongoing communication 
between the bank and the public. No. 151, 
$6.00 per copy.
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NEWS
From the Mid-Continent Area

A la b a m a
■  MARY JA N E B U L T E R  and Kathy 
Reed have been appointed assistant 
cashiers. Exchange Bank, Attalla. Mrs. 
Bulter previously was in charge of the 
bookkeeping d epartm ent, and Mrs. 
R eed joined the bank in 1973 as a sec
retary.

■  B E N  W IL D E R  has been nam ed  
manager and Phyllis Reaves has been  
named assistant m anager, Sixth Av
enue office, F irst National, D ecatur.

I  R ICH A R D  J. E L L IS  has been ap
p ointed  sales en gin eer, L e F e b u re , 
C edar Rapids, la. Mr. Ellis will oper
ate from the Memphis branch and will 
concentrate on central and south cen 
tral Arkansas markets.

Illinois
■  JA M E S  E . B R IS T O W  has b een  
e le c te d  v ice  p re s id e n t/p e rso n n e l, 
Elm hurst National. Mr. Bristow is a 
fo rm e r v ice  p re s id e n t/p e rs o n n e l, 
Sears Bank, Chicago.

■  R ICH A R D  D. M IN ICK  has been  
prom oted to assistant vice president,

Record for DuQuoin State
DuQUOIN — DuQuoin State re

ports a record year in 1978, increas
ing earnings, deposits and capital 
structure. At year-end, the bank de
clared a two-for-one stock dividend, 
boosting capital and surplus to $1.5 
million each.

During the year, the bank com
pleted an expansion and remodeling 
project, adding a four-lane drive-up 
installation and increasing parking 
space.

Soy Capital Bank, D ecatur. H e joined  
the bank in 1975 as an administrative 
assistant.

North Point State Closed
ARLINGTON HEIGHTS —  De

posit liabilities of North Point State 
— closed by William C. Harris, Il
linois bank commissioner, Decem
ber 16 —  have been assumed by 
Bank & Trust, also located here. The 
former North Point State’s sole office 
opened December 18 as a facility of 
Bank & Trust, with all depositors of 
the closed bank automatically be
coming Bank & Trust depositors.

The latter bank assumed approxi
mately $20.8 million in deposits plus 
other liabilities and agreed to pay a 
purchase premium of $2.3 million, 
the highest among eight bids submit
ted for the transaction. The FDIC  
aided Bank & Trust in the purchase. 
The assuming bank is buying, at 
market value, most of the closed 
bank’s securities portfolio of about 
$3.6 million and other assets totaling 
$1.9 million. To facilitate the trans
action, the FD IC advanced cash 
amounting to approximately $15.7 
million and retained the failed bank’s 
book assets of around $20.1 million. 
The FDIC says it expects to recover 
a substantial portion of its outlay as 
payments are realized on assets not 
transferred to the assuming bank.

Indiana
■  D A V ID  H. R U N Y O N  has b een  
named executive vice president, and 
Bill J. G arringer has been named as
sistant vice president, F irst National, 
Richmond. Mr. Runyon is a form er 
senior vice president, and Mr. Gar
ringer is a form er loan officer.

I  D O N A LD  L . F E L T E N  has been  
appointed vice presid en t and L aw 
rence O. M oeller has been appointed  
trust officer, Lincoln National, F o rt  
W ayne. Mr. F elten  is a form er trust 
officer and Mr. M oeller is a form er 
assistant trust officer.

■  F IR S T  BA N K , Indianapolis, has 
nam ed President Robert C . Laue its 
chief executive officer; Don A. W irick, 
executive vice president; William G. 
B att, executive vice president; and 
Mark S. W eller, vice president. Mr. 
W irick was senior vice president; Mr. 
B att, vice president; and Mr. W eller, 
assistant vice president. H e continues 
as a com m ercial loan officer.

