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Now, its ChecOKard Plus... and 
it’s bigger than Oklahoma.

Liberty, as the exclusive Oklahoma sponsor, has 
joined 25 of the country’s largest banks to form Plus 
System Inc., a corporation making nationwide 
electronic banking a reality. Within two years, over 
3,000 automated teller machines will be operational 
in the Plus System.

Your bank can be a part of the new Plus System 
simply by being a member of the ChecOKard EFT 
network. Even if you do your own in-house processing, 
with Liberty’s strip file system you can still participate 
in ChecOKard Plus. Either way, you can provide your 
customers with the convenience of nationwide 
Automatic Teller Machines.

Link up with Liberty and Plus, leading the way into 
tomorrow’s banking, today. For more information, 
contact Harvey Dowdy at (405) 231-6704.

We Care About You.

LIBERTY
T H E  B A N K  O F M ID -A M E R IC A
Liberty National Bank and Trust Company • P.O. Box 25848 
Oklahoma City, Oklahoma 73125 • 405/231-6704 
• Member FDIC
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Make this year’s Christmas Club program your all- 
time favorite. Filled with nostalgia. Colorful and 
warm-hearted. Appealing to absolutely everyone. 
And with our fabulous “Christmas Cub” to speak 
for you.. .a lovable plush animal as the star of the 
show. Feature him as a premium.. .  put him on 
display.. .he’ll pull at the heart strings on every 
printed piece: Coupon Books, Checks, Posters, 
Application Folders, Envelope Enclosures... 
you name it. We’ve got it all ready for you.

For complete information, see your Christmas 
Club representative, or call Renée Brett at 
(800) 5 2 3 -9 3 3 4  New York, New Jersey, Maryland, 
Delaware; (800) 5 2 3 -9 4 4 0  all other states 
except Pennsylvania; (215) 258-6101 Pennsyl
vania residents. P.O. Box 20 , Easton, PA 18042

c b r a s c r a a s  d a b
a corporation The Original

© 1982  Christmas Club a Corporation, Easton, PA ™A service mark and trademark of Christmas Club a Corporation, Easton, PA
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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

I I 30 Hampton Avenue 
St Louis, Missouri 63139

Performance According to Plan

r 
fi
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Rally round the groupFROM COMMERCE BANK.

Visit the midwest’s 
most experienced corre
spondents at your state 
convention.
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Rick Patton,
Investment 

Representative 
Ernie Yake,
Senior Vice President
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DALLAS

David L. Scott,
Vice President
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OMAHA

William J. Sprenger,
Vice President
David L. Scott,
Vice President
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Correspondent 

Banking Officer

MISSOURI
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ST. LOUIS

James M. Kemper, Jr.,
Chairman
David A. Rismiller,
President
David Kemper,
Senior Executive 

Vice President
Warren Weaver,
Executive Vice President,
John Owen,
Executive Vice President
John Messina,
Vice President
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Correspondent 

Banking Officer
John Williams,
Senior Vice President
Ernie Yake,
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John Henderson,
Vice President
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Assistant Vice President
Jim McLaughlin,
Assistant Vice President
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Bond Officer
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Assistant Vice President
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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.

May 23-28: Bank Marketing Association School of Trust 
Sales/Marketing, Boulder, Colo., University of Col
orado.

May 23-June 4: Bank Marketing Association School of 
Bank Marketing, Boulder, Colo., University of Col
orado.

May 29-June 3: AIB Leaders Conference, Dallas, 
Hyatt Regency Dallas.

May 30-June 4: Independent Bankers Association of 
America Bank Executive Development Seminar, 
Little Rock, University of Arkansas.

June 2-4: Association for Modern Banking in Illinois 
Annual Convention, Bloomingdale, Indian Lakes 
Resort.

June 6-8: Illinois Bankers Association Annual Conven
tion, Stouffer’s Riverfront Towers, St. Louis.

June 6-9: Bank Administration Institute Strategic Plan
ning Conference, Chicago, Chicago Hyatt.

June 6-11: Louisiana Banking School for Supervisory 
Training, Baton Rouge, Louisiana State University.

June 6-18: Stonier Graduate School of Banking, New 
Brunswick, N. J ., Rutgers University.

Juné 7-10: ABA Risk and Insurance Management in 
Banking Seminar, Philadelphia, Bellevue Stratford.

June 8-18: Dealer Bank Association 1982 Public F i
nance Institute, Ann Arbor, Mich., University of 
Michigan.

June 10-11: Dealer Bank Association Municipal Trad
ers Seminar, Williamsburg, Va., Colonial Williams
burg.

June 10-12: New Mexico Bankers Association Annual 
Convention, Albuquerque, Four Seasons Motor Inn.

June 13-16: ABA National Operations and Automation 
Conference, Los Angeles, Los Angeles Convention 
Center.

June 15-18: Indiana Bankers Association Annual Con
vention, French Lick, French Lick Golf and Tennis 
Resort.

July 1-2 : Dealer Bank Association Financial Futures 
Seminar, San Francisco, Hotel St. Francis.

July 11-16: ABA National Advanced Agricultural Bank
ing School, Ames, la., Iowa State University.

July 18-24: ABA National School of Bank-Card Manage
ment, Evanston, 111., Northwestern University.

July 25-29: Consumer Bankers Association Graduate 
School of Retail Bank Management Alumni School, 
Charlottesville, Va., University of Virginia.

July 25-Aug. 6: Bank Administration Institute School 
for Bank Administration, Madison, Wis., University 
of Wisconsin.

July 25-Aug. 6: Consumer Bankers Association Gradu
ate School of Retail Bank Management, Charlottes
ville, Va., University of Virginia.

Aug. 1-6: ABA National School of Real Estate Finance, 
Columbus, O., Ohio State University.

Aug. 1-13: Consumer Bankers Association Graduate 
School of Retail Bank Management, Charlottesville, 
Va., University of Virginia.

Aug. 10-13: Central States Conference Prochnow  
Graduate School of Banking Seminar for College 
Faculty, Madison, W is., University of Wisconsin.

Aug. 16-21: Bank Marketing Association Essentials of 
Bank Marketing School/Midwest Extension, Lake 
Forest, 111., Lake Forest College.

Aug. 16-27: ABA National Graduate Trust School, 
Evanston, 111., Northwestern University.

Aug. 18-27: Conference of State Bank Supervisors 
School for Senior Personnel, Norman, Okla., Uni
versity of Oklahoma.
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Does your correspondent bank 
make investments that bring 

the desired return?

We do—
overnight or over a decade.

It’s a big job, staying attuned to all 
domestic and international money 
markets.
It’s a job for experts who devote all 
their time to the task. Experts who 
have access to the latest com
munications and computer equip
ment. The experts in Mercantile’s 
Bond/lnvestment Department.
No matter how long you want your in
vestment capital tied up, we can pro
vide a plan that suits your needs.
Overnight Investments. Federal 
funds. Repurchase agreements. 
Reverse-repurchase agreements.
Short-term Investments. US.
Treasury bills. Agency obligations.

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

MID-CONTINENT BANKER for May, 19 8 2

Tax-free municipal notes. Commercial 
paper. Large certificates of deposit. 
Banker’s acceptances. And almost 
any other type of money market 
instrument.
Longer-term Investments. U S.
Treasury Bonds. Agency obligations. 
Tax-free municipals and other long
term debt instruments.
Safekeeping Services. The last thing 
you probably need is the inconven
ience and risk of shipping certificates 
back and forth. Save that hassle by 
keeping your certificates in our vault: 
we’ll provide computer reports for 
your records.
Just Plain Good Advice. No, we
can’t make any final decisions for 
you. But we can help you make deci

sions wisely. By keeping you up-to-the 
minute on constantly-changing 
money and securities markets.
That’s why we keep a service office 
on Wall Street. And why we’ve 
invested in computers. And keep 
access to the Federal Reserve Book 
Entry System.
All these keep you informed and let us 
execute your buy/sell orders im
mediately. They’re your best guaran
tee of desired return.
What’s more, Investment is just one 
of our correspondent services. So call 
a Mercantile Banker today.

W e’re with you.

MERCRIITILE
B R T K
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The Banking Scene

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

Theories Relating to Yield Curves

THE ECONOM Y has been ex
periencing a negative-sloping 

yield curve for several years. That is, 
rates of interest charged for short-term 
funds have been higher than rates 
charged for commensurate risks for the 
longer term.

There are a number of theories on 
why an interest-rate structure may be 
positive or negative. One thing these 
theories have in common —  they re
volve around the idea of risk due to 
uncertainty and expectations people 
hold regarding return on investment.

In the typical elementary textbook, 
the subject is illustrated by an almost 
straight line at a 45-degree angle ex
tending from the lower interest rate for 
the short term to the higher interest 
rate for the long term. In the real 
world, there are imperfections in the 
market and some of the real rates of

One thing theories about in
terest-rate structure have in 
common —  they revolve  
around the idea of risk due to 
uncertainty and expectations 
people hold regarding return 
on investment.

return are “kinked” for a number of 
reasons, such as different eligibility of 
instruments for various sectors, in
cluding financial institutions and indi
viduals.

One theory of the interest-rate 
structure is the segmented-market 
theory. It applies to certain investors 
who are interested in specific matur
ities and instruments and therefore are 
relatively insensitive to yields from 
other types of investments.

In theory, for example, a life insur
ance company shouldn t be interested 
in very short-term rates because the 
policies it sells are long-term liabili-

8

ties. In matching these assets to liabili
ties, the firm is developing building 
blocks of investments to mature at the 
time the policies normally will mature. 
Any money-market desk manager in a 
major bank knows that this may be a 
good theory, but one that isn’t fol
lowed by many insurance firms.

A second theory may be described 
as the pure-expectations theory. It was 
proposed first by Irving Fisher in 
1930. It assumes that investors are 
indifferent in risk assumption and that 
they buy and sell assets of varying 
maturities until the expected yield of 
all their investments is equal over the 
planning period. Thus, under the 
pure-expectations theory, investors 
are likely to prefer debt of whatever 
maturity that will maximize the ex
pected rate of return over the invest
ment horizon.

Still another theory is described as 
liquidity preference. This, too, goes 
back to the 1930s, and has been identi
fied with John Maynard K eynes’ 
“general theory. Under the liquidity- 
preference concept, investors tend to 
ignore the risk-aversion and risk- 
premium concepts. The theory 
assumes that investors will undertake 
differing investment techniques until 
the expected yields for holding the in
vestment are equal across the various 
alternative possibilities for the time 
period in mind.

The concept of liquidity preference 
relates to bankers’ experience with 
primary and secondary reserves. In 
the preceding theories, two schools 
emerge. One deals with current-dollar 
data or rates as published, and the 
other deflates data for anticipation of 
implications of taxes, capital gains and 
inflation; that is, constant dollars or 
pure rates. This is the purist school.

Then there is the preferred-habitat 
theory. In some ways it parallels the 
liquidity-preference theory and holds 
that risk-adverse investors will restrain

maturities of their investments to a 
point no further than their own invest
ment horizon, with the possibility of 
some, however, anticipating the sale of 
a discount security at a premium. The 
preferred-habitat theory is identified 
with Modigliani, who advanced the 
theory in 1966.

The underlying assumption of the 
preferred-habitat theory is that risk 
premiums are required to motivate in
vestors to contract the maturity of their 
debt portfolios to a period less or short
er than the investment horizon. Thus, 
a reinvestment risk exists when one 
has short-term investment that is not 
matched with the longer-term invest
ment horizon. This was evident during 
the last several years when bankers 
were concerned about mismatches of 
their assets and liabilities maturities.

Some sub-theories tend to deal with

If the yield curve stays posi
tive, bankers will be grateful, 
since they borrow "short" and 
lend "long." If the curve slopes 
negatively, banks again will be 
faced with substantial real dis
counts in their long-term in- 
vestments.___________________
more sophisticated investments. One 
is called the coupon-issues-and-term- 
structure theory. It applies to invest
ments that are receiving multiple pay
ments prior to maturity in the form of 
quarterly or semiannual coupons or 
monthly payments on mortgages. In 
this context, some features, such as call 
provisions or prepayment penalties on 
payments, affect the question of what 
the maturity is when it is subject to be 
called. It will be called when the cur
rent yield of similar types of securities 
is considerably lower than the face in
terest rate on the original instrument.

(Continued on page 81)
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When 
fixed rate 
investments 
are all too 
ledictable. 
e have a 

variable 
solution.
If you’re looking for help with 
asset/liability management. If 
you’re looking for help in offset
ting the volatility of interest rates. 
Then look to First National Bank 
of Kansas City.
We’re considered a pioneer in the 
Kansas City market in variable 
CDs, so we know what we’re 
doing. More important, we know 
how to do it for you.
If your problem with fixed rate in
vestments is the fact that they’re 
fixed, we suggest you try our 
variable solution.
Call and ask for any of our 
correspondent officers.

FIRST NATIONAL

CharterBarik
KANSAS CITY

10TH AND BALTIMORE □ BOX 38 □ KANSAS CITY, MO 64183 □ (816) 221-2800 □ MEMBER FDIC
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Washington Wire

Bipartisan Action Needed Nowon Economy

IF ONE of the lobbying strategies 
that works most effectively in 

Washington can be reduced to a single 
statement, it’s this: Create a wide
spread feeling that without immediate 
action a tragedy or catastrophe will re
sult. Often, the major barrier to get
ting anything accom plished in 
Washington is not so much political 
opposition as it is the general inertia of 
the federal government and legislative 
process. Scare tactics frequently are 
used because the authority to make 
decisions is so widely diffused, and 
political interests so evenly balanced, 
that much of the time nothing less than 
the threat, or apparent threat, of a cri
sis can evoke a response.

Because of the almost unique parti
san divisions in Washington now —  a 
Democratic House, a Republican Sen
ate and a conservative Republican 
Administration —  this bias toward in
stitutional inertia has been reinforced. 
The present structure can be likened 
to a political Bermuda triangle: After 
entering the system, many needed 
proposals are likely to simply dis
appear.

All three sides are playing a waiting 
game, and the game will continue until 
events force officials to take their 
attention off day-to-day political pos
turing and onto the serious problems 
that sparked the events.

Without a doubt, efforts to balance 
the federal budget have fallen victim to 
this waiting game. Each side hopes to 
force the other into making the politi
cally perilous decisions that today’s 
economic circumstances require.

Within the next few weeks, howev
er, there will be a chance for action to 
pick up on this issue.

By about mid-May, the Administra
tion will have to ask Congress to ex
tend the current federal-debt ceiling, 
which stands now at $1 ,079 ,800 ,- 
000,000. This psychologically dev
astating event should prompt the 
Administration and Congress into 
focusing on the fundamental economic 
question of our times: reaching a bipar-

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

tisan consensus on how to reduce the 
federal deficit and achieve overall sta
bility in economic policy.

At issue here is the direction of the 
U. S. economic system for the remain
der of the century. Either the U. S. 
will return to a high rate of economic 
growth or it will not. To a large degree, 
the direction will depend on the feder
al deficit’s decline or growth.

From the viewpoint of promoting 
economic growth, three principles 
drawn from the national experience in 
the last two decades should be at the 
heart of the debt-ceiling debate.

At issue here is the direction 
of the U. S. economic system 
for the remainder of the cen
tury. Either the U. S. will re
turn to a high rate of economic 
growth or it will not. . . . The 
direction will depend on the 
federa l deficit's decline or 
growth.

On one side, most observers have 
concluded that 10s of billions of dollars 
of expenditures on programs in the 
budget that were designed with the 
best intentions in mind either were not 
meeting their objectives, or were 
meeting them in such a way that the 
costs outweighed benefits.

At the same time, there was the 
realization that many provisions of the 
federal-tax system, a hodgepodge of 
relics from past political concerns with 
social and economic problems, were in 
themselves seriously impeding eco
nomic growth. The government must 
take some of its straws out of the na
tion’s capital pool so that the capital 
could be put to more productive use, 
economic observers concluded.

Finally, the whole system was jerry- 
built, and so there was no way to con
trol large and increasing federal def
icits. By restoring rationality to the 
system, the deficits could be con

trolled and lessened, thus leaving 
more of the national savings pool for 
more productive use.

In all, it was recognized that this 
approach would be long, painful and in 
constant danger of being sacrificed to 
political expediency.

The ABA months ago joined with 
other trade groups in urging the Ad
ministration to return to the economic 
principles that President Ronald 
Reagan espoused in the years leading 
to his election to the White House.

Prolonged high interest rates are 
creating an economic and financial cri
sis in this country, trade groups told 
the President. If interest rates are to 
be brought down, immediate action 
must be taken to reduce massive def
icits. More than anything else, it is the 
specter of an overwhelming volume of 
deficit financing that haunts housing 
and financial markets and poses the 
threat of economic and financial condi
tions not seen since the 1930s.

Given the circumstances, there is no 
alternative to slowing down all spend
ing, not excluding defense and entitle
ment programs; and, if necessary, de
ferring previously enacted tax reduc
tions or increasing taxes that have the 
smallest impact on capital formation. 
To have the necessary impact on finan
cial markets, these actions should be 
taken prior to any increase in the ceil
ing on the federal debt.

In times of past crises in this nation, 
our political leaders have come 
together in a bipartisan manner to de
velop effective solutions in the com
mon interest. Our nation is at such a 
time now. There will be no political 
winners if the Administration and 
Congress fail to accommodate differ
ences and cooperate in dealing with 
current serious economic problems. 
The threat to our nation demands 
prompt, effective and bipartisan ac
tion.

The ABA is committed to fostering 
this cooperation. It recognizes that 
politically motivated bidding wars that 
have led us to the danger all of us are in 
today must be avoided.

The White House and a divided 
Congress must move together now.
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Proceed with A I M
You can put this sign in your bank. You can 
back up its promise with the Automatic Asset 
Reserve Management (AARM) Program.
STOP Customer Base Erosion
When you offer your customers the AARM 
Program, you offer them high money market 
yields and banking convenience. AARM is 
a money fund “sweep” service that uses only 
institutional funds—not retail funds—so 
AARM funds do not compete with your bank. 
Use Your RIGHT-OF-WAY 
Customer loyalty gives you an edge over 
your less-regulated nonbank competitors: 
Nobody can provide community service as 
well as a community banker. AARM lets you 
use this edge. AARM is your opportunity to 
creatively design and market—broadly or 
selectively—the financial service your 
customers want.

For more information on AARM, fill out 
and mail this coupon or call toll-free 
1-800-245-6668.

Please send me information on AARM. 

Name___________________________

Title.

Bank

Address 

City____ _State-

Phone.

Mail to: INDEX™/AARM, Suite 1326
100 Washington Square, Minneapolis, MN 55401

A A R M  and A u to m a tic  R eserve  M anagem en t are tradem arks  of INDEX, In d e pe n d en t B ancserv ices  Exchange, Inc., M inneapo lis , MN.
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DlDC Action March 22 Decried 
By ABA and Independents

THE ACTION taken March 22 by 
the Depository Institutions De

regulation Committee (DIDC) creat
ing a new short-term CD favorable to 
S&Ls brought cries of dismay from 
banking organizations. The new in
strument is described in the accom-

panying Fed article.
The ABA described the new CD as 

“a fraud,” adding, “All it guarantees is 
that interest rates for borrowers will be 
higher than they otherwise would be, 
and all it benefits is the securities in
dustry.

“The new CD will not be competi
tive against money-market funds, but 
rather will compete only with an in
stitution’s existing six-month money- 
market CD. This new instrument will 
not stem the flow of funds out of de
pository institutions into money- 
market funds.

“The differential on such an account 
will mean that thrifts will become even 
more reliant on short-term, interest- 
rate-sensitive funds, at a time when 
they need to stretch out the maturity 
and stabilize their deposits. This short
sighted action only postpones, and 
possibly exacerbates, the day of reck
oning for these institutions.

“However, the differential favoring 
the thrift institutions may lead to a shift 
in consumer deposits out of banks into 
thrifts. Such a movement could lessen 
the liquidity of community banks, 
hurting the small-business person and 
farmer who rely on such institutions 
for credit. More than 25% of deposits 
in community banks (with less than 
$100 million in assets) is in six-month 
money-market certificates.’

As for the phaseout schedule, the 
ABA says that if it survives, it will help. 
However, the association points out, 
given the D ID C ’s history of false 
starts, “We will have to see it working 
before we believe it.”

Willis W. Alexander, the ABA’s ex
ecutive vice president, shot off a letter 
March 23 to Treasury Secretary  
Donald Regan, the D ID C’s chairman. 
The letter pointed out that the com
m ittee, the day before, accepted 
empirical evidence and logical argu
ments in establishing a phaseout 
schedule for interest-rate controls, but 
then ignored the same evidence and 
arguments by refusing to create a free- 
market deposit instrument. Mr. Alex
ander told Secretary Regan that in
terest costs to borrowers will continue 
to be high; problems of S&Ls and 
mutuals will continue to mount, and 
market share of depository institutions 
will continue to decline.

“ Bankers cannot, and will not, 
ignore the market,” Mr. Alexanders 
letter warned the Treasury Secretary. 
“Your lack of willingness to permit 
bankers to respond to market chal
lenges will force bankers to use any 
and all competitive alternatives, no 
matter how cumbersome, including 
retail-repurchase agreem ents and 
‘sweep’ accounts, to compete. Neither 
holds deposits, but both help banks 
retain their customers. Ironically, if 
you fail to decontrol in this respect, 
you will shrink the size of the financial 
sector you are mandated ultimately to 
control.”

(Continued on page 106)

Fed Answers 
Reg Questions
John W . Rosbrugh, examiner in the St. Louis 
Fed’s consumer and community affairs depart
ment, answers common questions about federal 
regulations affecting most banks. Information 
given here reflects Mr. Rosbrugh’s opinions, 
not necessarily those o f  the St. Louis Fed or the 
Board o f Governors.

New Deposit Categories

E FFEC TIV E May 1, 1982, two new categories of time deposits 
were authorized by the Depository Institutions Deregulation 

Committee. General requirements of these deposits are listed be
low.

a) • 91-day maturity 
• $7,500 minimum denomination
• Rate for banks at 25 basis points below the 91-day Treasury bill 

rate (auction average on a discount basis) at the most recent auction 
• No compounding of interest allowed
• May be issued in either negotiable or nonnegotiable form 
• Early withdrawal penalty equal to all earned interest 
• Account available to all depositors
The 91-day Treasury bills are auctioned weekly, normally on Mon

day, with the rate announced by the Treasury and widely publicized 
through various papers. Rates for deposits become effective the day 
following the auction.

A 25-basis-point differential for savings and loans will be in effect 
until May 1, 1983. This differential will not be in effect during the 
first year, however, whenever the auction average is at or below 9% 
for the four weekly auctions immediately prior to the date of deposit, 

b) • 3Vz year or more maturity 
• No interest-rate ceiling
• No minimum deposit required but the institution must offer a 

$500 deposit
• Additions may be made to the account during the first year, at 

the option of the institution, without resetting the maturity of the 
account

• May be issued in either negotiable or nonnegotiable form 
• Early withdrawal penalty equal to six months interest 
The maturity of this new category will be reduced by one year 

annually. Additionally, the minimum maturity of the small-savers 
certificate (SSC) will be adjusted downward at the same time. Begin
ning May 1, 1982, the maximum maturity of SSC accounts will be 
reduced to less than 3Vz years.
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When a customer needs more than 
your lending limit or lease capacity

think Bankof America.

When your banks customers 
decide to expand or replace major 
equipment, they’ll probably turn to 
you for additional financing. And 
even if they ask for more than your 
lending limit or leasing capacity, you 
may still be able to honor their 
requests. Because Bank of America 
can help you with overline or lease 
assistance.

We can also put the skills of our 
account officers to work for you.They 
have decision-making capabilities and

B A N K  O F  A M E R IC A  N T& S A

direct access to BankAmeriLease™ 
for any additional assistance you 
might need.

With over 1200 offices around 
the globe, Bank of America can pro
vide a world of correspondent 
banking services —including lease 
participations. So the next time you 
need a correspondent bank, remem
ber us. Were the banker’s banker.

In San Francisco, call 
(415) 622-6909. In Los Angeles, 
call (213) 683-3288.

BANKof AM ERICA
C orresponden t Banking Services

Think what we can do for you.
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Survey of 'Headhunters' Reveals—

Most in Demand: Commercial Lenders; 
'Hot Spot' for Bankers: Sun Belt

THE commercial-lending category 
and the Sun Belt are the “hot 

spots” in banking today. Also, high 
moving and housing costs have slowed 
the movement of bank executives from 
one area to another. However, some 
banks — if they want and/or need cer
tain people badly enough — will pro
vide compensation for moving ex
penses and may even help those ex
ecutives absorb losses incurred in trad
ing homes.

Information such as this came out of 
a bank-personnel survey of executive- 
search firms made by Mid-C ontinent 
Banker editors.

In the survey, these firms, some
times referred to as “headhunters,” 
were asked about supply of and de
mand for bank personnel, particularly 
in the executive category; mobility of 
bankers; what sections of the country 
offer the best opportunities to bankers; 
salary ranges and fringe benefits, in
cluding paying moving expenses.

W ho’s in D emand?  Among those 
pointing to commercial lending offi

cers as being in greatest demand in 
commercial banking is Linda Blue 
Sm ith, president, Tom Hagan & 
Associates, North Kansas City, Mo. 
She says she finds the commercial loan 
officer with large credit experience, in
cluding a formal statement-analysis 
background, to be needed the most. 
She says even medium-size suburban 
banks are looking for lenders with for
mal credit training. In many urban 
areas, Ms. Smith points out, a lending 
officer who has come up “through the 
ranks” without benefit of management 
training and a college education is 
being rejected.

Also in demand, according to Ms. 
Smith, are operations officers with 
noses for the bottom line and track 
records as troubleshooters. Many mul
ti-bank HCs have not developed pools 
of experienced operations officers and 
consistently must go outside their 
organizations to fill operational open
ings.

John W. Worsham, head of John W. 
Worsham & Associates, Inc., Hous

ton, concurs that the greatest demand 
is for commercial loan officers, prefer
ably those whose experience includes 
formal training in a large bank’s credit 
department. He adds that the greatest 
executive needs in Texas are for ex
perienced bank officers who can orga
nize and manage de novo banks.

For the past two years, says William 
L. Walker, president, Wm. L. Walker 
Personnel Consultants, Inc., Hous
ton, he has noticed that the greatest 
need is for commercial loan officers, 
particularly with major wholesale- 
bank training. Texas, for example, he 
comments, probably is the hottest 
banking area in the nation because of 
its dynamic economy and low unem
ployment rate, and banks there con
tinue to be understaffed in their com
mercial-loan ranks.

Commercial lenders with emphasis 
on energy lending are needed in Okla
homa, says Gary D. Koehn, consultant 
with Koehn & Associates, Oklahoma 
City.

This demand, Mr. Koehn contin
ues, applies not only to lending offic
ers, but to support personnel in credit 
analysis and loan review. He points to 
quality operational officers —  includ
ing experienced personnel profession
als — as the second most-needed 
category. He says many of his bank 
clients are projecting a 10-12% growth 
in total staff during 1982.

Carol Park, banking specialist with 
Fanning Personnel of Kansas City, 
says demand for bankers with success
ful track records is nearly insatiable 
and sees the biggest demand in the 
commercial-lending area and in CEO 
positions that require a strong com
mercial background.

“We find,” continues Ms. Park, 
“that many banks still regard formal 
training in a large bank, e. g ., as a cred
it analyst, as an entree to the plat
form.”

Areas in which clients of T. Don 
Clark, Houston personnel-services 
firm, are experiencing the greatest 
shortfall are:

• Middle-market commercial lend
ers with business-development skills.

• Energy lenders with or without

Factors Affecting Personnel Shifts
1. Commercial lending officers are in greatest demand.
2. Consumer lending officers are in least demand.
3. Banking is revolving into a technology-oriented service 

industry. Thus, bankers with entrepreneurial skills and 
service/technology backgrounds w ill be running more 
and more banks in the future.

4. The Sun Belt, particularly Texas and Oklahoma, has the 
greatest need for bankers.

5. Bankers are less mobile than formerly because of high 
housing costs.

6. Bank personnel from the North and Northeast appear to 
be the most mobile.

7. To obtain certain types of officers, some banks offer in
ducements such as payment of moving expenses, mort
gage differentials, sometimes even realtors' fees.

8. Salary opportunities are lower in the Sun-Belt banks than 
in midwestern and northern banks.

9. Heated competition for talented bankers is causing sig
nificant disruption in traditional salary programs.

10. Officer salaries tend to be directly proportional to the size 
of a bank and, to a lesser extent, to the size of its commu
nity.
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petroleum-engineering degrees.
• Construction lenders with solid 

experience in interim lending on com
mercial projects.

In addition to the above areas, says 
the firm’s president, T. Don Clark, ex
panded needs exist for:

• International lenders with par
ticular geographic specialization.

• Cash-m anagem ent specialists 
having both marketing skills and state- 
of-the-art technology.

• Strategic planners with successful 
backgrounds in leading financial orga
nizations.

Large HCs in Texas, Mr. Clark 
points out, try to fill CEO roles in 
member banks internally. The pipe
line of prospective candidates internal
ly, however, he continues, occasional
ly runs dry, and aggressive bankers to 
run small to medium-size banks re
main in demand. Because an inventory 
of potential CEOs is needed, he adds, 
the need for executive-vice-president- 
level candidates in these same-size 
banks is expanding.

D. Frank Marentz, personnel con
sultant manager, Marentz & Associ
ates, Houston, says demand in banks, 
particularly in the executive category, 
is for people with a lot of bank experi
ence, formal credit training and back
ground in commercial lending. Mr. 
Marentz adds that such a person also 
should have staff or administrative ex
perience, thus demonstrating his man
agement talent.

Not all the executive-search firms 
agreed that commercial-lending per
sonnel are the most wanted in banks. 
For instance, Donald S. Atkinson, 
principal in the firm of Atkinson & 
A ssociates, C incinnati, says the 
greatest demand currently in banks of 
all sizes is information-processing 
officers. As Mr. Atkinson explains, 
“Banking rapidly is becoming a tech
nology-based service industry, and 
there is a great need for management 
personnel who can evaluate, plan and 
implement these services. These peo
ple are not programmers, but business 
managers who can understand and 
manage these technologies. Even 
small banks are implementing in- 
house computer systems. Many bank- 
package and turnkey systems are 
available; so the need is not for people 
to write programs, but to manage the 
computer resource.”

Reiterating that banking is revolving 
into a technology-oriented service in
dustry, Mr. Atkinson believes a great 
deal of earnings growth in the future 
will depend on fee income.

“Although officers with a lending 
background will continue to be impor
tant factors in senior management of

banks,” he continues, “a new breed of 
bankers with entrepreneurial skills 
and service and technology back
grounds will be running more and 
more banks in the future.”

Allen MacWright, C .P .C ., presi
dent, Select Finders Corp., West 
Caldwell, N. J., says categories most 
in demand are marketing directors, 
commercial loan officers, ED P au

ditors and trust-investment people.
New-business-development officers 

with experience calling on Fortune 
1,000 accounts are in greatest demand, 
according to Fen Adams, C .P.C ., vice 
president/manager, banking division, 
Kling Personnel Agency, Inc., New 
York City. He also believes there’s a 
great need for credit-oriented bank
ers. Unfortunately, he adds, the sup-

Consider Career as Ladder, 
Advises One 'Headhunter'

A  “SCENARIO” for the climb up the executive ladder of commer
cial banking was described by one respondent to a banking- 

personnel survey made by editors of Mid-C ontinent Banker. (See 
the accompanying article on this survey.)

“Career planning perhaps is the most significant aspect not only of 
the banking industry, but for all professional personnel,” said W. J. 
La Perch, president, Business & Professional, a Los Angeles execu
tive-search firm.

“In general,” he continued, “we suggest that a person consider 
his/her career as a ‘ladder’ with well-defined rungs. Those rungs 
should each have a job title and salary level clearly inscribed thereon. 
In terms of time to achieve each rung, a reasonable limit would be 
three-five years for each major step.

“With few exceptions, the critical years are those between 30 and 
40. What one does prior to 30 is to gain a technical background in 
his/her career field. Short of marrying the boss’ daughter/son, it’s 
highly unusual to make a substantial impact before reaching 30. 
However, it is during this period that a solid platform to use as a 
springboard should be carefully crafted.

“Consideration must be given to continuing education. An MBA 
from a respected school is most desirable if one can be obtained 
within the time constraints of earning a living. There are many 
creative MBA programs that integrate well with career goals of the 
professional.

“Returning to our concept of rungs on a ladder, I advise being 
extremely conscious of progress toward each rung. If there is any 
possibility the next rung will not be reached, cut your losses and 
move onward to a new job.

“In terms of interpersonal relationships, the importance of choos
ing a winner and aligning oneself with that winner is of major impor
tance. For every person who succeeds on pure merit, there are a 
hundred who have succeeded by having an appropriate rabbi.’ This 
is neither good nor evil. It is a fact of life. This does not eliminate the 
need to have talent. It means that your talent is recognized by 
someone who is willing, symbiotically, to reward your talent because 
it makes him/her look good. Incidentally, if your ‘rabbi gets shot by 
the other team, move on; for the ricochet will zap you dead equally!

“Finally, the myth that hanging around one job long enough 
(synonym — stability) is a virtue is the greatest mistake anyone can 
make. A recent article in the Los Angeles Times confirms what 
headhunters have known for a long time. Mobile personnel fare 
better in the marketplace than do those who stay on one job. As to the 
reward for staying in a rut, our files overflow with resumes of the 
stick-in-the-mud who stayed too long and was caught in a merger, 
acquisition or Chapter 11 and loyally went down with the boat or was 
ejected into the job market at a time when least prepared for it; while 
wiser heads departed the sinking ship long before —- in fact, they may 
have been the ones who caused the ship to sink -— but they got out 
before the rose could be pinned on them.”
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New Multi-Bank-HC Law in Illinois 
Influences Personnel Situation

THE CURRENT SITUATION in Illinois is influenced strongly by 
authorization of multi-bank HCs, which became effective last 

January 2, says John S. Dean, vice president/banking, S-H-S Inter
national, Wheaton, 111., in answer to a bank-personnel survey made 
by Mid-Continent Banker (see accompanying article).

According to Mr. Dean, the impact of this change from Illinois’ 
historic unit-banking setup has been only slightly modified by the 
uncertainties of the current economic climate. Well-managed banks, 
he continues, are actively involved in positioning themselves for this 
new era in Illinois banking and for the increased competition that will 
result from potential deregulation of financial institutions nationally.

One of the principal factors in this positioning process, says Mr. 
Dean, is the upgrading of personnel. Those banks that now are, or 
plan to become, multi-bank units usually require much more sophis
tication in their second-level management and HC administration.

He points out that banks that have decided to remain unit banks or 
to confine their affiliations to local areas require stronger line officers 
who can go head-to-head with the larger HCs, which will become 
unit banks’ competition. Demand for strong commercial-lending 
officers, marketing and business-development people and all types of 
administrators, he believes, has strengthened considerably because 
of this widespread upgrading.

ply is not as great as the demand, and 
so these people are at a great pre
mium. He says their salary ranges are 
from $30,000 a year on the low side to 
upward of $60,000, depending on 
years of experience.

Least Demand. Gary D. Koehn of 
Koehn Associates points to consumer 
lending as being least in demand, and 
he adds this follows a national trend.

Linda Blue Smith of Tom Hagan & 
Associates, corroborates this, saying, 
“There is no demand in the (our) met
ropolitan areas for installment lending 
or real estate personnel. Demand for 
ag-loan officers also is soft.”

M obility o f  B an kers . Relocation 
issues remain one of the more complex 
problems facing banks in the recruit
ing marketplace, T. Don Clark of

Houston points out. Equity buyouts, 
m ortgage-rate differentials with 
varying floors and extending out typi
cally to three years and front-end cash 
bonuses are all finding favor with 
banks seeking management-level offi
cers. Because of the significant costs of 
these and similar programs, says Mr. 
Clark, more and more of his firm’s 
clients are asking for (1) individuals in 
their market areas, therefore not 
necessitating a move, or (2) non-home 
owners.

Donald Atkinson of Atkinson & 
Associates says bank personnel now 
are less mobile than before. He points 
to high interest rates and slowed hous
ing sales as causing high-quality per
sonnel to be extremely reluctant to 
make a change that would require a

move. According to Mr. Atkinson, 
some type of mortgage assistance and 
compensation for moving is almost an 
essential to get a well-qualified execu
tive to make a move.

John Dean, vice president/banking, 
S-H-S International, Wheaton, 111., 
believes willingness to relocate geo
graphically virtually has disappeared 
among a majority of middle-level bank 
executives. Like Mr. Atkinson, Mr. 
Dean lists the sluggish real estate mar
ket and exorbitant mortgage rates as 
the culprits for this situation, adding 
that it’s financially impossible for many 
home-owning bankers to move.

Thus, says Mr. Dean, renters cur
rently are the most viable relocation 
candidates. In addition, an increasing 
number of younger bankers have 
spouses who have successful careers, 
and this complicates relocation.

However, says Mr. Dean, there are 
attractive fringes offered senior execu
tives and individuals with highly un
usual specialties. These inducements, 
usually attached to salaries that start at 
$75,060-$100,000, are: payment of 
actual moving expenses, financing a 
trip or two for husband and wife to 
house hunt and, frequently, payment 
for interim housing in the new loca
tion. A few banks also pay modest re
location bonuses to compensate for the 
extra expense of settling into a new 
home and new community.

Those bankers willing to relocate 
may not be able to do so, says Linda 
Blue Smith of Tom Hagan & Associ
ates, because they can’t sell their 
homes.

Most Mobile
Bank personnel from the North and 

Northeast appear to be the most 
mobile, says Gary Koehn of Koehn & 
Associates. Those from the South, he 
continues, are the most difficult to 
move without some liberal moving and 
relocation concessions.

Banks in Oklahoma (the Koehn firm 
is in Oklahoma City) have begun to 
address the need for special induce
ments for executives they’re recruit
ing, Mr. Koehn continues. All banks 
pay moving expenses, and, usually, an 
executive and his family are allowed 
two or more trips for house hunting at 
the bank’s expense. In addition, a 30- 
day living expense is fairly common. 
The most difficult problem, he points 
out, pertains to home-mortgage rates 
and current residences. Some pro
grams include substantial front-end 
bonuses, matching current-mortgage 
amount and rate, mortgage at 2Vz 
times the annual salary at a single-digit 
rate and mortgage money available at

t i n k e r  
personnel 
1 service Mrs. Lou Bentley 

(405) 364-4322

Midtown Plaza • Suite 315 
330 West Gray 

Norman, Oklahoma 73069
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The check who 
came in from the cold.

When people ask how good 
our check processing is, we tell them 
the story of the check who came in 
from the cold:

The check arrived at 6 a.m. 
Continental Bank couriers met his 
flight. He hadn’t expected that. He 
was still half-frozen from his ride in 
the plane’s cargo hold. He thought 
he’d have time to relax, warm up. 
But no.

They whisked him by heli
copter to the processing center. 
Funny, he hadn’t expected to be 
cleared till late morning.

No one had time for small 
talk. The pace they worked at was 
dizzying. In the space of an hour, he 
and over one hundred thousand 
other checks had been captured, 
microfilmed, endorsed, sorted and 
sent on their way. And the kicker?

The whole thing happened so fast 
he never had time to thaw out.

It was as buttoned-up 
an organization as he’d ever 

come across. And he’d 
come across plenty. He’d 
come in cold and skepti- 

\ cal. He left mighty im-
pressed.

 ̂ If your cash letter’s turn
around time is less than impressive, 
call E. Gerald Gale at (312) 828-6781. 
Get the heartwarming facts about 
how good our turnaround is. How 
good yours could be.

CONTINENTAL BANK
125th ANNIVERSARY

Continental Illinois National B ank  and Trust Company of 
Chicago, 231 South LaSalle Street, Chicago, Illinois 60693

MID-CONTINENT BANKER for May, 1 9 8 2

Atlanta • Chicago • Cleveland • Dallas • D enver • Detroit • Houston 
Los A ngeles • Miami • Minneapolis • New York • Philadelphia 
San Francisco • Seattle • W hite Plains.
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below market for the purchaser of the 
executive’s present home.

John W. Worsham of John W. Wor
sham & Associates says bankers in de
pressed areas outside his state (Texas) 
appear eager to consider Texas bank
ing opportunities, but Texas bankers 
are hesitant in considering a move 
within the state if salary incentives 
would be wiped out by the expense of 
relocating. The principal concern, 
continues Mr. Worsham, is the dif
ferential in mortgage rates in bankers’ 
current situations as opposed to the 
cost of money that might be available 
to them should they move. The larger 
bank HCs are aware of this situation, 
and most of them have packages that 
resolve this problem, at least to some 
extent, at the vice-presidential level 
and above.

In certain situations, continues Mr. 
Worsham, relocation packages (par
ticularly for member banks within 
large bank HCs) contain provisions for 
absorbing losses in trading houses and, 
in most instances, will provide for 
moving expenses.

Allen MacWright of Select Finders 
Corp. says fringe benefits offered to 
well-qualified individuals are a month 
or two living expenses while looking 
for a new home, use of a car, closing 
costs and legal fees and, in rare cases, 
compensation for losses in trading 
homes.

William L. Walker of the Wm. L. 
Walker firm says that to attract bankers 
from the outside, larger banks pay a 
front-end bonus (to not upset their ex
isting loan officers’ salary structures),

moving expenses, sales commission to 
the realtor, a mortgage differential 
splitting the old and new rate (lower 
sometimes) and prepaying the new 
closing or selling costs. He points out 
that smaller banks cannot offer these 
inducements.

