
/increased productivity is the key to 
bank profits in the 1980s. Banks 

that survive the turbulence of re
regulation will be those institutions 
that come to the marketplace with 
the best products and services 
delivered when, where and how 
the consumer wants them. 
Competitive pricing will be both an 
albatross and an impetus to hone 
the production process to precision 
efficiency. Productive utilization of 
a bank's raw materials— labor, 
capital and equipment—will mean

the difference 
between red and 
black ink on many a 
bottom line.”

George D. Norton 
Chairman
Bank Administration Institute 
See Page 17
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Now you can join 
Liberty’s statewide 
ChecOKard network 
.. .even if you do 
your own processing.

Your customers can 
enjoy the convenience 
and you the advantages —of 
ChecOKard’s network of ATMs (more 
than 100 now, and growing), regardless 
of whether your processing is done 
internally or externally.

Thanks to a new “strip file” software system 
at Liberty, coupled with the reliability of tandem
computers, here’s how it works:

Every morning, you send to us only the 
balances of your ChecOKard customers. Spe
cial hardware installed in your bank transmits 
and receives ChecOKard information by tele
phone. At the end of the business day, we 
send back to you all of the current ChecOKard 
transactions for posting.

It’s as uncomplicated as that.

Call Liberty (405/231-7186) and let our data 
people explain details of this forward step in 
the ChecOKard ATM network.

It’s good for your customers... and good 
for you.

LIB E R TY
THE BANK OF MID-AMERICA

Liberty National Bank and Trust Company • P.O. Box 25848 • Oklahoma City, Oklahoma 73125 • 405/231-7186 • Member FDIC
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Rapid transit.
Speed. It’s the essential ingredient of intelligent 

movement of money. It’s also why more correspondents choose 
the rapid transit system at Commerce.

Our day starts with 
balance reporting at 5:00 A.M. 

k By 9:00, we’re on the phone
■  with customers, advising them
■ of how much money is immedi- 
r ately available for investment 
and how much is deferred. Same

day available balance reporting coupled with timely information 
on previous day’s ending ledger balance enables correspondents 
to manage their funds position accurately and maximize profits.

What’s more, we handle exception items, exceptionally fast. 
Other banks take weeks to get return items back to you. Our 
unique post office box and special zip code allow us to handle these 
items quicker. Fast turnaround on return items means less float as 
well as minimal risk of embarrassment and loss.

In addition, we have a special problem-solving team for cash 
letter adjustments. Our Special Adjustment Staff (S.A.S.) pays quick 
attention to your problems. If an error has been made in the checks 
sent to us for clearing, this special team quickly catches the error 
and adjusts the correspondent for the proper amount. Large dollar 
adjustments receive immediate priority.

Rapid transit at Commerce adds up to the best availability 
schedule around. If you’d like to plug into our rapid transit system,

•  Commerce Bank
£ *  -W 7 -  _ V I  MEMBER FDICof Kansas City

(816) 234-2000 • 10th & Walnut • Kansas City, MO 64141

call your Correspondent Banker 
at Commerce—now.

No one knows the value of 
time better than Commerce.
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Convention Calendar
The Financial Magazine of the Mississippi Valley & Southwest

Volume 7 8 r No.  3  March, 1982
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17 'PRODUCTIVITY THROUGH PEOPLE'
BAI focuses on training, quality circles, motivation

19 HOW TO BOOST PRODUCTIVITY
By restructuring jobs, work systems

23 FINDING THE RIGHT TOOLS
To increase productivity

26 AUTOMATING COMMUNITY BANKS
Arkansas program boosts productivity

30 KEY TO PRODUCT PROFITABILITY
It’s determ ining actual transaction cost

44 MID-CONTINENT-AREA BANKS REPORT ON IRAs:
30-day total soars to 13,800 accounts
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Banking’s future is them e
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March 21-24: ABA National Installment Credit Confer
ence, Dallas, Loew s Anatole.

March 21-24: ABA Trust Operations/Automation 
Workshop, Atlanta, Hyatt Begency.

March 21-24: Bank Marketing Association Advertising 
Conference, New York City, Sheraton Centre, New 
York.

March 21-25: Bank Administration Institute Bank Au
ditors Conference, Hollywood, Fla., Diplomat.

March 22-26: Bank Marketing Association Essentials of 
Bank Marketing School, University of Georgia/ 
Athens.

March 23-26: Bank Administration Institute Check 
Processing Conference, New Orleans, Marriott 
Hotel.

March 28-31: ABA Southern Regional Bank Card Con
ference, Atlanta, Omni International.

April 2-6: Louisiana Bankers Association Annual Con
vention, New Orleans, New Orleans Hilton.

April 3-6: Association of Reserve City Bankers Annual 
Meeting, Phoenix, Arizona Biltmore.

April 3-8: Bank Marketing Association Management 
School of Bank Marketing, Athens, Ga., University 
of Georgia.

April 13-16: Bank Administration Institute Accounting/ 
Finance Conference, Orlando, Fla., Hyatt Regency 
Orlando.

April 18-20: Conference of State Bank Supervisors 
Annual Convention, New Orleans, Fairmont Hotel.

April 18-20: Consumer Bankers Association Central/ 
Western States Regional Meeting, Lexington, Ky., 
Lexington Marriott.

April 18-21: Bank Marketing Association Video Com- 
munications/Training Workshop, St. Louis, Marriott 
Pavilion Hotel.

April 18-21: Bank Marketing Association Marketing 
Research Conference, Atlanta, Colony Square.

April 18-23: ABA National Commercial Lending 
Graduate School, Norman, Okla., University of 
Oklahoma.

May 2-5: Bank Marketing Association Public Relations/ 
Communications Conference, New Orleans, Fair
mont Hotel.

May 2-6: Alabama Bankers Association Annual Con
vention, Lake Buena Vista, Fla., Disney World, 
Contemporary Hotel.

May 2-13: ABA National Commercial Lending School, 
Norman, Okla., University of Oklahoma.

May 3-6: Annual Premium Incentive Show, New York 
City, Coliseum.

May 9-12: Oklahoma Bankers Association Annual Con
vention, Oklahoma City, Sheraton-Century Center.

May 9-12: Tennessee Bankers Association Annual Con
vention, Atlanta, Peachtree Plaza Hotel.

May 11-14: ABA Northern Regional Bank Card Confer
ence, Chicago, Hyatt Regency Chicago.

May 12-14: Association of Bank Holding Companies 
Annual Meeting, San Antonio, Tex., Hyatt Regency.

May 13-15: Missouri Bankers Association Annual Con
vention, St. Louis, Stouffer’s Riverfront Inn.

May 13-15: Texas Bankers Association Annual Conven
tion, Dallas, Loew s Anatole Hotel.

May 15-18: Arkansas Bankers Association Annual Con
vention, Hot Springs, Arlington Hotel.

May 16-18: Bank Administration Institute Bank Tax 
Conference, New Orleans.

May 16-19: ABA National Conference on Real Estate 
Finance, Washington, D. C., Capital Hilton.

May 16-19: Bank Marketing Association Corporate 
Marketing Conference, Tarpon Springs, Fla., Innis- 
brook Resort.

May 17-18: ABA Insurance Industry Conference, 
Washington, D. C., Washington Marriott.

May 17-19: Bank Administration Institute Bank Tax 
Conference, New Orleans, New Orleans Hilton.

May 19-21: Kansas Bankers Association Annual Con
vention, Wichita, Wichita Royale Hotel.

May 20-23: Mississippi Bankers Association Annual 
Convention, Biloxi, Broadwater Beach/Biloxi Hilton 
Hotels.

May 23-26: ABA National Marketing Conference, San 
Francisco, Hyatt Regency Hotel.

May 23-28: ABA National Commercial Lending Gradu
ate School, Norman, Okla., University of Oklahoma.

May 23-28: Bank Marketing Association Essentials of 
Bank Marketing School, Boulder, Colo., University 
of Colorado.
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Does your correspondent bank 
minimize float in 
check clearing?

A Mercantile Banker 
makes it smooth-sailing.

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

Correspondent Banking Division 
Mercantile Trust Company N.A. 
St. Louis, MO (314) 425-2404

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

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

We’re with you.
M = R c n n T i i =BRIX
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The Banking Scene

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

The Gold Standard Revisited

Fr o m  t h e  e a r l y  1930s to
1980, the consensus of economists 

and m onetary theorists was that the 
classical gold standard  was a dead 
duck. It’s true that the U. S. has been 
on a lim ited gold standard from the 
1930s, bu t it was so lim ited that Am er
icans didn’t have the right to convert 
paper currency into gold on a paper- 
dollar-for-gold-dollar basis.

A small bu t growing voice is being 
heard in W ashington that the U. S. 
should return  to the classical gold stan
dard.

While we have hundreds of 
tons of gold in Fort Knox, any 
reasonable correlation of the 
value of that gold to the value 
of the existing paper-money 
supply shows that the fraction 
of bullion availab le  to be 
coined and converted into 
money is most modest.

I t’s appropriate to describe what the 
conventional gold standard is. It cer
ta in ly  is th e  m ost re sp e c te d — b u t 
hardly the typical— standard  of the 
world.

There are four general types of gold 
standards. First, there  is a gold-coin 
standard, w here the coin of gold is the 
unit of m easurem ent. The second is 
what is called the gold-bullion stan
dard. A third is a variation of the gold- 
bullion standard called managed-gold 
standard. And the fourth is the gold- 
exchange standard.

Some amplification is in order.
U nder the  gold-coin standard , a 

fixed-gold content is established for 
the monetary unit. For example, prior 
to 1934 when the U. S. was on a gold- 
coin standard, the dollar was valued at

6

23.22 pure gold grains. U nder the clas
sical gold-coin standard, the govern
m ent is p repared to m int gold bullion 
in to  coins for th e  g enera l public . 
Therefore, free coinage or not paying a 
prem ium  for coinage, is a characteris
tic of this standard. However, there  
may be an assay or coinage charge 
based on the cost of processing, bu t 
this isn’t what is technically known as a 
seigniorage charge.

A fixed relationship is established 
betw een the m onetary unit and a fixed 
quantity of gold. The m onetary unit is 
equal in value to the gold bullion con
tained therein.

Individuals can do as they wish with 
their gold —  be it coins or bullion. 
They can export it, hoard it, or use it 
for any personal or business purpose.

A nother aspect of the gold-coin stan
dard is that the credit money —  that is, 
the paper money —  is only partially 
backed by a gold reserve, bu t is re 
deem able in gold coin. This concept 
forces a discipline on the governm ent 
to keep  pap er m oney —  or cred it 
money —  in such a lim ited supply that 
sufficient gold reserves m ust be on 
hand to redeem  it. This is one of the 
major difficulties of im plem enting a 
gold-coin standard.

The fact is that, while we have hu n 
dreds of tons of gold in Fort Knox, any 
reasonable correlation of the value of 
that gold to the value of the existing 
paper-m oney supply shows that the 
fraction  of b u llion  available to be 
coined and converted into money is 
most modest.

The gold-bullion standard is similar 
to the gold-coin standard: M oney is 
given a fixed gold content. For exam
ple, in 1934 the U. S. adopted a m od
ified version of a managed gold-bullion 
standard under which the dollar was 
valued at 13.714 grains of gold, or $35 
an ounce. Those who listen to TV news 
programs know that for a num ber of

MID

years quotations have been at least 10 
tim es tha t figure. U nder the gold- 
b u llio n  s tan d a rd , th e  g o v ern m en t 
buys and sells all offerings of gold at a 
fixed price. Thus, it is willing to buy or 
sell.

The major factor in the gold-bullion 
standard is that the governm ent will 
not sell gold freely except in substan
tial amounts, such as a gold bar or 
brick, which today would cost tens of 
thousands of dollars.

Thus, while technically the public is 
perm itted  to buy, as a practical m atter,

The gold-bullion standard 
makes gold bars that meet cer
tain criteria legal tender for all 
obligations, public and pri
vate. In practice, it tends to 
mean that these gold bars are 
restricted to use by financial 
institutions and government 
agencies.

only wealthy individuals or institutions 
can acquire gold from the governm ent 
as bullion. However, once acquired, 
the gold may be hoarded, sold, used 
for industrial purposes and for the dis
charge of debts.

O ne interesting facet: The govern
m ent accepts credit or paper money in 
exchange for the gold-bullion standard 
and this in turn tends to make the pa
p e r m oney —  or c red it m oney — 
circulate at the exchange rate. The 
gold-bullion standard makes gold bars 
that m eet certain criteria legal tender 
for all obligations, public and private. 
However, in practice, these gold bars 
are restricted to use by financial in
stitutions and governm ent agencies.

As m entioned previously, in 1934 
(Continued on page 62)
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The best 
in correspondent 
banking for 
99 years...

The Whitney has provided 
you with the best available 
correspondent banking services for 
over 99 years.

Our many capabilities in
clude: wire transfer, transit- 
check collections, credit informa
tion, com puter service, coins and 
currency, government bonds and 
international banking.

For the best correspondent 
banking Louisiana has to offer, take 
advantage of the bank with 99 
years of continuous service, the 
Whitney National Bank of New 
Orleans.

Use this WATS number for 
the Correspondent Banking 
Department: 1-800-535-9151 
In Louisiana use 
1-800-562-9016

WkiJmii
NATIONAL BANK OF NEW ORLEANS I

Established 1883 ! |

A Great Bank For A Great C ity
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Economie News

Deficit Fact and Fiction
E D IT O R ’S NOTE: The fo llow ing  

article is reprinted w ith permission o f  
Harris Bank o f  Chicago’s economic re
search office. The article appeared in 
the February issue o f  Barom eter of 
Business, Harris Bank’s m onthly eco
nomic bulletin.

PERSISTENT FEARS of large def
icits in curren t and future years 
continue to influence behavior of in

terest rates. In many cases, these fears 
are largely unfounded. First, the pow
er the deficit holds over the economy is 
largely m isunderstood and, as a result, 
su b s ta n tia lly  o v e r ra te d . S eco n d , 
budget deficits are likely to be signifi
cantly smaller than the w hopping con
sensus estim ates of $150 billion — 
$160 billion for fiscal years 1983 and 
1984.

It is im portant, however, to bear in 
mind the effects of fears and expecta
tions on credit markets. In the short 
run, the fear that trem endous budget 
deficits could cause high inflation and 
high interest rates in the future may 
keep in terest rates high —  this is evi
dent in the apparent response of bond 
prices to gloomy deficit news. Howev
er, over time, expectations will change 
in response  to econom ic rea lities. 
Those who continue to finance busi
ness operations at in terest rates of 15% 
to 20% will find profitability decreas
ing as slower inflation and a weak econ
omy combine to keep nominal spend
ing growth in the 5%-to 10%-range. 
The result should be downward p res
sure on in terest rates in the period 
ahead.

Fears that surround the deficit stem 
partly from the following economic 
myths and half-truths:

Myth No. 1 —  Budget deficits are 
inflationary because the Federal Re
serve must print money to finance 
them.

I t’s true that if the Fed chooses to 
purchase large amounts of new federal 
debt to help finance the budget deficit, 
m onetary  reserves expand; m oney 
growth accelerates, and we are faced 
with rising inflation and high interest 
rates down the road. However, the ex
ten t to which the deficit is m onetized is 
largely up to the F ed ’s discretion. As 
long as the Fed adheres to a reasonable

Fiscal
Year

Unified
Budget
Deficit

N ew  
Federal 
Borrowing  
From Public1

Federal Debt 
Purchased by 
Federal 
Reserve

Percentage of 
N ew  Federal
Borrowing
M onetized

1 9 7 0 $ - 2 .9 $ 5.1 $ 3 .6 7 0 .6 %

1971 - 2 3 .0 19 .2 7 .8 4 0 .6

19 7 2 - 2 3 .4 18 .5 5 .8 3 1 .4

1 9 73 - 1 4 .9 19 .2 3 .7 19 .3

19 7 4 -  4 .7 3 .0 5 .5 1 8 3 .3

1 9 7 5 - 4 5 .2 5 0 .8 4 .3 8 .5

1 9 76 - 6 6 .4 8 2 .9 9 .7 1 1 .7

1 9 7 7 2 - 5 7 .9 7 1 .9 1 0 .3 1 4 .3

1 9 78 - 4 8 .8 5 8 .8 10.1 17 .2

1 9 7 9 - 2 7 .7 3 3 .6 0 .7 2.1

1 9 8 0 r 5 9 .6 7 0 .5 5 .3 7.5

1981 - 5 7 .9 7 9 .3 3 .6 4 .5

’ New Federal Borrowing includes all interest bearing debt issued by the 
federal government less that held by U.S. government accounts, 
includes the transition quarter.
Dollar amounts in billions.

Chart courtesy economic research office, 
Harris Bank, Chicago.

target range for money growth, the 
deficit should not prove inflationary. 
Historical data, included in the accom
panying table, provide little evidence 
of a correlation betw een large borrow 
ing needs of the federal governm ent 
and large Fed purchases of debt in a 
given year.

Myth No. 2 —  Larger government 
credit demands result in higher in
terest rates that “crowd out” private 
borrowers.

The major assum ption behind this 
argum ent is that the pool of savings 
from which private firms and govern
m ent may borrow is fixed, m eaning the 
presence of governm ent in the credit 
markets represents increasing dem and 
for a lim ited  supply  of funds and, 
hence, higher in terest rates.

In fact, the Economic Recovery Act 
of 1981 (ERTA) is designed to stim u
late economic growth by increasing 
funds available for investm ent in pro
ductive plants and equipm ent. If past 
tax cuts are any indication, we should 
expect savings as a percent of dispos
able income to increase, making more 
funds available to private industry and 
governm ent alike. It is estim ated that, 
at current levels of disposable income, 
each percentage-point increase in the 
savings rate increases funds available 
for investm ent by $20 billion. By in
creasing the size of the “p ie ,’ larger 
governm ent credit dem ands can be 
accommodated w ithout affecting p ri
vate borrowers. Furtherm ore, as p er
sonal tax cu ts stim u la te  consum er

spending and increase business prof
itability, m ore private-sec to r funds 
will be g e n e ra ted  in te rn a lly . This 
should decrease the reliance of busi
ness on credit markets, again making 
room for greater governm ent credit 
demands.

Myth No. 3 —  W e may expect 
budget deficits of $150 billion to $160 
billion in coming years.

Projections of $ 150-billion deficits 
do not include new spending cuts the 
Administration is struggling to find. 
M oreover, although ERTA is e s ti
m ated to result in foregone federal rev
enues of $93.1 billion in 1983 and 
$149.5 billion in 1984, a portion of this 
loss should be recouped as a result of 
the stimulative effect of the tax change 
on behavior of individuals. The higher 
after-tax return  on additional income 
resulting from a decrease in marginal 
tax rates should encourage individuals 
to work, save and invest more in tax
able activities, thereby providing the 
governm ent with a larger income base 
from which to generate tax revenues.

In addition, as serious efforts are 
made to reduce further the burden of 
governm ent spending, productive ele
m ents of the economy will be allowed 
to reap a greater share of its benefits, 
spurring increased productivity and 
boosting real growth.

As the economy begins to feel the 
effects of the tax cut, a portion of the 
tax loss due to ERTA should be offset. 
Each 1% increase in real GNP above 
forecast levels has been estim ated to 
narrow the deficit by about $8 billion, 
while each percentage-point decline in 
unem ploym ent could save up to $25 
billion.

For the short run, the prospect of 
b u rg e o n in g  d e fic its , fears th a t a 
speedup of inflation will accompany 
them  and uncertainty endem ic to a 
volatile economic climate can be ex
pected to keep in terest rates at re 
latively high levels.

However, as expectations change to 
reflect the realities of slowing inflation 
and a weak economy, in terest rates 
should drop to more reasonable levels. 
As the economy picks up steam, actual 
budget deficits for the longer term  
should prove much less problem atic 
than has been anticipated. •  •
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TRAVELERS
EXPRESS

at processing paper items 
but not so very scary.

The Paper Tiger 
can process Money 

Orders, NOWs and 
Official Checks more 

efficiently and at lower 
cost to you than your 

back office.
Because that's all we do.
We reconcile, file, store, trace, 

stop payment and clear up all the 
problems that pop up daily. We 
do everything your back office 

now does and we do it at lower 
cost. And, in the case of Official 

Checks, you may also be able 
to increase balances or receive 

cash payments.
The Paper Tiger is financially stable (a 

member of the Greyhound family), totally 
reliable (we've been in the payments 

systems business since 1940), and, unlike other 
suppliers of remittance services, we are not in 

the least bit interested in becoming a bank.
There's nothing to fear from the Paper Tiger; 

he's expressly working for you.
For more information call 1-800-328-5678 and ask for 

Gene Lewis.
Travelers Express-ly working for you.

Travelers Express
A r .R F V W m  iwn ■ rA4in*Mv/

/ w
A GREYHOUND ^  COMPANY
5075 Wayzata Blvd., Minneapolis, MN 55416
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Selling / Marketing
13,000 ATM Demonstrations 
Given in One-Day Event 
By Liberty of Okla. City

W hen it comes to dem onstrating the 
ease of using ATMs on a large scale, 
nobody outdoes the people at Liberty 
National, Oklahoma City! The bank 
utilized 200 dem onstrators, eight-foot 
h e liu m -filled  balloons, p rizes and 
giveaways to attract custom ers to 79 
ATM locations throughout Oklahoma 
on “ChecOKard Dem onstration D ay.” 
Nearly 13,000 people participated in 
the demonstrations.

D em onstrators w ere attired in black 
cowboy hats and black and gold w est
e rn  costum es. Two dem o n stra to rs  
w ere assigned to each ATM to help 
people through transactions or answer 
questions. All participants not having 
CheckOKards w ere given applications 
for the cards.

N ineteen CheckOKard banks par-

Two ChecOKard demonstrators in western 
hats explain use of ATM to customers in 
department store as part of one-day pro
gram by Liberty Nat'l, Oklahoma City, to 
acquaint public with ATMs.

Linda Moore, marketing a.v.p. at Liberty 
Nat'l, Oklahoma City, affixes ChecOKard 
label to helium balloon. A balloon was 
hoisted 40 feet above each of 79 ATM loca
tions throughout Oklahoma to attract pub
lic to ATM demonstrations.

'Mess Kits' Offered

Looking for some 
financialdirection?

Send fo r the

The ever-changing "menu" of financial 
savings instruments on the market has 
prompted the people at St. Louis County 
Bank, Clayton, Mo., to offer consumers a 
"Money Market Mess Kit." The kit is de
signed to help consumers unscramble the 
"mess" of confusion caused by the instru
ments. The kit contains a special series of 
booklets to help consumers better under
stand banking services, including a ll
savers certificates. Ads containing coupons 
appeared in the local press that enable 
consumers to write for their free mess kits. 
Recipients of the kits are urged to read the 
information and then visit with one of the 
bank's personal bankers "to review your 
needs and help work out a complete pro
gram that meets your particular financial 
objectives."

ticipated in the system-wide dem on
stration.

Many customers won instant prize 
money by participating in a dem on
stration. More than $1,600 in prize 
money was given away during the day 
in the form of Susan B. Anthony dollars 
and $20 bills that were given at random 
to people attending the dem onstra
tions. Every custom er received a gift.

The huge balloons w ere positioned 
40 feet above each ATM location. They 
did their job well in attracting public 
a tte n tio n  and com m ent. C rew s of 
workers began at 5 a.m. that day visit
ing each location with helium  tanks, 
ladders and balloons, each of which 
bore the ChecOKard logo.

Seven-Footer 'Southern Sam' 
Promotes Mississippi Banks
“Southern Sam” has been making 

friends for U n ited  S o u th ern  Bank 
throughout northern  Mississippi as he 
makes his rounds as goodwill ambassa
dor for the C larksdale-headquartered 
bank.

You can’t mistake “Southern Sam .” 
For one thing, he stands seven feet tall 
and is decked out in a red, white and 
blue outfit. A song about him  is played 
during his appearances that explains 
the legend of Sam and his financial 
prowess. H e’s touted  as the cousin of 
“Uncle Sam.”

Sam is prom oting the advantages of 
banking the “good old U. S. way and 
does so during appearances at re tire
m ent homes, schools, pep rallies and 
at football game half-time shows. H e’s 
even p itched at a little  league ball 
game.

Sam is th e  b a n k s ’ a d v e r tis in g  
spokesman and has played an im por
tant role in introducing ATMs to the 
public. D uring his public appearances 
Sam carries along small flags and other 
all-American treats, such as apple pies 
and hot dogs. Southern Sam T-shirts 
and other mem orabilia are d istributed 
by his assistants, a group of young 
women known as the Samettes.

"Southern Sam" is shown with an admirer 
during one of Sam's many appearances on 
behalf of United Southern Bank in Missis
sippi.
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1 he beginning of fond memories for your 
customers.. .“Christmas Cub”. . .the star of the 
Christmas Club program that’s ready now, in its 
entirety, for your 198:5 season. I le’s a Christmas 
Club exclusive. Make him your spokesman and 
symbol for the joys that surround this favorite 
time of year. Especially when you feature 
“Christmas Cub” as a premium, our totally 
coordinated promotion offersan appealing 
touch of nostalgia to help you bring in big 
business!

I lere’s one of America s most cost effective 
producers of new customers. And they’re your 
most loyal customers. ( )ver 71 years of docu-

mented fact prove it-Christm as Club works, 
and works, and works. , ' * i ,

Get the whole “Christmas Cub” story 
today. Call Renee Brett, (800) 523-9334  
New York, New Jersey, Mary) and/Delaware 
(800) 523-9440  all other states except 
Pennsylvania; (215) 258-6101 Pennsyl
vania residents. P.O. Box 20 , Easton,
PA 18042 -

l lu b . i l  p o i. i lh in K.ii»li,;>.
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BANKING WORLD

MATTHEWS SUMNER

Robert E. Matthews, who was vice 
president/m anager, M emphis Branch, 
Federal Reserve, St. Louis, has been 
appointed senior vice president at the 
St. Louis Fed. As such, he has charge 
of o p era tio n s and  data  p rocessing  
there. H e succeeds Bradley G. Glass, 
who left the Fed to accept a position in 
C o lum bus, O. S ucceed ing  him  as 
M emphis Branch manager is Randall 
C. Sumner, who also was nam ed vice 
president. Mr. M atthews joined the 
Federal Reserve System in 1969 and 
was with the Atlanta Fed and Phil
adelphia Fed before going to St. Louis 
in 1978 as general auditor. For a brief 
p eriod , M r. M atthew s was special 
secretary to the Fed s Board of Gov
ernors in W ashington, D. C. Mr. Sum
ner began his Fed career in 1976 as an 
exam iner, becam e superv iso ry  ex
am iner in 1979 and, a year later, was

nam ed assistant vice p resident with re 
sponsibility for the financial institu
tions departm ent. H e holds a law de
gree.

O. Glenn Webb, Tunnel Hill, 111., has 
been  reelected  chairman, Farm  C redit 
Banks of St. Louis. Robin Lahman, 
F ranklin  Grove, 111., was reelected  
v ice  c h a irm an  and  C h a rle s  W. 
Cochran Jr., Cairo, M o., reelected  
secre ta ry . G lenn  A. C unn ingham , 
Danville, 111., has begun a three-year 
term  on the board.

Continental Illinois Corp., Chicago, 
has opened a subsidiary, Continental 
Illinois Trust Co. of Florida, in Boca 
Raton. This is the first of two trust 
com panies the HC, paren t of C on
tin en ta l Illinois N ational, Chicago, 
plans to open in Florida. The second 
will open later this year in Sarasota.

Wells Fargo & Co., San Francisco, has 
received approval from Canadian au
thorities to open a nationally chartered  
Canadian bank. It will be called Wells 
Fargo Bank Canada and will be head
quartered  in Calgary, Alberta. P eter 
G. W ood is its president/C EO . He was 
head of international banking, Cana
dian Com m ercial Bank, Edm onton. 
The new bank is the successor to a 
banking subsidiary, W ells Fargo &

C o ., L td ., which has operated in Cana
da since 1973.

Northern Trust Corp., Chicago, is 
converting one of its Florida trust sub
sidiaries, Security Trust Co. of Saraso
ta, to a full-service commercial bank. 
T he new  bank’s nam e is N orth ern  
Trust Bank of Florida/Sarasota, N. A. 
Still pending is an application filed last 
O ctober to m erge N orthern Trust In- 
teram erican Bank, N orthern  T rust s 
Edge Act subsidiary in Miami, into a 
new national bank to be nam ed N orth
ern Trust Bank of Florida, N. A. On 
approval of the application, the new 
bank will be m erged  in to  Security 
Trust, Miami.

M anufacturers H anover C orp .,
New York City, has opened a new trust 
subsidiary, M anufacturers H anover 
T ru s t Co. o f F lo r id a , in  M iam i. 
According to a spokesman for the HC, 
it is the first out-of-state bank HC to 
open a trust subsidiary under a Florida 
state charter since expiration of the 
federal m oratorium . Joseph A. Ha- 
vian, formerly in charge of M anufac
tu re rs  H anover T ru s t’s in vestm en t 
advisory office in Miami, is executive 
vice president of the new subsidiary. 
Josephine Fraina is investm ent officer/ 
corporate secretary.

•  Wells Fargo Credit Corp. Neil 
W. Turner, vice president, has been 
nam ed chief m arketing officer, suc
ceeding Larry S. Crawford, who re 
cen tly  was nam ed  p re s id e n t. M r. 
T urner is responsible for sales.

•  Associates Diversified Services.
R ichard  T. Schliesm ann has b een  
elected senior vice president. H e is 
se n io r  o p e ra tin g  o fficer for b o th  
Associates Financial Express and the 
U nited States Auto Club —  M otoring 
Division.

•  Diebold. Michael (Mickey) Har- 
degree has been nam ed district service 
and installation manager. He coordi
nates all service and installation activi
ties in southwest Alabama and the Mis
sissippi gulf coast.

•  Design-Build Concepts. Teresa 
C. M artin and Robert W. Williams
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Corporate
News

have been appointed vice presidents/ 
directors of this Atlanta-based consult
ing, design and construction firm spe
cializing in financial facilities. Mrs. 
M artin joined the firm in 1976 and is in 
charge of all company operations. Mr. 
Williams joined the firm in 1977 and 
continues as sales consultant in T en
nessee and surrounding areas.

\  y. vv SNHHMr » ' éir ®
WILLIAMS MARTIN HARDEGREE

•  Am erican Express. R obert E. 
Riley has been nam ed senior vice pres- 
ident/strategic business planning. He 
form erly was senior executive vice 
p re s id e n t, S hearson /A m erican  Ex
press, responsible for financial ser
vices strategic planning.

•  Stern Brothers. Clay E. Coburn 
has been elected executive vice presi- 
dent/corporate departm ent and Bill T. 
Wall has been elected executive vice 
p re s id en t/m ark e tin g  of this invest
m ent banking firm headquartered  in 
Kansas City.

•  LeFebure. Richard S. Andrase 
and Jack M aher have been  appointed 
managers of the Charlotte and H ous
ton regional offices, respectively. Mr. 
Andrase’s territory  includes Kentucky 
and Tennessee; Mr. M aher’s area in
cludes m uch of eas te rn  Texas and 
w estern Louisiana.
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When your 
commercial 
custom ers 
need that 
little extra. 
We mean 
business.
Let’s say a customer wants to 
start a new business. Or expand 
an old one. And you want to 
make sure that both you and he 
will be happy with the loan 
arrangements.
We have professional loan 
officers on our correspondent 
staff for that very reason. People 
who know what questions to ask, 
and how to structure a loan to 
reduce your risk and make your 
customer smile. All in a very quick 
time frame.
If you have a tough commercial 
loan question, talk to us. We’ll 
have an answer that’ll mean good 
business for you.
Call and ask for any of our 
correspondent officers.

□
FIRST NATIONAL

CharterBank
KANSAS CITY

CITY MO 64183 □ (816) 221-2800 □  MEMBER FDIC

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



•  Matsch Financial Systems. This 
firm has designed an office automation 
system for lending departm ent func
tions. It can quote loans, type docu
m ents, handle data communications 
and word processing. It also can be 
program m ed for custom  jobs. The 
m anufacturer states the system is use
ful in increasing productivity by m ini
m izing repetitive clerical tasks and 
through increased accuracy and de
creased dependence on fully trained 
c lerica l p e rso n n e l. W rite : M atsch 
F inancial System s, L td ., P.O . Box 
217, Hudsonville, MI 49426.

•  C om pu-T om e, Inc. This firm  
offers a software package designed to 
run on D igital E q u ip m en t C o rp .’s 
VAX family of com puters. The package 
is called CT*OS and can be used for 
clerical work and by non-D P bank pro-

CT*OS word-processing package enables 
bankers to communicate with their compu
ter and edit documents and financial 
analyses.
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fessional staff for preparing reports, 
contracts, ag reem en ts  and sp read 
sheet analyses. The package offers con
ventional w ord-processing  features 
plus list p rocessing , 132-character 
width, and the ability to search for spe
cific words or phrases and to replace 
them  in text. Also provided are user- 
defined keys for custom  operations 
without reprogram m ing. W rite: Com 
pu-Tom e, Inc., 234 E ast Colorado 
Blvd., Pasadena, CA 91101.

•  MGIC Indem nity  Corp. This 
w riter of specialized financial institu
tion coverages is entering  the com m er
cial bank fidelity-bond m arket with a 
kidnap/ransom policy and a broad ex
tended coverage package for the tradi
tional bankers blanket bond. In addi
tion to writing a Form  24, M GIC offers 
a combination policy of supplem ental 
coverages that address bond-related 
liability exposures. D ata processing 
transit liability, stop paym ent, cash 
le tter and “all-risk” safe deposit are 
among the coverages available. Also 
offered is a separate kidnap/ransom  
policy and excess limits for employee 
d ishonesty , burg lary , robbery  and 
securities theft. W rite M GIC, M GIC 
Plaza, Milwaukee, W I 53202.

