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The resource that corresponds
to your needs —

Liberty Professionals.
L ibe rty ’s Correspondent Banking 

philosophy is simply this: Whatever serv
ice you might require, we offer quick 
response with a step-by step problem
solving approach which, we feel, is the 
mark of a true professional. To do this, 
we offer you superior customer service

in all Liberty departments.. .from Inter
national to Trust...from Commercial to 
Mortgage. As your bank moves up its 
own success ladder, why not take ad
vantage of Liberty’s billion (plus) re
sources and the resource no other bank 
can give you — Liberty Professionals.

Original pen and ink by Oklahoma artist, 
McKinley Thomas, commissioned by Liberty 
for the series, “Art in Business.”

m
ifè LIBERTY
THE BANK OF MID-AMERICA

William P. Dowling 
Executive Vice-President 
Correspondent Banking Department

The Liberty National Bank and Trust Company / P. O. Box 25848 / Oklahoma City, Oklahoma 73125 /  (405) 231-6164 /  Member FDIC
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READ ANY GOOD 
BOOK-ENTRIES LATELY?

It ’s fiction that certificates should change 
hands when securities are bought or sold.

It ’s fact that book-entry processing via deposi
tories saves you money, time and headaches.

At MHT, we’ve long been a leading advocate of 
the depository environment. In fact, we designed 
our own securities system called IMPACSM to make 
the most of the electronic book-entry programs 
of the Depository Trust Company (stocks and 
corporate bonds) and the Federal Reserve Bank 
(government securities).

Working together, the MHT and DTC systems 
produce faster confirms— which, in turn, reduce 
fails. You’re ahead in other ways. too. By sharing in 
the lower rates we get as a major DTC participant.

By waiving the cash deposit and collateral required 
by DTC of direct participants.

Today, more and more MHT correspondents 
are adopting book-entry securities processing for 
the sake of efficiency and economy.

Take a page out of their book. Leave certifi
cates in their place and curl up with a good 
book-entry.

For more information, get in touch with 
Brian V. Carty, Vice President. He can be reached 
directly at (212) 350-4658.

MANUFACTURERS HANOVER
America’s premier correspondent bank

National Division, 350 Park Avenue, New York, N.Y. 10022 Mfdic
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On Comet!
On Donner

a n a  H i t z e n ;

Put Christmas Club power to work producing more retail funds today!

As more and more funds wind up in high-interest ac
counts, the critical question is how to attract inexpensive 
funds to help offset this condition.

If you have been overlooking the power of club accounts, 
now is the time to think in terms of what makes people save. 
It’s the incentive that counts. And Christmas Club provides 
both the incentive and means -  a concept that has been 
thoroughly tested and proved for over 70 years.

Now-through Christmas Club a Corporation —you can 
launch an exciting new Christmas Club program designed to 
help make your retail funds grow. ‘Twas The Night Before 
Christmas works its spellbinding magic through the Incen
tive Book and all the supporting materials you need. They’re 
ready now for you to order. Call toll free: (800) 523-9334 
New York, New Jersey, Maryland, Delaware; (800) 523-9440 
all other states (except Pennsylvania); (215) 258-6101 
Pennsylvania residents, and ask for Renée Brett.

Exclusive Premiums Featuring Scenes 
From “The Night Before Christmas”

•  Wall Plaque /  Tray -  Hang it decoratively on the wall or use 
it as a serving tray.

•  Glass Beaded Candle -5 "  high frosted candle.
•  Santa’s Helpers -  Elf figure ornaments for the tree.
•  Mouse in a Bag B a n k -A  delightful way to teach children 

to save.
•  Memo Board -  Colorful wipe-clean board with attached 

pen.
•  Coloring Book -  24 pages of “The Night Before Christ

mas” for children to color.

PO. Box 20, Easton, PA 18042 
(215) 258-6101

The originator of Christmas Club • Helping America save since 1910©  1980 Christm as Club a Corporation, Easton, PA.
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CORRESPONDENT BANKING DEPARTMENT
REGIONALLY: 1 - 8 0 0 - 5 3 5 - 9 1 5 1  

IN L O U IS IA N A : 1 - 8 0 0 - 5 6 2 - 9 0 1 6  
NATIONALLY: 5 0 4 - 5 8 6 - 7 2 7 2
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tions Conference, Cambridge, Mass., Hyatt Re
gency Cambridge.
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April 9-12: Louisiana Bankers Association annual con
vention, New Orleans, New Orleans Hilton.

April 13-16: ABA Southern Regional Bank Card Con
ference, New Orleans, Hyatt Regency New Orleans.

April 13-16: ABA National Installment C redit Confer
ence, Washington, D. C., Sheraton Park.

April 14-15: Mortgage Bankers Association national 
conference, New York City, New York Hilton.
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national Financial Statements Workshop, St. Louis, 
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April 26-27: ABA Community Bank Senior Manage
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April 27-29: Texas Bankers Association 96th annual 
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April 27-30: ABA National M arketing Conference, 
Miami Beach, Americana Bal Harbour.

April 27-30: Conference of State Bank Supervisors An
nual Convention, Las Vegas, MGM Grand Hotel. 

April 27-May 3: ABA Executive Program on Retail 
Banking, Houston, Houstonian Inn.

May 4-6: ABA International Personnel Workshop, 
Chicago, Continental Plaza.

May 4-7: Bank Administration Institute 1980 Confer
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Continental Plaza.

May 10-13: Arkansas Bankers Association Annual Con
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May 11-16: ABA National Personnel School, Boulder, 
Colo., University of Colorado.
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May 14-16: Alabama Bankers Association Annual Con
vention, Mobile, Municipal Auditorium.

May 14-16: Kansas Bankers Association Annual Con
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M ay 15-18: In d e p e n d en t Bankers Association of 
America Seminar/Workshop on Bank Ownership, 
Clearwater Beach, Fla., Hilton Inn.

May 17-21: Mississippi Bankers Association Annual 
Convention, Biloxi, Biloxi Hilton Hotel.

M ay 18-21: ABA National Operations/Autom ation 
Conference, New York City, Hilton and Americana 
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May 18-21: Tennessee Bankers Association Annual 
Convention, Gatlinburg, Sheraton Hotel.

May 19-21: Oklahoma Bankers Association Annual 
Convention, Oklahoma City, Sheraton Century 
Center Hotel.
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Does your correspondent banker 
handle each loan request 

personally?

Ours do — 
start to finish.

How many times have you heard this? 
“ Sorry, I’ll have to refer you to our 
loan committee. Nothing personal, 
mind you.”
Mercantile decided long ago our cor
respondent banks shouldn’t have to 
put up with that. So we gave our 
account officers the authority to 
approve loans.
We found it saves a lot of running 
around and wasted time. Especially 
for you.

Not just on commercial loans, either. 
Each officer also takes care of per
sonal and agricultural loans, plus 
loans for bank stock and mergers and 
acquisitions. He’ll even help you form 
a syndicate, if needed.
As you might expect, this places a big 
responsibility on the shoulders of our 
account officers. So we try to make 
sure they stay at top form. Each 
officer attends seminars on credit and 
finance to keep him up-to-date on the 
latest trends.

Furthermore, each officer has 1600 
Mercantile people backing him up all 
the way. But he knows the full respon
sibility for your satisfaction falls 
squarely on his shoulders.
So why not call a Mercantile Banker 
today? He’s one guy who won’t pass 
you on to some committee.

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

By Dr. LEWIS E. DAVIDS
Illinois Bankers Professor of Bank M anagem ent 
Southern Illinois U niversity, Carb ondale

’

Big Brother HUD in D. C.

A SMALL NUM BER of regulators 
in W ashington, D. C ., such as 

SEC Commissioner Roberta Karmel, 
are concerned about the proliferation 
of governm ent regulations and expan
sion of its power. She recently said, I 
believe that the exercise of govern
m ental powers should be restrained 
and circum scribed by statutes enacted 
by Congress, which is democratically 
elected. I worry when a nonelected 
body, acting in good faith, but, never
theless, only according to its “faith, 
which not everyone shares, adopts 
procedures on its own to im plem ent 
vague ideals and concepts by sanc
tio n in g  p ro fess io n a ls  w hose  very  
livelihood rests on their reputations. I 
have difficulty reconciling such ill- 
defined and subjective policy with the 
no tion  th a t p ro secu to ria l agencies 
m ust operate w ithin defined perim e
ters of law .”

Such people should be applauded 
and supported. However, about the 
tim e that she was making that state
m ent, the D epartm ent of Housing and 
U rb an  D e v e lo p m e n t (H U D ) was 
proposing in Section 109.20 of Title 
VIII of the Civil Rights Act of 1968 a 
regulation that would apply to banks, 
n ew sp ap er p u b lish e rs , real e s ta te  
firms, building and loan associations, 
in fact all individuals, firms and corpo
ra tio n s , c o n c e rn in g  “ n o n d isc r im 
ination” in advertising sale, rental, 
financing or o ther services connected 
with residential real estate. In its big- 
b ro ther m anner, H U D  is proposing 
that use of certain words, phrases, sen
te n c e s  and  v isua l aids sh o u ld  be 
avoided in order to elim inate their dis
crim inatory effect. H U D  contends that 
a selective use of advertising media or 
conten t may lead to discrim ination 
and, therefore, should be avoided. The

reg u la tio n  w ould  in te rd ic t  w ords, 
phrases and sentences dealing with (1) 
d e sc r ip tiv e  c h a ra c te r iz a tio n  of a 
dwelling, landlord and tenant, and (2) 
indicators of race, color, religion, na
tional origin, sex and “catch words”; 
also symbols or logotypes, as well as 
colloquialisms that imply or suggest 
race, color, religion, sex or national 
origin and, believe it or not, a descrip
tion of the area or location.

In a sad winter wonderland 
of Washington do-gooders, 
HUD would restrict directions 
to real estate for sale or rent 
because use of maps or written 
instructions might imply a dis
criminatory preference.

In  a sad  w in te r  w o n d e rla n d  of 
W ashington do-gooders, H U D  would 
restrict directions to real estate for sale 
or for ren t because use of maps or w rit
ten  instructions m ight im ply a dis
crim inatory preference, lim itation or 
exclusion. I t ’s H U D ’s position that 
“specific directions given from or to a 
racial or na tional-o rig in -sign ifican t 
area may indicate a preference and 
should not be used. Reference to a 
synagogue, congregation or parish also 
may indicate a religious preference 
and should not be used. Names of 
facilities that cater to a particular ra
cial, national origin or religious group, 
such as a country club or private school 
used exclusively by one sex, should not 
be used to describe an area.

W hile it may be a national policy to 
avoid discrimination, in the areas that 
H U D  has staked its claim, one must 
question H U D ’s judgm ent in propos
ing such a regulation.

The first am endm ent of our Con
stitution perm its people to com m uni
cate accurate factual information. Con
sider the restriction on use of direc
tions to real estate for sale or for ren t by 
use of maps or w ritten instructions. 
One of the basic facts of real estate is 
“situs,” that is, each piece of property 
is unique in having a different location. 
How can one find real estate for sale 
w ithout directions in many sections of 
suburbia? Or to look at it from another 
angle, would advertising in the New 
A m sterdam  N ew s,  a new spaper in 
H arlem  in New York City, or W om en s 
W ear Daily be construed as a dis
crim inatory device?

One of the most im portant reasons 
families choose to relocate is to be close 
to a w ell-regarded school. One m ust 
w onder what justification H U D  can 
offer for making reference to a school a 
violation of T itle V III of the  Civil 
Rights Act of 1968.

Consider the practical reality of such 
a regulation. U ndoubtedly, we would 
have to have every new spaper, adver
tisem ent and TV and radio announce
m ent of real estate m onitored by H U D  
employees in term s of description of 
real estate for sale, lease or rent. Penal
ties undoubtedly would be applied to 
publishers and financial institutions in 
which there  was a violation of H U D  s 
regulations.

Probably the most glaring feature of 
this proposal is lack of recognition of 
the cost to benefits. That is, how much 
would it cost society and regulatory 
agencies to police som ething that actu
ally would be a factual com m ent?

Recently, Robert T. Mayo, presi
d e n t, F e d e ra l R ese rv e , C h icago , 
noted that the cost of compliance with 
the Equal C redit O pportunity Act was 

(Continued on page 82)
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THE NEW BANKING SYSTEM Walls that aren’t
really walls. Privacy achieved with open space and flexibility. No closed 
doors. No inflexible hallways or offices. You're looking at an area in a major 
bank using the most efficient system in commercial design today... modular. 
The system, one of several we offer, and the design came from us, Arrow 
Business Services. Modular office systems are just one of the ways we'll make 
every square foot you have work for you, flexible enough to change as you do. 
We have 16,000 square feet of ideas in 
our showroom and 25,000 square feet of 
active inventory to back them up. With 
our bank experience, we're sure to have 
the right idea for you. Give us a call.

H R R O W i
BUSINESS SERVICES, INC.

an affilia te  of Memphis Bank & Trust 
3050 M illbranch •  Memphis, Tennessee 38116 

901/345-9861
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W a sh in g to n  W ire

Money-Market Funds— Unbeatable Competition?

MONEY-MARKET m utual funds 
operating in a virtually unreg

ulated environm ent perhaps have be- 
eome the most serious com petitor for 
deposits faced by traditionally regu
lated financial in term ediaries. Their 
growth during 1979 — from about $10 
billion to nearly $50 billion in assets — 
has prom pted the ABA to form a strike 
force to lead bankers in countering this 
new threat.

U n til le g is la tiv e  or re g u la to ry  
changes are m ade, m oney m arket-

There are more than two 
million m oney-m arket-fund  
shareholders —  a 350%  in
crease in just one year.

mutual funds will seem almost unbeat
able com petition to banks and other 
interm ediaries. As creatures of infla
tion and of the federal laws and regu
lations that limit in terest rates payable 
to savers by depository institutions, 
they rep resen t an additional in te r
mediary in financial markets.

The flight of savers from banks and 
o th e r d ep o sito rie s  has fu e led  the  
enorm ous grow th of m oney-m arket 
funds. Assets of the largest money- 
market fund reached $9 billion by early 
1980. This would place it first in size 
among savings banks, second among 
all S&Ls and roughly 19th among all 
commercial banks.

Although the ABA’s strike force will 
exp lo re  ev ery  possib le  op tio n  for 
dealing with m oney-m arket m utual 
funds, reform of Regulation Q remains 
the prim ary and most likely avenue for 
response to this new entry on the fi
nancial com petitive playing field.

One of the key reasons for money- 
m arket funds’ growth is Regulation Q. 
For small savers, the best traditional 
bank certificates of deposit pay only 
7.75% and, of course, do not m ature

Editor’s Note: This column was pre
pared by the ABA s public relations divi
sion.

for eight years. The new est type of 
bank CD is linked to a Treasury bill 
ra te  and  c u r re n tly  pays in th e  
neighborhood  of 10%; how ever, it 
m ust be kept on deposit for 30 months. 
T he m ost c o m p e titiv e  b an k  C D , 
“m oney-m arket” certificates, m ature 
in six months and pay about 12% at 
present; the drawback for small savers 
is that these CDs require a $10,000 
minimum deposit.

Consum ers increasingly are setting 
th e se  facts to w hat m oney-m arket 
m utual funds are able to offer: a yield of 
close to 13% as of this writing, with 
check-writing privileges guaranteeing 
im m ediate availability of a custom er’s 
funds.

Currently , there  are over two mil
lion m oney-m arket-fund shareholders 
— a 350% increase in just one year. 
Th e reason for this grow th is tha t 
m oney-m arket funds offer the highest 
in terest rate in American history for 
small savers. M oreover, this is com
bined with checking services and no 
penalty for early withdrawal. In addi
tion, these services are offered through 
a nationwide network operating with 
little or no regulation or supervision of 
the type applied to regulated depos
itory institutions.

Bankers have raised serious ques
tions as to the legality of the check
w ritin g  fea tu re s  of m o n ey -m ark e t 
m utual funds and as to the tone of some 
of their advertising claims. The ABA 
has stated that, at a m inim um , to the 
extent that m oney-m arket funds offer 
tra n sa c tio n s  or ch eck in g -ty p e  ac 
counts, they should share in the re 
serve responsibility tha t’s a necessary 
part of m onetary policy. Also, it is 
being suggested that m oney-m arket 
funds’ check-writing powers should be 
den ied  them  until regu la ted  in te r 
mediaries are perm itted  to offer in
strum ents that pay com petitive rates.

These suggestions are based on the 
fact that the p resen t bright outlook for 
m oney-m arket funds produces a dis
mal outlook for the future ability of 
com m unity and regional banks to m eet 
the full banking and credit needs of 
their markets. The long-term outlook

is for m oney-m arket funds to alter the 
nation’s economic topography signifi
cantly.

The nearly $40 billion that flowed 
into m oney-m arket funds last year 
came from many sources, of course, 
but a large proportion of it came out of 
banks, S&Ls, m utual savings banks 
and credit unions.

Almost 50% of these funds flow into 
nonbank instrum ents — commercial 
paper, for example, accounts for about 
38% of m oney-m arket m utual fund as-

Bankers have raised serious 
questions as to the legality of 
the check-writing features of 
money-market mutual funds.

sets. Almost 11% of their funds were 
invested last year in federal obliga
tions. And the approximately 50% of 
their assets that w ere re-channeled  
into the banking system went only to 
the largest m oney-center banks. O f the 
latter, it is reasonable to assume that a 
large proportion of these funds have 
been invested elsew here than in the 
smaller com m unities around the na
tion w here the funds originated. That 
money has been  rem oved from the 
com m unity  and reg ional financing 
process, perhaps perm anently.

W hile the search for specialized re
sponses to the new com petition from 
m o n ey -m ark e t m u tu a l funds co n 
tinues, the ABA is supporting deregu
lation of banks, which — at least over 
the long term  — would make banks 
m ore  n e a rly  c o m p e titiv e  w ith  
m oney-m arket funds. (Even so, reform 
of Regulation Q m ust come in tandem  
with reform of restrictive usury laws, 
where necessary.)

In th e ir  Jan u ary  2 8 -F e b ru a ry  1 
m e e tin g , m e m b e rs  of th e  ABA’s 
B ank ing  L e a d e rsh ip  C o n fe ren ce  
moved forward their tim etable for Reg 
Q reform , endorsing  th e  five-year 
sch ed u le  for p hasing  ou t ex isting  
interest-rate limitations on all tim e and 

(Continued on page 78)
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We’ll even work
at your customer’s place. Nights. 

H’s all in a day’s work 
foriEtna Money.

We do m ore th an  m ake financing program s, credit 
lines and cash advances available. W e m ake them  
available professionally and flexibly.

Even if it means w orking w ith  your custom er 
after hours or on weekends, in his p lant or office.

Even if it means increasing credit lines so that we 
can provide more working capital — or money for an 
expansion or any other special purpose.

Even if it m eans refinancing existing equipm ent 
or setting up  a loan to  purchase new equipm ent.

W e are national in scope w hich m eans we can 
work w ith your custom er no m atter where the 
com pany or its divisions are located. A nd w e’ll

w ork w ith you so th a t your bank can m ain tain  its 
present relationship.

Service like th a t is w hat makes Æ tna M oneySM 
different. W hy  n o t discover the difference it can 
make for your custom ers and your bank? Call your 
Æ tna Business C redit representative for m ore 
inform ation.

You get action w ith Æ tna.

/Etna Business Credit, Inc.
I  One of the /ETNA LIFE <Si CASUALTY companies

180 N orth LaSalle Street, Chicago, IL 60601 (312) 346-8370 
O ne Main Place, Dallas, TX 75250 (214) 651-0361 

530 N orth W ater Street, Milwaukee, W I 53201 (414) 272-3102
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By TOM HAGAN
Tom H a g a n  & Associates 
North Kansas C ity, Mo.

Salary Expense: Opportunity to Cut Costs

H OW  CAN banks im prove their 
“bottom  lines” this year? They 

have no control over in terest expense, 
which is governed by regulations and 
com petition. H ow ever, the second- 
largest expense — salaries — does 
offer them  an opportunity to cut costs.

Of course, th e re ’s no perfect solu
tion to salary expense, which is a ted i
ous, thought-provoking subject. Many 
items related to this expense show up

"One of the most important 
banking functions is to hire and 
keep quality personnel."

as o ther expenses or, worse still, never 
appear as dollar figures. To name a 
few, there  are help-w anted ads and 
paym ents for services of tem porary 
help.

Also seldom shown in the salary- 
expense column are loss of trained p e r
sonnel, train ing entry-level people, 
continued training of experienced em 
ployees. Yet the expense is real and, 
som ewhere, cuts into the bottom  line.

Salaries for clerical-level personnel 
have risen some 25% to 40% in the past 
year in m any banks. M etropolitan  
banks are more vulnerable than are 
rural banks because of com petitive 
salaries in o ther industries. In an effort 
to control salaries, many banks hire 
trainees who don’t have the potential 
to advance. This has led to problem s in 
replacing m iddle-m anagem ent people 
lost to normal attrition. Top manage
m ent is left with a dilemma: 1. Pay 
more for experienced people it’s able 
to “steal” from a com petitor. 2. Place 
someone with m eager qualifications in 
a position for which he or she is neither 
qualified nor trained. For obvious rea
sons, neither solution is satisfactory.

Loss of officer p e rso n n e l causes 
some banks to hit the panic button, and 
rightly so. Good officers are hard to

find and expensive to keep. T heir 
salaries have not gone up, in most 
areas, as fast as have clerical salaries. 
Frequently , m anagem ent fails to keep 
up with salary trends. It finds it must 
pay more to replace an officer who left, 
but this discovery comes too late.

A lthough th e re  are few re liab le  
sources of salary trends, it’s im perative 
to draw  in fo rm atio n  from  sev era l 
sources, bu t they m ust be related  to a 
bank’s own area. A specific officer may 
be more valuable in a rural area than in 
a m etropolitan or suburban area or vice 
versa.

Salary surveys usually encompass a 
large geographical area, mixing large, 
m edium , small and extrem ely small 
banks in one big figure. Information 
furnished frequently  shows a spread 
difference of 50% to 100%, making the 
figure of doubtful value. Quality of 
personnel involved usually is an “as
sum ed” average person, and no such 
person exists. Also, what bank wants a 
person who is “just average”? Top pro
ductivity and efficiency should not be 
expected from an “average” person.

Although rate of pay is im portant to 
employees, few persons in our files 
have shown salary as the prim ary rea
son for seeking another position. Most 
frequently, they feel lost in the shuffle 
or see no real challenge in their jobs. 
Some larger banks lose people who 
believe they have becom e a num ber 
ra th e r  than  a person . The “grade-

Tom Hagan & Associates, which 
began business in 1970, handles job 
placem ents for bank personnel only: 
entry  level and experienced; cleri
cal, m id -m anagem ent and execu
tive. The firm supplies bonded tem 
porary help for banks.

T he firm does not take d irect- 
search assignm ents and uses only 
applicant-initiated resum es.

level” system of salary adm inistration 
has some advantages, bu t often is re 
sponsible for such a feeling.

It would be appropriate to m ention 
here  tha t our firm rep resen ts only 
bankers who have contacted us and 
look for changes for valid reasons. Our 
files don’t contain anyone obtained in a 
“search” basis. A recently instituted 
p ro g ram  of co lleg e -cam p u s in te r 
viewing and recruiting is the only ex-.

"Some larger banks lose 
people who believe they have 
become a number rather than a' 
person."

ception.
Bank em ployees who w atch the  

help-w anted ads usually are unhappy 
with their curren t situations and feel ill 
at ease about seriously discussing their 
complaints with their superiors. Many 
tim es, the working relationship is too 
close to allow an objective discussion. 
Rather than trying to work out a satis
factory arrangem ent, these employees 
b e liev e  i t ’s easier to s ta rt looking 
elsewhere.

After reading about some positions 
for which they feel qualified, they de
cide to test the m arket. At this point, 
some are lured  away with promises of 
greater income (another reason why 
m anagem ent m ust keep abreast of the 
market). The cycle is com pleted when 
a bank, after advertising, recruits a re 
placem ent. Then the training process 
begins — learning about specific cus
tom ers, m ethods, rules, exceptions, 
etc.

One of the most im portant banking 
functions is to hire and keep quality 
personnel. The reason is simple. A 
bank’s com petitors usually offer the 
same services and same rates. People 
don’t do business with a bank; they do 

(Continued on page 82)
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TWO SIDES TO THE COIN...
m

Heads :
TheTellerTime Saver

The B R A N D T®  M odel 580

With Brandt, Inc. your side of the 
investment coin comes up with win
ning returns! Our new Model 580 
CASHIER® Coin Dispenser has an 
added dimension — a unique adding 
machine/printer function. And the 
results are incomparable! Now your 
teller-can manage transactions and 
basic calculations on the spot. Dis
pense the dollar coin as regular 
change without "special” handling! 
Dispense up to $4.99, pay back the 
least amount of coin and supply split 
change for the quarter or dollar.

The Model 580 is actually two ma
chines in one. Now your tellers can 
add, subtract, dispense — and never 
turn their back on the customer! The 8 
dig it LED readout ind ica tes coin 
dispensed and remaining currency 
owed. "Last Transaction Warning” 
indicates coin magazine refill and 
prevents inaccurate dispensing.
The coin magazine is easily removed 
and stored. The decorative, clear 
acry lic  magazine cover provides 
added security! Various coin chutes, 
delivery cups, trap door and envelope 
attachments are also available. And

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

there are teller machine interfacing 
opportunities!
The Model 580 does a lot more than 
dispense coins. And it’s all done the 
Brandt, Inc. way! The better way — 
and that’s our side of the coin.
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Tails:
High speed 
performance from  
a high volume 
sorter/counter

** r  m r  ~ m

The B R A N D T®  M odel 952

When you process a high volume of 
coin, there are two key ingredients.
Speed and accuracy.
The BRANDT® Model 952 high speed 
coin sorter provides both — plus ease 
of operation. Simply place coin into 
the machine and switch the unit on.
The 952 immediately responds! It 
sorts, counts, totals and deposits 
coins into bags or coin drawers. All 
done with rapid precision. And full six- 
coin capability too!

For added convenience, the elec
tronic totalizer displays accumulations 
in large, easy-to-read digits. And 
autom atic sensor e lim inates coin 
back-up.
The 952’s coordinated styling satis
fies both function and appearance!
The a ttractive  Desert Tan fin ish

com p lem ents  a va rie ty  of work 
settings.
When you add it all up, the 952 is the 
total sorter/counter! Whether you 
call heads or tails (or both), with 
Brandt, Inc. you always come up a 
winner!
Brandt, Inc. has a better way!

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

Cliff Malone 
Bosque Farms,
New Mexico 
505-869-6200

I ’m your Brandt, Inc. Authorized 
District Manager for New Mexico and 
Western Texas. Quality products and 
an extensive service network are just 
two reasons to rely on Brandt, Inc. for 
your money handling needs. Call me 
for the whole story on our new product 
lines for the 80’s.
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Check Safekeeping 
ABA Pilot 

Set to Begin

By ROSEMARY McKELVEY 
Editor

BANKS re tu rned  more than 32 bil
lion canceled checks to their cus

tomers in 1978. If they continue to re 
turn checks at the presen t rate, the 
num ber will have ballooned to 60 bil
lion annually by 1985! O f course, this 
m eans postage, operating  and han
dling costs will be staggering and will 
have to be passed on to bank custom 
ers.

This paper blizzard is the reason for 
the check-safekeeping (or truncation) 
pilot program  the ABA started putting 
together about th ree years ago. Be
sides the ABA, also involved in this 
pilot are representatives of 40 different 
banks.

They have been working under a 
check safekeeping task force, whose 
objective has been: to identify legal, 
m a rk e tin g , o p e ra tio n a l, financia l, 
audit and control strategies that would 
facilitate recom m endations leading to 
a system of non-return  of checks, re 
sulting in a system beneficial to con
sumers and banks.

The pilot program  is being carried 
out under the ABA’s operations and 
autom ation division, with G erard F. 
Milano, associate director of the divi
sion, representing  the association. The 
check-safekeeping task force is headed 
by Joseph  P. C oriaei, sen io r vice 
president/cashier, C ontinental Bank, 
Chicago. The pilot program  is under

the direction of Donald B. Hollis, vice 
p re s id en t, Chase M anhattan , New 
York City.

T h e re  a re  tw o k inds of c h e c k 
safekeeping  program s: 1. In tra  — 
w hen banks install safekeeping  or 
non-return  programs in their own in
stitutions just for them selves. 2. In ter  
— when banks hold checks for other 
banks. The ABA pilot is concentrating 
on the second.

The pilot program ’s objective is to 
te s t  th e  feas ib ility  of a m u ltip le -  
institution cooperative environm ent in 
which each participant agrees both to

issue paper items for truncation and to 
truncate items for each of the other 
participants. The test will include:

•  Confirmation of estim ated opera
tional and float savings.

•  Id  e n tif ic a tio n  of an effec tive  
m agnetic -in k -ch arac te r-reco g n itio n  
(MICR)-line identification m ethod.

•  M easurem ent of custom er needs 
and reactions.

•  Refinem ent of legal agreem ents 
among participants.

•  Cooperation with the Fed, Na
tional Autom ated Clearinghouse As
sociation (NACHA) and American Na-

What Is Check Truncation?
H ere is how check truncation is defined by G erard F. Milano, 

associate director, ABA operations/autom ation division, in the ABA 
publication, Check Safekeeping: A Proposal fo r  Inter-Bank Check  
Truncation (a summary of presentations introducing the ABA check
safekeeping pilot, 1979):

There are a couple of ways to talk about truncation ,‘single bank 
and cooperative.’ In single-bank truncation, the most common 
example being autom ated account-reconciliation service, checks 
normally are held by the payor bank, and a descriptive statem ent is 
sent to the custom er. Share-draft truncation programs do some se
quential num bering  for the consum er. Those two services tra 
ditionally are how a single bank offered its safekeeping service. In the 
cooperative program  w e’re talking about in the ABA pilot, data 
associated with the check are sent electronically from the bank of 
deposit to the payor bank. The bank that actually holds the check 
could be the bank of first deposit or one of the subsequent banks in 
the check-collection system. Normally, a descriptive account state
m ent would go to the custom er. For practical purposes, rather than 
saying bank of first deposit, we’ll refer to the bank that actually holds 
the checks as ‘keeper.’ ’’

MID-CONTINENT BANKER for March, 1980 15Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



tional Standards Institu te  (ANSI) to 
identify the most appropriate future 
course of action.

•  D e te rm in a tio n  of a p p ro p ria te  
m ethods of participation by com m u
nity banks.

•  D evelopm ent of effective same- 
day inquiry and reject services for par
ticipants.

As of this writing, 43 large banks had 
signed up for the pilot program, which 
will test only dividend checks of corpo
rations w ritten for $300 or less. It was 
decided to concentrate on dividend 
checks for control purposes and to have 
the advantage of wide geographic dis
bu rsem ent th roughout the country. 
They also are com m on ta rge ts  for 
acco u n t-reco n c ilem en t and  check- 
storage services.

Large banks are in the pilot because 
they m eet these criteria: Each pro
cesses an average of 250,000 checks a 
day. T here  is h igh -speed  in-house 
e q u ip m e n t th a t can h an d le  2 ,000 
checks a m inute. Each is a dividend- 
disbursing agent that has an account 
w ith at least 10,000 sh areho lders. 
A utom ated-reconciliation  service is 
offered corporations.

In addition, participants m ust b e 
long to the ABA.

Participating Banks

As of this w riting, the following 
banks in th e  M i d - C o n t i n e n t  
Banker  area had signed up for the 
ABA’s check-safekeeping pilot p ro 
gram:

Chicago — C o n tin en ta l Bank, 
F ir s t  N a tio n a l, H a rris  B ank, 
N orthern  Trust.

Dallas — Republic National.
Houston — First City National, 

Texas Com m erce Bank.
M emphis — F ir s t  T e n n e sse e  

Bank.
St. Louis — First National, M er

cantile Trust.

The ABA is minimizing the num ber 
of banks in the pilot to control both its 
quality and cost. However, as soon as 
the association has dem onstra ted  a 
successful operation, it will add other 
banks.

The pilot’s first phase, beginning 
this m onth, will not be testing live 
items; rather, sample checks — which 
have been especially prin ted  — will be 
run to test the com puter systems to see 
w hether they sort out the truneatable 
items. According to Mr. Coriaci, much

prelim inary testing needs to be done 
before the program goes “live.”

This prelim inary-testing  phase of 
the pilot has been preceded by a series 
of m eetings attended by participating 
banks, beginning last July in W ashing
ton, D. C., and continuing on a regu
lar basis since then. At the most recent 
one, in Houston, three decisions were 
made:

1. To go from a two- to a three-day 
item -processing cycle. It is thought the 
ex tra  day is n e e d e d  b e cau se  of 
schedules and procedures followed by 
the 32 regional autom ated clearing
house associations around the country.

2. To lower the maximum dollar 
a m o u n t on t ru n c a te d  item s from  
$2,500 to $300. Although this will pro
duce a smaller num ber of dividend 
checks eligible for safekeeping at banks 
of first deposit, of more im portance is 
the fact that it lowers financial risks 
taken by participating banks. A task 
force subcom m ittee  on re trieval is 
studying w hether to hold a bank that 
loses an original paid item  liable for as 
m uch as the lost item ’s face value. 
W ith the original $2,500 limit, there 
was concern that paym ent of such an 
am ount to a paying bank, m erely be-

(Continued on page 86)

Benefits, Problems Foreseen W ith Check Safekeeping

THE ABA’s check-safekeeping pilot 
project (described on page 15) in
itially will have 43 participating banks, 

some of which already have safekeep
ing programs of their own and some of 
which are m erely thinking of adopting 
such programs.

One of the participants, Continental 
Bank, Chicago, currently offers check 
safekeeping (at the drawee bank) as an 
option to commercial custom ers using 
account-reconcilem ent processing. It 
is being considered as a feature of cer
tain accounts offered by th e  retail 
banking departm ent. In term s of the 
bank’s efforts in the national program, 
Continental currently  is analyzing the 
systems and operational modifications 
that will be required  to participate.

Benefits the bank expects to get 
from check safekeeping, according to 
Jam es R. P as to re llo , second  vice 
president, are: 1. Reduced postage ex
penses. 2. Reduced check sorting and 
hand ling . 3. R educed  check-filing  
time. 4. Elim ination of signature pay
ing. 5. R ed u ced  s ta te m e n t-p re p 
aration time.

