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Now your customers
can have all the cards.

With a hand from
Banks of Mid-America.

W ith ChecOKard™, VISA®, MasterCard™
and new MasterCard Gold™, you have all
the cards you need. When you provide
your customers awinning hand like
this one, they have the only bank they need.
These cards give your customers the
purchase power for working, playing,
traveling or shopping worldwide. And
they’re good for instant cash at over
4,000 PLUS System® Automatic Teller
Machines across the country. Now, new
Mastercard Gold offers unprecedented
convenient benefits.

Offer your customers the best card deal
going and have that extra edge only
Banks of Mid-America can provide.

We were the first and we are the
largest bank card center in the state

of Oklahoma-with over a half million
cards in use. Let Banks of Mid-America
give you a hand. Call us today.

Banks of Mid-America
Card Center

P.O. Box 25847
Oklahoma City, OK 73125
405/231-6079 « Member FDIC
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FirstlLease

AND EQUIPMENT CONSULTING CORP.

The nation’s leading bank consultant on equipment leasing
presents more

EQUIPMENT LEASING
WORKSHOPS

Two day Workshop

The best way to find out how your bank can start reaping
high equipment-leasing profits is to attend a First Lease
Two-Day Workshop.

In only two days, you’'ll get a clear understanding of the
procedures and huge benefits of equipment leasing. Plus,
you’'ll discover what it takes to get started and how to
negotiate, document and fund an equipment lease
transaction.

Would you love to generate three times the profit of a com-
mercial loan? Would you love to institute a program that'’s
predicted to be 60% of the Capital Goods Market by the
1990's? Are you within arm’s reach of a telephone?

If the answer to all three of the above questions is “yes,”
then pick up the phone and call (502) 423-7730.

MCO03

FirstLease

AND EQUIPMENT CONSULTING CORP.
Executive Offices

420 Ffurstbourne Lane

Louisville, KY 40222

(502) 423-7730

Workshop Cost: $495.00

Please check workshop you wish to attend:
O July 17-18, Ramada Inn, Louisville, KY

O Sept. 18-19, Ramada Inn, Louisville, KY

First Lease is one of America’s largest equipment leasing
consultants. We help independent banks across the
country set up profitable, in-house leasing departments
without a major investment in start-up and maintenance.

And the minimal First Lease fees are structured into each
transaction, so that leasing profits stay where they belong
... with our clients.

But hurry, First Lease Workshop space is limited and fills
up fast. To make your reservation or to find out more, call
(502) 423-7730 or fill out and mail the attached coupon.

Then attend a First Lease Workshop, where you'll sit back,

listen and learn why you should be offering this
profitable financing alternative.

Name

Company Name

Position/Title

Address

City State

Zip Phone

Arrival Departure __

Accommodations: Single 0  Double O

Method of Payment:;
O Bill me O Check Enclosed for $495.00
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Publisher Retires

MID-CONTINENT BANKER

Ralph B. Cox retired as publisher .
(Incorporating MID-WESTERN BANKER)

0f Mid-Continent Banker ONJune
28. He had served in that position
since 1970.

Mr. Cox joined the publication in
March, 1947, following graduation
from the School of Journalism, Uni-
versity of Missouri, Columbia. He
served successively as assistant,
associate and then editor before
being named publisher in 1970.

IN THIS ISSUE

Volume 81, No. 7 July? 1985

6 PRESIDENT’'S BID FOR TAX REFORM:
Mostly bad news for banks!

9 TVs, VCRs HOT TICKETS TO DEPOSIT INFLOWS
Premiums still work for banks!

10 TURNING BANKERS INTO SALESPEOPLE:
It’s a tough job!

12 CONSUMER ATTITUDES TOWARD BANKING:
Confusion, caution, but curiosity!

14 STATE CONVENTION REPORTS
A review of annual-meeting happenings

19 NEWS OF BANKS, BANKERS

Promotions, appointments, retirements
RALPH B. COX

Mr. Cox also served as first vice 31 CHRISTMAS-IDEA SECTION
president, treasurer, director and A review of promotions held last December
member of the executive committee
of Commerce Publishing Co., Mid-
Continent Banker’s parent orga- 40 ELECTRONIC BANKING’S STATUS, TRENDS
nization. Commerce also publishes POS, home banking surveyed
other business publications: Life In-
surance Selling, American Agent 1?

Broker, Decor, Club Management, 46 THE BANKING SCENE

The BANK BOABD Letter and Bank fraud and board responsibility

several other newsletters and
periodicals.

Wesley H. Clark, president of
Commerce, now serves as publisher
of Mid-Continent Banker. John
L. Cleveland, formerly assistant to
the publisher, has been named

Mid-Continent Banker Staff

Wesley H. Clark
Publisher

Editorial/Advertising Offices

408 Olive St., St. Louis, Mo. 63102. Tel. 314/
421-5445.

associate publisher.

CONVENTION
CALENDAR

Aug. 4-7: Independent Bankers
Association of America, One-
bank Holding Company Work-
shop, Chicago, Marriott’s Lin-
colnshire Resort.

Aug. 11-16: Central States Confer-
ence, Postgraduate Course-
Graduate School of Banking,
Madison, Wis., University of
Wisconsin.

(Continued on page 44)
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Senior Editor
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MID-CONTINENT BANKER is published monthly
by Commerce Publishing Co., 408 Olive St., St.
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CONTINENT BANKER at 408 Olive St., St.
Louis, MO 63102.

Printed by The Ovid Bell Press, Inc., Fulton,
Mo. Second-class postage paid at St. Louis,
Mo., and at additional mailing offices.

Subscription rates: Three years $27; two years
$20; one year $12. Single copies, $2.50
each. Foreign subscriptions, 50% additional.

Commerce Publications: American Agent &
Broker, Club Management, Decor, Life Insur-
ance Selling, Mid-Continent Banker and The
Bank Board Letter.
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Humberg, vice presidents.
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Yield ahead.

Improving the yield on your investments
takes constant, careful review. Under todays
rapidly changing market conditions, knowing what

to buy, when to buy it,
and when it matures is
essential.
Thats why you
should call the
Commerce Bank Bond
Investment Group.
Our Bond Group
representatives are
trained professionals in
portfolio management. They will keep you up to
date and informed of rapidly changing market
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
assist you in the J;))Pnmmpfop Ffonk
management ofyour  Jf Kan™Cfty™ ** —

pOfth IO 816/234-2462 + 10th & Walnut » Kansas City, MO 64141
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Mostly Bad News

for Banks

In Tax-Reform Bid

ESIDENT Reagan’s tax reform
proposals contain both good news
and bad news for bankers.

nately, the bad news far outweighs the
good!

The major provisions can be summa-
rized as follows:

GOOD NEWS

« Corporate income tax rates are re-
duced.

e A new partial-dividends-paid de-
duction is provided.

By J. Alan Harkness
Partner
Peat, Marwick, Mitchell & Co.
St. Louis

* The ACRS depreciation system is
replaced with a new Capital Cost Re-

Unfortueovery System.

* The corporate minimum tax is re-
vised.

* Deduction of all entertainment
expenses is denied except business
meals within limits.

e Qualified retirement plans are
affected by numerous modifications
and revisions.

The scope of this article does not
provide for an in-depth discussion of

Mr. Harkness is partner in charge of the St. Louis
office tax practice, associate liaison tax partner
for banks, Midwest region bank tax liaison part-
ner and Missouri tax liaison partner at Peat,
Marwick, Mitchell & Co. He joined the firm in'
1965 and was admitted to partnership in 1974.

BAD NEWS!

« Bank loan-loss reserve provisions
are repealed and all previously de-
ducted loan-loss reserves are required
to be restored to taxable income.

» Deduction is disallowed for 100%
of interest incurred to carry tax-
exempt bonds.

e The special 10-year net-oper-
ating-loss carryback provision is re-
pealed.

* Use of the cash method of ac-
counting for tax purposes is limited.

* The tax exemption for industrial
development bonds, mortgage sub-
sidy bonds and other non-gov-
ernmental bonds is repealed.

e The tax credit for qualified reha-
bilitation expenditures and the invest-
ment-tax credit are repealed.

each of the above listed changes but is
intended to alert the reader to the ma-
jor areas of proposed reform and con-
tains only a brief discussion of the ma-
jor proposed changes. Bankers should
consult with their tax advisors in as-
sessing the impact of these proposals
on their bank’s operations and for tax-
planning purposes.

Because ofthe number ofprovisions
that would be effective January 1,
1986, pre-year-end tax planning will
be especially important. Because of
the significance of the proposed
changes, bankers should be encour-
aged to contact their representatives in
Washington and express their posi-
tions with respect to these proposals.

Following is a brief discussion of
each ofthe proposed changes enumer-
ated above:

Reduced Corporate Tax Rates.
Corporate taxable income is currently
taxed at the following rates: 15% on
taxable income up to $25,000; 18% on
taxable income between $25,000 and
$50,000; 30% on taxable income be-
tween $50,000 and $75,000; 40% on
taxable income between $75,000 and
$100,000; and 46% on all taxable in-
come in excess of $100,000.

Corporations reporting taxable in-
come in excess of $1 million receive
reduced benefit from the graduated
rates and those with taxable income in
excess 0f$1,405,000 receive no benefit
from the graduated rates but pay tax at
the maximum 46% rate.

This existing rate structure would be
replaced and tax would be imposed
under the following schedule: 15% on
taxable income up to $25,000; 18% on
taxable income between $25,000 and
$50,000; 25% on taxable income be-
tween $50,000 and $75,000; and 33%
on taxable income in excess 0f$75,000.

Graduated rates would be phased
out for corporations reporting taxable
income in excess of $140,000 in such a
fashion so that corporations with tax-
able income of $360,000 or more
would pay a flat tax at the 33% rate.
This revised tax-rate structure would
be effective July 1, 1986.

Partial Dividends-Paid Deduction.
The double taxation ofcorporate earn-
ings distributed as dividends would be
partially eliminated by allowing most
corporations a deduction equal to 10%
of dividends paid to their sharehold-
ers. This deduction would be limited
to distributions attributable to corpo-
rate earnings that have been taxed at
the corporate level.

Repeal Special Bank Bad-Debt-
Reserve Method. Existing special rules
for commercial bank bad debt reserve
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additions would be repealed effective
December 31, 1985, and existing loan-
loss reserves would be restored to tax-
able income in the first taxable year
beginning on or after January 1, 1986,
or ratably over a 10-year period.

Deny Interest Deduction to Carry
Tax-Exempt Bond. Since 1982, a por-
tion of the interest expense attribut-
able to the purchase of tax-exempt
obligations has been non-deductible.
Currently only 20% of the interest de-
fined as attributable to the purchase or
carrying of tax-exempt obligations ac-
quired after December 31, 1982, is
disallowed.

It is proposed that the deduction for
all interest expense allocable to the
purchase or carrying of tax-exempt
obligations acquired on or after Janu-
ary 1, 1986, would be non-deductible.
The amount of interest expense
deemed allocable to the purchase or
carrying of tax-exempt obligations
would be determined in the same
manner as under current law. The cur-
rent 20% disallowance provision
would continue to apply to tax-exempt
obligations acquired between January
1, 1983, and December 31, 1985.

Repeal Special NOL Rules. Com-
mercial banks currently are allowed to
carry net operating losses (NOL) back
to offset taxable income reported in the
prior 10 years and forward to the suc-
ceeding five taxable years. Most other
taxpayers are limited to a three-year
carryback and 15-year carryforward. It
is proposed that the special carryback
and carryover rules for banks be re-
pealed and that NOLs incurred in tax-
able years beginning on or after Janu-
ary 1, 1986, be subject to the regular
corporate carryback and carryover
periods of3and 15 years, respectively.

The general explanation of this pro-
vision states, “The extended carryback
period makes it more likely thataNOL
ofa depository institution will result in
a current refund. . . . No justification
exists, however, for distinguishing be-
tween NOLs ofdepository institutions
and NOLs of other businesses.”

It is interesting to note that in 1969
when the law was changed to reduce
the allowable bank loan loss reserve
percentage from the old 2.4% formula,
the net operating loss carryback period
was extended from three years to 10
years specifically to provide an extra
margin of safely in the case ofunusual-
ly large bad-debt losses that might ex-
ceed the reduced allowable reserve for
loan-loss percentages. Now, simul-
taneous with elimination of all bad-
debt reserves, the extended carryback
period is to be eliminated.

Cash-Basis Accounting. Banks cur-
rently are permitted to file tax returns

utilizing the cash-basis method of
accounting notwithstanding the fact
that most maintain their books and rec-
ords on the accrual basis ofaccounting,
so long as they originally maintained
their records on the cash basis and
were required by regulatory agencies
to convert to the accrual basis for
accounting purposes. Continued uti-
lization of the cash basis of accounting
for tax purposes affords banks signifi-
cant tax-planning opportunities and
flexibility. The tax-reform package in-
cludes a proposal which would deny
use of the cash method of accounting
unless the taxpayer could meet both of
the following conditions:

e The business has average (three-
year moving) annual gross receipts of
$5 million or less; and

* No other method of accounting is
regularly used to determine income or
loss for purposes of reports to share-
holders or others.

Taxpayers required to convert to the
accrual basis of accounting by this
proposal would be allowed to spread
the adjustment that results from the
difference between the use of the cash
and accrual methods ratably over a
period not to exceed six taxable years
and include this amount in taxable in-
come. This proposal would deny use of
the cash method of accounting for tax
purposes to all but the smallest banks.

Repeal Tax Exemption for Non-
Governmental Bonds. Interest on
state and local obligations generally is
exempt from federal income tax. Pro-
ceeds of certain state and local obliga-

ABA Comments on Tax-Reform Bid

HILE reservingjudgment on the net effect ofthe President’s tax
proposals pending further analysis, the ABA has identified
provisions having negative and positive impacts on banks.
Key negative provisions, which are identical or similar to provisions
included in the Treasury’s original proposal, include:
« Discontinuing the reserve method for calculation of the bad-debt
deduction. This would be harmful, not just to banks, but to all indus-
tries. The bad-debt reserve measures the true economic income of

banking and taxes it accordingly.

» Disallowance of interest expense to carry tax-exempt investments.
The primary impact will be to increase financing costs of states and

municipalities.

* Requiring banks to calculate taxes on the accrual method of
accounting. This particularly will affect community banks. Most larger
banks already have moved to the accrual method of accounting.

* Limiting the foreign tax credit to a per-country basis. This would
particularly penalize past transactions of U. S. corporations doing busi-

ness overseas.

An additional item of concern not included in the original Treasury
proposal is the effective denial of a portion of the interest deduction of
banks’ corporate borrowers through inclusion of 25% of net interest
expense in corporate minimum-tax calculations. This provision raises
concerns regarding the value ofdebt-versus-equity financing and will be

further studied by the ABA.

The ABA praised the reduction in the corporate tax rate from 46% to
33% and also noted its support for retention ofthe corporate graduated-
tax rate, which had been eliminated in the Treasury’s original proposal.

The ABA also praised the increase in the spousal IRA contribution to
$2,000, which allows a total $4,000 contribution for all couples.

The ABA welcomes the current opportunity to separate fact from
fiction in the tax debate, and urges that all financial contributions to the
cost of government be included when considering effective tax rates.

Banks pay an effective tax rate of 43% when considering those con-
tributions, according to a recent survey of bank taxes conducted by the

Bank Administration Institute.

The lower interest banks receive on tax-free state and local bonds
represents a federal transfer payment to those governments. Also, the
Federal Reserve earns interest on the reserves which banks are re-
quired to post and turns the revenue from its interest earnings over to

the Treasury.

These contributions, added to the explicit federal taxes banks pay,
total 43%, based on responses from 2,252 banks to the 1984 survey.
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tions, however, are made available to
non-exempt businesses (industrial-
development bonds), homeowners
(mortgage-subsidy bonds), and others
such as students (other non-gov-
ernmental bonds). It is proposed that
interest on obligations such as these
issued by a state or local government
on or after January 1, 1986, would be
taxable ifmore than 1% ofthe proceeds
were used directly or indirectly by any
person other than a state or local gov-
ernment. A special transition rule is
provided for refundings of outstanding
obligations.

Repeal Qualified Rehabilitation
Creditand ITC.A special investment-
tax credit currently is provided for
qualified expenditures incurred in
connection with the rehabilitation of
certain old or historic buildings. The

credit rate is equal to (1) 15% for qual-
ified expenditures incurred in connec-
tion with certain buildings at least 30
years old but less than 40 years old; (2)
20% for qualified expenditures in-
curred in connection with buildings at
least 40 years old; and (3) 25% for qual-
ified expenditures incurred in connec-
tion with certified historic structures of
any age. All rehabilitation credits
would be repealed effective for ex-
penditures incurred on or after Janu-
ary 1, 1986. The regular investment-
tax credit also would be repealed effec-
tive for property placed in service after
January 1, 198é.

Adopt New Capital-Cost-Recovery
System. The accelerated cost-recovery
system of depreciation (ACRS) estab-
lished in 1981 would be repealed and
replaced by a new capital cost-

Tax Plan 'Moderately Adverse’

ITH the U. S. economy showing signs of slowing down, the
economic effects of President Reagan’s tax proposals take on

special significance, say economists at Washington University s Center

for the Study of American Business, St. Louis.

The Center’seconomists caution that “the overall effects on economic
performance may be moderately adverse, particularly in the short run.

Lowering individual tax burdens while attempting to preserve the
federal revenue base (the principle of revenue neutrality) increases the
business-tax burden, the economists say. Revenue neutrality does not
necessarily imply “economic neutrality.”

The proposed reforms eliminate many of the powerful incentives to
capital formation and residential construction that were the reasons for
previous tax reform. Over the five-year period studied, the removal of
these specific incentives more than offsets incentives associated with a
general reduction in marginal tax rates, the economists state.

Using the Washington University macro model ofthe U. S. economy,
the economists predict that GNP would be 1.6% lower at the end of the
first year ofthe proposed tax changes than it would be under current tax
law. Their computer model predicts areturn to the current GNP growth
path after five years but a cumulative loss of $76.5 billion in output
during that period.

Other key economic factors would be adversely affected in the early
years of the Administration’s plan, and similarly return to prior trends
over alongerperiod. Unemployment would rise by .8 percentage points
the first year but would near its original path after five years. Housing
starts could drop by one-seventh the first year but be slightly above the
level expected under current tax law after five years.

The current proposal softens the blow to business investment in
equipment from what the November, 1984, Treasury version would
have inflicted. Nonetheless, annual spending on business equipment
would average some 4.5% less over the first five years than ifthe reforms
were not passed. Investment in structures would decline 2.5% the first
year but rebound to nearly a 2% increase over the projections for
current tax law in the fifth year.

The economists also found that the “revenue neutral proposals
would increase deficits. Their computer analysis indicates that cumula-
tive federal borrowing would grow $54 billion during the first five years.

The economists acknowledged that “some of the gains from improv-
ing the neutrality ofthe tax system — encouraging economic decisions
based on market rather than tax considerations — could dominate in the
longer run. Rut,” they concluded, “the transitional costs emphasized in
this study are likely to prevail initially.”

recovery system (CCRS). The CCRS
system is complex. Depreciation de-
ductions computed under the new
CCRS system would provide for the
cost recovery of real or inflation-
adjusted costs of depreciable assets
rather than actual cost as under prior
methods. In other words, depreciation
deductions would be indexed for infla-
tion and, although keyed to original
asset cost, depreciation deduction
would exceed the actual cost ofan asset
over its useful life.

The CCRS system would be effec-
tive for property placed in service on
or after January 1, 1986.

A special rate-reduction-depre-
ciation-recapture rule would prevent
taxpayers from obtaining an unin-
tended benefit from excess deprecia-
tion claimed under the ACRS method
between January 1, 1980, and Decem-
ber 31, 1985, by including in taxable
income 40% of a taxpayer’s excess de-
preciation over a three-year period.
The first $300,000 of excess deprecia-
tion would be exempt from the rate-
reduction-recapture rule.