K an sas
■  FIR S T  NATIONAL, C H A N U T E, 
has an n ou n ced  th e  follow ing p ro 
m o tion s: D avid  B ixb y , from  v ice  
p resid en t to senior vice p resid en t; 
Mark E ld rid ge, from assistant vice  
president to vice president; M arcia 
Eldridge, from assistant cashier to as
s is tan t v ice  p re s id e n t/m a rk e tin g ; 
Marie Miller, from teller to assistant 
cashier/C D  officer; E velyn  Grogan, 
from  assistan t cash ier to assistant 
c a sh ie r /o p e ra tio n s  o fficer; K athy  
Hanna, from custom er service officer 
to assistant cashier/custom er service; 
and Diane M yers, from custom er ser
vice officer to assistant cashier/cus
tom er service.
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Awards Program Begun
GREAT BEND — To express its 

appreciation for a total of more than 
200 years of employee loyalty, Secu
rity State has begun an awards pro
gram to recognize employee service 
on the basis of years of employment.

J. A. Mermis Jr., Betty J. Sloan 
andG. E. Alban were cited for more 
than 25 years of service; Dale En- 
gleman received a 20-year service 
award; and Dale Oliver, Edith Bollig 
and Earlene Nairn were honored for 
more than 15 years’ service. Velda 
Gilliland was given a 10-year award. 
A total of 29 employees and officers 
received awards in the program, 
which is hoped to be held annually.

In other action, G. E. Alban, 
senior vice president of the bank, has 
retired after 42 years in banking and 
finance, 26 of those years with Secu
rity State. Assuming his position is 
Stephan J. Mermis, a former vice 
president, who joined the bank re
cently after six years as a state bank 
examiner.

I  TOM  SW AN SO N  has been p ro
m oted to assistant cashier, F irst Na
tional, Coffeyville. Before joining the 
bank 2 1A years ago, Mr. Swanson was 
with F irst National, Kansas City, Mo.

■  L E L A N D  E . W H IT E  has been  
nam ed senior vice president, and F red  
L. Shaw has been nam ed assistant vice 
president and cashier, Tow er State, 
Kansas City.

■  T ER R Y  J. S U T C L IF F E  has been  
elected  president, City Bank, W ichita. 
H e form erly had been vice president, 
Tow er State, Kansas City.

■  P A U L  R. “ S K IP ” S C H Q L Z  has 
been appointed assistant vice presi
dent, F irst National, Newton. H e will 
be in the loan division and assist with 
p u b lic re la tio n s and b usin ess d e 
velopm ent.

■  C A PIT A L C IT Y  BAN K , Topeka, 
has an n o u n ced  th re e  p ro m o tio n s: 
Bruce G. Erickson to vice president 
and trust officer, Jerry  Kent to assistant 
vice p resident/consum er loans, and 
Jane S. Jung to assistant vice presi- 
dent/custom er service.

■  JA N E T  I. O B E R G , a retired  U. S. 
N avy lie u te n a n t-c o m m a n d e r , has 
joined Union State, Clay C enter, as 
assistant to the president. H er duties 
include personnel m anagem ent and  
m ark etin g . M iss O b erg , a fou rth - 
generation family m em ber associated  
with the bank, worked at Union State 
about two years before joining the  
Navy in 1957.

■  W E S L E Y  C. H E S S , vice chairm an, 
National Bank, Pittsburg, has retired  
but will rem ain on the board. Mr. Hess 
served the bank and the com m unity for 
m ore than 50 years.

■  LARRY D. M cC U R L E Y  has been  
appointed vice president/com m ercial 
loan departm ent and bank personnel 
officer, Rosedale State, Kansas City. 
H e is a form er F D IC  bank examiner.

Kentucky
■  JO H N  K. R O W LISO N  has retired  
as vice president-auditor, Citizens Na
tional, Bowling G reen. His banking 
career lasted more than 41 years and 
was interrupted briefly by service in 
the Navy during W orld W ar II.

■  W IL L IA M  B. B E C H A N A N  has 
been appointed a director of F irst Se
cu rity  N ation al, L ex in g to n . H e is 
p re s id e n t an d  C E O , K en tu ck y  
Utilities Co.