U nder a nationwide bank-of-first- 
deposit truncation system, Mr. Pas
torello continues, additional benefits

may be: 1. Reduced sorting and han
dling for cash-letter preparation. 2. 
Reduced delivery expense for cash- 
le tte r deposits. 3. Reduced cost and 
handling associated with check capture 
for posting to DDA. 4. Potential sav
ings in uncollected funds due to missed 
deposit deadlines or transpo rta tion  
problem s.

P rob lem s fo reseen  by M r. P as
torello are associated with a custom er’s 
reluctance to give up his records, the 
need to contact a bank for copies, po
tential delay in receiving copies, po
tential for records not being found and 
concern over acceptability of photo
copies.

“We feel,” says Mr. Pastorello, “that 
a good re trieval system  overcom es 
most of the objections and that benefits 
of reduced storage requirem ents, re 
duced staff tim e in handling paid items 
and retrieving checks and elimination 
of misfiling and sequential check sort
ing more than offset these concerns.”

A nother ABA pilot participant — 
Texas Com m erce Bank, Houston — is 
in the thinking/planning stage as far as 
its own check-safekeeping plans are 
co n cern ed . S enior Vice P re s id e n t 
E verett C. Gambrell says the bank has

a goal to have sold its first corporate 
custom er on letting it retain (safekeep) 
his canceled checks. The goal as it re 
lates to the ABA pilot, he adds, is to 
participate as a phase two bank.

Mr. Gam brell doesn’t foresee any 
front-end benefits to check safekeep
ing because the costs to make it work 
are significant. The major benefit is to 
get the program  established so that, in 
th e  fu tu re , banks w ill be ab le  to 
stabilize the num ber of checks in cir
culation. This will provide an opportu
nity , he po in ts out, to fla tten  the 
growth curve in check-processing ex
penses.

Initially, Mr. Gambrell continues, 
the ABA pilot will not cause custom er 
problem s. As the effort expands, he 
believes there  probably will be cus
tom er resistance until the public feels 
comfortable that the system is working 
satisfactorily. This would be parallel to 
the ACH or ATM environm ent, says 
Mr. Gambrell. Both have been around 
eight to 10 years, bu t they just now are 
beginning to pick up steam and to be 
accepted by a large base of the popula
tion. •  •
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Bulk Filing
Prelude to check truncation 
and a way to cut 
labor costs

BULK FIL IN G  of checks may be a 
p re lu d e  to  tru n c a tio n  or 

safekeeping, bu t the prim ary im petus 
behind F irst National Bank of Alton’s 
nearly two-year-old system was labor 
costs.

“W hat really pushed us more than 
anything else was labor costs,” says 
David Haggard, vice president/cashier 
of the $94 million-asset bank, which is 
located in Illinois just across the Mis
sissippi River from St. Louis.

Previously, hand filing of checks 
w ritten on personal and commercial 
dem and accounts was a four-person 
operation. “T hat’s a labor-intensive 
jo b ,” he says, adding the goal of FN B ’s 
bulk-filing system “is to get down to 
w here people are handling the checks 
as little as possible.”

In the FNB system, the entire day’s 
checking activity is run through the 
com puter, which sorts the checks into 
eight statem ent cycles and then posts 
the debits to each account. All checks 
from each statem ent cycle are filed in 
drawers and m arked with the date.

“W e’ve saved a good bit of people 
tim e ” w ith bulk  filing of personal 
checks, Mr. Haggard says.

A nother savings: wages. It costs the 
bank $11,000 to $12,000 for each filing

clerk, he figured, and one position al
ready has been  elim inated. “We know 
we’ve saved one and w e’re going to 
tw o,” he says. Positions w ere elim i
nated by attrition.

Bulk filing also requires less storage 
space. “W e’ve cut our file space by a 
th ird” by elim inating the need  for file 
guides and signature cards.

The hand-filing system , he adds, 
wasn’t always accurate. Som etim es, 
an o th e r acco u n t’s checks w ere  in 
serted  in the file. W ith com puter- 
re n d e re d  s ta tem en ts  — w hen the  
cycle is run, the com puter sorts the 
checks by account num ber — “we have 
few er p ro b lem s w ith  m isfiling . It 
seems to be a lot quicker and more 
accurate that way.”

Bulk filing, how ever, does have 
some problem s, Mr. Haggard says. 
One concern was custom ers who make 
inquiries betw een statem ents. U nder 
the old system, the entire file could be 
pulled and review ed. Using on-line

LEFT: At First N at'l, Alton, III., all docu
ments are microfilmed prior to computer 
processing. At same tim e, unique number 
is assigned to each item . This num ber, 
which is m aintained throughout data pro
cessing system, allows for quick retrieval 
on film  as well as providing precise audit 
trail.

CENTER: Under bulk-filing system at First 
N at'l, employee can use on-line cathode- 
ray tube (CRT) to call up data on account for 
viewing by customer.

RIGHT: W ith bulk filing , when question can 
be answered only by physically handling  
check, First N at'l employee —  after locat
ing posting date on CRT —  knows exactly 
w hat file  holds check in question.

cathode-ray tubes — CRTs (those in 
custom er relations are hooked to a 
printer), bank personnel can call up 
the account, which the custom er can 
view. If a question or problem  can be 
answ ered only by physically handling 
the check, the CRT lists the posting 
date and, thus, w here the paper will be 
found.

Item s that won’t process are another 
problem . The statem ent clerk trans
fers data to a substitute item , which is 
run through the com puter. Originals 
are re tu rn e d  to s ta tem en ts  before 
mailing, he says.

The com puter automatically kicks 
out NSF and stop-pay items. On stop 
pay, the com puter each day generates 
a stop-pay list that statem ent clerks 
reconcile w ith item s the com puter 
won’t process. Stop pay, in fact, is one 
reason commercial accounts haven’t 
been  converted  to bulk filing, Mr. 
Haggard says. “We re looking at it, but 
w e’re holding back.” One of F irst Na
tio n a l’s large com m ercial accounts 
writes 5,500 to 6,000 checks a month 
and also calls in “a lot” of stop-paym ent 
orders that would create, in turn, a lot 
of paperw ork  for s ta tem en t clerks 
under bulk filing.

Mr. Haggard hasn’t analyzed bulk 
filing’s contribution to profits. “I ’d like 
to think so. I t all figures in there; 
th e re ’s no doubt about th a t.”

Bulk filing, he says, “would be a step 
in that direction” toward truncation. 
“W e’re not real sure w here we re going 
with truncation .” FNB currently  is in
vestigating pre-authorized debits. One 
advantage truncation would have for 
FNB: The com puter wouldn’t have to 
sort each day’s activity by statem ent 
cycle. •  •
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Citizens Fidelity of Louisville's mail 
room is organized for smooth work 
f lo w . In co m in g /o u tg o in g  m a il 
functions are separated. Two-way sort 
cells (open front and back) reduce tra f
fic, speed m ail sorting. Work stations 
have all supplies at hand, allow ing  
continuous operation. W ell-defined  
m ail stream  (solid lines) prevents 
bottlenecks.

Cutting Mai I-Room Costs
Despite rising postal rates, Citizens Fidelity 

keeps expenses lower now than in 1975

IRST, the bad news . . .
A 1979 repo rt issued by the 

Dartnell Institu te of Business Admin
istration stated that the cost of an aver
age business le tte r  had risen  from 
$3.05 in 1970 to $5.95 in 1979. Postage 
rates are not the sole culprit responsi
ble for the $2.54 (40%) increase. Clif
ford Bennett, manager, Pitney Bowes’ 
Postal Education C enter, C herry Hill, 
N. J., observes that a large part of the 
increase in m ailing expense comes

from the cost of handling the mail. Mail 
g a th e r in g , so rtin g , w e ig h in g  and  
stamping are areas many businesses 
may be ignoring, speculates Mr. Ben
nett. He suggests mail-room manage
m ent should be a part of a concern’s 
executive planning.

“Mail handling should be taken out 
of th e  b a sem en t and p u t in to  the  
board room . A w ell-o rgan ized  mail 
room can save as much as one-third of 
the cost of mailing a business le tte r ,”

he says.

Now the Good News . . .
C itizen s F id e lity , L ou isv ille , is 

proof that because postage rates have 
soared upw ard by 50%, mailroom op
eration costs don’t have to soar as well. 
By in n o v a tiv e  use  of m ail-room  
equ ipm en t and m oney-saving prac
tices learned at a two-day postal educa
tion  sem inar co n d u c ted  by P itney  
Bowes in the bank’s region, Citizens

LEFT: Citizens Fidelity uses through-sort bins between m ail room 
and couriers' office (rear r.) to reduce mail-room traffic and elim i
nate crossing work patterns. RIGHT: Forty hours are saved each

month w ith  on-line folding, inserting and meter stamping at 
Citizens Fidelity.
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Fidelity was able to keep mailroom ex
penses in 1979 lower than levels in 
1975.

H ere’s how Citizens Fidelity did it 
(and others can do it, too):

•  The bank elim inated hum an e r
rors that occur when packages are pro
cessed. A survey in the Louisville area 
showed a general error rate of 5-8%, 
usually  involving postage overpay
m ent, probably due to m isreading of 
the postal scales. C itizens F idelity  
identified its own error rate to be 3%. 
B etter than the average, yes, b u t . . .a  
co m p u terized  scale e lim in a ted  the  
guesswork involved in interpolating 
b etw een  w eight in tervals, and the 
error rate was reduced to 0%.

Elim inating this 3% error rate will 
save the bank about $20,000 a year. 
And the bank’s new digital-read scale 
also has been found to cut processing 
tim e in half, elim inating 10 to 15 hours 
of weekly overtim e spent preparing 
packages.

•  The bank organized its mail room 
to create smooth workflow. Mail vol
um e has increased by 50% during the 
past th ree years at Citizens Fidelity, 
bu t it has been necessary to increase 
mail-room staff by only one person. In 
part, this was possible due to a work
flow pattern  that maximized efficiency 
of workers in the mail room.

•  A split-shift is used to schedule 
work hours for mail-room personnel. 
Such scheduling is rare, bu t highly ef
ficient. Mail-room staff begins work at 
various hours with a small crew arriv
ing as early as 5:30 a.m. so bank mail 
may be distributed  by 8 a.m . O ther 
personnel arrive later. O vertim e thus 
is m inim ized at the end of the day, and 
staff is at full strength w hen the work 
load is heaviest.

•  In 1978, American business saved 
$46 m illion  on f irs t-c la ss -p o s ta g e  
charges by using presort first-class- 
mail rates. Two cents per piece of mail 
may be discounted if the load of mail is 
over 500 presorted  pieces and (1) if 10 
or more pieces destined to a common 
five-digit zip code are sorted, bundled 
and zip code labeled, or (2) if 50 or 
more pieces for a common three-digit 
zip code prefix are sorted, bundled and 
labeled, and (3) the bank has paid the 
$30 annual fee charged to cover ad
m inistrative costs for the  program . 
Citizens Fidelity claimed its share of 
those savings by purchasing a zip code 
sorting machine. Savings of $35,000 
resulted in four months.

•  The bank w ent on line with mail
finishing operations it had previously 
done off line. In the past, statem ents 
w ere folded on an e lec tric  folding 
machine and then hand carried to an

Citizens Fidelity saves 40  hours monthly 
w ith  this self-feeding autom atic envelope 
opener.

inserting machine. The operation has 
been stream lined by m arrying a fold
ing machine to a four-station inserter. 
The new equipm ent is saving the bank 
40 m an-hours per month.

•  W hen mail is “in a ru sh ,” it can 
pay to com pare express courier rates. 
Use of the U. S. Postal Service express 
service may not prove least costly in all 
cases. Or, priority mail offered by the 
U. S. Postal Service (applicable when 
a piece needs fast service and weighs 
more than 12 ounces) may do the job 
instead of using an express mail car
r ie r. C o m p u te rized  postage scales 
such as the one used at Citizens F idel
ity can calculate postage charges for 
such pieces at the touch of a button 
according to w eight and zone. Air 
priority mail is targeted  for second-day 
d e liv e ry  n a tio n w id e . At C itiz e n s

Stream line M ail Rooms!

Bank can cut costs, improve productivity 
and increase the efficiency and accuracy of 
mail-sorting procedures w ith  this new M ail 
Sorta equipm ent, says its m anufacturer, 
Acme Visible Records, Inc., Crozet, Va. Ac
cording to the firm , M ail Sorta reduces 
wasted tim e and operator fatigue common 
to old-style pigeon-hole sorting because 
there are no bending, stretching or un
necessary w alking . M ail is placed on a 
common dum p tab le , accessible to all 
sorting personnel, and then sorted into one 
of 35 slots of each M ail Sorta console. Mail 
is transported by conveyer to the proper 
m ail bag or tote box situated at the end of 
each channel. M ail Sorta handles all fla t 
m ail up to 7/ b inches thick.

Fidelity, when a mail initiator is given 
all the facts, he often is persuaded to 
use non-express service.

M aintaining address files is another 
im p o r ta n t a sp ec t o f m ail-room  
function ing . R educing re tu rn  mail 
means reducing cost. At the Bank of 
New Orleans, Senior Vice President 
Stanley J. Nawrocki reports the bank 
cut down wasteful re turn  mail by 20% 
sim ply by m aking sure re tu rn s-to - 
sender get rem oved from the mailing 
sequence before the next mailing time 
comes around.

A nother practice at Bank of New 
Orleans is enclosure of small adver
tisem en ts  for th ings like ATMs or 
Christmas Club in statem ent mailings. 
These inserts are known to direct-m ail 
advertisers as “ride-frees.” Statem ents 
are mailed out as first-class mail. A 
small portion of the first-class postage 
may be overpaym ent by weight. For 
example, if a statem ent mailing weighs 
.67 ounces, postage for the piece will 
be 15#. There is enough postage af
fixed to carry  an o th er .33 ounces. 
Adding a ride-free can be an inexpen
sive and potent means of advertising in 
this situation. Attractive colors; clear, 
meaningful graphics, action lines and 
concise copy that gets the message 
across quickly make such pieces most 
effective.

D irect-m ail advertising that qual
ifies for bulk postal rates may save 
money independent of o ther mailings 
as well. This form of advertising can be 
a good substitu te or backup for adver
tisem ents appearing in prin t or aired 
on TV or radio. In a relatively low- 
density m arket such as potential trust 
clients or residents of a small com m u
nity, direct mail can be more cost effec
tive because it has the potential for 
zeroing in on a target m arket. If mail
ing lists have been developed for p re 
sort or bulk-rate purposes, it is an easy 
additional step to use the lists for m ar
ket targeting and research because the 
geographical area designated by zip 
code also may reflect o ther notable 
variables, such as income or proximity 
to a banking facility.

The Moral. Cost-cutting m easures 
may interact with one another to m ul
tiply mail-room savings and effective
ness. So, mail pieces at the lowest rate 
possible consistent with the initiator’s 
needs; set up a mail room that makes 
maximum use of personnel and assures 
fast, accurate weighing of mail and cor
rec t postage application; p lan  em 
ployee scheduling to reduce overtime; 
keep mailing lists up to date, and make 
greater use of first-class, presort and 
bulk-rate mail with direct-m ail adver
tising. •  •
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DIEBOLD
SERVICE
is near you

When an equipment emergency 
affects your security or the 
convenience of your customers, 
your first concern is for a prompt 
return to full service. We share 
your concern.
That’s why Diebold Service is 
dedicated to providing the kind 
of support you need —  when 
and where you need it.
Our dedication to meet your 
needs is the reason why Diebold 
Service has established a 
nationwide network of more than 
270 service locations —  each 
staffed with factory-trained 
service personnel who are readily 
available to meet any equipment 
emergency. And, every local 
Diebold Service Branch 
maintains its own inventory of 
replacement parts and 
components.
Plus, we provide our local 
service operations with the kind

of support they need to continue 
to serve you —  a national parts 
distribution center with over 
5,000,000 items in back-up 
inventory, a national education 
center for hands-on technical 
training, and a national technical 
support group for up-to-the- 
minute product information.
D iebold ’s national service 
organization also stands ready 
to help you minim ize your 
equipment emergencies through 
the creation of a preventive 
maintenance program designed 
to meet your special needs.
Call your local Diebold Service 
Manager today for complete 
details.

DIEBOLD
I N C O R P O R A T E D
C A N T O N ,  O H I O  4 4 7 1 1

"W e  know how to help you"
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Solving Problems
In the

Drive-Up Area
Five banks te ll how  they found solutions 
to unusual topography, traffic 

congestion, even underground water

Northern City N at'l, Duluth, M inn., solved 
slop ing -topography problem  by using 
overhead-delivery capability  of Diebold 
Visual Auto Teller III rem ote-banking sys
tems to send transaction m aterials be
tw een  drive-up  customers and tellers. 
Customer-service unit in foreground and 
one next to it were elevated to accommo
date trucks and campers.

Sloping Site Considered 
In Drive-Up Design

PROBLEM S caused by topography 
and heavy traffic w ere solved by 
specially designed drive-up systems 

for two eastern banks and one in Min
nesota.

In Teaneck, N. / . ,  Home State, es
tab lish ed  in 1974, has a d riv e -u p  
banking situation unlike that of most 
financial institutions. Its tellers are lo
cated eight feet above customers and 
look down and head on to approaching 
cars.

This different approach to a drive-up 
banking operation was made necessary 
because of the topography of the bank’s 
s ite : I t was im p o ss ib le  to have a 
drive-up alongside the building, and so 
Diebold, Inc., Canton, O ., suggested 
a head-on design, which overcame the 
problem  of the building’s lim ited ap
proach.

A fter d e c id in g  to u tiliz e  th is  
m e th o d , H om e S ta te  chose  four 
Diebold Visual Auto Teller I captive- 
carrier units. The tellers view their 
custom ers from a triple-w idth bullet- 
resistive vision window and have a 
clear view of the approach area. The 
bank (assets of more than $25 million) 
also is e q u ip p e d  w ith  a D ieb o ld

seven-inch advanced Basic II vault 
door, after-hour depository , G rade 
“B alarm, undercounter equipm ent 
and Video Surveillance System III.

In State College, Pa., Central C oun
ties Bank, a $336-million-asset institu
tion, had a two-lane drive-up installa
tion at its South Hills Office that had 
reached a point of dim inishing returns, 
prim arily because departing traffic was 
required  to en ter a busy thoroughfare 
leading to H arrisburg and Philadel
phia. F ortunately , the bank owned 
land adjacent to the office. Rezoning 
approval was secured, and the bank, 
working with Diebold, was able to re 
design the drive-up facility in a way 
th a t p ro v id e d  tw o ad d itio n a l cu s
tom er-service lanes as well as a more 
convenient way to leave the facility.

As E. L. Preininger Jr., assistant 
treasurer/m anager, South Hills Office, 
puts it, the  resu lts are “bank ing’s 
equivalent to the grocery-store express 
checkout line .’’

Two tellers are in charge of operat-
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ing the Diebold C ounterette  drive-up 
window and the th ree D iebold Visual 
Auto Teller IV drive-up banking sys
tems now serving the office. The tell
ers can accommodate as many as 800 
cars on peak business days.

“W hen the lobby is packed with 
lu n c h -h o u r  traffic , says L loyd B. 
Jackson, regional vice president, C en
tral Counties Bank, “custom ers fre
quently will go outside, hop in then- 
cars and do their banking through the 
drive-up.

Mr. Preininger also comments, “If 
the feelings of our custom ers, tellers 
and m anagem ent about our drive-up 
could be sum m arized in one word, that 
word would be ‘convenience.’”

Duluth, Minn., is built prim arily on 
the side of a sharply sloping hill that 
reaches several miles inland from the 
shores of Lake Superior. Thus, when 
N o rth e rn  C ity N ational s ta rte d  to 
think about installing a drive-up facil
ity, the slope factor had to be taken into 
co n sid e ra tio n  in its design . C om 
pounding the difficulty was a m antle of 
solid rock that underlay the site of the 
proposed  facility, which was to be 
called an “express bank .” The rock 
precluded a rem ote-banking system in 
w hich p n eu m atic  tu b es o rd in arily  
trav e l u n d e rg ro u n d  b e tw e e n  cu s
tom er-service units and tellers.

This consideration was among rea
sons why N o rth e rn  C ity  N ational 
chose D iebold Visual Auto Teller III 
rem ote-banking systems for the “ex
press bank.” This equipm ent can ac
com m odate e ith e r  u n d erg ro u n d  or 
o v erh ead  p n e u m a tic -tu b e -d e liv e ry  
configurations. In this situation, over
head delivery was the obvious choice.

Results, according to Assistant Vice 
President Robert M. H am m erstrom , 
m anager of the “express bank ,” have 
been spectacular. “W e doub t,” he ex
plains, “that any installation in the 
state handles more volume per square 
foot.”

The “express bank” drive-up capa
bility consists of seven drive-up lanes. 
The first lane is served by a D iebold 
C ounterette  equipped with a package 
receiver for commercial-account de
positors’ convenience. The rem aining 
six lanes are served by Diebold Visual 
Auto Teller III systems. Four of these 
lanes are designated as express lanes, 
and two of the six have been especially 
configured to accommodate campers 
and other recreation vehicles.

The pneum atic tubes travel verti
cally from custom er-service units until 
reaching the drive-up-facility roof line. 
Then, they travel horizontally until 
reaching the teller control tow er lo
cated above and facing the drive-up 
banking lanes. There, the tubes ascend 
from under the floor to counter height 
at the tellers’ work stations.

D uring normal business hours, the 
“express bank” handles an average of 
900 vehicles, with 1,800 the highest 
count to date. The facility also has 
th ree tellers stations serving walk-up 
custom ers, bu t 65% of the facility s 
b u s in e ss  is h a n d le d  th ro u g h  th e  
drive-up. •  •

'Water' Problem Ends 
With Overhead Tubes

No r t h e a s t  b a n k , Sanford,
Me., faced a drive-up expansion 

problem  shared by many banks. Busi
ness at its single drive-up window in 
th e  m ain office was so heavy th a t 
downtown traffic jams resulted. The 
old window was situated only three 
cars away from Main Street, and some
times 12 or more cars were lined up. 

Som ething had to be done. That

When w ater was discovered three feet 
below ground level, overhead LeFebure 
Tel-Air 1000 pneum atic-tube system re
placed underground Tel-Air system origi
nally destined for this facility of Northeast 
Bank, Sanford, Me.

“ so m e th in g ” was a new  w alk -up / 
drive-up facility — the Mill Square 
Branch — which was built only a few 
hundred  yards from the main office.

D esigned solely to process quick 
transactions, such as deposits and 
withdrawals, the branch opened with a 
walk-up window, one active drive-up 
lane —  a L eFebure Spartan window to 
supplem ent the drive-up window at 
the main office — and plans for adding 
a L eFebure underground pneum atic- 
tube system.

A common enough expansion situa
tion, with a conventional solution. Or 
so the bank thought, until the time 
came to im plem ent it.

Hit Water at Three Feet. "U nfortu
nately, our original plan had to be 
scrapped,” explains W ayne Hartford, 
treasurer and secretary. "W hen we 
started digging to lay the kiosk con
duits, we hit water at three feet, b e 
cause the building sits only 75 feet 
away from Sanford’s mill pond and just 
th ree feet above water level. H itting 
water so near the surface made under
ground tubes impossible. Our original 
order was canceled, bu t som ething was 
still needed  and soon, because busi
ness volume at the new branch rose 
quickly above the capacity of existing 
equ ipm ent.”

L eF ebure’s answer was its overhead 
tube Tel-Air 1000 system. Two such 
kiosks w ere installed, with tubes run 
ning up and then inside the expanded 
canopy over the auto lanes. The busy 
Spartan drive-up window was retained 
and continued to function during con
struction. At the same tim e, the old 
lobby was incorporated into the former 
tellers area, and a new 230-square-foot 
lobby was added, along with an addi
tional walk-up window.

“ A lthough  no t th e  reaso n  for 
installing Tel-Air 1000, we did save 
$2,000 over an underground system ,” 
adds Mr. Hartford. “Acceptance of the 
exposed tubes has been good; they ac
tu a lly  have b eco m e so rt of a 
tradem ark. Also, because we didn t 
have to rip up the pavem ent, there  was 
no in terruption of business.

“W e’re pleased with the functioning 
of this facility and, judging from how 
busy we are, apparently our customers 
like it, too. •  •

(Continued on page 26)
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“W e enter the e ig h tie s  w ith a  renew ed  
p ro m ise  of d e d ica te d  people, innovative s e rv ic e s  
an d  a il the stren gth  an d  re liab ility  
yo u ’ve co m e  to  tru st.”
Donald R. LacKamp
Senior Vice President in charge of Correspondent Division
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To ease traffic congestion at its old motor bank, Am arillo (Tex.) N at'l built 
this spacious new facility about eight blocks from m ain bank. It is located just 
off main freew ay into downtown. Mosler Trans Vista III windows are fe a 
tured.

Dallas Nat'l put this motor bank on artery going into downtown and one 
block from Baylor Medical Complex. Facility, w ith  Mosler Pneu Vista 800  
pneum atic-tube teller units, is three blocks from main bank.

Landlocked Banks Freed 
By 1975 Texas Law

La n d l o c k e d  downtown banks 
in Texas are able to erect motor 

banks away from  co n g ested  areas 
around their building and closer to 
major traffic arteries, thanks to a law 
that took effect Septem ber 1, 1975. 
That law allows a bank to have one 
m otor-bank facility (not full service)

away from the main bank as long as it’s 
located within 2,000 feet of that bank. 
Th ese fac ilities  m u st be a tta c h e d  
physically to main buildings. Closed- 
circuit TV, for example, is considered a 
physical attachm ent.

As a result, multi-lane drive-ups are 
cropping up all over the Lone Star 
S tate, particu larly  in larger cities, 
w here regular traffic is a problem , let 
alone traffic that builds up around in
adequate motor banks adjacent to main 
bank buildings.

H ow ever, this doesn’t m ean that 
banks are running out, buying land and 
pu ttin g  up facilities anyw here. In 
stead, much thought and study go into

deciding w here to locate such facilities 
and how big to make them . Also, banks 
m ust take into account future growth 
and plan facilities that can be expanded 
to m eet that growth.

Of course, banks’ main objective for 
installing such facilities is to provide 
b e tte r service than formerly for their 
customers.

Amarillo National. This statem ent 
was echoed by Ronnie D. H enry , 
senior vice president/cashier, Amarillo 
N ational, w hich o p en ed  a 24-lane 
drive-up plaza late last November at 
10th and Taylor, about eight blocks 
(1,986 feet, to be exact) from the main 
bank. The motor bank is just off the 
main freeway that crosses the city and 
goes into downtown. In fact, the facil
ity is located at the first stop-and-go 
light off the freeway. The bank p re 
viously had a seven-lane drive-up a half 
block from the bank.

According to Mr. Henry, the new 
facility provides excellent access and 
custom er convenience. Also, since 
Amarillo National m ust com pete with 
suburban banks, its m anagem ent be
lieved it was necessary to get the free
way location so that it could offer con
venience for people coming in from 
outlying areas. He points out tha t 
there are th ree downtown banks and 
about five suburban banks.

The previous facility simply was not 
big enough to serve all the customers 
who w anted to use it, says Mr. Henry. 
It was only a half block from the main 
bank in a congested downtown area; it 
wouldn’t hold more than 20 cars on its 
lot, and — since on most days, there 
would be cars at every window — the 
lot would be full, and cars would be 
lined up a block and a half down the 
street. This caused frustration not only 
among bank custom ers waiting in line, 
bu t am ong m otorists try ing to get 
through the traffic. As a result, the 
bank was losing a lot of business. The 
answer: Relocate the facility so that a 
custom er can drive up without stop
ping traffic and accommodate as many 
cars as possible on the lot rather than 
subject the custom er to the traffic 
p rob lem s so often associated  w ith 
downtown motor banking.

W ith  the  old facility, custom ers 
would becom e im patient at having to 
sit in block-and-a-half-long lines and 
would drive over to the main bank, 
park on the lot and go into the main 
lobby. Thus, the old drive-up windows 
were not adequately servicing the cus
tomers or able to provide the proper 
vehicle for m eeting the competition.

Amarillo National evaluated the size 
of the existing drive-up and traffic 
buildup and num ber of customers who

BANK PRODUCTS that provide more 
efficient, economical and dependable 
customer service...from BESCO
Our current catalog includes Information and prices on:
□  SPEEDI-TELLER LOBBY DEPOSITORY
□  BLACK LIGHT SIGNATURE VERIFICATION 
D  MORTGAGE PAYMENT PRE-ADDRESSED LABELS
□  CHECK CASHING “OK” (APPROVAL) SYSTEM
□  DEPOSITOR “ ID” CARD SYSTEM
□  CHECK FILES, TELLER BUSES AND LOWBOYS
□  KEEP THIS CANCELLED PASSBOOK LABELS
□  COUNTERFEIT BILL DETECTORS
□  AND SAVINGS ON MMF (BLOCK), ETC.
FOR FURTHER INFORMATION CALL OR WRITE:

n r o r n  1804 Plaza Ave., New Hyde Park, N.Y. 11040 
D C O U U  (212) 343-8686 —Calif. (213) 626-1155

Speedi-Teller
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In the class of correspondent 
bankers, three Senior Vice 
Presidents head the list... 
Lynn Hobson, Gus Morris 
and Jim Newman. They 
also happen to head the 
Correspondent Bank 
Department at one bank... 
Memphis Bank & Trust. 
They carry those titles and 
that kind of responsibility 
for good reason.

Their experience and 
knowledge is 
senior among the area’s 
correspondent bankers. 
Under their 
leadership,

Memphis Bank & Trust is 
building the fastest growing 
Correspondent Bank 
Department in the South.

With a full staff behind 
them, they deliver a range 
of services senior by 
comparison including: 
Transit, Data Processing, 
Visa and Master Charge, 
Draft Collection, Invest
ments, Federal Funds, 
Safekeeping, Credit

Assistance, Loan 
Participation, Trust 
Services, Wire

Transfers and Business 
Referrals. They can 
provide expert advice on 
Insurance, Regulatory 
Affairs, New Banking 
Services, Advertising and 
Marketing, Training 
Personnel... even the 
designing of bank facilities.

Our seniors are pure 
class. Give them a call.
In Tennessee, 1-800-582-6277.
In other states, 1-800-238-7477.

MEMPHIS
B A N K © *
TRUST
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TRUST
BANKERS

1 -5  Y e a r s  
E x p e r ie n c e

•  Trust/Estate Admin.
•  Trust New Business
•  Trust Operations
•  Trust Investments
•  Pension Admin./Sales
Bank experience necessary for these 
attractive opportunities with large or 
small banks in many areas or Mid
west, Southwest, Southeast, or 
Northeast.

Starting salaries range $16-30,000. 
Send resume in strict confidence.

ALL FEES PAID

H O W A R D
P e rs o n n e l Inc

360 N. Michigan Ave., Chicago60601 (312)332-2341
NYC •  NJ •  Chicago •  Atlanta •  S.F. •  Dallas

NATION’S HEADQUARTERS FOR 
BANKING PERSONNEL

For tester service on
CREDITINSURANCE

CALL THESE SPECIALISTS
Harold E. Ball • Carl W. Buttenschon 
John E. King • Milton G. Scarbrough

214/559 1173

INDUSTRIAL
LIFE INSURANCE COMPANY

2727 Turtle Creek Blvd., Dallas. Texas 75219
A member company ot

Republic Financial Services. Inc

had to wait at peak times. The bank 
decided it would need  at least a 20-lane 
facility to m eet future needs.

Next, the bank looked at different 
sites and decided on one bounded on 
th e  ea s t and  w est by tw o m ajor 
thoroughfares leading into and out of 
th e  c ity , w hich  is lo ca ted  in th e  
Panhandle section of Texas.

The new facility covers an entire city 
block, has 21 regular M osler Trans 
Vista III w indow s featu ring  p n e u 
m atic-tube connections and an IBM 
3614 drive-up ATM, all on the front or 
north side of the building. The ATM 
drive-up com plem ents an NCR ATM 
that has been in the main lobby about 
five years and that has been processing 
close to 400 transactions a day.

So far, a maximum of 563 cars per 
hour have been handled by the new 
facility, bu t it is designed to process up 
to 700 cars per hour.

In the back are two com m ercial 
lanes, which use a new electrically 
driven bulk-handling unit from LeFe- 
bure that will handle up to 50 pounds 
of change. Mr. H enry says Amarillo 
National is only the second bank in the 
country to install these new carriers. 
He says the bank has not m onitored 
usage of the commercial lanes because 
most business custom ers go into the 
main bank. A few of them , such as 
convenience stores, do go through the 
commercial lanes.

Mr. H enry says that because Texas 
is not a branching state, banks there  do 
need  drive-up facilities. He believes 
that in states allowing branching, it ap
pears that banks would rather build 
full -service, brick-and-m ortar facilities 
than large motor banks.

Amarillo National is happy with the 
new facility and believes it is m eeting 
its objective: serving its custom ers 
satisfactorily, efficiently and quickly so 
that they won’t becom e discouraged 
and take their business elsew here, par
ticularly to suburban banks.

Fort Worth National. W hen Fort 
W orth  N a tio n a l’s d riv e -u p  facility  
across from its main building becam e 
inadequate because it couldn’t serve 
all the custom ers who w anted to use it 
and it was in a congested area, the bank 
undertook an extensive 30-day study of 
drive-up custom ers. The purpose was 
to d e te rm in e  w h e th e r  th e y  w ere  
coming from downtown, from the sub
urbs, what main portal of entry they 
were using into downtown and p u r
poses for w hich they  w ere com ing 
downtown.

The bank worked with Professor Joe 
Steele of Texas Christian U niversity’s 
School of Business in gathering the 
necessary data and analyzing the re 

sults. To conduct the survey, students 
stationed them selves at the approach 
to the drive-up windows and asked 
customers four basic questions. An
swers to these questions w ere checked 
on data cards. After ga thering  the 
cards, Fort W orth National, by study
ing th e  answ ers, could d e te rm in e  
which services each custo m er was 
using, his average balance, what kind 
of custom er he is, how profitable, etc. 
— in other words, a com plete picture 
of those using the drive-up facility. The 
cards also showed how many of the 
motorists w ere not custom ers of the 
bank , b u t m ere ly  cash ing  cheeks 
drawn on the bank.

All this information gave the bank 
both cross-selling and new -business 
o p p o r tu n itie s . T h u s, says D av id  
M cLelland, vice p re s id en t/cash ie r, 
the survey was not costly.

