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No Company, 
Anywhere In The 

United States, 
Can Give 

Your Bank 
As Much Help 

In Running 
A Smooth, 

Profitable Credit 
Insurance 

Operation As 
North Central 

Life.

Protection all ways

North Central Life Insurance Company
NORTH CENTRAL LIFE TOWER, 445 MINNESOTA STREET, BOX 43139, ST. PAUL, MN 55164

In Minnesota call 800-792-1030.
In Iowa, Wise., North and South Dakota 800-328-1612.

All other states 800-328-9117.
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Compare For Yourself.
How Does Your Current Credit Insurance 

Company Measure Up lb North Central Life?
What What Your 

North Central Company
What What Your 

North Central Company 
OffersLife Offers 

21
Offers

Fast, Computerized Claim 
Settlements

Life Offers 

[2
✓ r

Insurance Plans That Fit Virtually 
Every Loan Situation V

/ r
Special Programs for the Large 
Borrower /

r
Nation-wide Toll-free WATS Service 7[

✓ r
Instant, Over-the-phone Rate 
Calculations For Difficult Loans

12NJ Instant, Over-the-phone 
underwriting approval for over-limit
coverages

✓
Ein Sales and Insurance Training 

Programs Designed for Bankers y
0'1n Incentive Plans to Help Increase 

your Productivity vr
v r

Professional, Experienced Account 
Field Representatives

Home Office Customer Service 
Department

Simple, Automated Premium 
Reporting System

Computer-based Measurement and 
Control System to Help You Manage 
Your Business

Personalized Training For Your 
Support Personnel

Simplified Procedures Manuals For 
Administrative People

Complimentary Sales Aids, 
Brochures and Point-Of-Purchase 
Materials

Free Analysis of Your Current 
Insurance Operations

“Captive Company” Capability

If You’re Not Getting All Of These Services From Your Current Credit 
Insurance Carrier, Maybe You Should Call North Central Life...

America’s Number One Credit Insurance 
Service Organization
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CONVENTION
CALENDAR

Ju n e  19-23: M ich igan  B ankers 
Association Annual Convention, 
Mackinac Island, Grand Hotel.

June  20-22: Association of Bank 
H o ld in g  C o m p an ie s  A nnual 
M eeting, Newport, R .I., Sher
aton Islander.

June 20-22: Independen t Bankers 
Association of America C om m er
cial Loan W orkshop, Lexington, 
Ky., H yatt Regency Lexington.

June 27-29: Bank M arketing Asso
ciation Sales M anagem ent W ork
shop, Chicago, Drake Hotel.

July 8-13: ABA National Agricultu
ral Bank M anagem ent School, 
Ames, la . , Iowa State University.

July 15-27: ABA School for In terna
tional Banking, Boulder, Colo., 
University of Colorado.

July 17-19: Bank M arketing Asso
ciation Train the Trainer, Chica
go, BMA Office.

July 22-25: ABA State Association 
Staff Conference, Chicago, C hi
cago M arriott.

July 22-Aug. 3: C onsum er Bankers 
Association G raduate School of 
Retail Bank M anagem ent, C har
lottesville, Va., University of Vir
ginia.

Aug. 12-17: ABA Banking Person
nel G raduate School, Boulder, 
Colo., University of Colorado.

Aug. 12-17: ABA National School of 
Real Estate Finance, Columbus, 
O ., Ohio State University.

Aug. 12-17: C entral States Confer
en ce  P o stg rad u a te  C ourse  —  
G ra d u a te  School of B anking, 
M adison, W is., U n iv ersity  of 
Wisconsin.

Aug. 12-24: ABA National/Gradu- 
ate Trust School, Evanston, 111., 
N orthw estern University.

Aug. 12-24: C entral States Confer
ence G raduate School of Bank
ing, Madison, W is., University of 
W isconsin.

Aug. 15-17: C entral States Confer
ence Banking Sem inar College 
F a c u lty  G ra d u a te  S chool of 
Banking, M adison, W is., U ni
versity of Wisconsin.

Aug. 19-22: Independen t Bankers 
Association of America Seminar/ 
W orkshop on the One-Bank HC, 
C o lo rado  S p rings, C olo ., th e  
Broadmoor.
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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. E 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 wit'' an objective, third- 
o a r / recommendation.
St demonstrates steps 
*hat 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, NewYork, 
NY 10041. Because it's time your 
bond portfolio worked in concert 
with your banking activities.

Ml
L. E ROTHSCHILD, UNTERBERG, TOWBIN 

BANK SERVICE
We help orchestrate banking success.
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THE BANKING SCENE

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

Bringing the UBPR O u t of the Closet

W H IL E  ad dressing  abou t 200 
bankers in D enver, I asked how 
m any had carefully review ed th e ir  

m ost recen t Uniform  Bank P erfo r
m ance R e p o rt (U BPR) and  was 
astounded by how many had not done 
so.

Although each of the banks rep re 
sented had received a copy of the re 
port, many bankers apparently hadn’t 
exam ined  th e irs  carefully . I could 
understand why banks m ight not want 
to circulate the report to the entire 
staff, bu t the individuals attending the 
program w ere top-level managers and 
directors.

Prior to the conference, I contacted 
the Federal Financial Institution Ex
am in a tio n s  C o u n c il (F F IE C ) in 
W ashington, D. C ., to learn how many 
queries it receives for reports over and 
above the copies automatically sent to 
banks. I a n tic ip a te d  th a t te n s  of 
thousands of copies would be ordered 
by m ajor co rresp o n d en t banks and 
secu rity  analysts, b u t the  n u m b er 
pu rchased  was well u n d e r 10,000. 
That seem ed incredible, considering 
the natural in terest bankers take in 
how well their peers are doing.

The $25 price of the report may have 
discouraged some buyers, particularly 
at smaller banks, but it’s astonishing to 
think that major correspondent banks 
would not have paid for reports on 
their respondents, especially in light of 
the dramatic doubling of the num ber 
of problem  banks.

In addition, there  has been an amaz
ing increase — to more than $550 bil
lion daily —  in funds switched by elec
tronic networks. Certainly, one would 
think that major m oney-center banks 
would be concerned about the am ount 
of funds moving in and out of their 
institutions. The Fed announced re 
cently that it was concerned about the 
num ber of errors in electronic-funds- 
transfer operations. There have been 
num erous overdrafts and other errors.

Fortunately, the incredible funds- 
switching networks banks have built 
—  despite the overdrafts and errors — 
have functioned quite well. The Fed 
has indicated a concern, however, and 
has reco m m en d ed  th a t banks take

Rather than disseminate the 
UBPR, some bank presidents 
have simply tucked it away in a 
desk file  som ewhere. One 
might hypothesize that this 
p ractice  is most prevalent 
among bankers who are  
under-performing in the peer- 
group report.

steps to control th e ir  risk in funds 
being switched. One step might be to 
place a cap on the funds that could be 
switched, based on one of the UBPR 
ratios.

In this context, i t ’s im portan t to 
com m end the F F IE C  for upgrading 
the UBPR report. Each quarterly  re 
port has represen ted  an im provem ent. 
For example, the June, 1983, report — 
which becam e available in O ctober — 
provided information for the first time 
on past-due, nonaccrual and renegoti
ated loans and lease-financing receiv
ables. That report also featured  re 
vised balance-sheet formats, including 
a new bank-capital presentation and a 
revised deposit presentation that gives 
in fo rm a tio n  on su p e r  N O W s and 
m oney-m arket deposit accounts. For 
the first tim e, the report also contained 
selected data on bank com m itm ents 
and contingencies and information on

repricing opportun ities for selected 
balance-sheet categories for banks in 
th e  $300-m illion-and-above range. 
D ata on rep ric ing  opportu n ities  of 
smaller banks w ere not included, bu t 
were to have been in subsequent re 
ports.

Some years ago, I conducted a con
fidential study of bankers’ salaries in 
Missouri. The state bankers associa
tion sent a copy of the report to the 
president of each m em ber bank. In 
te re s tin g ly , m any bank p re s id en ts  
d idn’t make this information available 
to others in their institutions who p re 
sumably had a right to it, including 
personnel officers and directors. More 
than one personnel officer asked for 
information I knew had been sent to 
his bank’s president. I suspect that 
some bank presidents may be handling 
the UBPR in the same m anner.

Rather than dissem inate the UBPR 
or at least make it available to top m an
agem ent or to the board, presidents 
simply have tucked it away in a desk 
file. One might hypothesize that this 
p rac tice  w ould be m ost p rev a len t 
am ong  b a n k e rs  w ho a re  u n d e r-  
perform ing in the peer-group report or 
the state averages.

The F F IE C  might consider re in tro
d u c in g  a b an k -ex am in a tio n -rep o rt 
technique that formerly was used. The 
entire board of a bank was required  to 
initial the cover of both the examina
tion and peer-group reports just above 
a statem ent that each had prudently  
reviewed the contents. Such a policy 
would force the hand of an under- 
perform ing officer who had been lim it
ing the UBPR’s availability.

Critics would contend that this pro
cedure might be excessively tim e con
suming. An alternative might be to call 
for an audit-examination subcom m it
tee  of the board to review all UBPR 
docum ents and rep o rt back to the 
board as a whole.

(Continued on page 52)
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This announcement appears as a matter of record only This announcement appears as a matter of record only This announcement appears as a matter of record only This announcement appears as a matter of record only

First of Austin Bancshares, Inc.
Austin, Texas

Eisenhower National Bank
San Antonio, Texas

has merged with

The Bank of San Francisco 
Holding Company
San Francisco, California

Midwest Financial Group
Peoria, Illinois

has acquired

is raising $10.000.000 in equity capital

The undersigned acted as financial advisor 
in this transaction

Broadway Bancshares, Inc.
San Antonio, Texas

The undersigned acted as financial advisor to 
Broadway Bancshares. Inc.

is raising $1.8 million equity capital

The undersigned acted as financial advisor 
in this transaction

Prospect National Bank
Peoria, Illinois

and

University National Bank
Peoria, Illinois

The undersigned acted as financial advisor 
in this transaction

Sheshunoff
Sheshunoff & Company, Inc. 

Austin, Texas

Sheshunoff
Sheshunoff & Company, Inc. 

Austin, Texas

Sheshunoff
For the past decade an important part of our 

professional services to the banking community has 
focused on providing investment banking, legal and 
regulatory services. Of interest, during the past one 
and a half years, we have completed over 175 bank 
valuations throughout the country. The following is a 
brief overview of our services.

INVESTMENT BANKING SERVICES
Bank Valuations 

Stock for Stock Exchange Ratios 
Fairness Letters 

Mergers and Acquisitions

LEGAL AND REGULATORY SERVICES
One-Bank Holding Company Formations 

Multi-Bank Holding Company Formations 
Capital Planning

For more information on these services, including 
fee schedules for each specific type of engagement, 
please call Alex Sheshunoff, Bob Walters or 
Mike Morrow at (512) 444-7722.

SHESHUNOFF & COMPANY, INC.
P.O. Box 13203 Capitol Station 

Austin, Texas 78711

A DECADE OF HIGH PERFORMANCE BANKING LEADERSHIP

Sheshunoff
Sheshunoff & Company, Inc. 

Austin, Texas

This announcement appears as a matter of record only

Tex-First Bancshares, Inc.
Houston, Texas

has acquired

Industrial Bank
Houston, Texas

and

Northwest Bank & Trust
Houston, Texas

The undersigned acted as financial advisor 
in this transaction

Sheshunoff
Sheshunoff & Company, Inc.

Austin, Texas

This announcement appears as a matter of record only

Brazosport Corporation
Freeport, Texas

has acquired

Mercantile National Bank 
of Corpus Christi

Corpus Christi, Texas

The undersigned acted as financial advisor to 
Brazosport Corporation

Sheshunoff
Sheshunoff & Company, Inc.

Austin, Texas

This announcement appears as a matter of record only
Texas Valley Bancshares, Inc.

Weslaco, Texas
has acquired

The First National Bank 
of Weslaco
Weslaco, Texas,

Hidalgo County Bank and 
Trust Company

Mercedes, Texas,
National Bank of Commerce

Edinburg, Texas 
and

Citizens State Bank
Donna, Texas

The undersigned acted as financial advisor to 
Texas Valley Bancshares, Inc.

Sheshunoff
Sheshunoff & Company, Inc.

Austin, Texas

This announcement appears as a matter of record only

Commercial Bancshares, Inc.
Wharton, Texas

has acquired
Wharton Bank and Trust Co.

Wharton, Texas,
The Security State Bank

Navasota, Texas
and

First State Bank of Magnolia
Magnolia, Texas

The undersigned acted as financial advisor to 
Commençai Bancshares, Inc.

Sheshunoff
Sheshunoff & Company, Inc.

Austin, Texas

This announcement appears as a matter of record only

Texas Central Bancshares, Inc.
San Angelo, Texas

has acquired
The Central National Bank 

of San Angelo
San Angelo, Texas

and

The Central National Bank-West
San Angelo, Texas

The undersigned acted as financial advisor 
in this transaction

This announcement appears as a matter of record only

Area Bancshares Corporation
Hopkinsville, Kentucky

has acquired shares of its stock

The undersigned acted as financial advisor 
in this transaction

Sheshunoff
Sheshunoff & Company, Inc. 

Austin, Texas

This announcement appears as a matter of record only

First Freeport Corporation
Freeport, Illinois

has acquired
Mount Carroll National Bank

Mount Carroll, Illinois,

The First National Bank 
of Stockton
Stockton, Illinois

and
Citizens Bank and Trust Company

Warren, Illinois

The undersigned acted as financial advisor to 
First Freeport Corporation

Sheshunoff
Sheshunoff & Company, Inc.

Austin, Texas

This announcement appears as a matter of record only

Cohutta Banking Company
Chatsworth, Georgia

has acquired

Walker County Bank
Lafayette, Georgia

The undersigned acted as financial advisor to 
Cohutta Banking Company

Sheshunoff
Sheshunoff & Company, Inc.

Austin, Texas

This announcement appears as a matter of record only

Bank Independent
Sheffield, Alabama

has acquired

Bank Florence
Florence, Alabama

The undersigned acted as financial advisor to 
Bank Independent

Sheshunoff
Sheshunoff & Company, Inc. 

Austin, Texas

This announcement appears as a matter of record only

First Frederick Corporation
Frederick, Oklahoma

has acquired

First National Bank of Hobart
Hobart, Oklahoma

The undersigned acted as financial advisor to 
First Frederick Corporation

Sheshunoff
Sheshunoff & Company, Inc.

Austin, Texas

Sheshunoff
Sheshunoff & Company, Inc. 

Austin, Texas

Sheshunoff
Sheshunoff & Company, Inc. 

Austin, TexasDigitized for FRASER 
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Every Bankers Byword
R obert 
Pi/kulich and  
fi//ooiatcv, Ino.

De/ign/Build
Con/tnjction m anagem ent
10762 Indian Head Indu/. Blvd. 
f t  Loui/. ITIo. 63132 
314-427-6633

Kuhlmann
Design
Group

Architects and Engineers

66 Progress Parkway 
Maryland Heights, Missouri 63043 
(314) 434-8898

A successful new or remodeled bank does not "just happen”. It is a result of the banker, the architect, 
the construction manager sharing specialized information and formulating solutions to problems.

RPA has over 20 years of estimating, construction and building management experience 
supporting guaranteed project cost which is applied to the building design package at the 
conclusion of preliminary drawings.

Kuhlmann Design Group, working in conjunction with RPA, has experienced architects, interior 
designers, and engineers providing you with their personal service. They apply professional 
expertise and "state of the art” design input to your specific banking requirements.

With RPA serving as the manager and guarantor of the entire process, you receive a well 
designed, cost effective building at a predetermined budget under a single source of responsibility.

For further information, please call Steve Wood at 314-427-6633.

“Return on Investment” is a phrase never 
forgotten throughout our Design/Build Program.
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Convention Report

Competition Should Be No. 1 
Regulatory Force in Economy

CO M PETITION is and should be 
the No. 1 regulatory force in our 

economy. C om petition, not govern
m ent, is and should be the instrum ent 
that allows a private consum er the 
opportunity to express his needs and 
in terests. C om petition, not govern
m ent, is and should be the major force 
that determ ines the overall strategy a 
business chooses to pursue.

Your bank truly can becom e a “high- 
performance bank” once you adapt to 
the changing dem ands of the m arket
place, and that means once you begin 
to compete. Or really even before that, 
once you are given the opportunity to 
compete.

In the abstract, all this talk about 
com petition may leave some skeptical. 
Certainly, those who never have been 
in business may have trouble appre
ciating this concept. After all, how can 
such an invisible force function so con
sisten tly  well? Besides, rely ing on 
some tangible governm ent agency or a 
regulation w ritten  in some obscure 
office in our nation’s capital seem so 
much easier when it comes to guaran
teeing an orderly and productive m ar
ketplace.

However, if we use concrete exam
ples to support general assertions, we 
see that com petition really is the best 
way to go. H ere are two examples: 

Example No. 1 can be found in the 
securities industry. Many of you may 
recall the debate that occurred about 
10 years ago, when the Securities and 
Exchange Commission considered a 
proposal to do away with fixed rates on 
stock transactions. In o ther words, in
troduce a bit of com petition into the 
securities marketplace.

In testifying against such a “radical” 
and untried change, the securities in
dustry carefully cloaked all its argu
m ents in the sacrosanct gown of public 
interest. The industry said, and this is 
according to a D ecem ber, 1974, issue 
of the Wall Street Journal: “The aboli
tion of fixed rates on stock transactions 
will (not could, maybe or might, but 
will) hu rt small investors and weaken 
the nation’s m arkets.”

By James G. Cairns Jr.
President-Elect 

American Bankers Assn.
This article is based 
on talks given by Mr. 
Cairns, pres., Peo
ples Nat'l of Wash
ington, Seattle, at 
the annual conven
tions of the Lou
isiana and Oklaho
ma Bankers associa
tions. Mr. Cairns is 
shown making his 
Oklahoma address.

Now, anyone who has read the busi
ness page over the last two years knows 
this is just so much hogwash. In fact, 
quite the opposite is the case.

Deregulation has resulted in signifi
cantly lower costs for the little guy who 
buys stock. There now are more small 
investors in the stock m arket than ever 
before, and studies suggest millions 
more soon may take the plunge.

Has deregulation hu rt the markets? 
No. Has deregulation hurt our econ
omy? No. Has the securities industry 
been “ru ined”? No. Has the sky fallen? 
No. But in 1974, our friends in the 
securities industry would have had us 
believe o therw ise. This proves the 
consum er benefits w hen com petition 
is allowed to work.

The second example of how and why 
we need com petition comes to us cour
tesy of the real-estate industry. Many 
of you may have read recently about an 
unpublished  repo rt by the Federal 
Trade Commission regarding broker 
fees in the real-estate industry.

The study, w hich originally  was 
co m m iss io n ed  d u r in g  th e  C a r te r

Adm inistration, concludes that real- 
e s ta te  b rokers rece ive  “artificially  
high fees for selling houses, thanks to 
noncom petitive practices in the indus
try.

The rep o rt also said the cu rren t 
structure of the real-estate industry 
created “barriers to the free flow of 
information to consum ers” and that if 
brokerage commissions were lowered 
just one point —  from 6% to 5% —  
consumers would save at least $1.3 bil
lion a year.

So, there you have it —  1.3 billion 
reasons the real-estate folks should 
oppose fu rth e r deregulation  of the 
financial-services industry.

C om p etitio n  is the  nam e of the 
financial game these days. It is som e
thing consumers would benefit from 
trem endously, and it’s som ething non
banks obviously have a vested in terest 
in limiting.

U n fo rtu n a te ly , c o m p e titio n  has 
been lim ited only in one direction, and 
the result can be seen in commercial 
banks’ declin ing  m arket share . In 
1949, commercial banks held 52.3% of 
all financial-institution assets. Thirty 
years later, in 1979, banking organiza
tions held 37.4%. Today, that share 
may have declined to less than 36%.

Does all this make me a pessimist? 
Not really. I happen to agree with the 
sen tim en t expressed  by econom ist 
Joseph Schum peter w hen he wrote, 
“The report that a given ship is sinking 
is not defeatist. Only the spirit in 
which this report is received can be 
defeatist: The crew can sit down and 
drink , b u t it also can rush  to the 
pum ps.”

How much further the good ship 
banking lists depends entirely on you.

(Continued on next page)

"Legislation that permits us to compete is pro
consumer, and the sooner our policymakers in Washing
ton appreciate this fact, the better off everyone will be."
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Four Crises Plague Bankers, 
Kansas Conventioneers Told

Cairns
(Continued from  page 9)

OUR CRISES plaguing bankers 
were discussed at the Kansas Bank

ers  A ssociation  s co n v e n tio n  last 
m onth by Marilyn M acG ruder Barne- 
wall, p resident, M acG ruder F inan
cial, Inc., Denver. Ms. Barnewall, in 
her talk, “Bank M anagem ent in C ri
sis,” listed these crises as:

1. Failure to see custom ers as they 
are, not as they were. More expertise 
is needed so bankers can keep up with 
sophistication levels of their custom 
ers.

2. The m arketp lace has becom e 
more com petitive and bankers aren’t 
responding to this fact as rapidly and 
constructively as they should. New 
policies are required; more sales tech
niques are needed. More employees 
who are sales oriented are needed, but 
m anagem ent m ust keep in mind that 
assertive employees don’t have split 
personalities —  they will be assertive 
to m anagem ent as well as to custom 
ers!

3. F a ilu re  to see the  m arket as 
being consum er-need driven. H ere’s 
where nonbanks are getting the upper 
hand. They know the psychographics 
of the market. Their types of services 
lend them selves well to up-scale cus
tomers who know what they want and 
will go to the place that serves them  
best. Nonbanks are customizing ser
vices to individual custom ers while 
banks are asking custom ers to buy 
generalized services.

4. Community bankers m ust real
ize market segm entation is NOT just a 
big-bank problem . They no longer can 
expect dissatisfied affluent individuals 
to run to smaller banks from big banks 
to seek the services they want, because 
the small banks aren ’t sophisticated 
enough to serve these individuals. Ac
tive investors aren’t traditional bank 
customers. Big banks are learning how 
to serve the affluent custom er, thus 
keeping these customers from going to 
small banks.

Ms. Barnewall’s firm polled “high- 
roller” individuals regarding services 
they want from financial institutions.

1. T hey  w an t a p e rso n a l re la 
tionship with their banker, bu t the def
inition of “personal relationship’ is 
different in the eyes of the custom er 
and the banker. The same goes for the 
“convenience” they want. That doesn’t 
m ean brick-and-m ortar branches all 
over town. It means being able to get

the banker’s ear when they want it.
2. Affluent people want low return  

on savings for tax reasons.
3. Many affluent people view their 

banker as their adversary, not as their 
partner, because they feel their banker 
isn’t sm art enough to handle  then- 
affairs in the best way. They’re fearful 
th e ir  banker will goof up on th e ir 
account.

4. They see bankers’ concern for 
their institution’s bottom  line as con
trary to the welfare of their own bot
tom lines; i.e ., bankers’ interests are 
not the same as custom ers’ interests.

Ms. Barnewall says it’s difficult for 
an affluent custom er to com m unicate 
with a banker with whom the custom er 
has substantive misconceptions. C us
tom ers have m isconceptions about 
what banks are going to becom e b e 
cause of deregulation. All the new ser
vices and products are causing custom 
er confusion. They are too difficult to 
understand quickly.

She suggested bankers should ask 
them selves if they are sending the cor
rect messages to their custom ers, how 
these messages are being defined by 
custom ers, who the receiver of these 
messages is.

Bankers are th e ir own messages, 
Ms. Barnewall continued. Custom ers 
have their own perceptions of banks. 
W hen the bank’s message contradicts 
this perception, the bank is in trouble 
in th e  com m unications area. This 
jeopardizes the position of trust the 
bank has enjoyed in the past.

Sears doesn’t advertise insurance — 
Allstate does, she pointed out. Sears 
doesn ’t have the credibility  among 
custom ers to send a message about in
surance under its byline. I t’s telling 
insurance customers it has a firm that 
specializes in insurance —  Allstate — 
to handle the insurance end of its busi
ness. People trust Allstate with insur
ance m atters  w here  they  w ou ldn ’t 
trust Sears with such m atters. If Sears 
doesn’t have the expertise, it buys it — 
but doesn’t call it “Sears.”

Ms. Barnewall said bankers should 
realize they are their own media, and a 
new message can garble the message 
they’ve been sending out in the past — 
prior to deregulation. Custom ers don’t 
think bankers understand how to man
age money. Bankers m ust learn what it 
takes to sell a product in a custom er- 
driven marketplace. •  •

It depends on the speed with which 
you rush to the pum ps and the effort 
you place in m anning the pumps. I 
have trem endous confidence in the 
overall seaworthiness of our vessel, 
once it is free of the barrier reef of 
over-regulation.

Thus, our objective —  the ability to 
com pete —  is simple. The means of 
achieving it, m anning the pum ps, may 
be a bit more difficult, bu t the objec
tive remains simple.

To get our ship back in the race 
means you will have to become in
volved in th e  po litical process. It 
means you are going to have to take the 
tim e to contact your federal rep re 
sentatives to let them  know how vital it 
is that you be allowed to compete.

At bottom, this is a consum er issue. 
W e know increased com petition will 
mean lower prices and a w ider choice 
for the consumer.

In politics, there  is an unw ritten  
rule that what really m atters is the 
name you succeed in imposing on the 
facts — not the facts themselves. That 
is why, for example, the $98.3-billion 
tax-hike bill of two years ago was 
eu p h em is tica lly  lab e led  “The Tax 
Equity and Fiscal Responsibility Act. ”

In our case though, there happens to 
be absolutely no difference betw een 
fact and title. Legislation that perm its 
us to com pete is pro-consum er, and 
th e  so o n er o u r p o licy m ak e rs  in 
W ashington appreciate this fact, the 
better off everyone will be.

