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Liberty’s Data Services Department is 
four years old this month. But that’s not 
our only reason to celebrate. We’ve made 
some important achievements in our 
first four years. And we want to share them 
with you. Since 1980, Data Services lias
• moved into a newly constructed, 

environmentally-controlled facility in 
the new Mid-America Tower

• replaced all data processing equipment 
with the very latest, state-of-the-art 
technology available

• converted progressive correspondent 
bank customers to a “remote trans­
mission" status using online equipment 
such as IBM, NCR and Burroughs

• installed a non-stop duplexed Tandem 
computer to support the ChecOKard™ 
debit card network

• initiated “Gas by ChecOKard," one of 
the first debit card systems to operate 
a gasoline pump

• pioneered the development of the 
Oklahoma Network, a statewide debit

card system linking ChecOKard, 
Exchequer™ and Transfund™

• innovated unprecedented debit card 
convenience by linking ChecOKard 
with the nationwide PLUS SYSTEM® 
network.

Not bad work for a four-year-old, is it? 
Call 231-7186 today to discuss what we 
can do for you before our next birthday.

Middle America is moving 
...Liberty is leading the way.

LIBERTY
T H E  B A N K  O F  M ID -A M ER IC A
Liberty National Bank and Trust Company 
P.O. Box 25848 • Oklahoma City, OK 73125 
Member FDIC
PLUS SYSTEM® is a trademark of Plus System, Inc.
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BRANDT Brandt, Inc. P.O. Box 200, Watertown, WI 53094 (414) 261-1780.

model 885

BRANDT
BRANDT WILL 

KEEP YOUR AIM  
FROM TAKING THE 

NIGHT OFF.
Your ATM represents you to the public 
twenty four hours a day
So you can’t afford to have it go down, 
especially after hours. One way to 
keep your ATM up and running is to 
feed it a steady supply of ATM fit 
currency
That’s where the Brandt Model 885 
Currency Fitness Sorter can solve your 
problem.

The 885 sorts out the troublemakers. 
Tears. Corner folds. Tape. Half notes. 
Counterfeits. And, the 885 listens for 
crispness. With the 885, you can 
determine the level of fitness you want 
for your ATM currency. It’s compact, 
easy to carry, and fits conveniently 
into limited working space.

Don’t gamble with your ATM’s. Give 
them currency that will dispense 
without jamming.
Day or night.
For further inform ation, contact 
Brandt, Inc. Watertown, Wisconsin.
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The #\ 
low-cost, compac

They’re
Economical, reliable Diebold cash dispensers give you a profit 
able new way to encourage customer transactions: right at the 
point of sale in a variety of retail locations such as supermar­
kets, convenience stores and gasoline stations. Retailers 
will appreciate these cash dispensers, too, because 
they’re dependable, attractive and 
extremely compact for the most 
efficient use of valuable floor 
space.

The #1 ATM
Independent surveys ranked 
Diebold Number One among 
ATMs ... which gives you an 
idea of the quality and perfor­
m ance you can expect from 
Diebold TABS® 905  and 906  
cash dispensers.
One reason for their popularity 
is a total sy stem s approach, to 
automated transaction technol­
ogy. Diebold ATMs and cash dis­
pensers are com patible with 
the data processing system you 
have now...and can easily adapt 
to the changes in system sophis­
tication you may have planned.
Also, be sure to look into the 
new DIEBOLD 1000 m icro­
computer system, the most 
powerful multi-application trans­
action processing system avail­
able, for your specific needs.

TABS® 9 0 6 — Designed to deliver a variety of 
retail consumer transactions that can include 
cash withdrawal, scrip issuance, check validation 
and electronic payments.

reaso

fro
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to rely on these 
cash dispensers:
Diebold.

The #1 Card Base
There are more Diebold ATMs installed in the CIS. than any other. ..pro­
viding an unequalled card base among customers. Users recognize the 

name and respond to the user- friendly, common consumer interface. 
This gives your Diebold cash dispensers a built-in acceptance, and

a faster return on your investment.

Technology and Security 
for the World of Transactions.

T A B S '9 0 5  — A streamlined cash dispenser 
H h a t delivers up to six preselected cash withdrawal 
* amounts, or five amounts with an account bal­

ance inquiry.

T h e # l
Service Organization
No other manufacturer offers you the 
size and scope of the Diebold service 
and support network. Experts from 
coast to coast and border to border 
assist you through installation, ser­
vice programs, software selection and 
modification, and employee training. 
Ours is a total organization for get­
ting your total transaction program 
up and running ... and keeping it at 
peak efficiency.
Diebold cash dispensers. They’re 
much more than hardware. They’re 
from Diebold. And that’s som e­
thing our competitors can never be. 
For more information, contact: 
DIEBOLD, INCORPORATED,
Dept. E-79, P.O. Box 8230,
Canton, Ohio 44711.

DIEBOLD
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For \òur Bank, 
Nothing Less W ill Do.

Arrow Business Services offers you 
Kittinger. including the Georgian Series 
pictured here. And Baker, Gunlocke, Steel- 
case, Knoll...the who’s who of office 
furnishings. All the prestige names display 
their best in our Memphis showroom, 
complete with accessories, carpet, window 
and wallcovering.

Arrow’s staff of ten experienced bank

designers can make your bank a stunning 
and workable showcase from the executive 
offices to the customer, operations and data 
processing areas.

Give us a call for a professional, cost- 
effective proposal to meet your bank’s 
building and furnishings needs.

We offer the best, and we know you expect 
nothing less.

HRROI4*
BUSINESS SERVICES INC.

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

901/345-9861
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Boatmen's
Correspondent Services

WeVe spent five years building the team.

We re new a contender.
TH E T E A M .
1. Ted McCarter

President
Began banking career as a correspondent officer. 
Knows the business.

2. Bob Regnier
Executive Vice President
Aggressive risk/benefit evaluator. Determined to be 
a dominant factor in mid-America’s correspondent 
banking business.

3. John “J*T.” Fowler
Senior Vice President
25 years in correspondent banking with mid-west 
banks. Well-known and respected senior banking 
official.

4. Jim Thorpe
Vice President
The packager. He knows how to assemble what banks 
need. Fifteen years writing and designing systems for 
banks.

5. David Schwartz
Vice President
Understands regional and community bank needs 
from his first-hand experience in a small community 
bank. Call David for bank loans, participations, cash 
management and portfolio analysis.

TH EIR RECORD.
Correspondent Deposits

W E’RE MAKING  
THE MOVE U P!
Boatmen’s has come from out of the 
pack in five years to join the top 100 
in correspondent deposits. OF THE 
TOP 100 BANKS IN AMERICA, 
NEARLY 50% WILL BE SENDING 
US A CASH LETTER IN 1984.

Call Ted, Bob, John, Jim or David —  
TODAY!
“The Check Processing Innovator 

In The Midwest”

BOATM EN'S BAINK
AND TRUST CQ OF KANSAS CITY

1101 Baltimore • Kansas City, Missouri 64105  • 

(816) 221-8600
Member FDIC
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Mar. 25-29: Independent Bankers 
Association of America Annual Con­
vention, New O rleans, New 
Orleans Marriott.

Mar. 25-Apr. 5: ABA National Com­
mercial Lending School, Norman, 
Okla., University of Oklahoma.

Mar. 28-Apr. 1: Association of Reserve 
City Bankers 73rd Meeting, Boca 
Raton, Fla., Boca Raton Hotel.

Apr. 6-10: Louisiana Bankers Associa­
tion Annual C onvention, New 
Orleans, Hilton Riverside & Tow­
ers.

Apr. 8-10: Conference of State Bank 
Supervisors Annual Convention 
Tarpon Springs, Fla., Innisbrook.

Apr. 8-11: ABA National Retail Bank­
ing Conference, New York City, 
New York Hilton.

Apr. 8-13: Robert Morris Associates 
Loan Mangement Seminar, Colum­
bus, O., Ohio State University.

Apr. 12-15: 57th Assembly for Bank 
Directors, Hiltonhead, S .C ., the 
Hyatt on Hiltonhead at Palmette 
Dunes.

Apr. 16-18: Ohio Bankers Association 
Annual Convention, Columbus, 
Hyatt Regency.

Apr. 16-18: Videotex ’84, Chicago, 
Hyatt Regency Hotel.

Apr. 29-May 2: Bank Administration 
Institute Accounting and Finance 
Conference, New Orleans, Fair­
mont Hotel.

May 2-4: Texas Bankers Association 
Annual Convention, Fort Worth, 
Hyatt Regency.

May 6-8: Oklahoma Bankers Associa­
tion Annual Convention, Oklahoma 
City, Sheraton Century Hotel.

May 6-9: ABA National Conference on 
Real E state F inance, Chicago, 
Hyatt Regency Chicago.

May 7-10: Annual Premium Incentive 
Show, New York City, New York 
Coliseum.

May 9-11: Kansas Bankers Association 
Annual Convention, Overland Park, 
Regency Park Resort & Convention 
Center.

May 11-12: Equipment-Lease Semi­
nar, Louisville, Hyatt Regency.

May 12-16: Arkansas Bankers Associa­
tion Annual C onvention, Hot 
Springs, Arlington Hotel.

May 13-16: ABA National Operations 
and Automation C onference, 
Washington, D. C ., Washington 
Convention Center.
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BANK SERVICE:
We can help 
your bond portfolio 
work in concert 
with your
banking objectives.

By coordinating your bond 
portfolio with your banking 
objectives, you can improve your 
bank's overall position. That's 
the concept of BANK SERVICE, 
a service of L. F. Rothschild, 
Unterberg, Towbin. We have a 
unique approach toward ana­
lyzing banking activities, and over 
30 years of experience.

We assign a team of experts 
to examine how your banking 
activities and bond portfolio work 
together. We review your rate sen­
sitive assets and liabilities, your tax 
situation, your overall rate struc­
ture—everything that effects per­
formance. We probe the ways all 
these activities are contributing 
(or failing to contribute) to your 
bank's overall goals.

Then we come back to 
you with an objective, third- 
party recommendation.
It demonstrates steps 
that can strike a chord 
between your banking objec 
tives and bond portfolio.

For example, we might 
show you how to reduce your 
market exposure without de­
creasing performance. Or how 
to gain some tax advantages 
through bond exchanges.

We also offer two other inno­
vative products that complement 
your BANK SERVICE analysis.
Our Portfolio Managers System 
monitors your portfolio, does its 
accounting, values all holdings 
and more. Then there's a Fixed 
Income Computer Service which

will introduce new tech­
niques to help immunize 

your portfolio from 
rate fluctuations. 

BANK SERVICE'S 
total orchestration of 

bond portfolios with banking 
activities has helped hundreds 
of banks around the country 
achieve their goals. Perhaps 
that's why the substantial majority 
of our business is repeat business.

To learn how we can be instru­
mental in improving your bank's 
position call Stephen H. Kovacs, 
Special Limited Partner, BANK 
SERVICE at (212) 425-3300, or 
write to 55 Water Street, New York, 
NY 10041. Because it's time your 
bond portfolio worked in concert 
with your banking activities.

I«
L. E ROTHSCHILD, UNTERBERG, TOWBIN 

BANK SERVICE
We help orchestrate banking success.

MID-CONTINENT BANKER for March, 1 9 8 4 9
Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



'Flux' Isn't a New ATM  Network, 
But Describes Chaotic Industry

BANKERS are adept at selecting 
snappy, descriptive names for 

their many 24-hour ATM networks 
and probably would choose “Flux” —  a 
word meaning continuous energy 
transfer and constant change —  for the 
infant, but rapidly growing, ATM- 
networking business.

Local shared and proprietary net­
works are sprouting tentacles to fill ev­
ery remaining vacuum in the nation; 
regional networks are stitching 
together the strongest of the local net­
works; and as many as seven different 
groups are weaving an electronic 
blanket with which they hope to cover 
the nation and ultimately the world.

Where all of this activity is leading 
still is an open question; generally, it is 
agreed that interweaving direct-debit, 
point-of-sale (POS) terminals are the 
next obvious step in consumer con­
venience and the next competitive bat­
tleground.

But first comes the dash to get ATM 
networks in place and in operation in 
order to build credibility with consum­
ers and retailers.

“Everybody thinks that if they don’t 
get in early, they’ll be frozen out,” says 
Henry Mundt, sales manager for Oak 
Brook, 111.-based Cirrus Systems, Inc. 
With 4,000 “live” ATMs on its network 
and a card-holder base of more than 20 
million, Cirrus has a jump on its com­
petitors in locations.

D. Dale Browning, president of ri­
val Plus Systems, Inc., and a senior 
vice president of Colorado National, 
Denver, says being first in the net­
working sweepstakes is of secondary 
importance to building a premier ATM 
network. Only after the national net­
works have proved themselves in the 
ATM arena will they gain credibility 
with retailers and consumers, Mr. 
Browning says. Plus Systems has near­
ly 2,500 active ATMs in 47 states on its 
network and a card-holder base of 
more than 20 million.

The larger an ATM network’s card­
holder base, the more attractive retail­
ers will find the network’s POS option. 
From a retailer’s perspective, POS ter-

Customer utilizes BankMate-shared ATM. 
New midwestern network became oper­
ational in February.

minals that can be accessed by only a 
smattering of customers are ol limited 
value. Such reasoning is what recently 
brought the MPACT and Pulse net­
works in Texas together into an agree­
ment permitting card-holders to ac­
cess either network’s ATMs. With a 
combined card-holder base of about six 
million, the two largest ATM networks 
in Texas are moving rapidly into POS 
technology.

Experience has shown that retailers 
are willing to help underwrite the ex­
pense of experiments with POS ter­
minals. Gas station operators, in par­
ticular, have been enamored with the 
cost-savings potential of automated 
direct-debit pumps. In Florida, bank­
ers joined to form the statewide Honor 
network only after Publix, a supermar-

Visa's new Electron card: Candidate for 
role of universal debit card?

ket chain, started installing its own 
POS system accessible by all bank 
cards. Numerous other retailers are 
experimenting with their own POS 
systems.

Nonfinancial players in the ATM/ 
POS-networking game are setting off 
alarms within the banking community. 
Some bankers fear that if financial in­
stitutions don’t control the evolving 
electronic financial networks, they 
could lose control of the payment 
mechanism. In an electronic age, any 
institution capable of storing, lending, 
exchanging or issuing guaranteed elec­
tronic alphanumeric data is capable of 
performing the banking function. He 
who controls the networks could end 
up with an insurmountable advantage 
in directing the flow of those valuable 
bits of electronic data.

In the rush to preempt outside com­
petitors, however, bankers may be 
building a redundancy into their elec- 
tronic-funds-transfer (EFT) systems 
that could work to the advantage of 
their competitors. D. W. Hock, presi­
dent, Visa International, San Francis­
co, spoke to this point at the ABA- 
sponsored telecommunications and 
financial networks conference in San 
Francisco in February.

“This is at best one-third of what we 
in banking have engineered, what we 
are paying for and that with which we 
expect to compete,” said Mr. Hock as 
he stood before a slide projection of a 
diagram of banking’s many E FT  sys­
tems. “It does not include POS net­
works, home-banking networks, ACH 
(automated-clearinghouse) networks, 
commercial-payment networks such as 
SW IFT, individual bank networks or 
local and regional ATM networks.

“Banking is paying at least five, 
perhaps 10, conceivably 20 times, the 
communications cost for the transac­
tions involved, but no matter. There is 
good in all things. You each have com­
plete control over at least one piece of 
it, and as the crow said when the egg 
hatched, ‘I know it’s an ugly little dev­
il, but it’s all mine.’

The ultimate in customer conveni-
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An executive overview session at the ABA telecommunications and financial networks 
conference in San Francisco last month focused on how telecommunications have become 
the "cornerstone of product differentiation for a highly regulated banking industry," in 
the words of Kenneth L. Phillips, v.p., Office of Telecom Policy, Citicorp, New York City (far 
r.). Others on the panel (from I.): Kay Riddle, v.p., Chase Manhattan, Washington, D. C.; 
Stephen Sharp, partner, Skadden, Arps, Slate, Meagher & Flom, Washington, D. C.; and 
Barbara Lancaster, telecom analyst, Woodman, Kirkpatrick & Gilbreath, Washington, 
D. C.

ence and value to retailers would be an 
all-purpose, universal debit card 
through which a customer could access 
his/her banking accounts, borrow and 
conduct other financial transactions via 
any ATM/POS device. Visa is promot­
ing its new Electron card to fill that 
role.

Visa and MasterCard also have be­
gun their own ATM networks, which 
they claim will one day be internation­
al in scope. As of mid-February, Visa’s 
ATM network was operational only in 
Arkansas and Sidney, Australia, but 
John O. Smith, vice president, Visa 
USA, says that Visa has commitments 
for half of the 400 ATMs it plans to 
interconnect as part of its global travel 
network. Visa’s and M asterCard’s 
strategy has been to establish ATM 
presence in major tourist locations, 
but there are those who say that the 
reputations the two major credit-card 
operations already have among retail­
ers will give them an advantage in the 
battle for POS positions. Visa’s mem­
ber institutions have “spent millions to 
build the Visa name into one of the 
most recognized service marks in the 
world,” says Mr. Smith.

Other players on the national/inter- 
national scene besides Cirrus, Plus, 
Visa and MasterCard are Nationet, 
Inc., based in Dallas; The Exchange, 
owned by Automatic Data Processing, 
Inc., Clifton, N. J.; and Express Cash, 
owned by New York City-based Amer­
ican Express. Whether all the national 
and the regional networks can survive 
remains to be seen, but some say an 
industry shakeout is inevitable.

“There’s no question that purely 
from an ATM standpoint, the volumes 
are not great enough to sustain every­
one who is there,” says Nationet’s 
president, Paul Kramme. “It’s only 
when you get into the potentially mas­
sive volume of direct-debit POS that it 
becomes reasonable that everyone 
could survive.”

American thirst for diversity will en­
sure survival of more than one of the 
national networks and perhaps pre­
serve the regionals, say some industry 
observers. Each network has its 
strengths, they say, and Americans al­
ways have demonstrated they prefer 
variety over a single-service source.

The national networks generally 
have greater resources and the ability 
to interconnect the national retail 
chains (assuming the large retailers 
don’t all develop their own E FT  capa­
bilities). The regionals, on the other 
hand, have the advantage of regional 
identification and a higher percentage 
of available transaction volume. 
Shared networking only makes sense 
on a regional basis since most traveling

is done on an intrastate or intra- 
regional basis, says Pat Bissel, execu­
tive director, The Money Network, 
Chicago.