Revised Corporate Minimum Tax.
Taxpayers reducing their taxable in-
come by deducting specified items of
tax preference are subject to mini-
mum taxes” which may increase their
total tax liabilities. For corporations,
the minimum tax is currently imposed
in addition to the regular corporate
tax. This add-on corporate minimum
tax would be repealed and replaced by
an alternative minimum tax, similar in
structure to the alternative minimum
tax currently imposed on non-cor-
porate taxpayers. An alternative mini-
mum tax rate of20% would be imposed
on minimum taxable income. Mini-
mum taxable income generally would
be calculated by adding to taxable in-
come the excess of preference items
over $10,000, subtracting a threshhold
exemption amount of $15,000 and cer-
tain other modifications. This proposal
would be effective for taxable years be-
ginning on or after January 1, 1986.

Entertainment Expenses. Deduc-
tions for all entertainment expenses
would be denied including club dues
and tickets to public events except for
business meals furnished in a clear
business setting. For business meals,
deductions would be denied for one-
half the cost of the meal over $25 per
person. This provision would be effec-
tive for the tax year beginning on or
after January 1, 1986.

Retirement Plan Changes. The
proposals contain numerous changes
affecting employee stock ownership
plans (ESOPs) and other types of re-

(Continued on page 45)
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TVs, VCRs Hot Tickets
to Deposit Inflows

Premiums Still Work for Banks!

HE stakes have been raised in the
premium game.

Just a few years ago, premiums
offered to attract depositors consisted
mostly of low-dollar items such as
glassware, toasters or stuffed animals.
Today, the most popular items are the
high-dollar electronic gifts.

“Through the first quarter, incen-
tive campaigns have predominantly in-
cluded high-tech electronics,” says Jay
Keller, president, Keller Marketing,
Alliance, O. His company markets
financial-premium programs to banks.

“The key successes have come from
TVs, VCRs and microwaves. The cam-
paigns have had as their basic objective
the lengthening of maturities,” he
says.

“This format will continue to be
used because it works. Rates are low,
the programs are cost-effective and
easy to handle. Typically all the mer-
chandise is drop-shipped to the cus-

tomer,” Mr. Keller says.

This opinion is echoed by John Con-
nelly, chairman, J. Edward Connelly
Associates, a Pittsburgh-based finan-
cial marketing company.

“Prior to deregulation, $10 and $20
gifts were used in accordance with
federal limitations — now it’s high-
tech electronic items,” Mr. Connelly
says.

In addition, continuity programs —
which encourage periodic, repeated
deposits by the customer — are be-
coming increasingly popular, Mr. Kel-
ler says.

“Low interest rates, the need to
build multiple-service customers and
anticipation ofthe removal of interest-
rate ceilings from passbooks in 1986
are key factors. | see agreat increase in
continuity programs,” Mr. Keller says.

In particular, the potential of con-
tinuity programs in cross-selling has
hardly been touched, he adds. Mr.

C.D. Deposits Compounding Interest Annually

AVOUNT
DEPOSITED 18 mo. 30 mo. 36 mo.
$1,000.00  Poperate Pen Set Gdd P.M. Pen Set Sourcksign AVIRMA. Redio
2,000.00  GodP.M. PenSet D Clock radia/phone DCordess Froe
5,000.00  AMFM dock Redio S.D. Cordless Phore! Horrlite XL12 Chein Saw
7,500.00  Cock Rodia/Phone Hit. XL12 Chain Saw & 13" Pat Qo TV
10,000.00  Cordless Phare Conpact Stereo System DRok Ystem
15,000.00  Hrit XL12 Chain Saw G 19" Port. 0. TV G Maonae Oen
25,000.00  Corrpact Stereo System G Morowave Oven &E25'd. Osde TV
40,000.00  GEI 7" Port. . TV GE25" Color Cons. TV Hanilton Gr. Fa. dok
50,000.00  GE19" Port. Cl. TV Him Gr. Fa. QLok Apple lie Corputer
75.000.00  GEMicronave Oven

AaaifiMflmMiter

Gi 4Q" Wideacreen CinB 1Y

Keller says he prefers Pfaltzgraff din-
nerware and giftware for continuity
programs because it is quality mer-
chandise, U. S.-made and offers a
much broader selection to the custom-
er than just the basic place-setting ofa
few years ago.

Also becoming popular are “theme”
promotions. For example, some banks
have offered “summertime” pre-
miums, including gifts such as coolers,
binoculars and other outdoor prod-
ucts.

Mr. Connelly points to the success-
ful promotion at Rethalto (111) Nation-
al that increased the bank’s deposit
base by 5% last year. The program’s
success has prompted bank manage-
ment to stage an encore based on the
theory that when something works
well, why change it?

The $21-million bank had used pre-
miums to acquire deposits in the past,
and the bank was ready to try it again
last summer, says Ronald Bollinger,
vice president.

He turned to J. Edward Connelly
Associates, Pittsburgh, a major finan-
cial premium firm. “Our goal was to
attract $1 million in deposits,” Mr.
Bollinger says.

The program relied mostly on
General Electric appliances and home
electronics.

Gifts ranged from a pen-and-pencil
set for a $1,000 deposit to an Apple HE
computer, a grandfather clock and a
color console TV for larger deposits at
longer terms. Available terms were 18,
30 and 36 months. Amount categories
ranged from $1,000 to $75,000.

Ofcourse, ifthey wanted to deposit

Pick your premium. This chart, published in ads and fliers, helped Bethalto $100,000, we wouldn’t turn them

(I11.) National increase its deposit base by 5%. The program was so successful
it is being repeated this year.

(Continued on page 43)
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HY IS IT difficult to make sales
people out ofbankers? Because

It'SA Tough Job
Turning Bankers
Into Salespeople!

Building a Sales Culture Can Take Years

bankers are better at advertising than

selling, said Dr. Leonard Berry, pro-
fessor of marketing, Texas A&M Uni-
versity, at last month’s convention of
the Minnesota Bankers Association.

Many individuals join banks to avoid
making sales. Selling is unfamiliar to
them. It conveys abad impression and
creates fear. That’s because selling is
naked — you either make a sale or you
don’t. And selling is measurable be-
cause people — not machines or
advertisements — are the sellers, he
said.

When you ask a banker to sell,
you’re asking him/her to do something
he/she has never done before, and
often doesn’t want to do.

Why are sales so important today?
Because competition is fierce, Dr.
Berry said. Product lines are shifting
and becoming more complex, requir-
ing a personal contact to explain them.
A newspaper ad can’t do an adequate
job. Turning customers into clients re-
quires areal person and individual ser-
vice, not to mention after-the-sale
attention.

Marketers are realizing that selling
is high-touch promotion, while adver-
tising is low-touch, he said. It takes a
person to supply high touch.

Another realization: Clients, not
customers, are needed by banks today.
Client marketing is the key to the fu-
ture. Customers are nameless; clients
are known by name. Customers are
served en masse; clients are served in-
dividually. Customers are served by
anyone; clients are served by profes-
sional bankers assigned to customers.
Customers have no allegiance to the
bank; clients do have allegiance.

Leonard Berry at podium at Minnesota
Bankers Association convention.

Making salespeople out ofbankers is
a tough assignment, Dr. Berry admits,
but it’s one that must be attempted.
There is no alternative for banks in the
’80s.

He discussed a study he made in-
volving 700 banks in the U. S. The
objective was to get a feel on the status
of personal selling by banks in the ’80s.
He wanted to determine where banks
are now in the development of a sales
culture so a plan detailing how they
should continue could be developed.

He found that 20% of the surveyed
banks had made some progress in
building a sales culture, but the other
80% still were at the starting block. It
takes a couple of years to build a sales
culture, he said.

He visited 10 banks that had reputa-
tions for outstanding sales programs.
He wanted to learn what they had
done to be successful in the sales area
and develop a model based on their
experiences.

His central conclusion was that his
concept of sales-success factors is
valid. Some of these factors appeared

at all 10 banks. Weaknesses always
could be traced to a factor that was
incorrectly implemented.

Dr. Berry developed what he calls a
“sales loop,” consisting of a series of
elements — or factors — that are
necessary to achieve success in selling:

e The realization that the customer
is the cause of the bank’s existence.

« A pervasive selling attitude that
considers selling to be legitimate and
important at all levels of the bank.

« A sense of team, rather than just
individuals. This concept is developed
through sales meetings.

e Institutional pride. Sales-oriented
bankers must believe in their institu-
tion, acknowledging that they work for
the best bank in town.

e A visible management commit-
ment. This commitment must be so
visible that employees consider it to be
real and meaningful, notjust a puffery.
The commitment includes mandatory
selling by managers and the realization
that advancement depends on sales
ability.

e Faith in employees. This faith is
expressed by giving encouragement to
employees as well as the tools to do the
selling job.

Dr. Berry outlined three prerequi-
sites to building a sales culture: recog-
nition that building a sales culture is
evolutionary, that management must
have a genuine commitment to the
concept and that a “sales champion”is
necessary for success.

Explaining these prerequisites, Dr.
Berry said the attitudes necessary fora
successful sales culture need to be nur-
tured over a period of time.

“A sales culture builds from within.
It takes time, dedication and detail to
develop it.” Moreover, a sustained
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sales program requires a stick-to-it
commitment.

Management’s commitment must
be genuine and be backed up by suffi-
cient funds to bring the project to frui-
tion.

A great deal of patience also is re-
quired and management must assume
the role of sales defender. A sales de-
fender talks up the importance of a
sales culture and takes steps to prevent
budget cutters from trimming sales-

related costs. )
A sales champion also isneeded, Dr.

Berry said. This is someone who plans,
steers and nurtures the sales-culture
concept. This individual often is the
bank’s marketing director. The sales
champion has the job of selling the
concept of a sales culture to everyone
in the bank. The sales champion works
with the sales defender to make a pro-
gram successful.

Defining the soles task.What do you
want the bank’s contact people to do?
Tell them in the job description. Em-
ployees need to know what manage-
ment means when it asks them to sell.
This can be done by listing the selling
behavior of each position in the bank.

For example, tellers should be told
to greet customers by name, to per-
form clue selling and refer customers
to the new-accounts desk when they
detect that the customer can benefit
from an additional service from the
bank.

New-accounts personnel should be
trained to detect customers’ needs,
how to make customers aware of addi-
tional services — at least one more
than the customer came to the new-
account desk to obtain. They should
provide the best service they can to
customers regardless of the size of the
account.

Calling officers should be told to
contact each of their accounts at least
annually, present anew and meaning-
ful service to each account annually,
make 25% of their calls on non-
customers and offer a full range of ser-
vices, not just their specialties.

Personnel should be told what they
are expected to do, but not how they
are to do it, Dr. Berry said. Their list of
duties should be short. They should
know what their job is, how it will be
measured and how they will be re-
warded.

Having the right people sell. It’sim-
portant that banks look for the right
type of individual for their sales staffs.
This means the bank maintains high
standards for new personnel. Make
employees earn their selling spurs;
don’t start them out in a customer-
contact position.

Identify those with the best sales

ability among existing staff, Dr. Berry
said. Use performance to identify abil-
ity. Dont look for glibness or good
talkers. Look for assertive individuals
who are sensitive to the needs of cus-
tomers. Look for individuals who care
about customers, are creative, are
team players. These are the indi-
viduals who can be developed into pro-
fessional sellers.

Offering the right services. This is
critical to success, Dr. Berry says.
Great products are the primary reason
lor a bank being successful. It’s not
easy to sell inferior services; sales peo-
ple who are excited about the services
they sell will be better salespeople. A
professional salesperson must believe
in the products being sold.

Preparing people to sell. Best results
are obtained by individuals who bring
capabilities to the job, who gain
capabilities on the job and who are
motivated, Dr. Berry said. A strong
sales knowledge and skills-devel-
opment program are imperative. Self
confidence also is important. Motiva-
tion is a must and the cost involved is
worth it. The cost ofnot preparing peo-
ple to sell is much greater in the long
term!

Sales-knoivledge development con-
sists of product knowledge, which is
the bedrock of sales development; the
sales role, which emphasizes customer
service; customer analysis; and com-
petitive/environmental analysis.

(Continued on page 44)

Reflections on Banking Industry

R. BERRY spoke twice at the Minnesota Bankers Convention (see

adjacent article). His second talk consisted of reflections on the
banking industry. He made the following points:

e Electronic banking makes the human factor in banking more impor-

tant rather than less important. There are fewer face-to-face encounters,

which means that those that occur should be handled well.

These

face-to-face encounters should be used to cross-sell effectively. There
may not be a second opportunity! Electronic banking frees bankers to be
bankers. It’s more than cost reducing; it’s a liberating influence if
bankers are smart enough to channel efforts in that direction.

e Deregulation makes the human factor more important. In adereg-
ulated environment, competitors will match almost everything a bank
has to offer. It will be difficult for competitors to match intangibles of
service, however. People performance makes similar institutions differ-
ent. Invest in the right people, prepare them for their jobs, reaffirm the
bank’s values — its purpose in the community. People make the differ-

ence!

* Most banks are organized all wrong, which makes them hard to do
business with. New strategies won’t work if old organizational policies
still are in place. It’s time to be bold in thinking out the bank’s strategy.

* Marketing efforts to keep and improve existing customers are vital.
Too many resources exist to get new customers and not enough to retain
existing customers. It’s easier to sell an additional service than the first
service. Obtaining new customers is merely an intermediate step. The
main point is to make existing customers better customers. Devote at
least half of the marketing effort to courting existing customers.

* There is no easy path to relationship banking. The bank must give
customers reasons to consolidate their business at the bank. Make it
appear stupid for them not to consolidate. Make it against their best

interests.

e The best-managed banks will be both high-tech and high-touch.
Routine and nonroutine services will be offered.

* There are fewer savers and more investors in the U. S. today.
Savers store money; investors seek to use money to make more money.
We helped create the investment mentality by offering sophisticated
services. Investment houses are becoming more formidible as competi-

tors.
strength.

Find creative ways to help investors improve their financial

e Innovation doesn’t just happen, it must be worked at. It requires
special efforts. Establish an innovation fund. Set aside money to fund
innovative projects. Proposals for new services must bid for develop-

ment funds.

e The best marketing departments are not those that are clever. They
are those that get everyone in the bank to practice marketing.
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Consumer Attitudes
Toward Financial Industry:
Confusion, Caution, But Curiosity

ENOWNED journalist Walter
RLippman once wrote, “when all

By Neil Christy
Vice President/General Manager
Keckley Market Research, Inc.*
Nashville

« “Things will get better for me.”
The mood of the nation is optimistic,

hink alike, no one thinks very much.thanks to the recent economic recov-

After a thorough analysis of U. S. con-
sumer attitudes toward financial ser-
vices, Keckley Market Research has
concluded otherwise: Most financial
consumers are thinking alike, and
they’re thinking a lot!

Based on dozens of focus groups and
thousands of telephone interviews,

Mr.

ery. According to the Institution for
Social Research, Ann Arbor, Mich.,
consumer confidence is higher now
than it has been since 1969 as interest
rates have stabilized and the housing
market has opened up slightly. Con-
sumers are interested in short-term
survival tactics, but believe “things

Christy directs research and analysis at

Keckley Market Research. His specialties include
moderating focus groups, analysis, report pre-
sentation and consultation. He has 11 years'
management/consulting experience. This article
is based on remarks Mr. Christy made at the
Ohio Bankers Association convention earlier this

year.

we've boiled down the current con-
sumer mindset into 10 statements to
which most ifnot all consumers would
agree. They are saying:

* * *

e “I'm making more money, but
Fueled by an ever-increasing
cost of living and a dramatically in-
creased desire for a more affluent life-
style including entertainment, travel
and transportation, the typical house-
hold finds itself with two incomes
(40%) but more credit liability than
ever before. In spite ofthe 30% greater
spending power households have net-
ted since 1970, 600 out of every dollar
now is applied to either installment
debt or home mortgages.

will be better” in three to five years.
* * *

e “I’'m confused about financial
products and services.” This feeling is
universal in the consumer market.
Consider it from a consumer’s per-
spective: In just a few years, the classi-
cal difference between banks and
S&Ls has disappeared as they adver-
tise the same products side-by-side.
Add to that the entry of nonbanks.
Only a few years ago the classic prod-
uct mix consisted of checking, savings
and trust. The typical institution now
offers more than 30 products and anti-

* Keckley Market Research is a subsidiary
of Financial Institution Services, Inc.
(F1SI), Nashville.

cipates offering travel, insurance and
real-estate services. Consumers sim-
ply can’t process all these changes, so
they resort to old values — courteous,
friendly service and convenient, mod-

ern facilities.
* * *

« “I’d like to know more.” The con-
sumer wants to understand the com-
plex new financial environment, lest
he miss opportunities or make mis-
takes. In every financial-institution
consumer survey we conducted, “in-
formation about new products and ser-
vices” has been the No. 1 need ex-
pressed by consumers. More than any
other, this is a mandate from the con-

sumer market.
* * *

« “l want to keep my options open
Because consumers are confused and
feel they need more information, they
have become cautious about the prod-
ucts, services and institutions they
support. They’re afraid to put all their
eggs in one basket. This explains the
finding that the typical U. S. house-
hold has accounts with 3.4 financial
institutions; 1.8 of these are banks.

* * *

* “I'm not afraid to try something
new.” One of our most striking find-
ings is the receptivity of consumers to
new products and new providers. The
overwhelming majority want financial
institutions to provide complete finan-
cial planning, including investment
advice. There is no noticeable resist-
ance, and, in fact, positive response, to
Sears’ entry into the consumer finan-
cial-services market. Pollster Louis
Harris noted in arecent Business Week
profile that “the public appears willing
to try almost anything.”
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« “I’d rather pay more to get what |
want.” The retail sector noticed this
trend first: Consumers are paying
more to get the quality and utility they
desire. In retail, this has spawned the
growth of “quality discounters, ” stores
specializing in quality brand-name
merchandise sold at 20% to 30% dis-
count for volume-sales profits. While
discounters like Zayre have struggled
because products were perceived as
lacking quality, Target and WalMart
have prospered. Similarly, consumers
realize there’s “no free lunch” offered
by financial institutions. They do not
shy from credit-card fees and actually
pay more for a card with an automatic

line of credit.
* * *

« “l want it now.” Only 7% of U. S.
households resemble the “Father
Knows Best” picture of a working dad
and mom home with the kids. More
than 60% ofall moms work today, put-
ting a premium on non-work time for
personal and family use. Banks can re-
spond with convenient facilities, short-
er lines, extended hours, off-site
ATMs and telephone bill-paying. Evi-
dence suggests a strong relationship
between resentment of long waiting
periods to see a physician, and the
growing popularity ofurgent care cen-

ters.
* ok x

» “Give me a break. "Most consum-
ers believe institutions are going out of
their way to take care of the affluent,
leaving the rest to cope with higher
fees and less service. It’s this “seg-
mentation with explanation” that has
eroded consumer confidence. Gallup
polls on consumer respect for financial
institutions have noted the gradual de-
cline as a result. Repeatedly, in our
focus groups, low-balance and middle-
market consumers said if you have
money already, they’ll lend to you. If
you don’t have it and need it, they

won't.
* * *

« “l want a meaningful rela-
tionship.” To avoid getting caught in
the changes and confusion, consumers
confess a desire to do business with
one person and one institution, “who’ll
be there when | need them.” Only
25% report they have a personal rela-
tionship, while 75% say they desire
one.

* % %

The consumer market for financial
services is in a shake-out period. Some
consumers will end up at Sears. Others
left long ago for Merrill Lynch. Clear-
ly, the institution that understands and
responds to consumers’ wants and

needs will benefit with long-term prof-
itability.

In Peters” and Waterman’s book In
Search of Excellence, the authors say
that successful companies are those
that “stay close to customers.” These
10 statements from the marketplace
should help your bank dojust that. «

Automated Bank System
Allows Customers
To Compare Products

44CHOW and tell, to make more

sales” is the philosophy be-
hind a new bank-automated system
that allows customers to see “what-if”
projections to help make buying
choices.