W hile you’re at it, get customers, 
who stand to benefit so much from 
changes in the law, to also contact their 
re p re s e n ta t iv e s . In  W ash in g to n , 
quantity counts.

Also vital to achieving our legislative 
goals is a strong and well-funded in
dustry-campaign fund. Last year was a 
record year for BankPac. More than 
half a million dollars was collected 
throughout the country. This year, our 
goal is $750,000.

On the one level, then, we are talk
ing dollars, dollars to prom ote a pro- 
c o m p e titiv e  ou tlo o k . O n a n o th e r  
level, we are talking sense. After all, it 
really is only sensible to support leg
islation that will provide a financial 
b onanza  for lite ra lly  h u n d re d s  of 
thousands of consumers across the na
tion.

O ur position, w hen adequately sup
ported by dollars and sense and by 
state bankers associations, never can 
fail. W e proved this was the case w hen
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w ithholding at source was repealed, 
hopefully forever.

This year, though, it is a little dif
ferent. Instead of working to repudiate 
a bad law, we are going to have to work 
to create some good laws. The task will 
be a little more difficult because, as 
any engineer will tell you, it is a lot 
easier to tear down a building than it is 
to construct a new one. However, that 
is the task we have taken on.

The ABA lead ersh ip  con ference  
concluded unanimously that we need 
to push forward with equal pressure 
for authorization of new bank services 
and for a simultaneous redefinition of a 
bank — a redefinition that will resolve 
the nonbank question.

Unity, the leadership  conference 
concluded, is of param ount im por
tance. If the industry remains united 
behind these dual goals, and keeps 
them  tightly linked, it has the oppor
tunity to achieve both.

I think all bankers know just exactly 
what new services our industry must 
be perm itted  to offer.

For one, we are going to need the 
ability to offer securities and m utual 
funds to our customers. Many of our 
trust departm ents have been active in 
these  areas for years. M any banks 
already have estab lished  discount- 
brokerage services. I t’s clear we have 
the ability and expertise. Now all we 
need is for lawmakers to take the time 
to ratify reality.

W e also should be p e rm itted  to 
underw rite and sell insurance. I was 
struck by a recent insurance-industry 
report that showed that a significant 
portion of the public would go to a 
bank to purchase insurance. W hile I’m 
sure this was partly a function oi con
venience, it also has a lot to do with the 
public’s trust in bankers and banking 
institutions.

How valuable is this image? I be
lieve it’s a pearl beyond price. The 
insurance industry  knows ju st how 
valuable it is, too.

The public relations firm, Ruder, 
F inn & Rotm an, recen tly  com m is
sioned a representative public-opinion 
poll on credibility of various financial-

service providers. The poll was the 
subject of an article in the D ecem ber 
10, 1983, issue of the National Under
writer.

Among the study’s significant find
ings was this: Fifty-four percent of the 
public would tru s t financial advice 
given by a banker. If you think 54% 
doesn’t sound like much, consider the 
other findings —  28% of the public said 
they would prefer the advice of an 
accountant, and only 5% said they 
would trust an insurance agent.

If you believe, as I do, that credibil
ity holds the key to financial-service 
success in the com ing years, these 
num bers are welcome news.

O f course, along with security and 
insurance powers, we also m ust have 
the freedom to becom e more involved 
than we are now in the real-estate m ar
ket. We already have the ability and 
experience in this area. We are com pe
tent appraisers. Many of us already are

involved in com m ercial real estate, 
and our branch networks provide us 
with a built-in delivery system for real- 
estate brokerage.

W e have a report by Peter M errill 
Associates showing that broader real- 
estate-equity-investm ent powers offer 
banks the possibility of greater profits 
at no extra risk.

Again, though, if we want the oppor
tunity to com pete, we are going to 
have to earn the opportunity to com
pete.

Some time ago, the Senate Banking 
Com m ittee com pleted 44 days of hear
ings on com petitive-freedom s legisla
tion. These hearings included more 
than 235 w itnesses and filled over
7,000 pages with testim ony. Senate 
Banking C om m ittee Chairm an Jake 
Garn (R.,Utah) has said it finally is 
time to quit talking and start passing 
this consum er legislation.

On the House side, the picture is 
not quite as encouraging. Although 
hearings on com petitive-freedom  leg
islation have been scheduled, this en 
tire issue may be obscured, to use in
dustry jargon, by the non-issue issue of 
banking-service fees.

Today, banks are being pressured

by the twin forces of narrow interest- 
rate spreads and high costs of m ain
taining extensive facilities.

Since we have yet to secure the free
dom to com pete, we must rely, at least 
to some extent, on fees to cover our 
cost and required capital growth. Fees 
are a reasonable and straightforward 
way for us to stabilize our income, and 
they are not new.

Why, then, do we hear so much 
about banks “nickeling and dim ing 
their customers to death’’ with fees?

Part of the answer has to do with the 
economy. Consum er issues tend to re 
turn  to the forefront during periods of 
economic prosperity. Unem ploym ent 
and inflation, popular platforms just a 
year ago, have collapsed under the 
weight of a robust economic recovery.

The other part of the answer lies in 
th e  fact we now  are  in an ev en - 
num bered year, and that means most 
of Congress is up for reelection.

Veteran lawmakers understand how 
the media work and what issues they 
find attractive, and they know how to 
play on consum er frustrations.

W e must deflate this political hot-air 
balloon before it has a chance to take 
off.

Make sure your custom ers under
stand the need for fees. Tell them  in 
advance what these fees are and tell 
them  in advance when you will be rais
ing certa in  fees. Be se lective and 
reasonable with your fees.

Tell your custom ers in advance 
w hen their deposits can be drawn on 
and/or when they will begin to earn 
interest. Be reasonable in determ ina
tion of availability.

At the banking leadership confer
ence I spoke of earlier, bankers com
m itted them selves to supporting a con
stitutional am endm ent to balance the 
federal budget, except during tim e of 
war or when three-fifths of Congress 
votes for deficit spending.

This was done because it was felt the 
federal deficit is the No. 1 th reat to our 
nation and to our way of life. I hope you 
will support this am endm ent actively 
with the same energy and com m it
m ent you bring to the fight for com
petitive freedoms.

I think we all realize com petitive 
freedoms can be only as good as our 
economy. H igh in te rest rates, ru n 
away inflation and low productivity 
and investm ent can do m ore harm to 
banking in the U. S. than can most 
governm ent over-regulation.

One thing is certain though. If we 
stay un ified  and w ork to g e th e r to 
achieve our goals, next year will be a 
great year for banking and for our na
tion. •  •

. . competitive freedoms can be only as good as our 
economy. High interest rates, runaway inflation and low pro
ductivity and investment can do more harm to banking . . . than 
can most government over-regulation/'
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Yield ahead
Improving the yield on your investments 

takes constant, careful review. Under today’s 
rapidly changing m arket conditions, knowing what

portfolio management. They will keep you up to 
date and informed of rapidly changing m arket 
conditions. And they will help you in making timely 
decisions in order to improve your yield.

Call the Commerce Bank Bond Investment
Group at 816/234-2462 today. Together, we will 
review your current investment position and

• • 4

to buy, when to buy it, 
and when it m atures is 
essential.

That’s why you 
should call the 
Commerce Bank Bond 
Investment Group.

Our Bond Group 
representatives are 
trained professionals in

assist you in the 
management of your 
portfolio. 816/234-2462 •  10th & Walnut •  Kansas City, MO 64141

of Kansas City

MID-CONTINENT BANKER for June, 1984 13Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



After helping ban
we’ve really got it

MONROE Installment Loan Transaction System 1

t oan Transaction System |
f^jMROE Mortgage Loa

...._  Assets and Liabfli
MONROE Management System

A  M O W «  S a fe ty « * * “6^

% \  .1 ^  ^^neral Ledger

Sure it took time. But in spite 
of w hat most com puter companies might think, 
you d o n ’t learn banking overnight. A t least 
tha t’s not the w ay we learned it. W e started in 
1912 and it took years. The result is that today 
M onroe has considerably more experience in 
banking than most other computer com pa
nies. That’s what makes our computer the log i
cal choice to meet all your banking needs.

The M onroe System 
2000™  is setting a new standard in financial 
PC’s. It’s expandab le , flexible and surpasses 
the speed, memory and da ta  storage o f yes
te rd a y ’s small computers. It comes with the 
two industry standard operating systems.
As well as other advanced technical features 
w e ll be happy to explain to you in 
banker’s terms.

For software, M onroe has a w ide 
range of programs to tell you where you are,

System 2000 is a trademark of Litton Business Systems, Inc.
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ers for 72 yearç 
down to a sp ie
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where you ’re go ing and how 
to ge t there. W e can help you handle Assets 
and Liabilities, M o rtga ge  Loans, Installment 
Loans, Fixed Assets, W ord Processing, Safety 
Deposit Box, Spread Sheet and more. Each 
was written or chosen by M onroe people, 
based on their years of banking expertise.

W h a t’s more, M onroe employees

staff the
2 5 0  branch offices conveniently 
located across the country, ready to provide 
full service and software support in your bank.

For more information on the M onroe 
System 2 0 0 0 , call 800- 526- 7843, 
ext. 4 4 4  (in N.J. 8 0 0 -5 2 2 -4 5 0 3 , ext. 444).

S MONROE SYSTEMS FOR BUSINESS.
For leaders, not followers.
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Convention Report

SALESMANSHIP 
IN BANKING —
Is It Just Around the Comer?

CHANGE: I t’s here. And more is 
coming —  and at a faster pace! 

T his is th e  m essag e  th a t cam e 
through loud and clear to Arkansas 
bankers last m onth at their annual con
vention in Hot Springs. The message, 
incidentally, came from nonbankers — 
consultants, educators, re ta ilers — 
who kept a normally “m obile” audi
ence literally glued to its seat.

Each of the speakers acknowledged 
that it was normal to resist change. It 
happens in any industry, and it hap
pened to the airlines, according to Jack 
Jackson, a consultant from Oklahoma 
City.

Pilots were the first to resist change, 
he said, when they w ere informed that 
swept-winged jets would replace their 
old familiar prop planes. A ceiling of
39,000 feet? “W hy we won t be able to 
see the highways,” they cried. And 
w e’ll navigate by radar? “That d idn’t 
work at Pearl H arbor,” m oaned pilots, 
many of whom had flown the skies for 
45 years.

Mr. Jackson soon made his point. 
No one wants change. W e’re comfort
able with what we re doing now. But 
like it or not, change —  it’s perm anent.

Airline m anagem ent also resisted 
change. They d idn’t com pete, said Mr.

Jackson. They just “shared” m arket 
with other airlines. But they learned 
they had to com pete when Congress 
deregulated the airlines. The industry 
was shaken earlier when an upstart in 
Texas, Southwest Airlines, found it did 
not have to request rates from the CAB 
(Civil Aeronautics Board) for an airline 
that stayed in Texas. The result was an 
industry-breaking fare from Dallas to 
H ousto n  th a t s e n t shock w aves 
through the airlines.

“That was their loophole,” said Mr. 
Jackson, “and the banking industry has 
its own loophole finders. His com 
parison was accepted im m ediately by 
bankers, who forceably had been made 
aware in recent weeks of the “loophole 
bank” or the nonbank as the m edia had 
artfully dubbed it.

But does the public care w hether it’s 
a nonbank, argued Mr. Jackson? Point
ing back to the Southwest Airlines ex
ample, Mr. Jackson "laid” it on: “If 
your fare is lower, thev will fly with 
YOU.”

The analogy was clear: Bank custom 
ers know what YOU pay. They know 
what YOU charge. Technology, Mr. 
Jackson assured his listeners, makes it 
possible for the sophisticated custom er 
to shop any bank in his community.

If I W ere a Banker
“W hat would I do if I w ere a banker 

and faced the changes faced by bankers 
today? H ere’s what I would d o ,” coun
seled Dave Glass, vice chairman of 
W al-M art Stores, probably  the na
tion’s No. 1 discount chain. Mr. Glass, 
headquartered  in nearby Bentonville, 
rem inded bankers that “retail is detail” 
and that he (and his associates) would 
approach the problem  from that view
po in t, exam ining every  detail. H e 
offered this eight-point plan.

1. Develop a plan. Decide what you 
are and w here you’re going, and put in 
as many “steps ’ as you can, bu t always 
be ready to “alter your p lan .”

2. Develop a low resistance to the 
change the previous speaker talked 
about. In the retail business, Mr. Glass 
explained, “W e have a low resistance 
to change. In fact, he said, “we w el
come criticism from our contem po
raries and our com petitors. Keeps us 
on our toes.”

3. Involve all your people in the 
problem s and success of your business. 
Share profits and pay people as much 
as you can. R etrain  people. Teach 
them  to think like a custom er. Be on 
the leading edge of technology. D on’t 
be a follower. Allow technology to sup-

KENT STICKLER —  Marketing 
starts when the telephone is 
answered.

JAMES H. DONNELLY — Tech
nology has changed today's 
banking customer.

JACK JACKSON —  Does the 
public care whether it's a non
bank?

DAVE GLASS —  Do not use 
short-term strategy for long
term goals.
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DON'T LOOK 
FOR US WHERE 
YOU FIND THE REST.
■  Banker Control

MBWCF is d es ig n ed  for an d  controlled by 
bankers.

■  Claims Management
K eeps claim  dollars to a m in im um  an d  returns 
all u n u se d  dollars to m em bers.

■  Incentive
F avorab le  ex p erien ce  is rew arded .
MB W C F’s dollars are deposited in a bank and invested at the best 
available  m arket rates perm itted by law. Our board of trustees R E C Y C L E D  S A V IN G S  
m eet regularly to m onitor the fund to insure responsible fiscal T O  M E M B E R S
m anagem ent.

T h e  le a d in g  v o ic e  o f  M ich ig a n ’s  b a n k in g  c o m m u n ity .

S en d  for our free 8 p a g e  inform ational book le t on  
h o w  you c a n  benefit from  MBWCF’s W orkers 
C o m p e n sa tio n  Fund . C ontact D avid Bell, F und  
A dm inistrator, 5 1 7 / 3 2 1 - 1 6 0 0 .

M IC H IG A N  B A N K E R S  W O R K E R S  
C O M P E N S A T IO N  F U N D
6105 W. St. Jo sep h  H igh w a y , S u ite  200, L a n s in g , MI 48917 
P h on e : 517/321-1600
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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 constructed a 
Cash Letter Analysis Report to examine their
complex check collection function, and we 
offered recommendations about how Citizens 
National could minimize 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 working with a bank that 
clears more than a hundred million checks 
each year.... That’s experience.

Daniel G. Priske 
President and 
Chief Executive Officer 
Citizens National Bank 
and Trust
Marshfield, Wisconsin

FIRST W ISCO NSIN
MORE BANK FOR YOUR MONEY
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Give farmers three good reasons to think 
of your bank for all of their financial needs.

Send them THE FARM PICTURE.

Agricultural bankers know that business is tougher 
than ever. And they also know that good 
customer relations are essential in getting and 
keeping farm customers. That’s why top 
agricultural bankers in 34 states send The Farm 
Picture to their agricultural customers.

The Farm Picture is a monthly, personalized 
newsletter of facts and figures pertaining to the 
vital interests of your custom ers—their business, 
their money, and their banker. The Farm Picture 
also keeps client banks a step ahead of the 
competition by offering itself exclusively to 
commercial banks. If you’d like to improve 
customer relations, why not try The Farm Picture 
newsletter service for two m onths, without cost or 
obligation. W e’ll supply all materials free.

For more information, attach your business 
card to the coupon below and mail.

---------------------------------------------------------------------------------- ,

P lease send us sam p les, rates and 
info about your no-cost, no-obligation  
te st m ailing of THE FARM PICTURE, 

including covering letter and reply cards.

Mail to: The BankVertising Company 
P. O. Box 1568  
Champaign, IL 61820

or call 2 1 7 /3 5 6 -1 3 3 9  co llec t  
and ask for John Schacht

Getting across your story . . .
Best of all, if you wish, you can per
sonalize The Farm Picture by using 
one whole page of the four-page, 
8 W ’x 11” format with a direct mes
sage to your customers. Layout and 
typesetting services are available.

The Huntington 
Means Business

J h t m l

Have You Thought About Leasing? .

---■ ~~

Keeping up with prices . . .
Each month, The Farm Picture offers a concise 
summary of supply/demand prospects and other 
developments that are likely to affect prices for all 
major farm commodities. This information comes 
from outlook specialists, trade sources, and USDA 
reports. And it’s available in four regional editions.

jjjvj FIRST TRUST ¿Jj 

THE FARM PICTURE ino»,
jf iE  bANk ThAT kNOWS fARMilNq
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Make More
Blaçklnk
Flow in •

Getting down to business . . .
Practical, helpful information about 
marketing strategies, cash flow, estate 
planning, tax savings and other 
money matters essential to farm man
agement is put together each month 
in easy-to-understand articles. And 
they’re written by price and outlook 
specialists, ag economists, accoun
tants and lawyers who know farming 
and agri business from the roots up.
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port your people, not replace them . 
Make your directors becom e produc
tive.

4. Know your com petitor, his p rod
ucts, his strengths, his weaknesses.

5. Reduce your cost of doing busi
ness. The lowest-cost producer will be 
the survivor. This will force you to look 
at productivity standards.

6. C hallenge the obvious regula
tions th a t in h ib it innovation . H ire 
mavericks. Every organization, said 
Mr. Glass, should have several who 
“rock the boat, ask questions, develop 
new techniques.”

7. Lead. Do not follow the pack. 
D on’t react. If it should be done, DO 
IT. Sell custom ers what they want to 
buy.

8. Do NOT develop a short-term  
strategy that will not enhance long
term  goals.

These points, Mr. Glass told Arkan
sas bankers, em body the philosophy of 
W a l-M art m a n a g e m e n t. M any of 
them , he said, no doubt could be u ti
lized by bankers to help adapt to the 
change that is here and that is antici
pated.

Where Is My Bank Headed?
Changing technology and changing 

markets certainly require a change in 
managerial focus, said another speak-

♦
A p e r f e c t  sco re  w o u ld  b e  60 p o in ts  
(12 x 5 =  60). If results m easured 50-60 
points, the organization probably has a 
w ell-developed sales culture. There may 
be areas in need of attention , bu t for the 
most part, the organization is moving in the 
right direction. A score o f40-50 points indi
cates there  is some m ovem ent toward the 
sales culture, but, no doubt, many areas 
need im m ediate attention, l i r e  organiza
tion most probably is not seriously com m it
ted at the senior level. Unless change takes 
place soon, the  organization may have 
problem s in the m arketplace in the next 
five years. A score of below 40 points re 
flects an organization unprepared  for the 
challenging tim es ahead. There is little if 
any sales com m itm ent at the senior level, 
and even the most basic sales program s 
have not been started  or are operating b e 
low acceptable levels. This organization 
likely will not be a w inner in the m arket
place unless there  is dram atic change soon.

Sales-Quotient Audit
One of the most im portant tasks facing a financial institution in the next few 
months is to change into a m ore aggressive sales organization. To focus attention 
on the various activities that m ust be considered in bringing about this change, a 
series of questions is p resen ted  that will be of help in assessing the presen t sales 
sophistication of an organization. Readers will want to rate their own organiza
tion on each of the following questions from one (“Not True of My Institu tion”) to 
five (“T rue of My Institu tion”).

Not True of My True of My 
Institution Institution

1. l l i e  organization em phasizes the im 
portance of selling from top to bottom . 
The majority of staff m em bers recognize 
the im portance of sales to the fu ture of 
the organization.

1 2 3 4 5

2. Senior officers of the line divisions (i.e., 
lending, retail, corporate, correspon
den t, trust, etc.) are accountable for 
sales results.

1 2 3 4 5

3. W ithin the organization, there  is a de
partm ent or individual responsible for 
d ev e lop ing  and im p lem en tin g  sales 
strategy.

1 2 3 4 5

4. Every custom er-contact person has a 
sales or custom er relations statem ent as 
part of his job description.

1 2 3 4 5

5. L end ing  officers, b ran ch  m anagers, 
trust officers and others are involved in 
a sales-call program  on prospects as well 
as custom ers. The program  is producing 
meaningful results.

1 2 3 4 5

6. The organization has an on-going sales
training program.

1 2 3 4 5

7. The organization has developed a p ro 
gram for selling segm ented custom er 
groups (e .g ., via a personal or executive 
banking departm ent). These personnel, 
through aggressive selling techniques, 
are calling on attorneys, physicians and 
o ther centers of influence.

1 2 3 4 5

8. The organization is developing a p rod
uct line, priced and packaged com peti
tively, to m eet the custom ers’ needs in 
the ’80s.

1 2 3 4 5

9. The organization is taking specific steps 
to provide sales support to line person
nel (e.g ., d evelopm ent of a central- 
information file, packaging of products, 
creative pricing, sales brochures, etc.).

1 2 3 4 5

10. Cash bonuses and incentives are used 
regularly as a means of recognition for 
personnel who achieve sales quotas.

1 2 3 4 5

11. O utstanding sales perform ance is an im 
portant criterion for prom otion to h igh
er levels.

1 2 3 4 5

12. Prim ary custom er-contact personnel, 
such as te lle rs , new -account re p re 
sentatives and custom er-service rep re 
sentatives, are trained in sales and cus
tom er relations and are m easured reg 
ularly in these areas.

1 2 3 4 5
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er, James H. Donnelly, professor of 
business adm inistration, University of 
Kentucky.

Today’s banking custom er is chang
ing (has changed) as a result of rapidly 
changing technology. At an early age, 
for example, youngsters come in con
tact with com puters and thus easily 
adapt (more so than the 60-year-old 
customer) to use of ATMs, POS te r
minals, credit and debit cards, etc. As 
a result, said the Kentucky educator, 
b an k e rs  n e e d  to ask th e m se lv e s : 
“W here is my bank headed?” And 
adopt a clear-cut strategy to m eet the 
needs of the customer.

Effectiveness, he pointed out, is the 
foundation for success in any business. 
Efficiency also is im portant, but, he 
cautioned, it is NOT vital if you are 
efficiently providing the ivrong service 
in the wrong market.

Therefore, he stated, banks m ust 
clearly separate their strategy from op-

EREG U LA TIO N  has led C en
tral Bank of the South, Birming

ham, Ala., to introduce its new Prim e 
Account, a savings account whose in
terest rate is tied to the bank’s p rim e
lending rate.

“From a m anagem ent perspective,” 
says W. Dan Puckett, the bank’s ex
ecutive vice p resid en t in charge of 
general banking, “this is the most re 
cent example of C entral’s leadership in 
th e  d e reg u la ted  banking  industry . 
Broadly, we view deregulation as an 
opportunity to build our m arket share 
and assume an even stronger position 
against o ther banks, savings and loans, 
credit unions, brokerage houses and 
various o ther industries entering  the 
banking field. W ith this account in par
tic u la r , w e re  c o m p e tin g  ag a in s t 
m oney-m arke t accounts and o th e r 
short-term  investm ents to provide dis
crim inating consum ers with high in
te re s t , conven ience  and F D IC -in - 
sured security .”

Mr. Puckett adds that his bank d e
cided to pu t deregulation to work for 
its customers by approaching it as an 
opportunity to give them  more sophis
ticated, innovative services such as the 
Prim e Account.

How it works. To open a Prim e 
Account, a custom er m ust have an ini
tial deposit of $2,500 and a C entral 
Bank checking account. H e/she may 
make as many deposits and w ithdraw 
als as he/she wishes, using tellers at 
C entral’s more than 80 offices th rough
out the state during regular business
18

erations. Products and custom er needs 
should drive operations and not vice 
versa.

Define what you want to do, he 
advised, and then organize to do it. 
Often, units of a bank do not cooper
ate, particularly in the areas of loans 
and deposits. W ho gets credit should 
not be the question , Dr. Donnelly 
said. The objective should be to serve 
the custom er better.

Again, he em p h asized , resp o n d  
quickly and strategically to changes 
taking place in the banking industry.

A Sales Bank?
Banking’s share of the financial m ar

ket has deteriorated gradually over the 
years from 38% in 1944 to 33% in 1974, 
and if the pace continues, said Kent 
Stickler, will erode to 13% by the year 
2044! Thus, the next few years can be 
crucial for banks, said Mr. Stickler, 
president of Financial Shares South,

hours (including Saturdays at m ost 
locations) —  or h is/her special Prim e 
Account H andyBank ATM card, 24 
hours a day, seven days a week, in 34 
locations.

As a bonus for the first m onth — 
April 30 through May 30 —  C entral 
paid 12%, which was its prim e lending 
rate during that tim e, on deposits of 
$10 ,000  or m o re . N ow , P rim e  
accounts with balances of $10,000 and 
over earn 80% of C entral Bank’s prim e 
rate; $2,500-$9,999.99 balances, 75% 
of the bank’s prim e rate; and $500- 
$2,499.99 balances, 5x/2% in te rest. 
Balances below $500 don’t earn in
terest.

“The major advantage to the cus
tom er —  aside from higher interest, of 
course —  is convenience,” Mr. Puck
e tt points out. “Now C entral’s custom 
ers no longer have to check fluctuating 
m oney-m arket and savings rates to 
make sure they’re making the most on 
the ir hard-earned savings dollars.”

Mr. Puckett cites as the most secure 
aspect of this account the fact that each 
Prime-Account depositor is insured up 
to $100,000 by the FD IC .