The Money Network is joining Cir­
rus as a value-added service to its cus­
tomers, but isn’t expanding beyond 
Illinois itself. “Less than 2% of Illinois 
transaction volume is imported or ex­
ported,” says Mr. Bissel. “Nobody’s 
going to get wealthy off of that. ”

O ther situations dictate other 
strategies, but in Ohio, a statewide 
network uniting a number of proprie­
tary networks makes sense, says 
Frederick Deal, senior vice president,

Gas stations have been ahead of other 
retailers in POS technology. Here customer 
uses CheckOKard Service in Oklahoma.

Society Corp./marketing director, 
Money Station, Inc., Cleveland. “Our 
research shows that 98% of the travel 
by Ohioans is within Ohio. ”

“Cost will dictate what happens,” 
says Jack Regan, president, Monetary 
Transfer System, St. Louis, operator of 
BankMate, a shared network with 
plans to link Missouri, Kansas, Iowa, 
Illinois and Kentucky. Thirty-seven 
banks are participating in the venture 
that became operational last month. 
Mr. Regan sees the possibility of fur­
ther network consolidations, but feels 
the prospects for strong, multistate re­
gionals like BankMate are good.

As boundaries of the regional net­
works continue to shift, non-com­
patible technology among networks 
and the breakup of AT&T are driving 
up the costs of linking networks. The 
possibility that AT&T could become a 
player in an already crowded field that 
includes Sears, J. C. Penney and a 
number of large media and financial 
conglomerates has not escaped oper­
ators of financial networks.

What consumers would make of the 
confused ATM-networking situation is 
anyone’s guess. If they were aware of 
the progress of events at all, they prob­
ably would indicate they have no pref­
erence as to who operates the net­
works or how fees are assessed as long 
as fees were reasonable. While trans­
action volumes on the shared networks 
have been surprisingly brisk in some 
cases, so far the ATM/POS-network 
capacity continues to outpace consum­
er demand. —  John L. Cleveland, 
assistant to the publisher.
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Automated Teller Machines
Banks Offered Many Choices Among ATMs 

As Well as Their Supporting Equipment
Automatic Teller Machine 
Has High-Currency 
And Document Capacity

An ATM designed for high-trans­
action-volume locations and special 
document-dispensing requirements is 
available from Diebold, Inc. It’s called 
the TABS® 912 ATM.

The TABS 912 is a full-service ATM 
available in through-the-wall and lob­
by configurations, with two, three or 
four dispensing modules to dispense 
up to four document types and as many 
as 12,000 total documents. The manu­
facturer says this high-volum e- 
dispensing system allows more curren­
cy to be loaded, requiring less fre­
quent replenishment and reduced 
operating costs. In addition to curren­
cy, the TABS 912 can dispense docu­
ments such as travelers checks, 
coupons, gift certificates and various 
promotional materials.

To promote transaction speed and 
reduce cash exposure during servic-

Diebold TABS® 912 ATM is high-capacity, 
full-service machine capable of dispensing 
as many as 12,000 documents and up to 
four document types.

ing, the TABS 912 utilizes a modular 
currency-control mechanism with two 
currency-dispensing modules, a di- 
verted-currency module and a deposit 
module. Additional dispensing mod­
ules are available to increase the sys­
tem to four-cassette capacity to handle 
additional currency denominations, 
increase existing capacity or to dis­
pense other types of documents. The 
cassettes can be configured to handle a 
variety of document sizes and are in­
terchangeable with cassettes used in 
the Diebold TABS Teller Assist Cash 
D ispenser, the TABS 906 Retail 
Financial Transaction Terminal and 
the TABS 905 Express Cash Dis­
penser. The terminal also is available 
in a cash-dispense-only configuration, 
easily upgradable on-site to a full- 
service ATM.

The TABS 912 can interface with the 
Diebold Securomatic Depository to 
address deposit requirements of com­
mercial and/or retail customers by 
accepting oversized materials, as well 
as standard envelopes, through EFT 
networks.

Write: D iebold, Inc., Canton, OH
44711.

Walk-in, Drive-up 
Building Enclosures 
Available for ATMs

Various kinds of walk-in and drive- 
up building enclosures for ATMs are 
available from ATM ENCLOSURES. 
The basic standard facility is 6x7x 
nominal 8 feet and has electrical, 
heating and air-conditioning self con­
tained. The unit is fully illuminated 
and allows use of a bank’s own special 
signs. There are three roof designs and 
various wall finishes.

For instance, two new ATM walk- 
up shelters in standard models are 
of maintenance-free bronze anodized 
aluminum and vandal-resistant 
bronze-tin  ted lexan shielding.
Graphics are fully illuminated with 
easily changed snap-in panels.

Th ese enclosures are available 
through-the-wall, free standing and as 
indoor kiosks.

Remote structures may be shipped 
fully assembled or knocked down to be 
erected by a bank’s crew or ATM EN­
CLOSU RES crew. Because of the 
basic, self-contained design, its manu­
facturer says little site preparation is 
required.

ATM E N C L O SU R E S also has 
announced three new ATM service

Here are two examples of ATM enclosures, 
products of a firm named, appropriately, 
ATM ENCLOSURES. Top picture shows free­
standing, walk-up structure. Bottom photo 
is of enclosure for through-the-wall ATM.
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MicroCheck™ combines the IBM PC Introducing 
and a high Speed MICR MicroCheck. The high-powered,
reader-sorter for fast, affordable [emoteftem
remote check processing. processing system. Now
you can save the cost of third party check processing and improve funds 
management with this sophisticated proof of deposit system. MicroCheck 
is simple to install and operate. It’s small enough to easily fit into your exist­
ing facilities. And requires no special environment. Decimus provides 
purchase options to make MicroCheck very affordable for banks of all sizes.

V.I.P. 34/36 gives you VI.R combines IBM System 34/36 Complete in-house hardware with software customized to
processing with unbeatable
purchase options, banks so they can take control of their 
own data processing. A parameter-driven system which gives you the flexi­
bility you need to customize system features without a programmer, VI.R 
gives you unified statements and a data based central file. And Decimus, 
with years of experience in processing services from batch to in-house, 
offers extremely affordable purchase options. For more information call 
Tom Edgerton, Decimus Corporation, 2737 North Main Street, Walnut Creek, 
CA 94596 (415) 944-6176.

A word to the w ise  about affordable 
and powerful in-house data processing  
system s. D ecim us.

•oecimuscorporation
A BankAmerica Company
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counters, which are used to dispense 
forms and dispose of waste. These 
models also are maintenance free and 
vandal resistant. One model is for the 
Diebold configuration, and the two 
others are compatible with any ATM.

W rite: ATM ENCLOSURES, 19706 
C en ter Ridge R d., C leveland , OH 
44116.

Waste Receptacle 
And Writing Shelf 
Designed for ATMs

An ATM writing shelf and compan­
ion waste receptacle are available from 
BOSS (Basic Online Software Systems 
Corp.). According to their manufactur­
er, they are fabricated of 16- and 18- 
gauge stainless steel and are designed 
for attractiveness, durability and low 
maintenance.

The writing shelf has a hinged top, 
with ample writing space, and storage 
under the shelf for a supply of ATM-

This Model 203 in-lobby ATM writing shelf 
and storage locker are available from Basic 
Online Software Systems Corp.

depository envelopes.
The companion waste receptacle has 

a locking cover to prevent large parcels 
and debris from being deposited and to 
offer confidentiality of information 
appearing on check stubs and other 
documents disposed of by customers.

Write: Basic Online Software Sys­
tems C orp., P. O. Box 22412, Tampa, 
FL 33622.

On-Spot Processing 
With Card Activator 
Available to Banks

A card activator that allows bank 
customers to select their own personal 
identification numbers (PINs) is avail­
able from Mag-Tek. Called the MT-60, 
the ATM card activator has an on-the- 
spot processing capability. This 
means, says Mag-Tek, there is no need 
to send the number out later, eliminat­
ing both the expense of mailing and its 
danger of interception.

The custom er chooses an anni­
versary date or any other number easy 
to remember.

Also available from Mag-Tek is its 
MT-55 magnetic-stripe card encoder 
with programmable memory that’s 
loaded with the use of a program card 
created on an encoder. The manually 

(Continued on page 16)

Bank Helps Customers in Nearby Town 
By Putting ATM Installation There

El e c t r o n i c  b a n k i n g  has
made life easier for 450 of the 

1,400 custom ers of F irst State, 
Mobeetie, oldest settlement in the 
Texas Panhandle.

Until passage of the Texas constitu­
tional amendment perm itting off- 
premises teller machines, those 450 
customers had to drive from their 
homes in Wheeler to Mobeetie to do 
their banking. Mobeetie is located 
about 80 miles east of Amarillo on 
farm-to-market road 1096, which also 
is the town’s main street. At the last 
census, the town had a population of 
291.

When the constitutional amend­
ment was passed, First State made 
plans to install an automated teller 
machine in Wheeler and began re­
searching vendors.

“Out here,” says Bandy McCurley, 
vice president/cashier at First State, 
“we are dependent on service —  both 
hardware and software. We discussed 
plans with our correspondent bank in 
Amarillo, which had replaced all its 
ATMs with Diebold machines. Every­
body was satisfied with Diebold ser­
vice, and Diebold was the only vendor 
that also produced a night depository. ” 

The bank selected the Securomatic® 
After-Hour® depository and the 
TABS® 9000 series drive-up ATM.

Thus, the bank extended easy drive-up 
services to both retail and merchant 
customers. The ATM, by the way, is 
the first such installation in an 80-100- 
mile radius in this Texas plains region.

How does Mr. McCurley assess his 
project’s success? He says:

“We have about 600 cards out. We 
bought the machine primarily for our 
Wheeler customers; however, it has 
proved to be a convenience for 
M obeetie custom ers also. Since

First State, Mobeetie, Tex., installed two 
Diebold products in Wheeler —  TABS® 
9000 series drive-up ATM and Secur­
omatic® After-Hour® depository. Although 
this equipment was installed primarily for 
Wheeler residents, bank reports it also has 
proved to be convenience for Mobeetie cus­
tomers.

Wheeler is the county seat, everything 
is done there —  auto licenses, taxes. 
Also, with a population over 1,400, 
W heeler is somewhat larger than 
Mobeetie, and people shop there.’’

Surprisingly, electronic banking 
took hold with older people first, then 
younger ones. Mr. McCurley says the 
opposite had been expected.

“B reakaw ay ’’ M arketing. To publi­
cize the program, the bank drew on 
the region’s rich history. Mobeetie is a 
movie-set old western town, with the 
oldest jail in the area, a two-story 
building with thick stone walls. After 
the railroad arrived in 1929, the town 
gradually moved. As a result, there is 
an “old M obeetie and a ‘‘new ’’ 
Mobeetie. Using the theme “Break­
away,” First State tied together the 
idea of breaking away from the old 
ways of doing things with the idea of 
breaking out of jail.

Because of a staff/customer-training 
program and a “Breakaway” pro­
motional campaign, the Wheeler ATM 
has been received enthusiastically.

“We’ve picked up new customers,” 
says Mr. McCurley, “even though we 
installed the machine for the conveni­
ence of our existing customers. We 
accomplished that objective, and ev­
erything else is just “gravy. ”

There are many reasons a bank en­
ters an electronic-banking program: to 
reduce costs, to reduce lobby traffic, to 
increase market share. True to the 
spirit of western neighborliness, First 
State bought its ATM to make banking 
more convenient for its customers. • •
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The no-risk w ay to give your bank  
the m icrocom puter advantage.

In today's competitive 
world, the microcomputer 
has become a key factor 
in effective bank man­
agement. But selecting 
software can be a frus­
trating, expensive and 
confusing experience.

That's where Decide 
Right™ comes in. It's a 
series of software pro­
grams specifically de­
signed to meet the spe­
cialized needs of bank 
decision-makers. And it's 
available on a no-risk, 
30-day trial basis.

Decide Right™ is a prod­
uct of Crowe, Chizek and 
Company, one of Amer­
ica's 25 largest certified 
public accounting firms. 
Decide Right™ programs 
are helping executives 
make the right decisions

The Right 
Decision

in banks from coast-to- 
coast. Through its national 
users network, Crowe, 
Chizek gets the feedback 
that leads to constant up­
grading of the Decide 
Right™ series. And thanks 
to our users support plan, 
every improvement is 
passed on to Decide 
Right™ owners.

Every Decide Right™ pro­
gram is backed by superi­
or service before, during

and after installation. And 
if you have a question, 
you can dial a toll-free 
number for an immediate 
answer.

There are two things you 
won't get with Decide 
Right™. One is a visit from 
a salesperson. The other is 
the high price made nec­
essary by that visit.

Decide Right™ is a 
unique, full-service ap ­
proach to the develop­
ment and marketing of 
microcomputer software 
for bankers. To see how 
this approach can work 
for you, just complete 
the bound-in card and 
drop it in the mail. 
You have nothing to lose 
and you could be gain­
ing the microcomputer 
advantage.

4 CROWE
CHIZEK
«  COMPANY

Certified Public Accountants

Post Office Box 7 South Bend, Indiana 46624 219/232-3992
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Bank-at-Work Program Using ATMs 
Initiated by Bank and IBM

A BANK-AT-WORK program has 
been begun by First National, 

Atlanta, that allows IBM employees in 
that city to have access to automated 
teller machines at their work sites.

Under an agreement with Interna­
tional Business Machines Corp.’s In­
formation Systems Group/National 
Marketing Division, the bank provides 
on-site ATM services for the Atlanta 
headquarters employees.

The service agreement, which cov­
ers a three-year period, allows IBM 
employees to access their personal and 
business accounts through IBM 3624 
ATMs. The latter are owned by IBM,

One IBM employee waits while another 
uses ATM at work site. ATMs were installed 
at four IBM offices under agreement be­
tween that firm and First Nat'l, Atlanta.

Card Activator
(Continued from  page 14)

This MT-60 card activator, available from 
Mag-Tek, allows bank customers to select 
their own personal identification numbers.

operated MT-55 enables the operator 
to enter only a minimum amount of 
data. Constant data-loading capability, 
says Mag-Tek, eliminates errors and 
repetitive keying, and a higher volume 
of cards can be encoded at a lower 
affordable price.

W rite : Ruth B a r k e r ,  M ag-T ek, 
20725 South Annalee Ave., Carson, 
CA 90746.

which guarantees payment of all trans­
actions.

Unlike traditional ATM programs 
sponsored by financial institutions, the 
First Atlanta-IBM agreement provides 
cash-dispensing services for all ap­
proved types of cards, regardless of 
where an employee chooses to main­
tain his/her banking relationship.

IBM employees may use their ex­
isting Tillie cards or use a special IBM 
debit card issued by First Atlanta. 
Completed transactions are routed to 
an employee’s bank account of choice 
through the Fed’s automated clearing­
house.

In addition to the four on-site 
ATMs, IBM employees are able to use 
the IBM debit cards at the 107 First 
Atlanta Tillies located throughout 
Georgia. It’s also possible, says Thom­
as Chapman, First Atlanta’s senior vice 
president for marketing, the cards 
soon may work in the nationwide Plus 
ATM network through the bank’s 
membership in that system, Another 
possibility is a linkup with Georgia’s 
new automated-teller network.

Mr. Chapman adds that First Atlan­
ta plans to market its bank-at-work 
program to other large corporations in 
Georgia. • •

Prevent ATM Breakdowns
Once a bank installs an automated 

teller machine, it faces the problem 
of maintenance. Technical Support 
Services, Inc. (TSSI), offers a pro­
gram of hardware-maintenance ser­
vices that lias objectives related to 
three areas: problem turnaround, 
meantime to failure and network sta­
bility.

Problem turnaround concerns re­
sponse to service-call locations on an 
expedited basis and to remediation 
of problems.

Meantime to failure means TSSI 
has developed a total program of ser­
vices that includes preventive  
m aintenance. The firm says its 
approach is designed specifically to 
reduce the frequency and duration 
of unscheduled outages.

As for network stability, TSSI has 
centralized field-service reporting at 
a TSSI service depot, where all activ­
ity is reviewed for high-failure 
machines, repeat calls and common 
network-failure incidents.

Write: Technical Support Ser­
vices, Inc., 83 Croton Ave., Ossi­
ning, NY 10562.

'ATM Communicator'

"ATM Communicator," shown in use here, 
was introduced in December by Telephone 
Support Systems, Inc. It is designed to 
address such ATM problems as inadequate 
security, insufficient personal operational 
assistance and vandalized or inoperable 
telephones at ATM sites. The Communica­
tor, which is vandal resistant, also provides 
personal assistance and protection for ATM 
customers; it automatically reports vandal­
ism, pranks and attempted break-ins to 
the police, security and/or bank personnel, 
and it reports ATM malfunctions to service 
departm ents and/or bank personnel. 
Write: Telephone Support Systems, Inc., 
Triad 1, 2001 Marcus Ave., Lake Success, 
NY 11040.

New Education Program 
In Financial Services 
Open to Bank Managers

NEW YORK CITY —  The Banking 
Law Institute (BLI) has announced a 
new information/education program in 
banking law, which is open to mana- 
gers/lawyers in the financial-services 
industry.

Benefits listed by the BLI include 
20% discounts to all BLI seminars/con- 
ferences, a monthly newsletter, Bank­
ing Law Report, which will cover leg- 
islative/regulatory/judicial activities as 
well as new legal issues raised by rapid 
change in the industry; and a special­
ized binder containing the 10 most 
pertinent and thorough presentations 
given at recent BLI conferences. The 
binders also can be used to store the 
monthly newsletter.

The Banking Law Institute, with 
offices in New York City and Washing­
ton, D. C., has served the banking in­
dustry since 1965. It is a wholly owned 
subsidiary of Executive Enterprises, 
In c ., a m anagem ent-inform ation- 
services company in New York City.
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Put 14 years of experience into your

* Asset/Liability 
Management

* Financial Planning
* Budget Comparisons

Three critical management reporting functions now are brought together 
in one package -  the M ic ro /ln te ra c tive  F ina nc ia l Planning And  
A sse t/L ia b ility  M anagem ent M odel w ith  GAP A na lysis And Bud­
get C o m p a riso n s- fro m  FTI!

For more than 14 years Financial Technology, Inc. has been a leading  
supplier of software for the financial industry. Now this wealth of experience 
and expertise is available for micro computer hardware — in a proven 
multi-function package that is setting new industry standards.

This comprehensive system is available for...
Apple II Apple III
IBM PC Victor 9000

Features include:
• Complete spread analysis and • 

financial planning
• GAP analysis reporting •
• Key ratio reporting •
• Actual-to-budget comparison •

reporting/Variance reporting
• Automatic maturities •
• Rolling of periods for continuous •

planning
• Holding company/department • 

consolidation program

For more information, call or write...

financial technology inc.
612 N. M ichigan Avenue 
C h icag o , IL 60611 
312/280-0600

Our Second Decade of 
Software Service to Banks

Multiple rate basis for interest rate
calculations
Multiple base rates
All tax calculations
Easy-to-use self-prompting screens
& menus
Flexible user-selected categories 
Supplementary consulting 
services
Mainframe-microcomputer 
interface program
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Financial-Software Review for Bankers

BANKERS in large numbers are discovering how today’s financial software 
can make them more productive in their work.