Without a doubt, says Carol Park of 
Fanning, the biggest obstacle to re
location is high mortgage rates. 
However, she sees a trend indicating 
bankers are more willing now than a 
year ago to relocate, partly perhaps 
because there appears little hope for a 
short-term drop in interest rates. A 
more significant factor, she points out, 
may be that many banks have adjusted 
to high interest rates and now are offer
ing packages to help pay for relocation 
costs. Some banks offer “front money, ” 
which is paid immediately on hiring 
and covers real estate fees, mortgage 
and certain housing costs. This, says 
Ms. Park, is over and above regular 
moving expenses. Other banks, she 
says, offer additional income on an 
annual basis, ranging from two to five 
years, to help absorb the expense of an 
employee’s new higher mortgage.

D. Frank Marentz of Marentz & 
Associates says banks are compensat
ing executives for moving expenses in 
the following areas: (1) expenses for 
going to banks for interviews; (2) tem
porary-quarters expenses once execu
tives are hired; (3) costs of moving 
families and belongings; (4) some help 
in sales and purchases of homes, usual
ly from one to three points. Mr. 
Marentz says there’s also some help in 
the mortgage area, if there’s an in

crease in mortgage rates at the new 
locations. Banks are offering mortgage 
differentials only to presidents of small 
banks, executive vice presidents and 
presidents of medium-size banks and 
to upper-middle-management candi
dates in large banks.

“Hot Spots”/Salary Ranges. Most of 
the executive-search firms that 
answered the survey agree that the 
Sun Belt has the greatest need for 
bankers. Texas and Oklahoma particu
larly are mentioned because of the 
energy boom they are enjoying. Other 
“hot-spot” areas are Louisiana, New 
Mexico, Arizona and Florida, with 
California still attractive, but cooling 
down somewhat because of the high 
cost of housing there. Rocky Mountain 
areas continue to have a substantial 
number of openings for experienced 
bank officers, although one firm be
lieves the disparity in number of open
ings between the Sun Belt and Bocky 
Mountains and cities in the so-called 
“Snow Belt” appears to be lessening.

One firm agrees that geographic 
areas with sources of energy or with 
energy-related business seem to be 
having the greatest growth and de
mand for personnel, but, unfortunate
ly, salaries are not high enough to 
offset the high cost of living in these 
areas.

One firm singles out the Houston 
area as having the greatest need for 
experienced bankers and adds that, at 
least from the compensation stand
point, opportunities in that city are 
better than other cities in Texas.

Another firm says salaries remain 
fairly uniform throughout Texas, with 
Houston the highest paying, then 
Midland, D allas-Fort W orth, San 
Antonio, Austin, west Texas and east 
Texas, in that order.

In contrast, the overall banking job 
market in the Midwest is soft, says 
another firm, attributing this situation 
to economic conditions of the last two 
years. Entry-level, supervisory and 
middle-management personnel are 
suffering the most. Banks are said to be 
extremely selective in their hiring, and 
there’s no rush to fill many vacated 
positions or to add to staffs in the mid
dle to lower ranks.

On the other hand, the East Coast, 
particularly in the metropolitan New 
York City area, according to one of the 
survey respondents, offers great op
portunities for career bankers with 
good credentials. Salaries are de
scribed as “very good” in larger banks, 
but sm aller banks tend to take 
“homegrown” people and, basically, 
don’t go looking far for their personnel.

Officer salaries in the banking indus-

'Transferred-Talent' Problem

MIDW EST BANKS, in particular larger banks that offer strong 
and well-planned management and executive-training pro

grams, have —  in many cases —  been stripped of officers they had 
planned on for future executive management. So says Bill Doherty, 
bank-staffing specialist, Bryant Bureau, Prairie Village, Kan., in 
answer to a bank-personnel survey made by Mid-C ontinent Bank
er editors (see accompanying article).

According to Mr. Doherty, the lure of much larger banks in the 
Southwest and West offering salaries 40%-50% higher, high-volume 
responsibilities and visions of great futures are enticing, but have not 
always proved totally beneficial to individuals accepting such offers.

In these Sun-Belt jobs, he points out, compensation is not the 
problem, but promotions come much slower than elsewhere, and 
bank officers’ duties are tunneled or geared to specific areas that don’t 
allow for broad banking experience and growth. Many would like to 
return to the Midwest, says Mr. Doherty, but then he asks, “How do 
we get them back?” Many have established modes of living, based on 
their salaries, which render them unable or unwilling to return.

“Banks in the Midwest probably will never get the transferred 
talent back, and so the future key is to train and retain, ” Mr. Doherty 
advises.
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"Acceleration's 
branch training 

support convinced 
us to switch.''

Bill Rehling, Vice President, Consumer Lending 
Fifth Third Bank, Cincinnati, Ohio

Bill Rehling has been involved in the finance 
industry for most of his adult life. In between 
his 25 years of banking service, he spent 15 
years with a finance company, giving him a 
valuable historical perspective from which to 
view the changes in today’s financial world. 
His views on banking today:

On Consumer Lending:
“ Is the consumer different today than he 
was five, or even 20 years ago? Not really. 
But banking is different. We’re seeing more 
electronic transactions with EFT networks like 
our Jeanie® system, which has been very 
successful. Our delivery system— how we 
present our products, how we make loans—  
will change as more automated systems are 
in use.”

On Marketing:
“ Today, we’re keying in on the banking rela
tionship. We cross-sell new loan customers to 
become deposit customers, and we try to sell

long-term customers on our full-service capa
bilities. Of course, people will bank where it’s 
convenient and, although it’s not easy to con
vince people to change their habits— picking 
up the phone, say, instead of going to the 
bank— our Jeanie® network will build this 
convenience factor.”

On Bank Profitability:
“ Unlike many financial institutions, we 
haven’t ceased making the longer-term, fixed- 
rate loan. I’m hesitant to change long-estab
lished patterns that have worked for us since 
this bank opened a consumer loan department 
in the 1930s. It is possible that rates can level 
out. To me, consistency and rate stability 
are the key factors, rather than the rates 
themselves.”

On Credit Insurance:
“ Customers view credit insurance as a defi
nite advantage for themselves. In fact, the 
bulk of our loans carry it. It’s not a difficult 
sale; our penetration is such that, currently, 
more than half of our customers are covered 
And credit insurance is a double-sided value 
from our standpoint. It gives us income, and 
it gives us protection.”

On Acceleration:
“ We’ve found Acceleration to be very fair, 
with prompt claims settlements. The reason 
we switched to Acceleration was the service 
factor. Unlike other companies, Acceleration 
is willing to provide branch support in the 
form of personnel training. That’s very impor
tant to us.”
Customers like Fifth Third Bank are important 
to Acceleration, too. Thanks, Bill.

Acceleration Life 
Insurance Company
475 Metro Place North 
Dublin, Ohio43017 
toll free 800-848-5866 
in Ohio 800-282-7328
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try, according to one respondent, tend 
to be directly proportional to the size 
of the bank and, to a somewhat lesser 
extent, size of the community in which 
a bank is located. There occasionally 
are exceptions to this rule, notably 
large, mature midwestern cities with 
relatively dormant local economies. 
Historically, says this firm, Sun-Belt 
banks have paid significantly lower 
salaries than have midwestern and 
northern institutions. This still seems 
to be true in resort-type areas and 
smaller cities. The firm’s spokesperson 
adds that it has been interesting to 
watch salary scales move toward 
“national” levels in large banks in large 
cities in the Sun Belt and Bocky Moun
tains.

This philosophy was echoed by an
other respondent, who says that be
cause of the high demand in the Sun- 
Belt states, banks there are able to re
cruit for lower salaries than are paid for 
comparable positions in the East and 
Midwest.

Still another firm points out that as 
competition for talented bankers heats 
up, pressure on salaries, both internal
ly and externally, is causing significant 
disruption in traditional salary pro
grams. A growing number of banks are 
using incentive bonuses that tie cash

awards to achievement of specific 
goals.

Compensation expectations of can
didates, says this firm, are increasing, 
with basic salary increases in the 20%- 
25% range becoming the norm when 
fast-track individuals make job  
changes.

One “headhunter” says that execu
tive bonuses, stock options, club mem
berships and automobiles are com
monplace offerings to “very senior” ex
ecutives, and those banks that don’t 
offer these “perks’ are at a great dis
advantage in recruiting outstanding 
performers.

Another one says that in general, 
small and medium-size banks seem to 
pay somewhat higher salaries than do 
larger banks, perhaps because of high
er profit margins or because of more 
remote locations in some cases. It also 
may be due to the fact, says this firm, 
that smaller banks frequently look for 
generalists with broad exposure to all 
phases of banking rather than for spe
cialists from large financial institu
tions.

For
Banking Personnel 

or a
New Banking 

Position
from Managem ent Trainee  

to President
contact

CAROL PARK
Banking Industry Specialist

^ F a n n i n g

Personnel of Kansas City, Inc. 
1102 Grand Avenue 

Kansas City, MO. 64106 
(816) 842-3860

. ..  A confidential service you can 
have confidence in.

All Fee Paid
Nationw ide A ffilia tions 

Professional Em ploym ent Service

Financial Execs in Demand
“Financial services are one of the 

few areas in which demand for high- 
level executives has risen,” says 
Windle B. Priem, management vice 
president, Korn/Ferry Internation
al’s financial-services division. 
According to the New York City- 
based firm’s 41st quarterly National 
Index of Executive Vacancies, re
leased late in March, demand for ex
ecutives in the financial-services in
dustry rose to 27% of the nationwide 
executive demand in the first quar
ter of this year.

“ Demands have increased for 
lending officers in domestic and for
eign commercial banks, as well as 
overseas branches of major commer
cial banks,” Mr. Priem points out. 
“There is a continued need in major 
investment banks and major domes
tic commercial banks for investment 
bankers within key areas of general 
corporate finance and mergers and 
acquisitions.”

“This high level of hiring (27% of 
total demand) reflects the hotly com
petitive and rapidly changing struc
ture of the entire financial-services 
field,” says Lester B. Korn, chair
man of Korn/Ferry/International, 
said to be the world’s largest execu
tive-search firm.

The National Index of Executive 
Vacancies is based on a quarterly 
survey of Korn/Ferry International’s 
750 clients, which are among the na
tion’s largest corporations and non
profit organizations such as universi
ties and government agencies.

However, another recruitment firm 
doesn’t agree with the above state
ment. This one says current demand 
and openings are not limited to a par
ticular size bank, but salary ranges in
crease with bank size, as does the 
bank’s willingness to participate in 
liberal relocation allowances. Smaller 
banks, for the most part, says this firm, 
are unwilling or unable to compete in 
salaries and relocation allowances and 
find them selves accepting lesser- 
qualified, lower-salaried candidates 
from local markets. Then, they de
velop those persons for the positions 
being filled. Generally speaking, the 
firm continues, the larger the bank, 
the higher the salary range and the 
more such a bank is willing to search 
outside its immediate labor market.

W hat Lies A head?  As for the future, 
says Linda Blue Smith of Tom Hagan 
& Associates, “I believe the trend of a 
more sophisticated, well-educated 
banker will continue. With the volatil
ity of regulatory changes and the 
onslaught of competition, banks that 
survive and prosper will do so on the 
quality of their human resources. ”
More Selective

John W. Worsham of John W. Wor
sham & Associates says, “Although we 
have not seen a reduction in number of 
job orders being given our firm by 
client banks, we are noticing banks are 
becoming much more demanding and 
selective when considering candidates 
who have been presented to them by 
recruiting firms. If a bank is going to 
pay a fee during a time when it is 
attempting to reduce expenses, it 
wants to be assured a prospect is qual
ified.”

There will be no more “seat-of-the- 
pants” banking, predicts Allen Mac- 
Wright of Select Finders Corp. In
stead, he predicts banks will be more 
into costing and pricing of services, 
sophisticated methods and systems 
analysis and improvement in internal 
flow of paper, reports, etc.

One executive-search firm repre
sentative makes this observation: “I 
search hard to find the candidate with 
the skills, education, experience and 
success record my client bank has re
quested. And yet, the single most im
portant factor in the hiring decision is 
the match between the personalities of 
the employer and the candidate. The 
most important service I provide my 
client banks and my applicants is to 
help them get to know each other as 
well as possible so their relationship 
will be long and healthy. Everyone 
wants to avoid becoming a part of the 
turnover statistics.” —  Rosemary 
McKelvey, editor.
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Help Stamp Out Director Liability Risk
With These Board-Related Manuals
CORPORATE ETHICS . . .  What Every 
Director Should Know. $23.00 Society 
is demanding more disclosure from all 
businesses, including banking. Thus, 
bankers literally are forced to re-exam
ine policies on types of information 
that can be disclosed publicly. The 
board's disclosure policy can be a major 
factor in the public's judgment of a 
bank. The fact that a bank is willing to 
discuss . . .  or make public . . . any of 
its actions will encourage high stan
dards of conduct by the bank staff. 
This manual (over 200 pages) will help 
directors probe ''grey'' areas of business 
conduct so that directors can establish 
written codes for their own bank.

QUANTITY PRICES
2 - 5 copies — $21.00 ea.

6 - 10 copies — $19.50 ea.

BOARD POLICY ON RISK MANAGE
MENT. $17.50 This 160-page manual 
provides the vital information a board 
needs to formulate a system to recog
nize insurable and uninsurable risks 
and evaluate and provide for them. In
cluded are an insurance guideline and 
checklists to identify and protect direc
tors against various risks. Bonus fea
ture: A model board policy of risk 
management adaptable to the unique 
situations at any bank. Every member 
of your bank's board should have a 
copy!

QUANTITY PRICES
2 - 5 copies — $15.50 ea.

6 - 10 copies — $14.50 ea.

THE EFFECTIVE BOARD AUDIT. 
$19.00 This 184-page manual provides 
comprehensive information about the 
directors' audit function. It outlines 
board participation, selection of an 
audit committee and the magnitude of 
the audit. It provides guidelines for an 
audit committee, deals with social re
sponsibility and gives insights on en
gaging an outside auditor. It includes 
checklists for social responsibilities 
audits, audit engagement letters and 
bank audits. No director can afford to 
be w ithout a copy!

QUANTITY PRICES
2 - 5 copies — $17.00 ea.

6 - 10 copies — $16.00 ea.

The
Effective 
Board Audit

$19

$17.50

Conflicts of Interest
anti Officers of FtuaucuU Insti luttons

^  RISK 
MANAGEMENT

THE BANK BOARD AND LOAN 
POLICY. $12.00 (Fourth Edition) 
Recently o ff the press! This revised and 
expanded manual enables directors to 
be a step ahead of bank regulators by 
providing current loan and credit poli
cies of numerous well-managed banks. 
These policies, adaptable to any bank 
situation, can aid your bank in estab
lishing broad guidelines for lending 
officers. Bonus feature: Loan policy of 
one of the nation's major banks, loaded 
with ideas for your bank! Remember: 
A written loan policy can protect direc
tors from lawsuits arising from failure 
to establish sound lending policies! 
Order enough copies for all your direc
tors!

QUANTITY PRICES
2 - 5 copies — $10.00 ea.
6 - 10 copies — $9.50 ea.

IVhat Every Director 
Should Know About

CORPORATE
ETHICS

BANK BOARI)

LOAN POLICY

$12

CONFLICTS OF INTEREST. $12.00
(Third Edition) Conflicts of Interests 
presents everything directors and o ffi
cers should know about the problem 
of "conflicts.”  It gives examiners'views 
of directors' business relationships with 
the bank, examines ethical pitfalls in
volving conflicts and details positive 
actions for reducing the potential for 
conflicts. Also included is the Comp
troller's ruling on statements of busi
ness interests and sample conflict-of- 
interest policies in use by other banks 
which can be adapted by your board.

QUANTITY PRICES
2 - 5 copies — $10.00 ea.
6 - 1 0  copies — $9.50 ea.

THE BANK BOARD LETTER 
408 Olive St., St. Louis, MO 63102
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Four-Volume
M A R K ETIN G  LIBRARY

*34Regular Price

$50.00
NOW
ONLY

95

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

Regular Price: $13.00

Profit-Building Ideas for Bank Christmas Promotions. This 
is NOT a Christmas Club book, although ONE chapter is 
devoted to Christmas savings promotion plans. Other chap
ters: selling various bank services during the Holidays: using 
lobby decorations most effectively; helping children at 
Christmas; remembering employees in Christmas planning; 
using the "good w ill season" to build bank good w ill; get
ting the most benefits from Holiday publicity; planning for 
the Holidays from mid-summer to New Year's. In 80 pages 
are packed tested Holiday ideas used by banks, big and 
small, from coast to coast.
Regular Price: $9.00

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

Regular Price: $20.00

How to Write Bank Publicity and Get It Published.. . The
complete guide to procedure in writing publicity releases 
and how to prepare them so that newspaper and magazine 
editors w ill use them; 61 pages; 12 chapters with titles such 
as "  Constructing the News Story," "Placing the News 
Story," "Handling 'Sticky' Situations," "Dealing with News 
Media"; another completely factual, step-by-step how-to- 
do-it manual.
Regular Price: $8.00

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

MID-CONTINENT BANKER 
408 Olive, St. Louis, Mo. 63102

Please send us books checked:
copies, Bank Celebration Book @  $ 2 0 .0 0  ea. 
copies, Bank Publicity Book @  $ 8 .00  ea. 
copies, Planning an Incentive Campaign @  $ 1 3 .0 0  ea. 
copies, Profit-Building Ideas for Xmas @  $ 9 .00  ea.
SEND ALL FOUR BOOKS AT THE LOW PRICE OF $34.95 
[ ] Check enclosed............................................................................
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What Qualities Are Needed
To Produce

Ideal Personnel Officer?

TAKE a little sociology, psycholo
gy, legal and business knowledge, 
diplomacy and old-fashioned common 

sense. Mix, and you have the ideal 
personnel —  or human resources — 
officer in a bank. For convenience pur
poses, we will use the term personnel 
as opposed to human resources in this 
article.

Ask why someone wants to work in 
personnel, and, more than likely, the 
answer is, Because I like to work with 
people.” That’s a necessary quality for 
a personnel officer, but it just is not 
enough in today’s banking world.

One must be cognizant of the many 
federal laws and regulations now gov
erning businesses, especially banking: 
Title VII and Equal Pay, Equal Em 
ployment Opportunity, Affirmative 
Action, Age Discrimination, Rehabil
itation (hiring handicapped) and Vet
erans Readjustment Assistance acts. 
Since one can t possibly know every
thing about these laws, one must know 
where and when to go for help.

A good personnel officer must be 
able to help develop and carry out a 
wage/salary administration program 
that’s fair and equitable to a bank’s em
ployees while allowing the bank to 
make a profit. The officer must help 
establish job grades, job ratings, job 
evaluations and job descriptions; and 
be the go-between, so to speak, be
tween bank management and staff.

In addition to all these responsibili
ties, in many banks, small ones in par
ticular, one person may be not only a 
personnel officer, but also may have to 
make loans, handle new business or 
carry out other duties.

To get a p erspective on bank- 
personnel administration, editors of 
Mid-C ontinent Banker interviewed 
C liff R. Juengst (pronounced 
“Jenkst”), senior vice president/hu

"Current employees are one of the best 
(hiring) sources," says Cliff R. Juengst, 
s.v.p./human resources, Mercantile Trust, 
St. Louis, in accompanying article. Mr. 
Juengst joined bank in 1961 and has 
headed personnel department since 1977. 
He belongs to American Society of Person
nel Administration, is on policy committee 
of School for Bank Administration at Uni
versity of Wisconsin/Madison and has com
pleted Stonier Graduate School of Banking 
at Rutgers University/New Brunswick, N. J.

man resources, Mercantile Trust, St. 
Louis. Of course, Mr. Juengst works 
for a large, metropolitan bank, but 
many of his remarks and much of his 
philosophy on bank personnel can be 
applied to banks of all sizes and in any 
area.

First of all, Mr. Juengst was asked to 
give the main objective of a personnel 
department. He answered: “To obtain 
and to have in place the right people 
for the right jobs.”

However, to accomplish this objec
tive, a personnel officer must have 
many hiring sources to turn to, and, 
according to Mr. Juengst, a bank’s cur
rent employees are one of the best 
sources. For instance, 25% of Mercan
tiles hires are referred by other em

ployees. This percentage may go up 
because the bank instituted a formal 
employee-referral program early this 
year.

Under this program, job openings 
are posted, and employees can refer 
friends and acquaintances (no rela
tives) for those jobs. When a person is 
hired, a cash award is given the person 
who referred the new employee. 
Awards are based on types of jobs 
listed.

For a referral award to be given:
• The person referred by the em

ployee must be qualified and must be 
hired to fill a posted job opening 
marked by a special symbol.

• Both the employee and the person 
he/she referred must be actively em
ployed by M ercantile at the time 
award payments are due.

• The person being referred must 
present a fu lly  com pleted  referral card 
at the beginning of the firs t  interview 
or when a résumé is presented prior to 
the first interview.

• The person being referred must 
make his/her own interview appoint
ment (the employee doing the refer
ring cannot do this).

In addition to employee referrals, 
Mr. Juengst says, Mercantile looks for 
new employees at local colleges and 
high schools for entry-level people, 
newspaper ads and employment agen
cies for hard-to-find skills in critical 
areas, such as data processing, and 
occasionally executive recruiters —  or 
“headhunters” —  at the middle- and 
top-management levels.

M ercantile probably is different 
from many smaller banks in that it’s 
located in a busy downtown area and 
gets from 3,000 to 4,000 “walk-ins” a 
year looking for jobs. Of course, many 
of them are not qualified for any type of 

(Continued on page 60)
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Special Interviews 
Allow CEO to 'Hear' 
What Officers Think

IT’S OFTEN been said that the more 
information a bank CEO has, the 

better he can run the institution. This 
theory has spawned innumerable sur
veys and other types of information 
quests. Customers usually have been 
the targets of these inform ation
gathering exercises.

Such a procedure may be putting 
the cart before the horse, if the CEO

"My officers sometimes tell 
me they think I'm too ac
cessible to the public, since 
my office is near the bank's 
front door." -  Frank Spin
ner.

isn’t conversant with viewpoints held 
by his officers —  the key people he 
depends on to help him run the institu
tion.

The days of a C EO  being all
knowing in relation to his officers’ 
viewpoints and opinions are a thing of 
the past, according to Frank K. Spin
ner, president/CEO, Tower Grove 
Bank, St. Louis. Mr. Spinner is an out
going individual who prides himself on 
being able to put his finger on almost 
every aspect of his bank’s operation. 
Yet, he came to the realization about a 
year ago that his officers were not over
ly communicative at staff meetings. 
This reticence made him wonder just

what they were thinking about the 
bank and its policies, practices and 
procedures.

To get a handle on this situation, he 
contacted Jack Miner, a bank consul
tant who runs Prestige Services, Inc., 
Chesterfield, Mo. Mr. Miner has spe
cialized in helping bank CEOs plumb 
the thinking of bank directors for a 
number of years and was beginning to 
develop a similar program for bank 
officers. When Mr. Miner explained 
his services to Mr. Spinner, the latter 
gave the go-ahead for Mr. Miner to 
conduct in-depth interviews with each 
of Tower Grove’s 41 officers. The ob
ject was to develop a profile of officer 
opinion on a number of aspects of bank 
operations.

The project is said to be the first of 
its kind on the banking scene and, as 
such, it was important that the concept 
be presented in an unintimidating 
manner. Thus, when Mr. Spinmer 
announced to his officers that they 
soon would be asked to participate in 
lengthy interviews with Mr. Miner, 
they were assured that everything 
they told the interviewer would be 
confidential. Although direct quotes 
would be used in the report to the 
CEO, no officer would be identified by 
name, department or position.

Responses to each question Mr. 
Miner would ask from his 40-page list 
would be summarized and digested 
into a form easily comprehended by 
the CEO or anyone the CEO chose to 
see the report.

Mr. Miner’s method of beginning an 
interview is to tell the interviewee 
what procedure will be followed. He is 
told that the CEO wants to run his 
bank better with the help of ideas and 
comments provided by his officers. 
This fact should be considered a com
pliment by each officer, since the CEO 
actually is asking for officer assistance 
in running the institution.

Each interview had a four-fold pur
pose: to construct a profile of the offi

cer’s thinking about himself, his bank, 
his hopes and fears; to provide a vehi
cle for anonymous communication be
tween officer and CEO, with recom
mendations made by officers incorpo
rated into Mr. Miner’s personal sum
mary; to stimulate the officer to think 
about things he hasn’t thought about 
prior to the interview; and to compli
ment the officer by seeking his views.

" Every recommendation  
made during the interviews 
w ill be considered, and 
officers w ill be told why 
some may not be practical 
to implement."

Interview questions range from the 
personal (few of which end up in a 
report) to the philosophic. They are 
designed to bring out the officer’s con
cept of his place in the bank and his 
views about bank management.

Mr. Miner encourages CEOs to 
share the contents of his reports with 
those who were interviewed, a recom
mendation Mr. Spinner is following.

Mr. Miner says he attempts to pre
sent the full range of comments to each 
question, omitting nothing but repeti
tive material. This means that brick
bats as well as compliments are in
cluded in the report. He says that 
almost every individual he has inter-
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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 InfoCasff 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.

The Chase is on.

©1981 The Chase Manhattan Bank. N.A./Member F.D.I.C
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viewed has enjoyed the experience; 
usually to the degree that the officer 
thanks Mr. Miner for his considerate 
—  but stimulating —  interview tech
nique.

Mr. Spinner says he is extremely 
pleased with the report he received 
from Mr. Miner, and he is determined 
to follow through by considering the 
recommendations it includes. One of 
the best ways to promote officer dis
satisfaction with management, he says, 
is to complete an ambitious project of 
this type and then let it sit on one’s 
desk for a long period. He realizes that 
officers who participated in the inter
views are waiting for feedback.

At Tower Grove Bank, the feedback 
has begun. Mr. Spinner is holding a 
series of sessions with all officers to go 
over the report, after which all officers 
will have an opportunity to review the 
written report. In addition, Mr. Spin
ner intends to sit down with each offi
cer individually to discuss the contents 
of the report.

As a further follow-through, he in
tends to conduct one-on-one conversa
tions with each officer at annual- 
review time in an effort to encourage a 
continuous flow of communication be
tween officers and himself.

Mr. Spinner says he favored the in
terview project because he wants his 
officers to feel free to get whatever is 
bothering them off their chests. He 
wants them to realize that communica
tion betw een officer and CEO  is 
healthy and welcome. It’s a vehicle for 
establishing a sense of confidence in 
management.

He says he expects some policy 
changes to result from the report’s con

tents. He also expects to make it clear 
to officers why certain recommenda
tions cannot be implemented.

Like a military leader who will not 
ask his troops to do something he 
would not do, Mr. Spinner took the 
lead in being interviewed by Mr. Min
er. This enabled Mr. Spinner to deter
mine the appropriateness of the ques
tions officers would be asked, and it 
enabled him to ask Mr. Miner to insert 
additional questions especially perti
nent to Tower Grove Bank’s situation.

Among responses gleaned from the 
report are the following:

• Officers have a new appreciation 
of the fact that customer service must 
be top-rate now that the bank has 
raised its service-charge fees to the 
point that services are profitable.

• Officers expressed their feeling 
that promotion must be by merit, not 
by politics.

• Many said they wished there were 
more hours in the day so they could 
catch up with their work.

Among ideas officers suggested in 
the interviews to improve bank ser
vices were the following:

• Install a more advanced computer 
system.

• Give customer-contact personnel 
better training.

• Offer types of services that will 
ensure that the bank retains its cus
tomer base in the fact of growing com
petition.

• Establish a central information 
file.

• Educate customers about bank
services.

• Establish facilities.
The majority of comments made

concerning Mr. Spinner himself (who 
is a relative newcomer to the bank) 
were generally favorable. Some were 
concerned that he worked too hard; 
others thought he made himself too 
available to the public by occupying an 
office near the main entrance to the 
bank.

When asked why they continue to 
work at Tower Grove Bank, officers 
responded:

• “I enjoy my work, associates and 
my boss.’’

• “It’s a family; I couldn’t think of 
being anywhere else.’’

• “It provides a challenge; it’s the 
best place I ’ve ever worked. ”

• “It presents an outstanding oppor
tunity. They take care of their people.

• “It’s a good place to learn with a 
family atmosphere that I thoroughly 
enjoy.”

• “My work is recognized and re
warded and it gives me a good positive 
future.”

• “I take pride in the bank and I love 
the service I can give.”

• “I feel this bank is a part of m e.”
More than 97% of those interviewed

said they would not leave the bank if 
offered the same job at another bank. 
More than 95% said they would stay at 
Tower Grove even if they were offered 
a 10% higher salary by another bank.

Not every comment was as upbeat as 
those above, a fact for which Mr. Spin
ner is grateful. He says the report held 
some, but not many, surprises. Most of 
the complaints registered from the in
terviews involved situations that Mr. 
Spinner has been concerned with, too. 
Some actions were not taken in the 
recent past due to an impending merg
er of Tower Grove into County Tower 
Bancshares. Now that the merger is 
completed, Air. Spinner expects prog
ress to become evident in the area of 
improving bank capabilities.

And some of this progress will have 
been instigated by the ideas presented 
by bank officers through the inter
views with Mr. Miner.

“It’s a good thing for a CEO to know 
what his officers are thinking, Mr. 
Spinner says. “I like a free flow of com
munication. —  Jim Fabian, senior 
editor.

• MGIC. Donald P. Koziol has 
been named vice president/national 
sales manager, M GIC Indem nity 
Corp., Milwaukee. He is responsible 
for all headquarters and field sales 
functions, including product develop
ment and marketing. He joined the 
firm in 1974.

C R A  H ikes Cost of Borrow ing

THE COMMUNITY Reinvestment Act (CRA) has reallocated some 
credit into low-to-moderate income areas, but, in so doing, has 

increased the overall costs of borrowing, according to Fed economist 
Norman N. Bowsher.

Mr. Bowsher argues that lenders, in an attempt to demonstrate that 
they are meeting the credit needs of their areas as the CRA requires, 
must engage in sideline activities that drive up the costs of borrowing 
and misallocate credit. Such activities include appointing community 
relations officers, familiarizing employees with legal requirements, 
holding meetings with community groups and record keeping. In addi
tion, the government incurs costs that burden taxpayers when periodi
cally assessing each institution’s CRA performance.

Mr. Bowsher’s remarks appear in the February issue of Review, 
published by the St. Louis Fed.

Mr. Bowsher says the CRA attacks a problem that scarcely exists. 
Most creditworthy demands, even in low-to-moderate income areas, he 
says, already are being met as lenders compete for loans. Competition 
among lenders,” the author says, “is the borrower’s best protection 
against prejudiced lenders.”
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Affirmative
Third National Credit Overlines enable you to approve large loans quick);
Third National Bank in Nashville stands ready 
to help you get your share of large business 
customers... by providing you with back-up on 
credit overlines. With our help, you can encour
age profitable business without worrying about 
your legal lending limits. Whatever you need in 
the way of correspondent banking 
services . . .  Cash Management,
Data Processing, Trust, In
ternational and Leasing,
Portfolio Servicing, what
ever. .. call us. You’ll 
find our approach to 
your correspondent

needs and problems to be totally professional 
and you’ll be better able to serve your cus
tomers and increase your growth capacity.

Call Sonny Johnson, head of the Correspo 
dent Bank Department, or the representative 
who serves your area: Ish Smith or Ronnie 

Lankford, East Tennessee; Clarence Si 
ter, Middle Tennessee and Alabar 

Roy Lawrence, West Tennessee 
Wayne Whisman, Kentucky. 

Our Tennessee WATS is 
(800)342-8360. In neigh
boring states, dial 
(800) 251-8516.

-- ---------
THIRD

NATION/
BANK

XL
\

%
In Nashville

Member F.D.I.C.
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Improving 
Proof - Department 

Productivity

REDUCTIONS in annual turnover 
(from 200 + % to 18%) and in 

absenteeism (annually in days) from 
687 to 285 were just two results of four 
major projects BancOhio National 
undertook in 1979 to improve its proof- 
department operation.

Between mid-1979 and the begin
ning of 1981, the projects also pro
duced the following improvements:

• Reduction in encoding staff (full
time equivalent) from 53 to 25.

• Boost in productivity —  items 
processed per hour went up from 700 
to 1,784.

• Reject rate down from 2.6% to
1. 1% .

• Average hours worked (weekly) 
down from 52.6 to 39.75.

• Average closeout time reduced 
from 2,245 to 1,730.

• Dollar savings daily on improved 
availability (@  15% on 30 + million $s) 
totals $12,500.

In 1979, we were experiencing the 
same problems that plague many 
proof/encoding departments. We wan
ted to address these problems as a 
package rather than piecemeal.

Thus, in July, 1979, we did a com
prehensive analysis of our proof/en
coding department and began by iden
tifying exactly those problems we wan
ted to solve. Here is a list of those 
problems, not in any particular prior
ity:

1. Extremely high turnover/absen- 
teeism rate.

2. Overall low productivity rate 
(well below 800 items per hour).

3. Inconsistent work flow (from 
offices and through proof).

4. Unusually high reject rate (2.6%).
5. High cost-per-item processing.
6. Large amounts of overtime and 

little control.
7. Extrem ely late closeouts (10 

p.m.-midnight), which led to availabil
ity loss.

8. Large staff working two shifts.
9. Low morale (understandable with

28

By George E. Bobb III 
Vice President 

Item Processing Department 
BancOhio National Bank 

Columbus

the eight previous problems).
We believed these problems were 

closely related and could not be 
treated in isolation. Four major pro
jects were undertaken to remedy the 
situation:

A . Im prove w ork flow  into the p ro o f  
departm ent: It was impossible to close 
out prior to 6 p.m. (our target) when 
40%-60% of the work arrived at 5 p.m. 
or later. Several weeks of on-site analy-

" . . . In July, 1979, we did 
d comprehensive analysis of 
our proof/encoding d ep art
ment and began by identifying 
exactly those problems we 
wanted to solve. . . . W e be
lieved these problems were 
closely related and could not 
be treated in isolation/7

sis at each banking office revealed what 
volumes of work were available and at 
what time. Each banking-office man
ager agreed on these statistics as to 
work availability.

We then addressed transportation of 
those items, by time of day, into the 
proof area. Through trial and error, we 
implemented a program that permit
ted an even work flow into the depart
ment. Number of pickups daily depen
ded on overall volume and availability 
of those items. We then decided that 
some larger offices should be serviced 
every hour, smaller ones possibly 
twice a day. The end result was an 
even work flow, with only 14%-18% 
coming on the last run of the day.

B . Form al Proof-Training Program: 
We believe an operator’s worth is only 
as good as the training given. Thus, we 
implemented a “self-taught” training 
program with a training coordinator 
performing administrative tasks.

The program basically consists of 
cassette, audio/video, with headset. 
Basically, it ’s a self-taught, pro
grammed course. The video portion is 
made up of 650 + slides covering var
ious types of work processed through 
proof, their purposes and functions. It 
also shows how to develop a 10-key 
speed. The goal of each new full-time 
operator is to attain a speed of 1,200 
items per hour within 80 days (more 
for P/T encoders). If this speed is not 
reached within the allotted time 
frame, the employee is terminated.

We also established checkpoints at 
30- and 60-day intervals to evaluate 
trainees’ progress. Persons not meet
ing those standards also could be ter
minated prior to the normal 90-day 
probationary period. The average 
trainee reaches 1,200 items per hour at 
approximately 65 days.

C. Implement a Proof-Encoding In
centive-Pay Program: Our bank cur
rently operates under a grade-level 
program. A trainee is paid as a Grade 
Level I on hire and until 1,200 items 
per hour are reached (G/L I pay is 
somewhat higher than minimum 
wage). When the minimum 1,200 
items per hour (IPH) are reached, pay 
then is calculated on incentive based 
on total IPH less errors.

The incentive scale progresses in in
crements of 100 IPHs (1,200, 1,300, 
1,400, etc.), with an appropriate cor
responding hourly wage. Every two 
weeks (one pay period), total number 
of items processed, less 500 for each 
error, are divided by hours worked to 
arrive at each encoder’s net speed. 
This is done through a program on our 
IBM Model 5110 minicomputer to 
save time and effort.

The report showing the employee’s
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When it comes to customer preference 
other travelers cheques don’t stack up.

In fact, they don’t even 
come close. In a recent national 
survey, a majority of travelers 
cheque users said they want 
American Express® the next 
time they buy travelers cheques.

W hich isn’t surprising 
when you consider that only

American Express offers five spe
cial services to help protect your 
customers’ vacation if their trav
elers cheques are lost or stolen. 
We can help cancel lost credit 
cards, issue a temporary ID, and 
cash a personal check for up to 
$200. We even have a 24-Hour

Travel Service Hotline if your 
customer needs help changing 
travel plans. And an Emergency 
Message Service if they want to 
send a message home.

Combine all that with our 
60,000 refund locations and 
nearly 1000 worldwide Travel

Service Ofhces and you’ll see wh 
most travelers cheque users feel 
American Express is the best brar 

So don’t settle for less. A 
majority of travelers cheque users 
want American Express. And if 
you don’t have them, they may st; 
asking around.

American Express Travelers Cheques
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Preemployment Screening Test 
Developed by BAI for Banks

name, speed and hourly wage then is 
submitted to salary administration for 
wage input. The incentive-pay scale 
increases at a decreasing rate. In other 
words, as a person’s pay increases, cost 
per item decreases. This results in staff 
reductions.

D. A Successful P roo f Operation: 
All previously mentioned projects 
merely were “tools” for the manage
ment team to use in accomplishing this 
ultimate goal. Our final operating posi
tion could not be achieved without the 
commitment and support of a profes
sional management team that could 
offer the stability and expertise neces
sary to undertake these projects. Re
porting systems established for man
agem ent monitoring and decision 
making include (all on our 5110 mini
computer) incentive-pay statistics, 
work-flow monitoring and expected fu
ture volumes by time of day based on 
historical data. We are able to estimate 
—  within 2% —  hourly volume of the 
proof area one month prior to produc
tion. This permits best utilization of 
staff and equipment.

Although this is only a brief over
view of the scope of our projects, I 
hope it lends some insight to the possi
bility of productivity improvement. I 
believe no specific program is ideal for 
all operating areas. However, if a bank 
takes time to step back and objectively 
analyze its particular situation, it may 
lead to better future management de
cision making when addressing any 
new programs. • •

• Barclays Am erican Business 
Credit. James K. Boll and Jean M. 
Paulsen have been appointed loan 
analysts in the Midwest Service Cen
ter. They analyze financial positions of 
clients throughout the region, which 
includes Indiana, Kentucky, Missouri, 
Illinois and Kansas.

A PAPER-AND-PENCIL “honesty 
test” for bank employees now is 

available from the Bank Administra
tion Institute. Called Bank Personnel 
Selection Inventory  (BPSI), the test is 
designed to profile attitudes and opin
ions of job applicants in the areas of 
dishonesty, drug abuse and violent be
havior to determine the risk of fraud or 
theft. It is administered on-site by 
bank personnel and scored within min
utes.

The BPSI, offered in conjunction 
with London House Management 
Consultants, Park Ridge, 111., takes 
about 30 minutes to complete. To 
score the test, the administrator tabu
lates the responses and calls the BAI’s 
toll-free telephone number. An oper
ator receives the raw scores and, with
in minutes, provides the administrator 
with a computer analysis of the results. 
Within 24 hours, a written confirma
tion of test results is sent to the bank. 
Cost of the test —  including examina
tion booklet, analysis and written con
firmation —  ranges from $8-$13, de
pending on quantities ordered.

“In no other industry are the hones
ty and integrity of our employees as 
crucial to our day-to-day operations, 
our individual institutions and the in
dustry as a whole,” says Daniel L. 
Grimes, chairman of the BAI’s security 
commission and vice president, Bank
ers Trust, New York City.

Citing F B I figures, Mr. Grimes 
points out internal fraud in the finan
cial community has increased dramati
cally in the past few years. In 1978, 
average loss to a financial institution 
was $1,400. In 1980, the figure jumped 
277% to an average loss per case of

$24,000.
“To date,” says Keith D. Marshall, 

principal research manager/security 
programs for the BAI, “banks have re
lied on either FB I fingerprinting or 
polygraph tests to screen employees. 
The problem with fingerprinting, 
which has been suspended temporari
ly by the FBI, is that it can be adminis
tered only after a person has been 
hired. It takes four to six weeks to re
ceive the results, and it only identifies 
a previous criminal conviction. It does 
not profile attitudes or behavior.”

As to polygraph tests, Mr. Marshall 
indicates they are useful and generally 
accurate, but are expensive, usually 
administered off-site, and such a test’s 
validity depends on the skill of the per
son administering it. Also, the test is 
illegal in 13 states.

Kurt Elster, the BAI’s human re
sources director, says, “A number of 
validity and reliability studies were 
conducted to ensure the effectiveness 
of the (BPSI) test. In addition, studies 
indicated there was no adverse impact 
on minority groups.

“Unlike an interview, which is un
systematic and often subjective, the 
BPSI is a benefit to the honest candi
date. It is fair because it submits all 
candidates to the same measurement. 
To the degree that fairness, consisten
cy and equal treatment describe ethi
cal hiring practices, this selection pro
cedure is a step in the right direction. ”

AIB Sets Annual Meeting  
M ay 30-June 3 in Dallas

The 1982 AIB Conference, set for 
May 30-June 3, will focus on banker 
education as the competitive edge in 
this era of deregulation and increased 
competition.

More than 1,200 bankers are expect
ed to attend the conference, which will 
be held at the Hyatt Regency, Dallas.

The first two days will serve as the 
annual leadership conference for the 
AIB. Sessions on chapter management 
will address topics related to the con
tinued growth of the organization.

Taking part in a panel discussion on 
the future of the financial-services in
dustry will be U. S. Senator Jake Garn 
(R.,Utah), chairman, Senate Banking 
Committee; Wallace O. Sellers, vice 
president, Merrill Lynch; and Elvis 
Mason, chairman, InterFirst Corp., 
Dallas. Journalists from U. S. News 
and W orld Report also will speak.