“As a result, ’ he adds, “our custom 
ers know their money is safe with us; 
w hereas, it may not be with certain 
o ther high-yield investm ents.

“In essence, C en tra l’s Prim e Ac
count is an innovative way of consis
tently piquing our custom ers’ interest, 
while giving them  maximum access to 
the ir funds —  and helping them  reap 
the benefits of deregulation .’ •  •

Clearwater, Fla.
His program for “survival” includes 

the following:
•  Innovate. Expand into new m ar

kets. Fook at Sears as an example.
•  D evelop planning and strategy 

formulas. Reduce costs and price p rod
ucts realistically based on costs.

•  Manage, effectively, the interest- 
rate spread. Develop a high state of 
efficiency in operations.

•  Manage and motivate people. As 
morale increases, custom er recogni
tion also increases.

•  M arket services, bu t w ith em
phasis on sales. M arketing is NOT just 
advertising and public relations, Mr. 
Stickler po in ted  out. M aiketing (or 
selling) starts w hen the telephone is 
answered and never stops anywhere in 
the bank. “G et rid of the word friendly  
in your bank advertising,” he urged. 
“You will earn that title if your people 
are sales-m inded.”

Mr. Stickler gave his audience a 
“sales qu iz.” (See chart on page 17). 
The bank of the future will be a SALES 
BANK, he argued, and m anagem ent 
m ust be ready to im plem ent an on
going sales program  in w hich em 
ployees are properly trained to offer 
the bank’s services and products.

Mr. Stickler offered his seven-tiered 
program of selling, which, he claims, 
will help any bank m eet the coming 
changes and challenges successfully.

1. Tellers. H ere is your pierfect con
tact with the custom er. Train them .

2. New-account people. Train them  
to sell ONE MORE SERVICE. Allow 
them  to earn a m onthly commission 
($20-$50) on accounts thus opened.

3. Personal bankers. Assign officers 
to those up-scale accounts that usually 
make up some 20% of your deposits. 
Cultivate those accounts.

4. Branch managers. Have them  call 
on local businesses. They should be 
able to earn cash bonuses of $1,200 or 
more per year.

5. Commercial loan and o ther offi
cers. Have them  develop new loans, 
new deposits and allow them  to earn 
up to $2,500 in cash bonuses per year.

6. All employees. Have a sales con
test at least once a year. Develop new 
IRA accounts, deposits and loans of all 
types.

7. D irectors and  spouses. G et these 
two groups involved. They can bring in 
new business or refer accounts to the 
bank.

Make no mistake about it, said Mr. 
Stickler, sales environm ent in a bank 
m ust start AT TH E TOP. If it does at 
your bank, you can hold your share of 
m arket and even regain share of m ar
ket. The SALES BANK, he said, is on 
its way. —  Ralph B. Cox, publisher.
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around money the finest is ST
1 A U T O M A T I C  C O I N  W R A P P E R

A m o u n ts  and d e n o m in a tio n s  a u to m a tic a lly  in d ic a te d  by 
p a te n te d  " r e d  b orde red  w in d o w s ” . A m o u n ts  in w in d o w s 
a lw ays  in re g is te r . . . e lim in a te s  m is ta kes . A cco m m od a te s  
a ll co in s  fro m  1c to  $1.00.

2 T U B U L A R  C O I N  W R A P P E R
E spec ia lly  des igned  fo r  m a ch in e  f i l l in g  . . .  a rea l tim e -save r. 
Packed fla t. In s ta n t p a ten ted  “ Pop O p e n ”  a c tion  w ith  fin g e r 
t ip  p ressure . D e n o m in a tio n s  id e n tif ie d  by c o lo r c o d in g  . . .  6 
d if fe re n t s ta n d a rd  co lo rs.

3 R A I N B O W  C O I N  W R A P P E R
C olo r coded fo r  q u ick , easy id e n tif ic a tio n . Red fo r  penn ies  . . .  
b lu e  fo r  n icke ls  . . .  g reen fo r  d im e s  . . .  to  in d ica te  q u a n tity  
and  d e n o m in a tio n s  . . . e lim in a te s  m is takes . Tapered  edges.

4 D U Z I T A L L  C O I N  W R A P P E R
Extra w id e  . . . ex tra  s tro n g . D esigned fo r  a reas w he re  halves 
are  w rapped  in $20.00 packs . . . ‘ ‘ red bo rde red  w in d o w ”  fo r  
ease o f id e n tif ic a tio n . A cco m m od a te s  $20.00 in do lla rs , $20.00 
in  ha lves . Tape red  edges.

5 O L D  S T Y L E  C O I N  W R A P P E R
B asic co in  w ra p p e r in ex tra  s tro n g  k ra ft s tock. P rin ted  in  6 
d if fe re n t s ta n d a rd  co lo rs  to  d i f f e r e n t ia t e  d e n o m in a tio n s . 
T r ip le  d e s ig n a t io n  th ro u g h  co lo rs, p r in t in g  and  le tte rs . 
Tapered edges.

6 K W A R T E T  C O I N  W R A P P E R
W raps 4 d e n o m in a tio n s  in h a lf size packages. A m in ia tu re  o f  
th e  p o p u la r "A u to m a tic  W ra p pe r” . . .  25c in penn ies, $1.00 in 
n icke ls , $2.50 in d im es, $5.00 in q ua rte rs .

7 F E D E R A L  B I LL  S T R A P
Package c o n te n ts  c le a rly  id e n tif ie d  on faces and edges by 
c o lo r coded pane ls w ith  inve rte d  and reverse fig u re s . M ade 
o f ex tra  s tro n g  s to ck  to  assure  unb ro ke n  de live ries . O n ly pu re  
d e x tr in e  g u m m in g  used.

8 C O L O R E D  BI LL S T R A P
E n tire  s tra p  is c o lo r coded to  id e n tify  d e n o m in a tio n . P rin ted  
a m o u n t appears  on to p  and  b o tto m  o f package. Extra w id e  
fo r  m a rk in g  and s ta m p in g . Extra s tro n g  s to c k fo rs a fe  d e liv e ry  
and  s torage. Pure dextrine  g u m m in g .

9 B A N D I N G  S T R A P S
Idea l fo r  pack in g  c u rre n cy , d e p o s it t ic k e ts , checks, e t c . . . .  do  n o t b reak 
o r d e te rio ra te  w ith  age. Size 10 x \  inches and  m ade o f s tro n g  b row n 
K ra ft s to ck  w ith  gum m ed  end fo r ease o f sea ling . Packed 1000 to  a ca rto n .

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

D efinition of a Bank, Deregulation  
Among Issues of Interest to Bankers

NON BANKS and nonbank com
p e tition , effects of d eregu la 

tion, bank structure, interstate bank
ing, the need to define what a bank is, 
in terest rates and the national deficit 
were discussed at annual m eetings of 
state bankers associations in the Mid- 
Continent area this spring. In addition 
to these national-interest issues, topics 
on each convention program also dealt 
with m atters germ ane to the respec
tive state associations.

The ABA was represen ted  at various 
meetings by its president-elect, James 
G. C airns J r ., p re s id e n t, Peoples 
National of W ashington, Seattle (an 
article based on his speeches appears 
elsewhere in this issue); William H. 
Kennedy Jr., ABA council chairman 
and chairman, National Bank of Com 
merce, Pine Bluff, Ark.; and Gerald 
Lowrie, executive director, ABA gov
ernm ent relations, W ashington, D. C.

H ere are reports on each of the con
ventions attended by M id -Continent 
Banker editors last month. Reports on 
conventions scheduled for June will 
appear in the July issue.

Obviously, the resolution noted, Con
gress must clarify the definition of a 
bank.

D e sp ite  th e ir  re so lu tio n  on 
“loophole” banking, Arkansas bankers 
recognized the  changing tren d s in 
banking and devoted most of their two 
days of business sessions to examining 
this change and asking how they can 
m eet the challenges that lie ahead.

R eported elsew here in this issue 
(page 16) is a feature article devoted to 
advice received from consultants, an 
educator and a successful retailing ex
ecutive. The com bined advice of these 
speakers might be sum m ed up as fol
lows: Develop w ell-trained, well-paid 
personnel and above all becom e sales- 
oriented banks. This approach, they 
told bankers, will help banks retain 
their share of the financial m arket and 
in some cases regain share of market.

One other scheduled speaker, not 
reported in that separate feature arti
cle, presented  some alarming thoughts 
about the federal deficit. If nothing 
changes —  in taxation or spending — 
said Jack A lbertine, American Busi
ness Council, W ashington, D. C., the

annual national deficit by the year 2000 
will be $ 1 lA  trillion!

W e have “built-in deficits,” accord
ing to Mr. A lbertine, who pointed to 
the indexing of en titlem ent programs 
as the chief culprits: social security, 
military and civil-service retirem ents, 
railroad retirem ents and food stamps. 
This social spending has m ushroom ed, 
he said, from 8% of GNP in 1960 to 
15.5% in 1980 and still will am ount to 
14% of GNP by 1988.

By way of contrast, defense spend
ing in 1960 was 9% of GNP. 5.3% in 
1980 and will be 8% by 1988. In terest 
on the federal deb t was 1% of GNP in 
1960, 2Vz% in 1980 and p robab ly  
would am ount to 3% by 1988.

Congress has managed to hide some 
of its tax increases, said Mr. Albertine, 
through “bracket c reep” as inflation 
has pushed taxpayers into higher tax 
brackets. However, with the im pend
ing indexing of tax returns, Congress is 
becom ing extrem ely nervous about 
the loss of revenues that will result. 
P resident Reagan, if reelected, said 
Mr. Albertine, has pledged to veto any 
legislation that would halt indexing of 
tax retu rns. Mr. A lbertine also ex
pressed the opinion that P resident Re
gan, if reelected, will have his best 
opportunity to correct spending and 
taxation problem s during the first six 
m onths of a new term . After that, he 
said, prospects for success diminish.

D uring business portions of their 
two-day m eeting, Arkansas bankers 
e lec ted  John M. Lewis, chairm an, 
F irst National, Fayetteville, as their 
president. He succeeded William H. 
Brandon Jr., president, F irst National, 
Helena.

O thers elected: first vice president, 
B. G ene Staton, p resident, D eW itt 
Bank; second vice president, William 
H. Handy, president, F irst National, 
El Dorado; treasurer, R. R. Tullos, 
president, National Bank of Arkansas, 
Little Rock.

New m em bers of the Ark. BA board

Arkansas

A RKANSAS bankers ad o p ted  a 
strong resolution  at the ir 94th 

annual convention voicing opposition 
to the so-called “loophole” bank char
ters applied for by many of the nation’s 
m oney-center banks.

The resolution called on Congress to 
clarify the definition of banks in order 
“to close the loopholes for the forma
tion of nonbank banks.”

A rkansas b a n k e rs  n o te d  th a t 
although the C om ptroller had estab
lished a moratorium on the approval of 
these “loophole” banks until the end ol 
the current session, the Com ptroller 
would consider over 230 applications il 
Congress failed to act. Furtherm ore, 
the resolution noted, the Com ptroller 
is expecting additional applications.

PAST PRESIDENTS of Ark.BA gather 
annually at a luncheon sponsored by Mer
cantile Trust, St. Louis. Here, three pose for 
the camera: Cecil W. Cupp (1959), sr. ch., 
Arkansas Bank, Hot Springs; Max A. Mitch
am (1964), ch., Smackover State; and Dig- 
by C. West (1960), ch., First Nat'l, Berry- 
ville.
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are: J. C. Stuckey, chairm an/presi- 
dent, Bank of Trum ann; Ray L. Cash, 
p re s id e n t ,  A rkansas B ank, H o t 
Springs; H ow ard M. Qualls, p resi
dent, State F irst National, Texarkana; 
and Howell N. Davis, president, Sim
mons First National, Pine Bluff.

A m erican  B an k ers  A ssocia tion  
m em bers elected Mr. Brandon, re tir
ing Ark. BA president, to serve on the 
ABA council for two years. •  •

Kansas

A TALK via telephone was made at 
the Kansas Bankers Association’s 

conven tion  last m onth  by S enator 
Robert Dole (R.,Kan.), who said re 
ducing the deficit is of param ount im 
portance. There is no end in sight re 
garding the deficit-reduction bill in 
Congress, he told his hom e-state audi
ence, and th e re ’s an impasse that re 
quires action from the constituency. 
He sees no freeze on spending this 
year.

Senator Dole pointed out that any 
successful legislation m ust be favored 
by President Ronald Reagan and Rep
resentative Thomas P. ‘Tip’ O ’Neill 
Jr. (D.,M ass.) because of their great 
influence. The Kansas senator said he 
hopes to see a $ 150-billion-deficit- 
reduc tion  bill em erge  finally from 
Congress.

In  th e  good-new s d e p a r tm e n t, 
Senator Dole rep o rted  that C om p
troller of the C urrency C. T. Conover 
agreed to halt tem porarily the expan
sion of nonbank banks. He sees it as 
unlikely that banks will get extended 
powers this session because the insur
ance lobby is too strong. The senator 
believes there  will be a start this year 
on such legislation, bu t it won’t begin 
until after the N ovem ber election.

President’s Message. Outgoing KBA 
President Anderson Chandler (presi
dent, Fidelity State, Topeka) said the 
good news in his message is that the 
KB A s financial position is good. The 
bad news includes two bank failures in 
the state in the past year, narrowing 
spreads and nonbank competition.

On the state-legislative scene, Mr. 
C h an d le r re p o rte d  th a t banks can 
make loans at detached facilities start
ing July 1, that attem pts by thrifts to 
get more public funds was defeated 
and that m ulti-bank-HC enabling leg
islation d idn’t pass.

“W e’ve lost ground in some sectors 
and gained somewhat in o thers,” he 
continued. He reported  big banks in 
Kansas are losing custom ers at a 9% 
rate; they’re losing affluent customers 
at an 11% rate. M ergers have affected

competition by enabling nonbanks to 
buy service-offering firms whose prod
ucts they want to gain and sell.

In areas w here there  is a level play
ing field, according to Mr. Chandler, 
banks are  d o ing  w ell, such as in 
m oney-m arket accounts. H ow ever, 
the interest-rate spread is narrowing, 
forcing banks to seek new sources of 
fee income. Banks m ust have addition
al powers on the asset side, such as 
full -se rv ice  b ro k e ra g e s  and  rea l- 
estate-equity participations.

From the ABA. William Kennedy, 
ABA chairman, said the national debt 
is the result of governm ent efforts to do 
good on the social front. The U. S. 
can’t continue to raise the deficit, said 
Mr. K ennedy, chairm an , N ational 
Bank of Com m erce, Pine Bluff, Ark. 
He said Senator D ole’s prediction of 
small gains being made for banks in 
Congress should make bankers angry

enough to encourage them  to contact 
the senator to insist on action.

“W e re talking about the future of 
the banking industry and its ability to 
remain com petitive,” he added. He 
pointed out that Sears is floor planning 
autos in Pine Bluff now. Mr. Kennedy 
sees a danger resulting from nonbanks, 
such as Sears: If children see their par
ents banking at Sears, they will follow 
in their paren ts’ footsteps. As a result, 
banking will lose an entire generation 
of customers!

Mr. Kennedy told the Kansas bank
ers that Senator Jake Garn (R., Utah) is 
going to go the way wind blows, and 
bankers m ust make a wind favorable to 
the ir interests.

The deficit has an adverse impact on 
bank profits, Mr. K ennedy pointed 
out, and it m ust be straightened out. 
I t’s a tough problem , he admits, bu t 
bankers m ust insist on its resolution.

ARKANSAS —  From I., Outgoing Ark.BA pres. William H. Brandon Jr. con
gratulates new Pres. John M. Lewis; V.P.B. Gene Staton and 2nd V.P. 
William H. Handy.

KANSAS —  New officers (from I.): Treas. Francis W. Esely; Pres.-Elect Ronald 
R. Louden; and Pres. Don Steffes pose with outgoing Pres. Anderson Chandler 
and KBA E.V.P. Harold A. Stones.
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James Kilpatrick (I.) and William H. Ken
nedy Jr. (r.), speakers at Kansas conven
tion, flank KBA E.V.P. Harold A. Stones.

Defense and entitlem ents m ust be cut, 
and Americans m ust be willing to bite 
the bullet and pay more taxes, provid
ing such taxes are levied fairly, said 
Mr. Kennedy.

Incoming President’s Message. In 
coming KBA President Don Steffes 
said it’s too easy to wish to m aintain the 
status quo, bu t a status quo is impossi
ble to maintain under deregulation. 
Bankers should concentrate on what 
they agree on, not on what they dis
agree on, said Mr. Steffes, president, 
M cPherson Bank. He advised bankers 
to avoid developing a siege m entality 
that sets them  up to be picked off indi
vidually.

Mr. Steffes outlined his goals for the 
1984-85 term . 1. Creation of a strategic 
planning com m ittee to advise the KBA 
on assuring survival and profitability of 
Kansas banks. Five past presidents 
have been asked to serve on this com 
m ittee, chaired by John McNay, presi
dent, City National, P ittsburg. The 
com m ittee is called Task Force on 
Nonbank Com petition. Its charge is to 
develop a strategic plan that is best for 
Kansas, best for Kansas banks and best 
for the KBA. 2. Develop dialogues 
among Kansas bankers. A m eeting of 
CEOs is planned for w estern Kansas to 
develop  th is dialogue. 3. Aid and 
strengthen the state banking depart
m en t. I t ’s im p o rta n t to k eep  th e  
national and sta te  system s equally  
strong. 4. Assist exporters. A study 
group is to be created to see w hether 
the KBA should be more involved in 
this area.

“W e can’t afford inertia!,” said Air. 
Steffes.

New Officers. In addition to Mr. 
Steffes, new KBA officers are: p resi
dent-elect, Ronald R. Louden, p resi
d e n t, C itizen s S ta te , St. F rancis; 
treasurer, Francis W. Eselv, presi- 
den t/C E O , Farm ers State, C anton; 
cha irm an , govern ing  council, M r. 
Chandler. Mr. McNay was elected to a 
two-year term  on the ABA council. •  •

Mississippi

ALL Mississippi banks are m em 
bers of the Mississippi Bankers 

Association, and total assets of these 
banks are $14.8 billion, outgoing MBA 
President Robert E. Kennington II 
said at the MBA convention last month 
in his executive-com m ittee report. 
Mr. Kennington, chairman, G renada 
Bank, reported that 1,100 Mississippi 
bankers attended the num erous MBA- 
sponsored meetings held during the 
past year. The association moved into 
its new building last O ctober, and, 
according to the MBA president, the 
structure has proved its utility to the 
association.

President’s Address. Bankers’ unity 
of purpose on all issues of common 
interest should not be compromised, 
said Mr. Kennington; yet the MBA 
m ust provide a forum to air all issues, 
keeping in mind that all ways of think
ing m ust be respected. Each m em ber, 
he advised, should be concerned about 
problems of o ther m em bers, even if 
those problems don’t concern every
one. One banker’s problem s should be 
considered to be problem s to all banks 
for the purpose of solving them  all. If 
individual problem s aren t addressed, 
c o n tin u e d  M r. K en n in g to n , th ey  
could grow to becom e every bank’s 
problems.

Bank structure has been a forbidden 
topic at the MBA in the past, Mr. Ken
nington pointed out. However, non
bank com petition makes it essential 
that this topic be raised and addressed 
in an open forum. Mr. Kennington be
lieves that’s the best way to control the 
structure issue. He added that non
banks should not go unregulated. He 
also said thrifts have been given full 
bank powers in Mississippi and are 
th reaten ing  bank structure. He be
lieves it would be a simple m atter for 
the state legislature to authorize non
banks to operate in Mississippi (from 
o ther states). S tructure is changing 
w hether or not bankers want it, he 
added.

“W e are underestim ating ourselves 
as com petitors,” said Mr. Kennington. 
“Smaller banks should form groups so 
they can offer new services collective
ly, taking advantage of economies of 
scale. Banking needs an expanded 
capacity to go forward, be tte r ways to 
accelerate — according to our own 
abilities to opera te .”

According to the MBA president, 
geographic limitations severely limit 
the num ber of qualified bidders when 
there  is a need for a takeover of a Mis
sissippi bank (he should know, since 
his bank took over the failed Mississip

pi Bank, Jackson, last month). All b id
ders w ere required  to bid on each Mis
sissippi Bank facility, and few bidders 
could quality. Grenada Bank m ust d i
vest two Mississippi Bank facilities, 
and Mr. Kennington doesn’t believe 
this is fair. He advocates that more 
work be done to achieve deregulation 
in all areas so bankers can take advan
tage of future opportunities.

Young Bankers’ Report. William D. 
S ones, p re s id e n t ,  S ta te  Bank, 
Brookhaven, and president, Mississip
pi Young Bankers, reported  that the 
MYB has put on an educational pro
gram that has affected 21,000 high 
school students in the past year. The 
group also is im plem enting the ABA’s 
PEP program in the seven-12-grade 
group of school children. Mr. Sones 
also said attendance was good at his 
group’s leadership and study confer
ences.

Mississippi BankPac. The Mississip
pi BankPac has collected more than 
$10,000 so far this year, w ith 60% 
going to the state fund and 40% ear
marked for the national fund. O f candi
dates supported by the BankPac in the 
last state election, 81% won. So re 
ported Bobby Alartin, chairm an/presi
dent, Peoples Bank, Ripley.

Legislative Action. The state legisla
ture  d idn’t agree with the MBA on the 
la tte r’s quest to change or elim inate 
lo a n - in te re s t- r a te  ce ilin g s , said 
C. Willis Connell Jr., chairm an/presi- 
dent, United Southern Bank, Clarks- 
dale. The present law was extended for 
two years. According to Mr. Connell, 
legislators d id n ’t accept the AIBA’s 
argum ent that the asset side of banking 
m ust be deregulated. The State Sen
ate, he continued, w ent along with the

James M. Speed (r.), v.ch., Great Southern 
Nat'l, Jackson, was installed into Miss.BA's 
50-Year Club at convention. At 1. is son 
James T. Speed, ch./pres., same bank.
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MISSISSIPPI —  New officers (from I'.): Treas. Ferrill F. Berryhill; V.P.M.F. 
Kahlmus; Pres. Raymond L. Davis.

MISSOURI —  New officers (from I.): V.P. James C. Moser; Pres. William W. 
Quigg; Treas. Eugene A. Leonard.

MBA, but there  wasn’t tim e for a com 
promise with the House. M em bers of 
the  House don’t like the credit-life 
rates being charged by M ississippi 
bankers, saying these rates are too 
high, said Mr. Connell. The House 
wants the 900 rate lowered to 750.

New Officers. Raymond L. Davis, 
p re s id e n t, B rookhaven  Bank, was 
elected MBA president. M. F. Kahl
mus, chairm an/president, m erchants 
& F a rm e rs  B ank, M e rid ia n , was 
e le c te d  v ice p re s id e n t . E le c te d  
tre a su re r  was F e rrill F. B erryhill, 
cha irm an /p residen t, F irst National, 
Pontotoc.

Don F. Calfee, president, F irst Mis
sissippi National, H attiesburg , was 
elected to a two-year term  on the ABA 
council. •  •

MBA E x ecu tiv e  V ice P re s id e n t 
Robert Crawford reported  that seven 
of the MBA’s nine conferences held in 
the past year operated in the black and 
that convention attendance was dou
ble last year s figure. The association’s 
staff-reorganization study, perform ed 
by Peat, Marwick, M itchell & Co., has 
resulted in new personnel and new 
products/serv ices, including a new  
commercial lending school, which will 
be held this month. The MBA office is 
being renovated; a new second story is 
in place. A new federal BankPac is suc- 
cessiul. The MBA has becom e the first 
state association to have the capability 
of communicating with the ABA via 
com puter. The MBA expects to be 
able to provide daily reporting service 
to m em ber banks via com puter by 
January.

At the ABA m eeting, G eorge R. 
Curry and Richard Pryor w ere elected 
to two-year term s on the ABA council.

The CEO  panel consisted of C lar
ence C. Barksdale, chairm an, Cen- 
te r re  B ancorp, St. Louis; Sam B. 
Cook, chairman, Central Bancorp, Jef
ferson City; Donald E. Lasater, chair
man, M ercantile Bancorp, St. Louis; 
Jam es M. K em p er Jr , cha irm an , 
Com m erce Bancshares, Kansas City; 
and R. C rosby K em per, chairm an, 
U nited Missouri Bancshares, Kansas 
City.

The panel discussed deregulation, 
nonbank banks, problem s at big banks, 
such as Continental Illinois National, 
Chicago, new bank products/services, 
the tw o-tier rescue system of federal 
regulators and what batiks should do to 
survive these tu rbu len t times.

Missouri

AN EW  FORMAT was tried  by the 
convention-planning com m ittee 

of the Missouri Bankers Association at 
its 94th annual convention at the H yatt 
Regency, Kansas City, last month.

C o n v e n tio n  C h a irm a n  R ich ard  
Pryor, president, Bank of Jacomo, and 
his com m ittee divided the program  
into four sessions. Session one dis
pensed with m atters pertaining to the 
association and consisted of a state-of- 
the-association panel, w ith all top offic
ers participating, a m eeting of Mis
souri ABA m em bers at which two Mis
souri bankers were elected to the ABA 
council and election of officers for the 
MBA for 1984-85.

Each of the o ther th ree sessions fea
tured  an “attendance-encouragem ent” 
speaker or panel. Session two began 
with keynoter William F. Buckley Jr. 
publisher/au thor; session th ree  fea
tured  a first-tim e-ever panel of five HC 
CEOs, and the final session gathered 
together all five gubernatorial candi
dates.