The range of software available to bankers is overwhelming, as M i d - 
C o n tin en t  B an k er  editors discovered during a recent survey of software 
vendors. A review of some of the financial-software packages the survey 
uncovered is provided below; other products will be reviewed in future 
issues.

Software is grouped by primary function, and vendors are listed alphabeti­
cally within each group. The vendor’s description of the product is supplied, 
followed by:

1. Other functions performed (in addition to the primary function) accord­
ing to the letter codes below.

2. Virtual-memory and operating-system requirements.
3. Date the software originally went on sale and date of the latest revision.
4. Price or price range as supplied by vendor.
5. Vendor’s name/city.
Each product is accompanied by a number. Additional information about 

each product reviewed may be obtained by circling the corresponding num­
ber on the form on page 21, clipping the form and returning it to: Nancy 
Gilbreath, MID-CONTINENT BANKER, 408 OLIVE, ST. LOUIS MO 
63102.

MICRO COMPUTER SOFTWARE
Asset/Liability Management

Baker Asset/Liability Management 
Model. Includes four reports that 
analyze a bank’s rate-sensitivity (gap) 
position, to reflect impact on net- 
interest margin. It prepares annual 
plan and monthly board reports. Other 
functions: C, F, P, T. 64K with CP/M 
and 128K with MS-DOS. Initial sale: 
7/82. Latest revision: 12/83. Price: 
$5,000 —  James Baker & Co., Okla­
homa City.

Circle #  001

Bancware ALPS. Part of a family of 
financial-planning systems, including 
two large-bank and three small-bank 
versions. Useful for strategic planning. 
Other functions: A, B, C, L, P. 64K 
with MS-DOS and CP/M. Initial sale: 
6/81. Latest Revision: 1/84. Price 
range: $ll,500-$47,500 —  Bancware, 
Inc., Stoughton, Mass.

Circle #  002

Plansmith. Asset/liability and plan­
ning model. Special purchase options 
on software and an IBM PC. Other 
function: P. 64K with MS-DOS, CP/ 
M. Initial sale and latest revision: Not 
supplied by vendor. Price: $6,630 — 
Decimus Corp., Walnut Creek, Calif. 

Circle #  003

Asset/Liability-Management System.
Does gap-management, balance-sheet 
and income projections and ratio and 
variance analysis. Other functions: B, 
L, P, S, T, U, V. 256K with MS-DOS.

Initial sale: 6/83. Latest revision: 1/84. 
Price range: $ 6 ,5 0 0 -$ 1 0 ,5 0 0  — 
National Bank of Commerce, Mem­
phis.

Circle #  004

Micro-FRS Asset/Liability-Manage­
ment System. Third-generation asset/

Software-Function Codes:
General function codes:
A. Data Base
B. Graphics
C. Report Generator
D. Spread Sheet
E. Template Generator
F. Work Organization/Time Con­

trol
G. Word Processing 

Banking-function codes:
H. Accounts Payable
I. Accounts Receivable
J. Asset/Liability Management

K. Bond Accounting
L. Bond Swaps

M. CD Accounting
N. Credit Analysis
O. Customer-Account Profitability
P. Financial Planning
Q. Fixed-Asset Accounting
R. IRA Accounting
S. Investment Analysis
T. Interest-Margin Spread
U. Loan Pricing
V. Portfolio Management

W. R epurchase-A greem ent Ac­
counting

X. Safe-Deposit Box Accounting
Y. Shareholder Accounting
Z. Trust Accounting

liability and financial-planning prod­
uct designed to aid in repricing and 
planning decisions affecting bankers. 
256K with MS-DOS. Initial sale: 1/83. 
Latest revision: 1/84. Price range: 
$3,500-$ 11,500 —  Sendero Corp., 
Phoenix.

Circle #  005

Prophet. An asset/liability package for 
banks. Other functions: B, C, P. 64- 
256K depending on hardware, with 
MS-DOS, Apple-DOS and CP/M. Ini­
tial sale: 1979. Latest revision: 12/83. 
Price: $7 ,500  —  Union Planters 
National Bank, Memphis.

Circle #  006

Vining Asset/Liability Management 
System. Includes dynamic gap pre­
sentation that gives bankers an oppor­
tunity to evaluate impact of decisions 
on after-tax earnings under various in­
terest-rate projections. Useful for tax 
planning. Other functions: P, S, T, V. 
128K with USCD P-System. Initial 
sale: 1981. Latest revision 1/84. Price 
Range: $6 ,000-$12,500 —  Vining- 
Sparks Securities, Inc., Memphis. 

Circle #  007

Customer Profitabilitv/Product 
Pricing

BranchBanker. A software program 
designed to turn the IBM PC into a 
powerful tool for selling and cross­
selling products of financial institu­
tions. It creates forms at time of sale 
and allows for opening of new 
accounts. Also available for IBM
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New real estate software 
gives seller the advantage.

Gain the negotiating edge 
with The Competitive Edge™

With The Competitive Edge, comparing 
different purchase offers is fast and easy. It 
reduces complex offers to a single, 
m anageable number. Now you can 
literally negotiate over the telephone 
rather than spend hours with a calculator 
or days with an accountant. The easy to 
read report format simplifies complex 
"terms" offers into a clear statement of 
sales costs, tax obligations, cash flow and 
the equivalent cash sale price for each 
set of terms analyzed. Counter offers can 
be structured and tested in seconds.

The Competitive Edge™
by S0FTF0NICS

(206 )587-0688

The Competitive Edge pays for itself every 
time you use it. If you don't have a personal 
computer, this program justifies your 
getting one! Send for our brochure.

Yes I could use The Competitive Edge7
D Please send me your brochure 
D  Please send me order iorms 

Name ___________
Com pany______ _____________________
Address ____________________________
City__________ State Zip
Telephone
Clip and mail today to: S0FTR0NICS

100 South King Street 
Suite #270
Seattle. Washington 98104
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You can’t com pete in today's tough financial 
w orld with yesterday's com puter.

Introducing the Monroe System 2 0 0 0 :  The new standard for microcomputers.
As your services expand, you 
need a microcomputer that 
won’t burst at the seams.

That’s why Monroe 
has introduced a 

, computer with the capa­
bilities to meet your 
demands in a growing

market. The Monroe System 2000. In fact, it sets a 
whole new standard for microcomputers.

That means larger data storage, communication with 
maintrames and expandability.

And, the System 2000 gives you extra power, with 
user memory that’s expandable up to 896KB. What’s 
more, it’s based on the new 80186 microprocessor

from Intel, making it one of the fastest 16-bit systems 
around.

Plus, it comes with the most popular operating 
systems, MS-DOS and CP/M-86.® And application 
packages which provide an entire library of software to 
help you take on today’s tough competition.

Now, as great as this may sound, there’s more! 
Monroe gives you service and support direct from over 
250 nationwide branch offices. And all it takes is a 
phone call for us to be right in your office.

For more information, call 800-526-7843 ext. 444 
(in N.J. 800-522-4503 ext. 444).

The Monroe System 2000. It’s nice to know 
there’s a microcomputer that will cure your bank’s 
growing pains.

Ü M O N R O E  S Y S T E M S  F O R  B U S IN E S S  
For leaders.not followers.

MS is a tradem ark of M icrosoft Corporation. CP/M-86 is a reg istered  tradem ark of D igital R esea rch , Inc. Monroe System  2000 is a tradem ark of Litton B u s ine ss  Sys tem s, Inc. © 1984 Litton B u s in e ss  Sys tem s, Inc
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Peanut. 256K with MS-DOS. Initial 
sale: 6/81. Latest revision: 12/83. Price 
range: Peanut version is $595; $1,250- 
$2,900 for IBM PC version —  Amper­
sand Corp., York, Pa.

Circle #  008

Decide Right Banking Series-Loan 
Pricing System (LPS). Provides man­
agement with information necessary to 
price loan relationships consistently 
with bank-profit goals. Other function: 
U. 256K with UESD P-System. Initial 
sale: 2/84. Price: $695 — Crowe, 
Chizek & Co., South Bend, Ind. 

Circle #  009

RB3® Relationship-Banking System.
A marketing/sales tool that educates 
and automates platform personnel. It 
is designed to complement a rela­
tionship-banking strategy by display­
ing product descriptions, performing 
calculations and printing results. 128K 
with MS-DOS and CP/M. Initial sale: 
5/83. Latest revision: 12/83. Price: 
$995 —  Infoware Corp., Nashville. 

Circle #  010

TAPPS I-Transaction Account- 
Profitability and Pricing Simulation.
Analyzes account base to determine 
profitability and assists in the pricing of 
each transaction-account product. 
Permits evaluation of dollar impact be­
fore price adjustments are made. 256K 
with UCSD Pascal. Initial sale: 12/83. 
Lease price: $6,000. —  Profit Tech­
nologies Corp., The Woodlands, Tex.

Circle # 0 1 1

Customer Account-Profitability Anal­
ysis. Loans are priced on a cost, plus 
profit basis ensuring that customer re­
lationships are priced consistently 
throughout the portfolio on all factors 
bearing on profit. Other function: U. 
64K (some applications require more) 
with PC-DOS, CP/M. Initial sale:

1983. Price: $2,000 — Signature 
Technology, Inc., Plano, Tex.

Circle # 0 1 2

Fixed-Asset Accounting

Fixed-Asset Accounting. Record­
keeping and tax-depreciation system. 
Other function: P. 128K with MS- 
DOS. Initial sale: 1981. Latest revi­
sion: 1983. Price: $1,000 — Interac­
tive Planning Systems, Atlanta. 

Circle #  013

SeriesOne Plus: Financial Fixed- 
Asset Accounting. A totally automated 
accounting/control system, including 
asset audit trail, inventory listings and 
report generation. Other functions: A, 
B, C, D, F, G. 192K with MS-DOS, 
PC-DOS. Initial sale: 6/83. Latest re­
vision: 1/84. Price range: $1,500- 
$1,995 —  Executec Corp., Dallas. 

Circle #  014

Fixed-Asset Accounting. Provides tax 
and accounting control over fixed 
assets in a multi-company, multilevel 
system. Also provides physical inven­
tory control. Other function: A. 64K 
with CP/M, 128K with MS-DOS and 
CP/M-86, Concurrent CP/M. Initial 
sale: 5/82. Latest revision: 12/83. Price 
range: $1,500-$ 1,725 —  Origin, Inc., 
Darien, Conn.

Circle #  015

Loan Processing/Documentation/ 
Collection

Loan Collect/Mortgage Collect/Trust 
Deed Collect. Loan-collection soft­
ware. Other function: I. 64K with 
OASIS. Initial sale: 2/83. Price: $1,500 
—  Apollo Systems & Technologies, 
Inc., Las Vegas, Nev.

Circle #  016

MORT-AP; Mortgage-Application 
Processing. Provides for entry and

MID-CONTINENT BANKER SOFTWARE REVIEW
Circle the numbers corresponding to the software you want information 
about below; clip this form and return to: Nancy Gilbreath, M ID­
CONTINENT BANKER, 408 OLIVE, ST. LOUIS, MO 63102.

001 002 003 004 005 006
007 008 009 010 Oil 012
013 014 015 016 017 018
019 020 021 022 023 024
025 026 027 028 029 030
031 032

Name

Bank or HC
Citv
State Zip Code Telephone

Incentive Programs*
Every CEO  talks about having 
them, but they know it takes a 
serious commitment o f time and 
money to develop a well organized 
program. Recently Louisiana 
National Bank dedicated its 
resources to the creation of two 
popular, bankwide incentive 
programs.

Everybody Counts encourages 
employees to develop new 
business for their bank and 
rewards them with cash and non- 
cash incentives for successfully 
bringing in new customers, 
accounts and deposits.

The Everybody Counts
microcomputer software system is 
now available to your bank at a 
fraction o f the money and 
manpower it would take to 
develop your own program. You 
will not have to wait months to see 
a profit. It will increase your 
bank’s deposits now. It is a low 
risk, highly profitable marketing 
method which includes programs 
for customer contact and non­
contact personnel.

For more information on how you 
can institute an incentive program 
at your bank without adding to the 
cost o f business call Randy 
Hoffman, Vice President — LNB 
Human Resources Division at
504-389-5907.
For more detailed information 
write for our Everybody Counts
Booklet.

Please send me more information on:
Branch Sales Incentive Program_____
Employee Customer Referral Program__

Name _______________ ________

Address ______________ _____________

C ity ---------------------------  State_____ Zip

Please clip and send to:
Louisiana National Bank 
Human Resources Division
P.O. Box 3399 
Baton Rouge, LA 70821

LOUISIANA NATIONAL BANK
MEMBER F.D.I.C.
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maintenance of mortgage applications 
for conventional, FHA or VA mort­
gages and printing of final FHMA/ 
FH LM C  forms. Special features: 
Tracking function to locate individual 
applications and formulation of under­
writing approval, Truth-in-Lending 
and verification letters. 256K with MS- 
DOS, XENIX (UNIX) or ITOS. Initial 
sale: 10/83. Price range: $595-$l,500
— Aya Associates, Inc., Paramus, 
N. J.

Circle #  017

Bankers Systems Loan-Documen­
tation System. All calculation, form 
printing and management reports pro­
vided for consumer, real estate and 
commercial loans. 128K with MS- 
DOS. Initial sale: 11/83. Latest revi­
sion: 1/84. Price: $5,900 —  Bankers 
Systems, Inc., St. Cloud, Minn. 

Circle #  018

BancPros Loan-Processing Package.
A system developed to improve overall 
department productivity and profita­
bility by increasing calculation accura­
cy and reducing loan-processing time. 
Other functions: C, R, U, X. 64K with 
MS-DOS. Initial sale: 11/82. Latest re­
vision: 1/84. Price Range: $2,995- 
$3,595 —  Financial Software Corp., 
St. Charles, Mo.

Circle #  019

BancSoft BancLoan. Commercial and 
installment-loan-calculation and docu­
ment-printing package using a com­
prehensive user-defined forms gener­
ator. 128K with MS-DOS. Initial sale: 
12/83. Price: $1,295 —  MCS Soft­
ware, Salt Lake City.

Circle #  020

System M —  Loan Production and 
Control System. Loan-application 
tracking, documentation preparation, 
cash-flow forecasting, management re­
porting and secondary-market analysis 
system. Other functions: A, C. 256K 
with RSTS. Initial sale: 1982. Price: 
Not provided —  The Saddlebrook 
Corp., Cambridge, Mass.

Circle #  021

Competitive Edge® —  Easy-to-use 
program that permits quick analysis of 
complex real-estate purchase offers to 
determine the best terms from the 
seller’s perspective. With PC-DOS, 
CP/M. Initial sale: 10/83. Price: $500
—  Softronics, Seattle.

Circle #  022

Miscellaneous
BankDisk IRA Proposal and Disclo­
sure. Provides accurate and detailed 
projections with graphic illustrations 
to help bankers stay competitive in the

IRA market. Other functions: B, P. 
Virtual memory requirements not pro­
vided, with MS-DOS. Initial sale: 8/ 
82. Price range: $350-$395 —  Finan­
cial Systems, Inc., Kearney, Neb.

Circle #  023

MicroManager II. General-purpose 
banking software for management 
forecasting and reporting. Other func­
tions: D, J, N, O, R, T, U. 512K with 
MS-DOS. Initial sale: 10/82. Latest re­
vision: 12/83. Price range: $2,500- 
$6,500 —  First Ashland Consulting 
Services, Ashland, Ky.

Circle #  024

Hedging Control System (HCS). Pro­
vides management controls and 
accounting necessary for any organiza­
tion using financial futures for hedging 
purposes. Also useful for deferral and 
mark-to-market accounting and mar­
gin reconciliation. 256K with CP/M. 
Initial sale: 8/83. Price: $20,000 —  
Olson Research Associates, In c., 
Greenbelt, Md.

Circle #  025
M-PSYPHER/DESCRYPT/MS. Ful­
ly interactive program for DES file —  
encryption and message authentica- 
tion. DESCRYPT/MS is a DES micro­
assembler for 8080, 8085, Z80, 8086, 
8088 processors. 40K with MS-DOS, 
CP/M. Initial sale: 9/82. Latest revi­
sion: 10/83. Price range: $100-$150for

Sales-Incentive Programs 
For Bank Employees

Making all employees count in 
the battle for new customers is a 
prime directive at banks these 
days, and Louisiana National, 
Baton Rouge, has developed two 
computer-software programs it 
claims helps make that job  
easier.

The programs are being mar­
keted to banks as the “Every­
body Counts” software system. A 
“Branch Sales-Incentive” pro­
gram is designed to motivate cus­
tomer-service representatives 
by keeping track of fixed cash 
awards for bringing in new cus­
tomers and for cross-selling ser­
vices. The “Employee Customer 
Referral” program is designed to 
motivate a bank’s non-contact 
personnel to refer customers to 
the bank.

Both software packages gener­
ate performance, summary and 
progress reports necessary in 
administering such incentive 
programs.

Circle #  032

M-PSYPHER, $l,500-$3,000 for D E ­
SCRYPT/MS —  Prime Factors, Oak­
land, Calif.

Circle #  026

Risk/Return Analysis

Loan-Safeguard System. A complete 
commercial-credit analysis and port­
folio risk-management information 
system. 128K with hard disk, MS- 
DOS. Initial sale: 11/83. Price: Negoti­
able —  Business Decision Systems, 
Inc., North Andover, Mass.

Circle #  027
BondPAC. Provides for complete 
bond-portfolio management, offering 
timely, accurate securities manage­
ment composed of four parts —  all 
operating from a common data base. 
O ther function: L. 128K with P- 
System. Initial sale: 1/84. Price: $5,000
—  Financial Technologies, Inc., Chi­
cago.

Circle #  028
The Rate of Return Analyzer. Simul­
taneously calculates rates of return on 
up to 14 fixed-income securities based 
on user’s assumed market levels and 
reinvestment rates. Other functions: 
B, C, P. S. 128K with USCD-P. Initial 
sale: 1983. Latest revision: 12/83. 
Price: Not provided —  Technical Data 
Corp., Boston.

Circle #  029

Training/Staffing

Teller Service. A management tool 
that optimizes teller-staffing levels and 
customer service. Virtual memory re­
quirements vary by hardware, PC- 
DOS. Initial sale: 2/84. Price: $9,500.
—  BEI Software, Inc., Atlanta.