Mr. M cLelland reports that many of 
the bank’s previous studies, based on 
custom ers’ zip codes, provided incor
rect information. The TCU study re 
vealed that a large percentage of cus
tom ers came from one side of town. 
This surprised bank officers, bu t re 
sults were rechecked and came out the 
same.

In addition to the custom er survey, 
Fort W orth National figured out usage 
of the curren t windows on a transaction 
basis, and what they found bore out the 
bank’s belief that a new facility was a 
necessity.

O ne th ing  F o rt W orth  N ational 
found out from the study was that a 
high percentage of motor-bank users 
came in off the west freeway system. 
Thus, by locating a new  facility near 
that thoroughfare, the bank could ser
vice a h igh p e rcen tag e  of its total 
drive-up custom ers. As a result, Fort 
W orth National chose the site near the 
highly traveled freeway, bu t out of the 
core of downtown. I t’s six blocks from 
the main bank.

The bank will keep open six of the 11 
D iebold windows at the curren t site 
and all five commercial windows.

The new m otor bank, set to open 
around April 1, will have 22 windows, 
with room to expand to 28. Except for 
two ATM drive-ups from NCR, all 
e q u ip m e n t at th e  new  location  is 
M osler’s P.V. 800.

Thus, with 11 windows at the cur
ren t site and a potential of 28 at the 
new  location, F ort W orth N ational 
could have 39 drive-up lanes.

Mr. M cLelland says the bank is run 
ning all the electrical cable and tubes 
and everything needed  for the extra six 
lanes so that they could be opened 
within 30 days w hen they’re needed.

(Continued on page 31)
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STAINLESS FLATWARE BY ONEIDA

FRENCH LEAD CRYSTAL BY DURAND

IMPERIAL FINE CHINA AND STONEWARE BY MIKASA

QUALITY PLUS EXPERIENCE PLUS SERVICE 

EQUALS
NEW ACCOUNTS PLUS INCREASED DEPOSITS PLUS ADDITIONAL MARKET SHARE

THE LEADER IN CONTINUITY PROGRAMS

W. M. Dalton & Associates
11 Penns Trail, Newtown, Pennsylvania 18940 
Telephone: (215) 968-5051

WRITE OR 
CALL COLLECT:
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1 ,000  CONSIGNS ox,v$2 6 7 00
7 (INCLUDES TITLE STRIPS & LOBBY PLACARDS!)

Red & Black Art 
on

White Sign Stock

— Plus $10.00 Set Up

Garage
■ S I  w O rnm< iilil

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 take 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 Out . . .  Send Coupon to Us Today!
Bob Tucker •  Box 1222 •  Pt. Arthur, TX 77640

‘SINCE 1958’

□  500 Signs 
@ $161.00
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Ft. Worth Nat'I's new motor bank is set to 
open April 1 w ith  Mosler P.V. 800  equip
ment. There w ill be 22 windows, w ith  room 
to expand to 28.

As he explains, if the pneum atic tubes 
are run through the ground, the heads 
can be pu t on easily in a month.

If the new facility draws so many 
custom ers that the cu rren t facility is 
used less and less, the bank may find it 
necessary to close it. If  it does, fine, 
says Mr. M cLelland, bu t if it doesn’t, 
the bank will give people a choice and 
staff the windows at each location ac
cordingly.

Because there  won’t be any com 
mercial lanes at the new m otor bank, 
those windows at the old one will re 
main open. They are adequate since 
they don’t generate as much traffic as 
do th e  re g u la r  w indow s. M ost 
commercial-window users are custom 
ers who can’t be served by pneum atic 
tubes, Mr. M cLelland points out.

The com m ercial windows are lo
ca ted  in the  c u rre n t m otor b an k ’s 
basem en t. A com m ercial custom er 
m erely drives into the basem ent, parks 
head in, gets out and walks to one of 
the windows. Since they are full ser
vice, the custom er can transact more 
banking business than he could nor
mally at a regular motor bank. As an 
example, he might have several boxes 
of coins to pick up, m ight want to pick 
up re tu rn  item s, pick up his bank 
statem ent or transact o ther business.

This area is adjacent to the bank’s 
security office and is in a pro tected  area
— it’s secure and out of the w eather 
and has proved to be popular.

T he new  m otor bank  fea tu res  I 
beams and T beams similar to those 
used in in terstate systems, and they 
create a massive appearance.

The facility is placed to coincide with 
traffic flow, because, as Mr. M cLel
land em phasizes, “You always take ad
vantage of your traffic arteries. T hat’s 
the key to the whole th ing .”

Does Mr. M cLelland believe the 
new m otor bank will m eet the objec
tives set for it by Fort W orth National
— to serve custom ers b e tte r than at 
the old location and to get them  out of 
the congested downtown area? Mr. 
M cLelland doesn’t have the slightest 
doubt about it.

Dallas N a t io n a l . A d ec is io n  on 
w here to locate a drive-up facility for 
Dallas National was p receded  by a 
study of m arket potential by the bank’s 
p resid en t/C E O , Richard M. Cobb. 
The bank had a motor bank at its main 
building —  on the first level. The bank 
itse lf is located  on the  m ezzanine, 
w hich is se rved  by escalators and 
elevators. The drawback to the old 
facility was that only traffic going out of 
town passed it.

The bank decided to erect a new 
drive-up facility th ree blocks from the 
bank (about 1,500 feet) and only one 
block — virtually within walking dis
tance  — from  th e  Baylor M edical 
C om plex, d esc rib ed  as one of th e  
bank’s No. 1 m arketplaces. In addition 
to benefiting from all the traffic gener
ated at the complex, the facility is on an 
artery  going into downtown. Thus, 
says Executive Vice President Robert 
R. Taylor, it enjoys excellent traffic po
sitioning.

The new facility has 10 lanes, with 
eigh t active at this tim e, two bulk 
(commercial) units, one open now, and 
a D ocutel autom ated teller machine 
located on a separate drive-up lane for 
use of vehicle traffic only. The Mosler 
Pneu Vista 800 pneum atic-tube teller 
units are designed to ensure customers 
of fast, efficient service and thus prac
tically elim inate long lines and long 
waits. Two additional Pneu Vista 800 
units and one additional bulk unit can 
be installed later w ithout in terruption  
of service to custom ers or inconveni
ence to employees.

The motor bank, with a beige stucco 
exterior, em phasizes head-in, face- 
to-face banking arrangem ents . The

facility is a self-contained unit, pro
viding 2,600 square feet of office space 
for te llers’ functions.

The Teller 24 drive-up ATM is in an 
area that is com pletely lighted, and a 
lighted night depository also is avail
able. Custom ers need not leave their 
cars to use either one.

At y e a r-e n d , a cco rd in g  to M r. 
Taylor, more than 92,333 vehicles had 
m oved th rough  the  facility (it was 
opened last May 15). Perm anent traffic 
counters have been installed to help 
evaluate peak loads. Custom er usage 
of the ATM has been slow due prim ar
ily, says Mr. Taylor, to availability of 
live tellers from 7 a.m .-6 p.m . Monday 
through Friday.

The old facility at the main bank was 
closed, and the space will be converted 
into offices. •  •

Three Directors Elected  
At First of Fort Worth

FORT W ORTH —  First National 
has nam ed Barry L. Searer manager of 
em ployee benefits m arketing in the 
corporate and professional services di
vision of the bank’s investm ent man
agem ent group. Mr. Searer goes to the 
bank from M ercantile Trust, St. Louis.

Also, Dennis A. Dillard, executive 
vice president of Dillard D epartm ent 
S to res; R. R eg in a ld  M artin , vice 
chairman, D unlap Co., Lubbock, and 
B. F. P h illip s  J r . ,  ra n c h e r , w ere  
elected directors.

Designed for the busy executive

AMERICAN
Bank Directory

6364 Warren Drive 
Norcross, Ga. 30093 

(404) 448-1011

An execu tive’s tim e is valuable. 
Too valuable to w aste search
ing for a single copy of a large, 
expensive reference book. The 
A m erican Bank D irectory is 
the nation’s only com plete  
bank directory sm all enough to 
fit com fortably on the corner of 
a desk. It provides easy access

standing
order

*Plus shipping and handling

to inform ation on any bank or 
m ulti-bank holding com pany in 
the U nited States. And it’s low  
in  price so an office can keep  
several copies on hand. Order 
your copy o f the Am erican  
Bank D irectory today. It’s the 
desk-sized directory designed  
for the busy executive.

J
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HOW  TO ACHIEVE 
A SUCCESSFUL 

ATM
PROGRAM

. . . Costs, Objectives, Benefits Must Be Studied Befor
By J. B. Bowers and George Drakey

J. B. BOWERS is a manager in the St. 
Louis office o f Peat, Marwick, Mitchell ir 
Co. His experience includes data process
ing and electronic fu n d s transfer. 
GEORGE DRAKEY is a principal in the 
management consulting department o f 
Peat, Marwick, Mitchell s St. Louis office. 
Since joining that firm, he has worked on 
projects dealing with financial institutions.

AC C O RD IN G  to a national survey1 
conducted by the FD IC , com 

mercial banks had 1,476 autom ated 
teller machines (ATMs) installed in the 
year 1974. By 1979, the num ber of 
bank-installed ATMs had increased to 
6,215 — and 4,127 m ore w ere  on 
order. At that rate of increase, the 
num ber of bank-installed ATMs will 
exceed 40,000 in the mid-1980s.

If your bank hasn’t already con
tem plated an ATM service, it seems 
likely it will have to do so in the near 
future. If your bank already has an 
ATM service, it is probable that con
siderable debate ebbs and flows re 
garding the sensibility of the decision 
to offer the service. In e ither case, we 
believe the few rules discussed in this 
article may assist in coming to grips 
with this im portant new banking ser
vice and in determ ining how it may, or

1 Source: “An Analysis of Financial and S truc
tural C haracteristics of Banks W ith Retail E FT  
M achines,” by David A. W alker; F D IC .

should, fit into your bank’s total range 
of services.

Know Your Objectives. D efining 
“success” may be the most im portant 
aspect of any ATM service. More than 
one, in our experience, has faltered 
becau se  m an ag em en t had  no t se t 
c lear, m easu rab le  goals (benefits) 
against which ATM success could be 
gauged. In those circum stances, nega
tive aspects (usually cost) are all that is 
left to m easure — and wrongly so, in 
our opinion.

There are legitim ate benefits to be 
derived from an ATM program. We 
believe among these benefits are to:

•  Gain or protect m arket share.
•  Slow, or arrest, rising costs of 

m anned teller stations.
•  Com plem ent a broader corporate 

strategy (and services) aim ed at the re 
tail custom er market.

•  Increase service-charge revenue.
•  R ed u ce , o r avo id , lo n g -te rm  

com m itm ents to full-service branches 
or facilities.

The significance of adopting one or 
more of these objectives for an ATM 
program is that: (a) the definition of 
“success” becomes more tangible; (b) 
the m anner in which cost data are 
viewed will change; and (c) the ATM 
service will becom e a tool of success 
rather than of failure. For example, if 
to protect m arket share were to be an 
objective of an ATM program (and it 
frequently is) it follows that:

MID

Barbara Brake, a.v.p./public relations d i
rector, and James W. Smith, e.v.p., First 
Am erican N a t 'l, N ashville , use one of 
bank's Anytim e Tellers. Bank's ATM system 
is said to be one of most successful in coun
try.

•  Success can, to a large extent, be 
m easured on w hether the bank, in fact, 
does continue to retain its historical 
share of the retail deposit (and possibly 
loan) m arket.

•  The service m ust be offered on a 
com petitive basis with o ther institu 
tions vis-a-vis cost, features and con
venience.

•  Cost of the program  initially may 
be secondary to o ther considerations.

O ther objectives will similarly affect 
the definition of a successful ATM pro
gram and related  m arketing and meas
urem ent strategies.

Know Your Costs. ATM programs 
are expensive. P articu larly  du ring  
early, start-up phases. And there  are 
im portant hidden costs. Considerably 
less than 50% of ATM costs, in our 

(Continued on page 80) 
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Service Is Offered
This is one of 27 Diebold ATMs in use at banks belonging to St. Louis-based Mercantile 
Bancorp.

ATMs Are Viewed 
As Marketing Tool

W HAT CONSTITUTES an ATM 
“success” story? W hile some 

financial institutions are still ponder
ing w hich m easuring  stick to use, 
others are happily reaping the rewards 
of what is regarded as a sound business 
decision.

Such is the case with St. Louis’ M er
cantile Trust. The $4.3-billion holding 
com pany, M ercan tile  B ancorp ., of 
which M ercantile is the lead bank, 
w ent about getting into the ATM busi
ness in the same thoughtful way most 
m arketing decisions are made. First, 
id en tify  y o u r ta rg e t m ark e t, th e n  
clearly define your objectives, then 
look for the best vehicle or tool to m eet 
these objectives.

M ercantile’s senior vice president of 
m arketing for retail banking, Charles 
Elfrank, believes this clearheaded look 
at what you can expect your ATM pro
gram to yield lends an accountability 
factor that is as im portant as a cost- 
justification study.

“We haven’t had tim e to do a cost- 
ju s tif ic a tio n  su rv ey  of o u r 27 
m achines,” says Mr. Elfrank, “yet I 
know that we are opening new  ac
co u n ts  for p eo p le  b ecau se  of ou r 
F ingertip  Banking machines. People 
are asking before they open the ac
count if they will have access to the 
ATMs. And these are prim e accounts
MID-CONTINENT BANKER for March, 1980

in affluent suburbs, accounts in which 
we are observing heavy activity.”

Mr. Elfrank says the bank saw the 
F ingertip  Banking network as a m ar
keting tool and a m ethod of cost dis
placem ent, and it has been successful 
in m eeting these objectives in its five 
years.

T ransaction  volum es are consist
ently high with 2 V2 million transactions 
racked up. One machine alone across 
from St. Louis University in mid-town 
was record ing  4,000 transactions a 
week, justifying installation of a second 
m achine alongside.

This ATM solved a lobby clog for the 
bank, again justify ing its existence 
from a cost-displacem ent viewpoint.

The F ingertip  Banking ATMs are 
Diebold TABS 600 on-line, and the 
bank believes the TABS are easy to 
use, which has helped custom ers to be 
comfortable in operating them .

Four of the TABS units are in Kansas 
City, four in St. Louis itself, and the 
rest are scattered throughout the state 
at the 29 banks in the holding com 
pany. •  •

Long-Range Benefits 
Behind ATM Network

AD O LLA R S-A N D -C EN TS JU S
TIFICA TIO N  was not the No. 1 

consideration of O uachita National, 
M onroe, L a., for p ioneering an on-line 
a u to m a te d - te lle r -m a c h in e  (ATM) 
network in 1976, linking that bank with 
11 o th e r m ostly sm aller, in d e p e n 
dently  owned correspondent banks. 
The system is said to be the first to 
provide a num ber of towns with on
line benefits through a single com 
pu ter linkage.

The network is supported by an IBM 
System 370 Model 138 at its headquar
ters in M onroe. It is nam ed “L iberty” 
and consists of 36 “Libby” machines 
(IBM  3614 c o n su m e r- tra n sa c tio n  
facilities) — five of them  ONB’s own at 
locations in Monroe and W est M onroe 
and others at correspondent banks in 
an e igh t-parish  (county) area. The 
n e tw o rk  in c lu d e s  R ap ides Bank, 
A lexandria, and  its c o rre sp o n d e n t 
banks, and F irst National, Shreveport, 
and its correspondents, thus creating a 
system of 36 machines by means of 
which Libby card holders over a wide 
area of northern  and central Louisiana 
may use ATMs to w ithdraw up to $200 
in cash at a tim e, regardless of their 
bank affiliations.

“We think in term s of long-range 
benefits in an age when living patterns 
are changing rapidly, and operating

33
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justify
costs of installing 
ATMs? There's 
more to it 
than looking at 
just dollars 
and cents, say 
these 13 banks.
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costs are sky-high,” says Rodney M. 
Johnson Jr., ONB senior vice presi
dent. “W e are convinced that we have 
a system that can be conveniently built 
on to m eet future needs.

“We aren’t trying to gauge success in 
term s of cost versus increased business 
at this point. But we feel strongly that 
the  system  is justified  in term s of 
enabling us to protect and expand our 
custom er base w ithout spending a lot 
of m oney on brick and m ortar for 
branches. We also think it’s justified in 
term s of b e tte r custom er service and 
business image. In smaller towns, in 
fact, the lights around Libby machines 
sometimes are the only ones glowing in 
the late evening, and this makes a good 
impression on the residen ts.”

This approach to cost justification 
was supported by R. L. Vanderpool 
J r ., president of Ouachita National. He 
says banks m ust look beyond today for 
the payoff because “W e and o ther 
banks will have to be selective when it 
comes to building branches because of 
the ever-escalating cost of building, 
public dem and for more convenience 
and longer business hours and high 
cost of personnel necessary to provide 
extended services in the traditional 
branch office.”

In establishing the L iberty  ATM 
network, continues Mr. Vanderpool, 
his bank was betting  on the future. 
“We could afford,” he points out, “to 
establish the system because our prof
its were consistent. We considered it 
necessary even though there  will not 
be an im m ediate payoff in dollars. 
After all, trust departm ents generally 
are not profitable for a good many years 
from  th e ir  b e g in n in g ; h o w ev e r, 
they’re necessary as a banking service,

and we have to be able to afford them . 
I t’s the same with ATMs. W e could 
afford them  and, based on our pro 
jections for the fu ture , we n eeded  
th em .”

The L iberty network has an unusual 
feature, according to an IBM spokes
man. The machines are program m ed 
to accept a custom er’s L iberty card to 
m ake w ithdraw als on an o th er card 
holder’s account — but it’s legal. A 
teenager at home or a son or daughter 
at college, for example, may be issued 
a personal L iberty card with a num ber 
d iffe ren t from th a t of his p a re n ts ’ 
cards. The card then is encoded to en 
able the authorized holder to make 
withdrawals on a paren t’s account with 
limits agreed on and program m ed.

L ib b y  m ach in es  also a re  p ro 
gram m ed to allow a custom er, using a 
machine operated by his own bank, to 
check balances in savings and checking 
accounts, w ithdraw  m oney, transfer 
funds from savings to checking and 
make deposits to savings and checking. 
A L iberty card and personal identifica
tion num ber (PIN) are all tha t are 
needed  to conduct a transaction. If a 
L iberty card holder is using a machine 
operated by a bank other than his own 
in another parish, all he may do is 
w ithdraw cash from his checking ac
co u n t. S ta te  b an k in g  re g u la tio n s  
stipulate that other business cannot be 
tra n sa c te d  across parish  b o u n d ary  
lines.

W ith types of business restricted  in 
this way, a bank’s deposits are its own. 
Availability of cash from other banks 
through Libby ATMs, on the o ther 
hand, helps increase the value of each 
participating bank’s service to its de
positors, IBM points out.

W. E. Hawkins, pres., Tensas State, 
Newellton, La., stands 
at Libby terminal in front of his 
bank. IBM ATM is part of 
network started by Ouachita Nat'l, 
Monroe, La., in 1976.

A nother fervent supporter of the 
system  is B ern ard  L. W aite , vice 
president, Richland State, Rayville. 
By installing the ATM, he says, his 
bank brought city services to his small 
country town. He says Libby is well 
worth the cost of installation. “As the 
area’s oldest and largest bank ,” he ex
plains, “we felt we had to lead the way 
in m odernizing services, and we de
cided in the beginning that Libby was 
the right way to go. Libby has been a 
shot in the arm for us, and it’s bringing 
us new  business. I t carries its own 
w eight.”

A similar experience was described 
by W. E. Hawkins, president, Tensas 
State, Newellton. He says Libby has 
stim ulated new business and brought 
big-bank facilities to a rural area. In 
fact, use of Libby machines has worked 
out so well that the bank no longer 
plans on building a branch elsew here 
in the parish. •  •

Service Main Factor 
For Offering ATMs

TH R E E  YEARS A G O , P eop les 
Bank, Cedar Rapids, la ., installed 
its first ATM — a L eF ebure ACT-724 

— at its main office. Since then, two 
additional m achines have b een  ac
q u ire d : one for th e  b a n k ’s f r e e 
standing East Side Branch, the other 
for its full-service branch in the city’s 
m ajo r sh o p p in g  c e n te r , W estd a le  
Mall.

“We put in the first ATM ,” com
m ents James L. W est, vice president/ 
operations, “when it was still a brand- 
new idea in this m arketplace, because 
we are a service-oriented bank and we 
felt we w anted to offer this service to 
our custom ers. Cost justification was 
not a factor.

“O ur first consideration was to select 
the best hardw are for our operation. 
We looked around, and the L eFebure
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Now you can 
cover up to

Until now, $20,000 * f  |  ^  $50,000 loan.with onewas the credit life 
coverage limit with 
most insurance 
companies.

Now you can cover a t
$50,000 loan with one pol-

Now, with one 
policy, from  onecredit life company, covering

icy, thanks to  D urham  Life 
That isn’t just a difference 

in dollars. I t’s a difference in 
paperwork.

W ith the $20,000 limit, it 
took three policies, from  three 
different companies, with three 
times the paperwork, to  cover a

a big loan with 
credit life is a lot easier.

And everybody in
volved is m ore secure — 

your customer, your bank, and 
your own sense of well-being 
that comes from  helping people.

I t’s just one m ore way we 
help you get the most out of life.

To find out more, call Dan 
Boney at (919) 782-6110.

Durham Life
Durham Life Insurance Company

Home Office: Raleigh, N.C. 27611 P.O. Box 27807, Tel. 919/782-6110
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ATM com bined all the features we 
liked. That, coupled with an attractive 
lease arrangem ent, pu t us in busi
ness.”

The second ACT-724 also is leased. 
The third, installed just four months 
ago in the W estdale Mall Branch, was 
purchased.

“This location definitely justified our 
in v estm en t in this m ach in e ,” con
tinues Mr. West. “It is in a heavy- 
usage area; we are the only bank in the 
mall — and there  are no o ther banking 
machines located here.

“W hether we are recovering actual 
costs right now is hard to say. This 
installation is too new. I ’d guess that 
we are at a break-even point. Aside 
from tha t, though, the  investm en t 
defin ite ly  is justified . ATMs are a 
banking service people look lor and 
expect. They like the convenience of 
24-hour bank ing  and , frankly , we 
would lose accounts now if we didn’t 
offer i t .”

In the future, Mr. W est predicts, 
this investm ent will be a profit maker. 
As usage increases and heavy initial 
equipm ent costs are am ortized, ATM 
transactions will be less costly for the 
bank to process than  conventional 
ones.

“ M eanw hile ,” Mr. W est em p h a
sizes, “you might com pare ATMs to 
safe deposit boxes. They are intangibly 
justified. We don’t make money on 
them  or lose m oney. To be a full- 
service bank, we feel we need to offer 
this service to our custom ers.’ •  •

ATM Network Serves 
Suburban Customers

IT’S D IFFIC U L T  to set a dollar fig
ure in cost-justifying installation of 
autom ated teller machines, says Ber

nard  O. T onquest, vice p re s id en t/ 
m arketing officer, Fourth  National, 
Tulsa. Thinking of more than dollars 
and cents, the bank in 1977 decided to 
establish an ATM system in recogni-

Owl ATM Network Goes Fancy

Central Trust of Cincinnati's Owl Network  
now has a spokesman dressed like "a man 
about town." The ATM spokesman, dressed 
in evening clothes complete w ith top hat 
and cane, is shown w ith  Hubert G. Hicks 
and J. Clay Stinnett, v.p.s. Mr. Hicks has 
charge of Central Trust's branch adm inis
tration division, and Mr. Stinnett heads the 
consumer finance and electronic banking  
divisions. The new Owl environment, re
cently installed at the Springdale Office, 
was introduced last fall in conjunction with  
a total m arketing program for the Owl and 
soon w ill be standardized at all Central 
Trust's ATM and check-approval stations.

Service to customers, not
cost justification, was main reason
for Peoples Bank,
Cedar Rapids, la., to install 
LeFebure ATMs.

tion of the move that banks w ere p re
paring to make in the electronic funds 
transfer area.

Being a downtown bank, Fourth  Na
tional saw a need to be able to respond 
to the growing dem and for more con
venient banking facilities for its cus
tom ers located in outlying areas. Sub
urban banks already were responding 
to that need. To cut down on the po
tential attrition that faced the bank in 
this desire for more convenient bank
ing arrangem ents, says Mr. Tonquest, 
m anagem ent em barked on a program 
to establish initially a network of six 
ATMs strategically located throughout 
the bank’s principal m arket area.

“In site selection,” continues Mr. 
Tonquest, “we looked at a num ber of 
variables and generally concluded that 
shopping centers and/or shopping cen
ters with grocery stores provided us 
with the square footage and custom er 
concentration to establish a workable 
location. We w anted traffic flow, but 
not so much traffic that it dissuaded 
people from using the facility. We 
looked primarily at census tracts that 
not only served our presen t base, but 
also had growth potential. We wanted 
sites that were attractive, bu t that were 
not so expensive that the cost of leasing 
ground space would negate the attrac
tiveness of that site for o ther reasons.”

To house its ATMs, Fourth  National 
chose free-standing  build ings from 
Cawthon Building Systems, DeSoto, 
Tex., because of their high visibility to 
traffic, their openness for security rea
sons and their attractiveness to poten
tial customers.

According to Mr. Tonquest, as the 
bank expected, the bank’s Anytime 
Teller ATM netw ork has becom e an 
integral part of banking operations. It’s 
just an additional step in Fourth Na-
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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.

Get to know  
your Commerce 
Danker.

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 
you.

W ere the leading correspondent bank in the Midwest.
What can we do for you?

*1 * Commerce Bank of Kansas City
10th & Walnut 816/ 234-2000 member fdic • /
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tional’s attem pt to make banking more 
convenient than formerly for its cus
tom ers. The netw ork supp lem en ts 
ea rlie r conven ience  m oves by the 
bank, including: postage-paid mailing, 
a f te r -h o u r  d e p o s ito r ie s , d r iv e -u p  
banking, extended lobby hours and 
lock boxes.

“The com m itm ent m ade to auto
m ated banking,” concludes Mr. Ton- 
quest, “continues to benefit the bank. 
Both deposit activities and total trans
actions through the facilities have ex
ceeded our expectations. Initial figures 
indicate that the investm ent we have 
made has been well justified. W e con
tinue to gain new custom ers, as evi
d en ced  by th e ir  responses on our 
new-accounts sheets, while attrition to 
other banks has been curtailed signifi
cantly. •  •

ATM Users Are Offered 
Convenience, Privacy

BANKS that have installed auto
m atic te lle r m achines (ATMs) 

cannot cost-justify the step solely on 
the basis of the resulting elimination of 
paper transactions. That aspect of elec
tronic funds transfer is im portant, but 
it is only one consideration.

Perhaps of equal im portance is en 
hancem ent of custom er service. As the 
banks advertise, their patrons can do 
business with them  24 hours a day, 
seven days a week. This is an intangi
ble, essentially, bu t it is being trans
lated into concrete dollar savings.

At M erch an ts  N a tio n a l, C ed ar 
Rapids, la . , for example, success with a
38

full-size ATM (an NCR 770) in the 
lobby of the motor bank across the 
street from the main office prom pted 
an experim ent.

One free-standing NCR 1770 was in
stalled in the lobby of the main office 
and another at the end of the five teller 
windows in the motor bank.

Somewhat to the surprise of bank 
officials, customers began queueing up 
to use the two new ATMs even when 
conventional te lle rs  w indow s w ere 
open. Many users m erely w anted to 
inquire about the ir balances. But a 
substantial num ber, disproving skep
tics’ contentions about “im personal” 
m ach in es , lik ed  th e  to ta l p rivacy  
ATMs afford.

This conclusion is not conjecture. It 
was derived from custom er response to 
inquiries. Acting on those findings, 
bank officials rem oved the five motor 
bank tellers windows and replaced 
them  with two more ATMs for a total of 
four, including the original 770.

The next step, being im plem ented 
even as this is going to press, is conver
sion of the 1770 ATMs to the new NCR 
model, 1780s, which have their own 
full-security vaults, like the older 770s, 
bu t feature the smaller custom er side 
of the 1770s.

“This will perm it us to keep the 
motor bank open 24 hours a day,” re 
ports H arold E. Loerch, vice president 
in charge of operations research and 
developm ent.

“And from the custom er viewpoint, 
we’ve found that the new er ATMs are 
35% faster to operate than the older 
770s.”

Mr. Loerch says the th ree older- 
model 1770 ATMs will be pu t in the 
main bank’s lobby, w here their lack of 
full-security  vaults will p resen t no 
problem s, yet still perm it custom ers to

MID

This free-standing building 
is example of structures 
Fourth of Tulsa erected to house 
its ATM network. They are located 
in shopping centers.
Buildings were supplied 
by Cawthon Building Systems, 
DeSoto, Tex.

bypass conventional tellers windows, 
either to save time or to preserve p ri
vacy of transactions.

ATMs, as M erchants National’s ex
p e rien ce  docum ents, cu t dow n on 
labor costs. But they also can break the 
costly  b r ic k -a n d -m o rta r  cycle a s
sociated with opening new branches or 
offices. In this respect, they can take 
banking to custom ers, elim inating the 
need for people to visit a formal office 
for day-to-day financial transactions.

In Milwaukee, for example, First- 
Bank M idland has an NCR 770, one of 
the full-sized “iron-clads” with self- 
contained vault, at the County C ourt
house. Many other banks around the 
co u n try  have tak en  sim ilar steps. 
ATMs at airports are alm ost com 
monplace.

But that would seem to be only the 
beginning. The smaller and far less ex
pensive free-standing ATMs can be in
stalled virtually anyplace w here there 
is a modicum of conventional security.

One of the leaders in this respect is 
Peoples Bank, W aterloo, la. In March, 
1979, according to NCR, it becam e the 
first financial institution in the nation 
to pu t a free-standing ATM in a super
m arket. That proved so successful that 
a second such ATM is being installed in 
another superm arket this spring.

W hile the model being used, the 
NCR 1770, doesn’t have a full-size 
vault, as does the NCR 1780, Verne 
Foster, a Peoples vice president, says 
the ATM probably is more secure than 
cash drawers of electronic sales te rm i
nals in the checkout lanes.

The ATMs, at least, can be breached 
only with ham m er, chisel and time. 
They are impervious to threats from 
b a n d its  a rm e d  w ith  p is to ls  and  
sawed-off shotguns.

Like store safes, ATMs can be ser
viced during the day by arm ored-car 
personnel. At night, again like store 
safes, th ey  can be p ro te c te d  w ith 
sophisticated alarm systems of their
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B H S i i
The Difference Between Success and Failure

IT’S TIME 
YOU FIGURED ON 

ASOUND 
1 INVESTMENT.

Cookware
from
Equibank!

Hundreds of institutions like these are writing their 
own success stories. Yours can be one of them.

When you select a promotion from J. Edward 
Connelly you’re not just choosing a premium. 
You’re choosing a carefully structured marketing 
program geared to meet your institution’s 
objectives. Connelly promotions feature the 
finest brand-name merchandise from the 
country’s leading manufacturers. Names like 
West Bend, Timex, National Semiconductor and 
International Silver have helped make these and 
other Connelly programs a success.

J. Edward Connelly Associates, Inc.
America’s Leader In Financial Marketing For Over 25 Years.

Our national sales representatives are 
seasoned financial marketing pros. They provide 
the strategy necessary to design and implement a 
successful premium incentive campaign.
Whether your needs be money-acquisition, 
stimulating new accounts, traffic-building, cross
selling, or a combination of objectives, a Connelly 
Associate can get results for you.

So this time, don’t just “run a premium”. Get 
the results you’ve planned for with a Connelly 
program. Write or call our toll-free number today. 
800-245-6532
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own that will go off even if those of the 
store have been  silenced.

W hat, however, about transaction 
volum e? W ell, in the motor lobby of 
M erchants in W aterloo, ATMs account 
for 100%. T h ere  are no bank em 
ployees involved at all.

At o ther sites, the volum e is consid
erably lower, of course. But it is not 
uncom m on to find e lec tron ic  fund 
transfers accounting for 12% and more 
of bank debits and credits.

Is that significant? Very much so if 
you consider tha t usage is growing 
rapidly each m onth and tha t every 
electronic transaction elim inates the 
spiraling cost of doing business with 
paper and people on payrolls.

The attitude of many bankers who 
have successfully im plem ented ATMs 
was, sum m ed up by Mr. Loerch at 
M erchants National w hen he says:

“One man told us he uses an ATM 
only once a m onth to make sure his 
electronic social security deposit has 
been made. The point, however, is 
that he, like many other card users, 
likes the convenience — and the p ri
vacy — of electronic banking.” •  •

Customer Convenience 
Main Reason for ATMs

CAN a bank legitim ately add in 
such in tang ib les as custom er 

convenience, loyalty or appreciation 
w hen it cost justifies a project?

Quietly, bu t emphatically, F irst Na
tional, Sioux Falls, S. D ., is saying 
“Yes” to that proposition. For rather 
than rely ing sim ply on m easurable 
cost-accounting param eters to back up 
its actions, the bank is moving full 
speed ahead with a project it knows is 
working to make banking more con
venient for its custom ers.

That project is an expansion of its 
ATM netw ork via a sequenced addi
tion of rem ote-transaction facilities, or 
RTFs. In the past year alone, the bank 
added th ree new RTFs within a five- 
mile radius of its main office. Another 
will be going up th is sp ring ; still 
another will follow in the near future.

RTFs are small structures electroni
cally staffed for 24-hour banking ser
vice. They are free standing, fully en
closed and can offer the banking cus
tom er after-hours depository as well as 
ATM services in walk-in or drive-in 
m o d e ls . F o rm e rly  m a rk e te d  by 
D iebold C ontract Services, Canton, 
O ., the  RTFs — along w ith m ini-

This rem ote-transaction fac ility  of First 
N at'l, Sioux Falls, S. D., was installed by 
BBC M an u factu red  Buildings, Inc., St. 
Louis.

b ra n c h e s  and  la rg e r  ex p an d ab le  
m ulti-section financial buildings — 
now are being designed and built by 
BBC M anufactured Buildings Inc., an 
affiliate of Bank Building Corp., St. 
Louis, which acquired  the D iebold 
unit last year.

For F irst National, “custom er con
venience” and a com m itm ent to “par
ticipate more fully in retail banking” 
were the deciding factors in its strong 
move into ATMs and RTFs, according 
to William S. Baker, president of the 
bank. “The cost factor was im portant to 
us, of course,” com m ents Mr. Baker, 
“because we re talking about consider
ably less to pu t up a rem ote-transaction 
facility than a conventional building. 
Plus, with the RTFs we could move 
qu ick ly  in to  s tra te g ic  loca tions 
throughout our city .”