Valley Systems, Inc., Appleton,
W is., has integrated banking functions
common to tellers, bookkeeping and
the platform into a menu-driven pack-
age operating from a common termi-
nal. A swivel/tilt screen allows the cus-
tomer to participate as the banker
tailors a series of “what-ifs” to meet the
customer’s needs, according to Valley
Systems.

“For example, the banker can dis-
play IRA value projections based on a
customer’sinvestment assumptions or

determine periodic loan payments re-
lated to various borrowing assump-
tions. In effect, this service is a realistic
first step to financial counseling,” says
C. Kendall Scott, Valley Systems pres-
ident.

A product-sales mode allows the
banker to explain the features of any
bank product; a new-account mode
then permits the banker to complete
the sale. The system then recognizes
which documents are necessary to
open the account and prompts the
banker to insert them into a flatbed
printer so they can be prepared im-
mediately while the customer is wait-
ing. If the customer already has an
account, demographic information
(name, address, etc.) can be down-
loaded automatically from the host
computer.

Valley Systems is a data-processing
corporation providing financial proc-
essing exclusively for VValley Bancorp. -
member banks. ¢ ¢

e Philip S. Corwin has been appointed
federal legislative counsel of the ABA.
He had been legislative counsel to the
Independent Bankers Association of
America for the past four years. He
joins the staff of Edward Yingling,
newly appointed executive director for
government relations.

Regional Compacts OK'd by Court

EGIONAL interstate banking agreements have been given the
green light by the U. S. Supreme Court. Last month the court
handed down an 8-0 decision upholding the legality of laws in Mas-
sachusetts and Connecticut that permit bank mergers across state lines
but limit participation to banks in New England. Excluded money-
center banks contested the legality of the laws.

Seventeen states allow regional banking, 14 states are proposing such
legislation and 19 states have no laws on the topic.

It s expected that the Supreme Court decision will put pressure on
Congress to come up with an interstate-banking law. The House Bank-
ing Committee has approved a bill that recognizes the regional com-
pacts and would require states involved in those compacts to submit to
interstate banking after five years. The bill also includes a provision that
would let states opt out ofinterstate banking if they had not entered

into any regional compacts.

The Court decision also is expected to constitute a long-term setback
for money-center banks. These institutions are excluded from most
regional compacts. It’s expected that banks included in the compacts
will merge to the point that many will approach the size of money-center
institutions. Should that happen, these new, large banks could be in a
position to acquire money-center banks at some time in the future.

Money-center banks are not giving up, however. “Even though we
lost in the Supreme Court, it is still possible we could win a decision in
the Congress,” said Hans Angermueller, vice chairman, Citicorp., New

York City.

Robert I. Lipp, president, Chemical New York Corp. and Chemical
Bank, New York City, said “The effect ofthe Supreme Court ruling is to
make it more important than ever before for Congress to provide for an
orderly transition to nationwide interstate banking.”
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State Association Convention Report

Customers, Fundamentals
Should Be Banker Focus,
Alexander Tells Conventioneers

By the Editorial Staff of Mid-Continent Banker

ANKERS must renew their focus
on meeting needs and reaffirm

their dedication to fundamentals ii

they are to survive in the years ahead.

This is the advice of Willis Alexan-
der, recently retired executive vice
president of the ABA. Mr. Alexander
spoke at the Oklahoma, Missouri and
Minnesota conventions this year.

Mr. Alexander characterized the
banking industry as being at a water-
shed because ofderegulation, an influx
of new competitors and a confidence
crisis that has developed.

Reciprocity Legislation
Expected to Pass,
Says IBA at Convention

LLINOIS Bankers Association
(IBA) officials expressed optimism

Hocter during a session designed to
update IBA members on the latest leg-
islative news. Reciprocity legislation
will receive IBA’s primary emphasis
during the year ahead, Mr. Civik said,
but the association also is supporting
and closely monitoring legislation that
would expand bank powers and in-

during the association’s annual con-crease from three to five the number of

vention — held in Chicago last month
— about prospects for passage of IBA-
supported recriprocal-banking legisla-
tion during the current session of the
Illinois legislature.

Under the IBA-supported bill,
banks from contiguous states would be
permitted to merge with or acquire
Illinois banks if their states extended
similar privileges to Illinois banks. So
far, only Indiana and Kentucky —
among the seven states contiguous to
Illinois — have passed reciprocity leg-
islation. Jim Civik, vice president/
director of state governmental affairs,
predicted an “uphill” battle in the
legislature over the bill, but said he
remains confident that it will pass.

Mr. Civik appeared on a panel with
IBA President G. Thomas Andes,
president, Lirst National, Belleville,
and IBA Executive Director William J.

separate facilities permitted Illinois
banks.

Mr. Civik also urged bankers in the
state to submit to the IBA evidence of
services provided senior citizens, stu-
dents and other groups pushing for so-

IBA Pres. G. Thomas Andes (l.) and Econ-
omist Roy E. Moor, First Nat'l, Chicago, dur-
ing convention break.

“We re not all going to make it,” he
cautioned. “But those ofus who do will
face a new environment and will have
the opportunity and the likelihood to
be successful throughout the remain-
der of our careers.”

Mr. Alexander is chairman, Trenton
(Mo.) Trust. He remained active at the
bank throughout his more than 15
years of service with the ABA. He ex-
pects to continue residing in the
Washington, D. C. area.

Among his suggestions for bankers

(Continued on page 44)

called “life-line” banking legislation.

“That’s their term, not ours,” said
Mr. Civik, who prefers the term-
subsidized” banking. If the IBA can
collect enough evidence banks in the
state already are providing reduced-
rate services to senior citizens, stu-
dents and others, the issue would be
defused in the legislature, Mr. Civik
said.

Mr. Hocter said the IBA is not in
complete agreement with the ABA
with respect to the proposed “trigger”
for full interstate banking. The IBA’s
position has been that the timing of any
trigger that might be established
would be purely arbitrary and that Illi-
nois banks need time to adjust to mul-
ti-bank HC legislation which took
effect only three years ago before large
out-of-state HCs are permitted to en-
ter the state.

Conflicting economic outlooks were
provided by convention speakers. Dr.
Roy E. Moor, senior vice president/
chiefeconomist, First National, Chica-
go, predicted that Illinois banks are in
for the roughest two-year period since
the end of World War Il. Mr. Moor
said his analysis of economic data did
not lead him to predict arecession, but
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rather a period of economic “malaise”
that will be difficult to manage in.

Dr. Barry Asmus, economist, au-
thor and lecturer, focused his attention
on the new vitality deregulation has
brought to the nation in a speech enti-
tled “Cornering the Coming Boom.”
Robert M. Blieberg, editorial director/
publisher, Barron’s Weekly, said the
economy many be on the verge of“get-
ting its second wind.”

“This recovery already has surprised
a lot of people and the next surprise
could be its longevity,” Mr. Blieberg
said.

During the convention, the IBA
changed its fiscal year to coincide with
the calendar year. The action will ex-
tend by six months the term of IBA
President Andes who assumed the un-
expectedly vacated post in March.
Normally, Mr. Andes’term — and that
of other officers elected last year —
would end in July. Charles E. W ater-
man, executive vice president, South
Holland Trust & Savings Bank, was
elected to fill the IBA vice presidency
vacated by Mr. Andes when he be-
came president. Also serving as IBA
officers are Harlan K. Yates, presi-
dent, Cisne State — secretary; and
John W. Luttrell, president, First
National, Decatur — treasurer. o

Indiana Bankers Told
How to Get New Services
from Legislators

HE BEST way to convince legisla-
tors that banking needs additional

in it for bankers, he said.

“The core of banking’s strength al-
ways will lie in its ability to serve cus-
tomers on a personal basis,” Mr. Sen-
terfitt said. “Banking always has been a
‘people’ business, and | believe it al-
ways will be. Our commitment is to
community banking because, no mat-
ter how large abanking organization is,
it can be involved in community bank-
ing.”

Bankers are dealers in trust, he said,
not mass-merchandising marketers.
As an industry, it is absolutely vital
that bankers continue to adhere to the
standards that have made the industry
one ofthe most dependable and sound
enterprises.

Confidence is our most important

products and services is to convince

them that these services are beneficial
to customers — or voters. This is the
advice of ABA President-Elect Donald
T. Senterfitt, aprincipal speaker at last
month’sannual convention ofthe Indi-
ana Bankers Association.

Mr. Senterfitt, who also is vice
chairman, Sun Banks, Inc., Orlando,
Fla., terms bank customers “our best
messengers to legislators.” But, in
order for customers to become good
messengers, they must become con-
vinced that the services banks are
asking legislators for are truly in their
best interests.

Bankers are spinning their wheels
when they get involved with discus-
sions over turf rather than catering to
the interests ofconsumers, he said. It’s
true that additional powers can result
in greater profit opportunities, greater
diversification, greater productivity —
in short, a sounder banking system —
but these benefits aren’t readily trans-
ferrable to consumers. They want to
know what is in it for them, not what is

asset,” he said, “and it must be pro-
tected at all costs because it is not
negotiable.”

The history and future role of finan-
cial planning were discussed by
Hubert L. Harris, executive director,
International Association for Financial
Planning.

“Our goal is to promote ethical,
practical, sensible, consumer-oriented
financial planning so that, as an indus-
try element, financial planning be-
comes more relevant and plays a great-
er role in capital formation,” he said.

The public wants financial planners
and it wants them to subscribe to a
fairly rigorous code of ethics. They
count on financial planners to help
them cut taxes and create additional

ILLINOIS — Officers include (from I.) William J. Hocter, e.v.p.; Harlan K.
Yates, sec.; G. Thomas Andes, pres.; John W. Luttrell, treas.; and Charles E.

Waterman, v.p.

INDIANA— Officers for 1985-'86 include (from 1.) David H. Howarth, pres.;
Don C. Stimson, treas.; and Jon S. Armstrong, v.p.
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wealth.

Financial planning is ideally suited
as a delivery vehicle — long term —
for the financial-services industry, he
said, and banking is well positioned to
take advantage of financial planning.

“Banks need to get into financial
planning to save their customers,” he
said. “Protecting your relationship is
the first reason | would suggest for
banks moving into financial planning.
It allows you to cross-sell bank services
and it is an income-generating service
if done correctly.”

Outgoing IBA President R. W. Hill,
vice chairman, National Bank of
Greenwood, described his tumultuous
year as the only “full-time IBA presi-
dent” (full-time because he lives only
15 minutes from IBA headquarters!).

He said he was pleased that the IBA
was able to “pass significant banking
legislation for the first time in 50 years,
which brought the Hoosier banking
community into the twentieth cen-
tury.” He was referring to Indiana’s
new law that legalizes multi-bank HCs
and cross-county branching, along
with eventual reciprocal interstate
banking with contiguous states.

He also announced his retirement
from banking after 38 years in the in-
dustry.

Succeeding Mr. Hill as IBA presi-
dent is David H. Howarth, president,
Lafayette National. Elected vice presi-
dent was Jon S. Armstrong, chairman,
Midwest Commerce Banking Co.,
Elkhart. Don C. Stimson, president,
Peoples National, Lawrenceburg, was
named treasurer. o

Resolve Structure Issue,
Bankers Advised
At Michigan Convention

XPRESSING deep disenchant-
ment with the political process in

Robert W. Sherwood (r.), outgoing MBA
pres., chats with Douglas Kiker, NBC News,
convention speaker at Michigan conven-
tion.

mate the difficulty of doing this, but |
urge you to keep the pressure on and
to keep trying.”

Earlier in this talk, Mr. Sherwood
sharply lambasted politicians in Lan-
sing and said that the biggest dis-
appointment of his term in office had
been Governor James Blanchard’s
veto of an MBA-supported bank-
structure bill last December.
Machiavelli, said Mr. Sherwood, his
tongue firmly planted in his cheek, is
“alive and well and living in Lansing.

“The situation there is so highly
politicized it defies belief,” Mr. Sher-
wood continued. “There are no sim-
ple, straightforward ideas — for good
or ill — which rise or fall on their own
merits. Absolutely nothing happens in
Lansing unless someone makes a deal
with someone else. Frankly, the state
of our state government distresses
me.”

On a brighter note, Mr. Sherwood
boasted that he may be the only MBA
president to have served at a time
when every bank in the state belonged
to the MBA. He also boasted of the
performance record of Michigan
banks.

“We have very, very few problem
banks in Michigan,” Mr. Sherwood
noted, “Fewer, | suspect, than any

the state capitol at Lansing, outgoin@ther large, industrial state, and re-

Michigan Bankers Association (MBA)
President Robert W. Sherwood, chair-
man/president, National Bank of Has-
tings, nonetheless urged the adminis-
tration of his successor — Daniel R.
Smith, president, First of America
Bank Corp., Kalamazoo — to continue
to fight for bank-structure reform.
“Get the structure issue resolved if
you possibly can,” Mr. Sherwood
emphasized in his final speech as MBA
president given at the association’s
99th annual convention at Mackinac
Island. “Michigan needs reciprocal in-
terstate banking. Michigan needs ex-
panded branch banking. And Michi-
gan banks need to have the whole issue
of bank structure behind them. Given
the Lansing scene, | don’t underesti-

markably few when you consider the
enormous strains the recession put on
the economy of this state.”

Mr. Sherwood was not alone in his
praise of the performance of Michigan
banks. Allan McCall, the FDIC’s chief
ofbank regulation, noted that only one
Michigan bank has failed in the past
two years and only two in the last four
years. Michigan also is below the
national average in the number of
banks on the problem list, he said.

Nationally, there are 478 on the
problem list and the “time is
approaching” when there may be as
many as 1,000 on the list, he said. At
the current rate, there could be as
many as 100 bank failures this year,
although most will continue to be

small. Mr. McCall advocated a series
of FDIC reforms that he said would
help stem the tide of bank failures.

The FDIC of “the future,” Mr.
McCall said, will have the authority to
deny or revoke FDIC coverage to any
institution and to take stronger en-
forcement action when necessary. He
said the FDIC no longer supports
merger with the Federal Savings &
Loan Insurance Corp. (FSLIC) as a
possible solution to the FSLIC’s
monetary problems. A couple ofyears
ago, he said, the FDIC supported a
merger with the FSLIC as a means of
getting uniform accounting standards
and capital requirements for banks and
S&Ls. But the FDIC no longer be-
lieves there is “anything to be gained”
by a merger.

Joseph Belew, director of govern-
ment relations, Consumer Bankers
Association, Washington, D. C., said
prospects for bank deregulation are
murky this year. The House and Sen-
ate have “exchanged roles” on further
financial deregulation, he said. Last
year it was the Senate under the lead-
ership of banking committee chairman
Jake Gain that was pushing deregula-
tion. But this year, the House has been
“the first off the mark, although its
approach has been different.”

In addition to Mr. Smith, other
newly elected MBA officers are: Lyle
McKinley, president/CEO, Citizens
National, Cheboygan — first vice pres-
ident; George H. Cress, president/
CEO, Citizens Trust, Ann Arbor —
second vice president; and Alex K.
Sample Jr., president/CEO, Hough-
ton National — treasurer. o

Minnesota Bankers Learn
Banks Rate High
With Surveyed Consumers

INNESOTA bankers were told
that the banking industry in

their state is “bright and shiny,” but

there are some clouds on the horizon.
This was the conclusion made by John
Barlow, president, Market Trends,
Inc., Minneapolis, opening speaker at
the Minnesota Bankers Association’s
annual convention, held last month in
Minneapolis.

Mr. Barlow’s firm assisted the MBA
in conducting a survey of consumer
preferences of primary financial in-
stitutions. The survey was conducted
in March and is based on interviews
with more than 700 Minnesotans.
More than 70% stated they preferred
commercial banks as their primary
financial institution. Credit unions
placed second with 12%, S&Ls had
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Galen Pate (r.) outgoing MBA pres., chats
with Gary Stern, Minneapolis Fed pres., at
convention. Mr. Pate is pres., Signal Hills
State, St. Paul.

11% and brokers were at the bottom
with 2%.

The cloudy part of the report is that
banks are seen as offering a wide range
ofservices, but S&Ls are considered as
the best financial institution at which
to place long-term savings and IRAs,
Mr. Barlow said. Credit unions are
perceived as the best place to obtain
auto loans.

The public wants basic financial ser-
vices from banks, he said, but people
don t hestitate to go elsewhere for
“other” services. The public perceives
all financial institutions as “safe” de-
positories for their funds.

Banks are clear winners in the con-
venience and service categories but
place last when it comes to pricing ser-
vices. Only 29% ofthose surveyed con-
sider bank pricing to be most favor-
able, while 72% favor S&Ls and 82%
choose credit unions when pricing is a
factor in opening a new account.

Mr. Barlow said the average credit-
union customer is the one banks
should cultivate. There are 570,000
credit-union members in Minnesota,
which amounts to 14% of the state’s
population. The average credit-union
customer is under 34 years of age and
has an income exceeding $30,000 per
year.

During the convention, delegates
committed themselves to family farms,
reduction of the federal deficit, a bal-
anced federal budget and regulation of
nonbanks. A series of resolutions was
passed at the meeting.

Family farms must survive, the
MBA said, but their economic survival
has been seriously challenged by a
combination ofhigh interest rates, low
commodity prices and an overvalued
dollar. The association’s agricultural
task force will assist government policy
makers in developing programs to help
Minnesota farmers.

The MBA urged Congress to sup-
port a bipartisan commitment to a
federal deficit-cutting program. Con-
tinued high levels of government bor-

rowing increases upward pressures on
interest rates and sustains an already
overvalued dollar, the association said.
High interest rates frustrate produc-
tivity and the overvalued dollar
adversely affects the ability to compete
in world markets with U. S. products.

The MBA supports adoption of a
constitutional amendment to require a
balanced budget. The added discipline
of a balanced budget will aid the deci-
sions necessary to bring federal ex-
penditures in line with revenue, the
association said.

The MBA supports the “immediate
enactment of federal legislation to
bring nonbanks under the control of
the Bank Holding Company Act.”

Gary Stern, new president of the
Minneapolis Fed, outlined three key
trends that are relevant to the econom-
ic outlook for the U. S.:continuation of
a relatively modest rate of inflation;
increased competition from abroad;
and a continued 3.5% real growth rate
for the next several years.

He believes bankers must plan on
continued low inflation; that strong,
persistent competition from abroad
has been beneficial to the economy
and bankers must get used to it; and
that there’s no going back from dereg-
ulation.

He added that economic growth of
from 3.0% to 3.5% is achievable and
will occur over the long term. He said
the subpar economic performance of
the last decade can be blamed on high
inflation.

He predicted that the economy of
the upper Midwest could perform bet-
ter than the national economy — ex-
cept for farming. He describes the lo-
cal economy as unbalanced — a dual
economy, asituation that will continue
for some time.

Clinton D. Kurtz, president,
Citizens State, Norwood, was installed
as MBA president, along with Roy W.
Terwilliger, president, Suburban
National, Eden Prairie, as first vice
president; and James R. Jorstad, presi-

Digitized%lr%@Fg:A%'ElR—lNENT BANKER for July, 1985 17

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



dent, Citizens State, Hayfield, as
second vice president. Scott Jones,
president, Goodhue County National,
Red Wing, was installed for a second
term as treasurer. e e

Reluctance to Change,
Image Problem Topics
at Miss. Convention

ANKERS’ reluctance to change
with the times and their poor im-

support.

“I believe the time has come for this
association to provide a forum for de-
bate and a vehicle to work toward an
industry solution to the issue of
statewide banking,” he said.

“Not all is gloom and doom, Mr.
Davis said. “The changes taking place
in banking mean greater opportuni-
ties.” Banking will be more interesting
and challenging — and more reward-
ing, he added.

Succeeding Mr. Davis as MBA pres-
ident was M. F. Kahlmus, chairman/

age with legislators and the publipresident, Merchants & Farmers,

were discussed by Ray L. Davis, out-
going president, Mississippi Bankers
Association, at the MBA s annual con-
vention in Biloxi in May.