Circle #  030
Check Characteristics. Interactive 
CAI program designed to train tellers 
in fundamentals of check cashing, en­
dorsements and check vocabulary . . . 
contains quizzes and a final exam. 48K 
with MS-DOS, CP/M. Initial sale: 12/ 
83. Price: $250 —  Knowledge Sys­
tems, Inc., Avon, N. Y.

Circle # 0 3 1
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Brokerage service 
from the bank 

you already take stock in.
You met us as Memphis Bank & Trust, and came to know us as the bank that 

offered you more correspondent services from a more experienced staff.
Now we have a new name to reflect the whole area we serve,
Midland Bank & Trust, and a new service to help 
you grow with us.
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Take advantage 
of the Bankers Investment 

Exchange, from the same correspondent 
bank department you’ve always been able to take 

stock in. Give Lynn Hobson, Gus Morris, Jim Newman, 
Ron Ireland or Tom McKelroy a call,toll-free, at 1-800/238-7477. 
In Tennessee, 1-800/582-6277.
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About Banks & Bankers
ALABAMA

Central Bank of the South, Birming­
ham, has promoted Norma Rice to vice 
president/trust officer. She joined the 
bank in 1972. Philip R. Webb has 
joined the bank’s corporate real estate 
division. He formerly was a vice presi­
dent at Birmingham Federal Savings 
& Loan.

First National, Mobile, has promoted 
John C. Hope III to executive vice 
president and Robert S. McKean to 
senior vice president. They joined the 
bank in 1974 and 1971, respectively. 
Scott W. Holmes joined the bank as 
vice president/investm ent-depart­
ment manager, coming from the 
bank’s HC, First Bancgroup-Alabama, 
Inc.

William P. (Bill) W alker has been 
elected  president/CEO, Auburn 
National. He form erly was with 
National Healthcare, Inc., a hospital- 
management firm, but has been associ­
ated with other banks in the past.

ARKANSAS

William H. Bowen has been elected 
chairman/president/CEO of First 
Commercial, Little Rock. He formerly 
had been chairman and succeeds Wil­
liam L. Carvens as president. Air. 
Cravens resigned as bank president 
and vice chairman of First Commercial 
Corp. late in January and had not 
announced new career plans by press 
time. In other action, First Commer­
cial Corp. elected its chairman, B. Fin-

VINSON BOWEN

ley Vinson, to the additional post of 
chairman of the bank’s executive com­
mittee. James R. Cobb, the bank’s vice 
chairman, was elected vice chairman 
of the HC. Barnett Grace continues as 
HC president and as the bank’s vice 
chairman (a title  he shares with 
Mr. Cobb). New to the bank’s staff is 
Robert P. Giebert, assistant vice presi- 
dent/commercial lending. Fie former­
ly was with Allied Lakewood Bank, 
Dallas. James H. Rice Jr., senior vice 
president/trust counsel, retired re­
cently. He joined a predecessor of the 
bank in 1948.

COBB STAED

Union National, L ittle Rock, has 
promoted William T. Staed, senior 
vice president, to loan-division mana­
ger. He joined the bank in 1971 and 
had been commercial-loan manager 
since 1976. In other action, the bank 
has elected Sid Frier, architect, to its 
board.

First Arkansas Bankstock Corp., Lit­
tle Rock, has agreed to buy National 
Bank of Commerce, Pine Bluff; First 
National, Harrison; First National, 
Fayetteville; and First State, Conway, 
subject to regulatory approvals. The 
banks will be acquired over the next 
year.

ILLINOIS

Robert A. Klein has been made senior 
vice president, operations, Drovers 
Bank, Chicago, and David M. Chan 
has been appointed senior vice presi- 
dent/controller. Named vice presi­
dents were Stephan A. Kaminsky, who 
is responsible for the item processing 
department, and Robert D. Maram,

commercial loan department. Mr. 
Klein previously was executive vice 
president/treasurer, Ben Franklin 
S&L, Oak Brook. Mr. Chan joined 
Drovers in 1979. Mr. Kaminsky went 
there in 1970. Mr. Maram formerly 
was vice president, commercial loans, 
Lincoln National, Chicago.

Merchandise National, Chicago, has 
promoted James P. McGuire to senior 
vice president and Lorraine M. 
Guinea to assistant vice president. 
Both are in the asset-based loan de­
partment. They joined the bank in 
1981 and 1957, respectively.

Legislative Agenda 
Announced

The Illinois Bankers Association 
has announced an eight-point state 
legislative agenda for 1984, as fol­
lows:

• Legislation to define crimes in­
volving debit cards and credit cards 
and to prescribe appropriate penal­
ties for such crimes.

• Legislation to authorize a delin­
quency charge on revolving-credit 
payments and a fee for dishonored 
checks submitted for payment on re­
volving-credit balances.

• Legislation to bring Illinois law 
into conformity with the Fed’s Reg­
ulation O dealing with loans to direc­
tors.

• Legislation to authorize a true 
variable rate for all types of loans. 
Three compromise-loan categories 
will be substituted if authorization 
for all types of loans should not be 
feasible.

• Legislation to increase the 
annual fee for credit cards.

• Legislation to increase the in­
terest act to remove the $25,000 cap, 
increase the $5 maximum-delin­
quency charge and increase the $15 
minimum charge on loans exceeding 
$300 with a repayment period of six 
months or more.

• Legislation to increase the judg­
ment interest rate from 9% to the 
contract rate of the loan.

• Legislation to correct technical 
problems associated with SB 1195, 
which authorizes the taking of a 
security interest in a revolving- 
credit arrangement.
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Banks th at are too sm all 
for professional personnel m anagem ent 

probably won’t  get any bigger.
Can a bank which expects to grow 
in size and influence in its commu­
nity do so with employees who are 
left to do the best they can at their jobs 
without sensitive supervision and 
motivation? We don’t think so. And 
that’s why Union National Bank 
has created a personnel consulting 
agency to help other banks establish 
the professional personnel programs

so vital to successful bank manage­
ment. We provide written programs 
and thorough personal training for 
your representative which covers all 
aspects of personnel administration, 
including personnel policies, perfor­
mance evaluation, employee selec­
tion, supervisor training and behavior 
modification. Call Jo e  Zegler or 
Linda Reh at 501-378-4257 or toll-

free in Arkansas 1-800-482-8450. Or 
write to Union National Bank Per­
sonnel Consulting Agency, P.O. Box 
1541, Little Rock, Arkansas 72203.

Union Personnel 
Consulting Agency
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Springfield M arine Bank has ap­
pointed Michael T. Hawker assistant 
audit manager. He formerly was a fis­
cal analyst for the state of Illinois.

Continental Bank, Chicago, has pro­
moted the following to vice presidents: 
Richard J. Anderson, Craig D. Elder- 
kin, Marshall A. Blake, John H. North, 
Josephine J. Raper, Peter C. Vaky, 
Richard M. Waller and Dirk H. Hilk- 
mann. New second vice presidents in­
clude Renato P. Bacci Jr., Jacqueline 
L. Witkosky, Clara M. Jurivich, Mar­
sha M. Brown, Maureen Kearney, Jes­
se W. Wright, Phyllis A. Hynes, John 
W. Slocum, John A. Zoric, Alice A. 
Glisich and Nancy J. McGaw.

Bank of Yorktown, Lombard, has 
started an interior remodeling project 
that will result in 20% more usable 
space and more customer conveni­
ence. A circular staircase on the main 
floor is being removed to create addi­
tional vault space, a separate commer­
cial-banking area and larger lounge 
and working areas. The project is ex­
pected to be completed in May.

Scott W. Taylor has been elected ex­
ecutive vice president at Skokie Trust 
& Savings. He formerly was vice presi- 
dent/commercial banking at Drovers 
Bank, Chicago.

First Chicago Corp. has elected four 
senior vice presidents. They are James 
S. Cunningham, head of the world­
wide transportation group; David M. 
Harvey, deputy head, foreign ex­
change, asset/liability management 
committee; Paul C. Hennessy, re­
sponsible for credit administration; 
and Michael R. Leyden, executive 
assistant to Chairman Barry F. Sulli­
van. They joined the bank in 1959, 
1983, 1969 and 1962, respectively.

Edward H. Polen has been elected 
president/assistant trust officer at John 
W arner Bank, Clinton. David R. 
Goodman was elected vice president/ 
cashier.

Harry F. Milkert has retired as direc- 
tor/senior vice president at Elmhurst 
National. He joined the bank in 1946 
and had been senior vice president 
since 1980.

Richard A. Gregoire has been pro­
moted to president/CEO at State 
Bank, Braidwood. He also was elected 
to the board. He formerly was the 
bank’s executive vice president and 
has been with the institution since 
1975.

Thomas D. Huff has been elected 
president/CEO Security Bank, Vin­
cennes. He succeeds Richard J. Bond, 
who retains his title as chairman of 
both the bank and its HC, Security 
Bancorp, Inc. Mr. Huff also has been 
elected to the bank’s board.

Robert Morris Associates has orga­
nized a new group, or subchapter, 
called the Central Indiana Group, 
serving Indianapolis and other cities in 
the central part of the state. The group 
was formed under RMA’s Ohio Valley 
Chapter. Officers are Kenneth K. 
Wolff, First Bank, Indianapolis — 
chairm an; John E. M cDonald, 
Lafayette National —  vice chairman; 
Thomas F. Kelly, Indiana National, 
Indianapolis —  secretary; and Thomas 
L. Austerman, Second National, Rich­
mond — treasurer.

Larry A. Meyers has been promoted 
to executive vice president/cashier at 
American Bank, Marion. He also was 
elected to the board. He joined the 
bank in 1979.

KANSAS

Southwest National, Wichita, held 
ground-breaking ceremonies Febru­
ary 8 at the site of the bank’s future 
Towne East bank facility. Construc­
tion is expected to take about six 
months, with a grand opening tenta­
tively set for August 1. The special 
ceremony was attended by city, coun­
ty, chamber of commerce and bank 
officials. Mayor Maragelee Wright, 
County Commissioner Jack Spratt and 
CofC Chairman Richard Smith spoke.

Arnold D. Gray has been named pres­
ident at Kansas State, Wichita, suc­
ceeding J. V. Lentell. Mr. Lentell 
continues as chairman/CEO. Mr. Gray 
joined the bank in 1966, left in 1970 
and returned in 1980. Also promoted 
were Britt M. Brown, Gregory K. Wil­
son and W. Randall Summers —  all 
named senior vice presidents. Named 
vice president was Robert Pestinger

and new assistant vice presidents in­
clude Debra Allison, Kathy Bassett, 
Jodi Clemons, Michael Mildfelt and 
Bruce Treloar.

Fourth National Bank and Fourth 
Financial C orp., W ichita, have 
elected Warren B. Armstrong, presi­
dent, Wichita State University, to 
their boards as an advisory director.

First State, Kansas City, has named 
Ruth I. Smith chairman, succeeding 
Robert E. Brozman, who remains on 
the board.

KENTUCKY

Earl M. “Mickey” McGuire has been 
elected chairman/trust officer at Bank 
Josephine, Prestonsburg. He also was 
named joint CEO, sharing the title 
with H. D. Fitzpatrick Jr., the bank’s 
president.

Glenn D. Leveridge has joined Cen­
tral Bank, Lexington, as executive vice 
president and head of the commercial/ 
retail banking group. He formerly was 
with Union Planters, Nashville, where 
he headed the correspondent banking 
division.

F irst N ational, Louisville, has 
appointed Henry D. Ormsby director 
of marketing, responsible for market 
research, planning, advertising and 
public relations. He joined the bank in 
1964 and spent his early years there in 
correspondent banking. In 1981, he 
was named senior vice president/ 
corporate bank services. In other ac­
tion, the bank named Thomas W. 
Prinz and Arlene P. Booker vice presi­
dents, C olleen B. Craven senior 
marketing officer, Katherine A. Smith 
senior personnel officer and Margaret 
J. Smith senior training officer. James 
W. Sullivan has been named senior 
national banking officer, Daniel A. 
Bowden senior banking officer and 
Glenn J. Clemons senior operations 
officer. F irst Kentucky Trust has 
appointed Donald R. Wood, vice pres­
ident, manager of the financial/estate- 
planning division.

LOUISIANA

Signs bearing the new corporate logo 
of First National Bank of Commerce, 
New Orleans, are being installed at all 
branch offices and Exprès’ Banque 
locations, including those formerly 
part of the Bank of New Orleans firm, 
which merged with First NBC last 
year. The bank also has merged its 
ATMs to form one Exprès’ Banque 
network. Two branches have been
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MASTERCARD 
AND VISA CARDHOLDERS 

PREFER THE SAME 
TRAVELERS CHEQUE.
AMERICAN EXPRESS.

Surprised? We weren’t.
After all, more bank customers 

who used travelers cheques rate 
American Express® best.* Why should 
MasterCard® and Visa® cardholders be 
any different?

In fact, our research shows that Visa 
cardholders prefer our travelers cheques 
by a 4 to 1 margin.*

And MasterCard holders prefer

American Express by an even more 
incredible margin: 18 to 1*

And that just confirms what 
we’ve known all along. When it comes 
to travelers cheques, there is a difference. 
And that should make a difference 
to you.

Because when you think about it, 
selling travelers cheques is just like selling 
anything else. As everyone in business

knows, it pays to give your customers 
what they want.

And the travelers cheques that more 
travelers cheque users want the next time 
they buy them is American Express.

So if you would prefer to carry the 
travelers cheque that MasterCard 
and Visa cardholders prefer to 
carry, just call Alex Panhans at S l l l l ss 
(212) 323-6140. ■ ■ ■

WH£N COUNTERSIGNED BELOW, WITH 
THIS SIGNATURE -  . ■
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AM ERICAN E X P R E S S  TRAVEL RELATED S E R V IC E S  COMPANY, INC. ue N E W  Y O R K .  N .Y .
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THE DIFFERENCE IS AMERICAN EXPRESS

*R.H. Bruskin Omnitel Study of Bank Customers, July 1983. ©  American Express Travel Related Services Company, Inc. 1984.
®MasterCard International, Inc. 1984. ®VISA Inc., 1984.

MID-CONTINENT BANKER for March, 1 9 8 4 26A
Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



DANIEL G. PRISKE
President and Chief Executive Officer
CITIZENS NATIONAL BANK AND TRUST MARSHFIELD, Wl 
A First Wisconsin 
Correspondent Banking Customer
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M EET
FIR S T  W ISCO N SIN
Accelerated Check Collection
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EXPERIENCE.
"It's what my customers rely on," 
says Dan Priske, president and 
chief executive officer of Citizens 
National Bank and Trust.
And when Dan's customers 
deposit more than a million 
checks throughout the year, his 
bank turns to First Wisconsin 
for ways to increase profitability 
and streamline check collection 
operations.
Working together, we construct 
ed a Cash Letter Analysis 
report to examine their complex 
check collection function, and we 
offered recommendations about 
how Citizens National could min­
imize transportation charges, 
reduce check clearing fees and 
improve funds availability.
When you want to streamline 
your check collections, whether 
large or small, talk to First 
Wisconsin. Or ask Dan Priske, 
he knows the advantage of work­
ing with a bank that clears more 
than a hundred million checks 
each year.
That's experience.

FIRST WISCONSIN
MORE BANK FOR YOUR MONEY
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dent, 1982-83, entered banking in 
1947 at Bankers Trust, New York City, 
and stayed there until 1950, when he 
joined County National, Middletown, 
N. Y., as executive vice president. 
From 1963-79, Mr. Fisher was presi- 
dent/CEO, Capital National, Cleve­
land, which was merged in 1979 with 
BancOhio National, Columbus. He 
then became president, BancOhio- 
Cleveland area.

Miami Citizens National, Piqua, has 
elected William I. Shaman vice presi- 
dent/senior trust officer to head the 
trust department, promoted Maureen 
Moloney to trust officer and appointed 
Nancy H. Gunter an assistant trust 
officer.

Bank One, Dayton, has promoted 
Thomas E. Winning to senior vice 
president and officer-in-charge of its 
new, consolidated consumer-lending 
division. In other action, the bank has 
elected William M. Bennett, vice 
chairman, to the additional office of 
CEO.

Richard K. Hite, assistant vice presi­
dent, BancOhio National, Columbus, 
has been named manager of Franklin-

'Express' Office Opened

Toledo Trust recently opened its Perrysburg 
Market Place "express" office, which in­
cludes three drive-up lanes and an inside 
lobby window. The facility was opened to 
relieve overflow drive-up traffic congestion 
at the full-service branch. The balloon atop 
the facility alerted customers to two grand 
prize get-away weekends awarded during 
the two-week opening celebration.

ton Financial Services, a BancOhio di­
vision that handles card processing/ 
networking services for clients of the 
bank and for correspondents. Mr. Hite 
joined the bank in 1982.

T. Jackson Case Jr . and James E. 
Campbell have been elected senior 
vice presidents at Banc-Ohio National, 
Columbus. They joined the bank in 
1976 and 1963, respectively.

National City, Cleveland,
To Acquire BancOhio Corp.
BancOhio Corp., Columbus, and 

National City Corp., Cleveland, have 
agreed to merge BancOhio into 
National City. The merger will result 
in both BancOhio National and Ohio 
State, subsidiaries of BancOhio Corp., 
becoming subsidiaries of National City 
Corp.

Shareholders of BancOhio will have 
the option to elect either a package of 
National City common and convertible 
preferred securities or $37 in cash per 
share. Sixty percent of the approx­
imately eight million BancOhio com­
mon shares will be exchanged for . 50 of 
a share of National City common and 
.55 of a share of a new National City 
convertible preferred stock. The re­
maining 40% of BancOhio common 
holders will receive cash for their 
shares.

Each new National City convertible 
preferred share will have a stated value
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of $37, an annual cash dividend rate of 
$3.70 and be convertible into .98 of a 
share of National City common. No 
decision had been made at press time 
respecting provisions to be made in 
connection with the merger for Banc- 
Ohio’s 600,000 outstanding fractional 
preferred shares.

National City has assets of approx­
imately $6.5 billion and BancOhio has 
assets of approximately $6 billion. 
They operate 157 and 268 branches, 
respectively.

The merger is subject to various 
approvals.

Training Center 'Adopted'
By Ohio's Huntington National

Huntington National, Columbus, 
O ., has adopted a school as a part of the 
Columbus Public School System’s new 
adopt-a-school program.

The program brings business firms 
and schools together to work to en­
hance the quality of education for chil­
dren. A one-to-one relationship is 
established between the participants 
and the school system presents its 
needs and the organization offers its 
support through donations of time, 
money, materials and expertise.

Huntington National adopted the 
Northwest Career Center because the 
center houses a banking services 
career-training program. However, 
the bank’s assistance isn’t limited to 
that program.