JOHN W. WORSHAM &  ASSOCIATES, INC.
PERSONNEL CONSULTANTS

RIVER OAKS BANK &  TRUST TOWER
2001 KIRBY DRIVE, SUITE 505

HOUSTON, TEXAS 77019
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Walter E. Heller & Company, 105 W. Adams SI., Chicago, IL 60603 • Other Heller offices in: New York • Boston • Philadelphia • Montclair, Ml • Baltimore 
Syracuse • Minneapolis ■ Detroit • Cleveland • Kansas City • Atlanta • Charlotte • Miami * Tampa • Birmingham • Columbia, SC • Houston • Dallas 
San Antonio • Albuquerqjue • New Orleans * Phoenix • Tucson • Boise • Denver • Salt Lake City • Los Angeles • Newport Beach, CA • San Francisco 
Seattle • Portland • Spokane • San Juan, P.R. Heller services also available in Canada ond twenty-three countries around the world.
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Vital facet of Professional Teller Program at Third Nat'l, Nashville, 
is training clinic. In classroom setting, tellers study topics desig
ned to develop their banking knowledge. Directing this clinic are 
Beryl Kiefer (standing) and Anne Cheatham (seated).

Portion of each Professional Teller Program training clinic is de
voted to individual study of class materials. This program offers 
four grade levels of progression, from teller trainee to senior 
teller. In effect, it offers tellers "career path."

Professional Teller Program 
Reduces Turnover by 55%, 

Halts Escalating Losses
T t ’S NOT that I don’t like my jobJL here at the bank, because I 

really do,” explains the intelligent 
young man as he hands a resignation 
notice to his manager. “I want a career 
in banking, but here I just feel trapped 
in a dead-end slot. I don’t know what I 
can expect from the bank or what the 
bank expects from m e.”

This scene occurs daily all over the 
country, in big banks and small ones. 
Branch managers everywhere are all 
too familiar with the frustration of tell
er dissatisfaction. They hire courteous, 
ambitious men and women, spend 
weeks training them, watch them grow 
to be responsible tellers —  and then 
see them leave after six months, a year, 
two short years.

High teller-turnover rates have be
come commonplace throughout the in
dustry and often are regarded as an 
inevitable evil, but senior managers 
are only now realizing the high price 
they’re paying for their tellers’ rest
lessness. Wasted hours and dollars 
spent in training short-term  em
ployees, over/short losses due to inex
perienced teller trainees, absentee
ism, low morale, customer dissatisfac
tion — all point a finger to the problem 
and the bottom line. So what are banks 
doing to correct the situation?

Some institutions are taking aggres
sive measures to identify the dilemma, 
and they’re establishing guidelines

and career paths to keep good tellers 
on “Teller’s Row. ” Consider, for exam
ple, the action taken by Third National 
in Nashville. When its retail division 
realized the costliness of its annual tell
er-turnover rates (which sometimes 
reached as high as 75%), a comprehen

sive task force comprised of tellers, 
branch managers, operations and per
sonnel representatives was established 
to tackle the issue. The result of its 
months-long labors has produced the 
Professional Teller Program, a work
ing model of recovery in action.

Third National began its project in 
March, 1979, with research super
vised by John B. Tirrill, senior vice 
president/retail administration. Tel
lers and managers identified their dis
content in the following terms:

• Failure to provide clear guide
lines for performance standards, re
sulting in inequities in salaries and 
grade levels relative to job responsi

bilities.
• Little recognition for good job 

performance.
• Lack of clear career path for tell

ers.
• Inadequate provisions for addi

tional training opportunities.

• Escalating check and over/short 
losses.

• Absenteeism.
• Escalating turnover.
• Declining productivity.
• Inadequate recognition of and re

sponse to customer needs.
• Ineffective communication.
Mr. Tirrill and Anne Cheatham, 

assistant vice president/retail division, 
read initial reports of the research and 
began to interview tellers. They lear
ned that tellers desired additional 
training and responsibilities. They 
wanted to be kept better informed on 
products and changes. And tellers did 
not think their jobs made full use of

The Professional Teller Program offers four grade 
levels of progression, from teller trainee to senior 
teller. At each level, tellers are expected to achieve a 
certain level of defined performance and to attend a 
specific number of training "clinics" as they assume 
additional responsibilities.
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Teller daily log sheet at Third Nat'l, Nashville, records each 
teller's daily business activities, providing branch managers with 
valuable aid in performance appraisals/salary recommenda
tions.

given opportunity to write comments about their business en
vironment and relationships. Both teller and supervisor must sign 
log at month's end.

their skills and abilities.
“Many tellers were asking for addi

tional responsibility, saying, ‘Identify 
my job, give me a standard,’ ” says Ms. 
Cheatham.

Once prior-performance research 
was made to determine what makes a 
good teller tick, Mr. Tirrill and Ms. 
Cheatham sat down with the task force 
to work out details of the Professional 
Teller Program. They realized im
mediately that any reconstruction 
program would have to involve middle 
management. The bank already had 
determ ined that pumping more 
money into the system would not solve 
the problem; it was determined to 
focus on time commitment.

“Managers were the key element,” 
notes Mr. Tirrill. “We knew that the 
program could work only if the mana
gers were committed to knowing their 
tellers, opening communication lines. 
Many times, tellers would bypass their 
managers if they had a problem or 
were dissatisfied. We strongly recom
mended that our managers counsel 
with tellers from the start.’’

When research and development 
were completed, branch managers 
attended a training session designed to 
acquaint them with the new program. 
After the basic concepts were re
viewed, the managers then were 
grouped into small clusters to study 
the program, discuss their views and 
prepare themselves to introduce and 
manage the program within their 
branch environments. Role playing 
and visual aids rounded out the man
agement-preparation techniques.

“We found that many senior mana
gers didn’t realize the magnitude of 
the teller’s responsibilities in today’s 
world of banking,” says Mr. Tirrill.
“The banking industry has undergone 
tremendous changes in the past 20 
years alone. In 1959, if a teller knew __
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how to service checking accounts, 
bond and coupon redemptions, safe 
deposit boxes and travelers checks, he 
was in good shape. Today the bank 
offers all-saver certificates, money 
market certificates, NOW accounts, 
international services, money trans
fers, IRA accounts and a host of other 
services the teller must recognize.

“Too, society has changed. We have 
transient customers, and that means a 
greater risk of check fraud and check 
kiting. The teller must handle a great
er number of dollars and learn how to 
operate our computers. It’s just a more 
complicated society.”

When the teller grapevine sensed 
that reform was in the making, skepti
cism was an initial response. When it 
became apparent that the managers 
were knowledgeable and participat
ing, some doubts cleared. When the 
plan was outlined, enthusiasm took 
over.

In short, the Professional Teller 
Program offers four grade levels of 
progression, from teller trainee to 
senior teller. At each level, tellers are 
expected to achieve a certain level of 
defined performance and to attend a

specific number of training “clinics” as 
they assume additional responsibili
ties. A standard pay scale accompanies 
the promotions with monetary raises. 
Tellers now are given a career  path to 
help them set goals and monitor their 
own progress according to perform
ance and results.

For the first time, managers, too, 
are involved in the teller program. 
Each manager attends sessions to aid 
in developing skills in interviewing, 
counseling and training to realize goals 
set by branch administration.

A major management tool is the tell
er daily log sheet, which provides a 
complete review of each month’s activ
ity. On paper, tellers record their daily 
balancing records, deposits activities, 
business referrals and attendance rec
ords. The back of the sheet allows 
space for a supervisor’s comments rela
tive to the teller (speed of service, 
work habits, custom er relations, 
balancing accuracy, work leadership) 
and for a teller’s comments in general. 
Both teller and supervisor must sign 
the log at the end of the month before 
it is forwarded to the teller records 
analyst, who maintains records for the

if I f  O M N ISEA R C H
BANKING D IV IS IO N

J a m e s  A . (Jim ) W hitw orth
Ex-Banker Working for You

Linda Whalen — Andy Petriscak 
. Associates 

(Dial)
8 1 7 - 535-4081

2001 Beach St.. Suite 530 Fort Worth. Texas 76103
Fort Worth Bank & Trust Building
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entire system. Consolidation of branch 
activity by regions is provided to 
branch administration and members of 
senior management.

“The daily log sheet is proving to be 
a valuable aid in appraisals and salary 
recommendations. Before, any evalua
tions were largely subjective. Now 
performances are recorded in black 
and white, helping supervisors and  
conscientious te lle rs ,” says Ms. 
Cheatham.

“The Professional Teller Program is 
in effect for all tellers in the bank, but it 
does have its own set of restrictions:

• Part-time tellers may participate 
through the first three levels, but a 
full-time commitment is demanded by 
job responsibilities before he/she can 
achieve Level-Four status.

• Tellers must operate time frames 
established. The entire program is 
structured for a minimum  period of 40 
months (31/2 years). In other words,

each teller must spend at least 40 
months overall to complete each level 
in the program, and he/she may take 
longer to finish each level. However, 
grades may not be skipped or rushed.

“That’s about the only negative fac
tor we’ve encountered —  teller im
patience,’ says Beryl Kiefer, manager/ 
retail training department.

• Tellers must attend the recom
mended training clinics to progress. 
Tellers are notified by the teller rec
ords analyst when their recommended 
classes are scheduled, and they are 
paid for the day or half-day they spend 
in class. If they fail to complete their 
pre-clinic materials or tests satisfac
torily, the failure must be rectified if 
they are to receive credit for the clinic. 
Promotions resume when all require
ments are met.

“Some tellers have determined that 
they are happy at Level Two and that 
they don’t want to move to another

level. Fine. If they don’t want to move 
to another branch, as some promotions 
may require, or if they choose to re
main in the same pay bracket, they 
certainly may do so. They will con
tinue to receive their normal reviews. 
If they decide to move up later, they 
still have that option, too,” explains 
Ms. Cheatham.

Now that Third National’s program 
has been in operation for two years, 
results have been measured and com
piled. “And the results,” John Tirrill is 
pleased to say, “have been tremen
dous.”

In one year’s time, escalating losses 
were halted. Actual dollar reduction in 
check losses and over/short losses was 
in excess of $50,000. (This figure is 
especially significant since the teller 
base has increased by 20 since 1979.)

Turnover —  full-time and part-time 
—  has been reduced by 55% since 

(Continued on page 110)

Teller-Training Program Prompted 
By Turnover, Related Costs

T HE IMPORTANCE of training 
tellers so they becom e know

ledgeable and enthusiastic about their 
jobs, thus reducing absenteeism, turn
over and shorts/overs, has come home 
to many banks. This is shown in the 
article about Third National of Nash
ville’s Professional Teller Program, be
ginning on page 32.

Another bank, Union Bank, Erie, 
Pa., also has a Professional Teller Pro
gram, as well as a separate Teller 
Training School.

The bank has 11 branches with a staff 
of 90 full- and part-time tellers.

All new tellers hired at Union Bank 
must attend the three-week school and 
pass the required tests before they are 
placed in the branch system.

The Professional Teller Program, 
however, is voluntary. If present tell
ers don’t want to enter it, they will 
continue to be reviewed at their six- 
month and anniversary dates of em
ployment and will receive the normal 
scheduled salary increases based on 
their performances.

All tellers who sign up for the Pro
fessional Teller Program will bypass 
the midpoint of the bank’s present sal
ary schedule, receive their normal sal
ary increases based on their perform
ances and receive the stated salary in
creases as they pass each phase of the 
program.

For several years, Union Bank’s hu
man resources department had been
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studying teller turnover and its related 
costs. In the spring of 1981, a teller 
advisory committee was formed to 
analyze the causes and possible solu
tions to teller turnover, which affects 
many banks.

Working with the human resources 
department, the advisory committee 
developed the Professional Teller 
Program and scheduled it to begin last 
January 1.

The program is designed to provide 
two incentives for tellers: 1. Monetary 
rewards. 2. Increased recognition and 
path of advancement this program will 
provide tellers.

The bank believes the program not 
only will decrease the number of teller 
term inations, but also inner-de
partmental transfers out of the teller 
system. More importantly, says a bank 
spokesperson, it’s hoped the program 
will result in more transfers into the 
teller system.

A review-board committee also was 
established, and it has the responsibil
ity of reviewing each teller’s perform
ance after completion of the program, 
which consists of:
Phase 1:

1. Successful completion of Amer
ican Institute of Banking courses — 
Principles of Banking and Accounting 
I.

2. Net cash over/short for the first 
six-month period, January 1, 1982- 
June 30, 1982, to be no more than

$100. Cash over/short entries not to 
exceed 15 in the same six-month 
period.

3. Participants will return to the 
Teller Training School for a one-day 
review/testing period. When all points 
of Phase One are accomplished, the 
teller will be promoted in grade level 
and receive a monetary increase in sal
ary.
Phase 2:

1. Completion of the bank’s super
visory-development course.

2. Net cash over/short in the second 
six-month period, July 1, 1982- 
December 31, 1982, to be $100 or low
er. Cash over/short entries not to ex
ceed 15 in the same six-month period.

3. Full knowledge of all back- 
counter functions.

4. Return to the teller school for a 
second review/test.

5. Approval by the review-board 
committee.

The one-day Teller School review is 
comprised of reviewing the Teller 
Manual and all bank services. The test 
is based on questions from the manual 
pertaining to teller operations, func
tions and procedures. The second one- 
day Teller School review is comprised 
of reviewing the Teller Manual, all 
bank services and customer-relations 
procedures. The test is based on what 
is discussed during the first and second 
review classes. Purpose of these re- 

(Continued on page 112)
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Leave the snarls of Money Order 
processing to tlie Paper 1 Iger.

Y our back  office has enough to do processing 
all your daily proof item s without having 

to get involved in the problem s of your
M oney Orders.

M oney Orders are probably only a service item  
with you, not the m eat of your business.

T hey are our main business. Travelers Express 
(the Paper T iger) has been in the funds 

transfer field for over 40 years.
W e’ll take over that back o ffice  workload and 
free your people for m ore cost-efficien t work.

We supply drafts that are faster and sim pler 
to issue; and do all the reconciling, tracing, 
storing, filing, paym ent stopping and handle 
all the other problem s that occu r daily.
Find out m ore about how the Paper T iger can 
help you lower your costs and reduce problem s 
with M oney Orders and Official Checks, too! 
H e’ll work expressly fo r  you.
For m ore inform ation call 1-800-328-5678 and 
ask for G ene Lewis.
Travelers Express/y working fo r you.
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Teller activity  shows the greatest need for productivity 
improvement in banks, according to a recent survey by 
the ABA’s marketing division.

Lending activities, such as loan documentation, pro
cessing and platform duties, were cited as next highest in 
need of productivity improvement, with branch staffing 
and operation, new accounts and customer service also 
mentioned frequently.

The survey polled the nation’s top 1,000 banks in 
assets, collecting information on productivity measure
ment and improvement techniques used in bank offices 
and branch networks.

Ninety-one percent of the responding banks said that 
productivity is critical to their objectives and a majority of 
those said they have tried some form of productivity- 
improvement program. Most popular programs are set
ting performance standards (53%), work-measurement 
techniques (46%), flex-time scheduling (23%), quality 
control (21%), team improvement (17%), job-enrichment 
systems (10%) and quality circles (5%).

Support from top management is essential in attempt
ing to improve productivity. The survey reveals that 61% 
of top management support and show high interest in 
productivity. An additional 24% show high interest but 
find it difficult to implement a program for a variety of 
reasons.

Most efforts concentrate on the operational side of 
productivity, but little has been done on the retail side, 
which includes front-office and customer-contact func
tions. An operations handbook on retail banking produc
tivity is expected to be released by the ABA next month.

A se lf-in stru ction a l train ing p ro g ra m  to teach basic 
accounting to lenders has been developed by Omega, a 
San Francisco bank consulting firm. The program, called 
“Asset Conversion Cycle: Accounting for Loan Officers,” 
teaches the basic technical accounting skills used by lend
ers and a framework for credit analysis.

Trainees learn to see through financial statements to 
the business behind the numbers and to calculate sources 
and uses of funds using accrual financial statements. They 
learn how financial statements represent a company’s 
cash cycle or “asset conversion cycle.” Exercises and 
practice questions enable trainees to differentiate the 
reporting of business transactions from the flow ol cash 
through a business’s operating and capital-investment 
cycles.

Trainees with no previous accounting experience can 
complete the course in six to 12 weeks, working eight to 
12 hours each week. Bankers who take the course to 
refresh their skills can complete the program in 24 hours 
over a two- to three-week period.

The B a n k  A dm in istration  Institute  (BAI) has selected 
Coopers & Lybrand to present a comprehensive five-day 
course, “Auditing Computer-Based Bank Systems.” The 
course will be given in three Mid-Continent cities this 
year, beginning with one in Houston from May 17-21. 
Subsequent courses will be held in Chicago from Septem

ber 13-17 and New Orleans from December 13-17.
Course participants develop an understanding of con

trols, followed by a comprehensive audit methodology, 
for bank data-proeessing environments. Among topics 
presented are the systems-development life cycle, tech
niques of documenting systems, methods of evaluating 
both controls and impact of control weaknesses and use of 
computerized testing techniques. Practical solutions to 
state-of-the-art auditing problems are emphasized.

The B a n k  M arketing A sso c ia tio n  has introduced two 
new training programs.

“Making Successful Business-Development Calls” is 
designed for new calling officers in community and 
medium-size banks and branching facilities. A meeting- 
leader’s guide and two 15-minute audiovisual segments 
are included.

“Resolving Complaints and Confrontations’ is a train
ing program designed for customer-contact staff. Its pur
pose is to resolve the problems and complaints of custom- 
ers. Problem -solving techniques are designed to 
strengthen customer/bank relations.

M otivating n ew  te llers  to be contributing members of a 
banking team in the early stages of their careers is one of 
the focal points of a new program offered by the Bank 
Administration Institute. “Modern Teller Training 2” 
was developed to explore and explain areas of teller re
sponsibility from customer relations to security to specific 
banking procedures.

The course can be used by experienced tellers as a 
refresher for established practices as well as to update 
them on newer information and techniques. The program 
can be given individually or in group sessions and can be 
customized to meet a bank’s special requirements.

A sig n ifican t im p ro v em en t  in efficiency of most opera
tions has been recorded for the second consecutive year 
by the BAI’s 1981 check-collection-performance-mea
surement survey. Overall labor productivity, measured 
in checks processed per man hour, rose to 551.6 items, up 
5.1% from the previous year.

The survey of the nation’s check-collection system, 
compiled annually by the BAI since 1971, was expanded 
to measure the level of check-truncation activity. In addi
tion, a 1973 BAI research project examining the causes of 
return items was updated and is included in survey re
sults.

The survey revealed that the average reject rate 
dropped from 1.9% in 1980 to 1.7% in 1981. The average 
rate of transit-return items discovered decreased 9.4%, 
following a 16.8% decline the previous year. The average 
rate of free and cost items discovered decreased 4.1% 
from 19.6 items per 100,000 incoming items in 1980 to 
18.8 items in 1981. The average rate of missent, miscoded 
and listing-error items discovered decreased 10.8% from 
18.6 items per 100,000 transit items sent in 1980 to 16.6 
items in 1981.

The survey covered 157 eommerieal banks that pro
cessed 441.2 million checks during the survey period.
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AFTER 37 YEARS 
OF BANKING,
I JU ST T O LD

MY BEST CUSTOMER 
TO GET HIS MONEY 
SOMEPLACE ELSE.

Someplace else is 
Armco Industrial 

Credit Corporation.

When your valued 
customers need higher 
lending limits or more 
specialized credit ar
rangements than your 
bank can offer, that’s 
when we can help. We 
offer bankers a happy 
alternative to refusing 
good customers ex
tended financing.
It’s called AICC 
Participation Lending.

Secured participation 
lending programs are 
developed by AICC to 
bridge the gaps in nor-

MID-CONTINENT BANKER for May, 1982

mal financial services 
your bank offers com 
mercial clients. With 
AICC as a partner, you 
can offer: extended lend
ing limits, flexible financ
ing to keep pace with 
fast customer sales 
growth, financing of

customer acquisitions, 
secured equipment 
lending, even receiva
bles and inventory 
financing.

And, best of all, you 
keep a good customer 
happy and coming back 
for future banking needs.

For more information, 
call or write: Armco 
Industrial Credit Corpora
tion, Dept. FC-432, 2800  
Rockcreek, Suite 604, 
North Kansas City, 
Missouri 64117. 
816/421-5745.

ARMCOV
ARMCO
INDUSTRIAL CREDIT 
CORPORATION

Subsidiary o f A rm co Financial Corporation
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ESOPs
Attract, Reward, Retain 
Good Bank Employees

M ORE and more banks are begin
ning to implement employee 

stock-ownership plans (ESOPs) as 
tools for attracting, rewarding and 
keeping top people. In addition, there 
are a variety of other uses for effective
ly designed ESOPs. This article dis
cusses ESOPs as a recruiting tool and 
reviews some of the other advantages 
that can be realized from them.

W hat Is an ESOP? An ESOP is a 
qualified employee-benefit plan, as 
defined under Section 401(a) and 
4975(e)(7) of the Internal Revenue 
Code, which is designed to invest pri
marily in employer securities without 
some of the restrictions of the Em 
ployee Retirement Income Security 
Act (ERISA). Its ability to incur debt 
for this purpose makes it unique 
among other qualified em ployee- 
benefit plans. Distributions to plan 
participants on retirement or termina
tion are made in the form of employer 
securities or cash.

The ESOP may consist of a qualified 
stock-bonus plan only or may be com
bined with a qualified money- 
purchase pension plan. Annual con
tributions to the plan by the employer 
bank may be in the form of cash or

By Bob L. Sellers, Ph.D.* 
President

Banking Consultants of America 
Memphis

stock, eith er of which is a tax- 
deductible expense under the IRC 
Section 404(a). The ESOP may be de
signed to permit tax-deductible con
tributions by the bank of up to 25% of 
total compensation of participating 
employees. Under the Economic Re
covery Tax Act of 1981, interest and 
forfeitures are not charged against the 
25% contribution limits for leveraged 
ESOPs. Therefore, leveraged plans 
can utilize much higher contributions 
than is possible under a non-leveraged 
plan.

W hat ESOPs O ffer. Key executives 
provide the key to better profitability, 
which is a primary concern for man
agement. How well the bank utilizes 
its resources is indicated by the bottom 
line. Profits also help measure man
agerial efficiency, with key indicators

* Mr. Sellers’ firm specializes in ESOPs fo r  
banks. This article is adapted from his book 
“Employee Stock Ownership Plans . . . the 
Evolution.”

such as return on equity (ROE) and 
return on assets (ROA) telling the 
story.

The current banking environment is 
challenging, and for banks to remain 
competitive, they must recruit, re
ward and keep top people. An ESOP 
can be beneficial in doing just this. An 
ESOP offers great incentives to em
ployees, since they grow financially as 
the bank grows. Giving employees and 
top executives a piece of the action 
usually has been an effective way of 
obtaining the best results from them. 
An ESOP converts employees into 
part owners of the bank, and they no 
longer just work for someone else.

Many case studies indicate em
ployee production increases dramati
cally after employees are given an 
equity ownership through an ESOP. A 
large factor in real growth of a bank is 
reduction of turnover. An ESOP, in 
addition to motivating employees, 
helps reduce turnover and can inspire 
greater loyalty from employees. The 
latter are aware their retirement ben
efits and their piece of the action de
pend on their bank’s performance. 
Therefore, everyone from the presi
dent to the lowest-paid employee 
works hard to achieve better results for 
the bank, customers, shareholders and 
themselves.

The author has a number of bank 
clients that have used ESOPs effec
tively as a recruiting tool and for reduc
ing turnover. For example, one bank 
was having excessive turnover at the 
middle- and staff-management levels. 
Officers who left the bank generally 
felt they would never share in own
ership of the bank even though their 
efforts were instrum ental in its 
growth.

Exit interviews with persons leaving 
brought out the fact their new em
ployers offered stock ownership, and 
the equity position was an important

Should Your Bank Have an ESOP?
The author recommends the following guidelines in determining 
whether a bank is a candidate for an ESOP:

• The bank should have a reasonable return on assets and return on 
equity.

• It should review its other employee-benefit programs and deter
mine their cost effectiveness as measured against actual benefits being 
provided. The other programs should be analyzed to determine if they 
are helping the bank accomplish its objectives.

• Payroll should be $300,000 or more.
• The bank should have strong management with a desire to share 

future growth with valued employees.
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consideration in their decisions to 
change em ploym ent. Bank stock 
would create growth that was not tax
able, until the stock was sold, and they 
felt they would be building a “nest 
egg” for the future.

After establishing an ESOP more 
than four years ago, this bank not only 
has maintained its present officers, it 
has been successful in attracting the 
best management talent available. The 
bank competes with other banks in its 
market area for top people, and man
agement has found that while com
pensation, fringe benefits and other 
employee programs are comparable, 
its ESOP has made a major difference 
in our client bank getting the best peo
ple.

In other words, the bank could offer 
participation in ownership and bank 
growth. Of course, the bank is “high 
performance,” and ESOP accounts are 
impressive. Rapid growth of the bank 
in assets, ROA and ROE make this 
particular ESOP an excellent tool for 
attracting, rewarding and keeping top 
people.

The president of another of our bank 
clients recently wrote us regarding the 
success of his bank’s ESOP. He said, 
“The ESOP has had a tremendous 
effect on our progress in terms of em
ployee loyalty and motivation. This is 
true because they (employees) now be
lieve improved profits for the bank will 
be passed on to them via the ESOP. 
Our ROA of 1.59 for last year was far 
more exciting to our employees than it 
would have been without the ESOP. 
Our employees know the increased

earnings are going to improve the 
value of our stock and the increase will 
be reflected in their individual ESOP 
accounts. For the first time, they feel 
they are being rewarded through the 
ESO P  as the bank’s earnings in
crease.”

Capital-Adequacy Solution. Capital 
adequacy is one of the most serious 
problems facing bank management to
day. Capital is an already-scarce com
modity, and while the need for more 
capital is growing, the usual sources 
have been drying up at an alarming 
rate. Traditional sources are so expen
sive that only a few banks now can 
afford them. Finding ways to finance 
future growth is a primary assignment 
for many bank executives. Although 
they now clearly recognize sound 
growth opportunities, they often are 
helpless to act because of insufficient 
capital to finance the opportunities.

Takeover Prevention. As the result 
of capital-adequacy problems, dereg
ulation, interstate banking and in
creased competition, financial forecas
ters predict a sizable decrease in num
ber of banks operating by the end of 
the decade.

New E ra o f  M ergers. It is significant 
when financial forecasters are unani
mous in their opinions, so the univer
sal belief that there will be a large re
duction in number of banks by the end 
of the decade must be viewed with 
concern by bank executives. Some 
mergers will be entered into willingly. 
Others will be forced by regulators. In 
between are those successful, local 
banks that holding companies covet in

their expansion plans. Many will be
come targets for takeover by the larger 
and more powerful holding com
panies.

The basic problem facing the chief 
executive is whether he can control his 
bank’s destiny. Even with solid sup
port from the board of directors, it is 
difficult and expensive to defeat an 
aggressive takeover bid, and raising 
capital to support a counter offer is 
even more difficult and expensive. 
Thus, an ESOP can create the vehicle 
to keep bank ownership in the hands of 
its present shareholders.

You Are a Banker, Not a B roker. 
Most bank stocks are not actively 
traded, so maintaining a market nor
mally is not a high-priority item. 
However, it assumes extreme priority 
when a sizable buy or sell call comes 
in, or when the bank decides to issue 
more stock. Sooner or later, every 
bank is faced with a similar situation. It 
is at this point that many chief execu
tive officers have to become their own 
brokers. This is both an awkward and 
unwanted assignment.

Related problems involve pricing 
and maintaining that price for the bank 
stock. Sale of a large block of stock may 
have serious effects on the market 
value of a bank’s stock. Also, if a bank 
decides to raise capital by issuing more 
stock, how does it determine offering 
price? An ESOP can supply the solu
tion to these problems by establishing 
a market and determining value of the 
stock.

Should Every Bank Have an ESOP? 
Not every bank is a candidate for an 
E SO P. The following guidelines 
should be followed:

1. The bank should have a reason
able return on assets (ROA) and return 
on equity (ROE).

2. The bank should review its other 
employee-benefit programs and deter
mine their cost effectiveness as mea
sured against actual benefits being 
provided. The other programs should 
be analyzed to determine if they are 
helping the bank accomplish its objec
tives.

3. Payroll should be $300,000 or 
more.

4. The bank should have strong 
management and a desire to share fu
ture growth with valued employees.

The banking industry has been in a 
state of turmoil for the past couple of 
years. High interest rates, high cost of 
funds, reduced spread and competi
tion from major brokerage firms, S&Ls 
and other financial institutions have 
caused bank management to become 
more creative and to work harder than 

(Continued on page 101)

Bank Hosts Eggs, Bunnies

"In your easter bonnet, with all the frills upon it," Irving Berlin's famous lyrics, was 
appropriate last month at Farmers & Merchants Bank, Centre, Ala. Employees there wore 
original designs or bought their headgear. Easter bonnets at the bank are an annual 
event, sponsored by the marketing department. Cash prizes are given winning designs. 
The 1982 winning creations are pictured here. Pam Pace (I.), collection department, 
models her "egg original." Susan Rochester, bookkeeping department, wears an egg
decorated, bunny-topped hat.
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computer system  
for banks is one.

We call it total bank control. A computer system 
designed especially for banks, by bankers. With

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 

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

Mt. Moriah Road, Suite 245, Memphis, TN 38115, (901) 794-5501.
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Quality Control Circles: 
How Banks Can Use Them

QUALITY C O N TR O L C IR 
CLE: A small group o f  em ployees 
doing similar work who voluntari
ly meet regularly to discuss and  
so lv e  w o r k -r e la te d  p r o b le m s . 
They all have been trained in m od
ern  com m unication  techn iqu es  
an d statistical problem -solv in g  
m ethods. Circles exist throughout 
the manufacturing sector in Japan  
and are credited  with helping that 
nation move to the fo re fron t as a 
world econom ic leader.

J OBS of a factory worker and bank 
employee have little in common, 

yet a revolutionary new management 
technique has produced improved 
morale and productivity in both 
groups. Called quality control (QC) 
circles, this concept has created hap
pier workers and has saved millions of 
dollars for hundreds of major manufac
turing firms since its introduction to 
the United States in the mid-’70s. Now 
American banks are beginning to jump 
on the QC circles bandwagon.

Yet when RepublicBank Houston — 
the city’s fifth-largest bank and a mem
ber of Republic of Texas Corp., Dallas- 
based multi-bank HC —  was investi
gating circles in 1980, it ran into a snag. 
Training materials are used to teach 
circle leaders and members how to 
conduct a circle, but those available 
had been designed for the manufactur
ing sector. That meant case studies and 
examples in this initial training course 
referred to cable crimping, assembly 
lines and other things far removed 
from the office environment.

“All the (circles) programs were 
geared toward an industrial setting,” 
explains Daniel Van Vooren, the 
bank’s quality circles facilitator. “But 
we found a circles consultant who had 
worked with other banks and who was 
willing to help develop new training 
materials.”

This consultant was Wayne Rieker, 
president, Quality Control Circles, 
Inc., Los Gatos, Calif. Even though 
existing training materials were per

fectly adequate in helping a bank or 
other white-collar operation begin a 
circle program, Mr. Rieker, too, had 
toyed with the idea of making new 
materials for banks. As the “father” of 
the circles concept in the U. S. (he 
brought the concept from Japan and 
adopted it to the American work place 
in the early 70s), he had seen circles 
grow phenomenally here. Now the 
second generation of circles —  among 
white-collar workers —  was opening 
up new, unchartered areas for the con
cept to thrive.

Mr. Rieker currently has many 
banks on his client roster, among them 
the nation’s two largest, Bank of Amer
ica in California and Citibank, New 
York City. Other bank clients are First 
Interstate, Union Bank, Bank of Cali
fornia, Security Pacific and Crocker 
Bank, all on the West Coast; Chemical

About eight persons are in 
each of the quality control cir
cles at RepublicBank Houston. 
Projects undertaken so far in
clude designing new training 
schedules, new job-request 
forms and new procedures, as 
well as examining the process 
involved with quarterly note 
audits and updating job de
scriptions.

Bank, New York City, First & Mer
chants National, Richmond, Va., and 
Mellon Bank, Pittsburgh. Yet Mr. 
Rieker’s relationship with Republic- 
Bank Houston has been one of the 
most fruitful, since the two co
developed special training materials 
for banks that have been used by sub
sequent Rieker clients.

RepublicBank Houston’s impetus to 
help create training m aterials 
stemmed from a strong commitment 
on the part of the bank to move to a 
more participative management style. 
This was one of the priorities after 
Gerald M. Czarnecki joined the bank

in 1979 as executive vice president/ 
finance and administration division. 
To lay the groundwork for the intro
duction of circles, Mr. Czarnecki 
offered two management courses to 
bank managers. These courses were 
administered through the controllers 
department, headed by Jean Hejna, 
senior vice president/controller.

The process of writing the new train
ing materials, coordinated by Person
nel Officer Steve Bohannon, lasted 
about four months. The project in
volved soliciting input from many bank 
areas. Facilitator Dan Van Vooren 
assisted in this project as the initial 
phase of his facilitator training. With 
the guidance and assistance of Quality 
Control Circles, Inc., the materials 
were completed in May, 1981.

The pilot circles began four months 
later, with seven initial circles 
launched, Mr. Van Vooren explains. 
These were in the following depart
ments: international (letters of credit), 
corporate trust, account maintenance, 
retail loan operations, trust and em
ployee benefits, commercial vault and 
word processing. Mr. Van Vooren 
stresses that throughout all phases of 
the program, involvement is volun
tary.

“When we finished our manage
ment workshop,” he continues, “we 
asked participants if they would be 
supportive of circles in their areas. 
Quite a few managers took a ‘wait-and- 
see’ attitude at first. But now they’ve 
seen and they’re interested!”

The seven initial circles represented 
three divisions out of six in the bank. 
Fifty-two employees are in circles 
now, out of a total workforce of 850, 
Mr. Van Vooren says. However, Re- 
publicBank is in no hurry to rush the 
program. “Our goal is to have as many 
circles as it takes to offer the opportu
nity of membership to each interested 
employee,” he says. The bank expects 
to have about 25 circles operating by 
the end of the year.

The size of a circle is typical at the 
bank: about eight persons per circle. 
Projects undertaken so far include de
signing new training schedules, new 
job-request forms and new proce-
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”Wfe take the credit C iticorp R em ittance Service 
takes the w ork”Philip E. Hunter, Senior Vice President

Liberty National Bank and Trust Company
Louisville, Kentucky

Liberty Bank and Trust is a full service bank with $1 billion in assets and 36 branches. It was chartered in 1854.

“To meet an increasing customer 
demand, we began issuing money 
orders for the first time in 1970. We 
used a national money order vendor.

In 1976 we switched to Citicorp 
Remittance Service, because the CRS 
system gave us tight audit controls. It 
also offered a 4-part form check which 
was compatible with our systems, and 
displayed our institutional identity on 
the check.

The switch to Citicorp Remittance 
Service gave Liberty —

• Reduced back-office workload.
• Reconcilement — branch by 

branch, item by item.
• Better customer service — with 

toll-free number.
• Immediate on-line item inquiry.

• Stops that can be placed by phone 
(allowing for re-issue on the spot).

• Quick and easy photocopies.
The CRS service helped us im

prove our branch profitability in this 
very competitive county. With their 
variable pricing options, we were able 
to select a price which best fit our 
operational and financial needs.

We analyzed the available major 
services, and decided that CRS more 
than kept their promise. They took the 
work, and we took the credit.”

Sincere!

Philip E Hunter 
Senior Vice President

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 Service^ Department 142 
425 Park Avenue, 4th Floor,
New York, NY 10197.

O
CITICORP

REMITTANCE
SERvICE'"

You take the credit. We take the work.

Citicorp Services, Incorporated 
A Subsidiary of Citicorp 
T M —A Service Mark of Citicorp

Be sure ta visit the CRS Booth at the Annual Financial Managers Society Meeting.
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dures, as well as examining the process 
involved with quarterly note audits 
and updating job descriptions. One 
circle wanted to attack the problem of 
how to reduce the number of personal 
phone calls made, but found that 
merely the act of recording the call as 
part of the circle’s initial data collection 
was enough to reduce personal calls to 
an acceptable level.

The circle in the commercial vault 
department is working on an investiga
tion of why teller machines constantly 
break down at the bank and subse
quent repairs take a long time. After 
collecting data and studying the prob
lem, the circle decided to do a time 
study to see if adding machines could 
replace the troublesome equipment. 
It’s likely that the results of this circle’s 
project will produce time and money 
savings for the bank. “We could have a 
cost avoidance of $25,000,” says Mr. 
Vooren.

"The circles program here 
(RepubiicBank Houston) has 
gone well. Our initial hope was 
that 6 0 %  of those who attend
ed the orientation  meeting 
would decide to take part in 
the program . In fact, 9 5 %  
participated. . . . The pro
gram has helped employees 
develop their skills and has 
helped managers identify pro- 
motable people."

According to him, “The circles pro
gram here has gone well. Our initial 
hope was that 60% of those who at
tended the orientation meeting would 
decide to take part in the program. In 
fact, 95% participated.” He adds that 
only one employee has left the pro
gram, but this person’s absence will be 
only temporary until another project 
begins.

“The first benefit of the program 
we’ve seen is improved communica
tion among everyone involved in cir
cles,” states Mr. Van Vooren. “The 
program also has helped employees 
develop their skills and has helped 
managers identify promotable peo
ple.”

The circles are now less than a year 
old, but the bank is beginning to see 
some hard cost benefits resulting from 
the program, too. “We try to de- 
emphasize the importance of this, ” he 
says, “though bank management un
doubtedly is pleased.”

Other banks have realized signifi

cant dollar savings via their circles. A 
circle’s suggestion at Bank of America 
to use rubber bands instead of staples 
to attach batch headers has saved the 
bank $46,000 annually. At California’s 
Union Bank, $38,000 a year has been 
saved because a circle decided opera
tions could be combined to reduce use 
of leased computer equipment. Of im
measurable value, however, is what 
improved morale can produce among 
bank employees.

Wayne Rieker has launched enough 
banking circles by this point to be able 
to make some clear predictions of what 
banks can expect from their circles 
programs.

“Improved quality, communication 
and morale are probably the most im
portant result,” he says. “But circles 
can help take some of the frustration 
away from daily, repetitive work that is 
inherent in banking. We have seen 
turnover reduce significantly in areas 
that have circles.”

Now that the new training materials 
for banks are finished and in use by 
RepubiicBank and other companies, 
Mr. Rieker expects to hear more good 
news from his banking clients about 
what this dynamic new concept can 
accomplish. • •

BANKING PLACEMENTS
"Successful Banking 
Is Quality Personnel"

Eighteen years banking ex
perience serving as president 
of rural and metropolitan 
banks enables me to find the 
"right” banking position for 
you (in any officer capacity) 
or the "right” officer for your 
bank. Confidential ity with 
your name and resume are 
our first consideration.

DON Ö C H O O L E H  Ir
AND A SSO C IA T E S

S e n d  y o u r  r e s u m e  or 
p h o n e  c o l l e c t .

901A  WEST JACKSON 
OZARK, M 0. 65721

(4 1 7 ) 4 8 5 -6 0 2 0

Commercial-Loan Operations 
To Be Spotlighted by BAI 
At Seminar June 21-23

ST. LOUIS —  A three-day seminar 
for senior loan operation officers will 
be sponsored by the Bank Administra
tion Institute June 21-23 at the Mar
riott Hotel at Lambert International 
Airport here. It will be called “Current 
Issues in Commercial-Loan Opera
tions.”

Topics will include trends in com
mercial, installment and mortgage 
lending, productivity improvement 
through use of minicomputers and 
word processors, legislative direction, 
regulatory issues, quality circles, leas
ing, the new bankruptcy code and ven
dor selection. A special series of con
current sessions will address interna
tional, special-industry and accounts- 
receivable loans and loan participants.

Speakers will include Lamar Smith, 
chief economist, Senate Banking Com
mittee, Washington, D. C.; Royce M. 
Bonds, vice president, Bank of Amer
ica, Los Angeles, and Daniel A. Papa, 
vice president, Chemical Bank, New 
York City.

Program chairman is Donald W. 
Williams, vice president, Centerre 
Bank, St. Louis.

Study Mission to Japan 
To Be Conducted by ABA

W ASHINGTON, D. C. —  The 
ABA will sponsor an international- 
study mission to Japan this summer, 
and CEOs and other senior-m an
agement officers of U. S. banks and 
bank HCs are invited to join it. Depar
ture from this country is scheduled for 
July 31, with arrival back here August 
15.

Subjects to be explored in the study 
mission will include: structure of the 
Japanese banking system, organization 
of Japanese banking institutions, man
agem ent philosophies, expansion 
planning, human-resources develop- 
ment/career planning, information- 
systems utilization, programs to assure 
quality and reliability of services and 
relationships among Japanese banks, 
related businesses and government 
regulatory agencies.

Members of the study mission will 
visit several types of Japanese banks 
and financial institutions, relevant 
governm ent agencies and certain 
other types of businesses related to 
banking.

Charles F. Haywood, consultant to 
the ABA and professor of finance, Uni
versity of Kentucky, will lead the study 
mission.
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around money the finest is ST
1 A U T O M A T I C  C O I N  W R A P P E R

Am ounts and denom inations autom atically  in d ic a te d  by 
patented “ red  bordered w indow s” . A m o u n ts  in windows 
always in register . . . e lim inates m istakes. Accom m odates  
all coins from  lc  to $1.00.