Mr. Davis, who is president/CEQ,
Brookhaven Bank, said there’s a lot of
“catching up” to do to improve bank-
ers’ images and services. He said this
would be difficult to achieve without
establishing a sense of unity.

“We have an image problem,” he
said. “It’s been suggested that officers
at banks with currency-reporting
violations should be jailed. A major
insurance firm has stopped writing
D&O liability coverage. It’s not un-
usual to hear comments like this one
from an insurance broker: ‘Underwri-
ters today look at banks as rotten
through and through, from the smal-
lest to the biggest.””

Another problem he cited is political
in nature. “We can’t get our act
together. Every time we come up
against the insurance or securities in-
dustry, in Washington or Jackson, we
lose. Our staunchest allies in Congress
and the state legislature desert us
when an issue comes before them
where insurance agents and bankers
are on opposite sides.”

Mr. Davis said the reason is that
these industries present united fronts;
they speak with one voice and a single
purpose — to preserve their indus-
tries. Differences are settled within
the family and a united front is pre-
sented to the world.

He contrasted this with the “suicidal
tendencies” of bankers. Their free-
spirit attitude is a political liability.

He warned that the next session of
the state legislature will be critical for
Mississippi bankers because the state
usury statute will be addressed. He
said that house leaders already have
served notice that they intend to tie
credit-life reform and statewide bank-
ing to reenactment of the usury law.

To meet this challenge, the MBA
executive committee has appointed a
task force to come up with a compre-
hensive banking bill or a package of
bills that all bankers in the state can

Meridian. Farrell F. Berryhill, chair-
man/president, First National, Ponto-
toc, was elected vice president. New
MBA treasurer is D. P. (Pat) McGo-
wan, president/CEO, Bank of Yazoo
City. o

Banking's Future Depends
on Bankers, Congress,
Speakers Say in Missouri

IPS for surviving under deregula-
tion, as well as a plea for the U. S.

Outgoing MBA Pres. Wm. Quigg, pres.,
Central Trust, Jefferson City, is presented
with key to St. Louis during Missouri con-
vention by Carole A. Moody of St. Louis
Convention & Visitors Commission.

Congress for allowing budget deficits
to become “a national dilemma.”

“Congress must act to cut spending,
raise taxes, move even more strongly
to cut the deficit,” he said.

“The defense budget could have
been cut, should have been cut, $25
billion two years ago. There is enor-
mous waste in the military budget.”
Gov. Connally holds Secretary of De-
fense Caspar Weinberger responsible

Congress to wake up and bring bankfor keeping the military budget un-

ing law into the 1980s, were among the
highlights of the 95th annual Missouri
Bankers Association convention held
recently in St. Fouis.

John Connally Jr., three-time gov-
ernor of Texas and 1980 presidential
candidate, lambasted Congress for its
failure to grant banks the same priv-
ileges enjoyed by competing financial
institutions.

“I'm appalled, frankly, at the lack of
action in the U. S. Congress,” Gov.
Connally said.

“The Congress sits by and does
nothing while S&Ls, brokerages and
everyone else get into banking.’

In addition, Gov. Connallv faulted

necessarily high.

Daryl R. Francis, former president
of the St. Louis Fed, gave his tips for
surviving in a deregulated environ-
ment.

“There will be less emphasis on
bricks and mortar and payroll, and
more emphasis on mechanization, and
what these machines can do for us,” he
said.

“There is a new earnings environ-
ment in the banking business. Interest
income will always be important to us,
but non-interest income is the area of
the future we should give attention
to,” Mr. Francis said.

(Continued on page 36)
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About Banks & Bankers

ALABAMA

SouthTrust Bank of Alabama, Bir-
mingham, has promoted R. Glenn
Eubanks and James F. House to senior
vice presidents. Mr. Eubanks joined
the bank in 1983 and Mr. House in
1974.

Randy Giles, vice president, First
National, Scottsboro, has been named
the Outstanding Young Alabama
Banker for 1985 by the Alabama Bank-
ers Association. The award is limited to
bankers under the age of 39 who have
proved themselves to be good bankers
and businessmen, employing sound
banking practices. Mr. Giles began his
banking career in 1971. He has been a
vice president with First National,
Scottsboro, since 1978.

AmSouth Bank, Birmingham, has
promoted Charles C. Collier, senior
vice president, to the additional posi-
tion of manager/institutional and
corporate trust departments; David L.
Blackstone to vice president; Benny
M. LaRussa to assistant vice president;
and Susan M. Walker to assistant vice
president.

ARKANSAS

The St. Louis Fed has approved the
application of Bank of Dardanelle
Bankshares, Inc., to become an HC
through the acquisition of Bank of Dar-
danelle; and the application of DeWiitt
First Bancshares Corp., to acquire
Bank of Lockesburg.

Worthen Banking Corp., Little Rock,
has announced that it has reached an
agreement on a claim with its insur-
ance carrier calling for a cash payment
of $20 million, resulting from the cor-
poration’s $52 million loss as a result of
the failure of Bevill, Bresler & Schul-
man Asset Management Corp., a gov-
ernment securities dealer, to honor re-
purchase agreements. Under terms of
the agreement, Worthen is to receive
cash payments of $20 million. The in-
surance carrier is to receive 40% ofany
amounts Worthen may receive from
Bevill, Bresler & Schulman.

ILLINOIS

Continental Illinois Corp., Chicago,
has appointed William E. Deitrick
senior vice president of Continental
Illinois National and John J. Higgins to
the same position with both the bank
and the HC. Mr. Deitrick joined the
bank recently as an associate general
counsel in the law department. Mr.
Higgins recently joined the organiza-
tion as controller of both the bank and
the HC.

First National, Evergreen Park, has
elected Kenneth J. Ozinga president.
In addition, Martin Ozinga, Jr., was
elected chairman, succeeding Frank
Ozinga, who has been designated hon-
orary chairman.
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James B. Lund has been elected presi-
dent/CEO, First National, Wilmette.
He came to the bank this year from
Matteson-Richton Bank, Matteson,
where he was president since 1970.

Douglas L. Mitchell has been elected
a director of Northwest Illinois Ban-
corp, Inc., Freeport. He is president/
CEO, Bank of Pecatonica, an affiliate
of the HC.

Northwest National Bank, Chicago,
has elected James W. Aldrich presi-
dent/CEO, succeeding Fred W. Heit-
man Jr., who has become president of
Northwest National’s one-bank HC,
Northwestco.

Leon J. Mizeur has been promoted to
vice president/corporate banking at
Marine Bank, Springfield. He joined
the bank in 1970.

The St. Louis Fed has approved the
applications of Salem Community
Bancorp., Inc., to become an HC
through acquisition of Community
State Bank, Salem; and United Com-
munity Bancorp, Greenfield, to ac-
quire First National, Bunker Hill, and
Chatham Community Bank.

Eagle Bank, Highland, has elected
Herbert G. Rautenberg president/
chief operating officer, Rayhill J. Hag-
ist chairman and Elvin M. Foehner
senior chairman. Mr. Rautenberg also
is senior vice president of Eagle Ban-
corp., Inc. He joined the organization
in 1979.
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Thomas F. Franklin has been ap-
pointed senior vice president/market-
ing and planning, First Midwest Bank,
Waukegan. He previously was with
Elmhurst National.

INDIANA

Indiana National Corp., Indianapolis,
has promoted George A. Buskirk to
senior vice president/trust officer,
Curtis A. Brown and Joseph C.
Howarth to vice presidents and Greg-
ory Finch and Dennis R. White to
assistant vice presidents.

1st Source Bank of Marshall County,
Plymouth, has elevated G. P. Gidley
from president to vice chairman. Re-
placing Mr. Gidley as president is
A. S. Burkart. Mr. Gidley joined Mar-
shall County Bank, which later be-
came 1st Source Marshall County, in
1966 and served as president for 19
years. Mr. Burkart has been with 1st
Source and its predecessors for 35
years.

J. Stephen Gress has been elected vice
president, Midwest Commerce Leas-
ing Corp., Elkhart. He joined Mid-
west Commerce Corp. in 1973.

The St. Louis Fed has approved the
application of GCB Bancorp, Inc.,
Princeton, to become an HC through
acquisition of Gibson County Bank,
Princeton.

1st Source Bank, South Bend, has
named John S. Seidl vice president/
senior investment officer and Daniel
G. Soley and James J. Shreiner assis-
tant vice presidents. Mr. Seidl was
with 1st Source from 1973 to 1983. Mr.
Soley joined the bank in 1984 and Mr.
Shreiner is new to the bank.

1st Source Corp., South Bend, parent
company of 1st Source Bank, has
agreed to acquire Marco Capital
Corp., parent of 1st Source Bank Mar-
shall County, Plymouth, which has
three offices and $150 million in assets.

KANSAS

Fidelity State, Garden City, has
appointed Jimmie C. Stewart senior
vice president and Craig A. Wheeler
vice president.

MidAmerican Bank, Roeland Park,
has elected Fred B. Duncan senior
vice president/mortgage banking and
Christian E. Menzel vice president/
commercial-loan officer.

The Florida
Beach Resort
with a Macaw
In the Lobby

Come, Discover a unique resort
on Florida’s spectacular Gulf of Mexico.
The new TtadeWinds on St. Petersburg Beach, Florida.
A holiday paradise with 12 acres of lush courtyards
and rambling waterways. Five pools.
Deluxe guest rooms featuring one, two and three bedroom
suites with fully-appointed kitchens.

A tropical environment of dazzling white sands.
Beaches that shimmer in turquoise. Windsurfing. Sailing.
Deep sea fishing. Fresh Florida seafood. Golf, tennis,
entertainment and more nearby. All on Florida’s
magnificent Suncoast. Discover Florida’s most pleasant
surprise. The new TYadeWinds.

Information and Reservations: 1-800-237-0707
Florida & Canada call collect 1-813-367-6461

ON ST. PETERSBURG

BEACH

« FLORIDA

5500 Gulf Boulevard, St. Petersburg Beach, Florida 33706

©1985 FORTUNE HOTELS
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First Continental, Overland Park, has
appointed E. Dudley McElvain senior
executive vice president and has
promoted Mary L. Geisler and Anne
F. Phillips to vice presidents.

First National, Wichita, has promoted
Mike Beck to correspondent bank
officer and Kenneth Buchmann to
trust officer/employee benefits. Mr.
Beck joined the bank in 1984.

Valley View State, Overland Park, has
promoted Chris Braden to assistant
vice president and has appointed Mar-
sha Oehlert marketing officer. Ms.
Braden has been with the bank since
1979.

Shawnee State has appointed Rod
Zugelder assistant vice president and
has promoted Scott Elliott to install-
ment-loan officer and Mary Foster to
commercial-loan officer.

KENTUCKY

First Kentucky National Corp.,
Louisville, has named Delroy R.
Hayunga president, National Proces-
sing Co., a subsidiary. He succeeds
Michael L. Douglas, who retains the
position of executive vice president,
First National, Louisville. Mr. Hayun-
gapreviously was president of FBS In-
formation Services, a subsidiary of
First Bank System, St. Paul, Minn.
Mr. Douglas has been with First
National, Louisville, for 22 years.

The St. Louis Fed has approved the
application of Sebree Bancorp to be-
come an HC through the acquisition of
Sebree Deposit Bank.

Beverly J. Taylor has been named vice
president/audit division at Citizens
Fidelity Corp., Louisville. She joined
Citizens Fidelity in 1977.

Frank St. Charles Ill, executive vice
president, Bowling Green Bank, has
been appointed to the executive com-
mittee of the American Institute of
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For years, financial institutions throughout the Gulf South
region have counted on First NBC’s Investment Division for sound
advice and rapid execution of their investment strategies.

Except when it came to tax-free investments.

But that’schanging now. As a “dealer” bank, we’re one ofa group
of banks that makes a market in tax-free investments. And because

we’re a bank, we’re aware that each financial institution has unique
investment requirements.

So the next time you need experienced financial advice, call First
NBC’s Investment Division at 504/561-1380.
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Banking for Kentucky. He has been
active in AIB throughout his career.
Before coming to Bowling Green, he
served as a director of the Nashville
chapter, a member of the Tennessee
state committee and has served as a
member of the district council for the
Southeastern region.

Liberty National, Louisville, has
announced the following promotions:
In the corporate banking group: Gary
E. Bowman to assistant vice president
and B. Brian Calvert, Jeffrey D.
Holthouse and Gary C. Ulmer to assis-
tant cashiers. In retail banking:
W. Cleve A. Stone and Robert M. Sul-
livan to assistant vice presidents and
Anne Moran, John W. Shaver, Steve
L. Colyer and Fred W. Paige to assis-
tant cashiers.

LOUISIANA

First Guaranty, Hammond, has
appointed David A. Rothwell vice
president/consumer lending and
Kimberly R. Greene assistant vice
president/consumer lending. Mr.
Rothwell previously was with First
National, Lafayette, where he was in-
stallment-lending officer. Ms. Greene
previously was branch manager/loan
officer at South Savings & Loan Asso-
ciation, Covington.

First Commerce Corp., New Orleans,
has received final approval from the
Fed to acquire First National, Lake
Charles; First Lafayette Bancorp, Inc.;
City National Bancshares, Inc., Baton
Rouge; and Rapides Bank, Alexandria.
If completed, the five acquisitions
would bring First Commerce’s assets
to approximately $3.5 billion.

MISSISSIPPI

Hancock Bank, Gulfport, has agreed
to acquire Pascagoula-Moss Point
Bank. The acquisition will bring Han-
cock’s assets to $720 million. The
agreement is subject to approval by
Pascagoula shareholders and state and
federal regulators.

MISSOURI

Boatmen’s Bancshares, Inc., St.
Louis, has promoted David L. Poulk to
vice president and has elected David
W. Roller purchasing officer.

Centerre Bank, Kansas City, has
announced an expansion of its interna-
tional department and the appoint-
ment of three international banking
officers: D. E. “Gene” Wisner to vice
president/assistant manager; Jackie
Hendren to assistant vice president/
international operations manager; and
James K. Unruh to assistant vice presi-
dent.

Mercantile Trust Honored

Mercantile Trust, St. Louis, has
been named one of only two banks
and the only bank in the Midwest to
receive a Presidential Private Sector
Initiatives Award.

The program was founded to rec-
ognize businesses that help revive
the spirit of voluntarism, which
President Reagan has encouraged as
a way to meet social and economic
needs.

Mercantile was cited for its Com-
munity Development Corp. and its
Hyde Park Partnership Program to
help revitalize a depressed neigh-
borhood.

Commerce Bank, Kansas City, has
elected Michael S. Spafford and Marc
J. Andreoli vice presidents. Promoted
to vice presidents were Stephen L.
Hallier, D. Scott Ingstad and Joseph
C. Williams 111. Elected assistant vice
presidents were William R. Mitchell,
Julius A. Madas, Dennis R. Block and
Thomas E. Cook.

Commerce Bancshares, Inc., Clay-
ton, has appointed Charles F. Erker
regional marketing manager for the St.
Louis region. He previously was with
Maritz Inc., responsible for marketing
programs.

UNIQUE!

M issouri Encom, .
————————— The Marketing Company--------

10655 Gateway Blvd. *St. Louis, MO 63132
314/994-1300

Boatmen’s National, St. Louis, has
promoted Karen A. Courtney to vice
president/bond department, and
Thomas O. Fohne and Donna M.
Schroeder to bond-investment offic-
ers. Larry L. Nation was promoted to
vice president/operations and Sandra
L. Hoehne and Judith K. Jovi were
elected operations officers. Bernard L.
Bearman and Walter A. Hellwig were
promoted to investment-research
officers, Frederick L. Plautz was
elected an investment-research officer
and Robert L. Finder Jr., G. Rolland
Hyle and Greg R. Sonderman were
promoted to trust officers. Earl J.
Ward was promoted to assistant vice
president/retail banking and Scott M.
Debandt and Edward K. Propes were
elected assistant cashiers. Paul R. Pit-
lyk was elected a real estate officer.

J. Dennis Sherfy has been elected vice
president, Mercantile Bancorp. Inc.,
St. Louis. He continues as assistant
treasurer of the HC. He joined Mer-
cantile in 1980.

United Missouri, Kansas City, has
promoted Gregg Thomas to vice presi-
dent/personal financial planning.
Promoted to assistant vice presidents
were Libby Bergman, Linda Kovar,
Joanne M. Collins and Eric D. Huff.
David L. Williams, Michael T.
McConnell and Richard Rowe have
been promoted to assistant cashiers.
Suzanne M. Cayton has been pro-
moted to trust officer and Mary Ann
Oertel to assistant trust-operations
officer.

Boatmen’s First National, Kansas
City, has elected Max B. McCallister
vice president/commercial-business
development. In addition, David
Bohan, Roberto E. Diaz and John
Meyer have been promoted to install-
ment-loan officers.

Centerre Bank, St. Louis, has elected
Irene A. Looker vice president/com-
mercial lending-healthcare. She
joined Centerre in 1982. Roberta T.
Carson and Robert E. Lee have been
appointed assistant vice presidents.
Thomas E. Netzer and Kathryn H.
Schukar have been appointed com-
mercial-banking officers. AnnaM. Re-
liford has been appointed investment-
operations officer and Janet R. John-
ston has been appointed auditor.

Larry G. Vogt has been elected presi-
dent/CEOQO/director of Rozier Mercan-
tile Bank, Ste. Genevieve. He has
been with the bank since 1970, most
recently as vice president/senior-
lending officer.
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Four Fact-Filled Manuals for The Bank Director
Every Director Should Have a Copy of Each One

BOARD REPORTS ... for The Bank Director $26.00
More effective board meetings begin with effective reports. This 200-page manual
will help you determine the “quantity and quality” of monthly reports needed by
directors so they (and management) can make proper decisions. Included are ex-
amples of reports most needed by directors who want to create policies that lead to
prudent management. Contains information on many topics such as effective re-
porting. . . reports to shareholders. . . report of examination. . . bank liquidity and
capital analysis. Manual illustrates various formats board reports can take. . . from
oral to detailed graphic presentation. Author: Dr. Lewis E. Davids.

PLANNING THE BOARD MEETING $10.00
This 64-page booklet provides some workable agenda, suggestions for advance plan-
ning and also lists types of reports a board should receive monthly and periodically.
It emphasizes the need for informing the board as quickly and concisely as possible.
Contains a chapter outlining a "workable" board meeting, another on visual aids for
the board meeting. Also contains a model for minutes of the board, plus sample
forms to communicate status of bank to the board. An excellent "companion" to
BOARD REPORTS. Author: Dr. Lewis E. Davids.

EFFECTIVE SHAREHOLDER MEETINGS $16.00
Before your next shareholder meeting, get ready for gadflies, activists and others
who may be planning to disrupt your program. Here's howto anticipate?damaging
incidents, prepare tested countermeasures, turn potential disasters into a plus for
your bank. Details include handling of unusual actions (such as replacing a CEQ) —
political contributions, laws and regulations directors may unwittingly break, stock
purchases, sales and disclosures, proxy provisions, etc. A checklist of meeting de-
tails. Promoting attendance. Stockholder proposals. Materials to mail. Agenda and
procedural rules.This book is a tested"how-to"of Annual Meetings from inception
to final reports, including personnel responsible for each step. 96 pages of "must"
reading for chairmen, directors and officers involved.

RESPONSIBILITIES OF BANK DIRECTORS $11.00
This book is "right" for today's banking problems. Due to the economic influence
banks have on their communities, the rapid growth of HCs and the ever-growing
"consumer" movement, directors must know what is expected of them and their
bank in terms of responsibilities to depositors, shareholders and the public. This
manual examines recent court decisions, investment return, continuity of manage-
ment, long-range planning, effects of structural changes on competition, and more.
Author: Raymond Van Houtte, president, Tompkins County Trust Co., Ithica, NY.

The BANK BOARD Letter
408 Olive St., St. Louis, MO 63102
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Board Reports

Effective Shareholder Mtgs.
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Planning The Board Meeting

$23.00 ea.
$22.00 ea.
$21.00 ea.