•  Financial Institutions Services, 
Inc. This firm has announced an ex
panded line of ATM support services, 
in c lu d in g  a tu rn k e y  ATM c a rd 
processing service designed to provide 
fast turnaround of ATM card requests; 
a new ATM program called B a n c a s h  
24, offering program planning and con
sulting, im plem entation coordination, 
turnkey card-processing services and a 
marketing campaign; and three ATM 
p ro g ra m -su p p o rt se rv ices  la b e led  
“generic,” “delivered” and “reprom o
tion .” The generic program offers con
sultation, im plem entation  coordina
tion and card processing for ATMs. 
The delivery program offers a m arket
ing campaign with support materials 
and card-processing services. The re 
promotion program is for rejuvenating 
existing ATM programs and includes 
consulting and card-processing ser

vices. W rite: Bill Mardis, E FT  prod
ucts m anager, Financial Institu tion  
Services, Inc., P. O. Box40726, Nash
ville, TN 37204.

•  Mosler. Two new training films 
are available from this firm. “Safe D e
posit Security” dem onstrates proce
dures that should be followed by all 
safe-deposit attendants to reduce the 
risk of criminal attack. The film coor
dinates with objectives of the educa
tional com m ittee of the American Safe

Scene from "Silent Alarm Response," film 
that demonstrates deployment of methods 
favored by police authorities and federal 
government agencies when responding to 
bank-robbery alarms.

Scene from "Safe Deposit Security," film 
that depicts proper safe-deposit proce
dures by dramatizing typical fraud and 
bomb-extortion threats.

D eposit Association. “Silent Alarm 
Response” dem onstrates how police 
and bank officials can work together to 
reduce the risk of injury and hostage
taking. The film shows reenactm ents 
of actual robberies and how primary 
and back-up officers use invisible de
ployment tactics and other strategies. 
Both films are available on video cas
settes and include instructor manuals. 
W rite: M osler A nti-C rim e Bureau, 
1561 G rand  B lvd., H am ilton , OH 
45012.
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New Orleans banking tradition 
is at work throughout the Gulf South.

First National Bank of Commerce has a history of the purchase and sale of various money marked 
working closely with its correspondent banks through- instruments and provide automated bond portfolio 
out the Gulf South for the benefit of their customers. services to help you manage your bank’s investment

Whether your needs involve multimill ion-dollar securities,
syndicated loans, or loan participations on a smaller Years ago, our ancestors brought to you the most 
scale, First NBC has the experience to help. modem correspondent services of their time. Today,

We re here to help you with your check processing, we have the same commitment to service, supported
wire transfers and Federal Funds transactions, too. by modem banking methods and technology because

If your money marke t needs go beyond routine at First NBC, Correspondent Banking is more than
Federal Funds transactions, we also specialize in just a line of business— it’s a tradition

First NBC
New Orleans banking tradition

210 Baronne Street, New Orleans, U uisiana 70U2. Phone 0800-462-9511 in Louisiana or 1-800-535-9601 from Mississippi, Alabama, Arkansas, Oklahoma and East Texa
Outside these areas, call collect 504-561-1371. Member FDIC
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REST IN PEACE

The REPORT DISTRIBUTION SYSTEM (RDS) addresses and solves 
a problem as old as data processing. Namely, how to insure 
that Report Data is processed and distributed correctly.

RDS retrieves report data residing in the Spool queue and consoli
dates report segment’s by end user. This results in a dramatic 
reduction in the distribution workload and error rate. Other features 
include:
•No application program or system changes required.
•Control record driven.
• “BROADCAST” capability permits report data to be routed to 

multiple end users.
•Optional job separators by end users.
•Copy count variation by report/end user reduces paper costs.
•RJE split capability permits end user data to be consolidated and 
routed to a specific RJE station.

• MANIFEST provides Report control and chargeback billing 
information.

•RDS operates under DOS/VS, DOS/VSE, or OS/MVS.

Put Report Distribution Problems 

to rest in your organization.

Mantissa Corporation
244 Goodwin Crest Drive •  Suite 200 •  Birmingham, AL 35209 • (205) 945-8930

WHAT WORKS FOR PEANUTS...PINCHES PENNIES...
AND SAVES $1,000 AN HOUR?*
P.S.™-the First-Closs Moil Presort* Software System
Since the first day the U.S. Postal Service began offering a discount to customers presort
ing their first-class mail, businesses have attempted with mixed success to cash in on the 
savings. These attempts have usually taken one of the following forms:
The Brute Force Approoch
Some have used hardware costing $100,000 plus to tackle the problem of sqeezing the 
$.03 discount out of each letter. Unfortunately, the hardware cost is only the beginning; 
the cost of staffing and floor space soon exceeds the initial cost of the hardware.
The Attock-From-AII-Sides Approoch
Other companies have invested tens of thousands of dollars reprogramming their applica
tion software systems to presort statement data. The payback was big, but the costs were 
equally large.
The Divide-ond-Conquer Approoch
Other businesses give their mail to a mail sorting service which will qualify and sort the 
mail. A good service. The catch is that they charge from 33% to 50% of your potential 
savings for this service.
The P.S. Approoch
Others have discovered P.S., - the first-class mail Presort System for MVS, DOS/VS 
and VSE.
Using P.S. your company can begin saving money on postage now using your existing 
IBM computer. P.S. intercepts your statement data before it is printed by the 
system printer. Whether you want to presort 2-up descriptive statements, or 4-up 
gum labels, you can improve profitability. Any type of correspondence can be 
processed. Other features include:
• control record driven
• maximum qualification
• no application program changes required
• complete density reporting showing piece/bundle counts (all the informa

tion required by Post Office)
• processes any single and multipage, 1-up to 6-up statement or label data
• optionally converts 1-up statements to 2-up, 2-up to 3-up, etc., for 

savings on forms and improved printer throughput.
Reduce Your Postoge Costs Immediately
Last year, 5,000 organizations saved over 40 million dollars by presorting.
Now that P.S. has made it so simple and profitable, can your company 
afford not to join them?
*35,000 1099’s per hour - 4341 CPU, 3350 Disk Drives, DOS/VSE 
‘Presort is a registered trademark of the U.S. Postal Service

MANTISSA
REPORT MANAGEMENT SYSTEMS
244 Goodwin Crest Drive - Suite 200
Birminghom, AL 35209 (205) 945-8930
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'Productivity Through People'
BAI's PATH II Conference Offers Multifaceted Approach 
to Productivity, With Sessions on Training, Work Design, 
Quality Circles, Employee Motivation and Training

LABOR PRODUCTIVITY at Bank 
of America rose 2.8%; labor cost 

per 1,000 items fell 1.3%; error rate 
d ec lin ed  9.8% ; a b sen tee ism  w en t 
down 2.7% , and tu rnover declined 
about 30%. All this occurred within 
the first nine months of a quality-circle 
program initiated a little over a year 
ago at the bank, according to Leland S. 
Prussia, chairman. He gave these sta
tistics in the keynote speech at the 
PATH II conference of the Bank Ad
ministration Institu te  late in January in 
Atlanta.

PATH s tan d s  for p ro d u c tiv ity  
through automation, technology and 
hum an resources. The first PATH con
ference was held early in 1981 in D al
las, and PATH III is scheduled for 
Houston January 16-19, 1983.

At PATH II, whose them e was “Pro
ductivity Through People,” Mr. P rus
sia led off an im pressive, information- 
filled, th ree -d ay  program . On the 
agenda w ere many concurrent sessions 
and workshops, as well as o ther fea
tured  speakers. Among the latter was 
the BAI’s chairman, George D. N or
ton, executive vice president/cashier, 
Philadelphia National, who described 
and gave an update on the BAI’s re 
search study whose purpose is to d e

fine and establish productivity-m ea
surem ent criteria in the com m ercial
banking industry. This study is being 
done in conjunction with the American 
Productivity C en ter (APC), Houston.

W hat BofA is doing. In his talk, Mr. 
Prussia described his bank’s m anage
m ent services group, whose mission is 
to facilitate productivity and quality 
im provem ent, hand in hand, through
out the corporation. H e added that his 
organization believes these two good- 
m anagem ent ingredients are insepa
rable.

According to Mr. Prussia, the m an
agem ent services group (MSG), which 
reports to the chairman, is divided into 
three sections:

•  A consulting group — dedicated 
to developing b e tte r m anagem ent of 
human resources, with line and staff 
units of the bank.

•  M ethods research —  dedicated to 
more effective work design.

•  M anagem ent sciences —  ded i
cated to using substitution of capital for 
labor, quantitative techniques, com 
puter modeling and o ther principles of 
scientific m anagem ent to improve pro
ductivity.

“O ur strategy,” said Mr. Prussia, “is 
MBO (managem ent by objective), to

provide an inform ation system that 
measures, motivates and rewards p e r
formance.

“W e try to facilitate im provem ents, 
not by our own experim ents, but by 
motivating people throughout the cor
poration to find b e tte r ways of doing 
things, to tap the creative resources of 
our managers and general staff.”

M r. P ru ssia  ex p la in ed  th a t th e  
corporate  productiv ity-m anagem ent 
program is the framework for BofA’s 
productivity-im provem ent effort be
cause it believes m easurem ent is the 
basis for im provem ent. This m easure
m ent system, he continued, pinpoints 
functions on which managers need to 
co n cen tra te  th e ir  im provem ent ef
forts. An MBO approach, it sets goals 
and m easures perfo rm ance against 
those goals, and it provides incentives 
by rewarding people for m eeting those 
goals.

BofA’s program, said Mr. Prussia, 
has been developed for about 80% of 
its staff, and a pilot program now is 
underw ay to find appropriate m ethod
ology for extending the program to vir
tually all the rem aining 20%. He said 
goal setting was applied for 12% of the 
staff; the 1981 productivity gain for 
those 12% was 6.6% over 1980. That 
translates, he said, into a saving of 565 
full-time employees, or $11 million in 
compensation costs.

A lthough  M r. P ru ssia  a d m itted  
there  has been some difficulty in sell
ing the program —  because human 
beings don’t like being m easured, he 
pointed out that the system will not 
become effective until BofA has estab
lished accountability for results and 
built into its compensation system re 
wards for achieving those results.

He then described some of the indi
vidual programs —  aspects of human- 
resource m anagem ent —  in operation 
at his bank.

BofA initiated a pilot of a dozen qual
ity circles a little more than a year ago, 
expanded them  to 30 and now is start
ing up another 100, in a wide range of

"Increased productivity is the key to bank profits in 
the 1980s. Banks that survive the turbulence of re
regulation will be those institutions that come to the 
marketplace with the best products and services deliv
ered when and how the consumer wants them. Com
petitive pricing will be both an albatross and an im
petus to hone the production process to precision effi
ciency. Productive utilization of a bank's raw materials 
—  labor, capital and equipment —  will mean the 
difference between red and black ink on many a bot
tom line."
With this message, George Norton, BAI chairman, began his talk at the 
institute's PATH II conference in Atlanta late in January. Theme of the 
conference was "Productivity Through People."
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functions throughout the corporation.
He gave this example of how quality 

circles have been used: A unit within 
the business-services area found a high 
error rate among new or untrained 
people who processed lock-box pay
ments. The circle developed a step-by- 
step procedure that teaches people to 
balance. Results? Reduction in proc
essing time of untrained people and of 
regular staff helping newcomers.

“So far,” said Mr. Prussia, “the qual
ity-circle program as a whole has re 
tu rned  about $1.50 for each $1 w e’ve 
invested in it. After start-up costs have 
been  absorbed, the re tu rn  will im 
prove; we see an eventual benefit ratio 
of five to one .”

At this point, Mr. Prussia listed the 
program ’s results enum erated  in the 
first paragraph of this article.

As for intangible benefits, Mr. Prus
sia said employees are working more 
closely together than before and com
municating more freely; their morale 
has improved, and they re displaying 
qualities of leadership and powers of 
articulation they otherwise might not 
have revealed.

Another program touched on by the 
RofA chairman was productivity m an
agem ent for bank operations. It, too, 
he said, is primarily a hum an-resource 
m anagem ent tool, bu t it also teaches 
work-design techniques.

The program consists of a three-day 
sem inar for supervisors and m iddle 
managers, who are taught principles of 
staff m anagem ent and productivity im 
provem ent. After they have returned

to their own work environm ent, they 
are asked to identify and propose a 
so lu tio n  to one p ro d u c tiv ity - im 
provem ent project. Then, they p re 
sent it to m anagem ent for approval.

This has been a dem onstrably suc
cessful p rogram , according to Mr. 
Prussia, and about $40,000 has been 
invested in it. The 100 or so projects 
im plem ented after the three-day m an
agers’ training already have saved the 
bank more than $1.5 million.

Still another BofA program  is called 
“Ideas in A ction.” I t’s a suggestion 
program, focused on —  but not lim ited 
to — productivity. I t’s closely involved 
with quality circles and training sem i
nars; people involved in both are en 
couraged to subm it their proposals for 
rewards. I t’s a form of gain sharing, 
said Mr. Prussia.

He added that the program, now 
more than two years old, has more 
than paid its way. O perating cost to the 
bank has been $500,000, bu t clearly 
m easurable returns am ount to more 
than $4.5 million for the first year 
alone.

One employee, Mr. Prussia said, re 
ceived the maximum award of $50,000 
for a proposal of a new procedure for 
processing checks at a bank-card cen
ter. In practice, daily float was reduced 
by nearly  $5 m illion, rep resen tin g  
annual gross pretax earnings of more 
than $700,000.

Two pilot programs are planned by 
BofA, according to Mr. Prussia: a pro
ductivity-pay plan, which is intended 
to in c re a se  lab o r p ro d u c tiv ity  of

groups rather than of individuals, and 
an adm inistra tive-support program , 
which combines elem ents of human- 
resource m anagem ent, capital infusion 
and work-design strategies.

Summing up, Mr. Prussia said, “W e 
absolutely need the best our people 
have to offer. And we absolutely need 
to recognize and rew ard their gifts of 
imagination, energy and dedication. 
O ur programs are designed to do just 
that — and more; they teach our men 
and women to set high standards for 
their own perform ance.’

The BAI research s tu d y . In his talk, 
“BAI Industry Update: Productivity 
M easurem ent in Banking —  a Total 
Factor A pproach,” Mr. Norton said 
that through a series of technical edu
cational and research endeavors, the 
institute has postitioned itself at the 
forefront of industry efforts to improve 
productivity. PATH I in 1981 marked 
the culmination of the first phase, de
scribed by Mr. Norton as largely a def
initional and industry-awareness step.

Since last year’s conference, he con
tinued, the BAI has taken the next m a
jor step, with 1981 seeing PATH pro
ceeding simultaneously in th ree major 
directions: 1. Automation/technology, 
marked by a major study on structur
ing an office-automation program for 
increased productivity. 2. The hum an 
resource, culm inating in this year’s 
conference. 3. Productivity m easure
m ent, highlighted by a major research 
study into total bank productivity con-

(Continued on page 69)

'Wait' Reduction Promoted at Bank
NEARLY everyone wants to re 

duce their weight, bu t few peo
ple would think of going to a bank to do 

it!
Yet, th e  custom ers of C hicago’s 

National Boulevard Bank are being 
urged to reduce their “wait” at the 
bank. N ot by jogg ing  or avoiding 
cream puffs, but by following seven 
“tips that will keep you out of lines.” 
The tips are contained in a brochure 
that’s available in the bank’s lobby and 
from tellers.

Title of the prom otion is “wait re 
d u c tio n ,” or “how to lose w ait at 
NBB. E nv elo p e-sized  lobby b ro 
chures explain to custom ers that “wait
ing in lines has becom e a national pas
tim e” but that “waiting is a drag. The 
brochure explains that banking lines 
have grown longer because of a grow
ing population and a larger portion of

that population is em ployed than ever 
before.

The b rochure  assures custom ers 
that the bank is trying to reduce lines 
by increasing its effort to recruit and 
train more employees, installing more 
ATMs and other electronic systems, 
but that it takes tim e to see results. 
One reason the lines are so long at the 
bank is that it’s situated in a busy sec
tion of Chicago —  the world-famed 
“ Miracle M ile” on N orth M ichigan 
Avenue.

The bank’s seven tips for wait reduc
tion include avoiding the bank on F ri
days, paydays, lunch hours and days 
before and after holidays. Custom ers 
are urged to consolidate accounts that 
may be placed in different institutions, 
to use bank-by-mail service and ATMs 
and to sign up for autom atic deposit, 
paym ent and transfer services.

The brochure explains that interest 
is automatically cred ited  on savings 
accounts on the due date and that you 
need not make a special trip just for 
th is.” In other words: Q uit coming in 
just to get your passbooks updated!

If a custom er wants only to learn his 
account balance, the bank advises use 
of either an ATM or an audio response.

The “wait reduction” plan came into 
being because bankers know that long 
lobby lines can “bring out the beast in 
even the sw eetest little old ladies.” 

The bank’s president, H. K. G ard
ner, said, “O f course, old banking 
habits are hard to change. But many 
customers will welcome wait-reducing 
advice. And all will appreciate custom 
ers’ extra concern and helpfulness. We 
all have a lot to gain by helping our 
customers lose wait!” •  •
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Restructuring jobs 
And Work Systems 
Boosts Productivity

A S BANKING becom es increas
ingly com petitive, the pressure 

is squarely on m anagem ent to deliver 
services to custom ers more efficiently 
and reduce operating costs by increas
ing productivity.

Responding to this need, manufac
tu re rs  of new  co m p u te r and com 
munications technology prom ise their 
equipm ent holds the key to unlocking 
vastly im proved white-collar produc
tivity. U nfortunate ly , in too m any 
cases, new technology gives only par
tial relief from high costs and produc
tivity problems.

People determ ine w hether technol
ogy will deliver all the benefits prom 
ised in m anufacturers’ sales appeals. 
Many white-collar workers, especially 
those em ployed in bank-clerical opera
tions, face work conditions that impair 
optim um  productiv ity  perform ance. 
These im pairm ents create problem s 
for people inside the organization and 
customers.

Roadblocks to greater bank produc
tivity most often are found in the form 
of overly fragm ented jobs and work 
systems. In service organizations like

By Roy W. Walters 
President

Roy W. Walters & Associates 
Mahwah, N. J.

banks, m anagem ent’s response to in
creasing volumes of work typically has 
been to fragm ent work into many sepa
rate tasks and structure work flow simi
lar to an automobile assembly line.

Backlogged work, excessive over
tim e and poor-quality service often re 
sult because these jobs are totally void 
of the factors of p roperly  designed 
work known to produce job satisfaction 
and elicit m otivated behavior. Activi
ties of unm otivated workers cannot 
keep pace with a machine, and the 
assembly line lags because it is only as 
fast as the slowest individual or com po
nent.

W hen m anagem ent views technolo
gy as a panacea for these ills, costly 
underlying flaws in jobs and organiza
tion structure go undiagnosed and un
trea ted . Simply superim posing new 
and expensive technology on a flawed

As president of the management 
consultant firm, Roy W. Walters & 
Associates, Roy W. Walters has helped 
large and small firms in manufacturing 
and service industries solve problems of 
human-resource underutilization.

At one time, Mr. Walters was direc- 
tor/employment and development at 
AT&T, where he was responsible for 
directing recruitment and training of 
more than 3,500 college graduates. He 
also did the first empirical research into 
applications of improved job design.

In 1967, he established Roy W. Wal
ters & Associates. He and his staff conduct seminars in the U. S. and abroad on 
increasing productivity, management recruitment and development. They also help 
client companies implement productivity- and quality-improvement programs and 
monitor results.

work system will not result in signifi
cant, long-term productivity im prove
ments. There is no question that new 
technology, as it shapes the so-called 
“ office of the fu tu re ,” will have a 
d ram atic  im pact on job  design for 
greater productivity; however, it is not 
a substitute for a work-redesign pro
cess that gets at the motivational heart 
of a job.

W ork Force o f  the ’80s. To achieve 
the most productive worker/machine 
in te rfa c e , m an ag em en t first m ust 
accept the prem ise that most people 
are capable of and willing to do far 
more than their present jobs require or 
allow. Too many are trapped in jobs 
that grossly underutilize their capabili
ties. This is true particularly in banks’ 
back-office operations.

The motivation to perform well at 
work is an internal, psychological pro
cess. W hat people need and want most 
from their work is to be used well, and 
the need to grow —  to becom e more 
com petent at what they do —  is a basic 
n e e d  found in th e  o v erw h e lm in g  
m ajority of today’s workers. People 
truly are satisfied with their jobs when 
th e ir  work m eets this need. W ork 
done in behavioral sciences has dem 
onstrated that a positive relationship 
exists betw een the satisfaction a work
e r  d e riv es  from  his w ork and  his 
motivation to do his job well.

People’s growth needs are m et and 
job satisfaction results when work:

•  Is meaningful to employees.
•  Gives employees responsibilities 

com m ensurate with their skills and the 
opportunity to utilize more skills and 
expand their capabilities.

•  Provides them  with perform ance 
feedback.

Innovative W ork D esign . A growing 
num ber of banks are increasing pro
ductivity and improving quality of ser
vice by restructuring jobs and work 
systems to m eet growth needs of to
day’s employees. This has been accom
plished by restructuring  jobs to in
clude five core dimensions.

P eop le  will co n sid e r th e ir  work
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meaningful when it encompasses: skill 
variety, task identity and task signifi
cance.

Skill variety exists when a job re 
quires an employee to use a num ber of 
talents and abilities, including motor 
and mental skills. The impact of skill 
variety is enhanced w hen the job gives 
the employee the opportunity to d e
velop new skills. Filing, issuing and 
amending, processing, basic account
ing and custom er service are some of 
the tasks that have been  com bined in 
one job to increase skill variety.

Task identity  is strengthened when 
employees do whole jobs. A whole 
job” is a clearly identifiable piece of 
work a person processes from begin
ning to end. Rather than cogs in an 
assembly-line wheel, workers becom e 
managers of special services. “W hole 
jobs” also have distinct outcomes.

The degree to which these outcomes 
have a substantial and perceivable im 
pact on lives of o ther people d e te r
mines the am ount of task significance 
em bodied  in the  job . E stab lish ing  
client relationships betw een the em 
ployee and end users of his services 
strengthens task significance.

Employees will experience signifi
cant responsibility  for outcom es of 
their work w hen they are given job  
autonom y . Autonomy is the degree to 
which a job gives an em ployee free
dom plus appropria te  d iscretion in 
scheduling work and carrying it out. 
G iven the o p portun ity  to plan the 
scope of their jobs, most employees 
will set and m eet perform ance stan
dards above criteria  established by 
management.

Establishing feedback channels for 
em ployees to com m unicate  b e tte r

w ith th e ir  “c lien ts” increases th e ir 
identification with the job and com m it
m ent to m eet and exceed productivity 
and quality standards. It also provides 
them  with evidence they are becoming 
b e tte r at their jobs. W hen feedback is 
an inherent part of the job, it s more 
meaningful and relevant.

New technology will have a 
dramatic impact on job design 
for greater productivity; how
ever, it is not a substitute for a 
work-redesign process that 
gets at the motivational heart 
of a job.

Although redesigning jobs to en 
compass all the core-job dimensions is 
ideal motivationally, it is not always 
feasible. Limits are imposed by a num 
ber of factors. However, many banks 
have achieved most of the benefits of 
the proved theoretical ideal in a num 
ber of ways. The key to their success 
has been  to take an innovative ap
proach to job design.

Banking primarily is a people busi
ness. W hile new technology has an im 
portant role to play in bank operations, 
the system will continue to depend on 
hum an decisions, actions and direct 
contact with customers. By elim inat
ing fractioned jobs and assembly-line 
work systems, banks can rem ain totally 
responsive to custom ers’ needs. O f 
equal im portance, m anagem ent can 
ensure a high level of involvem ent 
am ong w orkers in the bank s w ell
being and profitability. •  •

Join over 400 client companies with more than 50,000 U.S. QC Circle 
members. The QCC process teaches workers to identify, analyze and 
solve work related problems by improving morale, developing 
leadership skills and tapping the creativity of your work force...an 
effective process that improves attitude, quality and productivity!

Quality Control Circles, Inc. offers...
• Executive In Mouse Seminars
• Flexible Implementation 
• Experienced Professional Consultants

NEWÏ
• Banking/Office Materials
• Advanced Facilitator Training 

July 20-23 Oct. 19-22
S.*!**®* FREE...

Quarterly newsletter on Request

( 408 ) 867-4121  • ( 408 ) 358-2711

QUALITY CONTROL CIRCLES, INC.
W. S. Rieker, President

Higgins & Root Bldg. • 2nd Floor
400 Blossom Hill Road • Los Gatos, CA95030
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Hockey Goals Result 
In Bank's Donations 
To Children's Charity

The Ronald M cDonald House in St. 
Louis is benefiting from every goal 
scored by the St. Louis Blues hockey 
team  in televised games scheduled b e
tw een January 19 and March 28. Cen- 
terre  Bancorp, (formerly F irst Union), 
St. Louis, is donating $300 per goal to 
the house during this time.

The Blues are playing an eight-game 
road schedule during the promotion, 
term ed “Golden Goals.

The Ronald M cDonald houses —  
there  now are 24 nationwide —  serve 
as special homes for families of chil
dren  who go to the 24 cities for hospital 
treatm ent of serious illnesses. The first 
Ronald M cDonald House was opened 
in Philadelphia in 1974. More such 
facilities will be opened this year.

“In addition to their quest for the 
Stanley Cup play-offs,” says Clarence 
C. B arksdale , C e n te r re  B ancorp . 
ehairm an/CEO , I’m sure the Blues 
players now will have an added incen
tive to score plenty of goals during the 
season’s hom estretch .”

Computerized Educational Tool 
To Be Tested by BAI

Study-Bank, a portable, com puter- 
directed, self-instructional series of in
te rc h a n g e a b le  p ro g ra m s, w ill be 
tested  by the Bank Administration In 
stitute early this year.

Study-Bank is the most recent ac
quisition in a growing series of ad
vanced technology educational p ro 
grams being developed by the BAI. 
Enclosed in a vinyl b inder, Study- 
Bank consists of a small, portable com
pu ter similar in size to a hand-held 
calculator. A student using the device 
selects an instructional package and in
serts a specially coded strip of paper 
under a data term inal’s scanner bar. 
The term inal interprets the program 
code for the selected course.

A series of key-pad commands con
trols the pace of the program. Prompts 
or responses in w ords or num bers 
appear on the display screen and addi
tional feedback is provided by com pu
ter-generated  sounds. Questions are 
m ultiple choice or true/false.

Initial courses in the Study-Bank 
library are: internal auditing in the 
banking industry, a guide to bank taxa
tion and tax-return preparation  and 
tru s t adm inistration. O ther courses 
are being developed.

Cost of the data term inal will be 
under $150. Individual programs in 
the library will be about $55 each.
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In the credit card 
recovery business 

w e only count results.
The Retrievers 

are over one million 
...and counting.

207 CANYON BLVD. 
P.O. BOX 4780 
BOULDER, CO  80306 
(303) 449-3236 
(800) 525-0365

T H E  R E T R I E V E R S
C R E D I T  C A R D  R E C O V E R Y  N E T W O R K
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SPEAKING OF LOANS . . .
Let the Pinger System Tell You the Latest!

The latest information on your prospective 
customer is what makes Pinger System credit 
reports the best you can buy.

To assure you of the best basis for your 
credit decision, the Pinger System has insti
tuted a new updating procedure. We enter new 
trade line information into our computers within 
48 hours of receipt from our thousands of data 
contributors — lenders, retailers, and other 
credit granters. So your decisions can always 
be based on the most current data to be had.

You can access the Pinger System’s mil
lions of consumer credit records by terminal or 
telephone through over 160 credit bureaus 
nationwide. Direct terminal or computer-to- 
computer connections to our data centers are 
also available.

Call the Pinger System for fast, con
venient, up-to-date information . . .  for your 
soundest, most profitable credit decisions!

? m G E 3
y j S ü E m

Credit Bureau Data Centers, Inc.
2505 FANNIN ST. HOUSTON, TEXAS 77002 (713) 652-3401
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To Boost Productivity, 
Find— and Use—  
The Right Tools

PRODUCTIVITY, its lack of or d e
cline, has becom e a national topic 
in this country. Every day, one hears 

of plants and factories closing because 
they cannot com pete effectively with 
the more productive and lower-cost 
foreign products. The curren t reces
sion is, to a great extent, a manifesta
tion of problem s associated with our 
country’s decline in com petitive ad
vantage. There is not one place in this 
nation that does not feel the im pact of 
d ec lin in g  au to  sales, closing s tee l 
mills, etc.

Although m uch attention has been 
focused on the decline in productivity 
in the m anufacturing sector, the finan
cial com m unity has not been isolated 
from this phenom enon . Each tim e 
people are laid off, each tim e a plant 
closes, banks w ithin that com m unity 
experience the im pact of these actions.

In addition, the financial com m u
nity itself is experiencing increased 
com petitive pressures. Five years ago, 
m oney-m arket funds w ere just begin
ning to en ter the m arketplace. Now 
they are a direct force in the economy. 
NOW  accounts currently  are nation
wide. Brokerage houses are actively 
courting bank custom ers; even Sears is 
positioning itself to provide financial 
services.

By M. F. McBride 
President 

BISS*
Houston

ent interest-rate structure, has placed 
the financial com m unity in a position 
w here it m ust expect its re tu rn  on 
capital to decline even fu rther. To 
assume that in terest rates will return  
to more “norm al” levels in the near — 
or even distant —  future, may be a 
fallacy that may prove to be dangerous. 
To survive, the financial com m unity 
will have to do more with less. It will 
have to look to its own productivity and 
how it can be improved.

As margins have declined and as dis
in term ediation  has con tinued  at an 
ever-accelerating rate, a bank also is 
faced with a further tightening of its 
profit margin as inflation continues to 
im pact its day-to-day operating  ex
penses. Simply put, it costs more to
day than it ever has just to open a 
bank’s doors. As wage and operation 
expenses continue to spiral, banking 
has found functions that in the past 
w ere manual and cost effective in a 
manual mode now are too expensive. 
Yet, they still are necessary.

* Biss is an acronym for Banking Informa
tion Systems Services.

Pressure on in terest margins and a 
continuing high inflation rate have nul
lified the traditional status quo of the 
financial community. Although auto
mation has reduced the need for larger 
staffs and has enabled  the financial 
community to m eet an increased item 
volume, m uch rem ains to be done. 
The manual process has persisted in 
many areas of a bank, or autom ation of 
this process has not been considered to 
be cost effective. Given the presen t 
environm ent, however, a bank m ust 
look to applying new tools to offset the 
continued p ressure on its operating 
margin.

Gains in productivity no longer will 
result from changes in major functions. 
A bank now m ust tu rn  toward those 
areas w here it traditionally has relied 
on the manual process. If a bank is able 
to reduce  the  m anual p ressu re  on 
ancillary areas and, at the same time, 
employ information obtained from im 
provem ent of this process, it will have 
an opportunity to establish a bulwark 
against pressures it will face in the next 
20 years.

Historically, most emphasis on pro
ductivity has centered  on the produc
tion function. In a bank, the transac
tion base was the first area to be auto
mated, and m anagem ent has placed 
considerable emphasis on stream lin
ing this process. For example, the in
dustry has been able to absorb con
tinued increases in DDA transaction 
volume without significant increases in 
costs. However, w ithin the transac
tion-processing area, additional im 
p ro v em en t in p rod u c tiv ity  will, at 
best, be marginal in nature.

Areas we are talking about are those 
w here traditionally all work has been 
accom plished to a large degree by 
hand. Although there  has been some 
automation of these areas, most of it 
has been of secondary nature. In addi
tion, autom ation of these areas has 
been rigid in nature. Flexibility has
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The above, coupled with the p res

s i  a bank's management w ill look around, 
it w ill find there are many areas where the manual process 
has not changed over the past 20 years. . . .
Admittedly, we now have new equipment, but try to get
a letter typed or a note prepared
in less than half an hour. Try to find that file you need
when your secretary is out; try to move
the board meeting up a week when it takes two weeks
to prepare the report."
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not been the prim e factor. If a report 
required changing, it took tim e to im 
plem ent. In addition, many reports 
have b e e n  re ty p e d  from  o rig in a l 
source documents.

A key elem ent in any gain in bank 
productivity is improving the flow of 
inform ation. In fact, an im proved flow 
of information may be the most critical 
e lem ent in the en tire  process. If a 
m anager is able to obtain needed in
formation in a timely m anner, he will 
be able to take appropriate action. On 
the other hand, if the information re 
ceived is out of date, a manager may 
take actions that could be contrary to 
what would be required  had the in
formation been fresh.

W e have seen the impact of in tro
ducing new technologies into a bank 
area that has been principally manual 
in nature. The “personal” or micro
com puter has enabled a bank to invest 
a relatively small am ount of funds and 
obtain a significant increase in output 
from those areas that traditionally are 
automated.

The following applications are some 
specific areas w here we have seen a 
bank improve its productivity:

•  W ord Processing: Introduction of 
word processing into a bank can have a 
profound impact on reduction of time 
spent in preparation of form letters, 
board m inutes, contracts, etc. In addi
tion, word processing has becom e a 
valuable tool in m arketing a bank s ser
vices. Those banks tha t have used 
w ord  p ro c e ss in g  as p a r t  of th e ir  
m arketing effort have found they have 
achieved results for a lower cost than if 
th ey  had u tilized  th e  m ore d irec t 
m ethods available.

•  Lists/Reports: The num ber of lists 
and reports a bank maintains and p re 
pares is an area w here the am ount of 
effort to produce such information can 
be reduced significantly. For example, 
one bank reduced the am ount of time 
required  to maintain internal phone 
directories, em ployee lists and reports 
on repossessed assets by using a p e r
sonal c o m p u te r  and a sm all data- 
m anagem ent program. This bank is 
continuing to find new applications for 
this program. The bank feels that any 
tim e a report/list has to be updated and 
retyped, this program will reduce the 
am ount of tim e required  to prepare it.