The bank plans to donate functional 
banking equipment to the center so 
students can train on actual banking 
machinery. Bank personnel will be 
speaking to classes about the banking 
industry and other topics. Students 
will be able to see the bank’s opera­
tions.

The center’s director said the bank’s 
adoption of the center has resulted in 
higher morale on the part of school 
staff. “What the bank is doing for us is 
better than if it had simply handed us a 
check,” he said. “It is getting at the 
heart of the best kind of support a 
school can have.”

WISCONSIN

West Allis State has promoted Harlow 
H. Fuhr to senior vice president, 
Steven G. Anderson to first vice presi­
dent and Janell J. Manson and Mari­
anne Dickson-Jaehnke to assistant vice 
presidents.

David M. Kemp has been promoted to 
senior vice president at Citizens Trust, 
Sheboygan. He has been at the bank 
since 1981.

Citizens State, Shawano, has pro­
moted Barbara Stezenski to assistant 
vice president and Lorna Marquardt to 
operations officer. James van Lieshout 
has joined the bank as consumer loan 
officer.

Midtown State, M ilwaukee, has 
changed its name to FirstMil Bank and 
located its main banking office at 740 
North Water Street.

Thomas G. Boyer has joined Marine 
Corp., Milwaukee, as vice president/ 
legal counsel. He succeeds Bobert L. 
Hanley, who has been promoted to 
vice president/personal trust adminis­
tration division manager at Marine 
Trust Co.

• R o b er t  E . F r a z ie r  has been 
named director of the division of sup­
port services, Federal Reserve Board, 
Washington, D. C. He was associate 
director. In his new post, he succeeds 
Donald E. Anderson, who retired.

Ill

Continuity of people. Continuity of policy. 
Continuity of commitment. That’s what corre­
spondent banking means at Drovers. With some 
banks, it’s a sideline. With others, only the large 
metropolitan relationships are sought and 
serviced. Not so at Drovers. We seek strong, long­
term relationships with banks in towns like 
Sandwich. Or Watseka. Or Varna. (You know who 
we mean.) So call John Crotty. Or Kathy Hardy. 
Or Max Roy. Or Andy Ruments. Or Frank Bauder. 
Or Jim Carmody. Professionals sensitive to over­
line situations. Professionals sensitive to the 
agricultural sector. Professionals sensitive to you. 

Toll-free 1-800-621-8991.
In Illinois, 1-800-527-2498.

ft»/ Drovers Bank of Chicago.
47th & Ashland Ave., Chicago, IL 60609 • 1-312-927-7000.
MEMBER FEDERAL RESERVE SYSTEM AND FDIC.
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INSURANCE

New Lenders' Protection Program
RA CTICA LLY all collateral- 
protection programs presently 

written eventually will be replaced by 
a new program called Lenders Protec­
tion II or a reasonable imitation, 
according to Richard T. Hepworth. He 
is president, R. T. Hepworth Co., a 
Chicago insurance agency, which in­
troduced the new program last fall. He 
lists the major improvements of Lend­
ers Protection II (LP II) over collateral 
protection as reduction of premiums 
and lender’s work load and elimination 
of lost interest on advanced, but uncol­
lectible, premiums.

This single-interest program has a 
maximum premium charge of $300, re­
gardless of balance owed and remain­
ing term, and a single billing. Mr. 
Hepworth also stresses the benefit to a 
lender of substantial amounts of de­
mand-account dollars generated for 
the bank under this plan.

The Hepworth firm electronically 
monitors a bank’s car-loan portfolio for 
those with unprotected collateral, 
force-placing after a 10-day grace 
period. The premium ranges from $40 
to $300, depending on the state. If car 
owners buy their own insurance later, 
all or a portion of the forced premium 
is refunded, says Rob Rader, vice pres­
ident of the firm. Cost of monitoring 
makes up less than 15% of the pre­
mium, he continues.

Under other policies, premiums are 
said to run 8%-10% of a loan’s balance. 
A new $8-million-asset bank, Interna­
tional Bank North, Federal Heights, 
Colo., joined LP II with 500 car loans 
and doesn’t want to be faced with col­
lecting $2,000 premiums, says John 
Hannagan, vice president. He expects 
to save $8,000 by abandoning his 
manual-monitoring system. It took In­
ternational a month to convert car- 
serial numbers and loan data to mag­
netic tape for Hepworth.

Premiums are lower because Hep­
worth places coverage on uninsured 
vehicles as soon as they’re detected. As 
Dale Hoagland puts it, “People can’t 
skate for 30 or 90 days without insur­
ance and be subsidized by those who 
are paying.” Mr. Hoagland is research 
director, Protective Insurance Co., In­
dianapolis, underwriter for LP II.

“What we lose on individual 
accounts, we’ll make up on volume,”
28

says Tom Dardis, Hepworth vice pres­
ident, who points out that the Hep­
worth program is based on improved 
computer technology.

Richard Hepworth reports that “the 
financial-institution people we’ve 
talked to have been very enthusiastic 
about our concept.”

He describes collateral-protection 
insurance as having evolved over the 
last seven to eight years from blanket 
single-interest coverage. Blanket, in­
troduced in the late ’50s to help lend­
ers manage risks on their secured-loan 
portfolios, was intended to make the 
lender whole when impairment oc-

Major improvements of 
Lenders Protection II over col­
lateral protection are listed as 
reduction of premiums and 
lender's work load and elim­
ination of lost interest on ad­
vanced, but uncollectible, pre­
miums.

curred on repossessed damaged col­
lateral. At the start, premiums ran 750 
to $2 per loan for the term of the loan. 
However, as lenders expanded their 
auto-loan business and as prices of cars 
increased, so did losses —  driving up 
blanket-coverage cost.

In the early 1970s, a program of spe­
cific single-interest coverage was de­
veloped as a way to help lenders re­
duce their costs for blanket (generally 
not passed on to borrowers). These 
plans gave lenders the ability to order 
selectively from insurers and force- 
place single-interest coverage. Identi­
fication of loans most likely to incur 
claims and subsequent transference of 
risk to insurers did reduce lenders 
claim experience and premiums under 
blanket coverage.

Simultaneously, by 1974-75, lend­
ers learned they could eliminate all 
their blanket expenses by monitoring 
their loans and charging more borrow­
ers forced-placed premiums, and they

could justify the force-placing cost 
more easily if they gave borrowers the 
ability to get their damaged autos re­
paired rather than requiring reposses­
sion. This borrower-participation ele­
ment was sufficiently different from 
the then standard single-interest 
coverage to earn it a new name, col­
lateral protection.

Mr. Hepworth, who has been in the 
c re d it-p ro p e rty / sin g le -in te re s t- 
insurance business 25 years, says that 
over the past eight years, lenders have 
had enough experience with collateral- 
protection insurance to recognize 
several serious problems with it:

• Premiums seem excessive. Often 
running $2,000-$3,000 for the term of 
a loan, they provide no liability insur­
ance and no real protection of a bor­
rower’s equity.

• Many large premiums are becom­
ing uncollectible as more loans are 
being paid to maturity. Premiums are 
more than the borrower’s equity, and 
the borrower never has had protec­
tion.

• Lenders not only are unable to 
collect interest on uncollectible pre­
miums, but they also lose interest on 
premiums they advance the insurer 
when borrowers are charged and sub­
sequently have those premiums re­
funded when a borrower has furnished 
his/her own coverage.

• Borrower notification and follow­
up systems create more work for lend­
ers than they’ve had before. The sys­
tems generate paperwork.

• Collateral-protection administra­
tion largely remains a labor-intensive 
process. The insurance industry cre­
ates large volumes of nonstandardized 
paper forms that have to be reviewed 
and massaged individually. Most 
administrators claim to have EDP sys­
tems to manage the work load, accord­
ing to Mr. Hepworth, but most are 
“inefficient window dressing.”

Most insurers have addressed re­
sults of the problems, rather than 
causes, comments Mr. Bader. He 
says, “Premiums are high for two 
reasons: 1. Those borrowers charged 
either can’t afford to buy their own 
coverage or don’t care about protect­
ing the lender. In either case, they 
usually represent substandard’ risks in 
auto-insurance terminology. 2. A large
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Your commercial overline request is under consideration"

i) ! S t ^

You’ve heard that be­
fore, right? And too often, what 
it really means is, your request 
has been filed away. Forgotten. 
Politely ignored. The corre­
spondent banker, who was all 
ears when you wanted to talk 
non-credit services, suddenly 
isn’t listening.

At Continental Bank, 
things are different. We know 
commercial customers mean a 
lot to our correspondents. And 
our correspondents mean a lot 
to us.

So if you’re ready to 
go the legal limit, the least 

we can do is lend an ear.
And answer you quickly.
At Continental, you get the 
decisiveness you expect. 
And deserve. Your credit 
request isn’t bogged 
down in red tape. Or held 
up in committee. It goes 
directly to your account 
m anager—the officer 
who can authorize 

most loans. So, you 
get a decision, fast, 

from the person who 
made it.

Call Robert C. 
Vasko at (312) 828-4046. 
Tell him you want to 
discuss commercial 

overlines. Then, start 
talking. You can be sure 
w e’re listening.

CONTINENTAL BANK
Continental Illinois National Bank and Trust Company of 
Chicago, 231 South LaSalle Street, Chicago, Illinois 60697

Atlanta • Boston • Chicago • Cleveland • Dallas * Denver
Houston • Los Angeles * Minneapolis * New York
Oklahoma City * St. Louis • San Francisco • Seattle • White Plains
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percentage of premiums billed don’t 
stick. They have to be credited back 
when the borrower provides his/her 
own coverage. The net effect is to wind 
up with fewer persons having to pay for 
the coverage.

“The other root issue is the amount 
of work created by having to shuffle the 
massive paper flow. Until now, no one 
has been able to reduce significantly 
the number of transactions that typi­
cally occur in a collateral-protection 
system. Most existing DP systems 
really are nothing more than electronic 
files and/or policy-issue machines. The 
process may have been mechanized, 
but no attempts have been made to 
reduce the work load.”

Mr. Hepworth compares the reduc­
tion in the administrative work load 
accomplished with development of LP

II to advances in information-proc­
essing capabilities created by develop­
ment of micro chips. He says knowl­
edge and experience gained develop­
ing an on-line data base over the past 
several years led to the idea of building 
a program that eliminates the con­
tinual charging/crediting that typically 
takes place with collateral-protection 
systems.

“That’s the key to what we are 
doing,” adds Mr. Bader. “W e’ve re­
duced the cost of coverage and elimi­
nated most of the work. ”

Saying his firm is excited about LP 
II, Mr. Bader comments, “This is a 
program whose time has come. It’s fair 
to the borrower and protects the lend­
er, and, after all, that’s whom we 
serve.” • •

Automatic-Payment System Via ACHs 
Featured in New Insurance Product

A NEW  insurance product, de­
signed to appeal primarily to 

young families, features an automatic- 
payment system through which pay­
ments can be made from any bank that 
is a member of an automated clearing­
house. Norwest Agencies, Inc., a unit 
of Norwest Corp., Minneapolis, has 
entered into an agreement with ITT 
Life Insurance Corp. under which ITT 
Life will deliver the new product for 
sale by Norwest Agencies. ITT Life, a 
financial-services affiliate of ITT 
Corp.,, also is based in Minneapolis.

The product offers unisex rates, be­
lieved to be the first in the area, and 
substantial discounts for nonsmokers 
and people in exceptionally good 
health.

The new insurance product now is 
available at all 64 agencies operated by 
Norwest Agencies within a seven-state 
region — M innesota, W isconsin, 
Iowa, North/South Dakota, Nebraska 
and Montana.

The basic strategy underlying the 
agreement with ITT is to deliver insur­
ance products more efficiently and 
thus more competitively, says Roger 
Bowman, vice president/divisional 
director, Norwest Agencies.

The product — a form of annual re­
newable term life insurance —  can be 
purchased at extrem ely attractive 
rates, continues Mr. Bowman, who 
adds, “It will be offered as credit- 
related protection, as primary insur­
ance for young families starting out, 
but also as supplementary insurance 
for persons of any age. ”

The primary collection system is

Norwest Information Services, which 
provides data-processing services for 
more than 500 banks in the upper Mid­
west. It also is a unit of Norwest Corp., 
a $20-billion diversified financial- 
services organization, wtih 86 com­
mercial banks and several specialized 
financial firms operating in 43 states 
and five other countries.

Norwest has been in the insurance 
business since the corporation was 
founded in 1929. Norwest Agencies 
has more than $50 billion in pre­
miums. Various types of credit-related 
insurance are sold through other Nor­
west subsidiaries. • •

Bank's Fifth ATM Installation 
Is Cause For 'Sailabration'
Festivities surrounding the inau­

guration of Northbrook (111.) Bank’s 
fifth ATM were no mere celebration, 
but rather, a “sailabration.”

A seven-night Caribbean cruise for 
two on the luxury liner, “S.S. Nor­
way,” was first prize in the Northbrook 
Banks’ Sailabration Sweepstakes held 
to celebrate the grand opening for the 
newest Money Network location on 
the lower level of the Northbrook 
Court Shopping Center. Other prizes 
were $1,000 and $500 shopping sprees 
in Northbrook Court.

Everyone who took a Money Net­
work demonstration or applied for a 
Money Network card automatically re­
ceived a sweepstakes entry form, 
according to Larry S. Gillie, bank pres­
ident.

InnerLine's Growth 
Necessitates Move 
Of Headquarters

InnerLine, said to be the first “elec­
tronic-communications utility” for the 
financial-services industry, has estab­
lished new corporate headquarters in 
Arlington Heights, 111. Wayne B. 
Lewin recently was made its CEO.

The newly constructed 10,000- 
square-foot office space accommodates 
InnerLine’s expanded staff of 35 home- 
office employees. Mr. Lewin de­
scribes the move from Gould Center in 
Rolling Meadows, 111., as a “necessity” 
representative of InnerLine’s growth.

He points out that in the past year, 
InnerLine has grown from a computer- 
based information system with 12 basic 
functions to a sophisticated electronic 
network of more than 40 interactive 
financial services available nation­
wide.

At its current level of maturity, 
according to Mr. Lewin, InnerLine is 
more accurately defined as “an elec­
tronic-communications utility where­
by financial-services executives can in­
stantly monitor and more effectively 
compete in the financial world through 
a simple dial-up computer terminal.”

InnerLine began in 1981 as a project 
of the Bank Administration Institute, 
where Mr. Lewin then was executive 
vice president and also manager of the 
project during its inception and de­
velopmental phase. InnerLine now is a 
co-venture of the BAI and American  
Banker.

Available 24 hours a day, seven days 
a week, InnerLine has an extensive list 
of services that currently provide more 
than 1,900 financial institutions with 
the means to invest and trade funds, 
set competitive deposit rates, access 
up-to-the-minute market rates/rate 
fluctuations, obtain timely financial 
news, analyze the competition and 
more.

Mr. Lewin has a com m ercial- 
banking background, having once 
been vice president in charge of oper­
ating services, Northern Trust, Chi­
cago; product manager, corporate cash 
management department, Manufac­
turers Hanover Trust, New York City; 
and project manager, computer equip­
ment planning department, Continen­
tal Illinois National, Chicago.

• Paul R. Rossi has been promoted 
from associate director to director, 
convention/meeting services, ABA, 
Washington, D. C. Mr. Rossi, with 
the association since 1960, replaces 
Arthur L. Johnson, who has retired 
after 11 years with the ABA.
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Dr. James V. Baker is Chairman and 
President of James Baker & Company. 
His book, Asset I Liability Management, 
published by the American Bankers 
Association, has been recognized as 
perhaps the most authoritative work 
on the subject.

The

B A K E R
Microcomputer Models give

YOU ih, E D G E !
• A sset/Liability  M anagem ent M odel
• L oan  Pricing/ G rading M odel
• Investm ent Portfolio  M odel
• Bond Sw ap M odel

1. Used in institutions with total assets of $5 million to $2 billion.
2. Operable on various microcomputers.
3. Menu-driven, User Friendly.
4. Training is included in the cost.
5. Inexpensive.

For more information on The Baker Microcomputer Models:
Call 1-800-654-3248 or, in Oklahoma, Call 1-800-522-4409, or Mail in the coupon below.

YES, I would like to receive more information on those Baker Microcomputer Models I have checked below:

D Asset/Liability Management Model D Loan Pricing/Grading Model
D Investment Portfolio Model D Bond Swap Model

Name ___________________________ ______________________________________________________________

T i t l e ___________________________________________________________________________________________

Institution __________________ ___________________________________________________________________

Mailing Address ___________________ ____________________________________________________________

City/State/Zip _________________________________________________________________________________

Mail coupon to: James Baker & Company, 1050 City Center Building, Oklahoma City, Oklahoma 73102

JAMES BAKER & COMPANY
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P R O FIT  TECH N O LO G IES CO RPO RA TIO N

announces

A F F O R D A B L E  M I C R O -S O F T W A R E  D E S IG N E D  F O R  B A N K E R S , B Y  B A N K E R S  . . .

T O  I M P R O V E  Y O U R  B O T T O M  L I N E .

Product Name Product Description/Use/Purpose

Operating
Environ­

ment

Licensing
Infor­

mation
Productivity Analysis Report 

[PAR]©

Branch Productivity Analysis 
Report. [B/PAR]c

Transaction Account Profitability 
and Pricing Simulation [TAPPS]©

General Ledger Accounting 
Subsidiary Systems [GLASS]®

A management system to reduce staff and labor expenses in all the heavy paper I 
pushing operations of a bank (Proof, Transit, Bookkeeping, Customer Service, Tellers,
New Accounts, CD’s, Loan Operations, etc. ...). The system evaluates each depart­
ment based on volume processed, number of staff utilized, and labor expenses 
incurred. Output per person, labor costs per unit processed and other productivity 
statistics are generated on a monthly basis and compared with established goals. The 
system identifies where staffing reductions or additions are needed in relation to 
volume processed. For multi-bank holding companies, up to 99 banking units can be 
evaluated and ranked by department performance.
A management system to reduce staff and labor expenses in all of the areas normally I 
associated with a branch bank (tellers, platform, support and business development, 
etc.). The system evaluates all areas based on the number and type of loans outstand­
ing, number and type of deposit accounts outstanding, safe deposit boxes rented, 
volume of related activity processed and the overall number of staff utilized. Productiv­
ity statistics are generated on a monthly basis and compared with established goals.
The system identifies where staffing reductions or additions are needed in relation to 
volumes outstanding and related volumes processed. B/PAR will accommodate differ­
ent goals for individual branches within the organization. B/PAR will display and rank 
individual and cumulative productivity by branch, by region and for the overall orga­
nization. For multi-branch environments, up to 1 99 branch/region units can be evalu­
ated.
An analytical system which will evaluate the profitability of virtually any type or number 1
of transaction accounts including commercials, regulars, specials, clubs, correspon­
dents, NOW’s, Super NOW’s, money markets, savings and the like. Unlike some 
profitabiiity/pricing models which consider only balances as the criteria for profitability,
TAPPS evaluates each and every component of income and expense such as interest, 
service charges, volume of debits, credits, items deposited, reserve requirements, 
float, value of investable balances and other key costs and income data. The model 
then precisely pinpoints by stratification, which account types are profitable, breakeven 
or unprofitable and the dollars involved. The sysem can also be used as a pricing model 
in that any number of “WhatIf”pricing scenarios can be introduced and applied to the 
existing data base to determine their relative impact on profitability. Account data may 
be loaded via keyboard entry or downloaded from a main frame to the micro.
GLASS is a full function financial accounting system which assists management with 2 
financial analysis, trend analysis, “What if” planning and historical comparisons, in 
addition to the normal daily, monthly and year-end general ledger transaction and 
account processing. This is accomplished by a user defined chart of accounts, profit/ 
cost center identification, on-line processing/reconciliation, file maintenance and edit 
capabilities, automatic routines for monthly accruals, weekend updates and Federal 
Income Tax calculations. Report output includes user defined format options for detail, 
totals and ratios, in addition to standard report output for daily and month-end activity 
and balances, average balance reporting, and other financial planning and reporting 
needs. Graphing capabilities are available using LOTUS® 1-2-3.