—————— copies. Board Reports
—————— copies, Planning Meeting
copies, Effective Shareholder Meetings

copies, Responsibilities of Directors
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Total Enclosed
Name & Title
Bank
Street
City, State, Zip
(Please send check with order. In Missouri, add 4.6% tax.




W mmmmmmwm mmmmw

BOOST YOLRH

In response to correspondent customer needs, Centerre was first to establish Regional
Clearinghouses. This innovative service lowered our customers' check-clearing costs
and improved their bottom line.

And Centerre Bank continues to evaluate check-clearing options to minimize
cost and maximize fund availability for these customers.

As a Centerre correspondent bank, you'll beneft from Centerre's close contact
and personal attention, as well as our cash management services. Investor
Network. Overline facility. Bank stock fnancing program. And more. Well
also increase your ability to make quality loans with our exclusive
CenStar financial analysis system—another Centerre first.

Ready to discuss a correspondent banking
relationship that can boost your bottom line?

Call Centerre. The bank that responds.
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WHERE YOURBUSINESS IS BIB BUSINESS.

One Centerre Plaza 9th and Walnut Streets
St. Louis, Missouri 63101 Kansas City, Missouri 64106
(314) 554-7891 (800) 892-2472

(314) 554-6394

Member FDIC



Attention Bank CEOs:

How Does Your Bank
“Introduce” the New Director
To His New Job?

HE NEWLY ELECTED bank director probably seems
Toverwhelmed with the responsibilities ofhis new job and the
complexities of the banking system. So, you Ilwant to acquaint
him with his “new chair” as quickly and as “gently” as possible.

Your bank undoubtedly has a portfolio of material to hand to
the new director. Our instructional folder, entitled “Briefing the
New Bank D irectorcan be a useful addition to your introduc-
tory material. It iswritten by Dr. Lewis E. Davids, editor of The
BANK BOARD Letter.

“Briefing the New Bank Director’provides the recipient with
an overview of the director’s job and responsibilities and also
offers suggestions on “homework” and “reading assignments
that will bring him quickly up-to-date in his job.

This 8-page folder concludes with what the author has termed
the “20 Commandments for Bank Directors’ starting with Thou
shalt not attempt to usurp prerogatives of management, and
ending with “Thou shalt submit thy resignation gracefully and
with dignity when no longer making a positive contribution to the
bank.”

For a FREE copy ofthis folder, fill in the coupon below. You 11
receive this plus other information concerning the bank director s
job that can be useful to him and, of course, to the bank.

I The BANK BOARD Letter
I 408 Olive St., St. Louis, MO 63102

Please send me a FREE copy of “Briefing the New Bank Director
| along with other information about The BANK BOARD Letter.

Name I I
Bank N
| Address §
m City State Zip j
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Gerald E. Fallert has been elected
president/CEQO/director, Home Trust
Mercantile, Perryville. He previously
was with Rozier Mercantile, Ste.
Genevieve. At Home Trust he re-
places Leo J. Miederhoff, who has re-
tired.

Melvin E. Schroeder has been elected
president, Polk County Bank, Bolivar.
He succeeds Chester L. Wainscott
who has retired but remains adirector.
Mr. Schroeder recently retired as vice
president, Mercantile Bank, Kansas
City. He spent more than 15 years as a
correspondent banking officer.

Loren E. Jensen has been elected
president/CEO, Farmers Mercantile,
Bowling Green. He previously was ex-
ecutive vice president/senior-lending
officer and he succeeds Wayne Wal-
ters, who has retired. Mr. Jensen
joined the bank in 1984 after 10 years
with Kansas banks.

Dale W. Tilton has been appointed
vice president/business-development
department at Mercantile Bank, Kan-
sas City. He has 14 years of banking
experience.

R. William Smith has been elected ex-
ecutive vice president, Commerce
Bank, St. Louis. He has held the office
of president and other executive posi-
tions at Commerce banks of Webster
Groves, Richmond Heights and House
Springs.

Boone County National, Columbia,
has begun construction on a three-
story, 28,000-square-foot addition to
its existing facility. Bunce Corp., St
Louis, was awarded the construction
contract. Completion is planned by
the fall of 1986.

The American Institute of Banking,
St. Louis, has elected the following
officers for 1985- 86: President: Gary J.
Harris, assistant vice president, Mer-
cantile Trust; vice president/programs
and planning: Bernard E. Berns, man-
ager, St. Louis Fed; and vice presi-
dent/finance/treasurer: David V.
McCay, president, Boatmen’s Bank of
Concord Village.

SBA Certifies Boatmen's

Boatmen’s First National, Kansas
City, has been approved as a certi-
fied lender by the Small Business
Administration. A bank must meet
standards of loan application volume
and quality to be certified.

Loan applications received from
certified banks receive priority treat-
ment from the SBA.

NEW MEXICO

United New Mexico Financial Corp.,
Albuquerque, has elected Gerald A.
Ford president/CEO, succeeding
James A. Clark, who resigned as presi-
dent.

Banquest/First National, Santa Fe,
has appointed John Perez vice presi-
dent/commercial loans. He previously
was vice president/manager at a local
financial institution. In addition,
David Dunmar has been appointed
commercial-loan officer.

United New Mexico Bank, Albuquer-
que, has elected Douglas G. Nichols
chairman/CEO and J. W. “Bill” Craig
president/chief operating officer. Mr.
Nichols has been president/CEQO of
the bank since 1982, and he has 28
years of banking experience. Mr.
Craig has 25 years of experience in
banking.

Banquest National, Albuquerque, has
elected Christopher Preston, senior
vice president, to its board. He joined
the bank in February and he has 11
years of banking experience in the
Albuquerque area. In addition,
Charles E. Hancock has been

INncrease
Check

Profits

181to 70%
orMorel!

Here’s an innovative new checking system from Interchecks that
works wonders for your bottom line. Only Trimline™gives you all

of these advantages:

Builds profits through volume incentives. Our generous
rebates on your business and personal check sales will increase your
check order revenues 18 to 70percent or more without increased

customer prices.

More cross selling opportunities. Trimline’s simplified
catalog eliminates delay — makes check selection fast. You get
more customer contact time to present your financial services.

Sales training included. we’ll even train your new accounts
and customer services personnel to sell allyour financial services

more productively.

Guaranteed customer satisfaction. Our “No Quibble

Guarantee” means we’ll reprint any order...
.. .completely free . .

reason

. right now ...

no matter what
no questions asked!

Fast turnaround, guaranteed! Orders in our plant by 11 am.
go out the next day. Guaranteed!

For more information on Trimline’s advantages, call 1-800-826-6206.

"*I=INTERCHECKSINC.

A Personal Approach To Quality
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appointed assistant vice president.
Most recently, he was a commercial-
lending officer at another local finan-
cial institution.

OKLAHOMA

Valley National, Tulsa, has promoted
George E. Rowland Jr. to chairman/
CEO and Daniel G. Keating to presi-
dent. Mr. Rowland has been president
ofthe bank since its chartering in 1982.
Mr. Keating previously was with First
National, Tulsa.

Central National, Enid, has appointed
Jack Messall vice president/loan ad-
ministration. In addition, Roger Run-
yan has been promoted to vice presi-
dent/controller and Merry Lee Nafus
to assistant vice president/planning.
Before joining Central National, Mr.
Messall was vice president with Com-
merce Bank, Kansas City.

Guaranty National, Tulsa, has pro-
moted Lynn Van Deventer to market-
ing director and has appointed Dalene
L. Hamilton controller. Ms. Van De-
venter joined the bank in 1981. Ms.
Hamilton previously was controller at
an S&L.

Stephen R. Kerr has been elected
president/chief operating officer of
United Oklahoma Bancshares, Inc.,
Oklahoma City. He replaces William
O. Johnstone, who resigned. Mr. Kerr
retains the title of president, United
Oklahoma Bank, Oklahoma City, a
position he has held for the past three
years.

Bank of Oklahoma, Tulsa, has named
G. W. Cottrell vice president/pe-
troleum-engineering manager. He
previously was an engineer for a divi-
sion of Getty Oil. In addition, Kevin L.
Sellers has joined the bank as assistant
vice president.

Fourth National Corp., Tulsa, has
elected William R. Nash and John D.
Strong to its board. They are president
and executive vice president, respec-
tively, of Fourth National Bank, Tulsa,
the HC’s principal subsidiary.

TENNESSEE

Third National, Nashville, has pro-
moted Raymond Mitchell to assistant
vice president and Jack Hoos to
marketing officer. Mr. Mitchell joined
the bank in 1977 and Mr. Hoos in
1983. Appointed new officers were

Carol McSwiney, assistant vice pres-
ident; and Bill Adams, commercial
officer. In addition, George N. Gillett
Jr. has been elected a director.

B. A. Wright has been appointed pres-
ident/CEO of Citizens Bank, Savan-
nah. He previously was chairman/
president/CEO of First National, Law-
renceburg. He will continue to direct
the Lawrenceburg bank. At Citizens
Bank, Mr. Wright succeeds, as presi-
dent/CEO, James S. Patteson, who re-
cently resigned.

Hamilton Bank, Morristown, has
promoted John T. Brice to controller.
He joined the bank in 1978 and most
recently was auditor. In addition, Bar-
bara J. Wilson has been appointed au-
ditor. Most recently she worked for
the state department of financial in-
stitutions as a bank examiner.

Enforcement Disclosure
To Be Made by FDIC

Consumer groups but few bankers
are applauding the FDIC’s an-
nouncement that it will disclose de-
tails of final enforcement actions
taken against state nonmember
banks, beginning January 1, 1986.

The agency agreed to modify its
original proposal, which called for
disclosure of charges against banks
before they had time to prove their
innocence.

Sharp criticism was voiced by
bank trade groups; most of the 700
comments on the proposal voiced
opposition to any disclosure of en-
forcement actions.

FDIC Chairman William Isaac
dismissed the argument that early
disclosure of charges could harm
banks or individuals who eventually
would be cleared of wrongdoing.

The FDIC is the first of the three
major regulators to adopt an enforce-
ment-disclosure rule. The Comp-
troller ofthe Currency is considering
a similar rule, but the Fed is reluc-
tant to do so.

Mr. lIsaac said that “public confi-
dence in the banking system is en-
hanced when there is fair and
meaningful disclosure.” He added
that he expects the new rule will act
as a deterrent to individuals and in-
stitutions that deposit funds in prob-
lem banks to take advantage of high
interest rates.

Disclosure “may hurt some
banks,” he said. But, “for the bulk of
banks, it will be highly positive.”

Approximately 400 banks now are
under formal enforcement orders
from the agency.

TEXAS

Ted Liles has been elected vice presi-
dent/consumer lending, First Bank,
Amarillo. He joined the bank last year.
Before that, he was with First Nation-
al, Amarillo, which he joined in 1974.

Frost National, San Antonio, has
promoted seven officers: Harvey J.
Pendleton, vice president/security
services; Zygmund A. Pruski, vice
president/corporate planning; Stan
Richard, vice president/item pro-
cessing; Stephen D. Cox, assistant vice
president/programming; James B.
Crosby, assistant vice president/loan
review; and David B. Murphy and
George I. Ulrich, assistant vice presi-
dents/programming.

Norman H. Bird has been elected ex-
ecutive vice president/commercial
lending, Merchants Park Bank, Hous-
ton. He previously was with Charter
Bank, Willowbrook.

Gregg M. Chinn has been elected
assistant vice president/regional cor-
respondent department, National
Bank of Commerce, San Antonio. He
previously was with First National,
Oklahoma City.

Drew C. Axtell has been elected
senior vice president of Oak Forest
Bank, Houston. He manages the new
oil and gas production-lending divi-
sion. He previously was involved in
energy lending in Texas and Louisiana
with the Houston office of another
bank.

First National, Amarillo, has ap-
pointed Steve Bowen and Jimmie Hall
assistant cashiers/credit-re view
analysts. Mr. Bowen previously was
assistant vice president/loan officer
with Whisperwood National, Lub-
bock. Mr. Hall was with Farm Credit
Banks of Texas since 1977.

Jim Mead has been elected president/
CEO of Tascosa National, Amarillo.
He replaces Gus A. Wulfman, who
resigned recently. Mr. Mead joined
the bank in 1981. He began his bank-
ing career in 1969.

RepublicBank Dallas has promoted to
senior vice presidents Ruth C. Skin-
ner, HaroldR. Beattie, Roberts. Hays
and John W. Woodiel 11l. Ms. Skinner
joined the bank in 1974, Mr. Beattie in
1977, Mr. Hays in 1981 and Mr.
Woodiel in 1977.
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To learn what
we’ve learned about
trust services would

take 34,000,000,000

Or one phone call.

If you choose the phone call, here’s what you get.

A direct line to a remarkable resource—
Mercantile Trust Company'’s professional money
managers. The same professional money
managers who make investment decisions on
managed accounts totalling over $4,000,000,000.

With that kind of experience, you can look to
Mercantile for Trust Investment Research that’s
timely, accurate, consistent and resourceful. You
can rely on the same Securities Settlement
Services that are offered by the best in the
industry. You can expect state of the art Financial
Planning Software, as well as professional
consultation on Money Market Funds, Tax
Shelters and Brokerage Services.

This comprehensive selection of services
combined with an experienced staff is the kind
of resourceful approach to trust services that
you'd expect from the resourceful bank,
Mercantile Bank. So why not give us a call today.

It's an easy way to get $4,000,000,000 worth
of experience.

MERCNhNTILE
BRIK

The resourceful bank

Trust Investment Services
Mercantile Trust Company N.A.
P.O. Box 387, St. Louis, MO 63166

Contact your Mercantile Correspondent Banker, or call
Tim Engelbrecht or Jim Davis direct at (314) 425-2692.



MoneyMaker EFT Services

Automated Banking Services

EFT Experience:
Southland Corp.

EFT Experience:
Electronic Banking Systems

Putour headstogether
and see why

weve become the new leader in EFT

The reason is experience. Expert experience from every
major area of electronic funds transfer — financial, retail,
data processing, manufacturing and more.

MoneyMakers EFT team is the finest ever assembled.
That’ why, in less than two years, we've become the leader
in EFT services. MoneyMaker operates the nation’ largest
network of off-premise ATMs. Our huge installed ATM base
is up and running and will exceed 1,000 by mid-1985.

But that’ not all. Our regional network agreements allow
us to share both card base and ATMs with Pulse, MPACT,
Teller 24, Express Banking, VISA, Electronic Money, Master-
Card, MasterTeller, and American Express, providing thou-
sands of additional locations throughout the Southwest.

Whatever your EFT needs, we can respond fast and
offer superior service. Plus, we Il work hand-in-hand with
you on everything from site selection, device installation
and on-line monitoring to processing and switching, mar-
keting, card services, and more. Pick only the help you
need, or all of it. With support that backs you 24 hours a
day, seven days a week.

MoneyMaker EFT Services. Lets put our heads together
and share the experience. For more information, contact
Thomas Malinat m m A

(214) 980-8400. roOO€yrkn/tI k@l

15400 Knoll Trail Drive, Suite 400, Dallas, Texas 75248
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Employees Sell Handicrafts
At Bank's Christmas Bazaars

HE LOBBIES of Centerre Bank’s
two downtown St. Louis locations

directory showing where each craft
was and the name of the person dis-

became Christmas bazaars for two dayplaying it.

last year.

The Christmas celebration allowed
bank employees and friends to display
and sell their handicrafts. Judging by
the variety of items, bank employees
are a multi-talented lot. Displays in-
cluded jewelry, dolls, silk paintings,
stained glass, pottery, kitchen items,
tole, ceramics, needlepoint and cro-
chet, baked goods and Christmas
items like wreaths and ornaments.

Connie Taylor, personal banking
manager, had the idea. She hoped the
bazaar would be a way for Centerre
employees to have some fun while
generating “some positive ‘PR’ for
Centerre Bank,” she says.

Display tables were made available
to bank employees, relatives and
friends, “anybody not in business with
their craft. We didn’t want profession-
al people doing this,” Ms. Taylor says.
The bank did not charge for the table
space and exhibitors were allowed to
keep all proceeds, she reports.

To publicize the event, advertise-
ments were placed in several news-
papers, including some on the Illinois
side of the Mississippi, because the
bank has quite a few employees there.
Fliers were stuffed into statements for
maturing CDs, as well as checking and
savings statements. Fliers also were
passed out on downtown streets the
days of the bazaar. Fliers included a

The bazaar was held over a two-day
period to give bank employees the
chance to visit both locations on their
lunch hour, Ms. Taylor says. This in-
cluded the first business day after
Thanksgiving, the traditional start of
the Christmas-shopping season, when

f '4

downtown would be crowded.

More than 500 people visited the
bazaars.

Retired bank employees were sent
invitations to the bazaar along with re-
quests to help. “They responded
well,” Ms. Taylor says. “It was good to
see our retired employees again.”

In addition, the bank hired a profes-
sional photographer to take color
photos of children with Santa Claus.
Santa was played by a personal banker
who had the personality for the part,
Ms. Taylor says. Bank employees’chil-
dren dressed as elves were Santa’s
helpers.

(Continued on page 33)

Centerre Bank customers and general public view handicrafts made by bank
employees during bank's two-day Christmas bazaar, held at two downtown St.

Louis locations last year.
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Christmas Club Observes
Silver Anniversary;
Becomes Multifaceted Firm

ACK in 1910, when you could buy
a loaf of bread for a nickel and a

market accounts and government
securities. In fact, the Christmas sav-

pair of ladies’ shoes for $5, it was diffing system that began so modestly in a

cult for ordinary people to scrape
together a little extra for Christmas
gift-giving. After all, the average office
worker made only $9 a week, and most
people had the same problem in self-
discipline then as they do now: They
couldn’t seem to put aside even a small
sum every week.

That’s when the founder of Christ-
mas Club a Corp. envisioned weekly
planned savings as a method for bank
customers to save all year for holiday
purchases.

“A bank was offering a savings pro-
gram for Indian school children, afew
pennies every week,” notes John
Guinan, the corporation’s president.
“The founder of our company saw it,
was intrigued by the idea and asked
the banker ifhe could sell the program
to other banks. Today, we do business
with 10,000 financial institutions.”

Christmas Club a Corp. provides
everything afinancial institution needs
to operate a savings club, including
coupon books, club checks, advertis-
ing displays and incentive gifts, all
graphically coordinated, says Mr.
Guinan. He calls Christmas club
accounts “goal-oriented savings pro-
grams that result in guilt-free spend-
ing.” There is still the same strong
appeal as in 1910 for bank customers
who wouldn’t otherwise bother to save
for their inevitable Christmas needs,
he adds.

This year, as Christmas Club a
Corp. celebrates its 75th year in busi-
ness, new studies indicate that the
humble holiday savings club still is
thriving, even with today’s readily-
available, more sophisticated invest-
ment options such as CDs, money-

small bank in Carlisle, Pa., has grown
to have a significant impact on the sav-
ings habits and seasonal retailing ofthe
nation, Mr. Guinan says.

'Cub’ Scores for Bank

Key Bank, headquartered in
Albany, N. Y., was seeking an incen-
tive to increase core deposits by
promoting Christmas clubs last year.
Its marketing department contacted
Christmas Club a Corp., Easton,
Pa., for assistance.

John Guinan (l.), pres., Christmas
Club a Corp., congratulates James
Patrick, pres., Key Bank, Albany, N. Y.,
on highly successful "Christmas Cub"
promotion last year. "Giant" version
of cub is in foreground.

Result: The bank used Christmas
Club’s “Christmas Cub,” a plush
toy, in its promotion.

Further result: The bank chalked
up an exceptional 33% increase in
Christmas club deposits last Decem-
ber. According to bank President
James Patrick, “It was our most suc-
cessful Christmas club promotion
ever!”