A nother bank is using a personal 
com puter and a small modeling system 
to p rep are  financial sta tem ents for 
board m eetings. This approach has 
elim inated much retyping, and all cal
cu la tio n s are  done  au to m atica lly , 
thereby eliminating errors. In addi
tion, time required  to prepare such 
reports is significantly reduced.
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•  Accounts Payable: This is an area 
quite often ignored in a bank. Howev
er, automation of this process not only 
will reduce tim e required  to prepare 
checks, but such action will be able to 
provide a bank with information as to 
how much it is spending with a particu
lar vendor, how much is outstanding, 
etc. Automation of this function def
initely can reduce time spent in this 
activity and, at the same tim e, provide 
a bank with added information.

W e have seen banks reduce time 
spent in the payables area from 20 
hours a week to less than five hours a 
w eek. In the  process, these  banks 
w ere able to free their personnel for 
o ther activities.

•  Statem ent Analysis: Through use 
of a small modeling system, a bank can 
set up a program to analyze custom er 
statem ents. In doing this, the bank is 
able to expand use of such systems to 
o ther areas of the bank and, given the 
tim e required  to perform statem ent 
analysis, it will be able to reduce the 
am ount of effort req u ired  and still 
obtain reliable results.

If a bank’s m anagem ent will look 
around, it will find there  are many 
areas w here the manual process has 
not changed over the past 20 years. An 
ad placed in various business publica
tions stated a m anager would feel at 
home in an office of 50 years ago. N oth
ing really has changed over that p e
riod. Admittedly, we now have new 
eq u ipm en t, b u t try  to get a le tte r  
typed or a note prepared in less than 
half an hour. Try to find that file you 
need when your secretary is out; try to 
move the board m eeting up a week 
w hen it takes two weeks to prepare the 
report.

In  conclusion, tools req u ire d  to 
solve the above exist in the m arket
place. I t’s up to the individual banker 
to apply those tools to im provem ent of 
his bank’s productivity and, u ltim ate
ly, to protection of its bottom  line. •  •

Campaign of Support 
For Reagan Program 
Brings Bank Honors

A cam paign voicing su p p o rt for 
President Ronald Reagan’s economic 
program has won two Addy awards for 
First National, Rartlesville, Okla., in 
the  15th annual com petition  spon
sored by the  Tulsa C hap te r of the 
American Advertising Federation.

Roth top honors w ere presen ted  in 
the political category for single-entry, 
p rin t and com plete  cam paign. The 
awards w ere accepted by Barry M. 
Hudson, the bank’s senior vice presi
dent.

Barry M. Hudson, s.v.p., First Nat'l, Bartles
ville, Okla., holds copy of award-winning 
ad published by bank early in 1981. Cam
paign was undertaken by bank to inspire 
area residents to write their opinions of 
President Ronald Reagan's economic- 
recovery program in letters to their con
gressmen. Walter V. Allison (pictured in 
ad), bank's ch., offered to supply postage 
for these letters.

The m ultim ed ia  cam paign, “You 
W rite the Letter; I’ll Buy the Stamp, 
was designed by the bank’s m arketing 
departm ent as a stimulus for the public 
to express their support, suggestions 
and opinions to governm ent officials 
concerning the President’s economic 
program.

T he bank  asked  a rea  re s id e n ts , 
through new spaper ads, radio com 
mercials and lobby posters, to w rite 
their opinions in le tte r form and bring 
those letters to the bank, w here post
age would be supplied by its chairman, 
W alter V. Allison. The letters then 
were sent to the respective congress
men.

The program was the subject of a 
feature article early in 1981 in M i d - 

C o n t i n e n t  B a n k e r .

To further the campaign, F irst Na
tional ran a full-page, full-color ad in 
the April, 1981, issue of Oklahoma 
B anker, official pub lica tion  of the 
Oklahoma Bankers Association. The 
ad challenged o ther banks in the state 
to start similar campaigns.

The campaign, which ran in March, 
1981, was term ed extrem ely success
ful, with more than 1,000 letters sent 
to key officials through First National. 
Several o ther Oklahom a banks and 
some in Texas adopted the campaign.

In  a d d itio n , P re s id e n t  R eagan 
praised and supported the bank’s cam
paign.
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Mr. Bank President, 
there are few things 
left that are 
easy to use 
yet work 
sowell.

The Ecom

or banks is one.
we call it total bank control. A computer system 

designed especially for ranks, by bankers. With 
sophisticated reporting capabilities, yet ease of opera

tion. all communications are in simple English.
As an Authorized Digital Computer Distributor we can give 

you the best of two worlds: hardware from Digital Equipment 
Corporation, the leading manufacturer of interactive computer 

system s; and application software and services from Ecom  
Systems, Inc. Contact Dennis J. Davis. Ecom Svstems, Inc., 2500  

m t. Moriah Road, Suite 245, Memphis. TN 38115. (901) 794-5501.

e© N \
ECOM  SYSTEMS, INCORPORATED

AUTHORIZED

m m m
COMPUTER DISTRIBUTOR

MID-CONTINENT BANKER for March, 1982 25Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



Automating
Community

Banks
Increased Productivity, Improved Operations 

Result From Program in Use in Arkansas

PRESSURES of increasing costs 
and com petition probably never 
have been as great in banking as they 

are today. In such an environm ent, 
banks m ust improve the ir operating 
efficiency and, at the same tim e, offer 
more sophisticated services than they 
did form erly. In o ther words, they 
m ust boost their productivity —  in the 
areas of people (now often referred  to 
as hum an resources) and technology.

As far as com puter-based services, 
such  as e le c tro n ic  fun d s tra n s fe r  
(EFTS), are concerned, fortunately, 
au to m a tio n  now  is av a ilab le  th a t 
addresses both the level of costs and 
level of services. The small-business 
com puter can be justified  even by 
small banks, opening the way to in
creased productivity , reduced  costs 
and new services.

A group of Arkansas banks —  using 
software devleoped by Arkansas Sys
tems, Inc., L ittle Rock —  have im 
plem ented a program  that uses a small 
IBM  S ystem /34  c o m p u te r . T h ese  
banks already were using correspon
dent services of a large bank, W orthen 
Bank, Little Rock, to provide the now- 
traditional batch com puter processing 
of banking transactions. These banks 
are located 30-150 miles from W orth- 
en ’s large com puters in Little Rock.

These correspondent banks elected 
to improve, rather than replace, their 
re la tio n sh ip  w ith  W o rth e n . T hey  
reasoned that they receive many ser
vices from W orthen and look to that 
bank for suggestions in such com para
tively new areas as EFTS. In addition, 
through W orthen and Arkansas Sys
tems, technical problem s of autom at
ing com m unity banks could be ap
proached in a unified way.

The first im provem ent was to begin 
using a small IBM System/34 and 1255 
MICR reader/sorter to capture checks

at a bank’s site ra ther than transporting 
them  to the central site for capture. 
T hen, inform ation on the cap tured  
checks and other banking transactions 
was transported via the phone system 
to the central site. This avoided a one- 
to three-hour courier trip (each way), 
even under good driving conditions, 
and increased processing dependabil
ity by making more tim e available for 
processing.

The first improvement was to 
begin using a small IBM Sys
tem/34 and 1255 MICR read
er/sorter to capture checks at a 
bank's site rather than trans
porting them to the central site 
for capture. Then, information 
on the captured checks and 
other banking transactions was 
transported via the phone sys
tem to the central site.

T hese  w ere significant im prove
ments. However, the banks still were 
missing many services now common at 
large banks. For operating efficiency, 
the banks needed  on-line access to all 
data, including dem and deposits, in
sta llm en t loans, com m ercial loans, 
reg u la r savings, p rem iu m  savings, 
CDs and other information required  to 
run a bank.

These banks have branches, some as 
far as 30 miles from the main banks. A 
w ithdraw al at any branch  once re 
quired  reference to microfiche or a 
phone call to th e  cen tra l bank for 
approval. There always was a risk that, 
w ithout m aintaining an ongoing bal
ance, a bank could allow m ultip le  
transactions to overdraw an account.

The solution to th is and sim ilar 
problem s was to pu t beginning-of-day 
balances on-line and provide memo 
posting. Once the information was on
line, significant productivity im prove
m ents were at hand.

T he banks n e e d e d  a cu s to m er-  
information system (CIS), which could 
tie together all related custom er and 
account information. They found it in 
com puter software that provides capa
b ilities  a bank n eed s to c ross-ref
erence, locate and retrieve custom er 
and account inform ation. This CIS 
provides bank officers w ith an easy way 
to obtain com plete information on the 
total relationship of a custom er to a 
bank. The CIS provides tellers with 
quick access to account data, e ither by 
account num ber or by custom er name. 
Data are up to the m inute even at 
branches. W ith the CIS, a teller can 
check a custom er’s account balance 
d iscreetly  w ithou t m aking a phone 
call. Besides helping to make the bank 
a nicer place in which to do business, 
the CIS speeds transactions and pro
vides be tte r services and, in addition, 
saves money for the bank. In addition, 
a teller can post the transaction as it 
occurs.

The CIS has many o ther uses. For 
example, Mr. Smith never knows his 
account num ber. W ith the CIS, the 
teller enters all or part of Mr. Smith s 
name, and the com puter quickly helps 
the teller find the forgetful custom er’s 
account. O ther uses of the system in
clude central m aintenance of names 
and addresses, total-relationship in 
form ation and sum m ary-account in
formation made available im m ediately 
to loan officers. A repo rt generator 
provides mailing labels, lists and pro
files for marketing.

Also in the EFTS area, autom ated 
teller machines (ATMs) can be both
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There is 
only one way 
to increase 
your prof it- 
per-loan.
Lending operations involve too 
many people handling too much 
paperwork too many times. Loans 
are generated with varying de
grees of accuracy, paperwork is 
repetitive and time-consuming, 
and reporting is a never-ending 
headache. The costs are too high. 
To achieve higher profit-per-loan, 
you can decrease your cost-per- 
loan, or you can generate higher 
yield loans with pinpoint accu
racy. But that is two ways. We said 
there is only one way. The Matsch 
Loan Processing System is the 
one way to do both!
What does it cost you to process

your average loan? $60? $70? 
More? Reduce that cost signifi
cantly with the Matsch System. All 
numeric data is carried forward 
from the quotation, forms are 
typed completely in just seconds 
(on your own documents) and re
ports are prepared automatically. 
From simplified compiling of cus
tomer information to data trans
fer to your DP center, The Matsch 
System is the systematic ap
proach to lending automation 
and greater profit. You will realize 
permanent freedom from de
pendence on a loan processing 
clerk's knowledge of lending and 
documentation.
The Matsch System eliminates er
rors and omissions, thus assuring

you complete and thorough 
documentation. This reduces

your legal exposure and expedites 
secondary market sales.
When quoting loans, the Matsch 
System uses mini-computer 
speed and accuracy to generate 
loans with maximum yield and in 
full compliance with state and 
federal regulations. With the 
Matsch System, increased yield- 
per-loan is another way you can 
start increasing your profit- 
per-loan.
Costs are increasing. Margins are 
getting painfully thin. How long 
can you affort to wait?

Call or write Bob Matthews for 
complete information on the 
Matsch Loan Processing System.

matsch
financial
systems
P.O.Box 217 5570 32nd Avenue 
Hudsonvllle, Ml 49426 
(616)669-2170
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productivity and m arketing tools. The 
first of the group of Arkansas banks to 
in tro d u c e  A TM s, F ir s t  N a tio n a l, 
Batesville, is using the IBM System/34 
com puter to pu t its ATM on line. O n
line ATMs provide many features not 
available to an off-line ATM. Among 
on-line fea tu res is account-balance 
lookup, which allows the bank to pro
vide VIP-withdrawal limits issued by 
account instead of by system. Also, the 
bank can allow or disallow withdrawal 
of deposits or withdrawal up to the 
account balance. The system also sup
ports a statewide interchange card.

Advanced features of the CIS and 
on-line ATMs normally are available 
only to large banks with correspond
ingly large data-processing budgets. 
F irst of Batesville has these advanced 
features using a small IBM com puter 
and relatively small data-processing 
budget.

Many of W orthen Bank’s correspon
dent banks have elected to use various 
levels of the services described above. 
F irst of Batesville, using them  all, is 
said to be the first bank anywhere to 
use D iebold ATMs directly connected 
to  an IBM  S ystem /34 . T he bank  
achieved this by using Arkansas Sys
tem s’ software that doesn’t need an 
additional com puter. This com puter 
previously was required.

Arkansas Systems also is the vendor

for the custom er information system 
described here. Besides F irst of Bates
ville, o ther W orthen correspondent 
banks (all in Arkansas) using it are: 
P eo p le  B ank, M o u n ta in  H om e; 
C itiz e n s  Bank, Van B u ren ; F irs t  
National, Hope, and F irst Security, 
Searcy.

These banks are up to 150 miles 
from W orthen’s processing center. In 
terestingly, the cost to process a cor
respondent’s business would be about 
the same, w hether across the state or 
across the country, says a spokesman 
for Arkansas Systems, because of the 
telephone-rate structure and minimal 
use of long-distance communications 
achieved by using the IBM System/34 
at the  co rre sp o n d en t’s site. L ong
distance charges are incurred at the 
end of the day when transactions are 
sent to the processing bank and again 
w hen reports and beginning-of-day 
balances are re tu rned  to the respon
dent bank.

Productivity increases achieved are 
th  e re s u lt  o f em p lo y in g  th e  b e s t 
m ethods available to perform neces
sary bank functions. Processing p e r
formed by W orthen avoids the need 
for correspondent banks to invest in 
software and m anpow er to perform  
com plicated tasks associated with a 
bank’s mainline functions. The IBM 
System /34, says Arkansas System s,

ABA Asks DIDC for 'Tools'
A S  PART of the ABA’s continuing effort to press forward on deposit 

l \  in terest-rate deregulation, the association’s executive vice presi
dent, Willis Alexander, sent a le tte r to Treasury Secretary Donald 
Regan and to all m em bers of the Depository Institutions Deregulation 
Com m ittee (DIDC). Mr. Regan chairs that committee.

The le tter calls for new deposit tools to be given to banks and thrifts so 
these institutions can offer rates of re tu rn  com petitive with those offered 
by money-m arket funds. Mr. Alexander warns that the lack of such tools 
could result in many depository institutions finding it impossible to 
catch up in the com petitive race with m oney-m arket funds in the years 
ahead. “The unfair handicap the federal governm ent imposes on deposi
tory institutions grows heavier every day,” he said.

He rem inded Mr. Regan that m oney-m arket funds now total more 
than $188.14 billion, a figure that surpasses the total assets of mutual 
savings banks. This growth is due to the unregulated nature of money- 
market funds.

Mr. Alexander projects that such funds will hold 25% of the market 
share of consum er-type, interest-yielding accounts by 1986 if no new 
competitive tools are forthcoming, if in terest rates maintain their course 
and if historical growth trends continue. “In o ther words, if the federal 
governm ent fails to restore com petition, depository institutions will be 
forced, at best, to sacrifice a quarter of this m arket by 1986 — money 
needed to finance local agriculture, hom ebuilding and other im portant 
sectors of the econom y.”

Depository institutions and m oney-m arket funds are on a collison 
course, he said. “The nation’s banking community believes that sub
stantive progress m ust be made toward deregulation before the eco
nomy can return  to hea lth .”

provides relatively inexpensive com 
pu ter services to a bank and is char
acterized by its ease of use, high re 
liability and low downtime. Such fea
tures are needed in a bank com puter 
anywhere, bu t outside of larger m etro
politan areas, they are critical. (The 
IBM System/34 reportedly has a ser
vice-call rate of less than two calls per 
year.) Adding to this, Arkansas Sys
tem s has provided com puter software 
that delivers the increased productiv
ity long prom ised by com puter auto
mation. This software, says the firm, 
addresses itself to lowering hardware 
costs, increasing available features and 
allowing be tte r use of bank personnel. 
This software is called an on-line bank
ing environm ent because it changes 
the environm ent of a bank’s opera
tio n s. A rkansas S ystem s says th e  
change provides increased productiv
ity, im proved bank operations and 
easy entrv into the world of ATMs and 
EFTS.

T here’s more to come: F u tu re  fea
tures will include support of o ther de
vices, such as teller term inals, and 
“pass-through” software to allow the 
local com puter to process local items, 
while “passing through” o ther items to 
one or more ATM switches. This also 
can reduce cost of participation in the 
switch. •  •

Scholarship Fund Established 
For Minority Bank Employees

W A SH IN G TO N , D. C. —  M an
a g e m e n t em p lo y ees  of m in o rity -  
owned banks are eligible for up to 
$25,000 in scholarship funds through a 
new  fund estab lish ed  by M inbanc 
Capital Corp. Aim of the program is to 
provide m anagem ent assistance and 
tra in ing  to the m inority-bank com 
munity.

Minbanc, a closed-end investm ent 
company established in 1971, provides 
capital assistance to qualified minority- 
ow ned  banks. The com pany’s 500 
shareholders are ABA m em bers.

M inbanc works with the National 
Bankers Association (NBA), the asso
ciation of minority banks, in the ad
m inistration of the scholarship pro
gram. M inbanc is responsible for pay
m ent of registration and tuition fees to 
m anagem en t-level schools, confer
ences, workshops or seminars spon
sored by the ABA or any of the 50 state 
bankers associations during the 1982 
year.

The NBA is responsible for selecting 
scholarship candidates. Each minority 
bank is lim ited to th ree participants.
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Would you like to get 
rid of the back-office 
workload of money 
orders—without getting 
rid of money orders?
Let Citicorp Remittance Service take 
the work while you take the credit.

• Take credit for streamlining 
your back office, and using that 
valuable employee time on 
other work.

• Take credit for improved cus
tomer service.

• Take credit for better cash 
utilization.

• Take credit for predominant 
identification: it’s your institu
tion’s name and logo your 
customer sees on the check.

We take the work. Our CRS 
staff, one of the world’s most experi
enced, will:

• Reconcile your sales on a daily

basis, branch by branch, item 
by item.

• Highlight any variances and 
identify them quickly for you.

• Provide error and audit 
controls.

• Store each check you issue, and 
provide a full-time Customer 
Service Unit to handle item 
inquiries, stop payments, 
photocopy requests, from you 
or directly from your customer.

• At your option, pre-encode 
your MICR or general ledger 
information on your copy in 
advance, to help you reduce 
the time and cost of your daily 
proofing and computer 
processes.

CRS does all this, and more, for 
as little as 2C per item. That’s all.
(You set your own customer charge, 
of course.)

We’re very flexible, too. CRS 
will provide a check compatible with 
your manual or electronic system. You

can choose a settlement plan that 
maximizes your bottom line. We will 
also train your people in the use of 
our service.

Over 600 financial institutions 
are already using CRS’s innovative, 
high-tech disbursement service. You, 
too, can reduce your back-office work
load, improve your customer service 
and increase your bottom line. Simply 
call 1-800-223-7522. Or write Citicorp 
Remittance Servicer Department 140 
425 Park Avenue, 4th Floor,
New York, NY 10197.

Your
Money Order 

from

.
SERVICE

Citicorp Services, Incorporated 
A Subsidiary of Citicorp 
TM—A Service Mark of Citicorp CITICORP aDigitized for FRASER 
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Determining Actual Transaction Cost 
Is Key to Product Profitability

THE FINANCIAL-services indus
try continues to be the target of 
federal and state legislation. M ore 

organizations are going after the finan
cial-services custom er (retail and com
mercial) and are getting into the busi
ness of banking.

Banks are, how ever, severely re 
stricted in expanding the scope of their 
services into o th e r financial areas. 
Bank customers are becom ing accus
tom ed to using, and in some areas ex
pecting, new services.

For example, the use of ATMs now 
is accepted and their use is growing 
daily. By the end of f981, there  w ere 
approximately 20,000 ATMs installed 
n a tionw ide , each averag ing  5,000 
transactions per month.

The pressures associated with new 
services tend  to make bankers lose 
sight of bottom -line results for their 
operations. Bank profitability is m ulti
dimensional. It can be viewed from a 
n u m b er of d iffe ren t p e rsp ec tiv e s , 
which tends to make it complicated. 
Most banks, presum ably, would like to 
know the profitability of their trust de
partm ents, NOW  accounts or even 
specific custom er accounts. Yet there  
is a tendency to lose sight of the key 
ingred ien t of all these activities —

By Robert C. Manion 
Arthur Andersen & Co. 

St. Louis

actual transaction cost. D eterm ining 
the bank’s profitability requires much 
detailed information. I view it from a 
building-block approach (see figure I).

At the bottom of the pyram id is a 
so lid  fo u n d a tio n  of tra n sa c tio n -  
o p era tin g  system s (D D A , savings, 
payroll, accounts payable, etc.). These 
base systems capture detail informa
tion, record  it, classify it, post it, 
summarize it and report it. Thus, the 
base systems perm it the perform ance 
of the basic functions of the bank. 
These systems also m ust capture and 
report volume statistics and feed this 
information to the general ledger and 
cost-reporting systems so that dollars- 
to-volume of activity can begin to be 
correlated; i.e ., num ber of accounts, 
pieces of paper or personnel.

Closely tied to this concept is the 
need for a formal approach to collect
ing information about the elem ents of 
cost in the bank. The th ree areas are: 
work m easurem ent, cost accounting 
and project reporting.

I NDUSTRY

Work m easurem ent is not new in 
banking. Some banks have used it to 
im prove p ro d u c tiv ity  and  m onitor 
staffing levels; however, many have 
tended to let programs die ra ther than 
continue them . W ork m easurem ent 
can provide banks with valuable cost 
information, bu t I strongly suggest it 
be kept simple and nonscientific.

Cost-accounting systems use the in
form ation developed  th rough  work 
m easurem ent and “dollarize’ it. This, 
in turn, lays the foundation for service- 
fee schedules and pricing decisions. 
F requen tly , it will be necessary to 
combine the information from more 
than one departm ent to determ ine to
tal cost. Also, there  is a need to distin
guish betw een fixed and variable costs 
(the latter vary with activity).

Project reporting is the tracking of 
costs outside normal day-to-day busi
ness o p e ra tio n s . E x p e r ie n c e  has 
shown that this area generally receives 
little attention; however, these costs 
can be significant and need visibility 
for m anagem ent control. In addition, 
they should be factored into the cost
accounting system to enable service 
costs to be recognized properly.

A good example is the cost of an 
ATM installation. The total cost of ac
qu iring  the unit, site construction, 
plastic cards, m arketing, etc., m ust be 
am ortized  and bu ilt in to  the  cost
reporting system; otherwise, the true 
picture is distorted.

The next set of blocks in the building 
process concerns the organizational 
aspects of the bank. H ere again we are 
reco g n iz in g  th e  m u ltid im en sio n a l 
aspects of bank profitability. The right 
side of the pyramid deals with activity 
and transaction costs while the left side 
deals with organizational implications. 
It still is necessary to report expenses 
and revenues on the basis of w here the 
ex p ense /revenue  was incu rred  and 
who is responsible. Thus, there  is a 
natural buildup of information along 
the lines of organization w ithin the 
bank, w ith each d ep artm en t being 
sum m arized at the next level up in the 
organization.

Any time this kind of approach is 
taken, the problem  of cost of funds is 
raised, due to some departm ents being 
funds users and others funds provid
ers. T here are several m ethods for
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US Bank of Nashville
The sam e bank. O nly better

W e ’ve changed our name, our colors and 
our logo. But, we haven’t changed our 
determination to provide the best and 
most comprehensive correspondent services.

U S Bank of Nashville keeps the flags flying for 
over 350 independent, community banks in nine 
states-Alabama, Florida, Georgia, Illinois, 
Kentucky, Louisiana, Mississippi, Tennessee and 
South Carolina. And we’re committed to providing 
even better service in the future.

U S Bank of Nashville provides a range of 
comprehensive services: a complete audit program, 
data processing, portfolio analysis, information on 
legal matters and governmental regulations, a 
regular weekly update on the financial markets and 
rates, marketing aids, seminars on important topics, 
and more. The wide range of services allows us to 
tailor correspondent programs to fit the specific needs 
of individual banks and the communities they serve.

U S Bank of Nashville firmly believes that 
independent, community banks can continue to be 
the foundation of America’s financial future. Our 
commitment to correspondent services is an 
investment in that future.

U
BANK
UN ITED  SOUTHERN BANK

(formerly United American Bank of Nashville)
200 Fourth Avenue, North 
Nashville, Tennessee 37219

Tennessee WATS 1-800-342-1356 
Out of State WATS 1-800-251-1676 
In Nashville (615) 259-4488
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budget and on time, with minimum 
inconvenience to customers and 
employees. Which comes with 
practice: since 1913, Bank Building 
Corporation has completed over 
8000 projects— many of them 
remodeling assignments.

We know that some older 
buildings are right for remodeling, 
while others are not. And we’ve 
learned to know the differences 
between them

Before your need to remodel or 
build becomes acute, please call 
Tom Spalding at 314/647-3800. Let's 
become acquainted and share 
more information.

Ask us to show you a new 
beginning or two.

This 1958 building doesn’t 
look or act its age.
Inside and out, both the form and 
function of this bank were recently 
updated by Bank Building 
Corporation.

Decades of success and growth 
had committed Citizens National 
Bank to their established location, 
and they'd outgrown their building 
in the process. Total redesign was 
needed. Both inside and outside 
wall surfaces were removed and 
replaced. Floor area was doubled.
In the process of becoming a more 
use-filled building, the new Citizens 
has made a strong visual impact on 
its community.

This project was completed on

Bank Building 
Corporation V U

Performance According to Plan

1130 Hampton Avenue 
St Louis, Missouri 63139
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accomplishing this task, bu t the “keep 
it simple rule should be observed. 
The most im portant thing to keep in 
mind is to provide a realistic statem ent 
of profitability, taking into account all 
costs, including the cost of money.

At the next level in the pyram id, it is 
possible to develop budgets and p re 
pare overall statem ents of profitability. 
In addition, any system of budgeting 
should include the capability of p re 

paring pro forma financial statem ents 
—  “what if” questions.

At this state, we can prepare top- 
level profit-and-loss statem ents, using 
information from the following lower- 
level systems:

•  Organizational-expense reporting
•  Project reporting
•  Standard cost accounting
•  Custom er income and volume sta

tistics

The last building block ties all the 
pieces together and reports profitabil
ity by type of product, product line or 
service and custom ers. An example 
would be the ability to analyze and 
evaluate loans based on actual margin 
co n trib u tio n  com pared  to p lanned  
margin percentage.

This completes our building-block 
process of constructing financial re 
porting within a bank. •  •

Computerized Mail Pre-Sort System 
Boosts Productivity at First Alabama

A  CO M PU TER IZED  mail pre-sort 
system that sorts such items as 

custom er statem ents and prints them  
in the exact sequence required  by the 
U. S. Postal Service to qualify for a 
30-per-item  postage discount has been 
well received by F irst Alabama Bank, 
Birmingham.

First Alabama is one of several banks 
using the system, which is supplied by 
Mantissa C orp., also in Birmingham.

The program is called “P .S .” and is 
designed to offer an alternative to ex
pensive mail-sorting equipm ent or a 
labor-in tensive m anual system . Ac
cording to the supplier, no changes to 
existing system  or application p ro 
grams is necessary to install “P .S .” 

“O ur experience w ith the system 
has b een  e x c e lle n t,” says E dw ard  
Solomon, vice president/operations at 
F irst Alabama. “W e are well pleased 
with our favorable results during the 
past two years.”

F irs t A labam a is a $440-m illion- 
asset m em ber of a $2.5-billion, 20- 
bank HC. The bank’s annual postage 
expense is $540,000. Mr. Solomon 
says the bank started using the M antis
sa system about two years ago to p re 
sort charge-card statem ents. At that 
time, the bank was planning to p u r
chase a m echanical system that re 
quired an em ployee to operate.

D ue to necessary manual sorting, 
human errors, the unreliability of a 
manual system, equipm ent costs and 
on-going em ployee costs, we couldn’t 
justify the pre-sort postage discount 
using a manual system ,” Mr. Solomon 
says.

The Mantissa system was installed 
on the bank’s IBM com puter to sort 
about 100,000 charge-card statem ents 
p er m onth. No application changes 
w ere required  and M antissa assisted in 
th e  system  in sta lla tion . Since the

bank s system is a user-active, param 
eter-driven one, it was up and running 
within hours instead of days, Mr. Solo
mon says, with little involvem ent by 
the bank’s data-processing personnel.

“W e have expanded the system to 
presort about 45,000 savings account 
statem ents per qu arte r,” he says. “O ur 
postage savings now is about $41,000 
per year, but tha t’s only part of our 
expense reduction .”

The system has enabled the bank to 
reduce employee tim e and problem s 
in pulling “bad address,” “no address” 
and special hand ling” sta tem ents. 
Prior to installing the autom ated p re 
sort system , at least two man-days 
w ere required  to review all savings 
s ta te m e n ts  for th e se  ex cep tio n s . 
Several man-days also w ere required  
for charge-card statem ents. Hum an 
errors, such as mis-mailed statem ents 
with incomplete addresses, were elim 
inated by assigning a special zip code 
(such as 99999) to all “special” state
m ents and automatically sorting them  
from  th e  o th e r  s ta te m e n ts  to be 
mailed.

M anagem ent reports produced by 
the system also assist in bundling mail 
for proper postal distribution and help 
the staff review dem ographic locations 
of customers, Mr. Solomon says. “The 
system is flexible enough to handle 
single or multiple statem ents. W e plan 
to add o th e r  cu sto m er c o rre sp o n 
dence, such as CD 1099s, in the future 
to obtain maximum benefit of the p re 
sort discount.”

Mr. Solomon says the system is well 
d o c u m e n te d  and  te c h n ica lly  su p 
ported  and is only one of M antissa’s 
products used by First Alabama. I t’s 
one of several systems that “have in
creased our D P or operations division 
personnel efficiency and reduced the 
bank’s operational expenses.” •  •

First Chicago to Sell 
Travelers Check Assets

CHICAGO — First Chicago Corp. 
will sell its Visa travelers check opera
tion to Chase M anhattan Corp. during 
the first half of this year.

Annual sales of the operation, han
dled by F irst Chicago C heque Corp., 
are in excess of $500 million. Chase 
M anhattan is expected to keep the 
same relationship with Visa check sales 
agents as they had with F irst Chicago.

The decision to sell the subsidiary’s 
assets was described as “another exam
ple of m anagem ent’s com m itm ent to 
focus the corporation’s resources,” by 
B arry F. Sullivan, F irs t Chicago s 
chairman.

H e described the operation as a vi
able one, but its activities “are not in 
the m ainstream  of the corporation’s 
strategic business d irection .”

F irst Chicago recently  signed an 
a g re e m e n t to p u rch ase  th e  $600- 
million bank-card portfolio of Bankers 
Trust New York Corp. That purchase 
also is expected to be com pleted du r
ing the first half of 1982.

Bank Presents Gift Checks

As part of its recent 75 th -ann iversary  
celebration, Bank of Jena, La., presented 
checks of $2 ,500  each to two local medical 
fa c ilit ie s . The checks represented the  
bank s gift to the community. Shown are 
W alter E. Dorroh (c.), bank v. ch., present
ing checks to Ben Andrews (I.), adm inistra
tor, LaSalle General Hospital, and M. L. 
Barksdale, adm inistrator, Hardtner M ed i
cal Center. The checks were presented dur
ing a com munity-wide open-house cele
bration at the bank.
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Taming
Time

By William D. Ellis

Reprinted from Sohio, the magazine of 
Standard Oil Co. (Ohio).

W H O ’S IN CHARGE here, any
way? You or the clock?

Come m idnight Sunday, there  s still 
a day’s worth of work and living you 
wanted to get done bu t couldn’t? Some 
for the  family? F or the  com pany? 
Friends? Your community?

Some for you?
D on’t throw  in the towel. Build a 

25-hour day.
How? Sleep faster? No, bu t you can 

get your act together. Organize. Sys
tem atize. Make the clock work fo r  
you, not against you. There are ways.

D are  to face your priorities. “You 
must control your tim e or someone 
else will control it for you ,” warns 
tim e-m anagem ent consultant T. Ken
n e th  W h ite , w ho te a c h e s  tim e- 
m anagem ent seminars for employees 
at S oh io ’s W a rre n sv ille  R esearch  
Laboratory near Cleveland.

Most of us probably know that, to 
get an armlock on our tim e, we have to 
p rio ritiz e . F irs t  th in g s first. L ast 
things might not get done; can they be 
so im portant?

The catch is, you m ust work your 
priorities on paper. O therw ise, you 
cheat. Or forget. It m ight take you 10 
tries to lock onto your real priorities —  
personal and professional; short-, m id
dle- and long-range. But it's a great 
start for getting your act together.

Em ployees on W arrensville Lab s 
developm ent and training staff have 
prioritizing down to a science.

“We list every task in our group 
according to ‘must do s,’ ‘should do s 
and ‘nice to do s, ” explains Virginia 
M arino, d ev e lo p m en t and tra in ing  
associate.

To keep tasks that must be done in 
the fu ture  from falling through the 
cracks, the group puts them  on a list 
called the “job ja r .’ “Every so often we 
check the job-jar list. W hen an item on 
the list becomes current, we give it a 
priority and put it on one of our main 
lists of things to do, says Miss Marino.

Be a list freak. A good variation on 
prioritizing: starting your day with a 
list of tasks to accomplish. Break the 
big ones down into smaller, manage
able ones. List them  in order of im 
portance.

“The beauty is, when you finish one 
task, you check it off, says avid list 
maker Mary W ood, assistant super
visor of the W arrensville Lab library. 
“That’s satisfaction! It reinforces you 
and motivates you to keep chugging 
away at the list.”

F riend  or F rankenstein? The next
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You’re weary of the promises-never-kept syndrome. The here-today-gone-tomorrow account representative shuffle. The disappearing product act. In short, you haven’t been satisfied with the results —  and that’s fine with us. Because it gives us the opportunity to show you what Acceleration can do.Here’s a brief rundown on our product portfolio:For your bank*Collateral Protection M anagem en t Program protects your institution against losses resulting from uninsured collateral, plus a management system that organizes and simplifies insurance administration.For your customers"Credit life and disability insurance pro

vides coverage on installment loans in the event of the customer’s death or disability."Total Obligation Protection (TOP) provides unlim ited coverage with a flexible life insurance program designed to protect the customer’s family and business from loan responsibilities."CreditGuard provides coverage for the outstanding balance of a VISA or MasterCard account in the event of your customer’s death or disability."The Advantage, a tax-efficient single premium life insurance policy designed to accumulate and distribute long-term savings for your customers."Mortgage Life Insurance to pay off a customer’s home mortgage in the event of death or disability.