■  T H E  ST. L O U IS  F E D  has ap 
proved the application of Magnolia 
Bancshares to becom e an H C  through  
acquisition of Bank of Magnolia.

Louisiana
■  S H E R Y L  D E F F E Z  has been pro
m o ted  to  m an ag er, P lank P laza  
Branch, Baton Rouge Bank. She has 
been with the bank since it opened in 
1967.

M ississipp i
■  D. R IC H A R D  G E O R G E  has been  
elected  trust officer and will manage 
the trust departm en t, F irst U nited  
Bank of M ississippi, M eridian. H e  
form erly was with the trust depart
m ent, F irst Mississippi National, H at
tiesburg.

M issouri
■  JA M ES N IC O L , a Kansas City-area  
banker for 44 years, has taken an early 
retirem ent from his post as chairm an, 
F irst National, In d epen d en ce. Mr. 
Nicol has been with the bank 37  years. 
Before that, he was with C om m erce  
Trust, Kansas City (now C om m erce  
Bank, Kansas City), for 2 Vi years and 
with Clay C oun ty S tate , E xce lsio r  
Springs (now C om m erce Bank, E xcel
sior Springs), for five years.

■  SO U T H  S ID E  N A T IO N A L, St. 
Louis, has prom oted Leon A. Breunig  
from assistant vice president to vice 
president and Joseph E . M ager from 
personal loan officer to vice president. 
The bank also elected  Jam es Koehler 
assistant vice president.

■  C O M M E R C E  BANK, St. Joseph, 
has announced the following officer 
promotions: Jack O’Rourke to senior 
vice president/operations and person
nel departm ents, John B. Rost to as
sistant vice president/installm ent loan 
departm ent and Em il Sechter to vice- 
p resid en t/co m m ercia l loan d ep art
ment.

■  THOM AS B. FITZSIM M O N S has 
been nam ed executive vice president 
and m em ber of the board, First Bank 
of C om m erce, Columbia. In his new  
position, Mr. Fitzsim m ons will assist 
the C E O  in im plem entation of board  
policies and m anagem ent of all bank 
a ctiv itie s . In re la te d  actio n , D on  
Rowland has been prom oted from as
sistant vice president to vice president 
and manager, m ortgage loan depart
ment. Prior to this, he served as man
ager, F irst Bank East.

■  D E N N IS  H . B O W E R S O N  has 
been elected  assistant vice president, 
Southern Com m ercial, St. Louis. He 
has been with the bank since 1971.

N e w  M exico
■  E L  P U E B L O  STA TE, Española, 
reported plans to rem odel and expand 
facilities. The expansion program  in
cludes a third drive-in m otor bank, 
new  loan d ep artm en t, m ore lobby  
teller windows and bigger bookkeep
ing and record  storage area.

I  J. W . SM IT H  has been elected  
p re sid e n t, L ib e rty  N ation al, L ov- 
ington. Mr. Smith, who was associated  
with three banks in Dallas, was head of 
L ib e rty  in 1 9 5 5 , w hen it was 
Lovington National. H e left Lovington  
after five years to join Citizens Na
tional, Lubbock, Tex.

■  F I D E L I T Y  N A T IO N A L , A l
b u q u e rq u e , has n am ed  R ich ard  
Grimes and Donald J. Needham vice 
presidents. Mr. Grimes formerly was 
with Am erican Bank of C om m erce, 
A lbuquerque, and once was a vice  
p resid en t, Santa F e  National. M r. 
Needham formerly was with M ercan
tile National, Dallas.

I  FIR ST  NATIONAL of L ea County, 
Hobbs, has prom oted the following of
ficers: Jam es D. Renfrow to executive
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vice president from senior vice presi
dent, Orville T. Brey to vice president 
and real estate officer, Lucille Dailey 
to tru st ad m in istration  officer and  
M artha Harris to assistant cashier and 
executive secretary.

O klahom a
I  FIR S T  N A TIO N A L, Texhom a, has 
announced plans to construct a new  
building to replace the original build
ing the bank has occupied since 1908. 
The new location will be at Third and 
Main, one block w est of the present 
location. The new quarters, scheduled  
for com pletion in August, will have a 
drive-up facility, night depository, 
modern vault and additional safe de
posit space.