$6,000/$300*

$7,500/500*

$6,000/$400*

$6,200/$625*

Operating Operating
Environment Hardware Memory Software

1 APPLE III 
APPLE III PLUS 
IBM PC 
IBM XT

256K UCSD Pascal

2 IBM PC 
IBM XT

256K MS-DOS

licensing : One-time license fee/annual maintenance fee.

Profit Technologies Corporation is a bank consulting group headquartered in Houston, Texas. PTC has been in business 12 years and provides profit 
improvement consulting services for banks across the United States. PTC has conducted profit improvement studies for more than 400 commercial banks 
and bank holding companies ranging in size from $ I 0 million to $28 billion in assets. The company employs approximately 50 people and had sales of more 
than $5,200,000 in I 983. All of the principals and consulting staff are former bankers with varying disciplines.

The company decided, only recently, to offer their proven technology to the financial community independent of consulting services. Leasing prices 
quoted include up to two days training, depending upon the application. Additional training and consultation are available. These sophisticated programs 
are menu driven, therefore are user friendly and are accompanied by well/written user reference manuals. Direct inquiries to Mr. D. Michael Barton, Principal 
at 800/23 1 -0236. Written inquiries may be obtained at:

PROFIT TECHNOLOGIES' 
CORPORATION

1 7 7 6  W O O D S TE A D  C O U R T •  S U ITE  117  
THE W O O D L A N D S , TEXA S 7 7 3 8 0  (H ouston)
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New-Generation Software Designed 
For Multibillion-Dollar Banks

A NEW GENERATION of software 
for multibillion-dollar financial 

institutions now is available from Sys- 
tematics, Inc., Little Rock, which de­
veloped it. Introduction of this operat­
ing-system independent version of the 
firm’s software is said to make Sys- 
tematics one of only two financial data- 
processing companies to offer software 
for use by the nation’s largest banks 
and S&Ls and the only company to 
offer a full range of software applica­
tions to this market.

According to Ray Maturi, System- 
atics president, his firm already is in­
stalling this newest version of its Fami­
ly of Financial-Systems Software for 
the $ 5 .5-b illion  Great American 
Federal S& L in San Diego. Mr. 
Maturi expects Systematics to get a 
good share of the market that has been 
waiting on one of its competitors, 
while, he points out, another competi­
tor is “just not there yet with a com­
plete package.’’

Over the next five years, says Ron 
Ayres, senior vice president, market­
ing, Systematics expects sales of its 
new-generation “big-bank software’ to 
account for a significant percentage of 
the company’s software sales.

The new-generation Systematics 
Family of Financial Systems features 
all major deposit systems, loan systems 
(including real estate) and financial- 
management systems. The list in­
cludes: deposit systems —  proof/trans- 
it, demand deposit (IMPACS), ac­
count reconciliation, savings/time; 
loan system s —  commercial loans, 
dealer floor plan, installment credit, 
dealer reserve, real estate loans, 
charged-oif loans; financial systems — 
financial management, general ledger, 
budgeting, cost allocation; m anage­
ment systems —  project control, prof­
itability analysis; on-line systems —  
financial-information-access system, 
complete on-line support for adminis­
trative functions, teller terminals, 
ATMs, full C IF capability, including 
customer-profitability analysis.

Full-system integration of System­
atics software is supported by common 
architecture, run flow and design, 
which increase programmer produc­
tivity. The ability to introduce new 
products quickly and efficiently —  a 
must for multibillion-dollar banks — 
also is accommodated by this version of 
Systematics software. Users can tailor 
the software through parameters, as

opposed to extensive code modifica­
tions. In many cases, says a spokesper­
son, Systematics’ run times are supe­
rior to any competitor’s software cur­
rently available to large banks and 
S&Ls.

W ith the addition of this new- 
generation Systematics software — 
which has been in development for 
several years —  Systematics now has 
systems that will run on virtually any 
IBM or IBM compatible mainframe.

“The advantage of Systematics mul­
tiple-delivery capabilities and our ex­
perience as a major financial data pro­
cessor will be strong selling points as 
we talk to these large users,’ says Mr. 
Ayres. “Previous generations of our 
software have been proved daily in 
Systematics’ own data centers and in 
DP centers of our software clients. Our 
new-generation software provides that 
same kind of efficient and cost-ef­
fective DP and allows multibillion- 
dollar financial institutions to com­
plete all their DP tasks successfully. 
Our organization allows us to deliver 
that software in a number of ways, in­
cluding various levels of installation 
services, should the client need it.

Financial stability is another point 
Systematics is making in its marketing 
thrust to multibillion-dollar banks and 
S&Ls. Jim Wilkins, senior vice presi­

dent, finance/law, says Systematics’ 
rapid financial growth has allowed the 
firm to spend substantially more for 
research and development than a com­
petitor for each of the past five years.

“We constantly are working on new 
applications and enhancements that 
will continually enable our software to 
do everything clients need it to do, 
says Mr. Ayres. “Our financial position 
allows us to make a firm commitment 
to that research and development 
effort and enables us to offer our soft­
ware clients a product they can build 
on into the 21st century.’’

Founded in 1968, Systematics is 
said to be the nation’s largest full- 
service financial data-processing firm. 
It operates 42 data centers nationwide, 
and total annual sales last year were 
$64 million. • •

D&O Policy Offered
New, expanded directors and 

officers liability coverage for banks 
and savings institutions in any of the 
50 states is being offered by Amer­
ica’s Insurance Center, Kenilworth, 
N. J.

Under the program, limits are 
available for up to $25 million with 
full extension and benefits for indi­
vidual directors and officers, accord­
ing to Raymond R. Kravetz, presi­
dent.

The program can be written with­
out other supporting coverage.

This map shows data centers/software clients of Systematics, Inc., Little Rock. 
Descriptive legend at lower right indicates locations of each category.
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New Annual-Report Book 
Focuses on Bank HCs

A  THOROUGH ANALYSIS of recent Securities and Exchange Com­
mission (SEC) rule changes affecting bank HCs’ annual reports is 

contained in a new book. Called “SEC Annual Reports —  Banking 
Supplement,” the book has been published by Ernst & Whinney, 
international accounting firm.

The supplement, says M. C. Nelson, Ernst & Whinney national 
partner in charge of financial-services industries, details recent revi­
sions to Article 9 of Regulation S-X and Guide 3. It also provides 
example financial statements, with supplemental comments that high­
light the new requirements, including the “single-step income- 
statement presentation of securities gains or losses; related party-loan 
disclosures using new reporting thresholds/definitions and “risk- 
element” loan disclosures, including those for troubled foreign borrow­
ers, now required by Guide 3.

According to Mr. Nelson, the publication provides a thorough analy­
sis of information required in a bank H Cs annual report and Form 10-K.

In addition, the firm has prepared a new financial-statement- 
disclosure checklist for banks and bank HCs. The checklist incorporates 
the new SEC disclosure requirements as well as those contained in the 
AICPA’s 1983 edition of Audits o f  Banks.

Both publications are available by contacting: M. C. Nelson, Ernst & 
Whinney, 2000 National City Center, Cleveland, OH 44114.

• Edwin R. Iwata has been named 
director for supervisory research, a 
new unit of the Comptroller of the 
Currency’s supervisory analysis divi­

sion. He joined the OCC in 1973 and, 
since 1981, has worked in the multina­
tional/regional bank analysis division 
in Washington, D. C.

Authorization Services 
Via Computers Offered 
By Fourth of Wichita

A new program of computerized 
credit-card/check-guarantee author­
izations for Kansas merchants has been 
announced by Fourth National, 
Wichita, and TeleCheck Kansas.

Fourth National has been named 
the TeleCheck agent for all of Kansas 
except Johnson and Wyandotte coun­
ties. As a result of this arrangement, 
the bank will market and provide all 
TeleCheck services to merchants in 
the state through the bank’s BankCard 
Center’s 300 agent banks.

“We believe,” says Vernon Wasin- 
ger, a senior vice president at Fourth 
National and manager, BankCard 
Center, “the real benefit of this agency 
agreement lies in the marketing attrac­
tiveness of the ‘Electronic Merchant’ 
point-of-sale authorization terminals. 
These terminals are small, low cost, 
computerized telephones that are sim­
ple to install in a merchant’s location, 
since they require only a standard out­
let and a modular telephone jack. ”

The POS-authorization terminals 
check authorization files of Visa, Mas­
terCard, TeleCheck and a variety of 
travel/entertainment cards over regu­
lar phone lines by dialing and com­
municating with another computer 
automatically. This innovation in 
bank-card and check-guarantee au­
thorization does not require a voice 
response, reducing the authorization 
process to under 30 seconds. Re­
stricted lists and warning bulletins 
are made obsolete. Customer lines 
move more quickly because a POS- 
authorization terminal frees a sales 
clerk’s hands to prepare the sale draft 
or check merchandise while the com­
puters are exchanging information and 
obtaining an authorization. Charge- 
backs associated with fradulent use of 
credit cards virtually are eliminated.

TeleCheck maintains a computer­
ized information center against which 
all checks are verified for approval. For 
a check authorization, a merchant en­
ters the amount of the check plus in­
formation from one supporting valid 
ID. The information goes into the 
computer, and moments later a simple 
encoded authorization number is re­
turned. TeleCheck purchases checks it 
has approved should they be returned 
to the subscribing merchant.

The Safety Valve.
Involuntary Unemployment Insurance from 

American Security helps your customers meet 
their obligations. So you don't have to wonry 

about late payments and loss of income. 
Just one of over forty credit-related 
programs for your company and your 
customer. Talk to an American.

AMERICAN SECURITY INSURANCE GROUP
American Security Insurance Co. ■ Union Security Life Insurance Co. • Standard Guaranty Insurance Co.

3290 Northside Parkway. N.W • Atlanta. GA 30327 • 404/261-9000
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Before your
problems get the best of you 

get the best of them.
First National Correspondent Consulting Services 

offers educational and training opportunities that deal 
with vital issues and problems facing bankers today.

Each of these “hands-on” courses 
features experienced instructors 
from First National Bank of Louis­
ville—the region's largest and 
strongest bank. You'll gain valu­
able information and skills that 
can help you make your bank 
stronger and more profitable.
Credit Analysis School and W ork­
shop. Gives you the skills and 
expertise to analyze, structure, 
document, review and adminis­
ter commercial credits. April 23- 
24, September 24-25, November 
20-21.

Loan Review School and W ork­
shop. A must for those whose 
responsibilities require adminis­
tering and monitoring individual 
credits, industry segments or your 
entire loan portfolio. March 26-27, 
September 4-5, November 12-13.

Problem Loan Seminar and Work­
shop. A systematic approach to 
identifying and evaluating poten­
tial problem loans prior to the 
loss stage. March 19, October 2.

Professional Sales School. A
required course for our own 
officers. A must for professional­
ism in selling products, cross­
selling services and developing 
customer contacts. May 21-23, 
October 22-24, December 10-12.
Personnel Administration Seminar.
Addresses such issues as salary 
administration, regulatory require­
ments, policy manuals and affirm­
ative action plans. Dates To Be 
Announced.
Agricultural Lending School and 
Workshop. Focuses on the credit 
analysis, cash flow and loan review 
procedures required for agri-busi­
ness and farm production loans. 
April 16, October 25.

O pportun ities in Specialized  
Finance Seminar. 12 Specialized 
Finance activities account for over 
half our total loan commitments 
and outstandings as well as sub­
stantial DDA balances. This semi­
nar focuses on financing special­
ties and select industries that 
represent income opportunities 
for financial institutions of all 
sizes. Learn to market and serve 
these industries. April 4.
Officer Call Program. A complete­
ly organized program that can be 
easily implemented, monitored 
regularly and enhanced as needed. 
Addresses the issues of training, 
motivation, documentation and 
individual call-management. Call 
for a presentation.

For additional information call 
Correspondent Consulting 
Services: Direct- (502) 581-7791, 
Kentucky WATS-(800) 292-2272. 
In neighboring states,
WATS-(800) 626-6515.

M EM BER  F .D .I.C .
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Banking's 'Fog' 
Is Dispelled 

By ABA Advisers
D ESPITE strides made in Amer­

ican understanding of economic 
issues, banking still seems surrounded 

by an impenetrable fog in the minds of 
many Americans, according to William 
W. Cook, J r ., one of 15 banking advis­
ers the ABA regularly circulates 
around the nation in an effort to dispel 
some of the fog.

The affable, distinguished-looking 
Mr. Cook, president, Beatrice (Neb.) 
National, fields questions from the 
press or the public with the aplomb of a 
seasoned professional communicator. 
Whether he is conversing with a print 
or an electronic journalist, Mr. Cook 
conveys confidence in his manner and 
in his message. An Oregon television 
talk-show hostess, however, did man­
age to briefly disrupt his air of calm 
when she asked him about the ABA’s 
position on the involvement of orga­
nized crime in credit-card fraud.

Mr. Cook informed his hostess that 
he was not aware that organized crime 
was a major factor in credit-card fraud. 
That incident, he says, demonstrated 
to him how much rumor and misin­
formation can color public perception 
of banks. For the most part, questions 
Mr. Cook answers in his public 
appearances as an ABA banking advis­
er tend to center around how banking 
issues relate to personal finances. 
Generally, the public doesn’t get 
steamed about shaky bank loans to de­
veloping nations except to the extent 
their own pocketbooks might be 
affected.

According to Daniel S. Buser, the 
ABA’s director of public relations, Mr. 
Cook’s experiences are not much dif­
ferent from those of the other 14 bank­
ing advisers. Since the program 
started in 1979, ABA banking advisers 
have visited 400 cities in 48 states and 
participated in more than 2,000 media 
interviews. The ABA feels the bank­
ing-adviser program produces a num­
ber of benefits, some not immediately 
obvious.

Of course, the ABA gets to air its 
views in forums not normally within 
easy reach and it educates the public in 
the process. But through its banking- 
adviser program, the ABA also re­
ceives important feedback on public 
concerns and shifts in opinion. 
Moreover, says Mr. Buser, “we’re get­
ting a lot of great leadership.”

Through its own program and a 
series of new programs at the state 
level based on the same concept, the 
industry is developing a cadre of bank­
ers, like Mr. Cook, who are experts in 
dealing with the media on a personal 
level, says Mr. Buser. So far, eight 
states have started or plan to start state 
banking-adviser programs. These are: 
Kansas, Oregon, Washington, Idaho, 
Ohio, Virginia, Tennessee and North 
Carolina.

The ABA’s advisers are carefully 
screened for their ability to communi­
cate effectively. Mr. Cook is a past 
Nebraska Bankers Association presi-

W illiam  W. Cook Jr., pres., Beatrice (Neb.) 
Nat'l, fields questions from reporters in his 
role as ABA banking adviser.

dent and represents the fourth genera­
tion of his family to be involved in 
banking. Banking advisers serve two- 
year terms and commit themselves to 
an average of six, two- to three-day 
trips per year in behalf of the ABA. 
Advisers are given training to prepare 
them for their jousts with the media.

To stimulate more media interest 
and to avoid the appearance that the 
adviser is there to promote his own 
bank, the ABA schedules trips outside 
the regions where the adviser lives and 
works. Media appointments are sched­
uled well in advance, and someone is 
assigned to shepherd the adviser 
through the itinerary when he or she 
arrives in the assigned town. For in­
stance, Mr. Cook was accompanied on 
a recent visit to St. Louis by Gwen 
Leonard of the Chicago office of New 
York City-based Carl Byoir & Associ­
ates, Inc., the ABA’s public-relations 
counsel.

Beligious, ethnic and association 
publications have been targeted for 
special emphasis this year. Mr. Buser 
points out that organizations like the 
American Legion have their own 
large-circulation magazines and news­
letters that frequently welcome in­
formation a banking adviser can sup­
ply. Although bankers of Latin ances­
try have served as advisers in the past, 
Spanish-language media will get more 
emphasis in the future, according to 
Mr. Buser.

In addition, the ABA is making a 
greater effort to keep representatives 
of the local banking community in­
formed about the advisers’ appear­
ances. Mr. Cook, for example, says he 
tries to meet with local bankers prior to 
starting his whirlwind tours of local 
media. Such meetings at least give him 
a nodding acquaintance with banking 
issues that are of concern to the com­
munities in which he appears, but dur­
ing interviews, he avoids immersing 
himself in local politics or banking
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Mellon’s 
network switch 
w ill work now and 
years from  now

Not just now and then.
At Mellon we’re committed to operating performance, 
and to keeping our EFT support systems ahead of the 
market’s needs.

We’re bankers, so we understand those needs and can 
anticipate them. In fact, we drive networks that support 
over 150 institutions right now. That system expertise 
can be put to work for your network.

Mellon’s leadership in operating excellence was not 
achieved overnight. We were one of the first banks to 
apply electronic systems to banking, in 1955, and we’ve 
been at the forefront of development ever since. A staff 
of more than 500 bankers who are data-processing pro­
fessionals, supported by an annual development budget 
in excess of $40 million, ensures that commitment.

So if you’re looking for network switch support that 
will meet your needs now and in the future, call Harry 
Hritsko, assistant vice president (412) 234-4143. Or 
write to him at Mellon Bank, Datacenter Division, One 
Mellon Bank Center, Pittsburgh, PA 15258.