For your employees"Tom orrow ’s Incom e Plan (T IP ), a taxdeferred income program for cash accumulation with guaranteed monthly payments upon retirement; payable under payroll deduction plan."Personal Insurance Protection offers competitive premium rates on autom obile, homeowner, condominium and tenants insurance.Acceleration’s service satisfies even the most discriminating bankers. Isn’t it time you found out why?
Acceleration Life 
Insurance Company
475 Metro Place North 
Dublin, Ohio 43017

Specialists in financial products

SOME PEOPLE ARE 
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IF YOU’RE ONE OF THEM, GIVE ACCELERATION A CALL.
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step after prioritizing is making up 
schedules — putting priorities in time 
slots.

A realistic schedule can make life 
beautiful, bu t it can tu rn  the clock into 
a m onster if it contains the three big 
goofs of overscheduling: no safety gaps 
betw een projects; no tim e for the un 
expected; no time to smell the roses 
along life’s path.

Active in his church and as a scout
master, Michael Finkler —  process su
pervisor at Sohio’s Toledo refinery — 
uses pocket schedule books to keep his 
busy life in order. But he makes sure 
he’s the m aster of the schedule —  not 
the other way around.

“I make sure I spend tim e with my 
wife and four children. I schedule a 
family day or night each week. The 
kids take turns picking the activity — 
going to the zoo or playing m iniature 
golf, for instance.”

H ead off surprises. The biggest 
hunks of tim e are created by surprise- 
avoidance. The unexpected destroys 
schedules. A nticipate tim e-robbers 
that could happen. They probably will, 
so plan around them.

Lump it (together, that is). D iedre 
Bush, a land person at Sohio’s-Anchor
age office, packs a lot into her life with 
this technique, consolidating similar 
projects.

“ I bunch together errands, says 
Mrs. Bush. “If I have to walk down the 
hall for a task, I try to think of other 
tasks I can take care of in the same trip.
I try to take care of several subjects 
with a phone call. I plan my groceries 
for a m onth and buy everything at 
once. And I buy a year’s supply of cer
tain  item s —  paper goods, canned 
food, dry m ilk.”

W ith  tim e -m a n a g e m e n t te c h 
niques, Mrs. Bush keeps on top of a 
busy job, takes care of her family and 
hom e, attends college two nights a 
week (she’s studying economics), stud
ies, reads, does needlepoint and tutors 
a pupil as part of an Anchorage literacy 
program. The student comes to Mrs. 
Bush’s office for lunch-tim e sessions. 
“That gives us both more tim e because 
I don’t waste tim e com m uting,” says 
Mrs. Bush.

Winning the paper war. It’s a big 
one, but the veterans know winning 
solutions:

•  D on’t attack incoming paper as 
each piece arrives. Set a specific time 
to hit the whole stack.

•  Scan the stack before studying 
closely. This often shrinks the stack. A 
su rp rising  am ount of paperw ork is 
routine. Much can be pu t aside at a 
glance — or tossed out.

•  Dispatch the easier paper first, 
any requiring a checkoff, signature, fil
ing, tossing.

•  Of the rem aining papers, sepa
rate and attack those with short time 
fuses.

•  If a too-fat docum ent floats up 
from someone below, send it back to 
be slimmed or summarized.

•  If a too-fat docum ent comes down 
from above, ask if a colleague has stud
ied a copy. Can he or she give you a 
verbal summary?

•  On outgoing paperwork: Will a 
memo or le tte r you previously wrote 
serve —  with modifications?

•  If a memo or le tte r requires a 
com m ent or answer, can you w rite on 
the docum ent ra ther than type up a 
new piece of paper to attach?

Often bom barded by paper, George 
Lloyd of Sohio’s Marcus Hook (Pa.) 
refinery uses a favorite strategy on the 
paper-war front.

“I do my paperwork w hen people I 
have to contact are not available, says 
the warehouse supervisor. “H itting a 
batch of paper in the same category, 
such  as in v o ices , g e ts  m e into^ a 
rhythm , and I want to keep going.” 

“W here’d I put that # @ * & * #  re
port?” Paper you need  to keep, and get 
hold of in a jiff, goes into your files — 
bu t when it comes to file folders, be 
cheap. D on’t use too many by filing

I  H O W  T O  I  
IN C R E A S E

Now there is an  
econom ical way to help

re pw“ ep° P R O D U C T IV IT Y
better records, and
handle  expansion. BISS A  V ^ J K  Mi J K i V ^ J s  JL A b 
has com prehensive financial system s for use with 
inexpensive m icrocom puters.

O ur software system s are  well-docum ented.
Plus, they have operator prom pting to m ake 
them easy  to learn  and  use.

H ere are  some of the system s available:
Fixed asse t
accounting
Account analysis
Custom er
profitability
Stockholder
accounting

• "W hat if" financial 
planning & m odeling

• Loan pricing analysis
• Loan loss control
• Loan calculations & 

forms printing
• Safe deposit box 

accounting
We also offer general system s to stream line 

your operations:
• W ord processing • D ata  b ase
• Accounts receivab le  m anagem ent
• Accounts p ay ab le  • Budgeting
• Payroll • Custom  systems
• G enera l ledger • Inventory

Let BISS show you how your financial 
institution can  becom e more efficient and  
profitable. C all or write for more information.

6620 Harwin Dr., #275 
Houston, Texas 77036 

(713) 780-7673

733 E. Airport Dr., #206  
Baton Rouge, Louisiana 70806 

(504) 924-0207
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WHO HAS THE TIME TO 
PROPERIV MANAGE 

TOUR INVESTMENTS?
Chances are you ’ve 
been paying less 
attention to your 
portfolio than it 
deserves.

C onsidering how  
m uch o f  your bank’s 
assets are in your 
investm ent portfolio, 
d on ’t you agree a 
thorough analy
sis is in order?

L et our Invest
m ent D iv ision  give 
you a com plete  
analysis. W e’ll 
show  you how  
your portfolio can 
w ork harder in gap  
m anagem ent, spread 
m anagem ent, and 
attain an optim um  
balance o f short- and 
long-term  m aturities in

your asset/liability  m anagem ent. 
We have a proven record o f  

excellent growth since our 
founding in 1929. We 

respond to today’s 
changing market 

conditions w ith  
know ledge, 
sound judg

m ent and all 
the attention  
your ind iv id
ual portfolio  

needs.
W e’re the 

Q uality C on
trol D epart

m ent. Just 
call or 

write. Your 
investm ent 

inform ation will 
be kept in the 

strictest confidence.

lb
UNITED
MISSOURI

United we grow. Together. BANK OF KANSAS CITY, N . A .
INVESTMENT DIVISION
Member FDIC

10th and Grand, Kansas City, Missouri 64106, (816) 556-7200 
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papers in a lot of folders with headings 
that are specific. You’ll w aste tim e 
scratching your head over how you 
categorized a piece of paper. Maybe 
you’ll never fin d  it.

Use file headings that are general 
and that you’ll be able to m entally link 
with the material you stuck into it. 
Then let the files get fat.

“A file in most cases is manageable 
up to a thickness of about an inch ,” 
advised Time Expert Stephanie W in
ston in a U . S . News is W orld  Report 
interview. “Beyond that, it probably 
should be subdivided or w eeded out. ”

Beating the meeting. If you’re on 
com m ittees in your town, you know 
the problems of the m arathon m eet
ing.

If you’re in a position to be arrogant, 
follow Bob H ope’s rule: “Always be 
late for every m eeting. All you miss are 
the golf and fishing lies. ”

But if you are running the m eeting, 
you can control the tim e. M eeting 
Consultant M errill Douglas puts one 
rule above all: Have an agenda, no 
m atter how crude, at least verbal. It 
sorts out priorities, keeps business on 
track.

The skinflint imperative. A friend 
asks you to blow a half day on som e
thing you have zero in terest in. You 
want to say forget it, but you cave in, 
right?

I t’s hard to say no to friends. Prac
tice in front of a mirror: “I just can’t 
afford the time. ” If they’re real friends, 
they’ll catch on.

“I ‘vant’ to be alone.” Chatting with 
co-workers is part of the office social 
scene. Fine, bu t it can eat up time. Set 
part of the day aside to be a loner by 
putting  a sign on the door telling peo
ple to come back later.

Return the favor. Show the other 
person respect for his time. It is an 
automatic signal to him that your time 
is precious.

Prescription for the big earache.
The telephone is a killer. But if you 
come on with a friendly bu t formally 
clipped tone, the o ther party usually 
adopts the pace and spares you the 
w eather and grapevine reports.

Some people group call returns in a 
bunch. Some return  calls right before 
supper. One gracious hom em aker in a 
telephoney neighborhood took to te ll
ing the truth: “I’m glad you called. 
L et’s talk fast, I should hang up in 
five.”

Do the big uglies first. Do you de
bate w ith yourself over w hether to 
wrap up small projects or start The Big 
One first?

The experts weigh in for getting the 
b ru te  started early. You can in terrupt

it for smaller jobs, or crash-program 
them  later. If you defer the m onster 
you might run out of tim e for com plet
ing it.

Unplug the big drug. Many of us 
could build an eighth weekday by part
ly unhooking from the TV tube. Gloria 
Steinem  found huge tim e bonuses in

T W O H O U S T O N  ban k s w ere  
among the first to pioneer what is 

fast becoming an industry standard in 
rem ote banking. H arrisburg Bank ($90 
million in deposits) and Heights State 
Bank (more than $147 million in d e
posits) im plem ented expanded com
mercial drive-in service through the 
use of rem ote lanes. In addition, they 
separated these exclusive commercial 
lanes from other lanes assigned to re 
tail customers. Results: Im proved ser
vices for both types of custom ers, in
creased  te lle r  p roductiv ity  and in 
creased transaction volumes for each 
institution.

Long lines of traffic and exasperated 
customers used to be the norm when 
retail and commercial drive-in custom 
ers w ere mixed. A custom er simply 
wanting to cash a check might be re 
quired to wait behind a commercial 
custom er m aking m ultip le  transac
tions and needing $350 in change. The 
slowing of transaction volume due to

kicking her beloved TV habit. But she 
doesn’t recom m end going cold turkey. 
“I found radio was a kind of m ethadone 
for the transition,” she says.

Waste not. W hen you’ve built extra 
tim e into your life, don’t fill it with 
junk. Use it for reasons you wanted. 
And stop to smell the roses. •  •

the combined lanes also had a dam pen
ing effect on teller productivity.

Aware that retail and commercial 
customers don’t mix, both H arrisburg 
Bank and Heights State incorporated 
separation of traffic lanes by account 
type into their original design plans. 
Cars and trucks entering  the installa
tions are directed into the appropriate 
lanes by signs indicating which en
trance should be used. “Commercial 
only” signs serve as the first m ethod of 
segregating  traffic at th e  en tran ce  
point. Additionally, large landscaped 
islands are situated betw een retail and 
commercial lanes, extending the divi
sion of traffic all the way to the street.

In the selection of rem ote banking 
equipm ent, the banks chose Visual 
Auto Teller systems (VATs) manufac
tured  by Diebold. VAT 1 or 3 was 
selected for retail customers; VAT 9 for 
commercial accounts.

“W e selected VAT 9 for its capability 
to handle the larger, heavier payload

Houston Banks Expand Drive-Ins, 
Segregate Retail, Commercial Lanes

Retail and commercial traffic is segregated at Heights State, Houston, by signs and 
landscaped divider. Bank has 12 lanes for retail, two for commercial customers.
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Dr. James V. Baker, au
thor o f "Asset/Liability 
Management," pub
lished by the American 
Bankers Association.

At James Baker & 
Company, we know 
Asset/Liability 
Models fit hand-in
glove with investment 
management. Our 
unique micro
computer programs 
— the Baker 
Models — show your 
current rate-sensitivity

position, calculate the likely impact of 
various interest rate scenarios, prepare 
your annual plan and monitor your 
progress on a monthly basis. As a registered 
broker/dealer and investment advisor, 
we use our state-of-the-art technology to 
help you achieve your investment objec
tives. Our experience and continuous 
involvement in the markets enable us to 
bridge the gap between the theories and 
realities of asset/l¡ability and investment 
management. The result is that we can

help you define, measure and manage 
your risk on a daily basis.
Microcomputer software programs for 
the Baker Models are available for 
sale or use only through James Baker & 
Company. To find out more about our 
products and services, or to join our 
nationwide customer base, write or call 
us today at (405) 235-0187 and ask for 
our free brochure.
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demands of commercial accounts, ex
plains H a rrisb u rg  Bank P re s id e n t 
Henry Knox. “The VAT 9 offers in
creased  transaction  speed  and im 
proved convenience for customers and 
tellers through its tip-out captive car
rier system, which elim inates loose 
carrier handling. The system s 775- 
cubic-inch and 25-pound-capacity car
rier accom m odates bulky m aterials, 
bags and heavy coinage.”

“We don’t think twice about loading 
the system with 30 rolls of quarters or 
m ore,” explains Joyce M ahnke, assis
tant vice president/m anager, drive-in

AN ON-LINE 

BANKING 

ENVIRONMENT 

(OBE)

MEANS

INCREASED
PRODUCTIVITY

USING

ATMS
TELLER TERMINALS 

EFTS
IBM SYSTEM/34

Arkansas Systems, Inc., 

8901 Kanis Road, Suite 202 

Little Rock, Arkansas 72205 

(501) 227-8471
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services, at Heights State. “Typically, 
our commercial accounts may request 
as much as 15 rolls or $150 in quarters, 
and 20 rolls or $100 in dimes. That’s a 
lot of coinage, bu t we don’t have to 
worry about the w eight with the VAT 9 
system .”

Both institutions operate “head-on” 
drive-in installations for retail custom 
ers. T e lle rs  have full v iew  of ap 
proaching traffic from stations that are 
raised approximately four feet above 
ground.

“W ith the flexibility of the system ,” 
reports Mr. Knox, “we have been able 
to establish a cost-efficient and highly 
productive teller-operating schedule 
to support 15 lanes of traffic.”

Harrisburg Bank’s drive-in facility, 
w ith its 12 retail and three commercial 
lanes, its custom er-service building 
covering a 3,500-square-foot area and 
adjacent parking space, occupies one 
entire block east of the bank’s Main 
Office. “W ith an operation the size of 
ours,” states Mr. Knox, “you’ve got to 
have th e  sp e e d  and  co n v en ien ce  
offered by the combination of the VAT 
system and lane segregation.”

D ue to the success and custom er 
acceptance of the commercial drive-in 
program at H arrisburg Bank, a second 
VAT 9 system to accommodate high- 
volume truck and van traffic was in
stalled just three months after the pro
gram was introduced.

Heights State operates a 14-lane sys
tem  with 12 head-on lanes for retail 
accounts and two separate lanes for 
commercial. “Our custom ers, both re 
tail and com m ercial, are especially 
pleased with the speed and conve
nience of the program ,” reports Jim 
A lberts, executive vice p re s id en t. 
“And that satisfaction is evidenced by 
the rapid increase we have seen in 
m onthly transaction volumes at the 
site ,” he added. M onthly figures rose 
from 14,000 in July, 1980 (the first full 
m onth  of opera tion), to w ell over 
50,000 in O ctober, 1981. To date, 
approximately 70% of the institution’s 
total transactions are at the drive-in; 
and m ore than 71,000 com m ercial 
transactions have been recorded.

Key factors in the success of drive-in 
banking programs are the speed and 
convenience of transactions. Custom 
ers select drive-in service for those 
very reasons; and institutions such as 
H arrisburg Bank and Heights State are 
dem onstrating an effective m ethod of 
insuring this service through the prac
tice of lane segregation by account 
type and the use of rem ote banking 
systems that cater to the varying needs 
of retail and commercial accounts. •  •

MID

John E. Drick Dies
CHICAGO — John E. Drick, 70, 

former pres., First Nat’l, and its par
ent HC, First Chicago Corp., died 
last month.

Mr. Drick joined the bank in its 
Wall Street office in 1935 and moved 
to Chicago in 1942. He moved up 
through official ranks, becoming 
pres, of the bank and HC in 1969. He 
was named the bank s executive 
committee ch. in 1974 and retired in 
1977.

Mo./Kan. Trust Meeting 
Planned for May 5-7

The Missouri-Kansas Bankers asso- 
ciations/trust divisions will hold their 
annual m eeting  May 5-7 at Crown 
C enter Hotel, Kansas City.

The tentative program will feature 
speakers and panels on: “Estate Plan
ning U nder ERTA (Economic Recov
ery Tax Act) of 1981,” “Postm ortem  
Estate Planning U nder ERTA 1981, 
“Irrevocable Life Insurance Trusts —  
Post ERTA” and “ M arketing T rust 
Services.”

All attorneys, CPAs and trust bank
ers are welcome.

F u r th e r  in fo rm a tio n  can be 
obtained from: Robert E. A tteberry, 
Executive Vice President, Southgate 
Bank, P.O. Box 8266, Prairie Village, 
KS 66208.

Manny Hanny Gets Award 
For Sponsoring Films

M anufacturers Hanover Trust, New 
York City, has received a certificate of 
appreciation from the city for its spon
sorship of “Screen News Digest, a 
monthly educational film series made 
available to more than 3,000 school 
districts in the m etropolitan New York 
area.

The award was p resen ted  by Mayor 
Edward Koch to John F. McGillicud- 
dy, chairm an/president, M anufactur
ers Hanover C orp., in a cerem ony at 
City Hall.

The bank began sponsoring “Screen 
News D igest” in 1974 and has ex
panded its support to help fill a void in 
funds for audiovisual m aterials in edu
cational budgets.

The films are released once a m onth 
during the school term  and cover a 
variety of topics in the areas of govern
m ent and politics, business and eco
nom ics, science, energy  and biog
raphies of well-known persons of his
torical and political note.
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Want cash in Seattle 
the sam e business day?

Go hire a superman.

C ash  availabilities. M ost m oney cen te r  banks 
talk  a big gam e. But s ta rt to p in  them  dow n. Inquire  
abou t schedu les. A sk if your cash  le tte r  w ith  item s 
on Seattle, A tlanta, N ew  York or Topeka ban k s can  
be available th e  sam e day. A nd the  b rags and  b o asts  
will s ta r t to fade.

You’ll hear, “Hey, you don’t n eed  us. Call a 
su p erm an ’.’

Funny, a t C on tinental Bank, w e don’t th ink 
sam e-day  cash  availability  is an  ac t of heroism . To us, 
it s b u s in ess  as usual. But then , w e h ap p en  to have 
one of th e  b e s t sched u les  in A m erica.

P art of it is luck. W e’re in Chicago, th e  n a tion ’s 
tran sp o rta tio n  hub. The o th e r p a rt is good planning,

good technology and  good old-fashioned h a rd  work. 
W e have tw o he licop te rs for con tinuous m ail pickup. 
An exclusive zip-code. A nd non-stop, 24 hour-a-day 
processing . W e p re sen t checks for collection to 400 
endpo in ts daily, 250 of w h ich  are  d irec t sends.

Frankly, on sp eed  alone, w e  generally  b ea t 
the  Fed h an d s  down. A nd not m any banks can  
say that.

Let u s  show  you how  your availability could be 
better. Call E. G erald Gale a t (312) 828-6781. O ur 
co rresp o n d en ts  get th e  b e s t th e re  is.

It’s w h a t you expect from  a top co rresponden t 
bank.

At C on tinental Bank, it’s reality.

CONTINENTAL BANK
Continental Illinois National Bank and Trust Company of Chicago 

231 South LaSalle Street, Chicago, Illinois 60693

125th ANNIVERSARY
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A financia l p la n n in g  se rv ic e  to help banks under $500 
million improve profits has been designed by Louisiana 
National, Baton Rouge, with the assistance of Olsen Re
search Co., Silver Spring, Md.

The plan, reported  in the January issue of "Ideas & 
Innovations in Banking,” published by the Bank Admin
istration Institu te, offers an ongoing financial plan to re 
view non-interest income. It enables participating banks 
to track progress on a m onthly basis, develop annual 
budget and profit plans and provide information to help 
explore strategic plans and investigate special issues.

According to Paul M elton, vice president/m anager, 
correspondent bank departm ent, at Louisiana National, 
financial planning is essential because it helps decide 
w here participants are headed, what custom ers they have 
and want to keep and how costs are increasing. Financial 
planning also clarifies discussions about new products and 
services.

A p ro fe ss io n a l te ller p ro g ra m  has been developed by 
Union Bank, E rie, Pa., in an attem pt to improve produc
tivity and reduce teller turnover and related costs. The 
program provides two incentives for tellers —  m onetary 
reward and increased recognition and advancem ent.

The program  is expected to not only decrease the num 
ber of teller term inations bu t inner-departm ental trans
fers out of the te ller system. The bank also expects to see 
more transfers into the teller system because of the pro
gram.

The program  has two phases that include successful 
completion of AIB courses in banking principles and basic 
accounting, m aintaining a record of no more than $100 
cash over/short for six-month periods, periodic reviews 
and tests and final com m ittee review.

P rodu ctiv ity  is  th e  fo c u s  o f  a n e w  p ro g ra m  aim ed at 
improving custom er service at First In terstate Bank of 
Arizona, headquartered  in Phoenix.

Branch-office personnel are learning how to work more 
efficiently through a “production m anagem ent for bank
ers” program that teaches them  how to m easure produc
tivity levels, spot potential areas for im provem ent and 
know what actions to take in given situations.

Basic to the program is a three-day workshop in which a 
select group of branch personnel gains new  knowledge in 
efficiency. This knowledge is applied in special projects 
while branch managers are given an overview of the 
program. Em ployees m eet with bank m anagem ent to 
review com pleted projects and discuss what they have 
learned. Shortly thereafter, they teach o ther personnel to 
become more efficient.

Participants learn how to establish meaningful p er
formance goals, how to com m unicate perform ance levels 
and how to analyze consequences of the new goals from 
the bank’s as well as their own points of view. D em and- 
task scheduling, work-effort reduction, motion economy, 
batch-task scheduling and o ther areas also are explored.

Bank m anagem ent reports that the training and special 
projects have been helpful in improving efficiency and 
adjusting staffing. It says em ployees enjoy coming up

N o te b o o k

with m ethods for doing things b e tte r and providing quali
ty custom er service.

A n ATM c o m p u te r iz e d  rep o rtin g  s y s te m  —  the TAG
National Reporting System —  has been announced by the 
TABS Advisory G roup (TAG), an independent associa
tion of financial institutions com prised of D iebold TABS 
users.

The system is a m anagem ent tool that enables institu
tions to m easure the perform ance of their TABS ATM 
networks. Participating institutions m aintain daily logs 
that summarize ATM-system perform ance statistics, cus
tom er availability and transaction volumes.

Each TABS user may select from three m ethods of data 
input to the processing center: cards; real-tim e on-line 
journal entry; or off-line storage on diskette or cassette for 
high-speed transmission over phone lines. M onthly costs 
for the rep o rt vary according to TAG m em bersh ip , 
quantity of data and m ethod of input.

The final report issued by the TAG processing cen ter to 
each institution is a detailed analysis of the m onthly p e r
formance and transaction statistics of each ATM in the 
institution’s network. The report also com pares the p er
formance of the institution’s ATMs to regional and nation
al TABS ATM perform ance averages.

A w e ll-p la n n ed  s u g g e s tio n  s y s te m  is an avenue of 
communication with bank em ployees and a tool for im 
proving productivity at banks, said W alter M. Klein- 
mann, Johnson & Johnson Products, Inc., Chicago, at the 
BAI’s PATH II conference in Atlanta recently.

“The suggestion blank is the vehicle which is the con
veyor of the thought processes from em ployee to em 
ployer and back again,” he said. “Properly adm inistered, 
it breaks down the barriers of d istrust and develops a 
well-knit team of m anagem ent and labor.”

Best of all, the system doesn’t have to cost its sponsor
ing bank anything, according to Mr. Kleinmann, because 
it is self supporting and repays any expenditure over and 
over again.

“In essence, it is a company freeway to im proved op
erations, cost reduction and greater profits.

“B u d g e tin g , F o reca stin g  a n d  P la n n in g ” is the title of 
a new manual for bank directors authored by Lewis E. 
Davids, M i d - C o n t i n e n t  B a n k e r  columnist, and editor, 
The Bank Board L etter.

The manual is directed toward outside bank directors 
who often are not familiar with the way banks go about 
budgeting, forecasting and planning.

“Those in charge of bank planning m ust answer such 
basic questions as what business the bank is in, what 
environm ent it m ust operate in, w here m anagem ent 
wants the bank to go and how it plans to accomplish its 
goals,” Dr. Davids writes. “If a board doesn t know the 
direction it wants its bank to take, it’s likely to opt for a 
less-than-ideal p lan .”

The 248-page manual is available at $27.50 p er copy 
from The Bank Board Letter, 408 Olive St., St. Louis, 
MO 63102.
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In the race 
against time the

Chase is on.
Everywhere you look, the financial service industry is in revolution. 

Volatile money markets swing 100 basis points in a single day. Decisions must 
be made in hours or minutes, instead of weeks or days.

We’re all in the race. Whether you’re a commercial bank, thrift, 
investment bank, broker, or insurance company — you need a partner 
that responds quickly. Chase.

Chase can help your asset/liability balancing. And put you on the 
fast track to diversification. We’ll work along with you and your customers 
to approve overline credit in advance.

And when consumers clamor for fast banking, our private label 
consumer services — like telephone home banking — can help keep yours 
on the books.

Chase can tell you exactly what you have in any bank in the U.S. 
With our InfoCash0 system, we can execute and confirm your money transfers 
all within minutes.

And we’ve automated securities processing too. Our real time 
access link lets you retrieve and forward your securities from your own 
terminal. In hours, not days. That’s banking on Chase Time and that’s 
what we’ll do for your money.

Now more than ever, time is money. So call the Chase Manhattan 
Bank. In the race against time, the Chase is on.

to1 The Chase is on.
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M C B  S U R V E Y S

Mid-Continent-Area Banks Report on IRAs: 
30-Day Total Climbs to 13,764 Accounts

6,402 More Opened in First Week 
To Make New Total of 9,824 IRAs

T HIRTY-FIVE M id-C ontinent-area banks reported  
opening 6,402 IRAs for custom ers during the first 

business week the accounts w ere available on an ex
panded basis (January 4-12). Total am ount deposited in 
those accounts was $14.6 million, making for an average 
of slightly more than $2,280 per account.

Reports from these 35 banks w ere received after the 
deadline for the F ebruary  issue. These new figures, 
therefore, are in addition to the 3,422 IRAs reported 
opened by 55 banks in last m onth’s issue.

A report of results of M CB’s second IRA survey, which 
covers sales from January 12-February 12, begins in the 
adjoining column.

Seventeen percent of the banks reported  their IRA 
response was “above norm al,” 56% term ed response 
“average” and 24% consider response to be “below nor
m al.” Seventeen percent of the 35 banks are concentrat
ing their IRA sales efforts prim arily on existing custom 
ers. Seventy-six percent are offering payroll-deduction 
IRAs to employees of business firms, bu t only one bank 
reports response in that area to be excellent. Thirty- 
eight percent term ed response average and 29% called 
results “poor.”

A summary of results by states follows (bank assets and 
community populations w ere taken from current bank 
directories).

•  Alabama (four banks reporting). A $1 .15-billion in
stitution in a city of 284,000 opened 147 IRAs from Janu
ary 4-12. Total funds in the bank’s IRA accounts on Janu
ary 12 were $331,378. Response was term ed “average.” 

A $58-million-asset bank in a com m unity of 6,600 re 
ported 10 IRAs opened at an average per account of $855 
for an “average” perform ance.

Fifty-eight IRAs w ere opened by a $614-million bank 
in a city of 200,000. Average funds per account stands at 
$1,380. Response was judged “average by the bank.

A bank in a com m unity of 35,000 reported  60 IRAs 
opened the first week they were available, with an aver
age of $1,230 per accoun t The bank has $213 million in 
assets and response was term ed “average.

•  Arkansas (two banks reporting). A “below-normal 
response was reported  by a bank in a city of 64,000 that 
opened 37 IRAs from January 4-12. Average per account 
is $1,140 at the $207-million institution.

An average of $1,550 is in each of the 24 IRAs opened at 
(C ontinued on page 66)

40 Banks Respond to New Survey:
Open 3,940 IRAs Jan. 12-Feb. 12

F ORTY M id-Continent-area banks reported  opening 
3,940 IRAs for custom ers during the January 12- 

February 12 reporting period covered by the second in a 
series of M id -Continent Banker surveys designed to 
tabulate the flow of IRAs into commercial banks during 
the first 90 days of the accounts’ availability to the general 
public.

Average balance for each of the new 3,940 accounts is in 
excess of $1,500, according to figures supplied by partici
pating banks.

Combining the num ber of accounts opened, as re 
ported in the two surveys, results in a total of 13,764 IRAs 
opened during the 30 business days betw een January 4 
and February 12.

A report of partial results of M CB’s first IRA survey, 
which covers sales from January 4-12, begins in the ad
joining column.

Ninety banks responded to the first survey; 40 re
sponded again to the second survey, with additional re 
sponses arriving daily. Responses arriving at MCB s 
editorial offices after February 22 could not be included 
in this tabulation.

Twenty-two percent of the second-tim e responding 
banks covered by this article considered their IRA re 
sponses to be “above norm al,’ while 60% term ed results 
“average” and 12% “below norm al.”

Respondents w ere asked what percentage of funds in 
their IRAs opened since January 1 rep resen ted  new 
money. Seventeen percent reported  betw een 41%-50%, 
and another 17% reported  betw een ll% -20%  of IRA 
deposits falling into this category. One bank reported  that 
99% of its IRA deposits represen ted  new money and 10% 
reported betw een 61%-70% in the new-money category.

Sixty-seven pe rcen t of the  responding banks offer 
fixed-rate IRAs and 95% offer variable-rate accounts. Fif
ty percent offer high-deposit CD-IRAs. The majority of 
IRAs require $100 or less to open and all bu t one bank 
have at least one type of IRA that requires no minimum 
add-on deposit.

Only 7% of banks responding to the second survey offer 
free services with IRAs. One bank offers prem ium s (cal
culators).

A summary of results by states follows (bank assets and 
community populations w ere taken from current bank 
directories):

•  Alabama (two banks reporting). A $1.15-billion in- 
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Reduce Your Loss Ratio

Skip Tracing Procedural Manual

H a v e  a p r o b le m  lo c a t in g  d e b to r s ?  A re  y o u  d e p e n d e n t  o n  c o l le c t io n  
a g e n c ie s ?

M a n y  p r o fe s s io n a ls  are  p la g u e d  w ith  th is  p r o b le m . Y our in - h o u s e  
p e r s o n n e l  c o u ld  r e d u c e  th is  e x p e n s e  b y  6 0 -7 0 %  i f  t h e y  are  p r o p e r ly  
tr a in e d . C r e d it  S e m in a r s , I n c ., o ffer s  th is  M a n u a l to  y o u .

“ M A N U A L  H I- L IT E S ”
• Updated concepts enabling you to determine the most 

effective course of action on locating each skip.
• Provide you with ways to evaluate pertinent information.
• Creative ideas on using the telephone to increase your 

information gathering skills.
• New techniques on how to prepare correspondence for 

increased deliverability.
• Proven procedures for achieving maximum collection 

results.
• Review of laws and regulations affecting tracing and 

collection practices.

V

S e n d  $ 6 5 .0 0  to —
Credit Seminars, Inc.
16600 S p rag u e  Rd., Suite 40 
C leveland, Ohio 44130

QUANTITY D ISCO U N T AVAILABLE 
CALL (216) 2 4 3 -2 4 0 0
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stitution in a city of 284,000 opened 
278 IRAs b e tw e e n  Ja n u a ry  12- 
F eb ruary  12. A verage am ount per 
account: $1,417. Response was term ed 
“average’ by the bank s operations 
officer.

Thirty-one IRAs w ere opened at a 
$58-million bank in a com m unity of 
6,600 during the period. The bank s 
president reported  the response to be 
“average.”

•  Arkansas (three banks reporting). 
A $213-million bank in a com m unity of
35,000 reported  136 new IRAs since 
January 12. Average balance stands at 
$1,460. This bank estim ates that 75% 
of its IRA funds represen t new money.

'Above Normal' Response

Fifty-one new IRAs w ere opened at 
a $112-million bank in a com m unity of
23,000 from January 12-February 12. 
A verage p e r  account: $1,565. Re
sponse was judged above normal. 
Twenty-five percent of the bank s IRA 
funds rep resen t new  m oney to the 
bank.

An average per account of $1,590 
was posted for the 44 new IRAs opened 
by a $ 117-million bank in the same 
community as the bank in the p reced
ing paragraph . R esponse has been  
term ed “below norm al.”

•  Illinois (nine banks reporting). 
Seventeen IRAs w ere opened during 
the reporting period at a $51-million 
institution in a com m unity of 67,000. 
The response was term ed “below nor
mal” by a vice president. Twenty p e r
cent of the bank’s IRA deposits are new 
money.

A $244-million bank in a city of
90,000 opened 56 new IRAs betw een 
January 12-February 12. Average per 
account: $1,300, for a below-normal 
assessment of the public s response to 
buying IRAs. Forty  pe rcen t of the 
b a n k ’s IRA funds re p re s e n ts  new  
money.

20% New Money in IRAs

A $61-million institution in the same 
city of 90,000 opened 70 new IRAs in 
th e  sam e p e r io d . R esp o n se  was 
te rm e d  “average” and 20% of the  
bank’s total IRA m oney is new to the 
bank.