Evidently, many people still like the
friendly discipline of holiday club sav-
ings programs. And, recent figures in-
dicate that it’s in a bank’s best interest
to attract the kind of people who use
holiday savings clubs, he says. Accord-
ing to a new study conducted by Un-
idex in late 1984, Christmas club sav-
ers are better-than-average bank cus-
tomers: they use more banking ser-
vices than the general population and
are more loyal customers.

According to figures in the study,
the 46.6% of holiday-club savers who
said that a commercial bank was their
primary institution are more likely
than non-club customers to take
advantage of other bank services
offered by their banks. For instance,
86.6% ofholiday-club savers had regu-
lar checking accounts (compared to
76.3% of non-club savers); 22.6% had
NOW accounts (compared to 16%);
31.8% had CDs (compared to 18.6%);
26.1% had installment loans (com-
pared to 24.9%); and 24.1% had home
mortgage loans (compared to 18.9%).

Christmas Club a Corp. has ex-
panded and diversified over the last
few years to meet the growing needs of
the financial industry in its overall
move towards the electronic age, Mr.
Guinan says.

The Payment Systems Division de-
velops customized tax-collection sys-
tems for 19 state governments. In
addition, this division specializes in
systems for the cable TV and health-
maintenance industries, emphasizing
savings in operational costs while im-
proving cash flow.

Christmas Club a Corp. also has de-
veloped comprehensive direct-
marketing capabilities featuring state-
of-the-art computer technology, Mr.
Guinan says. High-speed computer
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impact and laser-printing systems
generate high-quality personalized
letters, MICR coupon books, checks
and envelopes. The on-site computer
system has merge/purge capabilities
for precise segmentation of mailing
lists.

Another division, Full Service Bank
Productions, Inc., is the official pro-
motional agency of the ABA. It cre-
ates, markets and produces advertis-
ing and advocacy campaigns for the
association’s members.

U. S. Check markets and produces
secure documents for financial institu-
tions. Programs include direct-mail ac-
quisition and enhancement packages
for major credit card issuers, personal-
ized letters and coupon books and
MICR encoded checks and envelopes,
Mr. Guinan says. * «

Bazaar
(Continued from page 31)

There was no charge for the color
photos. However, the photo session
was limited, so the number ofchildren
had to be limited. “The photo offer was
advertised via statement stuffers only.
We didn’t want a flood of people that
we couldn’t handle. Thatwould be bad
PR,” Ms. Taylor explains.

Total cost to the bank was $2,012,
she reports. Major expenses were ren-
tal of 65 tables, advertising and the
photographer’s fee.

“I dont think it was much to pay for
the good PR received,” Ms. Taylor
says. “And it was a fine thing for em-
ployees. It got them in the Christmas

-I-Hﬂ_ATE presents...

Their Fabulous
ANIMATED DISPLAYS
For Christmas and Other Holidays!

Magnificent displays made to give long life
. . . real eye-stoppers. Great as attention
getters. Tremendous public relations. All
displays operate on 110 volts.

spirit. It was a lot of fun.”

Centerre received several com-
plimentary letters about the bazaar
and some employees asked if it would
be held again.

It will. But this time Connie Taylor
has a committee to help organize it.

Kansas Christmas Featured in Wichita

Animated Christmas scenes, once a tradition in Wichita, were revived at Fourth
National last year. Canned goods for the needy were collected at the general
store at right.

/'/ A REAL Kansas Christmas” was the theme ofa holiday display in

/ \ the nine-story interior courtyard of Fourth National, Wichita.
The display featured a 25-foot tree covered with dozens of bright birds
and surrounded by bird houses held aloft on birch poles and decorated
with holiday greenery. Animated children characters played in banks of
snow along with waterfowl. Nearby was a smaller area housing pine
trees and a country store where canned goods were collected for the
needy. The bank occupies the former site of a department store that
featured animated Christmas displays. Many people enjoyed bringing
their children and grandchildren downtown to see the displays, accord-
ing to a bank spokesman. The bank is reviving that tradition. In addi-
tion, Fourth National held a series of children’s caroling concerts every
weekday noon from Thanksgiving to Christmas.

Write on company letterhead for our elaborate
catalog showing prices and description.

- /= (11
tile stele S
1436 WILLIAMSBRIDGE ROAD
BRONX, N.Y. 10461
Tel.: (212)597-7900
(Toll Free) 800-223-8322
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YulePrograms

Prompt Festive Holidays

OM greeting cards, currency en-
velopes, cookies and nuts to con-

the customer at Christmas time. It’s
good public relations,” says Elizabeth

tainers by Currier and Ives, Bankersyoung, assistant vice president, First

Systems’ array of holiday products
reads like a Christmas wish list.

More than 50 holiday printed prod-
ucts and gift items are featured in two
Bankers Systems promotional pack-
ages: Christmas Program and Christ-
mas Club Program. The wide variety
encompassed by these two programs
enables bankers to celebrate the holi-
day season in ways unique to the in-
stitution and appropriate to its custom-
er base.

These programs are just a sampling
of the many products and services
offered by the fast-growing company,
headquartered in St. Cloud, Minn.
Bankers Systems is a national corpora-
tion with several subsidiaries and more
than 30 years service to the banking
industry.

“In addition to promotional pack-
ages, we provide forms, progressive
financial systems, training programs
and other services to more than half
the financial institutions nationwide,”
says Robert Obermiller, national sales
manager/senior vice president, Bank-
ers Systems.

The Christmas Program is one ofthe
firm’s oldest and most popular offer-
ings. It celebrates the festivity of the
season as well as the spiritual signifi-
cance. While many products carry the
“Merry Christmas”theme, others fea-
ture “Seasons Greetings” or “Happy
Holidays.”

The most popular product line in the
Christmas Program is the greeting
card/currency envelope assortment
which accounts for a majority of total
sales in the program, according to Mr.
Obermiller. In their own ways, both
greeting cards and currency envelopes
have become standard expressions of
customer appreciation during the holi-
days, he explains.

“We use greeting cards to recognize

Minnetonka (Minn.) City Bank. The
bank uses the cards as statement enclo-
sures to ensure that its holiday mes-
sage reaches customers.

Each Bankers Systems greeting card

Eight-foot Christmas stocking enables
banks to increase traffic, promote goodwiill
through drawings for prizes contained in
stocking.

combines a design and message to re-
flect the many moods of the season.
Top-of-the-line cards are enriched by
the luster offoil-stamping and feature a
punch-out calendar that turns a mes-
sage of gratitude into a practical gift.
For banks especially interested in
economy, two ofthe nine designs bear
more modest trimmings.

W hile greetings cards are an unso-
licited token ofappreciation, currency
envelopes are an item customers have

come to expect from banks, Mr. Ober-
miller says.

“It has only been in recent years that
you can pick up that kind of card at
stationery stores, he explains. “That
demand was created by banks.”

At Farmers National, Rule, Tex.,
tellers are encouraged to offer curren-
cy envelopes to customers who re-
quest crisp new bills or who withdraw
large amounts of cash during the holi-
days, says Mary Lou Landes, vice
president/cashier. And, according to
Cashier Clifton Talley, Farmers
National, Seymour, Tex., has corpo-
rate customers who use currency en-
velopes to enclose Christmas bonuses.

Bank of Sun Prairie, Wis., takes a
different approach to distributing the
envelopes. Non-customers are
charged a nominal fee for currency en-
velopes as are customers requesting
more than 10, says Dee Fehrman, per-
sonnel/marketing officer.

“We have given them free as a cus-
tomer service for years. Now, that we
charge non-customers, it’s a perk for
customers,” she says.

Coordinated drive-up envelopes
and teller receipts complement the
greeting card/currency envelope line
and are imprinted to repeat a seasonal
greeting at every transaction.

In addition to printed products, the
Christmas Program features a montage
of gift items for children and adults.

Balloons, savings banks, ornaments,
coloring books and candy are popular
gifts for children. And for special draw-
ings, Bankers Systems offers a toy-
filled, eight-foot Christmas stocking
that comes with two posters, 100 entry
blanks and an entry box.

For adults, gift labels, memo books,
ice scrapers, pens and potholders
make useful and inexpensive give-
aways. Trays and tins, candles, mugs,
sewing kits, photo albums and limited-
edition plates also are available as gifts
and premiums. o o
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Ideas for Yule Events

* Making Christmas a little bright-
er for needy and abused children was
the goal of the “Spirit of Christmas”
program conducted by five Texas
American banks in Tarrant County.
The public was invited to visit the lob-
by of a participating bank and pick a
card with a child’s name, age and par-
ticular wants or needs. Participants
then shopped for their particular child,
wrapped the gift and returned it to the
bank’s “Spirit of Christmas” tree. Chil-
dren’s names were provided by the
state Department of Human Re-
sources, and the department delivered
the gifts. “We found that participants
actually formed abond between them-
selves and the child, and many pur-
chased five or six gifts for their child,”
said Joseph M. Grant, chairman, Texas
American Banks/Fort Worth. “It was a
heartwarming sight to see. ” More than
5.000 gifts were collected. In addition,
5.000 apples were handed out to drive-
up customers and employees served
hot cider to customers in the bank lob-

by. * Kk x

e Local high school students had
opportunities to perform in a series of
lunch-hour concerts at Toledo Trust.
Choirs and string and brass groups
from several high schools performed in
hour-long concerts the week before
Christmas, capped by a piano concert
of holiday melodies. Backdrop for the
concerts was a display ofantique dolls,
trains, toys, teddy bears and doll
houses, including a variety of minia-
tures created by local artists and hob-
byists. The exhibit was coordinated

Bank's Santa Brings Smiles

Santa Claus brought smiles and toys to 150
boys and girls from local children's homes
and community centers, when Frost Bank,
San Antonio, sponsored its annual gift-
wrapping contest. The Frost Bank Choir
sang Christmas carols while refreshments
were provided. This was the 19th year
bank employees have participated in the
gift-wrapping contest.

with a toy store and included displays
of the private toy collections of three

individuals.
* * *

* The sounds of Christmas echoed
through Devon Bank, Chicago, where
the holidays were celebrated with two
free holiday music concerts and a chil-
dren’s theater production. The con-
certs featured brass and string quar-
tets. The theater presentation featured
“The Tale of the Dragon and the
Flute,” performed by a children’s
theater troupe. Devon Bank also par-
ticipated in the “Peace Around the
World” program. Sponsored by the
local Chamber of Commerce, this holi-
day program focused on the commu-
nity’s multi-national heritage and
shopping opporturlitiei.

e Ameritrust, Cleveland, collected
food and money to help the needy for
the eighth consecutive year. During
this time, employees have collected
more than $50,000. Last year, the
bank donated $7,500 to a matching
fund. Donations were distributed by
the Hunger Task Force and Salvation
Army. In addition, the bank aided a
focal “Feed a Family” campaign by en-
couraging donations and distributing
envelopes. R

e “Sharing ‘N’ Caring” was the
theme of the holiday campaign by the
Vista Club of Centerre Bank of South
County, St. Louis. The program aided
the Salvation Army’s campaign to col-
lect canned goods, packaged foods and
toys for the needy. Donations were
accepted in the bank lobby. The Vista
Club provides travel, entertainment,
product discounts and seminars along
with a variety of financial services to
members, who are age 50 and over.

MID-CONTINENT BANKER for July, 1985

« “How to Analyze a Bank State-
ment,” by F. L. Garcia, seventh edi-
tion, contains techniques to perform
detailed ratio analysis to measure and
compare bank performance. Sample
statements and reports of banks and
bank HCs are used to illustrate points
made in the text. First published 50
years ago, the book includes new reg-
ulations and laws from the SEC and
banking agencies. Mr. Garcia also has
edited the Encyclopedia of Banking
and Finance since 1947. The book may
be ordered from Bankers Publishing
Co., 210 South St., Boston, MA02111.

THERE’S STILL TIME!

Yes, Savings Officers, there is
still time to receive Christmas
Savings coupon books.

If you’re having delivery prob-
lems with your Christmas
books, why not consider an al-
ternate vendor? At Bank-A-
Count, your requests receive im-
mediate attention, and there’s
NO MINIMUM requirement!

Contact us for just a few books,
or for a few thousand...youll
receive our traditional fast,
friendly service!

Call today for samples and
prices.

Bank-A-Count Corporation
Main Street
Rudolph, W1 54475

(715) 435-3131

Remember...
There's no minimum order require-
ment for our Christmas books!
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Conventions
(Continued from page 18)

“Banking has given away more ser-
vices than any other industry. We have
to start charging for the things we do in
banking,” he said.

“Another area of change began
shortly after World War 1l: a higher
level of management. Weve come a
long way, but as we see more competi-
tion and more deregulation, manage-
ment is going to become even more
critical than it is now.

“ ‘We've got to have Regulation Q to
save us from ourselves,” a banker
friend once told me. | told him, ‘Ifwe
need Reg Q, then we need a whole
new cadre of management in banking
in America,” ” Mr. Francis said.

Val Whitaker (r.), pres./CEO, Farmers
Bank, Blairstown, receives 50-Year Club
pin from club Sec. R. Quinn Fox, v.p., Cen-
terre Bank, St. Louis, during annual club
luncheon at MBA convention. Not present
were new club members Floyd E. Higdon,
ch./CEQ, Iron County Security Bank, Iron-
ton, and Velma Tester, e.v.p./cash., Green
County Bank, Strafford.

Convention attendees also received
some survival tips from Willis W. Alex-
ander Jr., recently retired ABA execu-
tive vice president and apast president
of the MBA.

First, use your state and national
associations, he told the group. Asso-
ciations provide two major benefits:
training/education through seminars,
workshops, videotapes and other
media; and a voice in the legislative
process through government-relations
committees.

“Renew your focus on customers.
Listen to your customers. Find out
what truly are their wants and needs.
And meet those needs, in terms they
can understand.

“We have a tendency to find out
what technology can do for us and then
trying to get the customer to adapt to

it,” instead of putting the customer’s
needs first, Mr. Alexander said. In line
with this, he recommended bankers
read the books In Search of Excel-
lence, and A Passionfor Excellence, for
guides to management.

“We should reaffirm our commit-
ment to fundamentals. Bring lower-
level employees into the surveying
and decision-making process. They
know what people want.

“Give employees leadership. Not so
much management as leadership.
Marco Polo, Columbus, Lewis and
Clark didnt know exactly where they
were going, but they had a sense of
mission.”

In addition, the convention program
included a panel of tax experts, who
discussed President Reagan’s proposal
to simplify the tax code, and a panel of
five of Missouri’s top elected officials,
who discussed ‘The State of the
State.”

New officers for 1985- 86 were
elected. They are: president — James
C. Moser, president, bank of Poplar
Bluff, president-elect — Eugene A
Leonard, senior vice president, Mer-
cantile Trust, St. Louis; and vice presi-
dent — Richard S. Pryor, president,
Bank of Jacomo, Blue Springs. « «

Deregulation Continuing,
Martha Seger
Tells New Mexico BA

HREE major points about banking
deregulation were made by Fed

New Mexico BA Officers

ROBERTSON FOLEY
Pres. Pres.-Elect
NICHOLS JANECKA
Sec.-Treas. Exec. V. P.

“While the widespread adoption of
regional interstate banking would lead
to the balkanization of the banking in-
dustry, we cannot find any substantial
offsetting economic merits to this
approach other than the fact that they
begin the breaking down of state bar-
riers to expansion,” she said.

Ms. Seger hammered home that
above all other issues, the Fed board is
concerned about the future safety and
soundness of the banking system.

Another major address to the con-
vention was made by Glen E. Lemon,
chairman/CEO, First Bank, Booker,

governor Martha Seger at last monthTex., who discussed the future of the

convention of the New Mexico Bank-
ers Association in Albuquerque.

Bank deregulation is continuing and
a reduction of barriers to interstate
banking is a part of the deregulation
process, she said. She noted that,
while the Fed has made some relative-
ly specific recommendations to the
Congress, other proposals also will be
considered; therefore, the ultimate
outcome in the Congress is unclear at
this point.

Finally, Ms. Seger pointed out that
while there is proposed legislation in
the Congress and the odds for change
are higher than in the past, one must
not discount the lingering opposition
to change — one should not assume
that something must happen this leg-
islative session.

On the topic of regional interstate
banking, Ms. Seger said the Fed has
indicated on numerous occasions it
does not believe regional banking
compacts are the appropriate way to
move toward interstate banking.

community bank.

“As we think about the future of
community banking, and where our
industry is headed, ” he said, “we must
be careful to distinguish fact from fic-
tion, threat from opportunity and real
economic danger from political oppor-
tunism.”

“Never have greater opportunities
challenged” the community banker

. and “while we will face chal-
lenges, the privilege of being custo-
dian for your customers’ money will
provide us with more opportunities
than ever before,” he said.

He pointed out that the community
banker’s biggest problem has never
been the nonbank competitor.

“Our biggest problem is not the
huge money-center banks in New York
or California, not any branch of gov-
ernment and not the S&L industry

. .our main problem is our own com-
placency.”

Mr. Lemon added that community
bankers have not always held full-
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service banking “as our primary re-
sponsibility and we have too often
turned away customers by simply tell-
ing them, ‘we re sorry, we don’t offer
that service.””

He drew a sharp contrast between
the protection offered depositors with
funds in smaller banks as opposed to
those with deposits in large institu-
tions, citing in particular the coverage
extended to those who had their
money deposited with Continental
lllinois, Chicago.

“1f we are really interested in
improving the image of banking, we
need to be more interested in keeping
our customers’ money safe,” Mr.
Lemon said, adding, “It should make
no difference whether a customer
banks in Albuquerque, N.M., or
Booker, Tex., the FDIC should pro-
vide identical and equitable coverage
to every depositor.”

New Mexico bankers also heard
from Neil Milner, executive vice presi-
dent, lowa Bankers Association, Des
Moines, who went into considerable
detail about the deteriorating agricul-
ture land values and problem loans in
lowa.

“We re looking at the beginning
phases of the biggest restructuring of
farm assets in this country we'’ve ever

seen,” he said. He added that the $80
billion farm-credit-loan operation in
this country “isn’t broke yet, but it
could happen.”

Mr. Milner suggested bankers de-
mand a reduced federal deficit even if
it hurts banks. He is convinced that, if
Congress really reduced spending, in-
terest rates would drop, the value of
the dollar also would come down and
exports would increase.

He also stressed the need for a farm
bill in Congress before the winter-
wheat planting season gets underway.

Mr. Milner noted that farmers
haven’t known what the agricultural
program would be for the coming year
until the seed was in the ground. He
said farmers can’t deal with a maybe —
they need a yes or no!

Outgoing NMBA President Jack
Daniels lauded association members
for the way they managed “tough
issues.” He told the convention the
association has policies and procedures
in place that give fair representation to
all views and that the staff, board and
officers do everything in their power to
see that “all members have the oppor-
tunity to participate in the association’s
decision-making process.”

Under Mr. Daniels’ leadership, the
NMBA moved into new offices and

For taster
service on

BANK

CREDIT
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1-417-881-1192
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LIFE INSURANCE COMPANY

P.0. Box 660274, Dallas, Texas 75266-0274
A member company of

Republic Financial Services. Inc

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 officersttitles, financial data and much more!
COMPLETE DIRECTORY — American Financial Institutions — Yes, |
want all the nation’s top financial institutions in one complete directory:

O Send me
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0O Enter standing order for each Spring AFlI @ $136 ea. and stand-
ing order for Fall American Bank Directory @ $80 ea. (plus

shipping and handling)

SAVINGS DIRECTORY — American Savings Directory — Yes, | want to
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ing order for Fall American Bank Directory @ $100 ea. (plus

shipping and handling)
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also named a special committee to ex-
amine the feasibility of the association
taking an ownership position in future
office space.

During the convention, Bill Robert-
son, president/CEO, Citizens Bank,
Las Cruces, took over the presidency
of the association, succeeding Mr.
Daniels, who is chairman, Moncor,
Inc., Albuquerque. Jim Foley, presi-
dent/CEO, First National, Belen, was
elected president-elect and Douglas
G. Nichols, president, United New
Mexico Bank, Albuquerque, was
elected secretary-treasurer, succeed-
ing J.W. “Bill” Craig, president, First
Interstate, Albuquerque. ¢

What in the World Can a
Globe Company Do to
Improve My Banking
Business?