The bank’s officials candidly  ac
knowledge that their expansion project 
will not im m ediately cost-justify the 
investm ent in each fully equipped and 
landscaped RTF. “A network of re 
mote, autom ated teller services is a 
long-term  investm en t m anagem ent 
feels can’t be paid back in a short 
tim e ,” says Marge Brady, the bank’s 
assistant vice president. “But there  are 
com pensations. For exam ple, if we 
w ere to open on Saturdays, like our 
com petition, we would have consider
able overhead costs. We felt that the 
RTFs were a new service that would 
provide convenient banking to our cus
tom ers —  this was our prim ary goal.”

Adds K. Pat M arso, vice p resi- 
dent/m arketing for the bank, “W hen 
you have an RTF building, you know 
the exact cost of everything. You know 
the cost of the machine; you know the 
cost of the building; you know the cost 
of the land preparation. W ith the nor
mal teller transaction, it’s difficult to 
tell which portion of the ‘bricks and 
m o rta r’ should be assigned to that 
transaction.”

The point is, of course, that First 
National feels its move into the as yet 
“uncharted” realm of ATM services in 
rem ote facilities is one that pays off in 
the day-to-day intangible — the cus
tom er’s convenience and goodwill. •  •
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YEAR’S BIG GIFT

STOP

★  OYER REGULATION 
OF BUSINESS

★  INFLATION
★  GOY. WASTE

Send for your copy of "Business 
Speaks Up" today. Tells how all 
businesses benefit consumers, em
ployees and the nation. Tells 
readers how they can do their 
part in squelching falsehoods about 
business. How to help eliminate 
over regulation of business and 
jobs. How to help stop the killer 
inflation. Send for your copy today. 
Use the book as a gift. You do 
yourself and others a BIG favor.

$6.95
Enclose check with order 
Two color flexible cover 

Book Dept.
MID-CONTINENT BANKER 

408 Olive St.
St. Louis, Mo. 63102

SINGLE INTEREST 
INSURANCE

For Installment Loans

BLANKET SINGLE 
INTEREST
INDIVIDUAL SINGLE 
INTEREST PROGRAMS

• Automated
• Manual

PROTECT YOUR LOANS 
AGAINST THOSE PHYSICAL 

DAMAGE LOSSES.

CONTACT US ABOUT A 
PROGRAM FOR YOUR BANK.

call or write:

WTTY7 G. D. VAN
WAGENEN CO.

1678 Northwestern Bank Bldg. 
Minneapolis, MN 55402  

(612) 333-2261
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With New Data-Base Management System:

John H. Dorland, e.v.p./operations/ 
data services, C om m erce  U n io n , 
Nashville: . . The operations area of
a bank is its key to success in the fu
tu re .. . . O urcustom er services w ill be 
revolving around our data baseband, 
more im portantly, our CIF. As a result, 
we w ill have the flex ib ility  and capa
b ility  to look beyond some of the tra
ditional ways of doing business to at
tract and retain a much more sophisti
cated customer at a profitable return."

E. Scott Lahti, v.p./data services: "W e  
run B A N K M A T C H  at least every 
quarterto  see what shape our CIF is in, 
duplication wise, and plan to run it at 
least every six months. . . .  If you 
don't, you can expect to see a gradual 
duplication rate of 2%, 3% or 4% 
creep in, and this is unacceptable."

Richard A. Ham ilton, v.p./systems 
support: " I f  you use a bad (data-base) 
product and make a bad match, you 
are not going to catch the errors and 
you w ill never recover. Not on ly are 
you going to be out of money, you w ill 
be out of customers."

Bank Slashes Time Needed 
To Eliminate Duplication 
O f Customer Records

NASH V ILLE’S Com m erce Union 
Bank (lead bank of Tennessee 

Valley Bancorp) is in the final stages of 
com pleting a massive conversion of the 
bank’s applications systems. At the 
heart of this conversion is a new data
base m anagem ent system, from which 
all o ther systems will be controlled.

C U ’s data  base for its Q U IC K 
SILVER ATM program , one of the first 
results of this work, was brought up in 
only th ree months. All these efforts 
w ere  ach ievab le , in p a rt, because  
of a u n iq u e  softw are system  from  
P ittsburgh’s Innovative Systems, Inc. 
(ISI), called BANKMATCH. In the 
ATM project alone, BANKMATCH 
reduced the tim e needed  to identify 
duplicate nam e/address records from 
12 to two man years.

John H. Dorland, CU ’s executive 
vice p residen t, operations/data se r
vices, recalls, “At the beginning of our 
analysis, we looked at what we had and 
what we w anted. W e w ere looking at 
ty p es  of a p p lic a tio n s  sy stem s we 
w anted and types of services we could 
provide our custom ers, coupled with 
the processing needs of all the banks of 
our holding company and also corre
spondent banks. W e w anted to have 
the flexibility to adapt to a changing 
environm ent in the banking scene. 
Everything would revolve around our 
data-base m anagem ent system , and 
everyone had to have input into its 
design. We want everyone to utilize it, 
marketing, loan developm ent people, 
branches, affiliates and our custom ers 
through our ATM program.

“W e had a C IF , bu t it was over 12 
years old, had a fair am ount of duplica
tion and could not really lend itself to 
what we had in mind. W e w ere in the 
process of converting m ultiple applica
tions and adding new applications. For 
instance, we were going into a new 
ch eck ing -accoun t system , new  in 
stallm ent loan system, savings system, 
certificates of deposit and a sophisti
cated ATM system. W e also wanted 
the flexibility to adapt to new m arket

dem ands, such as descriptive sta te
m ents, NOW  accounts and variable- 
rate mortgages. At the core of all of this 
was the creation of our data-base m an
agem ent system, our CIF. And a great 
part of the work was done on this 
sy stem  d u rin g  c re a tio n  of our 
QUICKSILVER ATM pro ject.”

Built in three months. Com m erce 
Union used the Innovative Systems 
BANKMATCH system to identify and 
elim inate duplicate custom er records 
from seven applications files. After 
evaluating BANKMATCH, the bank 
chose to license it and now uses it to 
elim inate duplicates from its en tire  
850,000-customer C IF. Mr. Dorland 
tells why this system initially was cho
sen for the ATM project, versus an 
in-house solution or an alternative  
software package.

“The problem  was tim e — a few 
m onths. W e had an overw helm ing 
challenge of having to incorporate m ul
tiple applications into a new data base. 
We had to get it right the first tim e, 
because the nature of our ATM project 
m eant combining all of a custom er’s 
accounts into a single-account relation
ship and giving him access to them . To 
minimize our vulnerability, the right 
accounts had to be there. I can tell you 
we could not have done it with in- 
house software or with manual labor. ”

E. Scott Lahti, vice president/data 
services, com m ents “ . . . As we were 
looking at putting  our ATM system on 
line, we realized we had a huge dupli
cate elim ination problem . W e esti
m ated the am ount of manual review 
necessary to do the job, and it came out 
to about 12 man years of labor. Because 
of the tim e factor, we took a hard look 
at th e  B A N K M A TC H  n am e-an d - 
address duplicate-identification pack
age. W hat this system does basically is 
to match custom er records, identifying 
those that do or do not need manual 
inspection. This system cuts manual 
review tim e down by 70-80%.”

Mr. Dorland adds, “W e just d idn’t 
(Continued on page 55)
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Cut yourself

property improvement loan pie.
New home costs are skyrocketing.
And growing num bers of Americans 
are investing billions each year in home 
and property improvements.
ICS, the world’s leading insurer of 
property improvement loans, can tailor 
an HIL program to expand your port
folio volume and build profits in this 
important area. We get at the bottom 
line by cutting through red tape. H ere’s 
what you get:
Greater yield. Property improvement 
loans generate substantially greater 
income than most other types of 
consumer loans. A nd net yields to 
lenders average 25% more under 
the ICS plan than under 
FHA Title I. 307 n

Risk-free security. 100% protection 
against every unpredictable default. 
Strikes, divorces, skips, bankruptcies, 
layoffs.
Greater flexibility. ICS tailors a pro
gram to your needs. Amounts. Terms. 
And all types of improvements are 
eligible.

IN S U R E D  C R E D IT  
\  S E R V IC E S

IN C .

Fast, comprehensive service.
Claims are paid in days —not weeks or 
months. ICS offers portfolio review 
and evaluation on a continuing basis, 
plus a proven marketing program to 
help broaden your HIL volume.

Financial stability. Insurance pro
vided by Old Republic —world’s largest 
insurer of consumer credit with full-line 
coverage in the lender insurance field.

Over 1600 institutions are already 
profiting from the ICS plan. Let us 
show you how we can help increase 

your portfolio profitability. Call 
William F. Schumann, President, 

America's No. 1 insurer of property improvement loans. (312) 62T9400, for a plan
Michigan Avenue • Chicago, Illinois 60601 • 312/621-9400 tailored to your needs.

A SUBSIDIARY OF OLD REPUBLIC
Other Subsidiaries: Old Republic Life Insurance Company, Old Republic Insurance Company, Old Republic Mortgage Assurance Company, Title Insurance Company of MinnesotaDigitized for FRASER 
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The Identity Crisis:
Who's Who at the Tellers Window

E VEN TODAY, it ju st m ight hap
pen that Jill Jones, teller, knows 

for sure that G. Paul Riley is G. Paul 
Riley and not Leo Swifty, forger. Rut 
generally speaking, banks m ust func
tion along the outer rim of a maelstrom 
created  by the iden tity  crisis. Just 
who’s who out th ere  in the lobby? 
S ig n a tu re -v erifica tio n  system s can 
serve as the blue book.

Many considerations figure into the 
equation that determ ines how best to 
equip a bank against the crisis. Nobody 
can afford to be defrauded, bu t some 
banks are stringently lim ited in the 
am ount of money they can justify pu t
ting into signature-verification equip
m ent. Logistics is a big factor. There 
are banks w here the m aintenance of 
signature cards in files b eh ind  the 
w ork ing  te lle rs  is th e  m ost cost- 
efficient m ethod of signature verifica

tion. But some banks may be losing 
m oney w ith th is system  as te lle rs  
crisscross with one another and wait for 
a tu rn  at the files. Luture growth is 
another factor that m ust be included in 
the ciphering.

Ted Rumpf, operations vice presi
dent, Boatm en’s National, St. Louis, 
com m ented  on the D iebold  CCTV 
(closed-circuit television) and file-card 
system the bank currently  uses for sig
nature verification:

“The presen t system is uncom pli
cated, efficient and w ithout problem s. 
O ur D iebo ld  system  is q u ite  ad e 
qu a te .’’

In Missouri, w here branch banking 
cu rren tly  is forbidden by law, Mr. 
Rum pf is well pleased with Boatm en’s 
m ethod of handling signature verifica
tion.

Giving thought to the possibility of

future approval of branch banking in 
Missouri, he adds, “I would envision 
that if problem s develop w herein cen
tralization is needed  for information 
due to, say, the presence  of many 
branch banks, and if a bank has the 
com puter capacity to handle it, a tu rn 
over to com puterized signature verifi
cation might be in o rd er.”

Though branch banking in the Mis
souri example is only a possibility for 
the future, it m ight be cost-efficient to 
centrally locate signature verification 
at HC headquarters, w here a corpora
tion’s m em ber banks can all have ac
cess to it. Earl M anning, acting Mis
souri finance com m issioner, states 
there  is no statute against such sharing 
of signature-verification equipm ent.

Each bank faces the crisis with its 
own set of c ircum stances. Various 
kinds of signature-verification equip
m ent give various alternative solutions 
to the same problem .

Let Us Give You an Instance:
S tephen  M. Logsdon, m arketing  

m an ag er, ID  sy stem  p ro d u c ts , 
Polaroid C orp., C am bridge, Mass., 
says the firm has a system that perm its 
issue of an identification card that in
cludes the custom er’s signature, ac
count num ber and photograph. The 
system is in use in over 500 financial 
institutions across the country, “each 
of which has found the Polaroid Por
trait Card program  not only can reduce 
fraud, but also can provide a m ethod to 
increase account activity.” Identifica
tion cards can be made with the speed 
w ith  w hich  P o la ro id  has b eco m e 
synonymous, up to 100 ID  cards per 
hour. Composite cards can be punch 
coded for use in data collection. Vari
ous features enhance the security of

This sketch shows three ways to verify cus
tomer's signature. UPPER LEFT: Teller ver
ifies it w ithout aid of signature-card file  or 
computer. This usually is done when cus
tomer is known to teller. UPPER RIGHT: 
Teller goes to signature-card file  for signa
ture verification. LOWER LEFT: Signature on 
file  is brought up on computer and shown 
on display term inal.
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Here’s how 
Signature 
terminals 
speed teller
lines and 

slow forgers at Jefferson
Bank and Trust, 
Lakewood, Colorado.

Before A fter
There had to be something better than 
searching through 30,000 well-worn signature 
cards, then through a stack of day-old printouts 
to check balances everytime a customer wanted 
to cash a check.
Signature cards can be misplaced, misfiled, not 
filed at all. It’s a hassle for the teller and it’s 
insulting to the customer. When you handle 
60,000 cars a month in your drive-ins alone, it 
makes a difference.
“We looked at everything,” says Diana Purvis, 
Manager — Retail Operations. “We even tried 
microfiche and closed-circuit T V  for awhile. 

MID-CONTINENT BANKER for March, 1980

But the only real choice we had was Signature 
terminals.
“Now, tellers check signatures and balances 
everytime because it’s so easy. No matter how 
busy things get. The account data and signature 
is on-line and up-to-date, showing all the 
customer’s relationships with the bank. All at 
the same time.
“What’s more, we’re also serving our data 
entry, our tellers and our customers at the 
same time. Our tellers have become more than 
just money counters and check cashers, too. 
Using Signature terminals to cross-sell bank 
services, our consumer deposits have increased 
nearly 20
Stopping forgers is a bonus feature of the 
Signature terminal system. Jefferson Bank & 
Trust drive-in tellers caught three forgers 
red-handed in the first four months. With 
checks averaging $600 each.
Want to hear more? Gall Bill Spear, President.

Signature Technology, Inc.
520 Central Parkway 
Suite 105 
Plano, TX 75074 
214/424-2535
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the system, according to Mr. Logsdon. 
For instance, a signature, logo or spe
cial sym bol may be su p erim p o sed  
photographically over parts of the card 
to aid in the detection of tam pering. 
Special identifying codes also can be 
built into the card as additional secu
rity measures.

Shine a Little Light:
Black-light systems are used largely 

for signature verification on passbook 
accounts. To initiate use of such a sys
tem by Besco, New Hyde Park, N. Y., 
the firm recom m ends having depos
itors sign a transfer slip over a predes
ignated area of the passbook — cov
ered  by a Besco transfer sheet — w ith
out telling the custom er “why” unless

he asks. W hen the custom er signs, 
p h o sp h o rs  are  p re s s e d  on to  th e  
passbook similar to the way carbon is 
transferred to a piece of paper when 
copies are made using carbon paper. 
These phosphors are not seen under 
natural light, but the signature can be 
fluoresced under an ultraviolet (black) 
light. For greater security, the teller 
invisibly initials the signature with a 
special pen. In the future, the pass
book ow ner will have his signature 
verified by the teller, comparing his 
“invisible” passbook signature to the 
signature on docum ents for the current 
activity.

Coaxial-Cable Calligraphy:
Rather than giving custom ers an ar

ticle they m aintain them selves and 
presen t on dem and, banks may opt to 
maintain signature-identification files 
them selves. Use of signature file cards 
already has been m entioned. An ex
tension of this basic procedure has 
proved more efficient for some banks. 
These banks use a centralized signa
ture  file card or microfilm setup. Sig
natures are stored away from the teller 
area with usually only one person in
volved in pulling signatures from stor
age. The centralized m ethod also can 
be used to give account-balance infor
m ation if signature  files and book
keeping records are coordinated.

W ith centralization, there  develops 
the need to transm it information from 
the central files to the teller, officer or

A lden  Electronic & Im pulse Recording 
Equipment Co., Westboro, Mass., m anufac
tures its Autom ated Signa Fax Retrieval 
System that combines Alden hardw are  
components and Alden software.

This Informer signature-verification system 
in use at Chicago's Continental Bank is 
marketed by Signature Technology, Plano, 
Tex. According to bank, system is first of its 
kind in this country.

B lak -R ay  Lam p in v is ib le  s ig n a tu re -  
verification system from Ultra-Violet Prod
ucts, San G abriel, Calif., uses specially 
treated transfer slips to encode perm anent, 
invisible signatures on items.

Th is signature-verification equipm ent from 
Signature Technology, Plano, Tex., features 
signature-display term inal at teller's sta
tion. Signatures are digitized and stored in 
computers along w ith  customer's other ac
count inform ation.

LeFebure, Cedar Rapids, la ., manufactures 
this CCTV-based system that can provide 
instant signature-card display from central 
point to any station on-premise via coaxial 
cable.

ID system products, Polaroid Corp., Cam 
bridge, Mass., has system that uses iden
tification card that includes customer's sig
nature, account num ber and photograph.
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A s k  t h e s e  q u e s t i o n s
when you compare ALDEN’s 400 Signa Fax® 
with any other signature verification system
There are many signature verification techniques on the m a rke t...  but 
only one that gives you the unique combination o f advantages offered 
by the ALDEN 400 Signa Fax System. Compare for you rse lf. . .  and

custom er wanting to verify a signature 
or account balance.

L eFebure, Cedar Rapids, la ., m an
ufactures a CCTV-based system that 
can provide instant signature-card dis
play transm itted  from a central point to 
any station on-prem ise via a coaxial 
cable. Cards or microfilm are placed in 
a transm itting unit in the file room and 
presto — the bank em ployee needing 
the verification compares the file sig
nature appearing on her counter-top 
m onitor with the sample at hand. The 
same procedure may also be used to 
check a balance.

Coaxial-cable transm ission can be 
used for distances up to 3,400 feet with 
amplification. But where coaxial cables 
stop, telephone cables take over. A 
h ig h -re so lu tio n  te le p h o n e -lin e  TV 
transm itter or transceiver converts the 
signature image to audio tones, which 
th en  are  tra n sm itte d  over reg u la r 
non-leased telephone lines. Because of 
the high resolution of the video pic
ture, the reference signature on the 
television m onitor is extrem ely sharp 
and clear. If desired, a p rin ter can be 
provided to create a hard copy.

Robot Research, Inc., San Diego, 
has developed a system that perm its 
transmission of a television picture of a 
bank signature card to anywhere in the 
world by using the telephone. The sys
tem  em ploys a television converter 
unit that converts the p icture image of 
a signa tu re  in to  audio tones, then  
transm its these audio tones over the 
dial-telephone network for the cost of a 
telephone call. Robot spokesm en say 
th e  sy stem  does no t r e q u ire  any 
changes in filing systems or signature- 
card format.

Beep: This Will Compute:
F&M Savings Bank, Minneapolis, 

has in sta lled  a new  s ig n a tu re -v e r
ification system at its downtown and 
Southdale locations. The bank consid
ers the system an innovation in secu
rity and custom er service. The new 
sy stem  was m a n u fa c tu re d  by I n 
fo rm er, In c ., Los A ngeles, and is 
m arketed by Signature Technology, 
Inc., Plano, Tex.

A signature-display term inal is lo
cated at the te ller’s station. Signatures 
are digitized and stored in com puters 
along with a custom er’s o ther account 
in fo rm atio n . Bank Vice P re s id e n t 
Harvey Mild claims, “The system is an 
example of the positive impact com
puter technology has on F& M ’s bank
ing operations.’’

At Com m onwealth National, Dallas, 
signature-verification term inals are on 
line to its service bureau so that tellers 
can have at their fingertips a display of 
any custom er’s com plete account in

when you do, ask these questions: 

Is it efficient?
YES . . .The ALDEN 400 Signa Fax 
System provides direct, visual signa
ture comparison — so quietly and 
quickly the customer is usually un
aware of the verification process. 
Drop in cassette method eliminates 
drum loading for each transaction.

Is it quick and simple to use?
YES . . .  A phone call by the teller to 
the central file produces, in 11 sec
onds, a clear, crisp copy of the sig
nature. That’s all it takes with the 
ALDEN 400 Signa Fax System for 
positive identification at any branch. 
Faster transactions mean happier 
customers, and more efficient 
employees.

Can signature cards be readily 
purged and updated?
YES . . .  As soon as the signature 
card is made out and filed it is in
stantly available to all branches with 
the ALDEN 400 Signa Fax System. 
No lag period, no updating, no prob
lem with purging closed accounts.

Does it provide a hard-copy record 
of verification?
YES . . . Signature hard-copy rec
ords from the ALDEN 400 Signa 
Fax System provide proof of the 
verification.
Can it operate on existing phone 
lines?
YES . . . Both transmitter and re
corder will operate wherever AC 
power and a telephone are available. 
Is it reliable?
YES . . . Engineered, manufactured, 
sold serviced by ALDEN — a sup
plier of facsimile equipment to the 
U.S. Government for over 30 years.
Is it cost-effective?
YES . . . The ALDEN 400 Signa Fax 
System is the only facsimile system 
specifically designed for signature 
verification. It will transmit either the 
signature portion of the card, o r . . .  it 
can transmit the entire card . . . sav
ing time as well as paper. The quick
loading paper cassette has a 600- 
signature capacity with an average 
cost of less than V  per signature.

Meet Bill Delaney in Booth 168 at NAMSB Show.
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formation — checking, savings, loans 
— along with a slightly larger than 
life-sized authorized signature for that 
account.

Signatures are captured at the same 
tim e that a new account is established 
or from existing signature cards by a 
separate desk-top capture unit and are 
stored in digitized form in a com puter. 
Signatures can be called up for verifica
tion in an on-line mode over private 
lines at baud rates of up to 9,600.

The most significant benefits, b e 
sides deterring  forgers, are conveni
ence, teller productivity and goodwill, 
says the bank’s senior vice president/ 
cashier, O m er Dennis.

As with F&M Savings Bank, M in
neapolis, Com m onw ealth N ational’s 
term inals were supplied by Signature 
Technology, Plano, Tex.

C o n tin e n ta l Bank, C hicago , r e 
c e n tly  p u t in to  use an In fo rm e r 
sig n a tu re -v e rifica tio n  system  m ar
keted  by S ignature  Technology. A 
m inicom puter is hooked to the bank’s 
m ainline com puter so th a t w hen a 
mainframe com puter receives a signa
ture request from the teller term inal, it 
sends a message to the Signature sys
tem m inicom puter. The Signature sys
tem then transmits the custom er’s sig
nature directly to the small Signature 
term inal at the tellers window, all au

tomatically. The bank believes the sys
tem is the first of its kind in this coun
try.

Alden E lectronic & Im pulse Re
cording E quipm ent Co., Inc., W est- 
b o ro , M ass., re c e n tly  a n n o u n ced  
manufacture of the Alden A utom ated 
Signa Fax R etrieval System . Using 
A lden  h a rd w a re  c o m p o n e n ts  and  
Alden software, a bank can find a signa
tu re  in a m in ic o m p u te r  in m il
liseconds. A teller punches in the cus
to m er’s account n u m b er using the 
com puter-access telephone. The sig
nature then is transm itted over exist
ing phone lines to a hard-copy repro 
ducer at the te ller’s end. The com
p u te r iz e d  re tr ie v a l sy stem  sto res  
num erically coded digitized signatures 
on disks. Alden spokesmen see two 
prim ary benefits of the ir system as 
b e in g  th e  m illiseco n d  s ig n a tu re  
access/retrieval it makes possible and 
elim ination of misfiled signature cards.

Looking at the future, the firm sees 
future adaptability as another major 
benefit of its equipm ent. E quipm ent 
d es ig n ed  for m anual-access signa
ture-verification systems used today 
can be used tomorrow as well if the 
bank finds the need to go to a com
puterized signature-verification setup. 
Previously owned Alden com ponents 
can be interfaced with new, fully au

tom ated  com ponents. Joe W helton, 
the firm ’s manager of bank systems 
sales, calls it “a built-in hedge against 
obsolescence.’ •  •

Thesis Program Changed 
By Consumer Bankers 
To Include "Readers"

W A S H IN G T O N , D. C. — T he 
Graduate School of C onsum er Banking 
is restructuring its thesis program, ac
cording to Richard K. Slater, director.

The program  now will include the 
use of “ re a d e rs ,” ind iv iduals w ith 
e ith e r  a w orking know ledge of or 
specialization in particular areas of 
banking. They will be asked to read a 
m axim um  of th re e  th e s is  p a p e rs , 
varying from 50 to 150 pages, and 
com plete a two-page evaluation form 
for the s tuden t’s adviser.

Previously, thesis advisory panel 
m em bers served as “secondary advis
e rs .” In addition, open positions on the 
thesis advisory panel probably will be 
selected from the readers, Mr. Slater 
says.

Sponsored by the Consum er Bank
ers Association in cooperation with 
M clntire School of Com m erce, Uni
versity  of V irginia, the  th ree -y ea r 
graduate program  tries to develop re 
tail bank officers. The curriculum  in
cludes bank m anagem ent, cost analysis 
and pricing, in v estm en t portfolios, 
consum er credit developm ents, eco
nomics and marketing.

F or m ore in form ation about b e 
coming a reader, contact Mr. Slater at 
the G raduate  School of C onsum er 
Banking, c/o Consum er Bankers As
so c ia tion , 1725 K S tre e t, N. W ., 
W ashington, DC 20006.

James J. Saxon Dies

W A SHIN GTO N, D. C. — James 
J. Saxon, 65, form er C om ptroller of 
the C urrency, died January 28 after a 
lengthy illness.

Mr. Saxon was an a tto rney  for 
Chicago’s F irst N at’l when the late 
P re s id e n t John  F. K en n ed y  a p 
pointed  him C om ptroller in 1961. 
H is te rm  was m ark ed  by c o n 
troversy, m uch of it over his granting 
more than 500 national bank char
ters. He also challenged many regu
latory practices he considered sti
fling to banking com petition.

After retiring  as C om ptroller late 
in 1966, M r. Saxon jo in e d  I n 
dianapolis’ American F le tcher N at’l 
as cochairm an and a d irec to r. In 
1968, he re tu rned  to W ashington to 
practice law.

7 Stone Street 
ìuf falò, New York 14212

UNITED BUSINESS EQUIPMENT
C O R P O R A T I O N
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Transmit TV pictures of your 
customer’s signature by telephone in 8.5 seconds

for the cost of a phone call.
WITH THE ROBOT 606 BANK SIGNATURE VERIFICATION UNIT.

The Robot 606 eliminates errors, sim
plifies and speeds up operations, and 
cuts the overall costs of your signa
ture verification requirements.

By using a televised picture of the ref
erence signature, the possibility of er
ror is virtually eliminated, and the few 
seconds required does not inconven
ience customers.
The Robot 606 system is relatively in
expensive, costing about the same as 
a photo copy machine, but is free of 
tine complications of paper handling 
and mechanical devices. It does not 
require any changes to your signature 
card filing system or in the format of 
the card itself, nor does it require the 
installation of peripheral computer

equipment or other support devices. 
Present users praise the simplicity 
and efficiency of the system.
The typical system employs a TV 
monitor, closed circuit TV camera, the 
Robot 606 and a standard telephone. 
The camera views the reference sig
nature card and feeds the image into 
the Model 606 which converts it from a 
broadband video signal to a narrow 
band audio tone. This audio tone is 
then transmitted over the telephone to 
another Robot 606 at a branch office. 
There, the Robot 606 unit converts the 
signal back to a wide band video sig-

nal and feeds it into a TV monitor for 
display. The entire transmission takes 
8.5 seconds.
An important characteristic of Robot’s 
system is the high resolution of the 
video picture, which approaches

commercial TV picture quality. This 
high resolution provides a clear, 
sharp reproduction of the reference 
signature on the monitor for maximum 
accuracy and ease of viewing.
This transmission of video pictures 
over ordinary telephone lines was pi
oneered and developed by Robot Re
search, and is becoming a routine op
eration with security and video con
ferencing users.
For more information and a demon
stration of the Robot Bank Signature 
Verification System contact: Robot 
Research, Inc., 7591 Convoy Court, 
San Diego, CA 92111, (714) 279-9430.

BOBOT
b  4
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With Specially Designed Package

Bank Builds for Future Growth 
In Its Installment Loans
AS TULSA’S leading bank and the 

th ird  largest in Oklahoma, Bank 
of Oklahoma (BOk) is not a bank to be 

satisfied with the status quo.
BOk, which markets to the entire 

Southwest and has over $800 million in 
deposits, constantly is looking for ways 
to serve the com m unity be tte r and to 
ensure its leading role for the future.

This philosophy extends, of course, 
to BOk’s data processing departm ent. 
The DP area prides itself on having 
some of the most m odern equipm ent 
and software systems available.

“If you’re to run a bank that can 
serve its clients’ needs now and tom or
row, your D P area can’t be neglected ,’’ 
says Jim  H a rris , v ice  p re s id e n t/  
m an ag er, d a ta  p ro c e ss in g  g roup . 
“BOk’s m anagem ent realizes this and 
has given us its backing through the 
years.”

About four years ago, BOk saw the 
n e e d  to re p la c e  its ex is tin g  in 
stallment-loan package. The package 
had been w ritten in-house some time 
before and was becoming cum bersom e 
to use. In addition, the system was not 
capable of handling all activities BOk 
was involved in or hoped to get in
volved with in the future. To update 
the package w ould have taken too 
much time and money.

“In fact, we would have had to write 
a new IL package,” explains Frank 
B ehrens, a ssistan t vice p re s id e n t/ 
manager, retail credit adm inistration.

“That’s w hen we made the decision to 
purchase a vendor package.”

“We set definite objectives that our 
package had to m eet, surveyed what 
was available and visited several banks 
in different parts of the U nited States 
comparing benefits and capabilities of 
various packages,” Mr. Behrens says.

After this study, BOk decided on 
University C om puting C o.’s Install
m ent Loan System (UCC ILS). The 
package m et the bank’s curren t needs, 
was flexible and had capabilities BOk 
felt it needed for some tim e to come. 
Also, BOk had several o th e r UCC 
products, and the IL  System fit in 
nicely with this o ther software.

“ O ur installa tion  was practically  
trouble free ,” says Mr. Harris. “In fact, 
it was a 99.9% autom ated conversion. 
And since then, we’ve had few prob
lems. The problem s that did arise hap
pened because we w ere making many 
modifications to the package while we 
were im plem enting it .”

BOk is using UCC ILS for all in
stallm ent loans — simple in terest and 
add-on — and is using all capabilities 
that apply to the types of loans offered 
by the bank.

One particularly beneficial feature is 
th e  sy s tem ’s re p o rtin g  capab ility . 
UCC ILS gives a variety of reports 
that can be easily modified to m eet the 
bank’s needs through use of the report 
reform atter, a system of control cards 
that allows flexibility in defining the

format of the report as well as d e te r
mining information that needs to ap
pear on the report.

“The system modifies easily so that 
we can ask for several different reports 
during the m onth and be pleased with 
the end resu lt,” says Sara Freem an, 
vice president/m anager, loan control 
and operations. “This is a definite plus 
for the system .”

“Beports can be detailed  by cost 
center, by officer, by departm ent and 
any num ber of classifications. W ith 
this kind of information readily avail
able, we can make much more detailed 
comparisons and m easurem ents than 
we could b efo re ,” she em phasizes. 
“And since m inim al p rog ram m ing  
modifications are necessary to change 
re p o r ts , o u r tu rn a ro u n d  is m uch 
quicker.”

BOk has found simple in terest on 
direct loans to be a com petitive tool 
that wasn’t available previously. The 
UCC ILS dealer-processing capabil
ities also are being utilized.

“It’s refreshing to be able to look at a 
d e a le r ’s p e r fo rm a n c e ,” says M r. 
Behrens. “W e can see how his or her 
loans have perform ed and what kind of 
yields we are g e tting  on a certa in  
portfolio as com pared to individual of
ficers or o ther dealers.”

A nother benefit BOk has derived 
from UCC ILS is accounting for an 
expanded loan portfolio. The package’s 
flexibility has allowed the bank to ac
count for loans that would have re 
quired a lot of manual effort under 
th e  old system . F lex ib le  paym en t 
schedules, dealer participations, au
tomatic paym ents to checking or sav
ings accounts, generation of credit- 
bureau tapes and automatic billings are 
all features that have trem endously re 
duced the clerical work load and have 
stream lined operations.

From  an operational standpo in t, 
UCC ILS is providing follow-up dates 
and tickler reports. It also provides a 
useful report on expired and expiring 
hazard insurance. A nother im portant 
tool is the report on loans coming due 
by officer.

“Control is another im portant fac
to r,” states Miss Freem an. The control

Jim Harris (I), v .p./m anager, data pro
cessing group, Bank of O klahom a, 
Tulsa, discusses report produced by 
University Computing Co.'s install
ment loan system (UCC ILS) w ith Len 
Fears, v .p./m anager, data center.
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When it comes to increasing 
your bottom line,World Money 

really shows its colors.

For over 50 years, we’ve been making the travelers cheque 
business profitable for our sellers.

Now, were making some changes that will make it even more 
profitable. So if you’re considering a change, you owe it to yourself 
to get the full story. Just call 800-227-3333, or in California call 
collect 415'-622-4620.

World Money comes through where it counts. 
BankAmerica Travelers Cheques.

(EU We’d like to talk to you. Give us a call today.
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A teller can call out search masks and ent

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



The Electronic Journal is here
Automates cash control and eliminates tape printers.

Two new developments in electronic 
banking that expand the capabilities 
of on-line operations are available 
from Bunker Ramo. One is called 
EJP™ (Electronic Journaling Pack
age), a new software system which 
automates cash control for tellers 
while eliminating printed journal 
tapes. The other is a hardware device 
called the Validator™ which auto
mates receipting of transaction docu
ments, with or without EJP.

Both employ the proven minicom
puters and teller terminals of Bunker 
Ramo’s BANK CONTROL SYSTEM 
907* which is now used in over 3,000 
banking offices in the United States 
and abroad.