Fifty-four new IRAs were opened by 
a $ 122-million bank in a city of 36,000. 
A verage p e r  account: $1,100. R e
sponse: “average.”

A $78-million bank in a community 
o f6,000 that offers six different types of 
IRAs opened 34 accounts during the

reporting period. Account average bal
ance is near $2,000 and response was 
term ed “average.”

A $ 138-million institution in a com 
m unity  of 17,000 opened  360 new  
IRAs betw een  January 12-February 
12, for an “above-norm al” response. 
The bank estim ates that 68% of its IRA 
funds represen t new money. The bank 
offers four types of IRAs.

Sixteen new IRAs w ere opened at a 
$24.5-million bank in a com m unity of 
2,100 during  the  reporting  period. 
About 50% of the bank s IRA funds 
represen t new money. Response was 
term ed “average.”

Software System Available 
For IRA, Keogh Accounting
A new software system designed to 

provide financial institutions with con
trol of IRA and Keogh-plan accounting 
has been introduced by Com putrol, 
Inc., St. Louis. The system was d e
signed and im plem ented in conjunc
tion with National Bank of Detroit.

Called IRAK (IRA, Keogh), the soft
ware system enables financial institu
tions to offer IRA and Keogh account 
holders a range of investm ent instru
m ents while providing them  with a 
statem ent of their investm ents.

IRAK gives control of accounting 
transactions associated w ith invest
m ent instrum ents, including deposits 
m ade at account-holder discretion , 
funds-transfer transactions, accruals, 
d iv id e n d s , a c c o u n t-h o ld e r -d e te r 
m ined disbursem ents and calculations 
of penalties for p rem ature ly  closed 
accounts.

D esigned around C om putrol’s deci
sion-support software system, IRAK 
makes it possible to make changes in 
calculations such as revising indexes 
used in calculating in terest on m ulti
ple-rate and m ultiple-m aturity finan
cial in s tru m e n ts  w ith o u t p rog ram  
modification.

Com putrol’s data dictionary perm its 
the user to carry on file data items 
desired and the ability to add to or 
delete items at any tim e. In addition, 
the system has a built-in report w riter 
that enables the user to control the 
form and content of daily information 
reporting w ithout the need for pro
gramming. The report-w riter feature 
com plem ents the standard report li
brary from which operating reports are 
produced  autom atically  u n d er user 
control.

Program run tim e is reduced b e
cause the system provides a daily cal
culation of accruals for the  general 
ledger w ithout a com plete pass of the 
account m aster file.

A $95-million bank in a community 
of 17,000 opened 21 new IRAs during 
the period. The bank requires a $500 
minimum deposit and estim ates that 
15% of its IRA deposits represen t new 
money.

T w e n ty -n in e  new  IRAs w ere  
opened at a $36-million bank in a com
m unity of 1,800. The bank’s cashier 
term s the response “above norm al.” 
Average balance is $1,588.

•  Indiana (two banks reporting). A 
$261-million institu tion  in a city of 
27,000 opened 205 IRAs in the 23 busi
ness days b e tw e e n  Ja n u a ry  12- 
February 12. Total funds deposited in 
those accounts was $402,731, making 
for an average balance of $1,964. The 
bank requires no m inim um  for any of 
its three IRA offerings.

56 IRAs at Small-Town Bank

Fifty-six IRAs w ere opened at a $59- 
million bank in a town of 1,800 during 
th e  p erio d . A verage p e r  account: 
$1,200. Response: “above no rm al.” 
It’s estim ated that 25% of the bank s 
IRA deposits are new money.

•  Kansas (eight banks reporting). 
Fifty-four new IRAs w ere opened at an 
$83-million bank in a city of 25,000. 
A verage p e r  account: $1,140. R e
sponse: “average.” M inimum deposit 
for an IRA: $100.

A $26-million bank in a com m unity 
of 3,400 opened six IRAs during the 
reporting  period. R esponse: “aver
age.” The bank’s variable-rate account 
requires no m inim um  deposit.

Twenty-one new IRAs w ere opened 
at a $75-million bank in a com m unity of 
18,000. The result was judged  “below 
n o rm al by th e  b an k  s a s s is ta n t 
cashier. More than 45% of the bank s 
IRA funds are considered to be new to 
the institution. The bank offers fixed- 
rate and variable-rate IRAs with a $25 
minimum deposit.

50% of IRA Money Is New

A $ 135-million bank in a city of
40,000 opened 61 new IRAs from Janu
ary 1 2 -F e b ru a ry  12. A verage p e r  
account: $1,340. About 50% of the 
funds is new money. Response: aver
age.”

Twenty-one IRAs w ere opened at a 
$43-million institution in a community 
o f4,800 during the period. A $50 m ini
mum is required  to open either of the 
bank’s IRAs and there  is a $50 add-on 
m inim um . M ore th an  65% of the

MID-CONTINENT BANKER for March, 198246
Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



This new  financial institution in  
M etairie, La. typifies the extensive  
experience of HBE Bank Facilities in 
planning, designing and building.

W e look ed  at this project as a direct 
catalyst for m ore business for the bank, 
creating an overall appearance to enhance  
com m unity  im age w hile designing a 
highly functional facility w hich  w ill 
directly affect custom er satisfaction w ith  
service.

O ur functional k n ow -h ow  in terms of 
space utilization, layout, w ork  flow , inter
departm ental relationships and equipm ent 
usage w ill result in sm oother w ork flow , 
greater efficiency and a stronger bottom  
line.

W e can also advise you  in site selection  
and help you  plan for future grow th.

O ur skills have w orked in building the 
bottom  line strength of m any other banks. 
A sk  for our brochure dem onstrating this. 
Call D avid  Specht at (314) 5 6 7 -9 0 0 0 .

WE PLAN WE DESIGN WE BUILD. 
WE MAKE IT HAPPEN.
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bank’s IRA deposits rep resen t new 
money.

An $81-million bank in a city of
120.000 opened 75 new IRAs during 
the period covered by this survey. 
About $140,000 was deposited, mak
ing for an average p e r  account of 
$1,865. Response: “above norm al. ’ 
The bank offers a variable-rate IRA 
with no minimum to open or to add.

A $33-m illion  bank  in a city  of
115.000 estim ates that 99% of its IRA 
money is new to the bank. Thirteen 
new accounts w ere opened during the 
reporting period, representing  almost 
$25,000. The bank offers both fixed- 
rate and variable-rate IRAs, each with 
$100 minimums to open and no add-on 
minimums. Response: “average.”

Two hundred  and tw enty new IRAs 
were opened at a $477-million bank in 
a city of 280,000 during the period. 
The bank offers six IRA options.

Average IRA Balance —  $1,620

•  Kentucky (three banks reporting). 
A $122-million bank in a city of 49,000 
opened 187 new IRAs betw een Janu
ary 1 2 -F eb ru a ry  12. A verage p e r  
account: $1,620. Response: “above 
normal. About 50% of the bank s IRA 
deposits are new money. Two account 
options are offered: a fixed-rate with a 
$500 m inim um  and a variab le-rate  
with a zero minimum.

Sixty new IRAs w ere opened by a 
$52-million bank in a city of 15,000. 
Average per account: $880; response 
evaluation: “average.” Thirty percent 
of IRA deposits is new money.

A $ 100-million bank in a city of
204.000 opened 221 new IRAs during 
the period. The bank offers fixed- and 
variab le-rate  IRAs w ith $100 m ini
m um s and no add-on  restric tions. 
More than 30% of IRA deposits are 
new money. Response: “above nor
m al.”

•  Louisiana (one bank reporting). A 
$626-million institu tion  in a city of
75.000 opened 214 new IRAs during 
the reporting period for an “average 
evaluation. M inimum IRA deposit is 
$35 and 50% of IRA deposits represen t 
new money.

362 New IRAs Opened

•  Mississippi (two banks reporting). 
A'$378-million bank in a city of 40,000 
reports 362 new IRAs during the sur
vey p erio d . A verage p e r account: 
$1,222. Response: “above average.” 
The bank’s fixed-rate IRA requires a 
$2,000 deposit; the variable-rate op-

Thrift Offers 20% IRA

20% INTEREST,N 
20 YEARS!

V A L L E Y  F E D E R A L ’ S 20/20 IN D IV ID U A L 
R E T IR E M E N T  A C C O U N T :

CLEARLY ONE OF THE MOST FAR SIGHTED 
INVESTMENTS AVAILABLE TODAY.

"Moderate success" was reported by the 
president of Valley Federal Savings, Hutch
inson, Kan., regarding the first month of 
the thrift's 20 /20  IRA promotion. Valley  
Federal is offering IRA customers 20%  sim
ple interest for 20 years if they open an IRA 
by the end of March. President Terry Glass
cock reported that the offer brought many  
new accounts, but a number of customers 
couldn't deposit the $1 ,00 0  necessary to 
qualify for the 20%  rate. Those who qua l
ified earn the high rate only on half their 
1982 deposit. If they put the m axim um  
$2 ,000  into an IRA, $1 ,00 0  earns the 20%  
rate and the other $1 ,00 0  earns a variable  
rate in a separate account. As long as a 
customer continues to deposit a m inim um  
of $1 ,000  annually to his IRA, he w ill con
tinue to receive the high rate on half of the 
original 1982 deposit. Mr. Glasscock said 
Valley Federal's offer is responsible for the 
thrift chalking up the highest number of 
IRAs among financial institutions in the 
Hutchinson area. A portion of the thrift's 
advertisem ent announcing the account 
appears above.

tion has a $5 m inim um  to open and no 
add-on minimum.

Fifty-seven new IRAs w ere opened 
at a $ 126-million bank in a city of 
22,000. Average per account: $1,227. 
Response: “average. Almost 40% of 
IRA funds are new to the bank. Four 
IRA options are offered, with opening 
deposits ranging from $1 to $1,000.

Four IRA Options Offered

•  Missouri (one bank reporting). A 
$ 3 .2-billion in stitu tion  in a city ol 
453,000 reports 179 new IRAs during 
the reporting period. Four options are 
offered —  two with $100 minimums 
and one each with $1,000 and $2,000 
minimums. Response: average.

•  Oklahoma (four banks reporting). 
Fourteen new IRAs w ere opened at a 
$46-million bank in a com m unity of 
8,800. Three IRA options are offered 
—  fixed- and variable-rate IRAs carry a 
$500 m inim um -deposit feature. Re
sponse: “above normal. New money: 
40%.

A $ 194-million bank in a city of
50.000 reported  103 new IRAs worth 
$263,256 opened during the period. 
The bank offers only one option — a 
variable-rate IRA with no minimum 
deposit to open or to add. Response: 
“average.” New money: 64%.

Twenty-one new IRAs were opened 
at a $75-m illion bank  in a city  of 
40,000. The bank offers a variable-rate 
IRA with a $100 minim um  to open and 
to add. New money estimate: 50%.

A $112-million bank in a city of
361.000 reports 25 new IRAs for an 
“average” response. Three options are 
available —  a fixed-rate with a $250 
m in im um  to open  and  no add-on  
m in im um ; a v a riab le -ra te  w ith  an 
opening minimum of $500 and an add
on minimum of $25; and a $2,000 m ini
mum CD. New money estimate: 30%.

New Money in IRAs —  50%

•  Tennessee (two banks reporting). 
Seventy-eight new IRAs w ere opened 
at a $ i 11-million bank in a city of 
14,500. Two options are offered — 
fixed-rate with $500 minim um  to open 
and to add on; variable-rate with a $10 
minim um  to open and $1 to add on. 
R esponse: “average .” New m oney:
50%.

A $136-million bank in a city of
26.000 reported  277 new IRAs for an 
“average” response. Accidental death 
insurance is offered with the four IRA 
options the bank maintains. Response: 
“average.”

•  Texas (three banks reporting). A 
$ 120-million institu tion  in a city of
81.000 chalked up 156 new IRAs d u r
ing the reporting period. Average per 
account: $1,632. New money: 29%. 
Response: “average.” The fixed-rate 
option requires $500 to open and $25 
to add on; the variable-rate option 
takes a $100 minim um  to open and has 
a $25 add-on minimum.

D uring the period, a $492-million 
bank in a city of 69,000 opened 27 
IRAs, w o rth  a lm ost $43,000. R e
sponse: “average.” New money: 13%. 
The fixed-rate option requires a mini
mum of $500 to open and no minimum 
to add; the variable-rate option re 
quires a $200 opening deposit and $25 
to add.

The final respondent is a $69-million 
bank in a city of 16,000 that reported  
30 new  IRAs o p e n e d  d u rin g  th e  
period, representing almost $40,000. 
R esp o n se : “ be lo w  n o rm a l.” N ew  
money: 25%. The bank offers a vari
able-rate IRA with a minim um  open
ing deposit of $100 and no minimum to 
add —  Jim Fabian , senior editor. •  •
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The Associates: People who can help keep your 
commercial customers in your bank.

Associates Commercial 
Corporation 
Business Loans
55 E. Monroe Street 
Chicago, IL 60603 
(312) 781-5800 (Call Collect)
Business Loans Offices in Atlanta, Boston, 
Charlotte, Cherry Hill (NJ), Chicago, Dallas, 
Denver, Detroit, Houston, Los Angeles, Mian 
Nashville, New York, St. Louis, San Franciso 
South Bend (IN), Tulsa.
Associates Commercial Corporation is a 
subsidiary of Associates Corporation of 
North America, a Gulf + Western Company.

The Associates, with resources over 
$5 billion, has been a leading 
source of asset-based financing for 
over sixty years. Much of our 
success is due to our close working 
relationships with banks.

Our skilled, experienced, money- 
for-business specialists can help 
expand your bank’s ability to meet 
the special needs of your customers 
— and keep y o u r  commercial 
customer in y o u r  bank. A key 
consideration in today’s competitive 
banking environment.

Perhaps a good customer needs 
more funds than you can loan.
Or, you may choose to limit your 
employment in a particular loan 
without jeopardizing the banking 
relationship. Just two of a variety of 
ways an Associates’ bank participa
tion program can help you and your 
customers.

Our people have the experience 
and desire to create the best 
possible program for you and your 
customers. Get to know The 
Associates. Contact the regional 
office near you. A Loan Development 
Officer will meet with you to discuss 
your requirements.
The Associates:
People Worth Knowing.
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Bank-at-Home Completes First Year; 
Offers New Dimension of Convenience
By Tom Greer, Sales/Marketing Representative, United American Service Corp., Knoxville, Tenn.

T HE TECH N O LO G IC A L revolu
tion taking place in the financial 

industry today is spawning a myriad of 
sophisticated delivery systems for the 
marketplace. W ith the advent of elec
tronic delivery, innovative products 
and services are unfolding, rapidly 
changing traditional m ethods of bank
ing. Through on-line com puter access, 
interactive hom e banking, the latest 
service, promises a new dim ension in 
convenience for bank customers. This 
new delivery service follows in the 
footsteps of ATMs and telephone bill 
paying.

“Bank-at-Home”™ has moved out of 
the concept stage into reality at U nited 
American Bank in Knoxville, Tenn. 
D eveloped by U nited American Ser
vice Corp. (UASC) in conjunction with 
Radio Shack and C om puServe, the 
system is much more than just home 
banking —  it’s actually th ree services 
in one.

The 300 users on the system now are 
accustomed to bill paying, account in
quiry, seeing a list of all transactions 
and checking the latest CD rates —  all 
from the comfort of their own homes. 
They also can apply for loans over the 
system. These people recently com 
pleted an introductory period of one 
year with the service.

Through the Com puServe network, 
users take advantage of a com prehen
sive news and financial advisory ser
vice. Via electronic mail, users also 
have the opportunity to send messages 
to each other with the system. Their 
home com puter also is available for 
personal use, allowing individual pro
g ram m ing , e le c tro n ic  gam es and  
household m anagem ent applications. 
This three-in-one combination serves 
as a total-information delivery system 
perm itting  two-way com m unication 
from the user to the financial institu
tion and distant data banks. The entire 
service is designed as “user friendly” 
with the custom er in mind.

U nited  A m erican, Knoxville, was 
chosen by UASC as the first bank to 
offer the system  in O ctober, 1980. 
United American, M emphis, recently 
w en t on-line and o th e r banks are 
under contract for the service.

Bank-at-Home customer uses bill-paying  
feature of system, utilizing keyboard, te le 
phone and TV. Customers of United Am er
ican, Knoxville, Tenn., use system three 
times weekly for five-m inute periods, on 
average.

The operating system. Banks con
sidering  hom e banking have m any 
questions about the service regarding 
hardware requirem ents, com ponents 
needed for a successful program, most- 
profitable services, security needed  
and best approach. O ne additional 
question is asked by everyone —  How 
much does it cost?

Bankers m ust address these im por
tan t questions. A service tha t con
tinuously breaks down will cause users 
to lose patience, drop the service, and 
worst of all, question the credibility of 
the institution. Thus, proper technolo
gy as well as “up-tim e” are im portant 
e lem en ts  in a functional, in-hom e 
banking com puter system.

Bank-at-Home equipment require
ments. The system consists of the fol
lowing configurations (with proper IDs 
and a password):

•  A TBS-80 color com puter with a 
plug-in, read-only m em ory com m u
nication cartridge. Bank custom ers are 
issued certificates to redeem  at any 
Radio Shack store in order to purchase 
the com puter. Retail price —  $399.

•  A modem that provides the in ter
face connection from the com puter to 
the telephone line. List price —  $199.

•  Power cord —  $19.95. So the total 
system costs about $618, not including 
taxes. U nited American Bank charges 
$5 per m onth for services.

A TRS-80 Videotex term inal with

built-in program and m odem also can 
be utilized and o ther com puter te r
m inal con fig u ra tio n s a p p ro v ed  by 
UASC are acceptable.

UASC recently  announced a new 
product to provide additional security. 
Called the “key,” this device utilizes a 
unique magnetic card that unlocks a 
special card-reader modem  attached to 
the com puter. It also provides data en 
cryption using the D ES standard to 
insure privacy and security. This prod
uct opens the door for almost any com
puter to be used with Bank-at-Home 
as well as providing ultim ate security 
for the system. I t’s an im portant addi
tion, especially in the commercial m ar
ketplace, w here large-dollar-am ount 
transactions are made.

How Bank-at-Home works. Using 
the home com puter and proper IDs, 
the custom er calls a local num ber to 
access Com puServe Information Ser
vice, which serves as the com m unica
tion link betw een the user and the 
bank. (Additional access is available 
th rough  T ym net and a nationw ide 
WATS num ber.) Lollowing verifica
tion, the com puter switches to the 
Knoxville host at UASC which asks for 
a u se r  ID  and  a b an k  p assw o rd  
(selected and known only by the user). 
If verification is accepted, the Bank-at- 
H om e form at in “m en u ” selection  
appears on the screen.

In the banking mode, users have ac
cess to five basic screens of services 
containing the following information:

•  Bank In form ation . Consisting of 
informational display screens, this area 
contains any inform ation the  bank 
would like the custom er to read, such 
as information about new banking ser
vices and new programs for customers.

•  Tel-a-Pay® allows the custom er to 
pay bills with specified paym ent dates 
to m erchants on his individual list of 
m erchants. This list is set up by prior 
arrangem ent betw een UASC and the 
bank. Only m erchants to be paid are 
on the list. The Bank-at-Home system 
displays the m erchant list and the user 
selects the m erchants he wants to pay. 
The custom er can type in the current 
date or a date as much as 30 days after 
the current date. The system will re-
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display the m erchant name, am ount 
and date and then ask the custom er to 
verify the information.

There also are informational screens 
within the bill-paym ent system that 
tell the custom er how to add or delete 
m erchants or cancel paym ents and also 
how to use the bill-paym ent feature.

•  Statem ent. The custom er can see 
a list of all checking and regular sav- 
ings-account statem ents. Information 
includes curren t balance, balance of 
last statem ent, date of last statem ent 
and a list of all debits and credits to the 
account since the date of the last state
m ent. The savings-account statem ent 
also displays accrued interest.

•  CD rates. This area shows the 
latest CD rate plus savings and money- 
m arket rates. Information can be up 
dated continuously.

•  User inform ation. This category 
gives instructions to the custom er on

how to use the Bank-at-Home system. 
This screen can be changed as new 
functions are added to the system.

U sers key in the  nu m b er co rre
sponding to the banking service they 
wish to use and press “en te r” on the 
com puter. Only the num ber is en 
tered. It is not necessary to en ter the 
nam e of the service. Financial institu
tions have the option to make changes 
in most areas to tailor their programs. 
W hen banking transactions are com 
pleted, the user simply types “bye” 
and enters the command.

U nited American, Knoxville, cur
ren tly  m arkets the system  to high- 
income bank customers and reports a 
high satisfaction level of approval. Bill
paying and account-inquiry functions 
are the most popular features. W ith 
postage at 20 cents, customers regular
ly take advantage of electronic bill 
paying in order to save both money

and time. Average use of the system is 
th ree times a week for a minim um  of 
five minutes.

Bankers are watching with anticipa
tion as Bank-at-H om e continues to 
evolve in today’s rapidly  changing 
financial environm ent. I t’s happening 
now in Tennessee and the trend  will 
continue nationwide.

As with many innovative products, 
c u s to m e r  a c c e p tan c e  and  m a rk e t 
penetration will speed acceptance of 
in -hom e d e liv e ry  serv ices. Rising 
energy costs, coupled with reduced 
com puter costs, plus the convenience 
factor, also will hasten developm ent of 
the product. It could become as com
monplace as the telephone.

In the com petitive financial m arket
place, innovative institutions that posi
tion them selves now with state-of-the- 
art electronic delivery products will 
reap rewards later. •  •

'Bank-at-O ffice' System Available to Businesses
A  COM PUTER service that perm its 

sm all- or m ed iu m -sized  b u s
inesses to perform  most of their rou
tine financial transactions from their 
offices instead of at banks is being 
offered by U nited American Service 
Corp. (UASC), Knoxville, Tenn. The 
service perm its a commercial firm to 
do its banking 24 hours a day without 
going through a bank employee.

“Business M anager” is the nam e of 
the system, which is described as “the 
first total financial information services 
package tailored to the special needs of 
the  small- and m edium -sized com 
pany,” by Tom G reer, sales/marketing 
representative for UASC.

F eatures of the cash-m anagem ent 
system include the capability to:

•  Obtain instant information about 
activity in operating accounts.

•  C on tro l, rep o rt, schedu le  and 
process payables and amounts due.

•  Elim inate manual production of 
checks and drafts.

•  Shift funds betw een accounts.
The system  furnishes a com pany 

with the latest information necessary 
to efficient business operations, Mr. 
G reer says, including:

•  Latest CD, savings and money- 
m arket rates.

•  L a te s t financial da ta , such as 
stock-m arket prices and news from 
national information networks.

The system also provides electronic 
mail service, according to Mr. Greer. 
Com pany rep resen ta tiv es  can send

The commercial side of "Bank-at-Hom e" 
service is "Business M anager," a bank-at- 
the-office system for small- and m edium 
sized businesses. Suzanne Lindsey and  
Mike Woods of UASC, Knoxville, Tenn., test 
system, which supports an IBM Display- 
writer.

and receive instantaneous messages 
w ith  o th e rs  on th e  sam e system , 
w hether across the country or down 
the street.

The IBM Displaywriter System is 
com pletely  self-contained w ith n u 
m ero u s b o o k k e e p in g  and  w o rd 
processing applications, Mr. G reer 
says. “I t’s a sophisticated tool for w rit
ing, revising and distributing  docu
m ents and can be operated by in-house 
c le rica l s ta ff w ith o u t b r in g in g  in 
trained program m ers.”

The system perm its individual com
panies to use supplem ental software 
packages that best suit business and 
accounting needs. In essence, Mr. 
G reer says, UASC provides the ability 
for the com pany’s equipm ent to talk to 
the bank’s com puter.

G roups of professionals and self- 
em ployed businessm en who face large 
am ounts of record-keeping find the 
package especially beneficial, he says.

'Essentials of Bank Leasing' 
Available From ABA

A new publication has been issued 
by the ABA that explains the impact of 
the  Econom ic Recovery Tax Act of 
1981 on leasing. It also covers the 
federal banking regulations, 1RS reg
ulations, financial accounting rules and 
legal definitions associated with the 
act.

In tended  as both a prim er and ref
erence guide, the book covers aspects 
of corporate leasing, including advan
tages, tax implications, risks, funding, 
staffing and docum entation. Also in
cluded is a glossary and selected sec
tions of the tax act, the C om ptroller’s 
in terpretive ruling on the leasing of 
personal property and Regulation Y as 
it relates to leasing.

The book is authored by James P. 
Walsh, president, H untington Leas
ing Co., a subsidiary of H untington 
National, Columbus, O.

“The Essentials of Bank Leasing” is 
available from ABA O rder Processing, 
1120 C o n n e c tic u t A ve ., N. W ., 
W ashington, DC 20036. Price: $20 for 
m e m b e rs , $25 for n o n -m e m b e rs . 
Catalog num ber is #169000.
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How to Short-Circuit 
Computer Crime

■a  i  i k

By Frederick S. Atkari, Director, Computer Services Group, 
Alexander Grant & Co., Chicago.

I T IS a quiet afternoon in a small 
m idw estern bank. Casually, b e 

tween custom ers, a trusted  veteran 
te ller studies a com puter-generated  
list of inactive checking accounts. As 
he has done for the past 12 m onths, the 
teller, his supervisor only yards away, 
activates his com puter term inal and 
transfers funds in $10 and $25 incre
ments from selected accounts into one 
belonging to a close friend.

T he next afternoon , th e  te lle r  s 
friend strolls into the bank, exchanges 
friendly words with several bank offi
cers, goes to the te lle r’s window and 
presents a check for cash in the am ount

of $500. The teller courteously cashes 
the check for the sum requested.

That night, the two m eet over beers 
and evenly split their take.

Although the em bezzled funds are 
relatively small, they will cost the bank 
many thousands of dollars until the 
fraud is detected.

If it ever is.
The above scenario dem onstrates 

that com puter crime no longer is the 
sole province of m ulti-billion-dollar 
banking institutions. Any bank, large 
or small, that uses a com puter to re 
cord transactions, manage accounts, 
pay bills, issue payroll checks or p e r

form any other accounting function is 
vulnerable to this relatively new and 
often underestim ated avenue for so
phisticated theft.

Responsibility for preventing this 
kind of abuse falls squarely on manage
m ent’s shoulders. The Foreign C or
rupt Practices Act of 1977 affirms the 
precept that company executives alone 
m ust see that controls are imposed to 
protect the integrity of internal audit
ing systems. This idea is just as rel
evant to data processing for those com
panies not doing business with foreign 
nations. It is, after all, a m atter of prac
ticality. Any adm inistrator who pleads 
ignorance and leaves the responsibility 
for com puter operations to a subordin
ate, no m atter how trusted , is a prim e 
target for electronic chicanery.

Although still rare, the incidence of 
com puter crim e is growing rapidly. 
Newspapers have carried num erous 
stories of enterprising students who 
have played havoc with academic rec
ords in their attem pts to m aster sup
posedly restricted  institutional com 
puter systems. H ere the motive is not 
material gain, bu t the precious com pu
ter time itself with which these sophis
ticated youngsters can expedite their 
o ther pet projects and investigations.

On the corporate level, the 1973 
Equity Funding case is the largest ex
ample of com puter abuse. In that in
stance, the New York-based insurance 
HC used a com puter to generate $27.5 
million in phony policies that were 
subsequently sold to reinsurers. More 
recen tly , C alifo rn ia’s W ells Fargo 
Bank, the nation’s 11th largest, was the 
victim of large-scale com puter fraud 
that cost the company over $21 mil
lion. The alleged perpetrato r was an
internal operations officer.

As easy-to-use, low-cost com puters 
p ro lifera te , the n u m b er of re la ted  
crimes is expected to increase. As re 
ported in the April 20, 1981, issue of 
Business W eek, only 1,500 personal 
com puters w ere sold in the United 
States p rio r to 1975. In ternational 
Data Corp. now estimates that total to 
be close to 500,000 and it probably will 
skyrocket to three million by 1985.

Estim ates of losses due to com puter 
crime now range anywhere from $100 
million to $3 billion annually. This 
am ount is expected to grow substan
tially, not through major thefts on the 
Equity Funding or Wells Fargo scale, 
bu t by a rapid increase in the incidence 
of small-time fraud. Still, regular loss
es of $100 or $1,000 can be just as 
devastating to a small institution as a 
m ultim illion-dollar em bezzlem ent is 
to a major national corporation.

Clearly, the need for firm and effec
tive controls exists w herever a compu-

10 steps to guard against bank computer crime as recom
mended by Alexander Grant & Co.:

1. Situate com puters in a secure location.
2. Restrict access to only those individuals directly involved with 

com puter operations.
3. Avoid telephone links with m icro-com puters unless o ther safe

guards are in place.
4. Copy all com puterized m aster files twice. Keep one on the p rem 

ises and remove the o ther to another location.
5. Segregate responsibilities for system design, programming, com

puter operations and data entry  among various individuals.
6. Use passwords for com puter access, and assign specific entry 

codes to individual functions and operations. Likewise, individual te r
minals can be assigned to specific operations. Void personal passwords 
immediately should an em ployee resign or be fired.

7. Im plem ent programs that will flag financial transactions that do 
not conform to an established norm.

8. Secure lists of all inactive or dorm ant accounts.
9. If  using te lephone lines for data transm ission, install signal 

scramblers to inhibit wire taps and prevent unauthorized entry. Also, 
change the access phone num ber periodically.

10. Have an experienced auditor examine your com puter system and 
recom m end safeguards tailored to your individual needs.
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IF YOU CONSIDER YOUR BUILDING 
PLANS A BIG DECISION . . .

Meet
Korte
the
BANK BUILDER

On-Site Sessions
The Korte team sits down with the 
owner and the building committee. 
These head to head sessions allow 
input from owner, architect, project 
manager. . .all the key people who will 
be getting the job done. Project re
quirements and preliminary design 
sketches are developed.

Meet
Korte
the
DESIGN/BUILDER

Range Cost Estimate 
Your Guaranteed 
Cost Proposal
Within 3 or 4 working days you will 
know, within 10%, how much the build
ing will cost. With your approval, the 
Korte team develops the design in 
more detail, prepares working draw
ings, specifications and proceeds with 
construction.

Meet
Korte
the
MASTER BUILDER

Fast-Tracking Means 
Savings At Both Ends
Fast-Tracking allows the Korte Design/ 
Build team to start construction before 
the final drawingsare made. It is for this 
reason that the Korte Design/Build firm
makes the Bid System look antiquated. 
Fast-Tracking can compress the build
ing time frame by as much as 50 per
cent.

Meet
Ralph
Korte
plans a big decision. That is why we at

Visit us for a day. You will see why there 
are so many happy Korte customers.

PHONE LEN DAIBER {618} 654-8611

Cost Effectiveness And 
Quality Are Guaranteed
The Korte system of Design/Build 
effects what the Master Builder of old 
effected. Hence your building will be 
most effective but it will also be, in 
quality and aesthetics, what you want it 
to be. The Jersey State Bank is one of 
20 financial facilities built by Korte in *
the past year.

The Final Touch
Our Interior Design staff will work with you from concept through 
installation. They will assist with space planning, selection and coordi
nation of surface treatments, window treatments and furnishings. And 
working in concert with the Design/Build Team, many decisions can 
be made early-on, resulting in time and labor savings.

RALPH KORTE INC.
A NEW STANDARD IN BUILDING DESIGN AND CON STRUCTION
_________________________________ 7 Highland Industrial Ct., Highland, Illinois 62249 (618) 654-8611
In Missouri call Jim McComb (314) 946-8923 -  In Colorado call Bert Lewis (303) 241-1821Digitized for FRASER 
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Capron, IL 
Custom designed to 
match architecture.

P

CL
Ê L U C O
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Vernon Center
Free standing

Thornton, IA 
Attached display.

x>
DAKTRONICS

INC.

DAKTRONICS, INC.
Box 128
Brookings, SD 57006 
Phone 605-692-6145

te r is present. The type and level of 
sophistication of these controls will de
pend on the size and complexity of the 
system involved and functions it has 
been designed to perform.

H ere are some precautions that can 
be taken by officers of banking institu
tions:

Physical Security. Physical security 
is one of the simplest and most effec
tive deterren ts to electronic crime for 
banks em ploying personal-sized m i
crocom puter systems for internal au
diting and payroll. It is also one of the 
most overrated and useless barriers to 
fraud in larger mainframe operations.

If a bank utilizes a micro-system, the 
kind that can be purchased in most any 
com p u ter shop for u n d er $10,000,

Any adm inistrator who 
pleads ignorance and leaves 
the responsibility for computer 
operations to a subordinate, 
no matter how trusted, is a 
prime target for electronic chi
canery.

physical access should be restricted to 
those directly responsible for its opera
tions. W hen not in use, the com puter 
should be locked away in a secure loca
tion.

Som e m icro -sy stem s have te le 
phone hookups so company personnel 
can communicate with the com puter 
from term inals in their homes. W hile 
this is a desirable convenience, it also 
leaves the com puters vulnerable to 
anyone who has learned or can m anu
facture a password. Remote links to 
micro-systems, therefore, should be 
avoided unless o ther more sophisti
cated safeguards have been instituted.

W hich brings us to mainframe com
p u ters, those cybernetic  leviathans 
that daily exchange countless billions 
of bits of information via the common 
telephone line. Although there  is a 
flourishing industry  selling ways to 
protect such com puters from in trud 
ers, magnetic passes and other high- 
tech devices are a poor defense against 
a clever program m er with a telephone 
and term inal of his own.

This does not dismiss totally the 
need  to shield com puter hardw are. 
D irect physical assaults on company 
com puters are not unheard  of, and 
while a two-inch steel door and elec
tronic dead bolt may do little to p re 
vent subtle tam pering with internal 
programs, they can be effective against 
a disgruntled  em ployee with a tire 
iron.