@  Mellon Bank
B a n k e r s  h e lp i n g  b a n k e r s  c o m p e te .
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issues about which he has little knowl­
edge, he says.

In general, Mr. Cook says he has 
been both pleased and surprised by 
the nature of the questioning he has 
received. There has been little or 
nothing about bank failures, for exam­
ple, which suggests to Mr. Cook that 
the public has a high degree of confi­
dence in the banking system.

On the other hand, the public often 
can’t discern the difference between a 
bank and an S&L. That means banks 
get undeserved credit or blame, de­
pending on the volatile moods of the 
public, says Mr. Buser.

An S&L or another financial institu­

tion masquerading under the name 
“bank” isn’t a bank in the true sense of 
the word, Mr. Cook explains during 
his media forays. He may even inject 
an opinion: “If they want to be banks, 
let them be examined like and have the 
same capital requirements as banks.

The ABA may suggest topics that its 
advisers should give special attention. 
During the Christmas season, for ex­
ample, credit-card fraud was the topic 
of choice. Mr. Cook reminded con­
sumers that even the carbon paper 
used during a credit-card transaction 
contains enough information to allow 
an unscrupulous individual to charge 
products and services to an unwitting

Besides William W. Cook Jr., 
pres., Beatrice (Neb.) Natl, other 
ABA banking advisers for 1983-84 
are:

Leonard De Baker, pres., First 
Nat l, Stevens Point, Wis.; Eliz­
abeth V. Kuchinski, v.p., Bank of 
California, Sacramento; Judith G. 
Lucas, v.p., Casco Nat’l, Portland, 
Me.; John A. Mitchell III, group 
e.v.p., Northwestern Bank, Wilkes- 
boro, N. C .; James D. Mullen, 
e.v.p., Depositors Trust of Eastern 
Maine, Bangor; Bill G. Prince, ch., 
First Natl, Lufkin, Tex.; John R. Re- 
vell, pres./C EO , National Bank, 
Montieello, 111.;

Bruce D. Roberts, pres., Bank of 
Loleta, Eureka, Calif.; Fred L. 
Shaw, pres., Union National, Elgin, 
111.; Bernie L. Smith, pres., Oxford 
(Miss.) Bank; Robert L. Stevens, 
pres., Bryn Mawr (Pa.)Trust; David 
S. Sutton, v.p./consumer marketing 
mgr., Peoples Bank, Seattle; Kurt 
D. Watson, v .p ., Fourth N atl, 
W ichita; and Gail Wham, v .p ., 
North Pacific Bank, Tacoma, Wash.

consumer’s account. Mr. Cook says he 
tries to bring the magnitude of the na­
tion’s more than $ 135-million, credit- 
fraud problem down to a level the 
average consumer can understand by 
relating it to the interest and fees con­
sumers pay to use their credit cards.

It may be too much to expect the 
public to understand or care about the 
issues worrying bankers, but Mr. Cook 
says the questions he’s getting these 
days are more focused and display a 
more in-depth knowledge about eco­
nomic issues than existed only a few 
years ago. Possibly due to the efforts of 
advisers like Mr. Cook, the veil of fog 
surrounding banking is beginning to 
dissipate. —  John L. Cleveland, assis­
tant to the publisher.

Pass-Through Investment 
Opportunity

When you invest in the leader of pass-through  
m anufactured housing contracts, you know your 

in v e s tm e n ts  a sepure one . . .a  growing one. Offered by 
5 A cceptance , Inc., the nation’s  largest

• High Yields
• Protected Investme

• Full Servicing
• Nation’s Largest 
GNMA Servicer for

pw ,,,

m

m m

■

EQUAL HOUSING
LENDER

W J L :

• Conventional
• FHA and VA Lo

,
For more detailed information 
on investment opportunities, 

call or write:
John W. Wheeler, Exec. V.P.

1.8003284585
801 Nicollet Mall ***-

Minneapolis, Minn. 55402
4 # A •

A

m

• Gary W. Reed has joined St. Louis’ 
Mercantile Trust as assistant vice pres­
ident, correspondent division, corpo­
rate banking department. He works 
primarily with banks in Louisiana, 
northern Mississippi and western Ten­
nessee. Mr. Reed formerly worked for 
a New Orleans bank.
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You can offer equipment leasing 
without a leasing department.

We’re here to back you up.
We’ll be your operations department.
First Lease provides you with a computerized 
pricing system which incorporates all the variables 
involved in lease pricing. You’ll be able to offer your 
customers competitive prices while you increase 
your profit yield.
We understand the special requirements of handling 
documentation in a lease transaction— how equip­
ment location, use, and termination can affect your 
profits—and how to avoid unexpected costs and tax 
liabilities.
Our comprehensive knowledge of all types of equip­
ment allows us to accurately predict your residual 
values. We also offer a Guaranteed Residual Pro­
gram to protect your investment.
Let us make equipment leasing a profitable product 
for you. For an in-house consultation, fill out the form 
below or call 502/423-7730.
------------------------------------------------------------------------ !

FirstLease!
AND EQUIPMENT CONSULTING CORR !

Name

Position

Company Name

ddress

State

Phone
MCB

Equipment leasing can be a very profitable busi­
ness. But it can also be a very complicated one.
You need to know the exact future value of equip­
ment, how to price the lease to your customer, how 
to protect the equipment’s residual value, and how 
to comply with the latest regulatory changes and 
tax laws.
We’ll show you how.
At First Lease, we have years of experience in every 
phase of equipment leasing. We’ll come to you.
We’ll show you how you can offer equipment leasing 
without the expense of starting up and maintaining a 
leasing department. You’ll be able to handle your 
customer and your credit decisions without interfer­
ence. We’ll stay in the background, taking care of 
the mechanics; your customer doesn’t know we 
exist.
We’ll keep you abreast of changing rules and regula­
tions, provide accurate pricing guidelines, evalua­
tion and documentation programs. And most impor­
tant—we’ll take care of the bookkeeping. Your staff 
will learn how to identify a potential lease customer. 
We’ll support your marketing by teaching you to 
make vendor calls, and provide you with ads and 
brochures.

420 Hurstbourne Lane • Suite 202 
Louisville, KY 40222
Please have one of your leasing experts 
contact me.
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Seminars Educate Missouri Bankers 
About IRA Regulations, Marketing

M ORE THAN 250 bankers 
attended a recent IRA-update 

seminar held in three locations by the 
Missouri Bankers Association. Pur­
pose of the seminar was to familiarize 
Missouri bankers with both the basics 
of and changes in IRA regulations. The 
sessions were conducted by Collin W. 
Fritz, banking consultant who special­
izes in such seminars.

Judging from some of the questions 
asked by bankers attending the St. 
Louis seminar, IRA regulations are 
both complicated and not well under­
stood.

Among the points covered by Mr. 
Fritz were the following:

• A recent IRS ruling says taxpayers 
can prefile their income tax forms and 
claim IRA deductions even if they 
haven’t yet made deposits into IRAs — 
providing they do so prior to April 15.

HC Offers Self-Directed IRAs
Mark Twain Bancshares, head­

quartered in St. Louis, began offer­
ing self-directed IRAs at its 11 mem­
ber banks February 1 to make the 
accounts more attractive to indi­
viduals opening new IRAs before the 
April 15 tax-filing deadline.

The banks offer a menu of self- 
directed products, according to Jer­
ry Mueller, vice president, either 
through the HC’s discount broker­
age or its trust department.

The firm opted for self-directed 
IRAs after research determined that 
the type of individual attracted to 
such an account was the kind of cus­
tomer it wanted to court —  those 
making $30,000 and up annually.

When a customer knows what he/ 
she wants in a self-directed IRA, the 
account is channeled through the 
HC’s discount brokerage, which 
works with the New York City 
brokerage house of Quick & Rielly. 
Start-up fee for accounts is $25, with 
a $25 annual charge.

The trust division handles ac­
counts for customers who need per­
sonalized service in putting a plan 
together. The fee for this type of 
account varies, depending on size, 
but the base fee is $100 annually.

Preliminary results were termed 
“good” by Mr. Mueller. He says the 
HC’s management is pleased with 
the interest the firm’s TV and news­
paper advertising has generated.

Mark Twain’s IRA’s deposits have 
increased between 50%-60% since 
IRAs were introduced early in 1983, 
Mr. Mueller says.

• Self-employed individuals (such 
as farmers) can pay salaries to mem­
bers of their families for work per­
formed so the family members can 
open IRAs.

• Regulation Q no longer applies to 
IRAs.

• Courts have ruled that IRAs can’t 
be attached in cases where adequate 
legal defense against attachment was 
made.

• Bankruptcy courts are split on the 
issue of turning over IRA funds to 
creditors.

• Written notice is necessary when 
withdrawals are made from an IRA.

• IRA payouts can be accelerated. 
Someone taking out a larger-than- 
anticipated sum in any one year can 
take credit for it in following years to 
make the payouts adhere to a prear­
ranged payout schedule.

• Banks should let IRA accounts 
holders know —  at the time they reach 
age 70V2 —  that payout of their IRAs 
must start that year. Banks have been 
absorbing penalties levied against IRA 
holders who have failed to arrange for 
payouts when they reach age 70V2 be­
cause the banks failed to notify custom­
ers. If banks take it on themselves to 
remind customers when payout is to 
begin, they are relieved of any moral 
obligation to assume any penalties for 
noncompliance, Mr. Fritz says.

• A customer with numerous IRAs 
must take distribution from each one 
when he reaches age 70V2. Thus, it is 
good advice for a bank to suggest that 
the customer combine his IRAs at pay­
out time to cut down on the paper­
work. The combining can take place 
even after the customer passes the 
70V2 payout-triggering age.

• The “playground” years for an 
IRA holder are from age 591/2 to 70V2. 
Customers can add to or subtract from 
their accounts during these years with 
no penalties.

• If a customer dies after payout has 
begun, payments go to the spouse or 
other beneficiary over a five-year 
period. A spouse can rollover such 
funds into an IRA of his/her own.

Mr. Fritz discussed IRA marketing 
techniques. He said some banks have 
as much as 17% of their deposits in 
retirem ent-program  funds. The 
staying power of long-term deposit re­
lationships of such programs is holding 
up well.

He advised that person-to-person

selling is the best way to promote 
IRAs. In his connection, many banks 
are instituting incentive programs to 
encourage cross selling of IRAs. One 
bank found that, as soon as an incen­
tive program had started, numerous 
relatives of bank personnel came in to 
open IRAs.

One bank made a telephone survey 
of its customers, asking them if they 
had an IRA, where they opened it, 
why they opened it where they did. If 
they had no IRA, they were asked if 
they were interested in starting one. It 
was learned that 40% had IRAs. Bank 
personnel made personal calls on the 
remaining 60%, taking forms to the 
customer.

Merchants National, Cedar Rapids, 
la., offered 50% interest on IRAs for 
the first three months. The offer was 
good for only a five-day period. More 
than 6,700 IRAs were opened, almost 
three-quarters of them for the full 
$2,000. Two years later, only 300 of the 
accounts have moved from the bank. 
—  Jim Fabian, senior editor.

High IRA Rate Offered

interest 
on the first 90 days 
of a $1000 or more 

48 month fixed rate 
IR A .

In v e s t in y o u r fu ture .
It w ill  h e  h e re  s o o n e r th an  y o u  th in k .

K a n s a s  A m e ric a n  B a n k

A 20%  interest rate on the first 90 days of a 
$ 1 ,000-or-more 48-month fixed-rate IRA is 
being offered by Kansas Am erican Bank, 
Overland Park, to spark interest among 
individuals planning on opening IRAs prior 
to the April 15 tax deadline. Steve Peifer, 
marketing director, says promotion results 
pleased bank m anagem ent so far. In add i­
tion to the high initial rate (it drops to 10%  
after 90 days), the bank offers new  IRA 
customers coupons worth $10 toward the 
purchase of any plant at a local nursery 
and held a series of special IRA sem inars to 
talk up the accounts. A  party w as held for 
local accountants to encourage them to rec­
ommend the bank's IRAs to their clients. 
Bank personnel are rewarded for cross sell­
ing IRAs to the tune of $5 for each account 
sold. Kansas Am erican used the above ad 
to spread the word about the accounts in 
local newspapers.
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R a p id  tra n s it.
Speed. It’s the essential ingredient of intelligent 

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

Our day starts with

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

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

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

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

^  and how much is deferred. Same

balance reporting at 5:00 A.M. 
i By 9:00, we’re on the phone

with customers, advising them 
of how much money is immedi­

ately available for investment

call your Correspondent Banker 
at Commerce— now. Commerce Bank

£% -mr \\ MEMBER FDICof Kansas City'No one knows the value of 
time better than Commerce. (816) 234-2000 • 10th & Walnut • Kansas City, MO 64141
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IRA-Account Sales Aids 
Offered by ABA, Firms
IRA sales aids are available from the 

ABA and marketing firms.
Educating bank personnel to sell 

IRAs is the focus of the ABA’s recently 
released videotape, part of its Banc­
training Video Systems series.

Titled “Competitive IRA Strategies: 
W hat Every Em ployee Should 
Know,” the ABA tape provides in­
formation on IRA options, benefits to 
banks and consumers and marketing 
and sales strategies, such as conduct­

ing after-hours seminars or giving lob­
by demonstrations.

“By the end of 1983, wage earners 
had invested more than $40 billion in 
IRAs,” said John K. Moore, ABA com­
munity bankers council chairman and 
chairman/CEO, Beach Bank, Vero 
Beach, Fla. “Well-trained employees 
are the key to each bank’s getting its 
share.”

Information about purchasing the 
tape or subscribing to Banctraining is 
available from Jeanie Howard at the 
ABA. Phone 800-247/0010.

A three-minute IRA marketing tape 
for continuous play in high-traffic areas

at financial institutions is offered by 
Bankers Video Service, Cedar Rapids, 
la. Titled “IRA Today,” the program is 
designed to inform customers about 
the accounts and create interest in 
them. The tape encourages customers 
to contact bank representatives to sign 
up for an IRA.

An IRA Selling System is offered by 
Madison Financial Corp., Nashville, 
that is designed to make the accounts 
both attractive and understandable in 
a bank’s market.

The system provides a demonstra­
tion of a customized IRA by the use of a 
projecting calculator that prints out 
complete information about a custom­
er’s IRA account after a bank repre­
sentative has determined how much 
money the customer wants to contrib­
ute to such an account and how he/she 
wants it to be paid out at any of a 
number of retirement ages.

Each prospective IRA customer is 
given his/her IRA printout in a special 
holder bearing the title “Your personal 
IRA projection.”

Banks can add enhancements to 
IRAs that provide new IRA account 
holders with $10,000 accidental death 
insurance, discount vouchers at hotels 
and restaurants and other premium- 
type items.

The package includes a kiosk, calcu­
lator with table, employee training and 
supplies. The system is portable and 
can be placed where desired in the 
bank.

The system’s approach is to entice 
the customer to have a projection run 
on a personalized IRA. Then the calcu­
lator provides the custom er with 
physical evidence to demonstrate the 
growth potential of the projected 
account.

The enhancements are designed to 
make the product look better, thus en­
couraging the customer to open the 
IRA at the bank rather than at a com­
peting bank or nonbank.

IRAs Hawked to Commuters
“Bringing Wall Street to Main 

Street” is the theme of a promotion 
by Merrill Lynch to sell IRAs to com­
muters passing through the lower 
plaza of New York City’s World 
Trade Center. More than 130,000 
people pass daily through the area 
where Merrill Lynch account execu­
tives serve as volunteers to hawk the 
accounts.

Although the investment firm has 
sold more than 870,000 IRAs, only a 
“few” have been sold in this unortho­
dox manner. The sales effort is rem­
iniscent of the firm’s attempts to 
market investments from pushcarts 
in the early 1950s.

A m e rico rp  F in a n c ia l, In c .
Rockford, Illinois 

a n d

F ir s t  N atio n a l B a n k  & T ru s t  C o .
Pekin, Illinois

have jointly announced the intention 
of Americorp to acquire First National.

The undersigned served as advisor 
and analysts for both parties.

SWORDS ASSOCIATES. INC.
P R O FE S S IO N A L  BAN KIN G CO N SULTA N TS

4900 OAK •  KAN SAS CITY, MO 64112 •  (816) 753-7440
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—

FIC, Inc. can show you the way to make substantial fee 
income through mortgage lending! You originate and 
keep any origination fees, and any discount overage 
as well as healthy premiums paid on government 
loans. Mortgage loans are closed and funded in your 
name to retain close customer contact. You are then 
funded and paid interest at the note rate within 24 to 48 
hours. Sell your loans on a single loan basis at a 
guaranteed price! We work with you on a daily basis, 
providing you with competitive prices and information. 
There are no commitment fees, no underwriting fees 
and no liability for loans which cancel.
We offer seminars on mortgage lending throughout the 
country as well as in-house training within the confines 
of your financial institution. We can show you how to 
set up a profitable mortgage lending department or if 
you are already established, we can provide you with 
better sources for the sale of your loans. All sales are 
servicing released and we feel that top dollar will be 
paid for the rights to service your loans. You can now 
have the ability to compete with the financial giants, 
risk free by selling your mortgages to National inves­
tors. National investors which offer a wide variety of 
interest rates and loan types and will pay premiums 
and allow you to keep your profits.

MARVIN B. HAYES, PRESIDENT

------------- 1 *PREMIUMS PAID!
^SINGLE LOAN BASIS! 
^GUARANTEED PRICES! 
*RISK FREE! FEE INCOME!

FOR FURTHER INFORMATION
BANKING PLEASE CALL:

k U. S. 1-800-874-0752
CONSULTANTS FLORIDA 1-800-342-1951
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A/L Management Possible 
On Micro Using New Software

ASSET/liability management and 
i other complex financial model­

ing previously possible only with mini­
computers now is possible with desk­
top micro-computers.

Increasingly sophisticated software 
for micro-computers as well as greater 
acceptance of computer technology by 
bank personnel are helping to trans­
form the nature of asset/liability man­
agement. For five years, Fidelity 
National, Baton Rouge, has been using 
the FRS (Financial Results Simulator) 
software package available from Sen­
dero Corp., Phoenix, on its HP-300 
minicomputer to manage assets and 
liabilities. The bank, (assets $652 mil­

lion) has received word that Hewlett- 
Packard, vendor of the minicomputer, 
is phasing out maintenance on the HP- 
300. Mark Skerkoske, assistant vice 
president at Fidelity National, says he 
has been pleased with both the HP- 
300 and the FRS software, but now he 
must plan for the eventual switch to 
asset/liability management on micro­
computers. Fidelity National already 
has at least 25 in-house micro-com­
puters, he says.