EJP improves the storage and re
trieval of teller transactions for both 
cash control and customer problem 
reconciliation purposes while reduc
ing drastically the time and effort re
quired for balancing teller and branch 
cash positions. All teller transactions 
are recorded on a local disk storage

unit and are retrievable on the CRT 
screen of the teller terminal in their 
original input format. They can be 
searched by category or individually 
by sequence number, time of day, 
account number, dollar amount, or 
any combination of these search 
parameters. When all is in balance, 
the journal can be “dumped” to the 
mainframe and may also be printed 
locally via an administrative printer.

The Validator is a device for sin
gle-line imprinting on checks, deposit 
slips, and other documents normally 
validated at the teller station. Trans
action documents can be validated 
across their full width with virtually 
no limitation on the number of char
acters. The device accommodates 
multipart documents and is equipped 
with operator keys and control indi
cators which guide the user through 
each validation and allow the unit to 
be shared by two teller positions.

A compact, low-profile unit, the 
Validator contains its own micropro

cessor. In an inquiry/memo post sys
tem, the Validator may be used to 
eliminate the hand validation of docu
ments normally done by a teller. In 
sophisticated cash control systems 
employing EJP, it provides a conve
nient and inexpensive means of re
ceipting hard copy transaction docu
ments for teller and depositor alike.

Both of these innovative elec
tronic developm ents have been  
tested and proven su ccessfu l dur
ing daily banking operations at The 
Arizona Bank in Phoenix. The bank’s 
Vice President and Project Director, 
Roger Schindler, says, “Electronic 
Journaling with Bunker Ramo’s 
single-line Validator is extremely 
beneficial in on-line operations and is 
superior to older journal tape printer 
operations. Search capabilities for 
tellers are enhanced many times 
over, so balancing out is far easier 
than researching paper tapes. Elec
tronic logging with EJP is beneficial 
for audit purposes as well.”

earch criteria for all transactions according to...

Account Number... Dollar Amounts.

To find out how Bunker Ramo’s Elec
tronic Journaling and the single-line Vali
dator can help you reduce costs and in
crease your teller productivity while im
proving customer service, call or write:

BUNKER
RAM O

Bunker Ramo Corporation
Information Systems 
35 Nutmeg Drive 
Trumbull, CT 06609 
(203) 377-4141
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Meet a few o f the somebodies 
who set die standards.

Meet Morrie Haultman, Jenny Spenger, 
Walt Hammond, Art Hanson, Ken Lokken, 
Marcie Borowick, and about 30 other 
sparkling faces. They're from all over. From 
St. Paul, Miami, Portland, Syracuse, 
and about 42 other cities and towns from 
coast to coast.

They are the somebodies who set the 
standards.

You see, no matter how much we talk 
about our products, or promise service

and quality, when it gets right down to it, 
it's the people who make the difference.

It’s people who set the standards.
So, we'd like to publicly thank these 

people who bring something to Deluxe 
each day that we think makes all the 
difference in the world.

Their standards.

W f f  DELUXE
CHECK PRINTERS, INC

SALES HDQTRS ■ P.0. BOX 43399, ST. PAUL, MN. 55164 ■ STRATEGICALLY LOCATED PLANTS FROM COAST TO COAST
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journal and automatic interface to the 
general ledger system allow us to bal
ance to the system  and to general 
ledger quickly. This, of course, has 
freed up our personnel even m ore.”

After using the package for three 
years, BOk continues to expand its 
usage of UCC ILS. The possibility of 
including a line-of-credit program is 
being studied, and similar programs at 
o ther banks have been investigated. 
The bank is considering im plem enting 
the dealer floor-plan system in the near 
future to replace its older floor-plan 
system.

W ith the experience of quite a few 
software package installations behind 
him, Jim Harris says that for Bank of 
Oklahoma, installing a product in a 
“plain vanilla fashion” works best.

“D on’t try to make too many en
hancem ents to a package right at first. 
Use the package for several months; 
becom e fam iliar w ith it, and th en  
begin adding the extras,” he suggests.

“If a D P center tries to customize a 
new package right at the beginning, it’s 
hard to tell if the problem s are with the 
package or with the custom ization. 
And, once you get to know the pack
age, the modifications might be a lot 
easier than you think, or you might 
find that you don’t really need them  
after all.”

Mr. Harris also advises having spe
cific goals the soft-ware product should 
m eet and setting standards to follow 
throughout an installation.

Looking into the future, he plans on 
using UCC ILS for a long time.

“W e have a system that we can live 
with in the years to com e,” Mr. Harris 
says. “ A m ore  ad v an ced  system  
shouldn’t be necessary in the foresee
able future, because UCC ILS offers 
benefits that haven’t been used yet and 
because UCC has consistently main
tained and im proved the product. ” •  •

Custom er Records
(C ontinued fro m  page 42)

have the people to do this kind of a 
manual chore, so we looked outside for 
a reliable source that could do the job 
at a reasonable cost. I don’t believe in 
reinventing the wheel, and we were 
looking for more than just a ‘turnkey 
system ’ that you buy once and walk 
away from. We had to have som ething 
that could be used for ongoing support 
and som ething that can be utilized in 
the future. W e saw all this in the In 
novative Systems p roduct as it was 
presen ted  to us early on .”

Richard A. Ham ilton (I.), v .p., and 
John H. Dorland, e.v.p., both execu
tives in bank operations, Commerce 
Union, Nashville, were instrumental 
in quick in it ia t io n  of bank's  
QUICKSILVER ATM program. It was 
prepared from seven application files 
in just three months, using BANK- 
M ATCH d u p lic a tio n -id e n tif ic a tio n  
software system from Innovative Sys
tems, Pittsburgh.

D re ss-re h e a rsa l’ te s t. A fac to r 
Com m erce Union operations staffers 
considered critical to quick evaluation 
of the BANKMATCH system was I S i’s 
co n cep t of th e  “d ress re h e a rs a l ,’’ 
w here for a fixed fee, actual samples of 
a bank’s application files are processed 
by the software system  being eval
uated. This perm its each institution to 
evaluate software perform ance in the 
exact situation in which it will be used. 
It also enables actual system com ple
tion tim e to be shortened drastically, 
as any problem s that may occur are 
p in p o in te d  d u rin g  th e  “ d re ss- 
rehearsal” process.

CU peop le  responsib le  for eval
uating results of the ISI dress rehearsal 
w ere Bichard D. Carm an, assistant 
v ic e -p re s id e n t, and  R oyce S tu b 
blefield, data services officer. They 
com m ented on the dress rehearsal.

Says Mr. Stubblefield, “ . . . Usu
ally, software packages come in with 
test data included with them , usually 
on a 30-day ‘free’ trial. Hopefully, 
during this 30 days you will have the 
tim e to w rite a conversion program to 
take our files and put them  into a for
mat that will be checkable against the 
software, or you m ust convert it into a 
format of the vendor’s. Then you have 
to start pum ping in hard transactions 
so you can estim ate tim e frames. In 
o ther words, usually you have to pu t 
out a lot of expense just to test a system 
before you can tell if it will fit your 
needs.”

Mr. Carm an adds, “ . . . The ISI 
m ethod is b e tte r in that they run a test 
using data we have selected, data to
tally ours, not test data’ that somebody 
made up. It gives us confidence in 
what the system will do.

“Once we evaluated dress-rehearsal 
results and w ent ahead with the proj
ect, the system installed smoothly, and 
tha t is im portant. ISI people came 
down before, during and after the in
s ta lla tio n . M inor p ro b lem s w ere  
handled over the phone.

“A nother thing that made the sys
tem  go up quickly was that we could 
fine tu n e’ the software to determ ine 
what we would accept as a match. You 
actually can look at the data and see 
what percentage of the data is or is not 
a match, and set your own levels of 
matchability. ”

ATM  Project Result. The Commerce 
Union ATM data-base project officially 
was begun August 15, 1979, and was 
com pleted almost to the day in just 
th ree months. “Custom er acceptance 
of this system has been good and so has 
the system ’s perform ance,” says Mr. 
Lahti.

“Right now ,” Mr. Lahti adds, “We 
ru n  BA N K M A TCH  at least every  
quarter to see what shape our C IF  is 
in, duplication wise, and plan to run it 
at least every six months. I think that if 
you don’t, you can expect to see a 
gradual duplication rate of 2%, 3% or 
4% creep in, and this is unacceptable.

This BANKMATCH software also 
is a big selling point for our data center 
for o ffe ring  C IF  c o n v e rs io n  ca 
pabilities to smaller banks. W ith it, we 
can take each application and bring it 
up on C IF , run BANKMATCH-against 
the files and do automatic combines 
(w ith a n o th e r  IS I package, 
BANKMERGE), in probably a week 
or two. Before, it would take about a 
year to do this same work, because of 
the manual review work needed.

“I think that once a bank gets an 
autom ated C IF, they need to have this 
kind of duplicate elimination capability 
on hand. O therwise, they will have an 
inferior product, w hether it’s an off
line, batch C IF  that generates just re 
ports, or w hether it is an on-line sys
tem like ours. O therwise, you will not 
be able to provide accurate informa
tion on profitability of accounts, and 
you will lose in a lot of different ways. 
At the same tim e a bank makes the 
decision to have a C IF, it should make 
a decision to have a mechanism for 
elim inating duplicates.”

R ichard A. H am ilton, vice pres- 
ident/system s support, adds, “A lot of 
people say they have a data base and 
they don’t. If you really have one, you 
will use a duplicate elimination system 
to m arry your accounts. If you use a 
bad product and make a bad match, 
you are not going to catch the errors 
and you will never recover. Not only 
are you going to be out of money, you 
will be out of customers. ” •  •
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Tight Security—
It's Possible,

Even in a Mini-Branch

TH E N EW  Butler, Tenn., Branch 
of Farm ers State (main office in 
M ountain City, Tenn.) proves once 

again that the most pleasant surprises 
come in small packages. From the ou t
side, the branch has the appearance of 
a small house styled in keeping with 
the homes in the area — broad front 
porch and all.

The first surprise comes as you en ter 
the  lobby. I t ’s b rig h t, cheerfu l, a 
p leasan t place to conduct banking 
business — and a lot more spacious 
than seems possible.

To appreciate the second surprise, 
you have to know som ething about 
bank security. Although it looks open 
and friendly, this facility has a higher 
degree of security than most of the 
thousands of bank branches through
out the country. It was designed that 
way to m eet bank requirem ents by Jim 
Simpson, Mosler sales engineer, and 
Scott O’Neill, a draftsman, under the 
Mosler architectural services program. 
Mosler calls it “space planning.’’ The 
firm describes this service this way, 
“Tell us what space you have, and w e’ll

Three tellers stations line one w a ll of 
brightly decorated customer lobby of Butler 
Branch of Farmers State, Mountain City, 
Tenn. Tellers are protected by b u lle t-  
resistant materials, and at least one m an, 
usually branch mgr., is always present.

recom m end the m ost efficient and 
cost-effective way of using it for bank
ing functions.”

Jack M use, p residen t of Farm ers 
State, convinced his directors in 1978 
to authorize a branch in Butler to get 
the jum p on his com petitors. His first 
thought was to house the branch in a 
trailer as other banks have done in the 
state. That idea was abandoned w hen a 
tra ile r  b ran ch  of a n o th e r  bank  in 
Sevierville was ro b b ed  and te llers  
gunned down w ithout provocation. To 
p ro v id e  m axim um  safety  for e m 
ployees becam e an overriding concern 
— thus, a conventional structure was 
called for.

That was w hen Jim Simpson offered 
M o sle r’s sp ace -p lan n in g  se rv ices. 
“Jack told us what they w anted ,” Mr. 
Simpson says, a high level of security, 
fu ll-se rv ice  cap ab ility  on a s tr ic t  
budget. We then made it into a work
able p lan .”

Bond-Tin Pass-Through. The basic 
design em phasized security by fully 
separating working areas of the bank 
from  th e  c u s to m e r lob b y , u sing  
b u lle t-re s is tan t (BR) m aterials. BR 
glass was installed to pro tec t th ree 
teller stations and the safe deposit box 
service counter. The door leading from 
the lobby to the work area also is bullet 
resistant. This design posed a problem  
in the safe deposit box area: how to 
p ro tec t box re n te rs ’ rights w ithout 
breaching teller security. Jim Simpson 
so lved  th a t d ilem m a n e a tly  by 
modifying a pass-through in terlock 
unit, making it large enough to accept a 
bond tin.

The safe deposit boxes are housed in 
a standard safe made for that purpose, 
and the safe is installed behind the 
teller station in full view of customers. 
The teller uses the custom er’s key to 
o p en  th e  box and  p asses th e  tin  
through the interlock. A coupon booth
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When mistakes 
happen, it’s 
your neck

Why you need our new insurance package
Even in the best-run banks, 
something will 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 liability protection 
without paying for more coverage 
than the actual exposure warrants.

Our directors’ and officers’ liability 
policy protects you individually from 
“ executive malpractice” charges. It 
also covers the bank when the bank 
indemnifies directors 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

Financial Insurance Service, Inc.
1010 Meacham Road • Box 94099 • Sch

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 full 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 for a cost 
proposal. (And ask for our new free 
publication: Risk Management 
Pocket Seminar.)

, Illinois 60194* 312/884-3800
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TOP LEFT: This tellers station serves safe 
deposit box renters and loan customers. 
Privacy is assured by glass-paneled enclo
sure. There is coupon booth a t right inside 
enclosure.

TOP RIGHT: Mosler sales engineer, Jim 
Simpson, demonstrates bond-tin interlock 
pass-through. Note safe deposit boxes be
hind teller.

RIGHT: Large safe doubles as n ig h t-  
depository receiver and vau lt for teller 
drawers and cash storage. Only m inim um  
am ount of currency is kept overnight in 
branch.

was built alongside the window so that 
custom ers can open their bond tins in 
com plete privacy. Also, as the floor 
plan indicates, the space im m ediately 
in front of this teller station is enclosed 
with glass partitions. This was done so 
that the branch manager can discuss 
small loans in private with customers. 
Rem em ber, this is a full-service facil
ity.

N ig h t D e p o s ito r y /V a u lt . T his 
am azing  l i t t le  b ra n c h  also offers 
drive-in and night-depository service. 
To save space and keep costs low, the 
branch  utilizes one large safe as a 
night-depository receiver and “vault,” 
w here tellers’ drawers and cash are 
stored overnight. This is feasible be
cause only sufficient funds for the next 
day’s opening are kept overnight in the

safe. T he b a n k ’s m ain  office, in 
M ountain City, is only 15 miles away 
so that additional cash is available, if 
required , in a short tim e. O f course, 
the branch is fully alarm ed — with a 
M osler C entury 21 system.

If all this w ere not enough, the 
branch includes an em ployees’ lounge 
area com plete with kitchen facilities, 
and in the spacious attic, there  is room 
to store files, records and forms.

Has the branch been a success? Jack 
Muse answ ered that by saying that in 
the first 3V2 months it was open for 
business, “W e picked up 100 accounts, 
and half of our safe deposit boxes al
ready are rented . As a further indica
tion of local interest, we entertained 
1,100 people at our open house.’’

Since Butler, Tenn., has a popula
tion of 850, th a t’s not a bad start at all.

Reprinted with permission o f Mosler 
Safe Co. from the November, 1979, issue of 
“Mpulse.”
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For Specialized Banking 
Services in Mississippi
Call on the regional bank that can do more for you and your customers.

•  Investment 
services

•  Trust 
services

•  International
services

Collection
services
Specialized
Financing

Cash Management 
services

Loan
Participations

Petroleum
Loans

The Correspondent Bank Department of Mississippi’s 
Major Regional Bank.

Barney H. Jacks
S e n io r  V ic e  P r e s id e n t
M a n a g e r

Bill Lloyd
V ic e  P r e s id e n t

Ed Keeton
V ic e  P r e s id e n t

Jim m y L. Walden 
A s s is ta n t  V ic e  P r e s id e n t

Harry Lambdin 
R e g io n a l  O f f ic e r

Ann Lacoste
A d m in is t r a t i v e
A s s is ta n t

Main Office 
Jackson, Mississippi 
Telephone 601/ 354-8076

DEPOSIT 
GUARANTY
NATIONAL BANK Member F.D.I.C.

Grow with Us
Jackson •  Centreville •  Greenville •  Greenwood 
Hattiesburg •  Inverness •  McComb •  Monticello 
Natchez •  Newhebron « Petal •  and offices in Clinton and Pearl.

V
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Operational Ideas for Banks
'Pickproof' Lock System 

For Security Bags
D escribed by its m anufacturer — 

H alsted C o rp ., Jersey City, N. J. —  as 
v irtually  pickproof, the  new  Halco 
12M® locking system  offers 12,000 
different key com binations and 400 
m a s te r-k e y  se r ie s , a ssu rin g  n o n 
duplication in a bank’s area. Halsted 
says the system provides utm ost secu
rity against internal theft, and dupli
cate keys are available only through 
Halsted.

According to Halsted, the system 
combines “pop-up” and “swing-away” 
features to provide easy access to the 
zipper slider. The Halco 12M® system 
allows the bag to be locked with or 
w ithout the key, yet its “key control” 
prevents the bag from being locked 
accidentally when the lock is in the 
180-d e g re e  p o sitio n . All H a ls te d  
locking systems can be ordered keyed 
alike, keyed alike in groups, keyed 
differently and m aster keyed.

W rite: Halsted Corp., 78 Halladay 
St., Jersey City, NJ 07304.

Voice-Response System 
Offered to Banks

W ith W avetek Data Com m unica
tions of San D iego’s new ADC2000 
general-purpose audio/data com m uni
cations processor, the user can en ter 
data in or make an inquiry of his data 
base from a conventional Touch-Tone 
telephone, no m atter w here he is, and 
receive voice response, visual display 
or hard-copy output. The ADC2000 
has a capacity of up to 256 telephone 
lines.

According to its m anufacturer, the 
ADC2000 is ideally suited for applica
tions w here a data base is accessed by a 
large num ber of calls per day from a 
large num ber of term inals and where 
the response to an inquiry or entry is 
short and straightforward.

For banks, the ADC2000 provides 
voice response in a num ber of applica
tions. Tellers can use it to clear checks 
verbally. It also can be the heart of a 
telephone bill-paying system.

The ADC2000 is a m odular system, 
consisting of an ADC 1700 control unit 
and from one to eight ADC 1500 term i
nal controllers. This design lets the 
u se r  p u t th e  te rm in a l c o n tro lle rs  
w here calls originate, while the control 
unit can stay at the central com puter 
site.

W rite: W avetek Data Com m unica
tions, 9045 Balboa Ave., San Diego, 
CA 92123.

New Transport System 
For Commercial Drive-Ups

Drive-up windows at many banks 
are overtaxed because growing num 
bers of com m ercial custom ers are 
transacting their business from their 
cars. To rem edy this situation, LeFeb- 
ure, Cedar Rapids, la ., has developed 
a heavy-du ty  tran sp o rt system  d e 
signed to carry 30-pound loads of coin 
and currency betw een a drive-up kiosk 
and a teller term inal. It is called Au
tomatic Transport System (ATS).

Although the kiosks somewhat re 
sem ble those used for noncom m er
cial transactions, they  are different 
mechanically. A large-capacity captive 
carrier is driven electrically on a dual 
track. A commercial custom er simply

drives up to the kiosk, places transac
tion material in the open carrier and 
presses a “send” button. The sliding 
sleeve over the carrier closes auto
matically, and the carrier itself closes 
and moves along the track to the teller 
term inal.

At the te lle r station, the carrier 
slows to a stop, and the counter-top 
term inal door and carrier door open 
autom atically. Tellers can tu rn  the 
power on or off and send or recall the 
carrier as needed.

A counter-top  sound system pro 
vides clear two-way communication. A 
teller call button on each kiosk pro
vides additional convenience.

W hen the carrier is not p resen t, 
each term inal is closed and locked, 
preventing foreign items from drop
ping into the tunnels. If a hand or 
tran sac tio n  m a te ria l p re v e n ts  th e  
closing of the carrier, the door reopens 
au to m a tica lly , and  a “ c a rr ie r -  
obstructed” light operates at the teller 
te rm in a l. O nce th e  o b stru c tio n  is 
cleared, the system is reactivated by 
pressing the “send” button.

W rite: L eFebure, Cedar Rapids, IA 
52406.

Remote-Item Processing 
Is Offered to Banks

R e m o te -ite m  p ro c e ss in g  (RIP) 
capabilities are offered banks by ADP 
B ank ing  S e rv ices , C lifto n , N. J ., 
th ro u g h  new  g en era tio n s  of m in i
c o m p u te rs  and  d is tr ib u tiv e  p ro o f 
equipm ent. These system s perform  
the prelim inary processing of item s 
while A D P’s com puters do the rest.

D istributive proof equipm ent, ac
cording to ADP, offers a bank on-site 
capability of cassette or disc capture of 
all data needed  to update m aster files 
on A D P’s host com pu ter. Because 
transactions are sent via high-speed 
te le p h o n e  tra n sm iss io n , a b a n k ’s 
docum ents never leave the prem ises. 
Most transactions are handled  only 
once — distributive proof equipm ent 
autom ates o ther departm en t proce
du res , inc lud ing  m icrofilm ing and 
cash-letter preparation. M anagem ent 
reports are p rin ted  on prem ises, avail
able first thing in the morning.

W rite ADP Banking Services, 405 
Route 3, Clifton, NJ 07013.
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Wèst Coast items, 
think Bank of America

You have probably noticed that 
Bank of America items can add up to a 
big part of your California cash letters. 
Often as much as 3 5%. So when you 
clear those items with us, you can get 
a lot more same-day availability. And 
a lot less float.

Of course, we handle your “mixed 
sort” items, too. Our new Data Centers 
in Los Angeles and San Francisco 
process both kinds of cash letters fast 
and efficiently.

And should you need foreign items 
cleared, we can take care of that as 
well. It’s all part of the complete pack
age of correspondent services we offer.

So think Bank of America. We 
think you’ll be glad you did.

In San Francisco, call (415) 
622-6909. In Los Angeles, call (2131 
633-3288.

BAN K o f  AM E Ri CA U l
Correspondent Banking Services
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O perational Ideas 

For Banks

Electronic Phone System 
Designed for Small Banks

An electronic phone system that lets 
small banks enjoy the most advanced 
communications features has been an
nounced by Executone, Inc., Long Is
land City, N. Y. Called Equity® , it 
can serve an organization with as few as 
four p h o n es . E v ery  p h o n e  in th e  
E quity  system  has its own built-in  
com puter with an electronic memory.

F eatu res include d istinctive-tone 
ringing, which tells w hether an in
coming call is from inside or outside 
the bank; autom atic-button  resto ra
tion, which helps prevent accidental 
disconnection of calls on hold, and 
voice announcem ent, a feature that 
allows a person to reach any phone in

the system, even if the person being 
called is on another call. Equity also 
provides C. O. line restriction, which 
reduces unauthorized phone use by 
denying certain phones the ability to 
make outside calls. There also is music 
on hold so that people waiting on hold 
will know they’re not disconnected.

The basic Equity system can provide 
up to six outside lines, bu t it s been 
engineered to handle up to 60 phones, 
of which 20 can be full-service phones 
for those who need to make and re
ceive outside calls. The rem ainder can 
be intercom -only stations.

W rite : E x e c u to n e , In c .,  29-10 
Thom son A ve., Long Island  C ity, 
N. Y. 11101.

New Facsimile Receiver 
Helps Info Exchange

A new  com pact facsim ile tra n s 
ceiver, called Omnifax, has a package 
of features designed to enhance infor
m ation exchange among banks, ac
cording to its m anufacturer, Telauto
graph Corp., Los Angeles.

T im e-sen sitiv e  m a te ria l such as 
credit information, loan applications, 
signature verification, money transfers 
and  se c u r ity  tra n sa c tio n s  can be 
transm itted across town or across the 
c o u n try , a c ted  on and  re su lts  r e 
tu rn e d , w ithou t mail delays, m es
senger expense or verbal m isunder
standings.

W ith CCITT Group 2 and FM com-

DOCUMENT PROCESSING EQUIPMENT

Qualified “ Systems Distributors”  in all States with experi
enced personnel to directly assist you work out the most 
efficient system for:
Document Processing • Bulk Filing • Check Safekeeping
Call or write for a “ No O bligation”  evaluation.

Compare quality. Compare costs.
You'll pick the processor line!

^ S ig r n

associates
Stackmasten® 
modular shelving 
units for document 
re ten tion /bu lk  
filing .

3 6375 N. PROMWAY,
NORTH CANTON, OH 44720 
(216) 499-1102

•  Transports 
accommodate 
m ultiple processor 
line trays . . . available 
in a wide variety of 
models and capacities.

•  Molded trays for wide range 
of media . . . are se lf
stacking, offer multi-pocket 
sorting flex ib ility . Optional 
covers.

The
Processor 

Line

•  9324L Cover is equipped 
with a sturdy lock. Cover 
is removable allowing 
processing w ithout 
removing contents.
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Security products 
wherever they’re needed.

W hether custom-guarding the original 
Declaration of Independence in Washington, DC, 

safeguarding the gold in Ft. Knox or protecting 
valuables in a safe deposit box in Topeka, Mosler stands 

for excellence 
everywhere. All 
because the quality of 

Mosler products 
stems from the 

quality of its people-an 
advantage our customers can’t get 

from any other security company.
Put The Mosler Advantage to work for you. Start with 

a copy of our “Scope of Mosler” and “Service” brochures by writing 
Mosler, Dept. S-80, 1561 Grand Blvd., Hamilton, Ohio.

The Mosler
Advantage:

Service people 
wherever you are.

It’s a fact that you’ll find Mosler service people in 
places you won’t find anyone else. You’ll also find that 

Mosler people understand that getting to you “as soon 
as we can” just isn’t soon enough.

T hat’s why last year alone, Mosler service people 
drove more than 20,000,000 miles in their custom- 

equipped vans to keep all kinds of security and 
transaction products in operation. Twenty-four hours 
a day. Seven days a week. Even in Alaska.

Another fact. Mosler service people spend up to 
20% of their careers staying up-to-date with current 
technology. So they come to you trained to do the 

job right. Usually the first time. A nd always at 
prices you can live with.

Quality People. Quality Products.
Mosler
An American-Standard Company

Hamilton, Ohio 45012
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patibility, Omnifax is said to be ideal 
w hether starting or adding to a fax 
network. I t’s a totally autom atic send- 
and-receive m achine with speed selec
tions of one to six m inutes to m eet time 
and  re so lu tio n  re q u ire m e n ts . The 
stack feed perm its transmission of up 
to 50 docum ents of varying lengths 
w ith o u t o p e ra to r  a tte n d a n c e , and  
copies received are cut to size of origi
nal, ready for im m ediate distribution.

W rite: Telautograph C orp ., 8700 
B ellanca  A ve ., Los A n g eles , CA 
90045.

Non-Jamming Feature 
In Microfilm Destroyer
Microfilm and microfiche can be de

stroyed on a continuous basis through 
use of the Model 700 Disintegrator, 
m anufactured by Security Engineered 
M achinery Co., W estboro, Mass. This 
firm says the filing-cabinet-sized unit 
will destroy all types of film without 
jam m ing, and destruction is com plete 
since both microfilm and microfiche 
are tu rned  into micro-confetti.

In addition, the Model 700 can be 
used for the com plete destruction of 
confidential and classified papers.

It has a built-in  vacuum  system , 
which automatically collects and com
pacts m aterial after it is destroyed. 
This eliminates the disposal problem  
created  by office shredders.

W rite: Security  E n g in eered  M a
ch inery  C o., In c ., 5 W alkup D r., 
W estboro, MA 01581.

Point-to-Point Delivery 
With New Track System

A system that will free tellers, sec
retaries and other bank personnel from 
the costly and annoying task of m es
senger duty has been introduced by 
Diebold, Inc., Canton, O. The new 
D iebold Shuttletrack®  is designed for 
po in t-to -poin t delivery of m aterials 
ranging from teller cash trays to com
pu ter printouts.

The Shuttletrack travels on vertical 
and/or horizontal track. A unique fea
ture, says Diebold, is the Shuttletrack 
Leveload®  container, which is d e 
signed to stay level regardless of track 
configuration. Thus, there  are no tilt
ing, spilling or mixing up of contents. 
According to Diebold, Leveload d e
sign perm its simplified loading: No 
special packing materials or instruc
tions are need ed  because contents 
undergo no change in position during 
travel.

The Shuttletrack container is trans
ported  by a self-propelled electrically 
pow ered car at an average speed of 120 
feet per m inute. A full-length lid af
fords full access to the container inte-

SEMINAR & WORKSHOP
on

AIRCRAFT FINANCING
April 21-22 Oklahoma City

Learn all phases of aircraft financing 
through seminars and workshops on:

DOCUMENTATION MARKETING REPOSSESSION
INSURANCE APPRAISALS LEGALITIES
INTERNATIONAL FINANCING TOUR FAA FACILITIES

A tten dan ce restricted  to  financia l in stitu tio n s and lea sin g  com p an ies.

Speakers will include such experts as:
Paul Erdman: Author or “The Crash of ’7 9 ”
Ed Stim pson: President, General Aviation

Manufacturers Association
Allan Thom as: Former President, Aircraft Finance Association  
J o h n  J. Ford, III: International Legal Authority 
J o se p h  T. Brennan: FAA Aeronautical Center Counsel

For Information:
Insured Aircraft Title Service (800) 654-4882
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PROFIT 
BY OUR
p r o fes s io n a lis m :
^SERVICE  
[^COMPENSATION 
^TRAINING  
ST STABILITY
Stuyvesant Life 
Insurance Company
Providing sound Credit Related Insurance Programs For The 
Banking Community And A Full Line Of Individual Insurance 
Products To Meet The Needs Of The ’8 0 ’s.

W --------------------------------------------------DETACH AND MAIL
■

Stuyvesant Life From___
Name

Address

C ity, State, Z ip

Insurance Company
1105 Hamilton Street 
Allentown, PA 18101

(215) 437-8500

Please c a ll_________________
I am interested in how to become an □ Agent □ General Agent.
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Two NEW D irector  A ids

INVESTMENT G UID E
$ 2 2 * 0 0  per copy

CONTRACTS
With Bank Executives

$7.00 per co p y

INVESTMENT GUIDE
In this 192-page manual, the author 

discusses the merits of directors paying 
closer attention to the investment policies 
of their bank.

It is normal, says the author, for 
the board to more closely scrutinize loan 
transactions since these occur more 
frequently and represent the bank's 
primary earning power.

Yet poorly thought out and executed 
investment policies often can place a 
bank's capital in jeopardy, particularly 
when the bank is forced to liquidate in
vestments during a period of rapidly ris
ing interest rates. The alternative, of 
course, is to "ride out" such periods, 
making few if any new loans in the com
munity.

Should the board "intrude" upon the 
management perogatives of the CEO in 
the administration of the investment 
portfolio? Not at all, says the author. 
However, a written policy, carefully 
structured around the bank's deposit 
structure and loan demand, can be com
forting during rising (or falling) interest 
rates. This becomes increasingly evident, 
says the author, when such a policy not 
only is followed but is carefully "fine 
tuned" as liquidity and investment yields 
are related to economic swings.

As an aid to management and the 
board in reviewing present investment 
policies — and perhaps establishing more 
formal guidelines — the author presents 
numerous investment and portfolio man
agement policy statements presently in 
use by recognized well-run banks.

Also presented: a bibliography of tend for periods of five years and, be-
recommended reading on the subject, cause of this, contracts call for careful 
plus excerpts from the Comptroller's construction.
manual on regulations and rulings in re- This manual discusses the role of the 
gard to bank investments. These inter- bank board's Compensation Committee 
pretations (also valuable to state banks), in determining the nature of such con- 
while available elsewhere, are placed to- tracts. The author suggests strongly that 
gether in this same volume for handy ref- "performance" of the executive can and 
erence by the director as he peruses the should be the key in rewarding the ex
intricacies of bank investment policies, ecutive. Charts and worksheets are in

cluded to help the committee arrive at a 
Q U A NTITY  PRICES reasonable contract that includes fair and

2-4 copies.............................. $20.00 each equitable "perquisites" as motivating fac-
5-7 copies..............................$19.00 each tors for the bank executive.
8-10 copies.............................. $18.00 each The manual will help any board com

mittee presently writing an executive con- 
tract or in reviewing existing contracts.

CONTRACTS
In many banks, salaries, bonuses and Q U A N TITY  PRICES

fringe benefits of top executives (particu- 2-4 copies...................................$6.50 each
larly those of the Chief Executive) are 5-7 copies...................................$6.25 each
covered by contract. Many contracts ex- 8-10 copies...................................$6.00 each

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

_____  copies, INVESTMENT GUIDE $ -----------------------------------------
_____  copies, CONTRACTS $-----------------------------------------

TOTAL ENCLOSED $ ----------------------------------------

Nam e------------------------------------------------------—T itle ---------------------------------
Bank-----------------------------------------------------------------------------—— — -------------
Street--------------------------------------------------------------------------- --------------------------
City, State, Zip---------------------------------------------------------------------- ----------------

(Please send check with order. In Missouri, add 4.6% tax)
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rior and is secured with a snap latch. A 
key lock is available optionally.

Control panels consist of send and 
re tu rn  b u tto n s  and  on/off sw itch . 
W hen the container is dispatched, “in 
transit” and “in use” lights are dis
played at the send and receive stations. 
The “in use” light stays on until the 
container is opened , unloaded  and 
closed. As an added safety feature, the 
container cannot be dispatched with 
the lid open.

W rite: Diebold, Inc., D ept. E-79, 
Canton, OH 44711.

Motor Drive-Up Plan 
Featured in Brochure

The new motor branch of Cattle Na
tional, Seward, N eb., is highlighted in 
a brochure offered by M osler Safe C o., 
Ham ilton, O.

M osler’s facilities planning depart-

m ent prepared  proposal drawings for 
the bank, showing a functional and ef
ficient plan for its new branch — at the 
low est possib le  cost, accord ing  to 
Mosler. The firm adds that Cattle Na
tional s m anagem ent, when comparing 
the proposal drawing with the actual 
structure, was im pressed with these 
ideas.

For a free copy of the brochure, 
write: M osler, D ept. PR-181, 1561 
G rand Blvd., Hamilton, OH 45012.

Mini-Safe Protects Film, 
Other Records From Fire

A m ini-safe d esigned  to p ro te c t 
com puter m agnetic media, film and 
paper records from fire, hum idity and 
vandalism  is offered by B urroughs 
C o rp .’s B usiness Form s D iv ision , 
R ochester, N. Y. Called the  B/Max 
m edia safe, it has passed U nderw riters’ 
F aborato ries tests for a Class 150, 
one-hour record container. Tests in
cluded endurance against fire, heat, 
dropping and expansion.