Plenty! If you are promoting
international business,
community responsibility, or
vacation loans for foreign travel,
a globe from Cram can be a very
effective marketing tool.

Make your point visually, by
utilizing one of our distinctive
globe models as a promotional
item...your clients will be glad
you did!

To learn more about the benefits
of employing Cram globes in
your institutional marketing
program, please contact us.
We'll be happy to supply all the
information you'll need to put
Cram globes to work for you.

Address inquiries to:

The George F. Cram Co., Inc.
P.O. Box 426, Dept. RED
Indianapolis, IN 46206

Or call us:

(317) 635-5564

Please provide the following
information with any written
request:

Company
Address
City
State 4] P ———
Att'n:

Phone

CRAM

WISCONSIN — New officers (from 1): Dean A. Treptow, pres.; Richard J.
Roesler, v.p.; Richard P. Klug, treas.; John W. Johnson, retiring pres.

Dramatic Freedom Theme
Moves Many Bankers
at Wisconsin Convention

HE NEWS of the hijacking and
holding of TWA Flight 847 pro-

and cons of mergers and bank inde-
pendence. Panelists W. J. Morrissey,
president, Marine Bank Southwest,
Elkhorn; Leonard F. De Baker, presi-
dent, First National of Stevens Point;
Robert C. O’Malley, chairman/presi-
dent, United Bank, Madison; H. Lee
Swanson, executive vice president,

vided a dramatic and ironic backdropState Bank of Cross Plains; Bryant E.

when Wisconsin bankers convened in
Milwaukee last month to discuss free-
dom.

This was the 89th annual convention
of the Wisconsin Bankers Association
(WBA), and, according to outgoing
President John W. Johnson, presi-
dent, Bank of Spring Green, “Free-
dom is the theme of the convention
this year — freedom as Americans and
freedom as bankers ... to choose . . .
to compete . . . and to survive in the
challenging and competitive environ-
ment of the financial-services indus-
try.”

Bryan K. Koontz, WBA executive
director, emphasized the association s
role in helping bankers achieve bank-
ing’sfreedoms. Among those freedoms
he listed the freedom to compete, the
freedom to survive, the freedom to
merge, the freedom to offer services,
the freedom to make a profit and the
freedom to be a professional.

Mr. Koontz stressed this last free-
dom and warned of the danger inher-
ent in its loss. Banking cannot be
allowed to degenerate into a business
from a profession, he said. Bankers are
unique and they are among the elite,
he added.

Freedom ofchoice was the focus ofa
panel discussion that weighed the pros

Wackman, president, Brooklyn State;
and Richard D. Pauls, chairman, First
Interstate Bank of Wisconsin, She-
boygan, alternated in describing the
philosophical and practical considera-
tions involved in their decisions to
merge or to remain independent.
Arguments and positions were notably
reasonable on all sides of the issue,
although Mr. Swanson’s staunchly in-
dependent stand brought forth the
most widespread and vocal audience
approval. The variety of ideas shared
made it clear that the banker must be
free to choose the proper direction for
his own bank.

Bank profitability analyst Alex
Sheshunoff, Sheshunoff & Co., Aus-
tin, Tex., echoed a similar “freedom of
choice” theme in his address, “High
Performance Banking in 1985.”
According to Mr. Sheshunoff, the fol-
lowing are the six major choices facing
today’s banker: 1. stay independent; 2.
establish closer relationships with
other independent banks; 3. form mul-
ti-bank holding companies; 4. sell to
another banker or to investors; 5.
merge with a bank holding company;
or 6. get involved in a franchise pro-
gram.

Mr. Sheshunoffunderscored his be-
lief that the bank’s greatest asset is its

MID-CONTINENT BANKER for July, 1985

Digitized for3l—8RASER
https://fraser.stlouisfed.org
Federal Reserve Bank of St. Louis



name and identification in its com-
munity and his confidence that the
small bank will survive. He also
emphasized that the real challenge in
banking’s future is to pick up good loan
demand. Good loan officers, he said,
will be moving from institution to in-
stitution, and they will be taking loans
with them.

John G. Stoessinger, Cox Distin-
guished Professor of Internal Affairs,
Trinity University, San Antonio, Tex.,
stirred the thoughts and emotions of
bankers with his talk about world
peace in the 1980s. He addressed the
effects of current world events on
bankers in Wisconsin, focusing his
attention on the Soviet Union, China,
Japan, South America, South Africa
and the Middle East.

Although his topic was broad, Dr.
Stoessinger was able to illustrate the
importance of international events on
the lives of these bankers. For exam-
ple, he pointed out the importance of
bankers reducing exposure to South
American loans.

Dr. Stoessinger received an emo-
tional and enthusiastic reaction from
his audience as he stated the three
ways he believes Wisconsin bankers
are blessed: 1. Bankers are the back-
bone ofthe economy and what they do
on a day-to-day basis is vitally impor-
tant; 2. the Wisconsin banker lives in
one of the most beautiful states in the
union; and 3. the Wisconsin banker
lives in the greatest country in the
world.

After a stirring slide presentation on
America, Howard K. Smith closed this
celebration of freedom with a stirring
talk on his view of America. He
stressed that our country’s most se-
rious problem is a complacent attitude
and urged bankers to help solve Amer-
ica’s problems by taking action.

Dean A. Treptow, president, Brown
Deer Bank, was installed as WBA
president at the convention banquet.
Serving with him are Richard J. Roes-
ler, president, First National, Platte-
ville — vice president, and Richard P.
Klug, president/CEO, F&M Bank,
Menomonee Falls — treasurer. o« «

e Steven Bacon has been named
director of marketing/video services at
Bacon/Metropolitan, architectural
firm headquartered in Ste. Gene-
vieve, Mo. Mr. Bacon’s duties include
production of specialized presenta-
tions for banks and documentation of
construction on bank-design projects.
Bacon/Metropolitan is the new name
of the former Richard Bacon AIA
Architect & Associates, Ste. Gene-
vieve, and Metropolitan Engineering,
St. Louis. The firms merged recently.

Book Presents Strategies
For Bank Sales Program

“Bankers Who Sell: Improving Selling
Effectiveness in Banking, ' by
Leonard L. Berry, Charles L. Futrell
and Michael R. Bowers, $24.95 ($20
for BMA/ABA members). Publisher:
Bank Marketing Association, 309 W.
Washington St., Chicago, IL 60606.

“Bankers Who Sell provides a step-
by-step approach to developing a
bankwide sales program, according to
the BMA. Much ofthe book came from
a two-year study of 10 banks that have
developed successful sales programs.
The 158-page guide is ajoint venture
ofthe BMA and Dow-Jones Irwin, and
was written by three instructors at
Texas A&M University.

The book covers the traditional chal-
lenges of sales management: selecting,
motivating, training and supervising
employees, and introduces several
new sales techniques.

¢ Saul B. Klaman has been named
vice chairman, Golembe Associates,
Inc., a Washington, D. C.,-based
financial-consulting firm. He recently
retired as president, National Council
of Savings Institutions. He will pro-
vide consulting services to thrifts. He
is a former economist for the Fed’s
Board of Governors.

« Edward L. Yingling has been
appointed executive director for gov-
ernment relations by the ABA. He had
been a member of the Washington,
D. C., law firm of Barnett, Yingling &
Shay, P. C., for the past 11 years,
where he represented banks and other
financial institutions before Congress
and regulatory agencies.

CUSTOMER LOYALITY
DOESN'T NECESSARILY
COME FROM WHAT YOU SAY

« Kent R. Whitaker has been pro-
moted to vice president/construction
division manager at Bunce Corp., St.
Louis. He is responsible for project
management and estimating. He
formerly was vice president/southwest
region construction.

ARE YOU SO BUSY
DOING YOUR JOB
THAT YOU'RE
FORGETTING YOUR
CAREER?

Call us today for a no-obligation dis-
cussion of your career ambitions. Be-
low is a PARTIAL listing of fee paid
career opportunities. Call or submit re-
sume with salary history stated.

Personal Trust/New Business  $38K
Employee Benefits Admin......... $38K
Investment Officer.............

Bond Admin. Officer
Commercial Loan Officer

MANAGEMENT Inc.
Division of MSI International

Personnel Service
400 Perimeter Center Terrace
Suite 820
Atlanta, GA 30346
(404) 394-2494

...BUT HOW OFTEN...
AND WHERE YOU SAY IT

CarCross calendars have been used to express appreciation to customers in their tomes throughout the
United States for nearly forty years. Many of our design features have been granted U.S. patents, making
themjust that tittle bit better in construction and utility. We offer Financial Institutions the opportunity to
create a calendar consistent with your own marketing theme and design, right down to the color of the
binding material. If you're seeking a larger market share, consider our iryhouse mailing service for an

area-wide calendar distribution to each home.

OUR MAIN POINT: WORK WITH A PROFESSIONAL CALENDAR
COMPANY FOR PROFESSIONAL RESULTS.
Send foryour IDEA KIT today. Of course, there is no obligation.

CARCROSS CO., INC,,
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Electronic Banking:
Current Status/Trends

Point of Sale, Home Banking Surveyed

RT one of this article, dealing
with ATMs, appeared in the June

issue.
* *

Point-of-Sale Service Development

GREAT DEAL of renewed
interest in POS has been ex-

By Thomas E Reynolds
Group Vice President
Speer & Associates
Atlanta

POS Services. It is important to
understand the services provided at
the point-of-sale and how they are re-
ceived by both financial institutions
and merchants. These services fall into
four broad areas.

» Credit-card authorizations repre-
sent the largest volume of POS trans-
actions at this time. The authorization

pressed recently by both merchantgrocess is increasingly being per-

and financial institutions.

Merchants have begun to upgrade
their POS services primarily in an
attempt to streamline their operations
and to provide electronic draft capture
at the store/terminal level.

Financial institutions, on the other
hand, have renewed interest in POS
direct debiting because of the emer-
gence of shared networks with their
shared terminals and large card bases.

Mr. Reynolds manages consulting
projects throughout the world for Speer
& Associates, a firm that specializes in
strategic planning for financial
institutions. He has more than 18 years'
experience in banking and is a former
member of the staff of First National,
Atlanta.

formed in a more automated, electron-
ic mode as antiquated paper bulletins
and manual dial terminals are dis-
appearing in all but lowest-volume-
merchant locations.

Major oil companies are leading the
way in automating the credit-card-
authorization process. They also are
beginning to perform electronic-data
capture from these same terminals and
locations, using the same telecom-
munications systems and networks.

e Data capture at the point-of-sale
has been occurring with major mer-
chants foranumber ofyears. For many
merchants, the data captured include
only product sales information. In-
creasingly, however, merchants are
capturing customer and account in-
formation to be used for billing pur-
poses and in sales analysis. This data-
capture process continues to be per-
formed predominately via polled ter-
minals or through cassette storage.

More recently, data capture is
occurring electronically from the POS
terminal at the time the sale takes
place. Data are being transmitted to a
computer to be used in preparing sales
reports and customer statements. In
this area, major oil companies such as
Mobil, Shell and Chevron, are among
the leaders.

» Check verification at the point-of-
sale also is not a new POS transaction.

Merchants have used paper bulletins
and on-line negative/positive files for
this function. Third-party providers,
such as Telecredit and Telecheck,
have provided merchants with a rel-
atively economical and effective means
to verify customers’ checks. Many
merchants still maintain their pro-
prietary check verification proce-
dures, claiming they are less expensive
than systems provided by third-party
vendors.

W here terminals have been used for
on-line check verification, in most
cases, these terminals are dedicated to
the check-verification function and
will not handle other POS functions.
For this reason, these systems prob-
ably will not evolve into full-service
POS systems and may even be made
obsolete by a future generation of ter-
minals that can handle all POS transac-
tions. It is also very likely that direct
debiting will replace some check-
verification transaction at the point-of-
sale.

» Direct-funds transfers, more com-
monly called direct debiting, is the
fourth major category of POS transac-
tions. It is the POS service that is just
beginning to be implemented across
the country in numerous pilot tests
and in a few market-wide applications.
It is the direct-debit transaction on
which financial institutions are focus-
ing and about which there is great con-
troversy regarding pricing, benefit
flows and control of the payment sys-
tem. While this transaction is central
to financial institutions’ concern, it is
but one more transaction type or func-
tion that the merchant can handle at
the point-of-sale. Merchants have yet
to be convinced that this transaction
benefits them and are even less certain
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Video Banking Gains

An estimated 58,000 consumers
and small businesses are using com-
puters and terminals to bank from
homes, offices and other sites.

An estimated 25 banks and other
financial institutions in the U. S
offer video banking services, and
almost that many others are ex-
perimenting with pilot programs
according to asurvey made by Amer-
ican Banker newspaper.

Chemical Bank, New York City,
and Bank of America, San Francisco,
are the acknowledged leaders in
video-banking services. Chemical is
serving 17,000 households and about
23,000 individuals with its Pronto
Personal service and another 4,000
small businesses with its Pronto
Business Banker service. Bank of
America offers its HomeBanking ser-
vice to about 18,000 customers.

The totals represent about a one-
third increase since January.

they are willing to pay for its occur-
rence.

The following discussion about POS
participants and issues relates only to
the direct-debit transaction.

Major POS Players and Issues. The
three major participants in the de-
velopment and use of POS services are
financial institutions, retailers and the
consumer. The current level of in-
volvement differs from each party, as
do the key issues for each.

Financial institutions primarily are
interested in control of the payment
system and the potential for new rev-
enue from providing the service. They
currently control the large debit-card
bases that can be used in shared ATM
networks and POS terminals. Finan-
cial institutions also are the architects
and owners of most ofthe large region-
al and national shared ATM networks.
Financial-institution focus primarily is
on the direct-debit transaction.

Retailers, on the other hand, pri-
marily are interested in cost savings
that can be achieved via electronic-
data capture and data transmission.
Control ofthe payment system is not of
major concern to the retailer. Howev-
er, retailers control most of the termi-
nals in place at the point-of-sale. They
also, in many cases, control large cred-
it-card bases used in these terminals.

The consumer is perhaps the least
known, least predictable party in the
overall POS equation. We are not sure
how rapidly the consumer will use
POS, if at all, beyond the pilot-test
environment. POS could prove to be
like telephone bill paying, where 10%
were quick to adopt but remain the
only user group after more than 10
years. The consumer does not know
enough about POS at this point to ver-
balize concerns and issues.

We in the industry believe, howev-
er, that the consumers’ major issues
will be cost, convenience, ease of us-
age, merchant acceptance and secur-
ity. We also believe that, with proper
pricing and promotional effects, con-
sumers will use POS services to a
greater extent than they have used
ATMs.

Several requirements must be met
for POS direct-debit transactions to
occur. The first tangible requirement
is the terminal-network environment.
The second tangible is the large con-
sumer card base that can be used in the
terminals. The third intangible re-
quirement is the acceptance by finan-
cial institutions, merchants and con-
sumers of this payment service.

POS Direct-Debit Experience. At
the end of 1984, about 125 to 150 POS

REGENCY

RECRUITERS, INC.
For

Banking Personnel
ora
New Banking
Position

from Mgt. Trainee to President
call on the banking specialists

Carol Park Diane Evans

816/842-3860

We changed our name -
SERVICE is the same

ALL FEE PAID
NATIONWIDE Affiliations

1102 GRAND AVE.
KANSAS CITY, MISSOURI 64106-2387

Merchants do not, at this point, con-
trol debit-card bases. Because they
have developed their own terminal
networks at great expense, merchants
are adamant about not paying POS
transaction fees to financial institu-
tions.

EMPLOYEE STOCK OWNERSHIP PLAN (ESOP)

Let our team of experienced specialists solve the ESOP puzzle for you.
For a descriptive brochure and other information, call (901) 682-0611 or write:

# BANKING CONSULTANTS OF AMERICA 6584 Poplar Avenue « Memphis, TN 38138-9990
Other O ffices: San Francisco, Dallas, Washington, D.C.
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pilot tests were underway in the U. S.
These tests involved from 5,000 to
7,000 terminals that were handling
approximately 150,000 to 200,000
monthly direct-debit transactions, or
about one transaction per terminal per
day.

There is no market in the U. S
where direct-debit transactions exist
in sufficient volume to be economically
feasible. POS volumes at that level
probably are two-to-five years away,
even in markets with large POS poten-
tial such as Florida, Texas, Washing-
ton, D. C., California and Ohio. The
most active participants in POS direct
debiting have been oil companies, su-
permarkets and convenience stores.

POS services will continue to be
offered primarily on a limited market,
pilot-test basis. Significant volume to
make the service economically sound
probably will not occur for at least two
to five years. For significant large-scale
development to occur, the issues of
benefit flow must be resolved by finan-
cial institutions and merchants. For
significant usage to occur, consumers
must be convinced that direct debiting
offers them tangible benefits. Finan-
cial institutions wishing to prepare for
POS should consider participating in a
well-planned and executed pilot test, if

ALUMINUM

lightweight heavy duty

#3227-ALUMINUM CHECK CASE, of 050
high strength satin aluminum (mill finish), 2
compartments with built in movable compres-
sor plates and removable cover permit pro-
cessing directly from case without use of
another tray. A 2 inch tray for reports or other
documents fits in the case over the 2 check
compartments and is enclosed by the cover.
The anodized cover permits easy stenciling
or painting. Case has steel tubular handle,
label holder, 2 locking drawbolts.

Also available: Disc Pack Case, Forms Case,
Data Module Case, Magnetic Tape Case,
Single Check Case, Check Tray Case.

MUUJMOTO[MOGSSE

ISION OF BY-LO MF INC

3333 W 48TH PL. CHICAGO 60632 312/247-4611

EXHIBIT 1
Telephone Bill Paying

In-touch, 1973
13% annual growth since 1981

— 1975: 10 institutions

— 1981: 400 institutions

— 1983: 500 institutions

— 1984: 550 institutions
e One million active accounts
$100 average payment
Transaction costs as low as $.25

participation costs are reasonable.
Home Banking

Home banking can be traced back to
the early 1970s and the introduction of
telephone bill paying. By 1985, anum-
ber of key issues had evolved in this
service area where rapid or wide-
spread growth has not occurred.

The major questions about home
banking are:

e What services will be provided?

e What price will be charged?

e Which suppliers or vendors will
provide home-banking services?

* What is the overall course of this
product’s evolution?

A major hurdle in the widespread
acceptance ofhome banking is the cost
ofterminals necessary for the consum-
er to participate in an interactive ser-
vice. While the technology to make
home banking a reality is here with us
now, consumer resistance and the cost
of the technology continue to inhibit
usage. Until some ofthese major issues
are resolved, home banking will con-
tinue to be a product in search of a
market.

Telephone Bill Paying began in 1973
with the In-Touch Service of Seattle
First National. By 1975, as shown in
Exhibit 1, only 10 financial institutions
were offering this service. Growth,
which was slow at first, accelerated in
the late *70s and early’80s, resulting in
about 550 institutions offering the ser-
vice by 1985. Those institutions repre-
sent about one million customer
accounts that are performing about 74
million annual transactions. The aver-
age bill payment by telephone is $100
and several providers of the service
claim that the cost of providing this
service is as low as $.25.

Vidoetex Home Banking services are
becoming technological realities while
they remain only pilot tests as far as
consumer involvement is concerned.
As of late 1984, there were 20 to 22
financial institutions offering these ser-
vices. Another 25 to 30 financial in-
stitutions were involved with pilot
tests and 15to 20 more had plans to get
into this business.

About 40,000 to 45,000 households
are using the services with about one-
half of these users being customers of
Bank of America in California.

Excluding the Bank of America
program, the average home-banking
program serves about 1,200 custom-
ers. The most popular services offered
in home-banking programs in 1984
were bill paying, statement retrieval
and brokerage.

By late 1984, four major providers of
videotex home banking services had
evolved. While none of these provid-
ers enjoyed successful, non-market
success with their services, all had
made major commitments to videotex
and had launched pilot tests.