Thankfully, Sendero is ready with a 
redesign of its well-received software 
for minicomputers that can run on mi­
cros. In fact, the new software — 
called Micro-FRS Profit Planning Sys­

tem —  is even easier to use than the 
earlier minicomputer version, says 
Michael Kohl, a Sendero vice presi­
dent.

Sendero found it possible to in­
corporate easy-to-follow menus into 
the micro-computer version of its FRS 
program, Mr. Kohl says. Mr. Sker­
koske says the minicomputer version 
already was so easy to use that Fidel­
ity’s clerical personnel had no difficul­
ty learning how to use it.

“There may be some more sophisti­
cated financial-modeling packages 
around,” says Mr. Skerkoske, “but 
none more useful. You can run a 12- 
month budget with it and update it 
with actuals. Of course, we probably 
do less of that than some banks. We do 
a 12-month rolling forecast and update 
it monthly.”

M icro-FRS features single-letter 
commands and produces pre-for- 
matted reports. Capabilities include 
input modeling for variable-target bal­
ances, key rates and base information 
that feed detail loan, investment, bor­
rowing and deposit models. The pro­
gram requires 256K of memory and 
thus far runs only on IBM and IBM- 
compatible hardware. • •

New Software Package 
Offered to Treasurers 
By First of Louisville

A software package for company 
treasurers desiring consolidated, 
customized and immediate access to 
information that formerly was avail­
able only from multiple sources now is 
available from First National, Louis- 
ville.

The bank has purchased marketing 
rights to “Treasurer’s XCHANGE,” a 
software package bringing together 
aspects of micro-computer and main­
frame technologies.

The recently developed concept en­
compasses these treasurer’s functions: 
cash, debt, investment, funds and in­
ternational treasury management, 
according to First National. It also 
offers capital/tax planning and account­
ing interface. The package was de­
veloped by Interactive Data Corp., a 
subsidiary of Chase Manhattan, New 
York.

The package enables treasurers to 
view their own up-to-the-m inute 
financial data with a wealth of external 
securities prices, foreign-exchange 
rates, credit-rate forecasts and indus­
try statistics, according to Morton 
Boyd, First National’s president.

The package is expected to cost a 
business an average of $400-$500 per 
month on a lease basis.

Bank Launches Community Campaign 
To Help Save Statue of Liberty

LIBERTY NATIONAF, Oklahoma City, has begun a nonprofit, com- 
. munity-wide drive to raise $100,000 to help save the deteriorating 

Statue of Fiberty.
The Save Our Statue drive, or S.O .S., is a three-fold effort in which 

the bank is involving central Oklahoma’s schools, the general public and 
the bank’s own customers.

Fiberty National is inviting all schools in central Oklahoma to join in. 
For every dollar raised by participating schools, the bank is matching 
the amount up to $25,000. In addition, Fiberty National is providing 
participating schools with an S.O.S. kit, which includes suggested 
classroom activities relating to the statue, suggested fund-raising ideas 
and tips to help schools publicize their events. Each participating school 
or class will receive a certificate of appreciation.

For the general public, Fiberty National is acting as a clearinghouse 
for all individuals in Mid-America wanting to make a tax-deductible 
donation to the fund. The bank sends a certificate of recognition to each 
individual making a donation of $25 or more.

Bank customers can participate in the S.O .S. drive in a number of 
ways. With each deposit a person makes with his/her Fiberty Check- 
OKard, the bank contributes 50 to the S.O .S. drive. Liberty National 
also makes a contribution for each new auto-installment loan, individual 
retirement account, Market-Rate checking account, Market-Rate in­
vestment account and direct-deposit account opened during the drive.

The S.O.S. drive will continue through July 4, at which time the bank 
will make a formal donation of all funds raised by Mid-America residents 

- to the Statue of Fiberty-Ellis Island Foundation.
“For nearly a century, ” says Willis Wheat, executive vice president of 

the bank, “the statue has been a shining symbol of the freedom this 
nation offers, but now she’s in a serious state of deterioration. That’s why 
Liberty (the bank) is calling on the people of Mid-America to join in this 
drive to Save Our Statue.”

Liberty National announced its program at the site of the statue with a 
press conference attended by print/broadcast media from throughout 
Oklahoma City. Media representatives were guests of the bank and 
American Airlines, an official sponsor of the national Statue of Liberty 
restoration drive.
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New Software Magazine
A new publication —  said to be the 

first software-oriented magazine 
edited specifically for the financial 
community —  went into the mail 
early in March. It’s called Micro- 
thought: The Journal of Financial 
Software, and the publisher is Mi­
crothought, Inc., Santa Monica, 
Calif.

The magazine is editorially  
targeted to help banking, account­
ing, tax and financial-planning/in- 
vestment professionals sift through 
the myriad of specialized vertical 
software packages competing for 
those groups’ attention.

According to Caroline C arr, 
associate editor, the publication will 
focus on articles pertaining to selec­
tion and use of the increasingly 
popular financial-software packages. 
Ms. Carr says each issue also will 
contain a comprehensive listing of 
available packages and will provide 
in-depth reviews of specific software 
and their applications.

Leland E. Hoffman, president, 
PhilanthroTec, Inc., Laguna Hills, 
Calif., is chairman of the publica­
tion’s independent software-review 
board.

For further information, write: 
Microthought: The Journal of Finan­
cial Software, 2811 Wilshire Blvd., 
Suite 640, Santa Monica, Ca 90403.

With or
without Beacons.

B A N K  
S Y S T E M S

Dtv Automatic Close & Lock Corp

TELL(yLITE
Customer direction lobby systems. 
Three modes of operation: fully auto­
matic (activated by customer presence), 
semi-automatic (teller activated/time de­
lay) or manual (teller operated).
Send for details.

P.O.Box 381-M 
South Orange, New Jersey 07079 

Telephone: (201) 763-8550

computerized lobby 
traffic analyzers 
from $1200.
Comp-U-Count provides data 
needed to properly staff teller 
stations — with or without one- 
line systems. Measures and 
records traffic flow, waiting 
times, and much more.

C0MP®C0UNT
Be your own time study expert. Send for free booklet.

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 current AFI @ $180 ea.
□  Enter standing order for each Spring AFI @ $145 ea.
□  Enter standing order for each Spring AFI @ $130 ea. and stand­

ing order for Fall American Bank Directory @ $75 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 current ASD @ $75 ea.
□  Enter standing order for each Winter ASD @ $60 ea.
□  Enter standing order for each Winter ASD @ $60 ea. and stand­

ing order for Fall American Bank Directory @ $95 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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MOKAN Annual Conference 
Set for April in KC

The trust division of the Kansas 
Bankers Association will hold its 
MOKAN ’84 annual conference April 
18-20 at the Alameda Plaza Hotel, 
Kansas City, in conjunction with the 
Missouri Bankers Association’s trust 
services committee.

Keynote speaker will be Roy M. 
Adams, author of E state Planning  
Manual f o r  Trust O fficers. Also fea­
tured will be Van B. Gathany, chair­
man of the ABA’s trust division. 

Information is available from Mrs.

Banking
Career

Specialists
Financial Placements is built on a 
history of strong relationships 
between bankers and Bank 
News' publications.

You can benefit from these rela­
tionships — plus the more than 
65 years of bank-related experi­
ence of these two men — by 
using our specialized employ­
ment service.

Mike Wall Tom Cannon 
Manager Associate

Call us!
We can help find the 

right person or the 
right position.

FINANCIAL
PLACEMENTS

a division of BANK NEWS

912 Baltimore 
Kansas City, MO 64105

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

Evelyn Schumacher, secretary-trea­
surer, Kansas Bankers Association 
Trust Division, First National, Hays, 
Kan.

• D. W. Hock, president/CEO, Visa 
International and Visa, U.S.A., San 
Francisco, plans to retire during the 
first half of 1985. He has been the only 
CEO Visa has had since the firm was 
founded in 1970.

• Robert J. Day, president/chief 
operating officer, United States Gyp­
sum Co., has been appointed a direc­
tor of the Chicago Fed.

For faster 
service on

BANKCREDITINSURANCE
CALL THESE SPECIALISTS

Harold E. Ball •  Carl W. Buttenschon  
John E. King •  M ilton  G. Scarbrough

1 - 800- 527-5511

INDUSTRIAL
LIF E  INSURANCE COMPANY

P .0 . Box 220998, Dallas, Texas 75222

ofteS A member company of

Republic Financial Services, Inc

BANK PRESIDENT
Fifty million dollar affiliate of major midwestern 
multibank holding company seeks President/Chief 
Executive Officer. Ideal candidate will have five 
years or more senior management experience In a 
forty to sixty million dollar ag oriented bank. An 
undergraduate degree, superior ag lending skills 
and some operations experience required. Bank is 
located within two hours of large metro area. Salary 
open.
Interested parties should respond by resumé or 
phone. All Inquiries confidential.

TOM HAGAN & ASSOCIATES  
of KANSAS CITY

P.O. Box 12346/2024 Swift 
North Kansas City, MO 64116

8 16 / 4 7 4 -6 8 7 4
SERVING THE BANKING INDUSTRY 

SINCE 1970
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Diane Evans Jim Painter
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We changed our name - 
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A L L  F E E  PAID 
NATIONWIDE Affiliations

1102 GRAND A V E.
KANSAS C IT Y , MISSOURI 64106-2387
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Banking Scene
(Continued from  page 46)

be identified.
Some merchants have adopted a 

low-key stance in respect to POS sys­
tem s, however, preferring not to 
advertise too heavily the capabilities of 
their equipment. In some cases, this 
has been because they wished to mea­
sure customer response to POS tech­
nology without the artificial stimulus of 
a heavy advertising blitz or to compare 
variations in the response at stores 
where the innovation has been tried 
against the experience at stores with­
out POS systems. Fear that news of the 
POS system might draw customers 
away from their stores where the sys­
tem has yet to be installed also has 
played a role in merchants’ attitudes.

Breakup of AT&T has been consid­
ered a cloud on the POS horizon since 
local telephone rates probably will in­
crease relative to previously subsi­
dized long-distance rates. Countering 
this argument, however, is the labor- 
intensive nature of the heavily union­
ized supermarket business. Labor 
costs will continue to rise faster than 
costs of switching information through 
a POS system.

The savings from POS technology 
may not be evident immediately, but 
competition is forcing merchants and 
banks to experiment with this technol­
ogy. The big retail chains like Sears 
and Penney’s have the bank-issued 
debit cards at somewhat of a disadvan­
tage. Their markup on merchandise 
enables them to absorb the costs of 
their POS systems, and their credit- 
card bases are as large as or larger than 
those of banks.

Banks and the merchants they serve 
at last are beginning to wake up to the 
potential of POS. It’s taken five years 
for us to catch up in a modest way with 
our European brethren in POS tech­
nology. But as merchants and banks 
continue to educate U. S. consumers, 
in the next five years, we should see 
POS systems spread across the country 
like a tidal wave. • •

At the St. Louis Fed, six branch 
directors were reappointed, including 
these bankers: William H. Kennedy 
Jr., chairman, National Bank of Com­
merce, Pine Bluff, Ark., to the board of 
the Little Rock Branch; and Frank B. 
Hower Jr., chairman, Liberty United 
Bancorp, Inc., and Liberty National, 
both in Louisville, to the Louisville 
Branch board. Mr. Kennedy is im­
mediate past president of the ABA.

Insert this end ►

One Small Scratch... 
One Rejected Card. 

One Irritated Customer.
One Simple Solution!

Æ© Car Muant
CardGuard envelopes are the hardest working, most functional 

little ambassadors of good will you can possibly find for your 
bank or financial institution. Made of tough Dupont TYVEK® 
spunbonded olefin, CardGuard protects and extends the life of 
ATM and other bank cards. Minimal space is required in wallet or 
purse. In fact, almost no additional bulk is added to the normal 
size of bank cards. By protecting the magnetic strip on ATM 
cards, card rejection is virtually eliminated, along with any 
customer irritation caused by damage and rejection.

Each CardGuard envelope is a bank advertisement imprinted 
with your bank logo and any important message you may wish to 
deliver. Almost any color or color combinations can be utilized.

A great promotion piece, and a 
great way to extend the life of all 
your bank cards.

For information and samples calk 
In Arkansas 1-800-632-4650.
All other states 1-800-643-8004./4TL4NTIC EN1/ELOPE ©/MP/INY
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THE BANKING SCENE

By Dr. LEWIS E. DAVIDS
Professor of Finance
Southern Illinois University, Carbondale

POS Technology Spreads
Ap p r o x i m a t e l y  five years ago

i on a working vacation to Europe, 
I was impressed by three develop­
ments there not then found in the 
United States:

• Milk that could last six months 
without refrigeration;

• A sophisticated “smart” debit card 
invented in France that was useful par­
ticularly for pay telephones.

• A gasoline credit/debit card that 
accessed a 24-hour-a-day, unmanned 
gasoline station.

Native Germans and Dutch I met 
attributed the innovations I marveled 
at to the dairy industry, the French 
governm ent’s subsidization of the 
“smart chip” and the drive of gasoline 
distributors to lower costs. The bank­
ing industry received little credit for 
the innovations.

In the last five years, I have been 
watching for similar developments 
here in the United States. Finally, I 
find that in Atlanta they are selling 
unrefrigerated milk that —  to my taste 
—  is indistinguishable from the re­
frigerated type generally available 
here. Although a major New York City 
bank has experimented aggressively 
with smart chips, reviews so far have 
not been particularly encouraging.

In the case of point-of-sale (POS) 
fund-switching systems, however, we 
again find that the gasoline industry 
has been more enthusiastic about 
adopting or expanding the technology 
than other types of retailers. The 
reasons for this are obvious. The gaso­
line industry already is highly auto­
mated and capital intensive and has 
managers who are comfortable with 
engineering and computers. The prod­
uct sold by the gasoline industry has a 
margin of profit that offers more flex­
ibility.

Cash-currency transactions at some 
gasoline stations will be handled at a 
five-cent-per-gallon discount, for ex-

ample. If you consider that a typical 
fill-up is between $10 and $20, the cus­
tomer potentially saves 750 per cash 
transaction versus a credit-card pur­
chase. Surprisingly, however, a good 
many consumers are willing to forego 
the discount and pay with a credit card 
instead. One reason, of course, is the 
approximately 45 days of float involved 
in a credit-card transaction.

In my classes, a number of students 
ask why anyone would give up this 
float for the convenience of the debit

Having familiarized them­
selves with ATM transactions, 
customers no longer are hesi­
tant to use POS devices, par­
ticularly when they pull into an 
unmanned gasoline station and 
have no choice but to use their 
debit cards.

card. The answer, again, is obvious. 
People show a preference for credit- 
card payment only so long as they be­
lieve it more economical than payment 
by debit card. Gradually, the eco­
nomic rationale for preferring a credit 
card over the debit card is being whit­
tled away, however. Banks in increas­
ing numbers are charging or raising 
their annual fees for credit cards.

Another factor favoring debit-card 
acceptance has been the maturing of 
customer attitudes toward using cards 
and computers. Having familiarized 
themselves with ATM transactions, 
customers no longer are hesitant to use 
POS devices, particularly when they 
pull into an unmanned gasoline station 
and have no choice but to use their 
debit cards.

For supermarkets, profit margins 
are too slim to support credit-card 
acceptance even though some myopic

bankers thought they’d be able to con­
vince these pencil-sharp merchants 
that economies of scale from larger 
transaction volumes would make cred­
it cards more profitable. Although the 
future of the debit card in supermar­
kets is far from assured, bankers in 
Iowa, Texas, Florida and Ohio have 
been successful in getting supermar­
kets to share the cost of experiments in 
direct-debit systems.

For about $10,000 for some pe­
ripheral equipment added to his com­
puterized checkout system, plus the 
cost of communication lines to the 
bank, the merchant can offer a service 
that seemingly would offer the prom­
ise of eventually increasing profit mar­
gins. Instead of the personal identifica­
tion number needed with most current 
POS systems, technology probably 
will allow merchants to use a pressure- 
sensitive, signature-identification 
method.

Spread of POS technology is no 
m ere technology-driven phenom­
enon, however. A number of factors 
are pushing its development. One is 
the dilemma of queuing —  a fact of life 
in Russia and in an urban bank on pay­
day, but one most consumers avoid 
whenever possible. Here is where 
POS really shines. Every time and mo­
tion study I’ve seen shows that POS 
transaction time is a fraction of that for 
conventional currency and/or the writ­
ing and authorization of a check.

Merchants’ and bankers’ interests 
also coincide in development of POS 
systems, another factor that should 
help it spread. Most banks take great 
pains to develop a favorable image 
within their markets. They want to be 
perceived as friendly, solid, stable and 
up to date in terms of the services they 
offer. Electronic data processing and 
funds switching are hot topics with 
which bankers and merchants like to 

(Continued on page 45)

MID-CONTINENT BANKER for March, 19 8 446
Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



:

-
-

"  7

:

T “r 7 7 *

■ «  «

:

— .
(

i s

.
' «MS

v . V - ■
: ! . •

;

litilil
«Mil

T h e  R ight Id ea

m iim  . : HHk
it ir »  IT *1m

1 i - l i l i i ' :  ; „ S  i.ifp
gjjgg |

;0_ s i
-Wmmm

. si't ;; .
■ fflij : | !

i ■ : :W BBm m Km m

Meeting the needs 
of the community 
you serve... by design.

‘When we decided to remodel and 
expand our building,” says Rowan C. 
McAllister, President of First 
National Bank of Barron, Wise., we 
wanted it to be distinctive... not lust 
another pretty bank.’
We have always been closely tied to 
our community and wanted our 
facility to express our own unique 
personality to our customers and the 
community we serve. It had to be 
warm, friendly, inviting, convenient 
...and different.
We talked to a lot of firms, but the 
people at Bank Building really 
listened. And understood. They 
studied us, our needs, our people 
and our community. And they came 
up with the right ideas.

“Our new facility is exactly what we 
wanted...efficient, productive, 
unique...and successful. We 
couldn’t ask for more.”
Let us put our ideas to work for 
you. Call Tom Spalding,
1 >800-325-9573

Bank Building 
Corporation
1130 Hampton Avenue 
St. Louis, MO €3139
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Boatmen’s Ted Smothers. 
Operations Assistance 
Overline Assistance. 
Loan Participations. 
Investments.

Boatmen’s Vice President Ted Smothers working 
with Bob Menz, Chairman and President o f The 
First National Bank o f Highland. Whatever your 
correspondent needs, Boatm en’s has knowl­
edgeable people to assist you. Call Ted Smothers. 
He can help.

Correspondent Banking Division
THE BOATMEN'S 
NATIONAL BANK
OF ST. LOUIS
314- 425-3600 Member FDICDigitized for FRASER 
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