O utgoing MBA President George 
R. C urry , chairm an /C E O , C en tra l 
Bank, Lebanon, reported  the MBA is 
in excellent health, offering more ser
vices than ever. Internal m anagem ent 
has becom e more effective, he said, 
and m em bership participation is at an 
all-time high. M em bership input has 
resulted in shorter, stronger confer
ences and one of the most successful 
legislative efforts in the association’s 
history. Legislative victories include 
passage of variable-lending-rate au
thority and defeat of the Citicorp in
cursion into Missouri. Mr. Curry also 
reported  that a consensus was reached 
among m em bers on how to fashion a 
plan for interstate banking.
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Taking part at HC CEO panel at Missouri convention were (from I.): Clarence C. Barksdale, 
Centerre Bancorp, St. Louis; Donald E. Lasater, Mercantile Bancorp, St. Louis; James M. 
Kemper Jr., Commerce Bancshares, Kansas City; Sam B. Cook, Central Bancorp, Jefferson 
City; and R. Crosby Kemper, United Missouri Bancshares, Kansas City. Panelists discussed 
current banking issues.

Responding to the topic of deregula
tion and its associated specter of in te r
state banking, Mr. Barksdale said the 
panelists agreed interstate banking is 
coming, bu t it m ust be a gradual proc
ess. It m ust be preceded by deregula
tion in Missouri. Panelists favor the 
regional-network approach, he said, 
and legislation is expected from the 
Missouri statehouse to authorize addi
tional branches and ATMs.

“W e don’t need Citicorp to come in 
here and tell us how to bank, ” he com 
m ented.

M r. L asater said C ongress m ust 
make the decisions about nonbank 
banks. Loophole banking is the wrong 
way to go, he said. He added he has 
taken an active position in urging Con
gress to resolve the deficiency in bank
ing law that perm its loophole banks.

“If nonbanks are allowed to con
tinue, we will have to look into expan
sion into Kansas and Illinois, bu t I 
hope we don’t have to take this route, ” 
he said.

Jim K em per said banks should be 
perm itted  to expand within SMS As 
and not be lim ited by state lines or any 
o th e r  geograph ica l lim it. B ankers 
m ust look at the realities of how people 
do their banking and make things con
venient for them.

C rosby  K em per took issue w ith 
o ther panelists when he declared he 
was totally opposed to too m uch expan
sion.

"M oney-center banks have gotten 
them selves in trouble because they ex
panded into areas they knew nothing 
about. T here’s no place in Missouri I ’d 
want to branch into —  and few spots in 
Kansas!” he said.

Mr. Cook said m oney-center banks 
should not dom inate rural areas. I t’s 
not right for decisions to be made in 
far-off cities. The regional-bank con
cept makes sense. It responds to the 
need for some kind of expansion of the 
banking system so banks can reach cus
tom ers in a w ider area.

On the topic of Continental Bank of 
C h icago’s w oes, Jim  K em per said 
federal regulators are in a state of dis
array because of the m ultitude of p rob
lems they face. He said regulators 
should concentrate more on banking 
fundam entals. Proliferation of non
banks is causing much confusion on the 
part of the public.

“We shouldn’t rely on Congress to 
come up with a solution to bank survi
val,” he said.

Mr. Cook said Continental is suffer
ing from a lack of core deposits, which 
indicates lack of confidence in bank 
management. Continental was forced 
to fund its obligations with overnight 
money, he added, and Citicorp of New
24

York City and others are doing the 
same thing — funding long-term  loans 
with short-term  borrowing. The big 
m oney-center banks are expanding 
beyond the ir capacity. Problem s at 
Continental will be costly to all banks 
because “we re paying for these bail
ou ts.”

C rosby K em per again d isagreed  
with the general panel sentim ent by 
sta ting  tha t C o n tin en ta l’s p rob lem  
stem s from bad loans. H e advised 
bankers to “stick to what they know. 
Know the industry your bank is mak
ing loans to; know the m anagem ents 
involved. U nited Missouri w ouldn’t go 
to southeastern  Missouri to finance 
cotton growers. ” Also, he added, don’t 
gamble on the bond m arket as First 
P ennsy lvan ia  of P h ilad e lp h ia  did. 
C ontinental’s m anagem ent got very far 
afield from the basics of banking, he 
continued, and its m anagem ent d idn’t 
know what was going on. Bankers are 
taking risks too cheaply, as are insur
ance  firm s and  o th e r  ty p es  of 
businesses. If a banker doesn’t know

Mo.BA E.V.P. Robert W. Crawford (I.) hon
ors A. F. Burger, pres., Citizens Bank, 
Owensville, with assn.'s "cymbal award" 
for Mr. Burger's service as pres, of MBA's 
50-Year Club for past eight years.

about a business h e ’s dealing with, he’s 
vulnerable.

A ddressing  th e  d o u b le -s tan d a rd  
issue of federal regulators going the 
extra mile to save big banks, bu t letting 
small banks fail, Mr. Cook said 100% 
FD IC insurance isn’t the answer, b e 
cause then the FD IC , which will be 
taking the entire risk, will want to take 
the entire profit, too! This would lead 
to nationalization of the banking indus
try. However, “we can’t let C ontinen
tal go u n d er.”

M r. L a sa te r  p o in te d  ou t th e re  
would be a funding problem  with total
ly insured banks. If the FD IC  totally 
insured  m oney-cen ter banks, busi
nesses would place deposits only in 
those banks, regardless of the bank’s 
m an ag em en t q u a lity . B igness 
shouldn’t be a factor in attracting de
posits. He said the way to avoid prob
lem situations is to place more risk on 
shareholders (an unpopular view, he 
added). Regulators should be encour
aged to close banks before the situation 
becom es hopeless, so shareholders 
will see the benefit of insisting on good 
m anagem ent for their institutions.

Jim K em per said we are “underw rit
ing the world” with the FD IC  insur
ance fund. It’s ironic that banks are the 
only group that can’t take a bankruptcy 
position when they’re in trouble. Reg
ulators m ust be able to keep poor 
banks from  expanding  loans w hen 
they’re in trouble. He pointed out that 
C o n tin e n ta l  has ju s t  c o m p le te d  
arrangem ents for its largest loan ever 
in the KC area!

Crosby K em per said “the cattle are 
out of the corral and roaming the hills. 
The cattle never should have been let 
out! Problems arise at m oney-center 
banks because they aren ’t being run by 
men with lending experience, bu t by 
men with marketing experience. Man-
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H ow to compete in a changing
financial market.

O ffering a variety of financial services is just a start. 
You need to give your people the knowledge, skills 
and confidence they need to recognize business 
opportunities and convert those opportunities into 
sales. You need Business Development Skills (BDS) 
from MOHR Development. ____________

The BDS program is designed 
exclusively for retail bankers.
It teaches important customer 
service and selling skills with 
flexible components that target 
your specific needs, from tellers 
to top officers.

BDS delivers documented 
results, increasing cross selling 
ratios up to 30% and improving 
closing efficiency up to 50%.

NAME

TITLE

COMPANY

ADDRESS

CITY

(

It’s a proven system, now bringing sales success 
to bankers throughout the country, including: 
Atlantic National Bank of Florida, Barclay's Bank 
of California, C&S National, Carteret Savings, 
Comerica, Inc., GoldomeBank, Mellon Bank,

______ Pacific First Federal Savings,
Philadelphia National Bank, 
and Suburban Bank.

To find out how BDS can 
help you compete in a changing 
financial market, return the 
coupon or call Nick Ward at 
(203) 357- 1357, to arrange 
a preview.

PHONE

Nick Ward, V.P.
Sales Training Division 
MOHR Development, Inc.

BEST TIME TO CALL

30 Oak Street 
Stamford, Connecticut 
06905

Stamford 
New York 

Los Angeles 
San Francisco 

Tampa
MOHR Development, Inc. Chicago

MCB 684
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agem ent m ust be lending o rien ted .”
Speaking to the issue of offensive/ 

defensive moves to capture retail de
posits, Mr. Barksdale said, “We m ust 
run like hell to stay w here we a re .” 
A ttention is on getting core deposits, 
and shared ATMs are the cheapest 
m ethod of building core deposits.

Mr. Cook said M issouri bankers 
aren’t taking advantage of technology 
available. He said ATMs are expensive 
to service, costing betw een 750-$1.25 
p e r transaction  — and no bank is 
charging for ATM use. He likened de- 
preciation/depletion costs of ATMs to 
retirem ent and other benefits’ cost of 
employees. He added that credit cards 
have become a necessary possession of 
the average citizen, and this places 
them  in the category of a utility. He 
predicted the possibility of credit cards 
coming under the same jurisdiction as 
o ther utilities, rather than under the 
departm ent of banking. He said bank
ers are too busy reading about w hat’s 
going on in their industry to have time 
to actually go out and see w hat’s going 
on.

Mr. Barksdale said banks still don’t 
know how to price services accurately. 
Bankers should make efforts to retain 
control of the paym ents system  or 
Sears will take it away from them , he 
said.

Fifty-Year Club. New inductees of 
the club are: Clark G. M cCorkle, vice 
chairm an, A m eribanc, Kansas C ity 
(originally with Laurel Bank, Kansas 
City); and Jim Niehol, formerly with 
F irst National, Independence  (now 
C enterre  Bank).

New MBA Officers. E lected officers 
of the MBA for the coming year were: 
president, William W. Quigg, presi
dent, Central Trust, Jefferson City; 
vice president, James C. Moser, presi
d e n t, Bank of P o p la r Bluff; and  
treasurer, Eugene A. Leonard, senior 
vice president, M ercantile Trust, St. 
Louis. Mr. Leonard replaces David 
W. Lewis, eha in n an /C E O , U nited  
Missouri Bank, St. Joseph, who was 
unable to accept the nomination b e
cause of medical reasons. •  •

Tennessee
E N N E S S E E  bankers are an ti
cipating the day w hen fewer banks 

in the state would mean a smaller dues 
s tru c tu re  for the  sta te  association. 
Thus, they passed, w ithout debate, a 
change in bylaws that includes a new 
dues structure taking this into consid
eration . As banks are absorbed  as 
branches or as part of a holding com
pany, these units would continue to 
pay dues based on deposits.

26

New Tenn.BA directors pose with incoming 
Tenn.BA Pres. Virgil H. Moore Jr. (c.). At I. is 
William I. Powell; at r. is Simpson Russell.

If the present m ethod were used, 
said outgoing P re s id e n t Jam es H. 
Shelton, the association could lose 
20% of its dues over the next few years.

Mr. Shelton, president, Somerville 
Bank, announced a new TBA program 
available to banks of the state. It is a 
cooperative plan for loan collections. 
C urrently in the introductory stage, 
the program, said Mr. Shelton, offers 
m any cost-sav ing  p o ss ib ilitie s  for 
banks.

In recounting many of the services 
and educational programs offered by 
the TBA, Mr. Shelton agreed the rate 
of change in the industry  today is 
alm ost “ shock ing .” But the  young 
bankers in the state, he said, apparent
ly are taking this in stride. W hen a 
panel of young Tennessee bankers re 
cently was asked about the future of 
interstate banking and/or Tennessee 
banking in the future, this was their 
reply, he said:

“Regardless of what these changes 
are, the thing for us to do is try to run 
the most cost-efficient, productive in
stitu tio n s we can, exam ining each 
opportunity for new products and ser
vices and offering those in which we 
can be cost efficient to our customers. ”

No b e tte r advice could be given 
either to young or old bankers, said 
Mr. Shelton.

Changes already are here, bu t more 
are coming, said Arkansas banker W il
liam H. Kennedy Jr., council chair
man, American Bankers Association. 
T he consum er has b en e fited  from 
changes that allow banks to offer dis
count-brokerage service. The market 
today, he said, is serving more small 
investors than ever before.

Bankers, through the ABA’s efforts 
in Congress, said Mr. Kennedy (chair
man, National Bank of C om m erce, 
Pine Bluff), are pro-consum er. Any 
new services we ask for, he said, m ust 
be in the public interest, and w e’re 
going to have to earn the ability to 
compete.

At the ABA’s recent leadership con

ference, he reported , the ABA had 
agreed it was logical to seek congres
sional approval to sell mutual funds, 
underw rite and sell insurance and also 
engage in real-estate activities.

Congress also will be forced, he 
said, to decide on the definition of a 
bank. If not, then the marketplace will 
decide, bu t in a haphazard way.

Richard C. Breeden, a represen ta
tive of the Bush Task Group: Recom
m endation for the F u tu re , outlined 
some of the changes proposed by the 
group. Regulation of banks, for exam
ple, would come under the C om ptrol
ler, Federal Reserve and state banking 
departm ents, with the FD IC  examin
ing only those banks considered in 
danger. State banking departm en ts 
would be certified as to their capabili
ties.

F D IC  prem ium s would take into 
consideration the riskiness of a bank’s 
loan portfolio, and banks or thrifts 
could opt to operate e ither as a com 
mercial bank or thrift (no m atter what 
charter they hold), but then would be 
required  to “play by the rules” estab
lished for that type of organization.

Above all, said Mr. Breeden, any 
changes enacted would take into con
sideration the safety and soundness of 
the financial system as well as the com 
petition and efficiency w ithin the sys
tem.

W hat to do about the federal deficit 
was a problem  discussed by speaker 
Frank Cappiello, a finance and eco
nomics analyst. Summing up all the 
problem s faced by the Administration, 
Mr. Cappiello p red icted  that Presi
dent Ronald Reagan would tackle the 
issue w ith a d ram atic  p re -e lec tio n  
statem ent in which he would ask for an 
em ergency short-term  cut in defense 
spending, along with a m odest tax in
crease. The federal deficit is enormous 
and growing out of sight, said Mr. C ap
piello, and only some dramatic ges
ture, in his opinion, could break the 
deadlock of opinion in the capital.

New Officers. In official action taken 
by the TBA, Virgil H. Moore J r . , chair
man, First Farm ers & M erchants, Co
lumbia, was nam ed president of the 
association.

O th e rs  nam ed: p re s id e n t-e le c t, 
James W. Hudson, president, Bank of 
Madisonville; first vice president, Ray 
U. Tanner, p resid en t, Jackson Na
tional; second vice president, George 
E. Bivins Jr., chairman, W illiamson 
County, Bank, Franklin.

T h re e  TBA d ire c to rs  also w ere  
nam ed: east T ennessee, W illiam I. 
Powell, president, F irst Peoples, Jef
fe rso n  C ity ; m id d le  T e n n e sse e , 
E ugene Southwood, vice chairm an.
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Third National C orp., Nashville; and 
w est Tennessee, Simpson Russell, re 
gional p re s id e n t, U nion P lan te rs , 
Jackson. James C. Brewer, president, 
F irst H eritage National, Loudon, was 
appointed to fill an unexpired term  in 
east Tennessee.

M em bers of the ABA elected Jim 
Fitzhugh, president, Bank of Ripley, 
to a two-year term  on the ABA council.

Texas

W ITH the them e of “Suddenly 
I t ’s T o m o rro w ,” th e  Texas 
Bankers Association held  its 100th 

annual convention in Fort W orth May 
2-4.

Proliferation of nonbank com peti
tors has been the greatest change and 
one that poses the most serious threat 
to banks’ ability to com pete. This is the 
view of guest speaker Gerald Lowrie, 
executive director of the ABA’s gov
e rn m e n t re la tions group. H e p re 
dicted that some profoundly im portant 
decisions will be m ade in the next few 
weeks. Two questions tha t will be 
add ressed  are p roduct and service 
freedom and the definition of what is a 
bank. Mr. Lowrie encouraged bankers 
to contact the ir legislators on these 
issues.

In suggesting how the nation’s com 
plex financial system can be shielded 
from a renew al of inflation, H enry  
K aufm an, vice chairm an , Ph ilb ro - 
Salomon, Inc., and executive director, 
Salomon Brothers, Inc., New York 
City, said, “I find the reality is harsh 
indeed: in terest rates will be the only 
disciplining force for the economy as 
we move to a higher level of activity 
and this business expansion.”

In comments that helped contribute 
to a Dow Jones Industrial drop of some 
15 points, Dr. Kaufman said, “All 
other national-policy variables are in
operative. W e either lack the political 
will to bring them  to bear or they have 
been dismissed in view of the short
com ings th ey  ex h ib ited  w hen im 
plem ented in the past.

“The best way to avoid a severe in
te rest-ra te  clash w ould be through 
effective fiscal policy. W ithout such 
policy and lacking m easures o ther than 
in te re s t rates to re in  in grow th oi 
credit, before the end of the current- 
cycle interest-rate peak is reached, in
te rest rates will move spectacularly 
higher —  in some sectors well beyond 
their previous cyclical h ighs.”

“Such an occurrence is not em inent. 
The more dramatic phase of the surge 
and yield will occur perhaps late this 
year and more likely in 1985, w hen the 
Federal Reserve will be forced to re 

spond to the hairing of inflation and 
when key m onetary and credit aggre
gates expand beyond tolerable lim its,” 
Dr. Kaufman continued.

In pointing out that the nation now 
lacks either a program of fiscal restraint 
or income policy, Dr. Kaufman said 
th e  A d m in is tra tio n ’s proposal of a 
“down p aym en t’ on deficit-cu tting  
should be reversed. “Instead of small 
deficit reductions beginning in fiscal 
1985, large deficit cuts should become 
effective immediately: $60-75 billion 
within the next 12 m onths,” Dr. Kauf
man said.

New O fficers. In  th e  e lec tio n s, 
A. W. “ D u b ” R iter J r ., chairm an/ 
C E O , In te rF irs t  Bank, Tyler, was 
elected president of the association for 
1984-85. Marvin Hancock, president/ 
C E O  of Capital Bank, D allas, was 
elected  vice president, and George 
Sell, ch a irm an /C E O , Texas C om 
m erce Bank, Amarillo, was elected

treasurer.
A panel chaired by Gene Edwards, 

chairm an/CEO , F irst National, Ama
rillo, stressed the question of future 
im plications for banking  in Texas. 
Panel m em bers consisted of Gene H. 
Bishop, chairm an/C EO , M ercantile 
Texas C o rp ., D allas; G e ra ld  W. 
F ro n te rh o u se , p resid en t/C E O , Re- 
publicBank Corp., Dallas; Bayard II. 
Friedm an, chairman, Fort W orth divi
sion, In te rF irs t C orp ., Dallas; and 
Tom C. Frost Jr., chairman, Cullen/ 
Frost Bankers, Inc., San Antonio.

In response to the question, “Do 
you believe a large bank holding com
pany can do a b e tte r job of serving its 
custom ers than a small community- 
owned bank?,” Mr. Friedm an said it 
will become more and more difficult 
for smaller banks to com pete because 
of the variety of products offered by 
nonbank com petitors at low prices. 
Mr. Bishop said he believed the “per-

TEXAS —  O utgoing  
Tex.BA Pres. Glen E. 
Lemon (I.), passes gavel 
of office to incoming 
Pres. A. W. Riter Jr. dur
ing convention cere
mony.

TENNESSEE —  Outgoing Tenn.BA Pres. James H. Shelton (I.) congratulates 
new Pres.Virgil H. Moore Jr.; Pres.-Elect J. W. Hudson; and 1st V.P. Ray U. 
Tanner.
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sonalized service a small bank can 
offer” will assure its place in the com
m unity. Mr. F rost, how ever, said, 
"D on’t get comfortable with the idea 
that personalization will save you, b e 
cause many of your custom ers will 
choose an 800 num ber over you if they 
believe the value offered is greater.

The most surprising response from a 
question was that of Mr. Friedm an to 
the question, ‘Do you believe there  
will be a decline in the num ber of 
banks in the state over the next 10 
years?” Mr. Friedm an said he believes 
there  will be no more than 25% of the 
existing num ber of banks by then. Mr. 
Bishop agreed the num ber will drop, 
bu t not by such a dramatic amount.

On a question of branch banking in 
Texas, pan e l m em b ers  seem ed  to 
agree there  was little support for a 
change in state law because the HC 
system already has allowed branching.

On a question of nationwide branch 
banking, Mr. Friedm an said, “It will 
be a fact within 36 months. It already 
exists in many form s.” Mr. Frost said 
he could envision a gradual process, 
beginning with a regional concept as 
an interim  step, but Mr. F ronterhouse 
said Louisiana and Oklahoma are not 
enthusiastic about sharing such agree
m e n ts . M r. F r ie d m a n  said , “ I t ’s 
already too late for the regional con
cept. At this point, there  is no rationale 
against bank branching. ”

In the state and national divisions, 
Ken L. B u rg ess , c h a irm a n /C E O , 
Security State, Littlefield, was elected 
chairman of the state division. J. D. 
H udson Jr., chairm an /C E O , C om 
m unity State, Waco, was nam ed vice 
chairman; and Dan Haynes, president/ 
CEO, First State, Burnet, was elected 
secretary.

John C. Scurlock, vice chairman, 
F irs t  C ity  N a tio n a l, A u stin , was 
elected chairman of the national d i
vision; David A. Moore, p resident, 
F irst National, Alpine, was elected 
vice chairman; and Gary W. Schur, 
president/C EO , F irst National, Mun- 
day, was elected secretary. •  •

Oklahoma

/ / u  IG H -perform ance banking” 
I  I  was the them e of the Okla

hom a B ankers A sso c ia tio n ’s 87th  
annual convention May 6-8 in Oklaho
ma City. Approximately 900 bankers 
and their spouses registered for the 
event.

In terstate banking is here, and it ar
rived through the back door was the 
consensus of an outlook panel.

The panel consisted of C urtis A. 
Brooks, chairm an , F irs t N ational, 
Chickasha; R obert L. M cCorm ick, 
president, Stillwater National; H. E. 
Rainbolt, chairman, Federal National, 
Shawnee; Leonard Eaton, chairman, 
Bank of Oklahoma, Tulsa; and Charles 
E. Nelson, president, F irst Oklahoma 
Bancorp, Oklahoma City.

There was agreem ent that deregula
tion will bring about more aggressive 
sales-oriented banks. Mr. Eaton out
lined a major change in m arket struc
ture. He pointed out that the tradition
al market of large banks has evapo
rated. Fortune 500 companies no long
er need banks with the commercial- 
paper market open to them . He indi
cated that m oney-center banks seek 
m iddle-m arket com panies now, and 
that would be their in terest in Oklaho
ma. He also pointed out a th ird  evolu
tion — that of technology in which the 
com puter is viewed as an information 
storer.

Product deregulation is the key to 
future profitability, according to Mr. 
Brooks. He predicts that competition 
in Oklahoma would be stiff and that 
there  would be 100 new bank charters 
and 200 branches in Oklahoma within 
the next several years.

T hat d e reg u la tio n  is techno logy  
driven was the view of Mr. M cCor
mick. H e p o in ted  out th a t to u g h 
driving, cu tth ro a t com petition  lies 
ahead. He also stated that a most im 
portant aspect in productivity is well- 
motivated people.

Members of "Texas Banking Today" panel: (from I.) Gene H. Bishop, Bayard 
H. Friedman, Gene Edwards (moderator); Gerald W. Fronterhouse and Tom 
C. Frost Jr. Panelists stressed question of future implications for banking in 
Texas.
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Mr. Nelson started out his p resen ta
tion with a rhetorical question: “How 
would you run your bank five years 
from now w ith no regulation?” He 
fu r th e r  s ta te d  th a t th e  h o ld in g - 
com pany expansion will take m ore 
than five years and will result in a 
three-tier system. The first consolida
tion would take place in the two major 
markets —  Tulsa and Oklahoma City. 
Next, there would be consolidation in 
the state’s growth areas and finally in 
the county-seat banks and other large 
markets. Mr. Eaton predicted  a con
tinued slow consolidation in Oklaho
ma.

New O fficers. In th e  elec tions, 
D onald D. D oty , p re s id e n t, F irst 
National, Bartlesville, is OBA presi
dent, and M urlin D erebery , chair- 
m an/president, F irst State, Shawnee, 
is the new president-elect.

ABA Election. E lected to a two-year 
term  on the ABA governing council 
was outgoing OBA President Gordon 
G reer, president, L iberty  National, 
Oklahoma City. Oklahoma has been 
selected for a pilot program in which 
advice will be sought from Oklahoma 
bankers on what they want from the 
ABA.

In his annual report to the associa
tion, OBA President Gordon G reer 
told bankers it has been a good year in 
the area of state-governm ent relations. 
He outlined revisions in the sta te’s 
bankruptcy  code and in the sta te ’s 
banking code: 1. The lending limit is 
now 20% of capital, surplus and undi
vided profits. 2. Elim ination of the 6% 
ceiling on preferred  stock dividends. 
3. Majority of directors ra ther than 
two-thirds now required  to approve 
borrowing by insiders. 4. Trust com
panies are subject to the banking code. 
This makes them  subject to the same 
lending limits as state banks.

Mr. G reer also reported  the bank
in g -d e p a rtm e n t ap p ro p ria tio n  bill 
likely will be effective January 1, 1985, 
and provides that state-bank examina
tion fees (90%) go into a revolving fund 
for the  d ep a rtm en t —  ra th e r than 
100% into the state general-revenue 
fund. He also reported  that the asso
ciation had successfully defeated a cat
tle-lien bill.

“W e had formidable opponents, but 
the bankers got active and we p re 
vailed, com m ented Mr. Greer.

Mr. G reer reported the association 
has been involved in several m atters in 
the courts this past year: 1. Tax-refund 
litigation related  to unconstitutional 
income tax on banks. 2. Franchise-tax 
issues. 3. Citicorp acquiring a dorm ant 
trust company. 4. D im ension nonbank

(Continued on page 45) 
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Premier Systems, Incorpdm 
Valley Forge Executive Am 
676 East Swedesford Road 
Wayne, PA 19087-1684 
(2 IS) 687-5950 .