2  T U B U L A R  C O I N  W R A P P E R
Especially designed for m achine filling . . .  a real tim e-saver. 
Packed flat. Instant patented ‘ Pop O pen” action with finger 
tip  pressure. Denom inations identified by color coding . . .  6 
d ifferen t standard colors

3 R A I N B O W  C O I N  W R A P P E R
Color coded for quick, easy identification. Red for pennies . . .  
blue for nickels . . . green for dimes . . .  to indicate quantity  
and denom inations . .  . e lim inates m istakes. Tapered edges.

4  D U Z I T A L L  C O I N  W R A P P E R
Extra wide . . .  extra strong. Designed for areas where halves 
are wrapped in $20.00 packs . . . .  "red  bordered w indow ” for 
ease of identification. Accom m odates $20.00 in dollars, $20.00  
In  halves. Tapered edges.

5 O L D  S T Y L E  C O I N  W R A P P E R
Basic coin w rapper in extra strong kraft stock. Printed in 6  
different standard colors to d i f fe r e n t ia te  denom inations. 
T r ip le  d e s ig n a tio n  th ro u g h  colors, p r in t in g  and letters. 
Tapered edges.

6 K W A R T E T  C O I N  W R A P P E R
Wraps 4 denom inations in half size packages. A m iniature o f  
the popular "Autom atic W rapper” . . .  25c in pennies, $1.00 in 
nickels, $2.50 in dimes, $5.00 in quarters.

7 F E D E R A L  B I L L  S T R A P
Package contents clearly identified on faces and edges by 
color coded panels with inverted and reverse figures. Made  
of extra strong stock to assure unbroken deliveries. Only pure  
dextrine gum m ing used.

8 C O L O R E D  B I L L  S T R A P
Entire strap is color coded to identify denom ination. Printed  
am ount appears on top and bottom of package. Extra wide  
fo r m arking and stam ping. Extra strong stock for safe delivery  
and storage. Pure dextrine gum m ing.

9 B A N D I N G  S T R A P S
[ideal for packing currency, deposit tickets, checks, e tc . . . .  do not break  
or deteriorate with age. Size 10 x h  inches and made of strong brown 
Kraft stock with gumm ed end for ease o f sealing. Packed 1000 to a carton.

S E E  Y O U R  D E A L E R  O R  S E N D  F O R  F R E E  S A M P L E S

THE C. L. D O W N E Y  C O M P A N Y  •  H A NNI B A L ,  MI S S O U R I  •  DEPT.  MC
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At Small Illinois Bank

Profitability Goals 
Set Up and Reached 
With Outside Help

M E E T  Farm ers & Merchants 
BankofCarlinville, 111., found

ed in 1904 and located right across 
from the courthouse. It’s not the Chase 
Manhattan of the Midwest; it’s a com
munity bank. And it’s a healthy com
munity bank — an increasingly rare 
breed in a climate of growing competi
tion from the big shots, new banking 
legislation and a better informed con
sumer ready and willing to “shop.’ 

Health and well-being in the com
munity-banking business don’t come 
naturally these days. It takes work.

In a bold, progressive move, Don 
“Pete” Denby Jr ., president and direc
tor of the $44-million-asset Farmers & 
Merchants Bank, turned to Peat, Mar
wick, Mitchell & Co. and its new Com
munity Bank Profit-Im provem ent 
Program to help establish and achieve 
the bank’s profitability goals. Peat 
Marwick, the international profession
al accounting firm, has St. Louis’ major 
bank-consulting staff. The firm per
formed a broad-based diagnostic re
view of the Carlinville bank’s opera
tions and identified over $300,000 in 
potential increased revenues and de
creased costs.

George Drakey, primary developer 
and regional coordinator of Peat Mar
wick’s Midwest financial institutions 
consulting practice, says, “Farmers & 
Merchants Bank showed a lot of fore
thought at the origination of the pro
gram and throughout its duration. It 
wanted to tackle some of the difficult 
economic problems facing smaller 
banks before it was forced to. We 
helped it sharpen its skills and services 
while it really was in a position to take 
advantage of them. ”

Bank President Denby says, “Re
sults of Peat Marwick’s diagnostic re
view helped us change our methods 
and streamline and modernize our en
tire operation.”

Elizabeth Chappell White is a free-lance 
writer based in St. Louis.

By Elizabeth Chappell White

Peat Marwick’s Community Bank 
Profit-Im provem ent Program is 
unique in that it is designed specifical
ly for small and medium-sized banks. 
It is a modular program that has the 
advantage of standardization to keep it 
inexpensive, and yet it can be tailored 
to each bank’s precise needs by adding 
or subtracting sections of the program.

“It covered everything from open
ing the door in the morning to closing 
the door at night,” Mr. Denby says of 
the program. “Most small banks have

been doing things the same way for a 
long time. The young man learns from 
the old man how things are done. Big 
banks have more turnover, and they 
get new blood all the time. But we 
have had the same basic personnel for 
12 to 15 years. Things get static.”

But despite words to the contrary, 
Mr. Denby says an old dog can be 
taught new tricks.

“It was tough sometimes, though,” 
he says, “not all the old dogs liked the 
new tricks.”

Skeptics of the plan soon became 
believers, however, says Mr. Denby. 
“Peat Marwick went out of its way to
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M- .

All the 
Country’s
Top Designers are right
here in the Mid-South. S tee lca se , K n o ll In te rn a tio n a l,
H erm an  M ille r  . . . a ll the b e st are as c lo se  as y o u r te le p h o n e  an d  A rro w  B u sin ess 
S e rv ice s , ju st d ow n  the ro ad  in  M em p h is.

You d on 't h ave to  go to  N ew  Y o rk , C h ica g o  o r  the W est C o a st to  give y o u r b a n k  the 
b en e fit  o f  th e  m o st m o d ern  and  sp a ce -e ffic ie n t co n ce p ts  in o ffice  design . W e have them  
all, ex p e rtly  d isp lay ed  and in  in v e n to ry  in o u r huge M em p h is  sh o w ro o m  and w areh o u se . 
A s a b o n u s, the p ro fess io n a l d esign  co n su lta n ts  o n  o u r sta ff sp ecia lize  in b a n k  fa c ilities .

O u r  to ta lly  se lf-co n ta in e d  m o d u la r u n its ca n  help  you  m ax im ize  sp ace  u tiliz a tio n  and 
fle x ib ility  w h ile  ach iev in g  a b rig h t, o p en  a tm o sp h ere  in  y o u r en tire  b a n k . U n lik e  ad d ing 
o r  m o v in g  w alls , th e  c o st o f m o d u la r units ca n  give y o u  a d d itio n a l ad v a n ta g es su ch  as 
in v estm en t ta x  cred its  fo r  ca p ita l eq u ip m en t, and  p ro v id e y o u  w ith  o ffice  sp ace  th a t 
ch an g es ea s ily  w h en  v o u r needs d o .

W e 'll b e  h a p p y  to send y o u  in fo rm a tio n  on  A O Q f W A /
m o d u la r sy stem s o r  v is it w ith  y o u  p erso n a lly . / i K K v / r  In  ^

S o  g ive us a ca ll o r  v is it  o u r sh o w ro o m  . BUSINESS dERVICES, INC.
Let us sh ow  y o u  w h a t A rro w  B u sin ess S e rv ice s  ° f ¥ ,empl?is Banl< & Truf „ , ,. , J . , r 3050 Millbranch, Memphis,Tennessee 38116
ca n  do to r  y o u  an d  y o u r  b a n k , n o  fu rth e r  901/345-9861
aw ay  th a n  h ere in M em p h is.
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explain what it was doing and assured 
bank employees they were not on trial. 
We held meetings with the entire 
front-line staff to discuss what, why 
and how things were going to be done. 
In the end, everyone was satisfied.”

The complete diagnostic review 
takes from four to 16 weeks, depend
ing on a bank’s size and program mod
ules selected.

The program includes examination 
of such areas as pricing for existing ser
vices, recommendations for new ser
vices and pricing, methods for con
verting non-earning assets to earning 
assets and employee-productivity im
provements.

"Peat Marwick helped us 
work along with it to break 
down each o p e ra tio n  into  
miniscule segments. Now we're 
more aw are of how we do 
things and why."

“We come in as an outside, objec
tive third party,” says Mr. Drakey. 
“We bring a fresh perspective to look
ing at how a bank operates. Our con
sultants serve as the devil’s advocate, 
questioning how everything is done 
and determining whether it can be 
done better. We challenge it on a posi
tive basis, acting as catalysts to in
crease profits.”

The program involves maximum uti
lization of bank staff in collection of 
necessary data. This helps minimize 
on-site consultant time and prepares 
the bank staff to step in and quickly 
implement resulting recommenda
tions.

“Cost effectiveness usually goes 
beyond just repaying the initial pro-

48

gram investment,” says Mr. Drakey. 
“It isn’t the norm, but we’ve seen re
turns as high as 30 times the amount 
invested.”

Peat Marwick charges a flat fee for 
the program, based on work level 
needed. It does not charge a percent
age of dollar amount of increased prof
its that are recommended.

Thus, Peat Marwick is in a position 
to make only strong and solid recom
mendations. “No pie-in-the-sky list of 
recommendations that do nothing 
more than drive up the program’s cost 
to the banker,” says Mr. Drakey.

Mr. Drakey says his staff consultants 
see a lot of banks, and they know from 
observation what works and what 
doesn’t. “Our clients benefit from our 
experience. We help them utilize the 
most effective methods for their indi
vidual banks from having looked at 
many banks in the area. ”

At Farmers & Merchants Bank, 
management and staff were inter
viewed by Peat Marwick consultants, 
and specific details on existing activi
ties were collected through further in
terviews, log forms, questionnaires 
and observations. In addition, surveys 
of competitors’ activities were per
formed.

“This was not a hit-or-miss opera
tion,” says Mr. Denby. “It was a thor
ough examination of what we were 
doing and how we might do it better. ”

The result was that Farmers & Mer
chants Bank would get more money for 
its money.

On service charges alone, Peat Mar
wick was able to recommend changes 
that could bring an increase of over 
$92,000. Peat Marwick reviewed the 
bank’s pricing policies in over 20 dif
ferent services, including return 
checks, safe-deposit-box fees and over

draft charges, and found them under
valued. These adjustments were ar
rived at after comparing Farmers & 
Merchants with three other banks in 
the area.

Although management recognized 
that such service-charge adjustments 
could result in some lost customers, it 
decided to opt for reduced congestion 
and volume at teller windows and 
drive-in lanes and fewer transactions 
in back-room operations. Remaining 
accounts then could generate more 
revenues as a result of the new service 
charges.

For example, increased service 
charges on low-balance, high-volume 
checking accounts will reduce the 
number of those accounts. However, 
at the same time, these service charges 
will increase the number of high- 
balance, more profitable accounts be
cause customers will want to avoid the 
charges. This would mean a gain of 
approximately $17,200 for Farmers & 
Merchants Bank.

"It (the profit-improvement 
program) covered everything 
from opening the door in the 
morning to closing the door at 
night."

At management’s request, Peat 
Marwick prepared a detailed review of 
loan administration at the bank. Loan 
pricing was an area where the firm 
helped increase profitability. Farmers 
& Merchants previously had had no 
formalized pricing mechanism for re
viewing credit. Generally, the charge 
had been the maximum rate permitted 
by Illinois law, and, since mid-1980, 
the bank had been setting its rate 
approximately 1% higher than its com
petition.

Peat Marwick recommended that 
the bank adopt a formal loan-pricing 
policy in which not only the rate would 
be considered, but also the term, risk 
and amount of the loan. The bank also 
should structure loan maturities in 
order to negotiate the rate at periodic 
time intervals, i. e. monthly or quarter
ly-

Suggestions also were made to im
prove the bank’s asset/liability or “gap” 
management. By doing a better job of 
matching maturities of rate-sensitive 
assets and rate-sensitive liabilities, the 
bank would maximize its net interest 
margin.

As part of the program, Peat Mar
wick reviewed the cash-management 
function at the bank. It was deter
mined that excess balances were being 

(Continued on page 77)
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K AN S A S

★  ★  ★

IHa M ’....I

U S Bank of Nashville
The same bank. Only better.
W e ’ve changed our nam e, our colors and 

our logo. B u t, we haven’t changed our 
determ ination to provide the best and 

most com prehensive correspondent services.

U S Bank o f N ashville keeps the flags flying for 
over 3 5 0  independent, com m unity banks in nine 
sta tes-A labam a, F lorida, G eorg ia , Illin o is, 
Kentucky, L ou isiana, M ississip p i, Tennessee and 
South Carolina. And w e’re com m itted to providing 
even better service in the future.

U S Bank o f N ashville provides a range o f 
com prehensive services: a com plete audit program , 
data processing , portfolio analysis, inform ation on 
legal matters and governm ental regulations, a 
regular w eekly update on the financial m arkets and 
rates, m arketing aids, sem inars on important topics, 
and m ore. T he wide range o f services allow s us to 
tailor correspondent programs to fit the specific needs 
of individual banks and the communities they serve.

U S Bank o f N ashville firm ly believes that 
independent, com m unity banks can continue to be 
the foundation o f A m erica ’s financial future. Our 
com m itm ent to correspondent services is an 
investment in that future.

U S
BANK
UNITED 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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When Union National Bank’s Personnel Consulting

I Agency helps your financial institution find and hire 
an officer, our service comes 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 out.
For middle and junior managers, three months. If 
everyone is not fully satisfied, you can call the deal off

I 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?

I Because at Union’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 Jo e  Zegler or Linda Reh at (501 ) 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 CInion National Bank Personnel Consulting Agenc
Rnit-p 1 0^ 0 . flninn National RnilHinn. I iff Ip R n rk . AR 7 2 20 1
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Fred S. Kummer, pres., St. Louis-based HBE Corp., hands $300 check to employee who has 
bought new American-made truck under firm's "supplemental pay" check program 
designed to encourage employees to purchase new U. S.-made vehicles in attempt to 
help revive ailing auto industry.

Firm Promotes Sale of U . S.-M ade Autos 
By O ffering Em ployees $300 Rebates

A ST. LOUIS design/build firm has 
spent $39,000 in the past year to 

encourage its 1,750 employees to 
purchase new American-made cars or 
trucks. The firm s efforts are responsi
ble for 130 new vehicles leaving the 
showroom during the 12-m onth

period. Each employee of HBE Corp. 
taking part in the program is given 
$300 by the firm when an American- 
made auto or truck is purchased.

“We felt this was a positive way of 
promoting the purchase of American- 
made products,” said Fred S. Kum

mer, president of HBE. “We offered 
our employees a $300 incentive —  
above any dealer-rebate offer —  to buy 
vehicles made in this country.” The 
plan has been extended indefinitely by 
the firm.

H BE’s auto-rebate plan was initi
ated by Mr. Kummer through a com
pany memo distributed in the spring of 
1981. The memo promised a $300 
“supplemental-income” check to em
ployees purchasing a “new, American- 
manufactured and assembled passen
ger car or truck. ”

The only other restriction was that 
an employee must have been with the 
firm at least six months before qual
ifying for the rebate.

Employees were reminded that it 
was in their “mutual interest for Amer
ica to have a healthy automotive indus
try.”

Mr. Kummer says he doesn’t know 
how many other firms might have 
adopted a similar plan, but he feels 
vehicle sales could get moving again if 
the idea catches on.

H BE Corp. designs and builds 
financial institutions, hospitals, medi
cal office buildings and retirement vil
lages. It also is in hotel construction 
and truck/equipment leasing. • •

Designed for the busy executive — The nation’s newest and most com
prehensive Financial Institutions Directory is now available. 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, I want 
all the nation’s top financial institutions in one complete directory:

□ Send m e______ copies of the 1982 AFI @ $130 ea.
□ Enter standing order for each Spring AFI @ $105 ea.
□ Enter standing order for each Spring AFI @ $90 ea. and stand

ing order for Fall American Bank Directory @ $60 ea. (plus 
shipping and handling)

SAVINGS DIRECTORY — American Savings Directory — Yes, I want to 
add this volume to my library to include savings and loans, mutual sav
ings banks, major credit unions and money market funds.

□ Send m e______ copies of the 1982 ASD @ $65 ea.
□ Enter standing order for each Spring ASD @ $50 ea.
□ Enter standing order for each Spring ASD @ $50 ea. and stand

ing 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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Pricing Is Pivotal 
In Determining 

Profit/Market Share
P RICING is a critical element in a 

bank’s marketing plan and a major 
determinant of both profit and market 
share.

As banking deregulation continues 
and Regulation Q is dismantled, the 
banking industry will move progres
sively from retail-deposit interest rates 
based on regulation to retail-deposit 
interest rates based on cost, competi
tion and demand. With the freedom to 
establish interest rates on retail de
posits, a bank must design competi
tively profitable deposit instruments 
that achieve the bank’s earnings and 
market-share objectives.

Designing competitively profitable 
deposit instruments is one of the major 
challenges a bank will face in an in
terest-rate-deregulated environment. 
Impending changes in the financial 
marketplace doubtless will entail de
regulation of many financial powers 
and evolution of new and increased 
financial needs and preferences of re
tail bank customers. These develop
ments will present enticing opportuni
ties for modifying existing and intro
ducing new financial products and ser
vices. Here also a bank is challenged to 
design competitively profitable finan
cial products and services. Therefore, 
pricing assumes a pivotal role in deter
mining profitability and competitive
ness of financial products and services.

Pricing decisions must be made in 
five general situations:

One situation that calls for a pricing 
decision is when a bank introduces a 
new financial product or service such 
as overdraft-check protection, a club 
account, a negotiable-order-of- 
withdrawal (NOW) account, a retail- 
repurchase agreement or a variable- 
rate individual retirem ent account 
(IRA).

Another pricing situation is when a 
bank wonders whether a price is in the 
proper relation to cost such as changes 
in costs of labor, data processing, reg
ulatory compliance and funds.

A third pricing situation is when a 
bank wonders whether a price is in the 
proper relation to consumer demand 
(needs, preferences, tastes) such as

By Daniel Huyser

changes in interest sensitivity and 
price elasticity.

A fourth pricing situation is when a 
bank wonders whether a price is in the 
proper relation to the price of a com
petitor’s financial product or service, 
such as changes in minimum- or aver
age-balance requirements for a free 
transaction account, fees charged for 
an overdraft or stop payment, earnings 
credit rate on collected balances, in
terest rate on a credit-card line of cred
it and interest yield on a 30-month 
small-saver certificate.

A fifth pricing situation is when a 
bank wonders whether the price of one 
financial product or service is in the 
proper relation to the price of another 
product or service, such as the relation 
of the price structure of a demand- 
deposit account with the pricing of a 
NOW account or the price of a not- 
sufficient-funds compared to the price 
of a stop payment.

Thoroughly considered, pricing 
bank products and services has three 
basic determinants: cost, demand and 
competition. A significant change in 
price determinants of cost, demand or 
competition may result in several basic 
pricing responses, which include in
creasing the price, offering the same 
price, decreasing the price and chang
ing the pricing structure.

Changing the pricing structure fre
quently is a desirable response when a

DANIEL HUYSER is a vice 
president at Sheshunoff & 
Co., bank-specialist firm, 
headquartered in Austin, 
Tex. He formerly worked at a 
small financial-marketing
consulting firm in Chicago 
and was involved in market 
research, market analysis 
and product development. 
Mr. Huyser continues these 
activities at Sheshunoff & Co.

bank wants to camouflage a price in
crease, to influence selectively (dif
ferentially encourage and/or discour
age) customer actions or to improve its 
control over gross profit margins.

An excellent example of changing 
the price structure to accomplish all 
three of these objectives is repricing a 
transaction account from a low month
ly fee charged all accounts to a tiered 
balance/activity/fee matrix that pro
vides free checking for account holders 
with transaction, regular savings or 
time-deposit balances above a certain 
minimum. Here the bank raises prices 
on low-balance-account relationships 
and lowers prices on high-balance- 
account relationships, encouraging 
customers to maintain or raise total 
balances. The new fee structure is 
sufficiently different from the former 
structure to camouflage the price in
crease. Finally, by adding activity and 
balance dimensions, the bank im
proves its control over gross profit 
margins.

Other reasons to change the price 
structure include improving fairness, 
making it simpler to administer and/or 
understand and discouraging price 
comparisons.

Foremost, it is essential to recognize 
that a bank has a wide variety of alter
nate responses to changes in cost, de
mand or competition, which may or 
may not include a direct pricing 
change. Other response dimensions 
besides pricing include product, 
promotion, distribution and markets.

For instance, in response to cost in
creases, a bank may choose to improve 
productivity, decrease product quality 
or service level, reduce advertising, 
reduce employee training, reduce 
staffing levels, reduce banking hours, 
eliminate certain product or service 
features, substitute product features, 
target a more profitable market seg
ment or raise prices on other related or 
unrelated products or services.

Ranks price financial instruments in 
three dimensions: interest rate (or 
alternatively earnings credit rate), 
minimum balance and fees. Minimum 
balance is a frequently overlooked
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Uncertainty.

These are uncertain 
times. We have been 
in a serious recession, 
but we’re not sure 
how deep it has been 
or how fast we are 
climbing out. Money 
rates reached 
unheard of heights, 
but we don’t  know 
how much they will 
drop or if they will drop 
back to normal. Some of our 
large, basic industries are in 
trouble. Our economic stability is 
dependent on a steady flow of 
petroleum imports which may or 
may not prove dependable.

For over 50 years, we 
have worked with 

nks and commercial 
lenders to collateralize 

loans and make lending 
safer and more profitable. 

Give us a call; we can eliminate 
uncertainty from your 

loan portfolio.

However, SLT can 
eliminate some of the 

uncertainty that lenders 
face by guaranteeing 

your customers’ inventory 
as pledged collateral.

All of this uncertainty makes 
business lending very difficult. SLT WAREHOUSE COMPANY

PO Box 242 , St. Louis, Mo 63166 •  3 1 4 /2 4 1  9750 •  Offices in Maior Cities 
N A TIO N W ID E  COLLATERAL C O N TR O L SERVICES
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pricing dimension. To correct this, I 
will highlight the minimum-balance 
dimension.

Establishing balance requirements 
for retail-deposit accounts is important 
for two reasons:

One, minimum-balance require
ments serve as a barrier, a form of price 
rationing. Individuals who do not have 
the requisite minimum amount of 
funds for a particular account cannot 
open that account. The minimum- 
balance level determines accessibility 
to a given deposit account and attrac
tiveness of a given deposit account rel
ative to other accounts of the bank or a 
bank competitor. The higher the mini
mum balance, the greater the accessi
bility and attractiveness relative to 
other deposit accounts. When the 
bank wants to encourage customers to 
open a given deposit account, a rel
atively low-minimum balance will en
hance the accessibility of an account. 
Conversely, when the bank wants to 
discourage customers from opening a 
given deposit account, a relatively 
high-minimum balance will diminish 
the accessibility of an account.

Two, a minimum-balance require
ment is an extension of determining 
the effective interest yield for a deposit 
account. The effective interest yield is 
a function not only of the nominal in
terest yield, but also account- 
operating costs and any other non
interest costs. Since all non-interest- 
account costs essentially are fixed 
costs, the higher the account balance, 
the lower will be non-interest costs per 
balance dollar in the deposit account 
and, accordingly, the lower will be the 
effective interest yield.

To bring minimum-balance consid
erations to life, I will review the role 
the minimum-balance requirement 
played in the introduction of the NOW 
account.

When NOW accounts were intro
duced nationwide in 1981, commercial 
banks were faced with a particularly 
troublesome problem. Since commer
cial banks already were the major, if 
not the sole, supplier of transaction 
accounts in communities outside New 
England, introduction of the NOW 
account meant banks would begin to 
pay more for existing deposits as DDA 
balances shifted into NOW accounts 
and earned 51/4% interest. This retail- 
deposit conversion had the potential to 
increase immediately and dramatically 
the effective interest cost of those de
posits. The higher the percentage of 
retail DDA to total deposits and the 
higher the percentage of long-term, 
low-yielding, fixed-rate earning assets 
to total earning assets, the greater the 
threat conversion to NOW accounts 
posed. Since there would be effective
ly no new funds, the marginal earning- 
asset yield in this instance was the cur
rent average-earning asset yield or, 
alternatively, the yield on the earning 
assets to which DDA balances were 
matched. Inevitably, the cost of funds 
was to rise. Banks had to price the 
NOW account carefully. If the NOW 
account was priced too low, DDA con
version would be encouraged. If the 
NOW account was priced too high, rel
atively cheap funds would leave the 
bank and have to be replaced by ex
pensive wholesale funds.

To exacerbate an already painful 
situation, savings and loans all across

the country were eager to attract 
NOW deposits, which —  at high 
enough balance levels —  were an 
attractive, reasonably if not cheaply 
priced, source of new funds. To com
plicate matters further, market in
terest rates were at levels much higher 
than a fair-to-good portion of the long
term, fixed-rate earning assets for most 
banks and S&Ls. High market interest 
rates translated into a high alternate 
wholesale cost of funds for both banks 
and S&Ls. But the critical difference 
between banks and thrifts was that for 
thrifts these high market rates also 
meant high marginal earning-asset 
yields. In general, thrifts enjoyed con
siderably higher marginal earning- 
asset yields than did com m ercial 
banks. H ence, from a m arginal
earning asset-yield standpoint, NOW- 
account deposits, all other things 
being equal, were worth more to 
thrifts than to banks.

To blur the basic issue, but to en
hance the same conclusion, certain 
consultants were telling thrift execu
tives it was okay to use incremental 
costs and not fully absorbed costs and 
that NOW-account activity would be 
well below DDA activity. Of course, 
these assumptions decreased annual- 
operating-cost projections of a NOW 
account. Together with a high net- 
interest margin, the comparatively low 
annual-operating cost produced a 
break-even average balance well be
low the typical NOW account break
even average balance for a commercial 
bank. Finally, to accentuate the differ
ence in operating cost, thrifts em
ployed a generous average balance/ 
minimum balance ratio to calculate 
their m inim um -balance requ ire
ments. The result was a vast difference 
betw een the NOW -account mini- 
mum-balance requirements for banks 
and thrifts.

To introduce a different perspec
tive, but to enhance the same conclu
sion, certain consultants were telling 
bank executives that to penetrate the 
transaction-account market, S&Ls 
would underprice commercial banks. 
These consultants went beyond the 
cost perspective and concentrated on 
the competition perspective. Their 
advice to banks in essence was to price 
profitably because no matter how low 
the bank set the minimum balance for 
a free NOW account, thrifts would 
offer a lower minimum balance. Banks 
still had a choice, given this advice. 
Banks could offer a reasonable (and 
profitable) minimum balance, or banks 
could offer a high (and potentially 
more profitable) minimum balance.

There were two perplexing un-

F o r  c r e d i t - r e l a t e d  i n s u r a n c e  
t a l k  t o  a  s p e c i a l i s t . . .

T a l k  t o  a n  A m e r i c a n .  ?  j  , |\\,
One strong company. One ( ■ >.
professional backed by a ^
sophisticated combination of w ^ d |  ‘ '
. manpower and technology.®^ |

Call us today, and... talk m ,  '  |
lls| , to an American. ®  W  I

2 ? a m e r ic a n
s m  SECURITY 

INSURANCE GROUP
329 0  Northside Parkway. N.W.

Atlanta. Georgia 30327  ,<<••>•
(404)261-9000  O v .\

AMERICAN SECURITY INSURANCE CO. • STANDARD GUARANTY INSURANCE CO.
UNION SECURITY LIFE INSURANCE CO. . L
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This new financial institution in 
M etairie, La. typifies the extensive 
experience of HBE Bank Facilities in 
planning, designing and building.

We looked at this project as a direct 
catalyst for m ore business for the bank, 
creating an overall appearance to enhance 
com m unity image while designing a 
highly functional facility which will 
directly affect customer satisfaction with 
service.

O ur functional know-how in terms of 
space utilization, layout, w ork flow, inter
departmental relationships and equipment 
usage will result in sm oother work flow, 
greater efficiency and a stronger bottom  
line.

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

O ur skills have worked in building the 
bottom  line strength of m any other banks. 
Ask for our brochure demonstrating this. 
Call David Specht at (314) 5 6 7 -9 0 0 0 .

W E  M A K E  IT  H APPEN .
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Douglas-Guardian
Warehouse

Corporation
P.O. Box 52978 

New Orleans, LA 70152

For faster 
service on

BANK
CREDIT

INSURANCE
CALL THESE SPECIALISTS
Harold E. Ball •  Carl W. Buttenschon 
John E. King • M ilton  G. Scarbrough

214/559-1173

Foster (Horsey) Latimer 
Missouri General Agent

INDUSTRIAL
LIFE INSURANCE COMPANY
P.O. Box 220998, Dallas, Texas 75222

/HO Q  A member company of

Li U cD U  Republic Financial Seivices, Inc

known variables in the introductory 
pricing of the NOW account. One un
known variable was what the competi
tion’s minimum balances and fees 
would be. But the important unknown 
variable was the minimum-balance 
sensitivity and fee sensitivity of each 
bank’s retail-customer base. By and 
large, this critical dimension was 
ignored. But this demand sensitivity 
was the key issue for commercial 
banks. The higher the bank set the 
minimum free NOW-account balance, 
the less attractive the NOW account 
was for individuals with unqualifying 
balances.

Demand sensitivity of the moder
ate-balance account holders was the 
critical unknown. If the bank priced 
too high and thereby encouraged a 
profitable NOW account to leave the 
bank, the bank increased its cost of 
funds m ore than if the DDA account 
had converted to a NOW account. In 
the high-interest-rate environment, 
banks would have to replace lost trans
action-account funds with expensive 
wholesale funds. Most banks did not 
consider this in their NOW-account 
pricing. If they had, they would have 
calculated an equivalent-yield balance 
to determine the average balance at 
which the NOW account and alternate 
wholesale funds had equivalent net 
yields. In the high-interest-rate en
vironment, the equivalent-yield bal
ance was considerably lower and, 
therefore, considerably more attrac
tive than the break-even balance. In 
short, banks that priced high may not 
have succeeded in minimizing the in
crease in their costs of funds.

For banks that did price high, de
mand sensitivity of transaction- 
account holders with balances be
tween a NOW equivalent-yield bal
ance and a NOW-break-even balance 
determined whether the bank priced 
optimally. Whether they knew it or 
not, banks took a calculated risk by 
pricing NOW accounts high. For 
banks that priced high successfully, 
minimizing the internal conversion of 
DDA balances to NOW balances more 
than offset DDA balances that left the 
bank and had to be replaced by high- 
yielding wholesale funds. For banks 
that priced high unsuccessfully, mini
mizing the internal conversion of DDA 
balances to NOW balances did not 
offset DDA balances that left the bank 
and had to be replaced by high- 
yielding wholesale funds.

D ynam ic S itu a tion . Minimum- 
balance requirements should be re
viewed periodically because determi
nants of the break-even balance and 
equivalent-yield balance are so dy

namic. Total operating costs have been 
rising steadily for transactions. This 
trend is due to the effect of inflation on 
labor, material and overhead costs as 
well as to an increase in account activ
ity. And with the volatile-interest-rate 
environment, the net-interest margin 
for both the break-even balance and 
equivalent-yield balance can expand 
and contract on a weekly basis. A third 
variable elem ent is the average- 
balance/minimum-balance ratio for a 
transaction account.

With many interest rates still at high 
levels, the increase in marginal net- 
interest margins probably more than 
compensates for cost increases. For 
the many banks that priced their NOW 
accounts quite high when they were 
introduced in January, 1981, a reduc
tion in minimum-balance levels could 
well be indicated from an equivalent- 
yield-balance point of view. However, 
before following through with such a 
decision, a bank should assess the de
mand and competitive situations as 
well as an estimate of lost-fee income. 
Unless a bank is in an especially com
petitive market, a balance-sensitive 
market or a rapidly growing market 
where the incidence of newcomer 
comparative shopping is high, then, 
more than likely, loss in fee income 
will substantially exceed the net- 
interest-revenue gain from new NOW 
balances the more competitive pricing 
structure will attract.

When interest rates eventually do 
come down, net-interest margins of 
DDAs and NOW accounts will con
tract. If this situation is combined with 
continuing operating-cost increases, 
the bank inevitably will have to raise 
minimum balances and/or monthly 
fees. • •

Committee Formed by BAI 
To Address Data Security

A data-security committee has been 
formed by the Bank Administration In
stitute. Purpose of the committee is to 
help the banking industry reduce risks 
and exposure associated with complex 
data-gathering and processing sys
tems.

Committee objectives include fo
cusing management attention on key 
data-security issues, developing data 
security as a recognized business func
tion in banking, identifying education 
needs and providing leadership to ful
fill those needs, establishing standards 
for data security in banking, facilitating 
communication among data-security 
practitioners and proposing methods 
and techniques for protecting bank 
data assets.
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The Associates: People who can help keep your 
commercial customers in your bank.

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 your commercial 
customer in your 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.

The Associates 
A Driving Force in American Business

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, Miami, 
Nashville, New York, St. Louis, San Francisco, 
South Bend (IN), Tulsa.
Associates Commercial Corporation is a 
subsidiary of Associates Corporation of 
North America, a Gulf + Western Company.
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Critical Banking Issues Addressed 
At Independent Bankers' Convention

D ESPITE the soft trade winds 
blowing off the blue Pacific in 

Honolulu in March, many of America’s 
independent bankers were more con
cerned over the buffeting they were 
suffering from winds generated by the 
economic slump, thrift-industry crises 
and the impact these problems could 
have on the banking industry. Some 
2,500 bankers were in attendance at 
the 52nd annual convention of the In
dependent Bankers Association of 
America (IBAA).

Representatives of the U. S. Con
gress urged bankers to be patient with 
the Reagan Administration’s program 
to reduce inflation, albeit they had 
some recommendations that would 
change certain aspects of the Presi
dent’s program. Federal regulators 
told community bankers to prepare for 
deregulation by positioning their 
banks more strategically in the finan
cial-services market.

If there was a common thread run
ning through the addresses of those 
representing the banking industry, it 
was an encouraging word about the 
ability of smaller banks to compete, 
based on performances of these banks 
in recent years.

Still, there was a feeling of urgency 
and a deep concern over how long 
community banks could continue to 
compete, given little hope for real re
ductions in interest rates, the outflow 
of deposits to money-market mutual 
funds and the impact these two major 
problems are having on small-business 
and farm customers of their banks.

IBAA President W. C. Bennett, 
keynoting the convention, called for 
Congress to cure the disease and not 
the symptom in dealing with the prob
lems of the thrift industry —  problems 
that threaten commercial banks if not 
resolved soon. Mr. Bennett is CEO, 
Arthur State, Union, S. C.

“Giving thrifts commercial-banking 
powers only strengthens the survi
vors,’’ he said. “And turning problem 
institutions over to the major financial 
conglomerates isn’t helping thrifts, it’s 
obliterating them. The next step 
would be to obliterate us.”

The best hope for thrifts lies in find
ing a positive remedy for their low- 
yielding mortgage portfolios to address 
the problem of insufficient income 
during a period of high interest rates, 
Mr. Bennett believes. He also would 
like to see Congress inject capital into 
distressed institutions combined with 
an orderly circumscribed takeover of 
failing thrifts and mutuals via enact
ment of the House-passed Regulators’ 
Bill.

Bank-like regulation of money- 
market mutual funds and other entities 
that offer bank-like services, the IBAA 
feels, would help stem the flow of 
funds and financial credit out of the 
nation’s communities. Regarding the 
economy, Mr. Bennett stated, “It’s 
imperative for our banks and our cus
tomers that the (federal) deficit be 
brought under control so the Fed 
alone isn’t asked to carry the full bur
den of the fight against inflation. ”

William Issac, F D IC  chairman,

characterized the next five years as 
critical to the evolution of the nation’s 
financial system. “I’m convinced we 
will witness more changes in the next 
five years than we experienced during 
the previous 50 years,” he told dele
gates.

“Contrary to the claims of some, ” he 
continued, “the government is not the 
driving force behind this revolution. 
Indeed, the government is lagging 
woefully behind developments in the 
marketplace. Events now are occur
ring at such breakneck speed that by 
the time a trend is generally recog
nized and a consensus achieved on 
how to respond, new events render 
the proposed response ineffective.”

As an example, Mr. Issac pointed 
back at the 1980 Monetary Control Act 
which, when passed, was regarded as 
revolutionary. “How inadequate that 
law now seems.

“The hour is late,” he continued. 
“We must get on with a comprehen
sive package to restructure and aid the 
thrift industry. I ask your support in 
that endeavor because I believe it is in 
the national interest and in your best 
interest. Until we stabilize conditions 
in the thrift industry, it will not be 
possible to implement the measures 
you need to compete effectively in the 
new environment.”

Mr. Issac called for swift enactment 
of the Regulators’ Bill to give insuring 
agencies greater flexibility in dealing 
with failing institutions. He also called 
for swift passage of the Garn Bill —  or 
something similar to it —  to facilitate 
the handling of failing thrifts. He looks 
to greater asset powers for thrifts and 
an override of state usury laws and 
due-on-sale prohibitions.

In addition to accounting reforms for 
thrifts to help them restructure their 
asset portfolios, he urged the DIDC to 
authorize deregulation of deposit in
terest-rate ceilings.

And, as later speakers were to re
peat, the FDIC chairman reminded 
his audience that it was not thrifts that

New IBAA officers pose with outgoing Pres. 
W. C. Bennett (2nd from I.) at Honolulu 
convention. From I.: Pres. Robert L. McCor
mick Jr.; Mr. Bennett; 1st V. P. James D. 
Herrington; 2nd V. P. Paul H. Bringgold; 
and Treas. James R. Taylor.
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represented the greatest competition 
to commercial banks, but rather non
depository institutions. And he added 
a note of optimism: “I am convinced of 
the strength and true value of our na
tion’s community banks. Given the 
freedom to compete on an equal basis, 
you can withstand any competitive 
challenge.”

Senator Roger W. Jepsen (R.,Ia.) 
underscored a theme that the attitude 
in Congress is to go slowly in areas of 
regulation at present. He reported 
that more than 23,000 pages of regula
tions have been scrapped in a year’s 
time.

He supported the Administration’s 
program, citing the belief that the cur
rent recession has been caused by the 
bankrupt policies of the last 20 years. 
“The new incentives are powerful tools 
for rebuilding our economy —  to ex
pand, modernize, create jobs. Eco
nomic recovery is going to take time, 
but we have no other choice,” he said. 
“We are rebuilding the economy from 
the bottom up; not from the top down.

“The greatest resource this country 
has is its people, ” Senator Jepsen said. 
“And America must build on the suc
cesses of individual people.” He also 
defended the Administration’s stand 
on increased expenditures for defense.

The Administration’s program was 
criticized during the second general 
session by Congressman Cecil Heftel 
(D.,Hawaii). He contended that Fed 
Chairman Paul Volcker has already ne
gated possible chances for success of 
the Economic Recovery Act by letting 
interest rates rise. And he blamed both 
sides of the congressional aisle for inac
tion of Congress. “Each side is blaming 
the other for the situation. And he 
pointed to the dissension among the 
various deposit-taking institutions as 
the reason Congress is slow to act.

“Financial institutions must com
promise, must make a unified state
ment before Congress will do any
thing,” he said. “No one seems willing 
to make sacrifices to get the system 
going. In the next three months, we re 
going to see just how much courage 
there is in Congress.

“And remember,” he concluded, “if 
Congress does nothing, even that will 
hurt you.”

C. T. Conover, Comptroller of the 
Currency, had his own set of admoni
tions. Recognize today’s realities, stop 
fighting change and manage your 
banks better were three points he 
emphasized before reviewing the 
banking industry’s major problems. 
Among these problems, he cited the 
growth of money-market mutual funds 
and the inability of banks to compete in 
today’s marketplace because of restric

Three Mid-Continent-area high 
school seniors were named winners 
of the first Howard and Katherine 
Bell Scholarship Fund competition 
at the IBAA convention. Contestants 
from throughout the nation wrote 
short essays on community banking 
and its impact on the community.

Named were Maria Sandra Kunk- 
el, Enid, Okla., who placed first and 
was awarded $12,500, sponsored by 
Community Bank, Enid; Sherry Ar
gent, Goodsprings, Ala., who placed 
second and received $1,500, spon
sored by Bank of Parrish, Ala.; and 
Mark E. Gommel, Malta, 111., who 
placed third and won $1,000, spon
sored by First National, Malta.

tive and burdensome regulations — 
regulations that once were viewed as 
protections.

“Still, banks have been performing 
rather well in spite of these problems 
—  particularly the smaller banks,” Mr. 
Conover said. “And you’ve been doing 
well in every state, regardless of 
branching situations in those states.

“What are you afraid of?” he asked. 
“Thrifts and the big banks? If so, you’re 
fighting the wrong battle. The real 
threat is from nonbank competitors.”

Turning to possible solutions, the 
Comptroller asked for a partnership 
between banks and the government. 
“Let deregulation occur even if this 
means broadening the powers of all 
institutions and breaking down geo
graphic barriers. Let interstate mer
gers continue for ailing thrifts.”

Representing the Farm Credit Sys
tem was Don L. Hovendick, presi
dent, Federal Intermediate Credit 
Bank, Omaha, who outlined the new 
farm-discounting program.

His theme was commercial-bank ac
cess to Farm Credit System funding 
through OFIs, or Other Financial In
stitutions. And he gave a fairly detailed 
review of how commercial banks, 
when pressed for funds, could use the 
agency’s program to advantage.

“The need for supplemental ag-pro- 
duction-loan funds can be met through 
loan-participation agreem ents be
tween commercial banks and Produc
tion Credit Associations (PCAs),” he 
said. “The enormous potential of this 
program has not yet been tapped. It’s 
faster, easier and done locally. Par
ticipation simply amounts to the estab
lishment of overline relationships be
tween local banks and the PCA in their 
areas. It can and it does work. It’s good 
for the bank, it’s good for the farmer 
and it’s good for the PCA,” he re
ported.

Kenneth A. Guenther, IBAA execu

tive director, brought members an up
date on happenings on the banking 
front in Washington.