According to Burroughs, the safe 
also is designed to protect media from 
d es tru c tio n  by m agnetic force. Its 
single-wall construction is said to pro
vide high interior capacity and com
pact exterior design. Its compact size 
allows for storage of mini/micro com
p u te r media at point of use. In terior 
arrangem ents are configured to m eet 
in d iv id u a l n eed s . A key -chang ing  
com bination lock provides added secu
rity.

W rite: Burroughs Business Forms 
D iv is io n , 1150 U n iv e rs ity  A ve., 
Rochester, NY 14607.

My bank customers 
don’t want pat 
answers. They want 
creative, workable 
solutions.”
Charlie Myatt. V.P. 
Correspondent Bank Division

FIR ST
T E N N E S S E E

B A N K
N A C H A TTA N O O G A

1-800-572-7392 (inTN ) 
1-800-251-6461 (oatsideTN)
R R e g is te re d  S e rv ic e  M lark o w n e d  a nd  lic e n s e d  
F irs t T e n n e sse e  N a 'k n a l  C o rp o ra tio n . M e m b e r  =DIIC
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HARRIS
BANK.

Consolidated Statement of Condition
ASSETS December 31,1979
Cash and Due from Banks................................................ $1,334,661,403
Interest-Bearing Deposits at Banks................................ 446,479,978
Investment Securities:

U.S. Treasury Securities.............................................. 489,103,404
State and Municipal Securities.................................... 325,652,293
Other Securities...........................................................  120,060,836

Total Investment Securities...................................... 934,816,533
Trading Account Securities.............................................. 253,930,712
Federal Funds Sold and Securities Purchased

under Agreement to Resell.......................................... 307,691,195
Loans, Net of Unearned Income...................................... 3,241,836,678
Allowance for Possible Loan Losses................................ (27,319,615)
Direct Lease Financing...................................................  61,818,377
Bank Premises and Equipment........................................ 87,766,452
Customers’ Liability on Acceptances.............................. 265,324,902
Other Assets.....................................................................  126,925,618

Total Assets.............................................................. $7,033,932,233

LIABILITIES
Demand Deposits............................................................ $1,681,681,882
Savings Deposits and Certificates.................................... 833,068,573
Other Time Deposits.......................................................  1,234,444,453
Deposits in Foreign Offices.............................................. 1,180,183,138

Total Deposits.............................................................  4,929,378,046
Federal Funds Purchased and Other Short-

Term Borrowings.........................................................  1,266,547,261
Acceptances Outstanding................................................ 265,324,902
Accrued Interest, Taxes and Other Expenses.................. 103,499,990
Other Liabilities...............................................................  130,847,941

Total Liabilities.......................................................  6,695,598,140

STOCKHOLDER’S EQUITY
Capital Stock ($16 Par Value) Authorized, and

Outstanding 3,137,815 Shares.................................... 50,205,040
Surplus............................................................................  155,439,760
Surplus Arising from Assumption of Convertible

Capital Notes by Parent Company.............................. 2,540,100
Undivided Profits.............................................................  130,149,193

Total Stockholder’s Equity........................................ 338,334,093
Total Liabilities and Stockholder’s Equity.................$7,033,932,233

DIRECTORS
CHARLES M. BLISS
President and Chief Executive Officer
STANLEY G. HARRIS, JR.
Chairman of the Board
ANGELO R. ARENA
President and Chief Executive Officer
Marshall Field & Company
JOHN W. BAIRD
President
Baird & Warner, Inc.
JAMES W. BUTTON 
Retired Senior Executive Vice 
President—Merchandising 
Sears, Roebuck and Co.
O. C. DAVIS 
Chairman of the Board 
Peoples Energy Corporation 
KENTW. DUNCAN 
Executive Vice President 
SAMUELS. GREELEY 
Chairman
Masonite Corporation 
HUNTINGTON HARRIS 
Trustee
Estate of Norman W. Harris 
DONALD P. KELLY 
President,
Chief Executive Officer 
Esmark, Inc.
JOSEPH B. LANTERMAN 
Former Chairman 
AMSTED Industries Incorporated 
CHARLES MARSHALL
President,
Chief Executive Officer 
Illinois Bell Telephone Company 
ARCHIE R. McCARDELL 
Chairman of the Board and 
Chief Executive Officer 
International Harvester Company 
ARTHUR C. NIELSEN, JR.
Chairman of the Board
A. C. Nielsen Company 
FRANK C.OSMENT 
Executive Vice President 
and Director
Standard Oil Company (Indiana) 
MARY PETRIE
Treasurer
The University of Chicago 
THEODORE H. ROBERTS 
Executive Vice President 
JOHN J. SCHMIDT 
President
Sante Fe Industries, Inc.
DANIEL C. SEARLE 
Chairman of the Board 
G. D. Searle & Co.
JOHN W. SIMMONS 
Chairman, President and 
Chief Executive Officer 
Morton-Norwich Products, Inc.
B. KENNETH WEST 
Executive Vice President 
EDWARD J. WILLIAMS
Chairman and Chief Executive Officer 
McGraw-Edison Company

As of December 31,1979, standby letters of credit amounted to $241,454,012.
Harris Trust and Savings Bank
Wholly owned subsidiary of HARRIS BANKCORP, Inc.
MAIN BANKING PREMISES: 111 West Monroe Street, Chicago, Illinois 60603 
BANKING FACILITIES: 311 West Monroe Street, Chicago, Illinois 60606 

Board of Trade Building, Chicago, Illinois 60604 
INVESTMENT DEPARTMENT REPRESENTATIVE OFFICES: New York; St. Louis 
TRUST DEPARTMENT REPRESENTATIVE OFFICE: Scottsdale, Arizona 
INVESTMENT ADVISORY REPRESENTATIVE OFFICE: West Palm Beach, Florida 
INTERNATIONAL OFFICES: London; Mexico City; Nassau; Paris; Säo Paulo; Singapore; Tokyo
O R G AN IZED  AS N. W. H ARR IS & CO., 1882 •  M EM BER  FEDERAL D EPO SIT IN SU RAN C E C O R PO R ATIO N, FEDERAL RESERVE SYSTEM 
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From the Boardroom

Yeo Leaves First Chicago; 
McDonough Is Successor

CHICAGO — Edwin H. Yeo III, 
asset and liability m anagem ent com 
m itte e  ch a irm an  of F irs t C hicago 
C orp., has resigned to becom e senior 
financial adviser to the city of Chicago. 
William J. M cDonough succeeds Mr. 
Yeo and becomes the H C ’s chief finan
cial officer.

Mr. M cDonough had been execu
tive vice president/w orldw ide banking 
d e p a rtm e n t head. Succeeding  Mr. 
M cDonough will be James A. Cassin, 
w ho had  b e e n  e x ecu tiv e  v ice 
p resid en t/p erso n a l banking d e p a rt
m ent head. Robert D. Richley, senior 
vice president and Mr. Cassin’s dep
uty, becam e head of personal banking.

M essrs. M cD onough and Cassin 
jo iired  th e  bank  in 1967 and  M r. 
Richley joined it in 1975.

Kimbrel, Former ABA Head, 
Retires From Atlanta Fed

ATLANTA — M onroe K im brel, 
president of the Federal Reserve here 
for m ore than 12 years, will re tire  
March 31. He was ARA president in 
1962.

M r. K im brel was elec ted  to the 
nine-m an board of the Atlanta Fed in 
1960. In 1965, the bank asked him to 
join its official staff as senior vice presi
den t. T hat sam e year, he was ap 
pointed to the second-ranking post of 
first vice president. In 1968, he ad
vanced to the presidency.

Before joining the Fed, Mr. Kim
brel was with the Farm C redit Admin
istration in Columbia, S. C ., and was 
chairm an, F irst National, Thomson,

and Bank of Fort Valley, both in his 
native Georgia.

Mr. Kimbrel will take up perm anent 
residence in Thomson, w here he will 
devote considerable tim e to his firm, 
Thomson Oak Flooring Co.

Springfield, Stephenson 
Named VPs in Nat'l Div 
At First Tennessee Bank

SPRINGFIELD STEPHENSON

M E M P H IS  — F irs t  T e n n e sse e  
Bank has appointed Dan Springfield 
and Tom Stephenson vice presidents/ 
national accounts officers in its national 
division. Mr. Springfield, who joined 
the bank in 1979, handles accounts on 
the East Coast. Mr. Stephenson, who 
has been with the bank for seven years, 
travels in Texas, Missouri and the west 
territory.

A lso, F irs t T e n n e sse e  N ational 
C orp . and  th e  bank  nam ed  Steve 
Doyle and Ken Glass executive vice 
p re s id en ts . M r. D oyle was a vice 
president/m anager of the H C ’s com 
m unity bank group. Dan G reer, a bank 
execu tive vice p re s id e n t/c o rp o ra te  
c re d it  a d m in is tra to r , was n am ed  
executive vice president of the HC.

New senior vice presidents are Jim 
R iggan, Bob Beck, Joe H ard esty , 
Steve R itchie, Tom Fow ler, P ru itt 
Fu lm er, G lenn Hodges, H erb  H il
liard, Troy Barron, Joe Davis, Frank 
Bloom, Kelton Morris, George Robin
son, Ralph Kelly, Ron Rainey and 
William Goodman.

Also, W alter L. W alker, president of 
LeM oyne-O w en College, has been  
nam ed a director of F irst Tennessee 
Bank.

“Flexibility?
We’re your best 
source for help 
from import/export 
financing to crop 
production loans.”
Al Montgomery, V-P. 
Correspondent; Bank Division

I®

FIR ST
T E N N E S S E E

B A N K
N.A. M E M P H IS

1-800-582-6201 (inTN ) 
1-800-238-7303 (outside TN)
(» R e g is te re d  S e rv ic e  M a rk  o w n e d  a n d  lic e n s e d  b y  
F irs t  T e n n e s s e e  N a tio n a l C o rp o ra t io n . M e m b e r  FD IC .
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Two giant steps for Mercantile Momentum.

We at Mercantile take extreme pride in announcing the election 
of two outstanding individuals to top management positions within 
our organization.

The Board of Directors has elected George L.Clark President and 
Director of Mercantile Bank. And Chairman of the Executive Committee, 
James B. Gardner, has been elected Vice Chairman of the Board.

Mr. Gardner has been with Mercantile since 1955, and Mr. Clark 
joined the bank in 1975.

We recognize and welcome the experience, insight and quality 
leadership each of these men brings to Mercantile’s management team. 
And look forward to their participation in strengthening Mercantile 
Momentum even further as we enter into the 1980’s.

H  M e r c a n t i l e
Mercantile National Bank at Dallas P.O. Box 225415, Dallas, Texas 75265 (214) 698-6000 

Member Mercantile Texas Corporation Member FDIC
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Will Kelly, V.P,
Correspondent Bank Division

‘Strong loan 
demand? We 
have significant 
capability 
for overline 
purchases.”

0 '

%  •?

® R e g is te re d  S e rv ic e  M a rk  o w n e d  a n d  l ic e n s e d  b y  
F «rst T e n n e sse e  N a t io n a l C o rp o ra tio n . M e m b e r  = D IC .

Robert E. A ldridge  has joined First National, Louisville, as senior 
vice president/correspondent banking head. He goes to the bank 
from F irst American National, Nashville, w here he was corre
spondent banking division head.

Keith A. W iegand  has been nam ed correspondent banking de
partm ent head at Fourth  National, Tulsa. He had been  a vice 
president/com m ercial loan departm ent. Prior to joining the bank in 
1975, Mr. W iegand was a senior bank exam iner with the FD IC .

1-800-582-6201 (in TN) 
1-800-238-7303 (outside TN)

SCOTT KEMPER TESTERMAN

Rufus Crosby Kemper III  has been prom oted to vice president, 
U nited Missouri, Kansas City. He had been an assistant vice presi
dent and will remain in the bank’s commercial division. Mr. K em per 
joined the bank in 1977.

Larry Testerman  was prom oted to vice president/m arketing at 
Liberty National, Oklahoma City. New assistant vice presidents are 
Terry V. Anderson, correspondent banking departm ent; Donna 
Finley, corporate planning; Linda Moore, marketing, and C. Dale 
W ythe, auditing.

ASMANN WIEGAND ALDRIDGE ANDRESS

Robert W. Asm ann, executive vice president, Fourth  National, 
Wichita, will head the banking division and be responsible for corre
spondent banking, credit cards, custom er services, debit cards, m ar
keting and product developm ent and planning. The operations divi
sion, formerly headed by Mr. Asmann, will now be d irected by 
Leland F. Cox, senior vice president/controller.

James C. Andress, senior vice president, F irst National, Mobile, 
has retired. He joined the bank in 1934 and was elected senior vice 
president/correspondent banking departm ent manager in 1974.

David L. Scott, assistant vice president, has joined the corre
spondent bank division of Com m erce Bank, Kansas City. He will be 
responsible for servicing correspondent banks in Oklahoma, Texas, 
Colorado and New Mexico. He joined the bank 16 years ago.

FIR ST
N N E S S E E

B A N K
NJ.A. M E M P H IS

MID-CONTINENT BANKER for March, 1980 71

* »
I--

---
Ti

nt
in

ni
 t

t.g
.j

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



By jo in ing  h an d s  w e can do a lot be tte r for our 
custom ers an d  ourselves.

N ational B oulevard  can h e lp  augm en t 
you r b ank ing  opera tions, ex p an d in g  the  scope 
of ex isting  serv ices and  im p lem en tin g  new  
ones for y o u r re sp o n d en t custom ers.

O ur “O ne-O n-O ne” co rresp o n d en t b an k 
ing pro fessional w orks closely  w ith  h is  co u n 

te rp art at you r bank. H is job: to coo rd inate  
financ ia l resources, facilities an d  capab ilities  
for m ax im um  benefit.

A t N ational B oulevard  th e re ’s on ly  one 
w ay— the O ne-O n-O ne w ay— for us to w ork 
together. A nd  w h en  w e do, w e m ake a com bi
n a tio n  th a t’s p rac tica lly  irresistib le— and  
h ig h ly  profitable.

NATIONAL BOULEVARD BANK OF CHICAGO
The bank for the New Downtown

400-410 N. MICHIGAN AVENUE, CHICAGO, ILLINOIS 60611 • ONE ILLINOIS CENTER, CHICAGO, ILLINOIS 60601 • (312) 836-6500
MEMBER FDIC
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Four Officers Promoted;
Three Directors Elected 
At Third National

N A SH V IL L E  — T h ird  N ational 
Corp. elected th ree new directors — 
W alte r M. R obinson J r ., John  E. 
Southwood and J. G. DeLacey.

Mr. Robinson is p residen t, NLT 
C orp ., a N ashville-based insurance 
holding company; Mr. Southwood is 
p resident, Third National Corp., and 
vice chairm an of its lead bank, Third 
National, and Mr. D eLacey is vice 
chairman of both the corporation and 
the bank.

M essrs. Southwood and DeLacey 
joined the bank in 1952 and 1977, re 
spectively.

Also, Paula G. Keen was prom oted 
to vice president/tax m anager and S. 
Ebe M orehead was prom oted to vice 
president/general auditor at Third Na
tional Corp. New bank vice presidents 
are David L. Dixon and William B. 
D u n lo p . M iss K een  and  M r. 
M orehead joined the HC in 1977 and 
1974, respectively. Messrs. Dixon and 
Dunlop jo ined the bank in 1969 and 
1970, respectively.

ROBINSON SOUTHWOOD

SCHMIDT DeLACEY

New Senior Vice President
At Republic Nat'l, Dallas
DALLAS — Republic National has 

prom oted Keith A. Schmidt to senior 
vice p re s id en t/c red it division m an
ager.

New vice presidents are David L. 
Baldwin, D eane E. Planeaux and John

H. Barr, trust officer. New assistant 
vice presidents are William P. Allen 
Jr., Jamie E. Jennings and John O. 
Neal Jr.

N ew  tru s t  o fficers are  E . L ee 
Gamble and Curtis W. Page.

Three Employees Promoted 
At First Okla. Bancorp.

NELSON

OKLAHOMA CITY — Charles E. 
Nelson, executive vice president, First 
Oklahoma Bancorp., has been elected 
a director. In addition, John R. Preston 
will serve as board secretary; Barry J. 
Sobral, vice president and Rodney L. 
Steeves, assistant vice president.

Mr. Nelson joined the HC in 1978 
and has served as president of First 
Data M anagem ent Corp. and is re 
sp o n sib le  for all n o n b an k in g  su b 
sidiaries of the HC. Messrs. Preston 
and Steeves joined the bank in 1977 
and 1974, respectively.

Three Receive Promotions 
At Mercantile Trust

ST. LOUIS — M ercantile Trust has 
prom oted Patrick R. Costello to assist
ant vice president, Sharon S. Vinson to 
assistant trust officer and Keith C. Neu 
to assistant trust officer/assistant secre
tary.

Mr. Costello goes to the bank from 
Nationwide Financial Services Corp., 
w here he was a product manager. Mrs. 
Vinson joined the bank in 1978 and 
Mr. Neu joined it in 1957.

New Central Bancshares Trust Head

B IR M IN G H A M  — C h arle s  S. 
N o rth e n  I I I  has jo in e d  C e n tra l 
B ancshares of th e  S outh , In c ., as 
sen ior vice p re s id en t/tru s t division 
head. He goes to the HC from First 
Alabama, w here he was trust depart
m ent head. He en te red  banking in 
1960 at Birmingham T rust National 
and joined F irst Alabama in 1964.

H is re s p o n s ib ili t ie s  at C e n tra l 
Bancshares will include managing the 
personal trust and em ployee benefit 
plan areas and o ther tru s t division 
areas.

PfÜlKl

Corresponden 
banking at 
First Tenness

a service Ieivel 
second to none.”
Newt Raff, V.P.
Correspondent Bank Division

f  i r  e rr
T E N N E S S E E

B A N K
N.A.. CHATTANIOOGA

1-800-572-7392 (in TN) 
1-800-251-6461 (outside TN)
« R e g is te re d  S e rv ic e  M a rk  o w n e d  a n d  lic e n s e d  by  
F irs t T e n n e sse e  N avom al C o rp o ra t io n . M e m b e r  F D IC
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Foy Named VP at Nat'l Blvd.; 
Schroeder Elected Director

SCHROEDER FOY

CHICAGO —  Richard T. Schroe
der, executive vice p re s id e n t, has 
been elected a director and Laurence 
G. Foy has been elected a vice presi
dent at National Boulevard.

Mr. Schroeder joined the bank in 
1967 as a credit analyst. He becam e an 
assistant vice president in 1972 and di
vision vice president in 1974. In 1978, 
he was prom oted to senior vice presi
dent and becam e executive vice presi
dent in 1979.

M r. Foy goes to the  bank from 
Garfield Ridge Trust, Chicago, w here 
he was senior vice president. Also, he 
served eight years with Chicago’s Con
tin e n ta l  Bank as v ice p re s id e n t/  
re la tio n sh ip  m anager/m u ltin a tio n al 
banking and was responsible for global 
banking account relationships of major 
m ultinational companies.

Halbrook, Sumner Promoted 
At St. Louis Fed

ST. LOUIS — Charles R. Halbrook 
has been appointed vice president and 
R andall C. S u m n e r a ss is tan t vice 
president of the St. Louis Fed.

Mr. Halbrook will oversee m em ber 
banks and consum er affairs divisions, 
bank supervision and regulation de
partm ent. He will be assisted by Mr. 
S um ner in ad m in is tra tiv e  re sp o n 
sibilities of the two divisions. Messrs. 
Halbrook and Sum ner joined the St. 
Louis Fed in 1956 and 1976, respec
tively.

SUMNER

Genovese Named Chairman/CEO 
Of Two United Mo. Banks

P eter J. Genovese has been nam ed 
chairm an/CEO  for both U nited Mis
souri Bank, St. Louis and Ferguson, 
Mo. Also, Mr. Genovese is executive 
vice p re s id e n t of U n ited  M issouri 
Bancshares, Inc., Kansas City. He had 
b een  p re s id e n t, U n ited  M issouri, 
Ferguson.

Robert D. Vieth has been nam ed 
president of U nited Missouri, F ergu

son. Mr. Vieth joined the bank in 1976 
after nine years with the FD IC .

Thom as M. U tte rb ack  has been  
n am ed  se n io r  v ice p re s id e n t/  
com m ercial loans and business d e 
velopm ent at U nited  M issouri, St. 
Louis. Mr. U tterback goes to the bank 
from a St. Louis law firm.

Charles A. Bowman has been nam ed 
sen ior vice p resid en t/o p era tio n s at 
U nited Missouri, St. Louis.

New Ass't Vice Presidents 
At First National

ST. LOUIS — First National has 
e le c te d  T im o th y  L. D ro n e , Shay 
E ikner and John R. Small assistant vice 
presidents.

Messrs. D rone and Small joined the 
bank in 1977 and 1976, respectively. 
Miss E ikner joined the bank in 1978 as 
an international banking officer fol
lowing th ree years of service at Na
tional Bank, North Kansas City, a First 
Union Bancorp, affiliate. F irst N a
tional is the lead bank of First Union 
Bancorp.

County Nat'l Bancorp. Promotes Two

CLAYTON, MO. — C ounty Na
tional Bancorp, has elected L. Gary 
Gross assistant auditor and David W. 
Bentele assistant controller.

Mr. Gross joined the HC in 1979 
after spending five years as senior au
ditor of another St. Louis-based bank 
HC. Mr. Bentele joined the HC in 
1979 and had been  a senior accountant 
w ith Price W aterhouse & C o., St. 
Louis.

HALBROOK

Got people or job problems?
The Midwest, Southwest and Rocky Mountain areas are dynamic growth areas. The personnel 
needs for this region’s banks are vast.
Financial Placements has earned the trust and confidence of hundreds of banks and bankers 
throughout the area. We can help you find the right person for that important bank position.
Put us to work for you. Call or write today for our fee schedule and guarantee.

In our twelfth year of serving the region’s bank personnel needs.

F IN A N C IA L
P L A C E M E N T S
A division ot Bank News
912 Baltimore Avenue. Kansas City, Missouri 64105/  816-421-7941 Tom Chenoweth
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Building . . . Expanding . . .  or Remodeling

A  O n e - P a g e  C o n tr a c t

Site Selection / Landscape Design / Exterior Design / Interior Design 
Detailed Drawings and Specifications / Construction 

Installation of Furnishings, Accessories and Equipment 
Master Plans for Future Growth

A  Com plete Professional Service

PLA N N ED  P R O JEC TS, IN CO R P O R A TED
9378 Olive Blvd. / St. Louis, Missouri 63132 / 314-991-3344
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N e  have 
ordered 
new
career apparel 
from

C a r l y l e  
k ^ t r u y e n

FASH IO NS FOR  BU SINESS

That me a n s . . .

N o  more worrying about 
"W hat to IN  e a r" in the m orning. . .  
or the need to go shopping to fin d  
som ething appropriate fo r both 
work and play

More time 
to g e t 
things done

%

#($ ^a rly le  
^ t r u v e n

I N C O R P O R A T E D

FASHIONS FOR BUSINESS

300 West Congress Parkway 
Chicago, Illinois 60607 
Phone (312) 922-8448

in these tim es o f  
in fla tio n , it  doesn't 
cost the bank 
anymore than a 
"Punking D o nut a P a y. "

1979 G. Carlyle Struven, Inc., Chicago, IL
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Hargis Named Senior VP 
At Frost National

support of consum er banking services. 
He will devote more time to his duties 
as the bank’s chief spokesman on con
sum er issues and will continue as chief 
policy maker for the bank’s credit card 
program s. Mr. Frick will head the 
bank’s world banking division financial 
services, a newly formed adm inistra
tive section. Mr. Frick had been senior 
vice president/m anaging director of 
th e  b an k ’s m erch an t banking  su b 
sidiary, Bank of America International 
L im ited (BAIL).

SAN ANTONIO — Frost National 
has prom oted N orton Hargis Jr. to 
senior vice president and Michael S. 
Cain to vice p re s id e n t/re a l e s ta te  
loans.

Mr. Hargis, who has been with the 
bank since 1978, is auditor for the bank 
and audit coordinator for C ullen/Frost 
Bankers, Inc. He is a certified public 
accountant. Mr. Cain joined the bank 
in 1972.

Baggott, Blake and Deibel 
Promoted in St. Louis

ST. LOUIS — George M. Baggott 
and Allen H. Blake have been elected 
senior vice presidents at M anufactur
ers Bank. Also, Peter L. D eibel has 
been  elected a vice president.

Mr. Baggott and Mr. Blake were 
vice presidents, and Mr. D eibel was 
assistant vice president.

Three Employees Promoted 
At Whitney National

N EW  ORLEANS — F. Joseph Bev- 
e ru n g  has b een  nam ed  au d ito r  of 
W hitney National. Also, Shirley G. 
B runing was p rom oted  to assistant 
com ptroller and William C. H utchin
son to assistant auditor.

Messrs. Beverung and H utchinson 
joined the bank in 1958 and 1969, re 
spectively. Mrs. Bruning joined the 
bank in 1942.

Frick Appointed Exec. VP 
At Bank of America

SAN FR A N CISCO  — E xecutive 
Vice President K enneth V. Larkin has 
been given broader responsibilities for 
Bank of America’s consum er financial 
services. Also, Robert W. Frick has 
b e e n  a p p o in ted  an execu tive  vice 
p resident at the bank.

Mr. Larkin will head expanded ac
tivities in planning and m arketing in

MID-CONTINENT BANKER for March,

Two Employees Promoted 
At Commerce Bank

KANSAS CITY — Com m erce Bank 
has prom oted Richard E. M cEachen to 
executive vice president and George 
L. H iller to vice president.

M essrs . M cE ach en  and  H ille r  
jo ined  the bank in 1975. Mr. Mc
Eachen is trust division manager.

Arkansas Banker Appointed 
To Fed Branch Board

ST. L O U IS — The St. Louis Fed has 
appointed William H. Bowen, presi
d en t, C om m ercial N ational, L ittle  
Rock, to the Little Rock Branch board.

Also, the St. Louis Fed has reap
pointed Howard B renner, vice chair
man, Tell City (Ind.) National, to the 
Louisville Branch board and Earl L. 
McCarroll, p resident, Farm ers Bank, 
B lytheville, Ark., to the  M em phis 
B ranch  b o ard . E ach  d ire c to r  was 
nam ed to a th ree-year term .

Pyle Promoted at Hutchinson Nat'l

H U TCH IN SO N , KAN. — Bernard 
L. Pyle has been prom oted to assistant 
auditor of H utchinson National. Mr. 
Pyle joined the bank in 1979.

Three Receive Promotions 
At Bank of New Orleans

N EW  ORLEANS — Bank of New 
Orleans has nam ed K enneth A. Hall 
se n io r  v ice  p re s id e n t/c o m m e rc ia l  
lending division, Charles D. C atlett 
vice president/bank card departm ent 
and Daniel Hilsabeck assistant vice 
president/leasing representative.

Messrs. Hall and Catlett both joined 
the bank in 1979. Mr. Hilsabeck joined 
it in 1978.

Winders Named Vice President

LOUISVILLE — First National has 
nam ed Terry J. W inders vice p res
ident/leasing.

Crow, Gatewood Elected 
Senior Vice Presidents

HOUSTON — First City National 
has elected Michael R. Crow and E. 
Michael Gatewood senior vice presi
dents.

New vice presidents are Susan A. 
Childers, L. Kent Densley, David C. 
Farries, Robert J. Moses and Frank 
Sehunka. Alexander C. Baker and John 
J. Kutac were elected vice presidents/ 
trust officers.

New assistant vice presidents are 
Michael H. Dunlap, Linda F. Masera, 
Leslie M cM anis, Jose N ieto, Gary 
Piper and Charles Wisnoski.

David M. Carmichael was elected a 
d irector and G rover Ellis an advis
ory director. Mr. Carmichael is chair- 
m an/CEO  of W ellTech, Inc., and Mr. 
E llis is ex ecu tiv e  vice p re s id e n t/  
m anager of the bank’s domestic bank
ing division.

Messrs. Crow and Gatewood joined 
the bank in 1972 and 1973, respec
tively.

Four Promoted at Fourth Nat'l

TU LSA  — F o u rth  N ational has 
p ro m o ted  Susan B. Brown to vice 
president/controller, Kenneth Barton 
to vice p re s id en t/ca sh ie r, W illiam  
B eatty  to assistan t vice p re s id e n t/ 
assistant secretary  and M ary Anne 
M cGivern to assistant cashier.

Mrs. Brown and Miss M cGivern 
joined the bank in 1976 and 1979, re 
spectively. Messrs. Barton and Beatty 
joined the bank in 1978 and 1975, re 
spectively.

Three Promoted at First NBC

N EW  ORLEANS — Joseph V. Wil
son III has been prom oted to assistant 
treasu rer of F irst C om m erce Corp. 
and senior vice president of F irst Na
tional Bank of Com m erce. A. James 
D urica has been elected senior vice 
president/financial reporting and con
trol and Robert G. Ryder has been 
elected vice president/m anager, real 
estate departm ent.

Messrs. Wilson and Durica joined 
the bank in 1975 and 1979, respec
tively.

Nicholas Named Assistant VP

B IR M IN G H A M  — R o b e rt W. 
Nicholas has been nam ed assistant vice 
p re s id e n t  o f F ir s t  A labam a. M r. 
Nicholas is recovery manager in the 
bank’s operations center. He joined 
F irst Alabama in 1975 as a bank card 
collection m anager following six years 
with a local finance company.
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Fieldman Named Trust Officer Th ree Promotions Announced

CHICAGO — Mary D. Fieldm an 
has been elected a trust officer at H ar
ris Bank. She joined the bank in 1978.

Fitt Elected Director of Bank

KANSAS CITY — Michael G. Fitt, 
p resid en t of ERC C orp., has been  
elected a m em ber of First National’s 
directors’ advisory council.

New First of Amarillo Director

A M A R ILLO , TEX. — J. A very 
Rush Jr., president of the oil and gas 
unit of Diamond Shamrock Corp., has 
been elected a director of First Na
tional .

Check Pickups, Deliveries 
Go Faster at Continental 
With Helicopter Service

CHICA G O  — To expedite deliv
eries and pickups of checks betw een 
the downtown area here  and O’Hare 
In te rn a tio n a l A irport, C o n tin en ta l 
Bank last month established what is 
said to be Chicago’s first bank helicop
ter service. The bank processes more 
than 2,000,000 checks a day for collec
tion through the nation’s banking sys
tem.

Most checks processed each day by 
Continental, representing  more than 
$2.5 b illion , pass th rough  O ’H are 
aboard 195 private and com m ercial 
flights in to  and out of the  w orld ’s 
busiest airport. Check pickups and de
liveries at the airport every 30 m inutes 
had been handled by special ground 
couriers who traveled  to and from 
O’Hare over a 22-mile route oi city 
streets, expressways and toll roads.

“Even with careful planning, motor 
couriers cannot always guarantee the 
speediest delivery,” says Richard M. 
G ladziszew ski, vice p re s id e n t and 
head of check-processing operations.

Checks processed for clearing through na
tion's banking system are placed aboard 
helicopter by Richard M. Gladziszewski (I.), 
v.p. and head of check-processing opera
tions, Continental Bank, Chicago. Assisting 
is James J. Roti, 2nd v.p. and mgr., dis
tribution services unit. Bank began using 
helicopter service between O'Hare Inter- 
nat'l Airport and bank's downtown check
processing facility early last month.

“Given the best of conditions, the av
erage one-way ground tim e takes ap
proximately 25 m inutes. It has been 
our experience, however, that 45 m in
utes per trip is the general rule rather 
than the exception. And bad w eather 
as well as spontaneous traffic conges
tion can fu rther d isrupt a carefully 
planned route schedule.’’

F lying tim es for h e licop te rs b e 
tw een downtown and O Hare are ex
pected to average nine m inutes, ac
cord ing  to Mr. G ladziszew ski. H e 
points out, “H elicopter deploym ent to 
hasten check deliveries is a vivid illus
tration of Continental Bank’s com m it
m ent to our customers and the nation’s 
paym ent system .”

Checks deposited for processing last 
y ea r  at C o n tin e n ta l , th e  n a tio n ’s 
seventh largest commercial bank, in
creased more than 14% over 1978. The 
grow th-rate level for 1980 is expected 
to be no different, Mr. Gladziszewski 
adds.

C urrently, 97% of all dollars depos
ited daily, or $2.4 billion, are made 
ava ilab le  to C o n tin e n ta l’s c h e c k 
processing custom ers in one day or 
less.

Woods Elected Director

PH O E N IX  — Sidney S. W oods, 
p resident of Woods Co., a Yuma pro
duce firm, has been elected a director 
of F irst National of Arizona.

Bank Personnel Only 
Since 1970

TOM HAGAN & ASSOC. 
(816) 474-6874

Box 12346 » No. Kansas City, MO 64116 
" I t  Takes a Banker to Know One"

KANSAS CITY — N. J. Starkey has 
been nam ed executive vice president, 
M ercantile Bank. New vice presidents 
are D oro thy  Van H orn, C hristian- 
Ralph Braun and L. W. (Jerry) Jurden 
III. Mr. Jurden goes to the bank from a 
local industry and is part owner of Ar
chie (Mo.) State. Also, he is a certified 
public accountant.

Money-Market Funds
(Continued fro m  page 10)

savings deposits, which is proposed in 
the Thrift Equality and Deregulation 
Act.

The five-year phase-out also would 
bring relief more speedily to small sav
ers. NOW  accounts and o ther con
sum er interest-bearing transaction ac
counts (automatic savings-to-checking 
tran sfe rs , for exam ple), w hich are 
types of savings accounts, should be 
available to individuals, households 
and nonprofit organizations, bu t not to 
public units. The existing statutory 
p ro h ib itio n  should  be re ta in e d  on 
p a y m e n t of in te r e s t  on d em an d - 
deposit accounts.

As an im m ediate step to help small 
sav e rs , m e m b e rs  of th e  B anking  
Leadership Conference called for an 
end to the in terest-rate gap betw een 
what banks and specialized thrift in
stitutions may pay to attract deposits at 
the beginning  of the period during 
which Regulation Q is phased out.

In the m eantim e, as of this writing, 
th e  H o u se  F in an c ia l In s ti tu tio n s  
Supervision Subcom m ittee was con
tinuing a round of hearings on the 
question of reforming Reg Q. (Simul
taneously, the Senate Banking Com
m ittee  once again was tackling the 
Federal Reserve issue.) Along with 
nationwide NOW  accounts, Reg Q re 
form and the Fed issue are parts of a 
broad legislative package that evolved 
last year.