■  F IR S T  N A TIO N A L, Bartlesville, 
has announced prom otions of John  
Spangenburg Jr. to vice president and 
Cecil Epp erley  to assistant vice presi
dent. Mr. Spangenburg is a form er as
sistant vice president and Mr. E p p er
ley is a form er assistant cashier.

■  R O N A L D  A. S C O T T  has p u r
chased controlling interest of Ham il
ton F irst Bank of Clinton, Oak Ridge. 
H e is the newly elected chairm an and 
C E O , succeeding William C. G reer. 
M r. Scott previously was executive  
v ice  p re sid e n t, U n ited  A m erican , 
Knoxville; chairm an and C E O , United  
Am erican, Dixon; and vice chairm an, 
First & Farm ers National, Som erset, 
Ky. B en C . Plant will continue as 
president and chief operating officer, 
Hamilton First,

I  PARK N A TIONAL, Knoxville, has 
elected  the following vice presidents: 
Jam es S. Patteson, J. Finbarr Saun
ders Jr. and W arner M. Sells. New  
assistan t cash iers  a re  Jean  B aird , 
Nancy Beatty, E rn est Cates, W anda  
H e n d e rlig h t, G e rtru d e  Jo h n so n , 
Norma Mikels, L ea Reagan and Jam es
R. Smith.

■  B E N  T. H E A D , form er president 
and C E O , U n ited  V irgin ia B ank, 
Newport News and H am pton, Va., has 
b een  e le c te d  p resid en t and C E O , 
Texas State, Austin. H e also will as
sume responsibility and coordinate ac
tivities of Republic of Texas Corp. in 
Austin, now that Texas State has be
com e affiliated with the company.

■  THOM AS R. CORKRAN has been  
elected  an assistant cashier, Plaza Del 
Oro C om m erce, Houston. H e joined  
the bank in 1975 after gaining three  
years’ banking experience with banks 
in Houston and Port Arthur.

I  R O B ER T  L . ROSS has been named  
senior vice president and investm ent 
officer and Don D. Roberts has been  
named assistant vice president, Capi
tal N ational, H ou ston . M r. R oss’s 
duties include investm ent portfolio  
m anagem ent. Mr. Roberts serves in 
the credit division.

■  SO U T H ER N  NATIONAL, Hous
ton, has nam ed the following officer 
changes: Donald E . Blair, executive  
vice president; Jack Charles Ford , vice 
president; Rockleigh S. Dawson Jr ., 
executive vice president, was named  
head of the banking group; and Ford  
Hubbard J r . , executive vice president, 
will continue to serve as head of the 
trust group.

Community Bankers
(Continued fro m  page 99)

plan regardless of your com petitor’s 
foolish endeavors. 5. Monitoring re 
sults (follow-up). 6. Sound investm ent 
advice from outside —  dealers and/or 
correspondents. 7. Ability to repent 
fast when a bad decision has been  
made and adjust accordingly. 8. H av
ing courage to fire people when neces
sary (first determ ine if they could be 
utilized properly in another part of the 
bank). 9. Close attention to people 
problems. 10. Using sound consulting 
ad vice w hen it com es to building  
facilities, design and decor. 11. D e
term ining how much taxes you want to 
pay. This requires tax planning and is 
developed through your investm ent 
portfolio. 12. Realizing loans outside 
your own market increases risks dra
matically with the exception of good 
A -ra te d  loan  p a rtic ip a tio n s . 13. 
Knowing when to lead with a product 
and not being too concerned if you fol
low later. 14. Keeping directors fully 
informed and educated (this perm its 
the bank to take advantage quickly of 
opportunity without delay for debate 
and controversy). 15. Learning how to 
develop d ire c t in stallm en t-len d in g  
markets. 16. Knowing what to do when 
your spread narrows.