Even if the possibility of vandalism 
is rem ote, managers should take steps 
to protect their most valuable com
modity —  their com puter software — 
from loss or damage, accidental or in
tentional. As a m atter of course, all 
com puterized m aster files should be 
copied twice, one copy kept on the 
premises and another at some other 
location. This latter step will ensure 
institutional continuity even in case of 
destruction of physical plant by fire, 
storm, earthquake or o ther disaster.

Segregation o f  D uties. For larger 
banks w ith data-processing budgets 
over $10,000 a m onth, dividing design 
and operational responsibilities among 
num erous employees is one of the sim
plest and surest ways to keep a com 
p u te r  system  h o n e s t. S ystem s 
analysts , p ro g ram m ers , co m p u te r  
operators and data-en try  personnel 
should be lim ited in their knowledge 
to only that information necessary to 
their specific areas of activity. No de
signer should have access to programs 
or data files. No program m er should 
be regularly involved in daily com pu
ter operations. No com puter operator 
should be entering transactions via te r 
minal; this should be done only by 
data-entry personnel.

W hen no single em ployee knows 
how the entire com puter system oper
ates, chances are rem ote one will be 
sophisticated enough to abuse it for 
his/her own ends.

Unfortunately, in small banks, such 
segregation is not always feasible. In 
in s titu tio n s  w ith  20 or few er em 
ployees, the designer, program m er 
and operator often are the same p e r
son. Such concentration of responsibil
ity, unless in the hands of the bank 
president, places the institution in a 
precarious position. W hile it may limit 
the num ber of suspects should fraud 
occu r, it also g re a tly  le ssen s  th e  
chances that such fraud ever will be 
caught.

It also is wise to restrict circulation 
of lists containing names of inactive 
and dorm ant accounts. These are the 
ones most likely to be subject to jug 
gling,” and the fewer num ber of peo
ple who know about them , the safer 
they will be.

In te r n a l S a fe g u a r d s . B eyond  
physical and organ iza tional p ro ce
du res, num erous m easures can be 
taken within the com puter system it
self to prevent unauthorized use.

The most common of these is the 
password. In this case, the term inal 
operator m ust en ter a specific code b e 
fore access to com puter software can 
be gained.

(Continued on page 72)
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Take the risk out of 
Home Improvement Lending
w ith Insured Credit Services.

Without question, there is significantly more risk 
involved in lending today than ever before. Even 
the best lender can incur a loss when a stable 
borrower suddenly becomes a victim of unem
ployment, divorce, disablement, or bankruptcy.
You can shelter your home improvement loans 
from all risks with the Insured Credit Services 
Loan Profit Program. Any loan that is deemed 
uncollectable is guaranteed to give you maximum 
yield. We’ll quickly and completely reimburse 
you for the unpaid principal plus interest and 
.costs. In addition, we offer 28 years of under
writing and marketing expertise to assist in

the evaluation and development of your home 
improvement loan portfolio.
Insured Credit Services, Inc. is a wholly owned 
subsidiary of Old Republic International 
Corporation, the nation’s largest provider of 
consumer credit insurance coverages, if you want 
to take the risk out of home improvement lending 
and feel more secure about aggressively pur
suing this profitable market, please contact:
William F. Schumann, President, Insured Credit 
Services, Inc.: 307 North Michigan Avenue; 
Chicago, Illinois 60601; (312) 621-9400.

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

zj*r Ine Orisinal Home Equity and 
, N C , ^  u nm o  cHome Improvement Loan Protection Specialists.

Visit our booth at the 
National Installment Credit Conference 

Dallas. Texas March 21-23
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For Independent, Community Banks —

Banking Cooperative Association 
Is Introduced in Tennessee
A  BANKING cooperative associa

tion has been formed in T ennes
see to help independent and com m un
ity banks com pete in the financial m ar
ketplace of the 1980s. Called United 
Southern Corp., it’s headquartered  in 
Nashville, and it’s said to be the first 
such association in the nation.

“W ith approximately 15,000 com
mercial banks in the U nited States and 
banking structure varying greatly from 
state to sta te ,” says Frank A. Woods, 
p re s id e n t, U n ited  S o u th e rn  Bank 
(formerly U nited  American), N ash
ville, “this banking cooperative asso
ciation represents an unprecedented  
effort to enhance  th e  co m p etitiv e  
effectiveness of independent and com 
munity banks.”

Mr. Woods is a co-founder of the 
new  co rp o ra tio n  w ith  C harles W. 
Bone, a lawyer with close ties to inde
pendent, community banks through
out the Southeast.

“U nited Southern Corp. is designed 
to provide that com petitive boost to 
independent banks through coopera
tive efforts in specialized banking, 
financial and m an ag em en t-su p p o rt 
services,” says Mr. Woods.

M em ber in stitu tio n s in the  new  
assoc ia tion , acco rd in g  to M essrs. 
Woods and Bone, will share both b en 
efits and costs of developing and im 
plem enting these specialized banking 
services.

“Unique to the concept of United 
Southern C orp .,” Mr. Woods points 
out, “will be the fact that all participat
ing banks in the association will retain 
th e ir  existing  and ind iv idual ow n
ership, their local m anagem ent and 
boards of directors and will continue to 
concentrate their energies and a tten 
tion toward serving the needs of their 
own particular banking markets.

“M em ber institutions of this new 
association may elect to utilize a shared 
name —  U nited Southern or US Bank 
. . . and  w ill pool m ark e tin g  and 
advertising  resources on a pro-rata 
basis to be able to utilize regional 
a d v e rtis in g  m ed ia  like te lev is io n , 
radio, newspapers and billboards for

BONE
Frank A. Woods and Charles W . Bone are 
co-founders of U n ited  Southern Corp., 
Nashville, banking cooperative associa
tion form ed to help  independent and  
com m unity banks compete in financial 
marketplace of '80s. Mr. Woods is pres., 
United Southern Bank (form erly United  
American), also in Nashville. Mr. Bone is 
law yer w ith  close ties to independent, 
community banks throughout Southeast.

jo in t  p ro m o tio n  of p a r tic ip a tin g  
banks.”

U n ite d  S o u th e rn  C o r p .’s co 
founders said it will take a leading role 
in creation and developm ent of a num 
ber of new banking products and ser
vices tailored especially to indepen
dent, community banks’ needs, ser
vices that no one of the participating 
banks could afford to develop within its 
own resources alone.

USBANK
UNITED SOUTHERN BANK

This is logo designed for banks that join 
new United Southern Corp., Nashville, and 
change their names to United Southern or 
US Bank. N a m e  change , how ever, is 
optional.

In addition to shared m arketing and 
advertising efforts to create a broad- 
based identity throughout the region, 
Mr. Woods and Mr. Bone say these 
new services may include:

•  D evelopm ent of a regional auto
m ated-teller system w here a custom 
e r’s card —  issued by any participating 
bank  —  can access ATMs located  
throughout the area.

•  Organization of a bankers’ bank 
that could specialize in handling bank 
deposits and bank cash m anagem ent. 
This is a new type of bank that was 
authorized with defined advantages for 
com m unity banks w ithin the past two 
years.

•  Special advisory and strategic- 
planning services for best utilization of 
deposits so participating banks can pay 
the highest possible rates to their local 
customers.

•  Establishm ent of a leasing com
pany to work with m em ber banks.

•  L o a n -p a rtic ip a tio n  sh a rin g  so 
com m unity banks m ight attract some 
of the higher-yielding-rate returns.

•  Possible formation of real-estate 
and m ortgage-placem ent services.

•  R e fin e m e n t of a s se t/lia b ility -  
m anagem ent procedures designed for 
com m unity  ban k s’ special c ircu m 
stances.

•  Shared bulk purchasing of both 
equipm ent and expendable supplies to 
achieve the lowest cost possible for 
participating banks.

Messrs. Woods and Bone point out 
they  have been  active in statewide 
efforts to preserve the existing struc
tu re  of T e n n e sse e ’s in d e p e n d e n t, 
com m unity banks against encroach
m ent of giant, multi-bank HCs. They 
say U nited Southern Corp. will be a 
major step toward giving independent 
banks the opportunity to com pete on a 
more equal basis with these giant in
stitutions.

“The historic im portance of com 
m unity banks in developm ent of our 
sta te , region and nation is a well- 
accepted fact, Mr. Bone says. “The 
direction of community banking in the 
future, however, is a subject of great

WOODS
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All the 
Country’s

here in the Mid-South. Steelcase, Knoll International,
Herman Miller . . . all the best are as close as your telephone and Arrow Business 
Services, just down the road in Memphis.

You don t have to go to New iork, Chicago or the West Coast to give your bank the 
benefit of the most modern and space-efficient concepts in office design. We have them 
all, expertly displayed and in inventory in our huge Memphis showroom and warehouse. 
As a bonus, the professional design consultants on our staff specialize in bank facilities.

Our totally self-contained modular units can help you maximize space utilization and 
flexibility while achieving a bright, open atmosphere in your entire bank. Unlike adding 
or moving waks, the cost of modular units can give you additional advantages such as 
investment tax credits ¿or capital equipment, and provide you with office space that 
changes easily when your needs do.

We'll be happy to send you information on 
modular systems or visit with you personally.

So give us a call or visit our showroom.
Let us show you what Arrow Business Services 
can do for you and your bank, no further 
away than here in Memphis.

"ARROW"
BUSINESS SERVICES, INC

an affiliate of Memphis Bank & Trust 
3050  Millbranch, Memphis,Tennessee 38116 

9 0 1 /3 4 5 -9 8 6 1
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When Union National Bank’s Personnel Consulting 
Agency helps your financial institution find and hire 
an officer, our service com es with an unusual promise: 
You’ll be fully satisfied with the individual or we’ll give 
you your money back.

Not 50% or 75%, like ordinary employment 
agencies. Not a prorated figure based on how long the 
individual works for you but 100% of our fee. Every 
penny. Or, if you desire, we’ll try again.

For top level managers, you and the candidate 
have as long as six months to try each other ou t 
For middle and junior managers, three months. If 
everyone is not fully satisfied, you can call the deal off 
and get your money back. Or let us locate another 
candidate. It’s up to you.

How can we afford to make such an offer? 
Because at Onion’s Personnel Consulting Agency, 
we’re professional financial people placing professional

financial people. We’re in the banking business every 
day and we know what it takes to place the right person 
in the right job, for banks and savings and loans.

So we do it right the first time. So we can make 
this simple promise:

Satisfaction guaranteed or your money back.

Union National Bank

Personnel
Consulting
Agency

■ Call Joe  Zegler or Linda Reh at (5 01 ) 3 7 8 -4 2 5 7 .
(In Arkansas, call toll free 1 -8 0 0 -4 8 2 -8 4 5 0 .)

Or write to Union National Bank Personnel Consulting Agency, 
Suite 1030 , Union National Building, Little Rock, AR 7 2 2 0 1 .Digitized for FRASER 

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



Here Are US Banks
The new  banking cooperative 

association formed in Tennessee, 
called United Southern Corp., is 
rapidly attracting m em ber banks. 
The association, headquartered in 
Nashville, has as its purpose: to help 
independent and community banks 
compete in the financial marketplace 
of the ’80s.

As of press time, the following 
banks had joined the association 
(their new names also are listed): 
United American Bank, Nashville 
(US Bank); Bank of Gallatin, (US 
Bank); Central City Bank, Murfrees
boro (US Bank of Rutherford Coun
ty); Bank of Clarksville (US Bank); 
United American Bank in Dickson 
County, Dickson (US Bank in Dick
son County); Citizens Bank, Waver- 
ly (US Bank of Humphreys County), 
and Cheatham State (US Bank of 
Cheatham County).

debate, especially in light of the ag
g re ss iv e  ex p an sio n ism  b e in g  em 
braced by some of the largest regional 
and m oney-center banks, as well as the 
growth of new com petition from non
bank institutions.

However, U nited Southern C orp .’s 
co-founders are convinced that m em 
bership in the association will enable 
T en n essee ’s ind ep en d en t and com 
m u n ity  banks to have  a v e h ic le  
through which they will be able to 
com pete with giant multi-bank HCs 
and other large financial entities w ith
out sacrificing th e ir  m ost valuable 
assets —  active ownership, com m u
nity involvem ent and local decisions 
made by local people for local p u r
poses. •  •

Two Journalism Grants 
Made by Continental Bank
C o n tin en ta l Bank, C hicago, has 

made two grants to forward the profes
sion of journalism.

One grant has been made to the C hi
cago H eadline Club C hapter of the 
Society of Professional Journalists to 
fund a program or project for the en 
co u rag em en t of a co n tin u in g  free  
press.

The o ther grant was given to the 
W orld Press Institu te at M acalester 
C ollege, St. Paul, M inn ., to he lp  
prom ote understanding of the U. S., 
its peop le , in stitu tio n s and values 
among journalists from o ther coun
tries.

Now,
First National 

Bank 
h a sa new  

source of funds 
available 

for cattle and 
grain loans.

FIRST AGCORP.
agricultural credit corporation that is 
a wholly owned, non-banking sub
sidiary of First Midwest Bancorp., Inc.

First Agcorp is another of the 
many correspondent services available 
through the First National Bank of 
St. Joseph. Just call John Kam,

Where your 
success is a 

tradition.

First National 
Bank

St. Joseph, Missouri 64502
Call: (816) 279-2721

A ffilia te  of First M idwest Bancorp., Inc. Member F.D.I.C.
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Bank Gives Scholarships 
To Celebrate Move 
To New Quarters

A MOVE to new quarters by Plant
ers Bank, Salina, Kan., late last 

year signified a double investm ent by 
the bank in its community. Not only 
did it rem ain downtown on the same 
block w here it has been  located since 
opening in 1900, bu t —  to celebrate

Brian King, son of Richard C. King, pres., 
United Missouri, Kansas City, and Mrs. 
King, is shown in front of g iant cake made  
for open house celebrating move of Plant
ers Bank, Salina, Kan., to new quarters.

the opening of its new hom e —  the 
bank gave away $72,000 worth of col
lege scholarships to area young peo
ple.

The bank offered 18 $4,000 schol
arships —  one in each age category 
from one to 18 —  to anyone 18 or 
under and a perm anen t resident of 
Saline County. The youngsters them 
selves or their parents, grandparents 
and relatives could en te r names by fill
ing out contest forms that w ere avail
able at the bank or those that appeared 
in P lan ters Bank’s new spaper ads, 
then depositing the forms in proper 
entry boxes at the bank.

A pub lic  d raw ing  for th e  schol
arships was held at 5 p.m . D ecem ber 
6, the second day of a two-day open 
house celebrating the bank’s move. 
The youngest w inner was six-week-old 
Clarice Crawford. The oldest w inner, 
Ann Garrison, 18, plans to use her 
scholarship next fall, when she begins 
study toward a psychology major at 
Kansas State U niversity/M anhattan.

The open-house celebration, desig
nated by the bank as the “Big E v en t,” 
also featured a gigantic cake that took 
professional bakers a week to assem 
ble, clowns, balloons and popcorn for 
children and P lanters’ coffee mugs for 
ad u lts . In  a d d itio n , th e  b ig -b an d  
sound was provided by the Bethany 
College State Band, and the Lindsborg 
Swedish dancers perform ed a trad i
tional folk dance. Visitors toured the 
new quarters, which w ere changed 
into a bank from a structure that once 
housed the Salina offices of Kansas 
Power & Light Co. It is located next 
door to the bank’s form er quarters.

The new lobby has an Italian marble 
floor covering. The travertine marble 
was q u a rried  at M assa, Italy , and 
p ieces fab rica ted  and  p o lish ed  in 
Carthage, Mo. M ounted on the wall is 
a sculpture called “In d ep en d en ce ,” 
executed by a Salina interior director. 
It was fabricated  of found objects, 
wood and metals and is dom inated by 
two antique, handm ade wood patterns 
used by an early Kansas foundry in 
casting iron wheels. O ther artwork in
cludes w ater colors and photos.

Also on the main floor is a directors’ 
room with kitchen facilities. This area 
is available free of charge as a com m u
nity room to local civic groups.

A spacious indoor courtyard, featur
ing a th ree-tiered  w ater fountain, is on 
the second floor.

On D ecem ber 4, the day before the 
two-day public celebration, Planters

Visiting bankers and spouses tour second-floor 
"courtyard" area of new home of Planters Bank, 
Salina, Kan. They are adm iring three-tiered w a 
ter fountain.

Winners of scholarships given aw ay  by Planters 
Bank, Salina, Kan., are pictured (some w ith  
their parents) after being notified of their good 
luck. At extreme right is bank's pres., L. Dean 
Tinkler.

\ T E R S
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CORRESPONDENT BANKING.
WHO HAS THE KEY TO PROFITABLY APPLYING 
YOUR IDLE FUNDS?

At Fourth, correspondent 
banking is advanced, high-speed 
communications and computer 
technology. It’s rapid, smooth 
transactions when your needs 
are critical.

It’s financial resources. For 
loan participations. For cash letter 
services. For quick check clear
ances. It’s having the solid funding 
to ease your liquidity problems.

It’s people. Specialists.
Talented professionals who have 
insight through research on 
complex federal regulations. Who 
understand and recognize special 
needs. Who are committed to 
building personal, professional 
relationships.

Correspondent banking. 
Intelligently applying, through 
research and technology, your 
investable funds to produce the 
maximum return for you.

To us, it’s that simple.

2 1

FOURTH
NATIONAL
BANK
THE FOURTH NATIONAL BANK OF TULSA 
515 SOUTH BOULDER 
TULSA. OKLAHOMA 74103 
(918) 587-9171 
MEMBER FDIC
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Touring new quarters of Planters Bank, Salina, Kan., are 
(I. to r.): Mrs. R. Crosby Kemper, w ife  of ch./CEO, United 
Missouri, Kansas City; Richard C. King, pres., United Mis
souri; L. Dean Tinkler, pres., Planters Bank, and R. Crosby 
Kemper.

Bank entertained 250 visiting bankers 
and their spouses at a d inner at the 
Salina C o u n try  C lub . A m ong th e  
guests was Richard C. King, p resi
dent, United Missouri Bank, Kansas

City. He is a form er president of Plant
ers Bank.

The dinner was preceded by guided 
tours of the rem odeled building led by 
Planters Bank officers. •  •

G old  Standard
(Continued fro m  page 6)

the  m anaged gold-bullion standard  
adopted by the U. S. varied somewhat 
from the above. The managed part was 
not for general circulation and there  
was no free m arket for Americans for 
gold b u llio n , p e r  se. T he b u llion  
tended  to be used for settlem ent p u r
poses betw een the U. S. Treasury, the 
Fed and foreign central banks.

The gold-exchange standard has fea
tures of both the gold-coin and the 
gold-bullion standards, in th a t the 
money in it is declared equal to a fixed 
quantity of gold. A free m arket in gold 
is m aintained and the public is perm it
ted  to trade therein, either directly or 
through brokers. There is no restric
tion or limitation on im portation, ex
portation or how the gold may be held 
or processed. Nor are there  limits on 
the ability to obtain gold from indi
viduals, the m int or from m ining com
panies.

G overnm ent credit money may be 
used to buy claims on gold that are 
convertible into gold bullion. Gold 
drafts are expressed in the m onetary 
unit of the country from the gold coin 
or bullion standard. For this reason, a

num ber of nations —  generally the 
smaller countries in the 19th and early 
20th centuries —  preferred  the gold- 
exchange standard because they could 
use their money to purchase securities 
that tended to be more desirable than 
gold bullion or coins, which w ere ex
pensive to insure and store.

Today, Americans —  and foreigners 
in the U. S. —  can buy gold. Adver
tisem ents encourage people to acquire 
this precious metal. Some will buy 
gold coins that historically have been 
m inted in the U. S. or in o ther coun
tries, bu t the am ount they  pay for 
these coins varies substantially above 
the am ount em bossed on them . As a 
m atter of fact, the value of the coin 
fluctuates, not only from m om ent to 
m om ent in a m arket, bu t frequently 
from one m arket to another at the same 
time. Thus, the opportunity for arbi
trage appears. This also means that the 
holder isn’t sure of the exact price of 
his/her holdings of gold coin.

W ith gold coin, there  is the serious 
p ro b lem  of c o u n te rfe itin g , w hich  
many do not fully recognize as a de
basem ent of the metal. Thus, an expert 
will wish to assay that the gold coin — 
or, for that m atter, the gold bullion — 
is as represented. Assaying takes time 
and money and there  are costs and 
risks involved in the system.

To get around this problem , a num 
ber of institutions —  including banks

—  will issue receipts for gold of a cer
tain standard and quality and, since 
the gold is kept in the banks’ vaults, 
the cost of assaying it isn’t the burden 
of the holder of the depository receipt.

Those who follow financial trends 
are quick to observe that when there is 
great political uncertainty or fear that 
war or o ther catastrophies may d e
velop, the price of gold moves up dra
matically.

The value of gold is influenced by a 
num ber of things. C urrently  one of the 
most im portant factors is the cost of 
carrying gold. I t’s true that some gold 
will be purchased outright —  that is, 
by the exchange of credit money —  but 
much gold is traded in a speculative 
m anner in which people attem pt to 
leverage their expectations and thus 
borrow, using the gold as collateral. 
U. S. Stock Exchange margin requ ire
m ents for bo rrow ing  on securities 
limits the amounts one can borrow  to 
one-half the then-m arket price.

However, with commodities such as 
gold, borrowing ratios are more liber
al. The more one borrows, the more 
one is exposed to the possibility of 
what is called a margin call. That is, if 
the price of the metal drops, the b ro 
ker may insist that the owner pu t up 
m ore m arg in  or co lla te ra l or face 
seeing the  com m odity sold by the 
broker.

A hypothetical example: L et’s con
sider that one is able to borrow at the 
curren t prim e rate, which is in excess 
of 15% at this writing. W hether one 
has the ability to pay the entire p u r
chase with credit money or has to bor
row a substantial am ount to acquire 
the gold bullion, the fact is there  is 
either a real cost or an opportunity cost 
of carrying the gold, which in the cur
ren t stage is approximately one-fifth of 
the value of the commodity, w hether 
one borrows or puts up existing credit 
money.

From  the speculator’s point of view, 
if the gold w ere selling at $500 an 
ounce, that speculator expects the gold 
will be worth $600 a year later. Actual
ly, if it was only $600, the individual 
would be simply breaking even at one 
level of reasoning. O f course, if one can 
deduc t the cost of borrow ing from 
one’s income tax, the cost of holding 
gold is m o d estly  re d u c e d  by th e  
equivalent of that interest-deducted  
figure.

At least one major lobbying group in 
W ashington is spending considerable 
tim e and effort prom oting the retu rn  of 
our currency to a type of gold standard. 
The group’s m em bers believe —  cor
rectly so —  that this change would 
p lace a d iscip line on U. S. deficit
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Good morning! This 
is Karen with 

fe  your balance % report.
You won't have to remember to call 
her - sh ell call you.

Everyday United Oklahoma Bank’s 
Karen Smith contacts each respon
dent bank.

Everyday Karen is ready with your 
balance figures - information vital 
to maximizing your profits.

One more example of the accom
modating attitude shared by all of 
United’s correspondent personnel - a 
firm, daily commitment to providing 

the most efficient and cooper
ative correspondent service 

available.

IN OKLAHOMA 
CALL TOLL FREE: 
1-800 522-3395

We’re Committed
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financing, since a gold feature exer
cises an iron discipline in the valuation 
of the paper-credit money of the coun
try. That is, should the value of paper 
money decrease below the conversion 
value into its equivalent of gold, peo
ple would convert paper money auto
matically into gold. From  the point of 
view of people who wish to have their 
resources protected in this m anner, 
obviously a gold clause is attractive. 
From  the politicians’ point of view, it is 
a nightm are, since this feature would 
impose a fiscal and m onetary discipline

that politicans would find quite dis
tasteful.

In a philosophical sense, the role of 
gold often has been equated as favor
ing the established wealth of a com
m unity and the use of a paper m one
tary standard as favoring labor. Yet two 
individuals prom inent in the D em o
cratic Party in the past —  notably W il
liam  Je n n in g s  B ryan  and  B ourke 
Cochran —  held differing views on the 
m erits of a gold standard.

My own candid opinion is that we 
have passed the point w here we can

retu rn  to a simplistic gold standard. 
The yo-yoing of the price of gold in the 
last five or six years shows that, clearly, 
it’s a destabilizing force. To stabilize 
gold would require terrific in terven
tion into the money markets by the 
central bank.

Perhaps the gold standard isn’t at 
this time the basic answer to the dilem 
ma posed by our nation’s fiscal and 
m onetary irresponsibility.

There may be another way, and it 
will be discussed here next month. •  •

Three-Story Addition, Tower Renovation 
Completed at Citizens Bank, Paducah, Ky.

MORE THAN 3,000 residents of 
Paducah, Ky., tu rned  out re 

cently to tour the renovated and en 
larged quarters of Citizens Bank. The 
bank’s 10-story tow er was renovated 
and a new three-story  addition was 
built adjacent to the tower.

The new structure features a ground 
floor colonnade, a landscaped atrium , 
escalators and a glass elevator. The 
building houses the marketing, com
mercial banking, operations, trust and 
personnel departm ents of the bank.

Funds spent on the project w ere 
considered a private match to an urban 
d eve lopm en t action-g ran t program  
that assisted the city of Paducah in 
qualifying for a federal grant to build a 
new convention center.

Grand-opening festivities included 
the awarding of $3,800 in gift certifi
cates in connection with a treasure- 
chest promotion. •  •

Escalators lead to second level of new  add i
tion at Citizens Bank.

New  addition at Citizens Bank, Paducah, 
Ky., features landscaped atrium . Glass ele
vator is in center of photo.

Tower building of Citizens Bank, Paducah, 
was refurbished to harmonize w ith  decor 
of new addition.

Women, Minority Officials 
Continue to Rise at Banks

The num ber of women and m inor
ities em ployed by the nation’s largest 
banks as officials and managers con
tinues to grow, according to the latest 
statistics filed with the Equal Em ploy
m e n t O p p o r tu n ity  C om m issio n  
(EEOC).

W om en bank officials and managers 
represen ted  38.1% of that job category 
em ployed by the largest 100 banks in 
1981 — up from 36% in 1980 —  while 
the  proportion  of m inorities in the 
same category rose to 13.8%, up from 
12.9% in the previous year.

“Growth in the num bers of female 
and minority bank officials has been 
steady in the past few years, reflecting 
banking’s com m itm ent to affirmative 
action and career advancem ent for all 
em ployees,” asserted John B. Wells, 
chairman of the ABA’s bank personnel 
division. In announcing the latest in
dustry figures, Mr. Wells em phasized 
th a t banking’s record  as an equal- 
opportunity em ployer shows “dram at
ic gains by women and minorities over 
the past decade,” and that “the future 
looks bright for continuing advance
m ent in what is widely accepted as a 
growth industry in a rapidly changing 
financial services m arketplace.” Mr. 
Wells is senior vice president, First 
National, Denver.

C ontrasting recent E E O  statistics 
with those of 10 years ago, Mr. Wells 
pointed out, “These increases contrast 
sharply with 1970 data showing that 
women com prised only 14.9% of the 
officials and managers in the largest 50 
banks reporting a decade ago.

“For minority officials and managers 
in the largest 100 banks, this year’s 
13.8% represents quite a leap from the 
5% reported  by the nation’s 50 largest 
banks in 1970,” he said.
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Astute.
Third National’s keen, intelligent investment management 

can keep you a step ahead of your competition.
As a banker, you know that your strength is the informed, up-to-the-minute investment assist-
personal service you give your customers. Trou- ance. With Third National helping you manage
h  e  i s .  n e r s n n a l  s e r v i r e  h m p  f m m  „  m i  ______ a . _ _____________ ,  ,ble is, personal service takes time away from 
other important matters. Like, your investment 
portfolio. And that’s where we come in.

Third National offers you the specialized tal
ents of people with years of profes
sional experience and vast 
expertise in the area of gov
ernment agency, munici
pal, and money market 
securities. These 
knowledgeable people 
are in constant touch 
with the market and 
can provide you with

your investments, you’ll be free to concentrate 
on competitive business.

Call Sonny Johnson, head of the Correspond
ent Bank Department, or the representative 

who serves your area: Ish Smith or Ron
nie Lankford, East Tennessee; Clar

ence Suiter or Ed Lowery, Mid
dle Tennessee and Alabama; 

Roy Lawrence, West Ten- 
I ^  nessee; Wayne Whisman, 

Kentucky. Our Tennessee 
WATS is (800) 342-8360. 
In neighboring states, 
dial (800) 251-8516.

THIRD
NATIONAL

Sonny Johnson 
Senior Vice-President
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BANÎ

In Nashville
Member F.D. I. C
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S u r v e y
(Continued fro m  page 44)

a $ 112-million-asset bank in a com
munity of 23,500.

•  Illinois (three banks reporting). 
Thirteen IRAs w ere opened at a $78- 
million bank in a com m unity of 6,000. 
Average per account is $1,540 and re 
sponse was term ed “below normal.

A $36-million bank in a com m unity 
of 1,800 reported  20 IRAs opened and 
$52,000 in total funds in the IRAs. Re
sponse was term ed “average.”

A slightly m ore than $ l,000-per- 
account average was posted by a $520- 
million bank in a city of 92,000 for its 
127 IRAs opened from January 4-12. 
“Above norm al” was the term  used to 
judge the response.

62 New IRAs Opened

•  Indiana (one bank reporting). Six
ty-two IRAs w ere opened by a $ 144- 
million bank in a city of 19,000. Re
sponse was term ed “average” by the 
bank’s m arketing director.

•  Kansas (six banks reporting). A 
$75-million institution in a com m unity 
of 18,000 reported  six IRAs opened 
during the period. Average balance: 
$1,180. Response: “below norm al.”

Twenty-nine IRAs w ere opened by a 
$285-million bank in a city of 161,000 
during the reporting period. A senior 
vice p re s id e n t  said re sp o n se  was 
“above norm al. Average to tal per 
account is $5,175!

An $892-million institution in a city 
of 280,000 reports opening 4,500 IRAs 
betw een January 2-12. Total deposited 
in these accounts was $10 million. I t’s 
no wonder the bank considers its IRA 
response to be “above norm al”!

Average IRA Balance —  $1,100

A “below -norm al response  was 
posted by a $63-million bank in a com 
m unity  of 37,000 that opened  four 
IRAs with an average balance of $1,100 
from January 4-12. This bank had not 
yet begun soliciting employee-payroll- 
deduction IRAs at the tim e the survey 
was taken.

An average of $1,680 is in each of the 
eight IRAs opened by a $33-million 
institution in a city of 115,000. Re
sponse: “average,” according to a vice 
president.

Thirty-two IRAs w ere opened by a 
$36-million bank in a com m unity of 
8,200. Average per account: $875. Re

sponse: “average.”
•  Kentucky (three banks reporting). 

An “above-normal” response was re 
ported by a $ 144-million bank in a city 
of 40,000 that opened 116 IRAs during 
the  rep o rtin g  period . Average p er 
account: $490.

95 IRAs Is 'Average' Response

A $ 122-million bank in a city of
49.000 opened  95 IRAs during  the 
period. Average balance: $1,630 for an 
“average” response.

Five IRAs w ere opened by a $41- 
million institution in a com m unity of 
2,600. Average balance: $1,150. Re
sponse was term ed “average.

•  Louisiana (two banks reporting). 
A $626-million bank in a city of 75,000 
opened 73 IRAs from January 11-15 
(the bank d idn’t begin offering IRAs 
u n til  Jan u a ry  11). R esp o n se  was 
term ed “average.”

A $775-million bank in a city of
206.000 opened 258 IRAs during the 
January  4-12 p erio d . A verage p e r 
account: $1,445. Response was term ed 
“above norm al.”

•  Mississippi (one bank reporting). 
This bank opened 49 IRAs with an 
average of $765 per account. The bank 
has assets of $126 million and is located 
in a community of 22,000.

Two Missouri Banks Report

•  Missouri (two banks reporting). A 
$ 139-million bank in a city of 39,000 
opened 32 IRAs from January 4-12. 
Average per account: $774. Response: 
“average.”

An average of $1,200 is in each of the 
12 IRAs opened by a $38-million bank 
in a city of 77,000, for a “below - 
norm al” response.

•  New Mexico (one bank reporting). 
This $58-million institution in a city of
18.000 o p en ed  13 IRAs averag ing  
$2,000 each for an “average” response.

•  O klahom a (three banks rep o rt
ing). Ninety-two IRAs were opened by 
a $240-million bank in a city of 34,500. 
Average deposit: $1,065. Response 
was term ed “average” by the m arket
ing officer.

A $1.9-billion institution in a city of
403.000 opened 89 IRAs with an aver
age of $1,800 per account. Response 
was term ed “average by the vice p res
ident reporting the figures.

An average of $1,275 is in each of the 
41 IRAs opened by a $121-million bank 
in a city  of 26,000. R esponse was 
term ed “above norm al” by the m ar
keting director.

•  Tennessee (two banks reporting).
A $700-million institution in a city of
119,000 re p o r te d  175 IRAs b e in g  
opened from January 4-12. Average 
per account: $1,886. Response: aver
age.”

Six IRAs w ere opened by an $83- 
million bank in a com m unity of 10,600. 
Average per account: $829, for a be
low-normal” response.

•  Texas (five banks re p o rtin g ) . 
N ineteen IRAs were opened at a $66- 
million bank in a community of 8,300. 
A verage p e r  account: a w hopp ing  
$6,460! Response was term ed “below 
norm al.”

An average of $1,470 is in the 50 
IRAs opened at a $ 120-million institu
tion in a city of 81,500. R esponse:.
“average.”

A $22-million bank in a com m unity 
of 1,200 opened six IRAs with an aver
age per account of slightly more than 
$1,500. Response was term ed “below 
norm al.”

Ten IRAs w ere opened at a $50- 
million bank in a com m unity of 10,700. 
A verage p e r  account: $2,000. R e
sponse: “average.”

A $413-million bank in a city of
149,000 opened 124 IRAs from Janu
ary 4-12 for an “above-norm al re 
sponse. —  Jim Fabian , senior editor.