P re m ie r S y s te m s  is developing a family of 
financial services systems for the rapidly 
changing banking environment. All 
systems are designed to complement one 
another and feature the following: a single 
computer; concurrent (simultaneous) 
operation; multi-bank/branch design and 
on-line, real time.
B a n d m a s te r® , the first system in the 
Corporate Services line, was released in 
early 1981. Since then over sixty (60) major 
financial institutions have installed this 
indenture trust and agency accounting 
application. S h a re m a s te r™ , the second 
Corporate Services application will be 
released in 1984. This contemporary 
shareholder accounting system is 
designed to reflect the depository and 
regulatory realities of the 1980’s.
To learn how these systems can work 
together for your bank, call or write today.
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Some bankers hope
It won’t. And if you don’t consider 
your options, you may be left with
out any.

At least one leading consul
tant predicts that over 5,000 banks 
will disappear within this decade. 
Some for being unable to com
pete with products or technology, 
some for just not being able to 
compete profitably any longer.

An alternative to joining the 
growing list of merged or acquired 
financial institutions is a franchise 
from First Interstate Bancorp. It’s

a way not just to survive, but to 
thrive.

Franchising:
the profitable partnership.

The First Interstate Bank 
system is the nation’s seventh 
largest banking organization 
with assets of over $44 billion. 
And together with our franchi
sees we have more than 1,000 
offices in 14 states. That size and 
strength translates into leverage, 
access and efficiency.

Leverage to negotiate prices 
on a wide range of items, from 
forms and checks to computer 
hardware and software. Our Alaska 
franchise, on just one purchase of 
ATM’s and teller terminals, saved 
over $150,000.

Access to larger, more prof
itable opportunities. Such as the 
specialized First Interstate sub
sidiaries engaged in mortgage 
banking, discount brokerage, 
international trading and data 
processing. Our First InterstateDigitized for FRASER 
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deregulation w ill go away.
Bank of Golden franchise in Col
orado has opened several major 
accounts with a national hotel 
chain due to referrals from other 
First Interstate units.

Efficiency in delivering to 
your customers a full menu of 
emerging products and services 
at a fraction of their usual 
development costs.

First Interstate: 
the proven alternative.

The First Interstate Bank system

has a track record of solid growth 
in branch banking and unit bank
ing states. Our franchising philos
ophy in both has proven value: 
local management and commit
ment to the community—along 
with the service and 
technology only the very 
largest banks can offer 
efficiently.

Find out more about 
franchising and its poten- 
tial for improving your 
bottom line. Call John Dean,

President, First Interstate 
System: (213) 614-3043.

Because if you want to be part 
of the future, it’s time to stop liv
ing in the past.

First 
Interstate
BancorpDigitized for FRASER 
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J. Michael Collins, Asst, vice-president 
Chippewa Bank, St. Louis, MO

"The Horizons 60 program has enabled 
us to attract and retain an ever-growing 
share of the senior citizens market."

"With the help of the HORIZONS 60 staff/' adds Mr. Collins, "we're able 
to successfully compete with larger, more manpower-intense senior citizens 
programs of other banks, at a fraction of the cost. Our experience at 
Chippewa Bank has definitely been positive."

Chippewa Bank is one of the many banks across the country that are 
successfully using HORIZONS 60 to capture the fast-growing and 
profitable 60+  market.

A complete, ready-to-use, proven senior citizens program, HORIZONS 60  
includes a well-organized travel tour system, quarterly newsletter, accidental 
death insurance, optional medicare insurance supplement, all necessary 
advertising materials-in fact, everything you need to make your bank the 
market leader in your community.

All at a fraction of the cost of developing it on your own. And these 
tangible dollar savings don't even begin to consider the savings in expensive 
bank management time.

Write or phone us today for full details on HORIZONS 60. Sooner or 
later one bank in your community is going to capture the major share of 
the 60+  market. Shouldn't it be yours?

103 W. Lockwood/Suite 218/St. Louis, MO 63119/962-9310
Digitized for FRASER 
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Despite Comptroller's Moratorium

'Loophole' Banking 
Still of Interest 

To Bank Officials

A L T H O U G H  a m o ra to rium  has 
k been declared on consum er —  

or “loophole” —  banking by C om ptrol
ler of the Currency C. T. Conover, the 
subject still is of vital in terest to bank
ers. The C om ptroller said he ordered 
th e  m o rta to riu m  for a n u m b e r of 
reasons, the first one being that it 
would encourage Congress to enact 
banking legislation that would allow 
commercial banks to offer expanded 
services to their customers. If Con
gress doesn’t get busy, the C om ptrol
ler probably will lift the moratorium , 
and another onslaught of applications 
for consum er banks will start.

Loophole banking has becom e an 
emotional issue among bankers, some 
unalterably opposed to it, others in 
favor of it and still others, while not 
willing to take advantage of it them 
selves, see it as a way to get Congress 
moving on new banking legislation. 
This was borne out in com m ents made 
to M id -Continent Banker by bank/ 
HC CEOs and others in the banking 
field.

Clarence C. Barksdale, chairman, 
C enterre Bancorp, St. Louis, sees con
sum er “nonbanks” or “loophole” bank
ing as not an end in them selves. I t’s 
clear, says Mr. Barksdale, regulators 
approved the U. S. Trust of New York 
City case and were prepared  to further 
approve this phenom enon to pressure 
Congress to act on the “definition of a 
bank” and interstate-banking issues. 
U. S. Trust was granted perm ission to 
se t up a dep o sit-tak in g /co n su m er- 
lending operation in Florida through a 
“loophole”: Its Florida operation will 
not offer com m ercial lending, and, 
thus, the Fed says it is not a “bank .” 

Another St. Louis banker, Donald 
N. B rand in , chairm an , B o atm en ’s 
Bancshares, Inc., says he does not

approve of loophole banking because it 
is a clear attem pt to circum vent p res
ent laws restricting interstate banking. 
He adds that he would not consider 
opening a loophole bank at present.

R. Crosby Kemper, chairman, U nit
ed Missouri Bank, Kansas City, also 
opposes loophole banking because he 
thinks anything that subverts the in
tention of the (interstate-banking) law 
is dishonest. Naturally, he adds, he 
w ould  no t c o n s id e r  o p e n in g  a 
“loophole” bank.

Jordan L. Haines, chairman, Fourth 
Financial Corp., W ichita, believes in
stitu tions th a t have taken steps to 
establish “consum er banks” in areas 
outside their im m ediate trade areas 
are using the existing law and its in te r
pretation to their benefit. These orga

St Germain Acts
W ASHINGTON, D. C. —  R epre

se n ta tiv e  F e rn a n d  St G e rm a in  
(D .,R .I.), eh., House Banking C om 
m ittee, last m onth in troduced leg
islation that would outlaw consum er 
banks and force com m ercial banks to 
divest them selves of the ir discount- 
brokerage activities.

R epresentative St G erm ain also 
would impose a general halt on d i
versification by financial institutions 
into new types of financial services.

The Senate Banking C om m ittee is 
considering a bill that would legiti
m ize co n su m er banks and allow 
com m ercial banks to expand into 
ce rta in  secu rities  and rea l-esta te  
activities. This bill generally is fa
vored by the  Reagan A dm inistra
tion.

Thus, the two houses of Congress 
seem to be opposed to each o ther on 
consum er-bank and bank-services 
issues. It rem ains to be seen w hat 
happens now.

nizations, according to Mr. Haines, 
are m erely  taking advantage of an 
opportunity presented  to them  to posi
tion them selves w ithin desired m ar
kets. As long as these organizations are 
not violating existing law and its in ter
pretation, he believes it’s difficult to 
disapprove their actions.

At present, Mr. Haines says, he is 
not considering opening a consum er 
bank, but will continue to m onitor de
velopm ents in this area.

Another vote against loophole bank
ing was given by J. W. M cLean, chair
m an, L iberty  N ational, O klahom a 
City. He says that in addition to the 
u tter confusion it brings to an already 
fragm ented regulatory arena, it simply 
defeats the spirit of the law —  both 
M cFadden and Douglas. He believes 
D ouglas ev en tu a lly  shou ld  be re 
pealed , bu t not M cFadden. M ean
w h ile , he  c o n tin u e s , he b e liev es  
strongly that state legislators are in a 
much better position than is Congress 
to judge when and if interstate banking 
(on a re c ip ro c a l basis) w o u ld  be 
appropriate in a given state or region. 
He adds that he would not consider 
opening a loophole bank and believes 
C o n g ress  sh o u ld  e lim in a te  th is  
loophole now.

Although M artin C. Miler, chair
m an, H ib ern ia  N ational, N ew  O r
lean s , also does n o t a p p ro v e  of 
loophole banking, he sees it as a natu
ral response to a definition needing 
clarification. He states em phatically 
that Congress needs to act now, and he 
w ould consider opening a loophole 
bank if the law is not clarified.

A southern banker who does not 
want to be identified says, “Loophole 
banking is not the most desirable way 
to im plem ent change, but, as a practi
cal m atter, it often is the only means
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available to cause change to occur. O ur 
political and regulatory systems often 
are responding to pressures not origi
nating in the marketplace nor even, for 
that m atter, in the public interest.

This banker adds that he would con
sider opening a loophole bank.

N. Beverley Tucker Jr., group vice 
president, Fifth Third Bancorp, C in
cinnati, says he d isapproves of in 
e q u itie s  th a t fo rce  banks to use

“loopholes,” and, until regulations are 
im proved, banks will continue to ex
pand under current rules in order to 
pursue their own interests.

Mr. Tucker adds that his organiza
tion would consider opening a con
sum er bank.

“There are organizations devoting 
people full time to looking for loop
holes in banking laws,” says Charles J. 
Kane, senior chairman, Third N ation

al, Nashville. “This is getting out of 
control, and I think this is a big mistake 
to let this continue. W e are in need of a 
com plete review of existing legislation 
and regulation  affecting pow ers of 
banks and  re la tio n sh ip s  b e tw e e n  
banks and organizations owning them.

“If we keep fragmenting the banking 
industry, I am concerned that we will 
be letting it get out of control and could 
face some serious financial repercus
sions in years to come. W e need to 
establish what is a bank, and I do be
lieve banks are special, since they p e r
form a critical role in our financial sys
tem , which means there  should be 
some governm ent concern as it relates 
to their structure and who the players 
should be.

“If we continue to let nonbanking 
entities in the banking field, my con
cern is w hether we will be able to 
wholly insulate their banking business 
from their other businesses and affili
ates. The way we are going now, the 
central bank is losing a certain am ount 
of control, and these people theoreti
cally are going unregulated. I think 
C o n g ress  sh o u ld  e lim in a te  th is  
loophole now before it gets com pletely 
out of control. I also feel the time has 
come for Congress to address the in
terstate-banking issue and come up 
with some rules and guidelines as to 
how we should phase into interstate 
banking. I believe it ought to be on a 
phase-in basis, using the regional con
cept and opening the gates gradually 
so that we can give the proper tim e for 
consolidations to prove them selves 
beneficial.”

A vote for consum er banks came 
from H arry Brock Jr., chairman, C en
tral Bank of the South, Birmingham, 
who says he approves of consum er 
banking across state lines because his 
bank always has advocated the free- 
m arket system. In fact, his organiza
tion has filed applications for formation 
of consum er banks in o ther states.

Mr. Brock believes that since C on
gress has chosen to duck the issue in 
the past, it should do so now. H e adds 
that he prefers an orderly transition 
th ro u g h  som e so rt o f reg io n a l-  
acquisition program , bu t if the choice 
came down to full interstate versus no 
interstate, he would vote for full in ter
state.

A “disgrace” and a “perversion of 
federal regulations” caused by federal 
in ac tio n . T h is is th e  o p in io n  of 
loophole banking held by Barry F. Sul
livan, chairman, F irst Chicago Corp. 
How ever, he adds, opening such a 
bank, w hether “graceful or n o t,” is an 
appropriate action for a major bank 
HC, which has to answer to several

'Loophole' Banking Is Recognition 
Of Legitimate Market Need

By James D. Berry Chairman/CEO  
RepublicBank Corp. Dallas

R EPUBLICBANK Corp. views the recent ruling by the Federal 
Reserve allowing U. S. Trust of New York City to open a limited- 

charter bank in Florida as a valid application of existing laws and 
regulations. W e do not see it as so-called “loophole” banking; rather, it 
is long-overdue recognition of a legitim ate m arket need.

This is why RepublicBank Corp. decided to file an application to 
charter national banks — and provide commercial-banking services — 
in 16 cities in 11 adjoining and nearby southern and w estern states. We 
believe our experience and expertise in m eeting our custom ers’ finan
cial needs position us well to provide financial services to a broader 
m arket area than we have been able to provide up until now.

W hile RepublicBank has long been developing business relationships 
in these 11 states, we now would like to reinforce these activities by 
chartering banks to give us a solid local presence and ability to provide 
convenient service to our custom ers outside of Texas. Just as Republic- 
Bank Corp. has contributed  to the strong growth of the Texas economy 
with our affiliate-bank network, we want to becom e helpful to the 
growth of these additional states.

Now that the C om ptroller of the Currency has postponed action on 
our applications and those of o ther banks, we are quite willing to wait 
and to abide by w hatever Congress legislates in the future regarding 
interstate banking. But we do urge that there  be a level playing field — 
everyone playing by the same set of rules —  among all financial-service 
providers. If our nonbank com petitors can open financial institutions all 
over the U. S., we believe banks should be allowed the same authority. 
W e are not afraid of com petition, bu t we want the ability to com pete on 
an equal basis.

W hile we viewed the ruling in the U. S. Trust case as one opportunity 
to b e tte r serve our custom ers and the marketplace, we, in fact, prefer a 
more total solution than lim ited-charter banks. W e believe permission 
for unrestricted  in terstate banking ultim ately should be provided at the 
national level. In the interim , however, a satisfactory beginning of 
geographical expansion of full interstate banking would be appropriate 
through gradual regional expansions —  such as recently com pleted in 
New England —  by reciprocal agreem ents betw een consenting states. 
In order to provide a transition into com petitive parity with the national- 
financial vendors like Sears and American Express, we favor and en 
courage national legislation that would approve the constitutionality of 
such regional compacts created at the state level and, through sunset 
provisions, perm it total geographical freedom  to offer full banking ser
vices after a reasonable period.

Banks have the expertise, resources and trust of the public to m eet all 
financial needs of consumers. All we are asking is that banks be given the 
freedom to com pete. Consum ers, in turn, will have alternatives to make 
decisions on how best to m eet their financial needs.

34 M ID -CO NTINENT BANK ER for June, 1984Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



Someday, technology and 
a human commitment to 
excellence will combine to 
enable your financial 
institution to benefit from 
the ultimate in a training, 
education and management
information system.

The American Financial Network is a unique, 
revolutionary concept that provides the best train
ing, education and management techniques 
information in America.

Our state of the art teleconferencing capability 
brings live telecasts directly into your financial 
institution.

Our programming format includes the most 
renowned speakers in financial training, education, 
management techniques and motivation today.

In short, the results of our services will create 
a new standard of performance and productivity 
for your bank.

If you would like to know more about membership 
in the AFN, please call or write us.

228 Spring Street, Suite 200 
Shreveport, Louisiana 71101 
(318) 221-3856
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constituencies such as shareholders 
and custom ers. His bank HC, by the 
way, has filed applications with the 
C om ptroller of the C urrency for bank 
ch arte rs  in California, Texas, New 
York, New Jersey and Georgia.

C la ren ce  B arksdale of C e n te rre  
B ancorp, St. Louis, believes large 
banks rushing to file applications are 
telegraphing their long-range market- 
expansion strategy. They would open, 
de novo, such consum er nonbanks to 
com plem ent loan production offices or 
o ther financial-service activities in cer
tain m arkets and essentially be full ser
vice through m ultiple legal entities in

itially, he says. H ow ever, he con
tinues, m ore rationally, these large 
banks are using nonbanks as a starting 
point to be positioned b e tte r for ac
quisitions in certa in  m arkets under 
state laws or ultim ate federal legisla
tion perm itting interstate banking.

Mr. Barksdale said his HC, given no 
o ther alternative, would use such a 
vehicle to potentially  expand in its 
“n a tu ra l” m arket, such as Illinois. 
However, he continues to believe a 
more orderly, structured  approach to 
geograph ic  expansion  of financial- 
service institutions done on a phased 
approach over several years is in the

best interest of the public, employees 
of banks and banks themselves.

“W e believe,” continued Mr. Barks
dale , “ reg ional rec ip rocal banking 
under state law should be officially 
b lessed  by C ongress as p roposed , 
among other things, in S. 2181 (spon
sored by Senator Jake Garn) and that 
Congress subsequently deal with the 
issue of in terstate banking on a nation
al scope in th e  years ahead  as it 
observes the economic impact of the 
first step — regionalization. In addi
tion, C ongress should im m ediately  
clearly establish the definition of a 
bank and close the loopholes. Also im 
portantly , it should broaden banks’ 
powers to enable them  to effectively 
com pete with thrifts and other finan
cial in term ediaries such as brokers. 
H ere, I refer to such things as under
writing revenue bonds, offering/man- 
aging m utual funds, brokering insur
ance and more powers in real es ta te .”

He advocates letting banking evolve 
in an orderly way in services offered 
and geography served —  while recog
nizing that, ultimately, there  will be 
nationwide banking.

Donald Brandin of Boatm en’s Banc- 
shares, St. Louis, believes Congress 
should  face th e  in te rs ta te -b an k in g  
issue head-on, but adds that it’s clear 
Congress is perfectly willing to let the 
states take the lead with regional bills. 
H e w an ts in te r s ta te  b an k in g  im 
plem ented on a regional basis, prob
ably on a contiguous-state-reciprocity 
basis for a th ree-year period, following 
which full in terstate banking could be 
im plem ented.

B. Crosby Kem per of U nited Mis
souri Bank, Kansas City, thinks Con
gress should elim inate the loophole 
p rog ram  and  shou ld  classify w hat 
banking should be in this country. He 
is opposed to full in terstate banking, 
bu t would be in favor of some modifica
tion of presen t laws.

“This is too big and diverse a coun
try ,” he says, “to turn it over to a few 
banks in Chicago and New York City, 
which, incidentally, have not shown 
they are very good bankers in the last 
several years.”

According to Jordan L. Haines of 
Fourth  Financial C orp., W ichita, it 
would be in the best in terest of the 
financial community to have clarifica
tion on the issue of what is and is not a 
bank. E lim ination  of a “ loopho le” 
could best be accomplished by proper
ly defining the role of various financial 
institutions and their ability to cross 
state lines, he says, then adds that 
Congress should act quickly to avoid 
o rg a n iz a tio n s  sp e n d in g  m assive  
am oun ts of m oney and th en  la te r

ABA Approves Moratorium  
On 'Loophole' Banking

THE C om ptroller of the C urrency’s imposition of a m oratorium on 
nonbank banks —  or “loophole banking” —  was approved by the 
ABA.

In speaking for the association, its president, C. Bobert Brenton, 
says, “The C om ptroller’s decision is the latest — and perhaps the most 
dramatic —  of a series of actions that make it urgent that Congress enact 
a rational and realistic solution to problem s of the fragm ented financial- 
services marketplace. The C om ptroller’s decision reaffirms the need 
this year for substantive legislative action —  both new competitive 
freedoms and redefinition of a bank; in o ther words, what a bank should 
be allowed to do and what a bank is.

“If Congress acts by inaction, the future will continue to be d e te r
m ined exclusively by federal-regulatory decisions, state actions, court 
rulings and the m arketplace.”

Mr. Brenton is p resident, Brenton Banks, Inc., Des Moines, la. 
Earlier this year, the ABA testified before the Senate Banking Com 

m ittee on the need for new banking legislation. Mark Olson, chairman 
of the ABA governm ent relations council and president, Security State, 
Fergus Falls, M inn., pointed to th ree basic issues that need im m ediate 
resolution by Congress. They are:

•  W hat is a bank?
•  Who is allowed to own a bank?
•  W hat products and services should banks be allowed to offer? 
Mr. Olson outlined the consensus reached on these issues during 

m eetings of the ABA’s banking leadership conference in February. In 
that consensus, the banking leaders endorsed the redefinition of a bank 
supported by the Reagan Adm inistration and the Fed. They said a bank, 
for purposes of the Bank Holding Company Act, should be defined 
strictly as: 1. An FD IC -insured institution. 2. Any institution eligible to 
be FD IC  insured, or 3. Any institution that accepts deposits that a 
depositor may withdraw by check or similar means for paym ent to third 
parties and is engaged in the business of making commercial loans.

Once that legal definition is enacted, ABA banking leaders say, any 
entity willing to live by the legislative/regulatory rules governing bank
ing should be allowed to own a bank. As proposed in the legislation, 
S&Ls are excluded from this redefinition because they would be similar
ly defined and regulated by the Savings and Loan Holding Company 
Act.

In his testim ony, Mr. Olson said banking leaders note the growing 
im portance of two o ther major questions: w here banks should be 
allowed to operate and who will regulate banking in the future. Howev
er, they concluded that these m atters should not be considered until 
after resolution of the questions of what is a bank, who should be allowed 
to own one and what products and services banks should be allowed to 
offer.
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A n  A f f o r d a b l e  I n - h o u s e  S y s t e m .

These banks decided to do 
their own data processing. 
After looking at their soft
ware options, they chose 
UNI-BANC. UNI-BANC was 
developed by former bankers. 
Their goal was simply to 
create the best possible 
system for banks and thrift in
stitutions, using the latest 
minicomputer technology, 
and to support it with people 
who not only know computers 
but speak the bank’s 
language as well. Since 1980, 
more than 60 banks have in
stalled UNI-BANC and are en
joying the cost savings, con
trol, and increased customer 
service capability UNI-BANC 
provides.

UNI-BANC is a self- 
contained system which runs 
on NCR 8200, 9020, 9300, and 
NCR Tower 1632 minicom
puters. The system supports 
all application processing 
such as regular savings, cer
tificate of deposit, demand

deposit and all loans in
cluding installment loan, 
commercial loan, and mor
tgage loan accounts. All new 
accounts plus account 
maintenance and inquiry are 
entered through the CRT. 
Transactions can also be in
put from proof of deposit 
runs. Additionally, it comes 
with a fully automated 
descriptive general ledger and 
a custom report generator 
that produces special reports 
without re-programming. A 
complete set of universal 
notices is provided, as well as 
over 20 audit and analysis 
reports. It was designed to ac
commodate banks with 
assets from $3M to $200M.

UNI-BANC does not require 
previous computer experience 
to operate or maintain. We 
teach your present employees 
everything they need to know 
to operate the system, then 
support and enhance UNI
BANC to make sure your

system stays current.
If you are considering 

switching to a high-perform
ance, cost-effective in-house 
computer system, consider 
UNI-BANC. For more informa 
tion, contact our Marketing 
Vice President.

In all states except Southeast

COMPUTER SYSTEMS 
SOFTWARE DEVELOPMENT 
FACI LITI ES MANAGEM ENT

ASSOCIATES, IAC.

2905 King Street 
Jonesboro, Arkansas 72401 
(501)972-8213

In the Southeast

T E C H N O L O G Y  C O R P O R A T IO N
óony^u/er (Systems

2971 Flowers Road South 
Suite 275

A tlan ta , G eorgia 30341 
(404) 458-2653
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seeing the “loophole” closed.
Mr. Haines believes, as do many 

o ther bankers, that once clarification of 
d e fin itions has b een  d eve loped , a 
phased-in approach to in terstate bank
ing should occur. H e says the most 
logical way to approach this, however, 
is to allow regional agreem ents for 
formation of regional financial institu 
tions. By phasing in the  in te rsta te  
fram ework, says Mr. H aines, more 
orderly consolidation of financial ser
vices’ organizations m ight occur, thus 
avoiding situations w here acquisitions 
are made too quickly and in too large a 
num ber. He also said it m ight allow 
the marketplaces to adjust and the reg- 
ulation/examination of those organiza
tions to be m anaged b e tte r  at the 
federal level. This is a concern, he 
points out, because the  safety and 
soundness of the system are of im por
tance to all providers of financial ser
vices.

“W e b e liev e ,” says Mr. H aines, 
“eventual removal of in terstate regula
tions in total is advisable because of the 
realities of the m arketplace that exist 
today.”

H ibernia National of New O rleans’ 
M artin C. M iler wants Congress to 
elim inate loophole banking now and 
open the gates to full interstate bank
ing — by regions first, starting with the 
federal districts in f986 and nation
wide by 1989.

Another southern banker thinks it 
would be m ost helpful if Congress 
would lay out a tim e schedule of dereg
ulation, which would lead to full in ter
state banking. If in doing that, he says, 
C ongress e lec ted  to e lim inate  the 
loophole at this time, he doubts there 
would be much opposition. Assuming 
this phasing in were done in logical 
steps extending over, say, the rem ain
der of the 1980s, this banker believes 
adjustm ents could be made with rela
tive ease and without pain.

N. Beverley Tucker Jr. of Cincinna
ti’s Fifth Third Bancorp says Congress, 
with the help of m em bers of the D e
posito ry  In s titu tio n s  D ereg u la tio n  
Com m ittee (DIDC), should prepare 
legislation allowing banks to grow in a 
rational way and correct the im pos
sibly com plicated regulatory system 
under which banks now operate.

Speaking as an independent banker, 
a m idwestern bank chairman believes 
full interstate banking would not be 
beneficial to the public as a whole. For 
the same reason, he feels loophole 
banking is not either.