Reporting on recent resolutions 
being rushed through Congress to 
place the full faith and credit of the 
U. S. government behind the thrift in
dustry, Mr. Guenther said the next 
question will be what additional leg
islation will be coming down the road 
to deal directly with this crisis, and 
how will legislative efforts to exploit 
the crisis be contained?

He reported to the convention that 
the IBAA has joined the Conference of 
State Bank Supervisors in supporting 
the House-passed Regulators’ Bill that 
facilitates capital infusions into trou
bled thrifts and provides for the order
ly takeover of failing thrifts and large 
failed mutuals.

“The IBAA has not supported leg
islative proposals such as Title III of 
the Garn Bill that essentially would 
convert thrifts into a new class of fa
vored commercial banks,’’ he said. 
“There are no responsible voices who 
claim that giving thrifts such powers 
will do anything to help them over 
their immediate crisis.”

Such proposals are supported by the 
FH LBB, the FDIC and the Treasury 
Departm ent. “Giving thrifts such 
powers looks toward enhancing their 
franchise as the regulatory agencies 
seek merger partners and this saves 
the hard-pressed insurance funds 
money. But what is good for the 
FSLIC  or FDIC insurance funds is not 
necessarily good for the financial and 
economic structure of this nation.”

According to Mr. Guenther, there is 
almost no likelihood that the Garn Bill 
will emerge from committee. “Subse
quent proposals are expected, but 
haven’t yet emerged.

“It’s likely that in the remaining 
months of this Congress and in 1983 
that tremendously important policy 
issues will be at stake affecting your 
banks, the value of your bank stocks, 
even the grass-roots democratic struc
ture of this nation. Financial concen
tration and destruction of local deci
sion-making centers have profound 
political ramifications,” he said.

New IBAA officers for 1982-83 were 
installed at the closing banquet. They 
include Robert L. McCormick Jr ., 
IBAA president, and president/CEO, 
Stillwater (Okla.) National; James D. 
Herrington, IBAA first vice president, 
and chairman/president, Coldwater 
(Kan.) National; Paul H. Bringgold, 
IBAA second vice president, and pres
ident, First National, Cannon Falls, 
Minn.; and James R. Taylor, IBAA 
treasurer, and president/CEO , 
McKeesport (Pa.) National. • •
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Poetry Helps Bank Employees 
Gain Perspective on Jobs

B ANKS always are looking for ways 
to get their employees more in

terested in and enthusiastic about 
their jobs, but Northwestern National, 
St. Paul, Minn., found an unusual 
method of doing this. The bank in
spired its personnel to write poetry 
about their jobs.

A professional poet was brought into 
the bank for a series of noontime work
shops in poetry writing. Participants in 
the program, called “In the Company 
of . . . a Poet,’ included employees 
from all bank departments, from man
agers to maintenance personnel. For 
16 weeks, the class read poetry, were 
visited by local and national poets, 
wrote poetry of their own and shared it 
with other participants.

The program was arranged by 
Northwestern National through the 
Minnesota community-arts organiza
tion, COMPAS, and is said to be the 
first of its kind in the country.

Because of the workplace setting, 
the workshops placed special emphasis 
on poems about the work experience. 
For instance, a loan officer assigned to 
choose an animal that reflected what 
she did in her job wrote about “The 
Loan Walrus.”

The workshops produced an unex
pected result, says Jim Moore, poet/ 
teacher in the program. “The work
shops became a way for people with 
different job responsibilities to come 
to a new understanding and apprecia
tion for each others’ roles and responsi
bilities,” he points out. “Supervisors 
and employees worked together in a 
personal, intimate perspective, hear
ing honest things about one another’s 
jobs.”

In addition to bringing out the crea
tive side of the bankers, the program 
offered participants an experience in 
personal and career growth. One par
ticipant reapplied for a different job in 
the bank with more extensive respon
sibilities than she had. Her experience 
in the workshop program inspired her 
to act because, as she says, “I de
veloped insight into myself. When I 
read some of the poems I wrote, I real
ized my own language was capable of a 
punch and strength I thought had left 
me some time ago. Consequently, I 
asked to be trained into some other 
bank area I perceive to be more chal
lenging.”

Larry Buegler (r.), CEO, Northwestern  
Nat'l, St. Paul, M inn., accepts framed 
broadside of poetry from Molly LaBerge, 
exec, dir., and David Hunneberg, pres., 
COMPAS, Minnesota community-arts orga
nization. Poetry was written by bank em
ployees during 16-week "Poet-in-the- 
Bank" program sponsored by Northwest
ern Nat'l and COMPAS.

Teacher Jim Moore notes that this 
positive effect on the self-confidence 
—  and, consequently, on work motiva
tion —  was noticeable in all program 
participants.

One of the most valuable effects of 
the program, according to its partici
pants, was that it provided a forum for 
thinking about their work in new ways, 
developing a better perspective on 
what they did eight hours a day.

Poet/teacher Moore comments, 
“People would joke and let off tension 
through their writing. Work has been a 
major life commitment for employees 
in the program. Writing was a chance 
to think about their problems on the 
job and in their lives and resolve them 
through the creative process.”

The program is funded by the bank’s 
community-development area and 
jointly coordinated with the human re
sources division. It has been received 
enthusiastically by bank management. 
Barbara Schmidt, assistant vice presi- 
dent/marketing and community de
velopment, says, “We were experi
menting when the program was initi
ated. The concept of the Toet-in-the- 
Bank’ program was untried and, frank
ly, not understood by many in the bank 
during the first stages. But, with time, 
the concept proved itself.”

John Carlson, vice president/human 
resources, adds, “The workshops ex

panded participating-employee un
derstanding and commitment to their 
work at the bank and helped each indi
vidual explore and understand in a 
realistic way his or her potential. 
Northwestern National always has had 
a strong commitment to making the 
bank a positive, human environment 
for our employees. In a large organiza
tion, it’s important for individuals to 
have opportunities to distinguish 
themselves and explore their special 
talents. It helps them, as well as the 
bank, grow. • •

• Mosler Safe Co. Bullet-resistant 
protective partition systems are avail
able from this firm, manufactured of 
IV4" clear acrylic or polycarbonate. A 
patented baffle system allows private 
conversations. Also available are bul
let-resistant doors, panels and related 
items and package-exchange units 
with teller-controlled door locks to 
allow passage of coin bags and large 
envelopes without breaching security. 
Write: Mosler Safe Co., 1561 Grand 
Blvd., Hamilton OH 45012.

Bullet-resistant protective partitions from 
Mosler are manufactured of clear acrylic or 
polycarbonate.

Personnel Officer
(Continued fro m  page 23)

bank work. In total, the personnel de
partment interviews over 5,000 people 
a year and reviews many thousands of 
resumes.

What kinds of tests should a bank 
give potential employees? Mr. Juengst 
says Mercantile places limited em
phasis on preemployment tests. His 
department asks applicants on the 
nonexempt level to solve simple addi-
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the territory, 
you need 
a guide 
that does.

The futures market 
was no stranger to me. But hedging 
interest rates with financial futures? That was 
new territory. I knew that a wise use of hedging 
could give me and my bank that elusive com
petitive edge, but interest rate volatility and a 
healthy fear of the unknown always managed to 
frighten me away. Then I heard about the guide.

Clayton Brokerage’s 
guide to hedging 
interest rates with 
financial futures.
It cost $10. For that nominal fee I learned how to 
develop and implement strategies that reduced 
interest rate risks. So now I’ve worked the 
financial futures market into my bank’s overall 
asset and liability structure. And it’s paying 
off— I’m getting a higher return on my assets.

Hedging interest rate risks 
with financial futures may be 
uncharted territory to you now. But Clayton 
Brokerage’s practical guide can help you turn 
that new territory into familiar ground and dis
cover that missing competitive edge.

CLAYTON
BROKERAGE CO. OF ST. LOUIS, INC.

7701 Forsyth Blvd., Suite 300, St. Louis, Missouri 63105

Please send me your Guide to Hedging 
Interest Rate Risks with Financial Futures.
Name_____________________________________
Address--------------------------------- ---------------------
City----------------- .State Zip

(Home).Phone (Bus.)__________
Mail check or m oney o rd e r for $10.00 per 
copy to: Attn: Circulation Dept.

Clayton Brokerage Co. of St. Louis, Inc 
7701 Forsyth Blvd., Suite 400 
St. Louis, Missouri 63105

For more information, call TOLL FREE 1-800-325-8800 (In Missouri call 314-727-8000 extension 484) 
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tion and subtraction problems and 
demonstrate their clerical and proof
reading abilities.

He cautions that if such tests are 
used as the primary decision-making 
tool, they must be structured to not 
have a negative impact on “protected 
classes” (any group or member of that 
group protected by laws that bar dis
crimination on the basis of race, color, 
religion, sex or national origin).

When it comes to references listed 
on job  applications, Mr. Juengst 
advises checking them carefully, 
verifying dates worked, termination 
dates, types of job held, etc. Also, col
lege degrees should be verified, says 
Mr. Juengst, pointing to the infamous 
Janet Cooke incident at the Washing
ton Post (Miss Cooke allegedly claimed 
an educational background that was 
false and wrote a Pulitzer-prize- 
winning article on a juvenile dope 
addict that turned out not to be based 
on fact). He gives little credence to 
personal references since a person s 
friends are not likely to say anything 
derogatory.

In the educational area, Mr. Juengst 
continues, he believes grades are im
portant, but not all-encompassing. 
This is true particularly if a person has 
been out of school for some time and 
has proved to be a good worker in his/ 
her previous jobs.

Mr. Juengst does place importance 
on the personal appearance of a person 
who comes in for a job interview. He 
believes if a person dresses carelessly 
or sloppily then, he or she won’t look 
any better on the job. On the other 
hand, if someone takes the trouble to 
wear appropriate clothing and to look 
neat for a job interview, it indicates 
proper perspective and attitude. He 
adds that in some bank areas where 
people have to do physical labor, such 
as lifting cartons or working with 
equipment that soils their clothes, em
ployees can’t be expected to wear their 
Sunday best.

Even if a bank doesn’t have a formal 
dress code, says Mr. Juengst, it should 
have guidelines, as does Mercantile, 
so no one shows up in a sloganed T- 
shirt, sandals, sweatshirts or any ex
treme dress not generally considered 
by the public as business wear.

Mercantile provides career apparel 
for its tellers and floor people and work 
smocks in some “back-room” opera
tions.

The job-interview can prove to be 
sensitive, warns Mr. Juengst, because 
it’s there that the wrong questions may 
be asked, questions the interviewer 
may think are perfectly innocent, but 
that, actually, violate some of the 
federal laws listed in the beginning of

this article.
For instance, don’t ask a person’s 

age, marital status (single, widowed, 
divorced, or separated), spouse’s name 
and line of work, religion, languages 
spoken (unless, of course, speaking a 
certain language is a requirement of 
the job being sought) or what organiza
tions the applicant belongs to.

After a person is hired, however, it’s 
all right to find out number of depen
dents, marital status, age, etc., be
cause such information is needed for a 
bank’s insurance and pension plans 
and for determining how much income 
tax to withhold from an employee’s 
wages.

A bank can check on whether an 
applicant has ever been convicted of an 
offense and obtain his or her credit 
record if the applicant authorizes the 
personnel officer to do so.

Mr. Juengst believes a good inter
viewer will let the applicant do most of 
the talking because more background 
information will be divulged that way. 
He says an average of 15 minutes is 
spent on a personnel interview with a 
nonexempt-level person, much longer 
for experienced or professional per
sons. If the applicant shows promise, 
he or she is sent to talk with the super
visor or manager of the department 
with the job opening. The personnel 
interviewer generally does the screen
ing for basic qualifications, but the su
pervisor makes the decision on the 
person’s employability.

He believes in letting a person who 
isn’t hired know the decision as soon as 
possible, but the time depends on 
number of people being interviewed 
and the difficulty of the job. A personal 
phone call or letter is a good touch but 
due to time constraints, Mercantile 
sometimes responds with letters typed 
in its word-processing department 
(such letters are done by computer, 
but look individually typed).

Exit interviews can be valuable to a 
bank, says Mr. Juengst, noting that 
employees terminating from Mercan
tile have the option of filling out a form 
before they leave. Mr. Juengst says 
that these people often are candid and 
may throw light on some problem 
areas in the bank. Such interviews can 
lead to changes. For instance, he 
points out, employee benefits were 
restructured partly as a result of these 
exit interviews.

If an employee becomes a problem 
—  poor job performance, excessive 
absenteeism, coming late too many 
times, taking overlong breaks or lunch 
periods —  don’t just store all that in
form ation up in your mind, Mr. 
Juengst advises managers and person
nel officers. Keep written records and

discuss the problem with the em
ployee. Most people will improve 
when they clearly understand the 
problem and know what is expected.

Mr. Juengst agrees with these five 
suggested rules to follow in the area of 
probation and discipline:

1. Was there a rule?
2. Did the employee know the 

rule?
3. Was the rule broken?
4. Was there a warning?
5. Was it enforced uniformly?
If the employee doesn’t improve, 

and the situation becomes severe, Mr. 
Juengst advises maintaining good writ
ten documentation. Then, have the 
entire record reviewed and under
stood up the line at progressively high
er supervisory levels. After that, de
pending on the situation, further disci
pline can be taken, including termina
tion of employment if necessary.

When an employee believes he or 
she has a problem on the job, perhaps 
caused by a co-worker or supervisor or 
department head, Mr. Juengst sug
gests that such an employee be en
couraged to go to someone with au
thority and talk over whatever is per
ceived to be wrong. Of course, the 
other side of the story should be heard, 
too, from the person the employee be
lieves is causing the problem. Most 
problems are quickly resolved, but if 
the employee still doesn’t believe the 
correct action has been taken, and that 
the problem is one of discrimination, 
he or she has the option of contacting a 
government agency and requesting a 
letter from it setting up a hearing on 
the employee’s complaint.

A personnel or bank officer some
times has the painful task of requesting 
a polygraph (lie-detector) test when 
there is a theft or loss of money in the 
bank. Such tests are used as much to 
clear any possible suspicion of an indi
vidual as to help discover the cause of 
the loss. However, there are legal con
siderations in use of these tests, and 
Mr. Juengst advises banks not to use 
such tests without a lot of thought and, 
when one must be taken, to have a 
government agency or outside firm 
administer it.

With all that a personnel officer 
must do, the job certainly should nev
er be dull, and it is challenging since it 
includes personnel-policy formula
tion, employee selection, training/de- 
velopment and employee relations. As 
pointed out earlier, all these duties 
sometimes are in addition to one or 
more other jobs in a bank. Thus, it’s 
evident that just “liking to work with 
people” is not enough to qualify an 
individual to be a personnel officer. • •

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



A  bank’s security system  
should m ake the computer 
optional. Not the security

/ * = l■ ^ ■ ■ 1  i i h i

COMSEC is the latest in 2-way 
security communications. The 
system is microprocessor 
based, and can be computer- 
enhanced, not computer 
dependent like some other 
"complete" security systems. 
When their computer is down— 
so is their security. But 
COMSEC can monitor 
hundreds of remote points at 
one time, report their status and 
indicate to your guard the exact 
nature of the security problem, 
in less than 10 seconds. With 
a  computer—or without.

COMSEC provides hi-rise 
buildings and branch bank 
networks with unsurpassed pro
tection from fires, break-ins, 
hold-ups and vandalism. It can 
even indicate when an ATM is 
low on cash.

COMSEC gives you secu
rity and security information far 
superior to Central Station or 
Police Monitoring because 
COMSEC is tailored to your 
special needs and is more accu
rate and reliable.

And COMSEC's modular 
design makes it practical for

any size financial operation 
because it provides the eco
nomic advantage of being able 
to add components, like a com
puter, only as necessary.

It should come as no 
surprise that COMSEC sophisti
cation was developed by 
Mosler, the name financial insti
tutions have respected for over 
a century in both quality phys
ical and electronic security 
systems.

Find out how COMSEC 
can work for you—with or 
without a computer. Write 
Mosler, 1561 Grand Boulevard, 
Dept. CS-81, for free COMSEC 
literature.

Mosler
An American-Standard Company

Hamilton, Ohio 45012

Where quality products are 
the product of quality people.
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Knowing 
New Orleans 
for 99 years...

The Whitney’s com prehen
sive banking services are backed 
by nearly a century of experience  
and expertise.

Today, the Whitney offers 
you the capabilities of wire trans
fer, transit check collection, credit 
inform ation , co m p u ter service, 
coins and currency, government 
bonds, and international banking.

For prom pt, expert atten
tion to your com plete corre
spondent banking requirements, 
call the Whitney National Bank.

Use this WATS num ber for 
the Correspondent Banking 
D epartm ent: 1-800-535-9151 
In Louisiana use 
1-800-562-9016

NATIONAL BANK OF NEW ORLEANS
Established 1883

A Great Bank For A Great City
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NEW LBA OFFICERS —  President John J. Doles Jr., pres., First State, Plain Dealing; 
President-Elect Joseph M. Connolly, ch., Century Bank, New Orleans, and Treasurer 
E. J. Dronet, pres., Cameron State.

Politics, Business and Banking 
Spotlighted at LBA Convention

D ID YOU ever try —  in a three- 
day period —  to listen to 11 (or 

was it 12?) publicly known speakers, 
visit exhibits of some of the latest bank
ing services and equipment, partici
pate in lavish entertainment events 
and say to yourself as you came away: 
“I liked it!”

That’s what Louisiana bankers were 
saying last month after their three-day 
(or was it four?) convention in New 
Orleans. They heard Mike Wallace of 
TV’s “60 Minutes, ’’ Pat Boone, singing 
star (without his white shoes), one 
senator, one congressman, one gov
ernor, representatives of national 
banking associations —  and, oh yes,

former President Gerald R. Ford. And 
if that were not enough, Saturday 
afternoon found bankers (led by their 
wives, probably) sitting through (while 
some stood) a two-hour session on 
“Coping With the Stress of Family 
Living.’’

It was, indeed, a rem arkably 
“staged” convention!

Politics, of course, with national and 
state governmental leaders present, 
occupied the limelight. Under review: 
the national budget, the deficit and the 
Administration’s “supply-side” eco
nomics.

Several speakers already had ad
dressed these subjects when former

President Ford stepped to a final 
luncheon platform, where he paused 
only briefly to quip about his golfing 
days with comedian Bob Hope. “Bob,” 
he said, “claims I in the only man alive 
who can play on four golf courses at the 
same time. His worst story about m e,” 
said the former President, “is that the 
other day I even lost two balls in the 
ball washer!”

But Mr. Ford did NOT lose his audi
ence. They were with him (applaud
ing) when he asked business, banking 
and the people to “give the President’s 
program a chance. It has,” he ex
claimed, “just started.”

Even though substantial cuts al
ready had been made in the budget, 
Mr. Ford said he felt “uneasy” about 
the remaining large projected deficits 
and he offered a suggestion for trim
ming these deficits. He would, he said, 
“stretch out” procurement of some of 
the “big-ticket” items in the defense 
budget. That would save billions, he

FORMER PRESIDENT Gerald R. Ford 
visits with 1981-82 LBA President 
Charles W. McCoy, prior to Mr. 
Ford's luncheon speech. Mr. McCoy 
is chairman and CEO of Louisiana 
Nat'l, Baton Rouge. Mrs. McCoy is 
seated on the left.
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said, and he doubted that the nation’s 
defenses would be compromised.

The former President also encour
aged Congress to look at new taxes, 
such as those on liquor and gasoline, 
and various excise taxes in order to 
improve income.

Mr. Ford also addressed one politi
cal “hot potato. ” A bipartisan commis
sion in Congress, he said, sooner or 
later will have to recognize one of the 
“galloping costs” of government and 
that is the cost-of-living adjustments to 
ALL retirements for military, federal 
and social security beneficiaries.

The former President also expressed 
impatience with the critics of Presi
dent Reagan’s handling of inflation, 
unemployment and interest rates. He 
reminded his listeners that when he 
left office he turned over to President 
Carter a country with 4.8% inflation, 4 
million unemployed and a prime rate 
of 6V2%.

Four years later, he said, the Carter 
Administration turned back the econ
omy to a Republican President with an 
inflation rate of 13.4%, unemployment 
of 7.4 million and a prime rate of

Specializing 
in Louisiana and 

Mississippi 
Municipal Bonds

Hattier, Sanford 
& Reynoir

INVESTMENT BANKERS 
Whitney Building, New Orleans, La. 70130 

(504) 525-4171

211/2%. Today, he said, an inflation 
rate of 6% and a prime rate of 161/2% 
show progress. And in a recessionary 
period, it is not unusual that unem
ployment has moved to almost nine 
million.

Mr. Ford argued that further reduc
tions in interest rates would follow 
once the public is convinced that infla
tion not only is down, but will stay 
down. Thus, it is so important, he said, 
that the “battle against inflation must 
continue.”

Mr. Ford’s sentiments regarding 
President Reagan’s supply-side eco
nomics were echoed by Henson 
Moore, Louisiana’s congressman from 
the Sixth District. “Give the Presi
dent’s program a chance to work, ” he 
said. “It took us 50 years to get here,” 
he said. And we “need more than six 
months” to get us out of the fix we are 
in.

“The real problem in the economy, 
since the Vietnam War, has been a 
runaway demand for goods and ser
vices and not enough supply —  thus 
inflation. Supply-side economists, 
however, believe the cure is to cut 
back on consumer demand and to 
stimulate production. But how do you 
do this?

“First, you attack the problem of too 
much demand by saying to govern
ment (the biggest spender), ‘You’ve 
got to stop spending so much money!’ 
Last year, Congress cut spending over 
the next five years by $467 billion.

“Secondly, Congress passed a tax- 
reduction program that aims at stimu
lating the supply side of the economy. 
From  this program the American 
citizen once again will save a part of his 
paycheck; business will be prompted 
to invest and generate even more 
paychecks. Because investment pro
duces growth, and growth (produces) 
jobs, this adds up to pulling ourselves 
up out of inflation and high interest 
rates.

“Is there any evidence that supply- 
side economics works?” Representa-

CONVENTION SPEAKERS "on the 
front row" prior to their turn on the 
podium. From left: Congressman 
Henson Moore, Louisiana's Sixth 
District; Edward G. Harness, Procter 
& Gamble, and Senator Russell L. 
Long (D.,La.).

tive Henson pointed to West Germany 
and Japan, where these principles 
were adopted, as having two of the 
world’s healthiest economies.

He also pointed to Puerto Rico, 
where a series of tax cuts were passed 
in 1978 and which, by 1979, had in
creased tax revenues by 13%. “To
day,” he said, “there are 100,000 more 
taxpayers on the rolls in Puerto Rico 
than were there three years before. Is 
it working (there),” he challenged!

The recession, of course, is almost 
totally responsible for current high 
deficit projections (every 1% in unem
ployment costs $25 billion in lost rev
enues). What is needed, the congress
man stated, is not an abandonment of 
the Administration’s program, but 
further cuts in spending, a freeze in 
entitlement programs, a reduction of 
the “increase” in defense spending, 
plus an increase in revenues through 
elimination of wasteful and inefficient 
tax benefits.

Congress, he pleaded, needs to rise 
above election-year politics and attain 
its finest hour by quickly passing a 
bipartisan compromise that will be un
popular and difficult for us all, but 
which, he felt, would ensure a much 
faster economic recovery.

Louisiana’s Senator Russell Long, 
over many years one of the most 
powerful senators in Washington, rec
ognized the difficulties of the decisions 
to be made by the Administration and 
by Congress. He gave little credence 
to a movement to force a balanced 
budget on Congress. Despite the Pres
ident’s admonition not to “balance the

New Louisiana Officers
The following new officers were 

elected by Louisiana bankers at their 
82nd convention last month:

President —  John J. Doles Jr., 
president, First State, Plain Deal
ing.

P resid en t-elect —  Joseph M. 
Connolly, chairman, Century Bank, 
New Orleans.

Treasurer—  E. J. Dronet, presi
dent, Cameron State, Cameron.

ABA councilman —  Donald L. 
Delcambre, chairman, State Nation
al, New Iberia.
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First National Bank of Commerce has a history of the purchase and sale of various money market
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 multimillion-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 market 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, Louisiana 70112. Phone 1-800-462-9511 in Louisiana or 1-800-535-9601 from Mississippi, Alabama, Arkansas, Oklahoma and East Texas.

Outside these areas, call collect 504-551-1371. Member FDIC
P.O. Box 60279 New Orleans, LA 70160
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PANEL SPEAKERS with Moderator 
Mike Wallace, CBS' "60 Minutes" 

(3rd from I.). Others: Robert 
McCormick Jr., Independent 
Bankers; W. H. Kennedy Jr., 

American Bankers Association; Elvis 
Mason, InterFirst Corp., Dallas; Dee 

W. Hock, pres., Visa; Dan Wall, staff 
dir., U. S. Senate Banking 

Committee, and Charles W. McCoy, 
LBA President, 1981-82.

budget on the backs of the people,” 
Senator Long knew of no other re
course.

It may be necessary, he said, to re
duce tax cuts from 10% to 5%. 
Obviously, he said, we have to cut 
spending, where possible.

But the real job will be in Congress, 
he said. And in the future, Congress as 
well as the Administration will have to 
begin examining each new spending 
program and then ask: “Will Congress 
be willing to increase taxes to pay for 
these new programs?”

“Will there be a balanced budget by 
1985?” the Senator asked. It isn’t 
possible to “cut enough” or “tax 
enough” to do it before then!

Meanwhile, back to banking sub
jects, a group of bankers, led by Mike 
Wallace of TV’s “60 Minutes,” dis
cussed “The Future of Banking. ” 

Leading off was Arkansas banker 
William H. Kennedy Jr., president
elect of the American Bankers Associa
tion. He suggested three emerging

trends, which, in his opinion, would 
have major influences on the banking 
industry over the next five years. Mr. 
Kennedy is chairman, National Bank 
of Commerce, Pine Bluff, Ark.

1. Technology, he said, would 
make electronic products smaller, 
cheaper, more powerful and more 
flexible. The real test, of course, will 
be customer demand and acceptance 
of these products.

2. Market deregulation will shape 
the products offered by banks and the 
prices at which they are offered. Pres
sures of the marketplace, therefore, 
will push banks toward achieving par
ity with unregulated financial service 
companies.

3. Inflation. The key to mainte

nance of a strong and profitable bank
ing system, he said, is a significant and 
lasting decline in the underlying rate 
of inflation.

Another panelist, Dee W. Hock, 
president, Visa, International, agreed 
that technology will play an important 
role in the future shaping of banking. 
The result will be, he predicted, that 
differentiations among financial in
stitutions no longer will be of great 
importance to the customer. Since 
many transactions will occur electroni
cally, custom ers will care little  
whether that is done by commercial 
banks, thrift institutions, the govern
ment, AT&T, Merrill Lynch, Sears, 
American Express or any others.

Archaic law may inhibit these 
changes, he said; entrenched interests 
may resist it; legislators may dispute it; 
but consumers should and will have it 
and will pay well to those who provide 
it.

Electronic payment systems will 
“pour down” on bankers, he pre
dicted, and nothing can be done to 
prevent their increasing importance. 
He offered several general predictions 
to his audience:

1. Global telecommunications sys
tems will be created for electronic ex
change of value data.

2. Banks will have to “earn” their 
place in the market by what they cre
ate or fail to create.

3. Such systems are beyond the 
capacity of any single bank or banks of 
any country. A coordinated effort of 
the worldwide banking community 
will be required.

4. Banks should develop these sys
tems, but if they do not, they gradually 
will lose their importance in the cus
tody, lending, issuing and exchanging 
of cash values.

Mr. Hock also assessed the alterna
tives, which, in his opinion, would be a 
global consolidation of banks, exten
sive expansion into financial services 
by governmental entities and massive

First Commerce Corporation
Parent Company 

of
First National Bank Of Commerce

is pleased to announce 
Standard and Poor’s Rating

A - l
for our

Commercial Paper

First Commerce Corporation
210 Baronne St., RO. Box 60279, New Orleans, La. 70160 
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IRA  sign-up time is here!
Be prepared with an adequate supply of forms and documents. 

Now being ordered by banks nationwide.

ORDER FORM: IRA Supplies - HR-10
Quantity Unit Total Cost

IRA Brochure at .16 each $
Larger Quantity Prices:
1,000-4,999— 14c each
5 , 0 0 0  and over— 10c each
HR-10 Brochure at .16 each $

ORDER IN EQUAL AMOUNTS - BOTH ARE NEEDED
IRA Disclosure (2 two-part forms) at .35 per set $(MINIMUM 25 SETS— ORDER IN SETS OF 25 ONLY)
IRA Policy (2 two-part forms) at .50 per set $(MINIMUM 25 SETS— ORDER IN SETS OF 25 ONLY)
Wallets for IRA Documents at .85 each $
Keogh Plan (HR-10):

Customer booklets & forms at 5 . 0 0 per set $
IRA Report to Participants(pad of 50) at 1.25 per pad $

SUBTOTAL $
Sales Tax $

Check enclosed ___________ (IA/NE ONLY-3%)
Bill to bank _____________ *Shipping $ 5.00

ALL ORDERS
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PLEASE TYPE OR PRINT
ALSO AVAILABLE:
Bank name and logo imprint 
$40.00 first 1,000 
$5.00 per 1,000 above 1,000 
***Include bank name and logo

Bank Name

Officer Name
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retu rn  to:

NORDWESTERN 306-15th S t.
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intrusions by nonbank financial orga
nizations.

If commercial banks are to continue 
to be the dominant institutions in 
financial services, he said, they will 
have to assert themselves quickly, and 
to do so means they will have to be 
unfettered by Congress.

The traditional issues on indepen
dent banking versus holding-company 
banking were aired by Robert L. 
McCormick Jr., president Indepen
dent Bankers Association of America, 
and Elvis Mason, chairman/CEO, In- 
terFirst Corp., Dallas. Mr. McCor
mick is president, Stillwater (Okla.)

National.
Mr. McCormick, observing the 

growing demand for deregulation of 
the banking industry, was concerned 
with the expertise available in some of 
the nation’s smaller banks. “Unreg
ulated banks will be difficult to man
age. Many bank owners, ” he said, “will 
give up and then the multinationals 
and multi-bank holding companies will 
be there to buy them.”

The Independents’ leader acknowl
edged that bankers would have to pos
sess six areas of skill to survive: innova
tion; cost accounting/pricing; manage
ment of interest-rate risk; people man-

agement; marketing and planning/ 
strategy.

Independents, he said, hope to have 
some influence over HOW fast the 
banking world changes in order to help 
prepare for the changes as they take 
place.

At the convention’s closing session, 
a nonbanker, Edward G. Harness, 
formerly CEO of Procter & Gamble 
and now chairman of its executive 
committee, acknowledged that Amer
ican industry has lost some of its pro
ductivity and thus its competitive 
advantage in many markets. But he 
offered advice on what business must 
do to regain its former stature.

1. Step up spending for both basic 
research and product development. 
Give our scientists and engineers 
enough corporate dollars to bring forth 
a new wave of discoveries and a resul
tant increase in the standard of Amer
ican living.

2. Business m anagem ent must 
quadruple its attention to cost control. 
We must spend money, said the Cin
cinnati industrialist, to save costs so 
that in the year 2000 we won’t be a 
country of obsolescent hardware and 
plants.

3. Change our style of handling em
ployee relations. Communications 
with employees must improve. People 
must understand that we (business) 
cannot continually increase payments 
for not working through added vaca
tions, holidays, break time, etc. For 
this understanding to grow, we need 
better incentive-pay programs. Mr. 
Harness suggested that businessmen 
(and bankers) look toward profit- 
sharing programs as a means of moti
vating employees.

If bankers and businessmen recog
nize that capital is needed for cost
cutting types of equipm ent, then 
capital needs to be made available at 
reasonable costs, according to Mr. 
Harness.

Mr. Harness had one final concern: 
One of the greatest needs for business 
will be trainable young people, and he 
expressed great concern over the na
tion’s educational system. “We simply 
must solve the problem of quality 
education,” he said, “if business is to 
have the future managers and oper
ators to keep us competitive in the 
world of the 1980s.”

Mr. Harness issued this challenge: 
“Business leadership can and should 
spearhead a renaissance in American 
education at primary and secondary 
levels. If we can get that job done, I am 
not worried about the Japanese or 
about American productivity. It will 
not be easy, but we will get it done.” 
Ralph B. Cox, publisher. • •

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.
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Training Program
The KEY to  Increased 

Credit Insurance Profits
T he narrowing interest margins in today’s financial com

munity have prompted banks to look with concern to 
increasing their market penetration in “non-interest” in

come areas such as credit insurance.
Increased “non-interest income” from credit life sales can 

be accomplished without additional capital, without risk, and 
without additional personnel.

Volunteer has developed a loan officer credit sales training 
program that is second to none. This training, so important today 
as lending and products become more sophisticated, is the key 
to profitability in credit insurance.

The Volunteer combination of product innovation and loan 
officer training strengthens your competitive position in consum
er lending.

What better way to increase your “non-interest income” and 
profits than through increased credit insurance sales?

If this is your objective . . . Volunteer is your specialist. Call 
or write on your letterhead for details to: Keith Wallace, Vice 
President Financial Services Division, P.O. Box 1369, Chatta
nooga, Tennessee 37401 615-756-2887.

®  V o lu n t e e r  S t a t e  L i f e

Insurance Company
Chattanooga, Tennessee 37401

The Volunteer spirit, It really w orks .
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F i n a n c i a l  C o m p u t a t i o n s
1801 Commerce Drive, P.O. Box 570 

South Bend, Indiana 46624 
(219) 236-4600

Put Regulations in 
Their Place.

~ S -
Carleton has combined its financial computing skills with the calculator tech

nology o f Sharp Electronics in order to put regulations in their place. 
* Compliance, disclosures, and accurate contract computations have never 

been this convenient and easy to understand.
Experienced Carleton programmers have designed numerous base programs 

which are stored along with your individual product parameters on the Sharp 
Answers™ Program Cartridge. Simply insert the cartridge and the Sharp Answers 

Calculator will take you and your customer step by step through each calculation.
A hard copy printout is produced immediately in terminology that will 
inform not confuse your client.

At last, guaranteed accurate programming that keeps step with v y
changing local, state and federal regulations.
C arleton Financial C om putations, answers you can count on.

Call or Write John Williams for details.

jSharp Answers
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Indiana Bankers To Deal 'Winning Hand' 
At Convention in French Lick June 14-17

NDIANA BAN KERS will learn 
how to “Deal Yourself a Winning 

Hand” in French Lick June 14-17. The 
appealing slogan is the theme of this 
year’s annual convention, which re
turns to the French Lick Springs Hotel 
after a one-year hiatus in Indianapolis.

Topics to be presented by a galaxy of 
speakers had not been released at 
press time, but speakers signed for the 
convention include ABA President 
Llewellyn Jenkins, vice chairman, 
Manufacturers Hanover Trust, New 
York; John Fisher, guru of electronic 
banking, and senior vice president, 
Bank One, Columbus, O.; Frank Cap- 
piello, investment banker from New 
York City; and John W. Lee, Craw- 
fordsville, Fla.; who will present a 90- 
minute program on “time manage
ment.”

Bankers who wish to extend their 
“winning hands” beyond the conven
tion hall can participate in tennis and 
golf tournaments during the meeting 
period.

Official convention activities will be
gin on Monday, June 14, at 5 p.m. 
Activities set for that evening include a 
staff meeting, a reception and dinner 
for Fifty-Year Club members and a 
dinner for IBA officers and staff peo
ple.

Tuesday’s events will include an 
IBA board meeting and a past presi
dents’ reception and dinner. The reg
istration desk will be open from 3-10 
p.m.

First activity set for Wednesday, 
June 16, is the annual Indiana BankPac 
breakfast, followed by the first general 
session. The registration desk will be 
open all day and activities for women 
will take place during the morning 
hours.

Following the business session will 
be the men’s golf tournament, lunch
eon and men’s tennis tournament. The 
women will have a special luncheon 
featuring a folksinger/guitarist.

Evening activities will consist of the 
annual banquet featuring “Hee Haw’s 
Prime Minister of Humor,’’ Grady 
Nutt.

Women’s sports activities will be on 
tap for Thursday morning, June 17. 
The second general business session

Caress, Bibler, Rose 
Lead IBA in 1981-82

Presiding over this year’s Indiana 
Bankers Association convention will 
be Mark H. Caress, 1981-82 president 
of the association and president, First 
National, Crawfordsville.

Serving with Mr. Caress are Joseph 
W. Bibler, IBA vice president, and 
chairman, Northern Indiana Bank, 
Valparaiso; and R. C. Rose, IBA 
treasurer, and president, American

will begin at 9:30 a.m. and continue 
until the noon lunch period. Tennis 
and bingo are scheduled for the early 
afternoon.

The convention will conclude with a 
reception and dinner with entertain
ment by the Marlin Family • •

Security Bank, Vincennes, has been 
acquired by Security Bancorp., a re
cently established bank HC.

Indiana National, Indianapolis, has 
promoted Ralph G. Nowak, Robert W. 
Dorris and Norman C. Kleifgen to vice 
presidents/trust officers, and Bruce A. 
Cavanaugh, Patricia J. Helmer, John
J. Miller, Jeffrey A. Tillman and Brian 
J. Wise to assistant vice presidents.

Universal Bancorp., Bloomfield, has 
become a bank HC through acquisi
tion of the successor by merger with 
Bloomfield State.

National, Vincennes.
Mr. Caress began his banking career 

in 1965 when he joined First of Craw
fordsville as president. He previously 
was superintendent of the Crawfords
ville Community Schools. He is a for
mer chairman of the IBA’s mortgage 
loan committee and member of the 
student loan committee.

Mr. Bibler joined Northern Indiana 
Bank in 1951. He was elected execu
tive vice president in 1966, president/ 
CEO in 1970 and chairman/CEO last 
year. He is a past president of IBA 
Region Two, a past director of the IBA 
and past chairman of its legislative 
committee and is a past vice president 
of the Independent Bankers Associa
tion of Indiana.

Mr. Rose joined his bank in 1935 
and has held practically every position 
in the bank. He was elected to the 
board in 1969 and was named presi- 
dent/CEO in 1975. He is a past presi
dent of IBA Region Eight and a past 
director of the IBA. He served as 
chairman of the convention program 
committee in 1979 and is an advisory 
trustee of BankPac.

BIBLER CARESS ROSE

JENKINS FISHER
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We Just Added 
A Third Dimension To 

Correspondent Banking.
P s

Mickey Cissell 
Director of Bank Services

r  M

H . Morgan Brookfield III brings 
more than a thorough knowledge 
of lending and loan participation to

Mike Sigman 
Manager, Correspondent 

Banking DivisionH. Morgan Brookfield III 
Manager, 

Commercial 
Division

including the Prochnow Graduate 
School of Banking at the University 
in Madison and the National Com-

your Worthen Correspondent Bank- mereiai Lending School at Norman, Oklahoma,
ing team—he brings a solid background' As Senior Vice President and Manager of
in commercial banking and innovative fi- Worthen’s Commercial Division, Morgan joins
nancing. This background includes 13 years Mickey Cissell, Director of Bank Services, and
of experience, a business degree from the Mike Sigman, Manager of the Correspondent
University of Tennessee at Martin and com- 
pletion of numerous professional schools, HI

Banking Division, to bring you a correspon
dent banking team with three dimensions.

W O R T H E N  B A N K
First Arkansas Arkansas

Bankstock Corporation |  O U L U  Financial Advantage
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Kreider, Kennedy Head Speaker List 
At 92nd Arkansas Bankers Convention

H EADING the speaker list for the 
92nd annual convention of the 

Arkansas Bankers Association will be 
Lawrence E. Kreider and William H. 
Kennedy Jr. Dr. Kreider is executive 
vice president, Conference of State 
Bank Supervisors, W ashington, 
D. C ., and Mr. Kennedy is ABA presi
dent-elect, and chairman, National 
Bank of Commerce, Pine Bluff (and a 
former Ark. BA president). The con
vention will be held May 15-18 at the 
Arlington Hotel, Hot Springs National 
Park.

Dr. Kreider will appear during the 
second business session on May 18; 
Mr. Kennedy will take part in the first 
session, May 17.

Also on the speaker’s list will be 
Captain Gerald L. Coffee, USN, for
mer POW in North Vietnam; T. P. 
Hall, accounting professor at Georgia 
State University, Atlanta; and Glen E. 
Lemon, president, First Bank, Book
er, Tex., a community banker.

Convention registration will begin 
at 2 p.m. on Saturday, May 15, on the 
mezzanine level of the hotel.

Sunday’s activities will begin with a 
prayer breakfast in the Crystal Ball
room from 8:30 to 10:30 a.m. Exhibits 
will be open from noon to 5 p.m. and 
registration will be open from 1-6 p.m. 
The association reception will begin at 
6 p.m. and continue until 8 p.m.

The first business session will begin 
at 9 a.m. on Monday, May 17. Speak
ers will be Capt. Coffee, whose topic 
will be Faith: the Key to Survival and 
Triumph”; Dr. Hall, who will be 

Looking Behind the Numbers ”; and 
Mr. Kennedy. Exhibits will be open 
from noon to 5 p.m.

The second business session will be
gin at 9 a.m. on Tuesday, May 18. 
Included on the program will be Mr. 
Lemon s presentation titled “The 
Bank and Its Community ”; Dr. Kreid
er s talk; and a presentation by Ark. BA 
President-Elect William H. Bowen ti
tled Where and How Does the Bank
er Fit?” Mr. Bowen is chairman, Com
mercial National, Little Bock.

A women’s luncheon will be held in 
the Crystal Ballroom starting at 11 
a.m. Featured speaker will be Jeanne 
Robertson, hum orist. Her topic:

Convention Speakers

‘Keeping a Sense of Humor While 
Married to a Banker.”