Bank Helps School for Blind

In order to enable students a t Leader Dogs 
for the Blind school to practice w ith  their 
dogs in a downtown area, DetroitBank 
Corp. loaned the school a floor in the De
troit Bank & Trust building to use as a 
dow ntow n office. Facility enabled stu
dents, such as the two pictured, to practice 
using dogs in a revolving door, in an eleva
tor and cafeteria and outside on congested 
sidewalks.
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GREAT BANKERS 
OF HISTORY.

George the Lifeguard
Guarantee Bank, N.J.

Hawkeye Bancorporation, la.

Doughboy
Fort Worth Natl. Bank, Tex.

Whiskers the Bank Mouse
Berkshire County Savings, Mass.

Wally Walrus
Marine Banks, Wis.

Owl
State Bank of Platteville, Wis.

Aarky Aardvark
Citizens & Southern, Ga.

Northwestern Banks, Minn., 
ND, SD, la., Neb., and Wis.

Harris Bank & Trust, III.

Buster Crab
Maryland Natl. Bank, Md.

Smokey the Hound
United American Bank, Tenn.

Leprechaun
Hibernia Natl. Bank, La. & Cal. 
Union Bank & Trust Co., Penn.

Great, because they’ve helped build 
unique identities for their institutions. 
Great, because they’ve succeeded in creat
ing warm, friendly personalities for those 
institutions. Great, because they are con
tinuing to generate what financial institu
tions today want most. Namely new cus
tomers and new deposits.

These great bankers of history were all

designed and manufactured exclusively by 
Animal Fair . . .  the leader in supplying 
soft toy premiums to the financial 
community.

These Great Bankers work for their insti
tutions. Ib learn what a “soft sell” can do 
for you, contact: Animal Fair, Inc., Financial 
Premium Division, P.0. Box 1326, Minneapolis, 
MN 55440. (612 ) 831-7200.

animal fairJ
© AFI 1981
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1982:
New Frontier of Opportunity 
The Battle for Market Share

This is a year for aggressive action. Financial institutions are in a battle to maintain or increase market 
share. It’s a year of many challenges, many opportunities.

Through its long experience with thousands 
of financial institutions, Federal Sign is in a 
unique position to provide you with marketing 
ideas that will:

•  Increase number of customers

• Cross sell more services

Federal Sign will effectively help you—
• Establish more awareness

• Identify convenience of your location
• Advertise to a large audience

• Promote cost-effectively 24 hours a day

• Build market share

Call on Federal Sign for the products that will meet your special need:

Identification — Signs designed to project Electronic
Signage your unique image in an 

attractive and effective style.
Message 
Centers 
FED 3000

Time & — Builds value of all basic
Temperature signage. Establishes

FED 5000FED 1000 “ landmark” location. 
Provides public service.

— Changing messages. Cost 
effective advertising plus 
public service. Flexible to 
your changing promotional 
needs.

— A smaller version of FED 
3000 to meet new 
communication needs inside 
and at drive-in lanes.

For information 

Write:

FEDERAL SIGN
D ivision Federa l S ignal C o rp o ra tio n  

140 E. Tower Drive 
Burr Ridge, Illinois 60521 

Or call Toll Free: 800-323-7431
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PATH II Conference
(Continued fro m  page 18)

ducted with the American Productiv
ity C enter (APC), Houston.

Mr. Norton devoted the balance of 
his talk to an update on the industry- 
m easurem ent study, bu t first gave a 
background on this research undertak
ing. Early in 1981, he said, the BAI 
and  APC ag reed , in p rin c ip le , to 
undertake a research study that would 
try to define and establish productiv
ity-m easurem ent criteria in the com
m ercia l-bank ing  industry . A study  
team was formed in H ouston March 
15, 1981, to begin an intensive three- 
m onth  re sea rch  and  d e v e lo p m e n t 
phase. The team  was com prised of an 
APC associate and two bank associates 

on loan from their institutions, First 
City National, Houston, and Bank of 
America in California.

W orking  w ith  various reso u rces  
th roughou t the industry , the team  
com pleted a draft report last July 7, a 
re p o r t  th a t o u tlin e s  a co n cep tu a l 
framework for m easuring and analyz
ing productivity on a bank-wide basis. 
Mr. Norton said it’s im portant to note 
the significance of this draft docum ent 
because the total bank-productivity  
m easu rem en t approach  it p resen ts 
looks at all com ponents of resource u ti
lization —  labor, capital and equip
m ent —  aggregating data on a total 
bank basis. M anagem ent thus is pro
vided a clear picture of productivity 
trends over time. Peer-group com pari
sons of productivity m easures also are 
possible.

As a result of this research, he con
tinued, the following hypotheses w ere 
formed:

1. Bank-productivity m easurem ents 
should be built around product lines, 
not organizational units, except w here 
the two coincide.

Productivity m easures are ratios of 
physical output produced to physical 
inputs consum ed in production.

Dynam ics of today’s bank-organi
zation structures severely limit intra 
and in terbank com parability of data 
tied to organizational units, especially 
w h ere  th e  un its  d o n ’t conform  to 
aggregate product lines.

In banking, product lines do not 
change drastically over tim e, nor do 
they differ greatly among com petitors.

2. “O u tp u ts” of a bank are final 
corporate deliverables to customers. 
Interm ediate  activities are im portant 
to m onitor in their own right, bu t are 
treated  as inputs to production of final

MID-CONTINENT BANKER for March,

co rpora te  ou tpu ts. F inal corporate 
products (FCPs) delivered by com 
mercial banks can be categorized into 
approx ia te ly  32 p ro d u c t lines. Al
though individual banks can define 
more products for their own manage
m ent purposes, the 32 lines identified 
by the study are com prehensive and 
can provide sufficient managerial con
trol w ithout excessive adm inistrative 
costs for data collection, record-keep
ing and reporting. Additional products 
likely would be sub-categories of the 
lines identified and could be consoli
dated for interbank comparisons.

"W e try to facilitate im
provements, not by our own 
experiments, but by motivating 
people throughout the cor
poration to find better ways of 
doing things, to tap the crea
tive resources of our managers 
and general staff/'

3. Two broad categories of outputs 
can be defined as (1) transactional and 
(2) interm ediational.

Product lines in banks tend to be 
e ither fee generating or in terest gener
ating. Interm ediational products are 
prim arily in terest generating and are 
funds and labor in ten s iv e . T ran s
actional products, on the o ther hand, 
generally are fee generating and tend 
to be labor and/or equipm ent in ten 
sive.

4. Funds are raw materials for in ter
mediational products.

Funds-gathering activities, includ
ing DDA and tim e-deposit processing, 
constitute an exchange of value for use 
of depositors’ money and, as such, are 
interm ediate, not final corporate out
puts. Depositors are vendors or sup
pliers of raw materials in the form of 
funds. A ttracting and managing de
posits is a means to an end, a step in 
delivering an interm ediational p rod
uct.

5. Bank-productivity m easurem ent 
requires careful use of constant dollar 
deflation and weighing techniques.

6. Productivity trends are more reli
able indicators than are productivity 
levels for both in tra  and in terbank  
comparisons.

7. P eer groups of reasonable ho
mogeneous banks will provide the best 
basis for interbank-productivity com
parisons. Each bank is best qualified to 
identify its own peers.

8. Productiv ity  has no maximum 
level. W ith proper attention, it can im
prove continually

9. Changes in inflation, technology, 
methodology, innovation, education, 
m arke t dem ands and m anagem ent 
affect an organ iza tion’s production  
process, th ereb y  guaran teeing  that 
productivity will be in a constant state 
of flux.

10. Managing productivity requires 
an u n d e rs tan d in g  of th e  p o ten tia l 
effects of these variables on the pro
duction process and ability to adjust 
accordingly. M easurem ent, of course, 
provides visibility to the effects of 
these adjustm ents.

W ith these hypotheses in mind, said 
Mr. Norton, the conceptual fram e
work for a total-factor productivity- 
m e a su re m e n t m e th o d o lo g y  was 
formed for commercial banks

To clarify  and  d is till th e  BA I’s 
theories, said Mr. Norton, senior m an
agers of banks in key locales a ttended a 
series of meetings beginning last Au
gust, exposing them  to the concepts, 
determ ining levels of in terest and for
m ulating the institu te’s response.

As a result of those feedback ses
sions, said the BAI chairman, it was 
determ ined that the next step was to 
work with a select group of banks to 
further explore and define the concep
tual framework into a working m ethod
ology. These efforts now are being con
centrated  on the East Coast, w here the 
BAI s objective is to enroll six banks as 
direct participants in the project. Mr. 
Norton pointed out that the success of 
this effort will allow expansion to other 
regions.

He said that the six banks taking part 
in the pilot will contribute in-bank re 
sources for the one-year duration of 
the project, which is set to be launched 
this month.

O ther PATH 11 fea tu re s . The talks 
by Messrs. Prussia and Norton w ere 
only two of many features offered in 
PATH II. Conferees had opportunities 
to learn about such topics as: “Super
visory Training for Productivity, ” “Im 
proving Productivity  Through Gain 
Sharing,” “Productivity Im provem ent 
for C om m unity  B an k s ,” “ In-B ank 
Training Programs for Im proved Pro
d u c t iv i ty ,” “ Q u a lity -P ro d u c tiv ity  
M easu re s : 11 S tep s to S u c c e ss ,” 
“Peer-G roup Productivity Com pari
sons” and “Productivity and Technolo
gy —  Rosemary McKelvey, editor.
National Bank of C om m erce, San
Antonio, has nam ed Richard W. Cal
vert senior chairman, Robert H. Seal 
chairm an/CEO and Marvin M. S tetler 
president. Mark M. Johnson has been 
elected president/chief operating offi
cer at National Bancshares Corp. of 
Texas. He is a senior vice president at 
NBC.
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Bank Directors' Assembly 
In September to Hear 
Vinson, Allen, Waite

The program for the 50th Assembly 
for Bank Directors Septem ber 4-7 at 
the Broadmoor in Colorado Springs, 
Colo., will include a form er ABA presi
dent, as well as o ther bankers and rep 
resentatives of the field of education.

The assembly, which is being co
sponsored by the Foundation of the 
S o u th w este rn  G rad u a te  School of 
Banking, Sou thern  M ethodist U ni
versity, Dallas, and the Oklahoma and 
N ebraska Bankers associations, has 
Dr. William Baughn, dean, School of 
B usiness, U n iv e rs ity  of C olorado/ 
Boulder, and B. Finley Vinson, vice 
chairman, F irst National, Little Rock, 
as co-directors.

Lee E. G underson, im m ediate past 
ABA president and now ABA council 
chairman, will give an update on feder
al legislation. He is president, Bank of 
Osceola, Wis.

There will be two special sessions. 
At the first one, Glen Lemon, presi
dent, F irst Bank, Booker, Tex., will 
tell “W hat One Com m unity Has Done 
in Com m unity Involvem ent.” At the 
Sunday devotional, by the way, the 
Booker Bank Notes will be featured.

For your correspondent needs, 2 0 5 / 8  32/-8 219- 
Personal Banking From Professionals.

laBankFirst A laba
#  of Montgom Member FDIC

GUNDERSON

BAUGHN

ALLEN

VINSON

WAITE

At the second special session, Mr. 
Vinson and G am ier Puryear, chair
man, Exchange N ational, Colorado 
Springs, will share the topic, “The 
Board’s R esponsibilities — W ritten  
Policies.”

O ther speakers and their topics will 
be: William F. Ford, p resident, Atlan
ta Fed, “Com petitive Outlook for the 
1980s” ; D r. W illiam  M. W ils ted , 
associate dean, School of Business, 
University of Colorado/Boulder, “Im 
proving Bank Profits Through Effec
tive C usom er Serv ices” ; M artin  J. 
A llen  J r . ,  s e n io r  v ice p r e s id e n t/  
m arketing director, Old Kent Bank, 
G rand  R apids, M ich ., “ P rofitab le  
G ro w th  T h ro u g h  M a rk e tin g  and  
Strategic P lanning,” and Mary George 
Jordan W aite, ch a irm an /p res id en t, 
Farm ers & M erchants Bank, Centre, 
Ala., “G et Infected W ith Banking.”

The assem blies w ere in itia ted  in 
1968 under leadership of the late Dr. 
Richard B. Johnson, then  Foundation 
president. Its cu rren t president is Dr. 
Alan B. Coleman.
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You don't have to 
run into it.

Those frustrating limits on your 
ability to grant a loan. They don’t 
have to be barriers to accommo
dating new customers for the bank.

Or to arranging further credit 
for a good customer whose 
growth has outpaced his net worth.

You can break through those
walls with a simple call to your 
nearby Heller office. And get a 
Heller representative working on 
those projects. Heller can even 
help with a valued customer 
suffering a temporary reversal.

Calling on Heller’s lending is a 
way to increase your bank’s port
folio without increasing exposure. 
And you benefit by keeping both 
deposit balances and opportun
ities to provide other profitable 
services to your customers.

Let Heller turn the credit com
mittee’s “no” into just a setback, 
not the final word.

At Heller, where there’s a wall 
there’s a way.

Financial Services
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Computer Crime
(Continued fro m  page 54)

In more sophisticated systems, spe
cial passwords may be required  to p e r
form any num ber of individual opera
tions. Also, specific term inals may be 
delegated to a p redeterm ined  set of 
functions and are forbidden access to 
other programs. For instance, many 
banks use a “supervisor-key” system 
that prevents a teller from performing 
various types of transactions w ithout 
the supervisor physically unlocking 
the terminal. These procedures help 
ensure that no individual can perform 
a function for which he/she is not au
thorized.

To m aintain  the  effectiveness of 
such a preventive system, passwords 
should be changed periodically along 
with the access phone num ber. This 
helps negate any information gathered 
by unauthorized parties. Also, should 
an employee resign or be term inated, 
h is /h e r  access codes sh o u ld  be 
changed im m ediately. Any laxity in 
this area can cost a company thousands 
of dollars in only a few m inutes.

D etective safeguards also may be 
im plem ented to preserve a system ’s 
integrity. For example, a com puter 
can be program m ed to flag any opera
tion that does not conform to an estab
lished norm, such as a substantial w ith
drawal request on a previously dor
m ant account.

Such preventive and detecting soft
ware is not inexpensive. It takes great 
knowledge and skill to w rite and im 
p le m e n t c u s to m ized  so ftw are  for 
banks. In the case of mini- or micro
systems, these safeguards often can 
cost more than the com puters them 
selves. But they are a necessary ex
pense if opportunities for theft and 
fraud are to be eliminated.

Signal Scrambling. Motorola, Inc., 
has received substantial coverage of 
late by dem onstrating to bankers how 
data lines can be tapped with only 
$1,000 worth of commercially avail
able com puter gear. The implication is 
that any com puter system using stan
dard phone lines for transmission is 
open to attack, and the firm ’s objective 
is to sell its new and highly sophisti
cated encryption devices.

The idea behind encryption, or sig
nal scrambling, is nothing new. The 
governm ent and military have used 
scramblers to ensure secure telephone 
and radio com m unications for dec

ades. Only recently, however, has the 
need for encryption in the private sec
tor become apparent and technology 
developed to accurately code and en
code inform ation traveling at thou
sands of bits every second.

A scram bler works by electronically 
converting a message into a coded sig
nal that can be deciphered only by a 
com plem entary device on the other 
end. Anyone intercepting the trans
mission en route would receive only 
in co h e ren t g ibberish . In addition , 
anyone trying to violate the system 
with a conventional message could be 
detected instantly.

E lectronic encryption serves two 
im portant security functions. First, it 
prevents outside sources from gaining 
access to internal files. It also protects 
confidential information in transm is
sion from those engaged in corporate 
espionage, a concern of many larger 
businesses.

Role o f  the A u d ito r . In years past, it 
was not the responsibility of auditors to 
look for com puter fraud. Recently, 
however, as business com puters have 
proliferated and the ir operation has 
become simpler, many auditors have 
become not only authorities in detec
tion of electronic abuse, bu t experts in 
its prevention as well.

An auditor will begin by studying all

You know the complexities of cross-border transactions. Even 
if your bank has a successful international department, there is a 
possibility you could reach your lending limit in certain countries. 
Or, you may receive requests for financing in areas of the world 
that are unfamiliar to you.

That’s where exportise comes in.
We’re GlobaLease, Inc. We can help you fill those international 

gaps. We’re an experienced source of medium term financing and 
leasing for foreign purchasers of capital equipment. And we’re 
specialists in cross-border transactions in Latin America.

GlobaLease, Inc. helps you arrive at solutions that will satisfy 
your customer, and strengthen your position as a full service bank.

Let us aid in extending your service.
GlobaLease, Inc.—the expert in export. For further 

information, call Larry Taylor at our toll free number 
(800)621-2139.

E S  GlobaLease, Inc.
Mil A Heller Financial Services Company 

B 105 West Adams Street, Chicago, IL 60603
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Hubert Turns 25

Hubert, a beloved representative of Chica
go's Harris Bank, celebrated his 25th birth
day February 9 w ith  a birthday party for 
employees in the bank's cafeteria. Shown 
helping him cut the cake is W illiam  N. 
Flory, v.p./m arketing services division. The 
cake, p re p a re d  by b an k  chefs, bore  
Hubert's im age in yellow  icing. Employees 
helped the six-foot-tall "lion" blow out the 
candles, and Charles M. Bliss, the bank's 
ch., led a chorus singing "Happy Birthday." 
Sim ilar parties were held for employees at 
the bank's 311 West Monroe Street opera
tions center and for those on the night shift. 
Hubert's character appears in an array of 
2 5 -3 0  premiums used as customer incen
tives or gifts. His 25th birthday comes in 
the same year Harris Bank is celebrating its 
centennial.

com puter functions, elim inating those 
o p e ra tio n s  n o t s ig n ifican t to th e  
accounting process, such as word pro
cessing, statistical analysis, graphics 
generation or any other program  not 
directly involved in the dollars-and- 
cents aspects of doing business.

There then will be an evaluation of 
how well the com puter actually has 
perform ed the functions to which it has 
been assigned. Sample financial trans
actions are selected by the auditor via 
com puter-assisted procedures. These 
records then are checked with original 
source material to see, for example, 
that account transfers correspond to 
actual w ritten requests. Likewise, the 
auditor will verify that deposits, w ith
drawals, transfers and o ther source 
m ateria l g en e ra ted  app rop ria te  re 
sponses from the com puter.

F inancial records are always re 
moved from the company under inves
tigation and placed on independent 
com puter systems for processing by 
th e  auditor. This c ircum ven ts any 
faulty programs or tam perings with the

original system and helps tu rn  up any 
discrepancies that may have occurred.

Just as auditors can scrutinize ex
isting systems, so they can design or 
recom m end safeguards for new com 
pu ter operations. Even small com pu
ter systems, w here software often is 
program m ed with a total disregard for 
controls, should be inspected  by a 
k n o w led g eab le  a c c o u n ta n t b efo re  
being allowed into a banking environ
ment.

O pportunities for electronic fraud 
are growing m ore num erous every 
day. Colleges and universities now are 
graduating students with m ore knowl

edge of data processing than seasoned 
experts had a m ere 10 years ago, while, 
at the same time, com puters them 
selves are becoming simple enough to 
be operated by a com petent 10-year- 
old.

Unless business m anagem ent as
sum es p e rso n a l re sp o n s ib ility  for 
policing internal com puter operations, 
we likely will see a veritable explosion 
of electronic theft and fraud in the 
years to come. The victims will be 
none o ther than the managers them 
selves. •  •

Budgeting,
Forecasting
a n d  Planning

A Bar
lk Director’s Manual

248 pgs. $ 2 7 5 0

Every bank must know WHERE 
it is going and HOW to get there! 
While management should “map 
the course,” directors should play 
a role in establishing and im
plementing goals.

This manual supplies directors 
with tools they need in order to 
steer bank policy in the best direc
tion. Chapters discuss establish- 
ment-of-mission statements and 
goals, trace various stages of a 
planning process. Also outlines 
many external and internal factors 
that must be considered. Details

NEW!
Just Off The Press

•  For Management

•  For Directors

By Dr. Lewis E. Davids

. . .  A budgeting and plan
ning manual to aid in giving 
direction to YOUR bank.

HOW to perform financial plan
ning, HOW to plan for new ser
vices. Explains board’s role in eco
nomic forecasting. Discusses 
basic approaches to gather and 
best ways to utilize data in formal 
planning.

Forms and worksheets are in
cluded covering a vast array of 
planning aspects. Techniques uti
lized by successful banks are in
cluded; sources of information are 
listed, along with a bibliography of 
references.

Save! Send check with order.

THE BANK BOARD LETTER 408 Olive St., St. Louis, MO 63102
1 Copy @ $27.50 _________5 or more @ $24.00 ea:_________

Budgeting, Forecasting and Planning

Name.................................................................................. T itle.......................
Bank .............................................................................................
Street....................................................................................................................
City, State, Zip .......................................................................
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Innovation Needed in Consumer Credit, 
Bankers Told at Illinois BA Meeting

LOCATING the m arket the bank 
can serve best should be upper

most in the m ind of all bank managers, 
said Jack Shipman, vice chairman of 
the ABA’s installm ent-lending divi
sion, at the annual consum er credit 
conference sponsored by the Illinois 
Bankers Association last m onth in St. 
Louis. Mr. Shipman also is executive 
vice p re s id e n t, L ib e r ty  N ational, 
Louisville.

“Increased emphasis on m arketing 
and sales is the only way to go, Mr. 
Shipman said. He cited E FT  develop
m ent as an example of how bankers are 
serving custom er needs. These needs 
must be identified and responded to, 
he told the 400 bankers brave enough 
to attend the conference in sub-zero 
weather.

He said the dem and for consum er 
cred it will continue to grow in the 
1980s, d e sp ite  th e  less-than -spec- 
tacular picture at present. He called on 
bankers to change the ways banks ex
tend credit. Innovation is called for in 
this area. Product and pricing alterna
tives must be and are being explored.

Variable-rate lending is the key to 
profitability in these days of fluctuating 
prim e rates, he said. And second- 
mortgage lending can provide security 
for credit lines of the future.

He cited the recent move by a divi
sion of M errill Lynch to offer home- 
equity credit to hom eowners in south
ern California. Hom eowners can open 
accounts with M errill Lynch up to the 
am ount of equity they have in their 
hom es. They can access this credit 
with checks or charge cards and pay 
only the interest. Mr. Shipman said 
that banks in states that do not have 
usury ceilings could conceivably en ter 
this market.

Expanding on this topic was William
F. S chum ann , p re s id e n t, In su red  
C redit Services, Chicago, who spoke 
at a w orkshop on second-m ortgage 
lending.

S econd-m ortgage len d in g  is the  
most im portant elem ent in consum er 
lend ing , M r. Schum ann said. The 
tru s t  is going from  au to  loans to 
second-m ortgages, as evidenced by 
the fact that it’s the fastest growing seg-

IBA Pres. James Fitch, pres., 
South Chicago Savings Bank, told 
bankers attending the consumer 
credit conference about the effort 
the ABA is making to make sure 
banks don’t get the short end of the 
stick as efforts are made to save the 
thrift industry from foundering on

the shoals of high interest rates. He 
said the only lifeline thrifts have is to 
be relieved of their low-yield assets 
so they can compete with banks. He 
added that there’s a general consen
sus that money-market funds will not 
be regulated. Banks will be forced to 
come up with a plan that will enable 
them to pay high rates to depositors 
and still have some funds left to pay 
dividends to shareholders. Banks 
that fail to come up with such a plan 
will be forced out, he said. Effective 
competition is the only answer to the 
problems banks are facing.

m ent of consum er lending today.
In 1976, some $2 billion in home- 

equity loans were granted, mostly by 
consumer-finance firms. By 1981 the 
figure had grown to $40 billion, with 
about 10% granted by banks. By 1986, 
the total is expected to reach $350 bil
lion.

The m ark e t is huge, he added . 
There is an estim ated $3 trillion in un 
used home equity.

There is a huge potential for banks 
dealing in second mortgages in the fol
lowing three areas: (1) the prospect of a 
continued appreciation of real estate 
(the cost of the average hom e in the 
U. S. is expected to rise to $180,000 in 
the not-too-distant future); (2) housing 
dem and will be great for the next five 
to 10 years and hom e-equity borrow 
ing will perpetuate  the dem and; (3) 
creative financing will m eet this de
mand —  seven out of every 10 new 
h o u ses  a re  sold  th ro u g h  c re a tiv e  
financing.

H o w ev er, M r. S ch u m an n  cau 
tioned, banks can expect to come up 
against tough com petitors for this m ar
ket. One of their best hedges is to lock 
up the consum er with m ultiple ser
vices —  services every hom eow ner 
needs.

A /M

The Montéleone is the newest old, full-service hotel, business meeting and 
convention facility in the French Quarter: 600 Rooms • 16 Meeting Rooms • 
Two Restaurants • Three Bars • On Premises Parking • Our Roof-top Pool, 
Putting Green and Dukes’ Place (New Orleans’ internationally famous "Dukes 
of Dixieland” perform 4 shows nightly) overlook the mighty Mississippi River 
and French Quarter. ,  /A,

For reservations call toll free 800/535-9595
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He said there  are some pitfalls to 
this type of lending. Estim ating the 
value of residential property  to secure 
the loan is a tricky area, due in part to 
the dramatic effect creative financing 
has had on real estate values.

Another dangerous area is that of 
brokered loans, he said. Third-party 
d ev e lo p ers  som etim es are not the 
most honest people to deal with. Bank
ers should always know the broker so 
they w on’t get a bad deal.

A nother area that bankers should 
check carefully involves liens. Bankers 
should know the term s of the first 
mortgage before granting a second.

Mr. Schumann said that a secondary 
m arket for hom e-equity loans will be 
developed. He sees a shift in bank con
sum er lending that will place banks in 
the position of being servicers rather 
than providers of funds. H om e-equity 
loans will provide the foundation for 
this market.

Discussing conference program were (from  
I.) James W. Civile, IBA assistant sec.; 
Robert O. Engels, conf. ch., and v.p., First 
N at I O ttaw a; and Jack Shipm an, v. ch., 
ABA's installm ent lending div. and e.v.p., 
Liberty N at'l, Louisville.

H e sees revolving open-end credit 
becoming nationwide within a year, 
with firms other than M errill Lynch 
active.

As this m arket develops, bankers 
m ust be careful to match assets and 
liabilities, due to the variable rates 
such credit will involve. H e says the 
average consum er has not yet accepted 
variable rates.

Panelists at a workshop on collec
tions and repossessions listed six basic 
steps to take before contacting delin
quent borrowers:

•  Check w hether your own bank is 
at fault.

•  Check previous collection efforts.
•  C heck the custom er’s paym ent 

record to see if it’s the first tim e the 
custom er has been delinquent.

•  Find out who the correct person is 
to talk with about the delinquency. 
Don t discuss the problem  with the 
first person to answer the phone.

•  D e te rm in e  y o u r p re lim in a ry  
proposal and let the debtor make the 
first promise as to when he will mail a 
late paym ent. D on’t begin by stating 
the debtor m ust have the paym ent in 
at such and such a time.

•  Prepare an opening statem ent.
Panelists also discussed major steps

in making a collection call:
•  Identify yourself and the bank.
•  Give the reason for the call.
•  Make a strategic pause of at least 

six seconds before p resen ting  your 
proposal.

•  Overcome objections and obtain a 
com m itm ent from the customer.

Bankers w ere urged to levy late 
charges on delinquent accounts.

The panelists also discussed how to 
go about repossessing the collateral. 
They recom m ended using the services 
of a bonded agent who has an insur
ance policy that covers the bank. Au
thorities should be notified w hen a 
vehicle is repossessed so it’s not listed 
as stolen.

An inventory report on the vehicle’s 
contents should be obtained and a re 
port of condition of the vehicle from 
th e  re p o sse sso r  also sh o u ld  be 
o b ta in e d . T he v e h ic le  sh o u ld  be 
brought to the bank or to some place 
under the bank’s control for storage.

The debtor should be notified by 
regular and reg istered  mail and he 
should be given 21 days to respond. If 
there  is no response, the bank m ust 
apply to the secretary of state for title 
to the vehicle.

If  the vehicle is sold, th ree  bids 
should be obtained so th e re ’s no dan
ger of a charge of conflict of interest. 
Collateral m ust be sold within 90 days 
of repossession.

D on M idd le ton , vice p res id en t, 
C om m u n ity  T ru st, Irv ing ton , was 
elected president of the IBA’s consum 
er credit division during the confer
ence. Robert O. Engels, vice presi
d en t, F irs t N ational, O ttaw a, was 
e le c te d  f irs t v ice p re s id e n t ,  and  
A ndrew  E. U rban, vice p residen t, 
Bank of E dw ardsville, was e lected  
second vice p residen t. Kay Cavitt, 
vice president, Bank of Illinois, N or
mal, and Richard W endt, executive 
vice president, State Bank, Cherry, 
were elected to the executive com m it
tee. —  Jim Fabian, senior editor. •  •

Designed for the busy executive — The nation’s newest and most comprehensive Financial Institu
tions Directory will be available in January 1982. McFadden’s new Savings Directory when combined with 
its American Bank Directory becomes a handy 3-volume directory of American Financial Institutions. Each 
listing contains: city, population, mailing address, memberships, phone numbers, top officers/titles, financial 
data and much more!
COMPLETE DIRECTORY — American Financial Institutions — Yes, l want all the nation's 
top financial institutions in one complete directory:

□ Send m e _________ copies of the 1982 AFI (a $130 ea.
□ Enter standing order for each Spring AFI @ $105 ea.
□ Enter standing order for each Spring AFI @ $90 ea. and standing order for Fall American

Bank Directory @ $60 ea. (plus shipping and handling)
SAVINGS DIRECTORY —  American Savings Directory — Yes, l want to add this volume to 
my library to include savings and loans, mutual savings banks, major credit unions and money market funds.

□ Send m e_________ copies of the 1982 ASD @ $40 ea.
□ Enter standing order for each Spring ASD @ $30 ea.
□ Enter standing order for each Spring ASD @ $30 ea. and standing order for Fall American

Bank Directory @ $75 ea. (plus shipping and handling)
□ SEND ME MORE INFORMATION

PLACE YOUR ORDER TODAY! Mail to: McFadden Business Publications, 6195 Crooked Creek Rd 
Norcross, GA 30092.

COMPANY

NAME

ADDRESS STATE ZIP
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Louisiana Bankers Convention 
To Have Futuristic Theme

THE FUTURE of banking is the 
th e m e  of th is  y e a r ’s an n u a l 
Louisiana Bankers Association con

vention, which will run from April 2-6 
at the New Orleans Hilton Hotel.

The convention them e takes its cue 
from a panel discussion on the program 
for the first general session entitled 
“W hat Banking Will Be Like in 1987.” 
M oderating the panel will be Mike 
Wallace of CBS News and an anchor
man for “60 M inutes.” Panel m em bers 
will in c lu d e  Jake G ain  (R .,U tah), 
chairman, Senate Banking C om m it
tee; D ee Hock, p resident, Visa In 
ternational; R obert M cCormick Jr., 
president-elect, Independen t Bankers 
Association of America; W illiam H. 
K ennedy Jr., president-elect, ABA; 
and Elvis Mason, chairm an/CEO , In- 
terfirst Corp., Dallas. Mr. McCormick 
is president, Stillwater (Okla.) N ation
al, and Mr. K ennedy is chairm an, 
N ational Bank of C om m erce, Pine 
Bluff, Ark.

The second general session will fea
ture a panel titled “The State of . . . 
that will feature Senator Russell Long 
(D.,La.); Edward Harness, chairman, 
Procter & Gamble Corp.; U. S. R epre
sentative Henson Moore (R. ,La.); and 
Louisiana G overnor David Treen.

The annual p re s id e n t’s luncheon  
will feature form er President Gerald 
Ford.

O ther program  activities will in 
clude a fellowship session featuring Pat 
Boone, film and recording star; two 
“how to cope” sessions, covering the

stress of family living and family/ex- 
ecutive security, and the usual recep
tions and dinner dance.

O pening day of the convention will 
be Friday, April 2. G rand-opening 
ceremonies will begin at 4:30 p.m . and 
the exposition/activity centers will run 
from 4:30 to 6:30 p .m ., followed by an 
opening reception and speakeasy par- 
ty.

Saturday’s events will begin with a 
co n tin en ta l b reakfast s ta rtin g  at 8 
a .m ., followed by the first general 
business session at 10:15. The exposi
tion center/activity cen ter will be open 
from 1 to 6 p.m . A spouse program 
painting party will be held from 2:30 to 
5 p.m . and a dessert party in the ex
position center will begin at 2 p.m .

Sunday’s activities will inlude a con
tinental breakfast starting at 7:30 a .m .; 
a fellowship session from 11 a.m. to 
noon; a past p residents’/first-ladies re 
ception from 12:15 to 1:15 p .m .; the 
“how to cope” sessions from 1p.m . to 3 
p .m .; and a reception starting at 6 p.m .

The final day of the convention will 
begin with a breakfast sponsored by 
the School of Banking of the South 
from 7:30 to 9 a.m .; a w om en’s bingo 
party beginning at 9 a.m .; the second 
general business session from 9 to 
11:30 a .m .; a cocktail recep tion  at 
11:30 a.m .; the presidential luncheon 
at 12:30 p .m .; a cocktail reception at 
6:30 p .m .; and the dinner dance at 7:30 
p.m .

Leading the LB A for the past year 
has been Charles W. McCoy, LBA

McCOY

MASON

GARN

LONG

DOLES

FORD

KENNEDY

jj j f  OMNISEARCH
BANKING DIVISION

James A. (Jim) Whitworth
Ex-Banker Working for You

Linda Whalen -  Andy Petriscak 
Associates 

(Dial)
817- 535-4081

2001 Beach St.. Suite 530 Fort Worth. Texas 76103
Fort Worth Bank & Trust Building

presiden t, and chairm an, Louisiana 
National, Baton Rouge. Mr. McCoy 
en tered  banking in 1944 in Ohio and 
joined Louisiana National in 1959 as 
senior vice president. He was nam ed 
chairm an/CEO  in 1961.