State Regulators’ Opinions. Four 
state banking com m issioners, com 
m enting on loophole banking, say they 
don’t approve of it. One says it is an 
attem pt to circum vent state/federal-

banking regulations. He believes Con
gress should elim inate this loophole as 
soon as possible. He adds that Con
gress should not open the gates to full 
in tersta te  banking. Such a decision 
should be left up to the states because 
state regulators would lose too much 
contro l in a full in tersta te-bank ing  
situation.

A nother sup erin ten d en t of banks 
points out that the fact it is referred  to 
as a “loophole” indicates that such 
activity was not contem plated when 
the statutes w ere w ritten. To perm it 
applicants to slip through a loophole 
circum vents the law’s in tended p u r
pose. Also, this state regulator adds, 
many times, those who pass through 
loopholes are not banks in the tradi
tional sense and often e ither are unreg
ulated or less regulated than com m er
cial banks, often creating an unfair 
co m p etitiv e  advantage. She w ants 
Congress to elim inate this loophole 
now and says Congress has a responsi
bility to act without delay to establish 
acceptable param eters in which banks 
can operate on an interstate basis. She 
also believes Congress should have the 
benefit of the thoughts of the states in 
reaching its decision on this m atter. 
Should Congress choose not to act, 
then the states would be obligated to 
do so on behalf of consumers in their 
respective states.

Another state banking commission
er believes interstate banking is inevi
table and, in fact, already is here in a 
large degree. H e can support in ter
state banking on some basis, bu t at this 
point, it is not clear to him w hether full

interstate banking is preferable to a 
regional approach. He feels Congress 
should address this m atter.

Jam es L. Sexton, Texas banking 
co m m issio n er, in voicing his d is
approval of loophole banking, has this 
to say: “The process of legislation is 
ideally geared toward equitable trea t
m ent of all parties involved in an area 
that is, in the first place, deem ed to 
w arrant legislation. ‘Loophole activ
ity , by its  n a tu re , p re e m p ts  th is  
balancing of interests and, in the case 
of banking, has created relationships 
C o n g ress  d id  no t in te n d  and  has 
b reach ed  geographical bo u n d aries  
Congress explicitly erected. W hatever 
public-policy goals were contem plated 
in establishing product barriers clearly 
have been subverted by the entry of 
firms conducting a broad range of busi
ness activities proscribed by the Bank 
Holding Company Act. The fact that 
banks and bank HCs legally are not 
able to enter, reciprocally, insurance/ 
securities/real estate/consum er goods 
and other businesses in an unlim ited 
fashion is reason enough to object to 
‘loophole’ activity.”

Mr. Sexton wants Congress to elim 
inate loophole banking e ither by open
ing the gates equally to all or by closing 
them  effectively, including forced di
vestitu re  with no “grandfa thering .” 
H e does not believe Congress should 
open the gates to full interstate bank
ing. Rather, he continues, the m atter 
should be left for the states to decide, 
as the Douglas A m endm ent and Bank 
Holding Company Act contem plated.

Deregulation Benefits Consumers, 
According to St. Louis Banker

W HAT E F F E C T  has banking deregulation had on consumers?
According to Neal Farrell, president, M ercantile Trust, St. 

Louis, and vice chairman, M ercantile Bancorp, also in St. Louis, it has 
been good for them.

Speaking at his bank H C ’s annual shareholders’ m eeting late in April, 
Mr. Farrell based his opinion on his own research at M ercantile Trust 
and figures developed by the Office of the Com ptroller of the Currency 
in W ashington, D. C. According to Mr. Farrell, the C om ptroller’s 
Office estimates consumers have gained $13 billion in additional in
terest since rates on consum er deposits w ere deregulated, while paying 
an additional $3 billion in service fees. This is a gain of $10 billion, Mr. 
Farrell pointed out.

The calculations, he continued, clearly point to benefits for consum 
ers through deregulation.

“The consum er —  the saver —  should get a fair price for his dollar. 
And today he is,” Mr. Farrell told his bank H C ’s shareholders. . . . “We 
believe deregulation has been good for both the consum er and the bank. 
We intend to pursue this (retail) m arket aggressively and to ensure the 
consum er of a com plete range of financial products to be provided at a 
fair price to all.”
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How W ill the Midwest 
Be Affected 

By Interstate Banking?

H E REALITY of true interstate 
b an k in g  sp re a d in g  across th e  

country appears to have moved well 
past the “m aybe” stage into a virtual 
certainty; only the question of tim ing 
remains to be seen.

It has hit the N ortheast to the extent 
that New York and New England will, 
more than likely, be a single m arket 
within three years, and it would sur
prise no one if states such as Pennsyl
vania and New Jersey w ere included.

The W est Coast also has generally 
succum bed to a form of regional bank
ing as th e  s ta te s  o f A laska and  
W ashington have opened their doors 
to their neighbors to the south, and all 
indications are that stateline barriers 
on a regional basis will be down in 
much of the South w ithin two or th ree 
years.

This regional spread of in tersta te  
banking generally has missed the M id
west to date, although there  certainly 
has been considerable talk of a possible 
regional approach in the upper M id
west. However, lack of any clear signs 
of regional banking has not left the 
M idwest free of in terstate activity. In 
recent m onths, Citicorp, New York 
City, has received tentative approval 
to operate deposit-collecting offices in 
Illinois, and the two large M inneapo
lis-based banks —  First Bank System 
and Norwest —  long have operated on 
a m ultistate basis.

D espite this recent activity, it p rob
ably is safe to say the M idwest will be 
among the last parts of the country to 
experience in terstate banking. How
ever, before anyone takes too much 
comfort in that statem ent, it’s likely 
that events occurring elsew here in the 
nation will force national in tersta te  
banking  w ith in  four or five years. 
T here  is no reason to dism iss the 
thought that the suddenness of the 
Garn-St G erm ain Act could not be re 
peated, and national in terstate bank
ing could becom e a reality w ithin a 
year or two. W ith this in mind, it’s 
interesting to speculate on just what

40

By Arnold G. Danielson
Arnold G. D anielson is managing director, 
D anielson  A ssociates, C olum bia, M d., 
which was founded in 1978 as a consulting 
firm specializing in help ing com m ercial 
banks develop strategic plans. The firm 
works particularly w ith sm aller banks — 
those w ith under $500 million in deposits. 
Before forming Danielson Associates, Mr. 
D anielson was v .p ., corporate develop
m ent, M aryland National, Baltimore.

could happen to banking in the M id
west when interstate banking arrives.

In terstate banking in the M idwest 
would, in effect, move a region that 
only sporadically has accepted in tra
state banking suddenly into the world 
of interstate banking. As a result of past 
constraints, few banks in the M idwest 
have developed the size found else
w here in the country. For example, in 
the single state of Texas, five com m er
cial banks are larger than the third 
largest bank in the Midwest. In addi
tion, some of the larger banks in the 
M idwest have had lim ited experience 
in running dispersed banking opera
tions. This is true particularly of Illi
nois banks.

In terstate banking in the M idwest 
also is going to be influenced by state 
laws that favor unit banking. Such laws 
can m ake ru n n in g  large  reg iona l- 
banking organizations both unwieldly 
and expensive and certainly will slow 
the pace of any eventual consolidation.

Nevertheless, in terstate consolida
tions will occur, and it would seem that 
the principles of logic as well as experi
ences elsew here in the country will 
apply to the pattern  this consolidation 
is most likely to follow. These princi
ples are:

1. W henever possible, the largest 
banks will try to m erge with the largest 
possible partners.

2. Most major m ergers will occur 
b e tw e e n  banks in re la tiv e ly  con 
tiguous states to m axim ize m arket 
cohesiveness.

3. Banks from the largest states will 
tend to dom inate as they tend  to start 
with the most assets, and those in the 
large states that allow intrastate con
solidation will have a particular advan
tage.

4. Few  stockholder groups will be 
able to resist offers made.

Any doubts about some of these 
principles can readily be dispelled by 
what happened in New England when 
in terstate banking was allowed. L iter
ally w ithin weeks after C onnecticut 
opened  its doors, th ree  of its four 
largest commercial banks en tered  into 
deals that effectively would make them  
satellite operations of banks headquar
tered  in o ther states; the fourth made a 
m ajor acquisition in M assachusetts. 
Less than a year after M assachusetts 
law made interstate banking perm issi
ble, the largest bank in New England, 
Bank of Boston, had agreem ents of a 
substantial nature with banks in four of 
the o ther five New England states. In 
Maine, four of the six largest com m er
cial banks re linqu ished  th e ir  in d e 
pendence within a year after the bar
rie rs  cam e down. Things may not 
move as rapidly in the M idwest, bu t a 
pace half th a t fast certa in ly  would 
cause major changes.

Unlike in o ther parts of the country, 
though, it’s exceedingly difficult to 
pinpoint which banks are most likely to 
survive and w hich will sell out to 
others. Based on pure  num bers, it 
would seem logical that the two banks 
most likely to dom inate would be C on
tinental Illinois, Chicago, and F irst 
Chicago, since they both  are more 
than twice as large as any o ther banks 
in the region. However, both are prod
ucts of a unit-banking state and are 
totally o rien ted  tow ard com m ercial 
banking. I t’s doubtful that either of 
these banks will try to develop large 
retail networks, and their relative in
activity in recently allowed intrastate 
banking in Illinois would further sug
gest this. In fact, it’s likely that any 
m ergers involving these two banks

M ID -CO NTINENT BANK ER for June, 1984Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



You can offer equipment leasing 
without a leasing department.

We’re here to back you up.
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.

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

420 Hurstbourne Lane • Suite 202 
Louisville, KY 40222
Please have one of your leasing experts 
contact me.

Name

Position

Company Name

State

Phone
MCB
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would be with similar, commercially 
oriented banks located in New York, 
California or Texas —  and merging 
w ith foreign banks is not out of the 
question.

W ith  the only two o th er Illinois 
banks ranking among the 30 largest in 
the M idwest being owned either by an 
in ternational bank or a specialized 
trust operation, it would seem certain 
that Illinois will not play a leading role 
in any consolidation of banking in that 
region. This would tend  to place the 
m antle of leadership on banks in the 
two other large states, Michigan and 
Ohio, which account for 11 of the 16 
largest non-Illinois banks in the re 
gion. No other single state has more 
than two banks in the top 20. Howev
er, because of their historic m ultistate 
activities, the two largest Minneapolis 
banks are of a size th a t goes well 
beyond what normally would be ex
pected in a state like M innesota, and 
their experience with interstate bank
ing gives them  some unique advan
tages.

W ith all this in mind, the two factors 
m ost likely to dom inate the initial 
stages of interstate banking in the M id
west are:

1. Absorption of major com m ercial
banking organizations in states con
tiguous to M innesota  —  including 
Wisconsin, Iowa and Nebraska —  into 
Norwest and F irst Bank System, both 
of Minneapolis.

2. M erger of the largest banks in 
Ohio with the largest banks in M ichi
gan to create the size to allow for later 
absorption of banks throughout the re 
gion.

In  term s of individual banks, N or
west and F irst Bank System would b e
come major M idwest players, and on 
size alone NBD Bancorp (Detroit) in 
Michigan should be among the leaders 
in the consolidation. Among smaller 
banks likely to survive and grow con
siderably in an expanded environm ent 
are Com erica, D etro it, H unting ton  
and Bank One, Columbus, O ., and 
National C ity, C leveland. All rank 
among the 10 largest in the M idwest

and have been aggressive in expanding 
w ithin their own states in recent years.

W hat happens to the larger banks in 
Indiana, Illinois and Missouri in this 
scenario? In each state, the pattern  
should be a little different. Since the 
largest banks in Indiana rank no higher 
than 24th and 28th among all M idwest 
co m m erc ia l banks and  are  losing  
ground, it would seem inevitable that 
Indiana banks would be swallowed by 
bank ing  system s in M ichigan and 
Ohio. Missouri, on the o ther hand, is 
re la tive ly  rem o te  from the  largest 
sta tes and inc ludes five of th e  25 
largest banks in the region. Certainly, 
a couple of the larger banks in Missouri 
eventually might becom e part of the 
banking systems of the two large M in
neapolis banks, bu t it’s likely that a 
couple of these banks will use advan
tageous m ergers with banks in Illinois, 
Iowa and Tennessee to becom e major 
p layers th em selv es . Illino is defies 
analysis.

Constraints of Illinois banking laws 
have p reven ted  banks in the state,

Thirty Largest Commercial-Banking Organizations in Midwest
Total Assets* Rank Capital-to-

1982+ 1977 1982 1977 Assets*
Continental Illinois (III.) .......... . . $41,300 $24,975 1 1 3.99%
First Chicago ( I I I . ) ....................... . . 39,309 21,533 2 2 4.16
First Bank System (M in n .) ........ . . 16,704 9,233 3 4 5.40
Norwest (Minn.) ......................... . . 15,573 9,436 4 3 5.90
NBD Bancorp (Mich.) ............... ..  12,819 8,383 5 5 6.04
Comerica (Mich.) ....................... . . 8,015 4,236 6 10 5.54
Harris Bancorp (III.) ................... . . 7,419 5,509 7 6 5.35
Fluntington (Ohio) ..................... ..  7,155 2,005 8 20 4.00
Bank One (Ohio) ....................... .. 7,123 1,924 9 22 7.20
National City (Ohio) ................. . . 6,903 3,527 10 13 5.80
Michigan National ..................... . . 6,718 4,353 11 8 5.16
Northern Trust (III.) ................... . . 6,254 4,352 12 9 5.41
Mercantile Bancorp (M o .) ........ ..  6,110 3,427 13 15 5.39
BancOhio .................................... . . 5,792 3,789 14 12 5.69
AmeriTrust (Ohio) ..................... .. 5,748 4,540 15 7 10.49
Manufacturers National (Mich.) . . 5,286 3,593 16 14 5.14
Centerre Bancorp (Mo.) .......... ..  5,128 3,034 17 16 5.60
Society (O h io ) ............................. ..  4,928 2,056 18 19 6.29
First Wisconsin ........................... .. 4,485 3,921 19 11 5.14
First American (M ic h .) ............... . . 3,866 770 20 — 4.30
Commerce Bancshares (Mo.) . . . . 3,567 1,977 21 21 7.59
Old Kent (Mich.) ....................... .. 3,404 1,383 22 — 7.35
Boatmen's Bancshares (Mo.) . . . . 2,927 1,535 23 28 5.86
American Fletcher (Ind.) .......... .. 2,923 2,133 24 18 5.97
Central Bancorp (M o .) ............... .. 2,834 1,682 25 25 6.67
Centran (Ohio) ........................... . . 2,779 2,266 26 17 6.11
United Missouri Bancshares . . . .. 2,745 1,369 27 — 6.37
Indiana N a tio n a l......................... . . 2,669 1,929 28 23 5.89
CharterCorp (Mo.) ..................... . . 2,589 1,629 29 26 6.96
Marshall & llsley (W is .) ............. . . 2,560 1,570 30 27 6.41
* D ecem ber 31, 1982
t  Includes m ergers com pleted or in process since D ecem ber 31, 1982
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In a quandary over 
the FDIC regulation 
on brokered deposits?

InnerLine can help!
InnerLine is the only on-line service available today 
tha t provides an  up-to-the-minute list of issuing 
institutions and their rates. Let InnerLine show you 
how quickly and easily your institu tion can pur
chase CDs with ju s t a few phone calls, by using 
InnerLine’s Funds Marketplace.
As an InnerLine subscriber, you will have access 
to rates offered by more than  400 financial institu 
tions nationwide, 24 hours a day, seven days a week.
You save time, too. Listings can be scanned and 
sorted by state or region and are always prioritized 
by the m aturity you select. Push a button and you 
will receive the name and telephone num ber of the 
specific institution, and even the name of the person 
to contact to complete the transaction. Make a few 
telephone calls — and make a lot of profit!
For example, a spread of only 10 basis points trans
lates into $1,000 annualized profit on $1 million

worth of CDs. Because the spread between the top 
50 postings is often more than  30 basis points, 
there is an  even greater opportunity for increased 
profit. Taking advantage of Funds Marketplace on 
ju s t one $1 million transaction will easily cover the 
average annual cost of an InnerLine subscription.
Issuers, too, can benefit from InnerLine because 
they receive free access to the Funds Marketplace 
through InnerLine’s sophisticated network. Rates 
and m aturities can be instantly posted, deleted 
or adjusted, as often as needed.
Best of all, InnerLine simply “introduces” buyers 
to sellers. There is no “cu t” taken on the transaction 
placed or purchased.
The Funds Marketplace is ju s t one of the more 
than  40 ways InnerLine can help you save time and 
money in today’s rapidly changing financial world.

For more information, call toll-free: 1-800/323-1321. (In Illinois, 
call 1-800/942-7835.) Or write, InnerLine, 95 W Algonquin Road, 
Arlington Heights, Illinois 60005.

INTERLINE
YOUR ELECTRONIC BUSINESS PARTNER
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other than some specialized Chicago 
banks, from attaining meaningful size. 
Removal of intrastate restrictions on 
hold ing-com pany expansion w ith in  
the state recently has set in motion a 
consolidation process that eventually 
should result in some fairly large bank
ing organizations; such holding com
panies as M idwest Financial, Peoria, 
and First Midwest, Joliet, certainly are 
headed in that direction. However, 
assembling a lot of relatively small Illi
nois banks into a single, cohesive unit 
will not be easy and will take a num ber 
of years. Thus, if interstate banking 
comes quickly, it’s unlikely any Illinois 
bank will be a major player. Some of 
the evolving regional banks in Illinois 
will become part of out-of-state bank
ing systems, bu t sheer num bers sug
gest many will be independent for a 
long time due to a lack of prospective 
buyers.

C o n je c tu re  w o u ld  su g g es t th a t 
banks outside the M idwest would play 
little role in the coming consolidation 
o ther than possibly to m erge with Con
tinental Illinois and F irst Chicago. 
This probably is the case, except in 
certain border areas, since the M id
w est w ould not be deem ed  overly 
attractive by most out-of-area banks 
with the size and capital to make major 
acquisitions. The only exception prob

Financial-Service Conf.
“The C onsum er and the F inan

cial-Service R evolution” will be the 
subject of a national conference to be 
held June 28-29 at the Sheraton D al
las H otel/Towers, Dallas. This con
ference is being coordinated by the 
Office of the Special Adviser to the 
P resident for C onsum er Affairs and 
will focus on the rapidly changing 
financial-services industry and the 
effects on consum ers/business.

C osponsors inc lude: th e  ABA, 
D efen se  C re d it U n ion  C ouncil, 
E lectronic Funds Transfer Associa
tion, National Coalition for C onsum 
er Education, Society of C onsum er 
Affairs Professionals in Business and 
U n i t e d  S ta te s  B a n k e r .

M ajor top ics w ill in c lude : th e  
changing financial-services industry 
and its response to deregulation, ex
tending the m arketplace into new 
custom er services, use of technolo
gy, new  custom er profiles/retailing 
persp ec tiv es , new  players in the 
financial-service industry  and leg
islative outlook. Federal/state offi
cials, industry leaders and consum er 
affairs professionals/educators will 
assess the cu rren t legislative/regula- 
tory environm ents and explore how 
changing policies, products, services 
and new technologies affect the in
dustry and consum er.

ably would be the Chicago market.
In term s of “bo rder” activity, the 

possibility of such large P ittsburgh  
banks as Mellon and PNC Financial 
playing some role in Ohio is m ore than 
just a possibility, and Missouri banks 
may have a more natural affinity with 
banks in certain southern states. It also 
is possible that banks in states like 
Kentucky and W est Virginia would be 
natural acquisition candidates for the 
large Ohio banks, particularly those 
headquartered  in Columbus.

D espite this likely m erger activity, 
the major effect of in terstate banking 
would be on the largest banks —  par
ticularly those with assets in excess of 
$1 billion. For banks w ith assets of less 
than $1 billion, or certainly for those 
with assets of less than $500 million, 
interstate banking would not change 
things all th a t m uch. For some, it 
m ight even lessen m erger attention.

For banks under a certain size, the 
acquisition attraction under an in ter
state-banking environm ent normally 
will not vary from the status prior to its 
advent, since the most likely acquirers 
still would be in-state banks. A major 
variation w ould be w here small or 
m edium -sized banking organizations 
are natural extensions of major m ar
kets in o ther states, i.e ., southern Illi
nois vis-à-vis St. Louis or in small 
states w here banks that do not rank 
among the M idwest leaders still are 
leaders in their respective states. In 
o ther words, a bank that ranks second 
or third in Kansas with $400 million in 
assets will be a more likely interstate- 
m erger target than a bank of similar 
size in Ohio, w here it would constitute 
a comparatively small com petitive fac
tor.

Prices paid for acquisitions w hen in
te rs ta te  banking com es also are of 
w idespread interest, and many believe 
that with passage of tim e, it will be 
difficult lor the seemingly high prices 
of 1983 to continue to be paid. That 
certainly would be good logic, bu t it 
probably will not stand up to reality. 
Major acquirers more than likely will 
continue to pay what is needed to get 
th e  m ost d e s ire d  acq u is itio n s, al
though the tendency for the large to 
m erge with similar-sized banks will be 
m otivated partially by lack of a need for 
any prem ium  in a so-called “equal” 
m erger.

Possible lower prices will be offered 
only to smaller banks. Even there, in 
some instances, the standard set by 
large banks in major m ergers may be 
em ulated in m ergers of smaller banks 
trying to becom e larger in the belief 
this is necessary for survival. New E n 
gland is not a true growth m arket, and

two years ago most analysts would 
have said paying 1.5 times book for 
banks of all sizes in that region would 
be ridiculous. In the interstate fervor, 
how ever, 1.6 tim es book and even 
more is being paid. There is no reason 
to believe things will be different when 
in terstate banking hits the Midwest.

Many may not accept the above sce
nario and opinions, and it’s entirely 
possible in terstate banking still may be 
a decade away as far as the M idwest is 
co n cern ed . N ev e rth e le ss , as bank 
m anagem ents do th e ir fu ture  p lan
ning, they cannot afford to ignore the 
possibility of in terstate banking arriv
ing ra ther suddenly  and a scenario 
such as presen ted  in this article unfold
ing. A bank that forsees the possible 
coming changes often can make them  
work to its advantage.

The above scenario generally sug
gests what would happen if logic w ere 
to prevail. Actuality does not neces
sarily follow logic, and in any period of 
m assive changes, small, aggressive 
com petitors often upset the norm al 
pattern  and em erge as industry lead
ers. C ertainly in the M idwest, the  
1990s will see among its survivors, and 
leaders, at least a couple of innovative 
banks th a t p re se n tly  do no t rank 
among the top 10 or even the top 20.

Mark Twain Bancshares 
Tests 30-Mile Rule 
As Interstate Vehicle

Using a rarely, if ever, used provi
sion of banking law, Ladue, M o.,- 
based Mark Twain Bancshares is seek
ing to relocate its Independence, Mo., 
bank 16 miles to O verland Park, Kan.

“W e re asking for nothing more than 
Sears has,” Carl A. W attenberg  Jr., 
vice president/seeretary/general coun
sel for Mark Twain, says, referring to 
the H C ’s application to the Office of 
the Com ptroller of the C urrency for 
perm ission to cross state lines. Air. 
W attenburg says the giant Chicago- 
based retailer can locate its facilities 
anywhere and has financial centers in 
In d ep en d en ce  and O verland  Park. 
Banks should have the same right, he 
claims.

Moreover, Mr. W attenburg  insists 
that Mark Twain isn’t asking for a ma
jor extension of laws governing in te r
state banking. Mark Twain, he points 
out, is asking only to move its Inde
pendence bank 16 miles, the last th ree 
of which happen to be in another state. 
The HC is making the request under a 
section of the National Bank Act p e r
m itting a national bank to relocate 30 
miles away from the city in which it is 
located.
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State Conventions
(Continued fremi page 28)

charter in Tulsa. 5. S&Ls advertising 
them selves as banks. 6. Conversion of 
S&Ls to savings banks (which may be 
illegal under Oklahoma law).

The job-placem ent service is pro
gressing nicely and is designed to be a 
“break-even” operation for the OBA, 
bu t it has provided cost savings of 60- 
70% to OBA-member banks, said Mr. 
Greer.

Mr. G reer reported  that in the area 
of ad vertis ing /pub lic  relations, the 
association is in its second year of a 
s ta te w id e  a d v e rtis in g  p ro g ram  — 
som ething most bankers feel is vital to 
banking success in Oklahoma, bu t is 
not being supported by all Oklahoma 
banks as it should be. Thirty-seven 
banks have not paid their pledges for 
1984. Only 343 of the state s 528 banks 
have joined this volunteer program.

“W e all need to support this indus
try effort. Just 65% of our banks are 
paying for the 185 non-participants,” 
Mr. G reer reported.

T he OBA bu ild in g  addition  was 
com pleted in October, and the associa
tion now has an adequate facility that

BANK HOLDING COMPANY FORMATION BY MAIL
WHY TRUST YOUR BANK’S MOST IMPORTANT STRATEGIC OPTION 
TO THE POSTAL SERVICE
We at MAI McNerney & Associates, Inc. are continually amazed that some bankers will entrust 
their holding company formation to firms who refuse to even visit their bank.
We believe that such an important strategic move requires on-site consultation. That’s why 
McNerney & Associates, Inc. is on-site at least five (5) days during the process. Our attorneys, 
tax, financial and regulatory consultants are there when you need them — during the four (4) 
critical phases of the formation. Sure we do the legal and tax work and file the papers, but we 
pride ourselves in “ structuring the transaction” to meet all your objectives and answering your 
directors and shareholders questions.
MAI has even been hired to correct a law firm ’s mistakes because they didn’t understand what 
the banker wanted!! How did it happen — through the mail and over the phone.
McNerney & Associates, Inc. also offers a one-half day seminar on bank holding companies held 
right in your bank at a cost below the price of one general session seminar.