The Viewtron service, offered by
Video Financial Services, had 11 finan-
cial institutions signed. These financial
institutions had about 2,800 subscrib-
ers using the service. The terminal
necessary for use of the service costs
consumers $600. Additional fees were
$12 per month and $1 per hour for
telephone-line costs. Video Financial
Services has expended more than $35
million to date developing the service
and expects to spend another $17 mil-
lion this year.

Home Banking Interchange (HBI) is
the home-banking service owned by
ADP. ADP purchased Telephone
Computing Service, the surviving en-
tity of In-Touch, and is the only third-
party provider of home-banking ser-
vices at this time. At year end, HBI
had 14 member institutions with 1,200
household customers. Users were
being charged $7.50 per month for ter-
minal rental.

Pronto, the home banking offering
of Chemical Bank, had about 10 licen-
sees at year-end 1984 with about
15.000 users. Users are charged $12
per month for the service. Chemical
has invested more than $20 million in
this service.

Bank of America entered the home
banking/videotex arena later than the
other three major providers. It has,
however, surpassed all three in terms
of user base. Bank of America claimed
20.000 users at year end 1984, each of
whom had to have his/her own person-
al computer in addition to paying $8.50
per month.

Additional home-banking services
will be offered by both financial in-
stitutions and third parties as the mar-
ket attempts to sort itself out. These
ventures will not be profitable or even
widely accepted until the cost of par-
ticipation and other major issues have
been resolved. It is entirely possible
that home banking and videotex will
not find a mass market equal to that of
ATMs for many years. «
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Premiums
(Continued from page 9)

away. They would just get another
gift,” Mr. Bollinger says.

The program was advertised once a
week with a half-page ad in the town’s
daily newspaper. Ads also were run in
asenior citizens’newspaper and a free-
distribution suburban newspaper.

Bank employees asked customers
where they heard about the program.
The daily newspaper was the most fre-
quent response.

In addition, a flier was used as a
statement-stuffer, sent with CD-
renewal notices and placed in the lob-
by. Directors were asked to pass them
out to friends.

The program was reinforced among
bank employees by the awarding of
prizes, such as TVs, for the most
money brought in.

The next time employee incentives
are used, Mr. Bollinger says, the bank
will make sure that employees who
open CDs as part of their regular
duties do not receive credit at the same
rate as employees in other depart-
ments who cross-sell CDs.

“To pay for the premiums, interest
rates were not shaved. Interest was
compounded annually instead of
quarterly. The cost of the gift was re-
ported to the customer on a form 1099
as interest,” Mr. Bollinger says.

The program attracted nearly twice
the goal of $1 million. “We ended up
with about $1.98 million in deposits,
with more than $1 million in new
money.

“Some of the most popular items
were acordless phone, a 12-inch chain
saw and a 13-inch color TV,” Mr. Bol-
linger says.

Smaller items such as clock-radios
and clock-radio-telephones also were
popular.

Most of the money was deposited in
the form of $10,000 and $15,000 CDs.

Stereos were not popular atall. The
age group 45 and above does most of
the depositing and they’re not in-
terested in stereo systems,” Mr. Bol-
linger says. Older customers wanted
13-inch TVs, chain saws and micro-
waves.

The premiums were drop-shipped
by Connelly Associates. The bank
merely filled out forms for customers
and mailed them to the firm.

The promotion ran from June 1 to
December 1. “We wanted to cover the
holiday season because a lot of these
customers use premiums as Christmas
gifts,” Mr. Bollinger says.

Much credit for the program’s suc-
cess is due to the premium firm, Mr.
Bollinger says.

“Connelly gave good service. The
firm showed us how to figure the mar-
gins needed to pay for gifts and what
types of promotional materials to use.
The rep was very helpful.”

The firm also provided advice on
how to select premiums. For example,
winter sporting goods are more popu-
lar in the north. A retirement com-
munity would call for particular items.

Connelly also helped design the
advertising campaign and advised
when to change it. “If you have prob-
lems, the rep knows your area; he
knows how to market in your area.”

The attracted

nearly twice the goal of $1 mil-

program

lion. "W e ended up with about
$1.98 million in deposits, with

more than $1 million in new

money/7

Follow-up service was good. The
rep provided training on how to sell
the program. In addition, “electronic
items break down occasionally. It was
no problem, they replace them.”

“We were very happy with the suc-
cess of the program.”

One of the bank’s best pieces of
advertising ended up costing almost
nothing. The bank bought one of each
premium and displayed them in a lob-
by case. The cost ofa set of premiums
was $3,900.

The display stimulated a lot of in-
terest among walk-in customers.
“They would see it and ask questions,”
Mr. Bollinger says.

Fortunately, every item eventually
was distributed as a premium and the
bank recouped the $3,900.

“l was afraid for a while that | was
going to have to give my wife a grand-
father clock for Christmas, but some-
one wanted it. I didn’t set stuck with a
thing,” Mr. Bollinger says.

Advertising was the major expense
of the program. Total expenses were
$8,953.

The program is being brought back
for another run, this time featuring
Zenith electronics. With interest rates
low, the average customer is reluctant
to lock rates in for long terms, Mr.
Bollinger says. A Zenith 19-inch color
TV or VCB might change the custom-
er’s mind, he says. This year’s goal:
$1.5 million. — Joe Lawler, assistant
editor.
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RMA Fall Conference
To Be September 22-25

Some 2,000 members of Robert
Morris Associates (RMA) and their
spouses are expected to attend RMA s
71st annual Fall Conference at the
Sheraton Boston (Mass.) Hotel & Tow-
ers September 22-25. RMA is the
national association of bank loan and
credit officers. RMA’s Fall Conference
is the organization’s largest meeting of
the year.

This year’s program will focus on a
wide range of topics of interest to both
domestic and international commer-
cial-lending officers. RMA’s 1985-86
President Edward J. Williams,
treasurer, Brown Brothers Harriman
& Co., New York City; James Howell,
chief economist, Bank of Boston; and
Edward E. Crutchfield, Jr., chairman/
CEO, First Union Corp., Charlotte,
N. C., are among those giving major
addresses.

Panel presentations and small group
discussions will cover the following
topics: the competition’s view of the
financial-services industry five years
from now; loan documentation from a
lawyer’s perspective; commercial-loan
sales/marketing management; asset
sales, interest-rate swaps and other
emerging techniques; recent regula-
tory initiatives and their effect on lend-
ing policy; managing the loan volume/
quality trade-off; and managing credit
services in newly merged/acquired in-
stitutions.

The business program also will focus
on international lending for regional
banks; the importance of continuing
education for account officers; manag-
ing the loan-approval process; prob-
lem-loan strategies; standby letters of
credit; lending to and advising middle-
market companies; loan-officer work-
load, productivity and standards of
performance; loan monitoring; com-
puterized trade finance; and lending to
specialized industries such as agricul-
ture, public utilities, health care, high
tech and real-estate construction.

Chairman of RMA’s 71st annual Fall
Conference planning committee is
RMA 1985- 86 national President Ed-
ward J. Williams. Mr. Williams is
being assisted by RMA’s administra-
tive committee and a committee of
officers in RMA member institutions
within the association’s host — New
England Chapter.
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CONVENTION
CALENDAR

(Continued from page 4)

Aug. 11-16: ABA Business of Bank-
ing School, Boulder, Colo., Uni-

versity of Colorado.

Aug. 11-23: ABA National and

Graduate Trust Schools,

ston, 111, Northwestern Uni-

versity.

Aug. 11-24: Central States Confer-
ence 1985 Session Graduate
School of Banking, Madison,
Wis., University of Wisconsin.

Sept. 8-10: Kentucky Bankers Asso-
ciation Annual Convention,

Louisville, Galt House.

Sept. 8-11: ABA National Confer-
ence on Human Resources,
Washington, D. C., JW Mar-

riott Hotel.

Sept. 11-13: Dealer Bank Associa-
tion, Municipal Traders and
Underwriters Seminar, Denver,

Colo., Keystone Resort.

Sept. 15-18: National Association of
Bank Women, Annual Conven-
tion, Philadelphia, Franklin Pla-

Za.

Let’s talk...

Alexander
(Continued from page 14)

attempting to operate under today s
deregulated environment was an
admonition to test new ideas and tech-
niques against old and familiar fun-
damentals.

“We’'ve become very sloppy with
many of our procedures, and we've too
often been tempted to play follow the
leader,” he said. “Many ofus think that
if it seems all right and other people
are doing it, then go ahead. | would
suggest that is a prescription for disas-
ter.”

Mr. Alexander, who is aformer ABA
president as well as a past president of
the Missouri Bankers Association, also
suggested that bankers will have suc-
cess in direct proportion to the degree
to which they renew their focus on
their customers.

“ldentify whom you want as your
customers and find out what they want
and need, he advised. “Then meet
those needs and express yourself in
terms they understand and will re-
spond to.”

He also urged bankers to use their
associations — national and state — as
the “fantastic resources they can be.”

if your non-performing assets are higher than
what they should be, we believe we can help ...

so let’s talk!

4900 OAK SUITE 301
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MI/A

SWORDS ASSOCIATES. INC.

PROFESSIONAL BANKING CONSULTANTS

KANSAS CITY. MISSOURI 64112 (816)753-7440

e Bunce Corp. is offering a series of
brochures focusing on recent construc-
tion projects. The brochures cover
architectural services provided on spe-
cial projects and general services, in-
cluding construction management,
general contracting, design/build and
interior-design services. The company
has offices in St. Louis and Dallas.
Write: 1266 Andes Blvd., St. Louis,
MO 63132.

Berry

(Continued from page 11)

Sales-skill development involves
selling to prospects — dealing with
strangers; managing account relation-
ships; and learning communication
skills.

The best sales people serve custom-
ers, not the bank, Dr. Berry said.
They’re interested in helping custom-
ers win, not lose, when dealing in
financial services.

Developing sales skills is an ongoing
process. It involves the development
of individual selling styles for em-
ployees and it includes a mix ofeduca-
tional resources and approaches.
Training should go beyond the class-
room; it should involve the use of
videotapes and other effective training
aids, he said.

Keeping score. Employees need to
know that others will know how
they’re performing. The performance
of each sales person should be mea-
sured accurately, and frequent and
timely reports should be made.

The measurement system must be
simple to understand, it must be fair, it
must emphasize results over efforts
and focus on the key selling behaviors
of each position, Dr. Berry said.

Tangible rewards should be given
for performance. Rewards can take the
form of raises, prizes or bonuses, but
all should be in addition to annual
merit raises.

When promoting a salesperson, it’s
important to keep that person in sell-
ing. Promoting a sales-oriented indi-
vidual into a management role could
spell disaster, he said.

Salespeople who are properly re-
warded and recognized for their efforts
are encouraged to make even greater
sales efforts. It makes them want to “go
for it”!

Developing a sales culture is not an
easy task, but bankers have no choice
in today’s deregulated environment.
Remember, Dr. Berry concluded, ev-
ery financial institution wants your
best customers! o
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Davids
(Continued from page 46)

ers, use a technique called “brown-
bag-lunch” firing. The officer doing
the firing invites the candidate for fir-
ing to lunch. During lunch another
employee appears with a brown bag.
In the bag are the contents of the ex-
employee’s desk and locker as well as
the termination check.

The fired employee is told that he/
she does not have access to the com-
puter, or for that matter, any area
other than the public lobby.

Why is this necessary? Banks that
fire disgruntled employees fear sabo-
tage of software or even labels on com-
puter tapes. Rather than face this pos-
sibility, the break is made quickly and
cleanly. « «

Tax Reform
(Continued from page 8)

tirement plans. Some of the more rel-
evant proposed changes are:

« Revised limits on deductions for
contributions to ESOPs.

« ESOP stock would be required to
be distributed as it becomes vested.

e Unified rules for distributions
from retirement plans.

e Modified deduction rules for qual-
ified retirement plans.

* Modified annual limits on con-
tributions and benefits under qualified
plans.

e Imposition of a recapture tax of
10% on plan funds reverting to an em-
ployer on plan termination.

Ag Banking Personnel

(Nationwide)
Let us help you. Call the ag lending personnel specialists
without cost or obligation. Confidential. Employers pay us
to hire the best.

Linda
515/394-5827
New Hampton, IA 50659

Jean 515/263-9598 if
no answer, 712/779-3567
Massena, lowa 50853

é’CfI careers,inc.

_J  AG BANKING PERSONNEL SPECIALISTS

» Establishment ofan $8,000 annual
limit on cafeteria-type plans.

» Spousal IRS contribution limit for
non-working spouse increased to
$2,000.

It is evident from the preceding
brief discussion of the major proposals
affecting the banking industry that this
piece of tax legislation would substan-
tially increase the tax burden of banks.
Furthermore, by limiting the net-
operating-loss-carryback period to
three years while simultaneously elim-
inating loan-loss reserves entirely, the
ability of banks to offset future losses
against prior years’ taxable income is
significantly reduced and the likeli-
hood oi additional bank failures result-
ing from loan losses is significantly in-
creased.
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RE Loan — $150MM suburban $28K
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P O Box 12346 2024 Swift
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816/474-6874
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In view of the difficulties encoun-
tered by our banking system in the
past five years, this seems a particular-
ly curious time to enact such provi-
sions. o

e Taylor Ernst has been appointed
vice president/operations at Christmas
Club a Corp., Easton, Pa. Most re-
cently, he was administrater/informa-
tion services with Bethlehem Steel
Corp. Christmas Club a Corp., origi-
nator of the Christmas Club savings
plan, is celebrating its 75th
anniversary this year.

Banking
Career
Specialists

You can benefit from these rela-
tionships — plus the many years
of bank-related experience of
these two men — by using our
specialized employment service.

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

Mike Wall Larry Vohs
Manager Consultant
Call us!

We can help find the
right person or the
right position.

FINANCIAL
PLACEMENTS
a

division of BANK NEWS

912 Baltimore
Kansas City, MO 64105

816 421-7941
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THE BANKING SCENE

By Dr. LEWIS E. DAVIDS

Professor Emeritus of Finance

Southern lllinois University, Carbondale

Bank Fraud and Board Responsibility

ACH year every bank board should
revise its security policy. A good

Some knowledgeable people point
out that few embezzlements using

number of boards simply reaffirm thecomputers have been revealed by au-

policy that was in effect the previous
year.

The board designates a security
officer. That individual is charged with
security procedures such as placing
cameras in the lobby and holding train-
ing programs for employees on what
their reactions should be in case of
crimes such as armed robbery or kid-
napping. This certainly is a desirable
development.

However, robbery and extortion are
only afraction ofinternal crime. In the
decades | have been a banker or have
taught banking, | have become con-
vinced that FBI figures on bank
crimes, including internal embezzle-
ments, are substantially understated.
Employee-related theft often is cov-
ered up and not reported to author-
ities. Bank executives often have com-
passionate reasons for not reporting
white-collar crimes. In addition, bank
officers know people would be reluc-
tant to put their funds in institutions
that are known to have suffered inter-
nal embezzlements.

It amazes me that individuals who
cover up white-collar crimes not only
violate bank regulations butjeopardize
the bank’s insurance.

An authority on white-collar crime
estimates that, in this country, white-
collar and computer crime cause losses
of approximately $10 billion ayear. Of
this, a substantial portion is in bank-
ing. The 1981 embezzlement of $21
million from Wells Fargo, San Francis-
co, probably was only the tip of the
embezzlement iceberg.

We probably never will know the
number of white-collar computer
crimes, not only because many are not
reported by faulted bank manage-
ment, but because many will never
show up because sophisticated embez-
zlers can erase audit trails.

diting procedures. Often it is only by
accident that they become known.

I recall the bank clerk with an obses-
sion for playing the horses who round-
ed out interest payments, dropping
fractions of mills into a pooled account
he was able to control. When interest
is computed, most accounts have in-
terest due that includes a fraction ofa

We probably never will
know the number of white-
collar computer crimes, not

only because many are not re-

ported, . . but because many

will never show up because

sophisticated embezzlers can

erase audit trails.

penny. When an institution has hun-
dreds of thousands of these accounts,
rounding off can result in a sizable
amount over time.

The computer-software industry has
been plagued by counterfeiting and
unauthorized reproductions of soft-
ware packages. | recall the well-
publicized case in which a Japanese
computer firm paid several hundred
million dollars in partial settlement for
industrial espionage it had conducted
against IBM.

A more philosophical note. When 1
was attending college, a course in
ethics was required. During the 1960s
and ’70s, with the development of
computers, the school was pressured
to add courses such as FORTRAN and
COBOL. One concomitant was the ne-
cessity not to exceed the number of
hours required for a degree. Some-
thing had to give, and the course in

ethics became a casualty.

This can lead to behavior like the
recent case at one of the most pres-
tigious business schools. In a team-
case-approach course, one ofthe teams
obtained computer printouts of
another team and was able to use them
to outperform the other team.

In several of the universities with
which | have been associated one of
the most serious security breaches is
the use of “account numbers” for
accessing the mainframe computer.
Individuals illegally using access num-
bers often presume they are doing no
harm and simply are polishing their
computer skills.

One incident occurred when 1| vis-
ited my office in the evening and found
a graduate student playing Star Wars
on the computer. That individual did
not realize that he was doing wrong.

Unfortunately, existing statutory
and common laws often do not men-
tion some of the more sophisticated
computer crimes, swindles and
embezzlements. In fact, computer
“jocks” feel it is “macho” to beat the
system. Some computer experts feel
that beating the system actually helps
advance the state of the art because it
tends to encourage better security.

In several recent bank failures, ex-
aminers contended that computer rec-
ords had been “cooked” and the ex-
aminers themselves were, to an ex-
tent, at fault. They explained that they
had to give warning ofan examination
so that computer printouts would be
available. This permitted computer
records to be falsified to make the bank
appear to have fewer non-performing
loans.

A generation ago, when a banker
was to be fired, it was customary to
give him at least two-weeks’ notice.
W hile this is still done in some banks, a
growing number of financial institu-
tions, especially those with comput-

(Continued on page 45)
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“Lastyeal, oul bank increased
Chinstimes Club oeyposits by 36
\itha little help
froma fnend.”’

"When our marketin
department came to me with an

idea to increase core deposits by /1 James Patiick, president
ing Christmas Clubs with y
promoting Chris Albany, New York

this cute little 'Christmas Cub/™ |
was skeptical.

~ "Like many bankers, Ithought traditional
Christmas Club accounts were of little interest to
today's sophisticated savers.

"Well, the bear proved me wrong. Be-
cause the fact is, Christmas Club savers are
often your best customers. Overall, they
have more checking and savings ac-
counts, NOW accounts and CD'sthan
your other customers do. And by at-
tracting new Christmas Club customersto
our bank, we increased Christmas Club
deposits by 33%!"

The "ChristmasCub"™ promotion
was a big success for Key Bank. Itcan be
for you, too. ) _

Best of all, "Christmas Cub"™ is
only one of a wide selection of complete
promotional programs available from
Christmas Club. Soyou can choose the
premiums, displaysand support materials
that best suit your bank's needs.

Youcan learna lotabout attractin
new business froma teddy bear!Just ca
toll-free or fill out and return the coupon
below.Christmas Club a Corporation will
send you all the information you need to
design a successful Christmas Club pro-
motion. Act now and we'll also send you a
FREE "'Christmas Cub."™ Just to prové how
persuasive a little fellow he really is.

Return to:
Christmas Club a Corporation .
P.O. Box 20, Easton, PA 18044 \ / /Celebrating
Please send me complete information on 0\ // 75 years of
your Christmas Club promotional programs, %  service
and a FREE “Christmas Cub.”™ .

cbRistmas

dab acorporation

P.O. Box 20
COMPANY Easton, PA 18044
ADDRESS In NY, NJ, DE, MD: 800-523-9334

In PA, AK, HI: 215-258-6101
All other states : 800-523-9440

TM-“Christmas Cub” Is a trademark and

a servicemark of Christmas Club a Corporation, Easton, PA
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