Exhibits will be open all afternoon, 
and the annual reception will begin at 
6 p .m ., followed by an informal 
Hawaiian party in the Conference 
Center at 7 p.m. and a dance at 9 p.m.

Harold W. Johnson has been elected 
assistant vice president at Farmers 
Bank, Clarksville. He is branch opera
tions manager and joined the bank in 
1973.

Exchange Bank, El Dorado, has been 
acquired by Exchange Bancshares, an 
HC recently chartered by the Fed.

Golf, Tennis Tournaments 
Set for Ark. Convention

Golf and tennis will not be neglected 
during the 92nd annual convention of 
the Ark.BA in Hot Springs.

Tennis will be in fashion on both 
Monday and Tuesday, May 17 and 18. 
Women’s and men’s doubles and finals 
for both will be held on Monday, May
17. The women will begin at 9:30 a.m. 
and the men at 1:30 p.m. Finals will 
begin at 3 p.m.

Tuesday is reserved for mixed dou
bles. Play will begin at 1:30 p.m.

Sign-ups for the tennis tournament 
should be made at the registration area 
in the mezzanine of the Arlington 
Hotel. Entry fee is $7, payable at the 
tournament. Play will be at the Hot 
Springs Golf and Tennis Club.

Golf will be played on Tuesday, May
18, starting at 1 p.m., at the Arlington 
Course. Begistration will be at the Pro 
Shop. Greens fee will be $15 per play
er and electric carts will be available at 
$10 each.

Scoring will be medal score under 
the Callaway System and score cards 
should be turned into the Pro Shop at 
the end of each round so the score can 
be posted.

KENNEDY KREIDER

Convention Program in Brief
Saturday, May 15

2:00 p.m. —  Registration, Arlington Hotel Mezzanine. 
Sunday, May 16

8:30 a.m. —  Prayer Breakfast, Crystal Ballroom.
Noon —  Exhibits Open.
1:00 p.m. —  Registration, Mezzanine.
6:00 p.m. —  Ark.BA Reception

Monday, May 17
9:00 a.m. —  Business Session.
Noon —  Exhibits Open.

Tuesday, May 18
9:00 a.m. —  Business Session.

11:00 a.m. — Women’s Luncheon.
Noon —  Exhibits Open.

6:00 p.m. —  Reception, Crystal Ballroom.
7:00 p.m. —  Informal Hawaiian Party, Conference Center. 
9:00 p.m. —  Dance.
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FORD BRANDON

Ford, Bowen, Brandon 
Are Ark.BA Officers

The affairs of the Arkansas Bankers 
Association are under the direction of 
B. J. Ford, president; William H. 
Bowen, first vice president; and Wil
liam H. Brandon, second vice presi
dent, for the 1981-82 term. Mr. Ford is 
chairman/president, Merchants & 
Planters, Camden; Mr. Bowen is 
chairman, Commercial National, Lit
tle Rock; and Mr. Brandon is presi
dent, First National of Phillips Coun
ty, Helena. Ark.BA treasurer is David 
H owell, president, F irst State, 
Springdale.

Mr. Ford entered the banking pro
fession in 1947 at Bank of Rector, 
where he attained the title of assistant

BOWEN

cashier. In 1955 he moved to Benton 
State and served as vice president until 
1966, when he moved to Merchants & 
Planters, Camden, as chairman/presi
dent. He also has served as chairman at 
Merchants & Planters, Sparkman, 
since 1967. He is district chairman of 
state representatives and a member oi 
the advisory council, district III, of the 
Conference of State Bank Supervisors.

Mr. Bowen entered banking as pres
ident, Commercial National, in 1971. 
He has been chairman/CEO since 
March, 1981. He is a former chairman, 
Ark.BA legislative committee, and 
member at large of the association’s 
board. He is a staff member of the 
Stonier Graduate School of Banking 
(since 1976) and was named to the Rut
gers board of regents in 1977. He is a

lecturer for the Assemblies for Bank 
Directors at Southern Methodist Uni
versity, Dallas, and a director of the 
Little Rock branch of the St. Louis 
Fed.

Mr. Brandon entered banking in 
1964 at First National of Phillips Coun
ty, Helena. He was named assistant 
vice president at that time. He became 
president in 1971.

Mr. Howell joined his bank in 1971 
and was named cashier two years later. 
He has been president since 1977.

Prayer Breakfast Set
Bill Glass, all-American football 

player, will be the speaker at the 
Ark.BA prayer breakfast, which will 
begin at 8:30 a. m. in the Crystal Ball
room of the Arlington Hotel on Sun
day, May 16.

Mr. Glass played for Detroit and 
Cleveland until he retired in 1969. 
During that time, he played in four 
Pro Bowls. He received a bachelor of 
theology degree from Southwestern 
Seminary in 1963 and has appeared 
on numerous national TV programs, 
including the “Bill Glass Prison Spe
cial,” which was nominated for an 
Emmy award.

HOWELL

Pulaski Bank, Little Rock, has named 
Bob Magee executive vice president/ 
director; Bob Smith has joined the 
bank as senior vice president; Becky 
Butler was named assistant vice presi
dent and Karen Gay was promoted to 
assistant vice president/executive 
assistant.

The application of NBC Bank Corp., 
El Dorado, to become a bank HC has 
been approved by the Fed. The HC 
has acquired the successor by merger 
of National Bank of Commerce, El 
Dorado.

Steve Cameron has been promoted 
from vice president to executive vice 
president at First National, El Dora
do. He also was elected to the board. 
He joined the bank in 1977.

First State, Warren, has been ac
quired by Bradley Bancshares, a newly 
chartered HC.
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Profitability Goals
(Continued fro m  page 48)

kept in correspondent banks. By fol
lowing Peat Marwick’s recommenda
tions, the bank would save $32,000.

In another profit improvement, 
Peat Marwick suggested the bank ex
tend its afternoon deadline for check 
collection to help improve processing 
and investment potential. The bank’s 
revenue increase would come to 
$15,000.

Other cash-management savings 
were recommended through more 
effective local and Federal Reserve 
clearing. Improved clearing proce
dures would save the bank as much as 
$26,000.

"We (Peat Marwick) come 
in as an outside, objective third 
party. W e bring a fresh per
spective to looking at how a 
bank operates/7

Peat Marwick also made staffing rec
ommendations as part of the program. 
First, duties, functions and volumes of 
work were ascertained by interviewing 
staff and examining information from 
past journals and tape totals. Then, 
reasonable-performance levels (RPLs) 
were developed by determining the 
standard amount of time expected to 
complete each activity. This standard 
was based on timing the bank’s own 
employees at work. A 15% allowance

was added to account for personal fa
tigue and delays.

Using the duty and volume informa
tion and RPLs, Peat Marwick was able 
to construct detailed activity sched
ules. Finally, graphs, schedules and 
analyses were drawn up to determine 
appropriate staffing levels for various 
work areas.

For example, staffing recommenda
tions for lobby and drive-up personnel 
included a schedule reduction equal to 
114 hours per week, or three full-time 
equivalents (FTEs). This creates a 
potential savings of $31,000 in annual 
salaries and fringe benefits.

Although Peat Marwick found the 
bank’s staff could be reduced by eight, 
no one was fired as a result of this 
study.

Gary Dilley, cashier/chief operating 
officer at Farmers & Merchants Bank, 
says that over 60% of Peat Marwick’s 
recom m endations have been im
plemented at present and that the 
other 40% will be acted on when staff 
reductions are achieved through nor
mal attrition.

“W e’ve already benefited to the 
tune of over $150,000 in bottom-line 
income,” Mr. Dilley says.

The scope of the program included 
such broad-ranging areas as com
munications, organizational structure, 
personnel evaluation and training, 
management succession and employee 
benefits. Advice on electronic data 
processing was supplied, and even 
m arketing and advertising were 
addressed.

Mr. Dilley sums up the experience. 
“Peat Marwick helped us work along 
with it to break down each operation

/7W e7ve already benefited 
to the tune of over $150,000 in 
bottom-line income.77

into miniscule segments. Now we re 
more aware of how we do things and 
why. We question ourselves more. 
When people are used to doing things 
the way they were taught, they need to 
take the time to look at how they’re 
doing something and why and whether 
they can do it a better way. That was 
the big benefit of having Peat Marwick 
come in and help us. • •

* * *

EDITOR’S NOTE: Peat, M arwick, 
Mitchell b  Co. is one o f  the largest and  
oldest public accounting firm s in St. 
Loins, with a s ta ff  o f  over 200 p ro fes
sionals including m ore than 20 part
ners and principles. More than 1,000 
client businesses and institutions have  
m ade the St. Louis office one o f  the 
largest Peat M arwick o ffices in the 
U. S . Backing up the St. Louis s ta ff  is 
an international firm  with offices in 
over 330 cities and m ore than 85 coun
tries .

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 our fourteenth year of serving the region’s financial institution personnel needs.

F I N A N C I A L
P L A C E M E N T S

A division ol Bank News
912 Baltimore Avenue, Kansas City, Missouri 64105 / 816-421-7941 Tom Chenoweth Tom Cannon
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HANCOCK BANK 
STATEMENT OF CONDITION 

MARCH 31,1982
Condensed Statement Showing the Condition of Hancock Bank 
as of March 31, 1982

RESOURCES
Loans and Discounts....................................................  $ 186,933,671.61
United States Bonds and Securities............................  91,232,196.24
Other Bonds and Securities......................................... 57,340,672.41
Federal Funds Sold.......................................................  29,425,000.00
Banking Houses, Furniture and Fixtures......................  21,221,880.08
Other Real Estate.........................................................  295,542.82
Other Assets................................................................. 9,370,427.29
Cash and Sight Exchange............................................  27,140,839.00

TOTAL ASSETS....................................................... $422,960,229.45

LIABILITIES
Capital Stock................................  $ 3,188,530.00
Capital Notes...............................  480,000.00
Surplus.........................................  22,700,000.00
Undivided Profits.........................  3,609,644.50
Reserve for Contingencies.......... 1,669,987.61

Total Capital Accounts
Other Liabilities.................
Federal Funds Purchased . .
Deposits............................

TOTAL LIABILITIES . . .

$ 31,648,162.1 1 
5,707,184.37 
6,526,620.00 

379,078,262.97 

$422,960,229.45

Call Hancock Bank at 6 0 1 -8 6 8 -4 0 0 0  to  see how we can serve any 
correspondent banking need in South Mississippi.

HANCOCK 
BANK

One Hancock Plaza, Gulfport, Mississippi, Member FD1C

Executive Management 
of Hancock Bank
Donald E. Sutter 
Chairman of the Board 
Leo W. Seal, Jr.
President and C.E.O.
Walter C. Hinkle, Jr.
Executive Vice President 
George A. Schloegel 
Executive Vice President 
Charles A. Webb, Jr.
Executive Vice President 
C. E. Hutchins, Jr., CCL 
Senior Vice President 
O. K. Lion
Vice President and Cashier 
James C. Nicholson 
Vice President

Offices
Bay St. Louis 
Bay-Waveland 

(Hwy. 90, Bay St. Louis) 
Gulfport 
Pass Christian 
Long Beach 
Northeast

(Pass Road, Gulfport) 
Mississippi City — Handsboro 
Edgewater 
Norwood Village 
NSTL Branch 
U.S. Navy CB Center 
Diamondhead 
Poplarville

(Bank of Commerce) 
Picayune 

(Downtown,
Northside,
West Canal,
Southside)
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Restructured Convention Schedule 
On Tap for Mississippi Bankers

M ISSISSIPPI BANKERS will be 
reorienting themselves to a 

new convention schedule this year 
when they meet in Biloxi May 20-23. 
For as long as most bankers can re
member, the annual convention has 
started on a weekend and ended in 
mid-week. Starting this year, the 
tables will be turned —  activities will 
begin on Thursday and end on Satur
day night.

It’s all part of a plan to schedule the 
convention’s major events on nights 
when the most bankers can attend — 
Friday and Saturday.

As has been the case for the past 
several years, the annual meeting will 
be staged at the Hilton and Broadwa
ter Beach hotels, facing the sunny 
beaches of the Gulf Coast. Another fact 
that has been true for the past few 
years: Official business will be at a 
minimum!

The convention’s first day is re
served for tennis, golf and parties. The 
MBA tennis tournament will begin at 
8:30 a.m. on Thursday, May 20, at 
courts at both hotels. Bobby Harper, 
president, National Bank of Com
m erce of M ississippi’s Columbus 
branch, is tennis chairman. Mixed, 
men’s and women’s doubles will be 
held on Thursday and finals will be 
held the following day. Prizes will be 
awarded at the dnnual banquet on 
Saturday.

The MBA golf tournament is set to 
begin at noon at the Broadwater Sun 
Course. Chairman is Robert Woodall, 
comptroller, Hancock Bank, Gulfport.

Convention registration will be 
open throughout the day in the Hilton 
Hotel lobby. Parties will be at 11 a.m., 
1 p.m. and 4 p.m., sponsored by Un
ion Planters National, Memphis; Mis
sissippi Bank, Jackson; and Hancock 
Bank, Gulfport. The latter event, the 
traditional oyster bar, will be held on 
the top floor of the new Hancock Bank 
Building in Hancock Plaza, Gulfport.

Friday’s events will begin early with 
the traditional MBA breakfast for 
graduates of the School of Banking of 
the South at the Broadwater Beach 
Hotel. Earl W. Lundy, chairman/pres- 
ident, First National, Vicksburg, and 
executive director for Mississippi for 
the school, will preside.

Registration will open at 9 a.m. in 
the Hilton lobby and tennis tourna
ment finals will begin at noon. The rest 
of the day will be given over to par
tying and the annual MBA president’s 
dinner for the executive committee 
and all past presidents. Parties at 3:30, 
6 and 10 p.m. will be sponsored by 
Financial Security Life Insurance Co., 
Deposit Guaranty National, Jackson, 
and National Bank of Commerce, 
Memphis.

The convention will get down to 
business on Saturday, May 22. The 
general business session will begin at 
8:30 a.m. in the Broadwater Beach

SMITH

Hotel Crown Room. MBA President 
Douglas A. Herring, chairman, Secur
ity State, Starkville, will preside.

Highlighting the session will be 
committee reports, presentation of 40- 
and 45-Year Club certificates, a meet
ing of the Mississippi members of the 
ABA, resolutions, election of officers 
and an address by Howard K. Smith, 
former ABC News commentator.

The afternoon will be given over to 
parties sponsored by First National, 
Jackson, at 11 a.m.; Hancock Bank, 
Gulfport, at 4 p .m .; and Whitney 
National, New Orleans, also at 4 p.m.

The Mississippi Coast Convention 
Center will be the site of the annual 
banquet. The social hour will begin at 
6:30 p.m., followed an hour later by 
"Herring’s Heritage Holiday.” Fea
tures at the banquet will be announce
ment of golf- and tennis-tournament 
winners; introduction and installation 
of officers; a presentation to Orrin 
Swayze, director emeritus, Graduate 
School of Banking of the South; and 
entertainment by Guy and Ralna. • •

HERRING ROBBINS

Herring, Robbins, Kennington 
Head MBA for '81-'82 Term
Heading the administration of the 

Mississippi Bankers Association for the 
1981-1982 term have been Douglas A. 
Herring, president; Cecil F. Robbins, 
vice president; and Robert E. Ken
nington II, treasurer.

Mr. Herring, who is chairman/ 
CEO, Security State, Starkville, be
gan his banking career with First 
National, Jackson, in 1956. In 1960 he 
joined the department of bank super
vision as a senior examiner. In 1963, he 
joined Security State as executive vice 
president/director, was named presi
dent in 1974 and chairman/CEO in 
1978. He is a past vice president of 
MBA Group Four and is a graduate of 
the Stonier Graduate School of Bank
ing at Rutgers University.

Mr. Robbins is president, Bank of 
Edwards. He joined the bank in 1943 
as cashier, was named vice president 
in 1950 and executive vice president in 
1955. He was elected president in 
1958. He served the MBA as vice 
chairman of the CEO summer seminar 
committee in 1979-80. He also is a for
mer mayor of Edwards.

Mr. Kennington is chairman, Gre
nada Bank. He began his banking
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Mississippi Convention 
Calendar

Thursday, May 20
8:30 a.m.—Tennis Tournament: Mixed, Men’s, Women’s Dou

bles, Broadwater Beach and Hilton Hotel Courts.
9:00 a.m.— Convention Registration, Hilton Hotel Lobby.

11:00 a.m.— Country Ham Luncheon, Hilton Hotel Grand Ball
room.

Noon— Golf Tournament, Broadwater Sun Course.
1:00 p.m.— Welcoming Party, Promenade and Le Chic Lounge, 

Hilton Hotel.
4:00 p.m.— Oyster Bar/Welcoming Party, Hancock Bank Building, 

Gulfport.

Friday, May 21
7:30 a.m.— Milk Punch Party for Graduates, School of Banking of 

South, Imperial West Room, Broadwater Beach Hotel.
8:00 a.m.— Breakfast for Graduates, School of Banking of South, 

Vogue Room, Broadwater Beach Hotel.
9:00 a.m.— Registration, Hilton Hotel Lobby.

Noon—Tennis Tournament Finals, Broadwater Beach Hotel 
Tennis Courts.

3:30 p.m.— Champagne/Strawberries Party, Condo Pool Area, Hil
ton Hotel.

6:00 p.m.— Garden Party, Broadwater Beach Hotel.
8:00 p.m.— Presidents’ Dinner, Vogue Room, Broadwater Beach 

Hotel.
10:00 p.m.— Nightcap Reception, Grand Ballroom, Hilton Hotel.

Saturday, May 22
8:00 a.m.— Registration, Hilton Lobby.
8:30 a.m.— General Business Session, Crown Room, Broadwater 

Beach Hotel.
9:00 a.m.— Women’s Breakfast, Crown Room, Broadwater Beach 

Hotel.
11:30 a.m.— Plantation Party, Grand Ballroom, Hilton Hotel.
4:00 p.m.— Oyster Bar, Crown Room, Broadwater Beach Hotel.

— Open House, Tropicana Room, Hilton Hotel.
6:30 p.m.— Social Hour, Arcade/Foyer, Mississippi Coast Conven

tion Center.
7:30 p.m.— Banquet, “Herring’s Heritage Holiday,” Mississippi 

Coast Convention Center.

Sunday, May 23
8:30 a.m .— Executive Committee Breakfast, Crown Room A, 

Broadwater Beach Hotel.

career as a summer employee at D e
posit Guaranty National, Jackson, in 
1951. He moved to Grenada Bank in 
1963 and was named an officer in 1964. 
He has held his chairmanship since 
1970.

Resolutions Committee Named 
For Convention Report

Seven Mississippi bankers will serve 
on this year’s convention resolutions 
committee, which will be chaired by 
H. Devotie Holmes Jr ., president, 
Planters Bank, Tunica.

They include Aubrey L. Boone, 
president, Bank of Winona; Charles O. 
Buckner, Vicksburg; E. Ward Faulk 
Jr ., vice chairman, Gulf National, 
Gulfport; Kenneth A. Madison, presi
dent, Bank of Philadelphia; James C. 
Rhoden, president, Foxworth Bank, 
Columbia; J. W. Smith Jr., president, 
Tombigbee Bank, Fulton; and B. S. 
Ward, executive vice president, Pano
la County Bank, Sardis.

3 Complete Exec. Com. Terms
Three members of the executive 

committee of the Mississippi Bankers 
Association will complete their terms 
at the convention in May.

They are O. B. Bowen Jr., presi
dent, Richton Bank; D. P. McGowan, 
president, Bank of Yazoo City; and 
Wilmer H. Whittle, president, New
ton County Bank, Newton.

The Fed has approved an application 
of Bancorp of Mississippi, Inc., Tupe
lo, to become a bank HC through ac
quisition of the successor by merger 
with Bank of Mississippi, Tupelo.

Specializing in

MISSISSIPPI AND SOUTHERN MUNICIPAL BONDS
and

Industrial Revenue, Hospital Revenue, and 
Leased Housing Revenue Bonds

JO H N  THORN

Member
NASD and StPC

lHORN,/1LVIS, Pl/ELCH, INC.
INVESTMENT SECURITIES

Suite 1726 Capital Towers— P.O. Box 806— Jackson, Mississippi 39205 
(601) 969-9200

JAMES H. ALVIS LO NNIE W ELCH
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Deposit Guaranty National, Jackson, 
has promoted Burton B. Hosch Jr. to 
president-Vicksburg and James W. 
Crawford and Donald Max Huey to 
senior vice presidents. Mr. Hosch 
formerly was vice president/trust offi
cer in Greenville. He joined the bank 
in 1975. Messrs. Crawford and Huey 
joined the bank in 1971 and 1970, re
spectively. Mr. Crawford is in the 
commercial loan department in Natch
ez; Mr. Huey is in charge of personnel 
administration/operations in Hatties
burg.

HOSCH

Banking Scene
(Continued from  page 8)

By the same token, there is a ten
dency, for example, for mortgages that 
may be refinanced to have a penalty, 
though FHA and GI mortgages gener
ally are exempt. Fairly recent develop
ments, such as the due-on-sale clause, 
appear to raise some issues in some 
states. Due-on-sale clauses are being 
challenged in the courts by consumer 
groups and are supported for federal 
preemption.

When all is said and done, classical 
economic theory holds that a positive- 
sloping yield curve is a more natural 
phenomenon than one that is flat, 
kinked or negative. This is predicated 
on the assumption that as one goes 
further into the future, greater uncer
tainties are anticipated. These uncer
tainties include economic climate and 
political factors that may come to bear. 
These factors are important in formu
lating present policies of bankers.

A fascinating question is how some 
of the nation’s giant banks, with their 
sophisticated economic models and 
highly trained economic staffs, missed 
the boat in their interest-rate-di- 
rection projections. At least three of 
the 10 largest banks in the U. S. made 
major investment mistakes in trying to 
“lock in” long-term investments when 
they quite incorrectly perceived that 
interest rates would be moving down.

Commercial bankers have been rel
atively fortunate under both the rapid 
fluctuations in interest rates and in 
their experience with the negative

sloping curve. The same can’t be said 
for S&Ls and mutual savings banks. 
With rare exceptions, most of these 
institutions are technically insolvent, 
since they are carrying their invest
ments at book, not at market, price. 
The recent decision by the Federal 
Home Loan Bank Board to permit 
S&Ls to operate with only 3% of book 
capital further compounds the prob
lem of the level playing field for com
mercial banks, which now typically 
have not only twice as much capital but 
capital that is more “real” than is the 
S&Ls’ purely “book” capital.

The bond department of the typical 
bank historically has not been in a com
fortable position. This is because banks 
traditionally have sold out of their 
bond portfolios to meet heavy loan re
quirements of customers. Typically, 
loan demand has gone up when in
terest rates also have gone up. When 
interest rates go up, prices of invest
ments in bond portfolios go down.

More than one of the top officers of a 
major midwestern bank said recently 
that even with the bank’s tremendous 
resources, it had been unsuccessful in 
predicting the magnitude and direc
tion of interest-rate changes. Under 
such circumstances, bank investment 
in very short-term securities has been 
attractive during the years of the in
verted-yield curve. However, as one 
reviews the direction interest rates 
have taken, it can be seen that strong 
psychological pressure will be brought 
to bear on bankers to lock in longer- 
term yields. If the yield curve stays on 
a positive slope, bankers will be grate
ful, since banks typically borrow 
“short” and lend “long.” Should the

slope revert again to the negative, in
stitutions once more will be faced with 
substantial real discounts in their long
term investments.

One of the most highly recognized 
bankers of the past, Marcus Nadler, 
once was asked what interest rates 
were going to do. He gave the correct 
answer: “They will fluctuate up and 
down.” • •

CBA Publishes Second Edition 
Of TIL Compliance Manual
The second edition of the Consumer 

Bankers Association’s (CBA) “Truth- 
in-Lending Compliance Manual” has 
been published. The manual incorpo
rates an analysis of the Fed’s official 
staff commentary.

The 400-page manual “provides 
creditors with a definitive, easy-to-use 
resource for effective compliance with 
the revised TIL Act and the new Reg
ulation Z,” according to the CBA. The 
manual includes a semiannual updat
ing service to keep it current with sub
sequent interpretations and amend
ments.

The manual examines the purpose 
and coverage of Regulation Z and de
fines major terms used in the regula
tion. Major sections provide discus
sions on open-end and closed-end 
credit, miscellaneous provisions and 
general requirements, including ma
jor changes from prior law and steps for 
complying with the new regulation.

The $70 purchase price includes the 
spring supplement of the semiannual 
updating service.

For more information, contact CBA, 
1300 North 17th Street, Suite 1200, 
Arlington, VA 22209.

Your Canton Business Invited

C A N T O N  WE WELCOME
THE OPPORTUNITY

EXCHANGE t o  serve y o u

B A N K  CANTON, MISSISSIPPI

In Our 102nd Year"
BRANCH BANKS— AAADISON— RIDGELAND 

BRANCH OFFICE— EAST CANTON SHOPPING CENTER 
THE F. E. ALLEN DO W NTO W N BRANCH OFFICE

Common Capital Total 
$891,000.00

Resources
Earned Surplus
$3,700,000.00 Over $71,000,000.00

MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION
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SERVING M ID -M IS S O U R I. 
TH A TS THE CENTRAL IDEA.

We look forward to seeing you at the 
MBA Convention in St. Louis.

CENTRAL BANK
JEFFERSON CITY, MISSOURI MEMBER FDIC
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National, State Aspects of Banking 
On Tap for Missouri Convention

A  BUSY three days of activities will 
be on tap for Missouri Bankers 

May 13-15 as they convene for the 
annual convention of the Missouri 
Bankers Association at Stouffer’s 
Riverfront Towers, St. Louis.

Special-interest sessions will again 
be featured on the program. This year 
they will be concurrent with the golf 
tournament. The usual three general 
sessions will feature national as well as 
state perspectives of the banking 
scene.

The 92nd annual convention will be
gin officially at 2 p.m. on Thursday, 
May 13, with the opening of registra
tion and exhibits. A lounge will be 
open in the area until 6 p.m.

Activities will begin early on Friday 
morning, May 14. The golf tourna
ment is set to begin at 7 a.m. at Nor
mandy Country Club; the registration 
desk and exhibit area will open at 8 
a.m. and the three concurrent special- 
interest sessions will begin at 9:30 a.m. 
Topics will be “Strategic Planning for 
Community Bankers,” “Asset/Liabil- 
ity Management” and “Micro Compu
ters in Banking. ”

The first general session will begin 
at 1:30 p.m. with a call to order by 
Convention Com m ittee Chairman 
John W. McClure, senior vice presi
dent, Mercantile Trust, St. Louis. A 
welcome will be extended by St. Louis 
Mayor Vincent C. Schoemehl Jr.

The national aspect will be given by 
two speakers, Lawrence K. Roos, 
president, St. Louis Fed, who will give 
the keynote address, and Gerald M. 
Lowrie, the ABA s executive director 
of government relations, who will pro
vide a federal legislative update.

The scene then will shift to a state 
focus as officers of the MBA present 
their annual “State of the Association” 
panel. Participants will include Waldo 
F. Mottaz, MBA president, and presi
dent State Bank, Hallsville; Ethan 
A. H. Shepley Jr., MBA vice presi
dent, and vice chairman, Boatmen’s 
National, St. Louis; George R. Curry, 
MBA treasurer, and chairman/CEO, 
Central Bank, Lebanon; and Robert 
W. Crawford, MBA executive vice 
president.

The final event on the agenda will be 
the report of the nominating commit
tee and election of officers.

The evening activity will be a mixer

McCLURE ROOS SCHOEMEHL

LOWRIE DUKE KNOWLES TURNER

SPINNER JOHANNESM AN

Convention Program in Brief
Thursday, May 13

2:00 p.m.— Registration/Exhibits/Lounge Open.
Friday, May 14

7:00 a.m.— Golf Tournament, Normandy Country Club.
8:00 a.m.— Registration/Exhibits Open.
9:30 a.m.— Concurrent Special-Interest Sessions.
1:30 p.m.— First General Session.
9:00 p.m.— MBA Mixer/Dance, Ballroom.

Saturday, May 15
9:00 a.m.— Second General Session.
Noon — Convention Luncheon.
2:00 p.m.—Third General Session.
6:00 p.m.— President’s Cocktail Party.
7:00 p.m.— President’s Banquet With Entertainment.
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and dance with the Jack E ngler 
Orchestra, beginning at 9 p.m.

The second general session on 
Saturday, May 15, will feature an 
address on “The Myths of Marketing” 
by Thomas J. Bash, special assistant for 
economic development to Governor 
Christopher Bond; and a meeting of 
the Missouri members of the ABA, 
conducted by S. K. Turner, ABA state 
vice president for Missouri, and presi
dent, First National, Kirksville. Dele
gates will elect a member of the ABA s 
governing council to succeed Darrell 
Meyer, president, Thornton Bank, 
Nevada.

MBA President Mottaz will preside 
at all events on Saturday, including the 
noon luncheon at which John C. Dan- 
forth, U. S. Republican senator from 
Missouri, will be featured speaker.

During the third general session, 
bankers will hear a report on events in 
the nation’s capital given by Paul 
Duke, PBS senior correspondent and 
host of “Washington W eek in Re
view. ” The session also will feature the 
installation of new MBA officers for the 
1982-83 term, a U. S. savings bond 
presentation by Quinton Keller, presi
dent, Lemay Bank, St. Louis, and will 
end with the traditional investment 
panel, moderated by Frank W. Spin-

C a ll U s First 
( 4 1 7 )  6 2 4 - 1 2 3 4

Arkansas, Kansas, Oklahoma 
or Missouri . . . 

for all correspondent services, 
we're the one.

FIRST NATIONAL BANK
8URUST COMPANY OF ]OPLIN

Fourth & Main/Joplin, Missouri 
Member First Community Bancorporation 

Member F.D.I.C.

ner, chairm an/president, Tower 
Grove Bank, St. Louis. Panelists will 
include William F. Enright Jr., chair
man, executive committee, American 
National, St. Joseph; Walter E. Know
les III, executive vice president, Com
merce Bank, Kansas City; and Richard 
L. Johannesman, senior vice presi
dent, Mercantile Trust, St. Louis.

Final convention activity will be the 
president’s cocktail party and banquet, 
with entertainment by Clay and Sally 
Hart, who will present “All You Really 
Need Is Love.” • •

Special-Interest Sessions 
Set for MBA Convention

Three concurrent special-interest 
sessions will be given at this year’s 
MBA convention in St. Louis. The 
time will be 9:30 a.m. on Friday, May 
14.

“Strategic Planning for the Com
munity Banker” will be presented by 
N. Kent Davis, president, Peoples 
Bank of Mississippi, Union.

“Asset/Liability Management” will 
be given by Albert W. Lauth and John 
W. Rowe, vice president and senior 
vice president, respectively, Centerre 
Bank, St. Louis.

“Advantage of Micro Computers in 
Banking” will be the topic of Robert H. 
Long, a consultant for Long, Inc., 
Schaumburg, 111.

LAUTH DAVIS

LONG ROWE

R. William Smith has been elected 
chairman/president/CEO at Big Bend 
Bank, Webster Groves. He formerly 
held the same posts at Continental 
Bank, Richmond Heights.

MOTTAZ SHEPLEY

CURRY CRAWFORD

MBA President Waldo Mottaz 
To Preside at Convention

Waldo Mottaz, president, State 
Bank, Hallsville, will preside at this 
year’s MBA convention as MBA presi
dent. He will conduct the second and 
third general sessions and host the 
noon luncheon on the closing day of 
the convention.

Mr. Mottaz entered banking in 1940 
at Bank of Wellsville, which he still 
serves as chairman. He became affili
ated with State Bank, Hallsville, in 
1966 as president.

Serving as MBA vice president 
under Mr. Mottaz is Ethan A. H. 
Shepleyjr., vice chairman, Boatmen’s 
National, St. Louis. Mr. Shepley en
tered banking in 1953 at Boatmen’s. 
His first officer title was assistant vice 
president. He has been vice chairman 
since 1977.

MBA treasurer is George Curry, 
chairman, Central Bank, Lebanon. 
Mr. Curry began his banking career in 
1949 at his present bank, although it 
was called State Savings Bank at that 
time. He was promoted to assistant 
cashier in 1950 and has been chairman/ 
CEO since 1965.

Robert W. Crawford has been MBA 
executive vice president since 1977. 
He is a former president, Association 
of General Merchandise Chains, and 
prior to that was a Missouri state repre
sentative. He also is a former Missouri 
secretary of state.

Valerie J. McKay has been promoted 
to assistant cashier at First National, 
Kansas City. She joined the bank in 
1978.
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William Quigg Is Nominee 
For Treasurer of MBA

William W. Quigg, president, Cen
tral Trust, Jefferson City, has received 
the nomination for MBA treasurer for 
the 1982-83 term.

Q U IG G

Mr. Quigg was general counsel and 
lobbyist for the MBA in the late 1960s 
and has served on the MBA govern
ment relations and taxation commit
tees. He has been a member of the 
taxation com m ittee and governing 
council of the ABA and served as ABA 
vice president for Missouri in 1980. He 
currently is vice chairman of the advis
ory council of the Conference of State 
Bank Supervisors.

Four Missouri Bankers 
Qualify for 50-Year Club

Four Missouri bankers will be in
ducted into the MBA 50-Year Club 
during this year’s convention, accord
ing to R. Quinn Fox, vice president, 
Centerre Bank, St. Louis, who serves 
as unofficial secretary of the club.

The bankers are: Elmer J. Steffens, 
director, Franklin County Mercantile 
Bank, Washington; W alter Frintz, 
assistant cashier, First National, St. 
Charles; and H. W. Mason, chairman, 
andj. E. Norlin, executive vice presi- 
dent/cashier, both at Union Savings, 
Sedalia.

Centerre Bank, St. Louis, has elected 
four new assistant vice presidents: 
Bruce B. Dunning, metropolitan di
vision; John C. Kennedy, national di
vision; Steven Ray Powell, leasing, 
and Michael T. Puzniak, data proc
essing.

First Midwest Bancorp., Inc., St.
Joseph, has asked the Fed for approval 
to acquire Bank of Tuscumbia. The HC 
also has announced plans to establish a 
new national bank at Lake Ozark, a 
community near the Lake of the 
Ozarks, pending regulatory approval. 
If allowed to acquire the Tuscumbia 
bank, First Midwest Bancorp, will 
operate it as a full-service facility of the 
Lake Ozark Bank.

Now,
First National 

B ank  
h a s a new  

source o f funds  
available  

for cattle and  
grain loans.

FIRSTAGCORP.A,
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,

™nMHui2sor Where your 
success is a 
tradition.

First National 
Bank

St. Joseph, Missouri 64502
Call: (816) 279-2721

Affiliate of First Midwest Bancorp., Inc. Member F.D.I.C.
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Young Bankers Conference 
Scheduled for June 23-25

The 18th annual Young Bankers 
Conference sponsored by the Missouri 
Bankers Association will be held June 
23-25 at Lodge of the Four Seasons, 
Lake Ozark.

George W. Porter, chairman of the 
committee, and vice president, Com
merce Bank, Kansas City, will preside. 
Robert W hitacre, vice president, 
Bethany Trust, is expected to be 
elected to succeed Mr. Porter during 
the conference.

Among the speakers set for the 
meeting are Marlin D. Jackson, chair- 
man/president, Security Bank, Para- 
gould, Ark., who will deliver the 
keynote address; David L. Schmidt, 
president, Management Develop
ment Associates, Shawnee Mission, 
Kan., who will speak on “The Newly 
Appointed Supervisor”; William F. 
Staats, Louisiana State University, 
Baton Rouge, whose topic will be “The 
Future of Banking”; Robert C. Mat
thews Jr., vice president, Commerce 
Bank, Kansas City, who will address 
commercial lending; and Eugene A. 
Leonard, senior vice president, Mer
cantile Trust, St. Louis, who will give 
an economic outlook. Ethan A. H. 
Shepleyjr., vice chairman, Boatmen’s

PORTER LEONARD

National, St. Louis, will welcome del
egates as new MBA president.

Concurrent size-group rap sessions 
will be conducted by David Bowser, 
vice president, C itizens State, 
Calhoun; Jerry Goodin, senior vice 
president, American Bank, Princeton; 
John R. Gibson, senior vice president, 
Farmers State, St. Joseph; D. Barton 
Thomason, vice president, Country 
Club Bank, Kansas City; Stephen R. 
Green, vice president, Manufacturers 
Bank, St. Louis; and Donald Thomp
son, assistant vice president, Com
merce Bank, Springfield.
M ercantile T rust, St. Louis, has 
promoted Michael J. Binns to assistant 
vice president and Mark Weaver to 
assistant trust officer. Mr. Binns joined 
the bank last January and Mr. Weaver 
has been with the bank since 1978.

HOME OF M ISSO UR I’S FIRST STATE CAPITOL

S e e  S t .  C h a r le s  F i r s t  ! ! !
The Place to Move Your 

Home Business Industry

Assets in Excess 
of

$83,000,000.00

FNB
F i r s t  

N̂a t i o n a l
B a n k  ° l s t . c h a r l e s  M IS S O U R I

100 NORTH MAIN
Member FDIC

100 NORTH MAIN, 5th AND FIRST CAPITAL 
ELM AND HAWTHORNE

Political Decisions Kill 
Mo. Usury-Reform Bill; 
New Attempt Started

Political decisions, rather than 
votes, stopped the Usury Reform Bill 
from being acted on in the Missouri 
General Assembly, says Robert W. 
Crawford, executive vice president, 
Missouri Bankers Association. The bill 
had cleared the state senate.

“From our industry’s point of view, 
we were denied the opportunity to 
present the need for usury reform to 
the state representatives,” Mr. Craw
ford says.

The following reasons are given as 
the cause of the death of the bill:

• This was the first time usury re
peal has been brought before the 
G eneral Assembly. Resistance to 
change was significant enough to de
feat the attempt.

• There was a preconceived notion 
on the part of house leaders that the 
bill would not pass, and there was no 
consensus on an alternate measure.

• State representatives were feeling 
election-year jitters.

• High interest rates have made 
legislators sensitive to any proposal 
dealing with rate ceilings.

• A knee-jerk reaction by the press 
that painted worst-case scenarios if 
ceilings were removed.

Mr. Crawford said the bill passed 
the senate because bankers were able 
to document the fact that usury ceil
ings are a real problem. “Not only do 
they restrict credit to those who need 
it the most, but they also impose an 
unnecessary burden on lenders,” he 
said.

“We believe our efforts in promot
ing S.B. 724 and the creation of the 
interim study committee provide real 
opportunity. We have already begun 
gathering documentary evidence in 
support of usury reform. We intend to 
work closely with the interim study 
committee to help provide it with the 
best information available,” Mr. Craw
ford said.

St. Louis Banks Join HC
American National and City Bank, 

both in St. Louis, will be acquired by 
First National Charter Corp., Kan
sas City-based HC, after approval by 
stockholders and regulators.

American National has assets in 
excess of $84 million; City Bank has 
more than $75 million in assets. First 
National Charter has assets in excess 
of $2.2 billion and has four banks in 
the St. Louis area.
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COUNTY TOWER CORR AND SUBSIDIARIES

CONSOLIDATED BALANCE SHEET
DECEM BER 31, 1981

ASSETS LIA B ILITIES AND STOCKHOLDERS’ EQUITY
(in thousands)

Cash and due from banks $ 56,711
Interest-bearing bank deposits 23,900
Investment securities

U.S. Government 165,300
States and political subdivisions 120,533
Other securities 3,940

Total investment securities 289,773
Trading accounts securities 1,953
Federal funds sold and securities 

purchased under agreements to resell 71,748
Loans 524,872
Unearned discount (5,876)

Loans, net of unearned discount 518,996
Reserve for possible loan losses (6,450)

Loans, net 512,546
Direct lease financing, net of 

unearned interest 5,261
Bank premises and equipment 24,006
Other assets 26,895

Total Assets $1,012,793

Deposits 
Demand 
Now 
Savings 
Other time 

Total deposits
Federal funds purchased, securities 

sold under agreements to repurchase 
and other short-term borrowings

Other liabilities
Long-term debt 

Total Liabilities
Commitments and contingent 

liabilities
Stockholders' equity 

Common stock—par value $5 
Authorized 3,000,000 shares, 

issued 1,601,630 in 1981 
Capital surplus 
Retained earnings

Total Stockholders’ Equity 
Total Liabilities and 

Stockholders Equity

(in thousands) 
$ 218,024 

61,682 
106,923 
445,039 
831,668

94,394
13,935
14,674

954,671

8,008
33,073
17,041
58,122

$1,012,793

O F F IC E R S
MERLE M. SANGUINEI
Chairman of the Board 
President and 
Chief Executive Officer

ANDREW N. BAUR
Vice Chairman

FRANK K. SPINNER
Vice Chairman

RODNEY F. HILL
Executive Vice President

THOMAS CUMMINGS
Vice President and 
General Counsel 
H. ESSERMAN, JR. 
Vice President 
GERALD LEWINSKI

ROBERT VON TALGE
Vice President and 
Treasurer

WILLIAM A. WENTHE
Vice President and 
Director of Marketing

Vice President and 
Director of Human Resources 
MARTHA R. SHEERIN
Vice President and 
Secretary

ROBERT C. WOLFORD
Vice President

PAUL M. STRIEKER
Controller

DANIEL F. DAHLKE NELLIE R. COX
Auditor Assistant Secretary

CHARLES F. STEWART
Assistant Auditor

DAVID A. WEBB
Assistant Auditor

KAREN L. HODGDON
Accounting Officer

BETSY SCHMUTZ
Training Director

DONALD A. WIBBENMEYER
Assistant Vice President

D IR E C T O R S
WILLIAM E. BALL
President 
Ladue Building 
& Engineering Corp.

ANDREW N. BAUR
Chairman of the Board, 
President & CEO 
St. Louis County Bank

DAVID D. CHOMEAU
President 
Reliable Life 
Insurance Co.