For more information call or write : tom mcnerney do

mcnerney & associates, inc .
MEMBER MAI CONSULTING GROUP 
CONSULTANTS TO FINANCIAL INSTITUTIONS

1916  BERTHOUD PASS CT . BALLW IN  MO 6 3 0 1 1 .3 1 4 -4 5 8 -2 3 8 1

should serve its needs for several years 
to come.

“The association will have a satisfac
tory year financially with income over 
expenses of approximately $100,000, ” 
Mr. G reer reported. This is a result of 
operating w ithin budget and expenses 
and producing higher income than ex
pected in education and from the sale 
of products and services.

Turning to challenges the associa
tion faces, Mr. G reer reported  that 
BankPac is critical to the OBA’s suc
cess. Mr. G reer reported  that BankPac 
has reached 50% of its goal of $50,000. 
Just $25 from directors and officers 
would give the fund over $100,000, he 
pointed out.

On in terstate banking, Mr. G reer

New Okla.BA Pres. Donald D. Doty (I.) and 
Okla. Gov. George Nigh (r.) addressed 
Okla. convention.

Industry outlook panelists (from I.) Charles 
E. Nelson, H. E. Rainbolt, Robert L. McCor
mick and Leonard Eaton. Not pictured: Cur
tis A. Brooks.

reported that reciprocal arrangem ents 
am ong groups of s ta tes is m oving 
rapidly. He cited the New England 
experim ent, the Southeast m ovem ent 
and activities in the Pacific Northwest. 
H e also reported  that Texas banks now 
are getting active and talking about a 
Southwest compact.

“Over the months ahead, we m ust 
com e to grips w ith our policy and 
stra tegy  regard ing  this fast-m oving 
m atte r,” Mr. G reer com m ented.

(J. G. Cairns Jr., president-elect of 
the ABA, spoke at the OBA convention 
and an article based on his talk appears 
elsew here in this issue.) •  •
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A Medium to Match the Market: 
BAI's Satellite Teleconferences

I N JANUARY, 1982, m ore th an  
1,200 b an k ers  from  across the  

country gathered for an im portant con
ference; yet not one of the attendees 
traveled more than a few hours from 
home.

The event was the banking indus
try ’s first satellite video teleconfer
ence, produced and sponsored by the 
Bank Administration Institu te, to cov
er changes in consum er-lending reg
ulations.

T he BAI now  has p ro d u c e d  six 
natio n w id e  v ideo te leco n fe ren ces , 
reaching m ore than 22,000 banking 
professionals with im portant current 
information at minimal cost and with 
optimal use of time. These successful 
experiences have made it clear that 
teleconferencing —  now an efficient 
in fo rm ation-delivery  a lternative  —  
will becom e a m ajor com ponent of 
e d u c a tio n a l p ro g ram m in g  for th e  
financial-services industry.

W hat’s involved in teleconferenc
ing? This “h igh -tech” m edium  em 
ploys all the techniques of television 
production. Actual program  produc
tion takes place at a television studio, 
from  w h ere  “ liv e ” b road casts  are 
beam ed via satellite to sites across the 
c o u n try . In  a d d itio n , te le p h o n e  
arrangem ents betw een the local sites 
and the TV studio allow attendees to 
participate in two-way question-and- 
answer sessions.

For the contem porary banker, te le 
conferencing satisfies two constant and 
som etim es conflicting demands: un 
ceasing pressure to control costs and 
the equally unceasing need to access 
and absorb masses of information.

Cost Effectiveness. Today’s banker 
is “cost conscious,” looking for ways to 
control costs in all areas, including staff 
tra in in g  and  e d u c a tio n . T e le c o n 
ferencing can deliver im portant in
formation to large audiences, while re 
quiring only a m inim um  expenditure 
of participant tim e and money.

Sending someone to an out-of-town 
conference or sem inar can be expen
sive, considering  reg istra tion  fees, 
travel and hotel expenses and lost p ro 
ductiv ity . By a tten d in g  te lecon fer
ences at sites close to their homes, par-

By James R. Pastorello

ticipants have saved millions of dollars 
in travel and hotel costs alone. And, 
because of reduced costs and minimal 
tim e away from the job required  by 
attendance at a teleconference, a bank 
may be able to send additional m em 
bers of the staff, thus m ultiplying edu 
cational benefits of the seminar.

This was th e  case last F eb ruary  
w hen the BAI, the Treasury D epart
m ent and the Federal Reserve Board 
sponsored a teleconference on benefits 
of direct deposit of governm ent pay
ments. Since the program  included in
form ation th a t ad d ressed  bo th  the 
m arketing and operational aspects of 
the service, it a ttracted staffs from var
ious areas w ithin financial institutions. 
Nearly 8,000 financial-services profes
sionals a tte n d e d  the  55 local sites 
across the country, making it the BAI’s 
largest single education event. The ex
panded reach of information delivery 
via the  te lecon ference  w ould have 
been difficult —  if not impossible —  to 
achieve economically by o ther means.

Timeliness o f Information. Bankers 
today also recognize that changes w ith
in the com petitive environm ent and 
new -product offerings are creating in-

JAMES R. PAS
TORELLO is group 
e.v.p., Bank Admin
istration Institute,
Rolling Meadows,
III., which he joined 
in 1981 as asst, 
director, education.
In 1983 , he was 
named e.v.p. with  
responsibility for all 
the BAI's education
al programming. As 
group e .v .p ., Mr.
Pastorello oversees the BAI's commitment 
to meeting professional-development 
needs of the financial-services industry. 
His responsibilities include all education 
programs, teleconference/video produc
tions and BAI field/chapter operations.

Mr. Pastorello began his banking career 
at Chicago's Continental Illinois National, 
serving in various operations-marketing 
posts over a 13-year period.

tense pressure on m anagem ent at all 
lev e ls  to o b ta in  and  ab so rb  mass 
amounts of timely, accurate informa
tion. The teleconference is an excel
le n t m ed iu m  for d e liv e r in g  fa s t
breaking news and changes.

The BAI has used the teleconfer
ence  as an ideal “qu ick -resp o n se” 
vehicle to deliver timely information 
ab o u t new ly  a u th o r iz e d  m oney- 
m arket accounts and withholding of in
terest for tax purposes. W ithin only 39 
days following passage of legislation 
au th o riz in g  th e  m oney-m arke t ac
count, the BAI had produced a te le
conference on the subject of the new 
deposit in strum ents. A ttendees re 
ceived timely, im portant information 
that could give them  the “com petitive 
edge” in a new market.

The teleconference also can be an 
effective m edium  for reaching top- 
level banking executives. At a recent 
BAI video teleconference, more than
2,000 senior financial executives were 
able to “sit down at the same table” 
with the head of a federal regulatory 
agency, coauthors of a survey on bank
ing strategy and top executives —  in
cluding chairm en and presidents —  of 
the nation’s leading financial institu
tions and explore strategies for success 
in the 1980s. The result was a nation
wide strategy session.

The institu te’s work with satellite 
communications reflects our in tent to 
improve the quality and delivery of 
educational services to the financial 
community. M oreover, teleconferenc
ing has becom e a major line of business 
that generates significant annual rev
enue, and it positions the BAI perfect
ly to m eet the exploding information 
needs of the financial-services indus
try.

W hat’s in the Future? Until now the 
BAI has presented  its teleconferences 
in what would be term ed “ad hoc” sites 
—  locations, usually hotels, with satel
lite-receiving capabilities, selected on 
a conference-by-conference basis. But 
we think the future of teleconferencing 
ultim ately points in a different direc
tion: a nationwide network of estab
lished sites that ultim ately will provide 
educational program m ing directly to
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financial institutions.
Already, a num ber of banks have 

their own satellite-reception facilities, 
w hich enable them  to receive BAI 
teleconferences and presen t them  in- 
house. And as the cost of satellite- 
reception hardware continues to fall — 
and as banks recognize the potential 
value of in-house teleconferencing as 
part of their training programs —  more 
institu tions are likely to install the 
equipm ent on their premises.

Optimal benefits of teleconferenc
ing will be gained by institutions that 
can receive broadcasts w ithin their 
own facilities. In-house teleconferenc
ing can m axim ize access to m uch- 
n eeded  inform ation by all levels of 
bank staff. It also increases the types of 
teleconference programs available to 
include m ulti-day presentations and 
repeated  broadcasts.

In-house teleconferencing can be a 
p o w erfu l c o m p o n e n t of a b a n k ’s 
ongoing  p ro fess io n a l-d ev e lo p m en t 
efforts, enabling it to provide training 
and  inform ation  to v irtually  every  
m em ber of its staff. This technique 
promises to make teleconferencing a 
prim ary  m edium  for delivering  in
form ation and train ing program s to 
financial-services professionals.

Too Logical fo r  SuccessP Futurist 
John Naisbitt has w ritten that telecon-

ferencing is a m edium  that’s just too 
logical to succeed. W ith due respect, 
we at the BAI think video telecon
ferencing is too good not to succeed! 
O ur experience  confirm s our o p ti
mism: Teleconferencing is indeed a 
“m edium  to match the market. •  •

Annual-Report Manual
An analysis of in fo rm ation  r e 

quired in a bank holding com pany’s 
annual report and Form  10-K is con
tained in a new  manual, S E C  A n n u a l  
R e p o r t s  —  B a n k i n g  S u p p l e m e n t ,  
coordinated by E rnst & W hinney.

T h e  m an u a l c o n ta in s  sam p le  
financial sta tem en ts and explana
tions of “single-step -incom e p re 
sen ta tions and issues concern ing  
varied loan disclosures. It also d e
tails recent revisions to Article 9 of 
Regulation S-X and G uide 3.

In addition, there  is a statem ent- 
disclosure checklist for banks and 
bank HCs. The list incorporates new 
Security and Exchange Comm ission 
disclosure requirem ents and those 
contained in the American Institu te  
of C e rtif ied  P u b lic  A cco u n tan ts’ 
1983 edition of A u d i t s  o f  B a n k s .

For further information, contact 
M. C. Nelson in E rnst & W hinney’s 
Cleveland office (216/861-5000).

ALUMINUM
lightweight heavy duty

CHECK CASES
# 3 2 3 0  ALUMINUM CH ECK  TRAY CA SE of
high strength aluminum with 3 compartments 
to carry one #8201 CHECK TRAY (I8V2” 
long) in each compartment. Since each com
partment is separated by a full shelf, the com
partment can be used for trays or reports. 
One, two or three trays may be transported at 
anytime. 10” x 19” x 15”H (Trays not included)

# 3 2 3 2  ALUMINUM CH ECK  TRAY CA SE a s
above except for 221/2” long plastic trays. 10” 
x 22%” x 15” (Trays not included)

SEE YOUR VENDOR OR CALL/WRITE

g 3 ? E
DIVISION OF BY LO MFG INC

3333 W 48TH PL CH IC AG O  60632 312/247-4611

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 institu tions 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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Bank D irectors  W arn ed  
To Take Job Seriously

L EADING off the Indiana Bankers 
A ssocia tion’s (IBA ’s) day-long  

sem inar for bank directors recently, 
Toledo-based consultant Dr. Douglas 
Austin confessed to an overflow crowd 
that the first 45 m inutes of his speech 
would be a “real downer.

N orm ally, th a t m ight have been  
sufficient to send even the most en th u 
siastic crowd scurrying for the exits, 
bu t the nearly 600 bankers and bank 
directors attending IBA’s first sem inar 
for directors stayed around for the full 
day to hear the o ther scheduled speak
ers, Dr. Paul Nadler, Rutgers Uni
versity, New Brunswick, N. J., bank
ing professor, and Richard Olstein, 
a d m in is tra tiv e  m anag ing  d irec to r, 
L. F. Rothschild, U nterberg, Towbin, 
In c ., New York C ity-based institution
al in v e s tm e n t firm . M r. N a d le r ’s 
appearance was cosponsored by L. F. 
Rothschild.

Although Mr. Austin suggested d u r
ing the first segm ent of his p resen ta
tion that some m em bers of his audi
ence might choose to tender their res
ignations after hearing the responsibil
ities and potential liabilities they face 
as bank directors, the crowd was not 
noticeably dim inished after the m orn
ing coffee break. Mr. Austin leavened 
his com m ents with hum or, bu t he re 
p e a te d ly  em p h a s iz e d  th a t a bank  
director’s responsibilities are not to be 
taken lightly.

A ru d e  aw ak en in g  aw aits those  
d irectors who consider the ir rep re 
sentation on a bank’s board as m erely a 
confirmation of their status in the com 
m unity , Mr. Austin stressed. “You 
could be in for the toughest job of your 
career,” he said. H e then  gave those in 
his audience all the motivation they 
needed to take their responsibilities as 
directors seriously.

Bank directors have no shield to p ro 
tect their personal wealth in the event 
the bank fails or even if the bank “just 
limps along” under a le tte r of m em o
randum  or a cease-and-desist order for 
a time, Mr. Austin said. D irectors - 
and-officers’ liability insurance should 
be considered a last line of defense and 
not even an always effective defense at 
that.

“You are personally responsible in 
the event anything goes w rong,” he 
said.

Most directors are content to come 
to meetings and let m anagem ent run
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Douglas Austin , 
pres., Douglas Aus
tin & Associates, To
ledo, O., tells bank 
directors good and 
bad news about 
their responsibili
ties during Indiana 
Bankers Association 
seminar.

the bank, said Mr. Austin, bu t in the 
majority of cases of fraud or failure, 
board m ischief usually is not the cause, 
bu t ra ther lack of supervision of m an
agem ent. An illegal overline loan — 
even though inadvertently  allowed —  
can lead  to personal liability  for a 
bank’s board m em bers. Nor is lack of 
involvem ent in the bank or the action 
that precipitated the legal problem  an 
acceptable excuse, Mr. Austin said. If 
a board m em ber m ust absent himself/ 
herse lf from the board for th ree or 
m ore  m o n th s of th e  year, h e /sh e  
should consider resigning and letting 
som eone else have the liability, he 
said.

Conversations about bank business 
at restaurants or o ther public places 
w here outsiders could overhear is a 
form of bank disloyalty that could cre
ate legal problem s for directors, Mr. 
Austin said. W herever possible, direc
tors ought to e rr on the side of conserv
atism.

Directors have a role to play in find
ing and retaining com petent m anage
m ent, in strategic p lanning  and in 
m aintaining the ir independence, he 
said. Not only is independence of ac
tion im portant to the direction of the 
bank, but if directors can show they

William H. King, ch., Second Nat'l, Rich
mond, Ind., and Paul Nadler smile for 
photographers at Indiana Bankers Associa
tion seminar for bank directors.

v o ted  against an action  th a t la te r  
proved illegal, they may be able to 
escape personal liability. O f course, 
directors who find them selves voting 
“no” several times a m eeting several 
m eetings in a row may wish to consider 
w hether they are serving on the right 
board, he said.

D uring the second segm ent of his 
p resen ta tion , Mr. Austin discussed 
how directors can limit their liability 
and make their service on the board 
more productive.

A strong m anagem ent and a strong 
board are not incompatible, according 
to Mr. Austin. In fact, they can com
plem ent one another. If boards prop
erly fulfill their oversight role and en 
sure that all elem ents of the bank are 
strong, they can limit their liability and 
perform a worthwhile com m unity ser
vice. He advocated that bank directors 
be appointed and retained on the basis 
of merit. “You are only as strong as 
your weakest link,” he warned, and 
directors have a responsibility to see 
th a t  th e ir  fe llow  d ire c to rs  b r in g  
strength to the board.

Rothschild’s Mr. O lstein opened the 
afternoon segm ent of the sem inar with 
a paean to community banks and their 
roles in the com m unities they serve. 
C om m unity  banks have a d is tin c t 
ad v an tag e  in co m p e tin g  w ith  th e  
“mega-deposit, m ega-branch” banks, 
he said, bu t during the 1980s, smaller 
banks will have to pay close attention 
to the increasingly more difficult tasks 
of generating capital and m aintaining a 
balance in their rate-sensitive assets 
and liabilities.

U nder the Rothschild strategy, a 
bank designates a certain bloc of secur
ities that are to be sold depending on 
the m ovem ent of short-term  in terest 
ra tes or m arke t ra tes of m atu rity - 
equivalent securities toward the book 
yield of the designated bloc of secur
ities. Mr. Olstein said that bank direc
tors too frequently fail to give bank 
m anagem ent the credit they deserve 
in forecasting in terest-rate m ovem ent, 
bu t added that he did not find that 
surprising considering that bank m an
agem ent itself also denigrates its abil
ity to foresee in terest-rate m ovement.

W ith the w ealth of econom ic in
formation available to bankers today, 
Mr. Olstein said, bankers can get a 
“good gut feeling” as to the direction of 
in terest rates and predict local loan de
m and with b e tte r accuracy than the 
most respected economists.

Dr. Nadler concluded the sem inar 
on a hum orous no te  w ith  a w ide- 
ranging view of the nation’s economic 
and  p o litic a l p ro b le m s  and  th e ir  
antecedents. —  John L. Cleveland, 
assistant to the publisher.
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“data processor”?
The phone book 

is full of them.
Then, there’s 

FDMC

The information explosion. It’s an everyday fact in the financial industry. 
As is the legion of people offering help in dealing with the data. FDMC is one 
such firm; but that’s where the similarity ends.

For the past 14 years, FDMC has been building and fine tuning a full array 
of financial services, in areas such as profitability analysis, micros, EFT/SCS, 
asset liability management and proof of deposit, we, quite literally, have 
no equal. In truth we do it all and we do it well.

Our goal, since the beginning, has been to be the first, in quantity and, 
more importantly, quality. To date, by both criteria, we have succeeded.
But we’re not resting on past accomplishments. To keep the momentum going, 
we’ve recently “gone public” with stock offerings which will provide the needed 
capital to keep us comfortably ahead of the pack.

In a word, commitment says it best. A commitment which says that 
uncommon service, both in terms of quantity and quality, is common practice. 
We invite you to experience the FDMC difference.

First Data
Management
Com parsine.

P.O. Box 25189
Oklahoma City, Oklahoma 73125

For More Information 
Contact Our Marketing Division 
(405) 272-4090William P. Adams, PresidentGary 0. Bunch, Chairman of the Board
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Protection for your customers. 
Profits for you. SAFECO Life’s 
direct response insurance pro
grams deliver both. And we’ve 
been doing it for years.

Our customized direct response 
packages are proven successes. 
They’re up-to-date plans at com
petitive prices — with impres
sive response rates.

S A F E C O  L IF E  D IR E C T  R E S P O N S E  
IN S U R A N C E  P R O G R A M S

T a rg et M a rk e t P ro d u ct*

Bankcard Accident Protection Plan 
Bankcard Accidental Death

Demand Deposit 
Accounts 

Checking 
Savings

Checking Accidental Death
Critical Period
Savers Accidental Death

Mortgage Borrowers 
First Mortgage 
Second Mortgage 
Contract Collection

Youth

Mortgage Protection Plan 
Mortgage Accidental Death 
Mortgage Payment Security 
Critical Period 
Co-Borrower Add-On Life 
Youth Life

‘ Subject to State Approvals

Let us help you make your cus
tomer insurance program a very 
profitable business. Send us the 
coupon or call our vice president 
Mike Sprague at our toll free 
number: 1-800-321-FREE. In 
Washington State, call collect 
(206) 545-5914.

b.----------------- -------------------------------------------------------------

I’d like to make more profits 
with SAFECO Life’s direct re
sponse insurance programs.
Name__________________________

Address. 

City___ _____ S tate___Zip______

SAFECO
LIFE IN S U R A N C E  ®

SAFECO Life Insurance «
Special Markets, SAFECO Plaza, Seattle, WA 98185

L __________________________ ________________ ___I

Deregulation Leads to Changes 
At St. Louis-Based HC

M EETIN G  the challenge of a de
re g u la te d  ban k in g  e n v iro n 

m ent. This is the stated purpose of 
im p o rtan t changes p lan n ed  by St. 
L o u is -b a se d  G e n e ra l B an csh ares  
Corp.

At a p re ss  c o n fe re n ce  h e ld  in 
April in St. Louis, Jack W. M inton, 
th e  H C ’s c h a irm a n /p re s id e n t, an 
nounced planned consolidations of its 
St. Louis-area banks and estab lish
m ent of a new operations cen ter “with 
the latest state-of-the-art technology. ” 

Mr. M inton said the HC is changing 
the names of its St. Louis-area banks to 
G eneral Bank. As he pu t it, “This 
nam e is a natural outgrowth of our 
long-standing corporate  id en tity  as 
G e n e ra l B an csh a re s . T he w ord  
‘G eneral’ also signifies the fact that our 
banks are engaged in general, full- 
service banking for the general pub 
lic .”

According to the plan, the six banks 
will be m erged into two banks: G ener
al Bank (in the city) and General Bank 
of St. Louis County. Bank of St. Louis, 
B aden Bank and Jefferson Gravois

Bank, all in St. Louis, will be m erged 
into General Bank. It will be directed 
by K enneth Poslosky, currently  presi- 
dent/C E O , Bank of St. Louis, and ex
ecutive vice president, General Banc
shares. G eneral Bank will be a $600- 
million bank.

C entral Bank-Clayton, Commercial 
Bank and L indbergh Bank, all in St. 
Louis C ounty, will be m erged into 
G eneral Bank of St. Louis County, 
w hich will be a $ 165-million bank 
headquartered  in Clayton. It will be 
directed by Thomas Caspari, currently  
chairm an/C E O , C entral Bank-Clay
ton.

The m erged banks will be identified 
by a new logo, which, said Mr. M in
ton, symbolizes w hat G eneral Bank 
stands for —  strength.

According to Mr. Poslosky, by vir
tue of a Missouri law that took effect 
last Septem ber 28, his HC is able to 
consolidate w ithout giving up rights 
for expansion through addition of fa
c ilities . C u rre n tly , G en era l Banc
shares has franchise rights to expand to 
an additional 14 new banking locations

On September 12,
MONEY TALKS

"to executives who listen.
MONEY TALKS is a landmark event. . . 
the first national assembly to encompass all 
segments of the financial services industry, 
from banking to brokerage. If you'd like to 
talk money, call Bank Administration Insti
tute for a free brochure: 1-800-323-8552 (In 
Illinois, 1-800-942-8861) or 1-312-228-6200. 
Ask for the Education Hotline.

MONEY TALKSSM is a service mark owned by Bank Administration 
Institute, Rolling Meadows, Illinois 60008, U.S.A.
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in St. Louis and St. Louis County, 
bringing total available banking loca
tions to 27. Mr. Poslosky told those at 
the press conference that site studies 
and facilities planning already have b e 
gun, and the HC expects to develop a 
building structure to be used in its fu
ture  expansion —  an architectural d e
sign he d e sc rib e d  as “ d is tin c tiv e , 
attractive and functional for all our 
consum ers’ u se .”

The new operations center, as de
scribed by Donald W. M oriarty, the 
HC s senior vice president, will be lo
cated in downtown St. Louis (at N inth 
and  W ashington) and  w ill em ploy  
about 120 persons, all of whom are part 
of the presen t HC staff. M uch of the 
transition activity is underw ay, and 
plans are to have the majority of it 
com pleted during the th ird  quarter of 
this year, with the bulk of trailing ac
tivities being com pleted during early 
1985.

Mr. M oriarty said G eneral Banc- 
shares had just signed a contract to 
install the latest Burroughs com puter 
so ftw are /h a rd w are . T he system  is 
known as BIS (Bank Information Sys
tem), which, along with the Burroughs 
newly announced com puter system 
(A9F), will cost approximately $3 mil
lion.

The new system will provide a total
ly integrated capability at the teller 
term inal —  financial transactions, plat
form docum entation, word process
ing, electronic mailbox and inquiry 
functions. An im portant new feature, 
signature verification on the same te ll
er term inal, is being incorporated and 
will perm it G eneral Bank custom ers to 
be identified and to cash checks at all 
G e n e ra l Bank lo ca tio n s . As M r. 
M oriarty pointed out, these customers 
no longer will be lim ited  to th e ir  
“hom e” banks. This com plete use of a 
work station by a bank teller, he said, is 
a first in the St. Louis area. Installation 
will begin in Septem ber.

Mr. M oriarty also announced that 
the H C ’s banks’ autom ated-teller n e t
work was switching from an off-line 
system  w h ere  the  cash-d ispensing  
m achine stands alone to an on-line sys
tem , w hich im m edia te ly  d isburses 
funds and changes a custom er’s bal
ance on the books in accordance with 
the custom er transaction. H e said this 
sytem perm its a custom er not only to 
w ithdraw  money at all General Bank 
ATM locations, bu t perm its transfer of 
money from one account to another. 
This GBC ATM network —  which in
cludes the H C ’s bank at Ziegler, 111. — 
also is serviced through the operations 
center.

Consolidation of “back-room ” op
erations, continued Mr. M oriarty, will

MINTON CASPARI

remove duplication of many functions 
in the various locations, thus perm it
ting each facility to focus entirely on 
providing person-to-person custom er 
services (deposits, withdrawals, pay-

POSLOSKI MORIARTY

m ents, lending, safe-deposit, ATM 
and other services). F urtherm ore, he 
said, the centralized operations cen
ter, with its heavy reliance on com 
pu ter technology, will perm it the H C ’s

People
People. They are the center of every organization, 
regardless of its size or the nature of its business. 
And they have very real needs that must be met by 
the organizations for which they work.
At the same time, you as an employer, must find 
more effective ways of managing your human re
sources in toda/s constantly changing environment.
CORNERSTONE, personnel management services 
from Union Planters, can provide you with direction 
for meeting these needs through Personnel Profile— 
an assessment of every aspect of your personnel 
function. Personnel Profile is designed to recom
mend improvements in your personnel function and 
to help you establish priorities.
And this is only one of the many services of 
CORNERSTONE. Call today for more information on 
how CORNERSTONE can benefit you. In Tennessee, 
call 1-800-582-6231, extension 6310. Outside 
Tennessee call 1-800-238-5028, extension 6310.