President-elect of the association is 
John J. Doles Jr., p resid en t, F irst 
State, Plain Dealing. He joined his 
bank as a director in 1954, becam e a 
vice president in 1966 and president/ 
CEO  in 1970.

LBA treasurer is James R. Foxall, 
president/C E O , Bank of the South, 
Gretna. No photo or biographical in
formation about Mr. Foxall were avail
able at press time. •  •
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Charles E. Foret 
Vice President 
and Manager Carro ll Griffith 

Vice President

Charley Foret and friend lending a helping 
hand at the Oyster Day Festival in Amite, 
Louisiana. AMITK

OYSTER
FESTIVAL

When it comes to opening oysters, ‘Half-shell’ 
Foret is half-fast'. Opening new business op
portunities for your bank is a different story— 
he’s fast! fast! fast! Phone Half-shell’—that’s 
Charley, at (504) 525-7761. (You can reach 
his friend at the same number.)

The Amite Oyster Day. Inc. Festival had its origin in 1976 
and is celebrated annually in Mid-March at the Tangipahoa 
Parish Fair Grounds.
Special Events: Parade: Greased Pig: Greased Pole: Sack 
Races: Egg Rolls. Dunking Machine: Oyster Eating Con
test: Street Dance: Midway Arts & Crafts: Food & Drinks.

& TRUST CO.
OF NEW ORLEANS

IMBER F.D.I.C.

A salute to Festivities in Louisiana 
(One in a series by the American Bank)
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News
About Banks and Bankers

Alabama
Nell Kilgore has been  prom oted to 
vice p resid en t at Farm ers & M er
chants, Centre. She joined the bank in 
1957 and has been secretary to the 
chairman and president since then and 
has been  assistant to the p resident 
since 1963. She also is personnel su
pervisor.

First Alabama Bancshares, M ont
gomery, has elected D udley E. Daw
son Jr., Norman Floyd McGowin Jr. 
and H. M anning McPhillips Jr. to its 
board. All are directors of M erchants 
N a tio n a l, M ob ile . M r. D aw son is 
chairm an/C EO , Southern Industries 
Corp., and senior vice president, Dra- 
vo Corp. Mr. McGowin is president, 
Rocky C re e k  L ogg ing  Co. M r. 
M cPhillips is p residen t, M cPhillips 
M anufacturing Co.

Arkansas
Commercial National, Little  Rock, 
has shifted responsibility for the cor
respondent bank departm ent from the 
co rp o ra te  to th e  len d in g  division, 
headed by Ed H enry, executive vice

HENRY MASON BARKSDALE

p re s id e n t. H u b e rt B arksdale, vice 
p residen t/departm en t m anager, and 
M artha Mason, vice president, con
tinue in the correspondent bank de
partm ent.

First State, Conway, has nam ed James
G. W illiamson Jr., chairm an/CEO  to 
succeed Thomas G. Wilson, who has

WILSON WILLIAMSON

been  nam ed chairman, executive com
m ittee. Mr. W illiamson also serves on 
th a t co m m itte e , along w ith  B. J. 
D augherty, president; Louis E. Stell, 
executive vice president; and Thomas 
E. Bentley Jr., senior vice president/ 
cashier. William M. Clark, an attor
ney, has been elected to the board.

Farm ers & M erchants, Reno, has 
b een  a c q u ire d  by F a r-M e r Bank- 
shares, following Fed approval of the 
latter as a one-bank HC.

Hoi-Ark, Inc., Blytheville, has b e 
come a bank HC through the acquisi
tion of First National, Blytheville. The 
acquisition was approved by the St. 
Louis Fed last month.

Illinois
Jack R. Joyce has been elected presi- 
dent/C EO  at City National, Rockford.
H. H urst Gibson has been  nam ed vice 
chairman. Mr. Joyce joined the bank 
in 1968 and Mr. Gibson has been  with 
the bank 35 years.

Bradley M. Stevens has been nam ed 
p residen t/C E O  at Ford  City Bank, 
Chicago. He succeeds John “Jack

Got people or job problems?
The Midwest, Southwest and Rocky Mountain areas are dynamic growth areas. The personnel 
needs for this region’s financial institutions are vast.

Financial Placements has earned the trust and confidence of hundreds of financial 
institutions and executives throughout the area. We can help you find the right person 
for that important job opening.

Put us to work for you. Call or write today for our fee schedule and guarantee.

In o u r fourteenth  year o f se rv ing  the re g io n ’s financ ia l institu tion  p e rson ne l needs.

F IN A N C IA L  
P L A C E M E N T S

A division ol Bank News
9 1 2  Baltimore Avenue, Kansas City, Missouri 64105 /  816-421-7941 Tom Chenow eth Tom  Cannon
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Salem Nat'l Opens Facility

Salem National has opened this drive-up  
fac ility  a t 205  West M ain . The 1 ,680- 
square-foot structure has decor matching 
the downtown bank and includes an ATM 
and an overhead pipe system for six re
mote units. Ralph Korte, Inc., H ighland, 
was the builder.

W heeler, who now is chairman, State 
Bank, Countryside.

Robert V. Callahan has joined Harris 
Bank, Chicago, as a vice president in 
the trust departm ent. H e previously 
was with M anufacturers National, D e
troit.

O'KEEFE GAMAGE

Springfield M arine Bank has p ro 
m oted Lee G. Carnage and Robert V. 
O ’Keefe to executive vice presidents. 
Mr. Gamage is head of trust, trust in
vestm ents and farm m anagem ent. Mr. 
O Keefe is responsible for com m unity 
and adm inistrative services, wholesale

1st of Tuscola Closed
TUSCOLA — First National here 

was declared insolvent February 6 
by the acting Com ptroller of the 
C u rren cy , and the  F D IC  was 
appointed receiver.

According to the Com ptroller’s 
office, over the last two years, First 
National experienced serious loan 
losses and other earnings problems. 
The bank was unable to rem edy 
these problems, and its condition 
became progressively weaker. Los
ses finally exhausted the bank’s 
capital funds, forcing insolvency.

At year-end 1981, First National, 
chartered in 1870, had deposits of 
approximately $16 million.

The bank has reopened under new 
ownership as First National of Doug
las County.

Rely on Marine Bank 
for overline support, one of our many correspondent services
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We’re a big bank . . . with a dif
ference. We’re not a big-city bank. 
But because we’re the largest bank 
in Illinois outside of Chicago, we 
have the leverage to offer you the 
kind of service you’d expect from a 
big-city bank.
When you come to Springfield 
Marine Bank for agricultural sup
port, you deal with people who 
know farming. We’ve been close to 
it for more than 125 years. We can 
provide overline support for any 
size agribusiness loan.
We understand the problems of 
small businesses, too, and can help 
cut through the paperwork that 
goes with packaging an SBA loan.
There are many ways we can help. 
But it’s more than size and strength 
that build a successful correspon
dent banking relationship. We know 
that time is money; so, when you 
give us the details of a proposed 
loan participation, in most cases 
we’ll respond within 48 hours.
What it comes down to is mutual 
respect, mutual support. Because 
you know you can count on Marine 
Bank, your customers know they 
can count on you.
When you need a fast, knowledge
able response on a loan participa
tion or other correspondent service, 
call Mark Janiak or Don McNeely 
at (217) 525-9714.

S P R IN G FIELD

Marine Bank
East Old State Capitol Plaza 
Springfield, Illinois 62701 
(217) 525-9600 Member FDIC
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Indianaand retail banking and m arketing and 
product developm ent.
Central National, Sterling, has pro 
moted Andrew R. Cullum to executive 
vice president/director, James E. Dil- 
lion to senior vice president/agricul- 
ture/real estate, William R. Hoefler to 
vice p re s id en t/co n tro lle r , John  R. 
Kuczynski to vice president/attorney, 
Stephen M. Bryan, W illard C. B ren
ner and Robert E. Baker to assistant 
vice presidents and Judith  A. F isher to 
personnel officer.
Robert A. LaFleur has joined N orth
ern Trust, Chicago, as a vice president 
in the trust departm ent. J. Timothy 
Ritchie was prom oted to trust counsel.

Tele-Conferencing Network
SPRINGFIELD — The Associa

tion for Modern Banking in Illinois 
(AMBI) has announced plans for a 
sta tew ide netw ork for te le-con 
ferencing programs to its members. 
The system, known as “Banknet, 
will connect 17 major cities where 
specially designed classrooms will be 
located to adm inister educational 
programs for AMBI members.

The cities to be connected are: 
Bloomington, Canton, Carbondale, 
Cham paign, Chicago, Fairfield , 
Galesburg, Geneva, Mount Vernon, 
Paris, Peoria, Pontiac, Quincy, 
Rockford, Rock Island, Springfield 
and Sterling.

The system will be operated in 
conjunction with “Lawnet, a ser
vice of the Illinois Institute of Con
tinuing Legal Education (IICLE). 
“Lawnet” will cooperate with “Bank- 
net” in presenting high-quality edu
cational programs for AMBI mem
bers th ro u g h o u t Illino is, says 
George A. M. Heroux, IICLE direc
tor.

“Our members,” says AMBI Pres
ident James B. Watt, “will be offered 
a simultaneous program with speak
ers located in one classroom, either 
in Chicago or Springfield. Partici
pants will be able to hear the same 
lecture at the same time and also to 
interact with speakers and fellow 
students in small-classroom settings, 
without disturbing classes in other 
cities.”

Indiana National, Indianapolis, has 
p ro m o ted  R obert E. S chne ider to 
sen io r vice p re s id e n t/s e n io r  legal 
counsel and W illiam  R. Palm er to 
assistant vice president/trust officer. 
New officers include Mary A. D urkott, 
card services officer, and J. M ark 
Hess, investm ent officer.

Irwin U nion, C olum bus, has p ro 
m oted Robin J. May to assistant vice 
p residen t and G arry A. Beasley to 
commercial services officer.

St. Joseph Valley Bank, Elkhart, has 
prom oted Karen S. Thomson to senior 
vice president and J. Michael G aunder 
and Theodore M. Myers to vice presi
dents. G. Richard N isbeth has been 
elected adm inistrative vice president 
of SJV Corp., the bank’s HC.

J. Thomas Servies has been elected 
vice president at Lafayette National. 
He joined the bank in 1972.

Kansas
Fourth Financial Corp., W ichita, has 
elected Gary L. Gamin, Donald S. Pe
ters and Robert M. Smith Jr. vice pres
idents. Ronald L. Baldwin was nam ed 
controller. All are officers of Fourth 
National, Wichita.

Planters Bank, Salina, has prom oted 
Jack W edge, Mark Miller, Terry Odle, 
Ed Pogue and Don Hamilton to senior 
vice presidents. Donald G. Lamb was 
nam ed vice president and Joy Lamb 
was prom oted to custom er-services 
officer. Mr. W edge also is cashier.

First C ontinental Bank, O verland  
Park, opened its new 15,000-square- 
foot facility at College and Antioch re 
cently. A grand opening is planned for 
late spring.

First Bank, Salina, has elected Dan L. 
W est, president of a m en’s-wear firm, 
to its board.

Southgate Bank, Prairie Village, has 
elected Leon Kimbrough assistant vice 
president and H. Stanley M eyer and 
Robert E. Adams to its board.

Bowman Rejoins Bond Firm
Carl A. Bowman, who retired as 

executive vice president of the Kan
sas Bankers Association last year, has 
re jo in ed  C olum bian  S ecu rities  
Corp., Topeka. Mr. Bowman was 
associated with the firm prior to join
ing the KB A staff in 1941.

Mr. Bowman, who is a vice presi
dent at the bond firm, is a registered 
representative (NASD and state) and 
represents the firm and its various 
subsidiaries as an investment adviser 
in municipal bonds, stocks, limited 
partnerships in oil and gas, real 
estate and mutual funds.

First National, D erby, has prom oted 
Daniel H. Corman to seniqr vice presi- 
dent/cashier, J. Bryant G reen to vice 
president and Robert C. W ard to con
sum er loan officer. The bank s first de
tached facility is expected to open this 
month. The 1,100-square-foot unit fea
tures four drive-through lanes, two 
walk-in windows and an ATM.

Wichita, Newton Bank HCs 
Make Investment Deal

Fourth Financial Corp., a W ichita 
bank HC, andM . L. Bancshares, Inc., 
Newton, have en tered  into an arrange
m ent w hereby the latter HC is buying 
Kansas S tate, N ew ton, and F ourth  
Financial is purchasing a 24.99% in
terest in M. L. Bancshares. In addi
tion, Fourth Financial has contracted 
to buy  th e  o th e r  H C ’s rem ain in g  
shares if and when such a purchase is 
perm itted  in Kansas.

The presen t law there  allows one-

BflNKMflTIC*
24-Hour Automated 

Teller Machine Network! 
Kansas’ Fastest Growing!

CNB COMMERCIAL 
NATIONAL 
BANK

6TH & MINNESOTA AVENUE 
KANSAS CITY, KANSAS 66101 
Member F.D.I.C. 913 371-0035

Max
Dickerson

Burton
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bank HCs, bu t an investm en t in a 
second bank cannot exceed a 25% in
terest. To stay within the le tte r of the 
existing Kansas law, a Fourth  F inan
cial director, in effect, is acting as an 
agent for the company.

As a result of these actions, Fourth  
Financial is placing itself in a position 
to convert easily to m ulti-bank-HC sta
tus if and when the law is changed.

Kentucky

Commissioner Named
Morris R. Smith, former presi- 

dent/CEO, Citizens State, Owens
boro, has assumed duties as commis
sioner of banking and securities for 
the state of Kentucky.

Mr. Smith’s career began in the 
early 1950s with Associate Loan Co., 
Evansville, Ind. He subsequently 
served with Ohio Valley Bank, H en
derson, Ky., Kendallville (Ind.) 
Bank and Edinburg (Ind.) State. He 
joined Citizens State in 1965 and had 
been president/CEO since 1970.

First Security National, Lexington, 
has prom oted J. D. Reeves to senior 
vice president/m arketing and business 
developm ent, F rank  E. W ilford to 
senior vice president/trust officer and 
D onna S. W ooten to senior vice presi- 
dent/special projects. John V. Board- 
man Jr. has been prom oted to vice 
president/correspondent banking.

U nited  K entucky, L ouisv ille , has 
p ro m o ted  A nthony  R. B ellucci to 
senior vice president, corporate bank
ing division. New assistant vice presi
dents include Jane L. Bateman, Albert 
L. Bizzell Jr., John E. Garrison, Janice 
C. Markham and Louise B. Stewart. 
W alter I. Beale, senior vice president, 
has been nam ed head of the newly cre
ated internal control division.

American National, Bowling G reen, 
has prom oted Terry M. Hale and H en
ry H. P epper to senior vice presidents, 
Jan Augusty to vice president/control- 
le r and Randell Dossey, W anda J.

Scott and Fran Sowell to vice presi
dents.

P eop les Bank, M a d iso n v ille , has 
elected William C. Ayer chairman to 
succeed Charles L. Price, who retired  
after 20 years’ service. John B. Phillips 
has been nam ed president to succeed 
Mr. Ayer. Mr. Price will serve the 
bank as a financial consultant/director.

Louisiana
Bank of New Orléans has appointed 
V. Joseph Perez III senior executive 
vice president, Michael D. Charbon- 
net senior vice president/controller,

Frank J. Potetz senior vice president/ 
trust departm ent manager and Robert 
C. Anthony, Gary G. Cam pbell and 
Victor J. M iller vice presidents.

Baton Rouge Bank has broken ground 
for its new Shenandoah Branch. The 
full-service branch  is schedu led  to 
open late in June.

Mississippi

Banker Receives Award

Donald Sutter (r .), cha irm an, Hancock 
Bank, Gulfport, recently received laurel 
wreath aw ard  as an individual who has 
made significant contributions to the Mis
sissippi coast community. The aw ard was 
presented for the Gulfport Area Cham ber 
of Commerce by Rob Barber (I.), chairman, 
Coast Federal Savings, Gulfport.

Deposit Guaranty National, Jackson, 
has announced plans to m erge with 
Attala Bank, Kosciusko. Stockholders 
of Attala Bank would receive about 
$3.8 million in exchange for the 15,000 
outstanding shares of the bank’s stock.

H. P. Heidelberg III has been ele
vated to executive vice president at 
P ascagou la-M oss P o in t Bank. H e 
joined the bank in 1972. E lected  direc
tors were James Estabrook J r . , John F. 
Grafe and William A. McLarty. Mr. 
M cLarty is an assistant vice president 
at F irst National, Jackson, and is chair
man, system -operations com m ittee, 
Louisiana-Alabama-M ississippi ACH 
Association.

Missouri
M ercantile  T rust, St. L ouis, has 
elected three new senior vice presi
dents — Robert J. Carroll, Lansden 
M cCandless and G regory E. Poth. 
M r. C arro ll, a d iv ision  m an ag er, 
na tional g ro u p /co rp o ra te  banking,

CARROLL POTH McCANDLESS

since 1980, now becomes head of the 
national group. Mr. M cCandless, who 
had been national group head since 
1980, now becomes senior marketing 
executive/corporate banking depart
ment. Mr. Poth has managed the cred
it review  d ep artm en t the past two 
years and now is head of regional bank- 
ing/corporate banking departm ent.

John M. Brennan, William H. T. Bush 
and  C. T ed  M cC arte r  have b een  
elected directors of Boatm en’s Banc- 
shares, St. Louis. M r. B rennan is 
chairman/executive com m ittee, Boat
m en’s National, St. Louis, the H C ’s 
lead bank, and senior vice president of 
the HC. Mr. Bush is president, Boat
m en’s National, St. Louis, w here he 
also serves on the board. Mr. M cCar
te r is president, Boatm en’s Bank, Kan
sas City.

BUSH BRENNAN McCARTER
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Centerre Bank (formerly F irst Nation
al), St. Louis, has appointed four new 
executive vice presidents —  David M. 
Culver, multinational group; T. Bar
ton French, special industries group; 
William S. Salter, regional group, and
E. Randolph W hitelaw, central group. 
Each is officer in charge of bank ser
vices to specifically identified com 
mercial m arkets, and each formerly 
was a senior vice president. Mr. C ul
ver is a former head of the regional 
banking division. At one tim e, Mr. 
French had responsibilities for corre
spondent banking, real estate, m ort
gage lending and special industries. 
Mr. W hitelaw was nam ed head of the 
newly formed central group last year. 
Mr. Salter becam e head of the regional 
group in 1981.

GRAVEMANN POHLMAN WHITELAW

First National, St. Charles, has nam ed 
Richard Gravemann vice president in 
charge of consum er loans and Alan D. 
Pohlman vice president in charge of 
commercial loans. The bank also has 
two new directors —  Raymond Botz, a 
CPA and president, Botz, Goerss & 
Co., and L. M. Dyer, president, L. M. 
Dyer Realty Co., both in St. Charles. 
Mr. Gravem ann joined the bank in 
1959 and Mr. Pohlman in 1978.

MANRING HULETT

William R. Manring has been pro
m oted to vice president, First N ation
al, St. Joseph, w here his responsibili
ties are in agricultural lending, corre
spondent banking and farm m anage
ment. He also is assistant vice presi
dent, F irst A gCorp., Inc., an agri
cultural lending subsidiary of F irst 
M idw est Bancorp., F irst N ational’s

MBA Treasurer Nominee
William W. Quigg, pres., Central 

Trust Bank, and its parent HC, Cen
tral Bancompany, both in Jefferson 
City, is a nominee for treas., Mis
souri Bankers Association, for 1982- 
83.

Mr. Quigg joined his bank in 1969 
after having been in private law prac-

tice and serving as MBA general 
counsel. He was with the committee 
on legislative research, Missouri 
G eneral Assembly, 1959-63. He 
holds a law degree from the Uni
versity of Missouri/Columbia.

Mr. Quigg has been on the MBA’s 
government relations and taxation 
committees, on the ABA’s taxation 
com mittee and governing council 
and was ABA v.p. for Missouri in 
1980.

parent HC. Mr. M anring joined the 
bank in 1976. In o ther action, Stanley 
H ulett, agricultural representative at 
F irst National since 1980, has been 
advanced to assistant vice president, as 
have Paul Ronald W orley, Irene H il
ton and Jeanette Venable. Mr. W orley 
is program  m anager/data processing 
dep artm en t. Mrs. H ilton  has been  
accoun t serv ice o fficer/E D P  since 
1979, and Miss Venable formerly was 
assistant cashier.

M anufacturers B ancorp., Inc. St.
Louis, and First Missouri Banks, Inc., 
Creve Coeur, have executed a plan 
and m erger agreem ent providing for 
M anufacturers to acquire all of First 
M issouri’s outstanding shares. M anu
facturers owns M anufacturers Bank, 
St. Louis, and First National of Frank
lin County, Union. F irst Missouri con
trols 21 banks and facilities in St. Louis 
County, as well as in Franklin, Jeffer
son, St. Charles, Gasconade, M ont
gom ery, St. F rancois and W arren  
counties.

Brian D. Bailey has been elected vice 
president, First National, Kansas City, 
which he joined recently as bond man- 
ager/funds-m anagem ent division. For 
the past 11 years, he was in the invest

m ent division, Indiana National, Ind i
anapolis. For his last th ree years there, 
Mr. Bailey was manager/taxable secu
rities trading and sales division. In 
o th e r action , F irs t of Kansas City 
p ro m o te d  D ean  A. G raves and 
Michael A. W ard to assistant vice pres
idents. Mr. Graves manages invest
m e n t p o rtfo lio s  in th e  funds- 
m anagem ent division. In his post of 
bond departm ent sales representative, 
Mr. W ard provides short-term  invest
m ent alternatives to corporate and cor
respondent customers.

Country Club Bank, Kansas City, has 
prom oted Nina Strathm ann from assis
tant cashier to assistant vice president 
and Judy Sum m erskill to m anager/ 
Trafficway Facility.

Clifford J. Sansoucie has moved up 
from executive vice president to presi
dent, CharterBank DeSoto. He suc
ceeds George D. Turner, who retired. 
Mr. Sansoucie joined the bank in 1955, 
becam e executive vice president last 
year and has been  a d irector since 
1979. He is a form er chairman, Mis
souri B ankers A ssociation’s young 
bankers committee.

Farmers Bank, Stover, has elected 
th ese  new  officers: Peggy Penrod, 
assistant cashier; John Holem , loan 
officer; Mark Tucker, operations offi
cer, and Mary Cox, custom er service 
officer.

South Side Bank, Kansas City, has 
new ownership and a new name, Re
public Bank. Officers are: chairman, J. 
Nelson Happy, an attorney; president, 
William G. G reen, a form er vice presi
dent, M ercantile Bank, Kansas City; 
se n io r  vice p re s id e n t , D ale  F. 
Schram m , form erly vice p residen t, 
M ortgage M ercan tile  C o., Kansas 
City; executive vice president, H art
ley J. Einerson, who also held that post 
at the form er South Side Bank; vice 
president, Charles A. Hazley, Third 
D istrict city councilman since 1971, 
and vice president/cashier, D onna R. 
W uerdem an, who has been with South 
Side Bank 10 years. Ray Adams, a local 
real estate developer, is president, Re
public Bancshares of Missouri, Inc., 
the bank’s HC.

Timothy L. Drone has been nam ed 
assistant vice p resident/com m ercial 
b an k in g , B o a tm en ’s N ational, St. 
Louis. Before joining the bank, he was 
with a Clayton oil firm. Boatm en’s has 
elected two new directors —  George 
E. Kassabaum, president, Hellm uth, 
O bata&  Kassabaum, Inc., and F red  S. 
K um m er, p re s id e n t, H B E C o rp ., 
both in St. Louis.
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New Mexico
First National, Santa Fe, has elected 
these directors: C lem ens E. Gunn, 
president, SunW est Properties, Inc., 
and H enry  Pick, p resid en t, W hite 
Swan Laundry, Inc ., Vista G rande 
Corp. and Elisia Corp., the latter two 
being land-holding firms.

First N ational, A lb u q u e rq u e , has 
prom oted Linda LeBlanc from assis
tant vice president to vice president/ 
personnel manager, Dennis Garcia to 
assistan t vice p resid en t/in v estm en t 
departm ent and Carl H alberg to assis
tant vice president/dealer division.

James J. Wilson, who formerly was a 
consultant to two major A lbuquerque 
banks, has joined F irst City Financial 
Corp. as senior vice president. F irst 
City Financial was formed last June by 
a group of New Mexico bankers and is 
headquartered  in Hobbs. Mr. Wilson 
will maintain offices in A lbuquerque, 
along with Kent C arruthers, the firm ’s 
vice president. They have been given 
charge of organization and expansion 
activities. Mr. Carruthers, also a for
m er A lbuquerque banker, joined F irst 
City Financial last D ecem ber. P end
ing regulatory approval, the HC plans 
to expand into Roswell and Ruidoso 
and already has F irst City National, 
Carlsbad, as one of its initial m em ber 
banks.

Banker's Donation Supports 
University Theater Play

Frank O. Papen, state senator and 
chairman, F irst National of Dona Ana 
County, Las Cruces, N. M., was one of 
two local businessm en who initiated a 
program to help underw rite the costs 
of theater productions at New Mexico 
State University, Las Cruces.

The two businessm en each contrib
uted  one-eighth of the estim ated costs 
of one season of drama at the universi
ty. They were the first of what is hoped 
will be a series of contributors to the 
th ea te r’s production expenses.

Mr. Papen’s contribution supported 
expenses for a production of “A M id
sum m er N ight’s D ream .” U nderw rit
ers receive credit on advertising and 
prom otion m aterials including plac
ards in the lobby throughout the run of 
the play they support, in addition to 
o ther benefits.

Oklahoma
Fourth National, Tulsa, has nam ed 
W ayne J. K indrick vice p resid en t/ 
com m ercial lend ing  and D avid K. 
Johnson assistant cashier/lobby opera

tions. Mr. Kindrick formerly was with 
Telex Corp., Tulsa. Mr. Johnson w ent 
to Fourth National from a bank in Still
water.

First National, Clinton, has prom oted 
David Moore from assistant vice presi
dent to vice president. Two new staff 
m em bers are Rod Bradt and Ronald D. 
M cCathern, both assistant vice presi
dents. Mr. B radt is in com m ercial 
lending and Mr. M cCathern in install
m ent lending.

Central National, Enid, has prom oted
F. Gordon H ubbell to senior vice p res
ident and Kayle J. Costello to m arket
ing officer. In his new  post, Mr. Hub- 
bell assum es responsib ility  for the 
mortgage loan division. H e formerly 
was marketing officer. Miss Costello, 
as head of the m arketing departm ent, 
coordinates all bank advertising, p u b 
lic re la tions, m ark e t re sea rch  and 
activity. She has been in the m arketing 
departm ent th ree years.

Gerald Sober has been elected chair
man, Pioneer Bank, Ponca City, suc
ceeding Charles Cannon. Mr. Sober is 
with Sober Brothers Co. The bank has 
two new directors, Charles Casey, an 
attorney, and Frank E nzbrenner, who 
also was prom oted from senior vice 
president to executive vice president 
of the bank. O thers prom oted were: to 
senior vice president from vice presi- 
dent/cashier, Phil Rice, and to vice 
president/cashier from vice president, 
Larry Adams.

Tennessee
William R. Dickerson, head of the em 
ployee-benefit departm ent/trust divi
sion, Third National, Nashville, has 
been prom oted to senior vice presi- 
den t/trust officer. Lawrence G. Brown

and Jack C. H erndon w ere advanced 
to vice presidents, Jarrell E. G uthrie 
to vice p re s id e n t/tru s t  officer and 
James H. Smith and Tony Ateca to 
assistant vice presidents.

American National, Chattanooga, has 
prom oted W. Tris Stevens from vice 
president/trust officer to senior vice 
president/senior trust officer, W. Fred

Speakm an Jr. from vice p res id en t/ 
senior trust officer to senior vice presi
dent/senior trust officer and Andrew
G. Cope from vice president/senior 
trust investm ent officer to senior vice 
p re s id e n t/s e n io r  tru s t  in v e s tm e n t 
officer.

Texas
National Bank, Odessa, has prom oted 
James W. W illiamson to assistant vice 
president and nam ed Virginia A nder
son, D avid  A lvarado  and  S andy 
M cD ow ell a ss is tan t cash iers. Ted 
Stewart has been elected to the board.

C itizens N ation a l, D e n iso n , has 
elected  Charles (Buck) Buchanan a 
loan officer and William L. Dorcy a 
director.

Granville M. “Bill” Green, senior vice 
p re s id en t, F irs t C ity  N ational, El 
Paso, has retired. H e was associated 
w ith the bank and its predecessor, 
Southwest National, for 21 years and 
remains active with the bank as a con
sultant and board secretary.

Charles V. Rainwater has been nam ed 
senior vice president at Bank of the 
S ou thw est, H o u sto n . N am ed vice 
presidents w ere John R. Booth Jr., 
W alter E. Babcock Jr., Stephen M. 
Samford and Richard G. Sylvan. Paul 
E. Born, Jennifer L. DiBona, Janis S. 
Schumann and Charles V. Smith were 
nam ed assistant vice presidents. John 
R. Vaughn and Sam B. Pyland were 
nam ed auditor and cashier, respec
tively. Both also are vice presidents — 
Mr. Vaughn of Southwest Bancshares, 
Mr. Pyland of Bank of the Southwest.

First City N ational, H ouston , has 
elected  the following as vice presi
dents: Michael T. D oherty, John M. 
James, M. Kay Howard, Jonathon D. 
Levy, William R. McKown III, Janet 
B. Myers and GailC . Rasmussen. New 
a ss is ta n t v ice p re s id e n ts  in c lu d e  
Charles R. Butler Jr., Yvonne A. C ar
ter, Mary E. Ducy, Edw ard J. F itz
gerald, M adeleine Gallimore, Donald 
W. Guice, Gail A. Gordon, Keith J. 
Knapp, Steven C. Palmer, RebeccaS. 
Pulliam, Ronald M. Sauter, Ann K. 
Somers, Jan Valfre and W. John W eb
ster.
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Quality Control Circles, Inc.................................... 20
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You'll Get 
EXTRA 
Profits

From  T h e  4  M a n a g e m e n t C y c le s .

Compl et i on— Where 
Evaluation m ^  Are We?

How Do V  M  Where Are
We Get There? We Going?

WITH OUR HELP AND PROVEN SYSTEMS 

« B A N K jA lD E  inc
734 West Port Plaza 
Suite 255
St. Louis, Missouri 63141

Professional Bank Consultants 314-434-8899 _______

InterFirst and Texas
A Winning Combination

With 50+ banks located throughout Texas and total assets exceeding 
$17 billion, InterFirst Corporation is the largest bank holding company in 
the South/Southwest and ranks among the fastest growing and most 
profitable banking organizations in the United States.
Our current and future expansion offers challenging and rewarding 
opportunities for ambitious banking professionals experienced in one of 
the following:

COMMERCIAL LENDING — Outstanding opportunities for those pos
sessing 2-8 years of progressive lending experience with excellent 
credit, interpersonal, and new business development skills. A degree 
in Finance or Accounting and formal credit training is preferred.
EXECUTIVE, PROFESSIONAL, CONSUMER LENDING — Attrac
tive opportunities for those with 2-5 years of experience serving the 
special banking needs of executive, professional, and individual cus
tomers. A college degree and effective interpersonal and new busi
ness development skills are required.
OPERATIONS — Challenging opportunities for those possessing 2-8 
years of operations management and supervisory experience. Knowl
edge of proof, bookkeeping, cash management, tellers, data process
ing, and/or personnel services is required.
TRUST — Exciting opportunities for those possessing 2-5 years of 
Personal Trust and Estate and/or Trust Employee Benefits experi
ence. A college degree and effective interpersonal and new business 
development skills is required. A law degree would be a plus.

If you aspire to greater personal responsibility and can turn opportunities 
into results, I would like to hear from you. All inquiries will be held in 
complete confidence.

Scott M. Campbell 
Manager, Staffing Services

fjP InterFirst
P. O. Box 83238; Dallas, Texas 75283 

(214) 744-7744
An Equal Opportunity Employer — M/F

BANKERS WANTED
EXEC. V.P. — Comm’l loans ...................  $40K
PRESIDENT — Ag Bank .........................  $35K
OPERATIONS — large suburban bank .. $30K
CASHIER — small metro-bank ...............  $25K
TRUST — employee benefits .................  $28K
AUDITOR — some travel .........................  $25K
SR. COMM’L LOAN — suburban ............ $35K

All Inquiries confidential. Please forward resume 
and salary requirements.

TOM HAGAN & ASSOCIATES 
of KANSAS CITY

P.O. Box 12346/2024 Swift 
North Kansas City, MO 64116

816/474-6874
SERVING THE BANKING INDUSTRY 

SINCE 1970

84 MID-CONTINENT BANKER for March, 1982Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



B oatm en ’s  C harlie  
O verline A ss is ta n ce . 
Loan P artic ipa tion s. 
Investm en ts. 
O pera tion s A ssistan ce .

Boatmen’s Vice President Charlie Eatherton working with 
Andre Gitcho, President o f The First National Bank in 
Madison. Whatever your correspondent needs, Boatmen’s 
has know ledgeab le  peop le  to assis t you. Call C harlie  
Eatherton. He can help.

Correspondent Banking Division

THE BOATMEN'S 
NATIONAL BANK
OF ST. LOUIS
314- 425-3600 Member FDICDigitized for FRASER 
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America s newest name 
in banking is right 
in the center of things.

First National Bank in 
St. Louis is now called 
Center re Bank.

So is Columbia Union 
National Bank in 
Kansas City.

Don’t worry. It’s only a 
change of name. Not a 
change of service.

All the correspondent 
banking services you’ve 
come to count on from 
these banks are still 
available.

And the same experienced 
people are still on hand to 
provide them to you.

Centerre Bank. It’s a new 
name. But we’re not 
changing a thing about the 
way we handle your 
correspondent banking needs.

CENTERRE RANK
MidAmericas 
Bankers.
Formerly First National Bank 
in St. Louis
Formerly Columbia Union National 
Bank and Trust Company

Member FDIC
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