HARLAN A. ECKHARDT
President
Litho-Strip Sales Corp.

J. GORDON FORSYTH
President 
Forsyth Carterville 
Coal Co.

WILLIAM A. FRANK
President 
Frank’s, Inc.

WILLIAM N. HARSHA
Retired
Executive Vice President 
Pet, Inc.

JACK R. HENNESSEY
Chairman & CEO 
Hennessey-Forrestal 
Machinery Co.

BEN HESSELBERG
President
Hesselberg Drug Co.

JAMES C. LAFLIN
Consultant & Director 
Southern Comfort Corp.

JOHN K. LILLY
President
John K. Lilly & Assoc., Ltd.

EUGENE T. LUNING
Chairman and CEO 
Narco Drug Co.

JOHN M. MclLROY, SR.
Attorney 
Mcllroy & Millan

BEN PECK
Chairman 
Wohl Shoe Co.
MERLE M. SANGUINET
Chairman, President & CEO 
County Tower Corp.
H. D. SCHODDE
Vice President 
Southwestern Bell 
Telephone Co.
L. EDWARD SMART
President & CEO 
Imperial Refineries Corp.
FRANK K. SPINNER
Chairman, President & CEO 
Tower Grove Bank & Trust Co.

JULES Q. STRONG
Attorney

GREGORY B. VATTEROTT
President
Charles F. Vatterott & Co.

EARL E. WALKER
President
Carr Lane Manufacturing Co.

MAHLON B. WALLACE, III
President & CEO 
Wallace Pencil Co.

ROBERT C. WOLFORD
Vice Chairman
St. Louis County Bank

County Tower Corp.
8000 FORSYTH • CLAYTON, MISSOURI 63105

COUNTY BANK OF ST. LOUIS TOWER GROVE BANK & TRUST CO. COUNTY BANK OF ARNOLD COUNTY BANK OF CHESTERFIELD COUNTY BANK OF HOUSE SPRINGS 
COUNTY BANK OF LOUISIANA COUNTY BANK OF MANCHESTER COUNTY BANK OF RICHMOND HEIGHTS COUNTY BANK OF WEBSTER GROVES
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Fire Destroys Headquarters 
Of First Nat'l Charter HC

KANSAS CITY —  A fire thought to 
have started in a cleaning cart caused 
an estimated $1 million in damages to 
the corporate headquarters of First 
National Charter Corp. March 25.

The fire completely destroyed the 
interior of the fifth floor of Ten Main 
Center. Portions of the fourth floor, 
which houses offices of First National, 
Kansas City, the HC s lead bank, re
ceived water damage.

Executive offices of the HC have

m

M IS S O U R I’S
B U S IN E S S  D E V E LO P M E N T 

IS
OUR B U S IN E S S

by providing a source of credit 
not otherwise available to Mis
souri industry.

★  Participations
★  New Projects 
a Expansion
a Operating Capital
★  Counseling
a Small Business Loans

Can we work together to 
benefit your community?

For more information, contact:
Jerry Stegall, Exec. Vice Pres. 
Phone —  AC 314-635-0138

FIR ST M IS S O U R I 
D E V E LO P M E N T F IN A N C E  

CO RPO RATIO N
1411 Southwest Blvd. Suite B 

P.O. Drawer 1745 
Jefferson City, Missouri 65102

MAPEX Reelects Officers
Mid-America Payment Exchange 

(MAPEX) has relected its officers: 
Jerom e S. Goldstein, senior vice 
president, Mercantile Bancorp., St. 
Louis —  MAPEX president; Marvin 
W. Smith, senior vice president, 
Boatmen’s National, St. Louis —  
MAPEX vice president; Lawrence 
D. Abeln, executive vice president, 
St. Louis County Bank, Clayton —  
secretary/treasurer; and C. Thomas 
Jeffrey, executive director. Steve C. 
Marsho, vice president/cashier, 
First National, Belleville, 111., was 
added to the board. F inancial- 
institution membership in MAPEX 
increased from 247 to 288 banks, 
S&Ls and credit unions over the past 
year.

been relocated to the second and ninth 
floors of TenMain Center until the fifth 
floor is refurbished, which will take 
about 90 days.

Bank trust-division offices that were 
located on the fifth floor of TenMain 
Center were relocated to the First 
National building, which is adjacent to 
TenMain Center.

No injuries were reported from the 
fire, which occurred during evening 
hours.

All of the HC’s vital records were 
saved, but the annual meeting of stock
holders has been rescheduled from 
April 29 to June 24.

James N. Hall has been elected presi- 
dent/chief operating officer at Con
tinental Bank, Bichmond Heights. He 
formerly was a vice president at Tower 
Grove Bank, St. Louis.

Richard W. Duncan has joined First 
Stock Yards Bank, St. Joseph, as agri
cultural representative. He formerly 
was with the St. Joseph Production 
Credit Association.

Thomas Cochran, vice president/ 
corporate trust officer, Traders Bank, 
Kansas City, has been elected presi
dent of the newly organized Kansas 
City Corporate Trust Association. 
Membership includes banks, law firms 
and broker/dealers working in the 
bond market. Mike Patton, vice presi
dent, Mark Twain Plaza Bank, and Jim 
Shinem an, vice president, F irst 
National, both in Kansas City, were 
elected vice president and secretary/ 
treasurer, respectively.

Centerre Bank, St. Louis, has elected 
Edward H. Nesbitt a vice president in 
the investment banking department. 
New assistant vice presidents include 
R. Bruce McGee, James E. Cummins, 
Charles A. Hinrichs and Dennis J. Sul
livan. Thomas F. Maher was elected 
human resources officer.

John E. Davis has been promoted to 
senior vice president/manager, bank- 
card division, at United Missouri 
Bank, Kansas City. He joined the bank 
in 1977.

VIETH

Robert D. Vieth has been named pres
ident of United Missouri Bank, St. 
Louis. He formerly was president, 
United Missouri Bank, Ferguson, and 
has been with the United Missouri 
organization since 1976.

DAVIS

“ S e e  y o u  a t  th e  198 2  M .B .A .’ ’ 

AMERICAN NATIONAL BANK

------- and -------

C ITY  BANK

Serving the St. Louis Community
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New Facility Bill Signed 
Into Law by Governor

JE FFE R SO N  CITY —  Governor 
Christopher Bond signed HB 1079 —  
facility legislation —  last month. The 
bill, passed earlier by the General 
Assembly, provides the following 
(according to the Missouri Bankers 
Association):

1. Allows banks to offer all services 
in their facilities they now offer at the 
main banks (mainly, the bill adds the 
ability to offer trust services).

2. Banks in St. Louis County only 
may place their allotted two facilities 
anywhere in that county. In other 
words, they may go outside their city 
limits, but must stay within St. Louis 
County.

3. Authorizes banks in cities of
28.000 population or more (except 
banks located in St. Louis County) to 
have three facilities.

4. Allows a bank to cross county lines 
to locate a facility if the county where it 
places the facility has at least 1,000 
miles of shoreline. The facility still 
must stay within the city limits where 
the main bank is located, and it cannot 
be more than five miles from the main 
bank.

5. Authorizes two rural facilities 
(Section 362.108) for banks located in 
counties with populations of more than
7.000 and less than 10,000.

6. Any bank or trust company may 
invest up to 5% of its capital and sur
plus in shares of stock in any new 
banks, existing banks or bank HCs if 
ownership of a majority of such stock in 
such banks or bank HCs is restricted to 
banks authorized to do business in 
Missouri.

City Bank Opens Facility

City Bank, St. Louis, recently moved its Del- 
mar facility to new quarters in the Central 
West Plaza Building, across the street from 
its former location. Pictured at ribbon cut
ting are (from I.) Solomon Williams, Union 
Sarah Economic Development Corp., build
ing developer; Dan Dodge, bank v.p.; 
Ruthie Hardge, Union Sarah; Ed Hughes, 
bank a.v.p.; Gayle Lichtenstein, bank ch.; 
Roy W agm an, bank e.v.p .; Alderman  
Samuel Kennedy; Architect Robert Green; 
and Charles Mischeaux, bank v.p.

BEST W ISHES to the
MISSOURI BANKERS ASSOCIATION

We are a community and com
mercial bank . . .  and proud of 
the reliable service we’ve pro
vided since 1926. Our "new 
building” in 1929 cost $30,000 
. . .  and was lauded as one of the 
most beautiful in St. Louis Coun
ty!

...getting bigger to 
serve better

Mini-Bank
9229 Natural Bridge

The So lid  P la c e  to B ank

4 2 8 -1 0 0 0

B A N K  & T R U S T  
C O M P A N Y

8924 St. Charles Rd. • St. Louis, mo 63114 
9229 Natural Bridge • St. Louis, MO 63134 
3580 Woodson Road • St. Louis, MO 63114
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You choose a correspondent bank 
because you need and expect the normal 
correspondent bank services: fast 
check clearing, computer services, 
overline loan participation, securities 
safekeeping, investment help and 
expertise in special banking areas like 
agricultural financing.

But more than that you look directly to 
your banker for help. He’s your personal 
key to opening the services that

correspondent banking has for you to 
profit from. He has to know your 
territory like you do, be aware of your 
special needs and he’s got to be 
available when you need him -  with 
the answer.

Jim Montgomery has over 20 years 
experience as a correspondent banker 
in southern Illinois. Bob Heifer has been 
a correspondent banker in Illinois and 
Missouri since 1961. Jerry  Brooks

adds another 10 years experience 
to our correspondent banking team. 
They know the land. They know the 
people. They know how to make 
correspondent banking with us work 
for you. Ask around. A lot of southern 
Illinois bankers already know Jim,
Bob, and Jerry. Shouldn’t you?

Jim  Montgomery, Bob Heifer and 
Jerry  Brooks are our kind of bankers. 
We think they’re your kind, too!

When yon work w ith a correspondent hank, 
your correspondent banker is that bank.

CORRESPONDENT RANKING 
DEPARTMENT

(618) 834-0020

FIRST
NATIONAL
BANK
OF BELLEVILLE

Main Bank Facility, 19 Public Square, Belleville, Illinois 62222 (618) 234-0020
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'New  Horizons in Banking' to Be Theme 
O f Illinois BA Convention in St. Louis

91st Annual Meeting to Feature Noted Speakers

'V T  EW  HORIZONS in Banking” 
JL Nl will be explored at this year’s 

Illinois Bankers Association conven
tion, set for June 6-8 at Stouffers River
front Towers, St. Louis.

A parade of well-known speakers has 
been lined up for the meeting, includ
ing Arthur B. Laffer, member of the 
Economics Policy Advisory Board to 
President Ronald Reagan, and origina
tor of the Laffer Curve theory which 
preaches that lower tax rates result in 
the collection of less money per dollar 
of tax base, but also provide for a 
broadened tax base; Edwin Newman, 
NBC News correspondent and best
selling author; William H. Kennedy 
Jr., ABA president-elect, and chair
man, National Bank of Commerce, 
Pine Bluff, Ark.; Herb Cohen, nego
tiations expert; U. S. Senator Alan J. 
Dixon (D ., 111.); George Plimpton,

known as the “professional amateur” 
and author of numerous books about 
his exploits; John Block, Secretary of 
Agriculture; and Donald Rumsfeld, 
Secretary of Defense under President 
Gerald Ford.

St. Louis bankers will participate as 
members of an investment panel dur
ing a luncheon to be sponsored by the 
Illinois Club of the Prochnow Gradu
ate School of Banking. Panelists will 
include Carl L. A. Beckers, Centerre 
Trust Co.; John W. Rose, senior vice 
president, Centerre Bank; and Frank
K. Spinner, chairman/president, Tow
er Grove Bank.

The convention schedule will begin 
on June 6 with a “Sundown Sashay” 
opening reception in the exhibit/reg- 
istration area.

The first general session will begin 
at 8:45 a.m. on Monday, June 7.

Messrs. Laffer, Kennedy and Block 
will address the convention that morn
ing; the investment panel will partici
pate at the Graduate School of Banking 
luncheon at noon; and Messrs. Dixon 
and Cohen will speak during the after
noon session. A spouses luncheon also 
is set for Monday, featuring Carol 
Matthews, syndicated financial col
umnist for the New York Post.

Tuesday’s business session will be
gin at 8:45 and will include the annual 
IBA business meeting with election of 
officers and presentation of reports, 
followed by a talk by Mr. Newman.

The convention luncheon will fea
ture Mr. Plimpton and Mr. Rumsfeld 
will appear on the afternoon general 
session program.

The traditional banquet with enter
tainment will conclude the convention 
Tuesday evening. • •

James Fitch to Preside at Convention: 
Lovett, Skopec, Bolger Are Officers

PRESIDING at this year’s Illinois 
Bankers Association convention 

will be James A. Fitch, president, 
South Chicago Savings Bank, and IBA 
president for the 1981-82 term.

Serving with Mr. Fitch during the 
term are Donald R. Lovett, chairman/ 
president, Dixon National —  IBA first 
vice president; Kenneth A. Skopec, 
president, Mid-City National, Chica
go —  IBA second vice president; and 
Thomas F. Bolger, president, McHen
ry State —  IBA treasurer.

Mr. Fitch entered banking in 1956 
at his present institution. Three years 
later he was promoted to officer status 
and was named president in 1968. He 
has served two terms as president, IBA 
Group One, has served on the IBA 
executive committee, the council of 
administration and as chairman, com
mittee on federal legislation.

Mr. Lovett has served on the IBA’s 
council of administration, executive 
committee and the committees on

state legislation, bank management 
and nominations. He is a past presi
dent of Group Four. He entered bank
ing full time in 1955 at Citizens Nation
al, Durham, N. C. He joined Dixon 
National in 1957 and was promoted to 
assistant cashier in 1960. He was 
named president in 1967 and has been 
chairman/president since 1971.

Mr. Skopec has been with Mid-City 
National since 1952. He began as a 
teller trainee, was promoted to assis-

FITCH LOVETT

MID-CONTINENT BANKER for May, 1982

tant cashier in 1957, assistant vice 
president in 1960, vice president in 
1962 and president/CEO in 1972. He 
was elected to the board in 1965. He is 
a past president of IBA Group One and 
has served on the IBA committees on 
state legislation, EFTs and nomina
tions. He also has served on the coun
cil of administration, executive com
mittee and as vice chairman of the 
committee on federal legislation and 
chairman of the committee on bank 
management.

Mr. Bolger entered banking in 1941 
at McHenry State. His first officer title 
was assistant cashier, which he at
tained in 1948. He has been president 
since 1974. He is past president of the

BOLGER SKOPEC
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M cH enry-Boone County Bankers 
Federation and has served on the IB A 
committees on federal and state leg
islation as well as on the council of 
administration. He has served on the 
board of the Independent Community 
Banks in Illinois and has held many 
positions in the Independent Bankers 
Association of America, including the 
top post as president. • •

New Officers Elected 
At III. Group Meetings
The 10 groups of the Illinois Bankers 

Association met in March and April to 
elect new officers. Elected were the 
following:

Group One: President —  Kenneth 
J. Ozinga, executive vice president, 
Clearing Bank, Chicago; senior vice 
president —  Bette B. Daniels, vice 
president, American National, Chi
cago; vice president —  Robert K. 
Behr, president, First State, Chicago; 
treasurer —  William C. Mitchell, 
chairman/president, Lake Shore 
National, Chicago; secretary —  Her
bert A. Dolowy, president, Lincoln 
National, Chicago.

Group Two: President—  Neil Bach, 
president, Bank of Pontiac; vice presi
dent —  Eugene R. Mischke, presi

“The song I  came to sing 
remains unsung.

“I  have spent my time 
stringing and 
restringing my 
instrument”

Sir Rabindranath Tagore

JAMES A. FITCH 
President, IBA, 1981-1982

SOUTH CHICAGO  
SAVINGS BANK

9200 Commercial Avenue 
Chicago, Illinois

dent, Colonial Trust & Savings Bank, 
Peru; secretary-treasurer —  Richard J. 
Cassaro, president, Lirst Bank, Chan- 
nahon.

Group Three: President —  Joseph
L. Crabb, chairman/president, Lirst 
State, Harvard; vice president — 
James L. Hamilton, president, Bank of 
Lincolnwood; secretary-treasurer — 
Mary Stanley, senior vice president/ 
C EO , Community Bank, Hanover 
Park.

Group Four: President —  Charles 
H. Sheesley, president, State Bank, 
Orion; vice president — Don E. 
Cousins, president, Central National, 
Sterling; secretary-treasurer —  Vail 
W. Nortridge, president, State Bank, 
Freeport.

Group Five: President —  Robert E. 
Chipman, vice president, Farmers 
State, Jacksonville; vice president —  
Harold D. Whitten, executive vice 
president/CEO, Montgomery County 
National, H illsboro; secretary- 
treasurer — Jerald L. Bartell, presi
dent, Farmers State, Camp Point.

Group Six: President —  William F. 
Heinhorst, president, Peoples State, 
Manito; vice president —  C. Dan Kar- 
powicz, vice president/cashier, South 
Side Trust & Savings, Peoria; secre
tary-treasurer —  Erman E. Schairer, 
senior vice president, Woodford 
County Bank, El Paso.

G roup Seven: President —  Otto 
Thomas, president, First National, 
Danville; vice president —  Jerry D. 
Stanley, president/cashier, Ingraham 
State; secretary-treasurer —  James L. 
Meyers, president, First National, 
Ogden.

Group Eight: President —  Randall 
A. Killebrew, president, First Nation
al, Petersburg; vice president —  
Robert W. Ashbaugh, CEO, Citizens 
Bank, Edinburg; secretary-treasurer 
—  Henry Kirschner, chairman, execu
tive com m ittee, Town & Country 
Bank, Springfield.

G roup Nine: President —  David 
Vogt, president, First National, Co
lumbia; vice president —  Thomas 
Macias J r . ,  vice president, F irst 
National, Wood River; secretary- 
treasurer—  G. Thomas Andes, presi
dent, First National, Belleville.

G roup 10: President —  Michael 
Travelstead, president, DuQuoin 
State; vice president —  John C. 
Edgar, president, First National, Ava; 
secretary-treasurer — J. Grant Smith, 
president, F irst National, Wayne 
City.

The merger of First United Banc- 
shares with First Bancorp of Belleville 
became effective recently.

• Cummins-Allison Corp. This Chi
cago-based firm is offering automatic 
perforators for a wide range of docu
ment-marketing applications. The 
perforators mark up to 25 sheets of 
paper at a time. Insertion of docu
ments automatically triggers perfora
tion. The firm says perforators are 
playing a greater role in helping com-

panies improve productivity of clerical 
personnel and improving internal con
trol over document security systems 
because perforations are permanent; 
they can’t be removed or altered. 
Cummins offers 35 models of perfo
rators. Common applications include 
canceling invoices, bills of lading and 
insurance claims; numbering purchase 
orders and shipping papers; receipting 
mail; validating; and marketing EDP 
source documents. Write: Cummins- 
Allison Corp., 4740 N. Ravenswood 
Avenue, Chicago, IL  60640.

DIDC Finalizes Premium Rule 
To Prevent Multiple Gifts

The Depository Institutions Dereg
ulation Committee (DIDC) finalized a 
temporary amendment to its rule con
cerning the use of premiums by de
pository institutions at its March meet
ing.

The new rule prohibits such institu
tions from soliciting the opening of 
multiple accounts from a depositor in 
order to provide for more than one 
premium at a time to the depositor.

Purpose of the rule is to prevent 
banks from advertising that lump-sum 
deposits brought in by a depositor 
could be broken up by the bank and 
placed in multiple accounts to enable 
the bank to give a premium for each 
account.

The committee amended its pre
mium rules by adding the following 
sentence: “A depository institution is 
not permitted directly or indirectly to 
solicit or promote from customers on 
the basis that the funds will be divided 
into more than one account by the in
stitution for the purpose of providing 
more than two premiums per deposit 
within a 12-month period.”
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Your Ticket to the Home G am e— Fast from  
the Pinger System .

When you’re arranging a home 
loan, you need the credit report fast.

The Pinger System rushes the re
port to you. Up to date and with the 
accuracy and completeness you need 
for a sound lending decision.

Pinger System credit bureaus are 
FHA-VA approved repositories, so you

know you can depend on them to be the 
best information sources in the com
munities you serve.

For the name and number of your 
nearest Pinger System credit bureau, 
call (713) 652-3401. And get ready for 
fast action!

r>mCE3
y o c E m

Credit Bureau Data Centers, Inc.
2505 FANNIN ST. HOUSTON, TEXAS 77002 (713) 652-3401
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First of Belleville Opens Addition
McDowell, Yates Running 
For IBA Posts for 1982-83

F IRST NATIONAL, Belleville, 
111., now is operating out of its 

expanded quarters on the Public 
Square. The bank added 40,000 square 
feet of space to its existing 36,000- 
square-foot structure.

A focal point of the enlarged quar
ters is an atrium measuring 62x40 feet 
that separates the bank’s two "tower” 
buildings. The east tower includes the 
bank’s original building, constructed 
in the 1870s. The west tower is the new 
addition that was completed last De
cember.

Both towers have four levels. First 
National occupies all levels in the new 
tower and the first and fourth levels in 
the original building.

The $4.5-million construction proj
ect was begun in the fall of 1980. Con
struction manager for the new tower 
was Bunce Corp., St. Louis. Architect 
for the new building was Hellmuth, 
Obata and Kassabaum, Inc., also in St. 
Louis. Plans now are being formulated 
for renovation of the original building. 
The illustration shows the project in its 
completed state.

The construction project reflects the 
growth First National has experienced 
over the last decade, according to Tom 
Andes, president. He attributes the 
growth to a greatly increased market 
share of the correspondent-bank busi
ness and growth in the geographic 
territory the bank serves.

The growth had forced the bank to 
move some offices and departments 
into buildings throughout downtown 
Belleville. Most of these offices and 
departments now are back on bank 
property.

First National’s new west tower 
houses the president’s and other ex

ecutive offices and a board conference 
room on the first floor. The lower 
level, second and third floors house 
computer terminals, bank offices, loan 
departments and customer-service 
areas.

The new atrium overlooks the St. 
Clair County Court House.

First National held a week-long 
open-house earlier this year when the 
addition was opened. During that 
period, tours of the new building and 
refreshm ents were offered to the 
general public during banking hours.

Souvenirs of the open house con
sisted of bags holding 1,982 pennies. 
Each bag was tagged with the bank’s 
expansion slogan: "There’s something 
new in the heart of Belleville. ” A ban
ner with the slogan festooned the ex
terior of the building.

Among the week’s attractions was a 
treasure chest in the shape of a large 
plywood heart that was filled with 
prizes, including merchant discount 
certificates, commemorative trays and 
dollar coins.

Among the special events scheduled 
for the opening were parties for selec
ted groups, including employees and 
families, shareholders, business peo
ple and correspondent bankers.

Donald C. Dempsey has been elected 
president of Washington State Bank. 
He succeeds Robert N. Zulian, who 
resigned to pursue other business in
terests.
Bartlett Bank has promoted James R. 
Evers and Patricia Cecil to executive 
vice president/CEO and vice presi- 
dent/cashier, respectively. They 
joined the bank in 1980 and 1971, re
spectively.

T. R. McDowell and Harlan K. 
Yates are candidates for the posts of 
IBA second vice president and treasur
er, respectively, for the 1982-83 term.

Mr. McDowell is president/CEO, 
First National, Westville, which he 
joined in 1977. His first bank was First 
National, Danville, which he joined in 
1962. In 1964 he moved to Sidell State, 
serving as CEO. He still is chairman of 
that bank. He also is president, West- 
banco, Inc., a one-bank HC control
ling First National, Westville.

M cDo w e l l  y a t e s

After going through the IBA Group 
Seven chairs between 1979-81, Mr. 
M cDow ell becam e IBA Bankpac 
chairman. He has been a member of 
the IBA council of administration since 
1979 and has served on both the execu
tive committee and the community re
lations committee of the IBA s agricul
ture division. He has served in all 
offices of the Vermilion County Bank
ers Federation and currently is the 
ABA contact banker for the congress
man in his district. In October, 1981, 
he was elected to the ABA Council. He 
serves on both the IBA state and feder
al legislation committees.

Mr. Yates is president, Cisne State, 
and has been with that bank since he 
became a banker in 1949. He was 
named cashier in 1956, executive vice 
president in 1966 and president last 
January 11.

He has served in the offices of IBA 
Group 10 from 1976 to 1978 and as vice 
chairman of the bank security commit
tee for the 1980-81 term. He has 
served on the IBA executive commit
tee, the committee on nominations 
and the council of administration. At 
present, he serves on the state legisla
tion and government regulations com
mittee. He also serves on the ABA’s 
community banking leaders council 
advisory board.

State Bank, Hull, has been acquired 
by Country Bancshares, a newly char
tered HC.

Artist's concept of completed expansion/remodeling project for First Nat'l, Belleville, III. 
Bank opened new structure (I.) recently and is formulating plans for remodeling original 
building (r.). Glass atrium (c.) connects two structures.
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W hether your shared network is already established, 
or still in the planning stages,

easy answer can provide you with experienced design support 
and the most advanced technology available.

1 North Old Capitol Plaza • Springfield, Illinois 62701 
(217) 753-7191
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The Illinois Team 
of the Harris Bank

Meet some of Hubert’s friends, the Harris 
Bankers who travel in Illinois, outside of metropolitan 
Chicago. They are dedicated professionals. But, 
best of all, they’re backed by management that is 
truly committed to a winning effort.

When questions or problems arise, call any of 
these banking experts at (312) 461-2121. You will get 
the help you need.

You should have a Harris Banker.®

HARRIS
BANK,
Harris Trust and Savings Bank, 111 W. Monroe St., Chicago, IL 60603. Member F.D.I.C., Federal Reserve System.
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'The Future Is Now' Convention Theme 
Planned for AMBI Meeting June 2-4
ABA's William Kennedy to be Keynoter

W ILLIAM H. KENNEDY JR., 
ABA president-elect and chair

man, National Bank of Commerce, 
Pine Bluff, Ark., will be the keynoter 
at this year’s annual convention of the 
Association for Modern Banking in Illi
nois (AMBI), set for June 2-4 at Indian 
Lakes Resort, Bloomingdale.

Convention theme is “The Future Is 
Now.” The theme will be explored 
during the general business session set 
for Thursday morning, June 3. During 
that session, a panel discussion about 
multi-bank HCs in Illinois will be 
held, bearing the title “Where Are We 
Now?”

Panelists will include Bernard E. 
Adee, vice president/corporate fi
nance department, Robert W. Baird 
Co., Milwaukee; Judy Blacklidge, 
administrative bank HC examiner for 
the Chicago Fed; Thomas B. Hart, 
senior partner, Pope, Ballard, Shep
ard & Fowle, Chicago; and James W. 
Haugh, liaison tax partner, Peat, Mar
wick, Mitchell & Co., Chicago.

A second panel, also on multi-bank 
HCs, will be titled “What’s in it for 
Me?” It will be moderated by AMBI 
Treasurer Willard Bunn III, presi
dent, Springfield Marine Bank, and 
president/chief operating officer, 
Marine Bancorp.

On the panel will be David E. Con
nor, president, Midwest Financial 
Group, Inc., a proposed multi-bank 
HC to be made up of six Illinois banks. 
Mr. Connor is president, Commercial 
National, Peoria.

Another panelist will be Harry E. 
Cruncleton, vice chairman/director, 
First Bancorp, Belleville, and presi
dent, Bank of Belleville, which, along 
with First National, Belleville, make 
up First Bancorp.

Also on the panel will be James F. 
Oberwortmann, president, First Mid
west Bancorp., Inc., a proposed multi
bank HC.

The second general session, set for 
Friday morning, June 4, will feature 
AMBI business, including a treasur
er’s report by Mr. Bunn, a report from 
the nominating committee, a political- 
action report and the annual lead

ership report, given by AMBI Chair
man Walter R. Lohman, chairman/ 
CEO, First National, Springfield, and 
AMBI President James Waft.

Speaker at the closing luncheon of 
the convention will be John E. Crib- 
bet, chancellor/professor of law, Uni
versity of Illinois, Champaign. Dr. 
C ribbet is head of the Executive 
Graduate School of Banking sponsored 
by AMBI at Uofl.

The convention will begin at noon 
on June 3, when golfers and tennis 
players participate in tournaments. 
That evening, the annual reception 
sponsored by Chicago Loop banks will 
be held.

Thursday evening’s entertainment 
will be Roger & Roger, impressionists.

WILSON LOHMAN

BUNNWATT

Six Officers Serve AM BI 
During 1981-82 Term

Six men have jointly held the reins 
of AMBI during the 1981-82 term. 
Among the elected officers are Walter 
R. Lohman, chairman/CEO, First 
National, Springfield —  AM BI 
chairman; Charles C. Wilson, chair- 
man/president, First National, Rock 
Island, and James Lund, president, 
Matteson-Richton Bank, Matteson — 
co-vice chairmen; Jerry Gummere, 
president, Peoples Bank, Blooming
ton —  secretary; and Willard Bunn III, 
president, Springfield Marine Bank —  
treasurer. James Watt holds the posi
tion of AMBI president, an appointed 
position.

Mr. Lohman began his banking 
career in 1940 with Pleasant Plains 
State. In 1941 he was elected to the 
bank’s board. From  1946-62, he 
served State Bank, Ashland, holding 
the position of president from 1957-62. 
He joined First National, Springfield, 
in 1962, was promoted to executive 
vice president in 1966, president in 
1967, chairman/president in 1977 and 
chairman/CEO in 1981.

Mr. Wilson started his banking 
career in 1958 with Continental Bank, 
Chicago. He moved to First National, 
Rock Island, in 1960 and has served as 
president/CEO since 1975 and chair
man since 1978. He is a graduate of the 
Graduate School of Banking, Universi
ty of Wisconsin.

Mr. Lund entered banking in 1963 
at Beverly Bank, Chicago. He moved 
to Matteson-Richton Bank in 1970 as 
president and has served as chairman/

GUMMERELUND
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president since 1980.
Mr. Gummere has been in banking 

since 1960, the year he joined Peoples 
of Bloomington. He has been presi- 
dent/CEO since 1979.

Mr. Bunn joined Chemical Bank, 
New York City, in 1968 to begin his 
banking career. He moved to Spring- 
field Marine in 1978 as executive vice 
president. He was named president in 
1980.

Mr. Watt joined AMBI as executive 
vice president in 1977 and was named 
president of the association in 1979.

He is a former senior vice president/ 
secretary, Bank Marketing Associa
tion, Chicago.

Continental Bank, Chicago, has pro
moted the following to vice presidents: 
John A. Goryl, John E. Houlihan, Earl 
W. Joss, Baymond J. Reid, Michael P. 
Ryan and David R. Zook. New second 
vice presidents include C. Dennis 
Blanz, Diana R. Burke, Jeffrey A. Fin
lay, Donald W. Koslow, Eleanor R. 
Kristensen, Richard L. LaVarnway,

Springfield Marine Bank 
...bigger than 

most big-city banks.
There are about 400 banks in the Chicago area. Only 8 of 
them are bigger than Springfield Marine Bank.* And that 
makes Marine Bank big enough to handle just about any 
correspondent bank need.
In addition to size, Marine has financial sophistication that 
wears a smile. You don’t have to go to Chicago or St. Louis 
for cash letter services, or overline support on agricultural 
and commercial loans. You’ll find it all at Marine.
Marine also has stability. We’re the oldest bank in Illinois. 
We’ve been here through the good times and the bad. We’ll 
be here for a long time to come.
Put size, sophistication and stability to work for your 
bank. Call Don McNeely (217) 525-9717 or Mark Janiak 
(217) 525-9716.
‘ According to an announcement by the American Banker, Springfield Marine Bank was the 9th 
largest in deposits in Illinois on December 31, 1981.

SPRINGFIELD

M arine Bank
East Old State Capitol Plaza 
Springfie ld, Illino is  62701 
(217) 525-9600 Member FDIC

Gwen G. Nobbe-Asher, David R. Del 
Signore, John A. Frey, Obie L. Le- 
Flore Jr., Thomas H. Nelson, Chris
tine M. Summers and Jill T. Wiedner. 
Judith A. Bultman has been elected a 
second vice president of Continental 
Illinois Venture Corp. and Continen
tal Illinois Equity Corp.

Six Illinois Institutions 
Announce Merger Plan 
To Form Multi-Bank HC

Six Illinois banks have announced a 
plan to form a $1.1-billion HC, to be 
called Midwest Financial Group, Inc. 
The banks are Commercial National, 
Peoria; Illinois National Bancorp., HC 
for Illinois National, Springfield; First 
Trust & Savings, Kankakee; and 
Champaign Bancorp, Inc. University 
National and Prospect National, both 
in Peoria, expect to participate pend
ing final merger approval with Com
mercial National.

Regulatory approval of the plan 
could take up to a year.

The new organizational setup will 
permit participating banks to raise 
their loan limits, expand specialized 
services and better tap such funding 
sources as commercial paper, Euro
dollars and larger CDs, according to 
David Leitch, assistant vice president, 
Commercial National Corp. He said 
geographic diversity across the middle 
of the state “will increase stability of 
earnings, ” and economies of scale will 
cut overheads.

The move was described by Mr. 
Leitch as an effort by downstate Illi
nois banks to prepare for the future, 
i.e ., interstate banking.

He said the merger was agreed on 
voluntarily by participants and that 
none of the institutions is experiencing 
problems. All member banks will 
operate under their present identities 
after the merger.

Each of the participating banks cam
paigned for the Illinois multi-bank HC 
law that became effective last January. 
A joint statement by the participants 
said, “We have worked together for 
years to overcome the constraints of 
Illinois banking laws which have 
stunted the opportunities for the Illi
nois banking community to progress 
with the times.”

Robert V. Polenzani has been named 
vice president/loan officer at First 
Security, Oak Brook. He joined the 
bank after serving as vice president/ 
loan officer at First National, Maren
go-
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FOR YOUR DIRECTORS -  TO HELP THEM HELP YOU
No. 101 DIRECTORS...Selection 

Qualifications, Evaluation 
and Retirement.

This 42-page manual answers key 
questions concerning director 
selection, retention and retirement. 
Special section: the prospective 
director and how he should be ex
pected to contribute to the bank’s 
success. Includes a rating chart.

Manual also contains a section 
posing questions that a prospective 
director should ask himself before 
he accepts a bank board post.

Another section deals with the 
sensitive nature of director retire
ment. Age can be a guide but not an 
overriding factor in this decision. A 
manual that will help the board 
maintain its vitality.

Price —  $6 .50
2-5 copies $6.00 ea. 6-10 copies $5.50 ea.

No. 210 MAXIMIZING
CORRESPONDENT BANK 
RELATIONSHIPS

Directors aren’t “ born” cor
respondent experts, but you can 
help them catch up in a hurry, and 
it’s profitable for you to do so. This 
100-page manual covers all facets 
of correspondent banking. Clear
ings and float analysis ... loan 
participations ... lines of credit ... 
foreign exchange, etc. This manual 
also helps directors APPRAISE cor
respondent services — to make 
certain you receive maximum ser
vice at a competitive price.

The manual also discusses 
several federa l reg u la tio ns , 
including the constraints imposed 
on “ insider” bank lending by FIRA. 
A MUST for every bank director.

PRICE —  $12 .00
2-5copies$l 1.00ea. 6-10copies$10.00ea.

No. 220 — AN INVESTMENT GUIDE 
For the Bank Director

In this 192-page manual, the 
author discusses the merits of 
directors paying closer attention to 
the investment policies of their 
bank.

It is normal, says the author, for 
the board to closely scrutinize loan 
transactions since these occur more 
frequently and represent the bank’s 
primary earning power. Yet, poorly- 
thought-out-and-executed invest
ment policies can place a bankls 
capital in jeopardy, particularly 
when a bank is forced to liquidate 
investments during a period of 
rising interest rates.

Should the board “ intrude” upon 
management prerogatives of the 
CEO in the administration of the 
investment portfolio? Not at all, 
says the author. However, a written 
policy, carefully structured around 
the bank’s deposit and loan “ mix,” 
can be comforting during rising or 
falling interest rates.

As an aid to management and the 
board, the author presents 
numerous investment and portfolio 
management policy statements 
presently in use by recognized well- 
run banks.

Also presented: a bibliography of 
recommended reading on the sub
ject, plus excerpts from the Comp
troller’s manual on regulations and 
rulings in regard to bank invest
ments. These interpretations (also 
valuable to state banks), while 
available elsewhere, are placed 
together in this volume for handy 
reference by the director.

PRICE —  $23 .00
2-5copies$21.00ea. 6-10copies$20.00ea.

No. 230 — CONTRACTS WITH 
BANK EXECUTIVES

In many banks, salaries, bonuses 
and fringe benefits of top manage
ment are covered by contracts. 
Since many contracts extend for 
periods of five years they call for 
careful construction.

This 48-page manual discusses 
the role of the board’s Compensa
tion Committee in determining the 
nature of such contracts. The author 
suggests that “ performance” can 
and should be the key in rewarding 
the executive. Charts and work
sheets are included to help the com
mittee arrive at “ fair and equitable” 
perquisites as motivating factors 
for the bank executive.

An aid to writing a NEW contract 
or in REVIEWING exist ing 
contracts.

PRICE —  $8 .00
2-5 copies $7.00 ea. 6-10 copies $6.50 ea.

1--------------------------------------------- ---------------------
I Please Send These Management Aids:

j 1 0 1 . . .  copies $. . . 2 2 0 . . .  copies $. . . 
| 2 1 0 . . .  copies $. . . 230. . .copies $. . .

Total $. . . 
(In Missouri 

add 4 .6%  Tax) $. . .
TOTAL $. . .

Send Completed Coupon WITH CHECK to: 
Commerce Publishing Co., 152 W. Wisconsin 
Ave. #630, Milwaukee, Wl 53203, publisher of 
the BANK BOARD Letter.

Enclose check payable to 
The BANK BOARD Letter

Name ...............

Bank or Company

Address

City ...........S ta te ............... Zip
Digitized for FRASER 
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Four Fad-Filled Manuals for The Bank Diredor
Every Director Should Have a Copy of Each One

BOARD REPORTS . . .  for The Bank Director $23.00
More effective board meetings begin with effective reports. This 200-page manual 
w ill help you determine the "quantity and quality”  of monthly reports needed by 
directors so they (and management) can make proper decisions. Included are ex
amples of reports most needed by directors who want to create policies that lead to 
prudent management. Contains information on many topics such as effective re
porting. . . reports to shareholders. . . report of examination. . . bank liquidity and 
capital analysis. Manual illustrates various formats board reports can take. . . from 
oral to detailed graphic presentation. Author: Dr. Lewis E. Davids.

PLANNING THE BOARD MEETING $7.00
This 64-page booklet provides some workable agenda, suggestions for advance plan
ning and also lists types of reports a board should receive monthly and periodically. 
It emphasizes the need for informing the board as quickly  and concisely as possible. 
Contains a chapter outlining a "workable”  board meeting, another on visual aids for 
the board meeting. Also contains a model for minutes of the board, plus sample 
forms to communicate status of bank to the board. An excellent "companion”  to 
BOARD REPORTS. Author: Dr. Lewis E. Davids.

EFFECTIVE SHAREHOLDER MEETINGS $13.00
Before your next shareholder meeting, get ready for gadflies, activists and others 
who may be planning to disrupt your program. Here's how to  anticipate damaging 
incidents, prepare tested countermeasures, turn potential disasters into a plus for 
your bank. Details include handling of unusual actions (such as replacing a CEO) — 
political contributions, laws and regulations directors may unwittingly break, stock 
purchases, sales and disclosures, proxy provisions, etc. A checklist of meeting de
tails. Promoting attendance. Stockholder proposals. Materials to mail. Agenda and 
procedural rules.This book is a tested"how-to” of Annual Meetings from inception 
to final reports, including personnel responsible for each step. 96 pages of "must”  
reading for chairmen, directors and officers involved.

RESPONSIBILITIES OF BANK DIRECTORS $7.50
This book is "r igh t" for today's banking problems. Due to the economic influence 
banks have on their communities, the rapid growth of HCs and the ever-growing 
"consumer”  movement, directors must know what is expected of them and their 
bank in terms of responsibilities to depositors, shareholders and the public. This 
manual examines recent court decisions, investment return, continuity of manage
ment, long-range planning, effects of structural changes on competition, and more. 
Author: Raymond Van Houtte, president, Tompkins County Trust Co., Ithica, NY.

Board Reports
2 -5 ....................... $21.00 ea.
6-10.......................... $20.00 ea.
Over 10..................$19.00 ea.

QUANTITY PRICES
Planning The Board Meeting
2 - 5 ............................ $6.00 ea.
6-10............................ $5.50 ea.
Over 10.......................$5.25 ea.

Effective Shareholder Mtgs.
2 - 5 ................................$11.00
6-10.......................... $10.00
Over 10............................ $9.00

Responsibilities of Directors
2 - 5 .................................. $7.00
6-10.................................. $6.50
Over 10............................ $6.25

The BANK BOARD Letter 
152 W. Wisconsin Ave. #630 
Milwaukee, Wl 53203
Please send:

------- copies. Board Reports
.......  copies, Planning Meeting
____ copies, Effective Shareholder Meetings

------- copies. Responsibilities of Directors
------- Total Enclosed

Name & T it le _________________________
Bank_________________________________
Street________
City, State, Zip
(Please send check with order. In Missouri, add 4.6% tax.)
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Hayes is First Chapter Dir. 
For AMBI Member Services
Patrick B. Hayes has been named 

manager of a new AMBI chapter pro
gram designed to expand the associa
tion’s membership services.

Mr. Hayes is the former director of 
the national chapter services/com- 
munity bank departments at Bank 
Marketing Association, Chicago.

According to AMBI President James 
B. Watt, the AMBI chapters, once 
established, will perform a variety of 
functions:

• Providing a more frequent, regu
lar and accessible forum for the ex
change of ideas and information among 
AMBI members.