SM

A Division of Union Planters National Bank 
P.O. Box 387 • Memphis, TN 38147
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banks to expand into new locations 
w ith m inim al start-up  tim e. Many 
bank employees are in classes learning 
abou t th ese  new  technologies and 
their potential capabilities. •  •

•  U. S. commercial banks paid $537 
m illion  in in su ran ce  p rem iu m s in 
1982, according to the ABA s seventh 
annual bank-insurance survey. More 
than one quarter of that am ount was 
used to pu rch ase  b an k e rs’ b lanket 
bond coverage. The survey report in
c ludes in d u stry  figures on various 
types of coverage, prem ium s, deducti
bles and the incidence and nature of 
losses. For information call 202/467- 
4118.

Ben W. Tabor has been prom oted to 
senior vice president, loan/deposit ser
vices group, In terF irst Bank Houston, 
which he joined in 1983.

Banking Scene
(Continued from  page 6)

One exceptional technique that has 
some m erit is to review  only those 
ratios and data that fall outside reason
able statistical param eters. O ther data 
in the report would be ignored, but 
major variances would be highlighted 
and called to the board’s attention.

A n u m b e r of o p e ra tin g  officers

would object to this policy, contending 
that the procedure would preem pt the 
prerogatives of m anagem ent and give 
directors information they really d idn’t 
need. In rebuttal, I can say that the 
board —  as part of its oversight func
tion —  m ust be aware of w hether their 
bank’s performance is above or below 
average. The UBPR is a valuable tool 
in helping directors perform this task.

The cost of purchasing UBPR re 
ports could be inexpensive insurance 
for directors. •  •
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Premier Systems, Inc.................................  29 or S/7
Rothschild, L. F., Unterberg, Towbin ...............  5
Safeco Insurance Cos............................................. 50
Sheshunoff Co........................................................  7
Son Corp.................................................................. 32
Struven, Inc., G. Carlyle....................................... 37
United States Banker..........................................  S /l
Whitney National Bank, New Orleans ...............  55
Zahner & Co............................................................  52

BANKERS WANTED
Comml Loan — SrVP suburban bk. $40K
Instl/Comml Ln — suburban bk. $28K
Pres/CEO — Ag bank $45K
R.E. Loan — dept, head subur. $30K
Agri Loan — manage Ag dept. $35K
Comml Loan — $50MM suburban bk. $30K 
Corresponent — Ag Dlv, urban bk. $35K
Operations— $30MM rural bk. $26K
Second Officer — $40MM ag bank $38K
Partial listing of available positions in midwestern 
banks.

TOM HAGAN & ASSOCIATES 
of KANSAS CITY

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

816/474-6874
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Municipal Bonds
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Revenue and General Obligation

Your "Correspondent” for Municipal Bonds

Investment Bankers • Municipal Bonds
ONE TWENTY SEVEN WEST TENTH

KANSAS CITY, MISSOURI 64105
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About Banks &  Bankers
ILLINOIS

David G. Taylor was appointed chair
man of C ontinental Illinois Corp. and 
C ontinental Illinois National, both of 
Chicago, at a board m eeting following 
the corporation’s annual m eeting April 
23. Mr. Taylor succeeds Roger E. 
Anderson, who, earlier this year, an
nounced  plans to re tire  from C on
tinental after the annual m eeting. Last 
year, M r. Taylor was e lec ted  vice 
chairm an/director of Continental and, 
in February, was nam ed CEO. Also in

David G. Taylor (r.), newly elected ch., Con
tinental Illinois Corp., Chicago, receives 
chairman's gavel from retiring Ch. Roger E. 
Anderson.

F eb ru a ry , E dw ard  S. B ottum  was 
elected p resident, succeeding John H. 
Perkins, who retired. In o ther action, 
Leonard W. Busse, senior vice presi
d e n t, was nam ed  con tro lle r, C on
tinen ta l Illinois Corp. H e succeeds
J. Joseph A nderson, executive vice 
p residen t, who was nam ed head of 
dom estic  m u ltina tiona l in v estm en t 
banking. Mr. Busse, who headed the 
North America II banking group, now 
reports to Mr. Taylor. In his new post, 
J. Joseph Anderson succeeds John E. 
Porta, who resigned from the bank to 
becom e president, Southeast Banking 
C orp., Miami.

Robert G. Blanquart has been nam ed 
a director, F irst National, Belleville. 
H e is p residen t, G eorge B lanquart 
Jewelers, Inc., Belleville.

Bank Sponsors Test Plot
SPR IN G FIE L D  —  The Spring- | 

field M arine Bank farm departm en t 
has established its th ird  annual corn- 
variety test plot. The test plot, used 
to m easure consistency and perfor
mance of various seed hybrids, is lo
cated on a farm a half mile north  of 
New Berlin.

This annual test-p lanting  program  
began two years ago w ith a plot lo
cated northw est of Springfield. Last 
year’s plot was located northeast of 
Springfield . A ccording to a bank 
spokesperson, these tests have p ro 
vided area farm ers w ith valuable in
formation for selecting seed types.

The test plot p lanted  the  last week 
of April will m easure the yield, m ois
tu re , percen tage, standability and 
gross incom e per acre after drying of 
54 seed-corn hybrids. O ther than 
trad itional corn-varie ty  tests, this 
year’s plot also will evaluate use of 
dry, liquid  and stripp ing  applica
tions of phosphate and potash fertil
izer as well as different applications 
of dry and liquid nitrogen.

Philip W. K. Sweet Jr., chairm an/ 
C EO , N orthern Trust C o rp ., Chicago, 
has announced he will be taking early 
re tirem ent from the HC. H e will do so 
w hen his successor is appointed. In 
o ther action, N orthern Trust Corp. has 
com pleted purchase of Jerom e Hickey 
Associates, Inc., a Chicago-based dis
count-brokerage firm. It will becom e 
N orthern Trust Brokerage, Inc. The 
firm has an office in Scottsdale, Ariz. 
Jerom e E. Hickey, who founded the 
firm in 1979, continues as president of 
N orthern Trust Brokerage.

Magna Group, Inc., Belleville, and 
M illikin Bancshares, Inc., D ecatur, 
have executed a le tte r of in ten t that 
contem plates an agreem ent for m erger 
of Millikin into a wholly owned sub
sidiary of Magna.

James B. Rogers has been  elected  
cashier, W oodford County Bank, El 
Paso, replacing Twyla Terven, who has 
b eco m e  c a sh ie r , F ir s t  A m erican  
National, Chandler, Ariz. Mr. Rogers 
jo in e d  W oodford  C o u n ty  Bank in 
1976. D ean  T. H astings has been

prom oted from loan officer there  to 
assistant trust officer. Carl T. Cooper, 
a director the past 20 years, did not 
stand  for ree lec tion , bu t has been  
nam ed director em eritus.

City National, Kankakee, has elected 
Don Gallois, vice president, bank op- 
erations/operation projects, to the post 
of cashier, prom oted Carl Lindokken 
to assistant vice president, Rosemary 
Wieliczko from custom er service offic
er to operations officer in charge of 
custom er service at all bank locations 
and Dorcilla M itchell to assistant trust 
officer. Mr. Lindokken rem ains in
vestm ent officer responsible for bank/ 
tru st departm en t investm ent activi
ties.

Jeffrey W. Taylor has been appointed 
vice president, Main Bank, Chicago. 
H e was assistant vice president, com
mercial loan departm ent. In his new 
post, Mr. Taylor is responsible for that 
departm ent.

Bank Compliance Officers Meet

Problems of bank compliance were a key 
feature of a recent meeting sponsored by 
the Southwestern Illinois Association of 
Bank Compliance Officers. Hardware, soft
ware, informational systems, insurance 
programs and accounting programs were 
examined during a half-day of exhibits. 
No speeches! Photo shows two of the pro
gram's organizers visiting with exhibitors 
from Commerce Clearing House. On the 
left: Brenda Stewart, v.p., DuQuoin State, 
and on the right, Gary L. Fisher, auditor, 
First Illinois, East St. Louis. Mr. Fisher is 
president of the bank compliance group. In 
the center are Donald Steinbrueck and Di
ane Barnard of Commerce Clearing House, 
Inc.
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INDIANA

AFNB Crosses County Lines 
To Acquire Closed Bank

American F letcher National, Ind i
anapolis, has purchased the assets of 
the failed Shelby National, Shelby- 
ville, and thus now has a bank outside 
its hom e county of Marion. Shelby 
National is in Shelby County. AFNB 
reopened the closed bank, and none of 
the depositors lost money.

For more than a decade, AFNB has 
been  seeking legislation that would 
allow  banks to hav e  fu ll-se rv ic e  
branches across county lines. Howev
er, the Indiana General Assembly has 
refused to perm it such actions except 
w hen a bank is in danger of failing, and 
no bank in its county makes a satisfac
tory bid.

Shelby National was closed by the 
C om ptroller of the C urrency because 
of serious loan-loss/earnings problems. 
It then was placed in the hands of the 
FD IC  to be sold to another bank.

F iv e  fo rm e r S h e lb y  N a tio n a l 
b ran ch es  also re o p e n e d  as AFNB 
branches.

Salem Capital Corp., Elkhart, has re 
ceived Fed approval to becom e a bank 
HC by acquiring 44% of voting shares 
of Salem Financial C orp ., Goshen, and 
th e reb y  ind irec tly  acquiring  Salem 
Bank, Goshen.

G. Richard Nisbeth has been elected 
executive vice p re s id en t, M idw est 
Com m erce Banking Co., Elkhart. He 
joined the bank in 1971 and heads the 
adm inistrative division.

David V. Lakes has been nam ed ex
ecutive vice president, Lincoln F inan
cial C o rp ./L in c o ln  N ational, F o rt 
W ayne. He joined Lincoln in May, 
1983, as senior vice president, corpo
rate  financial services division. He 
formerly was with BancOhio National, 
Cincinnati.
The St. Louis Fed has approved the 
application of CSB Bancorp, P eters
burg, to becom e a bank HC through 
acquisition of at least 80% of voting 
shares of Citizens State, Petersburg.

MICHIGAN

Manufacturers National, D etroit, has 
announced the following promotions: 
to senior vice president/auditor, audit
ing departm ent, Vernon W. Pietila; to 
se n io r  vice p re s id e n t, o p e ra tio n s  
administration, Dean J. Smith; to first

vice president, operations adm inistra
tion, Larry E. Eastham; to vice presi- 
den t/trust officer, David W. Cornwell; 
to vice p res id en ts , b ranch  d e p a rt
m ent, Joseph P. O uellette and Carme- 
lo A. Vermiglio; to vice presidents, 
systems departm ent, Dave A. Rayford 
and William A. Reynolds; to vice presi
dent, distribution departm ent, Joseph 
P e tr in i; to second vice p re s id e n t/ 
m arketing officer, Pamela S. Fahlund; 
to second vice president/account offic
er, Robert A. Ambrose; to second vice 
president/financial planning officer, 
Gail K. Barski-McCracken; to second 
vice p re s id e n t/in v e s tm e n t officer, 
David H. Cooke; and to second vice 
president/operations officer, Ronald J. 
Schensky.

N ational Bank of D etroit has an
nounced these promotions: to first vice 
president and head of its newly formed 
north Michigan regional banking divi
sion, G ordon S. Crim m ins; to vice 
presidents, A rthur Littlefield III and 
William J. Schmid, M idwest banking 
division; Michael A. M eroney, bank 
operations division; Alexander Robin
son Jr., national banking division; E d 
w ard Tinsley, w estern m etropolitan 
regional banking division; James E. 
Taylor, trust adm inistration division; 
Donald W. W agner, energy division; 
Richard V. Balgenorth, trust invest
m ent division; Charles A. Dillard, in
ternational division; John W. McGow
an N BD  T ru st Co. of F lo rid a ; to 
second vice president, Paul P. Baran, 
trust investm ent division; to assistant 
vice presidents, Brian D. Althaver, 
eastern regional banking division; Pe
te r J. H ebert, com ptroller’s division; 
M ark A. K ruggel and  R odney  A. 
Kurtz, trust adm inistration division; 
James S. Schoening, w estern regional 
banking division; Thelm a Goodwin, 
financial service division; M arlene E. 
K apelan, bank operations division; 
Paul V. R ivetto, p roperty  m anage
m ent departm ent; Dennis T. W ard, 
in te rna tiona l division; and Thomas 
Zambeck, information processing divi
sion.

MINNESOTA

Small Businesses Offered 
Specialized Services 
By Minneapolis Bank

Norwest Bank M inneapolis has in
troduced a new  specialized banking 
service designed to m eet specialized 
financial needs of small businesses and 
their owners. M etro Business Banking 
is a financial/advisory resource  for

small businesses in the tw in cities 
(Minneapolis/St. Paul).

The new service offers a full range of 
loans structured around the needs of 
smaller businesses, including working 
capital lines of credit, equipm ent/in- 
ventory loans, Small Business Admin
istration-guaranteed loans and in ter
national lines of credit.

M etro Business Banking, managed 
by Vice President James Gossen, has a 
staff specially trained to coordinate the 
expertise, products and services avail
able from all areas of the bank, includ
ing  cash m a n a g e m e n t, tru s t/e m - 
ployee-benefit services, bond and in
ternational. In addition, M etro Busi
ness Banking customers will have ac
cess to resources of Norwest Corp.

N orw est Bank M inneapolis has
elected five vice presidents: Dennis P. 
Jacobson, who jo in ed  the  bank in 
March as a credit-quality analyst, loan 
adm inistration; Loran J. H unt, who 
joined the bank in April as com m er
cial-banking representative, energy- 
finance area, domestic-banking group; 
Charlotte Kafitz, who is in the busi
ness-consulting area, finance group, 
and who joined the bank last D ecem 
ber as manager, business consulting; 
Jerry G udm undson, who is in bond 
tru s tee sh ip , operations group, and 
who joined Norwest Bank Minneapolis 
in 1980; and Ann H art W ernz, who 
joined the bank in April as manager, 
capital m anagem ent/trust legal area. 
She is the bank’s p rim ary  in ternal 
counsel to the capital m anagem ent/ 
trust group.

M. L. Grotewold has been prom oted 
from executive vice president/C E O  to 
p re s id en t, M arq u e tte  Bank of Co
lumbia Heights. He joined the bank 
last D ecem ber.

Gerald Ranfranz has been advanced 
from executive vice president to presi
den t, M arq u e tte  Lake S tate, M in
neapolis.

Larry Anderson has moved up from 
executive vice president to president, 
M arquette Bank at University, M in
neapolis, which he joined in 1977.

Wallace V. Blomquist has been nam ed 
senior vice president, F irst Bank M in
neapolis, which he joined in 1955. He 
had been vice president, commercial 
loan workout division. Also at First 
Bank M inneapolis, Charles S. Ingwal- 
son has been made president, F irst 
Asset Realty Advisers (FARA), and 
vice president of the bank. FARA is a 
subsidiary of the bank.

54 M ID -CONTINENT BANK ER for June, 1984
Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



We turn on a dime 
so you can turn a larger

profit.
When money is expensive, so is the 
time funds are idle. T hat’s why so 
many banks rely on Northern 
Thist. Bank for profit-enhancing, 
correspondent services. Our exper
tise in getting funds to work 
quickly and profitably has earned 
us the reputation of being a pre
miere processor for correspondent 
banks. In fact, in independent 
surveys, The Northern Thist 
consistently ranks among the top 
three cash management providers 
in the industry.

The latest in computer tech
nology assures check collection 
and safekeeping th a t’s accurate 
and fast. Our Cashline Balance 
Reporting System gives you elec

tronic access to your account for 
maximum flexibility. You can get 
a fresh update every 15 minutes 
if necessary—and move money 
within hours rather than days.

Add to our sophisticated 
equipment the best in personal 
attention and responsiveness, and 
you get Northern Thist’s ideal 
combination of quality and effi
ciency. A dedicated staff of profes
sionals assures you personal 
attention in all transactions.

We’re also ready to assist you 
in handling your investments. 
And our experienced Bond 
Department representatives 
are always on hand to provide 
knowledgeable advice.

With Northern Trust Bank 
behind you, you can count on 
better service for your customers.

And a better bottom line for your 
bank. For more information, 
contact John V. N. McClure,
Vice President, Northern Thist 
Bank, 50 South LaSalle Street, 
Chicago, Illinois 60675. Téléphoné: 
(312) 630-6000. Member F.D.I.C.

The more you want 
your bank to do, 

the more you need 
The Northern.

Northern
Thist
Bank
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OHIO

Major Reorganization 
Announced by Bank HC; 
Wydman Gets New Post

Society Corp., Cleveland, has an
nounced the election of Perry B. W yd
man to the newly created position of 
senior vice chairman, com pletion of its 
m e rg e r  w ith  I n te r s ta te  F in an c ia l 
Corp., Dayton, and a major reorga
nization of its service structure into 
four regional banks.

Mr. W ydman, who was president/ 
CEO , In terstate Financial Corp. prior 
to its m erger into Society C orp., has 
relocated to the Cleveland area. He 
also con tin u es as chairm an , T hird  
National, Dayton. In Cleveland, Mr. 
W ydm an joins G ordon E. Heffern, 
chairm an/CEO , and Robert W. Gilles
pie, president/chief operating officer, 
in the office of the chairman.

The four-bank strategy announced 
by Society will take place in stages over 
the next two years. Each region will 
have its own board, and districts w ith
in the regions will maintain boards to 
counsel on com m unity/m arketing m at
ters.

T he four reg ional banks will be 
served  by corporate  operating /staff 
groups providing highly specialized 
technical/support services.

C leveland-based Society National 
has 43 offices in Cuyahoga, Summit, 
Lake, Portage and M edina counties.

Society Bank, serving the eastern 
region, headquartered  in Canton, will 
serve an area extending from Lake 
Erie to the Ohio River, with district 
banks in the principal cities of Ash
tabula, Youngstown and Salem.

Society National of Northw est Ohio 
will represen t a consolidation of banks 
based in Fostoria, Frem ont, V erm i
lion, Port C linton and Bucyrus. It will 
serve 12 counties in the region be
tw een Cleveland and Toledo.

Society Bank serving the southern 
region, headquartered  in Dayton, will 
serve several of the state’s major m et
ropolitan areas, including Cincinnati, 
Dayton and Columbus.

W illiam  P. B oardm an has b e e n  
elected an executive vice president, 
BancOhio National, Colum bus. He 
joined the bank in 1981 and is on its 
sen ior m anagem ent com m ittee and 
head of the general counsel/develop- 
m ent group. He also has been general 
counsel for both the bank and Banc
Ohio Corp., Colum bus, since joining 
the organization.

AmeriTrust Co., Cleveland, has pro
m oted the following: to vice presidents 
—  Nathanael Morales, rotunda; M er- 
ryl K. Rapp, retail investm ent prod
ucts; Sharon E. Lebovitz, personnel/ 
organization; John R. Knapp, retail 
loan/card products; Robert C. D An
d rea , m anager, b u sin ess  d ev e lo p 
m ent, retail loan/card products; Gayle
S. Seeman, retail banking; Michael P. 
B arnum , re ta il banking; H en ry  J. 
Picozzi Jr., estates; and to assistant 
vice presidents —  James C. Boehle- 
feld, controllers; Norm an J. Malek, 
c o n tro lle rs ;  and  K aren  A. Joyce, 
corporate banking services.

WISCONSIN

Jerry L. Olsen, has been  nam ed presi- 
d e n t/d ire c to r , V alley Bank, Black 
Creek. He has been  with Valley Ban
corp, G reen Bay, 12 years and, most 
recently, was vice president/m anager, 
Military Branch, Valley Bank, G reen 
Bay.

First Wisconsin Trust, M ilwaukee, 
has prom oted Patrick L. Donahue and 
Joe D. Redwine to vice presidents; Pe
te r T. Aust, Barbara J. D em m er and 
Chris A. W ise to assistant vice p res
idents; and Clifford J. Gridley, Mark
K. S u lliv an , Sara J. W illsey  and  
Kathryn Z. Wiskow to trust officers. 
Newly elected officers are: Steven E. 
Osgood, trust officer, and Barbara D. 
Bauzenberger, assistant trust officer/ 
assistant secretary. Mr. Donahue has 
been  w ith the tru st com pany since 
1969, Mr. Redwine since 1982, Mr. 
Aust since 1971, Miss D em m er since 
1980, Mr. W ise, Mr. Gridley and Mrs. 
W illsey since 1981, Mr. Sullivan since 
1977, Mrs. W iskow since 1973 and 
Mrs. Bauzenberger since 1983. Mr.

New Ag Officers
K enneth  Becker, assistant vice 

president, Farm ers State, Colem an, 
was elected chairm an, Agricultural 
Bankers Section, W isconsin Bankers 
Association, at the section’s annual 
conference in Appleton.

O ther new  officers are: vice chair
m an, K eith  W eth e re ll, executive 
vice p residen t/agricu ltu ral officer, 
S tate Bank, H ow ards Grove; and 
treasu re r, R ichard H. Most, vice 
president/assistant trust officer/farm 
credit officer, F irst Bank, Menomo- 
nie.

New board m em bers are Carl M. 
Axness, vice president/agricultural 
representative, Union Bank, Blair; 
and Stanley M. Johansen, agricultu- 
ral/business loan officer, M&I Bank, 
W atertow n.

Osgood recently joined F irst W iscon
sin Trust with five years’ experience 
with a major financial organization.

Richard M. Sheridan has joined the 
m arketing departm ent, M arine C orp ., 
Milwaukee, as m arketing officer, re 
sponsible for sales training, serving the 
corporation and its m em ber banks. He 
form erly was w ith Datacom Associ
ates, Inc., as w riter/producer of au
diovisual programs. He also has been 
in the sales train ing departm en t of 
M ortgage G uaranty Insurance Corp., 
Milwaukee.

Richard Laabs has been  nam ed senior 
vice president, corporate planning/de- 
velopm ent, Brown D eer Bank. Most 
recently, he was vice president, com
mercial banking departm ent.

Gerald H. Beier has been prom oted to 
cochairm an and M ichael A. Hall to 
president, C itizens State, Shawano. 
Mr. Beier formerly was president, and 
Mr. Hall was senior executive vice 
president with responsibility for bank 
operations/adm inistration.

First Bank Milwaukee has prom oted 
Craig J. W itte to senior vice president, 
corporate lending, and nam ed John C. 
Tans vice president, corporate lend
ing. Mr. W itte was a vice president. 
Mr. Tans was vice president, corre
spondent banking, M&I Marshall & 
Ilsley Bank, Milwaukee. Richard R. 
Jandrain has joined F irst Bank Mil
waukee as vice president, trust invest
m ents, asset m anagem ent/trust divi
sion. He was vice p resident, trust, 
W ood C ounty  N ational, W isconsin 
Rapids.

James W. Henken has been prom oted 
to assistant vice president, F irst Bank 
International, M ilwaukee, which he 
joined in 1981.

Karen Weiland has been prom oted to 
financial services officer, M&I Bank, 
Madison, which she joined in 1970 as 
an executive secretary. Mrs. W eiland 
is a licensed general securities rep re
sentative in Wisconsin.

•  The ABA’s N ational A gricultural 
Bank M anagem ent School will be held 
July 8-13 at Iowa State U niversity, 
Ames. I t’s designed for senior m anage
m en t of agricu ltural banks, experi
enced agricultural loan officers, cor
respondent banking and credit officers 
of larger banks, branch managers in 
agricultural areas and bank regulatory 
personnel. I t’s a two-year school. Call 
202/467-6738 for information.

56 M ID -CO NTINENT BANKER for June, 1984
Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



Imagine having three contractors on your board
and finding a plan-design-build firm
all agreed was right for your new building.

“ I congratulate HBE,” says Drew Karandjeff, Jr., executive 
vice president of Granite City Trust Company, Granite City, 
Illinois, in the metro St. Louis area. “ It’s quite an accom
plishment to be picked by a board of experts. And the 
building trades experts on our board agreed unanimously 
that the HBE choice would be clearly advantageous to us.”

“We’ve absorbed 50% of main-bank volume 
with only seven people.”

“We saw in HBE an intimate knowledge of the banking 
industry that could lead us to all the efficiencies. The 
building design, layout and work flow of this full-service 
branch facility are a direct result, and we are achieving 
strong growth now very quickly.”
“What a refreshing surprise to find a 
cooperative spirit. HBE has it.”

“ Nothing burns me more than a high-hat attitude. I’ve 
been through that before in other projects. When we dis
covered HBE, we were delighted—all of us—with their 
totally open and candid attitude, their honest dedication 
and determination to deliver a real value. Planning was 
logical and we enjoyed full participation. Our top manage
ment was not burdened with details —we could trust HBE. 
Their on-site project manager took the job to heart, and we 
finished ahead of schedule. There was good cooperation 
between HBE and local labor. Being an outsider was no 
problem—they worked well together. Getting the job done 
right produced real economies for us.”
You should get in touch with HBE.

It’s easy to confirm what Mr. Karandjeff is saying when 
you talk to us, here at HBE. Before your next project, be 
sure to evaluate us yourself. Call or write Sally Eaton at 
314-567-9000. HBE Bank Facilities, 11330 Olive Street 
Road, St. Louis, Missouri 63141.

You can’t afford not to 
look at HBE.22 H BE

Bank Facilities

m
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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 of The 
First National Bank of Highland. Whatever your 
correspondent needs, Boatmen’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 

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