W e should not seek perfection; we 
should seek som ething that will work. 
All of us m u st try  h a rd e r , w ork  
sm arter, know our m arketplace b etter  
than others and take a personal-banker 
approach. • •

BANK EQUIPMENT IN EXCELLENT CONDITION —  ON 
SALE BECAUSE WE’VE MOVED TO A NEW BUILDING.

1 —  BEAUTIFUL, MARBLE TOP LOBBY CHECK DESK; 
10 —  GENUINELY ELEGANT MARBLE TELLER DEAL 
PLATES; 2 —  DIEBOLD ROTARY CHECK FILES; 1 —  
MOSLER WALK UP UNIT; 36 —  10" x 10" METAL 
EMPLOYEE LOCKERS; 1 —  GRAND ELECTRIC STOVE 
FROM EMPLOYEE LOUNGE.

CALL: DON SCHWIESOW, CASHIER, (312) 579-2027, 
BANK OF LAGRANGE PARK, OAK AVE. AT SHERWOOD 
RD., LAGRANGE PARK, ILL., 60525.
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scar E. Beminghaus Bouncing, rocking and creaking along the Overland stage wound its way across
the prairies westward. This painting by Oscar E. Beminghaus, was commis
sioned by The Boatmen’s National Bank o f St. Louis and is one o f many paintings 
that comprise the Boatmen’s Fine Arts Collection, one o f the largest in the United States.

The Boatmen ’s  “Overline  ’ ’ Stage
Sometimes the loan administration road can get pretty rocky, almost 
impassable. That’s when a Boatmen’s correspondent banker can give 
you the assistance you need. And a Boatmen’s correspondent banker 
won’t bother you with fanfare, just hard-hitting service geared to your 
requirements.

Call 314-425-3600 for a better way of correspondent banking.

100 N. Broadway • St. Louis, Mo. 63102 • 314-425-3600
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W hat vou see.
When First National Bank in St. Louis 

is your correspondent bank, you can bet 
you’ll see your own personal bank officer 
on a regular basis.

And if you need to see him more 
frequently, you will.

Of course, he’s available to you 
by phone almost every day. So, you 
can get fast, on-the-spot service 
whenever you need it.

Your First National Banker 
really knows his business—and 
how it can help your business.
He’ll keep you up-to-date on all

our bank’s services, on recent legislation, 
new technology, competitive practices 
and other developments.

We put a lot of faith in our correspondent 
bankers. We give them the authority to 

make decisions for us and to make loans 
in our behalf. You can put your faith in 
them, too.

If you’re not already seeing a 
First National Bank in St. Louis 
correspondent banker, you should 
call Bart French today at 
(314) 342-6967. He’ll make sure 
you see one soon.

Good as he is, your correspondent banker 
cannot do all the work connected with your 
bank’s account.

That’s why First National Bank 
in St. Louis maintains special staffs 
to give you daily assistance for 
daily needs.

For example, our people . 
have developed “Rabbit Transit” 
check-clearing systems that 
can improve your earnings, 
because your transit items 
become collected balances 
rapidly.

Another way we can help you 
is with our Fed Funds, investment and 
safekeeping capabilities. Our performance 
record in this area is highly regarded 
throughout our industry.

We also offer your bank the ser- 
vices of our skilled data processing team? 
They can bring to your operation reliable and 
sensible systems for getting your work done.

Our capacity for overline lending, based

on our sizable assets, allows you the opportunity 
to make larger loans than you otherwise might.

For agricultural loans specifi
cally, we offer specialists who can help 
you provide your customers with 
expert advice as well as flexible 
loan arrangements.

We sponsor timely 
seminars where you and 
other top management 

of your bank meet with the top 
management of our bank. This is 

» an excellent opportunity for us to 
exchange ideas and share expertise.

Of course, we are always 
available to you for individual con

sultation through your correspondent 
banker.

When you want to get more from a 
correspondent bank, get with the bank that 

gives you more. First National Bank in 
St. Louis. For additional information or an 

appointment with a correspondent banker, call 
Bart French at (314) 342-6967.

fià First National Bank in St.Louis
A First Union Bank Member FDIC
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