• Bringing AMBI services closer to 
the association’s membership, making 
AMBI available to greater numbers of 
people within each member bank.

• Developing quality programming 
targeted specifically to meet the needs 
of a particular area of member banks.

• Serving as a pipeline between 
AMBI members and the association’s 
officers, directors and professional staff 
for a freer flow of information.

• Providing another membership 
service to strengthen ties with existing 
members and enhancing membership 
development efforts.

Mr. Hayes is a former assistant 
director of marketing at Champaign 
National. While with the BMA, he 
coordinated the association’s annual 
conference for community bank presi
dents, its CEO seminar and annual 
chapter management meeting. He has 
a background in the electronic media, 
having worked as a radio-TV product 
spokesperson, copywriter and news
caster in Champaign.

Continental Bank, Chicago, and 
Citibank (New York state) have 
reached final agreement for Citibank’s 
purchase of Continental’s $168-million 
indirect-lending portfolio, which in
cludes retail installment sales con
tracts generated from dealers of autos, 
RVs and marine products. Continen
tal’s personal-banking-customer lend
ing portfolio is not affected by the sale.

Mo., III. HC to Merge
General Bancshares Corp., St. 

Louis HC, has announced plans to 
merge with Mid-Continent Bane- 
shares, Belleville, 111., as the initial 
step in an expansion program for 
General Bancshares. Mid-Continent 
Bancshares controls Belleville (111.) 
National.

General Bancshares is the only 
Missouri HC that can expand across 
certain state lines, since it owned 
banks in Illinois and Tennessee prior 
to passage of bank-HC legislation.

The acquisition will be the first for 
General Bancshares under the Illi
nois bank holding company law of 
1982 that permits expansion within 
an HC s own and one contiguous re
gion.

ESOPs
(Continued fro m  page 40)

ever before. A bank must obtain the 
best people to remain competitive. 
The current legislative picture and 
strong consideration of deregulation 
and interstate banking are going to 
make the marketplace even more 
fierce. There is a continuing need in 
America for the small- to medium-size 
independent banks. ESOPs can make 
it possible for more independent banks 
to survive and thrive. In the final 
analysis, ESOPs can be an effective 
instrument to attract, reward and keep 
the best people. An ESOP is a vehicle 
for raising much-needed capital. An 
ESO P provides a ready and viable

market for bank stock. It creates a 
vehicle for estate planning and provid
ing liquidity for shareholders. Finally, 
an ESOP is an excellent tool for reduc
ing turnover and reminding all em
ployees they are part owners of the 
bank and that as the bank grows, their 
financial futures will become brighter 
and more secure.

Bankers are beginning to share the 
rewards of the bank’s success with key 
personnel. They are finding that by 
providing this sharing in the bank’s 
success, they are increasing employee 
loyalty and motivation.

In addition to the above-mentioned 
benefits, a well-structured ESO P 
should increase bank profitability. It is 
not a substitute for sound manage
ment, good markets and competitive 
products. It is not a panacea. Howev
er, when properly utilized, an ESOP 
can have a tremendous and positive 
impact on a bank’s success. • •

• Federal Sign. This firm offers a 
free personal executive desk-top pro
grammer for new purchases of its FED  
1000 electronic time-and-temperature 
displays. The programmer displays the 
same time and temperature shown on 
the outdoor display. It provides finger
tip control of display duration timing 
and sign on/off times. It also provides 
selection of information to be dis
played on the exterior sign including 
tim e, tem perature (degrees Fah
renheit or Celsius) or any combination 
of time and temperature. Write: Mar
keting Director, Federal Sign, 140 E. 
Tower Drive, Burr Ridge, IL 60521.

Specialists in Asset 
Based Lending

Serving Businesses Throughout the 
Greater St. Louis/Metro East Region

•  Accounts Receivable/lnventory Financing
•  Direct Leasing, Lease financing and leveraged 

leasing
•  Loans for plant-expansion and new equipment

Union

™  of East St. Louis

200 Collinsville Avenue
East St. Louis, Illinois 62201
P.O. Box 99, (618) 271-1000 /  398-4800
Member FDIC

“We’ve Got a New Face 
for a New Future”
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L a rry  B u tler

.

!

:

L a rry  Reed

The First National Bank 
of Amarillo

O u r p rofession al team  o f c o rre s p o n 
dent b an k ers, headed up by L a rry  Reed  
and L a rry  B u tle r , is backed by over 5 0 0  
professional bankers and the resou rces  
o f the T e x a s  P a n h a n d le ’s largest b ank .

W e o ffe r a wide ran ge o f corresp o n  - 
dent banking services com b in ed  with 
p e rso n a liz e d  o n e -o n -o n e  se rv ice . 
“ W h a te v e r it takes to get the jo b  
d o n e .”  T h a t ’s the com m itm en t we 
have m ade to ou r corresp o n d en t banks  
fo r  nearly a cen tu ry .

P u t the F irst F o rc e  to  w ork  fo r you . 
G ive L a rry  a call to d a y . If h e’s not in , 
ju st ask fo r  L a rry .

CORRESPONDENT 
BANKING SERVICE 

ISN’T A ONE MAN JOB
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8TH & TAYLOR • 8TH & FILLMORE • (806) 378-1400
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Two Senators, Administration Official 
To Speak at New Mexico Convention

T WO U. S. SENATORS, a Reagan 
Administration official and the 

ABA president-elect will be among 
speakers at the 71st annual convention 
of the New Mexico Bankers Associa
tion. The convention will be held June 
9-12 at the Four Seasons Motor Inn, 
Albuquerque.

The senators are Jeremiah Denton 
of Alabama (his home is in Mobile) and 
New M exico’s own Harrison H. 
Schmitt, whose home is in Silver City. 
Both are Republicans. Senator Denton 
was an American flier who was shot 
down in Vietnam and was held prison
er seven years (his story was told in a 
TV special some years ago). He will 
speak at the convention prayer break
fast at 7:30 o’clock June 11. Senator 
Schmitt will speak at the final general 
session at 9 a.m. June 12. He is a mem
ber of the Senate Banking Committee.

Jerry Jordan, a member of the Presi
dent’s Council of Economic Advisers, 
Washington, D. C., will appear at the 
first general session at 9:45 a.m. June 
11. Before accepting his current post 
last fall, Mr. Jordan was dean, Robert 
O. Anderson School of Management, 
University of New Mexico/Albuquer- 
que. During his career, he has been 
senior vice president/economist, Pitts
burgh National; senior vice president/ 
director of research, St. Louis Fed, 
and assistant professor, California 
State University, Northridge.

William H. Kennedy Jr., ABA presi
dent-elect and chairman, National 
Bank of Commerce, Pine Bluff, Ark., 
will speak at 9 a.m. June 12 during the 
first general session.

In addition, Albuquerque Mayor 
Harry E. Kinney and New Mexico 
Governor Bruce King will welcome 
conventioneers at the first general ses
sion June 11. The NMBA hopes to

have both the Democratic and Repub
lican candidates for governor on the 
program, too.

At the president’s luncheon at 11:30 
a.m. June 11 (with NMBA President 
J. Larry Carter as host), Larry Lanie, 
president, Guaranty National, Tulsa, 
will speak.

As is traditional, the convention will 
be kicked off with golf and tennis 
tournaments for men and women on 
June 10. The men’s golf tournament 
will be held at the Rio Rancho Country 
Club, the women’s golf tournament at 
the Albuquerque Country Club and 
both the men’s and women’s tennis 
tournaments at the Tanoan Country 
Club. All four events will start at 8a.m.

Registration will start at 2:30 p.m. 
June 9, at 8 a.m. June 10 and at 7 a.m. 
June 11.

The past presidents’ dinner is sched
uled for 6:30 o’clock June 9. A recep
tion from 5:30-7:30 p.m. June 10 will 
be hosted by State National, El Paso, 
Tex. A women’s luncheon at 11:30 
June 11 will feature Michele Scott, a 
personal-motivation expert who is 
president, M ichele Scott Training 
Consultants, San Francisco. Ms. Scott 
also will discuss “Having What You 
Want in Life” at a workshop at 2 p.m. 
that day. A bridge tournament also is 
planned for 2 p.m. June 11.

From 5:30 to 7:30 that evening, El 
Paso National will be host at a recep
tion, which will be followed by the 
NMBA convention banquet. At the 
latter, a stage show will star Tom T. 
Hall, country and western singing star, 
and will be followed by music for danc
ing to be provided by the Phil Lenk 
Orchestra.

At 7:15 June 12, NMBA Group Four 
banks will be hosts at a buffet break
fast. The convention will end with a

reception at noon June 12 and a lunch
eon at 12:30. Humorist Newt Hiel- 
scher of Shreveport, La., will be the 
luncheon speaker.

The NMBA board will meet at 2:30 
p.m. June 12.

NMBA O fficers. J. Larry Carter, 
who has headed the NMBA the past 
year, is president/CEO, First Nation
al, Albuquerque, posts he was elected 
to in 1977. He joined the bank in 1975. 
A native of North Carolina, he spent 13 
years with that state’s First Union 
National, where he opened and man
aged a new in-city branch in Charlotte 
in 1963 and established and managed 
an international banking department 
in 1968. He was named senior vice 
president responsible for the corpo
rate banking division in 1969 and re
gional executive/western region in 
1974.

Robert Hays, NMBA president
elect, entered banking in 1966 at 
Em poria (Kan.) State and joined 
Ruidoso State in 1978 as president, a 
post he still holds. • •

J. Larry Carter, president, New Mex
ico Bankers Association, and presi
dent, First National, Albuquerque, 
has been elected the first president of 
Western Bankers Service Corp. Pur
pose of the firm is to research, develop 
and market new services on behalf of 
member banks. The first new bank ser
vice being studied is creation of a mon
ey-market fund for member banks.

Anthony C. Leonard , president, 
Plateau, Inc., Albuquerque, has been 
elected to the board of American Bank 
of Commerce, Albuquerque.

HIELSCHER CARTER HAYS JORDAN KING SCHMITT
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Sometimes it pays to do business 
with a fly-by-night outfit.

1:30 A.M. And it's business as usual. 
Another Fourth charter flight is leaving with 
cash letters to a major clearing area.

It's the way The Fourth backs up its 
commitment to quick availability of cash letter 
funds.

Actually, it's more than a commitment. 
It's a guarantee. Because if for some reason 
our planes don't fly, we still see to it the money 
is in your account when we said it would be.

Nobody gives you better availability 
than The Fourth. Next day for major clearing 
areas. And never more than two days — 
anywhere in the country. Guaranteed.

Call Joe Stout, Tom Potter, Pam 
Rubin and Wayne Becker to get The 
Fourth's flight schedule. They'll get you "on 
board" the best cash letter service program 
in Kansas.

YOUR FUTURE IS AT THE FOURTH.

T h e  F o u r th  !▼
The Fourth National Bank and Trust Company 

Wichita, Kansas 67201 / (316) 261-4441
Member FDIC
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'Revelry on River' Chosen as Theme 
For Kansas Convention in Wichita

KANSAS bankers have selected 
“Revelry on the River as their 

convention theme for 1982. The Kan
sas Rankers Association s 95th annual 
meeting will be held May 19-21 at 
Century II, Wichita. The convention 
site is a stone’s throw from the Arkan
sas River.

The convention theme will be in the 
forefront on the first evening of the 
meeting, Wednesday, May 19, as Kan
sas bankers are welcomed to Wichita at 
the KBA s “Riverboat Experience” 
party, set for 6 p.m. at the Century II 
Exhibition Hall.

Earlier in the day, the KBA conven
tion committee has scheduled the 
annual golf and tennis tournaments, 
the latter at the Crestview Country 
Club. Registration will be available 
from 8 a.m. to 8 p.m.

Several convention-related activi
ties set for Thursday, May 20, will take 
place during the morning hours. The 
KBA governing council will meet at 8 
a.m. for a breakfast meeting; the KBA 
Two-Mile Run will begin at 8:30 a.m.;

VAN DERBUR BRENTON

a spouses’ luncheon and social hour 
will begin at 11 a.m.; and the 50-Year 
Club will meet for lunch at noon at the 
Wichita Club.

The schools of banking luncheon 
also will be at the Wichita Club, start
ing at 11:45. The luncheon for mem
bers of Young Bankers of Kansas will 
be at the same hour at the Midian 
Shrine Temple.

Most of the afternoon will be taken 
up with the general session, which will 
convene at 2 p.m., presided over by 
KBA President Clifford Stone, chair-

LINN CARLIN

man, Walnut Valley State, El Dorado. 
The meeting will be held in the Little 
Theater in Century II.

Program highlights will include a 
president’s commentary, inductions 
into the 50-Year Club; remarks by 
Robert Brenton, president, Brenton 
Banks, Des Moines, la., who is slated 
to become ABA president-elect this 
fall; comments from Kansas Governor 
John Carlin and ABA elections.

Evening activities will include the 
all-convention party in the Century II 
Exhibition Hall. A social hour will be-

KBA Convention Calendar
W ednesday, May 19

7:30 a.m.—-GolfTournament.
8.00 a.m.— Registration, Little Theater Lobby, Century II.
8:30 a.m.—Tennis Tournament, Crestview Country Club.
6:00 p.m.— Welcome Party, “Riverboat Experience,” Century II 

Exhibition Hall.
Thursday, May 20

8:00 a.m.— Registration, Little Theater Lobby, Century II.
— Governing Council Breakfast/Meeting.

8:30 a.m.— KBA Two-Mile Run, Bicycle Path Below Douglas 
Street Bridge.

11:00 a.m.— Spouses’ Luncheon/Social Hour.
11:45 a.m.— Schools of Banking Luncheon, Wichita Club.

— YBOK Luncheon, Midian Shrine Temple.
Noon - 5 0 - Year Club, Wichita Club.
2:00 p.m.— General Session, Little Theater, Century II.
4:30 p.m.— News Conference.
6:00 p.m.— All-Convention Party, Century II Exhibition Hall. 

Friday, May 21
8:30 a.m.— All-Convention Breakfast, Grand Ballroom, Broadview 

Hotel.
9:15 a.m.— Prize Presentations, Installation of Officers.
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gin at 6 p.m. and will be followed by 
dinner at 7:30 p.m. Bankers will move 
to the Concert Hall at 8:45 p.m. for 
entertainment by Donna Theodore 
and Nipsey Russell.

The all-convention breakfast will 
conclude the convention activity. It 
will begin at 8:30 a.m. on Friday, May 
21, in the Grand Ballroom of the 
Broadview Hotel. Prizes will be awar
ded to winners in the golf, tennis and 
run activities; officers for the 1982-83 
term will be installed and Marilyn 
Vanderbur, former Miss America, will 
address the convention.

Convention chairman is Deraid 
Linn, vice president, Kansas State, 
Wichita. • •

D ean  W . D an iel has been promoted 
from president to chairman/CEO and 
David A. Wheeler was named presi
dent at First National, Coffeyville. Mr. 
Daniel joined the bank as president in 
March, 1971. Mr. Wheeler joined the 
bank as senior vice president in July, 
1971. He had been executive vice 
president since 1976.

Stone, McNay, Durner 
Head KBA for 1981-82
Presiding at this year’s convention of 

the Kansas Bankers Association will be 
Clifford W. Stone, KBA president, 
and chairman, Walnut Valley State, El 
Dorado. Backing up Mr. Stone as top 
officers of the KBA for the 1981-82 
term are John G. McNay, KBA presi
d en t-elect, and president, City 
National, Pittsburg, and Judd A. Dur
ner, KBA treasurer, and president, 
State Bank, Burrton.

Mr. Stone entered banking in 1945 
at Citizens State, El Dorado. He 
moved to his present bank in 1954 as 
executive vice president. He has been 
chairman of that bank since 1974.

Mr. McNay has been in banking 
since 1947, when he joined Kaw Val
ley Bank, Wamego. He joined City 
National, Pittsburg, in 1965 as presi
dent, the post he presently holds.

Mr. Durner became a banker in 
1953 when he joined State Bank, Bern. 
He joined his present bank as cashier 
in 1966 and has been president since 
1975.

DIDC Action
(Continued fro m  page 12)

Serving Agriculture/ 
Oil and 

Manufacturing.
Security has a record o f helping these key 
factors in the West Central Kansas economy 
to develop and prosper. Our commitment is to 
the quality o f service and soundness o f 
management our depositors expect.

316-792-2521

Member Federal Deposit Insurance Corporation

In its Washington W eekly Report, 
(March 26), the Independent Bankers 
Association of America (IBAA) said, 
“Since its inception two years ago, the 
Depository Institutions Deregulation 
Committee has not been hip-deep in 
admirers. This week, the committee 
proved again why it has earned its 
reputation for mediocrity under pres
sure.”

The IBAA warned that the instru
ment could turn out to be expensive 
for thrifts and commercial banks alike 
because some —  and perhaps much — 
of the funds the 91-day instrument will 
generate likely will swim upstream 
from other, less-costly  accounts 
already within an institution. And, 
continued the IBAA, while the institu
tion will be freed from high interest- 
rate commitments after 91 days rather 
than six months or longer, the fickle 
economic winds have proved they can 
blow both ways.

According to the IBAA, F D IC  
Chairman William Isaac, a D ID C 
member, noted that the country’s 
8,000 small banks have 30% of their 
holdings in six-month certificates and 
an additional 20% in passbook savings 
—  a vulnerability heightened by the 
regressive and anti-competitive reim
position of the differential. • •
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Municipal Bonds
c lx c lu i iv e t y

Specializing in

ALL GENERAL MARKET BONDS
General Obligation,

Revenue and 
Single Family Mortgage

Your "Correspondent” for Municipal Bonds

Investment Bankers • Municipal Bonds
ONE TWENTY SEVEN WEST TENTH

KANSAS CITY, MISSOURI 64105
( 8 1 6 )  221 - 4 311

TIRED of paying for monuments that drain your bottom line? Look to 
SON CORPORATION for the sensible alternative: Preconstructed, fully 
equipped and furnished financial facilities up to 5,000 square feet. Save 
Time and Money. CALL TODAY!

Temporary buildings also 
available.

Box 684 •  Wichita, KS 67201 •  Branch offices: Dallas, Mobile 
Designers •  Consultants •  Suppliers

CHANDLERZIMMERMAN

Chandler and Zimmerman 
KBA Officer Nominees

The KBA nominating committee has 
tagged Anderson Chandler, president, 
Fidelity State, Topeka, for KBA presi
dent-elect and R. H. Zimmerman, 
president, First Bank, Salina, for KBA 
treasurer for the 1982-83 term.

Mr. Chandler became a full-time 
banker in 1948 when he joined Farm
ers State, Sterling, as assistant cashier. 
He had been associated with First 
National, Wichita, prior to that on a 
part-time basis while a high-school stu
dent. He joined Fidelity State in 1958 
as executive vice president and has 
been chairman/president since 1961. 
He is treasurer/executive committee 
member, Kansas Bankers Surety Co., 
Topeka, and a director of the following 
banks: First National, Ottawa; First 
Bank, Newton; Farmers State, Ster
ling; and Chandler Bank, Lyons.

Mr. Zimmerman entered banking in 
1953 as assistant cashier at F irst 
National, Harper. He joined State 
Bank, Bentley, in 1960 as executive 
vice president; went to Home State, 
Lewis, in 1963 as executive vice presi
dent, and joined First Bank, Salina, in 
1967. He has served as president since 
joining the institution.

Richard J. Mathews has been ap
pointed vice president/commercial 
loans at First Continental Bank, Over
land Park. He formerly was with Cen- 
terre Bank (formerly Columbia Union 
National), Kansas City.

Federal Land Bank of Wichita has
promoted Max Fossey and Clarence 
Biggs to senior vice president/bank op
erations and senior vice president/field 
operations, respectively. The promo
tions are the result of a reorganization 
of the bank’s five divisions that saw the 
field services, credit and audit/review 
divisions merged into the field opera
tions division. The secretary’s divison 
has been renamed the corporate ser
vices division.
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Winning Works of Art 
Of High School Students 
Appear on Bank's Calendar

First Continental Bank, Overland 
Park, Kan., has joined the ranks of 
corporate-art sponsorship, but its 
specialty focus is the works of excep
tionally talented high school students 
from the local school district. The bank 
has published a high-quality, four-

color student art calendar and has 
pledged $5,000 to an art-scholarship 
fund.

Works by 14 seniors were chosen in 
a juried selection of more than 100 en
tries for inclusion in the “collectors” 
calendar. Watercolor, oil, soft sculp
ture and silk screen were some of the 
media presented in the edition. Each 
page of the calendar is perforated for 
framing.

The bank sold the 1982 calendars for

$2, and proceeds, which amounted to 
$1,400, went toward the scholarship 
fund. First Continental Bank donated 
another $3,600 to bring the fund to 
$5,000, which was distributed among 
the 14 students.

The bank, located in a suburb of 
Kansas City, Mo., hopes to make its 
art-sponsorship program an annual en
deavor.

Professional Teller
(Continued fro m  page 34)

1979. In addition, excessive absentee
ism has been identified and managed.

Daily log sheets have boosted em
ployee morale. High performers are 
now recognized and compensated. 
Peaks and valleys are placed in per
spective. A teller’s comments are read 
and recorded, opening the door for 
conferences with managers when the 
situation calls for them.

As a supplement to its Professional 
Teller Program, Third National also 
subscribed to Teller Service, an auto
mated system of Bank Earnings Inter
national (Atlanta; Gerald Eickhoff, 
president). B E I’s Bob Ivey directed 
the monitoring of staffing data for indi
vidual days of the week for individual 
branches. Transaction times, custom
er-wait times, teller lunch schedules 
and other data were compiled on com
puter printouts and delivered to 
branch managers to help them identify 
and plan for minimum and optimum 
staffing needs by the day and by the 
hour. As a result of Teller Service, in
dividual tellers thus are able to manage 
their daily work, considering antici
pated peaks and valleys so as to best 
meet customer needs. Additional tell
ers are supplied only when necessary, 
and branch management is in constant 
control.

“With the records available to us, 
we have the ability to recognize teller 
needs and, therefore, lend our support 
in these areas,” says Ms. Kiefer. “Since 
85% of our customers rely on our 
tellers on a regular basis, it is essential 
that our branches be run well —  and 
that means knowledgeable, motivated 
tellers.

“W e’ve worked hard on our image, 
and we’ve had great acceptance,” adds 
Mr. Tirrill. “We never intended this to 
be a crash program. W e’ve established 
our trends; now we re fine-tuning 
them. • •

Guaranty State, Kansas City, has in
creased its capita] from $750,000 to 
$875,000 by sale of new stock.

Peggy Shaughnessy (3rd from r.), a.v.p./marketing, First Continental Bank, Overland 
Park, Kan., James Sheridan (2nd from r.), bank pres., and Arzelle Ball (r.), supt. of 
Shawnee Mission (Kan.) schools, are pictured with four winners of bank's "collectors" 
calendar art competition. Their works and those of 14 other high school seniors were 
chosen for bank's 1982 calendar.

A /jU l/ (9/Z & 4M

The Monteleone 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. ,

For reservations call toll free 800/535-9595
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Richard Payne has joined Wichita’s 
Southwest National as marketing vice 
president. He is responsible for overall 
marketing, public relations and com
munications programs for the bank. 
Mr. Payne spent the past eight years as 
public relations director, Alliance In
surance Companies, McPherson. His

prior banking experience has included 
posts at Hudson State and with 
another Wichita bank. He also was in
formation director for Wichita State 
University nearly five years.

R. R. Domer, assistant to the presi- 
dent/security officer, Security Nation-

Newest motel in the Kansas Cities

B e st W e ste rn
M ed  C en ter Inn
Lu xu ry  at Low  C os t, 
fo r  b u s iness  o r p leasu re
75 beautiful guest rooms, 
many with recliner lounges 
and refrigerators. Outdoor 
heated swimming pool, 
relaxing indoor whirlpool 
lounge. Meeting and party 
facilities, Family restaurant 
adjoining. Individual coffee 
makers. Direct dial phones, 
color cablevision and HBO 
with radio in every room.

501 Southwest Blvd.
(Jet. 7th Street Trafficway & S. W. Blvd.)

Phone:913 / 677-3060
KANSAS CITY, KANSAS 66103

DOUGLAS AND TOPEKA •  WICHITA, KANSAS 67202 
316-264- 5303 Member FDIC

The Active Independent Bonk in Wichita

PAYNE DOMER

al, Kansas City, retired recently, end
ing a 46-year banking career that in
cluded 28 years at First National, Cen
traba, one year at First National, Tul
sa, Okla., and service at Security 
National since 1965. He is a former 
head of the correspondent department 
at Security National. He plans to make 
Centraba his base and has purchased a 
retirement home in Brownsville, Tex.

Farmers State, Hardtner, has dou
bled its capital from $100,000 to 
$200,000 by stock dividend.

Citizens State, Woodbine, has dou
bled its capital from $25,000 to $50,000 
by stock dividend.

Training Program
(Continued fro m  page 34)

view sessions is to refresh tellers on 
ideas and procedures taught in the 
original Teller Training School that 
perhaps were forgotten.

“It is our theory,” says Barbara G. 
Makarowski, vice president/human re
sources, “that ongoing training is 
essential if our bank in total is to re
main competitive in today’s environ
ment.”

When all points of Phase Two are 
accomplished, a teller will be pro
moted in grade level with a classifica
tion of “professional teller” and receive 
an additional monetary reward.

Entry into the Professional Teller 
Program will be twice a year, January 
and July.

Fifty-seven tellers are enrolled in 
the current program. According to Ms. 
Makarowski, some of them who are 
taking the Accounting I course are hav
ing study problems because they have 
been away from school for many years. 
However, she adds, this is natural, and 
the bank foresees no major problems.

The bank’s comptroller is teaching
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When M idwestern bankers want to aug
ment the ir own expertise, they turn to “the 
banker’s banker” . .. Stern Brothers and Co.

With 64 years of experience, we can pro
v ide  your investment departm ent w ith valu
able backup services, he lp ing reduce the 
tim e it takes to make important decisions.

We offer analysis and appra isal of all types 
of securities. As a m ajor marketer of m u
nicipals, we make b ids on liqu idations of 
m unic ipa l bond portfolios. Our research 
staff furnishes current information on both 
listed and unlisted stocks, and we are a 
prim e source for their purchase. We also 
can provide evaluation of bank custom ers’ 
securities when used as collateral. To sim 
plify the investment process for your bank, 
consult the specialists, Stern Brothers.

BrofThers &  C o .

Suite 2 2 0 0  City Center Square 
P.O. Box 13486  
Kansas City, MO. 6 4 1 9 9  
8 1 6 -4 7 1 -6 4 6 0

Established 1917

the Accounting I course and, says Ms. 
Makarowski, this is a two-way benefit 
for employees: It is in-house, and the 
tellers are more at ease with the in
structor because he is a bank officer.

The bank’s Union City Office is 25 
miles from its Main Office. Therefore, 
tellers at that branch are taking 
Accounting I by team study, with the 
assistant branch manager acting as 
adviser. Those tellers also will com
plete the course by the end of June. • •

Leo }. Brenner Selected 
As Kansas Banker Advocate
Leo J. Brenner, president, Bazine 

State, has been selected as the 1982 
Kansas banker advocate by the U. S. 
Small Business Administration (SBA).

The banker-advocate award recog
nizes special efforts to assist small 
businesses in obtaining financial assis
tance and support from financial in
stitutions.

Prior to becoming a banker, Mr. 
Brenner was a vocational agricultural 
teacher in several high schools in west
ern Kansas. After serving in the U. S. 
Air Force, he represented a Garden 
City agricultural firm until he became 
a banker in 1954.

He has been president of Bazine 
State for the past 19 years, and, accord
ing to the SBA, his success rate with 
small business loans has been excep
tional. “Dollars that normally would 
have gone to the next town have stayed 
within the county due to having 
businesses there to serve the needs of 
the citizens,” said Clayton Hunter, 
SBA district director in Wichita.

First State, Kansas City, has ap
pointed Sharon E. Blasche and Bev
erly J. Davis assistant cashiers. They 
have been with the bank six years and 
17 years, respectively.

Larry I. Henne has been promoted to 
president/CEO at Lorraine State. 
Robert W. Wise has been elected to 
the bank’s board.

David B. Schroeder has been pro
moted to president, Arrowhead State, 
Kansas City. Frank Corbett has been 
named vice chairman. Edman L. 
Chapman was promoted to vice presi
dent and Mary Lou Weber to assistant 
cashier. Hazel Hoggard, vice presi
dent, has retired after 33 years with 
the bank.
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UNDERWRITERS— DISTRIBUTORS— DEALERS

S T I F E L ,  N I C O L A U S

&  C O M P A N Y  IN C O R P O R A T E D
MEMBERS NEW YORK STOCK EXCHANGE, INC.

AMERICAN STOCK EXCHANGE, INC. 
MIDWEST STOCK EXCHANGE, INC.

National Headquarters:
500 North Broadway, St. Louis, Missouri 

(314) 342-2000.

Private Wires to M. S. Wien & Co., Inc., Jersey City, 
and Asiel & Co., New York City.

CONTACT OUR OFFICE MOST CONVENIENT TO YOU:
KANSAS CITY, MISSOURI
Leawood Corporate Manor Bldg. 
4701 College Blvd.
Leawood, Kansas 6621 1 

913-381-7181
ST. LOUIS, MISSOURI 63102
500 N. Broadway 

314-342-2000
LOUISVILLE, KENTUCKY 40270
201 West Main St. 

502-587-6053

OKLAHOMA CITY, OKLAHOMA 73102
Suite 130 Century Center 
100 West Main Street 

405-235-5700
TULSA, OKLAHOMA 74104
1924 South Utica 

918-743-3361
WICHITA, KANSAS 67202
1 1 1 South Main 

316-264-6321

BROKEN ARROW •  CHICAGO •  CHICAGO HEIGHTS •  CLAYTON •  COLUMBUS •  DENVER •  EL RENO 
ENID •  KEOKUK •  LAWTON •  LEAWOOD •  LIBERTY •  LITTLE ROCK •  LOUISVILLE 

MEMPHIS •  MILWAUKEE •  MOLINE •  MT. VERNON •  NORMAN •  OKLAHOMA CITY 
OKLAHOMA CITY NORTHWEST •  PAULS VALLEY •  ST. LOUIS •  SHAWNEE •  TULSA

WICHITA •  YUKON
Member SIPC
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News
About Banks and Bankers

Alabama
N. Q. Adams, president, First Nation
al, Mobile, has been named president/ 
CEO. Lloyd B. Patrick and Joseph H. 
Baker Jr. were named senior executive 
vice presidents. Mr. Adams joined the 
bank in 1951. He has been president 
since 1978. Mr. Patrick has been with 
the bank since 1959. He has been an 
executive vice president since 1978. 
Mr. Baker joined First National in 
1955 and has been an executive vice 
president/senior trust officer since 
1979.
Central Bancshares of the South,
Birmingham, has appointed Charles 
W. “Bill” Daniel to its board. He is 
actively involved in real estate de
velopm ent and investm ents. Mr. 
Daniel also serves on the board of Cen
tral Bank of the South.

ADAMS EVANS

Illinois

Charles A. Evans, who travels in cen
tral and northern Illinois for Mercan
tile Trust of St. Louis’ correspondent 
banking division, has been promoted 
to banking officer. He joined the bank 
as a management development candi
date in January, 1980. A year later, 
Mr. Evans was promoted to banking

respresentative/correspondent bank
ing division, corporate banking de
partment.

Kentucky
John E. Darnell Jr ., president/CEO, 
Owensboro National, has been 
appointed a director of the Louisville 
Branch of the St. Louis Fed. His term 
expires in 1984.

First National, Louisville, has named 
Jeffrey A. Brill, Wanda L. Nunn and 
Linda L. Zacha vice presidents.

Third National, Ashland, has elected 
Ru ssell J. Allen Jr. and Kerry L. 
Campbell vice presidents. John J. 
Ross, senior vice president/cashier, 
has been elected to the board.

United Kentucky, Louisville, has 
promoted Kathleen N. Klein and Wil
liam N. Wagner to assistant vice presi
dents. Mr. Wagner is in the correspon
dent division of the commercial bank
ing group.

F irst Hardin N ational, Eliza
bethtown, is providing a banking 
course at West Hardin High School 
and has offered the course to other 
schools in the area. Students are 
taught basics, such as writing checks, 
balancing checkbooks and how to 
make deposits. They also are exposed 
to ATMs, pay-by-phone and pre
authorized billing services. They study 
about the free-enterprise system and 
the structure of banking. F. Alan 
Jones, assistant vice president, terms 
the course a “terrific PR tool, ” one that 
will cut administrative costs for bad 
checks.

Louisiana
Michael J. Rapier has been elected to 
the board at First Guaranty Bank, 
Hammond. He is president/CEO at 
National Bank of Commerce in Jeffer
son Parish, Jefferson.

Max Pace has been elected president 
of American Bank and Great American 
Corp., Baton Rouge, and Huey J. Wil
son has been elected chairman, Great 
American Corp. They succeed Joseph 
N. Traigle, who recently resigned as

Call Allen Reynolds, Executive Vice President of 
First Alabama Bank of Montgomery.

12 -8 0 1 1 .

Rrst Alabama
Ê  of Montgomery n a

Bank
Member FDIC
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chairman/president/CEO of the HC 
and president/CEO of the bank.

Lancy Hill and Anita Corley have been 
promoted to senior vice presidents at 
Livingston Bank, Denham Springs. 
Mr. Hill has been with the bank for 25 
years. Ms. Corley joined the bank 37 
years ago.

Whitney National, New Orleans, has 
promoted David L. Eustis to vice pres
ident, Payton E. Bruns and Felix Jack- 
son to vice presidents/trust officers and 
George Cassard III and Dorothy R. 
Archer to assistant vice presidents. 
Mr. Eustis joined the bank in 1971; 
Mr. Bruns has been with Whitney 
since 1969; Mr. Jackson since 1966; 
Mr. Cassard since 1981; and Ms. 
Archer since 1940.

JACKSON BRUNS EUSTIS

Oklahoma
Curt Bates and Mary White have been 
named installment loan officer and 
assistant cashier, respectively, at First 
Continental Bank, Oklahoma City. 
Mr. Bates joined the bank in 1980; 
Mrs. White is new to the bank.

Central National, Enid, has promoted 
Rosemary Dedrick to mortgage loan 
officer and Dale Pearson to data pro
cessing officer. They joined the bank in 
1981 and 1980 respectively.

John A. Taylor, local oil man, has been 
elected to the board of Liberty Nation
al Corp., Oklahoma City.

New Building Planned

Ground has been broken for a new build
ing for Stock Exchange Bank, Woodward. 
Completion of the 20,000-square-foot 
structure is expected by next March. The 
two-story building is one block from the 
existing facility. The entire project is man
aged by Bunce Corp., headquartered in St. 
Louis.

First National, Oklahoma City, has 
promoted Patricia M. Kelley to vice 
president/personnel; Robert H. 
Wooten to assistant vice president/ 
trust officer; Randall C. Burns to bank
ing officer in correspondent lending; 
Portia Davis to operations officer/ 
administrative services; and William 
H. Huhn to trust officer. Bank Market
ing Systems, a division of First Oklaho
ma Bancorp., was honored recently 
with an “Addy” award from the Okla
homa City Advertising Club. The firm 
handles advertising/marketing activi
ties for the HC, its subsidiaries and 
other financial institutions in Oklaho
ma.

K. Gordon Greer, president, Liberty 
National, Oklahoma City, has been 
elected to the board of Allied Interna
tional Bancorp., Inc., parent of Allied 
Bank International, independently 
owned Edge Act bank. Mr. Greer suc
ceeds J. W. M cLean, chairman, 
Liberty National, who has served as 
chairman of Allied’s board for the past 
two years.

Charles E. Cotter has been promoted 
to senior vice president/senior com
mercial loan officer at Fidelity Bank, 
Oklahoma City. He joined the bank in 
1975 and had been vice president/ 
commercial loan officer.

COTTER RAINEY

Tennessee
James A. Rainey has been elected vice 
chairman at Commerce Union, Nash
ville. He previously was senior execu
tive vice president and continues re
sponsibility for administrative, finan
cial and credit supervision areas of the 
bank. He joined the bank in 1947 and 
had been senior executive vice presi
dent since 1980.

Jackson National has been acquired by 
Volunteer Bancshares, a newly char
tered HC.

Walter Diehl Dies at 85
Walter J. Diehl, an original found

er and director emeritus of Third 
National, Nashville, died last month 
at age 85. He began his banking 
career in 1915 with the old Cumber
land Valley National in Nashville.

He participated in the founding of 
Third National in 1927. He was assis
tant cashier when the bank opened, 
advanced to cashier in 1929, vice 
president/cashier in 1941, senior 
vice president in 1947, chairman in 
1950, senior chairman in 1964 and 
honorary chairman in 1970. He 
served as president of the Tennessee 
Bankers Association. He is survived 
by his wife and three children, one of 
whom is W. Joe Diehl Jr., e.v.p., 
Third National.

Texas

Stan Harrison has been named vice 
president/bookkeeping department 
head at First National, Amarillo. He 
formerly was a vice president at Ama
rillo National.

Albert G. Miller has joined Republic- 
Bank Dallas as senior vice president/ 
Americas division, international de
partment. He had been with Citibank 
for 17 years and has lending responsi
bility for Latin America and Canada.

First National, Fort Worth, has pro
moted B. J. Crow to senior vice presi
dent/senior trust officer and named 
Mike Henry and Timothy Runkle vice 
presidents and David O’Brien trust 
officer. Robert E. Scott has been 
promoted to manager/personal finan
cial services administration, invest
ment management group. He joined 
the bank in 1969 and had been vice 
president/trust officer since 1976. Mr. 
Crow joined the bank in 1950.
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Fed Revises Pricing Schedule

THE FE D  has announced revision of its charges to depository 
institutions for wire transfer of funds and net-settlement ser
vices. The new schedule became effective April 29. Pricing is being 

done in compliance with the Monetary Control Act of 1980, which 
requires that the Fed charge explicitly for its services and that the 
charges recover the Fed’s costs of providing the priced services plus 
an adjustment for costs that would have been incurred if the services 
had been provided by private business firms. (This private-sector- 
adjustment factor —  PSAF —  is an allocation of imputed costs taking 
into account taxes that would have been paid and return on capital 
that would have been provided had the services been rendered in the 
private sector.)

The Fed’s fees for wire-transfer services generally are above those 
for 1981, reflecting increased costs. The PSAF adopted by the Fed 
last January for use in determining 1982 prices is 16%. In addition, 
there is a structural change, imposing a charge on receivers of wire 
transfers.

The 1982 wire-transfer-fee schedule is:
1. Originator of a wire transfer will pay 650 per transfer.
2. Receiver of a wire transfer also will pay 650.
3. Surcharges for off-line origination of a wire transfer and for 

telephone advice of a wire transfer will be $3.50 and $2.25, respec
tively.

The Fed says it regards division of charges for wire transfers 
equally among senders and receivers as appropriate since receivers 
benefit from the wire transfer by immediate availability and irrevoca
bility of funds; receivers may request that senders use wire transfer, 
and private-sector wire-transfer service most comparable to that of 
the Fed charges both senders and receivers.

The 1982 fee schedule for net-settlement service is:
• $1.30 per settlement entry, plus 
• $5 per off-line settlement, plus 
• $2.25 per telephone advice (if requested).
According to the Fed, all these fees are in accordance with pricing 

principles it established and published in December, 1980.
Reserve banks have the option of charging higher fees for net- 

settlement amounts that result in higher or unusual costs.
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Training
plus

Motivation
equals

Extra Profits
Bankers face trends which re
quire that productivity per em
ployee be increased substantial
ly! An investment in our training 
and motivational system will 
lead to those EXTRA bottom-line 
profits.

^ B A N K ^ JD E inc
734  West Port Plaza 
Suite 255
St. Louis, Missouri 63141

Profess iona l B a n k  C onsu ltan ts  314-434-8899___________ |

BANKERS WANTED
COMMERCIAL LOAN OFFICERS . . .  $3 0 -$ 45 K
CASHIERS ...............................................  $ 2 5 -$ 35 K
OPERATIONS OFFICERS ..................  $ 2 5 -$ 40 K
AGRILOAN OFFICERS ......................... $ 2 0 -$ 30 K
TRUST OFFICERS ................................ $2 2 -$ 35 K
COLLEGE GRADS .................................. $ 1 3 -$ 15 K
INSTALLMENT L E N D E R S ..................  $ 1 8 -$ 25 K
These positions are available In rural, suburban 
and urban mldwestern banks. Resumé and salary 
history requested.

TOM HAGAN & ASSOCIATES 
of KANSAS CITY

P.O. Box 12346/2024 Swift 
North Kansas City, MO 64116

8 1 6 /4 7 4 -6 8 7 4
SERVING THE BANKING INDUSTRY 

SINCE 1970

Business 
Communications 
Service . . .

. . . with 50 years 
of listening.

M I S S O U R I  
E N C O M , I INC.

10655 GATEWAY BLVD.
ST. LOUIS, MO. 63132 

314/994-1300
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B oatm en’s  C harlie Eatherton. 
O verline A ssistance.
Loan Participations. 
Investm ents.
O perations A ssistance.

Boatmen’s Vice President Charlie Eatherton working with 
Andre Gitcho, President of The First National Bank in 
Madison. Whatever your correspondent needs, Boatmen’s 
has knowledgeable people to assist you. Call Charlie 
Eatherton. He can help.

Correspondent Banking Division
THE BOATMEN'S 
NATIONAL BANK
OF ST. LOUIS
314- 425-3600  Member FDICDigitized for FRASER 

https://fraser.stlouisfed.org 
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Am ericas 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.

Member FDIC

C E N T E R R E  B A N K
MidAmericas
Bankers.

Formerly First National Bank 
in St. Louis
Formerly Columbia Union National 
Bank and Trust Company
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