It was expected that m em bers of the 
H ouse-Senate conference com m ittee 
would begin m eeting again in early 
March to make final decisions on that 
legislative package. The political link
age of the package’s elem ents remains 
in force. Because a federal Appeals 
C o u rt d ec is io n  p ro h ib itin g  bank  
au to m a tic -tran sfe r serv ices, c re d it 
union share drafts and S&L rem ote- 
service units will take effect March 31 
unless Congress acts, it is believed that 
congressional action will come before 
that deadline. •  •
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DON'T HORSE 
AROUND W ITH TRUST

eep your customers onthe righttrailwith pension 
and profit sharing plans fromThinJ National.

Your customers depend on you to provide 
them with the best financial services, includ
ing some you may not be ready to offer on 
your own. Corporate pension plans, for ex
ample —or profit- sharing. At Third National, 
we have the largest, most complete and 
most experienced Trust Department in the 
Md-South.

In fact, the Frank Russell Survey show
ed that, in the management of pooled fixed 
income accounts, the Trust Division of Third 
National ranked fourth among 104 banks 
across the nation. And we’re constantly look
ing to add innovative new services, like the 
Investment CDs we offer employee benefit 
plans. We stay in the saddle, ready to go to 
work through you for your customers. We 

can help you keep their Trust. Call one of 
our correspondent bankers today for 
the whole bit. Our Tennessee WATS 

is (800) 342-8360. In neighboring states, 
dial (800) 251-8516.

THIRD
NATIONAL 

BAN
L

In Nashville 
Member FDIC
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ATM Program
(Continued from  page 32)

experience, are for the ATM hardware 
itself. The rem aining costs can be at
trib u ted  to cost of supplies, equ ip 
m ent, perso n n e l and o th e r out-of- 
pocket expenses associated with de
veloping, operating and m arketing the 
service.

It is these latter costs that often are

u n p lan n ed  by m anagem ent. T hese 
costs, furtherm ore, are highly variable 
from  in s titu tio n  to in s titu tio n . To 
d em o n stra te  this variability , w hen 
m easured on the basis of cost p er ATM 
installed, we have seen costs vary from 
a low of $28,000 to a high of $90,000. 
But, interestingly enough, on a per- 
transaction basis, we have found an in
verse relationship betw een cost per 
ATM and cost per transaction. That is, 
successful ATM programs often result 
from a com m itm ent by bank m anage
m ent to succeed. This com m itm ent is 
tangibly expressed by personnel and

INTRODUCING —
Business Designs by . . .
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ADVANTAGES OF 
PRESTIGE LARGE 
SELECTION

•  W e  on ly  m anufactu re  ca reer a p p a re l
•  3 0 -d a y  re -o rd e rs , gua ran teed
•  C o n tin u ity  o f sty ling  fo r  2 years
•  Sizes rang ing  fro m  2 to  26 in short, re g u la r &  ta ils
•  O p p o rtu n ity  to  design yo u r own p ro g ra m  from :
•  3 d iffe re n t fa b rics , 4 5  styles
•  30  so lid  co lo rs , 5 7  prin ts

LARGE SELECTION OF 
LIGHTWEIGHT ONE AND  
TW O PIECE DRESSES.

CALL OR WRITE FOR A FREE COLOR BROCHURE 
GENERAL OFFICES:

P. O. Box 1100 Marlin, Texas 76661 (817) 883-3581

Representatives living in your area.
May we assist "You" in selecting your new  

Career Apparel Program?

For m ore in fo rm a tio n , re tu rn  this coupon:

Bank ____________________________________________________________________________________

Address ------------------------------------------------------------ ---------------------------------- --------------------------------------------

Person to  C on tact -------------------------------------------------------------------------------------------------------------------------

Telephone _____________________________________________ N o . Employees M --------------------F—

Do you presently  use career app are l?  Y e s ---------------------- N o ----------------------

I
I
I
I
I
I
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equipm ent resources and sizable ad
vertising and promotional budgets — 
which result in high customer-ATM- 
usage patterns and lower overall cost 
per transaction.

This latter phenom enon is explained 
by the fact that (typically) 80% or more 
of ATM costs do not vary materially 
with volume of ATM transactions. As a 
result, those who understand this re 
lationship also understand that an in
creasing volum e of transactions on 
ATM units has a double-barreled ef
fect: It reduces custom er dependence 
on m anned teller services and, at the 
same tim e, reduces costs per transac
tion at the ATM. It is im portant th e re 
fore, w hen defining and m easuring 
success, to understand not only the 
obvious costs of an ATM program, but 
also the: (a) hidden costs and (b) cost 
behavior relative to volumes of trans
actions.

Know Your Customers. The bank’s 
largest m arket for any service is its base 
of existing custom ers. Of principal 
concern to an ATM program, th e re 
fore, are composition and size of the 
bank’s existing retail deposit custom er 
base. ATMs mostly (but not exclu
sively) appeal to the younger segm ent 
of the banking public. The segm ent of 
particular in terest to banks can be de
scribed as having the following general 
characteristics:

•  Age 18 to 45 years; and in the
•  L ow er-m idd le - to u p p e r-m id 

dle-income group.
This same segm ent most probably is 

the bank’s heaviest users of other con
venience banking services, such as 
drive-up/walk-up teller windows and 
of extended banking hours. If volumes 
of transactions are to be im portant 
criteria in m easuring the success of a 
bank’s ATM program , m anagem ent 
must determ ine there is a significant 
base of likely users among its existing 
retail checking-account customers.

The term  “significant num ber” will 
vary with circumstance and objectives 
of the ATM program. In our experi
ence, about 15%-25% of ATM cards 
issued will be used in an ATM in any 
given m onth for a w ell-established 
program. Because more than one ATM 
card typically is issued per account, a 
“significant num ber” of accounts in our 
view are at least 10,000-12,000 ATM 
cards issued per ATM, or 6,000 to 
7,000 dem and-deposit accounts per 
ATM, depending on which m easure
m ent you prefer. We have, however, 
seen com m unity banks issue as few as 
4,000-5,000 cards for four ATM loca
tions.

(Continued on page 82)
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When you get right 
down to it, most 
credit life insurance is 
pretty much the same.

The difference in credit life programs is the 
service a company is capable of performing. 

Globe Life people are backed by $3.8 billion of 
life insurance in force and $233 million

in assets.

It g ets down to how  
Globe Life people service

their bankers.
We want to assist you and your bank with a 

profitable credit life program. Contact your 
Globe Life representative. You’ll see the

difference in service.
Call Toll Free: 1-800-654-4515

/ \ n r  I  I C C  a n d  ACCIDENT 
V l L V r D C  L I T E  INSURANCE COM PANY
GLOBE LIFE CENTER □ OKLAHOMA CITY, OKLAHOMA 73184
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In addition to knowing that the bank 
has a significant num ber of customers 
on which to base an ATM program, it 
also is im portan t that m anagem ent 
know that these same custom ers have 
been preconditioned by the bank to 
accept certain service charges, or lack 
of service charges, for specific levels 
and types of services. Offering an ATM 
program is an enhanced convenience 
to custom ers that may presen t an op
portunity to introduce a new service- 
charge structu re , encom passing the 
ATM. This facet of an ATM program 
often is overlooked or cast aside by 
m anagem ent for com petitive reasons. 
Offering the program  free to customers 
may, in fact, be necessary in some cir
cumstances. We note, however, that 
some banks have successfully incorpo
rated their ATM service into a “club- 
type” account with attendant service 
charges. F or exam ple, com m unity  
banks in Tennessee and Kansas are 
charging from $1 to $2.50 a m onth for 
club accounts that utilize ATMs. This 
latter approach, or some similar ad
justm ent in service-charge structure(s) 
of the bank, frequently is in order. 
Among reasons for adjusting service 
charges co inciden tal w ith an ATM 
program are to:

•  D efray or recover costs of the 
ATM program.

•  Discourage accounts with low bal
ances but high volumes of transactions.

Market Program Aggressively. U n
less your ATM program is m arketed 
aggressively, you may never attain the 
original goals and objectives estab 
lished for this electronic service. Our 
experience in this area indicates that 
one of the more frequent reasons for 
lack of success in an ATM program is 
that of not effectively m arketing the 
program. As a result, these banks usu
ally believe that the ATM service has 
failed when, in fact, it has never been 
effectively sold to customers.

On th e  o th e r  h an d , one of our 
c lie n ts , F irs t A m erican  N ationa l, 
Nashville, has one of the country’s 
m ost successfu l ATM p ro g ram s. 
Called “Anytime T ellers ,” the p ro 
gram began in 1976 with installation of 
10 ATMs. The units w ere placed in six 
of the bank’s 32 branches; th ree in 
grocery stores and one in a shopping 
center. U nder the direction of James 
W. Smith, executive vice president, 
the bank’s volume on its curren t 14 
A nytim e T ellers is nearly  180,000 
tran sac tio n s p e r  m o n th , w ith  two 
ATMs approaching 24,000 transactions 
per month. The bank’s 1979 Anytime 
Teller transaction cost of $0.48 is ex
pected to decline further as volumes of 
transactions continue to increase.

F irst American’s original marketing 
strategy included a desire to: (a) offer 
the Anytime Teller service to its entire 
custom er base; (b) offer a dependable 
and reliable on-line system and (c) pro
vide a convenient system of Anytime 
Tellers as far as location was concerned 
during banking and nonbanking hours.

To achieve its overall objectives, the 
bank proceeded to:

•  Concentrate on em ployee training 
and education so that the bank’s 1,300 
employees could effectively sell the 
ATM service.

•  Provide a cash incentive designed 
to encourage employees to prom ote 
the Anytime Teller.

•  Provide a prom otional gift to cus
tom ers to serve as an incentive to use 
the ATM card for the first time.

•  Utilize employees stationed at the 
ATM to dem onstrate the service, assist 
custom ers and answer questions.

•  Prom ote the service through local 
advertising media.

According to Mr. Smith, “Wide ac
ceptance of the Anytime Tellers by the 
bank’s custom er base has provided a 
sufficient volum e of transactions to 
allow the bank to install four additional 
ATMs in 1977, and the end is not in 
sight.” He further states that " . . .  The 
Anytime Teller service has, in effect, 
made a vital contribution to protecting 
its m arket share of approximately 40%, 
while providing custom ers a m ethod to 
bank at their convenience.”

Thus, F irst American believes its 
service-delivery objectives of: (a) im 
proving custom er services, (b) reduc
ing lobby traffic, (c) providing an alter
native to Saturday and extended eve
ning hours and (d) providing a basis for 
fu ture  electronic services has been  
achieved through effective m arketing 
of the ATM program.

Summarizing then, in our experi
ence, elem ents of successful ATM ser
vices are  c lear ob jec tiv es , u n d e r 
s ta n d in g  and  m e a su rin g  cost b e 
haviors, knowing your custom ers and 
effective m arketing programs. •  •

EDITOR’ NOTE — For further reading 
on this subject, we suggest “EFT Strategic 
Planning and Cost-Benefits Manual,” a 
highly informative document published by 
Peat, Marwick, Mitchell ir Co., developed 
by a grant from the Graduate School of 
Banking, University o f Wisconsin, Madi
son; and “‘Automated Teller Machines: A 
Cost-Effectiveness Review,” a document 
published by the Bank Administration In
stitute, 303 S. Northwest Highway, Park 
Ridge, IL 60068.

Salary Expense
(Continued fro m  page 12)

business with a person, and that p e r
son m ust fit the image they seek and 
m ust be knowledgeable.

R ecently , th ree  m em bers of the  
New York state attorney general’s of
fice visited branches of 63 banks in 
New York City posing as potential de
positors. At 29 branches, they were 
q u o ted  CD  ra tes  of less than  th e  
maximum — an error of more than 
46%! A large am ount of money is spent 
on advertising to get people into banks; 
yet those employees are not quoting 
correct rates. Quality personnel? Lack 
of training? Ineffective supervision? 
Poor attitudes? Lack of motivation? 
The answer could lie in one or more 
areas, but the above situation dram at
ically points out the need for quality 
personnel.

In summary, 1980 promises to be a 
real challenge to bankers, and salary 
adm inistration and/or personnel ad
ministration looms as one of the most 
vulnerable areas. Responsibility for 
this im portant function m ust be in the 
hands of someone suited to the task, 
someone who has a feel for people and 
yet som eone with the patience and 
perceptiveness to take a general-policy 
guideline and put it to work for the 
bank. Experience with people is more 
im portant than general banking qual
ifications. Yet that person m ust know 
each position in the bank to be able to 
discuss it. I t ’s essential that he or she 
be able to com m unicate  w ith and 
understand today’s youth — in short, a 
genius. •  •

Big Brother
(Continued fro m  page 8)

estim ated at $293 million. This ex
ceeds any plausible estim ate of ben e
fits. It would be extrem ely difficult to 
pu t into an economic model the social 
costs of im plem enting H U D ’s propo
sal. However, some of the economic 
costs of the im plem entation could be 
projected easily.

More fundam ental to this area is the 
concern of social scientists about the 
almost stagnant level of productivity 
th e  U n ite d  S ta tes  has b e e n  ex
periencing for the last several years. 
One of the basic reasons for the drop in 
American productivity (which a gener-
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Express Pac®from American Express is a simple, efficient 
system for selling travelers cheques. A study conducted by 
Arthur Young & Company showed that Express Pac can 
save time and trouble for both you and your customer.

Express Pac
can cut transaction time 

in half.
Express Pac is an innovative pre- 
counted, color-coded system that speeds 
up and streamlines the whole process of 
selling travelers cheques.

The color-coded envelopes, prepackaged 
in convenient multiples of $50, enable the seller to quick
ly select the proper denomination and number of cheques

required, completely eliminating the need for assembling 
and counting loose cheques.

Shorter selling time—shorter lines.
Prepackaged cheques and pre-numbered forml 

JJ0 0  ‘ enable tellers to serve your customers faster]
And Express Pac cheques are designed 

I be signed away from the window, 
which means your customers can sfr 
their cheques without the time pres j 
sure of lines, while your tellers get oi 
to the next customer. Altogether, 
Express Pac efficiencies can cut yoj 
transaction time by 50% — which fret 

valuable teller time and results in shorter, faster-moving 
lines. So, customers can get in and out of the bank faste
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[encan Express
f  travelers cheques

hört lines
express Pac leaves little room for error.
'repackaging eliminates cheque-counting errors, while 
reprinted Purchaser’s Applications do away 
/ith recording errors by eliminating the need 
ar the seller to fill in cheque numbers. The 
reprinted form also reduces calculation 
rrors. So Express Pac helps cut down on 
ostly reconciliation and correction.

Express Pac can speed up 
Le whole process—from front 

window to back office.
Tie Express Pac system offers automatic replenishment of 
Lventories and supplies. And early indications suggest

Th»Fast Atjy to Buy
iM s a s  txpftiss iSAmrBs r.HHiusr

that audits and reconciliations are easier and faster with 
Express Pac, compared with loose cheques. In many cases, 
Express Pac may also reduce reporting and exceptions 

handling problems.

From waiting line to bottom 
line—Express Pac improves 
travelers cheque business.

Once you put Express Pac into operation, you’ll 
see why it has been so quickly and enthusias
tically received by banks—and customers.

By saving you and your customers time 
and trouble it can help make your 

travelers cheque business not just faster and 
simpler but more profitable.

jM E B I C & N B
■ e x p r e s s

American Express®Travelers Cheques
Am erican Express Plaza, New York, N ew  York 10004 *
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ation ago approxim ated a 3% rise an
nually) has been  the nonproductive, in 
fact counterproductive, nature of reg
ulations em anating out of bureaucratic 
W ashington.

If the proposed regulation is im 
plem ented, it will be another example 
of W ashington’s counterproductivity, 
of needless regulation, of regulations 
that restrict the right of property own
ers to state factual tru ths about their 
property, of burdensom e bureaucratic 
interference and an abrogation of the 
right of free speech granted by our 
Constitution. Personally, I prefer to be 
g u id ed  by th e  U. S. C o n s titu tio n  
rather than by big bro ther in HUD. •  •

Check Safekeeping
(Continued fro m  page 16)

cause an item is lpst, would constitute 
“unjust en richm ent.”

3. Identifying an indicator that says 
the checks are non-returnable in the 
pilot. As Mr. Milano explains it, this 
indicator, known as a truncation iden
tifier, is to be located in position 44 of 
the M ICR line. This usually is a blank 
space b e tw een  th e  ro u tin g /tra n s it 
num ber and the check num ber on a 
corporate-size check. Mr. Milano says 
that a check marked with this indicator 
will be called a trek.

The M ICR line is said to be the most 
controversial issue facing the check
safekeeping task force just as it has 
been within the check-processing in
dustry for about 20 years. W ith check 
truncation on the horizon, the MICR 
line will have even m ore dem ands 
made on it than formerly.

In choosing position 44 for the indi
cator for truncatable checks, the task 
force wants to help banks taking part in 
the truncation test, bu t not do any
thing detrim ental to operations of the 
many nonparticipating banks.

Mr. Coriaci says he believes his 
group will have results on the test by 
mid-April or early May. Then, it will 
be ready for the next step, which will 
be to actually line up some corpora
tions and some banks to start testing 
live docum ents later in the year.

There are six goals for the pilot, ac
cording to Mr. Hollis, who lists them  
in an ARA publication called Check 
Safekeeping: A Proposal f o r  In te r - 
Bank Check Truncation:

“First, we want to confirm the ben 
efits. W e have done som e m acro 
analysis on potential savings to com
mercial banks in bank-of-first-deposit

The ABA has p u b lish ed  two 
booklets on check safekeeping:

Check Safekeeping: A Task Force 
Report on Check Truncation. This is 
a summary of task force and sub
com m ittee findings, 1978. Order 
No. 060900.

Check Safekeeping: A Proposal 
for Inter-Bank Check Truncation. 
This is a summary of presentations 
in troducing  the ABA ch eck 
safekeeping pilot, 1979. Order No. 
063200.

Each is $15 for ABA members, $25 
for nonmembers. Write: Gerard F. 
Milano, associate director, oper- 
ations/automation division, Ameri
can Bankers Assn., 1120 Connect
icut Ave., N .W ., Washington, DC  
20036.

truncation. W e need to confirm this 
with quantitative data gathered from a 
live pilot.

“The second point we wish to meas
ure is custom er reaction. We are in
terested  in finding out who wants to 
participate and who does not want to. 
We can gain experience as to what are 
custom ers’ real needs.

“The th ird  point is that we think the 
pilot is the best way to select the ap
p ro p ria te  m e th o d s for id en tify in g  
items for the purpose of truncation.
. . . Final selections of which alterna
tives to be tested  will be left to a series 
of working com m ittees we expect to 
assemble shortly.

“As most of you know, there  are pros 
and cons to each approach in the pilot. 
C heck p rin te rs  see huge one-tim e 
costs in including a check digit in a 
sequential num ber, and the incidence 
of misreading data in this field is rela
tively m iniscule. C heck-processing  
equ ipm en t m anufacturers see diffi
culty in im plem enting the 44th posi
tion on the M ICR line. The proposal to 
change th e  ro u tin g  n u m b e r could 
cause all banks around the country to 
adjust their sorting logic.

“Fourth, the legal com m ittee estab
lished by the task force is making sub
stantial progress. W hile we don’t have 
m odel inquiry retrieval agreem ents 
available today for the first bank of 
truncation, the com m ittee is working 
toward it.

“ F ifth , th e re  has been  a certain  
am ount of overlap among the various 
groups studying the data for a m ultiple 
num ber of purposes. D uring the pilot, 
we will clarify these relationships. We 
will take the work that has been done 
elsew here, such as by NACHA, the 
Fed and ANSI, w ithout duplicating 
th e ir  work. Sim ilarly, vendors and 
suppliers have experts who can pro

vide assistance. Included among them  
are those who can provide the in ter
connect among banks in the pilot. This 
could be the Fed, Bank W ire, VISA, 
Interbank or someone else. We are 
looking for advice and assistance from 
people who operate such networks in 
achieving reliability on such a system. 
A th ird  group we have to cooperate 
with in the initial pilot is com m unity 
bankers. W e have not identified any 
way they can play in the pilot, bu t we 
do want to rely on their knowledge. 
W e h a v e n ’t id en tif ied  any way in 
which they can play because of the 
need for retrieval and inquiry systems 
and lack of an appropriate corporate 
account. N evertheless, we are inviting 
two com m unity bankers to join our 
task force so they can share in the ex
perience of this pilot and also to make 
us continually aware of their needs.

“Lastly, to m eet the Uniform Com 
mercial Code (UCC) re tu rn  requ ire
m ents and to provide rapid response to 
custom er inquiries, we need a m ul
tip le-bank test of a retrieval m ech
anism .”

In answer to banks that may not 
want to go into check safekeeping, Mr. 
Coriaci had this to say at the Bank 
M arketing Association’s EFTS confer
ence in January: “How many of your 
banks, from tim e to tim e, receive a call 
from your corporate custom ers asking 
for information about their dem and- 
deposit accounts? A check question, a 
statem ent question, e tc .” (A show of 
hands followed.)

“That’s interesting! Since we con
veniently re tu rn  checks today, issue 
daily , w eek ly , se m im o n th ly  or 
m onthly statem ents and/or provide 
account-reconcilem ent services.

“We do a nice job of packaging or 
boxing our custom ers’ checks and re 
turning them . O ur custom ers probably 
take the packages, label them  and send 
them  to their warehouse facilities. The 
point I ’m making, fellow bankers, is 
that many of our corporate customers 
clearly rely on us today for retrieval. 
O ur safekeeping pilot effort will not 
alter this phase of our curren t check 
se rv ice  m a te r ia lly  o th e r  th a n , of 
course:

“That we will be required  to retrieve 
one another’s items and

“The system we are proposing will 
be only as good as the weakest retrieval 
process, which means that the weakest 
m ust be ‘excellent,’ not just ‘good.’ ’

Mr. Coriaci advised his listeners to, 
first, explore and consider converting 
to bulk filing if they’re not already 
th  e re ; seco n d , e x p e r im e n t w ith  
safekeeping checks at their own banks, 
and ultimately, all banks will go to a 
national safekeeping system. •  •

86 MID-CONTINENT BANKER for March, 1980Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



It All Adds Up 
America!”

FISI’s EIGHTH ANNUAL 
BANCLUB ASSOCIATION CONVENTION

APRIL 27-30 • DISNEY WORLD, FLORIDA
NOW Accounts ★  Pricing ★  Employee Training ★  Profitability

featuring
★  Honorable Jake Garn, United States Senator
★  N. W. “ Red”  Pope, BMA President
★  Alex Neale, Washington Consultant
★  Bob Heckman, President, Combined Resources, Inc., Dallas, Texas
★  Dr. Bill Stroud, Bank Employee Training Specialist
★  Jack Holloway, Director of Marketing, The Dekalb Bank, Dekalb, Illinois
★  Bobby Richardson, former New York Yankee great
★  Cross Section of Nation’s BANKERS SPECIAL NOTE- =
★  Other special guests All Financial Institutioi
★  The FISI VIDEOTAPE NETWORK Services Inc. client
★  And all the fun of DISNEY WORLD banks urged to attend

M financial institution services inc.» P. O. BOX 40726« NASHVILLE, TN 37204 • WATS: 800/251-8442 (NATL.); 800/342-8303 (TN)
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IN  N E W  O R L E A N S
The MONTELEONE is "a way of 
life” . . .  the largest Hotel in the 
fabulous French Quarter. 600 luxur
ious Rooms and Suites— a Roof top 
Swimming Pool— the French Cuisine 
of the Supper Club Restaurant—  
the revolving Carousel Bar and the 
sidewalk atmosphere of Le Cafe 
Restaurant. Located just one block 
from famous Bourbon Street— min
utes from International Trade Mart 
and Rivergate Exposition Center.

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

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

WHEN YOU’RE AT

214 RUE ROYALE
N E W  O R L E A N S , L O U I S I A N A  7 0 1 4 0  

P h o n e : 5 0 4 /5 2 3 -3 3 4 1
For further information and brochure 

Write Dept. RH Sales.

Check-Storage Pilot Program 
Successful at Valley Bank

A C H EC K -SA FEK EEPIN G  PROGRAM has been in effect at 
Valley National of Arizona, headquartered  in Phoenix, since 

February, 1979. That program is an intra check-safekeeping pro
gram, as opposed to the ABA’s inter  p ilot program  described  
elsew here in this issue.

In o ther words, Valley Bank is keeping only the checks of its own 
customers. The ABA pilot involves banks keeping checks for other 
banks.

According to Robert V. Sabeck, executive vice president/system s 
planning and operations at Valley Bank, at m id-year 1979, his bank 
ranked 28th in size among the 14,000 commercial banks in the 
country; it had total resources of nearly $5 billion, total deposits of 
about $4.3 billion and loans of more than $3 billion. There are about 
190 branches in 60 com m unities throughout the state, and the bank 
has some 6,000 employees. He adds that Arizona is one of the three 
fastest-growing states in the nation, with an extrem ely com petitive 
and expansive financial environm ent.

Valley Bank’s pilot program , called C ourtesy Check Storage 
(CCS), actually is not a true truncation system, Mr. Sabeck points 
out, because real truncation is w here checks are captured at the first 
bank of deposit. The program ’s long-range objective is for 20%-25% 
of the bank’s nearly 500,000 dem and-deposit base to take advantage 
of the service. W ith estim ated savings of $1.75 to $2 per account per 
year, the potential is impressive, continues Mr. Sabeck, who adds 
that to date, the bank’s predictions are close to being on target.

Before going into the program , Valley Bank made some studies and 
learned from other banks that many people simply don’t reconcile 
their checkbooks at the end of the month, that many checking- 
account custom ers store their checks w ithout even looking at them  
and that some review their canceled checks at tax tim e, bu t that a 
substantial num ber of taxpayers file short forms.

As Mr. Sabeck puts it, the bank believed its custom ers w ere trying 
to say, “W e are ignoring this paper because it’s an unnecessary 
complication in our lives.”

Thus, it was decided it was tim e to test a check-storage program 
and see how well it fits the needs of the bank’s custom ers. The 
objectives w ere to see what custom ers really w anted and/or needed 
and how the bank could best respond in a quality, cost-effective 
manner.

In selecting a test market, Valley Bank decided, first of all, that it 
needed the full support of the branches involved; it needed  local 
m anagem ent and staff who would carry out this effort and not be 
apologetic, and the bank also w anted to “isolate” the pilot geograph
ically and confine it as much as possible to that particular custom er 
base. It also decided not to m arket this new service and to keep a low 
profile on the project while determ ining that it could be supported 
operationally.

Major and critical service considerations w ere num bers of in
quiries that might be received, length of tim e required  for the bank to 
respond and quality of photostatic copies of the checks.

Valley Bank selected the Kingman district in the northw estern 
corner of Arizona, an area that includes the Colorado River com
m unities. The district, according to Mr. Sabeck, possessed all the 
characteristics the bank was seeking: five branch offices, servicing 
approxim ately 12,000 personal checking accounts; custom er de- 
mographs that provided a good mix of age groups, working and 
retired; a m arketplace, though geographically isolated from major 
metropolitan centers, that contains representative competitive influ-

(Continued on page 90)
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Good news.
M GIC now offers
"really bad news" 

insurance.
t'\)£ GO T50M É GOOPNtU/S 
ANO SO(A£ &A0 NEWS.LEX'S

v A M ?  £ A  6 S 0 N  & U N G L E P  T H F  
IN V E S T M E N T S  IN  O U R  P E N S IO N  
f U N P .  S O M E T H IN ^  AßOUT  
- 5 P e c U L A T I i V G -  (N  FOTUfi.ES UJITHOUT 
MUCH OF A  FUTUfZE... "

“You Km\jJ that Mortgaged i w e r t y
ON THE (VORTH Sli>£ O f  TOOUMTHAT 
WENT UP IN FLAMES last NIOHT? 
v jb l l ,  Pl a n a  g a n  f o r g o t  t o  r c a / e u ;  
THE in s u r a n c e  p o l ic y ."

A&ÔUT THE LATEST 3u<T 
A g a  OUST out? e>£LOO£0 
CHAIRMAN?"

v' OH, ANO T H E R E  ! S A  5 M A L L  
ERROR /N M R  P SM ß& O O tC 'S  
IRA ACCOUNT. THE 6 (6  PROBLEM 
(5 HE^5 SU(MG U5 FOR.^2 -04 tfo a "

'xaa/ p  a/o w t h e  g o o d n e s s
/¡LL ° r  Tfi(S IS COVE&EO &yMGIC5 f a m il y  o f  m eins '
P O L IC IE S .  "

MGIC has now expanded its coverages for the 
"really bad news" situations that can face financial 
institutions and their directors and officers.

These policies cover Mortgagee Interest, IRA/ 
Keogh E&O, Pension Trust Liability, Trust Department 
E&O and Directors' and Officers' Liability Insurance.

The "good news'' is thatyou can now purchase these 
coverages from the one company that specializes in 
meeting the unique insurance needs of financial 
institutions, MGIC.

A.M. Best rating is A+, XIII.
Availability subject to approval of insurance filings.

MGIC Indemnity Corporation MC 3
MGIC Plaza, P.O. Box 488 
Milwaukee, Wisconsin 53201
Send me more information about your “good news” 
policies for:
□  Mortgagee Interest
□  IRA/Keogh E&O
□  Pension Trust Liability
□  Directors' and Officers' Liability
□  Trust Department E&O

Name/Title ___________________________________

Firm _________________________________________

Address ______________________________________

City ____________________ State________ Z ip ____

MGIC MGIC Indemnity Corporation
a subsidiary of M G IC  Investment Corporation
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ences; and branch-office m anagem ent 
and staff personnel who exhibited posi
tive outlooks in experim ental partici
pation.

W ith the area selected, the bank 
needed volunteers to take part in the 
pilot. The bank sim ply designed  a 
negative-response le tte r to personal
ch ec k in g -a cc o u n t c u s to m e rs , ex
plaining the program  and giving them  
the option of not participating.

In the first of the two letters, cus
tom ers w ere advised, “A good financial 
service should offer you simplicity, se
curity and convenience. I believe that 
we have developed such a service in 
what we call Courtesy Check Storing. 
This new service will solve caneeled- 
eheck storage problem s for you and 
will provide safe and sure availability of 
canceled-check information when you 
need i t.” The le tter, signed by the local 
branch manager, then explained, step 
by step, how the program  works.

It concluded, “If for any reason you 
do not want to take advantage of C our
tesy Check Storing, then  ju s t  com
plete, sign and return the enclosed 
card. O therwise, the service will begin 
for you a fte r y o u r Jan u ary , 1979, 
statem ent is received .”

Lack of negative response to this le t
te r made the bank uneasy, says Mr. 
Sabeck. Almost 60% of the customers 
seem ed to be accepting the plan. That 
level of acceptance obviously was sus
pect. Therefore, to make sure custom 
ers knew what they were getting into, 
the bank followed up with a second 
letter, thanking them  for agreeing to 
take part and explaining the program 
once m ore. Even after that, Valley 
Bank ended up with over 40% of its 
personal checking-account customers 
in the program.

M r. Sabeck re-em phasizes: “ W e 
achieved these results with absolutely 
no m arketing, other than those two le t
ters to our custom ers.”

W hen the program began in F eb 
ruary, 1979, th ere  w ere 6,000 p ar
ticipating DDA custom ers, bu t that 
n u m b e r  fell off to  4 ,000  last 
N ovem ber, or a little b e tte r than 30% 
p a rtic ip a tio n . A ccord ing  to M r. 
Sabeck, that attrition is the result of 
normal account closings and the bank’s 
low-profile m arketing and sales effort, 
not selling new accounts on the ser
vice. He adds that only 124 new ac
counts of the 3,400 opened during the 
pilot were put on the program. How
ever, he cautions other bankers to re 
m em ber that “our objective was to test 
our ability to support the operational 
requ irem ents,” not get a lot of custom 
ers into the program.

About seven months into the pilot

and satisfied that it could support the 
service p roperly , Valley Bank con
ducted a custom er survey. A question
naire was sent to a large percentage of 
participants and nonparticipants, and, 
says Mr. Sabeck, response was exten
sive enough to establish the survey’s 
validity. On a scale of one (don’t like) to 
seven (extremely well liked), partici
pant responses w eighted out 5.6. Four 
out of five really liked the service and 
would recom m end it to friends. They 
said it was convenient, saved critical 
storage space and was safer than stor
ing canceled checks at home.

W hen asked what they liked least, 
two-thirds said there  was nothing they 
disliked about the service. More than 
one th ird  said they found it faster to 
balance their m onthly statem ents.

Those who dropped out of the pilot 
gave as reasons, “We d idn’t know what 
we were getting into” or “W e decided 
that we needed  our checks after all.

So, says Mr. Sabeck, as a pilot to 
determ ine what his bank’s customers 
want and need, this obviously is an 
a ttrac tive  and d esirab le  service to 
some of the bank’s customers.

The absolute solid true test of how 
badly custom ers n eeded  th e ir can
celed checks is the small num ber of 
photocopies that have been  requested, 
according to Mr. Sabeck. From  F eb 
ruary  th rough  m id-N ovem ber, the  
bank accum ulated  a stored  base of 
1,081,800 checks. Of those, the bank 
su p p lie d  p h o to co p ie s  of only 629 
checks. As a percentage of what Valley 
Bank normally would have returned , 
that is six ten-thousands of 1%. He 
gives this example: If a person writes 
20-30 checks a m onth, 12 months a 
year, and stores them  for 10 years, the 
odds are long they will not have to go 
back and find one as proof of paym ent.

Most people think of income taxes 
when considering the supposed need 
for canceled checks, Mr. Sabeck con
tinues. They are concerned about evi
dence for an 1RS audit. Actually, he 
points out, canceled checks simply are 
proof of paym ent, and tha t’s all. If they 
are all a person has to substantiate his 
deductions, he has problem s.

Mr. Sabeck says the bank’s pilot 
project validated its capability to de
liver on a service level satisfactory to 
the bank. Im m ediate responses can be 
p ro v id e d  c u s to m e rs  on b ra n c h - 
telephone requests, through a Pacer 
so ftw are  package , accessed  via a 
ca th o d e -ray  tu b e  (CRT). By te le 
phone, Valley Bank can tell a custom er 
that a check was paid, date it was paid, 
check  n u m b e r and am oun t of th e  
check. The only things the Pacer can’t 
provide for phone inquiries, he con-

tinues, are the payee’s name or en 
dorser’s name. A custom er can be pro
v id e d  w ith  c o m p le te  in fo rm a tio n  
within th ree days, via a photocopy.

“ I t is obvious to u s ,” says M r. 
Sabeck, “ th a t the inform ation and 
photocopy-retrieval systems m eet our 
criteria for success. And that’s been  the 
critical point w here most o ther pilot 
truncation programs have failed in the 
past.”

The bank’s service evaluation, plus 
custom er-survey information, resulted 
in the bank’s offering the service in 
another area, as sort of a second phase 
of the pilot. N ortheastern  Arizona, 
which shared many of the same criteria 
of the first area, bu t has fewer retirees, 
was chosen.

There followed staff training, p repa
ration of two letters similar to those 
sent the first tim e, except that they also 
described the success of the Kingman 
pilot, and a small educational b ro 
chure. The m arketing program also in
cluded news releases, interviews with 
reporters, branch visitations, m eetings 
w ith  a tto rn e y s , a c c o u n ta n ts  and  
speeches before civic groups. All this 
was done to enhance the program ’s ac
ceptability.

T he b a n k ’s savings p e r  accoun t 
com pared to those accounts that are 
re tu rned  canceled each m onth is about 
$1.68 per year. Bulk filing will reduce 
total docum ent-processing costs sub
stantially, but, adds Mr. Sabeck, by 
e lim in a tin g  fine  so rtin g  of CC S- 
account item s, the spread betw een the 
two increases to $2.28 per account per 
year, using today’s costs.

Perhaps even more im portantly, ac
cording to Mr. Sabeck, CCS is an ex
cellent way of conditioning the m arket 
to paperless financial transactions of 
tomorrow — like the ATM, telephone 
bill paying, SurePay, autom atic de
posits, pre- and post-authorized bill 
paying, point-of-sale term inals and 
o th e r new  services com ing on the 
scene that will not initiate a piece ol 
paper to return .

The bottom  line to Valley Bank’s 
pilot is that its truncation experim ent 
has been a success. The bank is happy 
with it, says Mr. Sabeck, and is com
pleting plans to go system-wide with it 
on an optional basis. Not only that, but 
the bank is planning to im plem ent its 
bulk-filing program this year.

“The real bottom  line — substantial 
cost savings — won’t be realized, ” con
cludes Mr. Sabeck, "until we have 
gone statewide with both truncation 
and bulk filing, and if 20%-25% of our 
custom ers also have elected to sign up 
for Courtesy Check Storage, the sav
ings potential is really great. •  •
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Now there's one big advantage in 
doing business with Sooner Life:

IH JF E
CORPORATION

Sooner Life Insurance Company 
has been acquired by USL.IFE. 
Which means Sooner Life is now 
part of the 11th largest life insur
ance group in America—with over 
$35 billion of life in force.

This acquisition also means 
Sooner Life can serve your Credit 
Life needs even better than before. 
Because Sooner Life now has 
greater flexibility in responding to 
the changing conditions in the in
surance business. What's more. 
Sooner Life is now a key 
part of USLIFE's strategy 
for growth.

Part of that strategy 
is service. And by ser
vice, we mean being re

sponsive to your bank's life insur
ance needs as well as those of your 
customers. And by always being the 
life company you can rely on.

So whether you're interested 
in Credit Life, Credit Accident and 
Health, Whole Life, "Line of Credit" 
Insurance, Term, Key Man, Income 
Continuation, or Group Insurance, 
Sooner Life can give you the policies 
you want—at competitive prices.

For more information, contact 
James A. McNeese at 405-762- 

5631.
You'll be dealing 

with the company that's- 
joined the USLIFE family 
of companies. And that's 
to your advantage.

SOONER LIFE INSURANCE COMPANY
l i f e  is  a  f a m i l y  a f f a i r

P.O. Drawer 751, Ponca City, Oklahoma 74601
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Gunderson, Fugate, Scheduled 
For Louisiana Convention

BISHOP KENALEY SCHNEIDER

GUNDERSON FUGATE

THOSE TH R ILLIN G  days of yes
teryear w hen riverboat m en p i
loted the Mississippi will be relived by 

swashbucklers attending the Louisiana 
Banker Association’s convention April 
10-12 at th e  N ew  O rleans H ilto n  
Hotel.

“ R iv e rs id e  R e n d e z v o u s” is th e  
them e of this year’s nostalgic conven
tion. Even the usual Las Vegas party 
has been renam ed “Riverboat Gam
b le rs ’ P a rty ” to co incide w ith the  
them e.

Naturally, those at the helm who 
want to steer a smooth course through 
high in terest rates, double-digit infla
tion  and in creasing ly  b u rd en so m e  
governm ent regulations need  accurate 
navigational information. That infor
mation will be provided in part on 
April 12 by a panel on “O ne-Bank 
H old ing  C o m p an ies” th a t w ill be 
m oderated by Em bree K. Easterly, 
p resident, Capital Bank, Baton Rouge. 
Panelists will include Ivan D. Fugate, 
c h a irm a n /p re s id e n t, W e s te rn  N a
tional, D enver, and im m ediate past 
president, Independen t Bankers As
socia tio n  ol A m erica ; W illiam  P. 
Johnson and John J. Kendrick Jr., a t
torneys from D enver and Dallas, re 
spectively.

LBA P re s id e n t  H . G raham  
Schneider will give the association’s 
annual report on April 12 and will be 
followed by ABA-President E lect Lee

E. G underson, president, Bank of Os
ceola, Wis.

O n th e  e n te r ta in m e n t  sid e , 
swashbucklers may try the ir hands at 
“ P ad d le  W h e e le rs ’ B in g o .” T he 
“Riverboat G am blers’ Party” will be 
held from 4-6 p.m . April 10. All chips 
and gambling “m oney” will be issued 
guests w hen they arrive at the party. 
According to the LBA, no money will 
change hands. Chips may be cashed in 
for prizes.

A large banking trade show will be 
held in conjunction with the conven
tion. To com plem ent the convention’s 
them e, exhibitors will host a “Levee 
Party” for convention attendees.

TRY US
FOR YOUR NEXT 

ENVELOPE 
REQUIREMENT

MISSOURI ENCOM. INC.
10 655  GATEW AY BLVD.

ST. LOUIS, M O. 63132  

Phone 3 1 4 /9 9 4 -1 3 0 0
* Ask for our new Envelope Plastic S ize r®  

Template —
Necessary to avoid costly mailing mistakes. 

Free with your first inquiry.

D uring Saturday’s luncheon ban
quet, a 50-year banker, J. E. Cum 
m ings, p re s id en t/d irec to r, Bank of 
Sunset, will be honored.

The convention will close following 
Saturday’s dinner dance.

LBA Officers. Mr. Schneider, LBA 
president, has been president of F irst 
N ational, Lake P ro v id en ce , s ince 
1970. He joined the bank in 1968.

LBA president-elect is Crawford A. 
Bishop, p resident, Bank of Gonzales, a 
post he has h e ld  since 1971. M r. 
Bishop joined the bank in 1958 and was 
prom oted to cashier in 1960.

LBA tre a su re r  is John  K enaley, 
president, H ub City Bank, Lafayette. 
Mr. Kenaley joined his p resen t bank in 
1972 as president. H e en tered  banking 
in 1949 at H ibernia National, New 
Orleans.

G eneral convention chairman this 
year is Michael J. Rapier, president, 
National Bank of Com m erce, Jefferson 
Parish. •  •

Barksdale Named President 
Of Fed Advisory Council

ST. L O U IS  — C la re n c e  C. 
Barksdale, chairm an/CEO , F irst Na
tional, has been named president of the 
Federal Advisory Council for 1980.

T he co u n c il, on w hich  M r. 
Barksdale has re p re se n te d  th e  St.

Louis region since 1978, confers with 
the Board of Governors of the Federal 
R eserve  System  on econom ic and 
banking m atters and makes recom 
mendations regarding Fed activities. 
The council comprises one represen ta
tive from each of the 12 Fed districts 
and m eets in W ashington, D. C ., at 
least four times a year.

Mr. Barksdale also is chairm an/CEO 
of F irst Union Bancorp., the parent 
company of F irst National.
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W hy th e  D irectoni o f U.S. Banking Executives 
m a y  be th e  m o st im p o rta n t b o o k  you can ow n

The only com pre
hensive guide to the 
major figures in 
American banking 
today. With more than 
13,000 informative 
biographical profiles 
o f leading bankers all 
over the country.

This handsomely  
bound book has more 
than 110 0 , 8V2" x  1 1  
pages. With alpha
betically arranged 
biographical profiles 
and a useful bank 
index by state. All in 
easy-to-read type.

Here's a unique book  
that will quickly 
becom e an important 
part o f  every financial 
reference library. And  
here's your chance to 
reserve your copy o f  
the first edition now!

Published by Am er
ican Banker, the 
country 's only daily 
banking newspaper, 
the Directory of  U.S. 
Banking Executives is 
indispensable for 
bankers and people  
who deal with bank
ing executives.

Dealing with bankers is an 
important part of your job. So the 
more familiar you are with lead
ing banking executives; the more 
you'll accomplish for your bank 
or firm—and for your career.

That's the idea behind Ameri
can Banker's Directory of U.S. 
Banking Executives. As the only 
comprehensive guide to the bank
ing community, the Directory can 
introduce you to the country's most 
influential bankers and provide 
the background information you 
need to deal more effectively with 
them. Plus it will help you 
remember important facts about 
leading bankers you've met at 
conventions and other meetings.

Devoted exclusively to mem
bers of the banking profession, 
this unique directory contains

informative biographical profiles 
on leading U.S. bankers. With 
useful facts you won't find in any 
other single volume.

The Directory of U.S. Banking 
Executives is an indispensable 
reference book for bankers and 
anyone who deals with banking 
executives. So we're offering you 
the first edition with our money- 
back guarantee. If you're not 
completely satisfied with the 
Directory, return your copy within 
30 days for a full refund. Reserve 
your copy today!

Now available at a prepublica
tion discount! Take advantage of 
this special offer—order your copy 
of the Directory of U.S. Banking 
Executives now and get 20 percent 
off the publisher's price. Send for 
your copy today!

Detach here and mail today!

To: A m erican  B anker 
D irectory o f  U.S.
B anking E xecutives 
5 2 5  W est 4 2 n d  S tree t 
n e w  York, n e w  York 1 0 0 3 6

YES! I w ant to reserve a copy of this useful 
reference book at this money-saving prepubli
cation price. Send m e_____copies of the Direc
tory of U.S. Banking Executives at $72 each, plus 
postage and handling—a 20 percent savings 
over the publisher's price. I understand that if 
I'm not completely satisfied, I m ay return the 
book w ithin 30 days and receive a full refund?

□  Check enclosed. □  Bill me.

NAME_____

TITLE______

BANK OR FIRM______________________________________

ADDRESS________________________________________ __

CITY______________________________________________

STATE____________________________ ZIP______________

SIGNATURE___________________________________ __

■This prepublication discount expires March 31,1980. M B-3-80

A m e r ic a n  A a n k e r
Directory of U.S. Banking Executives 

525 West 42nd Street 
New York, New York 10036 

(212) 563-1900 Ext. 830
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From  th e  IVI id -Continent A rea
Alabama
■  FIRST NATIONAL, Russellville, 
has elected W ayne Malone vice chair
man and Joel C arter president/chief 
operating officer.

■  RICHARD P. M ORTHLAND has 
been nam ed president, Peoples Rank, 
Selma. He had been executive vice 
president.

■  MARY G E O R G E  JO R D A N  
W A ITE, chairm an  and  p re s id e n t, 
Farm ers & M erchants, C entre, has 
been reappointed chairperson of the 
Small Business Administration Region 
IV, Birmingham Advisory Council.

■  C O M M E R C IA L  GUARANTY, 
M ob ile , has p ro m o te d  B obby J. 
L ow ther to sen ior vice p re s id en t, 
R o b e rt L. Ray I I I  to sen io r vice 
president/com ptroller and Donald W. 
Vaughn to vice president/cashier.

■  FIRST NATIONAL, Florence, re 
c e n tly  b ro k e  g ro u n d  for its new  
seven-floor bu ild ing  tha t will have 
86,400-square feet of space. To con
serve energy, all windows will have 
double-glazed glass. The new bank will 
have four drive-in lanes and an au
tomatic teller machine.

■  FIRST NATIONAL, D ecatur, has 
prom oted Anna Hamaker, Carolyn M. 
H unt, Patricia M. Poole and Phyllis 
Reaves to assistant cashiers.

New Group Officers Elected 
In Ala. Bankers Assn.

N ew  g ro u p  o fficers have  b e e n  
elected in the Alabama Bankers As
sociation. They are:

Group One: chairman, Billy Bolton, 
p re s id e n t, Bank of R ed Bay; vice

chairman, Jim Flem m ing, president, 
Bank of Florence.

Group Two: chairman, W. R. Col
lins, president, Bank of H untsville; 
vice chairman, John E. Wilkes J r . , vice 
president, F irst State, D ecatur.

G ro u p  T h re e :  ch a irm a n , B. J. 
N olen, p re s id e n t, A lb e rtv ille  N a
tional; vice chairm an, Jane Poovey, 
senior vice president, Farm ers & M er
chants Bank, C entre.

G roup  Four:  chairm an , W illard  
H u rley , p re s id e n t, F irs t A labam a 
Bank, B irm ingham ; vice chairm an, 
William C. Robertson, vice president, 
Citizens Bank, Fayette.

G ro u p  Five:  c h a irm an , H. R. 
Moore, vice president, F irst National, 
Talladega; vice chairman, Roy Reeves, 
p re s id e n t , C itib an c  of A labam a, 
Roanoke.

Group Six: chairman, S tephen C. 
Rogers, vice president, Commercial 
National, Demopolis; vice chairman, 
Betty J. Kinard, assistant vice presi
dent, Bank of Moundville.

G ro u p s  S e v e n /E ig h t : cha irm an , 
W alter P arren t, p residen t, Bank of 
East Alabama, Opelika; vice chairman, 
W att Jones, president, Citizens Bank, 
W etumpka.

Group Nine:  chairm an, C larence 
F renke l, p re s id en t, F irs t Alabama 
Bank of M obile C oun ty , Bayou la 
B a tre ; v ice ch a irm a n , K e n n e th  
Schultz, executive vice p re s id en t, 
Farm ers & M erchants Bank, Foley.

Group 10: chairm an, H. G. Stud- 
still, p re s id en t, C itizens N ational, 
Opp; vice chairman, Robert H. Ben
nett Sr., chairm an/president, Farmers 
Exchange Bank, Louisville.

Arkansas
■  GARY E. B L E N D E N  has been  
nam ed a director of Arkansas Bank, 
Hot Springs. He en tered  banking in 
1973 at Citizens & Southern National, 
Atlanta, and joined his presen t bank in 
1974. H e was p ro m o te d  to vice 
p residen t/special projects officer in 
1979.

■  T H E  ST. LO U IS F E D  has ap 
p roved  th e  ap p lica tion  of P eoples 
Bancshares, Inc., Van Buren, to be
come a bank holding company through 
acq u is itio n  of P eo p les  Bank, Van 
Buren.

Let this man Help 
your bank profit.

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

n rs t Alabama Bank
#  o f  M o n t g o m e r y  N.A.
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■  W ILLA RD  HUSKINS has been  
nam ed vice president/trust officer at 
First National, Crossett. He goes to 
the bank from Bank of A & M, College 
S ta tion , T ex ., w h ere  he was vice 
president/trust officer.

■  EXCHANGE BANK, El Dorado, 
has elected Edw ard H urley chairman 
and J. Thomas May president. Messrs. 
H urley and May joined the bank in 
1960 and 1976, respectively.

Illinois
■ ALAN M. MEYER has been ap
pointed president/C E O  of First Na
tional, Deerfield. He goes to the bank 
from D eerfield State, w here he was 
president/C EO . Mr. M eyer en tered  
bank  ing  in 1960 and  had  b een  
president/C E O  of F irst National, M er
ritt Island, Fla., before return ing  to 
Illinois in 1978.

■  C R E S T W O O D  BANK recen tly  
held an open-house reception to cele
brate the opening of its new home.
M ore than  750 persons a tte n d e d .
Giant souvenir checks, balloons and a 
special “guess-the-am ount-o f-m on- 
ey-in-the-coin-jug” contest were fea
tured.

■  ALTON BANKING & TRUST has 
p ro m o te d  L arry  F ra n k lin  to v ice 
president; Patrick J. Heitzig to assist
ant vice president/trust officer; Ruth 
Autery, Phyllis Pitts and Gladys Ben
nett to assistant vice presidents and 
Richard W. D ortch to assistant au
ditor.

■  CENTRAL NATIONAL, Sterling, 
has prom oted W. Kevin Kline II to 
vice p re s id en t/d a ta  processing  and 
Robert E. Baker to commercial loan 
officer. Messrs. Kline and Baker joined 
the bank in 1979 and 1973, respec
tively.

■  E L M H U R S T  N A T IO N A L  has 
prom oted Roger P. Carqueville and 
David R. Rautio to vice presidents and 
M ichael W. Stolz to assistant vice 
p re s id e n t . M essrs. C a rq u e v ille , 
Rautio and Stolz joined the bank in 
1977, 1968 and 1973, respectively.

■  JUDY PRATT has been  elected a 
vice p re s id e n t and  d irec to r , F irs t 
State, M orrisonville. On D ecem ber 
22, M rs. P ra tt , th e  fo rm e r Jud y  
Calame Smith, was m arried to Dean 
Pratt, president of the bank.

■  FIRST NATIONAL, Cicero, has 
e le c te d  Jo sep h  J. S c h u e ss le r  
chairm an/C E O ; James P. Krcmarik
MID-CONTINENT BANKER for March, 1980

\b u r  m an on  
our sta ff.
^ ie s , John Staudt is on our staff, but his assigned 

priority is to serve you. As head of our Financial 
Institutions Department, John brings to his job more than 
a depth of banking experience — he brings a concern to 
see that Springfield Marine Bank not only hears but 
heeds the needs of each of our correspondent banking 
institutions. As the largest Illinois bank in deposits and 
capital outside of Cook County, Marine Bank offers you 
the leverage of a major full-service banking establishment 
close to home. Many of our correspondent banks use us 
as their main depository and find such products as our 
cash-letter service an enormous

Member Federal Deposit Insurance Corporation

Springfield

MARINE
BANK
1 East Old State Capitol Plaza 
Springfield, Illinois 62701

convenience.

John Staudt is your man on our 
staff. You’ll see him often and also 
find easy access to any of our top 
management with whom you wish 
to confer. No bank, no matter how 
small, ever feels lost at Marine 
Bank. John Staudt is banking his 
career on that. John 
may have already 
called on you. Feel free 
to call on him any time 
at (217) 753-6024.

95Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



president and Frank A. Lhotka execu
tive vice president. Stanley D. Loula, 
executive vice president/trust officer, 
has been elected a director.

Indiana
■  C L IN T O N  C O U N TY  BANK, 
Frankfort, has nam ed Robert E. Hall 
Jr. cha irm an /C E O  and  B radley  S. 
Blickenstaff president/senior loan ad
ministrator.

■  D A V ID  E. T R O U T  has b e e n  
nam ed vice president/assistan t con
troller, Citizens National, Evansville. 
Mr. Trout joined the bank in 1971.

■  W ILLIAM  C. C U N D IF F  has been 
nam ed senior vice president/loan ad
m inistration at Citizens Bank, Jeffer
sonville. He joined the bank in 1948 
and was nam ed senior vice president/ 
commercial loans in 1976.

Kansas
■  PLANTERS STATE, Salina, has 
changed its name to Planters Bank. 
Also, Edw ard D. Pogue was elected 
vice president. He goes to the bank 
from Kansas Pow er and Light Co., 
w here he was a regional vice presi
dent.

■  STATE E X C H A N G E , Yates 
C enter, has elected  Norma Hanson 
and Sylvia Jeffery assistant cashiers/ 
loan officers and Betty O ler assistant 
cashier, operations.

■  D A N IEL H. CORMAN has been 
elected a director of F irst National, 
Derby. Mr. Corman joined the bank in 
1979 as vice president/cashier.

■  FID ELITY  STATE, Dodge City, 
has nam ed Leon Flax vice president/ 
agricultural representative and Scott 
C h ipm an assis tan t vice p re s id e n t/ 
installm ent loan manager. Also, Carma 
Wolfe was nam ed loan officer, install
m ent loan departm ent.

■  M ISSION STATE has nam ed M ar
garet Sherman, Gordon T. Brown and

Robert L. Dye assistant vice p resi
dents. Also, Frances A. Sutton has 
been prom oted to assistant cashier.

Kentucky

This is artist's conception of 13-story glass 
and pre-stressed concrete structure, new 
headquarters of Second Nat'l, Lexington, 
that will be completed by fall, 1981.

■ SE C O N D  NATIONAL, Lexing
ton, will construct a 13-story glass and 
pre-stressed concrete structure to be 
known as Second National Plaza start
ing in August. Com pletion is expected 
by fall, 1981. The new building will 
provide headquarters for the bank’s 
executive offices and main bank, while 
making a substantial investm ent in the 
re d e v e lo p m e n t of dow nto w n  
Lexington. The bank will occupy the 
first four floors and will have approxi
mately 160,000 square feet of space.

■  PLANTERS BANK, Hopkinsville, 
has prom oted William R. Simmons 
and W. Ray Luttrull Jr. to senior vice 
presidents; Hill Ferguson to executive 
vice president and Robert A. Koob to 
com ptroller.

■  SECO N D  NATIONAL, Ashland, 
held a special stockholders’ m eeting in 
February  to decide w hether to w ith
draw from the Fed. The withdrawal 
would mean $300,000-$400,000 in ad
ditional income for the bank. Also, the 
withdrawal would mean a charter and 
name change for the bank. Tentative

plans are to change the nam e to First 
Ashland Bank & Trust under a state 
charter.

Louisiana

■  G IL B E R T  M. M E L L IN  , vice 
p resid en t, W hitney  N ational, New 
Orleans, has been elected a governing 
council m em ber of the National As
sociation of Business Economists. Mr. 
Mellin will serve a th ree-year term  on 
the council.

■  FIRST NATIONAL, Houma, has 
p ro m o ted  Louis E. R ou tie r Jr. to 
senior vice president and Jerom e H. 
M ire to vice president. New assistant 
vice presidents are Abel A. Caillouet 
Jr. and Michael J. Evans. F red  Sollars 
has been prom oted to assistant vice 
president, Linda L. Peters to assistant 
cashier and Regina D. Forem an to as
sistant trust officer.

Mississippi
■  U N IT E D  SO U T H E R N , Clarks- 
dale, has elected Robert R. Birdsong 
executive vice president and has pro
m o ted  Jim  T o w n sen d  to vice 
p resident/trust officer and H. Anthony 
Farish and Rebecca Powell to assistant 
vice presidents. Also, U nited South
ern  has p rom oted  the following to 
presidents of their respective banks: 
John B. Young Jr., Batesville; Reginald 
C artledge Jr., Drew; Sydney Guest, 
Lam bert, and Ira Ousley, Tutwiler.

We make automated service easier for you!

MIKE O LEARY DAVE RANKIN
COMMERCIAL 
NATIONAL 

_____  BANK
6th and Minnesota Ave. • Kansas City, Kansas 66101 • Member F.D.I.C.

CNB
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Missouri

QUIGG ROBUCK

PLETZ WEBER

on m atters relating to housing and to 
prom ote the revitalization of Missouri 
neighborhoods. Also, Miss Machlis has 
b e e n  asked  by P o ttin g e r  & C o ., 
W ashington, D. C., to serve on a 24- 
person national advisory panel to help 
prepare a lender’s guidebook on fed
eral aids to com m unity investm ent.

■  ST. JO H N S  BANK, St. L ouis 
County, has prom oted Jerry L. Byrd 
from vice p re s id e n t to sen ior vice 
president; Wallace J. Sheets from trust 
officer to vice president/trust officer, 
V irginia F. H au se r from  assistan t 
cashier to assistant vice p resid en t, 
Nancy W ym er from assistant cashier to 
head teller — main bank and Shirley 
Bainey from teller to assistant manager 
— Natural Bridge facility.

I  FABMERS BANK, Gower, an af
filiate bank of F irst M idwest B ancorp., 
Inc., St. Joseph, has received approval 
for its name to be changed to F irst 
M idwest Bank of Gower.

■  CENTRAL TRUST, Jefferson City, 
has e le c te d  W illiam  W. Q uigg 
p re s id e n t/d ire c to r  and  R o b ert M. 
R obuck ex ecu tiv e  vice p re s id e n t/  
director. Charles A. W eber has been 
prom oted to vice president/corporate 
secretary and trust officer and Karen 
L. Pletz to vice p resident/trust officer.

■  BANK O F G A IN E SV IL L E  has 
p ro m o ted  D yana T e rry  and  M ike 
Evans to assistant cashiers. Miss Terry 
and Mr. Evans have been with the 
bank since 1973 and 1976, resp ec
tively.

■  SOUTHERN COM M ERCIAL, St. 
Louis, has prom oted Byron W. Moser 
and W. Louis Perkins to assistant vice 
presidents.

■  JOAN M ACHLIS, com m unity de
velopm ent officer, M ercantile Trust, 
St. Louis, has been appointed to the 
Missouri N eighborhood Commission 
by G overnor Joseph Teasdale. The 
24 -m em ber commission was created in 
O ctober, 1979, to advise the governor

FORD MANRING HULETT

■  FIRST NATIONAL, St. Joseph, 
has prom oted Meg D uncan to vice 
president; John J. Ford, Bill M anring 
and Carol Horn to assistant vice presi
dents and Stanley M. H ulett to agricul
tural representative. F irst Trust, St. 
Joseph, has prom oted Jeanette Vena
ble to assistant vice p res id en t and 
Lorene Wood to assistant cashier.

■  FIRST M ID W E ST  BANCORP., 
St. Joseph, reported  1979 net income 
of $2,514,871, or $3 p er share, which is 
approxim ately 13% higher than the 
$2,226,135, or $2.65 per share, earned 
in 1978 (when adjusted for the two- 
for-one split in 1979).

MID-CONTINENT BANKER for March, 1980

New Mexico
B CAPITAL BANK, Santa Fe, has 
prom oted Steve Lamoreux to senior 
v ice p re s id e n t/o p e ra tio n s ; D avid  
G u ru le  to se n io r  v ice p r e s id e n t/  
lending operations and administration 
and Phillip J. Torres to vice president.

■  FIRST NATIONAL of Rio Arriba, 
Española, has p rom oted  W ayne L. 
McKinley and Tony F. M artinez from 
assistant vice presidents to vice presi
dents. Also, Mr. M artinez is manager 
of the Dulce Branch. Messrs. McKin
ley and M artinez joined the bank in 
1969 and 1971, respectively.

Oklahoma
■ FIRST NATIONAL, Yukon, has 
p rom oted  John M. Coffey to ch ief 
executive officer and Steve C. Brown 
to e x ecu tiv e  v ic e -p re s id e n t /c h ie f  
o p e ra tin g  officer. M r. Coffey has 
served as president/d irector of F irst 
Yukon Bankshares, Inc., the bank’s 
HC, and vice chairman of the bank 
since 1973. M r. B row n had  b een  
senior vice president/cash ier of the 
bank since 1975.

■  U N IT E D  O K L A H O M A , O k
lahoma City, has elected William O. 
Johnstone president. Mr. Johnstone 
goes to the bank from Union B ancorp., 
Inc., and Union Bank, both of Ok
lahom a C ity , w h ere  he had  been  
president.

■  JACK T. CONN, chairman, F idel
ity National, Oklahoma City, has been 
elected president, Oklahoma H istori
cal Society.

■  U N ITED  BANK, Chattanooga, has 
p ro m o ted  R obert L. D olan Jr. to 
executive vice president and to the 
executive com m ittee, and Mitchell L. 
B ry an t to sen io r  v ice p r e s id e n t/  
cashier.

■  ROBERT S. EBERT SR. has been 
prom oted to vice president/business 
developm ent at City National, M em 
phis. Mr. E bert joined the bank in 
1979 and has more than 30 years of 
banking experience.

■  FIRST AMERICAN NATIONAL, 
Nashville, soon will begin construction 
of a larger branch office in Bordeaux. 
The new 2,000-square-foot contem po
rary branch will replace a tem porary 
b ran ch  at th a t location .
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Texas
■ FIRST CITY NATIONAL, El Paso,
has prom oted Nathan E. Christian to 
vice president/corporate departm ent 
m anager; Frank M. Bashore to in 
stallm ent loan officer and Robert L. 
Armstrong to controller.

■  CHARLES R. PERRY has been  
elected chairm an of State National, 
O d essa . M r. P e rry  is p re s id e n t/  
chairman, Perry Gas Companies, Inc., 
Odessa. Also, Paul Slator was honored 
on the 30th anniversary of his election 
as a director.

Fed Answers 
Regs Questions
Randall C. Sumner, assistant vice president in 
St. Louis Fed’s consumer and community affairs 
dept., answers common questions about federal 
regulations that affect most banks. Information 
given here reflects Mr. Sumner’s opinions, not 
necessarily those o f the St. Louis Fed or the 
Board of Governors.

On January  31, 1980, the 
Board of Governors of the F ed 
eral Reserve System released 
final am endm ents to Regula
tion E and issued two proposals 
for com m ent. Regulation E im 
plem ents the Electronic Fund 
Transfer Act, Title XX of the 
F inancial In s titu tio n s  R egu
latory and In terest Rate Con
trol Act of 1978. Following are 
several of the most frequen t 
questions received by the con
sum er affairs division regarding 
the new provisions of the regu
lation:

Q What notice must be 
•  given to a consumer 
whose account is scheduled to 

be cred ited  by a p r e 
au th orized  e lectro n ic  fund  
transfer from the same payor 
at least once every 60 days?

A in  addition to the two 
• p re v io u s ly  p ro v id e d  
alternative-notice  procedures 

that would require either posi
tive or negative notice every 
tim e a pre-authorized transfer 
occurs or fails to occur, a new 
th ird  alternative perm its an in
stitu tion  to estab lish  a te le 
phone line that a consum er may 
call to  find  o u t if a p r e 
a u th o riz e d  tra n s fe r  has oc
c u rre d . T he te le p h o n e  line 
m ust be “ readily  availab le ,” 
and the final rule requires that 
institutions using this alterna-

tive establish systems with suf
ficient lines, eq u ip m en t and 
personnel so that consum ers 
calling to inquire about trans
fers are able to have calls an
swered with little difficulty.

How often  must 
periodic statem ents  
ded to consumers with 

EFT accounts?

A T he  re g u la tio n  re- 
• qu ires in stitu tions to 

p ro v id e  a w r itte n  p e rio d ic  
sta tem en t sum m arizing E F T  
activity occurring in the state
m en t cycle . T he s ta te m e n t 
m ust be provided for any ac
count capable of transfers other 
than pre-authorized credits for 
each m onth in which there  is 
electronic activity in the ac
count. W here no activity occurs 
in such an account, the state
m ent m ust be provided on at 
least a quarterly basis.

W hat are the r e 
quirements regarding 
g of pre-authorized  

transfers?

A The final rule generally 
• provides that a financial 

in s t i tu t io n  th a t re c e iv e s  a 
sc h e d u le d  p re -a u th o r iz e d  
transfer shall credit the am ount 
of the transfer as of the day the 
funds for the transfer are re 
ceived.

Q.
crediti

Are you a versatile, enthusiastic individual with 
skills in m arketing, personnel training and 
oral/written communication-presentation? Our 
EFT support group has an interesting position 
open that will put your skills to work and offers 
excellent potential for advancement. Located in 
a great Midwest city, we offer competitive sal
ary and benefits, happy surroundings and co
workers. Please respond with a com plete re
sume. Each reply will be held in strict confi
dence and acknowledged. Our em ployees know 
of this advertisement. Write: Box 94-M, c/o 
M ID-CO NTINENT BANKER, 408 Olive St., 
St. Louis, MO 63102.
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First National Bank, Kansas City .....................................  25
First National Bank, St. Louis .........................................  100
First National Bank of Commerce,

New Orleans ...................................................................  23
First Tennessee Bank, Memphis .................. 67, 69, 71, 73

Globe Life & Accident Insurance Co.................................. 81

Hagan & Associates, Tom .................................................. 78
Harland Co., John H............................................................. 19
Harris Trust & Savings Bank, Chicago ............................ 68

Industrial Life Insurance Co................................................  28
Insured Aircraft Title Service, Inc......................................  64
Insured Credit Services, Inc................................................ 43

Liberty National Bank & Trust Co.,
Oklahoma City ................................................................ 2

MGIC-Indemnity Corp........................................................... 89
Manufacturers Hanover Trust Co........................................  3
Memphis Bank & Trust Co................................................... 27
Mercantile Bancorp., St. Louis ........................................ 7
Mercantile National Bank, Dallas .................................... 70
Missouri Encom, Inc............................................................  92
Monteleone, The ...............................................................  88
Mosler Safe Co......................................................................  63

National American Bank, New Orleans .......................... 83
National Boulevard Bank, Chicago .................................. 72

Planned Projects ...............................................................  75
Prestige Business Fashions .............................................  80

Robot Research, Inc............................................................. 49

Signa Associates ................................................................ 62
Signature Technology, Inc...................................................  45
Springfield Marine Bank ...................................................  95
Struven, Inc., G. Carlyle ...................................................  76
Stuyvesant Life Insurance Co.............................................. 65

Third National Bank, Nashville ........................................ 79
Tucker, Bob .......................................................................  30

United Business Equipment Corp......................................  48
US Life Corp.......................................................................... 91

van Wagenen Co., G. D........................................................ 41

Whitney National Bank, New Orleans .............................  5
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Bart French. Senior Vice-President, First National Bank. 
Head of the Correspondent Banking and Real Estate 
Divisions. Born: St. Louis, Mo., 1932. Education: St. Louis 
University, 1955. Member, President’s Council of St. Louis University. 
Recently reorganized the Correspondent Division to better meet 
operational and credit needs of customers. “In today’s environment 
it’s difficult for a bank to offer unique products or services for long. 
What sets us apart is an in-depth knowledge of our customer’s 
needs and a keen awareness of the importance of timely response.” 
At Firstbank. First National Bank in St. Louis. Where Firstperson 
performance means dedication to excellence in information 
and results.

Firstperson*

Firstbank.
W ^ -  First National Bank 
f in St. Louis
f I Wm A First Union Bank
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